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- Everyone has the right to good management, says 

Jussi Holopainen.

There’s no substitute for experience and networks.

Editorial

A perfect palette
JFP Executive Search has broadened its exper-
tise in the fi elds of pharmaceuticals and biotech-
nology.  Our new consultant, Jussi Holopainen, 
earned his spurs in the most demanding busi-
ness management roles of these industries, and 
excellently reinforces our already comprehen-
sive skills in these fi elds.  

It would not be an exaggeration to say that 
we have now succeeded in gathering together a 
perfect package of expertise, covering all fi elds 
of business.

Mr Holopainen fi ts very well into our team, 
as the cornerstone of our 26-year old business 
concept has been that all our consultants have a 
strong background in operational business man-
agement. To put it another way, we require the 
right work experience. 

This is the strongest guarantee to our clients 
that we understand their business and the chal-
lenges that it sets. When you have been in the 
same position yourself solving diffi cult ques-
tions, a central understanding and common lan-
guage are found in a completely different way.   
At its best, this means that we provide a sparring 
partner and an accomplice to assist in carrying 
through processes of change or in the search for 
key personnel. 

Our clients can have confi dence in the fact 
that we understand their business. Furthermore, 
thanks to their own personal experience, all our 
consultants have good personal relations and 
comprehensive networks in different fi elds of 
business. In the executive search process, this a 
signifi cant benefi t. When you do not have to call 
up all the candidates, the process can be con-
siderably speeded up.

JFP Executive Search is one of Finland’s 
largest executive search agencies. Our clients 
can choose whether they want to work only with 
one consultant or to take advantage of the skills 
and networks of our entire nine-man team.

ERKKI ARVOLA

MANAGING DIRECTOR

A change of direction
In his own words, Jussi Holopainen has 
moved to a fi ne new fi eld of expertise, exec-
utive search. 

He fi nds his inspiration for his new job in a de-
sire to help companies fi nd the right people. 
Jussi is excited about being able to make use of 
his comprehensive networks and all the exper-
tise and experience in business management that 
he has gathered over the years, both in Finland 
and elsewhere in the world. 

But let’s not get ahead of ourselves. 
Originally, Jussi found his career direction at the 
University of Kuopio, his hometown. The young 
pharmaceutical student decided to apply for the 
Vaasa School of Economics and was admitted. 
The head of department, however, convinced his 
student that it was worth completing the phar-
maceutical degree. Jussi made up for the work-
ing time lost by completing a Master’s degree at 
the School of Economics in just 26 months. 

In a hurry to get to work
In 1984, Jussi went directly from the classroom 
to be a pharmaceutical salesman and product 
manager at ICI Pharmaceuticals.  After a couple 
of years, this young and able guy was transferred 
to England to work in R&D. That provided a 
good opportunity to learn about the international 
world and people from different cultures. He al-

so grew familiar with the role of head offi ce and 
the internal politics of a large corporation. 

When Jussi returned to Finland at the age of 
29, he took his fi rst stab at directing a company. 
As Managing Director of ICI Pharmaceuticals, 
he simultaneously wound down one business 
and developed another.  There he got to meet 
people in quite different situations.

In the mid-1990’s, Jussi was offered the 
chance to go to Mexico. His children were at 
an age at which such an assignment was possi-
ble. His ability to cope with a different culture 
and completely different ways of doing business 
showed that this man could adapt to anything - 
even to the fact that, the whole time, the threat 
existed that he or any of his family members 
could have been kidnapped. Even the Mexico 
City traffi c seemed to fl ow smoothly after a cou-
ple of years.
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The main business of CapMan (est. 1989) consists of the ad-

ministration of capital funds.

Orvo Siimestö thinks a lot of JFP Executive Search’s operating model, in which two con-

sultants take part in the Management Audit Process.

Jussi Holopainen’s hobbies:

• Position’s of trust in healthcare 

organisations

• Voluntary national defence

• Rotary clubs

• Fly fi shing

• Running

Home calls
Jussi enjoyed living abroad, but in Finland it was 
nonetheless easier to maintain his relationships 
with his nearest and dearest. He took on the top 
job at Glaxo Wellcome Oy, a position which his 
predecessor had occupied for 28 years. During 
that time, his fi ngers were in all sorts of pies. Jussi 
took on the interesting challenge of shaking out 
the company’s business culture and adapting it to 
the changing demands of its environment.

The next move taught him how to put out 
blazing fi res. The strategy, products and ways of 
operating were OK, but Tamro almost collapsed 
at the turn of the millennium due to data systems 
problems. The managing director had to fi ght 

for the company, under pressure from the pub-
lic, the authorities and customers. He succeed-
ed with the help of his troops.

After this battle for survival, Jussi became a 
consultant. In the VIA Group, for the fi rst time 
he viewed things externally. From there, Jussi 
was persuaded to establish a start-up compa-
ny. He led Pharmatory Ltd through a success-
ful process of internationalisation.  When the 
company began, 80% of the business came 
from Finland; when the opportunity with JFP 
Executive Search came along, 80% of the busi-
ness was coming from abroad.

TEXT AND PHOTOS: MIKKO TAIVAINEN

In the opinion of CapMan Senior Adviser, Orvo Siimestö, experienced consultants are a 
key factor in the success of the Management Audit process.

Mr Siimestö emphasises that the use of help from outside the company is a reason why 
discussion is open. Furthermore, the personnel carrying out the Management Audit proc-
ess should have their own experience in business management. He likes JFP Executive 
Search’s operating model, in which two consultants carry out interviews. This improves 
the reliability of results.

– It must, however, be remembered that, at the end of the day, the management of the 
company always devises the solutions and bears the responsibility, he says.

CapMan is a leading Nordic capital investor. Mr Siimestö has made use of Management 
Audit in two business deals, the acquisitions of Lumene and Moventas (formerly Metso 
Drives Oy).

Experience and openness - assets in Management Audit

When a capital investor buys a company, it devises a strategy 
for it aimed at growth and development. Once the strategy is ready, 
an organisation aimed at that objective is formed and then staffed.

Gathering speed
– Management Audit is carried out right at the start of the process. 
It tells much about the personnel and also the company’s business 
culture.  The alternative is that 1 - 1½ years is spent learning from 
within.  Management Audit can accelerate the acquisition process 
by as much as six months, estimates Mr Siimestö.

Whether or not suitable personnel for the realisation of the strat-
egy can be found from inside or outside the company varies on a 
case-by-case basis. Mr Siimestö says that a new management group 
is usually a combination of old and new. Often a company should 
strengthen through external expertise, so that it can succeed in cre-
ating an active spirit to get things done and to manage.

– Direct search is one way of fi nding the right people. I also use 
my own and CapMan’s networks, he says.

TEXT AND PHOTOS: MIKKO TAIVAINEN
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Jukka Hänninen and Lars Pawli, Senior Partners 
at JFP Executive Search say that Management 
Audit is a combination of traditional management 
consulting and HR perspectives. The process eval-
uates not only the ability of management to im-
plement corporate strategies, but also competen-
cy, potential and personal qualities. 

The Management Audit process should be 
started up when a company needs to develop: 
strategy has been changed, new businesses have 
been acquired, or there is a desire to look into the 
reasons for such things as problems in a subsid-
iary company. 

– Once the process has been initiated, it is 
worth carrying it out carefully. In practice the 
work begins by getting to know the company’s 
operations, strategy and goals. The actual gath-
ering of information is performed through inter-
views. Open communication is the best way to 
motivate key personnel: it is possible to infl uence 
the process in the direction in which the compa-
ny is developing. The absolute confi dentiality of 
the interviews guarantees that even the most dif-
fi cult matters can be openly discussed, explains 
Mr Hänninen.

A company’s commitment to the process is 

Are the right people doing 
the right things?
Management Audit is a tool to help owners and business managers to carry out change. 

one factor in its success. Another is the know-
how and professional skill of the consultants. 
Messrs Hänninen and Pawli themselves have rich 
experience of operational business management. 
Furthermore, they have already conducted 25 sep-
arate Management Audit processes.

Unexpected information
– Often clients receive information that they could 
not have expected. It is easier to talk about prob-
lems with somebody from outside the company 
than with your own boss, for example. As well 
as collecting and processing information, we al-
so form opinions on what should be done, says 
Mr Pawli. 

– In the best cases, we have been a sparring 
partner for the board of directors. Together with 
the client, we consider what should be done. The 
worst possible result is that nothing happens, says 
Mr Hänninen.

Based on the experience of these two gentle-
men, the use of Management Audit has increased. 
The need has always existed. Medium-sized and 
large companies form the largest client group. 
Capital investors also use Management Audit 
when taking control of their purchases. According 

to Mr Hänninen’s es-
timates, Management 
Audit can speed up the 
process by as much as 
six months.

– A reason and a 
clear goal are always 
needed. Management 
Audit is an investment 
in other investments. It 
should not be entered 
into lightly, emphasis-
es Mr Hänninen.

TEXT AND PHOTO: 
MIKKO TAIVAINEN

- There are cultural dif-

ferences between differ-

ent countries, but the 

problems of business are 

the same everywhere, 

say Lars Pawli (left) and 

Jukka Hänninen.

Local and 
international 
expertise
Martine Bournérias, Vice-Chairman of the 
IIC Partners’ chain of offi ces and a partner 
at the French PROGRESS Executive Search 
Agency, values the combination of discipline 
and fl exibility in Finnish executives. 

JFP Executive Search is part of IIC 
Partners’ global chain.  What benefi ts does 
this combination of local and global activ-
ity offer Finnish clients?
- This question can be approached through 
a practical example. A Finnish company is 
looking for a regional manager for France, 
where labour legislation is complex. It is dif-
fi cult to know what kind of conditions to of-
fer in a package which contains such things 
as health, pension and unemployment insur-
ance and a ‘golden handshake’.  Contract ne-
gotiation and how to settle legal matters can 
be diffi cult to understand.

- JFP asks our help in the recruitment of 
the new executive, and conveys the necessary 
information about the client, so that we can 
negotiate the salary, look for suitable terms 
and conclude a contract with the best candi-
date.  JFP’s Finnish client can make use of the 
experience of PROGRESS in the French ex-
ecutive search market. A prerequisite for suc-
cess is strong local expertise and confi den-
tial co-operation between the offi ces of IIC 
Partners. 

What kind of working methods are used in 
this co-operation?
- Personal communication by such means as 
telephone and reporting in the decisive stages 

continues on the next page
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New telephone 
switchboard
JFP EXECUTIVE SEARCH

HAS A NEW TELEPHONE

SWITCHBOARD.
BECAUSE OF THAT,

OUR TELEPHONE AND FAX

NUMBERS HAVE CHANGED.
THE NEW NUMBERS ARE:

TEL. +358 10 617 7900
FAX +358 10 617 7999

of the process. In this case, PROGRESS keeps 
the Finnish partner informed about the negoti-
ations with the client and about the progress of 
the search process.

- In the fi nal stage, JFP offered an external 
and objective viewpoint and helped PROGRESS 
by discussing the candidates with the Finnish cli-
ent. This is extremely important, as the very fi nal 
stage is often sensitive: the candidate demanded 
more guarantees than had been offered.

What are the strengths of executive search?
- On a general level, you can say that the pre-
cision of the search, personal connections, con-
fi dentiality, support at the negotiation and con-
tract stages, and expertise provide top-level 
executives with a suitable working contract.

How would you evaluate top-level Finnish exec-
utives? Do they have good export potential?
- In our experience, top-level Finnish executives 
are mostly from the IT and technology sectors. 
The way that Finnish executives communicate is 
pleasant, stimulating and direct. They are disci-
plined and require that their partners stick to what 
they have agreed, deliver on time and are metic-
ulous in their reporting. Straightforwardness is 

actually the only way to quickly bring work to a 
conclusion and to get results. Executive search-
es done with the Finns are usually quicker than 
those done with the French. 

- Finnish executives know what they want, 
but can also be fl exible and change their minds, 
if they are convinced that things can be handled 
in a different way. They are a combination of 
discipline and fl exibility. We are absolutely sure 
that the qualities of Finnish executives are ex-
portable to any company in Europe or the United 
States.

The French have a positive image of Finnish 
companies, particularly in the hi-tech fi eld.  
Why?
- We belong to the same European communi-
ty: we use the same currency and have the same 
rules in business. From a French point of view, 
the excellence of the Nordic countries is united 
in high-level technology. Everyone is familiar 
with the success story that is Nokia. The Nordic 
countries also have a good reputation for com-
bining an economic way of thinking with a good 
social environment.

TEXT: MIKKO TAIVAINEN
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