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The thesis is aimed at a deep study of the concept of youth entrepreneurship. The main goal of 

the thesis was to show concrete examples of young entrepreneurs in Northern Europe and to 

analyze their careers. Special attention was paid to projects that provide assistance and support 

to young businessmen, especially RYE Connect Project. This topic is especially relevant at the 

moment, as young entrepreneurship develops with great speed, which can be concluded during 

the thesis perusal. The main source of information was the young entrepreneurs’ answers to the 

questionnaire, compiled in accordance with this topic. The study was conducted as a qualitative 

analysis, using open-ended survey as a method. The thesis provides an analysis of the received 

responses, as well as a detailed evaluation of the main problems faced by young entrepreneurs. 

After reading the thesis, it will be able to find out what difficulties novice businessmen face, their 

possible solutions and how RYE Project influenced their growth and development. As a result, 

the thesis shows a full picture of the career growth of young entrepreneurs nowadays, analysis of 

their activities, as well as conclusions with which the reader will understand what it is like to start 

one’s business. 
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1  INTRODUCTION 

Young people are the main bearer of the innovative development potential of the 

society. They represent the most important strategic resource for the develop-

ment of the country, replenishing the productive forces of society. There is no 

doubt that young people are more mobile, ready for changes and adaptive. 

Younger population as a unique part of society generates an important in mod-

ern days way of entrepreneurship which could be named as youth entrepreneur-

ship.  

When a country faces the task of building an innovative economy, youth entre-

preneurship should become the priority direction of entrepreneurship develop-

ment, which determines the relevance of this work. It should be noted that it is 

the actions of today's young people that determine today what kind of entrepre-

neurship will be in 10-15 years. 

Young entrepreneurs are more active and not afraid of risks. They are not scared 

to start their own business and embody new ideas into reality, as they are just 

beginning their career and they do not have much to lose. Frequent problems of 

starting a business are rather external difficulties for beginning entrepreneurs.  

Government should pay attention to this and try to support and help young busi-

nessmen. 

The project, which was originally created to support young entrepreneurs and 

develop this direction, is RYE Connect. In this thesis, special attention will be 

given to this as it is the most successful and well-known project in Northern Eu-

rope and has already influenced the development of many young businesses.  

To show and prove how RYE works, young entrepreneurs from different coun-

tries were chosen to tell their stories of starting a career and how RYE helped 

them with this. 

We chose this topic because more and more young people start to open their 

own businesses and this direction becomes very popular right now.  
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Looking at modern innovative companies you may notice that many of them 

were created by young people, so from this follows that young people are more 

inspired and ambitious to start own business, which can be very successful.  

We were motivated to make a research in this sphere as we study international 

business and this is very close to our field of study.  Such research can help us 

(and people who study business) to understand what is like to be an entrepre-

neur in real life, with all advantages and disadvantages. Since we also may start 

entrepreneurial activity and this work can be useful for our future. 

The purpose of this thesis is to find problems that young entrepreneurs might be 

facing and also the positive influence of RYE Connect Project.  

The practical part of the thesis will be based on real examples of young entre-

preneurs who have started their business in the last few years to demonstrate 

how they opened their business, what difficulties were in their way, how RYE 

helped and how they came to the point, where they are now. 

For implementing the main idea, it is needed to meet the following objectives:  

 to identify the essential and functional characteristics of youth entrepreneur-

ship;   

 to explain the concept of RYE Connect Project;   

 to study the existence of similar projects in the Kainuu region;  

 to conduct a questionnaire survey of selected young entrepreneurs;  

 to collect and analyze the information about them and their business;   

 to study what impact RYE had on each entrepreneur;   

 to make a full analysis of the data and give an assessment;   

 to collect the results and draw conclusions. 
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2  CONCEPT OF ENTREPRENEURSHIP 

2.1  Definition of entrepreneurship 

Entrepreneurship is an elusive concept. Hence, it is defined differently by differ-

ent authors at different periods.  

According to A.H. Cole, "entrepreneurship is the purposeful activity of an individ-

ual or a group of associated individuals, undertaken to initiate, maintain or organ-

ize, a profit oriented business unit for the production or distribution of economic 

goods and services" (1949, 89).  

Author B. Higgins in 1961 described entrepreneurship as “the function of fore-

seeing investment and production opportunity, organizing an enterprise to under-

take a new production process, raising capital, hiring labor, arranging for the 

supply of raw materials and selecting top managers for the day-to-day operation 

of the enterprise” (p. 88).   

In the opinion of McClelland "entrepreneurship involves doing things in a new 

and better way. It calls for decision-making under uncertainty. If there is no sig-

nificant “uncertainty and the action involves applying known and predictable re-

sults, then entrepreneurship is not at all involved". (1961, 210). 

In accordance with a variety of definitions and points of view, entrepreneurial ac-

tivity has a number of specific characteristics.  

The first important component is that entrepreneurial activity is usually character-

ized by independence. There are two types of entrepreneurial independence: 

property and organizational. Property independence is determined by the pres-

ence of the entrepreneur's property, which is the economic base of activity. Or-

ganizational independence is an opportunity to make independent decisions in 

the process of entrepreneurial activity. Organizational independence manifests 

itself already at the stage of registration and business formation. The future en-
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trepreneur chooses the scope of activities, organizational and legal form, part-

ners and founders. At the stage of formation and business development, the en-

trepreneur can make decisions about changing the produced goods or the ser-

vice provided and its cost. Therefore, organizational independence manifests it-

self at all stages of business development. However, the entrepreneur's self-

reliance is not boundless; it is subject to restrictions established by legal and so-

cial norms. (Dallago & Blokker 2008, 237) 

Another distinguishing feature of entrepreneurial activity is risk. In economic and 

legal literature much attention is paid to this characteristic of entrepreneurship.  

Many authors presume that risk is an incentive for successful work. Adam Smith 

in his book "An Inquiry into the Nature and Causes of the Wealth of Nations" 

writes that entrepreneurial profit is a compensation for risk. Campbell McConnell 

and Stanley Brue considered entrepreneurship as a special type of activity, 

which is based on a number of characteristics, among which is the description of 

the entrepreneur as a person who takes risks. The entrepreneur risks not only 

time, work, business reputation, but also invested money - his own and his part-

ners or shareholders (Gordon, Natarajan & Arora 2009, 138). 

The next meaningful component of entrepreneurship is the orientation towards 

systematic profit-making. Legislating the receipt of profit is the basis for dividing 

the organization into profit and non-profit. Therefore if the purpose of the activity 

is not to make a profit, then it cannot be called entrepreneurial. Activity is entre-

preneurial (profit), even if it brings a loss, not profit. From a legal point of view the 

concept of "profit" is defined in the accounting and tax legislation as the final fi-

nancial result of the economic entity activity. It is impossible not to pay attention 

to such a qualifying sign of entrepreneurial activity, as systematic in extracting 

profits. Although the systematic receipt of profits cannot be considered as the 

sole purpose of entrepreneurial activity. (Havinal 2009, 182) 
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2.2  Characteristics of entrepreneurship  

Entrepreneurship is a special kind of activity, a special field, on which not every-

one can succee. It requires not only solid economic knowledge, determination, 

business acumen, readiness to take risks, but also creativity, extraordinary think-

ing. The enormous potential inherent in entrepreneurship allows us to consider it 

as a production factor along with material, financial and human re-sources. 

2.2.1  Why people want to be entrepreneurs  

In the 1990s - early 2000s, the average age of entrepreneurs was 30-40 years. 

By this age a person had already had an education, a profession and sufficient 

work experience. Often new people start their business with higher professional 

and even academic education. Now the average "entrepreneurial age" is consid-

ered to be younger. Every year there are more young people who enter this field.  

Some of them start their entrepreneurial activity immediately after graduation 

from school, at the age of 17-18, changing various fields of activity for several 

years and trying themselves in different spheres. By the age of 30-40, already 

becoming mature entrepreneurs, people have determined the sphere of activity 

and continue to work in them. (Mynttinen 2007, 36) 

The decision to become an entrepreneur is conditioned by various factors. Con-

ditionally they can be divided into three groups: 

 social (biographical) 

 psychological (personal) 

 external 

The first group of factors is social or biographical. In the circle of relatives and 

close acquaintances most entrepreneurs have owners of various businesses. 

The most powerful influence is rendered by young entrepreneurs, followed by 
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brothers and sisters, a spouse or a spouse. In modern conditions the probability 

that in a family of young entrepreneurs children will start their business increases 

fourfold. 

The second group of factors is personal. Entrepreneurs are very distinct from 

non-entrepreneurs. As a rule, entrepreneurs are more optimistic and more seri-

ous about their work; they have more developed competitive spirit. Entrepre-

neurship reflects the experience of early independence and the ability to assume 

responsibility. 

External factors are the business climate and conditions created by the state for 

the development of entrepreneurship. Entrepreneurs are willingly communicating 

and active people who are interested in everything that happens in society. It is 

often said that an entrepreneur knows what he/she is doing and why he/she 

does it. He/she has a clear idea of his competence and his professional abilities. 

(Deakins 2006, 62) 

2.2.2  Effective entrepreneurs  

Michael Masterson is one of the most outstanding and versatile entrepreneurs in 

the world who introduced several rules for successful entrepreneurship that he 

learned through the years of hard work. In the book “The Reluctant Entrepre-

neur: Turning Dreams into Profits” (2015, 192) he writes about effective entre-

preneurs. The main ideas and excerpts from the book are written down below, 

combined and modified for better understanding and suitability to the topic.  

Effective leaders motivate others to do great work.  

The best entrepreneurs know how to find the best employees. Every employee 

should understand what and why he does, how his work is judged, what goals he 

is facing. To do this, clear evaluation criteria must be established and must be 

communicated to the employee. There should be no information vacuum, omis-
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sions and uncertainty like "today is one, tomorrow is another." Otherwise, a per-

son will not be able to plan not only a career in a given company, but simply daily 

work. Every employee should understand how he can achieve more, increase 

his salary, and get a new position. 

Effective leaders focus on work not on politics. 

The best leaders concentrate their efforts on promoting and developing their ide-

as. They do not care about positioning themselves in order to obtain any benefits 

and the opinion of others. 

Effective leaders understand that competition has its place in business, but it is 

not nearly as important as cooperation and sharing. 

Creating an atmosphere of cooperation and mutual assistance is one of the key 

qualities of a good entrepreneur; this quality helps to avoid unpleasant moments 

of unhealthy competition among employees of a company, while they must be 

concentrated on achieving higher results and developing the company progress. 

Effective leaders care about their customers. 

In today's business, quality service provided is the most significant competitive 

advantage. Only a company that has provided its services in the best quality and 

in a favorable light can cause delight of its customers. Most customers, who liked 

the product or service, will bring a few more of their friends or colleagues. Thus, 

the flow of new customers will increase in several times and the profit will in-

crease significantly. 

Effective leaders make fast decisions.  

Leaders are people who make decisions. There is a scheme that allows people 

to assess the situation and make decisions without delay. It includes the follow-

ing:  
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- Know the ultimate strategic goal, as well as what will have the greatest im-

pact.   

- Rationally consider the extent to which possible options coincide with the 

achievement of the ultimate goal.   

- Be proactive, using the knowledge and thoughts that were obtained. 

Effective leaders know how to delegate.  

With the growth of the company, the CEO does not have the opportunity to per-

form all the duties alone and then it is necessary to delegate the tasks among 

the staff, this in turn will contribute to the following improvements:  

- The CEO does not work overtime to finish certain tasks, which allows him to 

spend more time and concentrate on the solution of more weighty issues.   

- Tasks are performed in less time than if one person worked.   

- The level of trust between the boss and subordinates is increased, the team 

is united. 

Effective leaders do not micromanage. 

Micromanagement is excessive control over employees. A manager with such a 

management style unjustifiably often and strictly controls subordinates. He im-

poses a taboo on independence and the range of duties reduces to the mechan-

ical performance of tasks. Any business becomes a routine; people lose confi-

dence in their abilities, the speed of work decreases. The quality suffers - the 

leader cannot always be right. If an employee is confident in his abilities, he will 

definitely prove himself. 

Effective leaders create a culture of accountability.  

Commitment and unity of action of some owners and managers is not enough.  

Involvement of all employees is required. Being a good employee means many 
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elements; some of them may seem too general, intangible and therefore difficult 

to work on. Among the many elements that make up the concept of "being a 

good employee", the three most important factors are: responsibility, loyalty, ini-

tiative. If all these qualities are developed, it will be a strong organization. When 

an employee does not show the necessary qualities, this is not undoubtedly the 

fact that he does not want or has no incentive to do so. The reason may be that 

not everyone understands what is meant by the term "to be a good employee" 

and also that this issue was not the subject of sufficient discussion in the organi-

zation. 

Effective leaders are good communicators. 

The effectiveness of leadership is directly related to the ability of leaders to man-

age organizational and interpersonal communication, influencing its character.  

The leader constructs not only his interaction with other people, but also the in-

teraction of people with each other. He needs to live and work in conditions of 

the phenomenon of group dynamics. Such interaction is impossible without 

communication. 

Effective leaders know how to negotiate. 

Recently, in the field of production relations, negotiation has shifted to the fore-

front of the most important skills required by the manager. In various forms, ne-

gotiations represent a common mechanism for resolving differences and redis-

tributing resources. Negotiations are defined as the decision-making process by 

interdependent parties that have different preferences. Negotiations can take 

place not only for resolving the conflict. The art of negotiating is a manager's 

skill, contributing both to his personal achievements and the success of the or-

ganization as a whole. 



10 

 

 

2.2.3  Features of youth entrepreneurship 

Based on the book “Youth entrepreneurship and local development in central 

and eastern Europe” by Bruno Dallago & Paul Blokker (2008, 256) - the alloca-

tion of youth entrepreneurship as a special segment of entrepreneurship is 

caused by its own specific features, strengths and weaknesses.  

Strengths of youth entrepreneurship: 

- High innovative activity, innovative thinking; 

- High mobility, flexibility of approaches, quick response to the development of 

new markets; 

- High level of opportunities for systematic updating of their entrepreneurial 

knowledge and skills in accordance with changing requirements of production 

and market; 

- Potential ability of young people to withstand the increased work and nervous 

loads accompanying entrepreneurial activities, especially at its start-up stage; 

- The youth's predisposition to risk.  

Weaknesses of youth entrepreneurship: 

- Minor social experience; 

- Lack of business reputation; 

- Weak practical skills in the application of economic laws and mechanisms; 

- The problem of starting capital formation; 

- Lack of personal contacts in business and in power-management structures; 

- Unprotected from the impact of bureaucratic structures. 
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2.2.4  The reasons of young entrepreneurs’ failure   

Starting their own business young entrepreneurs often do not suspect how many 

different obstacles can arise in their path. Problems arise not only at the initial 

stage, but also during the stable growth of the firm. The entrepreneur must real-

ize that the problems in business are a consequence of his personal omissions 

and unpreparedness. Unfortunately, it is almost impossible to avoid mistakes in 

business, but, knowing the most common of them, there is a chance to protect a 

new project from the repetition of already known and frequent mistakes. Accord-

ing to Delgado’s “Social youth entrepreneurship: the potential for youth and 

community transformation”  (2004, 225) the following information can be consid-

ered.  

 Insufficient market research. 

The first move that has to be done before starting a business is to explore the 

market where a company is going to work. Businessmen are mistaken, underes-

timating the importance of information about the demand for goods/services, 

which will be offered by the company in the future. It is needed to collect as 

much information about target audience as possible: what exactly it needs, 

where it will look for, what price it counts on, how often it will be needed, what 

features, innovations it expects. Only when a client is accurately represented, the 

business will be successful. 

 Incorrect target audience. 

It is rare to sell a product or service to a person who does not need it. This can 

be done once, twice, but not all the time. Therefore, an incorrectly defined target 

audience is a big obstacle to the success of the company. Although sales are 

important for the company, however, it is not worthwhile to offer services / goods 

to any person - it is a waste of time.  

 Absence of uniqueness or proper quality of the product / service.  
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The reasons why customers choose the exact product/service can be different, 

but the overwhelming majority seeks to satisfy their needs as best as possible, 

faster and at an affordable price. Nowadays, the main niches in the market are 

busy, each employs several competing companies, already known and experi-

enced in this field of business. But we must remember that competition brings 

prosperity, it gives an incentive to develop and improve. These companies usual-

ly work at the same time in the market precisely because each of them has a 

certain uniqueness that allowed it to find its own circle of consumers and con-

stantly expand it. Many newcomers find themselves unable to withstand this 

competition for not finding something to offer. A variant here can still be high 

quality of the product. In general, it is the marketing research of the market that 

will help to identify possible competitive advantages. 

 Too fast business registration.  

The first step to starting a business is registration and execution of documents.  

Registration systems in many countries are quite bureaucratic, and many entre-

preneurs are trying to somehow avoid them. The desire to conduct business as 

quickly as possible leads to the fact that the concept of business was not qualita-

tively developed due to hurry, the name and purpose of the company's activities 

were not clearly formulated, the market was not researched. It turns out at times 

that after working for several months, the owner comes to the conclusion that it is 

necessary to change the name or other moments that are officially registered at 

the beginning.. 

 Business plan mistakes.  

The business plan is the basis of activity, the success of the company primarily 

depends on it. Inexperienced entrepreneurs can make many mistakes when 

drafting it. Therefore, it is best in this case to consult with a qualified person who 

will help to take into account all important points. In general, one of the most se-

rious mistakes in the development of a business plan is the failure to consider 

any of its key components. An obstacle can also be an inadequate assessment 
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of the possibility of providing credit resources and the future credit burden on the 

business. Often, there is no analysis of the sustainability of key business plan 

scenarios depending on changes in the external and internal environment of the 

company. In addition, errors in the calculation of the inflationary component in-

fluence, which is calculated from a complex formula, are not considered. 

 Lack of funds.  

This situation follows from the previous one and is its worst outcome. It occurs 

when the business plan was incorrectly or not carefully compiled, or mistakes 

were made in it. Then the costs for starting and promoting the business exceed 

expectations, unaccounted for. How to avoid it? The recipe is the same - a good 

business plan, in which all possible scenarios of the company's financial model 

are calculated. 

 Refusal to optimize business processes.  

There is an opinion that "I create a product, but how to do it better will come by 

itself.” Optimization of business processes will make the business effective and 

successful. The superfluous and outdated methods will be eliminated, progres-

sive ones will be introduced, the activity of the company will be structured, the 

time of personnel and managers will be freed to solve the problems of develop-

ment and innovations. Lack of optimization can become a waste of time and 

money for the company, as well as the cause of stagnation.  

 Weak business character.  

An entrepreneur who puts himself in the shoes of clients, employees, partners or 

other people with whom he works, deeply penetrating their problems and sympa-

thizing with them, will constantly agree with other people's conditions. Excessive 

convergence with their employees ultimately leads to permissiveness at work 

and problems with discipline. Friendly relations with competitors can be harmful 

to business. A pliant entrepreneur who likes to be open with such friends, under 

the slightest pressure, can reveal any secrets of his firm. To ensure that the 
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business does not experience financial difficulties, the head must protect the in-

terests of business in the first place.   

 Partnership with friends and relatives.  

When a company is run by friends or relatives, there is always the slightest 

chance of a split because of disagreements. If there is a conflict of opinions and 

views between close people, the planned strategy of business development is 

lost. This often leads to the collapse of the company. It should not be forgotten 

that the entrepreneur in such cases severely spoils the relationship with people 

who are close to him. Sometimes an entrepreneur has to hire a close person as 

a subordinate. If such an employee systematically does not cope with the duties 

assigned to him, it is much more difficult to dismiss him than an employee of a 

stranger before. Therefore, before inviting friends or relatives into the business, it 

is necessary to make sure that common views and interests coincide, and also 

that their interest is to develop the business, not to receive an increased salary. 
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3  RYE CONNECT PROJECT 

RYE connect is a project created for the development of a culture of entrepre-

neurship and assistance to young entrepreneurs. It is part of the Northern Pe-

riphery and Arctic Program 2014-2020, a program whose aim is to increase the 

attractiveness of the northern region of Europe for study, work, tourism and to 

attract investments in the region. RYE is an abbreviation for Rural Youth Entre-

preneurship. The information is found from the official web site 

(https://www.ryeconnect.eu/, 2017).  

Northern Periphery and the Arctic Program is a program of transnational cooper-

ation between nine programmers. The first Northern Peripheral Cooperation 

Program was launched in 1997 and the current program is ranked fourth. In the 

period 2014-2020, the Arctic dimension of the program has been strengthened. 

The program area includes areas from Finland, Sweden, Norway, Scotland and 

Ireland, as well as Northern Ireland, Iceland, Faroe Islands and Greenland as a 

whole. The unifying factor is sparsely populated and remote location. From Fin-

land, the program area includes the counties of Lapland, Northern Ostrobothnia, 

Kainuu, North Karelia, North Savo, Southern Savo, Central Finland and Central 

Ostrobothnia.  

The EU's funding for the program (ERDF) is 50.2 million euros and the corre-

sponding funding of non-member countries (Norway, Iceland, Greenland, Faroe 

Islands) is approximately 9 million euros. The EU contribution to projects is 65% 

of the eligible costs (up to 50% for SMEs). Necessary national funding may be 

public or private. Finnish partners can apply for co-financing from the state to 

cover their national funding (http://www.interreg-npa.eu/, 2014). 

The main goal of the RYE project is to help start-up entrepreneurs aged 16 to 30 

years, thereby supporting both new and existing projects. The project is also fo-

cused on developing and raising entrepreneurial skills and knowledge, thereby 

creating an attractive entrepreneurial atmosphere and promoting entrepreneur-

https://www.ryeconnect.eu/
http://www.interreg-npa.eu/
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ship to the masses. This attitude contributes to the improvement of people's lives 

in these regions, through the introduction of innovations and business projects 

that are necessary for certain parts of the region. 

There are 4 types of so-called training programs that are available for project 

participants. The essence of these programs is that participants receive step-by-

step instructions at different stages of development of their ideas:  

 Pre-start business training.  

This program is most suitable for people who don’t have much knowledge in en-

trepreneurial sphere. It helps to plunge into the atmosphere of creativity and con-

tributes to the creation of a picture about the future project of the participant.  It is 

suitable for people who have just started their work, and for people who have not 

yet created their business.   

 Start phase training.  

This program focuses the attention of the participant on the ways in which his 

project can be started, how to organize the project and do it legally, how to posi-

tion yourself at the start of the project and also shows which business plan can 

be considered as promising. 

 Growth phase training.  

This part of the training program helps entrepreneurs learn how to find the ways 

to make their business grow. It tells what development methods are suitable for 

certain types of businesses and helps to determine the method that will fit partic-

ipant’s business.  

 Reboot training. 

After a while, ideas that were laid out initially and their potential are exhausted 

because of the actions of competitors or changes in the market, and the busi-

ness needs a reboot. That is the main example of the situation for which this 
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training program was created. This program helps struggling companies and 

their managers.  It helps to identify the main problems the company facing with 

and tries to find the solutions to them with the fundamental revise of the business 

strategy.  

One of the most valuable and main partners of RYE connect is Kajaani Universi-

ty of Applied sciences (KUAS). Kajaani University of Applied Sciences has been 

involved in the Rural Youth Entrepreneurship (RYE) pilot project in 2011-2014. 

The project has been a pilot program during which a business model for young 

entrepreneurship and self-employment has been developed and tested.  The aim 

of the project was to actively involve young people, exchange experiences, share 

international networks, and utilize new working methods and technologies.  Pi-

lot's focus was also on utilizing its own and regional strengths. Over 1,400 young 

people have participated in the project over 60 different events during the pilot 

program. In total, 33 start-ups and 2 patents were launched through the opera-

tion. The international networks and contacts that have been developed during 

the project have proved to be of great value for many young entrepreneurs par-

ticipating in the project. The concept of the project has been to encourage young 

people to perceive and experiment their own potential as an entrepreneur, and to 

make it as approachable as possible.   

Nowadays RYE project consists of the four partners, each of them contributes to 

the development and uses their expertise to improve the project. These partners 

are: Kajaani University of Applied Sciences (KUAS), the Advantage Foundation, 

the Greenland Business agency and Rural Development Council (RDC) organi-

zation.  

As a result of active cooperation of experienced partners, we have a rapidly de-

veloping and potential platform for promoting entrepreneurship and developing 

entrepreneurial culture in the northern regions. 
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4  PROJECTS IN THE KAINUU REGION THAT DEVELOP ENTREPRENEUR-

SHIP 

RYE Connect is not the only project of its kind in Finland, which focuses on help-

ing young entrepreneurs. There are also projects that are engaged in similar ac-

tivities and are located in the Kainuu region. Projects are worth mentioning to 

show that RYE is not the only one of this sphere. There are also many projects 

both around the world and in a specific region, which young entrepreneurs 

should know about. 

4.1  NY Start-Up  

The NY Start Up program is a coordinated learning model for entrepreneurship, 

business and innovation skills invented by Young Entrepreneurship. This pro-

gram is a part of Nuori Yrittäjyys (Young Entrepreneurship), what explains the 

meaning of two letters in the title. Nuori Yrittäjyys is Europe's largest provider of 

education programs for entrepreneurship, work readiness and financial literacy 

(https://nystartup.fi/, 2018) 

The program creates a new mini-company based on its own idea or innovation, 

whereby the idea is tested by the right customers. NY Start-Up is a learning 

model for entrepreneurship and working life skills learning as well as practical 

training. Learning through own company provides young people a motivating 

way to learn and extensive opportunities for tailoring the program based on dif-

ferent learning goals. 

The program is intended for high school students. The company acts as a test 

laboratory for ideas, provides the opportunity to apply work life skills to practice 

through their own company and gives the student an idea of what to do in their 

own company. NY Start Up offers a complete business environment for creativity 

and innovation, and allows people to experiment with the idea in practice. 

https://nystartup.fi/
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NY Start Up has a student-specific registration fee. Registration costs 22 € for 

one student. The fee includes NY's support, the right to use the educational ma-

terial, and the right to participate in the national final. 

The course is designed to be suitable for students in different fields. Basic 

knowledge of business is not a problem, but the strengths of the course are 

based on its multidisciplinary and collaboration. There is no need to have an idea 

yet, the most important thing is the desire and enthusiasm to start creating new 

and learning through one's own making. 

The students form small groups and set up groups during the company's aca-

demic year. The company operates in the right market by offering products or 

services to customers. NY Start Up provides an excellent platform for testing 

people’s own ideas and developing their skills in business. Similar studies are 

held simultaneously in other colleges around Finland. Working culminates in a 

national finale where students are competing for the best business venture. The 

winning team is able to represent Finland at European level. 

The course is part of the European JA Start Up Program and similar courses are 

organized in different European countries. In Finland, NY Start Up is a joint pro-

gram of higher education institutions managed by Young Entrepreneurship Ry. In 

the metropolitan area the course is implemented jointly with various colleges.  

There are no pre-conditions for the course. The course can be linked to Ad-

vanced Business Studies Entrepreneurship Studies or Freelancers. It is well 

suited for any student interested in an entrepreneurial area.  

In addition, acting as an entrepreneur can be a key form of work in many profes-

sions. The aim of the program is to provide students with practical experiences of 

entrepreneurship and the opportunity to apply the knowledge base they have 

learned in a genuine business environment. After the course students have indi-

vidual experience in understanding, testing and starting business ideas. 
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4.2  YES 

The YES network is a network that brings together entrepreneurship educators 

and other people interested in the development of entrepreneurship and working 

life skills both nationally and regionally. Information about the meaning of the ab-

breviation was not found. (https://www.yesverkosto.fi/, 2018) 

YES is the support of teachers in entrepreneurship education throughout Fin-

land. It trains teaching staff, develops entrepreneurial education, builds school-

business cooperation and provides NY regional services. 

The aim of the YES network operators is to create a new kind of business culture 

in which education and business enter into active dialogue, schools work with 

entrepreneurs, and above all, young people get adequate work and life skills dur-

ing their education. 

As a result of entrepreneurship education, the entrepreneurial activity culture is 

strengthened in schools: the entrepreneurial and working life skills of teaching 

staff are growing, pedagogy in entrepreneurship education develops and new 

learning environments emerge. The schools are completed by active and enter-

prising young people who will change the future of working life. 

The most important thing is that young people can live and find their place in the 

business industry. Thus they create prosperity not only for themselves but also 

for society. YES's goal is to complete the schools with young people who are ac-

tive and enterprising; who go out of their mind to take their own ideas and dare to 

take risks. 

Entrepreneurship education is not a single subject, but it is intended to be seen 

throughout teaching. In that case, every teacher, principal and education devel-

oper must think about what entrepreneurship education means in his / her teach-

ing, school or municipality. Entrepreneurship education is also an asset for the 

business community and a prerequisite for a viable municipality. Therefore, as 

an essential part of entrepreneurship education is school-business cooperation. 

https://www.yesverkosto.fi/
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The high schools involved in the project will, with the support of the YES net-

work, actively create their own cooperation networks in the labor market and try 

out models for young people to create opportunities to learn phenomena with 

genuine partners. The aim is to create an entrepreneurial activity culture in which 

young people and teaching staff have a stronger working life and entrepreneur-

ship knowledge, as well as links to working life. From the outset, working life is 

strongly involved in the development of high school. One of the important goals 

of the project is to establish a well-established practice for high school students. 

During the project, the YES network provides secondary schools with education 

and network support as well as ready-made models for school-based co-

operation, such as volunteer YES Kummit working life, YES Cafes and YES Ope 

entrepreneurs' reunions events for teachers and entrepreneurs. During the pro-

ject they are not only implementing and developing existing models, but also 

create new ideas. Through experiments and failures, the purpose is to reach the 

goal of making the best models of action sustainable and the behavioral culture 

of the high school genuinely changing. 

4.3  Kainuun Etu (The advantage of Kainuu) 

Kainuun Etu is a provincial business development company owned by Kainuu 

Municipalities. (http://www.kainuunetu.fi/, 2016) 

The task of this company is to support the development of Kainuu's business 

structure and to help companies in the key industries of this region to develop 

business know-how, competitiveness, internationalization, growth and coopera-

tion, and to develop main clusters and their operating preconditions. 

Kainuun Etu has enabled over 60 million euros for projects requested by compa-

nies. Common resources have come mainly from the European Union and from 

businesses. These development projects, together with entrepreneurs and de-

http://www.kainuunetu.fi/
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velopment partners, have brought about growth and improved the vitality of the 

province. With growth and renewal they create permanent jobs. 

Constructive cooperation with various stakeholders is a prerequisite for the suc-

cess of Kainuun Etu’s operations. There are so many Kainuu companies, local 

organizations as well as international partner organizations and networks. 

The operations of Kainuun Etu are managed by a government, consisting of rep-

resentatives of the Kainuu municipalities and business community. 

4.4  Kasvua Kainuuseen (Growth in Kainuu) 

The aim of the project managed by Kainuun Etu Oy is to encourage and help 

Kainuu micro and small and medium-sized enterprises to expand and develop 

their operations and to seek growth in both Kainuu and Finland as well as in in-

ternational markets. The goal is to improve the business productivity, competi-

tiveness and profitability simultaneously with the development of working life 

quality. (http://www.kasvuakainuuseen.fi/, 2015) 

The project involves the development of business, management and personnel. 

Kasvua Kainuuseen provides help to the growing companies, internationalization 

and ownership change as well as management and personnel development. 

The business needs of the companies will strengthen the business capability and 

expertise of growth-oriented, growth-potential, internationalizing companies al-

ready on the international market and international markets. The goal is the prof-

itable growth of business operations. 

In addition to the establishment and growth of the company, the company's 

change of ownership is the third crucial step in its life cycle. It involves complex 

and legal issues, but it is also about defining value, finding a new owner, and 

transferring a company's leadership. It is a long process that needs to be pre-

pared properly. Essential for a successful change of ownership is the company's 

http://www.kasvuakainuuseen.fi/
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realistic situation assessment and valuation, tax and financial planning as well as 

progressive progress towards ownership change. 

Kasvua Kainuuseen provides a low threshold for consulting and expert services 

on issues related to change of ownership. It offers concrete help for example the 

valuation of the company and the preparation of the necessary contracts. On the 

day of the change of ownership in the Kainuu area, both the buyer and the seller 

can confidently discuss the situation of the company to be sold / purchased with 

the owner change expert.  

According to the Figure 1 the effective activities of the mentioned projects on the 

development of entrepreneurial culture have put Kainuu region on the lead posi-

tion in the share of SMEs' establishments among other regions.  
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Figure 1. The share of SMEs’ establishments (%) of the region’s value added in 

2016 (Corrected on 9 February 2018)  
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5  EMPIRICAL PART  

5.1  Methodology  

In our thesis we used a qualitative research method, with its help we were able 

to get as much necessary information as possible.  

The most suitable method for our case is survey. Research survey is a method 

of collecting data from respondents, presumably representing a certain popula-

tion, using a tool consisting of closed or open items (questions). This is probably 

the dominant form of data collection in the social sciences, providing effective 

gained information in a wide population, suitable for individual, telephone and In-

ternet access. The main types of research surveys are questionnaires and inter-

views. In our case, the questionnaire is more suitable, because the respondents 

are in different countries and questions were sent to them via the Internet. The 

questionnaire is the most common method of collecting sociological information 

that is self-filled by the respondent on the rules specified in it. An important fea-

ture of this method is the indirect nature of the interaction between researcher 

and respondent who communicate using the questionnaire. 

To conduct a survey we have developed a questionnaire consisting of twelve 

open-ended questions for respondents. Therefore, respondents could answer 

each question in their own words and for us it is more useful as we could get 

more needed information about their business. 

We compiled and distributed questions in the ways to achieve the greatest pos-

sible and profound answers from the participants, and grouped them so that the 

topics of the questionnaire were logically arranged. All questions are aimed only 

at obtaining information on the topic of research, avoiding unnecessary ques-

tions. The questionnaire could be found in Appendix 1.  
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The received questionnaire information, in general, has passed three main stag-

es. The first is the preparatory stage. This includes work on drawing up a plan 

and a study schedule, selecting questions that are included in the questionnaire, 

and solving organizational issues. This stage is the most important, because the 

information that will be obtained is greatly depends on the correct construction of 

the questions themselves, their number and the form in which they are given.   

The second stage is the questionnaire itself. Here the main most important key 

point is the reliability of the participant. Unfortunately, we are not able to control 

the process of questioning and the truthfulness of the received responses. 

Therefore, at this stage, we can only hope for the purity and honesty of the re-

spondents. 

The final step is the calculation of the results, the processing of obtained re-

search data. Questionnaire at the final stage involve analysis and summing-up.  

All the answers of the respondents will be analyzed in such a way as to reveal 

the topic of the young entrepreneurs even deeper. Also, all participants were 

sent the same set of questions, so it is possible to compare the answers of dif-

ferent people and draw up relevant conclusions. 

5.2  Data collection  

Young entrepreneurship is developing more and more every year, but also a 

huge amount of people, even having an idea or plan in their mind, are afraid to 

start their own business because of fear of failures or for some other reason. To 

show on concrete examples how different people started their business, with 

what difficulties they pushed, and what they have achieved now, six start-up en-

trepreneurs were chosen to be considered in the thesis. All of them, during a cer-

tain period of their career, also started cooperation with RYE Connect Project, 

which also influenced their development.  
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KAMK University is one of the main partners of RYE. That is the way we had got 

contacts of entrepreneurs who cooperates with the project. Also because of the 

fact that RYE covers several countries, entrepreneurs have been selected from 

all of them, Finland, Greenland and Northern Ireland. 

The participants were asked twelve open-ended questions, which reveal the 

necessary topic. They were inquired to tell what their business represents, how 

they came to him, what difficulties they faced, the future of the company, and 

how they began to cooperate with RYE and what impact it had on the develop-

ment of their business. All this information was written in a questionnaire, the an-

swers to which will help to analyze received answers. 

In drafting our questions, we tried to focus on what it is like to be a beginning en-

trepreneur in our time and how such young entrepreneurs supporting projects 

and more specifically RYE influenced their development.  

Questionnaires were sent to the respondents through the Internet. To some of 

them we wrote in Facebook and to some in email. In the letter to them it was said 

that all the answers will be confidential, and we will not use their names and 

names of the companies in the Thesis. Also we gave them time to answer within 

two weeks. Half of them answered in determined time and after the reminder the 

rest of them have answered. In the beginning we had nine entrepreneurs, but on-

ly six of them answered, but we still had enough information to make an analysis. 

We made a research mostly based on their answers and some information about 

their companies we searched on their websites to have a full image of their busi-

nesses. All the answers to the questionnaire can be found in Appendices 2 – 7.    
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5.3  Observation and analysis of obtained information 

5.3.1  Respondent A 

The first respondent is the representative of Finland. He is a young entrepreneur 

who has business in the IT field. 

The concept of his business is providing intelligent solutions for any kind of prob-

lems. In general it's the device and software development for the companies to 

solve their problems. Usually main activities of IT solution companies are training 

users to work with programs; practical training of programmers; protection and 

restoration of information; sale of licensed software; service support (mainte-

nance) of programs; optimization (productivity improvement) of programs; tech-

nical expertise of the developed solutions. 

Now the company is only at the growth stage, as it does not yet have its own 

logo and website. But this already holds great hopes for future development. 

The idea of creating such business for an entrepreneur came yet at the universi-

ty on one of their courses. According to the respondent, one of the teachers told 

them that many companies are asking the university to help with solving a large 

number of problems that they face every day. Thus, while still studying at the 

university, the respondent began to develop intellectual solutions for their prob-

lems. Later it grew into its own business, which is developing every day. 

For such a young business, especially when there is very much competition in 

this sphere, promotion and advertising is one of the most important factors of de-

velopment. At the moment, the respondent is promoting his company through the 

university in which he started his activities. In the future, according to the partici-

pant, when their logo is ready, and the company's website is created, they will 

come to a higher level. A professionally designed logo can be a powerful market-

ing tool for the company, to form a proper understanding of the business and to 
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provide all the necessary information about the entrepreneur's activities. It helps 

to build a brand, to distinguish a company from the total mass of competitors.  

Moreover, a quality logo is a vital part of business success and has more influ-

ence than one might expect. The logo symbolizes the ideals, mission and es-

sence of the company. Successfully designed logo of the company instills a 

sense of stability, convenience, quality. Accordingly, we can say that the compa-

ny is on the right path of development. 

The respondent’s future plans are to bring the company to the level of the whole 

Finland and to become one of the best companies in this field in country. 

The respondent contacted the RYE project about half a year ago. This happened 

through connection with people working in RYE. According to the participant, 

RYE had a huge impact on the development of his business and the opening of 

new opportunities. 

Thanks to the opportunities provided by RYE, the entrepreneur had the possibil-

ity to make new acquaintances and business contacts throughout Europe. This is 

especially important for a start-up business, as each new communication can 

open new horizons for business development. Also, these relationships can help 

in implementing plans to expand business and enter new territories. 

The participation in the RYE Cool Awards this year in Levi was quite significant 

for the entrepreneur.  Because of this event, the respondent also created many 

new connections, and, which became a great impetus for development, he be-

came the ambassador of one of the RYE companies in Northern Ireland. Based 

on this, it can be concluded that such events conducted by RYE greatly help in 

the rapid growth and significant development of beginning entrepreneurs. Re-

spondent also mentioned that, the most significant assistance from RYE at the 

moment will be the entry of business into the world market. 

According to the questionnaire, it can be said that both the personal and external 

factors influenced the decision to become an entrepreneur for the respondent.  

This is because the respondent was confident and responsible at the beginning 
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of his business; he was assured in the success of his company and was set for 

good results. Also, external factors were the environment in which the entrepre-

neur started his activities, and the fact that he found the right way to use it. 

The respondent also pays much attention to the fact that in this area there is a 

very big competition among such companies, especially in Finland. But he notes 

that as much competition as there is more problems for companies in this area.  

This encourages him to develop and reach a higher level. Despite the competi-

tion, business is growing, thanks to a competent approach to work, but this is not 

a guarantee that a competitor with a better and unique approach will not soon 

appear that will pose a great danger for the current enterprise. This means that 

the entrepreneur should concentrate his attention on the introduction of new and 

original approaches to the solution of the tasks in order to make him this exact 

competitor for other companies. 

At the beginning of the business, the biggest challenge for the company was dif-

ficulty of contacting consumers and seeing a complete image of the problems 

that they are having. After completing several projects, the company has found a 

solution to how to overcome such challenges. They began to listen more to the 

customers, already knowing how to properly understand the essence of their 

problem. Finding the right approach to customers is one of the main components 

that help in the effective and rapid development of a young business. Consider-

ing this approach to solving the problem, namely close attention and full under-

standing of the client's needs, we can say that the entrepreneur follows the path 

of effective leadership, which was discussed in Chapter 1 of the theoretical part 

of this thesis. 

5.3.2  Respondent B 

The second representative of Finland is also a young entrepreneur who started 

his business in March 2016. Concept of his business is escape room services in 

Finland. 
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An escape room, also known as a "puzzle room", is a physical adventure game 

in which players solve a series of puzzles and riddles using clues, hints and 

strategy to complete the objectives at hand. Players are given a set time limit to 

unveil the secret plot which is hidden within the rooms. Escape rooms are in-

spired by "escape-the-room"–style video games. Games are set in a variety of 

fictional locations, such as prison cells, dungeons and space stations, and usual-

ly the various puzzles and riddles themselves follow the theme of the room. 

The idea is originally from Japan and live escape room concept came to Finland 

first at 2014. As not much time has passed since the inception of this entertain-

ment direction in Finland, the competition in this area is very small. Mostly be-

cause of this fact the idea to create a similar business in his city came to mind of 

this young entrepreneur. When he created the first escape room, it was the first 

company of this kind of activity throughout the region. 

Over the past two years the picture of the competition of this business has al-

most not changed. According to the respondent, now the competition does not 

threaten his career at all. The closest similar companies are located only in large 

cities of other regions of Finland. Business is still at the stage of growth and it is 

planned to develop more and more. 

As the future of the company, the entrepreneur sees expansion throughout the 

whole Finland. In his case, this goal seems quite achievable and realistic, be-

cause the respondent started a unique new business for the country at the stage, 

when it was just beginning to emerge in Finland. Looking at any branch of any 

business now, there could be seen the regularity that the most famous and prof-

itable are those companies that started their activities at the stage of origin of 

their direction. Therefore, the decision taken by the respondent not to be afraid 

and start a new direction in his region can make the development of his business 

very effective and successful. 

The difficulties he faced at the beginning of his career were to find a good loca-

tion for escape room. After finding a good spot, the next step was developing the 
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service product. The entrepreneur has found a very good place for his company, 

which is located right in the center of the city that positively influences the devel-

opment of any service providing businesses. 

The company fully disposes customers to itself with its convenience, ease and 

accessibility. It has a convenient and pleasant website, where clients can effort-

lessly find all the necessary information. Also it has got profiles in different social 

networks, which attracts even more people and is a means of promotion. Prices 

for escape room are not inflated, even though there is no competition at all.  

There is an opportunity to receive discounts for students, as well as the price 

varies depending on the number of people, so if there is a group of 5-6 people 

the price will be more profitable. The task is to escape the room in 60 minutes, 

by solving various logical reasoning, wit and teamwork tasks.  

The entrepreneur also actively promotes and advertises his business in the en-

tire region of the country. Mainly it’s being done through newspapers, social me-

dia, speeches, B2B marketing, B2C marketing and PR events. Using B2C ap-

proach requires the entrepreneur to know the needs, desires and problems of 

the consumer. One of the most important parts of B2C marketing is the distribu-

tion of consumers to target segments that is an important aspect to determine 

who exactly is interested in the service provided, because different consumer 

segments will react differently to different marketing methods. After determining 

the target consumer, the entrepreneur should concentrate his attention on retain-

ing and attracting the costumers from the selected segment. B2C Marketing uses 

such ways of retaining and attracting new customers, like loyalty programs, dis-

count programs, prize draws, which is ideal for the business run by this entre-

preneur. 

For two years of existence this business has achieved decent results. A great 

role in the success of this company is played by the uniqueness of the idea for 

this region, since despite the remoteness of the region from large cities that usu-

ally attract a large number of students, there are several universities in the region 

whose students are the main customers for this type of business. Due to signifi-
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cant progress and activity in social networks, people get to know about this place 

more and more. The company already has positive feedback, which we noticed 

while exploring the activities of this business on the Internet. Also, a good loca-

tion plays a huge role - people easily get to the point from anywhere in the city. It 

can be seen that the company is actively growing and developing in a better di-

rection, the creator is doing everything possible to meet the needs of the client 

and the convenience of using his services.  

The respondent contacted RYE project about two years ago when he was just 

starting his business. This happened through an acquaintance with people who 

work in RYE.   

RYE also had a great impact on the company's development and the acquisition 

of new connections. Thanks to RYE project, the entrepreneur had the opportuni-

ty to establish useful connections with many people throughout Europe. It also 

helps to promote business and increases development in several times. Still 

communicating with people from other countries who have similar activities can 

help and give new ideas for improving his business. 

Participation in the RYE Cool Awards this year also became a big push for the 

entrepreneur. He had the opportunity to meet new people from this project, es-

pecially the positive impact on him was connections with entrepreneurs from 

Northern Ireland. It should be noted that the respondent won the award among 

other young entrepreneurs in one of the five categories of the event. 

The difficulties he faced at the beginning of his career were to find a good loca-

tion for escape room. After finding a good spot, the next step was developing the 

service product.  

According to the respondent, the only thing that could adversely affect the com-

pany's future is the decline in the interest of people in this entertainment. But the 

embodiment of this is very unlikely, therefore now and in the near future this will 

not affect the increase of the company's efficiency. Even if the interest of people 

in this kind of entertainment will start fading away, modern technologies and a 
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creative approach to the cause will allow the business to grow. For example, var-

iations of these quests could be increased, such as quests-performances with 

the participation of actors, action games, for the passage of which is needed to 

engage not only intellect, but also strength and agility, children's and family 

quests. Also a good impetus to development and diversity is the blending of gen-

res - for example, classic quests in reality and role quests, where participants 

can not only solve riddles, but also try on different images. To increase the trend 

towards realism is also a good tool for costumer attraction: if before the player 

had to strain his imagination to imagine that he is in a school of magic or aboard 

a submarine, now the entrepreneur will offer plausible scenery: with authentic 

objects, sound effects, even smells and temperature fluctuations. 

5.3.3  Respondent C 

The third entrepreneur and the last representative of Finland began his career in 

August 2017. The main essence of his business is the provision of workplace 

wellbeing services. 

The company provides workplace wellbeing services for other companies (b2b) 

as a primary service. Secondary service is different sports and wellbeing ser-

vices for societies, clubs and individuals. The company employs two sports in-

structors specializing in personal training, wellness and adventure activities. By 

utilizing their training background, they want to focus on every customer and 

company. Well-being at work plays a major role in our lives. Prosperity is the 

power that drives people forward. The company wants to create a well-being at 

work that supports the customer's goals and needs, whether it's about physical 

activity, information, or something else. 

The idea of creating a company for an entrepreneur came during study. Together 

with their business partner, they came to the conclusion that the former business 

that they had was not effective and would soon come to an end. Then they came 
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up with the idea of creating a company that would exist much longer after their 

graduate from the university and would be profitable and effective. 

Generally they promote the company through social networks. The company has 

a very convenient site, on which the services and contacts are provided. The de-

sign of the website is one of the key points that affect the visitor's impressions. It 

often happens that the visitor closes the tab and returns to the search without 

even having read the content, because its design made a negative impression 

on him, because of what he decided not to waste time on further viewing the re-

source. The creation of a design in some cases plays a role even more important 

than the functional component of the project. And in some cases, such as with 

corporate sites, it is the quality of external design is the main factor affecting the 

perception of the resource by the user. 

As both entrepreneurs are still students, after graduation they plan to raise the 

company to a higher level. The main goal is to enter the whole Finland, and then 

move abroad. According to the respondent, one of the key factors for successful 

and effective business is cooperation with new people and companies, as this 

can have a big impact on future development. 

RYE began to cooperate with the company from the beginning of company's 

work. Thanks to RYE, the company has undergone changes that lead to even 

faster development. For example, through RYE, entrepreneurs began to think 

about the introduction of English into their business. If before all the information 

was only in Finnish, now with the English language the company has more op-

portunities to expand their client base. Also, the entrepreneur stresses that RYE 

provided great support in building the business and its development. 

As the company has just started its activities, the entrepreneur says that he did 

not face great difficulties yet. But at the moment the biggest difficulty for him is 

the combination of studies at university and entrepreneurship. Since both these 

industries require a huge amount of time and attention, it is difficult to combine 

two such important areas. 
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More importantly, competition in this business area is quite high. Even in the re-

gion where the company exists, there are many variations of business that pro-

vide similar services to people. Therefore, according to the entrepreneur, it is 

necessary to stand out and do something different in order to attract buyers pre-

cisely to their company. 

5.3.4  Respondent D 

The forth respondent is from Greenland. His company is founded in June 2017 

and the corporate idea is to work for tourists, companies, and local public.  

The entrepreneur has his own company that organizes visits of tourist attractions 

in Greenland. In general, the company offers three main types of activity for visi-

tors. 

The first one is boat excursions. Boats are the best mode of transportation to see 

and experience the nature of Greenland. The entrepreneur has about eight varie-

ties of boat tours. These are such as fishing, photo tours, visiting small traditional 

villages and getting to know the locals, it is also possible to go on a whale safari 

or make a unique route and ride it. This entertainment is available to tourists 

from May to October. 

The second one is guided tours. The company conducts tourist tours to cities 

and towns, as well as hike tours to the mountains and it is held all year round. 

The most unique is the third - dogsledge tours. In winter the company makes 

short and longer dogsledge tours. The owner has 22 sled dogs ready and knows 

many mushers in the city. Location is good for the possibilities; the nearest city 

will have the international airport in the coming years, which will be filled with 

tourists. 

The idea to create such a business for an entrepreneur came after he finished 

his education as a specialist in the arctic tourist guide and adventure guide.  In 
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the region where he lives there is a unique wildlife, so he saw great potential in 

the development of this type of business. Also this sphere of tourism has not 

grown yet and there are great opportunities in its promotion. Due to this, the 

owner has no competitors in the nearby territory, which provides similar services. 

The entrepreneur is actively improving his company. So, for example, he had al-

ready bought another boat to offer more sailing to the customers next summer.  

Also the cottages in the dog sledding places are the next in the plan. 

The promotion of the company is now at a good level, although it exists for less 

than a year. The respondent has his own logo, as well as a website where is 

possible can find all the necessary information. Website has many photos from 

the tours provided, the details are clearly described. The entrepreneur advertises 

his business through Facebook and through his website, where people can see 

needed contacts and connect with the company. 

The respondent started his acquaintance with RYE after he established his busi-

ness. His colleagues in Greenland advised him to contact RYE for the develop-

ment of his business. 

His relationship with RYE he can only describe in a positive way. The project has 

influenced the development of his business very well. He also noted that it was 

quite interesting to meet young entrepreneurs who also want to start their career 

in entrepreneurship, as they share their ideas with each other and inspire for 

their business. 

Participation in the RYE Cool Awards made a great impression on the respond-

ent. He met many new people from different countries. Also, as his profession is 

a tourist operator, great inspiration was the place where this event was held in 

Levi, Finland. 

Furthermore, thanks to RYE, the respondent has many friends, who help him 

with advertising his company in other countries. 
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The main problem for an entrepreneur at the beginning of his business was the 

fact that he needed to do all the work, both paperwork and sailing. This had a 

huge influence and inconvenience. To overcome the problem, owner hired an 

employee who performed sailing, and the entrepreneur himself became more re-

sponsible for paperwork. As it was mentioned, in the region of this business he is 

the only one of his kind that can play both a positive and a negative role. The 

business is at the initial stage of development, which is likely to promote rapid 

development to a certain level, but the lack of competition can play against the 

entrepreneur. The development process can be slow and even the quality of in-

dividual offers of the company may decrease. Proceeding from this, the entre-

preneur needs to accelerate the expansion of his business among the Green-

land, look for like-minded people from nearby cities, perhaps even apply the 

franchise approach, because with such a spread of business, the amount of ex-

penses is significantly reduced due to the fact that the franchisee takes it upon 

himself. 

5.3.5  Respondent E 

The next respondent from Greenland started his business in January 2018. The 

main essence of his company is to purchase products online and deliver them to 

the client's home. 

Many people do not have time to buy food in supermarkets. This kind of people 

was a motivation for creation of such service, which does it all for the person and 

delivers the products to the house. Firstly, it is needed to make an order on the 

web-site, where all goods are presented with photos and prices for them. Next 

move, is to specify where to deliver the products, usually people order them to 

home, but also can be ordered to the office or elsewhere. Delivery is carried out 

at the time that the buyer specified when ordering the service. Mostly, everyone 

chooses the delivery on the same day and as soon as possible. Payment can be 

made online or in person to the courier. The price for the service is seven per-
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cent of the order price. Also, if the buyer does not like anything in the order, for 

instance quality, the company will be fully responsible and take the necessary 

measures. 

The idea of creating this business came to the owner back in 2012. He just 

thought about what all people do almost every day. The answer was obvious - 

they are buying food. But at that time he thought that people would not be ready 

for such a service. He decided to implement it only in 2016 and it became very 

successful. It became the first campaign that was making online grocery store 

service in the country. He thought about how this could save much time for peo-

ple and that's why they will use such services. 

Respondent says that competition in this sphere is quite small. After he opened 

his business, two more companies began to provide such services to customers. 

But it is difficult for them to break into the market, since the entrepreneur's com-

pany has already become the largest in the country and significantly dominates 

among others. The owner notes that their company does not even feel the pres-

ence of the other two, therefore it is not a problem. 

The entrepreneur mainly promotes his company through social networks, in most 

cases on Facebook, he explains this by the fact that people are almost always 

on the Internet. 

The entrepreneur already has a vision of the company's future and new ideas. 

For example, take the customers' luggage to the airport for them, as well as do 

check-in. Then clients do not have to waste time coming to the airport in advance 

and standing in long queues for registration. This can significantly save people's 

time and can become very popular among customers. Also after some time, the 

company plans to start selling franchises to other cities in Greenland, as such 

online service is gaining increasing popularity. 

RYE began cooperation with the company in the end of 2017, when the compa-

ny has almost opened. He received an offer to start cooperating with this project, 

to which the entrepreneur agreed.  RYE did not have an impact on the compa-
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ny's opening, as it was almost opened by that time, but the project influenced its 

further path. 

The respondent also took part in RYE Cool Awards and became the winner in 

one of five categories among young entrepreneurs. After the victory, the entre-

preneur had got much attention from the media; he began to receive a large 

number of calls and emails with various questions about his business and the 

idea. This had a big impact on the growth of his business. He was also invited on 

television and radio, where he gave interviews, talking about his company and 

RYE, because thanks to the event of this project, the entrepreneur's popularity 

began to grow. Speaking on the radio and TV helps to promote and advertise the 

business very effectively. These factors contributed to the development and 

growth of brand recognition in Greenland. 

Analyzing his experience in this event, the entrepreneur would advise RYE also 

to reward the winners with cash prizes. Beginning entrepreneurs always need 

financial support, based on the fact that many of them take a loan from a bank to 

open a company or take money on debt. Therefore it would be additionally good 

to add even a small cash prize. 

Complexity that entrepreneur faced creating the company was its economic 

component. He had no savings to start a business and so he resorted to a loan 

from a bank. To do this, he needed to convince the bank that his idea would be 

effective and begin to generate revenue. This required considerable effort, but 

the respondent succeeded. As a result, the bank provided the entrepreneur with 

a large amount of money to start a business. Of all loans, it is most difficult to ob-

tain a loan for the creation and promotion of small businesses. The loan for the 

development of small business is really difficult to obtain. And this situation is 

explained quite simply. Planning to take a mortgage for an apartment it is need-

ed to convince the bank in a stable average income that will not disappear in the 

next eight years, then everything is much more complicated with small business. 

Here, after all, the guarantee of a return to the bank of cash is the potential prof-

itability, reliability and the ability to survive. The obtained credit indicates that the 
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entrepreneur presented a qualitative and convincing business plan in which the 

main tactical and strategic directions of the future company's development were 

determined, quantitative and qualitative analysis was carried out, the ratio of po-

tential costs and profits was calculated, and the conjuncture of that market sector 

was analyzed, in which the business will operate. Also, as mentioned above, the 

entrepreneur plans to open a franchise for his company. Such an approach will 

be a good incentive for the development of young entrepreneurship in the region. 

A huge plus will also be that people who want to become a franchisee of this 

company will be able to obtain loans under more favorable conditions, as banks 

have more confidence in an established company than in new independent en-

terprises. 

According to the entrepreneur, what can negatively affect his business is cus-

tomers’ vague understanding about his service. For instance, people may think 

that this is an expensive or low-quality service. Although the respondent assures 

that for him the most important priority is the quality of the delivered goods and 

the service itself, fully satisfying the needs and desires of customers. 

5.3.6  Respondent F  

The next entrepreneur is a representative of another country - Northern Ireland.  

The business was founded in October 2016 and exists in the field of clothing. 

The company is engaged in bespoke dressmaking, clothing alterations and a 

product range of wedding dresses sold on the online marketplace. It is a high-

end exclusive boutique, providing ready to wear evening gowns with varieties of 

designs to fulfill a wide range customers’ need from young to elder woman. Ac-

cording to the respondent, their success is highly credited to the international de-

signers’ team from Europe and America. Every piece of gown is the master 

piece; hand-made finishing with a careful detailed design and using the best se-

lected materials. The company pays high attentions to the customers need to 

highlight their beauty, to look exclusive, graceful and elegance. 
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The respondent says that after graduation she did not know where she could 

work, because in her country there were no jobs available related to fashion and 

design, moreover this sphere is not so popular in her region. Proceeding from 

the fact that she is very attracted to creating or designing dresses and everything 

connected with it, she decided that the best solution would be to open her own 

boutique and do her favorite thing, also developing this direction in her city. 

Because of the uniqueness of such business existence in the country and the 

services provided by the company, competition does not have a negative impact 

on the respondent. Even if there are similar boutiques in the city that are en-

gaged in sewing dresses, the essence of this business is in creating single and 

unique things for a particular person. Therefore, we can conclude that because 

of this factor, competition is not felt, as each company creates its own unique 

things. 

Mostly the entrepreneur promotes and advertises the business in social net-

works, such as Facebook and Instagram. She has cards and leaflets as well to 

promote it in her town.  

In the future, for the time being, it does not see any obstacles for the successful 

further development. Over the past few years it is only growing and so far there 

is nothing that could stop this process. Also, the entrepreneur plans to develop 

her lines more, trying to introduce new items into the boutique and inspire peo-

ple. 

Through her colleagues the respondent found out about the RYE project in Oc-

tober 2017, a year after the opening. Like many start-up entrepreneurs, RYE was 

also influenced the respondent a lot. RYE supported and helped the company to 

design a plan for selling products, which the entrepreneur needed, and also 

helped to attract people to this business. 

Workers and mentors in RYE are equipped with very good knowledge in this ar-

ea and have appropriate experience, as they have helped already many begin-

ner entrepreneurs. Therefore, the most important help for the company was with 
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the financial part. Also RYE gave many useful advices in this area for further ac-

tivities. 

The entrepreneur recommends RYE to arrange meetings with young entrepre-

neurs to see how their business is advancing with the proposal of any ideas to 

improve the current situation for its further development. This can be held, for 

example, every half a year or year. 

The main problem with which the entrepreneur faced both in the beginning of 

business and now is the financial aspect. She did not have enough financial 

skills and knowledge, so when she opened the company she had to study this 

sphere herself. Later, as already mentioned, RYE helped her with this problem. 

Also, the challenge that was on her way is the spread of the company's name 

around the city and a set of popularity. According to the respondent, the process 

of recognition and promotion of the brand was rather slow and dragged on for a 

while. But now things are already going better, as the company has a permanent 

client base and, thanks to this, new customers come much more often. 

The difficulty that has arisen now is the fact that the respondent is doing busi-

ness entirely by herself. From this it follows that there is a certain limit to what 

she can do because of a lack of physical capabilities. Thus, to further the growth 

of the company, it needs to hire assistants and distribute responsibilities. In con-

nection with the success of the company and the desire for its further develop-

ment, the entrepreneur will have to hire employees and act as a managing direc-

tor and not a master seamstress. Distributing responsibility does not mean simp-

ly telling assistants: "Guys, now you are all bosses." Those to whom power and 

responsibility are transferred must understand the technical details of the case 

that is entrusted to them. But technical training is not everything. In addition, a 

person who comes to a responsible position must either be a manager, or have 

appropriate qualifications. The main responsibilities of the manager are to plan, 

manage and coordinate the work of others. The manager must have three "I"s - 

initiative, interest and ingenuity. The head of the department should be inde-
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pendent enough to start work and maintain its normal course. The manager does 

not need, for example, to specify that all his subordinates should come to work 

on time. It is necessary to consider personal qualities. The leader must have a 

strong will to overcome resistance if necessary. He must also be ambitious 

enough to be in good standing. But not enough to cause resentment of other 

employees. 
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6  DISCUSSIONS  

After the above collection of information and its analysis, we can draw the ap-

propriate inferences and group the data obtained in search of similar problems 

and situations that start-up entrepreneurs face. Thus, a general evaluation and 

sorting the received information out will help to show appropriately how it is to be 

a novice businessman now and what problems they face, which is the main pur-

pose of this thesis. 

All considered entrepreneurs have business in completely different spheres of 

modern life. Therefore, when analyzing and concluding, it can be seen not only 

the level of youth entrepreneurship in different countries, but also different areas 

of life, such as clothing, sports, food, tourism and others. In the analysis, it was 

shown, how competition is developed in one area or another.  

Consequently, further discussion will combine and summarize and group all the 

data and then draw corresponding conclusions. 

Based on the analysis of respondents' answers, some similar aspects related to 

entrepreneurship were identified. First of all it is the age, when chosen entrepre-

neurs started their activity. All respondents came up with the idea or created own 

business still studying in the university. Today's approach to university education 

can be called the most suitable for entrepreneurship. Many practical tasks allow 

students to understand the basics of doing business also to try themselves in the 

role of leader. Such an approach contributes to the creation of projects during 

the training period; this can be confirmed by the fact that the majority of the re-

spondents had an idea or already practiced it during their studies. The university 

is turning fundamental knowledge that grows in the university into real things and 

real actions that have real consequences for real people. 

Combining the information from the respondents it can be said that the average 

age of respondents’ companies is from half a year to two years. From this follows 

the fact that all businesses are young and are only at the growing stage.  
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Promotion is one of the key factors to successful business. After summarizing 

the data about promotion and advertisement of the companies the following 

points can be identified. All the entrepreneurs promote their business through 

social media. It is the most popular way as people are always on the Internet, 

therefore such method the most effective and the easiest for entrepreneurs to 

implement as well. Usually it is a Facebook page or a page in another social 

network. Considered entrepreneurs also used other ways of promotion. Four of 

six respondents have own website. One of them promotes his business in news-

papers and also one of them promotes using leaflets. In our opinion, to enter the 

higher level in the industry and to be more successful respondents have to in-

clude other ways of promotion to their activity. It should be not only a page on 

Facebook, they can start using other methods such as contextual advertising, 

PR-articles, e-mail marketing, partner programs and so on. This might increase 

the effectiveness of a company and bring more income.  

Next is competition. The competition in most cases was not a development-

hindering factor due to its practical absence. Most of the projects led by the 

above-mentioned entrepreneurs are single-of-a-kind for the region. This situation 

can affect both positively and negatively on the business. On the positive side is 

the measured and unhurried development of business with the thought of the 

smallest details to prevent possible competition. The negative side is the re-

duced incentive to develop and the lack of worthy identical business examples 

that would help to avoid certain mistakes. 

The aspect that unites respondents is the success of the represented business-

es. This aspect is mainly the result of a competent analysis of the population of 

the region and its needs. Each of the entrepreneurs is engaged in a business 

that he really likes, which directly forms a serious and ambitious approach to the 

matter. Following one of the main principles of successful leadership, which was 

described in the theoretical part of the thesis, reflects on the success of compa-

nies. Any, even the best and unique product of its kind needs to be promoted. 
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While the consumer does not know about the product, it simply cannot buy it. 

Business cannot exist without customers. The main task of an entrepreneur is to 

work with clients and with this task the analyzed entrepreneurs cope at a high 

level. 

It can be mentioned that not the originality of the idea, but its absence in the 

country or region can influence success in business. The ideas of entrepreneurs’ 

businesses are not new or unique in the world, but they did not exist in the region 

where respondents live. Therefore, they implemented already existing successful 

idea in the unoccupied area.  

Also we combined and summarized answers about respondents’ cooperation 

RYE, as this project plays a significant role in each of the respondents’ develop-

ment. As we said earlier the goal of RYE is to help young entrepreneurs. From 

respondents’ answers we got the following points of how RYE influenced on 

them. First of all it is a great promotion for entrepreneurs’ businesses. For exam-

ple, on events provided by RYE, entrepreneurs meet different people such as 

journalists and sponsors and consequently there are many opportunities to pro-

mote own company. Also RYE Cool Awards contest is a very good PR campaign 

for entrepreneurs, so one of the participants who won one of the nominations 

said that after participating and winning in this competition, he was invited to the 

radio and TV. Thus, this significantly influenced the popularity of his company 

and himself.  

Additionally RYE provided help of experts for participants. For instance, one of 

our respondents didn’t have enough financial skills to maintain the work in her 

company. And after she started to cooperate with RYE, the project supported her 

with mentors, who helped her to develop knowledge in this field. Also RYE tries 

to create improvements for the companies.  Another entrepreneur brought the 

company on a higher level because of the RYE’s idea of improvement, which 

was implementation English language in the company. Therefore, the company 

has more international opportunities 
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At events held by the project, entrepreneurs exchange their experiences and 

ideas, which gives an opportunity for the development of various ideas. The en-

trepreneurs noted that they had made many useful acquaintances through these 

activities. Such active relationships between young entrepreneurs open up many 

opportunities for developing existing ideas, creating collaborations between 

companies and creating new and unique projects. 

The problem that two of six entrepreneurs faced was the scarcity of staff in pro-

jects. At the level of development on which at the moment there are companies 

of entrepreneurs the presence of the team is not an obligatory criterion for 

achieving good indicators. Nevertheless, many of the entrepreneurs expressed 

their desire to distribute their companies to the whole country and some to the 

whole world. Such a desire is undoubtedly a good incentive for their productive 

work, but with the expansion of business there is more responsibilities and more 

tasks to deal with. In this case, the presence of a team is simply necessary. The 

team is a business unit, according to which the majority of investors assess the 

viability of the project. The team is needed, first of all, to develop strong solu-

tions. Collective intelligence is always stronger and the combined experience is 

always broader. As a result, the team almost always takes a stronger and 

weighed decision than one person, or on an order of magnitude, reinforces the 

already invented good decision. The bigger team is, the more knowledge and 

more experience it possesses and the stronger its decisions can be, and of 

course, the main members of a team will take over and will oversee the key are-

as of business. Each will have its own areas of responsibility, but in fact they will 

become a single whole mechanism. 

In our point of view, RYE does a lot for young entrepreneurs and significantly af-

fects their development. But it is also worth mentioning some recommendations 

that can improve the work of the project. For instance, it can be the attraction of 

sponsors to events and the companies themselves, giving cash prizes to winners 

or sponsoring some kind of activity. This can be very useful especially for a 

young entrepreneur, because their business is not yet profitable and monetary 

support in any form can help a lot. Also, good advice can be to arrange meetings 
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with RYE mentors to find out how things are going with the company, whether 

problems have arisen and what can be improved. Such meetings can help stimu-

late entrepreneurs and maintain their spirit. 

While looking for similar researches, the one was found. This research reveals 

the main concept, participants, working methods and activities of RYE Connect 

Project.  Unlike our work, this study has focused attention on the internal struc-

ture of the project. Our research, in turn, is an analysis of the influence it has on 

young entrepreneurs and assistance in their development. 

It should be mentioned that we cannot be responsible for the reliability of the re-

sponses received from the entrepreneurs, as we cannot track truthfulness of the 

information. But in any case, we hoped for the honesty of respondents and made 

analysis and subsequent conclusions based on the answers to the question-

naire. 
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7  CONCLUSION  

Youth entrepreneurship is an integral part of the state's economic development 

and the future of the country. The current situation of youth business reflects the 

direction to which the country will develop in the near future. Therefore, if there 

are any obvious problems or obstacles to the development of this sphere, it is 

necessary to start solving them very soon, as later it will significantly affect the 

future development in the country. 

The project studied in the thesis focused on the development of entrepreneurial 

culture, attracting more young people at a high rate, which indicates the interest 

of the younger generation in entrepreneurial activity.  In this regard, the support 

of society and government is needed from the moment the young person realiz-

es that he/she wants to do his/her own business. In European countries, an im-

portant role is assigned to universities as places of science concentration, edu-

cation of young people and preparation for entrepreneurship, which is why 

KAMK is one of the main partners and one of the leading branches of RYE Con-

nect project. Conducting various educational courses and seminars for young 

entrepreneurs is important not only at the start, but also at the subsequent stag-

es of business development, thanks to this approach, RYE project is an undis-

puted part of the young entrepreneurial path. 

Based on the data received by six respondents, certain conclusions were drawn 

concerning the most important aspects of youth entrepreneurial activity. The 

study revealed that the Northern region of Europe can be called one of the most 

promising regions for entrepreneurship, due to small competition and a small 

number of existing companies, thus it is open both for the implementation of new 

and existing ideas.  

The conducted research can clarify that RYE Connect Project only positively in-

fluences the young companies cooperating with them. It assisted every entre-

preneur who needed the help of qualified specialists in any field related to their 
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business, and it gives a great impetus to international growth, thanks to the 

events and the acquaintance of young businessmen with each other. It can bring 

the company to a higher level and considerably accelerate its development. 

It can be concluded that all the objectives set at the beginning of the thesis were 

achieved, as the collection of information from the respondents' answers and 

analysis of the received data was accomplished with good results. Each of the 

respondents answered the questionnaire with sufficient accuracy so that we 

could conduct an analysis of their activities, problems, and companies’ future. 

Such a review can help people who want to start an entrepreneurial activity, be-

cause it demonstrates the main aspects of the beginning business people’s life. 

Looking at modern young entrepreneurs as an indicator of the future in the field 

of business, it can be accurately concluded that entrepreneurship will grow rapid-

ly and will soon come to a new, more innovative level, since the thesis leads to 

the thought that entrepreneurs have an unusual course of thinking and great po-

tential for further development. 
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Appendix 1  

QUESTIONNAIRE FOR ENTREPRENEURS 

1. What is the concept of your business and when did you start it?   

2. How did you come to the idea of starting this business? How did the idea of 

this business appear and what is unique about this idea?  

3. What were the biggest difficulties that you encountered in the beginning and 

how did you overcome them?   

4. When did you first come in contact with RYE and how did it influence the 

formation of your business?   

5. How can you describe your cooperation with the RYE project along the 

whole process of development of your business/career? 

6. How did your participation in the RYE Cool Awards affect you and your busi-

ness afterwards, what did you get from it?   

7. What can you say about the competition in your business?   

8. How do you promote your business? Does RYE help you with that?  

9. How do you see your prospects for further development of your business? 

10. What do you think are the pitfalls in your business that could prevent you 

from further developing it?   

11. What do you think is necessary to look for in order to be successful in entre-

preneurship? 

12. What could RYE do better to help you? 
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ANSWERS FROM RESPONDENT A   

1. Concept of my business is providing intelligent solutions for any kind of prob-

lems.  Basically it’s device and software development for the companies to 

solve their problems.  

2. The Idea came up in the University in one of our courses. My teacher told me 

that companies are asking from the school to solve few of their problems and 

that’s why I started to develop intelligent solutions for their problems.  

3. The biggest difficulties were to get connected to customers and see whole 

image about their problems. After few projects we are getting over from that 

problem.   

4. I got to know from RYE around half a year ago and since that I’ve been con-

nected to people who works in RYE. 

5. RYE project has been amazing journey during these years. I’ve been able to 

have chance to get connection all around the Europe from that project.  

6. I’ve got good connections from the RYE Cool Awards. I’ve became an am-

bassador for one of the RYE companies who works in Northern Ireland. 

Waiting for that opportunity!  

7. There is a lot competition between these kind of companies in Finland, but 

there is still a lot of problems also behind the companies. We are rolling now 

few projects and the business is at the growing stage. 

8. I’ve been promoting the business in the University at the moment but when 

we get our logo ready we are launching websites and starting the marketing 

in the whole Finland. 

9. Business is still at the growing stage so I think the next step is to expand it to 

whole Finland. 
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10. Pitfalls could be that some of our clients can’t define the problems correctly 

and the product isn’t exactly what they wanted.  

11. Just got to be brave in future and believe in what are you doing. 

12. RYE could help me to expand 
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ANSWERS FROM RESPONDENT B 

1. Concept of my business is entertaining business, and we are providing es-

caperoom services in the Kainuu region. Business has been rolling for over 

two years now. (Since march 2016)  

2. When we launched our first escaperoom , there was no competition in region 

at all. The idea came up when four ambitious guys met and made the idea. 

(Live escaperoom concept came to Finland first at 2014 and the idea is orig-

inally from Japan) 

3. The biggest difficulties were to find location for the services. After we found a 

good spot for the business the next step was developing the service product.  

4. I got to know from RYE around two years ago and since that I’ve been con-

nected to people who work in RYE. 

5. RYE project has been amazing journey during these years. I’ve been able to 

have chance to get connection all around the Europe from that project.  

6. I’ve got good connections from the RYE Cool Awards. Especially from the 

Northern Ireland.  

7. There is no competition in the region – Nearest are in other cities but it 

doesn’t affect to our business. 

8. I’ve been marketing the business for the whole Kainuu region (especially 

newspapers, social media, speeches, B2B marketing, B2C marketing, PR 

events 

9. Business is still at the growing stage so I think the next step is to expand it to 

whole Finland. 

10. In some point customers are no more interested about escaperooms (that’s 

happening maybe in 10 years) 
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11. I think entrepreneurship is all about the passion and to be brave – So in a 

nutshell you just got to believe in yourself when you have the passion to do 

it. 

12. Nothing specious at the moment – RYE has done a lot to help my business. 
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ANSWERS FROM RESPONDENT C 

1. We provide workplace wellbeing services for other companies (b2b) as a 

primary service. Our secondary service is different sports and wellbeing ser-

vices for societies, clubs and individuals. We started the business in August 

2017.   

2. We had been running a business through Junior Achievement studies with 

my business partner. It was clear that the former business we had wouldn't 

go on after we finish our studies. As we make up a good team together we 

decided to build something else which will last longer and allows us to get to 

the working life straight after graduation. 

3. We are still in the start of the business and the field or ours is not easy. I sup-

pose we haven't met the biggest difficulties yet. But to name one at the mo-

ment would be the struggle of combining entrepreneurship and studies. It's 

not always the easiest path as you keep getting busy with the entire work 

and study load. It's rewarding though so that's the spark which keeps us go-

ing on.  

4. RYE has been part of our path the whole time with this company. Through 

RYE cooperation we have had to think things through in two languages, as 

without everything would be done only in Finnish. It's a great strength to be 

able to provide information and services also in English. 

5. RYE has been a good "back up" force for the company. The place to get help 

to entrepreneurship if needed. 

6. It was amazing experience and opportunity. Got more confidence in present-

ing the company and had good and useful feedback which will be a good 

help developing our company forward. Networking is also really great in this 

kind of events. 
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7. The field of occupational wellbeing is not easy as there are many companies 

providing almost the same kind of services. So you have to be somewhat dif-

ferent to be successful. 

8. We promote mostly via social media. At the moment I feel RYE hasn't taken 

much part on the promotion side. 

9. During this year we will start serious growth as both of the entrepreneurs in 

the company finish the degrees. We will seek co-operators and make name 

for the company for this first year. Further we would like to grow the business 

to whole Finland and after that also abroad.  

10. Biggest pitfall would be not getting enough client companies. So that has a 

lot to do with marketing and promotion 

11. Co-operators would be important when growing and going further with the 

business. 

12. I think at the moment RYE is doing well and I can't think of new ways now. 
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ANSWERS FROM RESPONDENT D 

1. The company is founded in June 2017 and the corporate idea is to work for 

tourists, companies, and local public. The company will sail by boat in spring, 

summer, autumn and make dogsledding tours in the winter. These activities 

have good opportunities in the town. The company has one boat that is the 

Poca 600 passenger boat (25knot) that is approved to have 10 passengers. 

In the winter the company will make short and longer dogsledge tours. The 

owner  has 22 sled dogs ready and knows a lot of mushers in the city. Loca-

tion is good for possibilities, the nearest city receives international airport in 

the coming years, which will be filled with tourists. 

2. The idea of starting business came when I finished my education as arctic 

tourist guide + adventure guide. In my city, we/I miss tourist operators and 

therefore I have seen a great potential for tourism in the city and because we 

have unique nature. 

3. The most difficult thing is that I am alone in everything about it and all the pa-

per work has the most influence. To overcome i had to find people who can 

work to sail and i do the paperwork.  

4. I had already started the business when I met Sara and Alan from Greenland 

Business. They advised me to participate in RYE Connect's competition for 

entrepreneurship.  

5. Rye Connect has had a lot of positive influence on the company and meeting 

other young people who have or want to set up their business was good and 

inspiring.  

6. Attending rye connect connects me to the other young people who have or 

want to have a business. In my area as a tourist operator, the place was very 

inspiring, which has a great tourist attraction. 

7. It is hard to mention competitors who do like my business, because the com-

pany is the only one who makes guided tours in the city by sailing. The clos-
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est ones will be another company who make trophy hunting, dog sledding in 

the winter and walks in the summer. 

8. I use Facebook and I have a website where you can contract the company 

and after Rye connect and I became really good friends with other young-

sters who also promotes the company in their countries (i hope so)  

9. The development of the company has already begun and another boat is 

bought, the boat is coming here until summer. The cottages in dog sledding 

places are the next in the plan. 

10. –  

11. In my opinion to be successful entrepreneur, you must be able to work with 

others and keep checking and work of papers, not least to have passion and 

motivation at work 

12. – 
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Appendix 6 

ANSWERS FROM RESPONDENT E 

1. My concept in my business is "buy groceries online and bring them to your 

door" idea came to end in 2016 and first we opened January 2018. 

2. I have always wanted to start my own business and in 2012 I thought I would 

open a just eat concept in my home town but then I thought the population 

was not ready for this kind of online trade but in 2016 opened a just eat con-

cept in my home town and heard that it was overwhelmingly good for him 

who opened it, I thought what is the most we buy daily and it is of course 

groceries then I started working a little with the idea and got one of the big-

gest chain of stores in our country with the idea and then signed a contract 

with them. What's unique with my business is that we are the first in the 

country to run an online grocery store and save a lot of time when shopping 

through us and when our partner has offers on their groceries we also have 

offers on those have offers and at the moment there are 2 others who have 

copied our concept but we are clearly the biggest already of the 2 others be-

cause we can see it is difficult to enter the market because we have domi-

nated the market so much. 

3. The hardest thing has been the economic part. Since I have not saved any 

money to start my business, it has been difficult to go down to the bank and 

convince them of my idea. It was not hard to sell my idea but to convince 

them that it is a business that can drive well and can grow to other Green-

landic cities. That part was difficult, but nevertheless, we managed to get a 

huge amount of money from the bank without even having invested anything 

for the company. 

4. We heard about RYE the first time we talked to Greenland business in the 

end of 2017 where it asked us if we could be interested in joining RYE where 

we said yes without any doubt. RYE has not had an influence on the for-

mation of our company as we were already close to opening the company 
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5. I had a good co-operation and good chemistry with the RYE staff. It was a 

little difficult to advise me on my business when I had control of my things as 

it said. Contacted the right companies where it ensures us a solid economy 

all year long and have future plans to ensure that my business can live for 

many years. 

6. After winning the innovation award, I got a lot of attention from the media 

where it called me every day and asked me some questions. I was in the ra-

dio and the television where I was going to talk about RYE and my own 

company where we got a lot of advertising when we were in all the media in 

Greenland. The effect was that my business was very busy as the whole na-

tion learned that paju.gl exists and how we work.  

7. As I mentioned further, I have 2 competitors who then opened just after I 

opened my business. but we have not been able to feel the other 2 compa-

nies because we dominated the market so much that it is only our business 

when mentioned when talking about online shopping. We are also the only 

one who has a partnership with a big store chain and where we have huge 

advantages in the market.  

8. We advertise our business most on Facebook since most people are online 

on Facebook. But we have also been all over the media where we can see 

that it also has a big impact on reaching potential customers. RYE has not 

helped us to advertise us or when I won the prize of innovation but it is 

Greenlandic media that only contacted me about my business. So what RYE 

has helped me is to get the attention of my country's media because I won a 

prize.  

9. We have huge plans for our business. Right now we are taking over the fast 

food market here in our city as well as delivering and picking up people's lug-

gage to the airport, ie we check in for people so that it does not even have to 

go to airports and spend time and effort to stand in line to check their lug-
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gage. We also have plans to franchise our business to other Greenlandic cit-

ies as it has shown a lot of interest in our concept. 

10. What can hurt my business in developing is when people think that my busi-

ness is too expensive or we think we service poorly. It is also that we are al-

ways aware that we must serve our customers as best as possible and we 

should not see that we are only looking for people's money, we also have to 

seem intrinsically in our country's culture and interests so that we can come 

to our customers. 

11. You have to burn for its idea and never doubt its own ideas for customers 

can quickly notice when owners are in doubt about their own business. You 

should also be keen to work 80 hours a week at the start as I do now and 

therefore I've had a little hard time finding time to write about this and you 

should always be 2-3 steps ahead of their competitors and always develop 

its activity. You should never be relaxed when you have just signed a 2 mil-

lion amount of contract you must work harder after such a signature 

12. What can help other entrepreneurs is economy. I was a little disappointed to 

hear that it does not give any financial prizes to the winners because as new 

and just opened their business, you always need a little money. so I think 

that other entrepreneurs who will be in the future will be extremely grateful, 

given some ecological support. 
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Appendix 7 

ANSWERS FROM RESPONDENT F 

1. I started my business in October 2016. There we offer bespoke dressmaking, 

clothing alterations and a product range of wedding dresses sold on the 

online marketplace. 

2. When I was finishing my degree I was trying to figure out what type of job I 

wanted and in my country there wasn’t many fashion related jobs. I loved de-

signing and making dresses so that’s why it was best for me to start my own 

business and providing that service for people. 

3. At first fear was difficult to overcome because I had to learn lots of new skills 

such as how to record finances, but as time went on I grew in confidence 

and developed the skills I needed for the day to day running of the business. 

Another difficulty was just getting my name out there and gathering clients, it 

was a very slow process but in time you start to build up a good client base.  

4. I came in to contact with rye in October 2017 as someone had referred me to 

them. It influenced a lot because it helped me construct a plan of selling 

products along with providing a service for people. 

5. The mentors were very knowledgeable and had had a lot of experience run-

ning businesses, so they helped me organize finances and gave me lots of 

helpful advice.  

6. I met lots of new people at the RYE cool awards and I also gained more con-

fidence 

7. People have been congratulating me and have been very supportive 

8. I mainly promote my Business on social media, Facebook and Instagram and 

some I have cards and leaflets as well.  

9. The prospects look good, each year my business is growing and there is a 

lot of different avenues I can go down to ensure it will keep growing. 
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10. Currently I do everything myself so there is a limit to how much I can do. I 

also do not have my own studio yet so that would be very helpful  

11. Passion and confidence  

12. Follow up meetings every 6 months to see how things are going. 
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