
Good morning!

We will start at 10:00

Expanding East: 
Current Market Opportunities 

in the Middle East, 
India & China





Set up your startup in 
Finland with ease -

from permits to 
operations, we’ve got 

you covered.

Connect

Join Finland’s 
innovation network -

meet mentors, 
founders, and investors 

who open doors.

Grow

Scale your business 
globally with expert 
guidance, funding 
access, and local 
market insights.

Land & Launch



We help to launch startups and SMEs from the capital region into global 
markets. Sisu Factory Global Growth is your trusted partner for scaling 
abroad, connecting you with the right networks and collaborators.

Built in the capital region of 
Finland, ready for the world

• Events & workshops
• Trainings
• Market knowledge

• Business advisory
• Ecosystem knowledge

• Global network
• Trusted partners, investors
• Connecting companies with 

global talents

• New markets
• Export events
• Company delegations



With you 
from local 
to global

Lauri Määttänen

Project Lead

Petri Lautjärvi

Project Manager

Defence
Dual Tech
Gaming

Chemtech
Quantum

Sari Päivärinta

Project Manager

Logistics
Food

HighTech
EdTech

Marjukka Holopainen-Rainio

Lead Business Advisor

Safety & Security
Circular Economy

Health Tech



TODAY’S
AGENDA 

Middle East by Jorge Fernández Gates, 
Embassy of Finland in Abu Dhabi

India by Swarnakshi Luhach and Ishita Jain,
Dvaya Oy

China by Lauri Tammi, Mingle Advisors

Q&A



Feedback, 
please ☺

https://emea.dcv.ms/MN6ayK66w
q

https://emea.dcv.ms/MN6ayK66wq
https://emea.dcv.ms/MN6ayK66wq


Do contact!

Sari Päivärinta
Outbound & Growth, Project Manager

Business Vantaa

sari.paivarinta@vantaa.fi

+358 408210868

mailto:sari.paivarinta@vantaa.fi






• Diversification beyond oil

• AI and digital transformation

• Infrastructure mega projects

• Sustainability transition









• Relationships before transactions

• Decision-making may take time

• Seniority and hierarchy matter

• Frequent visits build credibility

• Long term commitment is essential



• Expecting fast commercial results

• Trying to manage remotely from
Europe

• Underestimating local competition

• Lack of local partnerships

• Assuming the region is culturally
identical



• Product validation

• Consultants, advisory, local partners

• Regional hub strategy

• UAE as a entry point for regional expansion.

• Partnerships

• Distributors, agents, stratetic partners.

• Visibility

• Institutional Support

• Finnvera, Finnish Embassies, Business Finland, 
Economic Development Agencies





• The region is transforming rapidly

• Opportunities extend far beyond oil
and gas

• The GCC is driving investment and 
innovation

• Finnish expertise aligns strongly
with regional priorities

• Success requires patience, 
relationships and local
understanding





India 
as a target market

Beyond the headline sectors



▪ India and Finland elevated ties in March 2026 to a Strategic Partnership in 
Digitalisation and Sustainability .

▪ The two sides agreed that the aim should be to double bilateral trade by 2030.

▪ The EU is India’s largest trading partner . EU–India goods trade reached €120b in 
2024, while services trade reached €59.7b in 2023.

▪ The recently concluded EU–India FTA matters for SMEs because it includes a 
dedicated SME chapter and is expected to eliminate or reduce tariffs on over 
90% of EU goods exports.

Why India and why now?
This is the first time in the modern Finland-India corridor that the 
policy, commercial, and institutional frames have all moved in the 
same direction simultaneously.



Scale alone doesn’t define opportunities, 
but scale plus accessibility can signal 
commercial possibilities.

One of the fastest-growing 
major economies, domestic 
demand is the engineGDP growth1

6.6 %

1: Forecasted GDP growth for FY 2026-2027, The World Bank
2, 3: Data Reportal, Digital 2025 India Report, January 2025
4: National Payments Corporation of India (NPCI), 2025
5: Till June 30, 2024, Press Information Bureau (PIB)

India at scale-
the numbers
that matter

806 m
Internet users2

Digital-first go-to-market is 
now viable at scale

Smartphone
85.5 %

Mass-market digital distribution 
is possible for products and is 
not a premium proposition

88000

112000 118000

2022 2023 2024

Registered startups5
115 000 +
A ready commercial ecosystem

10 b Digital
monthly 
transactions4

Payment's infrastructure solves an 
EM entry problem

21.2 GB
Median mobile data

The highest in the world; the 
cheapest data cost globally

households3

usage per person/month



Finland-India corridor
through the years

Foundation phase Structured co-op
phase

Services & digital
acceleration phase

Strategic, EU-linked
corridor phase
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▪ Finland established 
diplomatic relations 
with India in 1949.

▪ India-Finland Trade 
Agreement signed in 
May 1949.

▪ Science and 
technology 
cooperation 
framework in 2008.

▪ Information security 
cooperation MoU in 
January 2010.

▪ New economic 
cooperation 
agreement in March 
2010.

▪ Digitalisation 
cooperation formalised 
in November 2019.

▪ High-level political and 
economic engagement 
increases.  

▪ Education and 
vocational cooperation 
get renewed attention in 
2023.

▪ EU-India FTA concluded in January 
2026. 

▪ Prime Minister Orpo visits India and 
links Finland’s opportunity to the 
EU-India FTA.

▪ Finland and India elevate relations 
to a Strategic Partnership.

▪ Business Finland's Finland–India 
Joint Innovation Call supports 
Finnish companies in entering the 
Indian market.

▪ The 2026 India–Nordic Summit 
boosts Finland's role in India–Nordic 
green tech and innovation.



The corridor today

Sustainability 
& Clean 
Energy

Digital Transformation & ICT

Education & Vocational Training

Healthcare 
& 
HealthTech

Industrial Partnerships

Double the present trade value by 2030Priority themes of the DESI framework

Small in absolute terms. Structurally improving. Re-priced by the FTA.

532 M

637 M

795 M 903 M 741 M
848 M

943 M
1 B

1.05 B
1.11 B

267 M
341 M

467 M
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504 M
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623 M

670 M
718 M

766 M
813 M
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Finland’s bilateral India page 
highlights newer cooperation in 

cyber security, space, the 
environment, and tourism

▪ Year-on-year trade growth +19% for FY 2025-26. Finnish exports to India grew 60% year-on-year in December 2025 alone.
▪ Cumulative Indian investments in Finland, $1b (2006-2024).
▪ Over 120 Finnish companies are active in India, of which 40 companies have a permanent presence. 

Bilateral trade $1.2- 1.5B

Sources: Embassy of India, Helsinki — India–Finland Bilateral Relations Brief (2025). India's Directorate General of Commercial Intelligence and Statistics (DGCI&S). Rubix Data via SME Street, March 2026. Statistics Finland, 2025. 



Finnish exports to India (goods, $) in 20241
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Finnish exports to India (services, $)

508 M
471 M

556 M 577 M
610 M

548 M
522 M

637 M

794 M

902 M

740 M

820 M

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

▪ The service-sector categories include: Telecom, IT, 
financial, engineering services, royalties, transport, 
travel, insurance, and consulting.

▪ Finland’s relationship with India has grown strongly, 
pointing to increasing demand for specialised 
expertise, engineering, digital systems, and 
knowledge-intensive capabilities.

1: Observatory of Economic Complexity (OEC), 2024.
2: United Nations Statistics Division, UN Comtrade Database.



Yes, but only if you enter as a small firm, 
not as a small version of a big firm. 

But, is India a
market for
Finnish SMEs?

01

02

India is a large market, 
but this is why many 
small firms hesitate to 
enter. They don’t want to 
compete with bigger 
companies for the same 
customers.

India is not a single 
market. It is made up of 
different states, price 
levels, and types of 
buyers. The opportunities 
that are best for Finnish 
SMEs are different from 
those that large 
companies are pursuing.

03
The Finland-India 
corridor does not clearly 
translate opportunities 
into manageable forms 
for early firms, so as to 
make them clear and 
specific enough to feel 
real while being different 
enough to avoid direct 
competition with wealthy 
companies.



For SMEs, the sector labels could 
be too broad. The commercial 
opportunity usually sits inside a 
narrower operational problem.  

01
The first engagement fits 
the firm’s capital, team 
size, and sales capacity.

Small enough

02
The buyer, use case, and 
problem can be clearly 
named.

Specific enough

03
There is a local route 
through a partner, 
institution, customer, or 
ecosystem actor. 

Partnerable

04
The offer can be tested 
in one use case before 
committing heavily. 

Pilotable

05
The firm can explain 
why its offer is hard to 
copy or substitute. 

Differentiated

06
Pricing, implementation, 
training, support, or 
features can be adjusted.

Adaptable

The SME-
filter for the
corridor



Health care
diagnostics support, hospital workflows, 
infection control, workforce solutions

Education
vocational training, applied learning, train-
the-trainer, employability systems

ICT and digital solutions
niche software, analytics, monitoring, 
workflow tools

Sustainability
monitoring, efficiency, reuse, compliance, 
small-system solutions

Design, maintenance, innovation
packaging, process quality, service design, 
after-sales support, specialist maintenance

Official corridor
language

What it can mean 
for SMEs



Education, skilling and workforce readiness

India’s demand signal

▪ India's Migration and Mobility MoU with Finland focuses on sector-
specific training aligning with European standards. 

▪ India’s National Education Policy introduces early vocational education.

▪ 1.48 m schools and 248 m students, with 80 m in private K-12 education. 
The mid-tier, with monthly fees of ₹2 000 to 10 000, is the fastest-
growing buyer segment.

The fit

Digital skills assessment tools, teacher training modules, STEM/applied 
learning kits, vocational simulation tools, employability dashboards, 
workplace-readiness learning platform, train-the-trainer systems, industrial 
safety or technical-skills modules

Where can an These are opportunities which are 
commercially plausible, insufficiently 
discussed, and aligned with real Indian 
demand.SME land?



Food systems and agri-value chains productivity

India’s demand signal

▪ Approval for 41 Mega Food Parks, 400 cold-chain projects, 76 agro-
processing clusters, and 588 food-processing units. As of February 
2025, sanctioned 1,608 projects.

▪ India‘s food exports were $49b in FY 2024-25.

▪ There is a significant processing gap, with only 4.5% of fruits and 
2.7% of vegetables being processed.

▪ Agri-tech is a $24b market. The utility layer is crowded.

The fit

Scope for B2B enablement: Packaging and shelf-life testing tools, 
cold-chain monitoring sensors, food safety and QA software, 
traceability systems, process-quality dashboards, drying, sorting, 
grading or storage technologies, low-maintenance farm-gate cold 
chain, farm-to-processor data tools, precision irrigation or input-use 
optimisation tools, crop monitoring tools for organised producer 
groups, and affordable soil-moisture sensing



Health operations and digital care-support systems

India’s demand signal

▪ India’s Ayushman Bharat Digital Mission seeks to create an integrated digital health infrastructure to connect healthcare 
stakeholders through "digital highways.“

▪ Finland’s India-facing promotion explicitly includes health care as a priority area. 

▪ Health tech share of the healthcare innovation market in India is $7b in 2023; Medical devices trajectory is expected to be $50b by 
2030.

The fit

Infection-control dashboards, hospital workflow software, diagnostics-support tools, patient-flow and bed-utilisation tools, care-
team scheduling systems, remote monitoring platforms, telehealth workflow add-ons, clinical training and compliance modules, and
hospital staff upskilling tools



Water, wastewater and circular industrial systems

India’s demand signal

▪ SITRA’s India engagement and the World Circular Economy Forum 2026 in India 
give Finnish firms a natural stage.

▪ AMRUT 2.0 targets water security in Indian cities by improving clean water access 
and sewerage systems.

▪ Indian manufacturing clusters generate massive recoverable waste streams with no 
structured circular solutions

▪ SPICE scheme to promote circular economy adoption among micro and small 
enterprises.

The fit

Small, modular, sensor-led, software-enabled, or process-improvement solutions:
water-quality monitoring sensors, wastewater reuse analytics, small-scale treatment 
modules, micro-desalination or brackish-water systems, industrial water-efficiency tools, 
sludge or waste-stream monitoring, material-flow tracking software, industrial symbiosis 
consulting, recyclate supply chains, and circularity audit tools for factories, compliance 
dashboards for manufacturing clusters



This approach breaks down the entry pathway into a narrower sequence of tests.

The pathway for your firm 

01
Define one 
concrete use 
case

02
Find one local, 
institutional, or 
channel partner

03 Run one small 
pilot

04
Adapt offer, 
delivery model, 
and pricing

05
Decide whether 
to scale, localise 
further, or stop



Action
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Write a one-page 
India note: revenue 
model, entry horizon, 
capital, customer 
type

The 90-day plan
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Apply to Business 
Finland Market 
Explorer; Engage 
Team Finland in 
India
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Expect
Internal company 
alignment

Expect
Scoping visit; bilateral 
contact

Action

Run 8-12 structured 
customer 
conversations with 
buyers in your 
chosen pocket

Expect
Buyer intent signal; 
prospects

Action

Engage Invest India 
sector desk; scoping 
preliminary entity 
structure 

Expect
Regulatory roadmap; 
entity decision

Action

Physical scoping 
visit; partnership 
conversation; 
term-sheet stage

Expect
Decision to 
commit or re-
scope



The corridor is open

India presents significant opportunities beyond just 
serving large corporations. For smaller Finnish firms, 
the country can be a viable growth market, particularly 
if they offer the right niche products or services. The 
key consideration is not merely the size of the Indian 
market, but rather whether your solution addresses a 
genuine demand within it.

and it’s built for you



Thank You

www.dvaya.fi
luhach@dvaya.fi ; jain@dvaya.fi

Dvaya Oy is focused on structured Finland–India
engagement. We help companies interpret
market realities, identify partners, reduce
execution risk, and turn cross-border interest
into practical entry pathways.

Thinking about India? Dvaya can help
you assess whether India is the right
next market and how to take the first
credible step.

Check out the guidebook on ‘Exporting to 
India from Finland’





2026年1月25日，芬兰总理访华
On January 25, 2026, the Prime Minister of Finland visited China.



我们是谁

梦路咨询 Mingle Advisors｜2017，中国, China
梦路咨询成立于2017年于中国杭州，专注推动中芬政

企深度合作，为国际合作项目提供专业、高效、可落

地的解决方案。

Tammi Consulting｜2024，芬兰, Finland
Tammi Consulting成立于2024年，位于芬兰，通过

Pulse.AI数字化对接平台，打造中芬跨境合作新模式，

让企业合作更智能、精准与高效。

Founded in 2017 in Hangzhou, Mingle Advisors focuses on 
advancing Sino-Finnish government and business 
cooperation, delivering professional, efficient, and practical 
solutions for international collaboration projects.

Founded in 2024 in Finland, Tammi Consulting leverages the 
Pulse.AI digital matchmaking platform to create a new model 
for Sino-Finnish cross-border collaboration, making business 
cooperation smarter, more precise, and more efficient.

我们的能力 Our Capabilities
• 10+ 年中芬合作项目经验

10+ years of Sino–Finnish cooperation experience

• 战略咨询 + 项目落地执行

Strategic consulting + project implementation

• 政府&企业长期合作伙伴

Long-term partners of governments, companies

核心服务范围 Core Service Areas
• 中芬政府对接 
Sino–Finnish Government Cooperation

• 企业商务咨询 
Business Consulting (China ⇄  Finland)

Company Profile



十年初心不改
A decade of unwavering commitment





服务案例：政府代表团
Service Cases： Government Delegations

2025年10月 上海市人大常务委员会访问芬兰赫尔辛基
the Standing Committee of the Shanghai Municipal People’s 
Congress

2023年1月  杭州市投资促进局访问芬兰奥卢
Hangzhou Investment Promotion Bureau

, 





Helsinki Region — Promoting Friendly Cooperation Between the Helsinki-Uusimaa Region and Zhejiang Province (5 years)



服务中关村软件园（三年）建立山西梦路中芬合作中心

Served Zhongguancun Software Park for three years.



City of Espoo — Assisted in importing medical supplies, saving the government €10 million



City of Helsinki：Organized the Beijing Design Week event, showcasing Finland’s design and culture to a global audience.







Pulse.AI 数字合作平台 



Contact Us

Lauri Tammi
CEO & Founder

10年中芬商业经验

Email：lauri@tammiconsulting.com
Tel：+358 41 313 6872
Tammi Consulting Ltd
Porkkalankatu 5, 00180 Helsinki, Finland

Aurora Liang
COO

中外合作专家

Email：aurora@mingleadvisors.com
Tel：+358 41 313 2568
Tammi Consulting Ltd
Porkkalankatu 5, 00180 Helsinki, Finland

Markus Tammi
Co-Founder
服务设计专家

Email：markus@tammiconsulting.com

Tammi Consulting Ltd
Porkkalankatu 5, 00180 Helsinki, Finland



期待与您合作 
Looking forward to working with you.


