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1 THE OBJECTIVE OF THIS PROJECT 

The objective of this project is to make CleanExpo more 

known, so that people and organizations would consider the 

environment more often in their actions. 

 

CleanExpo is a trade fair in Internet, where you can go for 

search for partners for your business or solutions, if you have 

a problem or you want to make your action more 

environmentally friendly. 

 

 

1.1 Landscaping 

 

Landscape Design plays a significant role in rotating economy, 

since the aim is to avoid the disposal of materials in the final 

disposal as far as possible. Previously the final disposal was 

called a landfill. Instead of virgin materials, recycled materials 

can be used in the construction of the urban environment. 

Often though, these materials require special handling prior to 

placing the environment. In CleanExpo you can find companies 

that are specialized in both, processing of landscape and 

landscaping materials.  

 

For example Lepaan Osaajat reports, that they can do 

landscaping to small yards and to larger units to. They also 

nurse of the green areas, treat trees, do planting and so on.  

 

 

1.2 IT solutions 

At present- end especially in the future – none of the activities 

that promote the rotary economy will proceed without IT 

applications. We all have heard about the terms Smart Coty, 

Smart Water and so on. In Clean Expo you can find companies 
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that can help you achieve more effective solutions on the way 

to the most complete rotating economy.  

 

 

1.3 What more could Clean Expo need? 

 

Clean Expo needs more companies to advertise and tell 

people about themselves. Bio-economies is a significant new 

branch of the economy, which offers enormous opportunities 

for Finland in particular. Forest trees, field products and 

biomass produced by the city are raw materials from which 

different products are processed from furniture and paper to 

cosmetics and medicines. Rotary economies is a very 

comprehensive new economic trend. Its origin is based on a 

number of different facts, from which the limitations of 

energy resources and materials are perhaps the most 

significant.  

 

So this project is about how to get these many companies 

aware of CleanExpo? In Finland, there is basically always a 

good and breathable air. But there are also significant skills in 

Finland to guarantee good air quality. We want to present 

those innovations and those companies in Clean Expo! 

 

The principle of rotary economy is to guarantee a long life 

cycle for all products and materials. This also requires 

intelligent logistics services, and Finland is the top of 

intelligent transport and logistics. It is impossible to re-use 

products or materials for the same or different purpose if 

waste management logistic does not work. So these are the 

things firms should be able to find answers in CleanExpo. 
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2 INTRODUCTION OF THE CLEAN EXPORT 

 

In fall 2016, planning of the Clean Export started. Marketing 

began in December of 2016 and in June of  2017, the fair 

opened.  

 

Clean Export is a circular economy fair, where you can find 

information about many things any many different ways. It is a 

network about e-commerce and marketing, helping you with: 

 

 Product and company presentations 

 Conference rooms 

 Business advice 

 Webinars, panels and workshops 

 FLUSH StartUp-business 

 

Like in a normal trade fair, in circular economy fair (CEF) your 

organization is presenting its own action. Only now your 

company can be presented all over the world, and 24/7. The 

organizations have their own marketing materials and 

simultaneously they can still be active in their own business.  

 

Digital channels provides service in web stores for a firm or a 

joint of some web store. That way CEF´s digital channels will 

bring new possibilities to SME´s marketing and sales.  

 

Also there can be meeting rooms and meeting areas, and 

there can be panel discussions and lectures. 

 

Fairs act in Internet and are international, so the place where 

the fairs are operated isn´t in a great role at all. Working 

around the clock requires other locations to administrate the 

content also. Perhaps even from other side of the Atlantic.  

 

Circular economy fair can offer a great visibility to its 

customers. Finland is quite small market, and easily saturated, 

so CEF can offer companies an international visibility. Many 

small firms have also limited resources to produce and update 

their own marketing materials. CEF is a platform where 

customers can find  the firms they are looking for, while the 
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company can focus on its own action. That way customers 

could find smaller businesses too, not only enterprises.  

 

In this way companies can create extra value for themselves 

and test new ways of doing business.  

 

 

2.1 Who is behind Clean Expo? 

 

The CleanExpo Virtual Fair has been launched by the Clean 

Export project, which is partly funded by the European 

Regional Development fund. It is been supported by the cities 

of Hämeenlinna and Forssa and Riihimäki Tilat ja Kehitys Oy 

and HAMK Oy. The CleanExport project focuses on the 

internationalization of SME in the Cleantech region. 

Workshops have been organized in the project and companies 

have been mapped to explore the markets.  

 

CleanExpo also works together with happening called FRUSH. 

The FRUSH brings together companies and operating models 

that implement the rotating economy around Finland. FRUSH 

is an event that promotes entrepreneurship in the rotary 

economy. It is held for the first time in Forssa, Häme 

University of Applied Sciences. The project is funded by the 

HAMK. 

 

 

3 CURRENT STATE OF MARKETING 

CleanExpo is just starting up, so there is not more than two 

companies in presentation now. It would be very important to 

make a brand about CleanExpo, get more companies along.  

 

Rather tha  operating in isolation from other functional 

areas, the successful business marketing manager is an 

integrator – one who understands the capabilities of 

manufacturing, R&D, and customer service and who capitalizes 
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on their strengths in developing marketing strategies that are 

responsive to customer needs. Marketing managers also 

assume a central role in strategy implementation. Recent 

research indicates that in companies found to be strong 

strategy execution, over 70 percent of employees affirm that 

they have a clear idea of the decisions and actions for which 

they are responsible; the figure drops to 32 percent in 

orga izatio s eak o  exe utio .  (Business marketing 

management : B2B, Hutt, Michael D. ;  Speh, Thomas W., 2010, 

page 158) 

 

Corporate strategy defines in which business area a firm 

competes. Business-level strategy centers on how a company 

competes in its industry. A strategic business unit is collection 

of businesses or a single business that has a distinct mission 

and a responsible manager. (Business marketing 

management : B2B, Hutt, Michael D. ;  Speh, Thomas W., 2010, 

page 155) 

 

At first we have to come with a strategic: what are we 

marketing to whom? 

 

 

4 MARKETING STRATEGY 

Marketing should not be seen merely as measures to support 

sales growth, but rather as measures to strengthen and 

maintain consumer confidence. (Markkinointi 3.0, Kotler, page 

60) 

 

A good mission can bring up Busi ess as U usual , like A ita 
Roddick by The Body Shop. An unusual idea and a good 

mission together can bring about a new meaning on markets. 

(Markkinointi 3.0, Kotler, page 68) 

 

You have to show consumers that mission of the organization 

belongs to them and they have a responsibility about 

implementing that, too. When the story has been told through 

marketing in consumers network, the stories will spread out 

https://hamk.finna.fi/Search/Results?lookfor=Hutt%2C%20Michael%20D.&type=Author
https://hamk.finna.fi/Search/Results?lookfor=Speh%2C%20Thomas%20W.&type=Author
https://hamk.finna.fi/Search/Results?lookfor=Hutt%2C%20Michael%20D.&type=Author
https://hamk.finna.fi/Search/Results?lookfor=Speh%2C%20Thomas%20W.&type=Author
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from one member of network to another. (Markkinointi 3.0, 

Kotler, page 78) 

 

To market a company´s or product´s mission to consumers, a 

company must create a mission that lives in change. There 

should be an interesting story and company must involve the 

consumers in implementing the mission. (Markkinointi 3.0, 

Kotler, page 81) 

 

 

4.1 Stakeholders 

 

Stakeholders are a complex combination of companies, 

consumers and employees. The role of the stakeholders is 

versatile, because they make changes, and create 

partnerships. Choosing partners must be in line with the 

company´s meaning, identity and values. (Markkinointi 3.0, 

Kotler, page 104) 

 

 

5 DEVELOPMENT PROJECT 

Circulation economy, sustainable development, and saving 

resources of nature are big values nowadays, and in the 

future. Markets of this segment are growing and consumers 

are more and more aware of how they act as consumers.  

 

Who are the target group of GreenExpo? Who should we be 

marketing it for? Let´s think about a family, who wants to 

build a house. They are modern people, and they value nature 

and they absolutely want to consider circulation economy 

when they make their decision. So they contact different firms 

that build houses. 

 

For example, Teijo-Talot Oy is marketing their houses as 

energy efficient and ecological. They use recycled materials, 

they consider environment and they want to make sure that 
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indoor air is healthy.  Firms like Teijo-Talot Oy should 

absolutely be marketing and networking in Clean Expo. 

 

Consumers nowadays are demanding and they know what 

they want. A company must be able to tell them why is the 

house they build more ecological than some other house? 

Ecological values are also very vulnerably. If it turns out that 

one paint the company has used, isn´t so ecological, it could 

ruing company´s reputation. So the company must be very 

careful when it chooses it stakeholders. Founding good 

stakeholders would be easier, if they were marketing on 

CleanExpo. 

 

When building houses you need much materials, like wood, 

pipes, electric wires and so on. Some companies produces 

those materials. Clean Expo would be just the great market 

where these firms could find each other. 

 

CleanExpo could be a channel for B 2 B marketing, but also for 

consumers. Of course the building business is just an example, 

any other business area could benefit this too.  

 

 

5.1 How to getting started? 

 

At first, there must be criterias  who can be marketing in 

CleanExpo. Consumers have to be able to trust that they are 

really doing an ecological choice, when they make business 

with member of CleanExpo. 

 

Then I would participate in trade fairs and make CleanExpo 

known. Local newspaper would love to make news about 

CleanExpo, I´m sure. Now the story about CleanExpo starts to 

travel. 

 

After that I would interview companies who tell that they are 

ecological. Why do they tell that? Who are their stakeholders? 

If you get one big construction company to the market of 

CleanExpo, there will become many others at the same.  
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6 MARKETS OF CLEANEXPO 

 

A benefit of virtual trade fair is that you can do business even 

when you are sleeping. I am sure that there are markets 

abroad too for CleanExpo.  

 

Glo alizatio  refers to the flo  of goods a d ser i es, apita 
(money), and knowledge across country borders. Globalization 

enhances the economic interdependence among countries 

and organizations across countries. According to Thomas 

Friedman, the author of the popular book, The World Is Flat, 

we are in yhe third stage of globalization, with the first 

involving internationalization of countries, the second 

involving companies moving into international markets, and 

the current and third stage involving individuals collaborating 

(and competing) on a global basis.  (Ma age e t, Hitt, Bla k, 
Porter, 2005, pages 79-80) 

 

Understanding a country´s environment is important for 

managers, both institutions and culture, when marketing 

internationally. The institutional environment consists of the 

country´s policies, rules and enforcement processes. This 

influences the behaviour of the organizations and individuals 

that want to operate within this country. Economic 

development is important to foreign and local companies as 

well because it opens up better and bigger market 

opportunities for each of them. Governments also develop 

policies and laws to govern behaviour of their organizations 

and citizens operating within the country boundaries.  

(Management, Hitt, Black, Porter, 2005, pages 80-81) 

 

Customer relationships are time-changing and evolving social 

structures that guide the content and results of exchanges 

between talented parties. (Strategisen markkinoinnin 

perusteet, Tikkanen, Aspara, Parvinen, 2007) 
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The role of supplier relations has long been underestimated 

from marketing point of view. The company´s supplier base is 

in addition to the customer base as well as a key relationship 

category, whose management is an important factor in the 

success of a company´s operations. (Strategisen markkinoinnin 

perusteet, Tikkanen, Aspara, Parvinen, 2007, pages 33-34) 

 

When marketing company as an ecological choice, it is very 

important to remember ecologic when transporting products 

too. Let´s think about a firm who sells for example air source 

heat pumps, and tell people how they save energy and keep 

the quality of inside air healthy. Then they expand their 

actions from Finland to Germany. How can the firm transport 

their air source pumps to Germany ecological? It cannot be 

done by a ship which leaks oil into the Baltic Sea! Costs of 

transporting can also be enormous.  

 

But of course the idea of CleanExpo can be copied to any 

country. Probably it would be best to make it work here in 

Finland first, and then start to advertise the idea 

internationally. 
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