
LUBLIN CONSULTING
CENTER

INTERNATIONAL 
COMMODITY BROKING



THE SECRET OF BUSINESS
IS TO KNOW SOMETHING

THAT NOBODY ELSE KNOWS

Aristotle Onassis

The Lublin Consulting Centre Ltd. was established in 2009 
in Lublin to promote enterprise and show companies how to 
boost their effectiveness. Entrepreneurs’ needs require 
constant market observation, trend analysis, search for new 
solutions and continuous development of relational capital. 
As one of the management classics once said ‘Customer 
segmentation always comes down to meeting the needs 
of a single customer.’ There are no universal solutions in 
business and market dynamics does not allow long pondering 
about strategy. We provide expertise, tools and if necessary 
ready-made business solutions. When supporting clients 
in overcoming business challenges we accept George Schenk’s 
assumption that ‘Customers may come in crowds but they feel 
satisfaction individually.’

Yours faithfully

Katarzyna Tatara
The Chairman of the Board
The Lublin Consulting Centre



WE PRESUME THAT THERE ARE NO 
UNIVERSAL SOLUTIONS IN BUSINESS.

Contact us and within five days 
you will be provided with proposed 
solutions tailored to your needs.



NUMBERS SPEAK 
FOR THEMSELVES 

1300 days of training

569 companies

50+ investment projects

10 000+ training hours

30 cooperating trainers

10 business experts

30 business partners
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Each customer has different business needs and it is a challenge to us to meet them. International markets 
have their own set of rules different from the domestic market thus our clients are instructed on how 
to build a stable position abroad from the very beginning of our cooperation. We provide them with 

comprehensive advisory support, build partner network and provide brokerage and agency services.

INTERNATIONAL 
COMMODITY BROKING

INTERNATIONAL 
AGENCY SERVICES

Comprehensive approach to business is more efficient 
and less time consuming. Opening to new markets is 
just one of the many steps to succeed in trading. A full 
market analysis, marketing, finding a business partner, 
negotiating contracts, establishing sales channels, 
monitoring logistic processes – these are some of the 
elements that make it possible not only to enter a new 
market but also to stay longer in it.

BROKERAGE SERVICES
IN INTERNATIONAL TRADE

Very often, despite impressive potential, a company 
does not opt for risky market activities. Clients more and 

more frequently look for domestic business partners 
(but not only) to penetrate a new market. What largely 

determines the success of expansion into unknown 
markets is an extensive network of contacts, which is 
not easy to make in a new country. It is also true that 

sometimes new solutions need to be sought in the 
markets that we are already familiar with.

COMPREHENSIVE
SUPPORT PROGRAMMES

Entering new markets frequently requires new skills 
and knowledge which increase the company’s 

effectiveness. Market expansion requires not only the 
knowledge of the new market but also employees’ and 

managers’ expertise in a new, often exotic, market. 
If you are considering entering a new market but you 

are not certain whether your team is ready for watershed 
decisions, perhaps it is worth considering our offer.

BUILDING 
DISTRIBUTION NETWORK

Building distribution network is always an important 
part of the corporate strategy of a company operating 
in an international market. The key issue is to determine 
the company’s goal. Is it solely to increase profits? Or 
perhaps building a brand? Or maybe a territorial 
expansion? It is not easy to achieve all the objectives 
simultaneously. An important element in building 
distribution network is trust . . . unfortunately it is one 
of the rarest but most desirable qualities in business.
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· need comprehensive support when entering a new market,
· want to know the possibilities and limitations 
 of the foreign market,
· are  looking for trusted business partners and contractors,
· need support in negotiations,
· are wondering how to organize pilot and spot 
 transactions in an economical and professional way,

contact our consultant. We open new markets for our 
clients and we always treat expansion as a process 
which requires continuous support and supervision. We 
often serve our clients exclusively, saving their time and 
money. We specialise in the support of British, American, 
Arab, Chinese, Indian and Sri Lankan markets.

INTERNATIONAL 
AGENCY SERVICES

Comprehensive approach to business is more efficient and less time consuming. Opening to new markets is j
ust one of the many steps to succeed in trading. A full market analysis, marketing, finding a business partner, 
negotiating contracts, establishing sales channels, monitoring logistic processes – these are some of the 
elements that make it possible not only to enter a new market but also to stay longer in it. If you:
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BROKERAGE SERVICES 
IN INTERNATIONAL TRADE

Very often, despite impressive potential, a company 
does not opt for risky market activities. Clients more 
and more frequently look for domestic business partners 
(but not only) to penetrate a new market. 

What largely determines the success of expansion into 
unknown markets is an extensive network of contacts, 
which is not easy to make in a new country. It is also true 
that sometimes new solutions need to be sought in the 
markets that we are already familiar with. Therefore, if you 
and your business partners

· need support in trade negotiations,
· are looking for logistics packages at attractive prices,
· would like your current trading activities to be faster, 
 more effective and less expensive,

contact our consultant who will provide you with comprehensive 
information on how we can help you to operate more 
effectively in the market. We act as brokers representing 
a group of clients from a particular industry and for whom 
we negotiate and comprehensively deliver logistics packages 
at attractive prices in the largest companies offering this 
type of service and on behalf of whom we manage large 
production or service orders in different parts of the world. 
We specialise in brokerage services in biomass delivery 
and supply, energy and food distribution markets.
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BUILDING 
DISTRIBUTION NETWORK

Building distribution network is always an important part of the corporate strategy of a company operating in an 
international market. The key issue is to determine the company’s goal. Is it solely to increase profits? Or perhaps 
to build a brand? Or maybe a territorial expansion? 

It is not easy to achieve all the objectives simultaneously. An important element in building distribution network is trust... 
unfortunately it is one of the rarest but most desirable qualities in business. Maybe all you need is support from a partner who:

· has a database of reliable specialists,
· builds professional and effective goods and service distribution networks,
· carries out selection and recruitment of the most reliable and secure local partners,
· helps in many additional issues related to legal and tax support as well as complicated marketing products.

On behalf of our client we reach the target group avoiding unnecessary intermediaries, thus increasing the security 
of transactions and the margin of sold products. So far we have built comprehensive distribution networks in Poland, 
Turkey, Sri Lanka and China.
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COMPREHENSIVE SUPPORT 
PROGRAMMES

Entering new markets frequently requires new skills 
and knowledge which increase the company’s effectiveness. 
Market expansion requires not only the knowledge 
of the new market but also employees’ and managers’ 
expertise in a new, often exotic, market. 

If you are considering entering a new market but you are not 
certain whether your team is ready for watershed decisions, 
perhaps it is worth taking advantage of:

· professional consultancy services related to entering 
 a new market,
· our trainings that are tailored to your needs and that 
 allow you to operate effectively in a new market,
· training and consulting packages for managers that 
 take into account strategic management,
· practical away sessions that will help you familiarise with 
 a new market and facilitate independent operation within 
 the market.

Many of our clients have benefited from our comprehensive 
knowledge and skill development programme for new 
markets, treating it as a measure to support market expansion. 
As a result they were able to independently make use of 
distribution networks and channels and logistics and 
transportation programmes that we helped them to prepare.
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Cezary Jabłoński

T +48 791 222 183
M cezary.jablonski@lcc.lublin.pl

Marcin Tatara

T +48 602 843 467
M marcin.tatara@lcc.lublin.pl

For more visit:
www.lcc.lublin.pl

LUBLIN CONSULTING
CENTER LTD.

3 Dobrzanskiego Street
PL 20-262 Lublin
T/F +48 81 440 87 00
M biuro@lcc.lublin.pl
www.lcc.lublin.pl


