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How to increase understanding and improve 
decision making in the rapidly changing  
Pulp and Paper Industry?

Systems Thinking Europe
The international pulp and paper in-

dustry has faced more fundamental 

changes in the past few years than 

in the previous three decades. The 

most rapid demand growth has taken 

place in Asia where also the major 

part of new paper and board produc-

tion capacity has been built – driven 

by good cost-competitiveness. South 

America has taken the lead as the key 

pulp producing region to meet increas-

ing global needs – driven by the very 

same reason, the lowest production 

costs and, naturally, availability of 

 fibres from plantations. Dr Ainomaija Haarla works as Independent  

Director and Advisor of ProConsilium Ltd.  

She has close to 30 years experience of inter-

national pulp, paper and related industries in 

Finland and abroad. She presently serves as 

Independent Director for the energy sector 

where she specialises in bio-fuels in particular, 

petrochemicals, health care and executive 

education. Moreover, Haarla works as a Senior 

Advisor for STE Oy.
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Figure 1: Closed feedback loops are in the core of System Dynamics Approach. 
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Table 1: The corrected market view has for example helped to focus market follow-up 

on the right indicators
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