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The first quarter of Year III 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, Pozna6 and Rzesz6w. 

The goal of the project continues to encourage teaching of market 
economics education through business-type 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. Ih 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 another 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 Darty 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, Pozna''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 market. 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) during 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 The 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 po'ods 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 III 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 Ill. 

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 ,n 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 Ill 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 



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 L.as 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 Internet, 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 Pozna to decide about 
the future of the Institute. 

In terms of the Pozna6 case we took the final decision to replace our 
coordinator Walery Lach who did not get along well with the Director of the 
Institute, Zdzislaw 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 Ec')nomics Academy in Pozna6 who 
strongly supported Zdzislaw 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 Zdzislaw 



Krajewski we asked the Solidarity Foundation to check closely on changes in the 
Pozna6' 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 Pozna 
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 Small and Medium - Sized Enterprises" at 
Blaiejewko, near Pozna6, September 22-25. C. Ashmore gave a presentation 
about Entrepreneurship Programs in Poland and A. Unterschuetz about Self-
Employment Competencies Education as a Part of Vocational Education in Polish 
Education System. 

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

The Solidarity staff continued to provide assistance to the project during thc 
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 institutions 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: 
Bialystok: Bielsk Podlaski, Lomia and Suwalki 
Pozna6: Gniezno, Konin and Zielona G6ra, 
Rzesz6w: Przemyl, 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 
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expressed their willingness to assist Polish coordinators 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, 

Pozna6 and Rzesz6w) 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: 

Bialystok: - Negotiations with prof. R. Lewicki 
- Human Resource Management with dr John Turner 

Pozna6: - Retail Management with prof. Wayne Talarzyk 
- Market Research 

Rzesz6w: - 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 Bialystok 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. 5 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 Suwalki, Bielsk Podlaski and Lom~a 
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 yeats. (more detailed 
financial plans and estimated income for 1994-1995 in Appendix 4.0) 



POZNAN 

During this quarter the Poznaf 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 Poznai 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 Poznari 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 Poznai. 

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 G6ra. 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. 

RZESZ6W 

During this quarter the Rzesz6w Institute provided 1340 hours of training 
and 500 hours of consulting. This included basic courses on finance, marketing, 
computers in Rzesz6w Kolbuszowa, Laricut, Strzy26w, Le~ajsk. 

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

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

The coordinators were busy establishing satellite offices in Przemy~l, 
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; 



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 III - 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 Pozna6, Bialystok and Rzesz6w 
will discuss the courses which they teach. We will meet one time on 
Entrepreneurship, another on Finance, Marketing etc., (detailed program in the end 
of the 	report) 

Vp\
 



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 Bialystok 
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 of the Year III 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 I 

Year II 
Year III 

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

$ 2.937.897 

Expenses: $ 2,563.835 

Year I: $1,460,242 

First Quarter 

Second Quarter 
Third Quarter 

Fourth Quarter 

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

Year I1: $ 812,835 

First Quarter 

Second Quarter 
Third Quarter 
Fourth Quarter 

$ 254,489 
292,966 
167,264 
98,116 

Year III: 

First Quarter $ 290,758 

Balance: $ 374,062 

v­



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

Income: 

Year I 

Year II 

Year III 


Expenses: 

Year I: 

First Quarter 
Second Quarter 
Third Quarter 
Fourth Quarter 

Year I1: 

First Quarter 

Second Quarter 
Third Quarter 
Fourth Quarter 

Year II: 

First Quarter 

Balance: 

$ 977.000 

$ 376,000 
$ 282,000 
$ 319,000 

$ 719,959 

$ 365,080 

$ 30,513 
$ 68,860 
$ 155,171 
$ 110,456 

$ 282,000 

$ 57,140 

$ 65,122 
$ 56,818 
$ 102,920 

$ 72,959 

$ 257,041 



ECONOMIC FOUNDATION 
NSZZ SOLIDARNO 61 

80-855 GDAINSK lei. 384-412, 384.319 

ul. Waty Piastowskle 24 tlx. 513170, 513160POLAND fax. 384219, 317121 

FINANCIAL REPORT 

1. Staff- salaries 2 400 USD 

2. Managerial Centers 52 500 USD 

3. Per diem for US trip 4 295 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 
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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 II 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 Bla~ejewko/Pozna6 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 



Baseline Management Plan 
Continuation for Year III 

J J 
1993 

A S O N D J 
1994 

F M A M 

1.0 Coordinate Program 
1.1 Organize project with Solidarity 

and university-based Institutes 
1.2 Arrange travel, visas, lodging, 

itinerary 
1.3 Transfer resources to Polish counterparts 
1.4 Work with third party evaluator 
1.5 Write reports for sponsor 
1.6 Submit copies of materials to sponsor 

A! 

A 

A 

A 

A 

A 

A" 

AA 

r 

2.0 Establish Satellite Offices 
2.1 Identify local coordinators 
2.2 Establish office procedures 
2.3 Develop training program 
2.4 Promote courses 
2.5 Evaluate use of satellite offices 

A 

A A 

, 

3.0 Assist Faculty in Developing New Seminars 
3.1 Identify seminar needs 
3.2 Seek appropriate materials 
3.3 Use consultants as needed 
3.4 Develop seminar materials in Polish 
3.5 Translate seminar outlines into English 
3.6 Share seminar concepts with fr,ulty in 

all sites 
3.7 Evaluate seminar results 

A 
A A 

A 

A 

A 

A 

A 



Baseline Management Plan 
Continuation for Year HI 

J J 
1993 

A S O N D ; 
1994 

F M A M J 

4.0 Support Institute Leadership 
4.1 Visit institutes 
4.2 Assist in long term planning, strategic plans 
4.3 Encourage participation in community development 
4.4 Report activities of each institute A 

A 

A 

A 

A -

A A 

A, 

£ 

5.0 Maintain Task Force 
5.1 Update membership based on organizational 

changes 
5.2 Conduct meetings 
5.3 Identify other sources of funding 

A 

A A A 

A 

6.0 Polish Scholars Visit U.S. 
6.1 Plan program 
6.2 Arrange travel 
6.3 Evaluate outcomes 

A 

A 

A 

7.0 Develop Case Studies of Polish Entrepreneurs 
7.1 Identify successful entrepreneurs 
7.2 Plan topics to be addressed 
7.3 Write cases in English and Polish 
7.4 Arrange for publication 

_ 

A 

A 

•A 

8.0 Conduct Faculty Upgrading Workshops 
8.1 Schedule workshops 
8.2 Obtain necessary materials 
8.3 Schedule consultants 



Baseline Management Plan 
Continuation for Year HI 

J J 
1993 

A S O N D J F 
1994 

M A M J J 

8.4 
8.5 

8.6 

Conduct workshops 
Produce new materials in Polish/English 
to share via computer 
Evaluate workshops 

A A _ A A A A 

A 

' 

A 

9.0 Conduct Polish National Conference 
9.1 Identify site 

9.2 Plan program 
9.3 Find sponsors 
9.4 Promote conference 
9.5 Manage conference 
9.6 Evaluate conference 

A 

A 

A 

A 

A 

Dates: 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 



APPENDIX
 

BACKGROUND
 



Warsaw Voice Sept. 26, 1993
 

SARI MARY M -MTO$. 

obecoming 


come out on top and t seat-
grab in the Sejm begins in earnest. 

I o ostThe Nonpartisan Reform Support BlocjPolish politics swung sharply to the left (BBWR) and the Democratic Union (UD) will 
the September 19 parliarnentary eletion. act as the right's counterbalance, especially

The Democratic Left Alliance (SLD) and the In economic matters. The Confederation for 
Polish Peasants' Party (PS), groups with corn- an Independent Poland (KPN) will lose much
munist roots, came only a few seats short of of its parliamentary representation and Is 
being able to dictate the terms Inthe next Seim. expected to act in strong opposition to any

The anti-communist right was left licking its formula of the future government
wounds. The Christian Democratic and Uberal Most observers say the results of the elec-
parties,.which supported the previous reform- tion do not threaten reforms. The four-year-
minded governments, will not make it Into the ol reform program Is well-entrenched, and 
Sejm, either, talk of liquidating democracy and the free

The SLD received votes from almost all cat- market is finding few listeners. 
egories of voters. The PSL won heavy support Still, many political processes can grind t6
from its traditional rural electorate. a halt. Much hinges on what the new govern-

The Labor Party (UP), one of the youngest ment will look like. 
Solidarity-bred parties, also did well. In the At the moment, a leftist government coali-
previous Sejm, it had only a few deputies. Now tion seems probable. Still, on election night
it can tip the scales in parliamentary games. SLD leaders made emphasized that they are
With its political Image, the UP consolidates Interested in a stable government based on a
the left side of the Sejm. wide coalition with other parties, including the 

, hold thhftthe party should 
_ _ __-__ prel atogovern the coun­

4'. try regardless of the coalition.Talks between the natural 

.4i allies in the left camp have 
already started on the com­

.e'.O ~m c position of the SeJm presidl­

becomre Seim Speaker, with 
. SLD and UP politicians 

deputy speakers.

The Democratic Union reject­ed an Invitation to participate 

Inthe preliminary haggling.Numerous reetlrgsbetween SLD and PSL politi­
ccians Indicate that the two 
parties will be the pillars ofErandfutueprlmenmlnisW the governing coalition, SuchPawti (cwte) and or "peasats"wait out the eedtis an alriance Is natural not only 
because of the two parties'

Democratic Union and current prime minister similar platforms, but because-of parliamen-
Hanna Suchocka. But one day after the elec- tary arithmetics as well. If they link up, the 
tir'o, both the UD presidium and Suchocka SLD and PSL will have an overwhelming
ruled out the possibility of forming a govern- majority In the house arv' can virtual dictate 
meint with the SLD. the constitution. 

The UD, until now the most Influential post- The SLD,paradoxically, will be the liberal 
Solidarity party, isfar from enthralled with the wing of this marriage. Its leaders promised
SLD's communist background. One UD after the election that they would strive
leader, Andrzej Celif'ski, said the right's politi- toward quick integration with the EC, and
cal program was tried and tested during its discussed possible Polish membership in 
stint in office, so now the left has to give its NATO, saying they only have to take a closer 
program the tough test of practice, look at the terms on which Poland's potential

On election night, some SLD leaders membership in the pact would be based. 
seemed to buckle at the prospects of leading The SLD also promised not to Increase 
the next coalition. "It would be a dreamt-of already high tax burdens, but it ducked skirt­
situation," said one, "to remain In opposition ed about its budget deficit and inflation game
with more than a third of the Seim's make- plan. It did not rule out personal reshuffles in 
up." At any rate, members within the SLD 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 trying to curtail the president's 
powers. 
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Its net income has dropped, but the IFC is still generous 
to Atricts 

*The International Finance 
Corporation OFC) approved a 
record 2.1 billion dollars In 

ancing for 85 private sector 
projects In 54 developing coun-
tiesInits fiscal year ended June 
30, 1993, according to the IFC's 
annual report. The report, 
released last week, said last 
yea's spending represents a 20 
percent increase over the amount 

Offnancing approvedin the pro-
vus fsa year..,-

Equity and quasi-equity invest-
merits, at 519 millon d rrp-

theresenteat 519 ,alloy 

financing in 1993. The total cost 
of the 185 projects approved in 
1993 will be about 17 billion dol-
lars. For 6very dollar that IFC 
Invests for its own account, It 
mobilizes over 7 dollars from 
other financial sources. IFC's Ican 
syndications program, its main 
form of direct mobilization 
-approved a record 1.8 billion dol-
lars. 

'The strong growth of IFC's 
investments reflects the vigor of 
private enterprise inmuch of the 
developing world,. said Sir 
Wiliam Ryrie, IFC's executive vice 
president. 'The demand for IFC 
finance and services now consid-
erabty exceeds the corporation's 
ability to supply, as more govern-
ments inemerging markets look 
to the private sector to drive eco-
nomic growth and adopt policies 
that allow market forces to work. 

IFC's net income declined to 
142 milion.dollars from 180 mil-
lion dollars In fiscal year 1992. 
Lower short-term interest rates 
reduced the returns on the liquid 
asset portfolio to 133 mllion dol-
lars from 156 million dollars In 
1992. According to IFC's annual 
report, war and economic and 

'Sandoglas, 
. 

. . 

' - ­
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250milllondolaMforPolan 
DaTrn10s 

political uncertainty In the former 
Yugoslavia and some African 
countries, and a slower-than-. 
anticipated rebound in Turkey's 
tourism industry (inwhich IFC 
invested 130 million dollars In 
1986-1990) lowered the income 
from the loan portfolio to 320 ml-
lion dollars, compared with 343 
milion dollars in1D92. IFC's equi-
ty portfolio, however, continued 
to preform strongly, generating 
Income of 155 million dollars. 

'We are very pleased with our 
performance in Poland last year. 
In the 1993 financial year, we 
recorded adouble increase inthe 
value of the projects approved, 
compared to previous years. The 
value of IFC Investment already 
carried out and approved In 
Poland is cose to 230 million dol-
lars," said Damian Damianos, IFC 
resident "representative In 
Warsaw. In 1993 the corporation 
approved financing -fr four pro-
jects In Poland, including the 
construction of Poland's f float 

_ _ _ _Polish-American 

glass plant by a joint venture 
between Pilkington (UK) and 
Polands biggest sheet glass 
manufacturer, Huta Sandomierz. 
n the venture, caJled Pilklrton-

IFC has purchased 
15 percent of the stock for 8.2 
rillio'i dollars. Additionally, Itwill 
prc,,ade a 40.3-million-zloty loan 
from its own funds plus another 
23.6 million dollars Insyndication 
with commercia' ",anks. Another 
large project (39 million dollars 
commitment) involves the mod-
emization of a newly privatLzed 
tnanufacturer of specialty and 

steel, Huta Warszawa, now 
called Huta Luccini Warszawa 
Sp. z o o, with the majority stake 
owned byLuccini taly). 

Inall, 27 projects are being car-
ned out from IFC funds inPoland, 
including 14 through a credit line 
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 a new short-term credit line 
for the financing of Polish exports 
by the International Bank inPoland 
and the Bank Rozwoju Ekspol. 

As IFC's experience -around 
the world shows, demand for the* 
financing of investment In infras-
tructure Is on the rise among 
developing countries. Newly. 

democratic states do not have 
money to finance the 

development of power genera­
tion, telecommunicationls, the == 

roedvirorvikntnd 
protection. But Inorder to reach 

IFC funds. thee sectors must 
be privatized at least partially. 

Poland it is possible to observeDamian Damlanos says that In 

progress. Recently the IFC 
approved the co-financing of 
construction of Poland's first 
independeint telecommunications 
network inPia. An optic fiber dig­"nre fo 1 

InPila province, the State 
Treasury and R.P. Telekom ( a 

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 confirmed 
that IFC is interested in helping 
finance construction of Poland's 
highway network. 

For several months, IFC has 
Included some countries bom out 
of the former Soviet Union: 
Russia, Ukraine, Belarus, 
Lithuania and Estonia. Damlarnos 
admitled that In these countries 
especially, demand for Invest­
ment ininfrastructure will be con­
siderable. However, the sectors 
in those countries are still dornl­
nated by state ownership, so 
some time will have to pass 
before IFC funds will start to fun-, 
nel to these countries. Damianos 
said that Poland does nothave to 
fear that IFG's involvement wil 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 imkror­
tent thing is the ability of agiven 
country to absorb crdits," 
Damianos said. He said IIis pos­
sbe 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 
commercial banks. 

M I f&l 
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IM=is t prvte setor-an' of t WoddBank andthe larest 

muateral source of financg for private sector proec in devel­
cping contries Foland Pined the IFC in December 1987, taking
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GOPIANA PRIVATiThTION 
Goplana is 80 years old and has plants inPozna, Leszno, 

Kargowa and Sulech6w. Together these four plants employ
2,300. people. Last year Goplana's volume of business wase e t1.12 trillion
zlotys. The firm holds a10-12 percent share of the
domestic confectionery market. 

Goplana has no outstanding debts, its only liabilities being.Though two buyers want in on the Poznafi candy giant, th ny tse f unpaid floating credits. The firm produces candy, boxed choco-
Thouh toinbuerswann te Pznahcany gintthecomp company itself lates and chocolate wafers. For a short time ithas been produc­has reservations. 

ing halvah, which formerly only Wedel produced InPoland, and 
inSeptember itwill open a special peanut line. Most of its prod­venture contract. Man handles about one third of world ucts are sold domestically.

After Wedel and Wawel, PoznaMi's Goplana is the thirdlargest confectionery firm aiming to privatize. Goplana cocoa trade and also trades sugar and tea. So far the corn­pany has not Invested in Poland. According to Rutkowskl, an exclusivity basis, without any bidding, on the local Initla­has worked out a way to do this by entering into a joint ven- dozens of prospective foreign Customers werelooking atture with the British firm Man, which Is ready to pay 15 million tive, and we won't meddle with It."Gopana, but the British company was eventually selected on Since that time the situation has changed somewhat anddollars for 47 percent of the shares. Earlier Pepsico bought the basis of social benefits, an 18-month period without pink the Ministry's assurances are no longer 100 percent reliable.40 percent of Wedel's stock, while Wawel is an employee- slips, a one third pay raise and, most importantly, theowned company, Goplana's privatization gained notoriety Inmid-August whenpromise to immediately invest more than 30 million dollars In"We need privatization like water and air," says Janusz 
the Swiss firm Nestle unexpectedly expressed nterest Inbuy­Gopana's modernization. A joint Goplana and Man compa-Rutkowski, Goplana's director. Gopiana took its first steps in 
Ing the firm. Nestle initially proposed buying 80 percent of theny,Goman, has been setting up a national distribution net-* stock for 40 miliion U.S. dollars. Goplana would become athis direction as early as two years ago. Both the manage- work for the past two years and has won itself 6,500 regular company held in trust by the State Treasury and then, as wasment and crew concluded that the best method of transfor- customers.

mation would be to liquidate the existing company and jointly Last December Goplana signed a letter of intent with Man. 
the case with Wedel, the best offer would be chosen. Thus It 

set up a new would be capital privatization.company with the British. "There would be a The application for creation of a joint venture landed In thenew entity created, Goplana Ltd., into which we would bring 
Nestle, like Man, ensures 18-month employment, pay rais-Privatization Ministry in early July. It has received the support es of at least 33-percent, 20 percent of the shares for thethe firm's assets," explains Rutkowski. The crew did not of the crew and the province chief, who is the founding body crew and a declared Investment of 30 million dollars. Theirapprove of capital privatization, afraid that the plant might go of the firm. In the company to be, the crew will receive 6 per-to a chance buyer or a confectionery competitor. offer doesn't mention social benefits. The employees andcent of the shares for free and 47 percent will remain State management of the Poznaf factory rejected Nestle's offer."The purpose of privatizing the plant is to stay on the mar- Treasury property. The balance will be held by Man. "Ithinkket. This is possible only with a considerable investment of that the State Treasury's shares will 

"First, It Is very much belated. Secondly, we don't know 
some 10 billion zlotys, and Goplana doesn't have that kind of 

surely be offered on the Nestle's Intentions, and we don't want Goplana to becomeexchange," says Rutkowakd. Last spring, following problemsmoney," continues Rutkowsk'. He maintains that Man has just a packaging facility or a storehouse for the Swiss con­with Wedel's privatlzation, Privatizatlon Minister Janusz cern," Rutkowsklalready designated money In the Polish bank for the pur- Lewandowsld declared toparliament that he would not Inter-
said. The ultimate decision on the mode of 

prfvatlzation rests with Lewandowsld.chase of the technology lines and awaits only a signed joint- fere with Goplana's privatzaton. "3oplana will simply go on 
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Optimistic report from Poland.
 
Veteran analyst describes changes, investment opportunities 
by Stan Paliwoda, 

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

Business opportunities now rebound 

in Poland. " 
I've been visiting Poland since 

1976. and neverhas thechangebeenoso vas as inthe pas 12 months-
Poland is stable, its currency is con-,," 
vertible, and though it has inflation ofabout 40% annually, the rtl is man-

ageable and tulativhly low compared 
with the rest of Ccntral Europe. 

Street names that had anything
remotely 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 relegated to memory. 

Investment is everywhere. Small 
kiosks have sprung up like mush-
rooms all over and even compete in 
the lines which they sell. Poles do not 
have freezers, and so the idea of 
weekly grocery shopping by car is 
unknown. Instead. Poles still shop 
often and for small quantities. Every-
thing is now available at a price, 

The press has played up the arrival 
of IKEA and Bencton in Warsaw, 
but rcmen'r that while Poland is 
doing relatively well alongside her 
neighbors, tIhe monthly wage Still is ­
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of specially equipped vehicles. Pri-

vate enterprise has spread throughout
the retail sector, and the bulk of the 
working population (56%) is now 

working in the private sector. Private 
shops coexist alongside state shops, 
which now usually are closed, being 
renovated, or up for sale. 

The most incredible phenomenon 
has been the growth or the kiosks, 
They are prefabricated Metal or rein-
forced plastic and offer an impressive 
range of gtds front fruit and vCgeta-
bles to toiletries, shoes. clothes, glass- 
ware. and periodicals to fresh meat. 
washing machines, dontestic electri-
cal equipment, and furniture. Itis all 
to be found outside. The choice may 
be limited, but it is available, 

Official statistics reveal that more 
than 1.5 million small enterprises 
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dark red and cream now display ads 

for Technics. Panasonic, or M&Ms.
Restaurants and bars havc tables and 
chairs on the sidewalk. Altogether. 

Poland is a much brighter, more 
cheerful place than hcfore. 

Women were always reasonably 
well-dressed, but there has been a 
marked inproventent in the dress for 
men. Previously. Polish men used to 
look as though they were wearing
suits that they had been wearing in 
the rain and had shrunk on then]. It 
w-s grunge tailoring before it became 
fashionable to wear something that 
looked not just lived-in but slept-in, 

Quality Italian suits are a very pop­
ular item right now. Conventions .uch 
as knotting your tie so that it stops 
halfway up your chest have also dll-
appeared. 

-


o
 
dimate in Polandomic 

cae
has changed 
since the fall of 

communism. 
Most significant

lion of kios,,,"is the prolifera. 
whether on 
street corn"ers.,(abt)or! 

grouped in a 

large market 

like this one inWarsaw (left). 
Kiosk vendors 

sell tn.;', meat, 
and even wash­
ing machines. A 
reminder of 
Poland's past is 
Stalin's "gift, 
the Palace of 
Culture, with 
the legendary 
Polki Fiats 
parked in the 
fort-ground. 
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AT&T satellite network. Satellite 
dishes are to be found on the outside 
of some of the blackest of apartment 
buildings, the while dish being in 
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munists often rewrote history to their 
own ends. 

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



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

Affluent group
However, many designer shops such as 
Dior also are to be found in the rash-
ionablc Nowy Swial, for there is asmall 
but very affluent group ofpeople in 
Warsaw. The car dealerships for BMW 
and Mercedes are n testimony to this. 

Two years ago. Da Elio established 
the first Italian pizzeria in Warsaw to 
offer ahome delivery through the use 

have been registered in the last 18 
months.~ This is an impressive~ figure, ~~ oetinrei-
hut inaccurate. For onc thing. regis-
tration does not mean active partici-
pation in business. For anothcr. regis-
tration may make you liahlc for taxa-
lion including the value added tax, 
introduced in July at 20%. Apart from 
cutting profit margins, it will also 
inflate selling prices, and Poles are 
only just learning the ropes as to what 
it takes to remain competitive. 

Established Western brands are to 
be found everywhere in Poland now. 
Streetcars that used to be painted only 

sharp contrast to the black wall onwhich it is mounted.Ph rors ~ swatrshc~n ~ ~ ~ itetomounatred.o 
Phone progress As far as lodging. Warsaw has 
There has been substantial progress in spawned a large number ofquality
telecommunications. Warsaw now has hotels in the last I8 months, the latest 
acellular telephone network, and AT&T being the Hotel Bristol. If anyone is 
is now receiving competition From the looking for agap in the hotel market, 
Polish telephone network. Previously, it is in the inexpensive two-slar range.
international calls had to be booked in Orbis hotels continue to operate, unfor-
advance unless you happened to be lunalely. but they have a large number 
staying in a very expensive hotel, of established Western competitors.

Today it is possible to make calls Transportation is another interest-
from a residential telephone in War- ing area. Buying a train ticket still 
saw that looks like something out of a involves a wait of about 40 minutes in 
Hitchcock movie, but which rivals the a queue that does not move, and so you 

can expect to be harangued several 
times by beggars. some carrying med-
ical certificates that they have AIDS. 

Once at the ticket counter, you real-
ize why it takes the ticket clerk so long. 
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 return. 
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 acandy 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 terni-
ble problems. Look out of a train win-
dow and you see generations of fami-
lies working in the fields 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 the# 
very future is uncertain. It used to be 
said in Poland that "only the future Is 
certain, the past Is always changing."
That was areference to how the Com-

lack of industrial fertilizers means a
reliance on organically grown productL 

What else is new? In Warsaw at 
least. mos, traditional restaurants 
have given way to fast-food outlets 
and pizzerias. Polish bigni (sausage 
and saurkraut) is now found in Pizza 
Hut! A few blocks away are two 
McDonald's restaurants and arival 
opening soon underneath the Smyk 
children's store. 

The whole look of the place has 
changed just with brighter, more 
attractive looking shops, new bits 
shelters, advertising, and tables and 
chairs on the sidewalk so you can stop 
for lea, coffee, or abeer. Last year.
Stalin's (unwanted) gift to the Polish 
people, the Palace of Culture. which 
dominates the Warsaw skyline had a 
very large advertising sign for Digital 
on two sides of the very top of the 
building, until the cost of that partica. 
lar outdoor sign increased too sudden­
ly for private enterprise to accept.

In regard to grocery shopping, it Ii 
interesting to watch shoppers and 
how they behave. They are unsure of 
packaged goods on supermarket
shelves; anumber of packages lie 
opened because customers wanted to 
see the contents before buying.

Poland's leaders are being urged to 
press ahead with much-needed reform 
in privatization. Over 8O0 state enter­
prises have been privatized by liqui­
dation, and through liquidation and 
joint ventures most change now will 
take place.

The problem aflter all is not just to 
change the ownership of state enter­
prises, but to ensure the introduction 
of new technology 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 to go-not 
without risks, but Poland has the 
mindset to mvalL A 
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S_.Centre! Connecticut State University 
1615 Stanley Street P.O.Box 4010 9 New Britain, CT 06050-4010A Campus of the Connecticut State University 

August 10, 1993 

M. Catherine Ashmre, Director 
International Enterprise Academy 
Center on Bducation and Training for Employment 
1900 Kenny Road
 
Columbus, Ohio 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 our Center for 
Excellence grant. We do not work in Jalena Gora. We have included a number 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 continuation 
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 communication 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 reinfore 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, 

Henry S 
Executive Assistant to 'die President 
for International Deveirpment

HSE/sp 

cc: Professor Kremens 
An Equal 

Opportunity 
Employer 



T H EENTON EDUCATIONbi-TId CcENITRC N TRAINING FOR EMPLOYMENT 

S1900 Kenny Road 
Columbus, Ohio 43210-1090UNIVERSITY 
Phone: 614-292-4353
 
Telex: 9102505950
 

August 3, 1993 Fax: 614-292-1260
 

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, Poland (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 



COORDINATORS MEETING AGENDA
 

September 28, 1993, Warsaw
 

1. 	 Accomplishments - July-September, 1993 

2. 	 Faculty (year 1, year 2, year 3) 

3. 	 Satellites 

4. 	 Schedule of courses 

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

6. 	 New seminars: 

- overview of consultants status - El~bieta Jacowicz 
- Team Building seminar (prof, Janina Latack) - Adam G6ral 
- Negotiations seminar (prof. Roy Lewicki) - Boguslaw Plawgo 
- Retail Management seminar (prof. Wayne Talarzyk) - Zdzislaw Krajewski 
- Marketing Research seminar - Lukasz Pawelczak 
- Selling seminar (John Turner) - Krzysztof Kaszuba 
- Human Resource Management (John Turner) - Andrzej Jurgilewicz 
- materials 
- trainnigs schedule 

7. 	 Faculty Training Meetings 

8. 	 Strategic Plans 

9. 	 Reports 

10. 	John Turner in Poland 

11. 	 National Conference 

12. 	Task Force meeting 

13. 	Local Task Force meeting 

14. 	Review a calendar 



A list of The POLISH INSTITUTES' COORDINATORS 

FUNDACJA GOSPODARCZA NSZZ Solidarnoft 
(SOLIDARITY FOUNDATION in Gdatsk) 

Waly Piastowskie 24 
80-855 Gdansk, POLAND 

* Malgorzata Balkowska 
Wajdeloty 23/6; 80-437 Gd.-Wrzeszcz 
* Alicja Zajqczkowska 
Zamiejska 32/7; Gdansk 
e Alicja Unterschuetz 
Oskara Kolberga 4C/32; Sopot 

phone#: 48-58-38-43-19 or 18 
48-58-387-412 or 48-58-314-051 
Fax#: 48-58-38-42-19/48-58-31­
44-78 

home #: 48-58-41-50-06 

home #: 48-58-32-14-85 

POLSKO-AMERYKAftSKI INSTYTUT PRZEDSIEBIORCZO§CI in Rzesz6w 
(POLISH-AMERICAN ENTREPRENEURSHIP INSTITUTE in Rzesz6w) 

Zygmuntowska 2A phone and fax #: 48-17-328-58 
35-030 Rzesz6w, POLAND 

9 Adam Gdral 
Mochnackiego 13; 35-016 Rzesz6w home #: 48-17-627-660 
e Krzysztof Kaszuba 
Starzynskiego 11/17; 35-106 Rzesz6w 

BIALOSTOCKA SZKOLA BIZNESU - INSTYTUT PRZEDSIEBIORCZO§CI in Biafystok 
(BIALYSTOK BUSINESS SCHOOL - THE ENTREPRENEURSHIP INSTITUTE in Bialystok) 

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

* Andrzej Jurgilewicz 
Rzymowskiego 38/51; 15-324 Biatystok 
0 Boguslaw Plawgo 
Stoleczna 15a/9; Biatystok 

POLSKO-AMERYKAINSKI INSTYTUT PRZEDSIEBIORCZOCI in Poznali 
(POLISH-AMERICAN ENTREPRENEURSHIP INSTITUTE in Poznari) 

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

* Walery Lach home #: 48-61-203-456 
Winogrady 137/1; Poznar6 
; Zdzislaw Krajewski 
Os. Wichrowe Wzg6rze 13/135 
61-657 Poznari, 



POLISH-AMERICAN ENTERPRISE INSTITUTES 

CALENDAR OF ACTIVITIES 

JULY 1993 

e Quarterly Reports due - beginning of the month 

AUGUST
 

* 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-mail Number (1)
 
" Management Course Faculty Upgrade Seminar - Rzeszow (7-9)
 
" Finance Course Faculty Upgrade Seminar - Bialystok (18-22)
 
* 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, 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) 

FEBRUARY 

" 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) 

MARCH 

" Forum Program Proposals due (1) 
" John Turner works with Institutes - Poznan, Bialystok 
" New Cases Completed and Translated 
" New Seminar Workshops for Faculty scheduled in Bialystok (last 2 

weeks) 

APRIL 

" Quarterly Reports Due - Beginning of Month 
" New Seminar Workshops for Faculty scheduled in 3 Institutes 

(other 3 topics) 
* Meeting for planning final FORUM details 

MAY 

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

JUNE 

" 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", Blaiejewko, September 22-25, 1993 

organized by: 
POLISH BUSINESS AND INNOVATION CENTERS ASSOCIATION AND 
WIELKOPOLSKA BUSINESS AND INNOVATION CENTER 

Seotember 22, 1993 Wednesday 

8.30 p.m. 	 Departure by bus from PKP (Polish Domestic Railroad) Main Train Station 
8.30 p.m. 	 Dinner 

September 23, 1993 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 andactions ofPolish andForeign Central Institutions 
in support ofpromoting entrepreneurship. 

Convener: 
Krzysztof Zasiadly - President of Polish Entrepreneurship and Innovation 
Centers Association 

Presenters: 
Barbara Listkiewicz, The Ministry of Entrepreneurship 
Warsaw; "EntrepreneurshipPromotion in Poland" 

Promotion, 

Krzysztof Mika, Ministry of 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 Zajqczkowska, Economic Foundation NSZZ "Solidarnodd", Gdarsk 
"Non-government small business organizations" 

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

11 a.m. 
11.30 a.m. 
1.30 p.m. 

Break 
Discussion 
Lunch 



Afternoon Session 

3 p.m. 	 Methodology and curriculum of training programs for management team 
and customers of Entrepreneurship and Innovation Centers 

Convener:
 
prof. dr Maria Fic, Pedagogical University, Zielona G6ra
 

Presenters:
 
Prof. dr hab. Henryk Gawron "The basis ofpreparation and direction of
 
educating candidates working for small businesses"
 

Dr Micha! Butkiewicz, Agency for Small and Medium-Sized 
Development, Warsaw "Criteriaof professional competencies" 

Alicja Unterschuetz, Economic Foundation NSZZ "Solidarno96", Gdarisk 
"Self-employment competencies education as a part of vocational 
education in Polish educational system" 

Dr Elibieta Raciniewska, Gdarsk Polytechnic, Gdarisk "A project of a 
basic training curriculum: Professional consultant for smalland medium­
sized businesses' 

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

4.30 p.m Break 
5 p.m. r)isc-ission 
7 p.m. Dinner 
8. p.m. 	 A cultural event 

September 24, Friday 

8. a.m. 	 breakfast 

Morning Session 

9. a.m. 	 Managing the Business and Innovation Center. Marketing. Managing the 
estate.
 

Convener:
 
Krzysztof Kwatera, Matopolskie Entrepreneurship Development Center,
 
Krak6w
 

Presenters:
 
Franz Dietrich, Experplan, Consulting and Planning of Business
 
Innovation Centers, Technology and Science Parks, Munch, Germany
 
"Preparinga building for Entrepreneurship and Innovation Center and 
SBDC and Incubator" 

2 



11 a.m. 
11.30 a.m. 
1 p.m. 

Afternoon Session 

3 p.m. 

Krzysztof Kwatera, Matopolskie Entrepreneurship Development Center, 
Krak6w 
'An incubator promotion plan' 

Szymon R6alski, Szczeci Entrepreneurship Center, "Szczecil 
Entrepreneurship Center Experiences' 

Jerzy Bajorek, Mielecki Entrepreneurship Incubator" 

Krzysztof Chmura, Urzqd Miasta i Gminy Zel6w 
'Building Development Strategy for Zel6w community 

Slawomir Urbaniak, Zelowskie Entrepreneurship Center, Zel6w 
"Economic Development in U.S.A. - a report from a training in the 
U.S.A" 

Dr.inl. Jan Mertl, Krzysztof Kucharski, Foundation "Incubator", L6di 
"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 

Convener: 
Dr inz. Jerzy Sqkiewicz, Progress and Business Incubator, Krak6w 

Presenters:
 
Hans-Georg, Tschupke, Zenit Center for Innovation and Technic,
 
Mulheim a.d. Ruhr, Germany 'Cooperation ofprivate and state sectorsN
 

Ronald Dwight, IRIS Project Poland, Warsaw 'Intellectual ownership in 
the process of technology commercialization" 

Adam Tomiczek, CETE - Warsaw Center of New Technology, Warsaw-
Celestyn6w "Successful innovations - what needs to be done to 
commercialize technology successfully' 

Karol Lityuski, Center for Entrepreneurship Development of Warsaw 
Polytechnic, Warsaw "Barriersof technology commercialization at 
universities based on Warsaw Polytechnic example' 

3 



Dr. ini. Jan Figwe, Business, Trade Fairs and Technology Center, 
Gdarisk "Can science parks exist in Poland" 

Krzysztof B. Matusiak, University of L6di 
"Institutional support 
economy" 

4.30 p.m. 
5 p.m. 
7 p.m. 
7.30 

Break 
Discussion 
Cocktail 
Dinner 

Saturday September 25, 1993 

8.00 Breakfast 

of technology transfer in developed market 

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

Convener: 
Heinz Fiedler, Association of German 
Incubation Centres, Berlin, R.F.N. 

Technology and Business 

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 G6ra" 

Michai! S. Jaworskij, Lw6w 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 
"Currentsituation in development of technological entrepreneurship in 
Lithuania" 

10.30 a.m. 
11 a.m. 
12 a.m. 
1 p.m. 
2 p.m. 

Break 
Discussion 
Summary. Conclusions. Follow-up. 
Lunch 
Departure by bus to Pozna6 PKP - a train station 

4 



-aAN1J411 WI 

THE SCHEDULE 

aAmso .- A. e-
.INNOVATION 

22 September WEDNESDAY A 4"""' 


8:30 p.m. *AU 

* Departure by bus from PKP (Polish State Railroad) " 
Main Train Station (Dworzec Gldwny) 

"
Uq V."-
23 September THURSDAY 
Session 1 9:30 a.m.- 1:00 p.m - * A 

The present condition of business & innovation centres lf.
* 

in Poland; A 

* Measures and actions of Polish and foreign central 
institutions aimed at promoting entrepreneurship. A 0.A A ., 

Session 1H 3:00 p.m.-7:00 p.m. . - ­
* Methodology and curricul-e of training programs for _,, 

management teams and customers of business & innovation *THE 
centres. 


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

** Managing the business & innovation centre. Marketing. 

Managing the estate (building); 

POZNAACENTRES
 
Session IV 3:00 p.m.- 7:00 p.m. 
* Transfer of technology: 
-The role of business & innovation centres, central 

admiinist ration and local.government; , '
 

-Finances. 

25 September SATURDAY 
& tfddtSession V 9:00 - noon 

* Business & innovation entres In Middle and Eastern 

Europe:
 
- present condition
 

- international cooperation network; [6LAZEJEWKO
12:00 " 

* Summary. Conclusions. Follow-up. 

1:00 .m. , 
'Departure by bus to PKP train station. 

POLISH BUSINESS AND 
CENTRES 

ASSOCIATION 
& 

WIELKOPOLSKA 
BUSINESS 
AND
 

INNOVATION CENTRE 

Invite you herewith to attend the II 
conference on: 

ROLE OF 
BUSINESS 

& 

INNOVATIONS 

IN TILE REGIONALDEVELOPMENT AND 
P MTO OF'ShA L 
PROM TION vA-

AND MEDIUM - SIZED 

ENTERPRISES 

BLAiEJEWKO 

25 September; 1993 



REGISTRATION FORM Business incubators, business & innovation Promotion, Ministry of Labour and
 
centres, business support centres, and Social Policy, Ministry of Privatization,
 

in the conference technological centres have been coming into Ministry of European Integration,
 
22-25 September, 1993 being in Poland since 1990. They are Committee on Scientific Research,
 

followed by seminars and conferences aimed Cooperation Fund, UN Development
 
at disseminating foreign experience and Program, IRIS Poland and other central
 

FIRST NAME ......................... 	 working out original Polish organizational institutions involved in business 
forms and programs; as well as improving the promotion to attend the conference. 
skills of Polish businessmen. The topics will be introduced by the 

LAST NAME ........................... directors of Polish and foreign business 
Annual conferences, organized for the past & innovation centres, international 
four years, on the operation of business & experts and representatives of 

DEGREE/TITLE .............. ......... 	 innovation centres in their variety of forms, governmental agencies. 
and their role in local business development, You are requested to submit the 
have already become a tradition, abstract of your paper that you wish to 

POSITION ...................... .	 These conferences are attended by organizers deliver at the conference, before 15
 
and managers of business incubators and August to enable placing it in the 
business & innovations centres, conference documents. English and 

NAME OF ORGANIZATION ......... representatives of central and local Polish shall be the official languages of 
administration, as well as foreign guests. the conference. The attendance cost 

................... The participants of the third conference in (including room and board, and the 
1992 have called into being the Polish conference documents) totals US$ 300 

ADDRESS ............................... 	 Business & Innovation Centres Association. payable either by bank transfer 
This fourth conference is focused primarily (Wielkopolski Bank Kredytowy IV 
on the discussion of practical issues related to Oddzial (Division) in Poznan, No 

COUNTRY ...... ....................... 	 business & innovation centres: 356338-20066-132, or upon your

* setting up and operation, 	 arrival, prior to the conference. 
* finding partners, 

PHONE NO .............................. * finances, Please send your attendance card before 
* technology transfer, 	 30 August, 1993 to: 
* estate management, 	 Polish Business &Innovation Centres 

TELEX NO .............................. 	 * training of management teams and Association,
 
customers, ul. Polanka 3, 61-131 Poznad,
 
* cooperation with foreign centres, 	 fax 0-611 77-18-31 

FAX 	NO ................................ tel. 0-611 77-18-63 or
 
We have invited, as before, the Ministry of 0-611 77-17-51 ext. 43
 
Industry and Trade, Ministry of Business
 



w irELKOrOLSKA BUS INESS & IqNOVAT ION CENTrRE Irxc,..3 Polanka St. Poznail, Phone 77-18-63; 77-17-51 ext. 39, 43;
Kalisz Division: 


WIELKOPOLSKA BUSINESS 
& INNOVATION 

CENTRE Inc. 
(WIP) isthe first Polish
business incubator. The Centre was 

established in 1990 as a joint-stockcompany set up by the Heads of the 
following provinces: Kalisz, Konin,

Poznai, Zielona G6ra, and Commercial 

and Industrial Chamber POZNAA,

Enterprise or Implementation of 

Technological Progress POSTEOR, and two 

companies with Poznad Technical
University' equity: TERMOGOSCO 
 and 

POLINGOSCO. 


We are a member of the NationalBusiness Incubators Association (NBIA)

in USA, and the German Association of 

Business and Innovation Centres Network

(ADT) inGermany. We cooperate with the 

European Association for Innovation and 

Entrepreneurship Centres (EBN) in 

Bruxelles and- Poznafi Technical
University, Zielona G6ra Technical 

University, Poznaj University of 

Economics, Polish Economic Society,

Scientific Society for Organization and

Management, etc. 


The Wielkopolska Business & Innovation 

Centre, Inc. has been established to 
support business and innovation; 

6 G6rnoglska St.; 68-800 Kalisz; 


initiate entrepreneurship in Poland and 
in the region.

Inparticular WIP concentrates on! 


BUSINESS 


1.Running business of innovative 

character, i.e. preparation for sale of

modern technology, organization, and 

economic; 


2.Domestic and foreign trade and 

service; 


3.Data bank: collection and processingfor 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.Organization of exhibitions 
 and

promotional campaigns for scientific 

and technical achievements; 


6.Implementation of Joint ventures;
 

fax: 52-73-27, 77-18-31
 
Phone 748-02
 

7.Book-keeping and taxation consulting.
 

PUBLISHING HOUSE 

l.Publications of foreign books on small
 
and medium business, incubators, business
 
economics 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..
 

LAUNCHING OF BUSINESS INCUBATORS,

TECHNOLOGICAL PARKS, TRANSFER OF
 

TECHNOLOGY
 

l.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 intransfer of technology. 

ORGANIZATION AND CONSULTING INLOCAL 

BUSINESS (COMMUNE) 


I.Consulting in defining needs and 

goals of commune business development; 


2.Assistance in launching of commune 

business centre; 


3.BusinesB-plan for rural tourist 

enterprise; 


4.Cooperation in preparation of 

business offers for Polish and foreign 

partners. 


ASSISTANCE TO BUSINESSEN 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 debt 

reduction, negotiations;
 

7.Investment consulting; 


8.Top executive selection.
 

CONSULTING 


1.Marketing research;
 

2.Advertisement efficiency surveys; 


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); 


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
 
inbusiness in Poland and abroad.
 

ORGANIZATION OF DOMESTIC AND FOREIGN
 
CONFERENCES
 

1.Conferences on innovation and
 
entrepreneurship;
 

2.Conferences on technology transfer;
 

3.Conferences on fighting unemployment. 

We organize meetings and seminars Pith 
politicians, scientists, and businessmen,
 
Polish and foreign.
 

We invited to cooperation
 

F a Buks 

Presi t UWP Inc. 



ECONOMIC FOUNDATION 
~ NSZZ SOLIDARNO 

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

July 28, 1993 

Lr. 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 Academy, 
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, 

Marcin Flisykowski 
General Director 



ECONOMIC FOUNDATION
 
NSZZ SOLIDARNOat
 

80-855 GDAf4SK tel. 314-051, 384-412. 384-319 

ul. Waly Piastowskie 24 tlx 513160 
fax 384219, 314478POLAND 

AID III 
0WrTIVl ITMRT 

1.07--30.09.93
 

1. 	 Coordinating work of Entrepreneurship Institutes 

phone calls every week to answer questions and check current-

activities of three centers;
 

- solving problems connected with current operation of
 

Entrepreuieurship Institutes.
 

2. Managing subcontractors budget - every quarter:
 

- verifying preliminary budget;
 

- checking financial reports sont by each institute;
 

letter stating quarterly- sending money to each center with a 

allocation of the money. 

3. Equipment:
 

- etturing the requirements of the Institutes regarding equipment
 

purchase for the Ill yewar of the project.
 

4. Coordinating antlvities of Task Force:
 

-	 spervisiMng organization of the AID III first meeting in Warsaw; 

after consultations with three sites coordinators,-	 expanding, 

the list of Task Force members;
 

- carrying out the meeting at FORJM Hotel, Warsaw on 29t
 

September 1993;
 

-- planning for the one day long Task Force meeting outside Warsaw,
 

in mid Decetter 1993.
 

about ooursef; offered currently at5. Collecting informtion 

Institutes. 
I 

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;
 

- mprvising work of people responsible at all sites for case
 

production.
 

7. Coordinating work on satellite sites for the three Institutes: 

- gathering information about satellite cities and the proces of 

searching candidates for satelliteu ooozrdinatora; 

- learning and approving about each Institute approach to 

satellite set up. 

8. Supervising Coordinators meeting in Warsaw on 28th September
 

1993:
 

- booking hotels for all and organizing meeting place at
 

American-Polish Labor Center in Warsaw;
 

- participating and monitoring an all day meeting.
 

8. Arranging for a site, visit in Pomar% Institute:
 

- participating in all orgtszii m=Utiji and talks.
 

10. Participation along with Dr Ashmore in Innovation and
 

Entrepreneurship Center in Poland conference at Bt atejeuko near
 

Poznaf,. 2-23 Septmber 1893:
 

- publicity activities for PIRENEUEIP INSTITUTES IN PVLAMD
 

project.
 

11. Managing Dr Cathy Ashmore and Bl±bieta Janowicz (CETE) 2-week
 

stay in Poland:
 

- assisting Dr Ashmore in her visits and meetings in &lafisk,
 

Pozna6 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 Jurg'lewicz 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 limiid 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 



T - H- E EW ON EDUCATION
* cNTETRAINING FOR EMPLOYMENTLN id 
1900 Kenny Road
 

SIL E Columbus, Ohio 43210-1090

UNIVERF 

Phone: 614-292-4353 
Telex: 9102505950 

August 11, 1993 Fax: 614-292-1260 

John E. Turner, 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 
elementary stage of development here and will appreciate your expertise. 

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



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

We are prepared to purchase your airline ticket to Poland, provide 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 Europe from August 23 to October 4 please direct 
any questions to Elzbieta Jacowicz at my office. She will be meeting 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. 

Sicerel,// 

M. Catherine Ashmore 
Director, International Enterprise Academy 



JOHN E. TURNER, Ed.D.
 
1013 Wynngate Drive
 

Chesapeake, Virginia 23320
(W) (804) 683-3307; (H) (804) 436-0680; Fax (804) 548-9605
 

SKILLS SUMMARY
 

1-	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 Retailinq and Entrepreneurship:
 

a) Sixty (60) plus classes of senior level undergraduate
instruction in wRetail 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 ADlications and Traininq:
 

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);
Graphics (Harvard); plus Scanning and Graphics editing

software.
 



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. Responsible

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/Project Management:
 

a) 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.
 

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

b) 	Work with Business and Education Partnerships and advisory
 

councils.
 

c) Small business consulting utilizing interactive laser disk.
 

d) 	Data searches using electronic search and retrieval
 
including literature review of Joint Ventures.
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BIALYSTOK BUSINESS SCHOOL
 
ENTREPRENEURSHIP INSTITUTE
 

Biatystok, Wiejska 45E, phone# 219-45
 

The Director 
FOUNDATION FOR LOCAL DEVELOPMENT 

Bielsk Podlaski 
Kopernika Street 

Bialystok Business School and Entrepreneurship Institute operated within 
Biatystok 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 Biatystok Business School Affiliate 
with local initiatives will lead to the development of entrepreneurship in Bielsk Podlaski 
and its region. 

Entrepreneurship Institute 

Andrzej Jurgilewicz 
Director 



BIALOSTOCKA SZKOLA BIZNESU
 
INSTYTUT PRZEDSIE BIOPCZO5CI
 

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

Dyrektor Fundacji
 
na Rzecz Rozwoju L-okalnego
 

Bielsk Pocilanki
 
ul. Copernika.
 

Bialostocka Szkola Bizriesu i Instytut Przedsiqbior­

czoAci dzialaj~cy w ramnach Bialostockiej Fundacji Ksztalcenia. 

Kadr w Bialymstoku deklarLuj4 pornoc i wsp6Ipracq dia powstajqcej 

w Bielsku Podlaskim Fundacji na Rzecz Rozwoju Lokalnego. Bedzie 

to rnoiliwe i niezbedne w zwiqzku ze staraniami w/w Fundacji o
 

utworzenie Funduszu Rozwoju Przedsiqbiorczobci.
 

Bialostocka Szkola Biznesu z dniern 01.10.1993 rok
 

rozpoczyia dzialalno~d w swoim oddziale w Bielsku Podlaskim. W
 

zwiqzku z powyiszyf bqdzie pr'owadzila gl6wnie dzialalnobd
 

szkoleniow4 na terenie Bielska Podlaskiego, co wsp6lgra z
 

zamierzeniami i inicjatywani lokalnych organizacji i instytucji
 

takich jak wzmian~kowana Fuidacja, Furidusz a takte Rejonowy Urzqd
 

Pracy i riejscowe Arodowisko przedsiqbiorc6w.
 

S~dzirny, te dzialalnohd bielskiego oddzialu Bialostoc­

kiej Szkoly Biznesu wraz z inicjatywami lokalnyni, w tyrn
 

Fundacji, dobrze bqd4 alutyd rozwojowi przedsiqbiorczobci na
 

ter'enie miasta i grniny Bielsk Podlaski.
 

ruj 'urgilewiczA"~DYREICTOR 
ru""'p 



BIALYSTOK BUSINESS SCHOOL 
ENTREPRENEURSHIP INSTITUTE 

Bialystok, 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 Bialystok Business School Affiliate in Bielsk Podlaski starts its activities on 

the 1 October, 1993. Our affiliate operates within Biatystok 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 
Our affiliate will offer trainings to the mentioned institutions asDevelopment Fund. 


well as private companies and institutions connected with small business
 

infrastructure. The price of our traninigs will be calculated at costs. Employees of 
to the trainings with some preferences (of causeCooperative Bank will have access 

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 interrupt you and your 
aemployees in your daily operations. We believe that our trainings will have 

tremendous impact on entrepreneurship development, empowerment of local 

initiatives and promotion of local entrepreneurs what we perceive as our priority. 

Sincerely, 

Andrzej Jurgilewicz 



BIAEJOSTOCKA SZKOLA BIZNESU
 
INSTYTUT PRZEDS I F 3I OPCZO5C I
 

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

DYREKCJA I ZARZPID 
BAHKU SPOLDZIELCZEGO 
w Bielsku Podlaskiw 

ul. 3 Haja 14 

W nawi~zaniu do wstqpnych r'ozm6w dr Jerzego Pasz­
kowskiego Kierownika Oddzialu Bialostockiej Szkoly Biznesu w 
Bielsku Podlaskim i Dyrektora Banku Sp6idzieczego w Bielsku. 
Podlaskirn wnosimy o uidostqpnienie Oddzialowi Bialostockiej 
Szkoly Biznesu pokoju w budynku Banku Sp6idzielczego na pierwszy 
rok jego funkcjonowania, tj. na. okres od 01.10.1993 do 
30.07.1994 r'oku.
 

Termin rozpoczecia dzialalno~ci Oddzialu Bialostockiej 
Szkoly Biznesu w Bielsku Podlaskim planuje-siq na. 01.10.1993 
rok. Szkola, jak i Instytut Przedsiqbiorczohci, funkcjonuje w 
rarnach Bialostockiej Funclacji Ksztalcenia Kadr - instytucji nie 
dzialaj~cej dia osi~gniqcia zysku. Ejeiski Oddzial Szkoly bqdzie 
zajmowal siq organizowaniem szkoleA' or'az wsp6Iprac4 z insty­
tucjami i organizacjami lokalnymi dzialaj~cyni w celu promocji 
przedsiqbiorczo~ci i zasad biznesu. 

Profil dzialalnoici i uzgadniana jut wsp6lpraca s4 
znane i akceptowane pr'zez wladze mniasta i gininy, a takte 
Rejonowy Urz4d Pracy oraz powstaj~c4 Fundacjq na Rzecz Rozwoju 
Lokalnego, potencjalnie r6wniet Fundusz Rozwoju Przed­
siqbiorczobci, o kt6ry aplikacja zostala zlotona. Na rzecz 
S16wnie tych instytucji oraz przedsiqbiorstw prywatnych i 
instytucji zwi~zanych z infrastruktur4 biznesu Ejeiski Oddzial 
BSB ma zainiar dzialad. Szkolexia. bqd4 kalkulowane wedlug koszt6w 
wlasnych z preferencyjn4 do nich dostqpnohci4 dia pr'zedstawi­
cieli Banku Sp6ldzielczege (o ile b~dziecie PacAstwo zainte­
resowani ich tematyk4).
 

Z uwagi na powytaze prositny o nieobci~tanie nas od­
platnotci4 za korzystanie z pokoju. w Pai'stwa siedzibie, przy­
najmniej w pocz~tkv~wym okresie funkcjonowania (pierwsze p6l roku 
dzialalno~ci). 

Jeste~rny przekonani, te dzialalnoh6 nasza nie bqdzie 
zakl6cala toku pracy Banku, mote natomiast pr'zyczynid siq do 
rozwoju przedsiqbiorczohci I inicjatyw lokalnych, jak r6wniet do 
waparcia lokalnego trodowiska przedsiqbiorc6w, co stawiamy sobie 
za jeden z zasadniczych cel6w dzialalnoici. 

Z uszanowanien
 

Instytutrz s!eiorcz ci 

/ DREKTOR
 



BIALYSTOK BUSINESS SCHOOL
 
ENTREPRENEURSHIP INSTITUTE
 

Bialystok, 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 tool for doing our job. 

All expenses will be covered by Bialystok Foundation for Staff Training of which 
Bialystok 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 PRZEDSI1I BIORCZOSCI
 

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

Dyrekt or 
Telekomuinikacji Polskiej S.A. 

Zakladu Telekonxanikacji
 
liejon Bielsk Podlaski
 

ul. Kopernika 5
 

W zwi~zku z zarnierzonyn rozpoczqciem funkcjonowaiia
 
Oddzialu Bialostockiej Szkoly Biznesu i Irstytutu Przedsiq­
biorczobci w Bielsku Podlaskim z dniem 01A.10.993 rok uprzejniie
 
prosimy o przyznanie numeru telefonicznego w/w iristytucji.
 

Oddzial ma swoj4 siedzibq w Banku Sp6ldzielczym przy 
U1i. 3 Maja 14. Numer telefoniczny jest niezbqdny do norrnalnego 
funkcjonowania Oddzialu BSB. Bialostocka Szkola Biznesu bqdzie 
z ajmowala siq szkoleniani oraz wsp6Iprac4 z instytucjami lo­
kalnymi dzialajacymi na rzecz rozwoju przedsiqbiorczobci na 
terenie riasta i gminy Bielsk Podlaski. 

Koszty zwi~zane z pr'zyznaniem numeru telefoniczriego
 
pokryje Bialostocka Fundacja Ksztalcenia Kadr, w ramach kt6rej
 
funkcjonuje Bialostocka Sikola Biznesu i Instytut Przedsiqbior­
czobci w Bialymstoku. BP'KK bqdzie rozliczala wszelkie koszty
 
funkcjonowania Oddzialu BSB.
 

Do szczeg6lowych rozm6w w tej i innych kwestiach zwi4­
zanych z funkcjonowaniem Oddzialu BSB w Bielsku Podlaskim upo­
watniony jest dr Jerzy Paszkowski jako kierownik Qddzialu. 

in ~J2Przf..diqbi rZOci 

44z Jurgiewc 
/DYREKTOR 



BIALYSTOK BUSINESS SCHOOL
 
ENTREPRENEURSHIP INSTITUTE
 

Biatystok, Wiejska 45E, phone# 219-45
 

The Mayor of City 
Bielsk Podlaski 

Bialystok Business School and Entrepreneurship Institute operated within 
Biatystok Foundation for Staff Training in Bialystok 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. 

Bialystok 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. 

I 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 



BIAkLOSTOCKA SZKOLA BIZNESU
 
INSTYTUT PRZEDSIFBIORCZOSCI
 

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

Bur'mintrz Hiasta
 
Bielak Podlaski
 

Bialostocka Szkola Biznesu i Instytut Przedsiqbior­

czobci dzialaj~cy w ramach Bialostockiej Fundacji Ksztalcenia 

Kadr w Bialyrnstoku deklaruj~l pomoc i wsp6Ipract dia powstaj~cej 

w Bielsku Podlaskim Fundacji na Rzecz Rozwoju Lokalnego. Bqdzie 

to rroiliwe i niezbqdne w zwi~zku ze staraniami w/w Fundacji o 

utworzenie Funduszu Rozwoju Przedsiqbiorczo~ci.
 

Bialostocka Szkola Biznesu z dniem 01.10.1993 rok 

rozpoczyna dzialalno~d w swoim oddziale w Bielsku Podlaskin. W 

zwi~zku z powytszym bedzie prowadzila gl6wnie dzialalnobd 

szkoleniow4 na terenie Bielska Podlaskiego, Co wsp6lgra z 

zaxnierzeniani i iricjatywami lokalnych organizacji i instytucji 

takich jak wzmiankowana Fudacja, Fundusz a takte Rejonowy Urz;Ad 

Pracy i miejscowe trodowisko przedsiqbiorc6w.
 

S~cdzirny, ±e dzialalnobd bilskiego oddzialu Bialostoc­

kiej Szkoly Biznesu wraz z inicjatywani lokalnymi, w tyrn 

Fundacji, dobrze bqd4 alutyd rozwojowi przedsiebiorczo~cl na 

terenie miasta i grniny Bielsk Podlaski. 

Instt t.zedi~bi rOCkc 

A,'zJu rgile 'gc 
DY RTOR 



BIALYSTOK BUSINESS SCHOOL
 
ENTREPRENEURSHIP INSTITUTE
 

Bialystok, 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 
Bialystok Foundation for Staff Training in Bialystok 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. 

I 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 



BIAkLOSTOCKA SZKOkJA BIZNESU
 
INSTYTUT PPZEDS I B I OPCZOSC I
 

BialyBtOk, ul. Wiejaka 45 E, tel. 219-45
 

W6jt Gminy
 

Bielsk Podlaski
 
mgr Jerzy Ignatiuk
 

Bialostocka Szkola Biznesu i Instytut Przedsiqbior­

czobci dzialaj4cy w ramach Bialostockiej Fundacji Ke9'talcenia 

Kadr w Bialymstoku deklarujq pornoc i wsp6lpracq dia powstaj~cej 

.W Bielsku Podlaskim Fundacji na Rzecz Rozwoju Lokalnego. Bqdzie 

to* znoliwe i niezbqdne v zwi~zku ze staraniani w/w Fundacji o 

utworzenie Funduszu Rozwoju Przedsiqbiorczobci. 

Bialostocka Szkola Biznesu z dniern 01.10.1993 i-ok
 

rozpoczyna dzialalno~d w swoim oddziale w Bielsku Podlaskim. W 

zwi~zku z powytszym bqdzie prowadzila gl6wnie dzialalno~d
 

szkoleniow4 na ter'enie Bielska Podlaskiego, co wsp6lgra z
 

zamierzeniami i inicjatywami lokalnych organizacji i instytucji
 

takich jak wzmiankowana Fudacja, Furidusz a takte Rejonowy Urz;4d 

Pi-acy i riejscowe brodowisko przedsiqbiorc6w.
 

54dzirny, te dzialalnofid bielskiego oddzialu Bialostoc­

kiej Szkoly Biznesu wi-az z inicjatywani lokalnyni, w tym 

Fundacji, dobi-ze bqd4 slutyd rozwojowi przedsiqbiorczobci na 

tei-enie rniasta i gminy Bielak Podlaski. 

Pnedsiqbiedorczoici 

A4,dJuriekwic,/ DYREKorcz 



AGREEMENT ON COOPERATION
 
between
 

The Bialystok Foundation for Staff Training
 
and
 

The Chamber of Tourism and Agriculture in Suwalki
 
August 31, 1993
 

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 Suwalki voivodship through: 

establishing information center BFST within the Chamber of Tourism and 
Agriculture in Suwalki 
organizing trainings (The Biatystok 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 



P0ROZUMIENIE
 
w sprawie wsp6lpracy
 

Bialostockiej Fundacji Ksztalcenia Kadr
 
i
 

Izby Turystyczno-Rolniczej w Suwalkach
 
zawarte w dniu 31 sierpnia 1993 r.
 

Bialostocka Fundacja Ksztalcenia Kadr 
reprezentowana przez Zastqpcq Prezesa Andrzeja Jurgilewicza 
j 
Izba Turystyczno-Rolnicza w Suwalkach 
reprezentowana przez Prezesa Zygmunta Osieckiego 
postanawiajq~ co nastqpuje: 

PKT 1 

Strony deklarujq gotowo~d realizacji wsp6lnych przedsi~wziQ6, majEcych na celu 
udzielanie pomocy przedsiqbiorcom, osobom prowadzqcym dzialalno§6 
gospodarczaL oraz zainteresowanym poglqbieniem wiedzy w zakresie malej i 
redniej przedsiqbiorczokci na terenie wojew6dztwa suwaiskiego popr-zez: 

uruchomienie punktu informacyjnego BFKK przy Izbie Turystyczno-Rolnczej 
w Suwalkach 
* organizacjq szkoleh~ (Bialostocka Fundacja Ksztalcenia Kadr prowadzi 

szkolenia wedlug prograinu uzgodnionego z Agencjq,Rozwoju 
Miqdzynarodowego Stan6w Zjednoczonych oraz Komisjq Wsp6lnot 
Europejskich ) 

*dzialalno§6 badawczq dotycza~cq rozwoju lokalnej przedsiqbiorczo~ci 
*wsp61nEL organizacjq spotkai przedstawicieli przedsiqbiorc6w 
* wymianq do~wadczefi Imaterial6w 

wsp6lne przygotowy&-wanie prograxn6w szkolei i opracowywvanie material6w 
dydaktycznych 

*promocjq wsp6lnych przedsiqwziq6 

PKT2 
Bialostocka Fundacja Ksztalcenia Kadr zobowia~uje siq do zapewnienia fachowej 
obsiugi w punkcie konsultacyjnym w Suwalkach, do udostqpnienia material6w 
szkoleniowych i program6w szkolefl, do pomocy w wyposa~eniu punktu 
inforinacyjnego, natomiast Izba Turystyczno-Rolncza do zagwarantowania bazy 
lokalowej na potrzeby dzialalnokci bie2Eacej i szkoleniowej w siedzibie Izby w 
Suwalkach przy ul. Kogciuszki 7 1. 



PKT 3
 
Osoba koordynujqca w Suwalkach wsp61pracq Bialostockiej Fundacji Ksztalcenia 
Kadr z IzbEL Turystyczno-Rolniczq, obowiazana jest dzialad zgodnie ze statutem 
Fundacji i Izby Turystyczno-Rolniczej. 

Za Bialostockq,FundacjQ Za IzbQ Turystyczno-Rolniczq 
Ksztalcenia Kadr Zygmunt Osiecki 
Andrzej Jurgilewicz 

V-cc rezes Zarz~du 

r-drzeiJurgilewicz 



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 Lom.a voivodship through: 

* 	 establishing information center BFST within the House of Local Initiatives in Loma 
* 	 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 materials and curriculum 
and the House of Local Initiatives agrees to prepare facilities necessary for running 
trainings and daily activities at the House office in Loma, 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
 

W SPRAWIE WSPOLPRACY 

BIALOSTOCKIUJ FUNDACJI KSZTALCENIA ICADR 

DOMU INICJATYW LOKALNYCH W LOMZY 

ZAWARTE WDNRJ 20 WRZE NIA 1993 r. 

Bialostocka Fundacja Ksztatceflia Kadr 

reprezentowafla przez Zastqpcq Prezesa Andrzeja Jurgilewicza 

* Dom Inicjatyw Lokalnych w Lomzy 
przez Dyrektora Franciszka Adamiaka*reprezentowafly 

postanawiajq co nastqpuje: 

PKT 1 

6 
Strony deklarujq gotowo~d realizacji wsp6lnych przedsiqwziqc, majqcych na celu 

udzielanie pomocy przedsiqbiorcom, osobom prowadzqcymn dzialalnog 6 

gospodarcvi oraz zainteresowaflyi pog1qbieniem wiedzy w zakresie malej i 

gredniej przedsiqbiorczogci na terenie wojew6dztwa lom*Ifskiego poprzez. 

uruchomienie punktu infoumacyjnego BFKK przy Domu Inicjatyw Lokalnych
" 


w Loiy
 
organizacjq szkolefi (Bialostocka Fundacja Ksztalcenia Kadr prowadzi


* 
szkolenia wedlug progranlu uzgodnionego z AgencJ4 Rozwoju 

oraz Komisj4 Wsp6lnot
Miqdzynarodowego Stan6w Zjednoczonych 

Europej skich)
 
dzialatnos'6 badawcz4 dotyczqcq rozwoju lokalnej przedsiqbiorczoi* 
wsp6lnq organizacjq spotkai przedstawicieli przedsiqbiorc 6w

" 

" wymianq dogwiadzeii i inaterial6w
 

" 	Wsp6lne przygotowywanie program6w szkoleii i opracowywaflie material6w 

dydaktycznych 
promocjq wsp6lnych przedsiqwziq6

* 

PKT 2 



Bialostocka Fundacja Ksztalkenia Kadr zobowi4zuje si do zapewnienia 
fachowej obsiugi w punkcie konsultacyjnym w Lonzy, do udostqpnienia 
materiatjw szkoleniowych iprogram6w szkolefi, do pomocy w wyposaieniu 
punktu informacyjnego, natomiast Dom Inicjatyw Lokalnych 
do zagwarantowania bazy lokalowej na potrzeby dzialalno~ci biezicej 1 
szkoleniowej w siedzibie przy ul. Nowogr6dzkiej I w Lomzy. 

PKT 3 

Osoba koordynujlca wsp6tprac; Bialostockiej Fundacji Ksztalcenia Kadr z 
Domem Inicjatyw Lokalnych w Lomiy obowi zana jest dzialad zgodnie ze 
statutem Fundacji i Domu Inicjatyw Lokalnych. 

Za Biatostock4 Fundacjq 
Ksztalcenia Kadr 

V. rees Zarldu 

Za Dom Inicjatyw Lokalnych 

An rZeV Jurgilewicz 

An ?rzej Jurgilewicz Franciszek Adamiak 
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Id -% ~I C NTER ON, EDUCATION 
, AN TRAINING FOR EMPLOYMENT 

SI IE 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 "Successfll 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 ElIbieta Jacowicz (November-
December) and make changes if necessary 

4/ 	 conduct training seminars for faculty in 3 sites (Rzesz6w, Bialystok, Poznai; 
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 
- control 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, 

ElIbieta Jacowicz 
Program Associate 
Entrepreneurship 



W. WYAME 7AARZYK
 
Professor of Marketing


The Ohio State Univemrity
 

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

Dr. Wan Talarzyk is Professor of Marketing and Chair Of Undergraduate
Prorams in the College of Basiness at The Ohio State University. His 
teaching and research interests lie primarily in the areas of managerial
marketing, pramotonal strategies, consumer attitudes and lifestyles, and 
electronic technologies in marketing. 

Born in Evansville, Indiana, Dr. Talarzyk received his bachelor's
degree in electrical engineering frcm Purdue University in 1962. Frcm 1962­
1965, he was a flight test engineer with the Atlas missile systems at 
General Dynamics/Astronautic in California. 

Dr. Talarzyk retrned 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. 1hile at Purdue, he served as an instructor in 
marketing management and financial management. Dr. Talarzyk joined the
Marketing faculty at Ohio State in 1969 ard served as Chairman of the 
faculty fran 1980-1988. 

His research projects, many of wich have been concerned with the
applications of consumer attitudes and lifestyles research, and w 
technologies in marketing, with specific erphasis on videotex, are regularly
reported through authored or co-authored articles appearing in professional
journals and conference proceedings. Dr. Talarzyk's research has been 
published in the Journal of Marketin , Journal of MarketirM Resear,
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 cmmm.ity serving as a professional
consultant and is also a frequent participant in executive seminars,
continuing education prorans and professional association conferences. He
is also involved with the religious ommminty as a lay pastor and serves as
faculty advisor to Caqpus Crusade for Christ at Ohio State. 

Dr. Talarzyk is author or co-author of fifteen college textbooks, three
research moncgraphs, and three professional manuals. His latest books 
include Cases and Exercises in Marketing and Contemorary Cases in Cnsume;
Behavior, third edition. He has received oustanding teaching and service 
awards frcm Pardue University and The Ohio State University. 

it'J 



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
 

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

Module 5 - Place: Implications for Retailing 

Store layout
 
Ambiance
 
Displays
 

# 2 pp. 55-62
 
# 3 pp. 53-61
 
# 3 pp. 64-68
 
# 4 pp. 122-132
 
# 4 pp. 218-221
 



Module 6 - Promotion: Implications for Retailing 

Advertising
 
Personal selling
 
Sales promotions
 
Public relations
 

# 1 pp.72-87
 
# 2 pp. 91-110
 
# 3 pp. 140-145
 
# 4 pp. 222-226
 
# 4 pp. 228-238
 
# 4 pp. 239-252
 

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
 

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



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
 
73-74
pp. 
83-89
pp. 
91-110
pp. 

pp. 159-165
 

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

53-61
pp. 
64-68
pp. 
77-88
pp. 

pp. 96-107
 
pp. 140-145
 
pp. 149-156
 

4. Burstiner, "Run Your Own Store" 

122-132
pp. 
pp. 135-146
 
pp. 157-172
 

174-183
pp. 
209-212
pp. 
218-221
pp. 

pp. 222-226
 
pp. 228-238
 

239-252
pp. 
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 I 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 
UNIVERSITY Columbus, Ohio 43210-1090 

Phone: 614-292-4353 
Telex: 9102505950July 23, 1993 	 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 Buitding 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 the Team building 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 Elibieta Jacowicz (November-
December) and make changes if necessary, 

41 conduct training seminars for faculty in 3 sites (Rzesz6w, Bialystok, Poznad; 
2 weeks in April) - present teaching methods. 



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, 

El~bieta Jacow~cz 
Program Associate 
Entrepreneurship 

2
 



ELSON HRRPER & ASSOC. TEL No.6022937601 8:45 No.001 P.01
 

PoIt-It' brand fax transmittal memo 7871001p" 
L'.ThT78 F-v &L A7d 

Dept. Phone # 

74.0/____.___ 

Janina C. Latack 

Janina C. Latack, PhD Isa consultant and author on career 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 assessment and feedback to individuals and in implementing management and 
executive development 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 communication. 

She has authored numerous articles which have been published in academic and 
management journals on a variety of topics including career transitions, employee 
development strategies, and coping with job stress and job loss. She was Invited to 
be a contributing author for Volume 8 of Research n Personnel and Human Resources 
Management. Her chapter, entitled "Organizational 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 National Board for Certified Counselors (NBCC). Her professional memberships 
Include the National Career Development Association, Arizona Career Development 
Association, Academy of Management, American Psychological Association, American 
Society for Training and Development, and the Society for Human Resource 
Management. She earned her dootorate in Business from Michigan State University 
and was selected for Beta Gamma Sigma and Phi Kappa Phi honorary societies. 
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Team Building 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, Imoroving 
Work GrouDs. 

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 

I. Special Team Issues for Entrepreneurs 

II.Leadership and Teams 

A. Leadership Concepts 

B. Effective Team Leadership 

C. Pitfalls and Problems of Team Leaders 

D. Development of Effective Team Leadership Skills 

Ill. 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 

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 Entreoreneurship. 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 Techniaue. 

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 Performance Team. 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 Haren. (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 Tools: 

Leadership Practices Inventory (Self and'Observers). Available from Pfeiffer & Co. 

T iam 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. 



Recommended Assessment Tools 



LEADERSHIP
 

LEADERSHIP PRACTICES INVENTORY (LPI) 
James M. Kouzes and BarryZ. Posner 
Join the MILLIONS of others who use LPI to achieve
 
extraordinary results!
 

Based on extensive research, the LPI i.'struments and
 
The LeadershipChallenge book help leaders accomplish
 
extraordinary feats through those they lead.
 

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

SLO !­* Challenging the Process 
" Inspiring a Shared Vision GO 
" Enabling Others to Act Alkis* r 
" Modeling the Way inIethi'&* 
* Encouraging the Heart "J'd: " ' -

LPI 	 Ei1lsrmm 
Deluxe Trainer's on page 14., 	 ­Pa0-g.e- .. LPI 	 New, expanded trainer'sPackae LPImanual for 1993!
 
Included in this upgraded IN TraYiier's Package
package is the new LPI:Trainer's Package plus a copy A Self-Assssm ent This revised package includes one of each of the new LPJ: Selfof the authors' book, The arudaoynA ss 	 and LPI: Observer instruments and an expanded edition of theofeauhors'hip o, he LPI: Trainer'sManual.The new Manual outlines a detailed
LeadershipChallenge. This instrument has been workshop design with clear, step-by-step instructions for 

LPI Deluxe Trainers Package-1993 expanded to include administering and processing the instruments. It also 
Edition / Code 1030ESD / The sections on comparing includes twice as many masters for creating overhead trans-
Leadership Challenge. LPI: Self- scores with the normative parencies as the original version. 
Assessment and Analysis, LPI: sample and sharing 
Observer. LPI: Trainer's Manual feedback with constituents LPI Trainer's Package--u993 Edition Code 1029ESD /3 booklets:/ LPI: Self­
(Revised) / $59.95 	 and colleagues. The Assessment, LPI: Observer. and LPI: Trainer's Manual (Revised) I S34.95 

questions and scoring 
method are unchanged. 

Managers will use this 
LPI 30-item inventory to 

evaluate their own perfor- LPI Try all of the LPIObserver mance and effectiveness as Sampler programsfor one
leaders. When used in low price!

The anonymous perceptions concert with the LPI: The LPISampler includes aul
 
of peers, combined with the Observer,up to ten three Trainer'sPackages, with
 
manager's self-assessment, observers' scores can be eight pieces in all:
 
provide a clear picture of combined with the self- e LPI: Trainer'sPackage
 
how the manager functions assessment, and plans for e LPI-Delta:Trainer'sPackage
 
asObseroera teamprovidesleader. The a LPL developedimprovementby canthe managerbe Team LPI: Trainer'sPackage
TemL:TrirsPaag 
bseance piovides af adel oe thear Order today, and start planning interventions that 

balanced picture of and team together. help people become extraordinary leaders! (Participant
leadership traits and allows LPI: Self-1993 Edition / instruments sold separately.) 
for constructive discussion Code 482ESD / one 4-page @ 
of ways to improve. instrument plus 40-page LPI Sampler I Code 767ESD / 3 Trainers 

LPI: Observer-1993 Edition / 	 participant's manual / Packages: LPI: Trainer's Package, 
Code 483ESD / 4 pages / 0 	 $9.95 each / _____ LPI-Delta: Trainer's Package, and Team
 

See Quantity Pricing JN LPI: Trainer's Package (8pieces inall) /o the
nonreproducible / $3.95 each / 

See Quantity Pricing C Q $79.95 /SAVE $4.90
 

IT'S EASY TO ORDER! 7
 
Days,
- TOLL FREE FAX: 

244Professional 4 * 	 Tools for80O-5 6 9-0 4 43 	 Hou ~rAI~LMUIHR 
Hours & COMPANY Productive People

9RNATIONA Fo -a 4IOPe P:.hi8-tS0OdOther Phone Calls: 619-578-5900 Order Form-Page 47 	 \ J, 



LEADERSHIP
 

LPI-DELTA: Self "PI-DELTA 
Designed for leaders who have previously used the L - T
 
LPI: Self instrument, the LPI-Delta: Self can be used . Trainer's Package
 
3s a post-test or for ongoing assessment. It centers on The Trainer'sPackageincludes one copy each
 
the five key practices of successful leaders. This 30- of LPI-Delta:Self, LPI-Delta.­
tem instrument includes instructions and forms for . Observer, and the LPI-Delta.
 

..- ring,comparing scores with up to 10 observers, " Trainer's Manual. The Manual
e 

:nterpreting, and creating action plans. contains validity and reliability
;;" /' data along with instructions on
 

LPl-Oelta: Self /Code 763ESD /one 4-page instrument ;'- * dadn'-.nta ng nstructin
 
plus 27-page participant's manual /8.95 each he instruments.
 
See Quantity Pricing N ,_______._-__"__
 

" Vr", 9j LPI-Oelta Trainers Package /
 
Cod! 765ES0 / 3booklets:
 

"' LPl-Oelta: Self. LPI--Oelfta
 
Observer, LPl-Oelta: Trainers

Manual (57 pages, paperbound)/
 

A 30-item instrument, the LPI-Delta:Observer LPI-Delta: Observer/ Code 764ESD $29.95
 
should be completed by subordinates, supervisors, /4pages / non-reproducible /

and colleagues of the leaders taking the LPI-Delta: $3.95 each /See Quantity Pricing C
 
Self instrument. It measures the amount of noticeable 0
 
change that has occurred over a period of time.
 

THE THE LEADERSHIP CHALLENGE
 
LEADERSHIP How to Get Extraordinary Things Done in
 
CHALLENGk JOrganizations
 

ideo-assette - This best-selling book examines the experiences of 500
 
managers at their personal best-leading others to 

Hosted by Kouzes extraordinary accomplishments. 
and Posner, this 

to successfulvideo introduces four You'll learn about the practices common 
leaders, and gain a wealth of practical advice on how toleaders/ managers with instill these practices in yourself or your training partici­

inspirational stories. Each 
individual incorporates Leadership Challenge / Code E76ESD / 367 pages / hardbound / 39.95 
specific practices to 
inspire and motivate 
others toward extraor­
dina-y accomplishments. LPI-INDIVIDUAL CONTRIBUTOR (PI-1C)
An invaluable addition to The LPI-IC uses Selfand Observer instruments show individuals and team 
your training sessions, especially when you members that leadership is a process of using abilities at all levels of an 
use the LPI instruments! organization. 

Leadership Challenge Video / - The Self instrm ent and guidebook help participants develop the 
"ide F46ESD / one 26-minute videocas- five primary leadership characteristics. Instructions for scoring and

OIe (VHS) Linterpretation are included. The companion Observerinstrumente(VHS)/ Leaders Guide 1$795.00 II helps participants gather perceptions from colleagues or supervisors
Available for two-week preview at $34.95 ~who have observed their leadership abilities.
(prepald)/Code P06ESD The Trainer'sPackage includes one Self instrument, one Observer 

instrument, and a Trainer'sManual. 

LPI-IC Self /Code 1039ESO / one 6-page instrument one 40-page partlei­
pant's manual /$8.95 /See Quantity Pricing N
 

R, ] - LPI-IC Observer/ Code 1040ESD /one 4-page instrument/ $3.96/
 
FREE W:-..eve. ,,, r.:,':, ; See Quantity Pricing C
I ' 

•..-... ,. LPI-IC Trainers Package / Code 1041 ESD /3 booklets: LPHC: Self, LPI-IC:booklet on LPP'x -­rid.r" an Observer, and LPI-IC: Trainer's Manual (85 pages) / 34.95
 

Environment friendly-Books Ouantty Pricing Discounts YOUR SATISFACTION InAHurry?
printed on recycled paper are available on products with Order today. Have it
shown with this symbol. this symbol. See page 46. ISGUARANTEED! 'I tomorrow' See page 4. 21 



25 activities plus effective techniques to build 
and maintain effective teams! 

IMPROVING WORK GROUPS 
A Pradical Manual for Team Building (Revised) I"'l0VIr7
 
Dave Francis & Don Youngr 
Aimed at any manager, consultant, or employee responsible 3' -­
for developing effective teams, Improving Work Groupsoffers 

0
 

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 
 A-i:......
 

* Why teams should be built in the first place 
* How teams are developed 
* Who develops them, and 

How to measure and improve team effectiveness /,,j'i vV/
Improving Work Groups brings an element of open, issues concerning team building,systematic planning and review to the task of team devel- such as: setting objectives, ' *ZI " •opment. The book begins by offering general guidelines and analyzing the leadership function, O| 18. "
identifying opportunities and potential pitfalls. It then team development stages, charting "/ S ii'1".explores the four stages of team development, followed by a team success, and many more. 7 . ­sample of The Team-Review Sur'ev (copies sold separately). In roving Work Groups is availableThis survey enables the team to determine its own unique in two convenient formats-looseleaf tostrengths 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 seasonedthrough elements that inhibit its effectiveness. Included are veteran-will find it a valuable tool for developing teamsone introductory activitv and two activities to address each of that work together long into the future!the 12 possible blockages. The activities cover a wide range of 

Improving Work '3roups '.ev:sec, Code 
Assess team effectiveness and overcome 1017ESD 310 pages/Iccseleaf $79.95 
obstacles to perforlnance Improving Work Groups Rewsed- Code101 9ESD '310 pages, paoerccu.c 

THE TEAM-REVIEW SURVEY S.95 
Dave Francis & Don Young 
Adapted from Francis and Young's best-selling

Improving Work Groups, this self-scoring instrument
 
helps team members:
 

rr.,'4.* Assess team strengths and weaknesses 
* Identify blockages to high performance 
* Determine whether the group has the desire
 

and the energy to begin a team-building "
 
program
 

" Understand the characteristics of effective
 
teamwork
 

The Team-Review Survey contains 108 statements that relate 
 Use it to help partici- Team-Review Suriey Codeto team effectiveness. Team members that complete the pants assess team 1020ESD /14 pages paoerbound (survey give an accurate picture of what works and what functioning, build on team /$7.95 each ,'See Quantitydoesn't in the day-to-day functioning of the team. That infor- strengths, and overcome Pricing 0 (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! % 7 
- TOLL FREE FAX:Days,TF-7 24 Professional Tools forO-800690443 Hours IN.,., " ',. Productive People

Other Phone Calls: 619-578-5900 Order Form-Page 47 

*"7 \C *~ 4t.~~ C *' '*--



Roy J. Lewicld 

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 Field 

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

Columbia University 
Teachers College 

12/68 Ph.D. Social Psychology 

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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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 

Professlonal 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 (Panel Member) 
Community Mediation Services, Columbus, Ohio (Volunteer Mediator) 

Awards: 

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

Best Paper Award, 'Lies and Dirty Tricks: Perceptions of Marginally :;Acal 
Negotiation Tactics' (with G. Spencer), International Association of Conflict 
Management Annual Meetings, June 1990. 

Best Paper in 1992 Award, 'Models of Conflict, Negotiation and Cv:lct 
Intervention: A Review and Synthesis' (with S. Weiss and r Lewin), awarded by 
the Journal of Organizational Behavior. 

Teaching Interests: 

Bargaining, Negotiation and Conflict Management 
Power and Influence 
Executive Leadership 
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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, Journal 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 Certified 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 Bahavior Teaching Society, Institute for 
Decision Sciences, American Psychological Association, National Institute for 
Dispute Resolution. 

Academy of Management .orral, 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 

(kill 
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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 
refraining 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, Washingt on, D.C. 

Co-chair (with M. Bazerman, R. Bies and B. Sheppard) of the leading invited 
research conference 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 ccurses in bargaining and negotiation, managing classroom 
problems, teaching values in organizational behavior, managing sexism and 
racism in the cl.'sroom, and the future of teaching in the 'organizational 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: 

Ohio State University and National Activities: 

Chairman, Selection Committee, AACSB-NDFP National Doctoral Fellowship 
Program, 1989-90. 

Invited Plenary Speaker on Executive MBA Programs, AACSB Conference, 
1989. 

Instructor, GMAC Colloquium for Admissions and Student Affairs Officers, 
1988 and 1989. 

Research Com,-iittee, 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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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 insize and increased significantly inquality 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.
MSA Program Strategic Plan. 
fl velopment of pre-enrollment review courses which significantly ,'educed 

attrition. 
College Representative, Graduate Management Admissions Council. 

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.
 

Executive Education:
 

Significant experience inopen-enrollment 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 inprograms.
Authorship of numerous program policy initiatives and reforms. 



7 Roy J. Lewild 

Recent Research Seminars Presented: 

Kelllogg Graduate School of Mangement, Northwestern University; Graduate
 
School of Management, Georgetown University; Department of Administrative
 
Scienrres, York University; Institute for Labor Relations, Queens University;,

Graduate School of Business, Boston University.
 

Recent Executive Development and Consultation Activitie: 

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 Travel 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. Irwin, 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 Financial 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
 
Intervention: A Behavioral Science Approach. New York: Press, 1971.
 

Hall, D.T., D.D. Bowen, R.J. Lewicki and F. Hall. Experiences in Management
and Organizational Behavior. 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

and Organizational Behavior, Instructor's Manual. Chicago: St. Clair Press,

1975. Second Edition, John Wiley & Sons, 1982.
 

Bazerman, M.and R.J. Lewicki (Eds.) Negotiating In Organizations. Beverly

Hills: Sage Publications, 1983.
 

Lewicki, R.J. and J. Utterer. Ng.aoti.atiJ Homewood, IL Richard D. Irwin,
 
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. Th ..Mnagnr 
as Negotiator and Disoute Resolver Washington, D.C.: National Institute for 
Dispute Resolution, 1985. 

Lewicki, R.J., B.H. Sheppard, and M.Bazerman (Eds.). Research on Negotiation
in Organizations.Vol. 1. Stanford, CT: JAI Publishing Co. 1986. 

Lewicki, R.J., D.D. Bowen, D.T. Hall and F.Hell. 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. ExDeriences in Management
and Organizational Behavior. Ifstructor'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.). R 
Negotiation in Organizations. Vol. 3. Stanford, CT: JAI Publishing, 1991. 

Sheppard, B.H., R.J. Lewicki and J. Minton. Justice in Organizations. 
Lexington, MA: Lexington Books, 1992 

Lewicki, R.J. , J. Litterer, D. Saunders and J. Minton. Negotiation: Readings.
Exercises and Cases. Second Edition. Richard D. Irwin, 1993. 
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OIIJ FOor Colop of Bummng 

The Ohiote* Uv0niryFATJ17n coOP4d 
UM TVERSTy Phone61 -."242M.UM, Oh 4NJO 

Homo/Fax 014-4804 

Ms. ElzbIeta Jacowicz
 
Program Ass onlate

Center on Education and Training for Employment

1900 Kenny Road
 
CAMPUS 

Dear Elzbleta: 
I am sorry for the Incredible delay Ingetting this Information to you, I have had aterrible Fall, with other projects pressing very hard and leaving me no time towork on the seminar topics for the Polish faculty seminar on negotiation, 
Let me suggest the following key topics and resources. This will be ambitiousbut possible in several days. This list can be quickly modified (both expandedand reduced), based on what the group would like to learn. Please contact meafter you have had a chance to review this list and we can talk about changesand modifications. 

1.Conflict and Conflict Management in Business 

Causes of Conflict
 
Conflict Management Processes
 
Conflict Resolution Processes:


"What the parties can do themselves
"What third parties can do 

2, Negotiation as a Process lor Managing Conflict 

* Interdependence 

- Experimental games 

- Basic Exchange Theory 
3. Negotiation Strategies 

* 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
 

I Planning models and guidelines
 

5. Personality Differences and Applications to Negotiation
 

"Conflict Management or Negotiator Style
 

"FIRO- Instrument
 

6. Lying, Deception and Negotiator Ethics 

* Ouestionna,-e and discussion. 

7. Strategies for Managing 'Deadlockedo Negotiations 

8. How to Teach Negotiations
 

Teaching approaches
 

* Possible course designs
 

'Teaching resouroes
 

* Practice teaching experiences. 

Books and Resource Materiels, 

Negotiation, 2nd Edition. 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 end Cases, 2nd Edition. Roy J. 
Lewlcki, Joseph Litterer, David Saunders and John Minton, 1993 
(available now.) Richard D. Irwin Publishers, 1333 Burr Ridge 
Parkway, Burr Ridge, IL 60521 
Insrutos Manual also available to adopters. 

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

S Lly. 

Lewicki
 
9 Ly
 



TEL: 	 13:45 No.00? P.01
 

OLD DOMINION UNIVERSITY 

Department of Occupational and Technieal Studies 
Norfolk. Virginia 23529 

XEMORANDUM 

TO: 	 Elzbieta Jacowiz 

FROM: 	 John E. Turner, Project Consultant
 

SUBJECT: 	 Response to request for suggested opical outline for
 
sales training and sales management course for
 
implementation in Poland.
 

or i ,iaei,DATE:
 
W834305
 

Education Attached please find a recommended topical outline for
 
7 consideration when developing the sales training and sales
 

,atevativiui management course(s) for implementation in Poland. It is
 
ioi unlikely that all of this material could be adequately covered
 
Sby instructors and absorbed by students within 
a 12-15 hour
 
"',AI~uctiOn course. Therefore, when these suggested topics are considered
 
ng Spccialis
In by the coordinators and instructors developing the course, it 
107 will be necessary to choose topics and presentation sequence
 
oJg ,urution acccrding to the specific objectives established for the course.
 

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 first. This way, sales
 
managers will have the same basic understanding of the selling
 
process as their sales staff. In the event that instruction .n
 
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 :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 Domilnln Vniw.t) ii.ties.iffh nati'e action, cqual oplirulity In..IItolu.i, 



PERSONAL SELLING
 

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

=0m 	--------------- fnwwmf-------- ------------------

Part I: .The Role of Personal Selling in a market economy
 

A- The Marketing Concept (Brief review or introduotion)
 
(i.e. consider the client/consumer first to determine
 
needs 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
 

solutions 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-decoding-receiver]
 
+ (Barriers to effective communication)
 

1- Verbal
 
a- oral (e.g. word choice, to joke or not to Joke,
 

appropriate topics, cto.)
 

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

2- Non-verbal communications
 
a) The handshake (culture dependent)

b, 	Where to look (culture dependent)

c) 	Facial expressions, posture, and gestures
 

IJohn E. Turner, Consultant, Norfolk, Virginia, 29 November
 
1993.
 



13:45 No.007 P.U5TEL: 


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 volume) 
2- Organizing and using sales records
 
3- Analyzing sales records to facilitate future sales
 
4- Personal time management
 

Part 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
 

Part IV: Your Customer (individual or company)
 

A. Business clients
 
I- Locating prospects
 
2- Qualifying prospects
 
3. Important information
 

a- Historical perspective of clients company
 
b- Clients company goals and operating procedures
 
c- Understanding problems facing your client
 
d- Assisting your client with problem resolution
 

B. When your clients are the ultimate consumers
 
I- Determining consumer needs and wants
 
2- Understanding consumer motivation to buy
 

a)Psychological motives
 
b)Social factors
 
c)Self esteem and self actualization
 

3- Influences on consumer decisions
 
a)Family influence
 
b)Significance of roles
 
c)Social class
 

4- Helping consumers find solutions (using knowledge

from B.1-3 to help the consumer solve problems)
 

Part V: Effective Presentation
 

A. Preparation
 

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

AN 



2- Use of props and rodelW 
3- Sales presentation model [introduction, body
 

(information plus presentation/demonstration),
 
closing]
 

C. After the sale (follow through with additional 
suggestive
 

selling) 

D. Maintaining positive client/customer relationships
 

Recommended Referenoe:
 

Gerald L. Manning and Barry L. Reece, 
Selling Today, a Personal
 

William C. Brown Publisher, Dubuque, Iowa,
A psxQLh, 5th. ed., 
1992.
 



XANAGINAX BALED TEAM
 

Part 1: 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 11: 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. Walker, Jr.,

Sales Force Management, 4th. ed., Irwin Publishing Co., 1993.
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Bialystok
 



EN T RIt P I EI N H U R S 1 1 p INSTITUTE 

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 Suwalki, Loma and Bielsk Podlaski,
 
- workshops for faculty: Finance (November 1993) and Entrepreneurship
 
(February 1994),
 
- new seminars: Negotiations, Human Resource Management
 
- e-mail
 

3. 	 Interviews for two local newspapers (KurierPoranny,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................... 320 hrs
40 persons x 8 hrs = 

6. 	 We organized tax course for Polmozbyt Enterprise 
-June 30th -July 1st ........ 8hrs 240 hrs30 persons x = 

Coordinator'
 

/dzeJ Jurgilewicz
 



(F Report 2dzlslaln:~cI 

om rantlo
*1. ZorjanjxoWbflw bempltnfugo smnrimn 
dim Zaklhndu Enoroutyc2fleou Ilso 0Sdiwl.mInAelowych 


15 uczontlik~w m 90 godzin). 

2. WywIad dia 101clninJ Uaxety 'Niwa".
 

3. Sateolity
 
A. 	 WIZvAs W tIr'nmy I ro~unfwy a Inlcslnyml .Inutyturijami 

Ilujatyw Lokalwohl Joiko par~tners do~ az1~olvc~yml. Wyh~' Dom1 

*rali7.rjj woisktu. 

C" em'rwntV4~IzAfll@ rot w Binlbt(u 
pr0.jektI ,tworzotala o~rodku ait-alitItH11"go.roe izoci I 

4. 	 OrasilzOJs raowPJ siedziby Instytutu
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A7Arzej JuiraIlewIez
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HONFHI.Y ACTIVITY RrOWI-

August 1993
 

i.-We organized free suminar (ownarehip trannformatiofls) for 

"Zakiad Energatyczny Bialystok" plant (8 hre. x 15 participants 
m AO t-hrm.). 

2. Interview for loom! newspor 'JNiwa"s. 

3. Satellt U0enturs 
initiatives as aA. Visit Ina tomla - we chose House of Local 


local partner
 
D. Visit In Blelsk Podlaski -we were looking for local 

riartneru anid accomimodations 

4. We oregnuilzed new 21 OCfIce 

Coordi1nator
 

2
4yzuJu.ilu- o
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Raport z dzialainotci
 

Wrzesie6 1993
 

w
Instytutu Przedsiebiorczo~ci 

1. Organizacja oddzial6w 


Suwalkach, kom±y i Bielsku Podlaskim
 

A. Podpisanie porozumienia z Domem Inicjatyw 
Lokalnych w Lomty
 

w
 z Izbq Rolniczo-Turystycznq

B. Podpisanie porozumienia 


Suwalkach
 
rozm6w z wladzami lokalnymi w Bielsku
 

C. Przeprowadzenie 

-	organizacja siedziby w Banku Sp6ldzielczym
Podlaskim 


15-8T5 Bialystok

2. Zmiana siedziby Instytutu; nowy adres: 


ul. Krakowska 5
 

tel. 236-21 w. 56
 

-
Opracowanie projektu Bialostockiego Informatora Bankowego
3. 


konsultacje z pracownikami bank6w
 

- ogloszenia w"Trening Przedsiebiorc6w"
4. 	Promocja kursu 


prasie i radio
 

OF BUSINESS
SCCHO0L
131 A1YSTOK 

P INSTITUTE
ENTREPRENEURSHI 


MONTHLY ACTIVITY REPORT
 

September 1993
 

1. Satelite cities project
 
Initiatives in
 

We signed agreement with House nf Local
A. 

Lomea
 

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
 

We started to promote of "Training for Entrepreneurs" 
[basic


4. 


course] - adverising in newspapers and local radio
 

Coordinator
 

; rzei urgilewicz
 



___ 

Course 

Total Institute Program 

Entreprneurship 

Marketing 

Management 

Finance 

Strategic Planning 

Export/Import 

Faculty Training
 

Bankers/ovemment 


Media 


Business Start-up
 

Students (Traditional)
 

Busi;'.ess Managers 


Other (Describe on back)
 

Other (Describe on back) 

IL __ 

Quarterly Report 

Location: " iALcTbu- P iNS 7/ir7"t u, 

Dates: Jo 5er1 R dS3 

Hours Total
 
Dates per No. of Total Consulting
 

Target Audience Offered course Students Hours Hours
 

2.o 

a 4'-tf4O 3 Z- 30o
 
'o0 


_ 

91oog 

\60)
 



________ 

Worksheet. for Quantitative Data - AID Projects: Central and Eastern Europe 

Institution: f TtT 	 JULt -5JLeE P-92--	 PP -2)L3 

Quarter: I 33 -3 	 Contact Person Regarding ' Z7c) ?atL. I C 
this ReportProject 

Component 
TOTAL PROJECTED STUDENT CONTACT HOURS THIS QUARTER: 

MANAGMENT ECONOMICS CONSULTATION OTHER 	 EDUCATION VIA LOCATION 
MEDIA SOURCESSTUDENT CONTACT DUCATION EDUCATION 

Actual Actual Actual Actual Actual 

Projccl Sustainability (Training [I7I [11Li 	 ] [11111 [IZI____________
Faculty/Traincts) 

Stu&*rs (Traditional) III 	 IE I i I I 

,I 	 II i ' Lull Iu~ I 
 ( ICPO-

Business Cornmunity/ 	 [11w-L][II LI] T~~ a4 
Business Managers 

Journalists - Mcdia[IILiiL 	 i] [i ]4ATh 
Othcr Groups/Individuals 

Othcr Groups/ndividuals[Il[ii[1 ] Li] [il] 
Other Groups/Individuals [ I lZ 111] [1Z [11]________ 
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
 

1. 	Management - T2 hours
 

2. 	Finance - 5T hours
 

3. 	Marketing - 3T hours
 

4. 	Entrepreneurship - 42 hours
 

5. 	Strategic Planning - 24 hours
 

6. 	Import/Export - 12 hours
 

Workshops
 

1. Finance Course Faculty Upgrade Seminar - Nov. 18th-20th, 1993
 

- Feb.,
2. Entrepreneurship Course Faculty Upgrade Seminar 1994
 

- Apr., May 1994
3. 	New Seminar Workshops for Faculty [6 topics] 


New Seminars - May-June, 1994
 

SUWALKI
 

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
 

BIELSKPODLASKI
 

1. 	One-day seminar - Oct. 14th
 

2. 	Tax Course [2 days] - Nov.
 

3. Marketing Course [60 hrs.] - Dec.
 
- Dec.
4. 	Business Plan for Bankers Course [15 hrs.] 


5. 	Marketing and Management Course [50 hrs..] - Feb.
 
-
6. 	Human Resourses Management Course [3 days] Aarch
 

T. 	"Start in Business" Course [TO hrs.] - Apr.-May
 

8. 	Marketing Course [3 days] - March-May
 

LOMZA
 

1. 	One-day seminar - Dec.
 

2. 	"Training for Entrepreneurs" - Feb.-May
 



FINANCIAL PLAN
 

Costs
 

I. July - December, 1993
 

J A S 0 N D Total:
 

coordinators [2] 1900 1900 1900 1900 1900 1900 11400
 
[ 900) [ 900] [ 900] [ 900] [ 900) [ 900] [5400] 

secretary [1] 300 300 300 300 300 300 1800
 
E 300] [ 300) [ 300] [ 300] [ 300] [ 300) [1800]
 

faculty
 
300 450 T50 600 2100
" t-hours ­

" other 1500 1500 1200 1050 T50 900 6900
 
[1500] [1500] [1500] [1500] [1500] [1500] [9000]
 

travels 100 100 100 100 100 100 600
 
[ 100] [ 100] [ 1001 [ 100) [ 100] [ 100] E 600]
 

mats.,malnt., eq.
 
*mats for courses - - 20 30 50 40 140
 
* other 100 100 180 170 150 60 760
 

[ 100] E 100) [ 2001 [ 200] [ 200) [ 100) E 900]
 

translations - 100 100 - - - 200 
- [ 100] [ 100 - - - [ 200] 

promotion
 
" ADV for courses - - 544 - 544 49 1137
 
" other - 30 - 30 - 230 290
 

- E 30] [ 544] [ 30) [ 544] E 279) [1427] 

new office 
" rent-charge - - 100 100 100 100 400 
" furnitures - - 3408 3408 - - 6816 

Total: 3900 4030 8152 7538 4644 4279 32543
 
[3030] [3644] [3030] [3544] [3179] 19327]
 

Finance Course 4000
 

Faculty Upgrade [4000
 

Seminar I I I [ I
 

_[2900] 


- These cost! -ill be covered by U.S.AID. Other costs will 

be covered from BEI reserve. 

Satelite Cities Project
 

J A S 0 N D Total:
 

coordinators - - [ 255] [ 850) E 850] [ 850] [2805] 

travels - - [ 50) [ 275] [ 275] [ 275] [ 875]
 

equipment - -- [5100] - - [5100] 

others - - - F 600] [ 600] [ 600] [1800]
 

Total: m - [ 305] [6825] [1725] [1725] 10580] 



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.TOO
 

One Year Tax Course:
 

20 participants x 450 USD = 9.000
 

Additionial costs = 3.TOO
 

Satelite Cities Activity:
 

3 courses x 25 participants x 250 USD = 18.T50
 

Total ................................. 52.850
 

IllI-rd National Forum .................. 2.550
 

Reserve for 4th Year .................. 50.300
 



- -

II. 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
 
" 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., eq.

*mats for courses - - 20 30 30 20 100 
* other 50 50 80 TO TO 30 350 

promotion 
" ADV for courses - - 544 - - - 544 
" other 30 - 30 - 230 290 

rent-charge 100 100 100 100 100 100 600
 
-for office - - -

Total: 3200 3230 3T94 3280 3250 3430 20184 

Total I, II & III: 80.000 [40. 000]
 

End of Reserve from 2nd Year
 

Satelite Cities Project
 

J A S 0 N D Total:
 

coordinators [1030] [1030) [1030] E1030] [1030] [1030) [6180]
 

travels [ 550] [ 550] [ 550] [ 550] [ 550] [ 550] [3300]
 

"Training for [3630] [3630] [3630] [3630] [3630] [3630] 21T80]
Entrepreneurs"
 
(facul.,mat.,ADV)
 

other [ 300] [ 300] [ 300] [ 300] [ 300] [ 300] [1800]
 

Total: [5510] [5510] [5510] [5510] [5510] [5510] 33060]
 



II. January - June, 1994
 

J F M A M J Total: 

coordinators [2] 1900 1900 1900 1900 1900 
[ 900) [ 900) [ 900) [ 900) [ 900] 

1900 11400 
[ 900) [5400] 

secretary [1] 300 300 300 
E 300] [ 300) [ 300) [ 

300 
300] [ 

300 
300] [ 

300 1800 
300] [1800] 

faculty
" t-hours 900 9T5 825 900 975 825 5400 
" other 600 525 675 600 525 675 3600 

[1500] [1500] [1500] [1500] [1500) [1500] [9000) 

travels 100 
[ 100] [ 

100 
100] 

100 
[ 100] [ 

100 
100] 

400 
[ 400] [ 

100 
100] [ 

900 
900] 

mats, main., eq.
*mats for courses 60 65 55 60 65 55 360 
* other 40 135 145 140 35 45 540 

[ 100) [ 200] [ 200] [ 200) [ 100) [ 100] [ 900] 

translations 100 
E[100 

-
-

-
-

-
-

100 
[100] 

-
-

200 
[200] 

promotion
" ADV for courses 495 - 698 390 - - 1583 
" other - 230 - 230 - 430 890 

[ 495] E 230] [ 698] [ 620] - [ 430) [2473] 

rent-charge 100 100 100 100 100 100 600 
for office - - - - - -

Total: 4595 4330 4798 4720 4400 4430 27273 
[3495) [3230) [3698] [3620] [3300] [3330] 206T3] 

Entrepreneurship
Course Faculty -

4000 
[4000]1 . 

iI 
.... 

Upgrade Seminar
 

Total I & II: 59.86 [40.0007
 

Satelite Cities Project
 

J F M A M J Total:
 

coordinators [1030] [1030] [1030] [1030] [1030] [1030) [6180]
 

travels [ 550] [ 550] [ 550) [ 550) [ 550] [ 550] [3300]
 

seminars (faculty F 300] - - - F 100] [ 200] [ 600]

materials)
 

"Training for - [2420] [2420] [2420] - - [7260]
Entrepreneurs"
 
(facul.,mat.,ADV)
 

others [ 345) [ 345] [ 345] [ 345] [ 345] [ 355] [2080]
 

Total: [2225] [4345] [4345] [4345] [2025] [2135] 19420]
 

Total I & II (Satelite Cities Project): [30.000] 



KURIER PORANNY 

July 1993 

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 PoznaA, and Gdansk Economic Foundation 
"Solidarnogd". 

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

Boguslaw 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. 



Dwa lata Bialostockiej Szkoly Biznesu
 

z Po konferencji przedstawiciele 
~q dowoeniBSB przebywali na Uniwersytecie

Z&A''dow leniStanowym w Ohio. RozM2Wiali 0 MO-

W ubieglym tygodniu przedstawiciele Bialostockiej Szkoty Bizne- ci. DotychczasoWa dzialno§6Bi2*.
lostockiej Szkoly Biznesu zstalaawr6clli z kilkunastodniowego pobytu w Stanach Zjednoczonych. zaakceptowana przez Ohio StateWziqli udzial w38. Konferencji wia~owej Rady Malego i redniego University. gwiadczy a tym fakt,ic
Bizncsu. Rozmawiali takie o dalszej wsp6tpr2CY ZAwladzami Uniwer- najprawdopodobiiejjeszcze-w!Lg


sytetu Stanowego w Ohio. padzie bieiqcego roku przyjedzied6' 
W konferencji 'Wolny handel - rposdb jest orgonizowane wspieranie Bialegostoku Ray Lewicky,-jedea *i 

smnsq dia malego biznesu" uczestni- ma2ego iiredniegobiznesu nafwiecie najii kzc spe~jcjaLstwwacryli m.in. naukowcy, pi-zedsiqbiorcy - powiedzial "Porafllcefu" BogustaYV Przypornnijmy, tc Biafos~tocki­mzprzedstawiciele adxninistracji r-4. Flawgo, dyrekior Bialostockiej Szko- Szol Biz~isu dziajuI2 Ia-7 r4vwoj zkilkudziesiqciu kraj6w gwiata. ly Biznesu. Nawiqzal~fmy pofladto gaaizowaha min. 2-letnie Plc
(Or6czbialostoczan obecni byli zakfr wie atrakcyjnych koniakt6w. 
 Sh4dnlf*4lifesu, roczn4Profcsjon1­paedstawicieke Instytut6w Przedsiq- Zdaniem dyrekcji BSB 41. S"SJ n4 S#?Cko retarck:StudiumMenebioc i zRzcszow iPoanania oraz Konfcrcncji ~wiatowcj Rady Malego i dmie ora SwdiumPodatkowe. W.Furxlacji Gospodaxczej "Solidarnogci" gredniego Biznesu w 1996 r. moglaby nriiony wtorck- 2 p' , r.zGdaziska. odbyd siq w Gdyni. Taka propazycja nik6wStudfiurn.Podatkowpp=za~
Konferencjapokazaa nam. wjaki zostala przyjkta przcz Radq Bimecsu. cgzAmny.- fAf -1Polska ma jednak siln4 konkumncjq w 

postaci Szwecj. -

KURIER PORANNY 

July, 1993
 



KURIER PORANNY 
July 1993 

BIALYSTOK BUSINESS SCHOOL 
ENTREPRENEURSHIP INSTITUTE 

Forthefifth 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 

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



Bialoslocka Szkola Biznesu Bli (f 

INS'I'UT PRZEDSIFBIORCZOSCI 

Jupo raz piqty I 

TRENING PRZEDSIFkBiOR COW 

szkolenie dia wiascicieli firn prywatnych organizowane wsp6lnie 
przez Bialoslockq SzkolV Biznesu i The Ohio Stale University. 

W programie szkolenia mifdzy innymi: 

"psychologia
 
" podatki
 
" prawo gospodarcze i prawo pracy
 
" biznes plan
 
* finanse 

marketing
 
A kierowanie ludimi
 
A negocjacje w biznesie
 

Informacje: Bialystok, ul. Krakowska 5 pok. 607, tel. 236-21 w.56 
lub aL Wiejsks 45 E, IeLtfa 219-45 

KURIER PORANNYY
 

July, 1993
 



Poznan
 



SLi If1l9y1!P4 0Ako.£meryk ;'IzedsIbIorczlicl 
tpcnter: us ljeecyf. In(Ier InionInIsveloplet 

CiEWIkp 16, 

8.O-E7 PO nSih
 

iL,Pew.6 . .. Ifea 542521 

Report on Activitiesof the Polish - American Enterprisc Institute 

In Poznad 

July 1993 

1. On July 1993 an agroement was signed between the Polish - Ameicai Enterprise InstLtutc 
in Poznad and the Konin Municipal Office, the Konin Agency fill- Agricultural Development 
and tie Konin Centre on Pcrpetinl Training. The agreemcn! deals with Ihie esLtblishment of a 
subsidiary of the Institute in Konin. 

2.Entering a more concrete and detail phase of the relathionship belween the 
Polish-Americtin Enlerpriqc Tnstitute in Poznad and the Gniczno Municipal Office ifild tile 
Rcgional Luhnnr Office. in Gniezno. An approprialo agreement will he signed in August. 

3. '1ne Municipal Office in Kutno requested establishment of a subsidiary of the Institute in 
Kutno. No decision concerning this matter has becen made to date. 

lr-: lslw Kr WIm 



hclko- Amat fi s IntytuI Nrzed~Iebioa!ClCInI 
IIInor:Us Agenoy1I InItI tiolltcovlopment
vi. Poelp~e6w Wikp, t 6, lei./for fSA: 524 

60-957 Poz nnei 

REPORT
 
on Polish - American Institute Activities,
 

Poznan, August 1993
 

I. In August the mo.t popula, Polish daily, "Gaz.ta Wyborcza ", issued a sjeliel trintlg 

appendix. The Polish - American Enterprise Institute placed its advertiement about the 

main course in this appendix, 

2. The Institute ncgotialcd with the Regional Development Agency in Ziolona G6ra the 
po hsility of obtaining facilities for thc Institute" s satellite free o1"charge. 

taw nwkI 
dr g 



111I.r V1 Ag. otr 1fitiaIno lgn11IiRuii
 
tol, Fewe4sa6w WlthvI A.li-an 114852t
 

0000 Ponnaj% 

Iml-ruAll 

on ihe 1poliah - AmnfeOfll itItutef AeiitiU,'g 
poaE, September 1993 

WuiliM~U(n 
i. (onSoptumber 9th, one of $iuc 11ttute ts teachers, Ryioard MikolkajC7Rk. hea 

"Exchflnge hill In 
ft~ Me/iid Conter on Entroprunflrship AsAWim. Tho looturg, wititl@(I' 

Bconoic Turnover ", attructed 20 paiilcipaflhl 

of
Thitarprime In~twLe joincrd Lbs AwwolaIof of CorganhwzC.

2. The Poish - Amoii 
Msodadon Istl~indquarLtflXI in 

lnnovatioti and EntruprehQurthip CentresI in Poland. The 

1'ciznaii; itii prugr.1 ilfludes: 
-

* wooperation withi othor gove~rnimental bodies, lnvoly'!- in.%upportring saul anid medium 

Itized compu1uo.
 

4 organizaion or vainings on entreperenuihp,
 

* estab11thing contat.% with financhi nstitutionsa and bwAAk 

*preparAtion or programs almod at entrmpruneundi1p 8S5ancCm 

* Ingpiring research on cntxvpronrwundl. 

part in a w~ok florv inceliq1
3.On September 25ib, the Instittuuo' a cmrdtnatoro W4o In 

Wtursaw. 

a iI.,FA, 1JuRFyl AV k. land R 111tA-A, d'iliIei1
u? dit; !,ALLL4. I.)f ~,'-pWnlo~ij inal Va 

nSmall Compaies ",The [ov.11reultvatrA'd 23 people.
"Conipatitive Personnel Seleet i 

~.On September 3401h, 1993, the Institute' s deputy director, Walery l~ach, WuS laillu4J off. 

dr sow Krclewh, 



I 1,roLn N T PHONE No. : 543 521 Dec.02 1993 2:32PM P04t-UL.I'.HI:I:HN INI.I, R15I 

Quamerly Repon 

Lotion: e~CninrZV 

Hours Totml 
Pat' pm NO. Of Total Consulting 

Cour Target Audience Off'ero oure Stulents Hour; Hours 

ToW Incdllute ,rogrn­

ERItn~preneaurahdp 

Marketig 

M nnaement 

Finance 

Strwegic Pianzing 

Export/Import 

Faculty Training 

Bankers/3ovemment 

Dusinoss Sta-up 

Students CTraidonal) 

Business Managers 

Other (Describe on back) 9.Ix. 14,I....... 

Other (Describe on bak) 

" lectures of teachersfrom the. Institute 



____ 

_____ 

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

I,shit : _ _ _ _ _ _ _ _ _ __io -
Quarier. lit L, K Contact Person Regard-mg __________Qroje 7h --RPort 

TOTAL PROJECMEDSTUDENTC CONTACT HOURS THIS QUARTER: [I 
DETEDUCATION EDUCATION MDASOURCES[ [HOURSSTUDEN CONTAC AAMT ECNMC COSLAON L i EDC1OVA 

Actual Actual Actual Actual. Aclz 

ftoject Sustatuability Crsamng [ l I ] [l] [I~I II 

GovzumO[fIic] IOf i] I I I-] 
Busnsi Camwnityl L I II~ L Z II I 
Businms Ma~agcrs 

Jorat ­ hkdi 

O.hcrw n- i, I- I I I--- I 
Lecitcie (TecAett __________ 
-[tom A~e 7twiAC 

Otbcr GmpslInhividuals [ 

COMM6E.W 2S: 



Entrepreneurship Promoting Center in PoznaAi 

Poznaai, October 21, 1993 

POLISH-AMERICAN 
ENTREPRENEURSHIP 
INSTITUTE 
Powstadic6w Wielkopolskich 
61-895 	Poznah
 

The Instito.tc Director 
Mr dr Zdzislaw Krajewski 

By me. :,s 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 sele,.tion 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


Ur5qd POW' UL! &W7r RiiOk BCD 81-7712 P@MLtiU4L a 

pOM04A dnia 21 patdmWca 1993 r. 

RUP/VIU-07 17/i"3 

Ul. Pooa~ Wlitkopoloh 16 

61-895 PO0Z NA 14 

Dyrtktor lnstytuitu 

Pan dr Zdslshw Krajmwuki 

Pragnt zloty6 Panu Dyrekctorowi serdocne podzikkowania TB okamnq sp6lpuo" 

MY~ oilan zwan u prolokcji v4c~adowo~w z Paiali.o Tnstytuu: 

*doktoraRysmrda MIko1jcaka (w dniu 09 wra*&i 1993 r.) 

prelekcja na tenga 'Weksel w obrocle gosjx~arczvm." 

obecnych bylo okc. 20 oo6b 

Henryiw Pasike (w dniu 28 wizenia 1993 r.) 

prelokcja na temt "lDobrkadr w vmrimlcli hm!DreaclL" 

obenyoh bylo ok. 23 os56b 

Chcialbym nadnii6i, e powyumz prelekeje b54y prowadznm w intemeujoly spoo6b,
 

co znal zo odzwiezeieflonic w opli~aoh os6b bion~ch w tich udzia.
 

Uczegtnicy wyidad6w podkredlali prz~do wazystkin barzz dutq wiedze,
 

oraz dokwiadczenie prelegent6w.
 

hMsn nadzejc. 2e uczeshiicy tych prelekcji bWdA w najb~i±bzj pzyszlo~ei korzyuta ze
 

szkoleli organizowanyvh przoz Pahold Instytut.
 

Licz*c na dalsza owocnM wip6lpr"o 

pozostajo z ozacunkfrn 

-dokior 

Ireneuuz Pritlcowaki 

t~l. 832-204 f~m ASP. I~AA 



Umawiajqcc Ri Ptrnny.-

Agencia Gospodurvza. Marketing - Doradztwo z siedzfbt w Grodzisku. Ul. Szeroka 1, 
reprezentowana przez (IrKu,imiarza Borowakjcgo, a 

Polsko -Amnerykaikin Instytutem PrzedsiqbIczokci w Po.nw~ifu, reprezentuwaiym przez 

dr Zdisiawa Krajewskicego 

postanawlaJ4: 

1.Umow - porozumienic strony podcjmuj4 w cclu oplymalizacji MOO~a w zakresic 
pr,.eprowadzania sicolct i szeroko rozwraianych form aktywlzacji Yawodowej, 7.wfaszcza 
w~r6d ludzi mlodych w sferze small businessu. 

2. AgcncJa Gospodarcza, Marketing - Doradztwo, b~dzic prowadzila promocjC dzialalnotci 
PoFsko - Ameiykadskiego Inslytutu JPrzdsibiorczoki w Pom.aniu w swoim grodowisku i 
bqdzie wykorzystywala potencjal specjalistdw w rainach oferowanych ustug Agencji. 
3. Polsko - Ameryk-aiski Instytut Przedsiqbinrcwo~d w Poznanlu w mimr qwych motliwokci 
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T H EENTE 	 RON EDUCATION
AONINING FOR EMPLOYMENT 

1900 Kenny Road
 
UNIVERSITY Columbus, Ohio 43210-1090
 

Phone: 614-292-4353
 
Telex: 9102505950
 

November 22, 1993 Fax: 614-292-1260
 

Mr Zdzislaw Krajewski, Director 
Polish-American Entrepreneurship 
Institute, Poznazi 
60-967 PoznaA, Poland 

Dear Zdzislaw, 

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. 

a. Managing courses: 
b. Developing curriculum: 
c. Writing cases 
d. Working with faculty team: 
e. 	 Writing reports 
f. 	 Managing the budget 
g. 	 Developing satellite sites 
h. 	 Finding external sources of income 

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 



Sierpiei 2, 1993 

Zdzislaw Krajewski 
Polsko-Amerykaaiski Instytut 
Przedsiobiorczo~ci 
ul. Powstadc6w Wlkp. 16 p. 1521 
60-967 Poznaz 

Drogi Zdzislawie, 

Bardzo Ciq proszf o przeslanie do mnie fax-u z odpowiedziami na pytania dol~czone do
niniejszego listu, najp61niej do grody - 4 sierpnia. 

Dziwi mnie, ze nie przyjechaleg do USA, tak jak planowaligmy. Mielibygmy okazjC
rozwigza6 wiele problem6w gdybyg byl z nami w Columbus. Czy m6glbyg podad pow6d zmiany
Twojej decyzji? 

Zanim spotkasz siq z Fundacj4 w Gdaxsku, dobrze bqdzie jeieli bWziemy dysponowali
wiqksz4 ilogcio informacji na temat Twojego Instytutu i znali opinie jej kierownik6w.
Mam nadziejv, ze konstruktywne podej9cie do rozwi~zania tego problemu bvdzie dla nas
wszystkich korzystne - potraktujmy to jako proces naszego doskonalenia siq. 

Oczekujemy tlumaczenia polskich material6w dydaktycznych z marketingu i planowania
strategicznego, co obiecal Walery Elibiecie podczas pobytu w Columbus, w czerwcu. 

Zalczan moje wyrazy szacunku, 

M. Catherine Ashmore 

Director, International Enterprise Academy 
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Drogi 	Zdzislawie, 

Z przykrogcig dowiadujemy sic, ze Polsko-Amerykaiski Instytut Przedsicbiorczogci w 
Poznaniu nadal boryka siC z klopotami w kierowaniu t4 instytucjg. WierzC, le molemy wsp6lnie 
rozwi~zad te problemy z korzygcig dla nas wszystldch. Jedyng drogg jest otwarta i uczciwa 
wymiana wiasnych opinii, zar6wno koordynator6w jak i innych zaangaiowanych os6b. Proszo 
o samodzielne odpowiedzi i zaprezentowanie wiasnego punktu widzenia. Oczekujq odpowiedzi 
w jqzyku polskim najp61niej do grody, tj 4 sierpnia. 

1. 	 Kto z koordynator6w odpowiada za nikej wyszczeg6lnione zadania Instytutu? Jeteli 
kaidy z koordynator6w odpowiada za poszczeg6lne czegci tych zadah, wymiefi i opisz 
te czci. 

a/ organizowanie szkolei,
 
b/ opracowywanie program6w szkolei,
 
c/ opracowywanie "cases",
 
d/ wsp6lpraca z wykladowcami,
 
e/ sporz~dzanie raport6w,
 
f/ gospodarowanie budletem,
 
g/ tworzenie punkt6w filialnych,
 
h/ pozyskiwanie uzupelniajocych ir6del finansowania,
 
i/ promowanie Instytutu.
 

2. 	 Prosm okregl w przyblienie ile czasu w tygodniu przeznaczasz na poszczeg6lne zadania? 
Wymieni jakie czynnogci wykonujesz dla ich zrealizowania? (np. ile rozm6w 
telefonicznych, ilu go~ci, ile dodatkowych wizyt, raport6w etc.,) 

3. 	 W jakim stopniu wykladowcy uczestnicz4 w realizacji zadaA wymienionych w pytaniu 

1? 

4. 	 Jaki jest zakres obowi4zk6w asystentki w stosunku do zadaAi wymienionych w pytaniu 1? 

5. 	 W jaki spos6b podejmowane s4 w Instytucie decyzje? W jaki spos6b sg one 
przekazywane do realizacji? (proszr opisz ten proces) 

6. 	 Jakie jest Twoje dodatkowe zaangaiowanie w prace poza Instytutem (platne lub 
nieplatne)? Wyszczeg6lnij je wszystkie z podaniem ile czasu kaixa z nich zajmuje 

7. Jakie s4 Twoim zdaniem atuty (silne strony) Instytutu w chwili obecnej? 
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8. 	 Jakie sg Twoim zdaniem slabogci Instytutu? 

9. 	 W jaki spos6b Instytut postrzegany jest w grodowisku przez osoby trzecie? Co pozwala 
Ci tak sgdzid? 

10. 	 Na jakie problemy natrafiasz we wsp6lpracy z Twoim partnerem - koordynatorem? 
Proszo przedstaw zar6wno problemy zawodowe, jak i osobiste. 

11. 	 Jak jesteg postrzegany przez swojego partnera - wsp6lkoordynatora? Co pozwala Ci tak 
sodzid? 

12. 	 Jak ukladajg sic Twoje stosunki wsp6ipracy z Fundacjg Gospodarc4 NSZZ Solidamok6 
w Gdalisku? 

13. 	 Jak uldadaja siC Twoje stosunki wsp6lpracy z Center on Education and Training for 

Employment/The Ohio State University? 

14. 	 Jak uldadaj4 sip Twoje stosunki wsp6lpracy z Instytutami w Bialymstoku i Rzeszowie? 

15. 	 Jak widzisz dzialalno46 Instytutu w przyszlogci? Jak4 role chcialbyg Ty pelnid? 

16. 	 V.' oparciu o analiz; problem6w podniesionych w powyiszych pytaniach spr6buj ustalid 
podstawowe niedociogniccia w pracy Instytutu, ir6dla istniejacych problem6w oraz 
zaproponuj rozwiazania (postaw siC w roli niezaleinego konsultanta we wiasnym 
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 Poznafi Institute activities you might get to know opinions from the other side - the 
faculty ofEconom!cs Academy working with Poznadi Institute, members ofRegional 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 Poznai, 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: 
1. 
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. 

c/ 	 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/ 	 I am the only one who is responsible for developing satellite sites. 

h/ 	 We, both are looking for external 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. 

'2
 



2 

2. 	 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. 

3. 	 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. 

4. 	 - typing and translating materials and reports, 

- promoting Institute,
 
- informing about trainings, courses,
 
- collecting fees for trainings and courses.
 

5. 	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 furnish our faculty 
with information about their schedule of new courses etc. 

6. 	 Outside of the work of the Institute I work for Economics Academy in Poznafl. I have 4-6 hours of 

classes with students each week. I am not involved in any other activities. 

7. 	a/ strong position in our region, 

b/ the name of our Institute - it turns out that the name draws many customers' attention, 

c/ good relations and cooperation with the authorities of the Economics Academy in Poznal, 

d/ location and equipment of the Institute 

e/ the scope of proposed trainings and courses, 

f/ financial suppirt from U.S. AID 

8. 
a/ Lack of explicitly described the status of coordinators of the Institute. In the agreement 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. 

9. 	 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. 

\
 



3 

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 earn 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%.
 
Idid 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 Solidamom in 
Gdadsk and you Cathy. Thank you very much. 

14. 	 I evaluate cooperation relations with 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. 	I 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. Idon't know what role I will play - it will be decided - but I know that Iwould 
do my best not to lose what we have already done. The Institute is more important than private 
decisions. 

I, for my part, 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 

Zdzislaw Krajewski 

http:25,000.00


T H E CNTER ONEDUCATION 
* 	 Cic.QTRAINING FOR EMPLOYMENT 

1900 Kenny Road
UNIVERSITY Columbus, Ohio 43210-1090 

Phone: 614-292-4353 
Telex: 9102505950November 22, 1993 
Fax: 614-292-1260 

Mr Walery Lach 
Polish-American Entrepreneurship 
Institute, Poznai 
60-967 	Poznai, 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. 

a. Managing courses: 
b. Developing curriculum: 
c. Writing cases 
d. Working with faculty team: 
e. Writing reports 
f. Managing the budget 
g. Developing satellite sites 
h. Finding external sources of income 



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 Poznai 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, Ihave done my best to find customers who would 
be interested in market research conducted by our Institute and Ihave already started promoting our new 
courses (see attached advertisement). 

Here are my answers to your questions: 

1. 	 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 Zdzislaw I prepare curriculum and cost calculations. 
Besides, the basic eurses 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. 

c/ 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/ I do not have any influence on taking financial decisions. 
g/ Zdzislaw 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 external 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. 

2. 	 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 G6ra (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. 

3. 	 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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4. 	 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. 

5. 	 Decision-taking process is not homogeneous. Recently, I have been informed very seldom about 
decisions made by Zdzislaw. I learned from others that "Lach does not have anything to say here". 

6. 	 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 after my business hours at home. I think, it takes me approximately about 10-15% of 
my time. 

7. 	 highly 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.
 

8. 	 - 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. 

9. 	 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. 	- I am not informed about new decisions (a contract with Konin, Kolo); 
- undermining my authority ("Lach does not have anything to say here") 
- openly showing distrust and suspicion towards my person; when I asked Zdzislaw to show me our 

financial documents he refused. I said I had also the right to review our documents but Zdzislaw 
responded that he would be inspecting m because "Imight have taken away something". Zdzislaw 
is a very closed as a person, not communicative, a type of introvert. We are two opposite persons
sitting at opposite extremes what is the main cause of the conflict. 

11. 	 Zdzislaw 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 Zdzislaw's recent decisions 
I'm positive that cooperation between us is not possible. A letter which I sent to you expressed my 
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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, Zdzislaw has never told me what is wrong in my work. 

12. 	 Working relations with the Economic Foundation in Gdadsk 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). 

13. 	During the second year of our project we did not use the capacity of CETE. After our trip to 
Columbus this year we asked Elibieta for materials and we got them immediately. During this year 
we will develop better cooperation especially thanks to workLng with consultants from the OSU. 

14. 	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 Polaiiczyk. There is a lack of cooperation 
on daily-base, concrete and regular with Institute in Bialystok and Rzesz6w. 

15. 	 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 Zajoczkowska, after Bogdan Sojkin resignation, Gdadisk 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.
 

16. 	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 sysiem 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 PoznaAi. I understand that you will 
not be able to respond to my previous letter before reading Zdzislaw's letter. Zdzislaw is returning from 
vacation on Monday (August 10). I will let you know about my address in Philadelphia as soon as I get 
it. 

Regards, 
Walery 

\,
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A SCOPE OFACTIVITIES OF VICE DIRECTOR OF THE INSTITUTE 

1. 	Preparing an activity plan for Polish-American Entrepreneurship Institute. 

2. 	 Writing detail curriculums of trainings and seminars. 

3. 	 Promoting and advertising activities in local region 

4. 	 Establishing cooperation with local Institute. 

5. 	 Participating in activities of local advisory committee 

6. 	 Coordinating all activities related to preparation of educational materials in the need of trainings 
and seminars 

7. 	 Cooperating with the faculty. 

A SCOPE OFACTIVITIES 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 correspondence 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 Journals 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
 



Rzeszow
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POLSKO-AMERYKBSKI INSTYTUT PZEUSIIBIOREZOSCI 

POLISH-AMERICAN SMALL BUSINESS INSTITUTE 

I . 35-030 Rzesz6w, ul.Zygmuntowska 2a, tel./fax;(O 1T)328-58 

PKO BP/J ODDZ. w Rzeszowie, konto nr 69515-31453-132 

Rzesz6w,
 

FUNDACJA GOSPODARCZA
 
NSZZ "SOLIDARNOSC"
 
GDANSK
 
A. Unterschuetz
 

Activity undertook by coordinators of "Small Business Institute"
 

in Rzesz6w
 

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 Rzesz6w.
 

- preparing business9. Consulting settlement for BONEX in Laficut 

plan for above firm.
 

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.
 



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, Strzyz6w, Lezajsk and Rzesz6w.
 

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 Rzesz6w 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.
 

DKREKTaR 

Kyztof Kaszubj 
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SPRAWOZDANIE Z DZIALALNOSCI KOORDYNATOR6W POLSKO-AMERYKANSKIEGO
 

INSTYTUTU PRZEDSIVBIORCZOSCI w RZESZOWIE
 

ZA OKRES LIPIEC - SIERPIEN - WRZESIEN 1993r.
 

1. Organizacja i kierowanie praca biezaca Instytutu.
 

2. Organizacja spotkan z nauczycielami.
 

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 z USA w zakresie
 
exportu-importu, zarzadzania, sprzedazy, budowy zespolu.
 

6. Nawiazanie kontakt6w i podpisanie uinowy o wsp6lpracy w zakresie
 
organizacji szkolen dla Fundacji Rozwoju Demokracji Lokalnej.
 

7. Nawiazanie wsp6lpracy z Lezajskim Stowarzyszeniem Inicjatyw
 
Lokalnych w zakresie organizacji szkolen.
 

8. Nawiazanie wsp6lpracy 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 kontakt6w
 
z EWG - Janem Krzysztofem Bieleckim.
 



11. 	Udzial w spotkaniach z przedsiebiorcami w m-cu Sierpniu
 
(i spotkanie) i Wrzesniu (2 spotkania).
 

12. 	Przygotowanie i organizacja kurs6w w zakresie finans6w,
 
marketingu i szkolenia komputerowego w regionie - w
 
Kolbuszowej, Lancucie, Strzyzowie, Lezajsku i Rzeszowie.
 

13. Udzial w spotkaniu koordynator6w w Amerykansko-Polskim
 
Centrum Pracy w Warszawie - 28.09.1993r.
 

14. 	Udzial w spotkaniu Komitetu Doradczego w Warszawie w dniu
 
29.09.1993r.
 

15. 	Praca nad organizacjA filii w Tarnobrzegu, Przemy~lu i Sanoku. 

16. 	Reprezentacja Instytutu na Konferencji nt. "Rozwoju

Regionalnego w Polsce" w dniach 30 wrzesnia - 1 paldziernika w 
Warszawie. 

17. Udzial w pracach Miedzynarodowego Centrum Promocji Budownictwa
 
"InterRes" w Rzeszowie w dniach 14-16 wrze~nia 1993r.
 

18. 	Reprezentacja Instytutu i doradztwo dla powstalej we wrzesniu
 
1993r. Regionalnej Gieldy Budowlanej. Wyb6r dyrektora Instytutu

do Komisji Notowan Gieldowych.
 

D RE OR 

Krzysztoaszuba
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A POLSKO-AWERYKZSKI IHSTYTUT PZEDSIUBIORCZOSCI."" 

POLISH-AMERICAN SMALL BUSINESS IISTITUTE
 

35-030 Rzesz6w, ul.Zygmuntowska 2a, tel./fax;(O IT)328-58
 

PKO BP/I ODDZ. w Rzeszowie, konto nr 69515-31453-132
 

wQUANTPIT'ATIVE DATA' - RZES Z 

.JULY,* AUGUST,' SEPTIEMBER - 1993 

EXPLANATARY NOTES 

1. Course for entrepreneurs (computers) - 300 h
 

2. Course for Goverment Officials:
 

Finance - 480 h
 

Marketing - 60 h
 

Computers - 400 h
 

- 400 h
3. Consultation for Goverment officials 


- 200 h
Consultation for Bankers 


- So h
4. Training faculty 


- 20 h
5. Journalists + media (TV, Radio) 


Total: 1 840 h
 

Krzvsztof .uts 
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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 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 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 Rzesz6w, 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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Rzesz6w President Rzesz6w, 1993-8-27 

GP-VI-6412-1/90/93 

Mr Krzysztof Kaszuba 
Polish-American Entrepreneurship 
Institute in Rzesz6w 

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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Pan 

fax : 328-58 Krzysztof Kaszuba 

Polsko - Amerykafiski Instytut 

Przedsibiorczosci 

w Rzeszowie 

W dniu 28.08.193r. o godz.1600 w obiekcie palacowym
 

w Przeclawiu k/Mielca odbqdzie siq spotkanie Pani Premier
 

Hanny Suchockiej z przedstawicielami samorzqddw , jednostek 

i instytucji gospodarczych regionu poladniowo-wschodniej 

Polski. 

W imieniu Pani Premier zapraszam na powy~sze spotkanie
 

liczqc na niezawodny Pani (Pana) udzial.
 

; i,d, src r FemeoKAZ 



InterRes International Fair Co. Ltd.
 
Rejtana 53A,
 
35-326 Rzesz6w, Poland
 
Phone# (0048-17) 627-981
 

The President 
Entrepreneurs Association 
SBJ COUNTRY CLUB 
Zygmuntowska 2A 
35-030 Rzesz6w 

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 Rzesz6w.
 

The Inauguration Ceremony will be conducted by the President of Rzesz6w 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 

K\
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tInterRES International Fair Co.Ltd. 
Czlonek Polskiej Korporacji rzzOrganizator6w Targ6w i Wystaw Gospodarczych 

ul. Rejtana 53A, PL 35-326 Rzesz6w, Poland; tel. (0048-17)627 981, 627 982; fax 627 983; tlx 632200 txca pl 

Szanowny Pan 
Krzysztof Kaszuba 

Prezes 
Stowarzyszenia Przedsijbiorc6w 
SBJ COUNTRY CLUB 
ul. Zygmuntowska 2A 
35-030 Rzesz6w 

Szanowny Panie Prezesie, 

Niniejszym mam zaszczyt zaprosid Pana na inauguracjq prac Miqdzynarodowego Cen­
trum Promocji Budownictwa ,,InterRES", kt6ra odbqdzie siq w dniu 14 wrzegnia br. 
o godz. 11.00 w pierwszym dniu Miqdzynarodowych Targ6w Budownictwa, Mebli i Wy­
posatenia Wnqtrz ,,InterRES '93" w hali wystawowej przy ul. Rejtana 53A w Rzeszowie. 

Inauguracji dokona Wojewoda Rzeszowski wsp6lnie z wiceministrami gospodarki 
pr-zestrzennej i budownictwa oraz wsp6lpracy gospodarczej z zagranic4. 

W czasie trwania Targ6w rozpocznie prac; Stala Wystawa Budownictwa ,,InterRES", 
odbqdzie siq zebranie zalo2ycielskie czlonk6w Gieldy Towarowej Budownictwa ,,Inter-
RES", a na pierwszej sesji gieldowej zanotujemy oferty firm - czlonk6w i uczestnik6w 
gieldy - oraz wydamy pierwszq cedulq gieldowq. 

R6wnoczegnie szczeg6lnie zapraszam Pana, jako potencjalnego wsp6torganizatora 
MCPB reprezentujqcego zrzeszone w kierowanej przez Pana organizacji firmy i podmioty 
gospodarcze, do udzialu w konferencji inicjujqcej powolanie Forum Biznesu Budownic­
twa, organizacji miqdzynarodowej izb przemyslowych i handlowych, zrzeszefi i stowarzy­
szefi gospodarczych oraz firm o ponadregionalnym zakresie dzialania. 

Zadaniem Forum bqdzie kreowanie polityki gospodarczej w ramach Inicjatywy trod­
kowoeuropejskiej poprzez: 

- wspieranie wszelkiego rodzaju inicjatyw gospodarczych ulatwiajqcych wymianq 
handlowq towarami, uslugami, technikami, technologiami itp. (na przyklad MCPB 
w Rzeszowie), 



- inicjowanie wsp6lnych przedsiwziq standaryzujqcych prawo gospodarcze, normy 

techniczne i technologiczne, unifikuj~cych galqzie i grupy towarowe, pordkujq­

cych wymianq handlow4 (gieldy), 

- wymianq do~Wiadcze6 naukowych, organizacyjnych, technicznych, technologicz­

nych iinnych,
 

- systematyzowanie i wzajemn4 wymianq informacji gospodarczych, 

- kojarzenie projekt6w inwestycyjnych i organizacyjnych, 

- dzialania lobbystycznt na rzecz reprezentowanych przez Forum podmiot6w gos­

podarczych, 

- kontakty z funduszami i organizacjami pomocowymi itp. 

Proponujq, by finansowanie prac Forum odbywaio siq w ramach MCPB ,,InterRES" 

z udzialem czlonk6w-zalotyciei Forum w zaleinogci od terenu, na kt6rym bqdq reali­

zowane wsp61ne inicqatywy Forum. Forma prawna, strona organizacyjna i rozwinicie 

zakresu dzialania Forum pozostajq do wsp6lnej dyskusjL 

Liczqc na niq, oczekujq na Pana w Rzeszowie. R6wnoczegnie informujq, ze w dniach 

14, 15 i 16 wrzegnia bqdzie Pan gociem ,InterRES". 

Z powaaniem, 

Tadeusz Ziobro 

Iv 

Prezes ,,InterRES" IF 

Rzesz6w, dnia I wrze.nia 1993 roku. 

W zalczeniu: 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 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 cc jitions 
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 

wants to avoid mistakes made in the past, when the officialstrategies. Our Government 
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 Rzesz6w, 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? 



Specialnu strefa ekonomiczna w Mielcu
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TASK FORCE AGENDA
 

September 29, 1993, Warsaw
 

1. 	 Welcome 

2. 	 Presentation of Achievements of Year II 
(Biatystok, Pozna6, Rzesz6w) 

3. 	 Overview of Year III (Bialystok, Poznai, 

Rzesz6w) 

4. 	 Institutes' Special Activities 

5. 	 Task Force Activities 

6. 	 Role of Task Force - suggestions 

7. 	 Problems of Small Business in Poland 

8. 	 Schedule for next all day meeting 



1. 

2. 

3. 

4. 

5. 

6. 

7. 

TASK FORCE 

Mieczyslaw Bqk 8. Jolanta Tanad
 
Krajowa Izba Gospodarcza Depart. Promocji Przedsiebiorczoci
 
ul. Trebacka 4, 00-740 W-wa tel.: 21-93-51/310
 
tel.: 27-47-58 Departament Malych i 8r. Przeds.
 

ul. Wsp6lna 4, 00-921 W-wa
 
Krystyna Gurbiel tel.: 528-38-31
 
Z-ca Dyr. Generalnego
 
Fundusz Wsp6tpracy 9. Andrzej Lach
 
ul. Zurawia 4a, 00-503 W-wa Szkofa Bankowo~ci 
tel.: 5868/5825 694-60-69 ul. Smolna 10/12, 00-375 W-wa 

tel: 27-85-27 
Jerzy Iwicki 
Ministerstwo Przemyslu i Handlu 10. Zofia Wyderkowska 
Department Malych i. 8r. Przeds. Ministerstwo Edukacji Narodowej 
ul. Wsp6lna 4, 00-513 W-wa Al. 1 Armii Wojska Polskiego 25 
tel.: 21-18-20 fax: 628-36-42 00-918 W-wa 

tel: 29-19-33 ext. 882 
Wojciech Kempisty 
Fundusz Wsp6lpracy 11. Ewa Banachowicz, dr nauk ekon. 
Biuro Koordynacji Ksztalcenia Kadr Polsko-Amerykaiska Fundacja 
ul. Koszykowa 79, W-wa Doradztwa dla Matej Przedsiqbiorczo~ci 
tel.: 625-28-61/625-39-37 ul. Emilii Plater, 00-118 W-wa 

tel.: 24-26-06 fax: 20-99-74 
Marek Kozak 
Polska Agencja Rowoju Regionalnego 12. Miroslaw Mironowicz 
(Biuro ds. Pomocy Zagranicznej) Ministerstwo Przeksztalce 
(Urzqd Rady Ministr6w) Wtasno~ciowych, W-wa 
ul. Aleje Ujazdowskie 1/3, 00-950 W-wa tel.: 628-02-81 ext. 389/597 
tel: 604-75-55 fax: 29-48-88 fax.: 21-33-61 

Patric La Combe 13. Krzysztof Mika 
Labor Attache Ministry of Labor and Social Policy 
Ambasada Ameryka~ska Employment Department 
ul. Aleje Ujazdowskie 29/31 ul. Nowogrodzka 1/3, 00-513 W-wa 
00-902 W-wa tel.: (22) 29-07-87 fax: (2) 628-39-17 
tel.: (22) 628-30-41 

Nina Majer /Donald Presley/ 14. Mieczystaw Pyzel 
Magdalena Wyganowska Urzqd Pracy 
U.S. AID Departament Pogrednictwa Pracy 
ul. Aleje Ujazdowskie 29/31 ul. Tamka 1, 00-349 W-wa 
W-wa 00-902 tel.: 26-70-61 ext. 147 fax: 263565 
tel.: 628-30-41 
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Dr. John Turner discusses Selling Seminar
 



Coordinators with Professor Janina Latack to discuss Team Building
 

Professor Roy Lewicki makes presentation on Negotiations 
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OSU Professor Wayne Talarzyk discusses Retail Management 
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Judy Wagner helps with E-maill
 



A LIST OF POLISH SCHOLARS - THE INSTITUTES COORDINATORS
 
June 19 - July 3, 1993
 

1. Alicja Zajqczkowska -	Solidarity Foundation, Gdarisk 

2. Alicja Unterschuetz - Solidarity Foundation, Gdarsk 

3. Adam G6ral 	 - Polish-American Entrepreneurship Institute, 

4. 	 Krzysztof Kaszuba - Polish-American Entrepreneurship Institute, 
Rzesz6w 

5. Boguslaw Plawgo - Bialystok Business School - Entrepreneurship 
Institute, Bialystok 

6. Andrzej Jurgilewicz - Bialystok Business School - Entrepreneurship 
Institute, Bialystok 

7. 	 Walery Lach - Polish-American Entrepreneurship Institute, 
Pozna6 

8. Ewa Dratwa - Polish-American Entrepreneurship Institute, 
Pozna(i 
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Beijing's WASME Conferencedraws globalrepresentation: (Ito r)Joop Vianen, 
Netherlands;Gene Gomolka, USA; Dieterlbielsk, Germany;Zollan Roman, Hun. 
gary; Jean-JacquesObrecht,France. 

TRAINING THE W ORLD'S TRAINERS 


Below, excerpts from the European 
Foundation of Management 
Development's FocusMagazine: 

"The Russiansare quite rightlya proud 
people...capable,brightandhighly 
educated,particularlyinmathematics, 
science, and logic.Almost invariablythey 
only need to be told something once. The 
mistake of western contacts is to assume 
that... it is acceptableto patroniseor 
condescend One glinunerof[that) andall 
relationshipsare at an end."-John 
Chadwick 


'-Thewestern trainerscrowding into the 
German market have not been able (or 
just have not wanted) to understandhow 
the east Germanshad to work.... Attitudes 
have become more importantimpediments 
to trainingthan gapsin knowledge and 
know-how. "-FrankStolt 

"Harmful misconceptions still exist about: 

* Time value ofmoney-resulting in 
entrepreneursnotfeeling compelledto pay 
theirdebts on time. 
- Competition--asocialistway ofthinking 
[prevails].7will take thispieceof market 
andyou will take this one, andwe won't 
be in eachother'sway.' 
* Open information-resultingin a 
reluctanceto divulge much information on 
oneselfor one's businessactivities,and 
mistrust ofavailable information."-
William Prendergast 

"Thosefrom a Western culture can have 
little perception of the shf in behaviour 
andattitudes requiredof Czech and 
Slovak managers."-DagmarLesavoko 

"Sixty-one percentofRussian managers 
believe they should follow the instructions 
oftheir superiors,despite not fully 
agreeing.... In the West, only twenty-five 
percentwould act in the same way."-
John Chadwick 

IN KOREA 

from a conferencespeech by 
Byong-Kyun Lee, executive vicepresident 

othe Korea FederationofSmall Business 

-Korea Affiliate.oft member of JCSB 

technological accumulation in dhe 
1960s, the Korean economy has 

Despite a virtual nonexistence of capitad 
achieved unparallelled growth, due largely 

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 
econ m t dec edente 
economy has faced unprecedentedl 

challenges. Domestically, the rapid rate of 
economic growth galvanized the demand 
for a fair distribution of income, price
hikes and "collective egoism." Internation­
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 
low rate of economic growth, price 
increases and a balance ofpayments 
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 medi6;n industry has emerged 
as a significant challenge, since SMEs 
contribute to higher efficency, playa 
leading role in technological development, 
enhance industrial competitiveness and 
reduce unemployment. 

The Korean government has imple­
mcnted a wide array of policies to help 
existing SMEs and promote new ones. 

(continuedon page 3) 
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Free trade issues engage participantsIn lively discussions, 

The theme of the 1993 ICSB conference, 

A Good Bet for Small"Free Trade: 
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 GAIT (General 

Agreement on Trade and Tariffs) talks put 

back on track, conference participantsadressedta any onfte e ici saddressed many of the same issues 

confronting their elected leaders. The 

principal difference was the conference's 

small business focus. 

FREE TRADE IS A 

GOOD 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; 
Streates wealthier nations which, in turn, 

provides small businesses greater domes-

tic opportunities. 

NOT EVERY FiRM 

WILL 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.
epoint 

Success in achieving freer world trade 

means that everyone must resist the 

temptation to look on trade as a "zero­

sum" game. Transactions between two 

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 I pray for the 

flourishing commerce of Germany, Spain, 

Italy, 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 winnot 

come easily. Vested interests and weak 

economic conditions in much of the world 

encourage protectionism. But free trade 
makes sense. 

(continuedfrom page 1) 

have been streamlined in 

banking, taxing, technical and administra-

Live 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.unbounded demands and activities 

for profit maximization would widen the 

between rich and poor, today's 

entrepreneurship cannot be a simple­
minded pursuit of its own interest, but 

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

menit. This will be the spiritual starting 
for the construction of a new 

Korea--as well as a new economy. 

• , . . . . 
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A MOTl1 UF InIlliU COUUA1IUI . c um iusn
 

June 23, Wednesday 

24, Thursday 
8 am. 

3 p.m. 

25, Friday: 
7.30 a.m. 

2 - 4 p.m. 

26-27 (weekend) 
Saturday 
Sunday 

arrival at 9.30 p.m.; ParkeHotel - 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 & Alicia 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)
 

31 CALLIF FOODS - Adam G6ral & 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 
43205; a contact person: Mr Tom Cosch; phone # 251 1120) 

5/ CASTO DON M ORGNZTN - Alicia Zaipczkowska 
(marketing assist. for shopping centers; Marketing Dept. addre&s: 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 a.m. 
10 a.m. 

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 a.m. 
10 a.m. 

after lunch 

6.30 p.m. 

2, Friday 
8.30 
10 a.m. 

after lunch 

• 	Overview of Year m proposal 
* 	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-mail - Dr John Turner 

* 	Business planning with Rod Terminello 
* 	Review of books with E. Jacowicz 

-	 ParliamentaryProcedure- C. Ashmore 
• 	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 Staff 

-	 Plans for faculty upgrpding workshops 
• 	Negotiations- Prof. Ray Lewicki 

• 	 Discussion about Negotiations seminar 
* 	Schedules for 1993-1994 

2
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Polish American Enterprise Institutes 

Summary of Training Plans - 1993-94 

Basic Course. Primary City 

* Bialystok 5 
* Poznan 3 
4 Rzeszow 2 

Basic Course. Satellite Cities 

* Bialystok 3 
• Poznan 4 
• Rzeszow 5 

Total Basic Courses Offered 

* Bialystok 8 
• Poznan 7 
• Rzeszow 7 

Other Courses/Seminars Planned 

* Bialystok 5 
• Poznan 7 
* Rzeszow 19 

New Seminars Planned 

* Bialystok 6 
* Poznan 6 
* Rzeszow 6 



Tentative Training Schedule
 

Bialystok Enterprise Institute
 

July - September '93 

* Basic Training Course for Business Owners .................. Bialystok
 
* Start-up Course ...................................... Bialystok
 

October - December '93 

* Basic Training Course for Business Owners .................. Bialystok
 
* Free Seminars ................................... 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 ...................................... Bialystok
 

April - June '94 

* Basic Training Course for Business Owners .................. Bialystok
 
* Free Seminars ................................... Satellite Cities
 
* Basic Courses for Business Owners (3 Satellites continued from January - March) 
* Start-up Courses ..................................... Bialystok
 
* Selling Seminar ...................................... Bialystok
 
* Market Research Seminar ............................... Bialystok
 
* Retail Management Seminar ............................. Bialystok
 
* Team Building Seminar ................................ Bialystok
 
* Negotiations Seminar .................................. Bialystok
 
* Human Resource Management Seminar ..................... Bialystok
 



Tentative Training Schedule
 

Poznan Enterprise Institute
 

July - December '93 

* July computer courses (50 hours each) ....................... 	 Poznan
 
* 	 Market research and consultancy services for the 

Szurgot Building Construction Co..................... Poznan 

August - October '93 

* Market 	Research for the Polonia Insurance Co.................. Poznan
 

September - October '93 

• English Course (50 hours) ............................... 	 Poznan
 
* Basic Training Course for Business Owners ................... 	 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 ................... 	 Poznan
 
• English Course (40 hours) ............................... 	 Poznan
 
* Basic Training Course for Business Owners .................... 	 Konin
 
• Computer Course (50 hours) .............................. 	 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 ................................. 	 Poznan
 
* Selling 	Seminar ....................................... Poznan
 
* Market 	Research Seminar ................................ Poznan
 
• Human 	Resource Management Service ....................... Poznan
 
• Negotiations Seminar ................................... 	 Poznan
 
• Retail Management Seminar .............................. 	 Poznan
 



Tentative Training Schedule 

Rzeszow Enterprise Institute 

July - September '93 

* Selling Seminar ...................................... Rzeszow
 
* Export/Import Course ................................. Rzeszow
 
* Computer Course .................................... Rzeszow
 
* Basic Course for Business Owners ..................... One Satellite
 
* Finance Course ................................... One Satellite
 

October - December '93 

• Basic Course for Business Owners ........................ Rzeszow
 
• Basic Course for Business Owners ..................... One Satellite
 
* Postgraduate Studies/Marie Curie Skladowska University 
* Computer Courses (2) ................................. Rzeszow
 
* Selling Seminar ...................................... Rzeszow
 
• Banking Seminar ..................................... Rzeszow
 

January. March '94 

• Basic Course for Business Owners ........................ Rzeszow
 
• Basic Course for Business Owners ..................... One Satellite
 
• Export/Import Course ................................. Rzeszow
 
• Export/Import Course .............................. One Satellite
 
• Finance Course ................................... One Satellite
 
* Computer Course .................................... Rzeszow
 
• Postgraduate Studies/Marie Curie Skaladowska University 

April - June '94 

• Basic Course for Small Business Owners ................ Two Satellites
 
* Export/Import .................................... One Satellite
 
• Finance Course ...................................... Rzeszow
 
• Selling Seminar ................................... One Satellite
 
• Finance Seminar .................................. One Satellite
 
* Team Building Seminar ............................. One Satellite
 
* Market Research Seminar ............................ One Satellite
 
• Retail Management Seminar ............................. Rzeszow
 
* Negotiations Seminar .................................. Rzeszow
 
a Human Resource Management Seminar .................. One Satellite
 
• Computer Course 
• Postgraduate Studies/MCS University 



QUESTIONNAIRE 

(Business Owners) 

1. Did you consider the Institute helpful for you? 

2. In which of the courses did you find help? 

Management Finance 

Marketing Strategic plan. 

Entrepreneurship Export-Import 

3. Would you like to use services of the Institute in the future? 

4. Have you recommended the Institute program to your friends? 

5. Other comments: 



QUESTIONNAIRE 
(Faculty) 

S1. 	 How and where have you been using Institute materials for educational 
purposes? 

2. 	 How has involvement in the Institute helped you in other activities? 

3. 	 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
 

4. 	 What have you liked about being involved in the Institute? 

5. 	 What did not you like about being involved in the Institute? 

6. 	 Whit do you suggest the Institute do to assist you? 

7. 	 How would you liko to work with us in the future? 

8. 	 Other comments: 



T - H E CTERON EDUCATION 
*A N TRAINING FOR EMPLOYMENT 

1900 Kenny Road 

UN!IVERSITY Columbus, Ohio 43210-1090 
Phone: 614-292-4353 

June 15, 1993 
Telex: 9102505950 
Fax: 614-292-1260 

Mr Mike Callif 
CALLIF FOODS 
4561 E 5 Ave. 
Columbus, OH 

Dear Sirs, 

On behalf of our Polish scholars Adam G6raland 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 Poznai, 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, 

Eleta Jacowicz 
Program Associate 
Entrepreneurship 



T - H E NTON EDUCATIONbNT D TRAINING FOR EMPLOYMENT 

1900 Kenny RoadSIAIE 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 
Solidarnogd which in partnership with CETE established Small Business Institutes in Poland, 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. The small business institutes provide trainings 
and support services for small businesses in three locations Poznal, 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 



T - - E* CCETERON, EDUCATION 
/%j N TRAINING FOR EMPLOYMENT 

1900 Kenny Road
SE I Columbus, Ohio 43210-1090 
UNIVERSITY 

Phone: 614-292-4353
 
June 15, 1993 Telex: 9102505950
 

Fax: 614-292-1260 

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 Poznai, 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 sin rely, 

Elibieta J cowicz 
Program Associate 
Entrepreneurship 



T - - ENTER ON FOUCATION 
ET RAINI'AG FOR EMPLOYMENT 

[1900 Kenny Road 

UNIVERSITY 
Columbus, Ohio 43210-1090 

Phone: 614-292-4353 

June 15,1993 
Telex: 9102505950 
Fax: 614-292-1260 

EPRO Inc., 
156 E Broadway 
Westerville 
Columbus, OH 

Dear Sirs, 

On behalf of our Polish scholar Boguslaw 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 Poznai, 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, 

ETeaJacowicz 
Program Associate 
Entrepreneurship 



ECENTER ON EDUCATION 

RANNG FOR EMPLOYMENT 

SIkTE 1900 Kenny Road
UNIVERSITY Columbus, Ohio 43210-1090 

Phone: 614-292-4353 
Telex: 9102505950June 10, 1993 Fax: 614-292-1260 

ELFORD Inc.,
 
555 S Front Street
 
Columbus, Ohio
 

Dear Sirs, 

On behalf of our Polish scholar Ewa Dratwa 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 Poznai, 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 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 examplk; ..-r 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, 

<lietcowicz 
Program Associate 
Entrepreneurship 



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 with developing, managing and leasing shopping centers, office 

buildings, corporate parks and multi-family residences. The company sets 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 organizes 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 DubF;, tc :how me one of the best shopping centers managed by the 

It wa,- v,vry important visit for me. It gave me a lot of informationDon M. Casto Company. 

and materials. Diana devoted much time answering my questions and showing how the business 

is run. 

I appreciate very much the opportunity to spend time with her. 

Alicja Zajackowska 



Alicia 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 a 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 

Once again, like after some other visits (in a bank, for instance), I was slightly surprisedshop). 

how business is alive in many ways, whether it operates in Poland or in the U.S. 

There were some pieces of furniture especially interestingIt was an informative visit for me. 

We compared what is fashionable in ourfor me, and we discussed prices in Poland and U.S. 

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 



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. 

Boguslaw Plawgo 

< L.,/
 



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 fruits
 
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
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FINANCIAL SITUATION OF MICHAEL'S FIRM 

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 be 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
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UNIVERSTY 
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, 

Ewa and Walery 



ECONOMIC FOUNDATION 
O , SOLIDARNOS(•NSZZ 

S 	 80-855 GDASK tel. 384-41 2,384-319 
ul. Waly Piastowskie 24 tlx. 513170, 513160 

fax. 384219, 317121POLAND 

July 2, 1993 

Greg Gordon 
Epro Incorporated 
156 East Broadway 
Westerville, 09 43081 

Dear Greg: 

By means of is letter, I would like to thank you for time you spent with me during my 

internship in your fmi 

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. 

I am looking forward to being in touch with you. 

Yours sincerely, 

Bogu!slaw o 
Bial chool of Business 



June 30,1993 SMALL BUSINESS INSTITUTE 
UL.ZYGMUNTOWSKA 2a 

RZESZOW 
POLAND 

tel/fax:(48)(17)328-58 

Michael LCalif
 
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.
 

Sincere] 

Ada ' 

Krzstof Kaszuba 



ECONOMIC FOUNDATION 
NSZZ SOLIDARNOS 

80-855 GDAASK tel. 384-412,384-319 
ul. Waly Piastowrkie 24 tlx. 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 fimn. 

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. 

Yours sincerely, 

(
/a/Alicja Zajac 

Director of Education Affairs 
Economic Foundation "Solidarnosc", Gdansk, Poland 



ECONOMIC FOUNDATION 
NSZZ SOLIDARN066 

80-855 GDAAiSK tel. 384-412, 384-319 
ul. Waly Piastowskie 24 tlx. 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 auout. 

I am looking forward to our possible future contacts. 

Yours sincerely, 

Alicja Unterschuetz 
Coordinator 
Economic Foundation "Solidarnosc", Gdansk, Poland 



STRATEGY FOR DEVELOPING NEW SEMINARS
 

Three Institutes 	 ­
-
-
-

Process: 

July 	 ­

July/August 	 -

August -

August -

September -

October 	 -

November -

Nov.-Dec. -

Dec. 	 ­
-

March 	 -

April 	 ­

May-June 	 ­

same capacity 
materials 
faculty 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 Elbieta 
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 



The OSU FACULTY/CONSULTANTS ROLE
 
IN PREPARING NEW SEMINARS
 

1/ Identify key topics - resources to read (July) 

2/ Review Teaching outline - suggested additional materials (October) 

3/ Review seminar content with El2bieta Jacowicz (Nov.-Dec.) 

4/ 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 Colege 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 institute-. 
The small business institutes provide trainings and support services for small businesses in three 
locations Poznan', Rzesz6w 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 June 30, at 10 a.m. 

Yours sincerely, 

Elibieta 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 Poznaji, Rzesz6w 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, 

Elibieta Jacowicz 
Program Associate 
Entrepreneurship 



T - - EENTON EDUCATION 
NTRAINING FOR EMPLOYMENT* k i d 

31900 Kenny Road 
UNIVERSITY Columbus, Ohio 43210-1090 

Phone: 614-292-4353 
Telex: 9102505950June 3, 1993 
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 - Poznaii, 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 am.
 

Yours singerely,
 

Elzbieta J cowicz 

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 goal 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 	 To provide 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 classro-,m, and seminars for 

bank employees and government officials. Such activities will be available to the general pt, ulation and serve as 
a catalyst to market reform in Poland. 

COLLABORATING PARTNERS: 
Solidarity Economic Foundation
 
International Consortium for Entrepreneurship Education
 
U.S. 	 Agency for International 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 

/ 



Information about our visiting scholars - coordinators of our project 

1. 	 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 a 
academic teacher, He is a manager of an economic section of A-Z Newspaperpublished 
in Rzesz6w region; He is a director of Polish-American Entrepreneurship Institute in 
Rzesz6w established under our project where he conducts trainings in the field of 
management; 

2. 	 Adam G6ral, 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 Rzesz6w. 

3. 	 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". 

4. 	 Zdzislaw Krajewski, Ph.D. - Poznai Academy of Economics; His background is 
management. 

5. 	 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. 

6. 	 Boguslaw Prawgo - an assistant working at Department of Economy, Bialystok 
University; He is working on his dissertation from microeconomy. 

7. 	 Alicja Unterschuetz - graduated from Gdailsk University; She is a project Director 
working for Gdatisk Solidarity Foundation - our collaborating partner in Poland. 

8. Alicja Zajoczkowska - graduated from Gdafisk University; She is a program coordinator 
working for Gdarisk Solidarity Foundation in Poland. 



J.LewicldO -\'joIRoy
Urid College of Business

The Ohio State University 
1775 College Road 

Columbus, Ohio 43210 
Phone 614-292-0258

SpA 'E 
UNIVERSITY 

6.iomre/Fax 614-488-0548 

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 I think they wanted: 

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 I 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. 

Icannot remember what else you required. If there were other things, please 
call me or drop me a note. 

If participants are interested in some form of a follow-up event, I would be 

pleased to discuss this with you. 

Best regards, 



--

--

OB 448 Negotiations
 
Spring, 1993
 

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
 

1 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 

1 2 3 4 5 6 7 

3. Is assertive without damaging the relationship
 

--separates relationship issues from substantive issues
 
--is open, polite, courteous, considerate
 
--has something to assert: 
 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 negotiation
 

--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 sLntences
 
--asks others to repeat back what was said
 

EXTREMELY POOR POOR 
 REASONABLE GOOD EXCELLENT
 

1 2 3 4 5 6 7 

6. Inquires and listens effectively
 

--allocates time to listen and understand others
 
allows others to state full argument before responding and judging
 

--repeats others' stat.ements in own words
 
--inquires about others' reasoning
 

EXTREMELY POOR POOR REASONABLE GOOD EXCELLENT
 

1 2 3 4 5 6 7 

General Coments:
 

I/O,
 



MHR 802: Reputation Index 

This questionnaire concerns the reputation garnered by students during the semester 
in Managerial Negotiations. Please follow the instructions closely. You must return this 
questionnaire with your name on it. even if you choose to make no further marks. 

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 experiencew. 

3. In the second column after the names, regardless of whether you had direct 
negotiation experience or not, circle 'Go 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, trustworthiness, 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 "Bo 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,
incompetence, 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, -'ightfulparticipation 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 learning 
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 (inclass, under my office 
door- 419D ;'agerty, in the MHR office in 356 Hagerty, or in the faculty mail room 
opposite the Hagerty elevator). Failure to receive your questionnaire will result in an 
incomplete in this assignment. 



Name_ 

Direct Good Bad Contrib. 
E-ar? &22 R to Leami,2, C...omments 

Jack Amett G B C 

David Barnes G B C 

Don Capobres G B C 

Alice Chi G B C 

Casey Cuddy G B C 
Tom Daniels G B C 
Julie DeDomenic G B C 

Scott Dumbauld G B C 
Jim Garvey G B C 
George Gose G B C 
Robin Griggs G B C 

Craig Halliday G B C 

Steve Henck G B C 

Kia Hodges-Harper G B C 
Julie Janzaruk G B C 
Sasha Karev G B C 
Nancy Leser G B C 

Rob Litchfield G B C 
Greg Luce G B C 

Erika McGonigle G B C 
Paul McLeister G B C 

Darryle Melson G B C 

Chris Meyer G B C 



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 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

G 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 

B C 
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SELECTED READING ON NEGOTIATION AND DISPUTE RESOLUTION 

Practitioner-oriented: 

Lewicki, Roy J. and Litterer, Jos., Minton, John and Saunders, David. Negotiation. Second
 
Edition. Homewood, IL: Richard D. Irwin, i994, forthcoming.
 

Lewicki, Roy J., Litterer, Jos., Saunders, David and Minton, John.. Negotiation: Readings.

Exercises and Cases. Second Edition. Homewood, IL: Richard D. Irwin, 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 Difficult Bosses. New York NY: Birch Lane Press. 

Breslin, J. William and Rubin, Jeffrey Z. Negotiation Theory and Practice. Cambridge, MA: 
Harvard Law School Program on Negotiation Books, 1993. 

Cohen, H. You Can Negotiate Anvthinn. 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 Togethen 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 a. ' 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, 1988. 

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, Boston: CBI Publishing, 1983. 

Smith, H.B. Selling Through Negotiation. New York: AMACOM. 

Ury, William. Getting Past No: Negotiating With Difficult People. New York: Bantam, 1991. 
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Negotiator Pro Planning Software, Beacon Expert Systems, 35 Gardner Road, Brookline, 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.The Seven Habits of Highly Effective Peopla. New York: Fireside Book, 1990. 

Pfeffer, 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. San Francisco: 
Jossey Bass, 1988. 

Research Oriented: 

Bazerman, M.and Lewicki, R.J. Negotiating inOranizations. Beverly Hills: Sage Publications,
1983. 

Lewicki, R.J., Sheppard, B.H.and Bazerman, M.(Eds). Research on Negotiation in
Organizations, Stanford, CT: JAI Publishing Company. Vol 1: 1986. Vol 2: 1990.
Vol. 3: 1991. Vol 4:1993. 
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1900 Kenny Road 
UVR Columbus, Ohio 43210-1090UNIVERS[FY 

Phone: 614-292-4353 
Telex: 9102505950

June 17, 1993 Fax: 614-292-1260 

Mr John Turner 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 sincerely 

Elibieta Jacdwicz 
Program Associate 
Entrepreneurship 



POLISH ENTREPRENEURSHIP INSTITUTES' COORDINATORS 

EVALUATION FORM 
U.S. 	trip, June - July, 1993 

1. 	 Please list the 3-5 most valuable and useful ideas, concepts and experiences 
you obtain from: 

a/the participation at the 38 ICSB conference in Las Vegas: 

- I learnt what organization errors I should avoid while preparing our
 
Forum.
 
- I 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)
 

b/the 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 ii a small firm (2) 

c/the 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)
 

(,
 



3) 	 Negotiations by prof. Roy Lewicki 

- very interesting;
 
- I 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 Bialystok (2)
 
- good
 
- How to use e-mail (2)
 

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 I am aware that I 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 Poland)
 

3. 	 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) 

4. 	 What problems or concerns did you have with this trip? 

- No problems (6) 

5. 	 How could we have improved your learning experience? 

- More practice, contacts with consultants
 
- More lectures of good professors. (2)
 
- I 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 



Practices of
 
Exemplary Leaders
 

Challenging the Process 
* Sea"ingf for Opportunities
" rxperimetin 

Inspiring a Shared Vision 
" Envisioning the Future 
" Enisting Othen 

Enabling Others to Act 
" Fostering Collaboration 
" Strengthening Others 

Modeling the Way 
" Setting an Example 
" Planning Small Wins 

Encouraging the Heart 
* Recognizing Contnibutions 
" Celebrating Accomplishments 

er.
Copyright @1988 by JamesM,.pa, and B. Adapted from The Le 
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Characteristic 5. MethodoloW 

CHARACTERISTICS OF AN Teams often are required to solve problems and make decisions. A shared 
methodology of problem solving is an essential discipline. Often, innova-

EFFECTIVE TEAM tive solutions are needed, so teams need to be genuinely creative. 

While researching this book, we asked more than two thousand managers Characteristic 6: Olijectlves 
to define an effective team. We found ten characteristics that were almost Every team needs a purpose that is understood, shared, and considered 
universally named. We will explore the main conclusions from our survey worthwhile by its members. This purpose can be described as the team's 
in the following pages. mission. Teams derive their objectives from their missions. Objectives take 

Many or the managers recognized that effective teams skillfully com- the form both of broad team objectives and of specific objectives for each 
bine appropriate individual talents with a positive team spirit to achieve member. Teams draw strength and direction fr-m a deep, shared under­
results. Some of the characteristics named are paradoxical and seem to standing of common purpose and from an understanding of how each 
cnntradict one another. This is, in fact, true: effective teamwork is the member's objectives contribute to the achievement of the team's broader 
synthesis of apparently contrary forces, purpose. 

Characteristic 1: Conflict Characteristic7: Output 
It is widely thought that effective teams are harmonious and unified. Not The 'acid test of a team is its capacity to deliver the goods. High standards 
so. Excessive harmony can encourage intellectual dishonesty. Challenge, are essential. A team is capable of achieving results (beth in quality and 
openness, and veracity among team members is an essential characteristic quantity) that its members cannot achieve in isolation. Team members' 
or team effectiveness. diverse talents combine to create end products that are beyond'individual 

members' capabilities. 
Characteristic2: Discipline Characteristic 8: Structure 

There comes a time when teams need to do what they are told. This is true 

even at the most senior levels ofgovernment. After a policy has been agreed A mature team has dealt with thorny questions about control, leadership, 
on by a senior group, implementation is mandatory; the team has to play procedures, organization, and roles. The team's structure is 5nely attuned 
its allotted part. Imagine what would happen if the brass section in a to the tasks that are undertaken. Individual talents and contributions are 
symphony orchestra decided to play 'When the Saints Come Marching In' utilized without confusion. Team members with a drive for leadership have 
during Beethoven's Fifth Symphony. learned to understand one another and to cope with any feelings orhostility, 

competitiveness, or aggression. Mature teams are flexible, responsive, 
orderly, and directed.Characteristic 3: Energy 

In an effective team, members gain strength from one another. Collectively, Characteristic9: Mutu#al Support 
they reel more potent and find that team activities renew their vitality and Members of an effective team develop a distinctive team spirit that encour­
enjoyment. The word synergy" was coined to describe this special group ages mutual respect, support, and simple enjoyment of one another. Team 
energy. Synergy has been explained with this mathematically improbable, 
but psychologically accurate, equation: 2 + 2 = 5. A team's power goes members identify themselves with their team. Team success or failure 
beyond the sum or its individual members. A team has the capacity for affects each member, and the members will extend themselves to serve the 
synergy-a group energy that can deliberately be developed and utilized, interests of the team. Effective teams have an atmosphere that supports 

confidence sharing, effective listening, problem solving, and risk taking. 

Ciharacteristlc4: Learullig Characteristic10: Team-Member Fulfillment 
Effective team members continually learn better ways ofworking together. High-performing teams look after their members in more ways than 
They review their experiences in order to critique both individual and team through providing a menu of psychological rewards. Team members actu­
performance. Interestingly, teams operate like organisms; in a way, they ally grow in stature through their membership. Their potential is recog­
learn regardless of who the members are. 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 -- I do this very weli 
2 - Competent - I do this moderately well 
1 = Development Area - I 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 Understand 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 and 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 & Fnsner, 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 

2. MARKET SEGMENTATION 

3. RELATIONAL MARKETING 

4. "RIGHT" SIZING 

5. TOTAL QUALITY MANAGEMENT 

6. PARTNERING 

7. EMERGING COMMUNICATIONS TECHNOLOGIES 



Teaching Ideas 

CHALLENGES OF TEACHING NEGOTIATION 

Roy J. Lewic/uJ 

Courses In ngotlation have become a growth Industry. Eleven years ago, when I W taught a 
negotlatlon course to students in a graduate school of business, there were perhaps two or three ot 
comparable courses Inthe United States. Reading and case materials at that time were drawn largely from 

abor relations, social psychology, and International diplomacy. Simlation materials were adapted from 
game theory, collective bargaining and psychological experiments. Only one or two practitioner-orlented 
trade books were .vailabe Inthe marketplace. 

Today, many new negotiation 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 to 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 analysis of negotiations n 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 t"aining organization and consulting firm. 

Despite this dramatic proliferation of negotiation courses, seminars and resource materials, there 

has been iittle explicit discussion of how negotiation should be taught My purpose Inthis article Isto Initiate 

such a discussion by exploring some of the central problems, issues and dilemmas of teaching negotiation. 

While some of these problems are not unique to teaching negotiation skills (and related courses Inpower 

and conflict management), others specifically arise because of the nature of the subject matter and the 

pedagogical sye necessary to create a rich and challenging learning environment. 

How Teaching Negotiation IsDifferent 

Some elements of teaching negotiation are very different from te-4chir' more traditional courses. 

The following examples of such differences 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, until recently, each Instructor largely 
&reinventedthe wheel' each time he/she designed a negotiation course. While this newness 

offers 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 learned 

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 o open discussion about teaching 

negotiation, there has been little systematic dialogue and research on how the aubct 

should be taught. Each Instructor has developed a personal teaching model based on 

quasi-random experimentation and intuitive judgment These models and thair implications 

have not been tested. 

As noted In the introduction, the study of negotiation is truly Interdisciplinary. Negotiation3. 
has been studied in a variety of different contexts, and both researchers and kistnijtors 

have liberally borrowed models and theories from one context and applied them to anottw. 

Yet the appropriateness o the cross-context trmnslation and application has seldom been 

tested. 	For example, researchers In ilrd party dispute resolution have often noted that ird 

parties operated In different environments and contexts, e.g., labor relations, the court& 

community disputes, corporate organizations and international diplomacy. Moreover, 

research findings derived in one context were readily applied to another as though the con­

texts were identical. Yet until recently, no effort was made to test this transferability and 

determine how much contextual factors actually affected third party behavior and 

effectivoness (Lewicki, Sheppard, and Bazermarn, forthcoming). The ofsame manner 

unbridled cross-field application has occurred In most of ihe 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 skill development and Intellectual training. This has 

occurred because the greatest demand for negotiation courses Is in professional schools 

of business and law, where there is a stronger emphasis on pragmatic education. Inaddi­

tion, students enter the course with varying degrees of behavioral "expertise." While most 

students have not been exposed to negotiation theory and models, many have negotiated 

for a long time, some in a professional capacity. To the degree, then, that a negotiation 

course emphasizes skill developmer,' students may have to unlearn old, unproductive 

behaviors as well as learn new behaviors. 

A Model for Teaching Negotiation Skills F 

There are several key assumptions about the teaching and learning of negotiation that, though they 

may seem obvious, should be stated explicitly. 

First, negotiation is a comprehensible social process. Negotiation is not a mystical process In a 

black box; itcan be analyzed, understood, and modeled. Second, negotiation is a learnable and teachable 
Finally,skill. Negotiators are made, not born, and skills can be Improved and relearned throughout life. 

change and improvement In negotiating behavior require a combination of intellectual training and 

behavioral skill development. Thus, the most effective approaches to teaching negotiation will Integrate 

Intellectual analysis and skill development in a complete pedagogical package. 
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FIGURE 1
 

Conmrete
 

Obsrvation anWTesting implications 
of concepts in ruliectlaon
 
now situations
 

Formraion of abaett
 
concepm and generaJltion
 

In teachingTo 	demonstrate how skill development and theory may be Integrated together 

negotiation, I wil employ a simple, broad-based model of experiential learning (Figure 1). This model, 

derived from the work of Kolb, Rubin and McIntyre (1983), proposes that learning occurs Infour Interrelated 

steps: 

the development (or external introduction) of concepts, principles and generalizations, leading* 

to 

* predictions, hypotheses, or testing of the Implications of il-,se new concepts, leading to 

actual behavior and concrete experiences, leading to* 

that behavior, leading back to further concepts,* 	 observations, reactions and reflections on 


principles and generalizations (theory).
 

Students can begin anywhere in this cycle to change their behavior or their understanding of ILFor 

instance, athletes who want to improve their tennis swing might begin this process by becoming more aware 

of their 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). Similarly, 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, reflection, Intention to behave differently, and more new behavior). 
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This model Is useful Inseveral ways, FU'st, f applies to many differet situations where skills are 

learned and developed, and allows us to break down the skll development process Into Its component parts. 

Second, since the learning model has several component parts, Itis most useflt to structure the learnin 

process to bolster each of the elements. Finally, there are several competing theories as to the optimal 

I will note some of these competing theories In the discussion thatplace to 'enter' this learning cirde. 
follows. 

Structuring The Course 

While it is possible that some doctoral-leve Instructors may wish to teach only theory and research, 

Instructors at other levels generally want to structure a course that Is designed to Improve the student'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 Improvlng their negotiating 

behavior. Courses structured In this way are more likely to help the student recognize the relation between 
effectively.

theoretical principles and actual behavior, thereby preparing the student to negotiate more 
more Interesting, enjoyable,

Finally, experiential components add a dimension that makes the course 

exciting, and relevant to both student and Instructor. 

There are many ways to structure a negotiation course-In terms of the topics covered, Intellectual 

Since I am not proposing that there is one definitive way to teach 
and experiential materials used, etc: 

this topic, the following ideas are intended as suggestions only. However, an Ideal course structure should 

emphasize each of the four stages Inthe experiential model, and I shall make specific recommendations 

regarding course design elements that may be used for each stage. 

Theory and Concepts. Most academic courses emphasize theory and scholarly research. 

Negotiation Isno exception. There is a Large volume of material available on the negotiation process, written 

perspectives (e.g., psychology, economics, communications, sociology, law, and 
from many different 
political science). Instructors seem to prefer all varieties of textbooks, research books and articles, or mass 

market publications written largely for practitioners. The following topics are addressed in most negotiation 

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 some exposure to game-theoretic models;* 

the basics of competitive, distributive, win-lose negotiation;* 

" 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, 1985. 
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* 	 the use of power, and negotiating Inunequal power relations; 

" 	 approaches for resolving unproductive negotiations, Including the use of third parties. 

Intentions/Predictions. Intentions and prerlctkons are ways that the negotiator translates theory and 

concepts Into practice. Whether Itbe a desire to try a different strategy in negotiation, or apply a concell 

from the reading, students should be specifically encouraged to engage in planning and goal setting pdor 

to negotiations. This may be accomplished Inthe following ways: 

* 	 requiring students to engage In a planning proess prior to simulated negotiations, or to 

real-world experiences. Planning may Include preparation of Iniormation and arguments, etting 
te, andnegotiation goals and objectUves, predicting the opponent's objectives and personal 

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 

povides a 'safe' environment In which to try new b:havlor and gain feedback from others, but 

without endangering the substance of an agreement or the long-term relationship between the 

parties that Is at stake in real negotiations. 

Students may also be specifically encouraged to practice the prescribed behaviors of a particular 

model, such as different ways to achieve integrative agreements (Prultt, 1983) or different ways to act as 

Finally, students might learn new a third party in resolving a dispute (Sheppard, 1984; Brett, 1983). 

a model who negotiates 'correctly' (according to some prescriptive theory orbehaviors by imitating 
framework). This process is analogous to watching the tennis pro's technique with a backhand swing, or 

watching a videotape, and then trying ityourself. While behavioral modeling has been used a great deal 

as 	a way to master complex skilis, remarkably little Ifany training in negotiation has used either 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 illustrate 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 Issue negotiations), and building toward more complex negotiations as the course 

progresses. 

At this time, while there is a great deal of case material available, it is not centralized Inany one 

Much can be derived from books of resource materials (e.g., Lewicki and Utterer. 1985),
location. 

(e.g., Bass, Bass and Shapira, 1982), dispute resolution organizationscommercially distributed scenaOT-r 

(e.g., American Arbitration Association or National institute for Dispute Resoluton-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 crass, to be completed by the students on their own. I suggest instinors use several of each kind. 

In-class activities allow the instructor to describe the simulation and instructiors CdaIy, monitor student 

behavior closely, and debrief events 'on the spot. However, slmulatlon effectiveness may be constrained 

I the classroom facility does not have sufficient "break out' space for grouPs to meet and work 

Independently, or Ifthe allotted time IsInadequate. In contrast, simulations apart from classes allow studerts 

to prepare at their leisure, control (and manipulate) the time and place of negotiation meet as often U Is 

necessary, use breaks and recesses strategically, etc. A twenty-minute in-clas simulation between very 
competitive students may consume three or four hours outside of class. 

Grading. Several Instructors have expedrnented with grading students on their negotiating behavior. 

Some use simulations that allow various settlement packages to be scored with point schemes (e.g., 

Edwards and White, 1977), and assign grades based on the number of points won. With other sImulations, 

grades can be determined on the basis of who negotiated the better package for each party Inthe dispute, 

or who Invented the most Integrative solutions. Unfortunately, there appear to be very few efforts to evaluate 

students on the effectiveness of their 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; 

* 	 to help students compare and evaluate the differences between their Intended actions and what 

may have actually occurred; 

" 	 to use the simulation to highlight key conceptual and theoretical points; 

* 	 to create the opportunity for students to note deficiencies in their own behavior, or the 

negotiation process, and to define-implicitly or explicitly-new or different ways to behave. 

There are many ways to achieve the reaction and reflection objectives through course structure and 

design. First, students may discuss the simulation after Ithas 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 their behavior. Third, students may be asked to prepare a formal written analysis of 

the simulation, applying theories and concepts to the situation or setting explicit goals for future behavior. 

Instructors frequently use these application papers or journals to encourage students to monitor their 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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and by completing one or more 
on their behavior In the simulatIons, fedback from other students 

to negoiaton-such s Colict
personality sef-assessmant questionnaires on dimenskn related 

management style, assertvenoss, ethics, etc. 

Negotiation case studies are another major 1eamng vehicle Inthe reaction and reflection phase. 
I the 

Cases expose students to the negotiating behavior of other encouraging exam atlon d behavior 
to enrich knteTheorie concepts and models are also p vded 

corttext In which It occurs. 
Cases are discussed Inclass or may be given as examinationS to test successM anal

comprehenson. 
Fims and vldeotapes am also good case material, allowing students the 

and application of theory. 
as well as negotation techniques.

Opportunity to observ'e nonerbal behavior and strategic nuances 

Unfortunately, few I any quality case-oriented firns and videotapes are avaable for hstructial Usa.
 

Differences Among Learning Populations. Whether the instructional module Istwo hours one day, 

three days or an entire semester, the Instructional design should Include afl four elements of the experiential 
ina longer

This cycle may be completed once In a short program, or multiple times 
leaming model. 

Measurement may be formal, as in graded examinations and papers, or informal, as 
program or course. 
by simply noting behavior. Moreover, students should be encouraged to continue to keep apersonal Journal 

to monitor their negotiating behavior and compare goals set prior to actual negotiations with the results ci 

the process. As Inany skill development program, consistent monitoring and practice of new and different 

likely to lead to behavior change and enhanced effectiveness.
behavior Is more 

In addition, different student populations should probably receive varying exposure to different 

As noted elsewhere (Lewickl, 1979), university students are mor 
components of the leaming module. 


comfortable with theory and abstraction, and more able to work with conceptual models that may not have
 
In the behavioral

In contrast, executives and practitioners are generally Immersed
ready application. 
dynamics of the process, but are less facile with complex theoretical abstractions. Instructors working with 

these latter groups will find itmore useful to limit conceptual Input to 'iriendly theories': those that we less 

abstract, or Immediately tied to in-class simulations or examples the audience 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 

I believe that teaching negotiation and conflict management creates several unique challenges and 
I will now describe some of these 

problems that Instructors do not typically encounter In other courses. 


challenges.
 

Most negotiation Instructors are 
1. The Vola'l/ty and UnpdictWabllty of Cfassr~or Dynam/cs. 

Intellectually aware of the dynamics of conflict. Competitiveness and conflict lead to heightened emotions. 

distortion of perception and Judgment, misattribution of the causes of behavior, heightened cohesiveness 

in one's own group, and the enhanced likelihood of behaving unproductvely and unethically. However, k 

s one thing to understand these dynamics Intellectually and recognize them In others, and another to 

experience and manage them. 

Because of these dynamics, courses Inconflict, power, and negotiation often energize and motivate 

students, making classes exciting. Events occur that students remember long after the course Isover and 
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the Intellectual content is forgotten. There is, however, a regative side to these dynamics: students wil oftsn 

be angry at one another, a sometimnes at the Instructor. They wil say th ngs they don't mean, and do 

things for which they do not understand the consequences. They will get carred away by the momert yet 

be surprised or even remorseful lWer. 

The Instructor, who cannot run away from such situations, must be comfortble around Othe who 
are Inconflict. Sometmes an Instructor Isurttlngy enrapped Inthese dynamics, becoming apart of the 
problem, rather than an uninvotved obsver. Because classroom events are not atways predictable and 

plannable, an Instucor of a course dealing with negotiaton and conflct managenont should be prepared 

to address, manage, and Integrate spontaneous classroom events with the learning objectives of the coue. 

2. Mul~ple kItctcr Roles. In a tmditona academic course, the Instructor has dear-cut role 

responsbUtles: to structure a coherent course outline, lecture, faclitate discussion, and evaluate studert 

performance. However, by virtue of the variety of educationa experiences described earlier, as well as th 

unpredictability of conflict dynamlcs, Instructors In negotiation courses are placed In multiple (and often 

conflicting) roles. Instructors must continue to act as formal educators, but also have enhanced 

responsibilities as classroom managers, referees, mediators and counselors. While these roles and 

accompanying responsibliftles may appear to be distinct and explicit, Inpractice they are frequently vague 

or In direct conflict Following are some guidelines for each role: 

Educator/Evaluetor. The Instructor's responsibilities are, as just outlined, to structure the course, 

to be an expert In the conceptual foundations of conflict and negotiation, to convey that expertise through 

lectures or readings, to facilitate classroom discussion, and to evaluate student learning and performance. 

Classroom Manager. The Instructor's job Isto orchestrate the learning experience. Role plays need 

to be planned with regard to preparation and distribution of materials, securing adequate facilties, time 

scheduling, and organizing students Into groups. Before an exercise Isconcluded, students should discuss 

the exercise and abstract key points. Simulations are useless activitles without this analysis. Finally, 

applications should be drawn to the major conceptual polnts. 

Regulator/'Referee. The Instructor's responsiblitles are to define the boundaries for appropriate and 

Inappropriate behavior in the classroom and In simulations. The Instructor will frequently become the 

policeman, prosecutor, judge and jury In setting and enforcing rules. Some of those rules are academic, 

while others are procedural and relate to the simulatlons. The Instructor must decide which rules to make, 

how to enforce them, and what to do when they are broken. 

Mediator/Counselor. Finally, as noted earlier, students often become angry and entrapped Inthe 

or ended In betrayal. Yet for the educationalconflict dynamics. Negotiations may have deadlocked, 


process to proceed, students must be able to detach themselves sufficiently to assess events and behavior
 

and move on to other actitles. The Instructor's job Is to help the class achieve this balance, and frequently
 

requires Intervention as a mediator or counselor.
 

Role conflict for the Instructor conslstenty occurs among these various role responsibllties. These 

conflicts arise when student and Instructor disagree on the appropriate role to be taken, or when an 

Instructor must assume several different roles and each prescribes a different behavior. Margement of 
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enjoyment of a course, studort
these conflicts can significantly enhance or detract from the nsr-utor' 

earning in a course, and student satisfactlon with the course. Examples of such conflic are: 

models for effective negotiating behavior. As" 	 Students try to anticipate the inrctor's kplici 

a result, they are afraid to be spontaneous, take risks or try new behavIOr because they believe 

the Instructor wil use grades to punish them (conflict between the Evaluator and Educator roles). 

Instructors must decide whether to aMow students to behave destructivey, and to discover the* 

consequences for themeives, as opposed to stopping that Lehavlor and depriving the student 

of the learning experience. Similarly, Irstructors must decide when to stop a simulation to curtal 

escalating conflict (Educator and Referee roles). 

Instructors often require students to analyze their behavior through self-assessment papers and" 
Some of the least experienced and most destructive student negotiators are blind to 

Journals. 
behavior and the consequences Ithas for others. Instructors need to critique this

their own 
behavior in their feedback on the paper, yet the student must believe that the academic grade 

awarded on the papers reflects the quality of analysis, not the behavior Itself. In short,academic 

assessments must be seen as Independent of judgments about the effectiveness of negoting 

behavior (Evaluator and Counselor role). 

Resolution of Instructor Role Conflict. The examples just noted are only a few of the role conflicts 

the Instructor will experience. Each conflict offers the instructor a dilemma and a *choice 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 Inevitability" 
of role confllct.whether real or perceived. 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 explicit with students in advance about the formal criteria for grading in the course, and how 

the criteria wil be applied. This Is a principle of good teaching In any classroom, but ItIseven 

more critical Ina negotiation course. Explicit and independent criteria help students believe that 

the grading process Is independent of their behavior or an Instructor's 'whimsical Judgment." 

are responsible for the
" 	 En clear that students should do as they please, but that they 

consequences of their behavior. In a course that requires extensive role playing and simulation, 

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 ifthey 'misbehave' in a simulation (e.g., act explotatively or unethically), their grade will 

So they act inhibited, or ask the instructor's 'permission' to behave Inways they
be affected. 
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 InsthJctor should make it clear that students not only make their own 

choices about their behavior, but also must live with the consequences of that behavior. Ifthey 
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choose to behave competitively or unethically and engender anger or mistrust among their 

classmates, these are realistic consequences that cannot be avoided. 

are 	a number of other procedural rules that are . RegLa&t CWaoom Dyrnmlc There 

necessary and useful for Instructors to stipulate, such as the folowg: 

All behavior, Including behavior insimulations and role plays, b "real." Students sometimes try 

to argue (usually ex post facto) that role playing and simulations are not "real'because the are 

no actual outcomes and people play atfical roes. These arguments are often used to avoid 

taking responslbilty for thei behavioor Its consequences, or to deny the Impact of that behavior 

on others. Moreover, they argue that they certainly would have behaved differently had this been 

a "real'situation. Instructors will recognze this behavior as defensive and myopic, yet often feel 

frustrated In their Inability to persuade the student that this Is a limited and perhaps distorted 

view. Instead of becoming entangled In such arguments, It Is usually easier to have students 

accept the Initial premise that all behavior In the course Is "real', that they make choices 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. 

* 	 It is imperative that the confidential Information provided Inmost role playing scenarios will Infact 

be treated as confidential. Instructors should routinely Insist that students not read the opposite 

side's Information, or excuse themselves from the exercise Ifthey are aware of the other side's 

confidential Information. 

a larger course should view behavior as
Small groups negotiating within the context of 

This is an extension of the previousIndependent and autonomous from other small groups. 

procedural rule on confidentiality, but applies to discussing the role play with other students In 

the course before they have completed the exercise. Gaining confidential infohmation from other 

groups that may have already completed negotiations, etc. will be viewed In the same light as 

reviewing the other side's confidential 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 

Behavioral dynamics In the course may
which students may know one another very well. 

gossip outside the course, perhapsfrequently become the subject of discussion and 

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 confidentiality are only one form of ethical violation. Students 

may "bluff" about their position, or tell an outright lie. They may spy on another's planning session, or steal 

Instructors should treat these events
the other's documents. They may try to bribe or Influence a referee. 


as Important dynamics that need review and attention. Moreover, while Instructors frequently set aside one
 

classes to discuss ethics specifically, I believe that the best discussions occur 'on the spot,' as 
or more 
perceived ethical violations occur and are challenged. I suggest the following strategies for discussing 

ethical Issues: 
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Make note of the Issues ralied and bring them up Inthe debravig cl an activity (particularly I* 

students do not rise them);
 

insuor. Instead, work to slick the perceptions and* 	 Do not take a norawtive position as the 
and observers;perspectives f the actor, those affected by the acti, 

rule that may have been* 	 Use the discussion to develop an agreement on the Implied ehical 

violated (e.g., OLyng ISbed). Test out whether everyone agrees that thls Isthe rule, whether the 

rule applies Inthis cae, and whether the rule has been actually volared. The odds are that the 

class wi not be wnnImous on ft poIl 

Use the rule and Its perceived violation to highlight how people disagree about the rules tht 

distorted peroeptions #t 
* 

govern compative social behavior. Also, point out how the 
about perceived ethical violations and their 

accompany confict enhance the debate 

appropriatenes 

. Students, and even experienced Instructors laugh 
. Exdreme Emnxrona/s.,n, Revenge and VW 

nervously when this is mentioned. However, 'truth In packaging" requires that I admit that occasional 

episodes of extreme emotion, revenge and violence do occur. 

ever get that upset over a 'silly* simulation; many
Students don't believe that anyone would 

Yet people become very upset when betrayed, duped or 
Inexperienced Instructors don't believe Iteither. 

Heated words and accusations can lead to long-standing feuds, revenge, and even physical
ignored. 
confrontation. The following steps ae recommended to prepare for this possibility: 

Students may laughA Ono violence' rule should be announced at the beginning of the course. 

itoff, but the point should be made clear. 
" 

* 	 Instructors should Instantly terminate a simulation or role play when passions become extreme. 

Announce that the exercise Is over, separate the parties, allow individuals to calm down, and/or 

call a break. When passions cool, reconvene that group and have people come to grips with 

what occurred. Istrongly recommend that students be encouraged to 'ventilates by talking about 
I 

how they feel, but not by hurling accusations at the other side and resuming the fight. 

decidedly do not recommend that the Ir.structor dismiss the class and ask people to "cool 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 culture by spreading rumors, buiding 

alliances, and allowing the feud to surface In other courses. 

There are usually one or more students who 
6. 	Negodating Rules anid Procedires Wh S.eLirt,. 

will attempt to use the substantive topics of the course as a rationale for testing the instructor. If, as the 

n the world are negotiable, then why not the course requirement%
Instructor may maintain, many things 

rules and procedures? These students w1 either explicitly attempt to renegotiate the rules-due dates, content 

rules and then attempt to negotiate the 
of 	assignments, exemption from assignments-or defy the 

consequences. Other students will explicitly state that the best way to evaluate students in the course Is 
Finally, others wiE 

by grading their negotiating effectiveness with other students or with the instructor. 

attempt to renegotiate grades and evaluations. 
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to these students, enforcing the prse rules
Some Instructors are con-doabe simply saying "no" 

and procedures. Others are torn by the compelling persuasiveness of the arguments, or perhaps their 

desire to reward the Innovative and enterprising student who creatively challenges the system Once again, 

there are no hard and fast answers, but my recommendation k to stick with the explicit rlies 

n this dLscussvo Ifthe Instructorplans
The fairness and equity of the grading system Is at stake 

to evaluate academic performance based on examinations or papers,then students believe this sysem wit 

their academic obigatons with
be consistently applied to all. Ifsome students can succesy,renegotla 

suchInto questlon An Instructor cannot reward 
an Instructor, the nstrcors falmess Is called 

the Impression that the rules are not systemati­
entrepreneurl Initiative by one student without conveyin 

cally and uniformily applied. Such negative perceptlons are ultimately detrimental to an instroe's 

evaluation and adjudged effectiveness by the class majority. The Instructor wil lose credibility and respect 

Inthe eyes of the students. 

Future Agenda 

n. 
In this article, I have attempted to review the status of knowledge about the teaching of negotlatl6 

As I have pointed out, while academic courses and seminars on negotiation have grown dramatically Inthe 

past few years, little has been written about the process, and even less research has been done. Instead, 

each Instructor has developed an Indvidual approach to the topic. 

My hope is that this artlde w4l stlmulate further dialogue on the subject. Given the Importance of 
courses within

negotiation skills to professlonals in all fields, and the accelerating growth of negotiation 

prnfesskoW schools, closer attention should be paid to the pedagogical sW/4es and tools that are used to 

I hope that commentary, will be received not only from other academicians, but from
teach this subject. 

This discussion can only help to improve the effectiveness of 
practitioners who negotiate every day. 

teaching negotiation skills. 
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STRUCTURING THE NEGOTIATION COURSE 

In talking with 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 instructorsl As a result, we only offer here some general
 
guidelines to instructors about the factors which shotild be taken into 
consideration in designing and structuring a course. Many of these guidelines
 
and suggestions were identified In the previous Negotiation Journal article; ve
 
will briefly review then here.
 

1. Class Size. Instructors differ on their ability to manage various
 
groups in experiential learning activities. Good experiential learning requires
 
a classroom of moderate size--i.e. 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 maximum 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 mustl
 

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 is 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 (90-100 minutes), and
 
some instructors even prefer one 3-4 hour class period once a week. While the
 
fatigue factor is high, the longer class allows for maximum flexibility In 
carrying out role plays, discussing them, and integrating them with conceptual 
material. 

4. Sequencing of Content. This is a matter of choice among instructors. 
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 kqh 
formats. 

5. Assirments Evaluation and Grad;n. Instructors have used a variety
 
of different learning vehicles in courses on negotiation. We make the following
 
suggestions:
 

a. Examinations. 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 se''cted case, and perhaps application of 
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We do not recommend short answer, multiple 
choice
 

theories and approaches. 

examinations.
 

b. Te~Lm 2L-p . We have frequently given students a number of 

options for a term paper assignment:
 

a negotiation as reported in the media-­
* researching and analyzing 

dispute, disarmament talks, international negotiations, 
e.g. a labor-management 

There is an unlimited number of topics 
to be taken
 

major business deals, etc. 


from history, politics, labor relations, 
business and international affairs.
 

* researching and analyzing a negotiator--a.g. 
Kissinger, a labor
 

Actual interviews with
 
leader, or someone the student can get 

information on. 

etc. often provide
salesmen, insurance adjusters,
real estate
car dealers, 


interestirg 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.
 

Topics can be
 
strategies of deterrence, effectiveness 

of third parties, etc. 


generated from the research-oriented textbooks 
and journals.
 

* writing a 'personal case,a based on 
a student's own negotiating
 

Students should write a case that describes 
their experience, and
 

experience. 

Because students are frequently still 

"myopic" about
 
then analyze that case. as negotiators, we frequently


or ineffectiveness
effectiveness
their own 

encourage students not to select this 

option unless they can get someone's view
 

other than their own about the events 
and how they transpired.
 

* actually negotiating for something 
of personal value, and then
 

Instead of describing a past experience, students can 
writing a paper on it. 


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-


Students have done
 
hoc interviews and analysis, integrating 

theory, models, etc. 

a faculty member,
 

wonderful projects: negotiating a grade change with 

some friend, negotiating a newspouse or

conflict with a roommate, parent,resolving a with an employer, buying
working conditions


job assignment, salary or 

automobiles, furniture and sporting 
goods, etc. 

combine pers'onal
play. Finally, students may

* writing a role 
a role play scenario 

negotiating experience with historical 
research to write 

can be tried in theplays
a case or description. These role

rather than 
classroom and used in future classes.
 

These assignments
Papers or Dary. 

c. Personal APlication 


or role play, and to abstract the 
a simulationto reflect uponencourage students 

We generally either require students 
to
 

key learning points out of that event. or assign 4-5 
weekly journal that is periodically collected and reviewed, 

keep a of our course outlines: 
in a term. Here is a sample from one 

application papers 

"The purpose of the paper is to encourage 
a reflection and analysis
 

on the 'learning by experience' simulations; 
the paper also gives the
 

process 

sense of your individual progress, 

and your strengths and weaknesses
 
instructor a your reactions,
paper is to describe
task in this 
as a negotiator. Your 


perceptions, impressions or significant 
insights gained from participation 

in or
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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? 

5. What 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 written. 
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.0 

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 I 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 perceived 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 most competent in bargaining? Least 
competent?
 

6. How do I respond when I hold the power in a situation? How do
 
I respond when I have little or no power in a situation?
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Overall, what are my major strengths and weaknesses as a7. 
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 learning and development. Many students like 
in the amount of time and effort they give tothem--but some don't, and it 	 shows 

the activity. Two cautionary notes about using diaries, Journals and learning 

summaries: 

* 	 they are time consuming to read. Evaluation for each student takes 
an exam. In addition, individual feedbacksignificantly longer than grading to 

consuming.students--written or verbal--is also very time 

becomes a reasonably* 	 "grading" and evaluation of journals, by necessity, 
As a result, while the instructor will be able tosubjective process. 


discriminate differences in the conscientiousness paid by the student to the
 
and level 	of student
Journal writing 	task, the detailed nature of entries, 


insight and 	personal learning that may be occurring, it may be very difficult to 
If
explain and justify such differences (and the related grade) to students. 

you, and/or your students, have a strong need for "objectivity" in grading, using 

journals can create a problem.
 

often graded students ond. Graded negotiation. Lastly, we have 

the outcomes of several negotiations. One clear consequence of this practice is 

that it raises the competitiveness of the simulations considerably; but it also 
the process
forces students 	to evaluate their positions carefully and take 


An example of one format for 	using graded negotiations is as follows:seriously. 

"Graded Negotiations". Three role plays will be conducted outside of 

class. By virtue of a point scheme assigned to particular variations in 
the settlements they achieve. Thesettlements, negotiators will be evaluated on 

procedure will basically operate as follows:
 

1. Roles will 	be assigned and the negotiations explained at the
 
or two personend of a particular class period. Students will be assigned to one 

teams, and 	opponents specified.
 

negotiation with
2. Students will have an entire week to arrange a 


their opponent and arrive at a settlement.
 

due in writing to the instructor by3. 	 Results of negotiation are 
Failure to meet the deadline will result in a penalty.a specified deadline. 


4. Teams will be assigned grade-points based on the quality of 

their solution as compared to all other teams playing that same position. 

All members of a team will be assigned the same grade points 

for the exercise unless appealed to the instructor. Appeals must be specified
5. 


no later than 24 	hours after the negotiation results are submitted.
in writin 


There will be three role plays, and they are weighted in their contribution 
to
 

Role Plays 1 and 2 will be worth x% apiece, and Role Play #3
 the final grade. 

will be worth yt."
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is going to use graded negotiations, we suggest the 
If an instructor 

following rules of thumb:
 

total course
should comprise no nore than 1/3 of the 

* graded negotiations 

grade.
 

there should be several graded negotiations.
" 


their
 
arrived at by the students should be submitted to you in 

* agreements 
that there is no disagreement as to 

handwriting, and signed by both sides, so 

what was agreed to.
 

* in students receiving the best package
purely distributive negotiations, 

Thus, in a buyer-seller negotia­
on each side should,be given the best grades. 


and the best seller outcome get the top grade. and 
the best buyer outcometion, 
are graded relative to the top in each group.
others 


simulations which emphasize integrative negotiations, students should 
in 

the best cooperative, innovative joint agreement 
that is
 

be graded based on are the "best* 
may be used as an aid to determine what 

derived. Student judges 
THEY WILL HAVE A NEGOTIATION GRADED
 

solutions. STUDENTS SHOULD BE TOLD WHETHER 

BY DISTRIBUTIVE OR INTEGRATIVE CRITERIA. 

* unless you set up explicit criteria 
to do so, students should not to
 

judged on their behavior in the negotiations, 
but on the results they achieve.
 

If you think you are able to judge 'better* 
or 'worse' negotiator performance,
 

we would be pleased to learn of the scheme 
you develop or use to do this.
 

and assigning grades--particularly
in evaluating negotiation outcomes
* 
 as to
 
integrative negotiations--we have frequently 

been challenged by students 


to defend the criteria youBe prepared
the validity of our evaluation criteria. 

We have also found it helpful to delegate 
a small
 

use if you employ this method. 

for hearing grade grievances on graded

angroup of students to be "appeals panels 

negotiations, and/or to develop the criteria 
for evaluating the results of each
 

could be asked not to do group of studentsfor example, a smallscenario. Thus, 
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
 

part of the grade is assigned based 
on the negotiation. Thus,an analysis paper 

while another part of the 
on the actual outcome achieved in the graded role play, 

on the event. This combines 
on the quality of an analysis paper

grade is based 
and creates the opportunity for students with 

two types of assignments into one, 
(and vice versa) to 

good negotiating skills but poor writing/analysis 
skills 


perform well.
 

In summary, grading negotiations can 
be a creative alternative to reading
 

However, the more competitive the classroom 
envir­

papers Lnd correcting exams. 
 "grading hassles'enmeshed in numerousthe instructor may become onment, the more etc. Be 
with students about criteria used, how good their solutions were, 


to grade students on their 
logical offshoot of any effortsas aprepared for this 

Take appeals only in writing, and consider 
them when you are not
 

performance. 

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 materials
 

that can be used in teaching this course:
 

1. Sample Course Outlines. See Neale, M. and Northcraft, C. Brgaining 

and Dispute Resolution Curricula: A Sourcebook. 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, etc. on dispute resolution in the public and private 

sectors. Two slightly dated but excellent volumes of role plays and 

two volumes of The Manager as Negotiator andcomprehensive teaching notes are 


Dispute Resolver, one for O.B. and Management courses by J. Brett, L. Greenhalgh,
 

D. Kolb, R. Levicki 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 

but sample copies may be purchased as vellin preparation). These are not free, 


as copies for an academic course. One resource is by L. Susskind and E. Babbitt,
 

Resolving Public Dis~utes, 1987, containing the teaching notes on 11 public
 

sector negotiation role plays. The Negotiation Journal, also published by the
 

and Plenum Press, often features articles on
Harvard Negotiation Project 


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, Materials for Teaching Negotiation and Dispute
 

Resolution, edited by Jeanne Brett. The paperbound volume contains many
 

excellent role play scenarios, most of which are "scoreablem 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.
 

there are very few videotapes on actual negotiations thatTo our knowledge, 
The National Institute for Dispute Resolution has a few are publicly available. 

available. The videotape that accompanies the Detection Technologiesvideotapes 
role play (Exercise 18) may be particularly useful. The American Arbitration
 

for teaching about
Association has some excellent videotapes available 

Finally, the Harvard Program has
arbitration and mediation. Contact the AA. 


produced several videotapes as well. Please contact us if you know about others.
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Feedback to the Authors
 

you well. We would be pleased
We hope the materials in these volumes serve 

that you have, or to answer 
to receive any feedback, suggestions and corrections 

Please don't hesitate tothese materials.any questions that come up as you use 
your own organization orknow how these materials work incontact us, and let us 

university.
 

Joseph A. LittererRoy J. Levicki 

School of Business
College of Business 
College of William and Mary
The Ohio State University 

Williamsburs, VA 23185
1775 College Road 

413.549-4930
Columbus, OH 43221 


614-292-0258
 

David M. Saunders
John V. Minton 

Faculty of Management
The Fuqua School of Business 
McGill University
Duke University 

1001 Sherbrooke W.
Durham, NC 27706 

Montreal, Canada H3A I5


919-660-7855 

514-398-4028
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OVERVIEV OF INSTRUCTOR' S MANUAL
 

following resource 
In the remaining sections of this manual, 

you vil find the 

materials: 

Special Guidelines for instructors who have not frequently used role 
1. 

pedagogical tools.
 
playing or instruments in the 

classroom as 

-A matrix that evaluates each of the role 
plays, questionnalires and
 

2. 
 "fit" vith particular sections 
of the readings in the
 

cases relative to their 


Readings volume, and with textbook 
chapters.
 

Individual teaching notes on 
each of the eighteen exercises, 

four
 
3. 


instruments and four cases.
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SPECIAL CUIDELINES FOR USING ROLE PLAYING An 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.
 

Soecial Guidelines for Using Role Playinal
 

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; Maier, 1965. 1975). 
 We will only briefly
 
list them here:
 

1. Role playing provides a "real world3 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
 
analysis 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.
 

5. 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 Osimple 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. Pl'ii 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
 

'Reprinted from Instructors Manual to Accompany Experiences In Management

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 vant to have the class help you select 
people, you may vant to select at random, or you may vant to select individuals 
who make significant points in a case discussion. 

3. Decide whether you vant to =replicate" the role playing by having 
everyone take on a role and conducting a number of role plays simultaneously, 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 comon, gives you
 
more control over the learning process, and allows for other options. 

4. Allow warm-up time for the role players. Hake 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.0 This latter alternative is 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 nre becoming moi' comon, 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
m
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 some
 
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 play 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 walter-egos 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 "difficults it was for people to play particular roles, 
or to "get
 

"get out, of a role. This is usually important information, and oftenin' and 
of the role play and the learning environment inrelates to the subject matter 

the classroom.
 

Stecial Guidelines for Using InstrnMents
 

psychological tests or

There are several activities in EHOB that use 


questionnaires--OAnalysis of Personal Power" (no. 32), *organizational 
Climate
 

of others are commonly available toQuestionnaire" (no. 41), etc. A number 
are a number of advantagesmeasure personality, motivation and leadership. There 

to using instruments in teaching organizational behavior:
 

1. They are a simple way to teach concepts and theory, since the 

participat must respond to questions that measure the attitudes or behavior
 

relevant to that theory.
 

personally2. They produce involvement and interest in the theory as it 

applies to the participants, rather than as abstractions. 

They provide useful information for the participant about himself
3. 

that he can integrate with other aspects of his self-image. 

4. Similarly, they provide information that helps the participant 
from
 

distinguish himself from others in the immediate environment, as well as 

can be confirmed by other kinds of

commonly established norms, information that 

attitudinal and behavioral data.
 

once over time, they help to measure the
5. When administered more than 

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:
 

scores will be made public, and
1. Some participants may fear that their 

that others will find out damaging information about them. This concern for 

privacy is a real and legitimate one, and should be honored.
 

only ask people to share their scores in small groups, and with people
Therefore, 
whom they feel they can trust. Don't require individuals to reveal their scores
 

Respect the wishes of any individual
in large groups unless they are willing. 


who does not want to share his scores at all. Finally, we have often found it
 
responses,


useful as instructors and group leaders to share our own scores or 

that helps participants to share their

thus beginning a "self-disclosure cycle' 
Sharing of your own scores will also facilitate discussion and 

interpre­
scores. 

tation of the instrument, as we describe below.
 

cannot measure
2. Some participants may feel that such instruments 

anything "meaningful." These attitudes are usually related to a 
general distrust 

fear disclosure of information, and

of behavioral science, a of personal 


stereotyped images of psychologists that lead to suspicion and 
denigration of
 

study of human behavior "scientific." Therefore,
most attempts to make the show 
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the relationship of the instrument and scores to real-world 
examples that would
 

For example, with 	the FIRO-B instrument, show how 
the
 

exemplify these scores. 
 can relate to behavior that he 
person's self-description of himself on the items 

Also show the relationship of the 
would demonstrate 	 in interpersonal settings. 

"theory of himan behavior" that is being used. Point out those 
instrument to the and how the scores 
items that cluster together for various aspects of the theory, 

of the individual's dispositions.indicate the strength 

individual explore "contradictory"
You should also be prepared to help the 

himself from the 	 instrument which he finds 
data--that is, information about 

This may be done 	by discovering
own view of his behavior.contrary to his 
answering the questionnaire
felt he was honest in
whether the individual 


and/or asking him to describe his 
the validity of the responses),(checking 

scores to close friends to see whether or not they 
agree with his self-descrip­

tion (checking the validity of his self-perception).
 

to discuss the problems of reliability and margin for error in 
Also, be prepared 

We have usually found it useful to state
 any set of questionnaire responses. 
 set of data about 	oneself,

that any set of questionnaire responses is only one 


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 instrument) and valid 

(fits with the way an individual, or other individuals, 
perceive his behavior). 

which are too heavily
to instruments
3. Finally, do not try use 

there is a strong
"value-laden"--that is, instruments for which 


set of scores (and behavior) is
 or where one
social-desirability component, 

Nevertheless, individuals
 

perceived as much more socially valuable than others. 

of in this way. It is important that you 

may interpret certain sets answers 

stress two things 	in your discussion of the instrument: 
First, point out what
 

Y.U may feel to be the "socially desirable" set of 
responses, and indicate how
 

Second, legitimize
has been built into the instrument. you feel that this 
feeling that not everyone is the same, nor can 

be and should be the same, and
 

scores deviate from the norm should not be overly 
concerned
 

that people whose 

about their differences. In using these instruments, we often get the question,
 

Am I weird?" In spite of the humor that may surround
 "My scores are so-and-so. 

a serious one for many people in the audience, 

and you should
 
the question, it is 

be prepared to handle it effectively.
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From: InterNIC Reference Desk <refdesk@is.internic.net>
 
Subject: Eastern and Central Europe, Commonwealth of Independent States
 
To: jturner@norfolk
 
Date: Tue, 15 Jun 93 10:47:53 PDT
 

Listed below is an article provided by Mark Boolootian. This article defines
 
the state of international connectivity in the nations of East and Central
 
Europe.
 

--The InterNic Information Services Staff
 

Mark Boolootian
 

This is the article from Milan Sterba for the RIPE Connectivty Group
 
containing information about the state of international connectivity
 
in the nations of East and Central Europe. It has been edited
 
to try to make it.easier for American audiences to read without taking
 
away the meaning Prolfssor Sterba is trying to express. Any comments
 
or corrections, please forward to me. Professor Sterba would also
 
appreciate any updates or comments you may want to make. His address,
 
repeated several times in the article, is <milan.sterba.vse.cs> on
 
Internet. The article was not copyrighted, and can be reprinted. Out
 
of courtesy to the author, please leave his name and address on the
 
header.
 

Common abbreviations: 	ECE=East and Central Europe
 
IP=Internet Protocol
 
RIPE=Regional Internet Protocol Orgnization (I believe)
 
EARN=European version of BITNET
 

Richard Budd
 
U.S.A. <klub@maristb.bitnet>
 
C.S.F.R <budd@cspgasll.bitnet>
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draft version 5
 
September 1992
 

An overview of East and Central European networking activities
 

Milan Sterba
 

<Milan.Sterba@vse.cs>
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I. Introduction
 

This paper is based on work of the RIPE Connectivity Working

Group. It sumnarises 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 lines 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 last year in IP
 
connectivity of ECE countries. Czechoslovakia and Poland have today

several hundreds of connected hosts erch and are the most advanced
 
ECE countries with respect to IP 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 IP
 
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 link 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 Latvia
 

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 <gbarzdin@cs.lu.riga.lv> - BaltNet
 
Ugis Berzins <ugis@fidogate.riga.lv> - BaltNet
 
Sergei Rotanov <rotanov@lumii.lat.su> - Institute of Electronics
 
Sergey Dmitrijev <dmit@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 adviso:• 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 <telksnys@ma-mii.it.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 lirited 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 kbit/s leased line between Moscow and DESY in Hamburg, Germany,
 
supporting IP, delivers HEPnet services to two research institutes
 
in Moscow. Low 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 kbit/s leased line 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
 
problems.
 

A considerable effort undertaken by the RELCOM networking
 
organization has brought e-mail connectivity to several thousands
 
sites 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 seems 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:
 

- EUnet - RELCOM
Valery Bardin <fox@ussr.ou.net> 

- EUnet - RELCOM Demos
Misha Popov <popov@hq.demos.su> 


Andrej Mendkovich <mend@suearn2.bitnet> - CIS EARN director
 
- EUnet - RELCOM
Nickolay M.Saukh <nms@ussr.eu.net> 


EUnet -
Igor Sviridov <sia%lot.cs.kiev.ua@relay.ussr.eu.net> -

Ukraine contact.
 

-
Oleg Tabarovsky <olg@ussr.eu.net> - EUnet RELCOM
 
- EUnet - RELCOM Demos
Dima Volodin <dvv@hq.demos.su> 


2.7 Czechoslovakia
 

A 64 kbit/s IP link between Prague and Linz (Austria) is
 
The line is full IP carying general IP, EARN and
operational today. 


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 Pragte 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 kbit/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
 
wherever available and considered necessary, 19.2
kbit/s lines are used 


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
 
- EUnet backbone manager CSGejza Buechler <gejza@mff.uniba.cs> 
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Karol Fabian <Karol.Fabian@uakom.cs> - SANET
 
Jan Gruntorad <tkjg@csearn.bitnet> - 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 <peter@mff.uniba.cs> - president of EUnet
 
Czechoslovakia
 
Pavel Rosendorf <prf@csearn.bitnet> - contact for .CS top level domain
 
Ivo Smejkal <ivo@vse.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 line to 64 kbit/s in 1992. The High Energy Physics

community has access to HEPnet services via a 9.6 kbit/s leased line
 
between Budapest and CERN, Geneva (Switzerland) which is now running

IP.
 

(Note from RB, I believe the Internet connection nut of Budapest has
 
also been transferred from Linz to Vienna. Also many 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:
 

Peter Bakonyi <h25bak@ella.hu> - President of IIF Exec Com.
 
Laszlo Csaba <ib006csa@huearn.bitnet> - EARN director for Hungary

Piroska Giese <giese@rnk530.rmki.kfki.hu> - HEPnet
 
Nandor Horvath <horvath@sztaki.hu> - EUnet backbone manager,


domain contact for HU
 
Balazs Martos <martos@sztaki.hu> - HBONE project manager
 
Ferenc Telbisz <telbisz@iif.kfki.hu> - HEPnet
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- EARN deputy director
Istvan Tetenyi <ibOO6tet@huearn.bitnet> 

Geza Turchanyi <h2064tur@ella.hu> - HUNGARNET CRIP
 
Laszlo Zombory <h34Ozom@ella.hu> - EARN president,
 

chairman of HUNINET
 

2.8 Poland
 

a 64 kbit/s satellite
The main external connection consists of 

link between Warsaw and Stockholm, Sweden. The link 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
 

in Geneva, Switzerland for HEPnet services.
between Krakow and CERN 


X.25 services have only started in 1992. Thus connections
Public 

only be implemented on switched or leased lines.
 

at national level can 

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 by an oiganization called 
NASK
 

also includes the
Research
(National Academic and Network) which 
extend IP
 

Polish part of EARN. Realistic plans exist to substantially 


connectivity over the territory in 1992 using 64 kbit/s 
lines on their
 

national backbones wherever possible and economically 
viable. A National
 

Operation and Monitoring Center has been set up in early 
1992
 

Network 

operates the whole national and international infrastructure. 

A
 
which 

system of network user training and support has also been 

put in
 

place.
 

Contact persons:
 

Polish academic network(NASK)
-
Daniel J.Bem <bem@plwrtull.bitnet> 
 - Polish State Committee for
 Jerzy Gorazinski <Gorazi@plearn.bitnet> 
 Scientific Research 
- contact for PL domain Krzystof Heller<uiheller@plkrcyll.bitnet> 
- EARN director for Poland
 Tomasz Hofmokl <fdl5O@plearn.bitnet> 
 - IP within NASK
Rafal Pietrak <rafal@fuw.edu.pl> 
 Polish academic network(NASK)
-
Jerzy Zenkiewicz <jezenk@pltumk.bitnet> 
 Polish academic network(NASK)
-
Andrzej Zienkiewicz <osko3@plearn.bitnet> 


2.9 Romania
 

International connectivity is now provided by a switched 
X25 link
 

9.6 kbit/s leased line is planned before the end
 to EARN in Austria. A 

This line will be able to
 of 1992 between Bucharest and Linz, Austria. 


carry both IP and EARN/NJE/BSC traffic.
 

Romania has poor internal networking infrastructure. 
A govrernment
 

under commercial
 
project of building a public X25 network is 
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some services in 1993.
negotiations and should start to offer 


In Romania the emerging networking activities seem to be
 

coordinated by the National Council for Informatics and the Polytechnic
 

Institute of Bucharest.
 

Contact persons:
 

National Council for Informatics
Florin Paunescu <florin@imag.fr> -

Paul Dan Cristea <pdcristea@pi-bucuresti.th-darmstadt.de>
 

- Polytechnic Institute of Bucharest
 

2.10 Slovenia
 

kbit/s IXI access
Slovenia is connected over a 64 point in
 
Over this connection an IP link
Ljubljana to the IXI backbone. via
 

Internet connectivity. A

NIKHEF, Amsterdam (Netherlands) provides 


the main EUnet node in Ljubljana to

PSDN X25 connection connects 


Another IXI access point, also located in Ljubljana, connects

EUnet. 

Croatia, Bosnia and Herzegovina to IXI over the JUPAK PPSDN.
 

have achieved a well spread-out branching
Currently Slovenia 

of their nati.onal networks due to the existence of a wide spread 

public
 

X.25 network. There exists as well a developed X.400 service.
 

Research Network of Slovenia (ARNES)
In Slovenia the Academic and 

is coordinating network activities. In Croatia the coordinating
 

organization is CARNet and both organizations cooperate.
 

Contact persons:
 

- EUnet backbone manager YU
Leon Mlakar <leon@ninurta.fer.si> 

Borka Jerman-Blazic <jerman-blazic@ijs.si>
 

- ARNES Executive Director
Marko Bonac <marko.bonac@ijs.si> 

- ARNES
Denis Trcek <denis.trcek@ijs.si> 


2.11 Serbia and Montenegro
 

Serbia has had a 9.6 kbit/s leased line between Beograd 
and Linz
 

cut after a decision by
to carry EARN traffic. Currently this line is 


the Austrian government to cooperate with the UN embargo 
on Yugoslavia.
 

Contact persons:
 

- EARN director for YU
 Jagos Puric <xpmfdol@yubgss2l.bitnet> 


(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
 

They joined CEED
 for inaugurating networking activities in the rountry. 


and are planning soon an IP connection.
 

Currently 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 <pmfmarj%nubsk@uni-lj.ac.mail.yu> or <usev@lut.ac.uk>
 
Faculty for Natural sciences, Gazibaba, Skopje
-


Aspazija Hadzisce <rkntriasp%nubsk@uni-lj.ac.mail.yu>
 
Ministery for Science and Technology, Skopje
-


3. Evolution
 
as


All the ECE countries are very interested in European as 
well 


Poland
 
world wide IP connectivity. In Czechoslovakia, Hungary and 


the
 
there has been rapid growth of connected IP networks 

and hosts in 

Their existing international leased lines
 

academic community. 

infrastructure is now shared by EARN, EUnet and raw IP 

services. Linz
 
have become important concentrating
in Austria
University and ACONET 


points for networking in Bulgaria, Czechoslovakia, Hungary as well as
 

Poland and Romania.
 

resources dedicated to networking in these
 
The financial 


The sharing of the existing national and
 countries are limited. 

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 link at least will
 
It is probable that new IP lines will be
 

be operating at 64 kbit/s. 

time (Bratislava-Vienna, Moscow-Amsterdam).
operational at this 


At the same time the national infrastructure of the 
countries will
 

We can expect an increase in national coverage in
 continue to evolve. 

networks and in Czechoslovakia and
 countries with working public X25 


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. CEEC@RARE.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 between
 
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
 
academic 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 link 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 kbit/s line from Budapest. Due to lack 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 
from several countries. This is in fact in perfect conformance with 
the ACONET proposal. 

The German DFN network has launched several regional initiatives
 
to connect sites in geographical proximity of Germany (e.g.
 
Dreilaendereck project connecting Liberec in Czechoslovakia, Wroclaw
 
in Poland and Zittau in Germany using leased links based on X25 -ith
 
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 mainframes have been offered to
 
Czechoslovakia, Hungary and Poland. IBM and EASInet act also as
 
sponsors for the T1 US link 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
 
@nsf> 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 level
 
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
 

That's why new EC projects proposals are
networking know-how transfer. 

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 network 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 a 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 problems
 
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
 

14
 

mailto:goldstein@nsf.gov


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 is 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.Sterba@vse.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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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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Revised 
Budget Category Budget 

Direct Costs 

Salaries/Wages $653,321 

Fringe Benefits 163,553 

Consultants 155,277 

Travel/Per Diem 305,375 

Mc-erials 52,624 

Non-Expendable
equipment 32,292 

Subcontracts 1,006,000 

Other Direct Costs 124,652 

SUBTOTAL $2,493,094 

Indirect Costs 444,803 

TOTAL $2,937,897 

H~t 

Year HI
 
Financial Status Report
 

(by Subcomponent)
 

July - September, 1993 

9th 3-year
Quarter Total 

Total to Date 

$51,390 $554.536 

14,678 139,090 

2,883 123,166 

6,732 263,739 

800 31,418 

-- 26,749 

178,885 865,585 

10,472 166,649 

$265,540 $2,170,932 

25,217 392,903 

$290,757 $2,563,835 

Encumbered Balance 

$98,785 

24,463 

32,111 

1,915 39,721 

145 21,061 

4,193 1,350 

140,915 -500 

715 -42,712 

$147,883 $174,279 

2,166 49,734 

$150,049 $224,013 
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Institution: Ohio State University 

Quarter: Year III, 1st qtCOntact Person Regarding Cathy Ashmore
 
Project Entrepreneurship Institute this Report:

Component:
 

AID FUNDS GRANTEE OTHER 
 OTHER AID FUND2S PROJECTED 
(COST SHARE) SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER 

E PROJECT 

EXPENDITURES 

Actual Projected Actual Projected Actual Prcected Actual Projected Actual Acta Projected 

Staff Salaries U.S. (Instruc.) 15.4 1I I] II I 1I I ---1 ] [1 ] 
Staff Salaries U.S. (Staff) i III I 
Fringe Binefits 1.7Tl] I I iI[i.] I i 

LoIlav-is I1 I I[ I11111] 1 I i i i I 

Travel - Pcr Diem [X6i7 LI1II 111] [ ~ l ~ i l]L i 

Expenble Supplies I] I Ii [ II I i- I L I 

ParticipantCosEts 
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AID FUNDS GRANTEE OTHER 
 OTHER 
 ACCRUED AID FUNDS PROJECTED 

SOURCES SOURCES 
 REMAINING NEXT QUARTER 

PROJECT
 
EXPENDITURES I 

Actual Prjected Actual Projected Actual Projected Actual Projected Actual Actual Projected 

Workshops, Seminars, Conf. [ I [11] 1111 i I III] [ 111 
VtdeoT.V. Production I 1 1 L1- l] L 11] 
Subcontractrs lidariv i7, ] [II.0lII [ I!IlII [EI 
Subcontractors [ I 1 i I 111 II I I ] 11] 

Transation IZI I 111 III III] L I I] 
Scholarships [ 1 7 [ ~ ] K ~ ] L ~I I]1 II 

Other Direct Costs L I ll i I [ I I 1--61 1-2.7
 

Other ___ _ 777 71 7 777T[1 
TOTAL PAGE I1 I III II [ Il - 0T- 1 



SOLIDARITY FINANCIAL SUMMARY 

YEAR III 

Bud2et 

A. Institutes 

Operations $120,000 
Satellite Centers 90,000 
Faculty Seminars 30,000 
Equipment 12,000 

Subtotal $252,000 

B. Solidarnosc 

Staff 10,000 
Translations 2,000 
Local Travel 5,000 
U.S. Trip 28,000 
Materials/Supplies 1,000 
Equipment 5,000 
Phones/Postage 3,000 
National Conference 8,000 
Case study Publication 5.000 

Subtotal $67,000 

TOTAL $319,000 

Expenses
 

First Quarter
 

$52,500 

2,400 
-

325 

17,4"4 
110 

15(F 

-


$20,459 

$72,959 



SOLIDARITY FINANCIAL SUMMARY 

YEAR I 

Expenses 

Budeet First Ouarter 

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 III


Quarter: 1st Quarter Contact Person Regarding Alicja Unterschuetz
 
Project Entrepreneurship Institutes this Report:
 
Component: 

AID FUNDS GANTEE OTHER OTHER AID FUNDS PROJECTED(COST SHARE) SOURCES SOURCES ACCRUED REMAINING NEXT QUARTER 

PROJECT
IEXPENDITUR ES 

Actual Projected Actual Projected Actual Proected Actual Prcjected Actua Actual Prjcted 

Staff Salaries U.S. (Instruc.) 1111 il ] [il ]F11 LI I][11 
Staff Salaries U.S. (Staff) II 1 l L i 

F~n~BI i l i li i fl E II lI~I L I ---I I I 
Travel - Per Dim [e7-8 [hEY [111]FIL] LI II 
Salaries W-oln 
 Ei]Y [hull I l] Lu l] EE[-] i i I INonexpendable Eqiptnest LI]Y [3 l].W0Ih I] I II 
Expendable Supplies Kil IIII IL ]El.0] [I]LI II 
Indirect CostslZ I l L I] [ ~ ][I][I II 
PaiiaCostsI l l ~ LII]L ~ LI I II 



Worksheet for Qiantitative Data - AID Projects: Central and Eastern Europe (Financial Data- Page 2) 

PROJECT 
EXPENDITURES 

I 

AID FUNDS GRANTEE OTHER OTHER 
OUCSSOURCES 

SOURCES 
ACCRUED 

AID FUNDS 

REMAINING 
PROJECTED 

NEXT QUARTER 

Actual Prcjected 

W'ttkshops, Scminars, Conf'.[ 
Vidco/T.V. Production 11111 

Actual Projected Actual 

i111] [ 
II 

Projected Actual Projected 

[111111 I 
[ i 

Actual 

i 
L-

Actual 

I--] 
Projected 

[ I 

[Z i 
Subcotracte II11'-sI 
Subcontractors7 K[Z 
Subcontractors 771 
Trans aon II 

iII [ 
iI 1 11] 

II1 ] Z IZ 
II i 

[1 11 
i]i] 

I lL 
[ZI 

EUi] 
[1] 

W -IZ] 

I 

Z 

Scholarships FZl 1111 IEZK-]L7 II 

Other Direct Coss 

Other -Nat'l Conf. 

1. 

1 
II III 

i -

1 1 W 
771 7 FY11[ 

LI] 
-1 

IZ] 

TOTAL PAGE1& 2 73.0 
505.9 




