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The “Finam” invest
ment holding con
ducted an Internet
conference “Russian
Economy Recovery:
is the optimism justi
fied?” Its partici
pants noted some
improvement in the
Russian economy. At
the same time, the
analysts note that a
range of significant
risks prevent the
development of posi
tive trends, which is
why it is early to
mention stabiliza
tion yet.
The normalization of
the macroeconomic envi
ronment in the Russian
Federation which has been
recently observed, is due
to external factors, and
especially, favorable prices
on raw materials, as
Evgeniy Shago, the Head
of the analytical depart
ment of the “Ingosstrakh
Investment”,
believes:
“High oil prices and other
commodities allow the
Russian economy to show
some increase, but it will
be possible to speak about
the recovery only when the
domestic demand will be
restored. Not everything is
so smooth here: the unem
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ployment rate remains
high (8.6% in February),
salaries do not increase
(the increase by 2.9% in
February, by 1.2% in
January), banks do not
provide loans (credit port
folios of major banks are
decreasing, at best, they do
not increase in case of
arrears, even despite a

tough posture of the gov
ernment on this issue).
However, Aleksandr Osin,
the Chief Economist of the
“Finam Management”, is
certain that in case of
decrease of the demand,
the general situation in the
Russian economy appears
as quite favorable: “If the
oil prices increase up to

$85 as of the end of the
year, the annual growth of
the Russian Federation
GDP by around 2% will
lead to net exports, by 1%
more to increase of pen
sions by 46%, by 2% more
to government invest
ments, among them 1175
bln. rub in defense con
tracts. Private demand,

even if it decreases, will not
affect the overall positive
outlook in this case.
However, it does not mean
that the crisis is overcome.
We managed to get out of
the recession due to
decrease of the budget sta
tistics and government
investment funds”.
See page 4

Nord Stream in Europe: Postcrisis Development
The official beginning of
construction of Nord
Stream gas pipeline (Nord
Stream AG is effecting con
struction works) has
strikingly confirmed that
the global crisis is over
and a new page of energy
cooperation between Rus
sia and Europe has come.
Europe will get additional
dozens of billion cubic
meters of gas through new
gas pipeline at a reason
able price. While opening
the ceremony of the begin
ning of construction,
President of Russia Dmitry
Medvedev said that the gas
pipeline “will ensure
direct supply of Russian
gas into Western Europe
by leaving aside transit
territories".

"The construction of Nord
Stream is not only a large
transnational commercial project
but it is also our contribution to
the general solution of environ
mental and climate problems, not
only at a regional scale but at a

global one as well. Everything
that should be done has been
done in order to secure reliability
and safety of the project for the
environment", — President of
Russian Federation Dmitry
Medvedev said at the opening

ceremony. He also marked that
Nord Stream gas pipeline will
become another connectinglink
between Russia and Europe:
"This construction answers our
longterm purposes as well as
purposes for developing our
national economies. And, of
course, this is our contribution to
securing energy safety".
President of the Russian
Federation said: "Our country
has been cooperating with
European neighbours in the gas
field for about over 40 years.
This cooperation has stood the
test by time. I am sure that it
brings very good mutual results,
and nowadays it provides over
one forth of the overall gas con
sumption of the European Union.
It is about 140 billion cubic
meters annually".
See page 4
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China’s “Favorites”
Russian air defense missile system
was brought into the Celestial Empire

The participants of the “Foreign
investments in Russia: problems and
solutions” research have noted
that despite the investment attrac
tiveness of the Russian market,
there are still many risks connect
ed both to the peculiarities of the
Russian legislation as well as to the
problems of corruption, bureaucra
cy and overregulation…

Russia has fulfilled the
contract of delivery
of 15 battalions of S
300PMU2 “Favorite” air
defense missile system.
Altogether, during the peri
od from August 2007 to
November 2009, 15 battalions
of S300PMU2 air defense
missile system and 4 SU
83M6E2 control systems were
delivered to the People’s
Republic of China. All of them
were admitted on the first pass
and today they serve to protect
the major Chinese cities:
Beijing, Shanghai and other
industrial centres of the coun
try. According to Ashurbeyli,
this contract is unprecedented
both by the volumes of sales
and by the mass production
intensity. “In the modern histo
ry of Russian militaryindustri
al complex there are not many
examples of such an ambitious
task that the industry sets and
fulfils it on time”, he says.
According to the informa
tion from the Head System
Design Bureau of the Concern
PVO “AlmazAntey” press
service, preparatory fire on

various and unusual for S
300 foreignmanufactured
targets was successfully held
in March of the current year,
receiving excellent marks.
According to the informa
tion from the Iranian mass
media, a few years ago
Moscow and Teheran signed a
contract for delivery of five S
300 air defense missile sys
tems amounting to $800 mln.,
however, the delivery was
suspended. “As for S300
deliveries to Iran, they have
been suspended for technical,
not for political reasons. All

Foreign Investments

other explanations are specu
lation”, declared Aleksandr
Fomin, first deputy director of
the FSMTC of Russia.
In response to the question
what the statement “for tech
nical reasons” means when
applied to the S300 deliver
ies to Iran, A. Fomin
answered: “There may have
been technical deficiencies
discovered during the manu
facture, in the process of
equipment preparation. In
this case it concerns the radio
frequencies. The elimination
of deficiencies is underway”.

The head of the corporate finance man
agement department of the “Finam”
Investment Company Aleksey Kurasov noted
the infrastructure — roads (auto, railway,
airports, sea ports etc.), heat, water, and elec
trical utilities supply and generation as well as
the oil and gas sector — extraction, process
ing of natural resources among the areas
which are in the most need of foreign invest
ments and are attractive for foreign investors.
The experts have noted the imperfections of
the legislation and bureaucratic requirements
for investors among the negative factors. “The
requirement to do the charity work, not to
reduce investments, to share the goals of the
2020 strategy — all these are examples of
bureaucratic pretentious nonsense. Naturally,
this harms the investment climate as well as
any other unreasonable statements, to put it
mildly”, says Sergey Pyatenko, the Director
General of the FBK Economic and Law
School. “The mechanism is clear and simple:
the investor should be subject to laws which
will not be regularly amended. Case in point:
the Tax Code has experienced more than 200
amendments during ten years of its existence,

and many of those amendments affected a
significant number of articles simultaneously.
The Customs Code has experienced around
30 amendments during its six years in force.
The already complicated norms of the Civil
Code and Labor Code are further developed
by orders issued by respective authorities,
which can oftentimes be deciphered only by
experts”, adds Semyon Epshtein, the manag
ing partner of the “Padva and Epshtein” law
firm. Aleksey Kurasov has noted regarding the
investment risks and their changes for the
past few years: “The political risks have
decreased — the stability of the government is
not doubted by the foreigners. The legal risks
have increased — the arbitrary exceptions to
the rules for some companies cause concern
among the foreigners. The economic risks
have decreased — the raw material prices
have increased during the last 9 years”. The
participants of the conference found corrup
tion to be a negative factor affecting the
investment attractiveness of Russia.
According to Aleksey Kurasov, the corruption
component of the foreign investment projects
implemented in Russia is estimated at 10
30%. At the same time, a part of corruption
problems arises from the legal incompetence
of the investor, according to Semyon Epshtein
— “If the investor is not able to defend his
interests legally, he will do so through bribes.
Is there an opportunity to get rid of this com
ponent? Yes, of course, there is. Therefore,
the investor should involve qualified consult
ants, lawyers who will eliminated all weak
nesses so that it will be impossible to find any
fault with the investor”.

The Grid Objectives

The Murmansk Project

The 10th Saint-Petersburg International Forum

“Norilsk Nickel” is building its own terminal

More than 500 officials of energy
and petrochemical companies, rep
resentatives of industry ministries
and agencies, investment and con
sulting firms from Russia, Norway,
Slovenia, Turkey, Finland, Ukraine
and other countries discussed the
perspectives of the energy industry
development
at
the
10th
International Forum on Fuel and
Energy Complex in SaintPetersburg.
Among others, the united delegation of the
Holding IDGC led by the deputy Director
General, Technical Director Pavel Okley was
present at the Forum on Fuel and Energy
Complex. The “Holding IDGC” OJSC represen
tatives highly appreciated the importance to
the electrical distribution companies of the
Saint Petersburg International Forum on Fuel
and Energy Complex organized with the sup
port of the Ministry of Energy of the Russian
Federation, the Administration of the
Plenipotentiary Representative of the President
of the Russian Federation in the Northwestern
Federal District, the Government of Saint
Petersburg and Leningrad region, the Chamber
of Commerce and Industry of the Russian
Federation, and the Committee on Natural
Resources and Environmental Protection of the
Federal Council of the Federal Assembly of the
Russian Federation. According to Pavel Okley,
the Forum on Fuel and Energy Complex is
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aspiring to become a business platform where
it will be possible to not only discuss the state
and the perspectives of development of the
Russian distribution grid complex, but also to
showcase the samples of modern high technol
ogy energy industrial equipment. One of the
strategic priorities of the Holding IDGC is the
decrease of the equipment wear and tear level,
which at present reaches 69%. New technical
solutions are needed in order to reduce the high
degree of losses in the networks, estimated at
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the first stage of the
construction of its
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and Metallurgical Company”
OJSC, other cargo of the Polar
Division, as well as nonferrous
metal produced by “Kola
MMC” and dispatched by sea
for export to European ports
are transferred through the
Murmansk port annually.
Taking into account that the
main production of the “Kola
MMC” is located in Monche
gorsk, Murmansk is the clos
est and actually the only possi
ble transfer point for this cargo
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so far. Arranging for scheduled
transfer of cargo from
Murmansk to Dudinka as well
as by own sea craft also con
tributed to the growth in
transfer volume of cargo
belonging to other organiza
tions supplying Norilsk indus
trial
district,
through
Murmansk. The transfer of
scrap metals collected at the
“Kola MMC” OJSC enterprises
at the own terminal is also
considered as a prospective
cargo. Thus, the total volume
of cargo throughput of the
company’s own Murmansk
transfer terminal will amount
to 755 thousand (metric)
tons. As of today, the only
stevedoring company han
dling the general cargo at the
Murmansk commercial sea
port is the “Murmansk
Commercial Sea Port” OJSC,
which increases its service
fees annually. The average
cost of the Company’s cargo
transfer at the “Murmansk
Commercial Sea Port” OJSC
has increased by almost one
and a half times during the
past three years.
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AEB: Contributing to Business Development
Frank Schauff: “In the European Union they understand how important
it is to have constructive relations with Russia”.

For Russia the rela
tions with the Euro
pean business is a his
torically important
component of the for
eign economic activity.
The statistics of the
tsarist Russia, the
Soviet period, and the
modern times confirm
this obvious unequivo
cal truth. The Euro
pean companies bring
into our everyday
economy not only
investments and tech
nologies, but also the
high European busi
ness culture. It is for
15 years that the
Association of Euro
pean Businesses (AEB)
plays a leading role in
the development of
direct business rela
tions with the Euro
pean Union businesses
in Russia. The Director
General of the AEB
Dr. Frank Schauff
tells the “Industrial
Weekly” about the
nuances of the AEB
operation.
— Mr. Schauff, as far as I
know, the Association of
European Businesses was
created, as we say, “at the
initiative from below”?
— Yes, that is so. Nobody
created us “from above”.
According to Russian stan
dards, the AEB is a rather
“old” structure: it was created
in 1995 and was initially
called the European Business
Club. This Business Club was
founded at the initiative of a
group of foreign businessmen
who came here, to Russia, in
order to implement longterm
large scale business projects.
As it is evident from the
name, it was a club, that is, a
less formal structure than an
association. At that time I had
not yet started working here,
but I know it very well from
my colleagues’ stories. In
short, initially it was an
expert platform for meetings
and communication for for
eign entrepreneurs. However,
the created structure was
developing very quickly, the
objectives and capabilities
were expanding. It became
necessary to change the
name, which would reflect
the change in the status of
the organization. I think that
it would be sufficient to pro

vide one illustrative fact: as of
today, there are around 30
various specialpurpose com
mittees within the associa
tion. Today the AEB is an
influential representative of
the foreign business in
Russia.
We organize meetings
with both the officials as well
as with the representatives of
the management of various
European companies, as a
rule, from among the leaders
in their business segments.
Both representatives of the
AEB member companies and
the representatives of Russian
enterprises take part in these
meetings. This, certainly, is
beneficial for everybody,
including the Russian busi
ness and for attracting signifi
cant investments into Russian
economy. We provide the for
eign businessmen and finan
ciers with detailed direct
information on what is hap
pening in Russia. And this is
different from anything they
can read in the European
media. I believe that this is
beneficial because it changes
the perceptions about Russia,
usually, in a positive way.
Besides that, due to the
fact that there is a lot of work
being done at the AEB in spe
cific areas, such as the auto
motive industry, the banking
system,
pharmaceutical
industry etc., we know the sit
uation in detail and can
assure our members that the
Russian market is developing
mostly in the right direction,
which is also confirmed by
meetings conducted at the
AEB with reputable represen
tatives of the Russian busi
ness. Top tier businessmen
such as Mr. Medvedev
(“Gazprom”), Mr. Mordashev
(“Severstal”) and others are
among our speakers.
At the same time, we are
proud of the fact that we are
completely independent of
government financing. We do
not receive any subsidies
either from the Russian budg
et or from the budget of the
European Union. Our activi
ties are funded exclusively by
membership fees and the
money we earn from the paid
AEB events, publications and
other auxiliary services pro
vided by the AEB.
— Mr. Schauff, you speak
Russian very well…
— I have only been work
ing for a little more than two
years in Russia now. However,
I have a rather serious “rela
tionship” with your country.
Back in the Soviet times, I was
a student in Volgograd, and in
the mid1990s I worked in
Moscow on my dissertation on
Soviet foreign policy.
— How long have you
been in charge of the AEB?
— I have been here since
2007, that is, I am still rather
“new” in this position. The
matter is that the change of
the economic situation and

the increase of the AEB impor
tance required significant
internal changes.
— Are there any analo
gous structures anywhere in
the world?
— Yes, there are, and not
too few, for example, in
China, in Thailand, in Brasil,
in South Africa, in India.
Basically, such organizations
are now developing through
out the world. And it all began
in the mid1980s, when the
European businessmen in
various countries of the world
started creating public associ
ations with the concrete prac
tical objectives. And although,
certainly, the organizations
created in various countries
of the world have not only dif
ferent names, but also signifi

— I think that first of all,
we can mention the exchange
of information. The Russian
market is a very difficult one
also because it is not so easy
to obtain valid information
from the source. And it is very
important for our companies
to maintain continuous
exchange of information
through the work of special
purpose committees.
One more aspect is com
munications. Businessmen
and topmanagers are not
experts on Russia, they do not
speak Russian, and some
times they are not very well
informed on the best course
of action. A part of our work is
to facilitate their access to
Russian functionaries. The
third important component is

The Association has already existed for 15
years, but it is the past two years that became
the most active face of its development. The
AEB is emphatically moving towards confirm
ing its position as such a universal instru
ment of business communication between
Russia and the EU.
cantly differ in internal struc
ture, the particularities of
operation and so on… —
actually, they are very similar
and united in essence.
— Has the crisis affected
the work of the Association?
— I am very happy that we
are very stable as a structure.
And basically, the AEB itself
has not introduced any
changes into its activities
because of the crisis.
However, the crisis has a sig
nificant effect on what we are
really doing, because, among
other things, both the crisis
itself and the anticrisis meas
ures to a certain degree create
problems for our member
companies. For example, the
increase of import tariffs.
There are difficulties, and this
means that we as an associa
tion, and within the commit
tees, are actively and inten
sively working on all of this.
The crisis is forcing us to work
more, to search for new solu
tions, new ways of supporting
our members business.
— Both during the crisis,
what is the main positive
role of the Association of
European Businesses for its
members? What does it help
with most of all?

the issue of protecting the
interests of foreign companies
in Russia. There are problem
atic situations when compa
nies turn to us for help. We try
to help them.
What else can I say? We
also provide direct contact
with various structures of the
European Union. The EU
industrial policy, economic
development, trade, various
financial programmes etc.
Commissioners visit Moscow
regularly, and we organize
meetings with the AEB mem
bers as part of their visit. In
particular, they tell us about
the agreements with Russian
structures are in place. And
our participants, of course,
tell them about their prob
lems on the Russian market.
— Do you find it easy to
build the dialogue with the
Russian authorities?
— Let’s say, they have
acknowledged us as an
important representative of
foreign business interests in
Russia. It should be noted
that more than 50% of
Russia’s foreign trade is with
the European Union. And
almost 80% of the direct for
eign investments come to
Russia also from Europe. This

is a significant number. And
that is why when we invite
highranking Russian offi
cials, Russian government
ministers to give a speech for
the European businessmen,
they do not refuse a dialogue
with us.
— What are the obstacles
to the development of direct
business relations between
the companies in Russia and
Europe?
— There are problems.
One of them is the difference
in expectations, the differ
ence in understanding of
some issues. If, for example,
the European and Russian
businessmen meet and agree
on something, then it turns
out that the parties have dif
ferent assessments of the out
come of this meeting. The
Russian businessmen often
times expect unrealistically
quick success and are not
inclined to longterm plan
ning of their activities. For
many of Russian business
men a threeyear contract is
already longterm. And, for
example, in Germany, a long
term contract is for 10, 15, or
20 years. It is clear that the
causes are in the historical
instability of the business
conditions. But it is bad that
due to differences in under
standing there sometimes
arise conflicts, and partner
ship relations break down.
We try to facilitate the
growth of mutual under
standing between the busi
nessmen.
As for politics, it should be
noted that during the past 10
years, the politicians from
Russia and Europe have
accomplished a lot in this
area. Of course, there are still
many problems, uncertain
ties and so on… But we can
see, so to speak, the political
will of the country’s leader
ship in solutions of many
issues related, in particular, to
bureaucracy, corruption, and
so on. And this is good.
Although in Russia, it should
be noted, the laws are usually
not so bad, but it is not so easy
to implement them.
— What can you say about
the dynamic of the economic
activity of European business
in Russia?
— Beginning from 1998
and until the crisis 2008, the
economic relations between
the European Union and
Russia were developing very
actively, showing an average
annual increase in commer
cial exchange of 1020%.
During the crisis the trade has
declined by approximately
40%. However, the quality of
presence of European busi
ness in Russia has changed;
the situation is very different
from that of 1998, when
many European companies
closed their offices in Russia.
Now it is not possible any
more. The companies have
invested much in their own

production in Russia, in cre
ation of dealership and serv
ice networks and so on, and
can no longer “close up shop”
and leave in order to come
back when the situation
improves.
— Which of the more per
vasive stereotypes regarding
the Russian economy do you
have to contend with?
— If we speak not only
about business, but about the
overall perception of Russia in
Europe, it is not very clear.
There are very few people
who have ever visited Moscow
or Saint Petersburg and that is
why they do not even have the
slightest idea about what is
going on in Russia. It has to be
noted that those who come
here for the first time, get a
very positive impression. The
matter is that the media often
highlight the bad news which
mostly form a rather negative
perception of what is going on
in Russia.
— When you became the
head of the Association...
— Firstly, it was necessary
to build a more clear organi
zational structure of the
Association. I believe that
during these two years we
have partially succeeded at
that. Secondly, together with
my colleagues and members I
wanted to increase AEB’s
recognition both in Russia
and in the West. We are doing
much to achieve that.
IN BRIEF

Association of European
Businesses in the
Russian Federation
Established in 1995, the AEB is an
independent noncommercial
association uniting more than
600 companies from the
European Union and Russia.
Our membership is made up of
multinational corporations as
well as of small and midrange
business enterprises. They are all
united by the aim of strengthen
ing the economic ties between
the EU and Russia, as well as the
desire to improve the business
conditions in the Russian
Federation.
The AEB includes more than 30
committees and working groups
which engage un lobbying on a
wide range of issues in various
business areas including the
power industry, the customs and
transportation areas, air trans
portation, legislation, taxation,
and the banking sector. This is by
far not a complete list.
These committees work closely
with the European and Russian
authorities at open and closed
meetings, and offer their com
ments and amendments to the
draft bills. The Association of
European Businesses also pro
vides informational support to its
members through its web site,
the printed publications, and
media campaigns; it distributes
themed overviews and releases
on the events in the legislative
and business areas.
www.aebrus.ru
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WinWin Cooperation

Nord Stream in Europe

Irina Weisshaar: «Russian participation
in HANNOVER MESSE is increasing»

Post-crisis Development

Since nineties of the
last century, Russia
has been a permanent
participant of HAN
NOVER MESSE. The
expositions are being
changed but Russian
companies in Hannover
pavilions have become
an integral part of the
exhibition.
Russian
companies managed to
discover HANNOVER
MESSE for themselves
thanks
to
Irina
Weisshaar — Head of
the
representative
office Deutsche Messe
AG for Russia and CIS
countries, — who has
been actively involved
in establishing direct
partnership relations
between the East and
the West for over
twenty years; and she
has succeeded a lot
in it…
— Miss Weisshaar, how
much did the world crisis
affect HANNOVER MESSE?
— The exhibition2009
showed that the crisis has
increased a real value of HAN
NOVER MESSE for the world
industry. HANNOVER MESSE
has strengthened its status as
a unique world platform for
optimal technological solu
tions. During the crisis every
one realised that we should be
looking for new business
instruments directing our
attention toward the best
world technologies and devel
opments by tracking latest
industry achievements. The
governments of European
counties (and not only
European, in fact) count on
hitech technologies in their
strategic plans for economic
development, and in spite of
uneasy postcrisis environ
ment the countries spend
considerable amount of their
budgets on developing hi
tech industry technologies. In
this situation HANNOVER
MESSE turns out to be in
even more demand: nowhere
in the world you may see so
many latest innovation devel
opments in various industry
and energy sectors at the
same time.
— Does that mean that
the crisis is not a hindrance
for industrial exhibitions?
— Industrial exhibitions
and forums existed, exist, and

will exist, and in the near
future no Internet can substi
tute them. Since only at the
exhibition we may look in
each other’s eyes, see with our
own eyes and touch with our
own fingers real production.
No one ever orders complex
manufacturing equipment
through Internet.
The exhibition is an active
means of communication via
exhibitors, manufacturers and
buyers. The more complex the
exhibition and technologies
are — nowadays all technolo
gies are really complex — the
more weighty the exhibitions
are in terms of being a plat
form for meetings and com
munication. Life changes, of
course. But nothing can ever
substitute a real personal com
munication.

There is one more
important point: the
public opinion and
the attitude toward
countries’ economies
are being formed at
HANNOVER MESSE, it
demonstrates how
strong they are.
— Is the number of
Russian
participants
increased or decreased due
to crisis?
— The actual number of
Russian participants in HAN
NOVER MESSE is increasing.
It is mainly due to business
visitors, who come to
Hannover to see the best
world innovations and tech
nologies. The decreased num
ber of exhibitors from Russia
can be explained by impartial

2011 there will be more
Russian exhibitors in HAN
NOVER MESSE as they will
successfully overcome all
negative consequences gen
erated by the global crisis.
Thereupon new business
contacts and relations estab
lished in Hannover will
help a lot.
— Deutsche Messe and
you personally have been
assisting Russian enterprises
to enter Europe for many
years…
— We have always wanted
to explain the meaning and
the essence of leading world
exhibitions in terms of busi
ness development and busi
ness growth. We have been
arranging seminars, meetings,
conferences
around
all
Russia… We have been com
municating with directors of
enterprises,
politicians,
regional leaders…
We felt the changes for the
best: Russia gained an eco
nomic weight, new interna
tional business contacts were
established. But the crisis of
1998 came and it threw the
economy backwards.
Then another raising came.
In 2005 Russia became a part
ner country for HANNOVER
MESSE, and in 2007 it became
a partner country for CeBIT.
Then a new crisis happened,
and this time it was a world
one, it hit the Russian busi
ness most heavily.
I think that not everything
is lost so far. Quite the con
trary: everything is ahead.
The crisis made the world
understand what a real econo
my is, and how important it is
to direct oneself for the best

(Continued from Page 1)
According to President
"Nord Stream" will allow
transporting additional 55 bil
lion cubic meters of Russian
gas to Germany, Great Britain,
France, the Netherlands,
Denmark, Czechia, Belgium
annually. The Russian leader
also mentioned that the gas
will be supplied at reasonable
prices.
President of Russia under
lined that the new project
gives an opportunity for
developing
transnational
energy infrastructure for joint
gas engineering, “it means
that it will be able to allow
keeping production facilities
at a full capacity, and what’s
more important, creating new
jobs in Russia, EU countries,
and Europe".
German Chancellor Angela
Merkel in her videoaddress
mentioned that the project
has a huge economic potential
for the cooperation of two
countries. “I hope that soon
we will celebrate the fact of
putting the gas pipeline into
operation. I want to underline
that it is not a political but
economic project", — Angela
Merkel said and promised to
give a support to the project.
The managing Director of
Nord Stream AG Matthias
Warnig announced a start for
welding first pipes as a begin
ning of construction.
Upon finishing welding, a
master of the ceremony said:
"This welding joint symbolises
a complete safety for the envi
ronment of the Baltic sea. The
welding of junction is over!"
The flags of every member
country were put on the gas
pipeline. Dmitry Medvedev
put his signature on the
pipeline.
Nord Stream is a funda
mentally new route for
Russian gas export to Europe.
The target markets for gas
supply through the gas
pipeline are Germany, Great
Britain, the Netherlands,
France, and Denmark. The

Nord Stream gas pipeline
stretching for approximately
1,200 km will go from the
Portovaya Bay through the
waters of the Gulf of Finland
and the Baltic sea to the
German coast (Greifswald).
The planned throughput
capacity of the gas pipeline is
55 billion cubic meters, i.e two
lines of 27,5 billion cubic
meters annually. Gazprom
holds 51% of Nord Stream
capital, BASF/Wintershall
and E.ON Ruhrgas hold equal
shares of 20%, and N.V.
Nederlandse Gasunie holds a
shre of 9%.
In the middle of March the
shareholders of Nord Stream

Gazprom
Alexey
Miller
demonstrated the portrait of
Empress Ekaterina I to
President of Russia, which was
bought out by the company
from the private art collector.
"I want to present to your
attention a picture — the por
trait of Ekaterina I who
became the first Russian
empress. This portrait has a
symbolic meaning. It was
painted in Greifswald, a
German city to which Nord
Stream will be stretched to, —
said A. Miller to D. Medvedev
who was present at the
solemn ceremony in Vyborg.
Head of Gazprom added
that “this portrait was painted

signed an agreement for bor
rowing a loan of 3,9 billion
euros to finance the construc
tion of the first line of the
pipeline. 26 banks are
involved in lending. The loan
will cover 70% of the con
struction of the first line, and
the remaining 30% will be
covered by shareholders
according to their shares,
namely Gazprom — 51%,
BASF/Wintershall GmbH —
20%, E.ON Ruhrgas AG —
20%, and N.V. Nederlandse
Gasunie — 9%.
The importance of the
event was marked with one
more aspect. Head of

in 1712 and in 300 years
sharp, in 2012 the second line
of the Nord Stream will come
into Germany, and the gas
pipeline will be operating at a
full capacity".
This portrait is the first por
trait of Ekaterina I as a
Russian empress, it was paint
ed within a year after her wed
ding with Peter I. The portrait
was painted by a Dutch artist
Andreas Mцller who worked
at Saxon and Brunswick’s
courts, as well as in London.
“Gazprom Germania”, a
Gazprom’s branch company,
bought this picture at
Sotheby's in 2006.

Reasons for Optimism:
Russian Economy Recovery
(Continued from Page 1)

economic reasons. Everyone
understands that in order to
overcome a postcrisis nega
tive influence, you should rely
on most advanced, best, and
new things that are presented
collectively in Hannover.
Quite a number of Russian
companies come to Hannover
every year to get useful infor
mation and to show them
selves. New participants are
constantly joining to see
around, and try on their
chances. I believe that this
year HANNOVER MESSE will
be very helpful for Russian
participants and their foreign
partners. I am sure that since

and the most advanced. We
should be constantly looking
for new technologies, part
ners, cooperation relations,
markets, etc.
Russia is a rich and smart
country, obtaining enormous
resources of talented people
and technologies.
We should find ways to use
this wealth, find investments,
partners, and fit our potential
into the world innovative
process… Where can all these
be
found?
HANNOVER
MESSE is the most representa
tive platform of innovations,
technologies, and potential
investors in the world.

Despite the posi
tive dynamics of the
raw material prices,
the remaining risks
related to the interna
tional markets prob
lems may impede the
recovery
of
the
Russian economy, as
Veronika Chekina, the
macroeconomy and
bank sector analyst of
the “Infina” Funds
Centre, supposes: “In
case of s significant
aggravation of the sit
uation concerning the
budget deficit of the
European
Union
countries which are

the main importers of
Russian raw materi
als, the prices may
decrease which will
naturally reduce all
the attempts of eco
nomic growth to
zero”.

Bank,
emphasized
several possible risks
which may affect the
dynamics of the
Russian
economy
recovery. “The risks
remain the same —
decrease in oil prices,

Despite the positive dynamics of
the raw material prices, the
remaining risks related to the
international markets problems
may impede the recovery of the
Russian economy.
Dmitriy Polevoy,
the macroeconomy
analyst of the “KIT
Finance” Investment

aggravation of the sit
uation on internation
al markets and capital
out flow, definitive

“exhaustion” of natio
nal funds and the
necessity to limit
budget expenses (the
re will not be any
increase in state emp
loyees’ salaries and
additional
govern
ment investments, it
will be necessary to
somehow obtain fund
ing in order to pay the
pensions which were
increased at the end of
2009 — beginning of
2010 etc.)”, the expert
emphasizes.
А range of signifi
cant risks prevent the
development of posi
tive trends.
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Fair play of the Pramac Company
One of the best producers of energy-generating equipment in the world
Pramac is a wellknown
Italian company, one of the
leading players on the inter
national market of manufac
turing, sales and service of
the professional energygen
erating equipment. During
the few last years it has been
highly commended as a pro
ducer of the hightechnolo
gy equipment in the alterna
tive energy. The Pramac
brand is a flourishing family
business. The company’s
President P.Campinoti comes
to Russia several timed a
year in order to strengthen
the foundation of the com
pany. Pablo Gomez, one of the
company’s managers, tells
about the company.

components. The GSA generators
(their slogan is “Constant power sup
ply”) guarantee peaceofmind: a
greatly extended running time
makes them a reliable resource in
case of power failures. They will
assure uninterrupted power supply.
We can also mention various
additional options such as, for exam
ple, individual sensitive auto start
when the station turns on and off
automatically depending on the
external load.
— How is the connection
between the research and manufac
ture organized at your company?
— The interaction of research and
production is implemented in many
areas; it is a rather complicated, but
very efficient process. At the core of
these processes is the laboratory, our

— In what sectors would you like
to expand your sales?
— In the past we mainly operat
ed in the personal use generator
segment. Now we place an emphasis
on generators for major industrial
enterprises. We have started several
projects in this sector, and, as far as
we can tell, they are quite success
ful. This is, for example, oil and gas
recovery and other industrial areas
and enterprises which due to their
specifics operate around the clock.
There are many such areas, for
example, metallurgy, where the fur
naces must not be stopped.
— It is known that at present
Europe is experiencing a revolu
tion in the solar panel manufac
ture technology. In your opinion,
how important is it to develop

— The Pramac company has sev
eral branches in various countries
of the world…
— Our company’s philosophy con
sists in adapting to the conditions
and customs of other nations in a rel
atively short time while discovering
markets in other countries.
— How is it that your company’s
products — especially Pramac
power generators — keep their
competitive position on such a satu
rated and complicated market as
the Russian one, for example?
— With regard to development in
this business area the Pramac com
pany places the main emphasis on
an active and constant improvement
of generators. As a matter of fact, the
operating principles of these prod
ucts were discovered a long time ago
and they are quite standard.
However, there is enough room for
work on the configuration of the
cover itself, on various kinds of
enhanced insulation, on the simplic
ity of construction. We also have a lot
of work being done in the field of
functional features of our genera
tors. If we analyze the global gener
ator business, it will become clear
that it is, first of all, an assembly
business. The majority of world pro
ducers assemble their products from
practically the same parts. The mat
ter is only in the quality of the com
ponents, the originality of construc
tion, functional reliability and indi
vidual details.
— What makes the Pramac ge
nerators distinctive?
— We have quite a wide range of
products. For example, the GBA gen
erators (their slogan is “Energy for
any of your needs”) allow satisfying
particular needs in electrical power.
These generators are very reliable
and simple in use due to high quality

own research centre where various
we conduct various research projects
in order to improve our products.
The Pramac laboratory cooper
ates with other development centres
and Universities, stimulating young
engineers to cooperate in realistic
projects. We believe in the value of
human resources and our company
is a driving force behind many activ
ities aimed at the growth of young
technical specialists in the research
and development sector.
Besides that, we thoroughly
examine all the scientific and techni
cal breakthroughs in these areas.
— What are the competitive
advantages of the Pramac pro
ducts?
— The main competitive advan
tage is, of course, our pricing policy.
The end user is always offered a
choice, including a choice between
quality Chinese and European man
ufacturing. Our European competi
tors are not able to offer this. As for
our Chinese competitors, who are
also present on the market, they, nat
urally, cannot offer products of com
parable quality.
— What can you say about deli
very times? Are there any disrup
tions?
— When we set delivery dead
lines for our customers on a contract,
we include additional time to allow
for possible force majeure, objective
difficulties, unforeseen circum
stances etc. We are extremely
responsible when it comes to deliv
ery deadlines; we provide additional
guarantees of adherence to sched
ules. Until present time we have not
had any cases of delivery disrup
tions. Besides that, we have a rather
wide network which allows us to
promptly respond to clients’ needs
and to always be within their reach.

alternative sources of energy pro
duction?
— I would like to answer this
question not only as a person who
manufactures power equipment and
for whom alternative energy is an
additional promising business area,
but also as a person who is living on
this planet and wants to leave some
thing positive for the future genera
tions including his son. Because
alternative energy is that real
chance (God willing, not the last
one!) to improve the overall ecologi
cal situation which we have created
on the planet, in particular, due to
hydrocarbon fuel energy production
technologies. I believe that we
should together apply as much effort
as possible to develop this area,
because this is not only current busi
ness. This is the assurance of a safer
future for all of us.
— When and how has Pramac
started to develop in this area?
And why?
— The Pramac company has
started to develop in this area rela
tively recently, around five years ago.
It was the idea of our company’s
President of the Board of Directors.
Why did he decide to take this up?
Because he is also concerned with
the problem of clean sources of elec
trical power. To burn petrol, diesel
fuel, coal etc. is easy, everybody
knows how to do this. It is, of course,
possible to make money on this, but
this is not the technology of tomor
row and definitely not of the day
after tomorrow. That is why he has
decided to start in this area.
How did everything start? We
signed a contract on joint develop
ment with several Italian universities
in the area of applying various tech
nologies of solar energy transforma
tion known at that time. Since that

time, the Pramac company has start
ed an active development in this
field. A bit later, around two years
ago, we decided to try wind energy,
because we believe that this area is
also very promising as an alternative
source of power generation. As a
matter of fact, wind turbines are
technically much simpler structures
than solar panels, that is why we
started working on them a bit later,
having done some work in a more
complicated area.
— As far as it is known, you have
quickly moved on to mass produc
tion…
— Yes, that is so. We built a very
large plant equipped at the highest
technological level in the south of
Switzerland, near the town of
Lugano. The plant manufactures
solar panels which are the stateof
theart at the present time; these are
the latest generation panels which
include all the newest scientific and
technical developments in this area.
The plant has been operating for a bit
more than half a year, not under a
full load yet, but this is normal for
the first stage of such a technologi
cally complicated production.
However, as early as the end of this
year we are planning to reach the full
operating capacity of the plant. One
of the markets where we are plan
ning to supply our products in large
volumes is the CIS countries, espe
cially the southern republics of the
former USSR, in particular,
Kazakhstan.
— Which technological princi
ples of the new power industry does
the Pramac company use in its
work?
— So far the main business of the
company is built on regular genera
tors which operate on diesel fuel and
on petrol. However, when we visit
our partners, we always try to turn
their attention to the possibility of
producing electricity by other means
— by means of renewable sources of
electrical power. In some cases our
clients listen to our suggestions and
try, in others — they do not.
— What kind of alternative
power engineering products does
Pramac offer today?
— We offer solar panels which
are in high esteem among profes
sionals. This is not our exclusive
product from the technological
standpoint, but there are only few
manufacturers which could in good
sense boast the same quality prod
ucts. These are facing panels, it
means that these panels can be used
for fitting out a faзade; moreover,
they can be used as regular window
openings. They transmit light and
produce electrical power at the same
time. Today it is our key product, our
foremost field of development. At
present we are also developing more
powerful winddriven generators,
trying to combine technological and
esthetic principles as we have done
so far. If you have been paying atten
tion, our winddriven generators
have an unusual shape.
— They are very refined…
— We are sure that technology
and aesthetics should match. What is
useful may and should be beautiful.
— What are the main competi
tive advantages of the Pramac
products in this area?
— The main competitive advan
tage of our winddriven generators

is, first of all, the price, and of solar
panels — the implemented innova
tive technologies.
— If we move from the alterna
tive power engineering to the com
pany as a whole… It is known that
Pramac is a family business. What
are its advantages?
— There are quite a lot of advan
tages to a real family business. The
essence is in the principles. These
are, first of all, moral, ethic, ideolog
ical traditions and principles which
are the basis of Pramac as a compa
ny. In particular, I would emphasize
the “fair play” principle. Besides
that, we try to have a closeknit team
— we count on it as a united produc
tive body, and not separate individu
als. In this regard, when we hire a
specialist, we take into account
his/her education, experience, but
also how this person is able to work in
a team. All this has a positive effect
on the company operations.
— You have mentioned the fair
play principle. What does it mean?
— It means that there are no stu
pid customers. Consequently, sooner
or later, people understand which
suppliers aim to work for the cus
tomers’ benefit and which not. When
we enter a new country, we never
make any shortterm plans — only
midterm or longterm ones. We try
to wait until the moment when the
customer experiences our real phi
losophy not as a theory, but in terms
of company’s actions and equipment
quality. This is the fair play principle
which has a significant impact on the
success of our company.
IN BRIEF

The Pramac company was founded
through the merger of different enter
prises — its history starts in 1966, when
the Campinoti family founded
L'Europea, a building supplies company
for the local market. The word
“Pramac” appeared in the name in 1994
when the L'Europea and Lifter compa
nies merged into the Pramac
Industriale S.p.A. company. Since then
Pramac not only gained a great deal of
experience but also created an exten
sive and versatile product range to sat
isfy the needs of its customers
throughout the world. Among all this
variety there are three main groups:
warehouse machinery for materials
handling, electrical generators, and
photovoltaic and wind turbine systems.
Pramac is a young and dynamic com
pany with a long history, but also ver
satile and flexible, innovative and
competitive at the same time. The
main values at the foundation of this
dynamic enterprise are the constant
drive for growth and renewal, the cul
ture of quality and respect for the
environment, attention to its cus
tomers and their needs.
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Russia plus Switzerland
Viktor Nelyubin: “Renova” is opening a path to the Swiss market for the Russian business”

It happened that the
common Russian per
ceptions about the
Swiss business are per
haps not any less sub
ject to stereotypes
than the Swiss percep
tions about the Russian
business.
Actually,
Switzerland is one of
the leading innovative
and engineering coun
tries in Europe. The
business
relations
between our countries
have serious real per
spectives. The develop
ment of these relations
is the task of the
RussianSwiss Business
Council created just
last year. We are dis
cussing the details of
the
new
Business
Council’s operations
with one of its leaders
— the Director of
international
rela
tions of the “Renova”
Group of Companies
Viktor Nelyubin.
— Viktor Vladimirovich,
please introduce the new
Business Council…
— Created under the aus
pices of the Chamber of
Commerce and Industry of
the Russian Federation, the
RussianSwiss
Business
Council is the 53rd business
council which was created in
Russia. That is, the majority of
the countries which Russia
has business relations with
are already covered by such
public organizations, there is
experience of such work, and
the Business Councils have
already proven their effective
ness — they really help in
establishing bilateral or mul
tilateral business.
Switzerland accounts for
approximately
3.3%
of
Russia’s foreign trade. This is
not so little, but it turned out
that there were not any public
institutions which would help
to conduct business between
our countries. That is why
through the joint efforts of
the “Renova” Group of
Companies and the President
of the Chamber of Commerce
and Industry of the Russian
Federation Evgeniy Maksi
movich Primakov such a
council was created in July of
last year. Its creation was
timed to coincide with the
first official visit of the
President of the Russian
Federation Dmitriy Anato
lyevich Medvedev to Switzer

land. Within the framework
of the visit in September of
last year, the official
announcement of the cre
ation of the RussianSwiss
Business Council was made.
At the same time we have
received official assurances of
the Swiss side that they will
create a similar, “mirror”,
organization.
— How would you state
the main objective of your
Business Council?
— The nature of the
Business Council activity con
sists of searching for Swiss
partners for the representa
tives of our, mainly, small and
midrange
businesses.
Accordingly,
the
Swiss
Council provides the similar
assistance to its companies.
Together we are doing one
important common job.
Today the development of
business relations between
Russia and Switzerland is
especially relevant.
— What is this related to?
— This is related to the fact
that the commerce exchange
between
Russia
and
Switzerland has started to
decline because of the crisis.
During the last year it
decreased by approximately
30%. The second negative
fact consists of the following:
out of the four billion com
mercial exchange the import
from Switzerland accounts
for approximately $ 3 bln.,
and our export to Switzerland
accounts for less than $1 bln.
Such an imbalance, of course,
has to be corrected. We most
ly purchase mechanical engi
neering
products
from
Switzerland, and the Swiss
purchase, mostly, the raw
materials: precious metals,
stones etc. from us.
— But do we have to offer
anything besides the raw
materials to the Swiss?
— Of course! We have
offers that are quite interest
ing, not only from large, but
from small companies as well.
It is our task to find such a
platform, to show the Russian
products at their best, to gain
the Swiss partners’ interest.

There are possibilities
for important con
tracts for providing
pumping equipment to
oil and gas pipe lines
which will attract to
the Russian market
both the Swiss
Investments.
At the same time, the bilateral
economic relations are not
limited solely to trade. It is no
less important to us, and our
President and Prime Minister
mention this all the time, to
develop the investment coop
eration. And there is also a lot
to be done in this area.
— How interested are the
Swiss businessmen in work
ing with us?
— They really want to
work with us. And not only

the Swiss. Many Western
businessmen understand that
it is possible to conduct busi
ness efficiently in Russia. The
profits here are incomparably
higher than in the affluent
Switzerland. That is why
there is, of course, an interest
on their side. And we try to
increase their interest, to pro
vide a platform for our com
panies as well. The Business
Council can assume the func
tions of assistance in finding
partners and investments…
This is our main objective, to
find partners for Russian
companies in Switzerland,
and vice versa.
— What can you say
about the structure of mutu
al investments?
— The Russian investments
into Switzerland amount to
rather large volumes, and the

— And are the Swiss
investments into the Russian
economy, let’s say, behind?
— Alas, that is so… There
are, perhaps, around fifteen
Swiss companies which are
operating on the Russian
market, and out of those only
two or three may be classified
as large. It can be stated that
the Swiss are not bringing
their money to us, and they
do not offer their technolo
gies to us “on a platter”. That
is why, one of the foremost
objectives of our Business
Council is not only to find
partners for the representa
tives of our small and mid
range businesses, but to try
to stimulate the influx of
Swiss investments into the
Russian economy, and to
attract those high technolo
gies which the Swiss possess.

and in AugustSeptember of
this year a month of the Ticino
canton will take place. The
goal is obvious: we are look
ing for Russian regional part
ners in order to establish
interregional contact between
a region or a republic of the
Russian Federation and a cer
tain Swiss canton. We also
have plans to bring a sizable
Swiss delegation to the Saint
Petersburg
International
Economic Forum where we
will, possibly, organize a
“round table” dedicated to
some of the aspects of devel
oping business relations
between
Russia
and
Switzerland. Besides that, a
range of events is also being
planned, including the partic
ipation in the International
Exhibition of Inventions of
Geneva.

“Renova” Group of Companies
is a leader in this area.
“Renova” has purchased the
controlling interest in two of
Switzerland’s largest mechani
cal engineering corporate
groups,
“Oerlikon”
and
“Sulzer”, and is actively devel
oping production at these
companies’ enterprises both in
Switzerland and in third coun
tries. And what is the most
important: as a result of this
investment deal, “Renova” is
bringing the Swiss high tech
nologies to Russia. And this
gets a real implementation: at
the end of last year “ Renova”
and ROSNANO created a joint
enterprise, and now in
Novocheboksarsk (Chuvashia)
a plant which will produce
thinlayer solar panels which
transform the solar energy
into electrical, is under con
struction. The project is esti
mated to take two years to
complete; its cost is around
$800 mln. In two years the
enterprise will supply around
15% of its production to Russia
and will export around 85%.
These
technologies
are
unique, there practically are
not any counterparts in the
world. That is, our work and
our
investments
into
Switzerland have a real imple
mentation in the Russian
industry.

— Is it already possible to
mention any success in this
area?
— It is, perhaps, too early
for that. We are at the very
beginning of the journey,
because the Council has been
functioning for little over half a
year, that is, we are only just
expanding our activity. But the
beginning has been very
active. We have around 60
members from Russia who are
represented on a very wide
scale, geographically — from
the Far East to Kaliningrad,
and by areas –engineering,
finance, information technolo
gies etc. We expect that the
Swiss will also be active,
including on the regional level.
— Could you tell us a lit
tle bit more about that?
— As it is known, Switzer
land is a confederacy, there is
no vertical power structure as
in Russia. That is why cantons
which enjoy a high degree of
autonomy, have such a signifi
cant role in the public and
economic activity of the coun
try. That is why we, as the
Business Council, consider it
one of our objectives to estab
lish interregional partnership
as well. Thus, there is a month
dedicated annually to one of
the Swiss cantons in Russia.
Last year a month was dedi
cated to the canton of Vaud,

— Does it mean that
“Renova”, figuratively spea
king, acts as a “patron” of
Switzerland?
— We are conducting such
work not only in Switzerland,
but also in a range of other
countries, because geograph
ically “Renova” is represented
rather widely. But as for
Switzerland, “Renova” is an
absolute leader in all fields.
— In what way can Russia
be most interesting for the
Swiss investments?
— The Swiss are very
active on the Russian food
market. The second area
which is potentially very
interesting to the Swiss busi
ness is engineering. The third
area is construction. It is
known that the Swiss produce
the best lifts famous through
out the world. And they are
not against participating in
the Russian government pro
gramme
“Accessible
Housing”. They have many
leading technological devel
opments in the power indus
try (e.g. the solar energy
area) which they can enter
the Russian market with.
There are possibilities for
important contracts for pro
viding pumping equipment to
oil and gas pipe lines which
will attract to the Russian
market both the Swiss invest

ments and high technology
equipment affording us the
opportunity to use it and later
to produce it here as well.
— And can you provide
any examples in the small
and midrange business
areas?
— Yes, I can. For example,
one of the companies, a mem
ber of our Business Council,
has developed medical equip
ment for mobile diagnostics
and treatment (the laboratory
can be installed on a KAMAZ
or a URAL). And since
Switzerland is located in the
Alps where many areas are
hard to access, such equip
ment is interesting to them.
With the aid of the Business
Council we are working on
promoting this equipment in
Switzerland with the possible
manufacture there.
— What is the political
basis for the development of
business relations?
— First of all, I should
mention two main agree
ments. The first is an agree
ment on protection of invest
ments which was signed back
in the Soviet times; it is more
often called “the agreement
on capital investments”. And
the second document is the
agreement on Russia’s possi
ble entry into the European
free trade zone. The second
one is yet to be signed. And
the first one is outdated.
— Does it mean that the
Business
Council
also
engages in legal issues?
— Yes, on its own initia
tive. The functions of the
Business Council, strictly
speaking, do not include this.
However, since we see that
business needs it, we aim to
help. We work also with gov
ernment bodies — Ministry of
Economic Development of the
Russian Federation, Ministry
of Industry and Trade of the
Russian Federation, Ministry
of Foreign Affairs of the
Russian Federation… And of
course, we cooperate very
closely with the Russian
Union of Industrialists and
Entrepreneurs, with the
Chamber of Industry and
Commerce of the Russian
Federation, and with other
organizations.
— What can you say
about the guarantees pro
vided for investors?
— This is a very important
topic. We practically do not
have a system of government
guarantees for the Russian pri
vate companies’ investments
abroad. Active discussions
have been held for quite a long
time about the necessity for
creating such a system of guar
antees. It appears that such a
structure will be created, for
example, as a Federal Agency
providing guarantees for the
Russian investments abroad.
In any case, the ”Renova”
Group of Companies is
extremely interested in this,
and, I believe, so are other rep
resentatives of the Russian
business.
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Russian Ehibitions in Africa and Europe
“KAD-M Association” develops new export opportunities
In recent years upon
the initiative of the
Russian
Association
“KADM” a grand exter
nal economic project
has been launched,
namely an establish
ment of permanent exhi
bitions of leading
Russian commodity pro

sibirsk region, Republic of
Tatarstan,
Republic
of
Chuvash, and many others.
About 80 companies — from
young and initiative to widely
known industrial giants —
took part in the exhibition.
The success and the scale
of the event demonstrated
once again that the Russian

enterprises participating in
the exhibition”.
Andrey Podenok, the
President of interregional
nongovernment organization
“Moscow Association of
Entrepreneurs” said: “It is
very nice that Russian entre
preneurs begin to return to
the market of Africa. Soviet

ducers. The first exhibi
tion is opened, and has
been successfully oper
ating in the capital of
the
Kingdom
of
Morocco. The second
exhibition
will
be
opened this spring in
the capital of Egypt —
Cairo. Similar exhibi
tion
centers
are
planned to be estab
lished in other coun
tries of Europe and
Africa,
including
Congo, Portugal, Tunis,
Tanzania, Mali, and oth
ers... The presentation
of the exhibition in
Cairo, made in December
2009,
demonstrated
how striking and suc
cessful every coming
exhibition of Russian
manufactures will be.

business is not only looking
for new development trends,
but it also wants to restore its
previous positions, including

butts, locks, spades, etc. — a
wide range of consumer com
modities not only military
equipment, — used to be sold
here. The main problem is a
lack of specific information,
as a result we know little of
each other. And it is very
important for entrepreneurs
to see everything with their
own eyes, talk to each other
directly... The new exhibition
gives an opportunity for this”.
Sergey Vasiliev, Director for
International cooperation of
the Russian Chamber of Com
merce, is sure that “the new
exhibition fully complies with
all tasks set forth for us by our
government, and the life
itself. It shows the whole
range of products produced in
Russia, and it offers a wide
range of opportunities for
cooperation. Taking into
account the recent rapid
development of the Egyptian
economy and the growth of
life level, we may assume that
Russian commodities for
daily needs will be in great
demand, including those that
are fighting their way through
international market such as
cosmetics and pharmaceu
tics. The Russian products are
of a rather good quality, they
are reliable and affordable,
therefore, they will be very
competitive in this region.
The exhibited products please
the eyes and warm the heart.
They give a hope for good
commercial prospects”. Such
was a high appreciation of the
event in terms of further
development of relations
between Russia and Morocco.
The host of the presenta
tion was Amur Kanchaveli, the
head of “KADM Association”.

The implementation of the
project for establishing per
manent exhibitions of Russian
manufactures is an achieve
ment made by a private
Russian commercial initiative.
The initiator is “KADM
Association”.
The presentation in Cairo
took place in the congresshall
of Fairmont Hotel which is
comfortably located halfway
between the capital and the
international airport. The
range of commodities pre
sented to the African public
was quite wide — starting
from traditional popular trad
ings and finishing with upto
date innovation solutions in
various fields. The exposition
included products of different
regions of the Russian
Federation, including Moscow
and Moscow Region, Novo

Similar exhibition
centers are planned
to be established in
other countries of
Europe and Africa,
including Congo,
Portugal, Tunis,
Tanzania, Mali, and
others...
trading in the market of
African countries which were
lost in the postSoviet period.
The presence of such leaders
as Anatoly Karpov, Andrey
Podenok, and Sergey Vasiliev
made it clear that this project
was launched not for sensa
tional PR but solely for foreign
trade purposes. Anatoly
Karpov, exworld chess cham
pion, confirmed an impor
tance and a need for opening
a permanent exhibition in
Egypt, according to him “his
torically Russia has had tight
and fruitful economic ties
with Egypt, and we should
restore the lost commodity
circulation. Egypt is a key
country of the Arabic world,
and other Arabic countries are
looking closely at it and direct
themselves towards it, so that
if it goes well with Egypt a
bridge can be thrown further
across. Meanwhile the govern
ment does not have time or
resources for developing the
Egyptian sector, it is really
good that such an outstanding
private initiative in the name
of “KADM Association” has
appeared, and it has com
bined the energy of dozens of

Being an ideologist, initiator,
and organizer of this much
promising and urgent project,
he received a full support on
behalf of both parties —
Egyptian and Russian. All
companies, that have partici
pated in the presentation,
understand the prospects for
moving into the African conti
nent, as, if companies are
present only in Russia, they
can neither have a good
understanding of the current
situation in the world market,
nor expand their markets. A
visit to Egypt and participa
tion in such an event became
the first step for expanding
their opportunities.
“KADM Association”, an
organiser of the event, is mak
ing and has made a lot of
efforts for developing busi
ness relations and strengthen
ing mutual understanding
with the countries of the
African continent. The gained
experience, established ties
and reputation give all
grounds to say that this proj
ect is able to solve various
tasks. The Association has an
official representative office in
the Kingdom of Morocco and
representatives in Egypt,
Tunis, Mali, Eritrea, Guinea.
Besides that, “KADM
Association” is a Russian lead

and strengthening of their
positions). It has been operat
ing in the market of Russia
and CIS countries for 15 years,
and it has been implementing
the programme for helping to
develop economic and cultur
al relations between Russia
and Arabic countries for about
10 years. Under the project of
developing business relations
with Russia, and thanks to the
efforts made by the Associa
tion in Morocco, a permanent
exhibition of Russian products
has been opened and support
ed; it is similar to the one that
took place in Cairo (and its
success favoured a lot for the
opening of the exhibition in
Cairo). The presentation of
the exhibition in Morocco
dated for the meeting of the
President of the Russian
Federation Vladimir Putin and
the
King
of
Morocco
Mohammed VI, took place on
September 7th, 2006 upon the
support of the Russian
Embassy in the Kingdom of
Morocco, the Embassy of the
Kingdom of Morocco in
Russia, and others. The first
permanent exhibition started
to operate on a regular basis
on December 26th, same year.
There were exhibited the
products made by dozens
of Russian enterprises from

“KADM Association” has made a lot of efforts
for developing business relations and
strengthening mutual understanding with the
countries of the African continent.The
Association has an official representative
office in the Kingdom of Morocco and represen
tatives in Egypt, Tunis, Mali, Eritrea, Guinea.
ing independent business
structure in this field of for
eign economy activity (it
means it can foster further
promotion of Russian prod
ucts into the African market

18 regions of the Russian
Federation, including automo
biles “Lada Kalina”, VAZ
21041, and others. For the
Russian manufactures this
exhibition (as well as the one

in Cairo, which will start oper
ating on a regular basis in May
2010) is a base for entering
the market of African and
Arabic countries, and more
over, it helps these countries
to enter the Russian market.
The exhibition draws atten
tion and is regularly visited not
only by representatives of
Moroccan business but those
from Algeria, Turkey, Libya,
Tunis, Spain, France, and oth
ers — in a word, by everyone
who is interested in coopera
tion with Russia. Much atten
tion is also given to the exposi
tion of the Russian History
Museum, which shows a vast
historic and culture heritage of
the Russian state. The muse
um operates on a regular basis
in the frame of the exhibition.
The interest in the exhibi
tion has a positive impact on
other projects of “KADM
Association”: the newspaper
financed by the Association
which has been issued in the
Russian language since
August 2008 for the Russian
speaking
population
of
Morocco, became bilingual
(Russian and French) for
Frenchspeaking people of the
North Africa last autumn.
“KADM Association” also
holds charitable sports and
culture events. As an example,
concerts of a folk group “Ivan
and Maria” from Magni
togorsk city for the Interna
tional Day of autism for
invalid kids from rehabilita
tion center named after
Mohammed VI (Rabat city),
and this appeared to become
the first step for developing
the cultural relations. With
the purpose of strengthening
the cultural and sports ties the
agreements were signed with
the Federation of Boxing of
Morocco
and
AMLUIS
Association, as well as a three
lateral agreement between
“KADM association”, FUS
sports
club,
and
the
Foundation of A. Karpov. The
Association organizes New
Year’s and Christmas celebra
tions for children, and the
negotiations are being held in
the cinematography field for
joint work of Moroccan direc
tor Abderahman Mulin and
Egor Konchalovsky.
“KADM Association” is
actively cooperating with dif
ferent organizations. In
October 2009 a society of
“Russia
and
Morocco
Friendship” was established.
In honor of 30th anniversary
of AMLUIS (Association
Marocaine des Laureats des
Universites et Instituts ex
Sovietiques) the Association
of
Maroccan
“KADM
Association” arranged festive
events in which a jazz trio
directed by Igor Butman,
Anatoly Karpov, a famous
Russian director Mikhail
Kalatozishvili, and others
took part.

