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(by Ritva Nirkkonen, Finland) 

Description of the approach (aims, delivery, budget etc) 

Company clinic services are designed for young companies (1-5 years). Nearly half of all newly established 
companies risk ending their activities during their first five years of existence. In order to help companies survive 
this critical period, company clinic services have been developed. These services are offered by the Jyväskylä 
Regional Development Company Jykes Ltd, which is a company owned by five municipalities in the region of 
Central Finland.  

Annually 20-25 young companies are assisted in this one-year process, which is a lighter version of the local 
incubator model. The services have been tailored especially for companies working in the field of knowledge-
intensive business services, but the clinic is open to all interested young companies.  

The clinic services identify specific barriers and obstacles to the survival and growth of participant 
companies. The services are also aimed at helping companies to better plan and manage their growth, which is of 
great relevance for growth-oriented companies. On a needs basis, tools to enhance the company’s capacities and 
capabilities are developed. The most challenging issues for the assisted companies tend to be the development 
and implementation of sound sales and marketing strategies. Together with the company, marketing materials, 
including brochures and web-sites, and strategic documents, including sales manuals are therefore frequently 
developed. Priority is given to individual consulting, but also training in groups is practiced. 

The participation fee for companies is EUR 50. Individual consulting and advice is offered up to a maximum 
value of EUR 3.000, of which 30% is covered by the company and 70% by public funding. 

Why the approach is relevant to the two districts/to East Germany? 

Very often young companies do not realise that their current business capabilities and know-how are 
insufficient and that external help would be a real advantage. They are often too optimistic in their visions about 
business possibilities and growth in the near future. Young companies lack experience in developing sound sales 
and marketing strategies, which may cause severe financial difficulties, especially during the first critical years. 

Systematic coaching and assistance services can be a crucial support to such companies during their first 
years of existence. Company clinic services can be used as a tool to provide special assistance and support to 
growth-oriented companies, which could be of particular interest for the strategic economic sectors of the two 
districts. 

Given the high number of small-scale service oriented micro companies created in the two districts and in 
East Germany, such a service could be offered to this kind of companies as well. A close co-operation with the 
Chamber of Commerce and Trade, the Chamber of Crafts and the Labour Office could be used to develop 
programmes to raise the quality of products and services offered by these companies and their productive 
efficiency. 

Reasons for the success of the approach  

Company clinic services address a well-defined need of young companies for support and coaching during a 
difficult stage of their development. Individual coaching is one of the success factors of this service. During the 
clinic period growth and survival obstacles are identified and removed. Concrete measures are carried out, such 
as strategy development, sales and marketing promotion, etc.  

                                                      
1 Source: Discussion Paper "Entrepreneurship in the Districts Mittweida and Altenburger Land", 
OECD LEED Programme, October 2006. 
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A broad information and outreach programme is also organised. This helps increase awareness about the 
existence of and interest in such services amongst regional companies.  

The clinic services complement the incubator model and firms can benefit from both types of support. 

The obstacles that were faced and the quality of the response taken  

It was difficult to get over to SMEs the message that external advice can help fill gaps in their knowledge 
and capabilities. An information and awareness programme was therefore operated to increase take up of the 
service. Companies can also have reservations about the quality of the consultants offering support. Consultants 
are therefore regularly evaluated, which helps to keep the quality of the clinic services high. To ensure the 
commitment of participating companies, a participation fee (although only a small amount) is charged. 

Considerations for adoption of this type of approach in the two districts and in East Germany  

Company clinic services could help to offer tailored assistance to potential growth companies. It could also 
be used to help small and micro businesses to improve their products, services and efficiency and hence increase 
their survival chances.  

The services already in place offered by the Chamber of Commerce and Trade, the Chamber of Crafts and 
business organisations could be further developed and eventually merged into joint company clinic services.  

The example of Jyväskylä shows that this kind of service has been accepted by companies as a concrete 
help in business development, which in some cases made it possible for them to avoid severe mistakes. 
Participant companies were less likely to go bankrupt during the first few years of their existence than non-
participants. 

Contact details and website for further information  

Ms Ritva Nirkkonen,  

Managing Director 

Jykes Ltd, Finland 

E-mail: ritva.nirkkonen@jykes.fi  

Website: http://www.jykes.fi (Finnish, English, German) 
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