
ORGANISATION AND SUPPORT 
OF ECONOMIC MISSIONS



THE SECRET OF BUSINESS
IS TO KNOW SOMETHING

THAT NOBODY ELSE KNOWS

Aristotle Onassis

The Lublin Consulting Centre Ltd. was established in 2009 
in Lublin to promote enterprise and show companies how to 
boost their effectiveness. Entrepreneurs’ needs require 
constant market observation, trend analysis, search for new 
solutions and continuous development of relational capital. 
As one of the management classics once said ‘Customer 
segmentation always comes down to meeting the needs 
of a single customer.’ There are no universal solutions in 
business and market dynamics does not allow long pondering 
about strategy. We provide expertise, tools and if necessary 
ready-made business solutions. When supporting clients 
in overcoming business challenges we accept George Schenk’s 
assumption that ‘Customers may come in crowds but they feel 
satisfaction individually.’

Yours faithfully

Katarzyna Tatara
The Chairman of the Board
The Lublin Consulting Centre



WE PRESUME THAT THERE ARE NO 
UNIVERSAL SOLUTIONS IN BUSINESS.

Contact us and within five days 
you will be provided with proposed 
solutions tailored to your needs.



NUMBERS SPEAK 
FOR THEMSELVES 

1300 days of training

569 companies

50+ investment projects

10 000+ training hours

30 cooperating trainers

10 business experts

30 business partners
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We support our clients in search for partners abroad and encourage them to invest in Poland. 
An economic mission is a unique opportunity to establish interesting business contacts 

and an introduction to expansion into new markets.

ORGANIZATION AND SUPPORT 
OF ECONOMIC MISSIONS

MATCHING 
BUSINESS PARTNERS

Outsourcing solutions are a fairly common phenomenon 
occurring mainly in small and medium-sized enterprises. 
More than half of the companies with an annual turnover 
higher than 10 million PLZ use the services of external 
companies compared to only 3 per cent of large 
enterprises with a turnover exceeding 500 million 
PLZ (ICAN Research).

ORGANISATION
OF BUSINESS MISSIONS

There is still a long way before the label ‘Made 
in Poland’ opens all markets. However, 58.2 per cent 

of Polish companies believe that with their quality 
they are able to gain a competitive advantage in 

foreign markets.

BUSINESS
NEGOTIATION SUPPORT

Business negotiations are an important part 
of building a company’s competitive advantage. 

Companies which treat them as a priority process 
firmly placed in their organizational culture, achieve 

better financial results and build more effective 
long-term strategy.

COOPERATION AND BUSINESS 
SUPPORT INSTITUTIONS ABROAD

Entering an international market is a big challenge 
for any company. Someone may rightly observe that 
according to the GO GLOBAL Report as many as 
60 per cent of Polish companies are successful in 
foreign markets . . . however, someone else might 
wonder why as many as 40 per cent are doomed 
to failure. How exactly is it? Is the glass half full or 
half empty?
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Even though outsourcing has reached the state of advancement, 
50 per cent of contracts are still endangered. In order to 
minimise the risk and improve efficiency of outsourcing 
solutions, we can:

· find you a suitable business partner,
· prepare the negotiation process,
· carry out a needs analysis and use it to define the  
 characteristics of a potential business partner,
· define the financial architecture of the joint venture,
· verify the credibility of the partner.

We will seek out a potential business partner at 
home and abroad using our relational capital and the 
network of business support institutions so as to 
provide you with only reliable partners. So far we 
have matched dozens of companies from different 
industries with Asian, European and North African 
countries. We have worked in various cultural 
environments matching companies according to their 
needs and taking into account their long-term 
development strategy. Very often it was the matching 
of partners that began our long-term cooperation 
with Polish entrepreneurs.

MATCHING 
BUSINESS PARTNERS

Outsourcing solutions are a fairly common phenomenon occurring mainly in small and medium-sized enterprises. More 
than half of the companies with an annual turnover higher than 10 million PLZ use the services of external companies 
compared to only 3 per cent of large enterprises with a turnover exceeding 500 million PLZ (ICAN Research).
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ORGANISATION 
OF BUSINESS MISSIONS

There is still a long way before the label ‘Made in 
Poland’ opens all markets. However, 58.2 per cent 
of Polish companies believe that with their quality they 
are able to gain a competitive advantage in foreign 
markets.

The first step in a foreign market, the first meeting with 
a potential business partner often determines the nature 
of subsequent business relations. Sometimes it is easier
to just build quality and leave the organisation of business 
missions to professionals who will:

· carry out a business needs analysis and determine 
 expectations of the counterparty,
· provide logistic and administrative support for the event 
 (organise the flight, accommodation and translation)
· take care of preparation and implementation 
 of the event programme,
· moderate business meetings
· ensure coordination of the initiated cooperation.

Do you think that films about brilliant careers of Jordan 
Belfort or Howard Hughes are still categorised by Polish 
entrepreneurs as science fiction? And what would you say 
about signing your first contract while eating dinner by the 
Burj Khalifa in Dubai? Check here.

We have organised business missions for Polish entrepreneurs 
to the most remote countries. We have also invited entrepreneurs 
from Turkey, Saudi Arabia, Egypt and many other countries 
to Poland. We organise business missions with the utmost 
diligence, bearing in mind the needs and budget of your 
company and, where it is possible, we obtain funds for your 
participation. We support entrepreneurship and our expertise 
in the B2B sector has helped to initiate many valuable 
contacts for our clients.
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COOPERATION AND BUSINESS SUPPORT 
INSTITUTIONS ABROAD

Entering an international market is a big challenge for any company. Someone may rightly observe that according 
to the GO GLOBAL Report as many as 60 per cent of Polish companies are successful in foreign markets . . . 
however, someone else might wonder why as many as 40 per cent are doomed to failure. How exactly is it? Is the 
glass half full or half empty?

Whether a company becomes part of the 40 per cent or 60 per cent depends on how well it is prepared to operate in 
a foreign market. Therefore, it is good to have a partner on the other side who knows how the local market works and 
is able to help in the first few months of business activity in the new market. We are able to:

· determine the type of cooperation with a foreign business partner that would be suitable for you,
· contact you with a proper business support institution,
· coordinate partner cooperation,
· set cooperation objectives,
· ensure proper administrative care over the cooperation.

We have been cooperating with many business support institutions in Poland and abroad since we began operating in 
the market. Our buoyant activity in many countries allowed us to build up a powerful relational capital which is of great 
value in the B2B sector support. We have been cooperating with the Chambers of Commerce and Industry in Poland and 
abroad, production groups and clusters as well as embassies and consulates. We have been partners with the most 
important logistic centre in Poland – the Institute of Logistics and Warehousing in Poznan. Therefore, we are effective 
and the risk of failure of initiated commercial processes remains low.
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BUSINESS NEGOTIATION 
SUPPORT

Business negotiations are an important part of building
 a company’s competitive advantage. Companies which 
treat them as a priority process firmly placed in their 
organizational culture, achieve better financial results 
and build more effective long-term strategy.

The modern economy, which questions competition solely 
based on price, has forced entrepreneurs to take up both 
B2B and B2C negotiation processes. Polish companies are 
becoming increasingly aware of the fact that a monologue 
is only valid in times of boom, whereas slump times require 
a dialogue. We are able to help you to:

· define you bargaining position,
· analyse negotiation objectives and select 
 appropriate methods,
· support during the negotiation process 
 or represent your interests,
· coordinate the negotiation process.

We have participated in or prepared bargaining positions f
or dozens of Polish companies both small and new, and 
large enterprises with well-established position in the 
market. We chose the most suitable solutions and did our 
best to inform our clients about advantages and disadvantages 
of taking a certain bargaining position. We have been 
preparing our clients to participate in the negotiations 
through training and consulting support. On our clients’ 
request we have participated in business negotiations that 
often decided on the development of their companies. We 
have supported negotiation processes with a contracting 
party, the local government and a foreign business partner. 
The trust that our clients have put in us resulted in signing 
numerous contracts worth millions of dollars. 
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Cezary Jabłoński

T +48 791 222 183
M cezary.jablonski@lcc.lublin.pl

LUBLIN CONSULTING
CENTER LTD.

Materiał pobrany ze strony
www.lcc.lublin.pl

3 Dobrzanskiego Street
PL 20-262 Lublin
T/F +48 81 440 87 00
M biuro@lcc.lublin.pl
www.lcc.lublin.pl


