
Haltian
WORKING WITH A PARTNER 
TO REACH GROWTH TARGETS

Established in 2012 and based in Oulu, Haltian Oy is a specialist 
in innovative wireless product development and productisation of 
high-level equipment, software and product design. The company 
is skilled in the productisation of all sorts of wireless sensor and 
mobile technology solutions, from miniature mechanics to the  
industrial internet. Haltian’s Thingsee IoT platform enables  
a wide range of IoT solutions in the form of quick turnkey  
deliveries. The company aims to become one of the most  
significant IoT solution and hardware  
design companies in Europe. 

MUTUAL OPERATING METHODS 
FOR SALES

Haltian did not previously have a sep-
arate organisation for sales. As the 

sales team grew, the company 
wanted to invest in system-

atic control, monitoring and 
measurement in sales. 

“Successful projects and 
the references we have 

gained from them have 
helped us grow our IoT busi-

ness. We see tremendous 
potential here, and achiev-

ing our growth targets 
calls for more 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
negotiations and customer cases. We 
recognised that we did not have mu-
tual operating methods for our sales 
work. We decided to bring in an ex-
ternal partner who knows what really 
works in sales. When we were choosing 
the partner, we found the timing of 
Trainers’ House’s contact, the pro-
posed content of the cooperation and 
the big picture all quite convincing,” 

says Tuija Postari-Kivistö, Head of 
Sales at Haltian. 

MORE POISE AND RHYTHM  
IN SALES WORK

“Our sales team has grown and we 
now have a set of common operating 
methods and a common language. The 
cooperation has had a significant im-
pact on the proactiveness of our sales. 
Our sales work has become more pro-
fessional and systematic. Measurability 
has improved and the work we do on 
our proposals and quotations is now 
very clear,” Postari-Kivistö explains. 

 
”We have been particularly satisfied 
with Trainers’ House’s professionalism  
and systematic approach. Regular 
steering group meetings, the prepa-
ration for training sessions, the tim-
ing and the follow-up activities have 
all been top quality. We wanted to 
bring more poise and rhythm to our 
sales work, and that’s what we got,”  
Postari-Kivistö adds.

CLOSE COOPERATION IN  
IMPLEMENTING CHANGE

In the background work conducted at 
the start of the cooperation, Trainers’ 
House got to know Haltian’s people 
and sales situation in terms of the 
relevant figures. People’s thoughts 
and wishes were surveyed by means 

of telephone interviews. Based on the 
conclusions drawn from the back-
ground work, a management workshop 
was organised to establish a clear 
sense of direction for the compa-
ny’s sales function. Trainers’ House  
then provided training on the new com-
mon operating methods for Haltian’s  
sales and project personnel. The 
personnel also adopted the BEAT  
change management platform to 
keep the jointly agreed priorities in 
mind from one week to the next. 

“I would recommend Trainers’ House as 
a partner for other businesses in simi-
lar situations. They are not easily shak-
en, even when faced with a challeng-
ing organisation. Change takes time. 
If I could do one thing differently, it 
would be to start this process sooner,”  
Postari-Kivistö concludes.

THE OURA RING IS 

ONE OF THE WORLD’S 

SMALLEST WEARABLE 

ELECTRONIC DEVICES.
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