
 

 

A great opportunity, or just another idea? 

 

Establishing of a restaurant 

 

Alexandra Tallqvist 

 

 

Degree Thesis 

Företagsekonomi 

2013 



2 

 

DEGREE THESIS 

Arcada  

 

Degree Programme:  Företagsekonomi 

 

Identification number: 4318 

Author: Alexandra Tallqvist 

Title: A great opportunity, or just another idea? Establishing of a 

restaurant 

Supervisor (Arcada): Maj-Britt Granström 

 

Commissioned by:  

 

Abstract: 

 

 

This thesis is written about establishing a restaurant, and consists of the steps that have to 

be taken when establishing one. The thesis concentrates on the processes which takes 

place before the actual running of the business. The steps are: inventing a good business 

idea, writing a business plan about it, deciding the form of business, computing the need-

ed calculations and filling in the needed forms. The different regulations that affect the 

restaurant are taken in consideration. A third part, consisting of a banker and a venture 

capitalist, are interviewed and their reactions on the business plan are analyzed. The the-

sis uses literature, statistics and interviews. The thesis reason is to find out what should be 

done when establishing a restaurant, which parts are important and what are to avoid in 

developing a business plan. This is researched through the interviews. The important 

parts of the business plan in “the third part” point of view are the financial calculations, 

the risk analysis (SWOT) and the analysis of the competitors. The venture capitalists are 

also interested in the functionality of the idea, when the banks care more about the fig-

ures. The common mistakes are that the business plan lacks these important points. The 

business plan needs to be adapted to the interest to whom its developed for. 

 

 

Keywords: Establishing a restaurant, business plan, financial calcula-

tions, venture capitalist, banker 

 

Number of pages: 59 

Language: English 

Date of acceptance:  

 

 

 

 

 

 

 



3 

 

EXAMENSARBETE 

Arcada  

 

Utbildningsprogram:  Företagsekonomi 

 

Identifikationsnummer: 4318 

Författare: Alexandra Tallqvist 

Arbetets namn: En bra möjlighet, eller endast en till idé? Grundandet av en 

restaurang. 

 

Handledare (Arcada): Maj-Britt Granström 

 

Uppdragsgivare:  

 

Sammandrag:  
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skriva en ”business plan” om idén, bestämma bolagsformen, räkna ut de kalkyler som 
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1 INTRODUCTION 

It is said, that the pulling forces of the economy nowadays are the entrepreneurs. The 

innovative ideas are the ones that bring in money, from which taxes are paid to the gov-

ernment. The companies employ more people, and therefore make the unemployment 

rate will grow lower. Shortly said, the companies are the ones that affect the future for a 

country’s economy. 

 

In the last few years the tourist industry’s importance has been pointed out. Both the 

global and the domestic part have grown and are profitable. When the VAT fell in 2010, 

to the same percentage on food in stores and in restaurants, it had a positive effect on 

the industry (Timo Lappi, 2013 p. 60).  The Finnish hospitality associations paper Vitri-

ini states that “the food and tourism industry has the prospect to create more jobs and 

stabile well-being in Finland”. Since 2000 the industry’s employment has grown with 

9%, and the expected amount of new jobs is 40 000 till the year 2020.  

 

A survey made by the Finnish hospitality association, states that the Finns eat more and 

more in the restaurants. The tourist amount coming from Russia has also grown, and the 

prospect is that the amount is expected to grow even more. Nowadays the EU and Rus-

sia are thinking about getting rid of the visa, and if this comes true (even if it happens in 

10 years) it would lead to a positive effect in the Finnish tourism industry. These facts 

all point out that the restaurant industry have good prospect for the future (Vihmo, 

Jouni, 2013, p.30-31). In the food industry, the trends go towards healthier food. People 

are looking for food with less carbohydrates and more protein. The industry seems to 

have a bright healthy future. 

 

1.1 Reason and problem area 

This thesis is about establishing a restaurant, or how to start a start-up. It is processing 

the steps that have to be taken, from the moment you have the idea, until the moment 

you establish your company, and trying to avoid the mistakes. The thesis plays with the 
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idea of establishing a restaurant in Lauttasaari (Finland). This thesis is written to find 

out if this business idea is profitable enough to be established in the real world. 

 

The problem area is developing a good business plan. The thesis investigates if the 

business idea has the potential to make it in the real word, based on the business plan. 

The thesis goes through which risks-analyses and which financial calculations that has 

to be made. To get a third party view on the business plan, interests are interviewed. 

Their interest, besides the pay back, is analyzed. Through the interviews the thesis in-

vestigates what an entrepreneur should avoid, and what should be remembered when 

writing a business plan. Key terms that will be gone through are business plan, financial 

calculations and financial institutes (third parties). 

 

1.2 Methods and structure 

This thesis is going to be formed as an investigation, or a case fall, with interviews. It is 

going to be written in a chronological order like this would be done in the real world. 

The unstructured interview method or the semi-structured interview method is going to 

be used. The unstructured interview can consist of a few questions and allows the inter-

view person to answer and associate in a free manner. The interviewed persons own re-

actions and feelings are important, his or hers knowledge should be obtained. The semi-

structured interview is when you go through some themes. The questions can come in 

the order that they want, and the interview person can answer them in their own way. 

These types of qualitative interviews give wide answers (Bryman, Allan & Bell, Emma. 

2003, p. 362 – 364).  

To get the right information statistics are used. The city of Helsinki gathers information, 

e.g. about the inhabitants, which is useful in this thesis. Statistics Finland gives different 

information about Finland, e.g. about registered companies in different fields of indus-

tries. These statistics are going to be used to get to know my customers and the restau-

rant field.  

The thesis is looking for what mistakes are made, and how to avoid them. The thesis 

gives the reader some theory, and then the business plan. After every point in the busi-
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ness plan, a third part reflects on it and his or hers thoughts are displayed.  The third part 

is a venture capitalist, Mats Therman, and Nina Pitkäjärvi, the director for the Corporate 

office at Ålandsbanken Ltd.  

This thesis is going to be based on literature and on interviews. One of the books is “En-

trepreneurship and New Venture Formation” and is witten by Thomas W Zimmerer and 

Norman M. Scarborough. Other finance-books and books about the business’ location 

are going to be used. 

 

2 THE FIELD OF BUSINESS 

In Finland, the restaurant, the cafés and the hotels belong to the industry “hospitality”. 

This industry is a growing industry and employs over 11 percent of the inhabitants (Ma-

ra.fi. Matkailu- ja ravintola-ala lyhyesti). We have nowadays 8886 registered businesses 

from the area of “restaurant and similar food services activities” (Tilastokeskus, 2008). 

 

The 3,75 km² big island of Lauttasaari has 33 restaurant and similar food businesses. In 

all there are 17 restaurants, 15 cafés and one kiosk (Tilastokeskus, 2008). The people of 

Lauttasaari are active, and the island has many activities. Flea markets are held, sport 

activities and events are organized, and the floating boat fair is held here (Tapahtumat, 

Lauttasaari.fi.). Lauttasaari has 20.066 inhabitants and employs 8.153 employees. The 

amount of inhabitants has been growing since 1998 and is expected to grow even more 

(Helsinki Alueittain 2011). In 2015 the subway will reach Lauttasaari, and makes it eas-

ier to get here. The nearest subway station is going to be located about 500 meters from 

the beach (Lauttasaaren Aluesuunnitelma 2011-2020, Hel.fi). The annual 

“Lauttasaaripäivät” are held on this beach. This is a summer day when a marathon run 

around the island is held, bands are playing, sport unions gather more members and 

companies market themselves (Tapahtumat, Lauttasaari.fi).  

2.1 The limited liability company 

In Finland there are five different types of companies. There are the sole trader, the gen-

eral partnership, the limited partnership, the cooperative and the limited liability com-
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pany. All these forms of companies have accounting obligations, but the risk divination 

is the differing factor. Since this thesis is about establishing a restaurant, there is going 

to be a lot of capital involved, and the need for financing exists. Therefore the limited 

liability company form is used, and explained here in the theory. The information in this 

chapter is taken from a paper produced by the The Centres for Economic Development, 

Transport and the Environment (Centralhandelskammaren World Trade Center Helsin-

ki).  

 

A limited liability company can be established by one or more physical or legal bodies. 

These can place capital (money or other assets) in it, and as a return they will get a pro-

portionally big amount of shares. The minimum capital that must be placed are 2500 €, 

and there has to be at least one share. This amount of money must be paid before the 

registration. The public limited liability company has a minimum capital of 80 000 €. 

 

The different bodies of the limited liability company are the “annual general meeting”, 

the board and the managing director. The “annual general meeting” is the meeting for 

the owners, and is therefore the highest governing body. The board is chosen by the 

“annual general meeting” and is responsible for the company’s operations and the other 

activities. The managing director is chosen by the board, and is responsible of running 

the business. 

 

The shareholders are only responsible of their own shares. As in the cooperative, a 

shareholder shall in the beginning of the business provide a guarantee for the company’s 

debt in his/hers own name, and give his/hers wealth as a pledge. The board and the 

managing director are responsible for the harm they may cause the members, the credi-

tors or others, if the harm comes from the business or from breaking the law or the by-

law. 

 

The shareholders can get their profit as dividend income, as an appropriate amount of 

salary or as a loan of the profits free capital. An appropriate amount of security for the 

loan must be given. The limited liability company must have an impartial auditor who is 

chosen by the “annual general meeting”. Companies that have maximum 10 sharehold-

ers have a continuous obligation to give information to the shareholders. The board 
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must give out information about the amount of shares and the shareholders to the public. 

They must also register the financial statements.  

 

This form of company suits the ones that need capital, which means medium sized and 

big companies. This limited liability company gives an opportunity to divide the capital 

and the work in an appropriate manner. The forming of a limited liability company de-

mands knowledge of the law, and a lot of administrative work. From all of these forms 

of companies, this is the one that is least risky, for the risk is spread over many owners.  

 

2.2 The registration process 

The company will be a limited liability company. This form is chosen because it is suit-

able for the companies that need more capital (see chapter 2.1). This company form al-

lows the risk to be spread. By the other types companies the risk lies by the owners, or 

then the company has to provide a service to its members (cooperative). These parts do 

not suit this company, and therefore the limited liability company is chosen. The limited 

liability company allows there to be only one owner, but this company will have three. 

The information in this chapter is based on a document found on Ytj.fi under “Blanketter 

och etableringsanmälan”.  

 

To establish a limited liability company the owners need to write a written formation 

agreement and sign it. When they sign this form, they write the amount of shares that 

they are having (see chapter 5.1.1). This form will then be attached to “the articles of 

association”. The future owners will register the beginning of a business to the tax au-

thorities and the Finnish trades register (a part of the National Board of Patents and 

Registration of Finland) by filling in the Y1 form. The limited liability company will be 

formed when the registration is brought to the trade register. The registration must be 

brought to the trade register within three months, and if it is not, then the registration 

will expire (Yrityksen perustaminen - osakeyhtiö ja osuuskunta.Verohallinto). 

 

At the registration, the company must have at least 2 500 € of capital (see chapter 2.1). 

The whole amount of capital must be paid before the registration to the trade register. 
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The National Board of Patents and Registration of Finland have developed an “estab-

lishing-kit” with all the forms that needs to be filled (see Appendix 1). In this kit there is 

the formation-agreement, the articles of association, the Y1 form (establishing form) 

and the trade registers form 1 (see chapter 5) (Yrityksen perustaminen - osakeyhtiö ja 

osuuskunta.Verohallinto).  

 

Almost all the companies in Finland are VAT liable, and when the company is  regis-

tered (meaning it is VAT liable) it will get a FO- number, which is the Business Identity 

code. This number must be given on all actions in the business. Most companies pay 

their taxes in advance (Centralhandelskammaren World Trade Center Helsinki, Att bli 

egen företagare, page 17). If the company wants to change the information later on, 

there is a fee for it (see Appendix 2). 

 

The company will register to the needed registers. The trade registers are compulsory, if 

you are to sell goods. The company is VAT liable if their turnover is over 8500 €, and if 

they mean to sell goods that are VAT liable (see chapter 2.3.2). If the company will  

have employees, it needs to register to “the employer register”. The prepayment register 

gives you the right to send invoices. A company can be thrown out from this register, 

which means that the company must get compensation trough salary, and this includes 

all the social costs. The Tax Administration's register of insurance tax obligated compa-

nies is the last register. This register is for insurance companies (see appendix 1, Y1 and 

see chapter 5.1.3) (Rosenlew, Charlotta). 

 

2.3 Regulations 

2.3.1 Income tax 

The limited liability company is obliged to pay taxes on the income. The only time the 

company doesn’t have to pay taxes is if the company makes a loss. The corporate tax 

rate is 24,5% (see appendix 3, Profitability Calculation). The dividends are taxable dif-

ferently depending on the amount of the dividen,d and if the company is listed or not 

(Yrittajat.fi.). 
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2.3.2 Value added tax 

“The value added tax is not a tax for the entrepreneur, it is a tax that is taken from the 

customers and is accounted for to the government” (Nieminen, Heimo. Matkailu- ja 

Ravintolapalvelut MaRa r, p. 22-24). The writers own translation.  

 

This is written about the VAT on the Tax administrations webpage (Value added tax, 

Vero.fi). 

VAT is a consumption tax that the seller of goods or services will add to the price. The 

seller thus collects this tax from customers to remit it to the state. Liability to pay VAT 

concerns anyone who sells goods and services, rents out goods, or is engaged in similar 

commercial operations on an ongoing basis. 

Registration for VAT is mandatory  

If a company operates a business for which VAT is payable, requesting for VAT regis-

tration will be mandatory. However, no registration is required if turn-over for the ac-

counting period (12-month) stays below €8,500. The company with turn over below 

€8,500 can voluntarily be VAT registered if it operates its business commercially on an 

ongoing basis. 

Rates of VAT  

 

General rate of VAT, effective for most goods and services 24 %  

Food, animal feed, restaurant services, meal catering services 14 %  

Books, medicine, services relating to physical exercise and sports, movies, en-

trance to cultural events and to entertainment events, transport of passengers, 

accommodation, and TV licenses. 

10 %  

Figure 1. The different VAT categories.  
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The VAT that concerns the restaurant industry is the percentage of 14% (for food) and 

24% (for alcohol) (see Figure 1).  When the entrepreneur registers its business to the 

“National Board of Patents and Registrations of Finland” it also applies for the being 

VAT liable.  

2.3.3 Trademark 

 A company can protect its business idea by registering the logo as a trademark or brand 

mark at the National Board of Patents and Registration (NBPR). By registration it gives 

the company the exclusive right to use the mark or symbol in Finland. This means that 

only you, and companies with your permission, can use the trademark in business. The 

registration holder has the power to prohibit others from using it. 

 

The trademark can be a word, figure, a combination of both, a slogan, a combination of 

letters, a sound or some other mark that can be represented graphically. This is the mark 

that sets the company apart from the competitors. There are a few requirements for reg-

istration of a trademark. First of all, it cannot be distinctive. This means that it cannot 

describe the service/good it’s meant for. Otherwise it would limit the freedom of adver-

tising for other companies. The second requirement is that the trademark cannot be con-

fused with other trademarks. All trademarks can be found on databases given by the 

NBPR (Trademarks in brief, The National Board of Patents and Registration). There are 

further on 8 other smaller requirements. These concern that the law is followed, that the 

mark is logical and that it’s not connected to another person or a company name (Condi-

tions of registration, The National Board of Patents and Registration).  

 

The cost of applying for the registration is 215 €, and it is done by a form. The accepted 

trademark is valid for 10 years from the date of the registration. After applying for the 

trademark, the logo cannot be changed. It is therefore wise to check that the trademark 

isn’t similar to another (Trademarks in brief , The National Board of Patents and Regis-

tration).  
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2.3.4 Hygiene proficiency 

The hygiene proficiency (the hygiene passport) was developed by the Finnish food safe-

ty Authority Evira, to promote food safety. Every person working with unpacking easily 

perishable foods, such as milk, meat and fish need to have this passport (Hygiene profi-

cienc, Evira).  

 

This passport needs to be applied for at least three months after that the employment has 

started, but if an employee has one from their former working place it is sufficient. It is 

applied for from a proficiency examiner, and the examiners arrange test everywhere in 

Finland. If the employer has written a suitable exam or if he/she has an appropriate edu-

cation, then he/she doesn´t have to take the test (Hygiene proficiency, Evira). 

 

It is up to the employer to make sure that the employees are handling the foodstuff cor-

rectly, and the employer is responsible for training the employee and giving him/her in-

structions. The employer must make sure that the people working with easily perishable 

foods have the proficiency certificate. (Hygiene proficiency, Evira) 

 

2.3.5 License to serve alcohol and opening hours 

The restaurant will serve alcohol, and in order to sell alcohol that has over 4,7 % of al-

cohol, you have to get a  license for it. The restaurant will sell vines and drinks, so we 

have to apply for the A-license. This permits the restaurant to serve all kinds of alcohol. 

The license is applied for from the regional state administrative agency, and can be ap-

plied for after the establishment. If you need the permission earlier, there is a way to get 

it. A person can apply for this license, and transfer it to the company (a limited liability 

company) when it has been established. To get the license to sell alcohol, there is a fee. 

Mara (the Finnish Hospitality Association) advises you to apply for the license 4-6 

weeks before the opening of the restaurant, even if you have not established the compa-

ny yet. You will then get the license when you have filled all the requirements. (Annis-

kelulupa. Matkailu- ja ravintolapalvelut, p. 22-24). 
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The requirements to get the license oblige the restaurant to fill the financial and profes-

sional requirements and the demanded liability. The location needs to be sufficient for a 

restaurant usage. The restaurant needs to be in the applicant’s control, and the supervi-

sion will have to be organized easily. The applicant needs to be of legal age, not suffer-

ing of a bankruptcy and he can’t be under a guardianship. The person is seen as trust-

worthy if he is not using drugs, if he can stand for his expenses, if he doesn’t have a 

criminal background from the last 5 previous years, if he is not stopped from having this 

permission since the last 5 years, if he has paid his taxes, if he has not suffered bank-

ruptcy in the last 5 years and if his previous businesses (or actions) shows that he is ap-

propriate for not jeopardizing this license. (Anniskelulupa. Matkailu- ja ravintolapalve-

lut, p. 22-24). 

 

The authorities makes a decision based of the total impression of all these points. The 

applicant also need to send the authorities a staff- plan, to show that  he has taken the 

opening hours into consideration and that he has a business plan behind his thoughts. He 

also needs to present a plan of how he plans to limit the serving and how he controls the 

drinking. A responsible manager and an appropriate amount of suppliers need to be set. 

This person needs to have an appropriate education and skill, and the professional quali-

fications needs to be displayed. An appropriate education means that he has studied at 

least one year the hospitality industry training, or that he has over 2 years of work expe-

rience from working with serving of alcohol beverages and that you have the “licensed 

passport” (“anniskelupassi”), which you get from a school in the hospitality manage-

ment. The responsible manager needs to be present before the serving begins, and he 

cannot be the chef, when he is bound to the kitchen. A responsible manager or his sup-

plier need to present all the time when alcohol is served, and the serving of alcohol must 

end half an hour before the closing if the closing is after 24.00 o’clock. (Anniskelulupa. 

Matkailu- ja ravintolapalvelut, p. 22-24). 

 

There are certain demands on the opening hours of the restaurant and the serving of al-

cohol. If the restaurant closes before 2 o’clock, the alcohol serving must stop at least a 

half an hour before that.  Most of the restaurants have permission to serve alcohol from 

9:00 – 1:30, which means that they will close at 2:00. If the restaurant closes at 24 or 

before, then the alcohol can be enjoyed until the closing. The restaurant can apply for 
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serving alcohol before 9:00 o’clock or after 2:30 or 3:30. This permission only holds for 

maximum two years. It is also possible to apply for a temporary permission, but it only 

holds for maximum a month . (Anniskelulupa. Matkailu- ja ravintolapalvelut, p. 22-24). 

 

2.3.6 Outdoor serving 

If a restaurant wants to serve its customers outdoors (on a terrace area), the restaurant 

needs to get a permission from the landowner and the authorities.  There are certain de-

mands on the restaurant and the terrace area. (Yritystoiminnan aloittaminen. Matkailu- 

ja ravintolapalvelut, p. 19-20) 

 

The terrace area needs to be close to the actual restaurant establishment, and strollers 

and wheelchairs have to be able to move without a problem. The area of which is used 

must be clearly shown. The restaurant must be able to guard the in- and out- going of 

the area, and the area can only be left without guard if the customer seats are limited to 

the tables and the terrace has an own point of sales or table service. If the restaurant 

wants to mark the terrace area with a fence, it has to apply for a permission to do so 

from the public works department. Sometimes this is not necessary, when the area can 

be marked with a rope or some kind of light regime. If the restaurant want to serve alco-

hol in the terrace are, the license to serve alcohol must include this area too. The en-

largement of the area can be applied for from the Regional State Administrative Agen-

cy. This can be done permanently, so that the restaurant doesn’t have to apply for it eve-

ry year. (Yritystoiminnan aloittaminen. Matkailu- ja ravintolapalvelut, p. 19-20) 

 

If the terrace area is close to a street, the police can put further demands on the estab-

lishing. If the police feel that the safety of the people is threatened, they can even deny 

the restaurant the permission to have an outdoor area. (Yritystoiminnan aloittaminen. 

Matkailu- ja ravintolapalvelut, p. 19-20). 
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3 THE BUSINESS IDEA AND PLAN  

This chapter is based on the pages 80- 91 from the book Entrepreneurship and New 

Venture Formation by Scarborough, Norman M. & Zimmerer, Thomas W.  

 

3.1 The Business Idea 

A business idea is your business in a nutcase, so compressed that you can explain it in 

one sentence. It is important that the entrepreneur can differ between an opportunity and 

an idea. Sometimes the entrepreneurs get lost in their ideas, and start thinking that every 

idea is a great one. Therefore it is important to be critical to one’s own ideas. “Experi-

ence has shown that if a business is based on a solution without a problem, the business 

will soon have a problem with no solution” [Zimmerer & Scarborough 1996 p.80]. The 

important part is to be able to understand which ideas are opportunities, and which be-

long to the “just another idea” category.  

 

A way to differ between the opportunities and the ideas is that an opportunity creates 

value to both the shareholders and the customers. The timing of the benefits is also an 

important factor, one need to be able to tell the investors when they will get their money 

back. The customers must have a clear view on why your product or service is better 

than the competitors. This means that the added value offered for the customer’s money 

must show, and the customers need must be met. The entrepreneur must have innova-

tive idea, or then do something in a different innovative way. But most important of all, 

it should satisfy a real need.  

 

In all part of business, the risk must be taken in consideration. When evaluating a busi-

ness opportunity, all relevant risks should be taken in consideration. Some risks can be 

eliminated by proactive strategies, some risks can be spread and some risks can be dealt 

with. There are many different risks, e.g. market-, competitive-, financial- and technical 

risk. If all these risks are high, then the idea might not be an opportunity. One thing to 

be careful about is to not get too emotionally attached to one’s own idea. Just because it 

is your own idea and just because you believe it´s great, it doesn´t have to be that way. 



18 

 

To evaluate if a business idea is good, a screening process has been build up. The 

screening process is composed of critical questions which should give an answer to the 

potential of the idea, and involves a lot of research.  

 

In the next chapter the screening process is going to be explained. After that the thesis 

writers’ business idea is presented, and the screening steps are indirect taken in consid-

eration.  

3.2 Screening of the business idea 

The screening process is divided into 5 steps, all concerning different parts of the idea. 

 

Step 1 asks questions about the idea (see Figure 2). It controls that your idea is different 

from the other products or services that the market already have to offer, and that it ac-

tually creates value to the customer. It also investigates how the market behaves, the 

customer doesn’t have to break his or hers own use patterns when he/she would start 

using the product or service. 

 

The first question is: How is the idea different from the products or services presently 

offered in the market?  The idea should be very much different from the others, other-

wise will be hard to convince the customers to use you product instead of the other. 

Then again, if the idea is extremely different from the others, the customers might feel 

some kind of resistance to it. The entrepreneur needs to find the middle line between 

these two exceptions. 

 

When you understand the behavior of the wished market segment, it is easier to under-

stand what is needed in your business idea. The demand on the product needs to be in-

vestigated, and the timing of the demand. What is the created value of the product, how 

does it create more value from what the customer already has, and how much value does 

it create. Is your idea to make something more efficient, at a lower cost, or to produce 

some other value? If this is the case, then how much will they save or gain? Can the 

customer see these advantages themselves?  

 



19 

 

The timing of the market evaluates how many clients you think that you will get. It is 

the percentage to which you believe that the chosen market segment will use your prod-

uct. This is mostly important, because the customers bring in the revenues, and for new 

ventures it can be difficult to be accepted. The season of the year is also important to 

take into consideration, if you are producing something that is depending on the season 

of the year, it is very important that you launch your product at that time or a little bit 

before.  

 

 

Figure2. The opportunity evaluation process step 1. (Zimmerer & Scarborough: Entre-

preneurship and the New Venture Formation, Ch. 4, page 85). 

 

After having gathered some base information about the adequate demand for the prod-

uct or service, the time money and risk aspects needs to be investigated. Step 2 is about 
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the risks, competitive risk, technical risk and financial risks (see Figure 3). The entre-

preneur must find out what they are competing with, they need to learn about the com-

petitors. How are they developing their product? What is the historic rate of success and 

how much debt so they have? What are the advantages of the competitors?  

 

The technical risk considers if the idea can be taken as a “market ready product”, or if it 

just is better on paper. The financial risk is the one that often brings the entrepreneur a 

sleepless nights. It is about the money situation and is there will be enough money to  

 

support the venture. The entrepreneur must estimate if the product can enter the market 

successfully, regarding to the capabilities and the resources. 

 

Figure3. The opportunity evaluation process step 2.  (Zimmerer & Scarborough: Entre-

preneurship and the New Venture Formation, Ch. 4, page 86). 

 

A positive result of the second stage screening analysis is that the product can be 

brought to the market in a short time. The technological risk is small because of previ-



21 

 

ous work or because of a prototype. The competitors are not aggressive and the own 

technique is superior the competitors. The competitors have not previously displayed an 

aggressive defense strategy. The new venture has the capabilities and resources needed 

to be a successful business, and they have implemented a strategy to introduce the prod-

uct on the market.  

 

For companies, the primary goal is to produce profit through goods and services. Every 

activity that the product or the service goes through is exposed to risk. These risks have 

to be taken, and the company needs to manage them in some way. This is called the risk 

management. The companies can for instance transfer its risk to special financial insti-

tutes, such as insurance companies (Bodie, Zvi. 2000, s 256-7 & 260).  

 

Step 3 in the process is about the manufacturing (see Figure 4). The entrepreneur needs 

to investigate how he/she will get the materials and at the quantity needed. For new ven-

tures the highest expense is the manufacturing equipment, and often startups contact 

experts to find the best technologies. Since the thesis is limited to the establishing of the 

business, this step is excluded from the investigation.  

 

Another thing that brings credibility to the entrepreneur is to be able to compute the fi-

nancial estimates. This is what the fourth stage is about. The entrepreneur has to be able 

to give out some estimates of the costs and the expenses. The estimates cannot be for 

sure, one cannot predict the future, but one can give a well explained suggestion. When 

investors see that there are thoughts behind the figures, it can give you credibility. The 

costs depend very much on the nature of the business, but there are always the same 

types of costs. There are fixed costs, variable costs and sunk costs, and some costs will 

even occur even if no products are ever sold. The timing of the costs and expenses is as 

well important, especially for new ventures, so a monthly budget has to be computed. 

The third party is interested in these numbers, and often some kind of capital has to be 

taken in. It is vise to take into consideration if one can get capital from somewhere, and 

how much is needed. The entrepreneur needs to count in the revenues and compute a 

price for the service, a price that the customer is willing to pay. This price must cover 

the costs, and fair wages to the entrepreneur.  
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The fifth and final stage is about risks. Earlier in the screening process the competitive, 

the technical and the financial risks were identified, but now the investigation goes even 

further. In this stage all the parts that the entrepreneur doesn’t know are pointed out, to 

find out where the risks might lay. It is not done to press down the idea; it is only done 

to understand the potential risks. When you know what risks you have, you can protect 

yourself from them and make risk analyses and risk reduction planning. Success has of-

ten come to the entrepreneurs that have done these analyses and planning. 

 

The things that are unknown for the entrepreneur, are usually his or hers risks. The en-

trepreneurs need not underestimate these components only because it’s hard to state all 

the things that one cannot do. It is often the ignorance of the unknown that leads to fail-

ure among new businesses.  

 

3.3 The Business plan model by “Uusyrityskeskus” 

The business plan model made by ”Uusyrityskeskus” is a model recommended by 

Finnvera. Finnvera is a specialized financing company, owned by the State of Finland. 

Finnvera gives financing for the start, growth and internationalization of businesses, and 

guarantees against risks arising from exports. They also provide the new businesses 

with support. “Uusyrityskeskus” provides start-ups with help and information. They 

have developed a business plan model, which consists of the following steps 

 

1) Description of the business idea 

2) Description of expertise: 

3) Description of the product: 

4) Customers and customer requirements: 

5) Industry and competition: 

6) Scope and development of the market: 

7) Marketing and advertising: 

8) Risks 

9) Intellectual property rights: 

10) Estimates: Funding, Profitability and Sales 
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a. Investment calculation 

b. Profitability calculation 

c. Sales calculation 

3.4 Calculations and Analyses 

3.4.1 Investment calculation 

The investment calculation is an assembly of the cash flows, which means the incoming 

and outgoing payments, during a certain time period. This type of calculation evaluates 

the company’s ability to run the business, to pay its debt and other obligations, and to 

pay dividends to the shareholders. The limited liability company is obliged by law to 

compute an investment calculation to the annual financial statements (Ohlsson, Jan & 

Skärvad Per-Hugo, s. 407).  

 

An investment calculation for a start-up shows the sources of funding and the expendi-

ture requirements that have to be made to launch the business. These are costs that have 

to be paid even if the business does not generate sales. The working capital (wages, sal-

aries, rental, insurance, bookkeeping, etc.) is added to this calculation, because a busi-

ness needs to be able to pay its employees even without sales (Guide – Becoming an 

Entrepreneur in Finland, Estimates: Funding, profitability and sales, p. 12).  

 

The sources of funding are included to show that all the costs that need to be paid are 

taken in consideration, and that they can be covered. This can be shareholders equity, 

loans, business subsidies and external equity investment (see chapter 4.12.1 and appen-

dix 3). The amounts are VAT 0% (Guide – Becoming an Entrepreneur in Finland, Es-

timates: Funding, profitability and sales, p. 12). 

 

3.4.2 Profitability calculation 

The most usual target by companies, are that they are profitable. The companies try to 

reach a positive result. In this calculation the incomes and the costs are compared, and 
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for a company to prove it profitable the income should of course be greater than the 

costs. An important part of the profitability calculation is the break-even point, where 

the income covers the fixed costs. The fixed costs are the costs that are independent of 

the sales volume. The break-even point (also called critical point) shows the minimum 

accepted sales volume. If the sales go under this, the business will not be profitable (see 

chapter 4.12.2 and appendix 3) (Ohlsson, Jan & Skärvad Per-Hugo, s. 216-217, 235-

236).  

3.4.3 Sales calculation 

In the sales calculation the minimum invoiced sales target, which has been set in the 

profitability calculation, can be portioned among the different customer groups. The 

amount can be analyzed, to see if it is possible (see chapter 4.12.3 and appendix 3) 

(Guide – Becoming an Entrepreneur in Finland, Estimates: Funding, profitability and 

sales, p. 13).  

 

3.4.4 SWOT analysis 

The SWOT analysis (see Figure 5) is a risk analysis and a strategic planning analysis 

that regards the company’s interaction with its environment. This analysis regards both 

the risks in the company as well as risks outside the company. The word SWOT is build 

up from strengths, weaknesses, opportunities and threats. Strengths and weaknesses re-

gard the company’s strengths and weaknesses, when opportunities and threats regard the 

environments’ opportunities and threats (Ohlsson, Jan & Skärvad Per-Hugo, s. 87). See 

chapter 4.10. 
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Figure 5.Picture displaying the SWOT- analysis. Model originally made by Albert Humphrey (Wikipedia, SWOT 

analysis). 

3.5 Who should be considered? 

When a business plan is written, you must keep the reader in mind. The entrepreneur 

must adjust his/hers writing so that the important parts for this specific reader is written 

and pointed out. Which these persons or interests are, is usually the same for every 

business. The interests that entrepreneurs have to take in consideration are the custom-

ers, the owners, the tax authorities, different financial institutes and the employees. The 

entrepreneur has obligations to every interest, and the following chapter takes up what 

these obligations are (E2000 Classic Företagsekonomi 1, 2011, s. 46). 

 

The customers are seen as one of the most important interest.  They can place demands 

on the products and on the quality, the price and the service on the product. They want 

value for their money. The second most important interests are the owners. They want a 

profit and the possibility to cooperate in the business. They are dependent on the com-

pany for their own living, such as the employees also are (E2000 Classic Företags-

ekonomi 1, 2011, s 46).  

 

The employees get their profit in the form of salary or wages. They do not only need the 

money, but are also interested in the job as a workplace. By getting employed, the em-

ployees have the right to the social security. The employer must protect the employee 

Strengths Weaknesses 

Opportunities Threats 

SWOT 
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against any accidents and health risks, which means that the employer must insure the 

employee (Arbetsavtalslag 26.1.2001/55, Finlex).  The company must make sure that a 

part of the salary goes to the employees’ pension. The employer must in other words 

make sure that the law is being followed.  

 

The suppliers are dependent on the company´s success. They want to be able to sell 

their products, so that they can get a profit as well. The company is as well dependent 

on the suppliers, for they need to get the products they need. Therefore, a good relation-

ship with the suppliers is important (E2000 Classic Företagsekonomi 1, 2011, s 46).  

 

In most of the times, the companies need to get a loan. The creditors are therefore also 

an important interest. The creditors wants’ the company to succeed in order to get their 

money back, and in order for the company to be able to pay its loan rates. The competi-

tors can draw knowledge from you, and you can draw knowledge from them. They are 

seen as an interest when they “force” the companies to develop, which is a favors all 

(E2000 Classic Företagsekonomi 1, 2011, s. 46).  

 

The last interest is the government or the society. They want the company to succeed in 

order to bring jobs to the society. Fore when the companies get a profit, they have to 

pay taxes on it, which brings money to the government. When the companies employ 

people, the government gets tax income from the employees’ salaries. Then when a 

profitable company gives money to its investors, the government gets a bit from taxes as 

well. Taxes bring a better public service, which benefits the citizens (E2000 Classic 

Företagsekonomi 1, 2011, s. 46). 

 

These are all the interests that want´s the companies to succeed. They all need to be tak-

en into consideration when the business plan is written. This business plan is going to 

be presented to two different parts of creditors, a banker and a venture capitalist.  
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3.5.1 The importance of the employees 

The employees’ relationship to the employer is regulated with different acts and agree-

ments. These regulations concern the contracts, the working times, the right to study 

leave or alternation, young employees and the protection of privacy in working life (TE 

– palvelut. Labour Legislation). 

 

The employees are the ones that are in contact with the customers, and are therefore of 

high importance. They should be able to enjoy their work, for when they do, the cus-

tomers can tell. To keep the employees motivated, the work needs to demand something 

from the employee, and it has to be a continuous learning process. The employers 

should be provided opportunities to make decisions, and the works should give them 

reputation and hopes for the future (Olsson, Jan & Skärvad Per-Hugo, 1993, p.185). For 

the business to be growth promoting, the labor organization must make sure that “the 

right person is on the right place” and that no discrimination in any form can be al-

lowed. There should also be something that pushes the employer further, against better 

result (Eklund, Klas, 2007, p 219-220).  

3.6 What should be done? 

For the entrepreneur’s idea to become a business, there are certain things that need to be 

done (see Figure 6). First of all, the entrepreneur must collect all his/hers thoughts and 

write down a business plan. This step is of course not a compulsory step, but it needs to 

be done if the entrepreneur needs finance or partners. It is also a good way to see if the 

business actually is going to be profitable.  

 

To be able to form the company, the entrepreneur must know which form of business 

the company will be. This form decides how costly the establishing will be, and what 

documents needs to be filled. Most of the times, the entrepreneur need some external 

financing, and this is where the business plan comes in. When you apply for finance, the 

creditor wants to know about your business, and that you actually have thought about it. 

By looking at the business plan, the creditor (and the entrepreneur) gets an idea about 

your business and the capital required. When the entrepreneur has the capital needed for 
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his business, it can be registered. In Finland, the entrepreneur fills in a “establishing –

kit” made by the “ytj” (the Finnish Business Information System), including all the 

documents that needs to be filled. After the company is established, it is wise for the 

entrepreneur to find out how he/she can protect the idea.  

 

Figure 6. Figure displaying what should be done to register/establish a company.  

4 THE BUSINESS PLAN 

The model of this business plan is taken from the “Uusyrityskeskus.fi” webpage (see 

appendix 4), and written to a creditor. This model is chosen because of its logical order. 

As previously stated, the “Uusyrityskeskus” business plan model is recommended by 

Finnvera (see chapter 3.3). The screening steps are more an analysis of a business idea. 

They are useful to analyze, but to make a business plan in their order wouldn’t be suita-
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ble. The screening steps (see chapter 3.2) will be taken in consideration in the business 

plan, but the plan will not follow the order of the screening steps. 

 

The content headings are the same as in the “Uusyrityskeskus” model. A company can 

choose different headings, but in this thesis the given headings are used. After every 

chapter in the business plan, the interviewed persons’ comments are given. In each sub-

heading, only the interests’ voice is heard. Some chapters do not have a comment, 

which means that the interests’ did not react on the chapter. The interviews should not 

be seen as a part of the actual business plan, only as a support for the reader to under-

stand which parts are important. 

 

When the financial plans are made for the business, it is wise to include a cash flow 

analysis. The business plan made by “Uusyrityskeskus” does not include this kind of 

calculation. Since the thesis follows their plan, it does not include the cash flow analysis 

either. To be sure that there is enough money to pay even the first costs, a different 

analysis is made (see appendix 3, Profitability Analysis, Money adequacy analysis).  

 

The filled establishing-kit (see chapter 2.2) can be found in appendix 1. The appendix 

goes through some of the more important parts that need an explanation. There is no 

English version of this document, so the Swedish one is used.  

4.1.1 The Venture Capitalist’s comments 

The Venture Capitalist found that the Finnvera model’s structure and the headings were 

logical and usable. He said that he has not seen this model of a business plan, and that 

the business plans that he reads are all different. “There are as many business plan mod-

els as business ideas” (Mats Therman, writers own translation). He is though not inter-

ested in where the model comes from, so this chapter is useless for him. 
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4.1.2 The banks’ point of view 

Nina Pitkäjärvi, working at the bank Ålandsbanken Ltd, said that she is used to reading 

business plans using Finnvera’s model. They even urge the companies to use it. Alt-

hough, she states the same as the venture capitalist, the companies’ business plans are 

all different. The bank wants the business plan to have a logic order, and Pitkäjärvi feels 

that the model by finnvera is good.  

4.2 Executive summary 

Business idea: A family oriented beach restaurant that aims for the comfortable home 

feeling. 

 

Even in the history, Lauttasaari has been the island where the city people come to relax 

to. Nowadays small children are seen playing in the green parks, while the parents enjoy 

the weather and the companyof others. In the winter people are seen skiing and skating, 

and all sorts of winter activities are practiced on the ice. Here one can find the popular 

“kasinoranta” beach, with its beautiful sea view over the archipelago, where the eye can 

see far in the horizon. And one day, you might even be able to eat a delicious meal on 

the beach, with your family. 

 

The target group for the restaurant “Merikylpylä” are the families with small children in 

Helsinki and especially in Lauttasaari. The families are the biggest group of people in 

Lauttasaari. The restaurant will be like a second home for the visitors, so that the both 

parents and children feel welcome. To differentiate from the other restaurants and to 

reduce the risks, take away food is also included in the business. There are some com-

petitors on the island, but this business idea differentiates from them on several points. 

The most important part for a restaurant is the location, and this location is better than 

the other restaurants. To reach the customers the business is going to use social media, 

newspapers and direct marketing.  
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From you this business needs expertise, help, counseling and financing. The needed 

capital is 101 400 €. The business calculates that it will take 4 years to get back your 

money.  

 

The restaurant industry has increased the amount of employed in the last few years. The 

Finnish hospitality association has made a survey saying that the Finns eat more in res-

taurants than before. In the Finnish culture, the children are welcomed in restaurants. 

Still, the parents often feel uncomfortable bringing their children to a restaurant, with all 

the trouble that they might make. This new business gives the families a home-like 

place to come to, where the parents feel welcomed too. 

 

4.2.1 The Venture Capitalist’s comments 

The Venture Capitalist needs to understand the business idea and the concept as fast as 

possible. He gets 350 – 400 business plans a year, and it takes him about ten minutes to 

decide if the plan is good or not. If the concept is unclear or taken up later in the busi-

ness plan, he will not read it. He said that the entrepreneur under no circumstances 

should write that he needs financing from the venture capitalist. The entrepreneur 

should write that he needs expertise, help, counseling and a little bit of money. The 

money part should not be presented as the driving part, more like the side purpose.  

 

4.2.2 The banks’ point of view 

The bank wants to know how much money they are asked of. For them it is important to 

know what the entrepreneur can achieve with their financial contribute. They cannot 

contribute with expertise, help and counseling. In this chapter the financing need should 

be stated. 

4.3 The business idea 

Business idea: A family oriented beach restaurant that aims for the comfortable home 

feeling. 
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The Merikylpylä restaurant is a family-spirited beach restaurant. It is going to be located 

on the “Kasinoranta” on Lauttasaari, a suburb of Helsinki situated 6 km from the center 

of Helsinki. The restaurant will supply lunch, and dinner. The interior design will be 

home - oriented, so that the guest feels welcome and at home. 

 

The Merikylpylä restaurant is going to serve delicious and healthy dishes for both par-

ent and child. The child dishes will be colorful and interesting, to appeal to the children. 

The parents have their own, a bit more sophisticated menu. To differentiate from the 

other restaurants in the area, the restaurant is also going to provide the customers with a 

possibility to take away food. By doing this, the Merikylpylä restaurant will reach the 

customers in another level, even the busy parents, and the restaurant can get more cus-

tomers. With the concept of healthy food, other visitors and not only families will visit 

us. The restaurant -space is therefore divided into two separate departments.  

 

Lauttasaari is known for having a lot of elderly people and families. In Lauttasaari there 

are three nursing homes and 1991 companies. The Kasinoranta is visited by a lot of 

people during the summer, but also in the winter. The beach has a playground for kids 

and outside fitness equipment. A basketball ground, a cycling park and a beach volley-

ball all within a radius of one kilometer (Lauttasaaren kasinonrannan uimarannan 

lähiliikuntapaikka. Helsingin kaupunki liikuntavirasto. During the winter people walk 

on the ice, and play winter sports. The restaurant would be for all the visitors of the 

beach and the island. 

 

4.3.1 The Venture Capitalist’s comments 

The first thing the Venture Capitalist looks for in the business plan is what problem or 

what challenge the entrepreneur is trying to solve. If the venture capitalist feels that this 

problem is worth a solution, he will continue on reading. This solution that the entrepre-

neur finds will have to be worth paying for. If either the problem or the solution is bad 

or not understandable, he will not continue reading.  Another point that he takes into 

consideration, is how the location supports the case.  
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4.4 Description of expertise  

The Merikylpylä restaurant will have an advisory board of experts. They all have a long 

experience in the field of business, and with their help the restaurant to find the right 

employees. 

 

The advisory board consists of owners of professional chefs and different kinds of res-

taurants. These restaurants are in the center of Helsinki and in Lapland. One of their 

owned restaurants won the price for the best restaurant in the year 2013 by “Suomen 

gastronomiaseura”. Another advisor is a partner in the company “Vanajanlinna Group” 

which owns the “Levi Ravintolakatu”, other restaurants, hotels, caterings and golf cen-

ters in Lapland. “Levin Ravintolakatu” owns five restaurants in the ski center city Levi. 

These people are experienced with starting and running a restaurant and they can help 

our business have a successful start and a successful future. Together with the advisory 

board the business can develop a successful strategy.  

4.4.1 The Venture Capitalist’s comments 

This is where the entrepreneur should present that he actually knows what he is doing, 

and that he does have experience. The venture capitalist needs to know that this person 

is trustworthy. Throughout the whole business plan, the entrepreneur should give why 

especially he will succeed. The entrepreneur needs to show that he does know what he 

is doing. 

4.5 Description of the product 

The restaurant, called “Ravintola Merikylpylä” after the beach original name 

(Merikylpylänpuisto (Kasinonranta) Vihreät Sylit), is a home-feeling restaurant that 

wants to make the customer feel as comfortable as they are at home. This feeling is go-

ing to attract the children to the restaurant. When the children enjoy the restaurant, the 

parents will follow. The whole business, with the interior and employees, is built around 
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the concept that going to the restaurant should feel like stepping in to a home. It will be 

an experience to visit the restaurant, something different than the rest of the others. The 

restaurant is for 100 guests.  

 

In 1913 the original ”Drumsö Casino” was built. The Tallberg family moved in the is-

land, and saw a potential in it. The city people from Helsinki could come to the island to 

swim, relax and do recreational sports. Therefore Julius Tallberg built the “Drumsö Ca-

sino”. In this time the outdoor sports and sunbathing was a totally new idea, and the café 

was actively visited. Unfortunately you could not get there by car, and the café had to 

end its business. After that the house was used for other purposes, it finally burned 

down in 1947 (Stenius, Sigurd. 1947, p. 28 – 29, 107).  

 

The restaurant is made home-like, with the interior and the service genuinely friendly 

and used to children. In the winter there is a fire burning and in the summer people can 

eat their food like a picnic on a blanket on the lawn outside. The dog owners that walk 

their dogs outside can get a “dog owners take-away coffee”, whilst they walk their dogs 

along the shore. 

 

On the side of the business the restaurant rents out game equipment, such as Frisbees, 

balls, “cricket” and the traditional Finnish game called “mölkky”. The beach has many 

sport fields, which are free for everyone to use. The café is also equipped with a cabinet 

that you can rent for meetings. The created value for the customers is the experience 

they get.  

 

The year is, in the restaurants point of view, going to be built up in two seasons. In the 

summer we are opened café hours and restaurant hours, which means that we would 

serve both lunch and dinner. In the winter, when the beach is not equally visited, we are 

opened in the evening as a restaurant. 

 



35 

 

4.5.1 The banks’ point of view 

The banks are not so interested in if the idea is good and functional. In the bank point of 

view, it can even have a negative effect if the business plan is written with too much 

small and complicated information. Simple is beautiful, they feel.  

 

4.6 Customers and customer requirements  

The customers for the business are the families of Lauttasaari and Helsinki with small 

children. Lauttasaari is a suburb of Helsinki known for the pensioners, the families and 

the younger adults. The island has 12 kindergartens, two primary schools, one high 

school, one youth center, one library and one health station (see Figure 7).  

 

 

Figure 7. Picture of Lauttasaari, explaning the amount of institutions for children. 
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As previously stated, the two biggest groups of inhabitants are the families and the pen-

sioners. The biggest group are the 40 – 64 year olds (30,7%) and the second largest are 

the 25 – 39 year olds (30,5%). These are the people the restaurant is build for (Appendix 

5). 

 

The beach “Kasinoranta” or “Merikylpylän puisto” is listed as a swimming beach by the 

city of Helsinki, and it is set with beach guards from 4.6 to 12.8. The official name of 

the beach is “Merikylpylän puisto”, but generally the inhabitants know it as “Kasinoran-

ta”. In the summer, people from the city, and of course the island itself, come to the 

long beach to swim and take sun. The park “Lahnalahden leikkipuisto” is one of the 

bigger parks in Lauttasaari, and it is located about 500 meters from the beach. The usual 

pattern for the families is that they spend their forenoon in the park, and after that they 

move to the beach.   

 

In the summer the beach doesn’t have a place where you can get a proper lunch. The 

beach gives a lot of opportunities to serve the visitors. With the restaurant Merikylpylä, 

the people can get food whilst spending time with the family. At the restaurant the visi-

tors can play games, enjoy the beach and get something to eat. They will choose Ravin-

tola Merikylpylä, because visiting this restaurant is an experience, and it makes you feel 

like you are home. 

 

The types of customers that visit the restaurant are more analyzed in the financial calcu-

lations (see Appendix 3, sales calculation). 

 

4.7 Industry and competition  

The business area that this company is a part of is 56101 Restaurants, which belongs to 

the business area “Restaurants and similar food businesses” (nr 561). In Finland there 

are 8886 registered businesses from the area of “restaurant and similar food services 

activities” (Tilastokeskus, 2008). From 1999 the restaurant activities’ EBITDA (Earn-

ings Before Interest Taxes Depreciation and Amortization) have suffered a small fall till 

the year 2001 (see Figure 8), and after that it has started to grow (Majoitus- ja rav-
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itsemistoiminnan käyttökate 1999-2004, Statistics Finland). Together the hotels and res-

taurant activities’ EBITDA has grown form 2009 till 2011. In 2009 the overall result 

vas negative, but since then the line has pointed up, reaching for a positive overall result 

in 2011(see Figure 9).  The small and medium sized businesses represent 87 % of the 

growth. Do note that this regards both the restaurant and the hotel activities. The restau-

rant activities year of 2011 was good. The turnover was 4,3 billion €, which means a 

growth of  7,6 % (Pk-yritykset kasvattivat toimialan liikevaihtoa vuonna 2011, Statistics 

Finland).  

 

 

 

Figure 8. The EBITDA for the hotel and food service activities 1999 - 2004. The development of EBITDA, years 1999 

– 2004. In percentage of the operating income. 



38 

 

 

Figure 9. The profitability of the hotel and restaurant activities 2009 – 2001. The development of EBITDA, financial 

result and the overall result, years 2009 – 2011. In percentage of the operating income. 

 

 

 

This business has a few competitors. The café part of our business competes with a 

small café-kiosk that is located on the beach, and the restaurant part of the business 

competes with a few restaurants located on the island. Lauttasaari has different kinds of 

restaurant, in all 33 registered businesses in the field of restaurant and food services (Ti-

lastokeskus, 2008). Lauttaraari is divided in to two post areas, from which the statistic is 

taken from.   

 

The one direct competitor that the “Merikylpylä” restaurant has is located on the beach. 

The café “Kahvila Kasinonranta” is small and it doesn’t serve lunch, it is more like a 

cake/coffee café. Their webpages doesn’t tell the viewer much, but it has a very active 

Facebook- page (Kahvila Kasinonranta). In the winter they use Facebook to tell the cus-

tomers when they are open. For instance they have written on their page that “We are 

updating the opening days a day at a time.  We follow the wind- and weather situation 
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earliest in the mornings. So if the weather lets us, we are open on Sunday as well.” 

(Kahvila Kasinonranta, Facebook). 

 

“Kahvila Kasinonranta” is a company owned by “Mercarto”. The owner, with his fami-

ly, owns a couple of cafes in Helsinki. He is connected to the “Kahvila Kompassitori” in 

Kaivopuisto, Helsinki, and the café “Mutteri” in Lauttasaari. Apart from his activity in 

the café-industry, he is also active in the Peuramaa Horse riding centre. Peuramaa horse 

is located in Kirkkonummi, not far from Helsinki. The owner is an active Lauttasaari 

citizen, and helped to build the outside gym that is located on the beach, right outside 

“Kahvila Kasinonranta”.  This person should not be underestimated (Kahvila Kasinon-

ranta, Fonecta) (Yhteystiedot, Peuramaa horse) (Mercarto, Yritys ja yhteisötietojärjes-

telmä).  

 

All three of the cafes that the company Mercanto owns, are small kiosks. They are 

friendly and welcoming, but they are all small. In these cafes you can enjoy a cup of 

coffee and a bun or a croissant. “Kahvila Kasinonranta” works best in the summer when 

the guests can eat outside. The cafe organizes events, like coffee training by the coffee 

producer Paulig (Kahvila Kasinonranta).  

 

Since the Restaurant Merikylpylä will be a restaurant, “Kahvila Kasinonranta” is only 

competing with it on certain points. The customers searching for a coffee and a sweet 

bread are the ones that might choose them instead of us. Their weakness is their small 

size, which can only allow a certain amount of customers, especially in the winter. They 

do not have running water in the café, so they have to carry the water. The capacity is 

small, and the queues long.  

 

One of the most visited restaurants in Lauttasaari is “Casa Mare”. It is a restaurant that 

serves a broad selection of food, and has expanded a lot these last few years.  Today the 

restaurant can serve 240 guests. They serve both lunch and dinner, and they have a bar. 

They have certain food- theme weeks, and they can rent out cabinets to people that 

wants to eat more private. (Esittely. Ravintola Casa Mare)  
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Casa Mare is owned by Ravintolakolmio Oy.  Ravintolakolmio Oy consists of 17 res-

taurants located in Helsinki. All the restaurants are different and they all have an own 

business idea. Cantina West, Ravintola Lasipalatsi, Café Lasipalatsi, Tony´s Deli and 

Kokkokoulu Espa are some of the restaurants in the group. Ravintolakolmio Oy is a 

family owned company (Ravintolat. Ravintola kolmio ryhmä). 

 

Casa Mare is popular because of the fact that they have always been there. The inhabit-

ants of Lauttasaari know them, and use them because of the lack of other restaurants. 

The quality and price relationship is not good, and the restaurant is not an experience 

anymore. The restaurant forms anyhow a big threat. The fact that it well known and 

well used, makes is a serious opponent. A comparison matrix with all the analyzed 

competitors is computed (see Table 1). 

 

Table1. A comparison Matrix between the competitors. 

Comparison Matrix 

Features Ravintola 

Merikylpylä 

Ravintola Casa 

Mare 

Kahvila Kasinon-

ranta 

Sells lunch Yes Yes No 

Sells dinner Yes Yes No 

Sells coffee treats Yes Yes Yes 

Licence to serve 

alcohol 

Yes Yes No 

Healthy food Yes No No 

Take away Yes No, only the pizzas No 

Green surround-

ing 

Yes No Yes 

Sea view Yes No Yes 

Possibility to rent 

a cabinet 

Yes Yes No 
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4.7.1 The Venture Capitalists’ comments 

The venture capitalist looks for trends that support the business concept. Here the entre-

preneur should give statistics showing that it is a good idea to invest in this business.  

 

4.7.2 The banks’ point of view 

This chapter is important for the banks. They want to know what kind of industry the 

company is going into, and they want to know that the startup knows it too. The bank 

also uses different information services, to gather information about the field of busi-

ness. It is important for the bank to know that the field of business is profitable. 

 

The competitors are an important fact for the banks. Often the banks have to ask the 

start-up about its competitors, and the banks want to know that the company under-

stands the risk with them. Underestimating, or disregarding the competitors is a com-

mon mistake.  

4.8 Scope and development of the market 

In the beginning the business is targeting the market in Lauttasaari, and later on the 

business wants to compete with the rest of Helsinki by attracting customers from the 

city. To compete with the rest of Finland, the business can extend its concept to other 

restaurants with the same home feeling and healthy food. The concept could also be 

franchised, with a royalty profit for the original restaurant. 

4.8.1 The venture capitalists comments 

The venture capitalist wants to know if the business is scalable. He wants to know if this 

business is suitable to duplicate in other parts of the country, and in other countries as 

well. Is the idea good enough that his money input can make it grow even international-

ly? 

 



42 

 

4.9 Marketing and advertising  

The Restaurant Merikylpylä will use the word of mouth marketing tactics. A facebook 

page will be published, where updates and info can be written. Facebook is a great tool 

to reach your customers in a few hours’ notice, to almost no cost. Through Facebook 

competitions can be organized, news can be told and most important of all you can mar-

ket yourself and reach new customers. This Facebook page will be established before 

the business will start. This supports the word of mouth tactic. 

 

To reach my customers the business is going to place an ad in the local newspaper 

“Lauttasaarilehti. This newspaper is free, and given to all inhabitants that allows free 

distribution. This way, almost all the inhabitants will be reached. This paper also writes 

about everything that happens on the island, so the business believes in some publicity. 

A webpage will of course be built. The families can be reached through the kindergar-

tens info walls and the schools. They can also be met in different happenings on the is-

land, and the business can be marketed directly to the customers.  

 

The city of Helsinki organizes a happening called “Ravintolapäivät” where whoever can 

cook food and sell it. This happening takes place 4 times a year (Ravintlapäivä). This 

restaurant will attend this happening before the actual start, and try to market the busi-

ness. The stand is going to be located on the beach, where the restaurant will be later on.  

Lauttasaari organizes many other happenings, and by attending to these, the restaurant 

will let the people know about my business. The business is going to be launched in the 

spring, right before the summer season, when the beach is mostly visited.  

 

4.10  Risks  

Earlier in this thesis (see chapter 3.2) the importance of identifying the risks were set. 

The competitive, technical and financial risks are the ones that bring difficulties to the 

companies. The risks should never be underestimated.  

 

Competitive risks 
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A risk that the restaurant faces is that the customers choose other restaurants instead of 

Ravintola Merikylpylä, since all restaurants are quite similar. This risk the business has 

reduced by giving the customer the home feeling with the healthy food, and by differen-

tiating the company with take away. The business has studied the competitors (see chap-

ter 5.6) to know who it is competing with. The restaurant that is my restaurants biggest 

competitor has the age advantage. It has always been there and people are familiar with 

it.  

 

Technical risks 

There is a risk that the equipment will fail and that something will happen to the actual 

building. You cannot prevent these things to happen, but you can get an insurance to 

cover the costs. A risk also lies in the suppliers. One should be able to trust that the 

goods they deliver are on time and in order. This especially goes for the food. The me-

dia has taken up situations where the food does not content what it displays. The rela-

tionship to the suppliers are therefore of high importance.  

 

One risk is that the business will not get the right employees. The whole business con-

cept is build up on friendly service and the family-home- feeling. If the business cannot 

find employees who can act on this concept and who respects it, the whole idea will fail. 

The employees need to be trustworthy. The employees also need to be qualified, mean-

ing they need to have the right education and the hygiene pass (see chapter 2.3.4). 

 

Financial risk 

The major risk in my opinion is the financial risk. Without customers, there won’t be 

any money either. There is a risk that the demand goes down, and then the income will 

as well. If for instance, it suddenly becomes more popular to cook at home. There lies a 

risk in the suppliers too. If the suppliers will rice the price on their products, our prices 

have to go up as well. There is also a risk that the banks do not believe in my idea, and 

that they will not give me a loan. The banks might raise the interest rates on the loans, 

with means more expenses for us.  
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The business is strongly sensitive to the government tax policy. If the government de-

cides to raise the taxes, the common behavior for the inhabitant would be to turn to a 

cheaper alternative. When people have tight with money, they prefer to eat at home in-

stead of going out. This effect was seen when the government lowered the tax rates in 

2010, and the industry felt the positive effect (see chapter 1). It also affects the business 

if e.g. the government sets an extra law on the outdoor serving (see chapter 2.3.6), the 

license to serve alcohol or the opening hours (see chapter 2.3.5). 

 

A SWOT analysis is made (see Figure 10), where both the positive parts and the nega-

tive parts are taken in consideration (see chapter 3.4.4). 

 

 

Figure 10. SWOT analysis of Ravintola Merikylpylä.  

4.10.1 The Venture Capitalists comments 

For an investor, all risks are financial risks. He felt that this chapter was like “stating the 

obvious”. He pointed out that a SWOT analysis is important, and should be included in 

the plan. The venture capitalist found the some of the risks as stating the obvious.  

Strengths 

•The concept of healthy food and 
home feeling 

•The high percentage of families 

Weaknesses 

•The competitor, familiar to the 
citizens 

Opportunities 

•The beatiful beach surroundings 

•The healthy food media hype 

Threats 

•The Governments' tax policy 

•outdoor serving, the license to 
serve alcohol, opening hours 

•No customerflow 

SWOT 
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4.10.2 The banks’ point of view 

For the banks the risks are important, and with that the SWOT analysis. The first thing 

Pitkäjärvi did when she got this business plan was to look for the SWOT analysis. The 

banks want to know that the companies understand the amount of risks, and they want 

to know which these risks are. Pitkäjärvi did not feel that these risks were as “stating the 

obvious”, she wanted them there.  

 

4.11 Intellectual property rights  

This business idea is not a new technical innovation; I cannot protect the idea by patent. 

The logo and the interior can be trademarked (see chapter 2.3.3).  

 

4.11.1 The venture capitalists comments 

By the venture capitalists meaning the protection, in form of e.g. trademarking, is com-

pulsory. Although, he also states that there are ways to get past the trademarking. The 

easiest way to protect the business is by establishing it and being better than the others. 

This is something that shouldn’t be written in the business plan, the venture capitalist 

just needs to understand that this business idea is better than the others. 

4.12 Estimates: Funding, Profitability and Sales 

As previously stated (see chapter 3.2) the numbers are only estimates. The numbers are 

given an explanation in the comment field, so that one understands why they are used. 

The calculations are computed together with the bookkeeper Charlotta Rosenlew. Read 

this chapter together with the appendix 3.  

 

In the calculation the restaurant space and the kitchen is rented. The restaurant itself will 

buy some kitchen stuff, but the biggest kitchen machines are included in the rent. 
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4.12.1 Investment calculation 

The total capital needed is 202 787 €. The company has decided that the owners will 

stand for 50% of the amount, and 50% will be financed with external capital. The 

amount that will be financed through external capital is 101 394 €. 

 

The owners will finance their part with both share capital and through loans from share-

holders (see chapter 3.4.1). This is also split by 50 %. The loans represents 50 697 €, 

and the share capital with the same amount. One of the owners contributes with a piano 

(4 000€), which means that his share capital part is a bit smaller (see Figure 11).  

 

 

Figure 11. Figure explaining the Sources of Funding.  

4.12.2 Profitability calculation  

The profitability calculation is calculated backwards, explaining which amount of mon-

ey you need first (see chapter 3.4.2).  

 

Total funding 
 202 787 € 

Shareholders 
equity 

 101 394 € 

Share capital 
 50 697 € 

Owner 1 
 12 899 + 4 000 

(piano) = 16 899 € 

Owner 2 
16 899 € 

Owner 3 
16 899 € 

Loans from 
shareholders 

 50 697 € 

Eternal capital 
(loans) 

101 394 € 
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The loan repayment is calculated on the “loan repayment” sheet. It is simply computed 

with the time expected the restaurant has the loan. The depreciation is calculated on the 

“depreciation” sheet. The company decided that their plan is to pay the total amount di-

vided into to the investments life years, for eight years the life time). The depreciation 

concerns the kitchen equipment and the furniture. The loan interest is computed with the 

Euribor 12 + 2% rate.  

 

The “money adequacy analysis” is computed to make sure that there is enough money 

to pay the costs that occur before the first sales income has arrived. In the investment 

calculation there is a post called “cash reserve”. This amount is sufficient to cover these 

costs, and it leaves a reserve for other possible costs. The “cash reserve” is calculated in 

the loan amount. 

4.12.3 Sales calculations  

 

The sales are calculated with the types of customers the company expects to get (see 

chapter 3.4.3). The prices of the courses are computed as the average costs by Casa 

Mare, and the amount of customers is also set with regards to Casa Mare. The prices are 

net of VAT. 

4.12.4 The venture capitalists comments 

The venture capitalist wants to see that the finances works, and that the entrepreneur is 

able to argue with them. A venture capitalist goes in to the company for 5-10 years, so 

he wants to know when he will get his money back (the payback time). 

 

The venture capitalist might not know the field of business so well. The only thing he 

can hold on to and argument with are the numbers. The numbers should therefore be 

well assembled, and should be on the same page as the case.  
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4.12.5 The banks’ point of view 

The banks find the financial statements of great importance. The numbers can prove on 

black and white is the idea is good or not. These calculations are the ones that the banks 

can challenge the entrepreneurs about. They can ask questions to see that the numbers 

are really thought about. Although, they do not need to see in the business plan how the 

entrepreneur got to the different results. This is important for the thesis, and therefore 

they are left in the appendix 3. 

 

The banks usually expect a cash flow analysis. The bigger companies usually provide a 

cash flow analysis on a monthly basis, but that is not necessary for smaller ones. They 

also want to see a budget planned three years in advance, regardless of the company’s 

size. In this business plan, Pitkäjärvi found that the calculations were sufficient. The 

same principle stays in the calculations as with the business idea, “simple is beautiful”. 

The banks do not want too many calculations. They want to look at them in a big per-

spective.    

4.13 The venture capitalists overall comments 

In a business plan, the entrepreneur needs to get the venture capitalist interested. Ther-

men computes his own screening process, so that he can get a feeling about the business 

idea. The company must also be formed as a limited liability company, otherwise he 

will not get engaged in the project. This Venture Capitalist, Mats Therman, uses the 

business canvas model (see appendix 6). He said that he prints out this model on a big 

paper, and hangs it on his wall. When he reads the business plan, he writes in the boxes 

how he feels about the company. Even when he is doing something else and he sudden-

ly remembers something to write about the business plan, he writes it on the big paper 

on his wall. This business model canvas can also be used when computing a business 

plan. Mr Therman once wrote a business plan template, but he found out that he kept 

rewriting it for every idea. In his opinion the business canvas model has a logical order.  

 

Mr Therman stated that the biggest mistake a business plan can suffer from is that he 

does not understand it after reading the whole plan. The business idea should be the 
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same throughout the whole story, and the logic shall not change. There are of course 

some ideas that are hard to understand, e.g. technical innovations, but the entrepreneur 

should be able to explain them. The business plan can be longer (not a novel though), 

and the content is the most important part. Good looks might give it an edge, but it 

doesn’t help if the idea or the text is bad. In a business plan there is no need for refer-

ences. In a thesis these are of importance, and they are therefore kept in the business 

plan. 

4.13.1 Contacting a venture capitalist 

In the real world your network and the people you know can help you come higher in 

the venture capitalists pile of business plans. Mats Therman pointed out four different 

ways he usually gets contacted by. 

 

If you contact a venture capitalist by sending an email to an info-address, you will get to 

the bottom of his pile. By his opinion it means that the entrepreneurs has a list of many 

venture capitalists’, and send them all an email. This is not a good way to contact. 

 

The second types are the entrepreneurs that call Mats Therman, and ask if he is interest-

ed in reading their business plan. This is better, and you will get a bit higher in the pile, 

but it is not the best way.  The third way is if an entrepreneur is coming to Mats Ther-

man via a tip from a brokerage firm. This way the entrepreneur can get even higher in 

the pile. 

 

The best way to approach a venture capitalist is if someone in his networks recommends 

the entrepreneur. If this is someone the venture capitalist knows, he can have trust in 

this person. And trust is what it is all about. If the venture capitalist can trust you, and if 

he can believe in you, then you get on top of his pile of business plans.  
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4.14 The banks overall point of view 

The banks don’t have a modeled screening process. Instead they look at the business 

plan on the big picture. Banks does analyzes of the field themselves, or then they buy 

the analyzes. These analyzes help them understand which fields are profitable and 

which are not.   

 

The common mistakes in the banks point of view, is that the business plan lacks a 

SWOT analysis, that the budget is too optimistic and that the competitors are not taken 

in consideration. The business plan should also have proper and realistic calculations, 

which can tell the reader about how the entrepreneur plans for the future. One thing that 

the banks do not like, is if an entrepreneur comes to the bank and asks how much loan 

he can get, without an own suggestion. The banks wants to know that the entrepreneur 

have a plan for the money he asks for. 

 

Usually when an entrepreneur comes to a bank, their first visit is more a research on 

what their opportunities are. When they come a second time, they ask for a loan. 

Pitkäjärvi said that many entrepreneurs does even write three different kinds of business 

plans, a best, a normal and a worst case scenario. Pitkäjärvi did feel that this business 

plan was a bit too long, and she said that she doesn’t have time to read this much. She 

didn’t comment on this business plans’ amount of pictures, but she said that the busi-

ness plans shouldn’t have too many of them. They take up place, and make the business 

plan even longer.  

4.14.1 Contacting a bank 

There are two ways to contact a bank for financing. These two ways are equally good 

and equally treated as well. The banks get contacted by email or by phone. It might even 

happen that an entrepreneur gets a hint from the bank’s customer about the bank, and 

contacts the bank with regards to his/hers name. When a customer recommends an en-

trepreneur, it can give the bank a feeling about this potential customer, which can be 

positive effect.  
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A bank read all business plans, and gives an answer to them all. They are obliged to 

treat all customers equally, but they are not required to give a loan to every entrepre-

neur.  

 

The bank usually gives out financing for 5 years, with a maximum 10 years contract. 

This means that the company can get a loan for 5 years, and after that the bank and the 

company negotiates about a continuation on the loan. Pitkäjärvi said that no bank wants 

to bind itself to a company longer than 10 years. 

 

5 CONCLUSIONS 

When an entrepreneur has a business idea, and when this person wants to establish this 

business, he needs to go through certain steps. First of all he needs to have business 

idea. With this business idea, he needs to make out a business plan, which explains the 

different parts of the business. He then needs to ponder which business form he wants to 

form his company in, regarding the amount of risk and the amount of funding he needs. 

If he decides that he needs a venture capitalists founding, he has to establish a limited 

liability company, for the venture capitalist will not work with other companies. This 

step goes together with deciding the amount of capital. When this all is decided, the en-

trepreneur fills in the establishing kit and forms his own company. He should protects 

his idea by e.g. patent, but most of all by doing a better job that the competitors. 

 

The thesis has proved that the financial calculations are the most important part in the 

business plan. The entrepreneur must calculate how much money is needed to launch 

the business and how much money is needed to keep it rolling. He therefore needs to 

make an investment calculation, a profitability calculation, a sales calculation, and many 

other calculations that are needed for the chosen kind of business. The interests are 

mostly interested in these calculations, because they give the third party on black and 

white the prospect for the company. They are though interested in different parts of the 

business plan, but the financial calculations were important for both the bank and the 

venture capitalist. 
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The thesis has found out that the part that differs between a bank and a venture capitalist 

is how interested they are in the business idea. The venture capitalist finds the business 

idea of great importance; it needs to be a good and functional idea. The venture capital-

ist is an investor, which comes to the business with expertise, help and money. He needs 

to know that the idea is good enough to spread even internationally, and he has his own 

screening process to makes sure that the idea is sufficient. This screening process, com-

puted by Zimmerer & Scarborough, correlates with the venture capitalists own screen-

ing process on many points. The bank on the other hand is a creditor and not interested 

in the idea. They find the risk-analysis of importance, but they do not have a screening 

process for the idea. The risks should be emphasized, when the bank, the venture capi-

talist and the screening process points out its importance. For them it is not so important 

that the idea is functional and profitable, they want to see proof of it in the financial cal-

culations. The banks are more interested in the risks and the entrepreneur’s own analysis 

of the competitors. Although, the idea of establishing a restaurant that is adapted to fam-

ilies’ well-being was seen as a unique idea by both the venture capitalist and the bank. 

 

The investigation has proved that the important part in writing a business plan is to ob-

serve the reader. The biggest mistake, in the venture capitalist’s point of view, is that he 

does not understand the idea even after reading the whole plan. The banks feel that the 

business plan is bad if they lack a SWOT-analysis or an analysis of the competitors, and 

if the financial calculations are too optimistic. This proves that the venture capitalists 

have interest in the idea, but the banks do not. The parts that are important, is the SWOT 

analysis and the financial calculations (both venture capitalist and bank agrees). In the 

different interest’s eyes, this business plan was profitable and good enough to make it in 

the real world.  
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Appendix X 


1 THE ESTABLISHING-KIT MADE BY YTJ 


 


 


 







 


 







1.1.1 The Formation Agreement 


 


 


The needed capital for this business is 202 787 €, and the needed share capital is 50 697 €. The company has 


300 shares in total, which means 100 per owner. This means that the per share value is 168,99 €. 


The company will start its business the 1.6.2013, so the last day that the shares have to be paid for is 


31.5.2013.  The accountant will be Ernst & Young, and they will provide us with an accountant and a 


substitute.  


 


 







 


1.1.2 The Articles of Association   


 


 


 


The B model of the articles of association is chosen. Even though the company is so small and this form 


demands more paperwork, it is better to have rules and regulations set and clear for everyone. The field of 


activity for the business is 56101 Restaurant (see chapter 5.6) 







 


1.1.3 Y1  


 


 


The company will register itself in Finnish. This determines that we get our letters from the tax authorities 


in Finnish. It is better to register the company in Finnish, because when it grows and more employees are 


employed, they might not know Swedish. If the company has to change their information after the 


registration, it will cost them.  







 


 


The company will register to the needed registers. It will register to the trade register, the VAT register 


(turnover is over 8500 €), “the employer register” and to the prepayment register (see chapter 2.2).  


 


 


 


 


 


 


 


 


 


 


 


 







The business activity will start the 1.6.2013, which is in the beginning of the summer, when the company 


has guessed its high season is (see chapter 5.8).  


 


 


 


 







 


 


The company will be in the tax prepayment register, and it estimates its turnover for the first year to be 23 


811 €. The estimation for the taxable income is 18 561 € (see attachment X, Investment calculation). 


 







 







1.1.4 The Establishing Registration 


 


 


The total share capital is going to be 50 697 € and the amount of shares 300. The nominal value per share is 


168,99 € (see attachment X, Investment calculation).  


 







 


The accountant is obligated to check that the share capital is paid. He will confirm this on the establishing 


registration. The chairman of the board is going to be “Ägare1” and “Ägare 2” is going to be a member of 


the board. “Ägare 3” is going to the alternative member. 


 


 







 


 


 


 The accountant association used is going to be Ernst & Young Oy. They will provide us with a CGR 


accountant, and a substitute if needed.  


 







 


 


“Ägare 2” is also going to be the CEO, and “Ägare 3” is going to be his/hers substitute. The company will 


have one person who has the right to represent the company and this will be the chairman of the board 


(“Ägare1”). 


 


 







 


 







 


 


 








Attachment 2 


 


 


 


 


 







 







 








Investment calculations


Expenditure Requirements


Furniture and Decoration costs 40 000


Equipment installations 2 000


Marketing investment


Domain name 30


homepage 2 500


newspaper 3 000 5 530


Computers and software 5 000


Office supplies 1 000


Licence to serve alcohol 610


registration fees


registration fee for general partnership 330


trademark 215


Rent deposits 12 000


Working capital for 3 months


Wages 76 814


incredential costs (social costs) 15 363


Rental 12 000


Bookkeeping 1 200


Cash reserve 30 726


TOTAL EXP. REQUIREMENT 202 787


€/ share







Sources of Funding


Shareholders equity


Share Capital


Owner 1 12 899


Property given as capital contribution 4 000


Owner 2 16 899


Owner 3 16 899


total share capital 50 697 50 697


Loans from shareholders 50 697 50 697 25 %


Total shareholders equity 101 394


Loan  capital


Bank loans 101 394 101 394


Total loan capital 101 394


Total funding 202 787


202 787


Amount of shares


Total share capital 50 697


amount of shares 300


€/ share 168,99


25 %


50 %







Profitability Calculation


Operating margin One year


Target profit 1 500 18 000 12


loan repayment 563 6 760


depreciation 2 063 5 250 30 010


30 010


+ loan interest 2 508


Operating margin requred 2 063 2 063 32 518 32 518


Fixed Costs VAT 0%


Self-employed persones' pension 


insurance 15,9%
159 1 908


Wages and salaries 30 726 368 707


Indirect remuneration costs 1 368 16 416


Repairs and maintenance 760 9 120


Communication costs 228 2 736


Office expences 152 1 824


Marketing expences 380 4 560


Insurance 380


Bookkeeping, auditing, tax returns 


etc
380 4 560


other costs 760 9 120


Total fixed costs 34 913 419 331


Sales margin required 36 976 451 849


Purchases + materials and supplies (net 


of VAT)
13 213 158 553


Net sales requred 50 189 610 402


Tax 24 % 8 379 100 548


Total sales /Invoiced sales required 58 568 710 950


+ income tax 4 547


715 498


other costs


Total


Cash reserve


Difference


One month







Income - costs monthly yearly


Sales Income = Sales calculation 52 851 634 213


Costs = Net sales required 50 189 610 402


Total Income 2 662 23 811


Tax calcualtion
Sales income 634 213 634 213


Total costs


Costs = Net sales margin610 402


Depreciations 5 250 615 652


Operating margin 18 561


Taxes


Tax percentage 24,5 %


Profit 18 561


Tax amont 4 547


Money adequacy analysis
Indirect remuneration costs 1 368


Repairs and maintenance 760


Communication costs 228


Office expences 152


Marketing expences 380


Bookkeeping, auditing, tax returns 


etc
380


other costs 760


Purchases + materials and supplies (net 


of VAT)
13 213


Total 17 241


Cash reserve 30 726


Difference 13 485







Sales and customers


Discription


Bar customers


Families


main course + alc


main cours + soft drink


Couples


Full meny


Groups


Lunch


Take away


Food Alcohol


% of evening 


customers


amount of customers 


a month
price of 14% purchasesincome of 14% purchases per month


price of 


24% 


purchases


income of 


24% 


purchases 


per month


VAT 0% income excl 


costs


10 % 126 5 156 156


25 % 315 23 7104 5 1564 8668


25 % 315 28 8668 8668


25 % 315 14 4456 10 3129 7585


5 % 63 32 2032 10 626 2658


10 % 126 14 1782 10 1252 3034


1260 15 19112 19112


210 14 2971 2971


100 % 2730 145 46281 35 6570 52851


88 % 12 %


50 %


two people eating a maincourse each and drinking two drinks each


4 people eating 3 courses (precourse, main course and dessert) + drinks 2 drinks each


10 persons eating one main course and drinking two drinks each


1 person eating from the lunch menue and drinking one drink


drinks 1 drink


average family with four people, each person eats one main course and one dessert, and drinks one drink (2 persons with alc.)


ordering one main course per person







Types of customers To comparet to


% of total amount Amount of customers by Casa Mare


evening Bar customers 10 % 15


families 35 % 52,5


couples 35 % 52,5


full meny 5 % 7,5


groups 15 % 22,5


lunch lunch 0,5 150 50 %


300


Menue average costs


Average Costs


Food Average cost by the competitor Casa MareLabor Food


Precourse 9,7 5,6 2,4


Maincourse 14,1 8,2 3,5


Desserts 8,4 4,9 2,1


Lunch 10,2 5,9 2,6


Drinks 5,0 2,9 1,2


47,4 27,6 11,9


Follow up


total income 52 851


Restaurant fills 100 Costs


couples tables 35 Labor 30 726 58 %


4 people tables 40 Food 13 213 25 %


10 people tables 15 Costs 43 938 83 %


Bar seats 10


100 Sales Margin 8 913 17 %


50 %







Customer info


Customer amount


Casa Mare fills 250 people 1,2


Casa Mare gets customers per day 300 people


Merikylpylä 100 people


Merikylpylä gets sitting customers per day 120 people


total amount of customers a day 130 lunch 60


other (evening) 60


take away 10


Merikylpylä gets customers per month 2730 people


Casa Mare customers a year 90000 300 days


Total amount of people between 25 - 64 in lauttasaari 12288


Merikylpylä gets % of all inhab. in lauttasaari per month 22 %







Depreciations


Kitchen equipment and Furniture


total cost 42 000


year 8


nsl 25 %


Alt 1 1 2 3 4 5 6 7 8


enl plan 10500 7875 5906,25 4429,688 3322,266 2491,699 1868,774 1401,581


rest 31 500 23 625 17 719 13 289 9 967 7 475 5 606 4 205


Alt 2 5250 5250 5250 5250 5250 5250 5250 5250







Wages


Time division


Chef 1 Chef 2 Chef 3 Chef 4 Waitor 1 Waitor 2 Waitor 3


8 11,45 10,86 10,86 10,86


9 11,45 10,86 10,86 10,86


10 14,83 11,45 10,86 10,86 10,86


11 14,83 11,45 10,86 10,86 10,86


12 14,83 11,45 10,86 10,86 10,86


13 14,83 11,45 10,86 10,86 10,86


14 14,83 11,45 10,86 10,86 10,86


15 14,83 11,45 10,86 10,86 10,86


16 14,83 11,45 11,45 11,45 10,86 10,86 10,86


17 14,83 11,45 11,45


18 15,88 12,5 12,5


19 12,5 12,5


20 12,5 12,5


21 12,5 12,5


22 12,5 12,5


23 12,5 12,5


24 12,5 12,5


Working hours 7,5 7,5 7,5 7,5 7,5 7,5 7,5


Salary  a day 134,52 103,05 110,4 110,4 97,74 97,74 97,74


+ Social expencesTotal


Salary amount a day1 067 1280,232


Salary amount per month25 605 30725,57


Salary amount 3 months76 814 92176,7


Salary amount per year320 058 384069,6


1,2


Per day







Waitor 4 Waitor 5 Waitor 6


10,86 10,86 10,86


10,86 10,86 10,86


11,91 11,91 11,91


11,91 11,91 11,91


11,91 11,91 11,91


11,91 11,91 11,91


11,91 11,91 11,91


11,91 11,91 11,91


11,91 11,91 11,91


7,5 7,5 7,5


105,09 105,09 105,09


Per day







Salaries hour month


head chef 14,83 2358


evening ad (18-24) 1,05


chefs 11,45 1820


evening ad (18-24) 1,05


waitors 10,86 1726


evening ad (18-24) 1,05


In total


Chefs 5


Waitors 8


Amount needed customers chefs waitors


lunch 60 2 3


evening 60 2 3







Loan repayment


Loan 101 394


Time 15


Loan repayment per year 6759,576


Loan repayment per month 563,298







Pay Back


Year 1 2 3 4 5 6 7 8 9 10


Income 23 811 25 716 27 773 28 884 30 040 31 241 32 491 33 141 33 804 34 480


23 811 49 527 77 301 106 185 136 224 167 466 199 957 233 097 266 901 301 380


Pay Back on loan


Annual growth


year 2-3 1,08


year 4 -7 1,04


year 8-10 1,02
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PrefacePreface


Setting up your own business is a good 
way for immigrants to find work in Fin-
land. At the moment, there are around 
6,500 businesses operating in this 
country that have been established by 
someone who has moved from abroad. 
More than half of these businesses 
are based in the Helsinki metropolitan 
area.


This guide is intended for those of 
you who wish to start a business in Fin-
land. You may already have a business 
idea, but this needs to be developed 
further. This guide talks about the main 
issues that you should be familiar with 
and sort out before you decide to set up 
your business.


You must do some calculations and 
prepare some estimates, establish your 
market and arrange finance. Do you 
know Finnish law well enough? Also, 
consider whether you have the right 
kind of temperament to work as an en-
trepreneur.


Finland is a good country for the en-
trepreneur, and a person who is starting 
up a new business can obtain help in 
many different ways. The biggest prob-
lem for those setting up a business is 
usually obtaining enough finance.


In addition, it will be difficult for you 
to work as an entrepreneur if you don’t 
know the Finnish language. It is worth 
beginning language studies as soon as 
you arrive in Finland. Also, think about 
whether you need to update your pro-
fessional skills. Would a course for en-
trepreneurs help You at the outset?


In this guide, we have tried to be 
as clear as possible in our use of lan-
guage. Business terms and words have 
been explained in a dictionary section 
presented at the end of this booklet.


Make sure you familiarise your-
self with this guide and contact the 
business advisory services, which are 
free. In the Helsinki Metropolitan Area, 
you can contact Enterprise Helsinki or 
the Vantaa or Espoo regional enter-
prise agencies.  You can also find re-
gional enterprise agencies elsewhere 
in the country, as well as regional de-
velopment companies. Together with 
business advisers, you can consider 
whether your idea can be turned into a 
profitable business operation. 


This guide “Becoming an Entrepre-
neur in Finland” was created as part of 
the ESF-funded Multicultural Business 
Services project. It was produced in 


collaboration with Enterprise Helsinki 
business advisers and experts in plain 
language from the University of Helsinki 
Palmenia Centre for Continuing Edu-
cation. Also involved were the Cities of 
Espoo, Vantaa and Kauniainen.


This guide has been translated into 
various languages. This translation 
work and circulation of the publications 
have been funded by the ESF Masuuni 
project (encouraging immigrants to be-
come entrepreneurs in Finland), which 
is a joint venture between the Associa-
tion of Regional Enterprise Agencies of 
Finland, Cursor Oy, EnterpriseHelsinki 
and the Tampere Regional Enterprise 
Agency, Ensimetri.


More information is available from the 
following websites:


www.uusyrityskeskus.fi
www.yrityshelsinki.fi
www.vuyk.fi


www.espoonseudun-
uusyrityskeskus.fi


www.yrityssuomi.fi
www.sekes.fi



www.espoonseudunuusyrityskeskus.fi
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What is entrepreneurship?What is entrepreneurship?


The aim of a business is that it suc-
ceeds and makes a profit. Entrepre-
neurship, or enterprise, is about iden-
tifying the risks relating to a business 
activity and about preparing for them, 
i.e. the skill to make a business opera-
tion profitable.


Enterprise is also about belief in one’s 
own business idea. Enterprise may be 
a way of life or a means of providing a 
livelihood and employing oneself. En-
terprise is also about making good use 
of your professional skills, social skills 
and language skills, and immigrants 
can use these to enrich our business 
world and bring an international qual-
ity to it.


What is an entrepreneur?
The official definition of an entrepre-
neur in Finland depends on the author-
ity concerned. The term “entrepreneur” 
is defined in different ways in corporate 
law and in pensions and unemployment 
matters. Here is an example: The en-
trepreneur is a person who, alone or 
together with others, carries out activi-
ties in a business whose objective is to 
make a profit. These activities include 
a degree of risk taking.


From the viewpoint of unemployment 
benefit, a person is regarded as an en-
trepreneur when (s)he:
• is liable to take out insurance as 


specified by the Self-Employed 
Persons’ Pensions Act, or 


• works in a managerial position 
(managing director or member of 
the board of directors) in an en-
terprise where (s)he owns at least 
15 % or where (s)he together with 


Enterprise is also 
about making good 
use of your profes-
sional skills, social 
and language skills.


family members owns at least   
30 %, or


• works in an enterprise where (s)
he, his/her family members or all of 
them together own at least 50 %.


When the share of ownership is calcu-
lated, indirect ownership via other en-
terprises and organisations is also tak-
en into account.







5


Becoming an 
Entrepreneur in Finland


So could you become an entrepreneur?So could you become an entrepreneur?


Personal qualities and skills lay the 
foundation for a successful business. 
Different fields require different quali-
ties and skills. Think about your own 
strengths. What do you still have to de-
velop?


Good qualities for an entrepreneur 
to have include:
• hard-working
• creative
• bold, works on one’s own initiative
• strives for good results
• determined
• knows how to sell his/her product 
• prepared to take risks
• can cope with uncertainty


Things that motivate people 
to become entrepreneurs:
• you can become your own boss
• you can determine your own work 


tasks


• you can determine your working 
hours


• there is the opportunity to make   
a financial success


• you can fulfil your dreams
• you can employ others


Challenges in starting up as 
an entrepreneur:
• arranging finance 
• lack of expertise and experience
• lack of knowledge of legislation, 


taxation and setting up contracts 
• insufficient skills in the Finnish 


 language
• lack of familiarity with Finnish 


 business culture
• time management (work/study, 


family/spouse, free-time, etc.).


A person planning to set up a business 
must be familiar with the field where (s)
he intends to establish the business. 


In addition, (s)he must also know the 
bases for financial management, pric-
ing, budgeting and marketing. It is pos-
sible to gain or improve such skills and 
knowledge with the help of training or 
experts.


It is worth remembering that becoming 
an entrepreneur does not mean that 
you have to work as an entrepreneur 
for ever. You can think of this as one 
phase of your life and as a part of your 
whole career.


To be an entrepreneur 
can be a part of your 


whole career.
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The various forms of entrepreneurshipThe various forms of entrepreneurship


Establishing a new enterprise


Completely new business idea
An enterprise may be set up to commer-
cialise a completely new business idea, 
product, service or invention. This is the 
most challenging way to start a busi-
ness, and it includes the most risks.


Existing business idea
The most typical way to start a business 
is to use an existing business idea but 
implement it in a new and more com-
petitive way or in a new market area.


Buying a business that is 
 already operating
In Finland, there are many businesses 
that need someone to continue their 
operations. The unearthing of such a 
business could be the impulse to start 
up as an entrepreneur. The acquisition 
of a business always includes risks, but 
this provides the new entrepreneur with 
a simple way of setting up and the pos-
sibility of starting business operations 
straight away, as the business will al-
ready have customers and sales.


The options are:
1) to buy the whole of a working 


 enterprise
2) to buy part of an enterprise (one 


function) 
3) to just buy the enterprise’s 


 business operations
4) to buy part of the business 


 operations.


You can find details of companies for 
sale by using the search service of the 
Federation of Finnish Enterprises at 
http://yritysporssi.yrittajat.fi, for ex-
ample.


If you intend to buy an enterprise or 
business, make sure you use experts to 
help you assess the financial situation 


of the enterprise and the risks relating 
to its business. Financial-management 
professionals (accountants, auditors 
and corporate acquisition consultants) 
will advise you on whether the busi-
ness’s operations are profitable and 
whether its accounting is reliable. Be-
fore you sign the contracts and other 
documents, you should also seek ad-
vice from a legal expert.


However, buying the business opera-
tions alone is a safer option than buying 
the whole enterprise, because then the 
old liabilities and debts of the enterprise 
are not transferred to the new owner.


Entrepreneurship as a 
 franchisee
Working as a franchisee allows you 
to start up a business without having 
your own business idea. Franchising 
is a long-term collaborative agreement 
between two independent enterprises. 
The franchisor grants to the franchisee 
(of whom there may be many) the right 
to use, in return for payment and in ac-


cordance with the terms of reference, 
the business idea that the franchisor 
has developed and devised, and which 
it controls. The basic principle in a fran-
chising business is that the franchisor 
can duplicate an idea, i.e. set up many 
enterprises using the same idea, for ex-
ample in different areas. Franchising 
enterprises operate in Finland in the ki-
osk, cleaning and restaurant trades, for 
example. Further information is avail-
able from the Finnish Franchising Asso-
ciation’s website, www.franchising.fi.


Part-time entrepreneurship
Starting up a business part-time, for ex-
ample in addition to a main job or stud-
ies, is recommended if the person is not 
sure whether the business will be prof-
itable – at least to begin with. Working 
on a part-time basis, you can test first 
whether there are enough customers 
and assess how the business will de-
velop and whether there is potential to 
become a full-time entrepreneur. Your 
own financial risk will be lower because 
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your income is not totally dependent on 
the success of the business.


However, you should note that your Em-
ployment and Economic Development 
Office will not grant business start-up 
funds to part-time entrepreneurs!


Partnership
Operating as a partner can be a very 
entrepreneurial activity depending on 
how the responsibilities and authority 
are split amongst the partners. For ex-
ample, in family businesses, the spouse 
and children may be partners. In small 
businesses, it may be possible to get 
key people to commit themselves to 
the enterprise and its development by 
transferring stakes in the business to 
them.


Team entrepreneurship
Here, several people who wish to be-
come entrepreneurs establish a busi-
ness together. All these people are 
responsible for the success of the en-
terprise. For example, when two busi-
nesses merge, the partners of these 
enterprises may become partners in 
the new enterprise.


Social entrepreneurship
A social enterprise may be a sole trad-
er, a general partnership, a limited part-
nership, a limited company or a co-op-
erative. In addition, a social enterprise 
must fulfil the following requirements:


1) at least 30 % of the personnel are 
in poor health and/or are unem-
ployed on a long-term basis (the 
entrepreneur is included in this 
 figure)


2) a salary accordant with a collective 
labour agreement is paid to every-
one


3) the working hours are more than 
75 % and for those in poor health 
at least 50 % of the maximum 
working hours in the industry 


4) public subsidies are less than half 
of net sales.


Social enterprises may be 
granted public subsidies   
for labour costs.
The Finnish Ministry of Employment 
and the Economy (TEM) maintains a 
register of social enterprises. The ap-
plication form (TM 3.09) for inclusion 
in the register is available from TEM’s 
website, www.tem.fi.
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Stages of establishing an enterprise Stages of establishing an enterprise 


Business idea  What? For whom? How?


Arranging finance


Selection of the form of the enterprise


Resolving licensing issues for the business


Insurance


Organisation of accounting


Registration of a new enterprise 
It is possible to apply for entry to the Finnish Trade Register and the records  


of the Finnish Central Tax Administration using the same form


Business plan + Cash-flow statements + Profitability calculations


Sole trader 
(Toiminimi) 
Professional trader


Partnerships 
• General partnership 
• Limited partnership


Incorporation  
documents 
• Memorandum of  
 association 
• Articles of association 


Limited company 
• Private (Oy) 
• Public (Oyj)


Co-operative


Foundation documents 
• Memorandum of  
 association 
• Articles of association 
• Copy of the constitution 
• Minutes of the Board  
 meeting; elections for  
 the Chairman of the  
 Board and the Chief   
 Executive Officer


Foundation 
documents: 
• Articles of association


Set-up of an enterprise includes all of the stages mentioned above, 
but often the various stages are sorted out at the same time.
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Turning an enterprise idea 
into a business idea
An enterprise idea indicates what the 
new enterprise intends to produce. The 
enterprise idea is defined in more detail 
and gradually shaped into a business 
idea.  The business idea indicates what 
the enterprise will do and to whom it 
will sell, how the enterprise will imple-
ment these things, and in what markets 
it will operate. The business idea an-
swers the questions What? To Whom? 
How?.


Think about whether your products 
will be able to succeed in the market-
place?  Which markets will you operate 
in? What is different about your busi-
ness idea? Make sure you consider 
your business idea from the point of 
view of the customer in particular. The 
product (goods or a service or a com-
bination of these) must be something 
that the customer is prepared to pay for. 
Determining customers’ needs is im-
portant so that it is clear what qualities 
they value. Is your product, for exam-
ple, more effective, cheaper, of higher 
quality, more pleasant or simpler than 
that of your competitors?


You will get the best insight when 
you test it in practice, for example with 
a small market survey. The most gen-
uine feedback about your product will 
come from your potential customers. 
Nevertheless, an opinion poll does not 
always necessarily tell the whole truth 
about customers’ buying habits. Mar-
ket research can also be bought from 
external experts, but it is generally ex-
pensive.


The business idea  
must be viable
Implementation of the business idea 
requires know-how on the part of the 
entrepreneur(s) as well as capital that 
is needed for working capital and ini-
tial investments. Know-how and famili-
arity with the field can be acquired via 
training, work experience and recrea-


tional pursuits. Be realistic in terms of 
demand for goods or services. You will 
improve your chances of success with 
careful planning. Consider the follow-
ing:
• customer benefit: what the custom-


er gets, where the customer uses 
the product, why the customer pur-
chases it


• image: why the customer buys 
from this enterprise, what kinds 
of mental pictures are associated 
with the enterprise or its products


• products: what is produced or sup-
plied, how does it differ from the 
competitor’s products, what is the 
price, what kind of packaging is 
used and how is the product de-
livered, is advice required via the 
internet, for example?


• customers/customer groups: who 
are the customers, where are they 
and how many are there, how are 
they reached, how much are they 
prepared to pay, how will they pay


• mode of operation: will products 
be created in-house or will their 
production be subcontracted, how 
will products be marketed, how will 
they be sold


• resources: business premises, 
machines and equipment, capital 
invested, know-how and experi-


ence of the entrepreneur and the 
employees.


• market size


Industry and competitive  
situation
Industry refers to that field in which the 
enterprise operates, for example cater-
ing (restaurants and cafes), financial 
services (banks), building or cleaning. 
In some fields, there are a lot of opera-
tors, i.e. there is a lot of competition. In 
such cases, the opportunities to make 
a profit are small, because the entre-
preneurs must sell their product cheap-
ly. The lower the novelty value and the 
more established the field, the greater 
the competition faced. That is greater 
the number of competitors offering a 
similar product.


Try to find an innovative business idea! 
The more unique the product, the less 
competition you will face. On the other 
hand, in such cases it is difficult to es-
timate the profitability of the business 
or compare the business idea to other 
operators, because there are only a few 
other operators. In such circumstances, 
the size of the market and the struc-
ture of demand must be estimated, and 
profitability calculated on the basis of 
the estimates.
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Business plan


What is a business plan?
Business plan is a formal set of busi-
ness goals, the reasons why they are 
believed attainable and the plan for 
reaching these goals.


Business plan refers to a written plan 
for the business. It describes how the 
business idea will be implemented in 
practice: the operating environment of 
the enterprise, and its working practices 
and objectives. It is a comprehensive 
and detailed presentation with a speci-
fied timescale. The business plan also 
includes longer-term objectives and 
quantitative targets in the form of profit 
budgets and cash-flow statements.


The plan goes through the features of 
the product, the customer groups, the 
competitive environment in the market-
place, and training and expertise of the 
entrepreneur(s) as well as how the en-
terprise intends to market its products. 


Business plan


The business plan also estimates, with 
the aid of calculations, profitability and 
the sum of money that is needed for 
starting up the business’s operations 
(investment requirement).


A good plan also highlights the risk fac-
tors that may affect the success of the 
business.


In addition, the business plan is a tool 
that enables entrepreneurs to plan, and 
it can also be used in negotiations with 
possible investors, business partners, 
lessors or suppliers, for example. With 
the help of the business plan, the en-
trepreneur can prove that the enterprise 
will succeed when, for example, finan-
cial-statement data is still not available. 
A well prepared business plan gives an 
idea of the profitability of a business 
and its future prospects, and it helps in 
sourcing finance. 


Loan finance
- Bank loan


- Finnvera loan
- other loan


External investors 
(business angels 


and capital  
investors)


The business plan 
gives an idea of the 
profitability of the 


business’s operations


Start-up funds 
from an Employment 
and Economic Devel-


opment Office


Business subsidies
- ELY centre


- TEKES (Finnish Funding 
Agency for Technology 


and Innovation)
- Foundation for Finnish 


Inventions


Create a business 
plan using our handy 


online service at 
www.business-plan.fi


A business plan is also needed when 
start-up funds are applied for from the 
Employment and Economic Develop-
ment Offices or when business subsi-
dies are applied for from the centres for 
Economic Development, Transport and 
the Environment (ELY).
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Elements of the  
business plan
It is worth revising and updating the 
business plan on a regular basis.
Model plan
 
1) Description of the business idea: 
The business idea says what the busi-
ness will do, to whom it will sell its prod-
ucts, and how the business will imple-
ment these things. What is the novelty 
value of your business idea (i.e. what is 
new about it) and why would customers 
be interested in your product? A SWOT 
analysis should also be included in this 
section, see page 15.


2) Description of expertise: 
Expertise among the entrepreneur and 
the employees must support the busi-
ness’s operations. List their education-
al backgrounds, their work experience 
and their strengths and weaknesses.


3) Description of the product: 
Describe the product critically from the 
customer’s point of view. Explain the 
product’s features compared to the 
competitors’: pricing, advantages, uses 
and weaknesses.


4) Customers and customer 
requirements: 
Describe who your customers are, 
how many there are, where they are, 
on what basis they decide to make a 
purchase, what customers value in your 
product. What is the customer problem 
or requirement for which you have a so-
lution?


5) Industry and competition: 
Describe your industry and the com-
petitive environment. Will you bring in-
novation (something new) to the indus-
try? Or will you offer the same as your 
competitors? Try to stand out from the 
competition. Are you able to set up, for 
example, an organic hairdresser’s in-
stead of a conventional hairdresser’s? 


Analyse the strengths and weaknesses 
of your key competitors, and compare 
your own business idea against them.


6) Scope and development 
of the market:
 Give details of the number of custom-
ers in your product’s market, the com-
petitive environment and the prospects 
for growth. Explain which markets you 
are targeting: a certain area, the do-
mestic market, Europe or the global 
market. Could your business possibly 
be extended to new markets later on? 
How would this happen? Explain what 
obstacles there may be for entry to the 
marketplace: regulations, constraints, 
customs duties and other risk factors.


7) Marketing and advertising: 
Write down what marketing measures 
you would use to reach your custom-
ers and inform and convince them of 
the benefits of your own product. Also, 
pay attention to how your customers 
will find you, for example via the inter-
net. How will you direct your advertising 
at specific customer groups? Consider 
what the look and name of your enter-
prise, amongst other things, say to the 
customer and what your enterprise’s 
brand comprises. How do they stand 
out from the competitors? How do you 
arrange your sales work?


8) Risks: 
A business’s activities are subject to all 
kinds of risks. Analyse the business’s 
risk factors in the short- and the long-
term. How will you get a key person to 
commit to your business and what will 
happen if (s)he decides to leave? Can 
your business idea’s features be cop-
ied? And how sensitive is your business 
idea to fluctuations in the economy? 
Risks can not be completely eliminat-
ed, but with effective planning they can 
be reduced. 


9) Intellectual property rights: 
Plan for the safeguarding of your key 
ideas in accordance with legislation 
on intellectual property rights. This will 
help you reduce the risk from copying. 
Do you need, for example, a patent 
for a technical invention (which lasts 
20 years), utility-model protection (i.e. 
a four-year ”small patent”), trademark 
protection (an identifying mark for a 
good or service that is registered for a 
specific area, such as the Apple trade-
mark) or a design right that protects 
the appearance of an item? Only cop-
yright protection does not need to be 
applied for separately. Non-disclosure 
agreements are one way to prevent a 
customer or collaborative partner from 
telling others about your unprotected 
business idea. 
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10. Estimates: Funding, Profitability and Sales
a) Investment CALCULATION: This is used to show the 
sources of funding and the expenditure requirements for 
the business in its initial stages. Expenditure requirements 
include those investments that must be made in order to 
launch the business’s operations. Among other things, initial 
stock purchases, machines required for production, regis-
tration fees and security deposits as well as working capital 
for a 3-month period (for instance) would be included in ex-
penditure requirements. In the working capital provision, an 
estimate is made of those fixed costs (wages and salaries, 
rental, insurance, bookkeeping, etc.) that must be paid even 
when the business does still not generate sufficient sales to 
cover costs. For this reason, working capital is added to in-
vestment requirements for the initial stages. In addition, in 
the funding calculation, the sources of funding are shown for 
an amount equal to the investment sum; the sources of fund-
ing must cover the expenditure requirements. The sources 
of funding may comprise shareholders’ equity and property 
given as a capital contribution, loans, business subsidies and 
external equity investments. Remember that business start-
up funding should not be regarded as one of these sources 
of funding as it is intended for the entrepreneur’s own sub-
sistence!


EXPENDITURE REQUIREMENTS Eur
Decoration costs 1,200
Means of production 2,000
Equipment installations 500
Computers and software 1,500
Car
Phone/fax/internet 200
Office supplies 300
Furniture 1,000
Property given as a capital contribution  
(existing machines, work tools and supplies) 500
Marketing investment 800
Security deposits 1,500
Initial stock purchases 1,000
Cost of establishing the business 100
Working capital 3,200
Cash reserve 700
TOTAL EXP. REQUIREMENT 14,500


SOURCES OF FUNDING Eur
Equity


Share capital 2,500
Personal cash investments 5,500
Property given as a capital contribution 500
Loans from shareholders


Loan capital
Bank loans 6,000
Finnvera loans
Other loans


TOTAL SOURCES OF FUNDING 14,500
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b) PROFITABILITY CALCULATION: 
The profitability calculation is used to 
estimate where the break-even position 
(critical point) arises for a given price 
level and profit margin, as sales volume 
is varied. This can be used to analyse 
whether a sales target is realistic. The 
sales target (net sales) can also be cal-
culated as a monthly, weekly or hourly 
sales target. Alternatively, it is possible 
to analyse whether it would be worth-
while changing the margin and sales 
price, if the sales volume seems unreal-
istic. Thus, a simple sensitivity analysis 
can be created, showing how big an ef-
fect there is on the profit forecast if the 
price is changed. 


c) SALES CALCULATION:
 In the sales calculation, the minimum 
invoiced sales target indicated by the 
profitability calculation can be appor-
tioned among the various customer 
groups. This makes it easier to assess 
the importance of the customer rela-
tionships; any discounts and variable 
costs for products being sold shall be 
taken into account.


EXAMPLE OF A PROFITABILITY 
CALCULATION: 


Monthly
EUR


Annually 
(12 months)


EUR
= Target profit  
(incl. Entrepreneur’s own target salary) 1,500 18,000
+ Loan repayments 100 1,200
INCOME AFTER TAXES 1,600 19,200


Taxes 18% 329 3,951
= Funding requirement 1,929 23,148
+ Loan interest 27 324


A. OPERATING MARGIN (required) 1,956 23 472
Fixed costs
Self-employed persons’ pension insurance 
15.9 % (annual work-related income EUR 
12,000) 159 1,908
Wages and salaries
Indirect remuneration costs
Costs relating to premises 545 6,537
Repairs and maintenance 30 360
Leasing payments
Communication costs (phone, internet, etc.) 80 960
Office expenses 20 240
Travel and car expenses, daily expense allo-
wance 50 600
Marketing expenses 200 2,400
Bookkeeping, auditing, tax returns, etc. 100 1,200
Unemployment fund, trade association, etc. 30 360
Other costs 100 1,200


B. TOTAL FIXED COSTS 1,314 15,768
SALES MARGIN REQUIRED (A+B) 3,270 39,240
Purchases +materials and supplies (net of VAT) 915 10,980
NET SALES REQUIRED 4,185 50,220
VAT 23 % 963 11,550
TOTAL SALES / INVOICED SALES REQUIRED 5,148 61,770


SALES 
CALCULATON
(Monthly)


Product 


Cleaning
(daily)


Cleaning
(evenings and 


weekends)
Window 
cleaning


Floor 
waxing


Spring 
cleaning


Other 
work


TOTAL 
VAT 0%


Sales price € 24 € 30 € 35 € 40 € 120 € 28
Costs  € 5 € 10 € 10 € 0
Margin € 24 € 30 € 30 € 30 € 110 € 28
Sales quantity 80 units 32 units 12 units 8 units 10 units 8 units
Total sales € 1,920 € 960 € 420 € 320 € 1,200 € 224 € 5,044
Total purchases € 0 € 0 € 60 € 80 € 100 € 0 € 240
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Notes concerning
 the business plan


Monthly Annual  
(12 mths)


NET SALES (VAT 0%) € 5,044 € 60,528
NET SALES REQUIRED  € 4,185 € 50,220
DIFFERENCE  € 859 € 10,308


You should also note that it is good for 
the entrepreneur to take some holiday, 
and because of this annual sales will be 
lower (around 11 months’ worth).
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SWOT analysisSWOT analysis


Risk management 


The SWOT four-field analysis is a sim-
ple and widely used technique for an-
alysing business operations. A SWOT 
analysis shows the Strengths, Weak-
nesses, Opportunities and Threats for 
the business idea, the entrepreneur 
and the enterprise. It is suitable for use 
in all forms of enterprise. The review 
may concern either the whole business 
or just part of its operations in greater 
detail.


The top row of the table shows the 
current situation and issues within the 
business. The bottom row represents 
the future and external matters. The left 
side shows positive factors, while the 
right side shows negative factors.


The analysis helps with examining 
how the strengths can be developed, 
how the weaknesses can be eliminat-
ed, how the opportunities can be ex-
ploited and how the threats can be 
countered. 


There are many ways in which an enterprise may be 
harmed or suffer losses, i.e. the business is exposed 
to various risks. However, risk in a business may also 
be an opportunity. The entrepreneur must be prepared 
to take risks in order to succeed. Risks must be identi-
fied, and the business must tackle them, prepare for 
them and protect itself against them. In other words, 
the risks must be managed.


The risks in a business may be, 
for example, business risks, per-
sonnel-related risks, contract and 
liability risks, data-security risks, 
product risks, environmental risks, 
risks from interruptions to opera-
tions, and risks from crime and 
fires. Good risk management is 
anticipatory, it takes all the avail-
able information into account, and 
it is systematic and well organ-
ised. Further information about 
risk management is available from 
www.pk-rh.fi.


Strengths
• strong expertise
• experience
• knowledge of the industry
• innovative product
• international contacts


Weaknesses
• weak language skills
• insufficient personal funds
• no experience of working as 


an entrepreneur
• family situation
• new culture


Opportunities
• globalization
• potential for growth
• new products/services
• new market areas


Threats
• entrepreneur’s ability to run 


the business
• increasing competition
• changes to legislation
• political situation


Example of a SWOT analysis
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Marketing and advertisingMarketing and advertising


Success in the marketplace demands 
good knowledge of the operational en-
vironment and the competitors, and it 
also requires that the business stands 
out from its competitors. In marketing, 
a business strives to influence the con-
sumer’s idea and experience of the 
goods or services provided by the busi-
ness – “we are better than our competi-
tors”. Marketing is indeed an important 
part of an enterprise’s planning. 


Firstly, it is good to know the difference 
between marketing and advertising.


In marketing, a business strives to in-
fluence the behaviour of consumers. 
The aim of marketing is to create, main-
tain and develop customer relation-
ships. Maintaining customer loyalty is 
important, because acquiring new cus-
tomers is often much more expensive 
than keeping old ones. Loyal key cus-
tomers also usually create the majority 
of sales volume.


With advertising, the business strives 
to directly influence the purchasing de-
cisions of the consumer and to make 
the product well-known. A satisfied cus-


tomer will come back readily. But if the 
advertising does not provide the right 
information about the product’s fea-
tures, it may be that the customer will 
not return.


A good work-tool to help plan marketing 
is the so-called “marketing mix” mod-
el. It comprises the 4 P’s based on the 
corresponding English words: Prod-
uct, Price, Place and Promotion. From 
these, you can choose the marketing 
mix desired according to your customer 
target group, and you can focus on us-
ing these in the marketing of your en-
terprise.


Product: The goods or services and 
their features, the product name, guar-
antees/warranties, novelty value and 
how the goods/services stand out from 
competing products.


Price: The monetary or other com-
pensation paid by the customer for 
the product. The determining factors 
include the competitive environment 
in the marketplace, market share, the 
customer’s perception of the product’s 
value, production and material costs as 
well as discounts.


Place: The location where the product 
may be bought. Often, the term “dis-
tribution channel” is used.  This refers 
to both concrete business locations 
(i.e. stores) and virtual business loca-
tions on the Internet, such as an online 
store.


Promotion: All means of communica-
tion via which the marketer, i.e. the en-
terprise, can promote its product. This 
includes, amongst other things, ad-
vertising, communication at the point 
of sale or on the internet, sales cam-
paigns, public relations and the infor-
mation passed between customers via 
word-of-mouth.


FOUR P’s
for planning 
marketing


PROMOTION
• advertising
• sales campaigns
• sales personnel


PRICE
• identity
• competitive 
 environment
• production costs
• customer’s perception 
 of product value


PRODUCT
• features
• product name
• innovation
• warranty/guarantee   
 services


PLACE
• sales area
• distribution channels


Source: Kotler Philip (1980) Princi-
ples of Marketing. Prentice Hall.
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Segmentation of customer 
groups and selection of a 
 target group
It is good for a business to investigate 
which product group it wishes to sell 
a product to. Even though acquiring a 
large group of customers is tempting, 
it is worth focusing on the most impor-
tant customer group that generates the 
greatest sales for the enterprise with 
the least effort. Marketing to a certain 
segment (i.e. group) will reduce the 
number of customers, but at the same 
time it will increase the effectiveness 
of marketing. There are various ways 
of specifying a certain segment.  For 
example, age, place of residence or 
purchasing power, i.e. how much mon-
ey customers have available, can be 
used.  When advertising children’s toys 
for instance, it is worth focusing on ar-
eas where there are lots of families with 
children or on a baby magazine that is 
read by new parents.


It is worth segmenting a market if:
• the market has enough potential 


customers 
• a group’s customers have common 


features and requirements
• the customer groups differ from 


each other
• marketing will reach the  


chosen segments economically  
and  effectively.


Selection of  
advertising media
It is worth looking for those media for 
your business, via which you can get 
a message, i.e. your advertisement, to 
the desired recipient as economically 
and effectively as possible. Familiarise 
yourself thoroughly with the main fea-
tures and prices of the various advertis-
ing media. The prices may vary strongly 
depending on the media.


The various media include
• newspapers, local and free papers, 


and magazines
• the Internet 
• television 
• outdoor advertising and business 


advertising media 
• radio 
• films (including product place-


ment).


Direct marketing is one common way to 
reach customers. For example, a pizze-
ria entrepreneur may distribute adverts 
him/herself to letterboxes of residents 
in the neighbourhood. All brochures, 
business cards, etc. to be distributed di-
rectly to people either in person or elec-
tronically are forms of direct-marketing 
media. However, in direct marketing, 
you must take account of authorisation 
issues, i.e. whether you need custom-
er authorisation for marketing or, in the 
case of minors, parent/guardian author-
isation, if you use e-mail for example.


A really important marketing chan-
nel is communication among people, 
i.e. so-called word-of-mouth. Custom-
ers often tell each other about their 
good and bad experiences, so infor-
mation about a product spreads on Fa-
cebook, for example. In marketing, it is 
also worth paying special attention to 
how you treat a customer in a service 
situation. For example, are you able in 
a sales situation to provide added value 
for a product, which creates a positive 
image (amongst other things, appear-
ance of packaging, discounts, home 
delivery, items thrown in for free)? Or 
how, for example, will you deal with 
complaints?


The marketing plan for the busi-
ness will help make the marketing co-
herent and clear. Using the plan, you 
can monitor fulfilment of the objectives 
and develop marketing in the future. It 
is worth reviewing both the marketing 


mix and the customer groups at reg-
ular intervals. For example, you can 
consider the following questions: have 
you achieved what you wanted with the 
measures implemented? Or should you 
make changes or adapt your style of 
marketing or advertising? Has the key 
customer group changed its purchas-
ing behaviour (changed requirements)? 
Who are your customers now, and who 
do you want as customers in the future? 
And what are your competitors doing?


Nowadays, people search for prod-
ucts and businesses using the Inter-
net. Web visibility can take the form of 
ready media space on chargeable inter-
net search services, a business’s own 
website or an online store. If you intro-
duce your own website, it is important 
to remember to update and maintain it. 
An online store, like other internet pag-
es, is a good way to collect information 
and build a customer register. You must 
always tell customers what you are us-
ing data for and how they can prevent 
its use for purposes other than that de-
sired by them.


Trademark
A trademark is the characteristic feature 
that distinguishes the goods and servic-
es produced or provided by a business 
from the products of other businesses.


It is worth the enterprise protecting 
its trademark by registering it with the 
National Board of Patents and Regis-


A really important 
marketing channel is 


communication among 
people, i.e. so-called 


word-of-mouth.
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Pricing
Before you price your products, con-
sider whether your service is better or 
of higher quality than the competitors’. 
Thus, will you sell your products at a 
higher or lower price than your competi-
tors? What added value are customers 
prepared to pay for? Will they pay, for 
instance, for the image, product qual-
ity, good customer service, a warranty/
guarantee or location?


Think carefully about the price lev-
el, and set it so that it is in line with 
the product image. A quality, i.e. high-
priced, product requires a high-quality 
setting. When you have started to of-
fer a product, negotiate on its price and 
then sell it at a certain price, it is very 
difficult in the future to raise the price. 
Also remember that many customers 
will expect there to be “room for nego-
tiation” on the price.


The pricing of expert services can 
be based on time required. However, 
the hourly rate does not tell the custom-
er the total price, because they will not 
know how much time will be required 
for the work. Use a pricing model as 
an aid in which you give details of the 
work contents and the time used for the 
work.


In pricing, you can also use devic-
es such as introductory offers, contract 
prices, “fast purchase” offers and spe-
cial-offer periods (for example during a 
quiet period). With these devices, you 
can set your basic tariff at the level you 
desire. Examples of pricing models are 
restaurant lunch prices or early booking 
rewards at travel agents. There are also 
customers who want to pay the price 
specified by the tariff without any ne-
gotiations or bargaining.


Pricing is an important competitive 
factor but not the only one. Often peo-
ple only think about price competition, 
i.e. they sell at a cheaper price than 
their competitors. Think carefully about 
what is the right price for your product. 
Part of the product’s sales price must 
represent a profit for your business. If 
you sell at a higher price (i.e. with a 
greater profit margin), you don’t need to 
sell so many to make a profit. Where-
as if the margin is lower, you must sell 


Pricing


EXAMPLE ON PRISING Competitor’s 
price 
EUR


Price that is  
20 % lower 


EUR
Sales price 55.00 44.00
- VAT 23% - 10.28 - 8.23
Price net of VAT 44.72 35.77
Purchase price (VAT 0%) 28.00 28.00
Profit margin 16.72 7.77


Always keep your prices on 
view to your customers. A good 
price list tells the customer both 
the product price and what the 
price includes. The consumer 
will only be interested in the 
final price, including VAT. The 
corporate customer will be 
interested in the price net of 
VAT, because VAT on purchases 
can be deducted from VAT on 
sales.


tration of Finland. After registering it, 
the business has the exclusive right 
to use the trademark to represent its 
goods or services. The trademark may 
be, for instance, a word or a figure or 
a combination of these. It may also be 
a slogan, a combination of letters or a 
sound or some other emblem that can 
be represented graphically. A trademark 
granted in Finland gives protection only 
in Finland. If the entrepreneur wishes to 
protect his/her products abroad too, (s)
he must arrange this separately.


Internet network ID (domain)
A domain name is a worldwide-web ad-
dress that is written in the address field 
of a web browser. The domain name 
does not need to be the same as the 
name of the enterprise. It might be, for 
instance, just part of the name or an ab-
breviation, preferably something short 
and memorable. 


The domain name must not be 
based on the protected name or trade-
mark of another party or the name of an 
actual person, and it must not contain 


offensive terms or expressions that in-
cite people to commit crimes. The do-
main name can be ordered directly from 
a service provider or with the help of a 
so-called web hosting service, in which 
case you get everything you need all 
at once. The Finnish Communications 
Regulatory Authority (www.ficora.fi) 
grants use of the Finnish country code 
.FI. 


a higher volume to achieve the same 
profit level.


Example: You sell a product that costs 
EUR 28 to produce. Your competitor 
sells the same product to customers at 
a price of EUR 55 (incl.VAT). Look what 
effect it has on the profit margin if you 
sell the product at a price that is 20% 
lower than your competitor’s.
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Example of the calculation of sales price  EUR
Total costs of the product 150.00
+ Target sales margin (35 %)  52.50
= Sales price net of tax 202.50
+ VAT 23 % 46.58
= Sales price including tax 249.08


Example of the schedule according to which the business 
gets money from its sales:


Customer 
orders the 


product


Business 
sends the 
product to  


the customer


Business 
sends an 
invoice to  


the customer


Customer 
pays


Money  
arrives in the 
business’s 


account


When the customer orders the product, 
depending on the business, 1 - 5 days 
may elapse before the product is sent to 
the customer. Often, the invoice for the 
product is sent 1 – 5 days after delivery. 
The terms of payment may be 7 – 21 
days. If the customer pays the invoice 
on the due date, the money will reach 
the business’s account two days later. 
In other words, even in the best-case 
scenario, almost two weeks will pass 
from the order date before the money 
reaches the business’s account.


Sales margin
Price your products correctly. How 
much sales margin is generated for 
each product or service sold? Is the 
margin sufficient given the quantity 
sold? Also, remember the fixed costs 
and total time usage. With the help of 
the profitability calculation, you can get 
a good idea of the lower limits for your 
pricing.
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Funding for a new business start-up


In the initial stages of a business, mon-
ey is almost always needed to start up 
operations. The amount of money ini-
tially required depends on the business 
idea, and it fluctuates greatly depending 
on the industry. If operations are based 
on selling the entrepreneur’s expertise 
as a service and the use of his/her time 
(for example, in interpreting and trans-
lation work), the initial investment re-
quired is much less than if a restaurant 
or a company manufacturing goods is 
being established. The initial invest-
ment enables establishment of the en-
terprise and the start up of operations. 
When the business is profitable, future 
investment requirements can be cov-
ered by the income generated by the 
business’s operations.


With the help of the funding calcula-
tion, the investment requirements and 
the sources of funding in the early stag-
es will be determined. The sources of 
funding are now considered.


Equity capital
Entrepreneurs may invest in the busi-
ness their own money or other assets 
that they own and possess (property 
given as a capital contribution). The en-
trepreneur’s own savings, work tools or 
machines are referred to as self-financ-
ing. Generally, lenders (i.e. banks) re-
quire that around 20 % of the finance 
provided comes from the entrepreneur 
before they consider granting a loan.


Equity capital can also be invested in 
the business by the entrepreneur’s 
friends, family members and acquaint-
ances. As a result, they can gain a 
share of ownership in the business.


Loans
Normally, an entrepreneur needs, in 
addition to equity, external capital, i.e. 
loans. Loan financing is mainly grant-
ed by the commercial banks and the 
special financing company, Finnvera 


Funding for a new business start-up


(www.finnvera.fi). Interest is paid on 
a loan, which may be linked to the 
Euribor reference rate, for instance. 
In addition, the finance provider must 
obtain a return for itself, i.e. an inter-
est margin, and a handling fee for the 
loan. The loan repayment terms vary 
depending on the finance provider. Of-
ten the banks require a real security for 
the loan capital, such as the pledging 
of a home or other assets. You should 
always ask many different banks for 
quotes on loans.


Also, funds from other external inves-
tors, such as acquaintances or family 
members, may be capital in the form 
of a loan that must be paid back with 
interest. It is always worth agreeing in 
writing on loans and their associated 
interest and repayment terms.


It is worth the entrepreneur remember-
ing that short-term financial aid can also 
be obtained by paying for supplies later 
(supplier credit), leasing, bank accounts 
with overdraft facilities, and credit cards. 
Leasing finance is long-term rental where 
the item for which finance is provided 
acts as security. However, in the cases 
mentioned above, the entrepreneur must 
pay attention to the annual interest rate, 
which may be substantially higher than a 
normal bank’s interest rate, i.e. the loan 
will be more expensive.


Capital investments
A capital investor (business angel or 
capital-investment company) invests 
money in a target business in return 
for a share of ownership (typically less 
than 50 % of the shares). Capital inves-
tors take a significant risk when they 
make an investment, and therefore they 
expect a significant return from the in-
vestment as compensation. The terms 
of the investment will be specified in de-
tail in the shareholder agreement.


Business subsidies
The Centres for Economic Develop-
ment, Transport and the Environment 
(ELY centres) can grant subsidies for 
business ventures and the planning of 
them, depending on the line of busi-
ness and the location of the enterprise. 
Business subsidies or aid are generally 
discretionary and require that the busi-
ness’s operations are profitable. There 
is no need to pay back the subsidy or 
aid. Business aid must be applied for 
and a decision received before any in-
vestment is made. Aid for purchases 
made is generally only paid in arrears. 
(www.ely-keskus.fi)


Support for innovative business ven-
tures can also be obtained from the 
Foundation for Finnish Inventions 
(www.keksintosaatio.fi) and the Finn-
ish Funding Agency for Technology and 
Innovation (www.tekes.fi).


If the business is geared towards devel-
oping countries, it is possible to obtain 
a subsidy with the help of the Finnpart-
nership business-partnership pro-
gramme. (www.finnpartnership.fi)


When planning the business, it is good 
to remember that its operations must 
not be reliant on subsidies. The busi-
ness must be profitable without any 
aid.


Loan financing is 
mainly granted by the 
commercial banks and 
the special financing 
company, Finnvera. 
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Start-up grants


Business start-up grants are a form of 
discretionary support that can be paid 
to someone starting up as an entrepre-
neur, and they are available in the ini-
tial stages of a business operating on 
a full-time basis. Start-up grants help 
with the entrepreneur’s subsistence at 
a time when the business is only just 
starting its operations and establishing 
itself.


It is worthwhile for someone consid-
ering setting up a business to contact 
their local Employment and Economic 
Development Office (www.mol.fi) in 
good time before starting their opera-
tions and to establish the possibilities 
for obtaining start-up grants. Opera-
tions must not be commenced before 
the Employment and Economic Devel-
opment Office has made a decision on 
the start-up grants.


Start-up grants are taxable income, i.e. 
tax is payable on them. Start-up grants 
can be granted at the same time to sev-
eral entrepreneurs who are working in 
the same start-up business.


Conditions for granting 
 support
Start-up grants can be granted if the 
entrepreneur is able to establish prof-
itable business and (s)he has experi-
ence as an entrepreneur or has busi-
ness training. The support must be 
necessary for the entrepreneur’s sub-
sistence. The entrepreneur must work 
in the business full-time.


An application for start-up grants must 
be accompanied by the business plan 
and profitability calculation. Help with 
preparing these can be obtained from 
business advisory experts. In addition, 
a so-called tax-liability certificate is re-
quired, i.e. a statement on whether the 
applicant has outstanding taxes to pay. 
A certificate may be ordered via the 
website of the Finnish Central Tax Ad-


Start-up grants


ministration (www.vero.fi/verovelka-
todistus), for example, or one may be 
collected from a tax office.


Start-up grants can be paid for a period 
of up to 18 months. However, usually 
start-up grants are granted for a period 
of six months. After this period, start-up 
grants may be granted on a case-spe-
cific basis so that the entrepreneur’s 
livelihood is secured.


In 2011, the amount of start-up grants 
available is around EUR 550-880 per 
month gross (i.e. tax is still payable on 
this sum). Start-up grants are paid once 
a month retroactively and an applica-
tion must be made to the Employment 
and Economic Development Office for 
this.


The conditions of granting  
start-up grants are that:
1) the applicant has experience as 


an entrepreneur or the necessary 
training in entrepreneurship, which 
can also be arranged while support 
is paid


2) the applicant has, in other re-
spects, sufficient skills for the busi-


ness operations that (s)he is plan-
ning; the nature of the operations 
is taken into account here along 
with how demanding they are


3) the business is able to operate 
profitability


4) the applicant is not receiving state 
support for his/her labour costs


5) daily unemployment benefit or un-
employment assistance (as speci-
fied by the Finnish Act on Unem-
ployment Benefits) is not paid to 
the applicant for the same period


6) the business’s operations have not 
been started before a decision has 
been made on the granting of sup-
port


7) it would clearly not be possible to 
commence operations unless sup-
port was granted to the applicant


8) the provision of support will not 
distort competition between those 
offering the same products.



www.vero.fi/verovelkatodistus

www.vero.fi/verovelkatodistus
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Licensed industries 


In Finland, there is freedom of trade. 
This means that here you may engage 
in business operations that are lawful 
and in accordance with good practice 
without requiring a licence from the au-
thorities. However, for certain indus-
tries, you do need a licence for the sake 
of the community, the environment and 
consumer safety. In other fields, you 
must notify the authorities of your op-
erations, even though an official licence 
is not required.


Licences are granted by local authori-
ties (municipalities and cities) and re-
gional administration offices along with 
government departments, local envi-
ronmental-protection authorities and 
other licensing authorities.


Before operations are commenced, it 
is always important to check whether a 
special licence or declaration is needed 
for the business and what else is re-
quired from a trader in this field. To ac-
quire a licence the applicant must gen-


Licensed industries 


erally be professionally competent and 
qualified to enter into legal contracts 
and have a good reputation. Also, the 
applicant’s financial situation will have 
an impact on whether (s)he can ob-
tain a licence. The licences required 
by businesses that provide a service 
are shown on the following webpag-
es: www.yrityssuomi.fi/palveluyri
tykset. 


A licence is generally for a fixed peri-
od, and it can be revoked if the person 
does not comply with the provisions of 
the licence. Application for a licence is 
usually subject to a charge. In some 
cases, a licence is needed from many 
different authorities.


For example, in the catering industry, 
hygiene certification and licences to 
serve food and alcohol are required, 
and declarations must be made to the 
health inspector, the rescue services, 
building-regulation departments and 
the police, amongst other things.


The National Supervisory Authority for 
Welfare and Health in Finland, Valvira 
(www.valvira.fi) grants the right to car-
ry out work in the healthcare profession 
in Finland to healthcare professions 
trained abroad, subject to application. 
Such people include doctors, nurses, 
dentists, qualified chemists, midwives, 
speech therapists and psychologists.


Import-related licences are granted by 
Finnish Customs, www.tulli.fi.


The Finnish Food Safety Authority, Evi-
ra (www.evira.fi) monitors the safety 
and quality of food products. Food 
premises, such as restaurants, shops 
and kiosks must be approved by the lo-
cal food authority before operations be-
gin. The approval procedure specified 
by the Finnish Health Protection Act 
concerns, amongst other things, hair-
dressers’ and barbers’ salons, beauty 
or foot-care premises and tattoo busi-
nesses. The local health protection au-
thority is responsible for approving such 
businesses.


For playing music (radio, TV, CDs, live 
music) in public places, such as a busi-
ness’s customer premises, it is neces-
sary to pay a fee to the copyright or-
ganizations. The Finnish Composers’ 
Copyright Society, Teosto (www.te
osto.fi) collects fees payable to com-
posers and lyricists, and the Copyright 
Society for performing artists and pro-
ducers of recordings, Gramex (www.
gramex.fi), collects fees due to musi-
cians, singers, conductors and produc-
ers of recordings. 


In the municipality or the city, there 
may be different regulations concern-
ing outdoor advertising and sales, for 
instance.


N.B. Always establish whether you 
need a licence before you commence 
operations!



www.yrityssuomi.fi/palveluyritykset

www.teosto.fi

www.teosto.fi
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Industry Licence or registration authority Link
Inspection of vehicles Finnish Transport Safety Agency - Trafi www.trafi.fi
Serving alcoholic drinks in restaurants, etc. and 
the sale of alcoholic drinks (medium-strength 
beer, cider and very light wines) in food stores


The Finnish Regional State  
Administrative Agencies 


www.avi.fi


Manufacture and import of alcoholic drinks National Supervisory Authority for Welfare  
and Health - Valvira 


www.valvira.fi


Sales of firearms and ammunition Finnish Police Administration www.intermin.fi
Pharmacies, pharmaceutical plants,  
pharmaceutical wholesale businesses


Finnish Medicines Agency - Fimea www.fimea.fi


Estate agents The Finnish Regional State  
Administrative Agencies 


www.avi.fi


Driving schools Finnish Transport Safety Agency - Trafi www.trafi.fi
Right to use sponsors’ marks on  
precious-metal products


Finnish Safety Technology Authority - Tukes www.tukes.fi


Mining operations Finnish Ministry of Employment and the 
Economy 


www.tem.fi


Credit, financing and investment activities Financial Supervisory Authority www.finanssivalvonta.fi
Transport of patients The Finnish Regional State  


Administrative Agencies 
www.avi.fi


Electrical and lift contractors Finnish Safety Technology Authority - Tukes www.tukes.fi
Goods traffic, taxis, public transport Centres for Economic Development,  


Transport and the Environment (ELY)
www.ely-keskus.fi


Telecommunications Finnish Communications Regulatory  
Authority - Ficora


www.ficora.fi


Sales of tobacco Local authorities www.kunnat.net
Hiring of labour Regional administration offices,  


responsibility for occupational safety
www.avi.fi/tyosuojelu 
www.tyosuojelu.fi


Large-scale industrial processing and  
storage of hazardous chemicals


Local environmental-protection authority www.kunnat.net


Minor industrial processing and storage  
of hazardous chemicals


Rescue services www.pelastustoimi.fi


Insurance brokerage, insurance companies Financial Supervisory Authority www.finanssivalvonta.fi
Package-tour companies Consumer Agency www.kuluttajavirasto.fi
Security companies Finnish Police Administration www.intermin.fi
Private healthcare services The Finnish Regional State  


Administrative Agencies 
www.avi.fi


Private schools and day-care centres Local Authorities, The Finnish  
Regional State Administrative Agencies 


www.kunnat.net 
www.avi.fi


Industries where a licence or notification of intention to trade is required
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In Finland, it is possible to carry out 
business operations in the following 
forms of enterprise: sole trader, general 
partnership, limited partnership, limited 
company, co-operative, branch of a for-
eign enterprise. The following forms of 
enterprise are less common: Societas 
Europaea, European co-operative so-
ciety and European Economic Interest 
Grouping (EEIG).


When determining the most suitable 
form of enterprise for you, business 
advisory experts will help you.


Factors affecting which form  of 
enterprise is selected:
• number of people establishing   


the business
• the need for capital and its  


availability
• responsibilities and decision  


making
• operational flexibility
• continuity of operations 
• attitude of finance providers
• profit sharing and covering losses
• taxation


Sole trader (own firm)
An individual with permanent domicile 
in the European Economic Area (EEA) 
may operate as a sole trader in Fin-
land. A person who lives outside the 
EEA needs a licence from the National 
Board of Patents and Registration of 
Finland (www.prh.fi) for establishing 
a business.


Operating as a sole trader means 
that the person carries out business 
operations alone or together with their 
spouse. Even though the couple set up 
the business together, the business is 
registered only in the name of one per-
son.


The entrepreneur him/herself 
makes decisions, and (s)he is fully li-
able for the business’s commitments 
(concerning loans, for example) means 
all his/her assets are at risk. Thus, the 


Forms of enterprise


entrepreneur is personally liable for the 
business’s losses, but (s)he will also re-
ceive any profits made from the busi-
ness’s operations.


The firm will not have a Board of 
Directors or a Managing Director, and 
audits are not required.


The entrepreneur may invest mon-
ey in the business, but this isn’t com-
pulsory either. The entrepreneur is not 
able to pay a salary to him/herself, to 
his/her spouse or to his/her children un-
der the age of 14, but money may be 
withdrawn from the business account 
as so-called personal drawings. Tax is 
paid annually based on the business’s 
result for the period.


Even though the entrepreneur owns 
the firm, his/her personal finances must 
be kept separate from the business’s fi-
nances with the help of bookkeeping.


Sole-trader entrepreneurs can be 
divided into professionals and traders, 
both of whom do work on their own ac-
count. The difference is that profession-
als generally do work independently 
without using external manpower. A 
trader may have external manpower, 
and the bookkeeping is more wide-
ranging than for a professional.


A professional is an entrepreneur 
who can operate in his/her profession 
without a permanent workplace and 
without external manpower. The big-
gest difference from a trader is the right 
to use single-entry bookkeeping. A pro-
fessional may be, for instance, a seam-
stress, carpenter or interpreter.


A trader is an entrepreneur who has 
a permanent workplace or who can em-
ploy other staff.  A trader must use dou-
ble-entry bookkeeping.


Establishing your firm
Establishing the firm is simple. Sepa-
rate documents are not necessary. 
However, you must notify the Finnish 
Trade Register and the Finnish Cen-
tral Tax Administration of commence-
ment of your operations. This is done 


using the Y-3 form available from the 
website, www.ytj.fi. There is a charge 
for registration, and for the year 2011 
this is EUR 75. You may begin operat-
ing immediately once you have notified 
these organisations, unless your trade 
requires a licence or you are applying 
for business start-up funds.


Who is a firm suitable for?
A firm is easy to establish and the sim-
plest of the forms of enterprise to es-
tablish. Often, a firm suits a small-scale 
entrepreneur who is just starting off.


Partnerships: general part-
nership and limited partner-
ship
To establish a partnership, you need at 
least two partners (i.e. people). Gen-
erally, these are natural people, but a 
partner can also be a legal person (an 
enterprise or organisation). There are 
two types of partnership: general part-
nerships and limited partnerships.


In general partnerships, at least 
one partner, and in limited partnerships, 
at least one active partner must have 
permanent residence, or if the partner 
is a legal person, domicile, in the EEA 
area. If they don’t, for all partners that 
are not in the EEA area, a licence must 
be sought from the National Board of 
Patents and Registration of Finland.


The partners invest a contribution 
in the partnership, and this will consist 
of money, assets or work. In a general 
partnership, a contribution in the form 
of work from partners will suffice as an 
investment. In a limited partnership, 
money or other assets are required 
from a sleeping partner as a contribu-
tion. However, the law does not specify 
how large this contribution must be.


In a general partnership, all the 
partners are fully liable for the partner-
ship’s commitments, meaning their per-
sonal assets are at risk, and they de-
cide together on issues relating to the 
partnership unless agreed otherwise.
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In limited partnerships (ky), there are 
two kinds of partner: active and sleep-
ing. In a limited partnership, there must 
be at least one active and one sleep-
ing partner. Active partners are fully li-
able for the partnership’s commitments, 
meaning their personal assets are at 
risk, and they decide together on issues 
relating to the partnership.


Sleeping partners invest money or 
assets of monetary value in the partner-
ship, and they receive interest on earn-
ings. A sleeping partner does not have 
the right to participate in the partner-
ship’s decision making, and (s)he is not 
liable for issues relating to the partner-
ship, unless specified otherwise in the 
articles of association.


Establishing a partnership
The partners create the articles of as-
sociation which show the partnership’s 
business name, its domicile, line of 
business, the names and addresses 
of the partners and their investment in 
the partnership. In addition, there is an 
agreement on who has the right to sign 
in the name of the partnership, how a 
managing partner would be elected, 
what is the duration of the accounting 
period, how auditors would be elected, 
what is the partners’ share of the part-
nership’s assets and earnings, and how 
the articles of association can be termi-
nated or annulled.


The articles of association must be 
produced in writing and with great care, 
and it is worth using an expert to help 
out.


The partnership must be registered 
in the Finnish Trade Register and with 
the Finnish Central Tax Administra-
tion. This is done using the Y2 form. 
These are available from the website, 
www.ytj.fi. Notification of the partner-
ship must be accompanied by the origi-
nal articles of association. There is a 
charge for registration, which is EUR 
180 for the year 2011.


When are partnerships  
suitable?
Partnerships are suitable for family en-
terprises. You must remember that, 
in a general partnership, the partners 
and, in a limited partnership, the ac-
tive partners are liable for the partner-
ship’s commitments together equally. If 
one partner makes a commitment, the 
others are also liable for it. Therefore, 
there must be a very high level of trust 
among the partners. However, the lia-
bility of the partners can be limited in 
the articles of association.


Limited company (oy)
A limited company may be established 
by one or more people or organisa-
tions. When the company is being set 
up, the founders register all the com-
pany’s shares. In a private limited com-
pany, the share capital must be at least 
EUR 2,500. The Finnish Companies 
Act does not specify anything about 
the residence or domicile of the share-
holders, i.e. the founding shareholders 
of a limited company may also be from 
outside the EEA area.


The shareholders are liable for the 
company’s commitments only to the ex-
tent of the capital that they have invest-
ed in the company, unless they have 
guaranteed loans on behalf of the com-
pany.


Issues relating to a limited compa-
ny are decided on by the shareholders. 
A person who has more shares also 
gets more decision-making power (and 
more voting power). A limited company 
must have a board of directors that the 
shareholders appoint. The board takes 
care of management of the company, 
and it represents the company. The 
board may elect a managing director 
for the company, who takes care of its 
day-to-day management. However, the 
appointment of a managing director is 
optional. The managing director can 
also be elected in the initial agreement 
created on foundation of the company 


or at a meeting of the board held at a 
later date.


If the board of a limited company 
comprises less than three members, 
at least one deputy member must also 
be appointed. At least one of the board 
members and one of the deputy mem-
bers (calculated separately) must have 
permanent residence in the EEA area. 
If they don’t, a licence must be sought 
from the National Board of Patents and 
Registration of Finland for all ordinary 
members or deputy members who are 
from outside the EEA area.


Establishing a limited  
company
In order to establish a limited compa-
ny, a foundation agreement is created, 
to which the articles of association are 
appended. The articles of association 
comprise in their minimal form three 
items: the name of the business, its 
domicile and the line of business. The 
line of business may be shown as gen-
eral commercial activities, which in-
cludes all lawful business operations 
(i.e. you don’t have to indicate a spe-
cific line of business).


The foundation agreement gener-
ally includes details on the members 
of the board of directors, the managing 
director, audits and the accounting pe-
riod, as well as the number of shares, 
their price and the date of payment. 
In addition, the founders of the limited 
company allocate the shares.


A limited company must be regis-
tered with the Finnish Trade Register 
before it becomes legally valid. This 
is done using the Y1 form and its ap-
pendix. There is a charge for regis-
tration, and in 2011, this is EUR 350. 
The Finnish Trade Register must be 
notified within three months of signing 
the founding agreement, otherwise the 
foundation of the company becomes 
void. The necessary forms are available 
from the following website, www.ytj.fi.  
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Notification of foundation must also be 
accompanied by the original founda-
tion agreement and a duplicate copy of 
the articles of association, if these do 
not form part of the foundation agree-
ment.


Before registration of a limited com-
pany, the share capital must be paid 
to the bank account of the new com-
pany. If shares are paid for using non-
cash assets, there must be a term in 
the foundation agreement stating that 
the share subscriber has the right or 
duty to pay the subscription price us-
ing non-cash assets. Also, in the foun-
dation agreement, there must be a de-
scription of the non-cash assets. In the 
Finnish Trade Register, there must be 
an auditor’s statement on the descrip-
tion of the non-cash asset capital con-
tribution and on whether the assets had 
a financial value to the company that 
was at least equivalent to the price. 


This statement may be given either by 
a chartered accountant (KHT or HTM) 
approved by the Central Chamber of 
Commerce of Finland or by a firm of 
chartered accountants.


If the company has more than one 
founding member, it is worthwhile cre-
ating a written shareholder agreement 
that explains the relationships between 
the shareholders and their relationship 
with the limited company. The share-
holder agreement helps to control in 
advance the legal risks that may arise 
in relationships between the sharehold-
ers and the company. In this way, un-
necessary disputes that impede the 
business’s operations can be avoided. 
When creating the shareholder agree-
ment, it is worth consulting a legal ex-
pert. The shareholder agreement does 
not need to accompany the registration 
forms.


When is a limited   
company suitable?
All types of business are suited to being 
a limited company.


The limited company is, along with 
the firm, the only form of enterprise 
that can be established by a single 
person. In this case, a second person 
is required as a deputy member of the 
board. An advantage of limited com-
panies is the limited liability, which is 
restricted to the shareholder’s capital 
holding, unless a guarantee has been 
given on behalf of the company.


For large enterprises, a public lim-
ited company is a suitable form of en-
terprise.  For this, the minimum possi-
ble share capital is EUR 80,000. With 
public limited companies, their shares 
are offered to the public and traded on 
the stock markets.
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Co-operative
A co-operative is an independent as-
sociation of individuals. The members 
manage the co-operative together and 
democratically, and by means of it 
they realise economic, social and cul-
tural aims. To establish a co-operative 
at least three people or organisations 
are needed. The owners of a co-oper-
ative are referred to as members, and 
its capital is referred to as co-operative 
capital.


A co-operative pays the capital back 
when a member resigns or is removed 
from the co-operative. The members 
are liable for the commitments of the 
co-operative only to the extent of the 
capital that they have invested in the 
co-operative, unless they have made 
commitments on behalf of the co-oper-
ative. The members decide on issues 
relating to the co-operative, and each 
member generally has one vote. The 
members elect the board of the co-op-
erative. The board takes care of man-
agement of the co-operative, and it rep-
resents it. Generally, the board elects a 
chief executive officer (CEO) for the co-
operative. However, this is not manda-
tory. The CEO takes care of the day-to-
day management of the co-operative. 
The CEO can be elected when the co-
operative is established in the memo-
randum of association.


Establishing a co-operative
In order to establish a co-operative, a 
memorandum of association is created 
to which the regulations of the co-op-
erative are appended. The regulations 
must specify, as a minimum, the name 
of the co-operative, its domicile, the 
line of business, the accounting period 
and the amount of each contribution, 
the term of payment and the method of 
payment. The co-operative must also 
be registered with the Finnish Trade 
Register. This is done using a Y1 form 
and its appendix. Notification of the 
co-operative must be made within six 


months of the memorandum of associa-
tion being signed, otherwise establish-
ment of the co-operative becomes void. 
There is a charge for registration, and 
in the year 2011, this was EUR 350.


Who is a co-operative suit-
able for?
Often, a co-operative is suitable for ex-
pert entrepreneurs such as those pro-
viding cultural and well-being services, 
or translation and interpreting services. 
For example, each member of the co-
operative can carry out his/her own job, 
and the co-operative just takes care of 
billing, bookkeeping and marketing.


Branch of a foreign  
enterprise
A branch is a part of a foreign organi-
sation or foundation that engages in 


business or professional activities on a 
constant basis in a permanent office in 
Finland. The name of the branch must 
include the name of the foreign trader in 
the registered form together with an ad-
dition that indicates it is a branch. The 
addition can be, for example, “sivuliike 
Suomessa” (branch in Finland), “filial i 
Finland” or “filial”.


When a branch is established, noti-
fication of this must be sent to the Finn-
ish Trade Register. Notification must be 
given before operations commence. If 
the foreign organisation or foundation 
is from outside the EEA area, a licence 
must be sought from the National Board 
of Patents and Registration of Finland 
to establish a branch in Finland.
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Finnish Trade Register
The Finnish Trade Register (www.prh.
fi/en.html > Trade Register) is the of-
ficial, public register for information 
about enterprises. The majority of Finn-
ish businesses are limited companies 
and sole traders. Generally, all busi-
nesses must enrol in the Finnish Trade 
Register. There is a charge for registra-
tion of the business.


With the same declaration, you can 
also enrol in the registers of the Finn-
ish Central Tax Administration, com-
prising the register for collection of 
tax at source, the register of employ-
ers and the register for those liable to 
VAT. There is no charge for enrolment 
in these registers.


Registration fees for  
businesses in 2011
Sole trader  EUR 75
General partnership and limited 
partnership  EUR 180
Limited company, co-operative, branch, 
EEIG   EUR 350


Business ID
The business and organisation ID is 
a unique ID that the authorities give 
to businesses and organisations. The 
business ID is provided once the foun-
dation of a business is recorded in the 
Finnish Business Information System 
(www.ytj.fi). A business ID consists of 
seven numerical digits, a hyphen and 
a check digit, for example 1234567-8. 
The business ID is required on invoic-
es and contracts, and when using the 
Finnish Trade Register or dealing with 
the Finnish Central Tax Administration, 
among other things.


Name of the enterprise
It is essential to choose a good name 
for the business. The name must be 
sufficiently individual. The name can 
not just contain general words or a 
service description and the names of 


Registration issues


people or places. The name must dif-
fer sufficiently from other names and 
trademarks that are in the register. Us-
ing your own name or place name in 
the name of the business will help en-
sure that it is individual. Registering the 
name of the business gives the exclu-
sive right to that name throughout the 
country, i.e. no-one else may use this 
name.


The form of enterprise is also appar-
ent from the name of the business. A 
sole trader may use the identifier “tmi” 
or “toiminimi”, but this isn’t mandatory. 
Limited partnerships use the abbrevi-
ation “ky”. The identifier for a limited 
company is “oy” and for a public lim-
ited company, “oyj”. The identifier for a 
general partnership is “avoin yhtiö” – 
the abbreviation “ay” may not be used. 
The name of a branch will include the 
term “sivuliike Suomessa” or “filial i Fin-
land” as well as the name of the foreign 
enterprise.


The name is registered either in the 
Finnish language or the Swedish lan-
guage. The name may include, in 
addition to the Finnish- or Swedish-
language identifier for the form of enter-
prise, identifiers in other languages, for 
example, Ab Finntex Oy or Oy Finntex 
Ltd. The name may also include parallel 
business names in different languages, 
i.e. translations of the Finnish- or Swed-
ish-language name. The possible par-
allel business names for a limited com-
pany must be included in the articles 
of association. The parallel business 
names for a general partnership or a 
limited partnership must be included in 
the articles of association, and those 
for a co-operative must be included in 
its regulations.


Auxiliary business name
An entrepreneur may carry out part 
of his/her operations using an auxil-
iary business name. This is conven-


ient when the same enterprise has op-
erations in completely different fields. 
For example, the owner of “Jokinen’s 
florist’s” may run cleaning operations 
under the name “Näppärä”. There is 
a charge for registration of an auxilia-
ry business name, and this name can 
only be used for those activities that it 
is registered for. Several auxiliary busi-
ness names may be used. However, 
an auxiliary business name can not be 
used for the operations of the whole 
business. Thus, by using auxiliary busi-
ness names, the same enterprise may 
comprise different operations with dif-
ferent business names. This can help 
with operations and marketing. How-
ever, there will only be one set of ac-
counts and one business ID for all of 
the enterprise’s operations.


Line of business
The line of business of an enterprise is 
always declared when the enterprise is 
registered with the Finnish Trade Regis-
ter and the Finnish Central Tax Admin-
istration. It is also possible to register 
so-called “general commercial activi-
ties” with the Finnish Trade Register, 
meaning that the business may engage 
in all kinds of lawful business activities 
that are accordant with good practice. 
However, it is advisable to state the line 
of business explicitly so that the nature 
of the business’s operations is clear.


It is also possible to include the fol-
lowing type of declaration in the Finnish 
Trade Register: “yleistoimiala” (general 
commercial activities), including repair, 
servicing and trade of motor vehicles, 
amongst other things. In this case, the 
customers will understand more easily 
which areas the business operates in.


However, you must notify the Finn-
ish Central Tax Administration of your 
main line of business. The enterprise 
may have only main line of business, 
and this must clearly describe what field 
the enterprise operates in along with 
the form of the operations: for exam-
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ple, repair, servicing and trade of mo-
tor vehicles. It is not possible to record 
a main line of business in the register 
that is too general.


Register for collection  
of tax at source
Starting up business operations gener-
ally requires that the business enrols 
in the register for collection of tax at 
source maintained by the Finnish Cen-
tral Tax Administration. You can en-
rol in the register for collection of tax 
at source using the same form that is 
used for notifying the Finnish Trade 
Register of your new business. When 
a business is in the register for collec-
tion of tax at source, the business com-
missioning work does not need to with-
hold tax from the remuneration paid by 
it. A business that is in the register for 
collection of tax at source takes care 
of its taxes itself by paying tax levied 
in advance.


Advance tax bill
A new business will pay advance tax on 
the basis of how large the enterprise’s 
estimate of its taxable income for the 
first accounting period is. The busi-
ness gives this estimate in its declara-
tion of foundation. The Finnish Central 
Tax Administration determines the ad-
vance tax on the basis of the business’s 
own estimate and sends the business 
an advance tax bill and bank-transfer 
forms for payment of the tax.


Register of Employers
The Register of Employers is main-
tained by the Finnish Central Tax Ad-
ministration (www.vero.fi). 


The business must enrol in the Register 
of Employers, if it has:
1)  at least two permanent employees 


during the calendar year, or
2)  at least six temporary employees 


at the same time. 


If payment of salaries and wages is 
temporary, or these are paid to only one 
employee, the business does not need 
to enrol in the Register of Employers.


Register of those  
subject to VAT
Businesses that are subject to VAT en-
rol in the Finnish Central Tax Adminis-
tration’s register via their declaration 
of foundation. At the same time, such 
businesses also state the date of com-
mencement of their operations that are 
subject to VAT. It is possible to enrol in 
the VAT register even when the busi-
ness is not liable to charge VAT based 
on the law, for example if sales for the 
accounting period are less than EUR 
8,500. A business that is in the reg-
ister may deduct the VAT included in 
the business’s purchases from the VAT 
payable on sales.


A foreign business is subject to VAT in 
Finland if it has a fixed place of busi-
ness in Finland. A foreign business is 
recorded in the register of business-
es subject to VAT in the same way as 
Finnish businesses are. A foreign busi-
ness may also apply to be subject to 
VAT in Finland. In some special situ-
ations, a foreign business is always li-
able to charge VAT.


If, in the opinion of the entrepreneur, 
the business is not subject to VAT, (s)
he should mark a cross on the declara-
tion of foundation against “Ei katso ol-
evansa arvonlisäverovelvollinen” (I do 
not believe I am liable to charge VAT) 
and (s)he should explain the reasons 
for this.
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According to the Finnish Accounting 
Act, all businesses have a legal obliga-
tion to keep accounts. It is worthwhile 
for entrepreneurs to outsource their 
bookkeeping, i.e. to pay for a service 
from a firm of accountants, so that they 
can concentrate on earning their in-
come.


Day-to-day bookkeeping
Day-to-day bookkeeping, which is 
dealt with during the accounting pe-
riod, is based on corroborative docu-
ments. These include sales invoices, 
purchase invoices, payslips and bank 
statements. Entrepreneur profession-
als may use single-entry bookkeeping 
if they so wish. This is essentially the 
recording of just the business’s income 
and expenditure. All other forms of en-
terprise must use double-entry book-
keeping. This means that every busi-
ness transaction is recorded in two 
accounts, i.e. in a debit account and a 
credit account.


Nowadays, financial-management sys-
tems tend to take the form of computer 
systems, and paper is used less and 
less. Invoices can be sent and received 
electronically, and payments and state-
ments are also delivered in electronic 
form.


Accounting period
A business’s accounting period is nor-
mally 12 months. The first accounting 
period may be longer than 12 months 
but can never exceed 18 months. Also, 
the first accounting period may be 
shorter than 12 months. Also, a busi-
ness’s accounting period does not 
have to be a calendar year (for exam-
ple, 1 April – 31 March). However, the 
accounting period for an entrepreneur 
professional must always be a calen-
dar year (1 January – 31 December), 
if the entrepreneur uses single-entry 


Bookkeeping and financial statements 
for the enterprise


bookkeeping. Entrepreneur profession-
als generally operate small-scale busi-
nesses that are based on the entrepre-
neur’s personal professional skills and 
that do not require large investments to 
set them up.


Firms of accountants
It is always worth entrepreneurs using 
a firm of accountants or an accountant 
to deal with the bookkeeping, so that 
they can use their own time for earning 
income. Generally, firms of accountants 
are experts in statutory bookkeeping, 
VAT and business taxation. A firm of ac-
countants may also, when necessary, 
take care of payroll computation and 


payroll accounting. Expertise in cash-
flow planning is also important for small 
businesses. In choosing a firm of ac-
countants, it is worth paying attention to 
all of these matters. Further information 
is available from: www.taloushallin-
toliitto.fi > Tilitoimiston asiakas (Cus-
tomers of firms of accountants) > Osta-
jan opas (Buyer’s guide).


Financial statements
When the accounting period has end-
ed, the financial statements and an-
nual report are created. The financial 
statements for a small business com-
prise a profit and loss account, a bal-
ance sheet and the notes to the finan-
cial statements. All these documents 
should comply with the specific formal 
requirements of the Finnish Accounting 
Act, the Finnish Accounting Decree and 
Community Law. The board of a com-
pany or co-operative, the active part-
ners of a partnership or a sole trader 
accept the financial statements and 
annual report with their signatures. If 
the business has an auditor, (s)he will 
check the bookkeeping and the gov-
ernance of the company, and (s)he will 
write an auditor’s report.


In a limited company, the shareholders 
ratify the financial statements and annu-
al report in the general meeting or with 


Entrepreneur professional:


1) if single-entry bookkeeping: 
The accounting period must be 
a calendar year 


2) if double-entry bookkeeping: 
The accounting period does 
not have to be a calendar year


Entrepreneur trader: 


Double-entry bookkeeping 
must be used: the accounting 
period does not have to be a 
calendar year. 


For example: the period starts 
at the beginning of March and 
finishes at the end of Febru-
ary.


 It is worthwhile for 
entrepreneurs to 


outsource their book-
keeping, i.e. to pay for 
a service from a firm 
of accountants, so 


that they can concen-
trate on earning their 


income.



www.taloushallintoliitto.fi

www.taloushallintoliitto.fi
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a written document. In a co-operative, 
the members ratify the financial state-
ments and annual report in the general 
meeting or with a written document. In 
a partnership, a formal meeting is not 
required, as the financial statements 
are signed by the active partners. The 
same applies to sole traders.
Audits


The requirement to have a regular audit 
applies to general partnerships, limited 
partnerships, limited companies and 
co-operatives. Sole traders, i.e. firms 
and entrepreneur professionals do not 
need to appoint an auditor.


However, according to the Finnish Audit 
Act, an auditor does not need to be ap-
pointed in small businesses, if no more 
than one of the following has been ful-
filled in the last accounting period and 
the period that immediately preceded it: 


1) the total sum of the balance sheet 
exceeds EUR 100,000


2) net sales or the corresponding  
income figure exceeds EUR 
200,000 or


3) on average, there are more than 
three employees.


Thus, an audit is mandatory in those 
companies and co-operatives where 
the limit(s) given above are exceeded.
A provision concerning the use of an 
auditor can be included in the articles 
of association, regulations or memo-
randum of association for a new enter-
prise, even when the law does not re-
quire the use of an auditor. However, if 
you do not wish to appoint an auditor, 
there is no point in including provisions 
about the use of an auditor.


If an auditor is appointed by virtue of 
the law or voluntarily, an approved audi-
tor must be appointed, i.e. a chartered 


accountant (KHT or HTM) or a firm of 
chartered accountants (KHT or HTM).
Further information is available from 
www.tem.fi/tilintarkastus.
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The business pays income tax based 
on its taxable income. Income tax is 
paid in advance and, when necessary, 
in arrears and as supplementary pay-
ments. The form of the enterprises im-
pacts on the taxation of income.


VAT is generally paid monthly on the 
basis of sales and purchases. The form 
of the enterprise is not relevant when 
considering VAT.


In the entrepreneur’s income tax cal-
culation, there may be both earned in-
come and capital income.


Capital income means income from 
sales of assets, rental income or re-
turns on capital. Such income includes, 
for example, interest income and rent-
al income, capital gains and dividends 
received from public listed companies. 
Also, part of the business income of 
entrepreneur professionals and entre-
preneur traders, the income share of 
partners in general partnerships and 
limited partnerships and the dividends 
issued by a normal limited company are 
regarded as capital income. It depends 
on the business’s assets how big this 
proportion is. The tax on capital income 
is always 28 %.


Earned income includes, amongst oth-
er things, wages and salaries, pen-
sions, benefits (for example benefits-
in-kind, such as a company flat for 
employees) and other payments (such 
as unemployment benefit). Tax on 
earned income is progressive, i.e. the 
tax percentage rises as income rises. In 
other words, high earners are charged 
a higher percentage of tax than lower 
earners. The tax deducted from earned 
income comprises state tax, municipal 
tax and possibly church tax. The levels 
of municipal tax and church tax depend 
on the municipality and the parish. In 
addition, there are two further forms of 


Income taxation and VAT


taxation. These are based on the indi-
vidual’s earned income according to the 
Self-Employed Persons’ Pensions Act: 
there is a nursing charge of 1.19 % of 
earned income, and there is a daily al-
lowance charge of 0.92 % of earned 
income. (figures for 2011)


Taxation of income in differ-
ent forms of enterprise


Sole trader (firm)
The income earned from a sole trad-
er’s business is taxed as his/her own 
income. Part of the business’s income 
is capital income, and part is earned 
income. The business’s income is di-
vided into earned income and capital 
income on the basis of the net assets of 
the business (net assets = assets of the 
business – liabilities of the business). 
Capital income is 20 % of net assets 
for the previous year, and the rest is 
earned income. Alternatively, the entre-
preneur can decide that capital income 
will only be 10 % of net assets or that 
all of the business’s income is earned 
income. In the year of foundation of the 
business, the capital-income share is 
calculated according to net assets on 
the last day of the first accounting pe-
riod.


If spouses work in the business togeth-
er, the business income is divided be-
tween them. The earned-income share 
of the business’s income is divided 
between the spouses in proportion to 
their work contribution, and the capital-
income share according to their share 
of net assets.


Tax on the capital-income share is cal-
culated at the rate of 28 %. The earned-
income share is added to other earned 
income of the entrepreneur, and the en-
trepreneur pays tax on the total earned 
income figure according to the progres-
sive tax scale.


General partnership and  limited 
partnership
A general partnership and a limited part-
nership are not regarded as separate 
taxpayers for the taxation of income. 
They do submit their own tax return, 
according to which the taxable income 
of the partnership (the income on which 
tax must be paid) is calculated. This in-
come is split amongst the partners, and 
the partners pay tax on this. However, 
the partners are not taxed on the per-
sonal drawings made by them or the 
share of profit belonging to them ac-
cording to the accounts.


Part of each partner’s income share is 
capital income and part is earned in-
come. The earned income is divided 
into the earned income and capital in-
come on the basis of the net assets of 
the business in the previous year and 
the asset share belonging to each part-
ner.


Tax is charged at the rate of 28 % on 
capital income. The earned-income 
share is added to the partner’s other 
earned income, and the partner pays 
tax on the total earned income fig-
ure according to the progressive tax 
scale.


A sleeping partner in a limited partner-
ship generally receives interest from 
the partnership on the capital invested 
by him/her. This kind of income is capi-
tal income for the sleeping partner.


Limited company
A limited company is regarded as an 
independent taxpayer. This means that 
the limited company’s income is taxed 
as the company’s own income, and the 
company’s income does not affect the 
taxation of individual shareholders. At 
the moment, a limited company pays 
tax of 26 % on its income.
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A limited company’s shareholders can 
withdraw funds from the limited compa-
ny either as a salary or as dividends. In 
addition, the company can issue a loan 
to shareholders, but the loan is regard-
ed as capital income in the taxation of 
the shareholder, if it has not been paid 
back by the end of the year. Tax-free 
drawings are not possible in a limited 
company.


A company may distribute its profit as 
dividends to its shareholders. Taxation 
of dividends depends on how much in 
dividends a company distributes and 
what the mathematical value of its 
shares is. The mathematical value of 
its shares is calculated on the basis 
of the company’s net assets. If a com-
pany distributes less than 9 % of the 
mathematical value of its shares as div-
idends, the dividend is deemed as to-
tally tax-free income for a shareholder 
up to a value of EUR 90,000. For any 
element exceeding EUR 90,000, 70 % 
is regarded as taxable capital income 
and 30 % as non-taxable income. If the 
company distributes more than 9 % of 
the mathematical value of the shares 
as dividends, for the element exceed-
ing 9 %, 70 % is regarded as taxable 
earned income and 30 % as non-taxa-
ble income.


Register for collection   
of tax at source
An individual or enterprise that carries 
out business activities is entered in the 
tax-prepayment register of the Finnish 
Central Tax Administration. The individ-
ual or enterprise is admitted to the tax-
prepayment register if the enterprise 
or the people managing the enterprise 
have not demonstrated negligence in 
taxation issues.


When an entrepreneur has been en-
tered in the tax-prepayment register, 
his/her employer does not need to send 
the tax deducted from remuneration 


paid. Inclusion in the tax-prepayment 
register also affects the household de-
duction granted to the entrepreneur’s 
customers. The right to a household 
deduction is only given when the en-
trepreneur receiving remuneration for 
work has been entered in the tax-pre-
payment register. It is possible to check 
whether someone is listed in the tax-
prepayment register using the free YTJ 
(Joint business information system) 
data service (www.ytj.fi) or at an of-
fice of the Finnish Central Tax Admin-
istration.


Entrepreneurs included in the tax-pre-
payment register take care of their tax-
es themselves usually by paying their 
tax in advance on a monthly basis. En-
rolment in the tax-prepayment register 
requires submission of a notification of 
foundation of the enterprise. This no-
tification also includes an estimate of 
the business’s net sales and taxable 
income for the first accounting period. 
The tax office determines the advance 
taxes payable by the enterprise on the 
basis of the enterprise’s own estimate, 
and it sends the business an advance-
tax bill and account-transfer forms for 
the advance taxes. If the final result 
differs from the estimate, the entrepre-
neur can apply for an amendment to 


the advance tax or cancellation of the 
advance tax completely. If the result for 
the accounting period shows that too 
little tax has been prepaid, the tax can 
be made up by paying a supplemen-
tary advance-tax payment. Tax prepay-
ments and advance-tax supplementary 
payments are taken into account in the 
final taxation for the accounting peri-
od.


The tax office can remove an enterprise 
from the tax-prepayment register if that 
business does not take proper care of 
its payment of taxes or it does not fulfil 
its accounting obligations or other obli-
gations relating to taxation.


Tax account
At the beginning of the year 2010, tax 
accounts were introduced. All taxes 
that entrepreneurs are responsible for 
paying at their own initiative (indirect 
taxes), except for capital-transfers tax, 
are declared using a periodic tax re-
turn. Taxes paid at one’s own initiative 
include VAT, tax prepayments and em-
ployers’ social security contributions, 
for instance.


A periodic tax return is submitted and 
indirect taxes are normally paid once 
a month. However, small enterprises 


Taxation on income of sole traders, example


Net assets, € 15,000 + Net sales, € 40,000


- Costs, € 15,000


Business income to be 
distributed, € 25,000


Capital income, 
20 % x 15,000 = € 3,000
Tax on capital income, 


28 % x € 3,000


Earned income, € 22,000
Earned-income tax % x € 


22,000
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Salary (cost)
(scale tax %)


may opt for a less intense timetable for 
returns and payments, if they have al-
ways had a good record in submitting 
returns and paying taxes.


If the enterprise’s net sales do not ex-
ceed EUR 50,000 in a calendar year, 
VAT, tax prepayments, employer’s so-
cial security contributions and tax with-
held at source can be paid and returns 
submitted in quarterly instalments, 
i.e. once every three months.


If net sales do not exceed EUR 25,000, 
VAT can be paid and returns submitted 
every calendar year, i.e. once a year. 
Primary producers and artists can pay 
VAT once a year regardless of their net 
sales. Additional information is availa-
ble from: www.vero.fi/verotiliohjeet. 


VAT
VAT is a tax on consumption, which the 
seller adds to the sales price of goods 
or services. The intention is that the 
consumer ultimately pays the VAT. In 
transactions between entrepreneurs, 
the entrepreneur that buys the goods 
or services can deduct the VAT that the 
other entrepreneur has charged him/
her. This can be done if the product is 
used in a business that pays VAT.


Those liable to VAT are all businesses 
that sell goods or services. The sale of 
services includes, for instance, cater-
ing, consulting and transport services.


For most goods and services, VAT is 23 
% as from 1 July 2010. For food sup-
plies and animal feed, VAT is charged 
at 13 %. The VAT on restaurant and 
catering services is also 13 % nowa-
days, but for the sale of alcoholic drinks 
and tobacco products it is 23 %. VAT 
on books, medicine, fitness services, 
showings of films, transport of passen-
gers, accommodation services, cultural 
and entertainment events, and televi-
sion licences is 9 %. For hairdressing 


services and minor repair and altera-
tion work too, the VAT rate has been 
reduced to 9 %, and this rate will con-
tinue to apply until the end of 2011. 
Minor repair services include repair 
services for bicycles, shoes and leath-
er goods as well as clothes and bed 
linen. The entrepreneur pays the state 
any VAT that (s)he has collected from 
sales. Sales on goods and services are 
generally subject to VAT. Those lines 
of business that are not subject to VAT 
are specified separately in legislation. 
These include, for example, the sale of 
real estate and owner-occupied flats, 
healthcare and medical services, and 
social welfare services. If an enterprise 
only sells goods or services on which 
VAT is not charged, the enterprise is 
not liable for VAT.


If a business’s net sales in an account-
ing period remain below EUR 8,500, it 
does not need to register itself as lia-
ble for VAT. It is worth the entrepreneur 
being realistic when (s)he estimates 
the level of the business’s net sales. If 
the EUR 8,500 limit is exceeded, even 
though the entrepreneur has estimat-
ed that net sales would be lower, (s)he 
must pay VAT backdated from the start 
of the accounting period. In addition, 
delayed-payment fees will be charged. 
The entrepreneur can also apply to be 
subject to VAT even though net sales 
will remain below EUR 8,500 in the ac-
counting period.


With VAT, lower-limit relief is available 
if the enterprise’s net sales for an ac-
counting period fall below EUR 22,500. 
When the enterprise’s net sales for an 


Taxation of income in a limited company
Net sales - costs = profit


Corporation tax 
of 26 % is  
payable


A limited company 
may decide to split 
this as follows:
1. Dividend = 
dividend income
2. Leave money 
in the company = 
boost the assets


9 % of net assets
1. Tax-free up to EUR 90,000
2. For the part exceeding   
 EUR 90,000
a) 30 % tax-free
b) 70 % taxable capital   
 income


If a dividend paid exceeds   
9 % of net assets
a) 30 % tax-free
b) 70 % according to the   
 earned-income tax %


Dividend
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accounting period do not exceed EUR 
8,500, the enterprise gets relief on the 
whole tax chargeable for the accounting 
period. If net sales exceed EUR 8,500 
but fall below EUR 22,500, the relief  is 
calculated as followss:


Tax - (net sales – 8,500) x tax
  14,000


For example: Net sales are EUR 
19,000, and the VAT that should be 
paid is EUR 3,426. The relief is calcu-
lated as ((19,000 – 8,500) x 3,426) / 
14,000 = EUR 2,569.50, and this is de-
ducted from the tax. So, the relief  is 
EUR 856.50.


If an entrepreneur who is liable to VAT 
buys goods or services from anoth-
er who is liable to VAT and VAT is in-
cluded in the price, (s)he may deduct 
this VAT from the tax that (s)he pays to 
the state. This can be done providing 
these goods or services are used in the 
business. In such cases, the entrepre-
neur must have a purchase invoice that 
shows that tax is included in the price.


There are separate regulations about 
VAT for imports, exports and other in-
ternational business. In these cases, it 
is worth clarifying matters with your tax 
office or an accountant.


Further information about taxation is 
available from: www.vero.fi


Monthly Including tax Net of tax VAT 23%
Sales 6,150 5,000 1,150
Purchases 1,845 1,500 345
VAT payable EUR 805 
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Insurance


It is important before establishing a 
business to carefully determine what 
kinds of insurance the business and the 
entrepreneur need. It is worth the entre-
preneur, together with a representative 
from an insurance company, assessing 
the risks relating to the new business 
and how these can be reduced with the 
help of insurance.


The only mandatory form of insurance 
for an entrepreneur is personal pension 
insurance (as specified by the Self-Em-
ployed Persons’ Pension Act), if the en-
trepreneur’s work-related income ex-
ceeds EUR 6,896.69 in a year (2011 
figure) and the business has operated 
for at least four months.


Insurance


Optional insurance includes 
the following, among others
The entrepreneur’s voluntary acci-
dent insurance
• this also covers leisure time 
• this is a deductible cost for the 


business


Business-interruption insurance
• the aim is to safeguard against a 


loss of income arising from inter-
ruptions to the business


Personal liability insurance
• compensates, with certain con-


ditions, losses caused to a third 
party as well as rectification of the 
loss and any legal expenses


• often a customer, for example in 
the construction and cleaning sec-
tors, will require that the supplier 
has personal liability insurance.  


Legal-expenses insurance
• covers legal expenses that may 


arise from, for example 
• supply agreements, sales con-


tracts or piecework contracts
• disagreements on the validity of 


balances payable or receivable
• disputes on dismissal of staff or 


wages and salaries 
• rental-agreement relationships


It is also good to insure property and 
business premises against theft, bur-
glaries, fire and water damage. Ask for 
quotes from various insurance com-
panies, thoroughly familiarise yourself 
with the terms of their policies and only 
then make a final decision on what in-
surance you will take.
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The only form of insurance that entre-
preneurs must take is entrepreneurs’ 
pension insurance (i.e. YEL insur-
ance). This is available from pension 
insurance companies. On the basis of 
the Self-Employed Persons’ Pensions 
Act, an old-age pension is paid to en-
trepreneurs, as well as sickness ben-
efit from the Social Insurance Institu-
tion of Finland (Kela, www.kela.fi), and 
maternity, special maternity and pater-
nity allowances and maternity benefit 
(based on the Sickness Insurance Act) 
or rehabilitation allowance. The size of 
the YEL payment is based on the en-
trepreneur’s work income. The YEL 
work income must match that salary 
that should be paid to professional in-
dividuals for similar work. Also, the en-
trepreneur’s unemployment-fund mem-


Entrepreneur’s pension insurance - self 
employed persons’ pensions act (yEL)


bership fee and any earnings-linked 
daily allowance are determined on the 
basis of YEL work income. YEL insur-
ance also affects dependents’ pension 
security, which is paid to relatives after 
the death of an entrepreneur. YEL in-
surance must be taken from a pension 
insurance company once four months 
have elapsed from commencement of 
the business’s operations.


Just owning a business does not entitle 
you to a self-employed person’s pen-
sion. Instead, the pension insurance 
requires that you actually work as an 
entrepreneur. Also, the status of own-
ership and the different forms of en-
terprise impact on whether the entre-
preneur must take YEL insurance or 
employees’ pension insurance.


YEL Entrepreneur’s pension insurance


TYEL Employee’s pension insurance


Sole trader / 
firm
(Tmi)


General 
partnership


Limited 
partnership


(Ky)
Limited company


(Oy)


Working in a managerial position, owns more 
than 30 % of the shares or number of votes 
alone or more than 50 % with his/her family


Working in a managerial position and owns  
30 % or less of the shares alone or owns  


50 % or less together with his/her


Active partner


Sleeping partner


• 18-67 year olds falling within 
the scope of YEL insurance 
who work as entrepreneurs 
in Finland


• Operations last at least four 
successive months


• The estimated income from 
work is at least EUR 6,896.69 
a year (2011 figure)


• The payment is 21.6 % of 
work income, and 22.9 % for 
those who are over 53 years 
of age


• The new entrepreneur gets a 
25 % discount on payments 
for the first 48 months


• This is paid 1–2, 6 or 12 
times a year.
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The entrepreneur may voluntarily be-
come a member of the entrepreneurs’ 
unemployment fund, if (s)he would like 
earnings-linked unemployment bene-
fit. In such cases, it is possible for the 
entrepreneur to apply for an earnings-
linked daily allowance, if the business’s 
operations end and (s)he remains un-
employed. The entrepreneur may be-
come a member of the entrepreneurs’ 
unemployment fund, if (s)he has at 
least EUR 8,520 in work income a year 
(2011 figure). However, the insurance 
level of the entrepreneurs’ fund can not 
be higher than the YEL work income.


If the entrepreneur is a member of the 
employees’ fund, it is worth joining the 
entrepreneurs’ unemployment fund as 
soon as (s)he starts the enterprise’s 
operations. It is possible to apply for a 
daily allowance from the entrepreneurs’ 


Entrepreneur’s unemployment benefit


unemployment fund if the individual has 
operated as an entrepreneur for 18 
months during the last four years and 
(s)he has been a paying member of the 
unemployment fund at the same time. If 
the entrepreneur transfers from an em-
ployees’ fund to an entrepreneurs’ un-
employment fund, (s)he can get a daily 
allowance after 12 months as an en-
trepreneur.


The business operations are regarded 
as ended, when the enterprise is de-
clared bankrupt or is sold. The entre-
preneur also has the right to a daily al-
lowance if the business’s operations 
have been demonstrably suspended for 
at least successive four months. The 
enterprise is regarded as closed when 
the entrepreneur has terminated his/
her pension insurance, submitted no-
tice of termination to the Finnish Cen-


tral Tax Administration and the Finnish 
Trade Register, vacated his/her busi-
ness premises and sold his/her busi-
ness assets or submitted details of its 
value to the unemployment fund.


A decision on whether the entrepreneur 
is regarded as unemployed or the busi-
ness as suspended is always made by 
the Employment and Economic Devel-
opment Office for the entrepreneur’s 
home municipality, where an entrepre-
neur who remains unemployed must 
register as an unemployed job seeker.


Further information on unemployment 
benefit is available from:
www.mol.fi
www.ayt.fi
www.syt.fi
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Employment of employees 


When a business starts to pay wages 
and salaries on a regular basis, it must 
enrol with the Finnish Central Tax Ad-
ministration’s Register of Employers us-
ing the declaration of foundation form 
or the notification of change form, if 
the enterprise already has a business 
ID. When the business has been list-
ed in the register, the tax office sends 
the business tax-account guidelines for 
the payment of tax deducted at source 
and social-security contributions and 
the submission of returns for these.


An employer that employs staff per-
manently (as a contractual employer) 
organises pension security for its em-
ployees with a separate insurance pol-
icy. Pension insurance must be paid 
during the month following the payment 
of salaries and wages. The enterprise 
is regarded as a temporary employer 
if it pays salaries and wages of less 
than EUR 7,518 (2011 figure) during 
a six-month period and the enterprise 
does not have a permanent employee. 
A temporary employer does not need 
to arrange a separate insurance agree-
ment. In such cases, (s)he pays insur-
ance premiums by the 20th day of the 
month following payment of salaries 
and wages to that pensions insurance 
company that (s)he has selected. Also, 
a casual employer pays the tax with-
held at source from its employees and 
the social security contributions at its 
own initiative to the Finnish Central Tax 
Administration via a tax-account proc-
ess.


A more flexible way for a business 
to operate than employing its own staff 
is to pay for the necessary resources 
from another business (a recruitment 
agency). The agency pays the employ-
ee’s salary and looks after all its other 
duties as an employer, but it is the re-
sponsibility of the recruiter to supervise 
and guide the employee. The recruit-
ment agency must comply with the col-
lective labour agreement binding the re-
cruiter to its temporary employees. The 


Employment of employees 


recruiter also monitors the work done 
by the employee.


Indirect staff costs (in 2011)
• For salaried employees, employ-


ees’ pension insurance (as speci-
fied by the Finnish Employees’ 
Pensions Act) must be taken, if a 
salary of EUR 52.49 a month or 
more is paid to them. The pension 
contribution paid to the pension in-
surance company is 22.5 % of the 
employee’s salary. For temporary 
employers, the pension contribu-
tion is 23.0 % of the salary. The 
employee’s share of the pension 
contribution that the employer with-
holds from the salary paid is 4.7 % 
for employees under 53 years of 
age and 6.0 % for employees of 53 
or older.


• The social security contribution is 
2.12 % of the salary.


• The unemployment insurance con-
tribution is 0.80 % of the salary 
when the employer pays no more 
than EUR 1,879,500 in wages and 
salaries in a year. The insurance 
contribution is 3.20 % of that part 
of wages and salaries that ex-
ceeds this. The employee’s unem-
ployment-insurance contribution is 
0.60 %.


• The accident insurance premium 
is 0.3–8.0 % of the salary depend-
ing on the line of business, and the 
average figure is 1 %.


• The group life assurance premium 
is on average 0.071 % of the sal-
ary. 


It is worth arranging for a firm of ac-
countants to take care of payroll com-
putation and submission of employer 
returns.


If the periodic tax return is submit-
ted on paper, the return must arrive at 
the Finnish Central Tax Atdministration 
by the 7th day of the month. A business 
that is liable to VAT and works on a cal-
endar-year basis must submit a peri-
odic tax return and must pay the tax no 
later than the 28th day of February fol-
lowing the calendar year in question.


Further details on recruit-
ment of employees are  
available from:


Entrepreneurs in Finland 
(www.yrittajat.fi)


www.tyosuojelu.fi


Employment and Economic Develop-
ment Offices, www.mol.fi > Työsuh-
deasiat (Employment matters)


Employer unions 
(www.ek.fi, www.yrittajat.fi)


Insurance companies 
(www.tyoelake.fi)
 


12th day
Finnish Central Tax


Administration
- pay VAT, tax 


deducted at source 
and social security
contributions and 


submit
returns for these


20th day
Insurance company
- pay TyEL and YEL 


contributions
(employees’ and 
self-employed


pension contribu-
tions) and other


insurance premiums


23rd day
Finnish Central Tax


Administration
 - pay the business’s


  tax prepayments


Entrepreneur’s key dates







40


To succeed in business it is important 
to know Finnish business culture, atti-
tudes and customs. Then it is possible 
to serve customers better and also un-
derstand what your customers expect.


The Finns like to use their time effec-
tively. They happily plan timetables 
and stick to the times agreed. In writ-
ten Finnish, the 24-hour clock is used. 
It is still good to check agreed meeting 
times by e-mail for instance.


The working day generally starts in the 
morning around 8 a.m. and ends in the 
afternoon around 4 p.m.. Lunchtime is 
around 11 a.m. – 1 p.m.. 


All people are valued as equal regard-
less of age, gender, profession and reli-
gion. Women are equally involved both 


in corporate life and as public servants. 
Addressing people using the familiar 
form of “you” in Finnish is very com-
mon. It is good to remember to be po-
lite when talking to people in meetings, 
phone conversations and e-mails.


It is good to thoroughly prepare yourself 
for meetings and to arrive on time. On 
arriving at a meeting, a firm handshake 
while looking at your colleague’s eyes 
creates a trustworthy first impression. 
Finns drink a lot of coffee, and it is also 
often provided in business meetings. 
At the end of a meeting, people shake 
hands.


In Finland, businesses encounter lit-
tle bureaucracy. Decisions are made 
quickly, and businesses act efficiently 
after careful planning and preparation.


Finland is among the world’s least cor-
rupt countries, so gifts, of either goods 
or money, must never be offered to of-
ficials or business partners. However, a 
small reminder of a good acquaintance 
is allowed, such as giving a card or a 
small gift of minor value, for example 
at Christmas.


The Finns like to use 
their time effectively. 


They happily plan 
timetables and stick 
to the times agreed.


Business culture in FinlandBusiness culture in Finland
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When you decide on the line of busi-
ness for your enterprise and you begin 
operations, it is good to take account 
of environmental matters. All operations 
have an impact on the environment, but 
by complying with legislation, regula-
tions and guidelines, you minimise the 
harm caused to the environment. In 
addition, monitoring of electricity con-
sumption, for example, and sorting of 
waste also save business costs.


Environmentally responsible operations 
are also a marketing tool and a compet-
itive factor for small businesses. Now-
adays, consumers are very informed, 
and they respect enterprises that take 
account of environmental matters in 
their operations. Everyday purchasing 
decisions may be made in accordance 
with these values. 


Take care of the environment


1) Establish what environmental 
legislation there is concerning your 
business. 
As an EU country, Finland has a lot of 
environmental legislation and regula-
tions that concern businesses and vari-
ous industries. For example, does it im-
pact on your business’s operations that 
a manufacturer and importer of products 
is responsible for organising and paying 
for the waste disposal of products when 
products are taken out of use? Further 
information is available from the envi-
ronmental authority for your own mu-
nicipality and from www.ymparisto.fi 
> Yritykset ja yhteisöt (Businesses and 
organisations) and www.yrityssuomi.
fi/ymparisto.


2) Identify harmful environmental 
impacts. Establish how they can be 
reduced. 
A business does not necessarily have 
to make large investments. Instead, it 


Environmental responsibility 
of the business


can just implement changes to existing 
practices to create the desired impact. 
For example, electrical appliances con-
sume a lot of energy while on standby: 
a computer’s electricity consumption 
may reduce by as much as 60 % when 
energy-saving measures are intro-
duced (source: Motiva). Monitor energy 
consumption in your business system-
atically, so that you notice any areas of 
unnecessary consumption.


3) Familiarise yourself with waste-
disposal regulations in your busi-
ness’s area. 
The sorting and reduction of waste gen-
erated by business operations is real-
ly important. Waste that has been well 
sorted and delivered to the waste col-
lection point can be used again. Gen-
erally speaking, the same sorting regu-
lations apply to businesses operating 
in a residential building as they do to 
residents. If a business operates in its 
own business premises or property, it 
will create an independent waste-dis-
posal agreement. 


The best solution for the environment 
is the reduction of waste; mixed waste 
that has not been sorted is money that 
is pointlessly carried to a waste tip. 


More guidance on recycling is availa-
ble from: www.kierratys.info.


4) Respect the environment if you 
use dangerous materials. 
Chemicals and other dangerous materi-
als must be used and stored in accord-
ance with regulations. Hazardous waste 
must always be delivered to a separate 
collection point (www.ongelmajate.fi). 
Additional information about chemicals 
is available from: www.tukes.fi.


5) Think about the environment 
when you make purchases. Use 
eco-label products that have been pro-
duced nearby, and try to use Fairtrade 
or organic products. Buy products that 
are in economy-size packs or that are 
recycled. You can also buy green (en-
vironmentally friendly) electricity. New 
fridges, freezers and dishwashers are 
more energy efficient than old ones. 
Savings can also arise by using less 
electricity, water or even detergent. Fa-
miliarise yourself with the eco-friend-
ly labels such as the Swan mark, the 
Flower mark, the Energy mark, as well 
as “Luomu” (Organic), the EU organic 
mark, Demeter, Norppaenergia and the 
“Reilun kauppa” (Fairtrade) marks.
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Checklist for the new entrepreneur


Your personal qualities and 
professional skills
Do you have sufficient professional 
skills and expert knowledge to operate 
as an entrepreneur? Are you persist-
ent and can you cope with stress? How 
does your family feel towards starting 
up a new business?


Business idea
Plan your business idea precisely and 
get help from experts. Also establish 
whether you need a special licence to 
start up a business in the field intended, 
i.e. whether such operations would be 
subject to licence. 


Business plan
Adapt your business idea into a written 
business plan. You will need this when 
you are arranging finance for your busi-
ness, such as bank loans, and when 
you applying for business start-up funds 
or other public support.


Sales and Marketing
Is the market big enough for your prod-
ucts and where is it? What is the com-
petitive environment in the industry, and 
who are your competitors? Will your 
business idea bring something new and 
unique, something that will help you to 
defeat the competitors? What are the 
best ways to reach your potential cus-
tomers?


Funding
How much money do you need to start 
up the business? There are many al-
ternatives for arranging funding, such 
as banks, the special finance company 
Finnvera and external investors. Re-
member that external investors must 
be certain of the viability of your busi-
ness idea before they will finance its 
operations. Discuss the options with 
experts.


Checklist for the new entrepreneur


Profitability
How much invoiced sales will there be 
in a certain period, and is it possible for 
you to achieve sufficient sales volume? 
What is the sales margin for your prod-
ucts? Who are your customers and how 
many are there? Determine your break-
even point where your income and your 
costs are equal.


The right form of enterprise
There is always risk attached to start-
ing a new business. Are you prepared 
to expose your personal assets to this 
risk? Is the intention to expand the busi-
ness’s operations? Will there be other 
associates in the enterprise, and what 
are your relationships with each other? 
Establish what your responsibilities and 
liabilities are in the various forms of en-
terprise. Taxation is just one and often 
the least relevant factor affecting the 
choice of form of enterprise. 


Accounting
All businesses are legally obliged to 
keep accounting records. The law lays 
down requirements for bookkeeping in 
a business, and taking care of this re-
quires expert knowledge. Accounting 


firms charge you for their services, but 
then you will have more time to concen-
trate on the essential things, i.e. run-
ning your business.


Binding agreements
What agreements are needed, and 
which of these are essential? Before 
you sign an agreement, establish pre-
cisely what you are committing yourself 
to and what will ensue from it. Always 
prepare a written contract on matters 
that concern your business!


Insurance and assessing 
risks
What risks are there in your business? 
What forms of insurance are on offer? 
Do your customers require some kind 
of insurance in the business? In addi-
tion to statutory insurance, it is worth 
you establishing the risks in your own 
line of business and considering care-
fully what voluntary forms of insurance 
your business and you yourself need. 
For example, personal accident insur-
ance is not statutory, i.e. mandatory, for 
the entrepreneur, but it is definitely rec-
ommended. Examine the options and 
ask the different insurance companies 
for quotes.


Entrepreneur’s support  
network
It is not good for the entrepreneur to 
be alone. Do you have entrepreneurs 
in your circle of friends who are famil-
iar with the problems associated with 
running a business? Do you know 
any experts in this line of business? 
Are there any entrepreneur associa-
tions or organisations in this field?  
(www.yrittajat.fi)


Adapt your business 
idea into a written 


business plan. You will 
need this when you 


are arranging finance 
for your business, 


such as bank loans, 
and applying for busi-
ness start-up funds or 
other public support.
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10 Steps to success10 Steps to success


1) You must be familiar with the line of business in which 
you intend to establish an enterprise. Remember to keep 
abreast of changes happening in your industry.


2) You must study entrepreneurship. The Employment and Economic De-
velopment Offices (TE offices) and the Centres for Economic Development, 
Transport and the Environment (ELY centres), for example, organise courses 
for entrepreneurs. Also you can get help from business advisory experts.


3) The business can only work when supported by 
products for which there is a big enough market.


4) A good reputation is important for the 
business. Pay attention to its image.


5) Marketing alone is not enough: you must also know 
how to sell your products. Take the initiative and try to 
address your customers’ changing needs.


6)  Always do your work as agreed 
with the customer, or do it even better.


7) Pay attention to your commitments as prescribed by the 
law. Pay taxes and official payments by the due date, and 
submit returns to authorities on time. 


8) Pay special attention to 
your best customers.


9) Continually develop your business operations. 
 Eliminate products that it is not worth selling.   
Try to reduce your costs and increase your visibility.


10) Look after your own well-being. As an entre-
preneur, you can arrange occupational healthcare 
for yourself. The Social Insurance Institution of 
Finland (Kela) will reimburse the entrepreneur for 
any necessary and reasonable costs arising from 
occupational healthcare.
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Business dictionaryBusiness dictionary


SUBCONTRACTING is work procured from an independent 
manufacturer or supplier outside the business.


PROFESSIONAL This is an entrepreneur who operates in 
his/her profession without a fixed workplace and without ex-
ternal manpower. The biggest difference from a trader is the 
right to use single-entry bookkeeping. Examples of people 
who might operate as a professional are a masseur/mas-
seuse, a seamstress or a carpenter (NB: See definition of 
trader).


GAINFUL EMPLOYMENT Work via which financial income 
or income with a monetary value is sought.


PROPERTY GIVEN AS A CAPITAL CONTRIBUTION means 
assets put into a business as a non-monetary investment. 
Property given as a capital contribution may only be assets 
that have a financial value to the enterprise. A commitment to 
perform work for the enterprise can not be regarded as prop-
erty given as a capital contribution. The subscription price of 
shares can be paid as property given as a capital contribution 
when a limited company is established. Valuable work tools 
and a car to be used in the business, for example, can also 
be property given as a capital contribution.


VALUE ADDED TAX (VAT) is a tax on consumption which 
the consumer pays to a business as part of the price for a 
product or service. The VAT is paid by the business to the 
Finnish Central Tax Administration. The entrepreneur adds 
the VAT to the sales price of the product or service. The gen-
eral rate of tax (tax percentage) is 23 % in Finland (as from 
1 July 2010). Businesses can deduct the VAT on products or 
services bought by them in their own accounting. Only busi-
nesses listed in the register of those liable to VAT can make 
the deduction mentioned above.


BUSINESS ANGEL This is an individual who invests his/her 
own money in growth enterprises. A business angel may, in 
addition to making capital investments, act, for instance, as 
a member of the board of directors or as a business men-
tor or help in finding contacts and creating collaborative re-
lationships.


GROSS PRICE The total price without any discounts and 
including tax.


BUDGET This is an operational plan that the business aims 
to fulfil during the period in question. In this, the profit and cost 
targets are presented numerically, in euros, for instance.


BUSINESS-TO-BUSINESS means between businesses. For 
example, a marketing campaign may be just directed at busi-
nesses, i.e. business-to-business.


DEBIT In bookkeeping, transactions are recorded in different 
accounts. Charges are shown on the left (debit) and income 
on the right (credit).


PRODUCT LIFE-CYCLE A business’s products have a life 
cycle which begins with development work and ends when 
sales of the product fall and keeping it as part of the range 
of products becomes unprofitable. 


ENTREPRENEURS are divided into professionals and trad-
ers.


BUSINESS ACTIVITY This is a way that someone earns 
money to live off. Businesses include, for example, transport, 
hotel and bookkeeping services and catering activities.


PREPAYMENT OF TAX can happen when tax is withheld 
from an employee in accordance with the personal withhold-
ing rate shown on the tax card, or it may be an advance pay-
ment made on receipt of an advance-tax bill.


TAX DEDUCTED AT SOURCE is a deduction of tax made 
from a salary or work remuneration.


DUE DATE is, for example, the last date of payment on an 
invoice.
 
EEA AREA This includes Iceland, Liechtenstein and Norway, 
plus the member states of the European Union. EEA means 
European Economic Area.


EUROPEAN UNION MEMBER STATES (in 2011): The Neth-
erlands, Belgium, Bulgaria, Spain, Ireland, Great Britain (the 
United Kingdom of Great Britain and Northern Ireland, and 
Gibraltar), Italy, Austria, Greece, Cyprus, Latvia, Lithuania, 
Luxembourg, Malta, Portugal, Poland, France, Romania, 
Sweden, Germany, Slovakia, Slovenia, Finland, Denmark, 
the Czech Republic, Hungary and Estonia.


BENEFIT This is generally money to which an individual has 
a right on the basis of legislation, for example. Benefits in-
clude pension benefits, amongst other things.


PRICE Compensation payable in money for goods them-
selves, for use of them or for a service.
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GOODS Bread, milk and other products that are used directly 
are consumer non-durables. Consumer durables include, for 
example, washing machines and televisions whose operating 
life is long. With the help of capital goods, these consumer 
goods are produced, or new capital goods. Capital goods in-
clude, for example, raw materials, machines and fuel.


INCORPOREAL RIGHTS protect immaterial rights, such as 
technology, design, trademarks and other characteristics. An 
incorporeal right is an exclusive right, i.e. only the holder of 
the right or someone licensed by him/her may use, for in-
stance, a patented invention or a utility model in commercial 
operations. Incorporeal rights can be generally divided into 
copyrights (written or artistic works) and industrial property 
rights (for example, patent rights, utility models, design rights, 
trademarks and rights to use a business name).
INNOVATIVE means new, novel or fresh.


INVESTMENT Long-term expenditure that is expected to 
generate income over a period of more than one accounting 
period. An intangible investment may be in training, research 
or environmental protection. Tangible investments may be in 
machines and equipment, for example.


PUBLIC SECTOR Municipal and state bodies that are re-
sponsible for tasks relating to management of the country as 
well as teaching, national defence and healthcare, amongst 
other things.


RETAILER This is an importer of goods or a business that 
handles retail sales of products of industrial enterprises.


DOUBLE-ENTRY BOOKKEEPING See Bookkeeping.


PROFITABILITY A business’s operations are profitable when 
the difference between the business’s income and expendi-
ture is positive, i.e. money is left for the business (profit).


CAPACITY means ability to perform or produce. For exam-
ple, how many goods a business is able to produce in a cer-
tain time period.


CASH-FLOW is money that comes into the enterprise’s 
funds from products or services sold and also money that 
flows out.


BALANCE This refers to the financial resources available in 
an account. Sales margin refers to the difference between 
sales revenue and direct variable product costs.


FIXED COSTS are the costs of a business that are not de-
pendent on the level of production over a short time period 
and instead remain constant. Typically, fixed costs include, 
amongst other things, rental of premises, wages and salaries, 
bookkeeping and costs arising from the use of machines.


COMPETITION In its marketing, a business can use vari-
ous means by which it differentiates itself from other similar 
enterprises. These may be, for instance, location, products, 
quality, price and availability. The opposite of competition is 
a monopoly where only one enterprise engages in a specific 
activity and thus it is able to set prices for its products at the 
level it wishes because there is no competition. Economic 
competition is regulated by competition legislation. See also 
Direct and indirect competition.


BOOKKEEPING


- DOUBLE-ENTRY BOOKKEEPING means that every busi-
ness transaction is recorded in two accounts, i.e. a debit 
(charges) and a credit account (income). The account en-
tries in double-entry bookkeeping explain on one hand the 
reason for the movement of money and on the other hand 
the account that is being used. The financial statements are 
prepared on the basis of double-entry bookkeeping, using 
invoice dates and the date of receipt of services (the accru-
als basis). The financial statements comprise the profit and 
loss account for the financial period and the balance sheet, 
along with notes to the accounts and an analysis of the bal-
ance sheet. All forms of enterprise other than entrepreneur 
professionals must use double-entry bookkeeping.


- SINGLE-ENTRY BOOKKEEPING In single-entry book-
keeping, expenditure, income, interest, taxes and person-
al use of goods and services are recorded on the basis of 
movement of cash (the cash-payment basis). This describes 
the business’s income and expenditure. In single-entry book-
keeping, the financial statements include a profit and loss 
account, but a proper balance sheet is not required. An en-
trepreneur professional may use single-entry bookkeeping 
if (s)he wishes.


BANKRUPTCY is where the business’s operations end and 
all distrainable assets are converted into cash to pay debts 
that have arisen from the business’s operations. Bankrupt-
cy proceedings may be initiated by the debtor itself or the 
creditor.


INTEREST is income, presented as a percentage, that is 
charged for use of money given as a loan. As a borrower 
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and payer, it is worth choosing as low an interest rate as 
possible, while as a depositor, it is worth searching for as 
high an income as possible for your money. A fixed interest 
rate stays the same for the whole loan period, but a variable 
interest rate is linked to the reference rate of interest so that 
it is reviewed at specific time intervals. The reference rate of 
interest may be, for example, the Euribor rate. Euribor is a 
reference rate of interest that is published daily and that the 
banks use when they offer unsecured loans to other banks 
on the euro money market. In practice, Euribor is the interest 
rate used when a bank receives loans from other banks, and 
the bank then lends these funds to others using an interest 
rate that is higher than Euribor (Euribor + margin).


CREDIT In bookkeeping, financial transactions are entered 
in accounts for whose right side the term “credit” is used and 
for whose left side “debit” is used.


BREAK-EVEN POINT means the theoretical level of net 
sales where the business has a zero result, i.e. it makes no 
profit and no loss.


COST An expense or part of an expense allocated to a cer-
tain accounting period.


WORKING CAPITAL Business operations require working 
capital. This is needed to pay fixed costs, such as leases and 
wages & salaries.


THE FORCE OF LAW means that some decision – a verdict 
of a court or some other resolution of an authority – will be-
come final and normally it is not possible to appeal against 
this.


STATUTORY There is legislation that relates to specific mat-
ters and explains how you should act. For example, there are 
forms of voluntary insurance where the individual can decide 
for him/herself whether he/she takes out a policy, but statu-
tory insurance is compulsory for everyone.


LEASING FINANCE refers to long-term rental of fixed as-
sets, i.e. a machine or appliance that is acquired is not trans-
ferred into the user’s assets. Instead the user pays for its 
use, and then it is returned to its owner. With leasing finance, 
you are able to use a machine or appliance without com-
mitting a lot of money to it at the time of acquisition, i.e. it is 
cheaper than buying it.


BUSINESS IDEA A business’s operations are based on a 
business idea, which is a description of the benefit of a prod-


uct or service, its marketing and the line of business, along 
with how the idea will be commercialised.


LOGO This is the registered or established symbol for a busi-
ness, via which customers distinguish the enterprise from its 
competitors.


BUSINESS OPERATING MODEL This shows what happens 
in a business, so that a product or service can be delivered. 
It is a description of the different functions in the business 
and how they interact.


BUSINESS PLAN This is a written plan of the implementa-
tion of the business idea in practice. It includes an assess-
ment of the factors affecting profitability as well as estimates 
of sales, investment requirements and sources of finance.


NET SALES is the amount of money (net of VAT) that the 
business will earn from its operations, such as the sales of 
goods and services during a given time period, for instance, 
in one month or one year. Net sales is expressed without any 
deduction for the variable or fixed costs caused by sales.


NET OPERATING PROFIT is an item on the profit and loss 
account that is calculated by deducting variable costs, fixed 
costs and depreciation and write-downs from net sales. Net 
operating profit is the profit on the business’s operations be-
fore distribution of profits.


LIQUIDITY means the ability of the business to meet pay-
ments when they become due.


TRADER This is an entrepreneur who has a fixed workplace 
or who employs other staff. A trader must use double-entry 
bookkeeping (NB: compare with an entrepreneur profes-
sional).


TERMS OF PAYMENT establish in an agreement when and 
how the sales price is paid to the vendor.


VARIABLE COSTS are material and outsourcing-service 
costs that vary according to the volume of the product or 
service being sold. This means that amount of money that is 
needed when, for example, raw materials are bought for the 
product to be sold.


TERMS OF SALE These concern the details to be arranged 
for a deal, such as price, quality and time of delivery.
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SALES MARGIN Sales margin is that quantity of money that 
the vendor has left when the direct (variable) costs relating 
to creating the product or service have been deducted from 
the price paid by the customer. The sales margin does not 
take account of the fixed costs of the business. The lower the 
sales margin percentage, the higher the net sales required 
by the enterprise, so that operations are profitable.


NET PRICE The price of the product, from which all dis-
counts have been deducted, or from which no further deduc-
tions are intended.


NET PROFIT shows the operating profit for the business 
after taxes. The net profit is obtained by deducting variable 
costs, fixed costs and taxes from the business’s net sales. 
The result may be a profit or loss.


SHARE This is a part of a limited company’s share capital. 
The shareholders own a certain number of shares, i.e. a part 
of the business. They have voting rights in the company ac-
cording to their ownership, and they can receive a dividend 
consistent with their shareholding, i.e. compensation for the 
capital invested by them in the company. The articles of as-
sociation of a limited company may specify what the voting 
rights of the shares are or the right to a dividend.


INDIRECT PERSONNEL COSTS are statutory payments 
that a business must make to the Finnish Central Tax Admin-
istration and to an insurance company in addition to the gross 
salaries payable to employees. Indirect personnel costs in-
clude social security, employee pension insurance, personal 
accident insurance, unemployment insurance and group life 
assurance contributions.


FAMILY BUSINESS This is that type of business where 
mainly family members or close relatives work in the busi-
ness either as shareholders, active partners or as individuals 
assisting the entrepreneur.


SME means small- or medium-sized enterprises.


DEPRECIATION AND WRITE-DOWNS The cost of acqui-
sition of fixed assets subject to wear and tear, such as ma-
chines and appliances, is reduced in the accounts with de-
preciation and write-downs over that period during which the 
assets give rise to an economic benefit (operating life of the 
asset).


CUT-RATE PRICE means an unreasonably low price level 
compared to production costs and current market prices.


GRAPEVINE is a term for unofficial information that people 
pass on to each other. The grapevine may be, for example, 
chitchat in the workplace or writing in an internet discussion 
forum. Information that travels from mouth to mouth is not 
always true, and sometimes some people may spread this 
kind of information on purpose.


DAILY CONSUMER GOODS are consumer goods used on 
a daily basis, such as all food products, soap and toilet pa-
per.


CAPITAL Money or assets (property given as a capital contri-
bution) that the entrepreneur him/herself or another investor 
transfers to a business. Capital can be divided into share-
holders’ equity and liabilities. In addition to equity that has 
been invested in the business, shareholders’ equity com-
prises capital that has accumulated from operational income. 
Liabilities comprise capital which an external party has in-
vested in the business and which must be paid back.


FINANCE Starting up a new business always requires mon-
ey. Finance may include the entrepreneur’s own money, op-
erational income, loans or state subsidies.


REFERENCE This gives details of the results of one’s pre-
vious work and of former or current customers as evidence 
of one’s competency. 


BALANCE This is the difference between the sums of the 
debit entries and the credit entries in the bookkeeping for a 
business. The balance indicates the amount receivable or 
payable.


STREAMLINING means reorganisation of an enterprise. 
When a business is streamlined, costs are cut back, for ex-
ample, by reducing the labour force and trying to increase 
earnings and improving the flow of capital. Corporate re-
structuring is a measure sanctioned by a court, via which the 
operations of a legal person that is overburdened with debts 
are reorganised. Reorganisation proceedings may concern 
a sole trader, a general partnership, a limited partnership, a 
limited company or a co-operative.


SEGMENT This is a part of a specific entity. For example, 
customers can be grouped into different segments according 
to age, education and income level. Using segments, serv-
ices or products and the marketing of these can be focused 
on a specific customer group, and thus a competitive advan-
tage can be gained.
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COMMITMENT This is a binding promise. It means that the 
person must do what (s)he has committed to do or what (s)
he promised to do.


START-UP MONEY is discretionary support for new full-time 
entrepreneurs. The support can be applied for in Employ-
ment and Economic Development Offices. The application 
must be made before commencement of the new business’s 
operations.


PUBLIC RELATIONS A continuous activity via which an en-
terprise tries to gain the understanding and support of impor-
tant groups, such as collaborative partners and customers. 
This is abbreviated as PR.


DIRECT AND INDIRECT COMPETITION Direct competi-
tion means that another business competes openly with your 
business and offers the same products and services. Indi-
rect competition means that another business offers different 
products and services from your business, but they can fulfil 
the same needs. For example, a pizzeria will compete indi-
rectly with a fast-food outlet selling hamburgers but directly 
with another pizzeria.


GUARANTEE This means that another person (the guaran-
tor) promises to pay a person’s debts to the creditor, if the 
debtor is not able to pay his/her debts. The guarantee may 
be, for example, a personal guarantee, a joint guarantee, a 
blanket guarantee or a conditional guarantee.


GUARANTEE/WARRANTY In a commercial transaction, the 
vendor is liable for faults and deficiencies that become ap-
parent in a product. Generally, the vendor gives the customer 
a new product in place of the faulty one or it returns to the 
customer the amount paid for the product. The guarantee/
warranty period specifies how long the vendor is liable for 
the product.


OFFER This is a binding proposal made to another party 
(vendor or purchaser) to work out an agreement or deal, with 
the proposal containing the terms of the deal (such as price 
and time of delivery).


BALANCE SHEET This is a statement of account forming 
part the financial statements of a business. It shows the as-
sets and debts of the business at a certain point in time. In 
the balance sheet, the assets owned by the business are 
listed under the Assets heading (debit) while the sharehold-
ers’ equity and the business’s debts are listed under the Li-
abilities heading (credit).


FINANCIAL PERIOD This is an accounting period (usually 
12 months) for which the business’s result (profit or loss) is 
determined. In some (exceptional) circumstances, the busi-
ness’s financial period may be shorter or longer than 12 
months (but no more than 18 months), when operations are 
commenced or terminated or the date of the financial state-
ments is changed (Finnish Accounting Act).


FINANCIAL STATEMENTS These are statements of ac-
count that are prepared for the financial period. They show 
the financial result for the business and its financial position 
at the end of the accounting period. They are usually pro-
duced once a year. The financial statements are checked 
by an auditor, if the business is obliged by law to have its 
accounts audited or if the business chooses voluntarily to 
have an audit.


LINE OF BUSINESS This indicates what kind of business 
operations an enterprise engages in, for example, catering 
activities or retailing of textiles.


MISSION STATEMENT This is a description of the aim of 
the business’s operations, i.e. why the enterprise exists. The 
business idea is an operational plan that explains how the 
mission statement will be implemented in practice.


MANAGING DIRECTOR or CHIEF EXECUTIVE OFFICER 
(CEO) This person manages the day-to-day administration 
of an enterprise in accordance with the directions and regula-
tions given by the board of directors. (S)he is responsible for 
ensuring that the accounting is in accordance with legislation 
and that the financial management is organised in a reliable 
way. The managing director or CEO must provide the board 
and its members with the information that is necessary for 
them to take care of their duties on the board.


CUSTOMS CLEARANCE When goods are imported or ex-
ported, tax-related and administrative procedures are asso-
ciated with this. Customs clearance is taken care of by the 
customs authority (www.tulli.fi/en > Businesses). For cus-
toms clearance, a declaration form is completed, where the 
authority is provided with information about the goods, such 
as their value and quantity.


NET CASH FLOW FROM OPERATIONS This refers to the 
difference between income receivable from day-to-day busi-
ness activities and expenditure.


PROFIT AND LOSS ACCOUNT This is part of a business’s 
financial statements. The other elements are the balance 
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sheet, the annual report and the notes to the financial state-
ments. The profit and loss account presents the income 
earned in the financial period, and the costs relating to the 
financial period, in the form of a subtraction calculation. The 
profit and loss account shows the result for the financial pe-
riod specified (profit or loss).


EMPLOYEES’ PENSION INSURANCE is obtained from pen-
sion insurance companies. The entrepreneur must take out 
such a policy when an employee’s wages and salaries ex-
ceed EUR 52.49 a month (2011 figure).


UNEMPLOYMENT BENEFIT Unemployed jobseekers can 
be paid unemployment assistance, a basic daily allowance 
or an unemployment-fund earnings-linked daily allowance by 
the Social Insurance Institution of Finland (Kela).


UNEMPLOYMENT FUND This pays its unemployed mem-
bers an earnings-linked daily allowance. It means that the 
size of the daily allowance depends on the previous salary 
earned. Joining an unemployment fund is voluntary. In Fin-
land, there are separate unemployment funds for employees 
and entrepreneurs.


DEGREE OF SOLVENCY The more equity an enterprise has 
in relation to loan debt, the more solvent the enterprise is.


SECURITY By obtaining a security, a lender tries to ensure 
that it will receive a balance owed to it. An example is a two- 
or three-month security deposit paid on a lease of premises. 
Securities can be divided into real securities and personal 
guarantees. A real security relates to an object-specific liabil-
ity for debts. A specific asset is assigned to cover the debt. A 
personal guarantee means that a specific person becomes 
liable for the debt of another.


PROMISSORY NOTE A document issued for a loan that 
shows the parties involved, the amount lent, the payment 
schedule and the interest payable on the loan.


E-COMMERCE is commerce conducted via internet.


NETWORKING A network refers to collaborative partners 
who bring added value to an enterprise. You can also col-
laborate with competitors, for example in advertising, by cre-
ating a joint newspaper advert.


PENALTY INTEREST ON LATE PAYMENTS The interest 
payable after the invoice payment date, i.e. the due date. 
This is an additional charge that is levied if the initial sum 


has not been paid on the due date, at the latest. According 
to the Finnish Interest Rate Act, the consumer must not be 
charged a penalty interest rate that is higher than the gen-
eral, statutory penalty interest rate. The penalty interest rate 
is the reference rate specified every six months by the Euro-
pean Central Bank + 7 % points. This is the highest rate of 
interest that a business may charge its consumers. In 2011, 
the penalty interest rate may be up to 8 %.


PROFIT Net operating profit is an item on the profit and loss 
account that is obtained by deducting variable costs, fixed 
costs and depreciation and write-downs from net sales. Net 
operating profit is the result for business operations before 
the profit is distributed. 


DISTRIBUTION OF PROFITS refers to distributable retained 
profits for a business. After taxes have been paid, any profits 
from business operations can be paid to the owners.


SELF-EMPLOYED PERSONS’ PENSION INSURANCE 
(YEL insurance) is a mandatory form of pension insurance 
for entrepreneurs, according to which an old-age pension is 
paid to entrepreneurs, as well as sickness benefit from the 
Social Insurance Institution of Finland (Kela, www.kela.fi), 
and maternity, special maternity and paternity allowances 
and parental benefit or rehabilitation allowance. The entre-
preneur’s YEL insurance contribution is based on his/her YEL 
work income. The YEL work income must at least match 
that salary that would be payable to an individual possess-
ing similar professional skills, if (s)he were employed in that 
work. Thus, the YEL work income is not taxable income for 
the entrepreneur or earnings generated by the business. 
The minimum limit for YEL insurance work income is EUR 
6,896.69 per year (2011 figure). Guidelines on the determi-
nation of the entrepreneur’s work income are available from 
the website of the Finnish Centre for Pensions: http://www.
etk.fi/Default.aspx?Lang=2 > Pension Insurance > Insur-
ance for self-employed persons > Self-employed person’s 
confirmed income.


SINGLE-ENTRY BOOKKEEPING See Bookkeeping


GENERAL COMMERCIAL ACTIVITIES means that the en-
terprise engages in, or that it is able to engage in, all kinds 
of lawful business activity. General commercial activities can 
be recorded in the foundation documents for an enterprise 
and they are declared in the Finnish Trade Register. (Thus, 
no particular line of business is specified, such as construc-
tion or cleaning.)
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ENTREPRENEUR This is an individual, who alone or to-
gether with others, engages in business operations via an 
enterprise. The aim of the operations is to make a business 
opportunity profitable whilst being subject to various risks.


BUSINESS INCUBATOR This helps a new business so that 
it can grow and develop. A business incubator provides an 
enterprise with, for example, premises, advisory and expert 
services, mentoring, training and networking opportunities. 
The entrepreneur creates an agreement with the business 
incubator for a fixed period, usually two years.


FORM OF ENTERPRISE The forms of enterprise that can be 
registered in Finland are a sole trader (firm), general partner-
ship, limited partnership, limited company and co-operative, 
as well as the less common forms, public limited company 
and Societas Europaea. The form of enterprise affects limi-
tation of the entrepreneur’s liability, the minimum number of 
people founding the enterprise, taxation and distribution of 
profits as well as registration payments in the initial stages 
and the minimum capital required.
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www.uusyrityskeskus.fi


Enterprise Agencies in Finland at your service


Espoo  Espoon Seudun Uusyrityskeskus ry 
Helsinki  Helsingin Uusyrityskeskus ry, YritysHelsinki, 
 Naisyrittäjyyskeskus ry 
Hyvinkää  Hyvinkää-Riihimäen Seudun 
 Uusyrityskeskus Yrityspaja ry 
Hämeenlinna  Hämeen Uusyrityskeskus ry 
Iisalmi  Ylä-Savon Kehitys Oy
Imatra  Imatran Seudun Kehitysyhtiö Oy 
Joensuu  Pohjois-Karjalan Uusyrityskeskus ry 
Jyväskylä  Tuhansien Järvien Uusyrityskeskus ry 
Kemi-Tornio  Meri-Lapin Startti Oy 
Kokkola Keski-Pohjanmaan Uusyrityskeskus ry Firmaxi 
Kotkan-Haminan 
seutu Cursor Oy
Kuopio  Kuopionseudun Uusyrityskeskus ry
Lahti  Lahden alueen Uusyrityskeskus ry 
Lohja  Länsi-Uudenmaan Uusyrityskeskus ry 
Loimaa  Loimaan seutukunnan kehittämiskeskus ry 
Loviisa  Loviisanseudun Uusyrityskeskus ry 
Mikkeli  Mikkelin Seudun Uusyrityskeskus ry Dynamo 
Oulu  Oulun Seudun Uusyrityskeskus ry
Pietarsaari  Pietarsaaren Seudun Uusyrityskeskus Concordia 
Pori  Yrityspalvelu Enter, Porin Seudun 
 Yrityspalveluyhdistys ry 
Porvoo  Porvoon Seudun Uusyrityskeskus ry
Savonlinna  Itä-Savon Uusyrityskeskus ry 
Seinäjoki  Etelä-Pohjanmaan Uusyrityskeskus 
 Neuvoa-Antava 
Tammisaari  Eteläkärjen Uusyrityskeskus ry 
Tampere  Tampereen Seudun Uusyrityskeskus ry 
 Ensimetri 
Turku  Turun seudun yrityspalvelukeskus Potkuri
Tuusula  Keski-Uudenmaan Uusyrityskeskus ry 
Uusikaupunki  Vakka-Suomi/ Ukipolis Oy
Vaasa  Vaasanseudun Uusyrityskeskus Startia 
Vantaa  Vantaan Uusyrityskeskus ry 
Varkaus  Wäläkky Keski-Savon Uusyrityskeskus ry
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Mö te med Mats Therman 


 Finnveras plan konstig  


o innehållet rörigt 


o rubrikerna ok 


 Han får 350 – 400 business idéer per år 


o 10 min att bestämma sig om den är bra eller inte 


o Hela ”grejen” måste stå i första meningen 


 Venture Capitalisten tittar på 


1) Finns det ett problem och en lösning? 


a. Är denna lösning betalningsvärd 


2) Konceptet är klart genom hela case 


a. Mitt case: hälsosam mat för barn och familjen 


b. Bi-konceptet: uthyrning av grejer 


c. Stranden är “other opportunities, location advantages”. En fördel, inte 


en del av konceptet. 


3) Är det möjligt att sprida idén?  


a. För alla mammor/föräldrar och barn i Finland 


4) Global möjlighet? 


a. Franchising 


5) Finns det trender som stöder idén? 


6) Entreprenören skall verka veta vad han gör 


 En investerare går in för 5 – 10 år 


o Vill veta hur mycket han får tillbaka 


o Vill veta hans risk 


 Entrepenörskaps-case 


o Outcome lön, stabilitet och lite extra 


o Bank samma syfte 


 Texten 


o Konkurserna bort! 


o Will be, going to <-> inte try och aim 


o Av en VC vill man ha expertis, hjälp, input, och lite pengar 


 Man kan inte be om finansiering 


o Mera bilder och grafer 


o Varje mening skall specify/ quantify 


o Försiktigt med att inte hoppa i texten 


o Inte ”beats”-> differentiate 


o The idea -> trendkurvor 


o Inte I will, utan the business will 


o Konceptet genomgående  


o Menyn skall ha bra hälsosam hemmamat för barn... och vuxna! 


o Take away hellre än hemkörning 


o Äldre hem kan nås med avtal mellan hemmen 







o Barn och business människor går inte ihop 


o Ta bort limited liability delen ur businessplanen => investeraren bestämmer formen, 


och kommer inte att vara med om det inte är aktiebolag 


o Expertis: Inga kusiner med i planen -> restaurant experts/ advisory board, långsiktiga 


experter, erfarenhet, via dem hitta rätta personer 


o Karta med var/vad folk bor 


o Bilder på macro nivå 


 Siffror i graf, text med varför 


o Konkurrenternas namn får inte vara med.  


 Jämför konkurrenterna med dig genom en matris med de du anser som 


behövs, jo- nej, vad du har, de inte har 


o Marknadsföring: 


 Word of mouth högt upp, det stöds sedan med Facebook och nätsida 


o ”Sleepless nights” bort 


o Intellectual property rights 


 Trademark logon 


 Mati -> kan man ändå gå förbi.. 


 Helt enkelt göra bättre än någon annan, springa lite snabbare 


 Fast investeraren vill nog inte höra det. 


 Av en VC vill man ha expertis, hjälp, input, och lite pengar 


 Risker 


o SWOT 


o Alternativa vägar i framtiden 


o Bild + förklaring 


 Kundströmmen är min risk 


 För inversterare är allt en finansiell risk 


 Teknisk risk bort, om det inte finns något att skriva om 


 Hur många människor finns det på Drumsö -> kundantalet realistiskt 


o Caset skall stöda finansen 


 Caset måste verka lovande, och hållas ihop med finansen 


o Venture capitalisten känner kanske inte till branschen så bra, så det ända han kan 


hålla fast vid är numrorna 


 








Intervju med Nina Pitka ja rvi 


Frågor 
 Hurudan screening har en bank? 


o Vi har ingen, vi ser på större perspektiv 


o Kännedom om olika branscher 


o Inga utstuderade modeller 


o Köper fakta 


 Har du sett olika modeller på business planer? 


o Lika mycket som det finns businessplaner, 


o Tycker om och uppmanar att Finnveras modell skall användas 


 Hur skall en business plan se ut? 


o Logisk ordning 


o Rubriker 


o Branschen, lönsam 


o Inte för mycket bilder 


o Man har inte tid att läsa så mycket 


o Swot 


o Risk analys 


 Kunden måste förstå riskmängden 


 Vill veta om riskerna 


o Någon speciellt bra/dålig? 


 Ju större desto bättre 


 Konkurrenter 


 Får ofta be om mera info om konkurrenterna 


 I finansiella planen behöver man inte visa hur man har kommit till sitt 


resultat (att man utgått ifrån en konkurrent) 


 Används Finnveras modell? 


o Jo den används, och den  


 Vad fäster du uppmärksamhet vid då du läser en business plan? 


o SWOT 


o Branschens siffor 


o Budgeten 


 3 år framåt 


 Exempel på frågor 


 Personal 


 Hyresavtal 


o Index 


o Hur långt hyresavtal 


 Allmänna misstag? 


o Ingen swot 


o För överoptimistisk i budgeten 


o Inte ha tagit konkurrenterna i beaktan 







o För mycket detaljerad info (nippelitieto), simple is beautiful 


o Siffrorna som berättar, idén är mindre viktig 


 De har en uppfattning om branscher, beställer jobb Suomenasiakastieto 


 Bra delar? 


o Njaa, alla är ganska lika 


o Först på senare tiden har man hämta en plan 


 Övriga upplevelser 


o Banken fäster inte så mycket uppmärksamhet vid om idén är bra och fungerande, de 


är mera intresserade av att se om det fungerar finansiellt 


o Ofta för mycket information som man inte förstår, detta är ett minus 


 Hur kontakta? 


o Per email, allmänt postkontor 


o Per telefon 


o Kund har gett vink 


o Alla behandlas lika 


 Har som mål att besvara snabbt, hur det än blir 


o Bedömer lite om kommer från en pålitlig kund 


o Får välja bort kunder om man så tycker 


Övrigt 


 Bra, men lite lång 


 Tycker om numror 


 Swot analys 


 Industrin 


 Banken använder uusyrityskeskus 


 Vill se siffor 


 Vill veta det vad kunden behöver, banken vill inte komma med alternativ 


 3 olika laternativ worst, best etc. 


 Kommer först och snusar på idén (utreder möjligheterna) 


o Ber om lån senare 


 Cash-flow helst på månatlig basis 


o För större företag 


o Mindre kanske inte månatlig 


 Budgeten inte så detaljerad (nippeli) , mera stora perspektivet 


 5 år e normal lånetid, efter 5 år kan man omförhandla 


o Efter 5 förhandla på nytt 


o 10 års perspektiv 


 Grundas inte så mycket nya 


o En gång i mån läses en plan 


Screening 


 Swot 








Kunnittainen toimipaikkalaskuri muuttujina Kunta, Toimiala2008 ja


Henkilöstön suuruusluokka


Toimipaikkojen lukumäärä yhteensä


SSS  Koko maa 5610   Ravintolat ja vastaava ravitsemistoiminta 8886


56101  Ravintolat 4405


56102  Kahvila-ravintolat 3796


56103  Ruokakioskit 685


Kohderyhmälaskurin lukumäärät perustuvat Tilastokeskuksen yritys- ja 


toimipaikkarekisterin toimipaikka-aineistoon. Aineisto sisältää 


liiketoiminnasta arvolisäverovelvollisten ja/tai työnantajina 


toimivien yritysten, yksityisten elinkeinonharjoittajien ja voittoa 


tavoittelemattomien yhteisöjen toimipaikat. Maatilataloudesta ovat 


mukana työnantajina toimivat tilat. 


 


Lukumäärät päivitetään laskuriin noin neljä kertaa vuodessa.








Postinumeroittainen toimipaikkalaskuri muuttujina Toimiala2008,


Postitoimipaikka ja Henkilöstön suuruusluokka


Toimipaikkojen lukumäärä yhteensä


SSSSS  Toimiala yhteensä 00200  HELSINKI 961


00210  HELSINKI 1030


1991


Kohderyhmälaskurin lukumäärät perustuvat Tilastokeskuksen yritys- ja 


toimipaikkarekisterin toimipaikka-aineistoon. Aineisto sisältää 


liiketoiminnasta arvolisäverovelvollisten ja/tai työnantajina 


toimivien yritysten, yksityisten elinkeinonharjoittajien ja voittoa 


tavoittelemattomien yhteisöjen toimipaikat. Maatilataloudesta ovat 


mukana työnantajina toimivat tilat. 


 


Lukumäärät päivitetään laskuriin noin neljä kertaa vuodessa.








Postinumeroittainen toimipaikkalaskuri muuttujina Postitoimipaikka,


Toimiala2008 ja Henkilöstön suuruusluokka


Toimipaikkojen lukumäärä yhteensä


00200  HELSINKI 56101  Ravintolat 7


56102  Kahvila-ravintolat 10


56103  Ruokakioskit 0


00210  HELSINKI 56101  Ravintolat 10


56102  Kahvila-ravintolat 5


56103  Ruokakioskit 1


33


56101  Ravintolat 17


56102  Kahvila-ravintolat 15


56103  Ruokakioskit 1


33


Kohderyhmälaskurin lukumäärät perustuvat Tilastokeskuksen yritys- ja 


toimipaikkarekisterin toimipaikka-aineistoon. Aineisto sisältää 


liiketoiminnasta arvolisäverovelvollisten ja/tai työnantajina 


toimivien yritysten, yksityisten elinkeinonharjoittajien ja voittoa 


tavoittelemattomien yhteisöjen toimipaikat. Maatilataloudesta ovat 


mukana työnantajina toimivat tilat. 


 


Lukumäärät päivitetään laskuriin noin neljä kertaa vuodessa.







