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Siklander, Pirkko, Salmijärvi, Tiina & Siltavirta, Katta
MindBusiness – True stories about entrepreneurs’ strengths
Faculty of Education, University of Oulu

Abstract

The entrepreneurial mind, MindBusiness, is about knowledge, skill and attitude, but it 
is also about identifying and harnessing your own skills and strengths. Entrepreneurs 
obviously need an entrepreneurial mindset, but it is equally needed in all occupations 
and studies. This book has three objectives. Firstly, we want to tell the reader about 
the Finnish education system and the position of entrepreneurship education in it. 
Secondly, we want to stimulate the reader into thinking about his/her own concepts 
of entrepreneurship and entrepreneurial thinking. Thirdly, the actual focus of the book 
is on the entrepreneurs of North Ostrobothnia who share their own experiences of 
entrepreneurship and the everyday life of the entrepreneur. The authors are students of 
the University of Oulu and Oulu University of Applied Sciences, who participated in 
the summer 2018 MindBusiness course “Recognize your entrepreneurial readiness”. 
One of the learning tasks was to get to know and interview micro-entrepreneurs from 
Northern Ostrobothnia. Students were given the opportunity to practice entrepreneur-
ial skills and problem solving, including interaction, responsibility, working online 
and community writing. Different fields of study and backgrounds of experience cre-
ated a fruitful opportunity for shared expertise and mutual teaching between students. 
Our book offers authentic perspectives on the different forms and ways of implement-
ing entrepreneurship and on the stage at which life can be turned into an entrepreneur. 
The stories show that you can become an entrepreneur at a young age without work 
experience in the field (Juho Tauriainen) or as an experienced veteran (Rauno Salme-
la) or highly educated (Mari Matinlassi). Entrepreneurship can also be realized as 
part of another life (Heidi Kumpumäki). You can be born, grow and, above all, learn 
as an entrepreneur. However, essential to progress is MindBusiness, in other words 
developing the entrepreneur’s own strengths. The book is written for entrepreneurs 
who are considering entrepreneurship, start-ups and those who are already working 
as entrepreneurs. We hope this book is also useful for you who don’t think of yourself 
as entrepreneurial but are interested in where entrepreneurs draw ideas and power for 
entrepreneurship and how they describe their own business more broadly as part of 
their entire life story.

Keywords: entrepreneurship education, higher education, micro-entrepreneurship, 
promotion of entrepreneurship 
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Siklander, Pirkko, Salmijärvi, Tiina & Siltavirta, Katta 
MindBusiness – Tositarinoita yrittäjän vahvuuksista 
Kasvatustieteellinen tiedekunta, Oulun yliopisto

Tiivistelmä

Yrittäjämieli, MindBusiness, on tietoa, taitoa ja asennetta, mutta myös oman osaami-
sen ja vahvuuksien tunnistamista ja valjastamista. Yrittäjät tarvitsevat yrittäjämieltä, 
mutta yhtä lailla sitä tarvitaan kaikissa ammateissa sekä opiskelussa. Tällä kirjalla 
on kolme tavoitetta. Ensinnäkin, haluamme kertoa lukijalle suomalaisesta koulutus-
järjestelmästä ja siihen ainutlaatuisella tavalla integroidusta yrittäjyyskasvatuksesta. 
Toiseksi, haluamme kannustaa lukijaa pohtimaan omia yrittäjyystaitojaan sekä -val-
miuksiaan. Kolmanneksi, kirjan pääpaino on Pohjois-Pohjanmaan mikroyrittäjissä, 
jotka jakavat omat kokemuksensa yrittäjyydestä ja yrittäjän arjesta. Kirja kertoo sii-
tä, miten yrittäjähenki ilmenee heidän kokemuksissaan. Kirjoittajat ovat Oulun yli-
opiston ja Oulun ammattikorkeakoulun opiskelijoita, jotka osallistuivat kesällä 2018 
MindBusiness-opintojaksolle “Tunnista yrittäjyysvalmiutesi”. Yksi oppimistehtävistä 
oli tutustua ja haastatella pohjoispohjanmaalaisia mikroyrittäjiä. Opiskelijat harjoitte-
livat yrittäjätarinatehtävässä yrittäjyystaitoja ja ongelmanratkaisua, vuorovaikutusta, 
vastuullisuutta, yhteisöllistä työskentelyä ja kirjoittamista verkossa. Erilaiset opiske-
lualat ja kokemustausta loivat hedelmällisen mahdollisuuden opiskelijoiden väliseen 
jaettuun asiantuntemukseen ja vastavuoroiseen opettamiseen. Asiantuntijuutta toivat 
myös opettajien ja tutkijoiden erilaiset taustat sekä vierailevat asiantuntijat virikepu-
heenvuoroillaan. Kirjamme tarjoaa autenttisia näkökulmia yrittäjyyden eri muodois-
ta ja toteuttamistavoista sekä vaiheesta, jolloin elämässä voi lähteä yrittäjäksi. Tari-
noiden osoittavat, että yrittäjäksi voi lähteä nuorena ilman alan työkokemusta (Juho 
Tauriainen), kokeneena konkarina (Rauno Salmela) tai korkeasti koulutettua (Mari 
Matinlassi). Yrittäjyys voidaan toteuttaa myös osana muuta elämää (Heidi Kumpu-
mäki). Yrittäjäksi voi syntyä, kasvaa ja ennen kaikkea oppia. Edistymisen kannalta 
olennaista on kuitenkin MindBusiness eli yrittäjän omien vahvuuksien kehittäminen. 
Kirja on kirjoitettu yrittäjyyttä harkitseville, aloittaville yrittäjille ja jo yrittäjinä toimi-
ville. Toivomme, että tämä kirja on hyödyllinen myös sinulle, joka et ajattele itseäsi 
yrittäjähenkiseksi, mutta olet kiinnostunut siitä, mistä yrittäjät ammentavat ideoita ja 
voimaa yrittäjyyteen ja, miten he kuvaavat omaa yritystoimintaansa laajemmin osana 
koko elämäntarinaansa.

Asiasanat: korkeakoulutus, mikroyrittäjyys, yrittäjyyden edistäminen, yrittäjyyskas-
vatus
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To the reader

The entrepreneurial mindset, MindBusiness, means knowledge, skills and attitude 
but also identifying and harnessing your own competence and strengths. Entrepre-
neurs obviously need an entrepreneurial mindset, but it is equally needed in all oc-
cupations and studies. In order to succeed, you must be able to seek out informa-
tion and to learn, build networks and work together with others, motivate yourself, 
control your emotions and solve problems. An adaptive entrepreneurial spirit and 
one tied to routines differ from each other. For those who are adaptive, thinking is 
fresh and problems are seen as learning opportunities. They look into the future, 
and collaborative networks translate into resources. The objective is renewal and 
development. The lover of routines aims to preserve existing practices, safety and 
to minimise risk. Because of this, there is no will to learn new things or to recognise 
and develop strengths and operating practices.  Both of these are needed, routines in 
order to preserve what is seen to be good, and adaptiveness in order to invent new 
and unprecedented things. The flexible utilisation of these skills became particularly 
topical in spring 2020, when the whole world was fighting the COVID-19 epidemic. 
As a result of that, many entrepreneurs began facing a cash flow crisis  when their 
customer flows dried up and almost all business decreased in the space of just a few 
days. On the other hand, a new kind of innovative business has, however, sprung up, 
as the operating environment changed radically in a short period of time.  

The Finnish version of the book entitled MindBusiness – Tositarinoita yrittäjän vah-
vuuksista (True stories about entrepreneurs’ strengths) was published in 2020. We 
also wanted to offer the international readership an English-language version. This 
book has three objectives. Firstly, we want to tell the reader about the Finnish educa-
tion system and the position of entrepreneurship education in it, because our educa-
tion system is globally renowned and entrepreneurship education has been integrated 
into all levels of education in a unique way. Secondly, we want to stimulate the read-
er into thinking about his/her own concepts of entrepreneurship and entrepreneurial 
thinking. Thirdly, the actual focus of the book is on the entrepreneurs of North Os-
trobothnia who share their own experiences of entrepreneurship and the everyday 
life of the entrepreneur, that is to say how the entrepreneurial spirit manifests itself in 
their experience. The stories combine courage, passion, the joy and delight of doing 
things, as well as a sense of humour.  The stories also highlight freedom: freedom to 
do things that you want in the ways that you want. Common to all the entrepreneurs 
are fire and a strong belief in the future, which carries them through challenging de-
cisions during difficult days. The stories are more about entrepreneurs than products 
or companies, as the purpose is to highlight the person and the development of their 
skills, both in good times and bad. 
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The function of the book is also to show the importance of writing a book as a method 
in higher education teaching. The writers are students from different faculties of the 
University of Oulu and Oulu University of Applied Sciences who, in summer 2018, 
participated in the MindBusiness course entitled “Tunnista yrittäjyysvalmiutesi” (Rec-
ognise your entrepreneurial skill). Based on learning research and entrepreneurial re-
search, the aim of the course was to identify the students’ own personal strengths, and 
to link them to entrepreneurial activity and entrepreneurial skills. One of the learning 
functions was to get to know and interview in small groups micro-entrepreneurs from 
the MicroEntre network in North Ostrobothnia and to tell their stories. The students 
had to consider the following questions, among others: what issue in an entrepre-
neur’s story deserves to be dealt with, and how does it relate to the development of 
the strengths or skills of an entrepreneur? In what different ways can one become an 
entrepreneur? What qualities help an entrepreneur? In this task, the students were able 
to practise entrepreneurial skills, problem-solving, interaction, taking responsibility, 
networking and communal writing. They were encouraged to be creative and to go the 
extra mile, which they did in many respects. Their different fields of study and back-
grounds created a fruitful opportunity for expertise shared between the students and 
for reciprocal teaching. Expertise was also found in the various backgrounds of our 
teachers, researchers and visiting experts with their stimulating speeches. The multi-
disciplinary work offered our students not only the role of a student but also that of a 
researching reporter, which culminated in this work in the hot summer of 2018. The 
students’ active interaction with the entrepreneurs took them to entrepreneurial envi-
ronments, allowing them, for example, to enjoy elk burgers in the wilderness and to 
experience the atmosphere of a Wild West ranch.

Our book offers authentic perspectives on the different forms of entrepreneurship 
and ways of realising them, as well as at what stage in life one can aim to become 
an entrepreneur.  The stories show that you can become an entrepreneur very young 
without any experience of work in that field (Juho Tauriainen), as an experienced 
veteran (Rauno Salmela) or after graduating from higher education (Mari Matinlassi). 
Entrepreneurship can also be conducted as part of other aspects of life (Heidi Kum-
pumäki). You can be born an entrepreneur, grow into being one or, above all, learn to 
be one. Essential to making progress, however, is MindBusiness, the development of 
the entrepreneur’s innate strengths. The book has been written for those considering 
entrepreneurship, for newly beginning entrepreneurs and for people already working 
as entrepreneurs. Its readership also includes entrepreneurship coaches, as well as stu-
dents in higher education, upper secondary school, vocational education and training 
and basic education. We will use the book as study material for future higher education 
courses on entrepreneurship. We hope that this book will also be of benefit to those 
who do not consider themselves entrepreneurial, but are nonetheless interested in dis-
covering from where entrepreneurs draw ideas and strength for their entrepreneurship, 
and how they describe their own business more broadly as part of their whole life 
story.
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Entrepreneurship education at all levels  
of education

Tiina Salmijärvi and Pirkko Siklanderr

Finland has a long tradition in promoting entrepreneurship along the educational path 
of the student. In Finland, the promotion of entrepreneurship is therefore linked up 
all the way from early childhood education to higher education. The first experience 
of entrepreneurship takes place at kindergarten. At universities of applied sciences, 
entrepreneurship has a strong foothold, and at universities too it has been strength-
ening its position during the 2010s. In 2017, the Ministry of Education and Culture 
published Koulutuksen yrittäjyyslinjaukset ‘Entrepreneurship Policies in Education’, 
the purpose of which is to direct, develop and steer the progress of entrepreneurship 
and measures related to entrepreneurship  education (see https://bit.ly/3cFfQu5) (Op-
etus- ja kultturiministeriö 2017). The policies are directed at all levels of education 
from early childhood to higher education. In Finland, entrepreneurship is promoted in 
education, not only on a strategic level and in management, but also by developing the 
expertise of teachers, by integrating entrepreneurship into curricula and teaching, and 
by making learning environments inspiring and innovative.

Early childhood education
In Finland, early childhood education and the preschool that forms part of it are part 
of the education system. Early childhood education is provided as a municipal service 
and is supplemented by the services that the private sector offers. For families, pub-
lic and private early childhood education are almost the same price. Early childhood 
education supports parents/guardians in bringing up their children, and enables them 
to participate in working life or study. The function of early childhood education is 
to promote the overall growth, development and learning of children in cooperation 
with their parents/guardians. The goal is also to promote equality among children and 
to prevent their exclusion. Preschool has been compulsory in Finland since 2015. It is 
free of charge for families. (see https://minedu.fi/en/pre-primary-education1) 

Information and skills taught in early childhood education create a foundation for 
learning new things, and also strengthen the active participation of children in society. 
(Opetushallitus 2018, 14). Because of this, early childhood education and basic edu-
cation form a logically progressing whole in terms of a child’s development and learn-
ing, and also a foundation for lifelong learning (Opetushallitus 2018, 19). Although 
the term ‘entrepreneurship’ is not actually used in the National Core Curriculum for 
Early Childhood Education and Care , it is present in many parts of it. For example, 
the section that describes the extensive formation of competence in early childhood 
education from knowledge, skills, values, attitudes and will, also states that:
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“Growing as a person, studying, working as a person and acting as a citizen now and 
in the future require the fields of knowledge and skills that transcend and unite exper-
tise.” (Opetushallitus 2018, 23–24).

“Children are also encouraged to be persevering, not to be discouraged by failure 
and to come up with solutions in different situations. They are instructed to direct and 
maintain their attentiveness.” (Opetushallitus 2018, 25).

Furthermore, the operating environment for early childhood education is described as 
a learning community in which the community encourages experimentation, endeav-
or, and persistence, as well is allowing mistakes. Doing things together and experi-
encing inclusion strengthen the feeling of community. (see Opetushallitus 2018, 29)

Basic education
Basic education covers grades 1–9, and is intended for all children aged 7–16 (see 
https://minedu.fi/en/education-system). Compulsory education concerns each child 
living permanently in Finland. In Finland, basic education is completely free of charge 
including school meals. Local government maintains the comprehensive schools that 
provide basic education. Less than 2% of comprehensive school pupils study in pri-
vate and state schools. Finland’s present government is raising the upper age limit 
for compulsory education from 16 to 18. This change in the law will be approved in 
autumn 2020. The aim of the change is to ensure that every child completing basic 
education will receive secondary education.

Entrepreneurship has already been included in basic education for a long time. Its 
roots go all the way back to 1985 (Kouluhallitus 1985) and 1994, in which entrepre-
neurship education became a subject in its own right (Opetusministeriö 1994, 36–37). 
In the 2000s, the role of entrepreneurship education became even more important 
when the goals of entrepreneurship education were standardised for all levels of ed-
ucation in Finland. (Opetusministeriö 2004) (See more https://minedu.fi/en/compre-
hensive-school).

The National Core Curriculum for Basic Education 2014 was introduced from 1 Au-
gust 2016 for grades 1–6 and, for grades 7–9, the introduction of the new curriculum 
took place in phases in 2017, 2018 and 2019. Working life skills and entrepreneurship 
are among the seven broad-based competence entities in the national core curricu-
lum 2014 (Opetus- ja kulttuuriministeriö 2014, 17–23). According to the national core 
curriculum for basic education, broad-based competence means the entity formed by 
knowledge, skills, values, attitudes and will. Broad-based competence entities aim to 
respond to the challenges set by a changing world, which by their nature transcend the 
boundaries between subjects. 



17

The broad-based competence entities are:
1. Thinking, and learning to learn
2. Cultural expertise, interaction and expression
3. Self-care and everyday skills
4. Multi-literacy
5. ICT competence
6. Working life skills and entrepreneurship
7. Participation, influence and building sustainable development

Working life skills and entrepreneurship
“Working life, professions and the nature of work are changing as a result of tech-
nological development, economic globalisation and other issues. Forecasting work 
requirements is more difficult than before. In basic education, pupils should be taught 
general skills, which promote interest and a positive attitude towards work and work-
ing life. It is important for pupils to gain experiences which help them to understand 
the significance of work and entrepreneurship, the opportunities provided by entre-
preneurship and their own responsibility as members of a community and society. 
Schoolwork is organised so that the pupils can increase their knowledge of working 
life, learn entrepreneurial working practices and understand the significance of the 
competence acquired at school and in free time in terms of their own careers”.

(Opetus- ja kulttuuriministeriö 2014, 22) 

“Pupils are taught to know the special features of and key industries in the local 
economy. During basic education, the pupils get to know about working life and gain 
experiences of working and cooperating with operators outside school. This allows 
them to practice the appropriate behaviour and cooperative skills required in working 
life, and to realise the significance of linguistic and interactive skills. The skills re-
quired for self-employment, entrepreneurship, risk assessment and managing risk are 
also learned through separate projects. Group work, project work and networking are 
learned in schoolwork”. (Opetus- ja kulttuuriministeriö 2014, 22) 

Entrepreneurship education in basic education is guided by national policies in entre-
preneurship and entrepreneurship education and they form a harmonised obligatory 
basis for entrepreneurship teaching in schools. In addition to this, it has also been 
possible to draw up regional strategic policies for the promotion of entrepreneurship. 
All in all, regional entrepreneurship education strategies have been drawn up in nine 
Finnish provinces. For example, the entrepreneurship education strategy for North Os-
trobothnia (2016–2020) has formulated policies from preschool all the way to higher 
education (see https://www.minunpolkuni.fi/en/universities/).
 
Different societies and organisations also participate in providing entrepreneurship 
education in Finland. A good example of entrepreneurship education is the Yrityskylä 
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concept coordinated by the Economic Information Office (TAT), in which pupils from 
grades 6 and 9 can learn about entrepreneurship in a practical way at Yrityskylä (see 
https://yrityskyla.fi/en/). Yrityskylä is an award-winning Finnish learning entity, the 
aim of which is to offer positive experiences of working life, the economy and society. 
Yrityskylä activity is based on the basic education curriculum and is a functional way 
of acquainting young people with working life. The aim of the 2019–2020 academic 
year is to reach 75% of Finnish 6th-grade pupils and 60% of 9th-grade pupils. Also 
involved in the activity in Finland are almost 200 local governments, 10 regions and 
more than 100 other partners.

Secondary education: Upper secondary school  
and vocational studies
Secondary education comprises upper secondary education and vocational studies. 
After three years of general upper secondary education, students can continue to high-
er education at universities and universities of applied sciences or enter vocational 
education and training. The new National Core Curriculum for Upper Secondary Edu-
cation was published in November 2019, and teaching based on it will begin in August 
2021 (Opetushallitus 2019). One of the key focus areas of the reform is the strength-
ening of cooperation with the business community and institutes of higher education. 
The aim is to give upper secondary school students the readiness for higher education 
and working life more comprehensively than at present.

“In upper secondary education for young people, the student should have the oppor-
tunity to develop his/her readiness for higher education, international competence and 
working life and entrepreneurship expertise” (Lukiolaki 714/2018, 15 §).
 
“The student learns about new forms of work, entrepreneurship and economic activity, 
in order to form an understanding of what kind of competence is needed, now and in 
the future. The student is offered learning experiences which encourage open-minded-
ness, initiative, entrepreneurial activity, cooperation, responsibility and constructive 
problem-solving in accordance with the principles of a sustainable future” (Opetus- ja 
kulttuuriministeriö 2019, 25).

The promotion of entrepreneurial skills is also highlighted in the Act on General Up-
per Secondary Education that entered into force on 1 August 2019:

“Teaching under the syllabus must be organised so that the student has the opportu-
nity to develop his/her international expertise and working life competence and entre-
preneurial competence (Lukiolaki 714/2018, 13 § 3 mom).”

For a long time already, many upper secondary schools have been offering optional 
courses in entrepreneurship, for example Muurame Upper Secondary School in Cen-
tral Finland. Some upper secondary schools emphasise entrepreneurship so much that 
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they are profiled as upper secondary schools for entrepreneurs. These include Etu-
Töölö Upper Secondary School in Helsinki, Sulkava Upper Secondary School and 
Ylöjärvi Upper Secondary School. According to the Act on General Upper Second-
ary Education that entered into force on 1 September 2019, upper secondary schools 
should also offer the chance for students to learn about higher education studies. Many 
institutes of higher education have begun to organise so-called “kurkistuskurssit” 
(peek-in courses) for upper secondary school students. In these, during their upper 
secondary school studies students get to try out basic courses offered by a university, 
such as entrepreneurship studies. In that way, upper secondary school students get the 
opportunity to learn about university studies while they are accumulating their own 
upper secondary school studies, and their study attainments are approved as part of 
the course in the degree programmes for the subject in question, if the student later 
decides to study that subject at university.

Vocational education and training
The aim of vocational education and training is to gain the basic vocational compe-
tence and skills required for each profession. Professional competence can also be de-
veloped at different stages of a career, because vocational qualifications and specialist 
vocational qualifications enable an increase in the ability to develop competence. 

Vocational education and training in Finland is competence-based, which means that a 
personal competence development plan is prepared with each beginning student, and 
this plan lists the content, timetable and goals of the studies. Vocational education and 
training is also organised, for example, at workplaces through apprenticeships and 
training agreements. Those who have completed a vocational degree are then qualified 
to apply for further education at a university of applied sciences or a university.

Viewed from a perspective of entrepreneurship and regional development, customer 
orientation in education organised in cooperation with working life and at workplaces 
means interactive and active cooperation in the planning and implementation of and 
training between students and representatives of working life. The traditional path 
from education to working life needs a new kind of perspective and operating in work-
ing life requires continuous learning. Customer orientation when utilising a personal 
competence development plan means cooperation in a student’s study path planning, 
competence acquisition and assessment in cooperation with each student and a repre-
sentative of each workplace. Authentic and entrepreneurial learning environments are 
recommended for students to acquire competence.

From the point of view of work and business life, the aim of the reform of vocational 
education and training is to get the education to correspond to the needs of working 
life, flexibly and at the right time. In competence-based learning, achieving profes-
sional qualifications is tied to context. The significance of utilising authentic learning 
environments is highlighted in the student’s individual and flexible study path. In addi-
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tion to training a competent workforce, vocational education and training strengthens 
the competitiveness of companies, develops working life, creates the prerequisites for 
new business and innovation and promotes regional development (Karusaari 2020).
 
Entrepreneurship is strongly present in vocational education and training, because one 
of the aims of vocational education and training is to prepare the students for entrepre-
neurship (Laki ammatillisesta koulutuksesta 531/2017, 2§). Entrepreneurship studies 
are part of every vocational qualification. In a European-level competence programme 
published by the European Commission in 2016, entrepreneurship was defined as one 
of the key civic skills, and this can be seen in the requirements for vocational upper 
secondary qualifications, which include these key skills. The key skills are needed 
for success in society and working life, particularly because society, working life and 
their operating environments are changing so rapidly. Skills in continuous learning are 
required of all employees. (European Commission 2016)

The key skills of lifelong learning in vocational education and training
(https://eperusteet.opintopolku.fi/#/en/opas/5975580/tiedot)

Entrepreneurship competence
Entrepreneurship competence means the ability to grasp opportunities and ideas. Cen-
tral to it are the utilisation of creativity, critical thought, problem-solving, initiative 
and cooperation in order to generate economic, social or cultural value.

Key competence:

The student can
• act with initiative, methodically and responsibly
• generate ideas, act creatively and come up with solutions related to activity and 

resources, taking account of sustainable development
• act both independently and in different networks in a motivating way that respects 

others
• negotiate and work profitably taking account of economic legal conformities and 

taking precautions against risks.

Higher education: Universities of applied sciences,  
and universities
In Finland, universities and universities of applied sciences operate in the field of 
higher education. University operations are based on scientific research and on the 
teaching related to it. Universities of applied sciences, on the other hand, offer practi-
cal education that corresponds to the needs of working life.

Universities of applied sciences and universities are bound by legislation to promote 
entrepreneurship, as cooperation with companies and entrepreneurs is an integral part 
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of the Ammattikorkeakoululaki, and such an obligation can also be found in Ylio-
pistolaki. The Universities of Applied Sciences Act states as follows with regard to 
cooperation with companies:

“In carrying out its mission, each university of applied sciences shall cooperate with 
business and industry and other sectors of the labour market, in particular within its 
own region, and with Finnish and foreign higher education institutions and other ed-
ucation providers” (Ammattikorkealaki 932/2014, 6§).

Yliopistolaki, on the other hand, defines the mission of universities as follows: 

“The mission of the universities is to promote independent academic research as well 
as academic and artistic education, to provide research-based higher education and 
to educate students to serve their country and humanity at large. In carrying out their 
mission, the universities shall promote lifelong learning, interact with the surrounding 
society and promote the social impact of university research findings and artistic ac-
tivities” (Yliopistolaki 558/2009, 2§).  

Although entrepreneurship studies are widely available in Finnish universities and, in 
supporting entrepreneurship, universities are striving to develop pedagogical practices 
and entrepreneurial learning environments (Opetus- ja kulttuuriministeriö 2016, 7–8), in 
spite of this for the majority of university students entrepreneurship studies are, however, 
still optional, particularly at universities. In practice, this means that entrepreneurship 
studies are not compulsory in the degree requirements. The universities of applied sci-
ences have gone further in their support of entrepreneurship and entrepreneurial ways of 
working (Opetus- ja kulttuuriministeriö 2015, 31). The integration of entrepreneurship 
into the operating culture and curricula has also been taken further in universities of ap-
plied sciences. At universities, entrepreneurship has, for historical reasons, been strongly 
profiled as belonging to economics and the activity of business schools. Partly for this 
reason, entrepreneurship studies at universities are mostly taken by students of econom-
ics, business administration and law, even though all university students would benefit 
from entrepreneurship skills and competence (see Huusko et al. 2018, 123).

Students want to be entrepreneurs and feel that they need  
entrepreneurship skills
According to an extensive survey entitled “Opiskelijasta yrittäjäksi -Korkeakoulu-
opiskelijoiden yrittäjyys ja yrittäjyyshalukkuus” (Opiskelun ja koulutuksen tutki-
mussäätiö Otus 2019), 33 % of students at universities and at universities of applied 
sciences wanted to be entrepreneurs after graduation. The key reasons for wanting to 
be an entrepreneur were the opportunity to decide about one’s work independently, 
and to realise it oneself. According to the survey, however, only 14% of students feel 
that their studies give them 20 proper preparation for being an entrepreneur. A total of 
14,025 university students took part in the survey in 2019.
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Nuorisobarometri 2019 survey published at the end of April 2020 confirms the results 
of the Opiskelijasta yrittäjäksi survey (Haikkola & Myllyniemi 2019, Opiskelun ja 
koulutuksen tutkimussäätiö Otus, 2019). Nuorisobarometri 2019 -survey investigated 
the image that young people have of work and of entrepreneurship. Nuorisobarometri 
2019 examined changes to the nature of work and ways of commissioning it, but the 
main focus was on young people’s own experiences and views of working life and 
its future. Nuorisobarometri 2019 is based on telephone interviews with 1,907 young 
people. According to the survey, entrepreneurship amongst young people is on the 
increase based on many indicators. According to the survey, an increasing number 
of young people (59%) want to try out entrepreneurship at some stage in their career. 
14% definitely intend to set up a company in the future and 65% might do so. Nuor-
isobarometri 2019 confirms the understanding of previous surveys that less than half 
of young people feel that, during their educational path, they receive good basic infor-
mation about what entrepreneurship is. 42% of young people feel that they are encour-
aged to become entrepreneurs during their education. What is noteworthy, however, is 
that in 2004, 35% of them felt that they received good basic information about entre-
preneurship in their studies, but now that share is 48% (Haikkola & Myllyniemi 2019).
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Course description1

Pirkko Siklander and Tiina Salmijärvi

“Identify your entrepreneurial skills” (5 cr) is the first of the three MindBusiness study 
modules¹ (Figure 1) spanning 15 credits in total, organised as summer studies from 31 
May to 23 August 2018. The main objective of the course was that the students prac-
tise identifying their strengths and integrating them into entrepreneurial activity and 
entrepreneurial skills, as well as to identify strengths and development targets relevant 
to entrepreneurship in their own activities. The second objective was to explore key 
concepts of entrepreneurship. The third objective was to familiarise themselves with 
and learn to work with micro-entrepreneurs. The wider objective was to become aware 
of the entrepreneurial mindset and the opportunities offered by entrepreneurship as 
part of planning their future, regardless of the sector.  

Figure 1. MindBusiness courses in 2018. 

We designed and implemented the course in cooperation with the University of Oulu 
and the Oulu University of Applied Sciences, combining education research and busi-
ness expertise. The summer course was carried out in cooperation between teachers 
and researchers, and 36 students enrolled for it, of whom 31 actively participated. The 
course was an optional part of studies for all students of the university and university 
of applied sciences. Our students mainly represented degree programmes in medicine, 
electrical engineering, information technology and education, but the entrepreneur-
ship studies also interested students in other sectors and faculties, as can be seen from 
the figures below (Figures 2 and 3). The multidisciplinary background of the students 
provided an excellent starting point for organising studies and for the learning process. 
The students were at different stages of their studies: Some were already in close to 
graduation, while others were in their first year. The students also differed from one 
another in regard to their relationship with entrepreneurship: Some had many years 
of personal experience of entrepreneurship, some had childhood experience through 
family and some had no entrepreneurial background before the course. 

MindBusiness 1: 
Recognize your
entrepreneurial
acquirements

MindBusiness 2: 
Build networks that 

support 
entrepreneurship

MindBusiness 3: 
How to commercialize 
your own expertise?

1 MindBusiness 1: Identify your entrepreneurial skills, 5 credits (https://bit.ly/2JpWzlw)
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Faculty of Education

Faculty of Humanities

Faculty of Medicine

Faculty of Science

Oulu Business School

Faculty of Technology

Faculty Information Technology and  
Electrical Engineering

Faculty Biochemistry and Molecular Medicine

Figure 2. The distribution of participants in the MindBusiness 1 course of the Univer-
sity of Oulu by faculty. 

Although students from many different fields of science were interested in taking the 
course, the most numerous among them were students in the fields of medicine, in-
formation technology and electrical engineering (TST) and education. For example, a 
future doctor, engineer or kindergarten teacher can be a potential entrepreneur.  
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Figure 3. The distribution of participants in the MindBusiness1 course of the Univer-
sity of Oulu by field of education. 

According to the pedagogical model of the course, it included three full-day contact 
teaching sessions (3 x 8 h = 24 h). Between the contact teaching sessions, the student 
teams worked independently. They organised the work of their team, defining objec-
tives, methods, digital technologies and schedules. They worked mainly online, but 
also had face-to-face meetings. In addition to the team’s collaborative work, each stu-
dent also needed to work independently. The students were able to evaluate and select 
the digital technologies they used for the collaborative work of the online sessions. 
The Eliademy online environment was used as a common information and communi-
cation channel for the course. 

The pedagogical implementation is based on the OTE model (Figure 4), which is 
divided into three interwoven phases: Orientation, work and elaboration. The model 
distinguishes between guidance, studying and learning as concepts, although they are 
part of the same teaching and learning process. It is hoped that studying will lead 
to learning, while teachers’ activities include the orchestration of learning process-
es and providing guidance to the students. This includes pedagogical planning and 
implementation, which gives space and encouragement to students’ active thinking, 
action and interaction. They are guided towards collective construction and generation 
of knowledge and encouraged to be creative and gain new insights. As teachers, we 
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provide inspiration through a variety of methods and informative stimuli, including 
in-house lectures and talks by visiting experts, literature and team exercises. The ex-
ercises combine the objectives of the course, working-life practices and playfulness. 
For example, to identify the students’ own competence and strengths, we practised 
pitching, where humour was used to release the tension of the situation. 
   
The OTE model is about multidimensional movement where learning affects study-
ing, and together these affect the teacher’s actions. 

Figure 4. The pedagogical model of the course. 

Orientation
The course started with a shared full-day contact teaching session. The students were 
divided into teams using Happy Families cards to put the students into as multidisci-
plinary groups as possible and to have them get to know new people. Networks are 
also important in entrepreneurship, so we wanted students to get to know new people 
outside their own education or degree programme. The use of the cards provided space 
for role play, verbal fun and humour. In these patchwork families, a male student could 
take on the role of a mother, and similarly new roles could be introduced in the family. 
In the best-case scenario, humour can promote business (Vuorela et al., 2017), which 
is why it is natural to also apply it during the course.

During the orientation day, the students activated their previous knowledge and ex-
perience of entrepreneurship by analysing them together with their Happy Family. At 
the same time, they also analysed their Family: What competence and expertise do we 

ORIENTATION

- Activation of earlier 
knowledge and experiences

- Current understnding of 
entrepreneurship

- Group forming, creating 
feeling of togetherness

- Analysing competences of the 
group and each student in the 
group

- Joint goals-setting, shared 
rules and ways of working

- Shared understanding of 
central concepts and resent 
research findings in learning 
and entrepreneurship

WORKING PROCESS
Learning by collaboration

Collaborative learning:

- Interaction and different 
activities with the 
entrepreneures

- Learning from 
entrepreneures, and 
interviewing them 

- Reflecting own strenghts 
on entrepreuners reality

- Writing the bookchapter
- Studying the literature for 

deeper understanding 
entrepreunial strenghts

ELABORATION

Presenting outcomes and 
evaluating the results:
- Reflecting the entire 

process: what we have 
done, what we have 
understood?

- Fish bowl –evaluation 
discussion: How we can 
benefit from the learning 
experiences and transfer 
new insights into other 
contexts? 

- Self-evaluation, peer-
evaluation, and teacher 
feedback
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have, what are our strengths as a family and what kind of a family of entrepreneurs 
could we be? For example, a farming family imagined life as an agricultural entrepre-
neur in an EU country. 
   
The students were extensively familiarised with entrepreneurship, starting with the 
foundations of entrepreneurship and ending with the importance of entrepreneurship 
to society. At the same time, the students made observations about the characteristics 
of an entrepreneur or an employee acting in an entrepreneurial way. Through this, we 
got the students to look deeper at entrepreneurship and the entrepreneurial capacity it 
requires. The students also consider their own entrepreneurial identity throughout the 
course in a learning journal. During the orientation day, Urpo Tuomela, Senior Advi-
sor at Business Oulu, gave the students a lecture on megatrends, the business opportu-
nities they create and becoming an entrepreneur. During the course, the students were 
also able to study self-regulation of learning, skills of collaborative work, motivation 
and emotion regulation. During the contact teaching session on 14 June 2018, entre-
preneur Lasse Seppänen from Tavoitegurut Oy talked to the students about goals, the 
importance of setting them and, above all, how to achieve them. This also helped the 
students gain networks.

Work
The skills of collaborative work were developed while working on the entrepreneur 
stories in multidisciplinary teams. There were a total of eight teams, each with on 
average four students. In the entrepreneur story, the student teams contacted one mi-
cro-enterprise operating in Northern Ostrobothnia and interviewed the entrepreneur 
about his or her entrepreneurship story. The focus was therefore on eight entrepreneurs 
and each entrepreneur’s growth story, not on the company or its product. The students 
visited the company premises and primarily interviewed the entrepreneur there. Some 
of the groups were able to try out the entrepreneur’s activities and service from the 
customer’s perspective through the participant observation method. During the sum-
mer, the students worked on the entrepreneur story, mainly through remote connec-
tions because the students were in different locations. Some students also had summer 
jobs in localities other than Oulu at the time. The interviews advanced the student 
group’s understanding of the skills, capabilities and competences required of an en-
trepreneur. The students edited the entrepreneur story into written format in the group 
and presented it to the rest of the student group at the last contact teaching session on 
23 August 2018. The study content of the course also covered self-regulated learning, 
skills of collaborative work and the importance of motivation for learning.  

Elaboration
The elaboration phase is an assessment of the whole process and combines retrospec-
tive and prospective thinking. In other words, the reflection involves describing and 
evaluating – sometimes critically – the group’s activities and learning, and considering 
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transferability to the future: What have we done and learned, and how can this serve 
me in my future studies, in working life as an employee, in my work as an entrepre-
neur or in life in general? During the elaboration, the students’ views on entrepreneur-
ship are also analysed. The elaboration was carried out in two different ways: 1) Stu-
dent presentations with opponents, and 2) fishbowl discussions. Both work methods 
combined the theoretical knowledge of the course with practical learning, and in both 
arguments were put forward for the observations made.     

1) Student presentations with opponents 
Feedback was given as follows: The student group presented its entrepreneur story. An 
in-depth feedback discussion was held immediately afterwards. The presenting group 
was allowed to speak first. It was vitally important that the group was able to describe 
in its own words at this stage the process which led to the entrepreneur story that they 
had just presented and the choices they had made.

The students received feedback on the entrepreneur story at the last contact teaching 
session of the course. The feedback was constructive in nature and aimed at further 
developing the entrepreneur stories. Feedback was given at various levels and with 
consideration of the different perspectives of the entrepreneur story. The feedback was 
multi-directional, that is, in addition to teacher feedback, the students’ own reflection 
and peer comments play an important role in learning.

Photo: Pirkko Siklander.
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Photos: Tiina Salmijärvi. 
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In this context, students often described successes, but also difficulties they had en-
countered during their work. For example, during the summer, many groups had to re-
group completely because some students were forced to drop the course due to sched-
uling issues. In addition to the three teachers, the entire student group participated in 
the feedback discussion itself. The student group, which served as the audience, was 
divided into small tables, and each table gave feedback on a particular aspect of the 
presentation or the entrepreneur story. 

The student group received feedback on the content choices and priorities of the work, 
the oral presentation, the written section and the smoothness of the collective work. In 
addition to their work on the entrepreneur story, the students also analysed their work 
in a written personal assignment, or reflection assignment. The entrepreneurs got to 
read the stories written about them and also gave feedback on the texts, considering 
that the text would be part of a book. 

2) Fishbowl discussions
Fishbowl discussions with six chairs were organised, where any student could at any 
time sit in a chair and join the discussion. When that happened, one student who had 
already been in the fishbowl must leave his or her seat and join the audience. Each 
fishbowl discussion was structured by theme. We always announced the next theme to 
the students at the end of the debate on the previous theme.

The discussion became profound, multifaceted and personal. The fishbowl is a worthy 
method of reflection because the students were able to express their personal views 
here, even though the work was very collaborative. Finally, we asked groups to con-
sider what entrepreneurship means for them now. 

Peer feedback is constructive and good-natured. Photo: Pirkko Siklander.
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Research-based education 
University education is based on research2. The research basis is strongly linked to dif-
ferent levels of the MindBusiness course, and we understand research-based education 
as a broad concept, integrating research into teaching and teaching into research (see 
for example Annala, Mäkinen & Linden, 2015). This can be seen in concrete terms 
through four different perspectives. Firstly, the teaching of the MindBusiness course 
and the work methods used are based on researched scientific knowledge. The teach-
ing is based entirely on studies relevant from the point of view of content, teaching 
methods, competence and programme requirements as well as evaluation methods. 
In the MindBusiness course, the principles of research-based education were imple-
mented by taking into account the scientific aspect of the selection of the contents of 
the studies; a learning psychological perspective of the content of studies in the early 
stages of entrepreneurship was introduced and integrated into the entrepreneurship 
education in a unique way. Particular attention was paid to the identification and high-
lighting of students’ skills, the activation of the students’ capability and agency, and 
the emphasis on perseverance and the goal-oriented work. The teaching methods of 

Fishbowl discussions are active: They looks at the whole picture and go into details. 
Elaboration involves building new theoretical or practical models based on what has 
been experienced, learned and analysed. Photo: Pirkko Siklander.

2 Regulations of the University of Oulu. Section 2 Duties and profile of the University of Oulu. The duty 
of the University is to promote free research and scientific and artistic education and to provide top-level 
teaching based on research. The University uses multidisciplinary approaches, promotes lifelong learning, 
interacts with society and promotes the social impact of research results and artistic activities.
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the MindBusiness course and the guidance of the learning process were also based on 
the latest scientific knowledge about collaborative and self-regulated learning. This 
is natural when teachers do not just teach, but also do research on learning. During 
the MindBusiness course, the students took responsibility for their own learning, set 
personal goals for themselves, found relevance in the subject matter to be learned, 
and also set goals for the course with their own small group. All the teaching and 
evaluation methods used supported these goals. During the learning process, students 
also described and verbalised their work process, and during the process they received 
feedback from peers and, if necessary, from the teachers. The results of the learning 
process were shared with the whole group, so that other members of the study group 
also got to be involved in the learning process and the information was not limited to 
only the individual students. The sharing of the learning process (presentations of en-
trepreneur stories and fishbowl feedback) was seen as moments that promoted learn-
ing. The evaluation of learning took place throughout the learning process and was 
qualitative. Instead of exam essays, we offered students other ways to demonstrate 
their learning.

Secondly, the basis on research of the MindBusiness course meant that the students 
learned to think scientifically, argue and produce scientific texts during their studies. 
They were therefore actively supported in becoming full members of the scientific 
community in the growth process. The students were engaged in research, as a great 
deal of research data on student learning and learning experiences was collected. In 
this way, the students were also involved in the development of the course and re-
ceived a model for how learning-related research can be carried out. At the same time, 
it was communicated to the students that the development of a course can also be seen 
as a continuous development process, such as the continuous learning of individuals. 

The third aspect of the research basis is the continuing study and development of 
teaching and learning. This was achieved during the MindBusiness course by study-
ing the implementation of the higher education institutes’ entrepreneurship studies 
in relation to different objectives and strategies (see Salmijärvi, Siklander, Vuopala, 
Impiö).  Research data was also collected on the students’ learning. For example, at 
the beginning and end of the course, data was collected on the students’ views on en-
trepreneurship, images connected to entrepreneurship and willingness to become en-
trepreneurs themselves. The way in which students build their entrepreneurial identity 
is also a question of research interest (Hintikka & Siklander). The data was collected 
using both qualitative and quantitative methods. The reflection journals written by the 
students allow the learning to be examined throughout the course (see Vuopala, Salmi-
järvi, Siklader & Impiö 2019). Scientific articles are being written based on these 
different research materials. A lot of feedback was also collected from the students 
about the course as a whole using different methods (written, oral, individual and 
group feedback), and they were actively encouraged to provide feedback. The aim is 
to further develop the content and pedagogy of the course to be as effective as possible 
and to further promote learning. 
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The last, fourth aspect of research-based education extends to interaction with work-
ing life. We collect information on working life and related expertise (See for example 
Siklander & Impiö 2018), and evaluate it in relation to education (Bauer, Pajarre, 
Nikander, Häkkinen, Kettunen, Impiö, Siklander & Vuopala 2019), so that our stu-
dents can develop the skills needed in working life already during their studies. On 
the other hand, we also apply our research to the development of working practices. 
In the MindBusiness course, the focus was on the work of micro-entrepreneurs, in 
particular, because from the perspective of a student considering entrepreneurship, it 
is easier to identify with the everyday life of a micro-entrepreneur than with a large 
enterprise whose challenges are different from those of an entrepreneur who is just 
getting started.   
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Reflecting on entrepreneurial strengths

Pirkko Siklander

In university teaching, how can the entrepreneurial strengths of students be support-
ed? How to make students aware of what they themselves can do to strengthen them. 
Reflection is one method to achieve this. It is important for students to experience 
changes in their own thinking (and in thinking about thinking, or metacognition), and 
it is our job to help them to do this. There is therefore a need for reflection, which 
means the ability of students to critically examine their own knowledge, expertise, 
strengths and weaknesses and, based on this examination, to set targets and consider 
strategies for developing themselves and their competences. In higher education, re-
flection is always based on knowledge: both theoretical knowledge and knowledge 
gained from experience, as well as a combination of the two. In addition to knowl-
edge, reflection on one’s own experiences and thoughts is also needed, as well as the 
skills of thought. At its best, it is a question of a deep metacognitive process during 
which the student can experience the joy of realisation. Reflection is central to en-
suring that learning actually happens. Reflection can also be practised and learned. 
Higher education can be blamed for the fact that, although students are urged to reflect 
in their studies, insufficient opportunities are provided to learn this skill. Something 
that has been proven to be lacking, among other things, is that students do not have 
an understanding of the work of reflection and the aims of reflection, and reflection 
is not part of the curriculum (Stock & Winkelbauer 2012). When reflection processes 
are conducted in a pedagogically sensible way, the students see reflection as being 
important to their learning. The students find competencies within themselves about 
which they would not have been aware without reflection. With the help of reflection, 
they better learn to know themselves and also to take advantage of the competences 
that they notice. Through the new knowledge created by reflection, the students be-
come interested in seeking jobs and more generally directing their professionalism. 
(Slepcevic-Zach & Stock 2018.)  An extensive report on entrepreneurship teaching 
and practices in vocational education and training and in higher education confirms 
this view: The students felt that the skills of reflecting on the competence gained 
in entrepreneurship studies and connecting this competence to the requirements of 
working life needed more practice during studies (see Huusko et al. 2018, 124). One 
of the suggestions for the improvement of entrepreneurship studies gained at univer-
sities specifically concerned the recognition and verbalisation of the student’s own 
competence and the development of different alternative methods concerning them. 
(See Huusko et al. 2018, 125) 

Reflection can take place individually or collaboratively in a group. In the MindBusi-
ness study units, students wrote their reflections at the beginning and end of almost 
every course. In the international entrepreneurship in education study unit (Entre, 5 
ECTS credits), students also reflected on the study unit from the perspective of learn-
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ing. Reflection is a way of learning to know oneself, assessing one’s skills and discov-
ering the necessary elements of learning or unlearning. This skill is useful throughout 
the education path, and also later when taking up entrepreneurship and working as an 
entrepreneur. One student aptly describes both the reflection of an entrepreneur and 
his/her own. The student had discussions with an entrepreneur who had experienced 
burnout.  The entrepreneur had had to stop and reflect on his/her own situation and 
life. Out of the situation, new decisions and plans arose. The student in turn noticed the 
importance of adversity: it can be turned to your benefit if you are open to change and 
new opportunities. Openness alone, however, is not enough as the students noticed; 
equally important is the ability to recognise your own strengths and weaknesses. A 
certain kind of personal grit and determination is also necessary. In his/her own reflec-
tion, the student evaluates his/her learning skills as learned from the experiences of 
the entrepreneur and from being familiar with learning theory, and discusses in his/her 
reflection, for example, the significance to learning of taking responsibility. 

Responsibility also concerns reflection. Reflection focuses on “me” and “us” and our 
process.  It is easy to focus the reflection on factors that are somehow irritating and un-
comfortable, but that is not the purpose. Students may criticise many secondary things, 
such as course design, group composition, the teacher, instructions or tools, but they 
are always responsible for their learning. Despite the external factors or difficulties, 
it is up to the student, how s/he uses the resources and opportunities available, how s/
he self-regulates the process, and how s/he steers attitudes and motivation. Reflection 
focuses on learners, not on external issues. Course feedback, on the other hand, is a 
critical and constructive analysis of the course.

The students also have to encounter problems, and reflection is an efficient way of 
analysing them. For example, when, on the Entre course, the students’ task was to 
establish a committee for a science-based magazine, to productise their own expertise 
in the form of the magazine and later to “sell” it to a community of experts, it trans-
pired that this task was new to these students. It could not be accomplished based on 
routine expertise, so carrying out the task required learning something new. Despite 
some difficulties along the way, the magazines were completed for their readership.  
Difficulties are mainly useful and welcome, because they reveal issues for which we 
are not yet ready or sufficiently skilful yet, and we need to develop somehow. The 
magazines proved to be unique and astonishing. The peer feedback during the process 
has been useful, although giving and receiving is not always easy. In their writings, the 
students also reflected on how to develop in providing constructive and useful feed-
back, and how to receive feedback. There are also cultural differences in giving and 
receiving between educational programmes and between countries. Empathy, which 
we discussed with the students, is an important element in feedback situations:  empa-
thy is described as the psychological identification with or vicarious experiencing of 
the feelings, thoughts or attitudes of another.  

In reflection, we move on conceptual and practical levels. Basically, concepts are dif-
ficult: they are complex, complicated and contextual.  Many of the students on our 
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courses describe the process of perceiving the meaning of central concepts such as en-
trepreneurship, entrepreneurial identity, creativity and emotions. Perceiving the mean-
ing is a result of student activity and thinking: that is constructivism. The teachers’ role 
is to stimulate students and try to activate them, not just to give ready-tailored answers. 
As an example, we provided a definition of “creativity”, because creativity research-
ers have reached a consensus about it. However, as we read the students’ reflections, 
we noticed that the given definition does not provide deeper understanding of what 
we mean by creativity, because of the ambiguous nature of the concept. The central 
concepts of the courses in higher education are vague, complex, complicated and dif-
ficult. Thinking needs time. Our courses are reasonably intense lasting from two to 
six weeks, which is a short time to understand concepts deeply, but they are a good 
beginning. We hope that the students already have an understanding of the concepts 
before the course, and so can activate and transfer them to this context.  Hopefully they 
transfer them further to other contexts, continue in the process and accept and tolerate 
imperfection. The concepts are highly important, and their meanings differ depending 
on contexts and situations. Therefore, convergent ways of understanding them are 
easy but not so fruitful. The coronavirus pandemic has shown that people find their 
potential for creativity and entrepreneurship; they find networks and productise their 
competences (skills, attitudes, will and knowledge).  
 
In higher education where students are expected to learn to become experts in their 
field (Siklander & Impiö, 2018), it is important to note how expertise develops. The 
learning of expertise, particularly adaptive expertise, is not a steadily advantageous 
process, but also includes pitfalls and regressions. This happens when there is plenty 
of new knowledge and especially difficult multifaceted concepts.  Knowledge not only 
denotes content but other new people, instructions, technological tools, new processes, 
practices, etc. As a cognitive process, it requires reflection and time. That is why the 
students might feel that they have not learned anything or just a little. The new under-
standing will become part of their existing knowledge over time.  

Reflections may be conducted in many different ways and at different points in the 
process. The reflections at the beginning of the courses are very different from those 
at the end, which is also natural. At the beginning, students have strong expectations, 
and at the end they have experience of the course. Expectations influence learning 
and emotions.  Some may have been disappointed by the course content, because they 
expected it to provide step-by-step instructions on how to become an entrepreneur. 
Those steps can be easily learned by reading websites and other practical information, 
but our courses are based on the learning sciences, and they focus on understanding 
the role of cognitive, emotional and social grounding in entrepreneurship education. 
The expectations affect how students experience learning and what kind of feelings 
are aroused during the course. Emotions seem to be excessive in some reflections. 
Emotions, of course, are acceptable and natural, but they should not dominate learn-
ing.  Recognising evolved emotions, reflecting on the reasons behind them and reg-
ulating them are strategies that students practise while they reflect on their learning. 
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Reflection tells the teacher what and how the students have learned or, for example, 
how their attitude to or understanding of their own abilities has changed.  Through 
reflections, we teachers better learn to know our students. It is important for the stu-
dents to be able to trust that their writings will not be used wrongly or harmfully. As 
teachers, we also obtain from reflections diverse references to how a course can be 
developed in the future. Because the reflections provide information about learning, 
they offer higher-quality and more in-depth information than course feedback does. 
For example, to prevent erroneous expectations, we need to formulate the course de-
scription to be clearer; to explain how we learn together about the phenomena of 
the entrepreneurial mindset. Space must also be given to building a community spirit 
among the students and to supporting self-regulation.  

The students themselves have also found writing about reflections to be beneficial, al-
though challenging, too. Different learning diaries, expert diaries, photograph diaries, 
video diaries or podcasts are examples of ways of concretising a reflection. Instruc-
tions must include criteria that emphasise qualitative factors rather than page length. 
What is the aim of reflection? On what concepts does it focus? What articles or oth-
er literature are utilised in reflection? What experiences are reflected? What kind of 
thinking do people aim to practise? The purpose of the instructions is also to activate 
the student’s previous experiences and knowledge.  It is good to specify the permitted 
range of lengths as well as other technical instructions. For example, the structure of a 
reflection (template) facilitates the exercise.  Reflection can only be learned by reflect-
ing, so each instance of reflection is an opportunity to learn it. 
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What the MindBusiness project gives 
universities?

Katta Siltavirta and Tiina Salmijärvi

During the ESF-funded MindBusiness project, the Oulu University of Applied Scienc-
es discovered a need to get the students to learn the working life skills required for the 
future. The project provided a wonderful opportunity to test different approaches to 
making these skills available to students. During the project, a course called ”Johda-
tus innovaatioihin ja yrittäjyyteen” (Introduction to innovations and entrepreneurship) 
was piloted. The aim of this course is for students to acquire expertise in the working 
life skills required for the future such as innovation, creative problem-solving, multi-
disciplinary teamwork and entrepreneurial skills. 

As a consequence of the pilot development work, the course  “Johdatus innovaatioihin 
ja yrittäjyyteen” was integrated into the studies of each undergraduate student study-
ing at the Oulu University of Applied Sciences (OAMK) from autumn 2020. During 
the course, the students receive a problem to solve from a company or an organisation, 
and they network with entrepreneurs and experts from different fields. The multidis-
ciplinary teams of students learn to develop customer-orientated services iteratively. 
During the iterative development process, the student teams constantly validate their 
own solution and business model in cooperation with the client, i.e. the party setting 
the problem and using the service. The course culminates in the pitching of the solu-
tions.

During COVID-19, through the project pilot we were able to test our own ability and 
that of the students to adapt to a changed situation. The course pilot had already been 
planned to be done online, but the coronavirus still presented its own challenges. The 
students and we teachers adapted to the situation and collaboratively thought up cre-
ative solutions to the problems that presented themselves. It must be said that, at the 
end of the pilot, many things were learned and we at OAMK have some wonderful stu-
dents who already have the ability to throw themselves into something new, to solve 
problems and to be flexible in adapting to new situations. From here, it will be good to 
continue the new course with a larger number of students in autumn 2020.

At the University of Oulu, the early stage of MindBusiness entrepreneur studies has 
been eagerly received, and the studies are supplementing the full range of entrepre-
neurship studies very well. The Business School offers a subsidiary course in entre-
preneurship, and in May 2020 the University of Oulu is also launching a separate 
Micro-entrepreneurship study module coordinated by the Kerttu Saalasti Institute. The 
MindBusiness course (5 credits) serves as an introduction to entrepreneurship, offers 
a practical and concrete way to learn about entrepreneurship, and also the opportunity 
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to consider one’s own readiness and skills for entrepreneurship. If s/he so desires, after 
that the student has the opportunity to continue on to other more extensive studies in 
entrepreneurship. Three sessions  of the MindBusiness course were conducted in 2018 
in cooperation with the Oulu University of Applied Sciences. In addition to these, 
one was also carried out in 2019. At the University of Oulu, early-stage entrepreneur-
ship studies will be provided in 2020 as optional studies for students of all faculties. 
The Faculty of Education at the University of Oulu is responsible for organising the 
studies. In addition to this, entrepreneurship-related content has been integrated into 
degree programmes more systematically than before, both in the Faculty of Education 
and in other faculties of the University of Oulu. 
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Uniqueness for the environment

Eero Karvonen, Elli Laakkonen and Miriam Putula

Rauno Salmela had a dream: To create 
something himself. After a long career 
in paid employment, everything fell 
into place. He found the know-how 
and courage. Bioklapi Oy was born.

At the beginning, the only thing Rauno 
had was an idea: His company would 
be strongly oriented towards the bioen-
ergy sector, which seemed interesting to 
him personally after having been on the 
sidelines for a long time. The idea was 
followed by long-term planning, careful 
calculations and all-around development 
of the idea. Rauno studied thermal entre-
preneurship, pellet manufacturing and 
different locations in Finland and the op-
portunities they offer.

According to the estimates of the Natural Resources Institute Finland, the latest sta-
tistical release on the use of firewood in detached houses for the heating period 2016–
2017 shows that detached houses use 6.9 million solid cubic metres of firewood per 
year. In terms of energy content, it corresponds to 15.3 terawatt hours. According to 
statistics, the logs, split logs and wood chips used in small households cover a total of 
9 per cent of all domestic trunk wood harvested in Finland. Heat production therefore 
takes a significant share of the wood produced in our country. 

Courage to enter the discomfort zone
Around 2011, it was confirmed to Rauno that despite the rumours circulating in the 
area, a well-known pellet manufacturer was not going to open a branch in Pudasjärvi 
after all. It was a perfect opportunity to set up Bioklapi Oy there. Becoming an entre-
preneur requires courage; in many ways, entrepreneurship is a leap into the unknown 
and the uncertain. Before long, Rauno also discovered how the nature of state aid 
legislation in relation to entrepreneurs can create challenging situations.

Around the time of the foundation of Bioklapi, when he had spent all of his own money, 
delays in grants from the Centre for Economic Development, Transport and the Envi-

Name: Rauno Salmela
• Training: Machine automation 

technician
• Work experience: 
 – 10 years Bombardier-Nordtrac 

Oy (technical buyer)
 – 5 years Salcomp Oy 

(procurement engineer)
 – 7 years Kalottikone Oy 

(production manager)
• Bio-energy expert training

Company: Bioklapi Oy  
(founded in 2011)
Field of business: Manufacture of 
wood briquettes from the wood 
waste of a log house factory
Website: http://www.bioklapi.fi
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ronment (ELY) caused Rauno sleepless 
nights. The application for grants had 
been a long process, since the initial de-
cision on getting grants also took time. It 
still took several months after the deci-
sion before the money was in the bank. 
Rauno points out that this can be disas-
trous, especially for small entrepreneurs, 
and that ELY centres need to make effort 
to speed up the bureaucracy. However, 
the situation for Bioklapi was resolved 
with the help of people in decision-mak-
ing roles. Rauno’s case can be consid-
ered as a lesson of how, in the event of 
problems at one level, help can be sought 
from the next level. Rauno would like to 
see more support from society to enable 
as many people as possible to set up a 
company without major risks.

Intentional separation from competitors
Bioklapi is the proper name of both the company and the product it manufactures. 
On the company website (bioklapi.fi), the word Bioklapi is used so often that it will 
definitely stick to the mind of visitors to the website. The name of the product imme-
diately tells the interested buyer what it is: Bio refers to ecology and klapi is a word 
for chopped wood known to all Finns.

A person with many years of experience in business advised Rauno that he should not 
include the word for briquettein the product name. This advice proved to be valuable. 
Bioklapi is a commercial trivial name for the company’s briquette product, and the 
name is used to distinguish its product from other manufacturers’ briquettes in the 
minds of customers.

Keeping on track and asking for help
Courage is also needed to dare to leave your comfort zone. According to Rauno, it is 
especially outside of your comfort zone that it is important to, for example, determine all 
possible scenarios and also to seek help with doing that. This is because things change 
and, sooner or later, there will come a time when entrepreneur “cannot see enough to the 
sides”, causing small signals about things changing to be easily overlooked. It is also im-
portant to avoid financial problems. Today, a significant number of new companies close 
after only a few years in operation. The reason for this should not be financial problems. 
It would therefore make sense for society to look at the percentage of closures, find out 
the reasons for the closures and do something to prevent it from happening.

Rauno Salmela’s Bioklapi Oy is based in 
Pudasjärvi. Photo: Miriam Putula.
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According to Rauno, active networking, i.e. the continuous way in which an entre-
preneur makes himself visible and seeks assistance, support and information from 
colleagues, and correspondingly gives it to others, is very important today. Rauno 
believes that companies are doing too much of their work too alone, which easily leads 
to so-called blinkered vision, which prevents them from seeing things broadly enough. 
This is dangerous for the entrepreneur and may be costly in the future. However, Rau-
no points out that there are still only 24 hours in the day, and networking takes time, 
since screening the right people out of the crowd can be difficult. Young entrepreneurs 
may have a family and many other things to manage, such as home loans, so they may 
not have time for networking. Marketing the company also takes time.

Knowing your strengths and weaknesses
An entrepreneur needs strong know-how in producing a product or service, but when 
you set up a company, it is also important to identify your weaknesses and discomfort 
zones. It is important to have help from outside experts in these areas, as they carry 
considerable risks to people working alone.

First and foremost, a good learner must have the attitude and view of human beings 
that a person is never fully completed. They must realise the fact that society is un-
dergoing a constant technological transformation, which means that traditional job 
profiles and the skills they require are constantly changing. As Immanuel Kant em-
phasised already in the 1700s, the report Future Work Skills 2020 also stresses that the 
focus of the education system should be on developing critical thinking and analyti-
cal capacity. Instead of “pouring information into our heads”, the nurturing of meta-
cognitive (Greek  meta + congitio = after/beyond thinking) skills enables continuous 
learning, a sense of proportion and the ability to critically evaluate the media. Good 
metacognition provides a realistic and current reflection mechanism that helps people 
leverage their strengths and identify their weaknesses. There is a proven strong link 
between metacognitive skills and the entrepreneurial mindset: Metacognition is a re-
source updated based on what the entrepreneur believes to be true of people, tasks, 
functions and strategy. 

Rauno says that his strength is strong machine automation know-how, which has en-
abled him to make his products himself from the beginning. His weakness is shared 
with most other entrepreneurs: Marketing. According to Rauno, this continues to be 
felt and seen, as marketing is a world of its own compared to the procurement work in 
his previous career. Even in Pudasjärvi, there are still people who have never heard of 
Bioklapi Oy. It makes Rauno wonder where he has gone wrong.

Rauno says that today and in many previous years, apart from a print advertisement 
in the early days, he only does marketing through the social media. It is more efficient 
and much less expensive. The social media also make it possible to reach two types 
of consumers, namely those who are directly looking for the product in question and 
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those who become interested in it through another product. According to Rauno, these 
are things that entrepreneurs must master or be able to outsource accordingly. Howev-
er, if they can effectively do it themselves, they will earn quite a good salary.

No compromises on quality and values
Since its founding, Bioklapi Oy has been the only company in Finland to manufacture 
wood briquettes with proprietary technology that is attractive to households. Compet-
ing products come from Russia, Belarus and the Baltic States; there is no other com-
pany in Finland that produces a similar product on the same scale. The product, which 
is largely unknown in Finland, is often compared to these competing products, which 
are manufactured at much lower prices, for example in Russia. Bioklapi is competing 
for quality, for example with combustion characteristics.

Eco-friendly operation is also clearly an important value for the entrepreneur. Rauno 
has decided not to package the product in plastic. Therefore, the amount of packag-
ing plastic used on each pallet is only one per cent of that used by the competitors. 
Eco-friendly operation is not easy. Rauno recognises that it would have been less ex-
pensive and perhaps more sensible to buy a machine for the company that would wrap 
the products in plastic. However, that would be against his values.

Leveraging the location
Eco-friendly operation is reflected in Bioklapi Oy not only in reducing plastic, but also 
in the transportation of the product. Nearly 60% of Bioklapi’s customers live in Uusi-
maa, and the rest are dispersed in other parts of Finland. Bioklapi gets its raw material 
from almost next door, so there is no need to transport “empty air”. Rauno has actively 
networked with local logistics companies, managing to utilise the extra capacity of 
passing trucks returning from other deliveries. This ensures delivery of goods on a 
daily basis and minimises delivery costs. And the trucks can leave Pudasjärvi full.
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  Bioeconomy

Bioeconomy is a new wave of economy aimed at replacing the fossil econo-
my. Bioeconomy utilises renewable resources in a sustainable manner and uses 
clean technologies to recycle natural resources and nutrients while preserving 
biodiversity. Bioeconomy improves state self-sufficiency, making the state less 
dependent on imported energy, such as gas or oil.

Bioeconomy is considered so important for the future that the Finnish government 
has set a bioeconomy strategy for Finland. The goal is a carbon-neutral society 
by 2045. The Bioeconomy Strategy is a project of the Ministry of Economic Af-
fairs and Employment, to which has been attended by a number of stakeholders, 
including the Prime Minister’s Office, the Ministry of Agriculture and Forestry, the 
Ministry of the Environment, the Ministry of Education and Culture, the Ministry 
of Social Affairs and Health, the Ministry of Finance, VTT and Sitra. In addition, 
various bioeconomy stakeholders have expressed their views.

Finland is seen as a pioneer of bioeconomy in the world, since the bioeconomy 
sector already employs 300,000 people in Finland. This is because Finland has 
always lived from forestry; we have come a long way from tar burning and har-
vesting of building materials for wooden ships. At present, the growth of Finnish 
forests is faster than the drain. Of course, the forest industry has had its own 
problems. The forest industry polluted waterways with tillage and forest drainage 
for a long time before it woke up to the problem. The use of clean technologies is 
therefore particularly important. 

Bioeconomy is not limited to the forest industry. It also strives to use renewable 
resources to produce food, energy, nutrients, products and services. In particular, 
ensuring and using clean fresh water sustainably is considered important for the 
future. Bioeconomy will create new jobs in different sectors as economic growth 
accelerates. The goal is to create 100,000 new jobs in Finland by 2025. The 
target is to increase the output of bioeconomy from the current EUR 60 billion to 
EUR 100 billion per year. 

But how can these bioeconomy targets be achieved? Firstly, Finland is invest-
ing in research and education to ensure that there will be sufficient bioeconomy 
experts in the future. Finland wants to develop innovations that will also benefit 
the rest of the world in the midst of the climate crisis. Secondly, the intention is 
to enable a competitive market for bioeconomy and to invest in exports. Thirdly, 
efforts are being made to ensure that the availability and sustainability of various 
biomasses is maintained. This means, for example, taking care of the growth of 
forests in particular. Fourthly, new bioeconomy business and innovations will be 
supported through risk financing. (The Finnish Bioeconomy Strategy, Bioecono-
my, www.bioeconomy.fi, read 19 August 2018)
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Rauno’s experience shows that the debate on bioeconomy is largely conducted by 
those who are not directly involved in bioeconomy, such as politicians and larger en-
ergy companies. Bioeconomy actors are more often founds at grass-roots level, and 
their voices are not much heard or reported. 

Rauno is an example of the kind of sustainable development companies that bioeco-
nomy is desired to create. He has a product developed by himself, which is produced 
using leftover wood from the wood industry. The packaging is as ecological as pos-
sible, and the logistics are handled using empty trucks travelling south anyway. The 
company also employs others.

The desire to expand operations
Just like any successful entrepreneur, Rauno Salmela wants to expand Bioklapi Oy in 
the future. Raw material potential and spare capacity are available. Demand has in-
creased by great strides, but there is a desire to increase it further. For example, could 
customers be found among summer cottage owners who are not interested in chopping 
firewood? On the other hand, demand in Pudasjärvi, where the company is based, 
has not increased, which may be explained by the fact that consumers there are still 
quite self-sufficient. Like Bioklapi, other local entrepreneurs also sell their products 
elsewhere. However, Pudasjärvi faces the same challenges, i.e. the population is aging 
and wants to continue to live at home. Here Rauno sees an opportunity for Bioklapi: 
It could support living at home by delivering heating fuel to the customer’s home. 
However, for that, Bioklapi would need to partner with a timber maintenance service.

There is also a lot to be done in marketing. Rauno would like to develop the operations 
of his company so that the company has a certain number of trusted workers in charge 
of physical production, allowing him to focus on paperwork, marketing and ensuring 
customer satisfaction. At the moment, too much of his time is spent on production, 
and his days are long during the season. However, Rauno is pleased to continue in his 
dream job. He gets to do things the way he wants to.

Conclusions
According to our entrepreneur story, the process of setting up a company and becom-
ing an entrepreneur is a process that has been considered, planned, developed and cal-
culated for a long time, even years. Rauno Salmela worked as an employee for many 
years to gain experience. At the same time, he independently sought knowledge for 
his future company. Rauno sees such activities as an important factor in setting up a 
company and becoming an entrepreneur. You often hear about the idea that people are 
born entrepreneurs or become an entrepreneur without a great deal of experience or a 
long period of reflection. Of course, this can happen, but often the years of experience 
are found, for example, through a hobby started as a child. The long planning period 
of Rauno’s company and his amassing of experience may serve as a healthy constraint 
for reckless and daring budding entrepreneurs, but for more cautious people, they may 
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form minor obstacles to courage. On the other hand, many entrepreneurs have not 
worked a day in paid employment, so it is also possible to become an entrepreneur 
without years of experience as an employee.

In our group, the entrepreneur story also inspired respect for how the entrepreneur 
acts based on his values – and especially green values, which are important to many 
today, including us. Rauno has, for example, decided not to pack the product in plastic. 
It is not always easy to act based on your values, as it is not automatically supported 
by other parties. Rauno himself acknowledged that the use of plastic would be more 
sensible and less expensive, but it would be against the green values that are important 
to him. Fortunately, however, there are also consumers who consider these values 
important, want to support production that abides by them and also show concrete 
appreciation of acting in accordance with these values. We see this as a great example 
of how our values should not, and even need not, be abandoned, and that business can 
be successful even if the general public does not consider those values to be the most 
important. As entrepreneur Satu Rämö said: “There is always someone who is inter-
ested in the same values as you. Among those interested, there are also those who are 
prepared to pay for the things you want to do and can do.”

Rauno’s account of the bureaucratic challenges faced by small entrepreneurs in Fin-
land also resonates with the experience of members of our group: Strong stress tol-
erance is required because the economic situation of the entrepreneur is not stable in 
the same way as that of employees; sometimes it is necessary to weigh significant 
investments and the correct timing of cash on the account in order to avoid financial 
ruin. And we can agree with Rauno that bureaucracy should be reduced as much as 
possible on the state side because, in the near future, many people will in any case end 
up as sole proprietors due to the technological revolution, and by then at the latest, 
the legal bureaucratic burden and access to benefits should be as equal as possible for 
entrepreneurs and employees.
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Unique experiences for everyday life

Heidi Hautala, Al-Rubaye Mustafa, Heli Paaso-Rantala and Vilma Paakkinen

 “The company started purely from need 
when people kept constantly asking if I 
could come and teach."

We visited Petri Alakiuttu and his 
company Erä-Pata Elämyspalvelut in 
a natural setting at the Taskila Marina 
in Oulu for some wilderness cooking. 
We got to hear the winding story of Al-
akiuttu’s entrepreneurial path and its 
different stages. Alakiuttu’s path led him gradually to entrepreneurship through 
his hobbies. Petri Alakiuttu delivers unique experiences for his customers by of-
fering, among other things, wilderness cooking in summer and seal watching in 
winter. During the interview, we got to try our hand at cooking on an open fire. 
This time, the menu included elk burgers and elk rolls. 

Background of the entrepreneur
The producer of Erä-Pata Elämyspalvelut experience services, entrepreneur Petri Al-
akiuttu, became an entrepreneur in 2011 after other entrepreneurs requested wilder-
ness cooking courses as ancillary services to their own business. Alakiuttu has been in 
the restaurant industry since he started his catering studies in Rovaniemi at 16 years 
old. Before setting up the company, Alakiuttu had time to work as freelancer in bars 
in, for example, Kouvola and Oulu. Alakiuttu studied wilderness cooking for a year 
before going to Russia to work as a fishing guide. A fishing guide advises and guides 
fishermen to the best fishing spots. Depending on the group, the guide also prepares 
food and makes coffee. After returning to Finland, Alakiuttu continued in the restau-
rant sector and set up his own company in 2011. The company’s original goal was to 
provide experience services alongside Alakiuttu’s own work. According to Alakiuttu, 
the company has been constantly evolving, and in 2013 after the municipality contact-
ed him, Alakiuttu began to run Merihelmi, a seaside restaurant in Kuivaniemi, as his 
main occupation. At present, Alakiuttu is managing both companies. 

“In a way, one carries the other all the time, since we now  
have a large kitchen where I can prepare the ingredients  

before going out to cook.” 

Name: Petri Alakiuttu

Company:  
Erä-Pata Elämyspalvelut

Field of business:  
Tourism and catering

Website: http://www.erapata.fi
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According to Alakiuttu, compared to the beginning, the work has become easier, and 
nowadays Erä-Pata is equipped to cook for large numbers of people.

“Everything has its own challenges and every job has its own points of 
interest, but it keeps the mind active when you get to do it.” 

Petri Alakiuttu  
being interviewed  
in summer 2018. 
Photo: Hautamäki, 
Al-Rubaye, Paaso-Ran-
tala and Paakkinen.  

Due to the forest fire 
warning, the entrepre-
neur had to find an al-
ternative way to cook 

the food. With years 
of experience, an 

entrepreneur learns 
to be prepared for 

unexpected situations 
and issues.  

Photo: Hautamäki, 
Al-Rubaye, Paaso- 

Rantala and  
Paakkinen.
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Season to season
Erä-Pata Elämyspalvelut has three seasons: The seal season is in spring from the 
break-up of ice to the end of May. In summer, Erä-Pata is kept busy with wilder-
ness hiking and wilderness cooking. In August, the activities mainly revolve around 
hunting tourism, which continues until the freezing of the waters and the end of the 
hunting season. Restaurant Merihelmi is active all year round, giving Alakiuttu and 
his family an income after the activities of Erä-Pata wind down. “However, Merihelmi 
has largely the same seasons. After 15 January, it also gets quiet there. The quiet pe-
riods are spent developing the activities of Merihelmi and Erä-Pata. In February, with 
the winter break, Merihelmi is expected to be busy, which will keep Alakiuttu and 
his family hopping. The ice-fishing season in the spring also creates business for the 
seaside restaurant. The activities of both Erä-Pata and Merihelmi are strongly linked 
to the season. 

The life of an entrepreneur is not always easy, and also involves tooth-grinding. Ac-
cording to Alakiuttu, the activities of Erä-Pata still feel like a vacation. “I can do what 
I want, when I want to.” Indeed, entrepreneurship is based on the entrepreneur loving 
what he does. Alakiuttu says he loves both cooking and being in nature. In his opinion, 
the greatest challenge is the seasonal nature of the work, which is why it is important 
to balance everyday life between the quiet and busy periods. In the busy times, Alak-
iuttu puts enough money away to survive through the quiet season. When you have 
worked as an entrepreneur long enough, you know how to prepare for the high season 
and the quiet periods in good time. 

The business idea and its implementation 
Setting up the company started from an external need. Since Alakiuttu already had a 
boat, hunting supplies and cooking equipment due to his hobbies, no additional loan 
was needed to start operations. The threshold for customer-oriented entrepreneurship 
was low from the outset, as working with people and going hiking is easy and natural 
for Alakiuttu. 

The aim of the business is to create unique experiences for customers and to be as 
self-sufficient as possible, because the money earned from the activities will go to-
wards updating and increasing equipment and to organising different events. On 
Erä-Pata’s wilderness cooking courses, everyone can participate in cooking as equal 
individuals, and a task is found for everyone. It is easy to handle the preparations 
for wilderness cooking in Restaurant Merihelmi’s kitchen. When Petri Alakiuttu was 
asked how he sees the future of the company in five years’ time, the reply came quick-
ly. The entrepreneur’s dream is to make the operations of Erä-Pata full-time and year-
round, and plans have already been made to make it reality. It is difficult to implement 
plans for the future alone, so partners are needed. For example, cooperation with sev-
eral accommodation providers could be a good mode of operation. Networking with 
other companies is a very important way for small entrepreneurs to make their voice 
heard and services known. 
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In most cases, the expansion of the company’s operations has been driven by practical 
needs. Things that are mundane for the entrepreneur have been sold to customers as 
experience tourism. Alakiuttu said that people have hunted seals in Kuivaniemi for a 
long time, but for many customers being able to see and photograph seals is a unique 
experience. 

The main focus of seal spotting is currently on hunting. When hunting, nets are put 
in the water to catch some fish at the same time. So-called nuisance seals come to the 
nets and are then hunted. In general, seal skins always go to the customer. Whether the 
seal meat and the blubber, or train oil, go to the customer or are used by the company 
is decided on a case-by-case basis. There is no hunting during normal fishing trips; 
the focus is on what the customer has ordered. A normal fishing trip may involve, for 
example, trolling in different locations or spinning. In many cases, fishing nets are 
incorporated in both fishing methods. 

“Since we fish the products we sell ourselves,  
when Baltic ringed seals swim past the boat only four meters distant,  

it is exotic to some and mundane to us.”
 

Similarly, ice-fishing was added to the company’s operations based on customer re-
quests. Alakiuttu has been involved in ice-fishing and other fishing activities for a long 
time, so he already had the necessary equipment. Thanks to his extensive hobbies, 

They say good things are worth waiting for, and that sure tasted great! The home-
cooked meal was topped off by berry juice made by the Alakiuttu family, which was 
just the right mix of tart and sweet. Photo: Hautamäki, Al-Rubaye, Paaso-Rantala 
and Paakkinen.
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Alakiuttu has found it easy to add various services to his company’s operations. In 
hunting tourism, for example, the customer hunts for birds, and in photography hunt-
ing, the birds are only photographed. A new service has also been tried with the “Make 
your own hunting video” concept, where the creators of the video come from outside. 
Erä-Pata’s task is to act as a guide in the forest and mark locations. 

Entrepreneurial background
Petri Alakiuttu’s inner spark for entrepreneurship started in the footsteps of his parents, 
even though they did not have business operations. Alakiuttu says his parents moved 
to Sweden for work and travelled to wherever work was available. He says that it is a 
certain type of entrepreneurship to get your life in order by going around and working. 
Petri Alakiuttu learned from his family that you cannot get by if you will not work: 

“Entrepreneurship is a sort of the same in that you must go  
where there is work and do what you can. But my family probably 

taught me that you can’t get by if you don’t work.” 

When Alakiuttu set up Erä-Pata, his brother was involved in the operations. Later, 
his brother moved to Kemi to run a camping area. Petri Alakiuttu has never had to be 
a purely sole entrepreneur. After the operations expanded to Merihelmi, Alakiuttu’s 
family has also helped more: The family works in one seaside restaurant and helps 
with other activities. On Erä-Pata excursions, Alakiuttu is usually alone, unless it is a 
larger gig. 

When Petri Alakiuttu started the Erä-Pata Elämyspalvelut experience services, he was 
aiming to do what he enjoys. He especially enjoys the freedom to cook wilderness 
foods that he learned to cook as a young boy. “I love this cooking and being in nature, 
everything is based on that.” Alakiuttu feel that the greatest challenge of entrepreneur-
ship is its seasonal nature. According to the Alakiuttu, it is challenging when there are 
many customers at a certain time of the year, while it can be much quieter at other 
times. “The good thing about this is that the same customers who are used to visiting 
often want to come again.” According to Alakiuttu, entrepreneurship is not always 
easy. Alakiuttu says that uncertainty about the future is difficult. According to Petri 
Alakiuttu, an entrepreneur does not need to be the best, but he must be good at his 
profession. Entrepreneurs must be able to tolerate stress, be persistent and able to reset 
their brain. 

According to Alakiuttu, entrepreneurship does not have to start off at a large scale, and 
can start slowly instead. According to Alakiuttu, entrepreneurship gives its own free-
dom to do just about anything, and he considers that important. It was easy for Alak-
iuttu to include clients in his hobby because he likes spending time in nature with oth-
ers. He finds the trips with clients similar to taking a friend on a hiking trip with him. 
Alakiuttu points out that safety issues are naturally differently present when you go in 
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the forest with customers compared to being there with a group of friends. Customer 
safety is always a priority. A separate safety document is written for each trip to record 
various safety issues and, for example, the customers’ basic health issues, which first 
responders need to know. The safety document also gives a detailed overview of what 
could happen during the trip. Customer safety is always a priority. 

Juicy elk burgers and spring rolls
When we learned the identity of our entrepreneur at the first lecture, we discussed how 
great it would be to get to try wilderness cooking during the interview. Petri agreed 
to our request, and we chose the Taskila Marina as the location for the interview and 
cooking. On the day of the interview, it had been very dry and the forest fire warning 
was still in force. At first we wondered whether we could even cook anything. As an 
entrepreneur, Petri is used to solving different problem situations, and this was no 
different. Instead of an open fire, we cooked on a charcoal grill platform that Petri 
brought so that the fire could not spread anywhere and instead remained under control 
all the times. Petri brought with him all the necessary cooking equipment as well as 
ground elk and pork, spring rolls made with elk meat and seasoning. While the grill 
was heating up, one of our group, Heli, got to season the ground elk and mix it for the 
patties. After some time, when the coals were just perfect, Mustafa continued where 

The view was alright and the weather favoured the cooking crew.  
Although the day was beautiful, the Taskila Marina was almost devoid of people. 
Photo: Hautamäki, Al-Rubaye, Paaso-Rantala and Paakkinen.
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Heli left off and shaped the minced meat into large patties. While the patties were fry-
ing in the pan, we learned many important things about the requirements for making 
great food: The pan should be on low heat, and the patties do not need to be turned 
several times during frying and should never be pressed! Generally, it is best to turn 
the patties when liquid that looks like blood seeps out. When the patties were done, 
we heated the buns and made a dressing for the burgers. We assembled the meal, and 
it was good! The experience was enhanced by the sunny, albeit very windy weather, 
and the pleasant harbour of Pateniemi. Eating an elk burger while enjoying the sun and 
listening to the gulls scream was a real experience. 

Experiences of wilderness cooking
After our first wilderness cooking course, it is easy to understand their popularity and 
why Petri Alakiuttu started his company back in the day. At first, we as a group thought 
that Petri would do everything, that is, cook and prepare the ingredients and basically 
make food for us. We also wondered how he could set up a business like this, when it 
is nothing new in itself. But after the wilderness cooking experience, it was clear to us 
why people want the service and why they come back. With urbanisation, more and 
more people live in cities also in Finland. We spend less time in nature than we did just 
a few decades ago. Alakiuttu’s company offers the opportunity to try wilderness cook-
ing, fishing and hunting safely, even without any previous experience. The fact that we 
got to spend an afternoon in fresh outdoor air was a welcome change from everyday 
life. It is nice to spend time and learn new things in good company and fresh outdoor 
air. Many of us had never cooked food in this way, and being able to participate in the 
cooking was nice and rewarding. Alakiuttu told us that on wilderness cooking courses, 
every employee of the customer company is equal and can participate in the cooking 
regardless of their status in the company hierarchy. Food cooked together is better and 
more satisfying – both mentally and physically. We found it very interesting to learn 
more about the entrepreneur’s story and the different stages of his entrepreneurship. 
Doing so in an authentic environment was natural, and we got to experience what a 
unique experience it was to do something as commonplace as cooking in nature. Na-
ture adds a special something to the cooking, and we were lucky to have fairly good 
weather. 

Analysis 
Petri Alakiuttu emphasised that an entrepreneur cannot get discouraged, but must in-
stead boldly try and find ways to overcome difficulties. For your own well-being, it 
is important to do what you enjoy. Studies confirm that positive motivation makes 
it possible to achieve goals. Without enthusiasm and motivation for the work, it is 
really difficult to make a company successful. Few people can even invest the time, 
because it takes a great deal of time, especially when starting out, to make a company 
successful. A large number of companies are born of dreams, with some kind of goals 
and objectives. When shifting to entrepreneurship, the product or service must usually 
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be tested with a small group of people. There was no need to do such testing at the 
beginning of Alakiuttu’s enterprise, because the services were created to meet a need. 
Even before that, he had, for example, gone fishing and hunting with groups of friends, 
so with increased demand, the threshold for setting up his own company was low. 

Although education or training is not a prerequisite for becoming an entrepreneur in 
a particular sector, it is highly desirable to get some training. Petri Alakiuttu had both 
training and plenty of experience in the restaurant sector before setting up the compa-
ny, so he knew the industry well. When a company is set up, knowledge of the industry 
is essential to make the company profitable and successful. Training has been found to 
give entrepreneurs self-confidence, so that they do not have to make decisions on the 
basis of intuition alone, but rather on the basis of knowledge and background informa-
tion. Petri Alakiuttu said during the interview that the entrepreneur – or any employee 
– does not need to be the best at what he does. He just needs to be good enough. Satu 
Rämö (Rämö et al., 2017) came up with a business idea when sitting in a hot spring 
in Iceland: She would write a travel guide for Iceland. Rämö had no experience with 
writing travel guides, though she had written press releases for companies and edited 
a staff magazine. However, Rämö knew a great deal about tourism and the things that 
tourists are interested in. Rämö also invented several ways to make more money in 
addition to writing the travel guide. Among other things, Rämö decided to write about 
Iceland for Finnish and foreign newspapers and magazines and to offer various author 

The cooking of an elk burger was a multi-step process. Each group member  
participated in the cooking process. The meal was topped off with juice made  
by Petri, served in kuksa (guksi) cups.  
Photos: Hautamäki, Al-Rubaye, Paaso-Rantala and Paakkinen. 
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interviews. Petri Alakiuttu knew a lot about regular cooking and wilderness cooking. 
He did not have to think about whether he could do something. In addition, he found 
it easy to create services that were already his hobbies to the company. Alakiuttu was 
also able to combine his company with various ways of making money: The seal 
watching and hunting trips bring money when there is no demand for wilderness cook-
ing courses. Alakiuttu is an avid fisherman, and although seeing seals is mundane for 
him, he knew that this was not the case for everyone, and that for some, just seeing 
seals can be a completely different experience than it is to him. 

In her book Unelmahommissa (“Dream job”), Satu Rämö tells how sometimes ideas 
are born and carry far, while sometimes ideas that seem good at first may die before 
anything comes out of them. Sometimes, however, experience is what teaches whether 
an idea is worth it or not. Petri Alakiuttu also used to offer the opportunity to pho-
tograph birds during hunting trips. He even organised accommodation for German 
tourists for the filming of forest trips. However, due to the small numbers of German 
tourists, he decided to stop providing the service. 

Dreams and passion often create a mission and vision for the company, and at least 
in the case of Petri Alakiuttu, this is absolutely true. Alakiuttu has been working with 
his company for seven years. Before that, he worked in the restaurant sector since 
the age of 16, and he did not show any sign of boredom or dissatisfaction. Alakiuttu 
seemed at home while he held the wilderness cooking course for us, exuding a sense of 
tranquillity, and all of his gestures and actions were very natural. Alakiuttu mentioned 
several times that you have to love your work to be able to keep doing it. He clearly 
enjoys his work and is passionate about cooking. His passion is also the mission of 
the company: To offer experiences to others in the form of cooking and seal watching. 
All his services are related to nature, because he is used to moving in nature. In a way, 
Erä-Pata Elämyspalvelut is a dream for Petri Alakiuttu, even though he did not set up 
his business to follow his dream. Based on Alakiuttu’s words, the company is doing 
well and can also get through difficult times. The whole company is moving on its own 
impetus, and everything seems very straightforward to outside eyes. Perhaps a dream 
job can be achieved without a real or concrete dream, as in the case of Alakiuttu. 
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https://urly.fi/11Cbhttp://www.era-pata.fi/

Pete and entrepreneurship 
https://urly.fi/11Jn

Pete and what entrepreneurship 
has given 
https://urly.fi/11Jm

Pete and hunting 
https://urly.fi/11Jl

Pete and major events 
https://urly.fi/11Jk 
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Prevailing through difficulties  
– Heidi Kumpumäki’s entrepreneur story

Sebastian Hämäläinen, Laura Lähteenoja, Julius Nurmenniemi  
and Henna Parviainen

Heidi Kumpumäki originally got the 
idea for LapLay, or a lap desk for a 
laptop computer, in 2010. The idea of a 
lap desk is not new, and similar prod-
ucts are available on the market, but 
LapLay offers a high quality product 
that can be customised to the custom-
er’s personal taste, for example with 
the fabric used in the upholstery. 

Heidi Kumpumäki a 46-year-old entrepreneur from Oulu. Kumpumäki is studying 
financial administration at a university of applied sciences and has completed entre-
preneurship studies at the Kemi-Tornio University of Applied Sciences and upholstery 
training. Kumpumäki says that she studies to learn things that she does not already 
know. They are essential to the operations of the business, such as setting up a website. 

LapLay started with a zero budget, so 
Kumpumäki’s work experience and 
training in the business sector and her 
extensive networks were a great help in 
marketing and developing the product. 
Kumpumäki believes that for a new en-
trepreneur with limited resources, per-
severance in the face of difficulties is an 
important characteristic. Kumpumäki 

Heidi Kumpumäki demonstrates  
the use of the lap desk.  
Photo: Sebastian Hämäläinen. 

Name: Heidi Kumpumäki

Company: HeiDidi

Product:  
Lap desk for a laptop, LapLay

Field of business: 

Website: https://www.heididi.fi/
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has been surrounded by entrepreneurial people from an early age, and she believes that 
this has given her the necessary qualities for an entrepreneur. Kumpumäki has faced 
many challenges in life and with her company, but her attitude has helped her prevail 
through difficulties. LapLay does not give Kumpumäki full-time employment yet, but 
she hopes that this will change in the future. 
 
Creation of HeiDidi
Heidi Kumpumäki got the idea for LapLay’s product during a difficult time in her 
life. In 2010, Kumpumäki was on sick leave due to depression and was stuffing sau-
na pillows in a rehabilitation centre. Many new ideas are born half by accident, and 
that was also the case with Kumpumäki. She noticed that modifying the sauna pillow 
she was stuffing would make a great lap desk for a laptop computer. Inspired by the 
idea, Kumpumäki developed a sewing method for the product and, encouraged by her 
friend, acquired utility model protection for the product. The utility model protection 
was granted, but later expired because she could not afford to renew it at the time. 
Kumpumäki continued making lap desks as a hobby and gifted them to her friends and 
acquaintances, as they were in demand and popular in her immediate circle. However, 
after some time, she completely paused the making of lap desks with the reasoning 
that not many would sell anyway. 

Still, Kumpumäki did not give up, and she went to Osuuskunta A. Vipunen, a co-
operative that supports inventions. The cooperative had faith in the product, which 
inspired Kumpumäki to ask a business advisor for help with business planning, but 
she was told that business with the product was not yet profitable. This setback did not 
discourage her either; it inspired her to enter into the Kickstart competition, where she 
placed in the top ten. During the competition, the lap desk attracted the attention of 
the teachers, and they suggested that Kumpumäki complete business incubator studies 
on that basis, which she did. During her business incubator studies, she went over the 
business idea with her friend, and the idea of once again trying to get this thing off 
the ground matured. Finally, on 17 January 2018, Kumpumäki founded the company 
name HeiDidi and started the company part-time with a zero budget, investing only in 
the website, the company’s start-up costs and the manufacturing costs of the product. 
At the moment, she has a stable life situation, and the company is still quite in its in-
fancy. Everyday life involves manufacturing and developing the product, marketing it 
online, updating the website, other entrepreneurship-related activities and, above all, 
learning new things. The aim is to get the lap desk into the larger market and to employ 
herself on a part-time or full-time basis in her own company.

The journey to entrepreneurship
Heidi Kumpumäki’s journey to entrepreneurship has had many twists and turns. Al-
though the idea itself came about in 2010, it can be said that the journey started long 
before that, because many earlier life experiences created the capacity for entrepre-
neurship. Kumpumäki’s entrepreneurial characteristics started to take shape in her 
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childhood. The grandparents who largely raised her played a major role in it. Her 
grandmother urged her to start her work early in the morning, which made Kum-
pumäki a morning person. In the morning, she wakes up early, already thinking about 
what she could do for her company today. In addition, her entrepreneurial spirit was 
bolstered by the fact that her grandfather was a farmer and, when she was there in sum-
mer, she got to observe his entrepreneurship at close range. In those times, the idea of 
entrepreneurship was imprinted in her mind: “No one is there to tell you to go to work, 
so you just have to do the work.”

Different training programmes and previous jobs have also increased her capacity 
for entrepreneurship. Kumpumäki has been able to observe the life of entrepreneurs 
when working in a flower shop, a service station and a jewellery shop. She complet-
ed entrepreneurship courses in her youth because the idea of entrepreneurship has 
been with her for a long time. She has completed an English-language EU project 
advisor course at the Centre for Continuing Education at Åbo Akademi University, 
entrepreneurship studies at the Kemi-Tornio University of Applied Sciences and 
upholstery training, and taken business incubator studies. All of these have prepared 
Kumpumäki for entrepreneurship, but her characteristics have been an important 
part of it, with persistence and patience playing a major role. The characteristics 
supporting entrepreneurship have driven her forward despite difficulties, such as 
depression and back surgery. Challenges have also been brought about by having to 
learn a lot of new things, such as making websites and other entrepreneurship-relat-
ed issues, but Kumpumäki’s great desire to learn new things has made these chal-
lenges meaningful, and she believes that learning new things is one of the best things 
in entrepreneurship.

Sole entrepreneurship:  
Expertise and the importance of a support network
Studies show that the entrepreneur’s education contributes to the success of the com-
pany. The educational background of the entrepreneur provides skills for a wide range 
of aspects of entrepreneurship. Studies have linked education and training with per-
sonal development, which is reflected in the systematic approach to the search for 
information and the ability to delve deeply into things. Kumpumäki’s willingness to 
learn has been the driving force behind her company.  

In addition to studies, personal interests and hobbies are important starting points for 
entrepreneurship. Heidi is interested in all kinds of handicrafts in addition to sewing 
lap desks. Heidi does crotchet at home, grows flowers and gardens at her holiday cot-
tage. The founder of Facebook, Mark Zuckerberg, has said: 

“If you just work on stuff that you like and you’re passionate about,  
you don’t have to have a master plan with how things will play out.” 

(Mikkola & Tervonen, 2017, 4). 
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Also in the case of Kumpumäki, entrepreneurship started from her skills and handi-
craft hobbies.

Friends have also played a key role in Heidi’s entrepreneurship and product market-
ing. Initially, Heidi’s good friend’s faith in the product served as a springboard for en-
trepreneurship and for getting utility model protection for the lap desk. The inventors’ 
cooperative A. Vipunen also believed in the lap desk Heidi had developed. At first, she 
made lap desks for friends and relatives. Acquaintances have also been an important 
target for marketing when selling a new product with a small budget. Friends have 
helped with many things ranging from taking product photos to creating a slogan. In 
sole entrepreneurship, comprehensive networking is important. Heidi’s support net-
work has also given her faith in herself and her idea.

Prevailing through difficulties
Heidi says the challenges of her company are related to marketing. It is true that 
marketing a company is challenging. Micro-entrepreneurs can find it difficult to get 
visibility with low-budget marketing, as large chains take over Google AdWords 
and Facebook. They have different resources, and the price at which even a small 
business could get visibility has been raised high. This is stated by online eyewear 
shop entrepreneur Matti Hietanen on the yrittäjät.fi website (16 August 2018). Hei-
di’s product is not a new invention, but Heidi stands out from other products with 
quality, sustainability and ecological focus. All materials of Heidi’s product are re-
cyclable, and the lap desk can also be repaired. User experiences highlight the fol-
lowing aspects:

“I ordered a lap desk with my own fabric. I am very satisfied with t 
he quality and practicality of the product. I warmly recommend it.  

Our family uses the lap desk to work with a laptop and as a travel table  
for the children on long car journeys.”

What is also ideal about LapLay is that it is a hand-made and Oulu-based product. 
Responding to customers’ wishes, such as the choice of fabric, also has a positive 
effect on customer satisfaction. Indeed, strong themes of success in entrepreneurship 
seem to include distinguishing from other players in the same sector and responding 
to customer needs.

Companies that respond most quickly to an unsolved problem have an edge in the 
competition between companies. This requires a huge amount of rapid learning when 
tackling a problem. In general, there is a great deal of competition between start-ups. 
Heidi has created a solution to a problem through her own idea. There are no compa-
rable sole entrepreneurs for the same product. Heidi has been an entrepreneur since 
January 2018. However, the idea of entrepreneurship has been maturing since 2010, 
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when Heidi first got the idea of the lap desk. Since then, the planning of entrepreneur-
ship has involved many different stages, which have naturally been linked to Heidi’s 
own life situation. Sometimes entrepreneurship has been on a break, and at other times 
it has included more active periods. In 2016, Heidi had a back operation, making it 
impossible to do upholstery work. 

Heidi has suffered from depression. A study by the universities of California, Berke-
ley and Stanford in 2015 examined the mental problems of entrepreneurs and their 
number relative to the rest of the population (Helaniemi, Kuronen, Väkeväinen, 2018, 
163).  In the survey-based study, 72% of entrepreneurs said they feel a certain de-
gree of concern for their mental health. 30% of the entrepreneurs reported having had 
depression and other mental health problems. It has not yet been determined which 
comes first, mental health problems or entrepreneurial orientation. However, the same 
study concluded that mental health problems are not necessarily the result of entrepre-
neurship, but can also contribute to the fact that a person is suited to entrepreneurship. 
People who have or whose loved ones have had mental health problems may have 
developed skills and qualities that promote creativity, the ability to tolerate uncertainty 
and problem-solving skills.

A storing rack is being designed for LapLay lap desks. This would allow the LapLay 
to be marketed to hotels and conference centres. In addition, Kumpumäki went in 
search of a partner in the interior decoration shop in Balmuir. The idea was that Bal-
muir could perhaps develop its own version of the lap desk with high-quality leather 
upholstery. However, Balmuir replied that they are not currently interested in adding a 
lap desk to their product range. Nevertheless, no one knows what the future will bring.

The LapLay lap desk. 
Photo: Sebastian 
Hämäläinen.
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Attitude counts
What do all successful people have in common? What is an essential part of every 
success story? Attitude, of course! It is a common theme that is reported by successful 
people and lifestyle coaches. “Fake it till you make it” is not a common saying for 
nothing. If you do not believe in yourself, who will? If you believe in yourself, it is 
much easier to create lots of meaningful stories and new stars.

There is no shortage of effort in Heidi Kumpumäki’s company. She has set goals for 
herself and for her company in an exemplary manner, which again signals that she 
has the right attitude. She has a precise plan for what she is aiming for. Personal goals 
create purpose for work and make things easier to achieve. It is also easier to get out 
of bed in the morning when the goals for the day are clear in your mind. The most 
important aspect for these personal goals is their relevance to the person in question, 
and Kumpumäki has clearly found a passion for her company, HeiDidi.

Kumpumäki said that she wanted to collaborate with the interior decoration shop Bal-
muir, and this was an absolutely wonderful goal. Although at present, Balmuir did not 
feel the need add a lap desk to its range, Kumpumäki will not be discouraged, but will 
continue to try and keep aiming high. Perhaps some day, Kumpumäki’s lap desks will 
be seen in Balmuir shops. However, Kumpumäki knows how much work is needed to 
achieve major goals and has set herself good milestones. For example, she will take 
part in a handicraft fair in 2019. Kumpumäki is clearly also a person who can achieve 
her goals. This is reflected, for example, in how Kumpumäki has taken the opportuni-
ties offered by social media and the wonderful world of the Internet in general with a 
professional attitude.

How to motivate yourself?
For many people, the problem is self-motivation. It feels like life lacks direction and 
a destination. If life is just about spinning in place and wondering, your achievements 
may also be very small. Some studies indicate that a lack of goals may have a negative 
impact on the quality of life of people with severe illnesses. However, self-motivation 
does not seem to be a problem for Kumpumäki, though she described herself more as 
a person who works better alone than as a member of a group. When others are just 
getting up, Kumpumäki is already far along her daily to-do list. It is clear that at least 
in Kumpumäki’s case, the theory of the benefits of goals is accurate.

Although it is work and work must be handled with a certain degree of seriousness, 
it is also very important to remember to take it easy. Nobody has the energy to keep 
working all out if they take it too seriously.  In her interview, Kumpumäki showed how 
she achieves results as an entrepreneur, but still has a twinkle in her eye. This was re-
flected, among other things, in Kumpumäki’s sunny disposition and nuanced humour, 
which clearly also supports the literature on the subject.
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People like to spend time in their comfort zone. There is nothing better than sleeping 
in on a Saturday morning and sipping freshly brewed coffee while watching TV. Life 
is a treat when you are not in a hurry. However, Kumpumäki raised a very good point 
about the discomfort zone and how, sometimes, it is very healthy to test your limits. 
An individual develops when she is not constantly in her comfort zone, but instead 
dares to challenge herself. It is also a very important part of daily life and certainly 
opens many doors that would otherwise have been left closed. The reward is, howev-
er, a broader view of the world and often also an almost reborn person, in which case 
it has certainly been worth all the effort.

Grit and perseverance are traditional Finnish traits. At least, they are very strongly 
present in the image of Finns. However, how many of us can actually say that they are 
a gritty or persevering? It is easier said than done. In the interview, however, Kum-
pumäki clearly exuded grit and perseverance. During the interview, she also spoke 
about her grandmother, with whom she worked long days in the garden even as a 
child. It has seemed to give Kumpumäki a great work ethic and particularly the pa-
tience and diligence to continue to pursue her dreams.

Learning new things is also nothing new to Kumpumäki. If she does not know some-
thing, she finds out or at least finds someone who can help her forwards. Learning new 
things is a very important part of entrepreneurship and success in life in general. It 
also makes it easier for an individual’s ideas to be brought into practice. An individual 
must move forward to achieve his or her goals. Every person has a story to tell and 
knowledge to teach, so if you can listen very carefully, you may be surprised at how 
many new things you can learn from ordinary encounters with friends and strangers. 
Kumpumäki does not seem to be afraid of learning new things. On the contrary, she 
described herself as a person who “likes to learn new things all the time”. Kumpumä-
ki’s experiences probably match the theory, as she seemed to consider learning new 
things as something positive. New issues, such as new data protection regulations, are 
not frightening, but instead are tackled fearlessly.

In addition to learning new things, new proposals in general can be frightening, at least 
at first. However, they must be seen as opportunities and not as threats. In the inter-
view, Kumpumäki said that she feels that you must be open to new proposals. This is a 
very important characteristic for an entrepreneur because, as with the entrepreneurial 
attitude, it is important to keep your eyes open. Great new opportunities can come 
from anywhere, if you can only look at them in the right way. You never know when 
the next million euro idea will come up.

Reflection 
Entrepreneurship has been closely linked to Heidi’s life stages. Heidi adopted an 
entrepreneurial attitude already as a child when her grandmother assigned her dai-
ly chores. This attitude put Kumpumäki on the train to entrepreneurship, and that 
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train is not about to stop anytime 
soon. Entrepreneurship is about 
much more than just practical 
activities. Entrepreneurship is 
an attitude and a state of mind. It 
is important for people to learn 
a more entrepreneurial attitude, 
because it gives people the cour-
age to pursue their dreams.

Kumpumäki already sought out 
entrepreneurship studies in her 
early twenties and gained expe-
rience in sales work. In addition, 
she already had handicraft skills. 
These acquired competencies 
and skills in turn enable Kum-
pumäki to achieve her dreams.

For Heidi, becoming an entre-
preneur started with the product 
idea. Heidi had encountered a 
problem that required a solution. 
Unlike many others in the same 
situation, Kumpumäki dared to 
test her wings and tackle this problem. Time will show what will become of HeiDidi. 
At the moment, she has very good resources to travel the highway of entrepreneurship 
and set an example to others who have the same passion for entrepreneurship.

Better examples than Kumpumäki are not found behind every corner. In addition to 
overcoming difficulties, Kumpumäki’s story inspires people to try entrepreneurship, 
because it is not necessary to risk everything right away. You can start off with a small 
budget and energy and see how the idea takes off. Especially many young people 
who dream of entrepreneurship are very concerned about how to get started without 
big capital. Seeing the road Kumpumäki has travelled will encourage at least those of 
us to step away from our comfort zone, test the limits of our abilities and pursue our 
dreams!

Photo: Sebastian Hämäläinen.
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Severe burnout in employment led  
to entrepreneurship 

Anni Ahonen, Heidi Alajukuri, Sara Kumpulainen and Jaana-Maria Moilanen

Involuntary path from comprehensive 
school to vocational school. Vocation-
al graduation at the beginning of the 
depression in the 1990s, a period of 
unemployment in Finland under de-
pression. Employment and a career in 
a publicly listed company that took off 
and ended in a burnout. This was the 
basis on which Anttila started building 
his own business in 2003. At the mo-
ment, he runs his company Projant 
Oy, founded in 2013 and aiming for 
international growth. It employs ap-
proximately 40 persons.
 
Anttila admits that he was not a straight-A 
student at school. Playfully, he recounts 
how he has only read Anna-Leena 
Härkönen’s novel Häräntappoase in his 
life – twice. In his own words, he ended 
up studying in a telecommunications in-
staller programme at a vocational school 
because his school-leaving certificate 
was not good enough to open doors to an 
upper secondary school. Anttila worked 
in jobs equivalent to his education only during summers and graduated from the vo-
cational school in 1990. The time of his graduation was the worst possible due to the 
depression in Finland; no work was available that corresponded with his education. 
Consequently, he had to come up with something else.

After graduation, Anttila attended unemployment training, for example, which includ-
ed an entrepreneurship course in Paimio in 1994. However, he had not seriously con-
sidered establishing his own business at this point.

Anttila considers his actual career to have started in 1996 when he got a 3-shift job as 
a surface treatment worker. The company employing him was involved in the “mobile 

Entrepreneur Jouni Anttila.  
Photo: Riikka Järvikuona.  

Name: Jouni Anttila

Company: Projant Oy, 
Later LevelUp, levelup.fi

Field of business:  
Sales and marketing
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phone boom” of the 90s. This was why Anttila’s career took off quickly and he was 
promoted to a supervisor of 15 employees. At less than 30 years of age, Anttila already 
had approximately 30 people under him. The company started expanding operations to 
China, which brought Anttila face to face with new challenges as the factory in China 
was ramped up. Once the factory was up and running, Anttila moved back to Finland 
for a while, until a bigger publicly listed company purchased the company Anttila was 
working for. This was followed by training in Sweden, Spain and the United States. 
After training abroad, Anttila returned to Finland and ended up in charge of the pro-
duction development of the new company’s plant located in Northern Ostrobothnia.
 
Results of psychological tests were a huge shock 
When working in the publicly listed company, Anttila participated in the work com-
munity’s development day called “Future leaders”, which had employees take various 
psychological tests. The purpose of the tests was to clarify the employees’ capabilities 
for management tasks. At the end of the day, Anttila was told about the test results, 
which revealed that he was totally incompetent as a manager. Anttila was very dis-
appointed with the test results; after all, at this point, he had worked in supervisor 
roles with dozens of people under him and felt that he had carried out his duties with 
distinction. After a month has passed from the publication of the results, Anttila called 
the party which had prepared the results and asked for more detailed reasons as to why 
he was labelled totally incapable of work such as immediate supervisor work. The per-
son who had prepared the results asked why his supervisor duties had ended back in 
the day. Anttila replied: “Because I had to go to China at that point due to work.” The 
person who had analysed the results replied: “You were lucky in that regard, because 
your managerial career would have come to a catastrophic end.” At this point, Antti-
la could still not completely understand the test results, although he understood that 
there is no smoke without fire. Finally, a few months later, he started reading through 
the results one more time. He finally understood that the results were entirely correct 
and he was able to recognise himself in them. Understanding and internalising it all 
required certain humility and acknowledgement of his own weaknesses.  Nowadays, 
Anttila feels free partially due to these tests: he no longer has to put on a facade that 
does not come naturally to him. As an entrepreneur, he is free to focus on his own 
strengths, which include things such as envisioning the future and taking care of his 
employees’ well-being.
 
Burnout led to a halt and finally to entrepreneurship 
Anttila’s career as an entrepreneur started in a somewhat unusual fashion after he 
had gone through a severe burnout in his job in 2002. In his own words, none of his 
employers ever forced him to overachieve; he himself wanted to ensure that the com-
pany’s financial results would not be affected by his insufficient contribution at work. 
As a conscientious employee, he wanted to give his all to help the company achieve 
its goals. On a Sunday evening in November 2002, on a walk with his family, Anttila’s 
sight grew suddenly dim and his knees buckled. He supposed the fit was caused by 
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high blood pressure, so he decided to go to an occupational health nurse the next work-
ing day. However, the nurse was unable to find anything out of the ordinary in Anttila’s 
blood pressure, and Anttila and the nurse agreed that the fit had likely been caused by 
fatigue. After a month had passed, the occupational health nurse asked Anttila to come 
again. Anttila told her that he had not got any better, so the nurse referred him to an 
occupational health doctor’s appointment. 

Based on the discussion with the doctor, Anttila was prescribed antidepressants to 
treat the symptoms. After taking one tablet, Anttila could see that pills would not solve 
his problem: “These symptoms were not caused by chemicals, so they will also not 
go away through chemicals,” he mused. The occupational health doctor then referred 
Anttila to a psychologist who conducted a lengthy interview and examinations, di-
agnosing Anttila with a severe burnout. Based on the diagnosis, the psychologist in-
structed him to take sick leave for at least a month and up to two years, depending on 
his healing process.  As someone dedicated to his work, Anttila’s immediate reaction 
to the psychologist’s comment was “nonsense”. He thought that he could not stay 
away from work for such a long time. After considering the diagnosis and his own 
situation for a week, Anttila was supposed to have another appointment with the psy-
chologist. However, he ended up calling them to cancel the meeting and all future 
meetings on the grounds that he had reflected on everything and discovered the best 
way for him to heal: “I am going to resign today and become an entrepreneur.” The 
psychologist completely rejected Anttila’s plan, saying: “That is the craziest thing you 
could do in this situation.” However, neither the psychologist’s opinion nor anything 
else could overturn his decision. He was absolutely sure that his plan was the only 
possible solution. He had a strong feeling that he had been running after others long 
enough and was now ready to follow his own star. In hindsight, Anttila admits that he 
had really been nearly unfit for work for half a year after the diagnosis and his decision 
to set up his own business in spring 2003. Nevertheless, he was given strength by the 
thought of working entirely for himself and continuously learning more about how 
money is earned and how it is spent. In the same spring, Anttila also bought a house 
which he started renovating himself. In his opinion, renovation work was a relaxing 
pastime because such hands-on work helped him to occasionally channel his thoughts 
to other things than running his own business. It was a good counterbalance to work 
and gave him mental strength to overcome the difficult period in his life.

His decision to resign from his job was partially influenced by the fact that Anttila 
was fed up with working in a multi-national publicly listed company. In his previous 
job, he had learnt a lot about business production development, so he decided to put 
his skills to use in the form of a business concept when he set up his first business in 
spring 2003. In the early stages of the enterprise, Anttila handled several responsi-
bilities because all the duties, starting from cleaning, were divided between the few 
employees employed by the company back then. He also ended up in charge of the 
company’s sales and marketing activities without actual sales training or experience, 
driving nearly a million kilometres by car to handle B2B sales activities.  This gave 
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rise to the idea that he could also help other companies so that everyone would not 
have to start selling from scratch, like he had done, or make the same mistakes he had 
done as a novice salesman. This is how his current company, Projant Oy, got started. 
One idea that led to the foundation of Projant Oy was improving the financial situation 
in Finland by helping other companies to grow. Anttila considers sales and marketing 
highly important areas of business because good management of these areas is a pre-
requisite for the growth of all companies.
  
Less time for studying, more time for living 
Anttila has never said no. Because of this, he has been involved in all kinds of jobs, 
met countless new people and experienced plenty of great things. In Anttila’s words, 
“Life is so short that you can make so much more of it if you dare to throw yourself into 
it without knowing what is waiting behind the corner.” He says that he has never had 
time to stop and read because you can learn something new about life itself every day.

In his working life, Anttila has always successfully dealt with situations where he has 
had to learn something new.  One example is the time he helped to ramp up the plant 
in China even though he could barely speak any English. After moving to China, it 
quickly became clear to him that proficiency in English would be absolutely essential 
in the role. During the day, Anttila attended training sessions in an entirely interna-
tional community and underlined English words in the training materials that he was 
unfamiliar with. He also spent evenings learning English by feeding words into a 
translation machine while his colleagues continued to attend evening get-togethers. 
He was also motivated to learn English by the idea of being able to talk to people 
representing other cultures. When there is a need and desire to learn something new, it 
is possible even for those who are not a dedicated bookworms or keen students. After 
studying and spending time in China, Anttila had learnt English well and, in addition 
to training, was also able to network with people speaking different languages.
 
The story of Projant Oy 
Projant Oy started operating in Ylivieska in 2013. The company offers marketing 
services to its clients, ranging from content production to comprehensive marketing 
campaigns. In the first years, Anttila segmented potential client companies on a geo-
graphical basis within a radius of 200 km from Ylivieska, where his home is located. 
It was important to Anttila that he could get back home to his family after each work-
ing day. Customer segmentation was targeted at B2B companies because Anttila had 
previous experience of B2B sales. The third criterion for segmenting potential clients 
was their turnover: he wanted to have clients whose turnover was between EUR 1-10 
million. He set 1 million as the lower limit because smaller companies would likely 
not be able to afford Projant Oy’s services, and 10 million was the upper limit because 
Anttila felt that he would lose confidence if a company with a higher turnover would 
buy his services. In the early stages, Projant Oy had 384 potential business clients that 
Anttila knew by name due to his sociability and earlier contacts at work and in his free 



71

time. Anttila reveals that his phone contains the contact information of 800 Finnish 
industrial purchasers; he had conducted business with them for many years before 
setting up Projant Oy. The current clients have also benefited from Anttila’s extensive 
contact network because, thanks to his contacts, Anttila has been able to assist smaller 
companies in gaining a foothold in bigger and better-known companies.

The current business activity has expanded beyond the original geographical segmenta-
tion (200 km), and Projant Oy has offices in Oulu and Helsinki as well. Digital market-
ing makes it possible to conduct business also with clients who are not in the immediate 
vicinity of the offices. Projant Oy’s services include, for example, website production, 
online marketing and sales services according to the clients’ needs. According to Antti-
la, Projant Oy has implemented approximately 600 sales and marketing projects so far. 
Anttila mentions that clients often have “broken sales”, which means that the company 
does not sell enough in relation to its expenses. Therefore, less profit is generated than 
they would like. Therefore, it is important to set shared goals with the clients to fix 
sales-related issues as efficiently and comprehensively as possible.

The number of employees at Projant Oy has grown quickly after the year it was estab-
lished, and the company currently employs about 40 persons. It is important to Anttila 
that a new employee is a “good guy” above all; he says that good guys always find 
work. New employees are hired according to the needs of clients and the company. 
When hiring for sales and marketing management roles or software tasks, the appli-
cant must have specific skills, possible education in the field and confidence brought 
by work experience. Nevertheless, some of the roles at Projant Oy can also be filled by 
training the candidate from start to finish. Anttila says that employees are trained, for 
example, for jobs in customer service and to handle customers’ chat services, e-mail 
or telephone switchboard. All employes are provided with further training according 
to need. In addition to sales personnel, Projant Oy employs people such as graphic 
designers, coders and customer service agents.

According to Anttila, Projant Oy has a countless number of competitors. It is almost 
impossible to calculate the amount of competitors because the numbers depend on the 
scope and perspective of the review. For example, websites and digital marketing ser-
vices are offered by multiple companies, but the service entity offered by Projant Oy is 
more comprehensive than either of these areas separately or as a whole. Projant Oy has 
no time to track what its competitors are doing; what counts is to focus on your own 
work and do it with distinction. The customer proposition is a great asset in sales nego-
tiations: all services of Projant Oy will cost nothing to the client if the client does not 
make back the money they spent on the services within 12 months. None of Projant Oy’s 
clients have tried to reclaim their money, not even with tongue in cheek. The conclusion 
can be drawn that the clients are satisfied and have benefited from Projant Oy’s services.

In 2016, 25% of Projant Oy’s turnover came from abroad, from countries such as  Chi-
na, Saudi Arabia and Tunisia.  These international clients were not acquired through 
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active sales operations; they are by-products of a kind, generated by social relation-
ships. Projant Oy currently has a few clients outside Finland, but Anttila is interested 
in expanding business operations to the international market in future – particularly 
Sweden.

The important thing is to remain true to yourself
Anttila says that Projant Oy’s team spirit is great, indicating that the atmosphere at 
work is good in every respect and that the employees are happy there. In his own 
words, all of his employees are “wonderful people”. Anttila stresses that everyone 
should be able to be themselves even at the workplace, and nobody needs to play a 
role. He encourages everyone to work through their own personality, showing their 
strengths and failings. He adheres to this principle himself by demonstrating his em-
pathy by taking care of the employees. He pays attention to the employees’ coping by 
making sure that nobody takes on too many tasks and that each employee finds their 
tasks meaningful. Projant organises team get-togethers from time to time to do some-
thing not work-related together, which improves the team spirit even more. Having 
gone through burnout, Anttila knows what could happen if employees are burdened 
excessively. Avoiding such an outcome is very important to him.

At Projant Oy, annual discussions take place between “managers and subjects”, – Ant-
tila playfully refers to development discussions like this. However, he says that more 
private discussions take place with employees more often than not. Anttila keeps his 
doors open at work, and employees are welcome to enter whenever they want to ex-
change thoughts and ideas with the CEO. They can also call Anttila whenever they 
want – this also applies to holiday periods. He genuinely cares about his employees 
and wants to focus on everyone being able to enjoy what they do.

Hobbies and me-time as a counterbalance to work
Anttila played Finnish baseball for a long time and advanced to the second highest 
level in Finland in this sport. After quitting his sports career, Anttila took on game 
leadership positions for a few years, but he quit these positions, too, after having chil-
dren. As his children grew, Anttila got involved in junior sports and coached girls’ 
and boys’ junior Finnish baseball teams for 15–16 years. Anttila is now spending his 
second summer with no baseball activities and says, playfully, that he feels that he has 
completed his community service. Nowadays, Anttila spends his free time playing 
golf, for example. In addition, he also exercises as a hobby, but he says that the current 
amount of exercise is insufficient.

His earlier hobbies and team sports have contributed to his entrepreneurial capabili-
ties. Having had team sports as a hobby and coaching duties later on, Anttila has un-
derstood that teams always have all kinds of people, just like in working life or life in 
general. He does not find anything negative to say about differences between people; 
he states: 
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“When everyone takes care of their own thing and we all have  
a common goal, we can focus on achieving the goal by working together. 

We need everyone to do this, regardless of the differences  
between them.” 

Working with children and young people has taught Anttila a lot about how people 
and their habits change, and also about how these changes become apparent in just one 
generation. Anttila has a very calm attitude towards changes in working life, saying 
that it does not matter what he thinks because the world and the nature of work will 
change anyway. He will not be able to influence that. He does not think that future 
changes will threaten his business activity in any way.
 
A couple of years ago, Anttila and his family bought a summer cottage in the town 
of Kalajoki, half an hour’s drive from the family’s home in Ylivieska. He feels that 
the best way for him to relax is in complete silence at the cottage, contemplating the 
glow of the fireplace and sipping good wine. Weeks at work are often hectic and full 
of activities, so Anttila looks forward to spending time on his own on Friday evenings 
as a counterbalance to work. However, he admits that he occasionally wakes up before 
his family on Saturday mornings and spends a few hours alone, drawing things such as 
future visions for his company on squared paper. Still, he does not consider this actual 
work since he enjoys his time off. He counts this as a relaxing activity, too.

“The key enabler of business growth is to let go” (J. Anttila)
According to Anttila, the key hindrance to a company’s growth usually is the fact that 
the entrepreneur is unable to let go of the right things. Realising this was particularly 
important in his own career, and it has helped Projant Oy to develop when Anttila has 
dared to allocate some of his own responsibilities to his employees. When establishing 
the company, Anttila initially handled all the responsibilities. Everything got done by 
him from chairperson’s tasks to cleaning but, as soon as more staff was hired, he had to 
learn to allocate responsibilities in different ways. According to Anttila, hiring your first 
employee requires an entrepreneur’s basic degree, or the best grade (10) for religion and 
worst grade (4) for mathematics, because hiring an employee is not profitable by any 
calculations. Nevertheless, it is necessary to ensure the growth of the business. You must 
also have patience and courage to allocate responsibilities so that the CEO has time to do 
the things he feels he excels at. In a number of small Finnish companies, entrepreneurs re-
main stuck and try to handle everything themselves. This, in turn, hinders the company’s 
growth because one person only has a limited capacity. The CEO may not be the most 
qualified person to handle matters such as business invoicing. Anttila hopes to make all 
entrepreneurs understand how important it is to let go of things to ensure business growth.

Anttila finds it important as an entrepreneur to meet people and clients face-to-face 
at least in the initial stages of the cooperation. Talking about issues is much easier 
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when people are physically present. 
The popularity of digital services con-
tinues to grow through remote work 
and online negotiations, for example, 
but Anttila thinks that it would be good 
to be old-fashioned from time to time 
and meet people face-to-face. It is eas-
ier to reach an understanding when the 
discussions go deeper and the feelings 
of the discussion partner, for example, 
can be more easily observed. One of 
Anttila’s strengths as an entrepreneur 
is the way he gets along with all kinds 
of customers and enjoys meeting dif-
ferent people and hearing the stories 
they tell.

In future, Anttila hopes that new com-
panies would have at least two people 
involved because he thinks that it is 
very important to exchange ideas about 
the business with a business partner. 
Finland still has many one-person busi-
nesses whose owners do not dare to take risks, hire an employee and let go of respon-
sibilities which are not their own strengths. Two- or three-person companies would 
be able to outline visions and give reasons for their own decisions. Working together 
like this would enable the company’s growth and progress. Anttila is unable to name 
any individual characteristics or similarities as he considers what kind of people find 
success as entrepreneurs. Still, he thinks that successful entrepreneurs are those who 
have remained true to themselves and have also been able to allocate responsibilities 
to other people. Entrepreneurship is full-time work that, especially in the early stages, 
requires the entrepreneur to do plenty of things that they do not find very appealing. 
Regardless, Anttila encourages people to follow their stars and become entrepreneurs. 
“If we do not have dreams, we have nothing.”

Jouni Anttila in his own room  
at the Ylivieska office 
Photo: Riikka Järvikuona.
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Persistent entrepreneurs in the Wild West

Janika Kosunen, Nella Nissinen, Markku Suomela, Jani Virkkala  
and Vilhelmiina Virtanen

“I suppose I’ve developed some tenaci-
ty since I’ve not had the sense to quit,” 
says Tuula Heinonen, laughing a little 
when she is asked whether her years as 
an entrepreneur have brought to the 
fore any surprising new strengths. Tu-
ula Leinonen and her husband Juhani 
Leinonen – whose business names, ap-
propriately for the Wild West, are Ros-
ita and Nipa Caramba – run a company named Los Coyotes Ranch Oy together. 
It is a unique, beautifully realised small Wild West village in Muhos, Northern 
Ostrobothnia. A more unusual and surprising sight is hard to come by in the 
small Northern Ostrobothnian municipality, but Tuula Leinonen describes her-
self and her husband as kind of daredevils. Their long history as entrepreneurs 
has made them true experts by experience in a constantly evolving and challeng-
ing business world. They have needed a good dose of creativity and imagination 
over the years, and there is no doubt that this Wild West couple has plenty of both 
and no aversion to hard work.

The ability to withstand uncer-
tainty is becoming a key skill 
in today’s rapidly changing 
working life (Aktan 2017). The 
Muhos-based couple Tuula and 
Juhani Leinonen have truly had 
to deal with a great deal of un-
certainty; after all, they opened 
a Wild West village in the mid-
dle of the small municipality of 
Muhos in Northern Ostrobothnia 
in 2008.  From the very begin-
ning, the idea of the business 
was to provide a recreational 
spot for all “do-it-yourself Wild 
West enthusiasts”. The Los 
Coyotes Ranch provides a great 
stage for organising celebrations 

Name: Tuula ja Juhani Leinonen

Company: Los Coyotes Ranch Oy

Field of business: Tourism

Website: https://www.loscoyotes.fi/
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and get-togethers for groups big and small and even pre-Christmas parties.  The Wild 
West village also offers various activities on a wide scale; there are team competitions, 
wagon rides, riding opportunities and, in case of hunger, on-site meals.  Over the 
years, the Ranch has expanded its service range, and now events such as meetings, 
seminars or training sessions can be organised in the Wild West village. According 
to Tuula, the couple is constantly sounding out what people want. They adapt their 
services based on demand, come up with new things and develop with the changing 
world. For example, the new summer kitchen under construction in the yard of the 
village may, once completed, end up being used for something completely different 
than the couple planned and intended it to be.

Tuula and Juhani Leinonen really do not seem to shrink away from challenges, and 
they run their business in a very brave and open-minded fashion. Their journey into 
the world of entrepreneurship and activity as entrepreneurs is strongly characterised 
by, for example, their desire to make progress and respond to the constantly changing 
needs of customers, but also by their desire to create something unique instead of just 
going with the flow. Originally, the inspiration for founding Los Coyotes Ranch Oy 
came from the scarcity of slightly more unusual recreational spots near Oulu and in the 
region of Northern Ostrobothnia. Initially, Tuula Leinonen had toyed with the idea of 
a tourism and recreational company along the lines of the current Los Coyotes Ranch 
for many years before coming up with the current business idea and establishing the 
company. Before establishing the current company, Tuula Leinonen completed a de-
gree programme in tourism in 2005 with consideration for future opportunities related 
to setting up a unique tourism business of their own. After many phases and obstacles 
in the way, Tuula and Juhani Leinonen finally took on the challenge, relying firmly 
on their vision. Soon enough, a small piece of genuine 19th-century Wild West from 
the United States, with horses and everything, was standing in Muhos. Los Coyotes 
Ranch Oy had been born. 

 
Tuula and Juhani’s entrepreneur background 
Both Tuula and Juhani Leinonen have a background in entrepreneurship. In her own 
words, Tuula is a true farmhouse girl. “Mother and father were both farmers, though 
we didn’t have many cows.” “My husband’s father was a piping contractor,” Leinonen 
continues to describe their family and entrepreneur background. So, entrepreneurship 
has been a running theme in the life of both Tuula and Juhani since early childhood. 
This has surely had a beneficial impact on their positive attitude towards entrepreneur-
ship and courage to tackle entirely new challenges. During the interview, Tuula admits 
that things would surely have been easier for her if she had, back in the day, gone 
off to work for someone else and have a steady income. After all, entrepreneurship 
involves several challenges, and your income depends on yourself and many factors 
you cannot influence at all. After saying this, however, she continues quickly: “But in 
future, sitting in a rocking chair, I won’t need to regret why I didn’t try this and that. 
At least we have tried.”
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The Leinonen couple have had several other businesses before their latest wild enter-
prise. After getting married, the couple moved to a flat together, immediately taking 
over caretaker responsibilities. Finally, and in continuation to this, Tuula Leinonen set 
up her first actual company in 1989. Muhoksen Kiinteistöhuolto Ky continued operat-
ing until 2002, and the couple handled the maintenance of municipal housing and bank 
properties, for instance. Tuula and Juhani Leinonen have also had other businesses in 
their name, such as LVI-työt J. Leinonen and LVI-Leinonen. “There may have been 
others, too,” Tuula says, then adds with a smile: “We have been trying something all 
the time. I don’t know if anybody has been involved in as many endeavours as we 
have.”

Tuula and Juhani Leinonen have run all of their businesses between the two of them 
virtually all the time, without any other employees. “We haven’t had many employ-
ees, so we have always handled everything together,” Tuula says. The couple seems 
to make a fantastic and unique team, which is surely one of their strengths as entre-
preneurs. When Tuula starts to hesitate or consider whether she should have done 
something differently, her husband and business partner Juhani manages to convince 
her and turn her around. “When hubby gives his justifications, things are okay after 
all,” Tuula says, laughing.

 
Challenges and possibilities of entrepreneurship
The Leinonen couple feels that entrepreneurship can be challenging now and then, but 
as far as different ways to make a living are concerned, it works for them very well. 
What they find particularly great is that being entrepreneurs allows them to decide 
on their schedules and be personally in charge of what they do. Work is a lot more 
flexible, too, when you are working for your own company and nobody is bossing you 
around. “Of course, hubby tries to give commands now and then, and that sometimes 
causes quarrels, too,” Tuula says with a smile. She says that things were different in 
their previous company in the HVAC sector. They had to be ready to work all the time. 
They had to wake up early in the morning to clear snow, and clients could call them 
in the middle of the night. What they find particularly appealing about their current 
business, Los Coyotes Ranch, is that they can rest and take actual holidays in between 
working and running the business. This is not self-evident or even possible to many 
entrepreneurs.

In addition to the positives, the couple has, naturally, noticed and encountered several 
challenges related to entrepreneurship. They explain how, for example, marketing Los 
Coyotes Ranch is particularly difficult and how its remote location in Muhos is some-
what problematic. On the other hand, it would be difficult to maintain a big farm near 
the town centre because, according to Tuula, the animals, outhouses and other things 
take up a considerable amount of space. It is, therefore, not possible to have them near 
the town centre or other residential areas. An outlying location ensures peace and qui-
et, which is great in the boisterous Wild West, and neighbours are also not disturbed by 
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the business activity. Tuula also considers paperwork and accounting drawbacks since 
she finds no particular pleasure in these activities and they also take up valuable time. 
“I would prefer to be with people, cook and do other stuff,” Tuula says, describing her 
wishes and preferences regarding work.

She says that, regardless of the numerous positives, she thinks about giving up on the 
business almost every day. Her emotions may easily go up and down during the day. 
Tuula finds the financial side particularly anxiety-inducing, and ensuring that there is 
enough money. “I wish the business would turn in enough profit so we could pay the 
bills.” Naturally, financial uncertainty is a high stress factor to Tuula. “I would almost 
prefer to sleep through the times with no customers, so I wouldn’t worry about them 
all the time,” Tuula says, laughing.  The seasonal nature of the work in particular 
causes the beginning of the year to be quite slow in the Wild West village. In contrast, 
there is plenty of work in, for example, summertime and during the pre-Christmas 
season. However, a positive change occurred in the spring of 2018, for example, when 
the number of customers increased. The future of the business is gradually starting to 
look brighter and happier.

Tuula Leinonen has noticed that she has become a more outgoing and brave person 
during her journey as an entrepreneur, after several attempts. She says that nowadays 
she is not at all afraid of standing and speaking in front of groups, whether big or 
small. Laughing, she also says that being an entrepreneur has turned her into a de-
termined person with lots of guts. Tuula can also see the positives of having a low 
income. “What we’re building and doing does feed the imagination, but real creativity 
is needed for finding the resources for doing this.” She continues: “All of this would 
be ruined if we had money, if we started making everything using new materials.” 
Various unique structures and decorative elements made using old material are a great 
fit for the Wild West theme, and there is no lack of such material at the Leinonen 
ranch. “Whenever people demolish something, we use it to build something,” Tuula 
says, describing the company’s preference for recycled goods. The company’s focus 
on recycling is an admirable quality in the modern world and a great example of the 
Leinonen couple’s creativity and penchant for reform.

 
Evolving as entrepreneurs and the future
Tuula relates that there is an unused opportunity to organise meetings at the ranch 
during off-season, in the slow winter period; Los Coyotes Ranch provides excellent 
meeting facilities. The couple has received many inquiries concerning weddings, but 
they have no interest in such business. “They start booking for weddings really early 
on, yet it’s not certain if there will be a wedding in the end, and that could result in a 
big mess,” Tuula says, thinking back to her previous wedding organisation experienc-
es. The uncertainties and difficulties related to wedding organisation has made Los 
Coyotes Ranch close its doors to newly-weds for the time being and focus on organ-
ising events with more stability and secure timelines. Many foreign tourists have also 
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sent inquiries, but the language barrier and the threshold for such activity has been too 
high for the Leinonen couple at least for the time being.

When asked about the future, Tuula describes her dream of providing better accom-
modation opportunities at the ranch. “We could have a hotel at some point.” She has 
noticed a good niche in the market since Muhos does not provide many accommoda-
tion opportunities. On the other hand, Leinonen ponders how long they will have the 
energy to keep Los Coyotes Ranch up and running. They have considered whether 
someone would be willing to succeed them in running the company, such as one of 
their own children. They have not given any thought to selling the business because 
the Wild West ranch is a business location as well as the couple’s home. “We don’t 
have the heart to sell this place, so we need to keep on going.”

The nature of work and entrepreneurship will certainly continue to evolve now and 
in the future. Setting up your own business may not always be the safest choice con-
sidering the future, a secure livelihood and the long term. The meaningfulness and 
benefits of work are strongly related to the appeal of working, satisfaction at work and 
its intrinsic value. (Jousilahti et al. 2017) In the best case, entrepreneurship may create 
and offer an excellent basis for development both for the entrepreneur and their envi-
ronment. Since the entrepreneur is responsible only for themselves when producing 
services, this type of work can be considered much more meaningful than usual paid 
employment. This is strongly reflected in Tuula and Juhani’s career as entrepreneurs 
since they have run businesses for a long time and in spite of various difficulties.  An 
entrepreneur needs to have a limitless amount of determination and a good dose of 
the famous Finnish “sisu” to overcome challenges. However, in the best case and 
regardless of the difficulties, the positives of entrepreneurship include freedom, inde-
pendence and fantastic opportunities to grow and fulfil oneself.

 
Qualities of an entrepreneur
You need certain qualities as an entrepreneur, many of which Tuula has discovered 
in herself over the course of her long career as an entrepreneur. She has become con-
siderably more tenacious and developed her ability to tackle challenges. When we 
discussed what kind of qualities entrepreneurs usually have, it emerged that the quali-
ties required from an entrepreneur largely depend on the type of business. In her own 
business, Tuula has noted that extroversion is beneficial in practical work. Her stress 
tolerance has improved particularly through the financial uncertainty they have expe-
rienced.

When we compared running a business to an ordinary employment relationship, Tuula 
had observed differences in attitudes to work. “I would be a lot more conscientious in 
paid employment,” Tuula says and smiles when she considers the matter. When you 
are only responsible for yourself instead of an outsider when running a business, it is 
easier to cut yourself some slack. The work gets done but things are usually not that 
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urgent, as clarified by Tuula: “Things must be done well and properly and that applies 
to us too, but we’re not in a rush.”

Our actual interview time has run out. Before leaving the ranch, Tuula Leinonen alias 
Rosita wants to take us on a tour through the unique buildings at the ranch. We stop by 
each building, and explaining their history comes very naturally to her. The buildings 
are not simple or boring; they have a lot of stories and memories attached to them. As 
we continue the tour, it becomes obvious that the buildings must be flexible, just like 
the entrepreneurs. If, at some point, a facility is needed for other purposes than the one 
it was designed for, it has to adapt to this new purpose. As an example, she mentions 
the transformation of the gazebo into a barbershop for the duration of the Wild West 
market. Creativity and innovativeness are absolutely necessary, especially when run-
ning a business like this. However, this determined entrepreneur couple has more than 
enough of both qualities.

Summary
Tuula and Juhani’s story is a great example to us all of how, even though entrepre-
neurial activity involves all kinds of challenges and pitfalls, in the best case it provides 
the entrepreneur with a wonderful opportunity to be their own boss, fulfil themselves, 
create new things with an open mind, let ideas fly and enjoy work in an entirely new 
way. Entrepreneurship is not always a bed of roses but, regardless of the financial un-
certainty and occasionally unpleasant bureaucracy, it gives you freedom to be creative 
and open-minded. Not everyone can be entrepreneurs, but tenacity and determination 
and trust in your own vision will help you go far, just like in the case of the Leinonen 
couple. An entrepreneur must have the ability to develop and reform the business as 
times and customer needs change. We wish Tuula and Juhani Leinonen and their busi-
ness, Los Coyotes Ranch, great success in their future endeavours!
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“Butt first into a tree!”

Juho Valtavaara, Mikko Pehkonen, Minni Tynkkynen and Eeva Mattila

Luck. Coincidence. In the right place at 
the right time. Open mind. Juho Tauri-
ainen’s story as an entrepreneur did 
not have the most conventional begin-
ning, but he has had plenty of luck on 
his journey. After lowly beginnings, 
the entrepreneur is finally about to 
reach the success he has aimed for due 
to his open-minded attitude and hard 
work. He has managed to turn his pas-
sion into his profession.

Based in the town of Ii, Juho ”Salama” 
Tauriainen is a photographer who takes 
photographs in his own and client prem-
ises. Tauriainen used to have a photog-
raphy studio in the Kärkkäinen store fa-
cilities in Ii, but he decided to give it up 
because a physical office was not profit-
able. Nowadays, he has an office in Micropolis in Ii, and the clients’ own premises 
serve as his studio. Now he takes photographs ranging from day-care centre to army 
photos. Tauriainen’s company is a micro-enterprise, indicating a business with fewer 
than ten employees. Although the start of his entrepreneurial career was not ordinary 
or similar to model stories, his story is a fascinating example of how far you can get 
by doggedly pursuing your goals and vision.

Originally, Tauriainen began his career at a concrete element plant after completing a 
basic degree in construction. “When I was there, I thought to myself – this is it, work-
ing life?” Tauriainen says, reminiscing about his first work experience. After that, Tau-
riainen began to sell first-aid equipment to certain companies, which gave him more 
freedom to work. Tauriainen recalls that he enjoyed not having to work every day if he 
worked hard early in the week. Working like this was one of the reasons why he felt 
that entrepreneurship suited him better than normal paid employment.

There are not many entrepreneurs in Tauriainen’s extended family, with the exception 
of his uncle who runs a potato farm. Tauriainen worked his first summer jobs in his 
uncle’s potato field. In hindsight, one particular thing he learnt from these days is 
that if you work hard, you will get hard results. He says that he also learnt to work 

Name: Juho Tauriainen

Company: Studio Salama

Field of business: Photography

Website: http://studiosalama.fi/

Juho ”Salama” Tauriainen
Born 9 July 1987
Wife and four children
Entrepreneur since 2010

Studio Salama
Founded in 2010
Office in Ii
Specialised in  
group photography
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diligently through sales work. These experiences created a good basis for his future 
entrepreneurial career, although Tauriainen was not aware of it at the time. Apart from 
his experiences in sales, Tauriainen had no other entrepreneurship experiences before 
setting up his own business Studio Salama.

“Don’t call that man”
After many years, one stroke of luck on an ordinary wintry day would change every-
thing in Tauriainen’s life. It was 2010. Then employed by Kiinteistöhuolto Jurvelin, 
Tauriainen was occupied with matters such as shovelling snow from roofs. Once, as 
he chatted with the company’s Managing Director Mikko Jurvelin, the talk moved 
to Tauriainen’s photography hobby by chance. A relative of Jurvelin, Jarmo Ollila, 
happened to be looking for day-care centre photographers in particular, and the be-
nevolent director got an idea. “Please don’t call that man, I’m not a photographer, 
I’m just a photography buff!”. In spite of Tauriainen’s loud protests, one phone call 
led to Tauriainen attending a pre-Christmas party at Ollila’s studio. All of this was the 
spark that launched a chain of events. While he had started photographing merely as 
a hobby, things took off quickly, leading him to establish his own photography studio.

After less than a year had passed, in early 2011, Tauriainen was renting premises for 
his studio at the Kärkkäinen store in Ii, recommended by Ollila. In hindsight, Tauri-
ainen considers this a “totally bonkers thing to do” because he had no relevant expe-
rience or any education in the field back then. Although Tauriainen made some profit 

Photo: Seppo Kolehmainen, Skopix Oy, Liminka.
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through his business, after a few years he decided that it was pointless to try to learn 
everything yourself by trial and error. Next, he took up basic degree studies in visual 
arts at the Institute of Visual Communication in Tampere. He was proud to graduate 
with a Visual Artesan degree.

Triumph over adversity
The early years of Studio Salama were challenging. Cash flow was not what it should 
have been. Tauriainen worked long hours, but regardless of the major investments 
Studio Salama made heavy losses and debts continued to pile up. Tauriainen began to 
despair. He almost terminated his lease agreement many times, but his stubborn nature 
made him try again the next day all the same.

At the end of 2014, however, he had to face the cold hard truth: the business was 
on its last legs. Money was running out and the cash flow had petered out. How-
ever, at the request of an acquaintance of his, he managed to a get a photography 
gig at the Oulu SuperPark. Tauriainen was able to negotiate measly 100 euros as 
a compensation for the gig. This “cheap job” turned out to be a real stroke of luck 
because he came across business coach Juha “Vauhtipyörä” Ahola by chance.  Aho-
la is the founder of Vauhtipyörä Ahola Oy, offering business coaching, mentoring 
and sparring services. His special expertise includes sales, marketing and customer 
procurement coaching. He came to greet Tauriainen and talk about photography and 
his business. This series of events was the start of something bigger that neither man 
was aware of at that point.

Gradually, Ahola became part of Tauriainen’s daily life. He came to visit the Studio 
Salama premises at Kärkkäinen, suggested changes Tauriainen should make and began 
to spar him. Initially, their cooperation did not run entirely smoothly and there were 
confrontations, too. “Now and then I wondered why he keeps advising me when it’s 
none of his business,” Tauriainen recalls. He was confused by Ahola’s motives – why 
did he want to counsel Tauriainen for free? Why did Tauriainen’s business become of 
interest to Ahola? However, Tauriainen also began to understand that Ahola was right 
in his advice. So, the two of them became friends. Juha Ahola has genuinely helped 
Studio Salama to develop, instructed Tauriainen in entrepreneurial activities, helped 
him make difficult decisions and encouraged him to take the next step. One thing that 
Ahola taught him is that you need courage to make decisions. As an example, Tau-
riainen mentions giving up his office at Kärkkäinen; although Tauriainen positively 
loved his premises, they were not profitable enough. Therefore, with Ahola’s support 
and encouragement, Studio Salama moved from the Kärkkäinen premises in spring 
2018 and introduced its current operating model and business facilities. Ahola’s wife 
Milla has also helped him to carry out practical work, such as planning the weekly 
schedule and deploying and managing daily tools. Thanks to Milla, Tauriainen is able 
to utilise spreadsheet software, for example, efficiently in his work. Tauriainen says 
honestly that Studio Salama would no longer exist without Juha Ahola.
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Once he regained his footing and even secured it, his efforts and belief in what he 
was doing were rewarded. It was an amazing feeling. Studio Salama’s turnover is 
constantly growing and each year brings a little more growth. “Of course, it’s a huge 
boost when your turnover increases and results improve.” The hard work of many 
years has finally been rewarded, and Tauriainen has knowingly started growing his 
own profits. “The reason you become an entrepreneur is to make money, more than in 
paid employment. And to generate a bigger pot, so to say.”

Although the support of business coach Juha Ahola has been irreplaceable, Tauriainen 
highlights the support provided by his own family during various stages of his career 
as an entrepreneur: “Without my family’s support, it all comes down to nothing. The 
family either supports the entrepreneur or there’ll be a divorce. Or the business fails,” 
Tauriainen says. When he talks about his wife, his gratitude for his wife’s support 
shines through his words. The father of four young children states that now would be 
a good time to spend more time with his family.

From a hobby to a profession
“As a professional photographer, I want to invest in the quality of 
photographic memories and ensure that they are technically as 
good and striking as possible and that they convey some kind 
of a message. Photography is something that may actually 
increase many people’s self-esteem. As a rule, Finns don’t 
like to be photographed because they think that they look 
ugly or don’t know how to be in a picture. When they look at 
pictures of themselves, they think they look fat or something 
– they only see their flaws. But when you go to a professional 
photographer, if everything works and they’re good at photo-
graphing and highlighting the customer’s good sides, it can 
mean a lot to the customer.”

Tauriainen was a young boy when he explored 
photography for the first time. He still remem-
bers his first film camera, Minolta 24, which he 
bought himself with the money he had received 
as a confirmation gift. Even back then, he had a 
clear idea that he wanted to use the money he had 
received to buy a camera. In particular, the three 
weeks of waiting after pressing the camera button 
and finally seeing the successful results – finished 
photographs – with your own eyes were highly 
exciting experiences to Tauriainen as a young boy. 
He used to take photographs all around his home region 

Photo: Institute of Visual 
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students. 
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Ii and always write down the date and settings of the photo and the current weather 
conditions. Afterwards, he enjoyed comparing his notes to the eventual photo itself.

Of course, each photographer is their own person, but Juho feels that his laid-back na-
ture is well suited to a photographer in general. Juho has always had a continuous need 
and desire to become a better photographer. Even though the increased turnover and 
better results brought about by experience have increased his confidence and belief in 
his own work, now and then these factors have “turned against themselves” when he 
projects an external image of anger or superiority through his self-confidence. When 
Juho notices that his behaviour has room for improvement, he has a reason to think 
again about this attitude. He admits that this experience of self-reflection in itself is a 
great boost for self-development.

Sheer luck, persistence or both?
Tauriainen feels that he has been favoured by luck due to happy coincidences, even to 
a surprising degree. He thinks that having an open-minded and enthusiastic attitude 
helps you take advantage of various strokes of luck. However, one thing plays a key 
role in how to potentially get your own lucky streak; having an open-minded and 
enthusiastic attitude. He believes that this has contributed to how he ended up in his 
current situation:

I’ve had really good luck, exceptionally good in fact, but maybe it’s also because I’ve 
always tried new things with an open mind. If a professional or otherwise smart per-
son is not paid properly for their work, they’ll not necessarily take up the job.

Here, he refers to, for example, the measly 100 euros he received for his photography 
job at SuperPark in 2014, in the financially tough days of his business. He thought he 
was grasping at straws by taking this job, but without it and meeting business coach 
Juha Ahola during the event Juho might not be where he is now. He does not dispute 
the significant impact of his support network on his success, particularly in the early 
stages of his career as a photographer; “...Maybe it was that the kind of people I was 
involved with helped me not to feel so alone, and I had a support network so I could 
always ask for help.”

Tauriainen says that he was surprised to discover that a photographer-entrepreneur’s 
work involves everything in addition to photography itself. He needs to organise a 
variety of things in his work, and when directing a photography session involving a 
hundred people, for example, the photographer has to give precise orders. During pho-
tography gigs in day-care centres, Juho feels that he has succeeded when he manages 
to gain the trust of children of different ages and get them in the same photo without 
anyone crying too much. He is happy with his performance when he is able to handle a 
large number of people while ensuring good quality and keeping up with the schedule, 
of course.
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The business and its foundation
When asked to describe the development of his company, Tauriainen laughs and says 
that his entire career as an entrepreneur involved doing everything the hard way be-
cause he had nothing but enthusiasm when he set up his business. He only got a rele-
vant degree in the field after establishing Studio Salama. When setting up a business, 
the “ideal” starting points, such as having some kind of a business plan, marketing 
skills or comprehensive networks, do not need to be fine-tuned to the extreme. In hind-
sight, Tauriainen would now do things differently. He describes setting up a business 
out of the blue as “fool’s business”, which he nevertheless made work thanks to his 
own determination and support network.

When setting up your own business, you do not necessarily need to do everything the 
hard way. According to Mikkola and Tervonen (2017), you should first try to sell your 
idea and only set up a business when there is demand for your idea. You can try out 
entrepreneurial activities through, for example, a cooperative or an umbrella compa-
ny. Sekki and Niemi’s book Menesty yrittäjänä: 68 käytännön ohjetta (2016) advises 
novice entrepreneurs to first “practice using other people’s money”, such as being 
employed as a photographer by another company.

Compiled by Mikkola and Tervonen, Nuoren yrittäjän käsikirja illustrates the broad 
lines of setting up a business. It contains tips for establishing your own business step 

HChallenges 
of being an 
entrepreneur

According to Tauriainen, the most 
challenging part about setting up 
a business is to simply get things 
up and running at the beginning. 
Managing large entities may feel 
difficult in the early stages and re-
quire a lot of learning and finding 
skilled people. Assessing risks 
and successfully managing fi-
nances are also challenges faced 
by entrepreneurs. It may also be 
difficult to combine family life and 
entrepreneurship.

The most satisfying 
things about 
entrepreneurship

According to Tauriainen, the best 
things about entrepreneurship in-
clude flexible working hours, 
freedom of choice when selecting 
photography jobs and becoming 
wealthy. He also finds network-
ingmeaningful in entrepreneurial 
activity. Further positives include 
finding success through your 
own efforts and persistence. In 
Tauriainen’s opinion, sharing your 
experiences and even exercising 
influence through them are posi-
tive factors in entrepreneurship.
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by step, starting from brainstorming. For example, when you are planning your new 
business, you should apply for various start-up grants and allowances to get started 
with the business, where possible. Tauriainen’s journey to a successful career does 
not entirely align with Mikkola and Tervonen’s views. It has not been an obstacle to 
setting up a successful company. For example, the book by Sekki and Niemi highlights 
the importance of one’s disposition and ability to stand out, and Juho “Salama” Tauri-
ainen excels at these. Even on Studio Salama’s website, the visitor first notices Juho’s 
nickname “Salama” (lightning), and he also receives letters under this name.

Tauriainen’s business has also gained visibility and distinction due to the excellent 
location of the office he rented at Kärkkäinen. Thanks to the location, customers were 
able to explore Tauriainen’s premises and meet the entrepreneur himself. This helped 
him grow his customer base on a continuous basis. Although maintaining the premises 
was expensive and unprofitable, Tauriainen was able to gain enough local recognition 
to manage without his studio at Kärkkäinen. So, he has successfully branded himself 
in his home region and in neighbouring municipalities, too. It has also been easier for 
Tauriainen to stand out amongst other photography studios through his reputation as 
“that Salama guy”.

When Juho set up his business, things did not go like in the movies. In the darkest 
times, he sat in his Kärkkäinen studio every six months or so, thinking that he would 
simply quit. However, at the encouragement of others, he decided to go on, thinking 
about things from a new perspective as “Vauhtipyörä” Ahola sped up the process. 
After a lot of hard work, his income increased and his confidence in his own abilities 
grew. Juho has demonstrated that it is possible to make a business flourish, but it 
requires a huge amount of planning and dealing with Excel sheets. He has also been 
able to compensate for the rather low level of marketing through the grapevine, as 
word about a photographer taking high-quality photos has quickly spread throughout 
his home region. Therefore, setting up a business does not always go according to the 
book; life sometimes has surprising twists and turns.

Tauriainen’s career as a photographer, which began with his camera Minolta 24, has 
not always been a bed of roses, but he has pulled through with his ideas. Although he 
is not the most patient person according to his own words, he has created a profitable 
business.
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Juho Tauriainen’s tips to novice entrepreneurs

– When setting up your business, analyse the market situation.
– Ask for the opinion of as many people as possible and interview other 

entrepreneurs.
– At the very beginning, prepare a business plan that is as specific as 

possible.
– There will be challenges, but everything depends on yourself.
– Never give up if you believe in what you are doing.
– It is also a wise move to quit if your idea does not take off.
– Remember to think things through, do not try to hang onto every single 

idea.
– You have to take risks as an entrepreneur but also understand when it is 

time to exercise caution. Secure everything!
– Stay humble.
– Pay attention to your own well-being. Hang onto your free time and hol-

idays. Do not answer work calls on holidays.
– Your own attitude is the most important thing. Keep an open mind.
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Tauriainen is a good example of how you can make a success of anything when you 
have persistence and belief in your own vision. A curious and enthusiastic person 
always finds ways to work on their own business idea because Finland has various 
business accelerators and incubators offering expert support for those at the beginning 
of their entrepreneurial career. Business coaching is also available from educational 
institutions at different levels and from private service providers.

“Whatever the journey will be like, everybody simply has to take that journey. Without 
being afraid of mistakes. Of course, you need to learn from your mistakes so that you 
won’t repeat them.”
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Authors’ considerations
The authors are students at the University of Oulu who are interested in entrepreneur-
ship and attended an entrepreneurship course together. While they are interested in 
entrepreneurship, they are also seeking their own paths with entrepreneurship as an 
option. Many of them have reflected on whether they would succeed as entrepreneurs, 
but Tauriainen’s story gives an optimistic message that you can succeed in anything. 
The story seemed like a movie with all the coincidences and strokes of luck, but it 
all came down to hard work. It was great to see that Juho had had the tenacity to pull 
through regardless of the obstacles and managed to create a flourishing business. The 
authors were happy about the opportunity to interview “Salama” in his element.

“It was inspiring to see how all is well that ends well, regardless of the beginning. We 
were encouraged by Juho’s enthusiastic and easy-going character.” – Juho Valtavaara

“The fact that Tauriainen had no entrepreneurial experience whatsoever when he 
founded Studio Salama sets, in my opinion, a motivating example to a young person 
considering entrepreneurship. If your idea is good enough, you can succeed even at 
first try.” – Eeva Mattila

“In my opinion, Juho is an excellent example of the Finnish “sisu”, or tenacity. He has 
taken his beloved hobby and created a business that he clearly enjoys to run. It was 
great to see.” – Minni Tynkkynen

“It was interesting to note that another committed and enthusiastic entrepreneur no-
ticed Juho’s potential as an entrepreneur and set him on that path.” – Mikko Pehkonen
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Growth through networking and passion 

Anni Heinikoski, Sara Korento and Suvi Poikela

The siren of a fire-fighting vehicle lets 
out an ear-splitting wail as it transports 
firefighters to a rescue mission. This 
time, the vehicle also carries an enthu-
siastic five-year-old boy who, having 
been brought along by his firefighter 
father, now lives the dream of many lit-
tle boys and girls. After this experience, 
he is involved in several alarms, and 
pottering around at the fire station be-
comes part of his daily life. When he grows a bit older, he also spends his evenings 
at the fire station after school. His hobby becomes even more expansive when he 
joins the youth fire brigade (Palokuntanuoret) in 1993. The spark for fire safety 
was ignited early and his passion for the security industry started to grow.

The early spark made it possible for his passion to really come into fruition five years 
ago when Raine Niinimaa set up his own security business, Ruukin Turvallisuuspal-
velut. Located in the municipality of Siikajoki in Northern Ostrobothnia, the business 
offers, for example, training 
and expert services, such as 
first aid and hot work licence 
training and security person-
nel training. The company op-
erates across much of North-
ern Ostrobothnia, including 
Oulu, Raahe and Ylivieska. 
Raine currently works alone, 
but he is assisted by his father 

Security entrepreneur Raine 
Niinimaa in summer 2018.   

Photo: Taru Torssonen.

Name: Raine Niinimaa

Company:  
Ruukin turvallisuuspalvelut
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Website: https://www.ruukin-
turvallisuuspalvelut.fi
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who has retired from rescue services. In future, the company will hire employees out-
side the family, where possible. The relatively young company has had a comfortable 
number of customers, and the demand would allow for expanding the activities. The 
high demand indicates that people feel that safety – both fire and work safety – is an 
important matter worthy of investments.
 
Raine’s journey to a private entrepreneur has had many steps and turns, and we can 
observe several success factors there. His work experience is not limited to the se-
curity industry; he has worked several jobs over the years. Raine first graduated as a 
youth worker, and he has also worked at a farm, in a peat bog and in property mainte-
nance, doing all kinds of tasks. However, he never forgot about the security industry; 
it remained his hobby throughout the years. His hobby finally became his profession 
when Raine first completed contractual fire brigade training and then graduated with 
an officer’s degree from the emergency services academy, which has enabled him to 
work as a sub-officer and executive fire officer. Raine’s story highlights the impor-
tance of your experiences in childhood and youth and their impact on your career 
later on. His early passion and hobbyism have provided Raine with lots of experience 
of and insight into fire safety and security in general. This enabled him to set up his 
own business with consideration for the needs and deficiencies he had observed in the 
industry. When you know your field inside out, it is  a lot easier to set up a business. 
In his own words, Raine has “waded through the entire rescue system”, working in 
all kinds of roles.
 
So, Raine has experience of various tasks and broad expertise in the field of fire safe-
ty, but he also has the qualities required from an entrepreneur – diligence and ability 
to do any kind of work. A rookie entrepreneur may be surprised by the amount of 
preliminary work required at the beginning, related to setting up the business. The 
preliminary work, or networking to be precise, involves matters such as raising the 
visibility of the new company and thereby acquiring new clients. The amount of work 
also took Raine somewhat by surprise, but he had a lot of motivation so he did not 
lose heart. Raine emphasises the importance of your own initiative when establishing 
a business. He reminds us that help is available as long as you know how to look for 
it. He has been assisted, for example, by public enterprise services and found them 
functional.
 
Social networks are also important to entrepreneurs; you can use them to increase your 
visibility and obtain peer support and advice. Raine had particularly good existing 
networks before setting up his enterprise, and he says that they helped him a lot in 
developing his business. He says that useful networks include his contacts from his 
youth, such as those from the youth fire brigade and his studies. Furthermore, active 
participation in a local business organisation has helped him establish networks with 
other entrepreneurs. Raine has also been involved in local politics, where he became 
familiar with other municipal decision-makers. Just like having broad work experi-
ence, having broad networks is a benefit whose significance is indisputable.
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“Everything depends on yourself”
Raine has been involved in the security industry since he was a young boy. His fa-
ther also worked in security both as an entrepreneur and in the public sector. Raine, 
therefore, pretty much grew up with security matters, and it was easy for him to select 
his own field of business. Raine has been involved in about 2,500–3,000 rescue oper-
ations. He is not easily startled, and he quickly discovers solutions to surprising and 
dangerous situations. 
 
His earlier jobs have taught him diligence and skills to work with different people. 
His education as a youth worker and jobs in the social sector taught him to understand 
people, which makes entrepreneurial activities such as selling easier when you are 
better able to identify different purchasers. Raine knows a lot about different types of 
jobs, and these experiences have made him appreciate all kinds of work and working 
in general. Raine got security-related education later on; he says that this was the icing 
on the cake. His studies, therefore, enhanced his existing security competence and he 
was able to develop his skills and thinking further. 
 
According to Raine, entrepreneurship was a background factor even earlier, even 
though his company Ruukin Turvallisuuspalvelut has been operating only for five 
years. Raine was somewhat put off by authority work which, according to him, is 
quite bureaucratic and inflexible. The authorities do not sell services, and Raine would 
have had plenty of solutions to offer to clients. Nowadays, Raine’s father works as 
an employee in his company, which gives Raine freedom to focus on sales while his 
father handles more “ordinary” tasks.   
 
In his own words, Raine does not shrink away from work and has no threshold for 
taking up a job, regardless of the sector. The security industry felt like a natural choice 
to him and setting up a business was financially more sustainable than continuing to 
work in the public sector. As an entrepreneur, Raine can also work on a broad scale. 
He says that job roles are quite narrow in the public sector and in major private compa-
nies. Raine says that these factors were the reason why he regarded entrepreneurship 
as the best alternative for himself. Raine also finds other things important, such as 
self-development and promotion opportunities, and these can be more easily achieved 
as an entrepreneur.
 
Raine did not find it difficult to set up an enterprise. He had to work hard at the begin-
ning: he had to invest in visibility and promotion and work “for free” before gaining 
paying customers. Raine says that being an entrepreneur is not difficult in itself, and 
he had no major qualms about getting started. Raine is actually quite carefree in his 
entrepreneurial activities because it is not an issue for him to switch jobs or find em-
ployment elsewhere if his business does not take off.
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“You need to have lots of attitude and courage, even arrogance,  
to stand out from the crowd”   

Raine emphasises the significance of making a good first impression, particularly if 
your business involves customers and selling. The entrepreneur needs to have a lot 
of attitude and courage at the beginning to convince customers of the quality of the 
services and expertise they are selling. As an entrepreneur, you need to have courage 
to highlight problems in the client company and suggest suitable solutions. In addition 
to his own expertise, Raine has had to learn financial skills in his entrepreneurial ca-
reer. He has completed an entrepreneurship course at Intotalo and asked for tips from 
entrepreneurs he knows. He has also benefited from public services offered to entre-
preneurs. He encourages all entrepreneurs to take advantage of the available services. 
He says that help is available as long as you ask for it.

Raine does not miss the usual working hours from 8:00 to 16:00. He enjoys being able 
to work anytime he likes. If he makes no progress one evening, he can continue the 
next day – if he feels like it. Sometimes Raine works for two hours a day, sometimes 
16. His days vary a lot, including training sessions, office work, inspections of fire 
extinguishers and customer calls. As an entrepreneur, you are personally responsible 
for getting things done. Raine can attest to this based on his years as an entrepreneur 
– you can get things done by being persistent. So, entrepreneurship requires patience, 
industry and courage. As Raine puts it, “everything is up to you.”

Networks help the 
entrepreneur
All entrepreneurs face some kind of 
problems when setting up their busi-
nesses. The problems may be caused 
by, for example, bureaucracy, poor 
product marketing performance, 
availability of raw materials or prof-
itability issues. Raine says that the 
biggest problem at the beginning of 
his entrepreneurial career was cus-
tomer procurement because advertis-
ing brochures or flyers did not reach 
customers efficiently. Raine noticed 
that there are more efficient ways to 
advertise – for example, channels 
such as the grapevine and attending 
events. Direct contacts with custom-
ers improve the company’s image 
more than a flyer, for example.
 

To Raine Niinimaa, entrepreneurship 
is a meaningful way to work. 
Photo: Taru Torssonen.
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Your own initiative counts in the use of networks because networks are useless unless 
you start utilising them actively. Employees and customers do not come knocking 
on your door if they do not know who you are and what you do. Increasing visibility 
requires “unpaid” work, or investments whose results will take several years to mate-
rialise. To a large extent, unpaid work involves generating a reputation among poten-
tial employees and customers. In Raine’s opinion, being an entrepreneur requires the 
ability to also work for free.

As the demand grows, there will be need for more employees. If you are able to re-
spond to the demand and optimise the workload, you will be able to expand your 
operations. When expanding operations, you should know what kind of expansion 
you need. Do you want to, for example, acquire bigger premises or expand to an-
other market area? From the personnel’s point of view, expansion means that you 
need skilled people beyond your own field of business. You need employees who are 
willing to commit to the company in the long term. There is strong competition for 
skilled personnel. According to Raine, an ideal employee is someone who commits to 
the activity of the company. Shareholding is one way to engage employees. A share-
holder is easier to motivate to work harder for the growth and benefit of the company 
because a shareholder will carry a bigger responsibility for their own livelihood than 
an individual employee or trainee hired by the company. Temporary employees and 
trainees do not always have the motivation to make choices that support the activity 
of the company because they have more freedom to make decisions on their own life 
and future in the company.
 
Networks open doors to recruiting new employees and enable personnel increases 
in the company. Every meeting, person and event may provide an excellent occa-
sion for the entrepreneur to promote their company by presenting themselves well 
but without an excessively servile attitude. Raine’s statement “You need to have lots 
of attitude and courage, even arrogance, to stand out from the crowd” holds true in 
many respects. However, Raine is not all talk – he lets his activity show. He has been 
the chairperson of a local business organisation for many years. He also participates 
actively in various events.
 

What did we learn?
One thing we can learn from Raine’s story and work is that you should not be put off 
by any work and, if you are passionate about something, you should take heart and 
start working in this field. You can become an entrepreneur simply by making the 
first decision that you want to run a business and work for yourself. Help in practical 
matters is available as long as you want to and know how to look for it. Networks are 
important to all entrepreneurs, and good networks will help your business take off.
 
Well, would Raine become an entrepreneur if he could choose again? He surely 
would. He enjoys the responsibility and freedom of working and wants to make the 
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most of his time as an entrepreneur. Becoming an entrepreneur surely was the right 
decision for Raine, and his positive and motivating talk about entrepreneurship will 
surely make many people consider whether setting up a business would be the right 
decision for them.

Website of Ruukin Turvallisuuspalvelut:
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Researcher as an entrepreneur

Tapio Springare, Seppo Pakonen, Matias Pelkonen and Rolle Soikkeli

“Do or do not. There is no try.” – Yoda Jedi Master

Mari Matinlassi is an ordinary farm-
house girl from Ii, Northern Ostro-
bothnia. Over the years, she has be-
come an entrepreneur who plans in 
the long term. Over the last 20 years, 
she has worked part-time, studied and 
taken care of her family. She has done 
everything simultaneously, her focus 
shifting according to need. At the same 
time, as if ordained by fate, she has become an entrepreneur. Thanks to her un-
yielding and diligent nature, she was well placed to get off to a great start with her 
business. This is a brief story about how Mari became an entrepreneur and what 
she thinks about entrepreneurship.

Mari is a Master of Science in Engineering and a Doctor of Philosophy. She has broad 
experience of developing and managing industrial software systems, streamlining pro-
cesses and programming. Her research interests include design and analysis methods 
of various software architectures and architecture modelling. Mari set up her busi-
ness NEONE back when she was studying and working part-time as an employee. 

She intended to develop the 
business alongside her paid 
employment, but she did not 

Name: Mari Matinlassi

Company: NEONE

Field of business: Information

Website: https://www.neone.fi

Mari Matinlassi 2014.  
Heidelberg, Germany.  
Photo: Mari Matinlassi.
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have enough time for everything as a mother of the family. Her business remained in 
the background, waiting for better times.

After a few chance occurrences, Mari became an entrepreneur and NEONE got its 
first customers after a long search. The business idea of NEONE is to help small or 
medium-sized enterprises in the software sector to participate in international research 
projects and remain involved in them so that the enterprise is able to focus on its core 
business and its development. In recent years, under NEONE, Mari has worked with 
tasks such as various software-focused research projects involving project manager 
responsibilities, preparation of project plans and applications, compilation of interim 
and periodic reports and documentation.

Mari’s story
We are able to arrange the interview without much trouble. After a couple of 
e-mails, we agree on a phone interview, and she agrees to do the interview right 
away. Even her voice gives a friendly and competent impression, and we get the 
feeling that people working with her would be happy to recommend Mari fully. A 
quick look at Mari’s LinkedIn page confirms the impression we got on the phone. 
Mari’s career has a strong foundation in her comprehensive education. It is en-
hanced by her extensive work experience.  So, it is not surprising that Mari has 
become a well-respected entrepreneur. When we ask Mari to give tips to prospec-
tive entrepreneurs, she replies, laughing, “it’s not worth it”. Nevertheless, she also 
gives a serious answer which has a more hopeful tone.
 
Mari Matinlassi grew up on a farm where her parents worked as agricultural entrepre-
neurs. Their entrepreneurial activity did not, however, prepare Mari for this type of 
work – at least not the kind of entrepreneurship she would later undertake. The Finnish 
word “yrittäjyys” (entrepreneurship) amuses her because it reminds her of the word 
“yrittää” (try). This brings to mind how you simply try and try without ever being able 
to make your livelihood. Maybe this is why Mari does not think that her diligently 
working parents have influenced her career choice even though they, like Mari, have 
been able to make ends meet through entrepreneurship.

Mari was interested in research, and she started studying in this field. When she was 
a trainee in VTT Technical Research Centre of Finland, it employed several exchange 
researchers from abroad. Their different perspectives on things really ignited Mari’s 
interest in the field and made her think about becoming an entrepreneur for the first 
time.  Mari set up a business around that time, but her studies and later employment as 
a researcher made her shelve it for many years.

After completing her studies, Mari continued research work as an employee and start-
ed a family. After working for a few years, Mari received a job offer from abroad. 
Eventually, the family of four moved to Spain due to Mari’s new job. The entire family 
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dreamed about leaving the cold Finland and living in the warmth of Sevilla, Spain, for 
a long time. Mari was able to negotiate a permanent contract, and her husband took 
job alternation leave and began to look for work in Sevilla. Their children were of ele-
mentary school age and started going to a local school. The younger child started their 
first school year while the older attended the sixth grade. Life in the warmth of Spain 
was fun, but reality was no match for their dreams, to the surprise of everyone. The 
family began to be plagued by homesickness. Finally, it was time to make decisions. 
Decisions about whether to continue life in Sevilla and sell their home in Finland or 
return home. The entire family reflected on the matter for a long time, finally deciding 
to leave Sevilla and go back home to Finland. In the end, Mari’s contract in Spain 
lasted for a year although it was supposed to be longer.

When Mari and her family returned to Finland, work was no longer available. She felt 
drained, having arranged the move abroad and back to Finland for the whole family 
within a year. She was also feeling down because their trip had been cut short. She 
had no energy for job applications, but the business she had set up much earlier was 
on her mind. Mari reflected on her future for weeks and finally decided to go back to 
her discarded business, becoming a full-time entrepreneur without even knowing what 
her business would sell. For months, her thoughts regarding the field of operation were 
more focused on developing tools – until she got in touch with a former classmate 
by chance.  The classmate told Mari about their work and how a consult had handled 
project management tasks in their Tekes (Business Finland) projects. Now Mari and 
her business NEONE had a field of operation she was already familiar with and had 
the required skills for – skills acquired in her work as a researcher. The idea about 
offering subcontracted project management work to companies had never occurred to 
her before, let alone that someone would also pay for it. By chance, she had got a great 
idea from a former classmate.

The journey of the business
Now it was time to start looking for clients. Mari had gained project management 
experience from her work as a researcher, and now she only needed to find suitable 
clients whose needs she could meet with her expertise. It was tough in the beginning 
because she could not find a long-term client, and she also focused on things irrelevant 
to her business. Financial challenges started to become a burden, but her perseverance 
was rewarded after more than a year had passed: Mari got involved in a long-term 
project. Her duties involved, for example, preparing various funding applications, ac-
quiring a partner and performing ongoing project manager tasks. Mari handled virtu-
ally all bureaucracy tasks on the companies’ behalf, enabling them to focus on their 
own core business. The projects were often EU or Business Finland projects which, 
as a rule, lasted for many years. However, directives have become stricter over the 
years and with the new Horizon2020 projects, employing subcontracted consults has 
been made more difficult or outright prohibited. Because of this, it is harder for Mari 
to generate demand for her current services. So, she will have to continue to develop 
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as a service provider and offer new types of services from now on. She has attended 
further training to become a big data analyst and is now looking for clients in projects 
developed in this field as well. Thanks to her new training, NEONE can offer services 
related to, for example, data analytics, MasterData expertise, consultation, BI exper-
tise, web analytics or visualisation.

With just under 10 years of experience as an entrepreneur under her belt, she play-
fully says that she would not recommend entrepreneurship to anyone. At least in her 
field, her income as an entrepreneur is much more uncertain than in paid employment. 
Prospective entrepreneurs should have enough savings to ensure their income for at 
least a year if their entrepreneurial career does not immediately take off. On the other 
hand, Mari appreciates the freedom provided by her role – the ability to do things 
your own way and in your own time. She also finds the varying conditions and slight 
uncertainty about the future interesting. Mari is fine with occasionally working longer 
hours during peak time but she can, if necessary, also take days off if the work situa-
tion allows in order to ensure her own coping. During long-term projects, Mari had a 
few days of full-time work and then a few days off without even trying to fill up her 
calendar. This created a suitable balance where she can carry out work tasks at high 
efficiency, without fearing burnout or the need for longer holidays.

Mari’s tips to novice entrepreneurs 
Mari is happy to share tips with future entrepreneurs.  She has many friends who have 
been entrepreneurs. Most of them have had to sell their personal property to survive 
or, in the worst case, debts have piled up and the business has had to close right at the 
beginning. Money must be saved beforehand and you must have the possibility to take 
a loan even from your relatives. A novice entrepreneur must prepare for up to 1–1.5 
years without income and for the fact that the business may not be profitable. In Mari’s 
opinion, the worst fear related to entrepreneurial activity is the financial risk. Those 
who have not properly prepared for it may find themselves in trouble very soon.

Furthermore, Mari says that an entrepreneur needs perseverance and the ability to fo-
cus on doing things that are relevant for the business. One should develop these skills 
already as a student, and educational institutions should provide more opportunities 
for that. According to Mari’s experience, customer acquisition, sales and marketing 
are true challenges, and any misconceptions about how easy they are should be cor-
rected. Mari also criticises the short subsidy period granted to novice entrepreneurs. 
The period of the first 4 months that does not affect the unemployment allowance 
is too short to start a business. Mari says that there should be more focus on new 
businesses. However, a friend of Mari’s has succeeded. She is in her fourth year as 
an entrepreneur and can now afford to hire her first employee. In Mari’s view, mi-
cro-enterprises will become mainstream in future and traditional paid employment 
will become more unusual. 
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“I saw a transparency where Ilkka Halava, a re-
searcher of the future, envisions that paid employ-
ment will be unusual and most people do business 
through umbrella companies or have varied business 
portfolios. This means that most households in a sub-
urb, for example, would offer some kind of services to 
people in their area. I was really taken by this idea.”

NEONE now and in future
NEONE’s main focus is on software development 
and project management. In practice, it helps small 
and medium-sized companies in the software in-
dustry to get involved in international research 
projects and operate in them. Through her Big Data 
analyst training, Mari hopes that she could add Big 
Data to the services offered by NEONE and thereby 
improve the business portfolio.

Mari is highly educated and inspired by her researcher colleagues, and she has perse-
verance and financial acuity. She has a family and one-person enterprise without any 
growth goals. She dreams of having sufficient employment for 2-3 years to come. 
When we ask Mari whether there is something that particularly fascinates her about 
entrepreneurship, she simply says: “Freedom, without a doubt!”

Authors’ considerations
NEONE is a successful and profitable micro-enterprise offering Mari’s professional 
services in the field of software research development. However, the target group of 
the services is narrow and there is a threat that there will not be constant demand for 
the services. On the other hand, the business involves hardly any risks apart from 
Mari’s own salary. The community has also inspired Mari to undertake important solu-
tions. Mari remains confident that she will acquire new clients even though she does 
not yet know who they will be. It would be difficult for anyone to repeat Mari’s com-
plex journey as an entrepreneur, but if they should try, her footsteps can be followed 
directly since she has not made mistakes.

Mari’s story gave rise to new questions and opinions about entrepreneurship, such as 
marketing and one-person enterprises. What is it like to be a one-person enterprise 
when one person has to take on all the tasks? How do you deal with that on your 
own? What about the financial challenges? In Mari’s experience, those with poor fi-
nancial preparation will not become successful entrepreneurs. However, Mikkola and 
Tervonen say that, in the end, financial mathematics is very easy: a company needs 
to put more money on its account than withdraw from it (Mikkola & Tervonen 2017, 

Mari Matinlassi 2018. 
Photo: Mari Matinlassi.



102

108). Nevertheless, is everything quite so easy as claimed by Mikkola and Tervola? 
We considered in our group that it may be difficult for the entrepreneur to set the price 
for their own expertise at the beginning, and they may also fear underpricing their 
services in order to acquire clients. Sekki and Niemi agree on this, mentioning that an 
entrepreneur may easily fall into the hole of underpricing their own work (Sekki & 
Niemi 2016, 151).

This story increased our respect for Mari and other entrepreneurs. She is persistent 
and has made it through the initial stages of entrepreneurship physically, mentally and 
financially. According to Tuomela, a curious person asks questions, shows interest in 
the world around them and has the ability to identify and solve complex problems. 
These factors are particularly valuable (Tuomela 2018, 18). We collectively made a 
similar observation about Mari and her career. This is also supported by many recom-
mendations on Mari’s LinkedIn website and the website of her company. Our conver-
sations with Mari did not go as far as to obtain a comprehensive reply to how she made 
it through the first year without any major clients financially. However, Mari related 
that one has to be prepared and ready to sell even one’s personal property to make it 
through. After all, this is what Stephen Wozniak and Steve Jobs did when they made 
their first products for selling. Wozniak agreed to sell his calculator and Jobs his car 
in order to have enough funding to sell their first Apple computers. (Isaacson 2011, 
78-79.) And everyone knows how this story ended.

Mari has many characteristics ideal for an entrepreneur, such as perseverance, passion 
for what she does and innovativeness. She also has the ability to focus on the essential 
and keeps herself suitably busy. Rämö and Valtari explain in their book how busy peo-
ple have time for other things than just work. One has to be careful not to overachieve, 
and things should be prioritised. (Rämö & Valtari 2007,160–161.) This is what Mari 
has done, thereby avoiding burnout and the need for a longer holiday. Our group con-
sidered that this would be ideal for us if we ever became entrepreneurs. Just how could 
you not help taking on too much work if you end up in a situation where the demand 
for the company’s services would be higher than expected?

We also considered what kind of risks we would be ready to take for our businesses. 
Mari’s story may not include every detail about her experiences, but it is hardly ap-
propriate material for a nightmare story of a novice entrepreneur. The book Taivas + 
Helvetti by Hämäläinen and Mäkeläinen includes a story about Sampo Kaulanen’s 
experiences related to saving his business.  It is a demonstration of when you have 
reached the very limits of your capacity (Hämäläinen & Mäkeläinen 2014, 136-153). 
Sampo himself would hardly recommend any prospective entrepreneur to follow his 
path. The conclusion we drew as a group is that the low-risk path to the world of en-
trepreneurs would suit us the best.
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How are the entrepreneurs doing  
now in April 2020?

LapLay

Hello!
The company is still standing and turnover is steadily increasing year by year. During 
the coronavirus, people began to do teleworking, so there is now a greater demand 
for our laptop platforms than normal. I have also received more orders for laptop 
rests from companies. The rests are also being manufactured by HiiA at the moment. 
I am looking for more producers and salespeople all the time. I have carried out the 
suggestions from students according to my ability and resources, for example advice 
about how the website should look, and naming the sizes of the rests S, M and L has 
been done.  

I would like to tell students that a company does not necessarily need to be created 
at once on a large budget. You can also test the waters of entrepreneurship while you 
are studying.

Best wishes, 
Heidi Kumpumäki

Projant Oy/LevelUp Oy

Hi!
Thank you. I’m very well. Since 2018, growth has continued and the company’s name 
has been changed to LevelUp. The company employs approximately 50 people, and 
new staff is being hired. 

The coronavirus crisis has increased demand for services but, on the other hand, a 
few major digital marketing campaigns have hit a brick wall. The coronavirus crisis 
offers countless new opportunities to develop business, because the crisis has radi-
cally shaken up the behaviour of people. Future prospects are hopeful and positive! 
Students: you must look boldly to the future and see the opportunities around you! 

Ystävällisin terveisin / Med vänliga hälsningar / Best regards,  
Jouni Anttila 
Managing Director

LevelUp |  levelup.fi
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Valokuvaamo Studio Salama

Hello!
In spring 2020, I’m doing fine despite everything. I’ve been able to see what is most 
important of all. I’ve been allowed to focus on improving the customer experience. I’m 
very grateful for spring 2020!

– – – 
Best wishes,
Juho Tauriainen
Valokuvaamo Studio Salama

Bioklapi Oy

Hi from Bioklapi,
Bioklapi has continued to grow moderately with the exception of the financial year just 
concluded, that is to say last winter which was the mildest on record. Terminal winter 
completely failed to arrive in our main market area.

The challenges ahead for Bioklapi are:
1. Factors of uncertainty concerning premises are continuing with regard to the City 

of Pudasjärvi.
2. The availability of raw material should be better safeguarded, or investments made 

in warehouse facilities.
3. Factors limiting growth => We have not yet dared to offer our products to new 

larger customers. 
4. Finding a key worker. 

The future of Bioklapi looks good. The company’s loan will soon be paid off, so this 
major expense can now be turned to increasing the company’s capital, hiring a key 
worker and seasonal worker and to development. It looks promising that, after ap-
proximately 10 years of hard work, the entrepreneur’s business dream is finally being 
realised, which should have happened about seven years ago. 

What have I learned about entrepreneurship? Don’t trust others too much . Always be 
a little wary. A pessimist will not be disappointed. I myself am an optimist. It’s been 
wonderful to receive expert help/someone to talk things over with in problem situa-
tions and development issues. A big thank you to these people for this.
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COVID-19 virus
The coronavirus is increasing the company’s uncertainty. The availability of raw ma-
terial is suffering greatly, since the raw material supplier’s own sales have contracted 
as a result of the virus. The impacts are being felt now and will continue into next year. 
Preparing for this is A NEW AND MAJOR PROBLEM.

Something positive => All problems can be solved, have faith in that. Overcoming 
problems strengthens us as people and helps us to grow. 

Best Regards,
Rauno Salmela
Bioklapi Oy

Los Coyotes Ranch Oy

Howdy,
An annoying thing, this coronavirus.

At the beginning of the year, we started to get requests for offers for groups that were 
larger than usual (120 people) and daycare groups were coming, but then it all had 
to be cancelled because of the coronavirus. The prospects at the beginning of the year 
were therefore very positive in terms of requests for offers. Last summer, groups in-
creased in size and the largest group of 178 people dined, went to sauna and did plenty 
of activities, just like all the other groups. We got nothing but positive feedback from 
customers. Now the future is open, no customers, no money.

I wish you a pleasant spring,

Regards, Rosita
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Conclusions

Pirkko Siklander and Tiina Salmijärvi

The role and significance of entrepreneurship in society has continued to grow in the 
21st century. Working life has become more fragmented and the job market more 
precarious even though the number of permanent and full-time positions has not de-
creased dramatically. New forms of working have become more common particularly 
in the aftermath of the depression in Finland in the 1990s. These include, for exam-
ple, fixed-term and part-time employment relationships, self-employment, working 
through different platforms, entrepreneurship through co-operations, freelance-type 
work, agency relationships and umbrella companies. The means by which one can 
work as an entrepreneur have, therefore, become more diverse. 

This trend in the job market has particularly contributed to entrepreneurship as a via-
ble option for employment and working.  One impact of the increased uncertainty in 
working life may be that Generation Y, or Millennials – those born between the early 
1980s and mid-1990s – consider entrepreneurship as a valid option providing a suit-
able amount of freedom, responsibility and the possibility to express yourself and your 
own strengths. Young people often choose to work under a business name, which is an 
easy and risk-free way to start entrepreneurship. It is interesting that, based on the en-
tries in the business register of the Finnish Patent and Registration Office (2018), there 
are more than 204,000 entrepreneurs operating under a business name. This is the sec-
ond most common form of enterprise after the limited company (more than 270,000). 

The educational sector has also woken up to the significance of entrepreneurship and 
entrepreneurial skills as regards curricula and course selection. Students of different 
fields have also demonstrated growing interest in the topic. In addition to the Mind-
Business study module, we have also offered the international, cross-disciplinary 
“Entrepreneurship in Education” course where cross-disciplinary student teams bring 
their ideas to the product level. In these courses, entrepreneurship is understood as a 
competence to be learnt, meaning various types of knowledge, skills and attitudes that 
are beneficial in working life even if entrepreneurship is not the student’s ultimate 
goal.  In addition to the entrepreneur’s own competence, networks play a major role 
in achieving progress. In our earlier HURMOS project, we also gained evidence that 
humour can be used to support business activity and well-being.    

We hope that the stories in this book encourage readers to follow their dreams and 
seize opportunities that may come up even in surprising situations in life. Get inspired 
and excited by these stories! Once more, we would like to extend our warm thanks to 
all entrepreneurs who shared their story!

“Entrepreneurship is in me. It always has been, it is there now and it always will be. 
It is part of who I am. Maybe it is the persistence and passion to do things. However, 
it cannot be forced. At least I don’t want to do so. Only if it becomes my calling, then I 
will go for it.” (extract of a student’s reflection)



107

References

Aktan, A. (2017). Kyvystä sietää epävarmuutta tulee keskeinen taito. Teoksessa M. 
Toiminen (ed.), (s. 20-21): Välähdyksiä tulevaisuudesta [Flashes from the future]. 
Helsinki: Mindmill Network.

Ammattikorkealaki 932/2014 [Universities of Applied Sciences Act]. (19.5.2020). 
Retrieved from https://finlex.fi/fi/laki/ajantasa/2014/20140932

Annala, J., Mäkinen, M., & Lindén, J. (2015). Tutkimuksen ja opetuksen yhteys yli-
opistossa – Opetussuunnitelmatyön näkökulma [The interconnection between re-
search and teaching at university – The viewpoint of curriculum work]. Kasvatus 
& Aika, 9(3), 134–148. Retrieved from http://www.kasvatus-ja-aika.fi/dokumentit/
a9_annalaal_2110151532.pdf

Arena, B. J. (2014). Outside my comfort zone. Science, 345(6198), 842.

Arvosteluja Laplay-sylitasosta. (17.8.2018). Retrieved from https://www.heididi.fi/
arvosteluja-laplay-sylitasosta/

Bacigalupo, M., Kampylis, P., Punie, Y., Van den Brande, G. (2016). EntreComp: The 
entrepreneurship competence framework. Luxembourg: Publication Office of the 
European Union; EUR 27939 EN. https://doi.org/10.2791/593884

Big data koulutus. (17.8.2018). Retrieved from http://www.rekrytointikoulutus.fi/big-
data/

Brauer, S., Pajarre, E., Nikander, L., Häkkinen, R., Kettunen, J., Impiö, N., Siklander, 
P., & Vuopala, E. (2019). Kehittämishankkeet korkeakoulujen työelämälähe-
isyyden edistäjänä [Development projects as a promoter of the proximity of uni-
versities to working life]. Käsikirjoitus jätetty arvioitavaksi.

Davies, A., Fidler, D. & Gorbis, M. (2011). Future work skills 2020. Institute for the 
Future for the University of Phoenix Research Institute.

Haikkola, L. & Myllyniemi, S. (ed.) (2020). Hyvää työtä! Nuorisobarometri 2019 
[Good job! Youth Barometer 2019]. Helsinki: Opetusministeriö.

Helaniemi, K. (2018). Kutsuvat sitä pöhinäksi: Tositarinoita kasvuyrittäjyydestä [Call 
it a buzz: True stories about growth entrepreneurship]. Helsinki:Otava.

Hintikka, J. & Siklander, P. Yrittäjämieli [Entrepreneurial mind]. Manuscript. 

Huusko, M., Vettenniemi, J., Hievanen, R., Tuurnas, A., Hietala, R., Kolhinen, J. & 
Ruskovaara, E. (2018). Yrittämään oppii yrittämällä [You learn entrepreneurship 
by trying entrepreneurship]. Helsinki: Kansallinen koulutuksen arviointikeskus.

Hullmann, S. E., Robb, S. L.& Rand, K. L. (2016). Life goals in patients with cancer: 
A systematic review of the literature. Psychooncology, 25(4), 387–399. 



108

Hämäläinen, K. & Mäkeläinen, M. (2014). Taivas+Helvetti [Heaven + Hell]. Vol.2. 
Porvoo: One on One Publishing.

Isaacson, W. (2011). Steve Jobs. Helsinki: Otava.

Jousilahti J., Koponen J., Koskinen M., Leppänen J., Lätti R., Mokka R., Neuvonen 
A., Nuutinen J. & Suikkanen H. (2017). Työ 2040: Skenaarioita työn tulevaisuu-
desta [Work 2040: Scenarios for the future of work]. Helsinki: Demos Helsinki & 
Demos Effect.

Järvelä, S., & Hadwin, A. F. (2013). New frontiers: Regulating learning in CSCL. 
Educational Psychologist, 48(1), 25–39.

Karusaari, R. (2020). Asiakaslähtöisyys osaamisperusteisessa ammatillisessa koulu-
tuksessa [Customer orientation in knowledge-based vocational training] (Doctoral 
dissertation). Acta electronica Universitatis Lapponiensis 273. Rovaniemi: Lapin 
yliopisto. Retrieved from http://urn.fi/URN:ISBN:978-952-337-189-7

Kappel, M. (2014). The biggest mistake is ignoring the law of supply and demand. 
Retrieved 17.8.2018 from https://www.entrepreneur.com/article/236319

Koskenranta, R. (2018). Verkkokauppiaan bisnes kaventunut rajulla kädellä – 
”Digimarkkinointi tällä alalla vaatii isoja summia”. (17.8.2018). Retrieved from 
https://www.yrittajat.fi/uutiset/593486-verkkokauppiaan-bisnes-kaventunut-rajul-
la-kadella-digimarkkinointi-talla-alalla

Kouluhallitus (1985). Helsinki: Valtion painatuskeskus. Peruskoulun opetussuunnitel-
man perusteet 1985 [The national core curriculum for basic education 1985]. 

Laki ammatillisesta koulutuksesta [Vocational Education and Training Act] 531/2017. 
Retrieved 19.5.2020 from https://www.finlex.fi/fi/laki/alkup/2017/20170531

Lukiolaki [General Upper Secondary Schools Act] 714/2018. Retrieved 19.5.2020 
from https://www.finlex.fi/fi/laki/ajantasa/2018/20180714

Matinlassi Mari. Retrieved 16.8.2018 from https://www.linkedin.com/in/marimatin-
lassi/

Mikkola, S. & Tervonen, M. (2017). Epic: Nuoren yrittäjän käsikirja [Epic: A Hand-
book for a Young Entrepreneur]. Oulu: Luova laboratorio.

NEONE Retrieved 12.8.2018 from https://www.neone.fi

Opetushallitus. (2014). Perusopetuksen opetussuunnitelman perusteet 2014 [The na-
tional core curriculum for basic education 2014]. Helsinki: Opetushallitus. Re-
trieved 19.5.2020. from https://www.oph.fi/fi/koulutus-ja-tutkinnot/perusopetuk-
sen-opetussuunnitelman-perusteet

Opetushallitus. (2018). Varhaiskasvatussuunnitelman perusteet 2018 [Finnish Na-
tional Core Curriculum for Early Childhood Education and Care 2018]. Helsinki: 
Opetushallitus. Retrieved 19.5.2020 from https://www.oph.fi/sites/default/files/
documents/varhaiskasvatussuunnitelman_perusteet_2018.pdf



109

Opetushallitus. (2019). Lukion opetussuunnitelman perusteet 2019: Nuorille tarkoite-
tun lukiokoulutuksen opetussuunnitelman perusteet [The national core curriculum 
for general upper secondary education 2019]. Helsinki: Opetushallitus. Retrieved  
19.5.2020 from https://www.oph.fi/sites/default/files/documents/lukion_opetus-
suunnitelman_perusteet_2019.pdf

Opetus- ja kulttuuriministeriö. (2015). Yrittäjyyden ja yrittäjämäisen asenteen tukemi-
nen korkeakouluissa 2015 [Supporting entrepreneurship and an entrepreneurial at-
titude in higher education in 2015]. Opetus- ja kulttuuriministeriön työryhmämuis-
tioita ja selvityksiä 17. Retrieved 19.5.2020 from http://julkaisut.valtioneuvosto.fi/
bitstream/handle/10024/75160/tr17.pdf

Opetus- ja kulttuuriministeriö. (2016). Yrittäjyyden tukemisen hyvät käytänteet 
korkeakouluissa [Good practices in supporting entrepreneurship in universities]. 
Opetus- ja kulttuuriministeriön julkaisuja 14. Retrieved 19.5.2020 from http://urn.
fi/URN:ISBN:978-952-263-399-6

Opetusministeriö. (2004). Yrittäjyyskasvatuksen linjaukset ja toimenpideohjelma [En-
trepreneurship education guidelines and action program]. Helsinki: Opetusminis-
teriö, koulutus- ja tiedepolitiikan osasto. Opetusministeriön julkaisuja 18. Re-
trieved 19.5.2020 from http://urn.fi/URN:ISBN:952-442-746-X

Opiskelun ja koulutuksen tutkimussäätiö Otus. (2019). Opiskelijasta yrittäjäksi 2019 
– Korkeakouluopiskelijoiden yrittäjyys ja yrittäjyyshalukkuus [From student to 
entrepreneur 2019 - Entrepreneurship and willingness to entrepreneurship among 
university students]. Helsinki: Suomen Yrittäjät. 2019. Retrieved  19.5.2020 from 
https://www.yrittajat.fi/sites/default/files/opiskelijasta_yrittajaksi_2019.pdf

Panula, J. (2017). Sisu on suomalaisille voimavara vielä nykyäänkin, sanoo filosofian 
professori. Retrieved 15.8.2018 from https://yle.fi/uutiset/3-9951451

Pientalojen polttopuun käyttö 2016/2017. Luonnonvarakeskus. Retrieved 15.8.2018 
from https://stat.luke.fi/pientalojen-polttopuun-k%c3%a4ytt%c3%b6-20162017_fi

Puupolttoaineet energian tuotannossa. Maa- ja metsätalousministeriö. Retrieved 
15.8.2018 from https://mmm.fi/metsat/puun-kaytto/puun-energiakaytto

Rämö, S. & Valtari, H. (2017). Unelmahommissa: Tee itsellesi työ siitä mistä pidät  
[In a dream job: Do yourself a job from what you like]. Helsinki: WSOY.

Salmijärvi, T., Siklander, P., Vuopala, E. & Impiö, N. (2020). Yrittäjyyteen kan-
nustaminen korkeakouluissa – Yrittäjyyslinjausten sekä kahden korkeakoulun 
käytänteiden tarkastelua [Encouraging entrepreneurship in universities – A review 
of entrepreneurship policies and the practices of the two universities]. Manuscript 
submitted for review.

Sekki, A. & Niemi, M. (2016). Menesty yrittäjänä: 68 käytännön ohjetta [Succeeding 
as an entrepreneur: 68 practical tips.] Helsinki: Talentum Pro.



110

Siklander, P. & Impiö, N. (2018). Common features of expertise in working life: 
Implications for higher education. Journal of Further and Higher Education, 
Vol. 43, 1239–1254. Retrieved 18.5.2020 from https://doi.org/10.1080/030987
7X.2018.1471126

Slepcevic-Zach, P. & Stock, M. (2018). ePortfolio as a tool for reflection and self-re-
flection. Reflective practice, 19(3), 291–307. https://doi.org/10.1080/14623943.20
18.1437399

Stock, M., & Winkelbauer, A. (2012). ePortfolio-implementation in the Master’s Pro-
gram of business education and development. International Journal of Business 
Education, 152, 48–55.

Suomen biotalousstrategia. (19.8.2018). Biotalous. Retrieved from https://biotalous. fi/ 
wp-content/uploads/2014/07/Julkaisu_Biotalous-web_080514.pdf

Toiminen, M. (2017). Välähdyksiä tulevaisuudesta [Flashes from the future]. Helsin-
ki: Mindmill Network.

Vuorela, T., Oikarinen, E-L., Hurmelinna, P., Ahola, H., Aro, P., Alatalo, S., Poutiain-
en, A., Saraniemi, S., Estola, E., Siklander, P., Tähtinen, J., & Sinisalo, J. (2017). 
Research agenda with empirical results of using humour strategically in business. 
In. J-M. Turpeinen (Ed.), Building bridges and crossing boundaries in entrepre-
neurship education (pp. 332–351). 11th Entrepreneurship education conference 
2017 in Oulu. Retrieved from http://jultika.oulu.fi/files/isbn9789526216508.pdf

Vuopala, E., Salmijärvi T., Siklander P. & Impiö N. (2019). MindBusiness – Promot-
ing higher education students’ entrepreneurial mindset and agency /eApril-konfer-
enssi 27.11.2019.

Winne, P. H., & Hadwin, A. F. (1998). Studying as self-regulated engagement in learn-
ing.In D. Hacker, J. Dunlosky & A. Graesser (Eds.), Metacognition in educational 
theory and practice (pp. 277–304). Hillsdale, NJ: Erlbaum.

Wojdylo, K., Baumann, N., Fischbach, L. & Engeser, S. (2014). Live to work or love 
to work: Work craving and work engagement. PLoS One. Public Library of Sci-
ence 9(10). https://doi.org/10.1371/journal.pone.0106379

Yliopistolaki 558/2009 [Universities Act]. Retrieved 19.5.2020 from https://www.fin-
lex.fi/fi/laki/ajantasa/2009/20090558

Young, S. C. & Jung, J.Y. (2014). The relationship between metacognition, entrepre-
neurial orientation, and firm performance: An empirical investigation. Academy of 
Entrepreneurship Journal, 20(2), 71–86.

Zimmerman B.J., & Schunk D.H. (2011). Self-regulated learning and performance 
– An introduction and an overview. In B.J.Zimmerman & D.H. Schunk (Eds.), 
Handbook of self-regulation of learning and performance. New York, Routledge.



111

The authors

Ahonen Anni 
Student, University of Oulu/The Faculty of Information Technology and 
Electrical Engineering, Computer science.

Alajukuri Heidi 
Student, Oulu University of Applied Sciences, Degree Programme in 
International Business.

Al-Rubaye Mustafa  
Student, University of Oulu/The Faculty of Medicine, Wellness technology.

Hautamäki Heidi 
Student, University of Oulu/The Faculty of Education, Early childhood 
education.

Heinikoski, Anni 
Student, University of Oulu/The Faculty of Humanities, Logopedia.

Hämäläinen Sebastian 
Student, University of Oulu/The Faculty of Biochemistry and Molecular 
Medicine, Biochemistry.

Karvonen Eero 
Student, University of Oulu/The Faculty of Technology, Chemistry.

Korento Sara  
Student, University of Oulu/The Faculty of Information Technology and 
Electrical Engineering, Information technology.

Kosunen Janika 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Kumpulainen Sara 
Student, University of Oulu/The Faculty of Biochemistry and Molecular 
Medicine, Biochemistry.

Laakkonen Elli 
Student, University of Oulu/The Faculty of Education, Music education. 

Lähteenoja Laura 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Mattila Eeva 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Moilanen Jaana-Maria 
Student, University of Oulu/The Faculty of Information Technology and 
Electrical Engineering, Computer science.



112

Nissinen Nella 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Nurmenniemi Julius 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Paakkinen Vilma 
Student, Oulu University of Applied Sciences/ Engineering degree program, 
Bachelor of Science in Engineering, Civil Engineering.

Paaso-Rantala Heli 
Student, University of Oulu/The Faculty of Humanities, Master's Program in 
Science Communication.

Pakonen Seppo 
Student, University of Oulu/The Faculty of Information Technology and 
Electrical Engineering, Information technology.

Parviainen Henna 
Student, University of Oulu/The Faculty of Education, Early childhood 
education.

Pehkonen Mikko 
Student, University of Oulu/The Faculty of Technology, Mechanical engineering.

Pelkonen Matias 
Student, Oulu University of Applied Sciences/Information technology, 
Information and communication technologies.

Poikela Suvi 
Student, University of Oulu/The Faculty of Education, Educational sciences. 

Putula Miriam 
Student, University of Oulu/The Faculty of Humanities, Logopedia.

Salmijärvi Tiina 
Project manager, Master of Social Sciences, Master of Education, advisor, 
University of Oulu/ The Faculty of Education. 

Siklander Pirkko 
University Researcher, PhD, Adjunct Professor (technology-enhanced teaching 
and learning), University of Oulu/The Faculty of Education.

Siltavirta, Katta 
Lecturer, Bachelor of Business Administration (Master of Applied Sciences), 
Oulu University of Applied Sciences.

Soikkeli Rolle 
Student, Oulu University of Applied Sciences/ Engineering degree program, 
Bachelor of Science in Engineering, Civil Engineering



113

Springare Tapio 
Student, University of Oulu/The Faculty of Technology, Electrical Engineering. 

Suomela Markku 
Student, University of Oulu/The Faculty of Humanities, Information Studies. 

Tynkkynen, Minni 
Student, University of Oulu/The Faculty of Humanities, Cultural Anthropology. 

Valtavaara Juho 
Student, University of Oulu/The Faculty of Information Technology and 
Electrical Engineering, Computer science.

Virkkala Jani 
Student, University of Oulu /The Faculty of Medicine, Medicine.

Virtanen Vilhelmiina 
Student, University of Oulu /The Faculty of Medicine, Medicine.



114

“We’ve got a paper, have you got an idea?”

Mind business involves knowledge, expertise and attitude, but it also means that you 
need to identify and harness your own skills and strengths. It is clear that entrepreneurs 
need mind business, but it is similarly needed in all professions and studies. To suc-
ceed, you have to have the ability to search for information and learn, build networks 
and work together, motivate yourself, control your emotions and solve problems. This 
book includes authentic, personal stories of micro-enterprises, with special focus on 
their strengths. University students have met with the entrepreneurs introduced in the 
book, explored their activities and paths as entrepreneurs and written the eight stories 
included in the book. The assignment is connected to the summer course “Tunnista 
yrittäjyysvalmiutesi” (Identify your capacity as an entrepreneur), implemented by the 
University of Oulu and the Oulu University of Applied Sciences in 2018.  

The students themselves defined what entrepreneurship means at the beginning and 
end of the course. The definitions highlighted risks, responsibility, threats and hard 
work, but the key qualities of entrepreneurs were considered to be skills, know-how 
and, in particular, the desire to learn and develop. Other qualities strongly attributed to 
entrepreneurship include freedom, persistence, courage, honesty and passion. Entre-
preneurs have a strong vision and well-defined goals, they are able to anticipate things 
and be creative. Humour plays a particular role in entrepreneurial activities. During 
the course, we also reflected on the core of entrepreneurship and what the stories have 
taught us. For example, observations concerning the significance of entrepreneurs’ 
continuous learning, well-being and networks gave rise to discussion. As our students 
put it: “An entrepreneur should not try to do everything themselves” and “You can 
always learn and develop, you will never be ready.” The idea of networks and working 
together was integral to the course, which showed in the students’ spontaneous inter-
action: “We’ve got a paper, have you got an idea?” This is how they started working 
together.

The stories in the book can stimulate reflection, discussion and different types of as-
signments. The work serves as a textbook for entrepreneurship courses at various ed-
ucational levels. Entrepreneurs and prospective entrepreneurs may also benefit from 
its contents. 
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