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ENTREPRENEURSHIP INSTITUTES 'N POLAND

First Quarter Report - Year lll
July - September, 1993

The first quarter of Year lll of the U.S. Agency for Development (US AID)
funded project continued to expand the expertise of the three Polish-American
Enterprise Institutes in Bialystok, Poznart and Rzeszéw.

The goal of the project continues to encourage teaching of market
economics education through business-tyge schools in Poland with emphasis on
entrepreneurship, small business management, marketing, finance, strategic
planning, export-import and small business consulting. The strategy selected is
to empower a large group of faculty in three universities to expand their
competence in teaching these courses. In addition, we have added six new
seminars on team building, selling, negotiations, human resource management,
retailing, market research. As a result, the faculty will develop curriculum of the
new seminars with the technical assistance of the OSU consultants.

BACKGROUND

During this quarter we observed ancther parliamentary election in Poland.
Democratic Left Alliance (SLD) took first place in the election. Its leaders
emphasized that they were interested in a stable government based on a wide
coalition with other parties, including the Democratic Union. They promised to
reduce unemployment, which was more than 15.4 percent of the labor force,
increase pensions, not to increase already high tax burdens, but "it ducked skirted
about its budget deficit and inflation game plan."

The Democratic Left Alliance, composed of former communists, won 171
seats in the 460-member Parliament. The Peasant Party (PSL), also with
communist roots, took 132 seats. The Democratic Union (UD) led by outgoing
Prime Minister Hanna Suchocka placed third with 74 seats. The Union of Labor
(UP), a small leftist party with Solidarity roots took 40 seats. (Warsaw Voice Sept.
26, 1993)



There is no concern among the businessmen and there is no reason to call
us "communist Poland” - said Marek Goliszewski, president of the Business Center
Club. The club includes 600 private enterprises which employ 400, 000 people.

There were different opinions why it happened. Here are some of them:

"The Poles never experienced unemployment before 1990. No wonder they
leaped to the Promise by the SLD, the party of former Communists, of kinder,
gentler policy."

"Many Poles voted against the government because it brought abortion
restriction, and other teachings of the Catholic Church into daily life."”

"They voted against changes that brought some of them vast fortunes but
others continuing misery".

"The numbers say that Poland’s version of shock therapy-leaping from a
command economy to capitalism overnight is working". (Zycie Warszawy Sept.
26, 1993)

Back to school for Everyone is a title of an article in which Deputy Labor
Minister Michat Boni underlined that Poland had problems with unemployment
because workers’ qualifications were ill-suited to the economy’s needs. "In the
next two years, people will be laid off in liquidated and transformed enterprises.
Before they learn professions and find regular jobs, they will need temporary jobs,
like employment with local public works". (Gazeta Wyborcza, Sept. 13, 1993)

After Wedel and Wawel, Poznafi’s Goplana was the third largest
confectionery firm aiming to privatize. "We need privatization like water and air"
said Janusz Rutkowski, Goplana’s director. The purpose of privatizing the plant
was to stay on the markei. Goplana was going to set up a new company with
British company MAN. The final decision was to be made by the Privatization
Minister Janusz Lewandowski. (Warsaw Voice, Sept. 26 1993)

Reforms in Poland will continue despite the election, so their future thrust
will remain the same as now, said Hanna Gronkiewicz-Waltz, president of the
National Bank of Poland (NBP) duiing the annual meeting of the International
Monetary Fund and World Bank governors. ((Warsaw Voice Sept.26, 1993)

In Poland, 27 projects are being carried out from Th'é International Finance
Corporation (IFC) funds including 14 through a credit line for small and medium-
size enterprises. In order to reach for IFC funds, such sectors as development of



power generation, telecommunication, network and environmental protection must
be privatized at least partially. Damian Damianos, IFC resident representative in
Warsaw said that in Poland it is possihle to observe progress (Warsaw Voice,
Sept. 26, 1993)

A new 090ds and services tax (VAT) was introduced on the 1st of July
1993 and replaced the old turnover tax. The new law represented a key step in
the transition to a market economy.

Included in the Background section of the Appendix is an article on business
opportunities in Poland written by a marketing professor Mr Stan Paliwoda, in
which he presented an interesting analysis of the Polish market.

SCOPE OF WORK

The following information presents the scope of activities performed by the
OSU staff, Solidarity Economic Foundation staff and the three Institutes during the
first quarter of Year lll of this project. It is divided into the standard tasks
proposed for the continuation of the project. A summary listing of the activities
is at the end of this section. In addition to this there is also a calendar of specific
activities for the Year lll.

The appendix to this report includes examples of the work and results of
staff activities in this quarter. The appendix is organized to support the 9 tasks of
the project. Reports 4n the result of the activities of each of the Institute are
documented in Appendix 4.0.

1.0. Coordinate Program

During the first quarter of the Year lIl of the project CETE staff continued
to work cooperatively with the Solidarity Foundation and the three Enterprise
Institutes to plan the work needed to assist the Institutes as they are becoming
more independent in their activities,

Our priority during this quarter was to encourage the Institutes to take
more responsibility for their activities as the program of the project was passed
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on more directly to the Institute to move them toward self-sustainability.

This report is particularly focused on establishing the Institutes’ satellite
offices and preparing programs for new seminars.

The Polish coordinators visited the U.S. in June to be involved in activities
of the International Council for Small Business annual conference in Las Vegas.
While in Columbus they experienced a day in the life of American small business
enterprises and participated in lectures on requested topics presented by the OSU
faculty members. Members of the OSU faculty were asked to give a presentation
on defined topics - team building, negotiations, and retail management. The
faculty represented by prof. Janina Latack, prof. Wayne Talarzyk and prof. Roy
Lewicki worked with the Coordinators to develop strategies for the new seminars.
(more details in section 6.0)

We interviewed a number of consultants to identify the best who might
serve as a consultant to our coordinators and faculty of each Institute. We
selected dr John Turner, Associate Professor, marketing education who presented
to our Coordinators two topics - selling and e-mail. John Turner agreed to spend
three months in 1994 in Poland to provide the Institutes and staff with assistance
in developing instructional materials on selling and human resource management,
the usage of /nternet, upgrading the skill of the faculty and improving teaching
techniques.

We visited Poland in September to meet with our coordinators to make
plans for the coming year and also to visit our Institute in Poznar to decide about
the future of the Institute.

In terms of the Poznari case we took the final decision to replace our
coordinator Walery Lach who did not get along well with the Director of the
Institute, Zdzistaw Krajewski. To understand the situation in the Institute better
we sent a questionnaire with 16 questions to both of them separately. Their
responses gave us a clear picture of them and we understood that they would
never work as a team to move our project on. Besides we interviewed members
of the faculty and spoke with the Dean of the Ecrnomics Academy in Poznari who
strongly supported Zdzistaw in his activities. He also assured us that Walery
would continue to work in the Economics Academy as he was recognized as a
very good specialist in marketing. Since we were not fully satisfied with Zdzistaw
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Krajewski we asked the Solidarity Foundation to check closely on changes in the
Poznar Institute during the next quarter. (see our questionnaire and responses of
both coordinators in Appendix 1.0)

We visited the US AID office in Warsaw to meet Ms Magda Wyganowska
to discuss our plans for the next year and to present the actual situation in Poznan
Institute.

The OSU and Solidarity Foundation staff was invited to participate in the
IV Conference on "The role of Business and Innovation Centers in the Regional
Development and Promotion of Smail and Medium - Sized Enterprises” at
Btazejewko, near Poznafi, September 22-25. C. Ashmore gave a presentation
about Entrepreneurship Programs in Poland and A. Unterschuetz about Sel/f-
Employment Competencies Education as a Part of Vocational Education in Polish
Education System.

OSU prepared the subcontract with :Solidarity Foundation for Year Ill and
the Foundation made contracts with each Institute.

The Solidarity staff continued to provide assistance to the project during th¢
quarter. They made weekly calls to the Institutes to coordinate activities. They
supervised the budgets for each site and made quarterly payments to each site.
They submitted information on project activities both to Nina Majer and to us for
our report to US AID.

2.0 Establish Satellite Offices

In this quarter each Institute focused its activities on carrying out the
satellite concepts which would be an important part of their long-terms plans to
expand the services of their staff and faculty in a large geographical market.

Each Institute spent a lot of time on identifying three cites to serve as
satellite offices and selecting proper coordinators. They established new
relationships with the local government, organizations and ins:itutions interested
in developing small businesses in their region. They negotiated with regional
organizations the possibility of obtaining facilities for the Institutes’ satellites free
of charge. (detailed information in Appendix 2.0)



The satellite offices will offer the basic Institute's courses which will be
taught by the faculty of the Institute.

Each Institute established office procedures based on their own experiences
in running the Institute for two years of implementing the project. They assigned
new satellite managers the following scope of responsibilities:

- making contacts with local government, banks,
working with business owners

arranging class facilities

finding local consultants,

organizing and promoting courses,

writing reports etc.

The budget of each satellite is managed by the Institute coordinators who
serve as mentors to the satellite managers. They provide the managers with
trainings, showing them how to run the office and carry out the project.

Each Institute selected three satellites:

Biatystok: Bielsk Podlaski, tomzZa and Suwatki
Poznafh: Gniezno, Konin and Zielona Géra,
Rzesz6w: Przemy$l, Sanok and Tarnobrzeg

Each satellite office will deliver the courses next quarter.

3.0 Assist Faculty in Developing New Seminars

The OSU staff assisted the Polish coordinators to develop new seminars
which would be designed to address small business owners. The Institute faculty
were expected to develop these seminars as part of the team effort. The topics
of the seminars were selected by the coordinators last year. The basic courses
(approximately 150 hours) will be continued as the foundation of the Institutes’
program to assist business owners in upgrading their skills.

We started to work on the new seminars when the coordinators visited
Columbus in June. They had an opportunity to develop their ideas with OSU
consultants - prof. Janina Latack, Prof. Wayne Talarzyk, prof. R. Lewicki and John
Turner - who gave them a presentation on a particular topic. The OSU consultants



expressed their willingness to assist Polish ccordinators in the future. We see the
American consultants’ role to:

1. identify key topics and resources for Polish faculty,

2. review course teaching outline which will be developed by Polish
faculty in Poland and suggest additional materials if still needed,

3. review the content of seminar materials with OSU staff,

4, conduct training seminars for Polish faculty in 3 sites (Bialystok,

Poznan and Rzeszéw) and present teaching methods in cooperation
with the Polish seminar developers.

Each institute was assigned to prepare 2 new seminars with the assistance
of OSU consultants:

Biatystok: - Negotiations with prof. R. Lewicki

- Human Resource Management with dr John Turner
Poznafi: - Retail Management with prof. Wayne Talarzyk

- Market Research
Rzeszow: - Team Building  with prof. Janina Latack

- Selling with dr John Turner

Key topics and resources have already been prepared by our Consultants,
reviewed with OSU staff and sent the Institutes. {information about key topics
and consultants in Appendix 3.0)

The faculty of each Institute have worked on teaching outlines and will
present them to the OSU staff and consultants next quarter.

4.0 Support Institute Leadership

In this section we present the separate activities of each Institute. This
includes their reports to us as well as the information we gained while visiting
Poland.



BIALYSTOK

During this quarter, the Biatystok Institute concentrated its activities mainly
on establishing satellite offices, long term planning and promoting the program.
The Institute provided 970 hours of training. They also delivered 106 hours of
consulting to bankers and business managers.

They organized the following courses:

° 3 Tax Courses for 110 persons - 880 hours

° Free seminar on ownership for 15 persons - 90 hours
transformation

The basic courses {management, finance, marketing, entrepreneurship,
strategic planning, import/export) are scheduled to be run next quarter - October,
November 93. Seminars will be free of charge for the participants but courses will
be paid (detailed schedule in Appendix 4.0)

The Institute changed its location as they needed more rooms for their
activities. The new address is: Krakowska str. b Bialystok; phone# 236-21 ex.
56.

They promoted the basic courses in a local radio and newspapers - Kurier
Poranny and Gazeta Wyborcza. (see Appendix 4.0)

They established 3 satellites offices in Suwatki, Bielsk Podlaski and Ltomza
which will offer the Institutes’ courses on weekends and other courses/seminars
set up appropriate in these areas. (more details in Appendix 2.0}

The OSU staff assisted the Institutes in developing strategic plans that
included a formalized look at operations in the next 3-5 yez:s. (more detailed
financial plans and estimated income for 1994-1995 in Appendix 4.0)



POZNAN

During this quarter the Poznar Institute provided 301 hours of lectures by
the faculty from the Institute. The topics of the lectures were: "Competitive
Personnel Selection in Small Companies” and "Exchange Bill in Economic
Turnover”.

The Institute organized training for public works leaders (25 people), English
language courses and one day course for executives. They planned to offer
computer courses as 3000 students applied for them.

The Institute developed a relationship with Poznari Labor Office which
established a Center to support the unemployed and teach them how to create a
small business. Lectures provided for the Center promoted participation in the
Institute’s training.

The Institute is a shareholder in the Poznar Incubator - the Regional Office
provided a building, another foundation provided money and the institute was to
write a business plan.

The main courses were advertised in the most popular daily Gazeta
Wyborcza.

The Director of the Institute enlarged the advisory committee (in addition
to two coordinators).

The faculty of the Institute were asked to assist in writing a book for
entrepreneurs to learn how to appraise a small business. The Institute with 4
Banks sponsored an Information Book published by the city of Poznaf.

The Institute joined the Association of Organizers of Innovation and
Entrepreneurship Centers in Poland. The program of the Association includes:

- cooperation with other governmental bodies involving in supporting small

and medium sized companies,

- organization of entrepreneurship training

- establishing contacts with financial institutions and banks

- preparation of programs aimed at entrepreneurship assistance

- inspiring research on entrepreneurship



The Institute spent a lot of time on establishing new satellite offices in
Konin, Gniezno and Zielona Géra. The Institute concluded agreements will local
institutions (e.g. Regional Labor Office) about cooperation in the realm of
organizing and completing training and courses for representatives of small
business, state companies’ executives and personnel of all levels.

RZESzZOW

During this quarter the Rzeszéw Institute provided 1340 hours of training
and 500 hours of consulting. This included basic courses on finance, marketing,
computers in Rzesz6w Kolbuszowa, taricut, Strzyzéw, Lezajsk.

During August and September, they organized 2 faculty training meetings
for new teachers and participated in 3 meetings with entrepreneurs.

The Institute estahlished a Consulting and Research Agency which
conducted a feasibility study for a construction company.

The coordinators were busy establishing satellite offices in Przemysl,
Tarnobrzeg and Sanok.

The Institute organized a lecture on entrepreneurship for students from the
College of Arts (free of charge).

The Institute was invited to participate in community development activities
such as:

- meetings with local organizations to establish cooperation and organize

courses,

- a meeting with the Prime Minister Ms Hanna Suchocka in Przeclaw near

Mielec and Minister for Integration with EC Mr J. Krzysztof Bielecki,

- a conference on Regional Development in Poland in September,

- creation of Regional Business Exchange. The Director of the Institute was

elected a member of Quotation Exchange Committee. (see Appendix 4.0)



5.0 Maintain Task Force

A Task Force meeting was held in Warsaw, September 29, 1993. Thirteen
different organizations were represented in addition to the Solidarity Economic
Foundation and three Enterprise Institutes. The participants indicated that there
was a need for building local networks among institutions, organizations and
universities delivering variety of training courses for small businesses. Information
about different programs available might help the Institutes to prepare new
strategies for their development. The agenda for the meeting and a list of
participants can be found in Appendix 5.

6.0. Polish Scholars Visit U.S.

The purpose of this year's visit of Polish Scholars in U.S. was to provide a
two-week opportunity to update the Institute coordinators’ plans related to their
basic activities and new seminars’ programs, to make plans for the whole year
activities as well as for their future activities (3-5 year planning) and participate
in one-two day internship with small business owners in the Columbus area.

The Scholars attended the International Council for Small Business annual
conference in Las Vegas, on June 20-22, 1993. The conference showed them
the role of small business in the economy of the whole world as well as trends in
small business management in the U.S. They learned how to establish a network
of small business institutes what would help them to create their own networks
in their local regions.

After the conference they met with CETE staff and OSU consultants. (See
detailed agenda in Appendix 6)

While in Columbus the scholars participated in the following activities:

1/ visited small business companies and Bank One in Columbus which were
chosen based on their suggestions made during our last meeting in Poland.

We organized the internships with small business owners which gave them
the opportunity to experience a day in the life of an American small
business enterprise;
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2/ worked on developing six_new seminars: selling, team building, retail
management, negotiations, market research and human resource
management; they were assisted by the OSU consultants who gave them
one-hour presentation on defined topics;

3/ prepared strategies for developing the six new seminars and defining the
role of American consultants in the process of preparing the seminars;

4/ reviewed their business plans with CETE staff and projected their potentials
for 3-5 years in future;

5/ developed new questionnaires for faculty and business owners:
6/ made schedules for Year Ill - calendar of activities. (see Appendix 6.0)

At the end of the visit, the Polish coordinators were asked to give us an
evaluation of their 2-week stay in the U.S. They seemed to enjoy the entire trip,
especially participation in ICSB conference and presentations on new seminars at
CETE.

7.0. Develop Case Studies of Polish Entrepreneurs

Each Institute was assigned to develop 6 Polish cases to share with the
faculty of other Institutes. Topics of the cases would be selected by the Institute
and shared with other Institutes during the next coordinators’ meeting.

Solidarity continued to work with each of the Institutes to coordinate the
case-writing responsibilities.

8.0. Conduct Faculty Upgrading Workshops

We scheduled 6 faculty meetings which would start next quarter. During
those meetings the faculty of each Institute from Poznan, Bialystok and Rzesz6w
will discuss the courses which they teach. We will meet one time on
Entrepreneurship, another on Finance, Marketing etc., (detailed programin the end
of the report)



The coordinators recruited potential trainers from university trainers.
New 14 hired and experienced faculty were trained by the coordinators on a
regular basis. This year they decided to hire more young teachers who seemed
to be more committed to the program of the Institute.

Each Institutes will be assisted by the American consultant dr John Turner
to upgrade the skills of the faculty to provide training courses for small business
owners (dr J. Turner is going to Poland January-March 1994).

The first faculty training was scheduled for November (18-19) in Biatystok
and would be addressed to the finance faculty.
9.0. Conduct Polish National Conference

No contents for this section this quarter.

SUMMARY

We started the first quarter ot the Year Ill of the project with a strong
feeling that we would be able to encourage the coordinators to take more
responsibility for activities planned together and their own programs development
while OSU staff and Solidarity Foundation act as advisors.



FINANCIAL REPORT

The CETE portion of the financial report was prepared by The Ohio State

University Research Foundation (OSURF) and is found in Section 10.0.

The CETE budget to date is as follows;

Budget:
Year |

Year Il
Year lll

Expenses:

Year I:
First Quarter
Second Quarter
Third Quarter
Fourth Quarter

Year Ii:
First Quarter
Second Quarter
Third Quarter
Fourth Quarter

Year lll:

First Quarter

Balance:

$1,299,933
977,198
660,766

$1,460,242

$ 356,040
351,314
354,155
398,733

$ 812,835
$ 254,489
292,966

167,264
98,116

$ 290,758

$ 2,937,897

$ 2,563.835

$ 374,062
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The Solidarity Foundation subcontract report for the same period is as follows:

Income: $ 977.000
Year | $ 376,000
Year |l $ 282,000
Year Il $ 319,000
Expenses: 71 5
Year I: $ 365,080
First Quarter $ 30,613
Second Quarter $ 68,860
Third Quarter $ 155,171
Fourth Quarter T8 110,456
Year |l: $ 282,000
First Quarter $ 57,140
Second Quarter $ 65,122
Third Quarter $ 56,818
Fourth Quarter $ 102,920
Year Illi:
First Quarter $ 72,959

Balance: $ 257,041



ECONOMIC FOUNDATION
NSZZ SOLIDARNOSG

80-855 GDANSK tel. 384-412, 384.319
ul. Waty Piastowskie 24 ' tix. 513170, 513160
POLAND fax. 384219, 317121
FINANCIAL REPORT
1. Staff - salaries ' 2 400 USD
2. Managerial Centers 52 500 USD
3. Per diem for US trip 4295 USD
4, Airfare for US trip 12 929 USD
5. Local travel:
- for US trip 250 USD
- other trips 325 USD
6. Materials purchase 110 USD
7. Others (DHL, mail, faxes. phones) 150 USD
Total 72 959 USD

MA“\S‘ Q&Ugweﬁ(



ENTREPRENEURSHIP INSTITUTES IN POLAND

Ninth Quarterly Report, July-September, 1993

ACTIVITIES OF THE OSU FACULTY AND CONSULTANTS
Weekly phone calls to Solidarity Foundation to solve problems/make plans
Provide technical assistance to the three Institutes
Assist in developing six new seminars
Meet with the OSU consultants
Participate in Task Force Meeting in‘Warsaw
Meet with counterpart staff in Gdarisk

Meet with site coordinators to improve plans for future activities made
during their visit at the OSU in June, 1993

Meet with the U.S. AID Program Office in Warsaw
Submit deliverables to AID
Process expense reports

Write report for the last quarter of Year Il plus an annual summary.



ACTIVITIES OF THE SOLIDARITY COUNTERPART IN POLAND

Make weekly calls to three Institutes, check project status
Supervise Institute budgets and transfer money monthly

Provide information for quarterly reports to the OSU

Send monthly report to the OSU

Coordinate activities of Task Force meeting and invite participants
Supervise a meeting with coordinators in Warsaw

Organize travel for the OSU faculty

Publicity activities - participant in a seminar at Blazejewko/Poznah to
promote the program

Coordinate case study development



ACTIVITIES OF THREE ENTERPRISE INSTITUTES

Submit monthly reports and budget requests to the Solidarity Foundation
Manage the Institutes’ budgets

Write a strategic plan for the Institute

Participate in the Task Force meeting in Warsaw

Meet with coordinators from three sites to share achievements gained
during the last quarter and to develop plans for year Iii

Establish satellite cites

Schedule courses for satellite cites and primary location
Promote the program

Preparing new seminars

Collect available training materials

Supervise faculty members

Set up equipment

Work on entrepreneur case studies
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20
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Coordinate Program

1.1
1.2
1.3

14
1.5

- 1.6

Organize project with Solidarity

and university-based Institutes

Arrange travel, visas, lodging,

itinerary

Transfer resources to Polish counterparts
Work with third party evaluator

Write reports for sponsor

Submit copies of materials to sponsor

Establish Satellite Offices

2.1
22
23
24
25

Identify local coordinators
Establish office procedures
Develop training program
Promote courses

Evaluate use of satellite offices

Assist Faculty in Developing New Seminars

3.1
3.2
33
34
35
3.6

3.7

Identify seminar needs

Seek appropriate materials

Use consultants as needed

Develop seminar materials in Polish
Translate seminar outlines into English
Share seminar concepts with fr culty in
all sites

Evaluate seminar results
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Baseline Management Plan
Continuation for Year Il
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1993 1994

Support Institute Leadership
4.1 Visit institutes
4.2  Assist in long term planning, strategic plans

b b
b

4.3  Encourage participation in community development &

4.4  Report activities of each institute A A A A

Maintain Task Force
5.1  Update membership based on organizational

changes A
5.2  Conduct meetings A A A
5.3  Identify other sources of funding A
Polish Scholars Visit U.S.
6.1 Plan program A
6.2  Arrange travel A
6.3  Evaluate outcomes A
Develop Case Studies of Polish Entrepreneurs
7.1  Identify successful entreprenecurs A
7.2  Plan topics to be addressed A
7.3  Write cases in English and Polish A A
7.4  Arrange for publication A

Conduct Faculty Upgrading Workshops
8.1  Schedule workshops

8.2  Obtain necessary materials

8.3  Schedule consultants
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9.0

Dates:

Baseline Management Plan
Continual.on for Year III

J] J A S ONDJ FMAM
1993 1994

84  Conduct workshops A& & & 6 & A
8.5 Produce new materials in Polish/English

to share via computer a
8.6  Evaluate workshops A
Conduct Polish National Conference
9.1 Identify site
9.2 Plan program A a
9.3  Find sponsors A
9.4  Promote conference a
9.5 Manage conference s

9.6 Evaluate conference

Polish scholars visit U.S. - June 18-30, 1993

Faculty training seminars offered for one week by topic - September-December, 1993
Site visits - September, December, February and May

National conference - May, 1994
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Warsaw Voice

| PARI]AMENTARY

Sept. 26,

1993

Two conservatwe parnes come out on top, and the seat-
grab in the Sejm begms in earnest.

I Polksh politics swung sharply to the left after

the September 19 parfiamentary eiection.
The Democratic Left Alliance (SLD) and the
" Polish Peasants’ Party (PSL), groups with com-
" munist roots, came only a few seats short of
being able to dictate the terms In the next Sejm.
The anti-communist right was left licking its
wounds. The Christian Democratic and Liberat
parties,-which supported the previous reform-
minded govemments will not make it into the
Sejm, either.

The SLD received votes from almost all cat-

egories of voters. The PSL won heavy support
from its traditional rural electorate.

- The Labor Party (UP), one of the youngest
Solidarity-bred parties, aiso did well. In the
previous Sejm, nhadonlyafewdeput»es Now
it can tip the scales in parliamentary games.
With its political image, the UP consolidates
the left side of the Seim. .

The Nonbamsan Reform Support Bloc

- (BBWR) and the Democratic Union (UD) wil

act as the right's counterbalance, especiafty
in economic matters. The Confederation for
an Independent Poland (KPN) will lose much

of its parliamentary representation and is -

expected to act in strong opposition to any
formula of the future govermment.

Most observers say the results of the elec—
tion do not threaten reforms. The four-year-
od reform program Is well-entrenched, and

‘talk of liquidating democracy and the free

market is finding few listeners.

Still, many political processes can grind to
a halt. Much hinges on what the new govem-
ment will look like.

At the mornent, a leftist govemment coall-
tion seems probable. Still, on election night

. SLD leadars made emphasized that they are

interested in a stable government based on a

wide coalition with other parties, including the
“

hold thhtthe party should
prepc. 3:ta:govemn the coun-
try regardiess of the coalition. -
Talks bsetween the natural
allies in the left camp have
already started on the com-
position of the Sejm presidi-
um. An SLD leader will likely .
beccime Sejm Speaker, with
_SLD and UP politicians
becoming deputy speakers.
The Democratic Union reject-
ed an invitation to participate
in the preliminary haggling. .
Numerous feetinys
] betweeri SL.D and PSL politi-
il [ cians indicate that the two
} parties will be the pillars of

Exandﬁmuepﬂmemlnistu?

Pawiak (certter) and other "peasants” watanthededxm

Democratic Union and current prime minister
Hanna Suchocka. But one day after the elec-
tinn, both the UD presidium and Suchocka
ruled out the possibility of forming a govem-
ment with the SLD.

The UD, until now the most influential post-
Solidarity party, is far from enthralied with the
SLD’s communist background. One UD
leader, Andrzej Celifski, said the right's politi-

" cal program was tried and tested during its
stint in office, so now the Jeft has to give its

program the tough test of practice.

On election night, some SLD leaders
seemed to buckde at the prospects of leading
the next coalition. "It would be a dreamt-of
situation,” said one, “to remain in opposition
with more than a third of the Sejm’s make-

.up.” At any rate, members within the SLD

———

the govemning coalition, Such
an alliance Is natural not only
because of the two parties’
simllar platforms, but because- of pariiamen-
tary arithmetics as well. If they link up, the
SLD and PSL will have an overwhelming
majority in the house an! can virtual dictate
the constitution. .

The SLD, paradoxically, will be the liberal
wing of this marriage. Its leaders promised
after the election that they would strive
toward quick integration with the EC, and
discussed possible Polish membership in
NATO, saying they only have to take a closer
look at the terms on which Poland’s potential
membership in the pact would be based.

The SLD also procmised not to increase
already high tax burdens, but it ducked skirt-
ed about its budget deficit and inflation game
plan. It did not rule out personal reshuffles in
the National Bank of Poland (NBP), the care-
taker of the zloty. .

One of the SLD's priorities will.be to pass a
new constitution, possibly removing the-
Senate and trymg to curtail the presadent s
powers.



 IFC FINANC™NG IN 1993

Double the

For Poland

Its net income has dropp

to Poland.
The International Finance
Corporation (IFC) approved a
record 2.1 billion dollars in
financing for 85 private sector
projects In 54 developing coun-
tries In Its fiscal year ended June
.30, 1993, according to the IFC's

annual report. The report,.

released last week, said last

year's spending represents a 20 .

percent increase over the amourtt
of financing approved in the pre-
vious fiscal yedr.

Equity and quasi-equity invest-
ments, at 519 million dollars, rep-
resented 24 percent of the
financing in 1993. The total cost
of the 185 projects approved in
1893 will be about 17 billion dol-
lars. For évery doliar that IFC
invests for its own account, it
mobilizes over 7 dollars from
other financial sources. IFC's kan
syndications program, its main
form of direct mobilization

-approved a record 1.8 bilion dol- -
lars

“The strong growth of IFC's
_investments reflects the vigor of
private enterprise in much of the
developing world,” said Sir
Wiliam Ryrie, IFC's executive vice
president. “The demand for IFC
finance and services now consid-
erably exceeds the corporation's
ability to supply, as more govem-
ments in emerging markets look
to the private sector to drive eco-
nomic growth-and adopt policies
that alow market forces to work.
IFC's net income declined to
142 million. dollars from 180 mil-
lion dollars in fiscal year 1992.
Lower short-term interest rates
reduced the retumns on the liquid
asset portiofio to 133 million dal-
lars from 156 million doliars in
1992, According to IFC's annual
‘fepart, war and economic and

250 million dollars for Poland:
Darmi >

inty in the former
Yugoslavia and some African

countries, and a slower-than-.

anticipated rebound In Turkey's
tourism industry (in which IFC
invested 130 million dollars in
1986-1990) lowered the income
from the loan portfolio to 320 mil-
lion dollars, compared with 343
milion dollars in 1892, IFC's equi-
ty portfolio, however, continued
to preform strongly, generatin

_income of 155 million dollars, -

"We are very pleased with our
performance in Poland last ysear.
in the 1993 financlal year, we
recorded a double increase in the
value of the projects approved,
compared to previous years, The
value of IFC investment already
carried out and approved in
Poland is close to 230 million dol-
lars,” said Damian Damianos, IFC
resident " representative In
Warsaw. in 1993 the corporation

-gpproved financing for four pro-

jects in Poland, including the

construction of Poland's first float -

Dollars

ed, but the IFC is still generous

il

glass plant by a joint venture
between Pilkington (UK) and
Poland's biggest sheet glass
manufacturer, Huta Sandomierz.
In the venture, calfled Pilkir ton-
Sandoglas, IFC has purchased
15 percent of the stock for 8.2

million dollars. Additionally, #t will -

previde a 40.3-miilion-zloty loan
from its own funds plus another
23.6 million dollars In syndication
large project {3y million dollars
commitment) involves the mod-
emization of a newly privatized
tanufacturer. of specialty and

> alloy steel, Huta Warszawa, now

called Huta Luccini Warszawa
Sp. z 0 0, with the majority stake

In all, 27 projects are being car-
ried out from IFC funds in Poland,
incluging 14 through a credit kne
for small and medium-sized enter-
prises, launched in cooperation
with Bank Rozwoju Eksportu. In

addition to projects, IFC has also

become involved in two capital
funds: Private Equity Fund of

" Poland and New Europe East

Investment Fund. Damianos said
preparations are underway to
open & new short-term credit ine
for the financing of Polish exports

by the Intemational Bank in Poland -

and the Bank Rozwoju Bksportu,

As IFC’s experience around

the world shows, demand for the

" democratic states do not have

enough money to finance the
development of power genera-
tion, telecommunications, the
road network, and environmental
protection. But in order to reach
for IFC funds, these sectors must
be privatized at least partially.
Damian Damianos says that in
Poland it is possible to observe
progress. Recently the IFC
approved the co-financing of
construction of Poland's first

independent telecommunications

network in Pila. An optic fiber dig-
ital network for 100,000 residents
will be buitt by a company of dis-
tricts in Pila province, the State

" Treasury and R.P. Telekom { &

Polish-American joint venture).
The IFC will finance almost ‘50
percent of this 80-million-dollar
project. There are plans to start a
similar project for the Silesia
region. Damianos also
that IFC. is interested in helping
finance construction of Poland's
highway network. .
For several months, IFC has
included some countries borm out
of the former Soviet Union:
Russla, Ukraine, Belarus,
Uthuania and Estonia. Damianos

- admitted that in these countries

especially, demand for invest-
ment in infrastructure will be con-
siderable. However, the sectors
in those countries are still domi-
nated by state ownership, 8o
gome time will have to pass
before IFC funds will start to fun-,
nel to these countries. Damianos
said that Poland does not have to
fear that IFC's involvement will be
smaller now that the former
Soviet republics are competing
for the corporation's limited
funds. “You have 150 countries
to compete with you for corpora-
tion investment. The most impor-

tant thing is the ability of a given

country to absorb credits,”
Damianos said. He said it is pos-
sible to expect that as. economic
reform progresses, the impor-

-tance of IFC financing for Poland -
will be reduced, as Poland comes
to count on regular credits from

ated in Warsaw,

IFC is the private sector.arm of the World Bank and the kargest
multiateral source of financing for private sector profects in devel-
oping countries. Poland joined the IFC in December 1987, taking
a 5.1-milion dollar capital stake, and it has 0.37 percent of total
voling power. Since 1990, an IFC represantative office has oper-’

financing of investment in infras-  commercial banks.

tructure is on the rise among  ° :

developing countries. Newly. Magda Sowthela
) IFCFACTS « '~ - .
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GOPIANA PRIVATIZATION

Sweet and Sour Dealing

Thbugh two buyers want in on the Poznafi candy giant,

has reservations.

After Wedel and Wawel, Poznaf's Goplana is the third

Bl largest confectionery firm aiming to privatize. Goplana
has worked out a way to do this by entering into a joint ven-
ture with the British firm Man, which Is ready to pay 15 million
doliars for 47 percent of the shares. Earlier Pepsico bought
40 percent of Wedel's stock, while Wawel is an employee-
owned company.

"We need privatization like water and air,” says Janusz
Rutkowski, Goplana's director. Goplana took its first steps in
this direction as early as two years ago. Both the manage-

" ment and crew concluded that the best method of transfor-
mation would be to liquidate the existing company and joiritly
set up a new company with the British. “There would be a
new entity created, Goplana Ltd., into which we would bring
the firm's assets,” explains Rutkowski. The crew did not
approve of capital privatization, afraid that the plant might go
to a chance buyer or a confectionery competitor.

“The purpose of privatizing the plant is to stay on the mar-
ket. This is possible only with a considerable investment of
some 10 billion zlotys, and Goplana doesn’t have that kind of
money,” continues Rutkowski. He maintains that Man has
already designated money In the Polish bank for the pur-
chase of the technology lines and awaits only a signed joint-

~~
Q

the'company itself

venture contract. Man handles about one third of world
cocoa trade and also trades sugar and tea. So far the com-
pany has not invested in Poland. According to Rutkowski,
dozens of prospective foreign customers were looking at
Goplana, but the British company was eventually selected on
the basis of social benefits, an 18-month period without pink
slips, a one third pay ralse and, mast importantly, the
promise to immediately invest more than 30 miliion dollars in
Goplana’s modemization. A joint Goplana and Man compa-
ny, Goman, has been setting up a national distribution net-
work for the past two years and has won itself 6,500 regular
customers.

Last Dacember Goplana sigried a letter of intent with Man.
The application for creation of a joint venture landed in the
Privatization Ministry in early July. It has received the support
of the crew and the province chief, who is the founding body
of the firm. In the company to be, the crew will receive 6 per-
cent of the shares for free and 47 percent will remain State
Treasury property. The balance will be held by Man. *I think
that the State Treasury's shares will surely be offered on the
exchange,” says Rutkowsk. Last spring, following problems
with Wedel's privatization, Privatization Minister Janusz
Lewandowski declared te. parfiament that he would not inter-
fere with Goplana's privatization. *Soplana will simply go on

| Adsmiamteom COPIANAS FAGTS mtmangi:

Goplana is 80 years old and has plants in Poznan, Leszno,
Kargowa and Sulech6w. Together these four plants employ
2,300. people. Last year Goplana's volume of business was
1.12 trilion Ziotys. The firm holds a 10-12 percent share of the
domestic confectionery market. N

Goplana has no outstanding debts, its only fiablities being
unpaid floating credits. The fim produces candy, boxed choco-
lates and chocolate wafers. For a short time i has been produc-
ing halvah, which formerty only Wedel produced in Poland, and
hSeptemberitwiﬂopenaspedalpeanmline.Mostofiwprod-
ucts are sold domestically. | -

an exclusivity basis, without any bidding, on the local Initia-
tive, and we won't meddle with it.” :

‘Since that time the situation has changed somewhat and
the Ministry's assurances are no fonger 100 percent refiable.
Goplana’s privatization gained notoriety in mid-August when
the Swiss firm Nestie unexpectedly expressed interest in buy-
ing the firm. Nestie inltially proposed buying 80 percent of the
stock for 40 miliion U.S. dollars. Goplana would become a
company held in trust by the State Treasury and then, as was
the case with Wedsl, the best offar would be chosen. Thus it
would be capital privatization.

Nestle, like Man, ensures 18-month employment, pay rals-

es of at least 33-percent, 20 percent of the shares for the -

crew and a declared investment of 30 million dollars. Their
offer doesn’t mention social benefits. The employees and
management of the Poznan factory rejected Nestle's offer.
“First, It Is very much belated. Secondly, we don't know
Nestie's intentions, and we don’t want Goplana to become
just a packaging facility or a storehouse for the Swiss con-
cem,” Rutkowski said. The ultimate decision on the mode of
privatization rests with Lewandowski. . e

. Dariuse Stycrek
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Optimistic report from Poland:

Veteran analyst describes changes, investment opportunities

by Stan Paliwoda .

Stan Paliwoda is a marketing pro-
fessor at the University of Calgary,
Alberta, Canada, and visiting pro-
fessor at the Canadian-Polish Man-
agement Centre of the Warsaw
School of Economics, Poland.

Business opportunities now abound
in Poland. .

I've been visiting Poland since
1976, and never has the change been
50 vast as in the past 12 months,
Poland is stable, its cumrency is con-
vertible, and though it has inflation of
about 40% annually, the rate is man-
ageable and relatively low compared
with the rest of Central Europe.

Street names that had anything
remoicly to do with the former regime
have been changed over the last year.,
Anything to do with October Revolu-
tion, Red Army, or communism has
been rclegated to memory.

Invesiment is everywhere. Small
kiosks have sprung up like mush-
rooms all over and even comipete in
the lines which they scll. Poles do not
have freezers, and so the idea of
weekly grocery shopping by car is
unknown. Instead, Poles still shop
often and for sinall quantitics. Every-
thing is naw available at a price.

The press has played up the arrival
of IKEA and Benction in Warsuw,
Gul semember that while Poland is
doing relatively well alongside her
neighbors, tlie moathly wage still is *

of specially equipped vehicles. Pri-
vate enterprise has spread throughout
the retail sector, und the bulk of the
working populution (56%) is now
working in the private sector. Private
shops coexist atongside state shops,
which now usually are closed, being
renovated, or up for sale.

The most incredible phenomenon
has becn the growth of the kiosks.
They are prefabricated metal or rein-
forced plastic and offer an impressive
runge of goods from fruit and vegeta-
bles to toiletries, shoes, clothes, glass-
ware, and periodicals to fresh meat,
washing machines, domestic clectri-
cal equipiment, and furniture. It is ull
(o be found outside. The choice may
be liited, but it is availahle.

Officiul statistics reveal that more
than 1.5 million small enterprises

dark red and cream now display ads
for Technics, Panasonic, or M&Ms,
Restaurants and bars have tables and
chuirs on the sidewalk. Altogether,
Poland is a much brighter, more
cheerful place thun before.

Women were always reasonably
well-dressed, but there has been a
marked improvement in the dress for
men. Previously, Polish nien used to
look as though they were wearing
suits that they had been wearing in
the rain and had shounk on them, It
was prunge tailoring before it became
fashionable to wear something that
looked not just Jived-in but slept-in.

Quality Italian suits are a very pop-
ular item right now. Conventions Such
us knotting your tie so that it stops
hallway up your chest huve ulso dis-
appeared.

The economic
climate in Poland
has changed
dramatically
since the fall of
communism.
Most significant
is the prolifera-
tion of kiosks,
whether on
sireef commers
(above) or
grouped in a
large market
like this one in
Warsaw (lefl).
Kiosk vendors
sell fn:yi, meal,
and even wash-
ing machines. A
reminder of
Poland’s past is
Stalin’s “gift,”
the Palace of
Culture, with
the legendary
Polski Fiats
parked in the
foreground.

AT&T sutellite network, Satellite
dishes are to be found on the outside -
of sume of the blackest of apaniment |
buildings, the white dish being in

munists often rewrote history to their

One point to note is that although
quantity is low, qualily is high, and the '



only around $300 per month (in Rus-
sia it is around $15). This will not buy
many Benelton sweaters,

Affluent group
However, many designer shops such as
Dior also are to be found in the fash-
ionable Nowy Swiat, for there is a smal}
but very alflucnt group of people in
Warsaw. The car dealerships for BMW
and Mcrcedes are a testimony to this.
Twao ycars ago, Da Elio established
the first Italian pizzeria in Warsaw to
ofTer a home delivery through the use

have been registered in the last 18
months. This is an impressive figure,
but inaccurate. For onc thing, regis-
tration docs not mean active partici-
pation in husincss. For another, regis-
tration may make you liablc for taxa-
tion including the value added tax,
introduced in July at 20%. Apart from
cutting profit margins, it will also
inflate sclling prices, and Polcs are
only just learning the ropes as to what
it takes to remain competitive.
Established Westemn brands are to
be found everywhere in Poland now.
Streetcars that used to be painted only

Phone progress

Therc has been substantial progress in
lelccommunications. Warsaw now has
a cellular telephone nctwork, and AT&T
is now recciving competition from the
Polish telcphone network. Previously,
international calls bad to be booked in
advance unless you happened to he
staying in a very expensive hotel.
Today it is possible to make calls
from a residential telephone in War-
saw that looks like something out of a
Hitchcock movie, but which rivals the

sharp contrast to the black wall on
which it is mounted.

As far as lodging, Warsaw has
spawned a large number of quality
hotcls in the last 18 months, the latest
being the Hotel Bristol. If anyone is
looking for a gap in the hotel market,
itis in the inexpensive two-star range.
Orbis hotels continue to operate, unfor-
tunately, hut they have a large number
of established Western competitors,

Transportation is another interest-
ing area. Buying a train ticket still
involves a wait of about 40 minutes in
a queuc that docs not move, and so you
can expect to be harangued several
times by bepgars, some carrying med-
fcal certificates that they have AIDS.

Once at the ticket counter, you real-
ize why it takes the ticket clerk so iong.
You have to state where you cre going,
which class you are traveling, when
and what time you are traveling, and
exactly the same for the retum.

Specific seat reservations are
issued with the tickets. First class is
particularly comfortable, with new
carriages now in operation, and I
received complementary soft drinks
and a candy bar during the ride.
Looking out the window on a trip
from Warsaw to Cracow you notice

that the fields look more like extend-

ed vegetable gardens than farms.

Agricultural woes

Polish agriculture is faced with terri-
ble problcms. Look out of a train win-
dow and you see generations of fami-
lies working in the ficlds with almost
nothing in the way of machinery.
Democratization has hit hard the
most ardent supporters of the process,
the peasant farmers, who have for
generations tilled the land. Now theip
very future is uncertain, It used to be
said in Poland that “only the future is
certain, the past is always changing.”
That was a reference 1o how the Com-

lack of industrint fertilizers means a
reliance on organically grown products.

What clse is new? In Warsaw at
least, mos: traditional restaurants
have given way to fast-food outlets
and pizzerias. Polish bigos (snusage
and saurkraut) is now found in Pizza
Hut! A few hlocks away are two
McDonald’s restaurants and a rival
opcning soon undemnenth the Smyk
children‘s store.

The whole look of the place has
changzed just with brighter, more
attractive looking shops, new b
shelters, adventising, and tables and
chairs on the sidewalk so you can stop
for tea, coffee, or a beer. Last year,
Stalin’s (unwanted) gift to the Polish
people, the Palace of Culture, which
dominates the Warsaw skyline had a
very large ndvertising sign for Digital
on two sides of the very top of the
building, until the cost of that particu.

. lar outdoor sign incrensed too sudden-
. ly for private enterprise to accept.

In regard 10 grocery shopping. it Is

* interesting to watch shoppers ond
" . how they hehave, They are unsure of

packaged goods on supcrmarket
shelves; a number of packages lie
opened because customers wanted to
sce the contents hefore buying.

Poland’s leaders are being urged to
press ahead with much-needed reform
in privatization, Over 800 sintc enter-
prises have been privatized by liqui-
dation, and through liquidation and
joint ventures most change now will
take place.

The problem after all is not just to

_ change the ownership of state enter-

prises, but to ensure the introduction

. of new technelogy and new capital.

The American Polish Enterprise
Fund has been instrumental in devel-

. oping the small-business sector and

creating a market dynamic, There are
many places for investors 1o go-—not
without risks, but Poland has the

. mindset to prevail. &
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@2&1 Centra! Connecticut State University

A Campus of the Connecticut State University 1615 Stanley Street P.O.Box 4010 * New Britain, CT 06050 -4010

August 10, 1993

M. Catherine Ashmore, Director

International Enterprise Academy

Center on BEducation and Training for Employment
1900 Kenny Road

Columbus, Chio 43210-1090

Dear Ms. Ashmore,

Zdzislaw and I were very glad to meet you in Budapest and to have the
chance to discuss our various activities in Poland. We still have not received
an official grant Amendment for this year. However, in brief, we expect to
work with the politechnik in Poznan, the mining university in Krakow, and the
engineering colleges in Opole and Zielona Gora with funding from ocur Center for
Excellence grant. We do not work in Jalena Gora. We have included a nmumber of
people from Jelenia Gora in our projects the past two years and will teach a
series of short courses in western business there next Spring as well as in
Walbrzych and Legnica, the other provinces in Lower Silesia.

- Our mission in both the Center for Excellence and program contimuation
activities is to establish The Technical University as a first-class resource
for Poland in management and market economics training, especially in the areas
of non-credit short courses and workshops of a practical nature. In addition,
we will establish master’s programs in business and in organizational and
managerial comminication at The Technical University. We hope that The
Technical University Center develops as the hub of a larger network of
politechniks and engineering colleges offering management and market economics
programs for post—graduate students, adult learners and others in their
environs.

Thus, if as I understand it OSU is focusing on small business development
centers, I see no overlap in what we are both doing. In fact, I think there
may be a number of ways in which we can supplement and reinforce each other.
Once our Amendment is official, I hope you and I can discuss this.

I thank you for your kind words on our Center for Excellence grant. We
share your commitment to assisting Polish people in adopting a market-driven
system. We wish you continued success in your work.

With kind regards,

ely,

Henry S.
Executive Assistant to the President
for International Develcpment

HSE/sp
cc: Professor Kremens

Opporturity
Employer

"))'0



1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY

Phone: 614-292-4353
Telex: 9102505950
Fax: 614-292-1260
August 3, 1993

Henry S. Enck

Executive Assistant to the President
Connecticut State University

New Britain, CT. 06050

Dear Buddy:

Congratulations on winning the competition for a Center of Excellence in Poland this
year. As we discussed, we would appreciate the opportunity to know more about your plans.
You mentioned that you were also expanding the program into Poznan and Jalena Gora where
we are also working. It would be good to understand your mission so that we don’t confuse the
people we are working with in the same places.

Enclosed is the text that we have available for business start-up programs through the
Solidarity Economic Foundation. It was our first attempt at providing materials for use in the
Polish language, and was an interesting learning experience. Additional copies are available
through the Solidarity Economic Foundation in Gdansk. Please contact Alicjz Zajaczkowska,
Fundacja Gospodarcza NSZZ Solidarnosc, Waly Piastowskie 24, 80-855 Gdansk, Pcland (48-58-
384319).

It was good to finally meet you and Zdzislaw Kremens in Budapest. Although the
meeting was a bit short, it did give us a chance to know a bit more about each of the projects.
Please let us know if there are any events that we could share with our various groups, and do
plan to join us for the FORUM in Gdynia next May.

Sincerely,

M. Catherine Ashmore
Director, International Enterprise Academy

NLTTA CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT
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11.
12.
13.

14,

COORDINATORS MEETING AGENDA

September 28, 1993, Warsaw

Accomplishments - July-September, 1993
Faculty (year 1, year 2, year 3)

Satellites

Schedule of courses

Cases (types of cases needed for Program based on what we have already
had)

New seminars:

- overview of consultants status - Elzbieta Jacowicz

- Team Building seminar (prof, Janina Latack) - Adam Géral

- Negotiations seminar (prof. Roy Lewicki) - Bogustaw Plawgo

- Retail Management seminar (prof. Wayne Talarzyk) - Zdzistaw Krajewski
- Marketing Research seminar - Lukasz Pawelczak

- Selling seminar (John Turner) - Krzysztof Kaszuba

- Human Resource Management (John Turner) - Andrzej Jurgilewicz
- materials

- trainnigs schedule

Faculty Training Meetings

Strategic Plans

Reports

John Turner in Poland

National Conference

Task Force meeting

Local Task Force meeting

Review a calendar

,1)’1/ '



A list of The POLISH INSTITUTES’ COORDINATORS

FUNDACJA GOSPODARCZA NSZZ Solidarno$¢
(SOLIDARITY FOUNDATION in Gdaiigk)

Waly Piastowskie 24 phone#: 48-58-38-43-19 or 18

80-855 Gdansk, POLAND 48-58-387-412 or 48-58-314-051
Fax#. 48-58-38-42-19/48-58-31-
44-78

e Malgorzata Balkowska

Wajdeloty 23/6; 80-437 Gd.-Wrzeszcz home #: 48-58-41-50-06
o Alicja Zafaczkowska

Zamiejska 32/7; Gdansk home #: 48-58-32-14-85
o Alicja Unterschuetz

Oskara Kolberga 4C/32; Sopot

POLSKO-AMERYKANSKI INSTYTUT PRZEDSIEBIORCZOSCI in Rzeszéw
(POLISH-AMERICAN ENTREPRENEURSHIP INSTITUTE in Rzeszéw)

Zygmuntowska 2A phone and fax #: 48-17-328-58
35-030 Rzeszéw, POLAND

e Adam Gdral

Mochnackiego 13; 35-016 Rzeszéw home #: 48-17-627-660
o Krzysztof Kaszuba

Starzynskiego 11/17; 35-106 Rzeszéw

BIALOSTOCKA SZKOLA BIZNESU - INSTYTUT PRZEDSIEBIORCZOSCI in Bialystok
(BIALYSTOK BUSINESS SCHOOL - THE ENTREPRENEURSHIP INSTITUTE in Bialystok)

Wiejska 45E phone and fax #: 48-85-219-45
15-351 Biatystok, POLAND

o Andrzej Jurgilewicz

Rzymowskiego 38/51; 15-324 Biatystok
o Bogustaw Plawgo

Stoleczna 15a/9; Bialystok

POLSKO-AMERYKANSKI INSTYTUT PRZEDSIEBIORCZOSCI in Poznath
(POLISH-AMERICAN ENTREPRENEURSHIP INSTITUTE in Poznain)

Powstancow Wilkp. 16 p. 1521 phone & fax#: 48-61-543-521/520
60-967 Poznari, POLAND

o Walery Lach home #: 48-61-203-456
Winogrady 137/1; Poznan

o Zdzislaw Krajewski

Os. Wichrowe Wzgérze 13/135

61-657 Poznai,

’).. !

X



POLISH-AMERICAN ENTERPRISE INSTITUTES

CALENDAR OF ACTIVITIES

JULY 1993

e Quarterly Reports due - beginning of the month
AUGUST

e Institutes establish three satellite centers each
SEPTEMBER
Group meeting in Warsaw - end of the month
Case writing responsibilities assigned

Task Force meeting
Revised strategic plans due - end of month meeting - Send asap

OCTOBER

Institutes prepare outline of new seminar materials to share

SBA Meeting (12)

Quarterly Reports due - beginning of the month

Survey of Faculty Completed (31)

Export/Import Course Faculty Upgrade Seminar - Rzeszow (14-16) -
Strategic Plans due (31)

NOVEMBER

e E-mail Number (1)

¢ Management Course Faculty Upgrade Seminar - Rzeszow (7-9)
¢ Finance Course Faculty Upgrade Seminar - Bialystok (18-22)

e Survey of Business Onwers completed (31)

DECEMBER

Strategic Planning Course Faculty Upgrade Seminar - Poznan (9-12)
Share draft of materials for new seminars, obtain feedback from all
Institutes,

CETE and Solidarnosc staff.

Coordinators Meeting (14)

Task Force Meeting (15)

Mr Koltai team visit Poland (14-15)



JANUARY,

FEBRUARY

MARCH

APRIL

1994

Marketing Course Faculty Upgrade Seminar - Poznan (13-14)

Quarterly Reports Due - beginning of month

Group Meeting in Warsaw

Task Force meeting

John Turner arrives in Poland:  (Poznan, first 2 weeks)
(Bialystok, last 2 weeks)

Coordinators Meeting

Entrepreneurship Course Faculty Upgrading Workshop (27-28)
John Turner works with Institutes - Rzeszow

New Seminar Materials completed

Seminar on Selling (First 2 weeks)

Forum Program Proposals due (1)

John Turner works with Institutes - Poznan, Bialystok

New Cases Completed and Translated

New Seminar Workshops for Facuity scheduled in Bialystok (last 2
weeks)

e Quarterly Reports Due - Beginning of Month

MAY

JUNE

New Seminar Workshops for Faculty scheduled in 3 Institutes
(other 3 topics)
Meeting for planning final FORUM details

Entrepreneurship FORUM (15-17)
Task Force meeting
New Seminars taught by Institutes

New Seminars Taught
Final Report Due - end of month
Case Book published



PROGRAM

THE IV CONFERENCE on "THE ROLE OF BUSINESS AND INNOVATION CENTERS
IN THE REGIONAL DEVELOPMENT AND PROMOTION OF SMALL AND
MEDIUM-SIZED ENTERPRISES", Blazejewko, September 22-25, 1993 °
organized by:
POLISH BUSINESS AND INNOVATION CENTERS ASSOCIATION AND
WIELKOPOLSKA BUSINESS AND INNOVATION CENTER

September 22, 1993 ° Wednesday
8.30 p.m. Departure by bus from PKP (Polish Domestic Railroad) Main Train Station
8.30 p.m. Dinner
tember 23, 19 Thursday
Opening
9.30 a.m. Welcome

Prof. dr hab. Piotr Buczkowski - The President of Regional Council
Morning Session
10 a.m. The present condition of Innovation and Entrepreneurship Centers in
Poland. Measures and actions of Polish and Foreign Central Institutions
in support of promoting entrepreneurship.
Convener:

Krzysztof Zasiadty - President of Polish Entrepreneurship and Innovation
Centers Association

Presenters:

Barbara Listkiewicz, The Ministry of Entrepreneurship Promotion,
Warsaw; "Entrepreneurship Promotion in Poland”

Krzysztof Mika, Ministry Qf Labor and Social Policy, Warsaw

Jacek Janczewski, Cooperation Fund, Warsaw

Marek Kozak, Polish Agency for Economic Development, Warsaw

Jacek Jettmar, National Economic Chamber, Warsaw

Alicja Zajaczkowska, Economic Foundation NSZZ "Solldarnoéé" Gdarisk
"Non-government small business organ/zat/ons

Catherine Ashmore, International Enterprise Academy, The Ohio State
University, U.S.A. "Entrepreneurship Program for Poland”

11 a.m. Break
11.30 a.m. Discussion
1.30 p.m. Lunch

Do



Afternoon Session

3 p.m.

4.30 p.m
5p.m.
7 p.m.
8. p.m.

Methodology and curriculum of training programs for management team
and customers of Entrepreneurship and Innovation Centers

QOHVQHQ[:

prof. dr Maria Fic, Pedagogical University, Zielona Géra

Presenters:
Prof. dr hab. Henryk Gawron "The basis of preparation and direction of

educating candidates working for small businesses "

Dr Michat Butkiewicz, Agency for Small and Medium-Sized
Development, Warsaw "Criteria of professional competencies"”

Alicja Unterschuetz, Economic Foundation NSZZ "Solidarno$é", Gdarisk
"Self-employment competencies education as a part of vocational
education in Polish educational system”

Dr Elzbieta Raciniewska, Gdarisk Polytechnic, Gdarisk "A project of a
basic training curriculum: Professional consultant for small and medium-
sized businesses”

Dr Janusz Majewski, Academy of Agriculture, Poznarh "Country tourism
as an entrepreneurship development program in a country”

Break
Disc'ission
Cinner

A cultural event

September 24, Friday

8. a.m.
Morning Session

9. a.m.

breakfast

Managing the Business and Innovation Center. Marketing. Managing the
estate.

Convener:
Krzysztof Kwatera, Matopolskie Entrepreneurship Development Center,

Krakéw

Presenters: ‘
Franz Dietrich, Experplan, Consulting and Planning of Business

Innovation Centers, Technology and Science Parks, Munch, Germany
"Preparing a building for Entrepreneurship and Innovation Center and
SBDC and Incubator”



11 a.m.

11.30 a.m.

1p.m.
Afternoon Session

3 p.m.

Krzysztof Kwatera, Matopolskie Entrepreneurship Development Center,
Krakéw
"An incubator promotion plan*

Szymon Rézalski, Szczecih Entrepreneurship Center, “Szczeciri
Entrepreneurship Center Experiences” :

Jerzy Bajorek, Mielecki Entrepreneurship Incubator”

Krzysztof Chmura, Urzad Miasta i Gminy Zeléw
"Building Development Strategy for Zelé6w community

Stawomir Urbaniak, Zelowskie Entrepreneurship Center, Zeléw
"Economic Development in U.S.A. - a report from a training in the
US.A"

Dr.inz. Jan Mertl, Krzysztof Kucharski, Foundation "Incubator”, t6dZ
"Cooperation and synergy of small businesses within Incubator -
important factors affect economic situation of the business”

Uwe Hoppe, Business and Innovation Center, Frankfurt/Oder, Germany
"BIC Experiences in Frankfurt on the Odra”

Break
Discussion
Lunch

Commercialization and Transfer of Technology: The role of Business
and Innovation Centers, Central Administration and Local Government;
Financing

nvener:

Dr inz. Jerzy Sekiewicz, Progress and Business Incubator, Krakéw

Presenters:
Hans-Georg, Tschupke, Zenit Center for Innovation and Technic,

Mulheim a.d. Ruhr, Germany "Cooperation of private and state sectors”

Ronald Dwight, IRIS Project Poland, Warsaw “Intellectual ownership in
the process of technology commercialization”

Adam Toemiczek, CETE - Warsaw Center of New Technology, Warsaw-
Celestynéw "Successful innovations - what needs to be done to
commercialize technology successfully " .

Karol Lityniski, Center for Entrepreneurship Development of Warsaw
Polytechnic, Warsaw "Barriers of technology commercialization at
universities based on Warsaw Polytechnic example”



4.30 p.m.
5 p.m.

7 p.m.
7.30

Dr. inz. Jan Figwe, Business, Trade Fairs and Technology Center,
Gdatisk “"Can science parks exist in Poland”

Krzysztof B. Matusiak, University of L6dZ
"Institutional support of technology transfer in developed. market
economy”

Break
Discussion
Cocktail
Dinner

Saturday September 25, 1993

8.00

Morning session

10.30 a.m.
11 a.m.
12 a.m.

1 p.m.

2 p.m,

Breakfast

Innovation and Business Centers in the Middle and Eastern Europe:
present conditions; international cooperation network

Convener:

Heinz Fiedler, Association of German Technology and Business
Incubation Centres, Berlin, R.F.N.

Presenters:
Peter Nagy, Entrepreneurial Incubators Association, Budapest, Hungary

"Three years of business incubation in Hungary "

Dr Siegfried Behrendt, Oder-Spree Gesellschaft fur Stndortentwicklung
und Wirtschaftsorderung, Eisenhuttenstadt, R.F.N. "Polish-German
Innovation and Entrepreneurship Center Guben-Zielona Géra”

Michait S. Jaworskij, Lwéw Scientific, Technical and Economic
Information Center, Lwow, Ukraine "Activities in the scope of
Incubators, Innovation Centers and Science Parks in Ukraine "

Prof. Georgy Mladenov, Association of Bulgarian Technology Centers
and Business Incubators, Sofia, Bulgaria "Development of Bulgarian
Technological Centers and new forms of businesses”

Liudas Jonikas, Vilnius University, Wilno, Litwa
"Current situation in development of technological entrepreneurship in
Lithuania”

Break

Discussion

Summary. Conclusions. Follow-up.

Lunch

Departure by bus to Poznar PKP - a train station

G



THE SCHEDULE

22 September WEDNESDAY
8:30 p.m.

¥ Departure by bus from PKP (Polish State Railroad)
Main Train Station (Dworzec Gléwny)

23 September THURSDAY

Session I 9:30 a.m.- 1:00 p.m

* The present condition of business & innovation centres
in Poland;

* Measures and actions of Polish and foreign central
institutions aimed at promoting entrepreneurship.
Session Il 3:00 p.m.-7:00 p.m.

* Methodology and curriculae of training programs for

management teams and customers of business & innovation
centres.

24 September FRIDAY
Session III 9:00 a.m.-1:00 p.m

"¥* Managing the business & innovation centre. Marketing.

- Managing the estate (building);

A

Session IV 3:00 p.m.- 7:00 p.m.

* Transler of technology:

“The role of business & innovation centres, central
administration and Jocal government;
-Finances.

25 September SATURDAY

Session V 9:00 - noon

* Business & innovation centres in Middle and Eastern
Europe:

- present condition

- international cooperation network;

12:00 .

* Summary. Conclusions. Follow-up.

1:00 n.m.
* Departure by bus to PKP train station.
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REGISTRATION FORM

in the conference
22-25 September, 1993

FIRST NAME ....... cerenes cevnncnnee .
LAST NAME .....ccciciviiirininnnnnee.
DEGREE/TITLE ....ccctacecacroncacacs
POSITION ..ccutereserescrsecnnscioccsnes

NAME OF ORGANIZATION .........

ADDRESS .....ccctniinniicninincennee

[60010) 1 1 v:3' GV

PHONE NO 0000200000000 00000000000000000
TELEX NO IIII..I....II...'I.I.....I....'

FAx NO V0000020000000 00000R00RR00RRNPRSTS

Business incubators, business & innovation
centres, business support centres, and
technological centres have been coming into

being in Poland since 1990. They are .

followed by seminars and conferences aimed
at disseminating foreign experience and
working out original Polish organizational
forms and programs; as well as improving the
skills of Polish businessmen.

Annual conferences, organized for the past
four years, on the operation of business &
innovation centres in their variety of forms,
and their role in local business development,
have already become a tradition.

These conferences are attended by organizers
and managers of business incubators and
business & innovations centres,
representatives of central and local
administration, as well as foreign guests.
The participants of the third conference in
1992 have called into being the Polish
Business & Innovation Centres Association.
This fourth conference is focused primarily

“on the discussion of practical issues related to

business & innovation centres:

* setting up and operation,

* finding partners,

* finances,

* technology transfer,

* estate management,

* training of management teams and
customers, : .

_* cooperation with foreign centres.

We have invited, as before, the Ministry of
Industry and Trade, Ministry of Business

Promotion, Ministry of Labour and
Social Policy, Ministry of Privatization,
Ministry of European Integration,
Committee on Scientific Research,
Cooperation Fund, UN Development
Program, IRIS Poland and other central
institutions involved in business
promotion to attend the conference.
The topics will be introduced by the
directors of Polish and foreign business
& innovation centres, international
experts and representatives of
governmental agencies.

You are requested to submit the
abstract of your paper that you wish to
deliver at the conference, before 15
August to enable placing it in the
conference documents. English and
Polish shall be the official languages of
the conference. The attendance cost
(including room and board, and the
conference documents) totals US$ 300
payable either by bank transfer
(Wielkopolski Bank Kredytowy 1V
Oddzial (Division) in Poznan, No
356338-20066-132, or upon your .
arrival, prior to the conference. '

Please send your attendance card before
30 August, 1993 to:
Polish Business & Innovation Centres
Association,
ul. Polanka 3, 61-131 Poznan,
fax 0-61/ 77-18-31
tel. 0-61/ 77-18-63 or :
0-61/ 77-17-51 ext. 43 '



WIELKOPOLSKA B
-3 Polanka St. Poznafi, Phone
Kalisz Division: 6

WIELKOPOLSKA BUSINESS & INNOVATION
CENTRE Inc. (WIP) is the first Polish
business incubator. The Centre was
established in 1990 as a joint-stock
company -Set up by the Heads of the
following provinces: Kalisz, Konin,
Poznafi, Zielona Géra, and Commercial
and Industrial  Chamber  POZNAR,
Enterprise for Implementation of
Technological Progress POSTEOR, and two
companies with Poznad Technical
University® equity: TERMOGOSCO and
POLINGOSCO. .

We are a member of the National
Business Incubators Association (NBIA)
in USA, and the German Association of
Business and Innovation Centres Network
(ADT) in Germany. We cooperate with the
European Association for Innovation and

Entrepreneurship Centres (EBN) in
Bruxelles and- Poznafi Technical
University, Zielona Gdéra Technical
University, Poznaf University of

Economics, Polish Rconomic Society,
Scientific Society for Organization and
Managenent, etc.

The Wielkopolska Business & Innovation
Centre, Inc. has been established to
support business and innovation;

wip

initiate entrepreneurship in Poland and
in the region.
In particular WIP concentrates on:

BUSINESS

1.Running  business of innovative
character, i.e. preparation for sale of
modern technology, organization, and
econonic;

2.Domestic
service;

and foreign trade and

3.Data bank: collection and processing
for sale of scientific, technical, and

. economic data. Recording of business

book and Journals. Data bank on land,
machinery, and equipment available in
the province and particular communes
for sale or lease;

4.Assistance in finding buildings and
facilities with business function;

5.0rganization of exhibitions and
promotional campaigns for scientific
and technical achievements;

6.Implehentation of Joint ventures;

US INESS & INNOVATION CENTRE Inc.
77-18-63; 77-17-51 ext. 39, 43; fax: 52-73-27, 77-18-31
Gérnoslaska St.; 68-800 Kalisz; Phone 748-02

T.Book-keeping and taxation consulting. -
_PUBLISHING HOUSR

1. Publications of foreign books on small
and medium business, incubators, business
econormics and finances; .

2.Manuals for foreign and Polish
businessmen; )
3.Publication of leaflets on business and
tourist opportunities in a region,
commune, city, province;

4.Publicationof advertisement brochures,
catalogues, etc. -

LAUNCHIRG OF BUSINESS INCUBATORS,
TECHNOLOGICAL PARKS, TRANSFER OF
TECHNOLOGY

1. Conceptual studies, analysis, business-
plan of a business incubator and
technological park;

2.Supervision and consulting in business
incubator and technological park during
implementation stage;

3.Documentation for business incubator




and technological park;

4. Assistance in transfer of technology.

ORGANIZATION AND CONSULTING IN LOCAL
BUSINESS (COMMUNE)

1.Consulting in defining needs and
goals of commune business development;

2.Assistance iﬁnlaunching of comnrune
business centre;
3.Business-plan for rural tourist
enterprise;

4.Cooperation in preparation of
business offers for Polish and foreign

- partners.

ASSISTANCE TO BUSINESSMEN AND
BUSINESSES

1.Consulting and assistance in strategy
selection;

2.Preparation of business- plans and
credit applications;

3.Preparation and implementation of
restructuring and ownership
transformations;

4.Business liquidation;

5.Management .teams leasing selection
and appointment;

6.Filling applications for
reduction, negotiations;

debt

7. Investment consulting;

8.Top executive selection.
CONSULTING

1.Marketing research;

2.Advertisement efficiency surveysi

3.Productivity and effectiveness

surveys;

4.Property/estate evaluation;

5.UNIDO analyses;

6.Research in technology transfer;

7. International  business  partners

matching (cooperation, export,import,

Joint ventures); A

8.Settlements of ownership titles.
TRAINING AND COURSES

1.Training for the unemployed;

2.Courses for candidates to Supervisory
Boards;

3.Computer courses;

4.Courses for syndics;

5.Courses: "The Art of Selling", "English
in Business Negotiations", “Secretary’s
Office Organization";

6.Courses: "How to Run an Export & Import
Business”, “Customs Duty Agency"”, foreign
languages;

7.Data bank on courses, training, studies
in business in Poland and abroad.

ORGANIZATION OF DOMESTIC AND FOREIGN
CONFERENCES

1.Conferences on
entrepreneurship;

innovation and
2. Conferences on technology transfer;
3.Conferences on £ighting unemployment.
We organize meetings and seminars with
politicians, scientists, and businessmen,
Polish and foreign.

He invited ypu to céoperation

Buks

WIP Inc.

Floria

Presigent

e




ECONOMIC FOUNDATION

NSZZ SOLIDARNOSG
80-855 GDANSK tel. 384-412, 384-319
ul. Waly Piastowskie 24 tix. 513170, 513160
POLAND fax. 384219, 317121

July 28, 1993

Lt. Ray Ryan

Executive Director

Center on Education and Training for Employment
The Ohio State University

1900 Kenny Rd.

Columbus, Ohio 43210

Dear Dr. Ryan:

As we begin our fourth year of cooperation with CETE and its International Enterprise Acadery,
we would like to express our appreciation for the excellent relationships established between
ourselves and your staff. During this period of time, we have been developing many new
strategies to help Poland develop a stronger economy and new jobs. This is an effort vital to the
interests of the Solidarity union and all of Poland.

We appreciate the way your staff has worked with us in managing a number of complex projects
and activities. Their professional approach has enabled us to accomplish so much in such a short
time. We recognize that developing instructional materials, training instructors, managing a
national conference, organizing adult training institutes, planning visits to the U.S., working with
third party evaluators, and training our staff in leadership techniques has been a major challenge
for you.

We appreciate the communications and management techniques you have established with us.
Your weekly telephone calls with a "to do" list have taught us how to work cooperatively across
the miles. Now that we are planning to have E-Mail in Poland it should be even easier.

Our staff enjoyed the recent planning meeting in Columbus and feel we have made an excellent
start in our plans for the year. We feel there is a good sense of teamwork established that has
resulted from our mutual respect for the expertise on all sides.

Sincerely,

WAL

Marcin Flisykowski
General Director



ECONOMIC FOUNDATION
NSZZ SOLIDARNOSC

80-855 GDANSK tel. 314-051, 384-412, 384-319
ul. Waly Piastowskie 24 tix 613160
POLAND fax 384219, 314478

AID III

ACTIVITY REPORT
1.07-30.08.93

1. Coordinating work of Entrepreneurship Institutes

- phone calls every week to snswer questions end check current
activities of three centers;

- solving problems connected with current operation of
Entrepreneurship Institutes.

2. Managing subcontractors budget - every quarter:

- verifying preliminary budget;

- checking financial reports sont by each institute;

- sending money to each center with a letter stating quarterly
allocation of the money.

3. Eguipwent:
- ensuring the requirements of the Institutes regarding equipment
purchase for the I1I year of the project.

4. Coordinating activities of Task Force:

- supervising organization of the AID III first mceting in Warsaw;
- expanding, after consultations with three sites coordinators,
the list of Task Force members;

- carrying out the peeting at FURUM Hotel, Warsaw on 28th
Septesber 1993; .

- planning for the one day long Task Force meeting outside Warsaw,
in mid December 1993.

5. Collecting informstion about courses offered currently at
Institutes.


http:1.07--30.09.93

6. Starting work on Case Studies:

- brainstorming with three sites coordinators about the future
shape and content of Case Studies;

~ supervising work of people responsible at. all sites for case
production.

7. Coordinating work on satellite sites for the three Institutes:
- gathering information about matellite cities and the process of
searching candidates For satellites coordinatorg;

- learning and approving about each Institute spproach to
gatellite =et up.

8. Supervising Coordinators meeting in Warsaw on Z8th September
19493:

- booking hotels for all end organiiing meeting place at
Aperican-Polish Labor Center in Warsaw;

- participating and monitoring an all day meeting.

8. Arranging for a site visit in Pozna’ Institute:
- participating in all orgmnived mecling and talks.

10. Participation along with Dr Astmore Iin Innovation and
Entrepreneurship Center in Poland conference at Biazejewko near
Pozar:, 22-23 September 1993:

- publicity activities for ENTREPRENEURSHIP INSTITUTES 1IN POLAND

project.

11, Managing Dr Cathy Ashmore and Klzbieta Jacowicz (CETE) 2-week
stay in Polend:

- assisting Dr Ashmore in her visits and peetings in Gda'isk,
Poznah and Warsaw.



July 17, 1993

Dr. John Turner
Old Dominion University
Norfolk, Virginia 23529-0156

Dear John:

I would like to invite you to use your sabbatical working with our project in Poland. As you
know, we are in our third year of providing technical assistance in setting up three Enterprise
Institutes to enable the university faculty to teach the business owners the concepts of a market
economy. The project would enable you to work with our university faculty in three sites as
follows:

*Rzeszow (southeastern Poland): The Institute is directed by Krzysztof Kaszuba and
assisted by Adam Goral in cooperation with the Marie Curie-Skladowska University and the
Rzeszow Technical University. The coordinators are on the faculty of both schools.

*Poznan (west Poland): The Institute is directed by Zdzislaw Krajewski and assisted by
Walery Lach of the Academy of Economics of Poznan. The coordinators are on the faculty of
the Academy.

*Bialystok (northeastern Poland): The Institute is directed by Andrzej Jurgelewicz and
assisted by Boguslaw Plawgo as part of the Bialystok School of Business. The coordinators are
on the faculty of the University of Warsaw, Bialystok branch.

Subject to receipt of the third year amendment from U.S.AID we are prepared to purchase your
airline ticket to Poland and internal travel, as well as per diem costs up to $90/day. Maximum
reimbursement is limi..d to $9,020 with appropriate receipts.

We look forward to the opportunity to work closely with you and feel that your expertise in
marketing, selling, and E-Mail delivery systems will be a great asset to us. Please let me know
if you have any questions.

Sincerely,

M. Catherine Ashmore
Director, International Enterprise Academy

N



1900 Kenny Road
Columbus, Ohio 43210-1080
UNIVERSITY :

Phone: 614-292-4353
Telex: 9102505950

August 11, 1993 Fax: 614-292-1260

John E. Tumer, Ed.D.

Associate Professor, Marketing Education
Old Dominion University

Norfolk, VA 23529

Dear John:

I can now officially offer you the opportunity to spend your sabbatical working with our project
to develop Enterprise Institutes in Poland. As part of our third year of this AID funded project,
we would like you to serve as a consultant to our three training centers, located in Bialystok,
Poznan, and Rzeszow. The most convenient time would be January-March, 1994.

Your duties while in Poland would be to provide expert assistance to our faculty and coordinators
in these sites. Specifically we would like you to do the following:

* Provide assistance to Institute staff in developing instructional materials for a
course in Salesmanship. We ask that you suggest materials that could be adapted for use in
Poland and assist our Polish team in developing a suitable course to train small business
employees, and the employers in some cases.

* Provide assistance to staff in developing instructional materials for a course in
Managing Human Resources. Again we ask that you suggest materials that could be adapted for

Poland and assist our Polish team in developing a suitable course to train small business owners. -

* Upgrade the skills of faculty to provide training courses for small business owners.
Although they have been doing this for almost two years, we have not had a chance to observe
them over a period of time and help them improve their techniques. Your extended stay will
allow us to find ways where help is needed. This will require development of pedagogical lessons
and coaching of faculty to be more student-centered in their delivery.

* Assist Institute staff in obtaining and utilizing Internet connectivity. We are still
working to get all three Institutes connected via their university nodes. We are all at a very
clementary stage of development here and will appreciate your expertise.

All of these different experiences will give you greater insight into the needs of countries in
Central Europe which will transfer to interestine possibilities for teaching in your university
classroom. We ask that you be open to the needs of the Institutes when you are there and

.
LS
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provide them as much consultation as you see fit to improve their programs.

We are prepared to purchase your airline ticket to Poland, provxdc for internal travel by public
transportation, and per diem costs up to $90 per day The maximum reimbursement is limited
to $9,020 with appropriate receipts.

We look forward to the opportunity to work closely with you and feel that your expertise in
marketing, selling, E-Mail and teacher training will be a great asset to us. Please let me know
if you have any questions. Since I will be in £urope from August 23 to October 4 please direct
any questions to Elzbieta Jacowicz at my office. She will be mectmg with me and the
coordinators in September to finish planning our activities for the year in Poland. At that time
we will identify scl.edules and assistance for you as you travel around Poland. I know that you
will find, as I have, that the Polish people are very hospitable and the work is very much
appreciated.

(et Hhoo

M. Catherine Ashmore
Director, Intemational Enterprise Academy

. \\6\



JOHN E. TURNER, Ed.D.
1013 wynngate Drive
Chesapeake, Virginia 23320
(W) (804) 683-3307; (H) (804) 436-0680; Fax (804) 548-9605

EKILLS SUMMARY

l- Instruction in Retail Marketing and Entrepreneurship
2- Preparation of Training and Development Personnel

3- Computer Applications and Training (PC)

4- Management of Instructional Programs and Personnel
5- Instructional Systems and Materials Development

6- Grant/Project Management

HIGHLIGHTS REGARDING SKILLS

Instruction in Retailing and Entrepreneurship:

a) Sixty (60) plus classes of senior level undergraduate
instruction in "Retail Marketing® with an entrepreneurial
focus.

b) Off-site small business workshops and seminars in "Starting
and Operating Your Own Business".

Preparation of Training Personnel:

a) Approximately thirty (30) classes of senior and graduate
level instruction in *Training Techniques for Business and
Industry".

b) On-site Train-the-Trainer workshops and seminars in
business and government.

Computer Applications and Training:

a) Provided workshop in utilization of E-Mail. Incorporated
off-site dial in to BB, real-time, hands-on application,
and large screen projection via LCD projection pad.

b) One-on-one training for colleagues and staff in utilization
of software including communications and word processing.

c) Personal use of software applications include:
Communications (Procomm, Telix, Compuserve Desktop); Word
Processing (Word Perfect 5.1, Volkswriter-ASCII, Lotus Ami
Pro); Spreadsheet (Lotus ); Page Layout (Pagemaker)p
Graphics (Harvard); plus Ecanning and Graphics editing
software,

~
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Management of Instructional Programs;

a) Program Leader for Marketing Education (25% time, 6 yrs.)

Supervised four faculty and one staff position. Included
budget planning and monitoring, staff development and
curriculum management.

b) Chairman of Department of Vocational and Technical Studies

(50% time, 5 yrs.). Supervised eight full-time and four
part-time faculty with two staff personnel. Responsiktle
for budget, supervision and evaluation of personnel and
instruction, including salary increments. Programs
included Industrial Education/Training, Marketing
Education/Training, Occupational Education, and Special
Needs Vocational Education.

Instructional Systems and Materials Development:

a) Completed initial research (task validation), application,

and implementation of university program to train trainers
for business and industry.

b) Developed (conducted task analysis), authored, and

supervised research staff in development of instructional
materials in: Entrepreneurship, International Marketing,
Real Estate Marketing, Consumer Information, and Planning
and Management of Marketing Programs.

Grant/Proiject Management:

a)

b)

Served as University Coordinator of Vocational Programs
(25% time, 5 yrs.). Coordinated grants totaling over $1.25
million. Responsibilities included: Planning, Application,
Evaluation, Budgeting, Equipment Purchase, and Supervision
of research associates.

Funded for total of seven (7) state and one (1) federal
grant. Estimated total funding $125 K. Responsibilities
included: application, monitoring, budgeting, equipment
purchase, and product delivery.

OTHER RELEVANT ACTIVITIES:

a)

b)

c)

a)

Consultations for Small Businesses, Government, a Public
Utility, a Financial Institution, and State and Local
Departments of Education. .

Work with Business and Education Partnerships and advisory
councils.

Small business consulting utilizing interactive laser disk.

Data searches using electronic search and retrieval
including literature review of Joint Ventures.
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BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE
Bialystok, Wiejska 45E, phone# 219-45

The Director

FOUNDATION FOR LOCAL DEVELOPMENT
Bielsk Podlaski

Kopernika Street

Bialystok Business School and Entrepreneurship Institute operated within
Bialystok Foundation for Staff Training declare assistance and cooperation for Bielsk
Podlaski Foundation for Local Development.

Bialystok Business School Affiliate starts its operations on the 1st of October,
1993. Our affiliate’s aim is to deliver variety of trainings to the local community what
might be a part of programs and initiatives addressed by Local Labor Office, local
organizations and entrepreneurs’ environment.

We strongly believe that activities of our Bialystok Business School Affiliate
with local initiatives will lead to the development of entrepreneurship in Bielsk Podlaski
and its region.

Entrepreneurship Institute

Andrze]j Jurgilewicz
Director



BIALOSTOCKA SZKORA BIZNESU
INSTYTUT PRZEDSIEBIORCZOSCI

7
Bialystok, ul. Wiejska 45 E, tel. 219-45

Dyrektor Fundacji
na Rzecz Rozwoju Lokalnego
Bielsk Podlaski
ul. Eopernika

Bialostocka Szkola Biznesu i Instytut Przedsiebior-
czosci dzialajacy w ramach Bialostockiej Fundacji Ksztalcenia
iKadr w Bialymstoku deklaruja pomoc i wspélprace dla powstajacej
w Bielsku Podlaskim Fundacji na Rzecz Rozwoju Lokalnego. Bedzie
to mozliwe i niezbedne w zwiazku ze staraniami w/w Fundacji o
utworzenie Funduszu Rozwoju Przedsiebiorczosci.

Bialostocka Szkola Biznesu 2z dniem 0§1.10.1993 rok
rozpoczyna dzialalno$é w swoim oddziale w Eielsku Podlaskim. W
zwiazku z powyzszym bedzie prowadzila gléwnie dzialtalnosé¢
szkoleniowa na terenie Bielska Podlaskiego, co wspélgra =z
zamierzeniami 1 inicjatywami lokalnych organizacji i instytucji
takich jak wzmiankowana Fudacja, Fundusz a takZe Rejonowy Urzgad
Pracy i miejscowe 8rodowisko przedsiebiorcéw.

Sadzimy, e dzialalno&¢ bielskiego oddzialu Bialostoc-
kiej Szkoly Biénesu wraz 2z inicjatywami 1lokalnymi, w +tym
Fundacji, dobrze beda sluzyé rozwojowi przedsiebiorczofci na

terenie miasta i gminy Bielsk Podlaski.

sigblorczo$ci

rzef Jurgilewics
DYREKTOR

RGN



BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE
Biatystok, Wiejska 45E, phone# 219-45

The Board of Directors
COOPERATIVE BANK
Bielsk Podlaski

3 Maja 14

With reference to our previous discussion with Dr Jerzy Paszkowski, the
Manager of the Bialystok Business School Affiliate in Bielsk Podlaski and the Director
of Cooperative Bank in Bielsk Podlaski we would like you to have us a permission for
using a room located in the Cooperative Bank building, for the period of the first year
of our operations, i.e. 10.01.1993 - 0.7.30, 1994.

The Biatystok Business School Affiliate in Bielsk Podlaski starts its activities on
the 1 October, 1993. Our affiliate operates within Bialystok Foundation for Staff
Education which is a non-profit organization. We will deliver variety of trainings and
try to establish cooperation with local institutions and organizations in order to
promote entrepreneurship and basics of running a small business.

The profile of our new affiliate activities has already been proved by the local
government, Local Labor Office, Foundation for Local Initiatives and Entrepreneurship
Development Fund. Our affiliate will offer trainings to the mentioned institutions as
well as private companies and institutions connected with small business
infrastructure. The price of our traninigs will be calculated at costs. Employees of
Cooperative Bank will have access to the trainings with some preferences (of cause
if you find them interesting).

We understand that we are not charged for using your accommodation at least
during the first half year of our activities.

We would like to assure you that our activities will not inteirupt you and your
employees in your daily operations. We believe that our trainings will have a
tremendous impact on entrepreneurship development, empowerment of local
initiatives and promotion of local entrepreneurs what we perceive as our priority.

Sincerely,

Andrzej Jurgilewicz



BIALOSTOCKA SZKOLA BIZNESU
INSTYTUT PRZEDSIEBIORCZOSCI

Bialystok, ul. Wiejska 45 E, tel 219-45

DYREKCJA 1 ZARZAD
BAEKU SPOLDZIELCZEGO
w Bielsku Podlaskim
ul. 3 Haja 14

W nawiazaniu do wstepnych rozméw dr Jerzego Pasz-
kowskiego Kierownika Oddzialu Bialostockiej Szkoly Biznesu w
Bielsku Podlaskim i Dyrektora Banku Spéldzieczego w Bielsku
Podlaskim wnosimy o udostepnienie Oddzialowi Bialostockiej
Szkoly Biznesu pokoju w budynku Banku Spéldzielczego na pierwszy
rok Jjego funkcjonowania, tj. na okres od 0§.10.1993 do
30.07.1994 roku.

Termin rozpoczecia dzialalnosci Oddzialu Bialostockiej
Szkoly Biznesu w Bielsku Podlaskim planuje-sie na 01.10.1993
rok. Szkola, jak i Instytut Przedsiebiorczosci, funkcjonuje w
ramach Bialostockiej Fundacji Ksztalcenia Kadr - instytucji nie
dzialajacej dla osiaggnigecia zysku. Bielski Oddzial Szkoly bedzie
zajmowatl sie organizowaniem szkoleri oraz wspélpraca z insty-
tucjami i organizacjami lokalnymi dzialajacymi w celu promocji
przedsiebiorczosci i zasad biznesu.

Profil dzialalnofci i nwuzgadniana juz wspélpraca sa
znane 1 akceptowane przezx wladze miasta i gminy, a takze
Rejonowy Urzad Pracy oraz powstajaca Fundacje na Rzecz Rozwoju
Lokalnego, potencjalnie réwniez Fundusz Rozwoju Przed-
siebiorczosdci, o Kktéry aplikacja =zostala =zlozona. HNa rzecz
gidwnie tych instytucji oraz przedsiebiorstw prywatnych i
instytucji zwiazanych =z infrastrukturg biznesu Bielski Oddziatl
BSB ma zamiar dziala¢. Szkolenia beda kalkulowane wedlug kosztéw
wlasnych 2z preferencyjna do nich dostepno$cia dla przedstawi-
cieli Banku Spéidzielczego (o ile bedziecie Paristwo zainte-
resowani ich tematyka).

Z uwagi na powyisze prosimy o nieobcigzanie nas od-
Platnoscia za korzystanie 2z pokoju w Panstwa siedzibie, Przy-
najmniej w poczatko>wym okresie funkcjonowania (pierwsze P61 roku
dziatalnosci).

Jesteémy przekonani, %e dzialalno&é nasza nie bedzie
zakiécala toku pracy Banku, moie natomiast przyczynié sie do
rozwoju przedsiebiorczosci i inicjatyw lokalnych, jak réwniez do
wsparcia lokalnego $rodowiska przedsiebiorcé4w, co stawiamy sobie
za jeden z zasadniczych celéw dzialalnosci.

Z uszanowaniem

Instytut P,rzedsigbiorczgﬁci

e,
ef Jurgilewicz
DYREKTOR



BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE
Biatystok, Wiejska 45E, phone# 219-45

Director

Poland’s Telecommunication Ltd.,
Telecommunication Division
Bielsk Podlaski Region

Kopernika 5

By reason of opening a new affiliate of Bialystok Business School and
Entrepreneurship Institute in Bielsk Podlaski on the 1st of October 1993, we would
like you to have us a new telephone number.

Our affiliate is located in the Cooperative Bank, at 3 Maja Street 14. Its major
aim is to organize trainings and develop network with different institutions involved
in economic development of Bielsk Podlaski and its region. As you can see a
telephone is a indispensable too! for doing our job.

All expenses will be covered by Biatystok Foundation for Staff Training of which
Biatystok Business School and Entrepreneurship Institute is part of. BFST will settle
all accounts related to the affiliate activities.

If you need more information please contact dr Jerzy Paszkowski who is the
Manager of Bialystok Business School Affiliate.

Entrepreneurship Institute

Andrzej Jurgilewicz
Director



BIALOSTOCKA SZKOLA BIZNESU
INSTYTUT PRZEDSIEBIORCZOSCIT

Bialystok, ul. Wiejska 45 E, tel 219-45

Dyrektor
Telekomunikacji Polskiej S.A.
Zakladu Telekomunikacji
Rejon Bielsk Podlaski

ul. Kopernika 5

W =zwigzku 2z zamierzonym rozpoczeciem funkcjonowania
Oddzialu Bialostockiej Szkoly Biznesu i Instytutu Przedsie-
biorczosci w Bielsku Podlaskim z dniem 01.10.1993 rok uprzejmie
prosimy o przyznanie numerau telefonicznego w/w instytucji.

Oddzial ma swoja siedzibe w Banku Spéidzielczym przy
ul. 3 HMaja 14. Numer telefoniczny jest niezbedny do normalnego
funkc jonowania ©Oddzialu BSB. Bialostocka Szkola Biznesu bedzie
zajmowala sig¢ szkoleniami oraz wspélpraca z instytucjami lo-
kalnymi dzialajacymi na rzecz rozwoju przedsiebiorczosci na
terenie miasta i gminy Bielsk Podlaski.

Koszty zwigzane 2z ©przyznaniem numeru telefonicznego
pokryje Bialostocka Fundacja Ksztalcenia Kadr, w ramach ktérej
funkcjonuje Bialostocka Szkola Biznesu i Instytut Przedsiebior-
czosSci w Bialymstoku. BFKK bedzie rozliczata wszelkie koszty
funkcjonowania Oddzialu BSB.

Do szczegbdlowych rozméw w tej i innych kwestiach zwia-
zanych z funkcjonowaniem Oddzialu BSB w Bielsku Podlaskim upo-
wazniony jest dr Jerzy Paszkowski jako kierownik Oddzialu.

Inst,

Przedsigbiorczosci
L

rzef Jurgilewicz
DYREKTOR



BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE
Biatystok, Wiejska 45E, phone# 219-45

The Mayor of City
Bielsk Podlaski

Biatystok Business School and Entrepreneurship Institute operated within
Biatystok Foundation for Staff Training in Biatystok declare their assistance and
cooperation for a new Bielsk Podlaski Foundation for Local Development. Our
cooperation might be possible because our Foundation has already started to create
Entrepreneurship Development Fund.

Biatystok Business School starts its activities in its affiliate located in Bielsk
Podlaski, on the 1st of October, 1993. We will provide Bielsk Podlaski with variety
of trainings which we believe will become an valuable part of programs and initiatives
addressed by :ocal organizations, Regional Labor Office, Foundation mentioned above
and local community of entrepreneurs.

| believe that activities of our Biatystok Business School Affiliate with local
institutions will bring an important impact in the process of economic development of
Bielsk Podlaski region.

Entrepreneurship Institute

Andrzej Jurgilewicz
Director

6()



BIALOSTOCKA SZKOLA BIZNESU
INSTYTUT PRZEDSIEBIORCZOSCI

P

Biatystok, ul. wWiejska 45 E, tel. 219-45

Burmistrz Miasta
Bielsk Podlaski

Bialostocka Szkola Biznesu i Instytut Przedsiebior-
czofci dzialajacy w ramach Bialostockiej Fundacji Ksztalcenia
Kadr w Bialymstoku deklaruja pomoc i wspélprace dla powstajacej
w Bielsku Podlaskim Fundacji na Rzecz Rozwoju Lokalnego. Bedzie
.to mozliwe i niezbedne w zwiazku ze staraniami w/w Fundacji o
utworzenie Funduszu Rozwoju Przedsiebiorczosci.

Bialostocka Szkola Biznesu 2z dniem ©01.i10.1993 rok
rozpoczyna dziatalno$¢ w swoim oddzjiale w Bielsku Podlaskim. W
zwigzku Z powyzZzszym bedzie prowadzita giléwnie dzialtalnosé
szkoleniowa na terenie Bielska Podlaskiego, co wspéigra =z
zamierzeniami i inicjatywami lokalnych organizacji i instytucji
takich jak wzmiankowana Fudacja, Fundusz a takze Rejonowy Urzad
Pracy i miejscowe Srodowisko przedsiebiorcédw.

Sadzimy, ze dzialalnosé bielskiego oddzialu Bialostoc-
kiej Szkoly Biznesu wraz 2z inicjatywami lokalnymi, w tym
Fundacji, dobrze beda siluzyé rozwojowi przedsiebiorczosci na

terenie miasta i gminy Bielsk Podlaski.

Instytug Przedsigbiorczosci

rzef Jurgilewice
DYREKTOR

o\



BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE
Biatystok, Wiejska 45E, phone# 219-45

The Chief Officer of a group
of village, Bielsk Podlaski
Mr Jerzy Ignatiuk

Biatystok Business School and Entrepreneurship Institute operated within
Biatystok Foundation for Staff Training in Biatystok declare assistance and cooperation
for a new Bielsk Podlaski Foundation for Local Development. Our cooperation might
be possible because our Foundation has already started to create Entrepreneurship
Development Fund.

Biatystok Business School starts its activities in its new affiliate located in Bielsk
Podlaski on the 1st of October, 1993. We will provide Bielsk Podlaski with variety of
trainings which we believe will become a valuable part of programs and initiatives
addressed by local organizations, Regional Labor Office and local community of
entrepreneurs.

| believe that activities of Bialystok Business School Affiliate with local
institutions will bring an important asset to the process of economic development of
Bielsk Podlaski region.

Entrepreneurship Institute

Andrzej Jurgilewicz
Director

U



BIALOSTOCKA SZKOLA BIZNESU
INSTYTUT PRZEDSIEBIORCZOSCI

-

Bialystok, ul. Wiejska 45 E, tel. 219-45

wéjt Gminy
Bielsk Podlaski
mgr Jerzy Ignatiuk

Bialostocka Szkola Biznesu i Instytut Przedsiebior-
czosci dzialtajacy w ramach Bialostockiej Fundacji Ke=tatcenia
Kadr w Bialymstoku deklaruja pomoc i wspélprace dla powstajacej
w Bielsku Podlaskim Fundacji na Rzecz Rozwojﬁ Lokalnego. Bedzie
to mozliwe i niezbedne w zwigzku ze staraniami w/w Fundacji o
utworzenie Funduszu Rozwoju Przedsiebiorczosci.

Bialostocka Szkola Biznesu z dniem 01.10.1993 rok
rozpoczyna dzialalnos¢ w swoim oddziale w Bielsku Podlaskim. W
zZwiazku Z Ppowyziszym bedzie prowadzita giléwnie dzialalnosé¢
szkoleniowa na terenie Bielska Podlaskiego, co wapdédigra =z
zamierzeniami i inicjatywami lokalnych organizacji i instytucji
takich jak wzmiankowana Fudacja, Fundusz a takZe Rejonowy Urzad
Pracy i miejscowe Srodowisko przedsiebiorcédw. .

Sadzimy, 2e dzialalnosé bielskiego oddzialu Biatostoc-
kiej Szkoly Biznesu wrazx 2z inicjatywami 1lokalnymi, w tym
Fundacji, dobrze Dbeda sluzyé rozwojowi przedsiebiorczosci na

terenie miasta i gminy Bielsk Podlaski.

Przedsigbiorczoéci

reef Jurgilewice
DYREKTOR
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AGREEMENT ON COOPERATION
between
The Bialystok Foundation for Staff Training
and
The Chamber of Tourism and Agriculture in Suwatki
August 31, 1983

The Bialystok Foundation for Staff Training
represented by The Vice Director Andrzej Jurgilewicz
and

The Chamber of Tourism and Agriculture in Suwalki
represented by The Director Zygmunt Osiecki

agree as follows:
1

Both parties declare to undertake activities to assist entrepreneurs, persons running
small businesses and those who are interested in enhancing their knowledge in the scope
of small and medium entrepreneurship in Suwatki voivodship through:

. establishing information center BFST within the Chamber of Tourism and
Agriculture in Suwalki
. organizing trainings (The Bialystok Foundation for Staff Training runs trainings

based on curriculum proved by the United Stated Agency for International
Development and European Economic Community)

conducting research focused on local entrepreneurship development

organizing meetings with entrepreneurs

preparing training curriculum and educational materials

promoting undertakings and sharing experiences

2
The Bialystok Foundation for Staff Training is taking the responsibility for providing the
information center with the faculty, technical assistance, curriculum and training materials
and The Chamber of Tourism and Agriculture agrees to prepare facilities necessary for
running trainings and daily activities at the Chamber office in Suwalki, at Ko$ciuszki 71
street.

3
Assigned person responsible for developing cooperation between the Foundation for Staff
Training and the Chamber of Tourism and Agriculture is obliged to act according to the
status of the Foundation and The Chamber.

The Bialystok Foundation Chamber for Tourism and Agriculture
for Staff Training Zygmunt Osiecki
Andrzej Jurgilewicz



POROZUMIENIE

w sprawie wspdlpracy
Bialostockiej Fundacji Ksztalcenia Kadr
1
Izby Turystyczno-Rolniczej w Suwatkach
zawarte w dniu 31 sierpnia 1993 r.

Bialostocka Fundacja Ksztalcenia Kadr

reprezentowana przez Zastepcg Prezesa Andrzeja Jurgilewicza
i

Izba Turystyczno-Rolnicza w Suwalkach

reprezentowana przez Prezesa Zygmunta Osieckiego
postanawiaja co nastepuje:

PKT 1

. Strony deklarujg gotowos¢ realizacji wspolnych przedsiewzigé, majacych na celu

. udzielanie pomocy przedsigbiorcom, osobom prowadzacym dziatalno$¢
gospodarcza oraz zainteresowanym poglebieniem wiedzy w zakresie malej 1
sredniej przedsigbiorczosci na terenie wojew6dztwa suwalskiego poprzez:
« uruchomienie punktu informacyjnego BFKK przy Izbie Turystyczno-Rolniczej

w Suwalkach
« organizacj¢ szkolen ( Bialostocka Fundacja Ksztalcenia Kadr prowadzi

szkolenia wedtug programu uzgodnionego z Agencja Rozwoju
Mie¢dzynarodowego Stanéw Zjednoczonych oraz Komisja Wspdlnot
Europejskich )
dzialalno$¢ badawcza dotyczaca rozwoju lokalnej przedsigbiorczosci
wspolng organizacje spotkan przedstawicieli przedsigbiorcow
wymiang¢ doswiadczen i materialow
wspolne przygotowywanie programéw szkolen i opracowywanie materialéw
dydaktycznych
» promocj¢ wspOlnych przedsiewzigé

PKT 2
Biatostocka Fundacja Ksztalcenia Kadr zobowiazuje si¢ do zapewnienia fachowe;j
obshugi w punkcie konsultacyjnym w Suwatkach, do udost¢pnienia materiatow
szkoleniowych i programdéw szkolen, do pomocy w wyposazeniu punktu
informacyjnego, natomiast Izba Turystyczno-Rolnicza do zagwarantowania bazy
lokalowej na potrzeby dzialalno$ci biezacej i szkoleniowej w siedzibie Izby w
Suwalkach przy ul. Kosciuszki 71.



PKT 3
Osoba koordynujaca w Suwatkach wspotpracg Biatostockiej Fundacji Ksztalcenia
Kadr z Izbg Turystyczno-Rolnicza obowiazana jest dziata¢ zgodnie ze statutem

Fundaciji i Izby Turystyczno-Rolnicze;j.

Za Biatostocka Fundacj¢ Za Izbe Turystyczno-Rolnicza

Ksztalcenia Kadr Zygmunt Osiecki

Andrzej Jurgilewicz s
G

V-ce Prezes Zarzadu
M’w
drzej Jurgilewicz

[



AGREEMENT on COOPERATION
between
The Bialystok Foundation for Staff Training
and
The House of Local Initiatives in Suwalki
September 20, 1993

The Bialystok Foundation for Staff Training
represented by The Vice Director Andrzej Jurgilewicz
and

The House of Local Initiatives in Suwalki
represented by The Director Zygmunt Osiecki

agree as follows:

1
Both parties declare to undertake activities to assist entrepreneurs, persons running
small businesses and those who are interested in enhancing their knowledge in the scope
of small and medium entrepreneurship in tomza voivodship through:

. establishing information center BFST within the House of Local Initiatives in tomza
. organizing trainings (The Bialystok Foundation for Staff Training runs trainings
based on curriculum proved by the United Stated Agency for International
Development and European Economic Community)

conducting research focused on local entrepreneurship development

organizing meetings with entrepreneurs

preparing training curriculum and educational materials

developing promotion of joint activities, sharing experiences

2
The Bialystok Foundation for Staff Training is taking the responsibility for providing the
information center with the faculty, technical assistance, training matenals and curriculum
and the House of Local Initiatives agrees to prepare facilities necessary for running
trainings and daily activities at the House office in tomza, at Nowogrodzka 71 street.

3 .
Assigned person responsible for developing cooperation between the Foundation for Staff
Training and the House of Local Initiatives is obliged to act according to the status of the
Foundation and The House.

The Bialystok Foundation The House of Local Initiatives
for Staff Training Franciszek Adamiak
Andrzej Jurgilewicz

-



POROZUMIENIE

B W SPRAWIE WSPOLPRACY
BIALOSTOCKIEJ FUNDACIJI KSZTALCENIA KADR
I
DPOMU INICJATYW LOKALNYCH W LOMZY

ZAWARTE W DNIU 20 WRZESNIA 1993 1.

Biatostocka Fundacja Ksztalcenia Kadr
reprezentowana przez Zastgpog Prezesa Andrzeja Jurgilewicza
i

Dom Inicjatyw Lokalnych w Lomzy -
. reprezentowany przez Dyrektora Franciszka Adamiaka

postanawiajg co nastgpuje:

PKT 1

Strony deklaruja gotowosc realizacji wspolnych przedsigwzigg, majacych na celu

udzielanie pomocy przedsigbiorcom, osobom prowadzacym dziatalnos¢

gospodarcza oraz zainteresowanyim poglebieniem wiedzy w zakresie matej i

éredniej przedsigbiorczosci na terenie wojewodztwa tomzyniskiego poprzez:

. uruchomienie punktu informacyjnego BFKXK przy Domu Inicjatyw Lokalnych
w Lomzy :

. organizacj¢ szkolen (Bialostocka Fundacja Ksztatcenia Kadr prowadzi

szkolenia wedtug programu uzgodnionego z Agencja Rozwoju

Miedzynarodowego Standw Zjednoczonych oraz Komisjg Wspolnot

Europejskich)

dzialalnogé badawczg dotyczaca rozwoju lokalnej przedsigbiorczosci

wspdlng organizacj¢ spotkan przedstawicieli przedsigbiorcow

wymian¢ doswiadczen i materialow

wsp6lne przygotowywanie programéw szkoleri i opracowywanie materialéw

dydaktycznych

« promocj¢ wspdlnych przedsigwzigé

PKT 2



Bialostocka Fundacja Ksztakenia Kadr zobowiazuje si¢ do zapewnienia
fachowej obstugi w punkcie konsultacyjnym w Lomzy, do udostgpnienia
materialow szkoleniowych i programéw szkolen, do pomocy w wyposazeniu

punktu informacyjnego, natomiast Dom Inicjatyw Lokainych
do zagwarantowania bazy lokalowej na potrzeby dzialalnosci biezacej i

szkoleniowej w siedzibie przy ul. Nowogrédzkiej 1 w Lomzy.

PKT 3

Osoba koordynujaca wspolpracg Biatostockiej Fundacji Ksztalcenia Kadr z -
Domem Inicjatyw Lokalnych w L.omzy obowiazana jest dziala¢ zgodnie ze
statutem Fundacji i Domu Inicjatyw Lokalnych.

Za Bialostocka Fundacj¢ Za Dom Inicjatyw Lokalnych
Ksztalcenia Kadr :

s —— {///y////fr

Andrzej Jurgilewics
Andrzej Jurgilewicz Franciszek Adamiak
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~NLTA ! CENTER ON EDUCATION
OHIO %THAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
Phone: 614-292-4353
Telex: 9102505950
July 23, 1993 Fax: 614-292-1260
Mr Wayne Talarzyk, Professor

The Ohio State University
1775 Collage Road

249 Hagerty Hall
Columbus, Ohio

Dear Professor,

We would like to thank you for your involvement in our small business institutes project in
Poland.

We found your presentation very interesting and valuable and we shall be very happy to have
you work with us on this project.

In the third year of our project we expect our Polish faculty to develop materials and training
seminars on Retail Management - "Successful Retailing” by themselves. However, we think it
is still important to provide assistance to them.

We see your role as the consultant to:

1/ identify key topics of "Successful Retailing” seminar and resources for Polish
faculty (completion date by the end of August)

2/ review course teaching outline which will be developed by our faculty in Poland
and suggest additional materials if still needed (October)

3 review the content of seminar materials with Elzbieta Jacowicz (November-
December) and make changes if necessary

4/ conduct training seminars for faculty in 3 sites (Rzesz6w, Bialystok, Poznafi;
2 weeks in February or March) - present teaching methods.



The seminar is planned to be 30-hour event and it is expected by our faculty that the training will
enable the participant to:

- design retail operations

- develop competitive strategies

- manage inventory including computerized systems
- promote the business

- contro] cash flow

- improve retail operations.

We would like to underline that this course is designed for existing small shop owners who wish
to improve the efficiency of their businesses.

We would like to offer you $ 5,000 as a total remuneration for your assistance. This will include
one trip to Poland for two weeks (airline ticket paid and living expenses - hotel, meals of 90$

per day).

We hope you will find time to work on our project in Poland and we would appreciate your
response.

We look forward to working with you.

Yours sincerely,
%/‘Z@W W( '
Elzbieta Jacowicz

Program Associate
Entrepreneurship

vt



W. WAYNE TAIARZYK
Professor of Mar
The Chio State University

2402 Southway Drive 1775 College Road
Columbus, Chio 43221 Columbus, Chio 43210
(614) 488-0563 (614) 292-4710

Dr. Wayne Talarzyk is Professor of Marketing and Chair of Undeﬁ;:aduate
Programs in the College of Business at The Ghio State University.

teaching and research interests lie primarily in the areas of managerial
marketing, pramotional strategies, caonsumer attitudes and lifestyles, and
electronic technologies in marketing.

Born in Evansville, Indiana, Dr. Talarzyk received his bacheler's
degree in electrical engineering from Purdue University in 1962. From 1962-
1965, he was a flight test engineer with the Atlas missile systems at
General Dynamics/Astronautics in California.

Dr. Talarzyk returned to Purdue University in 1965 and received his
master's degree in Industrial Administration in 1966 and was awarded the
Ph.D. degree in 1969. While at Purdue, he served as an instructor in
marketing management and financial management. Dr. Talarzyk joined the
Marketing faculty at Chio State in 1969 and served as Chairman of the
faculty fram 1980-1988.

His research projects, many of which have been concerned with the
applications of consumer attitudes and lifestyles research, and new
technologies in marketing, with specific emphasis on videctex, are regularly
reported through authored or co-authored articles appearing in professicnzl
journals and conference proceedings. Dr. Talarzyk's research has been
published in the Journal of Marketing, Journal of Marketing Research,
Journal of Business Research, Journal of Consumer Affairs, and other
Journals. He has lectured in England, Scotland, Japan, China, Singapore,
South Africa, and Hong Kong. :

He is active in the business commmnity serving as a professicnal
consultant and is also a frequent participant in executive seminars,
continuing education programs and professional association conferences. He
is also involved with the religious cammnity as a lay pastor and serves as
faculty advisor to Campus Crusade for Christ at Ohio State.

Dr. Talarzyk is author or co~author of fifteen college textbooks, three
research monographs, and three professional mamals. His latest books
include Cases and Exercises in Marketing and Con Cases in
Behavior, third edition. He has received cutstanding teaching and service
awards fram Purdue University and The Chio State University.

/“ /



Retail Management - Successful Retailing

Module 1 - Overview of Retailing Issues

A model! of retailing
Retailing myopia
Margin vs. turn operations
Selling vs. marketing
Customer vs. product orientation
Note: I would like to take the lead in
developing this module

Module 2 - Retailing Financial Management

Balance sheet - income statement
Financial ratios
Breakeven analysis

# 2 pp. 159-165

# 3 pp. 77-88

# 4 pp. 265-268

Module 3 - Product: Implications for Retailing

Merchandising
Product life cycle
Inventory control
# 1 pp. 98-106
# 3 pp. 96-107
# 3 pp. 149-156
# 4 pp. 135-146

Module 4 - Price: Implications for Retailing

Pricing

Markdowns
#2pp. 73-74
# 4 pp. 157-172
# 4 pp. 325-330

Module 5 - Place: Implications for Retailing

Store layout

Ambiance

Displays
#2



Module 6 - Promotion: Implications for Retailing

Advertising
Personal selling
Sales promotions
Public relations

Module 7 - Serving the Customer

Marketing research
Customer service
Motivating employees
# 2 pp. 83-89
# 4 pp. 174-183
# 4 pp. 209-212
# 4 pp. 315-319

Note: Each module would be about 3-4 hours in length of presentation

, \"j)



REFERENCES
1. Cantor, "Open and Operate Your Own Small Store"

pp. 72-87
pp. 98-106

2. Taetzsch, "Opening Your Own Retail Store"

pp. 55-62
pp. 73-74
pp. 83-89
pp. 91-110
pp. 159-165

3. Packard and Carron, "Start Your Own Store"

pp. 53-61
pp. 64-68
pp. 77-88
pp. 96-107
pp. 140-145
pp. 149-156

4. Burstiner, "Run Your Own Store"

pp. 122-132
pp. 135-146
pp. 157-172
pp. 174-183
pp. 209-212
pp. 218-221
pp. 222-226
pp. 228-238
pp. 239-252
pp. 265-268
pp. 315-319
pp. 325-330

Note: The following are general references and can be used to help support the
information in all of the modules.

5. Levy and Weitz, "Retailing Management” (This is the text | use to teach our retailing
course at OSU)

6. Dunne, Lusch, Gable, and Behardt, "Retailing™ (This is a more basic text)
7. Berman and Evans, "Retail Management" Also included - "Readings,

Exercises and Problems” and "Instructor's Resource Manual” (This text would
be comparable to Levy and Weitz)
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1900 Kenny Road
Columbus, Ohio 43210-1090

July 23, 1993

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

Ms Janina Latack, Professor
The Ohio State University
317D Hagerty Hall,

1775 College Road
Columbus, Ohio

Dear Professor,

We would like to thank you for your involvement in our Small Business Institutes project in

Poland.

We found your presentation very interesting and valuable and we shall be very happy to have
you work with us on this project.

In the third year of our project we expect our Polish faculty to develop materials and training
seminars on Team Building by themselves. However, we think it is still important to provide
assistance to them.

We see your role as the consultant to:

1/

2/

3/

4/

identify key topics of the Team building seminar and resources for Polish faculty
(completion date by the end of August),

review course teaching outline which will be developed by our faculty in Poland
and suggest additional materials if still needed (October),

review the content of seminar materials with Elibieta Jacowicz (November-
December) and make changes if necessary,

conduct training seminars for faculty in 3 sites (Rzeszéw, Bialystok, Poznafi;
2 weeks in April) - present teaching methods.

AND TRAINING FOR EMPLOYMENT

A



The seminar is planned to be 15-hour event and it is expected by our faculty that the training will
enable the participant to:

- improve leadership

- increase output

- build positive work environment

- develop skills needed in working in small groups

After the seminar Polish faculty is to run seminars on Team Building addressed to different
customers - representatives of small businesses, banks, local government, sports, unions etc.

We would like to offer you $ 5,000 as a total remuneration for your assistance. This will include
one trip to Poland for two weeks (airline ticket paid and living expenses - hotel, meals of 90$

per day).

We hope you will find time to work on our project in Poland and we would appreciate your
response.

We look forward to working with you.

Yours sincerely,
Elzbieta Jacowicz

Program Associate
Entrepreneurship
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Janina C. Latack

Janina C. Latack, PhD is a consultant and author on carser management and human
resource development. Previously, she was a faculty member in the College of
Business at Ohio State University for 13 years. She is highly experienced in providing
career assassment and feedback to individuals and in implementing management and

executive davelopment programs.

In her career management consulting practice, she works with professionals,
managers and executives one-on-one to assess strengths and create development
plans for maximum career effectiveness. Dr. Latack also works directly with key
decision-makers in organizations to build management strength in creating change and
developing capabilities in all levels of employees. She conducts management and
executive development seminars on leadership assessment and development,
coaching, career management, managing during organizational transitions, stress
management and communlication.

She has authored numerous articles which have been published in academic and
management journals on a variety of toples including career transitlons, employee
developmaent strategies, and coping with job stress and job loss. She was Invited to
be a contributing author for Volume 8 of Research In Personne! and Human Resources
Management. Her chapter, entitled "Organlzational restructuring and career
management: From outplacement and survival to inplacement” outlines cutting-edge
strategies used by corporations to maximize effective internal reassignment of

employees during restructuring.

Dr. Latack is an adjunct faculty member University of Arizona College of Business in
the Department of Management and Policy. She is certified as a Career Counselor by
the Nationa! Board for Certified Counselors (NBCC). Her professional memberships
Include the National Career Development Assoclation, Arizona Career Development
Association, Academy of Management, American Psychologlcal Association, American
Society for Tralning and Development, and the Society for Human Resource
Msanagement. She earned her doctorate in Business from Michigan State University
and was selected for Beta Gamma Sigma and Phi Kappa Phl honorary societies.



Center on Education and Training for Employment

Small Business Institutes Project

Team Building Seminar

Key Topic List and Resources

Prepared by Dr. Janina C. Latack
Consultant in Career Management
and Human Resource Development
Adjunct Professor of Management and Policy
University of Arizona
College of Business
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Team Bui'ding Seminar
Key Topics List with Resources
for Small Business Institutes Project in Poland
A well-developed team, which may be the most flexible and competent tool
known to organizations today, can benefit its organization with the following
abilities and assets:
- Management of Complexity
- Rapid Response
- High Motivation
- High-Quality Decisions
- Collective Commitment
- Collective Strength

Francis & Young, Improving
Work Groups.

Key Topics:
I. Team Concepts
A. Importance of Teams in Today's Global Economy
B. Diagnosing and Assessing Teams in the Culture of Poland
C. Groups and Group Dynamics
D. Stages of Group Development
E. Definition of a Team
F. Distinguishing a Group from a Team
G. Different Types and Purposes of Teams

H. Fitting Teams into a Larger Organization Context



Team Building - p. 2

L. Special Team Issues for Entrepreneurs
Il. Leadership and Teams

A. Leadership Concepts

B. Effective Team Leadership

C. Pitfalls and Problems of Team Leaders

D. Development of Effective Team Leadership Skills
lil. Team Building Concepts and Strategies

A. Characteristics of Effective Teams

B. Blocks to Team Effectiveness

C. What is Team Building?

D. Strategies for Team Development
IV. Key Tools for Team Effectiveness

A. Planning and Leading Effective Meetings

B. Structuring Team Roles

C. Group Planning and Problem-Solving Techniques (e.g., Brainstorming,
Fishbone Diagrams)

D. Team Culture and Process Assessment

E. Constructive Management of Conflict

Resources !

1. Francis, D. & Young, D. (1992) Improving Work Groups: A Practical Manual for

Team_ Building (Revised). Pfeiffer & Co.: San Diego, CA. (Also contains training
activities.) .

2. Kouzes, J.M. & Posner, B.Z. (1987) The Leadership Challenge: How to Get

Extraordinary Things Done in Organizations. Jossey-Bass: San Francisco, CA.



3. Larson, C.E. & LaFasto, F.M.J. (1989) TeamWork: What Must Go Right/What Can
Go Wrong. Sage: Newbury Park, CA.

4. Stewart, A. (1991) Team Entrepreneurship. Sage: Newbury Park, CA.

5. Katzenbach, J.R. & Smith, D.K. (1993} "The Discipline of Teams”, Harvard
Business Review, March-April, 111-120.

6.Chlewinski, Z. (1981) "Group and individual decisions in ask situations: Aspirations
and achievement. Polish Psychological Bulletin, 12, (2}, 115-124.

7. Kilmann, R.H. (1984) Beyond the Quick Fix: Managing Five Tracks to
Organizational Success. Jossey-Bass: San Francisco, CA
Team Building - p. 3

8. Maier, N.R.F., Solem, A. and Maier, A. (1975) The Role Play Technique.

9. Orsburn, J. Moran, L. & Musselwhite, E. et al. (1990). Self-Directed Work Teams.
Business One Irwin.

10. Buchholz, S. & Roth, T. (1987) Creating the High Performan . Wilson
Learning Corporation.

11. Rees, F. 25 Activities for Team Building. Pfeiffer & Company, San Diego.

12. Sperry, L. et al. (1977) You Can Make It Happen. (Individual and Group
Assessment Tools). Addison-Wesley, 1977.

13. Whetten, D.A. & Cameron, K.S. (1984) Developing Management Skills. Scott-
Foreman: Glenview, IL.

Recommended Assessment Togls:
Leadership Practices Inventory (Self and Observers). Available from Pfeiffer & Co.

T :am Review Survey. Available from Pfeiffer & Co.

1 The first five references are priority resources and would serve as possible seminar
texts and sources of training activities. They contain information of most of the key
topics listed. The remainder provide important background and suggested training
activities for seminar faculty.

A
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LEADERSHIP

LEADERSHIP PRACTICES INVENTORY (LPI)

James M. Kouzes and Barry Z. Posner
Join the MILLIONS of others who use LPI to achieve
extraordinary results!

Based on extensive research, the LP] instruments and
The Leadership Challenge book help leaders accomplish
extraordinary feats through those they lead.

Use them to assess and develop the five key
principles of effective leadership:

* Challenging the Process
* Inspiring a Shared Vision
¢ Enabling Others to Act

¢ Modeling the Way
* Encouraging the Heart

LPI

Deluxe Trainer’s
Package

Included in this upgraded
package is the new LPI:
Trainer’s Package plus a copv
of the authors’ book, The
Leadership Challenge.

LP! Deluxe Trainer's Package—1993
Edition / Code 1030ESD / The
Leadership Chalienge. LPI; Self-
Assessment and Analysis, LPI:
Observer, LP!: Trainer's Manual
(Revised) / $59.95

LPI

Ohserver

SFormeriy atled LR Others

The anonvmous perceptions
of peers, combined with the
manager'’s self-assessment,
provide a clear picture of
how the manager functions
as a team leader. The LPI:
Observer provides a
balanced picture of
leadership traits and allows
for constructive discussion
of ways to improve.

LPI: Observer—1993 Edition /
Code 483ESD / 4 pages /
nonreproducible / $3.95 each /
See Quantity Pricing €

lecderslnp. Su The !
'I‘EM’ TEARL LPI lnsirunonl 1
.oa page 1 M. i N

,»-.-s.._/..-u'-uu Aem e Al cdrae 4

LPI

A Self-Asszssment
and Analysis

This instrument has been
expanded to include
sections on comparing
scores with the normative
sample and sharing
feedback with constituents
and colleagues. The
questions and scoring
method are unchanged.

Managers will use this
30-item inventory to
evaluate their own perfor-
mance and effectiveness as
leaders. When used in
concert with the LPI:
Observer, up to ten
observers’ scores can be
combined with the self-
assessment, and plans for
improvement can be
developed by the manager
and team together.

LPI; Self—1993 Edition /

Code 482ESD / one 4-page @
instrument plus 40-page

participant's manual /

$9.95 each/ @
See Quantity Pricing J

New, expanded trainer’s
manual for 1993!

LPi
Trainer’s Package

This revised package includes one of each of the new LPI: Self
and LPI: Observer instruments and an expanded edition of the
LPI: Trainer’s Manual. The new Manual outlines a detailed
workshop design with clear, step-by-step instructions for
administering and processing the instruments. It also
includes twice as many masters for creating ov erhead trans-
parencies as the original version.

LPI Trainer's Package—1993 Edition / Code 1029ESD / 3 booklets: LP!; Self-
Assessment, LPI: Observer. and LPI: Trainer’s Manual (Revised) / $34.95

LPI Try all of the LPI

Sampler programs for one
ice!

The LPI Sampler includesall  [OW Price!

three Trainer’s Packages, with

eight pieces in all:

* LPI: Trainer's Package
® [PI—Delta: Trainer’s Package
e Team LPI: Trainer’s Package

Order today, and start planning interventions that
help people become extraordinary leaders! (Participant
instruments sold separately.)

LPI Sampler / Code 767ESD / 3 Trainer’s
Packages: LPI: Trainer's Package,
LP1-Delta: Trainer's Package, and Team
LPI: Trainer's Package (8 pieces in all) /
$79.95/SAVE $4.90

IT'S EASY TO ORDER!

®

TOLL FREE FAX:
800-569-0443

Other Phone Calls: 619-578-5900

ﬂ/ 7
\ 800'?‘1Q.AA34 Days,

24

Professional Tools for
Productive People

* .
& COMPANYT

INTCRNATIONAL PUBLISHERS

Hours

t)

Order Form—Page 47 1



LEADERSHIP

LPI=-DELTA: Self | LPI-DELTA

Designed for leaders who have previously used the 2= \° .

LPI: Slf instrument, the LPI—Delta: Self can be used %::C“Cg':y .ou| Trainer’s Package

as a POSt'test or fOl’ ongoing assessment. It centers on \N\J% ] The Trainer’'s Package includes one copv each
the tive key practices of successful leaders. This 30- . of LPI—Delta: Self, LPI—Delta:
‘tem instrument includes instructions and forms for Observer, and the l’_PI_DgIta:
~coring, comparing scores with up to 10 observers, Trainer’s Manual. The Manual
:nterpreting, and creating action plans. contains validity and reliability
data along with instructions on
administering and processing

LPi—0Deita: Self / Code 763ESD / one 4-page instrument @

plus 27-page participant's manual / $8.95 each/ .
See Quantity Pricing M @ the instruments.
LPI—Delta Trainer's Package /
Code 765ESD / 3 bookiets:
¥z LPI—Delta: Selt, LPI—Deita:
FENRITE NG I Observer, LPI—Delta: Trainer's
P1=DELTA: Ohserver ' : Manual (57 pages, paperbound) /
A 30-item instrument, the LP/—Delta: Observer {Pl—Delta: Observer / Code 764ESD @ $29.95
should be completed by subordinates, supervisors, / 4 pages / non-reproducible /

and colleagues of the leaders taking the LPI—Delta: $3.95 each / See Quantity Pricing € @
Self instrument. It measures the amount of noticeable
change that has occurred over a period of time.

THE LEADERSHIP CHALLENGE

How to Get Extraordinary Things Done in
Organizations ‘

This best-selling book examines the experiences of 500
managers at their personal best—leading others to
extraordinary accomplishments.

You'll learn about the practices common to successful
leaders, and gain a wealth of practical advice on how to
instill these practices in yourself or your training partici-

THE
LEADERSHIP
CHALLENGE

Yideocassette

Hosted by Kouzes

and Posner, this

video introduces four
leaders/managers with
inspirational stories. Each
individual incorporates
specific practices to
inspire and motivate

iy eamp et LPI-INDIVIDUAL CONTRIBUTOR (LPI-IC)

Leadership Challenge / Code E76ESD / 367 pages / hardbound / $39.95

An invaluable addition to The LPI-IC uses Self and Observer instruments show individuals and team
your training sessions, especially when you members that leadership is a process of using abilities at all levels ofan -
use the LP instruments! organization.

' sadership Challenge Video / The Self instrument and guidebook help particdpants develop the

“ade F4GESD / one 26-minute videocas- o2 qenl? five primary leadership characteristics. Instructions for scoring and
' \EADERC B interpretation are included. The companion Observer instrument

. . . \ci -
<ne (VHS) s Leader's Guide  $795.00 ?‘Qﬁxoﬁ;‘mymﬂ helps participants gather perceptions from colleagues or supervisors
Available for two-week preview at $34.95 "“‘S o who have observed their leadership abilities.

{prepaid) / Code POGESD The Trainer’s Package includes one Self instrument, one Observer
instrument, and a Trainer’s Manual.

LPI-IC Self / Code 1039ESD / one 6-page instrument / one 40-page particl- @
pant's manual / $8.95 / See Quantity Pricing M

M Lhaailnds o' 4 L AAh St i V2 o LP!~IC Observer/ Code 1040ESD / one 4-page instrument / $3.96 /
FREE!I_IIE___Q_VQI{]JPIE' See Quantity Pricing © @

LPI~IC Trainer's Package / Code 1041ESD / 3 booklets: LPH-IC: Self, LPI-IC:

rder—a 32-pageiciy ]
Observer, and LPI-IC: Trainer's Manual (85 pages) / $34.95
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25 activities plus effective techniques to build
and maintain effective teams!

-
<o
g .

s 3 IMBROVING ...

'S

IMPROVING WORK GROUPS

A Practical Manual for Team Building (Revised)

Dave Francis & Don Young

Aimed at any manager, consultant, or employee responsible
for developing effective teams, Improving Work Groups offers
a step-by-step system for initiating and evaluating team
performance. This popular book, recently revised, focuses on
the underlying concepts of developing work teams.
It looks at:

* What a team really is

* Why teams should be built in the first place

* How teams are developed

* Who develops them, and

. . " Al
* How to measure and improve team effectiveness '\\/\/ W

. +
‘. )

E F

eWorke

Improving Work Groups brings an element of open, issues concerning team building, Nme copy .
systematic planning and review to the task of team devel- such as: setting objectives, { Team Reuew-
opment. The book begins by offering general guidelines and analyzing the leadership function, ° ‘f\g///
identifying opportunities and potential pitfalls. It then team development stages, charting Su chasel . <
explores the four stages of team development, followed bva ‘eam success, and many more. ”'7/; pur N
sample of The Team-Review Survey (copies sold separately). Inproving Work Groups is available A '~,"\ /

This survey enables the team to determine its own unique in two convenient formats—looseleaf to
strengths and weaknesses. easily reproduce handouts, or paperbound for

It concludes with 25 activities that enable the team to work ~ portability. Any team manager—novice or seasoned
through elements that inhibit its effectiveness. Included are veteran—will find it a valuable tool for’ developing teams
one introductory activity and two activities to address eachof ~ that work together long into the future!

o o , .
the 12 possible blockages. The activities cover a wide range of Improving Work 3roups Revisec, Code

1017ESD " 310 pages / Iccseieat $79.95

l
Assess team effectiveness and overcome
obstacles to performance

THE TEAM-REVIEW SURVEY

Dave Francis & Don Young
Adapted from Francis and Young’s best-selling
Improving Work Groups, this self-scoring instrument
helps team members:
* Assess team strengths and weaknesses
* Identify blockages to high performance
* Determine whether the group has the desire
and the energy to tegin a team-building
program
* Understand the characteristics of effective
teamwork
The Team-Review Surtev contains 108 statements that relate Use it to help partici- - Team-Review Survey Code (
to team effectiveness. Team members that complete the pants assess team 1020ESD / 14'paqes “paverbound
survey give an accurate picture of what works and what functioning, build on team /§7.95 each / See Quantity
doesn’t in the day-to-day functioning of the team. That infor-  strengths, and overcome Pricing @ '
mation is then used to create action plans for improvement. obstacles to high perfor- -_—
The entire exercise takes about two hours to complete. mance!

IT'S EASY TO ORDER! A%ﬂ 7
—_ o N14: Days,
TOLL FREE FAX: \'wO‘ 24 i Professional Tools for
5 800-569-0443 Hours (& COMPANYL  progyctiye Pegple
Other Phone Calls: 619-578-5900  Order Form—Page 47

L e

improving Work Sroups 1Revise¢- Code
1019€ESD ‘ 310 pages - paoercourc
$34.95
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Roy J. Lewicki

CURRICULUM VITAE
Name: LEWICKI, Roy James
Business Address: College of Business

The Ohio State University

1775 College Road
Columbus, Ohio 43210
614-292-0258

Educational Background:

Institution Date Degree Major Fleld

Dartmouth College 6/64 A.B. Psychology (Graduated
Hanover, New Hampshire with Honors)

Columbia University 12/68 Ph.D. Social Psychology

Teachers College
New York, New York

Professional Positions:

1991-1992 Academic Director for Executive Education
College of Business
The Ohio State University

1984-1991 Associate Dean for Graduate Business Programs and
Executive Education
College of Business
The Ohio State University

1987- Professor of Management and Human Resources
College of Business
The Ohio State University

1984-1987 Associate Professor of Management and Human Resources
College of Business
The Ohio State University
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Roy J. Lewicki 2

1979-1984 Associate Dean, Academic Programs
Director of the M.B.A. Program and
Assistant Dean for Student Affairs
Fuqua School of Business
Duke University

1977-1984 Associate Professor of Business Administration,
Duke University

1972-1977 Associate Professor of Business Administration
Amos Tuck School of Business Administration
Adjunct Associate Professor of Psychology
Dartmouth College

1968-1972 Assistant Professor of Administrative Sciences
and Psychology .
Department of Administrative Sciences,
Yale University

Professional Memberships:

Academy of Management

American Psychological Society

American Psychological Association

Organizational Behavior Teaching Society .

Society for Business Ethics

Society for the Psychological Study of Social Issues

American Arbitration Association (Pane! Member)

Community Mediation Services, Columbus, Ohio (Volunteer Mediator)

Awards:

The David L. Bradford Outstanding Educator Award, Organizational Behavior
Teaching Society, 1988 (first recipient), for contributions to pedagogy in
negotiation and dispute resolution.

Best Paper Award, "Lies and Dirty Tricks: Perceptions of Marginally .~ t.ical
Negotiation Tactics" (with G. Spencer), International Association of Conflict
Management Annual Meetings, June 1980. -

Best Paper in 1992 Award, "Models of Conflict, Negotiation and Cc -*lict
Intervention: A Review and Synthesis® (with S. Weiss and I’ Lewin), awarded by
the Journal of Qrganizational i

Teaching Interests:
Bargaining, Negotiation and Conflict Management

Power and Influence
Executive Leadership

i



Roy J. Lewicki

Small Group Dynamics and Interpersonal Behavior--Theory and Practice

Organizational Development and Organizational Change

Managerial Psychology and Organizational Behavior-Undergraduate, Graduate
and Executive

General Research Interests:

Bargaining, Negotiation and Conflict Management

Ethical Decision Making in Organizations, particularly Negotiations
Fairness and Organizational Justice Systems

Psychological Commitment and Entrapment

Character and Executive Leadership

Editorial and Professional Boards:

Current:

Associate Editor, Academy of Management Executive, 1993-

International Advisory Board, The Negotiation Journal, 1986-

Editorial Board, Journa! of Management Education, 1983-

Editorial Advisory Board, Jossey-Bass Series on Conflict Resolution, Jossey-
Bass Publishing Co., San Francisco, CA.

Editorial Board, International Journal of Conflict Management, 1989-92.

Past:

Editorial Board, Academy of Management Executive, 1987-1988

Editorial Board, Journal of Experiential Learning and Simulation, 1978-1981

Academic Council, Institute of Certitied Travel Agents, Boston, MA, 1986-1991.

External Advisory Board, School of Natural Resources, The Ohio State
University, 1986-1987.

Graduate Management Admissions Council, Research Committee, 1985-1987

Periodic reviewer of proposals and articles:
National Science Foundation, Canadian Research Council

Annual Meetings of the Academy of Management, International Association

of Conflict Management, Organizational Behavior Teaching Society, Institute for
Decision Sciences, American Psychological Association, National Institute for
Dispute Resolution.

Academy of Managemant Jouriral, Academy of Management Review, Academy
of Management Executive, Organizational Behavior and Human Decision
Processes, International Journal of Conflict Management, Journal of Applied
Social Psychology, Journal of Management Education, Journal of Organizational
Behavior, Journal of Personality and Social Psychology, Management Science,
Negotiation Journal. '

Richard D. Irwin, John Wiley, Scott Foresman

{ |f\
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Grants:

Co-Principal Investigator, Hewlett Foundation Grant to the Ohio State University
for dispute resolution activities, 1992-1994, $200,000 per year for two years.

Co-Principal Investigator, Interdisciplinary Research Grant, Office of Research,
The Ohio State University. To investigate the dynamics of dispute framing and
reframing in the resolution of land use and water quality natural resources
disputes, $38,000 for 18 months.

Recent Professional Service:

First Chairperson, Professional Interest Group on Power, Negotiation and
Dispute Resolution, Academy of Management, 1986-7. Led organizing effort
during 1985-6 to have this group recognized as a formal Interest Group by
the Academy. Steering Committee Member, 1987-88, 1988-89, 1989-90.
Co-coordinated effort to achieve Divisional status, 1989-1991.

Columbus Council for Ethics in Economics. Steering Committee, Honesty
Project, 1992-1994. Chairman, Honesty Project, 1989-1991. Member, Steering
Committee and Chairman of the Case Teaching team, 1992 international
Conference on Business Ethics in a Global Environment. Member of the
Consultation Team. Have taught ethics cases and given many presentations on
behalf of the Council, 1987-1993. '

Principal, The Leadership Council, San Francisco, California. A consortium
of business leaders and practitioners committed to research, publication
and training about the relationship between personal ethics, character and
leadership.

Co-developer of a curriculum on Negotiation and Dispute Resolution for the
National Institute for Dispute Resolution, Washing*on, D.C.

Co-chair (with M. Bazerman, R. Bies and B. Sheppard) of the leading invited
research coriference on negotiation and dispute resolution. Boston University,
1982; Duke University, 1985; Ohio State University, 1987; Northwestern
University, 1989; Duke University, 1991; Georgetown University, 1993,

Chairperscn, Panelist, Workshop Leader and Discussant at sessions of the
Organizational Behavior Teaching Conference (Topics include the introductory
OB course, experiential education, executive education, evaluation and grading
practices, structuring courses in bargaining and negotiation, managing classroom
problems, teaching values in organizational behavior, managing sexism and
racism in the clussroom, and the future of teaching in the nrganizational behavior
field.)
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Administrative Responsibilities at Ohio State University (1991-2):

Academic Director of Executive Education. Responsible for the general
oversight and program development within the College's Executive Education
Division.

Administrative Responsibilities at Ohio State University (1984-1991):

Associate Dean for Graduate Business Programs and Continuing Education
(1984-91). Responsibilities included:

1. MBA Programs. Supervised three professional staff and clerical staff.
Admissions, Student Affairs, Academic Oversight, and MBA Placement
functions. Three MBA Programs, Master of Arts Program, 450 students in
residence.

2. PhD Program in Business Administration. Supervised one professional staff
and clerical staff. Admissions and student affairs. 100 students in
residence.

3. Executive and Continuing Education. Supervised six professional staff and
clerical staff, repertoire of continuing education programs. $1.5
million annual budget.

4. Faculty Research Committee

5. Dean's Executive Committee

Member of Dean's Council, four standing faculty committees, several
University Committees.

Selected Review of Administrative Activities and Accomplishments:
hi niversity and National Activiti

Chairman, Selection Committee, AACSB-NDFP National Doctoral Fellowship
Program, 1983-90.

Invited Plenary Speaker on Executive MBA Programs, AACSB Conference,
19889.

Instructor, GMAC Colloquium for Admissions and Student Affairs Officers,
1988 and 1988.

Research Comiiittee, Graduate Management Admissions Council, 1985-1987.
Declined offer of chairmanship.

Oversight Committee, AACSB-GMAC National Doctoral Fellowship Program,
1989.

Invited External Advisory Committee, School of Natural Resources, The Ohio
State University.

University Committee on Writing Effectiveness, The Ohio State University,
1988-89.

Distinguished Scholar Selection Committee, Ohio State University, 1989-90
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College:

Chaired Strategic Planning Committee, 1988-89. Drafted Strategic Plan,
Faculty Poll on College Priorities.

Drafted Capital Campaign Plan.

Major contribution to AACSB Accreditation reports. '

Major contribution to Program Review by The Ohio State University.

Major contribution to facilities redesign plans for College buildings.

Search Committees for Associate Dean for Undergraduate Studies, Assistant
Dean for External Affairs.

Authorship and oversight of numerous College and faculty grant proposals;
ex-officio member of College Research Committee.

Numerous faculty Promotion and Tenure committees.

MBA Programs:

Full-time program doubled in size and increased significantly in quality during
tenure.

Oversight of major curriculum revision for MBA Program, including integration of
personal computers into the curriculum.

Introduction of Evening MBA Program.

Withdrawal of Executive MBA Program.

Development of combined degree programs, 3/2 program.

MBA Program Strategic Plan.

Navelopment of pre-enroliment review courses which significantly reduced
attrition.

College Representative, Graduate Management Admissions Courgzil.

Ph.D. Programs;

Oversight of major curriculum revision.

Liaison to National Doctoral Fellowship Program.

Primary liaison to University Graduate School.

Oversight of numerous program policy initiatives and reforms.

X iv i

Significant experience in open-enroliment and customized program design and
development, including the College's Executive Development Program.

Coordinated national search for two new Directors, Marketing Director.

Major revision of College policies for faculty compensation.

Enhanced role of Academic Program Coordinators in programs.

Authorship of numerous program policy initiatives and reforms.

{:K\ /
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Recent Research Seminars Presented:

Kelllogg Graduate School of Mangement, Northwestern University; Graduate
School of Management, Georgetown University; Department of Administrative
Scienres, York University; Institute for Labor Relations, Queens University;
Graduate School of Business, Boston University.

Recent Executive Development and Consultation Activities:

Applied Workshops in Conflict Management and Negotiation Skills:
Young Presidents Organization, Borden Corporation, Marathon Oil, Bank
Administration Institute, Crowe Chizek, Hobart Management Institute, Red

Roof Inns, Ross Laboratories, Council on Foundations, Price Waterhouse,
Eastman Kodak Company, Federal Home Loan Bank, IBM Corporation,

Control Data Corporation, Holiday Inns, Institute of Certified Trave! Agents, Eli

Lilly Corporation, Police Executive Research Forum, Gulf Oil Corporation,

Diamond Shamrock Corporation, First Union National Bank, National Training

Laboratories, Honeywell Corporation, Richard D. lrwin, D.C. Heath.
General Management Development Programs:

Maxus Energy Corp., Eli Lilly, Reynolds + Reynolds, FISONS Scientific
Equipment, Westinghouse Corporation, Frito Lay Corporation, Battelle
Memorial Institute, Ohio State University College of Business, Ohio State
University School of Public Administration, Duke University Executive
Programs, Holiday Inns, Crown Life of Canada, Canadian National Railways,
IBM Corporation, Graduate School of Credit and Firnancial Management,

National Association of Credit Management, Council for the Advancement and

Support of Education, and Outward Bound, Inc.

Consultant to the National Institute For Dispute Resolution, Washington
materials for teaching negotiation and dispute resolution in management
education.

Consultant to Settlement Week, effort by the Columbus Bar Association to use
alternative dispute resolution techniques to clear calendar of the Columbus
Court of Common Pleas. Training staff for mediator training, observed and
critiqued effectiveness of Settlement Week activities, addressed ADR

Committee of the Bar Association several times on the experiment. Addressed

National Settlement Week Evaluation Conference, July 1986.

Organization Diagnosis and Development--Olin Corporation, Outward Bound,
Inc., the towns of Newport and Bristol, New Hampshire, and numerous
organizations, public school systems and community agencies.
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Publications
Books
Hornstein, H.A., B. Bunker, W. Burke, M. Gindes and R.J. Lewicki. -Social
Inxgrvgnpgn, A thavugral Science Approach. New York: Press, 1971.
Hall, D.T., D.D. Bowen, R.J. Lewicki and F. Hall. in
aﬂd_Q_Qﬁmzall_eral_&e_am Chicago: St. Clair Press 1975. Second Edition,

John Wiley & Sons, 1982.

Lewicki, R.J., D.T. Hall, D.D. Bowen and F. Hall.

Experiences in Management
an QQ gam;agngnal Behavior, Instructor's Manual. Chicago: St. Clair Press,
1975. Second Edition, John Wiley & Sons, 1982.

Bazerman, M. and R.J. Lewicki (Eds.) Negotiating In Organizaticns. Beverly
Hills: Sage Publications, 1983.

Lewicki, R.J. and J. thterer Negotiation, Homewood, IL: Richard D. frwin,
'1985. :

Lewicki, R.J. and J. Litterer (Eds.) Negotiation: Readings, Exercises, and Cases.

Homewood IL: Richard D. Irwin, 1985.

Brett, J., L. Greenhalgh, D. Kolb, R.J. Lewicki and B.H. Sheppard.

The Manager
as__e_g_qt_a}g_r_agg_[z_sp_miﬁgm Washington, D.C.: National Institute for
Dispute Resolution, 198S5.

Lewicki, R.J., B.H. Sheppard and M. Bazerman (Eds.). i
I_O_ga_mzangns Vol. 1. Stanford, CT: JAI Publishing Co. 1986

Lewicki, R.J., D.D. Bowen, D.T. Hall and r. Hzll. Experiences in Management
and Organizational Behavior. New York: John Wiley. Third Edition, 1988.

Lewicki, R.J., D.D. Bowen, D.T. Hall and F. Hall. rien
and Or gamzangnal Behavior, instructor's Manual New York: John Wiley,
1988.

Sheppard, B.H., M.A. Bazerman and R.J. Lewicki. (Eds.). Research on
Negotiation in Organizations. Vol. 2. Stanford, CT: JAI Publishing, 1990.

Bazerman, M., R.J. Lewicki and B.H. Sheppard. (Eds.). Research on
Negotiation in Qrganizations. Vol. 3. Stanford, CT: JAI Publishing, 1991.

Sheppard, B.H., R.J. Lewicki and J. Minton. Justice in Qrganizations,

Lexington, MA: Lexington Books, 1992

Lewicki, R.J., J. Litterer, D. Saunders and J. Minton. Negotiation:
Exercises and Cases, Second Edition. Richard D. Irwin, 1993.



PAGE 82

2571993 12:34 16144880546 ROY J LEWICKI
T+ -H-E
Roy J. Lewteld
OI-IIO Fisher Cotiege of Business
The Ohio State Univarsiy
1775 Colege Road
NIVERSITY vrestyil
ne
: HomeFax 014-488-0548

Ms. Elzbleta Jacowicz

Program Associate

Center on Education and Training for Employment
1800 Kenny Road

CAMPUS

Dear Eizbieta:

I 'am sorry for the incredible delay in getting this Information to you. | have had a
terrible Fall, with other projects pressing very hard and leaving me no time to
work on the seminar topics for the Polish faculty seminar on negotiation.

Let me suggest the following ker topics and resources. This will be ambltious
but possible in saveral days, This list can be qQuickly modified (both expanded
and reduced), based on what the group would like to learn. Please contact me

after you have had a chance to review this list and we can talk about changes
and modifications.

Key Topies:
1. Conflict and Conflict Management in Business
Causas of Conflict
Conflict Management Processes
Conflict Resolution Processes:
- What the parties can do themselves
- What third parles can do
2. Negotiation as a Process for Managing Conflict
* Interdependsnce
- Experimental games
- Basic Exchange Theory
3. Negotiation Strategles
* Distributive, win-lose negotiations

- Strategy and Tactics
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* Integrative, win-win negotiations
- Strategy and Tactics
* Role plays and simulations to illustrate principles

4. Planning Negotiation Strategy
* Planning models and guidelines

5. Personality Differences and Applications to Negotiation
* Conflict Management or Negotiator Styie
* FIRO-I" Instrument

6. Lying, Deception and Negotiator Ethics
* Questionnalre and discussion.

7. Strategies for Managing "Deadlocked" Negotiations

8. How to Teach Negotiations
* Teaching approaches
* Possible course designs
* Teaching resources
* Practice teaching experiences.

Books and Resource Materials:

Negotiation, 2nd Editlon. Roy J. Lewicki, Joseph Litterer, John Minton and
David Saunders. Available March 1, 1994, Richard D. Irwin
Publishers, 1333 Burr Ridge Parkway, Burr Ridge, IL 60521

Negotiation: Readings, Exercises and Cases, 2nd Editlon. Roy J.
Lewicki, Joseph Litterer, David Saunders and John Minton, 1993
(available now.) Richard D. Irwin Publishers, 1333 Burr Ridge
Parkway, Burr Ridge, IL 60521
Instructor

Photocopy materlals of role plays, resource materlals and selected articles.

S ly,

Rgy J.JLewicki
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OLD DOMINION UNIVERSITY

Depariment of Occupational and Technical Studies
Norfolk, Virginia 23529

MEMORANDUN

TO: Elzbieta Jacowiz - Z |
FROM: John E. Turner, Project Ceasultant
SUBJECT: Response to request for suggested topical outline for

sales ¢training and sales management course for
implementation in Poland.

of the Chair DATE:

Education Attached please find a recommended topical outline for
conslderation when developing the sales training and salaes
aie Voationl  Management course(s) for implementation in Poland. It is
J unliXely that all of this material could be adequately covered
by instructors and absorbed by students within a 12-15 hour
ungBduastion  ~nnurge, Therefore, when these suggested topics are considered
by the coordinators and instructors developing the course, it
will be necessary to chocse topics and presentation seguence
ology Kdueation &cccrding to the specific objectives established for the coursae.

Based on my understanding of the need for this content in the
Polish business environment, I recommend that you consider
offering two separate courses, one for salespeople and a
separate course for sales management personnel. If trainees
need both topics, then recommend both classes, in sequence, with
the basic sales training class offered 2irst, This way, sales
managera will have the same basic understanding of the selling
process as their sales staff. In the event that instruction in
both sales training and sales management must be undertaken
within the same course, a very basic approach will be needed.

There are a large number of references that may be considered
for both sales training and sales management, however, I believe
the two suggested are the best for use by the instructors and
coordinators while developing the course materials. 'Both
provide a comprehensive yet 1 ractical perspective on each of the
topics: sales training and sales management. It may be
necessary to reconsider resources when seeking material for
student use.

Please advise if you need clarification on any of the topics or
the two suggested references.

Attachment:

Old Dominion University txan affirmatise action, equal oppartunity institution,



PERSONAL BELLING

(Buggested Topics for possible inclusion in a 12-15 Hour Sales
Training/Sales Management Course for adults)'

Part I: The Role of Personal Selling in a market econonmy

A- The Marketing Concept (Brief review or Introduction)
(i.e. consider the client/consumer first to determine
needi and wants, then manufacture, distribute, and
retail)

B- Personal Selling As an Extension of The Marketing Concept
(Placing the consumers' needs and wants first)

C- Personal Selling as A Key Component of the Promotion Mix
[Promotion mix = advertising, sales promotion, publicity,
and personal selling)

D- Sales philosophy: [recommend a consultative approach]
1~ The salesperson as problem solver, providing
golutions to client/consumer problems
2- The salesperson as market researcher, providing
feedback link from client/customer

Part II: The Salesperson: Presenting a Positive Sales Image

A. Positive first impressions [appropriate attire and
grooming, prompt arrival, and consideration of clients
schedule)

B, Effective Communications ri.e. meanings are in people
not in words, symbols, or gestures])

(Sender-encoding-media-deceding-receiver)
+ (Barriers to effective communication)

1- Verbal
a- oral (e.g. word choice, to joke or not to joke,
appropriate topics, ete.)

b- written (e.g. letter writing, form, timing,
legibility on order forms and reports, ete.)

2~ Non-verbal communications
a) The handshake (culture dependent)
by Where to look (culture dependent)
¢) Facial expressions, posture, and gestures

'John E. Turner, Consultant, Norfolk, Virginia, 29 November
1993. '

R
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C. Protocol: When to Pay for Lunch, bring gifts, etc.
D. Building Lasting Sales Relationships

E. Effective time management
1~ Focus (e.g., 20 & of customers contribute 80% of
sales volune)
2- Organizing and using sales records
3- Analyzing sales records to facilitate future sales
4- Personal time management

III: Your company, product(s), and competition

A. Know your company: Goals, strengths (competitive
advantage), and historical perspective.

B. Product and service knowledge: Attributes, uniqueness,
how to operate, service procedures, warranties, etc.

C. Strengths and vulnerability of competition

IV: Your Customer (individual or company)

A. Bueiness clients

1- Locating prospects

2- Qualifying prospects

3. Important information
a- Historical perspective of clients conmpany
b- Clients company goals and operating procedures
¢~ Understanding problems facing your client
d- Assisting your client with problem resolution

B. When your clients are the ultimate consumers
1- Determining consumer needs and wants
2~ Understanding consumer motivation to buy
a)Psychological motives
b)Social factors
c)Self esteem and self actualization
Influences on consumer decisions
a)Family influence
b)Significance of roles
c)Social class
Helping consumers find solutions (using knowledge
from B,1-3 to help the consumer solve problenms)

(A ]
1

[ .
]

V: Effective Presentation
A. Preparation

B. The sales presentation
1- setting and tone (consultative)



2= Use of props and models
3- Sales presentation model [Introduction, body
(information plus prenentation/demonstration),

closing)

C. After the sale (follow through with additiohal suggestive
selling)

D. Maintaining positive client/customer relationships

Recommended Referencae:

Gerald L. Manning and Barry L. Reece, 114 4 a
, S5th. ed., William €. Brown Publisher, Dubugque, Iowa,

1992,



MANAGING A SALES TEAN

Part I: Locating and hiring the sales team

A. Using task analysis and job specification to establish
requirements,

B. Sources of applicants

C. Selection based on job specification and applicant
credentials

Part II: Training and motivating
A. Orientation training
B. Ongoing training updates (e.g. who is responsible?, how
will training needs be determined?, who will develop
training materials?, who will present training?, etc.)
C. Providing a positive motivational environment
1- Providing clear job descriptions and assignments
(for sales and sales supporting staff and making
sure everyone is aware of each individuals
assignment and achievements)
2= Team building
3- Compensation plans
4- Benefit packages
5= Non-financial incentives
D. Measuring performance and connecting to compensation
Part III: Territorial development and management
A. By geographical regions
B. By product line(s)
C. Combination

D. Planned competitiveness/rewards by region

Recommended reference:

Gilbert A. Churchill, Jr., Neil M. Ford, Orville C. WSlker; Jx.,
Salee Force Management, 4th. ed., Irwin Publishing co., 1993,
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BlAFrrYSTOK SCHOOIL. OIF BUSL3 1
ENTREPRENEBEURSNI P INSTIT

MONTHLY ACTIVITY REPORT
July 1993

1. Coordinators visit in the U.S.A. - participation in the 38th World Conference of
International Council for Small Business, Las Vegas 1993

2, Plans for 3-rd year of BI Project:

- satellite centers: in Suwatki, Lomza and Bielsk Podlaski,

- workshops for faculty: Finance (November 1993) and Entreprencurship
(February 1994),

- new seminars: Negotiations, Human Resource Management

- e-mail

3 Interviews for two local newspapers (Kurier Poranny, Gazata Wyborcza).

4. We organized special dinner for entrepreneurs. We gave them certificates of
participation in "Training for Entrepreneurs” course.

5. We organized two tax courses for Zaklad Energetyczny Bialystok Enterprise:
- June 24-25th ................ 40 persons x 8 hrs = 320 hrs
- July 5-6th......ccccvverunene 40 persons x 8 hrs = 320 hrs

6. We organized tax course for Polmozbyt Enterprise
- June 30th - July Ist........ 30 persons x 8 hrs = 240 hrs

Coordinator

)
¢ ARl T
/é‘(ze‘j Jurgilewicz
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INSTYTUT PRZKDSIEBHEBI1IDOD RC7Z0SCI
0 |
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Sierplen 4883

' 4, Zorganlzowsniw bexzptatnvgu seminarium ne temnt. przousztaloen
vwissnndclowyoh dla Zakindu Encrgetycznegoe giatystok (6 godzin X
18 uczontnikéw s R0 godzin).

2, Wywlad dia lokainaj gazety "Niwa".

3. SIthltY .
A Hizyta w Fkom2y | rozmowy 2 lokainym! lnstytucjaml

azkolycymi. Wyhér Domu Anfuvjatyw Lokalnyoh Juko partnera do

realizar)) oroljektu.
[ Przwprowadzenle roeméw W Biolskv rou 1 anke i dutyozgoyeh.
reailzoc)! projektu utworzenla oédrodka patalltnrnago.

4. Orgunlzacla nown) sledziby Instytutu

koordynator

! L SV
A;Zrzoj Jurgilewicz

BTAERYSTOK SCHOOL. OF BUSINESS
ENTREFVRENRURSHI P INSTITUTR

MONTHIY ACTIVITY REPORT'
August 1993

C

1, We organized free usuminar (ovmorship tranmformations) for
“Zakiad Energetyczny Bialystok" plant (6 hra. x» 15 participants
= A0 ¢-hra.).

2. Interview for looml nawspuper "Niwa'.

3. Satelitew venters

A. Vislt In tomza - we chose House of Local Initiatives aa e
local partner

B. Visit in Blelsk Podlaskli - we were looking for local
partnaruy and accommadetions

4, We orgmnlzed naw El ofllce
Cuvordinator

1A €4t g L

drrzaej Jurgilewioz



BI A YOSTOCKA SZKOEA Dl coieEsSw
INSTYTUT PRZEDSIEBIORCZO SCcl1l

Raport z dziatalnosci
Wrzesienn 1993

1. Organizécja oddzialdéw Instytutu Przedsiebiorczoéci w

Suwatkach, komzy i Bielsku Podlaskim
A. Podpisanie porozumienia z Domem Inicjatyw Lokalnych w Fomzy
B. Podpisanie porozumienia z Izba Rolniczo-Turystyczna W

Suwatkach
C. Przeprowadzenie rozméw z wladzami lokalnymi w Bielsku

Podlaskim - organizacja siedziby w Banku Spétdzielczym

2. Zmiana siedziby Instytutu; nowy adres: 15-875 Biatystok
ul. Krakowska 5

tel. 236-21 w. 56

3. Opracowanie projektu Bialostockiego Informatora Bankowego -
konsultacje z pracownikami bankow

4. Promocja kursu "Trening Przedsiebiorcéw” - ogloszenia w
prasie i radio

BIAELYSTOK SCHOOL OF BUS I1NESS
ENTREPRENEURSHIP INSTITUTE

MONTHLY ACTIVITY REPORT
September 1993

1. Satelite cities project
A. We signed agreement with House nf Local Initiatives in

Fomza
B. We signed agreement with Chamber of Tourism and Agriculture

in Suwalki .
C. We had meetings with locat authorities in Bielsk Podlaski -
- we organized Entrepreneurship Institute in the local bank

2. We change site of Institute in Bialystok; our new adress:
15-875 Bialystok, ul. Krakowska 5, ph. 236-21 ex. 56

3. We were working on idea of Bialystok Banks Catalogue
4. We started to promote of “"Training for Entrepreneurs’” [basic

course] - adverising in newspapers and local radio-

Coordinator
o

rzej Jurgilewicz

W1



Quarterly Report
Location: DIAH4sTOL EuTRCPRE NEORSHIP IMS TI7UTE

Daes: JULM - SEETENBER  A853

Hours Total
Dates pes No. of Total Consulting
Course Target Audience | Offered | course Students | Hours | Hours
" Total Institute Program
H Entrepreneurship
n Marketing

" Management

Finance

Strategic Planning

Export/Import

Faculty Training

Bankers/Govemment

|

|

|

|

|

|

. , ]
Business Start-up ]

Media pa

Students (Traditional)
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Workshe=t for Quantitative Data - AID Projects: Central and Eastern Europe
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Institution:  [NSTITUTE JULY ~SEPTEMSE _ INDRE) JORGILEWICZ
Quarter: NA%97% Contact Person Regarding

. this Report
Project
Component )

TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: 40 }6
MANAGMENT ECONOMICS CONSULTATION OTHER EDUCATION VIA LOCATION
DUCATION EDUCATION MEDIA SOURCES
STUDENT CONTACT | ©
HOURS
Actual Actual Actual Actual Actual
Project Sustainability (Training
Faculty/Traincrs)
Stude i .
udents (Traditional) O A e
‘oM A-Poo[
BIELIK :
Government Officials i—-——-l ———-—] I o l | 2 A STote
Busincss Community/ 910 Jo R AR ST A
Busincss Managers :
A4S

Journalists - Mcdia é By Yol
Othcr Groups/Individuals
Other Groups/Individuals
Othcr Groups/Individuals

COMMENTS:




Planned Courses ~ Bialystok Entrepreneurship Institute

BIALYSTOK

Basic Courses - “Training for Entrepreneurs™ - 120 hours
1. Oct. 21st, 1993 - Jan. 28th, 1994

2. Nov., 1993 - Feb., 1994

3. Jan. - March

4. March - June

5. April - June

6. Sept. - Dec.

Courses for Managers - Oct., 1993 - June, 1994
Management - T2 hours

Finance -~ 5T hours

Marketing - 37 hours

Entrepreneurship - 42 hours

Strategic Planning - 24 hours

. Import/Export - 12 hours

o o4 9 WN =

Workshops

1. Finance Course Faculty Upgrade Seminar - Nov. 18th-20th, 1993
2. Entrepreneurship Course Faculty Upgrade Seminar - Feb., 1994
3. New Seminar Workshops for Faculty [6 topics] - Apr., May 1994

New Seminars - May-June, 1994

SUWAEKI

1. "Training for Entrepreneurs” - Feb.-May

2. One-day seminar - Nov.

3. 6-8 courses for start-up "Start in Business'” [40 hrs.] -
- Nov., 1993 - March, 1994

BIELSK PODLASKI

One-day seminar - Oct. 14th

Tax Course [2 days] - Nov.

Marketing Course [60 hrs.] - Dec.

Business Plan for Bankers Course [15 hrs.] - Dec.
Marketing and Management Course [50 hrs.] - Feb.
Human Resourses Management Course [3 days] - Aarch
“Start in Business" Course [TO hrs.] - Apr.-May
Marketing Course [3 days] - March-May

mﬂgnm.hwnn

EOMZA
1. One-day seminar - Dec.
2. “"Training for Entrepreneurs” - Feb.-May



FINARCIAL PLAN

Costs
I. July - December, 1993
J A S 0 N D Total:
coordinators [2] 1900 1900 1900 1900 1900 1900 (11400
. [ 900]}lC 900]1|[ 9001|[ 900)|[ 9001|[ 900][5400]
secretary [1] 300 300 300 300 300 300 1800
[ 300]|[ 3001lC 3001} 300]|[ 300]|[ 300}|[1800]
faculty '
s t-hours - - 300 450 750 600 2100
s other 1500 1500 1200 1050 T50 900 6900
[1500]][1500]|[15001]|[1500]{[1500]1|[1500]|[9000]
travels 100 100 100 100 100 100 600
[ 100]|[ 100]]|C 100}{[ 100}|[ 100]]|[ 100]|[ 600]
mats.,maint., eq.
smats for courses - - 20 30 50 40 140
s other 100 100 180 170 150 60 760
[ 100]|C 1001|[ 2001|[ 200)}|[ 200]|[ 100]}|[ 900]
translations - 100 100 - - - 200
- [ 100]|[ 100] - - - [ 200]
promotion
s ADV for courses - - 544 - 544 49 1137
s other - 30 - 30 - 230 290
- [ 301|[ 544]|[ 301|[ 544]1|[ 279]][142T]
new office
*» rent-charge - - 100 100 100 100 400
s furnitures - - 3408 3408 - - 6816
Total: 3900 4030 8152 7538 4644 4279 {32543
[2900]![3030]|[3644]|[30301]1[3544]|[3179]]1932T]
Finance Course 4000 T
Faculty Upgrade - - - - [4000] - -
Seminar
[ ] - These costc -ill be covered by U.S.AID. Other costs will
be covered from BEl reserve.
Satelite Cities Project
J A S 0 N D Total:
coordinators - - [ 255)|[ 850]|[ 850]1|[ 850]|[2805]
travels - - [ 501} 275]|[ 275]1|[ 275){[ 8T5]
equipment - - - (51001} - - [5100]
others - - - [ 600]|[ 600]1|[ 6001]|[1800]
Total: - - [ 305)|[6825]|[1725]}|[1725]|10580]

W\




Estimated income from participants (3rd Year)

"Training for Entrepreneurs':
5 courses x 18 participants x 250 USD = 22.500

Courses for Managers:

25 participants x 400 USD = 10.000
Additional costs = 3.700

One Year Tax Course:

20 participants x 450 USD = 9.000

Additional costs = 3.700

Satelite Cities Activity:
3 courses x 25 participants x 250 USD = 18.750

I11]1-rd National Forum ......... cesesee. 2.550
Reserve for 4th Year .......ceeeees.... 950,300



IIl.

July - December,

1994

J A S 0 N D Total:
coordinators [2] 1900 1900 1900 1900 1900 1900 (11400
secretary [1] 300 300 300 300 300 300 1800
faculty
s t-hours - - 300 450 450 300 1500
» other T50 T50 450 300 300 450 3000
travels 100 100 100 100 100 100 600
mats., main., &q.
smats for courses - - 20 30 30 20 100
s other 50 50 80 T0 T0 30 350
promotion
+« ADV for courses - - 544 - - - 544
s other - 30 - 30 - 230 290
rent-charge 100 100 100 100 100 100 600
for office - - - - - - -
Total: 3200 3230 3794 3280 3250 3430 |20184
Total 1, 11 & 111: &0. 000 [40. 0007
End of Reserve from 2nd Year
Satelite Cities Project
J A S 0 N D Total:
coordinators [1030]][1030]|[1030]|[1030]}{[1030][1030]][6180]
travels [ 550]|[ 5501|[ 550]|[ 550]1|[ 550]{[ 550]|[3300]
"Training for [3630]|[3630]|[3630]|[3630]1{[36301{[3630]1|21780]
Entrepreneurs'
(facul.,mat., ADV) '
other [ 300]{[ 300]1|[ 3001|[ 3001|[ 300]|[ 300]1][1800]
Total: [5510]1|[55101]|[5510]][5510]1|[(5510]1][5510]]|33060]




I1.

January - June,

1994

J F M A M J Total:
coordinators [2] 1900 1900 1900 1900 1900 1900 |11400
[ 900]|[ 900]1{[ 900]1|[ 900]1|[ 900])|[ 900]1|[5400]
secretary [1] 300 300 300 300 300 300 1800
[ 300][ 300])[ 3001|[C 300]|[C 3001{[ 300]1|[1800]
faculty
s t-hours 900 975 825 900 975 825 5400
s other 600 525 675 600 525 675 3600
[1500]]|[1500]1|(1500][([1500]]1[1500]{[1500]]|[9000]
travels 100 100 100 100 400 100 900
[ 100]|[ 100]1|C 1001} 100]1}|[ 400]j[ 100]1j[ 900]
mats, main., eq.
smats for courses 60 55 60 65 55 360
s other 40 135 145 140 35 45 540
[ 100]{[ 200]1|[ 2001|[ 200]1}[ 100]1]|C 100]|[ 900]
translations 100 - - - 100 - 200
[ 100] - - - [ 100] - [ 200]
promotion
¢+ ADV for courses 495 - 698 390 - - 1583
s other - 230 - 230 - 430 890
[ 495]|[ 230]([ 698]1}[ 620] - [ 430]|[24T73]
rent-charge 100 100 100 100 100 100 600
for office - - - - - - -
Total: 4595 4330 4798 4720 4400 4430 |2T72T3
[3495]|[3230]|(3698]|[3620]1|[3300]|[3330]]20673]
Entrepr;heurshipgé— 4000 ' -
Course Faculty - [4000] - - - - -
Upgrade Seminar
Total 1 & 11: 59. 816 [40. 0007
Satelite Cities Project
J F M A M J Total:
coordinators [1030]|[1030]|[1030]}[1030]|[1030])|[1030]|[6180]
travels [ 550]|[ 5501 550]|[ 550)|[ 550]|[ 550]|[3300]
seminars (faculty|[ 300] - - - [ 100]|[ 200]][ ©600]
materials)
“"Training for - [2420]|[2420]]|[2420] - - [T260]
Entrepreneurs"
(facul.,mat., ADV)
others [ 345]|[ 345]|[ 345]|[ 345]|[ 345]|[ 355]|[2080]
Total: [2225]|[4345]|[4345]]|[4345]11[2025]|[2135]|19420]
Total 1 & Il (Satelite Cities Project): /J0.0007
RN
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Two years of BIALYSTOK BUSINESS SCHOOL

AMERICANS ARE PLEASED

Last week, representatives of Bialystok Business School (BBS) returned from a short visit
in the U.S.A. They participated in the 38 CONFERENCE organized by the International Council
for Small Business (ICSB). They had also the opportunity to discussed with the Ohio State
University staff about their future cooperation.

The CONFERENCE was entitled "Free Trade: A Good Bet for Small Business" and
attracted entrepreneurs, academics, representatives of governmental administrations represented
countries from all of the world. Poland was represented by Bialystok Business School, Polish-
American Entrepreneurship Institutes in Rzesz6w and Poznari, and Gdarisk Economic Foundation
"Solidarno§¢". '

This conference showed us how small business was organized and promoted in the World
- said Bogustaw Plawgo, the director of Bialystok Business School. We made some very
interesting contacts.

Bogustaw Plawgo expressed his opinion that the 41 ICSB CONFERENCE in 1996 might
be organized in Gdynia. Such a proposal had already been submitted to The Business Council.
But Poland had a strong competitor - Sweden.

After the CONFERENCE, the representatives of BBS spent some time with the Ohio State
University staff to discuss the opportunity of expanding their cooperation in future. The BBC
activities which had been developed up to the present were approved by the Ohio State
University. As a result of their work, one of the best specialist in negotiation, prof. Ray Lewicki
expressed his willingness to assist Polish coordinators in developing a seminar on negotiation.

Bialystok Business School opened its door 2 years ago. Up till now, it has established
2-year Business Study, 1-year Professional School for Secretaries, Management and Tax Courses.
Last Tuesday the first twelve participants of Taxes Classes passed their final exams.

W



sytetu Stanowego w Ohijo.

W konferencji "Wolny handel -
sansgy dla malego biznesu® uczesti-
ayli rm.in. naukowcy, przedsigbiorcy
anzprzedstawicicle administracji rza-
dowejz kilkudziesieciu krajow Swiata.
Oprécz bialostoczan obeeni byli takie
paedstawicicle Instytuiow Przedsic-
Borczosci 2 Rzeszowa i Poznania oraz
Fundacji Gospodarczej“Solidamosci®
2Gdartska,

Konferencja pokazola nam, w jaki ™

KURIER PORANNY

July, 1993

Dwa lata Biatostockiej Szkoly Biznesu

§q zauowoien

W ubieglym tygodniu przedstawiciele Bialostockiej Szkoty Bizne-
s wréclli z kilkunastodniowego pobytu w Stanach Zjednoczonych.
Wzigli udzial w 38. Konferencji Swia(owej Rady Matego i Sredniego
Bizncsu. Rozmawialitakie o dalszej wspétpracy z wladzami Uniwer-

sposcb jest organizowane wspieranie
malego i Sredniego biznesu na swiecie
- powicdzial "Porannemu" Bogustaw
Flawgo, dyrektor Bialostockicj Szko-
ly Biznesu. Nawigzalismy ponadio
wiele atrakcyjnych koniakiéw.

Zdaniem dyrekcji BSB 41, sesja
Konferencji Swiatowej Rady Malegoi
Sredniego Biznesu w 1996 1., moglaby
odby¢ si¢ w Gdyni. Taka propozycpa
zostala przyjcta przez Rade Bimesu.
Polska ma jednak silng konkurencie w
postaci Szwecji.

* Szkola Biznésu dzialajuz 2'1ati Zoi" ]

Po konferencji przedstawiciele
BSB przebywali na Uniwersytecie
Stanowym w Ohio. Rozmawiali o mo-
tliwosci wspblpracy i finansowania
szkoly oraz Instytutu Przedsicbiorczo-
$ci. Dotychczasowa dzialalno&€ Bia-
lostockiej Szkoly Biznesu zostala
zaskceptowana przez Ohie State
University. Swiadczy o tym fakt, #e
najprawdopodobniej jeszczewlisteo-
padzie bieigcego roku przyjedze dé®
Bialcgostoku Ray Lewicky, jeden Z’
najwiekszych specjalistéw w zakres
sie negocjacii.c ¢ 0 s A
-Przypomnijmy, 2¢ Bialostockd?

gadizowala m.in. 2-letnie’ Policciing™
Studiorh. Biznesu, roczng Profesjonal®
na Szkolg Sékretarek, Studium Mene-
derskie oraz Studium Podatkowe. W
miniony wtorek 12 pierwszych nczesify
nik6w_Studium Podatkowego Zdak
cgraminy.-

skl
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BIALYSTOK BUSINESS SCHOOL
ENTREPRENEURSHIP INSTITUTE

For the fifth time again!

A TRAINING FOR ENTREPRENEURS

a training for small business owners organized by Bialystok Business School in cooperation with
the Ohio State University.

The training program includes:

psychology

taxes

economic and labor law
business plan

finance

marketing

human resource management
negotiation in business
others

¥ % ¥ ¥ X ¥ ¥ ¥ *

For further information: Biatystok, Krakowska 5, room# 607, phone# 236-21 ext. 56 or
Wiejska 45E, phone/fax 219-45.



Bialostocka Szkola Biznesu . B B
INSTYTUT PRZEDSIEBIORCZOSCI

~ Juz po raz piqty ]

TRENING PRZEDSIEBIORCOW

szkolenie dia wlascicieli firm prywatnych organizowsane wspélnie
przez Bialostockq Szkolg Biznesu i The Ohio State University.

W programie szkolenia migdzy innymi:

* psychologia

* podatki

* prawo gospodarcze i prawo pracy
* biznes plan

* finanse

* marketing

* kierowanie ludzmi

* negocjacje w biznesie

Informacje: Bialystok, ul. Krakowska S pok. 607, tel. 236-21 w.56
lub ul. Wiejska 45 E, telfax 21945 .9'”" 3-4

KURIER PORANN!_'!
July, 1993
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Pal:ko-luuyl::ﬁstilnsmu!rrzedslcblnmotcl

epensar: US Ageecy v internationsl davalopment
vl Powstudchu Wikp 16, tel.lten 543821
60-0€7 Poxnan

Report on Activities of the Polish -~ American Enterprlsc Institute
in Poznan
July 1993

1. On July 1993 an agrocment was signed between the Polish — American Enterprise Instwic
in Poznaf and the Konin Municipal Office, the Konin Agency for Agriculwral Development
und the Konin Centre on Perpetunl Training. ‘The agreement deals with (he extablishment of a

subsidiary of the Institute in Konin.

2. Entering a more concrete and detail phase of the relathionship between the
Polish-American Fnlerprise Tnstitute in Poznaf and the Gniczno Municipal Office and the
Regional Luhonr Office. in Gniezno. An appropriate agreement will be signed in Augusl

3. 1ac Municipal Office in Kutno requcsted establishment of a subsidiary of the Institute in
Kutno. No decision concerning this matier has beeen made to date.




Patcko - Amervkutski Instytut Praedslebioseroel

sponsor: US Agency fur international Devalopmont

ol, Powstoncow Wikp. 16, tel./iow 43524
60.967 Poznah

REPORT
on Polish — American Institute Activities,
Poznar, August 1993

1. In August the most popular Polish daily, " Guzeta Wyborcza ", issucd a speciul training

uppendix. The Polish — American Enterprise Institute placed its advertisement about the

main course in this appendix,

2. The Institute negotiated with the Regionul Development Agency in Ziclona Géra the
possibilily of obluining facilitics for the Institute® s satellite free of charge.




Palsto<Amerykedst! (2atytut 2raedoelablorsmabel

aponwer: U Agenoy for intermationst Bovalopmont
vl Powstednbw Wikn 14, telilex 849821
60-087 POoEnan

xpir-vRT
on the Palish = Ainerican Institute Activities,

Poznatt, Soptember 1993

1. On September 9th, one of e Justitute® o weachers, Ryszard Mikolujczak, had & lectore in
the Poznad Conwer il Entreprencurship Assislanco. Tho Jocture, untitled: " Exchangs Biltin

Beonomic Turnover ", attructed 20 participants,

2, The Polish — Ametivan Enterprise Jnstitutc joincd the Association of Organizers of -

Innovation and Entreprencurahip Centres in Poland. The Ansoctution ix herdquartered in

Poznad; ity program includes:

* cooperation with other governmental bodics, inyolved tn supporting sinsll and mcdium =
saized compunies,

* organization of trainings un entreperencusship,

* patablishing contacts with financial institutions und bunks

* preparation of programs almod at entreprencuralilp asslstance

* inapiring research on entreprencundp,

3. On Seplember 25th, the Insttute® 8 coondinators wok part in a sk foree meeling in

Warsaw.,

&, un sepemuer sodi vis U he Tualllule® a tALBER, Liumeyh Tk, Dind wloctors, cntitlede

" Competitive Personnel Selection in Small Compunies ", The lecture sitracted 23 people.

&, On Scptember 30th, 1993, the Instiwte” § deputy director, Walery Lach, wus culled off,

Dg(/ uty

dr Z8thlaw Krojewsk!



Irrom ¢ PULIH-AMERICAN ENIERFRISE INST PHONE No. : 543 521 Dec.B2 1993 2:32PM PB4

Quarterly Report \

Location: Qm nen

Dates: | ’JuLj \ges - Qo 3@0’6 23

Hours Totnl
Daws pa No. of Total | Consulling
Target Audience | Offered | course Students | Hours | Houn
" Tota! Instiute Program
Butreprensurship s -
Marketiig —
Management —

Finance -

Strategic Planning

Faculty Training

Bankers/Govemment —

Business Start-up -—

Students (Traditional)

ﬂ Export/Import

Business Managers

x—

\
)

Other (Describe on back) -~ qulﬁxggf’q + b2 200
h Other (Describe on back) »

e —

o« lectures of teachersfrom the. Institute

\'173



Worksheet for Quantitative Data - AID Projects: Ceatral and Eastern Europe

Iosinuion: - SZ1 oy -“Hand —~y = - —~
. Quarter: Ljfil [{Ca)/ Contact Person Regarding ZOK [ ’
Eroject @QMJJAM&% > this Report .

Component
TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: -
MANAGMENT  ECONOMICS EDUCATION VIA
CONSULTATION OTHER LOCATION
STUDENT CONTACT EDUCATION ) EDUCATION MEDIA SOURCES
HOURS )
Actual Actual Actual Actual Actoal
- - - ity (.r . . o— - — —— ~——
Faculty/Trainess) ¢ :
-_— — — - <

Students (Traditional)

Government Officials - — — — _—

Business Community/ - - - — -

Business Mamgers

Journalists - Media — = - — vt

Other Groups/Individuals ~— | C v )

r Uroy; A ¢ a—" L] " -

Lectures gl Teadens L ZOh X7 1~
aar tne Imsiriute

Othier Groups/Individuals — —_ — ] L, —

Othec Groups/Tndividuals =7 [ = [ — _

- COMMENTS:
< :

—
/.n(_!f ~n CINDCOA A



Entrepreneurship Promoting Center in Poznar

Poznani, October 21, 1993

POLISH-AMERICAN
ENTREPRENEURSHIP
INSTITUTE

Powstaricéw Wielkopolskich
61-895 Poznar

The Instititc Director
Mr dr Zdzistaw Krajewski

By me. ns of the letter I would like to express my appreciation for the preparation of
presentations for our Center:

1. Bill of exchange in economy turnover gave by dr Ryszard Mikolajczyk
(September 9, 1993) for 20 persons

2. Competitive personnel selection in small companies by dr Henryk
Paszke (September 28, 1992 “or 23 persons
I'would like also to add that the participants found the presentations were interesting.

All the participants admired experience and knowledge the two members of your
Institute faculty.

I'believe that the participants will continue learning through participation in training organized
by your Institute.

Hoping for future cooperation.

Sincerely,

Ireneusz Prutkowski
Director


http:Instito.tc

] o i

Rajonowy

Urzad Precy . ul. Stary Rynek asm 81.7Y8 Ppoxmavi
Poznan, dnia 21 patdziernika 1993 r.
RUP/VIII-0717/1%2/93

ul. Powstahodw Wielkopolskich 16
61-895 POZNAN

Dyrektor Instytutu
Pan dr Zdzistaw Krajewskd

Pragne Zlozyé Panu Dyrektorowi serdoczne podzigkowania za okazang wspdlpracg
przy organizowaniv prelekeji wykladowcéw z Pafskiego Instytutu:
- doktora Ryszarda Mikolafczaka (w dniv 09 wrzednia 1993 1.)
prelekcje na temat ' Weksel w obrocle go;smmm "
obecnych bylo ok. 20 oséb :
- doktora Henryka Paszke (w dniv 28 wizeénia 1993 1)
prelekcia na temat "Dobor kadr w wa ‘
obecnych bylo ok. 23 oséb
Chcialbym nadmieni¢, 2e powyzaze prelekcje byly prowadzone w interesujacy sposéb,
co znalazlo odzwierciedlenie w opiniach 086b biomeych w nich udzial.
Uczestnicy wykladéw podkreélali przede wezystkim bardzo duzg wxedn.
oraz dokwiadczenie prelegentow.
Mam nadzieje, 2e uczestnicy tych prelekeji beda w najblizezej przyszlosci korzystat ze
szkolen organizowanych przez Pasiski Instytut,
Liczae na dalsza, owoena wapdipraoe
pozostaje 2 szacunkiem

Ireneusz Prutkowski

'\/U'
tel. BR2.204  fax RRD.1AR -\




Umowa ~ porozumienje

Uniawiajace sig strony:

Agencju Gospodarcza, Markoting ~ Doradztwo z sicdziba w Grodzisku. ul. Szeroka 1,

reprezentowana przez dr Kazimierza Borowskicgo, a

Polsko ~ Amerykafiskim Instytutem Przedsighiorczo$cl w Poznaniu, reprezenlowanym przez,
dr Zdzistawa Krajewskiego

postanawiajg:

1. Umoweg ~ porozumienie strony podejmujg w celu oplymalizacji dzialad w zakresie
prreprowadzania szkolef i szeroko rozuniianych form aktywizacji zawodowej, 2wlaszcza
wsr6d ludzi miodych w sferze small businessp.

2. Agencja Gospodarcza, Marketing ~ Doradztwo, b¢dzie prowad:ils promocje dziatalnogci
Polsko ~ Amerykafiskiego Jnstytutu Przedsigbiorczoéei w Pormaniu w swoim §rodowisku i
bedzie wykorzystywata potenciat specjalistdw w ramach oferowanych ustug Agencji.

3. Polsko — Amerykafiski Instytut Prmdswbnorcmsci w Poznaniu w miare cwych mozliwosci
udosiepni swojg bazg szkoleniowsy i matcrialnq ( wg odrebnych ustaleft ), jak réwnicz,

w miare swoich mo2liwosci przekaze zbedne urzadzenia, materiaty i Srodki na rzecz Agencii,
4. Umawiajace si¢ strony zobowigzujg sig do iacic.(niania wzajemnych kontaktéw,
precplywu i wymiany merytorycznych infi ormacji dla potrzeb i korzysci obop6inych stron,

5. Strony mogg odstapi¢ od wsp6ipracy, w drodze uzgodnicnia 1 obustronnej akceptacji.

6. Umowg sporzgdzono w 2 Jjednobrzmigcych egzemplarzach,

Poznati, 9 slerpnia 1993. D*’géz Instytuty
: ik T P
d zistaw KPM

¢ J. M AGENCIA GOSMODARCL/

MARKETING DORADZIWO
Kagimlert Borowshi

Palsko- Kmerykefiski fnstytut Paedsiebiorczadel

sponser: US Agency for Iaternations! Govelopment

ul, Powstahcdw Wikp. 16, tel/lan 54358 21
60-867 Poznan




U M O W A

zawarta w dniu . olo nllj'opoc. . -1.9.9.3. 'r.-. 6ae pﬂIIdey!
Urzedem Miaota w Keninie, reprezentowanym przez:
fronislaun Rotyckieqo, - V-ae Brezydenta Miasta Koning

e A DI BN B BN e v 000 L]

zwanym daleaj Urzqdam,
Agencia Rozwoju Regionalnego S.A, w Koninie,reprezentowanq prezce!l
tukagza Sroczyhdekieqa -  Prazesa 43rzady -~ byrektora Spdlkd

l..l--.0.l....".......l.’..l'......l.".l..I...l-C..l.

zwany dalej Agencjg,

Cenirum KsztAatcenia Ustawicenego w Koninie,reprazentowanym przez:
Mjrnﬁ{qﬂq_qﬁxqqzaka - Dyrektora quggum

" o8 800 a8 66 609090 a LA B R NN BN ) -'IOOlOODQOOOIO

.........................................................
zwanym dalej Centrum,oraz

Polsko-Amerykanakim Instytutem Przedsiqbiorczoéci,reprezentowanym
przoz: '
..QQQiﬁAQWQ.Kﬁ%iﬁ%%&iqq...1..QXQQK?RR%.{QQEXQWQW..........

..'l"...'.‘..I.'......"...'.."..'I.ll.‘.l.‘.'l'...l..

zwanym dalej Instytutem,
o tresci nastgpujacej:
§ 1.
Przecdmiotem umowy jert wspélne'przedsiqwziecie, polegajgce

na zorganizowaniu i prowadzeniu f£ilii Polsko-Amerykaﬁskiego
Inctytutu Przedsiebiorczodci w Koninie,

§ 2,

1, Podstawowym zadaniem Filii jest organizowanije i prowadzenie
profesjonalnych szkoleh w zakresie Przedsiebiorczoécy

gospodarczej, adresowanych gidwnie do prywatnych przedsigbiorcow

Prowadzacych male i 4rednie Przedsigbiorstwa oraz 086b
zamierzajacych takie przedsigbiorstwa tworzyé.

Filia realizowaé bedzie réwniez zadania informacyjno-
konsullingowe 2 zakresu pProblematyki ekonomiczno-prawnej,
zwigzanc z tworzeniem i prowadzeniem malych firm prywatnych,

A3
v


http:Cenir-.xm

Szkolenia i kursy prowadzone Przez Filin erganizowann B3
w 2rdznicowanyeh formach firednio i krétkookrenowych,
dosiosowanych do tematyki 4 lokaluych potrzeb regionu
koninskiegn., wingzy 8l one 2 navtgpujgcymi, qldwnymi
profilami:
- warsztatami rzkoleniowymi dla pPrzedsiqbioradw, obejnujaaymi
niezbgdna wiedvy do skutnczneyo Zarzydzania wlasng firmg
W warunkach konkurencji,
- specjalistycenymi azkoleniami w zakregig wybranych
i dostosowanyech do lokalnyech potrzab modu?dw tumatycznych,
- szkoleniem w zakresie clementarnn wiodzy o przedsiebiorczosai
dla nanh zamicrzajacych utworzyé¢ wiasno Przedsigbioratwoe,
~ #zkolaninp spacialistycanym dia wybranyeh geup zawodowych,

‘2. W zakrergie dobaruy teamatylkj BzKkoleniowej Kilinm wWykur zystywad
bedsie przygotowywane programy szkoleniowe Przez JInstytut,
propozycje i sugestic Agencii Rozwoju Reqionalnego, wiladz
samorzaduwych miasta Konina, Re jonowych Urzgddw Pracy, a takze’
wyniki prowadzonych Przez siebie badaih marketingowych,

§ 3.

l. Filia jest Jednostka organizacying, dziatajgcyg na zasadach
prawnych i ekonomiczno—finansowych obowiazujqcych lnatytut.

2, Filia jost organizacyjnie podporzadkowana Dyrektorowi Instytutu,

3. Kierownika filii powoluje i odwoluje Dyrektor Instytutu,

§ 4.
i
We wsapdlnym przedsiqwzieciu Urzad zobowigzuje siq do:
- ogdlnego patronatu nad Przedsiewzieciom oraz pomocy
W pozyskiwaniu sal dydaktycznych.

We wspdlnym Przedsiewzieciu Aéencja zobowigzuje Sie do:
- nieodplatnego udostepnienia pomieszczenia na siedzibg filii,

§ 6.
We wspSlnym Przedsiqwzigciu Centrum zobowijqzuje sie do:

-~ ﬁlepdplnlnego udostepnienia sal dydaktycznych na organizowane ,6\
kursy ;i szkolenia,
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We wspSlnym Przedsiqwziqeiy Insytut zobowijeuje ®ie do:

= wWypnsazenia biurva £1144,

= zapnawnienia jednmgo otatu dla kierownika 1i144,

- zapownienija okrea&lonych &rodkdw finangowych na dzialalno&d
$zkoluniowy i konsultingows.

§ 8.
Dla koordynowania dzialnlnoéai merytorycznmj lnrtytul powola,
W terminic dwdeh mieaiqey od dnia podpiuania niniajrzey umowy,
Rade Proyramowy giniong z Preedatawicield Instytutuy, Agencid,
Centrum Urzedu, Ktéra Analizowad: badzie relizacj; zadap

nzkoloniowyeh preezr Filig 4 uzgadnine Kierunki tych zadaf.

9 9.

Umowa zostala zZawarta na czas nieokresSlony i wigze strony od dnia
1l lipca 1993 r.,

§ 11,

Umowe 3porzadzono w 8§ egzemplarzach, po 2 dla kazdej strony.

Podpisy Zawierajgcych umowe :

- Za Urzqd 000vo-oJ&:}'i\‘k(gilﬁ:l.o.co:ooctttclo
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T H - E CENYER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
Phone: 614-292-4353
Telex: 9102505950
November 22, 1993 Fax: 614-292-1260
Mr Zdzistaw Krajewski, Director

Polish-American Entrepreneurship
Institute, Poznafi
60-967 Poznar, Poland

Dear Zdzistaw,
Please respond to the attached letter by Wednesday, August 4, by fax (001-614-292-1260).

I was surprised that you had not come to the U.S.A. We would have had better opportunity
to solve many problems if you had been in Columbus. Could you give me the reasons which
made you change your mind.

Even though I hope that we can solve the problems for our mutual benefit. The only way
to do this is to be open and honest about the perceptions of both coordinators and other staff.
Please respond separately because you may have different ideas about this. The language
of your response may be Polish--

1. Who is responsible between the two coordinators for each of the following parts
of the work plan for the Institute? If responsible for subparts please specify these
parts.

Managing courses:

Developing curriculum:

Writing cases

Working with faculty team:
Writing reports

Managing the budget

Developing satellite sites

Finding external sources of income

FR oo Ao gp

2. Please describe approximately how much time you devote to what tasks of the
Institute each week? Please specify the types of activities they involve (i.e., how
many phone calls, guests, external visits, reports, etc.)

3. To what extent does the faculty participate in each of the activities described in

, \'b\'



10.

11.

12.

13.

14,

15.

16.

Sincerely,

question #1?

What are the responsibilities of the staff assistant related to each of the activities
described in question #1?

How are decisions about the Institute made? And how are they communicated?
(Please describe the process.)

What are your specific duties/engagements during the year (paid or unpaid)
outside of the work of the Institute? Please name each activity and how much
time it takes.

What do you perceive the strong points of your Institute are at this time?

What do you perceive the weak points of your Institute are now?

How is the Institute perceived by others? How do you know this?

What problems do you have in working with your partner coordinator? Please
tell us both professional and personal problems.

How are you perceived by the other coordinator?

How do you feel about the working relationship with the Economic Foundation
in Gdansk?

How do you feel about the working relationship with the staff at CETE/OSU?

How do you feel about the working relationship with the Institutes in
Bialystok/Rzeszow?

What would you like the future of the Institute to be? What role do you see for
yourself?

On the basis of your analysis of the problems identified by you in this
questionnaire, please identify the critical weaknesses, the source of these
problems, and suggest solutions. (Imagine you are an outside consultant for your
own company.)

Catherine Ashmore, Director



Sierpiefi 2, 1993

Zdzistaw Krajewski
Polsko-Amerykariski Instytut
Przedsiebiorczosci

ul. Powstaricéw Wlkp. 16 p. 1521
60-967 Poznari

Drogi Zdzislawie,

Bardzo Ci¢ prosz¢ o przestanie do mnie fax-u z odpowiedziami na pytania dolaczone do
niniejszego listu, najp6zniej do $rody - 4 sierpnia.

Dziwi mnie, ze nie przyjechale§ do USA, tak jak planowali§my. Mieliby$my okazje
rozwiazac wiele probleméw gdyby$ byt z nami w Columbus. Czy méglby$ poda¢ powéd zmiany
Twojej decyzji?

Zanim spotkasz si¢ z Fundacja w Gdarisku, dobrze bedzie jezeli bedziemy dysponowali
wigkszg iloScia informacji na temat Twojego Instytutu i znali opinie jej kierownikdéw.

Mam nadzieje, ze konstruktywne podejécie do rozwiazania tego problemu bedzie dla nas
wszystkich korzystne - potraktujmy to jako proces naszego doskonalenia sie.

Oczekujemy tlumaczenia polskich materialéw dydaktycznych z marketingu i planowania
strategicznego, co obiecal Walery Elzbiecie podczas pobytu w Columbus, w czerwcu.

Zalaczam moje wyrazy szacunku,

M. Catherine Ashmore

Director, International Enterprise Academy



Drogi Zdzistawie,

Z przykroScia dowiadujemy sig, ze Polsko-Amerykariski Instytut Przedsiebiorczoéci w
Poznaniu nadal boryka si¢ z klopotami w kierowaniu ta instytucja. Wierzg, ze mozemy wspdlnie
rozwiazaé te problemy z korzyscia dla nas wszystkich. Jedyna droga jest otwarta i uczciwa
wymiana wlasnych opinii, zaréwno koordynatoréw jak i innych zaangazowanych oséb. Prosze¢
o samodzielne odpowiedzi i zaprezentowanie wlasnego punktu widzenia. Oczekuje odpowiedzi
w jezyku polskim najpézniej do §rody, tj 4 sierpnia.

L. Kto z koordynatoréw odpowiada za nizej wyszczeg6lnione zadania Instytutu? Jezeli
kazdy z koordynatoréw odpowiada za poszczegblne czgéci tych zadan, wymier i opisz
te czeSci.

a/ organizowanie szkoler,

b/ opracowywanie programéw szkoleri,

c/ opracowywanie "cases",

d/ wspélpraca z wykladowcami,

e/ sporzadzanie raportéw,

f/ gospodarowanie budzetem,

g/ tworzenie punktéw filialnych,

h/ pozyskiwanie uzupelniajacych Zrédet finansowania,
i/ promowanie Instytutu.

2. Prosz¢ okre§] w przyblizenie ile czasu w tygodniu przeznaczasz na poszczeg6lne zadania?
Wymien jakie czynnoSci wykonujesz dla ich zrealizowania? (np. ile rozméw
telefonicznych, ilu gosci, ile dodatkowych wizyt, raportéw etc.,)

3. W jakim stopniu wykladowcy uczestnicza w realizacji zadafi wymienionych w pytaniu
1?

4, Jaki jest zakres obowiazk6w asystentki w stosunku do zadafi wymienionych w pytaniu 1?

5. W jaki spos6b podejmowane sa w Instytucie decyzje? W jaki sposéb sa one
przekazywane do realizacji? (prosz¢ opisz ten proces)

6. Jakie jest Twoje dodatkowe zaangazowanie w prace poza Instytutem (platne lub
nieplatne)? Wyszczegélnij je wszystkie z podaniem ile czasu kazda z nich zajmuje

1. Jakie sa Twoim zdaniem atuty (silne strony) Instytutu w chwili obecne;j?

A



8. Jakie sa Twoim zdaniem slabo$ci Instytutu?

9. W jaki sposéb Instytut postrzegany jest w §rodowisku przez osoby trzecie? Co pozwala
Ci tak sadzi€?

10.  Na jakie problemy natrafiasz we wspélpracy z Twoim partnerem - koordynatorem?
Prosz¢ przedstaw zaréwno problemy zawodowe, jak i osobiste.

11.  Jak jeste§ postrzegany przez swojego partnera - wsp6tkoordynatora? Co pozwala Ci tak
sadzi€?

12.  Jak ukladaja si¢ Twoje stosunki wspélpracy z Fundacja Gospodarcza NSZZ Solidarno$§¢
w Gdarisku?

13.  Jak ukladaja si¢ Twoje stosunki wspétpracy z Center on Education and Training for
Employment/The Ohio State University?

14,  Jak ukladaja si¢ Twoje stosunki wsp6lpracy z Instytutami w Biatymstoku i Rzeszowie?

15.  Jak widzisz dzialalno$¢ Instytutu w przyszloéci? Jaka rolg chcialby$ Ty pelni€?

16. V'’ oparciu o analiz¢ probleméw podniesionych w powyzszych pytaniach sprébuj ustalié
podstawowe niedociagni¢cia w pracy Instytutu, Zrédla istniejacych probleméw oraz
zaproponuj rozwiazania (postaw si¢ w roli niezaleinego konsultanta we wlasnym
Instytucie).

Pozdrowienia,

Cathy Ashmore



Dear Cathy,

First of all I would like to apologize for not answering your fax immediately because I was on
vacation. Sorry for writing in Polish.

Cathy, I didn’t come to the U.S.A for personal and professional reasons but I would rather discuss
them with you during your next visit in Poland.

I read your Fax with great surprise. I suppose that your statement about Poznan Institute difficulties
with management was based on information received from W. Lach and our Assistant. I think that to get
the whole picture of Poznar Institute activities you might get to know opinions from the other side - the
faculty of Economics Academy working with Poznari Institute, members of Regional Advisory Committee,
my own one, and also from persons working with the institute on a irregular basis, for instance: the Dean
of Economics Academy in Poznar, the Director of Voievodship Labor Office, the Director of the Local
Office of the Ministry of Privatization etc. I don’t know what arguments W. Lach has against me.
Nevertheless, I'm sure that his objections relate to personal matters not to the merits.

Now I will try to answer your questions:

L.

a/ We, both are responsible for organizing trainings.

b/ Walery is in charge of preparing marketing module. I'm responsible for strategic planning module.
We both are in charge of the remaining program modules - entrepreneurship, management, finance,
import-export.

¢/ Walery is in charge of writing "cases".

d/ In terms of working with faculty team I'm in charge of cooperation with faculty specialized in

strategic planning, finance, law. W. Lach made contacts with teachers from marketing, management, .

import-export.
e/ I'm the only one responsible for writing reports.

f/ Each financial decision is made together. It results from the fact that each check must be signed by
both of us.

g/ 1am the only one who is responsible for developing satellite sites.
h/ We, both are looking for extemal sources of income to the best of our ability.

i/ We did not decide who was personally responsible for promoting our Institute. We thought that it was
ours as well our assistant’s duty.

“) (e"



It is difficult for me to answer your second question because I haven't kept records about the numbers
of business phone calls, visitors etc. There are days in weeks that I'm overloaded in terms of making
phone calls, meeting clients. And of course, sometimes I meet only one client a day or make a few
phone calls.

The faculty are not much involved in the activities described in the point # in preparing and
developing training programs. I'm aware that it was a mistake made by me as a Director of the
Institute.

- typing and translating materials and reports,

- promoting Institute,

- informing about trainings, courses,

- collecting fees for trainings and courses.

Decisions related to for example organizing seminars are taken by both of us. During our first meeting
we decide on the amount of fee for a course, location of the course, the scope of materials for

participants etc. Than our assistant passes the information to the mass media. We fumish our faculty
with information about their schedule of new courses etc.

Outside of the work of the Institute I work for Economics Academy in Poznan. I have 4-6 hours of
classes with students each week. I am not involved in any other activities.

a/ strong position in our region,

b/ the name of our Institute - it turns out that the name draws many customers’ attention,

¢/ good relations and cooperation with the authorities of the Economics Academy in Poznaf,

d/ location and equipment of the Institute

e/ the scope of proposed trainings and courses,

f/ financial support from U.S. AID

a/ Lack of explicitly described the status of coordinators of the Institute. In the agrcement it is
necessary to state if the Institute is conducted by the Director or other body, for instance: Board of
Institute Coordinators. It cannot be said that the Institute is conducted by both the Director and his
vice-Director. It means that the Institute is run by two persons with the same capacity what is
contradictory to the basic rules of organizing and managing institutes.

b/ The Institute is not a legal entity.

It seems to me that the position of the Institute in our region is good. My opinion is proved by the

number of signed cooperation agreements with us. Also, Presidents of some towns want us to establish
a satellite site of the Institute in their towns,
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10. In my opinion my cooperation with W. Lach was good till April 1993. Of course by that time there
were some slight misunderstandings between us, for instance, W. Lach, specially in 1992, was often
absent from the Institute which he explained that he had to have more classes with students; he didn't
inform me about his 3-4 day private trips, etc.

However, we came to an understanding at that time. Unfortunately, since may 1993 I have found W,
Lach activities disadvantageous to the Institute. Among other things - Institute signed an agreement
with a construction company to prepare an organizational-legal concept of which estimated cost was
400 mln zlotys (about $25,000.00).

It was agreed that the Institute would get 40% of the amount. W. Lach disagreed with this and that
the Institute would eam too much. But, I would like to mention that the project was done by W. Lach
and his colleagues who weren't employees of the Institute,

On another occasion we signed a contract with a computer company which would organize a computer
training. It was agreed that the Institute would retain 40% of the profit. Sometime later, the Director
of the computer company told me that he spoke to W. Lach and that the Institute would get only 30%.
I did not agree with that arrangement and we negotiated 50/50 division of profits between the Institute
and the computer company.

The rest goes without saying.

11. Considering "the kind of language" used by my partner describing my person I would rather not write
about this. My personal manners do not allow me to do this. There are some witnesses who might
testify it. '

12 and 13
Everything what I have gained so far, I am indebted to Economic Foundation NSZZ Solidamo$¢ in
Gdarisk and you Cathy. Thank you very much.

14. I evaluate cooperation relations witi: the Institute in Bialystok as very good. While the Institute in
Rzesz6w shows a distance to my person - I do not know the reasons of the situation,

15. T'think that the main strategy of the Institute activities has already been worked out. Now, it is time
to promote the Institute to establish its stronger position in our region and to try to fulfil the growing
needs. It is a valuable idea to establish satellite sites of the Institute what will extend the market for
our training services. My philosophy of the Institute I will present in a new version of a business plan,

What role do I see for myself? Working for the Institute I have reached better financial and
professional position. I don’t know what role I will play - it will be decided - but I know that I would

do my best not to lose what we have already done. The Institute is more important than private
decisions.

I, for my pan, have to state that I wasn’t enough expansive and resolute in running the Institute. If
I'have the opportunity to conduct the Institute I will do my best to eliminate my weaknesses.

Sincerely

Zdzistaw Krajewski

\ '? p v
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T - H - E CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY

Phone: 614-292-4353
November 22, 1993 Fo 6142903200
Mr Walery Lach

Polish-American Entrepreneurship
Institute, Poznan
60-967 Poznan, Poland

Dear Walery:
Please respond to the attached letter by Wednesday, August 4, by fax (001-614-292-1260).

Your planned trip to the United States taking 8 weeks in August - October should have been
communicated to me when you were here in June. It is a major disregard of your
commitment to the project and causes new problems that we might have resolved earlier.
Can you please explain this?

We are unable to respond to your letter to me without knowing how you and Zdzislaw
perceive the responses to our questions. This is essential to bring us all together and
encourage teamwork.,

We need to have the translated versions of Marketing and Strategic Planning that you
promised to send Elzbieta when you were here in June. Also, what happened to the
translation of the video tapes?

We hope this approach to solving this problem will benefit all of us. Lets try to look at it
as a learning process.

1. Who is responsible between the two coordinators for each of the following parts of
the work plan for the Institute? If responsible for subparts please specify these parts.

Managing the budget
Developing satellite sites
Finding external sources of income

a. Managing courses:

b.  Developing curriculum:

c.  Writing cases

d. Working with faculty team:
e.  Writing reports

f.

g

h.



2, Please describe approximately how much time you devote to what tasks of the
Institute each week? Please specify the types of activities they involve (i.e., how
many phone calls, guests, external visits, reports, etc.)

3. To what extent does the faculty participate in each of the activities described in
question #1?

4, What are the responsibilities of the staff assistant related to each of the activities
described in question #1?

5. How are decisions about the Institute made? And how are they communicated?
(Please describe the process.)

6. What are your specific duties/engagements during the year (paid or unpaid) outside
of the work of the Institute? Please name each activity and how much time it takes.

7. What do you perceive the strong points of your Institute are at this time?

8. What do you perceive the weak points of your Institute are now?

9. How is the Institute perceived by others? How do you know this?

10.  What problems do you have in working with your partner coordinator? Please tell
us both professional and personal problems.

11.  How are you perceived by the other coordinator?

12, How do you feel about the working relationship with the Economic Foundation in
Gdansk?

13. How do you feel about the working relationship with the staff at CETE/OSU?

14.  How do you feel about the working relationship with the Institutes in
Bialystok/Rzeszow?

15.  What would you like the future of the Institute to be? What role do you see for
yourself?

16.  On the basis of your analysis of the problems identified by you in this questionnaire,
please identify the critical weaknesses, the source of these problems, and suggest
solutions. (Imagine you are an outside consultant for your own company.)

Sincerely,

Catherine Ashmore, Director
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Dear Cathy,

Thank you very much for your quick response to my letter. I am very sorry that Poznari makes

you troubles so often, but things came to the point that we do not how to deal with the situation ourselves.

I agree with you as to my visit in Philadelphia. I should have used the opportunity of being in

Columbus and discussed this with you. To tell the truth, I'm not finding any reason for not having done
this. However, I think that my trip will not "cause any problems to our project". For me this trip will be
a wonderful opportunity to develop my professional knowledge and skills in the field of marketing, which
I will use in my work for the Institute. Before leaving, I have done my best to find customers who would
be interested in market research conducted by our Institute and I have already started promoting our new
courses (see attached advertisement).

1.

Here are my answers to your questions:

While I signed an agreement with the Institute I had to agree to the below listed scope of duties
described by Zdzislaw (see attached). A scope of the director's duties is described in such a
formalized way.

a/ in terms of managing training, I am concentrated more on the initial stage of their organizing, i.e.
I prepare advertisements; together with Zdzistaw I prepare curriculum and cost calculations.
Besides, the basic courses I organize others, for instance: for salespeople and computer courses.

b/ Instructors receive curriculum of the courses and they decide on the details based on our materials
themselves. I prepare, in details, courses for salespersons and module of the main marketing
course.

¢/ In the second year of our project I prepare d and wrote the cases.

d/ Cooperation with our faculty is not systematic; Mostly, our cooperation is focused on a particular
module of the course and educational materials.

e/ Writing reports is a duty of the Director and the Assistant,

f/ 1do not have any influence on taking financial decisions.

g/ Zdzistaw did not consult with me establishing satellite sites in Kolo and Konin (He, himself
signed an agreement with Local Government), nor inform me about after that fact.

h/ My extemal financial incomes came from organizing courses for salespersons and computer’s
courses, and also from conducting marketing researches. Now, I'm negotiating with a German
company to conduct marketing research in the banking market and trainings for bankers.

i/ In terms of promoting our Institute, I'm in charge of promoting all courses and shooting
advertising film for a local T.V.

It is very difficult to estimate how many phone calls I made or how many meetings with clients I had
at our Institute. Lets put in this way. within last two days, I participated in a meeting with
representatives of a German company in Jelenia Géra (Saturday, July, 30). I was there with one of
our instructors. I made some phone calls related to that matter. I contacted some representatives of
Labor Office to discuss courses for leaders of public works. On Monday, August 9, I am going to
Gniezno to talk about establishing new satellite site there.

The faculty are involved only in running courses, except courses for salespersons. In this case, the
faculty are also in charge of promoting and selling the courses.

\\
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According to the attached scope of activities of the staff assistant, the duties do not absorb much of
her energy and skills. In fact, the staff assistant helps with writing reports, specially after our last visit
in Columbus and having received new instructions on writing reports for dr Koltai. In terms of
finding external sources of income, Ewa organized an English course which was to be continued in
September. Such a course is also some kind of promoting our Institute because it is addressed to small
business owners.

Decision-taking process is not homogencous. Recently, I have been informed very seldom about
decisions made by Zdzistaw. Ilearned from others that "Lach does not have anything to say here".

Outside of the work of the Institute, I work for Academy of Economy where I have classes with
students - 270 hours/a year. Sometimes I am asked to work for different companies. I usually do this
kind of work afier my business hours at home. I think, it takes me approximately about 10-15% of
my time,

hlghly qualified faculty team
slow substitution of teachers (new young teachers who replace old, more experienced teachers
have less requirements in terms of remunerations, and they seem to be more willing to develop
strong relation)

- unique set of materials for the faculty and participants

- location

- equipment

- course promotion

- close cooperation with Voievodship Labor of Office.

- flow of information in our Institute

- financial instability

- ad hoc management

- monopolized system of decision-making which lessens my motivation to promote the Institute
- lack of motivational system and integration of the faculty with the Institute

-~ lack of legal entity of the Institute.

Because the integration among teachers does not exist, most of them treat the work for Institute as
a source of additional income. Based on our results of market research I may say that most of our
customers and participants are satisfied with our Institute services. Coordinators do not exchange
information among themselves.

10. - Iam not informed about new decisions (a contract with Konin, Koto);

- undermining my authority ("Lach does not have anything to say here")

- openly showing distrust and suspicion towards my person; when I asked Zdzistaw to show me our
financial documents he refused. I said I had also the right to review our documents but Zdzistaw
responded that he would be inspecting m because "I might have taken away something". Zdzistaw
is a very closed as a person, not communicative, a type of introvert. We are two opposne persons
sitting at opposite extremes what is the main cause of the conflict.

11. Zdzistaw perceives me as his potential competitor who wants to take over his position. One day he

said that if he lays me off nobody would protect me. At present, based on Zdzistaw’s recent decisions
I'm positive that cooperation between us is not possible. A letter which I sent to you expressed my

W



12.

13.

14,

15.

16.

feelings. Zdzislaw said in public (in Gdynia) that I spent 50% of my business hours in the Institute
doing my private work, what was, of course, pure rubbish. I do not know what made him think like
that. Besides, Zdzistaw has never told me what is wrong in my work.

Working relations with the Economic Foundation in Gdafisk are not concrete. In my opinion
Foundation rather inspects the work of Institutes than supports them. The Foundation doesn't see itself
as to be responsible for them. For instance, till today Institutes have not received a settlement of
accounts related to FORUM in Gdynia which was sponsored in the major part by Institutes (as
opposed to the Foundation).

During the second year of our project we did not use the capacity of CETE. After our trip to
Columbus this year we asked Elzbieta for materials and we got them immediately. During this year
we will develop better cooperation especially thanks to working with consultants from the OSU.

We share our thoughts with our colleagues from Bialystok and Rzesz6w. We sent them videos which
we received form Cathy (Clio Awards) and also we translated and sent videos on marketing to them.
Coordinators from Rzesz6w invited us to their conference in Polariczyk. There is a lack of cooperation
on daily-base, concrete and regular with Institute in Bialystok and Rzesz6w.

In future I see the Institute as a private company developing the same activities as Institute does now,
and using facilities of Academy and cooperation with CETE. I would like to play the role of its
manager. According to Alicja Zajaczkowska, after Bogdan Sojkin resignation, Gdarisk expected me
to offer myself as a candidate for the position. I didn't feel the Foundation's support. Furthermore,
nobody discussed with me about taking over Bogdan post by other person but it was me who was to
work with the new coordinator.

Institute as a private company would focus on trainings only.

I presume that I have described the critical weaknesses of our Institute in the previous answers. I
would like to suggest the following solutions:
- to build strong relations with young faculty through a proper motivational system and letting
them carry out some specific duties,
- to extend our training offer by new forms "in-company training", new topics (e.g accounting
of small businesses, computer application in running small businesses, how to prepare market
research project and what methods need to be used),
- to develop public relations based on a strategy developed by Rzesz6w,
- to promote courses in new locations - satellite sites,
- thanks to good working relations with a consulting company the Institute may be concentrated
on developing trainings and leave consulting for the specialized company.

I hope, my answers will give you the whole picture of the situation in Poznari. I understand that you will
not be able to respond to my previous letter before reading Zdzistaw’s letter. Zdzistaw is retuming from
vacation on Monday (August 10). I will let you know about my address in Philadelphia as soon as I get

it

Regards,
Walery



A SCOPE OF ACTIVITIES OF VICE DIRECTOR OF THE INSTITUTE

. Preparing an activity plan for Polish-American Entreprencurship Institute.
.- Writing detail curriculums of trainings and seminars.

. Promoting and advertising activities in local region

. Establishing cooperation with local Institute.

. Participating in activities of local advisory committee

. Coordinating all activities related to preparation of educational materials in the need of trainings
and seminars

. Cooperating with the faculty.

A SCOPE OF ACTIVITIES OF THE SECRETARY - ASSISTANT

Running the Secretary’s Office as an independent employee with the following responsibilities:

a) writing correspondence and reports instructed by the Director of the Institute and translating
materials if necessary,

b) carrying out comrespondence in terms of administration and supply matters

c) keeping correspondence register, taking care of mail

d) keeping records of the Institute properties: supplies, stationery, equipment...

e) providing the Institute with Official Jounals and magazines indicated by the Director
f) serving the Director and his visitors, making drinks etc.,

g) maintaining tidiness of the Secretary’s Office and Director’s Cabinet

W



Rzeszow



POLSKO-ANERYKANSKI INSTYTUT PRZEDSIEBIORCZOSCI
POLISH-AMERICAN SMALL BUSINESS INSTITUTE

35-030 Rzeszéw, ul.Zygmuntowska 2a, tel./fax; (0 17)328-58
BKO BP/1 ODDZ. w Rzeszowie, konto nr 69515-31453-132
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Rzeszéw,
FUNDACJA GOSPODARCZA
NSZZ "SOLIDARNOSC"
GDANSK
A. Unterschuetz
Activity undertook By coordinators of "small Business Institute"

in Rzeszéw

July - August - September, 1993.

1. Managing of Small Business Institute current activity.
2. Participating in meetings with teachers hired by Institute.

3. Trainig new teachers hired by Institute in August and
September - 2 meetings weekly.

4. Participating in training in Ohio State University.

5. Preparing the materials from USA on export-import, managing,
selling, team building.

6. Establishing contacts and signing the agreement of
cooperation in organizing courses for Foundation in Support of
Local Democracy.

7. Establishing cooperation with Association of Local Activity
on organizing courses.

8. Establishing cooperation and consulting for RESBUD in Rzeszoéw.

9. Consulting settlement for BONEX in Laficut - preparing business
plan for above firm. 2

10. Representing the Institute on meetings: with Prime-Minister
- Hanna Suchocka in Przeclav near Mielec and with Minister
of Contacts with EWG ~ Jan Krzysztof Bielecki.

bl
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11. Participating in meetings with entrepreneurs in August
(1 meeting) and in September (2 meetings).

12. organizing courses on finance, marketing, computers in our
region - in Kolbuszova, Lancut, Strzyzéw, Lezajsk and Rzeszoéw.

13. Participating in Task Force meeting in America-Polish Center on
Labour in Warsaw on September 28, 1993.

14. Participating in meeting with Advising Committee in Warsaw
on September 29, 1993.

15. Setting up new branches in Tarnobrzeg, Przemysl and Sanok.

16. Representing the Institute on Conference "Regional Development
in Poland" on September 30 - October 1, 1993 in Warsaw.

17. Participating in proceedings of International Center on
Building Promotion "InterRES" in Rzeszéw on September 14-16,
1993.

18. Representing the Institute and consulting for created in
September, 1993 Regional Business Exchange. Elections to the
Director of Institute for Quotation Exchange Committee.

DYREKTOR
]

Krzysztof Kaszuba

3\



POLSKO-AMERYKANSKI INSTYTUT PRIEDSIEBIORCIOSC!
POLISH-AMERICAN SMALL BUSINESS INSTITUTE

PKO BP/]1 ODDZ. w Rzeszowie, konto nr 69515-31453-132

Rzesz6w,

FUNDACJA GOSPODARCZA
NSZZ "SOLIDARNOSCH
GDANSK
A.Unterschuetz

SPRAWOZDANIE 2 DZIALALNOSCI KOORDYNATORGW POLSKO-AMERYKANSKIEGO
INSTYTUTU PRZEDSIEBIORCZOéCI W RZESZOWIE

ZA OKRES LIPIEC - SIERPIEN - WRZESIEN 1993r.

1. Organizacja i kierowanie praca biezaca Instytutu.
2. Organizacja spotkan z nauczycielani.

3. Trening nowych nauczycieli zatrudnionych przez Instytut w
m-cu Sierpniu i Wrzesniu - 2 spotkania tygodniowo.

4. Udzial w szkoleniu w Ohio State University.

5. Praca nad materialami przywiezionymi 2z USA w zakresie
exportu-importu, zarzadzania, sprzedazy, budowy zespolu.

6. Nawiazanie kontaktéw i podpisanie umowy o wspdlpracy w zakresie
organizacji szkolen dla Fundacji Rozwoju Demokracji Lokalnej.

7. Nawiazanie wspdlpracy z Lezajskim Stowarzyszeniem Inicjatyw
Lokalnych w zakresie organizacji szkolen.

8. Nawiazanie wspdlpracy i doradztwo na rzecz firmy RESBUD w
Rzeszowie. :

9. Przeprowadzenie doradztwa dla firmy BONEX w Lancucie,
opracowanie biznes planu dla firmy.

10. Reprezentacja Instytutu na spotkaniach z Premierem RP
Hanna Suchocka w Przeclawiu k.Mielca, Ministrem d/s kontaktéw
z EWG - Janem Krzysztofem Bieleckim.



11.

12.

13.

14.

15.

le6.

17.

18.

Udzial w spotkaniach z przedsiebiorcami w m-cu Sierpniu
(1 spotkanie) i Wrzesniu (2 spotkania).

Przygotowanie i organizacja kurséw w zakresie finanséw,
marketingu i szkolenia komputerowego w regionie - w
Kolbuszowej, Lancucie, Strzyzowie, Lezajsku i Rzeszowie.

Udzial w spotkaniu koordynatoréw w Amerykansko-Polskim
Centrum Pracy w Warszawie - 28.09.1993r.

Udzial w spotkaniu Komitetu Doradczego w Warszawie w dniu
29.09.1993r.

Praca nad organizacjd filii w Tarnobrzegu, PrzemyRlu i Sanoku.
Reprezentacja Instytutu na Konferencji nt. "Rozwoju
Regionalnego w Polsce" w dniach 30 wrzesnia - 1 pa*dziernika w
Warszawie.

Udzial w pracach Miedzynarodowego Centrum Promocji Budownictwa
"InterRes" w Rzeszowie w dniach 14-16 wrzeRnia 1993r.

Reprezentacja Instytutu i doradztwo dla powstalej we wrzesniu
1993r. Regionalnej Gieldy Budowlanej. Wybér dyrektora Instytutu
do Komisji Notowan Gieldowych.

DrRE OR

KrzysztoT Kaszuba
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POLSKO-AMERYKAKSK! INSTYTUT PRIEDSIEBIORCZOSCH
7 POLISH-AMERICAN SMALL BUSINESS INSTITUTE

35-030 Rzeszow, ul.Zygmun'towské 2a, tel./fax; (0 17)328-58
PKO BP/! ODDZ. w Rzeszowie, konto nr 69515-31453-132

QUANTITATIVE DATA -— RZESZOW

JULY, AUGUsST, SEPTEMBER -— 1993

EXPLANATARY NOTES

1. Course for entrepreneurs (computers) - 300 h

2. Course for Goverment Officials:

* Finance - 480 h

Marketing - 60 h

Computers - 400 h

3. Consultation for Goverment Officials - 400 h
Consultation for Bankers - 200 h

4. Training faculty ' - 80 h
5. Journalists + media (TV, Radio) - 20 h
Total: 1 840 h

\?{RE.‘TOH
Krzysztof SSubg
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Special Free Economic Zone in Mielec

The Government has raised a barrier

Last Saturday, on the 28 of August, the Prime Minister, Ms Hanna Suchocka met with
representatives of Rzesz6w voievodship, local municipal government and local businessmen to
discuss the establishment of the Mielec Free Economic Zone. The meeting took place at the
Reyéw castle in Przelew near Mielec. It was an event of great importance for future
development of Mielec and its region.

The major goal of establishing the Free Economic Zone here is to build better conditions
for jobs creation and economic growth - said the Prime Minister - Poland is too big to be led
by the Government from Warsaw because the Government is not able to find the best solutions
for the variety of problems appeared in each region of our country. I think that we need to
encourage local authority to take the initiative in terms of determining economic development
strategies. Our Government wants to avoid mistakes made in the past, when the official
requirement of oeing the member of the political party limited personal involvement and interest
in decision making process and also the local organizations did not perceive themselves to be
responsible for their members.

The idea of establishing a free economic zone came out during workers’ manifestations
organized by the Transportation Equipment Factory Polish Aviaticn Works (WSK - PZL
Mielec), last August. On the 20 of November, 1992 the Minister of Trade and Industry, Waclaw
Niewiarowski signed an agreement with the local authority concerning a Frez Economic Zone
in Mielec region. Within that agreement the Polish Government was to prepare a strategy how
to implement the rules of the Free Economic Zone in the reality. At the same time a tender was
announced to get the best program which might be carried out. Finally, the best program which
was chosen was done by experienced Irishmen from Shannon.

On the 5th of August, the Minister Niewiarowski promised to present a package of new
regulations for Mielec region ready by the end of that month. That special package offered
would include: 1/ a 10 year tax holiday, with progressive divrsification in the second half 2/a
10-year exemption from real estate taxes for investors who modernize the old facilities or build
new ones 3/accepting investment outlays as the cost of achieving income and accelerated
amortization 4/investor could hold foreign currency account S5/foreigners investing in the zone
would be free to buy and sell land and facilities would be free to buy and sell land and facilities
without having to receive a permit from the Ministry of Internal Affairs 6/value -added tax
(VAT) would be paid only on goods sold and ship to another zone or on the foreign market; and
other privileges related to the Free Economic Zone.



Mielec region which seemed to have a good economic potential (the Center of Poland’s
aviation industry) has been hard-hit by recession. According to the official statistics Mielec’
unemployment rate was 18%. The President of Mielec city was convinced that the number had
been lowered. The real number was 28%. The Special Economic Zone in Mielec if it worked
would reduce the side effects of mass unemployment and asset decapitalization. However, we
might also face some zone’s risks.

Mr Adam Gasior, the President of Mielec Economic Council had some doubts about the
proposed changes in the legislation in Poland in terms the Free Economic Zone. At the very
beginning, it was said that the Free Economic Zone would be guaranteed by an official act
issued by Polish Seym, but in reality it was proved only by the Polish Government. What would
be the situation if the Government was changed? Industrial restructuring, foreign investments
required stable regulations. In the past, the Polish Government implemented some changes to
improve the national budget situation what made a chaos in the economy of each region. For
example, a new 6% boundary tax made a lot of financial problems for those entrepreneurs who
were in the process of carrying out signed contracts. The director of Polish-American Small
Business Institutes in Rzeszéw, Krzysztof Kaszuba also expressed his doubts about the whole
new situation in the region. He raised a question why during the last 4 years of democratic
government existence non-privilege was introduced in order to support the development of small
businesses. Besides, the unemployment issue needed the new Government’s consideration.

Ms Hanna Suchocka’s issues were strongly supported by Mr Tadeusz Syryjczyk and the
President of Radom City, Mr Janusz Szklanka who established Radom Agency for Economic
Development. There were about 30 organizations of that kind in Poland which created a new
Association for Economic Development Agencies. Mr Janusz Szklanka who was elected the
President of Radom City on the 2 June, 1993 presented his mission focused on empowering
municipal government,

Does Mielec region have a chance to become a model of local economic development for
other regions in Poland?

/
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Rzeszéw President Rzeszéw, 1993-8-27
GP-VI-6412-1/90/93
Mr Krzysztof Kaszuba

Polish-American  Entrepreneurship
Institute in Rzeszéw '

On the behalf of The Prime Minister, Ms Hanna Suchocka we would like to invite you
to attend a meeting with Ms Suchocka and representatives of local economic initiatives
represented the Southeastern region of Poland.

The meeting will take place at the Przeclaw castle near Mielec, on August 28, 1993,
at 4 p.m.

We look forward to seeing you.

Sincerely,

Kazimierz Ferenc
Rzesz6w President
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WOJEWODA RZESZOWSKI Rzeszéw, 1993-08-27

GP-VI-6412-1/90/93

Pan

fax : 3%28-58 Krzysztof Kaszuba
Polsko - Amerykefiski Instytut
PrzedsiebiorczoSci

W Rzeszowie

W dniu 28.08.1993r. o godz.16%°% w obiekcie patacowym
w Przectawiu k/Mielcs odbgdzie sig spotkanie FPani Premier
Hanny Suchockiej z przedstawicielami samorzaddw , Jjednostek
i instytucji ogospodarczych regionu potudniowo-wschocnie]

Polski.

W imieniu Pani Premier zapraszam na powyzsze spotkanie

liczac na niezawodny Pani (Pana) udzial.

E/Ggwaianiem




InterRes International Fair Co. Ltd.

Rejtana 53A,

35-326 Rzeszéw, Poland

Phone# (0048-17) 627-981
The President
Entrepreneurs Association
SBJ COUNTRY CLUB
Zygmuntowska 2A
35-030 Rzeszéw

Dear President

I have a pleasure to invite you to our Grand Opening of the International Center for
Building Trade Promotion "InterRES", which is held on September 14, 1993, at 11 a.m. It takes
place during the first day of International Building trade, Furniture, Furnishings Fair
"InterRES’93", at Rejtana Street 53A in Rzeszéw.

The Inauguration Ceremony will be conducted by the President of Rzeszéw City and the
Vice Minister of Construction and Regional Planning and the Vice Minister of Foreign Trade
Cooperation.

During the Fair we plan to run some special events such as: Building Trade Exhibition,
a meeting with members of Building Trade Products Exchange "InterRES", the first session on
stock exchange - we are to edit the first stock exchange official list.

We would be delighted to have you with us and if your would be willing to share with
us your experiences as the President of Association for Entrepreneurs SBJ COUNTRY CLUB
and the organizer of the next MCPB. Our major aim is to establish BUILDING TRADE
BUSINESS FORUM, an international organization for industry and trade councils, economic
associations and companies from neighboring regions.

The major aim of the FORUM is to define economic policy under the CentralEuropean
Initiative through:

- supporting all kinds of economic activities related to the development of trade, services and
technology exchange etc.;

- initiating common undertakings to standardize economic law, technical and technological
norms, unify industries and groups of products;

- sharing experiences in the field of science, technology and organizational management,
economic information

- matching organizational projects with investments

- developing public relations

- making contacts with financial and supporting institutions etc.

We hope you will find it interesting,
We look forward to seeing your at "InterRES".
Sincerely,

Tadeusz Zibro
Director, "InteRES" IF



».] ¢ - InterRES International Fair Co. Ltd.
' n : e af t Y fa Czlonek Polskiej Korporacji :
Organizatorow Targow i Wystaw Gospodarczych

ul. Rejtana 53A, PL 35-326 Rzeszdw, Poland; tel. (0048-17) 627 981, 627 982; fax 627 983; tix 632200 txca pi

Szanowny Pan

Krzysztof Kaszuba

Prezes _
Stowarzyszenia Przedsi¢biorcéw
SBJ COUNTRY CLUB

ul. Zygmuntowska 2A

35-030 Rzeszéw

Szanovmy Panie Prezesie,

Niniejszym mam zaszczyt zaprosi¢ Pana na inauguracje prac Miedzynarodowego Cen-
trum Promocji Budownictwa ,InterRES”, ktéra odbedzie si¢ w dniu 14 wrze$nia br.
0 godz. 11.00 w pierwszym dniu Migdzynarodowych Targéw Budownictwa, Mebli i Wy-
posazenia Wngtrz ,InterRES '93” w hali wystawowej przy ul. Rejtana S3A w Rzeszowie.

Inauguracji dokona Wojewoda Rzeszowski wsp6lnie z wiceministrami gospodarki
przestrzennej i budownictwa oraz wsp6lpracy gospodarczej z zagranicg.

W czasie trwania Targéw rozpocznie pracg Stata Wystawa Budownictwa ,,InterRES”,
odbedzie sig zebranie zalozycielskie czlonk6w Gieldy Towarowej Budownictwa , Inter-
RES”, a na pierwszej sesji gietdowej zanotujemy oferty firm — czlonké6w i uczestnikéw
gietdy — oraz wydamy pierwsza cedute gietdowa.

Réwnoczesnie szczegblnie zapraszam Pana, jako potencjalnego wsp6lorganizatora
MCPB reprezentujacego zrzeszone w kierowanej przez Pana organizacji firmy i podmioty
gospodarcze, do udziatu w konferencji inicjujacej powolanie Forum Biznesu Budownic-
twa, organizacji migdzynarodowej izb przemystowych i handlowych, zrzeszefi i stowarzy-
szen gospodarczych oraz firm o ponadregionalnym zakresie dziatania.

Zadaniem Forum bedzie kreowanie polityki gospodarczej w ramach Inicjatywy Srod-
kowoeuropejskiej poprzez:

— wspieranie wszelkiego rodzaju inicjatyw gospodarczych utatwiajacych wymiane

handlowa towarami, ustugami, technikami, technologiami itp. (na przyktad MCPB
w Rzeszowie),



— inicjowanie wsp6lnych przedsigwzigé standaryzujacych prawo gospodarcze, normy
techniczne i technologiczne, unifikujacych galezie i grupy towarowe, porzadkuja-
cych wymiang handlows (gieldy),

— wymiane do$wiadczefi naukowych, organizacyjnych, technicznych, technologicz-
nych i innych,

— systematyzowanie i wzajemna wymiang informacji gospodarczych,

— kojarzenie projekt6w inwestycyjnych i organizacyjnych,

— dziatania lobbystyczne na rzecz reprezentowanych przez Forum podmiotéw gos-
podarczych,

— kontakty z funduszami i organizacjami pomocowymi itp.

Proponuje, by finansowanie prac Forum odbywalo si¢ w ramach MCPB ,InterRES”

z udziatem cztonkéw-zatozycieli Forum w zaleznoci od terenu, na kt6rym beda reali-
zowane wsp6lne inicjatywy Forum. Forma prawna, strona organizacyjna i rozwinigcie
zakresu dziatania Forum pozostajg do wsp6lnej dyskusji.

Liczac na nia, oczekuje na Pana w Rzeszowie. R6wnoczenie informujg, ze w dniach
14, 15 i 16 wrzeénia bedzie Pan goSciem ,InterRES”.

Z powazaniem,

Tadeusz Ziobro

M/

Prezes ,InterRES” IF
Rzesz6w, dnia 1 wrzeénia 1993 roku.

W zataczeniu: Program.
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Special Free Economic Zone in Mielec

The Government has raised a barrier

Last Saturday, on the 28 of August, the Prime Minister, Ms Hanna Suchocka met with
representatives of Rzesz6w voievodship, local municipal government and local businessmen to
discuss the establishment of the Mielec Free Economic Zone. The meeting took place at the
Rey6w castle in Przelew near Miclec. It was an event of great importance for future
development of Mielec and its region.

The major goal of establishing the Free Economic Zone here is to build better co 1itions
for jobs creation and economic growth - said the Prime Minister - Poland is too big to be led
by the Government from Warsaw because the Government is not able to find the best solutions
for the variety of problems appeared in each region of our country. I think that we need to
encourage local authority to take the initiative in terms of determining economic development
strategies. Our Government wants to avoid mistakes made in the past, when the official
requirement of being the member of the political party limited personal involvement and interest
in decision making process and also the local organizations did not perceive themselves to be
responsible for their members.

The idea of establishing a free economic zone came out during workers’ manifestations
organized by the Transportation Equipment Factory Polish Aviation Works (WSK - PZL
Mielec), last August. On the 20 of November, 1992 the Minister of Trade and Industry, Waclaw
Niewiarowski signed an agreement with the local authority concerning a Free Economic Zone
in Mielec region. Within that agreement the Polish Government was to prepare a strategy how
to implement the rules of the Free Economic Zone in the reality. At the same time a tender was
announced to get the best program which might be carried out. Finally, the best program which
was chosen was done by experienced Irishmen from Shannon.

On the 5th of August, the Minister Niewiarowski promised to present a package of new
regulations for Mielec region ready by the end of that month. That special package offered
would include: 1/ a 10 year tax holiday, with progressive divrsification in the second half 2/a
10-year exemption from real estate taxes for investors who modernize the old facilities or build
new ones 3/accepting investment outlays as the cost of achieving income and accelerated
amortization 4/investor could hold foreign currency account 5/foreigners investing in the zone
would be free to buy and sell land and facilities would be free to buy and sell land and facilities
without having to receive a permit from the Ministry of Internal Affairs 6/value -added tax
(VAT) would be paid only on goods sold and ship to another zone or on the foreign market; and
other privileges related to the Free Economic Zone.



Mielec region which seemed to have a good economic potential (the Center of Poland’s
aviation industry) has been hard-hit by recession. According to the official statistics Mielec’
unemployment rate was 18%. The President of Mielec city was convinced that the number had
been lowered. The real number was 28%. The Special Economic Zone in Mielec if it worked
would reduce the side effects of mass unemployment and asset decapitalization. However, we
might also face some zone’s risks.

Mr Adam Gasior, the President of Mielec Economic Council had some doubts about the
proposed changes in the legislation in Poland in terms the Free Economic Zone. At the very
beginning, it was said that the Free Economic Zone would be guaranteed by an official act
issued by Polish Seym, but in reality it was proved only by the Polish Government. What would
be the situation if the Government was changed? Industrial restructuring, foreign investments
required stable regulations. In the past, the Polish Government implemented some changes to
improve the national budget situation what made a chaos in the economy of each region. For
example, a new 6% boundary tax made a lot of financial problems for those entrepreneurs who
were in the process of carrying out signed contracts. The director of Polish-American Small
Business Institutes in Rzeszéw, Krzysztof Kaszuba also expressed his doubts about the whole
new situation in the region. He raised a question why during the last 4 years of democratic
government existence non-privilege was introduced in order to support the development of small
businesses. Besides, the unemployment issue needed the new Government’s consideration.

Ms Hanna Suchocka’s issues were strongly supported by Mr Tadeusz Syryjczyk and the
President of Radom City, Mr Janusz Szklanka who established Radom Agency for Economic
Development. There were about 30 organizations of that kind in Poland which created a new
Association for Economic Development Agencies. Mr Janusz Szklanka who was elected the
President of Radom City on the 2 June, 1993 presented his mission focused on empowering
municipal governinent.

Does Mielec region have a chance to become a model of local economic development for
other regions in Poland?
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TASK FORCE AGENDA

September 29, 1993, Warsaw

Weilcome

Presentation of Achievements of Year Il
(Biatystok, Poznan, Rzeszéw)

Overview of Year Il (Biatystok, Poznan,
Rzesz6éw)

Institutes’ Special Activities

Task Force Activities

Role of Task Force - suggestions
Problems of Small Business in Poland

Schedule for next all day meeting



. Mieczyslaw Bak

TASK FORCE

Krajowa lzba Gospodarcza
ul. Trebacka 4, 00-740 W-wa
tel.: 27-47-58

. Krystyna Gurbiel

Z-ca Dyr. Generalnego
Fundusz Wspétpracy

ul. Zurawia 4a, 00-503 W-wa
tel.: 5868/5825 694-60-69

. Jerzy lwicki

Ministerstwo Przemyslu i Handlu
Department Matych i. Sr. Przeds.
ul. Wspélna 4, 00-513 W-wa

tel.: 21-18-20 fax: 628-36-42

. Wojciech Kempisty

Fundusz Wsp6tpracy

Biuro Koordynacji Ksztalcenia Kadr
ul. Koszykowa 79, W-wa

tel.: 625-28-61/625-39-37

. Marek Kozak

Polska Agencja Rowoju Regionalnego
(Biuro ds. Pomocy Zagranicznej)

(Urzad Rady Ministréw)

ul. Aleje Ujazdowskie 1/3, 00-950 W-wa
tel: 604-75-55 fax: 29-48-88

. Patric La Combe

Labor Attache

Ambasada Amerykariska

ul. Aleje Ujazdowskie 29/31
00-902 W-wa

tel.: (22) 628-30-41

. Nina Majer /Donald Presley/
Magdalena Wyganowska
U.S. AID

ul. Aleje Ujazdowskie 29/31
W-wa 00-902

tel.: 628-30-41

10.

11.

12.

13.

14.

8. Jolanta Tana$

Depart. Promociji Przedsiebiorczosci
tel.: 21-93-51/310

Departament Matych i Sr. Przeds.
ul. Wspélna 4, 00-921 W-wa

tel.: 528-38-31

Andrzej Lach

Szkota Bankowo$ci

ul. Smolna 10/12, 00-375 W-wa
tel: 27-85-27

Zofia Wyderkowska
Ministerstwo Edukacji Narodowej
Al. 1 Armii Wojska Polskiego 25
00-918 W-wa

tel: 29-19-33 ext. 882

Ewa Banachowicz, dr nauk ekon.
Polsko-Amerykariska Fundacja
Doradztwa dla Matej Przedsigbiorczo$ci
ul. Emilii Plater, 00-118 W-wa

tel.: 24-26-06 fax: 20-99-74

Mirostaw Mironowicz
Ministerstwo Przeksztalcen
Wiasno$ciowych, W-wa

tel.: 628-02-81 ext. 389/597
fax.: 21-33-61

Krzysztof Mika

Ministry of Labor and Social Policy
Employment Department

ul. Nowogrodzka 1/3, 00-513 W-wa
tel.: (22) 29-07-87 fax: (2) 628-39-17

Mieczystaw Pyzel

Urzad Pracy

Departament PoSrednictwa Pracy

ul. Tamka 1, 00-349 W-wa

tel.: 26-70-61 ext. 147 fax: 263565

\W
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Dr. John Turner discusses Selling Seminar
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Coordinators with Professor Janina Latack to discuss Team Building
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Professor Roy'LewickI makes presenfoﬂnoﬁ Negoﬁoﬂons
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OSU Professor Wayne Talarzyk discusses Retail Management
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Judy Wagner helps with E-mail
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A LIST OF POLISH SCHOLARS - THE INSTITUTES COORDINATORS
June 19 - July 3, 1993

w0

Alicja Zajgczkowska

Alicja Unterschuetz
Adam Géral

Krzysztof Kaszuba

Bogustaw Plawgo

Andrzej Jurgilewicz

Walery Lach

Ewa Dratwa

- Solidarity Foundation, Gdarisk
- Solidarity Foundation, Gdarisk
- Polish-American Entrepreneurship Institute,

- Polish-American Entrepreneurship Institute,
Rzesz6w

- Biatystok Business School - Entrepreneurship
Institute, Biatystok

- Biatystok Business School - Entrepreneurship
Institute, Biatystok

- Polish-American Entrepreneurship Institute,
Poznan

- Polish-American Entrepreneurship Institute,
Poznan
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ENTREPRENEURSHIP A CROSS CULTURES

gary; Jean-Jacques Obrecht, France,

! Below, excerpts from the European
'Foundation of Management
Development's Focus Magazine:

“The Russians are quite rightly a proud
people...capable, bright and highly
educated, particularly in mathematics,
science, and logic. Almost invariably they
only need 1o be told something once. The
mistake of western contacts is 1o assume
that...it is acceptable to patronise or
condescend. One glimmer of {that] and all
relationships are at an end.”—John
Chadwick

“The western trainers crowding into the
German market have not been able (or
just have not wanted) to understand how
the east Germans had to work.... Attitudes
have become more iniportant impediments
1o training than gaps in knowledge and
know-how."—Frank Stolt

“Harmful misconceptions still exist about:

Beijing's WASME Conference draws global representation: (I to r) Joop Vianen,
Netherlands; Gene Gomolka, USA; Dieter Ibielski, Germany; Zoltan Roman, Hun-

TR
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TRAINING THE WORLD’S TRAINERS

* Time value of money—resulting in
entrepreneurs not feeling compelled to pay
their debts on time.

 Competition—a socialist way of thinking
[prevails]. ‘I will take this piece of market
and you will take this one, and we won't
be in each other's way.’

* Open information—resulting in a
reluctance to divulge much information on
oneself or one’s business activities, and
mistrust of available information.”—
William Prendergast

“Those from a Western culture can have
little perception of the shift in behaviour
and attitudes required of Czech and

Slovak managers.”—Dagmar Lesavoko

“Sixty-one percent of Russian managers
believe they should follow the instructions
of their superiors, despite not fully
agreeing.... In the West, only twenty-five
percent would act in the same way.”"— -
John Chadwick

START-UPS IN KOREA

Excerpts from a conference speech by
Byong-Kyun Lee, executive vice president
of the Korea Federation of Small Business
and member of ICSB - Korea Affiliate.

Despite a virtual nonexistence of capital
and technological accumulation in the
early 1960s, the Korean economy has
achieved unparallelied growth, due largely
to a government-led, export-oriented
economic development policy and the
Korean public’s unswerving desire for “a
better living.”

However, amid the transition from
authoritarianism to democracy, the Korean
economy bas faced unprecedented
challenges. Domestically, the rapid rate of
economic growth galvanized the demand
for a fair distribution of income, price
hikes and “collective egoism.” Inlernation-
ally, trade frictions, developed nations’
reluctance to transfer technology and an
accelerated chase by other developing
nations contributed to an overall stagna-
tion of the Korean economy, including a

Jow rate of economic growth, price

increases and a balance of payments
deficit.

In 1992, around 10,000 SMEs went
bankrupt, a whopping 47 percent increase
over 1991. About 30 SMEs went out of
business each day. The development of
small and medi{in industry bas emerged
asa signiﬁcan{ challenge, since SMEs
contribute to higher efficency, play 2
leading role in technological development,
enhance industrial competitiveness and
reduce unemployment.

The Korean government has imple-
mented a wide array of policies to help
existing SMEs and promote new ones.

(continued on page 3)



Tue FREE TRADE CONFERENCE

The theme of the 1993 ICSB conference,
“Free Trade: A Good Bet for Small
Business?" couldn’t have been more
timely. With Europe '92 being imple-
mented, the North American Free Trade
Agreement NAFTA) dominating business
headlines in North America, the Tokyo G-
7 meeting focus on trade, and world-wide
calls to have the stalled GATT (General
Agreement on Trade and Tariffs) talks put
back on track, conference participants
addressed many of the same issues
confronting their elected leaders. The
principal difference was the conference’s
small business focus.

FRrREE TRADE IS A
Goob BET

The consensus at the Las Vegas meeting
was that free trade is good for small
business. Free trade:

« creates export opportunities;

« improves the export position of small
business compared to its large competi-
tors;

« offers cheaper and more diverse sources
of supply;

< creates wealthier nations which, in turn,
provides small businesses greater domes-
tic opportuaities.

Not EVEry FIRM
WL Do WELL

Because free trade is good for small
business doesn’t mean that free trade is

good for every small business. To the
contrary, some small businesses will no
longer be able to compete. Yet the critical
factor from a policy perspective is
distinguishing the large future, but
currently intangible, good (free trade)
from the small, but tangible harm (“fair”
or managed trade). The critical factor
from the managerial perspective is the
understanding that we are in a world
economy.

Success in achieving freer world trade
means that everyone must resist the
temptation to look on trade as a “zero-
sum” game. Transactions between (wo
firms in different nations do not mean that
one gains while the other loses. Nor does

it mean one country wins at the expense of

the other. Everyone wins when everyone
does well.

Perhaps this theme was summarized
best by David Hume nearly two centuries
ago when he wrote in the essay “Of the
Jealousy of Trade" that “Not only as a
man, but as a British subject, 1 pray for the
flourishing commerce of Germany, Spain,
Ttaly, and even France itself.”

Small business owners and their
advisors must focus on the opportunities
inherent in free trade and impress them on
their political leaders. Success will not
come easily. Vested interests and weak
economic conditions in much of the world
encourage protectionism. But free trade
makes sense.

Korea (continued from page 1)

Procedures have been streamlined in
banking, taxing, technical and administra-
tive assistance.

A series of economic drives to create a
“New Korea" has received full support
from the Korean people. Voluntary
participation and creativity has increased.
Since unbounded demands and activities
for profit maximization would widen the
gap between rich and poor, today's
entreprencurship cannot be a simple-
minded pursuit of its own interest, but
should recognize public interest and
social responsibility. It should also
embody the spirit of an active participa-
tion in social welfare for the realization of
an ideal society.

“Korea has opened up the champagne
too early!" says a foreign magazine. For
the entrepreneurs of our time it is neces-
sary to give up extravagance, waste and
vanity. They should be more diligent and
frugal than those they employ, and should
be simple and clean in their private lives.
Entrepreneurs should be firmly willing to
share a greater pain for a further advance-
ment. This will be the spiritual starting
point for the construction of a new
Korea—as well as a new economy.
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From intense debates
over the urgencies, and
the complexities, of
Jree trade—

to amiable arguments
over the best good-luck
talisman for the baccarat
table or where everybody
was going for dinner—
our 38th conference was
-~ full of connections.




A VISIT OQF POLISH COORDINATORS - COLUMBUS 1933

June 23, Wednesday

24, Thursday
8 am.

3pm.

25, Friday:
7.30 a.m.

2-4pm,

26-27 (weekend)
Saturday
Sunday

arrival at 9.30 p.m.; Parke Hotel - address; 3025 Olentangy River
Rd. Columbus, OH 43210 phone# (614) 267-1111

INTERNSHIPS:

1/ Epro Inc., - Boguslaw Plawgo
(156 East Broadway, Westerville, Phone # 882-6990
manufacture business - tiles)

2/ Elford Inc., - Ewa Dratwa & Alicja Unterschuetz
(555 S.Front St., Columbus OH 43215; phone # 221-7589 or 227 6050;
construction services; a_contact person: Ms Amy Cline,(our coordinators
will have a meeting with President of the company Mr Jeff Copeland)

3/ CALLIF FOODS - Adam Géral & Krzysztof Kaszuba
(Fancy Fruits & Vegetabes Toss Salad & Cut-Cleaned Vegetables)
adress: 4561 E 5 Ave.; contact person: Mr Mike Callif

phone # 238-7300; Fax 238-7304

4/ DAVID KREBS & Co. CAP’S Inc. - Walery Lach &
Andrzej Jurgilewicz
(s.b. financial consulting; address: 1021 E Broad Street, Columbus, OH
432085; a_contact person: Mr Tom Cosch; phone # 251 1120)

5/ CASTO DON M ORGNZTN - Alicja Zajaczkowska
(marketing assist. for shopping centers; Marketing Dept. addrcss: 209
E State St. Columbus; a contact person: Diane Zibell; phone # 228-5331)

» Borders Book Shop - optional

1/ Mc Gowan & Goebbel Ltd., Columbus Gift Mart
address: 1999 West Belt Drive, Columbus, OH. a contact person: Mr Dick
Mc Gowan, phone # 848-3611

2/ BANK ONE
(Sawmill; a contact person: Ms Barbara Wecksten phone # 248-5148)

- a tour - Amish Home
- shopping



28, Monday
8.30 am.
10 am.

after lunch

29, Tuesday
8.30 a.m.
10 a.m

after lunch
30, Wednesday
8.30 a.m.
10 a.m.
after lunch
July 1, Thursday
8.30 am.

10 a.m.

after lunch

6.30 p.m.
2, Friday

8.30

10 a.m.

after lunch

» Overview of Year III proposal
e Selling - Dr John Turner

Discussion on new Selling seminar
» Summary of last year experiences and preliminary
planning sessions for the next - done by each Institute

* Plans for Budget and Equipment
e E-mail - Dr John Tumner

* Business planning with Rod Terminello
* Review of books with E. Jacowicz

* Parliamentary Procedure - C. Ashmore
e Team Building - Prof. Associate Janina Latack

» Discussion about new Team Building seminar
» Discussion about new Bank Marketing semi .nar
» Plan new courses - seminars

+ Discussion on Cases program
* Retail Management - Prof. Wayne Talarzyk

+ Discussion about new Retail Management seminar

» Develop strategy for monitoring the program and

getting
qualitative data (e.g. new questionnaires, monitoring
instructors, participant’s expectations about additional
courses)

» Dinner with CETE Staf’

* Plans for faculty upgrading workshops
» Negotiations - Prof. Ray Lewicki

 Discussion about Negotiations seminar
Schedules for 1993-1994

1
0



Polish American Enterprise Institutes

Summary of Training Plans - 1993-94

Basic Course - Primary City

. Bialystok 5

. Poznan 3

. Rzeszow 2
Basic Course - Satellite Cities

. Bialystok 3

. Poznan 4

. Rzeszow 5

L e
Total Basic Courses Offered

. Bialystok 8
. Poznan 7
. Rzeszow 7

Sy S 7 7 A

Other Courses/Seminars Planned

. Bialystok 5

. Poznan 7

. Rzeszow 19
New Seminars Planned

. Bialystok 6

. Poznan 6

. Rzeszow 6

s ‘\"\



Tentative Training Schedule
Bialystok Enterprise Institute
July - September ’93

. Basic Training Course for Business Owners .................. Bialystok
. Start-up COUISE . ..o iviviini ittt ervnonnonsananssssans Bialystok

October - December ’93

. Basic Training Course for Business Owners .................. Bialystok
. Free Seminars .. ....oviiiieieereeonnnnnoestnnnnes Satellite Cities

January - March 94

. Basic Training Courses for Business Owners (2) ............... Bialystok
. Basic Training Course for Business Owners ............. 3 Satellite Cities
. Start-up CoUrSe . ..o vvviiiiiiieni et ieeeraaseanasaanss Bialystok

April - June ’94

. Basic Training Course for Business Owners .................. Bialystok
. Free Seminars .. ......c.iviiitiiiiinnnineennonneons Satellite Cities
. Basic Courses for Business Owners (3 Satellites continued from January - March)
. Start-up COUISES . ... vvvitt i eeernnnnnenerenennnens Bialystok
. Selling Seminar . . . ... vvviiiiii ittt naan Bialystok
. Market Research Seminar . . ..........ciiiii i, Bialystok
. Retail Management Seminar . ........coiiiiveiiin Bialystok
. Team Building Seminar . ........ ... i, Bialystok
. Negotiations Seminar . .. .....cv v iiitivenrereanoenaaans Bialystok
. Human Resource Management Seminar ..................... Bialystok

N



Tentative Training Schedule

Poznan Enterprise Institute

July - December 93

July computer courses (S0 hourseach) . ........... ...t Poznan
Market research and consultancy services for the
Szurgot Building Construction Co. .. ......c.vvenenenne Poznan

August - October ’93

Market Research for the Polonia Insurance Co. .. ....cco0veneens Poznan

September - October ’93

English Course (SO hours) .........ciiiiiiieiiiinereennans Poznan
Basic Training Course for Business Owners . .............cvo.. Poznan
Basic Training Course for Business Owners . ............. ..., Konin
Basic Training Course for upgrading professional skills .

of unemployed women

January - June *94

Basic Training Course for Business Owners ...........covuevns Poznan
English Course (40 hours) ...........cccivteinnnnennnanenns Poznan
Basic Training Course for Business Owners .. .........cccueeann Konin
Computer Course (SO hours) .. .....ccviiiiiiiiii i, Poznan
Basic Training Course for Business Owners (February) ........... Leszno
Basic Training Course for Business Owners (April) . . ............ Poznan
Basic Training Course for Business Owners (April) . .......... Zelena Gora
Team Building Seminar .. ......... . o i, Poznan
Selling Seminar . . .. .. .ttt e e i e Poznan
Market Research Seminar . ... ... .ovi i inertniienneennnns Poznan
Human Resource Management Service . . . ... ..o vvvevvienenn Poznan
Negotiations Seminar . . .....ov ittt rereeenneeneess Poznan
Retail Management Seminar .. .......cciiii i iinnneverennn Poznan



Tentative Training Schedule
Rzeszow Enterprise Institute
July - September ’93

Selling Seminar . . . . ....oviiiiiiiiini it
Export/Import Course .........ocviivernnnnennnnanas
Computer CoUISE ... vetiinnennnnnneeeeeennannnns
Basic Course for Business Owners ..........ccvovvvunenn
Finance Course .. ....iiviinirinennnnneesennenns

October - December 93

Basic Course for Business OWners .............ccueuvueun.
Basic Course for Business OWNers .............ceuoueu...
Postgraduate Studies/Marie Curie Skladowska University

Computer Courses (2) .« v v vviiinn e ierennneeeennnns
Selling Seminar . . . ... ...ttt iniiii i iinnnnnnns
Banking Seminar .. ....... ... i i i e,

January - March 94

Basic Course for Business Owners ..........cccvveun.n.
Basic Course for Business OwWners ...........co0veeeu..
Export/Import Course ..........ccovvuuennenernannnnn
Export/Import Course .. .........civviivvnnneennnnn.
Finance Course ...ttt eiennnnn,
Computer Course . ......cviveienneennenennnnenenns
Postgraduate Studies/Marie Curie Skaladowska University

April - June ’94

Basic Course for Small Business Owners ................
Export/Import . ... .00ttt ittt
Finance Course . ........coiiiiitiiiiinnnnennnnnn.
Selling Seminar . ............ ittt
Finance Seminar .............. ... i,
Team Building Seminar ..................c0ivvnnn...
Market Research Seminar . . ...........ccivviivn e,
Retail Management Seminar . . ...............c.00vnnn..
Negotiations Seminar .. ..........civiiiiirereneennn.
Human Resource Management Seminar ..................
Computer Course

Postgraduate Studies/MCS University

... Rzeszow
... Rzeszow
.. . Rzeszow

One Satellite
One Satellite

. .. Rzeszow

One Satellite

... Rzeszow
... Rzeszow
... Rzeszow

. .. Rzeszow

One Satellite

... Rzeszow

One Satellite
One Satellite

... Rzeszow

Two Satellites

One Satellite

... Rzeszow

One Satellite
One Satellite
One Satellite
One Satellite

... Rzeszow
... Rzeszow

One Satellite

Lb(.)



QUESTIONNAIRE
(Business Owners)

Did you consider the Institute helpful for you?

In which of the courses did you find help?

Management Finance

Marketing Strategic plan.

Entrepreneurship Export-Import

Would you like to use services of the Institute in the future?

Have you recommended the Institute program to your friends?

Other comments:



QUESTIONNAIRE
(Faculty)

How and where have you been using Institute materials for educational
purposes?

How has involvement in the Institute helped you in other activities?

Other than in Institute courses, please estimate use of any Institute
materials with any types of students:

# students Hours per student
- Management
- Marketing
- Entrepreneurship
- Strategic Planning
- Finance
- Export-Import

What have you liked about being involved in the Institute?

What did not you like about being involved in the Institute?

What do you suggest the Institute do to assist you?

How would you lika to work with us in the future?

Other comments:

r'v
N



1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
Phone: 614-292-4353
Telex: 9102505950
June 15, 1993 Fax: 614-292-1260

Mr Mike Callif
CALLIF FOODS
4561 E 5 Ave.
Columbus, OH

Dear Sirs,

On behalf of our Polish scholars Adam Géral and Krzysztof Kaszuba representing Small Business
Institutes in Poland, established by CETE, we would like to express our appreciation to you for
your kind cooperation in hosting our scholars at your business enterprise.

The Polish quests have been involved in small business development project funded by the U.S.
AID in Poland and acted as project coordinators as well as managers of small business institute.
The small business institutes provide trainings and support services for small businesses in three
locations Poznari, Rzesz6w and Biatystok.

The Polish scholars, in research for business knowledge would like to experience a day in the
life of an American small business enterprise. As discussed he will visit your company on June
24, 1993,

Please find attached a brief description of our project.

We truly believe that your company will provide an excellent example of how business
enterprise operate. This experience will also give our visitors an inside view into the everyday

decision making process involved in operating a business.

Thank you very much for your generous contribution and cooperation.

Yours sincerely,

_facoue
Elzbieta Jacowicz

Program Associate
Entrepreneurship

T+-H - E CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT



ST CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
_ Phone: 614-292-4353
Telex: 9102505950
June 16, 1993 Fax: 614-292-1260

Ms Diane Zibell

CASTO DON M ORGNZTN
209 E State St.

Columbus, OH

Dear Sirs,

On behalf of our Polish scholar Alicja Zajqczkowska representing Economic Foundation
Solidarno$¢ which in partnership with CETE established Small Business Institutes in Poland, we
would lixe to express our appreciation to you for your kind cooperation in hosting the scholar
at your business enterprise.

The Polish quest has been involved in small business development project funded by the U.S.
AID in Poland and acted as a project coordinator. The small business institutes provide trainings
and support services for small businesses in three locations Poznari, Rzesz6w and Bialystok.

The Polish scholar, in research for business knowledge would like to experience a day in the life
of an American small business enterprise. As discussed she will visit your company on June 24,
1993.

Please find attached a brief description of our project.

We truly believe that your company will provide an excellent example of how business
enterprise operate. This experience will also give our visitor an inside view into the everyday
decision making process involved in operating a business.

Thank you very much for your generous contribution and cooperation.

Yours sincerely,
“
Elzbieta Jacowicz

Program Associate
Entrepreneurship



LT CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1800 Kenny Road
Columbus, Ohio 43210-1080

UNIVERSITY
Phone: 614-292-4353

June 15, 1993 Telex: 9102505950
Fax: €14-292-1260

Mr Tom Cosch

DAVID KREBS & Co.,
1021 E Broad Street,
Columbus, OH 43205

Dear Sirs,

On behalf of our Polish scholars Walery Lach and Andrzej Jurgilewicz representing Small
Business Institutes in Poland, established by CETE, we would like to express our appreciation
to you for your kind cooperation in hosting our scholars at your business enterprise.

The Polish quests have been involved in small business development project funded by the U.S.
AID in Poland and acted as project coordinators as well as managers of small business institute.
The small business institutes provide trainings and support services for small businesses in three
locations Poznari, Rzesz6w and Bialystok.

The Polish scholars, in research for business knowledge would like to experience a day in the
life of an American small business enterprise. As discussed he will visit your company on June
24, 1993,

Please find attached a brief description of our project.

We truly believe that your company will provide an excellent example of how business
enterprise operate. This experience will also give our visitors an inside view into the everyday
decision making process involved in operating a business.

Thank you very much for your generous contribution and cooperation.

Yours sincerely,
5%1010 COtum §
Elzbieta Jdcowicz

Program Associate
Entrepreneurship



1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
Phone: 614-292-4353
Telex: 9102505950
June 15,1993 Fax: 614-292-1260
EPRO Inc.,
156 E Broadway
Westerville

Columbus, OH

Dear Sirs,

On behalf of our Polish scholar Bogusiaw Plawgo representing Small Business Institutes in
Poland, established by CETE, we would like to express our appreciation to you for your kind
cooperation in hosting the scholar at your business enterprise.

The Polish quest has been involved in small business development project funded by the U.S.
AID in Poland and acted as a project coordinator as well as a manager of small business
institute. The small business institutes provide trainings and support services for small businesses
in three locations Poznari, Rzesz6w and Bialystok.

The Polish scholar, in research for business knowledge would like to experience a day in the life
of an American small business enterprise. As discussed he will visit your company on June 24,
1993.

Please find attached a brief description of our project.

We truly believe that your company will provide an excellent example of how business
enterprise operate. This experience will also give our visitor an inside view into the everyday
decision making process involved in operating a business.

Thank you very much for your generous contribution and cooperation.

Yours sincerely,
ALty
Elzbieta Jacowicz

Program Associate
Entrepreneurship

T-H - E CENTER ON FOUCATION
OHIO AND TRAINIAG FOR EMPLOYMENT



T+-H - E }E\NTEH ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
Phone: 614-292-4353
Telex: 9102505950
June 10, 1993 Fax: 614-292-1260
ELFORD Inc.,

555 S Front Street
Columbus, Ohio

Dear Sirs,

On behalf of our Polish scholar Ewa Drarwa and Alicja Unterschuetz representing Small
Business Institutes in Poland, established by CETE in Poland, we would like to express our
appreciation to you for your kind cooperation in hosting the scholars at your business enterprise.

The Polish quests have been involved in small business development project funded by the U.S.
AID in Poland and acted as a project coordinators as well as managers of small business
institutes. The small business institutes provide trainings and support services for small
businesses in three locations Poznari, Rzeszéw and Bialystok.

The Polish scholars, in research for business knowledge would like to experience a day in the
life of an American small business enterprise. As discussed they will visit your company on June
24, 1993,

Please find attached a brief description of our project.

We truly believe that your company will provide an excellent exampls _; how business
enterprise operate. This experience will also give our visitors an inside view into the everyday

decision making process involved in operating a business.

Thank you very much for your generous contribution and cooperation.

Yours sincerely,

aibieta Jacowicz

Program Associate
Entrepreneurship

0



Internship 24th, June 1993
Don M. Casto Organization
Marketing Department
209 E. State Street
Columbus, Ohio
Contact Person: Diane Zibel

The firm which I visited is a family business from three generations since 1920. The
company activities are connected \yith developing, managing and leasing shopping centers, office
buildings, corporate parks and multi-family residences. The company scts the standard for
shopping center industry and provides marketing services for the persons who rent shops in
shopping centers that are managed by the Don M. Casto Organization company.

I spent six hours being hosted by Diane Zibel, the director of the Marketing Department.
She explained the organization structure of the firm, and told me a lot about her activities. She
showed me how she plans annual activities of her department and orgenizes different kinds of
marketing services for shopping centers. She also explained how she operates with finance.

I've got the package of materials which gave me additional information about the
company and more specific information about the marketing services.

Diane took me to Dubli.; ic how me one of the best shopping centers managed by the
Don M. Casto Company. It wa: » vury important visit for me. It gave me a lot of information
and materials. Diana devoted much tire answering my questions and showing how the business

is run.

I appreciate very much the opportunity to spend time with her.

Alicja Zajackowska

~
o



Alicja Unterschuetz

Internship at the antique shop on 26th June, 1993.

My visit took place in a small shop selling pieces of furniture, glassware, dolls, and other
antique objects.

The shop is run by two partners, and one of them has a computer background which helps
him to deal with accounting and inventory management in 2 neat way.

Gary showed me pieces in his shop, answered my questions about prices, trends, ways
of obtaining new stock, how to deal with clients (who buy from the shop and who sells for the
shop). Once again, like after some other visits (in a bank, for instance), I was slightly surprised
how business is alive in many ways, whether it operates in Poland or in the U.S.

It was an informative visit for me. There were some pieces of furniture especially interesting
for me, and we discussed prices in Poland and U.S. We compared what is fashionable in our

countries.



DAVID KREBS & Co.,

I visited DAVID KREBS & Co., CAP’s Inc., which was a small business financial
consulting firm. KREBS & Co., had about 400 individuals and 150 firms as clients. Thomas
M. Koch, a senior accountant, was my host in the firm. He told me a little bit of the history
of the firm, its organizational structure and computers application. He showed me different
kinds of software which he used. He also described me the U.S.A. tax system and activities of
KREBS & Co. I learned many new things about ways of working with small businesses.

My visit in KERBS & Co. Inc. was very fruitful and interesting.
Andrzej Jurgilewicz

H oz ///V,Lgr,[t;ﬁw'7 ¢
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EPRO Incorporated
156 East Broadway
Westerville, OH 43081

I visited EPRO Incorporated Company. At the beginning of my visit I saw offices and
production accommodations. Than, Mr Greg Gordon who was Plant Manager told me the
history of the firm. I also became acquainted with its organizatinal structure, computers
application, price strategies and marketing activities.

My visit in EPRO was very interesting and useful for me.

Bogustaw Plawgo

-
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REPORT FROM THE VISIT TO CALLIFOODS

CALLIFOODS is the family firm founded 85 years ago by grandfather
of the present main owner Michael L. Callif. From the beginning

the firm specializes in the distribution of fresh truits

and vegetables.Michael's grandfather was the owner of the grocery
store which delivered fresh oranges and apples to the restaurants.
Michael and his father developed their bussines in the meaning

of the range of fruits and vegetables distributed by them

and the amount of yearly sales.

ORGANIZATIONAL STRUCTURE OF THE FIRM

Michael employs 18 people.They are involved in the following
activities:

1 - ASSISTANT

4 - SALES DEPARTMENT

6 - TRANSPORT DEPARTMENT
6 - WAREHOUSE

2 - COMPUTER DEPARTMENT

Michael and sales people are responsible for contacts with
customers.

MARKETING

Michael uses the fact that the firm is on the market from
85 years.He does not advertise too much.He just prepares
newsletter for his customers.

He specializes in a delivering fresh fruits and vegetables
especially to the restaurants.

He has 22 competitors.

Advantages of Michael’s firm are following:

history of the firm and computer system of information.


http:years.He

2-

INAN ITUATION ICHAEL’
Sales - 10.5 million USD
Gross profit - 0.2 million USD
Expenses:

25% - administrative expenses
25% - wage expenses

25% - transport expenses
25% - other

Michael avoids bank loans although he does not have any problems
with getting them.

The owner emphasized that his computer system is his main advantage
in the relation to competitors.He introduced computers in 1984

as the only one in the group of competitive distributors.

CONCLUSIONS FOR POLISH BUSINESS OWNERS

In the wholasale activity we should remember about:

- good using of our warehouse capacity(Michael achieved 10.5 USD
of sales having at disposal 10,000 square feet

- building of the image of the firm,

- good wage system for workers,

- necessity of using computer in accounting system,inventory,
sales analysis per customer and customer listing.

Adam Goral

Krzysztof Kaszuba


http:competitors.He

NCTT CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

| E 1900 Kenny Road
Columbus, Ohio 43210-1090
UNIVERSITY

Phone: 614-292-4353
Telex: 9102505950
Fax: 614-292-1260
June 30, 1993

Jeffrey L. Copeland
Elford, Inc.

555 South Front Street
Columbus, OH 43215

Dear Jeff:

We cannot tell you how much we appreciated the visit in your company. We were
overwhelmed by your hospitality and willingness to share with us information about Elford. We
enjoyed the lunch immensely not only because of the delicious food, but also owing to the
fascinating ideas of team work and company philosophy, all of it put in such an interesting and
entertaining manner.

We would also like to thank Carol, Ann, Chris and Jay for their efforts to acquaint us
with the marketing, financial and managerial aspects of Elford’s operations.

We are certain that the knowledge we acquired in your firm will prove extremely useful
in the case of the Polish construction company.

Thank you very much for your inspiration and immense help as well as for making us feel
at home.

Hoping to stay in touch, with very good wishes,

g‘ ](-L-/.*-. 1 .L:::\— -z/u/a/:fv// '&{b[f

Ewa and Walery



ECONOMIC FOUNDATION
NSZZ SOLIDARNOSC

80-855 GDANSK tel. 384-412, 384-319
ul. Waly Piastowskie 24 tix. 513170, 513160
POLAND fax. 384219, 317121

July 2, 1993

Greg Gordon

Epro Incorporated

156 East Broadway
Westerville, OH 43081
Dear Greg:

By means of *his letter, I would like to thank you for time you spent with me during mv
internship in your firm.

Thank you also for the opportunity to be able to listen to your description of your wc
and with which you answered all the questions connected with your business activities.

1 am looking forward to being in touch with you.

Yours gincerely,

s
yyst}ﬁ chool of Business

’
.



June 30,1993 SMALL BUSINESS INSTITUTE

TJLZYGMUNTOWSKA 2a
RZESZOW
POLAND
tel/fax:(48)(17)328-58
Michael L.Callif
President
CALLIFOODS
4561 East Fifth Avenue
Columbus,Ohio 43219

Dear Michael:

We are grateful that you found such a lot of time to show
us your firm.Especially we are happy that you wanted to answer
all our questions.Your firm can be a pattern for our business
owners how to organize distribution of fresh fruits and
vegetables.

We are going to share conclusions from the conversation with
you with the members of our SBI Century Club.

With many thanks for your hospitality we hope that one day
you will visit our country.

Sincerel
h j
Adaﬁﬁg\rﬁ
Krzysttji’ Kaszuba
‘ 5\,\%&
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ECONOMIC FOUNDATION

NSZZ SOLIDARNOSC
80-855 GDANSK tel. 384-412, 384-319
ul. Waly Piastowckie 24 tix. 513170, 513160
POLAND fax. 384219, 317121

Columbus, 28th June 1993
Ms. Diane Zibell
Marketing Department
Casto Don M Organization
209 E State Street
Columbus, OH 43215

Dear Diane,

By means of this letter I would like to thank you for the time you spent with me during my
internship in your firm.

Thank you also for the opportunity to be able to listen to your description of the merits of your
work. The trip to the Shopping Center in Dublin was interesting and informative. Also, I hope
to make use of the materials you gave me.

I am looking forward to being in touch with you.

‘ — .
o eyellans S
Alicja Zajac; ska / /

Director of Education Affairs
Economic Foundation "Solidarnosc"”, Gdansk, Poland

Yours sincerely,



ECONOMIC FOUNDATION

NSZZ SOLIDARNOSC
80-855 GDANSK tel. 384-412, 384-319
ul. Waly Piastowskie 24 tix. 513170, 513160
POLAND fax. 384219, 317121

Columbus, 29th June 1993

Mr.Gary Cummings
Mr.Chris Canaday

Gary Christopher’s

Antiques, Collectibles, Americana
2258 E.Main St.

Bexley, OH 43209

Dear Gary,

By means of this letter I would like to thank you for your time and patience with which you
answered all the questions connected with your business activities.

I appreciate very much the opportunity to be able to see how you operate, although I realize that
due to the short time period it was only a part of your activities we could talk aLout.

I am looking forward to our possible future contacts.

Yours sincerely,

U U L:OJ\,C) bﬁb’u‘*éﬁ

Alicja Unterschuetz
Coordinator
Economic Foundation "Solidarnosc”, Gdansk, Poland



Three Institutes

Process:

July

July/August

August
August

September

October

November

Nov.-Dec.

Dec.

March

April

May-June

STRATEGY FOR DEVELOPING NEW SEMINARS

same capacity
materials

facuity expertise
image

Consultants agree to assist

Consultants identify key topics and resources for Polish
Coordinators

Coordinators pick Faculty Team
Coordinators/Faculty read materials

Polish Team develops course outline /translate into
English

Consultants reviews course outline - suggests materials
still needed

Polish Team prepares seminar materials

Consultant reviews seminar materials with Elzbieta
Jacowicz

Polish Team shares draft with all Institutes
Polish Team finishes materials

3 Seminars scheduled for Faculty Training in 3_sites
(Selling, Negotiations, Market Research)

3 Seminars scheduled for Faculty Training in 3_sites
(Retail

Management, Human Resource Management, Team
Building)’

6 seminars offered as Test of materials



1/
2/
3/

4/

The OSU FACULTY/CONSULTANTS ROLE
IN PREPARING NEW_SEMINARS

Identify key topics - resources to read (July)
Review Teaching outline - suggested additional materials (October)
Review seminar content with Elzbieta Jacowicz (Nov.-Dec.)

Travel to Poland for Faculty Training meetings in 3 sites (2 weeks)

- March -  Selling, Negotiations, Market Research
- April - Retail Management, Human Resource Management,
Team Building



June 3, 1993

Professor Janina Latack
Ohio State University
317D Hagerty Hall,
1775 College Road

Dear Professor,

We would like to thank you very much that you accepted our invitation to give a presentation
on "team building" to our visiting scholars from Poland.

The Polish guests have been involved in small business development project funded by the U.S.
AID in Poland and acted as project coordinators as well as managers of small business institutes,
The small business institutes provide trainings and support services for small businesses in three
locations Poznan, Rzeszéw and Bialystok.

The purpose of current visit is to enhance their knowledge and understanding of business related
activities.

Please find attached a brief description of our project.

We ure very happy that you agreed to share your experience and we are looking forward to
seeing you at our Center, on June 30, at 10 a.m.

Yours sincerely,

Elzbieta Jacowicz
Program Associate
Entrepreneurship



June 10, 1993

Mr Wayne Talarzyk, Professor
The Ohio State University
1775 Collage Road

249 Hagerty Hall

Dear Professor,

We would like to thank you very much that you accepted our invitation to give a piesentation
on retail management to our visiting scholars from Poland.

The Polish guests have been involved in small business development project funded by the U.S.
AID in Poland and acted as project coordinators as well as managers of small business institutes.
The small business institutes provide trainings and support services for small businesses in three
locations Poznari, Rzeszéw and Bialystok.

The purpose of current visit is to enhance their knowledge and understanding of business related
activities.

Please find attached a brief description of our project.

We are very happy that you agreed to share your experience and we are looking forward to
seeing you at our Center, on July 1, at 10 a.m.

Yours sincerely,

Elzbieta Jacowicz
Program Associate
Entrepreneurship

28



LTI efl CENTER ON EDUCATION
OHIO A~ AND TRAINING FOR EMPLOYMENT

1900 Kenny Road

hi -1
UNIVERSITY Columbus, Ohio 43210-1090

Phone: 614-292-4353
June 3, 1993 Telex: 9102505950
' Fax: 614-292-1260

Mr Ray Lewicki, Professor
The Ohio State University
419 Hagerty Hall

College of Business

Dear Professor,

We would like to thank you very much that you accepted our invitation to give a presentation
to our visiting scholars from Poland.

The Polish guests have been involved in small business development project funded by the U.S.
AID in Poland and acted as a project coordinator as well as managers of small business institutes
in three locations - Poznari, Rzesz6w, Bialystok. The small business institutes provide trainings
and support services for small businesses in the locations.

Negotiations have been a part of the management training and we had the pleasure to use
materials developed by you. It will be a valuable experience for our visitors to meet the
distinguish author in person and have an opportunity to learn more.

The purpose of current visit is to enhance their knowledge and understanding of business related
activities.

We would like to leave the specific topic open for your decision, however, we may suggest our
visitors might appreciate a presentation on how to effectively teach negotiations and what active
techniques to use.

Please find attached a brief description of our project and information about our visiting scholars.

We are very happy that you agreed to share your experience.
Thank you again for your contribution and we are looking forward to seeing you at our Center,
on July 2, 1993, at 10 a.m.

Yours singerely,
Eln o, o i
Elzbieta Jacowicz
Program Associate
Entrepreneurship

/)}



CENTER ON EDUCATION AND TRAINING FOR EMPLOYMENT (CETE)
COLLEGE OF EDUCATION
THE OHIO STATE UNIVERSITY

PROJECT PROFILE

Creating Enterprise Institutes in Poland

PURPOSE:

The goa! of this project is to encourage the teaching of market economics education in universities and
colleges in Poland with emphasis on entrepreneurship, small business management, marketing, finance, and small
business consulting.

PROGRAM DESCRIPTION:

CETE, in partnership with Solidarity Union’s Economic Foundation in Poland, will conduct a 3-year
training and curriculum design project with the following purposes:

o To provide a series of courses at three established university-based Management Centers that will
focus on small business startup and operations. The three sites selected are Poznan, Rzeszow, and
Bialystok.

o To enable existing and new university economics professors to be competent in teaching
entrepreneurship, small business management, marketing, finance, and small business consulting.

o Toprovide curriculum for Entrepreneurship Institute courses that are adapted to the Polish environment
and available in Polish.

o To offer a variety of spinoffs that can enhance the university professors’ competence and make
information available to other professors and the public.

This project focuses on the birth and growth of small business by "educating the educators” in Poland. By
learning to use the curriculum and teaching strategies in the Enterprise Institutes, faculty are expected to become
confident and familiar with these new concepts. The curriculum will be established by a team of U.S. university-
based consultants working with economics professors in Poland. University-to-university relationships will be
fostered in train-the-trainer activities, task force activities, and the annual national conference for university professors
country-wide.

Support programs, natural spinoffs of the market economics education program, will be implemented through
these trained Polish faculty leaders as well as the Polish people already working on entrepreneurship education in
Ohio State's program for the Polish unemployed. They will include development of case studies of successful Polish
entrepreneurs, preparation of videos of these entrepreneurs to be used on TV and in the classroom, and seminars for
bank employees and govemment officials. Such activities will be available to the general pupulation and serve as
a catalyst to market reform in Poland.

COLLABORATING PARTNERS:
Solidarity Economic Foundation
Intemational Consortium for Entrepreneurship Education
U.S. Agency for Intemational Development

PROJECT PERIOD: July 1, 1991 - June 30, 1994
CONTACT PERSON: Dr. Cathy Ashmore, Project Director
International Enterprise Academy

800-848-4815, 614-292-4353, or FAX 614-292-1260

Vv



Information about our visiting scholars - coordinators of our project

Krzysztof Kaszuba, Ph.D - he wrote his doctor’s thesis on "A Reform of International
Monetary System and Developing Countries”; He works at Rzesz6w Polytechnic as 2
academic teacher; He is a manager of an economic section of A-Z Newspaper published
in Rzeszéw region; He is a director of Polish-American Entrepreneurship Institute in
Rzeszéw established under our project where he conducts trainings in the field of
management;

Adam Géral, Ph.D - works at Maria Curie-Sklodowska University, The Department of

Economy in Rzesz6w; He is a chairman of the JAZCOOP Ltd., - food processing and
computer programming and a vice director of Polish-American Entrepreneurship Institute
in Rzeszéw.

Walery Lach - graduated from Academy of Economics in Poznaii where he works as an

assistant at Department of Trade and Services. He is preparing his doctor’s thesis on
"Marketing Strategies on the Computer Market in Poland"; He conducts seminars on
marketing, sales management, microcomputers in trade; He also developed materials on
marketing with a special stress on price and distribution strategies; H= is a co-author and
a member of editorial board of the newest marketing magazine in the Eastern Europe
"Businessman Magazine".

Zdzistaw Krajewski, Ph.D. - Poznafi Academy of Economics; His background is
management.

Andrzej Jurgilewicz - an assistant working at Department of Economy, Bialystok
University; He is working on his doctor’s thesis from the theory of economic
development. His main focus is a theory of a company (costs, forms of competitions,
marketing strategies etc.). He runs seminars on finance issues.

Bogustaw Prawgo - an assistant working at Department of Economy, Bialystok
University; He is working on his dissertation from microeconomy.

Alicja Unterschuetz - graduated from Gdarisk University; She is a project Director
working for Gdarisk Solidarity Foundation - our collaborating partner in Poland.

Alicja Zajaczkowska - graduated from Gdarisk University; She is a program coordinator
working for Gdarisk Solidarity Foundation in Poland.

(} ‘"’/}



OHIO

UNIVERSITY

July 3, 1993

Dr. Catherine Ashmore
International Enterprise Academy
CETE

1900 Kenny Road

CAMPUS

Dear Dr. Ashmore:

It was a pleasure to address the Polish group on Friday. Enclosed please find

the materials | think they wanted:

Roy J. Lewicki

College of Business

The Ohio State University
1775 College Road
Columbus, Ohio 43210
Phone 614-292-0258

ﬁomaFax' 614-488-05486 -

1. Copies of two different forms that participants in negotiation role plays can

use to give peer feedback to each other.

2. A copy of a "reputation index" that | used in my course this Spring, so that
students could generally evaluate those with good and bad negotiation
reputations. The approach is explained in my course outline.

| cannot remember what else you reqmred If there were other things, please

i{ call me or drop me a note.

If participants are interested in some form of a follow-up event, | would be

pleased to discuss this with you.
Best regards,

7



OB 448 Negotiations
Spring, 19593

Individual Feedback Forms

Date: ) Name of Partner:

Negotiating Skills:

1. Expresses strong feeling appropriately

--recognizes feelings in self and others
--uses range of emotional expression
--relates tone to substance

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

b 2 3 4 5 6 7

2. Remains rational in the face of strong feelings

--acknowledge others’ feelings
--withdraws to regain composure when necessary
--encourages others’ expressions of emotions

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

b 2 3 4 L 6 7

3. Is assertive without damaging the relationship

--separates relationship issues from substantive issues
--is open, polite, courteous, considerate

--has something to asser:t: focuses on substantive points
--is firm, yet open to alternative persuasive views

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

1 2 3 4 5 6 7

4. Improves relationship without damage to a particular negotiatiozn

--acknowledges merit in others’ work
--acknowleges reliance on others’ participation

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

1 2 3 4 5 6 7




5. Speaks clearly in ways that promote listening

--speaks for self

--avoids assumptions about others’ motives, thoughts, feelings
--uses short, clear s<ntences

--asks others to repeat back what was said

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

b S 2 3 4 5 6 7

6. Inquires and listens effectively

--allocates time to listen and understand others

--allows others to state full argumen:t before responding and judging
--repeats others’ stalaments in own words

--inquires about others’ reasoning

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT

1 2 3 4 5 6 7

General Comments:



MHR 802: Reputation Index

This questionnaire concems the reputation gamered by students during the semester
in Managerial Negotiations. Please follow the instructions closely. Y i

questionnaire with your name on it, even if you ch make no

On the next page, you will find a list of all the students in the course. Do the following:
1. Write your own name in the upper right hand comer.

2. In the first column after the names, "check" all of the people who were either a
partner and/or an opponent in the class exercises (e.g. the PD game, Used Car,

Eazy's Garage, Porsche) and three graded role plays. These are the people with
whom you had "direct experience".

3. In the second column after the names, regardless of whether you had direct
negotiation experience or not, circle "G" for up to 6 people who you think have
developed good negotiating reputations. You may circle any number of names
up to 6.
Good bargaining reputations are gained by displaying honesty,
competence, trustwarthiness, integrity and so on.

4. In the third column after the names, regardless of whether you had direct negotiation
experience with them or not, circle "B" for up to 6 people who you think have
developed bad negotiating reputations. You may circle any number of names

up to 6.

Bad bargaining reputations are gained by displaying dishonesty,
incomgetence, lack of trustworthiness or integrity, and so on.

These ratings will be summarized for each individual and count for up to 20 points, or
10% of your grade.

5. You can also gain extra credit in your class participation for contributing to others'
learning through good feedback, *~sightful participation or other actions (intended or
otherwise) that help people learn. In the fourth column, circle "C" for up to five
classmates (not including yourself) who have contributed substantially to your leaming
in this course.

6. Make any comments you wish to support your marks in the final column.
7. Return this questionnaire to Professor Lewicki by May 28 (in class, under my office
door- 419D :{agerty, in the MHR office in 356 Hagenrty, or in the faculty mail room

opposite the Hagerty elevator). Failure to receive your questionnaire will result in an
incomplete in this assignment. ' '

{



Direct
Exper?
Jack Arnett
David Barnes
Don Capobres
Alice Chi
Casey Cuddy
Tom Daniels
Julie DeDomenic
Scott Dumbauld
Jim Garvey
George Gose
Robin Griggs
Craig Halliday
Steve Henck
Kia Hodges-Harper
Julie Janzaruk
Sasha Karev
Nancy Leser
Rob Litchfield
Greg Luce
Erika McGonigle
Paul McLeister
Darryle Melson

Chris Meyer

Good

Name

Bad

Bep? Bep?

G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G
G

mmmmmmmmmmmmmmmmmmmmmmm

Contrib.
loleamiia?  Comments

OO0 0 0000 0000000000000 o0OOoO O



Doug Muzzy
Sarah Nye
Gerry Pfister
Brian Salerno
Mark Stadnik
Alex Swaneck
Mark Swedan
Jim Tanner
Liz Thompson
Cemil Unal
Chris Wenzke
Mike Werstine
Peggy Wible
John Willert
Julie Zoog

00O 0006 6006060606060 60 6

OO0 0 000000006 O0OOo0OOo0oO0
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SELECTED READING ON NEGOTIATION AND DISPUTE RESOLUTION

Practitioner-oriented:

Lewicki, Roy J. and Litterer, Jos., Minton, John and Saunders, David. Negotiaticn. Second
Edition. Homewood, IL: RochardD Irwin, 1994, forthcoming.

Lewicki, Roy J., Litterer, Jos., Saunders, David and Minton, John..
Exgms_es_andﬁaggs Second Edition. Homewood, IL: Richard D. lrwm. 1993.

Bazerman, Max and Neale, Margaret. Negotiating Rationally. New York: Free Press, 1992.

Bramson, R. (1981) Coping with Difficult People. New York NY: Dell.
Bramson, R. (1992) Coping with Difficutt Bosses. New York NY: Birch Lane Press.

Breslin, J. William and Rubin, Jeffrey Z. Negotiation Theory and Practice, Cambridge, MA:
Harvard Law Schoo! Program on Negotiation Books, 1993.

Cohen, H. You Can Negotiate Anything. New York: Bantam Books, 1980.
Cohen, Raymond. Negotiating Across Cultures, Washington, DC: US Institute of Peace, 1991.
Dolan, John Patrick. Negotiate Like the Pros. New York: Penguin Books, 1992,

Fisher, R., Ury, W. and Patton , B. Getting to Yes. Second Edition. New York: Penguin
Paperbacks 1992,

Fisher, Roger and Brown, Scott. Getting Together: Building a Relationship That Gets To Yes.

Boston: Houghton Mifflin, 1988.
Foster, A. D.. Bargaining Across Borders. New York: Mc Graw Hill, 1992,
Gray, Barbara. Collaborating. San Francisco: Jossey Bass, 1989,
Jandt, Fred ar. ' Gillette, P. Win-Win Negotiating. New York: John Wiley, 1985.
Karrass, Gary. Negotiate to Close. New York: Fireside (Simon and Schuster), 1985,
Lax, David and Sebenius, James. The Manager as Negotiator. New York: Free Press, 1986.
Lertiz, Leonard. No-Fault Negotiating, Portland, OR: Pacifica Press, 1987.
March, Robert M. The Japanese Negotiator, New York: Kodansha America, 1388,
Nierenberg, Gerard. Fundamentals of Negotiating. (Revised) New York: Hawthome Books, 1986,
Nierenberg, G. and Calero, R. (1971). How to Read A_Person Like A Book. New York: Pocket

Books.
Shea, Gordon. Creative Negotiating, Bos!-on.' CBI Publishing, 1983,

Smith, H. B. Selling Through Negotiation. New York: AMACOM.
Ury, William. Getting Past No: Negotiating With Difficult People. New York: Bantam, 1891.

~
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Software;

Negotiator Pro Planning Software, Beacon Expert Systems, 35 Gardner Road, Brookiine, MA
02146, 617-738-9300.

Using Power and Influence

Cohen, David and Bradford, David. Influence without Authority, New York: John Wiley, 1990.
Covey, Stephen R. Eﬁmnﬁaﬂummmm New York: Fireside Book, 1990.

Pleffer, Jeffrey. Managing with Power, Boston: Harvard Business School Press, 1992,

Zuker, Elaina. The Seven Secrets of Influence. New York: Mc Graw Hill, 1991.

Conflict Management, Third Party Behavior and Alternative Dispute
Resolution

Donohue, Willaim A. and Kolt, Robert. Managing Interpersonal Conflict, Newbury Park: Sage

Publications, 1992.
Folberg, J. and Taylor, A. Mediation. San Francisco: Jossey Bass, 1984,

Folger, J. , Poole, M.S. and Stutman, R.K. Working Through Conflict. New York: Harper Collins,
1993.

Moore, C. The Mediation Process. San Francisco: Jossey Bass, 1986.
Susskind, Lawrence and Cruikshank, Jeffrey. Breaking the Impasse. New York: Basic Books, 1987.

Ury, William, Brett, Jeanne and Goldberg, Stephen. Getting Disputes Resolved. Sar Francisco:
Jossey Bass, 1988. _

Research Oriented:

Bazerman, M. and Lewicki, R. J. Negotiating in Organizations. Beverly Hills: Sage Publications,
1983.

Lewicki, R. J., Sheppard, B. H. and Bazerman, M. (Eds). Besearch on Negotiation in
Qrganizations, Stanford, CT: JAI Publishing Company. Vol 1: 1986. Vol 2: 1990.
Vol. 3: 1991. Vol 4: 1993,
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NLTA CENTER ON EDUCATION
OHIO AND TRAINING FOR EMPLOYMENT

1900 Kenny Road
Columbus, Ohio 43210-1090

UNIVERSITY
y } Phone: 614-292-4353
Telex: 9102505950
June 17, 1993 Fax: 614-292-1260
Mr John Tumer Ed.D.
1013 Wynngate Drive
Chesapeake, Virginia 23320

Dear Mr J. Turner,

I would like to thank you very much that you accepted our invitation to give presentations on
"Selling” and "E-mail” to our visiting scholars from Poland.

The Polish guests have been involved in small business development project for two years and
acted as project coordinators as well as managers of small business institutes.

The purpose of current visit is to enhance their knowledge and understanding of business related
activities.

I am sending you by mail a copy of our materials related to "Selling” and "E-mail".

As far as your room reservation is concerned, please be informed that it was made at Parke Hotel
which address is: 3025 Olentangy River Rd. Columbus, OH 43210, phone# (614) 267-1111 and
your reservation # is JO 627 BF.

Please find attached a program of our visiting scholars in Columbus.
I am looking forward to seeing you at our Center.

Please feel free to call me home if you need any kind of assistance. Here is my address:
23 E Second Ave., Columbus OH 43 201, phone # 291 1792.

Yours sincere
Dy
Elzbieta Jacdwicz
Program Associate
Entrepreneurship



POLISH ENTREPRENEURSHIP INSTITUTES’ COORDINATORS

EVALUATION FORM
U.S. trip, June - July, 1993

1. Please list the 3-6 most valuable and useful ideas, concepts and experiences
you obtain from:

a/ the

b/ the

¢/ the

participation at the 38 ICSB conference in Las Vegas:

- | learnt what organization errors | should avoid while preparing our
Forum.

- | met new interesting people and heard about new ideas how to
support small businesses.(2)

- good experience

- the idea how to organize the network of SBI (2); methods of analysis
of the role of small business in the economy of the whole country (2);
trends in Small Business Management in the U.S. (2)

internship:

- The rules governing antique dealers activities are similar in the U.S.A.
and Poland

- very good practical experience, a lot of new information

- How to manage effectively in the wholesale business (fresh fruits and
vegetables) (2); How to organize sales department in a small firm (2)

workshops conducted by the OSU faculty/consultants
1) Team Building by prof. Janina Latack

- very interesting

- I learned about team building. It would be useful in our work as
coordinator and help us to organize new seminars

- very good

- idea of Team Building seminar (2); Team concepts (2);
Leadership and Teams (2)

2) Retail Management by prof. Wayne Talarzyk
- very interesting lecture (3)

- very good
- trends in retail trade; how to teach marketing (2)



"2,

3.

4.

5.

3) Negotiations by prof. Roy Lewicki

- very interesting;

- am very interested n in negotiations. We hope prof Lewicki help
us to improve our seminars. (2)

- very good

- How to organize negotiation seminar (2); How to teach
negotiations (2)

4) Selling and e-mail by dr. John Turner

- New information about E-mail

- Thanks to him we will be able to instal e-mail in Biatystok (2)
- good

- How to use e-mail (2)

Which of these ideas and concepts will you use with your work at the institute
and why?

- All

- All ideas because they are new for me and | am aware that | still need
American experts help. (2)

- the concept of team building and negotiation

- How to build the network of SBI (will of building of stronger structure)
(2); How to build effective team (we are on the stage of building of SBI
team) (2); How to orpanize Team Building seminar (I am responsible for
such a seminar in Poiand)

What experiences and activities did you enjoy the most?

- Participation in seminars in CETE

- 38 th ICSB conference and meetings with experts (2)

- The visit at the Marketing Agency in Columbus

- ICSB conference, the internship the lecture of Janina Latack and visit
to the Bank (2)

What problems or concerns did you have with this trip?

- No problems (6)

How could we have improved your learning experience?

- More practice, contacts with consultants

- More lectures of good professors. (2)

- | would like to be a participant of the lectures at the US collage or
university.

- longer seminar from Selling; more contacts with real businesses (2).



"Presentations"

Presentators’ Materials:

- ©  Team Building

- Retail Management
- Negotiations

- E-Mail

- Selling

A



Practices of
Exemplary Leaders

Challenging the Process
e Searching for Opportunities
o Elxpen'menting ‘
Inspiring a Shared Vision
¢ Envisioning the Future |
¢ Enlisting Others

Enabling Others to Act

o Fostering Collaboration
e Strengthening Others

Modeling the Way

o Setting an Example
¢ Planning Small Wins

Encouraging the Heart

e Recognizing Contributions
e Celebrating Accomplishments

Copyright © 1888 by James M. Kouzes and Barry Z. Posoer. Adapted from The Leader:
ship Challenge, published by Josscy-Bass. 1987, San Francisco. All rights reserved.
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CHARACTERISTICS OF AN
EFFECTIVE TEAM

While researching this book, we asked more than two thousand managers
to define an effective team. We found ten characteristics that were almost
universally named. We will explore the main conclusions from our survey
in the following pages.

Many of the munagers recognized that effective teams skillfully com-
bine appropriate individual talents with a positive team spirit to achieve
results. Some of the characteristics named are paradoxical and seem to

contradict one another. This is, in fact, true: effective teamwork is the
synthesis of apparently contrary forces.

Characteristic 1: Conflict

It is widely thought that effective teams are harmonious and unified. Not
s0. Excessive harmony can encourage intellectual dishonesty. Challenge,

openness, and veracity among team members is an essential characteristic
of team eifectiveness.

Characteristic 2; Disclpline

There comes a time when teams need to do what they are told. This is true
even at the most senior levels of government. After a policy has been agreed
on by a senior group, implementation is mandatory; the team has to play
its allotted part. Imagine what would happen if the brass section in a
symphony orchestra decided to play “When the Saints Come Marching In"
during Beethoven’s Fifth Symphony.

Characteristic 3: Energy

In an effective team, members gain strength from one another. Collectively,
they feel more potent and find that team activities renew their vitality and
enjoyment. The word “synergy” was coined to describe this special group
energy. Synergy has been explained with this mathematically improbable,
but psychologically accurate, equation: 2 + 2 = 5. A team’s power goes
beyond the sum of its individual members. A team has the capacity for
synergy—a group energy that can deliberately be developed and utilized.

Characteristic 4: Learning

Echctive.team n.1embers continually learn better ways of working together.
They review their experiences in order to critique both individual and team

performance. Interestingly, teams operate like organisms; in a way, they
learn regardless of who the members are.

Characteristic 5: Methodology

Teams often are required to solve problems and make decisions. A shared
methodology of problem solving is an essential discipline. Often, innova-
tive solutions are needed, so teams need to be genuinely creative.

Characteristic 6: Objectives

Every team needs a purpose that is understood, shared, and considered
worthwhile by its members. This purpose can be described as the team’s
mission. Teams derive their objectives from their missions. Objectives take
the form both of broad team objectives and of specific objectives for each
member. Teams draw strength and direction fr-m a deep, shared under-
standing of common purpose and from an understanding of how each
member's objectives contribute to the achievement of the team’s broader
purpose.

Characteristic 7: Output

The “acid test” of a team is ita capacity to deliver the goods. High atandards
are essential. A team is capable of achieving resulta (both in quality and
quantity) that its members cannot achieve in isolation. Team members’
diverse talents combine to create end products that are beyond individual
members’ capabilities.

Characteristic 8: Structure

A mature team has dealt with thorny questions about control, leadership,
procedures, organization, and roles. The team'’s structure is [inely attuned
to the tasks that are undertaken. Individual talents and contributions are
utilized without confusion. Team members with a drive for leadership have
learned to understand one another and to cope with any feelings of hostility,

competitiveness, or aggression. Mature teams are flexible, responsive,
orderly, and directed.

Characteristic 9: Mutual Support

Members of an effective team develop a distinctive team spirit that encour-
ages inutual respect, support, and simple enjoyment of one another. Team

members identify themselves with their team. Team success or failure
affects each member, and the members will extend themselves to serve the
interests of the team. Effective teams have an atmosphere that augports
confidence sharing, effective listening, problem solving, and risk taking.

Characteristic 10: Team-Member Fulfillment

High-performing teams look after their members in more ways than
through providing a menu of psychological rewards. Team rnembgrl actu-
ally grow in stature through their membership. Their potential is recog-
nized and developed.



Assessment of Leadership Actions

The following checklis: gives you an opportunity to assess some of your strengths and development
areas related to five key practices. How would you rate your leadership competence in each of the
areas listed below using the following scale?
3 = Strength -- | do this very wel
2 = Competent — ! do this moderately well
1 = Development Area - | definitely need to increase my competence
Record the appropriate number in blank for each item.
Challenging the Process: Confronting and Changing the Status Quo
1. Searching for opportunities to initiate change

2. Experimenting and taking risks; learning from mistakes and successes.

Inspiring a Shared Vision: Communicating Your Hopes So That Others Ur.derstand and Accept Them
as Their Own

3. Envisioning the future; having a mental image or personal agenda of a positive and desirable
future state.

4. Enlisting others in that vision by communicating it in a way that attracts others and links
with their goals

Enabling Others to Act: Building Coalitions of Supporters and Collaborators
5. Fostering collaboration by getting people to work together.
6. Strengthening others by sharing power and information.

Modeling the Way: Showing My Philosophy, Standards and Personal Values About How Employees and
Customers are Treated

7. Setting the example and leading by doing.
8. Planning small wins by breaking projects into small, manageable chunks.
Encouraging the Heart: Showing Pride end Love for People, For What They Do, For Customers

9. Recognizing contributions and linking rewards to performance.

10. Celebrating accomplishments based on key values, making public recognitions and being
personally involved.

Adapted from Kouzes & Fasner, The Leadership Challenge.
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CHALLENGING CHANGE WITH A MARKETING ORIENTATION

Presented by:

W. Wayne Talarzyk, Ph.D.
The Ohio State University

A. GENERAL BUSINESS - MANAGEMENT ISSUES
1. GLOBAL ECONOMY
2. INCREASING COMPETITION
3. ENVIRONMENTAL CONCERNS
4. ETHICS
5. CHANGING DEMOGRAPHICS
B. IMPORTANCE OF RETURN-ON-INVESTMENT
1. INCREASE VOLUME '
2. IMPROVE MARGINS
3. CHANGE FINANCING
C. GENERAL BUSINESS STRATEGIC RESPONSES
1. CUSTOMER FOCUS
MARKET SEGMENTATION
RELATIONAL MARKETING
"RIGHT" SIZING
TOTAL QUALITY MANAGEMENT
PARTNERING ‘
EMERGING COMMUNICATIONS TECHNOLOGIES
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Teaching Ideas

CHALLENG F TEACHING NE A

Roy J. Lewick/

Courses In negotiation have become a growth industry. Eleven years ago, when | first taught a
negotlation course to students in a graduate school of business, there were perhaps two or three other
comparable courses in the Unted States. Reading and case materials at that time were drawn largely from
labor relations, soclal psychology, and intemational diplomacy. Simulation materials were adapted from
game theory, collective bargaining and psychological experiments. Only one or two practitioner-oriented
trade books were available in the marketplace.

Today, many new negotlation courses are started each year in business schools, law schools, public
policy schools, schools of international relations, and undergraduate curricula. Case studies and simulations
are being systematically developed 1o analyze and enact negotiation in each of these environments and
contexts. Research emphasis has largely moved from the development of new theoretical bases to
applications and the analysls of negotiations In situational context. Practitioner-oriented books on
negotiation abound, and comprehensive textbooks are beginning to appear. Finally, seminars for executives
and practitioners are available from almost every reputable tralning organization and consutting firm.

Despite this dramatic proliferation of negotiation courses, seminars and resource materials, there
has been little explich discussion of how negotiation should be taught. My purpose In this article Is to initiate
such a discussion by exploring some of the central problems, issues and diemmas of teaching negotiation.
While some of these problems are not unique to teaching negotiation skills (and related courses in power
and conflict management), others spectiically arise because of the nature of the subject matter and the
pedagogical style necessary to create a rich and challenging learning environment.

How Teaching Negotiation is Different

Some elements of teaching negotiation are very different from teaching more traditional courses.
The following examples of such ditferences contribute both to the excitement and to some of the challenges

of teaching In this field:

1. Negotiation Is a relatively new course area, and, untl recently, each Instructor largely
*reinvented the wheel® each time he/she designed a negotiation course. While this newness
oHers the opportunity for creativity, It also results in much idiosyncrasy in both what is
taught and how It is taught. A few who were involved in the early teaching ventures leamed
of one another’s existence and compared notes. It is only recently, however, that sets of
course outlines have been available for instructors to review and compare (Neale and
Northcraft, 1985). :

Reprinted from The Negotiation Journal, January 1986, pp. 15-27.
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2. Because of the newness of the field and the lack of open discussion about teaching
negotiation, there has been little systematic dialogue and research on how the subject
should be taught. Each Instructor has developed a personal teaching model based on
quaskrandom experimentation and intultive judgment. These models and thair implications
have not been tested.

3 As noted In the introduction, the study of negotiation ts truly interdisciplinary. Negotiation
has been studled In a variety of different contexts, and both researchers and instructors
have liberally borrowed models and theorles from one context and applied them to another.
Yet the appropriateness of the cross-conext trznstation and application has saldom been
tested. For example, researchers Iniird party dispute resolution have often noted that third
parties operated In difierent environments and contexts, 6.9, fabor relations, the courts,
communlty disputes, corporate organlizations and Intemational diplomacy. Moreover,
research findings derlved In one context were readlly applied to another as though the con-
texts were identical. Yet until recently, no effort was made 1o test this transferabilty and
determine how much contextual factors actually affected third party behavior and
effectivoness (Lewickl, Sheppard, and Bazerman, forthcoming). The same manner of
unbridled cross-field application has occurred in most of ine negotiation research, and In
teaching the subject.

4, While negotiation can be taught as a purely academic course (and usually Is taught this way
in social science departments or in a doctoral seminar), the movement in negotiation
training has been toward combining skil development and Intellectual tralning. This has
occurred because the graatest demand for negotiation courses Is in professional schools
of business and law, where there is a stronger emphasls on pragmatic education. In addl
tion, students enter the course with varying degrees of behavioral *expertise.” While most
students have not been exposed to regotiation theory and models, many have negotlated
for a long time, some in a professional capacity. To the degree, then, that a negotiation
course emphasizes skill developmenr students may have to unleam old, unproductive
behaviors as well as learn new behaviors.

A Model for Teaching Negotlation Skills r

There are several key assumptions about the teaching and leamning of negotiation that, though they
may seem obvious, should be stated explichly.

First, negotlation Is a comprehensible social process. Negotiation Is not a mystical process in a
black box: it can be analyzed, understood, and modeled. Second, negotiation is a Jeamable and teachable
sklll. Negotiators are made, not bomn, and skills can be improved and releamed throughout life. Finally,
change and Improvement in negotiating behavior require a combination of intellectual training and
behavioral skill development. Thus, the most effective approaches to teaching negotiation wil Integrate
intellectual analysis and skill development in a complete pedagogical package.



FIGURE 1
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To demonstrate how skil development and theory may be integrated together in teaching
negotiation, | will employ a simple, broad-based model of experiential learning (Figure 1). This model,
derived from the work of Kolb, Rubin and Mcintyre (1883), proposes that lsamning occurs In four interrelated
steps:

« the development (or external introduction) of concepts, principles and generalizations, leading
to

« predictions, hypotheses, or testing of the implications of 1iwse new concepts, leading to

. actual behavior and concrete experiences, leading to

. observations, reactions and reflections on that behavior, leading back to further concepts,
principles and generallzations (theory).

Students can begin anywhere in this cycle to change their behavior or thelr understanding of it For
instance, athletes who want to Improve their tennls swing might begin this process by becoming more aware
of thelr current swing (actual behavior and reflection). This then leads to an effort to define why the swing
Is poor (reflection and principles), followed by an intention to change the wrist position while swinging
(principles and intentions), then a change in the way the racket Is swung (behavior). Similady, watching a
videotape of a professional tennis player or reading a book about tennis would be an infusion of principles,
leading to intentions to behave differently; actually taking a lesson would be an Introduction of principles
and some “practice” (new behavior, refiection, Intention to behave differently, and more new behavior).



This model ks useful in several ways, First, k applies to many different situations where skils are
learned and developed, and allows us to break down the skill development process into Its component parts.
Second, since the leaming model has several component parts, k ts most usehul to structure the leaming
process to bolster each of the elements. Finally, there are several competing theories as to the optimal
place to “enter this learning circle. | will note some of these competing theorles in the discusslon that
follows.

Structuring The Course

Whie It is possible that some doctoraldevel Instructors may wish to teach only theory and research,
instructors at other levels generally want to structure a courss that is designed to improve the studert’s
negotiating behavior. In particular, courses designed for executives or MBA students should offer a blend
of theory and skill practice, since these students are primarily interested in improving thelr negotiating
behavior. Courses structured in this way are more likely to help the student recognize the relation between
theoretical principles and actua! behavior, thereby preparing the student to negotiate more effectively.
Finally, experiential components add a dimension that makes the course more interesting, enjoyable,
exctting, and relevant to both student and Instructor.

There are many ways 1o structure a negotlation course~in terms of the topics covered, intellectual
and experiential materials used, etc! Since | am not proposing that there Is one definitive way to teach
this topic, the following ideas are Intended as suggestions only. However, an ideal course structure should
emphasize each of the four stages In the experiential model, and | shall make specific recommendations
regarding course design elements that may be used for each stage.

Theory and Concepts. Most academlc courses emphasize theory and scholary research.
Negotiation Is no exceptlon. There Is a large volume of material avallable on the negotiation process, written
from many different perspectives (e.g., psychology, economics, communications, sociology, law, and
political sclence). Instructors seem to prefer all varietles of textbooks, research books and articles, or mass
market publications written largely for practitioners. The following topics are addressed in most negotlation
courses, through lectures or assigned readings:

the dynamics of interpersonal and intergroup conflict;

« an overview of the negotiation process;

. the economic structure of negotiation, and sorme exposure to game-theoretic models;
. the basics of competitive, distributive, windose negotlation;

. the basics of collaborative, integrative, win-win negotiation;

« Interpersonal, intragroup, and intergroup negotiation;

For a sample of negotiation course outlines from leading Instructors, see Neale and Northcraft, 1885.
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« the use of power, and negotiating in unequal power relations;
» approaches for resolving unproductive negotlations, inciuding the use of third parties.

Intentions/Predictions. Intentions and pre-iictions are ways that the negotiator translates theory and
concepts into practice. Whether It be a deslre to try a different strategy In negotiation, or apply a concept
from the reading, students should be specifically encouraged to engage in planning and goal setting prior
to negotiations. This may be accomplished In the following ways:

« requiring students to engage in a planning process prior to simulated negotiations, or to
real-world experiences. Planning may Include preparation of Information and argumants, setting
negotiation goals and objectives, predicting the opponent’s objectives and personal style, and
selecting a strategy to achieve the goals.

« requiring students to *experiment® with new behaviors. Instructors often make a point to
encourage students to simply try out different negotiating styles and approaches. Students may
be encouraged to try more cooperative or competitive behavior, be more or less talkative, or
assume positions of power contrary to their normal experience. The assumption is that the class
provides a "safe® environment In which to try new béhavior and gain feedback from others, but
v/thout endangering the substance of an agreement or the long-term relationship between the
partles that Is at stake In real negotiations.

Students may also be specifically encouraged to practice the prescribed behaviors of a particular
model, such as diflerent ways to achleve Integrative agreements (Prultt, 1883) or different ways to act as
a third party In resolving a dispute (Sheppard, 1984; Brett, 1983). Finally, students might leam new
behaviors by imitating a model who negotiates “correctly” (according to some prescriptive theory or
framework). This process Is analogous to watching the tennis pro's technique with a backhand swing, or
watching a videotape, and then trying It yourself. While behavioral modeling has been used a great deal
as a way to master complex sklilis, remarkably little i any tralning In negotiation has used elther live or
videotape models as a way to teach negotiation skills.

Actual Behavior. The primary vehicle for introducing actual negotiating behavior In class Is through
role playing and simulations. Some Instructors use role plays and simulations at the beginning of a course,
to acquaint students with the behavioral dynamics before the conceptual material Is addressed; others use
them in the middle or later parts of the course, to llustrate key principles or demonstrate the complexity of
a large Intergroup negotiation; still others use them throughout the course, beginning with simple scenarios
(games and one lssue negotiations), and building toward more complex negotiations as the course

progresses.

At this time, while there Is a great deal of case material avallable, k is not centralized In any one
location. Much can be derived from books of resource materials (e.g., Lewickl and Litterer, 1385),
commerclally distributed scenarins (e.g., Bass, Bass and Shapira, 1982), dispute resoiution organlzations
(e.g., American Arbitration Assoclation or National Institute for Dispute Resolution~Brett et al., 1985) or case
clearinghouses (Program on Negotiation Case Clearinghouse or Harvard Business School Case Services).
New materials with a wide variety of applications are constantly being developed and are usually shared
among Instructors teaching In this field.
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Role plays and simulations may be conducted during class time, or they may be set up at the end
of a class, to be completed by the students on thelr own. | suggest instructors use several of sach kind.
In-class activities allow the Instructor to describe the simulation and instructions clearly, monitor student
behavior closely, and debrief events “on the spot." However, simulation effectiveness may be constrained
i the classroom faclity does not have sufficient "break out' space for groups to meet and work
independently, or i the allotted time Is Inadequate. In contrast, simulations apart from classes allow students
to prepare at their lelsure, control (and manipuiate) the time and place of negotlation, meet as often as is
necessary, use breaks and recesses strategically, etc. A twenty-minute in-class simulation between very
competitive students may consume three or four hours outside of class.

Grading. Several Instructors have experimented with grading students on thelr negotiating behavior.
Some use simulations that allow various settlement packages to be scored with point schemes (s.g.,
Edwards and White, 1977), and assign grades based on the number of polnts won. With other simulations,
grades can be determined on the basls of who negotiated the better package for each party in the dispute,
or who invented the most integrative solutions. Unfortunately, there appear to be very few efiorts 10 evaluate
students on the effectiveness of thelr behavior rather than on outcomes.

Grading on the basis of actual negotiating outcomes Is viewed as realistic by some students,
particularly those who already negotiate well, but as troublesome by those who expect to have their
performance Judged by more traditional academic methods.

Reaction and Reflection. Negotiation Instructors who use simulations must also devote ample class
time to “debriefing® students about these experiences. There are several objectives for the debriefing
process:

. to compare and evaluate the different outcomes achieved by different subgroups;

+ to compare and evaluate the different planning and strategizing processes that led to these
outcomes;

+ 1o help students compare and evaluate the differences between thelr Intended actions and what
may have actually occurred;

» 1o use the simulation to highlight key conceptual and theoretical polnts;

+ 1o create the opponunity for students to note deficlencles In thelr own behavior, or the
negotation process, and to define~implicitly or explictly-new or different ways to behave.

There are many ways to achieve the reaction and refiection objectives through course structure and
design. First, students may discuss the simulation after it has occurred, or they may complete some form
of standard *debriefing’ questionnaire. Second, simulations may be videotaped, and students may be asked
to watch and critique thelr behavior. Third, students may be asked to prepare a formal written analysis of
the simulation, applying theorles and concepts to the shuatlon or setting explict goals for future behavior.
Instructors frequently use these application papers or journals to encourage students to monHor thelr own
behavior and apply theory as appropriate. Finally, students may also be required to complete a comprehen-
sive assessment of their own *negotiating style.” Data for this assessment can be generated from reflection
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on thelr behavior in the simulations, feedback from other students, and by completing one or more
personallty seif-assessmant questionnaires on dimensions related to negotiation-such as conflict
management style, assertiveness, sthics, etc.

Negmhﬁonm“lesmmhwnnluhanﬂngvohldehmmcﬁonwmﬂmm
Cases expose students 1o the hegotlating behavior of others, encouraging examination of behavior in the
coext in which R occurs. Theories, concepts and models are also provided to enrich Intellectual
comprehanslon. Casesuedlswssedhdasumybegwmasmmmﬁmtotwwm
and application of theory. Fims and videotapes are also good case material, allowing students the
opportuntty to obsarve nonverbal behavior and strateglc nuances as well as negotiation techniques.
Unfortunately, few ¥ any quallty case-oriented fims and videotapes are avalable for instructional use.

Differences Among Learning Populations. Wheather the instructional module Is two hours, one day,
three days or an entlre semester, the Instructional design should include all four elements of the experiential
leaming model. This cycle may be completed once in a short program, of multiple times in a longer
program or course. Measurement may be formal, as In graded examinations and papers, or Informal, as
by simply noting behavior. Moreover, students should be encouraged to continue to keep 8 personal journal
to monttor thelr negotiating behavior and compare goals set prior to actual negotlations with the results of
the process. As in any skill development program, conslstent monttoring and practice of new and different
behavior Is more likely to lead to behavior change and enhanced effectiveness.

In addition, difierent student populations should probably recelve varying exposure to different
components of the leaming module. As noted elsewhere (Lewickl, 1979), university students are more
comfortable with theory and abstraction, and more able to work with conceptual models that may not have
ready application. In contrast, executlves and practitioners are generally immersed in the behavioral
dynamics of the process, but are less faclle with complex theoretical abstractions. Instructors working with
these latter groups wlll find it more useful to limi conceptual Input to “friendly theorles™: those that are less
abstract, or Immediately tied to In-class simutations or examples the audlience can appreciate. Educational
programs for these groups should spend more time on simulations, case analyses, or elaborate, relevant
examples and less time on “raw’ theory and models. »

Unique Problems In Teaching Negotiation

| believe that teaching negotiation and conflict management creates several unique challenges and
problems that instructors do not typically encounter in other courses. 1 will now describe some of these

challenges.

1. The Volatility and Unpredictabllty of Classroom Dynamlcs. Most negotiation Instructors are
intellectually aware of the dynamics of confiict. Compethiiveness and conflict lead to helghtened emotions,
distortion of perception and judgment, misattribution of the causes of behavior, helghtened coheslveness
In one's own group, and the enhanced likelihood of behaving unproductively and unethically. However, &
is one thing to understand these dynamics intellectually and recognize them In others, and another to

experlence and manage them.

Because of these dynamics, courses in conflict, power, and negotlation often energlze and motivate
students, making classes exciting. Events occur that students remember long after the course Is over and
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the Irtellectual content Is forgotten. There ks, howaver, a negative side to these dynamics: students will often
be angry at one ancther, and sometimes at the instructor. They wil say things they don't mean, and do
things for which they do not understand the consequences. They wil get carried away by the moment, yst
be surprised or even remorseful later.

mm«.mmmmymwmmumwmmm
are in conflict. Sometimes an Instructor ks unwittingly entrapped in thesa dynamics, becoming “part of the
problem® rather than an uninvolved observer. Because classroom events are not always predictable and
plannable, an instructor of a course dealing with negatiation and conflict management should be prepared
to address, manage, and integrate spontansous classroom @vents with the lseaming objectives of the course.

2. Multiple Instructor Roles. In a traditional academic course, the Instructor has clear-cut role
responsibilties: to structure a coherent course outline, lecture, factitate discussion, and evaluate student
performance. However, by virtue of the variety of educational experences described earlier, as well as the
unpredictability of conflict dynamics, Instructors In negotiation courses are placed in muttiple (and often
conflicting) roles. Instructors must continue to act as formal educators, but also have enhanced
responsibilities as classroom managers, referees, mediators and counsslors. Whie these roles and
accompanying responsibiities may appear to be distinct and explicht, In practice they are frequently vague
or in direct conflict. Following are some guidelines for each role:

Educator/Evaluator. The Instructor's responsiblities are, as Just outlined, to structure the course,
1o be an expert in the conceptual foundations of confiict and negotlation, to convey that expertise through
lectures or readings, to facilitate classroom discussion, and to evaluate student leaming and performance.

Classroom Manager. The Instructor’s Job Is to orchestrate the leaming experience. Role plays need
to be planned with regard to preparation and distribution of materials, securing adequate faciltles, time
scheduling, and organizing students Into groups. Before an exercise Is concluded, students should discuss
the exercise and abstract key polnts. Simulations are useless activitles without this analysis. Finally,
applications should be drawn to the major conceptual points.

Regulator/Referee. The Instructor’s responsiblities are to define the boundaries for appropriate and
inappropriate behavior In the classroom and In simulations. The instructor will frequently become the
policemnan, prosecutor, judge and Jury In setting and enforcing rues. Some of those rules are academic,
while others are procedural and relate to the simulations. The Instructor must decide which rules to make,
how 1o enforce them, and what to do when they are broken.

Mediator/Counselor. Finally, as noted earler, students often become angry and entrapped in the
conflict dynamics. Negotiations may have deadlocked, or ended in betrayal. Yet for the educational
process to proceed, students must be able to detach themselves sufficiently to assess events and behavior
and move on to other activities. The Instructor’s job Is to help the class achleve this balance, and frequently
requires intervention as a mediator or counseior.

Role confiict for the Instructor consistently occurs among thesa various role responsibiiities. These
confilcts arise when student and Instructor disagree on the appropriate role to be taken, of when an
instructor must assume several different roles and each prescribes a different behavior. Mancgement ol
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these conflicts can significantly enhance or detract from the Instructor’s enjoyment of a courss, student
learning In a course, and student satistaction with the course. Examples of such conflict are:

. Students try to anticlpate the Instructor’s implick models for effective negotiating behavior, As

a result, they are afrald to be spontaneous, take risks or try new behaviors because they believe
the instructor will use grades to punish them (conflict between the Evaluator and Educator roles).

Instructors must decide whether to allow students to behave destructively, and to discover the
consequences for themssives, as opposad 10 stopping that Lehavior and depriving the student
of the leaming experience. Simlarly, instructors must decide whento stop a simulation to curtal
escalating conflict (Educator and Referee roles).

Instructors often require students to analyze thelr behavior through setf-assessment papers and
journals. Some of the least experienced and most destructive student negotiators are blind to
thelr own behavior and the consequences & has for others. Instructors need to critique this
behavior In their feedback on the paper; yet the student must belleve that the academic grade
awarded on the papers refiects the quality of analysis, not the behavior Itsell. In short, academic
assessments must be seen as Independent of judgments about the effectiveness of negotlating
behavlor (Evaluator and Counseior role).

Resolution of Instructor Role Confilct. The examples Just noted are only a few of the role confiicts
the instructor will experience. Each conflict offers the instructor a dllemma and a "cholce point® for effective
course management. Based on my experience, there are several key principles that may be used to guide
the Instructor's resolution of these choice dilemmas:

Be explicit with students about the Instructor's multiple role responsibilities, and the inevitablity
of role confiict-whether real or percelved. These possible role conflicts should be discussed on
the first day of class, when students may hear the problem but not understand it. They may then
be repeated as the need arises In the course.

Be explicht with students in advance about the formal criteria for grading In the course, and how
the criteria will be applied. This Is a princlple of good teaching In any classroom, but it s even
more critical In a negotiation course. Explictt and independent criteria help students befleve that
the grading process Is independent of thelr behavior or an Instructor’s *whimsical judgment.®

En clear that students should do as they please, but that they are responsible for the
consequences of thelr behavior. in a course that requires extensive role playing and simutation,
students frequently use Instructors as a target for both dependence and counterdependence.
These projections help to confound the Instructor roles. For example, on the one hand, students
fear that i they "misbehave® in a simulation (e.g., act explolatively or unethically), their grade will
be atfected. So they act Inhibited, or ask the Instructor’s *permission” to behave In ways they
ordinarily would not. On the other hand, students also believe that the instructor will stop, control
or regulate undesirable behavior; hence they behave more competitively or outrageously than
they might otherwise. The Instructor should make ht clear that students not only make thelr own
choices about their behavior, but also must Iive with the consequences of that behavior. H they
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choose to behave competitively or unethically and engender anger or mistrust among thelr
classmates, these are realistic consequences that cannot be avoided.

3 Regulating Classroom Dynamics. There are a number of other procedural rules that are
necessary and useful for Instructors to stipulate, such as the following:

« All behavior, Including behavior In simulations and role plays, Is *real.’ Students sometimes try
to argue (usually ex post facto) that role playing and simulations are not “real” because there are
no actual outcomes and people play artificlal roles. These arguments are often used to avold
taking responsibility for thelr behavior of lts consequences, of to deny the impact of that behavior
on others. Moreover, they argue that they certalnly would have behaved differently had this been
a ‘real” shuation. Instructors will recognize this behavior as defensive and myopic, yet often feel
frustrated in thelr inabllity to persuade the student that this is a limited and perhaps distorted
view. Instead of becoming entangled in such arguments, & Is usually easler to have students
accept the inttlal premise that all behavior in the course Is *raal®, that they make cholces about
the way they behave, that behavior has consequences and they must be willing to live with them.
The stakes may be different outside the classroom, but the behavior Is no less real.

« Rtis imperative that the confidential information provided in most role playing scenarios wili in fact
be treated as confidentlal. Instructors should routinely insist that students not read the opposhte
skie's information, or excuse themsetves from the exercise U they are aware of the other side’s
confidential information.

« Small groups negotiating within the context of a larger course should view behavior as
independent and autonomous from other small groups. This Is an extension of the previous
procedural rule on confidentiality, but applles to discussing the role play with other students In
the course before they have completed the exerclss. Gaining confidential infofmation from other
groups that may have already completed negotiations, etc. will be viewed in the same light as
reviewing the other side’s confidentlal briefing documents.

« The behavior of Individuals and groups within the boundaries of the course should be held in
strict confidence. Courses in negotiation typically occur within a larger academic context, in
which students may know one another very well. Behavioral dynamics in the course may
frequently become the subject of discussion and gossip outside the course, perhaps
embarrassing students who are not proud of their behavior. Students should be encouraged to
respect the rights of others and to refrain from out-of-class discussions.

4. Unethical Conduct. Violations of confidentlality are only one form of ethical violation. Students
may *biuff" about their posttion, or tell an outright lie. They may spy on another’s planning session, or steal
the other's documents. They may try to bribe or influence & referee. Instructors should treat these events
as important dynamics that need review and attention. Moreover, while instructors frequently set aside one
or more classes 1o discuss ethics spectfically, | belleve that the best discusslons occur “on the spot,” as
percelved ethical violations cccur and are challenged. | suggest the following strategies for discussing

ethical Issues:
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students do not ralse them);

« Do not take a normetive position as the instructor. Instead, work to elicit the perceptions and
perspectives of the actor, those affected by the action, and observers;

. Usathedlscusslontodevdopanagroememonﬁwlmplladahlw'fue'ﬂm may have been
violated (e.g., “Lying s bad”). Test out whather everyone agress that this Is the rule, whether the
rule applles in this case, and whether the nie has been actually violated. The odds are that the
class will not be unanimous on this polnt.

« Use the rule and ks percelved violation to highlight how people disagree about the rules that
govem competitive social behavior. Also, polnt out how the distorted perceptions that
accompany conflict enhance the debate about percelved ethical violations and thelr

appropriateness.

5 Extreme Emotianalism, Revenge and Violance. Students, and even axperienced Instructors laugh
nervously when this Is mentioned. However, “tnuth in packaging’ requires that | admit that occaslonal
eplsodes of extreme emotion, revenge and violence do occur.

Students don't belleve that anyone would ever get that upset over 8 *slly” simulation; many
Inexperienced Instructors don't belleve &t elther. Yet people become very upset when betrayed, duped or
ignored. Heated words and accusations can lead to long-standing feuds, revenge, and even physical
confromtation. The following steps are recommended to prepare for this possibility:

. A *no violence® rule should be announced at the beglinning of the course. Students may laugh
k off, but the point should be made clear.

« Instructors should Instantly terminate a simufation or role play when passions become extreme.
Announce that the exerclsa Is over, separate the parties, allow individuals to calm down, and/or
call a break. When passlons codl, reconvense that group and have people come to grips with
what occurred. | strongly recommend that students be encouraged to “ventliate” by talking about
how they feel, but not by hurling accusations at the other side and resuming the fight |
decidedly do not recommend that the Instructor dismiss the class and ask peopls to “codl off
and come back next week.® This only allows students to continue the dispute outside the class-
room, and to protract the feud In the broader academic cutture by spreading rumors, bullding
alliances, and allowing the feud to surface In other courses.

6. Negotating Rules and Procedures With Students. There are usually one or more students who
wil attempt to use the substantive topics of the course as a rationale for testing the instructor. i, as the
instructor may maintain, many things In the world are negotiable, then why not the course requirements,
rules and procedures? These students will efther explicitly attempt to renegotiate the rules-due dates, content
ol assignments, exemption from assignments-or defy the rules and then attempt to negotiate the
consequences. Other students wil explicitly state that the best way to evaluate students in the course is
by grading their negotiating efiectiveness with other students or with the instructor. Finally, others will
attempt to renegoliale grades and evaluations.
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and procedures. Others are tom by the compelling persuasiveness of the arguments, or perhaps thelr
deslre 1o reward the Innovative and enterprising student who creatively challenges the system. Once again,
mereuemhmwummwmymcomﬂaﬂonhwubkmhﬁnwunlu

The faimess and equlty of the grading system s at stake In this discussion. If the Instructor plans
to evaluate academic peformance based on examinations or papers, then students belleve this system wil
be consistently applied 10 all. if some students can successfully, renegotiate thelr academic obligations with
an instructor, the Instructor's falmess s called Into question. An instructor cannot reward such
entreproneurial Inltiative by one student without convaying the impression that the rules are not systematl-
cally and uniformly applied. Such negative perceptions are uitimately detrimental to an Instructor’s
evaluation and adjudged eflectivensss by the class majority. The instructor will lose credibiity and respect
In the eyes of the students.

Future Agenda

In this article, | have attempted to review the status of knowiedge about the teaching of negotlation.
As | have pointed out, while academic ‘courses and seminars on negotlation have grown dramatically In the
past few years, Iittle has been written about the process, and even less research has been done. Instead,
each Instructor has developed an individual approach to the toplc.

My hope is that this article will stimulate further dlalogue on the subject. Given the Importance of
negotiation skils to professionals in all fields, and the accelerating growth of negotiation courses within
pressional schools, closer attention should be paid to the pedagogical styles and tools that are used to
teach this subject. | hope that commentary, will be received not only from other academiclans, but from
practitioners who negotlate every day. This discussion can only help to improve the effectiveness of
teaching negotlation skils.
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STRUCTURING THE NEGOTIATION COURSE

In talking vith many instructors about the ways that they design and teach
courses in negotiation, we know that there are as many different course designs
as there are instructors! As a result, we only offer here some general
guidelines to instructors about the factors which should be taken into
consideration in designing and structuring a course. Many of these guidelines
and suggestions were identified i{n the previous Negotiation Journal article; ve
will briefly review them here.

1. Class Size. 1Instructors differ on their ability to manage various
groups in experiential learning activities. Good experiential learning requires
a classroom of moderate size--i.s. big enough to conduct multiple role plays that
will produce different results, small enough to orchestrate the experience in a
limited time. We recommend a minimum class size of 12-16, and a maxioum class
size of 36-40. However, some of us havc taught these activities to groups of 60
or more. In these settings, tight orchestration of activities is a must!

2. Facilities. Role playing with multiple teams negotiating simulta-
neously requires that each team have a room or place to meet, and that additional
space 1s available for one or both teams to caucus. Thus, it is most desirable
to have several break-out rooms available near the classroom for negotiation and
caucusing. It will be almost impossible to conduct this class in a fixed-seat
auditorium with no options for break-out space. Some instructors prefer to teach
this course at night when they can have access to lots of empty classrooms that
are full during the daytime. Others assign role plays to be done outside of
class. If in any doubt, move the class to a place where extra rooms or flexible
seating are available.

3. Class hours. It is also extremely difficult to teach this class in
a number of short class periods. 50-60 minute classes do not allow students to
prepare for and carry out an exercise; spanning some of them over two days takes
the "life" out of them. We recommend that you schedule this class for AT LEAST
75 minutes. Longer class times are generally preferred (50-100 minutes), and
some instructors even prefer one 3-4 hour class period once & week. While the
fatigue factor is high, the longer class allows for maximum flexibility 4n
carrying out role plays, discussing them, and integrating them with conceptual
material,

4, Sequencing of Content. This is a matter of choice among'instructorl.

The issue boils down to one question: is it more advantageous for students to
read theory and hear lectures about a topic (e.g. integrative bargaining) before
experiencing it in a role play, or is it better to do the role play first?
Instructors differ on this question, and we suggest that you experiment with both

formats.

5. Assignments Evaluation and Grading. Instructors have used a variety

of different learning vehicles in courses on negotiation. We make the following
suggestions:

a. Examinationg. We recommend essay or case-analysis examina-
tions. Essay exams may be used to test understanding and application of concepts
presented in the text and in class. Case-analysis examinations should assess the
negotiation and conflict dynamics of a selacted case, and perhaps application of
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theories and approaches. We do mot recommend short answer, multiple choice
examinations.

b. Tern papers. We have friquently given students a nunber of
options for a term paper assignment:

* researching and analyzing a negotiation as reported in the media--
e.g. a labor-managenent disputs, disarmament talks, {nternational negotiations,
major business deals, etc. There is an unlimited nunber of topics to be taken
from history, politics, labor relations, business and {nternational affairs.

* researching and analyzing a negotiator--e.g. Kissinger, a labor
leader, or someone the student can get {nformation on. Actual interviews wvith
car dealers, real estate salesmen, insurance adjusters, etc. often provids
interesting experiences.

* preparing a paper that summarizes a stream of research in one of
the many areas of negotiation--e.g. the effectiveness of threats, face saving,
strategies of deterrence, effectiveness of third parties, etc. Topics can be
generated from the research-oriented textbooks and journals.

* writing a "personal case,” based on a student'’s own negotiating
experience. Students should write a case that describes their experience, and
then analyze that case. Because students are frequently still "myopic® about
their own effectiveness or {neffectiveness as negotiators, we frequently
encourage students not to select this option unless they can get someone’s viev
other than their own about the events and how they transpired.

* actually negotiating for something of personal value, and then
writing a paper on it. Instead of describing a past experience, students can
also be asked to plan and execute an actual negotiation during the span of the
course, and then write a paper on it. The paper can entail the actual planning
for the negotiation, the execution of the negotiation, report of results, post-
hoc interviews and analysis, {ntegrating theory, models, etc. Students have done
some wonderful projects: negotiating & grade change with a faculty member,
resolving a conflict with a roomnate, parent, spouse or friend, negotiating a nev
job assignment, salary or vorking conditions with an employer, buying
automobiles, furniture and sporting goods, etc.

* writing a role play. Finally, students may combine personal
negotiating experience vith historical research to write a role play scenario
rather than a case or description. These role plays can be tried in the
classroom and used in future classes.

c. Personal Application Papers or Diary. These assignments
encourage students to reflect upona simulation or role play, and to abstract the
key learning points out of that event. We generally either require students to
keep a weekly journal that is periodically collected and reviewed, or assign &4-5
application papers {n a term. Here is a sample from one of our course outlines:

*The purpose of the paper {s to encourage a reflection and analysis
process on the *learning by experience’ simulations; the paper also gives the
instructor a sense of your {ndividual progress, and your strengths and veaknesses
as a negotiator. Your task in this paper is to describe your reactions,
perceptions, impressions or significant insights gained from participation inor
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reflection on the simulation. You may talk about yourself, or the behavior of
other people, and may want to address some or all of the following points:

1. Briefly, what happened in the simulation, role play (or
‘real-life negotiation’)--that is, provide a brief overview of the key events.

2. What did you learn about yourself from this experience?

3. What did you learn about the behavior of others from this
experience?

4. How does this experience compare to others that you have had
in similar or comparable circumstances?

S. WVhat did you learn about bargaining or conflict from this
situation?

6. How do the concepts in lectures or readings enrich your
understanding of the process of negotiation, its outcome or your own ‘style’?

7. What would you do the same or do differently in the future,
or how would you like to behave in order to perform more effectively?

Each paper will be read, commented on, ‘graded,’ and returned to you. The
purpose of the grades is to encourage thoughtful analysis and understandings of
the simulations, and to encourage use of theory and research presented in
readings, and lectures. A ‘good’ short paper is one which tries to step back
from a simulated bargaining situation, identifies key events and processes, uses
readings or lecture material to help structure the analysis, and is well wvritten.
All of these guidelines are just that--guidelines. Outstanding papers have
frequently been written in the past that do not closely conform to this format.®

Whether the short papers are used or not, students may also be asked to
write a "summary" self-evaluation paper at the end of the course. These papers

are usually 5-8 pages in length, and ask students to address the following

points:

1, Do I enjoy bargaining? Do I enjoy being in situations of
conflict, and/or do 1 enjoy attempting to persuade others to my point of view?

Why?

2. Do others see me as a "good bargainer?” Am I seen as strong or
weak? Am I percelved as one who gives in easily, or holds out too long, or knows
when to make conciliations and tradeoffs?

3. How do I see myself in relation to the question in (2) above?

4. How effective am I at persuading others? How effective are my
verbal skills to argue my points?

5. At what time do I feel must competent in bargaining? Least
competent?

6. How do I respond when I hold the power in a situation? How do
I recpond when I have little or no power in a situation?
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7. dveun. vhat are my major strengths and waaknesses as a
negotiator, and what kind of learning goals must I set for myself for the future?

We have had good experience with personal learning papers and journals, and
summary papers on personal lecarning and development. Many students 1like
them--but some don’'t, and it shows in the amount of time and effort they give to
the activity. Two cautionary notes about using diaries, journals and learning
summaries:

* they are time consuming to read. Evaluation for each student takes
significantly longer than grading an exam. In addition, individual feedback to
students--written or verbal--is also very time consuming.

* "grading” and evaluation of journals, by necessity, becomes a Teasonably
subjective process. As a result, vhile the instructor wvill be able to
discriminate differences in the conscienticusness paid by the student to the
journal writing task, the detailed nature of entries, and level of student
insight and personal learning that may be occurring, it may be very difficult to
explain and justify such differences (and the related grade) to students. If
you, and/or your students, have a strong need for "objectivity” in grading, using
journals can create a problem.

d. Graded negotiation. Lastly, we have often graded students on
the outcomes of several negotiations. One clear consequence of this practice 1is
that it raises the competitiveness of the simulations considerably; but it also
forces students to evaluate their positions carefully and take the process
seriously. An example of one format for using graded negotiations is as follows:

*Graded Negotiations". Three role plays will be conducted outside of
class. By virtue of a point scheme assigned to particular variations in
settlements, negotiators will be evaluated on the settlements they achieve. The
procedure will basically operate as follows:

1. Roles will be assigned and the negotiations explained at the
end of a particular class period. Students will be assigned to one or two person

teams, and opponents specified.

2, Students will have an entire week to arrange a negotiation wvith
their opponent and arrive at a settlement.

3. Results of negotiation are due in writing to the instructor by
a specified deadline. Failure to meet the deadline will result in a penalty.

4, Teams will be assigned grade-points based on the quality of
their solution as compared to all other teams playing that same position.

5. All members of a team will be assigned the same grade points
for the exercise unless appealed to the instructor. Appeals must be specified
in writing no later than 24 hours after the negotiation results are submitted.

There will be three role plays, and they are weighted in their contribution to
the final grade. Role Plays 1 and 2 will be vorth xt apiece, and Role Play #3

will be worth y%."
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I1f an instructor is going to use graded negotiations, we Suggest the
following rules of thumb:

* graded negotiations should comprise no more than 1/3 of the total course
grade.

* there should be several graded negotiations.

* agreements arrived at by the students should be submittsd to you in their
handwriting, and signed by both sides, so that there is no disagreement as to
what was agreed to.

* in purely distributive negotiations, students receiving the best package
on each side should be given the best grades. Thus, in a buyer-seller negotia-
tion, the best buyer outcome and the best seller outcome get the top grade, and
others are graded relative to the top in each group.

* in simulations which emphasize integrative negotiations, students should
be graded based on the best cooperative, innovative joint agreement that is
derived. Student judges may be used as an aid to determine what are the "best®
solutions. STUDENTS SHOULD BE TOLD WHETHER THEY WILL HAVE A NEGOTIATION GRADED
BY DISTRIBUTIVE OR INTEGRATIVE CRITERIA.

* unless you set up explicit criteria to do so, students should not be
judged on their behavior in the negotiations, but on the results they achieve.
I1f you think you are able to judge "better" or *worse” negotiator performancs,
we would be pleased to learn of the scheme you develop or use to do this.

* {n evaluating negotiation outcomes and assigning grades--particularly
integrative negotiations--we have frequently been challenged by students as to
the validity of our evaluation criteria. Be prepared to defend the criteria you
use if you employ this method. Ve have also found it helpful to delegate a small
group of students to be an *gppeals panel” for hearing grade grievances on graded
negotiations, and/or to develop the criteria for evaluating the results of each
scenario. Thus, for example, a small group of students could be asked not to do
the role play, but instead to develop the criteria by which others’ solutions

will be judged.

% we have recently experimented with combining the graded negotiation and
an analysis paper on the negotiation. Thus, part of the grade is assigned based
on the actual outcome achieved in the graded role play, while another part of the
grade is based on the quality of an analysis paper on the event. This combines
two types of assignments into one, and creates the opportunity for students with
good negotiating skills but poor writing/analysis skills (and vice versa) to

perform well.

In summary, grading negotiations can be a creative alternative to reading
papers «nd correcting exams. However, the more competitive the classroom envir-
onment, the more the instructor may become enmeshed in numerous "grading hassles®
with students about criteria used, how good their solutions were, etc. Be
prepared for this as a logical offshoot of any efforts to grade students on their
performance. Take appeals only in writing, and consider them when you are not
under direct pressure from a student’'s own persuasive negotiating ability.
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Additional Resource Materials

The following sources may be consulted for additional resource naterials
that can be used in teaching thisz courss:

1. Sample Course Outlines. See Neale, M. and Northeraft, G.
e : . Durham, N.C.: Eno River Press,

1985.
2. Role Play Materials.

a. Contact the National Institute for Dispute Resolution, 1901 L
Street N.W., Suite 600, Washington, D.C. 20036 for their complete catalogue of
books, videotapes, articles, stc. on dispute resolution in cthe public and private
sectors. Twvo slightly dated but excellent volumes of role plays and
comprehensive teaching notes are two volumes of 2 )
Dispute Resolver, one for 0.B. and Management courses by J. Brett, L. Greenhalgh,
D. Kolb, R. Lewicki and B. Sheppard, and the other for Economics and Decision
Analysis courses by D. Lax, W. Samuelson, J. Sebenius, R. Weber and T. Weeks.

b. Contact the Clearinghouse at the Harvard Negotiation Program
(Harvard Law School, 500 Pound Hall, Cambridge, Mass 02138) for their catalogue
of role play and videotape materials (as of July, 1992, a revised catalogue is
in preparation). These are not free, but sample copies may be purchased as well
as coples for an academic course. One resource is by L. Susskind and E. Babbitt,

Resolving Public Disputes, 1987, containing the teaching notes on 1l publie
sector negotiation role plays. The Negotiatjon Journal, also published by the

Harvard Negotiation Project and Plenum Press, often features articles on
negotiation pedagogy, and reviews leading text and resource books in the field.

c. Contact the Dispute Resolution Research Center at the Kellogg
Graduate School of Management, Northwestern University, Evanston, IL. (708-
491-8068) for their compendium, Materia eac ego and
Resolution, edited by Jeanne Brett. The paperbound volume contains many
excellent role play scenarios, most of which are "scoreable™ so as to be able to
calculate and rank order outcomes more precisely. The Northwestern Center also
has an excellent reprint series of research articles on negotiation.

3. Videotapes.

To our knowledge, there are very few videotapes on actual negotiations that
are publicly available. The National Institute for Dispute Resolution has a few
videotapes available, The videotape that accompanies the Detection Technologies
role play (Exercise 18) may be particularly useful. The American Arbitration
Association has some excellent videotapes available for teaching about
arbitration and mediation. Contact the AAA. Finally, the Harvard Program has
produced several videotapes as well., Please contact us if you know about others.
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Feedback to the Authors

We hope the materials in these voluzes serve you vell. We would be pleased
to receive any feedback, suggestions and corrections that you have, or to ansver
any questions that come up as you use these materials. Please don't hesitate to
contact us, and let us know how these materials vork in your own organization or
universicy.

Roy J. Levicki Joseph A. Litterer
College of Business School of Business
The Ohio State University College of Willian and Mary
1775 College Road Williamsburg, VA 23185
Columbus, OH 43221 413-549-4930
614-292-0258
John W, Minton David M. Saunders
The Fuqua School of Business Faculty of Management
Duke University McGill Universicty
Durham, NC 27706 1001 Sherbrooke W.
919-660-7855 Montreal, Canada H3A 1G5

514-398-4028
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In the remaining sections of this manual, you will find the following resource
paterials:

1. Special Guidelines for instructors who have not frequently used role
playing or instruments in the classroon as pedagogical tools.

2. - A matrix that svalustes each of the role plays, questionnaires and
cases relative to their "fit® vith particular sections of the readings in the
Readings volume, and with textbook chapters.

3. Individual teaching notes on each of the eighteen exercises, four
instruments and four cases.

26



SPECIAL CUIDELINES FOR USING ROLE PLAYING AND INSTRUMENTS

The following guidelines will be useful to instructors who have not had extensive
experience with role playing activities, or have not used self diagnostic ques-
tionnaires and personality scales in the classroom.

Specis) Guidelines for Using Role Plaving?

Role playing is probably one of the oldest (comparatively speaking) techniques
for making behavioral science materials "come alive® in the classroom. The
advantages are well known and have been spelled out more fully in a variety of
sources (Miles, 1959; Thelen, 1964; Maler, 1965, 1975). We will only briefly
list them here:

1. Role playing provides a "real world® context for exploring behavioral
principles, as opposed to discussing them as abstract theory or as principles
devoid of the organizational nitty-gritty.

2. It allows for spontaneity and involvement in the material, and
requires more of a personal commitment from the student than reading and
discussing a case. .

3. It permits the examination of behavior, as opposed to theoretical
analysi{s or speculation. What people actually do is, of course, often quite
different from what they say they would do or others should do. Role playing
enables us to look at what people actually do.

4. At the same time, it gives people the opportunity to experiment with
new ways of behaving without necessarily facing the real-world consequences of
that experimentation.

S. Finally, the involvement bred by role playing increases diagnostic
skills for understanding the nature of the situation, the complexity of human
behavior (as opposed to being able to articulate "simple common sense"), and to
test out possible solutions.

The role-playing scenarios in this book specify times, description of the roles,
and discussion. However, many other behavioral science cases can easily be
adapted for role-playing use in the classroom. We offer the following guidelines
for using a role-playing activity:

1. Plia how to you are going to use it. Consider the use of the role
play in the broad context of both the content and other learning devices to be
used.

2. Decide whether you are going to preselect people for certain roles
from the class, involve the class in this "casting” process, or merely ask for
volunteers. There are usually good reasons for doing your casting in a
particular way. You may want to select certain "types” of people to play certain
"types" of roles -- you ought to share these criteria with the case after the

lReprinted from Instructors Manual to Accompany Experiences {n Manageme
and Organizational Behavior, 2nd Edition. New York: John Wiley and Sons, 1982.

Used with permission.
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exercise. On the other hand, you may want to have the class help you select
people, you may want to sclect at random, or you may want to select individuals
who make significant points in a case discussion.

3. Decide whether you want to ®"replicate® the role playing by having
everyone take on a role and conducting a number of role plays simultaneocusly, or
use the role play as a demonstration in front of the class. While the former
breeds the greatest degree of involvement, the latter is more common, gives you

- more control over the learning process, and allows for other options.

4. Allov varm-up time for the role players. Make sure they understand
their own role and what expectations are placed on them by the scenario they will
enact, (Often, however, you may want to ask individuals to play a role impromptu,
as they are discussing a case.)

5. Decide whether you want to share knowledge of what the other role
players will be presenting, or whether each role player should see only his own
"script.” This latter alternative ir usually used when the nature of the role
play deals with people’s hidden thoughts, feelings, or attitudes, or when people
are in competition or conflict with one another.

6. Know when you want to "cut®"; --at your own discretion, or fix the
time limits and adhere to them.

Alternative uses of role playing ~re becoming mors common, supplementing the
technology of videotape. Here are some ideas:

1, Interrupt a role play and allow people to step out-of-role and
discuss what they have been doing--then return to the action.

2. Interrupt a role play and use other members of the class as “"con-
sultants.” Each role player meets with his consultants before he returns to

continue the role play.

3. Complete a role play, videotaping the entire sequence. After sonme
discussion of the role play, introduction of theory or concepts, etc., replay the
videotape, stopping it at critical points. The initial action can often be done
before class.

4. Interrupt a role pluy and let other members of the class substitute
for one or more of the role players, then continue the action. This technique
might be used when you want to explore different ways of handling a problem
(e.g., role playing a supervisor managing a difficult motivation situation with

employees).

5. Try "instant replay" with live action or videotape. After stopping
a role play and critiquing it, repeat the same scene with the same (or different)
actors. This is often a very useful process when asking people to master
specific skills (e.g., giving feedback, listening, interviewing, etc.).

6. Experiment with “alter-ego® a variation on the "substitute®
principle. People in the audience can act as a particular role player’s alter-
ego, saying what they think the role player is thinking or feeling but not
verbalizing. This is often a good way to get feelings and thoughts on the table

that would otherwise go unspoken.
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Finally, you should plan for a thorough discussion of the role play--the people,
the types of behavior shown, and the important concepts. Don't forget to explore
how "easy” or *difficult® it vas for people to play particular roles, or to "get
in" and "get out® of a role. This is usually important information, and often
relates to the subject matter of the role play and the learning environment in
the classroon.

Special Gujdelines for Using Instruments

There are several activities in EMOB that use psychological tests or
questionnaires--"Analysis of Personal Power® (mo. 32), "Organizational Climate
Questionnaire® (no. 41), etc. A number of others are commonly available to
measure personality, motivation and leadership. Thers are a number of advantages
to using instruments in teaching organizational behavior:

1. They are a simple way to teach concepts and theory, since the
participart must respond to questions that measure the attitudes or behavior
relevant to that theory.

2. They produce involvement and interest in the theory as it personally
applies to the participants, rather than as abstractions.

3. They provide useful information for the participant about himself
that he can integrate with other aspects of his self-image.

4, Similarly, they provide information that helps the participant
distinguish himself from others in the immediate environment, as vell as from
commonly established norms, information that can be confirmed by other kinds of
attitudinal and behavioral data.

S. When administered more than once over time, they help to measure the
degree and direction of change.

Instructors often experience certain disadvantages with instrumentation, however.
These disadvantages can, to a large degree, be anticipated and diminished by your
awareness of the following:

1. Some participants may fear that thelr scores will be made public, and
that others will find out damaging information about them. This concern for
privacy is a real and legitimate one, and should be honored.

Therefore, only ask people to share thelr scores in small groups, and with people
vhom they feel they can trust. Don't require individuals to reveal their scores
in large groups unless they are villing. Respect the wishes of any individual
who does not want to share his scores at all. Finally, we have often found it
useful as instructors and group leaders to share our own scores OT responses,
thus beginning a "self-disclosure cycle® that helps participants to share thelir
scores. Sharing of your own scores will also facilitate discussion and interpre-
tation of the instrument, as we describe below.

2. Some participants may feel that such instruments cannot measurs
anything "meaningful.” These attitudes are usually related to a general distrust
of behavioral science, a fear of disclosure of personal {information, and
stereotyped images of psychologists that lead to suspicion and denigration of
most attempts to make the study of human behavior "scientific.” Therefore, show
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the relationship of the instrument and scores to real-world examples that would
exexplify these scores. For example, with the FIRO-B instrument, show how the
person’'s self-description of himself on the items can relate to behavior that he
vould demonstrate in interpersonal settings. Also show the relationship of the
{nstrument to the "theory of human behavior® that is being used. Point out those
{tems that cluster together for various aspects of the theory, and how the scores
{ndicate the strength of the individual's dispositions.

You should also be prepared to help the {ndividual explore "contradictory"
data--that is, information about himself from the {nstruzent which he finds
contrary to his own view of his behavior. This may be done by discovering
vhether the individual felt he was honest in ansvering the questionnaire
(checking the validity of the responses), and/or asking him to describe his
scores to close friends to see whether or mot they agree with his self-descrip-
tion (checking the validity of his self-perception).

Also, be prepared to discuss the problems of reliabilicty and margin for error in
any set of questionnaire responses. We have usually found it useful to state
that any set of questionnaire responses i{s only one set of data about oneself,
and that the data must be explored to see if it is reliable (i.e., to see if the
same pattern emerges on additional administrations of the {nstrument) and valid
(fits with the way an individual, or other i{ndividuals, perceive his behavior).

3. Finally, do not try to use {nstruments which are too heavily
nvalue-laden"--that is, instruments for which there is a strong
social-desirability component, or where one set of scores (and behavior) is
perceived as much more socially valuable than others. Nevertheless, individuals
may interpret certain sets of ansvers in this way. It is important that you
stress two things in your discussion of the instrument: First, point out vhat
you may feel to be the *socially desirable® set of responses, and indicate how
you feel that this has been built into the instrument. Second, legitimize
feeling that not everyone {s the same, nor can be and should be the same, and
that people whose scores deviate from the norm should not be overly concerned
about their differences. In using these Instruments, we often get the question,
"My scores are so-and-so. Am I weird?® In spite of the humor that may surround
the question, it is a serious one for many people in the audience, and you should
be prepared to handle it effectively.
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1. Introduction

This paper is based on work of the RIPE Connectivity Working
Greup. It summarises the main issues of international connectivity of
East and Central European countries (ECE). It is based on reports and
information gathered by network representatives of these countries,
who have been present at the meetings or contacted on other occasions.

Thanks are due to all those who helped us to gather the
information. Some countries however, are not represented in this
report, due to lack of information. Please contact the author if you
have amendments or suggestions.

This report contains lists of people who are responsible for
international networking in each of their countries and a map of the
current situation in IP networking in the those countries. The map
doesn't show all existing international 1lines of those countries but
it seeks to be complete for IP lines and other leased lines without
usage restrictions for the academic and research communities.

This report has been written by Milan Sterba
<Milan.Sterba@vse.cs> and it does not necessarily reflect the
opinions of the authors of the national reports nor those of the RIPE
community.

2. Present situation

This chapter gives as detailed as possible description of the
various network activities in the East and Central European countries.
The sections for particular countries will be subject to regular
amendments or changes.

Considerable progress has been made during the 1last year in 1IP
connectivity of ECE countries. Czechoslovakia and Poland have today
several hundreds of connected hosts each and are the most advanced
ECE countries with respect to 1IP connectivity.

Bulgaria, Estonia and Hungary also have IP connectivity today
and have several tens of connected hosts each. By the end of 1992 IP
connectivity will probably also reach Latvia and Lithuania through
NORDUnet and maybe also Romania and one of the CIS republics.

In all the connected countries the initial capacity of
international lines has rapidly become insufficent and an upgrade of
existing lines and set up of reasonable backup solutions is being
sought. Internetworking is rapidly spreading and good 1IP
connectivity is considered as the first priority by the national
academic network organisations.

All the countries considered have at the present time some (often
more than one) connection to international networks. Certain countries
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have only a dial-up e-mail connectivity, others have low or
medium speed leased lines. The present state of international leased
lines to ECE countries is represented on the map in Appendix A.

.RIPE broadly contributes to this rapid evolution by technical
advice and by coordination efforts.

2.1 Albania

Curently an electronic mail connection exists between the
University of Tirana and the Internet. The gateway and relay function
resides at CNUCE, Pisa, Italy. .

Contact Persons:

Maksim Raco <maksi@dinf.uniti.al> " = University of Tirana
Francesco Gennai <francesco.gennai@cnuce.cnr.it> - CNUCE, Pisa, Italy

2.2 Estonia

Estonia works in close co-operation with NORDUnet in setting up
external IP links. Currently a 64 kbits/s IP satellite 1link is
operational between Tallin and Stockholm, and between Tartu and
Stockholm. These lines connect the Baltic backbone network (BaltNet)
to the rest of the Internet. Another 19.2 kbit/s IP line is operational
between Tallin and Helsinki.

Inside Estonia IP links are currently planned between the Institute
of Cybernetics and the University of Technology in Tallin and the Tartu
University.

Contact persons:

Ants Work <ants@ioc.ew.su> - Institute of Cybernetics, Tallinn

2.3 lLatvia

An international 14.4 kbit/s IP line connects the Institute of
Informatics and Computer Science of Latvian University in Riga to the
Institute of Cybernetics in Tallin, Estonia. This line is part of the
Baltic backbone network (BaltNet). Other networks active in Latvia have
only dial-up connections (FidoNet to Tallin and Helsinki, RELCOM to
Moscow) .

Inside Latvia X25 services are available from the public X25 network

Latpak and Sprint, UUCP services are available from JET and Versia, who
are the Latvian partners of RELCOM-EUnet. FidoNet also is very active.
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Contact persons:

Guntis Barzdins <gbarzdinécs.lu.riga.lv> - BaltNet

Ugis Berzins <ugis@fidogate.riga.lv> - BaltNet

Sergei Rotanov <rotanov@lumii.lat.su> - Institute of Electronics
Sergey Dmitrijev <dmite@lynx.riga.lv> - JET (RELCOM Riga)

' (Note from RB: Egons Bush <egons@castle.riga.lv> and his father,
Harlis <harry@castle.riga.lv> have been very much involved in
bringing the Internet to Latvia. The elder Mr. Bush is advisor to the
President of the Bank of Latvia and was instrumental in putting an

IP node in that institution.)

2.4 Lithuania

A dial-up EUnet connection exists between Vilnius and Helsinki
(Finland). A 9.6 kbit/s X.25 link, used for X.400 electronic mail and
sponsored by Norwegian Telecom, exists between Vilnius and Oslo
(Norway).

Contact persons:

Laimutis Telksnys <telksnysé@ma-mii.lt.su>

- Institute for Mathematics, Vilnius
Algirdas Pakstas <Algirdas.Pakstas€idt.unit.no> '

- Institute for Mathematics, Vilnius

The Baltic states are coordinated within the BaltNet body which
plans to build a backbone connecting Baltic states with NORDUnet. A
LISTSERV mailing list exists for this purpose at
(NORDBALT@searn.sunet.se).

2.5 Bulgaria

A switched international X.25 connection connects the Bulgarian
EARN node in Sofia to Linz (Austria). A dial-up connection over
public X.25 connects the Bulgarian EUnet via the backbone node in
Varna to the Internet via the EUnet node in Heraklion (Greece).
This connection will be converted to IP/X25 and will be the first IP
connection in Bulagaria. Coordination between both projects, resulting
in a shared fixed IP connection, is under study.

Several tens of EUnet sites are now connected over dial-up
links to the national EUnet backbone. A public X25 service is available

to a 1lirited extent. EARN services have been opened recently at
Sofia University but no gateway exists between the two services yet.

Contact persons:
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Daniel Kalchev <daniel@danbo.bg> - EUnet backbone manager BG,
contact for BG. top level domain

Anton Velichkov <vam@bgearn.bitnet> - EARN president for Bulgaria

Alexander Simeonov <sasho@bgearn.bitnet> - Center for Informatics, Sofia

2.6 Commonwealth of Independent States.

Dial-up connections between Helsinki, Finland and Amsterdam,
Netherlands on the one hand, and Moscow on the other hand connect
the RELCOM network in Russia and a few other former USSR republics to
the Internet. Currently the services consist of electronic mail and
Network News. A medium speed IP line to Amsterdam is planned in the near
future. Recently another 14.4 kbit/s IP link has been put between
Moscow and AlterNet (USA). On this link only SMTP traffic is allowed. A
4.8 Xkbit/s leased line between Moscow and DESY in Hamburg, Germany,
supporting IP, delivers HEPnet services to two research institutes
in Moscow. lLow speed links between Moscow and ESOC (Germany) and
CNES (France) serve the space physics community. All existing IP links
to CIS have full connectivity only to the European part of Internet.
The 9.6 Xkbit/s leased 1line from Moscow to Copenhagen, Denmark which
used to connect the EARN node in Moscow to the EARN/BITNET
network has been replaced by a dial-up link to Stockholm due to funding
problens. ‘

A considerable effort undertaken by the RELCOM networking
organization has brought e-mail connectivity to several thousands
gites all over the former Soviet Union. The growth of the network
was 400% a year. RELCOM has been operating some IP links in
the Moscow and St. Petersburg areas and some other places (Novosibirsk,
Barnaul in Altai). Other national IP connections are expected to connect
Ukraine, Siberia, St. Petersburg, Far East and other regions in order
to set up the kernel of a nationwide IP backbone. The whole network has
some 60 regional centres, some of which connect more than 500
sites. RELCOM's international traffic is split over two dial-up lines,
one to the Finish EUnet backbone and one the central EUnet node in
Amsterdam. Both operate as gateways on application level. The rapidly
growing volume of international mail traffic makes the need for a medium
speed IP channel to Europe urgent. Part of the international
traffic is carried by the filtered IP line to AlterNet.

The first EARN node started its operation in Moscow late in 1991,
but proliferation of EARN services is still expected. An e-mail gateway
now exists between RELCOM DEMOS and SUEARN. SUEARN also provides the
international mail relay services for FREENET, a national research IP
network which interconnects some 45 institutes of the Academy of Sciences
mostly in the Moskow area with international connections to Jaroslavl

and Baku.

The current situation has been badly affected by the split of
RELCOM into two independent entities (RELCOM RelTeam Ldt. and RELCOM
DEMOS). Each of them holds a part of CIS network users and part of
international connectivity. While RELCOM RelTeam Ldt. has inherited
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RELCOM's membership in EUnet, RELCOM DEMOS seens to position itself as a
partner of AlterNet in CIS. Negotiations are still underway to find a
cooperative approach to national and international connectivity.

Contact persons:

Valery Bardin <fox@ussr.eu.net> EUnet - RELCOM

Misha Popov <popovéhqg.demos.su> EUnet = RELCOM Demos
Andrej Mendkovich <mend@suearn2.bitnet> €IS EARN director
Nickolay M.Saukh <nms@ussr.eu.net> - EUnet - RELCOM

Igor Sviridov <siatlot.cs.kiev.ua@relay.ussr.eu.net> - EUnet =
Ukraine contact.

Oleg Tabarovsky <oclg@ussr.eu.net> = EUnet - RELCOM

Dima Volodin <dvvéhg.demos.su> - EUnet = RELCOM Demos

2.7 Czechoslovakia

A 64 kbit/s IP link between Prague and Linz (Austria) is
operational today. The line is full IP carying general IP, EARN and
Czech EUnet traffic. A second link, 14.4 kbit/s between Bratislava and
Vienna is shared between EUnet traffic and general IP traffic and

IXI.

(Note from RB, The IP link out of Prague was transferred from Linz to the
University of Vienna in November, 1992.)

The upgrade of this link to 64 kbit/s is planned for the near future.
Both links connect into the upcoming national academic backbone networks
CESNET (Czech Educational and Scientific Network) and SANET (Slovak
Academic Network). Both networks are interconnected with IP links with
the aggregate capacity of 28.8 xbit/s (19.2 kbit/s IP link between Prague
and Banska Bystrica and 9.6 kbit/s Prague-Bratislava).

Both CESNET and SANET are now setting up national backbone
infrastructures connecting major academic towns in the country. 64
kbit/s lines are used wherever available and considered necessary, 19.2
kbit/s on all other links. The first protocol supported is IP. Connected
to the backbones are appearing metropolitan networks in major cities.

The major coordinating bodies are CESNET and SANET where universities
as well as Academy of Sciences, EARN and EUnet are represented. A good '

cooperation exists between both separately funded projects as well as
between ACOnet, EARN, EUnet, WIN, INRIA France and others.

Contact persons:

Jaroslav Bobovsky <bobovsky@csearn.bitnet> - SANET
Gejza Buechler <gejza@mff.uniba.cs> - EUnet backbone manager CS
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Karol Fabian <Karol.Fabian@uakom.cs>
Jan Gruntorad <tkjg@csearn.bitnet>

SANET
EARN director for Czechoslovakia
and CESNET coordinator

Vladimir Kassa <kassa@iaccs.cs> -~ SANET

Jiri orsag <ors@vscht.cs> = CS NIC and EUnet Prague

Peter Pronay <peterémff.uniba.cs> =~ president of EUnet
Czechoslovakia

Pavel Rosendorf <prfécsearn.bitnet> - contact for .CS top level domain
Ivo Smejkal <ivoevse.cs> - CESNET - user services

Milan Sterba <Milan.Sterba@vse.cs> =~ author of this report, CESNET

2.7 Hungary

Hungary is connected to EARN by a 9.6 kbit/s IP line between
Budapest and Linz (Austria). For the time being the same line is
used also for the Internet and EUnet connection. It is planned to
upgrade this 1line to 64 kbit/s in 1992. The High Energy Physics
community has access to HEPnet services via a 9.6 kbit/s leased 1line
between Budapest and CERN, Geneva (Switzerland) which is now running
IP.

(Note from RB, I believe the Internet connection sut of Budapest has
also been transferred from Linz to Vienna. Alsc muny Internet addresses
in Budapest originate within the <uni-wien.ac.at> domain.)

Hungary has a good operational public X25 network which is the
base of Wide Area Networking between small and medium sized =sites.
Currently there are about 250 X.25 access points in the country. A
high speed national IP backbone (called HBONE) will come into production
in 1993 to provide a country wide IP connectivity and access to EBONE
services.

In Hungary a national program under the title "R&D Information
Infrastructure Program (IIF)" is responsible for the research net-
working. The "HUNGARNET" co-ordinates the networking activities of
different user groups, such as "“HUNINET" (Universities and high
schools), "AKANET" (academic research institutes), and the user
group of public collections (libraries, museums), meanwhile part of
the funding goes through IIF.:

Contact persons:

President of IIF Exec Com.
EARN director for Hungary
HEPnet

EUnet backbone manager,
domain contact for HU
HBONE project manager
HEPnet

Peter Bakonyi <h25bakeella.hu>

Laszlo Csaba <ib0O6csaghuearn.bitnet>
Piroska Giese <giesefrmk530.rmki.kfki.hu>
Nandor Horvath <horvath@sztaki.hu>»

Balazs Martos <martos@sztaki.hu>
Ferenc Telbisz <telbisz@iif.kfki.hu>
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Istvan Tetenyi <iboO6tet@huearn.bitnet> =~ EARN deputy director

Geza Turchanyi <h2064tur@ella.hu> - HUNGARNET CRIP

Laszlo Zombory <h340zomé€ella.hu> - EARN president,
chairman of HUNINET

2.8 Poland

The main external connection consists of a 64 kbit/s satellite
1ink between Warsaw and Stockholm, Sweden. The 1ink is an IP one and
carries all Internet, EARN and EUnet traffic. A new 64 kbit/s IP link
is being set up between Warsaw and Vienna with the objective to establish
an Ebone Bondary System in Warsaw. A 9.6 kbit/s IP connection is in place
between Xrakow and CERN in Geneva, Switzerland for HEPnet services.

public X.25 services have only started in 1992. Thus connections
at national level can only be implemented on switched or leased lines.
The country already has an infrastructure of leased lines, shared
between EARN and IP traffic operting at speeds between 9.6-64 kbit/s.

The Polish network is coordinated hy an organization called NASK
(National Academic and Research Network) which also includes the
Polish part of EARN. Realistic plans exist to substantially extend IP
connectivity over the territory in 1992 using 64 kbit/s lines on their
national backbones wherever possible and economically viable. A National
Network Operation and Monitoring Center has been set up in early 1992
which operates the whole national and international infrastructure. A
system of network user training and support has also been put in
place.

Contact persons:

Daniel J.Bem <bem@plwrtull.bitnet> - Polish academic network(NASK)
Jerzy Gorazinski <Gorazi@plearn.bitnet> Polish State Committee for
Scientific Research

contact for PL domain

EARN director for Poland

IP within NASK

Polish academic network (NASK)
Polish academic network (NASK)

Krzystof Heller<uiheller@plkrcyll.bitnet>
Tomasz Hofmokl <fdlS0@plearn.bitnet>
Rafal Pietrak <rafal@fuw.edu.pl>

Jerzy Zenkiewicz <jezenk@pltumk.bitnet>
Andrzej Zienkiewicz <osk03@plearn.bitnet>

2.9 Romania

International connectivity is now provided by a switched X25 link
to EARN in Austria. A 9.6 kbit/s Jeased line is planned before the end
of 1992 between Bucharest and Linz, Austria. This line will be able to
carry both IP and EARN/NJE/BSC traffic.

Romania has poor internal networking infrastructure. A government
project of building a public X25 network is under comnercial
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negotiations and should start to offer some services in 1993.

In Romania the emerging networking activities seem to Dbe
coordinated by the National Council for Informatics and the Polytechnic
Institute of Bucharest.

Contact persons:

Florin Paunescu <florinfimag.fr> - National Council for Informatics
Paul Dan Cristea <pdcristea@pi-bucuresti.th-darmstadt.de>
- Polytechnic Institute of Bucharest

2.10 Slovenia

Slovenia is connected over a 64 kbit/s IXI access point in
Ljubljana to the IXI backbone. Over this connection an IP link via
NIKHEF, Amsterdam (Netherlands) provides 1Internet connectivity. A
PSDN X25 connection connects the main EUnet node in Ljubljana to
EUnet. Another IXI access point, also located in Ljubljana, connects
Croatia, Bosnia and Herzegovina to IXI over the JUPAK PPSDN.

Currently Slovenia have achieved a well spread-out branching
of their nat.onal networks due to the existence of a wide spread public
X.25 network. There exists as well a developed X.400 service.

In Slovenia the Academic and Research Network of Slovenia (ARNES)
is coordinating network activities. In Croatia the coordinating
organization is CARNet and both organizations cooperate.

Contact persons:

Leon Mlakar <leon@ninurta.fer.si> - EUnet backbone manager YU
Borka Jerman-Blazic <jerman-blaziceijs.si>

Marko Bonac <marko.bonac@ijs.si> - ARNES Executive Director
Denis Trcek <denis.trcek@ijs.si> - ARNES

2.11 Serbia and Montenegro
Serbia has had a 9.6 kbit/s leased line between Beograd and Linz

to carry EARN traffic. Currently this line is cut after a decision by
the Austrian government to cooperate with the UN embargo on Yugoslavia.

Contact persons:
Jagos Puric <xpmfd0l@yubgss2l.bitnet> - EARN director for YU
(Note from RB: Because of those same UN sanctions and the US Government's

support of those sanctions, it is illegal under federal law to have
commercial contacts with Yugoslavia.)
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2.12 Macedonia

The University of Skopje, Macedonia recently was made the lead
organization for the country by the Ministry for Science and Technology
for inaugurating networking activities in the rountry. They joined CEED
and are planning soon an IP connection.

Ccurrently Macedonia has achieved a good degree of capillarity
of their national network (DECNET) due to the existence of the public
X.25 network, which is a part of JUPAK PPSDN.

Contact persons:

Marjan Gusev <pmfmarjtnubskeuni-1j.ac.mail.yu> or <gusev@lut.ac.uk>
- Faculty for Natural Sciences, Gazibaba, Skopje
Aspazija Hadzisce <rkntriasptnubskéuni-l1j.ac.mail.yu>
- Ministery for Science and Technology, Skopje

3. Evolution

All the ECE countries are very interested in European as well as
world wide IP connectivity. In Czechoslovakia, Hungary and Poland
there has been rapid growth of connected IP networks and hosts in the
academic community. Their existing international leased lines
infrastructure is now shared by EARN, EUnet and raw IP services. Linz
University and ACONET in Austria have become important concentrating
points for networking in Bulgaria, Czechoslovakia, Hungary as well as
Poland and Romania.

The financial resources dedicated to networking in these
countries are limited. The sharing of the existing national and
international leased lines between EARN, EUnet and other IP traffic as
well as between academic and starting commercial traffic is thus a very
important issue. Lightweight but robust IP gateway solutions (over
dial-up lines, leased serial lines or X25 networks) are of great concern
in this respect and are continuously studied and further developed
(e.g. COPERNICUS).

By the end of this year the Budapest-ACONET 1link at least will
be operating at 64 kbit/s. It is probable that new IP lines will be
operational at this time (Bratislava-Vienna, Moscow=-Amsterdam) .

At the same time the national infrastructure of the countries will
continue to evolve. We can expect an increase in national coverage in
countries with working public X25 networks and in Czechoslovakia and
poland as well as strong increase in IP connectivity within the CIS.

4. International Initiatives
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Several international support initiatives have been launched in
the past by different bodies to improve international network
connectivity of the Central and Eastern European countries. The
following list presents some of them :

The Ebone 92 consortium has shown itself very supportive during
1992 by allowing traffic of ECE countries to pass freely over the Ebone
and letting so the ECE countries traffic cross Europe. This situation
changes in 1993 when Ebone will adopt a more formal financial model.

RIPE and the RIPE NCC have widely contributed to the rapid
integration of new ECE networks into the global Internet. RIPE has acted
to initiate a common coordination effort of academic networking
organizations in Bulgaria, Czechoslovakia, Hungary and Poland. The first
meeting to coordinate its initiatives was held in February, 1992 in
Prague with successful cooperation since then, continued at the 3rd Joint
European Networking Conference in Innsbruck, where RARE has proposed to
be the coordinator of ECE integration into European Academic
networking, formalized in Prague in August, 1992. CEECERARE.NL is now
the discussion group and has the mailing list on common ECE networking
issues.

Also both EARN and EUnet have widely contributed to the successful
start of international networking in ECE countries, by placing the first
network nodes in these countries, supporting the activity of these nodes
both financially and through extensive know-how transfer.

Despite this expressed willingness to cooperate (RARE, RIPE, EARN,
EUnet etc.) some support efforts are still not coordinated, which
sometimes leads to the waste of limited resources. An EC SHARE project
dedicated to extend the former COSINE IXI project to Bulgaria,
Czechoslovakia, Hungary, Poland and Romania has started this year.
Medium speed 64 kbit/s lines have been ordered betwecn
Amsterdam-Prague-Budapest-Bern and between Aarhus-Warsaw-Bern. These
lines, initially financed by the EC, should provide connectivity from ECE
countries to the planned European Multiprotocol Backbone (EMPB). It
should also provide access points to X.25 as well as IP services.
Unfortunately the coordination with RIPE and Ebone as well as with the
acadenic networking organizations in the countries involved has to date
experienced poor results in eliminating redundancy in the use of scarce
infrastructural resources in ECE countries.

Austria is the major relay point between ECE countries and Western
Europe (and beyond). The Austrian government is very supportive and
either covers fully or contributes in a significant manner to the costs
of international connections to these countries. In February 1992 ACONET
has made an even greater proposal, offering these countries (Bulgaria,
Czechoslovakia, Hungary and Poland) double connectivity to both
Vienna and Linz. Each of these countries should have one 1link to
both places, thus permitting line backup. The Vienna-CERN line has
been upgraded in October 1992 to 256 kbit/s and the Linz-CERN line (64
kbit/s) is being replaced by a Linz-Amsterdam line (128 kbit/s) in order
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to accomodate traffic increase from these countries and offer a real
backed-up connectivity to Ebone. The ACONET proposal for Ebone 93 to
place an EBS to Austria seems well justified from the point of view of
the connectivity of ECE countries.

CERN plays also an important role in the IP connectivity of the
new countries. It houses actually a 9.6 kbit/s line from Krakow and
another HEPnet 9.6 Xkbit/s 1line from Budapest. Due to 1lack of
resources CERN prefers not to house a lot of low rate lines from every
country but rather to house a higher rate line concentrating traffic
fron several countries. This is in fact in perfect conformance with
the ACONET proposal. ‘

The German DFN network has launched several regionzl initiatives
to connect sites in geographical proximity of Germany (e.qg.
Dreilaendereck project connecting Liberec in Czechoslovakia, Wroclaw
in Poland and Zittau in Germany using leased links based on X25 with
further connectivity to DFN). DFN also provides X400/SMTP gateway .or
Slovenia.

The Italian government has financed in 1990 and 1992 successfull
network workshops (NetSchool) to which about 50 network specialists
from ECE countries have attended. A second extended edition of
NetSchool has taken place in April 1992 with participation of network
specialists from RIPE and attendees from ECE countries, some South
American, Asian and African countries.

A similar event has been organized by NORDUnet for network users
and operators from the Baltic states.

The French government has expressed its willingness to help the
integration of new countries to the world of academic networking by
launching in cooperation with INRIA a project called Copernicus,
which aims to improve network connectivity of several Eastern
European Countries. One of the first results of this project has been
the cooperation on design and implementation of the academic IP
backbone CESNET-SANET (Prague - Brno - Bratislava ... Banska Bystrica
- Kosice) in Czechoslovakia. The project consists of transfer of
network management and administration know-how, common development of
tools and some software and hardware donations. Similar activity is
starting now with Romania.

IBM is also present in these countries with its academic
initiative, in which IBM nmainframes have been offered to
Czechoslovakia, Hungary and Poland. IBM and EASInet act also as
sponsors for the Tl US 1link usage for academic networks in
Czechoslovakia, Hungary, Poland and Slovenia.

Strong support for the integration of ECE countires into the global
network also comes from the United States. The National Science
Foundation has always been very supportive to academic networks in ECE
countries by promptly helping them to solve global connectivity problems.
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Many projects aiming at improving local, national, and international
infrastructure, know-how transfer and mission-oriented network
applications are now in progress.

(Note from RB: Steven Goldstein <goldstein@nsf.gov> Internet or <goldstei
énsf> BITNET, is the contact at NSF. He contributes to many of the East
European discussion groups.)

The assistance of countries with developed networking shouldn't
be uniquely oriented to basic network connectivity. A lot of work needs
to be done in the ECE countries to offer and improve higher 1level
network services like e-mail, teleconferencing, archive services,
online databases and library catalogues etc., as well as in
basic network concepts, user information services and advanced
networking know-how transfer. That's why new EC projects proposals are
now oriented not only on infrastructure but also on higher level
services (e-mail, electronic directory, user information and training.)
The lack of funds puts ECE countries at a disadvantage and the exchange
rates with the West still make it difficult for ECE nectwork experts to
attend international networking exhibitions.

5. Technical issues

As already mentioned, distributing international network access
over the local territory is a major problem for the countries
considered. While it is relatively easy and cheap to set up & local
TCP/IP network, it is more difficult to connect it to the national
access point. Generic router solutions are rather expensive on one
side and not completely free of administrative exportation problens
for all countries involved.

The solution to these problems are software routers based on PC's
or workstations and public domain or easily available software.

A low cost capillarity of networks being of great importance to
ECE countries, good dial-up IP solutions of both industrial and public
domains, which are under study and evaluation in EUnet, RIPE,
Copernique, NetSchool and others, are of great interest as well as low
cost IP solutions on synchronous lines (X25 or PPP) and low cost
solutions for network monitoring and management.

The technical speed limitations for international leased lines seem
now to become less restrictive than in the past. For Czechoslovakia,
Hungary and Poland, international links of up to 2 MBits/s are now
feasible.

With basic connectivity problems for the most part overcome,
network services are now becomming major issues in the most advanced ECE
countries. PC's remain the most spread technical basis, thus network
solutions based on platforms (routers, mail, news, archive and
information servers and clients) based on either UNIX or MS DOS are of
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major concern today.

6. Organizational issues

The starting period in international networking is often
characterized by a fuzziness in the organizational structure together
with a lack of information about the people actually responsible and
working in the area. The situation dis nearly stabilized in
Croatia, Czechoslovakia, Hungary, Poland and Slovenia, where national
academic networking groups have been founded and are coordinated
with  EARN/EUnet activities. This coordinated effort tends to
build nation wide multiprotocol academic network infrastructures. A
similar effort is underway in Bulgaria (UNIKOM, EARN and EUnet
Bulgaria). These countries seem also to have found a stabilized position
in international network organizations (EARN, EUnet, RARE, RIPE). The
situation is more complicated in other countries where international
contacts are for various reasons much more scarce.

Prague School of Economics e-mail : Milan.Sterbaévse.cs
Computing Center tel : +42 2 21 25 704

nam. W. Churchilla 4 home: +42 2 823 78 59

130 67 Praha 3 fax : +42 2 235 85 09

Czechoslovakia
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FACULTY WORKSHOP EVALUATION

1. Please rate the following on a 1-5 scale where 5 = best/good and 1 =

worst/bad.

| 5 4

Organization of the management

Opportunity to gain new information

Opportunity to participate

Speakers

2. What did you like best about the meeting?

3. What did you like least about the meeting?

4. What do you still need to help you teach the program?

5. Other comments:
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unliquidated obligations are for the purposes set forth in the award documents.

FINANCIAL STATUS REPORT
(Short Form)
(Follow instructions on the back) ‘
. 1. Federal Agency and Organizational Element 2. Federal Grant or Other identitying Number Assigned [OMB Approval Page of l
to Which Report is Submitted By Fedetal Agency No. 1 1 !
. Agency for international Development 0348-0039 pages |
| Office of Financial Management EUR--0029-G-00~-1040-00 '
;[ 3. Recipient Organization (Name and complete address, including ZIP code) '
| The Ohio State University Research Foundation ’
i 1960 Kenny Road :
' Columbus, Ohio 43210-1063 :
1 4. Employe: Identification Number 5. Recipient Account Number or identifying Number | 6. Fina! Report 7. Basis |
; [ Yes (X] No [J cash  [X] Accrual l
; 31-6401599 724951/769185-01 !
¢ 8. Funding/Grant Petiod (See Instructions) 0. Period Covered by this Report ,’
From: (Month, Day. Year) 'To: {Month, Day, Year) From (Month, Day, Year) To: (Month, Day, Year) |
5/28/91 | 6/20/94 7/01/93 9/30/93 .
110. Transactions: [ il in ;
Previously This Cumulative
Reported Period
a. Total Outlays
2,418,302.29 292,031.77 2,710,334.06
b. Recipient share of outiays | ,
j 145,224.91 1,274.11 146,499.02 :
T c. Federal share of outlays i
2,273,077.38 290,757.66 2,563,835.04 i
d. Total unliquidated obligations o l
150,049.39 |
e. Recipient share of unliquidated obligations i
0.00 |
f. Federal share of unliquidated obligations
150,049.39
g. Total Federal share (Sum of lines c and 1) ﬁ
2,713,884.43
h. Total Federal funds authorized for this funding period )
2,937,897.00 !
i. Unobligated balance of Federal tunds (Line h minus line g) "
224,012.57 ,
- a. Type of rate (Piace *X*in appropriate box) S
11. Indirect [T Provisional [X] Predetermined [ Final (] Fixed '
Expense | b. Rate c. Base d. Total Amount e. Federal Share
| 29% 86,955.55 26,491,22 25,217.11
12.  Remarks: Altsch any explanations deemed necessary ot informalion required by Federal sponsoring agency in compliance with governing
legisiation.
13. Certification: I cortify to the best of my knowledge and belief that this report is correct and complete and that all outlaye and

Typed or Printad Name and Title Telephone (Area code, numbaer ant} extension)

Richard W. Bradbury
Manja\ger., Fiscal Services (614) 292-1381

- H
Signature ot Authorized Certitying Official / Date report Submitted

o ,,/J 3 | .
' uul-/("/’ /)’U“')VJ;/ l /A6 T

Standard Form 269

f/l/rg/\


http:2,937,897.00
http:74i13,84.43
http:25,217.11
http:26,491.22
http:86,955.55
http:224,012.57
http:150,049.39
http:150,049.39
http:2,563,835.04
http:146,499.02
http:2,710,334.06
http:290,757.66
http:1,274.11
http:292,031.77
http:2,273.077.38
http:145,224.91
http:2,418,302.29

Year III
Financial Status Report
(by Subcomponent)

July - September, 1993

9th 3-year
Revised Quarter Total
Budget Category Budget Total to Date Encumbered Balance
Direct Costs
Salaries/Wages $653,321 $51,390 $554.536 $98,785
Fringe Benefits 163,553 14,678 139,090 24,463
Consultants 155,277 2,883 123,166 32,111
Travel/Per Diem 305,375 6,732 263,739 1,915 39,721
Mz*erials 52,624 800 31,418 145 21,061
Non-Expendable
equipment 32,292 - 26,749 4,193 1,350
Subcontracts 1,006,000 178,885 865,585 140,915 -500
Other Direct Costs 124,652 10,472 166,649 715 42,712
SUBTOTAL $2,493,094 $265,540 $2,170,932 $147,883 $174,279
Indirect Costs 444,803 25,217 392,903 2,166 49,734
TOTAL $2,937,897 $290,757 $2,563,835 $150,049 $224,013
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Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data, page 1)

Institution: Ohio_State University

Quarter: year 111, 1st qtfontact Person Regarding Cathy Ashmore
. ———_  this Report:
Project Entrepreneurship Institute
Component:
GRANTEE OTHER OTHER AlID FUND5 PROJECTED
AID FUNDS (COST SHARE) SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER
PROJECT
EXPENDITURES
Actual  Projected Actual  Projected Actual  Projected Actual  Projected Actusl Actus] Projected
Staff Salaries U.S. (Instruc.) 51.4 554.5 98.8
Staff Salarics U.S. (Staff)
Fringe Benefits 14.7 139.1 24.5
Salaries Local
Consultants (2.9 1123.2 32.1
Travel - Per Diem 6.7 263.7 39.7
Nonexpendable Equipment 26.7 1.3
Expendable Supplies .8 31.3 21.1
Indirect Costs 25.2 ' 15.9 503.8 49.7
Participant Costs




Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data- Page 2)
AIDFUNDS  GRANTEE SOURCES SOURCES ACCRUED  REMAINING  NEAY GoAiier
PROJECT
EXPENDITURES
Actual  Projected Actual  Projected Actusl  Projected Actsal  Projected Actua] Actual Projected
Workshops, Seminars, Conf.
Video/T.V. Production
Subcontractgrs [ e <
§0lidarity 1178,9 .0 1016.9 140.0 L ]
Subcontractors
Subconlracters
Translation
Scholarships [
Curriculum Devclopment 5.0
Other Direct Costs 10.5 166.6 =42.7
Other
TOTAL PAGE 1 & 2 290. § 75.9 2830.} 364.9




SOLIDARITY FINANCIAL SUMMARY

YEAR III
Expenses
Budget First Quarter

Institutes
Operations $120,000 —
Satellite Centers 90,000 —
Faculty Seminars 30,000 —
Equipment 12,000

Subtotal $252,000 $52,500
Solidarnosc
Staff 10,000 2,400
Translations 2,000 —_
Local Travel 5,000 325
U.S. Trip 28,000 17,474
Materials/Supplies 1,000 110
Equipment 5,000 —
Phones/Postage 3,000 15¢:
National Conference 8,000 —
Case study Publication _ 5,000 —

Subtotal $67,000 $20,459

TOTAL $319,000 $72,959




SOLIDARITY FINANCIAL SUMMARY

YEAR II
II Expenses
Budget First Quarter
A. Institutes

Operations $120,000 —
Satellite Centers 90,000 —_
Faculty Seminars 30,000 —
Equipment 12,000

Subtotal $252,000 $52,500

B. Solidarnosc

Staff 10,000 2,400
Translations 2,000 —_
Local Travel 5,000 325
U.S. Trip 28,000 17,474
Materials/Supplies 1,000 110
Equipment 5,000 —
Phones/Postage 3,000 150 |
National Conference 8,000 —
Case study Publication _ 5,000 —

Subtotal $67,000 $20,459

TOTAL $319,000 $72,959




Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data, page 1)

Institution: Sol. Ec. Foundation

Year IIX
Quarter: 1g¢ Quarter C?“tEICt Person Regarding Alicja Unterschuetz
Project Entrepreneurship Institutes this Report:
Component:
GRANTEE OTHER OTHER AID FUNDS PROJECTED
AID FUNDS (COST SHARE) SOURCES SOURCES ACCRUED REMAINING  NEXT QUARTER
PROJECT ;
EXPENDITURES
Actual  Projected Actual  Projected Actual  Projected Acual  Projected Actual Actual Projected

Staff Salaries U.S. (Instruc.)
Staff Salarics U.S. (Staff) l l
Fringe Benefits
Salaries Local -Poland 2.4 5.0 32.0
Consultants 1.0 10.0
Travel - Per Diem 17.8 21.4
Nonexpendable Equipment 3.0 15.7
Expendable Supplies 1.0 5.6
Indirect Costs
Participant Costs ]




Worksheet for Quantitative Data - AID Projects: Central and Eastern Europe (Financial Data- Page 2)

' CTHER OTHER AID FUNDS PROJECTED
AID FUNDS GRANTEE SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER
PROJECT
EXPENDITURES
Actual Progected Actus] Projected Actual Projected Actual Projected Actusl Actual Projected
Workshops, Seminars, Conl. 20.0
Video/T.V. Production 21.8
Subcontractyrs witures ls2.51 | [so.ol ] | 11 B 327.3] ]
Subcontractors
Subconlractors
Translation 8
Scholarships
Curriculum Development 1 l ] 15.3
Other Direct Costs .2 6.8
Other  Nat'1 Conf. 27.2
TOTAL PAGE 1 & 2 73.0 60.0 505.9






