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The main idea of this thesis work was to describe how to establish and manage a business 

in Finland if you are a foreigner. This thesis was based on real – life example. My friend 

and I established a cafeteria called Coffee Club “Kahvihetki” Ay in Finland. Both of us are 

foreigners and came to Finland for studies. Thus, my thesis work is based on my own 

experience.  

The main steps of establishing a business based on the example of my own business. The 

thesis work discusses the importance of writing a business plan before founding the new 

organization. In addition, the main legal issues were declared and discovered. The thesis 

includes the main agreements and contracts that were signed while establishing business to 

show and give an idea how it may look like. In additional, there is a description of why it is 

important to outsource some duties of one’s company, and when it is possible to manage 

by oneself. In the thesis, it is also shown how to develop your company and to make it 

known through cooperation with other companies.  

This thesis work consists not only from information on how to start a business, but also 

displays the main problems and difficulties that new founded entrepreneurs can face. The 

thesis also discusses how to avoid such situations and how to manage the problems that 

may arise.  
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1. INTRODUCTION 

 

All of us aspire to have better being. People are ready to leave their houses, usual life-style, 

work, family and friends to reach for better life conditions. From day to day, more and 

more immigrants move to Finland to continue their life here.  

Many immigrants come to Finland for studies. There are different reasons why people 

decide to get an education in Finland. Someone thinks there is a better system of education 

in Finland and it is good to study in a foreign country and then to go back to their home 

country. Others move to Finland, because there is a better economy system and there are 

more opportunities to have a better life. Thus, mostly people come for studies to Finland to 

stay here later on.  

Those who came to Finland for studies and decided to stay here after graduation try to find 

a job or set up their own business. People who decide to work as an employee get a chance 

to socialize, to learn more about the local culture and people. It also helps them to learn 

Finnish language, which is important for living and working here. Other part of immigrants 

set up their own businesses to have a workplace and to provide for their families. Usually 

such people already had some experience in doing business in their home countries and in 

addition, they have some basic knowledge of Finnish language. Thus, that they know more 

or less where to start and they are ready to face difficulties and problems that may arise.  

There are around 6,500 businesses now established in Finland by foreign people. Most of 

them operate in the capital of Finland, Helsinki. In addition, there are many businesses 

operating in small cities. Nowadays, in every small city, you will find at least one business, 

which is operated by foreign people.  

My friend (partner in the future) and I were the persons who came to Finland for studies. 

We did not know each other before and became friends already here in Finland through our 

studies. On the third year of our studies, my friend told me about her business idea and 

asked me if I want to try to establish a business with her. The idea was to open a coffee 

club in the city centre of Ylivieska (the city where we were studying). The idea was good, 

and that is why we decided to try to realize it. We gained knowledge during our studies 
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that helped us to make our plan work. It is much easier to operate when you have at least 

theoretical data that may help you. It is also good to have practical experience, but at the 

same time, it is possible to learn everything while doing it for first time.  

In this thesis work, I would like to share my knowledge and experience that I gained while 

being an entrepreneur. I hope it will help you to see a realistic picture of being an 

entrepreneur, to get useful information, and to see which problems and difficulties can 

appear and how to manage with them.  

Before I will go to details, I would like to point out that to become an entrepreneur in 

Finland, one needs to do a large amount of work. It is good, but not enough to have just an 

idea what your business will be. Finland is a good country to start a business and to try 

realize one’s ideas, but one needs to understand that there can be many difficulties on the 

way, which one need to face and to deal by oneself. To manage with all problems one 

needs to be educated, independent, self-confident and a strong person with leading 

character, as first of all, an entrepreneur is a person who organizes, monitors and manages 

all the things in the business by himself/ herself. If one is not sure in oneself, then it is 

better not to start, because nobody will believe in the success of one’s company.  
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2. BORN OF IDEA 

 

We always try to make our life better. We move and settle to the more suitable places for 

living. We go to the universities to get more knowledge and to share or thoughts. We work 

to get experience and to provide our life with all that we need. If there is something 

missing in our life, we are trying to change, to reach or to create it. People decide to 

establish their own business, because there is something missing in their life, for example, 

work, money or good place to go. People try to improve their reality. 

When my friend asked me to join her in establishing a business, I had been living in 

Finland (Ylivieska) for 3 years. Ylivieska is a small city in the Northern Finland region. 

The idea was to open a small and cosy place where people could socialize. For sure, there 

are different places to go in Ylivieska such as pubs and bars. However, all of those include 

alcohol as a part of time spending. My friend’s idea was to create a place, precisely a 

cafeteria, where people could meet and spend time without any alcohol.  

We both, me and my friend Svetlana Wojciechowska, are from the big cities of Tallinn and 

Saint Petersburg. We used to spend our time in the city centre with our friends or family 

members. When visiting some big city, one will realize that there is a large number of 

various cafeterias and restaurants where people spend their time just chatting and having a 

cup of good coffee or tea. In European countries, coffee culture is a part of peoples’ lives. 

Of course, people’s habits and traditions differ from each other, but those differences are 

not so principal. All of those people, who visit coffee places, go there to socialize: to have 

a morning coffee, to sign a big contract or just to meet old friends.  

Finnish people are among the main coffee consumers in the world. They use around 12 

kilos of coffee per capita every year. This amount is almost twice higher than in other 

European countries. We found it weird that in such an international city as Ylivieska, with 

such habits as Finns have, there is no calm and cosy place with good and freshly brewed 

coffee.  
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2.1 Business plan 

 

There is always a question, if it is necessary to write a business plan for one’s idea or not. 

Usually entrepreneurs write their business plans, if they are planning to ask for a loan in 

the bank, trying to find investors or to get start-up funding for the business.  

In the fact, it is useful to write a business plan even if one is not planning to apply for 

funding or to ask for a loan. A business plan helps to see and discover the business idea 

more clearly and deeply. While writing a business plan one discovers the potential market 

and get a full idea of what the future customer needs are. A business plan helps to work out 

the idea in more details, to see all weaknesses and to avoid them. Every business idea is 

connected with numbers and money and it is good to make all necessary calculations 

before realizing the plan. Avoiding financial part in the business plan may lead to 

significant problems in the future. The business plan helps you and your business partner/ 

team to share knowledge and ideas connected to the topic. It makes people, related to the 

future company, more interested and shows if they are ready to work with the idea. 

Working on a business plan makes one think of the strategy for the idea and work out long-

term vision of it. One starts to understand the realistic plan of his/ her company and how 

the business can grow during the first few years. All the potential problems and difficulties, 

as well as the strengths and weaknesses can be identified and one learns more about the 

idea. 

First, we decided to write a business plan, because we were planning to apply for a loan 

and to get a start-up funding. Later on, we understood how important it was to discover our 

idea and to see all possible scenarios of development of our future business.  

In our business plan, we went through the most important issues. We described what the 

concept of our company is. We worked out the mission, vision, and value goals of the 

company. The business plan showed and defined the product and service that our company 

offers. We analysed the market, strategy and management structure to see our idea more 

clearly. We studied all the risks that can appear and prepared the financial plan for our 

company.  
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2.1.1 Company concept  

 

Coffee club “Kahvihetki” Ay supposed to be a small and cozy coffee shop at the very heart 

of Ylivieska. We believed that the incredible taste of good quality coffee becomes only 

better if you enjoy it in a nice company and having a good time. That is why apart from the 

wide variety of hot and cold drinks we offered our guests a cozy atmosphere to chat 

pleasantly, free Wi-Fi surfing on the Internet and board games to provide some 

entertainment. 

The coffee shop was to be located in the town center, so that it would be easy to access by 

car, bicycle or walking. There was a parking lot just in front of the cafeteria, so leaving a 

car just next to the entrance was not a problem. We were expecting the location to attract 

more guests compared to the competitors located outside of the city centrum. The location 

enabled using some outdoors space in the summer period, providing extra advantage in the 

market competition. 

 

2.1.2 Objectives/ mission / keys to success 

 

 

Our objectives were to: 

 become a known and popular place in Ylivieska among young people; 

 become one of the social centers in Ylivieska;  

 reach a stable number of customers daily on the range of 75-100 people; 

 pay back the initial debt within 1,5 years.  

Coffee Club was making its best effort to provide a unique place where customers could 

get energy for the coming day or relieve stress from the one passing, and socialize with 

each other and personnel in a comfortable and cozy environment. We were operating with 

the orientation on providing great ambience, convenient location and products of 

consistently high quality to our customers.  
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Our main keys to success were personal skills and the knowledge obtained during studies 

as well as practical experience. The ability to stay hard working and cold-headed allowed 

us to set goals clearly, choose necessary managerial and business tools and strategies to 

achieve the goals. That was our main idea of operating in business. 

Of no less importance is the novelty of products and services we were offering, which 

means a significant competitive advantage, which is very important when starting 

operations in such a small town as Ylivieska is. We were the only coffee shop in the city, 

providing the service to our customers in five different languages and 7 days a week.  

 

2.1.3 Products & services  

 

We provided our customers with the best quality coffees, teas and pastries. Our menu was 

unique and completely different from those of the competitors in Ylivieska region market. 

TABLE 1. Menu of Coffee Club ”Kahvihetki” Ay 

Hot drinks Pastries 

1. Espresso 1,30 15. Carrot cake 2,30 

2. Double Espresso 2,20 16. Chocolate cake 3,00 

3. Actiivi 2,50 17. Honey cake 3,00 

4. Cappuccino 2,30 18. “Bird milk” cake 3,00 

5. Americano 1,80 19. “Napoleon” cake 3,00 

6. Latte 2,50 20. Cheese cake 2,50 

7. Cappuccino with syrup 2,80 21. Berry cake 2,50 

8. Latte with syrup 3,00 22. Lemon cake 3,00 

9. Cacao 2,50 

10. Tea (in a cup) 1,50 

11. Tea (in a pot) 3,00 

Cold drinks 

12. Coffee Glacé  2,50 

13. Freshly squeezed juice   2,00 

14. Home-made soda 1,00 
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An additional service of our company was to provide a place for socializing for young 

people. We noticed the lack of a place where people of 17-35 could come to talk, spend 

time, rest and just enjoy themselves. We were happy to offer them the possibility to come, 

have a cup of a good coffee or tea while reading a magazine or newspaper, talking to their 

friends, surfing on the internet using free Wi-Fi access or playing board games. 

 

THE LIST OF SERVICES AVAILABLE 

1. Board games (e.g. Monopoly, Uno, card games etc.) 

2. Up-to-date magazines and newspapers 

3. Free Wi-fi 

4. Table reservation 

5. Phone ordering 

6. Take-away service 

7. Special occasions: performances (live music) 

8. Special occasions: meetings with specific people 

 

2.1.4 Market Analysis Summary  

 

Most customers were residents of Ylivieska, including students, workers, business people 

and senior persons. From the experience, it is visible that customer demand differs 

significantly depending on the time of the year. In summer, some students were leaving, 

but other people were coming to Ylivieska to work. Nevertheless, people tend to spend 

more time outdoors, walking, cycling and enjoying the summer. The coffee shop was 

located on the same street with two only kiosks selling ice cream during summer time, 

which means more people just walk around and, out of curiosity, pop in. However, the 

general depression reflects in the demand since many customers go away for vacations. 

The main target group for us was young, open-minded people (17-35), with an active life 

position, and looking for new experiences. However, since the main target was not as big 

as it would be in the metropolis, the market segmentation was not so important – we were 

glad to see very different customer groups in our coffee shop. We were planning to 

maintain an open dialogue with our customers so that everyone would benefit from it.  
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The main idea of our business was to warm up cold Finnish winters, as well as to refresh 

hot summers. We offered different services for different customers, all having the same 

main theme: flexibility. Business customers could get their hot and energizing espresso as 

soon as they wish and continue to their offices, while younger customer, who felt 

comfortable to study or just spend time outside of home, could spend a few hours with us, 

talking, enjoying their coffee cocktails and playing board games. The target market was 

not so big and segmentation was not as strict as it would have been in case of a bigger city, 

so we should always remember that a customer decides , how, when.  

At that moment in Ylivieska there was no special place for young people to meet their 

friends in a nice and pleasant atmosphere, or to take a girlfriend for a date. Of course, there 

were restaurants, but if one is looking at emotional part of a date, we believed that not the 

food, but the mood matters. Inhabitants of Ylivieska definitely needed a place “to drop 

by”, which we were ready to provide for our customers. 

However, being a coffee club set quite high standard for coffee, coffee-based drinks and 

other products, which we were ready to meet. In increasing market saturation situation it 

was an obvious fact that one should be faster, better, more individual and specific to win. 

We were prepared to show all of these qualities. 

 

2.1.5 Strategy & Implementation Summary 

 

Our coffee club was positioned as a unique place where people can not only enjoy a cup of 

thoroughly prepared coffee, but also spend time in a pleasant environment with dimmed 

light and relaxing soft music. Comfortable furniture and a customer-oriented approach of 

staff members would nicely differentiate us from competitors. In addition, we provided 

live music evenings as well as possibilities for renting the whole place for the needs of 

customers.  

We positioned our Coffee Club as the first recreational café-club in Ylivieska for young 

and active people, looking for an excellent service, reasonable prices and homely, cozy 

atmosphere. We believed that coffee is not only a drink, it is a style of life and a source of 
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a big pleasure, if cooked properly and served nicely. Moreover, we set up the company for 

our customers to enjoy the moment of coffee that they would like to last for longer. We 

were ready to prove that coffee is not only the energy source, but also the taste and mood. 

Another important point was that we were planning not to serve any alcohol, as we 

strongly believed that good friends, comfortable place and nice alcohol-free drink is better, 

healthier and more pleasant than drinking senselessly and harming (potentially) others 

while being drunk.  

Our prices were reasonable and comparable to other companies in the same branch. On the 

other hand, the amount of services offered for this price was significantly bigger, which 

meant that for more or less the same money customer got more than in any other place.  

Moreover, as a small starting company we were ready to be flexible for certain customers, 

such as nearby companies, inhabitants of the same building etc., and we were willing to 

discuss special price offers. 

It was important to understand that for a small new company it was essential to use the 

model of penetration pricing, when entering the market with competitors that have been in 

the business since 1929, for example. 

Advertising was important for our company. That is why we planned to combine the usage 

of different medias for promoting of our company, the most important of which was the 

form of word-of-mouth marketing (WOMM), which is quite typical in small towns. This 

means that the information would be passed by on different friends/relatives/colleagues 

channels starting from informing selected people with the widest connections in and 

around Ylivieska. Obviously, in the era of computer technologies, the Internet and 

telecommunications, we planned to establish a fan-page in a social network (Facebook), 

inviting our friends and their contacts to join it and spread the information further on. In 

additional, for a direct contact to customer, we planned to send business cards of a 

company via mail, adding an invitation for an opening celebration. Another important form 

of communication was local newspapers and the school’s magazine, to which we sent 

advertising materials and a story about Coffee Club establishment. 
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We planned personal visits to nearby located companies (in Juurakko building, for 

example) with a special offer of a try-out and flexible offers on a daily basis or on take-

away services.  

We developed several contest-like programs for attracting customers’ attention in 

cooperation with Centria University of Applied Siences (Ylivieska Unit). The plan was to 

have discount cards distributed over to groups of potential customers, as well as launch a 

“Regular customer card”, providing the 11-th cup for free after collecting 10 stamps for 

earlier purchases. 

 

2.1.6 Management Summary 

 

The company was fully owned, run and operated by two partners having equal rights and 

sharing responsibility equally, me (Kristina Ljah) and Svetlana Wojciechowska.  

We believed that our education was sufficient for managing the business successfully, 

especially considering the fact of adequate practical experience of both of us. Thanks to 

connections that we had in Ylivieska region and especially in our school (Centria AMK, 

Ylivieska unit), we could get all the necessary information support, as well as other kind of 

help, if it happens to be needed.  

In our mind, the key to success was not only in theoretical knowledge, but also in personal 

skills and qualities, such as being hard working, creative and responsible. Being self-

confident was also an important factor as well as being cold-headed. Clear understanding 

of goals, knowing ways and tools needed for reaching it and hard-working and target-

oriented approach made it possible for us to start working on our own project.  
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2.1.7 Financial Plan 

 

An important fact for the profitability of our company was the leading position of Finland 

in the world coffee consumption level. Since all the Scandinavian countries are on the top 

of the world’s statistics, we could say that a coffee shop will rather be profitable in Finland 

with average annual consumption of 10kg/person (coffee bean weight considered, data 

from 2010).  

Moreover, the absence of a place of this type, that we were able to provide for our 

customer needs, also gave us quite high possibility of getting profits. We expected a stable 

profit grow for the first 6 months to slow down, but to be slightly positive during the 

second half a year. After the first year of operations, we expected the profit to be quite 

stable, with slight fluctuations depending on business environment situation.  

Considering relatively pleasant competition situation, we believed in a steady growth in 

profit around 5% annually. We expected also an increase in the market share and constant 

increase of customers for the first year, until reaching stability on the average level of 75-

100 clients daily. 

 

2.1.8 Risk Analysis 

 

There is a number of different risks that can appear while running a business. An important 

thing is to know and understand them, as well as to be able to recognize occurring of 

unfavorable situation as soon as possible, so that using appropriate knowledge and skills 

would help to “sail” through the hard times.   

Financial risks can appear in every company as well as in our. That is why we needed to be 

ready for it and never assume a best-case scenario. Therefore, before entering the market 

we assumed our opportunities to earn and to have profitable and efficient business. We 

considered that there can be a hard time for our business as well, but thanks to our 
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education and knowledge, we could overcome all the difficulties by the means of using 

different managerial tools and strategies.  

We needed to estimate our demand realistically at the beginning and be ready for the 

possibility that the idea could not work. Very often, businesses do not react accordingly 

when demand is low, because they believe that situation is not too serious and it is 

temporary. Only when the company goes to bankruptcy the representatives realize that it 

would have been possible to correct the situation and to avoid mistakes if there was a quick 

reaction in the right time. We considered the fact that there will be insufficient demand 

from our customers in the very beginning because first of all they would need time to 

familiarize with the products we offered them. When people are used to go to the same 

places for a coffee for a long time, it is really difficult to offer them a new place with new 

product. Nevertheless, due to good advertisement, quality and prices we expected 

satisfactory demand for the first 6 months, reaching its top after 10-12 months, and 

stabilizing at the level of 75-100 customers daily. 

We were going to offer a relatively new product and service to our customers. However, 

we always remembered about competitors, which had been working in the same field for a 

longer time and, possibly, know market and customers better than we did. However, we 

believed that a good service concept and new and innovative ideas would help us to gain a 

competitive edge. Low prices would allow to attract customers and to show them that we 

offer qualified product, good service and cozy atmosphere.  
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3. BUSINESS REGISTRATION 

 

It is a rule that all companies operating on the territory on Finland have to register at the 

Trade Register (in Finnish Trade register - Kaupparekisteri). Every day a large number of 

new businesses enter Finnish market and register themselves in the Trade Register. After 

registration in the Trade Register, your business becomes official and it means that nobody 

else cannot use the name of your company without your permission.  

To register your business you need to select the right form of business that contains 

operations and actions of your business. A business in Finland can be operated either by a 

private entrepreneur, as a limited company, as a company with general partnership or 

limited partnership, or as a co-operative company which includes at least three members. 

Start-up Notification Forms can be found only in two official languages in Finland, in 

Finnish or in Swedish. You can find those blanks on the official web page of Trade 

Register www.prh.fi. You need to fill up the same form twice, because the second copy 

should be presented to enter the registers of VAT system. To VAT system is included 

registration of the business in general, registration of employers and employees, of persons 

who pay pre-taxes in the company and so on. (Finnish Patent and Registration Office 

2014) 

In addition, one needs to pay the handling fee that is different for every form of 

organization. Normally, the fee varies from 105 to 400 euros. (Finnish Patent and 

Registration Office 2014) 

You need to know that the natural person resident in the European Economic Area may 

have a business in the territory of Finland without any special requirements or permission. 

However, a person who is residing outside the European Economic Area requires a trade 

permit. The person can apply for it from the National Board of Patents and Registration. If 

one wished to establish a company with partnership, then at least one partner should be 

resident in European Economic Area or the partner is a legal person and has a registered 

office in the European Economic Area. Otherwise, a permit shall be applied as I have 

mentioned before. The application can be in free form, but it should be done in Finnish or 

Swedish. The application should include the main information about the person, and the 

person’s place of residence. In addition, it is needed to explain for what the permit is 

http://www.prh.fi/
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applied and to give the main information about the new company such as the trade name 

and business ID. One needs also to give postal address and contact information, to sign the 

application and to send it to the National Board if Patents and Registration. (Holopainen 

2009) 

 

3.1 General partnership  

 

We registered our company as a company with general partnership, because our company 

was established and operated by two persons.  

In the company with general partnership, both persons are responsible for all actions that 

are running in the business. All tasks, duties and responsibilities are divided between two 

partners. The individuals establishing a business can be natural or legal persons, and as a 

minimum, one of them has to be resident in European Economic Area. Otherwise, all 

partners should get a permission from National Board of Patents and Registration. 

(Holopainen 2009, 18) 

When establishing a new organization, one always has to think about the new trade name 

for it. The company’s name of general partnership can be registered in Finnish or Swedish. 

It can also be registered in a few different languages, if it sounds well and it has the right 

meaning. In the case of general partnership, every trade name should include the additional 

words such as “avoin yhtiö”, which means general partnership. In addition, one has to 

check that there is no the same name registered already in Trade Register. One has to think 

out new and individual name that will display future business percentage. (Holopainen 

2009, 18-19) 

We registered our company with the name Coffee Club “Kahvihetki” avoin yhtiö, but 

while operating the business, we used the short version of it. First, we wanted to have the 

name in English, but considering the fact that our business was operating in Finland, we 

decided to combine two languages. It was a good decision, because probably that would be 

hard for Finnish people (especially older generation) to pronounce a long name of the place 
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in a foreign language. So, later on our cafeteria was known as ”Kahvihetki” among local 

people.  

To register a company with general partnership it is needed to fill – up a notification form 

(in our case it was Form Y2). Additionally, such enclosures, as partnership agreement need 

to be enclosed. (Holopainen 2009) 

  

3.2 Partnership agreement 

 

A partnership agreement is a document that is signed between two persons, who are 

planning to start a business together. The partnership agreement includes parts of the 

ownership and shares of profits/ losses of the business, explanation of the duties, 

responsibilities and rights of each partner, the duration of partnership, and the conditions of 

business termination. The partnership agreement is written in free form and may contain all 

wishful by parties conditions. (Holopainen 2009, 21-22) 

The partnership agreement of Kahvihetki was composed and filled in Finnish language. It 

was quite simple one and did not contain too much of information and conditions. It 

contained the official name of the business, a description of the organization, and the 

names and basic information about partner. In additional, some conditions that both parties 

were ready to accept were included (see APPENDIX 1). Altogether, there were three 

copies of this agreement. One was sent to Trade Register, and the other copies were left to 

the partners.  

 

3.3 Additional information 

 

As I mentioned before, there are a few forms of organizations that can be registered and 

operated in Finland. We did not choose private entrepreneur, limited company, company 
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with limited partnership, or co-operative company forms, because they simply did not fit to 

our business concept.  

 

3.3.1 Private entrepreneur 

 

If there is a private person, who is a resident in the European Economic Area (EEA), and 

he/ she wants to operate a business, then this person needs to register the new company as 

a private entrepreneur. The person, who is not in EEA, can register a company as a private 

entrepreneur as well, but such person needs to get a trade permit first. When a person has a 

permanent residence permit, then he/she is able to register his/her company. (Holopainen 

2009, 13) 

The registration procedure is almost the same as in the form of general partnership 

company. The main difference is that signing a partnership agreement is not needed, 

because you operate individually.  

To register a company with private entrepreneur you need to choose Y3 start-up 

notification form. The main information that you need to provide is: 

 the trade name of the company 

 your own personal data (name, personal identity number, address, nationality) 

 the field of your trade 

 municipality of the main establishment 

 the address of the business 

 additional name if there is some 

 the representative (in case, if entrepreneur is not resident in EEA) 

 the date and signature  

(Finnish Patent and Registration Office 2014) 

There is also small difference in the company’s name registration. A private entrepreneur 

can use additional part in company’s name such as “Tmi” or “Toiminimi”. However, it is 
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not obligatory, and the entrepreneur can register only the name he/she has chosen. 

(Holopainen 2009, 14) 

 

3.3.2 Limited partnership 

 

A limited partnership is almost the same as general partnership. The main difference is that 

in limited partnership there are two different types of partners:  

 general partners, when both partner are equally liable for all actions running in the 

business;  

 silent partners, when liability is divided by the amount of partner’s input (normally, 

it is mentioned in the partnership agreement) 

Thus, in limited partnership there is at least one general and one silent partner. In such 

case, general partner invests a bigger amount of money that is needed to make the business 

work. The silent partner invests a smaller amount of money that is mentioned and agreed in 

the partnership agreement. (Holopainen 2009, 26) 

A company with the limited partnership should include the word “kommandiittiyhtiö” in 

its trade name. Other rules about languages are the same as form a company with general 

partnership. (Holopainen 2009, 26-27) 

To register a company with limited partnership, one needs to fill up the same form Y2, as 

for the company with general partnership. In addition, it is necessary to have a partnership 

agreement. (Holopainen 2009, 29) 

 

3.3.3 Limited company 

 

One or more natural or legal persons can establish a limited company. Partners of the 

company can be natural or legal persons. The limited companies are divided into private 
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and public companies. The main difference between these two types is that securities of a 

private limited company may not be admitted to the public trade referred to in the 

Securities Markets Act or a corresponding procedure. (Holopainen 2009) 

In limited company there are not just partners, but shareholders, whose rights are limited 

by the number of the shares they own. The minimum share capital for the private limited 

company is 2500 euros, and for a public limited company it is 80000 euros. (Holopainen 

2009, 34) 

The trade name of a private limited company should include the words ”osakeyhtiö” or 

abbreviation ”oy”. The public limited company should include in its name the words 

”julkien osakeyhtiö” or ”oyj”. The rest of the rules for the name registration are the same 

as for other types of companies. (Holopainen 2009, 34-35) 

To establish a limited company, it is needed to: 

 draft the Memorandum of Association 

 draft the Articles of Association  

 subscribe the shares 

 organize meetings of shareholders 

 approval of the Articles of Association 

 choose Managing Director and Chairman of the Board of Directors 

 pay share capital 

 to register the company 

(Rovaniemi Regional Development) 

 

3.3.4 Co-operative 

 

At least one person can establish a co-operative company. However, it is always easier to 

have a business with partners, and that is why normally a co-operative company has more 

than one member. All the members have an equal vote in the company. Representatives of 

co-operative company can decide by themselves what will be amount of the share capital. 
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The only rule is that the share capital should be in equal amount for all parties. 

(Holopainen 2009, 49-50) 

The trade name of a co-operative company should include the words “osuuskunta”, but the 

short form “osk” can be used as well. (Holopainen 2009, 50) 

As well as in limited company, there should be some actions done before starting a co-

operative company: 

 choosing Board of Directors  

 choosing Managing Director 

  selecting Supervisory Board 

 drafting the rules of co-operative company 

 organizing of the meetings 

 paying share capital 

 electing of auditors 

 registration of the company 

(Holopainen 2009, 50-57) 

 

3.3.5 Branch of a foreign organization 

 

A branch of a foreign trader is a part of foreign organization that is running a business in 

Finland. The branch company established in Finland should operate or contain the same 

trade name as a foreign company. It should also operate in the same field as the foreign 

company. (Holopainen 2009, 63-64) 

Only if the foreign trader will submit a Start-up Notification, then the branch company can 

start its operations. If the foreign trader is outside of European Economic Area, then the 

allowance of Finnish Patent and Registration Office is also needed to start a branch 

organization. (Holopainen 2009, 64-67) 
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4. BUSINESS LOCATION 

 

In order to establish a new business and to get the main target it is important to choose the 

right place for the future business. The “Place” is one of The Four P’s. The Four P’s are: 

 Product 

 Place 

 Price 

 Promotion 

On the first sight, it seems easy. Just choose whatever place and start a business. However, 

it is quite difficult to find the best one. It is important to find and choose the right place for 

the business for those who has direct daily contact with customers, for example, such 

places are restaurants, cafeterias, shops, and even some service businesses. “Place” is the 

place of distribution where your customer come to try your product or to use your service. 

That is why, when choosing a place for a business, one needs to think about several things 

and ask the following: 

 should my business be in the city centre or in the suburbs? 

 is this location convenient for my customers? 

 should my place be visible and easily reachable for pedestrians and car users? 

 do I need to find a big or small place for my business? 

 do I personally like this place/ feel comfortable in  this place? 

 will my customer like the place? 

 is it a good place relatively place of my main competitors? 

 can I afford myself to this place? 

 are any special requirements needed for my business? 

That are basic questions need to be asked, when choosing the place for a business. After 

that, one will understand better what the needs are and it will be easier to find what one is 

looking for.  
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We started to look for the place by asking ourselves those questions and looking for a 

suitable place. We decided that our cafeteria is going to be in the city centre. The main 

reason was that there was only one cafeteria in the city, and our was supposed to be the 

second one. The city centre was quite a good location for us, because there are many 

different service companies and shops working. That meant that it is a lively place with a 

significant flow of people. We wanted to find a lovely, calm and cosy place which would 

be easily accessible for pedestrians and drivers. We did not need any special requirement 

for our business that is why we were looking for not a big place with the good price. 

 

4.1 Search for the right place 

  

The easiest way to start searching for a place for a business is the Internet. There are many 

realtor companies who offer different options for sale or rent. One of the most popular and 

well-known realtor companies in Ylivieska are OPKK and SKV companies, the smaller 

one is Kiinteistömaailma.  

Ylivieska is quite a small city and that is why we did not use the Internet for searching for 

the place. We simply went through the city centre and checked available places. It took us 

several times to go through the city, and we found the needed place. We found the place in 

the town center, but on a cozy and, to some extent, quiet street, more popular with 

pedestrians and bicycle riders. On the other side of the road (just 1 min walk away), there 

was a big parking lot between Mustaleski nightclub, Kenkäkauppa shop and Sampo bank. 

That would make our location from one hand, easily accessible for any means of 

transportation (walk, bicycle, and car) and, on the other hand, not too noisy and busy.  

As visible from the GRAPH 1 (location is marked with red color), the chosen location is 

just in the heart of the town, on the crossroad of pedestrian and car routes, just a few 

minutes’ walk away from the most important objects of Ylivieska’s infrastructure.  

The OPKK company was working with this place; we contacted them and arranged a 

meeting. During the meeting, we asked all the questions we had about the place and went 
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to see the actual place. The place suited to our expectations and we decided to meet with 

the owner of the place to discuss the details.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

GRAPH 1. Location of Coffee Club “Kahvihetki” Ay 

 

4.2 Permission of the owner 

 

When starting a new business, especially restaurant or cafeteria, one already has the picture 

in mind of how it should look like. Of course, to get the place of one’s dream, one needs to 

work on it and to do some changes. The place we chose had been working as a beauty 

salon before, and it needed big changes and renovation to look like a cafeteria. Considering 

the fact that we did not plan to buy the place, but just to rent it, we needed to get the 

permission from the owner of the place for changes.  

In order to get the permission for the changes we provided the owner with all the needed 

information about our business. We presented her our business plan with a detailed 

explanation of what we are planning and willing to change and how the place will finally 
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look like. Additionally, she asked us to present her the interior plan, to see how the place 

will look after renovation.  

Finally, the owner of the place agreed to the “new look” of the place and gave us her 

permission for the changes and renovation. 

  

 

GRAPH 2. Interior plan of Coffee Club “Kahvihetki” Ay 
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4.3 Permission of the landlord 

 

After we got a permission from the owner of the place we wanted to rent, we got to know 

that before we will sign the contract with the owner we need to arrange the meeting and to 

get one more permission from landlord of the building. Without that permission we could 

not start, that is why we met with the landlord.  

We presented the same documentation as to the owner of the place before, but additionally 

we had a long discussion about the up-coming business. Considering the fact that we had 

chosen the place in the living blockhouse, the landlord wanted to be sure that we are not 

going to bother people living there. He thoroughly checked our opening hours, if those are 

according to the rules. In addition, he made sure that we are planning to open non-alcohol 

and non-smoking place. The landlord was the person, who really carefully checked all the 

papers and discussed with us all the rules. And when assumed him, he gave us his 

permission to start a business in his building.  

Considering the fact that Ylivieska is quite a small city and people know each other, there 

was no written permission from the owner of the place or from the landlord. All 

communication, solutions and permissions were done orally and confirmed by phone calls.    

 

4.4 Placement contract 

 

First, I would like to say that mostly all communication and all papers were filled in 

Finnish language. Normally Finns are ready to switch the language, if they know English, 

but it is better, if you can at least understand Finnish well to be able to sign all the needed 

papers.  

When we got all the permissions, we met with the owner of the place to sign the placement 

contract (see APPENDIX 2). Our placement contract was composed by OPKK company 

and had several points: 
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 contact information of the owner of the place 

 tenants’ contact information 

 placement information (address, placement specifications) 

 rental period (starting date, terms of notice) 

 the amount of the rent (additional expenses as electricity) 

 rental deposit 

 conditions of increase of the rent 

 permission for renovation (everything what was discussed before) 

 signatures of both parties 

 

4.5 Renovation 

 

In order to lose no time the renovation of the place started immediately. To get all the 

needed equipment we went to Estonia. The main reason was the prices of construction 

materials, Finland is quite an expensive country and we decided that it is possible to save a 

good amount of money by bringing the needed materials from Estonia. With the help of 

our families and friends, we were able to complete the renovation of the place in a short 

time with the minimum of expenses. For sure, there are many companies, who offer their 

services and help, but we did not use any and managed by our power.  

All the furniture and big electrical equipment was bought in Finland, because it was easier 

to deliver it to Ylivieska, and to get needed service by warranty in the case of a breakdown.  

The shopping and renovation was done in 1,5 or maximum 2 weeks and we were ready to 

open our doors.  
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4.5.1 Brand/ label/ design 

 

If the renovation was a thing we did by ourselves, then design was done by a professional. 

We decided that we will be not able to design and work out the proper label for our 

company by ourselves and decided to outsource it. Magdalena Maślerz 

(http://www.magdalena-maslerz.tk/), our friend from Poland, did all the design work for 

our up-coming business. She prepared the label for our company that we placed on the 

window of our cafeteria, as well as all the necessary material that we needed, such as 

business cards, cards for coffee stamps, table with opening hours etc.  

 

 

GRAPH 3. Example of label designed  

 

 

4.6 Permission of food premises (Kallio) 

 

When everything was ready for opening the business, we invited food premises to come 

and check if the place followed all the rules, and if we can start our work. Because without 

that permission we could not start to work. A health engineer came to examine the place 

and space, in which food meant for sale was planned to be prepared, stored, served or 

handled. While examination we had got to know that there are strict rules concerning the 

place where there is going to be a cafeteria. For example, the health inspector checked such 

points as: 
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 if there are more than 24 sitting places in the cafeteria, then it is obligatory to 

provide two separate toilets for male and female customers 

 is there a place for cleaning implements, because all the cleaning equipment and 

chemical liquids should be kept in separate locker 

 is there a separate room for the staff 

 there should be no food and drinks stored in the staff room  

 the fridge/ cake display in the cafeteria should be big enough to keep food/ cakes 

 there should be right temperature in the fridge/ cake display 

 there should be a separate place for cooking/ baking in the cafeteria 

 all the lamps that are above cooking area, should be safe enough (in case of a light 

bulb blowing the glass should not fall to cooking area) 

 there should be two water supplies/ sinks in the kitchen, one is used for washing the 

dishes, other one for washing the hands 

 there should be a good enough ventilation system in the cafeteria 

Those are the main points that were checked by the health inspector in our cafeteria. For 

sure, all the rules and points vary depending on the business specialization and on specific 

placement of the business.  

When the examination was done, we got a certificate (see APPENDIX 3), where the 

following information was mentioned: 

 that our company was examined  

 the date of examination 

 that we got the right to operate 

 the information of our company 

 the business ID of our company 

 the place, where our company is going to operate 

 the name and signature of the inspector 
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4.7 Company’s insurance 

 

The last thing that we did before opening the doors of our new cafeteria was that we 

insured it. Some say that it is additional expenses for your company. Yes, it is. However, it 

is important to have an insurance for your company to protect it from potential problems 

and accidents. One never knows what will happen tomorrow, and not everything depends 

on entrepreneur, sometimes things that cannot be predicted or avoided happen.  

In general, there are four types of insurances in Finland:  

 vehicle insurance 

 personnel insurance 

 public liability insurance 

 building and content insurance 

In our case, we needed only two of those insurances: personnel insurance, building and 

content insurance. The personnel insurance covers sickness, accident or illness. The 

building and content insurance covers the property and its content in case of fire, water, 

earthquakes, lightning, storms, explosions, burglary and theft.  

There are a few insurance companies operating in the area of Ylivieska. Considering the 

fact that we had not have any business with any of those companies, we decided to ask for 

an offer from a few companies in Ylivieska. Finally, we chose the company, which in our 

mind was the most suitable and offered us the best price and conditions.  
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5. ACCOUNTING 

 

Every business in Finland should have its own bookkeeping. Bookkeeping includes such 

information about the company as incomes and outcomes of the organization, costs, assets, 

funds and liabilities. When a company can calculate the difference between its income and 

outcome, then it can see the profitability of the business. The managers of the business are 

liable to organize its bookkeeping. All accounting materials should include all money 

operations of the business. The entries based on the receipts are entered in the books and 

the financial statement is entered in the balance sheet book per financial period. All the 

accounting materials have to be kept in a safe place.  

 

5.1 To insource or outsource the bookkeeping?  

 

To insource or outsource the bookkeeping is the personal business of every organization. If 

it is a small company and the owner wants to save money, of course, he/she can manage 

the company’s accounting by him/herself. In this case, the person, who is going to work 

with it should know how to do it right and professionally. Otherwise major problems can 

appear. Another way not to outsource the company’s accounting is to hire a professional, 

who does it for the company. However, normally this way is quite an expensive one, 

because in this case the company actually hires an employee and gets additional costs. 

There is also another way to do company’s accounting – to outsource it to another 

company. In this case, the organization chooses one of the accounting firms and outsources 

them all the bookkeeping. It is quite a good choice for those, who cannot manage the 

company’s accounting by themselves or who do not want to pay too much money for this 

service.  

During our studies in Centria University of Applied Sciences, we had managerial 

accounting classes, and in theory, we knew how to do it. However, in practice we decided 

that there is too big a responsibility and it is better not to take a risk. That is why we 
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outsourced the bookkeeping of our cafeteria to another company, called Talenom. The 

office of Talenom accounting company is located in Ylivieska. Thus, it was quite easy and 

comfortable to do business with them.  

 

5.2 Daily bookkeeping 

 

Although bookkeeping was outsourced, there was daily work that we needed to complete 

about our company’s accounting. At the end of every working day (or at the end of the 

month, but usually it takes more time to fill the table and to remember all details then) it 

was needed to fill in the cashbook. The cashbook contained all the cash receipts and 

payments, bank deposits and withdrawals. Standard cashbook in Finland for restaurants, 

cafeterias and other public catering companies look like this: 

 

TABLE 2. Cashbook of Coffee Club “Kahvihetki” Ay 
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At the end of the every month, it was necessary to collect all the receipts of the month, and 

to bring those along with the filled cashbook to our bookkeeping company. However, 

considering the fact that it is necessary to pay value-added tax, all the accounts have to be 

completed within one month and 15 days. Thus, we had some time limits, which we 

followed.  
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5.3 Accounting period 

 

There are strict time limits for the bookkeeping. The financial period is usually 12 months. 

If company is new one, and it is just starting to operate, then financial period can be shorter 

or longer than 12 months, but not more than 18 months. Usually the financial period is 

calendar year (1 January – 31 December). (Holopainen 2009, 99) 

There are also strict rules about keeping the accounting material. All the accounting 

material (receipts of the business transactions) should be kept for at least 6 years from the 

end of the calendar year when the financial period ended. All the books: including the 

balance sheet book, balance sheet itemizations, accounting frameworks, entry plan and 

method description should be kept for at least 10 years from the end of the financial period. 

(Holopainen 2009, 100) 
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6. TAXATION IN FINLAND 

 

Taxation in Finland is managed by the State of Finland, through Finnish Tax 

Administration, an agency of Ministry of Finance. All the taxes are collected by this 

agency and after that forwarded to the local authorities, municipalities and social security 

institution Kela. (Finnish Tax Administration 2010) 

Our accounting company managed all the tax issues in our company and our responsibility 

was just to pay all the bills we received in the right time. However, there are two main tax 

types that I would like to tell you about. They are value-added tax and income tax.  

 

 

6.1 Value – added tax 

 

VAT is the consumption tax that every seller of products or services should add to the 

price. The seller gathers that tax from customers, while selling the product or service and 

then returns that VAT sum to the state. The registration for VAT is obligatory for every 

company, whose turnover during the accounting period is over 8,500 euros. In case if the 

turnover of the company (for the accounting period of 12 months) is less than 8,500 euros 

then company is not required to have registration for VAT. (Holopainen 2009, 86-87) 

The rates for different goods and services differs. The rate of VAT can be 24%, 14% or 

10%: 

 24% is basic VAT rate operative for most goods and products 

 14% is VAT rate for food, animal feed, restaurants and meal catering services 

 10% is VAT rate for books, medicine, services relating to physical exercise and 

sports, movies, entrance to cultural events and to entertainment events, transport of 

passengers, accommodation, and TV licenses. 
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After registration in the VAT a system company has to report periodically all the VAT 

information flow of the company. Then the VAT amount can be calculated and paid by the 

company to the Tax Account system.  VAT information of the company can be reported 

monthly, quarterly or yearly, normally it is up to company to decide. To calculate VAT 

payable it is needed to take away the total input VAT on monthly purchases from the sum 

total of VAT that has been added to the price of sold goods or services during the month. 

(Holopainen 2009, 91) 

We paid the value – added tax of the cafeteria monthly. To make it easy to calculate we 

collected all the receipts and the information and forwarded it to our bookkeepers. The 

VAT payable was calculated of our purchases and sales, where 24% and 14% VAT rate 

applied.  

 

6.2 Income tax 

 

Income tax rate in Finland depends on the form of the company. Coffee Club “Kahvihetki” 

Ay was a company with general partnership. A general or limited partnership company is 

not separately liable for income tax. The reason is that the company’s result is divided and 

taxes as income of the partners. The income of the company is divided between the 

partners, as it was agreed in the partnership contract.  
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7. ADDITIONAL SERVICES 

 

There are many different additional services, provided by other companies, that may be 

needed when operating a business. Of course, one may manage without those extra 

services and costs that they may cause, but the life is going to be much easier with them. 

If to take our cafeteria as an example, I would like to tell that we used quite many different 

additional services, such as having an account in the bank, using the Internet connection or 

advertising in the local newspapers. Because on the 21st century, time of technology, 

information and innovation it is quite hard to manage without using novelties.  

 

 

7.1 Bank account  

 

It is almost impossible to operate a company without having an account for the company in 

the bank. The only possible way to avoid opening a bank account is not to have any money 

operations in the company; in this case, a bank account is not needed.  

Having the company’s account in the bank makes it easier to save the organization’s 

money, to pay taxes and other bills, and to see money flow. We opened a new bank 

account in the Nordea bank for our cafeteria to operate with the company’s money. We 

chose this bank, because we both were customers of it before and we used to its services. 

In order to open the new bank account we needed to sing the account agreement. In 

addition, we got the access to our account through the Internet and ordered the cards for 

both of partners.  

The whole operation is simple enough and there are no special requirements. The only 

thing is that it is an official company’s account and all responsibilities are shared between 

two partners.  

I would like to point out that the Bank is the only place, where we got service in English 

language. In addition, we were able to sign the contract in English language. In the rest of 
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the places, we had to manage with our knowledge of Finnish language and to be careful 

with official papers in Finnish language.  

 

7.2 Electricity 

 

Considering the fact that we had rented a location of our company, we had to sign the 

contract with a company providing electricity supply. The place we rented had already 

such a contract, so the only thing what we did was phoning to the electricity company 

called Herrfors, and changing the customer’s name.  

Later on we got to know that all communication and operations with this company is done 

through online support or by phone, because they do not have an office in our town.  

 

7.3 Internet connection (PPO) 

 

One might argue that there is no need for a small company to have an Internet connection. 

However, if the matter is considered more thoroughly, one realizes that sometimes it is 

good to make small investments to earn bigger money in the future.  

We decided to have an Internet connection in our cafeteria, because we did not want to 

lose part of our customers. Many people used to pay only by bankcards, and it is the main 

reason, why we signed an agreement with PPO Internet company. The payment terminal 

for a bank card is connected with the company’s account, and when a person pays by card 

the Internet connection is needed to make a transaction from one account to another one. 

When people are not able to pay in the way they have been used to, they leave the place 

and probably never come back again. Thus, using Internet connection service, provided our 

customers a possibility to pay their orders by cards.  

One more reason to have an Internet connection in such a small company was additional 

service for our customers – free Wi-Fi connection.  
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To have PPO company’s service we needed just to visit their office and to inform them 

about the wish to have an Internet connection and to sign the agreement with them.  

 

7.4 Payment terminal register 

 

The payment terminal is needed to make product and services of a company more 

accessible. As I have mentioned before many people are used to pay by their bankcards, 

and that is why it is good for a company to have such an opportunity. A getting such 

service as payment terminal in your company is possible from a company organization 

called Luottokunta. 

Nowadays Luottokunta is a part of Nets organization. Nets is a Nordic company which 

provides other businesses with payments, card and information services. They make 

payments and information handling easier and faster.  

To get payment terminal services we contacted Luottokunta company. There were a few 

steps that needed to be done: 

1. to sign a merchant agreement (see APPENDIX 4) (your company’s information, 

payment terminal information included) 

2. to choose a suitable payment terminal for your business 

3. to fill and sign a service agreement (see APPENDIX 5) 

4. to wait for confirmation and instructions from Luottokunta (usually it takes around 

1-2 weeks to get Luottokunta’s servise, it takes time while they receive and handle 

your information) 

Nowadays, it is possible to get service of this company in English as well as in Finnish and 

Swedish. However, not so long time ago, when we started our business there was no 

information available in English.  
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7.5 Advertising 

 

We were planning to combine the usage of different medias for promotion of our company, 

the most important of supposed to be, typically for a small town where many people have 

stronger or weaker interconnections, form of word-of-mouth marketing (WOMM). The 

information is passed on by different friends/relatives/colleagues channels starting from 

informing selected people with widest connections in and around Ylivieska. 

Of course, in the era of computer technologies, the Internet and telecommunications, we 

established a fan-page in a social network (Facebook), invited our friends and their 

contacts to join it and spread the information further on.  

In addition, for a direct contact to customer, we sent business cards of a company via mail 

and post, enclosing an invitation for an opening celebration of our cafeteria. 

Another important form of communication was local newspapers and the school’s 

magazine, to which we sent a story about Coffee Club establishment. Later on, during our 

operations, we published different advertising materials to the local newspapers, which 

helped to attract customers. 

 

7.6 Funding and finance start up 

 

There is a company called Rieska Leader located in Ylivieska. They help to entrepreneurs 

who have just started their businesses and need help. In their mind, new organizations 

bring good tendency in environment developing and socializing, and in addition they 

generate new jobs. Rieska Leader is ready to help by advising, discussing, and funding 

your idea. (Rieska Leader 2014) 

Rieaska Leader supports those, who want to: 

 prepare some project and want to make it work 
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 develop economy of the area and create new jobs 

 develop public sectors, have ideas for socializing 

 offer ideas about women’s and youth employment 

 organize some international project for internalization  

It is possible to get funding with the help of Rieska Leader. At the point when we applied 

for the financial help, our business was already working. However, it is always good to 

have some additional finances to manage new business. To get help of Rieska Leader we 

met with their representatives and explained our business idea and business concept. In 

addition, they asked us to present our business plan to see and examine information in 

more detail. (Rieska Leader 2014) 

Rieska Leader does not provide funding by itself, but it helps to get financial support from 

other organization, if they find your idea working and corresponding to their principles. 

They believed in our idea and prepared and forwarded all the needed documentation and 

calculations to the Centre of Economic Development, Transport and the Environment (in 

Finnish language it is called Ely-keskus or Elinkeino-, liikenne-, ja ympäristökeskus).  

One of the main tasks of Ely-keskus is to support entrepreneurship and its growth and to 

promote employment opportunities. The sum of funding support depends on the 

company’s content, situation and decision of the Ely-keskus. It took approximately half a 

year to get the final decision of Rieska Leader and Ely-keskus. 

However, one should always understand that to start a business one cannot rely just on 

companies providing funding. All those companies provide funding only, when a business 

already works. Consequently, one needs to have one’s own start up finance to make the 

business work. Of course, it is possible to try to get a loan from the bank, but normally it is 

very hard.  

If one wants to get the money from the bank, one needs to have some property. In case of 

the inability to pay the money back, the bank will have the guaranty and the borrower may 

lose the property he/she has pledged. The second way to get a loan from the bank is to 

have a surety person, who is ready to take all the responsibility on his/her own, if the 

borrower is not able to pay the loan back. This person should also have some property, 

business or well-paid job as a surety of his/her own. One also can try to ask for the loan by 
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presenting the idea of the business, but normally banks do not want to take such risks and 

are not ready to give the loans to people, who are not ready to guarantee paying back the 

money.  

In our case, we had some capital for starting the business. In addition, both of our families 

were ready to help us with money and actual help in renovation of the cafeteria’s place- 

Consequently, that we did not have to borrow money from the local banks and we did not 

have to spend too much money for renovation. 
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8. ADDITIONAL PREMISES 

 

There are some special permissions, which you need to get when starting operating a 

business (especially if it is cafeteria or restaurant). It was not surprise for us that as people 

working with food, we must get a hygiene proficiency certificate. However, it was quite 

surprising for us that we should get a license for using radio in our cafeteria. 

  

8.1 Evira  

 

Evira is Finnish Food Safety Authority, which guarantees food safety, supports animal 

health and welfare, and develops the prerequisites for plant and animal production, and 

plant health. (Finnish Food Safety Authority Evira 2014) 

When working in food industry, one must have the basic knowledge of food hygiene, so 

that one can safely work with food. The main proof of the ability to work with food will be 

the hygiene proficiency certificate that one can get from Evira organization by passing the 

proficiency test. The proficiency tests are organized all over the Finland, and we were able 

to pass it in Ylivieska. Normally, the test is held in Finnish or Swedish, but it is possible 

also to pass the test in English language (and in some other languages, such as Russian, 

Chinese, and Turkish, but such possibilities usually, ought to be discussed in advance).  

The proficiency test consist of 40 true/false statements. The statements are from different 

sections of food hygiene. The duration of the test is 45 minutes, but if ready faster, then 

one can leave the examination 20 minutes after its beginning. After the examination time is 

finished, all the tests are collected and checked by the examiner. Later on, there are results 

and correct answers discussed. To pass the test you must have at least 34/40 right answers. 

The proficiency certificate is delivered by mail. (Finnish Food Safety Authority Evira 

2014) 

If working in food business, one should have a copy of the certification from Evira at work 

place to prove the ability and permission to work with food.  
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8.2 Use of radio/ TV publicly 

 

If one opens some public place, such as a restaurant, bar, disco or cafeteria, one should be 

ready that one day the representative of the copyright organization will visit. For us it was 

surprising to get to know that there are such copyright groups, which promote and control 

the rights, agreed in the Copyright Act, of performing artists whose performances have 

been recorded on phonograms and of producers of phonograms. We played Finnish radio 

in our cafeteria, and the representatives of Gramex copyright organization explained us 

that we should get a license for it first. To get the license we filled and signed the 

agreement with this company and had to pay a monthly sum depending on number of 

customer places in our cafeteria. (Gramex 2014) 
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9. COOPERATION WITH OTHER ORGANIZATIONS 

 

It is important for new companies to cooperate with other local organizations. That helps to 

become familiar with the way of doing business in the city the business operates in, to 

develop the business, to attract new customers and to speed up the growth of the company.  

We did cooperation with other organizations in Ylivieska as well as with companies in 

other cities. 

 

9.1 Nordea Bank 

 

As I mentioned before, we became customers of Nordea bank, and started to use their 

services. After some time of our operation, the representatives of Nordea bank informed us 

about their wish to become our customers as well. They wanted to buy ”coffee tickets” 

(”kahvilipput” in Finnish language) from our cafeteria to share those between the 

employees of the bank, that they could come and have a cup of coffee with a piece of some 

cake in our cafeteria.  

We found this offer interesting, and decided that we are going to prepare “coffee cards” 

with a discount price for Nordea bank. We decided to give a discount, because they were 

planning to purchase a good number of “coffee cards”, and for us this cooperation 

supposed to be profitable anyway. The thing is that when people come once, and they like 

the product and service, they will come back again. Through this cooperation, we got an 

opportunity to attract more customers to our cafeteria and to develop our business. 

 

 

 



43 
 

9.2 JEDU (Jokilaaksojen koulutus- kuntayhtymä) 

 

JEDU is a vocational college located in Haapavesi. One day we got a phone call to our 

cafeteria with the offer of cooperation. They asked us if we would like to take a trainee to 

our cafeteria for a few months. First, we were confused with such an offer and did not 

know what to decide, because we had just started our business and we had never worked 

before as employers. However, later on, after long discussion, we decided that it would be 

a good opportunity for us to check our knowledge and power and to try ourselves in the 

role of employers.  

Our new trainee was studying at the chef-training program, and after a few traineeships, he 

was supposed to get hotel, restaurant, and catering qualification. He completed his training 

successfully and we decided that in future we will take more trainees to our cafeteria. 

Firstly, because it is additional help in the daily cafeteria’s work. Secondly, we got new 

knowledge from our trainee. We had never studied restaurant work with my partner, but 

our trainee did, and that is why he was able to teach us something new and to show some 

aspects of his future qualification. From this cooperation, both sides got some bonuses and 

satisfaction with the work done.  

 

9.3 Suomen lukiolaisten liito  

 

Suomen lukiolaisten liito in English means The National Union of Finnish general upper 

secondary students. This organization was founded in 1985 in Mikkeli city and it works on 

students’ activities, and promotes and monitors the interests of upper secondary school 

students. Nowadays this organization works all over the Finland. 

Suomen lukiolaisten liito has such section on their web page (www.lukio.fi ) as “benefits”. 

There you can check which companies do cooperation with that community. Such 

cooperation means that the members of Suomen lukiolaisten liito can get some discounts in 

that company.  

http://www.lukio.fi/


44 
 

Suomen lukiolaisten liito offered us cooperation with them as well. It meant that we would 

offer their members some discount in our cafeteria, and they would advertise and promote 

our cafeteria in the upper secondary schools and on their web page. We agreed to their 

offer, because the main customer group of our cafeteria was young people, and we could 

get additional advertisement through our potential customers. 

 

9.4 FC YPA 

 

FC YPA is a football club of Ylivieska city. It was founded in 1998, and registered in 

1999. Now the club has about 540 members, about 300 licensed players, and about 30 

coaches.  

The representatives of the football club offered us to publish the advertisement in their 

football magazine, so that the members of FC YPA could become customers of our Coffee 

Club “Kahvihetki” Ay. In turn, we offered them a discount on our products. 
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10. WORK FLOW/ TASKS 

 

After a business has been established, the main work is just starting. First time your 

workflow and tasks are quite not stable, because there is still many things to learn, or to 

fix. You still need to get additional premises for your work, or you have meetings with 

your potential cooperative organization. Later on, the work tasks become more similar, and 

finally there is steady workflow of the business. 

I would like to show you the usual workflow on the example of our Coffee Club 

“Kahvihetki” Ay. Sure, not every business has the same workflow, but this example 

provides the general structure. 

 

10.1 Daily work 

 

The easiest work that we did was the daily work in the cafeteria. Usual the working day 

lasted from 10 to 12 hours depending on the day of the week. The standard working day 

had several tasks: 

 Before opening the doors of the cafeteria in the morning, it was necessary to check 

if there were enough products to work with during the day. If not, then products 

were purchased from the local shopping centers. 

 Making ready all equipment and machines needed during the day. For example, 

warming up coffee machine or baking pastries for the day. 

 Preparation of the customer area (included: preparation of the terrace, if the 

weather is warm) 

 Serving customers (included: order processing, work with the till and card-

machine) 

 Ordered product preparing (included: coffee/tea making, cake serving, other drinks 

preparation) 
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 Customer feedback receiving (included: communication with customers) 

 Cleaning of the customer area (included: dish washing) 

 Baking cakes 

 General cleaning in the evening (included: all area of the cafeteria) 

 Planning of the next working day (included: checking if there are missing products 

for the next working day) 

 

Those were tasks completed by us from day to day, to organize normal working day in the 

cafeteria. Usually this work was done independently. In case of busy days or some events 

held in the cafeteria, both of the co-owners were at work.  

 

10.2 Product planning 

 

One of our tasks was product planning. From day to day we controlled how much of this or 

other product left and for how long will it be enough. If something was missing, it was 

necessary to place an order. Our main suppliers were located in Estonia and that is why it 

was important to inform them about the needed product at least one week before, since 

receiving the order, collecting the products, shipping and making them arrive took from 4 

to 7 days. The payment was normally done when the product was received. For company’s 

turn, they informed us if the transaction succeeded.  

Of course, order process differed a little, in case if problems occurred. For example, the 

needed product was missing from our supplier’s stock, a wrong product arrived, or the 

payment did not succeed. In such cases, we contacted each other by phone to save time and 

to fix problems as soon as possible. 
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GRAPH 4. Product planning of Coffee Club “Kahvihetki” Ay 

 

10.3 Contact with customers/ suppliers/ partners 

 

Coffee Club “Kahvihetki” Ay used services that provided other companies (such as 

electricity, Internet connection, advertisements on web pages, local distributors of 

newspapers etc.). That is why it was important to control that all bills of services that we 

used were paid in time to avoid problems and penalties in the future. If some of the 

services were going to finish it was necessary to contact the company and to proceed 

service. 

Our customers and partners were able to contact us through our e-mails or by phone. 

Considering that fact, one of our tasks was to reply to e-mail messages (included: messages 

from suppliers, new customers, co-operation / projects, contact with bookkeepers etc.) and 

answering phone calls (normally included: different offers of new services or 

advertisement). 

 

START YES? 
Contact supplier 
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Receive product 
Check content of 

the order 

Product is missing 
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the bill 
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END 
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10.4 Events in the cafeteria/ city 

 

From time to time we got quite large orders from our customers, and it was necessary to 

organize those orders. When our constant customers had some big event they came to 

“Kahvihetki” to order home-baked cakes. Our task was to consult them, give good advice 

and to help them to make the best choice. If our customer liked to organize some small 

event in our Coffee Club “Kahvihetki”, our task was to discuss with the customer his/her 

preferences and wishes and to make him/her good offer. The next step was to organize the 

event and to serve the customer so that they would wish to come back. 

If there were any events in the city, we were always happy to take part and to join them. At 

the beginning of September (7.09.2012), there was one big event called “Kauppojen Yö” 

(“Shopping night” in English). To join event we made an advertisement in the local 

newspaper with some special offers for our customers to attract them.  

 

10.5 Trainee in the cafeteria 

 

As I already mentioned before, we did cooperation with JEDU vocational college. Thus, 

during our work we had a trainee for two months (03.12.2012-11.01.2013). This time we 

had additional duty to teach him to do the basic work in the cafeteria that included serving 

customers, preparing drinks, cleaning and general help to my partner or me.  

For us it was a good experience to work with a trainee, and we planned to cooperate with 

other universities in the future as well. Of course, it took time to teach new person how the 

work is going on in the cafeteria, but in the end, both sides benefitted from this 

cooperation.  
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10.6 Daily cashbook 

 

I have already wrote in one of chapters before that it was necessary to fill in the daily 

cashbook. If we did it daily, it took just a few minutes to fill all the needed information. 

However, sometimes we left our cashbook to be filled at the end of the month and then it 

took much more time to fill it. Especially, if there were some mismatches in the 

calculations during the day, it was quite difficult to remember the details at the end of the 

month, if the cashbook had not been filled in time. That is why we tried not to delay such 

work and to do it in time.  
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11. DIFFICULTIES AND PROBLEMS 

 

Starting a business in one of the easiest ways to live and work in a foreign country. It is 

quite hard for a foreigner to find a job in a foreign country, and that is why some of them 

decide to organize their own business. It helps a person to stay in the country and to get a 

residence permit for future staying. Normally, such way is welcomed by the foreign 

countries, because usually a new business means new jobs for other citizens as well.  

When starting a business in a foreign country, one needs to be ready also for facing 

problems and difficulties. At first glance, there seems to be no barriers and troubles, 

especially if one had already business experience in one’s country. However, later on, one 

will realize that the rules of business establishment and the way of doing business varies 

depending on the country and even on the city. If one is planning to start a business in a 

country, as a foreigner, first, one needs to understand that one does not have any 

experience of doing business in the chosen place, even if one had been running a business 

before in one’s home country. The best way will be to work sometime as an employee in 

the new country in the same line of business. While working as an employee some 

experience is gained and one will see how business is running in this country.  

Working for some time as an employee will help not only to gain experience in a new 

country, but also to learn the language of the people living there. If establishing a business 

in a foreign country, it is extremely important to know the language of this country. One 

may say that Finland is quite an international place with many foreign people living here, 

so, it is possible to manage here with English language for example. Yes, maybe, people 

living in big cities will make advances and speak English or even in one’s mother tongue. 

However, it should be understood that in small cities, not really many people speak 

English, and one will face difficulties, if one does not know Finnish at all. Knowing local 

language will help to avoid a fraud while signing important documents. Of course, one 

may trust the person with whom one has communication in English and sign blindly papers 

in Finnish, without understanding them at all, but it is only on one’s responsibility and one 

never knows if the person was honest or not. Additionally, doing business means having 

communication with customers, and to attract customers one should be able to speak their 

language, otherwise they will not wish to buy the product or use the service. Thus, the 
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knowledge of a foreign language is important when establishing business. Many problems 

can be avoided, if one is ready to use new language while operating the business.  

When establishing a new business it is also very important not to over-estimate the future 

income levels. Of course, one always hopes that your business is going to be profitable. 

However, it is always better to be cold-minded and even pessimistic when thinking about 

the income of the company. While hoping for the best, there should always be a plan how 

to act and what to undertake to save the business in the worst-case scenario.  

Having a business idea is not enough to start a business. To avoid the possibility of 

bankruptcy in the future, one needs to study well the market of the place, in which to 

operate the business. One needs to understand that the product or service, which has 

demand in one’s own country, may be not claimed in a foreign country. My example may 

be exaggerated, but there is no need for selling a surfboard in Finland, although somewhere 

in Australia, it might be a good business. To avoid such major mistakes a good market 

research needs to be carried out. Most probably, writing the business plan will help to see 

more clearly all the situation, to avoid mistakes and not to invest money in useless for this 

country product or service.  

Other important issues are business registration, organizing bookkeeping of the company, 

managing taxes and different bureaucracies. The wrong actions and decisions may lead to 

significant troubles. That is why it is important to get professional help, to avoid problems 

in the future. There are many organizations, which are ready to work as a buffer between 

you and officialdom. In our case with the cafeteria, such organization was the bookkeeping 

company Talenom. They managed all the accounting of our company, which made our 

operation easier and allowed us not to be afraid of any mistakes.  

Having one’s own business is really hard. To manage it, first of all, one needs to be a 

strong, self-confident and hard-working person. One may think that having a business is 

just giving tasks to the employees and getting the money as result of someone’s work, but 

in fact it is not so. Being an entrepreneur is working 24 hours per day, 7 days per week. It 

takes almost all one’s time, and even if there is a week for holidays, the entrepreneur is 

always thinking about work, because owning a business is big responsibility, and nobody 

else will not share it with you. It can happen so that one will find a person, who will wish 

to be a partner, but one should know the person well and trust the person even more than 
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oneself. On one hand, having a partnership is a chance to share responsibilities and task. 

However, on the other hand, one should know how to work in a team, one should be 

tolerant and to be able to compromise. Having a business means a large amount of work 

and one will never know how hard it is until one will not try it.  
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12. CONCLUSION 

 

My thesis work was addressed to the foreign people, who are willing and planning to 

establish and operate a business in Finland. I, as a foreigner in Finland, had such a chance 

and opportunity, and in my thesis, I wanted to share all the knowledge and experience that 

I gained not only during operating my own business, but also during all my stay in Finland. 

This thesis was based on my own experience, and everything that is written in my thesis 

was applied in real – life.  

Establishing a business and operating this business means a large amount of work, and this 

work doubles, if one is a foreigner in this country. One needs to be ready to explore a large 

number of books and web pages to get sufficient amount of theory. With the help of the 

theory, it is possible to know where to start and this information is not always available in 

other language than Finnish. In my thesis, I tried to present the main theoretical 

information concerning establishing a business in Finland. Of course, in the thesis I 

showed just a part of a large amount of information given in the books or online sources. 

However, in my mind, it is enough to get an idea of where to start.  

The biggest part of my thesis was based on my own experience. From the chapters of my 

thesis you can see the step-by-step process of how the Coffee Club “Kahvihetki” Ay was 

established. One can see and imagine which steps are needed to be taken from the very 

beginning until the actual business operations. One can understand which problems and 

difficulties may arise, and how to avoid or manage with them. In addition, from my thesis, 

it is possible to see the actual workflow of cafeteria. Of course, the whole process of 

business establishment may vary from business to business, but the skeleton of this process 

is more or less the same for every organization. 

In addition, I would like to point out that the biggest part of my theoretical background and 

knowledge that I applied to my business, I acquired during my studies in Centria 

University of Applied Sciences in Industrial Management degree program. Studies in 

Industrial Management degree program gave me the basic idea of how a business process 

goes, what accounting is and how to work with it, as well as basic knowledge of Finnish 

language. In addition, it gave me the opportunity to meet great people, who were ready to 
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help by giving advice and sharing their experience. Moreover, I am extremely happy that I 

was able to use the knowledge and information that I learned during my studies in my own 

business.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



55 
 

REFERENCES 

 

 

Allen, S. Choosing a Location for Your Business, Available: 

http://entrepreneurs.about.com/od/gettingstarted/a/chooselocation.htm. Accessed 17 

February 

Finnish Enterprise Agencies, 

http://www.nyek.fi/doc/Becoming_an_Entrepreneur_GUIDE.pdf . Accessed 28 January 

2014 

Finnish Food Safety Authority Evira, 

http://www.evira.fi/portal/en/food/hygiene+proficiency/. Accessed 3 March 2014 

Finnish Patent and Registration Office, http://www.prh.fi/en/. Accessed 3 February 2014 

Finnish Tax Administration, http://www.vero.fi/en-

US/Precise_information/International_tax_situations/Starting_up_business(14929)#Start-

UpnoticeX. Accessed 3 February 2014 

Gramex, http://www.gramex.fi/en/what_is_gramex . Accessed 3 March 2014 

Hearst Newspapers. Things To Do When Doing Business in Other Countries, Available: 

http://smallbusiness.chron.com/things-doing-business-other-countries-64768.html . 

Accessed 13 March 2014 

Holopainen, T. 2009. Establishing and doing business in Finland. 5th edition. Helsinki: 

Edita 

Ojaniemi, T. 2010. Coffee as a Finnish Institution, Available: 

http://www15.uta.fi/FAST/FIN/GEN/to-coffe.html . Accessed 29 January 2014 

Payment Terminals, https://www.luottokunta.fi/en/Products/Payment-terminals1/. 

Accessed 26 February 2014 

Rieska Leader, http://www.popleader.fi/fi/ideasta-hankkeeksi/ideasta-k%C3%A4yntiin. 

Accessed 3 March 2014 

Rovaniemi Regional Development. Setting up a company, Available: 

http://www.rovaniemenkehitys.fi/In-English/Investor-and-Business-Services/Setting-up-a-

Company. Accessed 12 February 2014 

Small Business Trends. 2013. 10 Reasons Why Should You Write a Business Plan, 

Available: http://smallbiztrends.com/2013/01/10-reasons-write-business-plan.html . 

Accessed 31 January 2014 

http://entrepreneurs.about.com/od/gettingstarted/a/chooselocation.htm
http://www.nyek.fi/doc/Becoming_an_Entrepreneur_GUIDE.pdf
http://www.evira.fi/portal/en/food/hygiene+proficiency/
http://www.prh.fi/en/
http://www.vero.fi/en-US/Precise_information/International_tax_situations/Starting_up_business(14929)#Start-UpnoticeX
http://www.vero.fi/en-US/Precise_information/International_tax_situations/Starting_up_business(14929)#Start-UpnoticeX
http://www.vero.fi/en-US/Precise_information/International_tax_situations/Starting_up_business(14929)#Start-UpnoticeX
http://www.gramex.fi/en/what_is_gramex
http://smallbusiness.chron.com/things-doing-business-other-countries-64768.html
http://www15.uta.fi/FAST/FIN/GEN/to-coffe.html
https://www.luottokunta.fi/en/Products/Payment-terminals1/
http://www.popleader.fi/fi/ideasta-hankkeeksi/ideasta-k%C3%A4yntiin
http://www.rovaniemenkehitys.fi/In-English/Investor-and-Business-Services/Setting-up-a-Company
http://www.rovaniemenkehitys.fi/In-English/Investor-and-Business-Services/Setting-up-a-Company
http://smallbiztrends.com/2013/01/10-reasons-write-business-plan.html


56 
 

StartUp Overseas. Insurance in Finland. Business Insurance, Available: 

http://www.startupoverseas.co.uk/starting-a-business-in-finland/insurance.html . Accessed 

20 February 2014 

Survival Books Ltd. Doing Business Abroad, Available: http://www.survivalbooks.net/top-

tips/doing-business-abroad/. Accessed 11 March 2014 

Travel Blog. 2012. Understanding Coffee Culture in Europe, Available: 

http://www.aswetravel.com/cafe-culture-in-europe/. Accessed 29 January 2014 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.startupoverseas.co.uk/starting-a-business-in-finland/insurance.html
http://www.survivalbooks.net/top-tips/doing-business-abroad/
http://www.survivalbooks.net/top-tips/doing-business-abroad/
http://www.aswetravel.com/cafe-culture-in-europe/


 
 

APPENDIX 1 



 
 

APPENDIX 2/1 



 
 

APPENDIX 2/2 



 
 

APPENDIX 3 



 
 

APPENDIX 4/1 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
 

APPENDIX 4/2 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
 

APPENDIX 5  


