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1. Introduction – The British Group

CTT Moscow is the leading construction equipment exhibition for Eastern Europe offering an extensive range of innovative and technologically advanced construction equipment, machinery and technologies. It is supported by the Ministry of Construction of the Moscow Regional Government and partnered with IMAG, a branch of Messe München, the organizer of Bauma, 

The show claims to attract buyers, decision-makers and industry leaders from all over the Commonwealth of Independent States (CIS). CTT also offers a variety of seminars, conferences and training, tailored to the needs of contractors, rental and leasing companies, product manufacturers and other industry professionals. Russia witnesses a continued construction boom and is one of the fastest growing construction markets in the world. There is a strong growth in infrastructure, ports, roads, public works projects. 

The Construction Equipment Association (CEA) acted as the UK Trade & Investment (UKTI) International Business Schemes (IBS) Accredited Group Organiser of the British Group at the CTT Moscow exhibition, held at the Crocus Expo International Exhibition Centre on the outskirts of Moscow. Four British companies exhibited at CTT Moscow with IBS grant aid. Two other British companies exhibited without an IBS grant as they no longer qualified for IBS support under the new UKTI rules. British Companies occupied space the hall and in outside lots. A further 20 British companies displayed literature in the British Information Centre. 

Qualifying British companies exhibiting at CTT Moscow were eligible for a grant of up to 50% of their stand space and construction costs up to a ceiling of £2,500 per exhibitor. 

1.1 The CEA ran a British Group Information Centre in the main hall, which provided a meeting point, seating area, message taking facilities, computer for demonstrations of web sites, CD-ROMS and presentations and a multi-lingual hostess. 

1.2 500 copies of the CEA British Group brochure, translated into Russian and listing all Group members and display participants with their contact details, product and stand numbers, were distributed to press and visitors at CTT Moscow.

1.3 The 2005 edition of the CEA’s interactive CD-ROM, Business Tracker, was distributed to visitors at the show. Business Tracker is a comprehensive directory of CEA Members and their products, together with generic industry information and statistics.

1.4 The Information Centre provided an opportunity for a further 20 British companies to display literature on Information Walls. These were split between companies looking for distributors and those who already had one. 

1.5 The CEA staff took enquiries and trade leads from visitors – a list of visitors to the information centre is available to CEA Members and was sent to display package participants. Many of the companies who used the display facility were looking for distributors. 

Those who already had a distributor used the facility to raise awareness of their product and one company used it as a demonstration zone. All companies in the display package were able to use the stand as a base for their British personnel to meet potential customers. A number of visitors to the stand were distributors looking for new products and we are hopeful that some useful contacts have been made. 

It was clear that the most interest in literature was from these companies who had taken the trouble to have their brochures translated into Russian.

1.6 The CEA British Information Centre was staffed by Joanna Oliver (Exhibitions Manager) and Pam Hyde (International Business Group Manager) together with the interpreter. 

1.7 Prior to the show exhibitors had access at all times to the CEA exhibition team via the exhibitors’ hotline for information on the exhibition, travel, freight and their stand and its construction.

1.8 The British exhibitors were recruited by the CEA using its database of over 1,100 members, manufacturers, service providers, press and partner trade associations. 

1.9 The show was widely promoted across the construction equipment industry by the CEA. CTT Moscow was featured in the industry trade press and the CEA’s trade journal – Newsline. 

CTT Moscow was featured on the CEA web site. Details of the show and British exhibitors were sent to Regional Development Agencies and Business Links. 

1.10 Prior to the event group members were sent market information from the British Trade Officer in the British Embassy in Moscow together with details of the UKTI web site and other sources of market information.

2. The Exhibition

2.1 Venue – Crocus Expo International Exhibition Centre

CTT Moscow was held at the Crocus Expo International Exhibition Centre. The exhibition centre is very new and comprises four halls currently, with more under construction. CTT was held in Hall 4 (despite all the pre publicity and stand numbers directing visitors to Hall 3!). There was a recycling exhibition running concurrently with CTT in Hall 3. There was also an outside exhibition area at the front of the building. The International Pavilions were all located in the hall. 

The Crocus Expo is a very modern exhibition centre, but as it is still under construction, lacks some of the facilities that one would expect in an international exhibition centre. There is no business centre, press centre, exhibitors’ shop or florist as yet. There is  a very large café, but once the show opened the queues were very long – taking up to an hour to purchase a simple snack. However Crocus Expo is a great improvement on the CTT 2004 venue which held in a marquee in a disused airport.

The on site stand contractors did not, for the main part, speak any English and were not very helpful. Stands were still being constructed on the final day of build up and some furniture did not arrive until after the show had opened. The standard of the shell scheme was adequate but not really of an international standard.

One of the main problems with Crocus Expo is its location – 66 kilometres from the centre of Moscow. Traffic is now appalling in Moscow – being gridlocked for much of the day. The journey from the centre of Moscow to the exhibition was taking up to 2 hours at peak times. There was no direct public transport to the show ground, but busses had been arranged to transport visitors to the neatest metro station. There was a great shortage of taxis at the show both during the build up and the show itself. Those that were around were very expensive and needed to have rates negotiated in advance with some hard bargaining. This situation may improve once the exhibition centre is finished and more events are held.

Signage for the exhibition was not good – visitors to the outside exhibits were not always aware that there was an indoor section of the show as there was no signage directing them inside. It was also possible for visitors to access the outside areas without registering and therefore paying to enter the show.

2.2 Organisers

CTT is organised by Media Globe, a Russian publisher. For the first time in 2005 Media Globe had a partnership with IMAG – a division of Munich Fairs, the organisers of Bauma. Initial negotiations for the British Pavilion had been conducted with Media Globe but were transferred to Munich at a later stage. Prices were higher than in 2004 – especially those for stand building and furnishings.

The organisers were very late in producing a final hall plan. Plans seemed to change frequently. They were also not at all helpful in assisting visitors with visas and accommodation for the show. As Media Globe publish their own construction magazine they seemed to be very against visits from other industry press and did not organise a press room at the show.

The UK agents for Munich Fairs, Pattern Ltd, assisted the CEA in securing stand space and recruitment. They also acted on the CEA’s behalf in trying to obtain information and hall plans from the organisers. It was fortunate for the CEA that Munich and Pattern were involved as Media Globe did not appear to be at all interested in the British exhibitors or their requirements. We understand that Munich will continue its partnership for CTT 2006.

To date, the organisers have not yet released a closing report on attendance, exhibitors and fair statistics.

 2.3 Freight Forwarders

 

The recommended forwarders were ExpoFreight. On site forwarders were Panalpina. Whilst international freight costs to Russia are moderate, the on site freight handling price is extortionate. A 110 kilo pallet of freight which cost £250 to get from the UK to Moscow cost £1,200 to transport across the exhibition centre. Nearly all exhibitors at CTT complained to the organisers about these prices – but were told that nothing could be done as that was what the costs were. There will be additional customs charges – but these are not known until 6-8 weeks after the exhibition closes. Many exhibitors said that this would stop them exhibiting at the show again.

2.4 Other Exhibitors

There were 284 Russian exhibitors – many distributors for overseas manufacturers. In addition to the British Group there were national pavilions from Germany (50), Italy (30), South Korea (14) and Spain (3). There were also independent international exhibitors from : Austria (1), Belgium (1), Belarus (2), Eire (1), Finland (4), France (4), Hong Kong (1), India (1), Japan (2), Netherlands (3),Poland (1), Slovakia (1), Sweden (3), Taiwan (1), USA (6), 

The sheer size of the German and Italian pavilions, and the high quality appointments of the stand construction and common areas, highlights the enormous contribution made by their national and regional governments into export promotion. The German and Italian information stands had full catering facilities, internet access and common lounge and meeting areas. Both countries’ governments had produced glossy brochures promoting the group and highlighting the input of government into exports. The Italians had a large banner stretching across the entrance to the show publicizing the Italian pavilion. Even the Korean pavilion had two full pages of paid advertising in the catalogue sponsored by their regional government. The British were left looking very much the poor relations – something which can only get worse once SESA funding ends in April 2006.

Most of the major global OEMs were exhibiting either with local distributors or in their own right. 

Exhibitors were a mixture of companies representing many areas of the construction equipment, construction vehicles, cranes, building material machinery, demolition and recycling equipment, road making, mining, tunneling equipment, lifting equipment, fluid power technology, publications, research and associated business services, concrete batching and aggregates sectors. 

2.5 Visitors

Visitor numbers have not yet been released. The show did seem quiet in the inside areas although there were more visitors to outside exhibits. Visitors were mostly industry professionals or from government departments and universities and mainly from Russia. A number of distributors attended CTT Moscow in search of new companies to represent. 

Very few visitors spoke any English – making it essential to have a good interpreter and to have literature and graphics translated into Russian to attract attention.

Opening hours were Tuesday 12.00- 18.00, Wednesday – Friday 10.00 – 18.00 and Saturday 10.00 – 16.00. The early finish on Saturday was welcomed by the exhibitors as there were very few visitors at the show on the final day. Many exhibitors had packed up and left by lunch time – but not the Brits!

3. British Embassy

Pre event the CEA had liaised with Sayida Husain, the trade officer with responsibility for construction equipment at the British Embassy in Moscow. Sayida and her colleague, Anna Avestian, were especially helpful in translating and printing the British Group Brochure and stand graphics. They both visited CTT during the show. British companies wishing to obtain information on doing business in Russia may contact Sayida – see useful contact details at the end of this report.

The Commercial Section aims to help British firms exporting goods and services to Russia and to help Russian organisations looking to source products from the UK. Commercial officers are always willing to meet business people visiting the market. They can offer advice, information and practical support to help you research and plan your export strategy. 

Tailored Market Information Reports

The Commercial Officers can produce a report specifically tailored to meet your needs. This might include an assessment of the local market for the product or service you are offering advice on the market approach a fully customised list of local contacts. 

They will confirm your requirements directly with you after provision of an initial brief, usually via your local Business Link office in the UK. You will be given a firm quotation of the cost of your report, based on the complexity of your enquiry and the number of hours research required. For reports costing £600 or more, you may be eligible for a refund of up to 50% to offset the cost of a market visit within six months. They also offer a programme arranging service and help with practical details such as organising interpreters for your visit.

The Commercial Section has information on Russia's regions. There is also a monthly economic report on Russia which can be found at;

http://www.britemb.msk.ru/commerce/index_ie.htm 

4. UK Trade & Investment

UK Trade & Investment (UKTI) is the UK Government's export and inward investment agency.  There are a number of pages on Russian on the UKTI web site - http://www.invest.uktradeinvest.gov.uk which may be helpful to those new to trading with Russia, including a summary of legal requirements. Many imported products destined for the Russian market must have a certificate of conformity issued by the Russian State Standards Committee (Gosstandart). The web site also has a regulations section.  There is also economic and background information on the country, advice on Customs, advertising, visas, hotels. 

General enquiries for the Russia Unit: 

Phone: 020 7215 4752, Email: exportinfo.russia@uktradeinvest.gov.uk 

If you would like to be included on the UK Trade & Investment Russia database to receive mailings on Russia then send an email to them with your company details and sectors of interest.

5. Tips and Observations

· Corruption appears to be on the increase in Russia. We were told by a number of manufacturers presently doing business in Russia that one is expected to pay “commission” of up to 10% to buyers or those easing the way to making a sale.

· You will need a visa to enter Russia. Many CTT exhibitors traveled on tourist visas as they are easier to obtain and the CTT organisers would not help in obtaining letters of invitation to get a business visa. However, if you are stopped at immigration on entry and searched and found to be coming to Russia on business – but traveling on a tourist visa - you may have problems so don’t carry business cards, brochures etc in hand luggage. Certain of the larger hotels can issue invitations once you have booked rooms which is enough to get a tourist visa.  If you need a business visa you must get a letter of invitation from a Russian company plus a letter from your own company stating why you are visiting. Both types of visa require proof of insurance covering you during your stay in Russia.

· Try to get a seat near the front of the plane – and run when disembarking. Queues at immigration are very long – especially when several international flights arrive at once. It is common for immigration to take one to one and a half hours.

· When checking in for your return flight bear in mind that there are many security checks to go through at the airports. Two hours is the very minimum that you should allow when checking in for your return flight – allow more if you want to do some duty free shopping.

· There is, however, very little seating space at Sheremetyevo once you finally clear customs and immigration.

· When planning your exhibition stand remember that it is always going to cost a lot more than you think – especially the freight. Hand carry what you can – but be aware that you will probably be stopped by customs when entering the country if you have excess baggage and charged duty. 

· You may also be stopped and charged again on entry to the show ground. You should be traveling on a business visa before even contemplating attempting to import your own freight. At present there does not seem to be any way around the excessive on site handling charges and bureaucratic customs regulations.

· Allow plenty of time when shipping goods to Russia as they may be held up for lengthy periods by customs – especially if there is the slightest irregularity in the documentation.

· When sending freight to Russia ensure you have originals of all documentation and not photocopies or your goods may well be turned back or refused entry.

· When packing boxes make sure you list every item – i.e. 20 pencils, not just pencils. A copy of the contents of each box must be attached to the box and another copy enclosed to go with the freight documentation. 

· Freight will usually be opened at customs so don’t try and include anything that you haven’t declared. Make sure graphics are well protected – Russian customs officials don’t seem to take much care over re-packing them.

· You will need an interpreter during the show – and during build up if you are having anything other than the standard shell scheme stand. Make sure you employ one who can write in English as well as speak it. Many visitors only had business cards in Russian.

· Have all your literature and business cards translated into Russian when doing business in Russia. You should also ensure that all measurements are in metric.

· City centre hotels are now VERY expensive – around US $350 - $400 per night for a room of an international standard. Try to get your local agent to book a room for you – or go through a UK travel agent for a flight / hotel package.

· Taxis are also very expensive. If you do not pre-book a transfer on arrival you may find yourself paying well over US $100 for a ride to the centre of Moscow. 

· Once you emerge through the arrivals gate at either of Moscow’s two international airports you will be deluged with taxi touts trying to grab your bags and take you to their taxi – even if you are staying at an airport hotel a few hundred yards away!

· Be prepared to bargain very hard for a fare before you get into a taxi. Many taxi meters don’t work. When traffic allows Russian taxis drive like maniacs – and many don’t have seat belts. Our advice is - don’t sit in the front.

· You can, in theory, flag down any passing motorist and get a ride from them for a negotiated fee. The Embassy does not recommend this form of transport unless you are a local. Only use licenced taxis with drivers who have badge and a car that looks like a taxi and is vaguely roadworthy.

· Don’t even think about hiring a car and driving yourself in Moscow – unless you have a death wish. Even the majority of British ex-pats hire drivers.

· The Moscow underground (Metro) is very good and a cheap way to travel around central Moscow. The stations are amazing examples of art deco and art noveau and well worth exploring. The main problem is that all the signs are in Cyrillic and so it’s very hard to work out where you actually are and where you need to get off!

· Credit cards are accepted widely now in Moscow and ATM machines can be found in hotels as well as in shopping malls and banks. MasterCard and Visa are the most widely accepted.

· You can withdraw cash from your UK cheque account using an ATM if you have a debit card with the Maestro or Cirrus marks on it. 

· There are ATMs and Bureau de Change at the airports to allow you to change money for taxis and porters if you haven’t pre-booked.

· Most large hotels will change money – at the fixed government exchange rates. They will also change it back into hard currency for you as long as you keep the receipt.

· There are a good variety of restaurants in Moscow – at a price. Smaller establishments will only take cash – and may only have menus in Russian. Do not expect the staff to speak any English away from the Red Square area.

· One of the few value for money purchases in Moscow is vodka. The duty free shop at the airport has a good selection of all prices and grades.

· Water is safe to drink in Moscow, although it is very heavily chlorinated and tastes very chemically. Bottles water is widely available and usually provided in hotel rooms.

· If it is your first trip Moscow try to at least visit Red Square and the Kremlin. If you have more time there are some excellent museums, theatres and of course GUM (the state department store) and the Bolshoi Ballet.
7. Conclusions

Whilst Russia is a market with many opportunities for manufacturers of construction equipment – it is also one of many pitfalls to trap the unwary and inexperienced. It is certainly not a market for the new or novice exporter, or one for those companies who do not have the resources to fully exploit it. One leading distributor said he expected his manufacturers to visit the market at least once every 6 weeks, for a week at a time, to support the product. He also expected full engineering / technical support from qualified engineers.   If a product is to gain the trust of the Russian market much effort must be made to achieve it. 

Additionally, the sheer geographical size of Russia and the CIS means that usually more than one distributor is needed. Certainly at least one for the west of the Urals and one for the east plus representation in the CIS countries.

At present Russia appears to be more or a market for established OEMs than component manufactures as there is little domestic output of any quality. There are growing accessory and aftermarket opportunities.  Corruption is widespread and a very good local distributor or agent is essential. Traffic in Moscow is truly awful and arriving at meetings on time is next to impossible. Getting oneself in and out of the country is time consuming to say the least. Getting products and freight into Russia requires endless patience and a healthy bank balance.

Having emphasised the negative, there are opportunities for the well prepared and brave of heart. Earthmoving, Paving and Crushing and Screening seem to be thriving areas with manufacturers reporting healthy sales in 2005 with large increases in volume over 2004. One distributor had sold 180 backhoes in 2004 but had sold 120 already in 2005 due to the amount of construction activity (eg the 12 St Petersburg / Moscow motorway, with parallel rail road; new ring roads around Moscow and other provincial cities etc).  A crushing and screening company had sold all six units they brought to the show and 20 units in the previous two months. Increasingly sales are going to contactors who often want the machine immediately to start on a job – one dealer seemed to have sold the same crane 3 times to 3 equally desperate people.  

There is money available for equipment – but there also many people wanting to buy but with no money. Great care to ensure that the buyer has the means to pay should be taken before signing any contracts.

A straw poll of exhibitors, both British and international showed than few would have made enough sales or potential sales at the show to cover their costs.  This was especially true if they had brought equipment and materials over for the show. It was held to be better to borrow back some equipment previously sold into the country to use on the stand. Several companies had brochures produced in Russia not only because the printing is cheaper but because customs problems can be avoided.  Larger exhibitors at the show were making representation to the organisers to try and reduce the high costs of the exhibition – especially freight handling.

Exhibitors who reported a reasonable response from the exhibition were those with larger stands and products for visitors to inspect. The smaller stands did not seem to be as attractive to visitors. The outside area was confusing as it had no product segmentation and very poor signage. Smaller pieces of equipment were easily hidden behind cranes or dump trucks. Additionally the corralling of the outside exhibits into a number of small fenced areas seemed to have no purpose other than to prevent visitors gaining access to the stands they needed to see. As visitors were not badged or charged to go into the outside areas (although they should have been) the reason for these enclosures was unclear.

Russian appears to be changing rapidly – and not necessarily for the better. The sharp increase in 4x4 and luxury cars show that the rich are becoming more affluent – but there were few obvious signs that this wealth was reaching further down society. There are certainly opportunities for the manufacturers of construction equipment – but these need to be carefully researched and evaluated. 

Joanna Oliver

CEA June 2005


A GUIDE TO UK TRADE & INVESTMENT COMMERCIAL SERVICES

As part of UK Trade & Investment, the British Embassy in Moscow has access to a wide range of information and provides a number of services to British exporters.

OMIS - Overseas Market Introduction Service

To commission a report to identify and approach relevant companies, to assess their interest in doing business with British companies, to check their status, or to seek specific information on the market for a particular product.  Depending on the requirements, we will carry out telephone research or visit potential agents, partners or customers, and provide a report that includes a verified list of contacts.  The charge for this tailored service will depend on the time taken to complete the necessary enquiries. This service is accessible through the Business Link network, for locations see www.sbs.gov.uk.

Market Advice 

Staff at the British Embassy are available to provide across-the-board advice.  Consultations are free of charge.  To ensure the relevant officer is available, it is advisable to arrange an appointment in advance.
Sector Reports and Summaries

Sector reports and summaries are available for many industries, and can be accessed through our web site www.uktradeinvest.gov.uk. We are also able to provide guidance papers on legal liability, doing business in the Russia and a list of local lawyers. These are provided free of charge. 
Conference and Seminar Facilities

The British Embassy Moscow has facilities for seminars/presentations and receptions, which can be hired. Refreshments can be arranged, but the company must pay the costs directly to the caterer. We can provide suggestions for relevant contacts to be invited to presentations/receptions and assist with the printing and mailing of invitations, again for a small fee.

Publicity

The Commercial publicity section can help to publicise British products and services in local publications through various press release services, picture stories and the Internet.   For £100 the New Products from Britain service is available to a British business wishing to obtain editorial coverage in the Russia for its innovative product, process or service. 
Passport to Export

Passport to Export is our flagship assessment and skills-based programme that provides new and inexperienced exporters with the training, planning and ongoing support they need to succeed overseas. 

It is different from anything UK Trade & Investment has done before because: 

· It encourages changes in business behavior 

· It is entirely customer centered, and structured, but flexible 

· It utilizes existing and new services to offer a comprehensive ‘pick and mix’ menu for companies 

We have put together in one simple, responsive process all the tools you will need to grow your business. This ‘toolkit’ will offer you:

· A free export health check - An objective assessment of your company's capability for export. 

· Free export mentoring - The help of your own locally based expert in International Trade, who will mentor you and help with the development of your own Export plan on a one-to-one basis. 

· Subsidized training - Flexible training on specific skills needed to win and deliver export business.

· UK Trade & Investment Export Services / Market Research / Export Sales Leads.

· Foreign language trade literature (if required), all provided at subsidized cost. UK Trade & Investment can also provide certain matched subsidies to assist your business in achieving its international objectives. 

· Market visit - A subsidized visit to an overseas market identified in your Export plan.

· Customer service - Aftercare services to help you continue your successful development in international trade. 

All of these tools receive independent accreditation to ensure they are delivered to a consistently high standard and external evaluation to ensure they are satisfying your needs. 


Eligibility 

A Company eligible for support under UKTI - your passport to export success is defined as follows: 

· It should be an SME as defined by EC Reg. 70/2001

· Fewer than 250 employees 

· Either an annual turnover not exceeding Euro 40m or an annual balance sheet not exceeding Euro 27m and not more than 25% owned by one or more companies falling outside this definition (except public investment corporations), venture capital companies or, provided no control is exercised, institutional investors. 

· It should be a new or novice or passive exporter, typically with less than 25% turnover in exports. 

· It should have been approved for further development by undergoing a company diagnostic with an ITA (International Trade Adviser). 

Further information can be obtained from your local Business Link.
UKTI Business Portal

UK Trade & Investment's website www.uktradeinvest.gov.uk uses portal technology to provide customers with a single web gateway to personalised information, including business opportunities identified by our network of embassies, consulate-generals and high commissions worldwide.

How can UK customers benefit?

The website brings a number of practical benefits for customers free of charge.

· Valuable trade, country and sector information, and business opportunities are now on one website.

· They can sign on, register and profile their interests to receive information tailored to their needs.

· By managing their 'account' on the website they can choose to see the information of most interest to their needs rather than having to search through many pages.

· They can choose to receive alerts (by email) when information of interest is added or updated, not just business opportunities.

· They can decide how frequently they receive alerts (daily, weekly or monthly).

· It is designed to be self-administered by customers, who can manage their own account profiles.

· Customers have 24/7 access and control over their profile, wherever they are, and they can stop or start email alerts as and when they choose.

UK companies need to register their details and profile their business via www.uktradeinvest.gov.uk.  Once registered, information will be personalised to their interests.

Enquiries: Web service team email: ukti.webmaster@uktradeinvest.gov.uk 

Tel: +44 (0) 20 7215 8777.
Useful Contact Numbers

	CEA 

BRITISH GROUP ORGANISERS

Project Manager


	CEA

Orbital House 

85 Croydon Road 

Caterham 

Surrey, CR3 6PD 

UK

Joanna Oliver


	Tel:

Fax:

E-mail:

Web:

E-mail:
	+44 (0)1883 334499

+44 (0)1883 334490

cea@admin.co.uk
www.coneq.org.uk
Joanna@admin-north.fsnet.co.uk 



	CTT UK Agent
	Pattern Ltd

London House, 

243-253 Lower Mortlake Road

Richmond, 

Surrey, TW9 2LL, UK.

Contact Roger Sherman 


	Tel:

Fax:

E-mail:

Web
	+44 (0) 20 8940 4625

+44 (0) 20 8948 1442

info@pattern.co.uk 

www.pattern.co.uk

	BRITISH EMBASSY 

Moscow

Ekaterinburg 

St Petersburg
	British Embassy, Moscow

Smolenskaya Naberezhnaya 10

Moscow 121099

Russian Federation

Contact: Sayida Husain 

British Consulate-General

Tatyana Domilovskaya, Senior Business Development Adviser

620075, Ekaterinburg, 15a Gogol Street, 4th Floor,

Russian Federation.

City Administration has created an investment support centre (ISC) to aid potential foreign investors in finding local business partners, rendering assistance in buying commodities, plants and machinery and to aid in obtaining license for business and land use. The centre offers help in overcoming bureaucratic barriers faced by Western companies in setting up an office in Russia.


British Consulate General St Petersburg
193124 St Petersburg
Pl. Proletarskoy Diktatury 5
Russian Federation.

 
	Tel:

Fax:

E-mail:

Web:

E-mail:

Tel:

Fax:

E-mail:

Web:

Tel:

Fax:

E-mail:

Web:


	+7 095 956 7477

+7 095 956 7480

TradeInvestmentMoscow@fco.gov.uk
www.britemb.msk.ru
Sayida.Husain@fco.gov.uk 

+7 (343) 379-49-31
+7 (343) 359-29-01
brit@sky.ru 

http://www.britain.sky.ru/.  This website has information on property, communications and banking in the Ekaterinburg area.

+7 812 320 3200
+7 812 320 3222
commercial.stpetersburg@fco.gov.uk
 www.britain.spb.ru/contact/

	UK Trade & Investment


	Russia Unit

UK Trade & Investment 


	Tel:

E-mail

Web:


	+44 (0) 20 7215 4752
exportinfo.russia@uktradeinvest.gov.uk
www.uktradeinvest.gov.uk 


Other Useful Contacts

European Business Club http://www.ebc.ru :The European Business Club (EBC) was established in 1995 on the initiative of several European companies registered in Moscow, the Ambassadors of the European Union, and the Head of Representation of the European Commission in the Russian Federation (RF). It is a non-profit association of commercial enterprises and physical persons from the European Union, which have business activities with Russia and inside Russia.  Events and networking.

Russo-British Chamber of Commerce

42 Southwark Street

London SE1 1UN

Tel: +44 (0)207 403 1706

Fax: +44(0)20 7403 1245

Email: mail@rbcc.co.uk
www.rbcc.co.uk
Russian Federation Chamber of Commerce

Database of Russian companies; business consulting services to foreign companies.

http://infocentr.tpprf.ru/eng/
Embassy of the Russian Federation

5 Kensington Palace Gardens

London W8 4QS

Tel: +44 (0)20 7229 8027

Fax: +44 (0)20 7229 3215

Email: info@rusemblon.org
www.rusemblon.org
Export Control Organisation

(part of the DTI, provides information and advice on export controls and export license requirements, etc). Tel: +44 (0)20 7215 8070, Email: eco.help@dti.gov.uk, web site: www.dti.gov.uk/export.control/
Simpler Trade Procedures Board – SITPRO (provides advice on Russian export documentation)

Tel: +44 (0)20 7467 7280. Email: info@sitpro.org.uk . Web site: www.sitpro.org.uk
Gosstandart certificates translated http://www.russianengineeringgroup.com/COC.html 

SVE assist foreign companies in the certification of engineering industry production. Consortium "SVE" was established by autonomous non-commercial organization "SOEX” (Russia's Chamber of Commerce and Industry), Federal state unitary enterprise “VNIINMASH” (Gosstandard of Russia) and International Union of Expert Organizations and Certification Bodies "EXPERT HOLDING RUS”. SVE Consortium 2, Martinovsky Moscow Russia, 109004.  E-mail: sve@exhold.ru  Moscow tel. (095) 510-62-17. 

FitchRatings & Research - Credit rating agency: provides web-based credit ratings, company & country research and analysis www.fitchratings.com . 

Delta Leasing - One of the largest leasing companies in the Russian Federation.  They purchase equipment from manufacturers then lease it to their clients.  The company covers the whole of Russia and the CIS.  

12 Malaya Sukharevskaya Sq

Moscow 127051

Tel: +7 095 960 2243. Fax: +7 095 960 2240. Email: asm@deltaleasing.ru. Web site: www.leasing.ru
British Standards Institute - (offers advice and information on legal and technical regulations and standards)

Technical Help to Exporters

389 Chiswick High Road

London W4 4AL

Tel: +44 (0)20 8996 9000

Email: cservices@bsi-global.com
http://www.bsi-global.com
Rostest - (Russian testing & certification centre)

31 Nakhimovsky Prospekt

Moscow 117418

Russian Federation

Tel: +7 095 129 1911

Fax: +7 095 124 9996

Email: info@rostest.ru
www.rostest.ru
SGS UK Ltd - (provides advice on what certification is required to export to Russia)

217-222 London Road

Camberley 

Surrey GU15 3EY

Tel: +44 (0)1276 697891

Fax: +44 (0)1276 697888

Customs Clearance

Interfast, St Petersburg

Tel/fax +7 (812) 445 28 34

Email: info@interfast.ru

www.interfast.ru 

Russian Import Duties - (a European database which allow you to find out import duties, access free)

http://mkaccdb.eu.int
Defence Export Services Organisation – DESO - (information on export of defence related equipment). www.deso.mod.uk/
The Economist Intelligence Unit (produces on-line information and business reports on Russia.(some available through subscription) www.eiu.com
Eventica (organisers of a variety of conferences, seminars, and other networking events relating to Russia such as the Russian Economic Forum, which attracted in excess of 1,200 delegates)

Tel: +44 (0)20 7510 2560. Fax: +44 (0)20 7510 2561. Email: info@eventica.co.uk. Web site: www.eventica.co.uk/events/index.shtml
World Trade Centre Moscow http://www.wtcmoscow.ru provides trade information, letting and other business services. 

The search engine and web directory http://www.ru provides a wealth of information on areas such as Government and Legislation, News and Media, Business plus much more. 
This site http://www.users.globalnet.co.uk/~chegeo provides statistical and market information, including foreign trade statistics by product, details of ports and shipping and exhibition information. The site includes links to other useful sites. 
Stroika (Смроцка) This is similar to our Yellow Pages.

Norma Group

15 Baltiyskaya Str

POB 29

125171 Moscow

Russian Federation

Tel: +7 095 974 1055 

Email: norma@ria-norma.com
www.ria-norma.com
Also look at www.mbtg, www.kompass.ru and www.yell.ru which are all Internet directory enquiry services. 

Banks

There are 1400 banks in Russia – here are a few engaged in overseas trade.

Official site of the Bank of Russia, giving detailed information on the monetary system, supply, foreign exchange regulations and balance sheet. http://www.cbr.ru/eng
Moscow Narodny Bank Ltd

Tel: +44 (0)20 7623 2066

Fax: +44 (0)20 7283 4840

Email: corp.finance@mosnar.com
www.mosnar.com
Moscow Narodny Bank is the only British- based Bank specialising in Russia and has been established in the city of London for over 80 years. They issue regular reports on the Russian manufacturing sector.  As an international bank they offer a range of services and facilities across a variety of countries, markets and products. 

Vneshtorgbank - Bank of Foreign Trade

(established in 1990 & state owned)

16 Kuznetsky Most str

103031 Moscow

Russian Federation

Tel: +7 095 101 1880

Fax: +7 095 258 4781

www.vtb.ru
Alfa Bank

(founded in 1990 and privately owned)

9 Mashy Poryvaevoy Street

Moscow 107078

Russian Federation

Tel: +7 095 974 2515

Fax: +7 095 207 6136

Email: mail@alfabank.ru
Absolut Bank

108, building 1

Leninsky prospect

119415 Moscow

tel (+7095) 777 7165

Fax (+7095) 777 7160

Email a.grigorieva@absolutbank.ru
www.absolutbank.com
Will arrange finance for Russian companies wanting to buy from UK manufacturers.  Arrangements possible with European Bank of Reconstruction & Development.

Sberbank

(established in 1841)

19 Vavilova St

117997 Moscow

Russian Federation

Tel: +7 095 957 5758

Fax: +7 095 747 3758

Email: umo@sbrf.ru
www.sbrf.ru/eng
Trade Journals

CTT

Mediaglobe International Group 

19A Khlebny per

121069 Moscow

Russian Federation

Tel: +7 095 961 2262

Fax: +7 095 203 4100

Email: inter@mediaglobe.ru

www.mediaglobe.ru
CTT is published by the CTT exhibition organisers.  Bi-monthly circulation of 17,000.  Distributed free by direct mail to those who specify, rent, purchase and use new and pre-owned equipment and machinery in the Russian Federation. Every 6th edition (November - December) is the Buyer's Guide, containing information on manufacturers of construction equipment and their dealers, representatives, suppliers in the Russian Federation: their address, telephone and fax numbers, e-mail and URL. For further details and advertising rates, www.mediaglobe.ru/eng/ctt/rek_ctt.php 

Progresstech

E-179 Mikrorion Gagarina, Build 124

105179 Moscow

Russian Federation

Tel: +7 095 937 0180 or +7 095 937 0178

Email: galinak@prosstech.ru. Web site www.progresstech.ru
This is a company which specialises in repairing airports.  They publish a magazine which has a circulation of 1,000 and are happy to insert a translated article free of charge.

Pressa

www.cominfo.ru . email: stprint@mail.ru
This is an annual journal which publishes details of all OEM models free of charge.  10,000 copies are distributed to users and buyers throughout Russia and the CIS.  OEM members should make sure their products are included. 

Handling Equipment (ПТО)

POB 2064

Glavpochtamt

101000 Moscow

Tel: +7 095 956 8331. Fax: +7 095 787 3423. Email: maltsev@pto.ru or fvb@dataline.ru.  Web site: www.pto.ru
Monthly materials handling and construction equipment journal (covering cranes, earthmoving machinery, materials handling equipment, elevators and access platforms) with a circulation of 10,000.

Russian Mining

Tel/Fax: +7 095 148 0563. Email: anistratov@russia-mining.com. www.russian-mining.com, www.gornoe-delo.ru Mining magazine with a circulation of 3,000 published in English.  They also have another mining magazine called Гогняа with a circulation of 2,000 which is published in Russian.  Ad rates are between $300 - $1,000.

Dorogi (АОРОГИ)

Sophiyskaya nab 34

Korp V

1113035 Moscow

Tel/Fax: +7 095 316 4869. Email: KNV@cta.ru. Web site: www.mintrans.ru
Magazine published by the Ministry of Transport of the Russian Federation with a circulation of 25,000 to Russia and the CIS.

General Russian Press

Moscow Times: www.themoscowtimes.com The main free English language and independent newspaper.  Well worth reading to find out what is going on and to understand the Russian point of view.

Moscow Tribune (English language)

Tel 135 1114, fax 564 8661; email tribune@online.ru.

Online edition at www.tribune.ru
http://www.russiatoday.com Russia today is produced by European Internet Network (EIN) and provides news covering: politics; economics; business; and markets. Free daily Email briefs are available from Russia Today and EIN`s other sites Central Europe Online and Inside China Today. The site also provides access to news from AP News, Reuters and UPI News, with both AP News and Reuters providing a searchable archive. A link to Business News provides the latest roundup of national and international business news. 

Interfax News Agency has companies and offices in about 30 countries. About 1,000 Interfax staff daily turn out over 2500 stories in more than 70 bureaus worldwide.  http://www.interfax.ru/?lang=EN&
Russian Mirror

Tel: +44 (0)20 7370 3002. Email: ria@novosti.co.uk. Web site: www.rian.ru
This is a UK newspaper published fortnightly covering Russian politics, economy, arts, sport, health, social issues The Russia Journal: http://www.russiajournal.ru  

CEA British Group Report
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