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# By Matrgaret Ferng

The one-stop networking event for entrepreneurs

Phe 2005, 21t peid 2200 Noveniber siw Licecapo ol ant el itions 828 event ainied at enconraging start-ups aned Beljing

existig SMES, e ddva was toe facilitele nebworking axowell as belp syngll busiesses to gain more of e Knowlvdse ard experd-

ere thicy peed o beospocessfio. The fTest ever Salos Contact, dubbeds © Your entrepresenrio] nebworking evend, ™ veas organ

Fatagiepar nfeeng with the Luxembanrg Chamber of Cofumecce ad Clenilier of Métices (froades & crafis).

he Lhree partners were all

very much aware fram the
start of the risks involved in
planming  such an event  but
deemed them warth  Laking
considering the importance of
encouaging  more networking
within the Greater Region and
increasing the acceatance af the
realiby of the Greater Region as
asingleeconomic areg. Dver the
course of the three days there
was never réally impression that
the venue was packed, but a5 the
yoal for glways for guality rather
thar guanlily, the oroanisers
were relatively satistied with at-
tendanee.

Transferring a business

Jugging from the feedback BE
received, this quest for qual-
ity was certainly achivved, esoe
cially in terms af the informaltion
mate avaiizhic. Visitors appreci-
ated what the siratenic parlners
tricd to do in brining together
Ender one rool 2l the actors
from every aspect of the crea-
tion and suppart of @ business,
Farticipants of the day dedicated
te, TThe creztion snd leke-over
af @n cnterprse” were particu-
arly well plegsed. This day was
apened by Fernand Boden, min-
istér of the middle classes and
wias ollowed by a discossion, or-
ganisad by Leloitte Luxembourng
an “Transferring a business.”

Boden kegan by kighlighting the

imperiance of ertrearencurship
tothe Lusembourg government.
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“The Grand Duchy has been sup-
parting  entreprencurship for
sarme time and Lhe middle clsses
ECTor amounts to & signilicant
part of the econamy a5 3 whole,
Il currently counts 17,000 busi-
nesses, employing 408 of the
warkforee, Mot anly that, but the
aumber af new enlreprensurs
in Luxembouryg is greater than
in any other European Union
countey.”

No longer keeping it in
the family

Traditionally business in this key
sector of luxembourg's econaimy
fad been passed down from gen
gration [o generation. However,
according to Boden this is no
longer the case. "Voung people
are not really interested in keep-
g it in Lhe famiby any more" He

hinister Boden (centre] Rears the resalls of Deloitie 3ME stody

said thal government has several
initiatives in place aimed at luring
Lusembourg's youth away from
the public to the privato ser-
tor and pramoling Lhe spinl of
entreprensursiip, out that in the
mgantime, "although the Grand
Ducky has maore start-ups than
piher EU countrics, there are still
mare business passed on than
there are started-up; making it
imperative that the transferral
process goes a5 smoothly as pos-
sihle”

Howewver, it appears that al this
poink in time it 15 anything bt
a smoolh provess. According
woa meport gssued by Deloitte
Luxembourg, Transfering & busi-
ness s @ comples process when
it comes o firance and Lex LS
also a very emational fime far the
entrepreneur as ne - arépares 1o
gree up contrel of his busingss,”

Mever a better time to
sell, but get on with it

Deloitte has also noted that de-
mand for SMEs in Luxembourg is
higher that ever gl the moment,
with interest coming from large
industrial and services gqroups bs
well 25 from private eguity, “The
competition between these ac-
tors means that they are ready
to cancede many aovanlages Lo
entrepreneurs inoking 1o sell They
are ready toodiscuss sdvantageous
prices, keeping the brangd names
and even keeping on existing pos
sanrel” T seems these bas rnever
been @ hetter time too consiger
selling oran enterprise.

Teta multidisciplicary study car-
rivd ous by Delotte carlier this
vear showed that most owners
cither haver't though about, or
coenot know 1o ge sboel transfer-



ring Lheir pusiness. I is passibic
that the complexily af the PFOCESS
aleng with 2 lack of information
explaing why BGEM of husiness
asken confirmed that they are nol
concermed with Lhe transferral
process.” Among the 3% who did
sy thal the oracvss was of cur-
el concern, 84% said it was due
b the cwner's zoe. Delaille noted
with some coricern that, "almest
hall of these compsnies that are
concerned about the Lransterral
process have oot started  do-
ing anything aboul it Delgitee
steangly acvises such people 1o
Ged started.

Highlights of SME
survey
Tne survey just meationed was

caried aut by Delgitte A sum-
mer this yeas zod contzing the

respanses of sround 240 SMEs. 11
aims weee Dalh macre and micro
veanomic. Firsl was to gel a view
of the organisational strengths
and weakness of Luxembauryg cn-
terprises as well as their benefits
and nesds and, second was to
nasition each enterprise wilhin
its sector of activity and in rom-
Barison with other enterprises of 2
similar sive. Full derails af the re-
sults [and its implications) can be
gained oy from Deloitte directly
ewewdelaille ] howewer some
of the principle highlights are
wirth taking a heiel lock 2l here...
Three  quartets of  enterprises
Were wvery sadistied owith  Lhew
gengraphical lacation and with
Luxemboury  taxation: however
the cast ol work and the lack ot
qualiicd hurman resources wiere
seen asa set back,

Half the companies asked claimed

to be well protected against dis-
riptions in T, infrastructure or
the prolenged absence of 4 man-
ager. Mevertheless, 14% admitted
that they take no such messires
against risk,

Mare than two thirds of the
SMEs had made investrents in
[T recently, in bath hardware and
software indication of a madern
wWorking coviconment,

Murc than 708 of SMEs 1iee some
gnd of operzstional performance
indicators an a mostaly basis and
B4% of enterprises have written
procedures,

14% of the businesses ssked have
ni farm af internal contrals,

More Lthan hzlf the respandents
replied that they try to mativate
their emplovees via abiective sel-
Ling and evaluation systems. Byl
orly ore in four offers profil shar-
ing ar share options as part of the
matational package,

One third of recruitment s done
wig third pariy soecialists,

are than half Lhe SMEs receive
credit investment subsidies, but
anly 8% senelit fram snergy and
emiranmental gide.

Almest nalf the companies bene-
Fted from staff training subsidics.
S48 af erterprises aenchic from
slate aidd Tor cmpleyment

Only 13% ot the companies asked
snene about the state aid available
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for RED, which could explain wihy
three quarters of them ineest less
than 1% of their turnover in this

VY.
While mosl companies have a2
good understanding af finaneal
indicators, orly 219% have Laken
measures with regards to Bacle |
and! 9% dn nal take advartage of
the henefils of discounts,

B2fair award ]
winner

Acentral parl of Contact
was the B2fair matchmaking
evant, a kind of speed-dating
for businesses. To promate
this concepl awards were
presented Lo the businesses
wiich had made the most
interesting partnership at
the same event in 2006, The
fallowing were rewarded.
Agroprim |T solutions offers
a range of services including
oulsourcing, and last year
met Imatec which has since
become an international
partner. Call centre provider
Caplel made more than 25
fruitful contacts. Integratad
systems provider Piton met
MesxtApplication, since when
the pair have agreed to com-
Bine their services to provide
a full front and back office
product,
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