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In preparation for the World 
Cup soccer this summer 
Russia was a whirlwind of 
activity. Eight stadiums 

were fully renovated, hotels either 
revamped or newly built, investment 
poured into airports, railway stations 
and roads. However, as quickly as the 

with giant screens and networked audio 
were taken down and the AV business 
reset.

Few vendors expect any serious 
growth or major new opportunities 
over and above their normal business 

cal isolation, and the West’s punitive 
economic policy are impinging on 
Russia’s ability to grow.

Nonetheless, IHS Markit antici
pates that the Russian pro AV industry 
will cease to contract, and help the 

$2.9 billion in 2016 to over $5 billion 
in 2022.

The impact of US and EU sanctions 
triggered by Moscow’s annexation of 
Crimea and the recession caused by 

Emerging slowly from economic recession it can 
feel a slog doing business in the world’s largest 

country but vendors can capitalise on the halo left 
by the World Cup, says Adrian Pennington.

AV’s Russian roles
2018 should mark another year of 
recovery with growth expected to 
reach 1.7 percent, according to a 
World Bank forecast, and well above 
the near three per cent contraction the 

Going forward, vendors expect a 
stable business without significant 

or further political and economic sanc

market.
However, none of this is to suggest 

that pro AV is stagnating in the coun
try. Instead the local industry has 
matured.

has grown rapidly,” reports Lee. “A 
number of new installers have 
appeared. Large IT system integrators 
have created pro AV departments and 
developed this business.”

Digitisation of billboards and posters 
has taken longer in Russia than in many 
other markets, though this is changing. 
The majority of digital signage in Rus
sia is still indoor, but the combination 
of online and DooH has inspired many 

the fall in energy prices shouldn’t be 
underestimated. At the end of 2014, 
for example, the rouble had doubled 
against the US dollar. 

“This meant customers had half the 
money to buy foreign pro AV equip
ment,” explains Andy Lee, sales and 
account manager for Datapath. “On 
the other hand, it made local, cheaper, 
AV brands more popular. For the same 
reason, Chinese vendors are increas
ingly in demand and taking a lot of 
market share from EU/US manufac
turers.”

Economic recovery
Barco charted some recovery in local 
business since 2016 but says annual 
growth is not as fast as it would like it. 

hope the current trend toward growth 
will continue but the economy isn’t 

healthy yet,” says Andrey Mankos, 
business development manager.

“The weak currency and unpredict
able exchange rates are a main chal
lenge. Customers think in roubles and 
if we have strong exchange rate devia

jects tend to be postponed, have longer 
life cycles or their budgets cut.”

Russia’s economy grew 1.5 per cent 
last year, according to data from the 

RUSSIA

Business development manager,
Barco



network owners to invest in public 
screens.

Barco’s Mankos suggests that more 
and more companies desire “eye-
catching entrance zones with a digital 
signature”, others are investing in 
equipment for collaborative work.

World Cup halo
“The market is maturing with many 
more professional designers and engi-
neers than a few years ago. Customers 
are more experienced and demanding 
too,” he says.

He also feels that the FIFA World 
Cup has opened a number of business 
opportunities: “The business approach 
hasn’t been changed, but competition 
has grown.”

Melinda Von Horvath, vice-presi-
dent of sales and marketing – EMEA, 
Peerless-AV says: “The World Cup 
gave the Russian people an insight into 
new and exciting AV installations, and 
so they became more interested in this 
direction.” She reports that Peerless-
AV has received many requests since, 
especially for its IP68-rated outdoor 
all-weather solutions. 

Maxim Prokhorov, channel sales 
manager, NEC Display Solutions 
points out that many companies 
received “invaluable experience” in 
implementing such large-scale pro-
jects and that the World Cup has 
helped attract investment “and show 
that Russian pro AV has great poten-
tial.”

Moscow central
Moscow and St Petersburg are the 
main cash-flow centres where the 
headquarters of the biggest companies 
are located. Some 60-70 per cent of 
business is thought to be made in Mos-
cow.

“Most of our business is in the west-
ern part of Russia and most locations 
could be accessed by one to four-hour 

-

driven by more and more cheap vide-
owalls be it for retail or in command 
and control.”

Siberia has traditionally demanded 
“heavyweight solutions” for control 
rooms in the oil and gas sector, says 
Prokhorov. Corporate solutions for 
engineering companies and heavy 
metals are favoured in the Urals.

“The fact is that all business and 
processes can be controlled without 
leaving Moscow,” he says. “The same 
is true in regard to working with state 
budgets. All decisions and the bulk of 
projects come from Moscow.”  

However, the country can be 
unlocked from regional centres like 
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Russian Railways operator JSCo has installed a large-scale video wall in its 
Moscow transport hub centre. Integrator AMS selected a 11x6 video wall with 
Peerless-AV’s DS-VW765-LQR mounts to enable the control centre to visualise 
critical transport network data in realtime from its workstations.

Novosibirsk, Ekaterinburg and Kazan 
which have their have own business 
activity and local integrators.

“We are counting on the amusement 
park’s market,” says Mankos. “It’s 
nearly zero now, but there are many 
projects in the works.”

Promethean’s distribution partner, 
for example, is responsible for manag-
ing the reseller relationship, supported 

-
ent types of resellers – some work 
from the main cities with others con-
centrate on working within their 
regions only. There are 83 regions 
across Russia with some being very 
large – like the Krasnoyarsk region, 
for example, spreading from the Arctic 
Ocean on the north almost to the Mon-
golian border on the south.

The most actively developing 
industry segments in Russia are 

In the business arena, Russia currently 
has more than 50 large infrastructure 
projects with a budget of more than $1 
billion for the period 2018-2024, 
mostly linked to infrastructure and 
transport links. 

Massive investment
By 2030, it’s estimated Russia will 
have spent nearly a trillion dollars on 
infrastructure projects including a 
North-South Transport Corridor con-
necting St Petersburg to India via 
Azerbaijan and Iran, and a Kazan-
Moscow high-speed rail route. The 
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770 km line is expected to cost $22 
billion, will open in 2020 and passes 
through the cities of Vladimir, Nizhny 
Novgorod and Cheboksary. The route 
is the first section of an ambitious, 
continent-straddling high-speed route 
linking Beijing with Moscow.

“There are a lot of advantages to 
selling in such a vast country,” says 
Von Horvath. “A broad product portfo-

-
sional AV integrators the most suitable 
solutions for their diverse mix of pro-
jects.”

A key challenge that Peerless-AV 
are observing is ‘import substitution’ 
where local manufacturers are com-
peting for market share with lower 
cost products, but without the same 
level of quality and safety assurance as 

main challenge for foreign businesses 
is the lack of Russian government sup-
port for small to medium sized compa-
nies. 

“High taxes, with no (or very lim-

The size of the market also adds a 
layer of complexity from the logistics 
and costs point of view, “because deliv-
eries across country add the time to the 
product being available as well as extra 
costs for delivery,” says Svetlana Har-
wood, head of business development 
Russia at Promethean. 

“Visiting Russia answers so many 
questions about the infrastructure, 
developments, level of business 
engagement and skill as well as support 
available,” says Harwood. “It’s also 
important to find a good partner/dis-
tributor. Depending on the nature of the 
business, this might be one or several, 
but equally important is to have a Rus-
sian speaker in the team.”

Anyone considering doing business 
in Russia, should establish a long-term 
strategy. She adds: “This is not a ‘quick 
buck’ market.” 

RUSSIA
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Datapath and Adissy 
provide signage
Datapath delivered a 12 screen (3x4) 
display wall with Russian partner 
Adissy for PSN Group to impress 
potential buyers of its Domashiniy 
Residential Community. The system 
can handle UHD video using 3x 
Datapath Fx4s. The video is played on 
an AOpen DE7400 which is connected 
to the Fx4s.  The screens are LG 
LC55UH matrices in custom, ultra-slim 
bezel housings developed by Digital 
Video Machines in Moscow.

Best in class
Moscow Online School is the largest 
project of digitalisation of education 
in the world, with 980,000 students 
and 65,000 teachers participating. 
Currently, 1,183 educational 
buildings are connected to Moscow 
Online School with 1,500 schools 
planned to participate. In support 
of Moscow’s ‘Smart City’ initiative, 
Promethean developed an interactive 

needs of Moscow’s teachers with 
customised features and user 
experiences. After evaluating various 
interactive classroom display 
technologies in accordance with 
Russian tender legislation, the City 
of Moscow selected technology 
interactive display Irbis for installing 
in over 7,600 classrooms in 2017, 
rising to 14,000 installed in Moscow 
schools during 2018.

“Visiting Russia answers  
so many questions about  
the infrastructure, 
developments, level of 
business engagement  
and skill as well as  
support available.”
Svetlana Harwood
Head of business development 
Russia, Promethean
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TeamConnect Ceiling 2

Raise your  
meetings to a  
higher level
Explore TeamConnect Ceiling 2, Sennheiser‘s  
new ceiling microphone for mid-sized to 
larger conference rooms. It doesn‘t matter 
how meeting rooms are used or how meetings 
are designed. Thanks to the auto-adjusting, 
patented beamforming technology, it adapts 
to the respective conditions on-site, without 
reconfiguration. Focus on what is really 
important - your messages.

sennheiser.com/tcc2

MOSCOW CIRCLE OF LIGHT FESTIVAL

RUSSIA
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Integrated Systems Russia
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