 Welcome to the International House Turku podcast, your guide to living, working, and studying in Turku. We are your hosts, Jonathan Murphy and Rosa Pamukcan. Hello. Hi. This week, we're talking about starting your own business, something that many of us may have thought along the way in their career. So we will speak to our business team at International House Turku and try to find out how this process works as well as Turku's local business environment.

And then later in the episode, we will hear from one of our own international entrepreneurs about his experiences of starting his company here in Turku. Sounds great. Let's begin.

If you are an international who has spent Turku, it's quite likely that someone may have asked you, have you thought about starting your own business? Yes, according to Business Confederation Suomen Yrittäjät, 95 percent of the companies in Finland have more than 10 workers, which means that how often people think about business.

Also, uh, statistic Finland numbers show that according to the latest numbers, uh, in Southwest Finland area, there were Over 55, 000 businesses out of over half a million of businesses in all over Finland. So yeah, this seems to be quite often thinking of starting your own business. Yeah, definitely something that's uh, that's increasingly common perhaps but um, I mean, can I ask you Rosa, have you ever thought about or do you have any experience?

of entrepreneurship since you've been in Finland. Yes, actually, I do, and it's surprising. It might sound a little bit scary, like owning your own business, but it does not necessarily have to be a business because you can go into a light entrepreneurship, which is exactly what I did when I moved to Finland because I ended up only getting part time jobs.

So I thought that I want to do something else with that time left. So I ended up opening a light entrepreneurship, uh, account, if you would say, maybe we can get to it later. And yeah, it kind of seemed to work out. How about you? Sure. Um, I'm also the same. I also had a little bit of experience with, with light entrepreneurship.

Um, I was hired as an events host, um, to do some webinars a few years ago. And again, it was just a great opportunity. Um, like I was on an internship, which ended, but then I kind of kept a relationship. with that organization and was able to kind of move my kind of career forward a little bit. Um, and from my side, it was great as someone who's always kind of worked in the public sector, you know, starting a business sounded very scary to me, but actually, um, it was quite accessible, even for someone with my lack of experience in that area.

So, um, it was good, but you know, I wouldn't call myself an expert on entrepreneurship. Yes, neither would I. That is why we have invited our guest who is an expert and he can a little bit open up what, how this thing works generally. So let us introduce our guest. Sure. We're delighted to welcome our international house to accrues a business coordinator, Teemu Saarimpaa in the studio.

Hi Teemu. Hi, nice to be here. Thanks for inviting me. Hello. It's great to have you here. Sure. So, um, I think many of our, certainly our clients will, will know of you, uh, and you've also attended some of our events, but for those who don't know who you are, would you be able to give a quick introduction? Sure.

So, my name's Teemu. I'm a, um, I'm the business advisor for, uh, business coordinator for the International House. I actually used to be the business advisor, so that slips out easily. Yeah. We can talk about that as well. Yeah. But, uh, my job is essentially to take care of stakeholders, uh, and networks, uh, related to Isto.

Uh, I'm mostly from the angle of keeping, um, open certain avenues for employment for job seekers who come to International House for help in finding a job. And the logic is, because we ultimately don't have really much of an insight into, uh, the companies like we can't say that if you hire this person, then we'll pay their 40 percent of their salary for four weeks.

So we basically, I employ a method that you could call a kind of public sector version of social selling. So I keep a lot of networks, a lot of so called phone numbers in my so called Rolodex so that if I, somebody comes to us, a plumber looks for work, Then I try to make sure that we have plumbing companies in our stakeholders and our networks so that I can then feed them the CVs directly.

Sounds great. But would you say that a lot of these internationals, they look for an employment, but maybe some of them end up not finding the one that perfectly suits their situation or their needs. You know, for some reasons they do not find the exact position. So some of them think about actually becoming entrepreneurs themselves.

Would you open up, like, what is the incentive? Why would anybody at all want to open an entrepreneurship? And what is your perspective on that? Well, my perspective is I've worked with refugees and immigrants since 2010. So that's about coming on 15 years. Um, It can be a kind of, uh, wealth and wellbeing generating machine for the entire family.

So if let's say, you know, a refugee comes from Iraq to Finland and they set up a restaurant here or, uh, whatever logistics business, whatever it is, coding business, they can then hand that over to the next generation. So this can be a, uh, An incentive for many of them so that the child doesn't have to go through the process of looking for work with a non Finnish name and facing the same obstacles and so on.

But if you look at it more immediately from, from what the person gets for themselves, uh, first of all, you are, if you start your own business, uh, you don't necessarily need to sell your own know how and your expertise to somebody from across the table. Who's never. Heard of you. They've never heard of your country.

They don't know how things are done over there. So you can kind of, with your own business, you can often get straight to the meat of the issue. Like if you are a, a personal trainer, you don't need to convince somebody that you're, you're a good personal trainer, so you should hire me. I'll bring added value to your company.

But you can get straight to, uh, finding, um, clients, then selling your service to them. And then they directly find out that you're actually a good personal trainer and the word gets around and so on. This is, uh, this personal trainer aspect is from lifted from real life. This is from one of our, our clients who was able to do this, look for a job as a PT for a long time.

Couldn't find it. Set up his own company. Now sustains himself through there. Okay. Interesting. Just being a client. then. So, you know, in your previous role as a business advisor, or even now, kind of when a client comes to you, like, um, what kind of, how is the entrepreneurship community in Tuukku? Would you say that Southwest Finland is a place that a business can thrive?

Yes, we just had a business visit last Friday to a very successful company started by originally by a Spanish immigrant with a Finnish partner. And actually put this question to him, the, the Spanish part owner and stakeholder in the company that why would anybody want to start a business in Finland because I wanted kind of raw material for this podcast.

Um, and he said, you're always on my mind, but he said that, for example, if you have a really good idea for a startup. Uh, he actually used the word Finland is paradise because the government has a lot of, they'll give you a lot of financial help to get it started. You need a good idea. You need a good plan.

But Finland is the place to be in terms of getting funding, uh, even from the government, the public sector for your business. Your company, I forget exactly what the question was, but I'm mumbling on there. A community. Oh, the community, right. Yes. There is a community and it's important to be a part of it and be empowered by it.

Get the peer support. But another thing that Connects successful interpreters from an immigrant background in Finland is that they're not bubbled up into the immigrant community. They're not within the enclave. They also have connections to fins because ultimately Finland has a clear majority of regular.

So you also need to be able to sell to them. And, uh, it's good to get that kind of peer support and, and, uh, there is a community, but, but you should also always try to build a community out of peers and colleagues, but also clients and customers and potential customers. So that's something to keep in mind.

Yeah, that's a great tip, actually. So even if you are an international trying to come out of that bubble, not staying alone, because that's something maybe we have heard from our clients, whether they have a business or not, that they feel that they're alone and they need to, they want, they feel like they want to reach out and come in doing with others.

But other than that, Damon, would you maybe give this kind of like one advice? from your site based on your long 15 year experience. Uh, what is one thing to start business? Well, this is Finland. So I often tell my clients that if you're able to bring back somebody from the dead, it doesn't matter. You need a, a, yeah.

Permission from the zombie department of the Finnish government in order to have the permission to bring back the dead. And you need like a stamp that says this guy is an actual, he can actually bring people or this, this woman can like use witchcraft to bring people back to life. So have the paperwork first, have a good plan, especially in this economic situation, just from our communications with banks, potential investors in our clients, companies, more and more.

The message is. That, uh, that when the economic situation is, uh, is challenging as it is in Finland now, the role and importance of plans, numbers, calculations is kind of elevated and it's even more important. It always is in Finland, but in Finland, paperwork first. And then come to us, of course, we'll gladly help you.

And our strength is in not only the networks that we build, but also in the kind of concrete street level advice that we offer our clients. So paperwork, how to deal with the government, how does this mean taxation wise? And so on. We're here for, for those kinds of services. If you want to know how to conquer the Chinese market for your startup, then we're not the right place.

But if you need everyday kind of concrete. Practical advice, then International House Turku is built for you. Yes. You actually mentioned paperwork. And I think that is something that a lot of internationalers, international sphere, especially a lot of web pages. When you go there and finish a lot of information, you try to change it to English and like half of the information is gone.

But that is why, like you said, that in at International House Turku, we have support for international sphere. thinking of starting their business, or even if they already have one and they maybe have hit a wall at some point. So they need somebody to brainstorm with. So could you maybe Jonathan, tell a little bit more, what is the service about?

Sure. Um, so of course here at International House Toolkool, we have had a business advisor since we started when you did that role. So excellently for the first. But now you've been replaced, I'm afraid. There is a new business advisor in town. Um, so if you are thinking about starting your own business, then of course you can reach out and through our website, book a time with our colleague, Adnan Hussain, the current, uh, business advisor.

If you are a current entrepreneur or even just thinking about the starting your journey, you can book a time with him to discuss ideas and plans in more detail. Yes. Um, that is why we have sent our reporter Daniel to, um, get some tips, advice from Adnan, which we will hear shortly. But before that, thank you Teemu so much for being with us today.

Yeah. Is there anywhere, can people follow you on LinkedIn, for example? Yes. I'm on LinkedIn. You probably have my name spelled out. Yeah. We'll add that to the episode description. I'm on LinkedIn. You can give me a call. WhatsApp. The whole point here is It's probably coming from the private sector, myself and having run my own business, I try to keep the kind of threshold for communication as low as possible.

So if you're not sure if I'm the person to call, give me a call. I'll connect you with the right person if it's not me. That sounds great. Thank you, Teemu, so much. And now let's move on to Monitori to find out what Adnan has to say. Yeah. Hi, Adnan.

Hello, guys. Nice to meet you. My name is Adnan Hussein. I am a business advisor in, uh, International House Turku. Uh, basically my job is to help people to start their own companies by assisting with the company registration, creating a business plan, applying for startup funds, identifying necessary permits and obligation.

providing tax advice and addressing various other issues. Uh, my top three tips. Well, there's a lot of them, but, uh, top three tips. The first one, uh, I think the most important part is, uh, to create a proper business plan. It is essential for understanding your business and, uh, different type of financing options.

Secondly, it is important to identify the necessary permits and obligation. You know, in Finland, uh, we have quite strict laws, uh, and you cannot proceed without obtaining the right permit. So, uh, I'm going to help with those also most of the time. And, uh, the third one, well, that's the most challenging part in my opinion.

Well, I have, uh, Quite a lot of experience, uh, as an entrepreneur in Finland over 25 years. So, I mean, uh, identified potential customer and, uh, target marketing at them, it's a very important, you know, I think that's a difficult, uh, part in the business, how you can find your customers and so on. So, uh, remember to research the demand competition and price level.

Also familiarize yourself with the marketing and sales principles. Uh, so yeah, basically I think with those three tips, you can have a good entrepreneur road. Uh, I mean, there's a lot of other things coming in a road, but, uh, with those three, I think you have a good career. Yeah, I mean, uh, we have a lot of customers in international house school, you know, they come from university in Turku, they come from TA office and, um, of course, I'll So, uh, let's say that I have, uh, over 40 customer per month, uh, with the different industries.

I think a top five is barbershop, restaurant, IT, massage places, carwash. So this main industry is what a lot of foreign peoples are doing here. And, uh, I also visit the companies when I have opportunity and I try to help them even after the starting the company. So it's not like that. I'm just doing those things and we forget the customers.

So, uh, we have still the contacts and they came back again with the many different kind of things.

Thanks Adnan for that excellent advice. Some really great tips there. Absolutely. Like Adnan mentioned, uh, paperwork seems to be very important for everybody and also identifying your target client group seems to be another very important thing you have to think about before you start your business.

Definitely. I think it's great from my perspective that you can get help with something like a business plan, which again, for someone like me, I wouldn't really know exactly what goes in a business plan. So I think I need a little bit of support with that. So great that Adnan can help. Absolutely. And if you want to book a time with Adnan, then you can do it by going to our webpage where there is a place to book a time with, uh, with him and meet him.

Sure. And we'll, um, put all of these links again, uh, in the episode description. Yes. But for now, let's move on to our second guest and we will talk to an, uh, entrepreneur, an international actually, who has. Done all his paperwork and who has identified his client target groups, and he has a company in Turku.

Yes, and we are delighted to give a very warm welcome to the podcast to Burikka Gamage, Managing Director at Simplify Finland. Hi! How are you doing? I'm doing really good. Thank you so much. Hi Burika. Nice to have you here. Yeah, thank you. Thank you. So, um, well, perhaps you could briefly introduce yourself.

For example, how long have you been in Turku and maybe what brought you here in the first place? Of course. So I moved to Turku during 2022 February. It's almost two and a half years gone now. Wow. So time flies. Yeah. This will be my third year. Okay. So I was become an entrepreneur during 2018 under the brand name of Simplify Sri Lanka.

Then after two years, um, I could develop my business to the Maldives. So at that time we were promoting travel packages to Middle East region as well as few Europe countries. Okay. So then I decided to move to Finland with my wife and we moved to Finland. Then I feel that I need to develop this business and expand this business in Finland.

Okay. So that's why I established this business in Turku. Yeah. Okay. Very interesting. Could you tell us a little bit more about what kind of business you're offering? Yes. I'm offering, offering travel packages to the clients who would like to travel to Maldives as well as Sri Lanka. And we are giving end to end business.

Our packages are inclusive of hotels, resorts, as well as transportations. And some experiences. Sounds great. Yeah, I'm always, when I'm looking at your website, I'm always so kind of like, Oh, maybe I should go to Sri Lanka. Maybe I should go to the Maldives. That sounds amazing. I also remember when I'm meeting you that you told me that you need to travel to Sri Lanka.

Yeah, absolutely. Well, at least I know now how I can do that. Someday. Someday. Yeah. If you are tired of the maybe darkness or the cold, that's exactly what you should check maybe and think of. Exactly. Put it in your to do list. Definitely. But I mean, uh, like where's the best place to find out about what your company offers?

So you have a website, for example, but do you have social media channels as well? Yes. Now we have an official website here in Finland. Sure. It goes as simplifyfinland. fi. If you search through Google, you can get all the details about these travel packages. We have included the small news and Sri Lankan travel packages to our websites.

So you can go through the website and get the details. And as well as we have two, uh, social media channels. We are promoting these packages through, uh, Instagram as well as, uh, the Facebook. Sounds great. You said that actually you decided to bring that business in here and extend it kind of a to Finland, right?

But, uh, So when you moved in here, did you ever consider about like employment or was it you always had business in mind? What was your kind of like pathway of moving or starting your business in Turku in Finland? Yes, it was like, uh, initially I had that plan to expand this business in this Nordic region because I felt when I'm proporting this business, there's a potential business from Nordic region, especially Nordic region.

And we have five countries, Denmark, Norway, Finland, and Iceland. So, except Iceland, we have, if you go through the statistics, we have around 50 to 60, 000 arrivals to Maldives and Sri Lanka annually. So that's a potential business and that's a niche market for us. So I have realized if I moved to Turku and if I expanded this business in Finland, so I can grab this business.

So then I have developed this business and the first year is very successful and I need to say that. The business is profitable. Great. Great. Sounds amazing. Congratulations. Thank you so much. Yeah. Right. And you had to start a business and our business advisor, also our business coordinator mentioned that usually paperwork is challenge or a bunch of other things.

Could you bring your own perspective? Have you had any challenges along the way as you were starting or developing your business here? Uh, once I decided to develop my business here in Finland, I will share my perspective. Personal experience. Absolutely. Yeah. I came to Finland during February 2022. So then I could join with the Finnish Red Cross as an employee.

So I worked as a fundraiser for six years and a team leader for six years, almost like uh, yeah. Uh, one and a half years. Yeah. So then during this period, I realized that I can develop my business. Mm-Hmm. . So, uh, what I have done is after six months of period, I, uh, parallelly, uh, register my business in Tuku.

Mm-Hmm. . So I got the advices from International House Turku, as well as from Tuku Business Region. Initially what I have done is I contacted a business advisor from International House and I, I, um, met him and he gave me the. Fully data, details about the entrepreneurship. So then, uh, he asked me to submit my project proposal about the business.

And I shared my, uh, the details and the project proposals. Then I could register my business here in Finland. Okay, and then were those paperwork, were they in Finnish? Or could you do the paperwork in English? Like, have you found any kind of language barrier? No, any language barrier, uh, in this project proposal.

Because I, uh, when I'm submitting these details, um, They, they have, they have like something like the Finnish language as well as English. So I could submit all these details through English. So that's the, that's the main thing. And that's the. Yeah. facility we have here in Finland. That's really nice. Good to hear.

Yes. And, uh, for example, when you moved here and it has been some time, you are more experienced right now. Were there any things that maybe you would think of advising yourself as you freshly moved to Turku, Finland? Yeah. You know that And, uh, you're asking about the entrepreneurship or as the person you are, uh, we are meeting to do good.

Maybe we could cover both. That would be interesting. You have different answers then. I would like to know everything. Of course. I feel like, you know, that when I'm moving with my wife, I also face to this culture shock, you know, that, uh, all the people are facing, most of the people are facing this, I guess, because you know, that this is a different country.

So if you, uh, if you see my country, Sri Lanka, so always we have plus 30 climates throughout. throughout the year. So once I come to Finland, I realized this is a country without sun for like five to six months. So that's the difficult part. And you arrived in February also. Yeah. Yeah, exactly. During the winter.

And the first few months, like four to five months is a little bit harder for me, but I later on, I have realized when I mingle with the people and when I'm engaging, engaging with this, um, the business communities. So then I have familiar with this, uh, the people. So that was a great part for me. Okay. I mean, you mentioned that about business community.

So we talked about some of the kind of more official services like International House Tour Corps, like Business Tour Corps you mentioned, but I mean, are you a member of any kind of international kind of community groups, either on social media or in person? Is there anything you could recommend? Yeah, of course.

The most important part when it comes to travel business, because, uh, Challenges, it depends on the business when it comes to travel business. I need to get the registration of the KKV as well as SMEL registration. KKV mean a Finnish consumer authority and the SMEL mean Finnish Tour Operator Association and the success will be good Both the license of this organization and the other thing is we are a member of Suomen Uritthayath.

Sure. So that's the most important thing. If you need to develop your network through local entrepreneurs, the best place to get the registration of Suomen Uritthayath. They are giving some free legal advices as well as, um, they are helping to strengthen our business and they are, uh, they are helping to mingle with the local entrepreneurs.

So and I would say that, uh, it's especially, uh, after, after Swaminaritvaya, it's better to, uh, uh, Have the, uh, uh, engage with, uh, this next gen, uh, Finland as well. Sure. Yeah. Next gen Finland, Turku as well. So, uh, I have seen, I have participated for some events of that group and there are some startup communities in that group.

So already they have been this process. So that's the most important thing. And, uh, if you can mingle with those people, you can get the ideas of their business process. So these are the local, uh, authorities you have, uh, here in Finland. So we can get a great support through these, uh, uh, organizations. That sounds great.

Sounds like not only you can get, uh, official support by organizations, but also that's peer support seems to be very important as you're going through that process of getting your business. Yes. Maybe I guess, uh, we could look a little bit into the future, like, where do you see, how do you see the business developing?

Do you see your future in Turku in the medium or short term? Are you, do you have any plans to maybe go back home or how do you feel about, about your, you know, longer term? That's the most important question. After two and a half years, I feel that of course that I have succeeded in this business because this is a potential business for me.

And, uh, as I told you that we have good arrival figures to Maldives and Sri Lanka through this Nordic region. So, uh, at the moment we are developing this business through the Google campaigns and social media campaigns. So definitely we have a, we have a future here in Finland now. That's great. So I have decided to stay in Finland for a long term basis and develop this business now because we have some good arrivals from Sweden, Denmark, and Finland throughout last year and it's day by day it's developing now.

So, that's a good sign for my business. Absolutely. That sounds great. Yeah, and it's so nice to hear as well, because we like to kind of, you know, obviously promote Tuukku as a kind of a good place, but I guess Tuukku is quite small compared to many places in the world. But what's nice to hear is that you can kind of establish the base of the company here.

But of course, your clientele is not just limited to Tuukku. People in Turku, you're talking not just in Finland, but actually across the Nordics. And yet being here in Turku still gives you the platform to reach that target group kind of in neighboring countries. Like, I think that's nice to hear from our side that you're not just all kind of necessarily competing with all the other international entrepreneurs in this very small town, but you can kind of find clients from, from elsewhere.

Yeah. And the other important thing I should mention that this business is potential. It's not because when it comes to tourism, it's depo depend on the inbound tourism and outbound tourism. Mm-Hmm. . So now we are promoting outbound tourism that mean promoting clients to, uh, and Sri Lanka. Mm-Hmm. . And in future, uh, in next year, we have a plan to develop this business to inbound tourism as well.

That mean, you know, that the Finland also very attractive tourist destination. Mm-Hmm. . So we have a lot of arrivals to Lapland as well as to Tuku region. Yeah, that's great. So. We will be promoting this business to, uh, uh, Lapland as because you know that our Northern Light is very famous around the globe.

Yeah. So during next year, we will be expanding this business to, uh, Lapland as well as Turku. Yeah. That's very interesting. So sounds like you're working not only with a international clientele, but also you have some locals that you're working with. That's very interesting. Yes. It was a great pleasure for me because to be honestly, uh, This is the place that gave me the chance to develop my business.

So I feel that if I could contribute to the local GDP, like Finland GDP. So it's, that's my pleasure, you know, so it's a great contribution for the government as well. Absolutely. Yes. Yeah. It's been nice to hear. Yeah, that's really nice. And could you tell how people can reach out to you or how can they find out more information about your company?

As I told you that we have an official website. The website is called SimplifyFinland. fi. And we have some social media channels, Instagram and the Facebook. Those also goes as SimplifyFinland. And we have the contact details and email address we have mentioned and the most important thing. Initially we had a barrier with the Finnish language.

Now I need to say that we are communicating with both languages because my wife has studied Finnish language. Great. Great. Yeah. That's great. I think it really does, I mean, we, we meet so many people here and of course you can get by totally in English to a certain point, but of course if you have that extra language channel, then I think it does open up a lot more opportunities both personally and professionally.

Yes. Actually next week we'll be talking about the Finnish language, which is a good, good little teaser for, uh, for the next episode, uh, but thanks so much for podcast. This has been. Uh, incredible to hear your story. So happy that the, that the business is going well. Um, and it's great again. Well, I know that our listenership might have a lot of new arrivals into a group of new people thinking about, and I think you're a great example of someone who has managed to get to a really good place in the last two and a half years.

And you can see the development of your business. business. So, yeah, absolutely. And maybe one day we can also use the services to fly to Maldives. I know, yeah. Do you need a travel package for like a company visit? Or, you know, if you just need someone to go and test out some facilities over there, then you know where we are.

Yeah, of course. Why not? You can go through the website and you can contact me if you need these travel packages, of course. Yes, we will do that. Definitely. But, uh, for now. Great to see you. so much. It was a pleasure. And thank you so much for having me here because it was a great pleasure for me to share my experience as well as share my company details and about my entrepreneurships.

So thank you so much for you. Thank you. We appreciate that. Wow. Rota, another episode. Yes. That's great. What have we learned today? so much. Very interesting. Actually, we learned that you can start a business and it does not have to be a heavy one employing maybe hundreds of people, but you can be a sole entrepreneur.

You can have a light entrepreneurship, or you can think even widely going not in Turku, but cover all the Nordics or who knows, maybe the whole world. Sure. Absolutely. And I think we've also learned that, you know, while starting your own business often does have a certain amount of bureaucracy, a certain amount of paperwork attached to it.

There are a lot of services. Yeah, absolutely. And even if you have a language barrier, maybe starting your business will serve as a motivation of learning Finnish language. Definitely. So, I mean, has this changed your opinion on entrepreneurship? Are you thinking now about, maybe you could start your own business?

Maybe we could start, yeah. Maybe we could start something. That would be, you know. Yeah. Very interesting. But so looking ahead, um, uh, are there any upcoming events that our listeners might be interested in? Yes. So part of our events is always this networking. So BSPs Friday or the coffee mornings that we offer every Friday are one thing to look out for.

And one BSPs particularly that we have might be of interest to you. Could you say a bit more about that? Yeah. Um, again, if anyone is really thinking about, uh, about has an interest in, in entrepreneurship, then we will actually be doing. Uh, an entrepreneurship themed BSBIS Perian Thai, um, in conjunction with the University of Tohoku.

So we'll be going there, uh, next month, October 2024. Uh, and you can find out all the details, uh, on our social media channels when that is announced. Yes, so check out for that, and about the business side for other events, you can also check our, of course, social media, as well as Business Turku, because they do have updates about the events that are coming for entrepreneurs particularly.

Yeah, and we'll put all of these links again in the episode description, and we will also put our contact details. So, um, again, we would love to hear your thoughts, your comments, if we have any kind of entrepreneurs listening, if you want to share your advice, or if we have any potential entrepreneurs who maybe have a couple of questions, you know, we can, we can, uh, put them to term, or we can put them to Boudicca as well, um, and they can, can be in touch with you.

So, Rosa, where can people find us? People can find us through our social media, LinkedIn, Instagram, Facebook, and of course you can check our webpage as well. Sure. I'll hopefully see you at one of the events, um, but I think we've had another episode in the bag. Yes, I'm looking forward to our next one, Finnish language, Suomen kieli.

Yeah, this is going to be slightly more tricky for me, maybe, but, uh, well, I'll be brave and, uh, I'm looking forward to that one as well. But for now, a big thanks again, uh, to Budika, to Teemu, to Adnan, and of course to you, Rosa. Thank you, Jonathan, and see you next time. Moi moi! Moikka!
