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The objectives of the study was to find out is there a demand for fee-based studies
offered by Saimaa University of Applied Sciences to Russian customers. Education
export is a growing phenomenon in Finland. It seems that education export activities
could become a profitable business for Finnish higher education institutions. This is a
worthwhile study because as yet there is extremely little practical research done relating
education export from Finland to Russia.

Data for this study was collected by using a qualitative method. The theoretical part of
the study defines service products, discusses Finnish education, legislation and
opportunities for exporting education, describes several education export practices in
Finland and worldwide as well as clarifies the Russian attitude to foreign educational
expertise. Information was gathered from literature, articles and internet sources.
Empirical part of the study was carried out by interviewing two groups of respondents —
corporate clients and individual customers.

The results of the study show that Finland has a reputation as a country with high
quality educational services. Finnish educational expertise is appreciated all over the
world and there is demand for it in Russia as well. Nevertheless, further research is
required as this study was done during an unstable political and economic situation
between Russia and the European Union and the current situation might change. The
outcomes of the research provided more transparent picture about how to design and
develop fee-based educational services to be offered in the target market. The general
objective of the study was achieved and the case organisation will derive benefits from
this research.
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1 Introduction

Nowadays education export is a growing phenomenon in Europe and the rest of the
world. Education export is among the priorities of Finnish Ministry of Education and
Culture. Therefore many higher education institutions of the country are interested in
implementing education export, particularly Saimaa University of Applied Sciences for

which this research is done.

The author of this study is positioned and motivated to research the topic of education
export focusing on relations between South-Eastern Finland and North-Western Russia
due to several reasons. First she has lived in Finland for several years but is originally
from St. Petersburg. Working in an international higher education institution of Finland,
the author is interested in developing beneficial relationships between these two
countries. Finally, education export is a relevant and challenging topic which provokes

an interest as it has not been researched thoroughly before.

This introduction chapter describes the background of the study in order to explain the
importance of education export at present time and ideas behind the purpose of the
research. The chapter also provides the objectives and delimitations of this study as
well as the research questions. The research method is explained widely in this chapter.

An overview of the whole study is outlined.

1.1 Background

Finland has a reputation as an ecologically favourable country with beautiful nature and
safe living conditions as well as being a country of high technologies. Moreover some
news about the acknowledgement of Finnish high quality education have appeared in
media in the recent decade. According to the National education export programme
‘Future Learning Finland’ (2013), Finnish teacher training is extremely valuable
internationally. In Finland teachers are seen as cornerstones of the society, having
always contributed to the general development of the society and welfare. Therefore,
their expertise and know-how are highly regarded. The Finnish teacher training system
is in the K-12 system which outlines an education requirement for students between

these grades. The Finnish vocational segment is of the highest quality in the world.

It seems that Finnish education expertise is appreciated all over the world. Furthermore

Finland, along with Iceland and Norway, is among the top of three countries in funding

higher educational institutions (HEI) from public sources (Cai & Kivistd 2011). In recent
5



years there have been many disputes about imposing tuition fees for non EU/EEA
citizens and also a trial period of tuition fee-based degree programmes was being
implemented during 2011-2014. Although the intention of future reforms in Finnish
education legislation is apparent, the timing for the change is still under debate.
Therefore, currently higher education institutions (HEIs) have to operate in existing

legislative forms in implementing their education export activities.

Recently the Finnish government enabled higher education institutions to implement
fee-based education that should have brought changes to the institutions’ legal forms.
Finnish HEIs now have more administrative and economic independence. Owing to
changing the legal status the authorities of higher educational institutions started to
think also about creating the fee-based educational programs focusing on short-term
studies. The money from the fees can be used by the institution itself, and would not
reduce basic state core funding. Collected fees may cover not only educational costs
but also generate a surplus for HEIs. Probably this experience may become a
significant financial resource for higher education institutions in the future; however, for
the beginning the main aim of collecting fees is to cover at least education costs by a

third party.

Education export is a part of the global service economy, and it is considered to be a
sector broadly combining different industries (Ministry of Education and Culture 2010, p.
3). The need of Finland to find new industries and opportunities for extra income is an
actual subject in the today’s economic situation. International interest to traditional
Finnish industries is decreasing under the unstable world economic situation and
relations, and there are worries in the country about how to cope with the
unemployment and increasing national debt. In particular, these worries motivate public
organisations to develop innovative ways of doing business and increasing income.

Export of education is seen one of the possibilities to recover volume of Finnish export.

Finland is a model country for education. The Finnish education system is known as
one of the best performing systems in the world. It has raised significant international
interest, making the export of the Finnish know-how in education a good business
opportunity. Exporting Finnish expertise and knowledge is a progression for the country.
It has a high potential. According to the Finnish export education strategy (2010) the
demand for Finnish expertise is constant but there has not been enough effort in
fulfilling this demand. According to Krista Kiuru, the Minister of Education, Finnish know-
how is of high quality and should be exported more. The country has invested much to
6



developing know-how, and it has not sold properly so far. Education export can bring

significant economic growth to Finland in future. (Helsingin Sanomat 2013a.)

Nowadays, the feature of free education makes Finland an attractive country to get a
degree compared with some other European countries. There are thousands of
applicants willing to apply to international degree programmes conducted in English,
among them are many Russians. During the last decade, Finland has greatly promoted
its high-quality higher education in Russia. Currently there are many Russian citizens
with a Finnish degree employed in Russia. Furthermore Russia is a strategic country for
Finland in export. Due to the shared border of the countries, implementing education

export may be easier and more cost efficient than with Asian or Far-East countries.

Although there are many education export practices done by higher education
institutions of Finland, concrete implementation strategies remain unclear so far.
Similarly there is a lack of information about the relative demand for this kind of learning
in the world, particularly in Russia. There are plenty of discussions and disputes on this
matter but empirical researches are needed.

Therefore this research is going to be done in order to investigate whether or not there
is a demand for fee-based educational programs, and if so, how might it contribute to

the particular organisation.

1.2 Objectives and Delimitations

The first aim of this study is to find out if there is a demand for fee-based studies offered
by the Finnish education provider, particularly Saimaa University of Applied Sciences, to
a Russian customer. The outcomes of this research should provide a more transparent
picture about how to design and develop fee-based educational services to be offered

on the target market. This is also the second objective of this study.

Education export is a growing phenomenon in Finland. It seems to be thought that the
commercial studies and imposing tuition fees could become profitable business for
Finnish higher education institutions. Although the intention of future reforms in Finnish

education legislation is apparent, concrete implementation strategies remain unclear.

This is a worthwhile study because as yet there are few practical researches done
relating education export from Finland to Russia. Similarly, there is lack of empirical

data about relative demand for fee-based educational services. Therefore the general



objective of this kind of study is to collect the data from potential customers and analyse

the results in such a way that the case company will derive benefit from the research.

There is a product selected for this research. It is new curriculum of Degree Programme
in International Business which will become effective in 2015-2016 academic year in
Saimaa University of Applied Sciences. The curriculum consists of mainly courses
requiring contact lessons as well as some fully virtual and partly virtual courses. This
study should help with conclusions about the necessity to develop more fully virtual

studies in order to use them with the purpose of education export and open studies.

The product was offered to two different target groups — a corporate customer and an
individual one, and the product was introduced for each group of respondents in a

different form.

The target market is Saint-Petersburg in North-Western Russia. Russia and particularly
St. Petershurg looks an attractive market to Finnish export from its closeness and big
market size. Also, there are few researches done on education export from Finland to
Russia, and paying capabilities of Russians in terms of importing education remain

unclear.

This study is structured in a way to provide with extensive reporting about education
exports and forms of its development. Each chapter serves as an instrument to
compose interview questions in that way to answer the research questions and finally

achieve the research objectives.

1.3 Research questions

The researcher defined the main research question as it provokes personal interest to
the topic. Sub-questions were deliberated during writing the theoretical part of this
study. According to Maxwell (1996, p. 51) research questions have to be precisely
framed to point to specific areas of theory, but not too focused to avoid tunnel vision.
Also Maxwell (1996, pp. 51-52) advices to avoid smuggling unexamined assumptions
into research guestions and to pose questions with enough conceptual and experiential

support.
The main research question that this study aims to provide an answer to is:

¢ What kind of demand there is for fee-based studies offered by Saimaa University

of Applied Sciences to Russian customers?”



In order to be able to answer the main research question and achieve the second
research objective, sub-questions were composed. Sub-questions are used to support
the main research question and the overall idea of the study. These questions are the

following:

1. Which group of respondents has more interest in the research product? (Is there
a possibility to attract a second group to the product?)

2. What is the attitude of both groups of respondents to fee-based studies and a
Finnish education provider? (Which group has more interest in it?)

3. What are common barriers for both groups of respondents to participate in the

fee-based studies offered by a Finnish education provider?

First two sub-questions assume comparative analysis of two groups of respondents.
Therefore accessory questions in the brackets were defined. However, the empirical
part of this research does not contain a traditional comparative analysis as both groups
of respondents are very different and the product can be sold in very different forms.
Third sub-question combines both groups of respondents to define the barriers

preventing the demand for education export.

1.4 Research method and Data collection

This research is qualitative in nature. The feature of qualitative approach to research is
its flexibility, providing a kind of structure that enables the uncovering of unexpected
results and the exploration of new ideas. A gualitative approach has been utilized in
order to keep open the possibilities of finding new paths throughout the research
process without the limitations of stringent concepts and theories developed early in the
research process. (Marshall 1995, Silverman 1993.) The qualitative research method
enables describing processes in identifiable contexts as well as allowing the
chronological flow of events and activities to be perceived. In a qualitative study, the
researcher is in contact with the real-life situation in the organisation. It is possible to
achieve an overview about the context and its logic, both explicit and implicit.
(Gummesson 1988, p. 76.)

Using a qualitative approach, data is usually collected in the form of words and people
are the main tools for acquiring the data. Perhaps interpreting and analysing this
gualitative data is the most difficult task in qualitative research (Ghauri 2004, p. 116).

Therefore in qualitative approach a researcher tries to fully understand the phenomenon
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and the respondents, and then makes generalisations from data collected from

respondents. This method was found for this research as the most suitable.

Data was collected both from secondary and primary sources. Secondary data was
collected mainly from articles and materials about education export, internet sources
and some theses exploring already implemented education export practices.
Exploration of the target market's attitude was made according to observations of
internet sources relating to the topic. Understanding service product was carried out
through reviewing literature on this term. All this information comprises the theory part of
this study. The theory part is not concentrating on literature review as the phenomenon
was not researched much before. There are no scientific sources relating education

export, educational services and the demand for them.

The empirical part includes analysing primary data collected from two groups of
respondents — corporate clients and individual customers. Corporate clients were
divided in two categories as companies and higher education institutions. A
questionnaire and an interview were the two qualitative instruments used for primary
data collection. The point of the interviews was to collect data from corporate clients,
and the questionnaire from individuals. Finally both instruments were used to find out
more information and details on how the educational service can be organised and

developed in case there is a demand for it.

Electronic questionnaire was chosen because it is low-cost and easy way of primary
data’s collection. It covers a large target group. It also allowed more efficient and
effective analysis of the collected data. Questionnaire was distributed through the

Webropol survey platform. Questionnaire’s questions were done in Russian.

Interviews were conducted by phone and email in the form of a questionnaire containing
many open questions. Interview questions were tailor-made for both groups of corporate
clients. All interviews were transcribed as this way of recording is the most comfortable
for the researcher. Pertinent information from the interviews was selected and listed in

the empirical part. The language of interviews was Russian.

Figure 1 describes logical network of each phase of this research.
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« Attidute to foreign expertise
* Opportunities

arke * Potential customers y

Figure 1. Stepwise research chain.

This figure demonstrates the step-by-step research process. It was drawn in the
beginning of the research and then additional phases were added to make the research

chain more complete and detailed.

1.3 Overview of the Thesis

This study is organised into 8 chapters, beginning with this introductory chapter. The
aim of this study resulted in a decision to organise the research in a practical framework
rather than a theoretical framework. Each chapter justifies the significance of

researching the phenomenon.

Chapter 1 outlines the research objectives of the study by presenting the main research
question along with 3 sub-questions. Delimitations of the study are highlighted in this

chapter as well. The chapter also provides with justification for a qualitative method that
11



is exploratory in nature. Furthermore, the chapter clarifies the specific research
instruments used, provides information on selected data sources and describes logical
network of each phase of the research.

Chapter 2 gives definitions of service products as it is principal to define the nature of
researching product. The research product is targeted to be exported therefore modes
of cross-border trade of services are described in the chapter. Moreover this chapter

defines education as an international service and the importance to invest in it.

Chapter 3 provides general information about Finnish education, legislation and the
opportunities for exporting education. There is information about the education system
and differences between Universities and Universities of Applied Sciences which both
develop the education export practices, and hold a key position in educational
exportation. This chapter described Finnish legislation and forms of education export.
Main strategic lines and measures of Finnish education export strategy are summarized
in this chapter as well as need of establishing partnership in implementing education

export activities.

Several education export practices done in Finland and rest of the world are told about
in chapter 4 to demonstrate demand for education export internationally as well as to

outline some implementation strategies.

Chapter 5 provides the overview of Russian attitude to foreign educational expertise
and striving for making significant efforts to make up for the loss in higher education

sector for further prosperity of the country.

The empirical part with the results of the research is given in the remaining chapters.
Research design is described in Chapter 6 in which the research product, the target
market, the target groups and used research instruments are defined. The process of
collecting the primary data is described there as well. Also the case company is

presented in the beginning of this chapter.

Chapter 7 provides findings from the groups of respondents and the outcomes expected
from each group. The answers to the research questions are given in the end of this

chapter.

The conclusions of the research and suggestions for possible topics for future research

on the education export phenomenon are outlined in Chapter 8.
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2 Service product

Nowadays many products are partly tangible and partly intangible and it is significant to
classify them as either goods or services. Service products are often not easy to identify
because they are mainly intangible but at the same time are bought and consumed.
However, customer participation is involved in services in an important way. Therefore it

is important to understand what service as a product means.

This chapter provides several definitions of services and how services are exported
across the borders. Education is defined as an international service as it is this research

product. Also, importance to invest in education is discussed in the chapter.

2.1 What is a service?

According to Rissanen (2006, p. 18) the term ‘services’ can be hard to define. The
definitions are usually short and condensed, but most are often described from the point

of view of service company.

Gronroos (1991, p. 49; 2007, p. 54) defines ‘services’ as:

“separately definable intangible acts that, when marketed to consumer or

company, fulfil needs which are not necessarily related to sales of a product or

another service.”

- “something that can be bought and sold, but is impossible to drop on your toes.”

- “aprocess consisting of a series of more or less intangible activities that
normally, but not necessarily always, takes place in interactions between the
customer and service provider, which are provided as solutions to customer
problems.”

- “an activity or series of activities of more or less intangible nature than normally,

but not necessarily, take place in interactions between the customer and service

employees and/or physical resources or goods and/or systems of the service

provider, that are provided as solutions to the problems of customers”.

Kotler & Armstrong (1999, p. 13) argue in their book that: “A service is any activity or
benefit that one party can give to another that is essentially intangible and does not
result in the ownership of anything. Its production may or may not be tied to a physical

product”.
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It seems that services are defined as products sold to a customer by a services provider

and the main characteristic of services is its intangibility.

In spite of the fact that there is no precise definition of ‘service’ Gronroos (2000, p. 47)
defines the following three main characteristics that can be identified in all kinds of

services:

e Services are processes which consist of activities or series of activities rather
than things.

e Services are to some extent produced and consumed simultaneously.

e A customer somewhat participates in the service production process at least to

some extent.

There are also other ways to determine what a service is by separating it from physical
goods. Generally services themselves differ by being intangible and heterogeneous.
The services’ ownership is usually not transferred. (Gronroos 2000, p. 47.) According to
Lamsa and Uusitalo (2012, p. 19) any service is unigue. It cannot be stored, returned or
sold again as a physical good. It is important to understand that the consumption of
services is a process consumption rather than outcome consumption. When a customer
consumes a physical good, he/she makes use of it. So in this way a customer
consumes the outcome of the production process. In consuming services the customer
perceives the process of producing the service to some extent as well as taking part in
the process. The process leads to the outcome for the customer and therefore
consumption of the service process is a critical part of the whole service experience.
(Grénroos 2000, p. 50.)

Table 1 demonstrates functional differences between services and physical goods.

Functional characteristics  Physical goods Service

Unit definition precise general

Ability to measure objective subjective

Key process manufacturing delivery (buyer-seller

interactions)

Distribution separate from same as production
manufacturer

Personal selling tangible intangible

Flexibility of provider limited broad

14



Time intervals of producer months to year same day

Table 1. Functional differences between services and physical goods (Gronroos 1982).

Therefore it can be said that a service is built up around an immaterial core which can
be viewed as an abstract idea. A service is an activity related to the production and
consumption processes which are often simultaneous. According to these
characteristics the customer relation of the provider of the service becomes very broad
in general. The customer encounters and is influenced by a wide range of human and
other resources which are part of the production process of the service company. In this
broad customer relation, interactions emerge between the customer and the various
resources of the service company with which he becomes involved. These interactions

can be called buyer-seller interactions. (Grénroos 1979.)

2.2 Exporting services across the borders

So far as a service product is defined it is significant to define the modes of supplying
services to know how to carry out business transactions in services in cross-border

trade.

The General Agreement on Trade in Services (GATS) Agreement covers four (4)
modes of supply for the delivery of services in cross-border trade (World Trade
Organization 2015):

1. Cross-border supply.
This standard is familiar to trade in goods where physical interaction of a buyer and a

seller is not required (e.g. banking or architectural services transmitted via

telecommunications or mail);
2. Consumption abroad
This standard refers to situations where a service consumer (e.g. tourists or patients)
moves into another Member’s territory to obtain a service;
3. Commercial presence
This standard implies that a service supplier of one Member establishes a territorial

presence in another Member’s territory to provide a service (e.g. domestic subsidiaries

of foreign insurance companies or hotel chains);

15



4. Presence of natural persons

This standard consists of persons of one Member entering the territory of another
Member to supply a service (e.g. accountants, doctors or teachers).

It is significant to note that in first two modes a service supplier is not present within the
territory of the Member while in third and fourth modes a service provider is present

within the territory of the Member.

Education export may potentially lie under each of these modes. Second mode has
been the most traditional way to sell educational services. It covers a situation where a
student goes to study abroad. Under first mode services are supplied in a territory
without the presence of the supplier. Distant form of international education falls under
this mode. Third mode covers the establishment of foreign campuses. And fourth mode

reflects teacher exchanges, for instance. (Lim & Saner 2011.)

Reif et al. (1997, p. 5) categorized services export and defined the most typical ways of

selling services across the borders as:

¢ International consulting

This way is termed transient service export occurring when a company or a person from

one country provides a service for a foreign customer on a short-term basis.

e Direct exporting

It occurs when the value of a service is embedded in the tangible products associated
with this service (e.g. software, books and pharmaceuticals).

e Telematic trading

This way involved means of telecommunication (e.g. telephone, electronic mail,

Internet)

¢ Royalties and licensing agreements

The fees for these agreements include the payments for the use of patent technologies,

copyrights, trademarks, franchises and other intangible rights.

e Franchising

It is a specific way of rights sale to use a brand name, trademark and a company’s

expertise.
16



e Providing services

Services provided for foreign visitor are performed and completed in an exporting

country (e.g. tourism industry, education, health care).

2.3 Education as an international service

Education is a form of service which is widely sold internationally. Providing a proper
definition of education is complicated because there is not a clear consensus about
what is important about being and becoming educated. Generally education is the
delivery of knowledge, skills, and information from teachers to students. Education is
very important because for many people education gives better career opportunities and
job prospects, for others education is quality of citizenship but others just want literacy,

critical thinking and creativity. (Berg 2012.)

According to Business Dictionary (2015) education is defined as the ‘wealth of
knowledge acquired by an individual after studying particular subject matters or
experiencing life lessons that provide an understanding of something. Education
requires instruction of some sort from an individual or composed literature. The most
common forms of education result from years of schooling that incorporates studies of a

variety of subjects.

Another author states that educational and training services include not only public and
private schools, colleges and universities whose main aim is education, but also the
expenditure by governments to make provision for formal instructions and teach modern
techniques in both manufacturing and services (Reif et al. 1997, pp. 3-14). Educational
services include public and private educational institutions as well as an access to

libraries and exchange programmes (Reif et al. 1997, p. 8).

In an international perspective education is one of the instruments to improve economic
and social prosperity of the country in order to be globally competitive. Therefore

exportation of education becomes more significant worldwide.

According to Bannel and Pearce (2003), the value of education exports for some
developed industrial economies has grown exponentially. During the last decade
education institutions as well as state authorities have increasingly recognised
enormous potential of overseas markets for a range of education and training services.
Many English speaking countries benefit greatly from exporting education. Education

export is not well developed in Scandinavian countries yet compared with English
17



speaking ones, but they are actively on the path leading to education export

development.

Education is a significant economic generator. Therefore it is significant to invest in
education for any country. The president of the World Bank, James D. Wolfensohn said
— “All agree that the single most important key to development and to poverty alleviation
Is education” (The World Bank 2011).

2.4 Importance to invest in education

Education opens doors and empowers. For people, education opens up a world of
opportunities, reduces the burden of poverty and disease, as well as gives greater voice
in society. For nations, education opens doors to economic and social prosperity,
spurred by a dynamic workforce and well-informed citizenry able to cooperate and
compete globally. (The World Bank 2011, p. 1.)

Education is a powerful lever for poverty reduction and economic growth. Therefore it is
significant to invest in education. (The World Bank 2011, p. 2.)

The article published by the World Bank (2011) gives clear reasons why it is significant
to invest in education. First, education gives empowerment to people so they are able to
take charge of their lives and make informed choices, as well as giving voice to the
disadvantaged which is crucial to constructing democratic societies. Education also
encourages equity and social cohesion. An additional year of schooling is also said to
increase possible income by about 10 percent on average (and by much more in low-
income countries). There is no country that has ever achieved economic growth without
reaching a critical threshold of about 40 percent in the adult literacy rate. Education
builds a globally competitive economy by helping countries to develop a skilled,
productive labour force and to create, apply, and spread new ideas and technologies in
creating awareness for better health practices. Education promotes good health by
encouraging children to practice healthy behaviours and avoid risky ones. Finally
educating girls is a top-ranked social investment. Female education invariably increases
women’s productivity and participation in the work force. (The World Bank 2011, pp. 2-
3)

This chapter defined what a service product means and how it is distinguished from a
physical product. In order to know how to carry out business transactions in services in

cross-border trade the chapter describes the modes of supplying services. This study
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concentrates on educational services. Therefore meaning of education in general was
defined in the context of international service because the aim of this study is exporting
educational services to the target market. Next chapter describes the meaning of

educational services and the existing kinds found in Finland.

3 Education export in Finland

This chapter begins by explaining what education export means in Finland and
worldwide. Then the chapter briefly tells about the Finnish education system and
differences between kinds of higher education institutions as they are main actors in
implementing education export. The need of education export especially in South
Karelia area is explained in this chapter, as well as the strong link between education
and economic growth of the country. This chapter describes education export strategy,

the characteristics of the Finnish education and discusses the motives for its export.

3.1 What is education export?

Education export means exporting educational services. The World Trade Organisation
(WTO) divides educational services in 5 categories: (1) basic education, (2) secondary
education, (3) higher education and vocational education, (4) adult education as well as
(5) other educational services. Supporting education in different forms of training
programs are included to 5™ category, for example exchange programs. Education
export narrowly refers to only first 4 categories, i.e. traditional export of educational
services, while many fields of education like consulting or technological solutions of

training and learning are ignored. (Suomen koulutuvientistrategia 2010, p. 7.)

In general the concept of education export is understood differently in many countries.
For example in English speaking countries like Australia, USA, Canada and the United
Kingdom, education export basically means recruiting foreign students to study in their
higher education institutions and pay tuition fees. In Finland education export means
exporting any kind of education conducted in the country or abroad. These kinds of
education can be continuing education, short- and long-term study courses, teaching
methods and any other educational expertise. Exporting degree studies is restricted by
Finnish legislation thus far. (Immaisi 2014, p. 11.) Therefore, export of education
expertise is the more accurate term for Finnish education export as it describes the

nature of the Finnish education export business (Juntunen 2014).
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‘Export’ refers to the concept that business customers are located abroad. These
business customers can be individuals, representatives or organisations of private or
public sectors. It is not necessarily that education itself takes place abroad. It can be
conducted either in Finland or another country, but the customer is a foreign business
customer. Conducting an education export project in Finland is considered to be extra
income for Finland from an economical point of view as a foreign customer makes
expenditures in the country during his/her stay. For example in the United Kingdom this
kind of expenditure is indicated as a quarter more than revenue from tuition fees alone.

(Suomen koulutuvientistrategia 2010, p. 7.)

3.2 Finnish education system

One of the basic principles of Finnish education is that all people must have equal
access to high-quality education and training. The key words in Finnish education policy
are quality, efficiency, equity and internationalization. Decisions on the contents of
legislation on education and research are made by the Parliament based on the
government proposals. Ministry of Education and Culture is the highest education
authority in Finland developing and implementing the educational policy and

international cooperation. (Ministry of Education and Culture 2014a.)

In Finland everyone has a right to free basic education, including necessary equipment
and text books, school transportation and meals. Post-compulsory education is also
free: there are no tuition fees in general and vocational upper secondary education, in
universities of applied sciences or in universities. Education is primarily co-financed by

the Government and local authorities. (Ministry of Education and Culture 2014a.)

Finland has good education system, unique and attractive worldwide. According to PISA
member states (OCDE 2010) Finnish education system is one of the best ones in the

world. It is composed of (Ministry of Education and Culture 2014b):

e comprehensive school;

e upper secondary education, comprising general education and vocational
education and training;

e higher education, provided by universities and universities of applied sciences

(also known as polytechnics).
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Adult education is provided at all levels of education. The Finnish education system is
outlined in Figure 2. The figure demonstrates all levels of education in detail with age

frames and requirements to pass on next level.
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Figure 2. Education system of Finland (Ministry of Education and Culture 2015).

3.2.1 Universities and Universities of applied sciences

Higher education sector in Finland is represented by two higher education institutions
(HEI), traditional universities and universities of applied sciences. Both sectors have

their own profiles.

The mission of universities is to conduct scientific research and provide undergraduate

and postgraduate education based on it. Universities provide higher education based on

research mainly, and educate students to serve their country and humanity. In carrying
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out this mission, universities must interact with the surrounding society and strengthen
the impact of research findings and artistic activities on societies. Since 1 January 2010
all universities are independent corporations under public law or foundations under
private law. Their operations are built on the freedom of education and research and
university autonomy. Universities confer Bachelor's and Master's degrees, and
Postgraduate Licentiate and Doctoral degrees. There are 14 universities in the Ministry
of Education and Culture sector for 2014; two of them are foundation universities and

the rest are public ones. (Ministry of Education and Culture 2014c.)

Universities of Applied Sciences (UAS) are practically oriented higher education
institutions which train professionals in response to labour market needs, and conduct
R&D which support instruction and promote regional development in particular. All UAS
are multidisciplinary regional institutions focusing on contacts with working life and on
regional development. UAS confer Bachelor's and Master's degrees. Universities of
Applied Sciences are municipal or private institutions, which are authorized by the
government. The authorization determines their educational mission, fields of education,
student numbers and location, but they have autonomy in their internal affairs. The
government and local authorities share the cost of UAS. Government allocates
resources in the form of core funding, which is based on unit costs per student, project
funding and performance-based funding. UAS also has external sources of funding as
well as they are encouraged to improve their results through performance-based
funding. Figure 3 shows Polytechnics’ core funding from 2014. (Ministry of Education
and Culture 2014d.)
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Polytechnics core funding from 2014

Regional impact and links with
business and industry Quality and internationalisation

Polytechnic Bachelor’s degrees 46 %
Number of students who have gained more that 55 study credits 24 %
Number of employed graduates 3 %

Study credits in open polytechnic, in Student feedback 3 %
non-degree programmes and in
immigrants' preparatory education 4 %

Education
85 %

Internationalisation in education 3 %
Degrees in vocational teacher training - Student mobility to and from Finland 34
2% - Degrees awarded to foreign nationals %4

Extent of activities

External R&D-funding 8 %

Polytechnic Master’s degrees 4 %

R&D
15 %

Publications, public artistic and design il
activities, au'diovisual material and ICT U R e e
software 2 %

Project funding

Strategic
develop-
ment

Figure 3. Polytechnic core funding from 2014 (Ministry of Education and Culture 2013).

Both HEIs are developing the education export practices and they held a key position in
educational exportation. HEIs are encouraged to be active and assume a major role as
education export operators and become engines of education exportation (Ministry of
Education and Culture 2010, p.13). Education export activities of higher education
institutions of Finland are significant for Finland as along many years a link between
education and economic growth has been widely studied. Therefore investments in
education have positive effects as it helps individuals and nations to develop
themselves further. (OECD 2012.) According to Barro (1996) and Hanushek &
Wdodssman (2010) education and especially education quality are contributors to

economic growth.

3.3 Tuition fees and made-to-order education

According to Ministry of Education and Culture of Finland (2010) and the country’s
legislation, Finnish education is free at all levels from pre-primary to higher education.

Adult education is the only form of education that may require payment.

Finland is one of the European countries having free education along with Norway and

Iceland. The majority of Norwegian state universities and colleges normally have no

tuition fees and financed with taxpayers’ money; so foreign students along with native
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students can get a degree free of charge. There is just a very small fee per semester
(about 50-100 US dollars), but it is nothing comparing with tuition fee rates worldwide.
(EasyUni 2014.) All other Scandinavian countries recently started to charge tuition fees

from international students from outside the EU/EEA.

Concerning educational exportation, Finnish higher educational institutions are faced
with challenges to implement education export practices because of legislation and
limitation to collect payment for educational services. According to Ministry of Education
and Culture (2010, p.3) the challenge of Finland consists of a relatively small amount of
resources as well as legislation being an obstacle that sets certain restrictions on the

education export activities run by higher education institutions.

Therefore, in 2008 the Government of Finland submitted an amendment to the
Universities and Polytechnics Acts to give them a right to organise so called made-to-
order education for students outside the EU/EEA. In turn, this kind of education can be
arranged for a group like a company, a foundation, a state, an association or a
municipality, but not for an individual student. It means that the education can be
purchased by a legal person under private or public law, such as a limited company for
instance. It is expected that made-to-order model helps to entry into the international
education market, particularly in the Far East and Central Asia. Transnational education
activities are also considered an important tool to increase networking with other
developing HEIs worldwide. (Ministry of Education and Culture 2007.) This amendment
facilitates implementation education exports and results a new source of income for
higher education institutions of Finland. Many European countries are already

implementing made-to-order education.

According to the strategy for internationalisation of higher education institutions in
Finland 2009-2015, new tools for the internationalisation of HEIs are made-to-order
education leading to a qualification and fee-based Master's degree programmes for
students from outside the EU/EEA (Ministry of Education and Culture 2009, p. 23).

Since 2010 higher education institutions were allowed to pilot tuition fees for the
purpose of enhancing the internationalisation of the institutions and create new
opportunities for international actions. The fees could be charged only from international
students outside the EU/EEA admitted to the Master's degree programmes given in a
foreign language. HEIs can independently determine amount of the fees. It was a trial
period which was over in the end of 2014. The Ministry of Education and Culture

assigned a committee to monitor and evaluate the trial. The aim of monitoring was ‘to
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find out the effects of the transition of fee-charging study programmes on the
internationalisation of HEIs, on the attractiveness of Finnish higher education, on
student mobility and on the quality of foreign language higher education. There were
also several fee-based bachelor's degree programmes in the HEIls of the capital region
of Finland. (Ministry of Education and Culture 2014f.)

In autumn 2014 the government was planning to introduce tuition fees for higher
education students coming from outside the EEA starting in 2016. According to the
government’s proposal, amount of minimum tuition fees was 4000 euros per academic
year. This is a half of full costs for education of one student per year. A number of
higher education institutions supported the implementation of tuition fees, but wished to
keep the government to collect and determine the tuition amount themselves. Some
HEIs opposed this proposal. (Yle Uutiset 2014a.) However in December 2014 the
government has abandoned plans to introduce tuition fees which were initially promoted
by some higher education institutions as well as the Federal of Finnish Enterprises and
the Confederation of Finnish Industries. Student and lecturer unions opposed this plan.
According to comments of Carl Haglung, Swedish People’s Party leader and Defence
Minister, The Swedish model showed that tuition fees do not work and education export
can be promoted by other ways. Haglund said Finland needs international students and
the problem is their unemployment after graduation, charging tuition fees won’t solve
the problem. Under half of all foreign students which studies in Finnish HEIs are working
in the country within a year after graduation. (Yle Uutiset 2014b.) Currently there are
around 20 000 international students studying at Finnish HEIs. Every year they
contribute about 170 million euros to the Finnish economy each year. And Ministry of

Education wants to increase this number to 60 000. (Yle Uutiset 2014c.)

3.4 Open Studies

Currently Open Studies (Open Polytechnic/Open University) is the only a way of

collecting fees from individuals according to Finnish legislation.

Basically, Open University education started in Finland as a small-scale regional activity

in the beginning of the 1970s, the mission of which was to provide courses for university

students and young matriculated students during the summer, but at the same time the

teaching was open to others as well. Later in the 1990s, Open University education was

expanded because of the extra resources that were aimed at it in order to reduce youth

unemployment. Then the ideology of Open University was changed. Now the Finnish
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Open University is a complex network-like organisation. Open Studies exist in

Universities and Universities of Applied Sciences. (Halttunen 2006.)

At the Open Studies a student can update or complete his/her skills, acquire knowledge
and skills in new fields, get acquainted with studies at UAS as well as simply study for
fun to expand general knowledge. Studying at the Open Studies does not automatically
lead to a degree, but if a student later applies to study on a UAS degree programme in
the same field the credits completed at the Open Studies will be transferred. (Saimaa
UAS 2015a.)

There are small tuition fees collected from students. The tuition fee is 10 euro per 1
ECTS basically. For those who wish to study several courses there is a term and an
annual study pass with which one student can take as many courses as possible in the
Open Studies during the validity period. The cost of study pass varies among the HEI.
In Saimaa UAS, one term study pass is 90 euro, annual study pass is 150 euro in 2015
(Saimaa UAS 2015a). In frames of Open Studies, HEI charges very small tuition fees
from a student and the rest of funding is received from the state. The studies taken in

Open Polytechnics consist of 4 percent of core funding (Figure 3).

The form of the Open Studies concerns education export in some measure. Basically
there are not big obstacles to study in the Open Polytechnic as there are small tuition
fees, equal rights for students of Open UAS and degree students, same possibilities to
live in student dormitories as well as there are not entrance examinations to enter the
Open Studies. However the biggest obstacle for international students from outside
EU/EEA is a necessity to have a visa or a residence permit during a study period.
Nevertheless there are many international students (local and foreign citizens) studying
in the Open Studies of Saimaa UAS with the aim to continue the studies in the UAS’
degree programmes. Among them there are many Russians as they have a possibility
to get a multi-visa and to be in Finland 90 days per half a year. Therefore the Open
Studies are considered as a one more form to develop education export with the target

customer.

3.5 Legislation brakes education export

In spite of the fact that government has abandoned plans to introduce tuition fees from
2016, new reforms in legislation will be apparent in the future as numerous higher

education institutions and organisations support this initiative.
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Petri Raivo, Rector of Karelia University of Applied Sciences, believes that the
legislation brakes education export. According to Raivo’s calculations, Finland lost 47
million euros for 8000 non EU/EEA area students in 2012, taking into account the tuition
fees per one student at 6000 euro. Raivo assumes that lack of tuition fees does not
influence quality. There is much fee-based higher education in the world and there, the
quality of education effects the price. It does not matter if it is free or fee-based
education in Finland, there will be an interest in it among foreigners because of the
relatively high quality and good education system. Furthermore, the required 3 years of
work experience to apply for master’'s degree programmes in Universities of Applied

Sciences is also an obstacle to recruit more students. (Siikanen 2014a, pp.16-17.)

According to Riina Siikanen (2014b, pp.18-19), project designer of Karelia UAS, the
legislative obstacles make Finland less attractive for foreigners than the United
Kingdom, for instance. United Kingdom and Australia have removed legislative barriers
for education export and now they are acting in increasing the volume of foreign

students.

Therefore, in the case of Finland, higher education institutions have to team up into
clusters to strengthen their efforts on export. The biggest educational cluster is Future
Learning Finland which was established by the Finnish governmental organisation
Finpro. Future Learning Finland defines forms of education export in the frames of

which Finnish education export providers can operate (Future Learning Finland 2015):

e Providing physical and virtual solutions for learning environment,
e Training for pedagogical personnel,
e Corporate vocational training,

e Educational clusters and common study programmes with foreign universities.

If the government of Finland would reduce obstacles for exporting education, more

forms of education export would appear and existing ones would be developed.

3.6 Finnish education export strategy

Education commerce is a growing business providing many opportunities for Finland
and particularly higher education institutions (Ministry of Education and Culture 2010, p.
3). Therefore, education export is a significant step for Finland to become more

internationally recognized and valuable.
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In 2010 Ministry of Education and Culture issued a publication related to Finnish

education export strategy. In order to finalize the aim of Finnish education export and

activities for the strategy’s implementation, main strategic lines and measures are

summarized in this study (Ministry of Education and Culture 2010, pp. 6-13):

1.

Strong education system of Finland and its continuous development enable
successful exportation of Finnish educational know-how.

This know-how will form a Finnish export cluster in the future. Forming this
cluster is increasingly important part of industrial and service products which
finally will contribute to development of other export sectors.

A cluster will speed up education exportation and facilitate developing solutions
to meet the customer needs.

Networking and cooperation of Finnish educational exporters is required to bring
added value and offer versatile solutions instead of single products and services.
In the beginning of education exportation it is necessary to define a goal and
targets for financing.

Success in the international market entails careful productisation, an important
precondition for international marketing. More knowledge and resources for it are
needed for Finnish educational exporters.

Finland has a reputation of a country with high quality products and services. A
quality certificate or a similar documentation attesting to quality work are
significant for operation in the international market.

Main educational exporters are higher education institutions. The amendments to
the legislation relating made-to-order education and tuition fees’ trial period
enable them to implement education exports more flexibly. HEIs are encouraged

to be active and innovative.

In summary, the implementation of Finnish education export strategy includes

networking, productisation, quality, marketing development, educational export cluster

and higher education institutions as exporters. The education export strategy justifies

the aim of education export for Finland - to increase the export of its education and

knowledge and finally become one of the world’s leading education-based economies

that relies on the high quality of its education system. (Ministry of Education and Culture
2010, pp. 3-4.)

Table 2 describes SWOT analysis of Finnish education export.
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INTERNAL

POSITIVE

STRENGTHS

Recognized worldwide good
reputation and high quality of
Finnish education and know-
how as well as valuable
expertise and skills of Finnish
teachers according to PISA
and other rankings
Competitiveness of Finnish
education system

Different forms of education
conducted in English in HEIs
Shared mission of HEIs in
education export

EXTERNAL OPPORTUNITIES

e Global education market

e Investments to higher

education development in

many countries,
particularly in the target
market

e Fee-based education in
Finnish HEIs

e Wide range of educational
services and facilities for
students

e Support services for
international students

e Innovative environment of

Finland

NEGATIVE

WEAKNESSES

Lack of implementation skills in
education export
Limitations of legislation for
education export

Incoherence of national forms of
financial support

Small number of players and
experts in education export
Difficulty to

remove from

national strategy of
implementation to international
ones
Less attractiveness of

Scandinavian countries

THREATS

Severe competition
Challenges of co-operation
between HEI

Risk of failed education export
projects -> harm reputation of
Finnish educational services
Lack of quality management in

education export

Table 2. SWOT analysis of Education export (Suomen koulutuvientistrategia 2010).
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Main strengths of Finland in education export are the competitive education system and
a good reputation internationally. Main opportunities for Finland in education export are
growing and globalising education market deriving big investments for developing
education and education systems; wide range of education and good services and
facilities for international students conducted in English; and finally recent amendments
towards current legislation to make education export more flexible to implement.
(Ministry of Education and Culture 2010, pp. 14-15.)

3.7 Need of co-operation in education export between South-Karelia higher

education institutions

Generally, education institutions do not have enough business skills and motivation to
implement risky projects. Finns are used to develop educational services using public
resources and funds having no big risks. However, now education institutions tend to
develop effectively the educational services in order to sell them on an international
market. Many higher education institutions have already developed the education export
strategies and have some practices implemented. Nevertheless, some of institutions do
not have any strategy yet, because of the lack of experience. Indeed, there are many
challenges faced by HEIs. The key development challenges in education export relate
to implementation, financing, sales and marketing. There is a lack of Finnish experts,
who when faced with these kinds of practices and are able to implement educational
services abroad. Still, some institutions implement education export and other activities
in the frames of one department because of the lack of financing. Strategy for marketing
and sales should be well thought-out to attract potential customers that might be scared

off by high price of offered services. (Korhonen et al. 2014.)

According to these arguments, the education institutions of South-Eastern Finland
started to build education export cooperation and networking. In partner relations, the
companies can decentralize risks, facilitate bureaucracy, divide resources and achieve
better competences. (Lahtinen 2010.) There is no sense to rival with each other on
international market at the beginning of prospective activity, which can generate surplus
for Finnish education institutions. The common efforts are needed to push ahead
Finland in education export to succeed in the world. Indeed, failure of projects or
disadvantages of non-quality implementation can harm reputation of Finnish educational
services and deteriorate conditions to expand this kind of activity on the market.
(Korhonen et al. 2014.)
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Nowadays internationalisation and globalization are actual phenomenon and there is a
huge demand for international education worldwide. Therefore, the amount of
international students in Finland has increased rapidly last years. Promotion of
internationalisation in Finnish higher education institutions influenced that. Furthermore
the government of Finland encourages internationalisation of HEIs. Education export is
one of the ways to increase internationalisation. The Finnish education system has an
excellent reputation and it can be exploited for exporting abroad. There are legislative
obstacles to implement education export in full measure like other countries do.
However there are several ways to run education export. Interesting examples of

already implemented education export practices are told in next chapter.

4 Education export practices

This chapter provides with some education export experiences in Finland and worldwide
to show existing demand for education export activities at present. First of all, the
information collected in the chapter gives a glance at how active Finnish higher
education institutions are in exporting education and how successful education export
projects can be. There are some detailed examples of education export program
implementation to catch the ideas for further development of the research product in
case of demand for it. Moreover there is some general information about education
export progress in other countries and Finnish programs promoting education export

worldwide.

4.1 Education export practices in Finland

Finland aims to education export actively and there are already many successful
practices. Here there are described some examples of already completed projects as

well as those which just started recently.

4.1.1 Haaga-Helia University of Applied Sciences

Haaga-Helia University of Applied Sciences established a focus on an education export
subsidiary called Haaga-Helia Global Education Services in 2011. The subsidiary’s
purpose is to commercialize Haaga-Helia’'s competences and sell them globally. The
strategic goal of Haaga-Helia UAS is to be an international higher education institution.

The subsidiary helps local schools and organisations to develop their local education
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system further. Also it aims to create international growth and competences for
companies, offer the best high-quality solutions and services of education and provides
a motivating and forward moving environment for personnel. Haaga-Helia co-operates

with Malaysia, Peru, Chile, Oman and other states. (Haaga-Helia 2014a.)

In 2010 Haaga-Helia founded a study program called Leadership Excellence in
Education together with the Finnish Education & Training Group, EduCluster Finland
Ltd, and Saudi Technical and Vocational Training Corporate (TVTC). The program was
aimed at Saudi-Arabian high level educational leaders, like assistant deans, directors
and vice governors. There were 64 male participants. The program was implemented
during one month divided in two intensive periods lasting 2 weeks. One week was
conducted in Helsinki and a second one in Haaga-Helia in Jyvéaskyla. The program
comprised approximately 60 hours workload for the participants. The topic was called
‘The Secrets of the Finnish Success - Excellence in Educational Management’ which
included Finnish competitiveness, leadership tools, supervision, business and working
life, entrepreneurship and working with business from different industries. The study
methods were lectures, workshops, team works, individual learning and company visits
(Nokia Siemens Networks, Wartsila, Metropolia UAS). All practicalities were divided
equally between Haaga-Helia and EduCluster, but the contract was concluded only
between Haaga-Helia and TVTC. The payment was fulfilled in two stages: 75 percent in

the beginning and 25 percent after implementation of the program. (Huovinen 2011.)

One more of Haaga-Helia’'s experiences in education export is a pilot program
organised by Haaga-Helia’'s School of Vocational Teacher education and Swedish
partner MKFC Stockholm Folkhdgskola running from January 2010 to March 2011. This
training was aimed at students with educational background in order to work as a
teacher after the program’s completion. There were seven participants recruited with the
help of Haaga-Helia’'s Swedish partner university. The program included four
competence areas: introduction to pedagogy, counselling and teaching studies,
community and networking studies, and R&D studies. In addition the learning was
supported by two customised development plans - a personal and a team plan. The
study methods were personal and team counselling via Skype, Connect Pro and WizIQ,
assignments, email consulting, feedback, peer discussions in a shared blog. The two-
hour counselling meetings were conducted twice a week. The program’s workload was
60 ECTS. (Huovinen 2011.)
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Recently Haaga-Helia signed a Memorandum of Understanding with the Bahrain
Ministry of Culture and the Bahrain Polytechnic to initiate collaborative activities in
developing and improving hospitality and tourism education in Bahrain and to
collaborate on projects related to the country’s further development of its tourism
industry (Haaga-Helia 2014b).

4.1.2 Lahti University of Applied Sciences

Lahti University of Applied Sciences (LUAS) is one of the largest and multidisciplinary
higher education institutions in Southern Finland. In 2010 LUAS implemented a pilot
project in the field of business administration called ‘Focus on Finland’. The project’s
aim was to increase internationalisation of LUAS by offering an educational program to
Indian students from Manav Rachna International University (MRIU). MRIU’s motivation
to this project was to give their students an opportunity to get familiar with new culture
and European trading methods through this exchange. (Sevostjanov 2011.)

‘Focus on Finland’ program last about 3 months or 1 period in Lahti University of
Applied Sciences. It consisted of four courses chosen according to MRIU’s preferences:
Strategic management (3 ECTS), Responsible business (5 ECTS), Basic of
internationalisation (3 ECTS), and Project works in Finnish enterprises. In the last
course all students were divided in four teams. They made a project work in four
enterprises in the fields of planning, furnishing, timber and technology. The aim of these
courses was to learn trading methods of Northern countries and the European way of
business thinking. The aim of the project work was to be integrated into real working life.
(Sevostjanov 2011.)

Nine second year master’s students participated in the program. All of them had
bachelor’s degrees of business administration. The aim was to get a group of students
which are competent in business cooperation. One tutor teacher arrived together with
the group of students. (Sevostjanov 2011.)

In the beginning of the project an information package was sent to MRIU. The package
consisted of a guide about Finland which contained information about cultural aspects
of Finland and being Finnish as well as information about Lahti and LUAS. In addition
Lahti’s restaurant guide, Kick-off day’s program, arriving instructions and the contacts of
three tutors were sent. The students arrived in October 2010 and returned to India in
December 2010. According to the MRIU’s wishes this exchange program was all-

inclusive, including meals, accommodation, transfers, tutoring, orientation with culture
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and practical issues. Every student was provided with a meal card with a sufficient
amount of money for everyday eating in LUAS’ restaurants for the whole duration of the
program. In addition the students got enough cash every two weeks for buying food.
The students were accommodated in three private apartments. In order to collect the
students’ feedback about the program’s implementation and their knowledge about
Finland and the program’s content, two personal interviews in English were done via

Webropol. (Sevostjanov 2011.)

4.1.3 University of Eastern Finland

In University of Eastern Finland there is a Centre for Training and Development
‘Aducate’. The Centre strengthens the regional competitiveness and expertise base of
eastern Finland by engaging in close cooperation with public organisations and private
companies. It carries out education and development projects and provides export
services supporting the university’s societal mission. (University of Eastern Finland
2014.)

In 2012 a group of Chinese health care managers arrived to University of Eastern
Finland to study Finnish health care management to become familiar with the country’s
health care system. Aducate was responsible for education and visit coordination. First
group was 20 doctors and nurses from Shanghai Pudong’s different hospitals. Second
group of 25 people arrived in June 2013. The program was being conducted in the
University during 2 weeks. The study methods were lectures, team discussions on core
problems of management, theoretical studies, analysing research results as well as
visits in the University’s hospital and different departments of Health care centres. In
addition the participants got acquainted with University Pharmacy (Yliopistoapteekki),
Unit of Nursing Education, Well-being kiosk project (Hyvinvointikioski-hanke) and Public
Health Centre of Northern Karelia (Pohjois-Karjalan Kansanterveyden keskus).
(Olkkonen 2014.)

Some essential tips relating education export activity generated by University of Eastern

Finland are shown in Table 3.

PLANNING IMPLEMENTATION
e Offer education service/program to e Be ready to take care for a group
a customer even it is not of customers 24 hours
completed e Clarify what a city where a
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Offer

package

comprehensive  service
Reserve enough time to make the
contract, e.g. it is not rational to
book the trip if the contract is not
concluded yet

Reserve minimum 2 months for
preparations

Ask a customer’s wishes about a
program’s content and free time
activities

Get a customer’'s approval of a
program’s draft

Pay attention to possible public

holidays and so on

CULTURE

Get familiar with culture and
national traditions of a customers
and how it can influence on a
program’s implementation

Clarify food preferences of habits
of a group of customers

Prepare small gifts

Be open and unprejudiced
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program is conducted can offer
Prepare all materials translated
into a customer’s native language
or English and take translation
expenses into account

Ask managing persons to welcome
a group of customers and get them
familiar with management in the
beginning
Reserve enough time for all
discussions if a translator is used
in a project

Book

everyday activities and make it

permanent room  for
enjoyable

Prepare feedback

Be in the contact with a customer
after completion of a program and

SO on

FINANCE

Sketch a budget in the early
beginning of a service’s planning
and pay attention to all small
expenses

Clarify how a customer will fulfil a
payment

Present whole price to a customer,
e.g. price per person

Show all possible taxes in price
offer
Take

hours on a program’s planning,

into account all working

implementation and after-work



Table 3. Education export tips generated by University of Eastern Finland (Olkkonen
2014).

4.1.4 EduCluster Finland Ltd

EduCluster Finland is an expert organisation creating educational excellence. The
organisation focuses not only on exporting Finnish know-how in the field of all levels of
education to the world but also on improving the quality of Finnish education system by
introducing new teaching and learning practices and conducting quality assessment,
performance evaluation and teacher training (Hadid 2013). This organisation is already
operating in several countries in Europe, Asia, Africa and South Africa. University of
Jyvaskyla, Jyvaskyld University of Applied Sciences and Jyvaskyla Educational

Consortium are its owners. (EduCluster Finland 2014a.)

In 2013 EduCluster Finland has made an agreement with Wadi Jeddah Company, a
subsidiary of King Abdulaziz University of Saudi Arabia. They started a five-year
Partnership Programme for Creating of Centre of Excellence in Education and
Innovation in Jeddah. The project will develop primary education in Saudi Arabia in the
fields of teacher training system, the teacher's pedagogical competence and
educational innovations. The purpose of the project is to integrate Finnish best
competences of primary education to match the needs and reform initiatives of Saudi
Arabia. The program will focus on female primary education and the training of female
teachers. (EduCluster Finland 2014b.)

In summer 2014 EduCluster Finland signed an extensive education export agreement
with the Supreme Education Council of Qatar. It is five-year trade which includes an
option to continue the agreement in two additional five-year periods. The purpose of this
co-operation is to establish a Qatar-Finland International School in the capital of Qatar
Doha which will operate according to similar model of University of Jyvaskyla Teacher
Training School. This school is intended for all children. In the beginning, 15 Finnish
experts will work in the project, and later there will be 40 employees per year. The
project’s purpose is to combine the model and best practices of Finnish schools with the
Qatari school system. Finnish Consulting Group (FCG) and Sanoma Oyj are also
involved in the project under coordination of EduCluster Finland. In order to realize the
project EduCluster Finland will establish a separate education company in Qatar.

According to Jan-Markus Holm, CEO of EduCluster Finland, the project will create
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Qatari-Finnish expert community which renews and innovates teaching practices.

(University of Jyvaskyla 2014.)

4.1.5 Karelia and Savonia Universities of Applied Sciences

Savonia UAS and Karelia UAS are higher education institutions operating in Eastern
Finland which actively operate together in the field of education export. They carried out
the project called ‘To the forefront of education export together’ with ISAT-EXPORT
products. The timeframes of the project were from 1 October 2011 till 31 August 2014.
The project was funded by the European Social Fund Programme together with the
Regional Council of Northen Savo. The aims of the projects were to productise
education products for export, to create internal processes in both universities of applied
sciences as well as to train the staff. Productisation of the education export’s products,
education and processes relating to education export in Universities of Applied
Sciences took shape in the project’s focus area. In productisation was started a move
together with selected focus areas: renewable energy, health care services and Russia
expertise. There were about 20 products created by the end of the project, most part of
it relates to focus areas. Marketing of created services was directed mainly to Russia,
Eastern Europe and China. Crucial education export’s aims and operations have been
recorded to the exportation program of various higher education institutions. (Airola
2014, pp. 10-12; European Union 2014.)

4.1.6 Savonia University of Applied Sciences

Savonia University of Applied Sciences and University of Prishtina of Kosovo realized a
project called TAGAK (Training of Agricultural Advisors in Kosovo) during 2 years in
2011-2013. It is an interesting project to read about even though is not an education
export activity as the project was funded by Finnish Ministry for Foreign Affairs.
However this project is considered as a good example of strengths and possibilities of
Finnish knowledge transfer as such it also provided valuable lessons for education

export. (Maskulainen et al. 2014.)

The main purpose of the project was to analyse training needs for agricultural advisors
in Kosovo, implement trainings and develop sustainability for further training in future.
During this project’s implementation it was found out that there are no established
proper Advisory Services - Extension Services in Kosovo, and there is no coordination
of these services between private and public providers. According to Finnish experts’
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findings, Kosovo farmers do not get regular advice and usually do not pay for advisory
services. Advice is usually got from the advisors of Ministry of Agriculture, Forestry and
Rural Development, Municipalities, Input Suppliers and private advisory consulting
companies. Thereby in order to increase development possibilities of local agriculture,
the aim of the project was to develop the capacity of agricultural advisory services in
Kosovo. All project activities were based on needs for agriculture development in the
country. (Maskulainen et al. 2014.)

The project was implemented with team working methodology during all implementation
phases. In order to define the development needs Double Team Method (OPERA)
methodology was used (Change the World). The TAGAK teacher team in the University
of Prishtina was mentored by the TAGAK teacher team in Savonia UAS by using
electronic tools like email and the Adobe Connect distant meeting tool. E-lectures for
trainings were prepared by Savonia UAS’ experts as well as the student team from
Savonia Natural Resources. Three workshops took place with around 200 participants
in total before starting to draft curricula for training the agricultural advisors. Then
student recruitment was done according to following criteria: a bachelor’s degree in
agriculture or other applicable subject, work experience from the field as a benefit, good
motivation for training and basic English language skills. There were 60 applicants and
32 trainees were selected. The studies consisted of theory and practice. After the

studies were done an evaluation was made. (Maskulainen et al. 2014.)

Finally the Republic of Kosovo obtained 27 agricultural specialists. They attained skills
and expertise in fields essential for their task for development of agriculture sector and
food-chain of Kosovo. There were positive feedback of case enterprises (farms and
processors). A considerable share of advisors were employed by case-enterprises,
advisory bodies or other projects. After the project finalized, several clients have asked
for similar services provided within the training. Long term effects and sustainability of
TAGAK project is expected to be seen in future. Some new working methodologies
were built about which some staff members were sceptical. However finally this project
offered to Savonia UAS a valuable test bed for the methodologies in pedagogics and
development. It was a successful project. Thereby the Finnish partners will further
develop their agricultural development exports with pedagogical aspects added value in
future. (Maskulainen et al. 2014.)
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4.1.7 Future Learning Finland

Future Learning Finland (FLF) is a national education export programme, offering
Finnish educational know-how and learning solutions globally. The fields of expertise of
FLF are learning environments, teacher training, vocational training, and edutech
solutions. FLF invents and offers the best solutions to organisations, institutions and
companies all over the world who are interested in Finnish educational know-how. FLF
finds the best players for the program and matches them with educational institutions.
The programme is coordinated by Finpro and powered by Ministry of Education and
Culture, Ministry of Employment and the Economy and Ministry of Foreign Affairs in

Finland. FLF consists of over 70 members. (Future Learning Finland 2014.)

4.2 Education export practices worldwide

Education export activities in Finland are rather small compared with other countries.
According to Statistics Finland (2011) volume of Finnish foreign trade was about 55
billion euros in 2011, the education export share being approximately 4-5 million euros.
Leading countries for education export in the world are Australia, UAS, New Zealand
and United Kingdom. All these countries are English speaking. Therefore it is easier to
develop education export because they have wider supply of educational programs
taught in English. Most part of education export is degree export, but language studies

are also relevant. (Koulutusviennin selvityshanke 2011.)

Australia is a good example of successful education export practices. The country
aimed at breaking legislative barriers in vocational education export development and
nowadays succeeds in travel services education and other education services.
Depending on the sources, the country’s education export volume is 12-13 billion euros
per year in which the main part of education is conducted in Australia. (Koulutusviennin
selvityshanke 2011.) In 2012 the higher education sector generated 9.7 billion dollars in
export income. Volume of total international education export activity was 14.5 billion
dollars (AUD) in 2012 where over 4" part was generated by China. Australia
concentrates its education export mainly in Asian countries. The country develops the

programs in Chinese to attract more customers. (Australian Government 2013.)

Nowadays an estimated amount of higher education students in the world is
approximately 200 million, though for the most part study in their home country. Only in

United Kingdom were there over 300 000 students in 2013, however this amount was
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decreased comparing with 2012. (BBC News 2014.) Volume of education export in UK
was 17.4 billion pounds in 2011. This amount is generated from tuition fees for higher
education and basic education, foreign students’ expenses for life-hold, fees for English
languages courses and sales of educational products and services. Volume of
educational products and services’ sales was 1.59 billion pounds. According to the UK
Government’s strategy 2013 the amount of foreign students should be increased by 15-
20 percent during next 5 years. The strategy emphasizes development of the activities
and quality control in higher education institutions located outside the country as well as
supporting educational technologies and related services. (HM Government 2013, p.
22.) Strategic countries of UK for education export are China, India, Singapore,
Malaysia and Hong Kong. About 60 percent of all education export of UK is directed to

these countries. (Sevostjanov 2011.)

Nowadays there are ongoing large operations for development of vocational education
in Middle East, China and Russia. Particularly in Middle East the government of Saudi
Arabia is investing in establishment of business by foreign education organisations. It
started in 2012 from a massive education intervention. The aim of this operation is to
make Saudi Arabia’s vocational education recognized in the world within 10 years. The
goals are enormous: to increase the number of students in vocational institutions for
300 000 people during 10 years. Now there are 110 000 students. According to
Colleges of Excellence’s estimations (CoE), 40 billion euros are required from the
government of Saudi Arabia to fulfil the project's aims until 2022. (Request for
Proposal/CoE 2013.) Figures of foreign institutions network in Saudi Arabia are
presented in Table 4 where dominance of American and UK institutions is evident.
Spreading foreign institutions in Saudi Arabia is very active and volume of education
export of those countries is increasing. First of all it occurs because they operate in the

target country directly. (Mikkonen 2014.)

Country Provider Women Men All

institution institution institutions

United Kingdom 6 8 7 15
Canada 2 1 3 4
Netherlands 1 2 1 3
Spain and New Zeeland 2 1 3 4
Germany 1 1 1
USA 1 6 4 10
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Total 13 18 19 37

Table 4. Foreign institutions network in Saudi Arabia (College of Excellence 2014).

Nowadays rivalry in education export in Europe is severe. Five leading countries in
education export are Germany, France, Netherlands, Spain and United Kingdom where
second one is one of the biggest education exporter in the world. There are over 100
higher education institutions in France and 5" part of them run education export
activities. Most of education export of France is directed on Northern Africa. Strategic
countries of Germany are China, Egypt and Jordan. It seems that European countries
direct their education export towards Asian, Far Eastern and Caribbean countries. The
common trend of education export in big European countries concerns the fields where
exporting and importing countries are connected historically somehow. Volume of e-
learning and blended-learning is increasing all the time and volume of education export

in general as well. (Sevostjanov 2011.)

Germany is one of the leading European countries in education export. According to
Lane & Kinser (2013) German education export has been mainly traditional for
developing cooperation. Universities were opened for example in Egypt, Jordan,
Vietham and Turkey. Universities are not German satellite campuses as well as not
degrees implemented by ‘joint degree’ model of cooperation. However these kind of
projects improve German competitiveness and raise education system’s transparency.
In this respect German approach for education export is also unique, it is seen as a
intermediary in development of national economy. According to von Der Leyen (The
Economist 2013) dual model of German education makes its labour market attractive.
Youth unemployment in Germany is rather low compared with other European
countries. Youth is educated to meet the needs of working life and they find a job easily
in target field after graduation. Nowadays an important actor in education export is
German Academic Exchange Services called DAAD which funds German students’
studies abroad as well as foreign students’ studies in Germany. This organisation’s
members are mostly German higher education institutions. DAAD supports
internationalisation of German HEIs, promotes German language learning and status
abroad as well as offers support to developing countries and their decision makers for
development of education and universities. DAAD is funded by different ministries and
European Union as well as private companies and organisations and foreign authorities.
(Siikanen 2014b, p. 23.)
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In Scandinavia, Denmark is very active in marketing of education export. The country
started to impose tuition fees in 2006-2007 academic year for non EU/EEA citizens. The
number of foreign students came down fast and then increased when Denmark allowed
to apply for financial support for foreign students. Also Denmark established a joint
project on education and research between the eight Danish universities, the Danish
Ministry of Sciences, Innovation and Higher Education, the University of the Chinese
Academy of Sciences and the Chinese Academy of Sciences. The project is called the
Sino-Danish Centre for Education and Research (SDC). Its overall aim is to promote
and strengthen collaboration between Danish and Chinese learning environments and
increase mobility of students and researches between Denmark and China. SDC offers
seven different master’s degree programmes in the fields of trade and natural sciences.
The programmes are free of charges for EU citizens which are students of some Danish
HEI, but there are tuition fees for Chinese students. Students get two degree certificates
after graduation, Danish and Chinese. Study language is English. (Sino-Danish Centre
for Education and Research 2015.)

The examples of international education export practices show that managing on
competitive markets requires strategic choices, development of products and services,
systematic promotion of export as well as long-term work. Local presence, especially in
strategically significant areas add more opportunities for success. Players of many
countries have combined education export services in one operation to enhance
sufficient volume and reach a goal. (Lehikoinen 2014, p. 7.) Any cohesion of education

export players is essential for success in education export activities.

In spite of well-going development of internationalisation in Finnish universities of
applied sciences, their systems are not international and connected with each other as
in many other developed countries. Finnish UAS still do not know how to benefit fully
from their strengths and potential education export. So far there has not been

developed an economically significant new business area in Finland. (Lehikoinen 2014,
pp. 7-8.)

5 Russian attitude to foreign education and expertise

Nowadays Russia is making significant efforts to recoup losses in higher education
sector that occurred during post-Soviet period. At present Russia has solid
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governmental support for higher education development. The state expenditures on
higher education as a percentage of GDP have increased over the recent years, but
during 2005-2011 years investments in higher education doubled at 14.5 million US

dollars. (IJUNC 2013a.) By the way, further investments are continuing.

Education remains an important area that is crucial in solving world problems not just for
our generation but also for next generations (IUNC 2013b). Currently the world aims to
solidarity and mutual benefits. ‘Iron curtain’ and separateness as it was in Soviet Union
should not be repeated. Therefore the concept ‘internationalisation’ remains significant
in any country. The internationalisation of the world’s economic, political and cultural life
stipulates not only export and import of goods and capital but also knowledge exchange
worldwide. (IUNC 2013b.) Higher education institutions must respond to the needs of
employers and labour market and thereby provide the students with up-to-date
education. Still many countries are interested not in one-way sending of students to get
complete education, but rather in implementing student exchanges, joint degree
programmes and short-term studies of continuing education. In such a way students get
an opportunity to gain international experience and benefit from the best education

practices abroad in order to use it then in professional occupation in home country.

However, the opportunity of student exchange attracts students to not return to the
home country. Russia is trying to create more attractive working conditions and career
opportunities preventing the Brain Drain to the West which started in the 1990s and still
continues. It is not easy to impede the process of leaving talented Russians abroad,
especially in the field of education and research while salaries in Russian education
remain low. Indeed the competent and up-to-date professors are needed to foster highly
qualified specialists for prosperity of the country. The president of Russia, Vladimir
Putin, promised that the government will increase salary levels in the field of education
in near future according to his speech at the rector’s congress in October 2014 (Amic.ru
2014). In spite of some positive plans for big changes, still Russia requires much time to

modernize its higher education directivity in order to drive to Europe.

This chapter provides an overview of Russian attitude to foreign higher education
practices and striving for making significant efforts to make up for the loss in higher

education sector in order to further country’s prosperity.
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5.1 Problems of Russian Brain Drain abroad

Over recent years there have been many discussions relating to labour migration in
Russia on the internet and TV forums. The call to these discussions was based on the
governmental decrees for modernization of educational legislation. This is the case that
many Russian talented youth leave the country to study abroad and then work outside

there after the graduation.

One reason for professional occupation of Russians abroad is complicated procedure to
recognize foreign degree certificates in Russia. Thereby on 19 September 2013, Prime
Minister of Russia Dmitry Medvedev signed an order No. 1694-p to approve the list of
foreign higher education institutions issuing documents of education and qualification,
which are recognized in the Russian Federation. This order has been drawn up by the
Ministry of Education and Science of Russia in compliance with the Federal law No 660
of August 51, 2013 approving criteria and rules of foreign education institution included
in the list. It is expected that this order will attract Russian and foreign highly qualified
specialists from abroad to work in the country. Moreover this decree simplifies
professional occupation of state officers and the universities’ professors as well as

enabling their career progression. (Russian Government 2013.)

Undoubtedly employers of governmental organisations will mainly benefit from this law.
Many internet reviewers dispute the fact that simplifying the procedure of foreign
degrees’ recognition may attract many foreign experts and Russian emigrants to
professional occupations in Russia, particularly in state organisations. Nowadays
already working in Russia highly qualified foreign experts are mainly employed in
private Russian organisations because these companies do not require official
recognition of their degrees. Still it seems doubtful that this order can change high brain

drain abroad, but it absolutely contributes to decreasing the process.

It seems another reason of professional occupation of Russians abroad is lack of the
working places. There should be created worthy places of work with sufficient wages to

attract highly-qualified experts to return to Russia.

Certainly, there are many other reasons for labour migration and unwillingness of
experts with Russian origin to go back to native land for occupation, for instance: lack of
financing different projects particularly in the field of sciences, higher salary level,

financial crisis, opening the border after the collapse of the Soviet Union and so on.
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The fact remains evident that there is a necessity for new reforms to attract experts with
foreign qualifications as well as to improve the conditions of their professional

occupations in Russia.

5.2 Recognition of foreign qualifications in Russia

The order No. 1694-p approved by Russian government in September 2013 includes
201 foreign education institutions from 23 countries (The Russian Government 2013).
There is only one Finnish higher education institution presented in this list - University of
Helsinki. However there are many Russian graduates from other Finnish HEIs which are
consequently employed in Russian private organisations. For instance, some graduates
of Saimaa University of Applied Sciences work in Russia without passing the procedure
of recognizing their degree certificates. In spite of the fact that a foreign diploma is not
recognized in Russia, Finnish and other international companies hire qualified
specialists abroad with a good grace. It seems that recognizing foreign degree
procedure is a formality for most of the graduates educated abroad, and mainly state

officers benefit from it.

There is quite positive employment of specialists with Finnish degree in Russia. This is
primarily because of reputation of Finland by its high quality, efficient and practically
oriented education. According to American weekly news magazine Newsweek (2010)
Finland was ranked the best country in the world based on five criteria: health,
economic dynamism, political environment, quality of life and education. According to
more fresh news about the favourable Finnish education the country has the world’s
most cost-efficient education system (Figure 4). This study ranked Finnish schools the
most efficient education system among 30 OECD countries in terms of their return on
expenses. Over the last 15 years Finland has achieved the best educational results for
each dollar invested. The country won because of its large class sizes and reasonable
teacher wages. (Yle Uutiset 2014d.) The fact of efficiency of Finnish education system
remains evident although this was a study of secondary education, it is reflected in
higher education sector as well. These facts justify the state of being relevant of

educated in Finland specialists on Russian labour market.
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Figure 4. Most efficient education systems (Yle Uutiset 2014d).

Though some Russian politics and rectors of famous Russian universities assert that
Russian higher education meet own labour market’s needs and there is no necessity in
foreign qualifications, there are some surveys done proving otherwise. For example
according to the survey done towards trendy MBA programmes, 56.6 percent of
respondents (mainly managers) think that quality of education and teaching personnel
are the most significant factors to MBA programme but not the country where to study;
however 37.5 percent of them prefer obtaining MBA degree abroad rather in Russian
HEIs. Only 8.2 percent of responders replied in support of Russian education, but 6.2
percent of them prefer Russian business school using western methods. Chart 1 shows

the results of the survey. (E-xecutive.ru 2005.)

Where to obtain a real MBA?

A country of MBA's obtainment is not important,
quality of education and teaching personnel are... I

In western business school

|
In Russian education institution using western
methods .
In Russian education institution using western
methods |
Other
|
0 10 20 30 40 50 60

m percentage (%)

Chart 1. Where to obtain a real MBA? (E-xecutive.ru 2005).
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Obviously Russian government demonstrates an interest to foreign qualifications and

practices to modernize national economy.

5.3 Education programs and reforms

During the last years, the Russian government launched several projects to modernize
and enrich its education system for improving higher education quality. Some of these
projects are very ambitious and challenging, but Russian economy should benefit

according to its promising results.

Overall, positive changes in Russian education such as the creation of new federal
universities, the designation of certain higher education institutions as national research
universities, the awarding of academic mobility grants, particularly targeting to bring
leading foreign researchers to Russia, and a greater focus on deeper
internationalization are already taking place. Moreover, nowadays there is a strong
focus on developing R&D. According to University World News (2014) a number of
universities launched innovative research projects in a partnership with an industry,
opened their first R&D departments sponsored by commercial organisations, started
deeper integration with research institutes of Russian Academy of Science, and finally
established new laboratories for fundamental and applied research. Many higher
education institutions pay much more attention to foreign languages so the lectures can
be given in English by foreign professors. Also the universities were required to develop
the degree programmes taught in English to attract more foreign students to study in

Russia in degree and exchange programs.

It seems that the pressure of Russian government to higher education institutions to be
moving towards internationalisation remains evident and very active. Further, there are
presented some education programs that were launched by the Ministry of Education
and Science to show the tendency of the country to obtain foreign know-how for
developing the national economy.

5.3.1 Global Education Program

Russia is making huge efforts to climb to top world university ranking and bring the best

international education practices to its higher education institutions.

In May 2014, the Prime Minister of Russia, Dmitry Medvedev announced about

approving the Global Education program in frames of which the government is going to
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support financially education of Russians in the world’s leading universities. Any
candidate with a bachelor’s degree admitted to a specified foreign higher education
institution to a master’'s or PhD programme can study at the expense of the Russian
government; however he/she must return to Russia and work there at least three years
according to the agreement. There is a penalty sanction in the amount of triple expired
cost for education in the event of non-compliance with the requirement. This measure is
meant to avoid non-serious candidates or those who do not plan to return to Russia,
and ensure successful implementation of the decree. This program is going be
implemented during 2014-2016 with investments around 4.4 billion roubles. However

the benefits of this program are expected for long-term perspective. (Izvestia 2014.)

The Russian government was helped start the initiative by common efforts of the
Russian Agency for Strategic Initiatives (ASI) and the Alumni Club of Harvard
University. There is also a possibility that several Russian state-owned organisations
and private businesses might participate in this project. It would help to train the
specialists of the future that they will be looking to recruit. (IUNC 2014.)

It should be mentioned that even Russian education, for instance in engineering,
physics, and science is considered to be one of the best in the world, the opportunities
of doing research in the leading foreign universities are much more abundant and
diverse. Therefore Master’s and Postgraduate students can get invaluable experience

that can be used in their future professional occupations in Russia. (IUNC 2014.)

According to Mr Andrei Nikitin, the head of ASI, the aim of this program for Russia is to
adopt the best foreign practices in the field of education (Social map of Russian
Federation 2014). This opportunity is promising and valuable for Russian science,
particularly regional ones. For instance the regional universities’ professors of physics
and chemistry can upgrade their level of proficiency abroad and then use new skills in
the work and collaborate with local business in the field of R&D. Thank to this the
university is able to become a more valuable centre of science and research in the

region. (Social map of Russian Federation 2014.)

The Global Education program has foreign prototypes. Similar programs are being
realised in Brazil and Kazakhstan, but a similar regional program exists in Republic of

Tatarstan of Russian Federation.

There were three tasks in developing this program in Russia (Social map of Russian
Federation 2014):
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¢ to make the graduates be returned to professional occupation in Russia,
e to make so they will contribute to Russian economy by being educated in best
universities of the world,

e to avoid corruption.

The huge penalty sanction in case of failure to return to Russia should become a good
motivator for the graduates. The corruption is going to be avoided by approving to the
program only admitted to the HEIs candidates or the already studying abroad students.

(Social map of Russian Federation 2014.)

Good motivator to return to Russia is successful employment after graduation. A list of
organisations where the graduates can be employed is going to be made. It is expected
that a half of the organisations are located in Siberia and the Far East of Russia. (Social
map of Russian Federation 2014.) Realization of the program is going to be supported
by a quite new project called ‘Atlas of 100 professions’ to create new industries and
develop existing ones in Russia like aviation, cosmonautics, medicine and

nanotechnologies (Atlas of new professions 2014).

5.3.2 5/100 initiative program

Russian universities are being continuously developed in terms of internationalization
and global competitiveness when the so-called ‘5/100 initiative’ starts to be gradually

implemented.

On 7 May 2012 according to presidential decree, Russian government launched a
project to enhance global competitiveness of Russian universities, also known as the
‘6/100 initiative’. The project’s aim is to enable five Russian universities to enter the top
100 world university rankings by 2020. (University World News 2014.)

Several bodies have been established in order to implement this program, for example
a special Council on Global Competitiveness Enhancement of Russian Universities. The
Council consists of 12 members, six representing Russia and other six representing the
international academic community. It helps leading Russian universities to maximize
their competitive capacity in the global academic environment and ensure the goal of
‘6/100 initiative’. Moreover the Ministry of Education and Science of Russia is
supervising the project and responsible for state funds’ management. (University World
News 2014.)
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The universities participating in the program are mainly from big cities, like Moscow, St.
Petersburg, Tomsk and Novosibirsk from Siberia, Kazan, Samara and Ekaterinburg.
According to Oleg Alekseev (University World News 2014), in order to participate in the
program the universities are committed to meet many criteria. For that they need to
regain their balance by engaging the most creative and active administrators, faculties
and students into the process. This process is very complicated, but gathering such
people together is essential for the project. (University World News 2014.)

The universities of the capital region will benefit from the reform the most as they will be
given the highest funding from the state. According to Moscow Times, Moscow’s
government should have distributed 10.15 billion roubles among 14 key universities to
help improve their standards in 2014. The grants should be distributed as a part of the
governmental program called “Development of Education”. The 2013 year’s funding of
253 million US dollars was divided among 15 universities that successfully applied for
subsidies in an open competition. (The Moscow Times 2014.) According to a
governmental decree, the Moscow Institute of Physics and Technology, the Higher
School of Economics and the National Research Nuclear University of Moscow will
each be given 950 million roubles (Vecherniaia Moskva 2014). Moreover Novosibirsk
State University, the St. Petersburg National Research University of Information
Technologies, Mechanics and Optics, the Moscow Institute for Steel and Alloys, and the
Ural Federal University in Ekaterinburg will be granted by 775 million roubles in 2014
(The Moscow Times 2014).

5.3.3 International Higher Education Rankings

Along with above-mentioned projects, at the same time Russia aims to produce its own
international ranking of higher education institutions by June 2015. According to
Russian government the new ranking tables will include universities in the
Commonwealth of Independent States (CIS), BRIC (Brazil, Russia, India and China),
and Shanghai Cooperation Organisation (SCO) countries. (RIA Novosti 2014.)

The call for the rankings was based on Prime Minister Dmitry MedvedeV’s instructions
given during a State Council meeting in May 2014. Medvedev also told about the
importance of ensuring the international competitiveness of Russian education
institutions. His speech is obviously connected with ‘5/100 initiative’ project. Medvedev
highlighted that it is not a simple objective, but Russia will attempt to fulfil it. (RIA
Novosti 2014.)
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Furthermore Russia is currently striving to promote both internal and external student
mobility to raise its position in international university rankings. However, local mobility
faces some challenges like regional inequality or lack of English language knowledge.
Some scientists believe that Russia should simplify visa procedures for foreign students
coming to study in Russia as well as consider their demographics. Still, academic
mobility remains relatively low mainly because of insufficient English language skills,
complicated visa procedures, and financial constraints. (IUNC 2013a.)

It is no wonder that Russia is going to produce its own international ranking as well as
launch new educational programs with a focus on internationalisation. Currently only 21
Russian universities got into the most famous international rankings according to the
latest publications of international QS World University Rankings (September 2014).
However it cannot go unnoticed that there are 6 universities more than in 2013, and 3
universities made the rating for the first time: the Moscow Engineering Physics Institute
(481-490™ in the QS Rankings), the Saratov National Research State University (601-
650) and the National University of Science and Technology MISIS (701). Usually only
most famous and the oldest HEIs of Russia assess better positions in International HE
Rankings. For example the Lomonosov Moscow State University occupied 114%
position in QS World University Rankings as usual, and it is the best result among all
Russian universities. Nevertheless for many Russian universities international ratings
are still a novelty. (Russia beyond the Headlines 2014.) Therefore the aims of ‘5/100
initiative’ project to enable five Russian universities to enter the top 100 world university

rankings by 2020 looks very ambitious.

In spite of this there are some adequate reasons why Russia does not succeed well in
international HE Rankings, and it is not a reason of lower quality of education than
offered by western education institutions. According to Irina Abankina, Director of the
Institute of the Development of Education at the Higher Schools of Economics, the
problem is that the ratings evaluate only Russian Bachelor degree programmes, but
traditional Soviet model of 5-year education (specialist degree) and 3-year PhD program
(post-graduate study) are not considered. However most of Russian universities moved
to the bachelor-master model only in 2011 and just small percent of them switched to
the model earlier. The Moscow’s Higher School of Economics occupies just 550%
position in the QS Rankings even though it is one of the recognized leaders of
humanitarian education in Russia today which was founded not more than 30 years ago

and operates according to the western education model. Higher School of Economics
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operates using western model, but it does not succeed in international rankings. (Russia
beyond the Headlines 2014.)

In spite of last failures of Russia to compete on international education market, there are
many opinions that Russian education is very fundamental and thus one of the best in
some fields. According to the world rankings the Russian universities are most well-
known for natural sciences faculties. (Intelligence unit 2013.) Also Russians are the
most well educated people in the world according to an OECD report. In their rankings
Russia are ahead of Canada and Japan while Israel and the United States rounded up
the top five. This statement was based on the percentage of adults in a country who
hold a college degree and the amount of funding directed toward the national education
system. According to OECD Russian authorities put a lot of investments into education.
However, the country also has many imperfections including corruption in education
system with fake theses, cheating on state tests, the sales of degrees to state officers

and rich men, and so on. (The Moscow Times 2013.)

Russia does succeed in some international rankings. According to the global research
of well-known US education firm Pearson, Russia occupies 20th position of the best
countries for education in the world. The list of 20 top countries is the following: Finland,
South Korea, Hong Kong, Japan, Singapore, UK, Netherlands, New Zealand,
Switzerland, Canada, Ireland, Denmark, Australia, Poland, Germany, Belgium, USA,
Hungary, Slovakia, Russia. The rankings were based on various measures like
international test scores, the prevalence of higher education seekers and graduation
rates between 2006 and 2010. Also many other factors were taken into account such as
literacy data, school entrance age, figures in government spending on education,
teacher salaries and degrees, GDP, life expectancy, population and national
unemployment rates. It is remarkable that Russia is also in top 20 as one of the best
study destinations in the world. (BBC 2012.)

Even though there are opinions that these international rankings are invented to
promote most expensive and advanced education, and Russia should not take its cue
from it. It seems that the rankings do stimulate Russian higher education institutions to
develop and modernize education to become more attractive and competitive on the
education market. According to President Vladimir Putin (Natsionalnaia Sluzhba
Novostei 2014), Russia should not be segregated from international rankings, indeed it
should have its own criteria. The country should take into account international
rankings, but evaluate them soberly.
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5.4 Russia needs objective assessment of HEIs

The Congress of Russian Union of Rectors took place in the Moscow State University
on 30 October 2014. There were the discussions about necessity to improve higher
education quality and formation of objective assessment of HEIs. According to Vladimir
Putin, nowadays many universities have forgotten why they were founded. The task is
not to earn money, but to train and make good specialists. Some HEIs accept students
with very low scores for Unified State Exam to fee-based education. It decreases higher
education quality in general. Indeed, a big number of students does not increase the
education quality. Still there are many problems in higher education sector of Russia. A
graduate should not get only a diploma after graduation. Currently not every HEI is
ready to work contemporarily and teach so that the graduate has the required
knowledge and professional skills which can be used in work. The basic criteria to the
objective assessment of HEI is demand for Russian graduates in the labour market.
Therefore higher education institutions are encouraged to get in close contact with
future employers of their graduates, especially as it is an essential requirement for the
universities which train engineers. Furthermore it was discussed at the Congress that
Russia acutely needs experts in hi-tech fields of economics. It is not possible to get rid

of raw dependence. (Pervii kanal 2014.)

5.5 Opportunities for continuing education

Current education reforms usually affect degree education or long-term studies but

short-term continuing education (adult education) mainly remains untouched.

It seems that degree education in Russia gives only a basis for developing a career, but
continuing education in different forms (short-term studies, language courses,
participation in seminars and conferences and so on) keep an opportunity to be
developed and move forward in current work place or especially to be hired by desired
companies. Nowadays, a look on the Internet shows that there are plenty of commercial
organisations promoting and organising continuing education abroad, as well as foreign

language courses offered to Russian experts.

Trainings in foreign institutions have many advantages like getting first-hand skills about
new methods and technologies, experience exchange with foreign colleagues, more

efficient foreign language training as well as sightseeing. There are some fields in which
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foreign trainings are essential for managers, for example banking sector and other
fields.

According to Paivarinne (2012) Russia is currently lacking expertise in many sectors.
For example a deficiency of vocational education is an adversity to education sector,
healthcare sector does not have enough employee-proficiency or funding, as well as
other parts of service sector facing a severe lack of motivated and competent
employees. Currently some service sectors are growing in Russia, and because of the
lack of proper vocational education, private institutions are controlling the situation and
educating employees for a number of industries. It is evident that the greatest demand
of education can be seen in vocational institutions and universities of applied sciences.
Finland has an opportunity to provide expertise in different areas of Russian industries.
Furthermore there will be an increased need of external know-how if more Russian
businesses want to internationalize. Russian businesses need international know-how
and practices as the domestic knowledge on the subject is insufficient, especially in
terms of services and service-chain concepts. (Paivarinne 2012.)

There are many opportunities for continuing professional education in the target market
of this research — St. Petersburg. The main aims of St. Petersburg in the field of current
adult education are providing continuing training of highly skilled specialists for regional
labour market with a glance at the current and future needs of real economy sector and
municipality as well as retention of the status of the biggest centre of education and
retraining professionals for other regions of Russian and foreign countries as a part of
the city’s export economy. (Strategy of economic and social development of St.
Petersburg till 2030 2014.)

Nowadays Russia is establishing ambitious and extensive plans for modernization of its
education system. Hopefully these aims will be achieved. However in order to fulfil all
goals the country still needs foreign practices and highly qualified foreign experts now.
There is no time to wait while current higher education institutions will foster modern up-

dated specialists.

According to the latest decrees made by Russian government, the country requires
foreign know-how and wants to have experts with foreign qualifications on the national
labour market. Especially foreign qualifications are needed in higher education sector.

Foreign professors can share their skills with students, or future national labour force.
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Eventually this will influence on favourable economic progress of the country. Now, the
main task for Russia is to attract internationally acknowledged scientists of Russian
origin living abroad to start their professional occupation in Russia and not leave the

country.

The new reforms should promote competitiveness in the recovery of higher education
sector particularly from point of view of internationalization. Russian education system is
definitely going through a series of positive changes. This should offer multiple
opportunities for establishing fruitful long-term cooperation with foreign institutions to

share experience and practices.

Nevertheless Russia is at the beginning of challenging changes while Europe has got
through many of them. Particularly Finnish education system has gone through changes
with focus on internationalisation in the past several years. When Russia begins to
attain the already achieved goals by Europe, the priorities can be changed. It is
significant to not forget about strong influence of political situation to the economy of all

countries.

It seems that still Russia is an appropriate and an opportune market for education
export to be conquered by international education institutions, particularly Finnish ones.
Certainly current economic situation of Russia may change the priorities and stop

planned initiatives for uncertain period of time.

6 Research design

This study is done for Saimaa University of Applied Sciences. The case organisation is
briefly introduced in this chapter to show its focus on internationalization and Russian

expertise. Research design is described in this chapter as well.

6.1 Saimaa University of Applied Sciences

The case company for this research is Saimaa University of Applied Sciences (Saimaa
UASD). According to Ministry of Education and Culture (2010, p.9) only an international
higher education institution is mature to apply for commercial business opportunities in
addition to normal international activities. According to Saimaa UAS’ strategy for 2010-
2015 “Together we are more” it is a truly international higher education institution with a

focus on Russian relations.
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The background written in this paragraph is based on the organization’s website
observation, presentation about the school and the author’s knowledge as an employee
of SUAS (Saimaa UAS 2015b).

Saimaa University of Applied Sciences is a higher education institution in South-Eastern
Finland operating in two cities, Lappeenranta and Imatra. Saimaa UAS is a community
of 3200 students and 300 experts providing education leading to a higher education
degree, second cycle UAS degrees, continuing education, R&D services and Open
Studies. It provides education on the bachelor and master level in five fields of studies:
technology, health care and social services, business administration, tourism and

hospitality, and fine arts. The education is conducted in Finnish and English.

The purpose of Saimaa University of Applied Sciences is to offer education and an
expert workforce primarily for the needs of local business and industry. Saimaa UAS
supports local businesses, industry and the public sector through research,

development and innovation (RDI) during a time of structural change.

Approximately 500 students are foreigners (2/3 degree students and 1/3 exchange
students). Most foreign students are from Russia; others are from Asia, Europe and
Africa. The number of applicants is increasing from year to year. In 2014, 1357
applicants applied for degree programmes conducted in English, among them 484
applicants were from Russia (Statistics of admissions office 2014).

Saimaa UAS has around 100 partner institutions all over the world. In the international
co-operation, Saimaa UAS places an emphasis on Western Europe, Nordic countries,

Russia and the new EU member states, as well as China and Malaysia in Asia.

In addition, Saimaa UAS wants to emphasize its international dimension, specializing in
Russian business, society, language and cultural skills. Saimaa UAS has partnership
agreements with 14 Russian higher educational institutions (for 2014), and the contacts
with several language centres, secondary schools and other organizations operating in

Russia.

In 2011, the new Skinnarila Campus in Lappeenranta was built. The campus is located
next to the Lappeenranta University of Technology. Both HEIs form joint campuses

having strong, competitive and financially efficient centre of higher education.

Saimaa UAS has not achieved success in education export yet, but it strives for
implementing education export practices. The author hopes that the case company will

derive benefits from this research, regardless of the results.
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6.2 Research product

The product of this research is the new curriculum of the degree programme in
International Business which will become effective in 2015-2016 academic year.

The curriculum was not completely ready at the stage of writing the empirical part,

however the names of the study modules and the courses were defined.

All study modules of the curriculum were not presented to the first group of respondents
— corporate clients. Only several examples of study module topics were shown for
consideration. In order to define the topics which can provoke an interest in the target
group the author briefly informally interviewed her classmates employed in St.
Petersburg, as well as the general manager of the Centre of Foreign Trade
Development Ruspro. The author's ideas were carefully thought out before the
discussions to provide a basis for the informal discussions. Moreover the author
interviewed the Degree Programme Manager of the Degree programme in International
Business, Heli Korpinen, to share collected ideas and discuss the possible topics. If
there will be demand for some of these topics Saimaa UAS can create a study module

for a corporate client.
The examples of study module topics:

Global Business Strategies (Start-up how to enter new market)
Working in EU / Finland

Optimizing Global Supply Chain Management

Global Sourcing and Purchasing

Business to Business

Business to Customer

Corporate Social Responsibility

© N o g A~ WD PRE

Personal Leadership Skills

New curriculum was not presented to the second group of the respondents as it was not
completely done, however old curriculum of degree programme in International
Business was published on the website of Saimaa UAS. There are not fundamental
changes between the new and old curriculums, so this group of respondents knew what

product the research questions concerned.
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6.3 Target market

Target market is Saint-Petersburg in North-Western Russia. This market was chosen
because of several reasons. First is its closeness to South-Eastern Finland. The city is
located just 200 kilometres from Lappeenranta and Imatra where Saimaa UAS
operates. These Finnish cities are very famous among citizens of St. Petersburg.
Lappeenranta ranked the first position among Finnish cities by tax-free sales,
particularly 93.3 million euros in Lappeenranta and 20.6 million euros were spent in
2012 (Yle Uutiset 2013). Second, St. Petersburg is a huge market with population of
almost 5 million inhabitants (Russian Federal State Statistics Service 2011). The market
is full of great talents willing to get a job in successful international and local
organisations operating there. In particular local Russian companies could be interested
to develop its international contacts to compete with international players. Finally
according to Saimaa UAS’ strategy 2010-2015 “Together we are more”, the university
has a focus on Russian relations and Saimaa UAS has close partnerships with the
higher education institutions of this city.

St. Petersburg is more self-sufficient and competitive educational market than other
cities of North-Western Russia. Nevertheless it is more complicated to enter this market
as the supply of educational services and programs offered by local higher education
institutions and Moscow Universities’ subsidiaries is wide. However there are many
commercial institutions which are not as highly valued as state universities. It can be a
competitive advantage for a Finnish higher education institution like Saimaa UAS.

Table 5 demonstrates SWOT analysis of the target market.

STRENGTHS WEAKNESSES

e Huge market with big number of e Economic crisis in  Russia,
potential customers (companies, particularly St. Petersburg
individuals) e Reduction of expenses in

e Finnish HEIs have good reputation companies
of providing with high qualitative e Money savings in average family
education and relevant e Financial barrier
professional competences

comparing with local private HEIs
OPPORTUNITIES THREATS

e Growth of interest to fee-based e Local state higher education
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education offered in Finnish HEIs
Need of European know-how for
development of Russian industries
Governmental initiatives  and
programs towards obtaining
European expertise

Distant forms of education
Short-term studies on business

plant

institution offering different kind of
competitive educational services
and programs for companies and
individuals

Pressure of the authorities to buy
educational services from local
HEIls
Corruption concerned with

pI'EViOUS two statements

Table 5. SWOT analysis of Russian market, particularly St. Petersburg.

In 2013 inhabitants of St. Petersburg had an average month salary 25 percent more
than average in Russia (Russian Federation Federal Statistics Service 2014). St.
Petersburg is ranked number one among Russian regions in summary of financial rates

such as income, debts, income structure and so on (Bobrovnikov & Tepaev 2013).

Gross Regional Product of St. Petersburg accounts for 3.6 times as big as average
GRP in whole country. GRP per capita in St. Petersburg is 30 percent more than

average in Russia. (Russian Federation Federal Statistics Service 2014.)

St. Petersburg has extremely low unemployment rate, high concentration of
economically active population and high level of inbound working force migration.
(Russian Federation Federal Statistics Service 2014.) The city is very attractive place
for living, working and studying. According to the government of St. Petersburg the city’s
attractiveness is increasing among the inhabitants from other Russian cities and the
countries of Commonwealth of Independent States. In 2012 the difference between
incoming and outgoing people was 74 000, in 2011 - 58 000, and in 2010 — 37 000, but
in 2005 it was 145 000. (Strategy of economic and social development of St. Petersburg
till 2030 2014.)

Russia was also chosen as a target country because there is a lack of information
relating to exportation of education from Finland to this country. Paying capabilities of
Russians are not obvious as well. Some researches were done but implementation
strategies and key success factors remain unclear. Undoubtedly there is a demand for

Finnish expertise in Asia and African countries as well, as the countries of these
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continents want to invest money to get Finnish know-how. But still Russia is an
interesting market for the author as she was born and lived most of her life in St.
Petersburg. Therefore St. Petersburg was also chosen as the target market.

6.4 Target groups

Two groups of respondents were chosen for this research — corporate clients and
individual customers. Although education export activities in Finland are normally
associated with a corporate customer rather than an individual one, the researcher
chose an individual customer to get more data for opportunities of education export
implementation in Saimaa UAS.

Definitely, a corporate client is a more purposeful customer because of perspectives for
developing education export activities in case of positive results of this research.
Organisations can benefit from educating employees abroad by developing a
company’s strategy on European orientation and consequently succeeding in
international market. Finnish organisations operating in Russia could have an interest to
educate its Russian managers as well. Moreover fees for commissioned-paid studies
should be paid by organisations rather than individuals in the frames of “made-to-order”

models established by the Ministry of Education and Culture of Finland.

Nevertheless, an individual is also a relevant potential customer as this kind of customer
can be attracted to obtain a degree at Saimaa UAS later on. In connection with the
latest news about imposing tuition fees for students from outside EU/EEA area in 2016
year (Yle Uutiset 2014e), they can be interviewed relating their opinion to this legislative
proposal. Individuals are the applicants who have already applied or are going to apply
to the Degree programme in International Business in Saimaa University of Applied
Sciences. The majority of individuals are young upper secondary school graduates. In
total, 54 individual respondents took part in the research, and comprise the second

group of respondents.

First group of respondents is corporate clients. Two categories of corporate clients were
selected for this research — companies and higher education institutions. The case of
Lahti University of Applied Sciences described in the fourth chapter inspired the author
to consider some of St. Petersburg’s HEIs to take part in the research. HEI is an
organisation and it concerns the “made-to-order model” as well. Furthermore the

author’s bachelor’'s degree was done in Russia, giving knowledge of how many fee-
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based educational programs are offered to students in Russian higher education

institutions. Russia legislation allows HEIs to collect fees for studies from students.

Two higher education institutions took part in the research. These are old state
universities of St. Petersburg founded in 1800-1900. All universities are very big and
multidisciplinary with up to 25 000 students. In spite of having over 10 different faculties
in each university, the main profile of both higher education institutions is engineering.
These universities were selected because of size, high reputation among applicants and
corporate clients, as well as big state funding. The respondents were the head of
international departments of one university and the vice rector for international relations
of the other one. The author knows the respondents personally, therefore it was easy to

organise the interviews.

Mainly big companies in 10 fields were selected for this research: automobile industry,
forest and pulp & paper industries, welding and cutting, energy, shipping, construction,
logistics, IT, real estate, pharmaceuticals. Most of the companies are industrial
organisations which deal with manufacturing, logistics, sales and consulting. The author
chose such different fields to get more explicit views on possible opportunities of the
case organisation to sell educational services. Furthermore, Saimaa UAS is interested
more in management training rather than staff trainings. Management training is more

possible to be organised in big companies.

Half of the organisations are Finnish companies working in St. Petersburg. The contacts
were taken from the database of Saimaa UAS. Other companies are international

companies working in St. Petersburg and local Russian big organisations.

53 companies were contacted by email to take part in the research. The author
explained in the email who she is, where the contacts were taken, the research aims as

well as current interview is confidential and not official.

14 companies responded and took part in the research. Mainly one respondent was

from each company, but there were two respondents in one automobile company.

In the author’s opinion, many companies did not respond to the request sent by email
due to being too busy, lack of interest, as well as unwillingness to release internal

information of the company.

Table 6 reveals taking in the research companies and its field. All companies were
categorized. In spite of the fact the pharmaceutical company is also manufacturing

organisation, it was categorized differently from other manufacturing companies as it
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operates in a principally different industry. Three automobile companies were placed to

a different category as well as two forest companies. Other manufacturing companies

were placed to a separate category as they operate in different industries.

Company

Automobile

companies

Forest

companies

Other
manufacturing

companies

Logistic

companies

Construction

Number of Field of each company

companie

S
3

1

Manufacturing and sales of cars and car
equipment and components
Manufacturing and sales of cars and car
equipment and components

Wholesale distribution of car equipment
and components, equipment installation
for car manufacturing

Manufacturing of pulp and paper

Provider of renewable solutions in
packaging, biomaterials, wood and paper
on global markets

Manufacturing of welding and cutting
equipment and materials for many
different industries such as automotive,
shipbuilding, construction, repair and
maintenance, power generations, process
industry and so on.

Manufacturing and sales of insulation
materials for construction

Manufacturing of marine equipment,
electrical power engineering, producing
engines of new generation
Customer-developer of sea merchant

port, consultation

Delivering responsible energy solutions
and life cycle services.

Construction, property development and
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employees

over 251

over 251

16 - 100

over 251
over 251

101 - 250

101-250

16-100

Over 251

101-250

Over 251



company infrastructure company
IT company 1 Financial software provider of higher- Over 251
effective professional software systems
for on-line brokerage, exchange and
financial activities. Development,
implementation and support upscale
financial systems intended to handle
business activities.
Development 1 Property for lease and sale, property and 101-250
company facility management, investment projects,
brokerage, consulting, marketing.
Pharmaceutical 1 Multinational pharmaceutical company Over 251
company manufacturing innovative, high-quality
and affordable medicine and therapies to

patients

Table 6. Companies taking part in the research.
6.5 Research instruments and conducting interviews

Two qualitative instruments for data collection were utilized: a questionnaire and an
interview. Bearing in mind the fact that a questionnaire is not ideal instrument for a
study that is exploratory in nature, nevertheless it was chosen because of its

convenience.

Second group of respondents (individuals) was interviewed only by the questionnaire in
a popular social network, “Vkontakte” (www.vk.com). The questionnaire was published
on the wall of the official group of Saimaa UAS as well as messages with an invitation to
take part in the research were sent to the members of the group. These members were
mainly the applicants who contacted the group’s administrator with questions relating
application procedure in autumn 2014. In spite of the questionnaire being targeted only
for applicants of Degree programme in International Business, there were a couple of
the respondents interested in other fields of study. Moreover the respondents were from
different cities in Russia even though the target market for this research was St.
Petersburg. The author decided to not limit this questionnaire by only St. Petersburg

because it is complicated to validate that a respondent lives in the city in fact. For
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instance some of the respondents were originally from St. Petersburg but now live in
Lappeenranta as they have been already admitted to study in Saimaa UAS. The post
was published in Vkontakte during two weeks in the last week of February — first week

of March 2015, before the entrance examinations in Saimaa UAS.

The questionnaire was made in Webropol and had fresh spring style to arouse a sunny
mood in young respondents as the questionnaire was conducted in the end of the
winter. The aims of this questionnaire were to find out the respondents’ opinion about
possibly imposing tuition fees on international degree programmes in Finnish higher
education institutions as well as if there is an interest to the Open Studies of Applied
Sciences as the Open Studies is a form to collect fees for the studies from an individual
customer. Basically there were multiple-choice questions, however a respondent was
asked to explain his point of view by giving open answer to many questions. All

guestions in the questionnaire were obligatory to reply.

Both instruments for data collection were selected for the first group of respondents
(corporate clients). The respondents were asked about the most convenient form to
reply to the questions. Most of the respondents chose a form of a questionnaire as they
did not have enough time to talk by phone. The questionnaire contained mainly open
questions, but there were some multiple-choice questions which had a field to write an
open answer and explain why the responder gave a negative reply. All questions were
non-obligatory so the respondents could ignore some questions, but they did not do it.
Also there were some multiple-choice questions so the respondents can choose several
answers. Some of respondents preferred to be interviewed by phone. There were
interesting discussions. The aim of the interview of the companies was to find out if
there is a demand for fee-based trainings in the company, particularly staff or
management training. The respondents were asked to tell which kind of training the
company has already had, as well as which kind of training it needs. Then, examples of
the topics were presented. The questions for the companies were designed in such a
way to reveal an interest in the concrete topics of the research product as well as to
collect the details on conducting any kind of training. The aim of the interview of the
higher education institutions was to find out if there is a demand for fee-based study
programs offered by Finnish HEI to Russian students. The interview questions were
similar to the questions asked in the companies, however they were tailor-made to the
field of education. Both higher education institutions were interviewed by phone. First

there was intent to audio record the interviews, however the answers were finally written
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by hand as it was the most convenient way for the researcher. This group of
respondents was interviewed during the last week of February and first two weeks of
March.

In general all questions were composed by the author. Theoretical part of this study
served to compose the questions. Then the questions were evaluated by the supervisor.
A couple of extra questions were added and the order was a little bit changed in the way
to get deeper and deeper data after each question was answered.

Webropol is a suitable instrument for data collection. It gives different kinds of analysis
of collected data. The individual responses and open answers were analysed
summarily. A questionnaire of each company was printed out and analysed separately

as some companies were interviewed personally or by phone.

7 Research analysis and findings

This chapter provides the findings from the interviews and the questionnaires of both
groups of respondents. The findings are analysed and compared to answer the
research questions. Main outcomes expected from each group of respondents are

described in this chapter as well.
7.1 First group of respondents

7.1.1 Corporate clients

The author was apprehensive about interviewing some corporate clients in the form of
guestionnaire because replies can be not fully detailed as it is usually expected from a
traditional interview done by phone or face-to-face, as well as respondents could ignore
some questions as all were not compulsory to answer. However, there were not very
specific questions in this interview requiring very detailed replies, therefore this form of
interview was applied. Furthermore all respondents showed an interest in the interview
in the form of questionnaire and replied to all questions, and some of them gave

substantial and constructive comments.

There was some negative feedback. For instance there were no explanations where the
results will be used as well as from the opinion of a couple respondents the research
aim was described too briefly. Also there were the comments that some questions were

incorrectly composed. For example a question about how much a company is able to
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pay for a training as it depends on the type of training, its duration and place of conduct,
amount of participating employees, a training purpose and desired outcome. Five
companies did not select a particular price for a training but chose the option, “other”.
Nevertheless many respondents replied this to question. Chart 2 displays the results

about how much a company is able to pay for training.

How much does your company able to pay for a
training?

other
up to 3000 euro

0 00000 7]
/1
up to 2000 euro  EE——————
up to 1000 euro

0 1 2 3 4 5 6

® Number of respondents

Chart 2. Cost of a training the companies are able to pay.

In general the interview results were good. The collected data is reliable because the
interviewees were competent employees such as a Human Resource Director and
Manager, Senior Training Specialist, Specialist for corporate communications and staff
development, Managing Director, Management Assistant, Project Manager. There are
staff and management training sessions organised in all companies and quite
frequently. Half of the companies conduct training sessions for employees every month.

Chart 3 displays frequency of training sessions organised in all companies.
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How often does your company orginise training
sessions?

every month

2 times per year

|
3-5times per year [—
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as necessary

once per year
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~
o)

®m Number of respondents

Chart 3. Frequency of training sessions organised in all interviewed companies.

Mostly management training sessions are organised in the companies. However the
training sessions for general employees and workers (staff training) are also organised

frequently (Chart 4).

Which level of employees are offered to take partin a
training ?

top managers

mid-level managers

general employees/officers

workers

other

0 2 4 6 8 10 12 14

m other mworkers mgeneral employees/officers = mid-level managers = top managers

Chart 4. Share of management training sessions and staff training sessions in the

companies.

According to the interview results, managers and also staff are the main initiators to
organise training sessions in the companies. One company replied that sometimes a
training is organised on demand of partners and equipment distributors, and others said
that a training is organised mainly according to the company’s budget and needs. Chart

5 displays initiators to organise a training. Furthermore, according to all respondents’
67



replies, a training is paid for by the company and employees do not cover any costs
during studies.

Who are initiators to orginise training sessions in your
company?

B managers
M staff
m shareholders

M other

Chart 5. Initiators to organise training sessions in the companies.

To the questions about a company ordering training sessions offered by foreign
providers, 50 % of respondents said ‘yes’ and 50 % said ‘no’. High price of education is
the main barrier to order training sessions from a foreign provider. The rest of the
opinions were that the companies are satisfied with Russian education providers as well
as there is no need to order a foreign training because the services are provided only in

Russia. Chart 6 shows a share of providers with whom the companies operate.

Does your company cooperate with a domestic
training provider rather than a foreign one?

yes (Russian) [E——
no (foreign)
both
other I

0 1 2 3 4 5 6 7

= Number of respondents

Chart 6. Share of Russian and foreign providers with whom the companies operate.
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The main factor in choosing a training provider is cost of education. Field of education,
reputation of a training provider and a possibility of conducting onsite training in the
business plant are also significant for the companies. Moreover the respondents
mentioned that quality of education and its adaptation to the company needs are also

significant factors in choosing training providers (Chart 7).

What are the main factors in choosing a training
provider?

costs of education
field of education
reputation/prestige of training provider

possibility of training on business plant

quality of education and its adaptation to
the company needs

duration of training

o

5 10 15

®m Number of respondents

Chart 7. Main factors in choosing a training provider.

In spite of demand for training sessions in the companies, there are many barriers for

employees to take part in training sessions. Main barriers are described in Chart 8.

What are the barriers of your employees to take part in
foreign training sessions?
high level of costs I
lack of finances for staff and management...

inapplicability of specific training in your...

language barrier
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remoteness (impossibility of long-term. . I
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Chart 8. Barriers for employees to take part in foreign training sessions.
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There were different kinds of management training sessions and staff training sessions

organised in the companies. The respondents gave following examples of the types of

training sessions done in their companies, particularly which field, duration and level of

employees for which it was conducted:

In the automobile companies there were organised staff training sessions in the
fields of labour force, fire and industrial safety, financial documentation, MS
Office and other computer technologies and resources. Duration of this kind of
training session was approximately 1-2 hours. Management training sessions
were organised in the fields of corporate strategy, defining objectives and goals,
new product issue, business negotiations with duration of approximately 1 hour
as well.

According to the respondents’ replies, all kinds of training were organised for all
levels of employees in the forest companies. Mostly there were professional
training sessions, developing leadership competences, language courses and
other developing training sessions for management and staff. Duration of a
training depended on its field and topic, for instance from a couple of hours to
several days.

In other manufacturing companies there were professional training sessions
organised for staff and the training sessions according to particular competences
for management like sales management training for sales managers. Duration of
the training depended on the level of employees for whom they were conducted,
for instance for accountants and lowers it last 1-2 days, for engineers — from 1
day to 1 week.

In logistic companies there were long-term training sessions for directors in the
fields of management and development. Staff training were organised in the
fields of accounting and currency legislation for accountants, industrial and
common safety for engineers and workers for example during transportation of
dangerous substances, and labour protection for competent employees. Also all
staff and management had to study different skills required by the government.

In the construction company there were organised training sessions for
leadership, safety, soft skills (negotiation, time management, feedback,
communication and so on) with duration of 1-2 days, professional training
sessions with duration from 1 week to 1 year depending on the specialty, and

internal procedures training sessions (IT systems, compliance training, and laws)
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with duration 2-4 hours. These training sessions were organised for different
levels of employees depending on their competences.

In IT Company there were training sessions for managing, communication and
presentation skills with duration of 1-3 days organised for managers. Also
professional training sessions for IT developers and testers were usually
organised with duration from 1 day to 1 week depending on the kind of training.
Management training sessions for internal communication and team building
were organised in the development company as well as advanced professional
training sessions organised for staff.

The respondents gave many examples of the training sessions organised in the
pharmaceutical company. There were training sessions for leadership skills for
managers with duration of 5 days and then a 1 month break for applying learned
skills, then 2 days of studies and again 1 month to apply the skills, finally 1 day of
concluding studies. Top and mid-level managers have leadership training
sessions every once in a while. For staff there were hard skills and soft skills
training sessions with duration of 2-5 days. Managers also took part in hard skills
training sessions. As in many big companies there were training sessions for
safety and labour protection as well as different IT trainings. There were many
professional training sessions organised for managers and staff in Russia and
Europe as it is required to follow up-to-date standards and regulations for

pharmaceutical company at every turn.

Before the research product was shown to the respondents for observation they were

asked about which kinds/fields of training sessions their company usually needs. Some

companies saw beyond the question and looked at the examples of study module

topics. Therefore their replies are similar to the topics. Table 7 provides with the fields of

training sessions the companies usually need and the study module topics which may

be interesting to the companies.

Field of Fields of training sessions the Study module topics which
operation of company usually needs may be interesting for the
the company company
Automobile Logistics, business  operations, Topic 1. Global Business
companies employee development. Strategy

Topic 3. Optimizing global
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Forest

companies

Other
manufacturing

companies

Logistic

companies

Any kind of training for all levels of

employees depending from the

business needs.

Other

were not

manufacturing  companies

active answering this

guestion, however manufacturing
company of marine equipment said
they need professional training
sessions in the fields of electrics and
engineering systems as well as

training sessions in the fields of

strategic management, quality
management, corporate social
responsibility, logistics, purchasing

and human resource management.

supply
management, business to customer

Optimizing  global chain

and corporate social responsibility.
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supply chain management
Topic 4. Global Sourcing and
Purchasing

Topic 5. Business to Business
Topic 6. Business to Customer
Topic 7. CSR

Topic 8. Personal Leadership
Skills

Topic 3. Optimizing global
supply chain management
Topic 4. Global Sourcing and
Purchasing

Topic 5. Business to Business
Topic 6. Business to Customer
Topic 7. CSR

Topic 8. Personal Leadership
Skills
Topic 1. Global Business
Strategy

Topic 3. Optimizing global
supply chain management
Topic 6. Business to Customer
Topic 7. CSR

Topic 8. Personal Leadership
Skills

Topic 3. Optimizing global
supply chain management
Topic 6. Business to Customer
Topic 7. CSR

Topic 8. Personal Leadership



Construction

company

IT company

Development

company

Pharmaceutical

company

feedback,

communication, time management,

Soft skills (negotiation,

sales). Professional training
sessions. Internal processes. Follow
up training sessions.

Professional training sessions such
as engineering design, programming.
All new competences in the fields of
operation.
Professional training sessions in
different fields such development,
urban planning and development,
construction, real estate, legislation
changes, sales technics,
communication with customers and

so on. Moreover advanced training

sessions for accountants and
lawyers.

Hard skills professional training
sessions in the field of

pharmaceutics. Soft skills training
sessions (communication, coaching,
change management). Industrial
safety and labour protection. Training
sessions conducted in Europe on

industrial plants of the company

Skills

Topic 6. Business to Customer
Topic 7. CSR

Topic 8. Personal Leadership
Skills

Topic 8. Personal Leadership
Skills

None. Knowledge and skills
given on these kinds of
training sessions are

theoretical in nature what does
not give practical skills to run

business in Russia

Topic 8. Personal Leadership
Skills

Table 7. Fields of training sessions the companies usually need and the study module

topics which may be of interest to the companies.

After making clear the fields of training sessions the companies usually need, and which

topics of study module may be interesting for the companies, common details for

conducting a training were collected.
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During the interviews it was found out that it is difficult to define most appropriate
duration of a training because it depends on the kind of training. Chart 9 shows the

replies concerning duration of training.

What is the most appropriate duration of a training?

depends from kind of training [ —
1-2 weeks [I———

less 1 week
1-2 days
2-4 weeks
0 1 2 3 4 5 6 7 8 9

® Number of respondents

Chart 9. The most appropriate duration of a training.

Most appropriate form of studies is a combination of distance learning and contact
lessons. However it also depends on a kind of training. 3 respondents prefer only
distance learning because of lack of time for contact lessons. The opinions about how
often it is better to conduct contact lessons were different. Most of the respondents
replied that it depends on a kind of training and topic. Chart 10 displays the opinions

relating to frequency of conducting contact lessons.

How often do you prefer to have contact lessons?

depends from a training, topic and need
once a month

every week

1-2 times per training

once per two weeks

once per 2-4 months

o

1 2 3

N
()]
(o]

= Number of respondents

Chart 10. Frequency of conducting contact lessons.
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Most of the respondents prefer to have contact lessons organised in a business plant or
other study platform in Russia. Chart 11 shows desired place of contact lessons
organised.

Where do you prefer to have contact lessons?

on business plant [
outside business plant, on separate study 7
platform in Russia
in Russian and abroad [N
abroad [N

0 2 4 6 8
®m Number of respondents

Chart 11. Preferred place of contact lessons organised.

Most preferred language of studies is Russian and combination of both languages

(Russian and English).

Finally, most of the companies prefer to provide with a training individual employees
rather than a group. Chart 12 displays whom the companies are able to send for study
training.

Do you prefer to provide with a training one individual
employee or are you able to collect a group?
m individual employees
m group of employees
both

m depends from a topic of
training

Chart 12. Share of an individual employee and a group of employees to take part in a
training.
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Summarizing the interview results of first category of the corporate clients there were
different training sessions organised in the companies. Mostly there are management
training sessions, however staff training sessions are also organised often. Managers
and staff are the main initiators to organise training sessions in the companies. In most
companies training sessions are organised every month and are paid for by the
companies. It was incorrect to ask about how much a company is able to pay for a
training, but it was decided to ask just for an experiment. Of course the cost of
education depends from a kind and a field of training, duration and amount of
participants. Half of the companies ordered training sessions offered by a foreign
provider, but another half did not do it because there was not an appropriate training
provider, there was no need in foreign education or those companies were simply
satisfied with Russian education providers. The main factor in choosing a training
provider is cost of educational service, but also field of education and reputation of a
training provider are also significant. Even when there are training sessions organised in
the companies, often there are many barriers for employees to take part in the training

sessions such as financial barriers, language barriers, and remoteness and so on.

The training sessions done in the companies are mostly professional ones concerning
the field of operation, however there were many general training sessions of soft and
hard skills. The companies need different types of training, from professional studies to
developing employees and the company itself. Therefore probably all study module
topics of this research provoked an interest in the companies with the exception of the
topic 2 Working in EU / Finland. Probably this topic is not interesting as most of
interviewed companies are already international ones and in particular they are
interested in developing operations in Russia. Therefore the topic 1 Global Business
Strategy (Start-up how to enter new market) was interesting only to two companies.
Most attractive topic is number 8 Personal Leadership Skills. Chart 13 demonstrates a

share of the most attractive study module topics among the interviewed companies.
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Which study module topics may be interesting for your
company?

Topic 8. Personal Leadership Skills

Topic 7. CSR

Topic 5. Business to Business

Topic 4. Global Sourcing and Purchasing

Topic 3. Optimizing global SCM

|
.
Topic 6. Business to Customer I———
|
|
|
Topic 2. Working in EU / Finland
|

Topic 1. Global Business Strategy
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®m Number of respondents

Chart 13. Share of the most attractive study module topics among the interviewed

companies.

Summarizing details of the most appropriate training in general there were found the

following details:

duration depends on the kind of training,

form of studies — combination of distance learning and contact lessons,
frequency of conducting contact lessons depends on the kind of training, topic
and need,

best place of contacting lessons is a business plant,

language of studies is Russian or combination of Russian and English,

it is easier to send an individual employee for a training, than to collect a group of

employees.

7.1.2 Higher education institutions

According to the interviews’ results there are fee-based education programs organised

in both higher education institutions for students and corporate clients. One university

organises more local fee-based educational programs, but another university - more

foreign programs as they are more popular among the students. The universities’

authorities and corporate clients are main initiators to organise fee-based study

programs.



The respondents gave several examples of fee-based programmes organised for
students and corporate clients. There were many English and German courses and
profile study programs organised for students as well as summer schools in partner
universities in Finland, Poland and other European countries. Costs of any study
program conducted abroad was up to 500 euros including accommodation. There were
organised professional advanced training sessions in the fields of Management,
Construction, Transport Safety, Ecology, Standardisation and certification for corporate

clients with duration from 2 weeks to 12 months.

Internal marketing of fee-based study programs is done through websites, info boards,
internet platforms, presentations and info-sessions. External marketing is usually done
through website, Open Doors days and presentations, conferences, fairs, internet
resources as well as through partnership with corporate clients. Outsiders can also take
part in fee-based study programs. However most interested students to participate in

these kinds of programs are bachelor’'s and master’s students as well as graduates.
Main factors attracting students to take part in fee-based study programs are:

e more opportunities for employment,
e international experience,

e improving foreign language skills.
Main barriers to take part in fee-based study programs are:

e language barrier,

¢ high cost of education.
Participation of students in fee-based study programs is usually covered by students’
parents or some grant.

Before collecting details on most appropriate study programs the respondents were
shown the examples of study module topics. According to the respondents’ opinion all
topics can be interesting for students as its concern the universities’ profile and there is
not enough information given in basic lectures. However most attractive topic is the

topic 8 Personal Leadership Skills.
Most appropriate fee-based study program has following characteristics:

e Duration: 1-2 weeks,
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e Form of studies: combination of contact lessons and distance learning, more
contact lessons,
e Language: English, combination of English and Russian,

e Cost: maximum 500 euros including all expenses.

Finally the respondents revealed the opinion that there can be demand for short-term
fee-based study programs offered by Finnish higher education institutions among

students of both universities.

7.2 Second group of respondents

On the whole there was a high interest to the questionnaire and positive feedback in the
field for comments. 54 people responded the questionnaire. Most of the respondents
were from St. Petersburg, however there were also single applicants from Vyborg,
Petrozavodsk, Pskov, Moscow, Nizhniy Novgorod, Ufa, Chelyabinsk, other cities of
Leningrad region as well as a couple of applicants from Kazakhstan. Some respondents
are students from Russia already studying in Saimaa UAS and living in Lappeenranta
currently. There were 50% more female respondents than male. It is justified by the field
of International business where a majority of students are usually female. A half of
respondents will get senior secondary education in 2015, 4 applicants in 2016, one in
2017 and one in 2023. 11 respondents completed the school in 2014 and others earlier.
80 percent of respondents have already applied to Degree Programme in International
Business. A majority of them applied to it in winter 2015, others in 2011-2014. A
majority of remaining 20 percent did not apply this Degree Programme because they
are interested in other fields of studies. Only one of the respondents said that there is a

narrow selection of degree programmes in Finland.

All respondents are interested to get a Finnish degree because it is a European degree
which gives more perspectives to be employed in Finland and Europe than with a
Russian degree. European degree is quite valuable in Russia as well. There were many
positive comments about high quality of Finnish education and its recognition all over
the world. Many respondents like Finnish education system and practically oriented
studies as well as the country on the whole. Only 5 respondents highlighted an absence
of tuition fees or so called free education as an attractive factor to get a degree in

Finland.
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Nevertheless over 90 percent of all respondents think negatively about the possible
imposing of tuition fees on international degree programmes in Finnish HEIs. Most of
them explained it as an impossibility to pay tuition fees and living costs. Some of them
connected this financial barrier with the fall of Russian currency and others with low
salary levels in Russia. There are many Russian schools graduates with a high potential
who want to study in Finland but it won’t be possible if tuition fees are imposed. There
were a couple of points of view that everyone should have equal rights to get higher
education, however it is irrelevant to hear from a Russian citizen in whose country there
are tuition fees for foreign and local citizens. According to the point of view of a couple
of respondents, tuition fees will decrease amount of foreign students dramatically, and
that will affect the economic situation of Finland because foreign students spend quite a
lot of money for living costs and thereby contribute to the country’s economic growth.
The remainder of respondents advocated imposing tuition fees because it is
unreasonable to teach foreigners free of charge while most of them will leave the

country after graduation.

According to the question about how much tuition fees per academic year an applicant
is able to pay, 51 respondents replied less than 2000 euros, 2 respondents said 2000
euros, and only one is ready to pay 4000 euros per one academic year. Chart 14
demonstrates how much the respondents want to pay in tuition fees. All questions for
second group of the respondents were compulsory to answer. Probably if there would
be an option ‘1 want to pay nothing’ most of respondents would choose this one.
Evidently according to above mentioned findings it is very expensive for Russians to
pay tuition fees and cover living costs as salary levels in Russia are lower than in
Finland, but according to 80 percent of respondents, sponsors of their living costs in
Finland are parents. About 15 percent replied that they can cover living costs by
themselves, the rest said that first time parents will pay for living costs and then they are
going to take a part-time job in Finland during studies in order to cover living costs
themselves. Nevertheless 85 percent of respondents said that they need a financial
support during studies. Most of them prefer a grant covering tuition fees, others — a
grant covering living costs. 10 percent replied that they do not need any grant. The
remaining 2 respondents said that it would be great if there would be a possibility to
make a part-time job during studies and a student can cover living costs himself while
tuition fees are covered by a grant. Nowadays it is impossible to be employed in Finland

without local language, and that is a big challenge for a Russian student.
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How much do respondents ready to pay tuition fees?

less 2000 euro  ——

2000 W
4000 |

8000

0 20 40 60
®m Number of respondents

Chart 14. Cost of tuition fees the second group of the respondents is ready to pay.

Summing up first part of the questionnaire with a point about possible imposing tuition
fees the biggest barrier to study in Saimaa UAS is the financial one. 60 percent of
respondents have financial obstacles to study in Finland if tuition fees will be imposed. 5
percent of respondents face the language barrier. One said that his parents do not want
that he studies abroad. And the remaining 35 percent have other barriers such as small
selection of degree programmes conducted in English, high number of applicants and
nationalism of some Finns. Chart 15 displays the barriers to study in Saimaa UAS.

What are the barriers to study in Saimaa UAS?

Financial barrier [ —
Language barrier [N

Unwiligness to study abroad

My parents do not want | leave home [

Other [N

0 5 10 15 20 25 30 35

®m Number of respondents

Chart 15. Barriers of applicants to study in Saimaa UAS.

Second part of the questionnaire was devoted to the Open Studies of Applied Sciences

in Saimaa UAS and the respondents’ familiarity about it. In order to find out how high
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interest of the respondents to Saimaa UAS there was a specific question about the
plans of the applicants in 2015 if they fail an entrance competition. A majority of
respondents replied that they are going to apply Saimaa UAS next year while during a
year they will intensively prepare to the entrance examination in SUAS or study a year
in Russian higher education institution. About 10 percent of the respondents said that
they will forget about studies abroad and will apply Russian HEI. 20 percent gave
different replies among which there were plans to apply to other Finnish universities of
applied sciences or a higher education institution in a European country with free
education, for instance Germany. Two respondents will prefer to study a year in the

Open Studies.

To the question about hearing about the Open Studies before, over 50 percent
answered “yes” and approximately 50 percent — “no”. According to a majority of
respondents it is easy to get information about the Open Studies in Saimaa UAS.
However, not everybody was interested in it. In spite of this, about 70 percent of
respondents are ready to pay tuition fees for the Open Studies, rest of applicants
answered negatively because of additional financial obstacles as well as a student of
the Open Studies does not have all student benefits. Summarizing the details of studies
in the Open UAS through the questionnaire, most of respondents preferred contact
lessons, one-third prefers a combination of distance learning and contact lessons, and
less than one-third of respondents prefer only distance learning. Chart 16 demonstrates
a share of each form of the Open Studies preferred by the respondents. It is justified as
only 20 percent of respondents can visit studies every day while their tourist visa is
valid. Others can visit contact studies only a couple times per week or several times per
month. A possibility to get 60 ECTS in frames of the Open Studies and then be admitted
to the Degree Programme in Saimaa UAS without an entrance examination looks
attractive to 90 percent of the respondents. Others said that it might be very difficult to
get 60 ECTS in the Open Studies as well as they expressed a view that it is absurd to

study in this form of studies which is not leading to a degree.
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Which form of learning do you prefer in the Open
Studies?

0%

® contanct lessons
m combination of contact lessons
and distance learning

= distance learning

H other

Chart 16. Forms of learning in the Open Studies preferred by applicants.

Summing up second part of the questionnaire, 75 percent of respondents are not
interested in the Open Studies. Most of them are already our students or applicants with
high motivation to be admitted to degree studies, therefore they do not think about the
Open Studies yet. Others are sceptical of this form of studies as it does not give a right
to get a residence permit, student benefits and finally there is not a guarantee that a
respondent will be admitted to SUAS after a year spent in the Open Studies. Chart 17
shows main barriers of the respondents to study in the Open Studies.

What are the barriers to study in the Open Studies?

I do not want to spent a year as it doesn't
guarantee to be admitted next year

Impossibility to get a residence permit

Financial barrier

|
|
A problem to find accommodation
|
My parents do not want | leave home I

|

Other
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Chart 17. Barriers to study in the Open Studies of Saimaa UAS.



Summarizing interview results of this group of respondents there is a high interest to
Finnish education but not to fee-based education because of the financial barrier. It is
very expensive for Russians to pay tuition fees and cover living costs as salary levels in
Russia are lower than in Finland, but main sponsors of this group are parents. If there
would be financial support developed in case of imposing tuition fees for international

degree programmes, the intention of this group of respondents would increase.

In the Open Studies most of respondents are ready to pay tuition fees as its amount is
low. However there is low interest to this form of studies because of several barriers
such as impossibility to get a residence permit, lack of student benefits and absence of

a guarantee to be admitted to degree studies after the Open Studies.

7.3 Answer to research questions and main outcomes

Where there are at least two groups of respondents, a comparative analysis is usually
done. However it was decided to not do a traditional comparative analysis in this
research. It is complicated and irrational to compare these two groups of respondents
because of several reasons. First, the research product was presented to both groups in
a very different way. Second, both groups are absolutely different customers with
various aims and intentions. And finally, the first group of respondents has its own
financial resources and it is self-evident that they pay for educational services. Second
group of respondents usually do not have their own financial resources as their
sponsors are parents. Furthermore they are used to the fact of free education in

Finland, therefore negative opinions are relevant in this case.

Nevertheless the sub-questions have a comparative nature in order to define in which

group of respondents there is higher demand for fee-based studies.
Answers to the sub-questions:
1. Which group of respondents has more interest to the research product? (Is there

a possibility to attract second group to the product?)

According to the research, the first group of respondents (corporate clients) has more
interest to the research product. Quite all study module topics provoked interest in the

interviewed companies, especially the topic 8 Personal Leadership Skills.

The Open Studies in the field of International Business as a form of education export is

not so interesting for the second group of respondents. However it seems that it is
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possible to attract this group of respondents to the product by stronger promotion of the
Open Studies, placing an emphasis on advantages of this form of studies as well as
widening of possibilities of students studying in the Open University of Applied
Sciences. Currently the Open Studies seem an attractive form of studies only in theory,
but in practice it requires development and widening of courses offered for students of

Open UAS. Many students know about it and therefore promote it in bad ways to others.

2. What is an attitude of both group of the respondents to fee-based studies and a

Finnish education provider? (Which group has more interest in it?)

Corporate clients have positive attitude to fee-based studies offered by Finnish
education provider as they believe in the high quality of education and teachers.
According to the interview results there is a lack of quality educational services in the
target market, and competent teachers. The second group of respondents has a more
negative attitude to fee-based studies in Finnish higher education institutions. According
to the questionnaire results, 90 percent think negatively about imposing tuition fees on
international degree programs, but in spite of this there are low tuition fees in the Open
Studies. 75 percent of respondents are not interested in this form of studies still. So, the
first group of respondents has more interest to fee-based studies offered by a Finnish

education provider.

3. What are common barriers of both groups of respondents to participate in fee-

based studies offered by a Finnish education provider?

Financial barrier is the main obstacle to participate in fee-based studies of Finnish
higher education institution. This is no surprise as salary levels, living standards and

taxation in Russia are lower than in Finland.
Answer to the main research question:

e What kind of demand there is for fee-based studies offered by Saimaa University

of Applied Sciences to Russian customers?

There is demand for fee-based studies offered by Saimaa University of Applied
Sciences to Russian customers. There is a high demand among corporate customers

and a low demand among individual customers, but still the demand does exist.

Main outcomes expected from all groups of respondents satisfied the author’s

expectations. There were less positive expectations from corporate clients as it was

believed that economic downturn in Russia could impact dramatically on demand for
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European educational services, but the interview results of first group of respondents
exceeded expectations. On the contrary there were more expectations from second
group of respondents. The author believed that there would be high interest to the form
of the Open Studies among applicants as it is an excellent opportunity to not lose one
year waiting for next application period and study in the university and get ECTS.

However, there is still an interest to Finnish education in spite of different obstacles.

8 Conclusions and recommendations

In general this research is considered successful. The aims of this study were achieved.
It was found out that there is a demand for fee-based educational services in Russia

among corporate clients and individual customers.

In the case of individual customers, the Open Studies are considered as fee-based
studies. Exporting degree studies is restricted by Finnish legislation so far. Although the
intention of future reforms is apparent, when those reforms will be done is still vague
under much dispute. Therefore, the Open Studies is one form of collecting fees from
individual customers. Nevertheless it seems that the idea of Open Studies is an
interesting form of education export only from a theoretical point of view. The
respondents were very sceptical about this form of studies as there are big obstacles to
study in the Open UAS for international students from outside EU/EEA. Distance
learning is not preferable form of studies according to the respondents’ opinion. That is
why there is no need to develop more fully virtual courses in Saimaa University of
Applied Sciences, but more specific courses targeted mainly for the Open Studies could
be developed. The results show that the Open Studies and study possibilities for
students should be developed in the case organisation as this form of fee-based studies
promises much in theory, but leaves something to be desired in practice. Unless these
are developed, Saimaa UAS will not benefit enough from exporting this form of

education.

However a majority of respondents were bachelor’'s degree applicants, but master’s
level applicants were not included in the research. The form of master’s studies is more
convenient for the Open Studies as the target group is mainly employed adults who are
able to cover living and transportation costs. There is a combination of distance learning
and contact lessons in master degree programmes of universities of applied sciences

which is an appropriate form of studies for employed students. Therefore marketing of
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the Open Studies should be directed more to this target group. Saimaa UAS does not
take a risk of uncompleted degree studies, which is quite common among master’s level
students. Students can apply to degree studies only after they get some ECTS and
prove themselves capable to complete a degree in Finland doing studies and work at
the same time. However, the required 3 years of working experience is one more
legislative barrier, and the removal of this barrier could attract more applicants to
master’s degree studies in Universities of Applied Sciences.

Certainly, the possible imposing of tuition fees could also generate a surplus for
universities of applied sciences in the future, but a dramatic loss of Russian applicants
would be expected because of it. According to this research, a majority of Russians are
not able to cover tuition fees and living costs. The system of financial support in the
form of a grant covering tuition fees might recover numbers of applicants from Russia in
the case of imposing tuition fees for international students from outside EU/EEA. The
grant scheme aimed at highly qualified students from countries Finland has

development cooperation with seems reasonable in terms of introduction of tuition fees.

Currently higher education institutions of Finland have to operate in existing legislation
forms in implementation of education export activities. Therefore, education export
targeted for a corporate client is considered a more profitable and reasonable business.
This research demonstrated that there is high demand for fee-based education services
offered by a Finnish education provider among St. Petersburg’s companies operating in
different industries. Certainly, mainly big and middle size companies took part in the
research; however, Russia is a huge country with lots of international corporations
which need quality training. Finland has a reputation of a country with high quality
products and services in many industries; the education field is not an exception.
Finnish educational expertise is appreciated all over the world and there is demand for it

in Russia as well.

In Finland, education export means exporting any kind of education conducted in the
country or abroad. However, from an economical point of view it is more profitable to
conduct education export in Finland than outside the country as a foreign customer
makes expenditure in the country during his/her stay. For example, currently there are
around 20 000 international students studying at Finnish HEIs and they contribute about
170 million euros to the Finnish economy every year. According to the interviews of
corporate clients, most of respondents prefer to have contact lessons organised in
business plants or other study platforms in Russia. However some respondents also
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prefer to have a part of studies organised in Russia and another part organised abroad.
Moreover, it is easier for the companies to send one employee to a training than to
collect a group of employees. Therefore Saimaa UAS should develop a kind of training
which can attract employees from companies operating in different industries having a
part of studies organised in Finland and other part organised in an independent study

platform in St. Petersburg, for instance.

The outcomes of this research provided more transparent details for designing fee-
based services for Russian customers. According to the interviews it was found which
kinds of trainings the companies need. All companies require professional training
sessions corresponding to the field and specifics of operation. Hard skills and soft skills
training sessions are also in demand. There is a need for training sessions developing
competences of all levels of employees. In spite of this, Saimaa UAS is more interested
in management training sessions rather than staff training sessions, but there is
demand for both ones in the companies. So the case organisation should consider this
opportunity as well. All the examples of the study module topics provoked an interest
among the interviewed companies, but the topic 8, Personal Leadership Skills, is the
most interesting for all companies. It seems that Russian competences of managing
people are left behind the European levels. Probably there is a high demand for this
topic in Russian companies. There had been training organised in the companies in this
field but the respondents showed discontent of low quality of education. Finland has a

competitive advantage compared with local education providers.

Nevertheless there is a lack of experience in education export, but concrete
implementation strategies have not yet been done. There is a risk that failed education
export projects may harm the reputation of Finland as a relevant education provider.
Therefore higher education institutions of Finland should combine efforts and create
education export clusters to push ahead Finland in education export to success in the
world and provide future prosperity of the country. HEIs should support the aim of the
education export strategy of Finland — to increase the export of its education and
knowledge and finally become one of the world’s leading education-based economies
that relies on the high quality of its education system. Furthermore the government of
Finland encourages internationalisation of higher education institutions but education

export is one of the ways to increase internationalisation.

While writing this thesis, the author was faced with a problem — political disputes and
economic crisis. Civil war in the Ukraine and sanctions against Russia imposed by EU
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and the United States inevitably affected the Finnish-Russia trade in a negative way.
The Russian rouble dramatically fell. The author had the fear that it was not the best
time for conducting this research in Russia. Economic downturn in Russia was reflected
in views of both groups of respondents as quite all of them highlighted it during the
interviews. Nevertheless the respondents are waiting for positive dynamics of economic
relationships between Russia and Europe. Probably that is why the research results are
considered positive. Certainly still there is a danger that trade relations between Russia
and European countries will break up if the political crisis is prolonged. However, Russia
stil seems an appropriate and an opportune market for education export to be

conquered by international education institutions, especially Finnish ones.

Russia is trying to create more attractive working conditions and career opportunities,
preventing the Brain Drain to the West which started already in the 1990s and still
continues. In spite of positive plans for big changes Russia still requires much time to
modernize its higher education effectively in order to catch up with Europe. Therefore
nowadays Russian government and companies demonstrate an interest in foreign
qualifications and expertise to modernize national economy. That is why for instance a
model of Russian bachelor’'s degree plus European master’s degree is highly
appreciated in Russia. Pressure of Russian government for higher education institutions
to move towards internationalisation remains evident and very active. The latest
decrees and launched initiatives by the Ministry of Education in Russia showed the
tendency to obtain foreign know-how and to have experts with foreign qualifications and
competencies in the national labour market for developing the national economy. All this
justifies a positive attitude of Russia to foreign education and expertise. Certainly
current economic situation of the country may change the priorities and stop planned

initiatives for an uncertain period of time. Let’s hope it won’t happen.

This study was structured in the way to provide the case organisation with an extensive
report about education export and forms of its development as well as an attitude of the
target market to importing educational services. This study describes several good
examples of education export experiences in Finland and worldwide to show existing
demand for education export activities at present. These practices and collected data
from this research should provide to Saimaa University of Applied Sciences a platform
for designing and developing the final research product. Even if the case organisation
does not develop the research product in the field of international business, it should

benefit from this research for developing other education export activities. This research
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can be generally be taken into consideration not only by the case organisation but also
other higher education institutions who are interested in entering the Russian education

and training market.

Besides some recommendations already given in this concluding chapter there is a wish
to add some topics for further investigation. The case organisation could find out what
expertise of concrete study modules corporate clients are interested in. Service design
might be examined in the theoretical part of this kind of research. The study how to
make a good marketing campaign for the study module might be done as well. Russian
legislation concerning education import could be investigated as well as which kind of
education import practices were done in Russia. Finally similar kind of this research can
be done later on after economic situation in Russia as well as political relationship
between Russia and European Union & the United States will be stabilized. In spite of
the demand for fee-based educational services, the significant issue of cost of
education was not researched. This research showed that main barrier to obtain
knowledge from a foreign provider is high cost of education, so more detailed research

on this topic could be done as well.

Concluding this study, it must be said that despite some successful education export
projects, Finnish education export is still far from thriving in the education market. Much
effort from higher education institutions and legislation from the government are
required. According to the president of Finland, Sauli Niinistd, Finnish educational
services bend to meet many needs. The Finnish school model offers education to
everyone without respect of gender, culture or language and this is still a challenge in
many countries. Therefore, education export should be done in a flexible way.
(Helsingin sanomat 2013b.) Finally, higher education institutions of Finland should not

slow down in implementation of education export.
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EXAMPLES OF STUDY MODULE TOPICS

1.

Global Business Strategies (Start-up how to enter new market)

MmobanbHble BusHec CtpaTteruun (CTapTan K BbIXOAY Ha MeXAyHapOAHbIA PbIHOK)

Working in EU / Finland

Pabotatb B EC / duHnananm

Optimizing Global Supply Chain Management

Ontmunsaums YnpasneHua Llenoyvek NocTtaBok

Global Sourcing and Purchasing

mobanbHas Jlornctnyeckaa Ctpaterus nu MexayHapoaHble 3aKyrnku

Business to Business

MexkopnopaTtmeHble Kommepudeckne Onepauum (B3ammopenctene OusHec-

busHec)

6.

Business to Customer

Baaumopenictene busneca n MNMotpebutens

Corporate Social Responsibility

KopnopatneHas CounanbHaa OTBETCTBEHHOCTb

Personal leadership skills

PassuTtue HasbikoB PykoBoauTtens
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INTERVIEW / COMPANY

The aim of this interview is to find out is there demand to fee-based training sessions in

your company.

1. Name of the company

2. What field of industry your company operates?

3. How many employees work in the company?
o under 15

o 16-100

o 101 -250

o over 251

4. What is your name and position in the company?

5. Does you company organise staff/management training sessions?
O yes

o no, why?

6. How often your company organise training sessions?
O every month

o 3 —5times per year

o 2 times per year

O once per year

o more seldom, when?

7. What kinds of training sessions your company have already had (field,
duration, level of employees and so on)?

8. Did your company use training sessions offered by a foreign provider?
O yes

o no, why?
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Does your company cooperate with a domestic training provider rather
with a foreign one?
yes (domestic)
no (foreign), why?
both

other, what?

10.What are the main factors in choosing a training provider?

O

O

O

O

O

O

costs of education

possibility of training on a business plant
duration of training

prestige of a training provider

field of training

other, what?

11.What are the barriers of your employees to take part in a foreign training?

O

O

O

O

O

O

language barrier

high level of costs

lack of finances for staff and management training
inapplicability of specific training in your company

remoteness (impossibility of long-term absence of employees)

other, what?

12.Which level of employees are offered to take part in training sessions?

O

O

O

O

O

top managers

mid-level managers
general employees/officers
workers

other, what?

13.Who are initiators to organise training sessions?

O

O

O

shareholders
managers
staff

other, who?
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14.Who pays for training sessions?
O company

o employee

o combination of both

o depends from kind of training

o other, what?

15.Which kinds/fields of training sessions your company usually needs?

LOOK EXAMPLES OF STUDY MODULE'’S TOPICS

16.1s some of the topics interesting for your company?

o yes, which?

o no, why?

COLLECTING COMMON DETAILS FOR CONDUCTING TRAININGS

17.What is desired/appropriate duration of a training?
o under 1 week

o 1-2 weeks

o 2-4 weeks

o 1-2 months

o depends on the kind of training

o other, what?

18.What is the most suitable form of conducting studies?
o only distance learning without remoteness

o only contact lessons

o distance learning with combination of contact lessons

o other, what?

19.Where do you prefer to have contact lessons?



4 (4)
o on a business plant
o abroad
o combination of both

o other, where?

20.How often do you prefer to have contact lessons?
o 1-2times

o every week

o once per two weeks

O once a month

o other, what?

21.Do you prefer to have studies conducted in Russian or English?
o Russian

o English

o Both

o other, what?

22.Do you prefer to provide with a training one individual employee or you are
able to collect a group of employees?

o individual
o group

o other, what?

23.How much does your company able to pay for a training?
o up to 1000 euro
o up to 2000 euro
o up to 3000 euro

o other, what?

24.What are the comments of the respondent?
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WHTEPBbIO / KOPMOPATUBHBIN KINUEHT

Ll,eﬂbI-O OaHHOIo onpoca 4BlnAeTCA BbIACHUTL €CTb JIM CNpoC Ha nnaTHble

obpasoBaTernbHble yCryri B Ballen KoMnaHuu.

1. Ha3BaHue KomnaHuu

2. Cdhepa peatTenbHOCTU KOMNAHUN?

3. CKOnbKO COTPYAHUKOB paboTaeT B KOMNaHUU?
O MeHee 15

o 16-100

o 101 - 250

o 0bonee 251

4. Bawe UMA N AOMKHOCTb B KOMMNaHUMU

5. MpoBogATcsa Nu B Ballen KOMMNaHMKU KypcCbl NOBbIWEHUA KBanudukaumm
(TPEHUHIKn)?

o faa

O HeT, noyemy?

6. Kak yacTo B Bawien KOMNaHuUu NPOBOAATCA TPEHUHIN?
O €eXeMeCH4YHO

o 3-95pasBrog
O 2 pasaBroj

O pasBrojg

O gpyroe, korga?

7. Kakue BMAbI TPEHMHIOB y Bac yXe NpPoBOAUINUCH (B KaKkon 06nacTu, Kakon
NPOAOIMKUTENBHOCTU, OIS KAKOW KaTeropumn COTPYAHUKOB U T.NM.)?
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3akasbiBana nv Balla KOMNaHUsi TPEHUHIU Y 3apybeXXHbIX NpoBangepos?

aa
HeT, novyemy?

Pa6oTaeT nu Bawa KOMnNaHUs OXOTHee C POCCUMCKMM NpoBangepom
TPEHUHIOB, YeM C 3apyO0eXHbIM?

Aa (pPOCCUNCKNN)

HeT (3apybexHblin), noyemy?

oba

apyroe, 4to?

10.Kakue rnaBHble hakTopbl Npu BbIOOpe npoBanaepa TPeHUHra?

O

O

CTOUMOCTb 0By4eHus

BO3MOXXHOCTb NPOBEAEHUSA TPEHUHIA B KOMMaHUN
NPOAOIPKUTENBHOCTL 00y4eHMs
penyTauna/npecTmXHOCTb NpoBangepa

obnacTtb 00y4eHus

apyroe, 4to?

11.Kakue CyLeCTBYHOT NpenAaATCcCTBUA NPUHATDL y4acTue B TPeHUHre ans

O

COTpYAHUKa?

s13bIkOBOW Bapbep

BbICOKasi CTOMMOCTb 00y4YeHus

HeJoCTaToOK (prHaHCUpoBaHUA Ans 00y4eHUs COTPYAHMKOB

OTCYTCTBME NOAXOAALLErO TPEHMHra

yAaneHHoCTb u3-3a y4debbl (HEBO3MOXHOCTb ASIMTENbHOrO OTCYTCTBMA Ha
paboTte)

apyroe, 4to?

12.COTpyAHUKN KaKOW KaTeropum y4acTBYyIOT B TPEHUHrax?

O

O

TON MeHeaxepsbl
MeHeKepbl CpeaHero 3BeHa
ocTarnbHble KaTeropun coTpyaHMKOB
paboune

apyrue, Kto?
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13.KT0 nHMumaTop Toro, 4To6bI COTPYAHMUKM NPUHUMANKM y4acTue B
TPeHuHrax?
O aKuMOHepbl
O MeHegXepbl
O CaMWu COTPYOHUKM

O Aapyrue, KTo?

14.KTo onnaymBaeT TPEHUHIN?

O KOMNaHWs

O COTPYAHVUK

O YacTb pacxo4oB onfladMBaeT KOMMNaHUs, YacTb — COTPYAHUK
O MNO-pasHOMY, 3aBUCUT OT Bua TpeHuHra

O Apyroe, 4to?

15.06y4eHune B Kakon cchepe/kakoro Tuna Hy>xaaeTcsl Balla KOMnaHua?

MOCMOTPETb TEMbI YYEBHbLIX MOOYNEN
1. Global Business Strategies (Start-up how to enter new market)

mobarnbHbie busHec Cmpameeuu (Cmapman K 8bixo0y Ha MexXOyHapOOHbIU

PbIHOK)

2. Working in EU / Finland

Pabomamsb e EC / ®uHnsaHOuUuU

3. Optimizing Global Supply Chain Management

Onmumu3sauyus YnpaeneHus Llenoyek Nocmasok

4. Global Sourcing and Purchasing

mobanbHas llToeaucmuyeckass Cmpameeausi u MexdyHapoOHbie 3aKyrnku

5. Business to Business

MexkopriopamueHble Kommepyeckue Onepayuu (e83aumoldelticmeue bu3Hec-

busHec)

6. Business to Customer



7.

8.
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Bsaumoldeticmeue busHeca u lNlompebumers

Corporate Social Responsibility

KopriopamueHasi CoyuarneHass OmeemcmeeHHOCMb

Personal leadership skills

Paszeumue Haebikoe Pykogodumers

16.Mo Bawemy MHEHUIO MOXET JI1 KaKasi-TO U3 TeM ObITb MHTEpPeCcHa BaLuen

O

O

KoMnaHun?

Ja, kakaa?

HeT, nodyemy?

BbIACHEHWA OETAINEN MPOBEOEHNA NKOBEOIO TPEHWHIA

17.Kakasi camas noaxoasiasa NpoaoSKUTENbHOCTb TPEHUHra?

O

O

mMeHee 1 Hegenu

1-2 Hepenun

2-4 Hepenu

1-2 mecqaua

3aBMCUT OT TUNa TPEHMHra

Apyroe, 4to?

18.Kakasa camasn nogxogsuwas ¢popma obyyeHua?

O

O

O

O

TONbKO ANCTaHUMOHHOE 00y4veHne 6e3 yaaneHHoOCTn oT paboTbl
TONbKO OYHbIEe 3aHATUSA
ANCTaHUNOHHOE 0by4eHne B COMETAHUMN C OYHLIMU 3aHATUAMMU

apyroe, 4to?

19.Tae nyywe NPoBOAUTL OYHbIE 3aHATUNA?

O

O

O

O

Ha NpeanpusaTnn
3a rpaHuuen
N Tam u Tam

apyroe, 4to?

20.Kak yacTo, no BaweMy MHEHUIO, HY)KHO NPOBOAUTb OYHbIe 3aHATUSA ANA

COTPYAHUKOB B paMKax ogHoro TpeHVIHra?
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1-2 pasa

Kaxxayto Hegernto
pa3s B ABe Hegenu
pa3s B mecsiy

apyroe, 4to?

21.Ha kakoM si3blke ny4iwe NpoBOAUTbL 06yyeHue?

O

O

O

O

Ha pyCCKOM
Ha aHIMUNCKOM
Ha OBYX A3blkax

Apyroe, 4to?

22.Kak Bbl cuuTaeTe, B COCTOSIHUM NI KOMMAHUA OTNPaBUTb rpynny

COTPYAHUKOB Ha oqueHMe U TOJNIbKO HANBUAyanbHbIX COprAHI/IKOB?
nHonBmayasrbHbIX

rpynny
Apyroe, 4to?

23.Kak MHOro Balwua KOMNnaHus rotoBa 3ansiaTuTb 3a TpeHMHr?

O

O

O

O

no 1000 espo
ao 2000 espo
ao 3000 espo

apyroe, 4to?

24. KoMMmeHTapum pecnoHaeHTa K JaHHOMY UHTEPBbIO
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INTERVIEW / HIGHER EDUCATION INSTITUTION

The aim of this interview is to find out can there be demand to fee-based study

programs among the students of your university.

1. Name of the university, your name and position

2. Which fields of study your university offers?

3. How many students study in your university?
o under 5 000

o 5000 -10 000

o 10 000 - 20 000

o over 20 000

4. Does your university offer short-term fee-based study programs?
O yes

o no, why?

5. Does your company offer more domestic study programs rather
international ones?

o yes (domestic)

o no (foreign), why?

o both

o other, what?

6. Does your university organise trainings for corporate clients?
o yes

o no, why?

7. Which kinds of trainings did your university organise for the companies
(field, duration, price etc.)? Write several last programs or its field of study
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8. What kinds of short-term fee-based study programs you have for students
(name, field of study, duration, price, partnership etc.)?

9. Who is an initiator of fee-based study programs?
O university

o Ministry of Education and Culture

O companies

o other, what?

10.How do you make students informed about your fee-based study
programs?

O website

o notice board in Moodle / in the campus
o presentations/info-sessions

o each faculty makes marketing itself

o other, what?

11.Can an outsider/an individual take part in this kind of program?
O yes

o no, why?

12.How do you advertise fee-based study programs outside the university?
o website

o specified newspapers/magazines

O companies

o presentations/info-sessions

o each faculty makes own marketing

o other, what?

13.Which kind of students have more interest to this kind of programs?
o bachelor

O master

o PhD

o exchange

O outsider

o other, what?
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14.What are the main factors attracting students to take part international fee-
based study programs?
o0 better career opportunities
o international experience
o language improvement
O just an interest

o other, what?

15.What are the barriers of students to take part in international fee-based
study programs?

o language barrier

o high price

o unwillingness to study abroad

o impossibility of long-term absence from degree studies

o other, what?

16.Who is a sponsor of students to pay fees for an international study
program?

O parents
o student
O grant/sponsor

o other, what?

LOOK EXAMPLES OF STUDY MODULE TOPICS

17.1s some topic of study modules look attractive for students from your point
of view?

o yes, which?

o no, why?

18.Can there be demand to Finnish short-term study programs among
students of your university?

19.What is appropriate duration of study program?
o 1week

o 2 weeks
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o 2-4 weeks
o 1-2 months

o other, what?

20.What is the most suitable form of conducting studies (what students prefer
to have)?

o more distance learning
O more contact lessons
o distance learning with combination of contact lessons

o other, what?

21.Does a student prefer to have studies conducted in Russian or English?

o Russian

o English

o Both

22.How much does a student ready to pay for this kind of study program (e.g.

according to the experience of already conducted study programs in your
university)?

23.What are comments of the respondent?
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MHTEPBbLIO / BbICLUEE YYEBHOE 3ABEOEHUE

Llenblo faHHOTrO MHTEPBLIO SIBNSIETCS BbISICHUTb €CTb U CMPOC Ha KPaTKOCPOYHbIE
3apybexHble nnaTHble obpasoBaTefibHble MporpaMMbl Cpeau CTYAEeHTOB Ballero

yHUBepcuTeTa.

1. HasBaHue yHMBepcuTeTa, Balle UMs U JOIMKHOCTb

2. Mo kakMm HanpaBneHUsAM BeaeTcsl 0by4yeHue B Baluem By3e?

3. CKOnbKO CTYQeHTOB y4UTbCA B BalleM yHuBepcurteTte?
o p[o 5000

o 5000 -10 000

o 10000 - 20 000

o 6onee 20 000

4. EcTb N1 B BaweM By3e KpaTKOCpPOYHbIe nraTtHble obpa3oBaTesibHble
nporpamMmmbi?
o Aa

O HeT, noyemy?

5. MpeanaraeTt N1 Baw yHUMBepcUTeT OoOnblLUe POCCUMCKNE KPATKOCPOUHbIe
nporpaMmmbl Unu 3apyoexHblie?

O ga (poccumnckue)

O HeT (3apybexHble), n noyemy?

O W Te u apyrMe oanHaKoBO

O Apyroe, 4to?

6. OpraHusyeT nu Balwl By3 obpa3soBaTenbHble NporpamMmmMbl ons
KOpnopaTUBHbLIX KITMEHTOB?

o Aa

O HeT, noyemy?

7. Kakue nporpaMmmbl Bawl yHUBepCUTET yXKe NpoBoAUN ANA KOPNopaTUBHbIX
KITMEeHTOB (HanpaBrieHue, NPoAOIKUTENBbHOCTL, CTOMMOCTb U T.4.)7
MepeuncnuTe HeCKONbKO NOCNeAHUX NPOrpamMm, Unmn XoTs 6bl Ux
HanpaBneHus
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8. Kakme BMAbI KpaTKOCPOUHbIX NMaTHbIX 06pa3oBaTesibHbIX NPOrpaMmm
npepnararoTca CTyAeHTaM Balwero yHuBepcuteta? (Ha3BaHue,
HanpaBneHue o6y4YeHNA, NPOAOIKUTENTbHOCTb, CTOMMOCTb, C KAKUMMU
By3aMu uaeT COTPYAHMYECTBO B paMKax 3TUX NporpamMm, ecrnim Takoe
nmeeTtcs)?

9. Kro siBnsieTcsi MHMLUMATOPOM NnaTHbIX o6pa3oBaTenbHbIX NPOrpaMm B
Bawem By3e?

O YyHUBepcuTeT
o MwuHucTtepcTBo 06pasoBaHud
O KOPNOPaTUBHbLIN KITMEHT

O APYron, KTo?

10.Kak Bbl uH(hopMmUupyeTe CTYAECHTOB O HaNM4YMKM NNaTHbIX o6pa3oBaTesibHbIX
nporpamm?

o BebcanT yHmBepcuteTa

O [Jocka o6bsABMNEHUI U 00BbABNEHNS B UHTEPHET nnatdopme

O npeseHTauuun/mHgo-ceccum

O Kaxgbi pakynbTeT OTBETCTBEHEH 3@ MH(POPMUPOBAHNE CTYLEHTOB

O Apyroe, 4to?

11.MoxeT N1 NOCTOPOHHUW YernoBeK (He CTYAleHT Ballero By3a) NpuUHATb
y4vyacTve B Ballen nnaTHOW obpasoBaTeribHOWU Nporpamme?

o faa

O HeT, noyemy?

12.Kak Bbl peknamupyeTte nnaTHble o6pa3oBaTefibHble NPorpaMmbl 3a
npegenamMmm yHusepcureTta?

0o BebcanT

O cneumanmanpoBaHHble NeYaTHbIe N UHTEPHET U34aHUs
O CBSI3b C KOMMAHMAMU

O npe3eHTauun/gHn OTKPbITbIX ABEpen

O Apyroe, 4to?

13.Kakune cTygeHTbl 6onblue BCero 3amHTepecoBaHbl B TaKOro poaa
nporpammax?
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o ©Gakanaspbl

O MarucTpbl

O acnupaHTbl

O CTYyAEHTbl N0 06MeHy
O MOCTOPOHHME nuua

O Aapyrue, KTo?

14.Kakue rnaBHble (haKkToOpbl NPUBIEKAOT CTYAEHTOB NPUHATL y4acTue B
MeXAyHapoAHOM NnaTHOM obpa3oBaTeNibHOW nNporpamMmme?

O ©onblue BO3MOXHOCTEN ANs TPy4OYyCTPOMUCTBa

O  MeXOyHapOoAHbIW OnbIT

O COBEpLUEHCTBOBAHNE NMHOCTPAHHOIO A3blka

O NPOCTO pagu nHTepeca

O Apyroe, 4to?

15.Kakue cyuwiecTByIOT NPenATCTBUA CTyAEHTaM NPUHATb y4yacTue B
MeXAyHapoaHOM NnaTHOW obpa3oBaTenibHOW NporpamMmme?

O s13blkOBOW Bapbep

O BbICOKasi CTOMMOCTb 00y4YeHus

O HeXenaHue yYnTbCs 3a rpaHuuen

O HEBO3MOXHOCTb ANIMTENbHOrO OTCYTCTBUSA OT OCHOBHOM Y4e0bl

O Apyroe, 4to?

16.KTo 06bI4HO OonnaymBaeT yyacTme CTyAieHTa B MeXayHapoaHou
obpa3oBaTesibHOM nporpamme?

O poauTenu
O CTyOeHT
O rpaHT

O Apyroe, 4to?

MOCMOTPETb TEMbI YYEBHbLIX MOLYIEN

1. Global Business Strategies (Start-up how to enter new market)

nmobanbHblie busHec Cmpameeuu (Cmapman K 8bix00y Ha MexXOyHapOOHbIU

PbIHOK)
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2. Working in EU / Finland

Pabomame e EC / ®uHnsiHOuu
3. Optimizing Global Supply Chain Management

Onmumu3sayus YnpaeneHus Llernoyek Nocmaegok
4. Global Sourcing and Purchasing

ImobaneHas Jloeaucmu4yeckass Cmpameeausi u MexdyHapoOHbie 3aKyrnku
5. Business to Business MexkopnopaTuBHble

Kommepueckue Onepayuu (83aumodeticmgue busHec-6u3Hec)
6. Business to Customer

Bsaumoodeticmeue busHeca u lNompebumens
7. Corporate Social Responsibility

KopriopamuegHasi CoyuarnsHass OmeemcmeeHHOCMb
8. Personal leadership skills

Paseumue Haebikoe Pykogodumeris

17.Kak no BalwweMy MHEHMIO KaKasi-TO U3 TeM y4eOHbIX Moaynen MoXeT ObITb
MHTEepecHa CTyAeHTaM Ballero By3a B paMKax KpaTKOCPO4HOro yye6Horo
Kypca?

O Aa, kakaa?

O HeT, noyemy?

18.MoxeT nu ObITb cNpPoC Ha PMHCKNE KPaTKOCPOUHblIe obpa3oBaTenbHble
nporpamMmmsbl cpeau CTyAeHTOB Ballero yHupepcurteta?

o pAaa

O HeT, noyemy?

19.Kakas nogxoasiwas npoAosKUTENbHOCTb KPaTKOCPOYHOMW NiaTHOU
obpa3oBaTesibHOM NporpamMmbI?

o 1 Hepensa

o 2 Hepenu
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o 2-4 Hegenu
o 1-2 mecsua

O Apyroe, 4to?

20.Ha Baw B3rnsaa Kkakasi camasa nogxoasiwas coopma o6yvyeHUs1 Ha Takoun
nporpamme?

o ©Gonblue ANCTaHUMOHHOIO 00y4eHust
O ©Oonblle OYHbIX NEeKLUnn

o AUCTaHUMOHHOE o6yquV|e B coO4MeTaHUN C nnekumnamm

O Apyroe, 4to?

21.Kak no BawemMy MHEHUIO NpeanoYnTaeT fiu CTYAEHT oby4YyeHune Ha
AHINTIMMCKOM USN PYCCKOM A3blKe?

O Ha PyCCKOM
O Ha aHIMmMUNCKOM
O Ha ABYX A3blkax
22.CKoOsnbKO Mo BaweMy MHEHUIO CTYAEHT MOXET 3anfaTuTb 3a

KpaTKOCPOUYHYI0 o6pa3oBaTeribHYH0 NporpaMmmy (Hanpumep, Mo onbITy
nporpamMm, yxxe npeararaemMbix B Baluem By3e)?

23.Bawmn KommeHTapum K onpocy
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QUESTIONNAIRE / INDIVIDUAL

This questionnaire is targeted for Russian citizens who have already applied for or are

going to apply for Degree Programme in International Business in Saimaa University of

Applied Sciences. The aims of the questionnaire are to find out the respondents’ opinion

about possible imposing tuition fees on international degree programmes in Finnish

higher education institutions as well as is there an interest in the Open Studies of

Applied Sciences.

1.

O

O

What is you gender?
male

female

Which city do you live in?

Which year did you complete or will you complete senior secondary
education?

2014
2015
2016

other, when?

Are you interested to get a Finnish degree?

yes, why?

no, why?

Have you already applied or are you going to apply for Degree Programme
in International Business in Saimaa UAS?

yes, which year?

no, why?

What is you opinion about possible introduction of tuition fees in Finnish
higher education institutions?

positive, why?

negative, why?

other, what?




11.

O

O

O

O

O

12.

O

O

O
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If there will be tuition fees, would you like to apply to Saimaa UAS?
yes

no, why?

How much do you ready to pay tuition fees per an academic year?

less 2000 euro
2000 euro
4000 euro
8000 euro

over 8000 euro

Who is a sponsor of your living costs during the studies in Finland?
parents
myself

other, who?

.Do you need a financial support for degree studies in Finland and what

kind of support?

grant covered tuition fees
grant covered living costs

| do not need financial support

other, what?

What are the barriers for you to study in Saimaa UAS?
financial barrier

language barrier

unwillingness to study abroad

parents do not want that | leave home

other, what?

Question for those who have already applied to Saimaa UAS in 2015. What
are you going to do if you’ll fail an entrance examination?

I will to apply to Saimaa UAS again while | will be admitted
| will study one year in Russian HEI and then apply to Saimaa UAS next year
I will apply to Russian HEI and forget about a possibility to study abroad
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o | won’t apply to any HEI and I'll improve my English language skills and prepare
to entrance examinations during a year

o other, what?

13.Have you heard about the Open Studies of Saimaa UAS before?

(The Open Studies of Applied Sciences offers everyone regardless of age and
basic education the opportunity to study at Saimaa UAS. There are courses in every
field of study and the credits completed are parts of the degrees. Studying at the
Open Studies does not automatically lead to a degree, but if you later apply to study
on Saimaa UAS degree programme in the same field, the credits completed at the
Open Studies will be transferred. At the Open Studies you can update or complete
your skills, acquire knowledge and skills in new fields, get acquainted with studies at
UAS, and simply study for fun to expand your general knowledge. Furthermore the
Open Studies is a good opportunity to enter Saimaa UAS without entrance
examination after completion of 60 ECTS at the Open Studies. Russian citizens may
need a tourist visa for Open Studies as it is difficult to get a residence permit for
studies which are not leading to a degree.)

o yes

o no

14.Do you want to pay tuition fees for the Open Studies?

(The tuition fee is 10 euro per 1 ECTS. 1 course is 3 ECTS in general. For those
who wish to take several courses: One term study pass 90 euro. Annual study pass
150 euro.)

O yes

o no, why?

15.Which forms of the Open Studies do you prefer?
o distance learning

O contact lessons

o combination of distance learning with contact lessons

o other, what?

16.How often you can visit lectures in Lappeenranta during the Open Studies?
o every day
o a couple times per weak

o several times per month
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| prefer only distant learning

other, what?

17.1s an opportunity to get 60 ECTS in the Open Studies and then be admitted

O

O

to Saimaa UAS without passing an entrance examination look interesting
for you?

yes

no, why?

18.What are the barriers for you to study in the Open Studies of Saimaa UAS?

O

O

O

O

O

O

financial barrier

problem to find accommodation

impossibility to get a residence permit

| don’t want to miss one year as there is not a guarantee that | will be admitted
next year

my parents think that it is not serious

other, what?

19.Do you consider to study in the Open Studies of Saimaa UAS?

O

O

yes

no, why?

20.1s it easy to get detailed information about the Open Studies of Saimaa

O

O

UAS?
yes

no, why?

21. Comments of the respondent
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ONMPOC ABUTYPUEHTA CAUMEHCKOIO YHUBEPCUTETA MPUKINAOHbIX HAYK

[laHHbIN onpoc npeAHasHayYeH Ansi POCCUMIUCKOro abuTypueHTa, KOTopbli Koraa-nmbo

nocrtynan wunn 006|/|paeTc;| noctynaTtb Ha nporpamMmmy Mem,quapo,u,HbllZ busHec B

CallmeHCcKOM yHMBepcuTeTe MpuKNaaHbiXx Hayk. Llenn onpoca - BbISICHATbL MHEHWE O

BO3MOXHOM BBeOEHUN NNnaTbl HA o6yquV|e ana MHOCTpaHueB B BbICLUUX yqe6Hb|x

3aBegeHnax PuHNAHOUK, a Takke Y3HaTb €CTb JIN UHTEpEeC K o6yquV|+o B OTKprTOM

YHuBepcuTteTe.

1.

O

Kakow Baw non?

MY>KCKOW

YKEHCKMI

B kakom ropoge Bbl XuBete?

B kakom roay Bbl NONy4YUIIM UK Nosy4yuTe NosiHoe cpegHee obpasoBaHue?
2014
2015
2016

apyrou, korga?

3anHTepecoBaHbl NI Bbl NONYy4YUTb (PUHCKUM gunnom/cteneHb?

aa, nodyemy?

HeT, novyemy?

Bbl yxe noctynanu unm cobmpaertecb noctynatb Ha nporpamMmmy
MexayHapoaHbii BusHec B CanMeHCKOM yHUBepCcUTeTe NPUKNaaHbIX
HayK?

Aa, B Kakom rogy?

HeT, novyemy?

Kak Bbl oTHOCUTECH K BO3MOXHOMY BBe4EeHUIO NiiaTHOro o6pasoBava AnA
MHOCTpPaHLUEeB B BbICLUUX yqeﬁHbIX 3aBegeHnAX PHNAHANN?

NONOXUTENbLHO, NoYemy?

oTpuuaTenbHo, noyemy?

apyroe, 4to?
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Bbl cTaHuTe nocTynatb B CalMeHCKUI YHUBEPCUTET NPUKNAAHbIX HayK,
ecnu BBegyT nnaTty Ha oby4yeHue?

na
HeT, novyemy?

CKonbKo Bbl rOTOBbI NIaTUTbL 3a 06y4YeHne B PUHNAHAUM B roa?
meHee 2000 eBpo

2000 eBpo

4000 eBpo

8000 eBpo

6onee 8000 eBpo

KTo cnoHcop Bawux pacxoaoB Ha NpoXxuBaHue B PUHNAHAUN BO BpeMA
y4ebbI?

poauTenu
1 INYHO

ApYrou, KTo?

10.HyxxHa nu Bam cpuHaHcoBasi nogaepxKka Ha BpemMs y4yebbl B PUHNAHAUN, U

ecnu aa, To Kakaa?

rpaHT, NOKPbIBAKOLLNN CTOMMOCTb y4ebbl

rPaHT, MOKPbIBAOLLMIA pacxodbl Ha NPoXMBaHMNE
MHE HE HY>XEH HUKaKOW rpaHT

apyroe, 4to?

11.Kakue npenAaTCcTBUusA CywecTBYHOT ANA BaC yYUTLCHA B CanmeHCKOM

YHUBepcuTeTe NPUKNagHbIX HaykK?
PoUHaHCOBbIE TPYAHOCTU

s13bIkOBOW Bapbep

HeXenaHue y4nTbCs 3a rpaHnuen

pOOMTENN HE XOTAT, YTOObI 51 y4Mncs 3a rpaHulen

apyroe, 4to?

12.Bonpoc ansa Tex, KTo noctynaet B CalMeHCKUI YyHMBEpPCUTET NPUKNaaHbIX

Hayk B 2015 roay. YTo Bbl OyauTte genartb, €CNv He CNpaBUTECHb YCMELLHO C
BCTYNUTENbHbIM 3K3aMeHOM?
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o A 6yay noctynate B CanmeHckun YIH ewle pas, noka He NOCTynsito

O A nnaHvpyl yunmTbCs roa B POCCUMIACKOM By3€ M B Crnegylowem rogy CHoBa
npoboBatb noctynatb B CanmeHckun YIH

O A nnaHvpylo NOCTYNUTbL B POCCUNCKMIA BY3 1 3abbiTb 06 yyebe 3a rpaHunuen

O A He nnaHupyk HUKyda nocTtynaTb, a 6yay coBeplleHCTBOBaTb CBOE 3HaHWe
AHITIMNCKOrO A3blka U FOTOBUTLCA K BCTYNUTENbHOMY 3K3ameHy B CanMeHCKui
YTH B TeyeHun roga

O Apyroe, 4to?

13.BbI koraa-uHnMbyab cnbiwanu o6 OTKpbITOM YHMBepcuteTe B CauMeHCKOM
YMNH?

(Omkpbimbili  yHUsepcumem rpednazaem KaxodoMmy, 6He 3asucumocmu om
gospacma u obpa3osaHusi, B03MOXHOCMb y4umbcsi 8 CaliMeHCKOM yHUsepcumeme
rnpuknadHbix Hayk. B Omkpbimom YHusepcumeme rnpednazaromcs Kypcbl 8 riobol
obnacmu oby4yeHusi, Komopble A8MsMcs Yacmero crneyuansHocmu. ObyyeHue 8
OmkpbimomMm YHugsepcumeme asmomMamu4yecku He eedem K rMosly4eHuro Ournsioma,
HO ecnu nomom ebl nocmynume 8 CatmeHckul YIH Ha cneuuanbHOCmMb Mol Xxe
obnacmu, ymo u usy4yanu & OmKpbimom YHusepcumeme, MO [10/1y4EHHbIEe
Kpedumbsl eam 3admym & oOurisioM. B Omkpbimom YHueepcumeme 6bl MOXeme
ros1ly4umb HOBbIE 3HaAHUSI U OC8EXUMb YXe UMEWUECS HasbiKu, 03HaKOMUMbCS C
obyyeHuemMm 8 yHUgsepcumeme rnpuknadHbix Hayk QUHASHOUU, MPOCcmMo y4umbcs Ons
geceribs U pacwupsimes ceoli Kpye2o3op. bonee mozo, Omkpbimbili YHUgepcumem —
amo  xopowasi 803MOXHocmb rocmynumes 8 CaltmeHckut  YIH  6e3
8cmyrnumersibHbIX 9K3aMeHo8 Mpu ycrosuu, 4mo ebl nonydume 60 Kpedumos 8
pamkax y4yebbl 8 Omkpbimom YHusepcumeme. [na xumenel Poccuu
eO0UHCMEeHHbIM npernamcmeuem 0ns y4ebbl 6 OmkKpbimom YHusepcumeme
A6/115emcsi  HE803MOXHOCMb  [107ly4UmMb ~ CMyOeHYeckoe  paspeweHue  Ha
npeboigaHue 6 @uHNAHOUU, HO cywecmayem 803MOXHOCMb y4YUMbCS MO
mypucmudeckol mMyrbmuesuse).

o pAaa

O HeT

14.NoToBbI NU Bbl NNIaTUTb 3a 06yquMe B OTKPbITOM yHMBepCMTeTe?

(lMnama 3a obyyeHue cocmasrnsem 10 espo 3a 1 kpedum. OOuH npedmem 8
cpedHem - 3 Kpeduma. [lns mex, Kmo xenaem u3y4amb HECKOJIbKO rpedmMemos
6e3 ozpaHuyeHus, cyuwecmsyrom ckuoku: ObydeHue 3a o0uH cemecmp - 90 egpo.
ObyuyeHue 8 meyeHuu ece2o y4ebHo20 200a — 150 egpo.)

o Aa

O HeT, noyemy?
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15.Kakyro chopmy o6yyeHusi B OTKpbITOM YHUBEpPCUTETE Bbl NpeanoynTtaeTte?

O

O

O

O

ANCTaHUMOHHOEe oby4yeHne
OYHbl€ 3aHATUA
ANCTaHUNOHHOE 0by4eHne BMECTE C OYHbIMU 3aHATUAMMU

apyroe, 4to?

16.Kak yacTo Bbl MOXeTe nocellatb OYHble 3aHATUA B JlanneeHpaHTe BO

BpeMsA y4eobl B OTKpbITOM YHUBepcuteTe?

KaXkObl OeHb

napy pas B Hegerno

HEeCKOSbKO pa3 B MecsiL,

A npegnoynTalo TONLKO ANCTAHUMOHHYO (bopMy 06yyYeHus

apyroe, 4to?

17.KaxeTcsa nu Bam npuBriekaTeribHOM BO3MOXHOCTb nony4unTtb 60 KpegutoB

M noctynutb B CanMeHCKUM YHUBEPCUTET NpPUKIagHbIX HayK 6e3
BCTYNUTENbLHOIo 3Kk3ameHa?

aa
HeT, nodyemy?

18.Kakue cylwiecTBYIOT NpensaATCcTBUSA Ans o6yyeHus B OTKpbITOM

O

YHuBepcutete CanmeHckoro YINH?

domHaHcoBblE TPYOHOCTU

npobnema HanuTh Xunbe

HEBO3MOXXHOCTb NOSTyYUTb CTyLEHYECKOE paspeLleHne Ha npedbiBaHne

A He xouy TepaTb roa, obyyasicb B OTKpbITOM YHuBEpcuTeTe, Tak Kak HeT
rapaHTuM TOro, YTO S NOCTYNO Ha CneayLwmi rog

Mou poautenun cumtarT, 4Tto yvyeba B OTKpbITOM YHMBEpcUTETE - 3TO He
cepbesHo

apyroe, 4to?

19.PaccmartpuBaeTe nu Bbl Ansa ceba yueby B OTkpbiTOM YHUBepcuteTe

O

O

CanmeHckoro YIMH?

aa
HeT, no4yemy?
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20.Jlerko nu nony4nTb NoApPo6HY Hopmauuto 06 obyvyeHnn B OTKPLITOM
YHuBepcuteTe B CanmeHckom YIH?
o Aa

O HeT, noyemy?

21. KommeHTapum pecrnoHaeHTa K onpocy




