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in the Governor’s office in St. Petersburg

years, we have seen stable
growth in foreign and domestic
investment into the city. Every
year, the growth rate has been 40
percent consistently. There are
about 700 companies with for-
eign partners in St. Petersburg.
As a result, over. the past two

have Come to St. Petersburg to
develop their business activities.
I can cite such examples as the
construction of Toyota plants,
as well as an ambitious invest-
ment project by the Shanghai
Investment Company that’s
about to begin. A great many
other companies are also in the
process of developing invest-
ment projects. Moreover, the

EDITORS’ NOTE During her long and distin-
guished career in public service, The Honorable
Valentina Matvienko has served as a member
of the Soviet Parliament, where she chaired
the Soviet Supreme Council Commilttee for
Women, Families, Maternity, and Childhood,;
Ambassador of the Soviet Union and later of
Russia to the Republic of Malta and Greece;
Deputy Prime Minister for social policy; and
Plenipotentiary Presidential Representative in
northwest Russia, among other roles. A gradu-
ate of the Leningrad Institute of Chemistry
and Pharmaceuticals and the Social Sciences
Academy of the Communist Party of the Soviet
Union Central Committee, Matvienko was elect-
ed Governor of St. Petersburg in October 2003.

Many foreign investors are interested in St.
Petersburg. What are the key opportunities
for foreign investment?

There is enormous potential, because St.
Petersburg is a major industrial center. It offers
many opportunities to investors from all coun-
tries and sectors. They can apply their expertise
in many, many areas. St. Petersburg also has clear
advantages for investors, thanks to its position as
a logistical center in northwest Russia and its sta-
tus as a major seaport. The eastern Baltic region
has a well-developed infrastructure and it also
offers a well-educated workforce. These are just
some of the elements that make St. Petersburg
attractive to investors.

This is not accidental. Over the past two

city is currently implementing
a series of large-scale, ambitious infrastructure
projects costing more than $5 million. Half of
that money will be coming from investors.

You mentioned the workforce. Many
investors are looking for a very skilled la-
bor force. Has this been a focus for you?

St. Petersburg is recognized as a city with
high educational potential. In addition to institu-
tions of higher education, there are a number of
other schools — as in vocational schools to train
skilled blue-collar workers. We are also seeing a
resurgence in science. Developing research-in-
tensive, high-tech industries is a high priority for
us, and St. Petersburg is home to many innova-
tive technology centers.

You have said in the past that St.
Petersburg is the gateway to Europe. Do
you feel that the investment community
understands that message?

Peter the Great had a vision of the city as a
window on Europe. St. Petersburg was built by
the best architects in the world and St. Petersburg
residents are probably the most European in
terms of their outlook. For two centuries, St.
Petersburg remained the capital of the Russian
empire, and it still has a distinctly European fla-
vor. We are also making sure that St. Petersburg
plays an important social, political, and economic
role in the life of Russia.

You have been a close ally of President
Vladimir Putin for many years. How impor-
tant has that relationship been to the growth
and development of St. Petersburg?

President Putin and his wife are natives o
St. Petersburg, and they are residents of the city
too. The President belongs to St. Petersburg
and I know he misses it very much when he is
away. So of course he is very, very keen to know
what’s going on in the city, and is extremely sup-
portive to me as governor, as I try to move the
city forward. I seek his advice on all the differ-
ent strategic matters relating to the development
of St. Petersburg. Because he knows this city so
well — he used to be the vice mayor — his advice
and recommendations prove invaluable.

You are one of few women holding se-
nior political posts around the world. Do
you think your country offers good opportu-
nities for women, particularly in your field?

Every woman has a choice. She might want
to dedicate herself to her children and her family,
or she might want to go into politics or business.
Russian legislation provides full rights to women.
In that respect, our legislation is in harmony with
accepted international norms and standards. The
principle of gender equality is not always real-
ized, and this has a lot to do with the public’s
mentality. We have changed our legislation and
are becoming integrated into the world commu-
nity, but it’s much more difficult to reform peo-
ple’s mentality. In real life, it is very difficult for
people to acknowledge equal rights. Although
women are entitled to the same access to edu-
cation and the same choices as men, in reality,
most things are still given to men. That said, over
the past few years, Russia has seen many women
emerging in politics and business, and this is not
just done to showcase gender equality. There are
now many female deputy ministers in Russia, but
it’s going to take many years until true equality
is reached.

Many people watch your career and
wonder what is next. Do you have any par-
ticular plans for the future?

In my career, I've served in many different
posts, including many at a high level. But the
amount of gratification that I receive from my
job as a governor is probably unprecedented.
It is a very rewarding job; and it gives you such
a feeling of accomplishment when you can see
the concrete results of your endeavors. I love St.
Petersburg dearly, so as long as I am in office, I
would like to use that time to revive this brilliant,
splendid city, and to give it to its citizens. And be-
lieve me, I have satisfied all the ambitions I ever
had. I have no other plans than to work for the
city I love so dearly. ®
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The Engine Maker’s

Engine Maker

An Interview with Aleksander Ivanovich Vatagin,

General Director, Klimov Corporation, St. Petersburg

Aleksander lvanovich Vatagin

EDITORS’ NOTE After graduating from the
Higher Naval Engineering School in 1980,
Aleksander Vatagin worked in the Scientific
Research Institute of the Ministry of Defence
for ten years. While there, he participated in
rescue operations and diving and underwa-
ter engineering works; organized and tested
new special engineering products, including
airfoil boats; and trained the foreign staff. In
1990, Vatagin headed the first group of special-
ists in the Soviet Union to study underwater
work performance at depths of 500 meters. For
bis courage and bheroism during this experi-
ment, be was conferred the title of Hero of the
Soviet Union in 1991. In 2004, he was appoint-
ed Deputy General Director and then General
Director of Klimov Corporation.

COMPANY BRIEF The Klimov Corporation
was founded in 1914 as the Russian Renault
Joint Stock Company, for the assembly of car
engines. It soon expanded into engines for
motorcycles, tanks and military aircraft. In
the *40s, the plant began producing engines to
power the first Russian jet fighters. Other in-
novations included the development of tur-
bo-shaft engines and gearboxes for military
belicopters, which are considered to be the
most reliable in the world, as well as liquid-jet
engines for missiles and the world’s first gas-
turbine engine for tanks. In the '80s, the plant
developed advanced turboprop engines and

gas turbine drives for boats, dump trucks and
locomotives. So far, in the twenty-first century,
Klimov has continued to make advancements
in engines for aircraft and belicopters and tur-
bojet engines for fighters. Klimov Corporation
bhas been awarded the Orders of Lenin and
October Revolution for its achievements in the
development of engines for aviation, missiles,
and tanks.

For our readers who are not familiar with
Klimov and the aviation engines it de-
signs, develops and manufacturers, could
you provide an overview of your company
and its activities?

Our plant was founded in 1914 in Petrograd
as Russian Renault JSC. Its main activity was the
production of Renault car engines. At the end
of the ’40s, our design bureau developed the
VK-1, which was the first large-scale production
engine for aircraft. In the ’60s, the plant became
known for helicopter gas turbine engines and
today the engines developed by Klimov power
95 percent of Russian helicopters. We have also
been leaders in new technologies for tanks and
fighter jets. Currently, Klimov Corporation de-
signs aviation engines, develops and produces
engine control and monitoring systems for
Russian and foreign customers, produces and
overhauls helicopter engines with up-to date
equipment, and provides maintenance support
of its products at all stages of their life cycle.

Klimov recently exhibited one of its most
advanced products at the Farnborough Inter-
national Airshow in England. The MiG-290VT
fighter jet has super maneuverability, which al-
ways arouses great interest at air shows. And it
is powered by the RD-33 engine developed by
Klimov. The thrust-vectoring nozzle developed
by the specialists at our plant gives the fighter
unique turning capabilities. At present, Klimov
Corporation is focusing on development of our
fifth-generation aviation engines.

In the years prior to you becoming
General Director in 2004, Klimov was
on the brink of bankruptcy. How would
you best describe the steps you and your
management team took, which turned
the company around to a point where it is
now realizing exceptional profits?

In the '90s, Klimov Corporation was on the
on the brink of bankruptcy due to the unstable
economic situation in the aviation industry. But
a new team of professional managers joined

Klimov in 2004 and, in a very short time, re-
structured the plant’s debts, arranged the regu-
lar pay-roll payments and stirred up production
activities. The current state of affairs at the en-
terprise is stable and we are in the process of ac-
tive development. For example, gains from the
sales of finished products in 2005 made up $59
million compared to $43 million in 2004. That’s
37 percent growth. The scientific research and
development part made up 50 percent, sales
of the finished products were 35 percent, and
maintenance support services were 15 percent.
In 2006, Klimov Corporation plans to increase
its gain up to $118 million, which would be 100
percent higher than in 2005. These figures are
based on the concluded contracts.

You’ve noted that Klimov has begun
to enter international markets “actively.”
Could you elaborate on your international
business development plans?

Lately, Klimov Corporation has begun to
actively enter the international market. In addi-
tion to orders for aviation engine development
from Southeast Asia, India, and China, the plant
is fulfilling orders with European and other var-
ious international companies.

Klimov Corporation has the capacity to
create an engine from scratch, to perform the
full cycle of the development work, to make a
prototype, to certify it and prepare it for serial
production. “From the engine centerline up to
certification” is the motto of our plant.

Besides the aviation engine development
cycle, Klimov Corporation is actively looking
for partners for mutual development of indi-
vidual units and accessories for engines and
helicopter gearboxes. For example, the devel-
opment of the gearbox operation’s electronic
control system is in popular demand among
the European producers.

We conduct negotiations in cooperation
with many foreign producers, such as Avio,
Turbomecca, LOM Praha s.h., etc. It reflects
our intention to be present not only in the
Southeast Asian market, but also in the markets
of Europe and America. We strive to compete
with European and American aviation engine
builders in end products as well as in individual
units and we have the intention to participate
jointly in development works. We have to do a
lot of lengthy and difficult work to conquer a
part of the international market. First, we will
prove our capabilities globally and only after
that success is possible. ®

148 LEADERS

VOLUME 30, NUMBER 1



t. Petershurg

'Toyota 'Tunes 1in
to St. Petersburg

An Interview with Ichiro Chiba, Chief Representative,

Toyota Motor Corporation Representative Office, St. Petersburg

EDITORS’ NOTE After gradu-
ating from Waseda University
(Tokyo) with a degree in po-
litical science and economics,
Ichiro Chiba joined Toyota
Motor Corporation in 1985.
He bas since held a range of
senior positions in the areas
of planning, marketing, and
business development. Chiba
was appointed to his current
position in 2004.

Ichiro Chiba

COMPANY BRIEF Established in 1937 and based
in Toyota City, Japan, Toyota Motor Corporation
(www.toyota.com) is a leading automotive man-
ufacturer whose products include the hybrid-
powered Prius and gas-powered cars, pickups,
minivans, and SUVs. Toyota also makes forklifts
and manufactured housing, and offers consum-
er financial services. Employing 265,750 people
around the world, it reported sales of $172.7 bil-
lion and net income of $10.9 billion in 2005.

Why did Toyota choose St. Petersburg as
the site of its new manufacturing plant, and
what will the new facility be like?

Our plant, which is scheduled to start opera-
tions by the end of 2007, will be able to produce
approximately 50,000 cars per annum. It will be
equipped with welding, painting, and assembly
capacity. Toyota selected St. Petersburg out of
many contenders in Russia because of its excellent
logistical infrastructure, its proximity to a large
market, and its large and competitive workforce.
I must not forget to mention the professional-
ism of the St. Petersburg government, which was
most helpful throughout the selection phase.

In what ways will the St. Petersburg
facility factor into Toyota’s regional and
global strategies in coming years?

We hope that our plant in St. Petersburg will
play an important part in our future European and
global car-supply strategy. For now, we want to con-
centrate on the preparation of the first phase of
the project: to supply the Russian domestic market
with 20,000 high-quality Camry cars. Our wish is

to conduct a step-by-step expansion based on the
smooth launch of the first phase of the project.

You’ve noted that the Toyota Corolla is
the best-selling model in Russia, closely fol-
lowed by the Camry, with Lexus and Land
Cruiser models also in demand. Why has the
Corolla proven to be so popular in Russia?

The Corolla is Toyota’s leading global model.
I think the fact that the Corolla is our best-seller
in Russia proves that there are no big differences
between the Russian car consumer and consum-
ers in other countries.

How would you describe Toyota’s coop-
eration with St. Petersburg officials? What
are your thoughts about the investment cli-
mate and the city’s economic future?

St. Petersburg officials have been most coop-
erative and professional. I think the investment
climate is “warm” now and will be “hot” in the
near future. I have recently convinced my wife
to buy a new video camera to record “now” and
“after.” I am quite sure the city will go through
dramatic and positive changes. ®

BearpaHnyHas yBepeHHOCTb

YMHOXbTe BaLll ycriex Ha IocTvkeHns Toyota. BAoxHoBMeHHble naeei
COBEpLLIEHCTBA, Mbl COEAUHMNYM B HoBOM Camry Bce nyyluee. MpesocxopHas
IVHaMUKa, NCKIIOUUTESbHBIA KOMOPT 1 Camble COBPEMEHHbIE CUCTEMbI
6esonacHocTun. Tenepb BbIOOP 3a Bamu: 5- nnu 6-cTyneHyaras
aBTOMaTu4eckas Kopobka nepepaq®, 2,4-nMTpoBbIvi PAAHbIV ABUraTenb
vnm 3,5-nutpoBbin gsurartenbs V6. YTo 6bl Bbl HU BbIGpanu, MoxeTte ObITb
yBepeHbl B HoBol Camry, Kak B ce6e camoMm.

* MimeeTcsa KOMNNeKTaLms ¢ MexaHU4ecKo KOpooKow nepeaay.

HoBast Toyota Camry [locToriHa 6biTb Baluer

www.new-camry.ru
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The Riches of

Russia’s Vast Forests

An Interview with Zakhar D. Smushkin,
Chairman, Ilim Pulp Enterprise, St. Petersburg

Zakhar D. Smushkin

EDITORS’ NOTE Zakhar Smushkin co-founded
Ilim Pulp Enterprise in 1992, at the outset of
[free-market reforms in Russia. As CEO, be de-
veloped Ilim from a local St. Petersburg pulp
trading company into the largest vertically
integrated timber products corporation in
Russia. In 2001, be was elected Chairman of the
Board. Smushkin is a member of the Presidium
of the Russian Union of Industrialists and
Entrepreneurs, the main association of the
country’s leading companies. He heads its
Committee on Natural Resources and the
Environment and is a leader in the private
sector’s cooperation with the government
for optimizing forest management policies.
Smushkin heads the Forestry Working Group
of the European Union-Russia Industrialists’
Roundltable, focusing on public-private part-
nerships in the sector. He graduated from the
Leningrad State Technological Institute and
was awarded an bhonorary doctorate in 2003
by the St. Petersburg Forestry Academy. He is
an active patron of the Hermitage Art Museum
and the St. Petersburg European Theater.

COMPANY BRIEF I/im operates four of the
country’s largest pulp and paper mills across
the Northwest region and Siberia, and produc-
es 2.5 million tons annually of market pulp,
coated papers, and packaging. Sales exceeded
$1.2 billion in 2005. Employing 42,000 people,
the company is third in Europe, and ninth in

the world, in production of market pulp. It
ranks sixth in the world in timber reserves.
1lim accounts for 60 percent of the domestic
pulp market and exports to Europe, Southeast
Asia, and the Middle East. It accounts for 18
percent of commercial pulp imports to China.
Ilim was first in Russia to adopt voluntary cer-
tification for sustainable forest practices and
leads the industry in this important field.

Can you provide a synopsis of Russia’s
importance to the global timber products
market?

Our country possesses the world’s larg-
est forest reserves — about 2.7 billion acres, or
25 percent of global forestlands. This is more
than the forests of Brazil and Canada com-
bined. Russia is the last timber frontier and
makes a vital contribution to the global carbon
balance. Peculiar is the fact that Russia’s tim-
ber reserves are actually increasing annually
by about 560 million cubic meters, while cur-
rently our industry can process only about 180
million cubic meters. This makes our country
the ultimate destination for global industry
players in search of new growth opportuni-
ties. And Ilim maintains the highest standards
in sustainable forest management, helping to
turn this renewable natural resource into an
engine of economic growth to benefit future
generations.

How would you best describe the key
factors behind Ilim’s rapid growth and
success?

We had initially launched a trading com-
pany, following the pattern then in the sector
of mostly exporting raw timber. International
trade brought us hard currency, which served
as a buffer against the sky-high inflation of the
'90s and the national financial default of 1998.
By reinvesting into existing operations and
acquisitions we created Ilim around four core
value-producing assets strategically spread
throughout Russia’s Northwest and Siberian re-
gions. This gave us access to global markets.

We were also the first company to vertical-
ly integrate, and then transform our business
from geographic P&Ls to a product-line system
of management across all four mills. Now, with
growing active government support for boost-
ing the sector’s contribution to GDP, we are
executing the next major step in our develop-
ment. This will be a 50-50 joint venture with
International Paper. We see this as an “Alliance

of Leaders,” bringing together the top compa-
ny in Russia with the industry’s global leader.

What is the government doing to help
modernize the forest sector of Russia’s
economy?

In December, President Putin signed into
law the new Forest Code, a clear expression of
his commitment to liberalizing the sector and
creating a favorable environment for investors.
The main policy goal is to achieve a qualitative
increase in the production of value-added for-
est products for the domestic market.

You mentioned that the next major
step for Ilim is the planned joint venture
with International Paper. What is your vi-
sion for this venture in coming years?

Our proposed alliance with International
Paper, the industry’s global leader, will gener-
ate around $1.2 billion in investments — the
biggest in the history of the Russian forest sec-
tor. It will bring in new technologies, know-
how, and management that will have a quali-
tative impact on our capacity for value-added
production. We see this as a signal event that
will cascade throughout the industry.

We understand that, as you form this
joint venture, you will spin off Ilim’s lum-
ber production assets and launch a ma-
jor national wooden homes construction
company. What is your vision for that new
enterprise?

Ilim has among the largest lumber pro-
duction capacities of any enterprise in Russia.
We will now apply them to an independent
company that, within two years, will start manu-
facturing building materials for assembly into
wooden homes. This is in response to a sharp
need to replenish deteriorating housing stocks
in many regions of the country. We are taking
our cue here from the government’s new na-
tional priority project for “affordable and com-
fortable housing.” We are excited about this
opportunity to diversify into a new business
with such great prospects and create modern
living space for Russians who traditionally pre-
fer wood homes. Currently, we are examining
opportunities for attracting foreign partners
and the most appropriate technologies for
large-scale home assembly. Our goal is to pro-
vide our citizens contemporary, ecologically
sound, and reasonably priced homes. This is
one more of the riches contained in Russia’s
vast forests that we want to help bring to the
people of our country. ®
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St. Petersburg’s Future

An Interview with Evgeny Voytenkoyv,
General Director, Olimp LLC, St. Petersburg

Evgeny Voytenkov

EDITORS’ NOTE After graduating from the
Kremenchug Aviation Academy in 1973, Evgeny
Michailovich Voytenkouv began bis aviation ca-
reer as a Pilot-in-Command and eventually
became a Squadron Commander, before retir-
ing in 1989 as a Joint Squadron Commander in
Leningrad. In 1990, he started Axsel, a company
that distributed used Russian-made VAZ cars.
1oday, Voytenkouv is General Director of Olimp
LLC, a holding company with a diverse portfolio
of car dealerships.

COMPANY BRIEF Founded in 1990, Olimp Lid.
is a large St. Petersburg-based holding compa-
ny that controls a portfolio of car dealerships
in Northwest Russia selling Mercedes-Benz,
Chrysler, Jeep, Dodge, Audi, Toyota, Lexus,
Peugeot, and the Chinese-made Chery.

Olimp LLC is an authorized DaimlerChrysler
dealer, and you also represent other lead-
ing brands in St. Petersburg. Could you
provide our readers with an overview of
your dealership and the manufacturers you
represent?

Olimp is an official dealer of Daimler-
Chrysler brands. From one perspective, Olimp
is a “multi-brand” dealership. From another, it
is a “brand space,” which makes you discover
the essence of the DaimlerChrysler brand. As a
dealer group, Olimp separates into two key seg-
ments — the mass market and the premium. As

a whole, we pursue a policy of diversifying our
brand portfolio. We are working on creating a
balanced portfolio, which includes brands from
all the different price segments. We also encour-
age internal competition between brands in our
group. Our 25,000 square-foot showroom allows
every brand to be presented in its own, personal
“brand-space,” and prevents the brands from be-
coming too intermingled. Olimp represents the
following brands:

Axsel-Car —an official dealer of Toyota Corp-
oration brands, including Lexus. Because of our
business ethics, transparency and prospects for
future development, we have recently entered a
joint venture with the worldwide leader in the
automotive industry, Inchcape. What emerged
was the creation of the Inchcape-Olimp brand.
We had three reasons for joining with Inchcape.
The first was to acquire a partner with enormous
experience on the worldwide market. Second, it
gave us a tremendous sense of accomplishment to
partner with such a prestigious brand. And third,
there was a major financial incentive. Through
joint cooperation, which leverages Olimp’s and
Inchcape’s competencies and experiences, we
have developed plans for very prosperous growth
in the Northwest region of Russia.

Concord — an official dealer of the Peugeot
brand and a division of the French PSA Group.
Concord is an incredible brand, for the client that
loves the charm of France.

Audi Center Vitebsky — an official dealer of
Audi. We waited four years to sign this particu-
lar agreement, and we were extremely excited
when we found out we would be selling Audis
and working with the Audi brand.

We are also an official dealer of the fast
growing Chinese automobiles called Cherys. We
started working with Chery in 2006, and prior
to that relationship, you could not find a car at
that price point in the Russian market. From our
preliminary dealings with Chery, we see a real
devotion to the brand, and we look forward to
continuing to include Chery in our portfolio.

How would you best describe how
Olimp has grown to become the leading
automobile dealership in St. Petersburg?

Olimp developed organically, starting from
a small automobile distribution company that
dealt with local manufacturers to when the first
enterprise group was launched 16 years ago as
the market economy in the post-Soviet territory
was just starting to develop. It was the ultimate
base from which to start a business.

In 1996, many foreign manufacturers be-
gan moving into the Russian market, and we be-
came one of the first dealers of Volvo. Working
under the scrutiny of Western standards and
international business processes allowed us not
only to achieve a high rate of sales but also to
acquire priceless experiences in marketing and
€Cconomics.

We also encourage a culture of providing
the best and most reliable service to our custom-
ers. Our clients trust us, and trust does not come
easy. I have a saying, “Our business is easy, but
to make it successful you have to come to work
everyday.” I have a couple of clients who have
bought cars from us 15 years ago when we were
a Volvo dealer, and have been with our company
ever since, and now are buying a first car for their
child, or grandchild. Our role is to provide the
kind of service that will make their children’s
children want to buy cars from us.

In what ways do you see the tastes of
current and prospective St. Petersburg au-
tomobile owners evolving in coming years
and why?

The Russian market continues to grow at an
incredible rate, and undoubtedly, buying power
is increasing. Customers are becoming more de-
manding, both about the type of car and about
after sales services. Russian customers are mov-
ing to the European-style consumption concept,
looking more into the rationality of car utilization
and choosing brands and dealers based on sim-
plicity and the quality of future service. Another
key tendency of the last 2 to 3 years has been a
shift to a credit system of consumption and this
is expected to increase with the arrival of the
manufacturer-affiliated banks.

We also think there is the possibility of a shift
in consumer tastes towards the American brands.
The current situation concerning the struggling
sales of American cars on the Russian market is
not only associated with the incorrect position-
ing of several American brands, but is connected
to the specificities of the Russian market. Audi,
Mercedes-Benz, and Lexus have a clear and de-
veloped brand image here, whereas the Chrysler,
Dodge, and Jeep brands are just developing their
market segment and positioning. They are un-
known to the Russian consumer currently, but
have an enormous potential in this market.
Unfortunately, my impression is that Daimler-
Chrysler’s management does not believe that the
prospects are that great for American-made cars
in Russia. @
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Grandeur

An Interview with Thomas Noll,

General Manager, Grand Hotel Europe, St. Petersburg

- ke el

Thomas Noll

EDITORS’ NOTE A native of Germany, Thomas
Noll has over 25 years of hotel experience. He
attended the Poppe & Neumann Hotel School
in Konstanz and began bis career as Executive
Chef at a number of hotels in Europe, Kenya
and Antigua. Noll came to Russia with Starwood
Hotels & Resorts, after working in their Sheraton

Sharm EIl Sheikh Hotel, Resort and Villas in Egypt.

Noll joined The Grand Hotel Europe in 2005 af-

ter nearly four years as General Manager of the
Corinthia Nevskij Palace Hotel in St. Petersburg.

There, be was responsible for rebranding the ho-

tel after a change in ownership. He also doubled
the hotel’s profits, improved its food and bever-

age operations, and oversaw the renovation of
all guest rooms.

PROPERTY BRIEF The Grand Hotel Europe,
the first five-star hotel in Russia, is a bistori-
cal building dating from 1824 that has a pre-
served neo-classical facade designed by the
Italian architect Rossi and original art nou-
veau interiors. The hotel, which bhas 301 guest
rooms, including 36 junior suites, 22 duplex
suites, 24 classic suiles, five executive suites
and two presidential-type suites, is situated
in the heart of St. Petersburg and is within
walking distance of the Winter Palace Square
and Hermitage Museum. It is also conve-
niently located next to the Russian Museum,
the Philbarmonic Society and the Moussorgsky
Opera and Ballet Theatre.

The Grand Hotel Europe building dates to
1824 and means much more to St. Petersburg
than the fact that it is the city’s first five-star
hotel. Could you elaborate on what makes
the Grand Hotel Europe special?

The Grand Hotel Europe is a historic ho-
tel located in the very heart of St. Petersburg on
Nevsky Prospect at Mikhailovskaya Ulitsa. Great
care was taken in the renovation of the hotel to
preserve the distinct nineteenth-century archi-
tecture. The interior of the hotel, with its turn-
of-the-century Art Nouveau style and magnificent
fagade, were splendidly restored. The building it-
self has been classified as a national and cultural
landmark and is under a preservation order as a
historical monument.

The hotel has played host throughout its
lifetime to the great names of Russian history and
to notable figures and leading personalities from
all over the world. A favorite haunt of Tchaikovsky,
Turgenev, Anna Pavlova, and Maxim Gorky, the
hotel continues to this day to attract the rich,
famous, and talented from round the globe. No
less than four Ministers of Finance stayed at the
Grand Hotel Europe when the European Bank
for Reconstruction and Development held a
congress in the city. In recent years the hotel
has been pleased to welcome President Clinton,
Chancellor Helmut Kohl, Prince Michael of
Kent, the Prince of Malaysia, Placido Domingo,
Montserrat Caballe, Sir Peter Ustinov, Sharon
Stone, Steve Martin and David Copperfield, as
well as many other celebrities.

Apart from the amazingly rich history, it is
the spirit of hospitality, where every employee is
ready to go the extra mile to make the client hap-
py; and the spirit of music and art, which makes
the hotel much more than just a place to stay.
The spirit of cuisine allows our clients to indulge
their senses with a variety of dining options.

Could you highlight some of the fea-
tures and amenities available to guests at
the hotel?

Grand Hotel Europe is the only hotel in
Europe that has eight 730 LI luxury-class BMW se-
dans in operation. All cars are equipped with TV
sets, CD and DVD players, and fresh newspapers
available for guests on their way to the hotel.

One of the recently introduced luxury ser-
vices of the Grand Hotel Europe is a “green cor-
ridor,” where we facilitate private transfer from
the airplane, and provide support with customs,
visa registration and luggage, while guests enjoy
the airport VIP lounge.

Since being voted this fall as one of Europe
20 best business hotels, the Grand Hotel Europe
has taken further steps by improving Internet ac-
cessibility. Our world has become increasingly de-
pendent on technology and the convenience and
mobility of that technology. We feel that the local
community, as well as business travellers, needs
more access to the Internet. Thus, the Grand
Hotel Europe has launched wireless Internet ac-
cess (Wi-Fi), which is now available throughout
the hotel, including in all guest rooms, confer-
ence and public areas.

Each room is being equipped with brand-
new flat-screen TVs, DVD players, and an ex-
tensive DVD library with a collection of the best
Oscar-winning films of all time at our guests’
disposal, should they wish to take a break from
sightseeing and spend time at leisure in their
room.

Our guests can choose from a variety of
luxury amenities from Molton Brown, Bulgary
and Lady Primrose. Apart from that, we concen-
trate on getting as much information as possible
about our guest’s preferences and dislikes, and
always have surprises in stock for them, such as
congratulations on birthdays and weddings, and
children’s amenities for our little guests.

The hotel has recently undergone a
large-scale renovation that is now nearly
complete. In what ways will this renovation
change and enhance the hotel?

The Grand Hotel Europe, in the year of its
130th anniversary, has embarked on a large-scale
renovation and refurbishment project. The main
goal is to make St. Petersburg’s favorite hotel
more splendid than ever.

The interior decoration of the guest rooms
and hotel corridors has been developed by
French designer Michel Jouannet, who has been
cooperating with Orient Express Hotels, and par-
ticipating in secondary restoration of their most
prestigious hotels.

Mr. Jouannet said the rooms will confirm
the spirit of a private residence, looking warm
and harmoniously intimate, engulfed in a ho-
mogeneous color palette and soft lighting. The
curtains and the upholstery follow the patterns
discovered on “Russian cardboard” sketches of
the nineteenth century.

Original photographs with views of St.
Petersburg and etchings showing the superb detail
of the hotel’s traditional décor give the room the
amicable touch that we love so much to find in the
houses of our friends when we come to visit. ®
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