
As every year, the spring marks the ex-dividend 
dates for many Finnish companies. The company 
results and dividend policy are closely followed 
by the financial and business press. The analysis 
of the market in general is incessant with 
speculation of the nearby future rampant. The 
quarter economy makes its presence known in 
many companies during the last month of the 
quarter, as the respective teams strive to meet 
the financial goals set by their management. It is 
a world which management attempts to control 
by setting and then meeting expectations every 
three months. 

On the other hand, even though it seems we are 
in a very short sited economy, the expectations 
for the future can be enormous. As an example, 
the implied growth for Tesla based on its 
valuation is so big that it cannot afford many 
missteps on the way. The market cap is sitting at 
32.5 billion dollars while a traditional car maker 
such as BMW has a market cap of 49 billion 
euro. BMW makes a profit of over 5.8 billion euro 
while at the same time Tesla made a loss of 888 
million dollars. 

Taking the comparison further, one company is 
producing 60,000 cars a year while the other is 
producing over 2 million vehicles per annum. Is it 
reasonable to consider that Tesla will be one of 
the big automakers of the future? As of now, it 
appears more of a speculation than an 
investment. Of course it is possible, but from an 
investment perspective the likelihood is slim and 
even in that case, the return for a Tesla stock 

buyer today would be similar as investing in 
an old established and boring enterprise, but 
with lot of less risk. Yet, Tesla has been a 
darling of the market for over a couple of 
years already. 
Benjamin Graham, the father of value 
investing, is famous for laying the groundwork 
for sound intellectual framework for investing 
in the 1930’s and 40’s. In the The Intelligent 
Investor, Graham brought several 
contributions. The first of these is the concept 
of Mr. Market. He asked one to imagine a 
business partner that is manic-depressive. On 
some days the partner will come to you and 
ask an extravagant price for the shares based 
on the assets and profits of the business. 
Most of the time, the business partner will ask 
for a sound price, but on those days when he 
is depressed, he will sell the business at a dirt 
cheap price. 
Graham’s view reflects the human psychology 
and is in stark comparison with the efficient-
market hypothesis in which asset prices fully 
reflect all available information and which is 
based on the assumption of rational market 
parties. On average and for most of the time, 
the market is rational, but that is not the case 
with the individuals that form the market. 
In every stock transaction there is a 
counterparty and based on the price one pays 
for the share of the profits, will ultimately 
dictate the rate of return in case the 
investment is hold in definitively. Therefore, 
when the news says “the market is selling 
stocks”, it is not accurate or even possible. 
For every transaction, there has to be a seller 
and buyer in the marketplace. This is why for 
some invenstors the real estate market allows 
for better slept nights compared to the stock 
market, because Mr. Market is not giving a 
quote every day and reminding of the possible 
paper losses (unrealized capital loss).
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Graham was also a proponent of margin of 
safety. Like in engineering, where safety factors 
in respect to the shearing point of materials are 
calculated, in financial investments the investor 
should maintain a margin of safety in relation to 
intrinsic value. This is to ensure that the odds 
of success are in favor of the investor; making 
the transaction more likely to provide a positive 
return: net of transaction costs, taxes and 
inflation. The level of safety Graham was 
looking in his investments at the time of 
purchase may nowadays be difficult to achieve 
as investors and the market have since come 
better acquainted with valuation, nevertheless 
the principle still applies. It moves the investor 
to contemplate the long-term viability of the 
business moat of the company under 
consideration and how much current and future 
profits would be purchased relative to the price 
of the security. 
In Security Analysis, Graham explained that 
intrinsic valuation of a security is not an exact 
science and does not need to be. He described 
that the investor needs to establish that “the 
value is adequate.” He drove his point with a 
simile “it is quite possible to decide by 
inspection that a woman is old enough to vote 
without knowing her age or that a man is 
heavier than he should be without knowing his 
exact weight.” 
Graham reminds: “Instead of asking, (1) In 
what security? and (2) At what price? Let us 
ask, (1) In what enterprise? And (2) On what 
terms is the commitment proposed?”. Graham 
took a long-term perspective and saw good 
stocks as “leading companies with satisfactory 
records” and “enterprises believed to have 
especially attractive prospects of increased 
future earnings”. Graham did mention this was 
not an easy task, however, he did provide three 
examples with Coca-Cola, Abbott Laboratories 
and General Electric. Mind you, this was in 
1940, and if anyone followed his advice the 
returns enjoyed would have been substantial, 
to say the least. 
Even though if one is not active in the market, 
or follows a different investment philosophy 
than what Graham proposes as a value 
investor, his text remains insightful, to the point 
and current even 40 years since his death. The 
basic human psychology has not evolved, the 
inner battle between greed and fear continues. 
When the prophets of the new economy 
emerge singing 

the gospels of new fundaments of how the new 
economy works, it is a good time to review the words 
of Graham and understand that the long-term 
viability of an enterprise lies in its ability to generate 
cash flows and positive returns to its owners. 
If investing as a value investor, one should take the 
long view on businesses. The quarter economy 
focuses on the background noise, and avoids taking 
a long-term prospect of a business. During 
Grahams’ time, exchange traded companies needed 
not to provide financial reporting as exhaustively or 
as often as today. The irony is that Graham 
proposed that exchange traded companies should 
provide quarterly financial reports to the market. 
However, he proposed it so investors could make 
better informed decisions, not for short-term trading 
and speculation. 
It has been said that people overestimate what can 
be achieved in the short-term and underestimate 
what can be achieved in the long-term. It seems to 
be same with investing, investors look forward to 
quick gains in the stock market that usually entails 
excessive risk taking, which can end in financial 
distress and broken dreams. Time is the ally of the 
long-term value investor, one just needs to identify 
the businesses that will have prospects of increased 
future earnings. That may be easier said than done, 
however, the most difficult part for the investor may 
be actually to wait for Graham’s Mr. Market to be 
depressed and have the conviction to buy when 
prices are going down towards rock bottom. Even 
then, when it seems that everyone is selling, it is a 
good idea to remember that every transaction on the 
market requires a buyer and a seller. 
When it comes to Tesla, at the moment it looks like 
one should buy the car for its technology - if you 
have deep enough pockets. 
  
Security Analysis: Second Edition (1940) 
The Intelligent Investor (1949) 
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During my visit in Egypt and Kings Valley a 
once in a lifetime prank crossed my mind. I 
took a call to my good friend and collaborator. 

“Hi Juha, where are you?” 

“Hi JP, greetings from Tutankhamun’s grave!” 

“Right, can I help you somehow, some people 
are trying to call me all the time and I’m falling 
behind of everything.” 

“JP - I’m calling to you from Pharaoh T u t a n 
k h a m u n’s grave!!” 

“Nice, OK call me again tomorrow and let’s 
have lunch next week or something… where 
from did you say you are calling?” 

“JP tomorrow is Saturday, and I AM IN TUT…
doesn’t matter, I’ll be in touch tomorrow…”. 

The daily reality for many executives, 
managers, and professionals (EMPs) around 
the world starts about 6 a.m. with “running 
coffee”.  Work continues until they go to bed 
at night (after late lunch), often as late as 11 
p.m. or midnight. Some are in and out of work 
mode for as much as 18 hours a day. In 
between, they have to manage everything at 
home as well, including balancing the needs 
of their families and households with the 
demands of work. They may love the hectic 
life, but they don’t love the feeling being the 
proverbial hamster on a wheel. 

In a Center of Creative Leadership 2012 
survey of 483 EMPs was found that sixty 
percent of those who use smartphones for 
work are connected to work 13.5 or more 
hours a day five days a week. They even 
spent about five hours on weekends scanning 
e-mails. Total of about 72 hours a week 
connected to work. 

72 hours a week sounds even worse when 
you look at the workweek. If someone is 
connected to work 13.5 hours a day and 
sleeps about 7.5 hours a night (the amount 
recommended by scientists to manage stress 
most effectively), that 

leaves three hours a day Monday-Friday to 
do everything else they need to do. Do 
chores around their home. Exercise. Spend 
time with family. Play with children. Make 
pranks. Think! Relax? 
So while technology and busyness may be a 
logical scapegoat, it is actually just a new-age 
mask for an age-old problem: poor 
(self)management and poor (self)leadership. 
But now, the stakes are higher as profession-
nals begin to ask yourself (to somebodies 
mind just time steeling, “silly and annoying” 
questions): 
Am I always on - but get nothing done? 
Am I always available – but never present? 
Before one has to answer the question: 
“Where did my life go?” 
  
Juha Wiskari 
EMBA cohort Nr 1 
  
PS. My friend and I had a good old time 
“Finnish long lunch” in the name of 
“sophisticated hedonism” with our smart 
phones switched off. We laughed and 
enjoyed. (“Why don’t mummies have 
hobbies? They are too wrapped up in their 
work!”) We even felt, that Tutankhamun was 
with us.

ALWAYS AVAILABLE - NEVER PRESENT!

By Juha Wiskari, HSE EMBA 1987



In mid-May, the MBA Association visited 
Mercuri Urval’s event Making strategies work. 
It's all about people. The event was a mix of 
informative sessions and discussions in small 
groups and networking. The agenda was 
arranged around the themes of international 
recruitment, Executive Search, recruiting from 
the manager’s viewpoint and resumes/LinkedIn 
profiles. 

Discussion and presentations were interactive 
with Alumni participants rotating in small 
groups. Olli-Pekka Vaara answered 
participants’ questions about Executive Search; 
what the recruiter considers important and 
what kinds of career paths are appreciated. 
Seija Malmi presented complex international 
recruitment challenges and considerations with 
practical examples. Sanna-Mari Muukka 
discussed Managers’ challenges as recruiters, 
company culture, and matching people and 
expectations.  Pekka Kahelin talked about 
personal branding and how to draw attention 
and create good impression in cv’s and 
LinkedIn profiles. 

The hosts were very professional and 
dedicated. The event itself was well-organized, 
and info sessions were built into interactive, 
dynamic sessions. Feedback was also very 
good: over 90 % of respondents considered the 
event either excellent of very good. 

Thank you Mercuri for a very professional and 
educational evening, it was a pleasure to 
attend!

SAVE THE DATE August 24th 

Get Noticed - Develop Your Personal Brand! 

We are proud to present Bruce Oreck and Ville 

Tolvanen as Key Speakers.  

Register now, the seats are limited. Welcome to 

Aitio Hall to enjoy the programme, followed by 

networking and wine / supper. Members Only  
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MBA COMPANY VISITS CONTINUED IN MAY 
TO MERCURI URVAL

We have lots of ideas for next 
year, too. Special thanks to 

those members who suggested 
companies in the recent 

survey! We are working on that. 

FUTURE EVENTS

June 14th Golf Tournament Aalto MBA vs. 
Hanken MBA  

August 24th "Get noticed - Develop Your 
Personal Brand"  

September 21st The Finnish Defence 
Forces: Change Management in the 

Military  
October 13th Wine Tasting & Networking 

Event  
November 15th GE Health, Company Visit  
December: Christmas Glögi @ Networking 

(date to be confirmed)  
January 2017 Association Annual General 

Meeting (date to be confirmed)


