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APPENDIX I: PUBLIC SUPPORT PROGRAMMES IN POLAND 

BGK loan guarantee programme 

The progranune has been established by the Polish government and is administered by Bank Gospodarstwa 

Krajowego (BGK) in co-operation with 12 large commercial banks. It was funded by the Polish Ministry of 

Finance with PLN 45 million and aimed to support SMEs to increase export sales, to introduce new 

technology and for certain other purposes. The program guarantees up to 60 per cent of the loan The 

collateral requirement is 50 per cent of the guaranteed portion of credit 

the fee is 1.2 per cent in the first year and an additional 0.2 per cent each year thereafter 

(Suzuki 1996) 

Comments: Useful for SMEs, provided the involved commercial banks are interested in dealing with SMEs. 

STRUDER programme 

The Programme for Structural Development in Selected Regions in Poland (STRUDER) 

was implemented by the Polish Agency for Regional Development (PARD) in April 1994. 

Among others STRUDER provides financial support for SME creation and development in form of a grant 

scheme in six selected provinces of Poland. The main source of funding is the PHARE programme of the 

European Union. SMEs can apply for the grant in Regional Development Agencies (RDAS) in each of the 

six regions The grant is a non-repayable grant of up to 25 per cent of the cost of investment in mainly fixed 

assets. A minimwll of 20 per cent has to be contributed from the entrepreneur's own resources (a minimum 

of 15 per c~nt for projects over 200 000 ECU) with the balance coming either from more of the 

entrepreneur's own resources or from bank credit. The maximum level of grant for anyone project is 

100,000 ECU. 

To be eligible for the grant, firms have to: 

• be privately owned 

• employee no more than one hundred employees. 

• be active in the manufacturing or service sector, including transportation, tourism and agribusiness. 

• locate the investment (fixed assets only) in the region only 

• demonstrate sound management and evidence of project viability 

• have no tax or social security indebtedness 

At the end of April 1995 grants for over 200 projects had been approved, totalling nearly 7 million ECU. 

The total investment by the SMEs involved (all of which employ less than 100 people) accounted to almost 

30 million ECU in some of the most disadvantaged regions in Poland. 

Comment: Scheme appears to be overly bureaucratic for the smaller investment projects. 

(Kozak 1996) 
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The Polish-British Enterprise Project (PBEP) 

A regional development programme financed by the UK Know-how Fund. Total funding is US$2 million 

from the Interest Account in Stabilisation Fund, to which the British government contributes. PBEP started 

in autumn 1994 to provide an integrated programme of support for SMEs. Two provinces (voivodships) in 

eastern Poland Lublin and Bialystok have been selected for this programme. The five-year project combines 

technical assistance with funding of financial and enterprise support instruments. Among others, the fund 

guarantees up to 70 per cent of bank loans. The maximum size is US$ 70,000 and maturity is up to five 

years. The fee is on per cent of the guaranteed portion. 

(Suzuki 1996) 

Comments: Useful for SMEs, however regional restricted. 

Loan of Polish American Enterprise Fund 

Responsible organisation: Polish-Hungarian Enterprise Fund 

Duration: 

Interest: 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Assisted firms: 

Credit volume paid: 

max. 3 years 

12 per cent 

5 months 

no info 

no info 

500,000 US$ 

2,600 

62 million US$ 

Comments: Positive assessment due to otherwise lacking short- and medium-term financing 

opportunities for SMEs 

(RWI 1994 b) 

Bank for Social and Economic Initiatives (BISE) 

Responsible organisation: Bank for Social and Economic Initiatives (BISE) 

Duration: 

Interest: 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Assisted firms: 

Credit volume paid: 

Comments: 

(RWI 1994 b) 

Martina Freiberg 

no info 

no info 

no info 

no info 

no info 

2 billion zloty 

no info 

no info 

1991: 8,000 jobs in SMEs. High efficiency through close co-operation with 
FISE 
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EIB Loan (EIB = European Investment Bank) 

Responsible organisation: EIB / Polish Development Bank 

Duration: 4 - 14 years 

Interest: EIB interest rate plus bank margin 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Maximwn 4 years and 8 months 

no info 

no info 

10 million US$ 

Public Support Programmes in Poland 

Assisted firms: 

Credit volume paid: 

All World Bank and EIB projects: 177 applications of which 31 approved 

75 million ECU (available) 

Comments: 

(RWI 1994 b) 

Irrelevant for SMEs as mainly considered for large investment projects 

PHARE Local Initiatives programme 

Responsible organisation: PHARE / Co-operation Fund 

Duration: 1 - 7 years 

Interest: LIBOR plus 3 - 4 per cent 

Repayment free period: 2 years 

Security: 

Own capital: 

Max. Award: 

Assisted firms: 

Credit volume paid: 

no info 

no info 

250,000 ECU 

43 

3.14 million ECU 

The programme is active in eight communities. The programme provides loan guarantees, loans, equity 

investment, education and training, assistance for the development of business support and incubation 

centres. Total budget is ECU 7.5 million. In 1994, the budget for guarantees was PLN 2.5 million. 

Businesses in the agricultural sector are eligible. Businesses must employ fewer 50 persons, have net sales 

of less then ECU 1 million, and be at least 51 per cent privately-owned. 

Comments: Despite guarantee option, highly unsatisfactory flow of resources due to problems with the 

managing bank and because of regional restrictions 

(R WI 1994 b, Suzuki 1996) 

Martina Freiberg Page 133 



Appendix I Public Support Programmes in Poland 

PHARE Equity programme 

Responsible organisation: PHARE / Co-operation Fund 

Duration: 

Interest: 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Assisted firms: 

Credit volume paid: 

Comments: 

(RWI 1994 b) 

at least 60 months 

N.A. 

N.A. 

N.A. 

N.A. 

Max. 15% equity or 200,000 ECU 

o 
2 million ECU 

Only available for those finns which have received EIB loans. Small flow of 

resources as the involved EA"p0rt-Development Bank is mainly orientated to 

state companies 

World Bank loans for the development of the private sector 

Responsible organisation: World Bank / Polish Development Bank 

Duration: 

Interest: 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Assisted firms: 

Credit volume paid: 

Comments: 

(RWI 1994 b) 

Maximal 7 years 

LIBOR / FIBOR plus bank margin 

Maximal 3 years 

no info 

50 per cent 

2 - 4 million US$ 

All World Bank and EIB projects: 177 applications of which 31 approved 

55 million US$ (available) 

Overly bureaucratic, as loan application only given following agreement with 

World Bank 

World Bank loan for privatisation and restructuring 

Responsible organisation: World Bank / Polish Development Bank 

Duration: 

Interest: 

Repayment free period: 

Security: 

Own capital: 

Max. Award: 

Martina Freiberg 

Maximum 12 years 

LIBOR / FIBOR plus bank margin 

Maximum 1/3 of duration 

no info 

50 per cent 

10 million US$ 
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Assisted firms: 

Credit volume paid: 

All World Bank and EIB projects: 177 applications of which 31 approved 

125 million US$ (available) 

Comments: Irrelevant for SMEs, as mainly large privatisation projects considered 

(RWI 1994 b) 

Equity funds funded by the European Bank for Reconstruction and 

Development (EBRD): 

Alliance Scan East Fund 

The Fund makes equity investments in companies in which one of the industrial partners invests at the same 

time. Industries covered by the industrial partners are: telecoms, cables, construction materials, pulp and 

paper equipment, power generation, environmental technology, petrochemicals and plastics, oil and gas. It 

may invest in any of the EBRD's countries of operations. 

Alliance ScanEast Fund 
Aleksanterinkatu 15B 
EastMan Advisors OY 
00100 Helsinki, Finland 
Contact: Mr Ari Tolppanen, Chairman 
Tel: +358 9 615 5800 
Fax: +358 961558300 
(EBRD Interuet Home Page May 1998) 
Comments: Unlikely to be suitable for SMEs 

East European Food Fund 

This fund undertakes equity and equity-related investments in the food and beverage industry. Investments 

range from US$ 2 million to US$ 7 million. Allhough the Fund may invest in most of the Bank's countries 

of operations, it intends to focus its investments in Belarus, Bulgaria, the Czech Republic, Hungary, Poland, 

Romania, Russia, the Slovak Republic and Ukraine. 

Jupiter Asset Management Limited 
Knightsbridge House 
197 Knightsbridge 
London SW7 IRE 
United Kingdom 
Contact: Mr Laurie Cannon, Director 
Tel: +44 171 4120703 
Fax: +441715813857 
(EBRD Internet Home Page - May 1998) 
Comments: Unsuitable for SMEs as investment start from US$ 2 million 
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Renaissance Fund 

This fund considers investing in emerging private enterprises, including start-up and young growth 

companies, management buy-outs and spin-offs of small state-owned businesses. It makes initial 

investments in the range ofUS$ 100,000 to US$ 500,000, and follow-on investments will be made as 

appropriate, with ultimate portions being in the range of US$ 1. 5 million to US$ 2.5 million. This fund can 

invest in the Czech Republic, Poland and the Slovak Republic. 

Renaissance Fund, Warsaw Office 
Renaissance Partners 
ul. Lowicka 44 
02-551 Warsaw 
Poland 
(EBRD Internet Home Page May 1998) 

Comments: Might be suitable for medium sized enterprises as investments start form US$ 100,000 

Caresbac Polska SA 

This fund is particularly interested in existing companies in the agricultural and ancillary sectors. It makes 

investments on commercial terms in companies with at least 51 per cent Polish ownership, promising strong 

long-term business growth. Investment range is from US$ 75,000 to US$ 400,000. 

Caresbac Polska SA 
ul. Polna 40 
00-635 Warsaw 
Poland 
Contact: Mr Piotr Kalaman, Director General 
Tel: +48 22 25 62 OS/25 62 06/ 25 62 16/25 62 17 
Fax: +48 
(EBRD Internet Home Page - May 1998) 
Comments: Suitable only for SMEs in agriculture 

Pioneer Investment Poland 

This fund invests in private companies and companies undergoing privatisation in Poland. Main areas of 

interest are: food processing, construction materials and services, leather, wood production, distribution and 

retailing, transport, telecommunications and the computer servicing industry. Investments range from US$ 

500,000 to US$ 9 million. 

Pioneer Investment Poland 
INTRACO 
ul. Stawki 2 
00-193 Warsaw 
Poland 
Contact: Mr David Hartford 
Tel: +48 22 860 6600 
Fax: +48 22 860 6601 
(EBRD Internet Home Page - May 1998) 
Comments: Only for companies undergoing privatisation - more likely to be larger companies 
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Poland Investment Fund (Advent Fund) 

This fund provides finance and management assistance to companies in the private sector. Investments 

range from US$ 1 million to US$ 8 million. The Fund finances projects in the Czech Republic, Hungary, 

Poland and the Slovak Republic. Please see listings below for individual fund addresses. 

Advent Fund 
123 Buckingham Palace Road 
London SWI W 9SL 
United Kingdom 

Contact: Mr Nicholas Callinan, Managing Director 
Tel: +44 171 333 0800 
Fax: +44 171 333 0801 

Poland Investment Fund (Advent Fund) 
Copernicus Capital Management Sp. z.o.o. 
Krakowskie przedmiescie 79 
00-079 Warsaw 
Poland 

Contact: Mr Neil Milne, Managing Director 
Tel: +48 22 26 85 80126 64 32 
Fax: +48 
(EBRD Internet Home Page - May 1998) 

Comments: More for medium sized and larger firms as investment start at US$ I million 

DBG Osteuropa Holding GmbH 

This fund invests capital in local companies as well as joint ventures in the four Visegrad countries. Typical 

investments range from US$ 5 million to US$ 10 million. 

DBG Osteuropa Holding GmbH 

Jungmannova 34 

11000 Praha 1 

Czech Republic 

Contact: Mr James O'Neil, Chief Executive Officer 

Tel: +420 2 2409 8400 

Fax: +420 2 2409 8444 

(EBRD Internet Home Page - May 1998) 

Comments: More for larger firms as investments start from US$ 5 million 
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Polish Private Equity Fund 

EBRD equity participation 

The fund is interested in new businesses ventures, small and medium-sized privatisation or restructuring 

and joint-ventures with foreign partners. in selected cases, it can provide debt financing in addition to 

equity. Investments range from US$ 500,000 to US$ 10 million. 

Polish Private Equity Fund 
Enterprise Investors 
uI. Nowy Swiat 6/12 
00-400 Warsaw, Poland 
Contact: Ms Barbara J Lundberg, Executive Vice President/General 
Director of the Warsaw Office 
Tel: +4822625 1868 
Fax: +48 22 625 7933 
(EBRD 1996) 

Comments: More for medium sized and large companies as investment start from US$ 500,000 

Baring Communications Equity Emerging Europe 

This fund considers equity investments in emerging private enterprises in the media and communications 

industry. It focuses its investments in companies operating in Poland, Czech Republic, Slovak Republic, 

Hungary, Baltic states, Slovenia, Russia, Ukraine, Croatia, Romania, Bulgaria and the EBRD's other 

countries of operations. The preferred investment size is from US$ 1 million to US$ 5 million. However, 

smaller or larger investments are considered on a case-by-case basis. 

Baring Communications Equity Emerging Europe 
Warsaw Office 
VI. ChocilllSka 28, p. V #531 
00-791 Warsaw 
Poland 

Contact: Ms Heather Potters, Partner 
Tel: +48226274156 
Fax: +48 22 492 784 

Comments: More for medium sized and larger companies as investments start from US$ 1 million 

Martina Freiberg Page 138 



Appendix II Topic guides for case studies interviews 

APPENDIX II: CASE STUDY TOPIC GUIDE 

A. Firms that were successful in obtaining bank finance 

1. Introduction 

Name ofthe firm: 

Address: 

Name of the interviewee: 

Position of the interviewee: 

Interpreter: 

Date of Interview: 

2. What are the main problems for your business at present? 

3. What were your main resources of capital at the time the business started and what 

were your main sources of finance since then? 

Probe for percentages: Personal savings, capital from previous, family or friends, bank loan/credit, other 

loan (specifY), foreign investment, domestic equity partners, subsidies/loans (specifY). 

Bank loan: when received? 

4. What are your experiences with bank loans? 

How did you start the approach? 

Probe: Use of any business adviser (name),advise useful?, name of bank, since when existed bank(site), 

former contact with bank manager, nature of that contact. Personal or business account with the bank? 

What was offered by the bank? 

Probe: Overdraft loan, term loan (maturity period), interest rate - fixed (years) or floating (how 

calculated), was it possible to chose the type of interest rate?, if loan has not been paid back yet - what is 

current interest rate, are interest rates reasonable? If no-what would be reasonable? Change of sales 

prices of their products in the last year in percent? 

What did the bank require from you? 

Probe: Details about the finn (turnover, management structure, business plan, book-keeping etc.), 

securities (collateral, references, etc.), what kind of collateral, what value of collateral (too high?)., 

difficulties in providing the collateral, charges required by the bank, were charges appropriate, main 

point banks are looking for when deciding whether to grant a loan or not? 
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What are your main problems in dealing with the bank? 

Probe: Bank reluctant to lend to SMEs, complicated procedure, approval by the bank took too long (what 

problems caused that? - need to find other short-term finance, delay in expansion, etc.). 

5. What are your experiences with external equity? 

Did you ever rise external equity or would you like to raise any? , if yes where, main problems with 

external equity (not available, application to complicated, loss of control over the company) 

6. What are your experiences with business adviser orland external support schemes with 

respect to raising external finance? 

Used any, names, useful - in what way, if not useful why not? 

B. Firms that were not successful in obtaining bank finance 

1. Introduction 

Name of the firm: 

Address: 

Name of the interviewee: 

Position of the interviewee: 

Interpreter: 

Date of Interview: 

2. What are the main problems for your business at present? 

Financial problems (specifY), how is the business effected by these financial problems? 

3. What were your main resources of capital at the time the business started and what 

were your main sources of finance since then? 

Probe for percentages: Personal savings, capital from previous, family or friends, bank loan/credit, other 

loan (specifY), foreign investment, domestic equity partners, subsidies/loans (specifY). 

4. What are your experiences with bank loans? 

How did you start the approach? 

Probe: Use of any business adviser (name),advise useful?, name of bank, since when existed bank(site), 

fortner contact with bank manager, nature of that contact. Personal or business account with the bank? 
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For what kind of loan did you apply? 

Overdraft loan, term loan (maturity period) ? 

Why did you not receive the loan? 

Bank refused to give it or did you not want it any more? 

Possible reasons: 

Interest rate What did the bank require, what would you have been accepted? 

Kind of collateral What was required, what would you have been willing to give? - Problems to 

provide the kind of collateral required? 

Value of collateral What was required, what would you have been willing to give? 

5. What are your experiences with external equity? 

Did you ever rise external equity or would you like to raise any? , if yes where, main problems with 

external equity (not available, application to complicated, loss of control over the company) 

6. What are your experiences with business adviser orland external support schemes with 

respect to raising external finance? 

Used any, names, useful - in what way, if not useful why not? 
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APPENDIX III: KEY INFORMANT TOPIC GUIDE - BANKS 

1. Introduction 

Name of the bank: 

Status of the site: 

Headquarter, branch 

Address: 

Name of the interviewee: 

Position of the interviewee: 

Date of Interview: 

2. What is the lending policy of this branch? 

Lending portfolio, amount of total lending, percentage of lending to SMEs in total lending. To what 

extend is the lending policy dictated by the headquarter? - What is decided by the branch? Are SMEs a 

special target group of the lending policy? Do you distinguish between different SME-groups in your 

lending policy? (Specify) 

3. What is your lending policy toward SMEs? 

What criteria are you using in the decision whether to lend to an SME or not? 

How do you assess the credit worthiness of SMEs? (Cash-flow, turnover, prospects of the project -how is 

that assessed? market research, help of other institutions, own expert, - documents of the tax office and 

the national insurance institute, book-keeping records, business plan, profitability, account history etc. 

What is you first and you second criteria in your lending decision? 

What kind of collateral and what value do you reqUire? 

Business premises, private houses, cars, machinery, etc. How do you assess the value of the collateral? 

(own e:\.'pert, external expert visit firm, compare with market value) If collateral >= 100 %, why is such 

a high level of necessary for the bank? 

What interest rate do you require from SMEs? 

What do you use as base rate? (Lombard, discount, WIBOR, other (specify) What margin do you require, 

how are these margins calculated (maturity period, evaluated risk of the project, etc.) Do you require 

different margins from different type of SMEs? (age of finn, number of employee etc.) 
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What is the decision procedure? 

Who decides (at branch or at headquarter)? Manager (what manager), group of manager (specify) etc. 

How long does the decision in average take? 

4. What are your experiences in lending to SMEs? 

Main problems (repayment, bad loan, percentage of bad loans in total loans to SMEs) Monitoring of the 

firm, how is that done? Problems with collateral? Does the new collateral law from December 1996 help 

to improve the lending to SMEs? Problems with a specific group of SMEs? - specify How would you 

describe the relationship between you and the SME-manager? (tension? . long-term relationship? Good 

flow of information?) 

5. Former surveys have shown that banks only playa minor role in the finance of business 

start ups as well as in further investments of SMEs. What is in you opinion the reason 

for that? 

SMEs to risky to lend to. What could SME manager do to increase bank lending? What could the 

government do to increase bank lending? (credit guarantee schemes etc.) 

6. Do you offer any other services apart from loans to SMEs? 

Product and market information, information about government and other grants, equity finance, etc. 
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APPENDIX IV: KEY INFORMANT TOPIC GUIDE - BUSINESS ADVISER 

1. Introduction 

Name of the institute/organisation 

Address 

Name of the interviewee 

Position of the interviewee 

Date ofthe interview 

2. To what extent do SMEs use your service? 

How many firms use your service at present? How many of these are SMEs? (If only as few what do you 

think is the reason for that?) How many of the SMEs who use your service require support in getting 

external finance? How do you get in contact with SMEs? (active - advertising specially of SMEs etc. of 

passive - wait for SMEs to contact them) 

3. What kind of support for SMEs seeking external finance do you provide? 

Support = information, advice, other? 

Support area = sources of finance (bank, international or national programmes etc. - specifY), different 

types of finance (loan, equity, other - specifY) - what is most suitable for the firm, requirements needed 

to access these funds, filling in of application forms, calculation of cost of finance for the firm, business 

plans, etc. 

Support schemes specialised for SMEs? Schemes distin!,'llishing between different groups of SMEs 

(which - size, sector, age, etc.)? 

Support free of charge? (if no, what do you charge?) 

4. What are your experiences in dealing with SMEs? 

Which of the services is most required by SMEs? 

Do different SME-groups (size, manufacture/service, age etc.) require different services - if yes, which 

group requires what? 

What do you think are the main problems SMEs have with respect to external finance? 

What do SMEs complain about most, what is their attitude towards banks (sceptical or trust them). 

Which type of SMEs are most successful in getting external finance, esp. bank finance, do firms who got 

more than one bank loan find it easier to get the second one, compared to the first one? 
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What are your main problems in dealing with SMEs? 

They do not know what they want, have unrealistic ideas about external finance (specify), etc. 

5. How would you assess the attitude of banks towards lending to SME's? 

Not interested in lending to SMEs (why), prefer certain types of SMEs (which). 

Has the institute/organisation any contacts to banks? (what is the nature of that contact). 

How would you describe the relationship between bank managers and SME managers (tension, good 

flow of information, SMEs reluctant to give infornlation about their business, bank managers arc not 

interested in contact with SME managers, do long-term relationships exist or do SME managers tend to 

change their bank quite regularly)? 

6. Former surveys have shown that banks only playa minor role in the finance of business 

start-ups as well as in further investments of SMEs. What, in your opinion, is the reason 

for this? 

Bank can make money with other investments (treasury bills etc.), etc. 

7. What could be done to improve bank finance to SME's? 

by SMEs (better flow of information, betler financial management, etc.) 

by banks (offer additional services to SMEs (what), acknowledge SMEs as a target group, etc.) 

by the government (credit guarantee schemes, co-ordination of support institutions, lease or sale of 

property under special conditions, providing better laws (what), etc.) 

New collateral law from December 1996 - did this have any influence on banks lending to SMEs? 

How should the support be delivered? (by the government or rather through non-state institutions, e.g. 

chambers, as SME managers may be sceptical about any governmental institutions.) 
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APPENDIX V: PROFILES OF CASE STUDY FIRMS 

Case 1 

Firnl 1 is a furniture manufacturer founded in 1982 by two partners. In 1995 they employed eight persons 

on a full time basis, at the time of the survey only one full time employee was left and the income was just 

enough to cover the costs. The main problems as quoted by the owner-manager are the low level of demand 

as well as delayed payments from customers. Being in business for so long. He could not remember how the 

start up of the finn was financed. At the time of the interview only internal sources of finance were used. 

The owner had applied for a loan at his bank, however did not succeed in obtaining it. 

Case 2 

This partnership consists of two persons and started trading in August 1991. They manufacture kitchen 

furniture and also have three retail shop through which part of the furniture is sold. Although having been 

successful in obtaining three loans between 1992 and 1993, they could not obtain another loan in 1997. One 

of the partners mentioned the lack of eAiernal finance as the main barrier for the development of the finn. 

The start up of the firm was entirely financed with personal savings and at the time of the survey the firms 

had to relied to 100 per cent on retained profits. 

Case 3 

Firm 3 manufacturing cookies and ice-cream started trading in August 1945. The products are sold through 

wholesale companies as well as through a small retail shop which belongs to the firm. Although being 

successful in receiving a loan from western credit lines in July 1991, the owner-manager experienced 

problems with new custom regulations when he tired to import machines he bought with the credit in 

Denmark. In 1992 the loan was taken over by a Polish bank, which whom the owner established a good 

working relationship. 

Case 4 

Seven partners established this firm in 1994, six natural persons and one finn. The main activity is the 

production of parts for hydraulic machines. Initially, the main problem of the firm was consisted of 

financial constrains, as they were unsuccessful in obtaining a bank loan. Nevertheless, they received a bank 

loan in 1995 and el~oyed the an overdraft limit on their bank account at the time of the interview. They 

could even have received a loan from the STRUDER foundation, however did not take the opportunity 

because of internal management problems. 

Case 5 

This firms started trading in 1992 and manufactures clothes. The owner-manager obtained a bank loan for 

the start up of the firm, accounting for 30 per cent of the resources. In the years to follow he received short

term loans every year. At the time of the interview, the financial resources of the firm consisted mainly of 

retained profits and personal savings. However 10 per cent were covered through leasing arrangements and 
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5 per cent consisted of credits. The main problem, as quoted by the owner, was to obtain long term finance 

to build a production plant. 

Case 6 

The owner-manager of firm 6, a food producing company founded in 1990, cited unstable prices of raw 

materials as main problem. He also complained about the low level of information available for subsidised 

credits. The start up of the firm was financed entirely with internal sources. At the time of the survey the 

business was still mainly relying on internal finance, however a few machines were leased. The owner 

obtained a loan between start up and September 1997 but was unsuccessful when applying for a subsidised 

loan which was provided by the European Union in 1996. 

Case 7 

This finn manufactures furniture, mainly kitchen furniture. The main problem for the firms is that they are 

producing high quality products for which the market is rather small, especially in Lodz. The owner 

complained also about unfair competition form foreign finns, because of tax advantages they receive, and 

about difficulties in obtaining external finance. The father of the current owner founded the firm in 1985 

entirely with internal funds. At the time of the interview, between 12 and 13 per cent of the annual turnover 

was financed with external funds. The owner received the first loan in 1991 from a western credit line and 

enjoyed tluee loans form different banks in September 1997. 
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APPENDIX VI: 

A.Banks 

Bank 1 

Profiles of key infornlant interviews 

KEY INFORMANT INTERVIEWS 

Bank 1 has five branches and is mainly owned by a capital group from the Czech Republic, who at the time 

of the interview had just taken over the majority stake of the bank. One of the minority owner is the Lodz 

Province, holding about 6 per cent of the ownership. 

Bank 2 

Bank 2 is one of specialised state banks that were active during the communism period. It had been merged 

in November 1996 with three other stated banks into a large group, however remained entirely state owned. 

Bank 3 

Bank 3 is of mixed ownership. The majority stake of the ownership is hold by one of the state owned banks. 

Other shareholder are Polish public organisations as well as Polish and foreign finns. The bank holds 54 

branches. 

Bank 4 

Bank 4 is one of the regional state banks that merged in 1996 into Bank Pekao SA, hence is entirely 

slale owned. 

B. Business adviser 

Lodz Region Economic Redevelopment Foundation 

The fowldation, a local government organisation, was established in 1993 in order to provide financial and 

advisory services for the redevelopment of the Lodz region. Tn 1992/93 the foundation was mainly 

concerned with the restmcturing of large state owned enterprises, as these had a major impact on the labour 

market. More recently, they are also organised projects aimed to support smaller firms, such as training 

courses for entrepreneurs and the participation of small Polish firms in foreign trade fairs. They also took 

part in the establishment of Enterprise Supporting Centres in Lodz and Sieradz. At the time of the interview 

the foundation was in the process of preparing a loan fund aimed exclusively at SMEs. The project was 

planned together with the local labour office. The foundation co-operates with various other government 

institutions as well as non-government organisations, e.g. the Lodz Incubator. In fact, one member of the 

foundation is on the board of directors of the Incubator institution. Part of the activities of the foundation 

were funded by foreign organisations, for example the Know-how Fund, the European Union (PHARE 

programmes) and the World Bank. 
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Chamber of Commerce in Nowy Sacz (South Poland) 

The Chamber of Commerce (CCI) gives advice and information for entrepreneurs, both to members and 

non-members. The membership for entrepreneurs at the CCI is voluntary. 18-20% of their members are 

SMEs employing up to 99 persons Sometimes banks asked to become a member, because that indicates that 

they are part of the business community. The CCI is well known in the community. They have a monthly 

bulletin, place articles in the economic section of local newspapers, have discussions on TV and radio and 

partly fund trade fairs. The CCI also organises discussions with experts, government representatives and 

other business institutions. At the time of the survey, they could not offer any financial help, however 

offered advice for firm searching for external sources of finance. A loan guarantee fund was planned to start 

in November 1997. In the past three years the CCI could offer most of its services on a low cost basis, as 

they took part in a support program for private businesses and SMEs which was funded form the 

government and the European Union (PHARE). However, this programme ended in 1996. The CCI would 

have liked to continue taking part in a support programme, but the competition for such funds was very 

strong. 

Lodz Incubator Foundation 

The Incubator Foundation was founded in 1992 by the Lodz Regional Development Agency and the City 

Council ofLodz. The main aims of the foundation were to provide support for firtns in the Lodz region with 

regard to finance, promotion and training. The Incubator also provided premises for small firms on a low 

rent basis. For this project the Incubator owned three buildings in Lodz. A commission of experts decided 

which firtns were to be admitted to the Incubator on basis of business plans provided by applicants. Apart 

from office space the Incubator also provided access to secretary and book-keeping as well as technical 

support, e.g. phones, faxes and photocopying. Furthermore, firms within the Incubator had access to 

marketing and advertising services. 

Lodz Agency for Regional Development 

The Lodz Agency for Regional Development was established in 1992 as an initiative of the Lodz regional 

authorities with the support of national public institutions. Shareholders the City of Lodz Office, the Lodz 

Voivodship, the Agency for Industrial Development, the Town of Ozorkow Office, as well as eight banks 

and private enterprises, represented by the Lodz Club of Capital. The agency is a limited liability company 

aiming at the economic development of the region. The agency does not provide services directly of SMEs, 

but organises or administers projects which, among others, support small firtns in the Lodz regions. Some 

of these projects are funded by the PHARE programmes of the European Union. Other foreign organisations 

they co-operate with were, for example, the Lyon Chamber of Commerce and Industry, the Foundation 

France Pologne, Infomest in Tries, Italy, the Friedrich Ebert Foundation in Gertnany, and the Edinburgh 

Consortium in Great Britain. 
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