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This white paper offers guidance to companies that are new to Eastern Europe or are already active in the region but want to expand. It focuses mainly on the biggest regional markets: Poland, Russia and Ukraine.

It’s an attractive, high-growth market, but the entrance and expansion barriers are generally higher than in Western Europe, and there are many pitfalls. This guide explains these and then outlines how to avoid them so you can maximize your chances of success.


Introduction: How to Fail
Your company wants to start exporting to Eastern Europe, or is already active there but wants to expand. You know how much the region has developed in recent years and that it’s largely on a par with Western Europe in terms of competition and consumer preferences and demands.
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