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”I told him that I must find a place of my own. 
I decided to start a business.”



THE 
BEGINNING



THE  
BEGINNING

Autumn 1971 was a tumultuous time in Finland when the government 
lead by Ahti Karjalainen resigned. President Urho Kekkonen nominat-
ed a new civil service government lead by Teuvo Aura and dismantled 

the parliament. In the background, there was a quarrel over agricultural in-
comes. Historically, a decision was made to organize premature parliamentary 
elections. Peoples’ trust in society’s basic structures was faltering, but there was 
one head of a family from Kempele who had what it takes. As the parliament 
was reorganizing its ranks, Paavo Tahkola decided to start a business.

Accounting company Tilitoimisto Paavo Tahkola Ky (limited partnership) 
was born in early 1972. Today the same company is known as Talenom 
Oyj (joint stock company) that employs more than one thousand people. 
Talenom is the first company in its field quoted in the stock exchange. The 
turnover of the conglomerate was over 80 million euros in 2021. However, 
that’s not enough because the company wants to grow even more. Growth 
and, somewhat, megalomaniac aims are bread and butter to the people in 
Talenom. The future seems to be full of opportunities. Mr Harri Tahkola 
has been the chairman of the board since 2017 and he vouches that the 
company also has surprises in store in the future. Only change is perma-
nent. “When we, after ten years, look back, we will see that no-one would 
have guessed where we are now and what we are doing.” Harri Tahkola’s 
vision is to build a company that has a turnover of more than a billion 
euros. Then he can retire and shift responsibility forward. Behind this urge 
to progress is his desire to continue the life work of his father, Mr Paavo 

Tahkola. However, we have to start from the beginning, from the early 
vigorous years of Paavo Tahkola.

Paavo Tahkola was born in 1941 into a religiously strict Laestadianist fam-
ily in Kuusamo during the Continuation War against the Soviet Union. 
Times were hard and cold. Three years after his birth, the family packed 
their things and evacuated to a safer environment to Ruukki, in Northern 
Ostrobothnia. From Ruukki, they moved to Kempele in 1955 when the fa-
ther got a job as a watchman in Oulu Ltd. Paavo’s father had lived through 
the war and horrors of the front line, and although he came back with a 
shattered mind, he was still ready to build a new tomorrow in Kempele. 
“I’m a country lad. We started to toil in the cow shed from the moment 
we could stand. Warming the sauna was your responsibility once you were 
able to carry the wood. We worked every day. Cleaning the stables and 
shovelling manure,” says Paavo Tahkola reminiscing about his childhood.

In the middle school, Paavo Tahkola sat and learned eagerly. His class com-
rades were mainly brats of bank managers and other upper-class families, 
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and Paavo couldn’t help noticing how well-off they were. The future CEO 
went to school in saggy trousers that he was given in Ruukki. His rustic 
mind was often a target of amazement and even ridicule. Sometimes he felt 
like an exclamation mark among the others, his country roots naggered the 
young man’s mind. Calculus was something he was good at. He liked doing 
math, it came easy to him. In commercial school, a new world opened up 
to Paavo. He began to study accounting.

“After that I have taken all kinds of courses but never the course towards 
bankruptcy,” he grins in an interview in autumn 2020.

During his studies he began to perform accounting for small businesses. 
There seemed to be plenty of work. He had also found the love of his life, the 
always cheerful and steady Anneli Öystilä. The young couple were married 
in 1963.

Around this time Paavo Tahkola was working for Oulu Ltd. He was the 
first cost accountant of the company. The salary was small, and the work 
tedious. His office was on the top floor. From there he watched as the men 
from the forestry department walked silently by his room. His mind filled 
with worry that his future would not be like that bypassing vision he used 
to watch. His nature was to be happy and positive, and he didn’t want to 
grow old before his time. In 1964, he glanced through the local newspaper 
Kaleva and found an announcement where a financial manager and founder 
of an accounting company for the truckers’ transport service centre, KTK, 
was being sought for in the province of Oulu. Paavo Tahkola applied for 

Paavo Tahkola

“After that I have taken all 
kinds of courses but never the 
course towards bankruptcy.”

Paavo Tahkola
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the job and got it. His skills were the basis of the trucker’s own accounting 
company. There were 1 200 partners, and the workload was great.

The financial manager’s post suited him, and he became familiar with truck-
ers. After working for five years in the field he was 28 years old and filled the 
requirements to try to pass the approved accountant examination. This kind 
of education was totally new back then. Of the 32 candidates, only 15 were 
taken in, and Tahkola was one of them. After finishing this education, he 
learned that the partners at KTK were not satisfied with the present CEO, 
and they started to prepare him to be the new CEO, well at least that was 
the intention. These plans were detected in higher instances and the board 
of the company immediately decided to abolish the offices of financial 
manager and sales manager. Tahkola was unaware that he had been given 
his notices when he returned from a holiday trip to Germany with his wife 
in August 1971. The vacation had been refreshing, as always. But when 
they returned home, there was a letter from his employer; his post had been 
abolished. They also sacked the sales manager who was a good friend and 
neighbour of Paavo Tahkola. They said in the letter that he would receive 
two week’s salary, but there was no need for him to return to work. Dangit!

Paavo and Anneli Tahkola had many more mouths to feed in autumn 1971 as 
their seventh child was on the way. The father had no choice but to humbly 
look for jobs. In the autumn he managed to find a job as an accountant but 
that didn’t last long. That assignment ended after a couple of months due a 
dispute over a coffee break. On that particular day, Paavo went to have coffee 
and chat with his former colleagues from KTK at a local bar. When he re-
turned to his workplace, he was just told in an abrupt manner: “It you’re not 
around, you don’t need coffee either.” That remark did it, and he emptied his 
desk. After that there was only one accountant working under a pale yellow 
light. Paavo went home and called his brother. “I told him that I must find a 
place of my own. I decided to start a business,” he explains.

On 17th December 1971, Paavo Tahkola signed a rental lease for his office. 
The first steps of his own company were taken in Valkealinna, a building 
in the centre of the city of Oulu, designed by architect Eino Pitkänen. This 
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eight-story building is still one of the flag ships of functionalism in Oulu’s 
landscape. “It was a risky move to start your own business. At home, you 
knew where the money went, we had six children and a seventh on the way. 
We had built a house of our own with mortgages and bills to pay. In those 
circumstances it was quite a move to become an entrepreneur,” contemplates 
Paavo and Anneli Tahkola’s seventh child, Harri Tahkola, in autumn 2020.

The work on his own account began on January 2nd 1972. The word spread 
around, and customers started to pour in. Operations seemed to be profit-
able. Paavo received support from his old accountant acquaintance, Kalevi 
Ollila. The corporate agreement of Tilitoimisto Paavo Tahkola was signed in 
April 1972, just a couple of weeks before Harri Tahkola was born. The as-
signed co-partners were business graduate Paavo Tahkola and office worker 
Anneli Tahkola. Both invested fifty Finnish marks into the open company. 
That’s how the journey of Talenom began.

The early years were focused on handling receipts. “Accounting has al-
ways been an activity in support of an entrepreneur’s work. Shady work, 

receiptless trade, false invoices, et cetera. Those weaken the possibility to 
follow how a business is actually doing,” said Paavo Tahkola in an interview 
in a newspaper clip from 1970’s. “Often the work was done at home, too. 
The previously mentioned sacked sales manager came occasionally from 
next door to sort out receipts. At the end of the living room we had an 
office space where dad toiled among receipts. I was born in April 1972, 
and the next year there was quite a pile of receipts at home. It has been 
said that I was born with a receipt in my mouth because I was at their feet 
all the time,“ Harri Tahkola laughs. Born with a receipt in one’s mouth is 
a proper description of a man who has grown at the same pace as Talenom 
from the very beginning. 

It felt that the receipts just kept coming in. During the first few months, 
Paavo Tahkola realized that they needed more helping hands. A new em-
ployee was sought by advertising in a paper. At the end of summer 1972, 
the first actual employee, Ms Leena Hakalahti, was hired. When remi-
niscing about the time decades ago, she uses the words “lucky break”. In 
the job interview, Hakalahti was extremely nervous. It was not about not 
knowing what to say, but she had parked her car in a dubious place. Luckily, 
she didn’t get a parking ticket but she did get the job. Before coming to the 
accounting company, she had worked in a wood furniture company. With 
the new job she learned the intricacies of accounting, and she provided re-
liable assistance. “We had a strong mutual trust with Paavo. The work was 
such a good education for me,“ reminisces Leena Hakalahti.

In Finland in the 1970’s, accounting was done in clusters; the whole year’s 
accounts were put in order at one push. That took quite a toll from the 
accountant. The customers delivered their notes, scraps of paper, receipts 
and bills to the accounting company - sometimes in plastic sacs. Making 
some sense of them was the expertise of Paavo Tahkola and Leena Hakala-
hti. After the first weeks of work, it was obvious that they wouldn’t be able 
to manage the next year by themselves. They needed to hire more people.

In December 1972, Tilitoimisto Paavo Tahkola already had four people on 
its payroll. It was time to move to bigger facilities. Paavo Tahkola bought, 
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“I personally felt that I want to fight, 
that we will find a way forward. 

And, luckily, our loans didn’t end up in 
a bad bank, which was a great threat. 

And we always managed to pay 
the interests and renegotiate loan 

instalments.”
Arto Tahkola

in March 1973, a conference space in Mäkelininkatu for 55 000 Finnish 
marks. The openings of the 93 square metre office was celebrated in June. 
Over the next few years, more people were hired.

Careful handwriting was an accountant’s trademark in the 1970’s. A pen 
was the crucial tool for this job. In the Taylorix system, all the markings 
were done on carbon paper. A pen required accuracy, but it was soon re-
placed by a more efficient and error-allowing pencil until new technical 
advances came to help. Calculators brought clacking and rattling sounds 
to the world of accounting companies. Paavo Tahkola bought an Olivet-
ti calculation machine through mail order from the Anttila department 
store. This acquisition came to be needed. High number buttons went up 
and down even more rapidly when customers’ accounts were formatted on 
punched tapes at the office. Then tapes were sent to Helsinki where they 
were transformed into computer sheets. Leena Hakalahti still remembers 
the excitement felt when the tapes were sent to the capital. Heart beats rose 
when they waited to see if the numbers added up. After punched tapes came 
the first computers. The machine nicknamed “cubicle” found its way to her 
desk. Paavo Takala wanted to ensure that his employees were the first to 
use computers. Tahkola was, in the 1970’s, on the board of Kirjanpitoto-
imistojen liitto, nowadays known as Taloushallintoliitto (“The Association of 
Finnish Accounting Firms”), and was at the forefront of the latest ideas of the 
field. “Now we have smartphones and an enormous amount of information 
can be stored in a tiny place. Today’s world of accounting is so different that 
I would hardly know how to open the accounting company’s door. Back 
then the pace was much calmer,” Leena Hakalahti chuckles.

An entrepreneur’s job can often be around the clock. It didn’t make it any 
easier that Paavo Tahkola worked only part time at his accounting company. 
He made sure from the beginning that there was also something else to bal-
ance the work life. In 1974, he began as the financial manager of Suomen 
Rauhanyhdistysten Keskusyhdistys (SRK) that was the central organization 
of the Conservative Leastadians in Finland. He continued that work for 
over 30 years until his retirement. Being SRK’s financial manager was also 
a demanding task. SRK built campsites around Finland, and the financial 
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manager had his hands full. So, Paavo Tahkola divided his time between 
these two jobs, which is quite an achievement for a man with a big family. 
Home chores were mostly mother’s responsibility, and he made sure that 
the family had enough food on their plates. “Being an entrepreneur was, 
in those days, demanding work, it took all the time you had. Father’s two 
jobs had the effect that they developed such a culture at the company that 
responsibilities had to be divided. When you had multiple things going 
on at the same time, the entrepreneur had to allocate responsibility to his 
workers. That culture has remained until today,” reminisces Markus Tah-
kola who started his career at his father’s company in the 1990s.

The everyday work at the accounting company is often seen as tedious, 
routine-like and bookish. And it was like that, especially in the 1970s and 
1980s. Fast turns and developments have, nonetheless, always been pres-
ent, at least in Talenom’s path. The changes made to Accounting Act in 
the 1970s were particularly straining for accountants. The renewal of the 
Accounting Act in 1974 brought, for example, the mandatory keeping of 
cashbooks. Changes came in rapid succession, and in October 1977 Paavo 
Tahkola wrote to a client as follows:

Dear client of our accounting company,

Receipts and audits have been the main topic this autumn. 
In the future, we must all be prepared for increasing and 
more “petty” inspections..

One must pay special attention to a receipt. It should 
state clearly what was bought, the amount bought, the 
price per item, the total amount, and also the salesper-
son’s name and date. Moreover, the mailing lists connected 
to the invoice must definitely be attached to the invoice, 
as well as the credit card and account transfer slips.

We pay special attention to these aspects when making ent-
ries and will request more information and provide advice 
where required. Therefore, our aim is to manage matters 
through mutual understanding and trust so that auditors 
will have no complaints in the future either.
 
The tax audit exhibition is at the beginning of March. It 
would be of utmost importance to go there and mark the 
changes made by tax authorities to your own copies. Once 
we have that information, then we can study if there is 
basis for an appeal. As a separate commission we can also 
go to the tax auditing exhibition for you. We would then 
require a power of attorney. The visit would be easiest to 
arrange in Oulu and its surroundings.

Once the tax decision is final, then we can see if the tax 
authorities will accept the division of income between 
spouses in those cases where the spouse participates in 
business activities. It should be noted that if the di-
vision is approved, both spouses must have the entrepre-
neur’s pension insurance. In ambiguous cases, we will give 
guidance and can arrange this and other pension issues in 
order.

For some professionals, the delivery of receipts has been 
delayed. Now is high time to put bookkeeping in a timely 
order.

AT least for those clients whose taxable income has risen 
substantially bigger than normal, there is a need to make 
an interim financial statement two months before the actual 
financial statements so that taxable income can be adjust-
ed. Let’s keep in touch.

     With autumn regards,
     Tilitoimisto Paavo Tahkola20



19 April 1972

Tilitoimisto 
Paavo Tahkola Ky 
is founded

June 1973

The company’s 
headquarters moves to 
Mäkelininkatu in Oulu

1976 

The company applies for a 
construction permit from the 
municipality. The granting 
of the permit is delayed. 
The company abandons the 
construction plans in 1977. 

1982 

The company’s 
headquarters 
moves to Isokatu 
in Oulu

2 January 1972 

Paavo Tahkola starts the 
preparations to found his 
own accounting company 
in Valkealinna in Oulu 
and acquires his first 
customers

1974

The new Accounting 
Act takes effect. The 
keeping of a cashbook 
becomes compulsory 
for entrepreneurs. 

1979 

The telephone 
switchboard of  
the company  
is renewed. 
The accounting 
company can now 
be called through 
five telephone lines.

August 1972 

Leena Hakalahti is 
recruited as the first 
employee of the company

The number of employees in Tilitoimisto Paavo Tahkola grew so that in 
1977 there were seven people toiling at the office. Clients poured in at 
a steady pace. An entrepreneur received the basic services from Tahkola 
for 800 Finnish markka (FIM) per month, and additional services were 
billed separately. In the Oulu region, Tahkola’s confidentiality and exper-
tise gained an increasingly positive reputation. In 1979, Tahkola’s phone 
services were renewed and there were now five separate lines for clients.

Then came the 1980s and it was time to accelerate business. This meant 
expanding, buying other accounting companies. “I caught such a  bug that 
I just had to buy accounting companies in the 1980s,” grins Paavo Tah-
kola. This was somewhat exceptional as the trend favoured small account-
ing companies. Expansion and buying colleagues’ accounting companies 
meant, of course, growth, but competitors also saw it as a threat. In this 
contradiction Paavo Tahkola, who was both humane and ambitious, had 

the strength to find the right balance. The first accounting company he 
bought was from Pulkkila in 1982, and the next company to be bought was 
found in Haapajärvi a year later. With the latter one he also got a house and 
a travel agency. On one occasion with a new acquisition came a red BMW, 
another time a whole medical centre.

Company acquisitions and selling intents are delicate matters. There was an 
announcement in Kaleva at the beginning of the 1980s in which accounting 
companies from Ämmänsaari and Puolanka were for sale. Paavo Tahkola 
took the opportunity. “We had to arrange negotiations late at night so 
that it would be dark. No-one was supposed to see that the entrepreneur 
was in talks with me. He was afraid that the word would spread around. I 
didn’t know anyone there, but the seller was scared,” remembers Tahkola. 
The signed document of the deal is still in a safe in Talenom’s headquarters’ 
archives.

1982 

The first company 
acquisition, 
an accounting 
company in 
Pulkkila

4
IN 1973

emp
loyees
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Throughout his period as the CEO, Paavo Tahkola stuck to the principle 
that he would only operate in the province of Oulu. “It was a general 
idea that the relationship between the client and the accounting company 
automatically meant a personal relationship between the client and the 
accountant. The accountant was often alarmed when he or she heard that 
some bigger company was taking over. He or she could start to look for 
work from other offices nearby. Since the days of my father, it has been 
important for us to hold onto the staff when acquiring another accounting 
company. Father always heard that how could he be so crazy and dare to 
buy colleagues’ companies. There was always a large risk involved, but from 
the beginning we tried to take care of the staff,“ recalls Harri Tahkola.

Through buyouts, the number of Paavo Tahkola’s employees grew steadily. 
In an advertisement in 1982 called “Full-grown 10-year-old” it was told that 
there were, in the accounting company, 20 fully trained professionals who 
handled bookkeeping, business calculus, office services, and tax affairs. In 

addition, Tilitoimisto Paavo Tahkola promised to take care of billing and 
personal ledger applications with their new automatic machines. Other 
activities were housing maintenance services and business consultancy. In 
an internal letter in 1987 (“Between us”), there were a number of compa-
nies listed under the umbrella of Tahkola’s company. The main company 
Tilitoimisto Paavo Tahkola Ky was in Oulu, along with Isännöintiyhtiö 
Oy and Tilivoima Oy. Furthermore, there were accounting companies in 
Pulkkila, Puolanka, Ämmänsaari, Haapajärvi, Kuusamo, Pudasjärvi and 
Haukipudas. The number of employees had grown to 65 people. In several 
locations there were also organized “entrepreneurs’ nights,” an initiative 
started by Paavo Tahkola, where topical questions were discussed among 
entrepreneurs. 

Guiding business to the success it gained in the 1980s didn’t always go 
smoothly. During the early phases, Paavo Tahkola, a man in his thirties, 
suffered from health problems. The diligent man couldn’t rest from his work 
even when he lost consciousness, and, therefore, the older children of the 
family had to be “boogie baits” at the office and look after their father who 
could suddenly faint. Arto Tahkola unofficially took the reins of the company 
at the beginning of 1990s and he remembers how his first job at the office 
had been to watch over his father. For a boy under 10 years, this was an ex-
citing and demanding task. Leena Hakalahti was also worried about his boss 
and supervised his condition. The reason behind the sudden collapses were 
finally revealed: It was caused by biliousness. The situation thus eased, work 
continued, and the children could return to their normal activities.

The accountancy world became familiar to all the children in the family. 
According to Arto Tahkola, they continued to visit the office now and 

“I caught such a bug that I just had to 
buy accounting companies in the 1980s.”

Paavo Tahkola

The company searched for new 
recruits by means of newspaper 

advertisements, especially in 
the 1970s–1990s.
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When Tilitoimisto Paavo Tahkola Ky celebrated its ten years of operations, 
the company had 20 employees. The photograph shows the company’s 
staff in 1982. Paavo Tahkola is sitting in the foreground.



then after their father had recovered. This solution was apparently taken 
to ease mother Anneli’s burden at home – they eventually had 15 children 
all together. And what else could the accountancy entrepreneur’s children, 
future entrepreneurs themselves, do at the office than play office.

Arto Tahkola was the oldest child and the first to work in the family busi-
ness. When the summer holidays started, the then teenager Arto Tahkola 
worked as a delivery boy and carried documents from one place to another. 
The delivery job was made possible when the family bought a moped on 
which he skimmed through the streets of Oulu with his documents. “The 
first salary for the young boy felt like a terrifically big sum. I suppose it 
was something like 800 FIM. During the first years, I only worked in the 
summer but after that period I started to do entries in accounting books. I 
was good at it,” tells Arto Tahkola. During high school he decided to apply 
for business school, and finally those doors opened up to him. Future plans 
were clear in his head. “I must say that all I thought about was to become an 
entrepreneur, I couldn’t think of anything else. It felt so natural,” comments 
Arto Tahkola, who is still an entrepreneur. Other brothers had similar kinds 
of career paths. “In 1984 the new headquarters was built in Voudintie. There 
was a swimming pool downstairs. I started there as a janitor, I filled the pool 
and went around the office fixing things. I drove with my moped all through 
the winter even though it was freezing sometimes. You just put three layers 
of clothes on and head off to work,” recalls Harri Tahkola. Later he began 
to work as a keyboard operator. Harri Tahkola admits that he was nervous 
whether the numbers would go right and add up at the end. This left its 
mark. “You needed dexterous fingers in that job. The task of a keyboard 

operator was to do the entries that the bookkeeper had prepared. 
You had to check that debits and credits were even. 

There you learned the basics of account-
ing quite thoroughly, even the interde-

pendency of income statements and 
balance sheets. It became almost 
automatic,” reminisces Jaakko 
Tahkola (CEO 1998–2001), the 
sixth child in the family.

Almost every one of Paavo and Anneli Tahkola’s children has tried to see what 
it is like to be an entrepreneur.  It seems that this trait was in their genes, only 
a few of them took a salaried job, “Our home education was such that until 
the summer of confirmation we were allowed to live our childhood, our par-
ents took care of us. When you were 16, then you went to work.”, says Harri 
Tahkola. The eager ones started their own business in their teens. One young 
entrepreneur was Jaakko Tahkola who founded, as a teenager, a company 
called Pihaparturit Ay (“Grass cutters”). They cut companies’ lawns and did 
landscape work. “It was very instructive. You had to go to different companies 
and locate the owners. Then I would offer my services,” remembers Jaakko 
Tahkola. When he grew up, he sold his company to his little brothers Harri 
and Markus who continued the work of Pihaparturit.

Arto Tahkola was the first child in the family who came to be a regular 
worker at his father’s accounting company. He had a steady post there until 

Paavo Tahkola became an entrepreneur in 1972, after which the company 
grew every year. The photograph shows the young entrepreneur in the 1970s.

Cashbook
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Paavo Tahkola’s spouse Anneli Tahkola (on the left) was also drawn to 
entrepreneurship and founded a travel agency in the early 1990s. The 
photographs show Margit Luuri-Paso and Tarja Jäminki, employees.

Paavo Tahkola’s wife Anneli wanted to move from home to working life in 
the 1980s. They bought a travelling agency called Lakeuden Matkat, and 
Anneli Tahkola began to run the place. Later, this company was handed 
over to their sons Mikko, Veli-Pekka and Ilkka. The same company is still 
in business in Kempele, nowadays under the name Easyloma Oy. “We did 
travel around at some stage. Mother had to keep the business running, 
and so we boys bought holiday trips from her,” remembers Harri Tahkola.

At the beginning of the 1990s there were about hundred employees in Tah-
kola’s accounting company. But the depression was coming. The policy of 
strong currency, liberation of financial markets and the collapse of the Soviet 
Union pushed Finland towards a depression. This had an effect on the Ou-
lu-based accounting company and, in particular, on their clients. One of the 
cornerstones of customer communication was at that time the publication 
Littera. It only had a few pages but, inside, it was filled with serious stuff.

”Finland’s economy has gone into recession. It’s consequences and effects are being 
felt in a growing number of companies. Now it is time to take out the accounts 

the end of the 1980s, at first as a Director of Administration. The roads of 
Oulu province became familiar to him. “Father had bought some accounting 
companies, and, somehow, that side of the affairs interested me. I remember 
once when I was in Ämmänsaari, I thought that Kajaani is a big place and 
there you could find suitable accounting companies. Then I heard about one 
company that might be interested in selling its businesses and I leaped in to 
negotiate with them. We soon bought the place,” says Arto Tahkola.
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of the last few years and other information and draw up simple statistics of 
the company’s recent history. In this work, your accountant can be of immense 
help. When looking at the past, one can see that there have been tough times 
before, as well. Surviving them can perhaps teach something when you reminisce 
on the actions taken back then. Calm composure is required now in guiding 
companies. Decisions must be taken, but not rash ones. Let’s dig from ourselves 
the experience and professionalism that built and developed your company to 
this point. So, fight the depression! (Paavo Tahkola’s editorial, Littera 1/1991)

Finland’s economy crashed. The Finnish currency was forced to devalue in 
November 1991.

”Ensuring operational finance and continuing cash flow is the key for surviv-
al. Overseeing terms of payments and securing debt collection must be strictly 
executed. Collecting overtime interests is an evident measure in such times. On 
the other hand, one should negotiate terms of purchases and payment schedules. 
Prepaid freight deliveries can now, perhaps, be negotiated to be smaller and pay-
ment times longer than before. And concerning loan instalments, one can try to 
renew terms with financiers, and one should also consider selling non-profitable 
assets.” (Paavo Tahkola’s editorial, Littera 2/1991)

”We weren’t able to get the bank to negotiate with us for almost a year. 
They just refused to see their clients. We sat with entrepreneurs on the up-
per floor of the bank side by side, nobody saying anything. It took almost 
a year to get them to the negotiation table. It was just awful, they weren’t 
able to make decisions,” Paavo Tahkola reminisces. The national economy 
was said to be overheated. Companies went bankrupt, unemployment grew 
to alarming numbers. Paavo Tahkola contemplated the misery of his fellow 
entrepreneurs in his 50th anniversary interview: “Now, during the depression, 
the importance of consultation is especially crucial. It is hard to look at the 
tragedies when companies go under because many of those clients have become 
good friends.” (Littera 2/1991)

The year 1992 was even grimmer for Tahkola’s entrepreneurial family. Paavo 
Tahkola fell seriously ill in January, he had cerebral thrombosis. Two of the 

Paavo Tahkola, the CEO, reminds in his text that the main task of an 
accounting company is to constantly monitor the interests and matters of its 
client companies.  Tahkola reminds that his company is, above all, a service 
centre that offers diverse expertise in various business areas.
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banks didn’t always know what collateral we had. It was quite an exercise,” 
reminisces Jaakko Tahkola. “It was such a chaotic time. We had been doing 
deals around the province and taken loans. Father liked to negotiate loans 
with local banks. That way we co-operated locally and we were genuinely 
present in that community. We had loans from all over the place. We even 
took a currency loan to get things sorted,” says Arto Tahkola with a sigh and 
continues. “I remember particularly well one bank in Oulu that I visited 
probably once a month. Every time they gave me the lecture. They stated 
that only one and half percent of our own capital is left and the value of our 
collaterals was half of the original value. They demanded to know how we 
were going to deal with the situation. And our father laid in the hospital.”

The two brothers felt that the way the banks operated in the midst of the 
depression was unreasonable. Messages from other entrepreneurs were also 
depressing. “I personally felt that I want to fight, that we will find a way 
forward. And, luckily, our loans didn’t end up in a bad bank, which was a 
great threat. And we always managed to pay the interests and renegotiate 
loan instalments,” recollects Arto Tahkola.

A photograph of the company’s staff in 1993.

sons, Arto and Jaakko, came to help and tried to keep the company afloat. 
Jaakko Tahkola describes the beginning of the 1990s as a “real tight-rope 
act.” The first challenges the brothers had to confront were sorting out the 
bank loans and collaterals. They went around the province meeting bank 
managers. “The currency credit crisis taught us a lot, during the crisis I 
began to understand the financial world. Luckily, I was a young man and 
didn’t feel so much pressure. Nowadays I think I would take it differently. 
There were many banks and our collaterals were intermeshed. Even the 
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Paavo and Anneli Tahkola passed the leadership of the company on to their sons 
Jaakko, Harri, and Markus in the late 1990s. In the photograph, the company is 
celebrating employees who have completed a KLT degree in December 2001.

and when all the fairs were cancelled I set up a meeting with our bank the 
next week and postponed our loan payments. I already realized then that 
the COVID-19 will cause a major crash and we should take every possible 
precaution in advance to avoid problems. It must have saved us from big 
losses,” ponders Arto Tahkola, the CEO of Tarraserif Oy, in the midst of 
the COVID-19 misery.

Paavo Tahkola made his way back to the office already in 1992. Howev-
er, sometimes words seemed to be missing and his sight was permanent-
ly damaged because of the seizure. But he has learned to live with those 
ailments. “I have such understanding people around me that they didn’t 
call me a cuckoo head. I had the liberty to draw that conclusion myself,” 
wisecracks Paavo Tahkola. The work continued at the accounting company 
even though the depression squeezed the last drops out of the company. 

The sons struggled with the banks, and let Paavo Tahkola recover in peace. 
Sometimes they visited him at the hospital to get their father’s signature to 
documents. Harri Tahkola was in the military during the hardest period of 
the depression, and he describes how he got away scot-free. Still, father’s 
illness and the company’s situation troubled the young man’s mind. During 
the depression Leena Hakalahti, the first hired hand in the office, was an 
invaluable aid and help in running the accounting company. “They were 
challenging times. We were also forced to consider whether to lay off some 
of the staff temporarily or not. I just couldn’t suggest that we let some 
people go. It was a tough period, and there was more reason to increase 
people’s wages. But we all, the entire staff, thought together how to survive,” 
reminisces Leena Hakalahti. Her secure touch also calmed the going ons of 
the Tahkola brothers. “I might have had too much speed sometimes, there 
was so much to think of. Leena (Hakalahti) reminded me that I shouldn’t 
dwell on things so much. And now when I look at myself in the mirror, I 
can see that there is a wrinkle on my forehead because I didn’t always listen 
to Leena’s advice,” grins Arto Tahkola. 

The debts and interests of Tilitoimisto Paavo Tahkola Ky went sky high as 
the banking crisis deepened. All of the income went to interest payments 
and loans were not amortized. In 1992, fifteen percent of the accounting 
company’s clients went under due to the depression. It was a massive part of 
business and a loss to the accounting company, too. Paavo Tahkola, howev-
er, was concerned how the entrepreneurs themselves coped. “Clients were so 
frenzied and they wanted to quit. They just couldn’t carry on even if we did 
everything we could to help them,” sighs Paavo Tahkola three decades later.

Arto Tahkola admits that without the experience of that depression he 
couldn’t have acted so efficiently in 2020 when the COVID-19 pandemic 
started. “We learned from the depression years that one must react imme-
diately. Expenses must be reduced right away to keep the cash flow positive. 
There was one fellow who invested in educating his staff because he believed 
that then the company would be even stronger when the next boom comes. 
Well, that business went under. This came to my mind in February 2020 
when the pandemic started. Business trade fairs are important in our field 
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The number of employees was reduced from 105 to 75. The corporate 
form was changed into a limited liability company in 1994, and starting 
from 25 May 1994 the accounting company continued under the name 
Tahkola Tilitoimistot Oy. The depression was conquered, and an even more 
proficient accounting company was on the horizon.

The company’s relationship with the tax authorities has been colourful, 
to say the least. According to Paavo Tahkola, the depression in the 1990s 
brought a distinct change in the attitude of the tax authorities. In his 30th 
anniversary keynote address, he compared the relationship between the tax-
payer and the taxman to the times of the Roman empire. In Rome, at that 
time, it was thought that citizens can hate the state as long as they are afraid 
of it. “In tax inspections they made incomprehensible presumptions that 
the taxpayer had to prove to be wrong. Even one of our accountants was 
inspected in 1994. Two people studied us for three days. They ordered us 
to pay 300 000 FIM in back taxes. We gave our response but we still had to 
pay 100 000 FIM, and, of course, this was during the deepest depression,” 
Paavo Tahkola said in his speech. After the depression, the relationship be-
came more neutral. That doesn’t stop Tahkola from telling his most ironic 
memory: “Just bookkeeping, just taxation – and nothing to remorse. This 
was the slogan we put on toothpick boxes. And we sent a case of those to 
the Oulu’s tax office,” chuckles Paavo Tahkola.

While the Tahkolas were wrestling with the taxman, the legislator had its 
own say in the 1990s. The founder of Talenom had something essential to 
say of this, as well: ”As entrepreneurs we felt that it was unfair that legislation 
in this field is being changed all the time. It’s not easy to plan business activ-
ities, to develop business or consider investments when one doesn’t know how 
the taxman will treat us after half a year. We have gone through such rough 

times in this decade that it would, however, be astonishing if we didn’t survive 
even now. The end of the depression was a long time coming, and it seems we 
will have to wait for the sunnier weathers, too. But they will come…(Paavo 
Tahkola’s editorial, Littera 1/1997). 

The love-hate relationship between Talenom and the taxman has continued 
through the decades. When the newspaper Kaleva stated in February 2012 
that severe taxation is driving companies out of the Oulu region, Harri Tah-
kola commented that The Finnish Tax Administration is more on the side 
of the tax receivers – state and municipalities – than the taxpayers. ”We have 
discussed this with other consultancies and accountancies, and our joint opinion 
and interpretation is that if you want to make a more substantial reorganiza-
tion, then it’s wise to move your legal domicile elsewhere and get a preliminary 
information and ruling there,” said Harri Tahkola. (Kaleva 28 February 2012)

When new kinds of themes and digitalization began to come, it became 
clear that the accounting company had to take the next step if they wanted 
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to keep their pioneering role. In 1998 Tahkolan Tilitoimistot Oy trans-
ferred the buck to the next generation. Jaakko Tahkola was appointed as 
the new CEO, and brothers Harri ja Markus were his assistants. “I will 
continue as the chairman of the board. In this regard, I’m confident about the 
future – which, by the way, will soon be the past,” wrote Paavo Tahkola in his 
last editorial in Littera (2/1998).

The oldest of the brothers was Arto Tahkola, but he declined the post of the 
CEO. Arto Tahkola’s road had taken him to a different kind of career, to the 
helm of Tekniseri Oy. The company made electronic prints for Nokia, and 
Arto Tahkola had bought the company, together with his father Paavo and 
his wife Tiina. It was a tough decision for Arto Tahkola to pull away from 
his father’s company. Many people took it for granted that the first born 
would assume the role of the CEO in his time. “I struggled for many weeks 
how to tell it to my father. Eventually we sat down, and I said that I felt I 

had to go in another direction. I think we both got a bit emotional as we 
had a long common journey in the company. But then father put it nicely: 
“if there are more markings on that side of your calendar, then maybe it’s 
better this way”, recollects Arto Tahkola. “Father took it well. We agreed, 
however, that nothing was final yet. We will continue for a while and see 
what happens. But I did stay on my course. As a business, Tekniseri was an 
excellent choice, and it grew rapidly alongside Nokia. That was the struggle 
of my youth,” tells Arto Tahkola.

Behind the facade of Tahkolan Tilitoimistot Oy there were other quiet 
changes as well when the generation changed. Partners and the greater pub-
lic gradually heard about those changes. In 1998, brothers Jaakko, Markus 
and Harri each bought 33 percent of the company, and the remaining one 
percent was left to Paavo and Anneli Tahkola. Afterwards, the leaders of the 
family business explained the gradual publication strategy by psychology. 

1990 

The Littera 
publication that is 
sent to clients is 
created

1991 

Finland 
faces an 
economic 
crisis

1995 

The Value Added 
Tax Act is amended. 
The new Auditing 
Act takes effect.

1998 

Jaakko Tahkola 
becomes the CEO 
of the company.

1984 

The company’s 
headquarters 
moves to 
Voudintie 
in Oulu

1994 

The name of 
the company is 
changed to Tahkolan 
Tilitoimistot Oy

1997 

The new Limited 
Liability Companies 
Act takes effect.

1991 

The company 
expands its 
operations 
and starts to 
offer company 
acquisition 
services to its 
clients
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Accounting companies in 
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“We wanted to do this gradually and spare the reactions of clients, staff and 
our partners. The company had for so long been attached to father’s name 
that the change had to be done this way. Gently,” reveals Harri Tahkola. 
“All went quite smoothly for both sides, for those who continued work 
and for those who gave it up. My father felt strongly that the company 
must be sold to such persons who want to continue its work and commit 
themselves,” tells Markus Tahkola. “There was some debate on the price, 
but eventually we came to a mutual understanding. It was the market price 
at that time,” he says.

Jaakko Tahkola was 28 years old when he became the CEO. He says that it 
was a fascinating but not overwhelming challenge. A natural continuation, as 
Tahkola described the process in autumn 2020.  The three brothers made big 
decisions together. “The drive to go forward was intense. At one stage managing 
the company meant leading individual offices. When things were fine in one 
place, a new road was opened. When some office had tough times, then it got 
help,” Jaakko Tahkola describes the final years of the millennium.  After a few 
years as the CEO, Jaakko Tahkola saw that running a big organization was not 
his deepest desire. So Tahkola suggested that brother Harri, who had strong 
visions about the business, would take over the reins. This finally took place.

“The drive to go forward was 
intense. At one stage managing 

the company meant leading 
individual offices. 

When things were fine in one 
place, a new road was opened. 
When some office had tough 

times, then it got help.”
Jaakko Tahkola

Paavo Tahkola is no longer involved in the company, he even retreated from 
the board in 2001. Paavo Tahkola’s sons have continued his work and they 
have kept him up to speed, although they have not asked their father’s opin-
ion about the company’s affairs and strategy. Paavo Tahkola looks proudly 
at the company nowadays. The same urge to go forward still exists. “I still 
have an entrepreneurial spirit in my veins and the urge to go on. I don’t 
want to hear about business affairs anymore, and the sons won’t even tell me 
anything. But it’s so great that progress has been good. And the principal 
values are still the same as they were in my time,” Paavo Tahkola says. Harri 
Tahkola can confirm that. “Father didn’t try to apply the brakes to us at 
any point. He never was the one who wanted to hold back.” Paavo Tahkola 
didn’t want to put the brakes on even then when the sons told that they 
were going to change the name of the company, get rid of the owl brand, 
enlist the company in the stock exchange, or conquer the world. “Just press 
the accelerator,” smiles Paavo Tahkola. He still has the guts.
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Get together evenings brought large 
numbers of entrepreneurs together 
to discuss important matters. The 
photograph shows entrepreneurs in 
Ämmänsaari in October 1991.

Staff in 
the late 1980s.

The company organised a Christmas party 
for its staff every year. The photograph 
shows the staff in Christmas spirits in 1987.

Employees of Maaselän Tili Ky in front of the 
accounting company building in summer.

Keijo Holmström working in his 
accounting company in Haapajärvi 

in the 1980s

Paavo and Anneli Tahkola at the company’s 
Christmas party in 1987.
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Talenom has always been a rare bird in the accounting business. At 
one time our slogan was “One does it differently”. One of our values 
is courage, and this has been visible as experimentation over the years. 
When people in our field started talking about digitalisation twenty 
years ago, we were already digitalising our processes. It was not easy 
with the tools and knowledge of the time, but we wanted to try and 
learn. When there was no proper software on the market, we estab-
lished our own software unit and began to produce software ourselves. 
Naturally, everything cost more than expected, and it was not an easy 
road but well worth taking.

There were other brave decisions along the way. Once we decided 
to adopt an operations model in which the customer did not have a 
desig nated accountant. After a two years’ experiment, we had to re-
turn to the old model. New is not always better. But at least we did 
learn the significance of process development, and this has been of 
great use down the road.

We have always wanted to grow. This is not very common in the ac-
counting business. When we established our sales organisation, many 
people said that selling is not possible in our industry. Nevertheless, we 
have enjoyed it. If we get new customers, we know that our product is 
in order. We receive immediate feedback, if we are not competitive. Of 
course, growth brings with it a lot of additional work and hassle. We 
get new customers and new employees at the same time. However, it of-
fers in-house opportunities for promotion and enables longer careers. 
This way, we can see to the development of both our employees and our 
products.

The downside of brave action and renewal is that, occasionally, there 
is a lot of work, there are surprises, and many kinds of confusion and 
uncertainty. Therefore, Talenom is a good place of employment for 
people who dare to try out new things and accept that failure is part of 
learning. This applies to you, as well as your colleagues.

Talenom speaks about courage on its website in early spring 2021



COURAGE

Courage is one of Talenom’s strongest values. This has been evident in 
Talenom’s operations in many ways over the years. It has been visi-
ble as a jump into entrepreneurship, the purchasing of accounting 

companies, creating a sales organisation, change of generation, change of 
name, going public, becoming international, digitalisation, and many kinds 
of success. It has also produced failures – success is not possible without 
moments of failure. “We dare to challenge our own and, at the same time, 
the prevailing practice. We have the courage to acknowledge our mistakes. 
If we take a wrong turn, we then go back a few steps and continue onwards. 
This culture has always been part of Talenom,” says Otto-Pekka Huhtala, 
CEO (2019–).

Courage was listed as one of Talenom’s values under Jussi Paaso’s leadership 
(2017–19). Paaso adopted value-based leadership at the very start of his 
term as CEO. Talenom’s journey had been coloured by certain things and 
values for decades, and they needed to be named. “Together with the man-
agement, we created a value base for the company. Antti Aho was the dy-
namo behind this work. There were 70 of us, we were in Poland doing this. 
We held a meeting in which we discussed the value base,” Paaso explains. 
The first thing we did during our trip to Poland was to divide the themes 
into three parts: personnel, customers and partners. Then the group of 
managers wrote different values and things which reflect Talenom on pieces 
of paper. The disordered pieces of paper were arranged piece by piece. “Fi-
nally, everyone got to vote. There was even some rather loud discussion. We 
had the word “love” instead of “caring” until the home stretch. It was the 
last value that we voted on,” Paaso reveals. Courage. Caring. Will. These are 
the three values we chose after a long contemplation. Paaso points out that 
creating values with a large group of people is extremely important. “These 

types of things cannot just be declared from above, 
although I am a very straightforward guy. Everyone 
needs to commit to this. Value creation clearly im-
proved staff satisfaction,” Paaso stresses. Harri Lamp-
inen, who was in charge of software development at 
Talenom in 2011–18, was one of the managers who 
were in Poland for the value creation. “After that, I al-
ways started the weekly meeting on Mondays at 9:37 by 
asking if we had abided by our values the previous week. 
This evoked a positive discussion nearly every time,” 
Lampinen says. Lampinen is now employed elsewhere, 
but Talenom’s courage stuck in his mind. “I received a 
courage pin when I left Talenom. In addition, my username HALAM was 
retired and printed on a team jersey. It can still be found in the 5th floor 
cafeteria at the Oulu office.”
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Courage must not be just a word in the list of values. It must be accom-
panied by powerful actions and operations. Courage is part of the iden-
tity at Talenom. “People are provided opportunities, and that is courage. 
We have always had the courage to make our own decisions, to think 
big, even though we have been laughed at. We do not shy away from 
challenges,” says Mikko Siuruainen, member of the Board of Directors 
(2016–) of Talenom. Courage had a key role when the company declared 
that it would go public and aim for international markets. Courage has 
been manifested as reckless ideas and the ability to go for it. This also 
caught the attention of Stefan Björkman, the former CEO of the pension 
insurance company Etera (now Ilmarinen) and a partner of the company. 

“Talenom has shown exceptional ambition at every stage. Every time they 
have sent a proposition, I have had the feeling that they might not be in 
their right mind. And once they have set to work, they have tackled all 
fences. This type of ambition and expansionary thinking is rare in Fin-
land, so in that sense we can talk about an exceptional company,” says 
Björkman. His and Talenom’s paths have converged several times over 
the past couple of decades. Björkman speaks about Talenom and brings 
up an example of the thinking of the Australian aboriginals, inspired 
by the English travel writer Bruce Chatwin. Björkman finds that this 
idea describes well the cooperation between him and Talenom. “Chatwin 
wrote that aboriginals do not think of their own place in the world as 
a place, but as a path. Each family and community has their own path. 
Sometimes the paths converge, there is a party, and then you move on,” 
Björkman says.

Recreation days have taken 
the staff of Talenom to various 
situations, some of which have 
required courage. The photograph 
was taken in 2015.

We have always had the courage 
to make our own decisions, 

to think big, even though we have 
been laughed at.”

Mikko Siuruainen
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According to Björkman, Talenom’s leaders and builders have always seemed 
to be comfortable in their own skin. That is the prerequisite of courage. 
Talenom has had five CEO’s during its history. The terms of each of them 
have involved plenty of acts of courage, successes and failures. “A touch of 
madness and courage. Each of them have done it in their own way. I believe 
that as long as the present principal owners stay in Talenom, there will be no 
lack of courage. What they will come up with next, I cannot imagine. All I 
know is that whatever they contrive, I will be surprised,” Björkman laughs.

The courage stems from Paavo Tahkola. “My father is innovative and does 
not shy away from risks. That is one type of courage. In the 1980’s, my 
father was one of the first accounting company owners to buy an account-
ing company from another locality. My mother was always a bit more 
even-tempered, and wished for a more serene life for her children. But I 
suppose that we all have some of my father’s courage and entrepreneurial 

spirit,” Harri Tahkola muses. He admits that they have often had to explain 
their actions to outsiders throughout the company’s history. Tahkola has 
experienced this when applying for financing, in particular. “Growth always 
requires financing and partners. I have undergone financial negotiations by 
myself for the past 15 years, and I have noticed that the majority of finan-
ciers do not believe me. But there is always someone who does. When we 
have previously grown by five per cent a year, and you explain that next 

1999 

Euro becomes the 
accounting currency

2000 

The company’s 
name is changed 
to Talenom Oy

2001 

The company is 
awarded a regional 
entrepreneurship 
award

2003 

Harri Tahkola 
becomes the CEO 
of the company

2000 

Paavo Tahkola 
is granted the 
honorary title 
‘talousneuvos’

2002 

Finland shifts 
to Euro

2000 

The company sells its 
real estate management 
operations to Timo 
Tahkola Oy
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Operations in 
loca li
ties

“Every time things 
have turned sour, 
we have achieved 

something.”
Juho Ahosola
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we will grow by twenty per cent a year, it is a little challenging to sell. In 
particular, in a business like this, where you do not sell goods but services. 
You have to sell work done by people,” Harri Tahkola says. Tahkola says that 
he knows many entrepreneurs who return to their daily grind when they 
hear the word “no”. He understands this. However, Talenom has decided 
to choose a different path, to walk with one’s head in the clouds, thinking 
forward. “Choosing that road requires that you aim high and believe in 
your objective one hundred percent. With me, it must be a childish belief 
and philosophy about the direction in which the entire business and cus-
tomer needs are going,” Tahkola continues. According to him, one must 
first think bravely, and then express one’s thoughts to someone. If you tell 
your idea to an outsider, it is not that big of a thing, but expressing the idea 
to your own organisation takes real courage.

Courage was the word when the company underwent co-operation 
nego tiations in 2012. Harri Tahkola admits that the negotiations fright-
ened him. It was the first time that the company was in such a situation. 

The co-operation negotiations in autumn 2012 resulted in the temporary 
dismissal of several employees in Oulu, Jyväskylä and Tampere. The man-
agement team was also laid off. In the critical situation, Talenom’s manage-
ment demanded courage of others, too, including the society. “I would not 
have believed that the crisis in the Eurozone would show in Finnish SMEs 
so quickly. Courage to make painful decisions is again required of entrepre-
neurs to maintain the economic situation of the company,” Harri Tahkola 
stated in the Talenom Barometer in August 2011. “Finland’s future is in 

The office of Talenom has an excellent location in 
the Finlayson factory area in Tampere.
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The company has taken part in the Great Place to Work survey since 2017. 
Joining the survey was considered for a long time, even feared, but for no 
reason. The company has succeeded well. Celebration in 2020.

the hands of SMEs. They provide employment, create growth, and make 
our future. Decision-makers need to show courage and support SMEs, for 
example, through supportive tax decisions,” Tahkola continued.

Courage has been part and parcel of the work of Talenom’s Board of Di-
rectors. The members of the Board of Directors interviewed for this book 
note that the company is like a big orchestra in which everyone needs to 
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Juho Ahosola was seemingly pleased when Talenom Oyj earned 
recognition and acknowledgement in the Great Place to Work survey.

play together as one. At grass-roots level and in the Board of Directors, 
everyone has to play the same tune; otherwise the company cannot operate 
seamlessly. The compositions of the Board of Directors of Talenom have 
changed shape through the decades; there is even some longed-for diversity. 
Kaarina Pekkinen sat in the Board of Directors of Talenom Yhtiöt Oy at the 
change of the millennium. More women were elected to the Board in 2018, 
when Anne Riekki started as a member. At the moment, Elina Tourunen 
enhances the Board of Directors with her expertise.

Courage has also been required of the ever-growing ranks of Talenom em-
ployees. It was in high demand around 2010, when the company under-
went many changes. Antti Halonen, who has worked for Talenom for over 
15 years, reminisces how the constant change actually became a little joke 
among the employees. Organisational change took place frequently, every 
six months. “I remember when Harri (Tahkola) said that he received feed-
back on how things change too quickly. He understood the comment, but, 
nevertheless, noted that change will surely continue next year. Fast growth 
requires that we are always able to accommodate to the demands of growth. 
Harri assumed a humble attitude towards the feedback and the emotional 
experience of the employee behind the feedback. That is how I still see our 
corporate culture. The employees are cared for and conversed with,” Halo-
nen says. Hannaleena Riikonen, Director of the Tampere Unit, says that 

employees have always been encouraged to be courageous. “We challenge 
our staff to tackle issues bravely, even those that are not in their comfort 
zone. We are permitted and have the courage to fail and blunder,” Riikonen 
says. Courage is an excellent companion when an employee decides to try 
their luck elsewhere. This happened to Timo Hintsala, among others. He 
worked for Talenom for 18 years. “Courage carries me in my present work. 
I hope to be able to go bravely towards the unknown and to let people take 
responsibility, like they did at Talenom,” Hintsala says.

“Choosing that road requires that you 
aim high and believe in your objective 
one hundred percent. With me, it must 

be a childish belief and philosophy 
about the direction in which the entire 

business and customer needs are 
going,””

Harri Tahkola
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Talenom’s CEOs from left to right: Jussi Paaso, 
Harri Tahkola, Paavo Tahkola, Jaakko Tahkola, 
and Otto-Pekka Huhtala.

Antti Aho, CFO and CHRO of Talenom, con-
siders confidence between the staff and the man-
agement to be the company’s number one re-
source. “We need foolish aims. The idea behind 
entrepreneurship is that you never know what 
will happen. You can always make a decision to 
do something, even if other people laugh at you. 
You may succeed or you may fail, but something 
else can take place along the way, and that can 
be the start of something bigger,” Aho remarks.

At Talenom, success is the result of many brave 
decisions, but we have also stumbled along the 
way. After stumbling, we have had to pick up 
what is left of our courage and try again. A good 
example of this is the Tiger project (2008). The 
project leaned heavily on the Lean approach, 
aiming to eliminate unprofitable operations. At 
Talenom, this meant giving up designated ac-
countants. It was believed that lead-times would 
be considerably shorter with Tiger. One of those 
behind the project was Otto-Pekka Huhtala. It 
was Huhtala’s vision to create an internal tiger 
for Talenom on the basis of the Lean approach. 
“I had a really strong need to tackle the chal-
lenges of service production. I had worked in 
the manufacturing industry and had seen how 
much smarter they were when it came to process 
control. I wanted to bring process management 
to our company. I knew that if I could apply 
it at Talenom, we would proceed in leaps and 
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bounds,” Huhtala explains. The idea was to bring all problems to the fore-
ground and solve them. The end result was to have a better than ever service 
and improved customer wellbeing. The accounting service production de-
veloped, and processes were forced to change. “We overestimated the sig-
nificance of the customer manager organisation. Tiger revealed how heavily 
the customers actually lean on their accountant. They wanted an account-
ant, not a customer manager. It revealed how wrong our assumption was,” 
Huhtala says. The customers voted with their feet, some staff members 
lost their faith. Competitors, too, became conscious of Talenom’s failure. 
“Competitors tried to strike our weak spot. One of the largest operators in 
the field even did an advertising campaign which included page-sized ads 
in Kauppalehti business newspaper in which their accountants were por-
trayed as approachable and friendly, while elsewhere they are hiding and 
intimidating,” Markus Tahkola explains.

Harri Tahkola observed the project from the sides. He did not want to 
suppress the enthusiasm and faith in the matter, as he himself tended to 
go over the top. If a project requires courage to be born, so does ending a 
project. “Ski jumper Matti Nykänen once said that when you take off and 
the movement takes a wrong direction, you have to be able to correct it 
while in the air. This is what happened with Tiger,” Harri Tahkola admits. 
Courage had to be found to pull the hand brake, and that is what hap-
pened. At Talenom, they believe that it shows the most courage to admit 
that you are wrong. And the project was not a total failure; it also brought 
with it something good. According to Development Manager Juha Jutila,  
significant steps in digitalisation would not have been taken without it. 

“Tiger revealed how clients 
are tightly controlled by their 

accountants.” 
Otto-Pekka Huhtala

“Tiger was a mistake, but a necessary one,” says Jutila. “And, eventually, I 
was not disappointed with the outcome; I was ready to respect the custom-
ers’ view. When we returned to designated accountants, it was important 
to hold on to the processes. We had moved forward in so many respects 
and were ready to develop from accountants to consultants. We did not 
want to slip back to the old,” says Otto-Pekka Huhtala. “However, if we 
look at the big picture now, the process gave us a competitive edge which 
we would not have achieved otherwise. We changed the entire system, it 
opened up new paths for us,” Huhtala adds. “It was positive that we came 
to an understanding on how to do things. Process thinking was present in 
everything, and that is what we were able to develop,” Antti Aho confirms. 
The work was not in vain, although the project was ended prematurely. 
“Every time things have turned sour, we have achieved something,” Aho’s 
colleague Juho Ahosola sums up.

Nonetheless, courage really comes into its own through success. This ma-
terialised in 2016, when the company started to go international. The first 
milestone was reached in spring 2019, when Talenom signed an agreement 
with a Swedish family business, to the astonishment of sceptics. New com-
pany acquisitions were made, and the road to Sweden was paved. Otto-Pek-
ka Huhtala, CEO, says that courage is still strongly present in the everyday 
work; it has not disappeared out in the world. “We dare to challenge and 
do things differently.”

“What I do know is 
that I will be surprised by 

whatever is invented at 
Talenom.”

Stefan Björkman
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Paavo Tahkola was one of the first to purchase computers in Finland. He 
travelled the world in the 1980s and visited trade fairs, where he had 
the chance to learn about the new devices which nowadays look mam-

mothlike. “It is typical of my father that he is interested in everything, even if 
he himself does not know how to use the equipment. However, he understood 
already then that the world was moving in this direction,” Arto Tahkola says. 
Tilitoimisto Paavo Tahkola Ky was the first accounting company in Finland 
to have a work-facilitating computer. Tahkola had been to Paris to learn about 
Philips ADP equipment, and he decided to get some for the Oulu office.

The working methods at the accounting company changed drastically with 
the machines. However, Paavo Tahkola points out that the changes started 
already before the computers. “In a way, the transition began around 1974 
and 1975 with the advent of paper tape perforators and recorders. The ac-
countant marked account numbers on vouchers, and the ADP recorder went 
through the vouchers and typed in the number data. The resulting paper 
tape was then sent to Helsinki,” Tahkola explains. Attitudes and the learning 
of new things may sometimes decelerate development, but Paavo Tahkola 
wanted to take care of his employees also in the midst of change. According 
to him, he always made sure to encourage employees to improve their trust in 
the equipment. “Accountancy is teamwork, you need to stick your neck out and 
keep learning new things. The EU or the euro, the development of information 
technology or globalisation will never replace a good accountant,” Tahkola said 
in his speech on the 35th anniversary of the company in 2007.

Financial administration is becoming electronic. Finland is a global forerun-
ner in this. Accounting companies have to purchase new kinds of information 
systems due to the change. These browser-based systems operate on the Internet. 
In future, vouchers and accounting books will be processed almost entirely elec-
tronically. The Accounting Act of 1997 allows them to be stored electronically 
without printing on paper. This development will provide cost savings for com-
panies, but also significantly reduce the routine work of accounting companies. 
(Article by Lassi Mäkinen, CEO of Lasmak Oy, in the Keski-Uusimaa news-
paper on 15 August 2002).

The home use of the Internet became more common at the turn of the 
millennium, and Talenom did not want to be left behind. The company ini-
tiated the modernisation of its information system in 1999. The investment 
amounted to about two million Finnish marks. “It was an enormous turn-
ing point and a brave, giant step,” Markus Tahkola reminisces. With the 
modernisation, the company’s offices were able to be in contact via a data 
link provided by Sonera. In 2002, Talenom adopted an electronic eLittera 
with which customers were able to read their reports. Markus Tahkola was 
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the father of the eLittera. Once again, Talenom 
wanted to be a forerunner, other companies did 
not have similar systems. “In retrospect, it was 
an earth-shaking decision. We made a technical 
choice which proved to be a good one. We fo-
cused solely on the customer interface. The ac-
counting systems purchased in 1998 were used 
as the basis. We shoved the entire package onto 
the Internet; this was a significant philosophi-
cal difference compared to our competitors. We 
were about two years ahead of the others for the 
entire 2000s,” Markus Tahkola points out. In an 
interview in the Kaleva newspaper (15 December 
2000), CEO Jaakko Tahkola believed that the 
Internet would be used more and more exten-
sively in data management between accounting 
companies and customers. At this time, a paper-
less office is a mere vision. “We are going in that 
direction. More and more information on paper 
is being transferred into electronic form,” Jaakko 
Tahkola stated. Talenom began to produce many 
types of products and services, leaning increas-
ingly on the development of information tech-
nology.

Talenom’s digitalisation was preceded by years of 
work, even the smallest pieces of the company 
were differentiated and the work was analysed 
function by function. According to Markus Tah-
kola, the company began to prepare terms of refe-
rence already in 1996. The creation of uniform 

As regards digitalisation, Talenom has been a forerunner. 
Jani Pernu and Sirpa Salo work in Talenom’s Smart Acc 
team that focuses on digitalisation.
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ways of action eventually had a significant role in the success of Talenom’s 
digitalisation later on. The trade association’s training programme, financed 
by the EU, helped start off the preparing of the terms of reference. “We 
got down to work. We had a lot of employees and offices, but no uniform 
way of action. Each of them handled the work independently in their own 
way. We started from small things like folder labels whose appearance was 
standardised. We then proceeded to the order of vouchers and interleaves. 
These may sound like minor things, but they were essential in the long run. 
Soon we were in the process of determining booking practices for different 
things,” Markus Tahkola explains. “We held meetings between offices. We 
gathered the best and the most workable usages which were then worked 
into uniform practices. When we reached the 2000s, we had uniform ways 
of action. We were able to productise our services and draw up a detailed 

service handbook. This enabled a change in the pricing. This work was the 
background for the entire digitalisation process. We had been able to split 
the processes, and they were automatised. It took several years,” Tahkola 
adds. It took time to get the staff to commit to new ways of action, but 
finally nearly everyone adopted the new practices. Of course, there were a 
few who changed jobs when digitalisation took over. 

Joni Ranta-Eskola started at Talenom in early 2005. He started as a systems 
specialist and was the only IT person in the company. “The title was fancier 
than the work, I did everything possible. People called me every time there 
was an IT problem. I went and helped them in person,” Ranta-Eskola says. 
“I still remember my first job. I had to create user identifiers for myself. I 
was the 138th employee,” Ranta-Eskola reminisces. He had a significant role 

1981 

The company’s 
first computer. 
Separate 
recorders.

1998 

The company 
shifts to using the 
Tikon system of 
Windows. Mouses 
to computers.

1999 

The use of 
the Internet 
becomes more 
common in 
homes

2005 

ePalkka
2009 

The company 
introduces the 
first robots 
to speed up 
routine work 
tasks

2007 

eMyynti
laskut

1972 

The most common 
tools are a pen, 
calculator, punch 
card equipment, 
magnetic tapes, 
and typewriters.

1987 

Computers for 
the accountants. 
They shift 
to entering 
receipts into 
the accounting 
system 
themselves.

1999 

The company’s IT 
system renewal is 
started. The central 
master computers of 
the entire group were 
located in Oulu.

2002 

Electronic 
eLittera and 
eOsto are 
taken into use

2010 

Talenom Online, 
drillthrough 
reporting to 

clients

160
IN 2007

emp
loyees

74 75

DIGITALISATION



2014 

A mobile phone 
application, 
Talenom APP

2015 

Talenom APP 
2.0 is launched, 
the new features 
include travel 
expense claims

2012 

The company 
starts to develop its 
own accounting 
system.

2015 

Talenom APS, an 
electronic financial 
management system 
that significantly 
increases the use of 
automation and robotics 
in accounting

2020 

KP 4.0
2022

KP 5.0

2021 

Update for 
Talenom 
Online

2018

KP 3.0

2016 

Talenom’s own 
software KP 2.0 

is introduced

when Talenom developed robotics. In 2009, the company adopted the first 
robots. In 2012, the development of the company’s own accounting system 
started. The digitalisation was in progress.

The mobile phone application Talenom APP saw the light of day in 2014, 
the company’s own software Talenom APS was created the next year. Tale-
nom APS is an electronic information system for financial administration. 
Harri Tahkola is satisfied that the company did not hesitate to take the 
path of digitalisation. However, the software side almost got trampled by 
internationalisation. “When we were considering the matter, our compet-
itors opened a typing centre in Bulgaria. Vouchers were sent to Bulgaria, 
where they were typed by hand to a machine. We contemplated whether we 
should also establish such a unit abroad. We made a strategic decision not 

to go abroad to establish a low cost production company. Instead, we would 
handle the matter by digitalisation,” Harri Tahkola explains. According to 
CFO, CHRO Antti Aho, Talenom APS did not come about complete-
ly without pain. After a year of challenging work, expenses amounted to 
roughly a million euros, but nothing proper was achieved. We had to start 
over. We began to write on paper what the programme should be like. The 
simplification facilitated the next steps. Cooperation between accounting 
professionals and software professionals started for real. Aho describes how 
this remains one of the company’s key strengths in software production.

Talenom Online was established before Talenom APS, with the purpose 
of providing an easy tool for the customers. With APS and Online, the 
processes are more efficient than before and the handling of vouchers is 
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automatic. The Talenom Linkki service, suitable for mobile devices, must be 
added to the list of software solutions. It has been clear from the very begin-
ning that digitalisation has brought Talenom a considerable cost advantage 
compared to the competitors. “But a human being is always a greater risk 
than a machine. Understanding this and believing in this does not happen 
by itself. The senior management has always understood this, too. Despite 
of this, the management has always had to courage to go forward,” Joni 
Ranta-Eskola says.

Nokia’s Oulu office used to be located next to Talenom’s present headquar-
ters. When Nokia turned out the lights for the last time in 2014, many IT 
professionals turned to Talenom. One of them was engineer Juha Jutila who 
had started working for Nokia in 1997. He had studied financing on the 
side and taken a degree in Master of Economic Sciences. When Jutila lost 
his job after co-operation negotiations, he contacted Harri Tahkola. The 

contact resulted in a job at Talenom. Jutila started in development duties in 
January 2015. “One of my first duties was to study the accounting process. 
I become acquainted with how it really works. I sat next to people and even 
did bookkeeping for customers, assisted by a professional. I think I even 
did a few financial statements,” Jutila reveals. As Jutila had worked in the 
IT business for years, he looked at some of Talenom’s ways of action with a 

frown. The accounting company used Tikon software, but Jutila questioned 
its functionality at the very beginning, software robots being an everyday 
thing for him. “One day I went to see Antti Aho. I asked him, if this matter 
is as simple as it looks. In other words, we do routine work with Tikon, then 
check it, and then we send the information to the customer with Online. 
I considered the routines to be rather difficult, as one had to know what 
button to press at every phase,” Juha Jutila continues his wondering. He 
pointed out to the management that many tasks could be given to soft-
ware robots. A computer would check whether the sum total of the sales 
ledger corresponds to the one entered in the bookkeeping. “I came from 
the software business where computers had been used for such things for 
a long time. It is still a complete mystery to me why nobody in this field 
realised this earlier. A person does not have to compare two figures – let 
the computer do it,” Jutila says. Talenom’s management accepted Jutila’s 
idea. He began to construct a software robot for accounting, the first to be 
made by a single accounting company. Elina Jokisalo joined the software 
development team at phase KP 0.3. She came from Nokia, just like Juha 
Jutila. Jokisalo says that she enjoyed being able to combine financial admin-
istration and software development at Talenom – something that had not 

“But a human being is always 
a greater risk than a machine. 

Understanding this and believing 
in this does not happen by itself.”

Joni Ranta-Eskola
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Talenom has no shortage 
of passion and ideas. The 
management of the company 
includes Juha Jutila, Marika 
Säkkinen, and Otto-Pekka 
Huhtala, who create visions 
for the future.



been seen before. At the moment, Jokisalo is in charge of the product line 
related to production systems. She is proud of having been on the front 
line of the digitalisation of financial administration and the revolution of 
the business. “Our team has worked persistently to increase the degree of 
automation, and this has contributed to the change from accountants to 
consultants. Of course, automation is also reflected in Talenom’s result,” 
Jokisalo says.

Before Talenom decided to solve the software problem by itself, negoti-
ations were held with numerous software offices. “The negotiations were 
unbelievable. When we told them that we wanted certain properties, 
we were told that they would require long-term development work. The 
speed they offered was not good enough for us. We decided to build our 
own system. Finally, it was the only right thing to do. There are still no 
corresponding products on the market, and nobody else has solutions to 
meet our needs. Had we not taken these steps, our business indicators 
would look completely different,” Harri Tahkola admits and thanks his 
lucky starts in the same breath. Juha Jutila adds that Tikon reached the 
end of its road, and the users had to give it up. At Talenom, giving up 
Tikon was easier, because the company was about to adopt its own system 
in any case. “For the fun of it, I have calculated that had we purchased 
Procountor licences for everyone- it would have cost 20 million euros 
a year. Licence expenses would have exceeded the budget of the digital 
unit,” Jutila says.

“We had some 
growing pains, but the end 
result was a great concept 

which is still top class 
in the world.”

Harri Lampinen

The software developed by Juha Jutila and his Smart Acc team was named 
KP 2.0. It was meant to speed up the process and the work. The robot set 
to work in early 2016, and the results were clearly visible in the autumn of 
the same year. “The working hours spent on monthly accounting dropped 
by 30 percent. This has been our most efficient development step – and 
the cheapest,” Jutila rejoices. KP 2.0 was followed by KP 3.0 and KP 4.0. 
Tikon became history. Harri Lampinen who was in charge of software 
development in 2011–18 reminisces that KP 4.0 had a special role in soft-
ware development from the very beginning. People at Talenom had the 
determination to show that the project will be an enormous success, and 
that everything will go according to schedule. “Consequently, project de-
sign meetings sometimes resembled government negotiations. Occasionally, 
Juha (Jutila) would call Otto-Pekka (Huhtala) and request his opinion on 
a matter. Elina Jokisalo and I represented software development, and Juha 
represented business operations. They were tough meetings which did not 
lack in emotion,” Lampinen says. KP 4.0 was completed, and this made 
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the Smart Acc team very happy. “When we performed accounting with 
KP 4.0 for the first time, the entire team was there to watch, including 
the coders. It was like when Nasa sends off a space probe; everyone held 
their breath. When everything went well, we were like “YES”! People will 
remember such moments, and they will give a boost to the next project,” 
Jutila says. At the moment, the company uses KP 5.0.“One prominent 
issue to remember is that the business and software departments need to 
cooperate. This cannot be outsourced. When one knows what needs to be 
achieved, and the other knows how that can be accomplished. When we 
interact with each other constantly, this is possible,” Jutila says.

The digital leap was a success, but there were also problems along the way. 
Harri Lampinen says that they bravely tried out different options. “We 
attempted to improve sales through several types of value added services 
through electronic commerce. It was courageous experimenting, but we 
often noticed quickly that it made no sense,” Lampinen says. Digitalisation 
challenged the management. Lampinen says that as a leader, he had to earn 
the trust of his subordinates every single day. “During the initial stages, it 
was particularly challenging for me that software development had to be 
integrated as a part of business development. We had some growing pains, 
but the end result was a great concept which is still top class in the world,” 
he says. Lampinen says that he recruited 25 software development profes-
sionals during his years at Talenom. Faced with new challenges, coders had 
to be flexible. “One coder once sent me an e-mail on a Friday stating that 

“It was like when Nasa sends 
off a space probe; 

everyone held their breath. 
When everything went well, 

we were like YES!”
Juha Jutila

The entire Smart Acc team gathered together 
when KP 4.0 was tested. Juha Jutila (sitting 
second from the right) says that the entire team 
held its breath and rejoiced when the system 
worked seamlessly.
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he had signed an employment contract with someone else. I called him 
immediately, and we agreed to have a meeting on the Monday. He had 
the chance to consider on what terms he would stay with us. The coder in 
question still works for Talenom,” Lampinen reveals. “I am proud of these 
people. The coders in the team were unusually communicative and under-
stood business. They evolved into coders who have a full understanding of 
financial administration. A valuable bunch,” Lampinen says.

Talenom was not afraid to share the good news about the possibilities pro-
vided by digitalisation. Stefan Björkman, a partner in cooperation, says that 
Harri Tahkola demonstrated software robotics to him when pension insur-
ance company Etera was puzzling over an efficient method to accomplish 
things. “Harri (Tahkola) recommended certain things, and this inspired us 
to invest in technology. Talenom’s experiences proved to be very helpful to 
us. They had a significant role at every step taken by Etera. Harri showed 
me how software robotics impacts the key figures in a company, and I 
was impressed. One accountant was three times more effective,” Björkman 
admires.

In addition to digitalisation, Talenom continued its company acquisitions. 
The digital leap did not go unnoticed by others, when acquisitions were nego-
tiated. Tatu Pätiälä, owner of the Vantaa-based company Addvalue Advisors, 
says that he became convinced of Talenom’s skills by the time they introduced 
their own financial administration software. “I was surprised by their level of 

automation. Such development will continue, and it will have an effect that 
personnel will focus on service and consultation,” Pätiälä says. “When you 
no longer have to spend time on routine work, this promotes efficiency and 
accuracy. And when there is more time, you can serve and advise customers, 
answer questions, and prevent problems by attending to concerns and needs. 
When the programme gives you the present situation, you can make conclu-
sions about what needs attention in order to achieve the set objective in a few 
months,” Pätiälä continues. Addvalue Advisors, employing six people, finally 
transferred to Talenom’s ownership. Oy Wasa Tilit Ab from Vaasa was also 
purchased by Talenom due to the digital leap taken by the company. “When 
Talenom contacted us, we looked at their system. We received a demonstra-
tion of how they work, and got excited. We thought that this would be an 
excellent tool for us and our customers. This was a marriage of reason, for 
sure,” Johan Neovius reminisces. “The accounting business is changing at a 
high speed, and we wanted to be part of that development. Talenom is good 

“We shoved the entire package onto 
the Internet; this was a significant 

philosophical difference compared to our 
competitors. We were about two years 

ahead of the others for the entire 2000s.”
Markus Tahkola
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with IT; we wanted to get onboard. That was the main factor,” Neovius’s 
business partner Simon Nygård stresses.

The competitors’ interest in the software increased. Harri Tahkola admits 
that accounting businesses have been interested in buying the software sys-
tem created by Talenom, but they have not been willing to sell. According 
to Harri Tahkola, the reason is simple. They do not want the competitors 
to catch up with them, so as to prevent the company’s growth from slowing 
down. “We are not dependent on others. There has always been plenty of 
interest in our software,” says Mikko Siuruainen, member of the Board of 
Directors of Talenom (2016–). Many have taken the same road as Talenom. 
Accountor and Visma, among others, have developed their own software. 
They have since differentiated the software business as its own section, when 
at Talenom, they have wanted to stay under one umbrella. “We wanted to 
keep the software ourselves. Talenom’s entire supply of services starts from 
the premiss that entrepreneurs do not want to do paperwork. If an entre-
preneur can handle paperwork in a second, that’s good. But if they have to 
spend five seconds, that’s already too much. Now that we have combined 
the software and the services, we burden the customer as little as possible. 
The customer only needs to press one button, instead of many. In the com-
petitors’ systems the customer must go through several stages to approve 
an invoice. I believe that an entrepreneur does not want to do that,” Harri 
Tahkola says. Juha Jutila believes that if the software was sold, that would 
complicate things too much. The adoption of own software was a rare, 
even unique move by Talenom. Talenom’s solution has changed the entire 
accounting business. By now, everyone has become conscious of the fact 
that the traditional way is not always the best option. “Small companies do 
not have the money to build their own software, and large ones easily opt 
to differentiate. Our way of action is highly exceptional. It is our primary 
objective to help the entrepreneur. We are not just after quick money. This 
is the backbone of everything we do,” Jutila stresses.
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The secret of change is to focus all of your energy, not on fighting 
the old, but on building the new. Although the Greek philosopher 
Socrates originally uttered this quote, Talenom has been uncon-

sciously following it throughout its history. Building new things and the 
growth that follows is still happening. In 2017, Talenom’s revenue was over 
EUR 40 million; two years later, the same figure was at almost EUR 60 
million. Despite the pandemic, in 2021 Talenom’s revenue was still over 
EUR 80 million. In four years, the results of the accounting period have 
increased almost four-fold. The company has experienced tens of phases 
of growth.

The growth of the company can be divided into four parts: purchases of ac-
counting companies, national expansion, active sales and expanding to the 
international market. Digitalisation and entering the stock market, among 
other things, are strong signals of growth. They have played a key role in 
the success of the company and have enabled the next phase of growth to 
take place. A while ago, Kauppalehti stated that Talenom’s strength comes 
from an increasingly aggressive vision of growth (27 October 2020). The 
accounting sector is very de-centralised - there are thousands of operators. 
This has, in a way, enabled Talenom’s growth. Talenom has taken on the role 
of a challenger like Jari Honko, Analyst at the analysis services company 
Inderes, stated in his Talenom analysis in June 2015.

Kauppalehti describes Talenom as a story of growth (Stock market analysis 
5 February 2019) that can make even accounting agencies look sexy. The 
first steps on the road to growth happened in 1982 when Paavo Tahkola 
bought the first accounting company in Pulkkila. After this, the compa-
ny has acquired tens of other agencies. In 1991, Tahkola had accounting 

companies in 13 different cities. Arto Tahkola emphasises that, since the 
beginning, the objective of buying accounting companies was to improve 
the quality of operations and bring something new to the sector, all for the 
benefit of the customer. The benefit to the customer was also in the core of 
all of Paavo Tahkola’s operations. Paavo Tahkola even worked as an auditor 
for the Association of Finnish Accounting Firms and toured his colleagues’ 
offices, constructively advising how they could improve the operations of 
their companies. This would also mean a better service from the customer’s 
perspective. Arto Tahkola says that buying accounting companies was his 
father’s way of doing things. “When he saw an opportunity, he took it. I 
chatted with my father a lot, and we also talked about these things. I learned 
my best lessons from him. You have to have the motivation to go forward,” 
Arto Tahkola says.

For the first thirty years, Talenom mostly focused on purchasing accounting 
companies in the Oulu region. As years went by, the company started also 
acquiring property management companies, but those were later sold to 
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Paavo Tahkola’s brother. Talenom still continues to purchase accounting 
companies. The revenue of the acquired companies has not always been 
big; Talenom has acquired all sizes of accounting agencies. The company 
has taken small steps to be a big operator in the sector. These days, the 
company has offices all the way in Sweden and Spain, but even in the 
homeland, they are still making acquisitions. Accounting companies have 
many reasons to sell their business to Talenom. Iisalmen Sanomat reported 
the acquisition of Laskenta Oy that Talenom bought from Seppo Kum-
pulainen (26 November 2002). “I started to think about selling the business 
when I realised there was no one in my family who could continue running it,“ 
Kumpulainen told Iisalmen Sanomat. Talenom’s interest has been flattering 
for many entrepreneurs. Markus Sippola was the CEO of Tilitoimisto Tu-

loslaskenta Oy and a shareholder of ATT-Yrityspalvelut Oy.  Sippola says 
that he was positively surprised when Talenom contacted them. “Sure, I 
was surprised that a big and important player was interested in us. We were 
very flattered when they contacted us,“ Sippola says. “The sector is very 
scattered, and there are a substantial number of small operators. The other 
owner and I came to a conclusion that the sector is moving towards larger 
units and more and more towards automation. So we thought that it’s a 
suitable time to take the offer,” he says. Tatu Pätiälä, the CEO of Addvalue 
Advisors, was also happy to take Talenom’s offer. However, Talenom wasn’t 
the first or only company to contact him. “From the first meeting, things 
went smoothly with Talenom. When we were negotiating, I was wondering 
how the staff would take the change, but Talenom takes great care of their 
human resources so I didn’t need to worry about it. It’s people who deliver 
the services, and customers are also people - the service comes from people 
to people,” Pätiälä explains.

Jaakko Tahkola

“We needed a better name, 
something more neutral.”

Jaakko Tahkola
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Staying and growing in Northern Finland was very much Paavo Tahkola’s 
idea. The change of generation at the end of 1990s brought about the winds 
of change. The second Tahkola generation had their eyes fixed on the horizon: 
to Helsinki and all the opportunities it provided. Of course, the patriarch of 
the company was among the first to hear the news. He took the announce-
ment true to his style: by calmly accepting it. Things must keep going for-
ward, and Paavo Tahkola knew this. The conquest of Helsinki started in the 
late 90s. The first company in the capital region was acquired in 2000. “My 
brothers Markus, Jaakko and I were talking about it, and, automatically, we 
had the thought that we should expand to other places. The pond was starting 
to get small at home. It was a big leap to take operations to Helsinki,” Harri 
Tahkola says. The brothers created a motto to describe their company in the 
new strategy: a national, well-established and notable option. The company’s 

first office in the capital was located in eastern Helsinki. Even though the 
brothers left for Helsinki without hesitation, Jaakko Tahkola admits that 
they had some issues with their self-confidence. “We needed a better name, 
something more neutral,“ he says. It was time to take the name Tahkola out 
of the company name. Professional marketing agencies were brought in to 
help with producing a new name. Talenom was not the first choice: for a 
long while it looked like Tahkola Tilitoimistot Oy was going to be called 
Noctum. The name sounded dynamic, perfect for the urban environment. It 

“All the papers had been drawn up 
already. The company was going to 
be called Noctum. Before launching 

it, we decided to try out different 
domain endings for the website. It 
turned out that noctum.se led to a 

Swedish Satanist website.”
Harri Tahkola

In the 1980s, the opening ceremonies of accounting 
companies typically included coffee, speeches, and 
various kinds of activities.
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was also a reference to a nocturnal animal - the owl - which was the mascot 
of the company. “All the papers had been drawn up already. The company 
was going to be called Noctum. Before launching it, we decided to try out 
different domain endings for the website. It turned out that noctum.se led to 
a Swedish Satanist website,” Harri Tahkola chuckles. After this, new names 
were back on the table. Talenom was born with a nod to the old name in its 
first syllable. Competitors quickly turned the name into Taleban after the 
terrorist group for taking over the sector too aggressively. The “nickname“ is 
still well and alive. “Of course, not all operators in the sector are so happy about 
our merciless expansion, and in some regions our company is still playfully known 
as Taleban.“ (Kauppalehti, Stock market analysis 5 February 2019) Despite the 
grim origin of the name, Harri Tahkola has managed to turn the publicity 
for the benefit of Talenom. “Well, at least we have been noticed,“ he says.

When Talenom was starting out in Helsinki in the early 2000s, it needed 
more motion, growth and visibility. In early 2002, the company bought 
Helsingin Laskentakolmio Oy with all of its employees, and Helsingin 
Laskentatoimi Oy three years later. Harri Tahkola estimated then that they 
had already acquired 50-60 companies (Kaleva 11 May 2005). They were 
growing fast. The responsibility for the new branch in Helsinki was given 
to a young Business Administration major Antti Aho. “I had just about 
learned how to do accounting, and suddenly I was managing an accounting 
company. This is a good indication of how Talenom dares to give responsi-
bility and big roles to play. And for me it was a chance to prove my skills, 
and I wanted to do an excellent job,” says Aho. When Aho started managing 
the second location in Helsinki, the first was led by Markku Hurme. Aho 
and Hurme were a two-man team with a similar business-oriented mindset. 

2011 

The company’s 
headquarters moves 
to Nuottasaarentie 
(Limingantulli), Oulu

2013 

Extension, 
the company 
opens an office in 
Leppävaara in Espoo

2014 

The Helsinki 
office moves to 
Töölönlahdenkatu

2014 

Extension, offices 
in Turku, Pori, and 
Hämeenlinna. Customer 
service points in Kouvola 
and Hyvinkää.

2009 

The first external 
venture capitalist 
invests in the company 
(Teknoventure Oy).

2012 

Negotiations on 
layoffs within 
the company
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IN 2014 | 500 EMPLOYEES

Operations in 
locali 
ties
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The two Talenom offices in Helsinki were soon merged and the Helsinki 
branch moved to a more central location to the legendary Makkaratalo 
building. “It was quite a milestone to have Talenom in such a central loca-
tion in the centre of Helsinki. It was a real morale booster,” Aho says. The 
change of location also plays a key role in Talenom’s story of growth. When 
the two locations merged, Talenom took the first steps towards its future 
goal - going from an accountant to a consultant. “After the Helsinki offices 
merged, we began separating customer service, consultant services and ac-
counting activities. I started developing a controller concept and recruited 
staff for it. We decided to hire people who enjoy working in consultant 
roles,” Aho explains. Soon Aho started working with Vesa Filppula. Their 
goal was to fix the profitability of the Helsinki branch together. “We were 
among the first ones to start using electronic systems. At that time, the 
staff at the Helsinki branch began to think with a business mindset about 
how you should run an accounting company,” Aho says. Talenom’s mindset 
was to dive into things headfirst. The CEO of the Association of Finnish 
Accounting Firms, Juha Ahvenniemi, said in an interview with Savon Sa-
nomat that the everyday activities of accounting companies are increasingly 
more than just crunching numbers. “It’s not enough anymore to just go by the 
book. Customers have always expected to receive consultant services on top of 
their regular services. The problem might be more the fault of the sector - that 
is, operators have not been able to market and put prices on separate services,” 
Ahvenniemi stated. (Savon Sanomat 8 June 2006.)

In the spring 2003, Talenom expanded to Jyväskylä. The growth picked up 
even more speed four years later when Talenom purchased Keski-Suomen 
Yritystilit Oy. Through the acquisition, the number of staff in Jyväskylä in-
creased to ten. According to Harri Tahkola, the acquisition gave the company 
credibility to operate in the whole central Finland. “When I came back from 
my holidays in autumn 2007, I said that it doesn’t make any sense to just sit 
around and not take action. Let’s do this for real and double our revenue in five 
years,” Harri Tahkola said (Kiviranta, Mäenpää, Poukka; Exit vol. 2, 2020). 

After the successful move to Jyväskylä, the company had tons of confi-
dence to head towards Tampere. A small accounting company in Tampere 

had already been merged into the company in 2005, but the hunger only 
grew. In autumn 2010, Talenom acquired Tampereen Tilitoimisto Oy 
with two locations and Näsitilit Oy. Through the acquisition, Talenom’s 
staff grew to 280 people. It was the biggest acquisition in the history of 
the company. “Even though we had a local CEO, the whole thing went 
fully south. We completely failed to take over. We had problems with 
the company culture. With many middle managers and supervisors, it’s 
difficult to share culture and values. We didn’t manage to do it at all,“ 
Harri Tahkola says. “After the failure in Tampere, we changed into a sales 
organisation that takes on one customer at a time and hires a specific 
employee for them. This way, we could directly recruit people who we 
felt get our values from the get-go,” Tahkola says. Failing was not a new 
thing for Talenom. There had been an integration problem before, similar 
to Tampere. When Oulun Laskenta was merged with Talenom in 1998, 
the company cultures of the two simply didn’t mix. This might be one 
of the reasons why Harri Tahkola is still peeved by the start in Tampere. 
They hadn’t learned enough from past mistakes. However, both agencies 
rose from the ashes eventually, and their staff also adapted to the Talenom 
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mindset. Antti Aho, who transferred from the Helsinki branch to Tam-
pere, describes Tampere as one of the success stories of the company in 
the end. But it took a lot of work. “It was hard, sometimes cumbersome. 
We lost a lot of customers and even staff. However, in Helsinki I had seen 
how a successful accounting company operates, one with great staff and 
happy customers. I had a vision for how Tampere should be. I immedi-
ately thought that I would need some top talent to help me. After that it 
felt like we could make it,” Aho explains now.

One of the people who started working with Antti Aho in Tampere was the 
young and energetic Juho Ahosola. The pair still works together; they chat 
together every week. “We have a lot of positive influence on each other’s 
work,“ Aho says. Juho Ahosola agrees. “Opposites complete each other. 
Antti is calm and cautious, I’m something else. We both have studied a 
great deal about leadership, we read and analyse things. Our Friday chat 
session is always one of the highlights of the week,” Ahosola says. Accord-
ing to Ahosola, the development of the company comes from individual 
employees wanting to develop themselves.

Turning the failure in Tampere into a success story took multiple changes 
in staff, including the manager of the office. Eventually, the third manager 
turned things around for the office. “Of course the risk between success and 
failure is huge when you come to the company from the outside and you’re 
chosen for a task like that. And in that situation, you can’t keep changing 
managers if you want to keep the reputation that you are allowed to fail at 
Talenom. So, you can’t ditch anyone after the first mistake. You are allowed 
to be wrong at our company,” Harri Tahkola emphasises.

During the rough start and eventual success in Tampere, Talenom had been 
active elsewhere in Finland, too. By 2014, the company had expanded op-
erations to Turku, Pori, Hämeenlinna, Kouvola, Hyvinkää, Vantaa, Espoo 
and Lahti, just to name a few. The company now had 450 employees. This 
figure would increase even more in the next years. On September 25, 2014, 
Talenom advertised in Kaleva newspaper that it was recruiting 100 new 
employees at the Oulu location.
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Both the number of personnel and the increased operations in the 2010s 
required larger premises. Even though Talenom was a national operator 
with offices all over Finland, the company needed appropriate premises in 
its hometown Oulu. Talenom built its headquarters in Peltola, Oulu. The 
construction company Lapti Oy built for Talenom a 5-storey office building 
with 8,000 square metres. The grand opening took place in the summer 
2016. “The location of the office building under construction is very good for both 
our employees and our customers. It’s easy to get there from anywhere in Oulu,” 
Harri Tahkola said in a company press release in 2014. Above all, the new 
headquarters showed how far the company had come from the accounting 
operations that Paavo Tahkola had started in 1972. The growth of the compa-
ny has also brought stability to the cast of employees. “Talenom is financially 
stable which creates a feeling of security for us employees as well,“ says Piia 
Hasa who works as the Unit Director of Business Operations.

In 2017, Talenom joined forces with Trust Kapital Group that offers invoice 
lifecycle and financing services. The Trust Kapital invoicing and financing 
solutions became a part of Talenom’s service package, and, at the same time, 
Talenom acquired Trust Accounting, an accounting business which belonged 
to the group. “The cooperation has allowed us to offer our customers completely 
new solutions in sales invoicing, such as invoice factoring services. The end result 
is all about a sales invoicing process that has improved in terms of performance, 
scope and capacity,” says Jussi Paaso who became the CEO of Talenom in the 
same year. (Savon Sanomat, 4 January 2017.)

The growth continued and picked up speed all through the 2010s. Heli Siu-
konen, the Finance Manager at Tampere University Hospital Tays, worked in 
a management role at Talenom for a long time but around 2017, she started 
feeling that the changes brought in the wake of change were too challenging. 
“Continuous turbulence and the feeling of insecurity arising from that were a 
little too much for me. I took alternation leave and resigned. At the moment, 
I am following Talenom’s journey from a new job. It often makes me smile 
when I read about these new chapters in Talenom’s story. The same speed and 
open-minded attitude have got them results that they definitely deserve. It 
was great to be a part of the story of a pioneer in the sector,” Siukonen says.

One of the factors that enables Talenom’s growth is its sales. In 2010, the 
company started its own sales company which was new in the sector. There 
were very few, if any, operators that were doing the same thing.  Active sales 
become a strategic choice in 2010, and the company decided to take a break 
from company acquisitions. Sales have played a key role in Talenom’s growth. 
Jussi Paaso was hired as a sales expert and architect. Paaso got to work with 
Timo Hintsala who also worked as the Director of Operations in Helsinki 
region. “Sales were a completely new thing in the accounting sector, and 
for a long time it remained so. We were swimming upstream. The sector 
was not used to selling accounting services. It also took a lot of work in-
house but eventually sales became a natural part of our operations,” Hintsala 
says. According to him, sales developed in giant leaps. Talenom was learning 

“It was quite a milestone to 
have Talenom in such a central 

location in the centre of Helsinki. 
It was a real morale booster.”

Antti Aho

“Being active in everything 
was a key word for sales. 

We contacted many 
entrepreneurs and met a vast 

number of clients.”
Timo Hintsala
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In spring 2021, Talenom acquired Tilipalvelu Pirkko 
Kemppainen Oy, based in Ivalo. Arto Appelgren, the 
previous entrepreneur of the company transferred to 
Talenom after the acquisition.

new operating methods from other sectors. “Be-
ing active in everything was a key word for sales. 
We contacted many entrepreneurs and met a vast 
number of clients,” Hintsala says. Hintsala esti-
mates that there were hundreds of thousands of 
outbound sales calls to entrepreneurs, and tens of 
thousands of face-to-face meetings. “The entrepre-
neur’s mindset is the same everywhere,“ Hintsala 
says. Creating a sales culture at Talenom has been 
a significant way to enable growth although atti-
tudes towards it have not always been positive. “I 
believe that the Association of Finnish Accounting 
Firms thought we were a bit troublesome - they 
thought that our sales operations were strange, 
but I’m sure it was also part admiration. Custom-
er satisfaction was high, and the sector started to 
accept it little by little,” Hintsala explains. Sales 
and actively finding customers went hand in hand 
but at the same time, it was important to devel-
op services. You had to keep pace with business 
owners. Talenom created a whole new trend with 
this in Finland. The same path continues abroad 
now too as sales have started in Sweden and Spain. 
“The hardest part is whacking through the bushes 
and clearing the path,“ Hintsala says.

In addition to emphasising sales, in 2010 Tale-
nom also took the opportunity offered by fran-
chising. The first entrepreneur-led locations 
were opened in 2015. The company manage-
ment believed that the new method could help 
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reach companies better than before. “We can offer franchisees one of the 
best concepts in the accounting sector that has been tested successfully 
for many years,“ said Timo Hintsala in Talenom’s press release in 2015. 
Hintsala was responsible for franchising operations. At the time, the com-
pany was just about to enter the stock market and was operating in 18 
cities. The goal set for the next three years was to expand to 20 cities and 
double revenue. In 2015, the turnover was EUR 35 million. Talenom 
believed that he could find talent to achieve these goals - after all, Harri 
Tahkola thought that the accounting market in Oulu was in places over-
heated. (Kaleva, 20 February 2015)

Jussi Paaso and Timo Hintsala started building the franchising concept. 
They created an agreement template that was taken to new entrepreneurs. 
The pair toured Finland and found the first entrepreneurs for the franchise 
model. At first, there wasn’t as much interest as Paaso and Hintsala had 
hoped. “We were very excited, as were the entrepreneurs who came on-
board. Now afterwards I can say that we saw a lot of potential in it. Along 
the way, the concept became a lot more sales-oriented,” Hintsala admits. 
Building the franchising operation took time. “At the same time it was a 
good thing - we had time to test out operating models and make sure they 

worked. The next year the number of applicants grew a lot,“ says Antti 
Halonen who was involved with launching the franchising model. 

The chain of Talenom’s franchisees eventually spread through-
out Finland. At the end of 2021, there were 26 franchisees. 

The northernmost office is located in Rovaniemi, and the 
southernmost in the capital region. Mikko Römpötti, 

who owns a franchise branch in Laukaa, started 
his career in the air force. When it was time 

to retire, Römpötti was happy to become a Talenom entrepreneur. “I had 
never done anything like this before, so of course I was wondering if I could 
do it. At the same time, Talenom gave me clear instructions which gave me 
confidence. It felt like if I studied the instructions and followed them, I would 
have the chance to succeed,” Römpötti said (kokemuksia.fi website 2016). 
The Talenom concept is also suitable for couples. Katja and Janne Paavola 
from Espoo had been thinking about starting a business for a long time but 
hadn’t found an option that suited them. Then they came across Talenom’s 
franchising which seemed like an easy, great option. There was no need to 
build everything from the ground up; the entrepreneur could use a finished 
brand. The Paavola couple also liked Talenom’s way of thinking of the 
benefit of the customer. In addition, both had been trained and coached 

by Talenom to become entrepreneurs. “Meeting customers is the absolute best 
part of this job. I get to hear stories from business owners about how they got 
started and where they are now. It’s amazing, and being able to help with that 
is the best part,” Janne Paavola said (kokemuksia.fi website, 2016).

Internationalisation. That is the fourth pillar of Talenom’s growth. Stefan 
Björkman, the former CEO of Etera, considers Talenom’s internationali-
sation to be a show of courage more than anything else. “I have followed 
the company from afar and sometimes it has seemed that they have reached 
their peak. Then they have switched up gears again, and the situation chang-
es completely. I have often doubted them, for example, when they started 

“I have followed the company 
from afar and sometimes it has 
seemed that they have reached 

their peak. Then they have 
switched up gears again.”

Stefan Björkman
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expanding to Sweden,” Björkman says, echoing what many thought when 
Talenom started expanding abroad. Harri Tahkola, the spokesperson of 
the company, also sensed the doubt in the air. He had already experienced 
this before: the leader of the family business needed to create faith around 
himself and dispel doubt. “If the financier, partners, shareholders and even 
your own staff doubt you, you feel a little lonely on the opposing side. Of 
course, if that’s the situation, you can’t show any weakness, even if you’re 
a little worried about it yourself. You have to think to yourself, is everyone 
else right? Am I wrong? I have asked myself that question every time we 
have taken a new step. But the end vision has always been so strong,” Harri 
Tahkola says. His faith in internationalisation was strong, the same as the 
rest of the management. “I had a clear vision: of what an entrepreneur needs 
and where the world is headed. Everything good will follow when you do 
the right things,” Harri Tahkola says.

Talenom made its first international sales in the spring 2019 with the Swed-
ish accounting company Wakers Consulting AB. The family company with 
its 30 employees was transferred to Talenom for SEK 27 million, i.e. EUR 
2.6 million. The total is the same as Wakers“ turnover in 2018. “We man-
aged to find a suitable accounting company in the market that we wanted to 
enter where it was possible to build on its existing structure and talent, and to 
increase accounting operations that follow Talenom’s core concept. We will in-
troduce operating methods for organic growth and start active sales in Sweden. 
At the same time, we will assess if it’s possible to utilise parts of the production 
of accounting that have proven to be efficient in Finland and also bring them 
to the Swedish operations. We are actively examining the processes of our service 
production and technology competence in software development to see if they 
could be directly utilised in Sweden,” said Talenom’s CEO (2017-2019) Jussi 
Paaso in a company press release in April 2019.

Talenom’s first company acquisition in Sweden was also immediately no-
ticed in the stock market. The stock strategist Juha Kinnunen noted in his 
comment on the website of the analytics company Inderes (5 April 2019) 
that even though a company acquisition weakens the company’s rela tive 
profitability in the short term, Talenom’s profitability scales upwards. 

Talonom Oyj’s Helsinki 
office is located in 
Sanomatalo in the heart 
of the capital.
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“Based on first impressions, the company acquisition creates shareholder value, 
and, at the same time, our assessments of the risks to expand to Sweden decrease 
significantly. The strategy for international growth now turns into more of 
an opportunity than a risk which decreases Talenom’s short-term risk profile,’ 
Kinnunen wrote, and stated that he expected the company to grow by 21 
percentage points.

The conquest of Sweden was not a one-hit wonder: it soon continued. The 
second company Talenom purchased was Niva Ekonomi AB in Stockholm 
in May 2020. The acquisition price was EUR 1.1 million. The accounting 
company from Stockholm had 17 employees and a turnover of about EUR 
1.4 million. ”Niva Ekonomi AB has been actively growing and reforming the 
accounting sector for a decade. Talenom is the perfect partner for this journey. 
We have the same vision about the significance of service, processes and techno-
logy, and I’m sure we will be one of the top operators in the sector in Sweden,” 
said Camilla Niva, the founder and CEO of Niva Ekonomi AB in a press 
release. The third acquisition took place in September 2020 when Talenom 
expanded its operations to Gothenburg and Malmö through an acquisition 
of an accounting company. At this point, Frivision that focuses on small 
customers jumped onboard. When the ball started rolling, business with 
the Swedish continued in December 2020. Two accounting companies 
joined Talenom’s forces: Ekonomianalysis KL AB and Persson & Thorin 
AB. Through these acquisitions, Talenom expanded operations to Växjö. In 
2021, the first acquisition in Sweden took place in March when Crescendo 
AB, an accounting company from Nacka, and Progredo AB with locations 
in Östersund and Åre joined Talenom’s line-up.  In connection with the 
acquisitions, Talenom reported the expected turnover to be EUR 78-82 
million, and the profit to be EUR 14-16 million. “Our position in the Swed-
ish accounting market is getting stronger and stronger. It is great to have two 
excellent companies on our side that have long and successfully operated with a 
customer-oriented business model. By joining forces, we can offer an even better 
service to business customers in Östersund, Åre and Nacka. At the same time, 
we improve our chances to accelerate Talenom’s business growth in Sweden. We 
warmly welcome the new agencies as a part of Talenom,” Talenom’s CEO 
Otto-Pekka Huhtala stated in a press release in spring 2021.
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The road to international growth is now open. Harri Tahkola, the chairper-
son of the Board, sees this as a great step forward even if it does take a lot of 
work. According to him, all previous company acquisitions in Finland have 
above all been great practice in moving to international markets. The chal-
lenges are still greater than in Finland. “It really is a journey to get people 
to come to an understanding and work together. Accountants and payroll 
clerks are steady, peaceful people, and these acquisitions worry them. You 
have to consider that. And when we start operating abroad, challenges just 
get bigger. I’m sure we will take changes slower now when it comes to the 
company culture, we are wiser about it now. We want everyone to know 
that they won’t be out of work. We need to ensure this while efficiency 
increases,” Harri Tahkola concludes.

After Sweden, the company headed to Spain. In July 2021, Talenom an-
nounced that they were implementing their growth strategy and bought the 
company Avail Services SL in Barcelona. This was the company’s first step 
into the Spanish market. The acquisition price was EUR 1.89 million. “I’m 
really excited that we have expanded to Spain now. The Spanish market is 
on the brink of digitalisation, and its economy is clearly picking up,“ CEO 
Otto-Pekka Huhtala said in the summer 2021. “The Spanish market has 
significant potential. We are taking a big step in implementing our strategy,” 
said Tuomas Iivanainen, Director of International Business at the company.

“After a steady growth of five decades, it is already clear at Talenom that the 
things we are doing now will not be enough a year from now. It has always 
been so, and will continue to be so,” Harri Tahkola says.

“We want everyone to know 
that they won’t be out of work. 
We need to ensure this while 

efficiency increases.”
Harri Tahkola

The number of Talenom staff has increased 
to over a thousand in the past decades. 
Hanna Härmä, in the photograph, works at 
the headquarters in Oulu.
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The new headquarters 
building of the 
company was built 
in Peltola in Oulu at 
Yrttipellontie 2. The 
topping-out ceremony 
was held in 2015, when 
the staff was able to 
view their future work 
premises.
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Stock market listing is not a very conventional way to make a business 
grow.  To date, Talenom is the only accounting company to have 
made the main list of the Helsinki Stock Exchange. Since then, the 

company’s stock has risen by more than 400 per cent, its current market 
value stands at EUR 435 million. Investors have faith in Talenom’s growth. 
(Talouselämä, 26 December 2020)

The idea of going public took root slowly when Harri Tahkola began as Talen-
om’s CEO, following his brother Jaakko in 2003. Harri Tahkola is known for 
his crazily ambitious ideas and high-flying goals. It was inevitable that when 
he took the helm, the pace would accelerate. Or, as Harri Tahkola himself 
puts it, Talenom embarked on a path of rapid growth. However, the new 
CEO felt that progress was sluggish. In 2007, Harri Tahkola decided that 
the company turnover would double in five years. The vision was powerful.

The first external venture capitalist came on board in 2009. Teknoventure 
Oy enabled the company’s next steps. Talenom had depleted its resources on 
digitalisation, the cash reserves were running out. “At the owners’ invitation, 
we acquired a significant minority shareholding to provide ‘muscle’ and ensure 
growth,” Ilkka Lukkariniemi, CEO of Teknoventure Oy, justified the entry 
(Kaleva, 11 December 2009). The first outside equity investor in the family 
company meant seat changes to the board of directors. Kauppaneuvos (a 
Finnish honorary title for services in business) Taisto Riski took the chair. 
Riski was aware of Harri Tahkola’s driven and growth-oriented approach. 

He tried to support the CEO in every way, even though he knew there were 
differences of opinion. “When one is not burdened with preconceptions 
originating from the company, it is possible to look at the entire operation 
objectively,” says Riski.

In 2012, it was time for Harri Tahkola to embark on a new round of seeking 
investors. The equity investment round resulted in the pension insurance 
company Etera and Tesi (Finnish Industry Investment Ltd) coming aboard. 
Juuso Puolanne, Investment Director of Tesi, started his collaboration with 
Talenom in 2013. His job at Tesi focuses on value creation for growth 
companies. Puolanne saw Talenom as a rather small company, and the 
sector was not very appealing either. However, the investment was support-
ed by the fact that the personnel were largely owners; the Tahkola family 
wielded considerable influence in the company. “There are not too many 
actively involved family owners in Finland. In Sweden or Central Europe, 
one comes across many more family businesses; in Finland, ownership is 
more fragmented. A hands-on family owner always brings persistence and 
continuity to building up the company,” Puolanne describes Talenom. He 
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reminds us that a minority investor should always be vigilant. That was 
also true of Tesi in the case of Talenom, until common modes of operating 
were clarified. Harri Tahkola’s wild visions caused consternation at the start. 
The investor’s trust in the owner’s entrepreneurial intuition and the family’s 
goals is always challenging without a comprehensive analysis. “From the 
outset, we wanted to ensure that the company’s best interests are paramount 
to everyone. Now, looking at the situation in retrospect, the goals of the 
family and the company were actually fully compatible,” admits Puolanne. 
In the end, Tesi remained with Talenom for five years. The robust growth 
promised by Harri Tahkola became reality. Taisto Riski, Chairman of the 
Board at Talenom (2009–16), says that during his time Talenom’s growth 
was exceedingly rapid. “Automation was implemented after much friction, 
which made growth possible. In addition, investing in the sales organisation 

was important for growth. These were the two principal factors for expan-
sion. We had the machinery that allowed growth to be taken in, as well as 
the sales organisation to handle it. After that, we could go out for a public 
listing,” Riski analyses.

Harri Tahkola recalls the road to the stock market as being definitely one 
of the toughest calls in the company’s history. Tahkola had visited the stock 
exchange for the first time in 2013, but the time was not yet right. “Yes, 
entering the stock exchange started wholly from Harri’s (Tahkola) ambi-
tion. I wasn’t against it, but it was never a passion for me. With it, it was 
time for us to think about the corporate ownership setup, which was then 
changed. This enabled me to consider moving outside the company in the 
future,” says Markus Tahkola. Harri Tahkola also considered alternatives to 

2015 

The first franchisees 
start in Järvenpää, 
Salo, Pori, and 
Tornio
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Talenom 
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Listing took Talenom’s management team to the United States. 
From left to right: Sakari Jorma, Timo Hintsala, Antti Aho, 
Otto-Pekka Huhtala, and Jussi Paaso.

listing measures. The thought arose of a foreign equity investor, for whom 
the vision of a Finnish accounting company figurehead might not have 
been the number one priority. There was a fear that the land of thousands 
of forests and lakes, a backwater, would have occupied the rear of the for-
eign investor’s agenda. The thought terrified Tahkola, so the stock exchange 
option was further strengthened. In the autumn of 2014, Harri Tahkola 
stepped in front of the management team and said that the company would 
be heading for the stock exchange next. “The boys were aghast. I’m sure a 

“The boys were aghast. 
I’m sure a few of them thought I’d 

lost my marbles.”
Harri Tahkola

few of them thought I’d lost my marbles”, Harri Tahkola chuckles. Nei-
ther he nor anyone else on the management team foresaw the turbulence 
looming ahead. The strategic intent was strong, but it was tested in the 
same autumn by personal crises within the management team. There were 
serious illnesses, personal relationship crises and property problems. “It 
was all just blackness. To add to it all, the company needed more money, 
we had to do the rounds to raise capital. In the morning we dealt with the 
private issues, in the afternoon we decided to join the stock market. Even 
bankruptcy was discussed. There was no shortage of courage or confidence 
in the future. We were able to build a strategic plan out of totally insane 
heat”, says Otto-Pekka Huhtala, the current CEO, who was already in the 
management team at the time. However, he lists his ability to work effec-
tively under pressure as one of his strengths. This skill was now necessary. 
“The more serious the crisis, the calmer I am. There is no problem so big 
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Harri Tahkola wrote A Summer Poem 
for his staff when informing them about 

the company going public in a letter Meidän 
kesken (Between Ourselves) in June 2015.

A Summer Poem

Summer’s warmth is on its way
to embrace, surprise you any day,
giving new energy and strength

to enjoy the day’s light and length.

Maybe tackling the logs with an axe
or just stretching on the grass to relax.

Let your summer days go to waste,
let your dream come true: no haste.

that it can’t be solved one way or another. I sleep well and take plenty of 
exercise. I also consider my large family a great blessing. It forces one to 
think of other things,” says Huhtala, father to nine children.

Additional pressure to enter the stock market came in early 2015, when Tale-
nom’s competitor Accountor announced its intention to go public. This an-
nouncement, which later proved to be unfounded, got the Talenom folks to 
get their skates on. Talenom wanted to be the first in its field, so going public 
was brought forward by a few months. The men on the management team at 
the time admit to having felt the heat. “We set out to attack from a tight spot. 
Interrupting our growth was not an option. We were listed on 11 June 2015. 
The management was running on practically empty, even though I thought I 
was able to work. Yes, Otto-Pekka (Huhtala) was crucial in all this, he made 
sure that the basic wheels kept turning,” Harri Tahkola says. The news about 
the surprise stock exchange listing came like a bolt from the blue to Talenom 
employees in May. It took some time for the fact to sink in all around. 

Prior to its listing, Talenom announced that it would seek to raise up to 
EUR 15 million through its initial public offering. The company issued 
more than two million new shares at a subscription price of 7.36 per share. 
“The funds raised through the IPO will allow even faster organic growth of 
our business. A broader ownership base will provide us with a good growth 
platform,” Harri Tahkola commented (Kaleva, 21 May 2015). Talenom 
was listed on Nasdaq Helsinki First North in 2015. While the company 
preened in the headlines smiling over its achievement, the storm that had 
preceded the success was not forgotten. Otto-Pekka Huhtala says that the 

“In the morning we dealt with 
the private issues, 

in the afternoon we decided to 
join the stock market.”

Otto-Pekka Huhtala
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Talenom made its way onto the main list of the stock 
exchange in 2017. In the photograph, Otto-Pekka 
Huhtala (left), Sakari Jorma, Jussi Paaso, Antti Aho, and 
Timo Hintsala. As the CEO, Jussi Paaso was given the 
opportunity to ring the famous bell.

turmoil taught him even deeper humility towards 
life. “What we receive in life is a gift. It must be 
handled in the best viable way – things can be 
taken away at any time. This time taught me to 
understand others as a human being and manag-
er of people,” Huhtala reflects.

When Talenom went public on the Helsinki 
Stock Exchange as a growth company, there was 
a positive turnaround in listings after a relatively 
slow period of growth. During 2015, 12 compa-
nies were listed, which was more than ever in the 
21st century. Lauri Rosendahl, CEO and Presi-
dent of Nasdaq Helsinki, said (STT, 7 Decem-
ber 2015), that Finnish companies have started 
to seek growth and internationalisation on the 
stock exchange. Rosendahl also acknowledged 
that investor interest had been high throughout. 
The demand was there. Finland was not the only 
country taking advantage of the phenomenon: 
in Sweden, the situation had turned into a real 
boom. In 2015, there were 86 listings in total 
in the Nordic countries, more than 60 of them 
on the Stockholm Stock Exchange. Along with 
Talenom, Elite Asset Management, FIT Biotech, 
Robit, Savosolar and Detection Technology were 
listed on Helsinki Stock Exchange First North. 
In the same year, Consti, Evli Bank, Kotipizza, 
Pihlajalinna, Asiakastieto Group and Piippo were 
elevated to the main list. Leipurin Oy cancelled 
its listing at the last minute, when the exchange 
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rate of the Russian ruble collapsed. (STT / Keskisuomalainen, 8 December 
2015) Mikko Siuruainen, a management team member, viewed Talenom’s 
listing above all as a long-term investment by the company. “It’s good for 
the company’s continuity. It creates farsightedness,” says Siuruainen.

Talenom’s worries were far from over. One of the investors started selling 
their shares too early, resulting in a drop in the company’s share price. 
Furthermore, the operating profit plunged; the company made a loss of 
EUR 1.5 million in the second half of the year. The fall in profits was due 

to large depreciations and increased personnel costs. The beads of perspi-
ration were back on the foreheads of Talenom’s management team, and a 
negative profit warning was issued in December. “They were the toughest 
of times mentally, if you’d first told your friends and everyone else, bursting 
with confidence, to invest their money in us. That the money is really safe. 
Then the share value starts to drop. People are so discreet that few will say 
it aloud, but yes, I sensed that the guys were a bit wary at that point,” Harri 
Tahkola admits. Juuso Puolanne, Tesi’s Investment Director, confirms that 
the company’s early days on the stock exchange were difficult. Harri Tah-
kola’s plans also included resigning from the position of CEO immediately 
after the First North listing. However, he put this on hold and did not step 
down until after 2016. “We were doing so badly. I decided I didn’t want to 
leave the company to my successor in such a state. I knew that the coming 
years would be better, which would make resigning easier,” Tahkola says.

The year 2016 was lighter in every way, even though the previous year had 
taken its toll on the management team. The company gathered its strength, 
and Talenom improved its position on the stock exchange. One of the first 

“The stock market entry 
was incredibly inspiring.”

Timo Hintsala

The photograph shows Johanna Saariniemi and 
Antoniina Haukka, employees, at Talenom’s 
headquarters in Oulu.
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jobs falling on the company’s new CEO (2017–19), Jussi Paaso, was taking 
Talenom onto the main list. “Although Talenom made the main list faster 
than we originally thought, I didn’t think the company was growing too 
fast. The profits increased by a certain amount all the time, which guided 
Talenom’s operations. It wouldn’t have worried me if the pace had been even 
faster,” emphasizes Jussi Paaso, known as a colourful and strong character. 
The first half-year of the main listing looked good. During the first half, 
net sales increased by a good 11 per cent on the previous year, when it was 
EUR 21.4 million. The growth was largely due to a spectacular increase in 
the number of clients of accounting services. Talenom’s move to the main 
list was not something to be taken for granted. The First North list, estab-
lished as a ’sandbox’ for the stock exchange in the 2000s, systematically 

kept growth companies in check. Talenom was one of the first Finnish 
companies to move from First North to the main list. All the companies 
that moved to the main list during the first half of 2017 justified the change 
with the increase in their share liquidity and the improving opportunity to 
raise new capital. However, Talenom did not float a share issue or equity 
sale at the time of the change. (Talouselämä, 7 October 2017)

Around the time of moving to the main list, Talenom and Tesi parted ways. 
Tesi sold its last shares in 2018 and exited. Prior to investing in Talenom, 
Tesi had analysed the company very carefully and made a forecast of how 
the company’s business might develop. “I’ve seen hundreds of forecasts. This 
was such a case that nowhere have I seen a prediction made at the time of 
investment coming true so well as here. It wasn’t correct to the last euro, 

“It certainly looks pretty awesome 
when a company is listed as an 

accounting company and develops 
strongly as a software company.”

Juuso Puolanne

but it wasn’t far out,” Puolanne says, his voice still tinged with amazement. 
Talenom’s share price rose by a staggering 74 per cent in the first year. “It 
certainly looks pretty awesome when a company is listed as an accounting 
company and develops strongly as a software company. They had solid IT 
expertise, which was also noted by the stock market and investors. It’s a 
tremendous leap in development,” Tesi’s Investment Director goes on. Pu-
olanne firmly believes that Talenom will continue its positive development 
in the future. In his opinion, there is still potential for growth in Finland. 
“As an entrepreneur, serving other businesses as well as possible has always 
been at the heart of Harri’s (Tahkola) approach. They have also gone into 
Sweden, and I have no doubt over the ability of Talenom’s management to 
take the company responsibly to new business territories,” says Puolanne. 

He says that he feels immensely proud to have been involved in Talenom’s 
growth narrative. Talenom moved ahead as a team and went public. “Once 
the stock market and investors finally saw Talenom’s potential, that’s where 
it took off,” he says. Joni Ranta-Eskola, who was at Talenom until 2018, 
believes that going public was one of the most important steps in Talenom’s 
success story. “We got to work for a quoted company; it took the company 
forward. Yet it didn’t change the atmosphere. An ethos of getting on with 
it and a certain kind of twinkle in the eye have always prevailed at Talen-
om,” says Ranta-Eskola. Timo Hintsala agrees. “The stock market entry was 
incredibly inspiring. We stormed ahead onto the main list and it provided 
even moreof a boost to our work. Nevertheless, Talenom’s culture has al-
ways been characterised by the fact that, even though people work hard, 

“Whatever happens in the world, 
the accounting field is powering 
ahead, and Talenom is a pioneer 

there.”
Otto-Pekka Huhtala
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reconciling work and leisure has still been one of the key themes. Going 
public happened fast, but humanely,” says Hintsala.

At the beginning of 2021, Talenom’s earnings per share had risen from EUR 
0.02 to EUR 0.04 as expected. Net sales in 2020 were EUR 65.2 million, 
the trading profit EUR 12.9 million. The forecast for 2021 was closer to 
EUR 80 million. The company CEO, Otto-Pekka Huhtala, said (Kaup-
palehti, 8 February 2021) that the relative growth of net sales slowed down 
due to the COVID-19 pandemic. “However, we succeeded in adjusting costs 
and improving automation, which resulted in the positive development of our 
relative profitability,” Huhtala said, bolstering investor confidence.

With the stock market entry, even the last sceptics at Talenom have started 
to believe in the dreams that seemed impossible. Harri Tahkola always feels 
good when employees have their feet slightly off the ground and enjoy their 
work. “People feel at work that they are allowed to get on with things and 
are given the responsibility to fulfil themselves. It is an amazing thing for 
a person’s mental wellbeing,” says Harri Tahkola. In Otto-Pekka Huhtala’s 
view, Talenom is a very interesting company at the moment. “Through our 
long stock market history, we have been able to show investors that we are 
creating profitable growth. We have predictable business operations and 
constant competitive advantages. The stock exchange entry has steadied 
our corporate governance. We no longer make such rushed moves; things 
are considered much further. The stock market is the right place for us,” 
Huhtala says. He says that Talenom has established a strong foothold in 
the market. The corporate message has been received and its strengths have 
been revealed. Talenom will continue to rely on them in the coming years, 
and they have also aroused interest worldwide. “Indeed, international inves-
tors have increasingly shown interest in Talenom. Based on the high regard 
we enjoy, our confidence in the future is really solid. This is a defensive 
sector. Whatever happens in the world, the accounting field is powering 
ahead, and Talenom is a pioneer there,” says Huhtala.

Talenom’s 
headquarters in Oulu.
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The basic idea for going international was present at Talenom already in 
2009 but the first step wasn’t taken until ten years later. The company 
headed for international markets when they finally had something to 

offer. In 2013, Talenom went through different country options. Sweden was 
the best choice as the cultural differences were minor compared to Finland. 
Still, they decided to wait for a while. When the first deal was realized in 
Sweden in 2019, it was a historical step. The biggest visionary of Talenom, 
Harri Tahkola, was already getting a bit impatient. “The agony of waiting was 
softened by the knowledge that we have been growing quite well in Finland. 
We found sensible use for our euros here,” Tahkola explains. Taito Riski, the 
chairman of the board 2009–16, remarks that no-one should rush to the 
international arena with a high and mighty attitude and with large volume. 
“The gulf of Bothnia is not that wide but it can be treacherously deep,” says 
Riski. Finally, Talenom was ready to move forward, and they started to con-
quer Sweden. Strategy was made up as they went along. In 2019, Talenom 
was able to offer a combination of technical tools and service that no-one else 
could provide. The person responsible for internalization was Tuomas Iiva-
nainen. His task was to sink his teeth into the Swedish business field 
and look for potential partners. Even though Iivanainen had previ-
ous experience in working abroad, he had to studiously become 
familiar with the target country and understand how things 
worked there. “I must say that all the preparation work was 
chillingly exciting. I felt like James Bond. Alone in a strange 
country,” tells Iivanainen enthusiastically. However, one had 
to leave aside the martinis and black ties even though he 
felt like a secret agent. “Accounting people are very down-
to-earth in Sweden, too. Dressing was very casual, and they 
thought my approach was most humane,” says Iivanainen.

Iivanainen charted the possibilities Sweden had to offer. Occasionally Talen-
om was forced to raise the limit of his credit card, and the head office weighed 
carefully how wise this whole project was. Iivanainen himself described the 
mood saying that the journey opened the way to heaven or hell. It was a way 
to heaven. The first deal was signed in 2019 with Wakers’s family business. 
The news was already anticipated on the markets, and Talenom had given 
a positive profit warning a moment before. Talenom’s share price has risen by 
even 78 percent to 22.50 euros. The company has repeatedly surpassed its target 
levels, and it seems that it can digitalize accounting services faster than expected. 
Therefore the attention is now on longer prospects. It has been expected that Tale-
nom will expand to international markets, and the company has especially stud-
ied possible opportunities in Sweden. Information on expansion plans are worth 
expecting in this profit release. (Lauri Sihvonen, Kauppalehti, 1 February 2019) 

When the first deal was made, it was a personally satisfying moment for 
Iivanainen. CEO Jussi Paaso had the honour of signing the first historical 
deal in Stockholm. At that precise moment, there was a sudden hiccup 
when coffee was spilled onto the contract papers. New papers had to be 
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printed and the signatures were finally put on 
the sheets. “The first deal in Sweden was a major 
occasion as a strategic long term move. It wasn’t 
easy to achieve it, and the project was delayed a 
bit too much at times. If it had failed, Tuomas 
(Iivanainen) would have been assigned to other 
duties in the company,” reveals Paaso. Fortunately, 
Iivanainen had done a wonderful job. According 
to him, Swedish and Finnish accounting compa-
nies are linked together by similar kinds of people. 

“Glitter bakom ögon. In other words, when the eyes 
start to shine, then we have perceived what we 
can achieve together. It is a glorious moment,” de-
scribes Iivanainen. “We are just at the beginning of 
a long road with Talenom, we have plenty to look 
for in Sweden,” he continues. 

Wakers Consulting AB was a strong family busi-
ness, headed by the siblings Christina and Fre-
drik Waker. He says that they were very flattered 
when Talenom showed interest towards them. 
However, Talenom wasn’t the first accounting 

“Because my wife didn’t 
reject the idea, then I had 

the courage to say yes.”
Otto-Pekka Huhtala

Otto-Pekka Huhtala directed the company to 
international markets. Making the everyday life of 
entrepreneurs easier is among the leading principles of 
Talenom, also outside Finland.
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company that contacted them in intent to buy their company. “There were 
several companies that wanted to buy us. We wanted, however, to wait for 
the right partner, and we turned the offers down. Not because of the price 
but for the very reason that the partner should be exactly the right one for 
us,” Fredrik Waker says. Talenom’s Tuomas Iivanainen contacted the Waker 
siblings first by phone and after that they met face to face in summer 2018. 
“After the meeting we concluded that we weren’t ready even then. Once 
again, the answer was no,” tells Fredrik Waker. The accountancy field was 
amidst a great turmoil in Sweden, there were a lot of things going on. At 
the turn of the year the Wakers started again to process the selling of their 
company. They turned towards Talenom. “Talenom had their own account-

ing package and high level of technical expertise. We lacked those, we just 
used programs available on the markets. Eventually this was the important 
and crucial piece in the puzzle. Talenom had also created its own selling 
organization, and they had a lot of sellers. Normally, companies in this field 
do not allocate resources in it. That is anyway needed, and Talenom had 
succeeded in it, too. Moreover, Talenom was also a family business. They 
had an extensive experience in the field, and they really knew what they 
were talking about. That was a convincing argument. Also listing to the 
stock exchange gave a very strong signal,” specifies Fredrik Waker.

The leading duo of Wakers Consulting AB was fascinated by the way Tale-
nom did its work, and they wanted to be part of it. The news was told 
very calmly to the personnel of the Swedish company. The Waker siblings 

remained in the service of the company after the deal was made. “We said 
that Talenom was the best possible partner for us. We believe into Talenom 
and see that this company is the best choice for our company, employees 
and customers,” tells Fredrik Waker. For him it was a crucial point that 
Wakes Consulting AB was the first Swedish company to make a deal with 
Talenom. “I thought it was great. No-one else had done it in Sweden before 
but after us others had it easier to follow in our steps,” says Fredrik Waker. 

The Swedish management team had a seminar in Visby in August 2021. 
Talenom’s Finnish management team was also present at the seminar.

“There were several companies 
that wanted to buy us. 

We wanted, however, to wait for 
the right partner, and we turned 

the offers down.”
Fredrik Waker
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Two family companies were merged in spring 2019. 
Tuomas Iivanainen (left), Wakers Consulting AB’s founder 
Ingmar Waker, Christina Waker, and Fredrik Waker.

There is much the same in his comments as in 
the remarks of Talenom’s CEOs. “Behind all of 
this is my desire to help a customer to become 
better and do better in the future. I want to fa-
cilitate the customer’s life,” ponders Waker. “The 
strength of Talenom is definitely in the fact that 
the company has their own software and service 
to combine with it. There are very few who do it. 
That’s Talenom’s thing,” Waker adds.

The expansion to Sweden was taken positively 
in the Finnish markets. The company’s share 
price rose 4.7 percent. The analytics company 
Inderes raised the company’s target price from 
26.50 euros to 32.00 euros. “Both the target of 
the acquisition and the price paid are justified in 
our view. At the same time the company gave a 
positive profit warning in lifting its profitability 
guidance of 2019, even though the corporate ac-
quisition weakens relative profitability in the short 
term, at least. The profitability of Talenom is, thus, 
still scaled beautifully upwards,” evaluated Inderes’ 
senior analyst Juha Kinnunen at that time. (Kau-
ppalehti, 5 April 2019).  Talenom’s first corporate 
deal in Sweden was a beautiful crown for Paaso’s 
era as the CEO. It was time to hand the reins 
over to the next one.

The new CEO was Otto-Pekka Huhtala who had 
been a member of the management team of the 
company for a long time. The leadership wanted 
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him to continue the cooperation with Swedish partners that had started so 
well. The first step had been taken in the internationalization, but the whole 
marathon was still ahead. Huhtala thought at first that he would decline 
the job as the CEO because he felt that he could lose his strong suit. He 
had been even avoiding PR duties and he was doubtful towards publicity. 
Huhtala was a hands-on man, and he had always been that way. He asked 
his wife’s opinion. She assured him that they would manage at home even 
if he would take the reins of the company his father Paavo had founded. 
“Because my wife didn’t reject the idea, then I had the courage to say yes. 
Thinking afterwards it wasn’t such a substantial change. Anyway, I had been 
in the management team for fifteen years. I had already seen everything. 
And I still worked with the same colleagues,” says Huhtala.

Otto-Pekka Huhtala signed his first corporate acquisition in May 2020 
when Talenom bought Niva Ekonomi AB from Stockholm. Talenom’s third 
deal in Sweden was done in September 2020 and with that acquisition 
Talenom expanded its activities to Gothenburg and Malmö. Frivision AB, 
a company focused on small business, joined the group in this deal. “I’m 
very satisfied to get Frivision in our team to consolidate our expansion to unfa-
miliar places in Sweden and to support the development of our small customer 
segment because both of these are strategically important areas of development 
for us. The growth of our activities in Sweden will soon enable us to localize 
our own technological solutions,” commented Otto-Pekka Huhtala after the 
deal was made (Kauppalehti, 1 September 2020). In December, the final 
deal of the year was sealed when Talenom bought Swedish companies 

Ekonomianalysis KL AB and Persson & Thorin AB. Corporate acquisi-
tions were continued the next year. In March 2021, Cresendo AB and 
Progredo AB joined the group. In little over two years, Talenom expand-
ed its activities in Sweden, besides Stockholm, to Gothenburg, Malmö, 
Haninge, Örebro and Umeå.

The reception has been positive in Sweden even though the refining 
of the co-operation demanded some time. The COVID-19 pandemic 
hasn’t helped merging the newcomers to the mother company. The belief 
is however strong that the accounting company culture and the whole 
field will go through a real upheaval in the coming years. “Our key 
persons in Sweden want to repeat the Talenom phenomena. They want 
to change the markets and the whole field there as well,” rejoices Harri 
Tahkola. “In Finland, we are ahead of them in digitalization and we are 
good at it, too. It is obvious that we have a lot to export abroad, but 
we will certainly get a lot, too,” says Mikko Siuruainen. In the eyes of 
Talenom’s staff, things are very exciting, to say the least. Internalization 
opens up new doors to the workers, as well. “It is exciting to be involved 

“The first deal in Sweden was 
a major occasion as a strategic 

long term move.”
Jussi Paaso
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in all this and follow how the company is moving to the international 
level, and to see how an international organization works by and large,” 
ponders Antti Aho. “Sweden is, in the end, just an opening passage,” 
Harri Tahkola revealed when only a few acquisitions had been made in 
the neighbouring country. His visions are much farther off as Europe 
is full of possibilities. At least Fredrik Waker is confident in Talenom’s 
prospects in Europe. “We are the best possible company to succeed in 
it,” says Waker. 

2019 

Company 
acquisition, Wakers 
Consulting AB, 
Stockholm, Sweden

2020 

The COVID19 
pandemic starts

2018 

The company’s 
#ylpeäyrittäjänlapsi (the proud 
child of an entrepreneur) 
campaign is awarded the 
silver prize in the Online video 
category of the Finnish Voitto 
advertising film gala

2019 

OttoPekka Huhtala 
becomes the CEO 
of the company

Talenom’s desire to conquer the world was continued after operations 
in Sweden. At the end of 2020 Talenom was involved in several corpo-
rate negotiations, and one of the possibilities was a small company from 
Spain. “We decided, at that point, to find out exhaustively whether Spain 
would be a suitable market. It soon became very clear that it was almost 
an ideal country for us. Digital development has just started there, too,” 
tells Tuomas Iivanainen. The corporate acquisition that set up the study 
of Spanish markets ended up without results, but interest towards Spain 
had grown inside Talenom. “The bottleneck was finding a common vision 
and the common will to go forward. The language barrier exacerbated this 
challenge,” says Iivanainen. Through a detour they found the accounting 
company Avalanding that concentrated on servicing foreign customers. 
“Their concept included a quality service package in English where the 

2021 

Talenom Oyj is among 
the best European 
companies in the Great 
Place to Work survey 
in the large companies 
category.

70
IN 2021 | 1046 EMPLOYEES

Offices in 
loca li
ties26

IN 2021

Fran
chisees

Remote work and Teams became 
part of Talenom’s everyday life 
during the COVID-19 pandemic. 
Otto-Pekka Huhtala (right 
bottom corner), Antti Aho and 
Tuomas Iivanainen (left) and Niva 
Ekonomi AB’s founder Camilla 
Niva at a meeting.

2020 

Talenom 
Kevytyrittäjä 
and TiliJaska are 
brought to the 
market
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customer was at the centre of everything. Just like in Talenom,” points out 
Iivanainen.

In July 2021, Talenom bought an accounting company in Barcelona. That 
way, Avail Services SL (Avalanding) became a part of Talenom’s story. There 
were about 65 000 accounting companies in Spain at that time, and the first 
acquisition in the country made it possible to increase Talenom’s businesses 
in one of the biggest markets in Europe. “Avalanding is our first step in the 
Spanish markets, and, therefore, our criteria for this acquisition were high; 
and that shows in the appreciation of the company. The commitment of 
the entrepreneurs and key personnel to our growth targets and their special 
knowledge on international business convinced us. I believe that together 
we can grow into one of the leading agencies in the Spanish markets,” 
commented Talenom’s CEO Otto-Pekka Huhtala in a statement after the 
acquisition. Director Tuomas Iivanainen is responsible for Talenom’s inter-
national businesses, and he was also satisfied with the new annexation. “Av-
alanding’s experience with demanding international clients and outstanding 

After Sweden, the company turned its attention to Spain. Talenom 
conquers the world, one accounting company at a time. In the 
photograph, Otto-Pekka Huhtala (left), Lourdes Santisteban, Raisa 
Venermo and Tuomas Iivanainen are enjoying the Spanish sun.

Talenom’s employees in Stockholm and on 
their way to the office of Ekonomianalys 
to tell the staff about the just finalised 
company acquisition.

expertise in producing added value services create excellent conditions to 
develop Talenom’s business activities in Spain,” Iivanainen commented. 
Juho Ahosola moved to Sweden in autumn 2021, and his sphere of respon-
sibilities covers Finnish and Swedish branches. Talenom’s conquest of new 
territories has opened up a totally new door for his career development. “I 
believe that we can help entrepreneurs, regardless of borders, now and in 
future,” says Ahosola.

“I felt like James Bond. 
Alone in a strange country.”

Tuomas Iivanainen

In autumn 2021, Juho Ahosola moved 
to Sweden to support the integration of 
Swedish accounting companies with 
Talenom.
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Caring is one of Talenom’s core values. The company believes that em-
ployees’ well-being is reflected on its customers, the entrepreneurs. 
“We do not strive to be perfect in all ways, but, instead, human 

and rough around the edges.” Caring shines through in all our work,” says 
Otto-Pekka Huhtala.  Caring was highlighted as one of the company’s top 
three values in the brainstorming event organized in Poland by Jussi Paa-
so in 2017. One of the indicators of caring was the Great Place to Work 
study, which examines the employee experiences of more than ten thousand 
Finnish companies each year. Many companies use it to polish their image 
among job applicants. Talenom’s management was hesitant to join the study 
at first. According to Markus Tahkola, the company was afraid they would 
not do well in it. As it turned out however, they had nothing to fear. “We 
decided to believe in ourselves and go for it, and we were certified imme-
diately,” says Markus Tahkola. Harri Lampinen, who managed software 
development at the time, thinks participating in the GPTW programme 
was the right decision. “The most significant change during my time in 
the company was in employee management. We were able to improve the 
employee experience. Participating in the GPTW programme was a won-
derful idea,” says Lampinen, who worked at Talenom between 2011–18.

”We now stand out better in the job market for top applicants,” thought CEO 
(2017–19) Jussi Paaso, when Talenom was granted its first ever GPTW 
certification in 2017. The next year, the company made fifth place in Fin-
land’s Great Place to Work listings. The winner in the big companies’ cat-
egory was Scandic, with DNA coming in second and Musti ja Mirri third. 
The mobile operator Elisa took fourth place. “Being listed as one of the best 
workplaces in Finland was a welcome recognition, which demonstrated how 
building modern operating models, successful corporate culture and especially 

excellent work conditions is possible even in a traditional and practiced field as 
this. Capable and happy staff is Talenom’s most valuable resource and being listed 
in GPTW is an important recognition of our long-standing investment in staff 
training and well-being,” said Jussi Paaso (Koillissanomat, 21 February 2019). 
In 2019, Talenom came seventh in the listings, and in 2020 they improved 
and placed fourth. “We understand that even though we are still on our way 
to the ambitious goal of being the best workplace in Finland, we have once 
again demonstrated that we are among the top contenders. Improving employee 
satisfaction is one of our strategic goals. We will continue to invest heavily in the 
work that goes into improving this aspect,” said CEO (2019–) Otto-Pekka 
Huhtala joyously in 2020. Huhtala also emphasized that the certification 
itself is not Talenom’s goal, but rather the company’s decision to strive for 
the title of best employer in Finland. “This was chosen as our number one 
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priority at one point. We went slightly overboard in that we started to 
almost overlook the customers. In 2017–18, we started emphasizing 
customers more again, and now we have a good balance between the 
two. Employee and customer satisfaction is a bit of a chicken-and-egg 
scenario. It’s a constant balancing act between these two important as-
pects,” says Huhtala.

GPTW 2021 was successful for Talenom. First, the company was named 
as one of the best employers in Finland and, in autumn of the same year, 
it was named as one of the best employers in Europe. In the GPTW insti-
tute’s 2021 Best Workplaces in Europe study, Talenom made it onto the 
list of the best large companies for the first time. “A healthy, committed 
and developing staff is the resource on which the company’s growth and 
success is built on,” says Antti Aho, Talenom’s CFO and CHRO.

The study results and certifications are flattering, but they would not have 
been reached without work done to ensure employees’ well-being. Antti 
Aho saw plenty of opportunities in the GPTW Finland study right from 
the start. He started to talk about how to make Talenom the best workplace 
in the country. The work to that end has already produced results, but is 
still ongoing. Aho believes that soft values are the key. “Our central themes 
are interaction, encounters and caring – in other words emotional values”. 
According to Marika Säkkinen, Director of Payroll and HR Services at 
Talenom, the theme of caring shows in how the company allows employees 
to be themselves. “People at Talenom work from the heart and help their 
colleagues”. According to Talenom staff, caring is one of the cornerstones 
of service-focused jobs. “We all go through times in our lives when we have 

“Our hands have become dirty a 
few times along the way.”

Harri Tahkola

Harri Tahkola158



Over the decades, the staff has stayed fit, e.g., by skiing and cycling. 
In the top photograph, the company is having a skiing day in March 
1985, and in the lower photograph, staff encourage each other to 
cycle during the COVID-19 pandemic.

A downhill skiing trip to Syöte in March 1989. Mirja Visuri (left) 
and Leena Kyllönen in the photograph.

less emotional resources to work with. That’s when friends should step up. 
In my opinion, if an employee has problems in their personal lives, their 
supervisor should hear them out. By lifting a person up, they will eventually 
pay us back” says Harri Tahkola. Marjut Kärnä, Unit Manager at Talenom, 
agrees with this sentiment. “Everything starts with the management model. 
We engage our employees every week, making sure no one works alone. 
Talenom’s management model includes setting personal goals with each 
team member,” says Kärnä. However, Tahkola points out that in his mode 
of thinking, all problems are problems of management. The final link in the 
chain is Tahkola himself, who admits to having reflected on himself plenty 
of times over the years. Employee satisfaction has been an issue at times, 
especially during the company’s rapid growth, with systems being renewed, 
the management team shaken up and new employees having come in all at 
the same time. “Our hands have become dirty a few times along the way,” 
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admits Tahkola. Jaakko Lampela, who worked for ten years in the 2000s 
on Talenom’s mergers and acquisitions says that working for the company 
taught him how important a good manager is. “They gave me the freedom 
and the responsibility to act on things. Expert work could be carried out 
like an entrepreneur and no one meddled in it,” says Lampela, who is now 
CEO at Nordic Option.

Managers faced some tough situations but were never left alone. Heli Si-
ukonen began her career at Talenom in December of 2013. Her first as-
signment was to manage the managers at the bookkeeping departments in 
Tampere and Helsinki. Siukonen had almost 60 employees working under 
her. She faced challenges related to both the bookkeeping process as well as 
impasses in personnel management. “As difficult as these matters are for a 
supervisor, I fondly remember the support that Talenom gave me. I wasn’t 
left alone with the problems, but my own supervisor, the HR manager, 
occupational health care, and many others supported me. I got to enjoy the 
same sense of caring when I fell seriously ill during the most difficult stretch 
of work in December of 2014”, recounts Siukonen, who now works as fi-

nancial manager at Tampere University Hospital. Siukonen was diagnosed 
with breast cancer. It was a shock. “After returning to work, the company 
offered me a different managerial position. I later also took charge of the 
office in Jyväskylä. This, in my opinion, showcases a cornerstone of Talen-
om’s corporate culture: people are encouraged out of their comfort zone to 
try new roles and to learn,” says Siukonen.

“I am happy that a person who has come to the edge of their capacity is 
still working for us. That’s a success for our organisation. We don’t ridicule 

Harri Tahkola having the 
Take Your Child to Work Day 
with his family at Talenom’s 
headquarters in Oulu in 
November 2016.

“People at Talenom work from the 
heart and help their colleagues.”

Marika Säkkinen
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or tread on people,” says Harri Tahkola. Antti Halonen, who works in 
Talenom’s management, is a good example of this. He started at Talenom 
in 2006, working long days for six years. Despite his passion for his work, 
Halonen eventually burned out. As a creative persona, he felt that the job 
did not match his interests. He decided to talk about this issue with his 
supervisor, Otto-Pekka Huhtala. The two decided to put Halonen back 
into sales, where he had started, thus leaving managerial duties behind for 
a while. “From there on, I was only in charge of myself. At the same time, 
I was building a house for my family. This combination of work and family 
life suited me well,” recounts Halonen. Many outsiders were surprised by 
this move from a managerial position into sales, even considering it to be 
a status downgrade. However, Halonen would like to point out that duties 
can very well be changed without losing face. “The purpose was to improve 
my personal capabilities. Without the change of duties, I wouldn’t have 
continued to work for Talenom. The company’s operating model has made 
several things possible,” emphasizes Halonen. After building up strength 
and finishing the construction of his house, Halonen returned to a man-
agerial position. “Outrageous and tough decisions can be made, but it 
is important not to burn employees out at any stage,” comments Chief 
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Development Manager Juha Jutila. Halonen says that dialogue between 
employees and supervisors is emblematic of Talenom. “I discussed my fu-
ture at Talenom with Harri (Tahkola) and Otto (Huhtala). They wanted 
to know what I would like to do. I have also been asked the same question 
later on,” says Halonen. Heidi Sassi, who has worked at Talenom as a fi-
nancial administration expert since 2004, has also felt the power of caring. 
She was pushed to the limit of her capacity between 2018–20. After some 
consideration regarding the future of her career, she resigned from Talenom 
in autumn 2020. However, her new job was not what she had hoped, and 
after a month Sassi returned to Talenom. “I found the courage to call my 
previous team leader and got back in.” Sassi feels that Talenom appreciates 
its employees and wants to hold onto them. She believes that the Talenom 
of today is more approachable than ever.

During the COVID-19 pandemic, employee spirits were raised in many 
ways. Among other things, Talenom staff have shared stories from remote 
work in their own Facebook group. Videos and pictures have promot-
ed communality, and Talenom employees have been able to share some-
thing of their private personas. Even so, Heidi Sassi’s favourite times with 
co-workers are spent at the headquarters’ fifth-floor coffee room. “We have 
a WhatsApp group called Lunch Ladies, where we agree on when to eat 
lunch together. I absolutely love this tradition,” says Sassi. Other Talenom 
employees have also realized the communal power of shared lunches and 
coffee breaks. Unit manager Piia Hasa started working at Talenom in March 
2005. She looks fondly back to the coffee moments at the Voudintie office 
in Oulu. “At Voudintie, we used to gather each morning and afternoon for 
a coffee break. Someone would ring a bell as an invitation. Sometimes we 
would also randomize the sitting order to get to know people outside of 
our own teams,” says Hasa.

Marjut Kärnä started working at Talenom in 2015. Right from the start, 
she’s always felt that the company cares. Caring and pioneering might seem 
like two incompatible values, but Kärnä thinks Talenom combines both 
and that the company gives people room to grow. “My work duties changed 
plenty of times during my first three years. At times it felt like I barely had 

time to sit down. Of course, no one is forced to accept a rhythm that doesn’t 
suit them,” Kärnä points out. According to her, caring for employees is 
visible to customers as well. “I feel like the entire management model has 
been built around the idea of caring. When management cares, they have 
the courage to make bold decisions”. Kärnä feels energized by how the 
work community gives people responsibility and provides opportunities. 
I’ve gotten to learn new things, which has really motivated me. At Talenom, 
everyone gets to be themselves,” she adds.

The benefits that come with employment have garnered plenty of praise. 
Talenom provides employees with recreational coupons with plenty of uses. 
Krista Riekki, one of the company’s leading experts, has used the coupons 
for various purposes based on her mood and the situation. “At first I used 
them to cover my gym payments as I took instructed lessons. I have been 
utilizing the sports and culture benefits by going to the theatre and hockey 
games. During lockdown, I tried virtual personal training. The freedom of 
choice is excellent,” says Riekki with glee. Today, Talenom employees may 
also stay at the company’s rented holiday apartments in Finland and abroad. 
Leena Hakalahti, the first employee at Talenom, thinks back to the compa-
ny’s cottage in Kiilopää decades ago. Employees could go there to relax at 
will. Hakalahti remembers spending one Christmas there with her family. 

Talenom has been a caring company since its inception. According to 
Hakalahti, the team spirit at the office was high from the start. She recounts 

“Losing a customer has always 
been a time of mourning. 

Making entrepreneurs’ lives 
easier has always been the 

company’s lifeblood.”
Mikko Siuruainen
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how co-workers could easily become friends out-
side of work as well. They would go gathering 
mushrooms and skiing together, as well as get to-
gether before Christmas to celebrate. “We cooked 
together, and someone might also prepare enter-
tainment too. One time we did a funny come-
dy skit that had Paavo’s (Tahkola) wife Anneli 

rolling with laughter. Anneli and I became close 
friends. We would occasionally work overtime at 
the office with her when working on year-end 
financial statements,” Hakalahti recounts.  

There was a time during Leena Hakalahti’s ten-
ure, when staff needed some more discipline. 
Paavo Tahkola remembers giving a slightly longer 

The staff have gathered since the early days of the 
company to celebrate together before Christmas. 
These celebrations have included all kinds of 
activities. In the photograph, people are laughing 
at funny sketches in the 1980s office.

“We cooked together, 
and someone might also 
prepare entertainment 
too. One time we did a 

funny comedy skit that 
had Paavo’s (Tahkola) 

wife Anneli rolling with 
laughter.”

Leena Hakalahti
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A SERVICE COMPANY’S
PLACARD

The customer is king in any company. 
We depend on them, not the other way around.

Customers do not interrupt our work, 
but are its purpose.

When serving customers, 
we don’t do them favours but our job. 
Customers are a part of our company, 

not an outside force.

Customers are not statistics, 
but real-life people with feelings just like us.

Do not get smart with customers.
They come to us with needs and 

our job is to fulfil those needs.

The customer deserves our most polite and 
thoughtful behaviour, since they are the lifeblood 

of this and all other businesses.

If we want to succeed, it is only
possible if our customer

wants us to succeed.

The company’s placard from 2008

than usual speech to employees, in which some lines had to be drawn. It 
had been customary to have a 45-minute lunch break, out of which 15 min-
utes were paid. This was due to the office’s location that meant many had 
to travel a bit for lunch. As central Oulu grew and the number of restau-
rants in the area increased, the situation changed. There was no more need 
for a 45-minute break with a paid portion. This did not go over without 
protest. One night, Leena Hakalahti called Tahkola to tell him that two 
employees were going to protest vehemently. The next day, Paavo Tahkola 
assembled his staff in the coffee room. “I gave a speech about the culture 
of an accounting company. Leena (Hakalahti) carried sparkling water to 
me all throughout the speech, since tap water in Oulu was not drinkable 
at the time. I drank sparkling water and talked. I also pointed out that no 

one was forced to work here. I also said that I had started the company 
on my own and I could end it on my own as well if I wanted to,” Paavo 
Tahkola recounts.

Paavo Tahkola’s way of handling employees was strict, but humane. Arto 
Tahkola remembers how, in the 1980s, a colleague was wondering how 
the Tahkola accounting company had managed to get employees to adapt 
to working with computers so well. At that time, computers were often 
seen as a threat. “My father said that he started complimenting people and 
that they would do well with the machines. That was an immense help in 
adapting,” says Arto Tahkola.

Talenom is an exceptional company in that it has never had a chief shop 
steward. Harri Tahkola points out how this is telling of deep trust and 

“My father said that he started 
complimenting people and that they 

would do well with the machines.”
Arto Tahkola
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caring, but not something to brag about. “It’s 
just what our management system and leadership 
culture are like. Our staff has been able to trust 
to be heard and to have opportunities. This is a 
significant badge of honour for us.” Caring can 
also be seen in everyday work, for example, in the 
form of extensive occupational health care servic-
es. The theme also shows in how managers react 
to their employees’ misfortunes. Current CEO 
Otto-Pekka Huhtala recounts how he received 
this kind of care after a customer gave him vi-
cious feedback. On his way home, Huhtala called 
his supervisor in a shaky voice. “The customer’s 
administrative manager cursed us and I told Har-
ri (Tahkola) that the deal didn’t quite work out. 
Harri just replied calmly that the customer had 
already called him. He asked me to drive to the 
office for a cup of coffee,” Otto-Pekka Huhtala 
reminisces. Like Harri Tahkola points out, failure 
is accepted. It is a part of the journey.

Juho Ahosola, who oversees business in Finland 
and Sweden points out that Talenom’s success is 
not built on the shoulders of individual heroes. 
“The company works on the fundamentals on a 
daily basis and without compromise. Customers 
and employees are genuinely important to the 
company. Appreciation for entrepreneurs is an-
other thing they invest heavily in,” says Ahosola. 
“I am not a proponent of constantly making 

Paavo and Anneli Tahkola at the company’s annual 
celebration in autumn 2017. The photograph also shows 
the then CEO of the company, Jussi Paaso (left), and 
Antti Aho (his back towards the camera).
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changes in staff. A company’s value comes from performance and the peo-
ple working there. Success is a result of long, hard-working careers. We 
have a great crew across the entire organisation who are carrying this com-
pany. Talenom’s value is primarily created at the customer interface,” says 
Ahosola.

The company has made sure to care even amid growth and its effects have 
reached outside the company as well. Customers have been Talenom’s fo-
cus for decades now. Paavo Tahkola realized long ago that taking care of 
the customers pays itself back. This is what the company continues to be-
lieve in. Paavo Tahkola organized entrepreneur gatherings for companies 
in which relevant information was shared to promote entrepreneurship. 
These gatherings saw participants from local businesses coming to hear 
about the opinions of the accounting company and third-party experts. 
Talenom’s managers have also amassed a wealth of information on entrepre-
neurship over the decades. “A crucial consideration for a company’s strategic 

Talenom’s employees have contributed to, e.g., Hunger Day, the annual 
fundraising campaign organised by the Finnish Red Cross. 

management is redirecting the core question from the past to the future. To suc-
ceed, one must have an idea of what the company should be like in the future. 
You must analyse your company and its environment today and understand 
how it can succeed tomorrow,” lectured Matti Määttä, director of the Oulu 
region education and training consortium in an entrepreneur training event 
in Jämsä on June 17th, 1992. Today’s equivalent to supporting entrepre-
neurship are the tips that Talenom shares on social media and the seminars 
that the company hosts.

During Paavo Tahkola’s period, information was also shared by mail. Tah-
kola wrote to customers to inform them of e.g. pending changes to leg-
islation, the office’s summer schedule, or to promote Talenom’s services. 
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Littera, Talenom’s own customer newsletter, later replaced the mail sys-
tem as a bi-annual way to share current matters. “Littera“ is a Latin word 
meaning the existence and upkeep or order. “We at the Tahkola Accounting 
Company have a front-row seat to entrepreneurship. Because of that, we offer 
counselling for our customers, both those starting a business and those who al-
ready have one and are seeking new perspectives” (Littera 2/1993). They also 
kept in touch by phone and coffee was served during customer’s special 
occasions. The idea was to keep the barrier of contact low. Paavo Tahkola 
admits that companies going under during the 1990s depression stung 
badly. The misfortunes of familiar entrepreneurs seemed unfair. During 
this time, Tahkola was worried enough about a particular customer to give 
them the keys to his holiday cottage and sent them off to relax. “Talenom 
has always appreciated its customers. Losing a customer has always been a 
time of mourning. Making entrepreneurs’ lives easier has always been the 
company’s lifeblood,” says Mikko Siuruainen, member of the company’s 
board and management team.

Caring has continued to this day, even though all CEOs have faced tricky 
situations with customers. These have been rare occurrences, but all the 
more painful because of that. One time, a unit had made a big mistake, 
and a customer contacted Harri Tahkola directly to reprimand him. “In 
the end it all comes down to me. There’s no use in blaming an individual 
bookkeeper. I cannot hide behind anyone else,” says Harri Tahkola. He adds 
that even today, in a company of Talenom’s size, he’s the person behind each 
mistake. “That call I got from an unsatisfied customer... it was something 
else. My wife remarked that she had never seen me look as humbled as after 

The staff have been able to rejoice together  
at the company’s own annual celebrations 
and in the Great Place to Work gala.

“We do not strive to be perfect in 
all ways, but, instead, human and 

rough around the edges.”
Otto-Pekka Huhtala
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that call,” says Harri Tahkola. In similar situations, he has usually been the 
listener. It is never fun, but an entrepreneur must take responsibility, Tah-
kola reminds us. “It stings! Dangit!” Still, the successes and times when the 
company has really been able to support entrepreneurs feel good.

In early 2004, Talenom published its Case Book, in which different entre-
preneurs share their success stories with the company. “Talenom came to 
my rescue in November of 2003”, says actor and lifestyle coach Tom Pöysti 
in the book in a manner that leaves no room for doubt. He had previously 
handled his financials himself and had started to lose faith in entrepreneur-
ship and its meaningfulness. The tax authorities considered him a private 
person, whereas the pension society saw him as a business. Pöysti felt like 
he had ended up being a mere cash cow for the two parties doing the actual 
negotiations. He felt that he was being blamed and doubted. Just as his own 
company’s financials felt like the walls were closing in on him, Talenom 
stepped up to help. “They gathered all my papers and put them in order with 
insurances, voluntary fees, recommendations and all the rest. Now I only take 
care of bringing cash flow into the company and Talenom handles the rest: tax 
returns, pension, salaries and invoices – all of it,” says Pöysti. In the Case Book, 
Tom Pöysti points out two things, in particular, regarding Talenom’s servic-
es. First, it is important for entrepreneurs to be informed of their business’ 
state. “As a CEO, I don’t need useless statistics, but to know where we are and if 
everything is going swell. Talenom provides me with that. Pöysti’s other high-
light is the service he’s received. “Talenom knows the quirks and operating 
methods of my business. I have a trustworthy contact person who I can ask for 
advice in any situation we may come across. I believe that this is essential to all 
small or medium-sized businesses. I wanted personal service and Talenom has 
provided me with that,” says Pöysti thankfully. (Talenom, Case Book, 2004)

These days, Talenom’s financial administration experts work closely with 
entrepreneurs. Heidi Sassi talks about how customers are kept in touch 
with by phone, email and Microsoft Teams. Some customers prefer meeting 
their accountant in person. In such cases, Sassi is glad to have lunch with a 
customer, for instance. The COVID-19 pandemic made Sassi familiar with 
faces who hadn’t shown up at the office before. “I have seen more customers’ 

All kinds of matters have been discussed over a cup 
of coffee during the company’s history. Coffee has 

been part of both the joyful and sad moments.
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faces through Teams than ever before. Seeing who’s on the other end is 
lovely. Helping customers is always a rewarding part of this job,” says Sassi.

Meeting a customer is not just punching in numbers, but involves increased 
counselling. This trend already started decades ago during Paavo Tahkola’s 
leadership. The idea has since been taken to a new level, as is the Talenom 
way. The goal of the model called “From accountant to Consultant“ is to 
transform the role of an accountant into a consultational role, where one 
supports entrepreneurs with the same matters and problems as before. Ac-
cording to Paavo Tahkola, the phenomenon is not a new one. “I consider 
the 1980s to be a turning point in the accounting industry. This is when 
computers became a part of the work and a numerically focused approach 
began transforming into consultational accounting services,” says Paavo 
Tahkola, pointing out that the biggest push towards consultational account-
ing was during the 1990s depression.

“As difficult as these matters 
are for a supervisor, I fondly 
remember the support that 

Talenom gave me. I wasn’t left 
alone with the problems, but my 

own supervisor, the HR manager, 
occupational health care, and 

many others supported me. I got 
to enjoy the same sense of caring 

when I fell seriously ill during 
the most difficult stretch of work 

in December of 2014.”
Heli Siukonen

In 2003, the newspaper Keskisuomalainen reported on more and more com-
panies outsourcing their accounting services. Outsourced services includ-
ed bookkeeping and financial statements, payroll computation, invoicing, 
accounts payables/receivables, internal computation and reporting. Big 
companies also did the same.  For instance, the company Oululainen Ko-
tivara Oy outsourced its financial management to Talenom in 2006.  CEO 
(1998–2003) Jaakko Tahkola said that outsourcing is a touchy subject for 
a company. It means giving away a part of a company’s essential data flow. 
However, it has been necessary to avoid laying more people off. “Savings 
of thirty percent is a realistic figure. The figure can vary from 15 percent all 
the way to 50 percent”, said Jaakko Tahkola. (Keskisuomalainen, 19 April 
2003) The municipality of Reisjärvi was even faster to act. They decided to 
purchase trades ombudsman services from Tahkola Accounting Company 
in 1997. Esa Kallioinen, the municipal manager at the time, explained that 
the decision was made because of financial reasons. “When costs needed to be 
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cut, we began seeking a more econom-
ical way to provide entrepreneurs with 
the services they needed. Our needs 
were specifically related to expertise in 
finance,” said Kallioniemi late that 

year in Littera (2/1997).

An accounting company has a front-row 
seat into entrepreneurship. Accounting 

companies live alongside companies in con-
stant change and transformation. The Association 

of Finnish Accounting Firms changed it’s Finnish 
name from Kirjanpitotoimistojen liitto into Taloushal-

lintoliitto in 2005. After the change of name, the association’s 
director Juha Ahvenniemi thought that customers will no longer settle 
for routine services. According to him, customers have always expected to 
receive consultation as a part of the package. “The problem has perhaps been 
an internal one in the industry; accounting companies have not known how to 
market and price their services separately”, said Ahvenniemi. The director of 
the association pointed out that, according to their market research, small 
and medium-sized companies are ready to pay for the said services. (Savon 
Sanomat, 8 June 2006). Talenom, of course, already knew this and was 
actively working on it. According to a study ordered by Talenom in 2009, 
Finnish accounting companies were stuck in the 1970s. It was found that 
accounting companies were not providing their customers with added value 
that feeds success. However, one in every three entrepreneurs wanted active 
advice from their accounting company to further their success and financial 
security. Besides routine reporting, they were expecting an accounting com-
pany to provide comprehensive supervision of interests and a feed of infor-
mation to support decision-making. The study’s overall message was clear: 
accounting companies needed to step into the 2000s. At that time, Harri 
Tahkola championed public discourse on the topic. He stated that Finnish 
accounting companies only handle duties related to bookkeeping, financial 
statements and tax returns, as well as give passive advice when prompted. 
“These, of course, form the basis of a company’s financial administration, but 

it’s not nearly enough for entrepreneurs or companies,” said Tahkola. He was 
irritated by the inferior quality of service he had received as an entrepreneur 
customer. (Keskisuomalainen, 31 January 2009) Throughout the years, the 
Tahkolas have wanted to refresh common conceptions and practices. Going 
against the mainstream has been laborious, but necessary. Tahkola says that 
these days he knows what customers truly want from an accounting com-
pany. “I have been a part of enough companies and constantly in contact 
with enough entrepreneurs to know what people want.” To him, staying 
on beat with small businesses is a matter of honour. This is what Talenom’s 
business has always been based on.

Tapio Posti, owner of the gardening and house plant decoration company 
Viherviisikko discussed Talenom’s use of consultation services on the cus-
tomer experience website kokemuksia.fi (30 November 2016). According 
to Posti, the investment into Talenom’s services pays itself back manifold. 

Talenom advertises itself as an expert, easy, and 
efficient partner for financial management.
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“Talenom has been like a whip behind my back telling what to do and what not 
to do. It is important to hear what solutions aren’t good, without sugar-coating. 
I also appreciate having an outsider’s view into my business to provide a differ-
ent perspective. I have been most grateful to my contact person in that regard,” 
Posti emphasizes. Entrepreneurs feel that when an accounting company 
does their job well, the entrepreneur doesn’t have to open up their wallets 
to the tax authorities. Tapio Posti’s company Viherviisikko for one has been 
spared from this (kokemuksia.fi).

The satisfaction of Talenom’s customers has been surveyed throughout the 
years in diverse ways. The company has also offered to be a subject of 
research for students in the area. In 1997, business and administration 
student Jani Lackman carried out a customer satisfaction study, in which 
500 customers gave Tahkola Accounting Company an excellent grade. The 
company’s ability to listen to their customers’ wishes was especially praised. 
Nowadays, Talenom surveys its customer satisfaction regularly. It also makes 
use of a customer panel through which it gathers timely information about 
the company from customers’ perspectives. Even though Talenom is a large 
accounting company with over a thousand employees, it has stuck by small 
businesses. Otto-Pekka Huhtala tells how the company’s Tilijaska service, 
launched in 2020, aims to make, in particular, smaller customers’ lives eas-
ier. TiliJaska is a pioneering, perhaps even utopian service developed and 
launched by Talenom. With TiliJaska, customers can handle accounting, 
even for free if needed.

Talenom’s caring also reaches the environment. WWF granted Talenom the 
international Green Office certificate in autumn of 2019. Talenom was, 
in fact, the first accounting company to receive this accolade. 13-year-old 
Matilda Alanen got to run the company for one day in November 2019, 
during which she also took note of the company’s environmental way of 
thinking. Alanen’s managership was a part of a national campaign where 
children were brought to work.

This is exciting. I became Talenom’s CEO for a day! Talenom is an ac-
counting company that wants to be greener than others. What’s that 
mean? Let me tell you.

Talenom does all kinds of things for the environment. Regular account-
ing companies handle all sorts of papers for other companies. Talenom, 
instead, does things digitally. They try to do everything without using 
paper. That means their own things and their customers’ work is done 
without paper. I think it’s really cool!

They also measure how much they use electricity and how much room 
there is in the offices for each employee. I think it’s really smart. There’s 
no need to waste extra money. Then they report on these things to WWF.

And now WWF granted Talenom an international recognition, the 
Green Office certificate, for handling all these environmental aspects. 
No other accounting company has one, and Talenom is really far ahead 
in the field.

Do you know about the Bring your child to work day? I went to Talenom 
that day and got to be the company’s CEO. The craziest part was that 
precisely on the day I was there, I had to tell about the certification to 
all the employees. And I mean all of them. Oh my!

Actually though, I think it went fine. I mean why wouldn’t it have. After 
all, I had good news to share.

Matilda

Matilda Alanen’s blog post, 14 November 2019, on Talenom’s website
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The company’s work for the environment has been a determined pro-
cess. Talenom aims to eliminate all unnecessary paperwork. In 2020, 
more than 80 percent of the company’s receipts were processed without 
paper. Talenom’s desire to be paper-free is based on the company’s idea 
of energy efficiency. The company also encourages its employees to be 
environmentally friendly. Since June 2021, Talenom has offered all of 
its employees the opportunity to use a leased bicycle as a fringe benefit. 
Plenty of Talenom employees have already taken up on the offer, at least 
based on social media updates. 

The coffee room of the headquarters in Oulu 
offers many kinds of recreation to the staff.

A diploma was awarded in autumn 2020 in the sales ledger team to 
the most skilled remote worker.
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TENCE

I challenge you to beat me!“ This is how Otto-Pekka Huhtala encouraged the 
staff of Talenom to get started with KLT studies in 2016. The KLT degree 
is an annual exam organised by the Association of Finnish Accounting 

Firms that measures competence in bookkeeping and accounting. There are 
currently only about 3,000 authorised KLT experts in Finland. About 400 
accountants sit the exam every year; only half pass the test. It is not an easy 
exam. Preparing for it is a lengthy process with lots of materials to read 
through. Talenom has been arranging training for its employees for sever-
al years. Before Otto-Pekka Huhtala’s challenge, Talenom had been taking 
part in the KLT training for decades, although not in great numbers in the 
2000s. The company’s own training kept its staff sharp. Antti Aho, the HR 
manager, thought that increasing the number of employees with KLT degrees 
would be good for their professional identity. “We realised suddenly that we 
needed experts. We put KLT on the forefront and centre of all our activities. 
Antti (Aho) then told me, well, what kind of a leader are you if you don’t do 
the degree yourself?’ Huhtala says. So, Aho and Huhtala enrolled. After the 
pair had enrolled for the degree studies, a crowd followed: over a hundred 
Talenom employees signed up for the degree challenge, which was a record 
number. This stirred even competitors to wonder what was going on. “It 
was a great experience in the end. We were studying together for the exam, 
too,“ says Aho. “In the end, the exam felt quite easy - we had been trained 
so well during in-house training. We had a lot of up-to-date information 
and it wasn’t all theory,” Heidi Sassi says. Aho and Sassi, who works as a Fi-
nancial Administration Specialist, graduated at the top of the course. All the 

graduates were given flowers with their degree certificates at Finlandia Hall. 
“I had to use up the leave I had planned to use for my next summer holidays 
cramming for the exam. It would’ve been quite a disaster if I hadn’t passed,” 
Huhtala chuckles. The remarkable turnaround of Talenom employees drew 
a lot of attention. “I think that the sector didn’t consider us to be an operator 
that invests in competence. This changed it. After that everyone though of 
us as a company that values competence,” Aho says happily. The company“s 
focus on competence was well visible in its skills and well-being related KPIs. 
“After a couple of years, it was easy to see from the numbers that our perfor-
mance in the field was in its own league in this sector. Our competence gave 
us wind - and it all started from one workshop,” says Huhtala.

These days, around twenty Talenom employees take part in the KLT 
degree every year.  About 2,500 accountants in Finland have passed the 
KLT exam. The person sitting the exam is required to have a Bachelor’s 
Degree in Business Administration at a University of Applied Sciences 
or a Master’s Degree in Business Administration at a university, and at 
least 2-3 years of experience in accounting. In addition, in order for the 
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KLT degree to remain valid, the graduate must 
actively seek further education and report on it 
every three years.

It is important for Talenom to offer education 
opportunities. It has always been so. Competence 
is capital for the employee, and the employee is 
capital for the company. Heidi Sassi says that she 
was excited to work at Talenom precisely for this 
training. Sassi graduated as a Bachelor of Business 
Administration in 2003, after which she got a 
job working at the financial administration at the 
parish of Haukipudas. She happened to see Tale-
nom’s advertisement on the degree opportunity 
and got interested. She decided to start Talenom’s 
accounting academy. “I remember that during the 
training, they were constructing a new building in 
Voudintie. We were always given earplugs when 
the drills started,” Sassi laughs. When she start-
ed working at Talenom, Sassi was happy to find 
that she already knew some of the people working 
there. She had had a summer job at the same hard-
ware store as Otto-Pekka Huhtala. Huh tala sold 
paint equipment and Sassi sold tools.

Talenom Academy was born out of the employ-
ees’ needs. Many different trainings are offered, 
including management training. Hanna Man-
nermaa, Office Director at Talenom Helsinki 
unit, says that the trainings guarantee versa-
tile career opportunities in-house. If you want 
more challenges, you don’t need to leave the 

The completion of a KLT degree was 
celebrated together in January 2020.
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company. Harri Tahkola says that the company’s own training courses 
have been an important part of the Talenom package. Training statistics 
show that each employee receives about 25 hours of training every year.

The company organises a training programme for employees thinking about 
a career change, students and recent graduates. This package is known as 
Talenom Trainee. The programme gives new people a chance to become a 
part of the Talenom crew. The Trainee programme was created in the wake of 
the notorious Tiger project. Even though the project had to be interrupted, 
it helped to figure out what employee competence really means. Antti Aho, 

who was working as the Development Manager during the Tiger project, says 
that they took development seriously. Aho and his crew focused on employee 
competence, and they began by building up the Trainee programme to be 
even more comprehensive than before. Finding competent experts in the sec-
tor is a challenge that Aho says they wanted to beat. “Our growth needed a lot 
of helping hands, so we had to significantly improve competence. We had to 
analyse what was critical competence and how it would be possible to learn it 
as fast as possible,” Aho explains. The new, improved Trainee programme was 
born. It was made into a training programme that includes training, theory 
and practical exercises, as well as a personal mentor. “We sought help for the 
programme from pedagogical experts as well. We added a lot of exercises, 
tests, competence tests and other concrete parts,” Aho says. In 2021, a total 
of 111 people took part in the Trainee programme in Oulu and Tampere.

Tapio Raappana, the manager of KPMG at its Oulu location, also works 
part-time as a lecturer of accounting at Oulu University. Raappana believes 

that Talenom has a huge significance for everyone who studies in the sec-
tor. “Recently graduated Economics students have managed to find jobs 
at the company which has been a fantastic stepping stone for their future 
careers in the sector. From a recruiting perspective, Talenom is a significant 
operator in the region,” he says. Kati Luoma’s thesis (Degree in Business 
Administration, Centria University of Applied Sciences, 2019) examined 
Talenom’s employer image from the perspective of students in Oulu. In 
Luoma’s research, students of business administration described their dream 
job through four categories. These were job content, working conditions, 
terms of employment and the possibility to develop oneself. Students found 
out about interesting companies through the word of mouth or through 
school or company communications. According to the results of the thesis, 
Talenom was considered to be a well-known and successful company that 
invests in its employees and is able to offer many opportunities. Jenna Sven-
felt, a Bachelor of Financial Administration, first completed a four-month 

“Recently graduated Economics 
students have managed to find jobs 

at the company which has been a 
fantastic stepping stone for their 

future careers in the sector.”
Tapio Raappana
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internship before getting a job in the sales invoicing team. After a year, she 
started working as a coordinator, then as a team leader. “I was surprised by 
how quickly I could progress in my career,“ Svenfelt says.

Anne Luukkonen from Kuopio also noticed the employees“ training op-
portunities. She was working for the accounting company Trust Accounts 
TKG when it was acquired by Talenom a few years ago. “As automation in-
creases, working hours are freed up. We are able to get training and provide 
an even better customer service than before. A company this big has many 
different experts to help customers, and we can also get help and support 
when needed,” Luukkonen says happily.

Through its years, Talenom has aimed to work alongside different education 
institutions. The way that this has worked out in practice has varied based 
on the mood and situation. In 2008, the company gifted two new Citroen 
cars for the use of Business Administration students in Oulu. Through the 
donation, the company wanted to encourage more people to start studies in 
the field. As Talenom’s habit is, the company has taken its business mindset 
even further. In 2019, the company published a hardcover guide for new 
parents, titled “How do I raise my child to become a happy entrepreneur?” The 
book is a tribute to entrepreneurship and was donated to all parents who 
gave birth in hospitals around Finland in 2019. The book features stories of 
successful entrepreneurs as told by their parents. Stories were collected from 
the actor Jasper Pääkkönen’s mother Virve, the media personality Arman 
Alizad’s father Vahid, and the parents of Slush CEO Andreas Saari, among 
others. The message of the book is that it is not possible to raise your child 
to be an entrepreneur. The parent’s job is to support their child in becoming 

“We realised suddenly that 
we needed experts. 

We put KLT at the forefront and 
centre of all our activities.”

Otto-Pekka Huhtala

The continuous training of the staff 
has been at the core of Talenom’s 

operations. Milla Kinnunen and Eini 
Allegren in the photograph.
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At Talenom, a couple of dozen people complete the KLT degree each 
year. The photograph shows the staff members who completed the KLT 
degree in 2019.

who they want to be. Some of them become future hopes and successful 
entrepreneurs - perhaps even new talent at Talenom. “According to research, 
on average, entrepreneurs are more satisfied with their life, more hopeful about 
the future, and believe that they have an influence over their own lives more 
than salaried employees. These are all characteristics that all new parents would 
wish to have themselves. According to Talenom’s survey, 30 percent of parents 
of small children hope that their child would become an entrepreneur,” said 
Otto-Pekka Huhtala around the time when the book was published. With 
the book, Talenom also wanted to comment on the state of society. “Even 
though the general attitude towards entrepreneurship has become more positive 
than before, people still have a lot of misconstrued prejudices towards it. We 
want to do our part to highlight the importance of entrepreneurship for the 
well-being of society and encourage those that dream of entrepreneurship to take 
the first step towards their dream,” says Huhtala.

Harri Tahkola 
completed the KLT 
degree in 1999.
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An entrepreneur is the face of the company; in a family business, the 
face of the company includes the whole family. The faces of Tale-
nom are diverse — the principal owners and many of the Tahkola 

family are Laestadians, members of a pietistic Lutheran revival movement. 
Laestadians often encounter prejudice, and many consider the Laestadian 
movement to involve dubious characteristics. The functioning of Talenom 
is rumoured to have been affected by the convictions of the company’s 
owners. The company’s chair, Harri Tahkola, points out that convictions 
are personal and not part of the company’s history. However, in the case 
of Talenom - and in the context of a rather homogeneous mainstream 
Lutheran or secularised Finnish society - religion cannot be ignored. After 
all, Paavo Tahkola was the financial manager for the central organization 
of Conservative Laestadians in Finland (Suomen Rauhanyhdistysten Keskus-
yhdistys SRK) for more than 30 years.

At Talenom, Mikko Siuruainen was the only non-Laestadian member of the 
management team for a long time. He does not think religion plays a sig-
nificant role in the company, let alone in the management team. According 
to Siuruainen, religion was not even mentioned. “I have learned to think 
of people as people, and I do not categorise anyone. And I’ve never seen 

“I always say that I am 
Laestadian, but it does not affect 

the way we work.”
Harri Tahkola

anyone else here do it either. Nobody has tried to impose their values on 
me, but competitors are always happy to stir up scandal,” Siuruainen says. 
Marika Säkkinen, Talenom’s Director of Payroll and HR Services, says that 
people in Paavo Tahkola’s childhood regions in Northern Finland continue 
to feel the influence of religion in how they see Talenom. In the south, the 
role of religion does not come up. “Talenom is, primarily, seen as a credi-
ble business that wants to serve even small entrepreneurs. Fortunately, the 
stigma of religion is rapidly being removed,” Säkkinen says, adding that re-
ligion has had no impact on her daily work. However, religion is a sensitive 
matter, and competitors are happy to mention it at the first opportunity. 
In particular, competitors mention religion in recruitment when they try 
to hire Talenom’s best talent. Joni Ranta-Eskola, who became a systems 
expert at Talenom in 2005, recalls that he was warned about the company’s 
religious undertones when he first started working with the company. “I 
never let it scare me. I didn’t let the warnings influence my decision to start 
at Talenom, and I am happy about it,” Ranta-Eskola says.
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“The essence of good 
leadership is that everyone is 

taken into account. 
Every employee must be 

equally appreciated. 
The most qualified candidate 
has always been prioritised 

over “one of our own“ people.”
Paavo Tahkola

(Kaleva 2.7.2017)



Religion and business have never been mixed at Talenom. Nevertheless, re-
ligion comes up from time to time. One of the instances was the company’s 
anniversary when Harri Tahkola talked about his religious background. “I 
always say that I am Laestadian, but it does not affect the way we work at 
Talenom. The only thing is that we do not serve alcohol,” says Tahkola. 
When Jussi Paaso, a non-Laestadian, became the company’s CEO in 2017, 
the issue was examined more closely than before. He felt that, in the 2010s, 
religion was like an elephant in the room. Paaso wanted to remove the 
breeding ground for misunderstandings. “The problem was that religion 
was an underlying structure which had never been discussed properly, and 
it determined whether a team was allowed to spend the company’s rec-
reational allowance on a stand-up show or not, for example,” Paaso says. 
Harri Tahkola disagrees. He says the recreational allowances were originally 
intended for raising team spirit, spending time together and relaxing. Re-
ligion was a completely secondary issue.

The company kept growing, and keeping the situation under control, also 
in this area, was important to Paaso. “Everything related to religion was re-
moved. The only thing left was that we do not serve alcohol at the company 
functions. This made all of our operations much clearer,” Paaso continues. 
However, the stigma of the owners’ religion is not easily removed. Accord-
ing to Harri Tahkola, the stigma has often caused prejudice. For example, 
a survey organised by the company for its employees included a question 
on whether sexual minorities were accepted in the company. One of the 
Talenom units scored appallingly low on this question. Harri Tahkola took 
the matter personally and began to investigate. “It turned out that the low 

“Everything related 
to religion 

was removed.”
Jussi Paaso

score was due to this stigma. I then wanted to underline that even though 
I am a Laestadian, it has nothing to do with the work community. We do 
not accept bullying or discrimination in any form,” Tahkola emphasises. 
Of course, the stigma has had its own impact on the customer base. If a 
customer’s representative has been strongly against Laestadianism, cooper-
ation with Talenom has ended before it even started. “Yes, I would like an 
entrepreneur to choose an accounting company based on business rather 
than on the owner’s conviction. But if religion is a decisive issue, it won’t 
change,” Harri Tahkola says.

Over the years, the company’s Laestadian background has been discussed in 
magazines, not to mention Internet forums. Companies with a Laestadian 
background have also been explored in various works and studies. In July 
2017, the Kaleva newspaper headlined its article on Paavo Tahkola and 
Fix Oy’s CEO Sami Pikkuaho “Entrepreneurs by the Grace of God”. The 
article discussed entrepreneurship and Conservative Laestadianism quite 
openly. Journalist Riikka Aaltonen wrote that conservative Laestadians who 
had chosen a career as entrepreneurs had benefited from the social aspects 
of their childhood. However, cliques are consciously avoided in the world 
of work. “The essence of good leadership is that everyone is taken into account. 
Every employee must be equally appreciated. The most qualified candidate has 
always been prioritised over “one of our own“ people,” Paavo Tahkola said, 
and Sami Pikkuaho agreed. The two men’s opinions reminded Aaltonen 
of the two kingdoms doctrine, a teaching formulated by Martin Luther, 
which teaches that God is the ruler of the entire world and that he rules 
in two ways. The doctrine distinguishes religious and secular activity on a 
theological basis. (Kaleva, 2 July 2017).

Conviction has also brought positive things to the company. Taisto Riski, 
the first non-family chair of Talenom’s board, said that the company’s core 
values are extremely strong and respectable. They are based on diligence and 
hard work, two themes well known in the revivalist movement. According 
to Riski, it is easy for a non-Laestadian to respect them, too. Stefan Björk-
man, a long-time Talenom partner, says that religion means a certain degree 
of predictability with regard to Talenom thinking, even though religion has 
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“I would like an entrepreneur to 
choose an accounting company 

based on business rather than on 
the owner’s conviction.”

Harri Tahkola

not been emphasised in the company’s actual functions. Björkman provides 
the following analysis: “It is a certain honesty, and it has turned to their 
advantage. This (religion) is a difficult thing in business. Being religious 
and a radical trailblazer at the same time is an exciting combination in the 
business world. A religious background is often associated with conserva-
tiveness, and this company has seen a great deal of trailblazing spirit. This 
generates tension easily. However, there has been no tension at Talenom.” 
Harri Tahkola emphasises that he has always been open about religion. He 
has also been open about expressing his attitude. When recruiting, Tahkola 
has even raised the theme himself and added that religion has nothing to 
do with the company’s operations. If religion is a key issue for candidates, 
it is understood, and they can do what they see fit. Tahkola reveals that 
Talenom is a popular employer because of the company’s non-alcoholic 
policy. “Some of our new recruits say they do not want to attend their 
current employer’s get-togethers, which may involve binge drinking. They 
are not religious in any way, but when they have learned that we do not 
serve alcohol at our events, it has encouraged them to apply for a job at 
Talenom,” says Tahkola.
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WILL

Talenom trusts in will power and persistent entrepreneurship. For 
this reason, “will” is one of the company’s values. “We are persistent. 
Even if we get knocked out three times in a row, we still keep going. 

We believe in ourselves when we decide to embark on a new venture,” 
says Otto-Pekka Huhtala. He also says that will power is manifested in the 
company’s objectives in particular. “We have ambitious objectives – so am-
bitious that our knees turn to jelly and we get butterflies in our stomachs. 
Then the objective is right. If you don’t have that feeling, you’re not taking it 
seriously. And in general, with this will power, we have exceeded our goals. 
For example, we have front-loaded our sales and productivity targets, and 
we have achieved them. No one else believed we could do it, but we did, 
and we achieved them,” Huhtala ccontinues. Hanna Mannermaa, Office 
Director at Talenom Helsinki unit, also believes in Talenom’s strong will. 
Talenom people have the courage to make quick and big moves, they are 
not afraid of the new. “Will power is one of the most important corner-
stones of our work through the organisation. We actively drive change. In 
difficult places, will is decisive,” Mannermaa says.

Talenom describes itself as rugged, compared to other companies in the 
sector. It is brave to look at a traditional industry with new eyes and find 
innovative solutions to simplify the customer’s everyday life. It is caring. 
Will requires courage and care. The need for will power at Talenom has 
sometimes been minute, sometimes enormous. Will has been needed when 
establishing the company, creating a national network of offices and, in 
particular, during the ordeals of the recession. When the currency credit 
crisis hit, father Tahkola was lying in hospital. The brothers gathered all 
their will power and took the company and its customers through the re-
cession. “We had a fighting spirit,” as Jaakko Tahkola describes their will 

power at that time. Will power has been needed for generational change, 
journeying from the north to the metropolitan area and surfing the wave 
of digitalisation. Tremendous will power was needed when Harri Tahkola 
decided that the company would go public. Without will power, Talenom 
would not have gone international, and it would not have survived all the 
projects and initiatives. Not even the projects that were suspended. One of 
the partly failed projects was Tiger, which resulted in a dismantled client 
manager organisation at Talenom. “It opened up the opportunity to think 
and do things differently. But not everything went right, as often happens 
with change. We lost a few accounts”, Mikko Siuruainen recalls. “It was 
a personal disappointment,” Antti Aho admits. However, our will power 
has not waned; it seems to be an inexhaustible resource for Talenom. Joni 
Ranta-Eskola, who has worked for Talenom for more than ten years, be-
lieves that the will power is based on a spirit of co-operation that flows from 
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within the company. “The bigger the crisis, the keener the sense of solidarity 
in the company. The management has had the ability to deal with crises, the 
company as a whole has always worked well. Talenom has always employed 
solution-oriented people,” says Ranta-Eskola.

Will power is also embodied in Jussi Paaso, the former CEO (2017–19). 
Paaso is the only CEO from outside the Tahkola family so far. At the begin-
ning of 2013, he was working for the real estate agency Kiinteistömaailma 
Oy when he learned that Talenom needed a growth manager. The position 
was not vacant officially, but after all, there was an opening for Paaso in the 
company. Jussi Paaso began to build a sales organisation for Talenom and 
became part of the management team. The management team was passion-

ate about its tasks. Opinions about implementation differed, but the team 
shared a common desire to develop services. Soon after the company went 
public, a lack of cooperation in the management emerged. “The company 
grew and developed tremendously. The growth progressed in many and var-
ious phases, some of them fine and rewarding. But there was a split in the 
ranks of the management team. One of the managers once failed to show 
up at the airport when the team were heading for a business meeting. After 
that, that member was no longer on the management team,” Paaso reveals. 
Paaso enjoyed being CEO, but it was challenging work. “Sometimes in the 
mornings, it seemed as if the office had landed with a heap of crap, which 
I had to start shovelling first thing after I came in, and that’s what I did,” 
Paaso recalls. “A CEO is like a priest. They comfort and support, but who 
comforts the priest in a dark hour,” Paaso wonders.

Jussi Paaso

“Sometimes in the mornings, 
it seemed as if the office had 

landed with a heap of crap, which 
I had to start shovelling first 

thing after I came in.”
Jussi Paaso
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Will power can also be found in the company’s latest CEO (2019–), Ot-
to-Pekka Huhtala. Huhtala graduated as a Master of Economic Sciences in 
2002, and then started work at Talenom. Huhtala has grown with the com-
pany from base to top; he started at Talenom as an intern. He first learned 
the basics of accounting and then transferred to the payroll team, which 

grew into a 20-person unit under Huhtala’s lead. For Huhtala, this was 
followed by the position of Development Manager. At that point, Huhtala 
believed in Talenom’s case so firmly that he dared to become a partner. “I 
applied for consumer credit to buy shares. So I got stuck with the company 

“I applied for consumer credit to 
buy shares. So I got stuck with 

the company and started working 
for our mutual benefit.”

Otto-Pekka Huhtala
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and started working for our mutual benefit,” Otto-Pekka Huhtala says, 
amused. According to Huhtala, his journey at Talenom has been a matter 
of will power. Digitalisation, going public, and going international – they 
all consumed a lot of will power, but also increased it. Huhtala has received 
job offers from other employers, some of them involving more money, but, 
so far, he has refused.

The COVID-19 pandemic tested Talenom’s will power again. However, 
Harri Tahkola admits that before the pandemic, Talenom had two strokes 
of luck. One was the hybrid working model. For a long time before the 
pandemic, Talenom had started addressing the needs of Generation Y, the 
future workforce, which is committed to work in a different way than the 

previous generations. To hold on to the new generation requires a new 
approach; for them, internalised will power requires planning. Talenom 
decided to start building a system where even the new generation would be 
able to work as flexibly but efficiently as possible. The remote work model 
was already in use when the pandemic broke out and forced almost all the 
staff to work from home. “In a few days, the whole organisation trans-
ferred to working remotely. Earlier preparation was important,” says Harri 
Tahkola. Talenom had already had a taste of teleworking at the beginning 
of the millennium. In 2003, Finland began to support teleworking with 
the support of a working group including the Ministry of Labour, labour 
market organisations, and entrepreneurs. At that time, the working group 
proposed that teleworking be increased with the help of the European So-
cial Fund. Talenom was up to speed with this, too. A Talenom accountant, 
Ritva Ojakoski, interviewed by the Kaleva newspaper (13 March 2003), 

“We actively drive change. 
In difficult places, 

will is decisive.”
Hanna Mannermaa
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reported that she worked at home every Monday, Wednesday, and Fri-
day. On Tuesdays and Thursdays, she worked at the Talenom Oulu office. 
Ojakoski praised the experience of teleworking. “Finding a place for a home 
office has been the only cost of teleworking. My employer arranged a data com-
munication link for me and it is as good as at the office,” Ojakoski said.

The second stroke of luck concerns sales. In autumn 2019, Talenom 
adopted a new approach to sales and began to sell its services remotely. 
As early as the beginning of 2020, the company organised training on 
how to implement distance selling. The training proved valuable when the 
pandemic kicked in. “We were lucky. In addition, people have been happy 
with working remotely. I think it’ll be a default part of our work culture. 
It’s okay for us. We’ve had employees working all over the world before, 
some of them have worked on the Greek islands, for example,” says Har-
ri Tahkola. However, he is concerned that remote work can detach an 
employee from the work community and, perhaps, increase shortages in 
skills. “We still have to solve this issue. More individual responsibility 
is required. We need to make sure that the skills and knowledge of our 
employees do not deteriorate,” says Harri Tahkola. This is where there is 
a real need for will power again. Marika Säkkinen, Talenom’s Director 
of Payroll and HR Services, believes that the required will power will 
endure. “Talenom’s future looks extremely bright, and we are hungry for 
success. Whatever we decide to do, we will always succeed at some level.  
The ambition in the background is so strong,” says Säkkinen.

Will. We are not easily discouraged! We know that if we 
continue to try, we can rise above any goal. These words are 

used to encourage people at Talenom.
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VISUAL 
IDENTITY

The owl logo- that is what started it all. The accounting company 
Tilitoimisto Paavo Tahkola was founded in 1972 when it hopped on 
the wings of an owl. The owl represented wisdom and vision Tahkola 

wished people would associate his company with. The owl logo was printed 
on letters, envelopes and print advertisements. The letter T representing the 
name Tahkola, as well as the owl’s wings, were later added to the logo. An 
advertising agency Ideasampo from Oulu, Finland, carried out the visual 
update made in the 1990s. The owl flew beside the company for decades. 
“The feathers may have flown during the years, but our owl even made it 
through the decade of economic depression. The owl’s talons remain powerful 
and its vision as sharp as ever despite the currency and company name changes. 
It still manages to bring comfort and safety to our customers and each of us,” 
said Paavo Tahkola in his anniversary speech for the 30-year-old com-
pany. When Tahkola Tilitoimistot Oy became Talenom in 2000, it 
was time to leave the owl symbol behind. An advertising agency 
Mainonnan Työmaa helped the company in this. However, 
the decision to relinquish the bird logo was an emotionally 
charged one. According to Jaakko Tahkola, the matter was 
settled by voting. “It aroused different emotions and we 
were not sure if we were brave enough to leave the owl logo 
behind. I cannot even recall how I personally felt about it,” 
tells Jaakko Tahkola. Nonetheless, the owl became part of 
the company history. Harri Tahkola, however, believes that 
the owl will not make a comeback anytime soon.

According to Markus Tahkola, marketing was very practical in the 1990s. 
Big advertising campaigns were not on trend and companies’ visual identi-
ties were simple and not too conspicuous. The reformation of advertising 
and marketing industry was only part of the distant future. “It wasn’t until 
2006 and 2007 that we started to consider the commercial side more and 
really started marketing ourselves. Our systems were up and running and 
our level of automation where it was supposed to be. Hence, it was a good 
idea to have an outsider examine how the brand should be developed fur-
ther,” says Markus Tahkola. With Tahkola, who oversaw marketing and 
communications at the time, leading the process, Talenom listed the three 
most successful advertising agencies in Finland and then invited them to 
tender. “We wanted something different and something new. We didn’t 
want to use the industry jargon everyone else was using in their market-
ing,” says Tahkola. Eventually, the company decided to use the services 
of a Helsinki-based advertising company called Bob Helsinki (nowadays 
known as Bob the Robot). The agency was known for creating the presi-
dential campaign of Sauli Niinistö in 2006 and the rescue campaign for 
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the baboons of Korkeasaari Zoo in 2003, just to name a few. The company 
had gained a lot of recognition for their success. Bob Helsinki created one of 
the most thought-provoking and controversial visual identities of Talenom’s 
history. “Different characters that represented courage, joy and bravery were 
created. There was, for example, this character who was juggling with numbers 
on a unicycle,” Markus Tahkola recalls. Talenom also offered a service which 

included reporting on new legal and business-related amendments. The 
advertising agency named this service Vahtikoira (Watchdog). As a part 
of this feisty watchdog service, a text saying “Vuh-Vuh” (“Woof-Woof”) 
was printed on the company cars. This truly caught attention and 
it shook the whole industry to its core. It worked just as it was 
supposed to, as an eye-catcher. Until then, accounting companies’ 
visual identities had had quite similar, even dull and calm features. 
However, not all of Talenom employees were thrilled about the 
watchdog mascot. Some of the experts of the advisory services, 
for instance, scanned company papers so that the illustration 
of the dog flashing its teeth on the upper corner of the paper 
was covered. The new brand characters printed on the custom 
pens were slowly coming off as employees scratched at them.

The competitors, on the other hand, were terrified. They 
believed that the barking watchdog would ruin the 

“In the middle of a perfectly 
good lunch, he told me that our 

watchdog figure had aroused 
negative feelings among other 

accounting companies. 
The industry atmosphere was 

very explosive at the time”
Harri Tahkola
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An advertisement of Tahkola Tilitoimistot Oy from 
the 1980s. 65 accounting experts at you service! Welcome under the wing of an expert!
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credibility of the whole industry. The Association of Finnish Accounting 
Firms sent their CEO to a meeting with the CEO of Talenom. Harri Tah-
kola, who worked as the CEO at the time, took the association director 
to lunch. “In the middle of a perfectly good lunch, he told me that our 
watchdog figure had aroused negative feelings among other accounting 
companies. The industry atmosphere was very explosive at the time,” recalls 
Tahkola. Harri Tahkola was asked if he was, despite the so-called scandal, 
planning to go to the annual accounting trade show where he, the CEO 
of Talenom, would be out in the open for all colleagues to judge. “Why 
wouldn’t have I gone there? I wasn’t the one who needed to be ashamed, 
they were the ill-willed ones. They had lost their customers to us, but we 
didn’t do anything wrong. We have always followed our own path and our 
customers have done the same,” says Tahkola. He, in fact, went to the trade 
show, but soon noticed that some of the competitors were so offended 
that they would not even say hi to him. “Our target audience wasn’t other 
accounting companies. Our target audience was entrepreneurs,” Tahkola 
points out. And entrepreneurs surely did notice Talenom. Debatable or not, 
thanks to the watchdog mascot, new customers kept on coming.

By the time Talenom was listed, Harri Tahkola began to receive praise from 
his colleagues. “Even though we had had our differences, some of the other 
entrepreneurs of bigger accounting companies have taken their hats off to 
us. Thanks to us, this industry is now valued much more, and people even 
want to work in accounting companies. The value of other companies has 
also increased, and some consider it to be the result of our efforts,” Tahkola 
states.

As for the watchdog, it has been one of the most significant parts of the visual 
identity of the company throughout its history. It also made the people at 
Talenom consider how far they are willing to go. They had hoped that the dog 
would take them further with its leap than the owl with its wing-stroke. The 
dog affected the marketing of the financial management industry in other 
ways as well. One of the competitors of Talenom posted an ad, which featured 
a dog lying down, taking it easy on its owner’s feet with a slogan stating how 
easy it is to change the accounting company. Other accounting companies 

An advertisement 
from several decades 

ago. Our insight 
will benefit your 

company.
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In January 1982, Tilitoimisto Paavo Tahkola Ky celebrated its anniversary 
with coffee and work. The company’s anniversary was announced in a 
newspaper advertisement with the text: A full-blown ten-year-old.

When the company celebrated its 20th anniversary, its clients and 
cooperation partners were thanked in a newspaper advertisement. The 
heading of the advertisement was “20 years SHARPLY UP TO DATE”.
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also utilized the dog symbol and made their dog figure a much calmer one. 
“I don’t think we’ll ever have a visual identity as bold as this one, at least as 
long as we’re listed,” blurts Mikko Siuruainen out.

The adventures of the watchdog and the other characters lasted for a few 
years. “After about six years it was time to update our visual identity and 
message again. This time, we wanted a little more traditional visual identity, 
which would tell people that we primarily focus on advanced level services,” 
says Markus Tahkola. As the visual identity became more neutral, his role in 
the company became less visible. Miikka Hätälä became the recently listed 
company’s Marketing and Communication’s Director and he continued to 
hone the message as well as the visual identity. Talenom strongly wished to 
differentiate from other accounting companies. The company slogan had 
until then been “Toisenlainen tilitoimisto” (“A different kind of accounting com-
pany”), but with the new visual identity launched in 2017, a new tagline, 
“Yrittämisen iloa” (“The joys of entrepreneurship”), was adopted. Marketing 
Manager Anett Marjeta-Illikainen was partly responsible for the new visual 
identity. The first step of the update process was to hold a workshop. During 
this workshop, approximately twenty different accounting companies’ web-
sites were printed out. It soon became clear that all the other websites used 
bluish grey tones and illustrations of calculators, pens and people working 
in offices in their website designs and none of them really stood out. “We 
wanted to adopt happy, never-before-seen features to our graphic design. 
We also wanted to create a sort of accounting company department store 
where people could buy different kinds of services, for example, their own 
websites. We had this idea of a general store, a place with all the services that 
an entrepreneur could need,” recalls Marjeta-Illikainen. Thus, a visual identity 
consisting of various symbols and the colour purple was born, something that 
had never been associated with accounting companies. “I think we did an 
excellent job. In 2017, our visual identity had just been updated and people 
began to know us better and better,” Markus Tahkola recalls. 

Four years later it was time to refresh the visual identity once again. The 
update project was initially started in the late summer of 2021 after thor-
ough discussions. Talenom wanted the new visual identity to have more 

“It aroused different emotions and 
we were not sure if we were brave 

enough to leave 
the owl logo behind.”

Jaakko Tahkola
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international features in it. “It must resonate worldwide,” says Marjeta-Il-
likainen, who is currently in charge of Talenom’s marketing. “We must give 
an impression of value and confidence, but we don’t want to represent it with 
bluish grey, dull tones. We want clear human-to-human interaction, and we 
need to represent humanity. We want to be approachable and make our cus-
tomers feel safe, that we are truly there by their side,” says Marjeta-Illikainen. 
She emphasizes that Talenom’s actions affect the company’s visual identity, as 
well as these two factors must go hand in hand. Part of the new visual identity 
is a character called TiliJaska created in 2020. TiliJaska is a whimsical, cheery 
accountant wearing suspenders. “Our aim was to create a sort of a personal 
brand,” Otto-Pekka Huhtala stated. (Talouselämä, 26 December 2020).

The TiliJaska team offers accounting services 
especially for small and medium sized 

companies. At Talenom, the team is described, 
above all, as courageous and innovative.
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“It must resonate 
worldwide.”
Anett Marjeta-Illikainen



REPU-
   TATION



REPUTATION

Reputation is an evaluation of an organization made by external 
agents, usually by different stakeholders (Brown & Dacin, 1997).  
Based on this evaluation, the company is determined to be either 

good or bad. Reputation is a largely examined subject. Digitalization and 
the modern world of social media have brought their own aspects to the 
topic and its research.  Nowadays, controlling one’s reputation is a tricky 
business and requires constant reflection. Especially after Talenom’s list-
ing, the company and its reputation have been under constant scrutiny. 
Talenom is especially known for being a high-growth company. While the 
entire industry’s rate growth has been a few percentages a year, Talenom’s 
rate growth has been many times larger. Active sales, corporate acquisitions, 
internationalizing and listing, for instance, have affected the growth spurt. 
Talenom’s management assures that corporate acquisitions will also be part 
of the company’s future. In March 2020, Talouselämä, a weekly finance and 
business-related magazine, reported that a division of the world of financial 
management will take place as bigger companies continue to acquire small-
er ones. Ari Rajala, the Head analyst of Kauppalehti magazine, estimated 
that in 2019 the stock return of Talenom was as high as 139 percent. Only 
Tecnotree 270 percent, Admicom 215 percent and Qt Group 166 percent 
were ahead of it in the listing. (Kauppalehti, 27 October 2020) 

However, Talenom still pursues to grow. In the future, Talenom envisions to 
see accountants becoming consultants that offer flexible services. Extensive 
services and automation are beneficial features to have against the compet-
itors. Unfortunately, COVID-19 has slowed down the growth of the com-
pany lately, but the developments in the field of automation have improved 
their profitability. The TiliJaska service group launched in autumn 2020 
seeks to improve growth by focusing on small business owners. “The analysts 

have become more careful as a result of the market soar and the higher apprecia-
tion. The undeniable and profitable growth story counterbalances the high stakes 
and the perceivably low dividend yield.” (Talouselämä, 11 November 2020).  
Jaakko Tahkola, the second CEO of Talenom (1998-2001), points out that 
without perseverance and bravery the company would never have grown 
to be such a large company that it currently is. Tapio Raappana, KPMG’s 
Regional Manager of Oulu Region, has been keeping an eye on Talenom for 
decades and says that Talenom has always had a good reputation. “Talenom 
has proved that the possibilities are endless. Service exporting is not a new 
field in Finland, and yes, this is just a service, among others. But the way of 
thinking and presenting oneself well describes Talenom’s expansive nature 
and the willingness to move forward,” says Raappana.

Talenom employees like to call themselves pioneers and have in fact al-
ways done so during the past 50 years. In their column in Talouselämä 
(Talouselämä, 24 March 2021), V-P Lappalainen and Kari Peltonen from 
Accenture say that there are two kinds of companies in the world; those 
who take the lead and those who follow. According to Lappalainen and 

245244



Peltonen, pioneers, those who take the lead, are the first ones to be able 
to utilize technology, react to world changes and create innovations. In 
that respect, Talenom is surely one of the pioneers. Talenom has created 
its own software and it is still the only company that has been listed in 
Helsinki Stock Exchange and, from there on, extended its operations into 
international markets, such as to Sweden and Spain. And the journey only 
continues!

Antti Aho, the CFO and CHRO, says that being a pioneer means being 
brave enough to think outside the box. “At Talenom, we believe in our 
story, and we are pretty much pioneers- the whole bunch,” says Aho. Aho’s 
colleague Antti Halonen adds that the last few years, in particular, have 
made them realize what they are doing is truly unique. Being a pioneer has 
increased employees’ motivation and engagement. Juha Jutila, the Develop-
ment Manager and the father figure of KP 2.0, agrees. “I am inspired and 
fuelled by the fact that I can work on big and significant projects. The last 

time I felt like being a pioneer was when I worked at Nokia,” says Jutila. If 
Talenom was not a pioneer, it would be a very different kind of a company - 
if it existed at all. Jussi Paaso, the former CEO of the company, believes that 
those who are not pioneers, will eventually fade away. “No one believed that 
increasing the level of automation would make any difference but look at us 
now! Talenom has truly surprised the whole industry,” says Paaso. The word 
of Talenom being a pioneer has also been spread through the grapevines. 
One spokesperson would definitely be Talenom’s long-term partner Stefan 
Björkman. “I guess I’ve been working pro bono as a marketing expert, as 

“Talenom has proved that the 
possibilities are endless. Service 

exporting is not a new field in 
Finland.”
Tapio Raappana

Talenom Oyj started the Timanttia Timanttia podcasts in autumn 2020. The first 
guest was Anna Puu, a Finnish singer-songwriter. In the podcast, entrepreneurs tell 
their stories. The stories are characterized by amazement, joy, regret, and praise. 
The podcast is hosted by Marjo Rönnkvist, an entrepreneur in communication, with 
Antti Aho, the CFO and CHRO of Talenom, as the expert commentator. 
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The video project of Krista Riekki and Juuli Ahosola was at 
first called Talouspirkot. The vlog published on Talenom’s 
YouTube channel was, however, named Talousdaamit.

we see a lot of potential in it. We are able to compete and challenge other 
competitors in the field of offering money transaction services to small and 
medium enterprises,” says Otto-Pekka Huhtala. With the help of TiliJaska 
services, the money transaction services expanded in 2021. “Market re-
search has proven that this kind of combo doesn’t exist anywhere else in the 
world,” Harri Tahkola points out. He wants to create new paths where they 
have never before existed. “At the moment, we have multiple paths leading 
to different directions. We shall see which one of them will be the one to 
blow up. We have dozens of possibilities to create business,” Tahkola says 
happily. “But whatever we decide to do, we must make the entrepreneurs 
feel happy to be business owners.”

Being a pioneer also motivates the employees, the ones doing the hard 
work. Krista Riekki, one of the leading experts at Talenom, says that rou-
tines very easily become boring. Being a pioneer has increased the job satis-
faction at Talenom. “For me personally, it is important to be able to create 
new ideas and execute them.” Together with her colleague Juuli Ahosola, 
Riekki created a vlog series called Talousdaamit (Finance Ladies) in which 
the two discuss the challenges of the accounting business and economy. “It 
all started when we had already taken the first steps in establishing ourselves 
as consultants instead of accountants. However, we didn’t feel like this vi-
sion was used in our marketing as much as it should have been. We noticed 
that Inderes, among other companies, started to produce investment related 
content, like vlogs. That’s when we decided that we’re going to do monthly 
vlogs in which we will discuss topical issues,” Riekki recalls. At the begin-
ning, the name of the video production was a less formal Talouspirkot, but 
soon Riekki and Ahosola wanted the name to reflect the expertise Talenom 

“Having a good reputation matters 
significantly when dealing with 

customers.”
Harri Tahkola

I’ve been spreading the word about Talenom every time someone asks for 
a financial management expert. You could say that I’ve mentioned them a 
few times,” Björkman admits.

When Talenom first began to offer money transaction services on the first of 
April 2021, the position as a pioneer became even stronger. Talenom now 
offers physical and virtual charge cards, IBAN accounts, SEPA payments 
as well as electronic and integrated account statements to bookkeeping. 
“We are now moving on to a very exciting new phase. We have expanded 
our operations into money transaction services according to our plan and 
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represents. That is how Talousdaamit, the vlog series with carefully planned 
content, was born. Shooting these vlogs has boosted these finance ladies 
up and they have received positive feedback, although the COVID-19 
pandemic has definitely brought various challenges along their way. 

Harri Tahkola would give Talenom a score of eight and a half or nine out 
of ten for its reputation. “Talenom is an honourable company from any 
point of view,” Tahkola concludes. And he is not wrong. “Having a good 
reputation matters significantly when dealing with customers. Surely, if you 
interview customers that have ended their relationship with the compa-
ny, you may definitely get pretty harsh feedback,” Tahkola adds. Talenom, 
however, has not suffered any real blows to their reputation. Their journey 
has been quite smooth throughout the decades. News media have reported 
about their corporate acquisitions and different financial news agencies have 
been spying on their actions in the stock market. The press has, however, 
treated the company quite moderately and their viewpoint has been fairly 
customer -friendly although some delicate matters have been brought up as 
well. One of these more delicate topics has been the Laestadianism of the 

company management. That is a topic that still has people at Talenom walk-
ing on eggshells. Naturally, the press has also written critical and doubtful 
articles about Talenom. Juha Kinnunen, an analyst at equity analyst com-
pany Inderes, pointed out in February 2021 that Talenom still has issues 
to work on with their reputation. According to Kinnunen, an increase in 
profitability requires time and constant growth.

Talenom has always wanted to be featured on media. It, for example, has its 
own barometer which focuses on the state of Finnish companies. The results 
of the barometers have been published in different media outlets through-
out the years, although, nowadays, not as often as in the past. Thanks to the 
barometer, Talenom now has a reputation as an expert at a national level 
as well. In November 2010, for instance, the newspaper Keski-Uusimaa 
reported, based on the Talenom barometer, that in September 2010 the 
revenue of Finnish small and medium enterprises was approximately 13.5 
percent higher compared to the previous year. “This has been extremely im-
portant for the future of Finnish small and medium enterprises after the severe 
recession period. According to the estimates for the remaining year, the revenue 
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growth will not, however, be as fast,” Harri Tahkola, the CEO of Talenom 
at the time, commented. (Keski-Uusimaa, 17 November 2010). In March 
2021, Otto-Pekka Huhtala took his stand on the barometer saying how 
COVID-19 has affected companies:

“If we consider the development of recent months, the decrease in the revenue 
of small and medium enterprises is, unfortunately, no surprise. The crisis is 
not over yet. The government has acted in a disorderly manner with regards to 
COVID-19, which in turn has made the economic unreliable. Unfor-
tunately, one can see this when examining the numbers.
 
This past week, Statistics Finland informed that the number 
of initiated bankruptcies has slightly converted to the old level 
and, fortunately, there will be no wave of bankruptcies we 
feared for in sight. This tells about entrepreneurs’ unbelievable 
flexibility and faith in a better future. The European Patent 
Office also informed that there has been a significant increase 
in Finnish patent applications. According to the survey indicated 
for entrepreneurs, companies are hanging in there, but entrepre-
neurs are afraid of the effects of restrictions. We have a lot of knowledge 
and vision available, but not that much direction and conclusions.
 
It is distressing for the entrepreneurs to not be able to see the economy in the big 
picture. In the member survey of different chambers of commerce, 67 percent 
of the respondents considered the government’s actions related to COVID-19 
to be disorganized and unpredictable. I guess there is room for improvement, 
then. Gladly, we can reach a brighter future one vaccination at a time. Hence, 
I am brave enough to predict that the vaccination rate will increase and, thus, 
the dream of a free summer will get closer by the day.

Talenom has wanted to take part in national discussions in other ways 
as well. The infamous Lörtsy Gate of 2014, for instance, provoked many 
thoughts in Harri Tahkola, who was the CEO of the company at the time. 
To back this up, Finnish Food Authority Evira decided that lörtsy, which 
is a traditional Finnish pastry with either a jam or meat filling, can no 

longer be marketed as lörtsy, as the name does not describe the product well 
enough. The next day Evira withdrew this comment and stated that a raw 
version of a Food Information Guide had been leaked. Lörtsy pastries were 
set free, but the Lörtsy Gate had only just begun. Harri Tahkola discussed 
the topic in a blog post on Suomen Yrittäjät entrepreneur organization’s 
blog called Yrittäjän Ytimessä. Tahkola was curious to know how lörtsy 
pastries caused such a big scandal. “As entrepreneurs, we all know these cases. 
These rules and restrictions and their purposes that one must constantly question. 
Unfortunately, in most cases, these are not brought to daylight,” Tahkola wrote 
and encouraged all entrepreneurs to bring up industry flaws that create 
extra costs. (Yrittäjän Ytimessä blog, Suomen Yrittäjät, 2014).

Talenom is also known as a family business. Working with one’s family 
members is not always the easiest way to make business. Once warm rela-
tionship can quickly become icy and in the worst-case scenario, relation-
ships can even die. In Tahkola family, this has not been the case, however. 
Markus Tahkola says that they have had heated discussions in the past with 
his brothers, but they have never escalated into a big family feud. Other 
topics have been in focus when spending time with the family. “We are all 
outspoken, but work is just work and we have always had a clear vision 
about what we’re doing. And first of all, most of our siblings have never 
even been involved in the business. They do not have any obligations to use 
our services either, although they are entrepreneurs,” says Markus Tahkola 
laughing. “We were once traveling to Lapland with Harri (Tahkola), Jaska 
(Jaakko Tahkola) and a mutual friend. During the car ride, we were talking 
about work. After listening to us for some time, our friend turned to us 
saying that if he didn’t know we were running the same business, he would 
have never known,” Tahkola says.
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In its 2014 research, Economic Research Institute ETLA categorized 
accounting jobs to be one of the most endangered jobs in the world. 
The results of international research projects share similar results. In 

ETLA’s 2019 industry report, it is however noted that accounting jobs will 
not disappear, they will merely renew themselves. “It is about the tasks and 
the industry changing. The modern financial management expert is, above all, 
a service industry specialist and kind of a company consult, who masters the 
electronic service channels and systems,” the report says. In his 2019 book 
Kirjanpitäjästä konsultiksi, Antti Aho, the CFO and CHRO of Talenom, 
discusses the future prospects of accountants. “As tasks based on rules and 
routines take less and less time, financial management experts must adopt a 
new role in their work. Accountants and payroll clerks will become consult-
ants of their own industries. Consultant’s work is interactive, and it involves 
challenging problem solving. That, in turn, requires taking on a new kind of 
responsibility as well as being independent. That raises a lot of questions. Is 
that possible? Can I do it? What will eventually change?” Aho believes that 
entrepreneurs will very likely buy external financial management services 
in the future too. “Only the content of the services, the pricing and the way of 
producing these services will change,” Aho writes.

Talenom is, once again, a pioneer. The first steps of this journey on becom-
ing a consultant, instead of an accountant, were already taken years ago. If 
you ask Paavo Tahkola, he believes that the journey began when the first 
computers from France were placed on the desks of Tilitoimisto Paavo Tah-
kola Ky. Through the decades, Talenom has strived to help their customers 
by guiding and giving advice so that they would have more time and room 
to actually run their businesses. At Talenom, it is believed that the shift into 
becoming consultants will be beneficial regarding customer relationships. 

The thirst for knowledge has not been quenched. According to Talenom’s 
experts, entrepreneurs still need guidance and advice while management 
activities are independently and automatically run by software robots.

In 2021, there were approximately 5,000 financial management compa-
nies in Finland and the industry employed approximately 16,000 em-
ployees. As technology will take up even more place in the future, the 
entire industry is on the verge of a change and Talenom is a definite part 
of this change. Tapio Raappana, KPMG’s Regional Manager of Oulu 

“Too many of us do not give their 
all to their jobs. They would have 
the ability to do that if they were 

given the chance or the trust.”
Harri Tahkola
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Region, also believes in the vision of accountants becoming consultants. 
“Traditional accounting companies will always have their own time and 
place. However, the service concept of a company will decide it if it’s 
going to make it or break it. Those accounting companies that can offer 
what the customer is looking for quickly, will make it,” says Raappana. 
However, he wants to remind that although Talenom is a strong com-
petitor and loyal to their beliefs, the risk is always out there. New com-
petitors, some of them copycats, enter the industry constantly. “Talenom 
must keep up to date, but that has been their strength for many years 
now,” Raappana states. 

Mikko Siuruainen, on the other hand, believes that Talenom’s vision of 
consultancy is a brave and open-minded one. He believes that it will help 
develop the company and its services. “However, if a person in a critical 
position suddenly loses their motivation, it could launch a downfall. But, 
personally, I don’t think that will happen because the people at Talen-
om always have the motivation to get back up. We’ve always had more 
roads to take than we can actually follow,” says Siuruainen. “I’ve been 
working for this company for about twenty years now. We’ve always had 
great passion for doing things together. Sometimes the workload has 
been hellish, and the pressure has truly been on, but the will to work to-
gether has remained as strong as ever,” Siuruainen adds. Markus Tahkola 
reminisces that although their vision has been clear, working towards the 
shift towards consultancy is a tough one. “Our customers are looking 
for an accountant and that term is still widely used, and this creates a 

Otto-Pekka Huhtala

“This has been an incredible journey 
and I’ve been fortunate enough to be 

a part of it. It’s almost like 
having your own child who you’ve 

watched grow up.”
Otto-Pekka Huhtala
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communicational conflict. Do we 
need to settle for using the name 
accountant although the job de-
scription equals the one of a con-
sultant? That’s a tough one,” says 
Markus Tahkola. Krista Riekki, 
the Leading Specialist at Talenom, 
has been keeping an eye on this de-
velopment journey. Riekki works 
in customer projects, and she feels 
that the shift towards consultancy 
has been welcomed with open arms. 
“It certainly makes you feel good. I 
have had the opportunity to be part 
of the creation process and I have 
seen how the whole crew has been 
part of it too. It is a rewarding feel-
ing,” says Riekki.

The employees of Talenom have proudly been part of the company 
known as a pioneer. Piia Hasa, the Head of Unit since 2005, tells that 
she has enjoyed being part of Talenom’s story and growth. “Although, 
sometimes, I do miss the feeling of working in a small business and 
everyone knowing one another, I think it is great to see what kind of an 
impact we have on the whole industry. Our opinion is valued and when 
there are different national projects going on, we are actually asked for 
our view. Internationalization also creates never-before-seen possibilities 
to advance in one’s personal career,” says Hasa. Office Director Hanna 
Mannermaa agrees with Hasa. Mannermaa believes that Talenom still 
manages to help their customers run their businesses, which was the 
original vision of the company. “It is amazing to be able to do impor-
tant work also on the societal level. We help entrepreneurs on their 
way to success by developing their businesses. In the best-case scenario, 
we may help a company survive from the verge of a bankruptcy,” says 
Mannermaa.

Antti Aho, who has written the book Kirjanpitäjästä 
konsultiksi, enjoys the challenges he faces at Talenom. 
“I cannot deny the excitement of being involved in and 
watching the company becoming international”, Aho says. 

The future has endless possibilities and the whole management team be-
lieves in this. Otto-Pekka Huhtala believes that Talenom can achieve what 

Nokia did back in the day. “It is just a matter of trusting oneself,” says 
Huhtala. Huhtala believes in Harri Tahkola’s dream of Talenom becoming 

”Welcome to the world of a 
consultant, where there is 
never one right answer.”

Antti Aho; Kirjanpitäjästä konsultiksi, 2019
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a company with a revenue of one billion euros. The future largely depends 
on the management’s ideas and visions, as well as the ability to create them. 
“The management team is well aware of my ambitions, and they have the 
next paths and steps all figured out. We have an amazingly inspiring man-
agement team, and our other co-workers are just as amazing,” says Harri 
Tahkola praising his employees. “I truly appreciate if I am able to enable 
these kinds of careers for people. Too many of us do not give their all to 
their jobs. They would have the ability to do that if they were given the 
chance or the trust,” Tahkola believes. “But in order to enable this, one 
must know how the entrepreneurs think. You must understand the basics,” 
says Tahkola. “This has been an incredible journey and I’ve been fortunate 
enough to be a part of it. It’s almost like having your own child who you’ve 
watched grow up. And we are still growing,” says Otto-Pekka Huhtala.

Vision:

Unbeatable accounting and 
banking services for SMEs
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“And we are still 
growing.”
Otto-Pekka Huhtala



Timeline

1970s
2 January 1972 Paavo Tahkola starts the preparations to found his own accounting
  company in Valkealinna in Oulu and acquires his first clients.
19 April 1972 Tilitoimisto Paavo Tahkola Ky is founded
August 1972 Leena Hakalahti is recruited as the first employee of the company
December 1972 Two new employees. At the end of the year, 
 the company has four employees.
June 1973 The company moves to Mäkelininkatu in Oulu
1974 The new Accounting Act takes effect.
 The keeping of a cashbook becomes compulsory for entrepreneurs.
1977 The company abandons the plan to relocate to Kempele. In 1976,
 Paavo Tahkola applied for a building permit from the municipality
 of Kempele, but the granting of the permit was delayed. 
 The accounting company remaines in Oulu.
1979 The telephone switchboard of the company is renewed.
 The accounting company can now be called through five 
 telephone lines.

1980s
1981 The company purchases its first computer
1982 The company moves to Isokatu in Oulu
1982 The first company acquisition, an accounting company in Pulkkila
1983 Company acquisition, Toimisto ja tilipalvelu 
 L. Härkönen Ky, Haapajärvi
1984 The company moves to Voudintie in Oulu
1985 Company acquisition, Tilitoimisto K. Daavittila Ky, Puolanka
1985 Company acquisition, Haukiputaan Tilitoimisto Ky, Haukipudas
1986 Company acquisition, Tilitoimisto H & J Ingalsuo, Haapajärvi
1987 Company acquisition, Sinikka Jäppinen, Siikajoki
1987 Company acquisition, Koillismaan Tilineuvonta, Kuusamo
1987 65 employees
1988 Company acquisition, Iijokialueen Tilikonsultit Oy, Pudasjärvi

1988 Company acquisition, Tilisoppi Oy, Kuusamo
1989 Company acquisition, Tilipalvelu Heiskala Ky, Kiiminki
1989 Company acquisition, TiliEtappi, Oulu
1989 Company acquisition, Raahen Tilineuvonta Ky, Raahe

1990s
1990 The Littera publication that is sent to clients is created
1990 Company acquisition, Siikalatvan Tilipalvelu, Siikalatva
1991 The company expands its operations and starts to offer 
 company acquisition services to its clients
1991 Company acquisition, accounting clients of 
 Raahen Talotaito Ky, Raahe
1991 Finland faces an economic crisis, the 1990s depression
1991 The company has accounting companies in 13 localities. 
 105 employees.
1992 Company acquisition, Tilitoimisto Martta Talvinen Ky, Kajaani
1992 Company acquisition, Tilitoimisto M Räisänen & Kni, Ylivieska
1993 Company acquisition, Palojärvi Ky, Piippola, Haapavesi, 
 Nivala, Kalajoki
1994 The name of the company is changed to Tahkola Tilitoimistot Oy
1995 Company acquisition, Tilitoimisto Pellikka, Oulu
1995 The Value Added Tax Act is amended. 
 The new Auditing Act takes effect.
1996 Company acquisition, Kirjanpitotyö Taskila Ky, Haapavesi
1996 Company acquisition, Haapatilit Ky, Haapajärvi
1996 Company acquisition, YläSavon ATK Tilitoimisto Ky, Pyhäjärvi
1997 The new Limited Liability Companies Act takes effect.
1997 Company acquisition, the real estate management operations of 
 the Nivala office of Laaksojen OPKiinteistökeskus Oy, Nivala
1997 Company acquisition, Oulun Laskenta Oy, Oulu
1998 Jaakko Tahkola becomes the CEO of the company.
1998 Company acquisition, the real estate management operations of 
 Kuusamon Seudun OPKiinteistökeskus Oy, Kuusamo
1998 Company acquisition, Tilitoimisto Pelo Ky, Nivala
1999 Company acquisition, Tili ja Laskentapalvelut 
 Elsi Korhonen, Kajaani
1999 Euro becomes the accounting currency
1999 Operations in 16 localities. 87 employees.
1999 The company’s IT system renewal is started.

2000s
2000 The company sells its real estate management operations to 
 Timo Tahkola Oy
2000 The company’s name is changed to Talenom Oy
2000 Paavo Tahkola is granted the honorary title ‘talousneuvos’
2000 Company acquisition, UKTPalvelut Oy, Helsinki
2001 Company acquisition, Tilipalvelu Pirkko Vierimaa, Ylivieska
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2001 The company is awarded a regional entrepreneurship award
2002 Finland shifts to Euro
2002 Company acquisition, Iisalmen Laskenta Oy, Iisalmi
2002 Company acquisition, Laskentakolmio Oy, Helsinki
2002 115 employees.
2003 Harri Tahkola becomes the CEO of the company
2004 Company acquisition, Point Balanss, Jyväskylä
2005 Company acquisition, Yrittäjäin Tili ja Neuvonta Oy and 
 YTNLaskenta Oy, Tampere
2005 Company acquisition, Laskentatoimi Oy, Helsinki
2005 Company acquisition, Notatus Oy, Helsinki
2006 Company acquisition, Tilitoimisto MPRLaskenta Oy, Tampere
2007 Company acquisition, KeskiSuomen Yritystilit Oy, Jyväskylä
2007 Company acquisition, Tilitoimisto Leipälä, Haapajärvi
2007 160 employees
2008 Company acquisition, Tilipalvelu Visibility Oy, Helsinki
2008 Company acquisition, Da Signa Oy, Helsinki
2008 Company acquisition, Lapin Yritys ja Kiinteistötilit Oy, Rovaniemi
2008 Company acquisition, Toiminimi Tilitaito 10, Oulu
2008 Company acquisition, Tilitoimisto Happy Days Ky, Jyväskylä
2009 The first external venture capitalist invests in the company   
 (Teknoventure Oy).

2009 Company acquisition, accounting clients of 
 Yritys ja isännöintipalvelut Mauri Moilanen, Suomussalmi
2009 Company acquisition, scanning operations of 
 PohjoisSuomen Arkistopalvelu Ky, Oulu
2009 Company acquisition, Laskenta ja notariaattipalvelut 
 Leena M. Tiitinen Ky, Rovaniemi

2010s
2010 Talenom Online, drillthrough reporting
2010 Company acquisition, Tampereen Tilitoimisto Oy, 
 Tampere Includes the affiliates Näsitilit Oy and 
 Tilintarkastustoimisto Summanen ja Järvisalo
2010 280 employees.
2011 The company moves to Nuottasaarentie (Limingantulli), Oulu
2012 Negotiations on layoffs within the company
2013 Extension, the company opens an office in Leppävaara in Espoo
2013 357 employees
2014 Extension, offices are opened in Turku, Pori, and Hämeenlinna.
 In addition, customer service points are opened in Kouvola 
 and Hyvinkää.
2014 The Helsinki office moves to Töölönlahdenkatu
2014 Operations in 18 localities. 500 employees. Around 5,000 clients.
2015 Extension, the company opens an office in Kuopio.
2015 The first franchisees start in Järvenpää, Salo, Pori, and Tornio
2015 Talenom APP 2.0 is launched, the new features include travel 
 expense claims
2015 Nasdaq First North listing in the Helsinki Stock Exchange
2016 Cooperation, the working lifeoriented project study unit with 
 the Oulu University of Applied Sciences.
2016 Talenom extends its customer service hours to 21:00
2016 The company launches the Talenom ICT service
2016 The company’s headquarters moves to Yrittipellontie in Oulu
2016 The company has 24 offices and 543 employees
2017 Jussi Paaso becomes the CEO of the company
2017 Company acquisition, Trust Accounts TKG Oy, Kuopio
 At the same time, cooperation with Trust Kapital Group TKG Oy 
 becomes closer as regards sales invoices. 
2017 Extension, the company opens an office in Mikkeli.
2017 A Great Place to Work certificate
2018 Company acquisition, Tilitoimisto Tuloslaskenta Oy, Vimpeli
2018 Company acquisition, Tilitoimisto K. Ollila Oy, Oulu
2018 Company acquisition, ATT Yrityspalvelut Oy, Alajärvi
2018 A Great Place to Work certificate
2018 The company’s #ylpeäyrittäjänlapsi 
 (the proud child of an entrepreneur) campaign is awarded 
 the silver prize in the Online video category of the Finnish 
 Voitto advertising film gala
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2019 Company acquisition, Wakers Consulting AB, Stockholm, Sweden
2019 Company acquisition, Niva Ekonomi AB, Stockholm, Sweden
2019 Company acquisition, Oy Wasa Tilit AB, Vaasa
2019 OttoPekka Huhtala becomes the CEO of the company
2019 Company acquisition, WT Företagstjänster AB Oy, Vaasa
2019 A Great Place to Work certificate

2020s
2020 Talenom Kevytyrittäjä and TiliJaska
2020 Company acquisition, Frivision AB, Göteborg, Malmö, Sweden
2020 Company acquisition, Addvalue Advisors Oy, Vantaa
2020 The COVID19 pandemic starts
2020 Company acquisition, Ekonomianalys KL AB, Växjö, Sweden
2020 Company acquisition, Persson & Thor AB, Växjö, Sweden
2020 Company acquisition, Larsen & Co Tilitoimisto Oy, Helsinki
2020 Company acquisition, software operations of 
 Vanaja Technologies, Hämeenlinna
2020 A Great Place to Work certificate
2021 Company acquisition, Balance Systems Oy, Kemi
2021 Company acquisition, Laskentalinja Oy and 
 Lapinlahden Yrityspalvelu Oy, Kuopio
2021 Company acquisition, Tilipalvelu Pirkko Kemppainen Oy, Ivalo
2021 Company acquisition, Crescendo AB, Nacka, Sweden
2021 Company acquisition, Lapin Tulostieto Oy, Tornio, Ylitornio, Kolari
2021 Company acquisition, Progredo AB, Östersund and Åre, Sweden
2021 Company acquisition, YOUnited Professionals, Nyköping, Sweden
2021 Company acquisition, BalanceTeam, Helsinki
2021 Company acquisition, ACTilit of Frivolous Oy, Espoo
2021 Company acquisition, Tilitoimisto Reijo Mäki Oy, Hämeenlinna
2021 Company acquisition, Avail Services SL, Barcelona, Spain
2021 Company acquisition, Suomenselän Tilitoimisto Oy, Ähtäri
2021 Talenom Oyj is among the best European companies in 
 the Great Place to Work survey in the large companies category.
2021 The company has operations in around 70 offices. 
 1,046 employees and 26 franchisees.

The timeline of this publication has been prepared based on the material provided by the 
headquarters. In addition to archive materials, the sources include numerous interviews, 
newspaper articles, and other material. We want to thank everyone for their excellent 
cooperation.

Most of the photographs found in this publication were taken by Anne Lius-Liimatainen 
and were found in Talenom’s own archives. The illustrations also include some marketing 
photographs purchased by Talenom. In addition, the photograph of Valkealinna on page 
22 was taken by Matti Poutvaara.
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