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HOW TO RECOGNIZE THE BIG WHILE IT IS STILL SMALL

By Slobodan Vulesevic

During the past months B&H media outlets have been "besieged" by news stories that, with the help of 
bombastic headlines, keep inviting workers from the region to Norway with the promise of astronomical 
wages. True or not - the time will tell. Undoubtedly, there are more opportunities for joint business 
endeavors with this Nordic country than we could possibly fathom. Understandably, provided the very 
high standards are met.

The First Story
One year ago the BIP staff from B&H visited Norway on a study trip.
They visited, among other, several companies in order to gain an insight into the manner in which 
businesses are managed in this wonderful country and the ways the Norwegians invest in doing business 
and run their companies.
On this occasion, only for the purpose of comparison, we highlight visits to two companies. Not in order 
to advertise them but rather for the fact that one is a typical Norwegian company while the other one 
was founded by "one of our" people who adapted the way of doing business to the conditions in this 
country.
"Hansen Protection" is a high tech company that already in 1976 produced a supreme survival suit used 
by workers on oil platforms in the North Sea. An impressive list of products reflects this company's 
development basis: innovation and extremely high quality.
One part of the company's plant is located in the municipality of Moss in Østfold county and this is 
where the final processing takes place i.e. "assembly" of the suits for survival in extreme conditions such 
as those prevailing in the waters of the North Sea.
The factory itself and everything around it appears to be flawlessly organized while the quality of the 
product itself is best described by an interesting exchange between the quality manager of "Hansen 
Protection" and the study group from 
B&H. Mr Knut Asle was, initially, taken 
rather aback by our question as to the 
length of warranty on the protective suits!
In order to clarify the question we 
proceeded "hastily" and more "to 
the point": "One, two, three years, what 
sort of warranty do you offer on these
suits?" 
"Here, let's say on this one", a colleague 
of mine asked pointing to one of the 
displayed models.  
At that moment, a smile crossed the face of this very courteous gentleman and then we realized that 

even our definitions of concepts differed! 
"Well, we guarantee your life. Yes, in the prescribed conditions, let's say sea temperature around zero, 
we guarantee that you will survive without any consequences during the time period prescribed for this 
suit. For any product i.e suit the maintenance standards and the use standards are clearly prescribed. 
We guarantee life under prescribed circumstances", clarified Knut Asle.
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These suits are made from 
materials that are as innovative 
as much as anything else in this 
factory is innovative: From the 
very facilities that do not disrupt 
the wonderful natural 
environment around them, 
environmental awareness, 
continued investment in the 
labor force and permanent 
monitoring of client needs and 
creation of new products and 
packages. 

It merits noting that due to the high price of the survival suits "Hansen Protection" rents these suits out 
to those companies that are not ready to set aside significant funds for this equipment or the nature of 
their business does not demand its use on a permanent basis.
Under these conditions, as well as when you buy such a suit, the warranty rules are very clear, and a 
"Hansen Protection" team is there by your side - and they guarantee life under these conditions. Not to 
mention that these suits have "optional equipment" akin to that of a spacecraft: radio locators, GPS and 
a few more things for which no suitable word has still been invented in our part of the world! This is the 
way a Norwegian company "thinks".
Visiting the plant and everything around and inside of it gave me a clear idea that his words had nothing 
to do with marketing but clarified the very business philosophy of this company that used to be part of 
the "Helly Hansen" family.
Is it possible for us to attain these standards?
Is it necessary to be a Norwegian in order to make products for this market?

The Second Story
Let's, in lieu of the answer, offer the story number two.
Company "Selma Kjøkken" founded in 2002 Sead Sejtanic from Capljina, B&H.
In the municipality of Ski, not far from above-mentioned town of Moss, he commenced, at that time, 
with the sale of 
kitchen furniture. His 
vision of this 
business has taken 
him much farther 
from a mere 
furniture store and 
this company today 
utilizes around 500 
square meters of 
showroom floor 
located in the 
industrial zone 
between the 
municipalities of Ås 
and Ski. Once we 
entered this exhibition space, we were welcomed by a "scent" of freshly baked bagels.
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Later on, I was laughing at myself about the way I had "fallen" for this trick. Even to this day, I maintain 
that I did not believe that those were real bagels, but rather that the day was long, packed with 
excitement and that I was hungry...
A lie! I definitively believed that those were real bagels and not a simple air freshener marketing "trick", 
a small jigsaw piece in a good customer-oriented "Selma Kjøkken" business story: quality, of course, but 
also an imposed feeling that you are in your mother's kitchen.
The quality of the very products, kitchens, is at the top of the range.
The prices are as well at the top of the range - the price range. Given our circumstances!   
I even tried to find a flaw: fittings perfectly positioned, edges of elements flawless, handles like I have 
never seen before and so many fine distinctions that make cooking easier that I did not even have the 
time to make note of all of them.

However, what we did learn 
talking to Mr Sejtanic is that 
his entire family is 
employed here and that
this company is, in fact, one 
of our people's family 
business - Norway style.
The most important thing is 
that all of these kitchens 
are made and assembled in 
B&H, in daughter company 
"Adonis", located in 
Herzegovina, close to 
Mostar.
Therefore, all the products 
that fill the huge "Selma 
Kjøkken" showroom space

are supplied directly from B&H! This is the key aspect of this story and the answer to the question 
whether it is possible for us to offer our products to the market whose demands have initiated the 
creation of a global brand such as "Hansen Protection". Of course, Mr Sejtanic, in the realization of his 
"Norwegian dream", was assisted by a great many. Both by the local authorities in Norway and the BIP!
Also, he himself did not fail to seize the opportunity and establish himself in the market of this Nordic 
country.

A Story from Pale
Beginning of April 2014 the BIP Norway staff and the BIP B&H staff visited Pale and Zepce and visited 
some of the companies whose representatives participated in the Business Growth Program 
The goal of this visit was to examine the influence of this program on the companies that had taken part 
in it, as well as to consider the possibilities of establishing business cooperation between domestic 
companies and companies from the Kingdom of Norway.
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The first to be visited was "Milkus" LLC 
company from The primary activity of this 
company is recycling of metal and scrap 
metal. By visiting the administration 
building and the recycling yard, it was
immediately visible that this company 
strives towards development in 
accordance with the European standards 
in this particular line of business. There is 
a restaurant for employees inside the 
administration building. The company 

holds international certificates and conducts its business 
outside B&H as well.
Apart from metal processing, "Milkus" is to introduce 
soon a processing line for plastic i.e. for production of 
plastic granules from plastic waste. This way, thanks to 
the fact that they have business units in Bijeljina and 
Banja Luka, the company will bring full circle the 
collection of primary recyclables, which would make them 
one of the regional leaders in the area of recycling.  

Our BIP caravan, led by our local consultant Olivera 
Knezevic, proceeded to the Hresa stone quarry where 
"Plakalovic promet" LLC produces renowned Hresa stone.
The quarry broke ground at the time the Austro-
Hungarian Monarchy commenced with the construction 
of the Sarajevo City Hall. The present owners continued 
the tradition of quality led by the belief that the then 
empire paid attention to every single detail hence 

decided, 
back in 
1892, to 
use the 
stone 
from this quarry.
Monthly production varies between 200 and 300 cubic 
meters of stone, the color of which resembles that of 
the "Botticino" stone from Italy.    
"Plakalovic promet" exports stone to the neighboring 
countries and several European states since, apart 
from the competitive price and nice exterior, the basic 
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advantage of this stone, that sets it apart from the competitors, is that it is very hard and is not porous.
This quality prevents it from absorbing water hence makes it resistant to sudden changes in 
temperature turning this characteristic into an additional competitive advantage.

After metals and stone, we move on to wood. 
Our journey takes us through the high forest to 
the plant belonging to "Oberon" LLC that 
specializes in wood processing, production of 
sawn timber, garden program and all other 
forms of wooden elements. This company's 
products can be found throughout the region, in 
the states of the former Yugoslavia. The 
company's intention is to find partners in the EU 

since, apart from the high quality products, it also 
has a high quality raw material given that they 
process first class beech/fir/spruce wood. The 
company owns a wood drying kiln. The willingness
of this company to commit to new production cycle 
investments points to the fact that new production 
models are pondered that would make the 
company competitive in a more demanding and 
specific EU markets.   

"Stanisic" LLC specializes in construction services 
and wood processing. Apart from the final 
processing of stone, marble and granite, the 
company produces high quality joinery (windows 
and doors) and acts as a sales representative for 
renowned makers of construction material. In this 
company as well, the main say rests with young 
people who are ready to tackle new business 
challenges and manage the changes.   

In Hotel "Damis" we met with the hotel owner, Bozena Savic, who also participated in the BIP 
workshops. In the cordial atmosphere of hotel restaurant, we discussed with her what it is like to run a 
hotel and touched upon her plans for the future. We exchanged some of the experiences gathered 
during the visits of other companies. We also talked about the Business Growth Program and learned 
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that Bozena has already introduced some of the innovations in hotel management i.e. that by 
participating in the program she realized how she could improve the way she is doing business.

A Story from Zepce
First of all, one unusual piece of information about this little Bosnian town. The Business Excellence Area 
(BEAR) is a development initiative of three municipalities from Bosnia and Herzegovina - Teslic, Tesanj 
and Zepce, which according to the FDI (Foreign Direct Investment) bi-monthly newsmagazine (published 
by the Financial Times Ltd), qualified as one of the ten most important European investment locations in 
southern Europe.
The first company that was "served" to us by 
the BIP's consultants from Zepce, Branka Janko 
and Vlatka Safarzik, was "Enel Now 
Produktion". This small and flexible company 
makes protective work clothing and roof 
window seals from textile and wood. The 
displayed products include a protective suit 
bearing the BMW logo! Overalls, work pants 
and jackets for service centers of this 
distinguished German carmaker are 
manufactured in Zepce! Granted, these are 
lohn jobs i.e. a special form of internal product 
finalization that takes place based on a contract 
concluded between a foreign (legal) person, 
placing an order, and a legal person registered 
in B&H. However, is there a greater pleasure 
for the owner of such a company from the fact 
that the BMW has placed its trust in this 
particular company. Many references stem 
from this point but the most important one is 
the following one: the quality is the only matter 
of relevance for the partners like the BMW! Of 
course, the sale of the product is secured, yet 
the only problem the company is facing is the 
shortage of skilled labor for the production of 
equipment for the clients such as the BMW! On 
our way out, we were allowed a sneak peek at
the uniforms they are making for the armed forces of a European state.
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The next company we visited was 
"Prograd" LLC. This company focuses on 
wood industry and specializes in primary 
and final wood processing and 
manufacturing of wood and aluminum 
windows and furniture parts. This 
company was also involved in lohn jobs 
for Swedish IKEA. The company has its 
own wood drying kiln and has brought full 
circle the production process from timber 
to the final product. "Prograd" LLC is 
using home-grown wood, most often 
spruce, fir, beech and oak and imports 
from Africa meranti wood that is used for 
making of plywood, terrace floors, 
parquet, wall panels, partition walls and 
furniture. Its products can be found in the 
EU countries and production capacities 
are most easily illustrated by the fact that 
it takes the company two months to 
produce ten medium sized kitchens - from 
a log to the final delivery. There is also a 
showroom, which facilitates the 
communication with the customers. At 
the present time, the company 
experiences no significant problems with 
the sale of its products.

Company "Elchy-Teks" LLC and the new surprises.
"Elchy-Teks" started as a textile company that also 
manufactured leather products. Today the company is 
involved in car industry as a maker of textile parts for 
car seats for VW Golf GTI 6! Again a lohn job that has 
this company produce the upper part of the seat for 
Golf "six" and the cover that is placed on the metal 
part of the seat construction in order to prevent a 
contact between the sponge-like filling containing the 
electronics and the said metal construction and 
prevent potential squeaking as well. In addition, the 
company produces factory "packing covers" for 
Porsche Spyder seats, a car that is priced at "measly" 
USD 845k!



8

The company's array of products includes suits 
for hunters, medical professionals, security 
guards, different professionals whose work 
suits must contain high visibility materials. The 
company holds all the necessary certificates, 
has qualified workforce and the equipment that 
makes it possible to tackle the new business 
challenges.

The "Krivaja metali" company is located in 
Zavidovici where it makes metal 
constructions and parts. It has business ties
with "Slisko" LLC in Zepce. "Krivaja metali" is 
independently present in several European 
markets and, in cooperation with its Swedish 
partners, it produces galvanized elements 
for production halls. In partnership with a 
German company, it manufactures fuel tanks 
to meet the needs of small capacity airports 
in Norway. The company has linked 
production with transport and trade and 
now also constructs petrol service stations, 
transports fuel and sells oil derivatives. The 
company also makes trailer undercarriages for 
several partners in Europe as well as trailer 
tanks made of stainless steel and from 
specially processed black steel sheets for 
transporting various liquid cargos. Taking into 
account the past business experience the 
company is considering expanding into the 
sectors of shipbuilding and waste recycling.
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The BIP consultants in Pale and Zepce made sure that every moment of our stay in these communities 
was usefully spent hence, in Zepce, we have taken our "coffee break" in the Office of the Mayor, Mr 
Mato Zovko.
In a few broad strokes he described the way in which they supported the development of 
entrepreneurship, how they formed separate business zones for service and production firms and how, 
after the war, they were short of everything except for the good will to set things in motion and help 
people stay there. The above text tells the tale of what Zepce is today in terms of entrepreneurship. The 
local authorities are always crucial for the development of private sector but while some of them go the
extra mile to support its development others do not, yet all of this takes place in the same country! 
Based on the BIP start-up trainings, from the Start Your Business program , a budget line to support self-
employment was set up in Zepce that this year alone amounts to approximately BAM 100k.

The story that is only starting
This was a short overview of some of the companies that participated in the BIP Business Growth 
Program. Of course, out of the myriad information gathered during the "field work" we have selected 
only those that will captivate curiosity but also incite a business interest in potential business partners in 
the country, region and Europe. Very soon, at the BIP web site you will be able to find an "ID card" of all 
these companies containing details that were not addressed in this overview. 
During these visits the focus of the BIP team, as well as the local consultants, was equally divided 
between the business capacities of these companies and their comments regarding their participation in 
the Business Growth Program. The purpose was not to control anyone's work. Rather, the intention was 
to improve the program's workshops in order to provide companies, in future, with more information 
and tools in order to help them improve the way they are doing business.
To begin with, we were all surprised with the seriousness of the business enterprises we visited. 
Company representatives showed a great deal of interest in this program. The very fact that, despite 
their numerous work obligations, they attended regularly the joint workshops and individual 
consultations with BIP local consultants speaks volumes of the benefits they derived from the program.
We further substantiate this claim with one additional point: Is it worth considering that the people in 
charge of the above businesses would attend the workshops "just for the sake of it" and waste their 
precious time?
We have come to a conclusion that they found the calculation of contribution per product, in assessing 
production profitability, very interesting and useful given that our economy and accounting fail to use 
these classifications and computations hence our business people do not use it. Such a calculation
renders the most realistic price of a product or service. 
In addition, the model of joint workshops, that had the company representatives introduce themselves,
their respective businesses, problems, dilemmas and then had them try to resolve jointly certain tasks, 
was deemed as "delicate". A fear existed that this form of work was incongruous to our mentality. 
However, quite the opposite occurred: representatives of companies that were doing business in 
different business sectors jointly resolved problems and helped each other find new ways to apply these 
new experiences in practice.
A comment we heard in one of the companies illustrates most vividly the attitude regarding this 
program: 
"There were other people present in the workshops with whom one could exchange experience. People 
talked about problems, their experiences, and the ways to find solutions. It is related to that exercise the 
problem solution process. Even that exercise on market positioning. Who would have thought of that 
before?"
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One of the company owners told us he believed that the exercise to theory ratio should sway more in 
favor of exercises and that everything ought to be substantiated with examples in order to see what it 
looks like in practice.
The same person said that he would find it particularly interesting to learn how Norwegians manage 
human resources. 
In another company we heard that they would find it very interesting to segment their company by 
sectors and in this regard they were very curious to learn how this is done in Norway.
Almost all of them stated that they have scarcely little information on the world trends in their 
respective sectors and that they spend considerable amounts of time and money in order to be well 
informed and that assistance in this area would be of great interest.
A great many other issues have been shared with us - issues that we will carefully address in the future, 
all with the aim of advancing the Business Growth Program and turning it into a link between our 
companies and companies in Norway - and business partnerships of B&H and Norwegian companies is 
what our business people are, by and large, interested in. Anything is possible, only one needs to be
patient and realize that this is a somewhat longer process and that this is the path trodden also by, 
already mentioned, Sead Sejtanic.
Therefore, companies employing "win-win" business philosophy (all sides satisfied), that the BIP has 
been propagating for many years, will have the potential to grow and develop.
The BIP is already "performing" the preparatory works for the beginning of the construction of this "long 
road across a difficult terrain".
The BIP and its consultants have already recognized the first effects of this program and hope that the 
Business Growth Program will soon be visible to many others because it is only yet to start "working" to 
the benefit of the companies. Let us hope that it will become visible even to those who, for the time 
being, were not part of it.
At the end of this story let it remain recorded that the BIP "caravan", apart from the local consultants 
from Pale and Zepce, included the General Manager and President of the BIP Norway, Bjorn Reite and 
Wiggo Slaatsveen and the BIP B&H staff, Belma Hadzimahmutovic, Coordinator of the Business Growth 
Program, Silba Ajdarov and Slobodan Vulesevic.        
   

          
    


