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CORE PRINCIPLE 
Build commercial traction before corporate structure. Qualify every serious opportunity by buyer, procurement 
route, financing, FX source, regulatory path and payment protection. 

Prepared by Bilermen Hyzmatdashlar LLP (Expert Partners)  |  Ashgabat, Turkmenistan 
Analytical market intelligence; not legal, tax, financial, investment or technical advice. Re-validate transaction-specific 

requirements before commitment, contracting, shipment or establishment. 
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How to Use This Guide 
For companies that already see Turkmenistan as potentially relevant and now need to decide where to enter, 
through whom, and in what sequence. 

This publication synthesises two research streams: a detailed cross-sector market-entry study focused on 
legislation, procurement, imports, licensing and payments, and a supplementary international reality check 
drawing on UK, German, Japanese, Korean, IFI and multinational-company experience. The aim is not to 
reproduce a country profile, but to isolate the decisions that materially affect entry. 

2026 COMMERCIAL WINDOW 
Turkmenistan Investment Forum (TIF) 2026 is scheduled for 1–2 October 2026 in Ashgabat, followed by Oil 
and Gas Turkmenistan (OGT) 2026 on 21–23 October 2026. The official TIF programme spans energy and 
petrochemicals, transport corridors, digital economy and virtual assets, green projects, agro-industry, 
tourism and urban infrastructure, and water resources. For most foreign companies the value of this window 
is not simply attendance; it is arriving with a defined opportunity thesis, a short target-counterparty list, a 
credible financing and compliance position, and a clear follow-up plan. 

 

Label Meaning 

Confirmed Supported by law, an official authority, tender, company disclosure, 
internationally financed project or another authoritative source. 

Observed practice Recurring market practice documented by credible international guidance, 
tenders or company experience. 

Our assessment Bilermen's practical interpretation based on multiple sources; not a legal rule or 
guarantee. 

Early signal An announced programme, memorandum of understanding, policy initiative or 
project that has not yet become an executable procurement opportunity. 
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01   Executive Brief 
The central question is not whether Turkmenistan is “open”, but whether a specific opportunity 
is executable. 

Turkmenistan offers genuine commercial opportunities across energy, industrial equipment, transport and 
logistics, agriculture and food processing, healthcare, construction, digitalisation, consumer goods and 
environmental technologies. But the market is not uniformly accessible. Large state participation, decentralised 
procurement, foreign-exchange issues, sector-specific licensing and limited public corporate information mean 
that opportunity size and addressable market are not the same thing. 

The strongest international evidence points to a counterparty-, project- and relationship-specific market. 

UK guidance emphasises trusted local relationships and payment protection; Germany stresses financing and 
confirmed payment instruments; Japan highlights technical credibility, after-sales support and buyer selection; 
Korean experience shows that high-level economic diplomacy can form part of major-project market entry. The 
common diagnosis is remarkably consistent: the buyer, decision-maker, financing, FX source, procurement 
route and payment mechanism must be identifiable before the opportunity is treated as executable. 

2026 operating backdrop 

The IMF's June 2026 mission describes a market with modest growth, renewed inflation pressure and 
persistent foreign-exchange constraints. These figures are preliminary staff estimates and should be treated 
as directional, not as a substitute for transaction-level evidence. 

2.4% 
2026 REAL GDP GROWTH 

6.9% 
END-2026 INFLATION 

1.1% 
CURRENT ACCOUNT / GDP 

Source: IMF, Staff Completes 2026 Article IV Mission to Turkmenistan, 22 June 2026. Growth and external-account figures are 
staff estimates/projections; the mission statement had not yet been considered by the IMF Executive Board at publication cut-
off. 

COMMERCIAL IMPLICATION 
Headline growth is less decision-useful than verified buyer authority, budget, FX source, paying bank, 
procurement route and payment protection. 

 

INTERNATIONAL REALITY CHECK 
Turkmenistan is best understood as relationship-driven at the qualification stage, project-driven at the 
commercial stage, and selectively tender-driven in specific procurement channels. 

02   How the Market Actually Works 
There is no single national procurement channel that reveals the whole market. 

Foreign companies encounter several distinct buying environments. Ministries and state-owned enterprises 
remain central in capital-intensive sectors, while private companies matter more in food processing, 
distribution, logistics, manufacturing and consumer markets. International operators and EPC contractors 
create separate qualification ecosystems, and IFI-financed projects offer a more transparent channel in 
selected sectors. 
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Procurement Channels 

a. Ministries / state institutions: Opportunities: Approved programmes, budgeted projects, direct 
institutional engagement. Controls access: Ministry / implementing body. Local presence: Often useful 
for documentation. 

b. SOEs / state concerns: Opportunities: Tenders, MRO, equipment replacement. Controls access: Entity-
specific procurement. Local presence: Medium-high; direct OEM allowed sometimes. 

c. Private Turkmen companies: Opportunities: Modernisation, import, distribution. Controls access: 
Owner / management. Local presence: Distributor useful; due diligence is harder. 

d. International operators: Opportunities: Vendor list, prequalification, request for quotation (RFQ). 
Controls access: Operator procurement. Local presence: Can be lower if globally qualified. 

e. EPC / main contractors: Opportunities: Subcontracting, package procurement. Controls access: EPC / 
package owner. Local presence: Better to qualify with EPC directly. 

f. Importers / distributors: Opportunities: Recurring import, B2B/B2C. Controls access: Importer. Local 
presence: Critical for regulated products. 

g. IFI-funded projects: Opportunities: Externally financed programmes. Controls access: Implementing 
agency. Local presence: More transparent, less dependent on local agent. 

KEY MARKET BEHAVIOUR 
Relationships and tenders are not opposites. Relationships can help a supplier understand the real project 
and decision chain; qualification, contract authority and payment remain the commercially decisive events. 

 

What international experience adds 

– United Kingdom: trusted local relationships, advance/tranche payments and senior-level engagement 
matter. 

– Germany: industrial sales should be structured around financing and payment security, not equipment 
price alone. 

– Japan: large private and state buyers may pay for premium machinery when service, training and lifecycle 
value are credible. 

– South Korea: embassy and government-to-government economic diplomacy can materially support major 
project bids. 

03   Five Practical Market-Entry Tests 
Use these tests before spending heavily on travel, incorporation, exclusivity or bidding. 

 

Test Question 

1. Buyer Who is the economically credible customer and who will legally sign the contract? 

2. Procurement Who owns the specification, shortlist, tender or package decision? 

3. Regulatory route Can the product or service legally be imported, licensed, certified and delivered? 

4. Bankability Where does the money come from, in what currency, through which bank and 
with what security? 
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Test Question 

5. Local capability Does a local partner or presence measurably improve execution enough to justify 
its cost and risk? 

What this means by company type 

Company profile Most rational first route 

Industrial original equipment 
manufacturer (OEM) 

Direct qualification with end-user/EPC or a technically capable 
distributor with service and spares. 

Fast-moving consumer goods 
(FMCG) / food / pharma exporter 

Local importer-distributor after product-registration, certification 
and labelling checks. 

EPC / engineering company Direct project or operator/EPC access; establish locally only after 
executable scope emerges. 

Technology company Pilot or defined project with a named state/corporate buyer; 
integrator only where local execution is real. 

Investor / developer Joint Venture (JV), public-private partnership (PPP) or specialised 
project structure after regulatory and bankability screening. 

Professional services firm Cross-border contract first; local presence when recurring work, 
staffing or licensing requires it. 

 

GO / NO-GO PRINCIPLE 
If buyer, procurement route, regulatory route and payment mechanism are not documented, “find a local 
partner” does not solve the underlying problem. 

04   Routes to Market 
The correct structure follows the opportunity — not the other way around. 

 
a. Direct cross-border sale: Best for occasional OEM supply. High control, but service/FX issues can 

arise. 

b. Local distributor / importer: Best for FMCG/pharma. Good for stock/certification, but risks loss of price 
control. 

c. Commercial representative / agent: Good for intelligence/tenders. Low fixed cost, but watch for 
compliance risks. 

d. Operator / EPC supply chain: Good for energy/infrastructure. Familiar qualification, but high margin 
pressure. 

e. Representative office / branch: Good for recurring projects/personnel without full equity JV. 

f. Local company / JV: Good for long-term assets where a partner adds real value. High 
admin/governance risk. 
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INTERNATIONAL LESSON 
Build commercial traction before corporate structure, unless the project itself requires local establishment. 

05   Do You Need a Local Partner? 
Often useful. Not automatically mandatory. The partner should solve an execution problem. 

Neither the legal framework nor international evidence supports a universal rule that every foreign entrant must 
have a Turkmen equity partner. Commercial necessity can nevertheless be high, particularly where local 
import, certification, tender documentation, logistics, after-sales support or continuous stakeholder follow-up 
is required. 

When a local partner adds real value 

a. Acts as importer-of-record and manages customs, product certification and local documentation. 

b. Has a required sector licence or proven execution capability for the local scope. 

c. Provides engineers, spare parts, service, warranty response or installation support. 

d. Has documented sales to the exact target customer class and can distinguish funded projects from 
announcements. 

e. Provides lawful local-language tender support, meeting coordination, visas and continuous follow-up. 

When a partner may be less critical 

a. Direct manufacturer tender where foreign OEM participation is expressly allowed. 

b. Sale through an international operator or EPC with its own global vendor system. 

c. Externally financed project where procurement, import and execution routes are already structured. 

d. Cross-border professional service with limited local activity and no regulatory need for permanent 
establishment. 

e. Major investment structure where project rights are defined by a public-private partnership (PPP), 
production sharing agreement (PSA) or investment agreement rather than distributor access. 

Partner due-diligence checklist 

Test What to verify 

Ownership & reputation Ultimate beneficial owner (UBO), management, politically exposed person 
(PEP) exposure, litigation/reputation, conflicts and payment beneficiaries. 

Relevant access Current, lawful relationships with the actual target customers and project 
ecosystem. 

Technical capability Product knowledge, engineers, installation/after-sales capability where 
required. 

Regulatory capacity Registration, licences, import permissions, certification and customs capability 
relevant to the role. 

Commercial scope Products, territory, named accounts, lead ownership, commission trigger, 
reporting and KPI. 
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Test What to verify 

Compliance Anti-bribery, sanctions, export-control, gifts/hospitality, audit and termination 
obligations. 

Performance References, financial capacity, measurable deliverables and review points. 

 

RED FLAG 
“We know everyone” is not a market-entry capability. Political access without documented commercial 
services can increase compliance risk. 

06   Legal & Regulatory Essentials 
A roadmap for issue-spotting, not a substitute for transaction-specific legal advice. 

Core legal questions 

Issue Practical question 

Presence Can the activity be performed cross-border, or does scope, duration, staffing or 
contracting require a branch/entity? 

Licensing Is the activity licensed under the general regime, a petroleum regime or 
another sector-specific law? 

Investment / project 
registration 

Does the project require state examination or investment/construction 
registration? 

Tax / permanent 
establishment 

Will personnel, installation, long-term services or agency create permanent-
establishment or withholding-tax exposure? 

Labour / immigration Who employs on-site staff and what visas/work permissions are required? 

Disputes Are governing law, arbitration seat/institution, sovereign issues and 
enforcement strategy appropriate? 

 

Turkmenistan recognises foreign-investment structures including participation in local enterprises, wholly 
foreign-owned enterprises and branches. Representative offices and branches are subdivisions of the foreign 
legal entity rather than separate legal persons. The legal framework also includes the Foreign Investment Law, 
Enterprise Law, foreign-economic-activity rules, customs and tax legislation, general and sector-specific 
licensing, public-private partnership (PPP) legislation and sector regimes such as hydrocarbons. 

Turkmenistan is party to the New York Convention, the Convention on International Sale of Goods (CISG) and 
the International Centre for Settlement of Investment Disputes (ICSID) Convention. These instruments improve 
the formal architecture of international transactions, but they do not remove the need for careful contract 
drafting, payment protection and enforcement planning where state counterparties or project assets are 
involved. 
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International transaction framework 

Instrument Status relevant to Turkmenistan 

New York Convention In force since 2 August 2022; reservations and domestic enforcement strategy 
still require transaction-specific review. 

CISG In force since 1 June 2023 for qualifying international sales contracts, subject 
to scope and contractual choices. 

ICSID Convention In force since 26 October 1992; jurisdiction depends on consent and the 
applicable investment instrument. 

 

IMPORTANT DISTINCTION 
Selling equipment is not the same legal activity as designing, installing, constructing, operating or maintaining 
a regulated asset. Scope should be decomposed before contracting. 

07   Procurement & Tender Access 
Vendor registration is buyer-specific; there is no single national qualification route. 

Recent state oil-and-gas tenders confirm that foreign manufacturers can participate directly where tender terms 
permit. International operators and EPCs use their own prequalification systems. Private companies negotiate 
commercially, while IFI-funded projects follow external procurement frameworks. 

The practical question is therefore not “how do I register as a supplier in Turkmenistan?” but “which qualification 
applies to this buyer, category and package?” 

Before responding to an opportunity, verify these 10 points 

1. Legal contracting entity and payment responsibility. 

2. Procurement owner and technical specification owner. 

3. Opportunity stage: budgeted purchase, prequalification, tender, request for quotation (RFQ), MoU or 
announcement. 

4. Eligibility: direct foreign OEM, manufacturer-only requirement, local registration or specific licence. 

5. Tender-document access, fee, language, originals, seals and deadline. 

6. Import and certification responsibilities. 

7. Payment source, bank, currency, LC/guarantee and FX availability. 

8. Installation, commissioning, warranty, spare-parts and field-service responsibilities. 

9. Partner / intermediary role, commission logic and compliance screening. 

10. Bid economics after duties, tax, finance, local support and execution risk. 

PROCUREMENT REALITY 
A published tender is evidence of procurement activity, but it is not by itself proof of FX availability, final 
financing or imminent contract award. 
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08   Import, Certification & Customs 
Close the documentary route before shipment, not after award. 

Turkmenistan's customs environment is becoming more digital through the Single Window for Export-Import 
Operations, but product-specific requirements remain important. Trade guidance and the legal framework 
indicate potential contract-registration, customs, conformity, labelling and sector-permit requirements. The 
exact route depends on the transaction type and product category. 

VERIFIED DIGITAL TRADE INFRASTRUCTURE 
In January 2026, the State Customs Service reported 19 ministries and sectoral authorities providing 29 
export-import services through the Single Window, with more than 12,000 registered participants and 189,954 
licences and permits processed electronically in 2025. This shows real procedural digitalisation, but not that 
every product approval or customs step is fully automated. 

 

Pre-shipment checklist 

Check Question 

Importer of record Who legally imports and clears the goods? 

Contract registration Does the transaction require registration and who is responsible? 

HS code Has classification been agreed and used for duty/tax costing? 

Conformity Is national conformity certification required and who obtains it? 

Product rules Do food/SPS, pharmaceutical, medical, telecom/radio, chemical or other 
permits apply? 

Labelling Does the product meet Turkmen-language and category-specific marking 
requirements? 

Documentation Origin, quality, transport, testing, translation, notarisation/legalisation and 
originals? 

Temporary import What regime applies to project equipment and how is re-export handled? 

Delay allocation Who bears storage, demurrage, failed-clearance or re-testing costs? 

Exporter controls Do sanctions, export-control or dual-use rules in the exporter's jurisdiction 
apply? 

 

COMMERCIAL CAUTION 
International CE/ISO documentation should not be assumed to replace Turkmen conformity or product-
registration requirements where local certification applies. 
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09   Payment, FX & Bankability 
Payment architecture should be designed before price. 

This is the area where the international perspective is most consistently cautious. IMF, UK, German and EBRD 
assessments distinguish between legal rights to income and the practical availability of foreign currency and 
international transfer. Hard-currency denomination can protect price economics, but it does not itself guarantee 
that the buyer can obtain and remit the currency on schedule. 

BANKABILITY CHAIN 
Funding source → FX source → paying bank → contractual currency → payment security → price / credit 
limit. 

 

Risk-mitigation hierarchy observed in international practice 

Structure Relative 
protection Typical use 

Advance payment Higher New supplier, equipment, mobilisation or custom 
manufacturing. 

Confirmed irrevocable LC Higher Cross-border supply where acceptable 
issuing/confirming banks are available. 

Export credit agency 
(ECA) / bank-supported 
buyer credit 

Higher Large state or industrial projects; Japanese experience 
provides strong precedents. 

Externally financed / IFI 
project Medium-high Projects with defined external procurement and funding. 

Milestone payments / 
guarantees Medium Engineering, installation and staged delivery. 

Unsecured deferred / 
open account Lower Should be treated cautiously with new or state-linked 

counterparties. 

 
Japanese JBIC/NEXI structures illustrate how sophisticated exporters have shifted part of Turkmenistan credit 
and political risk outside the country through buyer credit, commercial-bank co-financing and export insurance. 
German guidance similarly recommends advance payment or an irrevocably confirmed LC, while UK export-
credit policy applies additional security expectations for certain exposures. 

10   Sector-by-Sector Entry Map 
There is no single “Turkmenistan strategy”; route-to-market changes materially by sector. 

 
a. Energy / O&G / Petrochemicals: Direct OEM / operator / EPC. Watch for long cycles and payment. 

b. Transport & Logistics: Tender/EPC, equipment supplier, IFI/public-private partnership (PPP). Key 
issue: customs/freight licences. 

c. Agriculture & Food Processing: Dealer/distributor, turnkey supply. Key issue: SPS and machinery 
approvals. 



Research updated: September 2026 MARKET ENTRY ROADMAP   · 12 

d. Textiles: Direct machinery + service partner. Buyer-specific capex. 

e. Construction & Infrastructure: EPC/subcontract, public-private partnership (PPP). High partner 
intensity for local works. 

f. Industrial Machinery: Direct OEM tender or capable distributor. Must have spares/service architecture. 

g. Healthcare / Pharma / Medtech: Local importer/distributor or IFI. Strict product registration. 

h. FMCG / Consumer Goods: Local importer/distributor. Watch FX, inventory and distributor quality. 

i. ICT / Digitalisation / Telecom: Project vendor/integrator. Telecom/data approvals required. 

j. Professional Services: Cross-border first. Avoid permanent-establishment exposure. 

k. Environmental / Methane: Project supply, EPC. Early-stage pipeline. 

l. Chemicals / Industrial Processing: EPC/OEM supply. Watch capital-project timing and financing. 

m. Tourism & Hospitality: Hotel/operator partnership. Demand visibility and bankability are key. 

n. Water & Urban Infrastructure: IFI/project procurement, EPC. Wait for defined financing. 

SECTOR RULE 
Select the route by buyer and execution model, not by a generic belief that one “local partner strategy” fits 
every sector. 

11   International Entry Models in Practice 
Case studies show how route-to-market changes by product, project and financing model. 

 
a. John Deere (Agriculture): Long-term direct supply with service/training. Lesson: Lifecycle support 

makes equipment sales defensible. 

b. CLAAS / Umax Trade (Agriculture): Supply through a German trading structure. Lesson: Specialist 
trading intermediaries can work. 

c. Siemens / HORN / Tepe (Industrial): Technology inside a multinational EPC chain. Lesson: Indirect 
supply can be more effective than direct state sales. 

d. Sumitomo / Toyota (Transport): Institutional sales with parts support. Lesson: Premium equipment 
competes well if reliability is high. 

e. Komatsu / Itochu (Construction): Long-term trade relationship. Lesson: Patient presence builds 
durable franchises. 

f. L'Oréal / local distributor (FMCG): Distributor-led import and sales. Lesson: Consumer goods are 
importer-driven. 

g. Abbott / Berlin-Chemie (Healthcare): Local regulated distribution. Lesson: Registration and local 
capability are central. 

h. Japanese EPC / JBIC / NEXI (Industrial): EPC + export finance + insurance. Lesson: Financing is part 
of market-entry architecture. 

WHAT THE CASES SHOW 
There is no single “success formula”. The recurring pattern is alignment between buyer type, project structure, 
execution capability, financing and after-sales support. 
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12   What Can Go Wrong 
Dispute evidence is useful because it exposes risks that positive project announcements do 
not. 

International investment-dispute records include construction, infrastructure and telecommunications cases 
involving allegations of non-payment, project termination, blocked accounts, seized machinery or suspended 
operations. Outcomes differ: some investors prevailed, some claims were rejected or settled. The lesson is 
not that disputes are inevitable; it is that contractual access is not the same as executable bankability. 

Recurring entry mistakes 

a. Entering the country before choosing a specific opportunity. 

b. Treating an announced megaproject or MoU as an open tender. 

c. Granting exclusivity after one meeting or an unverified promise of access. 

d. Failing to identify who actually controls the procurement decision. 

e. Shipping before contract registration, certification or product approvals are closed. 

f. Assuming international certification automatically replaces local conformity requirements. 

g. Agreeing price before payment and FX mechanics are verified. 

h. Using unsecured open-account terms with a new state/SOE counterparty without risk limits. 

i. Describing regulated design, installation, construction, telecom, health or professional scope generically 
as “services”. 

j. Creating a local company too early, before a qualified pipeline exists. 

k. Selling machinery without a credible after-sales, spares and warranty architecture. 

l. Using opaque agents, third-party payments or “access fees” without verifying ultimate beneficial 
ownership, exposure to politically exposed persons (PEPs), and anti-bribery and anti-corruption risks. 

FOUR-STAGE QUALIFICATION MODEL 
Market opportunity → announced project → qualified opportunity → executable contract. Only the last stage 
should justify major fixed commitment. 

13   90-Day Market Entry Roadmap 
Move from “interest in Turkmenistan” to a qualified, bankable commercial pipeline. 

 
a. Days 0–15 (Opportunity fit): Select 1–3 concrete use cases; identify buyer problem, sector fit, current 

projects/tenders; high-level import/licensing/payment screen. Go / no-go: No-go if only general policy 
interest exists. 

b. Days 15–30 (Route mapping): Map end-user, contracting entity, SOE/operator/EPC, procurement 
owner, qualification route, funding source and partner need. Go / no-go: No-go if who issues the PO and 
who pays remain unclear. 

c. Days 30–60 (Qualification): Partner due diligence; licence matrix; tax/permanent-establishment screen; 
import/certification route; bank/FX; sanctions and anti-bribery/anti-corruption screening; after-sales 
model. Go / no-go: Restructure/no-go if payment cannot be made bankable. 

d. Days 60–90 (Conversion): Vendor registration/prequalification; technical offer; local cost; guarantees; 
logistics; staffing/visa plan; protected contract terms. Go / no-go: Go only with risk-adjusted margin and 
an executable commercial structure. 
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THE OBJECTIVE 
The first 90 days should produce qualified opportunities with verified routes to contract — not merely 
“presence in Turkmenistan”. 

14   Investor / Exporter Checklist 
Twenty-three questions worth answering before meaningful budget, exclusivity or shipment. 

 

Block Question 

Opportunity What exact customer problem, asset or product demand are we addressing? 

Evidence Is this a budgeted procurement, request for quotation (RFQ)/tender, 
prequalification, MoU or public announcement? 

Buyer Who is the end user and who legally signs? 

Procurement Who owns specification, shortlist and purchase decision? 

Eligibility Can a foreign OEM participate directly? 

Vendor status Is prequalification/vendor registration required? 

Partner What precise function does the local partner perform? 

Partner due diligence Are beneficial ownership, exposure to politically exposed persons (PEPs), 
references, capacity and conflicts verified? 

Exclusivity Is exclusivity necessary, narrow, KPI-based and reviewable? 

Presence Can we remain offshore or does scope require a branch/entity? 

Licensing Which elements of scope are regulated? 

Tax / permanent 
establishment Do people, installation, services or agency create exposure? 

Import Who is importer of record and handles contract registration? 

Customs Are HS code, duties, VAT/excise and temporary import confirmed? 

Certification Can conformity/product approval be obtained before shipment? 

Payment source What budget, export proceeds, bank, export credit agency or IFI source funds 
the buyer? 

Currency / FX Who bears conversion and transfer risk? 

Security Is there advance payment, letter of credit, guarantee, milestone payment or 
export-credit protection? 

Compliance Are sanctions, export control, anti-bribery and end-user checks complete? 

Staffing Who performs installation/service and what visas/permits are needed? 
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Block Question 

After-sales Where are spares held and what response time is promised? 

Disputes Are governing law, arbitration and enforcement strategy appropriate? 

Economics 
Does margin survive duties, tax, financing, partner and execution cost — and 
is the exit route defined for non-payment, failed certification, licence loss or 
partner KPI failure? 

15   2026–2027 Watchlist 
Commit more resources only as an initiative moves from policy signal to bankable procurement. 

 

Watch item What to monitor Why it matters 

TIF 2026 (1–2 Oct) — 
Ashgabat 

Cross-sector investment signals, 
financing and government/B2G 
engagement. 

Useful for stakeholder mapping; not 
evidence of procurement by itself. 

OGT 2026 (21–23 Oct) 
— Ashgabat 

Energy/operator/EPC 
announcements and vendor 
engagement. 

Sector-specific follow-up should test 
package ownership and funding. 

ITTC 2026 (24–26 Nov) 
— Ashgabat 

International forum and exhibition on 
transport corridors, logistics, digital 
infrastructure and international 
cooperation. 

Emerging platform for connectivity 
and corridor-related opportunities. 

WTO accession 
May 2026 technical assistance 
focused on the trade-regime 
memorandum. 

Institutional progress is real but still 
early-stage. 

Single Window / eTIR Operational use of tradebridge.gov.tm 
and customs digitisation. Can reduce documentary friction. 

FX regime Movement on convertibility or 
exchange-rate policy. 

Could materially change pricing and 
bankability assumptions. 

IFI engagement ADB/EBRD private-sector and 
infrastructure programmes. 

Creates more transparent, externally 
financed procurement channels. 

Transport corridors Trans-Caspian / Middle Corridor rail, 
port and logistics programmes. 

Relevant only when projects become 
funded packages. 

Healthcare investment ADB's $75m loan plus $2m grant for 
nursing capacity. 

A concrete, externally financed 
channel. 

16   How Bilermen Hyzmatdashlar LLP Can Support 
The public guide shows the decision architecture; client mandates should solve the 
opportunity-specific execution problem. 
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Workstream Practical purpose 

Market intelligence & 
opportunity validation 

Validate project stage, buyer, procurement route, timing and whether the 
opportunity is genuinely addressable. 

Stakeholder & procurement 
mapping 

Identify end user, state entity, operator, EPC/package owner, technical 
decision-maker and next engagement point. 

Partner search & due 
diligence (DD) 

Identify and screen local partners, importers, representatives, 
subcontractors or distributors against commercial and compliance criteria. 

Local representation & 
engagement 

Coordinate meetings, follow-up, communication, documentation flow and 
opportunity tracking. 

Tender & vendor support Monitor procurement signals, organise qualification information and 
coordinate local requirements around submissions. 

Regulatory coordination 
Map licensing, registration, certification, customs, tax / permanent-
establishment or specialist issues and coordinate appropriate professional 
inputs. 

Commercial follow-up Support payment/financing discussions, negotiation preparation, 
implementation planning and milestone tracking. 

Local execution support Coordinate logistics, service providers, site support, after-sales and 
lifecycle follow-up where appropriate. 

Note: Named stakeholder maps, partner shortlists, due-diligence files, live tender intelligence, step-by-step procedures 
and transaction-specific legal/commercial structuring are intentionally not published. They should be built around the 
client's actual product, buyer and opportunity. 

17   Sources & Methodology 
The guide synthesises a primary market-entry research study and a supplementary international-perspective 
study. Major claims were prioritised from official Turkmen legislation and authorities, IMF, World Bank, ADB, 
EBRD, WTO, UNCITRAL/UNCTAD, foreign government trade agencies, official corporate disclosures and 
Reuters. International guidance is used as evidence of observed commercial practice rather than as a 
substitute for Turkmen law. 

Principal source base 

1. IMF — 2026 Article IV mission / Turkmenistan macroeconomic and FX assessment. 

2. World Bank — Turkmenistan overview and Enterprise Survey 2024–25. 

3. U.S. International Trade Administration — Market Entry Strategy, Selling to the Public Sector, Market 
Challenges, Distribution & Sales Channels, Import Requirements, Standards, Labelling, Trade Financing 
(2026 updates). 

4. UK Government / Department for Business and Trade — Overseas Business Risk: Turkmenistan; 
payment, local-partner and senior-engagement guidance. 

5. UK Export Finance — Turkmenistan country cover policy and security requirements. 

6. Germany Trade & Invest — Turkmenistan outlook and project guidance, 2025–26. 

7. JETRO — Turkmenistan SME mission / business-opportunity observations, 2024; Japan–Turkmenistan 
business materials. 

8. Republic of Korea Ministry of Foreign Affairs — Overseas-company support casebook / Turkmenistan 
project support. 



Research updated: September 2026 MARKET ENTRY ROADMAP   · 17 

9. EBRD — Turkmenistan country assessment, private-sector operations and hospitality/logistics priorities. 

10. Asian Development Bank — Turkmenistan country operations, health, energy, transport, water 
resources, urban development and public-private partnership (PPP) work. 

11. WTO — Turkmenistan accession status and 2026 technical assistance. 

12. JBIC / NEXI — Buyer-credit, export finance and insurance structures for Turkmen projects. 

13. UNCTAD / UNCITRAL / ICSID — Investment laws, dispute records and treaty status. 

14. Turkmenistan Ministry of Justice and official legislation — Foreign investment, enterprises, 
licensing, foreign economic activity, public-private partnership (PPP) and relevant sector laws. 

15. Turkmenistan State Customs Service — Single Window and customs digitisation. 

16. Official Turkmen oil & gas procurement portals — Turkmengaz, Turkmennebit, CNPC branch tenders 
and procurement evidence. 

17. Official corporate disclosures — PETRONAS and other relevant international operators / suppliers. 

18. Reuters — Major project, investment and policy developments used for cross-checking. 
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FROM MARKET INTEREST TO A QUALIFIED ROUTE TO CONTRACT 
Our company helps international companies turn market interest into a verified, bankable and 

executable route to contract. 
Bilermen Partners supports international companies with opportunity validation, stakeholder and procurement 
mapping, partner due diligence, tender support, regulatory coordination and local execution follow-up. 

 


