


























Assessing an entrepreneur’s strengths and weaknesses

preliminary discussions with a prospectiv client w 3l - the person
tries to color his or her answers. Are they being honest with you and
more importantly, are they being honest with themselves?

Product and Service Specifications. Can the entrepreneur clearly
and with sufficient detail describe the product or service to be
offered? Is it reasonable to assume that there would be sufficient
demand for such an offering?

The Industry. Is the inc stry economically healthy? Is there
a positive forecast? Is it sensitive to economic fluctuations?

The Market. Is the market growing, shrinking or remaining stable?
What customers are the primary sources of sales and revenues?
How well are the niches of the business defined? Is the product or
service needed in the community? Is it competitive? Is the company
going to be dependent upon certain customers? What is the market
potential of each sector?

Competition. Is the competitive environment basically hostile or
passive — that is. to what extent is the company in direct or indirect
compt  on w ( er companie.. _ > one Or _vO COMp« IS
dominate the market or are market shares widely distributed, making
it easier to get a foothold? Is there a competitor with deep pockets
that can drive the entrepreneur out? How do competitors react to
specific market developments? Are they leaders or followers? How
have the competitors responded to changes in the market the
past?

Technology. Are there any technological changes that will effect
costs and competitiveness? What technologies does e
entrepreneur plan to make use of in his or her new business?

Marketing and Sales Strategy. Can the entrepreneur des: be why
the product or service will satisfy the needs of the customers better
than the competition? What is the outreach strategy? How effective
are the company's marketing and sales efforts and why? What sales
experience does the entrepreneur have and is he or she willing to
get out and sell?

Pricing and Margins. Is the product or service well priced? How
does the pricing compare with the industry? What are the ex cted
relationships between sales volume and sales revenue for e
company's major product or service lines? Is there any indication of
downward pressures on prices? What are the anticipated margins
and how were they calculated?

Purchased Materials Sources and Costs. Who are the major
suppliers and are there any alternative suppliers? Does t
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entrepreneur have a strong relationship with his or t - vendors? By
wi p¢ entage 1d ov  what | 1 of time has the cost of
supplies been escalating?

e Labor Force and Compensation Rates. De ‘ribe the el of skills
required in the company's production process, (unskilled,
specialized, skilled, :hnical, or professional). What is the minimum
number of people required for production? What is their salary or
hourly rate and average hours worked per week? Are part-time
personnel available? What additional expenses does the
entreprer Ir have related to the above personnel? Are personnel
hard to find, retain or train? How are the employees managed?

e« Operating Overhead by Type of Expense. What expenses are
included in the general and administrative costs? What overhead
expenses are included in the manufacturing overhead? How is the
accounting of costs handled? Who is actually responsible for the set-
up and operation of the accounting system?

6. Reality check of capitalization needs

In addition to having the personal qualities that lead to success and
knowing something about the business that he or she is going into,
entrepreneurs must have a realistic grasp of their capitalization needs.
Here is a checklist to help assess and prepare a small business client.

Examine Space Requirements. Try to be accurate in terms of need
because the cost of moving is great in terms of both time and money.
Build in a margin for any short-term growth that is likely to take place,
but be conservative. Often, entrepreneurs worry that they're going to
outgrow their leased space so they ask for five times more than they
need. Waste just burns money. It is important to maximize the utilization
of everything: space, equipment, personnel, and capital. It is important
to discriminate between wants and needs.

e Encourage a Lean Equipment Budget. Tend towards a lean
equipment budget particularly in the early stages of the enterprise.
New business people will say, "l have to do this with maximum
efficiency." Well, maximum efficiency costs money and often the
efficiency gained does not make a financial impact until volume
reaches a certain level. So I'd say, "Let's just set aside the idea of
maximizing efficiency for a little while. Let's think about the minimum
we can get by with, and we'll worry about improving efficiency when
we have enough sales to justify purchasing equipment." It's easier to
convince a bank to lend for the acquisition of a new piece of
equipment when you can demonstrate that the increased efficiency
results in increased profitability.
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Scrutinize Start-up Costs. What costs has the entrepreneur taken
into consideration? They often = | to include the cost of adequate
insurance coverage or compliance with regula 'y requirements such
as fi  protection, worker health and safety regulations, mandatory
payroll costs, and so forth.

Assess the Entrepreneurs’ Cost-accounting Skills. lany
seasoned business people, let alone inexperienced entreprenel s,
do not have a handle on their costs and do not set-up their
accounting systems to help track costs. It's amazing how many
entrepreneurs do not understand that when sales increase, certain
overhead expenses increase, as well as their unit costs. Too often,
accountants generate financial statements that are adequate for
filing tax returns, but reveal little information for financial planning
purposes. Planning must be done monthly on system that can
transform data into information, which then can be regularly
analyzed for budgeting and planning purposes.

Study Revenue Projections. Many of the firms which | have
counseled were combination contract job shops and production
companies - | is,a rm wol rive a po on « i revenue om
the production and sale of a prop :tary product and the balance of
its revenue from custom work. This mix not only makes the financial
projections rather complex, but for start-up and early-stage
businesses there are too many uncertainties to forecast much
beyond the orders in-hand. Therefore, | recommend that for these
kinds of businesses, the entrepreneur focus on creating a short term
(4-6 week) financial forecast based upon what is actually hap :ning
in the business and update it weekly as new information becomes
available.

Discuss the Entrepreneur's Financing Plans. People think in
terms of money, as if time were stagnant. One of the saddest things
that | have seen — which is often encouraged, particularly by
government subsidy programs — is borrowing relatively large sums
for a new business. It’s difficult for me to imagine why someone
would want to take on a debt burden like that for a new business,
particularly when they're still not sure that the product has market
acceptability, it's selling at the right price, or it can be produced at
the right cost. | usually recommend that the entrepreneur finance
incrementally: small amounts at higher interest for short periods
while you grow the business and defer a permanent capital search
until such time that the underlying assumptions are more than just
wild guesses.

Discuss Growth Plateaus and Time Frames. Early profitability (or
loss) experience may not be a measure of what will happen at the
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Artoni Miklewski

risiaj w koricu 2011 roku, gdy druga faza drugiego kryzysu
Swiatowego 1a._ owala kilka krajow Unii —uJrof sk 1 Polski
p  sunat wizje Polski "130 na wizje lat 2040-2050.

Uruchomienie omaw . 1wych Studiow . odyplomowych wymagaio
skupienia wok¢t nich ekspertow  duzag praktykg, nie zapominajgc jednak
o (spertact. _ zakresu statystyki, foresightu, itp.

Stuchacze studiow podyplomowych mieli bezposredni kontakt
z wybitnymi teoretykami i praktykami  znawcami problematyki B+R oraz
spoteczenstwa informacyjnego i nowe] cywilizacji wiedzy.

Studenci studidw podyplomowych mieli mozliwosé aktywnie
uczestniczy¢ w seminariach i konferencjach z udzialem ekspertow
i naukowcow zagranicznych. W celu szerszego upowszechnienia bardzo
cennej autorskiej wiedzy, przedstawiamy autorskg ksigzke z szeroko
rozumianej problematyki B+R.

Opinie i wiedza wyrazone w poszczegolnych rozdziatach sg opiniami
i wiedzg osobistg autorow, a nie Wyzszej Szkoly Informatyki Stosowanej
i Zarzgdzania w Warszawie.

Uzupelnieniem tej pozycji ksiazkowej sg dwa tomy poswiecone
szeroko rozumianej tematyce B+R bedgce wynikiem zrealizowanych
czterech edycji studidw podyplomowych w Wyzszej Szkole Informatyki
Stosowanej i Zarzgdzania (WSISiZ) w Warszawie pod auspicjami Polskiej
Akademii Nauk. Wydanie tych trzech dodatkowych publikacji w ramach
projektu PO KL pt.: ,Innowacyjne zarzgdzanie systemem B+R w jednostkach
naukowych” bylo mozliwe dzieki finansowemu wsparciu Unii Europejskiej
w ramach Europejskiege Funduszu Spofecznego.

Poszczegblne tomy zawierajg hastepujgce rozdziaty napisane przez
profesoréw/wykladowcow/ekspertow wspotpracujgcych przy realizacji ww.
projektu PO KL oraz Uczestnikow Projektu bedgcych stuchaczami studiow
podyplomowych pt.:: ,Innowacyjne zarzadzanie systemem B+R
w jednostkach naukowych” zrealizowanych w WSISiZ w latach 2009-2011
w ramach projektu PO KL pod tym samym tytutem:

Tom 2. Zagadnienia innowacyjnosci funkcjonowania
systemu , Badania + Rozwdj” w nauce

Od Redaktora. A. Mikiewski.
Ztozonos¢ a rozwoj spoteczenstw. J. Kozfowski.

Konsekwencje popytu na wiedze: przestrzen twércza i mikro-modele
kreowania wiedzy. A.P. Wierzbicki.
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0Od Redaktora Naukowego i Kierownika Studiéw Podyplomowych

TyanbHble npoBnembl  KynbTypHO-OBLECTBEHHOM  cemMuocoepsl
U CEMMNOTUKO-NIMHIBUCTUYECKI UccnefoBanua. S. Siatkowski.

Podsumowanie. A. Miklewski.

Tom 3. Innowacyjne zarzadzanie systemem ,Badania +
Rozw6j” w jednostkach naukowych

Od Redaktora. A. Miklewski.

Zarzadzanie wiedzg w jednostkach naukowych poprzez centra transferu
technologii. K. Gurba.

Zarzadzanie wtasnoscig intelektualng w przedsiebiorstwie — praktyczne
aspekty. P. Zakrzewski.

Komercjalizacja dziatalnosci B+R w spolce z ograniczong odpowie-
dzialnoscig. M. Zwolinski.

Jednostki naukowe, jako element procesu transferu technologii. /. £gcka.

Komergjalizacja wynikéw projektow naukowych w szkolnictwie wyzszym
w kontekscie nowych regulacji ustawowych. P. +ukasiewicz.

Foresight, jako narzedzie zarzgdzania strategicznego systemem B+R
w jednostkach naukowych. I. Nowicka.

Transfer technologii a innowacyjnos¢. J. Osiadacz.

Wyzwanie Innowacyjnosci Gospodarki a systemowe uwarunkowania
dziatalnosci B+R. Andrzej M. Wilk.

Podziat i metody wspierania rozwoju technologii i produktéw innowa-
cyinych. A. Grzybek, A. Eymontt.

Wzorce zrownowazonej produkcji a konkurencyjnos¢ MSP. K. Lityriski.

Aktywnos¢ kobiet w obszarze prowadzenia dzialalnosci gospodarczej.
M. MaZewska.

Zarzgdzanie innowacyjnoscig otwartg w jednostkach naukowych
A. Miklewski.

Podsumowanie. A. Miklewski.

Kierownik-koordynator projektu

dr inz, Antoni Miklewski

Whyzsza Szkota Informatyki Stosowanej i Zarzqdzania
w Warszawie, pod auspicjami Polskiej Akademii Nauk

Instytut Podstaw Informatyki Polskiej Akademii Nauk

Warszawa, grudzieri 2011
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