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Research Questions, Approach and 

Research Methods

1. What are the main features of management 
and leadership models and performance 
measurement indicators (PMI) used at present 
in Finland ?

2. How should these models and PMI be 
adjusted to Russian business environment?

3. Constructive approach.

4. Both qualitative  and quantitative methods 
are applied, about 100 interviews carried out.



Uniqueness of the Russian Market

• Different motivations

• Differing traditions in management both 
Soviet and post-Soviet

• Russian tradition of authoritative leadership • Russian tradition of authoritative leadership 
equaling “effective” leadership

• Lack of team building tradition – hampers 
network formation

• Extensive informal networks – positive and 
negative aspects for firm



Topologies of Business Networks (VTT)



A Model for Planning and Implementing 

Strategy in Project Business

A model for Strategic Planning and Strategy Implementation in Business Networks.
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Dimensions of Performance Measurement
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1. Target amount of production

2. Market share target, achieved in %

3. Average price/margin cost

4. Development of sales prices/unit

5. Number of new customers

6. Share of deliveries in time
20. Percentage of CRM use in all 

projects

21. EBT-achievement-%, target e.g. 6% 

(EBT=profit/turnoverx100%)

22. ROCE-achievement-%, target 35%

(EBT+interest/(Balance-non-int. bear.)

23. Performance/capacity of network

24. Annual growth of turnover 

Previous year % This year % Next year %

Performance Measurement Indicators (PMI)  for Strategy Implementation 

P6 P1

0

10

20

6. Share of deliveries in time

7. Successful deliveries in (%)

8. Average time of delivery dev.

9. Network meetings (impl./target, %)

10. Kept 95% (Staff turnover < 5%)

11. Skill profiles, training agreed...

12. Targets set in appraisals.

13. Successor plan key persons

14. Integrated purchases/all purch. (%)

15. Accident trend (actual/targe t, %)

16. Productivity   trend e.g.

EBT/employee/year, target 20 000 €

17. Customer satisfaction  B2B

(actual/target index)

18. Recognition  among B2B potential 

clients on area

19. Share of key customers in 

turnover, ideal 80% 

projects
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Development need of Management and Leadership in Finnish 

Russian Project Business (Application of Blake& Mouton -model)
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THE NECCESARY 
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FINNS

MINIMUM

EFFORD IS 

EXPENDED TO 

ACCOMPLISH 

A TASK

EFFICIENCY IS A 

RESULT OF 

CONTROLLING 

CONDITION SO 

THAT HUMAN 

ELEMENT

INTERFERE TO A 

MINIMUM 

DEGREE.

LE
A

D
ER

SH
IP

: C
O

N
CE

R
N

 F
O

R
 P

EO
P

LE
 

MANAGEMENT: CONCERN FOR PERFORMANCE
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