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Marko Rillo

Education

• University of St.Gallen, Switzerland PhD Strategic Management, 2015
• Tallinn Tech, M.Sc. Economics 2003
• EBS, IntBBA 2000

+372 5040 260

Marko(at)MarkoRillo.com

Web: MarkoRillo.com

Skype: @MarkoRillo

Twitter: @MarkoRillo

Work

• 2016-… Associate Professor in Strategy and Innovation, Estonian Business School
• 2002-… Strategy Consultant, 5MPC
• 2001-02 AS Andmevara CEO
• 1998-01 EU Phare CFCU Director
• 1997-98 Price Waterhouse consultant

Services

• Strategy consulting
• Executive coaching
• Organizational design
• Change management

• LEGO© SERIOUS PLAY©

Focus industries

• Telco, IT and technology
• Professional services
• Public sector, government 
• Health care
• Education
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Estonian exports study - 2015

• Study commissioned by 

the Ministry of Economic 

Affairs, June – November 

2015 with the team run by 

EY

• Since 2010, no of Estonian 

exporting companies has 

increased 26%

• Should we be happy or 

sad?

• 452 responses

• Interviews with 30

• 76% with more than 5 

years of export experience

287; 
63%

116; 
26%

41; 9%
8; 2%

Mikroettevõte Väikeettevõte

Keskmise suurusega ettevõte Suurettevõte

Micro companies

Medium companies

Small companies

Large companies
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Fields of export

3%26, 6%

94, 21%

35, 8%

37, 8%

70, 16%
3% 1%

2%

2%2%

16, 4%

24, 5%

27, 6%

1% 2%

14, 3%

1%

1%

25, 6%

151, 33%

Agriculture, forestry and fishery (EMTAK A) - 3%

Construction (F) - 6%

Retail and wholesale (G) - 21%

Logistics and warehouses (H) - 8%

IT and telecommunications (J) - 8%

Science, research and development (M) - 16%

Administration and support (N) - 3%

Other services (S) – 1%

Other EMTAK (K, L, P, Q, R) - 33%, including …

Food production - 2%

Textile production - 2%

Garment production - 4%

Wood production (excl. furniture) - 5%

Metal production (excl. machinery) - 6%

Computer and electronics production - 1%

Machinery production - 2%

Furniture production - 3%

Other production - 1%

Repairs and maint. of machinery - 1%

Others - 6%
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Share of exports / turnover in 2014
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Average export sales per respondents

151,661 224,819 330,613

651,919

1,756,666
1,945,380

488,436

1,027,658
751,703

2,457,999

0

500,000

1,000,000

1,500,000

2,000,000

2,500,000

3,000,000
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Where do respondents export to?

4

6

9

17

22

36

11

11

12

13

13

15
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20

21

26

32

51

58

60

67

98

120

231
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Aafrika

Austraalia

P- ja L-Ameerika (v.a USA)

Muu Euroopa

Aasia

Muu EL

Prantsusmaa

Suurbritannia

Kasahstan

Austria

Šveits

Belgia

Poola

Inglismaa

Holland

Taani

Ameerika Ühendriigid

Venemaa

Saksamaa

Norra

Leedu

Läti

Rootsi

SoomeFinland

Sweden

Latvia

Lithuania

Norway

Germany

Russia

USA

Denmark

Netherlands

England

Poland

Belgium

Switzerland

Austria

Kazakhstan

UK

France

Other EU

Asia

Other Europe

Other Americas

Australia

Africa
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191

64

48

278

146

38

128

144

124

36

10

41

19

105

46

92

7

95

82

31

47

70

113

220

24

30

0 50 100 150 200 250 300

Välismaine kontaktvõrgustik

Innovaatilisus ja tootearendus

Seadmed, tehnoloogia, tarkvara

Toodete/teenuste kvaliteet

Toote/teenuse omahind

Välisturgude, -tarbijate eelistuste tundmine

Reageerimiskiirus nõudluse muutustele (paindlikkus)

Võimekus täita tellimusi

Tööjõu kvaliteet ja professionaalsus

Müügi- ja turundusalane kompetentsus

Rahalised vahendid investeeringute teostamisel

Toodete/teenuste disain ja atraktiivsus

Välisosaluse olemasolu

Puudused Eelised

Foreign ownership

Product design and looks

Financial resources for investments

Knowledge on sales and marketing

Professional skills of employees

Ability to fulfil large bulk orders

Flexibility to changes in demand

Knowledge of foreign markets

Product price

Product quality

Technology, equipment, software

Innovation and R&D

Foreign network of contacts

Blockers & enablers of export

Blockers Enablers
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Main difficulties during export

23

35

39

41

61

84

87

104

117

133

167

239

243

287

450

0 50 100 150 200 250 300 350 400 450 500

Kolmandate riikide kõrge tollimaks

Muu

Ajamahukad ja/või keerulised tolliprotseduurid

Ebasoodne maksusüsteem

Lepingute sõlmimise keerukus sihtturu osapooltega

Informatsiooni kättesaadavus sihtturu kohta

Ostja poolt põhjustatud kahju (nt tasumata arved)

Sihtturul nõutud sertifikaatide ja standardite kõrged…

Sihtriigi võõras ärikultuur ja -tavad

Erinevused sihtriigi tarbijate eelistustes

Piiratud ligipääs turunduskanalitele

Protektsionism

Ei ole takistusi

Nõudluse ebastabiilsus

Tugev konkurents sihtturgudelStrong competition on export markets

Instability of demand

No difficulties

Protectionism

Limited access to marketing channels

Different expectations of foreign customers

Business culture and habits of other country

High demands for certificates and standards

Damages caused by purchaser (e.g. unpaid bills)

Lack of information about the export market

Difficulties for signing contracts at export market

Inappropriate tax system

Difficult or cumbersome customs procedures

Other

Excises and custom duties
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Problems with Estonian economy

170

60

75

90

118

49

47

185

123

153

142

124

117

91

85

182

181

164

98

166

283

87

43

56

112

120

31

0 50 100 150 200 250 300 350 400 450 500

Kvalifitseeritud tööjõu puudus

Pangalaenude piiratud kättesaadavus

Liigne bürokraatia

Ebasoodne maksusüsteem

Riiklike toetusmeetmete ebaefektiivsus

Ostja makseriskide vastu kindlustamise teenused pole
kättesaadavad

Halb transpordiühendus teiste riikidega

Suur probleem Mõnevõrra probleem Ei ole probleem Ei oska öelda

Poor transport connections

No access to export finance insurance

No export support measures

Poor tax system

Extensive bureaucracy

No financing

Lack of qualified employees

Major problem Somewhat problem Not a problem Cannot say
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Changes in Estonian Exports

2010 2015

Competitive

advantages
Speed, flexibility, high quality

Product quality, contact networks, 

ability to fulfil orders, flexibility

Problems

Poor marketing ability, no 

information about foreign markets, 

little or no export contact networks

No financing, poor marketing, no 

contact networks

Obstacles
Lack of qualified employees, high 

competition

High competition, instability of 

demand, protectionism of foreign 

markets, lack of qualified employees

Collaboration Weak Average
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Exporters – own actions to improve

52

93

128

146

147

188

206

214

340

0 50 100 150 200 250 300 350 400

Ettevõtte füüsiline positsioneerimine sihtturul (nt
tütarettevõtte asutamine, esinduse loomine)

Välismaiste spetsialisti(de) kaasamine (nt tehnoloogia,
müügi, tootearenduse valdkonnas)

Oma toodete/teenuste tutvustamine
turundusüritustel, messidel

Tehniliselt keerulisemate toodete/teenuste osakaalu
suurendamine (enam valmistooteid ja -teenuseid)

Toodangu omahinna alandamine

Investeerimine tootmisseadmetesse ja -tehnoloogiasse

Tootearendus

Oma toodete/teenuste kohandamine sihtturu ootustele

Uute klientide otsimine
Finding new customers

Product adaptation to target market expectations

Product development

Investments to machineries and technologies

Reduction of product price

Starting to sell higher value products

Going to trade fairs

Employing foreign experts and employees

Establishment of subsidiary
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35% respondents had collaborated with 

other exporters

19

61

69

108

0 20 40 60 80 100 120

Ettevõtjaid ühendava organisatsiooni kaudu (nt
erialaliit, klaster, Kaubandus-Tööstuskoda)

Teise ettevõtte initsiatiivil

Olemasoleva/varasema koostöökogemuse põhjal
sama eksportööriga

Enda initsiatiivil

Trigger for collaborating

37

43

68

88

0 20 40 60 80 100

Ühiseks turundustegevuseks

Mastaabisäästu saavutamiseks/kulude
optimeerimiseks (nt kokkuhoid transpordikuludelt)

Tellimismahtude täitmiseks

Teineteist täiendavate toodete/teenuste
eksportimiseks

Objective for collaboration

Own initiative

Based no earlier experience with same exporter

Other’s initiative

Via NGOs, clusters or company associations

Offering complementary products & services

Too large purchases to fulfil alone

Reduce costs (e.g. transport costs)

Joint marketing
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Plans for the future
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Future export markets

5

5

5

7

8

8

9
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17

19
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22
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35
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55
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Hispaania

Valgevene

Suurbritan…

Ameerika…

Holland

Ukraina

Prantsusm…

Poola

Läti

Venemaa

Leedu

Taani

Soome

Norra

Saksamaa

Rootsi

Lühiajalises perspektiivis

3

3

4

4

5

5

6

7

7
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18

0 10 20

Poola

Ukraina

Aasia

Soome

Jaapan

Rootsi

Prantsusmaa

Suurbritannia

Taani

Saksamaa

Norra

Venemaa

Pikaajalises perspektiivis (3-5 a)

Sweden

Germany

Norway

Finland

Denmark

Lithuania

Russia

Latvia

Poland

France

Ukraine

Netherlands

USA

UK

Spain

Russia

Norway

Germany

Denmark

UK

France

Sweden

Japan

Finland

Asian markets

Ukraine

Poland

Short-term perspective Long-term perspective (3-5 years)
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Priority mapping
Priority 3 – low priority, easy to implement Priority 1 – highest priority, easiest to 

implement

Priority 4 – lowest priority, difficult to implement Priority 2 – high priority, difficult to implement

Estonian 

Brand

Collabor

ation
Contact 

networks

Marketing 

and sales 

knowledge

Knowledge 

about 

target 

markets

Joint offers 

on export 

markets

Strategic 

planning 

for exports

Optimizing 

transport 

costs

R&D 

Efforts

Improve 

knowledge 

of 

employees

Improve 

ambition 

level
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Key takeaways and challenges for 

today
• How to increase the opportunities of selling to home 

markets and testing here before exporting

• How to improve collaboration

• How to increase ambition


