Załącznik nr 5 do ZW 16/2020
	[bookmark: table01]FACULTY OF MANAGEMENT 

SUBJECT CARD

Name of subject in Polish: Finansowanie rozwoju małej firmy 
Name of subject in English: Financing the development of a small enterprise
Main field of study (if applicable): Management
Specialization (if applicable): Business Management
Profile:  academic 
Level and form of studies: 1nd level,  full-time
Kind of subject: optional
Subject code: W08ZZZ-SL0128
Group of courses:  NO
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	Lecture
	Classes
	Laboratory
	Project
	Seminar

	Number of hours of organized classes in University (ZZU)
	15
	30
	
	
	

	Number of hours of total student workload (CNPS)
	50
	50
	
	
	

	Form of crediting
	crediting with grade
	crediting with grade
	
	
	

	For group of courses mark final course with (X) 
	
	
	
	
	

	Number of ECTS points
	2
	2
	
	
	

	including number of ECTS points for practical (P) classes 
	
	2
	
	
	

	[bookmark: _Hlk31881015]including number of ECTS points corresponding to classes that require direct participation of lecturers and other academics (BU)
	0,6
	1,2
	
	
	


*delete as applicable
	[bookmark: table03]PREREQUISITES RELATING TO KNOWLEDGE, SKILLS AND OTHER COMPETENCES
No prerequisites.


\
	[bookmark: table04]SUBJECT OBJECTIVES
C1 Gaining knowledge and familiarizing students with the problems of initiating business development and business operations
C2 Acquiring practical skills for initiating and developing a business
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	SUBJECT LEARNING OUTCOMES
relating to knowledge:
PEU_W01 have structured knowledge in the field of classification of financing sources for a small company.
PEU_W02 characterizes and knows the individual sources of financing and conceptual models of running a business as well as the key factors influencing the effectiveness of activities carried out in these functional areas of the organization.
PEU_W03 characterize and know the basic tools and techniques used in the process of acquiring a business investor.
relating to skills:
PEU_U01 Is able to match the sources of financing to the needs and possibilities of a newly established business and to use methods and techniques as well as measures for assessing and forecasting the results of a newly established business.
PEU_U02 Is able, in practice, to prepare properly a business presentation - Pitch.
PEU_U03 have the ability to search and analyse support offers for business environment institutions.
relating to social competences:
PEU_K01 is aware of the importance of the SME sector  in business practice
PEU_K02 is aware of the need to constantly improve their own knowledge and professional skills.
PEU_K03 is aware of the ethical obligations related to the role of the entrepreneur
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	PROGRAM CONTENT

	Lectures
	Number of hours

	Lec 1
	Organizational lecture - discussion of the principles of organizing lectures and the rules of passing. Introduction to small business - the role of the SME sector for the national economy. 
	1

	Lec 2
	Company or startup? Conceptual business assumptions, financial model, sales presentation, ways of acquiring an investor, necessary formalities with the investor
	2

	Lec 3
	Sources of financing business activity: financing from own resources: founding FFF (Friends, Family and Fools) l Bootstrapping, Business Angels, Venture capital funds
	2

	Lec 4
	Sources of financing business activities: Debt financing: Leasing, Factoring, Loans, Crowdfunding - crowdfunding in the current account, medium and long-term loans, investment loan - cooperative banks, loan guarantee funds, loan funds.

	2

	Lec 5
	Sources of financing start-ups from public funds: technological credit, supporting cooperation links of supra-regional importance, support for obtaining / implementing protection of industrial property, supporting economic activity in the field of electronic economy, framework programs in the field of research and technological development.

	2

	Lec 6
	Financing enterprises as part of business environment institutions: entrepreneurship incubators, technology parks, technology transfer centers, subsidies, support for targeted projects, support for SMEs, direct support for investments in micro, small and medium-sized enterprises, support for the commercialization of scientific research, innovation voucher, project financing purposeful in the field of practical applications for SMEs.
	2

	Lec 7
	E-Commerce and New Connect - an alternative trading system.
	2

	Lec 8
	Final test
	2

	
	Total hours
	15
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	Classes
	Number of hours

	Cl 1
	Organizational classes - discussion of the principles of organizing classes and the rules of passing. Introduction to the workshop - developing Pitch with particular emphasis on business conceptual assumptions and designing the financial model of a new business venture as part of the investor presentation:
	2

	Cl 2
	Arrangement of assemblies: Why now? What is the problem or challenge?
	2

	Cl 3-4
	Identification of the problem on the market: How are customers currently dealing with this problem? Why is it not enough? What is worth doing? - Analysis of market potential.
	4

	Cl 5-6
	Actions taken: What have we done? What are the benefits of such a solution? How does it work ?? - Idea protection
	4

	Cl 7
	What market will we operate in and how will we enter it? What is the market target? What is the absorbency of the market? Selection of distribution channels? - Distribution logistics
	2

	Cl 8-9
	Financial planning, selection of financing sources: How will we earn and how profitable is this business?
	4

	Cl 10-11
	Estimating opportunities and threats: What have we done so far, what are the main challenges ahead of us? What do we need to meet these challenges? - SWOT analysis
	4

	Cl 12-13
	Risk identification and assessment: Who is behind this solution? What does the comma say? - Creating a risk matrix
	4

	Cl 14-15
	Pitch presentation by individual groups
	4

	
	Total hours
	30
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	TEACHING TOOLS USED

	N1. Multimedia presentation with the use of a projector
N2. Activity
N3. Final test
N4. Presentation of the diagnostic work
N5. Discussion of the effects during the presentation of the results of the student's work



EVALUATION OF SUBJECT LEARNING OUTCOMES ACHIEVEMENT
	[bookmark: table0C]Evaluation (F – forming (during semester), P – concluding (at semester end)
	Learning outcomes number
	Way of evaluating learning outcomes achievement

	F1
	PEU_W01; PEU_W02; PEU_W03
	Participation in problem discussions
Knowledge verification in the form of a final test

	F2
	PEU_U01; PEU_U02; PEU_U03
	Assessment of the degree of understanding of the issue

	F3
	PEU_U01; PEU_U02; PEU_U03
	Preparation of diagnostic work in the form of a project

	F4
	PEU_U01; PEU_U02; PEU_U03; PEU_ K01; PEU_ K02; PEU_ K03
	Project defense - pitch presentation

	P (lecture) = F1
P (classes) = 0,4*F2+0,5*F3+0,1*F4
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