
SEMINAR NOTES OF:

Sem
inar Notes

“Changing Trends and Business Opportunities 
in The Middle East” 

Pro-seminar in Tampere 10th February 2015

What makes the previous 2009-2012 crises different from the current economic regional uncertainty.

How the business environment is changing in the region and what the is the key to survive.

How sliding oil price will afftect Middle East and Persian Gulf economies.

What are the key tradeshows provided by WULFF ENTRE in the middle East in 2015.

In this issue:

“The Sales Channel Development Company”
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An Event Summary

Changing Trends and Business Opportunities  in the Middle East, Pro-seminar was held in Tampere on Tuesday 10th 
of February 2015 at Technopolis. The seminar was organized in cooperation between Nordic Industries Development 
and its partners Wulff Entre and Tampere Chamber of Commerce and Industry. The seminar focused on trends and 
prospects in the Middle East and especially in GCC countries. The main theme of the seminar was “how sliding oil 
price will affect Middle East and Persian Gulf economies in short term”. 

The main speakers were Mr. Topi Paananen CEO of Peikko Group and  Mr. Antti Multanen, regional manager for 
Middle East and Africa at Nordic Industries Development. They gave their insights how to access and develop the 
markets, especially in the GCC countries.

Topi Paananen CEO of 
Peikko Group answering 
to questions.

Peikko group is very active 
in UAE and Saudi Arabian 
markets with 2 production 
facilities.

Nordic Industries Development gathered experts to share their views about 
the latest current economic climate to do business in the GCC countries.

“UAE markets are the key to develop the regional presence, but the Saudi market is 
the main driver...”
The UAE markets are the key to develop the regional presence. Dubai itself has become the beacon of life in the wider 
global context. Its trading and economic influence spands from Nigeria to Pakistan.

3 mega endeavours such as Dubai Workd Expo 2020, Qatar FIFA World Cup 2022 and Saudi Arabia’s need to build 
dwelling to 2.4 million people will be main drivers of regional economy. Smaller countries such as, Kuwait and Oman 
are moving on slow motion without much change, regardless the big mega projects which seems to go nowhere.

For any company, wanting to do business in the region, we have to remember that UAE is not middle East. UAE 
markets are the key to develop the regional presence, but the Saudi market is the main driver and bellweather of 
regional political stability.
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Topi Paananen, 
CEO and owner of Peikko Group

Mr. TOPI PAANANEN is the CEO and owner of Peikko Group. 

Peikko Group has established its presence in the global markets with 
150 Millions Euros global turnover. In 2014 Peikko Group opened a new 
factory in Saudi Arabia in addition to its existing production facilities in 
the United Arab Emirates. Currently the total head count for Peikko in 
the Middle East is about 150 persons.

Topi Paananen’s speech was about Middle East construction market and 
how Peikko sees the market opportunities in the Middle East as whole.

• The nature of business environment: Volatility

• Select carefully the partner/distributor, if you need one

• Must be understood that business is run by expats, and the best potential 
candidate might be working for you in Europe

• Dubai is not Middle East

• Everything is not how it looks like: Booming construction or a building site that 
nobody has worked in for the last 5 years?

“Be ready for unexpected”

PEIKKO IN ME:

• 2006 First visits to ME

• 2007 Market exploring, cooperation with Nordic Industries Development, first contacts, sales company 

established in Ajman

• 2008 Formalizing jointventure “Al Rashed Peikko LLC”, first deals

• 2009 First investments in Damman, establishing a warehouse in Damman, sales teams in both UAE and 

KSA

• 2012 Acquisition of the production partner and establish own manufacturing in Ras Al Khaimah

• 2014 Start-up of factory operations in Damman
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Antti Multanen, Regional Manager for Middle East and Africa, 
Nordic Industries Development FZE

Mr. Antti Multanen is the regional manager for Middle 
East and Africa at Nordic Industries Development. He has 
extensive experience in business development and market 
research within ICT, metal fabrication, engineering, oil & gas 
energy sectors, with five years experience in the Middle East. 
In addition he has extensive background in global supply 
chain management, market research and procurement. He 
is based in United Arab Emirates.

Antti Multanen’s speech in the seminar was about oil price 
and diversity of business opportunities in the Middle East.

• Middle East should not be thought as one. United Arab Emirates is turning to a trading hub 
of global economy, while the regional power house Saudi Arabia remains a country which is 
deeply rooted in tradition and local connnections.

• Understanding that building different sales channels and partner networks must be specific to 
each target country. What works in UAE will not work in Saudi Arabia.

• Strongly growing demand for value added and professional services, especially in UAE.

• The oil and gas fields in the Middle East have the lowest price in the well head in the world.  
(esimated +/- $20 pbl in Saudi Arabia)

• Decreasing oil price will affect first deep sea operations, also shale, new field developments and 
support operations elsewhere. Pumping in the Middle East is most likely uneffected.

“Projects will go on, but there will be 
slow down in nonsensical endeavours 
which will not have enough risk fi-
nance to survive....”
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Juha Seppänen, 
CEO of Nordic Industries Development Group

Mr. Juha Seppänen has been an advisor and involved in operational 
sales channel development for more than 400 SMEs and stock listed 
companies in 4 continents  since 1994. His fact based, often critical 
market assessments and forward thinking approach have earned him 
popularity within industry leaders. He is also often quoted in Finnish 
press and sought after seminar speaker. He is the founder of Nordic 
Industries Development Group, with offices in the USA, Finland, 
Singapore and the UAE. Currently Juha is based in Cincinnati-USA.

In the seminar Juha Seppänen briefly told the guests how Nordic 
Industries Development can help companies in the Middle East and 
provided useful insights based on his experience in the region since 
2006. Juha also lived in UAE between 2006-2009

• Nordic Industries Development services are:  

 -Operational sales channel development

 -Sector and country specific market studies

• The market understading does not come only by visiting irregularly the region. Nordic’s 
advantage and value to its’ customers is the regional presence (since 2006) and understading 
specific industry sectors; who are the players, what are the drivers, where the markets are 
heading to...”

• Before venturing to region. Do your homework. Companies should know the markets and 
potential. Whether find it yourself or outsource consultant to “fill the gaps” in knowledge. 

• The regional partner is essential to succeed, but sales channel’s dynamism depends on you. 

• The market has changed a lot since 2009 crises. Professionalism has increased and pressure to 
deliver increased, especially in UAE. This can be challenging to local “general trading companies” 
which are noticing that relations are not often valid factor to get the deal done and products 
sold.

• There is 1 billion people within 4 hours flying distance. Dubai is a global business hub.

“This current low oil price infused regional uncertaintly is not comparable to 2009-
2012 regional recession. That was global crises.  Drivers and factors were different 
then and now...”
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Wulff Entre is a one stop shop for exhibition services and country pavilions at the global trade and industry events. 
Mrs. Heini Järvinen, Sales Manager of Wulff Entre (Tel +358 10 6335 504), welcomed participating companies to find 
out about exhibition services of Entre regarding those events as well as about business development packages for 
trade shows by Nordic Industries Development and Wulff Entre. Mrs. Heini Järvinen told about upcoming exhibitions 
in the Middle East. These are:

• Aluminium Middle East 14.-16.4.2015. Aluminium Middle East is the biggest gathering for aluminium professionals 
and the leading exhibition for aluminium products, technologies and investments in the Middle East. The event 
brings together international industry front-runners including producers, manufactures and processors of raw 
materials and end products made with aluminium components, as well as suppliers of technologies and accessories 
for aluminium production, processing and refinement.

• Materials Handling Middle East 14.-16.9.2015. Materials Handling Middle East is your must-attend exhibition for 
the latest material handling and logistics innovations that will make your supply chain work more productively and 
profitably. Connect with the leading materials handling and logistics suppliers to streamline your business with 
intensive variety of supply chain products and services.

• The Hotel Show 28.-30.9.2015. The Hotel Show Dubai is the largest and most attended B2B hospitality event in 
the MENA region, held annually at the Dubai World Trade Centre. The event provides hundreds of suppliers from 
across the globe with the unique opportunity to promote their brands to hoteliers, restaurateurs, interior designers, 
developers, investors and architects, all influental in the region’s leading hotel chains and future projects.

• Saudi Build (Saudi Arabia) 26.-29.10.2015. Saudi Build is International Construction Technology and Building 
Materials Exhibition, provides contractors,real estate developers and building owners with a full range of building 
solutions. Saudi Build is the largest b-to-b construction fair in the Kingdom.

• Adipec 9.-12.11.2015. The Abu Dhabi International Petroleum Exhibition and Conference (ADIPEC) is the world’s 
new meeting point for Oil & Gas professionals. The 30th Anniversary edition closed on the 13th November 2014 
having attracted 1,868 exhibitors and 76,240 attendees from 112 countries during 4 days of the event. ADIPEC 
provides an unrivalled global platform for Oil & Gas professionals to do business. 

• ArabHealth 25.-28.1.2016. Arab Health is the second largest healthcare congress and exhibition in the world and 
the largest in the Middle East - Arab Health gathers international and regional medical practitioners together with 
leading manufactures, wholesalers, dealers and distributors to network and exchange best practices.

• Intermat Middle East 1/2016.

Wulff Entre
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Kenneth Nyholm, 
Head of Unit, Tekes, Ely center Tampere

Mr. Kenneth Nyholm is the head of Internationalisation 
services at Pirkanmaa ELY center. Kenneth leads the 
innovation funding and internationalisation services for 
companies based in Tampere and Pirkanmaa region. 
He has an extensive experience in R&D, startups and 
project management in new technologies and businesses 
across multiple sectors and expertise in connecting the 
governmental programs with the needs and ambitions of 
expanding businesses in international markets.

In the seminar Kenneth Nyholm explained what is Team 
Finland for export oriented company.

• Team Finland ‘s purpose is to promote Finland abroad

• Team Finland helps in Finland’s economical relationships, internationalisation 
of Finnish companies, foreign investments focused at Finland and the country 
image of Finland.

“Team Finland is there to help you...”
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Middle East markets are volatile and can be compared to Russian markets the way business is 
dealt in many countries in region.  Personal relations play an important role, but also new  type 
of business practises and climate are taking over, especially in UAE.

Old traditional “general trading stores” are facing tough competition from professionally 
managed sector specific retailers and companies.

Selling only on price will not work in certain industries. The client wants value added services and 
role of professional system integration is evident, in certain industry segments.

As to current economic uncertainty, the region should not be so badly affected as 
in previous crises in 2009-2012. The drivers and factors are not comparable.

Low oil price will dampen private risk taking and reduce the construction activities on “non-
profitable” fantasy projects. Government sponsored projects led by 3 major regional mega 
undertakings:

Dubai world expo 2020, Qatar FIFA 2022 world cup and Saudi Arabia’s need to build dwellings 
for 2.4 million people will keep the regional construction activities  going.

To  know more how Nordic Industries Development can help you to develop your 
business with clear actionables and outcomes, please visit our website:

www.nordic-industries.com or contact us +358 10 420 22 99

Concluding remarks
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Disclaimer: Forward looking statements

This document may contain statements related to future business and financial performance and future 
events or developments involving third parties such as companies, projects and sovereign countries. 
What is said here may constitute forward-looking statements. These statements may be identified 
by words such as “expects,” “looks forward to,” “anticipates,” “intends,” “plans,” “believes,” “seeks,” 
“estimates,” “will,” “project” or words of similar meaning. Such statements are based on the current 
expectations and certain assumptions of Nordic Industries Development Oy’s management, and are, 
therefore, subject to certain risks and uncertainties. These uncertainties may cause the actual future 
results to be materially different than those expressed in our forward-looking statements.

Although we believe that the expectations reflected in the forward-looking statements are reasonable, we 
cannot guarantee future results, levels of activity, performance or achievements. We do not undertake to 
update our forward-looking statements.

Nordic Industries Development Oy is not liable for the outcome of any business decisions based on the 
information provided in this report.

Tel : + 358 10 420 22 99
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