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Leading article

International investments
generate growth in the region

There is good reason to call Joensuu
Region a winner in the globalisation
stakes. Major international investments
have been made in the region.
Globally operating companies
appreciate the region and want to
concentrate their product development
and production here.

Foreign investments are made for the
long term. Large international
companies look for growth and an
operating environment with potential
for greater profit.

John Deere and Abloy are good
examples: each Group’s Joensuu unit is
among the best in terms of profitability.
The recently held World Investment
Conference even nominated John
Deere’s Joensuu factory as the best
investment in Europe. Deere’s success

has been boosted by the company’s
strong forestry research and education
and the diverse services provided to
the company and its subcontractor
network by expert organisations. The
success of Abloy has been boosted by
the company’s staff stability,
commitment and special expertise.

Not just major corporations in Joensuu
have achieved growth and success.
The Joensuu region is a good operating
environment that also provides small
and medium-sized enterprises with
profitable business opportunities. We
can be proud because the region’s
SMEs rank highest in Finland in terms
of solvency ratio. The companies’
success and confidence in the future
have generated a positive growth
cycle. The region’s development has
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Development of export in Joensuu Region from Jan 2000-June 2006
ENTIRE METALS INDUSTRY
(classes 27-34 of the statistical classification of economic activities)

Economic review

- a positive trend continues in the metals industry

Joensuu Region does well in many
respects. The development of exports
in the metals industry has been
particularly favourable compared to
the other parts of the country. Exports
of metal products increased more than
22% between January and June of this
year. The metals industry has
experienced a positive trend in exports
for a long time, with the value of
exports almost doubling over the past
three years.

According to Statistics Finland,

Joensuu Region saw the biggest growth

in net sales in the first half of 2006 in
construction, which grew by almost
13%. Other strong growth sectors
include the manufacture of mineral
products, research and development,
the processing industry, the entire
metals industry, and the manufacture
of metal products. These sectors have
grown by approximately 10%.

attracted service sector investments
and has brought about a real
construction boom. Joensuu Region is
now experiencing a phase of strong
growth.

The proximity of the Russian border
makes the local operating environment
particularly interesting. Joensuu Region
is located close to the rapidly
expanding Russian markets. We have
solid Russian expertise and strong
contact networks across the border.
Joensuu Region is a viable base for
foreign organisations to invest in
Russia: they can establish a marketing
and development unit in Joensuu
Region and shift a part of their
production to the Russian side of the
border. Companies that are able to
utilise the Russian market are also able

European Championship
excited people in Joensuu

Thousands of people celebrated
runner Jukka Keskisalo and his historic
European Championship win in the
Joensuu Marketplace in August. The
champion commentated on his
winning run, which was relayed over a
video, and gave autographs. Jukka
Keskisalo’s victory in men’s 3000m
steeplechase in Gothenburg was
Finland’s first ever European
Championship win in a long-distance
steeplechase event. The City of
Joensuu has sponsored Keskisalo’s
career for five years. The City
presented Keskisalo with a building
plot and a EUR 2,000 grant for his
achievement.



to expand their operations on the
Finnish side of the border.

Thanks to its location between Russia
and Europe, Joensuu Region also
provides an efficient operating
environment to Russian companies
and investors. Among factors that
make the region attractive are skills
and knowledge, high technology,
people and the environment. Joensuu
Region also maintains soft values: a
high quality of life and friendliness of
people. Welcome to a viable
environment in which your company
can develop and grow!

Keijo Mutanen,
Managing Director, JOSEK Ltd

Fodesco’s new production unit meets
the needs of international markets

Fodesco Oy is expanding its
production in Lehmo, Kontiolahti,
where the company has operated for
four years. The expansion creates more
jobs and brings new technology to the
area. The company has previously
carried out marketing, sales,
warehousing and design in Lehmo,
whereas production has taken place in
Russia. However, the Russian
production goes to satisfy the needs of
the growing Russian market. The new
high technology production unit in
Lehmo was built for markets outside
Russia.
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John Deere’s forestry machine factory in Joensuu
is a good example of the area’s attractiveness, state the Managing
Director of Invest in Finland, Tuomo Airaksinen, the Factory Manager
of John Deere, Martti Toivanen, and the Managing Director of
JOSEK, Keijo Mutanen, in one voice.

The market, the expertise and the environment
attract foreign investors

International companies arrive in
Finland looking for profitable business
opportunities. The key selling points of
Joensuu Region include the nearby
markets, the skills and knowledge and
the pleasant living environment. All of
this is based on close cooperation

between the region’s players.

According to Tuomo Airaksinen,
the Managing Director of Invest in
Finland, foreign investors usually
look for strong growth. They are
attracted to Finland because of its
markets and, in particular, the
markets of the neighbouring
regions.

“Companies establish a unit in
Finland in order to carry out
business in Scandinavia, the Baltic

‘ countries and Russia. Often the

safest way to proceed is first to
create a unit in Finland and then
expand business operations to
Eastern Europe. Joensuu Region’s
location next to the Russian border
provides good opportunities for
this,” explains Airaksinen.

Technology and networks attract
top companies

International companies appreciate
skills and knowledge. Finland’s high
educational standard and
technology are well recognised
globally. According to Airaksinen,
Joensuu Region’s strong expertise
clusters attract top companies in
their fields.

“There are for example
companies operating in Joensuu
Region that have comprehensive
knowledge of the forestry
technology, the manufacture of
forestry machines and equipment,
logistics, and bioenergy. Investors

are particularly interested in
extensive networks of operators
who support business and include
subcontractors, producers, research,
education and training
establishments, and skilled
employees,” explains Tuomo
Airaksinen.

According to Martti Toivanen,
the Manager of John Deere’s
Joensuu factory, the establishment
of John Deere’s forestry machine
factory and customer service centre
in Joensuu was a good example of
the region’s attractiveness.

“The decision to locate the
factory here was based on the fact
that Joensuu was more professional
and efficient than the other
locations considered. In addition to
the thriving domestic and East
European markets, the local
operating environment supported
the establishment of the factory in
Joensuu. The location of expert

OPERATING ENVIRONMENT



forestry organisations close by and
suitable services of various
educational and training
establishments were contributing
factors in deciding the factory’s
location.

“The City of Joensuu and other
local players joined in the efforts to
secure the production for Joensuu.
The region’s different development
companies have assumed an
important role by participating in
the creation of a subcontracting
network for the company. Joensuu
Science Park and the region’s
comprehensive education and
training services actively supported
the company when the factory
introduced new production
technology,” explains Keijo
Mutanen, Managing Director of the
Joensuu Regional Development
Company, JOSEK Ltd.

Mutanen considers that high
technology attracts an increasing
number of international companies
to Joensuu Region.

“Educational establishments and
companies carry out award-winning
research and have expertise in
nanotechnology, photonics, optics,
and micro machining technology.
There is future potential also in the
development of component
production and related production
cooperation in Russia, new material
combinations, and bioenergy. Of
course, good service sector

A new model for

According to Managing Director
Tuomo Airaksinen, regional
investments have previously taken
the shape of projects. However, it
takes years to realise an investment,
and project schedules are usually
too short for this. A continuous,
uniform operating model and clear
roles between the different players
are required.

“We and JOSEK are now starting
to prepare a pilot model for a new
permanent operating model that
could also be introduced in other
parts of Finland. The pilot model
will be launched next year.”

“The objective of the model is to
cooperate in order to save
resources, enhance productivity
and improve the success rate.”

Foreign investments are sought
with relatively scant resources, so

companies also operate in the
region,” Mutanen points out.

“The increase in the price of raw
materials has made the mining
industry more attractive to investors,
and tourism is also seen as an
opportunity. Operations in these
fields require major investments,
however, and the opportunities to
obtain financing from Finland are
limited. For this we need foreign
investors,” Mutanen continues.

The living environment commits
employees

According to Tuomo Airaksinen,
even the smallest factors can make
a difference when a large company
makes decisions on where to locate
its operations; soft values must not
be overlooked.

“The living environment must be
attractive, because it helps commit
employees to the workplace. The
quality of life is high in Joensuu
Region, whether you compare it to
Central Europe or the Helsinki
Metropolitan Area,” praises
Airaksinen.

“Investment decisions are made
at the management level by
individuals, who are driven by their
preferences. Many people know
Finland for its high technology,
efficiency and networking, but the
natural environment must be
experienced at first hand.”

“We work hard to ensure that the

decision-makers visit Finland and
see different parts of the country.
These visits change their opinions
and are decisive when location
decisions are made,” explains
Airaksinen.

The investors organise a bidding
competition among the regions to
help the decision-making and ask
the regions to provide what could
be described as a tender.

“The list of questions asked in the
bidding competition is usually long.
Regions that know their strengths
and are able to respond quickly do
well in the bidding. Players in
Joensuu Region have done their
homework; they know the fields in
which they are strongest. Joensuu
Region is well prepared to receive
foreign investments,” states
Airaksinen.

“A region should stand united
behind a single message it wants to
convey to the rest of the world. The
division of roles between the
region’s different players must be
clear. Joensuu Region has
succeeded in this, and the good
cooperation has already born fruit,”
Airaksinen points out.

promoting foreign investments

that networked cooperation has
proved to be the only viable
operating model.”

“Investments are sought by
networks that extend from abroad
to Finland, down to the local level.
Finpro, our partner abroad, looks
for foreign investors. In Finland we
work in cooperation with regional
partners. In Joensuu Region, we are
represented locally by JOSEK,”
Airaksinen describes his network.

“Customers are brought to the
region through the cooperation
network. All operations focus on the
region’s strengths. It is easy to start
piloting with JOSEK. We can
mobilise rapidly because we know
Joensuu Region’s assets. We have
already cooperated for four years on
a project basis and have been able
to test the new operating model.”

JOENSUL REGICH

Info

Invest in Finland

Promotes direct foreign
investment in Finland. It
works in close cooperation
with Finnish industry and
regional organisations and
presents Finnish investment
opportunities to foreign
companies. Its operations are
financed by the Ministry of
Trade and Industry.
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An innovative learning e

The teaching methods and learning environments of the Outokumpu

Welding and Machining Centre are highly regarded in Finland. The

centre trains experts for companies and provides tailored training. It

works as a testing environment for new working methods and a

vantage point for the latest technology.

North Karelia’s plastics and metals
industry has developed strongly
over the past few years and is one
of the key areas for regional
development. The plastics and
metals industry is a technology and
labour intensive sector, in which the
employees’ expertise plays a major
role. Basic vocational qualifications
alone are not sufficient; skills and
further training based on high
technology are required in order to
ensure success in the tough
competition.

According to Project Manager
Liisa Hiltunen, these were the
reasons for establishing the
Outokumpu Welding and
Machining Centre.

“We started to develop the Centre
a couple of years ago at the
initiative of companies operating in

‘ this sector. We wanted to safeguard

the operating conditions for the
region’s engineering and metals
companies by investing in
expertise,” explains Hiltunen.

“We have state-of-the-art
machines and equipment and our
hardware and software have been
designed to meet the needs of
companies operating in the field.
Modern welding robots, five-axle
multi-purpose lathes and simulation
software provide an excellent
testing environment for the
development of operations.”

“During the past two years, many
companies have modernised their
equipment or upgraded their
personnel’s skills to enable them to
make better use of the existing
machines,” describes Hiltunen.

“Metal is sexy”
The Adult Education Centre’s

e cooperation with
ering and metals
Liisa Hiltunen.

!

ironment creates

Outokumpu Unit provides basic
education that prepares students for
vocational qualifications in the
engineering and metals sectors.
According to Hiltunen, young
people are in an important position
in that they ensure the availability
of skilled labour.

“The metals industry will
continue to provide a good supply
of versatile job opportunities. The
introduction of new technology
requires a greater knowledge of
programming, design and
simulation skills,” lists Liisa
Hiltunen.

“More than half of the jobs
require IT skills. The latest

The Centre’s five-axle multipurpose®lathe
represent state-of-the-art technglogy.

OPERATING ENVIRONMENT



equipment and software provide an
interesting operating environment
for young people, and the work can
even remind of an exciting
computer game. The metals industry
has continuously improved its
image because metal is sexy,”
claims Liisa Hiltunen.

“It is important to be properly
motivated to work in this field.
Employers hope that young people
and their parents would visit metals
companies and become acquainted

with their work. Student counsellors
and study secretaries have made
great efforts in schools to make the
plastics and metal sector more
interesting. Motivated students have
the opportunity to become top
experts and we want to maintain a
high standard of tuition,” explains
Hiltunen.

According to Hiltunen, both the
training organisation and
companies operating in the sector
are very committed to the Welding

and Machining Centre.

“Both an active approach and
networking with universities and
international organisations are
required in order to attain top
expertise. We have potential to
become a world leader in this field,
particularly in the utilisation of a
multi-axle operating environment,”
enthuses Hiltunen.

Top expertise

in sheet metal manufacturing

Contract manufacturing accounts for approximately 75 %

of the net sales of Rakennustempo Oy, a metals industry

company that operates in Joensuu and Pyhaselka. The
company specialises in high-quality, processed sheet

metal products, such as fuel and hydraulic tanks and

different engine covers.

“We participate in the product
development work and projects of
our principals. They have helped us
to hone our competitiveness to a
top level,” enthuses Timo
Pdivanurmi, Rakennustempo Oy’s
Managing Director.

The most important customers for
which Rakennustempo carries out
contract manufacturing include the
forestry machine manufacturer John
Deere Forestry Oy, Rocla Oyj,
which specialises in materials
handling, and Kalmar Industries Oy
Ab, which is a part of the Kone
Group.

Paivanurmi calculates that the
company’s net sales for contract
manufacturing have grown by some
60% during the past 12 months.
Strong growth will continue, thanks
particularly to the forestry machine
manufacturer Deere. Cooperation
with Deere is also easy because
Rakennustempo has production
facilities right next to John Deere
Forestry’s factory in Joensuu.

“Deere is like a big brother to us;
it has provided us with expertise
and even resources when we were
in the process of developing our

operations and competitiveness.”

Rakennustempo’s own products
include the Tundra Girill fireplace
and the Joonas berry harvester. The
company’s own products account
for 25% of its net sales.

A good atmosphere and job
satisfaction

Rakennustempo, established in
1978, employs approximately 60
people. The company pays plenty of
attention to the job satisfaction and
commitment of its employees. A
total healthcare package is currently
being created for the personnel and
their families.

“I have two children myself and
know that when your regular
working day for the company has
finished, another working day at
home is only just beginning. We
want to help our employees by
ensuring that they do not have to
queue to see a doctor if their child
has a temperature, for instance,”
Pdivanurmi justifies the company’s
plans.

“We are also in the process of
negotiating many other fringe
benefits for our employees, varying

Managing Director Timo Paivanurmi (on the left) and
welder Harri Tahvanainen examine the welded seam
of a hydraulic tank. 26-year-old Tahvanainen has
worked at Rakennustempo for three years.

from discounts for grocery shops to
discounted consumer goods.”

According to Timo Pdivanurmi,
the pay is naturally important, but it
is not the only way of committing
the employees to a workplace.

“A good package would consist
of the right kind of atmosphere in
the workplace, job satisfaction, and
different kinds of fringe benefits.”

OPERATING ENVIRONMENT



Dream location:

centre of the town

According to Erkki Nordstrom, the
centre of Joensuu will continue to
attract investments in the future.

]
i

According to Erkki Nordstrom,
who works as Project Manager at
YIT Construction Services,
investment decisions are always
made on a case-by-case basis.

“We analyse and calculate the
profitability of investments carefully.
The attractiveness of the area in
question naturally has an impact on
the expected profit. We do not
favour any specific areas in Joensuu,

Joensuu is experiencing a building boom.

Competition over unoccupied building plots is fierce and

investors want to secure profit quickly. The centre of the town

develops rapidly and continues to be the dream location for

many construction companies.

but the centre of the town, which is
covered by the grid plan, is of
course the preferred location for
builders,” admits Nordstrom.

“I believe that investments in the
centre of the town will continue. |
think we can be proud of the new
elegant urban centre of the town
and the increasingly versatile
services provided for inhabitants
and companies,” evaluates
Nordstrom.

“Construction in Joensuu is
advancing more rapidly than in the
rest of Finland, in ratio to the
region’s population. The value of
the projects commenced in the
region last year was approximately
170 million euro. Many projects
had been shelved to await a more
appropriate time, and that time was
now.”

“The building boom can partly be
explained by the low interest rates,
which have increased the demand
for owner-occupied housing. The
construction of business premises
has become necessary because
many chain stores have now
decided to establish a store in the
region. The activities of property
owners have also speeded up
development projects,” lists
Nordstrom.

YIT currently has two
construction projects in Joensuu:
residential high rise buildings on
Torikatu and Eteldkatu in the centre
of the town.

“The Housing Corporation
Koskikara, which will be completed
at the end of February 2007, is our
largest ever residential project in
Joensuu. The building, which is
being built next to the department

store Sokos, will house 65
apartments and three business
premises at the street level,”
explains Nordstrom.

Renovations are on the increase
YIT’s building activities currently
focus on the construction of
residential buildings. According to
Erkki Nordstrom, the size of the
Joensuu economic area means that
construction companies cannot
specialise.

“Our construction projects are
very versatile, varying from new
construction projects to
renovations. Our order book
extends to 5-6 years,” explains
Nordstrom.

“The share of renovations is on
the increase in Finland. The value of
Finland’s construction business in
2005 was 22 billion euro. Of this,
17.7 billion euro came from
residential construction, and this
sum can be further divided into new
construction (10.2 billion euro) and
renovations (7.5 billion euro).”

“I believe that construction
volumes will take a slight downturn
in two years’ time, although |
wouldn’t describe the trend as
fading. Construction has reached its
peak in Joensuu and there has been
a sufficient supply of labour, at least
so far,” adds Nordstrom.

“Employees in Eastern Finland are
skilled and hard-working. I have
also been pleased to note that
young people are interested in
working in the construction sector.”

CONSTRUCTION



According to Kristian Ikonen, the renovated guest rooms can be characterised by individuality and a
high quality. For example, a different picture was commissioned for each room.

Hotel renovations that

respect traditions

According to hotel manager
Kristian lkonen, Hotel Karelia’s
history determines largely what it is
today.

“Before the repairs commenced,
we discussed the traditions and all
the tried and tested solutions that
we did not want to give up. We are
known for our individuality and
customer service and have taken a
positive step back. For example, the
coatroom was transferred to the
ground floor where it once used to
be, and the lounge bar was
relocated to the back of the room,”
explains lkonen.

“We wanted to be faithful to the
hotel setting. The hotel is located in
the renowned Terdskulma building,
which was Joensuu’s first stone
building on five floors, and the first
one with a lift. This functional
building was purpose built, and we
have implemented the renovations
respecting the original design,”
Ikonen continues.

“We started the renovations from
the restaurant and the kitchen and
built a long-awaited cabinet for
private functions and meetings

alongside these two. Since the
completion of the guest rooms in
March, we have modernised the
downstairs lounge bar, lobby and
reception room. The hotel now
provides modern information
technology, with the entire building
covered by a wireless local area
network,” notes lkonen.

“This was the first extensive
renovation project during the entire
history of our family business and
we are extremely happy with the
end results. For us, having local
flavour is a resource and we
therefore made a conscious
decision to use local builders for
the construction work as far as
possible,” Ikonen points out.

The development of the centre of
the town brings more customers
Kristian Ikonen considers Joensuu a
vivid regional centre that attracts
increasing numbers of inhabitants
and businesses. This trend also
increases the hotel’s customer base.

“It is natural to develop the centre

of the town because it is where the
culture and businesses of Joensuu

Hotel Karelia, owned by the
Ikonen family, has
undergone extensive repairs.
The rooms and restaurant
facilities of this hotel, which
is located along the
pedestrian street in Joensuu,
were completely revamped
with respect for traditions

and the historic setting.

are. Modernisation increases the
public’s demand and makes the
town a more pleasant environment
in which to live. As service
provision improves, people want to
spend time in the centre of the
town,” lkonen considers.

“The pedestrian street is a key
attraction for us. We want to be
actively involved in the
development of the centre of
Joensuu. We are long-time
supporters of the Joensuu Town
Centre Society’s activities.”

“The renovation project was an
important investment in the future
of our family-run business, and the
hotel renovations are a part of the
change-of-generation process that
we are currently implementing.
Now that the framework is in order,
we can focus on our business and
its development,” concludes
Ikonen.

CONSTRUCTION




The pleasure of constructing

In Joensuu

Ari Laamanen, Managing Director of the construction company Rakennusliike

A. Taskinen, is a busy man. Various construction projects are underway in

Joensuu. A 14-floor residential building is being built by the river as a new

landmark.

Tahtitorni, a 14-floor ¥
residential building is being Sl
constructed in Penttila by Ari 5
Laamanen’s company.

According to Managing Director
Ari Laamanen, Joensuu Region is a
good place for investment and
construction. This is largely
attributable to the cooperation
between different players and
confidence in the region’s future
and positive development.

“All the partners in Joensuu seem
to share the same willingness to
develop the region. Cooperation
has been smooth both with the
authorities and private persons. |
have been astonished to find out
how much | enjoy work these
days,” quips Laamanen, laughing.

“A climate of openness and
confidence prevails in the region,
to the point of not needing to
record in writing everything that
has been agreed. Furthermore, the
region has skilled employees with
high work ethic,” Laamanen
praises.

Managing Director Ari Laamanen
considers that construction
companies are required to be
increasingly innovative and brave
to diverge from traditional
construction methods.

“We want to be in on the
development and experiment with
new things. The construction of the
new building for Metla, the Finnish
Forest Research Institute, is a good
example of our approach. Wooden
construction is often considered
risky, but we accepted the
challenge and succeeded,” states
Laamanen.

“All construction projects are

CONSTRUCTION



different. The ratio between new
construction and renovation
projects varies from one year to the
next; for example, we are currently
working on several school
renovation projects, whilst
maintaining an overall focus on
residential building,” explains Ari
Laamanen.

Integrated development means
continuity

Construction business is
traditionally cyclic and the winter
brings further challenges to the
timing of construction projects.
There is fierce competition over the
best building plots, and investments
span several years.

“We are interested in integrated
development, because it brings
continuity to our operations.
Working over an extended area and
building several houses in the
vicinity gives us the opportunity to
test different solutions,” explains
Ari Laamanen.

“Building concurrently also
improves efficiency, because the
same designers, employees and
subcontractors work on the
project.”

“We aim to stand out from other
construction companies in that our
order book extends further, even to
8-10 years. Continuity makes it
easier to develop the company and
its personnel,” explains Laamanen.

According to Laamanen, the
Penttild residential area and
particularly the current
construction project of Tahtitorni
residential building are the most
interesting examples of integrated
development.

“The Tahtitorni building is special
in Joensuu because of its height, 14
floors. In addition, Penttild provides
a unique opportunity to live by the
river near the centre of the town.
The development is, therefore,
designed with superior quality
structures and materials,” describes
Laamanen.

“Vehkalahti will be a completely
new concept for us in the future.
This important development project
will commence in a couple of years
and will consist of detached, semi-
detached and terraced houses for
more than 100 families,” reveals
Laamanen.

Businesses believe in
the region’s buying power

Business premises are being built at an ever increasing pace

— the current lack of customers does not worry investors.

Construction of business premises
has taken a dramatic upward turn
in Joensuu over the past few years.

“Tens of thousands of square
metres of new business premises
have been or are being built in
Joensuu. This is more than we
originally expected,” describes
Juha-Pekka Vartiainen, the Town
Planning Manager.

According to Vartiainen, the
building boom was preceded by a
quiet period in the last decade.

“The 1990s were a quiet period
in terms of construction business.
The accumulated needs are now
being met,” estimates Vartiainen.

Finland’s largest Prisma
hypermarket

Joensuu’s Prisma will be extended
in 2008 to make it Finland’ largest
Prisma hypermarket. The extension
project that commences this winter
will increase the hypermarket’s
floor area from 15,000 m? to a
whopping 26,000 m2. This is the
largest individual project carried
out by North Karelian Cooperative
Society PKO.

“Every other milk carton that is
bought in Joensuu is bought from
us, but we still have room for
improvement in the consumer
goods sector. We also want to
increase our future attractiveness,”
explains Heikki Hamaldinen,
Managing Director of North
Karelian Cooperative Society.

Investing in a developing area
The new Carlson department store
is being built in the centre of
Joensuu. The store’s floor area will
be approximately 5,000 m2. The
building will also include a
warehouse and car park, and
offices that will be leased out to
third parties.

“Construction is an expensive
investment, but the decision was
made to extend this almost 150-
year-old company as the result of
long-term planning and careful
calculations. The investment can be
justified by the development of
Joensuu Region and the buying

power of the local people,” clarifies
Hannu Koponen, who runs the
department store in Joensuu.

This is the optimum time for
construction investments in
Joensuu.

“Old business premises have had
their day, and the town’s planning
activities also encourage
construction. The University of
Joensuu and the other educational
establishments have a long-term
impact on construction, because
the students and the personnel help
guarantee that there will be
sufficient buying power in the
town.”

According to Hannu Koponen, Manager
of the Carlson Department Store, due to
open in the spring, location is of prime
importance to a department store.

CONSTRUCTION
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Catalonia has funded the work of
Antonio Trasobares, José Ramén
and Marc Palahi at Joensuu. All
three men have completed their
doctorate studies at the
University of Joensuu.

EFI to conquer
the Mediterranean forests

The Barcelona office will carry on the

fruitful partnership between Joensuu and

Catalonia in forest research.

research as well as about life.

“I found myself in North Karelia. |
even met my wife there. | think we
Catalans could learn a lot from
North Karelians. We are very
diplomatic, but sometimes
unnecessarily artistic. | admire the
innovative, research-oriented
attitude of the Finns.

The first regional office of the
leading European forest research
network will become operational in
Barcelona. The European Forest
Institute’s (EFI) local project centre
will become a fully-fledged
member of the network.

Marc Palahi from Catalonia, who

high-quality research into
Mediterranean forests. It will help
regional researchers and research
organisations to build up networks,”
says Palahi.

As Joensuu and Catalonia have
worked together in forest research
for seven years now, the province of
Catalonia was a natural location for

obtained his PhD at the University
of Joensuu, has been in charge of
preparations together with EFI.
While he was living in Finland, he
already co-ordinated forest co-
operation between EFI and
Catalonia.

“I believe that the regional office
will improve forest research in the
Mediterranean area and improve
awareness of the special features
and problems of our forests. For EFI,
the regional office will put it in
direct contact with Mediterranean
forest issues,” says Palahi.

The Joensuu model

The European Forest Institute
already plays an important role in
many countries thanks to its seven
project centres. With this new
regional office, EFI, based in
Joensuu, will become even more
visible and will show that it works

for the good of the whole of Europe.

“The regional office aims to co-

ordinate and market meaningful
’

EFI's first regional office. Catalonia
has funded its representatives’ work
and studies in Joensuu, and,
according to Marc Palahi, has
significantly benefited from the
partnership.

“The methods and tools
developed at the University of
Joensuu have been successfully
implemented in Catalonia. During
the past five years, Catalan and
North Karelian researchers have
jointly authored more than twenty
publications.

Learning from the Finns

Marc Palahi moved to Joensuu in
1998 and began co-ordinating the
partnership between EFl and
Catalonia one year later.

“EFl was an example for us in
many ways. Besides research, we
learned a lot from EFI'’s strategic
development and working methods.

Palahi says that during his time in
Joensuu, he learnt a lot about forest

Turkey has signed the
EFI convention

Turkey has ratified the European
Forest Institute convention, the
twelfth country to ratify it so far.
These twelve countries have the
highest decision-making powers
as regards the work of the
institute.

So far, the convention has been
ratified by Bulgaria, Spain,
Austria, Croatia, Romania,
Sweden, Norway, Germany,
Slovenia, Finland, Denmark and
Turkey. The EFI council, in which
these countries are represented,
meets every three years. Finland
holds the chair until 2008. The
EFI is based in Joensuu.
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Promoting bioenergy

North Karelia is a member of an
international network which works
in many ways to promote the use of
bioenergy. The natural resources in
the Baltic area strongly point
towards the use of bioenergy.
However, there is not enough
information about the bioenergy
potential of the region, and the
logistics and infrastructure required
for biomass production are
insufficient.

“The aim of the Baltic Biomass
Network (BBN) project is to
optimise the production, harvesting
and transport of biomass and to
plan the implementation of long-
term bioenergy investment
projects,” says Regional Planner
Pasi Pitkdanen from the Regional
Council of North Karelia.

Bringing hioenergy to the public
attention

Geographical systems are used in
the planning process. Geographical
databases help chart biomass
reserves and places of use.

“We can estimate the potential
for increasing the use of bioenergy
in each area. We map and plan
future bioenergy landscapes,”
explains Pitkdnen.

In addition to concrete plans,
BBN aims to create networks that
promote the use of bioenergy and
make it better known. Information
is provided to decision-makers, the
public and land-owners.

“The exchange of information
and practices at international level
is most important. We have created
a uniform database structure for
geographical information that can
be utilised by one or more users.
We also organise several seminars

The Baltic regions join forces in

the Baltic Biomass Network.

and conferences every year. We can
exploit the expertise of several
countries, regions and companies.”

Plenty of raw material

As a result of the three-year Baltic
Biomass Project, the bioenergy
potential of North Karelia has been
charted and know-how, expertise
and new opportunities have been
acquired.

“We have learned from others
and we have passed our knowledge
on. In the pilot municipalities of
Eno, Polvijdrvi and llomantsi,
citizens are encouraged to use
bioenergy,” says Pitkdnen.

There still remains plenty of
hidden bioenergy potential.
Bioenergy is almost totally used to
produce heat in North Karelia and
the region is a trailblazer in Finland
in this respect. However, North
Karelia still has plenty of room for
improvement in electricity and fuel
production.

“Fields, for example, are an
almost infinite source of raw
material for bioenergy. North
Karelia has up to ten thousand
hectares of fallow fields,” concludes
Pitkdnen.

Regional Planner Pasi Pitkdnen says that
North Karelia has plenty of hidden
hioenergy potential.

Baltic Biomass Network
Partners: regions in Germany,
Poland, Lithuania, Latvia,
Estonia and, from North
Karelia, the Joensuu Regional
Development Company JOSEK
Ltd. and the Regional Council
of North Karelia.

BBN co-operates with local
authorities and biomass
producers and investors.

BIOENERGY




A model
for wood e

The North Karelian bioenergy strategy sets out to

export expertise, technology and energy wood.

North Karelia is the international
leader in bioenergy expertise.
Wood energy plays a key role in the
North Karelian bioenergy strategy
for 2006-2015.

“The strategy comprehensively
defines the present state of
bioenergy. Additionally, it lists
objectives and measures and
assesses impacts,” says senior
researcher Timo Tahvanainen from
the Forest Research Institute.

Great opportunities

The demand for bioenergy
technology is expected to grow
strongly all over the world. North
Karelia plans to be up front with its
offer of expertise. North Karelian

engineering firms manufacturing
machines and equipment for
harvesting and handling energy
wood, such as John Deere, Kesla,
Antti Ranta, Mantsinen and Pentin
Paja, are already at the cutting-edge
of world technology. The companies
NunnaUuni and Tulikivi and the
Wenet network, transferring
technology and know-how, are also
contributing to to the success of
North Karelia. Even the ashes
generated from energy production
can be reused as fertiliser thanks to
the solutions invented by
FA Forest Oy.

“The greatest potential lies in
processed biofuels and energy
production as part of the forest

Senior researcher Timo Tahvanainen from
the Forest Research Institute describes
North Karelia as a model for wood
energy.

industry. Service and business
concepts, such as heating and
consultation, can be productised,”
says Tahvanainen.

Wood energy from industry

2004 statistics reveal that over 60
percent of the energy consumed in
North Karelia is bioenergy, most of
it produced from wood. Half of the
wood material used for energy is
black liquor from the pulping
process. The next most important
wood materials are solid industrial
by-products, such as bark and
sawdust.

“The use of logging residue,
stumps and small-diameter trees
could be increased considerably,
even threefold, in the next ten
years,” estimates Tahvanainen.

If the production of energy wood
increases according to national
objectives, North Karelia will not be
able to use all the logging chips
produced in the area.

“The aim is to sell energy wood
outside our region in the form of
pellets, liquid fuel and
bioelectricity,” Tahvanainen says.

“We now need to invest in
sustainable energy production and
the optimisation of expertise in
order to open up opportunities for
exporting our technology and
know-how."

The University of Applied Sciences exports bioenergy know-how

Bioenergy plays an important role
in teaching and development
activities at the North Karelia
University of Applied Sciences. The
emphasis lies both on developing
wood fuel procurement and
producing heat from wood fuel, and
on entrepreneurship.

“A new degree course in
bioenergy technology will begin in
2007. A post-graduate degree
course will also be available. These
degrees will be unique in Finland.

We are truly on the cutting-edge of

development," says project manager
Asko Puhakka.

The university deliberately chose
to invest in bioenergy.

“At the moment, 6 to 7 people
focus on bioenergy in their work.
This number will grow to 10 or
more over the next couple of
years,” reveals Puhakka.

“Bioenergy is the future. We have
the opportunity to produce energy
from our own raw material and to
be self-sufficient. Environmental
friendliness and new jobs also tip

the balance in the favour of
bioenergy. The price is moderate
and the money will remain within
the region,” explains Puhakka.

The North Karelia University of
Applied Sciences has become an
internationally recognised expert in
bioenergy.

“The training we provide is in
demand even outside Finland. In
my opinion, the secret of our
success lies in our highly
enthusiastic and innovative team,”
concludes Puhakka.

BIOENERGY



Waste is full of hiddéh 2

energy

No shortage of raw material

- only a small part of biogas potential is exploited.

L1

Biogas is continuously generated in
nature. The simplest way to produce
biogas is to place organic waste
inside an airtight vessel. The most
common raw materials for biogas
are manure, plants and biowaste.
Only a small proportion of biogas
potential is utilised.

“It took a long time for biogas to
be considered as a feasible
alternative,” says Ville Kuittinen,
biogas researcher at the University
of Joensuu.

The production of biogas will
probably not cater for the entire
energy demand of Finland — it is
best suited for decentralised energy
production. It can create energy
supplies in rural areas and improve
their vitality.

“Unlike other bioenergy sources,
biogas can be produced from
waste. Without the production of
biogas, the energy potential of
biowaste is left unused. Now the
waste can be utilised as renewable,

ean.eneroy

An on-farm biogas
Ville Kuittinen is p
the potential of bi
Biomass Network
is to investigate th
production potentia
Karelian farms.

s task

~ biogas pla

whether the farmer is interested in

i —

the idea. We should have-an
educational’establishment
providing unbiased information
about the issue. The Kitee biogas
plant due to be built by the North
Karelia Municipal Educational
Federation would be a good
alternative.”

Best choice for fuel

Biogas is most easily used to
produce heat. In Joensuu, thermal
power is generated at the Kontiosuo
waste station. The biogas is sold to
the nearby district heating plant.
The two biogas reactors at the
Joensuu city sewage treatment plant

treat 46,000 cubic metres of sludge
separated from waste water

annually. A third of the energy

required by the sewage treatment

plant is acquired from biogas

produced by the plant. Biogas is an
ecological fuel for vehicles as well
because it hardly produces any

particle emissions.

“Compared with other bioenergy
alternatives, biogas is the best
choice for car fuel. By growing
energy plants, large quantities of
raw material can be produced.
Biogas can be used as a fuel in
mass-produced gas-driven cars,”
Kuittinen explains.

Ville Kuittinen studies biogas production alternatives.
I
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Russia has become Finland’s biggest
trade partner during the past few
years. The value of the trade
between Finland and Russia has
more than doubled since Russia’s
1998 economic crisis. According to
Esa Komulainen, Managing
Director of the North Karelia
Chamber of Commerce, local
companies are increasingly

Tecwill Oy has long experience of
Russian trade. The company
concluded its first deal with Russia
one year after starting to look for
potential customers.

“We started by establishing
contacts with potential customers
from Finland by looking up
construction businesses in the St.
Petersburg and Moscow regions and
offering our products by phone, e-
mail and fax,” reminisces Janne
Tuomikko, Sales and Marketing
Director of Tecwill Oy.

“We sold our first concrete
mixing station to Russia in 1997.
Trade seemed to get off to a good
start, but the collapse of the rouble
in 1998 paralysed our exports for a
few years,” Tuomikko goes on.

HIEIE

- a country with potential

Russia has a huge market and enormous natural resources. It is

the closest and most interesting market area for enterprises based

in Joensuu Region. Our eastern neighbour provides businesses

with many opportunities that are yet to be tapped.

interested in Russia’s growing
markets.

“Russia provides many
alternatives for companies that are
planning to go international and
thanks to the proximity of the
Russian border, companies based in
Joensuu Region have a clear
advantage. The number of
companies interested in the Russian

market is large, but they clearly
need encouragement and support to
be able to take the first steps. In
2005, exports from North Karelia to
Russia and the CIS countries
accounted for 4.4% of all North
Karelian exports,” explains
Komulainen.

“Roads and even entire towns are
being built in Russia in areas rich in

Concrete mixing plants
to Siberia and large cities

Tecwill Oy sells mobile concrete mixing plants and control

systems to all parts of the world. The first contacts with

Russian partners were established in 1996 in the St.

Petersburg and Moscow regions. Nowadays the company

supplies concrete mixing plants to these two cities, to Ural

Mountains and different parts of Siberia.

“As the economy stabilised, trade
slowly picked up again and
demand has grown ever since. Our
customers include large
construction companies and
concrete and oil companies. Our
exports have expanded from the
nearest Russian cities to Ural
Mountains and Siberia.

Sales without intermediaries
Tecwill employs its own sales
personnel in St. Petersburg,
Moscow, and Ural Mountains.

“It is our strategy not to use
agents in Russia. Firstly, we want to
keep customers and deliveries in
our own hands. Secondly, our
products are so technical and
expensive compared to those of our

competitors that selling them
requires special attention,” explains
Tuomikko.

“Mobile Cobra concrete mixing
plants are safe to deliver to Russia.
They are easy to transport and quick
to install. No special permits from
the authorities are needed because
commissioning the plant on site
does not require construction
work.”

“Now that our sales have
continued to grow, we are planning
to establish a subsidiary in Russia;
with our sales figures it is more
cost-effective to operate a local unit
there. Our subsidiary will hire
employees who will be responsible
for commissioning the concrete
mixing plants and for providing

RUSSIA



oil and natural gas in order to utilise
these natural resources. This
requires construction materials and
expertise. There are also several
cities in Russia in which the buying
power of the population keeps
increasing. This is reflected in the
increase of visitor numbers bound
for Finland.”

“Russia has vast potential, but
anyone aiming for these markets
must be prepared to face tough
competition. Finnish know-how
and high quality are attractive, but
the price of products and services
must also be competitive,” states
Esa Komulainen.

Risto Kankaanpad, Project
Assistant at the North Karelia
Chamber of Commerce, has long-
term experience of trade with
Russia.

“If you are to gain foothold in
Russia, you need time, money and
presence. The company must have

maintenance and spare parts
services in Russia.”

“It is as easy to establish a
company in Russia as it is in
Finland, but running a business is
extremely difficult. The
bookkeeping rules are complicated
and a dedicated person must be
hired to take care of permits and
other official documents because of
the bureaucracy.”

“Exports also require compulsory
documentation to a degree, but the
acquisition of a product certificate
makes exports easier. A product
certificate is an import permit
required by the Russian
Government; the permit procedure
includes checking the product’s
conformity to standards,” clarifies
Tuomikko.

References are important and
decisions are made quickly
Tecwill Oy’s competitors in Russia
include German, Italian, Turkish,
Chinese, and Korean suppliers.
“We stand out from competitors
thanks to the reliability of our
products. Our concrete mixing
plants are designed to operate
efficiently even in the harshest
conditions, such as in the Siberian
winter,” explains Janne Tuomikko.
“Russians appreciate good
quality, but always drive a hard
bargain. We have succeeded in

good financial standing so that it
can cover the costs during the first
few years. It takes time to get a
business up and running, which
means that persistence and
commitment are called for,” lists
Kankaanpaa.

“The importance of personal
relationships and familiarity with
local customs are highlighted when
companies look for new markets.
Each company must have a contact
figure - preferably someone who is
accessible to the client. Of course,
language proficiency is important
for successful communications.
What you need most, however, is
open-mindedness and competitive
products that are suitable for the
market,” adds Kankaanpaa.

Pentti Rahmonen, who is
responsible for developing
internationalisation at JOSEK, points
out that exports are not the only
way of expanding your operations

attracting large companies as
customers, and the deals we have
made have led to new sales.
References play an important role
in Russia,” Tuomikko points out.

According to Tuomikko, trading
culture in Russia differs
considerably from that in
Scandinavia, for instance.

“Personal relationships are
important and deals are made face-
to-face. You must either know your
trading partners personally or have
common acquaintances and
references. Decisions are
traditionally always made by the
director - at his or her discretion. If
you contact the wrong persons, you
may end up doing a lot of work in
vain,” states Tuomikko.

“When deals are being closed,
Russians go straight to the point and
make decisions quickly. For
example, the director may ring one
of your reference companies and
make the purchase decision there
and then. Tenders must be delivered
quickly if you want to be included
in competitive tendering.”

“According to our experience,
operating in Russia can be
compared to a kind of chaos
management; you cannot predict
when and how things will happen.
You should always adopt a
somewhat reserved attitude to what
you hear, because personal

to a neighbouring country.

“Other opportunities that are
worth considering include imports,
subcontracting, the creation of a
cooperation network and the
establishment of a subsidiary or
affiliate in Russia. You can also start
by recruiting Russian employees,
studying the language, culture and
trade customs, or benchmarking
companies that do business with
Russia,” lists Rahmonen.

“Companies that are considering
going international would be well
advised to seek outside assistance.
There are different expert
organisations in Joensuu Region to
which companies can turn for
advice. These organisations have
plenty of experience in foreign
trade, an established contact
network and existing references of
successful cooperation with
Russia,” suggests Pentti Rihmonen.

opinions may not necessarily be in
line with the company’s policy or
strategies.”

Despite all this, Sales and
Marketing Director Janne Tuomikko
is no longer startled by the special
characteristics and challenges of
Russian trade.

“After all, business in Russia is
just like business anywhere else. If
you know the trading customs and
culture, you will be able to adopt
the correct attitude and prepare for
the future,” states Tuomikko.

Tecwill exports mobile Cobra
concrete mixing plants to Russia.
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The sale of building plots accelerates with

Koli attracting investors from behind the

Russian border.

The Koli National Park, which has
been renown as a visitor destination
for hundred years, has increasingly
invested in tourism during the new
millennium. Up to 32 million euro
have been invested in infrastructure
during this strong development
phase. Sale of building plots and
the construction of holiday housing
continue to increase.

The marketing of Koli is
predominantly aimed at Russians.
The Experience Koli marketing
campaign, which started in 2004
and is directed at Russians, aims to
increase the Russians’ interest in
buying building plots and holiday
homes and using the area’s tourism
services. These objectives seem set
to be achieved.

“Russian tourism has already
grown by almost 30% this year,”
explains Heikki Hamunen,
Executive Director of the Koli
Tourism Association.

Building plots in Koli have become
sought-after investments by both
private individuals and companies.
This year, Russians alone have
bought forty or so building plots
from the City of Lieksa, the
Kolikeskus recreation centre and
private landowners.

“The situation changed decisively
thanks to the Experience Koli
marketing campaign and the
Holiday Housing Fair that was held
last summer in Koli. Interested
Russians come from Russian
Karelia, St. Petersburg, and
Moscow. The number of plots sold
is definitely on the increase,”
explains Esko Lehto, Lieksa’s Town
Manager, who is clearly pleased by
this development.

In addition to Koli’s beautiful
nature and leisure opportunities,
Russians appreciate a good level of
service.

“We want to provide ever better
services, such as guide services in
Russian. We also hope to build a
ferry connection between Koli and
Vuonislahti, in addition to the
current Koli-Lieksa connection,”
states Lehto.

Zander Port Oy has already bought
11 plots from the City of Lieksa. The
tourism company does not invest in
Koli on the spur of the moment, but
on the basis of detailed market
surveys that examined potential
customers.

“Koli was selected as the location
on the basis of reports. It is an area
that has vast potential for tourism,”
explains Paavo Heinonen, board
member of Zander Port.

Zander Port has formed two plots
from the 11 plots bought and will
build nine semi-detached houses on
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them for further rental to Russian
tourists. In addition to
accommodation, the company
provides its customers with diverse
tourism services, and plans to
continue buying plots in the future.

“We have already made plans to
extend but have yet to decide the
finer details. The construction of the
semi-detached houses will
commence during the current
winter or next spring,” reveals
Hamunen.

Tough objectives

The Koli Tourism Association was
established as a cooperation
organisation for the region’s tourism
businesses under the auspices of the
Experience Koli marketing project.

The process also produced the Koli
Vision 2015 development strategy.

Although tourism has already
developed rapidly, the objectives
will become stricter in the future.
The objective is to create 100 new
jobs, build 225 holiday homes, and
provide overnight accommodation
for 2,000 visitors and restaurant
facilities for 750 guests by 2015.
The growth target for the area’s net
sales and the number of visitors is a
whopping 150%.

“We have the drive and the will
to succeed. Next year will show
how the objectives will turn into
concrete investments,” ponders
Heikki Hamunen, Executive
Director of the Koli Tourism
Association.

According to Heikki Hamunen,
Executive Director of the Koli Tourism
Association, the area’s tourism
objectives will become increasingly
tough in the future.

Oasis becomes home to 1Qlink

A new operating environment acts

IQlink, an international business
consultancy company, is an
international network formed by
three Finnish partners, one Russian
partner and approximately 100
experts. 1Qlink has partners in
Moscow and Montreal, but it
operates from Joensuu.

“We are more than just
consultants. We are the link
between new technologies that are
generated by research groups, and
investors,” describes Georg
Cheremisin, 1Qlink’s Russian
partner.

1Qlink, which was established a
year ago, helps technology
developers to commercialise their
projects for the international
market. It advises investors in
matters related to promising
investment targets and provides
expertise to companies aiming for
the Russian market.

1Qlink’s office is located in
netWork Oasis, which opened its
doors in the Joensuu Science Park
as the result of four years of

as the meeting place for an

international consultant network.

down barriers and allows different
operators in the field to meet and
get to know each other. Oasis takes
up the challenges of a networked,
global operating environment.

“Qasis is a meeting place for
technology generators,
entrepreneurs, managers,
researchers, and investors. It is a
place for generating ideas, for
discussions and cooperation,” lists
Cheremisin.

Georg Cheremisin took to the
Oasis concept almost straight away.
“Qasis suited our targets so well
that | could not resist it. Later | had
the opportunity to experience North

Karelian nature and the people’s
hospitality and friendliness. Joensuu
is a university town in the middle of
forests and lakes. It sounds and
looks like a dream,” Cheremisin
adds, laughing.

planning. The office provides a
versatile environment for working,
development and learning; it breaks

IQlink’s Russian partner Georg
Cheremisin feels at home in the middle
of North Karelian forests.
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The Winter School takes students to Russia

Students of the University of Applied
Sciences learn the tricks of the trade with

Russians in St. Petersburg.

The International Business Degree
of the North Karelia University of
Applied Sciences is exactly what it
says: international. Almost half the
students come from abroad and
tuition is provided in English. The

National holidays bring tens of thousands of people to
Nevsky Prospect, St. Petersburg’s main street.

studies include two practical
training periods abroad.

The curriculum also includes
what is called the Winter School at
the School of Economics of the St

Petersburg University of Economics

and Finance. The Winter School has
operated for five years, and the
experiences gained from the Winter
School studies have been so good
that last spring, students spent four
months in St. Petersburg, instead of
the three months that the Winter
School had previously lasted.

“The international aspect is
always taken into account in the
International Business studies. The
idea is for students to learn to
understand both the western and
the eastern markets. Practical
training abroad provides the best
learning opportunities,” states
Director of the Degree Programme
Ari Stenroos.

Design in English

No other educational establishment
in Finland provides the same level
of studies in Russian trade as the
North Karelia University of Applied
Sciences does. The University of
Applied Sciences works in
cooperation both with international
institutions of higher education and
Finnish enterprises.

Companies are interested in the
Russian market, and most of the
Master’s theses prepared by
International Business students are
related to Russian trade. Market
surveys, which are often carried out

in cooperation with St. Petersburg-
based students, are also popular. A
total of 18 Master’s theses and
market surveys were completed in
the Winter School last spring.

The objective is to continually
develop international cooperation.
In the future, multi-sectoral projects
will be possible thanks to
cooperation with the English-
language design degree programme
of the University of Applied
Sciences.

“The changes will promote the
formulation of companies’
marketing plans in a completely
new way. We will be able to
include the testing of product
concepts, i.e. analyse Russian
design and quality requirements,”
plans Jarmo Nieminen, Project
Manager responsible for the SMEs’
Russian Expertise Development
Programme at the North Karelia
University of Applied Sciences.

Russia from all perspectives
Henri Inkinen spent last spring in
St. Petersburg with the other final
year students of the International
Business degree programme. The
students had started preparing for
the Winter School already during
the autumn semester, from which
point onwards they studied Russian
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trade in Russia from the perspective
of local experts.

In St. Petersburg, the students
familiarised themselves with the
Russian market and studied the
Russian language and culture.

“Our studies included basic
Russian, which was very useful. |
now understand Russian a little and
| am definitely able to speak it
better than most Finns,” Inkinen
evaluates.

The Winter School also removed
any prejudices that the students
might have had against the
Russians.

“The study period made working
in Russia a much more attractive
option,” Inkinen praises.

Real business

Russian Anna Myshkina
participated in the preparation of a
Master’s thesis for Elisa P6yhonen,
who studied at the Winter School
last spring.

“We carried out a joint market
survey for Pentik. The project was
really challenging. It was not
learning; it was real business. We
were able to interview business and
sales managers and carry out a
survey that really made a
difference,” Myshkina recalls.

Anna Myshkina received a grant
from the North Karelia University
of Applied Sciences and came to
Joensuu in September as an
exchange student. Although the
geographical distance to St.
Petersburg is not long, the cultural
differences are huge. Myshkina
praises Joensuu for its clean air and
tranquillity. The town is not full of
people and traffic jams, like St.
Petersburg.

“l now have a more positive
image of Finns. They are not as
reserved as people often think,”
explains this lively Russian girl,
smiling.

Participants of Winter School posing in
front of their school building in
St. Petershurg.

Academic education
crosses the Russian border

Finland and Russia work in cooperation in order to develop

academic degrees in the recently launched Cross-Border University

project (CBU). The objective is to provide attractive, internationally

competitive education and training that also meets the needs of the

labour market.

The Finnish-Russian Cross-Border
University (CBU) is a joint project
of the following participants: In
Finland, the Universities of Joensuu,
Kuopio, Tampere and Helsinki and
the University of Technology of
Lappeenranta, and in Russia, St.
Petersburg State University, St.
Petersburg Technical State
University, St. Petersburg European
University, and the University of
Petrozavodsk.

The CBU was launched in order
to develop, as cooperation between
Finnish and Russian universities,
joint Master’s Degrees that fulfil the
educational requirements of both
countries. The courses last for two
years and are provided in six fields:
Business and Administration,
Forestry and Environmental
Engineering, History, Information
Technology, International Relations
and Public Health. The aim is to
develop joint Doctoral degree
programmes in the future.

According to Professor Arto
Luukkanen, the Project Director,
the CBU is one of the most
important educational initiatives of
the University of Joensuu on an
international scale.

“We must react to the challenges
of globalisation today. The project
helps us provide students with
higher education that is competitive
on the European scale,” explains
Luukkanen.

“We produce experts for the
labour market who are familiar with
operating in a multi-cultural
environment. Cultural knowledge
develops automatically because
study groups comprise students of
different nationalities and a part of
the studies is completed abroad,”
Luukkanen continues.

“Both Finland and Russia are
motivated to cooperate in
developing education. This concept
only has winners, but at this point
some patience is required. We are
currently testing our practices, and
teaching officially starts in 2007.
Student selection should
commence soon,” explains Arto
Luukkanen.

Students who apply for the CBU
studies must have completed a
lower academic degree either from
a field that is covered by or is
adjacent to CBU training. More
than half of the ECTS credits
included in the CBU degree are
accumulated in specific CBU
courses. In addition to distance
learning, the studies include a study
period in Russia of a minimum of 3
months in duration. Tuition is
provided in English. Students
completing their studies receive a
CBU cetrtificate, which is appended
to the diploma. The CBU'’s
management is coordinated by the
University of Joensuu.
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Me)K.quapongle UMHBECTUUUUn
- 3anor CTpeMnTesibHOro pasBuUTnA permoHa

PervoH Mo3aHCyy MOXHO 060CHOBAHHO CHMTATb BbIMFPABLUMM OT
rnobanusauuun, B pesynbtare KOTOPOW ctoa ctanum noctynartb
3HauMTENbHbIE MEXAYHapPOAHbIe MHBECTULMMN. TpaHCHaUMOHanbHbIe
KOpMnopaumn LIEHAT PErMoH N CTPEMATCA Pa3MecTUTb 34eCb CBOU
OMbITHO-KOHCTPYKTOPCKME 1 MPOM3BOACTBEHHbIE NOApa3AeNeHus.

MHOCTpaHHble MHBECTULMM [eNnatoTCA C NpULEeSIoM Ha
nepcnekTuay. KpynHble MeXayHapoaHble KOMMaHuM CTPEMATCA K
POCTY 1 ULLYT Takyto ONepaLyvoHHYIO Cpeay, B KOTOPOW MOXHO
nobutbeA ewe 6onee nyywmx pesynbTaTtoB. XOpOoLwmM NpUMepom
MOryT cnyxwuTb “John Deere" n "Abloy". Vix nogpasaenexvs B
WoaHcyy — ny4wive B cBovx KoHuepHax. 3asog "John Deere" B
MoaHcyy HepaBHO Aaxe 6bln OTMEYEH Ha BCEMUPHOW KOHbepeHLmmn no
MHBECTMLMAM KaK npumep Hanbonee ycrnielwHoro Bnoxexuna B Espony. Yenex "John Deere" Bo
MHOrom 06yCINOBIEH CUIbHOW OTpaciieBON Hay4YHO-UCCNeaoBaTeNbckon 6a3om 1 Lenbim
HabopoM pa3HOObpasHbIX YCryr, NpeanaraeMbiX B PErmoHe 3KCnepTHbIMU OpraHu3aumaMm
NPeanpuATUAM 1 UX CyGKoHTpakTaTopam. HTo kacaeTca "Abloy", To HeNb3A He OTMEeTUTb
MOCTOAHCTBO, NOAMBHOCTb U BbICOKYIO KBaNMuKauuio Kaapos noapasaeneHus B VIosHeyy.

PocT 1 ycnex xapakTepHbl He TONbKO ANA KPYMHLIX NPeanpuATUin. PernoH VoaHeyy
npeacTaenAeT cobor 6naronprATHYHO OnepaumoHHyo cpeay AnA Manoro 1 cpeaHero 6usHeca.
MbI C ropAOCTbIO MOXEM CKasaTb, HTO Masble 1 cpefHVe NPeanpuATUA PervoHa UMetoT cambii
BbICOKMI MO CTpaHe koadhduLmeHT cobcTBEHHOCTU. B cBOIO 04epesb, ycnex u nepcneKkTmBbI
pocTa NpeanpuATUA MPYBESN K HOBOMY BUTKY Pa3BUTUA PErvoHa - NMocnesoBan VHBECTULMY B
cchepy obCny>kmBaHUA U HACTOALLMIA CTPOUTENbHBINA ByM. PervioH VoaHeyy nepexxuaeT B
HacTOALMIA MOMEHT NEPVOL, CTPEMUTENBHOTO PocTa.

_ BrnsocTb rpaHuLbl AenaeT 4efioBon KNUMaT pervioHa 0CO6eHHO NpuBeKaTenbHbIM. PerroH
MoaHcyy pacrnonoxeH pAgOM C AMHAMUYHO pa3BMBalOLLMMUCA pbliHkamn Poccun. Mbl Hakonunm
6oraTblii ONbIT B Ae/10BbIX OTHOLIEHWAX C Poccrer 1 MHOTOYUCNEHHbIE KOHTaKTbl MO Ty CTOPOHY
rpaHuubl. IHOCTpaHHbIM KopriopauyamM ynoGHO NPOHUKATL Ha POCCUVCKME PbIHKY U3 HaLIero
pernoHa, Hanpumvep pasmellas B VIosHCyy OTAen mapkeTuHra u pasBuTuA, a NpoM3BOACTBO — HA
Ty CTOPOHY rpanuubl. MpeanprATUA, CNOCObHbIE MCNONb30BaTh BO3MOXHOCTN POCCUMCKNX
PBIHKOB, MOTYT PaCLUMPATL CBOKO AEATENbHOCTb U B DUHIAHANN.

PernoH VoaHcyy, HaxoaAck Ha cTbike Poccumn n EBponbl, YA06EeH Tak>Ke 1 POCCUNCKIM
npeanpyvATUAM 1 MHBECTOpaMm. [nA HMX Hall PervoH NpuBReKaTesneH He TOMbKO
CKOHLIEHTPVPOBAaHHbLIM B HEM OMbITOM M COBPEMEHHBIMM TEXHOMOTVAMU, HO U CBOEW NPUPOAOHA U
noasMu. [pyrvMn crioBamm, pervoH MosHeyy LieHeH Take CBOUMM HemaTepuanbHbIMMI
Ka4eCTBaMu: BbICOKMM YPOBHEM XKU3HW 1 Apy>Xentobnem HaceneHus.

[lobpo noxxanosarb pacTu U pa3BMBaTbCA B 340POBYIO AENOBYIO cpeay!

. Y

Keiné MyTaHeH, ucnonHutenbHbin aupekTop, JOSEK Oy

OKoHOMUYECKUI 0630p - COXPaAHAKTCA
nosioXXKuUTesibHble TeHAEHUUU B MeTansioobpabortke

MHorve nokasatenu CBMAOETEeNbCTBYIOT O TOM, YTO Aena B perMoHe cknanbliBardTCA yoayHo.
3ameTHO nyulue, 4em B ApYyrux permoHax CTpaHbl, 3KCNOPTHbIE NoKa3aTesii MeECTHOM
meTannoobpabarbiBatoLlen oTpacnm. IKCNopT MeTanIM4eckor NpoayKLUMn 3a nepeoe
nosyroane TeKYyLLEero roga Bblpoc Ha 22 npoueHTa. MonoxuntenbHble TEHAEHUMN B
meTannoobpabarbiBatoLe 0Tpacam NPOCMEXMBAIOTCA YXXe Ha NMPOTAXEHWUN [0NTOro BPEMEHN U
3a nocnegHue Tpy roga 06beMbl 3KCNopTa NOYTY yABOUIUCH. y

Mo AaHHBIM CTATUCTUHECKOTO LIeHTpa HanbonbLUniA pocT obopoTa B pernoHe VoaHeyy 3a
nepsoe nonyroave 2006 roga nokasanu nNpeanpuATUA CTPORMHAYCTPUM — noytn 13 %. Cpean
OpYrX AUHaMUYHO pasBMBaIOLLMXCA OTpacnen, ¢ pocTom okomno 10 % — paspaboTka,
NpPOM3BOACTBO U NepepaboTka NPoAyKLUMW U3 MAUHEPasbHOTO ChipbA U BCA
meTannoobpabarbiBatoLlaA oTpacsb.

HoBoe npoussoacTeeHHoe
noapasaeneHue AO «Fodesco Oy»

‘il Wi

Komnanua "Fodesco Oy", npopaboTaB Ha Tepputopumn
MyHuLMnanutTeTa KoHTronaxtu 4eTbipe roaa, pacumpaeTca n
OTKpbIBAeT HOBOE NPOM3BOACTBO B Jlexmo. OTO 03Ha4yaeT co3faHne
HOBbIX PaboyMX MECT U BHEAPEHUE HOBbIX TEXHONOrWiA. [lo 3Toro B
Jlexmo pacnonaranvck TONbKO OTAENEHNA MapKeTuHra, cobiTa,
JIOTUCTUKM 1 NPOEKTUPOBAHMA, & MPOM3BOACTBO ObINO pasMeLLeHo B

gl

Cpean Poccun. OpHako pacTyume noTpeGHOCTU POCCUIMCKOTO pbiHKa
npon3BoAnMbIX NepeKpbIIN VMELWNECA Tam NMPOM3BOACTBEHHbIE MOLWHOCTM KoMnaHun. U ana
Fodesco Oy 06Cny>KNBaHUA APYrUX PbIHKOB GbIIO PEeLeHO pasMecTuTb B JIexmMo HoBoe
n3penmii — BbICOKOTEXHONTOrMYHOE NMPOU3BOACTBO.

cTaHaapTHble
KOMIMOHEHTbI ANA
npecc-gopm.

KomnaHua noctasuna nepen cobon Lenb co3aatb B Jlexmo nepenosoe
KOHKYPEHTOCNOCO6HOe NPOM3BOACTBO MUPOBOrO YPOBHA. Ha npeanpmATum
NPON3BOAATCA KOMMOHEHTbI MPecc-hOpM U TEXOCHACTKM AA NOMMEPHOW U
MeTannoobpabarbiBatoLlet NPOMbILLNIEHHOCTH. KpynHenwmmmn 3akasynkamm
ABNAIOTCA NPOMbILWMEHHbIE NPEeANPUATUA, U3TOTOBIAIOLLIME UTPYLLKK,
TeJIeKOMMYHUKaLUMOHHbIe u3genna n n0Tpe6MTeanKwe TOBapbI. Csoto npoaykuuto
KOMMaHWA OTNpaBAAEeT NOYTW BO BCE YaCTu cBeTa. B HacToALlee BpeMA B Hel
TpyauTcA 13 yenosek B PuHnAaHaum n 70 Yenosek B Poccun.

Bbicwee ob6pa3oBaHue
CTUpaeT rpaHulbl

C Havanom npoekTa "Cross-Border
University" ®uHnanama n Poccua
NPUCTYNWUM K COBMECTHON paboTe Haa,
COBEPLUEHCTBOBAHMEM aKaAeMNYeCKoro
06pa3oBaHnA C Lenbio pa3paboTku
MPECTUXKHbBIX, KOHKYPEHTOCMOCOOHbIX
aKaaemMnM4ecknx nporpamm,
BOCTPe60OBaHHbIX Ha pbiHKax TpyAa.

DUHAAHACKO-POCCUNCKUIA
TpaHcrpaHuyHbIn yHuBepceuTeT (Finnish-
Russian Cross-Border University, CBU) —
3TO MEeXAYHapOAHbIV MPOEKT, B KOTOPOM C
(prHCKON CTOPOHbI y4acTByOT
yHuBepcuTeThl VoaHeyy, Kyonno, Tamnepe,
XenbCcuHKM 1 JlanneeHpaHTCKMM
TexHunyecknmn yHusepcuTeT. Poccuiickne
YYaCTHUKM NpeacTaBneHbl CaHKT-
[MeTepbyprckum [ocynapcTBEHHbIM
yHuBepcuTeToM, CaHKT-lNeTepbyprckum
[ocynapcTBEHHbIM TEXHUYECKM
yHuBepcuTeToM, CaHKT-lNeTepbyprckum
EBponenckMm yHuBepcmMTeTom n
MeTpo3aBoackum [ocynapcTBEHHbIM
YHUBEPCUTETOM.

Llenbio npoekTa ABNAeTCA chopmanbHan
1 copepXkatenibHaA KOHBEpPreHumaA
nporpamMm NoAroTOBKMN MarucTpoB B
Poccun n B ®uHnaHguu. MNpoekT
npeanaraeT Nony4nTb CTENeHb MarucTpa B
OPYron cTpaHe B TeYEHUN ABYX NeT
06yYeHns no ogHoM U3 6 Hay4YHbIX
OUCUMNIVH (3KOHOMUKA, NTeCHOe
XO3AWCTBO, MICTOPUA, MHCPOPMALIMOHHbIE
TEXHOMOrMKN, MEXXAYHAaPOAHbIE OTHOLLEHNA
1 3apaBooxpaHeHne). B panbHenwem
npegnonaraeTcA paspaboTaTb oblme
nporpamMMbl AOKTOPAHTYPbI.

[To MHeHUIO pyKoBOAUTENA NPOEKTA,
npodpeccopa ApTo JlyykkaHeHa (Arto
Luukkanen), CBU aBnAaeTcA ogHUM 13
BaXKHEMLUMX UHULMATUB YHUBEpCUTeTa
MoaHcyy B HanpaBnenun
VHTEpHaunoHanm3aummn obyyeHua.

— Hawm y>xe cerogHA Hapo oTBe4atb
TpeboBaHWAM, KOTOPbIEe CTaBUT nepes,
Hamu robanusaumAa. bnarogapA npoekTy
Mbl MOXEM MPeANoXUTb CTyAeHTaM
KOHKYPEHTOCNOCOBHOE MO €BPONENCKUM
MepKam Bbicllee 06pa3oBaHmne, - rOBOPUT
ApTo0 JlyyKKaHeH.

— B pesynbTrare pblHOK Tpyaa nonyyuT
CreumanucToB, yMeLWwmx paboTarb B
NOMKYNbTYPHOM cpeae. Yyack BMecTe C
npeacTaBUTENAMM APYrMX CTPaH 1 4acTb
BPEMEHMW B APYrovi CTpaHe, KynbTypHble
NO3HaHWUA YrIybnAlTCA aBTOMaTUYECKW, -
yTBepxxaaeT ApTo JlyyKkanHeH.

— Kak B ®uHnaHamm, Tak n B Poccun,
€CTb CTPEM/IEHNE COBMECTHbIMU YCUTUAMMN
coBepLueHcTBOBaTh 0bpasoBaHue. OT
3TOrO BbIUIPLIBAIOT BCE, CENYAC HY>KHO
TOJSIbKO HEMHOTO TepreHuA. B HacToALwee
BpPEMA Mbl 06KaTbiBaeM NpakTuieckune
BOMPOCHI 1 obuLmManbHO MarncTparypa
Ha4yHeTcA Tonbko B 2007 rogy. Mpuem
bynet 06bABMNEH B camoe bnvxanwee
BpeMmsA, - npogomkaeT ApTo JlyyKkanHeH.

[inAa noctynnenuna B maructpatypy CBU
TpebyeTcA Hannyve BbICLLIEro
obpasoBaHMA Ha ypoBHe bakanaspa ¢
OCHOBHOW U1 BTOPOW cneunanv3auven no
oaHon u3 6 gucumnnuH CBU. bonee
NOMIOBUHbBI KPEANTOB MOXHO OyaeT
nony4nTh B 3a4€eT, CAaB creunanbHble
Kypcbl CBU. NoMnMo ANCTaHUMOHHOIO
0byyeHns B nporpaMmy BXoguT yyeba B
cocepHen cTpaHe NPoACIKUTENbHOCTbLIO
He MeHee Tpex MecALeB. A3blk 06y4eHuA -
aHIMUACKUIA. 10 OKOHYaHUM CTYAEHTHI
nony4ar K gunnomy npunoxeHvue CBU.
AnmuHucTpartueHo CBU nog4mHeH
YHuepcuteTy VlosHcyy.
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Poccusa - cTpaHa BO3MOXKHOCTeM!

Poccuiickne pblHKK rpomMaHbl, @ ee NPUPOAHbIe 3anachkl OFPOMHbI.
[nA npeanpuaTuii pernona MosHeyy Pocena - Brivskaiiiumin
Haunbonee npuBnekarensbHbI peiHOK. Ha 3emne BocToyHoro cocena
MHOrO BO3MOXHOCTEN AnA busHeca, KOTopble eLle XAyT, koraa nMn
BOCMOMNb3YOTCA.

B nocnenHue rogbl PoccnA ctana cambiM KpynHbIM TOProBbIM
napTHepom ®uHnAHAUK. CO BPeMeHN 3KOHOMUYECKOro Kpuanca B
1998 rogy TOproBbI 060POT MeEXAyY CTpaHamu bonee Yyem
yaBouncA. Mo MHeHWIO NCNONHMTENBLHOTO AnpekTopa Toproeo
nanatbl CesepHon Kapenun 3cbl KomynanHeHa (Esa Komulainen)
MeCTHbIE NPeanpuATVA NPOABNAIOT BCe HONMbLUWIA MHTEPEC K
pasBuBaroWmMMcA pbiHkam Poccun.

— PoccmA - 9T0 MHOro4nCneHHbIe BO3MOXHOCTY ANA
WHTepHauMoHanunsaumm, K Tomy >ke 6rm3ocTb rpaHvLbl gaeT
npeanpuATUAM pernoHa VosHeyy cepbesHoe npenMyLLecTso.
MHorve n3 Hux NpoABMAIOT 6ONbLUON MHTEPEC, HO YTOOLI caenaTb
nepBbI LWar, Hy>XHbl 06oapeHne u nogaepxka. B 2005 rogy nona
akcnopTta CesepHon Kapenuu B Poccuio n CHI coctasuna 4,4 %, -
roBoput Aca KomynanHeH v npoponxaeT: - [inA ocBoeHuA
npupoaHbIX 6oraTcTe B HedpTerasosbix panoHax Poccum
npoKnaabIBaloTCA JOPOrK N BO3BOAATCA Lenble ropoaa. [Moatomy
TaMm Hy>XHbl CTPOUTENbHbIE MaTepuarnbl U TEXHONornn. Kpome atoro
B Poccum MHOXECTBO KpyMHbIX rOPOAOB, NoTpebutensckan
CMOCO6HOCTb B KOTOPbIX MOCTOAHHO PACTET, YTO BUAHO TaKk>Xe Mo
pacTyLLen YACNEHHOCTN POCCUNCKUX TYpUCTOB B PUHNAHANN.

— B Poccum 6onblune BO3MOXHOCTM, HO U KOHKYPEHLMA XKeCcTKan.
PuHCKME 3HaHMA N Ka4eCTBO BbI3bIBAOT MHTEPEC, OAHAKO ToBapbl
N YCNyry JOMXKHbI ObITb eLle KOHKYPEHTOCMOCOOHbI 1 MO CBOEN
LieHe, - 3aknoyaeT Aca KomynamHeH.

AccucteHT npoekToB Toprosow nanartbl CesepHon Kapenun
Pucto KaHkaaHnAasa (Risto Kankaanpad) umeeT 60nbLuon onbIT B

3uMHAA WKona seaeT
Ha POCCUNCKUE PbIHKMU

CTyneHTbl Bbicluei NpodeccroHanbHOM LWKOMbI U3y4atoT TOProBIito
co ctpaHamu CHI n Bantuu B MeTepbypre.

Mporpamma "International Business" (I1B) Bbiclen
npocpeccroHansHow wkonbl CeBepHon Kapenuu
WHTepHaunoHanbHa B 6yKBanbHOM CMbICIE — €€ CryLuaTeny noYvTu
HanonoBMHY MHOCTPaHLbI, K TOMY >Ke npenogaBaHne BeaeTcA Ha
aHrnuiickom. MporpaMma obyyYeHnA COAEPXXUT ABE TPYAOBbIE
NPaKTUKKN 32 py6eXKom.

Kpome Toro, Ha NpoTAXEHUN NOCNEAHUX NATY NEeT B MporpaMmmy
BkntoyaetcA "Winter School”, T.H. 3umHAA Wwkona B Bbicluen
3KOHOMMUYeCcKoW LWKone npu CaHKT-NeTepbyprckoM yHuBepcuteTe
9KOHOMUKM 1 huHaHCOB. Yyeba B 3VIMHEN LUKOmMEe HACTOSbKO
3hHEeKTMBHA, HTO MPOLLSIOV BECHON Ha He BbINo OTBEAEHO YXe He
TpU MecALa, KaK paHblue, a 4eTbipe.

— VIHTepHauvoHanusaumsa - HeoTbemnemMan 4acTb nporpaMmel |B.
MbI npecnepyem Lenb NO3HaKOMUTb CTYAEHTOB Kak C 3anafgHomn
MOZENbIO PbIHKA, Tak 1 C BOCTOYHOM. Jlyylle Bcero aTo
nonyyaeTcA, Koraa npeaMeT npenofaeTcA NPAMO Ha MecTe, 3a
rpaHuLen, - 06bACHAET PyKOBOANUTENb nNporpaMmbl Apy CTeHpooc
(Ari Stenroos).

CoBMeCTHO C Au3aiiHepamu

[MepeyeHb NpegmeToB B 06nacTu ToproBnn co ctpaHamm CHI u
BanTtun B Boicluen npodeccroHansHou wkone CesepHon Kapenun
He nmeeT aHanoros B PuHnAHauu. LLikona coTpyaHnYaeT He TOMbKo
C MeXAyHapoaHbIMU By3amu, HO 1 (PUHCKUMU NPeanpuATUAMU.
MpeanpuATUA, B CBOIO 04epeab, MHTEPECYTCA POCCUNCKUMU
pbIHKaMK, NO3TOMY 3TO NpeaMeT H6OSbLUMHCTBA BbINMYCKHbIX paboT
CTYAEHTOB nporpaMmel |B. MonynApHbI Tak>ke MapKeTUHroBble
nccneaoBaHnaA, KOTOpble 3a4acTyHo BbIMOHAOTCA COBMECTHO C
netepbyprckumm ctyaeHTamu. MpoLunon BECHOM B paMkax 3UMHEN
LUKOJSIbl BbIMOMIHEHO 18 BbIMYCKHbIX PA60T U MapKETUHIOBbIX
NccnenoBaHui.

DopMbl MEXAYHAPOAHOrO COTPYAHNYECTBA MOCTOAHHO
coBepLUeHCTBYtOTCA. B Byayliem, 6bnaroaapa COTPYAHUYECTBY C
y4ebHON Nporpammon B 06/1acTy AmsanHa, Kotopas Takxe
npenoaaeTcA Ha aHMMNCKOM A3bIKe, CTaHyT BO3MOXHbI
MHOroOTpacneBble NPOEKThI.

— bnarogapA aToMy NoABNAETCA BO3MOXHOCTb BK/IOUYNTL B
pa3paboTKy MapKeTUHIOBOW CTpaTerun NpeanpuaTUA COBEPLLUEHHO
HOBbIe acnekTbl. Hanpyumep - TecTMpoBaHue KOHLEeNUMM NpoayKTa,
T.€. BbIACHEHNE TpeboBaHWIN, KOTOpble NpeabABMATCA B Poccum K
Ka4ecTBy U Au3aiiHy, - 06puCcoBbLIBaET NepcneKkTMBbl ApMo
HuemuHeH (Jarmo Nieminen) n3 Bbicien npocheccroHansHowm
wkonbl CeBepHou Kapenuu.

ToproBne co ctpaHamu CHIC u bantuu.

—YT06bI 3aKpenuTbcA B Poccumn, Hy>XHbl BpEMA, AEHbI U
NOCTOAHHOE NPUCYTCTBUE. DKOHOMMKA NPEeANPUATUA AOMKHA BbiTb
cTabunbHOW, 4TOObI 6bINO Yem MOKpPbIBaTb 3aTpaThbl MEPBbIX NET.
PasBepTbiBaHNe AeATEeNbHOCTY TpebyeT MHOTO BPEMEHU, MO3TOMY
3[€Cb HY>KHa HaCTON4YNBOCTb M YMOPHOCTb, - FOBOPUT Pncto
KaHkaaHnas.

— Bonbluyto ponb B NOMCKe HOBbIX PbIHKOB UIPatoT NINYHbIE CBA3M
1 3HaHWe MeCTHbIX npasui. Hy>kHa Takxe ApkaA durypa — nuuo
KOMMaHUW, MpU4YeM XenaTenbHo TaMm, Ha MecTe. 3HaHne A3bIKOB,
6e3ycnoBHO, BaXKHO ANA ycnewHoro oblweHnA. Ho npexxae Bcero
TpebyeTcA OTKPbITOCTb B OTHOLLEHWUAX U, CaMOe [MaBHoe, ToBap,
KOHKYPEHTOCMOCO6HbI MO CBOEW LieHe N BOCTPeOOBaHHbIN Ha
pbiHKe, - nobaBnAeT Pucto KaHkaaHnaA.

[npekTop no nHTepHaumoHanuaaumum komnanum "JOSEK Oy"
MeHTTn PAxméHeH (Pentti RAhmdnen) 3ameyvaeT, 4TO 3KCMopT - He
©[VNHCTBEHHbIV NYTb ANA Pa3BUTUA AEN0BbIX OTHOLIEHWA C
cocefHen CTpaHow.

— VIMnopT, cybkoHTpakTaumA, ceTeBaA Koonepauus, Ao4epHAnA
1nu gonesas KoMnaHua B Poccum - BapyvaHTbl OTHIOAb HE XyXKe.
HauaTb >ke MOXHO C HaliMa PyCCKUX COTPYAHWKOB, U3yYeHUA
A3blka, 0bbl4aeB, KynbTypbl 6U3HECa N 3HAKOMCTBA C OMbITOM
NPeanpuATU, y>ke BeayLmx TOpProeto co ctpaHamu CHI n
Bantuu, - nepeuncnAeT oH.

— Koraa >e npeanpuATve BNNOTHYIO NOAONAET K HEO6XOANMMOCTH
CBOEN MHTepHauMoHanm3auum, CToMT BOCMNOMb30BaTbCA yCnyramm
cneunanncTos. B osHcyy nomy4nTh MOMOLLb OT SKCMEpTHbIX
opraHu3auui He coctaenAeT npobnem. B pervoxHe HapaboTaH onbIT
B3/1, eCTb roToBble KOHTaKTHbIE CETH, @ TakXXe MHOXECTBO
NprYMepOoB YCMELLHOro AefI0BOro coTpyaHuydecTsa ¢ Poccnen, -
roBOpUT B 3akrtodeHune MNeHTTn PAXMEHEH.

Cnywarenn
3umHen Wwkonel
rno3upyroT nepes
CBOMM 04Yarom
rpocBeLLeHns B
lMetepbypre.

Morpy>xeHue B pycckoe

Cpenwm ppyrux cnywarenen nporpammbl “International Business"
npolleaLen BecHov B 3UMHEN LiKone yyacTBoBasn XeHpu VIHKUHeH
(Henri Inkinen). MogroToBka K LIKONE Havanach eLle B OCEHHUN
cemecTp, a B lNeTepbypre Bonpockl Topronu co ctpaHamu CHI™ n
BanTtum paccmaTpmBannch yxe ¢ MO3ULMIA MECTHBIX CMELManncToB.
Ewe B lNeTepbypre cTyaeHTbl M3yyanu pbiHKKM Poccun, A3bIK 1
KynbTypy.

— Bbl10 NONE3HO NONPaKTUKOBATLCA FOBOPUTL Ha PyCCKOM. A
Tenepb HEMHOIO MOHUMAIO MO-PYCCKU, Aa U FOBOPIO HaBEpHAKA
MHOrO fyyLue, 4eM 60MNbLWNHCTBO (OMHHOB, - AENUTCA XEHPU.

Kpome aT0oro Bo Bpems LUKOJbl pacCeAncb HeKOTopble
npenybe>KAeHNA CTYAEHTOB K BOCTOYHbIM COCEAAM.

— BbnarogapA aTon noesake 3Ha4YMTENbHO MEHbLUE CTano
Cy6BEKTUBHbBIX MPENATCTBUI ANA TOro, 4Tobbl MoexaTb paboTaTb B
Poccuio, - ¢ ynoBneTBopeHvem oTmMe4aeT XeHpu.

HacTtoAwwmin 6usHec

PoccuaHka AHHa MbilKuHa B pamkax 3vMHEN LWKOMbl MPOLUIOn
BECHOWN yyacTBOBasna B BbiNyCKHON paboTe Anuchbl MNétoxéHeH (Elisa
P&yhonen).

— Mbl BMECTe BbINOMHAMN MapKeTUHIOBOE UCCnefoBaHve anA
komnaHun "Pentik Oy". MpoeKT 6bIn 04eHb CMOXHbLIM U
MHTepecHbIM. CoH6CTBEHHO, 3TO 6bina He yyeba, a HacToAWMI
6u3Hec. Mbl onpalumsany pykoBoauTenen npeanpuaTum,
3aBeyloLwmx MarasuHamuy 1 BbIMOMHUN aHanus, pesynbTaTbl
KOTOPOro UMEIOT peasibHyto LIEHHOCTb, - pacckasbiBaeT AHHA.

AHHa nonyyuna rpaHT oT Bbiclwen npodeccnoHanbsHON LWKOMbI
CeBepHoli Kapenum 1 nprexana 0ceHbio yunTbeA B MosHcyy no
nporpamme obmeHa ctyaeHTamn. XotA CaHkT-lNeTepbypr He Tak u
[aneKo, HO KyNbTYPHbIX Pa3nnynin xBataeT. AHHE HPaBUTCA YUCTbIN
BO3/yX 1 Pa3aMepeHHbIN TeMMN XNU3HN B Mo3HCyy 1 To, 4TO B ero
LIeHTPe HeT Takoro CTONNOTBOPEeHUA Kak B lMNutepe.

—Tenepb y MmeHA 6onee 6rnaronpuATHOE BreyaTtnieHne o huHHax.
Ha camom aene oHW He Takne 3aMKHyTble, Kak MPUHATO Y Hac
[ymartb, - 4eNMTCA BnevaTneHnamMn 6omkanA pycckan AeByLuKa.

RUSSIA



Did you knouw that ...

* 50% of Europe’s forestry machines

* 90% of building locks used in Finland and

* 40% of low-calorie cheeses consumed in Finland
are manufactured in the Joensuu Region?

JOENSUU REGION - Business and Technology

* With a population of 116,000, the
Joensuu Region is one of Finland's
fastest growing regional centres. In
addition to Joensuu (almost 58,000
inhabitants), the region includes seven
other municipalities (Kontiolahti, Liperi,
Outokumpu, Pyhéselkd, Eno, llomantsi
and Polvijarvi).

There are approximately 5,000
companies in the Joensuu Region.
Plastics and metal, wood products, ICT,
welfare and tourism are the region's
major industries.

The region invests in the development
of expertise. There are approximately
20,000 students in the Joensuu Region.
38.3% of the region’s population have
completed secondary education, and
17.7% have a higher educational
qualification.

¢ The North Karelia University of
Applied Sciences has more than 4,000
students who carry out their studies in
7 faculties and 23 Degree Programmes.
Each year approximately 100
international exchange students study
at the university.

¢ The University of Joensuu has six
faculties and 8,300 students, of whom
approximately 550 are from abroad. In
addition, the Open University has
4,500 students.

The region is internationally renowned
for its expertise in forestry, forest
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research, wood technology, plastics
engineering and tool manufacture.
Other important fields of expertise
include optics, information and
communication technology, content
production, cross-border co-operation
and co-operation with neighbouring
areas.

* Joensuu Science Park Ltd supports
the development of expanding
companies by offering business
development services, transfer of
technology and expertise, and an
innovative operational environment.

e The Joensuu Regional
Development Company, Josek Ltd,
works to strengthen and diversify the
region's industrial structure, develop its
competitiveness and improve the
operational conditions of businesses in
an increasingly international
environment.

* The Regional Council of North
Karelia works to safeguard regional
interests and develop the region. It is
also the authority responsible for
coordinating, for example, the funding
granted through the EU’s Objective 1
Programme.

e The European Forest Institute (EFI)
is an international organisation and has
an extensive network of experts in
European forestry research.

Inward investment and business counselling

Joensuu Regional Development Company, Josek Ltd
Keijo Mutanen, Managing Director

Tel: +358 (0)40 555 2943

keijo.mutanen@josek.fi * www.josek.fi

Services of the Science Park and internationalisation
Joensuu Science Park Ltd

Jari Lauronen, Managing Director

Tel: +358 (0)13 263 7230, +358 (0)50 572 3733
jari.lauronen@carelian.fi « www.carelian.fi

Regional development and safeguarding of regional interests
Regional Council of North Karelia

Pentti Hyttinen, Executive Director

Tel: +358 (0)13 2654 110, +358 (0)40 546 5227

pentti.hyttinen@pohjois-karjala.fi ® www.pohjois-karjala.fi

JOENSUU REGION

www.joensuuregion.info

www.jns.fi

Joensuu Regional
Development Company Ltd
www.josek.fi

Joensuu Science Park
www.carelian.fi
www.imtec.net
www.puugia.fi

University of Joensuu
www.joensuu.fi

North Karelia University of
Applied Sciences
www.ncp.fi

Regional Council of
North Karelia
www.pohjois-karjala.fi

European Forest Institute
www.efi.int
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