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The third quarter of Year II of the U.S. Agency for International Development (U.S.AID) 
funded project continued to show growth of the business knowledge and leadership of the three 
Polish-American Enterprise Institutes in Bialystok, Poznan, and Rzeszow. 

The goal of this project is to encourage teaching of market economics education with 
emphasis on entrepreneurship, small business management, marketing, finance, strategic planning 
and small business consulting. In addition, we have added export-import in Year I. The 
strategy selected is to empower a large group of faculty in three universities to teach struggling 
new entrepreneurs in their cities and to upgrade the competencies of these business owners to 
compete in a market economy. As a result, we will provide these faculty with new curriculum 
and teaching strategies that may be used as well in their economics and business classes. And, 
we will enLourage these universities to build strong relationships with the emerging private sector 
of their communities. 

BACKGROUND
 

Poland continues to show strong growth of the private sector as the public sector 
continues to stagnate. Over 1.5 million private companies in Poland now account for over 80 
percent of retail activity, 40 percent of imports, and 14 percent ef exports. Private-sector jobs 
have grown to almost half of nonagricultural employment. There is still a great need for private 
sector development as the unemployment rate is projected to be 15 percent by the end of 1993. 
(See attached article from the U.S. Department of Commerce, December, 1992.) 

Poland has been working on an innovative program to accelerate the transformation of 
Polish enterprises from public to private ownership through a system of assigning management 
groups to work with individual Polish companies. The management groups would prepare the 
companies for privatization and then arrange for the transfer of the company to private ownership 
through the sale of the company to third parties or through the sale of securities to the public. 
The management groups could be either foreign or domestic and were to be selected by 
competitive bid. On March 18, the parliament voted down the mass privatization program, 
leaving Poland the only post-communist state without a plan to privatize a sizable segment of the 
national economy. (See article in Appendix) 

Since 1990, 3.5 millin people in Poland have been unemployed. According to the 
Central Statistical Office, 81 percent of the unemployed have come from the public sector and 
71 percent of them are blue collar workers. Women are more likely to be unemployed than men 
with female unemployment currently at 15.4 percent versus 12.5 percent for men. In the group 
of young people aged 18-19, 45 percent are out of work and in the 20-24 group unemployment 
stands at 28 percent. The state-owned firms are definitely a problem to Poland's economy. 
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According to a report in The Wall Street Journal Europe (2/23/93), the 1.5 million private 
businesses employ an estimated 56 percent of the workforce. That makes Poland the pace-setter 
for Eastern Europe. The country's private sector is proportionately bigger than those of Hungary 
(where the private sector accounts for 35 percent of employment) and the former Czechoslovakia 
(approximately 23 percent). An estimated 98 percent of Poland's private businesses employ 
fewer than four people. 

Under Prime Minister Hanna Suchocka, the Polish parliament has finally begun to work 
together to pass bills in support of the economy. After much debate the budget was finally 
passed by a consortium of parties under her leadership. She says the state will be withdrawing 
from it own economic activities and concentrating instead on legal regulations and controls 
wherever the protection of fundamental interests calls for it. It will be responsible for economic 
policy. It cannot bow to pressure to renew subsidies for inefficient enterprises and branches of 
industry enterprise in any form whatsoever. The Warsaw Voice chose her as Person of the Year, 
'92. 

During 1993, all Polish people now have to pay personal income taxes for the first time. 
Prior to this the government employers paid all taxes, plus those private citizens who were in 
their own business. The Warsaw Voice says that, "These people had an occupation that placed 
them on the fringe of socialist society and no normal person considered these private 
entrepreneurs honest." Now everyone must file an income tax report and not many understand 
quite how to do it. And, add to the problem the complete inefficiency of tax the office staff who 
managed only a few returns in the past, and you have a recipe for chaos. (See article in 
Appendix.) 

There are many success stories of entrepreneurs now appearing in the press. For example 
we have included the story of Wolczanka in Lodz, the largest manufacturer of men's shirts in 
Poland. In 1992 the company finished its second year as a joint-stock company, with a two-fold 
increase in profit. Although they have a good export business, their growth came from paying 
greater attention to the Polish market. 

The enclosed article on the introduction of Valentine's Day shows the effect of free 
market opportunities in the former socialist states. Prior to now most Polish people had not even 
heard of this wonderful day when everyone shows their love by buying flowers or candy or some 
other type of gift. 

We have enclosed an article about the demise of the blacksmith and the handmade hat 
maker who found they have no market for their product. It is a wonder they lasted this long in 
the 20th century. 

Polish youth are beginning to ask what they should be in the future. Almost half of them 
now think that their future prosperity hinges on their parents' wealth versus 20 percent ten years 
ago. For the first time in years young people consider their own skills essential. Unlike their 
parents, many of whom still wait for help and edicts from above, youngsters are beginning to rely 
on themselves. Just like eleven years ago, youth wanted to be doctors, mechanics, and teachers, 
but this time some students said they wanted to be businessmen, computer specialists, and other 



new-world professionals. The study of these 8th graders shows the first symptom that the 
changes gripping Poland are beginning to be recognized by youths as well.( See enclosed report 
from the Warsaw Voice.) 

And finally, we were delighted to find documented research that the opinion of the Poles 
about entrepreneurs is becoming more positive. Sociologist Henryk Domanski has been 
investigating professional prestige for many years and believes it is closely tied to education and 
social usefulness. Today, professions that pay well are turning out to be the most attractive. 
While university professors, physicians, and teachers still rank high, the small company owner 
and the otore owner have risen to very acceptable levels. Selected professions from the study 
are rated as follows on a 100 point scale: 

1990s 1980s 

University professor 83 95
 
Physician 75 90
 
Teacher 70 88
 
Miner 68 91
 
Skilled Worker 61 61
 
Unskilled Worker 40 76
 
Secretary 46 20
 
Small store owner 53 18
 
Small company owner 69 18
 
Farmer 58 na
 
Sejm deputy 60 na
 

The average monthly wage in five basic industries in Poland is 3.1 million zlotys (($200 
per month) and the average blue-collar worker in a state enterprise often earns under 2.5 million 
zlotys per month. University professors, teachers and doctors earn only slightly more than the 
minimum wage. The highest paying professions are directors, accountants, salespersons, city 
administrators, and secretaries. (See appendix for article on current salaries.) 

SCOPE OF WORK 

The following information describes activities of OSU staff, Solidarity staff, and the three 
Institutes during the third quarter of Year II of this project. It is divided into the standard tasks 
proposed for this project. A summary listing of these activities is at the end of this section. 

The appendix to this report includes examples of the work and results of all activities in 
this quarter. The appendix is organized to support the 12 tasks of the project, also. The pictures 
taken during this period are included to give the reader a realistic view of the people and places 
where we are working in Poland. 



1.0 Coordinate Program 

We continue to work cooperatively with the Solidarity Economic Foundation in Gdansk 
to facilitate the activities of this project. Through regular weekly phone calls we plan activities 
and communicate the status of activities of each Institute. 

During this quarter, we were especially focusing on site visits and plans for the proposal 
for the next year. Each site is working on the translations of their section of the course materials 
to be shared with the other sites. We completed the quarterly report for the second quarter of 
Year H and distributed it. We completed the follow-up work with the sites and our consultants 
after the completion of the November training workshops. 

In January we arranged a meeting with the third party evaluator's group (Dr. Leslie 
Koltai, Dean Lawrence McKibbin, and Claudine Wolas). The coordinators from Bialystok, 
Poznan, and Rzeszow attended plus Alicja Unterschuetz and Alicja Zajaczkowska from Solidarity, 
and Dr.Ashmore from OSU. The meeting was held at the Polish American Labor Center offices 
in Warsaw. The agenda included an overview of program needs from Dr. Koltai, presentations 
on the current activities at each of the Institutes, questions about the curriculum from Dean 
McKibbin, comments on the December site visits by Claudine Wolas, and general questions of 
Solidarity and the Institutes. 

Dr. Koltai shared information on the potential for Year Il support from AID. This 
included the need to develop a system for continuous improvement to the courses, continuation 
of the case development process, and inputting the courses on a common computer program 
format so that disks could be shared as well as hard copy. He also suggested that we pay 
attention to pedagogical issues for our faculty. He told us that the Rzeszow region was a high 
priority area for development by the people in Warsaw. 

Dr.Koltai commended the Institutes on their excellent work and encouraged them to be 
innovative while still maintaining the intent of the program. He recommended we focus on 
teaching people to take risks. 

Dean McKibbin asked that we send him the course outlines for review and the full 
courses when they are ready. These outlines were sent to him after the meeting. 

One problem we were able to straighten out in our meeting with Dr. Koltai was the reason 
for their report that we had only completed 53 percent of our proposed work for Year I. As it 
turns out they were not aware that AID had cut the number of sites from five to only three. As 
a result Dr. Koltai's team cut our results by 40 percent. (See Appendix 1 for letters 
communicating the resolution of this problem.) 

During this quarter, we developed plans for three separate proposals to submit to AID as 
our Year III request. The first proposal was for the continued support for the three Institutes. 
It contains support for the Institutes to become much more independent while spreading their 
coverage to three new cities in their region. The second proposal was to establish a Center For 
Excellence in Rzeszow that would focus major support for developing access to resources for the 



faculty in the area. As part of the Marie Curie-Sklodowska University, it would help the region 
bring the separate colleges together and give them common access to resources around the world. 
The third proposal was to develop the two new sites that we had originally planned to support 
in Year I or H. We contacted the rectors at the Polytechnics in Opole and Kaszalin to gain their 
support for this concept. If approved, we would have broad coverage of the program throughout 
Poland, maximize use of existing resources, and use our existing leadership in Poland as mentors 
to new Institutes. 

During the February trip to Poland, we reviewed the proposals with Solidarity and each 
of the sites to gain commitment. We reviewed the baseline management plan for each of the 
three parts with Nina Majer in the embassy in Warsaw. She felt the first two proposals were fine 
to submit, but she advised us that the two new sites might not be funded because the priority this 
year is to strengthen existing sites. In view of our original proposal, she indicated that it would 
not hurt to ask even if she could not be encouraging. As a result of Dr. Koltai's request, we 
asked Nina Majer's opinion of our continuing cooperation with Solidarity. She assured us that 
it was entirely appropriate to maintain that connection. 

During this quarter, we made site visits to the Solidarity offices in Gdansk and to each 
of the Institutes. Results of these site visits will be discussed under the activities of each Institute 
in Task 3.0. The agendas for each of the meetings is-in the Appendix. In general, we are very 
pleased with the activities of each site and feel they are growing constantly in their ability to 
provi'de the Institute resources to new groups in their area. The agenda for each meeting was a 
follows: 

Review of Institute business plans 

* Review of finances and accounting procedures 

Ideas for Year III proposal to AID, supporting letters etc. 

Discussion of faculty issues (assignments, training, meetings etc.) 

Schedules for balance of Year II 

Case studies and video development 

Observe classes 

Status of materials development 

Forum plans for May 

E-Mail possibilities 

Special events as appropriate 



During our visit in Gdansk, we met with Marvin Flisykowski, the new general director 
of the Solidarity Economic Foundation. We discussed the role their foundation wished to play 
as the Institutes reach a self-sustaining level in the future. They would like to continue to work 
with the Institutes as a network for providing educational opportunities in Poland. They see 
themselves continuing to provide the national conference each year and to maintain the task force 
as a national leadership group. They would continue to seek external funds to support work for 
the Institutes and manage projects as appropriate. They would share information with the 
Institutes through E-Mail and other technologies and facilitate continued cooperation between the 
Institutes. 

The Solidarity staff continued to provide valuable assistance to the project during the third 
quarter. They make weekly calls to the Institutes to coordinate activities and collect reports and 
training evaluations on a monthly basis. They have supervised the budgets for each site and 
made monthly payments to each site. Also, they have submitted information on project activities 
to Nina Majer for her monthly report. They continue to provide information to us quarterly for 
our report to AID. 

Solidarity made arrangements for the meeting with Dr. Koltai's team in January and for 
Dr. Ashmore's site visits in February and March. They coordinated the planning and participated 
in the meetings as well. They provided additional copies of the Institute promotional materials 
to each site. 

During this quarter Solidarity continued to coordinate activities for the Forum and to 
produce the cases and videotapes of Polish entrepreneurs. They assisted the sites in development 
of the courses in Polish and coordinated the input of the materials into Word Perfect 5.1 for 
common sharing and use. 

Much of Solidarity staff time was spent this quarter on plans for the Forum in May. They 
arranged for the task force to be involved and to meet prior to the Conference. They were also 
very helpful in developing the three proposals for AID, especially in the selection of the most 
appropriate new sites. They made the contacts for us with the rectors from both Opole and 
Kaszalin. 

2.0 Develop and Update Materials 

During this quarter we worked on the final typing and proof-reading of the materials for 
the basic courses. This included being sure that all copyright permissions had been requested 
and that permission protocol was followed in the printed materials. We continue to be frustrated 
by the publishers that do not answer our requests. 

The U.S. consultants were asked to do a final proof-reading of the course materials they 
developed to assure us that all was correct. We Ere still in the process of getting the books 
finished and then will send them to Poland to be sure the Polish version also matches. 



3.0 Assist Enterprise institutes 

In this section we will summarize the work of the three Institutes during this quarter. 

This includes their reports to us as well as the information obtained on our site visit. 

BIALYSTOK 

During this quarter the Bialytok Institute provided 1216 hours of training to business 

owners in the basic course, 1400 hours for business start-up, 3000 hours for business managers 
in larger businesses, and 42 hours of business consulting. In addition to the courses they have 

offered previously, the offered a course in import-export for the first time. Total training hours 

wew" 5616 and consulting an additional 42 hours. 

In January they held a special dinner for the entrepreneurs that had finished the entire 

program. They called it a "Grand Ending", probably based on our introductory sessions that we 

called a grand opening. 

During January the focus of their faculty training was promotion of the program and 

teaching methods. They met with their teachers on a regular basis. The staff completed their 

additions to the Entrepreneurship Course materials on law and computers. This was particularly 

important to be done in Poland so that the content was appropriate. 

The coordinators traveled to Warsaw in January to meet with Dr. Koltai and the project 
leadership. They also arranged for Dr. Ashmore to be involved in a number of activities on her 

site visit to Bialystok in February. The agenda for this visit is in Appendix 3.0. 

During this quarter they promoted the beginning of their second series of basic courses 

and enrolled 16 entrepreneurs. In addition they started a pilot program for entrepreneurs in 

Biolsk Podlaski, a city about 100 km south of Bialystok. And they organized a course for the 

management of a local industrial plant, providing 60 hours of instruction for 50 participants. 

While the CETE staff was in Bialystok we met with the rector of the Rzeszow 
Polytechnical University and received his support for use of the university's E-Mail facilities for 
next year. We also visited one of the entrepreneurs they have trained who is expanding his car 
sales business. 

While in Bialystok we spoke at the grand opening of the Professional Secretaries Scholld 
that will be part of the Bialystok Schooi of Business. Dorata Malaszkiewicz, who served as 

secretary for the Institute, will now direct this new division. They had over 100 applicants for 

the first class and narrowed it down to 50 of the best candidates for the first year. 

POZNAN 

During this quarter the Poznan Institute provided 4230 hours of training for business 
owners with the basic course and another 60 hours of consulting for these business owners. This 



involved the completion of the program started in December in Poznan and in Konin. 

The total hours provided by the Institute was 9060 which was also made up of several 
new approaches. They provided Management training for 12 people from the Building Society. 
They continued providing an 18 hour course in sales training. And they provided 60 hours of 
individual consultancy for business owners in the area. 

Through their relationship with the Local Labour Office they were asked to provide two 
new programs, funded by the Labour Office. First, they are training 24 teachers from the rural 
areas in the region to teach entrepreneurship in the secondary schools. The Labour Office feels 
this is a long-term investment in employment. The Institute is using a combination of the 
materials from this project and the one sponsored by the U.S.Department of Labor. 

Second, the Enterprise Institute is offering a program to unemployed people from the 
region who wish to create a municipal service needed ir the town. The mayor agrees to invest 
in the business idea or possible expansion of existing services. The labour office will pay for 
the workers and the training. If successful, the municipal service business can later be privatized. 
This is a very interesting way to support rural development. 

In addition two training sessions were provided for the Sernax Company on "How to 
Trade Successfully". The training was held in February for a total of 30 people. In March they 
conducted a two-day training for the employees of the Municipal Office in Poddebice on the 
"Possibilities of Privatization of State-Owned Enterprises". There were 12 participants. And they 
also ran a one-day seminar for the management of the Osledle Miodych Building Construction 
Company on "Financing the Building Construction Industry> 

The coordinators traveled to Warsaw in January to participate in the meeting with 
Dr.Koltai's group and to plan future activities with all Institutes. In February they hosted Dr. 
Ashmore's site visit.(See agenda in Appendix 3.0) 

During this site visit they held a meeting with new Institute coordinators to discuss the 
plans for next year. They also arranged a meeting with the rector of the Academy of Economics 
to discuss future plans and make arrangements for the Institute to use the Academy's access to 
E-Mail. 

The "Businessmen Club" held a special meeting to talk with Dr. Ashmore. 
Businesspeople present included several producers of women's clothes, a producer of children's 
clothing, a producer of men's clothing, a couple that produce and operate a retail shop featuring 
jellie foods, a car leasing business, a computer software consultant, and an engineering design 
consultant for computerized systems. They were pleased to tell me that their organization was 
now a formal, legal organization made up of members of the Institute class. 

During the site visit we participated in the Marketing class in Poznan and the Finance 
class in Konin. We also visited the courses for the teacher training sponsored by the Local 
Labour Office. 

$€
 



In January the Institute coordinators met with the academic teachers of the Academy to 
tell them about the fundamental areas of the Institute's activities in this year. The teachers 
discussed the problems they face induring the courses. Fourteen wachers attended the meeting. 
Professor Maria Slawinska represeted the Academy of Economics authorities. 

In March the Institute signed an agreement with the Academy of Economics authorities 
for cooperation in promoting small business in the Wielkapolska region. 

A commercial about the Polish-American Enterprise Institute was shot to be used as 
advertising on the local TV station. 

RZESZOW 

During this quarter the Rzeszow Institute provided 2600 hours of training in the basic 
series of courses and 240 hours of consulting to business owners. In addition they offered 
courses for adults who have returned for additional credits to the Maire-Skladowska University 
in Finance and Management for an additional 1100 hours. They also provided training for small 
business owners in Sanok (312 hours) and consulting for business startups (40 hours). Their total 
training for the quarter were 4012 hours and total consulting was 300 hours. 

The coordinators traveled to Warsaw to meeL with Dr. Koltai's team and the other 
Institute leaders in January. In February they prepared for the site visit of Dr. Ashmore and 
Solidarity staff. 

During January the Institute started working on their strategic plan. They met with their 
faculty on a regular weekly basis throughout the quarter to organize courses and plan activities. 
They met with members of their Association of Entrepreneurs SBI Century Club. 

As part of a cooperative activity the Institute co-sponsored the opening of the Regional 
Business Council. This is based on a cooperative agreement between the Polytechnic and Marie 
Curie-Skladowska University as well as the business organizations and the Voivodship Office and 
was initiated by our Institute. Its purpose is to encourage cooperation between all the groups in 
thye region that are trying to encourage private small business development. They will be 
sponsoring a regional conference in May, and had their grand opening in March at the time of 
Dr. Ashmore's site visit. 

Other activities of the site visit included meetings with the rector of MCSU and the 
Voivodship to discuss the proposal for a Center for Excellence in Rzeszow. We obtained input 
from all potentially involved partners and developed our approach for the proposal. During the 
site visit we also sat in on the marketing course. Enclosed in Appendix 3.0 is a sample of the 
handouts being provided to participants. Our major concern is their need for a laser printer so 
that the qualtiy of the printing could be improved. 

The courses that the Institute is offering to graduates of the Marie-Curie Skladowska 
University are the result of a coopertive agreement between the Institute and the University to 



use their facilities and name while managing the administraion of the program by the Institute. 

The participants are likely to be workers and managers in all types of public and private 
They were amazed bybusinesses who realize that they need to learn about a market economy. 

a turnout of 70 students for the first cla:ses. 

The Institutes began to promote the program in the cities that will be part of their satellite 

system in Year III: Sanok, Przemysl, Tamobrzeg, and Stalowa Wola. They plan to offer the 

series of 5 courses for entrepreneurs in Tarnobrzeg starting in March and in Sanok starting in 

April. In Rzeszow the next series of courses is scheduled from April 23-June 26. Also they 

plan to offer the export-import course for former students May 7-29. 

4.0 Task Force Meetings 

There were no task force meetings scheduled for this quarter. The next one will be in 

connection with the Forum in May. 

5.0 Visit U.S Schools 

This task was complete in August. 

6.0 Develop Case Studies 

During this quarter the Institutes worked on writing the six cases agreed on in January. 

At that time we decided that it would be better to do 6 more-complete cases than the 10 agreed 

In the quarterly report submitted in January we requested this modificationto in our proposal. 

from Steve French and have been advised verbally that he is in agreement
 

The entrepreneurs serving as basis for the cases are as follows: 

* Bookstore Akcent: This business was established in 1990 in Bialystok. They sell 

books, take individual orders, distribute books to libraries in the whole voivodship. 

* Bakery U Lecha: They produce varieties of bread, rolls, cakes, tarts, etc. to distribute 

to many other bakeries well its own. It is located in Lapy near Bialystok and wasas as 
established in 1986. 

* Szurgot: This building construction company has been operating since 1949 in Kolo 

(near Poznan). It specializes in monolith technology for house construction, bank and church 

construction. It owns a building materials wholesaling operation, and rents out its professional 
equipment. In the last 5 years the employees have increased 600% (70 employees in 1988 and 
420 employees in 1993) 

* Euro-Astar: A wooden garden accessories production company established in 1982 in 

Bnin (near Poznan). They export their whoe production to Western Europe and import plastic 



garden furniture. They also manufacture lingerie and women's clothes as well as provide 
shipment services. 

* Firma Bocmen: This private firm, located in Rzeszow, manufactures and trades 

furniture and is active in manufacturing structural elements from oak and timber. It has 180 
employees and was established in 1988. 

* Firma Oakpol: This firm is active in trading of housing equipment. Located in 

Rzeszow, they have a network of shops in south-east Poland. And they operate a coffee-bar and 
snack-bar in downtown. 

7.0 Develop Videos for Promotion 

We have finally been successful in attracting the interest of the TV producers in the 
videotapes produced in Year I. In order to accomplish this, Solidarity paid to have them show 
the first four tapes with program narrative provided by the Solidarity Foundation. Then, if the 
programs are successful they will not charge Solidarity to do the rest of the series. 

The above-mentioned six entrepreneurial cases for Year II have been developed also into 
videotapes and will be produced by Solidarity and shared with the Institutes as well as others 
who may be interested in using them for teaching entrepreneurship. 

8.0 Conduct Pilot Program 

This task was completed in November. 

9.0 Train Faculty 

The coordinators in each site continue to update their faculty on a regular basis. We met 
with faculty during our site visits in February to discuss their needs for the future. They all were 
pleased with the idea of expanding their training to three new satellite cities in each region next 
year. Formal training of the faculty by U S staff was completed in November. We will meet 
again with them at the Forum, which is in itself a type of faculty training. 

10.0 Introduce Export-Import Course 

Plans to offer the first Export-Import Course in each site are as follows: 

* Bialystok: This wil become part of the standard basic course offered to entrepreneurs 



and was taught for the first time this quarter. 

* Poznan: This will become part of the regular program taught to business owners in 

the future. It has not been scheduled as yet. 

* Rzeszow: They have scheduled a special class for the students of their earlier program 

who have an interest in export-import trade. They feel it is an advanced concept that should 
come after the basic course. 

We have invited Martha Cooper, author of this course from the Ohio State University to 
speak on the Forum program about the essentials of this marketing opportunity. She will also 
participate in the Rzeszow Regional Business Council's Forum in May and discuss t0s topic on 
their program. The materials are almost completed but will need additional time for final editing 
and translation. We expect to continue working on this course in Year Ill. 

11.0 Arrange World Net Seminars 

The only Institute that would be. able to re:eive a WorldNet seminar by satellite is Poznan 
which puts a barrier in our way of planning this activity. We could still offer it in Warsaw at 
the Forum Hotel. We are working with USIA to determine the possible options for this potential 
activity. 

12.0 Conduct Polish National Conference 

Invitations have been sent to all past participants of the FORUM plus a number of 
additional invitees. The conference will be held in the Gdynia Hotel using the same facilities 
as last year. This will simplify the planning problems. The final program is still being 
completed. Applications for the program were due April 1. National leaders have been invited 
to be the key speakers and final agreements are underway. We hope to have Prime Minister 
Suchocka or former Deputy Prime Minister Balcerowicz as primary speakers. 

All the faculty from the Institutes have been invited to attend. We plan a meeting with 
the coordinators prior to the Forum for planning purposes and one following the conference to 
evaluate the results. 

SUMMARY 

During this quarter, the three Institutes have been very busy developing a self-sustaining 
program. Although progressing very well, they were very pleased to have the potential of 
continuing support for Year III. OSU staff and Solidarity have continued to facilitate the 
development of new activities and support the Institutes. We feel that the program has begun 



in a very positive manner and see that there is much opportunity for sustainability. 

FINANCIAL REPORT 

The CETE portion of the financial report was prepared by The Ohio State University 
Research Foundation (OSURF) and is found in Section 13.0. The budget expenditures reflect 
a combined Year I and I, and the budget basis has been revised based on our request in our 
fourth quarterly report dated August 11, 1992 and AID's approval to line items dated 8/18/92., 
We would appreciate approval on additional this budget revision request of 8/11/92.. 

The CETE budget to date is as follows: 

Budget 
Year I: 
Year II: 

Expenses 
Year I: First Quarter 

Second Quarter 
Third Quarter 
Fourth Quarter 

Year II: First Quarter 
Second Quarter 
Third Quarter 

Balance 

$2,277,131 
$1,299,933 

977,198 

$2,174,961 
$356,040 

351,314 
354,155 
398,733 
254,489 
292,966 
167,264 

$102,170 

The Solidarity subcontract report for the same period is as follows: 

Income 
Year I: 
Year H: 

Expenses 
Year I: First Quarter 

Second Quarter 
Third Quarter 
Fourth Quarter 

Year II: First Quarter 
Second Quarter 
Third Quarter 

Balance 

$ 658,000 
$376,000 

282,000 

$555,080 
$ 30,513 

68,860 
155,171 
110,456 
57,140 
65,122 
56,818 

$102,920 



ENTREPRENEURSHIP INSTITUTES IN POLAND 

Seventh Quarterly Report, January-March, 1993 

ACTIVITIES OF OSU AND CONSULTANTS 

* Weekly phone calls to Gdansk to solve problems/make plans 

* Follow up on details from November training workshop 

* Typing and proof reading the course materials in final form 

* Transmittal of new materials to Poland for translation 

* Interaction with authors to finalize course materials 

* Continue seeking copyright permissions 

* Meet with third party evaluator's team in Warsaw 

* Conduct site visits to Bialystok, Poznan, Rzeszow, and Gdansk 

* Develop plans for Year III continuation proposal 

* Develop plans for Center for Excellence proposal 

* Develop plans for proposal for two additional sites in Year III 

* Meet with AID staff in Warsaw/ review plans for Year III proposals 

* Write quarterly report for October-December, 1992 

* Meet with USIS staff in Warsaw to discuss possible WORLDNET program 

* Arrange travel and complete paperwork for U.S. staff and consultants 

* Develop list of American invitees for the Forum 

* Identify the problem with information provided by Dr. Koltai's office 

* Assist Solidarity staff with plans for the Forum 

* Plan Task Force meeting and involvement in the Forum 

* Attend initial meeting of Rzeszow Regional Business Council 



* Attend grand opening of the Professional Secretaries Program in Bialystok 

* Send thank you letters and pictures to Polish hosts. 

* Condnicted TV interview in Gdansk 

ACTIVITIES OF SOLIDARITY COUNTERPART IN POLAND 

* Make weekly calls to three Institutes, check project status 

* Supervise Institute budgets and transfer money monthly 

* Provide piomotioaal brochures and folders to the Institutes 

* Organize meeting with third party evaluator in January 

* Plan future activities with CETE/OSU by phone and in meetings in Poland 

* Supervise development of case studies and videos 

* Assist Institutes in developing agreements with video studios 

* Plan tasks to be accomplished by the Institutes and oversee results 

* Organize site visit of C. Ashmore and participate in meetings 

* Made contacts in Opole and Kaszaiin for possible new sites for Year I Proposal 

* Assisted OSU in developing proposals (3) for Year I submission. 

* Continued to make plans for the Forum in May 

* Coordinated process to input all curriculum on computer disk (Word Perfect 5.1) 

* Make monthly reports to Nina Majer in U.S.Embassy in Warsaw 

* Collect monthly reports from Institutes and sent to OSU quarterly 

* Collect and review evaluation forms from training programs 

* Organize task force meeting for the May Forum 

ACTIVITIES OF THREE ENTERPRISE INSTITUTES
 



* Review business plan with OSU and modify as needed. 

* Provide regular training meetings for faculty 

* Recruit students for classes 

* Organize and conduct classes 

* Continue materials translation and input in Word Perfect 5.1 

* Develop case studies and organize video production 

* Promote the Institutes 

* Participate in third party evaluator meeting in January 

* Submit monthly reports and budget requests to Solidarity 

* Manage the Institute budgets 

* Plan local participation in the Forum, submit proposals 

* Assist in developing Year III proposals 

* Identified three cities to add as satellites for Year III 

* Hosted OSU and Solidarity staff in site visit during February-March 

* Reviewed accounting system with OSU and Solidarity staff 
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Subject: Parliament rejects mass privatization program 
Date: Thu, 18 Mar 93 943:46 PST 

WARSAW, Poland (UPI) - In an unexpected setback for the goverrnent, Parliament reected 

mass privatization program. leaving Poland the only post-comrnunist stattThursday its proposed 
without a plan to privatize a sizable segment of the national economy. 

Prime Minister Hanna Suchocka sat stone-faced inthe lower house, the Sejm as the 181-203 

vote with nine abstentions was announced. Later she said she would convene an extraordinary session 

of her Cabinet. The fragile government coalition has 199 deputies in the 460-member Sejm but to 

Suchocka's surprise. 27 coalition members voted against the plan despite intensive lobbying efforts. 

Members of the two Christian Democratic parties in the coalition ended up breaking ranks with 

the premier. Ten members of the National Christian Union rejected the plarn while 28 voted in favor. 

None of the six members of the tiny Christian Pemocratic Party approved the plar four rejected 

it, one abstained and one was not available for the vote. "'The result of the voting puts indoubt the 

existence of the coalition" said deputy Jan Pakula of the Liberal Congress, one of the coalition 

partners. 
"'it s a delay of the reforms,' Suchocka said. "The high ratings Poland got so far (for its 

reforms) will undoubtedly come down.' The vote leaves Poland the only post-communist state without 

a plas to sel! off state-owned enterprises, most of which are inbad financial shape and are seeking 

ways to attrac foreign investors. 
The firs5t mass privatization bill was submitted to parliament in autumn 199 shortly after 

Janusz Lewandowski became the privatization minister. 

It was read in the Sejm for the first time a year later where, after stormy debate, it was 
selected a sub­su~m~,ned for consideration to four separate committees. Those committees 

commission to review the measure, and it subseoquently underwent dozens of changes. 
the nationalist Confederation for aSubseojuently some political parties. most notably 

Pernoc-act: Polanc, called for Lewandowski's resignation on grounds his plan amounts to a cheap 

se.lo;f of stase assets. 
Under the plar,. National Investment Funds will be created that could hold up to 60 percent 

controling interest in an enterprise. Their purpose will be to manage the enterprises in such a way 

they will become more efficient. Poles will be given shares in the National Investment Funds. 

Finance Ministry spokesman Jan Dazyl Lipszyc said it was too early to speculate what effect 

the rejection of the plan will have on foreign investment in Poland. 
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Polish Private Sector Leads Economic Growth
 
US. companies' interest in Poland, already 

the United States' largest market in East-
em Europe. continues to grow. particularly 
as recent statistics from Poland indicate 
light at the end of a long tunnel of reces-

ion. The Polish Government (in place since 
July 1992) has achieved slow but steady 
progress in economic reform primarily due 
to its focus on economic solutions rather 
than partisan issues. The government's 
emphasis continues to be focused on mak-
ing progress on reforms without further 
burdening the populace. Prime Minister 
Suchocka's government successfully with-

proposing a "social and economic pact ".to 
extent ininvolve workers to a greater 


Poland's economic transformation.
 

The Polish private sector has grown 
exponentially, providing increasing oppor­
tunities for U.S. participation as the pub-
lic sector continues to stagnate. Over 1.5 
million private companies in Poland now 
account for over 80 percent of retail activ-
ity, 40 percent of imports, and 14 percent 
of exports. Private-sector jobs have grown 

rto almost l',alf of nonagricultural employ-
mint Still, national income and real Aages 
continue to fall. Unemployment is expected 

end. Yearlyto reach 15 percent by year' 
to be 47 percent forinflation is forecast 

1992 and 38 percent in 1993, delaying cur-
rency reform.icleupetauooisanlgh 

Poland grew 13 percentU.S. 	 exports to 
Because ofin 1991, reaching 5458 million. 


the special affinity between Americans and 


Poles, U.S. products are in high demand. 

(See separate article entitled "Guide to 

Best Export Prospects to Poland.") Many 


new trade fairs in Poland are specialized, 

providing targeted audiences. U.S. compa-


nies are encouraged to take advantage of 

trade promotion support, 

U.S. Government 
particularly 	 by participating in the U.S. 

at the Poznan International andexhibitions 
and OctoberPolagra Fairs, held in June 


each year. 


U.S. direct investment in Poland is 
expected to reach 5500 million by the end 
of 1992, with over $1.5 billion in invest-
ment planned in the near future. Poland 
has implemented a series of incentives 
designed to spur Western investment: 100 
percent repatriation of profits, customs 
exemptions for in-kind contribution to joint 
ventures, guarantee of compensation against 
expropriation, and certain tax incentives. 
The government is also trying to speed up 
the privatization process and implement 
the -Mass Privatization Program." proposed 
over two years ago. (See separate article 

Innovative 	 Privatization,'Poland Launches 
Program ) 

Many U.S. exports to Poland have been 
hard-hit by tariff preferences given Euro­
pean Community competitors under the 

trade provisions of the Association Agree­
ment signed by Poland and the EC in 

As of March I, 1992, overDecember 1991. 
1,000 tariff line-items from the EC may 
enter Poland duty free under these provi­
sions. This change affects over half of total 
U.S. manufactured exports to Poland, 
excluding charitable goods. At the same 
time, changes in Poland's customs collec­

tion caused U.S. exports to face tariff bar­
riers averaging 13 pe-ent. Over $100 mil­

lion of the fastest-growing U.S. exports to 

oninued on pag 7 

Guide to Best Export Prospects to Poland
 
Poland is the United States' largest mar-

ket in Eastern Europe, absorbing mote than 
S450 million in U.S. exports in 1991. 
Poland's large population and special affin-
ity for the United States make it an cx-
tremely receptive market for U.S. prod-

ucts. Leading U.S. exports to Poland in 
1991 included motor cars and vehicles, as 
well as their components; computers andand com­computer equipment telephone 

equipment, and agriculturalmunications euipentandagriultralmunintins 
commodities. 

be the only 

measure of export potential. As Poland 
Yet trade 	data should not 

con-

to a market economy,tinues its transition 

old trading patterns have given way to a 
wider range of U.S. products, many of which 
are new to the Polish market. In particu-

lar, the spectacular growth of the private 
sector has played a decisive role in changing 

Polish trade. 

numer-

otus sources and contacts, the Foreign Com-
in Warsaw has 

Based on information drawn from 

mercial Service (FCS) 
as best pms-identified the following sectors 

pects for U.S. exporters: construction 
equipment, furniture, management and con­
suiting services, air conditioning/refriger­
ation equipment. travel and tourism aerv­
ices, telecommunications equipment, print­
in# and graphic arts equipment. household 
€unsumcr goods, automobile parts and tery­
ice equipment, food processing/packagini 
equipment hotel and restaurant equipment, 

meed.computers 	and peripherals, electricalcontrols. powersystems, industrial process 
ictl equipment. automobiles and ligh 

control equipment.trucks/vans, pollution 

sporting goods, finished textile products 

and consumer electronics. 

Fomreifnao nths-btpo, 
For more information on these "best the 

pects," contact EEBIC and request thi 

handout: "Best Prospects in Poland: A Guidi 
to Top Export Sectors." in addition, man3 

Industry Sector Analysis (ISA) rpons pte 

pared by FCS Warsaw. These ISAs atn 
Data Bankavailable on the National Trade 

(NTDB) and may be requested from your 

local Commerce district office. 



Get Ready for the Annual Poznan 
International Trade Fair in June 

The Poznan Inteinatiolal Fair, the largest 
rde fair in Eastern Europe, wili be held 
lure 13-18. 1993. This annual intionr l 

ent dates back to 1921. In 1992 morm than 
1.000 companies from 37 countries partici-
pated in the Poznan Fair. Total spae booked 

by foreign companies was approximately 
130,000 square meters. Over 700 journalists 

and approximatelycovered this event 
250,000 people visited.isied.The
2 )000peole 


manu-
Today the fair hosts companies 

racturing investment goods in the follow. 
big fields: construction, power, electronics, 
ulWecommunications, metallurgy, machinery, 

chemicals, transportation, optical and prei-

dion equipment. hotel aria catering supplies, 
labarator.y .nc research eqilpment. and 

pape, and voId 

The U.S. Pavilion at the fair is always 
the center of attention. FCS Warsaw pro-
rides a wide range of trade promotion sup 

port for all participants., which aldc receive 
cnsiderabl market exposure from the fair's 
extensive television and press coverage. 
Past participants have succeeded in es-

con-tablishing a wide range of valuable 
tacts through this event, 

Poznn Fair isthe premier showplaceTherowers, 
in Poland. Sign up before January 24, 1993. 

For more information, contact: 
kherm GrbMska 
U. Trade Devwopmtw Comer/Waraw 
Unit 2540 
APO, AE 9213 

Tel: 48-22-62-30-41

Fax: 46-22-26-11 

Polagra 1992: U.S. Exhibition Bears Fruit 


The U.S. Pavilion at Poland's Polagra 
was onceInternational Fair this October 

again the focus of attention. The Polish 

Minister of Agriculture, Gabriel Janowski, 
was among the thousands of visitors who 
cameexcellent 

to do busir.ess. 

Held every year in Poznan. the Polagra 
International Fair is the major trade pro-
motion event in agricultural goods in Poland. 

than 350,000 buyers flockedThis year more 
to the fair. many of them private farmers 

looking 	for goods to develop their farms 
efficiency of production.and improve the 

by the 	 18 U.S.Export sales generated 
estimatedexhibitors at this year's fair are 

at S800,000, while contacts made resulted 

in over 350 sales leads. 
The U.S. exhibition in Polagra provides 

exposure to this fast-growing mar-

of the U.S.ket. As evidence of the success 

Pavilion, some 90 percent of this year's 
exhibitors have confirmed their desire to 
participate next year. For more informs-
tion on Polagra 1993 and other trade fairs 

EEBIC and request thein Poland, contact 
on trade promotionhandout Just Do It! 

opportunities in Eastern Europe. 

in PolandPolish-American Help for Small Businesses 
1. 1992. the first Polish-On November 

American Small Business Advisory Cen-

ter opened in Gdansk. Poland. This center 

is part of a larger project organized by 

Scientex Corporation, under the auspices 

of the U.S. Congress and the U.S. Agency 
The proj-for International Development. 

ect is designed to organize three pilot advi-

sory centers in Gdansk, Loci, and Warsaw. 

Scientex Corporation, together with the 

Polish Chamber of Commerce, has cofounded 
the new Polish-American Small Business 
Advisory Foundation to oversee the project. 

The centers will offer Polish private cntmr-

preneurs free managerial assistant: to help 
them start and develop small businesses. 
This assistance will include one-on-one 

counseling in accounting and finance, mar-

keting. taxes. legal procedures, and other 

types of training that are fundamental to 

any star-up western businem. Other events, 
as workshops in retailing, negotiationsuch 

and sales techniques, and inventory and 
cost control will be held on a regular basis. 

For more information on these advisory 

centers, contact: 
Michael Field, Program Manager 
Scientex Corporation Internatioal 
1655 North Fort Myer Drive 

Suite 400 
Arlington, VA 22209 
Tek (703) 276-3377 
Fax: (703) 276-1151 

Enterprise Fund 
Announces New 
Initiatives 

The Polish-American Enterprise Fund 
recently announced a number of initiatives 

the needs of Polish pri­designed to meet 
vate sector development. They include the 

of a new chief executiveestablishment 
office-level business association. Poland's 
first privat-, mortgage bank, an increase in 
capital 	available for small business bor. 

and additional investment commit­ments inthe manufacturingl sector. 

launch 	theRecently, the fund helped 
Nish Business Council. Patterned afternew 

of chief executive officen, the council serves
 
a forum for the leaders of private enter­s 

prises in Poland to address business and
 
economic issues and formulate action.
r6
 

Another major initiative has been the
 

establishment of Poland's first mortgage
 
bank. The Polish-American Mortgage
 
Bank, or PAMBank, has been licensed and
it will specialize in
is being organized. il ousingfinancing single-family attached 

class. Itfor the 	 emerging Polish middle 
the first such private institutionwill be 

offering construction loans to developers 
and takeout financing for home purchas­
ers. PAMBank's initial capitalization of
 

W16
million isprovided by the Enterprise
 

and Polservice in Warsaw. KeyCorp Mort­
an ol bn New Yoriast­

gage Inc. of Albany. New York. is assisting
inthe training of PAMBank staff.
 

The fund is also expanding the capabili­
ties of its small business financing program. 

1,000 small business loans approved,With 
the fund has acquired substantial experi­
ence in commercial lending in Poland. Small 

business loans involve high risks, patticu­

larly under the difficult conditions of 
Poland's economic transition, but the fund 

is committed to providing the capital small 
enterprises need to grow. To this end, it is 

making an additional SI0 million avails­

ble for the small business loan program and 
raising the limit for these loans to 575,000. 

The fund also recently approved major 
manufacturing sector investments to estab­
lish a new sport-shoe manufacturing facility 
and a new producer of tooling for indus­

trial molds. 

For further information on projects and 
initiatives of the Enterprise Fund, contact: 
Francis SkrobiszewskL, Vice.President 

Polish-American Enterprise Fund
 
535 Madison Avenue
 
New York, NY 10022
 

Far: 212-3394359Tek 212-339-8330 
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Poland Launchn Innovative 
U.S. Information Sources on Poland Privatlzatlon Program 

Eastern Europe Business 
Imformatlos Center 
lnter.tional Trade Administration 
U.S. Department of Commerce 
Room 7412 
Washington. DC 20230 
Tel: (202) 482-2645 
Fax: (202) 4824473 

Officer for PoladOffcrfk
-Adey Pln 


-Audrey Zuck 
International Trade Administration 
U.S. Department of Commerce 
Room 3413 
Washington, DC 20230 
Tel: (202) 482-4915 
Fax: (202) 4824505 

Embassy of the Republic of Poland 

Mr. Jacek Tomorowicz 
Economic Counselor 
1503 21st Street, NW 
Washington. DC 20036 
Tel: (202) 234-3800 
Fax: (202) 818-9623 

U.S. Chamber of Commere 
1615 H Street, NW 
Washin ton. DC 20062-2000 
Tel: (202) 463-5467 
Fax: (202) 463-3114 
Ute Nation Jsi Development 

atio 

1660 L Street, NW 

Suite 215 
Sus
Washington, DC 20036 

Tel: (202) 659-5165 
Fax: (202) 6597674 

US. Lrary of Congress 
Dr. Ron Bachman, Poland Specialist 
European Reference Division 
Washington, DC 20540 
Tel: (202) 707-5858 
U.S. Poland Chamber Of Commerce 

U.S. Poland Connection (newsletter) 
321 N. Clark Street 
Suite 550 
Chicago, IL 60610-4714 
Tel: (312)467.0614 
Fax: (312)467-0615 

Useful Contacts In Poland 


Embassy of the United States: 
Joan Edwards Oiul. 
Senior Commercial Officer 
American Embassy Warsaw 
ul. Wiejska 20 
00490 Warsaw 
Tel: (48-22) 2145-3 
Fax: (48-22) 21-63-27 

Miaistry of Privatization 
Information Center. 
Monika Stanczuk. Chief of Promotion 

Division 
36 Krucza/ 6 Wspolna Street 
00.522 Warsaw 
Tel: (48-2) 628-1190 
Fax: (48-2) 625-1114 

The Eaterprlse Development Center, Led. 
Wlodzimierz Duszynski 
Al. Jerozolimskie 202 bl. B 
02-363 Warsaw 
Tel: (48-22) 23-92-61 or 23-83-97 
Fax: (48-22) 23-93-05 

EASTERN EUROPE BUSINESS BULLETIN
 

ForepnIvestnent Agency 
Chopina 

00-559 Warsaw 
Tel: (48-22) 2935-53 
Fax: (48-22) 2184-27 
American Cmmber of Commerce in Poland 
Plac Powstancow Warszawy I 
00-950 Warsaw 

Tel: (48-22) 26-39-60 
Fax: (48-22) 26-51-31 
Polish Chamber of Commerce 
Foreign
4 Trebacka Street 

00-074 Warsaw 
Tel: (48-22) 27-94-78 
Fax: (48-22) 27-46-73 

Foreign Investors C(lamber of Industry 
and Commerce 
ul. Krakowskie Przedmiescie 64 
00-325 Warsaw 
Tel: (48-22) 21-45-1 
Fax: (48-22) 81-71-05 

Poland's Ministry of Privatization has 
begun an innovative program to accelerate 
the transformation of Polish enterprises 
from public to private ownership. Under 
this Prinatiution through Restructuring 
(PiR) program. management groups will 
work with individual Polish companies to 
help prepare them for privatization. The 

well asmanagement groups. foreign as 
domestic, will be selected on the basis ofcompetitive bids. 

The restructuring phase may take a few 
months or several years, after which the 

management group will arrange for the 
transfer of the company to private owner­
ship through the sale of the company to 
third parties or the sale of securities to the 
public. 

Polish companies selected to participate 
in the PtR program will generally be 
medium- to large-size enterprises already 
in the process of structural or organizational 
change. Management groups will not only 
help the companies carry out the restruc­
turing process, but are ixpected also to 
contribute assets such as capital. technol­
ogy,or access to new markets. 

The management groups selected to work 
with these companies can benefit in sev­
eral ways. First. the PtR program provides 
investors an excellent opportunity to gain 

a strategic foothold in Eastern Europe, while 
significantly reducing investment risk. From 
Poland companies will be able to reach 
markets throughout Eastern Europe and 
the Newly Independent States. Second, 
management groups will earn equity in the 
companies they help restructure and cn 
realize a profit from the resulting increase 
in the value of the company. 

Companies are encouraged to apply for 
this program as soon as possible. For more 
information, contact: 
Alan SmithrmSnla Daccret 

Smith McCabe, Ltd. 
230 Park Avenue, Suite 2415 
New York, NY 10169 
Tel (212) 949-1940 
Fax: (212) 949-6053 
Andrew Alexandrowicz 
ITCA Europe, Ltd. 
al. Jrozollmskie 51, 3rd Floor 
01-697 Warsaw 
Tel: (48-22) 29-85-40 

Fax: (48-22) 29-97-48 



iad-ConinudfromAmerican-Polish Im Builders
 
oland are disadvantaged, including tele­
'ommunications equipment, computers,
ood processing equipment, and other high-
echnololly goods. 

U.S. businesses should also be aware of 
ew tax changes in Poland. As of Decem-
cr 17 turnover (or sales) tax will increasey 2-4 percent. Imports will be further 
axed through a 6 percent import surcharge.
*he surcharge will be calculated on the 
im of the customs value of an item plus
iriff. This tax increase will be enforced 
ntil the introduction of a value-added 
ix system mid-1993. 
The U.S. Government has expressed con-
rn over the negative impact of these tar-

f changes at the highest levels of the 
Dlish Government and continues to workith Polish officials to ensure that the Polish
arket remains a level playing field. It is 
orking both within the General Agree-
ent on Tariffs and Trade and bilaterally
ith Poland to gain equal treatment for 
.S. companies. 

The road to a successful business deal in 
)land remains rocky: negotiations are still 
infully slow and fraught with uncertainty.ill, recent announcements of major in-
itments by U.S. companies are examples
the successful outcome of U.S. business 
test in Poland. While companies should 
aware o t he ct ies sted 
h Polish tariffs and the shortcomings of

Pland'sintellectual properth rights regime 
d antiquated financial system, the door 

success remains open.

For an update on the status of U.S.­
land bilateral relations, call Poland Desk

ficer Audrey Zuck on 202-482-4915. 

r further information on business oppor­lities in Poland. c,antact the Eastern 
trope Business Information Center at 

2482-2645. 

rzci.-Continuedfrompage 2 
S hectares in the center of the Szczecin 
'bor. 87 hectares near the border post inIbaskowo on the German frontier, and 
) hectares in Swinoujscie. fohen mak-

an investment, companies should be 
e to take environmental protection'rg-

tions and modernization of transporta-

i systems into account. 

"or more information on the region and 
business opportunities, contact: 
nRulland, Peace Corps Volunteer 
ead Miasta 
c Armil Krajowej #1 
456 Szczecin, Poland 
(48-091)22-35-30 Fax:<48-09122-11-29 
vodship Office: 
Waly Chrobrego 4 
502 Szczecin, Poland 
S(48-091 53-32-50 
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An American-Polish Home Builders 
Imtitute (APHBI) opened for business this 
September at a formal ribboi~uttinScer-Spebra omlrbo-utn ee 
mony in 6dansk. Created under the aus-
pices of the U.S. National Asociation of 
Home Builders (NAHB), with funding from 
the U.S. Agency for International Devel-
opment. this new housing organization will 
enhance the ability of Polish home build-
er to establish a private housing industry
and will facilitate the direct transfer of 
U.S. capital investment and technology to 
the Polish private housing industry. 

The NAHB Research Center crently
administering a marketing survey of housing 
demand in the Gdansk area, involving
detailed interviews with builder and posen-
tial consumers. The survey will provide 

information to U.3. and Polish builders,
developers, and product manufacturers who 
are interested in housing developmea: inthis region. The Research Center is also
designing a database of legal, regulatory, 
and financial information for potential home 

inaniain t re poten homei s 
builders and joint venture partners and is 
developing a land inventory system con-
taining information on available lands, 
infrastructure condition, and status of title. 

en Fusiness 
The APHBI will facilitate contacts for 

US. builders, developers and manufacturers 
with propective Polishjoint venture part.
ihpopciePls on etr at 

ners and Polish government agencies. By
showcasing U.S. building products, tech­
nologies, mortgage financing, manap.ment
methods and construction practices, APHBI 
hopes to help Poland gradually develop its 
private housing industry. 

For more information on APHBI and 
other international builder training pro­
gr intat:
 

lams, contact:
Steymi Lewis 
SExecutve Diector 
Americg Polh Home B lstiute 
AlL C mn ol 4/57o 

uL Ch-7Gdmk
 
WP7ud
 

Tel: (48-58) 31-96-20 or 3142-17
 
ZbIgnlew Kudas
Director
 
American Polish Home Builder b,-itute
 
/o Home Builders Institute 

co me e ue 
1090 Vermont Avenue, NW
 
Suite 600
 
Washington, DC 20005
 
Tel: (202) 371-0600
 

New Free Enterprise Consortium Opens in Krakow
 
In November the U.S. Ambassador to 

Poland. the Rector of the Jagiellonian Uni-
versity, and other officials joined in open-
2ng a Free Enterprise Transition Consortium 
in Krakow. The Consortium, funded by a 

grant from the U.S. Agency for Interna-
tional Development, was created to support
Poland's transition to a free market econ-omy b) linking outside technical approsches
with local expertise. The consortium will 
develop case studies on transformation 
efforts; develop tailored training for Pol-
ish business, management,and public 

admiistatiooficias: nd povie a 
resource center for privatization activities. 

Consortium organizers recognize that the 
process of economic transformation in 
Poland can be enhanced by incorporating 
local expertise with the technical assistance 
provided b Peace Corps Business Advi-
sors. With local educational institutions as 
partners, experience gained through Peace 
Corps projects can be analyzed and com-
pared with the experiences of others. 

Through this partnership, the Peace Corps
Business Program will also provid, the tai-
Bred training needed for small businesses 
management officials, bankers, municipal 
employees, and other professionals essen­

tial to free market transformation. 

The Peace Corps program in Poland. withover 250 volunteers, is currently the 1arg­
est in the world. With its input, the Free 
Enterprise Transition Consortium will have 
the ability to assess local experiences and 
to aply success l eo ic an 
to apply successful economic transform­tion solutions. 

For more information contact: 

Ted Kontek, Associate Director 
Small Business Development 

eaceCorps/Polnd 
ul. Bukowimka 24 
02-703 Warsaw 
Tel: (48-22) 43-WO-!I 
Fax: (48-22) 43-42-00 
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Polish Private Sector Leads Economic Growth
 
U.S. companies' interest in Poland, already 

the United States' largest market in East-
em Europe, continues to grow, particularly 
as recent statistics from Poland indicate 
light at the end of a long tunnel of reces-
sion. The Polish Government (in place since 
July 1992) has achieved slow but steady 
progress in economic reform primarily due 
to its focus on economic solutions rather 
than partisan issues. The government's 
emphasis continues to be focused on mak-
burdening the populace. Prime Minister 
Suchocka' government successfully with-
stood a series of strikes this past summer, 

proposing a "social and economic pact" to 
involve workers to a greater extent in 
Poland's economic transformation. 

The Polish private sector has grown 
exponentially, providing increasing oppor­
tunities for U.S. participation as the pub-
lic sector continues to stagnate. Over 1.5 
million private companies in Poland now 
account for over 80 percent of retail activ-
ity, 40 percent of imports, and 14 percent 
of exports. Private-sector jobs have grown 
to almost half of nonagricultural employ-
ment. Still, national income and real wages 
continue to fall. Unemployment is expected 
to reach 15 percent by year's end. Yearly 
inflation is forecast to be 47 percent for 
1992 and 38 percent in 1993, delaying cur-
rency reform. 

U.S. exports to Poland grew 13 percent 
in 1991, reaching S458 million. Because of 
the special affinity between Americans and 
Poles, U.S. products are in high demand. 
(See separate article entitled "Guide to 
Best Export Prospects to Poland.") Many 
new trade fairs in Poland are specialized, 
providing targeted audiences. U.S. compa-
nies are encouraged to take advantage of 
U.S. Government trade promotion support, 
particularly by participating in the U.S. 
exhibitions at the Poznan International and 
Polagra Fairs, held in June and October 
each year. 

U.S. direct investment in Poland is 
expected to reach $500 million by the end 
of 1992, with over $1.5 billion in invest-
ment planned in the near future. Poland 
has implemented a series of incentives 
designed to spur Western investment: 100 
percent repatriation of profits, customs 
exemptions for in-kind contribution to joint 
ventures, guarantee of compensation against 
expropriation, and certain tax incentives. 
The government is also trying to speed up 
the privatization process and implement 
the "Mass Privatization Program," proposed 
over two years ago. (See separate article 

,"Poland Launches Innovative Privatization 
Program".) 

Many U.S. exports to Poland have been 
hard-hit by tariff preferences given Euro­
pean Community competitors under the 
trade provisions of the Association Agree. 
ment signed by Poland and the EC iin 
December 1991. As of March 1, 1992 ove: 
1,000 tariff line-items from the EC ma) 
enter Poland duty free under these provi. 
sions. This change affects over half of total 
U.S. manufactured exports to Poland 
excluding charitable goods. At the same 
time, changes in Poland's customs collec. 
tion caused U.S. exports to face tariff bar. 
riers averaging 13 percent. Over $100 mi 
lion of the fastest-growing U.S. exports t( 

Continued on page 

Guide to Best Export Prospects to Poland
 
Poland is the United States' largest mar-

ket in Eastern Europe, absorbing more than 
S450 million in U.S. exports in 1991. 
Poland's large population and special affin-
ity for the United States make it an ex-
tremely receptive market for U.S. prod-
ucts. Lzading U.S. exports to Poland in 
1991 included motor cars and vehicles, as 
well as their components; computers and 

componed com 
computer equipment, telephone and cor-
commodities. 

Yet trade dta should not be the only 
measure of export potential. As Poland con-
tinues its transition to a market economy, 
old trading patterns have given way to a 
wider range of U.S. products, many of which 
are new to the Polish market. In panicu-
lar, the spectacular growth of the private 
sector has played a decisive role in changing 
Polish trade. 

Based on information drawn from numer-
otis sources and contacts, the Foreign Com-
mercial Service (FCS) in Warsaw has 
identified the following sectors as best pros-

pects for U.S. exporters: constructior 
equipment, furniture, management and con 
suiting services, air conditioning/refriger. 
ation equipment, travel and tourism serv. 
ices, telecommunications equipment, print. 
ing and graphic arts equipment. householl 
consumer goods, automobile parts and serv. 
ice equipment, food processing/packaginj 

equipment, hotel and restaurant equipment 
computers and peripherals, electrical powei 
systems, industrial process controls, med 
ical equipment, automobiles and lighi 

trucks/vans, pollution control equipment 
sporting goods, finished textile products 
and consumer electronics. 

For more information on these "best pros
pects," contact EEBIC and request the 
handout: "Best Prospects in Poland: A Guide 
to Top Export Sectors." In addition, man3 
of these sectors are analyzed in-depth ii 
Industry Sector Analysis (ISA) reports pre 
pared by FCS Warsaw. These ISAs ar. 
available on the National Trade Data Bank 
(NTDB) and may be requested from your 
local Commerce district office. 
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POZNAN 

Poznan, Poland's fifth largest city, is 
the capital of Wielkopolska, a large region 
in the western part oi Poand :.Wering 
50,000 square kilometers and inhabited by 
5.5 million people. Halfway between Berlin 
and Warsaw, its location has made it an 
active trading route since the 9th century, 
and it is known for a tradition of efficient 
economy, conscientiousness, and effec-
tiveness. 

Poznan is a large industrial center. Most 
people work in the machine, chemical and 
food industries. The development of a mar-
ket economy and the privatization process 
have yielded many enterprises which are 
open to restructuring their production and 

modes of operation. The sectors that have 

developed most dynamically are telecom-

munications. machine production. and food 

processing 

After Warsam, Poznan is Poland's sec-
ond largest banking and business center, 

with nearl. 30 banks and I insurance agen-
cies. Poznan also boasts the largest num-
ber of joint venture companies. Average 
annual income per capita in Poznan is 
approximatel. tmice the Polish average. 
Thus. the derano for goods and services is 
high, often not 'satisfied by the supply of 
consumer goods. For example. the city needs 
more apartments. large stores and ware-

houses, good restaurants. and hotels. 

The Poznan International Fair. an event 
launched for the first time in 1921, has 

great significance for the city's economy. 

Every year. 14-20 different intern-ti:.nai 

trade events are held at the fairgrounds. 

Most important among these are the Poznan 

International Fair in June and the Polagra 
October. ExhibitorsInternational Fair in 	

scoerom arn tobe. aeraib 
come from around the globe, averaging 
more than 3,000 for the biggest fairs. 

Poznan is also a large tourist center. Its 

religious and secular historical buildings 

reflect man% architectural styles and his-

torical eras-from the Middle Ages to Mod-

ernism. Poznan is also a very green city, 
with nearly 20 percent of its total area 

devoted to forests and parks. Four lakes in 

the city are used for water sports and 

recreation. 

For more information on Pozn.n, contact: 	 ble to firms interested in helping the region 

in upgrading technology, modernizing pro-
Pozma. City Hall duction, and enhancing services.Igwf ofioaioaidDwhpngit 

Pl.Ko1,acki 17 For further information, contact:
 

"967 Pozwnu Poland Sue Hag, Peace Corp Volunteer 
Tel: (4.061) 52-19-47 Sdecko-Podlalaink lba Gospodarcza 
Fax: (48-061) 52-7646 d. Jaglellonska 52, IV p. 
Poman Province Govermneut Office 33-300 Nowy Sacz, Poland 
Division of Interatlonal Cooperatioe Tel: (48-18) 220-07 
Al. Nlepodleglosci 16/18 Fax/Tel: (48-18) 220-30 
60-967 Pozuam, Poland 
Tel: (4061) 52-5742 SZCZECIN 
Fax: (48-061)52-73-27 

One of the largest of Poland's 49 voivod-
NOWY SACZ ships, Szczecin province covers nearly

s0, Sqczci povin corsern 
10,000 aqua:: kilometers in northwestern 

Nowy Sacz, capital of the Sadecko- Poland. ThL region is situated in the center 
of Europe, on the southern shore of the

Podhalanski region, is located in southeast-
on the Odra river trade 

ern Poland, west of Rzeszow and southeast 	 Baltic Sea, and 
route and border with Germany. Regular

of Krakow. With a population of 700,000, 
ferry connections from the Swinoujscie har­

the Nowy Sacz voivod includes 14 cities, 
bor provide links with Sweden and Denmark.four national parks, and 25,000 private 

businesses. It recently kicked off a cele- Szczecin haEs three distinct areas: industry 

bration of its 700th anniversary! in the urban area at the mouth of the Odra 

The Sodecko-Podhalanski region shares river; small fishing ports, spas, and seaside 

three mountain ranges and 272 kilometers resorts along the coast; and the southeast­
of border with Czechoslovakia. The moun- ern agricultural region. Tourist attractions 

tains are an excellent resource for one of and natural features mark the whole area 
and are waiting to be put to good use. 

Now' Sacz's largest industries-year-round a nd are w aint oe to tgoo u se 

tourism. Kills, a 22 kilometer-long lake Szczecin's marine environment is the most 
near the city of Nowy Sacz, and several 	 important aspect of the region's economy. 
rivers add to the possibilities for campers, 	 Building and repairing seagoing ships and 

river vessels take place in the Szczecin and
hikers, climbers, boaters, skiers, anglers 
and others who enjoy the outdoors. Poland's 	 Swinoujscie shipyards. Broker assJations, 

best known ski resort, Zakopane, is located shipping and insurance companies, and 

in the southernmost area of the voivodship, numerous service enterprises for the marine 

and other lesser known ski areas (dffer good economy have been formed. Modern ware­

cost 	 houses for storing foods ard transshipmentsskiing at very lou 
are being built. Facilities for handling bulk 

Just over 49 percent of the Nowy Sacz 	 cargo (including coal, grain, iron ore, chemi­

voivod is agricultural; 36 percent of the cal fertilizers, and sulphur) are available. 

are small (under 5 hectares). Thefarms 
area also includes thousands of shops, small The many recent economic and political 
businesses and light industries. Major pri- changes in Poland have stimulated an 

increase in foreign capital and technology.vate companies include Baritpol (fruit and 

Sectors which have drawn foreign invest­
vegetable processing), Konspol (poultry 

thus far include building materials,(first private mentprocessing), and HOMOL 
fish processing, furniture production, con­

home-builder in the region). struction or -)oling containers, and marine 

The Sadecko-Podhalanska Izba Gospo- services. 

darcza, formed not quite two years ago to 
encourage economic development in the To encourage foreign investors to form 

a num­region, actively assists individuals and com- joint ventures, Szczecin has created 
areas includepanies interested in investment opportu. ber of tax-free zones. These 

nities. A variety of opportunities are availa- Continued on Page 7 
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Get Ready for the Annual Poznan 
International Trade Fair in June 

The Poznan International Fair, the largest 
trade fair in Eastern Europe. will be held 
June 13-18, 1993. This annual international 
event dates back to 1921. In 1992 more than 
4,000 companies from 37 countries partici-
psted in the Poznan Fair. Total space booked 
by foreign companies was approximately 
130,000 square meters. Over 700 journalists 
covered this event and approximately 
250,000 people visited. 

Today the fair hosts companies manu-
facturing investment goods in the follow-
ing fields: construction, power, electronics, 
telecommunications, metallurgy, machinery, 
chemicals, transportation, optical and preci-
son equipment, hotel and catering supplies, 
la ,-rator, :nc research equipment, and 
pap, and wood. 

The U.S. Pavilion at the fair is always 
the center of attention. FCS Warsaw pro-
vides a wide range of trade promotion sup-
port for all participants, which also receive 
considerable market exposure from the fair's 
extensive television and press coverage, 
Past participants have succeeded in es-
tablishing a wide range of valuable con-
tacts through this event, 

The Poznan Fair is the premier showplaceThe howpaceFaroanaisthepremer 
in Poland. Sign up before January 24, 1993. 

For more information, contact: 
Barra Grabowsk 
US. Trade Devlopmet Ceter/Warsaw 
Unit 25402 
APO, AE 09213 
Tel: 48-22-628-30-41 
Fax: 46-22-26-11.96 

Polagra 1992: U.S. Exhibition Bears Fruit 
The U.S. Pavilion at Poland's Polagra Export sales generated by the 18 U.S. 

International Fair this October was once exhibitors at this year's fair are estimated 
again the focus of attention. The Polish at $800,000, while contacts made restited 
Minister of Agriculture, Gabriel Janowski, in over 350 sales leads. 
was among the thousands of visitors who The U.S. exhibition in Polagra provides 
came to tour teUSexitonadstayedr.PMBnksiiilcpiaiaino 
to do business . 

Held every year in Poznan, the Polagra 
International Fair is the major trade pro-
motion event in agricultural goods in Poland. 
This year more than 350,000 buyers flocked 

to the fair, many of them private farmers 
looking for goods to develop their farms 
and improve the efficiency of production. 

excellent exposure to this fast-growing mar-
ket. As evidence of the success of the U.S. 
Pavilion, some 90 percent of this year's 
exhibitors have confirmed their desire to 
participate next year. For more informa-
tion on Polagra 1993 and other trade fairs 

in Poland, contact EEBIC and request the 
handout Just Do It! on trade promotion 
opportunities in Eastern Europe. 

Polish-American Help for Small Businesses in Poland 

On November 18, 1992, the first Polish-

American Small Business Advisory Cen-
ter opened in Gdansk, Poland. This center 
is part of a larger project organized by 
Scientex Corporation, under the auspices 
of the U.S. Congress and the U.S. Agency 
for International Development. The proj-
ect is designed to organize three pilot advi-
sory centers in Gdansk, Lodz, and Warsaw. 
Scientex Corporation, together with the 
Polish Chamber of Commerce, has cofounded 
the new Polish-American Small Business 
Advisory Foundation to oversee the project. 

The centers will offer Polish private entre-
preneurs free managerial assistance to help 
them start and develop small businesses. 
This assistance will include one-on-one 
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counseling in accounting and finance, mar-
keting, taxes, legal procedures, and other 
types of training that are fundamental to 
any start-up western business. Other events, 
such as workshops in retailing, negotiation 
and sales techniques, and inventory and 
cost control will be held on a regular basis. 

For more information on these advisory 
centers, contact: 
Michael Field, Program Manager 
Scietex Corporation International 
1655 North Fort Myer Drive 

Suite 400 
Arlington, VA 22209 
Tek (703) 276-3377 
Fax: (703) 276-1151 

Enterprise Fund 
Announces New 
Initiatives 

The Polish-American Enterprise Fund 
recently announced a number of initiatives 
designed to meet the needs of Polish pri­
vate sector development. They include the 
establishment of a new chief executive 
office-level business association, Poland's 
first private mortgage bank, an increase in 
capital available for small business bor­
rowers, and additional investment commit­ments in the manufacturing sector. 

Recently, the fund helped launch the 
new Polish Business Council. Patterned after 
Western business roundtables composed 
of chief executive officers, the council serves 
as a forum for the leaders of private enter­
prises in Poland to address business and 
economic issues and formulate action. 

Another major initiative has been the 
establishment of Poland's first mortgage 
bank. The Polish-American Mortgage 
Bank, or PAMBank, has been licensed and 
is being organized. It will specialize in 
financing single-family attached housing 
for the emerging Polish middle class. It 
will be the first such private institution 
offering construction loans to developers 
and takeout financing for home purchas-

PAMBank's initial capitalization ofers. 
S16 million is provided by the Enterprise 
Fund, Wielopolski Bank Kredytow in Poznan, 
and Polservice in Warsaw. KeyCorp Mort­
gage Inc. of Albany, New York. is assisting
in the training of PAMBank staff. 

The fund is also expanding the capabili­
ties of its small business financing program. 
With 1,000 small business loans approved, 
the fund has acquired substantial experi­
ence in commercial lending in Poland. Small 
business loans involve high risks, pasticu­
larly under the difficult conditions of 
Poland's economic transition, but the fund 
is committed to providing the capital small 
enterprises need to grow. To this end, it is 
making an additional SIO million availa­
ble for the small business loan program and 
raising the limit for these loans to S75,000. 

The fund also recently approved major 
manufacturing sector investments to estab­
lish a new sport-shoe manufacturing facility 
and a new producer of tooling for indus­
trial molds. 

For further information on projects and 
initiatives of the Enterprise Fund, contact: 
Francis Skrobiszewski, Vice-President 

Polish-American Enterprise Fund 
535 Madison Avenue 
New York, NY 10022 
Tek 212-339-8330 Fax: 212-3398359 
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ABC Warsaw Takes Off. 
As the word gets out, the U.S. and For-

eign Commercial Service's American Busi­
mess Center (ABC) in Warsaw is booking 
offices quickly. The ABC opened earlier 
this year to provioc a "soft landing" for 
U.S. busin,sses establishing commercial 
operations in Poland. 

The ABC provides "executive suites" 
services to U.S. firms, including newly 
renovated private office space with tele-
phone, computer, and laser printer. A con-
ference room, copier, fax machine, and 
typewriter are also available. The ABC 
staff can assist with secretarial services, 
translations, and appointment scheduling. 
The ABC also provides conveniences that 
U.S. companies take for granted, such as 
itemized telephoni billing, conference call­
ing, and message centers, even though these 
are not yet readily available in Poland. 

Clients can rent space at the ABC fromhalf a day up to several months. The space
is being utilized by companies that have 
comeing toPland toexprnuiess oppor-h16-17,come to Poland to explore business oppor-
tunities, as well as those that are waiting to 
finalize arrangements for permanent offices. 
Now that such services are available, get-
ting "down to business" ismuch easier. 

Half-day office rental with standard 
information services costs S20.00, and a 
full day costs 135.00. Weekly office rental 
with standard services costs $150.00. For 
further information, contact the ABC from 
3:30 a.m. to 5:00 p.m. (Polish time) at: 

American Business Center 
Pt. PowstancoA %,'arsza%. I 
First Floor. Room I 1I 
60-950 WarszaAa 
Poland
 
Tel: (48-22) 27-73-65, 27-97-23, 


26-21-97, 26-13-26 
Fax: (48-121 26-11-96 

USAID Assistance 
To Poland 

Poland is currently the largest recipient 
of assistance from the U.S. Agency for 
International Development (USAID) to 
Central and Eastern Europe. As of Sep-
tember 1992, Poland has received over S526 
million in Support for Eastern European 
Democracies (SEED) funds and S102 mil-
lion in food assistance. 

A major objective of U.S. assistance to 
Poland is economic growth. Priorities within 

Upcoming Business Promotion Events
 
For Eastern Europe
 

One of the best ways to get tned in Eastern Europe is to rticipate in US . Government­
sponsored and other business promotion events in the region. Such opportunities intro­
duce U.S. companies to high-level foreign government and private sector officials and 
facilitate future trps and contacts. 

The following are upcoming Eastern Europe promotional events updated from the last 

issue of the Bulletin. Interested firms should contact the person listed for each event. 

MARCH 1993 
U.S. Government: 

Mission, Hungary, Poland, and Czechoslovakia,Food Processing & Packaging Trade 

March 1993: Eugene Shaw, Tel: 202-482-3494 or Fax: 202-482-4098.
 

Association for Manufacturing Techno!oy (AMT) IOGA Trade Mission to Hungary, 
Poland, and Czechoslovakia, March 21-April 6, 1993: Richard Kuba, AMT, Tel: 
703-893-2900 or Fax: 703-893-1151. 

Consumer Goods Catalog Show, Hungary, Poland, Czechoslovakia, March-September 
1993: Jim Boney, Tel: 202482-3973 or Fax: 202482-0115. 

Other: 
Exploring Environmental Management Business Opportunities, Budapest, Hungary, March 

1993: Marci Mazzei, Air & Waste Management Association, Tel: 412-232-3444e t 3 rF x 1 -3 -4 0 

APRIL 1993 
U.S. Government.: 

International Consumer Goods Fair, Brno, Czechoslovakia, April 1993: Mark Mowrey, 
Tel: 202482-4915 or Fax: 202-482-4505. 
1993 Europe Business Outlook Conference, Pittsburgh, PA, April 26-28, 1993: Dr. 
Andrew Blair, University of Pittsburgh, Tel: 412-648-1570. 

MAY 193 

U.S. Government.: 
Environmental Systems Trade and Investment Mission, Poland, Czechoslovakia, May 
10-21, 1993: Loretta Jonkers, Tel: 202-482-0564 or Fax: 202482-5665. 

JUNE 1993 
U.S. Government: 
Poznan International Fair. Poznan. Poland, June 13 18, 1993: Audrey .uck, Tel: 

202-482-4915, Fax: 202482-4505, or Barbara Grabowska, U.S. Embassy Warsaw, Tel: 
48-2-628-30-41 or Fax: 48-22-26-11-96. 

this goal include assistance with public cal freedom, and to encourage broad-based 

fiscal reform, financial sector participation incivic and economic affairs.policy and 
institution reform, and private sector devel- An additional key objective of U.S. assis­
opment. The U.S. progran assists Poland tance is improving cr maintaining quality 
in its transformation from a centrally of life standards while Poland undergoes 
planned economy to a market-based econ- the disruptive processes of economic restruc­
omy led by the private sector. turing and political reform. 

U.S. assistance also promotes democratic For a summary report of USAID's assis­
growth by assisting the development and tance to Poland and opportunities for U.S. 

strengthening of democratic institutions firms to take advantage of USAID pro­
to form the foundation for enduring politi- grams, contact EEBIC at (202) 482-2645. 
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U.S. Information Sources on Poland 

Eastern Europe Business 
Information Center 
International Trade Administration 
U.S. Department of Commerce 
Room 7412 
Washington, DC 20230 
Tel: (202) 482-2645 
Fax: (202) 482-4473 

esOfiefoPond•Washington, DC 20036Desk Officer for Poland 
Audrey Zuck Tel: (202) 659-5165 

interrational Trade Administration Fax: (202) 659-7674U.S. Department of Commerce 
U.S. m et oe U.S. Library of Congress 
Room 3413USUbryfCoesmaaeetgopwlaragfrth

Dr. Ron Bachman, Poland SpecialistWashington. DC 20230 
Tel: (202) 482-4915 
Fax: (202) 482-4505 

Embassy of the Republic of Poland 
Mr. Jacek Tomorowicz 
Economic Counselor 
1503 21st Street, NW 
Washington. DC 20036 
Tel: (202) 234-3800 
Fax: (202) 818-9623 

U.S. Chamber of Commerce 
1615 H Street, NW 
Washington, DC 20062-2000 
Tel: (202) 463-5467 
Fax: (202) 463-31'4 
United Nations Industrial Development 
Organization 
1660 L Street, NW 

Suite 215 

European Reerence Division 
Washington, DC 20540
Tel: (202) 707-5858 

U.S. Poland Chamber of Commerce 

U.S. PolandConnection (newsletter) 
321 N. Clark Street 
Suite 550 
Chicago, IL 60610-4714 
Tel: (312) 467-0614 
Fax: (312) 467-0615 

Useful Contacts In Poland 


Embassy of the United States: 
Joan Edwards , 
Senior Commercial Officer 

American Embassy Warsaw 

ul. Wiejska 20 

00-490 Warsaw 

Tel: (48-22) 21-45-27 

Fax: (48-22) 21-63-27 


Ministry of Privatization 
Information Center. 
Monika Stanczuk, Chief of Promotion 

Division 

36 Krucza/ 6 Wspolna Street 

00-522 Warsaw 

Tel: (48-2) 628-1190 

Fax: (48-2) 625-1114 


The Enterprise Development Center, Ltd. 
Wlodzimierz Duszynski 

Al. Jerozolimskie 202 bl. B 

02-363 Warsaw 

Tel: (48-22) 23-92-61 or 23-83-97 

Fax: (48-22) 23-93-05 


I-

Foreign nlestment Agency 
ui. Chopina 1 
00-559 Warsaw 
Tel: (48-22) 2935-53 
Fax: (48-22) 21-8427 
American Chamber of Commerce in Poland 
Plac Powstancow Warszawy I 
00-950 Warsaw 

Tel: (48-22) 26-39-60 
Fax: (48-22) 26-51-31 
Polish Chamber of Commerce 
Foreign PromotiAlOffice 
4 Trebacka Street 
00-074 Warsaw 
Tel: (48-22) 27.94-78 
Fax: (48-22) 27-46-73 

Foreign Investors Chamber of Industry 
and Commerce 
ul. Krakowskie Przedmiescie 64 
00-325 Warsaw 
Tel: (48-22) 21-45-15 
Fax: (48-22) 81-71-05 

Poland Launches Innovative 
Privatization Program 

Poland's Ministry of Privatization has 
begun an innovative program to accelerate 
the transformation of Polish enterprises 
from public te private ownership. Under 
this Privat:2'tion through Restructuring 
(PtR) program. management groups will 
work with individual Polish companies to 
help prepare them for privatization. The 

as well asmanagement groups, foreign
competitive bids.domestic, will be selected on the basis of 

The restructuring phase may take a few 

months or several years, after which the 

management group will arrange for the 
to private owner­transfer of the company 

ship through the sale of the company to 
thi;d panics or the sale of securities to the 
public. 

Polish companies selected to participate 
in the PtR program will generally be 
medium- to large-size enterprises already 
in the process of structural or organizational 
change. Management groups will not only 
help the companies carry out the restruc­
turing process. but are ixpected also to 
contribute assets such as capital, technol­
ogy, or access to new markets. 

The management groups selected to work 
with these companies can benefit in sev­

eral ways. First, the PtR program provides 
investors an excellent opportunity to gain 
a strategic foothold in Eastern Europe, while 
significantly reducing investment risk. From 
Poland companies will be able to reach 
markets throughout Eastern Europe and 
the Newly Independent States. Second, 
management groups will earn equity in the 
companies they help restructure and cdn 
realize a profit from the resulting increase 
in the value of the company. 

Companies are encouraged to apply for 
this program as soon as possible. For more 
information, contact: 

Alan Smith/Sonia Dsccarett 
Smith McCabe, Ltd. 
230 Park Avenue, Suite 2415 
New York, NY 10169 
Tel: (212) 949-1940 
Fax: (212) 949-6053 
Andrew Alexandrowicz 
ITCA Europe, Ltd. 
al. Jerozolimskie 51, 3rd Floor 
01-697 Warsaw 
Tel: (48-22) 29-8540 

Fax: (48-22) 29-97-48 
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HEALTH SERVICES PROJECT 
IN POLAND 

This project financed by the World Bankaims to: (a) improve the health status of 

the population by strengthening health pro 

motion and prevention programs; (b) sup-
port the first steps io' restructuring the 
health sector by shifting the focus from 

care to effective primary care 
institutional 

better trained primary care doc-through 
and nurses; (c) strengthen institutionaltors 

man-capacity in policy-making, planning, 
agement, and evaluation by providing access 

to improved information systems and man-

agemert oe,,elopment; and (d) ensure sus-
intainabilit) o -;'. s and control costs byin the medium term 

the health sector 
improving effectiveness, efficiency, and 
quality of service delivery in three project

andPomerania,regions (Ciechenow, 

Wielkopolski). Consultants will be required
for health systems management, manage-

- gmn. aae 

ment information systems, and accounting. 

Contact: 

Dr. Michaelct arek Director 

National Center for Health 


System Management 

Ministr%for Health and Social Welfare 

ul. Miodo'a 15 

00-923 %%arsa%. Poland 

Tel: (48-22 31-34-41 


Source: The World Bank 

PRIATEENTRPRSE EVEOP-APRIVATE ENTERPRISE DEVELOP-

ENT IN POLAND 

This project aims to support the crea-
tion of ne% private businesses as one of the 
centerpieces of the government's program 
to transform the Polish econom). The project 

will provide financing for efficient invest-
ment in private enterprises, particularly 
small and medium-size, and for a program 
aimedns at overcomingn deficiencies in busi-rcie tbidn upr ev 

ices for private enterprise development. 
Consultants will be required for technical 
assistance for training, preparation of rojit 

of financial 

packages. 
Ctact: 
Mr. W. Kwtrzew, Presidemt 
Polish Development BaTke1:54 
al. Zarawla 47/49 
00-680 Warsaw, Poland 
Telex: 812-698
Tel: (48-22) 21-63-64 

Fax: (48-22)6284164
Source: The World Bank 

TOURIST COMPLEX DEVELOPMENT 

IN POLAND 

The Town Council of Czorsztyn in south-
ern Poland seeks investors to build and 

onoperate a tourist resort hotel complex 
the shore of an artificial lake currently 
under construction. Total estimated proj-
ect cost is SIO million, including a 200-room 

and a transpor­hotel, an outdoor museum 
ontation center. The lake will be formed 

completion of a dam on the Dunajec River, 
currently scheduled for 1995. 

market study commissioned by organliz-

era of the project shows that Western tourists 
would be attracted to a high-quality hotel 
with Czorsztyn's location and attractions. 
Czorsztyn is an hour and a half drive from 
Krakow (which has the nearest major air-

and 40 minutes from the mountainpor) 

resort of Zakopane. It also Is near the 
launching point for the famous Dunajec 
raft trip, two castles, and a natural park 
reserve. 

The council hopes to find an investor to 
build the resort and operate it on a long­

has set a Jls. ary 1, 1"2 
deadline for proposals. 

Contact: 
CFL PROF 
e- Krd koW IP .413 

) 11-20-2 et 
Tel: (48-12) 11-28-22 ex 392 
Fax: (48-12)22-33-19 
Source: .. Embassy Warsaw 

ROOFING SYSTEMS OPPORTUNITYIN POLAND 

A roofing enterprise in Lodz, Poland,whcisuretyofng12mlonqaewhich iscurrently roofing 1-2 million square 

feet per year, is looking for an American 

manufacturer of the asphalt-composite type 
of roof covering. The firm is in a position to 

new markets for the American manu.open 
facturer in Poland. Interested companies 
should send a package of information an, 
the name of a contact. 

Contact:
 
Stefan Klosowski
 
Department of Architecture
 
City Planning and Building Construction
 
10-go Lutego 5A mt.121-oLtg Ai.1 

90-303 Lodz, POLAND
 
Tel: (48-42) 33-59-15
 
Fax: (48-42) 32-13-70
 

of HomSource: National As.-ciation 

Builders/Research Institute
 

1993 Europe Business Outlook Conference Schedule'
 

The extraordinary political and economic 
events %hich continue to reshape Europe, 

both East and West. are creating tremen-
for U.S. companiesdous opportunities 

develop business possibilitieslooking to 
there. To discuss these challenges the U.S. 

of Commerce, in cooperationDepartment 
with a consortium of four universities, is 

holding a Europe Business Outlook Con-

ference in Pittsburgh, Pennsylvania, April 

26-28, 1993. 

The conference will brief U.S. businesses 
on economic developments in both Western 

Eastern Europe. Areas of discussionand 
will include sources of information, assis-

tance and funding; logistics, dealing with 

government agencies; opportunities in 

defense conversion; environmental recla-

mation; and trade promotion opportunities. 
The three-day event will consist of ses-

sions led by the senior commercial officers 

representing the Department of Commerce 

in 23 countries and by representatives c 

major U.S. Government financial institt 
tions. Also attending will be officials c 

major U.S. corporations with experienc 
in these markets, as well as several U." 

rope and EuropeaAmbassadors to E 
Ambassadors to the United States. 

For further information on this timel 
event, call conference director Dr. Andre 
Blair, University of Pittsburgh, at (41: 

648-1570. 

EASTERN EUROPE BUSINESS BULLETI' 



Paland-Continued from page I American-Polish Home Builders 
Poland are lisadvantaged, including tele- A m ri an P o is H m e B u ld r
communications equipment, computers,
It goods TIunitute Now Open For Businessfood processing equipment, and other high.ow O en F r u ingoods. s 

rechnology 
U.S. businesses should also be aware ofnew tax changes in Poland. As of Decem-

ber 17 turnover (or sales) tax will increase 

will be furtherxed thro._, a6 percent import surcharge. 
e surcharge will be calculated on the 
24 percent. Imports 

sum of the customs value of an item plus
lariff. This tax increase will be enforced 
P rtil the introduction of a value-added 
tax system mid-1993. 

The U.S. Government has expressed con-
rn over the negative impact of these tar-

ff changes at the highest levels of the)olish Government and continues to work 

ith Polish officials to ensure that the Polish 
arket remains a level playing field. It is
orking both within the Gcneral Agree-
ent on Tariffs and Trade and bilaterally
ith Poland to gain equal treatment for 
.S.companies. 
The road to a successful business deal in 

oland remains rocky: negotiations are still 
ainfully slow and fraught with uncertainty,
;till, recent announcements of major ir-
estments by U.S. companies are examples
f the successful out:- .c of U.S. business 
nterest in Poland. Whot companies should 

aware of the difficulties presented by
igh Polish tariffs and the shortcomings of 
oland's intellectual property rights regime
nd antiquated financial system, the door 

success remains open. 

For an update on the status of U.S.­
)oland bilateral relations, call Poland Desk?fficer Audrey Zuck on 202-482-4915. 
For further information on business oppor.unities in Poland. contact the Eastern 
:urope Business Information Center at 
02-482-2645. 

Zczeci-Continued from page 2 
26 hectares in the center of the Szczecin 
arbor, 87 hectares near the border post in 
,olbaskowo on the German frontier, and 
90 hectares in Swinoujscie. When mak-
ig an investment, companies should be 
re to take environmental protection reg-

lations and modernization of transporta-
on systems into account. 
qr more information on the region and 

ribusiness opportunities, contact:nmbuinPeac Corpiesontee: 
am Ruiland, Peace Corps Volunteerprcsofenmitasomtonn 

An American-Polish Home Builders
Institute (APHBI) opened for business this 

September at a formal ribbon-cutting cere-


mony in Gdansk. Created under the aus-
pices of the U.S. National Association of 
Home Builders (NAHB), with funding from 
the U.S. Agency for International Devel-
opment, this new housing organization will 
enhance the ability of Polish home build-
ers to establish a private housing industry
and will facilitate the direct transfer or 
U.S. capital investment and technology tothe Polish private housing industry, 

The NAHB Research Center is currently
administering a marketing survey of housing
demand in the Gdansk area, involving
detailed interviews with builders and poten-
tial consumers. The survey will provide 
information to U.S. and Polish builders, 
developers, and product manufacturers who 
are interested in housing development in 
this region. The Rescarch Center is also 
designing a database of legal, regulatory,
and financial information for potential home 
builders and joint venture partners and is 

developing a land inventory system con-
taining information on available lands,
infrastructure condition, and status of title. 

The APHBI will facilitate contacts forU.S. builders, developers and manufacturers 
with prospective Polish joint venture part. 

ners and Polish government agencies. By
showcasing U.S. building products, tech­
nololgies, mortgage financing, management
methods and construction practices, APHBI 
hopes to help Poland gradually develop its 
private housing industry. 

For more information on APHBI and 
other international builder training pro­
gr intat:grams, contact: 

Steve Lewis 
Executive Director 
American Polish Home Builders Institute 
l. Chmielna 54/57
 

-748 Gdank
 
Polad 
Tl: (48-58)31-96-20 or 3142-17 

Zbignlew Kudas 
Director 
American Polish Home Bailders Institute 

/o Home Builders Institute 
1090 Vermont Avenue, NW 

Suite 600 
Washington. DC 2000's 
Tel: (202) 371-0600 

New Free Enterprise Consortium Opens in Krakow
 
In November the U.S. Ambassador to 

Poland, the Rector of the Jagiellonian Uni-
versity, and other officials joined in open-
ing a Free Enterprise Transition Consortium 
in Krakow. The Consortium, funded by a 
grant from the U.S. Agency for Interna-
tional Development, was created to support
Poland's transitioa to a free market econ-
omy by linking outside technical approaches
with local expertise. The consortium will 
develop case studies on transformation 
efforts; develop tailored training for Pol-
ish business, management, and public 

resource center for privatization activities. 

Consortium organizers recognize that the 
'rzad Miasta 
lac Armii Krajowej #1 
)-456 Szczecin. Poland 
el(48-091)22-35-30 Fax:(48-091)22-11-29 
olvodship Office: 
. Waly Chrobrego 4 
)-502 Szczecin, Poland 
el: (48-091) 53-32-50 

,STERN EUROPE BUSINESS BULLETIN 

process of economic transformation inPoland can be enhanced by incorporating 
local expertise with the technical assistance 
provided by Peace Corps Business Advi-
sors. With local educational institutions as 
partners, experience gained through Peace 
Corps projects can be analyzed and com-
pared with the experiences of others. 

Through this partnership, the Peace Corps
Business Program will also provide the tai­
lored training needed for small businesses, 
management officials, bankers, municipal, 
employees, and other professionals essen­
tial to free market transformation. 

The Peace Corps program in Poland, with 
over 250 volunteers, is currently the larg­
est in the world. With its input, the Free 
Enterprise Transition Consortium will have 
the ability to assess local experiences and 

to apply successful economic transforma 
tion solutions. 

For more information, contact: 

Ted Kontek, Associate Director
Small Business Development 

Peace Corps/Poland 
ul. Bukowinska 24 
02-703 Warsaw 
Tel: (48-22) 43-50-11 
Fax: (48-22) 43-42-00 
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Private Dreams 

In Poland, the Spirit 
Of Din 

To Take Root, Blossom 
-'o Saim 

Though Starting Out Small, 
Often as Simple Traders, 
Entrepreneurs Dream Big 

Prosperity by Moonlighting 

By DANIEL MICHAELS
 
Special to THE WALL Smrr JouRu. EURorE
 

WARSAW-The dank pedestrian walk­
ways that spread befieath central Warsaw 
make an unlikely greenhouse for Polish 
capitalism. Bundled in five layers against 
the harsh winter, 22-year-old Piotr Malinow­
ski is on the job 12 hours a day, seven days a 
week, selling books from a prefab kiosk. 

Surrounding him are dozens of similar 
booths, where merchants hawk anything 
from roses to Colgate toothpaste. "'Thisis a 
good location for books," Mr. Malinowski 
says. "But I want to open a big store. Maybe 
this year or next." 

Wlodzimierz Erenhalt has alreadj 
opened his big store. And a factory. And 
several smaller stores. After starting 10 
years ago with a tiny workshop that made 
lamps, today Mr. Erenhalt, now 38, manu-
factures and sells almost S20 million of 
furniture annually. His 150-person firm, 
Celt, has eight shops in Warsaw and 
Krakow. 

The largest store, a three-story ware-
house of a space named "Golden Duck," 
after a well-known restaurant that formerly 
occupied the building, sells office and home 
products manufactured in his 50-person 
factory and from around the world. 
Growing Capitalist Class 

Mr. Malinowski and Mr. Erenhalt are 
Polish capitalists, two of the country's 
growing class of entrepreneurs. More than 
1.5 million private businesses now operate 
in Poland, employing an estimated 56% of 
the work force. That makes Poland Eastern 
Europe's free market pacesetter. The coun-
try's private sector is proportionately big-
ger than those of Hungary (where the 
private sector accounts for about 35% of 
employment) and former Czechoslovakia 
(where the figure is roughly 23%). Accoi-d-
ing to the government, Poland's industrial 

I 
-asg~uinwi-~~U wwwau vvs uuct~ 

m sm, ad mt-1O0. 
While some of the prlvateiector jobs are 
formerly state-owned enterprises or in 

foreign companies, the vast majority have 
been created by independent entrepreneurs.n Poland's private
businesses employ fewer than four peo- 
ple.

Most, like Mr al nowskl, begin with 
humble, low-capital sales or trading opera-

-His 

EntepenersDrem igshirt
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tions. But a surprising number, like Mr. 
Erenhalt, were in business long before. 
communism collapsed and now run sophisti­
cated manufacturing and service firms. 

Although they face a daunting array of 
obstacles and many are overwhelmed by
the challenge of survival inthis new market, 
Poland's entrepreneurs have become the 
foot soldiers of post-communist reform. As 

.the government struggles with policies and 
programs, private business people are 
quietly building capitalism. 
Starting as Traders 

The capital's subterranean agora of 
bookstalls, flower kiosks and assorted other 
ventures is a typical commercial incubator. 
With personal savings and loans from 
friends and families, would-be capitalists 
find a foothold and learn as they go. 

"Some of my best clients are traders," 
says Robert Grzybowski, vice president of 
Fly Away, a Warsaw-based travel agency 
that itself reflects Poland's blossoming 
entrepreneurial spirit. "A few years ago 
they were going abroad as 'tourists' with 
$1,000 in their pockets. They bought a few 
things and sold them back here ina bazaar. 
Now they're in the hundreds of thousands of 
dollars, and they're not in the bazaars 
anymore. Now they have suits and brief­
cases. And they did it on their own." 

Gegorz Borkowski isone of Mr. Guy­
bOwsk's clients. Six years ago he wangled
his1wy into a package tour to Bangkok with 
$700 borrowed from friends. He brought 
back a load of women's clothing, which he 
proceeded to sell on his own. One trip led to 
another, and now Mr. Borkowski sits 
chatting in an expensive Warsaw bar as he 
contemplates his next trip to Jakarta, a new 
source of low-cost clothing for his seven-per­
son enterprise. 

double-breasted suit, crisp white 
and floral tie attest to his new status as 

an entrepreneur on the rise. "There's an 
immeasurable satisfaction in seeing some­
thing of your own, seeing it survive and 

Please Turn to Page 8. Column I 



InPoland, Capitalism Starts 
To Take Root and BlossomContinued From First Page'.Inardcne-i 

row," the 26-year-old trader says.
La~s year, Mr. Borkowskl took 15 trips to 

.sla and spent almost five months on the 
Dad. Nonetheless, he retained his Job as a 
cal bureaucrat in the small central PolLh 
)wnof Konin for three yeas as he built his 
usiness. He finally quitwhen his growing
ales and distribution network, warehouse 
nd two retail shops made It Impossible to 
Iaintaln even the pretense of holding the 
Dvernment Job. 

oland's transition. A recent government 
timate put the "grey market" conserva-
vely at 20% of Poland's economy, up from3%in 1988. Included are illegal employ-Lent incm at an ­198 enlude taxileatimon 
tent, income that eludes taxation and
isinesses that fall through the cracks of 
vernment record-keeping- all of which 
Wie grown since communism. 
While there is no longer truly a black 

tarket, since any legitimate commercial 
:ivity is now fully legal, official monitor-
g and law enforcement outside tradition,
ly controlied channels haven't kept up
ith the rapidly changing economy. And 
doing business around and in spite of theirdoing,busiesshae anisinuie ohir
 
vernment. 
Even after the postwar Communist 
vernment nationalized industry, a few 
nall private businesses continued operat-
g. Poles were relatively free to travel, and 
any, like Mr. Borkowski, took advantage
it. The country s dire situation in the 

S0s- far worse than that of any of its East 
oc neighbors at the time - encouragedany more, like Mr. Erenbalt, the furniture 
aker, to become self-sufficient. As their 
nks and fields of business expanded, the 
vernment looked the other way and 
ster development. The result is a capital-grudgingly relaxed regulations, allowing 

class more sophisticated than most 
tslders would expect. 
Decade of Experience"We've had 10 years' experience with 
ivate business," says Mr. Erenhalt, who 
s cautiously financed his funiture busi-
ss's growth almost exclusively on cash'u 
w, shunning loans. "Weow how to operate."high-interestow .hw tooperte."straight 

The arc]itltct temselves are savvy
businesmen, operating out of a rented 
apartment Instead of an office building to 
hold down costs, and subcontracting five 
specialists in additiofi to their sLYerson 
taff 

Their bright white studio, with its draft-
Ig tables, cordless phones and colorful 
architectural models, could be anywhere in 
theword-although the atcounting office Is 
In the itchen. As skilled service provoders,ty percent of Fly Away's revenue now,That sort of moonlighting Is common in Messs.BoguslaWsi and Jankowski Ma 
gaping hole in Poland's economy, until 
recently focused primarily on Industrial
production. 

Mr. Grzybowskl's Fly Away has grown tofill another gap In Poland's formerlyserviceless system. With a master's'degree
from the Warsaw School of Economics, Mr. 
Grzybowski landed ajob as a ticket clerk for 

M in 1987. After three years of low-level 
work and the exposure to Western manage-
ment that came with it, he Jumped at 
the opportunity when the Polish government
relaxed its unofficial airline ticket monop-
oly In 1990, 

As M,:. Grzybowskl saw it, there would 
be enornous demand for a reliable, client-
orente, travel bureau. Backed by an 
expa,riate Polish flnancier. Mr. Grzybowski 
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Thus, as the socialist state withered,
les have shown little hesitation in build-

ther own enterprises. Jerzy Bogus-
6ski and Piotr Jankowskl, who estab-
hed Poland's first private architectural 
idio in 1984 while the country was still in 
!grip of martial law, have seen both their 
ents and contractors shift from state 
ices to private firms. Their projects,
)reover, are moving upscale, from small 
ises and shops to the likes of an 
:ertainment complex and slowrooms for 
ernational companies. 

and a university friend started selling
tickets from a small suburban Warsaw
office. Today they have five branches 
atound Poland and 35 employees. Their 
newly renovated main office, in a Renals­
sance building near the capital's Old Town,
boasts high-tech halogen lighting, half a 
dozen computer reservation terminals and 
alluring posters from American and British 
airlines. 

sotjktbu 
In rd camel-har sport Jacket, blue 

Jeasand permpnent stubble beard, Mr. 
Grzybowskl presents a casual appearance
and mild demeanor that belie a serious 
commercial mind. He sees many small 
competitors, but only two or three offering
his level and range of services. Mr. 
Grzyotwskl and his partner built Fly Away
traogcttig on service quality and 

srategic expansion into unserved niches. 

comes from highly profitable "value-ad­
ed" services such as group tour plan 

There is one huge hurdle for would-be 

entrepreneurs in Poland, however. It is the
double punch of sky-high interest rates andan antiquated banking system.

Interest rates above 50%, a result of 
Poland's three-year fight against inflation, 
strictly limit most businesses' financing
options. The government proudly points out 
that since 1989 inflation has dropped from 
almost 600% to Just above 40%. Yet few 
entrepreneurs have been as lucky or as 
skillful as Mr. Erenhalt, who has managed 

to build a self-sustaining operation without 
using high-price bank credits. Mr. Bor­
kowski, the clothing merchant, says many
who began trading when he did have 
drowned in loan payments. 
Problem: The Banksthen there is the creaky financial 

Adheterisherakfnnil 
system. "The banks," Mr. Grzybowskl 
says, shaking his head. "They make every­

life very difficult." Among the innumer­
able annoyances, he says, is that a certified 

once flew through the bank­
ing system almost as quickly as cash-now 
takes as4ong as a normal check to clear.'Yet 
he still must use and pay for them becausepeople don't trust personal checks. 

Poland's outdated financial structure is
 
the problem most frequently cited by
 

business people. Says Mr,Erenhalt,
the furniture dealer: "Task No. 1 for us is to
 

.organizethe banking system."
 
st.ig P e.
Aersityntitha g, ahead.eare
 

preneursr continue to charge
Mr. Erenhalt: "The economyahead.is Saysgoingon in spite of its problems." 
Gesturing toward the expanse of his urnl. 
ture supermarket as 30 people wat outside
for the doors to open, he comwaents, "In
 
Poland, It is possible." 

Back in central Warsaw, ask Mr. Mall. 
nowskl, the book dealer, why he wants to 
open a store. After all, he himself points out 
glumly that sales at the kiosk are slow. 
"Because it's my business," he says with a 
philosophic shrug of the shoulders. He 
pauses and adds: "It's Russian rou. 
lette." 



Success atLast!
 
Parliament'sdreaded budget may notbe pretty-but at least it'spassed. 

The Seim's acceptance of the governrent'sbudget proposal 
was a great success notonty forthe ntx coseiton, but also for 

Prime Minister Hanna Suchocka and President Loch Watlsa. 
Whether or not the average citizen has cause for happiness will 
become apparent within the next several months. So far, the only 
positive ripple the event has brought about was the Jump in the price 
of Polish debt. 

The passing of the budget was preceded by a series of failed 
coalition votes over laws directty affecting Poland's *lwnces. Had the 
defeated laws been enacted, the budget deficit would have been 
several times greater than the limit set forth by the goveirnment. The 
failures were due in most part to coalition deputies, who to a J&rge 
extent were either absent during the votes, or lost in the tangle of 
amendments being introduced by the opposition. 

The uncertainty over the coalition's effectivenes twined out to be 
so great that the President threatened to dissolve Parliament if It 
faled to pass a budget. The head of state has the right to do so 
based on the Small Constitution, and Lech Waosa's threat to make 
use of the right made an impression on parliamentarians. On the 
following day Prime Minister Suchocka met with the leaders of the 
parties represented in Parliament. Some observers say the prime 
minister wanted to test the opposition deputies' readiness to agree 
to concessions--especially if threatened with the death of parliament. 
The politicians' faces did not reveal much. But perhaps It was the 
prime minister's intuition which let the government be optimistic 
about the budget debate. 

It is hard to judge what finally swung the vote. Certainly, the 
coalition remembered that the object ofhaving a maiorty in the Sefm 
was supposed to make it possible to win votes. This proved a lot 
easier since some of the parties from the governnent camp placed 
thei deputies under 'arrest,' forbidding them to leave the parliament 
building. As a result, the entire coalition voted for the budget; It was 
supported among others by deputies from the German nwot and 

U (a - 2-

Sokdarit caucuses. Ths surprised observer since the Sohdant 
National Cowrtte had obigated Its deputies to vote against the 
govenwnentproposa. 

The result of the vote is also a succass for the opposition, 
ItVnighted af of the sirs of the govew d. The opposition pointed 
out the govenvnent's teck of a recession-fighting policy. They also 
claimed that the government shifted the costs of reform onto the 
shoulders of the weakest groups of society and caved in to the 
denands of 'itwnationall"nca/irstitutions. At the same tie, the 
opposition was able to avoid the disbanding of parliament. Had 
pariament been dissoved, the center of power would have moved 
closer to the Belweder. This would not have been received well by 
the opposition,part of which is in serious conflict with the president. 

It now, It wNi peacq wat unh7 the time when (ina few months, 
t hopes), the government will ask the Seon to amend the budget. 

The president can aso dwn budget success. By announcing his 
readiess to dissolvepeaament, he ganhed considerable suWort 
for the government, ~ thus became kxldbted to the Beweder. 
Walpsa, recently kwiolved in conflcts of his own, also played the role 
of a strict father of te nation, who, when the need arises, can stand 
above the divisions and shake a scoding finger at the warring 
parties. 

The budget debate with Its happy ending is one of the few truly 
positive events that occurred in the Po'sh political arena. Negative 
public opinion polls indicate that the Polish public is fed up sth 
quarrelling politicians. This trend is sometimes interpreted as 
discouragement toward the mechanisms of derocracy. However, it 
was difficult not to notice that a lion's share of the debate was 
conducted under the slogans of inspection of secret police files, 
decommunization and the anti-abortion crusade. None of these 
subjects, whMi so excite many poticians, are being we# received by 
the Polish society. Without a doubt It is one of the reason's why the 
political class's public approval rating is plurnmetting. 

An" GiWa 



POlISH EMPlOYMEYT UBZ 

On andoff 
The Job 

IISince the start of 1990, 3.5 million people in Poland have been
 
unemloyed either once or more than once. This means that one in
 

three Polish tamles has had to face this problem directly or Indirectly. 
Recent studies conducted by the Central Statistical Office shows that for 
every 1,000 working people there are 1,520 non-working people
(unwrloyed or professionaly non-actiw). 

According to the Cetral Stattical Offine, mcst of the unemployed are 
recruted from the pubic sector. Eighty-one percent of unemployed people 
come from this sector, though the percentage isalso nsing in the private 
sector. Unemployed Poles from the public sector are usually former workers 
in industry, construcon, trade and agriculture, 71 percent of them blue­
clar workers. 

The survey shows that the number of professionally actve people has 
decreased, from 65.3 percent in1968 to 62.2 percent in1991. 

Miong professionally active people, the percentage of tse emloyed is 
currently about 54 percent.

Conpared with employment inEC countries, the situation issimilar inthe 
industrial sector, though employmeM inthe services sector is too low in 
Poland. According to the Central Statistical Office, even iHall the 
unemployed were to ud Mxtin the services stor, the k.2 would still be 
too low compard with the EC. Itcurarenty stands at 42 percent. Twenty-six 
percent of woring paele are erprloyed in n*ig, whers inthe EC the 

oportion ise n rm.nt 
Of the un" e d who are regstered at une offlca, mot 

heve low exqectations when I comes to &VIlig a job. A Ngh percentage 
are ready to work for 1.5 to 2miten zlolys. 

The Central Statistical Office states that the number of workers with 
&I"t isalso hominog. The currant rurtw now stands at 745,000.qes 

Women are in a much more difficult situation on the labor market. 
Unemployment among wonen stands at 15.4 percent, whe the figum for 
men is12.5 percent.

Young people, pairtiularly schol drop-outs, we de rnitely inthe worst 
stuation of al. 

Inthe gmup of people aged 18 to 19, 45 percent are out of work. inthe 
20 to 24 group, unemloyment stands at 28 percent. 

Generally speaking, town and city dwellers are worse off than rural
hhabitants. 

Acoorcig to Deput IWrter of Labor M~chal Bon, profess i on­
active people ate also contributing to the increase instatistics on the 
unenriployed. Most are able to work, buAregister as unemployed inorder to 
get beneft. 
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WORK THm OLDe-FASH ON D WAY 


T w iaitobody' 

Fornaffilon 

Three custodiansoftradition 
clingnostalgicallyto 
theirdyingprofessions. 

"Everything comes to an end," says 66-year-old Czeslaw 
Fabisiewicz bitterly.He is the last of Warsaw's blacksmiths who 

shoe horses. He is sure his shop, his profession and he himself ae 
on their last legs. Other craftsmen inoutdated trades are pessimistic
about their future too. 

"It's a family trade. My great-grandfather and grandfather werr 
hatters. My mother was a milliner,* says Ewa Dbrowska-Berr 
owner of Lena, a one-woman company that sells women's hatsw
Zjednoczenia Avenue in Warsaw's Bielany. She's one of the 
milliners left in Warsaw who still make their hats by hand. The nq
bar of her clients nas declined steadily. "Polish women don't hi 
time for frills today, and ifthey did, they would buy cheape, fac 
made hats. The more affluent import their hats from We 
Europe," she says. So she tries to make her hats as cheaply asI
Bible. She uses Polish and Czech materials and prices her hats 
300,000 zlotys up. If she charged for her work like artistsdo 
part artist) her hats would cost an average of two to three 
tys and would reduce her clientele even more drastically.

She sells an average of ten hats a month, but some mnth 
sells none. She admits she has been in the red financially ff 
years. Her only consolation is that as long as women live C 
banks of Vistula, some will occasionally want a hadwith "SO 
provide her with a little income. I 

Me.aiuint inPolid don't a 1, to buy nowcar d tevN­
ion set. 'ay E more ctueito buy viol for ther kids. Ifthey

do, thy 1oom actory-mede. not had-made violns. Maybe our 
dale a iobl-beome agin someday. But we won't be hem 

so se I" says Jarzy L s.one of Warsws violn makers.He is 45,
and says his trade pai w not Iong ago.He used to tWe orders
*rom phi rmonics, operas and many musical schools. Rcewty
hough,oturkids am inshort suppy. No one repis old hulru­

ments, no one buys new ones. Materials used In.violins have 
becomewl more eneIw thn they wre rithe vwest. I does nowis rwnr repirs. He has estock of wel-sessoned wood at home: 
spruce, sycernore, ebony, pseiader (wood uoed invioklis must sea­
son for a ls atleast20); he has horse for10yer,for hair 


bows,and some varnsha 
"Bsses break often," he aqst pieknth ad one which wa Just 
ught i for repaWr. The f.igerboards, sound boards, and sound 

posts most often need to be replaced on violins. 
Uhi blows inhis fther's botsteps and makes whole violins from 

tm to time; his father craft violins, violas, cellos and basses IJPula8y. He estimates there are about 100 violn makers remainin in 

to 20 tlon zoy for a hand-made vioin. But they we not seling
wel now, evn though they last 200 to 300 years when property 

g to do k 

'This Trdenaad 
there's nothing anybody can do 
to help It," complains Czestaw 
tbisewia. At 20 Siona Street, 
he still shoes two hores for two 
coachmen kiends at 100,000 zbo. 
tys per leg. A hore rning on 
city streets needs new shoes 
anth. autw dedmdhahppensae twodffer. 

en things, so isiew eamsextra income making tow hooks 
for automobiles and locks for cel­
lars and summer cottages--he 
would even hammer out an ax if 
someone wanted one. He has 
worked in the same place since 
1945 and remembers when he 
had his tInds full of work. 

The fact he has trained no 
apprentice doesn't make him 
sad. "The time of blacksmiths has 
come and gone," he says. 

Alen Dobnral 
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YOUTHS AND AMBMON 

WhatTo Do?
 
WhatTo Be?
 
Polishyouths set theirsightsona future where
 
the individualmatters mosL
 

IIeon't belev In himself, who Wrsawtdsrtstatooffaj
When aed."DooutinkalkidsIn andtme l thinks he'll never succeed. Isn't 
for success in life?* only 22 percent of the polled youngsters going to get anywhere. The old sotg that the world belongs to the Caeer Iforvmtio Centrs deal in preklmny job orwtf.t 

Pohed. But mich Cwters do not reach d youth ThaelI rot wmanswered yee." Almost hl of then think prosperity hinges on their IntId and the indostrious sti holds today." 
paents' wealth. Ten years ago, only one in ive teenagers beleved so. According to psychologists, schools In Poland traditionally curt money to hire psychologists full-time, to carry out survys ai 

According to young Poles, the Importance of connections has inividuelity by notoriously promoting niceness and quietness." Thet mor eped teat nor Is thee a hblt among people to aek for hp at 
were certain and more students am applying tohighly renowned high scoolslind11caes such places. Centers concentrate mainly on learning problem. ,ondiminsthed. in 1981, 20 percent of poled elghth-graders 

from Ithat their parents' membership in various organizations, such as the that teenagers are strivng to Impact their on destinies. The beat high- students who &mier 1erdeJsdyelade and on those who ,oad 
Cornruuist Party, translated into a brighter future for themselves. Now, schools inWarsaw have 200-300 applcants for each avtlable place. the help of a speech thelt. 
only 6 percent think so. The contemporary eighth-grader's attitude A sociologist asked 349 elghth-grade students from fifteenrrly "Eighthg-'de rmely•ome he for a oe on cmer lon , sops 
towards himself and his own intellectual potential is undergoing selected schools in Warsaw province the age-old adolescent question: Marta FI, a Cew Carter amloym. %4W of them aln't u of 

'What do you want to be?* In response, every third chlid mentioned their talents aind aifs. Many 9We Into their pwrt, who wt to averedefiition. Mor and more Idds think that they haem to be able to act on 
the spot and be energetic and outgoing Inorder to achive success. For careers as doctors, actors, or teachers. Ten percent wanted to become their own fled cenm though their chld n. uoftenom. ps ts, 
the first time inyeas, young people consider their own skills essential, plots, engineers and computer specalists, 8.5 percent chose careers when thy se the test remus, cry "Oh no, not a tediea' Or, "God, 

According to sociologist Barbara Fretczak, results of the pols show as qualified workers (auto-mechanics, hair-styfists), while 20 percent don't let him be an angieerd" Says Fsz. -You can't fore aboy who Is 
that teenagers are no longer "deprived of their own free wil." They are didn't answer at al. scredat the eight of blood to become a doctor, no matter how much 
beginning to realize that prosperity is effected by not only outside Frqczak, who conducted the poll for the Institute of Sociology at the ontS wnt tihat." 
factors, but by a definite set of personal prerequisites, such as courage, Warsaw University, says this year's results are not so different from At the eame time, parents may positively Hkonce their ch&*lrm' 
the wi to succeed, the right ideas, persistance and strong values, those of 11 years ago. Back then, eighth-graders also strow, .o be cmer. E, en eghth-g er ftom Wamw, spot her 0n byh -ing 

doctors, mechanics and teachers. But this time around a few new her mo#if 6d goodB at a dwftiio in t . Si Md the work, indUnika their parents, many of whom still wait for help and edicts from 
' aove, youngsters are beginning to rely on themselves. 'Ifyou look for pgefsksneruck into the responses. Some stuents sald they wanted nowohevmit tobeom' amipemron,'lhO*mi or*1ht ­
the success formula inyourself.' says psyhologist Denuta Maldewicz. to be businessmen, computer speciallists, and other new-world things inthe stret. 'I hmnu I tl" ir t 11ohen aiL 

V' 'itmean you're already halway them. Being conscious of your own profeelof . Frqczak says these am the "st symptoms that the c*'anges 
strong points aows you to continue in a set direction. Somebody who g ping Poland are beginning to be recogi by youthe as wl. 
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SharpDressed Success -----­srugged off a peg of hardship and deb 
to becomne Poko 's copn of the yew In1902 ........... 


Poland'sfavoriteshirt-makersews successon theinternationalmarkeL AWlWMsddeft 

hI en years.amw? 

Poawnd's c othing Idusty. The c P ofof 
the domest ralrkt iundated with Imported 
lothes, many of which are Inferlor to Polish 

products In terms of quality. has led to a 
situation wheom many Polsh cat 
plants are facing a difficult economic 
situation. There ame fIls which ham not only 
mn ed to asvive Ot difficult tims but how 
also developed production. These Include 

kzwft in t largest rwubjrgr 
of men's shirts inPoln., 

In I M Wdiczm yeondished its s we 
as a joint-stock company, with a two-fold 
2 cr in profit. Ryszard P , cd11mi 
of the company's board, says this was 
possible thanks to the Implementation of a 
strategy on paying greatr aftta to 
the domestic market, which Is becoming 
more proMbie compared to folegn mis 
Increased product attractiveness, extended 
distribution and an aggressive pronoIona 
campaign made It pinle to bn s ,ris
by more than O paco. 

But even though let yew the horns nnsri 
was a priority for W61czanka, foreign sales 
were not neglected. In exports, primarily AP 
procesing exports. contacts with b Peir 
partners like Germany and Denmerk were 
maintaied, but now oontracts were signed with other orlgn 
firms.This made t possile to Incri expor by about 50 
percent. Thanks to its foreign contracts, the firm has 
',onstant access to modern patterns and manufacturing 
technology. 

For 1993, the company iesdy has a fullbook of expor 
Orns.The comparn's main export client is Germny, taking 

about 75 percent of al exports. W6iczanka shirts re also 
sent to Deark. Holend and Norway.

'rho coVany's good financlal situation mes It possible 
tq/)cotnualy upgrade production facl .Ies.naldditionto 
plant inO1d. the company aso operates plaits inOstrowec 
aw*Uhzydd. Opat6w and Wieumz6w. In 1992, more thah 
12 billion zlotys were. spent on buying or upgrading
equipmetandthsyeover m beonemilondollrswl 

. oompany bood believes to without constaint 

____ Ii 
W 1992kshsd )questionl~wkhawo-W 


W6lczanka to keep Its position on he markt 
Lint year also saw positive changes inempioyment. The 

number of emploee involved inproduction hIcreeed by 
250. while at the same time the number of service and 
administration worker was cut. This made it possible for 
W6lczanka to reduce costs and upgrade the orgaimtln of 
production. Efforts to optimize the employment structre wn 
continue this yea. 

Polaeosd stresses the good finnca lquidity of the fim. 
The coxpany board says that the level of Inventories Is at 
too high, even though t fellby 15 percent in 1992. Furher 
efforts are being made to reduce inventories, especially 
raerlils and products. 

Brokers on the Warsaw Stock Exchange say Wdlczur.
whichhasben sted on th exchangesine Ju 1991, is 

a good stock. On the ecoge mpeite with 

Panent taes ithbudget intothIa wA
 
hour.b what wil itu aterations masi
 

the long . .. 

d m
 

Prm inister Suchocks ssa sulsn 
of PON suces stoes for world 1-1clels 

b hi. ymars Davos sufir ................ 

the tm being. the psri of boh ooan ' @Is stand 
at aboul 40,000 zioys. 

During the last qxchange session In January, the 
W6 *M chirman aid that duLtg a gmne meeby of 
l"e shehodr-h inmid-Maythecompanyba mggsIwill 

ta the company pay out dividmd for 1992. Such a mov is 
jusfined by majorprols (bout 24 blon zWtys), a I of cash 
intie company's coflor (16.4 bion zlotys) and a drop in 
short-term obigalons (down to nine bion zlotys inJanumy 
1il3. 

1993 resy not be as good as 1992, th oompuy bawd 
says. f profits Increse 50 pescent. I wil consider It a 
su s" Polati d says. 
Oneofthe most IngmtM obstads to a know re in 

production Isthe Inadequate qrty of fthlc on M Polsh 
ntut. The Poh coon kxusy has poblems divering 
raw mWors meetig European stmicads. inorder to rman 
on the Gannm m e W6czank mus: buy raw maels 
*mhMe producers as GClmm Ars do. and there is nosern 


of rising the prices for Its products. W61czanka 
shlrts OOto8Oma aachontheGann . 

Nor can the Iln go overboad with prie on the Polish 
market, because It Is easy to crs the demand baier. 
Shirts from the former Soviet countries may become 
compefitive for Polish shirts because labtor in the former 
Soviet UnLon is much dMr than in Polnd. 

Despite these threats, W61czanka wants to Increase 
production and dW;mres as of March, especialy In the 
domeic .akt, where Its products s eray Wowidersbi 
populaity.

The reslits could be eamn on heWarsw Stock Exd mg 
at the and of January,when a l' Wor Wcaert's poducts 
was organized to accompany the publication of the 
company's financial report. A long line formed to buy 
W6lcznka shits, somah tha mot Polish shope could 
onlydrnlkonoweday&C 

o 17.1f Y .It I n RAt frw t A Md irmxlw, ns ,,h rrknhin m mmm P .-.-& k I n *w Nq tywtqno, w ri" 
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Haisob. aleading Says R ad 	 Cmbw Freskilel, 
who runs a luxuryPolish fashion Droedzik. owner of 

one ofthe moat optical salon Indesigner. says 
. Warsaw. says It'sSuchocka uszay renowned Warsaw 

dismisses the hairdressing salons: almost Impossible to 
suggestion@ o The most Important choose the proper 

glass frames withoutProfessionals, thing Iscolor. I would 
use wan beige made the person who Is•Someone Is needed 

to take the problem of brighter by natural supposed to wear 
them. But Instead ofdressing off her sunlighL A penn and a 

good ,alrcut re the frames Suchockai "Hanaca says. 
wears I would suggestHe up the indispensable. The 

advantages of hairutyle muit be more delicate frames 
Suchocka's public vigorous and wavy. It suitingthe shape of 

her face. I shouldk is Insu&d her mus bounce beck 
neturl-color hir, into place after you think thywould 

s make her face msbterIodbiirstyl rmn your b f ashi onble. 'd mm N OW tmivough l" and would be veryic t ., k apd 

mmIDressing upSuchocka 

H maSuclaeka La 

muside 1done 

OfWu.hwomenon 
P lsh 9kal 


fasion 

d -- uIN? 

koto bring oie 
t ind oer 

appweaisc&
S en h n 

o them tlei 
whCdnueted tVO eld.w" 

Jw how fhy 

umuoddd af 

walets amd othar 
leather articles. says
ahprimE minister Is 

tie.The punses l've 
see bar carrying e 

fashionble an 
fwonablhe andVala~ 

Daode.however hints 
that Suchocka should. 

Hdl~l~dlthe 

6A4TSOtjxA KRMIK 

F--U 
w w lilIwhet111wto ring@11 

J 

r2MOonmlz411l4l 
/.;th 

donukopibl 

Kaaszinaffinde.Minister. 
whodesgn 

C 
And 

Achaine 

( 


-The moat universal
 
type of shoes are
 

classc pumps with
 
covered heels and
 

deeply covered toes."IM~ OF "Ml M 9AIU9 " 1 
says rystyna 

owner of a 
shoe shop. 'You can 
wear such shoes all 

day long. More fancy 
shoes must be chosen 
to suit the shape of the 
foot. to cover Possible 
defects, orto reveal a

nice line. I think 
Suchocka prefesgood 
aies. I would suggest

cldassic sho with a"sand] hee 

cci6' 

('~~Yknown 

AJUTX4ROtA 

theelman 

PriorVoce -Man Ithe Yar r cipaUn hAe 
one t n Lu 'u ml-- I nueca e dir 
d POi 

"1 1 Mep rAOIA ftra 110 111 -M MnCO9 0Y OWII 
winners were Las Weipe (11OS,.Lmes


alscerowle (1990). and Jas KrysatOf
 
Welecld (1991). M tee dio 

were basd on 6wssaletkiol!w:. 

pmound inaOM yea.Lach ear vpflbdond 
a time of r'uige. when i ll­ooffirinkitnc 

lth eectionsand thepower.JuneAfter the ud Tale IWi. 
n 

premier, Tadi ouwSZoulec. 
In the political system 

leane VkMlngSolry. O wastheWci f. of t one o 

of this non-wdv.e trloit . "e
 
scans. bein fio m Co oOfO
 
conshidee th hief a hImonrlW'the ew ~ p I hiNey 
to deres1 rPdAlB a)**
 

osilreyvm..u o'
essO f the U.S. Corvalls.
 
inI Po nd wO pirv 0
 

199 Man 
 of the Yew an 
onWsw wna e Va Hsedit 'hI 

toieID blW OL.- OW s 
what I really went...but I don't 

the wBin is r :ooulslaf amenn4mis 
W phase of economic elor. 

referred to by the as1Btthe 
*Bdewroi p I. i . .. P= 

Leak Balcerowlc. 
before only toaclosed 

the Warsaw School of PwlSIVn 
end Statistics, wee proelmd a 
smo ftefe tI 

by some, others considered him 

ehedoin f ruomWtW I 
lled to mass"v unemPloyrnenft 

hrove~dtWel. the 43-yeer­
old BOICerowlcz1114was at the time 
the number one person ehkpin 

dw inPoland.ome 

4t. 

"' 

V 
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&Va reeiAlth oug he PO 
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AJX~tOA the number one parson aht*ng* 

Met 16 =A~n appotihi 0 Ind per's
B sdI onuidet 

to nator dO, idd uneevd fo 
b9wu. hhse h I' * 

an NaysiAdb" Ps I 

h Sftdfmfrledk aeui~No vmix*"ed colleas addiule Iuhimidiss ashia 
hap Wushid io get up beasse oftuw ork mte RoSiS. Sloddinoim. Copenhqra WO . odn 
mo~m soarmd sniool hold rst. e dualth dv*o01 Psamd toIqu Stems 
a Isde wito. se I e P of old. ansW.is the Apm from rsIInI. Gaston is ua akeen bse 
botl frameay %snis pate-4e dai imnd aneaesp1 at N ates ftxn bern.h~r^I h 

coixbs.The uneven texture of the pedestl Pdwuf asoil Aes uch a Fsok ion isOwetordir 
.4 nedun Pavds~dgoidn. and perfect organization has a refreshing and 

. Profeesor Ph* Gome.. crestor of the 'chdr wsmIo on psad11110237*9 
pe~ bythe 101*is In Pam ol e Year. tqis holes 

e 11 e 
oft stle I . 
MkmwI--=Se ude.,o~jf ruv ed 

Professor Gawron is a proloeeu &tWorsaw's 
Ackho 0 FdAft fromo bartiers he gredld. He 
co heis work mss an a fiatw sa.' He U to 
moina moi vok is dw md sneodaW 

wor co be turv i sinne dasid 
ixiu.theBiKIsh Mueusm. Moscow's Pushkin 
itmi smamle iOft PodsA. Tout'I Ladm 

ard G=w. aid nwiv ps I In d ardgIms
diroed. I the las decade, he hes had about 25 

In a converatlon after ha 
received the Men of the Year 
award. Balcarowlcz introduce 

stiong lll adzed the plewo 
thought the main objctive of 
economic rwas I mliene W vm 

"an autiouMO, ,the burden@ they caused the 

i:w ado A~s atof Wiaft 
the Wara Sdf c of EparIdet
(eeouj the Winu OdVio hoa 

A yea later, the Vepe 
.HIne* 8 W~i is aIJan Kzy&M Bs0. n snrime 

minister, leader of the Liberl
Om C iivew~ued a dose 
ilnR Mo te am a A pokie of 

.coibinadm O 

-"P 
m'.e 
t Irsis 

scw. Blaleckl remalined a * 

controvereial W. Puat as 
Balcerowlcz was ecaIS tiMe 

I S geig
partial foreign deW payment 
"Nict fon.sr Pal s-10- hei 
tresiv with Owmsesy dMrn wit fte Associain 
i .ae th nlw fthe EC. and cor&*ne mhh 

European counies to abandon their isIAs. Bb"edirerequirem Po " po I 

and v0 ami@d n asasm.dlieaoWW 
get-burnd-firs malhad mid a person afts hee 

Vie tobi amilosu fm pLN* poltics. Has 
main interests centered around hIteractione 
btiPose= and scnorrv. leidd isnowm the 
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POLES AND PRESIGEe-Respec
Rewriting Rsect
 

A - INAILPA, . ., -,. ., . I, .,i In the 
commundsfltfde 
minersuom king 

951 in thePolish 
ialhir-rhy. 

Today. preulig 
is measuredon 

88 adifferentswale. 

8&39 They were supposed to 
1am scholarly degrees.

.1d rather sihnbur at 
McDonald's." his daughter 

77 ~told hinmsintly while race#­
76 ing her former plans. She 

Sbecame a ournlaist and her 
daughter-in-law went to work 
for an advertising agency. 

,,J though they had always•7.0 ,, .... ,, 71.i .. . .' :i : i' . 'A. c.ar..e.er . Fier son sogh hap­dreamed~ oftnaaei 
piness in private business.68 68 though he had previously 
made a good start in "one of 
the central offices.* They are 

,- a managingStxan quite well, but 
61 pow 61 children's decisions. He 

. b . isn't happy wft his 

60.;; -* couide't study for a doctorate
and can't understand how 
someone could turn dow an
academic career. 



0iu arm~ WLULMMI,
has always belen rated hi"y
by Poles. For years, universi­
ty professors, doctors. 
teachers and engineers had 

53 

______________________________________ the most prestigious posi­

jobs Top to Bottom46 decide to research ft.Te 
Trhose polledluweaskedto ratethle prstie were surprised to find no 

radical change In attitudes. 
of inldividualprofesons on a scale ofOto M00.No one has yet challenged 
The bracketed uresdoctors and professors' 

"b.2d'.,,", prestige ratings in the 1981k where available: prestige, but changes have 
occurred on the lower rungs 

university professor - 83 (95) of the professional adder. 
government minister- 77 Sociologist Henryk Do­

maski has been investkgat­
physician- 75 (90) ing professional prestige for 

director ofa large state enterprise- 72 many years and beleves t Is 
judge-71 (78) closely tied to education end 

74 . chiefengineeronaconstructionsite-71 . " social usefulness. In this&ctcn te -701 respect not much has 
teacher-70 (88) changed, though a profes­

small company owner- 69 (18) sion's attractiveness now 
miner-68 (91) carries weight It never did 

enginer In a state enterprise -64 before (professions that pay
well are turning out to be the 

chartered accountant- 64 most attractive). For most 
main shareholder Ina large company - 64 Poles. well-paying jobs are 

nur^ - ii.. unknown, and the words18e8 63p( manager" and "marketing*
8
paish priest -61 (77) 
 stil mg holow. 

Polish Army captain -60 Jolanta Krauze. Stani-
Selm deputy- 60 slaw's daughter-in-law. 

skilled wo&ike -61 (61) understands her father-in­
law's disappointment. But 

policeman -58 she thinks he is "frozen in0W fannei - 58 , time." When she began
smll store onr- 53(18)study ten years ago anacademic zareer was the 

bricldayer In a state enterprise -51 only way to avoid a job inan 
secretary - 46 (20) ordiry school. She worked 

unskilled worker - 40 (76) in a university for two years. 
but didn't earn enough to livecleaner - 38 on and found work with stu­

street vendor- 27 dents not as interesting as0 ,, -.,.. _--. "she had thought. 

J.
 



Director 15-30 million zlotys 
Chief accoitnt: 10-40 milion Zlotys 

Acouta: 10-15 ion zlotyseach, 
Set 


Assistant: 5-15 milon zlotys 

Secretary- 5-10 mio zlotys 

Receptionist: 4-7 million zlotys 


Most people poled belleve that empoyeas in 
private firms earn much mre than thei coun-
terparts In state firms. 

In the initial period of t1ia development of the 
private sector, In late 1'MO and early 1991, 
wages were several tir es higher than wages 
offered by the state. The differences between 
wages in private and state businesses have not 
yet narrowed, especially in high managerial 

r- sts. Blue-collar workers, especially highly 
.,ied ones employed in private businesses 

are rarely paid below the national average. 

£Uatsacv 

The preslident of PoLand earns 19.672,000 zlotys a month. The 
Seim and Senate speakers earn 17,990,000 zlotys a month 

deputy prime ministers and ministers of state 15,983,000 
zlotys a month. and ministers 14.360.000 zlotys.

In the central administration, which employs about 70,000 
people. the average gross monthly wage Is Wt over five millon 
zlotys. In miistries (16,500 emploryees), the average wage Is 6.5 
million zlotys a month, and in provincial administration offices 4.1 
million zlotys.

City mayors, town mayors and vage ademistrators earn from 
six to 15 mim zlotys a month depending on the region. A uni­
versity professor earns from 3.5 to 5.5 mion zlotys a month, a 
teaciier three mli., and a doctor about four milon. A Polish 
Army general earns 13 million zlotys, a platoon commander four 
milion, and a precinct policemen four million. 

Respondents said that wage increases should be first of al 
given to teachers and doctors who shouid be paid at least twice 
as much as now. 

The average monthly wage in five basic industries in Poland Is 
3.100.000 zlotys. The average blue-collar worker in a state enter-
prise often earns under 2.5 rillion zlotys a month. 
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Universiy graduate.
pieferably in economis low, 

Fluency in Western languages, 
Computer iteracy
Managerial and orgnizational sis.
 
Flexible, opn-minded and group-odnted,
 
Eerlence. 
Professioaism. 
Age up to 35.
 

Accountant and chief accountant 
Speciist in m agem at and enterpris 
Moketin and i s 
Salesperson 
Bectronic engineer 
Computer scientist 
Pharmacist 
Secretary 
Receptkx1 



She decided to look for 
somet gelse. She " 
everything from srWatch with 
a Western dverting agen-
cy The marketing courses 
had nothing incommon with 
her interest in the humani-
ties. but they turned out to 
be fascinating. Maybe she'll 
return to the uriversity some 
day, maybe she'll choose 
something different again, 
But *there are so many 
Options now" 

Unde. communism, the 
bureaucratic labor market 
had few interesting ano chal-
lenging lob offers Run-of-
the-m'l; jobs were taken out 
of necessity, no one tried to 
find any satisfaction in them 
and no matter w'at the pro-
fession, earnings were 
always mediocre Sie peo-
pie could not earn money.. 
they found satisfaction from 
being respected inthe con-
munity 

'We still respect socially 
indispensable professions. 
but we choose them accord-
ing to a different crnterium." 
says Beats Bugaj of the 
Institute of Applied Social 
Science. She says high-
school students tend to for-
get about social esteem 
when making professional 
plans. They choose dentistry 
and pharmacy three times 
more often than mediolne. In 
the humanlties. they opt for 
English and German. 
According to Krystyna 

Krawczyk of the Minstry of 
Nationhi Educaton. lest year 
there were five candidates 
for every econortics p at 
Warsaw University and six 
f elry place inlaw. 

Magda. who has twice 
fbed the ertrance exam for 
applied linguistics, has rio 
quilns. She took courses in 
secretanal work, compuers 
and psychotherapy. 'I still 
don't know what I really 
wenl to do. but there are so 
ny posstdtInes. lhe says,

looking at the ads in a news-
paper. Her parents are dis-
satisfied. 'but they spent 
VW wioie IWes working ina 
sigle state enterprise 

According to information 
provided by the school 
superintendents' office, in 
Warsaw alone in 1992, over 
40 private schools were 
established to prepare stu-
dents for professions. Only 
ten existed the year before 
Market research confirms the 
greales' need is for secre-
tanes, accountants. comput-
er specialists and people 

. 

trained in marketing and 
management. Although they 
usually cost about 3 million 
z"otys asmesar, Utes isno 
s8o1a0of stdents. 

Anna Tokarcryk contem-
plates the results of the let-
e5t research on professional 
prestige with delight. The 
position of secretary is mov-
ing up the ladder. She raely 

mentioned her profession 
two years ago--she wanted 
to avoid the usual Sarcastic 
questions about her boss* 
hegt and eye color. Secre 
pies were regarded as spe-
caists inbIwfl coffee and 
putting on sweet smiles 
narm acon'ut-can operate 

or and Inows English. When 
she appled for the job. she 
was told she needed "otja-

-

: 

j 

nizational ability and the 
motivation to do effective 
work.' Like other girls who 
make the grade, she prefers 
to be called an 'assistant-
instead of a 'secretary 

The private sector is now 
being rehabilitated After 45 
years as a 'class enemy of 
the workers.' the private 
businessperson is back in 
favor. Wholesaler Roman 
Klosihski thinks Poles are 
increasingly apt to associate 
private initiative not only 

with profits. but with creatrvi­
ty. boldness and hard work. 
But not everybody agrees 
the wiuingness to take risks 
has begun to be more prof-
Itable than lifetime work at 
the same job in a state 
entrprise.

The picture of a worker 
breaking all productivity 
reors was a famliar image 
in Stalinist propaganda. At 
the end of the '50s,. miners 
found themselves ahead of 
farmers, piests. soldiers and 
accountants in the top ten 
most prestigious professions.
In 1987. the miners were 
ranked second, just behind 
professors. Domaski atri-
butes this to offecive propa-
ganda. At that to*e,both pn-
vato owners and secretaries 
we-. awarded 20 points on a 
100-point prestige rating. 

*Just a few years ago, a 
laborer earned as much as 
an engineer,' said a disap-
pointed Eugeniusz Frostak of 
the Ursus factor near 
Warsaw. Today an engineer 
earns at least twice as much. 
Ifhis firm goes bankrupt he 
can eas*y find new work, but 

a Laborer can only stand r 
unemployment lnes 

The most prestigious pro 
Ws*nals and the stil poo 
paid Polish intelligentsia ar, 
swelling the ranks of th, 
impoverished They otto' 
regard their socially-respecl
ed professions as their rns 
sion. *Somebody has t( 
teach these Children.* 58 
the teachers Sometime 
they can afford a "hobb) 
because their husbands ar 
rich.' Grazyna. a doctor 
t~di for the last three year, 
'cannot live on patientE 
respect and gratitude 
When asked why she chos 
her difficult and unproftab: 
profession she replied. 'T. 
Situation has to chang 
sooner or late, 

Ewa Dankowska, who rur 
a smali shop inGtochowsl' 
Street. Warsaw. doubts tr 
sincerity of this *soci; 
respect. '1believe peop 
look on teachers and doclo' 
with compassion.* she say 
'They work hard for nothn: 
Let's respect them" In hi 
opinion, many Poles have tt 
stereotypical idea that hor 
est, hard-working peop 
must be poor. and tho 
who fare well must I 
swindlers She has encou' 
tared more suspicion thE 
respect since she opene 
the shop 

Those researching soc, 
phenomena in Poland si 
the situation will chani; 

soon. The most prestigiot
professions will begin to Ix 
well. The list of the top t 

most prestgours professio
probably won't change. b 
wil become open to profe 
sions still timidly waiting I 
respect .nsociety's waitin. 
room. Socio ogiss say Pok 
will begin to look for quar 
cations and professionalis 
to support degrees and ac. 
demic tales. 

FW Dlyuk m' W 
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APPENDIX
 

COORDINATE
 
PROGRAM
 



Time to plan in the Solidarity Office in Gdansk with
 

Marcin Flisykowski and Alicja Unterschuetz.
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Meeting with Third-Party Evaluators Team. Alicja Unterschuetz talks 
with Claudine Wolas, Lawrence McKibbin, and Leslie Koltai. 

The Polish-American Enterprise Institute Coordinators from Rzeszow. 



An opportunity to share results with Dr. Koltai's team.
 

The Bialystok Enterprise Academy Coordinators.
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Coordinators enjoy an opportunity to share ideas. 



Third Party Evaludor Meeting
 
with
 

Polish American Enterprise Institutes
 

Agenda - January 12, 1993 

Meeting with Dr. Koltai's Team 

Site Reports 
Bialystok 
Poznan 
Rzeszow 

January Economic Restructuring Proposal 

Schedules for Classes - 1993 

Mentoring New Teachers 

Completion of Materials 

Cases 

Reporting Systems 

Business Plans 

WorldNet Program 

May FORUM - May 15-18 

Year IIU Proposal 

Other Issues 



O -HI-	 ER ON EDUCATIONFOR EMPLOYMENT
SANDTRAINING 

1900 Kenny Road 
Columbus, Ohio 43210-1090S[N IRI 

UNIVERSITY190Knyoa 
Phone: 614-292-4353 
Telex: 9102505950 
Fax: 614-292-1260 

February 2, 1993 

Via FAX 

Nina Majer 
U.S. Embassy, Warsaw 
Al, Ujazdowskie 29/31 
Poland 

RE: Notice of International Travel Pursuant to AID Grant 

#EUR-0029-G-00-1040-00 

Dear Ms. Majer: 

This letter is notice of international travel that is required to be given by the above 

referenced AID grant. I will be visiting Poland to attend meetings in Warsaw, Poznan, 
Gdansk, Bialystok and Rzeszow. I will arrive in Warsaw on February 16, 1993 and return 

to the United States on March 7. 

I would like to meet 	with you on Wednesday, February 17 at 9:00 P m. or late in the 

The rest of the time I will not be in Warsaw, although if necessaryafternoon if possible. 

I could take time on Thursday, February 18, before leaving for Poznan. I would like to have
 

I lookyour ideas on our proposal for Year III and hope we will have time to discuss it. 

forward to hearing from you. 

Sincerely, 

M. Cat Ashmore 
Entrepreneurship Program Director 



T - H E ETERON EDUCATION"ANDTTRAINING FOR EMPLOYMENT 

1900 Kenny RoadSIALE Columbus, Ohio 43210-1090UNIVERSITY 

Phone: 614-292-4353 
Telex: 9102505950 
Fax: 614-292-1260 

March 31, 1993 

Alicja Unterschuetz 
Fundacja Gospodarcza NSZZ Solidarnosc 
Waly Piastowskie 24 
80-855 Gdansk, Poland 

Dear Alicja: 

Attached are letters I am mailing direct to the three Institutes with their pictures from my 
latest trip. Also, there are some pictures for Alicja 7. enclosed. 

I am anxious to hear about the program for the FORUM. Let me know what you will 
need from me. I hope that you will be able to set up a computer program to capture the names, 
addresses and phone numbers of everyone who registers. This is something we give conference 
attendees and they do appreciate it for future networking. 

Please give my love to Malgorzata. 

Sincerely, 

M. Catherine Ashmore 
Director, International Enterprise Academy 



ST H- E *AND 
 TRON EDUCATION 
AND TRAINING FOR EMPLOYMENT 

1900 Kenny Road 
Columbus, Ohio 43210-1090

UNIVERSITY Phone: 614-292-4353 

Telex: 9102505950 
March 31, 1993 Fax: 614-292-1260 

Andrzej Jurgilewicz/Boguslaw Plawgo 
Bialystok Business School 
ul. Wiejska 45-E 
15-351 Bialystok, Poland 

Dear Andrzej and Boguslaw: 

Enclosed are some photos from my trip in February. It was nice to have some time to 

see your activities and meet the people you are working with. It was interesting to be involved 
as sitting in on your classes. I especiallyin your new professional secretary program, as well 


enjoyed the competence of our new "driver"! Thank you for your hospitality.
 

I hope we will hear soon from AID about funds for next year. I am almost positive that 
to have it be official. Please plan onwe will get support for another year, but it is good 

so you can attend the ICSB conference. I amspending the last two weeks in June in the U.S. 

almost sure we will know by the time of the FORUM in Gdynia so we will wait to make plans
 

then.
 

Elzbieta tells me that the English versions of both Finance and Entrepreneurship courses 
Our goal is to have all the booksare almost finished, as well as the Polish version of Finance. 

in both English and Polish on Word Perfect 5.1 and shared in print copy by June. Does this 

work for you? 

I hope all is proceeding as you expected. We look forward to seeing you in May in 

Gdynia. Tentatively we plan a Coordinators' Meeting on Sunday 16 at 2 pm. We will let you 

know more about it soon. 

SinceW 

"hmore
 
Director, International Enterprise Academy
 
M. Catherine As 



T CER ON EDUCATION 

f'"IiJH12I 190KnyADTANNG FOR EMPLOYMENT 
1900 Kenny Road 

Columbus, Ohio 43210-1090 
UNIVERSITY 

Phone: 614-292-4353 
Telex: 9102505950 

March 31, 1993 Fax: 614.292-1260 

Zdzislaw Krajewski 
Walery Lach 
Polish-American Enterprise Institute 
Powstancow Wlkp. 16 str 
Room 1520 
61-895 Poznan - Poland 

Dear Zdzislaw and Walery: 

. Enclosed are some photos from my trip in February. It was nice to have some time to 
Thank you for your hospitality.see your activities and meet the people you are working with. 

I 	hope we will hear soon from AID about funds for next year. I am Imost positive that 

get support for another year, but it is good to have it be official. Please plan on 
we will 

so you can attend the ICSB conference. I am
spending the last two weeks in June in the U.S. 

almost sure we will know by the time of the FORUM in Gdynia so we will wait to make plans
 

then.
 

Gerry Hills tells me we will have the final Marketing course with all his changes by April 

We will send it to you as soon after that as possible so you can finish off the Polish version. 

I 
12. 

don't think he has added much, but I am sure he has improved some of the materials you got 

before November. 

so it can be assembled on a disk
The Strategic Planning course is pretty much as it was 

as you have it and there will only be minor additions. I asked Alicja Unterschuetz to find the 
Our goal is to have

original Polish typed copy for you in case having the disks will help you. 

all the books in both English and Polish on Word Perfect 5.1 and shared in print copy by June. 

I 	hope all is proceeding as you expected. We look forward to seeing you in May in 
We will let you

Gdynia. Tentatively we plan a Coordinators' Meeting on Sunday 16 at 2 pm. 

know more about it soon. 

Si cerely,, 

M. Catherine Ashmore 
Director, International Enterprise Academy 



T - H ON EDUCATION 
f, AND TRAINING FOR EMPLOYMENT 

1900 Kenny Road 
Columbus, Ohio 43210-1090SlATE

UNIVERSITY Phone: 614-292-4353 

Telex: 9102505950March 31, 1993 
Fax: 614-292-1260 

Krzysztof Kaszuba/Adam Goral 
Polsko-Amerykarki Instytut Przedsiebiorczosci 
ul. Zygmuntowska 2A 
35-030 Rzeszow, Poland 

Dear Krzysztof and Adam: 

I hope by now Adam has recovered from whatever took you to the hospital on our way out of 
town. Enclosed are some photos from my trip including our lovely evening in Adam's home. It was 
nice to finally see all the beautiful work Ewa has put into it. I am truly impressed...it makes me want to 

do something to my place, but then I am never home! Thank you for your hospitality. I enjoyed seeing 

everything in action. 

I hope we will hear soon from AID about funds for next year. Ihope you were satisfied with our 

proposal for the Center for Excellence. And I also hope AID was impressed! I am almost positive that 
we will get support for another year, but it is good to have it be official. Please plan on spending the last 

two weeks in June in the U.S. so you can attend the ICSB conference. I am almost sure we will know 

by the time of the FORUM in Gdynia so we will wait to make plans then. 

We just received the final changes in the Management course from Gene. I didn't expect you to 

be ahead of him...so now we will have to see what changes need to be made to your "finished" Polish 

version. This is the beauty of computer disks. We will send it to you as soon as possible so you can 
finish off the Polish version. 

Martha's final version of the Export-Import course is almost typed. Next she will need to proof­

read it and then we will send it to you for final translation and typing on disk. Our goal is to have all 

the books in both English and Polish on Word Perfect 5.1 and shared in print copy by June. 

We look forward to seeing you in May. Please let me know what the agenda is for your regional 

Forum and if it will be held for sure. I need to make airline reservations for me and Martha Cooper to 
join you. We hope a lot of your faculty will join us in Gdynia. Tentatively we plan a Coordinators' 
Meeting on Sunday 16 at 2 pm. Is that ok for you? We will let you know more about it soon. 

Sincerely, 

M. Catherine Ashmore 
Director, International Enterprise Academy 



T -	 ER ON EDUCATION 

O TRAINING FOR EMPLOYMENT1i-HI*2IXING 
S194J[E 	 1900 Kenny Road 

Columbus, Ohio 43210-1090 
SUN!VEP SITY 

Phone: 614-292-4353 

Telex: 9102505950 
Fax: 614.292-1260

January 29, 1993 

Dr. Leslie Kolta 
16200 Ventura Blvd. #227 
Encino, CA 91436 

Dear Dr. Koltai: 

audine Wolas and Dean McKibbeon in Warsaw earlier thisWe enjoyed meeting with you, 
As you can see, we have a serious groupmonth and appreciate your interest and support for our project. 


of leaders who are trying their best to make the program a success. They appreciated the opportunity to
 

hear directly from you concerning U.S. perceptions of their problems and successes.
 

Iwould like to further clarify our concerns about the report on the first year of our project. I feel 

it necessary to do this because there is s',ch a large discrepancy between the 53 percent completion you 

report and our understanding that we had completed all but tasks 6.0 and 7.0 by the end of the first year. 

Our issues are as follows: 

You are expecting us to develop five institutes, but U.S. AID requested that we develop only1. 	
approved for the original fivethree 	 and cut our funding accordingly. We were never 

We sRt-'itted a revisedalthough we asked for the funding to do it in the second year also. 


proposal dated April 19, 1991 in response to the letter of April 9 from Diane Miler of AID.
 

(See page 10 of revised proposal)
 

2. The ten seminars for bankers, etc., should have been changed to six of 6 hours each. In 
this pdotreality, we substituted a two-day seminar for the six hours and considered 

completed. We hope that the sites will replicate this activity in Year I. Our revised 

proposal was not changed accurately in all spots when we were asked to reduce the number 
page 11 and 20.) The three seminars wereof centers. (See the attached proposal on 

described in our third quarter report and were part of the activities of the grand opening and 

site visit of American consultants. 

You questioned whether we had 45 or 15 faculty members at the train-the-trainer workshops.3. 
During the rest ofActually all of them were there for the first two days and the last week. 

the four week period, they chose two of the courses to participate in so that we had about 
Thus they developed individual12 at each of the individual course training sessions. 


specialties and are able to teach two or three of the courses, but not all of them.
 

4. Business advising was always a part of the planned program, but we changed our approach 
a course. As a 

to assisting the faculty to be business advisors rather than teaching it as 

result, we decided to add strategic planning as an additional course. 

.// 



5. 	 The number of hours and the nmber of students causes some confusion. Since each of the 
five courses can be attended separately we count each course and each person separately. 
Thus, we could have fifteen people attend 5 courses or 75 people attend one course with the 
same number of hours of attendance. Actually, the sites reported the following which was 
combined in the Quantitative Data Worksheet we sent to you: 

Pozan: 	 24 bankers/15 hours
 
15 business owners/180 hours
 
15 business owners/810 hours of consulting
 

Rzeszow: 	 68 business owners/150 hours
 
20 unemployed/65 hours
 
15 bankers/S hours
 
36 business owners/632 hours of consulting
 

Bialystok: 	 12 business owners/160 hours
 
26 bankers/8 hours
 
59 unemployed/65 hours
 
12 business ownerst240 hours of consulting
 

Total Participants 	- 302 (or 685 if each course is counted separately) 

In the future, I will collect this information in a more specific way to give you more exact data 
for your reports. I would like to point out also thit it was 150 students in the revised proposal instead 
of 250 as you indicate. (See page 11 of the proposal.) This was based on 10 per class with 5 classes per 
course times three sites (10 x 5 x 3 = 150). We have far exceeded this as indicated above. 

I appreciate the time you took to explain your components and will be sure to give you a summary 
report at the end of Year Uthat addresses these. In the meantime, we will endeavor to provide you with 
more quantitative data as requested. We would appreciate your questions if you are not sure about our 
information. 

Also, I would like to know what percent of the work you now feel that we actually completed in 
Year I as a result of this discussion. As you know, I am too much of a perfectionist to be happy with a 
53 percent result. Thanks for your help. 

M.. Catherine Ashmore 
Tirector, International Enterprise Academy 

cc: 	 Steve French 
Nina Majer 

Io­



T-H ENE ON EDUCATION 
* CCOTRAINING FOR EMPLOYMENT 

11900 Kenny Road 
Columbus, Ohio 43210-1090

UNIVERSITY Phone: 614-292-4353 

Telex: 9102505950 
Fax: 614-292-1260 

January 5, 1993 

Dr. Leslie Koltai 
16200 Ventura Blvd. #224 
Encino, CA 91436 

Dear Dr. Koltai: 

I received your report on the U.S. AID projects for the first year and was quite upset with 

the analysis that shows that we have only accomplished 49 percent of the components of the 
It has been my understanding thatYear I project. I would like to set this straight right away. 


you were relatively pleased with our project, at least as far as I have been able to determine from
 

Nina Majer and Steve French.
 

The major problem seems to be that you expected a final report at the end of Year I and 

we gave you a quarterly report as we had done before. This undoubtedly was my error as I felt 
However,the continuation of the project postponed such a report until the end of the project. 

our quarterly report does give exact details of our accorplished tasks as we proposed them. I 

realize it is not so easy to check each quarter for completion details, and I would have been 

happy to do a summary report if I had known you planned to summarize all the projects at this 

time. 

I do not know what you are using to identify 21 components for the project. Our 

proposal identified 12 major tasks that were divided into 51 sub-tasks. Our quarterly report 

addresses these 12 tasks as appropriate each time and will be summarized in our final report. 

For purposes of information I will try to identify these here. 

1.0 Coordinate Program - We have worked effectively with the Solidarity Economic 

Foundation to organize the project which includes subcontract management, travel 
Because of the continuationmanagement, coordinating reports for the sponsor. 

of Year II, we continued to modify the materials and plan to submit the final 

courses at the end of Year IL 

2.0 Identify Available Materials - We brought American and Polish leaders together 
rourses to be offered in Polish. Althoughto identify the components of five 

materials available in the U S welargely a compilation of the appropriate 
of these materials. Teachersactually wrote a teacher's guide outlining the use 

guides average 300-400 pages and include teaching outlines, handouts, and 

'C 



3.0 

4.0 

5.0 

6.0 

7.0 

use in the course. Separate guides were 4eveloped fortransparencies for 
In

Entrepreneurship, Finance, Marketing, Management, and Strategic Planning. 

addition practice materials were developed for training consultants. Books and 
All 

magazines were provided to each Institute for use by those speaking English. 

course materials were translated into Polish. 

- This task involved visiting the three sites
Plan Entrepreneurship Institutes 
three times during the year to plan their establishment and continuing activities. 

We established regular tasks for the coordinators and for the faculty working with 

We organized translation of materials at the local sites and we encouraged
them. 
the formation and meetings of local advisory committees. We assisted the sites 

with problems they encountered with the local university management and worked 

out alternative options for the Poznan site. 

-We established a task
Establish Task Force on Market Economics Education 


force of representatives of the Polish ministries involved in small business and
 
as the chamber of 

included appropriate organizations at the national level such 
We held three meetings of the task force

and the Cooperation Fund.commerce 
One member even sponsored the 

and included them in the national conference. 

conference in a small way.
 

-This task was accomplished in August, 1991
Polish Scholars Visit U.S. Schools 
when the coordinators from each site spent five weeks visiting U.S. schools and 

working with the American consultants on the organization of the courses. 

Develop Case Studies of Polish Entrepreneurs - Ten case studies of Polish 

entrepreneurs were developed and published in a booklet for use of the program 

and for sale by Solidarity. They were not completed until August, 1992, because 

we had such a difficult time getting entrepreneurs to be willing to be interviewed 

for the case study. About half of our original choices backed out and had to be 
studies from Poznan so finally

replaced. Also, we were not able to get case 

replaced them with success stories from Gdansk.
 

Arrange TV/Radio Shows - Although we have had many opportunities for local 

radio and TV coverage of the program, we have not as yet been able to get the 

national TV to show the videotapes developed on the ten entrepreneurs. They feel 

that a single success story is a commercial for the business and will not show it 

as a program. Our previous experience had been with a number of business 

owners shown as an example of small business opportunities. It never occurred 
no! be acceptable. The 10 

to us that a single entrepreneur's story would 
videotapes were completed in August and delivered to each of the programs to use 

And they are 
as part of their classes. This is an excellent use of the videos. 


also make use of them.

available for sale by Solidarity so that others can 

- Each of the five courses was pilot tested with a panel
Conduct Pilot Program 

As a result some changes
of entrepreneurs during our training session in Poznan. 8.0 



were recommended in the materials. Generally, the business owners were very 
positive about the courses. 

9.0 	 Train Management Center's Faculty - Forty-five faculty members from the 
three sites came together in November to be trained to teach the courses in the 
Entrepreneurship Institutes. United States consultants worked with small groups 

to develop special expertise by topic and assist the Polish faculty in developing 
skills to teach the courses. They continued to work with the faculty on an 
individual and small group basis when we visited each site in March. 

10.0 	 Offer Entrepreneurship Institute Courses - The faculty spent the time between 
November and March preparing to teach the courses. The grand openings of the 

Enterprise Institutes were held in each site in March. United States consultants 
visited each site and provided advice to the faculty. The U.S. consultants team 
taught the courses with their Polish counterparts. The courses were scheduled on 

weekends to facilitate participation by business owners. During the period 
the series of five courses for businessbetween March and June, each site ran 

owners as follows. Individual consulting was also provided to members of the 

class as requested. 

Bialystok Poznan Rzeszow 

Entrepreneurs per class 14 12 28 
(plus 23 and 17 in 
a modified class) 

Entrepreneurship 30 hours 30 hours 30 hours 
Finance 40 hours 40 hours 40 hours 
Management 30 hours 30 hours 30 hours 
Marketing 30 hours 30 hours 30 hours 
Strategic Planning 20 hours 20 hours 20 hours 

Although our coordinators were not involved in all of the teaching activities in 

Poznan, they assure us that the courses were run as planned under the leadership 

of the former project manager in the Management Center. The fifteen faculty 

members taught the courses and the entrepreneurs were not aware of a change in 

program management. The change has moved smoothly because of the support 
of Rector Gruchman of the Economics Academy who wants to see the program 
continue successfully. 

- Each 	site organized a11.0 	 Offer Seminars on Business Plans to Special Groups 
two-day seminar with local bankers to expand their understanding of the use of 

a business plan in providing loans to small business owners. In all cases, the 

Institutes made important contacts with local bankers who were very pleased with 

the program. 



12.0 	 Conduct Polish National Conference - During May, we held a three-day 
over Poland. Theconference that was attended by over 230 people from all 

purpose was to share information and resources on teaching entrepreneurship and 

related courses in Poland. This was considered a very successful way to present 

market-economics ideas to educational leaders in other cities as well. 

We added an extra activity to the project in connection with the conference. One hour 

of the conference was used for a satellite conference between the U.S. and Poland for the purpose 

of featuring the project and introducing the entrepreneurs used in the project case studies. This 

was the first time the Warsaw TV people had successfully sent a satellite program to the U.S. 

from a remote station with satellite truck hook-up. The technical people were delighted that it 

went so well. 

As you can see, with the exception of national TV coverage, I truly believed we had 

completea all the components of the Year I proposal. We had some problems getting our sites 

to use the right evaluation forms in the beginning, but believe we straightened that out. I would 

like to be advised of the nature of the 21 components that you have judged completion of only 

Please let me know how you organized this evaluation and what we can do to rectify theten. 
Needless to say, we do not want others to believe we are performing poorly and wesituation. 


do not honestly believe we are.
 

I look forward to seeing you in Warsaw. 

Sincerely, / 1 

M. Catherine shmore 
Director, International Enterprise Academy 

cc: 	 Steve French 
Nina Majer 



BASELINE MANAGEMENT PLAN: 
Entrepreneurship Institutes in Poland Project 

J J 
1991 

A S O N D J 
152 

F M AMJ 

1.0 Coordinate Pro run 

1.1 

1.2 
1.3 
1.4 
1.5 

Organizt project with Solidarity and 
3 University-based Management Centers. 
Arrange travel, visas, lodgingitinerary. 
Transfer resources to Polish counterals. 
Write reports for (US AID) sponsor. 
Submit copies of matrials to sponsor. 

£ 

£ 

£ 

£ 

£ 

e 
• 

e 

2,0 Identify Available MaterialsO 

2.1 
2.2 
2.3 
2.4 
2.5 

Identify qppriate curiculum materials in U.S. 
Identify mterias in Poland. 
Choose best mateials. 
Design courses. 
Arnange for ranmlatioamd adaptation 

3.0 Plan Entreonurship Imtitute* 

3.1 
3.2 
3.3 
3.4 

Visit 3 sites. 
Plan seminms ad courses. 
Plan for transltion. 
Identify relationhips with ode prognis 

_ 

a 

4.0 Establish Task Force on Market 
Economics Education* 

4.1 
4.2 
4.3 
4.4 

Identify members. 
Conduct meetings. 
Identify sources of addltkmd funds. 
Make long-lerm plans 

a 
£ 

0 Partially in the U.S. 
• Totally in Poland 

3 

~39 



5.0 

5.1 
5.2 
5.3 
5A 

6.0 

6.1 
6.2 
6.3 
6.4 

7.0 

7.1 
72 
7.3 
7A 

8.0 

8.1 
8.2 
8.3 

9.0 

9.1 
9.2 
9.3 

BASEIUNE MANAGEMENT PLAN: 

Entrepreneurship Institutes in Poland Project-Continued 

J J 
1991 

A S O N D J F M 
1992 

A M J 

Polish Scholars Visit U.S. Schools 

Plan program. 
Visit classes with consultants. 
Review materials selected for courses. 
Plan faculty training for Poland. __-

Develop Case Studies of Polish 
Entn reneurs** 

Identify success stories. 
Write up in English and Polish. 
Develop strategies for classroom use. 
Anage for publication. 

-

Arrne TViRadio Shows" 

Obtain agreements to provide prgnes. 
Develop scripts. 
Shoot TV coverage of success torie and classes. -
Work with station staff to produce series of programs. 

a 

A • A A 

Conduct Pilot Prom** 

Offer courmses at I location 
Teach courses with help of U.S. consultants. 
Evaluate courses and revise. 

A 

A 

A 

Train Management Center's Faculty* 

Plan training program. 
Conduct faculty training. 
Interact with pilot program 

A 

A 

-40 



BASELINE MANAGEMENT PLAN: 
Entrepreneurship Institutes in Poland Project--Continued 

J J 
1991 

A S O N D J F M 
1992 

A MJ 

10.0 Offer Entrepmnewshi p Institute 
Courses" 

10.1 
10.2 
10.3 
10.4 

Conduct grand openings. 
Offer courses with U.S. consultants' 
Evaluate. 
Revise courses and materials. 

help. A 

• 
A 

" 

A £ 

A 

11.0 Offer Seminars on Business Plts to 
Special Groups 

11.1 
11.2 
11.3 
11.4 

Contact banks and others to ormize pwticipation. 
Develop simplified program on how to evaluate business plans. 
Conduct a 3-day seminar in thiree cities. 
Evluate 

L_ 

A A 
A 

A 

12.0 Conduct Polish National Conference** 

12.1 
12.2 
12.3 
12.4 
12.5 
12.6 
12.7 

Identify site. 
Plan program. 
Promote conference. 
Arrange for speakers. 
Obtain public relations coverage. 
Follow-up on site details. 
Conduct conference 

A 

A 

A - A 

A 

Dates: Visit three Polish sites: June, 1991 
Polish scholars visit U.S.: July/August/September, 1991 
Pilot courses offeed: November/Docember 
Faculty training seminar November/December 
Entrepreneurship Institutes Open: Februay, 1992. (3.4 weeks) 
Seminars for government and financial officers: Febrary, 1992 
National Conference: May, 1992, Poland 
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Project#: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Tide: Entrepreneurship Institutes in Poland 

Project Activities (12 major activities): 1. Coordinate Program; 2. Identify, Develop, Update materials; 
3. Plan & Assist Institutes; 4. Establish Task Force on Market Economics Education; 5. Polish Scholars 
visit US Schools; 6. Develop Case Studies of Polish Entrepreneurs; 7. Arrange TV/Radio Shows; 
8. Conduct Pilot Program; c. Train Institute Faculty; 10. Introduce & Offer Institute Courses; 
11. Organize Special Groups Seminars; 12. Conduct Polish National Conference. 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 21 2680 Days/262 = 10.23 years 

CETE Translators 5 132 Days/262 = 0.50 years 

CETE Consultants - Technical Assistance 8 343 Days/262 = 1.31 years 

Subcontractors: 

Solidarity Economic Foundation Staff 12 744 Days/262 = 2.84 years 

Entrepreneurship Institute Staff 11 2446 Days/262 = 9.34 years 

University Faculty 45 8910 Days/262 = 34.0 years 

Translators 10 660 Days/262 = 2.52 years 

Total SUM X = 112 SUM Y - 60.74 years 

List Assumptions Here: The following worksheets give a detailed break down by each of the 12 major 
activities. Each category states the actual number of staff persons who worked in the specific activity, 
therefore, if you add up staff numbers from each of the following detailed sheets, the sum will not equal 
the actual number of staff which is 112. 



Project #: 180-0029 

_Grant #: EUR-0029-G-00-1040-00_ ___ 

Project Tide: Entrepreneurship Institutes in Poland 

Project Activity: Coordinate Program 

The Ohio State University Center on Education and Training for Employment 
Implementing Group: 

- Solidarity Economic Foundation, Gdansk, Poland
(CETE) and Polish Subcontractor 

Workforce Data: 

Total Work YearsStaff NumbersCategory 

789 Days/262 = 3 years12CETE Staff 


0
0CETE Translators 


0
 - Technical Assistance 0CETE Consultants 

______ _------Subcontractors: 


Solidarity Economic Foundation Staff 2 42 Days/262 = 0.16 years
 

Entrepreneurship Institute Staff 0 	 0
 

0
0University Faculty 

00Translators 

SUM Y=3.17 yearsSUM X 14
Total 

/ 



Project #: 180-0029 

Grant #: EUR-0025-G-00-1040-00 

Project Tide: Entrepreneurship Institutes in Poland 

Project Activity: Identify, Develop, Update materials 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 14 662 Days/262 = 2.5 years 

CETE Translators 5 132 Days/262 = 0.5 years 

CETE Consultants - Technical Assistance 5 48 Days/262 = 0.18 years 

Subcontractors: 

Solidarity Economic Foundation Staff 12 116 Days/262 = 0.44 years 

Entrepreneurship Institute Staff 11 316 Days/262 = 1.2 years 

University Faculty 45 1485 Days/262 = 5.67 
years 

Translators 10 86 Days/262 = 0.33 years 

Total SUM X =102 SUM Y = 10.86 years 



Project#: 180-0029 
Grant #: EUR-0029-G-0O-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Plan & Assist Institutes 

Implementing Group: The Ohio State University Center on Education and Training for Employment 

(CETE) and Polish Subcontractor - Solidrity Economic Foundation, Gdansk, Polaawd 

Workforce Data: 

Category Staff Numbers 	 Total Work Years 

62 Days/262 0.24 yearsCETE Staff 3 = 

0CETE Translators 0 

- Technical Assistance 5 20 Days/262 = 0.08 yearsCETE Consultants 

Subcontractors:
 

Solidarity Economic Foundation Staff 2 52 Days/262 - 0.20 years
 

6 	 174 Days/262 = 0.66 yearsEntrepreneurship Institute Staff 

0 	 0University Faculty 

Translators 0 	 0 

SUM X 16 	 SUM Y = 1.17 yearsTotal 



Project #: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Establish Task Force on Market Economics Education 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 2 34 Days/262 = 0.13 years 

CETE Translators 0 0 

CETE Consultants - Technical Assistance 0 0 

Subcontractors: 

Solidarity Economic Foundation Staff 2 42 Days/262 = 0.16 years 

Entrepreneurship Institute Staff 0 0 

University Faculty 0 0 

Translators 0 0 

Total SUM X 4 SUM Y 0.29 years 



Project #: 180-0029 
Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Polish Scholars visit US Schools 

Implementing Group: The Ohio State University Center on Education and Training for Employment 

(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers 	 Total Work Years 

368 Days/262 = 1.4 yearsCETE Staff 10 

CETE Translators 0 0 

= 0.20 yearsCETE Consultants - Technical Assistance 6 	 53 Days262 

Subcontractors:
 

Solidarity Economic Foundation Staff 2 42 Days/262 = 0.16 years
 

Entrepreneurship Institute Staff 6 174 Days/262 = 0.66 years 

University Faculty 0 0 

Translators 0 	 0 

SUM Y =2.43 yearsTotal 	 SUM X =24 



Project #: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Develop Case Studies of Polish Entrepreneurs 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 3 102 Days/262 = 0.39 years 

0CETE Translators 	 0 

0 0CETE Consultants - Technical Assistance 

Subcontractors: 

12 115 Days/262 =0.44 yearsSolidarity Economic Foundation Staff 

11 297 Days/262 = 1.12 yearsEntrepreneurship Institute Staff 

1485 Days/262 = 5.67University Faculty 	 45 
years 

10 82 Days/262 =0.31 yearsTranslators 

SUM X 81 	 SUM Y = 7.94 yearsTotal 

c& 



________ 

Project #: 180-0029 

Grant #: EUR-0029-G-O0-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Arrange TV/Radio Shows 

Implementing Group: The Ohio State University Center on Education and Training for Employment 

(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Total Work YearsStaff NumbersCategory 

50 Days/262 = 0.19 years2CETE Staff 

00CETE Translators 


0
 
- Technical Assistance 0CETE Consultants 

Subcontractors:
 
42 Days/262 =0.16 years
 

Solidarity Economic Foundation Staff 2 

Entrepreneurship Institute Staff 0 0
 

0
 
0 


University Faculty 


82 Days/262 = 0.31 years10Translators 

SUM Y =0.66 yearsSUM X 14Total 

!V 



________ 'Grant #: EUR-0029-G-00-1040-00 

Project #: 180-0029 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Conduct Pilot Program 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subconwactor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 3 61 Days/262 = 0.23 years 

CETE Translators 0 0 

CETE Consultants - Technical Assistance 5 46 Days/262 = 0.18 years 

Subcontractors: 

Solidarity Economic Foundation Staff 2 52 Days/262 = 0.20 years 

Entrepreneurship Institute Staff 11 297 Days/262 = 1.12 years 

University Faculty 45 1485 Days/262 = 5.67 
years 

Translators 10 82 Days/262 = 0.31 years 

Total SUM X =76 SUM Y = 7.72 years 



Project #: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Train Institute Faculty 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 4 101 Days/262 = 0.38 years 

CETE Translators 0 0 

CETE Consultants - Technical Assistance 5 46 Days/262 = 0.18 years 

Subcontractors: 

Solidarity Economic Foundation Staff 2 42 Days/262 = 0.16 years 

Entrepreneurship Institute Staff 11 297 Days/262 = 1.12 yvi-s 

University Faculty 45 1485 Days/262 = 5.67 
years 

82 Days/262Translators 10 =0.31 years 

Total SUM X =77 SUM Y = 7.83 years 

I.. c /
 



Project #: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Introduce &Offer Institute CoursesI 
Implementing Group: The Ohio State University Center on Fducation and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

3 61 Days/262 = 0.23 yearsCETE Staff 

CETE Translators 0 0 

CETE ,:.i iltants - Technical Assistance 5 46 Days/262 = 0.18 years 

Subcontractors: 

2 42 Days/262 = 0.16 yearsSolidarity Economic Foundation Staff 

297 Days/262 = 1.12 yearsEntrepreneurship Institute Staff 11 

1485 Days/262 = 5.67University Faculty 45 
years 

10 82 Days/262 = 0.31 yearsTranslators 

JUMX 76 SUM Y = 7.68yearsTotal 



Project #: 180-0029 
Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Organize Special Groups Seminars 

Implementing Group: The Ohio State University Center on Education and Training for Employment 

(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

4 78 Days/262 =0.30 yearsCETE Staff 

CETE Translators 0 0 

42 Days/262 = 0.16 yearsCETE Consultants - Technical Assistance 	 7 

Subcontractors:
 

Solidarity Economic Foundation Staff 2 42 Days/262 = 0.16 years
 

Entrepreneurship Institute Staff 	 11 297 Days/262 = 1.12 years 

45 1485 Days/262 = 5.67University Faculty 
years 

82 Days/262 = 0.31 yearsTranslators 	 10 

SUM X=79 	 SUM Y = 7.73 yearsTotal 



Project#: 180-0029 

Grant #: EUR-0029-G-00-1040-00 

Project Title: Entrepreneurship Institutes in Poland 

Project Activity: Conduct Polish National Conference 

Implementing Group: The Ohio State University Center on Education and Training for Employment 
(CETE) and Polish Subcontractor - Solidarity Economic Foundation, Gdansk, Poland 

Workforce Data: 

Category Staff Numbers Total Work Years 

CETE Staff 9 312 Days/262 = 1.2 years 

CETE Translators 0 0 

CETE Consultants - Technical Assistance 7 42 Days/262 = 0.16 years 

Subcontractors: 

Solidarity Economic Foundation Staff 12 115 Days/262 = 0.44 years 

Entrepreneurship Institute Staff 11 297 Days/262 = 1.12 years 

University Faculty 0 0 

Translators 10 82 Days/262 = 0.31 years 

Totfl SUM X =49 SUM Y = 3.24 years
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NHTER ON EDUCATIONT ) __ ANTnTRININUCGOCoN 
f-%1j10 CCRO TRANINGFOR EMPLOYMENT6-ii6 1900 Kenny Road 

S W hi Columbus, Ohio 43210-1090 
UNIPVERSITY Phone: 614-292-4353 

Telex: 9102505950 
Fax: 614-292-1260 

February 10, 1993 

Lawrence E. McKibbin 
Dean, School of Business 
Washburn University 
Topeka, KS 66621 

Dear Dean McKibbin: 

in theEnclosed is the instructor's outline of the six courses we have prepared for use 

Institutes in Poland, as you requested. We are still working on the final typing of the teaching 

outlines that have been put together to help the Polish instructors deliver the course. There are 
When the booksalso handouts and transparency masters as part of the total course materials. 

have been completed we will share these with yoiioalso. 

In ti~e meantime, please let me know if you have any questions. All but the Export-

Import course are in their second year of development. This new one is still being modified by 

its author. We look forward to hearing from you. 

Sn relpL 

M. Catherine Ashmore 
Director, International Enterprise Academy 

CC: Leslie Koltai 



Books Sent to Poland
 
Updated 8-S-92 

Houghton Mifflin Software, School & College Div. 

Business Strategy & Policy, 3rd ed. 
Smith, Bizzell & Arnold 

Tempomatic IV: A ManagementSimulation 3rd ed. 
Scott & Strickland 

Small Business Management 4th ed. 

Siropolis 

Irwin 

Economic Perspective 
Streifford 

MacMillan 

Effective Small Business Management3rd ed. 
Scarborough & Zimmerer 

McGraw-Hill 

Statisticsfor Business & Economics 
Sandy 

Economics 13th ed. 
Samuelson & Nordhalus 

Starting & Managing the Small Business. 2nd ed. 
Kuriloff & Hemphill 

Management 
Koontz & Weirich 

Principlesof CorporateFinance4th ed. 
Brealey & Myers 



South-Western 

Strategic Retail Management: ALotus 1-2-3- Based Simulation 
Gifford 

Basic Advertising 
Jugenheimer & White 

Small Business Management 8th ed. 
Longenecker & Moore 

Franchising 
Justis & Judd 

Strategic Planning In The Small Business 
Stoner & Fry 

Misc. Publishers 

Competitive Advantage: Creating & Sustaining Superior Performance 
Porter
 
Free Press
 

Clients & Consultants: Meeting and Exceeding Expectations 
Bell & Nadler
 
Gulf Publishing Co., Book Div.
 

Competition in Global Industries 
Porter
 
Harvard Business School Press.
 

Computers &Mathematics: The Use of Computers in Undergraduate Instruction 
Smith, Porter, Leinbach & Wegner
 
Mathematical Assoc. of America
 

Running Unix: An Introduction to SCOS 
Woodcock
 
MicroSoft Press
 

The Successful Business Plan: Secrets & Strategies 
Abrams
 
Oasis Press
 

2 



Negotiating a Bank Loan (You Can Live With!) 
Pulis 
Probus Publishing Company 

InternationalDimensions of OrganizationalBehavior2nd ed. 

Adler
 
P W S-KENT
 

Survey Researchby Telephone 2nd, reved. (Libraryof SocialResearch: Vol. 150) 

Frey 
Sage Publications 

EntrepreneurialBehavior 
Bird 
Scott Foresman 

Accounting: The Language of Business 
Davidson, Stickney & Weil 
Thomas Horton & Co. 

New Venture Creation 
Timmons
 
Upstart 

BOOKS NOT LISTED BY PUBLISHER (OSU BOOKSTORE) 

Accounting Texts & Cases 
Anthony & Reece 

Basic FinancialManagement 
Martin 

Basic FinancialManagement, Study guide 
Martin 

StrategicFormulation & Implementation 
Strickland 

Human Resource Management 
Schuler 

Economics of Money, Banking, & Finance 
Mishkin 

3 



Marketing Game 
Mason 

MarketingResearch 
Acker 

Sales Management 
Futrell 

Marketing Research in a Marketing Environment 
Futren 

OrganizationalBehavior 
Steers 

Principlesof FinancialManagemnt 
Winger 

Marketing 
Skinner 

Marketing Management 

Kotler
 

BOOKS NOT LISTED BY PUBLISHER (BORDERS BOOKSTORE)
 

The Competitive Advantage of Nations & Their Firms 
Porter, Michael E.
 
Free Press
 

Grit,Guts & Genius: True Tales ofMegasuccess: Who Made Them Happen & How They Did 
It 

Hillkirk & Jacobson
 
Houghton Mifflin Software, School & College Div.
 

The Successful Marketing Plan 

Opening Your Own Retail Store 

Consulting For Success 

How to Start & Run a ProfitableRestaurant 

4 
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Bialystok
 



Bialystok Coordinators' Office. 

..... u 

Class members enjoy a "break.a
 



Marketing Course in Bialystok addresses pricing issues. 

Flml
mNOW
 



Instructor's preparation time in Bialystok. 

Finance course addresses taxes for business owners. 



Grand Opening of Courses for Professional Secretaries-Bialystok.
 

Dorota Malaszkiewicz, Director of New Program.
 



TOTAL HOURS FOR BIALYSTOK 

Course: 

Total Institute Program 

Entrepreneurship 

Marketing 

Management 

Finance 

Strategic Planning 

Exportfiiaport 

Year I 

Training Consulting 

920 80 

Quarter I 

Training Consulting 

162 67 

Year 1 

Quarter 2 

Training Consulting 

360 8 

300 10 

180 6 

522 6 

Quarter 3 

Consulting Training 

72 3 

320 11 

256 8 

448 15 

72 3 

48 2 

i-aculty Training 

Bankers/Government 

Media 

Business Start-up 

1,320 

208 

3,845 

240 

150 

10 

12 

336 

990 

6 

1400 

Students (Traditional 

Business Managers 100 3000 

Other (Describe on back) 

Other ((Describe 
back) 

on 

Total 6,293 1 480 162 79 2,788 48 5,616 42 



________ 

_________ 

Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe 

Institution: Bialystok Ent. Tnsritu,,-p 

Quarter: Jan.-Mar., 1993 Contact Person Regarding Andrzej Jurgilewicz 
SthisReportProject _______________ 

Component 
TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: 56] 

STUDENT CONTACT 
= HOURS 

MANAGMENT 
EDUCATIONI 

ECONOMICS 
EDUCATION 

CONSULTATION OTHER EDUCATION VIA 
MEDIA SOURCES 

LOCATION 

Actual Act~lal Actual Actual Actual 

Project Sustainability (Training
Facully/Trainers) 

[1111 [1111] [11] 11111 1111]___________ 

Students (Traditional)[1 1LII] L l] L l] L l] _________ 

Goverrnent Officials[11 ] Eiii] [ 11[11 ] [111 _________ 

Business Managers 

Journalists - Mcd; 111] [11] [111] [111 1111 
Other Groups/Individuals [j~j 1111 111 1111 1111]Bielsk Podlaski 
Bus. Start-up
 

Other Grups/Individuals[ 

Otir Groups/Individuals[ii[111] [11] [11 ] [1 1] 
COMMENTS: 
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ENTREPREREURSHIP 	 INSTITUTE
 

MONTHLY REPORT
 
February 1993
 

I. We organized the third edition of "TRAINING FOR
 
ENTREPRENEURS" course. The list of participants:
 

name/last name firm
 
1. Stanislaw Luniewski "Astwa"
 
E Wieslaw BuczyAski "W.BuczyAski"
 
3. 	 Maria Polewaczyk "Domar" 
4. 	Andrzej Kujawa "Awista"
 
5. 	Slawomir Wojtkowaki "Aneks"
 
6. 	 Bogdan Borsukiewicz "B.Borsukiewicz" 
7. 	 Czeasaw Pruszy1lski "Aneks" 
8. 	Cezary Lob "Wodrol"
 
9. 	 Cezary M6tdtyi'ski "Mediator" 

10. Jerzy Jackowski "J.Jackowski"
 
i1. Piotr Moroz "Biatel"
 
i. Marek Mikolowski 	 "Everest"
 
13. Bogdan Korelczuk 	 "KRUS"
 
14. Krzysztof Korolczuk 	 "Biatel"
 
15. Jerzy Leonik 	 "Bialmot"
 
16. 	 Adam Dziqciol 
Module Faculty 
TAX LAW Leonard Etel 
MARKETING Adam Walicki, Xrystyna Kaczyfdaka 

II. We organized "START IN BUSINESS" course in Bielsk Podlaski
 
(E0 participants). Faculty: Jerzy PaazkowskiAnatoliusz Kopczuk,
 
Leonard Etel, Edward Hofcilowicz, Adam Walicki, Anna
 
Dyhdalewicz, Gratyna Michalczuk
 

III. We organized reception for local entrepreneurs
 

IV. 	 We took part in preparation of "SUCCESS STORIES" films
 
[confectioner's firm "U LECHA", book-store "AKCENT"]
 

V. We worked out final version of teaching materials ECONOMIC
 
SITUATION (t-outline, transparencies, hand-outs)
 

VI. 	BEI faculty meetings. Subjects: 
- BEI scheduled undertakings, 
- plan for Catherine Ashmore & Hanna Litke visit 

VII. Catherine Ashmore & Hanna Litke visit in BEI
 

Andrzej Jurgilewicz
 

coordinao
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TRAINING FOR ENTE!E--RS 

LAST NAME 
NAME..._ 

.JOB 

FIRM 

FIRM 

KIND 

WC'RKS SINCE 

EMPLOYES 

C-F ACTIVITY " "-

LAST NAME _________ 

NAME 

AGEJOB 

FOS IT IC,/ ?al 

FIRM WORKS SINCE 

FIRM EMPLOYES 

KIND CF ACTIVITY 

VVIL 

glD,,. 

_ 

.. 

_ 

-

_ _ 

_ 

_ 

' 

-_,__ 
_ _ 

%At 

_ _ _ _ 

NAME O (V(3j/tK 

LAST NAME 

F'C,S I T I :-N E ' 
.=:p WO,:RKS SINCE . 5. 

EMLOYES 

O-F ACTIVITY' 

LAST NAME__ 

NAME 
AGE I" 

POSITIODN 0ve-

FIRM WORKS SINCE 

FIRMFIRM EMPLOYES__ 

KINDKIND OF ACTIVITY 

.4_ __ 

JOBfl 

LAST NAMENAME 

AGE 

POSITION 0 

AZ 

[ 

FIRM 
KIND 

EMF:LOYES 
OF ACTI VITY- ------

LAST NAME o 

POSITION (M ~' 
FIMWORKS SINCE 
F IRM EMPLOYES--
KIED OF ACTIVITY 

iS 
Y 

Yq '10 



__ __ __ __ __ 

; F
TRA N %G FC4Ik N.EF-E! 

LASSl 

AGE 

FIRM 
KIN!._,c' 

LASTFI RMH 
NAME 
AGE 

FIRM 
FIRM 

J'E.-


A 

NAME-

FIRM 
FIRM 


LAST 

AGEKIND 

JOB 

_ 
_ 

__ __ ___ __ __ __1,AM E __ 

EMPLOYES__
 
CF ACTIVITY 4,t 0.Oc­5 WO...Otd To.c.nL: !_ a 

NAME WA5 +SK SINCE_________________________ 
Ce2 c 

*CRKS SINCE 

EMPLOYES_____
 

-o4 A--.1 

' 
O..,z ANATVITY'j' 

!%A'. S
:FF YE 

WORKS SINCE _ 


EMPLOYES___
 

NAME 

OF ACTIVITY 

. 

POSITION c&'h'ec- c r 
FIRM

NAME 
FIRM 

KIND 


LAST 
NAME 


WORKS SINCE_ 
EMPLOYES 

OF ACTIVITYIT 

NAME I kht

rv2i 

POSITION QU4fCq" 

FIRM WORKS SINCE 
FIRM EMPLOYES 

.. 

R I 5'A.il4-

T 
q 

I 

t o I 

_ _ _ __ _ _ 

CI4-tLIA 

____ 
0__ 

f& ,U44xM&rfl.# 

A.k 

4 

.?lA 

ni,.. 

I 

AX 
,40 

1494 
! 



__ 
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KURS 
lJAK PROWAI)ZIe KSIVI.(;V. I'BtZYCl(lX'W I R0ZCIIO(I)OW fj fl B ialostocka 

OR AZ
 
YAK WYII'-NIAC DEKLARAcIri rPIAIKoW-.?r 
 Szkola Biznesu 

PR(X;RAM KLI1SU 

WroWaC17t'IlhI 
prawn.' rt-gidiqjct, prtmwadzvnit k.%i~gi Pr7yClI(dIW-akly 

7(11XIWi,7afl' do prowadzt-iiia k-.i~gi pr.ychdeiw i 
ro7.cI1oJO'w 
- poj~ria ob-roti, dochodi ko,-;toCw tozy-4kania prz.ychcid6w 

K.9im'a i dokumenty lowarzy7~ce 

- Ziv~ady prowadizenia k!;i~gi 

- podmawowv dowmdy k..;v)(lw 

- anicrtyzaria i dokimeiity loiwarzy,47,qc( 

- stiwowe bkjdy wys.Mpre ry prowatizvnii k.sivgi 


Deklaracje podialkowe dkircipltwy 
- 7.avady WY pt-niatlia delaai iltoyh-
- (Ibliczt nit- podstawy opodtatkiiwania podatkiem dodiodlowym 
i obrotowym 
- prowatizenie k.-iv'gi i dokinenlaqi poclatkowa-j z 

wykorzy~~taniem komputera 
wykozysauiem kmpueraU 

-P0Iil0ty 

7.ahvcia k'tIa pruwadiine pr7('z %pecialis-16w z 7.kre.- prawa 
podlalkowego (biasro rachunkuwe, I711a Sarbowa). LkcztMnicy otrzymaj,? 
materialy pjtrn(niCZC UlatWiajoCt' 7.1 ~1W.1fnit' -,-v 7. prwd y 

prowadzcnicm ksi~gi prz.ychod6w i rxo7cbotc16w. 

* Wplaty tia kontqu Blaloitocklel S7.koly Bizne-;u natez+y diokatna6 
na 7 diii r7Ad ro7XW7Vtivin kurmi. 


Nr. konfa: P11K S.A. Wars7Awa 


Sm7.e.golowe Informarc: Hialostocka Szkola Biznesu 
uI.Wirjqka 45 F. 
15-351 Blialystok 
tel. /fax 219-45 

INSTYTUT PRZEDSIFBIORCZOSCI
 

iRENING PRZEDSIFBIORC6W 

Trening prmrznac7,tny jeqt tylko dia o~ mazcc 
* dzialalnoAM gospomdan:74 mbpwd-cc 

- 120 godzin 7.ajK' obtjmuqcych nasIVpujqce moduly., 
- rrawo 
- linanse 
- avarketuaa1; 

pnrkA'dsinrr7o, 
-p7cs~ir~~ 
- plat iwaii.. stralegice 
7ajicia: we w o~nccwrkp~k.~ooy gczncrm~~popludniowych cwrkpqkwxt 

rzemtsicy otrzymuit cerlyfikat Hialostockici Szkoly Bizne-su 

po~twit-rdizoy przez The Ohio State University 
Na(I calo4-iip szkolenia patrunat sprawuja Anx-rykanic 
z I he (eiikr im rEd,!m!q and Training for Etnploymnent przy 
I hewOhio Stale University 

- W platy na konto Blamit~ockil Srzkoly Blynesu
 
Nr. konta: P0K S.A. Warn7awa
 
I 0/lllalystok: 37040620615-132-3
 

tialeziy dloknna na 7 dni przed rozpocicm qzkolenia 

Szczcg6lowe lnformaclefflialostocka Szkota simesss 
ua.Wiclska 45 C. 
15-351 Bilystok 
tel./rax 21945 



B~3B Bialostocka 
NOWO CZIESNFI SZKOLUiNI Ii ILA ()S(')

I'l.~tjl~rYCIIROZIOC~--.(Il:Szkofa Biznesu 
WL.ASNEiJ IZIAI.ALNOSCI (;OSPO1ARCZ:J 

START W BIZNI:SIE* 

S K E 	 E E Z R K 
70 godzini zak-e z udzialcm: 

- praklykC'iw gos~p(Kdarczych R(XZNE STUDIUM EEkZSE 
- przedsta'wiia bankuMNEZILI 

- prcowiikaUrzdiiSkadim-o Zattlicimr Studturn jcrit domtarczenie wiedzy i ptimc w nabyciu4 

Bf.-plahuzcs~ik~ imrdy ia 	 7ar7otizanin kom~irkami cirganizaeyinymi w rirmitch Wizilegoszklmia1i1itjk'Ln1..ci 
- dia ~ pu~lrzdsawiemeit podslawowych norz&-dzi sprawoweiiia kontroli nad~ czstnkow 

* 	 Program szkolienia doslomxwany doi oixernych warmnkow *.kult q v IunkijmlwimiL'm kornrek (iimsuyh narkeiigowycls, 
j11Idowi( i~fi orgaiiizowania procesu produkcyttvegto.gosipidarczych, w tymn t:wiczeniowe bloki pfogramowe: 


- pr7Ad-;i~biorcz0vk, bizncs plao, wlaSlkj lirmy
 
Studium jest ukiczona ,4zkolai wyz..za

- prawne poidstawy i (army rtizpoczynaii. dzialaltu~ci 	 Kryterium przyjvia na 
dowoInego typti lub ukoiczona szkota fircdnia , kilkultei t ok pracy.gwodicarmze 

arkcting kam 	 brd# na- podtiaw fr Zak-cia odbywaf -ei w blokach 3 tub 6-gocizinnych 
- podsaki i rkicni tman --ub('tnH-niLdziehiych ziazdach, 4rL'dnio co)dwa tygodnie. IN)eguaminit' 
- pti iarja I 7.cr~ nia irm, qrwani ldoiw mit ttowym -Iucliacz moze otrzymae dyplom lub za4-wiadczenie o odbylymn 

lirmit'%ukii 
l'rcigramn jestd wwrowany na I %topniu kut~u "Master ol Businesvi 

try realizowany jt'it w krajach zachodiiich.Z~aj~-ia w ponic'dzialki i wtorki, w godizinacb 16.00 - 21 -0 	 Wd~ii.gaiii" 

I'rawci gisspcdarcze 
- Wplaty na konto Blaloslocklel Szkoly Biznelmu 1

- yi tur podatkowyNr. konta: I'BK S.A. Warszawa 

I 0/DIlyslok: 370406-206415'-1l32-3 Zak)idv markt' tnigu
 

nae ydkoaapiit a7diprzed rozpoczycivm - Nvgoc.,cjc w bizncr~it
 
nakz na dckna~najp~ni PIlinowanic rozwoju firmy
d-

Rzkolnia Rvnc'k papiei'rw worttisciowych 
- Zai7dzdni operacyicieSzrczegdlowe Informtacle: Biatoslocka Szkola Biznesu 

al. Witiska 45 E 	 - bifocrmalvczoie sy.4tLemy di'cyzyliie 

15-351 Bialystok 	 -*1r'~kj' ar~~zt 

let, flax 21945 	 W~% zgIo~ze.nia ?.jit'r'uwIn, 'Incbuv mog.) byCprz%'pjdku 
4fIag;,uIztwaiwc dodatkowe spotkania ze specialistaini z rxiinych d~icdzin 

__________________________________________________ dcatkowi- ktirsv komputerowe i j~zykowe.jlubi 




WARSZTATY MENEDZERSKIE
 

KURS LILA KALIR KIEROWNICZYCII 

C.,'.Tem kiirsni jt-t pisdwyseniekwalifikac.1 kadr kit'rIwnic~ich. 

i arz,?dzuniem firmy. roniocw opa ioan sztuki przewidywallta i'KU 
dzialavi wvprzi'dzaj~tych 4ytuacKs. krytycztw w funkcjwmowaniu firmy.K 

Kurs !skrowany jc%t do o-i)b zajmuijcych kierxvwnic7eL 
ma(w~aw firI)ach (lowolllugo lypti. 

Zajk'cia odbywa %i b~dq w formic warnztatowej w bloknci. 
:godzinnych na-rn'Ixfnio-nicdzielnych ziazdach.Po zhiieniu opracowanego 
'"Planu 4lIzwoJu4irmy" ucinatnik otrzymuic dyplomn ukoniczenia kursuv. 

Program kurF~u opracowany zotutal na pod-sawie pnugramow 

IZkokni "Maiter (if lBusinte... Admin~istration" realizowanych w krajach 
izachoidnich, uzupelnionv o makerialy przystosowarve do -iytuacii 

j fisFxn wNN 
*go'odaa~jP4)l4ki* 

O rmgulacyjn- fivpTy(toczt-niu 

Sttrie4 podatkowe 


. Rrie paierw wrtocioy* 
KiraniRye ud w o~owmi 

- Strae markeingw 
Stragcj w bkinw~ e 

- Praw o ci!p dlrCi praw pra 
PrAaliz rcz nrynkod prawic y 


- Konlz r nk a z.ggrauht. 

Pla raojafilt-* 


rianrorwiti irmy* 

Wplatv nia kotito Blalostockiej Szkoly Blznesu nalezy dokoiiaw 
no 7 diii przed rozpo-ukt-iein qzkolenia. 

Nr. Warzawaknta: BK S.. 

I 0/Illalystok: 370406-206415-132-3 

Szczegdlowe lnforniacje: BDl Islocka Szkola Biknesu 
ul. WieIqka 45 Ei 
15-351 Bilystok 

tel. fax 2945 

________godziny 

i l s o k
Szkola Biznesu 

SSP 
ri 

C A ST C N 
R YSvJ~ ,jS Y Z~ 

"PROFESI()NALNA SI KREX'ARKA' 

o~pooywSkkl)i BaOtcijSkt ins tnw 
ziNtow'k-it,) - asoycslntek BieaockSzkol Bkiro-,staprzed 

wszs etk d k -asyiwentek szkfa. Szenib kruwn jesitypzak'k 

zatrudnicnie w reiitu'go typu firmach. 

Prga obiuen.t'u~cpzdmioty 
4rga 42jpunypbemu&. 

psychiologia pracy 
pawo pracy 16 
swAt i 
(w tym zarzpdzanie) 
biufl)wow k4)TLspofdelc110 
organizacia i wyposazenic bitara 5 
etykieta w biurze 11 
(w ty m moda bizntL*owa, przyinmow anhie 
interesantew i gtvici, st(,i i rxdz iie pr yjW) 
rota -*ek rtarki w firnie 4 

* echnikA maszynopiiafi. 20 
potl;tawy obsiugi komptitera 301 
edycia teksteiw via komputerze 20 

tqcznic kurs obt1imijc 120 godzifl Zaiiv. (Ystatnic Z.I-ciil 
i 

rzewidziawle -q jeko stiotkanfiL' z dyrektora-ii finm i 7 d( 'wi dczonfymli 
onmslCkretarkami. Chcemy w ten spvo4(ob umoiiwiE %lcazo 

w stosunku do swoich asystentek.oczekiwan s7zefe~w 

ZaK-cia b-dip prowadzone min. pr7zez psychologa, prawnika, 
s 1cilst od * rnomnii organizacqi przyj, mody, maszynopis6lnia. 
S(CaI ~Ctrt 

Zakecia: we wtorki, -4rOdY, czwartki, pi~ki (maszynopi-aflit') od 

16U. 

http:ziazdach.Po


Wpluty nu konto Dialoslockitj Szkoly IliLnest nalchI 
(Iokofla nui 7 diii lireed rozlpociciem szkolenim. 

Nr. kontia: I'IK S.A. Warizawa 
I O/Biulysiuk: 370406-206415S-132-3 

Oreria Ilialostockiej Szkoly Hiznesu hvdzie flu bieiqco aktuatizowana 

Szczcgolowe inrormacje: 

Bialostocka Szkola Iliznesu 
ul. Wiejska 45 E 
15-351 Bialystok 

NOTATKI 

INS IYFUiiI'Ii S~I l~7)~ 

( ) I~II~m lualE)sitocLJSAkula Bligiesu. Iv.plp t­i ip~ i 

.141IlI IgMiial1 alll.filI1pomufIIryIh
111 Iltiti i iilI itiiIsI nlyi.iipr IIaCuuSas 

IJuive~~lAY, I4-alizilite pmngsim tam,uenin lit~yieis I'r.cdsi~biorczoAci. 
W itikil (1il111,i 0I11' 4Illiiii'iiti~~viiI()iIr/hn~~1;i%' 

I IratlIi'mmioluit' 7f)lJ-1i.7 kailepw- .dy iv ktir-;6w.
 
-. SrARIW HIZNESIE
 

- BTRNI N( 11RZED1~IlBOW
 

I rwi7 dwd'tii (I6Ir.1cIr7a ib'~e (7i.a1.1mtf):4 

rrlY1.11llYVIl. 14llVmn 7 cel6%iv !;awismych ;(obiv pr7V7 Itt!;IylmaI j".;I j'ualnoc 
Itidzitim n klywnyin i tI6717yen we Awlafz-iwyin wykorzyIauiimu iiow(1 

r7VC1yWi',tfl4Ci ekomlovnic~mi kraju. 

*SZKOIA MENII)7I:RIKA 

Iha ekvpia Ilialostockicj Sizkoly imesu rertvalikuni 
-. CMll(NS1UIJfUM MEiNII)ZURSKIIII 

MtUNEDlZlRSK11t-WARSTTATY 

l'(pr7I'diiei vdyjev tycl ktir-AI)W 740;I1y wy'~ikc octmunne prtrli 

it'll uM(7e;Iiikeow. C*elent Iy(Ii -. koliei j'.I j~wdwy?!w.aiv kwalifilcacii k.-dry 
kit-141W'nicimj- preiIi~ ljmsbic7yh, i~'k.;7ycI himst ptyvatiynh 
411.1a? r7t-?kOIelli I' 'uwvd' wxl aitilereviaiwanycli rwatdisiiien I~cdt. 

*SZK( )IA I)OBAIW)OW 1rOI)ATrKOWY(lI 

lenVi Oddzial Rialoqilnckl STzkoly Blmnciu piwm;aI w bivip yin 
rilkii -Atkilviiow'ys wvwytiikit ?.armlm-Nebwania rytik iu Ich-p rodmajtl 
ktm;y i Itgo rotdijs m cbts'nalykv. 

S*IJtlflU IX)RAI)COW POI)AiICOWYCII-ROCZNIF 

Celem itgjjsr.iv,, yk!;zavic4-nir prnft-;jomiatnycu dIcirmsic,' 
pudaI kowyec. Irwdnt pfrVCZ h ki irsy'I)NaIA'1. lego)NA ';II(f;teai!'IYC~sw 
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BIALYSTOK ENTREPRENEURSHIP INSTITUTE
 

SCHEDULE
 

Visitors: Catherine Ashmore, Hanna Litke
 

Hosts: Andrzej Jurgilewicz, Bogustaw Plawgo
 

February 25-th
 

Hours Scheduled Activities Place
 

9.15am Arrival
 

9.30am Check In "Turkus" Hotel
 
Zwyciestwa 54,ph.511211
 

1-2.15pm Lunch "Hortex" Restaurant
 

2.30-3.30pm Interview with local press El
 

3.30-5pm Meeting with Coordinators El
 

5-Tpm Visiting "Training for
 
Entrepreneurs" course El
 
(Marketing Module)
 

T.30pm Dinner (On Own)
 

February 26-th
 

Breakfast (On Own)
 

'10-10.30am Meeting with Prof. K. Pieftkowski,
 

Rector of Bialystok Technical BTU
 

University
 
11am-12pm Trip to Bielsk Podlaski
 

12 - 1pm Visiting "Start In Business"
 

course [Tax Module]
 

I -2.30pm Lunch
 

2.30-3.30pm Trip to Bialystok
 
3.30 - 5pm Meeting with El Faculty El
 

5 - Tpm Meeting with D.Elliott [U.S. Peace Corp] El
 

T.3Opm Dinner (On Own)
 

February 2T-th
 

9-10.30am 
Breakfast (On Own) 
Grand Opening of Professional 
School for Personal Assistants BSB 

llam-t2.30pm 
1-2.30pm 

Visiting Firm "Futura" 
Lunch "Avanti" Restaurant 

2.30-6.30pm 
Tpm 

Visiting Bialystok City 
Dinner "Domek Napoleona" 

Restaurant 

February 28-th
 
Breakfast (On Own)
 

lOam Check Out
 

10.35am Departure
 



BIALYSTOK 

TO BE SENT UNDER SEPARATE COVER: 

- EVALUATION FORMS 



Poznan
 



Poznan Office-Zdzislaw Krajewski and Ewa Dratwa. 



Finance Class in Konin-A satellite site for Poznan. 

r4! Ir 



Mi s o 

Marketing Class inPoznan. 



TOTAL HOURS IN POZNAN 

Year I Year 1 

Quarter I Quarter 2 Quarter 3 

Course: Training Consulting Training Consulting Training Consulting Training Consulting 

Total Institute Program 2,700 300 

Entrepreneurship 1,103 130 

Marketing 1,170 25 

Management 1,170 10 

Finance _ 1,170 20 

Strategic Planning 720 5 

Export/Import 

Misc. for Sm. Bus. Owners 

Faculty Training 1,175 240 264 

Bankers/Govemment 360 432 45 

Media 

Business Start-up 

Students (Traditional 325 

Business Managers 528 250 

Other: Salesmen 270 720 15 

Other: Building Society 96 

Other: Public Works 1,950 30 

Other: High School Teachers 2,064 15 

Total 4,235 810 528 250 2,124 175 9,060 120 



Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe
 

Institution: Poznan Enterprise Institute 

Quarter: r- TT, Qtr -Quarer:r. ; Qt. 3 Contact Person Regarding3this Report Z. Kraiewski. W. T.arh 

ProjectComponent- Ohio State University 

TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: 

STUDENT CONTACT 
MANAGMENT 

EDUCATION 
ECONOMICS 
EDUCATION 

COSLAIN OHR EDUCATION VIA 
MEDIA SOURCES 

LCTO 

HOURS 

Actual ActaI Actual Actual Actual 

Project Sustainability (Training
FacultylTraincrs) 

[111 [11] [11] [11] [111 

Stdns(Traditional) EiII L~I] [11 III II ________ 

Buwiiss Cornznunity/
Busircs. Managers 

[iIi1 Llil L iIi Liii] L III Pnznan Konin 

Journalists - MediaLiii] LliIl EiiIl Eilii] EillI ____________ 

Other Groups/Inuividuals 111] P11oznanI]________ 

Building Society Mnpmnt. 

Other Groups/individuals 
Salespersons 

[il 3~I II 111] [11]Poznani 
Other Groups/Individuals 
Public Works Leaders 

L1,950l EIII30II] LII Poznan 

COMMENTS: 

2,064 15 Poznan
High School Teachers 




Visit to the Polish - American Entcrprise Institute InCathy Ashmore' s 

]Doznd - Schedule. 

rhurnday, Fehnunay 18h, 1993 

9.30 a.m. Arrival at Pomna. 

10.30 a.m. Meeting with the Institute' s coordinators. 

12.00 -.1.00 p.m Meeting with the Academy of Economy Rector, 
prof. B.Gruchman 

1.15 - 2.30 p.m Meeting with the Institute' s teachers. 

3.00 p.m. Dinner. 

Friday, February 19th, 1993 

10.00 - 11.00 Meeting with Director of the Regional Labour Office, 

Mr. P.Kolodziejczyk
 

Meeting with the lnstitute s coordinators.
11.30 - 13.00 

2.00 - 3.30 p.m. Lunch. 

4.00 - 5.30 p.m. Visiting a course for high school teachers ­
"ABC of Entrepreneurship ".
 

6.00 p.m. Meting with" Businessmen Club" 

Saturday, February 20th, 1993 

9.00 - 2.00 p.m. Visiting training workshops inKonin or Poznad. 



foiSo -o Li1&I IL oI u.oi4XflC uLL 

UpflWI U.s. "aGEC MOHITEEAIIONA DELpMENT, WASUNGTN D.C. 
61-895 POZNAN 	- ALEJA POWSTANCOW W1ELKOPOLSKICH 16 

eI /FAX 543-521, 'IT543-520 

Report on the Polish - American Enterprise Institute Activities 

January 1993 

- continued.I. Training workshops for qmall business owners 

The workshops arc held in Konrn; they hve attracted 25 participant., among them 19
 

- owned company employees.

business owiters, 3 government ofi'wrs and 3 state 


In January the.whole of Markctin8 module was covered and part of the Finance module.
 

- continued.2.Training workshops for small business owners 

The workshops are held in Pozna6i; they have attracted 15 participants, among them 10 

owned company employees. The traiihnigs are provided by-business owners and 5 state 


the Polish - American Enterprise Institute teachers: they are based upon American
 

materials.
 

3. An agrttment with the Regional Labour Officc was signed; it deals with a course on 

"The Bases of Entrepreneurship" for high school teachcrs. 

The course is starting on f-cruary 5th, 1993 ,t 4.00 pm. 15 tiachers will partiiipAtc, 

The training is provided by the Polish - American Enterpris , Tnstitute teachek's; thcy are
 

based upon American materials.
 

4. On January 28th, 	1993 there was a meeting of the Institute coordinators with the academic 

teacher.. The coordinators presented the fundamental areas of the Institute" s activities in
 

this year. The teachers talked about the problems they face during courses.
 

14 teachers participated in the meeting; we were hunoured to host a representative of the
 

Academy of E.onomy authorities, prof. Maria Sfawiftska. 

Small Business Institute 



onal Labour 
5. The Polish - American Enterprise Instittie signed an agreecnict with the R 

(ittIce in PoznUa on orgnni7-aiion and implemcntation of a mining for public works
 

20 people will

leaders. The training is starting on February 12th, 1993 in Poynai. 

participate. 

:eV r"p . 



Pulsko - Amerykaftski In1StYtUt Mcsrlu""
 
Spensers U.S AOUNCY FORn INMfNATOAL DEVUI*MUNT WASMINSTON O.C.LW 61-895 POZNA14 - ALEJA POWSTAAJC6W WIELKOPOLSKICM 16 

a /FAX 543-521,o 54 3-520
 

REPORT
 
an Polish -American Inai911hde Actvidru,
 

Pozawuf, Februy 19931
 

1.Trains Wiurkthui inPowiiA tOioniued. 71wi rouowing&nMofleg haVe bon coverud tto 

ciate: cniraproncourship. rinnince and ixtgrkerln, 

2.1Traininig wLorkshopi iti Kunin uucntinuod. 'nfle ollowing modu~c. have boan Coivured it) 

dmiNW antmpmnauihip, finnnue, warkednx and mvnaafwment. 

3.Ciq~z AxtmII' a vilI1 NoIu " Pu'eawny 16 - 20th.w.iuLc ­

4.An intro~ductory agroomuni wit the Huglonal La1bour C)1Tvh Wben signod. According to 
the Agwnont, the !notut Is.toi ckvelp rAcomplex program of textruciurafizution of ihv city 
of Gniorno andti he adjawjnt coundes. The region" &gImatest probltm L%htgh unmployment 

tc0-1 I in the iiLY f 071cyaw telf. Thto nstitute i upposod to deve'lop at progrAun of 
dw-irublo Ironds of &vio)opmint: how to, alleviate unornployzncnt and. fuber orn. how to~ 

privuizo ii1atc - owned unwrprivert. 

The lnstiitut ix&Igo devoloping apfrrm of rainln and requalifylig thec unumployed. 

S.Aculiw on Wonpluter operation for mneniher of the Businessme&n Club, Is.gnciated with 
tkia In~tituto, sww~e. 



Polsko - AmerykaAski Instytut Przedsigbior;ZoSCi
 
Apnse" U.S. AHNY FOR IN"WN"fONAL 9IUM NT, WASHINGTON S.C-


LW 61-BP5 POZNA144 - ALEJA POWSTAAICOW WIELKOPOLSCICN 16 

*/FAX 543-321 jI54S3-S20 

on Polish - American instituteActivities, 
Poznal, March 199.1 

I. ''ining workabopl InKanin ism ovar (21 2radumtt'm). Ite workshnpi were Crowriod wiith 

radio sation. Aui tffirlal 0-Wdn$ CATOMOfy ACC.OrnPK7i'rd hyin'irnorvinw for aInewt 

duIivering iveriicau-s ul uompletlon will tabo place mit April 3rd. 1993 In Knnin" Iloid. 

2, Training workshopg in PoznsA contlnued with tho m~'odule: stratogiv planning to tx­

completed, 

3.Coure for public worke laudorA conninucd. 

4.Con o r high tchool leacherit: " AnC or lntrep:riicuruhip 1.Tho p iriclpunts' Imek isto 

acnoniy.ANL11R. :tivh ichtwl atudenta with uiu tuiox goveiig I1mo markst 

.S.A iwo - (lty training for tho oznployeep (if the MunicIPal Office in Pnddthive-: 

(12 particippinlt4)"Poniblitioxof privuU1ativa of inc-ownod entcrpriiis 

6.A one - day nn-mlww for the management of t" W~e&~ Mloaych TWIding 

AnancInS the Building Construction Induxtry".Construalon Cumpany : 

7.Signing an' iqoment wit the Aademy of Economy authnritioc; the~ agmrmnt deals with 

coo~porution in pmmnuftg Rimall husnewm in t. WiLolkopnlska region. 



8. 1'Wn traints unhided: "How to Trae Suc*eully "fbFosc "ctw vImpatiy 

(310 parIcipSnIiX: 2 x IS). 

9. A czunmorcWa shout tho lJslith - Amarican EAMePriSC InaUtQ WM5 PlIRL - OM~tflflL'CIAI 

will he broaemi n I ho local TV xtlon. 
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1. 


2. 

3. 

4. 

5. 

6. 

7. 

8. 

COMMENTS ON THE 

BUSINESS PLAN 
OF 

THE POLISH-AMERICAN
 
ENTERPRISE INSTITUTE
 

IN POZNAN
 

There is no Appendix 2 - "Regional Advisory Committee Members" 

Appendix 3 - "List of Institute Teachers"
 
There should be a brief background description on each of the teachers in order
 

to support the institute's credibility.
 

On the page beginning with "Ac"vities in Progress"
 
In the first paragraph, the reference to Appendix 3 'Training workshops
 

schedule", should state see Appendix 5.
 

The institute has briefly described the potential market and customer base,
 

however they have not outlined or detailed any marketing strategy or
 

implementation plan and schedule to approach and to market their services to
 

their potential customers. The institute seems to be avoiding their need to
 

actively market the institute to the customers, the institute does not see the
 

need to train themselves in marketing techniques.
 

There is a high dependence on the cooperative agreements for future work, no
 

true substance as to how these agreements will actually benefit the institute.
 

There is a high dependence on USAID funding - actually listed as an
 

opportunity in their SWOT analysis. The opportunity should be for future
 

cooperation and resources that is and will be available from the continuous
 

relationship with OSU/CETE once the funding is gone.
 

The plan is relying on the current status of funding and cooperative
 

agreements, and with the current involved relationship between the institute and
 

CETE. There is no future plan or thought given to what will happen after the
 

current funding is dropped and when the active participation on the part of
 

CETE becomes very passive.
 

The plan is bogged down in legal and contractual issues. These issues are of
 

little or no importance to the ability to attain and retain customers. The
 

institute is too involved in its administration and not in marketing or delivery
 

of its services.
 



BUSINESS PLAN
 

of
 

the Polish - American
 

Enterprise Institute
 

in Pozna"
 



INTRODUCTION 

In the Poznail area as well as the adjacent voivodships there are great opportunities 

for organizing rainings and supplying consultancy services. 

The Polish - American Enterprise Institute" s goal is to generate 1.600 million 

zioties until the end of 1993. The venture' s success will be conditioned by: 
* a well trained professional team 

* location 

* financial support given by the US AID 

* successful marketing. 

Trainings will be focused on: strategic planning, marketing, finance, entrepreneurship, 

management and import - export. Both the Institute' s management and the teachers have 

acquired relevant experience in the realm of trainings and consultancy. This year the Institute 

is planning to contribute to the provatization processes taking place in the Zielona G6ra 

voivodship which is going to bring substantial marketing and financial results. 



Institute Profile 

The Polish - American Enterprise Institute is an independent organizational unit, 

established according to an agreement concluded on July Is, 1992, between the "Solidarity" 

Economic Foundation in Gdafisk and its Regional Branch in Poznah. The above mentioned 

agreement describes principles governing the Institute' s operations and settling accounts, 

forms of financing as well as responsibilities of persons currently involved in managing the 

Institute. ( See Appendix I for the full content of th. agreemert, ). 

The Institute is located in the Academy of Economy building at 16 Powstahc6w 

Wlkp. Street. 

The Institute is cunntly operated by: 

- the Director, Zdzislaw Krajewski, Sc.D. 

- The Deputy Director, Walery Lach, Sc.M. 

The Institute is associated with the Regional Advisory Committee which provides 

help incoordination of courses and training activities. ( See Appendix 2 for the Regional 

Advisory Committee members ). 

The Polish - American Enterprise Institute offers a broad scope of training and 

consultancy activities, primarily for small and medium business owners. The Institute 

provides training and consultancy services in the realm of: 

* entrepreneurship 

* management 

* finance 

* marketing 



* strategic planning 

* export - import
 

as well as use of computers in small business.
 

In order to undertake all the above mentioned activities the Institute employs 

academic teachers, usually the Academy of Economy faculty. The Institute has also 

developed cooperation with the Adam Mlickiewicz University in Poznai ( See Appendix 3 

for the list of the Polish - American Enterprise Institute teachers ). 

Training sessions take place in the Academy of Economy classrooms and in Constant 

Learning Centre in Pona which is another associate of the Institute. 

The area of the Institute' s activities is the Wielkopolska region, covering the 

voivodships of Poznafi, Pila, Kalisz, KoninLtszo and Zielona G6ra. 



Activities in Process. 

The Institute is engaged predominantly in organizing courses and trainings and 

providing consultancy for small business owners, however broadly the term can be defined, 

as well as for banking institutions. The courses and trainings are organized either by means 

of placing offers or at different companies and institutions' direction.( See Appendix 3 for 

training workshops schedule ). 

In 1993 the Institute is planning, especially in the second half of the year, to broaden 

the currently undertaken scope of activities. A significant increase of cooperation with banks 

has been taken into consideration as well as va' *us forms of trainings and economic 

consultancy. As a result the Institute has already established cooperation with institutions 

like: the Regional Office in Poznai, the Regional Office in Zielona G6ra, the Regional 

Labour Office in Poznati, The Wielkopolska Economic Bank, Constant Learning Centre in 

Poznatl, Ccntri on Economic Initiative Support in Zielona G6ra ( See Appendix 4 for 

examplary agreements ).
 

After having reconsidered the structure of small businesses operating in the
 

Wielkopolska regionwe predict that the majority of our customers to be shop owners, small 

American Enterprise Institute' s 
wholesaling operations and service companies. The Polish ­

strategy will therefore be in line with the needs of the above mentioned segments.
 

COMPETITION 

Competition on the Poznati market should not be underestimated: the Wielkopolska 

American School of Business and Technc!ogy, the-School of Business, the Polish 

graduate studies ), Business Training Company. The oldest 
Academy of Economy ( post ­

institution, the Poznadi Management School, is supported by the American University. It is 



currently implementing a program for small businesses; so far it has offered an MMA course 

and studies in Business College for high school graduates. The Wielkopolska School of 

How Fund; it has obtained 1.6 million pounds
Business receives support from the Know ­

for its operations. The School" s favourable position enbales it to offer extremely inexpensive 

courses. Post - graduate courses on marketing and banking organized by the Academy of 

Economy are bound to attract participants owing to relatively low prices and prestigious 

certificates issued by the Academy. The Polish - American School of Business and 

Technology is a private institution, offering courses on sales techniques and marketing. 

Business Training Company hires experienced consultants; however, they are oriented more 

to cooperating with top executives. 

The existing competition will stimulate the Institute to offer more specialized courses 

at moderate prices.
 

The histitute' s sales policy aims at direct contant with customers, established by
 

means of canvassing and with the help of the local press. The canvassers, primarily the
 

Academy of Economy students, are rewarded proportionately to the number of recruited
 

participants. In the adjacent voivodships we are planning to cooperate with the local branches 

of the" Solidarity "Economic Foundation and regional Labour Offices. 

The price structure is dependent predominantly on the teachers" wages. Financial 

support secured by the United States enables us to lower prices offered for the training and 

consultancy services. 



FINANCE 

It should be indicated here that this is a prognosticated and approximate financial 

plan. This results from the fact that it is not feasible to precisely determine the Institute' s 

income. Futhermore, the cost structure diverges from that of an average company operating 

in Poland. 



FinancialPlan(cash flow ) in 1993
 

Expenditures 

Type Thousand Zloties 

1. 	The Institute' s 
office operations 

1. 	 Rent 48.000,­
2. 	 Coordinators 192.000,­

wages 
3. 	 Assistant" s wage 67.000,­
4. 	 Additional office 85.000,­

equipment 
5. 	 Office materials 25.000,­
6. 	 Other 50.000,-

Total 	 467.200,-
H. 	Costs of training 

activities 

Teachers' wages 567.000,-
20.000,-Classrooms 

Training materials 30.000,-
Trips 40.000,-
Avertisement and 90.000,­
promotion 
Consultancy 75.000,-

Total 822.000,-

TOTAL I +1 1.289.200,-

III. 	 Privatization of 
state enterprises 
Costs of preparation 320.000,-
and completion of 
privatization 
processes 

IV. 	 Sales costs 60.000,-

Total 	 380.000,-

TOTAL +II+mI 1.669.200,-

Income 

Type Thousand Zloties 

US AID subsidy. 375.000,­

375.000,-
Participants'
contribution: 

780 hours x 500 000 390.000,-
1115 hours x 700 000 780.500,-

Payments for 106.000,­
consultancy. 

1.276.500,­

1.651.500,-

Payments for 400,000,­
completicn of 
privatization 

processes 

Sales of' Salesman' s 100.000,-
Partner" 

500.000,­

2.151.500,-

Gk 
13o LLS0 



Explanatory Notes: 

1.1. The Institute occupies three rooms in the new Academy of Economy building at 

Powstaiic6w Wlkp. Street ( 44.5 square meter area ). According to an agreement with the 

Academy' s Rector, prof. B.Gruchman, rent will be paid for only one room ( 14 square 

meters ). The joint monthly cost of the rent, telephone and electricity bills is 4 million zloties. 

1000 USD x 16.000,- zloties x 12 months1.2. Coordinators" wages: 

1.3. Assistant' s wage: 350 USD x 16.000,- zloties x 12 months 

1.4. Predicted cost covers equipment foe the Institute" s subsidiary in Zielona G6ra. 

1.6. This includes, among others, equipment maintanance and repairs, canvassers' wages, 

cleaning services, mail processing and so forth. 

H.1. Techers" wages: 3000 USD x 16.000,- zloties x 12 months. 

Different priees per hour have been estblished for particular types of educational 

activities, namely: 

* 500.000,- for training modules 

* 700.000,- for courses offered by the Institute 

* 300.000,- for consultancy. 



SWOT Analysis 

a) Strenghts 

- well qualified faculty, primarily academic teachers from the Academy of 

Economy and the Poznai University. 

s - close cooperation with the Pozaii Academy of Economy; the Academy' 

support of the Institute" s activities. 

the form of courses and trainings which enables complete adjustment to the -

client' s needs. 

- already concluded cooperation agreements with the Regional Labour Offices in 

Poznai and Zielona G6ra 

b. Weaknesses 

Lack of the Institute' s legal status. 

c) Opportunities 

- There are many small businesses in the Wielkopolska region; what is more, for 

many centuries the area has been attractive for craftsmen. 

- There is an opportunity for the Institute to undertake outreach activities, 

especially in the sout west of Poland ( primarily Zielona G6ra ). 

- We forecast a considerable development of consultancy services supplied by the 

teachers at our disposal. 

- Financial support from the US AID. 

d) Threats
 

- Fierce competition in Poznafi: smaller or bigger consultancy companies and
 

institutions providing training services.
 

- Due to the lack of the Institute' s legal status there are certain impediments on 

attracting new clients. 



IJMOWA
 

zawarta w dniu .. 1..i992r. w Gdalisku pomiqdzy 

Fundacj4 Gospodarcz4 NS Solidarnogd z siedzib4 w Gdaisku Waly 

Piastowskie 24, zwanc dalej w tre~ci Umowy Fundacj4 

,reprezentowan4 przez 

..".:q 	 .....
aI & T 

a 	 d. ...........
RrY4. Fu& opd ~ .A2 ... 
. . o.................................. ...............
 
zwan4 dalej w tre~ci Jmowy Szkolakrepreze towan4 pr~ez: ...........................:............
 
Przedmiotem umowy jest kontynuacja organizacji
 

dziatalno~ci Instytutu Malej Przedsiqbiorczo~ci w ramach
 

Szkoly na podstawie programu- zwanego dalej programem­

finansowanego przez Agencjq Rozwoju Miqdzynarodowego CUSAID ) 

przy wsp6lpracy z The Center on Education and Training for 

Employment z the Ohio State University.
 

&2 

Szkola zobowi4zuje siq do utworzenia w ramach swojej struktury
 

Instytut Malej Przedsiqbiorczo4ci stanowi cy samodzielnl
 

jednostkq organizacyjnc realizuj4c4 przedmiot umowy okre~lony w
 

&1.
 

Pracami Instytutu kieruje dyrektor i jego zastqpca-zwani w
 

dalszej czq~ci umowy koordynatorami- powolani przez Dyrektora
 

Szkoly w uzgodnieniu z Dyrektorem Fundacji.
 

&4
 

Do 	obowilzk6w Szkoly wynikaj4cych z programu nalety
 

1. 	 zapewnienie motliwo~ci realizacji programu dydaktycznego
 

zgodnie z programem;
 

2. 	zapewnienie sali dydaktycznej wraz z niezbqdnym wyposateniem;
 

I.
 



3. 	 udostqpnienie biblioteki; 

4. 	 zapewnienie ponueszczenia na seki-etariat wi-az z niezbqdnym 

wyposazeni em bi urowym, 

5. 	 udostqpnienie do dvspozycji koordynator6w pokoju wi-az z, 

niezbdnym wyposateniem . 

Do obowi4zk6w Dyrtekora Instytutu i jego zastqpcy nalety: 

1.biet~ce realizowanie programu dydaktycznego z zakz-esu 

przedsiqbiorczotci , zarzqdzania ftinans6w , marketingu I 

doradztwa ekononicznego ,element6w marketirigu w eksporcie itp. w 

dziedziriie malej przedsiqbiorczo~ci seminari 6w specjalistycznych 

dia bank6w i innych os6b prawnych,oz-az uslug doradczych; 

2.zapewnienie i zati-udnienie kadry wykkadowc~w gwarantujqcych 

wlatciwy poziom realizacji programu.Cnie inniej nit 12 os6b); 

3. zapewnieriie wai-unkdw oz-ganizacyjnych dia realizacji programu 

4. zapewni eni e obsi ugi admi ni stracyj no -bi urowej
 

5.podejmowanie decyzji zwi~zanych z dzialalno~ci4 Instytutu i
 

realizacj4 programu;
 

5.Dyrektor Instytutu oraz jego zastqpca otrzymajq od przedstawi­

cieli or-gan6w Szkoly do tego uprawnionych pelnomocnictwo do
 

dziakania w zakresie zwi~zanyi z realizacj4 prograiu.
 

7.zapewni enie ze 4rodk6w zarobionych przez Instytut­

wsp6l f inansowani a II Krajowego Forum Przedsiqbiorczo~ci w 

wysoko~ci 50 milion6w zlotych; 

8.skladanije preliminar-za wydatk6w z 45 dniowym wyprzedzeniem
 

G.wykonanie innych dzialaii niezbqdnych do realizacji programu na 

podstawlte zakoteii wynikaj4cych z progz-amu okret1onych przez 

Fundacjq.
 

Szkoka zapewrii dalsz4 wsp6lpracq w zakresie realizacji programu z 

Regionainyn Komitetem Doradczym. 

Do 	 obowi~zk6w Pundacji wynikaj~cych z prograrnu nalety: 

1. organizowanie tluaaczeA' i adaptacji do warunk6w poiskich 

literatury obcojqzyczrej 



2. organizowanie pr-odukcji programdw telewizyjnych i film6w 

szkoleniowych oraz promocyjnych; 

3. organizowanie transportu materialow i wyposatenia 

przekazywariych przez Agencjq dla Szkoky; 

4. koordynacja dziatalnodci Iristytutdw Malej Przedsiqbiorczodci;
 

5. wykonywanie innych dziakad' potrzebriych do realizacji projektu 

na podstawie ustalei ze SzkoI4 USAID, lub The Ohio State 

University.
 

Inst-ytut grornadzi grodki finansowe na osobnym subkoncie .kt6rym 

dysponuJ4 dyrektor Instytutu i jego zastqpca na podstawie 
upowatnienia do dysponowania frodkami zgromadzonymi na, subkoncie. 

Instytut otrzymuje drodki na pokrycie nas;tqpuj4cych wydatk6w 
1.wynagrodzenia dia koordynator6w ,zgodnie z umowami zawartymi 

pomiqdzy Szolcl a pracownikien w opaz-ciu o taryfikator wynagrodzei 

stanowi~cy integraln4 czq,4 umowy -zal4cznik nr.12 

2.na wynagrodzenia dia wykfadowc6w i innych os6b niezbqdnych do 

realizacji prograniu dydaktycznego na podstawie umdw ze SzkoI4 , w 
oparciu o taryfikator wynagrodzeh stanowi~cy integralria czqcd 

umowy zal~cznik nr2
 

3. na tkurnaczenia i adaptacjq materiak6w dydaktycznych 

realizowanych przez Instytut 

4.na wyposatenie techniczne niezbqdne do realizaicji programu
 

5.na podr6±ke krajowe niezbidne do realizacji programu
 

6. na wynagrodzenia dia pracownika admniristracyjno- biurowego w 
oparciu o taryfikator wynagrodzeA zal~cznik nr3 

7.innych, zgodnych z programem i ustaleniami stron. 

&10 
Wszekie pozostale koszty zwi4zane z dzialalno~ci~l Instytutu a 

wynika 4ce z reaiizacji programu ponosi Unstytut we wiasnym 

zakresie
 



I.Fundacja przekazuje drodki finansowe na realizacjQ programu 
zgodnie z zatwierzdonym preliminarzem wydatkdw z jednomiesiqcznym 
wyprzedzeni em. 

2.Zakup sprzQtu bqdzie rozliczany przez FundacjQ na podstawie 
faktur wyl~cznie w przypadku spelnienia wymagaji Fundacji. 

Szkoka dokonuje rozliczenia z udzielonych przez FundacjQ zaliczek
 
w terminie do dnia 20 nast~pnego miesi~ca na podstawie dowoddw 
fi nansowych. 

&13
Instytut zobowi~zuje siQ do przedkladania Fundacji comiesi qcznychsprawozda6j z przebiegu realizacjj 
progz-amu a w.szczeg61notci z
wyznaczonych zadai najp6tniej do dnia 10 nast~pnego miesi~ca.
 

&1 4
1. W wypadku nie wywi~zania siQ przez Irastytut z realizacji
programu i postanowie6j niniejszej umuwy a w szczeg61notci
nie przedstawiania:
 
a)rozliczehj o kt6rych mowa w 
 paragrafie 12
b)sprawozdaii o ktdrych mowa w paragrafie 13
 
przez jeden miesi 4 c Fundacja zaprzestaje finansowania programu

i wypowiada umowq y trybie naitychmiastowym.
2.W sytuacji okre~1onej w p.1 Szkola zobowi~zana jest zwr6cid
Fundacj. przekazany sprz~t. 

Nadz6r n-ad realizacj4 programu i koritro14 finansow4 sprawujeFundacja. Funkcje te przysluguj4 r6wniet Oddziajowi Regionalnemu
Fundacji. 

Za realizacjq i koordynacjq programu odpowiadaj4 Dyrektor

Instytutu i jego Z-ca. 

&17
Fundacja oddaje Instytutowi sprzqt zakupiony w ramnach projektu
bezplatnego korzystania na okres niezbqdrxy do wykonania zadaziobjotych pi-ogramem, na-podstawie protokdku zdawczo-odbiorczego.
2.Po zakor'czeniu okresu obowi~zywania umowy sprzqt mote zostad
przekazany Szkole na wlasno~d na podstawie odrqbnej 
umowy.
 

&Ia 
Szkola zobowi~zuje siq do kontynuacji i rozwoju dzialalno~ci
 

4 
\kA ) 



Instytut6w Makej Przedsiqbiorczo4ci przez okres conajmniej 
3 lat od daty rozwi~zania. 

W sprawach nie uregulowanych umow4 maJ4 zastosowanie przepisy 
Kodeksu Cyilnego. 

820 
Umowa zostala zawarta na czas okre~lony i wiqte strony od dnia 
1.07.1992 do dnia 1.07.1993r. 

&21
 
Ostateczne rozliczenie przedstawi Szkola w terminie do 
dn. 30.08. 1993r. 

&122 
Umowq sporz4dzono w 4 jednobrzmi4cych egzemplarzach po 2 dla 
ka.dej ze stron. 

NJEZALE.NY 
SAMPt. .ONY

1 todd z£ ', ", 

FUNDAC'A GO.PODARCZA 
CD)-IAL R-ZCN WIELKOPOL5,A 
60-768 POZNAIJ, ul. Zomkowo 112 
tol. celr. 51-0840, telex 0414471 

*e!efr.. 530.866 

D TOR 

d7saw raewski 
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Zal4cznik ni-i 

Wynagrodzenie dia 2 koordynato-dw wynosi./ na osobq. 500 USD 
miesiqczniez brutto plus skladka ZUS', od dnia 1. 0 7 .19!92r przez o 

12 mnaesi qcy 

/wedlug kur-su obowi~zuj4cego w dniu skupu czeku dany oki-esza 

finansowania progz-amu /I
 

Zat~czrxik nra
 

Wynagrodzenie dla wykladowcdw za czynno~ci zapewniaj~ce 

prawidlow4 realizacjq programu wynosz4 3000 USD miesiqcznie
 

/brutto plus skkadka ZUS/ od dnia 1.07.1!992r przez oki-es 12 m-cy
 
/w/g kursu obowi4zuj~cego w dniu skupu czeku za dany oki-es 

fi nansowani a progz-amu/ 

Wyplata wynagrodzelj dia poszczegdlnych wyklaaowc6w nastqpuje w 
oparciu o regulamin wynagrodzeil przedstawiony przez Instytut do 
zaakceptowania Fundacji do dnia 15. 07.1!992r 

Zat~cznik nr.3 

Wynagrodzenie dia pracownika administrzacyjno- biurowego wyfiosi 

riesiqcznie/ plus driia350 USD brutto skkadka ZUS., od 1.07..1992 
przez okres 12 miesiecy / w/,g kursu obowi~zuj4cego w druiu skupu 
czeku, za dany oki-es finansowania programu./ 

NiETALE.Ny 
DYR .CNYTARA 

ZAWIC: ~ ~f 

WkaIwski FUNDACJA GOSPODARCZA 
CDD.IAL REGION WIELiK0POLSLA 
60-768 POZNAN, ul. Zarnkowa 112 
t~l. ceflif. 53-08.60, telex 0414471 

felefcx 530.866 

dr rIwk/sa 


http:53-08.60
http:NiETALE.Ny


- AMERYKANSKIEGOWYKLADOWCY POLSKO 

INSTYTUTU PRZEDSIIBIORCZOCI 

PRAWO GOSPODARCZE 

FINANSE 

MARKETING 

STRATEGICZNE PLANOWANIE 

ZARZADZANIE 

NEGOCJACJE 

NEGOCJACJE 

DR HAB. JAN KUFEL 

DOC. DR WOJCIECH SIUDA 

SF,DZIA RYSZARD MLECZAK 

DR KRZYSZTOF SZUMA 

DR HAB. MAREK RATAJCZAK
 

DR RYSZARD MIKOLAJCZAK
 

DR WLADYSLAW BACHORZ 

PROF. DR HAB. HENRYK MRUK 

DR BOGDAN SOJKIN
 

MGR WALERY LACH
 

MGR IRENEUSZ RUTKOWSKI
 

PROF.DR HAB. WIESLAW OT'A
 

DR MARIAN GORYNIA
 

DR ZDZISLAW KRAJEWSKI
 

PROF. DR HAB. HENRYK GAWRON 

DR HAB. ELZBIETA URBANOWSKA -
SOJKIN
 

MGR WIESLAW CIECHOMSKI
 

MGR WISLAWA GRABARCZYK 

MGR WIESLAW CIECHOMSKI 

MGR WISLAWA f, BARCZYK 

10 



P0ROZ4U IENIE
 

zawarte w dniu 11.01.1992 r. w Zielonej G6rze poini~dzy: Agencj Uspierahia Inicjat
 

Gospodarczych - Sp6lka z o.o. z siedzibq w Zielonej G6rze przy ul. Chopina 14 repi
 

zentowanq przez Kfrzysztofa Scheuringa - Dyrektora zwane w dalszej tregci porozumiE
 

nia "A G E D:C J A", a "Polsko-AmerykafisKia Instytutem Przedsi~biorczogci" z sied2 

bq w Poznaniu przy ul. Powstafic6w Wielkopolskich 16, reprezentowanym przez ­

- Zdzislawa ',rajewskiego - Dyrektora oraz I.Walerego Lacha - Z-cq Dyrektora, zwanym 

dalszej treici porozumienia "I 1NS T Y T U T E 11" 

0 11A S T P U J 4 C E J T R E t-C I:
 

§1
 

Strony niniejszego porozumienia zobowiqzuj4 siq do podjqcia wsp6ipracy w zakresie
 

niekt6rych czynnoici zwiqzanych z restrukturyzacjq przedsigbiorstw pafistwowych ori
 

innych podmiot6v gospodarczych, na obszarze dzialania "Agencji fozwoju Regionalnec
 

S.A. w Zielonej G6rze".
 

§2
 

V' rai.ach niniejszej umowy "Agencja" reprezentuje interesy przyszlej "Agencji Rozwc 

Regionalnego S.A. w Zielonej G6rze".
 

§3
 

1. 	 1? ramach przyszlej usp61pracy strony zobowiqzujq do podjqcia wspl61nych dzialaA 

w zakresie:
 

I/ obslugi poradczej przedsi~wzi-6 gospodarczych pod izglqde.:- eikono;icznyr., 

prawnym oraz finansowym i organizacyjnyl; 

2/ wykonywania analiz ekonomiczno-finansowych, feasibility study, business-plar 

anaiz rynu, stratecii narketingowych, wyceny ekonomiczr~ej iiajqthu; 

a/ 	 przygotwywania korpleksowej dokumentacji niezbqdnej do przeksztalce6 

wlasno~ciowych /e.in. wyceny, analiz ekonomiczno-finansowych, prawnych, ana] 

sytuacji m.iarketingowej, prognozy oplat leasingowych, analiz moiliwogci prze­

trwania i rozwoju przeksztalconej firmy/ jak r6wniei obslugi procedury prze­

ksztalce6 wlasnogciowych;
 

4/ opracowywanie strategii rozwojowej sprywatyzowanych przedsigbiorstw oraz wpz
 

wadzania nowych produkt6w w/g standart6w gwiatowych;
 

5/ organizacji ogrodk6w szkoleniowych oraz szkolenia personelu wszystkich szcze
 

2. We wsp6lnych przedsiwziiciach uczestniczyd b~dq specjalitci "Instytutu" oraz c 

najmniej jedna osoba wskazana przez Agencjq. 

3. Instytut ogwiadcza, ii zapewni czqgciowe finansowanie realizowanych przedsig­

wz i r 



Umowa nr 1 /93
 

zawarta w dniu 11 stycznia 1993 r. w Poznaniu pomi~dzy Wojew6dzkim UrzCdem Pracy w
 

Poznaniu, al. Niepodlegloci 16/18, reprezentowanym przez Kierownika Urzodu, mgra in.
 

Piotra Kolodziejczyka, zwanym dalej "Zleceniodawc4"
 

a Polsko - Amerykadsidm Instymtem Przedsi~biorczoci w Poznaniu, ul. Powstac6w
 

Wielkopolskich 16, reprezentowanym przez Dyrektora Instytutu,
 

dra Zdzislawa Krajewskiego, zwanym dalej 0Zeceniobiorc4"
 

o treai nastpuj4cej:
 

§1
 

I. Zleceniodawca zleca, a Zieceniobiorca zobowi~mje sic do realizacji programu kumu dla 

nauczycieli ostatnich ias szkoly kredniej. 

2. Zadania Zleceniobiorcy obejmuj4: 

a) przeszkolenie od 20 do 25 os6b bezrobotnych, wytypowanych przez Kuratorium
 
O~wiaty i Wychowania zgodnie z programem zawartym w zal. nr I stanowiajym
 

integraln4 czk umowy,
 

b) dostarczenie uczestnikom kursu material6w szkoleniowych 

§2
 

Zieceniobiorca wykonywad bCdzie swoje zadania w zakresie szkolenia w dniach 

od 5 lutego do 25 kwietnia 1993 roku w Centrum Ksztalcenia Ustawicznego w Poznaniu 

zgodnie z harmonogramem zajCd, stanowiacym zal. nr 2 do umowy. 

§3
 

1.Zleceniodawca zobowizuje sic zaplacid Zleceniobiorcy lczne wynagrodzenie w kwocie 

70. 000. 000 z ( slownie: siedemdziesi~tmilion6wzlotych) platne z konta FunduszuPracy 

w terminie 14 dni od wykonania poszczeg6lnych etap6w umowy. 

2. Zleceniodawca zobowiqzuje sic wyplacid Zleceniobiorcy zaliczkC w wysokogci 

50% uzgodnionej kwoty w cia.gu 3 dni od daty zawarcia umowy. 

3. Wynagrodzenie platne jest przelewem z konta Zleceniodawcy or 633047-3506-189-23 



NBP 0/0 PoznaA na rachunek Zleceniobiorcy w WBK MI O/Poznai nr 

356211-22914-132-3.
 

§4 

Umowa zostaje zawarta na czas od dnia 11 styczmia 1993 r. do dnia 30 kwietnia 1993 r. 

§5 

1. Zleceniobiorca mie mote powierzyd wykonania swych zadA innej osobie bez zgody 

Zleceniodawcy wyratonej na pitmie. 

2. W razie naruszenia postanowied ust. 1 Zleceniodawca mote odst4pid od umowy ze 

skutkiem natychmiastowym. 

3. Zlceniobiorca w przypadku zwloki w wykonaniu umowy zobowiany jest zaplaci 

Zleceniodawcy 0.2% waroki umowy za katy dzi zwob. 

§6 

Zmiany umowy wymagaj4 formy pisemnej pod rygorem niewanogci. 

§7 

W sprawach nieuregulowanych umow4 maj4 zastosowanie przepisy kodeksu cywilnego. 

§8 

Spory wynikle na tie niniejszej umowy rozszygane b-A przez rzeczowo wlagcwy s d 

rejonowy w Poznaniu. 

§9 

Umowa spisana zostala w dw6ch jednobrzmi4cych egzemplarzach po jednej dia katdj ze 

stlron. 

d wskiKie,'o-.vrikr~zs lawKrai 
Wojew, eg 'Ut u Pr3cY 

........................................ .. ......... 
rgr inz Piotr Kol:'dziefrzyk

Zieceniobiorca Zleceniodawca 

Falsko-Ameryhsi 1ostriuIPattidoictllczicd WOJEWODZKI URZAD PRACY 
spomsr: US Alenc~flntitiou Cevelapait at. w Poznaniu 

W1.PowsloAc6w Wlkp 16. Iefax 54 1521 al. Niepodlegloci 16/18
60-9', Pornat, (1) 81-713 POZNAN 



PLAN KURS6W I SZKOLEN'
 
organizowanych przez
 

POLSKO-AMERYKAI SKI INSTYTUT PRZEDSIMBIORCZOCI
 

1 Szkolenia dla banku PKO:"Kredytowanie 
podniot6w gospodarczych" 

2 Szkolenia dla banku PKO:"Ewidencja 
frodk6w trwalych" 

3 Szkolenia dla Gospodarczego Banku 
Wielkopolski 

4 Szkolenia dla Banku PKO:"Ewidencja 
grodk6w trwalych" - II edycja 

5 Szkolenia dla przedsiCbiorc6w:"Jak 
efektywnie inwestowadwe whasnej firmie?" 

6 Warsztaty szkoleniowe:"Jak skutecznie 
kierowad wlasq firma w warunkach 

konkurencji" 

7 Seminarium bankowe:"Jak przygotowad 
biznes plan" 

8 Warsztaty szkoleniowe:"Jak skutecznie 
kierowad wlasn firm4 w warunkach 

konkurencji" 

9 Przygotowanie rezerwy kadrowej dla 
Ministerstwa Przeksztalcedi 

Wlasnogciowych 

10 Seminarium bankowe:"Jak przygotowad 
biznes plan" 

11 Przeksztalcenia wiasnogciowe w Sp61dzielni 
Mieszkaniowej 

12 Jak skutecznie handlowag 

13 Kurs obsugi celnej malych firm 

14 Strategie podatkowe w gospodarce 
rynkowej 

15 Seminarium bankowe:"Jak przygotowad 
biznes plan" 

16 Jak skutecznie kierowad wlasn4 firm w 
warunkach konkurencji 

17 Kurs dla przedsicbiorc6w:"Jak skutecznie 
inwestowad we wlasnej f'rnnie" 

10.07.1992 
1 

12.10.1992 

16.10.1992 

14.11.1992 

26.11.1992 

12.12 - 21.1.1993 

11-14.01.1993 

30.01.- 11.04.1993 

luty-maj 1993 

1.02-5.02.1993 

I lutego 1993 
31 marca 1993 

4.01.1993 
8.01.1993 

11.01.1993 
15.01.1993 

1.03.1993 
5.03.1993 

5.04.1993 
8.04.1993 

8.05.1993 
11.07.1993 

15.03.1993 
16.03.1993 

24 

8 

8 

8 

8 

130 

30 

130 

150 

30 

40 

40 

20 

30 

30 

130 

16 

/ 

,I 



18 Kursy jgzykowe: Business English styczeli 1993
 
czerwiec 1993Wirtschaftsdeutch 

19 Szkolenia komputerowe styczed 1993
 
luty 1993
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Rzeszow
 



Coordinators entertain the head of the Voivodship 
and the University Rector. 

The Polish-American Cultural Center Director isalso 
i * '2 one of the Institute's faculty.



.... . .... . . i ' . . . . . . . . . .: . : . . .: : : . :: : : : : ; . " 

I X
 

Marketing Class in Rzeszow. 

U1. 



Grand Opening of Rzeszow Business Council
 
features visitors from the Ukraine.
 



Course: 

Total Institute Program 

Entrepreneurship 

Marketing 

Management 

Finance 

Strategic Planning 

Export/Import 

Faculty Training 

Bankers/Government 

Media 

Business Start-up 

Students (Traditional-Finance) 

Business Managers 

Other (Describe on back) 

Other ((Describe on back) 

Students (Traditional-Management) 

Total 

TOTAL HOURS FOR RZESZOW 

Year I 


Quarter I 


Training Consulting Training Consulting 


10,200 560 600 40
 

1,320 240 200 40 


120
 

40 20 


1,300 32 506 40 


200 30 


12,940 872 1,500 170 


Year I
 

Quarter 2 


Consulting 


690 


690 


460 


750 


460 


640 


20 


300 


4,010 


Training 

30 


20 


20 


70 


10 


60
 

10
 

150 


370 


Quarter 3
 

Training Consulting
 

600 60
 

600 30
 

400 30
 

600 120
 

400
 

40
 

560
 

312 20
 

540
 

4,012 300
 



________ 

_________ 

________ 

Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe 

Institution: Rzeszow Sm. Bus. Institute 

Quarter:. Jan-Mar, .93 Contact Person Regarding Krzysztof Kaszuba 

tis Report
Project 
Component 

TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: 

i MANAGMENT ECONOMICS CONSULTATION OTHER EDUCATION VIA LOCATION 
MEDIA SOURCES 

STUDENT CONTACT EDUCATION EDUCATION 

Actual ActIal Actual Actual Actual 

Project Sustainability (Training 1 [ I [1]
Faculty/Traincrs) 

Students (Traditional) [iII] [11LIZI 1111 L lll Rzeszow - 11M("S 

Busin s C111uComu,nIII I,l1I I I I Is°- Sanok 
Business Managers 

Journalists - Mdia Rzeszow 

Othcr Groups/individuals [ I I ][i] [111 [111 
Othcr Groups/individuals[i ] [II[1 11[111[1 1] 
Other Groups/individuals L 7] [11 111 111 111] 
COMMENTS: 



A-J()L. 
 r-N'-;1<..
,J-). AM3P:I ui.J I ;sY.IL ili 

s' I L;I 2M P -P3 

35-030 Rzesz6w, u].7ygm1intowska 2a, tCl.(D 17)394-17
 

fax:(o 17)394-17
PKO BP/I ODDZ. W Rzeszowie, konto nr 69515-31453-132
 

FUNDACJA GOSPODARCZA 
 Rzesz6w, 1992-01-30
NSZZ "SOLIDAROSd,,
 
GDANSK
 
H,BALKOWSKA
 

ACtivity iindertook by ooord1AaLUWL.t of "bm8L1 Business" in Rzesz6w 

January 1 - 31, 1993. 

1. Organization of endinq the course for entreproneurs on
 

8.01.1993.
 

2. Partripating in meetinge with entrepreiieurs hired by Institute.
 
3. Preparing certificates for 
 nrlir'ipantc of tho oourse. 
4. Preparing course programs and plans for the Institute
 

on 1.01-30.06.1993 r.
 

5. Workin4 out a strateqic plan of the TnRtitute.
 
6. Preparing teaching materials on management and export-import.
 

7. Meeting with Mr. L.Koltai and Evaluators Team in Warsaw,
 

12.01.1993.
 

8. Preparing the report on visit of the Evaluators Team in
 

the Institute.
 

9. Preparing profiles of entrepreneure of the new course.
 
10. Organization and partcipatinq in opening of the npw cntrqe
 

for entrepreneurs on 15.01.1993.
 



11. 	Preparing and filling "Worksheets for Quantitative Data"
 

- IV quarter.
 

12. 	Meeting with participants of the last courses, members of
 

Association of Entrepreneurs SBI Century Club.
 

A.G6ral
K.Kaszuba 


'N
 



POLI BHA-- F T TCAN 

SM1ALL "BUSINESS INBST'IT'Er 
35-030 Rzesz6w, ul.Zygmuntowska 2a, tel.(O 17)394-17

fax:(U 17)394-17
 
PK0 BP/I ODDZ. w RzeszowJe, konto nr 69515-31453-132
 

RzeSzov,.1992-02-25
 
FUNDACJA GOSPODARCZA
 
NSZZ "SOLIDARMOSC"
 
GDANSK
 
M. BALKOWSKA
 

Activity undertook by coordinators of "Small Business Institute"
 

in Rzeszow
 

February 1 - 27, 1993.
 

1. Managing of Small Business Institute activity.
 
2. Partcipating in meetings with teachers hired by Instituto.
 

3. Preparing teaching materials on management and export-impurt.
 

4. Visiting the course.
 

b. Preparing Course programs for waLulite.
 

6. Preparing the promotional campaign of the now uuurse for
 

entrepreneurs in Sanok, Tarnobrzeq, Przemysl and Stalowa 
Wola
 

7. Meeting with local officials.
 

S. Meeting with rector of UMCS branch in Rzeszow and dean of
 

Economic Department UMCS.
 

9. Preparing an agreement with Economic Department UNCS.
 

lo.Partcipatilng in creating Regional Business Council 
in Rzeszow
 

ii.Preparing case study and video tape, £irm Boemen and Euromed.
 

KrzyszZfoaszu, 



S X c~l NrT'c'- n)bDE~
A 0R z.S( F' I:$ X c 

SMAXL BUSINESS INSTITUTE 
35-030 RSesz6w, ul.tygmuntovska 2a, tel.(0 17)328-59 

fax:(0 17)328-59 
PIO DP/1 ODDZ. w Rzestowie, konto nr 69515-31463.i32 

Izeaz6w, 1993-03-2
 

FUNDACJA GOSPODARCZA
 
NSZ; "SOLIDARNOd"
 
CDANSK
 
M.BALKOWSKA
 

Activity undertook by coudinators of "Small business Institut
 

in Rzesz6w
 

March 1 - 31, 1993.
 

1. Managing of Small Business Institute activity.
 

2. Participating in Meetings with teachers hired by Institute.
 

3. Preparing the final varviust ur managerient saterials. 

4. Preparing teaching *aaterialson export-import.
 

S. Preparing Institute promotional copaign in Sanok and Przenyi
 

6. Organizntion of inaugural meeting of Regional Business Count
 

in Rzesz6w.
 

7. Signing an agreement of cooperation between the Institute Al
 

Tnnnnmln nnhlrtunnt mf i|urs hrannh in jyapritw 

R. PrAnpfrlng case study and films, 

9. Arranging Dr Cathy Ashmore from Ohio State University and
 

AlicJa Untersohuetz from Gdansk Solidarity stay in fzesz6w
 

on March 4-6, 1993.
 

RYPEKO(
 



~POL.SKO-AZERAI(SKII INSTYTUT
 

A ~ PRZEDSIEBIORC2'O cI 

VOL.I SH-JH3R I CAN 
SMAL.X.L BUSINESS INiSTITUTE
 

35-Q30 Rzesz6w, ul.tygmuntowska 2a, tel.(0 17)394-17
 
fax:(O 17)394-17
PK0 
P/I ODDZ. w Rzeszowie, konto nr 69515-31453-132
 

On CATHY AS93H3ORE VISIT 

IN RZESZOW. 

AGENDA 

MARCH, 4 (Thursday)
 

9.15 am Arrival in Rzesz6w. Pick by Adam' 
car at
 

the airport to Budimex Hotel.
 
11.00 am-1.30 pm Meeting with coordinators of
 

Entrepreneurship Institute.
 

1.30 pm-3.00 pm Lunch-Dom Polonil (Polonia House)
 

3.00 pm-4.30 pm 
 Meeting with Dean of Economic Department,
 

Maria Curie-Sklodowska University
 
6.00 pm-8.30 pm Grand opening of Regional Business Council,
 

new structure created by Polish-American
 

Entrepreneurship Institute and Association
 

of Entrepreneurs SBI Century Club
 

8.00 pm- Dinner
 



MARCH, 5 (Friday)
 

B.00 am-9.00 am 


9.30 am-21.00 am 

11.00 am-1.00 pm 


1.00 pm-3.00 pm 


4.00 pm-7.00 pm 


7.00 pm-9.00 pm 


MARCH, 6 (Saturday)
 

8.00 am-8.30 am 


9.00 am-


Breakfast
 

EUROMED Ltd.Co. Meeting with entrepreneurs,
 

participants of courses organized by
 

Entrepreneurship Institute in RzesZ6w
 

Meeting with director of Rzesz6w Voivodship
 

Bureau
 

Lunch-Polonia House
 

Participating in marketing course.
 

Product and canal of distribution, prices
 

in marketing - teachers: Zofia Borozyk,
 

Barbara Sieko, Henryk Olsjarz
 

Dinner, hosted by Ewa, Adam and Agata
 

Breakfast
 

Departure to Warsaw.
 

http:am-21.00
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35-030 Rzesz6w, ul.Zygmuntowska 2a, tel.(0 17)394-17

fax:(0 17)394-17
 

PKO BP/I ODDZ. w Rzeszowie, konto nr 69515-31453-132
 

1 993.
FOR SJANU Y--1JNE
PLAN S 


Small Business Institute in Rzeszow will organize following 
courses
 

for entrepreneurs:
 

1. 130 hours course for entrepreneurs from January, 15 till
 

April, 9 for 22 persons.
 

2. 130 hours course for entrepreneurs from April, 23 
till June, 26
 

for 20 persons.
 

3. 30 hours course on export-import from May, 7 till May, 
29
 

for 20 persons.
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Small Business Institute in Rzeszow will organize 
following courses
 

for entrepreneurs:
 

1. 130 hours course for entrepreneurs from January, 
15 till
 

April, 9 for 22 persons.
 

2. 130 hours course for entrepreneurs from 
April, 23 till June, 26
 

for 20 persons.
 

3. 30 hours course on export-import from 
May, 7 till May, 29
 

for 20 persons.
 

4. 130 hours course for entrepreneurs in 
Tarnobrzeg from March, 19
 

June, 5 for 15 persons.
 

5. 30 hours course on finance in Sanok from 
April, 16 till May, 15
 

for 15 persons.
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1. 	 DEFINICJA DEARKETIUMI 

Amrican Marketing Association definiuje marketing 

nastqpujakco: 

"marketingJt procesen planowanla I wprovadzani& w tycle. 

tworzerhiaD wyeenianis, promoaniasD dystrybucjS pouysidw, ddbr I 

uslnug w calu stwarzanla transakcjla ktdre zaspokajajsi ee 

kupujakcych I cele organizacji*' 

Marketing obejinuje wizystkie elementy przedsiqbiorstwa i 

wszystkie jago dzialania, tak &by dziakanie calej firm)' byko 

skoncentrewane na oxriagrdqciu vytyczozego calu. rynkowego. 0 

sukcesie firmy docydujjk wszyscy pracowriicy. a nie tylko dziak 

mar keti gu. 

Przyjqcie przez firmq marketingovej orientacji w dziakardu 

na rynku vryiaga realizacji nastqpujkcych zadai'i: 

1. 	 Okredlerdia lub rewizji misji-celu firmy. 

2. 	 Badarie otoczenia dia ckredlenia czynnikdw wpkywajxtcych na 

realizacjq colu firmy. 

3. 	 Analiza rynkowych mol1iwargci roalizacji colu firmy. 

4. 	 Wyb6r rynku docelowego. 

5. 	 Okretlenie coldw narketiragu. 

6. 	 Zbudowani e mar ketingowego mix programu 

7. 	 Wprowadzanie program.. w tycie i kontrola. 

2. 	 OKRE9LENIE ISJI - CELU 

Misja celu Jost fundamentalnym ckrwtleniem cocli firmy. 

Powinna ona ustalid: 

1. 	 Populacjqp nabywc6w kt6rzy £s, przez firmq obslugiwani. Polega 

to na syntetycznym okretleniu coch tych ziabywc6w. 

2. 	 Produkt.y lub CiO uslugi dostarczane 'nabywcom Ccechy ulytkOWe, 

jakotd, asortyment-. 

S. 	Geograficzny obszar dzialania firmy. 

4. 	CharakterystyczaL~ ideq funkcjonowania firmy.
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jest. aajog6lnlej przod:sIL&wlcn&j koncepr-j^Misj&-colu 

pozwala proviniow d J^ wazystkindzi&kania firmy. Jej og6lnodd 

od nich dzialaA agodnYchpracownikom firmy. &by nastqpnie wynag&d 

nisjk colu. Ozial&nio wazymtkich pr&cownlk6w POWIMO z przyjqt&4 

sprzyjad upowszechni&nlu niuJI-colu. 

powinny -sprzyjadWazystkie dzl&kafda: rkotlngawe 

L podtrzymywanLu'dblegu InfcrMcjL**6)Mi*jl-c*luupowszechni&niu 

firmy n& rynku.
 

3. BADAMIE OTOCZENIA FIM
 

Colom dzial&lnctci ouLrketingowej Jost doprowadzerle do 

transakcji, kt6r* s&tysf&kcjonuj^ z&r6wno sprzod&j^cogo, J&k A 

- polog& on&
kupujjkcych. Frzy czym rola kupujAcogo Jost "bierna" 

na wyborze spotr6d konkurencyjnych propozycji tej, kt6r& jogo 

potrzeb
zdani*m jwst najlopsz&. Zatem "obowi^zek" rozpoznania 


zwi^z&nych z ich z&spokoj*niom spoczywa
nabywc6w i uwarunkawaft 
firm w wiekszym lub 

na produconcie lub h&ndlowcu. Dlatego k&tda 

zaresi* powinna interesowad sit ogr&niczoniami
mniojszym 


dla niej wyplyw&j^ 2 otoczenia.
szanzami. J&ki* 


byd firmik proakLywnst. kt6raDobrz* zarzkdzan& firm& powinna 

patrzy w przyszlotd I &ntycypujAc zmiany planujo swoje dzi&kani& 

z mytlak o tych zmi&nach. Proaktywny wonadior 'dostrzoga szanso 

z nich
firmy w przyszlotci i ust&wia firov t&k. &by mogia 

tat rozpoznaw&d
monadtor potrafi
skorzystad. Proaktywny 


i z adpowi*dnim wyprzodz*niomzagrotenia dla firmy.kt6rk kiorujo 
skutkom tychzapobiegajjk negatywnympc>dejmujo dzialania, kt6re 


zagroteh lub przynajmnioj minimalizujjk to skutki.
 

Reaktywne zarzaLdzanie polega na dostosowywaniu sit do 

zachodzi p6iniej
bietAcych zmian w popycle. Najpi*rw zjawisko 

w tya trybie Jost zawsze spftniona. dlategO
reakcja. Reakcja 

ar-no z powodu zagroleA I'ni* wykorzystuje

reaktywna firm& ci*rpi 


dostatocznie szans, plyn^cych z otoczenia.
 

i 
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S. 1. Makro-otoczenie
 

Makro-otoczenie Jost to ta czq*d otoczeni&. kt6r& 

jodnakowym stopniu oddxiakujo na wazyistkio firmy, aczkolwiek 

r6tne' firmy mogA w rotnym stopniu I w r6tny spow6b roagowad na 

czynniki mkro-otoczeni&. Makro-otoczorLio skkad& sig z cztorch 

obsz&r6w zmionnych:
 

- obsz&r zmd&n tADcbMjegLSjnXSh, ktdry firm pow:Lnn& tlodzid 

i w miarq motliwodei wykorzystywad, ponLew&t zmLany to: 

dzia*&nia Cinform&tyk&,kroujak nowe sposoby 

automatyk&:).
 

* kroujaL now* materialy. 

* kroujjk now* twchnologio. 

- obszar zmianoolitrc-EnYc-bABttyeyct, kt6ro obejmujk 

zmiany w nastqpujaLcych dziedzin&ch:
 

* polityka gospodarcza rzAdu,
 

* ust&wy regulujAco r6tne dziedziny gospodarki,
 

* ustawy rogulujace obowiaLzki podatkows,
 

* przopisy sanit&rn& itp. 

obszaLr-zwd&nspokwcznych i domo-gr-&f-i-c-z-n-xc-h-, kt6re na
-


og6l przebiegaja, doid wolno, locz niokiody mogA byd 

zaskakujkce, sk to zmiany nastqpujaLcago typu:
 

* zmi&ny mod*lu rodziny, 

* zmiany sposobu tywienia. 

* zmiany sposobu odpoczywania itp.
 

obszar-zmian ekonomicznXcL%,. wtr6d ktdrych wymi*nid 

moina:
 

* stopq procentowk, 

* poziom dochod6w danej spokocznoici,
 

* stopq podatkowA.
 

* dostqpnotd kapitalu itp.
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3. 	2. Zakres armalizy otocet~ tInW 

stanowi og6lme w~ruki dzi & &nLa fIriny.Nakro-otoczsrde 
Kt~re dardzo OileW otoczerdu ka~dj Irirmy. wyntopuJ4 zjtwiska. 

z aasik zwiarie z puzodac$.kea dzia&anL& I obazarea. ktdrya dziaba 

darna firma. 

Przebiog tych zJawisk noe bd Ikorzyntny lub nrdikrzysntfy 

w aspekci* r*&lizacJi inarketiigowych col6w daneJ firmy. Badanis 

tych zJawisk i szczg6kova anoliza. k imrmku. muaa w obrobie 

poszczog6lnych zjawisk powinna objkd In3typujikce zagadnionila: 

- chaa&kteryst~k2_dan&J_ brn*X. _kt6ra polega na 

udzieloniu prcyzyjhych odpowiedzi na nLsSLqpUJ~cI 

pytariia: 

* 	Czy popyt wzrasta, naleje. czy stabilizuje sit? 

* 	 Jakie miejsce zajwuje produkt Cuslugi3 firmy woibec 

produkt6w Cusiug) korlkurencyjflych? 

* 	 Jaka jest podat w branty? 

* 	 Kim sa konkurenci i Jakie sa;. ich =cdliwodci? 
i dccl owego rycharktwysIkgbszaru handi owago 

---------------- - ! 

w 	 tym przypadku nalety ustalid: 

* 	 Jak roziotony jest popyt naL obszarz* handlowym firmy,7 

* 	 Jakie wystepujaL przesunigei& konkurencji na raszym 

obszarze dzialania? 

* 	 Czy niozbedna jest restrukturyzacja naszogo obszarm 

handi owago? 

* 	 Jakiw sa, przesuniqcia w zakrosio upodobah i 

preforencji wtr6d klient6w firmy na docelowym rynku? 

- charakterystytfEostawc6w, nale~ky togo dokonad przoz 

ustaleni e: 

Jak wx-atIiwa jest nasza firma na zak&6c~nia dostaw?* 

* 	 Czy obocni dostawcy mogak byd zastapieni? 

ystkobrCw 	 w zc 61notci nale~ty ustalid: 
-charakter 


*Jak mocno zaloty nasza firma od pojedynczych 

odbi or c6w?; 
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*Jak& Jost sytuacj& gopodarcza najwikzzych odbiorc.6w? 

- charakter Xxt~k2_*rdi Aoszt6w k9p tnA u, w tym przypadku 
nalety w szczog61notci rustrzygnv4: 

* Jakie dik dostqpne dia firuy frddi lkaplt&Au? 
* Jaki. uA kazty ayskaznta kapitaku z poszczg1unych 

-~ ~ ....kakwMaJL, ktdra Jost Jednat z najvat­~ cErkt~t~ 
Ihiejszych czqrgci an-lizy ctoczsraia. powinma on& 
ustalid:
 

* Jaka Jost liczba konkureit6w na obszarze handlowym 
f ir my* 

* Jakik pozyc-jqp rynkowjk majaujjk konkurerhei? 
* Jakie mik silne i slabs strony konkurent6wv? 
* Jakie strategio zamierz&Aj stosowad konkurerici? 

3. 3. Prowadzerii. analizy otoczeriia 

Pi-ofil zagrote6' i Molivodci otoczeriia, umotIiwia 
identyfikacjq istotnych umo±liwoici ± zagrots'A. 

Zagroterde jest to czyrmik, RAtdry mote limitowad, ograniczad 
lub hamowad firmq w osikganiu jej col6w. 

Motliwotd Cszansa) Jest to katdy czynnik, kt6ry daje 
sposobnotd zblitenia siqp do cel6w firmy lub pozwala szybcie to 
cee osiagnak. 

Prowadzac analizq otoczenia nalety zdecydowad w 
nastqpujakcych kwestiaeh: 

* Jakie czynniki z otoczenia bmqdA bran. pod uwagq? 
* Jaka metoda lub jaki* mtody Ibqdk wykorzystan. w analizie? 
* Z jakich lr6del inforuiacji korzystad?
 
Maka. firma 
 nile mote pozwolid sobi* na tledzenie wielkiej 

liczby czynriik6w otoczenia , powinna ona, koricentrowad uwagg tylko 
na tych czynnikach otoczenia. kt6re Majak szczeg6lne znaczeraie dia 
tirmy. Zestaw analizowanych czyrinikdw otoczenia, zalety mocno od 
przedmiotu dzialalnotci firmy. ad fri wielkotci, od obszaru 
dzialania. 

-7-,j 
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Do ustalemda zbioru azalizowanyh czynraik6w otoczen1a ucna 

na przyki&d zastosowad: 

- podejicie historyczne 

- bur zq mpzg6w. 

Pod.*jci* hlmto-yczin polega ha staranymi zbadaniu 

przeszkotci * badani. to Vmdnno pmwolid amtalid, kt6s-. 

zowritrzne czynmiki w przszk@dcL vywimraiy rwjbardzioJ znaczjkcy 

wpkyw na realizacjq cei6w firmy. Pdj~c@ t~o Jost wartodciows. 

Nal.*y byd jdnak ontratnys, gdyz znaczerde raiekt6rych czyrnnik6w 

mote zriaczkco zuienid sio w warunkach azybkich zmian otoczenia. 

Nitody stosowane w dutej mierze zaletak od tego. Jakie 

naczynniki otoczenia zostanaL wybrane do analizy. M~ale firm)'. 

og6l, nie korzystajai z wyrafinovanych intod. 

War to zwr6cid uwagg na uilytocznotd nissormalizowaiych 

sposob6w analizy otoczernia, motna tutaj wymi~rdid: 

- wymiana pog1~d6w w krqgu ludzi zajmuja~cych sig dzi~dziruk 

dziakalnotci firmy, 

- rozmowy w kiubach biznesowych, 

- rozmowy z politykami itp.. 

-8­
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4. ANALIZA NOa.ICL I RVYICOWYOE 

Analiza rynku Jost szczog6lnie watnak cz0icift badania 

otorzorda przoz firmqp. poni&t~a rozpoznanio ryriku Jost nizbqdnym 

warunkiem sukcesu handiowogo firmy. 

Na rynkti nastqpuje ciskgia kanfrorat~cja pod-ty Coterty sprzodaty.) 

popytu Cchqci kupria popartoJ zasobazi firiansowymi~i. 

Przodsigbiorstwo dziakajake. va ryriku bad& inoehariizmy kroujoco 

popyt w colu uiaksynalizacji sprzodaty svoich produkt6v. przy czym 

col ton realizujo dwoma sposobami.
 

Po piorwszo przoz dostosowarde swoJoj produkcji, do rozpoznanych
 

potrzab objawiariych na ryriku.
 

Po drugie. po rozpozrianiu mw hanizm6w krouj~cych popyt, 

prz~dsiqpbiarstwo inote, w wyniku planowj dziakalnoici 

mar ketingowej, wywcjad popyt na swoje produkty 

W pierwszym i drugim przypadku niozbqdnw sk, informacje uzyskane w 

drodze analizy rynku, kt6r* obejmujaL nastqpuj~co grupy zmi~rinych: 

- struktura potrzeb, 

- czynniki ksztaltujace potrzoby,
 

- czynniki ksztaktujakco popyt.
 

- decyzje kupraa.
 

4.1. Potrzeby i profrencje konsumntdw 

Z marketingowago punktu widzenia warto zwr6cid uwagg na to, 

it potrzeby ksztaltujak siq w wyniku: 

biologicznych wymogdw ciala ludzkiego,
 

- duchowych w~asnotci czlowiok&.
 

- okol icznotci spolecznego wsp6l ±yci a.
 

*-

W procesie zakupu ludzie kieruj, siq wieloma r6tnorodiymi 

motywami, niekt6re z nMch s, nast?pujakco: 

- ztaspokojenie potrzeb zmyslowych. 

- natladowanie innych. 

- preferowani& okretlonego stylu, 
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- zywk.
 

- porqczraotd.
 

- wygoda,
 

- ebawa.
 

- duma,
 

-ci.kawotd, 

-przyjomnotd, 

przewagi.-zdobyciw 

- szczqdzard@. 

na. kt.6rych kupuj~cyni mik przoidSbiarst~waNa ryrakach, 

waiymi motywaini zakup6w s^: 

- ni &zawodno~td, 

upusty przy dutych zam~wieniach.-

- cena i jakotd.
 

z aktualnymi sprzedawcaimi.
- stosunki 
do indywiduainychzamdviefi dostosowaflych- realizacja 


potrzeb,
 

- wykakcznotcd rynkowa,
 

- terminy dostaw,
 

- gwaraflcje. 
spr awdzon^ 

- bezpiecz*fAstwo zaopatzr eni owca Cdl at~ego kupuj k 


mar kq).
 

do kupnaSig potrzeb, prowadz~cychPi-oces ksztaltowaflia 
cechy r6tnicujace,

posiada cechy wsp6lne, ale i posiada
towaru 


dobra. Diatego rialety r6tnicowae

od rodzaju kupowanegozaletne 

i formy promocji towar6w, uwzgltdniaj~c
dziakalnotd marketigow^ 

£ klasq jakotci jakak
rodzaj potrzeb jaki* zaspokajajik 


proces ksztat~owafia sig potrzeb.

reprezentujL. bior~c pod uwagq 

potrzeby c podstawowymdzieli siv naGereralnie potrzeby 
rzqdu:) i potrzeby drugiego

zriaczeriu CpotrzeL.y pierwszogo 

ma isto-n@ znaczeni@. bowiemi
Ten podziakCdalszegoD rzqdu. 

dia katdegoznaczelie prioryttowe
potrzeby pierwszogo rzqdu maja, 


chrofli tycie cziowieka.

cz~owieka - ich zaspokojeflie 

nabyciesk 'zaspokaiafle przez
Potrzeby pirwszego rzqdu 

- 10­
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4* pr.ztywrnoci, cdzi.*y, puwia. ja$ nabycis lub Ci3 

utrzymwrio mieszkania i podstawowego _vyposatenia .iszkaftia. 

mu, 1 -A po zaspokojniduPotrzeby drugi ego rzqdu sk m 

pierwszego rzqdu. a varunkien Leh Zaspokojefia Jostpotrzeb 


odpoxi± dni wzrout dochod6w.
 

Dobra kt6r& xaspokajJj% potrzeby drugi ego rzqdu im*ra 

na,iajog6lrdej podzielid dwi. grupy: 

- dobra powszechnej konsuqpzji, 

- dobra wzglqdnie luksusowe. 
sig wraz z.List& d6br powszechneJ konst, : -Ji rozszerza 

wzrostem przecietnego poziowu dochod6w w spokeezfistwie. Na 

przykiad samoch6d w niekt6rych spoloczeAstwach Jost dobreui 

a dobre.' luksusowym.powszechnej konsumpcji. w innych Jest 

c r6tnym stopniu pilnoici mogDobra zaspokajjjco potrzeby 

charaktryzowad siq pozioment Jakotci: 

- riiskim, 

- standardowym, 

- luksusowym.
 

Zywnr~k zaspokaja potrzebq pierwszej pilnotei, ale motnik­

kupowad "kawior lub kaszarikq", 	 to zalety przede wszystkim 


w zbiorze skl~p6w spotywczych
poziomnu dochod6w. Diatego nawet 


wystqpujA~ skiepy, kt6r* korcentrujk swojA, dzia&anoid na towarach
 

o darisj kiasie Jakotci. 

LIWAG! PRAKTYCZNE: 

1. Ustal jaki typ potrzeb Jost zaspokajany przez produkty, towary 

lub uslugi. kt6re dostarcza twoja 	firma. 

2. Ustal motywy jakimi kierujak siq przode wszystkim nabywcy 

wytwor6w twojej firm)'. 

3. Ustal w jakiej grupie jakotci 	 znajduj, siqr produkty Cuslugi) 

twojej firmy. 

4.2. Ekonomiczne czynrdki ksztaltujACe popyrt 

Ekonomiczflymfi czynrxikami o podstawowym znaczeniu dia popytu 

sA: cena i nabywc6w.nabywanego towaru dochody 

cc 
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Jul w XIX vioku Ernest Engol sformI&OVm- piawop gasz~kca it w 

miarqr wzrostu, dochod6w udzia& wydatk6w na tywnoid maloje. 

natemi ast vydatki na pozouti&. tawary * I 'ushugi romnaL 

dochod6v lub nawt szybciej.proporcenaide do wzrointu 

Zale~tnofici te wyrata vskatnik dcchodoOj *lastycriotci popyt~u 

Ce 3 
d przrt popytu przyrost doch'odu 

'd PcPt. docih6d 

(a rys. 1 pokazane uproszczony schemat~ zmian wskatnik& 

dochodowej olastycznotci popytu. Vraz ze wzrosteui 	 dochod6w 

na corazroalnych korisument przechodzi do zaupokojsiiia potrzeb 

wy-Iszym poz i ends j .dnoczetni* ws k atrdk .1 astyczkoici dcc hodowj 

rotnie ad ujomnego dl& niekt6rych towar6w do ed> 1 dl& dia ddbr 

1 uksusowych. 

ujemnk wykazujat w pewnymElastycznotd dochodowaL popytu 

przedziale dochodowym dobra typu: ziomniaki. przotwory zbotowe. 

itp. Oznacza to, it wzrostowimiqso i wqdliny riajgorszej jakotci 

dochodu odpowiada spadek popytu na to dobra. 

ed 

dobra:dobra dobra 
nliszego powszechnej luksusowe. 

rzqdu 	 konsumpcji 

Rys. f. Wshatiid &Eastyczaodcl dochodotiej popytu 
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W katdym spokoczeftwie o untabiljzowanym systemic gospo­

darowania wystqpujo rozpigtodd dochodova kons.mnt6w, kt6ra 

wykazuje pownak stabilnoid. Ni. ionra Logo obocrie poiedzied 0 

rozkladaiw dochod6w ludnotci w Poius,* ze wzglqpdu na bwrzliwo 

przomiany sta-ukturalne w calym systemie gos~podarczym. Jodriakto I 

w tym przypadku obowisgujo p'awo regulujkce dochodows roakcjo 

popyt~u 

Realrie piaca przocietna w Poie w roku 1992 stanowi 72,a% 

placy realnej z roku 1989. co &&two obliczyd na podstawie d~wnych 

z tab. 1. 

Tab.f. Wshagihi~ dynamiki prsociftnej pracy reaLnoj w PoLsee 

CroAk popzedri - 100.) 

Lata 198 1987 198w 1989 1990 1991 1992 

Wskatniki 102,6 96,5 114.4 109,0 75.6 100,8 95.3 
dynandiki 

wpierwsze pedrocze 1992r. w stosunku do pierwszogo p6irocza 1991. 

2j~dro: Bi.letyri Stcztystyezriy. GLJO.. 

Druginm czynnikiem wpkywajAcyn bezpotrednio na popyt sa cony 

towar6w. 0 wplywie con na popyt informujak wskatniki cenowej 

elastycznotci popytu. SAt oe okrotlon. nastqpujaco: 

przyrost popytu towaz-u"iV przyrost cony towaru"i" 

C popy. na towar ~i" con&a towaru~i"' 

przyrost popytu towaru "J" przyrost cony towaru " 

CMT popyt na towar "J" con& towaru "i" 

Rozr6tnia siqp elatycznodd popytu danego dobra na zmiany cony 

tego dobr-a Cv. C £ elastycznotd mieszank' C., 3, kt6ra wyrata 

reakcjq popytu na dobro IIj.I jako ofkL znuan con dobra "i" 

-13­
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Zmiany con wyvokuja, gnmalnie dwa ofokty: 

- ferkt substytucyjny. gdyl zuimn covy .kIania nabywc do znmaiy 

swoich profororcj± w zakupach; 

- efekt dochodowy, gdyt wzrost cony wp&ywa ima upadek dochod6w 

realnych. a obnitka con podnosi .dochody reln konsLment6w. 

Efekty wynLikaJce 3z zmlaiiy con I zo zaiany dochod6w w 

Poisce w ostatnich latach przudstawia tab. 8. 

wTab. 2. Stru.tuza pzoociqpteycfh ateosqcwnyCh ydatltdw 

prselicsenu. na jocrq osobq w gospodarstwch pracowricsych 

Lata 

Rodzaj wydatk6w 

1985 1W989 1900 1991 

Zywnotc 47.06 45,77 49,86 43,24 

Napoje alkoholowe 2,94 2.68 1.90 1,87 

Wyroby tytoniowe 1,96 1,29 1,45 1,65 

10,61Odzie± i obuwie 13,73 16.83 11,45 

UrzAdzenie i utrzymani* 10.78 10,61 9.40 10,32 

mieszkani a 
Opal energia *lektrycz. 1.96. 1,71 3,33 5.50 

I cieplna 
Higiena osobista i ochr. 2,94 2.68 3.37 4.29 

zdrowi a 
Kultura, otwiata. wycho- 9,80 10.07 10,01 11,02 

wanie, sport, t urystyka
 
i wypoczyI'ek
 

6.22 6.19 7.50Transport i lAcznot 5.88 

Pozostake wydatki 2.95 8.14 3,04 4.00 

Zrdro: Biutetyn Statystycxny, GUS. 

Dane zawarte w tab. 2 wydaj, si, byd mako interesujace z 

jednakto w pokaczeniu zpunktu widzenia analizy popytu, 

ocenid zmiany w poziomie popytu.informacjami z tab. 1 pozwalaji 

Zatem dia wydatk6w na tywnotd monna zaznaczyd co nastqpuje:
 

* 45,77Y. to udzial wydatkdw na tywnod w roku 1989. 

* 43,24% to udziak wydatk6w na ±ywnotd w roku 1991. 

* 72,6% to procentowo wyratony stosunek poziomu pkac realnych z 

- 14 ­
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roku 1991 do tych .9lac z roku 10@Czadakfy. to place rl&Ine 

odzwierciedlaJm, w przybll*.reu dochody) 

Trzy wymienlono wy.eJ daty ozvalaja ustalild przybltony 

stosunek popytu na tywnoid z roku IOU do roku 1089. to Jest: 

O.6SC , popyt na tywbndid wC43,24/45,T77O,72 5 08,X czyli 

1991 roku byk o 31.4% nitszy ed popytu w roku 109). 

PostqpuJikc tak Jak dUL tywmcL ustalimy *mastpuJaC@ 

szacunkowe zmiany popytu rodzirn pracownLczych mia P.ostake grupy 

towarowe Crok 1991 do roku 198): 

' Napoje alkoholow ........................................... 


8 .7%Wyroby tytoniowe............................................ 


45.Odziet i obuwie............................................. 


Urzadzenie i utrzymanie mieszkania .......................... 	 7O..
 

Opal energia .Lektryczna i cieplana ....................... 233,5% 

Higiena osobista i ochrona zdrowia......................... 118.2o. 

Kultura. otwiata, wychow., sport, turystyka i wypoczynek... 79,4* 

87,5%Transport i lacznodd ....................................... 


Pozostal. wydatki ......................................... 135, 7
 

.,-, ,',szczone obliczenia pokazuja,. te najbardziej w rodzinach 

procowniczych zmalak popyt na odziet i obuwio. 

Aby ustalid globalne zmiany popytu nnal.ey jeszcze 

uwzglvdni.d rodziny pracowniczo- chlopskie i rodziny chlopskie. 

UWAAGI PRAKTYCZNE: 

1. Anali=uj zmiany w strukturze dochodowej ludnotci. 

2. 	 Ustal przynaloenot do grupy dochodowej klient6w twojij firmy. 

can popytu na3. Ustal wratliwotd na zmiany dochodu i na zmiany 

produkt twojej firmy. 

4. !led± kierunek zmian dochod6w i cen. 

4.3. Socjologiczne, kulturowe i demograficzne czynniki 

ksztaitujace popyt. 

Czynniki wynikajace ze wsp6itycia spolecznego ludzi majA 

istotny wplyw na ksztaltowanle siP popyt.u na wszystkie dobra, 

- 15­
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cd chleba do jacht6w. 'Przy czym najn=nioj oddzialywanis 

tych czynnik6w objawia Sig w grupie 46br luksusowych, matomi&st 

najskabioj w grupi* d6br podat-a h.
 

Dobra wzglqdnie luksuscme kupawww sk przez ftonsums nt6w. 

kt6rzy nl.e sik - mK=m irestrykcyjnio -vW&niczeni limitami 

wydatkdw, dlatego w przypadku takIch klient6w b&rdzo rzqs'Lo 0 

wyborze r*cdz&ju makupiorwVo clob a docydujmt: 

- nailadownietwo cw6b c podobnoj JLub wytszej pozycji spokocznej.
 

- *fekt demonstr&cji Cchqd pokazania sit),
 

- dostosowanie Sig stylu konsumpcji do zwycz&j6w.
 

charaktorystycznych d1a d&n&j grupy spoloczn*j lub naLrodowej
 

Ckulturow&J3. 

- moda.
 

Dziakarde czynnik6w d&weagraficznych ma podicte naturalne. 

socjologiczne i kulturowe. W zakresie d*mografi w&rto analizowad 

nastqpujaLce czynniki wpkywajkce na popyt:
 

- liczba ludnotci,
 

- struktura wiekowa ludncdci,
 

- wahania sezonowe liczby zawieranych maitwhstw,
 

- wahania sezonowe liczby urodz&Ao
 

- struktura zawodowa ludnotci..
 

UWAGI PRAKTYCZNE: 

1. 	Okretl liczebnotd populacji na twoim rynku.
 

2. 	Ustal liczbq pct*ncjalnych nabywc6w do kt6rych kisrujesz swojw
 

produkty.
 

3. 	 Zbadaj jakio czynniki socjologiczno i kulturowe wplywajak na 

popyt na twojo produkty. 

4.4 Sezonowo!9d sprzedaty 

Sprzedal wielu towar6w charaktoryzuje si 9 sezonowedcia.
 

Sezonowotd zjawisk ekonomicznych wynika z dzialania nas epujacych
 

grup czynnikdw:
 

- cyklicznych zmian warunk6w przyrodniczych. kt6re wplywajaL 

na 	rytm gospodarczych dzialaA czlowieka. 

v 
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W) przekonanio o siuszrmoici argumnt6v wyirGni&Jftcych dany towar. 

6) sforuowarii. prefrrmcji - przekani. to dany towar Jost 

lepzzy ad innych. 

7) zamiar zakupu. 

8) zakup, 

9) *on&dokonanego zak upu., 

10) lJanotd lub dywonans pa=akupowy. 

ODCZLUCI POTRZEVY Z CVJLNA VIEDZA 0 70WAWM 

No*1iwotci dzi& arda w tym zakresie &ej Tirmy a^ 

ograniczone. gdyt wiedza og6lna konrnint6w ksza&tuje sit pod 

vpkywom bar dzo wielu odrodk6w oddzialywania Cdotiidczenda domu 

rodzinnego, lektury. szkA&. tolewizJ&, film itp..). Jednakte 

pracowriicy nakej f ir my povinni byd ftchowcami w swoich 

dziedziriach i majA. oni vpiyw na kaztaitowanie teJ wiedzy. 

Szczegdlne znaczeriie majak wszyscy ci pracobmntcy. kt6rzy stykaja. 

siv z nabywcami. 

eWIADOH05C 1STNZENJA MA RYNKLJ MARKi 

Popularnotc! marki na ryriku zdobyw.a siqt vielolet. czqsto 

praca6 promocyjnak na rynku. Prac& ta Jest podejmowania, gdy* 

zaobswrwowano. it konsumenci w swoich decyzJach staraja. sit 

minimalizowad ryzyko przez preterowariie znanych i sprawdzonych 

produkt6w lub firm. 

Katda firma ad pocziktku Jej istnienia i ciakgle pracuje a& 

swojA, markq. Marka wiakej firmy najczqtciej ksztaktuje sit Jako 

skutek wysokiej jakotci obskugi nabywc6w. 

POZNANZ E TOWARU 

Najczttciwj poznanie towaru Jost roziciore* w czasie 

jst wielostopnliobw. Na poczAtu konsument posiada og6lne 

informacje o towarze. marce. modolu. producenci. lub o skiepi. 

Zr6dia tych informacji sA, r6ine: reklama. spostr-z.±enia wiasne, 

inforinacjs znajomych. Zasadnicze poznanie nastopuje najczqtciej w 

skiepie £ to nie koniocznie podczas Jednego pobytu. 

Poznarde towaru w skiepie powinno odbywad sit przy udziale 

spr zedawcy. 

-is
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Czqsto s~dzi slip, to doL.k-a Jakodd 9 nlukie coy I reklimm to 

ezyrmiki zviqkszajakce sprzeda±. Jost to poglakd s&uszny. ale 

zupek ile pouija aktywnodd spuzodavc6w w procesie kaztatowana 

decyzji o zakupie. 

Srzdawc-a noe zachqcid skuteczrkii do PadJcl&.decyzJl 

kupia'. jeili bqidzie chcil I Jet1i bqdzie unial to Zrobitd. 

Obecrije wielu sprzodawc6v w Palace. to-sai nilntoty sprzd~c 

przypadkovi. kt6rzy ie. PosiadaJ~k udozbodzj .wiedzy 

towaroznavczej a towarach, ktdre sprzedaji% Mie znajat techmik 

pracy z klientami, a czesto riaet i &Aj adpawiedzdoj aparycJi. 

SFOR-MAJOWAHl £ PR.EFERENCJI 

Sformukowanie preferencJi polega na uksztaktowaniu sig 

przekoriaria, to da.ny towar Jost lepszy cd Innego. Wartoiciowanie 

- "LEPSZY" - Jost kategorijk w czqtci obiektywne. & w czqtci 

subiektywnik. Towar mote byd na przykiad d1& danogo klienta 

"Ieps-zy'. gdyt jest t&Aszy, chociat Jest on obiektywrde gorszy ad 

droiszego. Diatego nalety w procesie prooji bardzo Jasnc 

okretlid "obiektywi." kiasq towaru i stozowriie do tej kiazy dobrad 

hasia rekiamowe £ spos6b rokl.imy. 

Sfornmulowanie preferencji nastepuje na podstawie przekonania 

c slusznotci argument6w na rzecz danego towaru. Rekiama powirna& 

tworzyd korzystny vizeruiek firmy ± okrotlonych z nazwy towar6w 

Zai nLeresowani e klienta powiriri byd wykorzystan* przez 

sprzedajakcego, rola sprzedavcy Jost decyduj~ca. 

ZA KUP 

Po uksztaitowaniu sig protererhcji konsumenta mote on podjjk4 

decyzjq o zakupie. Zakup neo musi nastakpid natychuiast po 

uksztaltowaniu siq prelerencji. w przypadku tzw. towar6w 

wybierainych mote on nastapid po kilku a nawet kilkunastu dniach. 

diatego watna jest ciAgiotd sprzedaty okrotlonego asortymenty 

towar6w w okretionych punktach sprzedaty. 

Nawet po podjqciu docyzji o zakupie klilnt mote zrozygnowad, 

jetli napotkia riespodziewane trudnotci Cria przykiad trudno Jost 

dostad odpowiedni transport do przowiezionia mebli lub sprzedawca 

zamiast dokot%czyd obstugg zajmuje sig zbyt diugo innyi 
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spravami). 

Nalety siocno, podkralid, to Ikilent, lp p~jqciu aocyzjJl 

zakupu. oczokuje wzybkl.J i sprawmj obslugi. 

R.EAKCJE P0 ZAaIPZE 

Po zakupi. wystpujjk roakcje, ktd.. ingaL przyczyid~ do 

wzrostu lub spadku popytu na produkty daroj firny. Zlety to ad 

rzoczywistych walar6w riabytego dobs. utwier~z'znych w trakcle 

konsumpcji oraz ad zgoda'hoci tych walor 6w z cocha&mi deklarowanymi 

przez producenta lub sprzodajsicego. 

Ni. naliety deklarowad cech towaru. kt6r* rnie zriajdujaL 

pokrycia w rzeczywistodci. Praktyka tego typu imote przyniotd cc 

najwy-lej doratne karzytci. rigdy id przynosi korzytci 

dlugotermnowy'ch. Wynika to z procesu uczenia sig '"ra wkasnych 

blvdach" i z wymiary inforwacji aiqdzy nabywcawU 

Schemat zakupu mote byd prosty lub ziotiony. Prosty schemat 

wystopujo w przypadku codziennych lub bar dzo czqstych zakup6w. Ma 

przykiad: *'nm4 wrac& do domu.' & ton& stwierdza - nie iamy chieba. 

id~i do sk~pu i kup. Hikt vychodzi do skiepu i wraca. komunikujftc -

C hieba id byic - kupilem bukki. 

Zupelrie inaczoj przobiega schemat zakupu na przyklad pralki. 

dywarnu. samochodu, a wiec tzw. d6br wybieralnych. 

UW4AGI PPAP:TYCZNE 

1. 	 Ustal cechy charaktorystyczno procosu zakupu produktdw t-wojoj 

fi rmy. 

2. 	Dostosuj trodki promocji do typowogo schematu zakup6w. 

20o
 



5. POZYCJA ftYNKCWA I RYNEK DOEL.Y 

5. 1 SagamntacJs rynku 

Przedigbiarstva przed przyintapienien do dzi&i&ni& mmzmk 

zid~ntyikwad .voJe cel. rynkowe. rile not to byd ananinirwy 

rynek, ale vyratni * skonkretyzow~nm grtipy nabywc~w. --

Segmentacja rynku nle 	 Jest padzi&Ao dl. Ramgo podua&u, 

locz motodIA fokratlaila sagmt~w .. rynku. kt,6r* zapowndjk 

opi acal note-dzia&ft markctingowy h. 

W proccici segmentacji rynku kluczawe *riaczeni a maj a 

kryteria segiinntacji. 

Tab. 3. Krytorica soawrttacji rynku 

Charaktorystyka 

rnabywc6w: 

- geo~graficzna klimat, wielkotd miasta id. 

- demograficzna wick, plod. wi.olkcmid rodzinj id. 

- ekonomiczno-spol. doch6d, zaw6d. wyksztaic~nie 

- psychologiczna osobowotd, styl tycia. kiasa spol. 

Reaicje
 

rnabvwc6w: 

- niotywacja stala, specjalna 

- oczekiwani* poziom obstugi * jakotd. *konomicznot 

- utytkowanie lokkie. tredni*. ciqtkie 

- lojalnoid tadna. trodnia. wysoka. absolutna 

- nastawieni* 	 *tuzjastycz-nw, pozytywnw. obojttic. 

negaty*wn. wrogie 

Samo utyci* krytoridw segmentacji jost tylko czqtciak procosu 

segrnentacji rynku. Innym watyi etapom tego procesu Jost tzw. 

profilowanie. kt6r& ma na celu pogiebicnie znajomotci informacji 

c cechach r61nicujatcy--h segmenty i w ostatocznotci pozwoli 

wylonid tcitl* zr61nicowane segmenty danego rynku. 
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Tab. 4. S uwTnty --a z-yitu -paty do sqbdie w USA 

-	 IPomjom 	 mg -A -d 

d--gim-_m 

-av* wmkb -o 
Fawotpowanm cof, sWk M.ums cggq~ 

mww 	 Fw*umk 
Cbm U 

ko~vikyda 
Tonou hldhldpowi 

GiqbO~Oi pablefra. Fmt.sbm. utverywn. ktwwsym 
wzui* zoe~wm zo " lwssa wa wmm 

r~fkowr r~kmci 

Umcuzon 	 -k~ea 

ProMO*l nlodowI, wodi pawsbi. moi. 

_______o!dajtv cAajtY
-pkow bm W~b kW 

W tablicy 4 zaieszcza5y przykiad profili segmnt6w ryriku 
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pasty do zqb6w. Przykkad Umr ni. Lylkq vyodrqbnLa segunty tego 
ryriku. &I* wkazuj* woliw~cl '.kuteczawgo .oddzia&ywania 

.iarketingowego. Wlyt.czraotd .4,ak przopraowadzorwJ SegumtacJi Jest 

bardzo duta. 

4NAGI 	 -PPRKTYCZNC: 

1. 	 W sspguwrtacji ryncu wykorzystaj wazystkie *lomnty arAlIizy 

r yik u. 

2. 	 Staraj sit opisad cechy grupy raabywe6w. ktdrzy riabywajj, Cbqcdk 
nabywad tw6j produkt. 

S. 	 Ustal Jakie bodtco naJnocnieJ stymulujk zakupy w wybranyu 

sognwncio rynku. 

5.2 Rynek docelowy Cpodstawowy) 

Katda firma powirina okretlid podstawowy dia swego dzialania 

ryriek. Obejmuje to odpowiedzi na nastqpujjkce pytaraia: 

* Kogo obskugujorny? 

* 	 Na jakim twrytoriun Cobszarz&D ? 

Do wyboi-u rynku docelowego zmuszajak, dwa zasadnicz& 

og ani czerai a: 

Po pierwsze z analizy rynku wiadomo. t. nabywcy nie sak w swych 

decyzjach kupria jednorodrd. 

Po drugi. motliwotci firmy saL z roguky onranirczone i nie 

MO.tJe ona sobie pozwolid na obsiugq wszystkich s~gment6w ryriku w 

danej dziedzinie dziakainotdi. 

W konsekwencji rynek docelowy kreowany Jost przez firmt 

przez stworzeni. moi1iwotci zakup6w dia teJ czqptd sogmentu rynku, 

kt6ra skkonna jest kupowad produkty danej firmy. 

Rozriar rynku docolowego Jost ograniczony potencjalem 

finansowym Cpz-odukcyjnym) firmy lub wielkotcik popytu na produkty 

f'ir my.
 

LIWAGI PRAKTYCZNE: 

1. 	 Obsluga rynku wymaga niezbqdnych nakkad6w, zatem kalda decyzja 

o rozszerzaniu rynku musi byd staranni. zbadana pod wzglqdem 
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ptrcj&lh@J oa&caoici.' 

powinrio bye co pevien okras 	CZ*Su
2. 	 0kr.tl.nie rynku doc0lowago 

gusty kupuiftcych,ponownie analizowane. @dyt zm1.niaJik SLW 

zmieri& siq kilmat gospcdarczy. rdektdre produkty A UluB&Ui 

zyskujik na znaczeniu, Inne trtcak. 

5.3 Przestrzemei natqlenie sprzodaly 

reguly przstrzonnM@ zrd*neowaf&.& PrZeskankiSprzodat Jost z 

viatetrdna spwzedaty &,- wielorakie. ,dekt6re z
nir6w'nomi~iflotci 

nich sak rastqppuj~ce: 

z nit^ koszty tranuportue- odl.glotd i zvizane 
raabywc6w. 

- utrwalone w wczeinieJszych okrasach przyzyczai@Fd& 

- blqdy w dziai&1lnotCi promocyjTn@i. 

- konkureflcja innych firm,
 

popytu.
- terytoriallie zr6tnicoVwfly poziomi 

bydsprzedaty povwvrna
Analiza przostrzoflflg0 natotenia 

celu ustalenia odpowiedzi na nastqpuj~C*
c!.Agle prowadzona w 

pyt arux a: 

*jak zmienia siq natqtond@ sprzoda±y i dlaczogo? 

* 	 jaka jest skutczflotd kaumpanii promocyjnych?
 

udzial w rynku i dlaczego?
* Jai.k zmienia siq nasz 

LNWAGI PRAKTYCZNE 

1. 	 jetli tw6j rynek Jost obszeriiy torytoriarde podziel go dia 

na 	 wnijszz jadnostki.przejrzystotci analizy 
id 	tylko w liczbach bazwzglqdnyr-h ­

2. 	 Sarlaj natl-*Qfli& sprzeda±y 

oblicz na przykiad sprzedal w przeliczeniu na Jednego 

ton spos6b oconisz akceptacjq twojego produktu.
mieszk&Aca - w 

iryniki analixy przwstrzeflTego natqolonia sprzodaty
3. 	 *jkorz ystuj 


okretl.nia rynku docelowago.
do 	weryfikowaflia twojogo 
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5.4 Konkwremja 

Firma prowadzac& analizq dziaka~rbotci konkwrencJi i wiatciw 

wykorzystuj~ca wyrniki t.4 analizy xawze uzyinkuje przevag* 

kornkur~ncyjnjk. Ta przewaga przeJawla slqp przoz re&aLlzacjq wylazoj 

stopy zysku lub rwzszerzerde rynk6w zbytu. 

Analiza dziaialnodci konkuront.6w sprow dza cs zmsadniczo do 

odpowiedzi na dwa pytania: 

Jak konkurinncl realizujjk swojik dzialalriatd? 

Co konkurenci zamiorz&JA robid w przyszkotci? 

Odpowiedzied dokladnie na to pytania Jost trudao. Konkureaci 

ukrywajk, zar6no osijkgrdycia. Jak £ b~qrdy. gdyt Jodne i drugie 

mogA, bycd wykorzystane na ich riiskorzytd. 

Firma produkcyjraa powinna analizowad dzialalnotd konkureneJi 

w nastepujacych dzi.,dziraach dotyczakcych karistrukcJi i produkcJi 

wyrob6w w branty w kt6rej dziala: 

- stosowane materiaky w produkcji wyrob6w, 

- maszyny do produkcji i technologia prc-dukcji, 

- moda ± tendencJe w konstrukcj± wyrob6w. 

Dobre rozwiazania konstrukcyje i produkcyjrie pozwal&Ja, dostosowad 

produkty do potrzeb rynku przy miriimalnych kosztach. 

Analiza korakurencji flA rynku powirina doprowadzid do 

s1formulowania odpowiedzi na nastqpujace pytavia: 

* .Jaka Jest ilotd konkurent~w raaszej firmy? 

* Kt6rzy konkurerici saL naszymi gk6wnymi konkurontaini?. 

* Jak ocenianiy jest nasz produkt Cusluga) na tie konkurent6w*7 

*f Jaka jest politykit con konkurient6w? 

ifJak konkuronci okretlajak finansowe warunki wsp6lpracy 

z odbiorcarni?
 

ifJakie formy kontakt6w z odbiorcami stosujaL konkurenci?
 

ifJakie kanaky dystrybucji wykorzystuj, konkurenci?
 

ifJakie fzrmy promocji sak stosowane przez konkurent6w?
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S. CELE MARJE-IMGU I PROGRAM 	 NARIETIGC-NIXU 

Cle maktingu v_ awcim mzczg6&owyw wyrazie inu=&, 

har mor zowad ze strategicznymi pienumi przedsi qbior atwa. 

waketiagow wk szczg6kowyn TOZV=Iici a96lnYchDlate.go cole 

c*16w .ryrkowych przodibicrutwa Cpatrz ryn. W. 

z pointawACle dzia&anodci waketingowej alk ocitle zwiAkz&a 

stratgiczfla. JakA una raaJb1iszzy okres dziaA&ni& vybiera firm&. 

Generalie motna stwierdzid, it mle przodigbiorstwa wybi~rak 

strategia spotr6d nastqpuJoicych: 

lub Jednym m.guoncie
- koncentracia na Jdnym produkei@ 

r ynk u. 

niszy - odimiana strategii pojdyiczogo produktu,-postawa 

- postawa *kspanzywflego wzrostu Crazszorzali@ dziakalriotci 

lub rozszorzanie obszaru dziakainia), 

Cwprowadzariis zmodyfikowariych
- postawa rozwojowogo wzrostu 

produkt6w lub obejmowai* nowych rynk6w
Cnowych:) 

docolowych). 

innowacji produktowych Cwprawadzonie zupeinis
-	 postawa 

oryginalnego produktu). 

przoz przodsibiorstwo postawyNiozaletriie od wybranej 

okretloniu strategii markotingowij formukuje sig
strategicfl@j. w 


okresi@ czasu

cele w ujqtciu ilotciwym. kt6re naiety w pownym 


Col, to mogA, byd wyznaczol@ w postaci:
zrealizowad. 


Cna rynkach dotychczasowych lub nowych.

1. 	 Wielkoici sprzodaly 

produkt6w 	dotychezasowych lub nowych:). 

rynbkach dotychcz&sowyr-h lub nowych).
2. 	 Udziaiu w rynku Cria 


stopy zysku pr-zsd opodatkowaflio ­
3. 	 Zyskowno~gci Cw postoci 


dotyczy to dotychczasowych dzialah i dziakafi nowych).
 

udzial w rynku i 	 zyskownocd jest
Wielkof.a sprzedaty, w 

wzdeter mi nowana dziakalcdocia, przedsi qbi or stwa
znaczrej mier ze 

obrqbi@ tzw. mrarketingu-mixu. 
mark eti ngowejtar mnuiowani a str ategi iKo~cowym etapem pr ocesu 

jest progranowanie marketilgu-mixu. kt6re bezpoiredlio wia,±e Si, 

okretlefliom. przysziych dzialamiarketingowych.z 
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CELE STRATEGIM PRIODr6VRTA 
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Ry. Pow~tqzam io prolffrmu maLin-ixu x CvLomi 

straegczymi prxedsiqbiorsta 

Kategoriq marketingu-nuxu ckretla sig Jako kombinacJq 

czterch zrzuennych koritrolowanych przez przedsigbiorstwo w 

dzialaniu zmierzaj~kcym do realizacji wybranych cel6w 

strategicznych. Do kombinaci tej wszyscy marketingowcy zaliczajjk 

czter y char ek terystyczne dl a mar keti ngu instrumenty oddz.alywani & 

na nabywcqp: 
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- produkt,
 

- dystrybucjq,, 

- Congo
 

- promccjq.
 

Holliwotei programowania markotinW-,mixu uwarunkowans oak
 

nastepujacymi czynnik&mi:
 

- zasobami przodsiebiorstw&.
 

- jodnorodnotcisk produktu I jogo wlauncAciami.
 

- jadnorodnotciak rynku i jogo cocham' .
 

- otapom cyklu tycia produktup
 

- stratogiaL markotingowa, konkuroncji.
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7. 	 PPAODUw 

7.1 Struktuz-a asortymentowa 

Struktura asortyimentowa oforty Jost wa~zia zar6wio dia firmy 

produkcyjraej. jak £ handlowej * gdyt b~idy w Jodnym i drugim 

przypadku prowadzaL do strat. Jdnakto straty to sik z rguly 

dotkliwsz. dia producnt6w. Make tirmy czestoc produkujjk joden 

produkt i diatego powinny rxiozwykl* starannis aralizowad szanso 

rynkowe produktu. 

Firmy o potocjale produkcyjnyn pozwalajjkcy skuteczne 

pr-owadzid dzialalnotd w zakrosio produkcji kilku produkt6w 

jednoczetnie powirary tak komporaawad swoja, strukturq produkcji, 

aby mogly oferowad Jedraoczetnie:' 

- produkty powoli schodzalcych z ryriku. 

- produkty kreuje gross sprzodaty Cdojne krowy). 

- produkty modyfikowane dWa utrzymania ich na rynku, 

- produkty wprowadzane na rynek. 

Zestawienie w ofercie produkt6w, b~d~cych w r6tnej fazie 

ekfrpansji rynkowej twiadczy o prz~mytlanoj polityce pro~dukcyjn~j. 

do--tosowywanej w czasio do zmilrxiajjkcych si* tend~ncji w popycie. 

Dekiarowany w ofercie asortyment powinion bye natychmiast 

dostqpny dia zainteresowanej firmy handlowej lub konsumenta. Jost 

to nie-zbqdrne dia utrzynania zaintersowania produktami riabywc6w. 

Braki asortymentowe niweczak w dutej czqp!ci dziallania promocyjnhi. 

Klienci zadaj4 sobie pytanie: pa co oni siq roklaniujA, jw~1i nio 

ma4w sprzedaty rokiamowanego towaru. 

LJWAG.7 PRAKTY*CZNE: 

1. 	 Dost-isuj szerokotd asortymentowej oforty do twoich rnoliwotci 

fi nansowych. 

2. 	 Dbaj o to. aby w twojej ofercie znajdowaly siq produkty, kt6re 

moiesz sprzedad na obslugiwanyni segmencie rynku. 

3. 	Twoja oferta asortymentowa powinna byd wzglqdnie stala. gdy± w 

przeciwnym przypadku rabywcy Mde bqd~k wiedziet; z jakim 

zakresem dziakalnotei wiakzaC t~wojak firrnq. 
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4. 	 Prograozuj spraod.l pi-odukt6w, aby w6c prowadzid odpowiedrdsL 

gospodarkq zapasami. i &by wiedzisd kiedy produkt wjdzie w 

schylkowa, fazq uprzedaty. 

7.2. Jakodd pr-odw.tu CuslugD 

Geheralnie, produkty lub uslugi dazwgo typu Cdanwj gruPY3 

uco±na zakwalifikowad do trzech lub czteroch grup Jakotci: 

- riiska jakotd. 

- standardowa Jakotd. 

- wysoka Jakod. 

C-	 pozion jakoici nio~tbqdny dia prof esjonalist6w). 

Nabywcy w swoich potrzaLach i w swoich motliwotciach nie sik 

jednorodni, diatego produkty lub uslugi o r6tnym poziomie Jakotci 

znajduja6 riabywc6w. Dobrym przykladem ilustrujakcym to tezv sik 

nabywcy aparat~w fotograficznych. kt6rzy akceptujk~ r6tne Poziomu 

jakotci przy r6inych poziomach can. 

Oceria jakotci produktu uslugi musi byd zawsze ccnjk 

relatywnaL, to jest musi byd wykonana przez por6wnanie jakotci 

oferowanej przez firmq z jakoc.mk oferowanaL przez konkurent6w 

dzialaj~cych w tyrn samym s~gmenci. ryriku. 

Pozion jakotci powinien byd ciagi. podnoszony. Dotwiadczenia 

wielu firm pokazuja, it jest to wysilek oplacalny. 

LIWAGI1 PRAP:TYC42ZNE 

1. Okr'etI w jakiej grupie Jakcdci mdetci siq tw6j produkt 

Cuskuga).
 

2. 	 Okretl segment rynku. kt~ry akceptujo jakod. reprezentowana 

przez tw,5j produkt. 

S. 	Okretl odpowiedni dla jakodci kanak dystrybucji. 

7.3. Zarzakdzanie produk tern na rynku 

Za.-rzadzanie piodukte wymaga zespolenia wysilk6w r6inych­

dzial6w firmy. Produkt jest dobrze zarzaLdzany. Jetli dobrze 
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korzyntny *fokt mate byd uzyukai'y,sprzedaje sig na ryriku. Ton 

j.l1i proces rozwoju produktu -zostarde dobrz* vykoriany. Proces 

pr zygot owani a pr oduk tu obej muj nastqpuj kco di al&ani a: 

1. Vypracowanie Cwybranie3 idel produktu. 

~Rozw6j i tetowani. koncepji.
 

~Analiza rynku
 

L. Rozv6j produktu, 

S. Testy rynkow., 

65. Wprowadzerde na ryiwk. 

Firma powirina stararinie badad potrzeby nabywc6w, gdyt czqsto 

na podstawie analizy tych potrzeb powstajk po-usky nowych 

produkt6w. Druc-im zasadniezym t,-6diam idei produktow sk, wyniki 

r6tnorodnych prac badawczych i to niekanieczrds *citle zwiakzanych 

dzialalnotci firmy. 

ktdr& mostaky ocenione jako rokujakca 
-przedrutem 

Pomysly produkt6w, 

etapu rozwoju i testovania kencepcji. Wrazieje przechodzaL do 

t yM etapie wykorzystuje sie opinie potencjalnych nabywc6w. 

r6wrae.ie okredIa siqp potencjalnych u~kytkownik6w i ich pretreicje. 

w tej pracy wtoga, byd tak zwano profilePoyncocnym narzqdziem 

sernait vczne. 

WARI ANTY HEBLA 

A B C 

-0 10 Okretl~nieOkretlenie 10 

wyszukanyprosty b~ p 

asny b ~acci~lnny 

*c b- a nowoczesny
asyczny 


=*O b 60atanidroci 

ce b a% riipojemnnyPo~ emny 
niskiwysok i b "c%:a 


ac bnciekawy
ciekawy 
nietrwakyt-rwaky c. b a 

a niepraktyczflypraktyczny c b 

Rys. 3. ProflL semantLyczhy: reb*L
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Zhudowani* profilu aw.antycznego pa~ga uporz~dkow&d ceehy 

produktu. kt.6ry note byd wytwarzany w przyiuzlodci. 

Po ustaleniu coch (proponmawanych modeli Produktu nalety 

ocenid ich uzanse rynkow.J akceptacJi. ~Ciaz& to analizo branty 

pod kAtern moliwoici uprzedaty danego dA-lu. Nalety ocenid czy 

na rynku istni*J& produkt pobny. jedli tak to Jak siqp 

sprzedaje. Jetli na rynku IstnieJe pradukt podobriy mhiety ocenid 

czy pojomnoid rynku Jost daitateczna do przyjqcia nazzego 

produktu. 

Jetli na rynku nie ma produktu podobriego nalety ocsxntd Jaka Jost 

tego przyczyna - czy rzeczywitcie nasza propozycJ& Jost 

atrakcyjna. mote ktod jut pr6bowal wprowadizid podobny produkt. 

ale bez powodzenia. 

Opisane wy4-ej trzy etapy proc~su zarzjkdzania produktom sik 

*tapanu. kt6rych dokkadna realizacja zapewnia oszczqdnotd 

koszt6w dialalnotci. Nastqpny &tap polega na rynkowym testowaniu 

prototyp6w, aby jeszcze raz upewnid siv. czy nabywcy sA 

zainteresowarii naszym produktoem. &by poprawid *wentualne ustwrki,'­

oraz aby sprawdzid strategiv sprzedaty. Testy ryrnkowe z^ 

kosztcchionne, dlatego varto pocikratlid wag* analiz wstqpnych 

prowadzAcych do przyjqcia projektu do realizacJi. 

Etap finainy procesu zarzakdzania produkt~m to wprowadznie 

produktu do~ sprzedaty. Ni. oznacza to Jednak zaprzostania 

dledzenia los6w produktu. INalety ciagi. "walczyc± o Jego tycio" na 

r yn ku. 

Katdy wprowadzony na rynek produkt przechodzi nastqpujjkce 

- wprowadzoni*.
 

- wzrost,
 

- dojrzalotd.
 

- schylek. 
Rysunek 4 pokazuj* cyki tycia produktu. Wy-nika z niega. te 

zysk na produkcie Jost motliwy. gdy osiakgni* on dojrzalodd i gdy 

jest dostatecznie dkugo sprzedawany na rynku. Produkty, kt6re 

zostaly na rynek wprowadzone bez nalelytych bada% iarketingowych 

czqsto nie wchodzA w stan dojrzaiotci £ w~8wczas nie dajAk 
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molivotci osi~grdqpcia zyuku -lllumtr.uj* to yS.6 

Sprzodat Rozv6i 1Wprowa- Iftrost~ Dojrzaotd Schyl ski 

i zysk d~A 

IzyskI 

Koncepc. Urodziny 

Rys. 4. CyMtL tyciao produ~ttu 

Spr zedat Rozw6j 'Wpr owadzri@ I odrzuce­

i zysk I jii. i spa-; 

dek 

rIcorcepcj a UT-odzinray 

I C-:a 

Rys.5 Cyktc tycia nio~udarnego prodidktu
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Cyki tycia ndoudanego puoduktu. fie p~wva. - z fegulye, 
i 	 wprow­zrkomporisowad koszt6w porilesionych w fazie razwoju 

do strat lub zmnijzefi& zynku wdzaria produktu. prawadmi to 

najl .pszym przypadku. 

Faza wprowadzerda taru na ryuwk wyihag&astaz-anrmmgc wybrania 

czasu miiejsca i sposobu %Wpovadzenianowgo produktu ha ryrhek. 

Wybierajmkc czas wprawadzenia towaru na rynek nalety 

uwzgqdnid dzi&anra Jconkw-ent6w, sezonowotd popytut zaiianhod 

mody. potrzebq usurdqici& oentualriych daluzych uster~k. 

Obserwujjkc rovw6j uprzodaty produktu, w okrs@ fazy 

wjdci& w fazq dojrza&o~ci £wzrostu, motna ocenid szansq jogo 

odpowiodnio przygotowad silp do zwiekszonego popytu. okresu 

molive j *st -J.szcze wprowadzeni*dojrzakotci. W tyn okresio, 

niewielkich zmiari. dodanrie nowych funkcji, wybranie sposobu* 

pakowaria. 

dobrze :zaproj~ktow&flQoFaza dojrzaictci w przypadku 

prc'duktu to najprzyjmniejszy okres dia producerata, gdyt w tym 

czasie zbiera "tmietankk9"- najwytszo zyski z produktu. Czqsto 

wycdaje siq~ wtedy. to produkt 'sprzodaje Si, sam". Tak ni* Jest., 

N2.e naleiy r6w'niet w tym ckresie zanidbywad dziak a 

rekiamujacych produkt. Varto w -tyui okrosie myled o rotnych 

sprzod&*yrodyfikacjach, kt.6re przdkutik wysoki poziom 

po-lularnego na ryriku tovaru. Wprowadzani@ nowego produktu- Jost, z 

drotsz& i bardziej ryzykowne nit modyfikacja jutr eciuly, znacznie 


i stn ejAcego.
 

LA'vAGI PPRAKTYCZNE: 

1.Zieraj pomysly do ksztaltowania twego produktu Cuskugi) z 

wszystkich moliwych tr6dek. 

8. 	 Stara~j siv uzyskad z vysokim prawdopodobioAstwomf oconq szany 

przed rozpoczqciem Jagoz~vsku m produkcji wyrobu jeszcze 


r odukcji - oszczqdzisz koszty.
 

3. 	 Do produkcji wdrataj projekty "wyrob6w. ;kt.6r* rnaja szanse 

sprzedaty w ilodciach, pozwalajacych 'uzyskad zysk 

wykorzystaj koncepcj* punktu krytycznego. 
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7. 4. Mark& - nk markowy 

Mark& to Jost riazva, termin, symbol lJib Lch kombirnacja 

stwotzoflS w celu &&twiojszogo rozpoznavania d,6br i uskug 

ofwrowanych przez sprzdawcqp ua ryuku. 

Czq~i4 worbalna marki Jost aazwik inarki CCoc&-Cola. McDonald, 

Mercedes.* Camel). Czqtd rdewerbalna inarki Csymbol, zrhak 

logo)- iuki McDonald&,graficznyD Jost zriakiom marki CinaczeJ 

wielbiakd Camel&, k6kko Mercedes& ltd. 

lub czqtciaL marki zastrzo±ona4.Znak handlowy Jost mark~k 	 prawniis 

o 	 silo marki najlopioj twiadczy fakt, it niek1t6re znich 

np: kswro, adidas, Junkers.zastapiky nazwy produkt6w 

na nabywc6w w ich docyzjachMarka wywiera ogromny wpkyw 

kryL~riun wyboru.zakupu. Dobra mark& czqsto bywa jedynym 

Znajomotd mar-i ogranicza ryzyko zakupu. Czipsto prowadzi do 

powstania tzw. lojalnotci rabywcy wobec marki., 

liczne korzytci sprzedawcy.Harkowanije produkt~w przynosi 

cenne dla firmy.Pozyskanie lojalnotci nabywcdw Jost niezwykl* 

w budowaniuZapewrnia popyt na jej produkty ± Jost bardzo pomocne 

na rynku. By jednak wyrobid sobie markq niezbqdne jestwizerunku 

dobrynt produktoin i utrzynywaflle j.godysporiowanie naprawdq 

Jakotci przez diugi czas. 

Marka stanowi Jeden z riajskutoczniejszych sposob6w 

i na prz-ypadkach, gdywyr6iniania produktu firny rynku. Nawet w 

jest r6±nicowad dobra Cbanany, kurczaki., wqgiel.trudno 

pornaral'hcze) dokonuje sig wprowadzenia rnarki przez stosowanie 

znak6w markowych lub przez stosowaniespecjalriych nakiejanych 


odpowi edniego opakowani a.
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S. DYSTRYBtCJA 

8.1. Wyb6r kanaiu dystrybcJi 

N& rynku riabywca oekuje OkredlOcug poziau obsiugi. 

kt6ry zalety ad radzaju produktu I jogo Jakodei. Ton poziom 

obskugi powinien byd zapowrtdony przez kanal dymtrybuC-Ji. 

hur townik 

fir ma dos tawy 
sprzodaty bozpotrodnia 

o ej 1 fylatomaty d~tallista 
ulczne 

0ST A T EC ZNYV NABYWCAI 

Ev~s. 5. Przyptrady ktnal6wi dystrybucj'. 

pod.j~tych wczetniej 

Dia wyboru kanaku dystrybucji nizbqdne Jost okretlenie 

cel6w dystrybuCYiflYch przodsiqbiorstw&. cole to zalela, od 

ustalo% co do wyboru rynku docolowego £ 

w nirn udziaku. Projektowafly kanal dystrybuciplanowanego 

powinien spelniad nastqpujakce .ymagania: 

- produkt przedsiqbiorStWIL powinion byd dostqpny dia 

liczby nabywc6w rynku docolowogo.maksymalfloj 
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- potrednicy powinnj. byd zdolrd do zapowniema odpowiednisgo 

poziomu obskugi riabywc-6v. 

- kanal dystrybucji powinien mied przepustowatd. niezbqdnak 

do przwmieszczerda odpowiedniej dia ryraku docelowego mazy 

towarrwj, 

- kanak dystrybucji powirLden zapewtdd roalizacjq cel6w 

dystr ybucyj nych pr zy .l ni malnych koinztach. 

a zatem r6trnkKanal dystrybucji * miod r6tnjk diugoid, 

liczbq potrodnik6w. Og6lnde obowi~zujo zasada wydkuania kanaku 

dystrybucji wraz z rosrukeym rozprozzerdrnn edbiorcdw i wraz z 

rosnakcym rozdrobrniordam zkup6w. Na przykiad Coca-Cola sprzedaje 

swoje produkty za potrednictwem ponad tysijkca hurtownik6w 1 1.6 

mmn detalist6w rozproszonych po cakym twocie, dlatogo Coca-Cola 

jest dostqpna w~atciwie "na Icaidym rogu". 

W zaleiotci od wymagas% rynku docelowego stosowane saL r6tn* 

kanaly dystrybucji. Do typowych odmian dystrybucji naletak: 

- dystrybucja intensywna, 

- dystrybucja seiektywna,
 

- dystrybucja wylAczna Cekskluzywna3.
 

Dystrybucja intensywna jest stosowana w przypadku gdy
 

SAt to dobraPrzedisi~biorstwo produkuje tzw. dobra latwego zakupu. 


nabywane rutynowo, przy minimalnyli wysikku, a wiqc przod&
 

wszystkim ±ywnotd.
 

polega na wyborzo przoz producwntaDystrybucJa selektywna 

ograniczonej liczby potrednik~w na danym obszarze. Ten rodzaj 

jest stosowany przez producent6w tzw. d6brdystrybucji 


wybieralnych. czyli takich kt6re nabywca. por6wnuje miqdzy sobak, 

Cjakotd, cony, marki). odwiedzajakc kilka sklop6w przed zakupem. 

Do tej grupy d6br nal*±4- modne ubrania, samnochody. meble. spr:qt
 

gospodarstwa domowego. 

na wyborze jednego potrednika.Dystrybucja wylacz-na pole-ga 

kt6ry najlepiej zrealizuj* potadane przez producenta dzialania 

dystrybucyjne. Ten sodzaj dystrybucJi stosowany jest przewatni@ 

przez producent6w d6br specjalnych Cluksusowych3: zegarki Rolex. 

fortepiany Steinway, samochody Ferrari itp. 
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8.2. Koszt~y dystrybuxji 

Kan"i dystrybucji ANWIrairk -jimoailiid. fizyczne 

przen4.szczenie cdpowdd.J ilocic produkt~w -do nabywe6w. x 

zachowaniem odpowiedniisgo poicw -obslugi. ZAtem komzt~y 

dystrybucJi obwiuui&: 

a3 	koszt przechowyvanta pradukt6w Ckoszt utrzymai& zapa- ) 

b) 	 koszt zbirania I rozliczanL& zam6i*A. 

cD 	 koszt transportu. 

Warto zwr6cid uvagg, It w przypadku niewliciwgo vyboru 

kaiaku dystrybucJi firm ponosi tLzw. koszty riiewidzialrie. 

Koszty dystrybucJi widzialno us, uwidoczrdone w ksiqgowotci. 

gdyt dotyczA czynnik6w. wymienionych wytej w punktach a:). bW I 

C). 

Pr zeds± qbi orstwo or gani zuj ic kanak dystrybucji±powi nno Lt 

okreglid pozioni obskugi, kt6ry bqdzie zadawalak nabywc6w. Typowa­

elementy skladajace siq na poziom obskugi nabywc6w to: 

cyklu realizacji zam6wieria,-dkugotd 

realizacji dostawy,-pewnotd 

zlotenia zam6ienia prz~z klienta.-katwotc 

procent realizacJi &sortynentu zam6wiei%.-wysoki 

warunk6w wspdipracy handlowej. 

D'la detalist6w watne Jost Jak sak obslugiwani przez 

producenta. Jetli POZiom uskugi ftie Jest SAtysfAcJOnuJkcy. 

producent ponosi tzw. koszty ni~widzialne, na ktc~r& skladaja, sig 

utracone lzorzytci, takie Jak mniejsza sprzedat i mrijsz* zyski. 

W nastepstwie producent musi ponosid dodatkowe naklad6w na 

promocjV dia utrzynania siv na rynku. 

-stabiinoid 

U'WAGI PPAKTYCZNE: 

1. 	 Pozion obslugi dystrybucyin*J Jost czqtci^ oferty. diatego 

jest. skuLLecznym narzqdziem walki konkurencyjnej. 

2. 	 Pamietaj o kosztach rd~ewidzialnych. 

3. 	 Wybieraj kanal dystrrybucji dostosowany do twoich niotliwotcL 

fi nansowych. 
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9. CERY 

0.1. Funkcje con 

Cony pe&n±jk r6*ri* fumkcjo. -SLymulUJA i koerdynujak docyzj. 

produkcyVjne wytw6rc6w, -pobudzajgk docyzje riabywczo -kcnsuwnt6w, 

ale przode wszytki. - I Jost to- ich najwatniojsza rola ­

skupiajj, w utytoczrej tori* wiolki *-uas6b Infcrmacji. Dziqki 

funkcji irilormacyjnej sygnalizujk czogo konsumenci oczekuJ4. ile 

warts jest, dan. dobro Ca warts Jost tyle. ile nabywcy gotowi sik 

zaplacid) i w ko'acu - jaki* zasoby s3k aktualnis dostqpne. 

Poziom cony wyzriaczany Jost przoz dwio bariery: kosztowjk 

Ccena aminmalna) i popytowk Ccena maksymalna). 

Cena produktu mie noe byd zbyt wysoka. bo nie zostarde 

zaakceptowana przez odbiorc6w, ale powinna byd na tyl. wysoka by 

rnogla pokrywad koszty jego wytworzonia Cnabycia3. 

Ceny ksztaitujA, siqp pod vplywom wislu czyranik6w. do kt6rych 

przykiadowo meina zaliczyd: 

-wielkotd i intensywnotd popytu, 

-jakotd produktu, 

-dostqpnodd substytut6w. 

-koszty produkcji, 

-cyki 
 tycia wyroou,
 

-konkurencje. 

9.2 Netody ustalnia con i strategie cenowe 

Wysokotd cony mote byd ustalana w oparciu o r6±Ine rnetody. 

spotr6d kt6rych rno±nawymieid: metodq kosztowA, metodq wartotci 

rynkowej czy fftetodq cony przewodniej w branty. 

Kosz-towa metoda ustaLania cony 

Pzezentacjq metod ksztaltowania con rozpoczynamy od inetody 

kosztowej, gdy-I przqz dkugi okres metoda ta byla powszechnio 

wykorzystywana w naszym kraju. pondmo, liczriych uwag zglaszanych 
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pod Jej adresom. 

Istota jej *tosowania poiog& wA wyliczerdu koszt6w 

jednostki wyrobu oraz uwzglqdflionieporioszonych na wytworzomd@ 

okretl onego narzutu zynku. 

iclt warto~ei rynhIowjLUstatarni. con wyrobow wedrug 

Poziom cony w tya przypadku wyzrI&czony Jost prA~z wi.Jkadd 

Heada 4rynag& wiqic ustal.IdS. ile 
popytu na dany pradukt. 

konsument Jost gotowy zaplacid za dany wyr6b. Comi vw*e byd 

od segntu ryraku.zr6±riicowana zaletie 

wyrnika, to cony talc ksztit~owafl sA bardzoZ istoty motody 

gdy± wiadomo. to popyt Jost bardzo iniestabilny.elastyczne, 

w9yznacsWcmi conCe.a przewodriicz w bravn*y Jaito pods tawa 

produkt6w dostarczalychZa cerV przowodni±k uwatana Jost con&a 

przez przedsivbiorstwo wiodakco lub mote to byd grednia &rytme­

tyczrna cen produkt6w danej branty. 

wyzraaczafla Jst.
Opieraj~c siqp na tej mtodzie, ceria na produktL 

lub na poziomie cony przowodni*J i czqistona oa
poni±ej, powyt±ej 

ponoszonymi na wytworz@Tii*niewiele wsp6lnego z kosztazd 


w metodzi* t~j .pajwa~kni~jszymn czynnikienm Jost

pr-oduketu. Poniewat 

diatego nalety zastanowid siq nad odpowiedziaL na
konkurencja, 

nast~pujakce pytanie: 

Kiedy proponowana cena mot* prz~wytszad cony produktiw 

uksztatowaflawytwarzanych przez konkurent6w; aL kiody musi bye 

ponitej tych cen. 

to con& mote przewy4-szadDotwiadczeflia rynkowe wskazujak. 

cerny konkurencji jeteli: 

- rynek nie jest wratliwy na con* ± ma tondencjq rozwojowA. 

- produkt jest atrakcyjfly din odbiorc6w. ma ustalonA~ jut pozycjqp 

na rynku i dodatkowo jego wartotd jest powlekszana przez wysokak 

i-eputacjV firmy, 

- prc'dukt stanowi niewiolki udzial w calkowitych zakupach 

konsurnent6w Cczqstotliwotd zakupu produktu jest rijewielka).
 

poziomu con w odniesieliu do con
Odwrotna sytuacja w zakresio 

w6wcz&5. gdy.­konkureflt6w mote wystapiC 

- produkt wprowadzony Jost dopiero na rynek. 
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Cony wynikaj~c* z tel utratcg-11 8 takte duskLe po to. by mogkY 

wzbudzi C zainter esowani* konsumnt6w aowY2 wr obem. 

zwiekszoflieZapowrieni* sobie w ton spos6b du~ogo popytu l1 *liwi 

ceny zaczrak b)F4produkcji do takiego Zpohiomu. przy kt.6rys rdmkie 

oplacalne dia firuiy Cdzi~ki.-rozkkadardu gig komzt.6w st&Aych na 

wiqpkszai liczbq wyrob6w3. 

na zal any can w dwojaki spos6b.Konsumenci reagujmL 
nie wywoI& znlan w popycie.Pa pierwsze. rpodwytka cony w ag6le 

gdy± konsumenci uwatajft na przykiad. to Jakot4 w.yrobu Jost bardzo 

wysoka, to wyr6b w poirai zaspokaja ich potrzeby i warto,go kupid. 

jego cona wzrosk&.nawet bez wzglqdu na to, to 

Po drugie, mote zaistieC takto odwrotria mytuacja. w kt6rej 

popytu a wrqC-z przeciwnio,obnilka cony nie wpynie na wzrost 

konsumwnt6w, gdyt mogak
wywola negatywna, oconq i niechqtne postawy 

nmamy do czynionia z wyprzedatA 

przypuszczad, te: 

- jako~d produktu pogorszyka sit lub produkt posiada wady, co 

utrudnialo jego zbyt przy dotychczasaWej ceziie. 

przed wprovadzenielD nowego 
-

modelu wyrobu. 
bardziej obriitona. 

- w najbli-.szyn czasie cana zostanij Jszcz* 

a zatern wkrto Jeszcze zozekad z zakupem. 

wniosek, it dzialania w zakresieZ powytszogo wynik;& 

ksztaltowaflia con musza, bye poprzedzols dokladnA~ analizA ryiklJ 

na korygowaflia "nistrafioa@j cony*"
gdyt reakcje konsument6w 

bywajA zaskakuj~ce i powodujA nieaczoki wane - zar6wno dia 

prcoducent6w jak i potrodnik6w - straty. 

ILWAGI PR.AKTYCZNE: 

na znu any con sak r6tnoradne.i. 	 Panuqtaj. te reakcje 
najpierw wykorzystaj inne

2. Nie obnilaj ceny. jet1i nie musisz ­

atuty 	w walce konkurencyjflej. 
metody ustalania ceny,

3. 	 Niezaletnie ad zastosanario ostatecznie 

starannA kosztowaL kalkulacjq cony i obliczprzeprowadt zawsze 

mariq zysku. 

http:komzt.6w


Poisko - Arykaftki Imstytut iPrzoslqborczogci ip Lxeszow s 

10. PROHOCJA
 

10.1. Zasady proincji 

Pro oJa Jost irkwsstycJft. Rio note byd traktowana Jako 

dodatkowe obciktsrds firaansows czy aspiawa doi zakatwisrkia na 

p6tniej". PromocJi. nis prowadzi sig tylko vtsdy. 9dy "sik n& to 

piwniadzo*. His mmona Jsj przoryvad. gdy vyroby 3aL spr-zsdaans 

bez problsmu. stosuJAkc uzasadnisnis: O"toraz to nit Jost 

konioczne'. R6wnis*. gdy pojav'iaJA sig trudnotci firiansows nile 

nalely przsrywad proukocJi uzasadniajakc: "tsraz nas na to &As 

stad".
 

Promocja jak katda inwsstycja inusi byd tak prowadzona, &by 

przynosika L-fekty. Jstsli wiqc promocja ma byd skutcznak. tzn. 

Jlezeli ma wytworzyd w umytle potsncjalnego klisrata trwaky obraz 

firnv i jej produkt6w. to musi mied charaktsr cijkglej i sp6jnej 

kamparui promocyjrasj. Powinna byd stakym dialogiem z konsumsntem, 

a nie monologism producsrata czy organizacJi handloweJ. I sta 

coi-az czqtciej zamiast c promocJi, m6wi sig a proesis 

'komunikacji ryrikciw*JO', kt6ry zakkada nawiakzywanie i utrzymywaflie 

korntaktu wyndennngo miqdzy uczstnikami rynku: producsntaini. 

sprzedawcam~i i korisumentami. U±yte okrot1sniis "kamparita 

promocyjna" ma swoje g~qbokie uzasadnisriis. Prcniowanie na naa, 

ska1v to wyrzucariis pieniqdzy. P&kArodki w tsJ dzisdziniis nis 

pr-zynoszak nawet, p6ksfektu. 

Chod sens promoeji poisga na informowaniu o towarzw .o jodnak jej 

celem jest takte przodstawianie i utrwalariie w twiadomofci 

od4bicorc6w cibrazu firmy oraz korzytei wyriikajakcych z zakupu 

produktu. 

F'rornowari~e jest czynnocifta, nie tylko bardzo trudn, i. r6wnc-zednie 

kosztownA~, a co najwatniejszo - nie gwarantuje sulccesu. Ni. daje 

pewnotcl. te wlotony trud i poniesione koszty zaowocuJA 

zwiopkszonym popy-em. 
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10. 2 Foray pu-oocji 

W procesie promocji wykorzyntywm~ xjk..r62norodne matody A 

narzqdzia prozocyjri. do ktetwiych nalw*k: 

- roklama,
 

- public relaticas i publicityp
 

- sprzeda± inobista.
 
- promocj&a przedaty.
 

Spotr 6d wymieni orych i nstrument6w przodsi biorstwo wybi era 

te, kt6r* sk,utytoczne. biorakc pod uwagg uwarwnkowania brantowe. 

firiansowe i rynkoe. 

A. Rekiama 

Rekiama prowadzoria przez przodsigbiorstwo mote dotyczyd 

produktu lub przodsiqrbiorstwa jako organizacji. 

Rekiama produk-lu powirina pozwcld realizowad z *sukcesem 

nastq.puj.ce cele: 

- wprowadzid na rynek Iiowy produkt. 

- wyjatnid watne cochy produktu,
 

- budowad preforencjq marki,
 

-. przekonywad potrednik6w.
 

- przyciikgad riabywc6w produkt6w iranych marek,
 

- utrzymywad dominacjq marki na rynku,
 

- przyonnad historig produktu.
 

Pekiarna przedsiqbiorstwa jako takiego. Jost prowadzona dla 

realizacji nastqpujjkcych cel6w: 

- budowanie korzystnego wizerunku firuxy. 

- budowani-> lojalnotci nabywc6w. 

- wykazarde przewagi firmy nad konkureracjk, 

- zachqcenie potrednik6w do wsp6pracy, 

- pokazanie zasiug firaty. 

W procesie zar, .dzanxia reklaa nirezbqdna jest realizacja takich 

zada6 jak: 

- okret1enie odbiorcdw reklamy.
 

- okret1enie celdw rekiamy.
 

44­
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-okredlenie bud*tu reklamowego. 
-przygotowa. a dpoiedndoj strategii, 
-wyb6r wedi6w reklanowych, 
-ocefla efekt6w rekiazy. 

Wzystkie wymienions zadarnta Ok vatne. aLe jedna znajistotrni*Jszzch decyzJi w zarz~dzanlu reklaan, Jost wybdr kansaku
k omuni kacyj nego Cwad w). .Jednautkami upowszechni aj aymi, ak eje
reki arowe mak przed* wazytkin dredki masowgo przokazu. 
W szczeg6lnotci stga to byd: 

I . Media transmisyjne:
 

- telewizja.
 

- radio.
 

2. Media drukowan.: 

- gazety, 

- periodyci Ctygodniki. miesiqczniki3. 
- inne pozycj& drukkowane Cksi&Aki t'elofoniczne itp.).


35.Media bezpotrednie: 

- poczt~a bzpotrodnia-Ckatalgi, prospekty i broszury), 
- media *isktrordczne Ctelewizja kablowa, tekst 

komputerowy3. 

4. 	 Peklarna zownqptrzna:
 

- nieruchoma.
 

- ruchoma.
 

S. Miejsce sprzodaty. 
6. inrie media. 

Najwatniejszym *lement.m reklaiy Jest 	 obietnica J~dynej w
swoirMn rodzaju korzytci konsumencciej 
 oraz 	 realistyczne 

Pr-eionu j~ce dowody wspierajakcs tq obietnicv. 
Wiedza z dziedziny rekiamy nakazuje. by filmy rekiamowane byly
speltakiami. kt6re oldniewajo, i sprawiajA, te chcemy byd czqrtciak
prezentowanego twiata. Taka reklama wplywa na zachowania ludzi. 
ksztaltuje ich systeny wartotci. kulturqp. 
Efekt ten osi~ga siv poprzez selektywny dob6r informacji w kons­
truowaniu przekazu. Oznacza to przekazywanie informacji pr-awdzi­
wej ale niepeknej. Prawdziwotd Informacji Jost 	 sprawa, bezdysku­
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syinA. gdyt ujawnionLe ta&zu Vw.vmde. n.odwr&c&.LFW 	 szkody dl& 

korzystr'.iproducenta. Hatgmiast *kazywanLeo tylko czqdci prawdy 

dla zaintersowanoego Cproducent&. sprzodavcy) Jost powzchme. 

Rekiama ma szarimq byt etektywnsi. Joteli: 

- zawiera niewiele informacji. 

- Jost nowatoruk&. kratywrwa. atuakcyjna. 

Jost czqisto w. spow6b bardzc sugts'ywfy 	 & iia~t 
- powtarzana 

natarczywy, 

- koI.jne przoskanda informacyJflb a^ zifltg@Vafl@ 

- odwok uje siq zawsz& do t..j smni mrki, c bralu graficznbgo. 

Dzi~siqde zasad dobrej 	 roklamy: 

1. 	 Jest morientowan& na nabywcq; 

2. Koncertruje siq na, 	jednym pomytis sprzdaoymi; 

3. Wykorzystuje jaden 	 wiod~kcy &pl Cprzokonujacy argument) a ie 

wiele 	z jednym czasie;
 

- na tle innych - pomysi;
4. 	 Prezen'tuie atr akcyjny 

05. 	 Wakcza w spos6b szoroki odbiorcq; 

G. 	 Jest wiarygodna i prawdziwa; 

7. Jest prosta. Jasna 	i zrozumia.La; 

S. !ednoznacznie ka~czy poamyzi sprzdtowy Capel) z markaL 

han~d! 	owa; 

obraz. dtwiqk. ..9. 	 W-,korzystujo wiele trodk6w reklamy Czlowo, 


dzktc do efoktu synergiczflego.
 

10. Wyzzwaa u potencjanogo nabywcy chqd dokonania zakupu rekia­

mowanego produktu tworza~c r6wnoczetnie podst3Lw* iojaii"otci 

naby#cy wzglqdem marki. 

Telewizja dysponujo najwi#kszjk 	 ilotciAk trok6w oddzia&ywaflia 

slowo. Ma r6wniet najszerszyna odblorc6w: obraz. ruch. dtwvk, 

kiorowanych do seloktywnych grupzasiqg. F61norodno-f program6w 

odbiorc6w sprzyja prowadzeniu rekiamy adresowanej do wybranych 

grup nabywc6w. Wada6 rekiamy telewizyjnej Jost wysoki koszt. 

emisja w "tloku reklanowym.kr6tkc'td przekazu £ 

szeroki zasi1p Cwzrastaakcy dziqki-Radio r6wsniet zapewnia 
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Poisko - Awwr7kadnkI Itmtytut PwzeddalqbioreZoicl w Reszowie 

oddzi a&ywariia. .Toni. uspo6b 	 prowadzerd a rekiamynil& lokainego 

nie pozwal& przonosid duteJ 1lodclt informacJi. 

skiep c znaczefliuW przypadku bardzo makych firm C-np 

- ,dobrue wykonaiwi Jostosiedlowyn) tewn rodzaj reklamy 

wystarczaJakey. 
w poxtaciW Polace ostatnio czqsto stoaujo siq form* rekmy 

ofert unieszczariych na tablicach ogionzeiwych w klatkach blok6w 

sp6kdzielczyc-h. Jost to godna poiscenia mtoda dziakania Cia 

tanti& Ckoszf druku; i ma 	 @pi&t z tytI&Umakych firm. gdyt Jost 
skut..czria. ponievat note byd

undeszczenda reklamy) i relatywrde 

bez potpiwchu przeczyta. 

Wyb6r medium, czyli notnika informacji reklaowej zalety 

generalie ad: 

- cech odbiorc6w. do kt.6rych skierowaria Jest rekiama. 

- cech rokiamowanego prcaduktu lub tirny, 

- rodzaju rynku firmy,
 

- zasobdw finansowych firmy.
 

B. Public relations i publicity 

publicity to oddziakywaflie 	 na opinaiqPublic relations oraz 

publiczn4 lub wrqcz pozyskiwaflie opindi publicznej. Obejmuje 

celowo prowadzonych dziakah .zmierzaj~cych do
zesp~i twiadomnie i 


obrazu firady jako:
uksztaltowai& pozytywnego 


wartoiciowych produkt6w.
* rzetelnego wytw6rcy czy sprzedawcy 

* partnera handlowego godnego zaufania. 

iokalne Cchodzi szczegdlnie* organizacji zaangatowaflej w sprawy 

o 	 dzialariia na rzecz ochrony trodowiska. dzieci. kultury 

jest uczestnictwo w rozwiazywafliulokalnej) ale takto watne 


pr-oblemn6w spoiecznych czy kulturalriych.
 

promocji sprowadzajlL siq
Dzialania prowadzone w ramach tej formy 

do: 

podawania do publicznej wiadomnotci informacji o osiagniqciach
-

firmry, jej kulturze organizacyjlei i przyjqtej strategii 

przekazu.Cmisji) dzialania, z wykorzystafliom trodk6w masowego 

- organizowaflia odczyt6w, konfoencii czy wycieczek do przedsi*­
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biorstva, 

- sponsorowanie Imprez -kulturajnych i sportowyche 

- pr oponowani * stypendi 6w. 

- rozprowadzanie mteriak6w drukoiwanych Craporty .roczVeo. biule­

tyny3 i audiowizualriych CkasotyO. uaJdyP. 

- uruchamianie bezp~atneJ 4InformacJi t"lfoiczfl dl. kli~it6w,, 

- wproadzanie trodk6w IdsntyfIkacJi rzodsi-bir$twa - -Sk~ 

kt~drych naletik: papier firwawy. WIZyt6wki,tzw. gadtoty, do 


wystr6j biur, stroj* psrzonlu.*
 

Cecha, charaktorystycznmL wzzystkich tych dziakafa Jost to. * 

muszA by5 on* prowadzone w formie -nie -narzuaJCeJ niq,. 

pi-zyjaznej ale r6wraoczegnie rzeczowJ. Przekazyvane informacjo 

oraz
muszAL bytd konkretne, wyczrpJJftc&. aktualne, zrozumiak* 

mo±liwe do sprawdzenia. 

Public relations L publicity umotliwia viqpc: 

- wzbudzenie zainteresowanifl firmak £ Jej produktami. 

- budowq image Cobr-azu) firmy i image produktu. 

- wzmocnienie pozycJi firmy na rynku Ci J*J autorytetu w trodo ­

wisku), 

- pobudzanie spi-zedaty dotychczasowych produkt~w, 

- jest pomocno przy wprowadzariiu na rynek nowych produkt6w. 

- przygotowuje potencjalrxych nabywic6w do przyjqcia rekiamy, 

- sluty do badania reakcJi opindi publicznej. 

C. Personal selling 

Sprzedal osobista Cbezpoiredni&3 nalety do najstarszych 

i Jest najbardziwj skutecznj, formA, pozyskiwafli&trodk6w promocji 

klient6w. 
a sprze-Opiera siq? na baizpotrednim dialogu ,iedzy nabyw*ca, 


dawcak. Rozmowa sprzodatowa odbywa. siq we wszystkich udejscach
 

transakcJi kupna-sprzedaty.
oferowani a towar6w i zawi er ani a 

a zatem: 

* w punktach sprzedaty Csklepach. inagazynach. biurach sprzedaty3,­

* w domach. w czasie wizyty akwizytor6w, 

* na targach ± wystawach. pokazach. degustacjach.: 



Poisko - Ameykaz'ski lIntytut Wu-eftiqbimrcade w Rzeszowie 

Soecyficzr4, form.. bezpo~redniego- kontaktu Jost asobisty list 

handlowy. Istots. Jego wyriLka .=safawj _qiazwy. .-A on hAndlowy 

charakter &I* trwid Jegco mi byd Luidywidualtna. prywatna; w for-

Umte szczei-ej, t yczlivej rtz~wy BA tonat oq~acalnodcA, nabycia. 

dariego produktu £ Voli dL.alazych kontakt6v z tfirawk. 

Skutecznotd rozinwy epuzw.aow&J vynlka 2 cech aobistych 

sprzedawcy oraz zakresu jego, iraforiacJi. na.tamat: 

- firmy, kt6raL reprezentuJe. 

- cech, funkcji ± zastosowaA produkt.6v. ktdre aterujo. 

- techxi k sprzdatowych Cwiedza fachowa. i znajoino psychologii. 

reagowana konsuinnt6wD, 

- dziakalnotci uarketingowej w og6le. 

DIatego tak watri, sprawa jest vkatciwy dob6r sprzedawc6w 

i odpowiedriie ich przygotowa~nie Cftp. w rama%h trwniag6w szkole­

ni owycfC). 

Jeieli chodzi o dobra konsumpcyjne. sprzedat osobista. Jest 

szczeg6inie przydatna przy towarach wybieralnych i praduktach 

zaspokajaj~cych potrzeby wytszego rzqdu. 

D. Promocja sprzeda2y - sales promotion 

Hetoda'ta nazywana Jost takto wspomaganim sprzedaty ± p0­

lega na aktywizowariiu sprzeda±y poprzez stosowanie pewnych 

trodk6w Czachqt o charakterze materialnym3 do prowokowania konsu­

nient6w czy potrednik6w do pozytywnego zareagowania na ofertq 

produk towA. 

Od pr-zeloniu lat siodemdziesiatych - osiemdzi~si..tych. w krajach o 

ust abiIi zownej gospodarce rynkowej, wydatki, na,promocjq sprzedaty 

przekraczajA. wydatki na rekiaq. Wyrika to z rosakcej wral1iwotcj 

na~t.vwc6w na oszczqdnotci finansowe. 

Wyr6tnia siq dwa rodzaje promocji sprzedaty: 

- promocjq konsuynenckk, 

- promocjq handlowak. 

Promocja, konsumeracka wykorzystuje r61ne trodki zachqty do 

zakup6w, skierowane na nabywcq. SaL to: 

- bezpIlatne pr6bki;­
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-kupony. 

gi ceriow Cod Producent.6).-ul 

-konkwrsy, 

prdby,-bezpkathe 

itp.-gwararacje 

W promocji handlawj stosujo siv t,.chniki dziaikan& zmiorz&Ajco 

do realizacji nastqpujoicych coi6w: 

- przekonywanis padrdk6w do swoich produkt6w. 

- zachqcarii. do wiqkszych i czqstszych zam6wiefs, 

- pobudzanie promocji produktu i maki w kanal* 

dystLrybucji. 

- utrwalarii. wsp6kpracy z potrodrdkami. 

Do typowych bod±c6w stosowanych do oddzialywania na handlowc6w 

naleta: 

a) obnilki cern - zachqcajA. podrdnik6w do nabywania partil 

towa3-6w. umoliwiajac im obnitenie wiasnych con lub wykorzystariie 

funduszy na roklamq,
 

b) zasilanie finansowe - funduszo dia handlowc6w, miqdzy innymi
 

na reklamw i wystr6j miejsca sprzwd~ty, 

c) prezenty - nagrody za prowadznio towar6w dan~j marki lub 

f i rmy, 

-d) dostarczanie materialow rekiamowych bezgot6wkowe wspornagani*
 

promocji potrednik6w,
 

e) targi handlowe - przodstawieri@ odbiorcom, nowej oforty,
 

kontakt6w - i ustalenis. list Potencjalnychnawiaizanie 


wsp61pracownik6w w kanal. dystrybucji.
 

f~) pokazy handlowe - znaczenie analogiczne jak targ6w, &le na
 

mniejsza, skalqp.
 

Przedstawiono kolejno poszczeg61ne mtody promocyjne, ale 

metody kompleksowo,1faktyczne efekty motna uzyskad traktujac te 

to znaczy tworzakc okredlona, promotion - mix. Idea tej tzw. 

mieszanki promocyjnej oparta jest na wia~ciwyn zsynchronizowafliu 

w czasie wielu drodk6w promocyjnych.
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Sila oddzialywania ha odbiorc6w Instrumn6w wykrzystywa­

nych w ramach poszczog6lnych mtcd promicyjriych Jost zr6±rnicc 

wana. co obi-azowo przedstatriona na rys. 7. 

oddziac yva­
na 

perwonal. .tiwog 
oLepromotion 

Przed zakupem W czasie zakupu PO zakupie Czam 

,Rys.7. Relatywne znaczerie wmetod promTocyjTnych 

Dob6r trodk6w promocji musi byd oczywitcie skorelowany ze 

wszystkimi pozostakyns elementai parketing-mixu: produktom. cenA, 

kaialami 8ystrybucii. 

LIWAGil PRAKTYCZhE: 

1. 	 PamiVta'j, te nie tyiko promocja vplywa na wielkotd twojej 

na jakotd obslugi wsprzedaty - kupujacy reaguja. na co*. 

i na walory Cc~chy3 twoich produkt6w.procesie dystrybucji 

2. 	 Pamiqtaj, ±e promowad motna produkt. i* tylko przy* pomocy 

rekiamy. 	 niekiedy rekilama Jost niepotrzobna. 

promoaji wykonuj' zawszo na najwy±szym3. 	 Prace w dziedzirde 

poziomwie - nabywc6w mie oszukasz. 

4. 	 Najpierw wyk+orzystaj taftze tradki prornocji. 
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Business and Free Lunches 

An interview with Dr KrzysztofKaszuba, from Rzeszdw Polytechnic, she Director of Polsh-A merican 

Entrepreneurhip Insitute in Rzeszdw 

soups and bread with- I tried very hard to save some money (eating only oatmeal 

margarine), I managed to borrow some money from my family and now I would like to set up a 

snall business on my own, but I do not have any idea what to invest the money in. 

- First of all, thinking about going into business you have to figure out if such a kind of business 

has any chance to be profitable in very nearest future. The value of money changes over the time, for 

example if someone invested 100 million zlotys in Commercial Bank No. I, in January 1992, after a year 

he would earn 166 million zlotys. But, if he ran a retail business at the same time he would be able to 

make a higher profit on the business. 

- How do others do? 
*I know several persons who have about 1,5 million zlotys but they are afraid to invest them in. 

A high interest rate offered by banks discourages people to think about starting a small business on their 

own. Those who do not have a clear idea about their business prefer keeping their money in a bank to 

investing in business. Certainly, such a situation will improve our economic situation. 

- I would like to help our economy but first of all I have to start with myself. What kind 

of business should I invest my money in? 
our region, the last two years showed very clear that wood industry crated a lot of* In 

opportunities for people who wanted to work on their own. The idea was to buy a lot of logs and than 

to process them to make flooring blocks and to sell the products on Warsaw or Poznaxi markets. In this 

kind of business you might reach a profit about 30 percent of your monthly income what was equal to 

the same amount of money received from the bank but after one year of keeping your saving in. 

- It sounds very optimistic but wood industry requires a lot of hard work let us talk about 

another kind of business but a little easier one. 
a citrus fruits business has become very popular because of its profitability.- In our region, 

Especially mandarins and bananas are marketable products. Those companies which in the start-up period 

spent more money on finding direct fruits-suppliers are doing much bet.,-now than those ones which 

cooperated with wholesalers in Austria and Germany. They established ( ,t distribution channels which 

enabled them to reach profits about 10-20 percent higher. 

. What does it mean to have a good business idea? 
* It means to find a marketable product or service. 

. Recently, I have visited a small company of metal industry, which employs 20 persons. In 

the past, that company cooperated with big state-owned enterprises but nowadays the company has 

some difficulties in adjusting to new free market economy. 
* It seems to me that the company suffers a lack of entrepreneurship spirit. 
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- How would you define entrepreneurship? 
* Entrepreneurship is a kind of business activity which leads to manufacture new products, find 

new markets, introduce new technologies, create a new organizational structure. In terms of a small 
business it means to find a new marketable product or service through studying the market carefully and 
investing in msearch. 

.Let me present you another company. It is a very poor one which finds it difficult to make 
ends meets and it has no capital neither for investments nor marketing. 

* In this case, the company should try to raise capital or money to suvive. First, the company 
needs to prepare a good business plan. It may be done by a specialist. A good business plan helps a lot 
to find potential investors. There is another way to find investors even foreign ones e.g through advertising 
in a "Business Foundation Book" which is available abroad. I personally know a company "Oakpol" 
Rzesz6w which received a lot of business offers in this way. 

If you represent a small business you have to be very active on a market to find customers. You 
may participate in Trade Fairs being organized each year, in our country. You cannot waste your time 
waiting for accidental customers. 

- Here is another case. A Polish company planned to manufacture export goods. It made 
some business contacts but it turned out that the costs of production were too higher. Also potential 
German customers did not want to purchase them because they could find cheaper ones on their 
domestic market. Another co-partner - a Swedish company figured out that the same products might 
be manufactured in another country at lower costs and backed out of the joint-undertaking. The 
result is that the company manufactures very costly products and the employees receive very low 
salaries. How could you explain this situation? 

- Looking at Polish economy, as a whole, we may say that it is not competitive. It has been 
dominated by heavy industry companies (inefficient mining and metallurgy industries) what increases 
costs of production. Poland uses more energy - electric power, cool, raw materials and fuel in 
manufacturing process than other countries. 

- We, Poles are convinced that we earn less money because we sell our products at low 
prices. 

. In Poland, the cost of each product includes also costs of employees housing, clinics and cultural 
centers. Costs of energy and freight also affect it. Besides, we should construct better roads and 
manufacture more economical cars what may decrease expenses of running a small business. 

.For the time being the industry of energy has not changed its policy. 
*For several years Polish Government has not made any decision to change the situation.On the 

one hand strikes organized by employees and trade unions make the situation more difficult to implement 
changes. On the other hand, Polish Seym is focused much more on political than economic problems. 

- The upshot is that small businesses are left to their fate. In Japan it looked differenL. 
*In Japan, from the beginning the government decided what major industries should be developed. 

The government established a national research center where several thousands of specialists from various 
industries were working together, studying markets, making researches on different economic models in 
foreign countries. After that, those specialists started to adjust some of the best "borrowed" models to their 
specific economic reality. The best companies were obliged to implement new projects in terms of 
manufacturing new products and when the products occurred to be marketable than small businesses were 
included as partners in the process of developing a new economic order. 

1/ 
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-Don't you think that can learn something from the Japanese expeiences? 
* Oh, yes. We should also concentrate our efforts on defining the crucial directions of our 

economic development and establish asupportive system for entrepreneurship (such as: credit lines and 
tax policy). I think we need a more clear vision of the macro economic development. Privatization as one 
of the main factor of the process has been neglected for many years. I feel that we have wasted our time 
for the last 3 years. 

- We have lost our traditional foreign markets and a 5ot o companies ran into debL 
* Poland has almost 38 million inhabitants - potential customers, some companies took credits 

offered by banks to develop their production useing domestic raw materials, techical equipment. Itwas 
not their fault (of course there were some exceptions) that banks increased the interest rate what made 
them go bankrupt. For example, Furniture Factory SCdzisz6w started to construct a new building to expand 
its production and to export some products. It was a very rational decision. But, due to the changes in 
bank' policy, the company became insolvent. In this situation, if the bank had taken over the company's 
debts as shares it would have helped it io survive te first crisis of growth. Tie bank could have sold the 
shares and earn profits from the operation. Such an approach would have helped the company (and others) 
to keep its production going and simultaneously it would have prevented small and medium size 
busineses from failures. 

- Does our economy need foreign capital to grow? 
* For those businessEs which manufacture marketable products but need financial sources to 

develop their businesses in order to increase its profitability, foreign capital may be indispensable. 
Certainly, it does not matter where the capital comes from. But, if you get it you must use it properly. 

- Does "capital" mean only money? 
*"Capital" has a broad meaning - adefined sum of money in a form of factories, machines, raw 

materials, human beings (not everyone has the same skills to manage a business). In a market economy 
money, becomes an intermediary between these factors. 

- Where did "capital" come from in the West? 
*In general, "capital" was the result of previous working generations achievements. For example, 

in Great Britain, the economy has been developed for 200 years without major problems. In the nick of 
time, Britishers managed to keep tight hold of international trade what brought them a lot of wealth. 

- What type of wealth? 
*They established basic infiastructure for economic development what helped them to construct 

houses, highways, airports. Nowadays, the British hold their personal and real properties. 

-History was against our country 
* Dutch family has lived in the same house since four generations. In Poland, we still need to 

construct houses anew. Of course, we have to remember that the most valuable capital - human capital 
was killed during the wars, in prison-of war camps in Ogwiccim, Katyi ... 

- But after the Second World War we have kept constructing new houses. 
* This capital was built very hard, but not very sensibly for example, a mining industry was 

developed unduly. In the mining industry the production efficiency is lower in comparison with the 
processing industry. There are different ways of introducing technological modernization in both industries. 
Talking about development in the heavy industry we need to consider social costs which the society will 

1/ 
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have to cover in fi.ture because the industry causes a lot of damages in our natural environment. 

- But we need coal to meet b,,!%our domestic and foreign customers needs. 
*About half of coal resources was used by the mining industry. We used to sell coal at a very 

low price. Let me present you a very simple example: using the same freight car we may transport coal 
to ean' several hundred dollars or vacuum cleaners to earn several thousands dollars. 

. When will we earn the same amount of money as people in the West? 
*When we improve our work quality and productivity. In the West, they are better in terms of 

time management. 

- What makes them save money and increase productivity? 
*The answer is free market competition - if I do not come up with the idea of a new product 

someone else will do this and reach profits. Such a mctivation has not existed in our country for 40 years. 

- Our shops provide us with products imported from Germany, Austria. If each of us 

received 100 million zlotys (we are promised to get them) we would be as reach as they are. 
- The point is that if a German o.ms savings amounting to 10,000 DM it means that he generated 

the money through performing some knd of work. If we receive any amount of money it will not be a 

result of our work. 

. But I would take 100 or more million zlotys and I hope I would not leave shops empty­

handed 
.Prices relate to the quantity of products available on the market. If there is more money than 

products the prices g.ow. You may calculate it using a very simple equation: mx v = p x q, where m ­

the amount of money; v - velocity of money; p - prices; q - the quantity of products. Prices would not 

change if the velocity of money decreases or the quantity of products increases. Such a situation will not 

take place. 

In Russia, each citizen receivea 10,000 roubels.-

*Last year, inflation in Russia reached a level of 2,000 percent and today those roubles have 

lower value - only several *housand dollars. In a free market economy there is a very strict rule: 
".nmething for something". .-,s the British say - there are no free lunches, someone has to pay for them. 

In 1948, in Germany each citizen received the same amount of money. It was the beginning-
of so called "economic miracle". 

- Not exactly. At that time, American specialists implemented a mo.etary reform in the West 

Germany. They withdrew old money and everybody got the same amount of muney to purchase essential 

goods. Prices were made real. As you that the economic sit-tation in Germany was very similar to ours 

in 1981 - empty shelves, food coupons. And suddenly, plenty of products appeared in shops. 

Simultaneously the government managed to organize and lead the labor forces. Working persons were 

aware that they would be able to buy essential good for their wages. Companies manufactured marketable 

products. The government directed human and productive capital very successfully. It was the beginning 

of so called "economic miracle". 

- Could we adjust tie same idea of "the economic miracle" to the Polish reality? 
*First of all, we need to establish a new structure of manufactured goods and provided services. 

This will enable us to create new job-positions. Remember that nobody becomes rich overnight. Our 
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properties from our ancestors. We become rid, ..,A.generation is lucky because we have inherited some 
one generation to another one. 

- Recently, the German Chancellor Kohl has said that the German people had to increae 
their savings. Considering our needs and very low incomes do we need to be fugal. 

•I think that we should use our existing capital propery. 

.Don't you think that the import of foreign cars increases ,be waste of domestic capital. 
*As far as the national interest is concerned "yes" because the same car might be constncted in 

Poland using our labor forces and .aaterials. It might create new jobs and more incomes. But from my 

private point of you ifthe domestic maket does not provide me with products of high quality I will buy 

a car on a better foreign market. 

-Our domestic market provides cars of not high quality. Don't you think that we should buy 

them in order to promote our economy. 
*I would choose a product of the best quality otherwise all of would face another problem falling 

in backwardness. Purchasing domestic products we promote them and their producers will never improve 

their quality. 

- If economy has its own dear rules why Balcerowic2's program was criticized? 
*Balcerowicz's program had its strengths and weaknesses. I think that we agreed to some extent. 

In the market economy such issues like: taxes, interest rate, real monetary policies needed to be 

established. But, how fast such changes like reconstructing the economy, privatizing state-owned 

companies should be implemented was another issue. I think that Balcerowicz made a mistake trying to 

build a new economy destroying existed capital. 

-I believe that our government will draw proper conclusions from the lesson. 

Thank you very much for sharing with us your opniobm 

lv 
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Bialystok Firms - Video & CASaA
 

i. 	Bookstore "AKCENT"
 
Owrers: Harek Butwilowski
 

Adam .amsonowicz
 
Andr.zeJ )Kal3nowski
 

Established; May 1990
 

They sell booka, take IndJvidual orders, distribute books to
 
libraries in tle wtnole voivodship. Offer discounts and
 
instal lments.
 
Constantly do market research and respond to 
client e ,teed'.
 

R. 	Ba)-ery "UJ Lt-Lhal 
Owner: Lech Trr-us1.olawakJ 
27 	Employees
 
L.apy near BlalyatoX
 
Established; 1986
 

Produce_ variety of bread, vls, Cakes, tarts, etc. Han a oo.1 
emproyent structure. Provides its products many bakeries sells
 
at 	 i Ia o)wn. 



P ~Polako , AmerykmAfski Instytut Przedsigbiorczoici 
pnswn U.S. ADM"C Nit OMTIfONAL PWMWMUN WASH W N P.C. 

61-895 POZNAK - ALEJA POWSTAAC6W WIELKOPOLSKICH 16 
P it /FAX 543-521, sr 543-520 

VIDICO TAPES 

1.Company na~me: SZLIRO(.T 

2. Town: KOtA) 

~Nume: Z131OINJRW S7.URCIOT 

" SiurSot ". abuilding construcion company. wax onlablihhed In 1V49. It ANpcial/V X 

In molnolith technology. of eximro unu in houto coma~uLaiof. Tho company doids with hank 

aiid churih conthtruction. uwns mibulding mutoritils wholosaling oprAtion and Provitb; 

&wryfixc In tho lvplm of rtng~l profunional oquipmont. During JAWS5 yuu the numher of 

umploywxt ha.%Incrvwcd by 600 %(70 onmpluy~s In 19111 uind 420 in 19. 

- - - - - - W- - - -- --- Wn - a--- - -- ­

1.Compuny :aumv.: HURC) - ASTAR 

2.Town: BNThJ flOU PowrnaA' 

3.Nanic: Kriyatiof Kotcz'yk 

Thej company. cstuali,.hed In I VI2, dcvlIx prinuirily wilit Productin of Wvooden~ ger(on 

gfirden furnitun!, nirjnuracture linguije aund wumi.un' 6cludius as well ax proido.14hipmni 

Smiull Bius/nets Instiute U h J 
'V( 



PO K XGO-AMEI KANSKX INSTYTUT
 
APRZ EDSI IOR~C zOSC I
 

POLI1 SII-A.1ElIICAN 

SMAL.ILL BUSINESS INSTITUTE
 
35-030 Rzesz6w, ul.Zygmuntowska 2a, tel.(O 17)328-59
 

fax:(0 17)328-59
 
PKO BP/I ODDZ. w Rzeszowie, konto nr 69515-31453-132
 

FIRMA BOCMEN - PRZEDOIrBIORSTWO PRODUKCYJNO-USLUGOWE - Ltd. Company 

ul.Hanasiewicza 10, Rzesz6w - tel. 440-89, 440-74
 

Private firm est. in 1988
 
No. of Employees: 180
 
Managing director; Mr Wieslaw Boczkaj (owner-95% of shares)
 

This private company is active in marufuuLurlqg structural elements
 

from oak and timber, manufacturing and selling furniture.
 

FIRMA OAKPOL - PRZEDSIEBIORSTWO HANDLOWO-PRODUKCYJNE - Ltd. Company 

ul. Jagiellonska 12, Rzesz6w - tel. 620-385
 

Private firm est. in 1991 (4 shareholders)
 
No. of Employees: 26
 
Managing director: Mr Marek Kowalski
 
Other shareholders: Andrzej Kosonocki (engineer)
 

AnLui Niemiec (mechanic)
 
Lilianna Kowalska (engineer-chief of the Board)
 

This private firm is active in trading of housing equipment. They
 

have network of shops in South-East Poland. They have also
 

coffe-bar and snack-bar in downtown.
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T - - EI CETERON EDUCATION1f-,10 . TRAINING FOR EMPLOYMENT 

1900 Kenny Road 
SlAT Columbus, Ohio 43210-1090 
UNIVERSITY 

Phone: 614-292-4353 
Telex: 9102505950 
Fax: 614-292-1260 

March 25, 1993 

Kyle Kreulzberg 
WORLDNET 
Program Acquisitions Division 
Room 5106 
Washington D.C. 20545 

Dear Kyle: 

I would be very please' for WORLDNET to take an interest in the Second Annual 
Entrepreneurship Education FORUM to be held in Gdynia, Poland, May 16-18, 1993. This is 
part of our U.S.AID-funded project which focuses on empowering Polish educators to train the 
emerging private sector business owners to succeed in a market economy. It is being organized 
by our counterparts, the Solidarity Economic Foundation and will take place in the home of 
Poland's leaders for democracy. (Gdynia is part of the Gdansk area). 

Enclosed is the brochure that has been distributed broadly in Poland. (Sorry I have no 
English version). Also I am sending you some information from last year's agenda which wil 
be similar to the one we are preparing for this year. They will again invite some key national 
government leaders to be on the program but we do not hove confirmations yet. Last year we 
had about 250 participants including faculty and rectors from all over the country, government 
leaders from Warsaw and other cities, and others interested in the growth of Poland's private 
sector economy. 

Last year we undertook to conduct a one-hour satellite broadcast to the U.S. from the 
conference and used Polish TV staff and equipment (including a mobile unit from Warsaw). I 
have a videotape from this activity that I will send you under separate cover. Needless to say 
the transmission wasn't always perfect, but the miracle was that it worked. 

Please let me know how I might help you further with this possibility. 

Sincerely, / 

6) £21f ell 
M. Catherine Ashmore 
Director, International Enterprise Academy 
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II NATIONAL ENTREPRENEURSHIP FORUM in GDYNIA 
16-18 May, 1993 

May 17 (Monday) 

- OPENING CEREMONY 9:00 - 9:30 

1. Prime Minister H. Suchocka 2. Vice-Minister Goryszewski/3. A.Olechowski 
2. Leader of Solidarity Foundation Krzaklewski 
3. Cathy Ashmore 
4. 	 Invited Speakers: a representative of AID - Nina Majer 

a representative of DOL 
USA Ambassador in Poland - Thomas Simons 

5. Director of Solidarity Foundation in Gdafsk - Marcin Flisykowski 

* GENERAL SESSION - 9:30 - 11:00 

1. Minister Ejsmont 2. Leszk Balcerowicz 
2. Gene Gomolka and Marzena Czerwifska 
3. Metcalfe 
4. Cathy Ashmore 
5. Alicja Zajczkowska 	- organizational issues 

CONCURRENT SESSIONS - 11:30 - 18:00 

May 18 (Tuesday) 

• GENERAL SESSION - 8:30 - 10:00 

1. Minister J. Lewandowski 2. Minister of Construction 
2. M. Mironowicz 
3. K. Gwbiel 
4. M. Flisykowski 

* CONCURRENT SESSIONS - 10:30 - 13:15 

" CLOSING CEREMONY (by the host) - 13:30 - 14:00 

" LUNCH 
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CONCURRENT SESSIONS
 

Monday May 17. 1993
 

A 1 	 11:30- 13:00 

ORGANIZATIONS PROMOTING ENTREPRENEURSHIP 

1. 	 An idea to establish Agency for SME Development (M Koszuda) 
2. 	 Sharing experiences in promoting entrepreneurship under Polish-American 

Entrepreneurship Clubs 
3. 	 Cooperation Fund 
4. 	 The Ministry of Entrepreneurship Promotion 

BI 

CONSULTING AND A SMALL BUSINESS 

1. 	 Individual consulting as a consulting method used in a small business 

2. 	 Characteristic of customers of The Center for Consulting Services for Small Business (P. 

Kulawczuk) 
3. 	 Ethics in business and consulting (Bialystok Business School) 

A 2 	 14:3c - 16:15 

ESTABLISHING CONDITIONS FOR DEVELOPMENT OF SMALL BUSINESSES 

IN MARKET ECONOMY 

The role of venture capital and factoring in financing small businesses (B. Borkowska1. 
Economic Academy Wroclaw). 

2. 	 Small and medium siztd enterprises' investments in new economic reality 

3. 	 Capital and technical equipment of small industrial businesses (P.Dominiak Gdafisk 

Polytechnic). 
4. 	 Centers for Information as one of the main factor of a new government information policy 

related to development of small businesses. (M. Lewandowski CPR Ltd.,). 

5. 	 CARESBAC - POLAND Company - presentation of its policy in terms of investing in 

small businesses. (K. Lipski). 
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B 2 	14:30 - 16:00 

EDUCATIONAL PROGRAMS FOR ENTREPRENEURS AND CANDIDATES FOR 
ENTREPRENEURS 

1. 	 Consulting and educational programs supporting entrepreneurship in L6dz region 
(B. Piasecki and A. Rogut from L6dz University). 

2. 	 Institutional - personal barriers to reach the access to educational programs and using 
consulting services based on Cooperation Fund's experiences (J. Janczewski). 

3. 	 Financial anp-lysis - instructive barriers (in the light of experiences of Polish-American 
Entrepreneurship Institute in Rzesz6w). 

A 3 	 16:30 - 18:00 

DOES 	FREE MARKET NEED EDUCATED ENTREPRENEURS? 

1. 	 An education reform of Economic Academies and small businesses' needs (based on an 
example of Economic Academy in Poznaii - B. Gruchman) 

2. 	 Problems of staff education in the scope of market economy and entrepreneurship 
(Koszalin T. Hryniewicz) 

3. 	 Education - a barrier to develop entrepreneurship in Poland (Z. Matusiak L6dz University) 

B3 

1. 	 Export/Import in a small business. Benefits and threats. (M. Cooper Ohio State 
University) 

2. 	 International marketing and a small business for example Polish-American Entrepreneur­
ship Institute in Rzesz6w (K. Kaszuba). 

3 
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Tuesday May 18. 1993 

A 4 	10:30 - 12:00 

BARRIERS OF SMALL BUSINESS DEVELOPMENT 

1. 	 Bottle-necks in small businesses - opportunities to develop international cooperation 
(Denmark) 

2. 	 Barriers to develop small and medium sized enterprises in Poland (Nelly Bohdanowicz 
Gdaisk Polytechnic) 

3. 	 Dilemmas of small businesses development in the border-regions. (for example 
Euroregion Karpaty K. Kaszuba) 

B4 

LOCAL ORGANIZATIONS PROMOTING SMALL BUSINESSES 

1. 	 An idea to create Gdaaisk Network for Supporting Business (E. Galosz-Suszka). 
2. 	 The role of Gdaisk Economic Chamber in promoting small businesses. 

A 5 	12:15 - 13:15 

THE ROLE OF SMALL BUSINESSES IN A COMMUNITY 

1. 	 Macroeconomic conditions in creating cultural and individualistic models (Economic 
Academy Pozna6i W. Piotr) 

2. 	 Motivations; Creating labor market (Q. Zielifska) 

B5 

MARKETING AND A SMALL BUSINESS 

1. 	 Marketing management in a small business (analyzing managers' opinions) (F. Blawat 
Gdaiisk Polytechnic) 

2. 	 (PoznaA) 
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NSZZ SOLIDARNOSC 

tel. 314-051, 384-412, 384-319 
80-855 GDANSK 

tlx 513160ul. Waty Piastowskie 24 
fax 384219, 314478POLAND 

*O February 1993
 
Gdari'sk
AvIoo
N . 

0 IO\AI C,4r{ 

I National Entrepreneurship 
Forum,
 

Encouraged by the successs 
of 


Economic Foundation 
NSZZ "Solidarnod" 

along with the Ohio 
State
 

University and Entrepreneurship 
Institutes have a pleasure 

to
 

invite you for
 

FOc >sr-u-nm - 'P' A CE 
Z4MARKZ1ET-V'REE'ff 

B3 I MII3 3"'-SMA,3L.L 

, Hotel Gdynkia
16-18 May 1993 


The Forum will be held 
on 


Poland exchange of
 

The main objective of 
the Forum is to provide 


information and experience 
among numerous institutions 

dealing
 

with entrepreneurship 
promotion in Poland
 

During the Conference 
we intend to create 

a consistent source 
of
 

information about initiatives 
and programs supportilng 

Small
 
a
 

Business developement 
in Poland. We also intend 

to write 


memorandum to the PoliSh 
goverment and Polish 

institutions that 

stimulate entrepreneurship 
in our country.
 

look forward to presentations 
of university business 

and
 

We over Poland,
 
economics faculty members 

from all 


representatives of Chambers 
of Co mkerce and
 

and foreign
entrepreneurs, 
economic societies, 

universities, government, 


guests.
 

The Forum is sponsored 
mainly by US Agency for 

International
 
Institutes
 

Developement (US AID) as a part of 
"Entrepreneurship 


in Poland" project.
 

For further details please 
seek for the attached 

note.
 
National
 

We would appreciate your 
participation in II 


the early confirmation 
of the
 

as
Forum, as well 

Entrepreneurship a great Forum and hope 

you 

participation. We look 
Sorward to 

will be part of it. 

Yours sincerely,
 

Malgorzata Balkowska 

Director of Education 
Department
 



Zgoszenle udzlalu 	 Program Forum: KRAJOWE FORUMdo dia 0 maca ~r.II 
dodnia 316 maim PRZEDSIEBIORCZO§Cl 

15.00 - 18.00 rejestracia uczestnik6wPan(O: ........................................ 
 1993 w Hotelu Gdynia 
Gdynla Polska

18.00-21.00 powitalna kolacja 
16 - 11 Mal17 maja............................................. 


9.00 - 11.00 oficjalne otwarcle Forum 

* 11.00 -18.00 sesie rd~w o*eglAdfas komW.: ................................. 

1s18maia .... .......................................
 
...... 	 8.30-10.00 sesja generalna...................... 


.............................................
 10.00-13.30 sesjO r6WnoleOe 

13.30-14.30 ceremonla zamnkngF Fwumi 	 " \ ............................................. 


14.30 polegnaklyobladTel: .................................... 


oflejaine jqzykd Forum 
Ojlainymi iWzyaml Forum Sq 

WOLNY__NEK­polski Ianglefki.17mja 18m* 

kolecla powta~na 
H!EK ­abld 	 pteqskvWOLN! 

ANSA DLAUSMAL L RUSINESSU 
ohgflellobled p - -

FUNDACJA 4A
prosimy prewyls6 zgh mnle ~z kopiq dowodu NSZZ DSOUDARIWNo w 
Prty na edr owalndoi6w 

SPONSOAZYFundsca Oopodcza Ow* U.S. AsW fy k Inwdon DWOPMGKNSZZ .do*" 
WmthngIu DC80.855 GdaMk 

uL Wdy PlwtowkIe24 .	 Oho Stdo UniVl. Cams OHIO, ktmln 
EAcad*Mtel.: 384318, 384319, 314051, 384412 


fwx 384219, 314478
 

1\ 

http:13.30-14.30
http:10.00-13.30
http:8.30-10.00
http:18.00-21.00


IIKrajowe.Forum 
Przedsl bzorczoci 

odbqdzie sig w dniach 16 - 18 maja 1993r., 

w Hotelu Gdynia" 

w Gdyni. ul. Armii Krajowel 7, 

tel. (58) 20 66 61 /fax (58) 20 86 51. 


Tematemn Forum jest 

.Wolny Rynek - Szansq dia Small Businessu". 

Oto proponowane przez organizator6w tamanhi: 
Czy wolny rywnk potrzobuje wykaztalconych* 	 pgrzodsigbiorc6w? 
- Inqblo Przedsg iorganizatore: 

In utyuPzotiqwblorczol Iich role 

w stymuowanlu Small Buaele 
przodaibiofczoici 

* 	 Prywatyzacia I jMl wplyw na Smell Business 

- Relacle malych I dutych firm
 

* 	 Rota Small Buelnosau w spohczeAlwoe 

- Tworzenle nowych wzorc6w kultuowych 


Iosobowo6clowych 
-	 Motywacla; tworzenle ,ynku pracy 

" 	 Miejsce doradcy w firmi. 
- Strategie I techniki konsultlngowe - Ich vfektywno66 

- Etyka zawodowa w doradztwle 

* 	 Ekeportlmpetw w Small Buelnesale - korzybci 

i zagrotonle - Tranefer tochnologil. Jeko66. 

konkurencia
 

" 	Rzqdowe I nlezaletne orgenizecie promujqce
 
przedelqbiorczoi6

- Roleinotytuji rzaldowych we wpiorlnlu Small 

Buslneu 
- Organtzacie I Stowar'yazenla przedalqb.orc6w 
- Programy zagran',r I-zqdowe 

Nowo problemy I formy Small Buaineseu 
-Ekolo - pomys na fFrnm• 

- odtnelx
K 


52=-.pawn 

........
Sz -6I -k.oM -- .U.. e. . pPrezentacle: 
FUNDACJA GOSPODARCZA 

osoby zainteresowane prezentacj4 swoich NSZZ ,,SOLIDARN Otd" 
tez prosimy o ich nadsylanie najp6iniej do 

dnia 1 marca 1993r. o-4O5GDAiASK al.: 38 4412.3140 51. 

Objto.6 material6w nie powinna ul. Wdy Platowskl 24 384319 
tbx 513170,51310 

przekracza6 I strony. Prosimy zalqczy62 zatyttowanie kopie i kr6tkie Informacie 

o autorze. 

Oplata Forum 
3().OO0zi die katcdego uczestnika wnoozona na konto 

Fundecia Goapodacza NSZZ .SolldarnoW6 r konta. 
FORUM'.IVOIGd&Aok nr 301817-1270-132-39r061 

" Opia Forum pokrywe kozty pelneg. uczmtnktcwa 
w Forum: 

* 	 matedsly konferencyjne 
* 	 2 noclogl 

5 , 

0 	 koltaci powltdnq 

Anulowanle 
SW przypedku rezygneci z udzilu w Forum proulmy 

o pleemne powisdomlenle.
 

Organizatorzy ne przewtdujq zwrotu wplaty
 
dokonar* z tytulu uczestnictwa. 

, . 

,," ;!iJ 

m "
 

-L 
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Tkhe address:
 

Hotel Gdynia
 
ul.Armii KrajoweJ 7
 

Gdynia, Poland
 
fax (58)208651
tel.(58)20666i/ 


large and modern facility that will
 The Hotel Gdynia Is a 
per night. Please make your
accommodate you comfortably for 40$ 


own hotel reservations (48-58-PO6661). The reserved 
block of
 

rooms is in the name of the Solidarity Economic 
Foundation.
 

Sessions SuDiects
 

trained , educated

" 	Does free market require well 


entrepreneurs?
 
how it Influences Small Business?
" 	Privatization -


Small Business role in the conmmnity .

" 
 firm.
consultant in a 

" Business Consulting - the position of a 


" Export/Import in Small Business Advantages and threats.
 

" 	Governmental and independent organizations 
promoting
 

entrepreneurship
 
" Hew problems and forms of Small Business.
 

Presentations:
 

.If you would like to share your program 
at the conferenceplease
 

send us one-page abstract of your presentation.
 

15 April 1993!
Abstracts are due to 

of the program for "all 
We wii use your one-page abstract as part 

Faxes welcomed.
participants. 


Program:
 

16 Hay
 
3:00-6:00 pm Registration at Hotel Gdynia
 

6:00-9:00 pm Reception
 

17 Hay
 
9:00-11:00 am Grand Opening
 

11:00-6:00 pm Concurrent Sessions
 

18 Hay 
8:30-10:00 am General Sessions
 

10:00-1:30 pm Concurrent Sessions
 

1:30-E:30 pm Official Closing
 

P:30 pm Dinner, Adjourn
 

/
/ 



APPENDIX
 

FINANCIAL
 
REPORTS
 



I 

FINANCIAL STATUS REPORT 
(Short Form) 

(Falowinstrucoonaon the back) 

Federal Agency and Organizational Element 2. Federal Grard or Other identfyng Number Asigned 0MB Approval Page of 
to Which ReportIs Submitted By Federal Agency No. 

Agency for International Development 0348-0039 pages 
Office of Financial Management EUR -0029- G-00-1040 -00 
Recipient Organization (Name and complete addres, including ZIP code) 

The Ohio State University Research Foundation
 
1960 Kenny Road
 
Columbus, Ohio 43210-1063
 

Employer Identificaltion Number 5. Recipient Account Number or Identifying Number 6. 	Final Report 7. Basis 
[ Yes Z No E Cash Accrual 

31-6401599 	 724951/769185-01
 
Fundlng/Grant Period (See Instructlona) 9. Period Covered by this Report 

From: (Month, Day, Yea) To: (Month, Day. Yew) From (Month. Day. Year) To: (Month, Day. Year) 

5/28/91 6/20/93 1/01/93 	 3/31/93 
Transactions: I II III
 

Previously This Cumulative
 

Reported Period
 
a. Total Outlays 

2,152,922.82 167,264.10 2,320,186.92 
b. 	Recipient share of outlays 

145,224.91 0.00 145,224.91 

c. Federal share of outlays 
2,007,697.91 167,264.10 2,174,962.01 

d. Total unliquidated obligations 	 . 

16.696.32 
o. Recipient share of unliquldated obligations 	 ...0 

0.00 

f. Federal share of unliquid ted obligations 
16,696.32 

g. Total 7ederal sharo (Sum oflines c and 0 	 ** . i~i::i:i:i:i:i!:j 2.191,658.33 

h. Total Federal funds authorized for this funding period 	 . : 
W m 	 i7 2,277,131.00*i' 


I. Unobligated balance of Federal funds (Line h minus line g) 	 .... ,:.... 
... .	 85,472.67 

a. Type of rate (Place *X"In appropriate box)
 
Indirect [ Provisional Predetemined Q] Final [] Fixed
 

Expense 	 b. Rate c. Base d. Tot-l Amount e Federal Share
 
29% 73,072.94 21,191.16 21,191.16
 

Re.'afka: Attach any explanations deemed necessayor Information requkdby Federal sponsoring agencyin compliance with governing
 
legislalion.
 

Certification: 	 I certify to the best of my knowledge and belief that this report Is correct and complete and that all outlays and
 

unliquidated obligations are for the purposes set forth in the award documents.
 

pod or Printed Name and Title 	 Telephone (Are code, number and extension) 
Richard W. Bradbury 

AManager. Fiscal Services (614) 292-1381 

gnature of Authorized CeortifyIng 0 Waloi 	 Date report Submitted 

Standard Form 269 

'V4
 

http:21,191.16
http:21,191.16
http:73,072.94
http:85,472.67
http:2,277,131.00
http:2.191,658.33
http:16,696.32
http:16.696.32
http:2,174,962.01
http:167,264.10
http:2,007,697.91
http:145,224.91
http:145,224.91
http:2,320,186.92
http:167,264.10
http:2,152,922.82


Year I & II
 
Financial Status Report
 

(by Subcomponent)
 

January - March, 1993
 

Balance of 

Budget Category Budget* 7th Quarter Encumbered Federal Funds 

A. Direct Costs 

Salaries/Wages 

Direct Labor $520,829 $41,644 4)- $55,442 

Fringe Benefits 128,456 10,494 -0- 13,559 

Consultants 130,277 1,070 -0- 15,324 

Travel/Per Diem 261,355 11,482 **12,162 **(-2,397) 

Expendable supplies and 
materials 46,624 (-966) 285 16,368 

Nonexpendable equipment 29,292 -0- -0- 2,543 

Subcontracts/ 
Subarrangements 687,000 73,000 500 ****(-500) 

Other Direct Costs 104,652 9,349 (-4) (-34,130) 

SUBTOTAL 1,908,485 146,073 12,943 66,209 

B. Indirect Costs 

Overhead (29% MTDC) 368,646 21,191 3,753 19,264 

TOTAL AMOUNT $2,277,131 $167,264 $ 16,696 $85,473 

* Budget revised based on letter of August 11, 1992 and permission of August 18, 1992 

**Includes about $10,000 that will be closed out 

*** Includes expenditures for satellite conference 

**** Includes $500 to be closed out 



worKsneet tor yuanuuative vata - PUim rrojects: t-entrai ana v.astern tmurope tinanciai uata, page 1) 

Institution: Ohio State University 
Quarter: Yr. II, Qtr.3 Contact Person Regarding Cathy Ashmore 

Project Entrepreneurship Institutes this Report: 

Component: 

I PROJECT 

AID FUNDS GRANTEE 
(AUNST SHARI) 

OTHER 
SOURCES 

OTHER 
SOURCES ACCRUED 

"AID FUNDS 
REMAINING 

PROJECTED 
NEXT QUARTER 

EXPENDITURES I 
Actual P,*ted A.-tzal piqected Actua Prajected Actual Projerid Aefmd AOnWdm 

Staff Salari U.S. (In . I II I I I I II I I I 
Staff Salaries U.S. (Staff) 

Fringe BenIrit 

[111] 11 1] [111][1117L I[i[11 
L10.5 [111 [ILF771 Ii] 

1 ca 

ConsultantIIIiiII 

LZE~oo I IIII[1111ILll 
1 

KI l 
I 

LI 
El] 

LII]
LI] 

IIoI 
EI ] 

Travel -Per D.oZI 5.0 L1 !I i I I] I I iZ] 
Noexparl Eqi I llK I I[ -G.I/ II I I 
ExpendaleS~plies WI LlL ll Lu l[ZI ]LiI 
Jnie Costs [122j 9.OJ F26I,3iill 111 EI ~~ 

PartcipantCostsEl~ IT]L ~ ] u l I IIL Z 



__ 

Worksheet for Quantitative Data - All) Projects: Central and Eastern Europe (Financial Data- Page 2) 

AID FUNDS GRANTEE OTHER OT1tERSOURCES SOURCES AID FUNDS PROJECTEDACCRUED REMAINING NEXT QUARTER

I PROJ ECT 
EXPENDITURES I 

Actual Projected Actual Prtct.md Actual Projected Actual Projected Actual Actual Projected 

Workshops, Sminars. Conf. [III 1 IIIZ I I ] [ I] 
VidcorT.V. Production 1 11 I] 1 I II] I I1 I 

Subcontractors [ ~ I]~ 111 [ I I]L][I 
Subcontractors 1 73.0 II I [ II I ! r-] I ] I 
Subcontractors[ 7 II 1 Z][I1I1] [I][i]111] 
Translation [1111]IIII] I]1hI] 111 I] I I 
Scholarships IIIW II [1 11 LI I I I 
Curriculum Devlopment III I III II I II I II 
Otlicr Direct Costs [19].4 [5T. [0]I [-j] [Fj 0. 

Other 111 F 7 7 7 L W 11 7L----
TOTAL PAGE I &2 667.21 122.0 i0 III II EIII I 27.1._ iF57I 



Solidarity Financial Summary
 
Year H - 1992-1993
 

Budget Quarter I Quarter 2 Quarter 3 Total Expenses 

Staff Salariev $ 9,600 $ 2,400 $ 2,400 $ 2,400 $ 7,200 

Institutes 176.100 43,960 50,730 45,316 140,006 

Faculty Training Workshop 34,300 10,000 8,000 18,000 

Translators/Interpreters 8,000 

Materials Purchase 1,000 110 16 215 341 

Materials Development 8,000 2,508 2,570 5,078 

Equipment 6.000 

Local Travel 2,000 340 1.203 800 2,343 

Other 330 265 80 675 

Videotape Production 20,000 5,437 5,437 

Case Study Book 7,000 

National Conference 10,000 

Total $282,000 $57,140 $65,122 $56,818 $179,080 



Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data, page 1) 

Institution: Solidarity Economic Foundation
 

Quarter: Yr. II, Qtr. 3 Contact Person Regarding Alicia Unterschuetz
 
this Report:Project Enterprise Institutes 

Component: 

AID FUNDS GRANTEE OTHER OTHER AID FUNDS PROJECTED 
(COST SHARE) SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER 

PROJECT 
EXPENDITURES I 

Staff Salaries U.S. (Instmuc.) 
Acbul

I 
Proected

] 
Actul

[l 
Projected

I] 
Actual

11 
Projet Actw Projecled

1][111] 
Acul

L ]II[II 
Atd P 

Staff Salaries U.S. (sla 1 [ IIII I]--il] I I] 
Fringe BenefitsI I111 [1 1] [I1 I L I I ] 
Salaries Local (Poland) I ]2.4 [1110 ] [ [1111] Ill] [1 7 2 ] I.] 

Consultants II Ei. II [ III] LU] [I] III 
Traveftr Diem L El 11 IIi] [I] I], I.] 
NonfeE i i I I I[I l [II L---] L][It] 
Expecdable Supplies .21l 1111I ] LI[7 il]L ]L 
wiiect Costs lE X ] [11 IhE I]LI II 

Partcipant Costs[lZLiL ]L ll][ ELIL ] I] 



Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data- Page 2) 

AID FUNDS GRANTEE OTHER OTHER AID FUNDS PROJECTED 

I SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER 

PROJECT 
EXPENDITURES I 

Actual Prjcted Actual Prjlecd Actual Projected Actual Projected ActualActual Projected 

Wor6hops . Scminars, Conf. 7] .ii i] [11111111] 111 -[-I 
I 

Subcontractors [45[3 [12I[01111i1II I [ i' ] 
Subcontractors 7 7 [Z Z Z1JX I IZ] LI I I 
Subcontractors f7 [~ ] [1 ][111 II II 
TranslationLIZ L LIIL I L I] LI[I][i] 

Video/TNV. Production [1I.4 11111 L.5Z][1111 i~] iI i 

Scholarships Ki Zu I LuIl] Ii] III II I I 
Curriculum Devlopmnt ] [2i.0 I i 1 III LIII I ° °i I
 

OtcrDirect Costs 1 ili I] _ 
Other Nat'l Conf. FF 1F~F][7F7] [Z]10071. F11777 
TOTAL PAGE 1&2 I56.8 115.5 ] 1 1 1 Kil~I LZ 


