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INTRODUCTION 
 
As planned, the first SME-TraiNet international conference took place in Finland, 
between May 5 and 7, 2010. The operative organizing of the conference was by 
the Finnish partners of SME-TraiNet project: AKOL, Amiedu, Edupoli and Lahti 
University of Applied Sciences. Strategic guide lines were largely given by Wifi, 
Austria along with their close partners in Germany, who also form the reporting 
link to the EU-authorities financing the project.  Coordination help and also 
practical assistance and support were achieved from all participating 
organizations and countries. 
 
SME-TraiNet is a project where 10 European nations try to find better ways to 
assist small and medium sized enterprises to flourish and manage in the quickly 
changing environment. The role of training and education as saviors of the 
entrepreneur is the key issue dealt with.  
 
The purpose of the Finnish seminar was to bring the partners together and to 
discuss and to further develop at workshops the best practices and other findings 
the partners had collected in their own countries. In addition, expert lectures 
from authorities dealing with SME- and training matters, EU-funding issue 
specialists’ comments and entrepreneurs’ views had been included in the program 
to give perspective and new ideas for the participants. 
 
The conference was built of three separate sections that supported one another 
and combined flexibly the relatively versatile and complicated matters to be 
tackled. The structure of the conference was deductive in the way that it started 
as a relatively large scale first section on Wednesday noon. This part was open to 
all interested. From there the actions moved to more limited experts’ sessions for 
Wednesday evening and all of Thursday. Finally, the conference ended with the 
core group meeting on Friday afternoon.  
 
The conference was filmed and in addition, still pictures were taken of all 
meetings but for the final core group meeting at AKOL. A short collection of all 
film material will be published on YouTube.  
 
The first section was organized at Palace Gourmet conference facilities in 
Helsinki. This section consisted of expert lectures, a specialists’ panel and open 
discussions on topics that were dealt with. This section was reserved for 100 
participants. The abstracts of the presentations as well as other material from the 
lecturers are included in this conference book. 
 
The second section of the conference was organized on a ferry between Helsinki 
and Stockholm. This alternative was chosen due to cost efficiency that always 
needs to be taken into account as funding of the project is relatively limited.  
Coming to the North-Eastern corner of Europe was quite a demanding financial 
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effort for participants as such. However, cost efficiency was also particularly 
respected to remind the participants of the often rather dire situations the 
entrepreneurs need to face. In fact, limited financial possibilities are among the 
most difficult obstacles when trying to find efficient ways to train entrepreneurs 
at any level.  
 
The ferry served, however, yet another purpose. The Finnish team wished to offer 
the European participants an opportunity to have a glimpse at another Nordic 
country when coming this far. The conference was blessed with timing in the way 
that the cold and long winter broke just suitably to give the European visitors the 
first proper spring sunshine and beautiful views to the archipelago and Stockholm.  
 
Workshops dealing with important issues were organized on board. The program 
on the ferry was rather tight and did not leave much time for leisure. The 
participants on this section of the program, 42 in number, were exceptionally 
committed to the work. Hence discussions at the workshops far exceeded any 
expectations the organizing team may have had. Material of the results is also 
included in this conference book. 
 
The final section of the conference was held at AKOL offices in Helsinki. There 
the general project matters were introduced by the coordinators and discussed 
and evaluated by all participants. The second conference that is to take place 
next spring or early summer in Warsaw, Poland, was also already discussed with 
chairing and guidance of the Polish partners.       
 
The material in this conference book and the links given will hopefully give the 
reader an idea where SME-TraiNet is heading for and what sort of results have 
already been achieved. 
 
The Finnish group wishes to express great gratitude to all speakers at the 
conference and to the audience we reached. In addition, we wish to thank all the 
SME-TraiNet partners, in particular, for their valuable contributions on the 
conference and excellent cooperation at all occasions. 
 

 
 
A video clip of the conference 

http://vimeo.com/14925802  
 

 

 

 

 

 

 

 

 

 

http://vimeo.com/14925802


                                                                                 

 
TABLE OF CONTENT  
 
 

• Conference agenda                                                         4 

• Some pictures of the conference  8 
• Presentations of the first day 10 
• Compendium of good practices in the field of training 

and supporting offers for young businesses 
 

14 
• Slovakian good practice example 16 
• Finnish good practice examples 17 
• Research services for SMEs, workshop conclusions 20 
• Estonian good practice examples 22 
• Austrian good practice examples 25 
• Templates for summary of working group results 28 
• Slovenian good practice examples 30 
• Templates for summary of working group results 31 
• German good practice examples 34 
• Templates for summary of working group results 37 
• Bulgarian good practice examples 39 
• Templates for summary of working group results 42 
• Turkish good practice example 44 
• Templates for summary of working group results 45 
• Italian good practice examples 47 
• Templates for summary of working group results 50 
• Polish good practice examples 52 
• Templates for summary of working group results 55 
• Annex 58 
• Presentations of the first day 58 
• Evaluation of the conference 95 
• Signatures of participants 102 

 

                                                               

 3



                                                                                 

 4 

 
1st International conference 

 
05th-07th May 2010, Helsinki, Finland 

 
Agenda 

 
 
Wednesday, 05/05/2010          Afternoon session 
 
“European and Finnish National policies and strategies for promoting young 
enterprises / SMEs” 
 
Venue: Palace Gourmet, Eteläranta 10, 00130 Helsinki, Finland 
 
(www.palacekamp.fi), conference rooms, 10th floor 
 
12.00 – 12.15 Opening words, by Mr Timo Karkola, President, Amiedu 
 
12.15 – 12.30 Leonardo da Vinci Network Project SME-TraiNet – Conference 
background, project objectives, results achieved so far, Project 
coordinator, WIFI 
 
12.30 – 13.00 Presentation of the Small Business Act, Mr Paavo Mäkinen, Deputy 
Head of European Commission Representation in Finland 
 
12.30 – 13.00 Finnish Lifelong Learning Policies and the SMEs, Mr Reijo Aholainen, 
Ministry of Education 
 
13.30 – 14.00 Requirements and needs of young Finnish SMEs, Mr Timo Lindholm, 
leading economist, org. of Finnish SMEs 
 
14.00 – 14.30 Coffee break and networking 
 
14.30 – 15.30 Panel discussion 
Panel consisting of representatives of Associations of SMEs and young 
businesses from Europe (UEAPME, JEUNE) and Finland 
 
15.30 – 15.45 Closing words to the first part of the conference 
 
15.45 – 16.30 Change of conference venue 
Moving to the ferry, delivery of cruising tickets and settling into the 
cabins 
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Wednesday, 05/05/2010          Evening session 
 
“1st Workshop session on European good practice examples of training and 
guidance for young SMEs“ 
 
Venue: Tallink SILJA SERENADE (white-blue ferry), Olympiaterminaali, 
Olympiranta 1, 00140 Helsinki, Finland (www.tallinksilja.com) (www.portofhelsinki.fi) 
 
16.30 – 17.00 Coffee and fruit (departure from Helsinki) 
 
17.00 Introduction to the workshop sessions and building of working groups 
(WIFI or Finnish partner) 
 
17.15 -18.00 Short presentation of and discussion about the transferability of good 
practice examples at EU level (three parallel working groups working 
on three different topics) 
1. „Research services for SMEs“ (moderated by LUAS, Finland) – 
Topic: Relevance of scientific research information for SMEs 
2. „Coaching young businesses“ (moderated by WIFI, Austria) – 
Topic: Relevance of specific promotion of female entrepreneurs and 
their networking activities 
 
3. „Learning to grow/ growing by learning“ (moderated by HWK HH, 
Germany) 
Topic: Importance of innovation strategy analysis, planning, 
implementation and its scientific monitoring 
 
18.00 -18.30 Plenary session: Short presentations of the working group results by 
one representative of each group (max. 10 min each) 
 
18.30 Closing of the first conference day 
starting from 19.00 Dinner at à la carte restaurant 

 
 
Thursday, 06/05/2010          Morning session 
 
“2nd Workshop session on European good practice examples of training and 
guidance for young SMEs“ 
 
07.00 – 9.00 Breakfast on board 
 
09.30 Arrival at Stockholm 
 
09.00 – 09.15 Building of working groups (WIFI or Finnish partner) 
 
09.15 – 10.15 Short presentation of and discussion about the transferability of good 
practice examples at EU level (three parallel working groups working 
on three different topics) 
1. „Format“ (moderated by CLA, Italy) 



                                                                                 

 6 

Topic: Importance of Benchmarking & Customer Care for young 
enterprises 
2. „Clustering in the Atatürk organised industrial zone“ (moderated 
by Abigem, Turkey) 
Topic: Building of clusters of young enterprises in order to reduce 
costs and build up business relation to established enterprises 
3. e-Learning for SMEs in the food branch (moderated by ZRP, Poland) 
Topic: Successful use of new media/ e-learning for providing training 
on EU regulations & HACCP (Hazard analysis and critical control 
points) 
 
10.15 – 11.00 Plenary session: Short presentations of the working group results by 
one representative of each group (max. 10 min each) 
 
11.00 – 16.00 Lunch buffet on board, leisure time in Stockholm 

 
 
Thursday, 06/05/2010          Afternoon session 
 
“3rd Workshop session on European good practice examples of training and 
guidance for young SMEs“ 
 
17.00 Departure from Stockholm 
 
16.00 – 16.15 Building of working groups (WIFI or Finnish partner) 
 
16.15 – 17.15 Short presentation of and discussion about the transferability of good 
practice examples at EU level (four parallel working groups working 
on three different topics) 
1. „Better management skills, better positioning on the market“ 
(moderated by EMC, Bulgaria) 
Topic: Sales and negotiation techniques and customer relationship 
management 
2. „Business Management“ (moderated by Emi-eco, Estonia) 
Topic: Modular training in general business management with 
practical elements 
3. „Good practice example Slovenia, t.b.d.“ (moderated by ICPE, 
Slovenia) 
4. „Good practice example Slovakia, t.b.d.“ (moderated by SCCI, 
Slovakia) 
 
17.15 – 18.00 Plenary session: Short presentations of the working group results by 
one representative of each group (max. 10 min each) 
 
18.00– 18.30 Summary of the results of the workshop session and closing of the 
conference (WIFI or Finnish partner) 
 
19:00 Dinner at à la carte restaurant 
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Friday, 07/05/2010 Return to Helsinki in the morning 
 
7.00 – 9.00 Breakfast on board 
 
9.55 Arrival to Helsinki and travel home (for conference participants) 
 
For SME-TraiNet project partners only: 
 
10.00 Transfer to 3rd project partner meeting 
Venue: AKOL premises in Pasila, Helsinki 
 
11.00 – 15.00 Project partner meeting with discussion of detailed work plan until 
the end of the project and administrative issues (moderated by WIFI) 
15.00 Meeting close 
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Presentations in Helsinki 5
th

 of May 2010 
 
 
Mr. Timo Karkola, Principal Ami Foundation AMIEDU 

Master of Economic Sciences  
Director, Principal Ami Foundation, Amiedu, Vocational Adult Education and 
Training Center of the Metropolitan Area Helsinki 
Vice President, Finnish Association for Vocational Adult Education and Training 
Member of the body of delegates, Confederation of Finnish Industries, EK 

 
Vocational adult education and training providers 

Timo Karkola provided information about the Finnish vocational adult education 
centres. In Finland the adult education is provided by about 800 publicly funded 
institutions and they have approximately 1.7 million students annually. Their main 
forms are self-motivated training, employment training, apprenticeship training, 
in-service training. Vocational Adult Education is legislated by the Ministry of 
Education and Culture, who also gives the authorization to provide education and 
it funds adult education. 
 
Vocational adult education centres can provide services for SMEs in research and 
reviews, training, events and cutting-edge seminars, marketing and 
communications and serve as a responsible coordinator. The centres bring value 
at the societal level, working community level and individual level. The adult 
education-sector believes that traditional and vertical managed individual 
companies are being replaced by operations conducted by complex and extensive 
company networks. Competitive factors in production are based for example more 
tightly on life-cycle thinking. Companies network to find sufficient resources and 
compete for competent employees. A competitive economy is based on creativity, 
which emphasize the networking of universities, research units, institutes of 
learning and companies. The core competencies of vocational adult education 
centres are in business and working life, service solutions, project management, 
vocational and adult student education. 
Adult education has also social partners: Ministry of Education and Culture, 
Ministry of Employment and the Economy, Federation of Finnish Enterprises, 
Confederation of Finnish Industries EK, Central Organization of Finnish Trade 
Unions. Vocational adult education providers can see themselves as an active and 
innovative actor of change, mainstream centre of excellence, change-adapting 
maintainer and service provider. 

 
 
Reijo Aholainen, Counsellor of Education, Ministry of Education 

Mr. Reijo Aholainen, Counsellor of Education, senior expert on future education 
and innovation policies in the Finnish Ministry of Education, Science and Culture. 
After joining the Ministry of Education he has contributed to several national 
reforms and been responsible for the coordination and financing of national 
lifelong learning policies. He has been actively involved in the EU education 
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cooperation since late 1980ies - most recently, in 2007-2009, in the Commission 
DG EAC as an expert of education and innovation - and taken part in many 
international assignments e.g. in the Baltics and Balcans, etc. He is a member of 
numerous international committees and working groups and has written several 
articles and surveys on education and training policies. 

 
Lifelong Learning and the SMEs 

Reijo Aholainen talked about the Lifelong Learning as part of the whole spectrum 
of life. He showed that lifelong learning directs the education policy and that 
includes also non-formal education and informal learning. He talked about the 
main factors in the Finnish Lifelong Learning that starts from early childhood 
education, providing learning skills and motivation. The Finnish education is based 
on quality and equality by offering secondary education for everyone and that 
there is continuous updating and upgrading of knowledge, skills and competences. 
He spoke about the overall reform of professionally oriented adult education that 
is very much demand-based and planned together with partnerships. This includes 
more learning at the workplace and the learning needs to be coherent to the 
individual’s needs and circumstances. Guidance and improved study grants and 
benefits able the individual to participate in education and training. SMEs can 
fund and design suitable Labour Market Training in cooperation and see learning 
and training as a business strategy to build staff competence.  SMEs are also 
targeted with self-motivated training and there are grants for vocational adult 
education centres for developing cooperation with local working life. The 
government has set a formal body to monitor and promote LLL which includes 
social partners, teacher and student organizations, representatives of education 
providers and local authorities. The Council’s main initiatives are national 
strategy for lifelong learning, learning at workplace, web discussion about the 
reasons why some youngsters do not get a place in further education. 

 
 
Timo Lindholm, Federation of Finnish Enterprises 

Masters Degree in Political Science (Economics), University of Helsinki 1987 
eMBA Degree, University of Jyväskylä 2004 
Chief Economist, Federation of Finnish Enterprises 2009-> 
Chief Economist, OP Pohjola Group 1999-2008 
Economist, OP Bank Group Central Cooperative 1988-1999 
Member of the Board of Directors in Finnvera plc 
Member of the Board of Directors in Tapiola Pension 
 

Requirements and needs of young Finnish SMEs 
Timo Lindholm described the attitudes and the entrepreneurial setting in Finland. 
He reflected the question of few entrepreneurs and SMEs in Finland. He put it 
down to negative attitude towards entrepreneurship, maybe not enough suitable 
financing, that there are no strong enough incentives to take risk and taxation. 
 
In Finland economic culture has not promoted entrepreneurship and many seek 
traditional employment in large companies or in public sector.   
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The biggest issues for not having more entrepreneurs are attitude, finance, and 
poor incentive. There are different kinds of loans and grants available for 
entrepreneurs. Incentive to promote SMEs can be seen when understood how 
much wealth is generated through SMEs. 
 
He sees that creating more entrepreneurship in Finland needs more courage and 
commitment, lifelong learning and practical training, financial knowledge, being 
active and networking. 
 

 

Panel Dicussion 
 
Senja Nevalainen, Kodinhelmi 

Entrepreneur 
Education:  Qualification for Entrepreneurs,Vocational training and Qualification  
of Housework Services, Qualification of Restaurant Services, a Computer driving 
license training, Grad degree and Business Administration degree 
Different courses:  Medication education in nursing, Home Services passport, the 
Basic Course of a dog breeder  
Currently involved in:  Quality of  Housework Services pilot project  group in 
Edupoli 
Nearly four years of experience in Care Entrepreneurship 
 

The Kodinhelmi Company 
Senja Nevalainen gave a presentation about her company Kodinhelmi which she 
founded in 2006. The company provides everyday domestic services from 
housework to caring pets, going to the bank, shop, doctors, pharmacy to food 
preparation. Her target group is elderly people and their children, home 
customers, careers, care workers and occasional customers. She has broad 
background in education and training and has acquired qualifications for example 
in Entrepreneurs and Housework Services. She has completed different courses 
such as Medications education in nursing, home services passport and the basic 
course of a dog breeder. She has four years of experience in Care 
Entrepreneurship.  She is involved in a pilot project group for quality of house 
work services in Edupoli, a vocational adult education centre. 

 

  
Marketta Luutonen, Taito ry,  

PhD, University of Helsinki 1997 and Lic.Soc.Sc. University of Turku 1983. 
Managing Director, the Finnish Crafts Organization 1985-1998, 1999-2005, 2007- 
Research Manager, Master program in the field of crafts design and technology, 
University of Joensuu, 1.6.2005–31.10.2007 
Professor of Craft Science, the University of Helsinki 1.8.1998-31.7.1999.  
Research: Craft entrepreneurship, Products and meanings. 
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The Finnish Crafts Organization 
The Finnish Crafts Organization consists of Crafts Associations, Crafts Centres and 
Crafts Shops. The Finnish Crafts Organization’s tasks and services include 
strategic leadership, financing arrangements, consulting tasks, and information 
and communication services. Crafts Association’s tasks and services are different 
kind of training, marketing, information services and communications which 
include trade register, magazines, bulletins and newsletters. It also has workshops 
about tools, materials, product ranges, products, programme services and tourism 
services. The Finnish Crafts Organization has assumed an active, influential role in 
the field of crafts. The group strives to make the field of crafts visible by using 
different tools like their www-pages, magazine, brand and e-learning. 
Strengthening crafts and design entrepreneurship is a national-level service task 
of the Taito Group. Means are services related to training, communications, 
information, learning materials and research and Taito business services and 
shops, exhibitions and other sales and marketing events. Organizations marketing 
channels for crafts products are the Taito-shops and other craft shops, craft fairs 
and sales exhibitions. A report “The study Crafts Entrepreneur 2009” was 
gathered through a web survey. It gave conclusions that the sources of success for 
entrepreneurship in crafts and design are found in the skills of entrepreneurs 
themselves, in insightful products and well-functioning marketing channels. Also 
it found that high quality of vocational and adult education relates to up-to-date 
business services. Fair taxation as well as financing solutions conducts to positive 
employment decisions. R&D a continuous process that can be encouraged by 
grants for example. Visibility and marketing channels can be strengthened 
through joint activities in which everyone in the field can take part. The 
developmental challenges for businesses are the worries of entrepreneurs about 
their ability to cope, competition, piracy, taxation that is felt unjust, and the 
confusion of business and crafts together. 
The fact that the product is made locally and gives employment to local people 
can also create added value. Main thing is that the product has to be fit for its 
use and correspond to the consumer’s idea of what is good and beautiful. 
 
 

Dr. Ludger Fischer  
is working for UEAPME (Union Européenne de l’Artisanat et des Petites et 
Moyennes Entreprises), the European Union of craft and SMEs in Brussels since 
2000. 
Monitoring all areas of European legislation affecting SMEs (enterprise policy, 
social affairs, training, regional policy, food safety policy …), Fischer represents 
UEAPME in several committees of the European Commission. He is Secretary 
General of the European Painters’ federation UNIEP and author of several books 
on cooking. 
 
 
Horia Mintas  
VJEUNE, Jeunes Entepreneurs, de lÙnion Europeénne, Young Entepreneurs of the 
European Union, Administrative Council, Vice-President: Horia Mintas 
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Introduction 
 
 
 
Despite the initial support founders of new businesses get at the beginning of their business 
operations, many of them do not survive their third year of operation. This might be due to the 
fact that no structured and holistic support is provided to still young but already established 
SMEs (i.e. entrepreneurs already operating since more than 2 years), whose businesses develop 
successfully and would have the potential of growth, but whose owners are not sufficiently 
capable of managing this sudden growth and the problems and challenges it brings about. 
 
The present compendium gives an overview of innovative, efficient good practice examples of 
training and consulting offers for young businesses that have been identified in the period of 
December 2009 until March 2010 in the framework of the network project “SME-TraiNet”. SME-
TraiNet is financially supported by the Leonardo da Vinci programme of the European 
Commission and targeted at further development and improvement of the current training and 
support structures for young enterprises by sharing of good practices among European 
stakeholders.  

The project started in October 2008 and involves 13 partners from 10 EU countries. In the first 
18 months of the project, partners carried out extensive researches and stakeholder workshops 
at national level.  

Research activities focused on current training and support structures for young businesses in the 
participating countries. As the main outcome of the researches, good practice in training and 
support and also current trends and needs of SMEs/young businesses operating in the craft and 
service sector were identified.  

For transferability purposes of good practices at national level, the identified practices were 
disseminated in workshops organised in each participating country where political decision 
makers and VET experts were invited as participants. In the workshops, strategies to establish 
these good practices throughout the country and current and emerging needs and remedies have 
been discussed. The main outcome of the workshops were identifying the best practices. The 
best practices of each country were compiled in this "Compendium of good practices in 
training and support for growing SMEs".  

This compendium gives an overview of all identified good practice examples of the participating 
countries containing information like a short description of the product, key elements of the 
service that are unique selling propositions, target group(s) addressed as well as contact 
information of the responsible persons and institutions. 

We hope it will be of good use for your work!  
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Slovakian Good Practice Example 

 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Managers from big and small enterprises 
Owners from small companies 
Young businessman 
Students 
 

Title  
 

European Business Competence Licence 
(EBCL) 

Short description 
 

Vocational education for labour power in business 
economy  

USPs (Key elements of the service 
that are unique selling propositions)  

Better chance to reach job 
To support own career 
To start own company  
 

Methodology 
 

Attendance(presentation) education 
E – learning 
Combined(blended learning) 
 

Content  
 

Business base 
Business planning 
Business management  
 

Contribution to skills 
 

Orientation in real business situations and solving 
business problems in the SMEs  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

25 hours with lector (treainer) 
50 hours self studying 
Individual consultation 

Responsible institution/ contact 
person 

 
Direct link 

Apeiron s.r.o. Prešov 
doc.Ing.Peter Monka, PhD. 
 
direct@apeiron.eu  

 

 
 
 
 
 
 
 
 
 
 

mailto:direct@apeiron.eu
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Finnish Good Practice Example 

 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Students and SMEs 

Title  
 

Research services for the SMEs  

Short description 
 

The LUAS students approach SMEs and offer them market 
and other smallish research services. These give them 
credits for their studies. 
 

USPs (Key elements of the service 
that are unique selling 

propositions)  

Learning by doing valuable, real work, networking and 
building relations for future. 
 
 

Methodology 
 

Teachers, students and SMEs meet and design together 
what sort of data is relevant for the SME. The student with 
the support of the tutor collects this and reports in an 
agreed manner. 
 

Content  
 

Research using variable methodology. Report writing and 
making of suggestions.  
 

Contribution to skills 
 

Practical training of methodology for the student, 
understanding of the value of relevant data to the SME. 
 

Quantitative aspects (duration, 
number of participants 

respectively SMEs involved) 
 

Several weeks or months, dozens of students from 
different faculties as well as dozens of companies now and 
in future. 

Responsible institution/ contact 
person 

 
Direct link 

Lahti University of Applied Sciences.  
Juhani Nieminen 
 
juhani.nieminen@lamk.fi  

 

 
 
 
 
 
 
 
 
 
 
 
 
 

mailto:juhani.nieminen@lamk.fi
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Finnish Good Practice Example 

 
 
 

Type of product or service 
 

Training 
Other  
 

Target group(s) addressed  
 

Students of all age groups 

Title  
 

Encouragement to entrepreneurship and achieving 
training to support it. 
 

Short description 
 

Different level organizations of all areas in Lahti region 
organize a seminar where entrepreneurship is in focus. 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Be your own master, build your own future! 

Methodology 
 

A large get together in May where good artists and 
speakers perform and entrepreneurs are rewarded 
 

Content  
 

Entertainment, enhancement, encouraging, eating and 
being together. Also, a grand parade with music.  
  

Contribution to skills 
 

Learning the value of learning and using the skills 
acquaired. 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

One day, hundreds of participants are expected.  

Responsible institution/ contact 
person 

 
Direct link 

Several organizations in Lahti area. 
At LUAS Juhani Nieminen 
 
juhani.nieminen@lamk.fi  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

mailto:juhani.nieminen@lamk.fi
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Finnish Good Practice Example 

 
 
 

Type of product or service 
 

Training 
 

Target group(s) addressed  
 

Students and SMEs 

Title  New certificate programs for foreign students  
 

Short description 
 

LUAS offers for foreign students programmes where 
parts of their studies are done by learning to know 
Finnish SMEs through working and doing work related 
exercises. 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Learning by solving real problems in a real Finnish 
environment. Networking and learning to know future 
partners in new countries. 
 

Methodology 
 

Teachers and SMEs meet and design together what kind 
of jobs the student will do and what kind of exercises 
are connected. Examples: assessments, design, market 
plans etc. 
 

Content  
 

Practical tasks of different nature and on various fields 
including all faculties at LUAS. 
 

Contribution to skills 
 

Learning in real-life situations and getting a concept of 
daily challenges the SMEs have to face. 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

From a few days to several months. In the long run 
dozens of students from different countries as well as 
dozens of companies from Lahti area. 

Responsible institution/ contact 
person 

 
Direct link 

Lahti University of Applied Sciences.  
 
Juhani Nieminen 
juhani.nieminen@lamk.fi  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

mailto:juhani.nieminen@lamk.fi
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RESEARCH SERVICES FOR SMEs, workshop conclusions 
by Juhani Nieminen, Vice President, PhD, Lahti University of Applied Sciences 

 
1. Some findings based on SME-TraiNet (and other efforts) 
 

SMEs are usually practical operators. Their skills and will in long-term planning 
and dealing with research data forming the basis for such arelimited. Very often 
the SMEs do not even understand the importance ofthem. The question to be 
asked is: how important for an SME are the strategic level planning and research 
as generally understood? 
At least the following potential answers have been given to favor long-term 
strategic planning and “heavy” research to support it: 
 
a) In a rapidly changing environment on all levels strategic planning based on 
research is becoming more and more important also for SMEs. 
 
b) To avoid really drastic mistakes, also SMEs need to establish their operations 
on valid research information rather than assumptions. 
 
c) In a global environment “think globally act locally” ideology means that even 
SMEs need to take into consideration global phenomena and information 
achieved through serious research. 
 
Since the efforts of SMEs often focus on survival from one day to another by 
solving practical problems as they occur, the SMEs often neither have means nor 
will or skill to dwell in the mires of traditional research data. During the discussions 
at the workshop it was pointed out that SMEs often have only a lower vocational 
training. This makes them professionals in their core business but amateurs in just 
about everything else. Hence, they also see research from a very narrow angle. 
 

2. The role of UAS research in the world of SMEs 
 
It is easier to change our own attitudes that those of SMEs. We have learned that 
the university level research services offered to the SMEs often are too large-
scale, academic and general by nature, demand too much time and concentrate 
on wrong topics as seen from the SME’s point of view. The SMEs do not get 
enough added value from the research. Therefore they lack confidence in what 
they are offered. The traditional form of offering students’ thesis work for the SMEs 
often gives them a too long-term, too theoretic and also too large-scale alternative 
even if larger organizations can utilize this sort of research relatively well. 
 
The research services the SMEs best can exploit mostly are short-term, often 
focus on a limited sector and must be provided quickly. One potential answer to 
the problem could be connecting more and more R&D to actual learning modules 
that also are brought to the SMEs’ premises. There the students with the help of 
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the entrepreneur and their teachers may find alternative ways to solve some 
practical problem through limited but focused exploitation of research.  
Examples of such research are as follows: 
 
- Immediate effects of a large, national chain establishing operations that compete       
with local SMEs in catering services. 
- Doing  small  scale  market research on the demand o f a  new  kind  of service 
package within B&B –services. 
- Assessing  the  pros  and  cons  of  investing  to  a  new milling machine versus a 
second-hand one at a small engineering works. 
- Finding and assessing ways how to establish a network of replacement workers 
during sick leaves at a small bakery. 
- Evaluating different forms  of financing a  new  development at a  small 
construction company. 
- Evaluating the pros and cons of alternative locations to establish a new night 
club. 
 
Due to the nature and ideology the UASs are more apt to this sort of applied 
research than the science universities, even if in some areas also science 
universities may offer equivalent services. 
 

3.Some conclusions 
 

Flexibility, swiftness, new thinking and understanding are needed to offer the 
SMEs the services the UAS sector could and should give them. Through a more 
customer oriented approach also UASs can offer our students excellent 
opportunities to learn of the daily challenges of SMEs and create the SMEs 
research and development services that really assist them. At the same time 
confidence can be built. This will in the long run help the SMEs to understand the 
possibilities and importance of research at all levels. 
 
We also need to train our UAS teachers and administrators to see the value of 
relatively small steps and things. We tend to concentrate on large businesses’ 
research where our services can only give little if any added value. Also, large 
companies and organizations usually can get the information they need without 
UASs, quicker and often in a more reliable form. SMEs with smaller scale 
research problems suit most of UASs’ purposes better in many ways. 
 
Change of attitudes, lot of product development and hard work are needed. Yet the 
results we have already gained in this area prove that we are heading the right 
way. There are good reasons why SMEs with their demands could become more 
and more important partners for UASs also as far as research and development 
are concerned. Actions have already been taken in this direction and more are to 
come. 
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Estonian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Students and SMEs 

Title  
 

Business management 

Short description 
 

Program consists of different modules: 
4 modules included basic skills, business management and 
practice SME. 
 

USPs (Key elements of the service 
that are unique selling 

propositions)  

Learning by doing, real work in practice, networking and 
cooperation skills for future. 
 
 

Methodology 
 

Program is created in cooperation with teachers and SMEs.  
SME managers can choose all program or different modules 
as to their real needs.  
 

Content  
 

Students will work as interns in more than hundred 
enterprises in Estonia and EU countries.  
 

Contribution to skills 
 

Practical training, understanding business management, 
management skills, broad economic topics. The program 
has formed so that the graduate could apply for the IV 
qualification level of Business Manager.  
 

Quantitative aspects (duration, 
number of participants 

respectively SMEs involved) 
 

The minimum modules give 2-3 Europe credit points, max 
8 ECP.  
15-20 participants in every course and usually students of 
SMEs compose the individual study plan. 
 

Responsible institution/ contact 
person 

 
Direct link 

Voru County Vocational Training Centre 
Chair of Business Management 
 
Henn.Tarro@vkhk.ee  

 

 
 
 
 
 
 
 
 
 

mailto:Henn.Tarro@vkhk.ee
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Estonian Good Practice Example 
 
 
 

Type of product or service 
 

Training 
 

Target group(s) addressed  
 

Students and SMEs 

Title  Accounting for self-employed enterpreneur and SME-s  
 

Short description 
 

Program “Financial management for SME and self-
employed entrepreneurs”  

USPs (Key elements of the service 
that are unique selling propositions) 

  

Practical program for management of SME – planning and 
management capacity” 

Methodology 
 

Practical program, learning by doing, practical 
accounting exercises 
 

Content  
 

Financing law, management basics, planning, SME 
financing reports, labor law  
 

Contribution to skills 
 

Financial management, planning and management of 
SME, composition of reports required by law, real-work 
experience 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

0,5 Europe credit points,  
15 SME and self-employed managers 

Responsible institution/ contact 
person 

 
 

Direct link 

Võru County Vocational Training Centre  
Chair of Business Management 
Mr Henn Tarro 
 
Henn.Tarro@vkhk.ee  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

mailto:Henn.Tarro@vkhk.ee
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Estonian Good Practice Example 
 
 
 

Type of product or service 
 

Training 
 

Target group(s) addressed  
 

Students and SMEs 

Title  Research services for the SMEs  
 

Short description 
 

In cooperation with students, SME’s and school itself we 
solve specific SME problems, which gives solutions to 
SME’s, knowledge to lecturers, and credits to students, 
and support of having state of art information and 
develop showcases for future lectures. 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Real work learning experience for students. 
Real solutions for SME’s. 
More networking school with community. 
 

Methodology 
 

Teachers, students and SMEs meet to agree on 
describing a problem and plan how to solve it.  
The student with the support of the tutor and SME staff 
collects the data and makes reports, proposing possible 
solutions in an agreed manner. 
 

Content  
 

Research or in some cases development using variable 
methodology.  
Report writing and making of suggestions, schemes and 
work plans.  
 

Contribution to skills 
 

Practical training methodology for the student, 
understanding of the value of relevant info to the SME. 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

Several weeks or months, tens of students from different 
faculties as well as tens of companies up until now and 
in future to come. 

Responsible institution/ contact 
person 

 
 

Direct link 

Võru County Vocational Training Centre 
Department of Studies  
Terje Kruusalu 
 
terje.kruusalu@vkhk.ee 

 
 
 
 
 
 
 

mailto:terje.kruusalu@vkhk.ee
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Austrian Good Practice Example 
 
 
 

Type of product or service 
 

Consulting 

Target group(s) addressed  Young SME´s 
 

Title Coaching young businesses 
(Jungunternehmercoaching) 
 

Short description 
 

A holistic consulting service, available for young 
businesses (up to six years after start-up), which is 
partly subsidized by the Federal Ministry of Economics 
(BMWFJ) and the Austrian Economic Chamber (WKÖ). All 
coachings are targeted at young entrepreneurs in need 
of training and guidance in various fields of their 
business, such as marketing, controlling or financing. 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Generative learning method, target group focussed, 
short efficient units 

Methodology 
 

Group coachings, indicidual coachings 
 

Content  
 

Coaching focussed on individual needs of young SME 
(process of changes, efficient decision making, risk 
analysis etc) 
 

Contribution to skills 
 

Improvement of entrepreneurial quality and success and 
corporate development 
successful coping with processes of change 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

16 Coaching units/year 
 

Responsible institution/ contact 
person 

 
 

Direct link 

WIFI-SME supporting center 
www.unternehmerservice.at 
Mag. Claudia Scarimbolo 
+ 43 (0)590 900 3647 
claudia.scarimbolo@wko.at  

 
 
 
 
 
 
 
 
 

http://www.unternehmerservice.at/
mailto:claudia.scarimbolo@wko.at
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Austrian Good Practice Example 
 
 
 

Type of product or service 
 

Training 

Target group(s) addressed  Female sole proprietors without employees ( 0 to 3 
business years) 
 

Title Academy for female entrepreneurs  
(Akademie für Kleinstunternehmerinnen) 
 

Short description 
 

The learning modules are aiming at the improvement of 
knowledge and individual corporate development. The 
coaching sessions offer the possibility of professional 
checking of developed strategies and feedback 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

generative learning method 
intensive exchange of know-how 

Methodology 
 

Training sessions 
Group coachings  
 

Content  
 

Three modules (topics: business planning, marketing and 
sales, cooperation and networking, self- and time-
management) 
 

Contribution to skills 
 

Improvement of entrepreneurial quality and success and 
corporate development 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

45 training units 
300 successful participants 
 

Responsible institution/ contact 
person 

 
Direct link 

WIFI (Institute for Economic Promotion) 
 
http://www.wifi.at  
http://www.unternehmerin.at/akademie 

 
 
 
 
 
 
 
 
 
 
 

http://www.wifi.at/
http://reloaded.wko.at/wk/format_detail.wk?AngID=1&StID=482255&DstID=281
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Austrian Good Practice Example 
 
 
 

Type of product or service 
 

Consulting 

Target group(s) addressed  Tyrolean SMEs, in the first phase of a growth project to 
be implemented within their company. 
 

Title Pluss 
 

Short description 
 

The programme is divided into two phases. Within the 
first phase, each enterprise is being analysed with 
regards to structural weaknesses and strengths of the 
whole enterprise, unexploited growth potentials as well 
as opportunities resulting from the intended growth 
project. In the second phase the focus lies on the actual 
consulting of the enterprises by external experts with 
regards to various fields crucial for the success of the 
respective growth project. Possible areas of consultation 
are strategic issues, controlling, sales planning, 
marketing strategies and branding, technical 
infrastructure, human resource planning etc. 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Individual support of potential of growth 

Methodology 
 

Consulting (cooperation of research and economy) 
 

Content  
 

Strategic analysis, planning and implementation 

Contribution to skills 
 

Improvement of entrepreneurial quality and success and 
corporate development 
successful coping with processes of change 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

Consulting service (briiefing, analysis, planning, 
implementation) 1 year /15 SME´s per year 

Responsible institution/ contact 
person 

 
 
 

Direct link 

SME supporting center Tirol 
http://www.wko.at/tirol/service  
Mag. Wolfgang Teuchner 
+ 43 (0)590 905-2222 
 
gs@wktirol.at  

 
 
 
 
 
 

http://www.wko.at/tirol/service
mailto:gs@wktirol.at
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Strategy for transferring the good practice into the VET and support 
systems of the other EU countries 
 

Please answer the guiding questions below in the course of the workshop session 
and use this template as structure for the presentation of your working group’s 
results to the plenum! 
 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 
 

 holistic coaching offer for young 
businesses in addition to 
specialist counseling services 

 generative learning method 

 supporting offer adapted to 
necessary framework conidtions 
(location and time independant, 
low costs, top level coaching) 

 strategic concept on national 
level 

 

What are the elements that should 
transferred? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
 
 
 
. 

 strategic concept on national 
level 

 trainingmoduls of management 
consults for coaching of young 
entrepreneurs 

 

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 
 
 
  

Austrian Federal Economic Chamber, 
SME Supporting Center 
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To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 
 
 

Turkey is interested in the transfer of 
the good practice 

Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 
 
 

According to the Austrian experience 
following institutions and stakeholders 
should be involved:  

 governmental institutions like 
ministry of economy (financing) 

 public institutions responsible for 
supporting services of young SMEs 
  

 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 
 

According to the framework conditions 
of the country interested in know how 
transfer, these actions will be defined 
in a common way.  
In principle a visit of an expert 
providing all information and materials 
v´concerning the product is foreseen. 
In a second step all working steps 
concerning adaptation oft he product 
according tot he national needs will be 
supported  

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 
 
 

- minimizing risks of young 
entrepreneurs 

- identification of consulting and 
training needs at an early stage 

- efficient support of young 
entrepreneurs in corparte 
development 
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Slovenian Good Practice Example 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  Young SME´s (at least 3 years old) 
 

Title Good practice of Training, mentorship & networking 
program 
 

Short description 
 

A 10 months holistic program for young businesses 
inculding training, mentorship & networking activities. 
The program is based on sharing experience through 
workshops, group mentoring sessions as well as 
individual mentoring sessions and networking activities 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Generative learning method based on sharing experience 
between young enterpreneurs & succesful 
enterpreneurs.  
Very hands-on training and mentorship program. 
Networking activities that help young businesses create 
necessary business connection. 
 

Methodology 
 

Workshops on enterpreneurial topics held by 
entrepreneurs.  
Group mentoring.  
Individual mentoring as well as networking activities  
 

Content  
 

All key business topics important for growing a business. 
 

Contribution to skills 
 

Understanding of all basic questions an enterpreneur 
needs to answer when growing his business. 
Enterpreneur changes his way of thinking and looking at 
his business. 
Empowerment of young enterpreneurs to think bigger. 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

30 enterpreneurs / 10 workshops + 10 mentoring sessions 
+ 10 networking activities / 10 months 
 

Responsible institution/ contact 
person 

 
 
 

Direct link 

Barbara Bregar-Mrzlikar 
CEED Slovenia 
Tehnološki Park 24 
1000 Ljubljana 
Slovenia  
Barbara.bregar-mrzlikar@ceed-slovenia.org 
+386 31 543 004 

 
 
 

 

mailto:Barbara.bregar-mrzlikar@ceed-slovenia.org
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(ICPE – Igor Pavlin) 
 
Strategy for transferring the good practice into the VET and support systems of the other 
EU countries 
 
Please answer the guiding questions below in the course of the workshop session and use 
this template as structure for the presentation of your working group’s results to the 
plenum! 
 
 

What are the key elements of the service? 
 
Please concentrate on the unique selling 
propositions that are worthwhile to be 
transferred into other countries. 
 
 
 
 

Integrated approach to supporting young 
SMEs  

 Young companies that would grow 
through franchise approach 

 Current support services to SMEs 
 
Focused assessment of specific development 
/ support needs tob be serv iced by 

 OD-consulting,  

 Learning an practicing self-assessment in 
traits and in financial and other resource 
aboundance 

 Exchange of info on experience, 

 International exposure: visits of expos, 
study tourst o franchisors 

 Well targeted conferences, seminars etc. 

 Individual and group mentoring 

 Individual coaching 

 Tailor made training programs 

 Educational programs of general nature 

 Specifics re Green and Lohas orientation 

 Evaluation of achieved results 

 Different types of networking (partners, 
best sites to learning, benchmarking, 
subcontracting, 

 Planning and implementation of follow 
up 

 

What are the elements that should 
transferred? 
 
 
 
 
 
 

The entire integrated approach at the level 
of support institutions; 
 
Within newly created franchise systems it is 
specific branded know-how that is 
systematically built up through training, 
consulting, mentoring and testing and is 
protected by intelectual property rights. The 
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Please identify the aspects that do not or 
only partially exist in other countries so far 
 
 
 
 
. 

know how is ready made for replication for 
initial and recurring fees by franchisees to a 
franchisor. 
 

Integrated approach by one single 
institutions or by a network of interlinked 
support insitutions – all these elements in 
their beginnings 
 

Ready made approach for transfering to 
franchisors; 
 

Assistance to franchisees to convert into 
selected franchising 

Who will transfer the good practice? 
 
Please determine the institutions that will 
participate in the good practice transfer 
process in the country of origin of the good 
practice. 
 

Selected institutions in Slovenia that have 
been listed in the SME TRainet Research 
Report by ICPE, especially ICPE, Training 
departments of the Chambers of Commerce 
and Slovene Franchise Association, Chamber 
of Crafts and Entrepreneurship and CEED. 

To whom will the good practice be 
transferred? 
 
Please identify institutions in the other EU 
countries that could take up the good 
practice and integrate its approach and 
methods into their training and services 
offer. 
 
 
 

 Young companies that would grow 
through franchise approach 

 Current support services to SMEs 

 Potential franchisors and franchisees 
 

 Slovenia: CEED, Japti, GCE, ICPE, 
FranAdria 

 Hungary: HFA and their respective 
organisation 

 Poland: PFA and related institutions, 
Management School in Gdansk 

 Austrian WIFI in cooperation with 
Syncon: expect joint project work 

 Croatian partners in Zagreb and in Osijek 
and potential new EU members in 
Serbia, B&H etc. 

 Others if interested 
 
On the international level EFMD and EFF 

Which stakeholders will be involved in order 
to make the transfer and implementation 
successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not only at 

Ministry of economy 
Ministry of science  & technology 
Gea College for Entrepreneurship 
CEED 
Japti 
Chamber of enterpreneurship 
Chamber of Commerce 
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local level, but nation-wide. 
 
 
 

Slovenian Franchise Association 
Specialised providers of respective services 
International level: Enterprise Directorate of 
the EU 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work plan for 
the transfer of the good practice into other 
countries. 
 
 
 

Specific EU projects, eg. Danube and Adria 
region 
Conferences re SME development 
Specific conferences on franchising 
Publications 
Assist international franchisors to expand or 
assist those in the process of 
internationalisation 

What results are expected after the transfer 
of good practices has been successful? 
 
Please describe the possible impact/ effects 
in the countries into which the good practice 
would be transferred.  
 
 
 
 

Interim results: existence and growth of 
international support networks 
Franchise networks of successful small 
businesses. 
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German Good Practice Example 
 
 
 

Type of product or service 
 

Other (scientific approach) 

Target group(s) addressed  Multipliers / consultants in the field of business-coaching 
SMEs in all branches 
 

Title Wachstum lernen – lernend wachsen 
(to learn growing – to grow by learning) 
 

Short description 
 

A nationwide research approach to support innovative 
SMEs in the period of growth. Establishing exchange and 
networks between SMEs of different regions 
 

USPs (Key elements of the service 
that are unique selling propositions) 

  

Nationwide approach with regional influences 
- scientific approach 
- practical experiences 
- regional solutions 
 

Methodology 
 

Analysis on scientific level / monitoring (cooperation 
between several scientific institutions) 
Workshops with participating SMEs operating in different 
regions 
 

Content  
 

Testing and evaluation of different instruments to 
support SMEs in a period of growth 
Establishing innovative strategies on different 
management levels within the SMEs 
Exchange of experiences by offering workshops with 
SMEs 
Scientific monitoring and evaluation 
 

Contribution to skills 
 

Developing of management skills and competences in 
SMEs 
Evaluating of instruments and support services 
Developing cross-regional exchange of experiences / 
learning from each other 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

Networks in four German regions (- 120 SMEs participate 
in the project) 
 

Responsible institution/ contact 
person 

 
 

Direct link 

RKW Deutschland 
Dr. Michael Steinhöfel 
E-Mail: Michael.steinhoefel@rkw-d.de 
 
www.rkw-d.de  

 

 

mailto:Michael.steinhoefel@rkw-d.de
http://www.rkw-d.de/
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German Good Practice Example 
 
 

Type of product or service 
 

Training  
Other: Networking 
 

Target group(s) addressed  SMEs interested on innovative strategies to develop a 
new business culture in the fields of crafts 
 

Title “InnoWerkstatt“ (the title includes “innovation” and 
“factory” to symbolise the subject: learn to become 
innovative with a practical approach) 
 

Short description 
 

The project offers several different workshops with a 
thematic focus on “innovation”. The participation in a 
workshop is open. Speakers and experts are invited to 
talk and exchange with entrepreneurs about good 
experiences, instruments and approaches 
 

USPs (Key elements of the service 
that are unique selling propositions)  

The project combines unusual aspects to support SMEs: 
providing information, creating networks, developing 
empowerment strategies and establishing a “business 
culture” to become innovative and sustainable 
 

Methodology 
 

Workshops for SMEs, presentations of experts and other 
entrepreneurs 
Coaching meetings to empower the entrepreneurs 
 

Content  
 

The workshops focuses on different subjects to support 
SMEs, e.g.: marketing and customer services, 
management and administration, personnel and 
leadership, women as managers and leaders 
In addition “Unternehmer-Coaching” (coaching of and 
for entrepreneurs) is offered. The project coordinates 
meetings and sessions for entrepreneurs helping and 
supporting each-others. 
 

Contribution to skills 
 

- self-empowerment 
- networking 
- competences to develop innovative strategies 
- creating a new “Business Culture” 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

6 to 8 workshops a year 
10 to 20 participants, entrepreneurs / each workshop 
 

Responsible institution/ contact 
person 

 
 

Direct link 

Handwerkskammer Hamburg 
InnoWerkstatt 
Stephanie Wöste 
E-Mail: swoeste@hwk-hamburg.de  
www.hwk-hamburg.de  

mailto:swoeste@hwk-hamburg.de
http://www.hwk-hamburg.de/
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German Good Practice Example 

 
 

Type of product or service 
 

Training  
Consulting 
 

Target group(s) addressed  SMEs of all branches in the fields of crafts  
 

Title „InnovationsAgentur“ (Innovation Agency) – systematic 
stabilisation of innovative processes in small and 
medium-sized companies in craft businesses 
 

Short description 
 

 An “innovation check” in the company is offered to 
those SMEs willing to introduce new ideas and 
products. After the check, a personal coach will give 
advice on potentials and lacks in the management. 
Training advices are offered to support the SME and 
point on potential for business growth  
 

USPs (Key elements of the service 
that are unique selling 

propositions)  

A combined individual service to SMEs in craft sectors: 
-statistical analysis  
- personal coaching  
- tailor-made training advices 
 

Methodology 
 

- external analysis with a questionnaire 
- individual coaching 
- training offers if needed 
 

Content  
 

Focus is on innovation and growth: 
“Innovation-Check” (Innovationscheck) will give the 
participating entrepreneur an analysis of the companies 
ability and disposition to be innovative and implement 
new strategies. The results are based on the self report 
and self concept of the entrepreneur. It is focussing on 
both: products and management tools. The individual 
coaching is picking up the results of the “innovation 
check” and should lead to tailor-made training offers 
 

Contribution to skills 
 

- strengthening the ability to think and act innovative 
- developing management strategies 
- saving competences and sustainability 
- facing business changes and dynamic processes 
 

Quantitative aspects (duration, 
number of participants 

respectively SMEs involved) 
 

- since 2009 – 300 SMEs passed the “innovation check”, 
11%- followed the individual coaching 
- the period of support (check + individual coaching) 
lasts for max. 6 month (differences in concern of 
individual needs) 
 

Responsible institution/ contact 
person 

 
 

Direct link 

Handwerkskammer Hamburg 
InnovationsAgentur 
Andreas Kuttenkeuler 
E-Mail: a.kuttenkeuler@hwk-hamburg.de 
http://www-hwk-hamburg.de  

 

mailto:a.kuttenkeuler@hwk-hamburg.de
http://www-hwk-hamburg.de/
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Strategy for transferring the good practice into the VET and support 
systems of the other EU countries 
 

Please answer the guiding questions below in the course of the workshop session 
and use this template as structure for the presentation of your working group’s 
results to the plenum! 
 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 
 

 
1.) questionnaire behind the categories 
to analyse 
2.) the check as a whole concept (we 
would need to check if it is licensed) 
3.) the structure of the tool  
4.) single topics of check (financial 
affairs, marketing…) 
5.) flexibility of the instrument – useful 
as individual interview or as online tool 
 

What are the elements that should 
transferred? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
. 

 
- see above 
- a standardised instrument – useful for 
individual coaching or to initiate 
individual coaching 
- practical shape, also used as online 
tool (for craftsmen only useful as 
individual coaching instrument, mobile 
services are needed) 
 

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 
  

 
The Hamburg Chamber of Skilled Crafts 
and Businesses, project of mobile 
coaching (InnovationsAgentur) 
Contact: Wiebke Reyels (manager SME-
TraiNet at the Hamburg Chamber of 
Skilled Crafts / Andreas Kuttenkeuler 
(project manager) 
 

To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 

 
- it is an interesting instrument for all 
institutions offering consulting to SMEs 
(Chambers, Institutions of Commerce, 
umbrella associations for economy and 
management, politics / administration, 
universities) 
- Slovenia, Poland and Austria would be 
interested to get the questionnaires 
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Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 
 
 

 
On a local level a group of relevant 
stakeholders is needed, in Hamburg the 
state ministry of economy and labour 
was involved, researchers of 3 different 
universities and Schools of applied 
sciences, foundations (foundation for 
innovation in Hamburg) and the 2 
Chambers (Commerce and Skilled 
Crafts) 
- each country would have to identify 
the relevant stakeholder (governmental 
institutions are needed to clear up 
financing, probably bancs or business 
angels can be involved to guarantee 
grants) 
 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 

 
- first you have to look for grants to give 
reductions to SMEs 
- A workgroup should be set up, bringing 
together relevant decision makers – 
administrative bodies are relevant to 
get financial support(e.g. pilot studies), 
researchers in the field have to be 
convinced to participate 
- bilateral workshops could be used as 
introductory help 
 

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 
 
 

 
- individual benefit to SMEs, to get 
trained and start own development 
- an overview for necessity (market) for 
innovation in the region 
- an instrument to set up standards of 
innovation – what is the average in the 
region 
- analysis of situation within the crafts / 
small trades, business sectors (in which 
categories businesses are running well 
and innovative and what further 
vocational training is needed) 
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Bulgarian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Managing staff of young firm (3 business years) 

Title  
 

Better manageral skills – better position on the market  
Training seminars for Applied Language solutions, Office 
Bulgaria  
 

Short description 
 

The learning modules are aming to improvement of 
selling skills and soft skills needed for better contact to 
clients 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Interactive learning methods 
Generative learning method 
 

Methodology 
 

Training sessions, group working, individual 
presentations 
 

Content  
 

Three modules (sales, negotiations skills, managing 
communication with customers) 
 

Contribution to skills 
 

Improvement of managing skills and communication with 
customers 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

48 training units 
20 successfull participants 

Responsible institution/ contact 
person 

 
 

Direct link 

European Management Centre Ltd. 
www.emcbg.eu 
Mr. Petroslav Petrov 
+ 359 2 944 47 58 
office@emcbg.eu  

 

 
 
 
 
 
 
 
 
 
 

http://www.emcbg.eu/
mailto:office@emcbg.eu
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Bulgarian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Middle managerial staff of young engineering firm (3 
business years) 
 

Title  
 

Improvement of soft skills  
Training seminars for Lufthansa Technics 
 

Short description 
 

The learning modules are aiming to improvement of soft 
skills needed for better communication and managerial 
skills 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Interactive learning methods, 
generative learning method, 
 

Methodology 
 

Training sessions, group working,  
individual presentations 
 

Content  
 

Six modules (team working, leadership, presentation 
skills, negotiation skills, communication, conflict 
management) 
 

Contribution to skills 
 

Improvement of soft skills and communication with 
customers 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

96 training units 
38 successfull participants 

Responsible institution/ contact 
person 

 
 
 

Direct link 

European Management Centre Ltd. 
www.emcbg.eu 
Mr. Petroslav Petrov 
+ 359 2 944 47 58 
 
office@emcbg.eu  

 

 
 
 
 
 
 
 

http://www.emcbg.eu/
mailto:office@emcbg.eu
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Bulgarian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Managerial staff of young consulting firm (4 business 
years) 
 

Title  
 

Improvement of soft skills  
Training seminars for Paladin Property Consulting 
 

Short description 
 

The learning modules are aming to improvement of soft 
skills needed for better contact to clients 

USPs (Key elements of the service 
that are unique selling propositions)  

Interactive learning methods, 
generative learning method, 
 

Methodology 
 

Training sessions, group working,  
individual presentations 
 

Content  
 

Three modules ( negotiation skills, communication with 
customers, presentation skills, conflict management) 
 

Contribution to skills 
 

Improvement of soft skills and communication with 
customers 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

36 training units 
18 successfull participants 

Responsible institution/ contact 
person 

 
 
 

Direct link 

European Management Centre Ltd. 
www.emcbg.eu 
Mr. Petroslav Petrov 
+ 359 2 944 47 58 
 
office@emcbg.eu  

 

 
 
 
 
 
 
 

 

http://www.emcbg.eu/
mailto:office@emcbg.eu
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Strategy for transferring the good practice into the VET and support 
systems of the other EU countries 
 
Please answer the guiding questions below in the course of the workshop session 
and use this template as structure for the presentation of your working group’s 
results to the plenum! 
 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 
 

 
 
Is it worthwhile for us to transfer currently info 
to them for use during an upcoming period  
We know under normal circumstances we would 
recommend: must consistently maintain high 
levels of quality or service. Create your USP by 
using marketing instruments make your strategy 

  
We will give them the tips on choosing the right 
Marketing instruments, useful for small and 
medium businesses, and information on key 
elements of Sales Management for SME, s.  
 
 

What are the elements that should 
transfer? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
 
 
 
. 

 
 
 
Look under the creative thinking we will find 
helpful marketing elements on how to grow 
professionally and personally our strategy. Go to 
the brand strategy elements and find out how to 
develop a positioning statement, and how to 
define our target market, and much more. 
 

 

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 
 
 
  

 
Those who can, strategy are almost the same in 
each country, but tactic techniques are almost 
different.  
specific geographical starting point. 
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To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 
 
 

 
 
 
Always use the Branch organisations, one of the 
ways of right deliver. 
Using USP through your whole organization, 
each country could be origin, if it’s use unique 
and integrated approach. 

Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 
 
 

 
Stakeholders’ roles and degrees of influence will 
vary according to the opportunity. Relying on 
old contacts and experiences may be 
insufficient.  
Sales executives must proactively identify all 
stakeholders for any new sales opportunities. 
At the organisational level, strong and effective 
leadership emerges as an important success 
factor, 
along with powerful pressures for change 
coming from outside the organisation. So does 
active 
management of the process, so that gains 
become cumulative and gradually win the 
support of the 

 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 
 

 
 
 
 
Identify good practice and work to co-ordinate 
domestic and foreign countries, and to 
incorporate these understandings into 
operational working plan. The impact of 
transfer should be relevant to other countries 

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 

 
 
 
The possible effect; training that focuses on 
core, natural sales concepts like questioning 
skills, great communication, active listening and 
clear messaging that develops sales potential 
inside and outside  
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Turkish Good Practice Example 
 
 
 

Type of product or service 
 

Other 
 

Target group(s) addressed  
 

Machinery, metal and casting sectors 

Title  
 

Clustering of Machinery, metal and casting sectors in the 
Ataturk Organized Industrial Zone  
 

Short description 
 

Implementation of clustering approach to the 
machinery, metal and casting sectors 

USPs (Key elements of the service 
that are unique selling propositions)  

Innovative approach, different than traditional support 
services 
By participating to the cluster, small and young SMEs 
will have the same advantage in procurement (cost 
advantage), improve their commercial relationships with 
the older, more experienced SMEs and large enterprises. 
 

Methodology 
 

Field study 
Workhops, identifying the vision,strategy and actions of 
the cluster 
Writing the roadmap 
Training to the cluster members 
 

Content  
 

Meetings, interviews 

Contribution to skills 
 

Corporate development 
Cost advantage  
Improving skills in R&D, Production Technique, 
Marketing and Product Development 
Increasing the both commercial and non-commercial 
Relationship between the cluster members 
Increased competitive advantage 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

200 SMEs involved 
Duration of the project: 9 months 
Activities have continued after the project has ended 

Responsible institution/ contact 
person 

 
 

Direct link 

Izmir Ataturk Organized Industrial Zone  
Mr.Cavit Kahya  
Mrs.Buket Pişkin 
 
www.iaosbkumelenme.org 

 

 
 

http://www.iaosbkumelenme.org/
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Strategy for transferring the good practice into the VET and support 
systems of the other EU countries 
 

Please answer the guiding questions below in the course of the workshop session 
and use this template as structure for the presentation of your working group’s 
results to the plenum! 
 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 
 

Field Study conducted to150 companies 
and the related organizations in the 
organized industrial zone. (a detailed 
analysis of the cluster was made.) 
Workshops –vision  
Roadmap 
Training courses  
Cooperation of larger and older 
companies with SMEs  

What are the elements that should 
transferred? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
 
 
 
. 

Although clustering is an approach 
implemented in other countries, it may 
have different methods. Therefore, the 
methodology of this project itself can 
be transferred to other countries.  

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 
 
 
  

Izmir ABİGEM and Izmir Ataturk 
Organised Industrial Zone. 
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To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 
 
 

Slovenia, Estonia and Romania were the 
countries interested in transferring the 
good practice. 
 

Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 
 
 

It will be better if public bodies are 
involved. They can provide funding.  

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 
 

Will be discussed with the partners 
willing to transfer the project. 

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 
 
 

Decreased purchasing costs for SMEs, 
Young SMEs will learn from older and 
larger enterprises,  
Young SMEs will have the part of a large 
network which will enable them to 
benefit from the same advantages as 
older enterprises.  
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Italian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Local non-profit associations 

Title  
 

FITeL: training for non-profit associations 
FITeL and associations: new needs and new answers. (La 
FITeL e l’associazionismo: nuovi bisogni e nuove 
risposte.) 
 

Short description 
 

The training aims to improve all the non-profit 
associations’ directors functions. The purpose is carried 
out through two courses: associations and ICT training.  
 

USPs (Key elements of the service 
that are unique selling propositions)  

Generative learning method 
intensive exchange of know-how 
peer to peer lessons. 
 

Methodology 
 

Training sessions and group coachings through flexible 
and peer to peer methodologies. 
 

Content  
 

The aim is to train non-profit associations’ directors and 
other directive staff to be able to manage all 
associations’ duties: legislation, paperwork, fiscal tasks 
and ICT tools. 
 

Contribution to skills 
 

Improvement of association quality and development of 
better networking among FITeL centers.  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

Two courses of two days each for about 200 learners, all 
NGOs, mainly young NGOs. 

Responsible institution/ contact 
person 

 
 
 

Direct link 

Aldo Albano 
c/o Fitel 

Via Salaria, 80 
00198 Rome Italy 
 
www.fitel.it  

 
 
 
 
 
 
 
 
 

http://www.fitel.it/
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Italian Good Practice Example 

 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Bartenders and owners of pubs and restaurants 

Title  
 

Bartenders courses  

Short description 
 

The training offer is composed by different training 
pathways: bartenders skills, acrobatic bartender, 
cocktails, twining of food and wine etc.  
Were involved new and old firms. 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Mix of seminars and practical training 
Collaboration with local associations 
 

Methodology 
 

Training sessions and practical training. 
 

Content  
 

The aim is to train Bartenders and owners of pubs and 
restaurants to be able to attract more customers and be 
different from the local competitors. 
 

Contribution to skills 
 

Bartenders and owners of pubs and restaurants improve 
their professional and communication skills and develop 
better networking with the local pubs and restaurants 
association.  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

The courses are composed by 5 to 10 seminars of half a 
day. 
In the last 10 years were involved more than 1000 
bartenders and owners of pubs and restaurants, 
representing about 1000 SMEs. 
 

Responsible institution/ contact 
person 

 
 
 

Direct link 

Emanuele Garavello 
c/o Consulenza e Formazione S.r.l. 
Via Ronchi, 20 
20134 Milano 
 
www.consulenzaeformazione.com 

 
 
 
 
 
 
 
 
 

http://www.consulenzaeformazione.com/
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Italian Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

Directors and vice directors of hotels  

Title  
 

Format  

Short description 
 

Format plan is composed by two different training 
pathways: Benchmarking and Customer Care.  
Were involved new and old firms. 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Mix of seminars and project working 
Collaborative learning 
 

Methodology 
 

Training sessions and project working. 
 

Content  
 

The aim is to train hotel directors and vice directors to 
be able to manage some hotels competitive aspects: 
Benchmarking and Customer Care. 
 

Contribution to skills 
 

Improvement of hotel directors and vice directors skills 
and development of better networking among local 
hotel association members.  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

The plan was based on a two years model involving 
about 100 people and about 40 hotels. 

Responsible institution/ contact 
person 

 
 
 

Direct link 

Angelo Candido 
c/o Federalberghi 
Via Toscana  
00187 Rome Italy 
  
www.federalberghi.it  

 
 
 
 
 
 
 
 
 
 
 
 

 

http://www.federalberghi.it/
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Strategy for transferring the good practice into the VET and support 
systems of the other EU countries 
 

Please answer the guiding questions below in the course of the workshop session 
and use this template as structure for the presentation of your working group’s 
results to the plenum! 
 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 
 

Good didactic materials. 
 
Practical methodologies. 

What are the elements that should 
transferred? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
 
 
 
. 

The BP need a network of national and 
regional ONGs. 

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 
 
 
  

FITEL, with the support of CLA. 
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To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 
 
 

To the networks of ONGs, mainly 
involved in social tourism. 

Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 
 
 

BITS (International Office for Social 
Tourism) would be the right 
intermediate body. 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 
 

FITEL will write to BITS to ask for 
support. 

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 
 
 

To have stronger social tourism ONGs in 
Europe and to have better networks at 
European level. 
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Polish Good Practice Example 
 
 
 

Type of product or service 
 

Training  
 

Target group(s) addressed  
 

SMEs from food branch and its employees (esp. young 
entrepreneurs), students from vocational schools of the 
food branch, trainers, teachers  
 

Title  
 

Modern interactive educational model for the food 
branch’s employees of the SME sector – e-learning 
 

Short description 
 

The improvement of the professional qualifications 
regarding HACCP among managers, food branch’s 
employees, teachers and trainers through teaching them 
modern educational methods, which let them learn in an 
interactive way. 
 

USPs (Key elements of the service 
that are unique selling propositions)  

Making available HACCP training materials via Internet. 
Preparation of the SMEs to adopt new EU regulations. 
Duty to the implementation of the HACCP regarding all 
entrepreneurships from the food branch. 
Preparation of the HACCP training modules regarding all 
topics. 
 

Methodology 
 

Educational method showing how to achieve knowledge 
interactively, what gives the possibility not only to learn 
but also to use available instruments for the firms’ 
needs or in the school lab.  
 

Content  
 

-Multimedia training packet for SMEs 
-Multimedia training packet for students 
-Methodical packet for trainers 
-Internet platform on the partners’ web sides 
-Examinational criterions and trainers’ certification 
 

Contribution to skills 
 

Achieving new skills through the possibility of teaching 
in the workplace with the Internet and trainer’s support. 
New training instruments for teachers supporting 
students’ communication via Internet.  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

Pilot training for 10 trainers from the Polish SMEs 
Training duration: from 1 to 5 days depending on the 
module. 

Responsible institution/ contact 
person 

 
 

Direct link 

Pomeranian Chamber of Craft of the Small and Medium 
Enterprises  
80-831 Danzig, ½ Piwna Street 
 
www.pomorskaizba.com.pl  

http://www.pomorskaizba.com.pl/
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Polish Good Practice Example 
 
 
 

Type of product or service 
 

Training  
Consulting 
 

Target group(s) addressed  
 

SMEs from photography branch (first of all young 
entrepreneurs and photographers with longer 
experience) 
 

Title  
 

Individual Digital Photography course with special 
emphasis on Photoshop programme 
 

Short description 
 

Participant has contact on-line with his tutor through 
internet. The tutor consults, comments on taken 
pictures, advises and shares knowledge and experience.  
 

USPs (Key elements of the service 
that are unique selling propositions)  

The tutor adjusts the conditions to the participants’ 
needs. 
 

Methodology 
 

Individual approach 
e-learning with unlimited consultations 
 

Content  
 

Watching of educational video’s with explanations from 
the tutor; practical tasks based on original photographs 
with consultations on-line and per e-mail; evaluation of 
tasks with the tutor 
 

Contribution to skills 
 

Improvement and development of skills, that are 
neccessary in professional activity of modern 
photographers 
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

2 – 6 months 
 
90 

Responsible institution/ contact 
person 

 
 

Direct link 

Rafał Marcin Olszak CYFROGRAFIA 
Mr Rafał Olszak 
e-mail: rolszak@cyfrografia.pl 
 
www.cyfrografia.pl  

 
 
 
 
 
 
 
 
 

mailto:rolszak@cyfrografia.pl
http://www.cyfrografia.pl/


 

 54 

 
 
 
 
 

Polish Good Practice Example 
 
 
 

Type of product or service 
 

Training  
Consulting 
 

Target group(s) addressed  
 

SMEs from hairdressing branch 
Owners/Salons’ managers (first of all young 
entrepreneurs) 
 

Title  
 

Trainings of “Kadus” firm: 
Hairdressers skills’ improvement regarding basic services 
in the salon and extended services offer available for 
the salon’s customers. 
 

Short description 
 

Lessons have an interactive character.  
Meetings are based on the form of a show or a workshop, 
where instructors/trainers present hairdressers’ topics 
and then trainings’ participants practice their knowledge 
under the eye of the instructor. 
 

USPs (Key elements of the service 
that are unique selling propositions)  

- exchanging experiences regarding working in the salon  
- reach experience supported by professional trainings 
made by trainers in famous academies. 
 

Methodology 
 

Interactive group lessons 
 

Content  
 

Basic training regarding basic hairdressers’ services in 
the salon. 
Trainings/Workshops regarding new fashion 
trends/haircut collection. 
Training regarding development of the managing 
competences.  
 

Contribution to skills 
 

Improvement of the services in the salon’s offer, and at 
the same time, the support of the spirit of enterprise in 
each salon.  
 

Quantitative aspects (duration, 
number of participants respectively 

SMEs involved) 
 

About 400 trainings per year 
About 800 participants 

Responsible institution/ contact 
person 

 
Direct link 

www.polwell.pl  
Ms. Małgorzata Gogolewska 
 
Tel. +48 52 325 20 03 

 
 
 
 

http://www.polwell.pl/
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WORKSHOP „E-Learning for SMEs in the food branch (moderated by the Polish 

Craft Association /ZRP/ Poland) 
 

Topic: The model of interactive education for employees of the food industry in 
SME sector – education online 

 

At the beginning of the workshop Mr Marek Choromański and Mr Norbert 
Pruszanowski presented the project that has been carried out in the period 10.2005-
10.2007 by the Pomeranian Chamber of Craft and SMEs in Gdańsk (one of the 26 
regional chambers associated in the Polish Craft Association). 

Project purpose :  
Increasing the professional qualifications of HACCP among managers, company 
employees the food industry, including young entrepreneurs from the SME sector, 
vocational school students and teachers of the food industry and trainers by 
providing them with modern tools of education, allowing the acquisition of knowledge 
in an interactive way.  

Project was focused on preparation of trainers in the method of  block implementation 
of HACCP in SMEs, preparation of training package for trainers networking between 
partners through the launch of an internet platform enabling consultation to 
companies participating in the training, allowing the use of an Internet platform for 
teaching topics HACCP – e-learning 

 

Target groups: 

Young entrepreneurs from the SME sector in food industry 

Students in vocational schools of the food industry, trainers, teachers 

Results: 

Multimedia learning package for SMEs (including young entrepreneurs), Multimedia 
learning package for students, methodical package for Trainers, multimedia 
methodical package for teachers, criteria for examination and certification of trainers. 
The following training module was developed: trainer’s guide, training programs, 
training materials with examples  exercises and reviewing  tests  

The module E-learning training packages were adjusted for distance learning. The 
knowledge contained in training packages have been configured to allow self-
teaching. The e-learning has been developed for the consultation with trainers and 
teachers as well as trainee between them. The following project activities were 
carried out: training „Trainer in the fields of HACCP food safety managment” Pilot 
training in Lithuania, Poland and Germany, tested operations of E- learning platform 
for teachers , tested operations of E- learning platform for SMEs, including young 
entrepreneurs  

Results and the dissemination of project outputs in the EU 

Platform for exchange of experiences between participants of training 

A new tool for teachers to help teach the students to communicate at a 
distance,Interactive form of learning at work assisted by the internet and coach. 
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After presentation Mr N. Pruszanowski asked the participants to answer questions 
mentioned in the table below: 
 

What are the key elements of the 
service? 
 
Please concentrate on the unique 
selling propositions that are 
worthwhile to be transferred into 
other countries. 
 
 
 

1. Interactive learning form at the job 
place supported by Internet and 
trainer 

2. Platform of experience exchange 
between training participants  

3. New tool for teacher that supports the 
typical learning and communication 
with pupils on distance 

 

What are the elements that should 
transferred? 
 
Please identify the aspects that do not 
or only partially exist in other 
countries so far 
 
 
 
 
. 

It is difficult to define it very precisely 
(lack of enough knowledge). 
We are aware that e-learning forms 
already exist in all EU countries, but 
they exist in different scope and 
probably don’t affect the whole 
institutions, that develop this training 
form. The prepared interactive training 
tool could be implemented in other 
countries, first of all in the new EU 
members, where e-learning isn’t 
developed widely. 

Who will transfer the good practice? 
 
Please determine the institutions that 
will participate in the good practice 
transfer process in the country of 
origin of the good practice. 
 

National employer and employee 
associations (first of all the Polish Craft 
Association), craft chambers, craft 
guilds, different governmental bodies 

To whom will the good practice be 
transferred? 
 
Please identify institutions in the other 
EU countries that could take up the 
good practice and integrate its 
approach and methods into their 
training and services offer. 
 

chamber of commerce, craft chambers, 
different trainings institutions, 
trainingsenterprises, professional 
schools,  
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Which stakeholders will be involved in 
order to make the transfer and 
implementation successful? 
 
Please determine the institutions/ 
authorities that are needed in order to 
implement the good practices not 
only at local level, but nation-wide. 
 

National employer and employee 
associations , craft chambers, craft 
guilds, different governmental bodies 
(first of all ministries responsible for the 
National Education and professional 
training), sectoral national assocations 
(representing the major sectors of the 
economy), European Union of Craft and 
SMEs (UEAPME) 

What actions will be taken for the good 
practice transfer? 
 
Please define a work process/ work 
plan for the transfer of the good 
practice into other countries. 
 
 
 
 
 

It depends on financial sources for this 
task. The product is generally free of 
charge, but it has been produced in 
Polish language for the Polish users. 
If possible the participants 
recommended following actions: 
promotion on the internet (www pages 
of the different institutions mentioned 
above), 
dissemination of information during 
different international conferences and 
seminars, 
producing of the learning package on 
CDs (on special interest) 
 

What results are expected after the 
transfer of good practices has been 
successful? 
 
Please describe the possible impact/ 
effects in the countries into which the 
good practice would be transferred.  
 
 
 
 

It is difficult to define very precisly the 
possible impact, but the successful 
transfer would have probably following 
results: 

1. improving and extension of the 
training offer for the young 
entrepreneurs from the craft and 
SME sector delivered by thr 
trainings institutions 

2. growth of the interest in 
participation in trainings between 
SMEs 

 
Some project partners showed an interest in eventual using of the project results in 
their countries. 
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Evaluation concerning conference feedback 
First international SME Trainet Conference 

 
During the two days of the First international SME Trainet Conference were 
collected some questionnaires concerning the feedback of the two days of the 
conference. 
 
 
 

Overall impression of the conference, 5th of May 
 

The questionnaire was prepared with five possible marks, from 5 (very 

important/good) to 1 (not important/good). 

Concerning the organization, all the answers confirmed that the organization 

was good (4 mark) or very good (5 mark) 

 

 

 

 

 

 

 

67%

33%

0%0%
0%

Organisation of the conference

5

4

3

2

1
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Even better the evaluation of conference folder  and conference documents . 

 

 

More complex the evaluation concerning time management: the most of 

evaluations were very good but a group was not fully satisfied by the time 

management. No comments on their motivation. 

 

 

 

 

 

 

56%

44%

0%
0%

0%

Conference folder, conference 
documents

5

4

3

2

1

67%

22%

11%

0%
0%

Time management

5

4

3

2

1
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Information content 

The most of participants were satisfied (or fully satisfied) by the conference 

content  but a minority was not satisfied. 

 

 

 

 

All the participants think that the objectives of the conference were clearly 

addressed. 

 

22%

67%

0%
11%

0%

The conference met my expectations

5

4

3

2

1

33%

67%

0%
0%

0%

The objectives of the conference were 
clearly addressed

5

4

3

2

1
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Except a minority not fully satisfied, the speakers/presentations were 

considered interesting or very interesting and also the quality of 

speakers/presentations was considered very good or good. 

 

 

 

 

 

 

 

 

56%33%

11%

0% 0%

The speakers/presentations were 
interesting

5

4

3

2

1

56%33%

11%

0% 0%

The quality of the 
speakers/presentations was good

5

4

3

2

1
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Overall impression of the conference, 6th of may 

The questionnaire was prepared with five possible marks, from 5 (very 

important/good) to 1 (not important/good). 

The most of people participating to the second day was fully satisfied by the 

organization and the time management, with some persons satisfied or neutral 

on this topic. 

 

 

 

 

 

67%

16%

17%

0%
0%

Organisation of the conference

5

4

3

2

1

67%

16%

17%

0%
0%

Time management

5

4

3

2

1
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Information content 
 
 

Only some participants were saying that the workshops have not met their 
expectations; the most of people was fully satisfied (33%) or satisfied (50%)  
 

 
 
 
 

All the participants agree that the objectives of the workshops were clearly 
addressed, and only a minority think that the quality of the presentation of the 
good practice was not fully appropriate. 
 
 

 
 

 

33%

50%

17%

0%
0%

The workshops met my expectations

5

4

3

2

1

50%50%

0%
0% 0%

The objectives of the workshops were 
clearly addressed

5

4

3

2

1
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All the participants think that the possibility of networking was the most 
remarkable add value of the conference. 
 

 
 

The only comments were asking more infos on the support for 

entrepreneurship. 

 

The overall evaluation of the two days was very good and the most of people 

participating to this feedback were very satisfied. 

 

50%

33%

17%

0%
0%

The quality of the presentation of the 
good practices was good

5

4

3

2

1

83%

17%

0%
0%0%

I appreciated the networking 
possibility

5

4

3

2

1
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