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    To all the entrepreneurs who have built a new Poland

  


  Foreword


  Simply Business is the most practical and comprehensive introduction to entrepreneurship I have ever read. It addresses many questions that are on the minds of those starting out on the business path, answering them frankly and honestly and spicing the answers with accounts of the author's own experiences and examples of international managerial careers and insights into the stories of world-famous entrepreneurs.


  Dr Leszek Czarnecki is the best Polish entrepreneur of the last twenty years, whose position is not due to a one-off feat but a result of a whole series of spectacular achievements. The author's versatility makes the book even more interesting and undoubtedly adds to its credibility. In my opinion, it is a must read for anybody who thinks of setting up in business.


  However, anybody expecting an exposition of economic or management theory will be disappointed. The aim of the author is rather to inspire readers to ask questions, look for solutions and, consequently, take steps leading to the creation of their own businesses. The author does not evade the identification of the causes of failures, including his own, which he illustrates with examples. At the same time, he encourages readers to take on challenges and draw creative conclusions from setbacks.


  I enjoyed reading about the beginnings of Leszek Czarnecki's business career. The anecdote about swimming trunks sewn for fellow swimmers, the photos in the classic ping suit and the unpretentious language made the book a gripping page-turner for me. As far as more serious aspects of the book are concerned, what caught my attention was the mini reference guide to financing options and the parallel drawn between a successful entrepreneur and a sports champion. It is one of the most persuasive and evocative, and also the most concise, treatments of the subject that I have ever come across.


  As a firm, we are fully aware to what an enormous extent Poland owes its growth to the increase in entrepreneurship and how much more pronounced this link is going to become going forward. Over the years, Leszek Czarnecki has been getting ever more strongly involved in the mission of spreading the spirit of enterprise among young Poles. The values emanating from his book are another major contribution to this mission.


  While Simply Business has been written with future entrepreneurs in mind as the intended readers, even experienced business people, such as myself, will find here a wealth of truly valuable knowledge. I strongly recommend this book.


  


  Duleep Aluwihare


  Managing Partner


  Ernst & Young



  Preface


  The idea for this book grew out of my meetings with students in 20082010. The lectures and panel discussions featuring eminent representatives of the Polish business scene showed the scale of demand for what would seem to be the ABC of starting and running a business. The young people asked questions about literally everything: who can start a business, where to look for ideas, how to raise financing for a project. They also asked about legal aspects, tax issues and lots and lots of other matters. That was all the more astonishing for the fact that most of the meetings took place at universitylevel business and technology institutions and the audiences consisted primarily of students of economics, engineering or law. Evidently, continued emphasis is needed on practical knowledge in the area of business and management, which can and should be provided first of all by those actively involved in business. The practical experience of entrepreneurs, who deal with the workings of economics and the mechanisms of management on a daily basis, is an invaluable resource that can provide many insights and inspirations for new projects.


  This book is meant, above all, for all those who would like to start their very first own business, who have a lot of doubts and worries and don't know where to begin. This will be the focus of part 1 of the book. The topics of the inpidual chapters have been suggested by the students themselves: for the most part the chapters simply answer the most frequent questions asked. In this book I focus exclusively on practical matters making an effort to avoid (where possible), or at least simplify, the theory. The primary target audience for part 2 are people who already have their own businesses and are faced with various day-to-day problems of business management: from routine personnel issues to business financing and ways to relieve stress. The book doesn't offer specific, ready-made solutions that will work for every business; it rather refers the reader to sources and places where to look for information on a given subject or for methods to resolve various issues. Choosing, say, a particular bank or leasing company is left to the reader. In chapter 11, I present the most common business errors, many of which I know about first hand. Chapter 13 gives an overview of most of the available business financing techniques, enabling the entrepreneur to form an opinion about which one will be the most appropriate for their business. At the end of part 2, I also discuss issues relating to business growth through mergers and acquisitions and draw attention to the principal risks involved. I do hope that the observations reflecting 25 years of building and managing companies will prove interesting and useful to the reader. In the final part, part 3, I discuss the question of how to manage success because according to an old adage it's easier to earn money than to keep it.


  The book is not intended as a technical how-to manual for entrepreneurs where they will find solutions to all the problems that haunt them. It presents the key risks involved in doing business, both strictly business-related and personal. It's more of an account of my personal observations and experiences, which is primarily meant to stimulate discussion and encourage reflection rather than provide ready-made solutions to specific problems. I think the book also shows a slightly different aspect of being an entrepreneur: entrepreneurs are normal people, who have anxieties, make mistakes and endure intense chronic stress. Stress and crisis management is an important, inseparable part of the daily reality of being an entrepreneur. The final section of the book recounts the stories of 20 extraordinary careers of entrepreneurs and business managers in Poland. I've had a chance to meet all those people in person and to talk to them on many occasions. When describing and analysing the roots of their success, I often quote their own words concerning the histories of their businesses, the sources of their inspirations, and the factors that helped them succeed. I hope many readers will find the stories of those people's lives very inspiring.


  


  Warsaw, 2010
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  PART ONE

  GETTING STARTED


  Chapter 1.

  Features of a future entrepreneur


  Ithink everybody has wondered about the reasons why some people succeed in their own businesses while others don't. There are those who build huge corporations and make millions, and those who go bankrupt. Often they run similar companies and operate in the same industries. So what are the features an inpidual must have to succeed in implementing a business idea, create added value, give people jobs and make good money in the process? Because of the great importance of the private sector to any economy, the personality of the successful entrepreneur has been the subject of extensive studies. Researchers have been trying to provide answers to the questions whether everyone can be a successful entrepreneur, what skills are helpful or what behaviours may stand in the way. While every business is different and requires a different management approach, it seems possible to identify some features that greatly increase the likelihood of success.


  First of all it needs to be realized that every entrepreneur is a salesperson in a broad sense of the word. They sell services, goods, know-how, regardless of what industry they are in. It's something worth keeping in mind before one makes the decision to start their own business. If somebody is not OK with being a salesperson, they should not embark on this kind of career. Products or services are always sold to people, so contacts with people will be a regular part of the future work. You can't be a good salesperson and not like the company of others. You can't be an introvert, not interested in the world around you. If you are cross about somebody not wanting to buy your product, you should forget about being an entrepreneur. When planning to start a business, you should carefully look around and draw on the experience of your acquaintances, friends and family members. It's much easier to establish yourself in business tapping the resource of friends and relatives' experience than to start everything relying only on your own resourcefulness.
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