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Abstract  

Knowledge in the paper is understood as improving qualifications and skills 
among employees in SMEs. This paper presents the matrix of indicators enabling 
to assess knowledge in SME. Factor influencing the development of the 
intellectual capital in the SME (the value personnel usefulness function) was 
defined. Methods of evaluating profitability of investments in the intellectual 
capital, known from the subject literature, were demonstrated. The SMEs 
reference model in the context of assess knowledge in SME is proposed. 
Consequently the value personnel usefulness function, measures of intellectual 
capital in SME (determining indicators enabling to asses knowledge based on 
measurement of input and output data from SMEs studies; SMEs which 
implmented ERP (indicators base) were discussed.  

 
 
1 INTRODUCTION 
 

To a greater degree, enterprise’s knowledge potential and innovativeness decides its 
competitiveness, especially the one in an SME sector. Knowledge is a wide concept, 
encompassing both formalised knowledge (open) and non-formalised knowledge (hidden).  

It can assume that the superior aim of a knowledge management process is the ability to 
skilfully use the knowledge resources. Knowledge resources are made available by means of IT 
tools. We can notice a market niche in the area of theoretical and practical approach to the 
knowledge management process in the enterprises of SME sector. These enterprises have a 
decisive role in creating jobs and in more general meaning, they are the social stability and 
economical development factors. However, they often face difficulties in obtaining the capital 
or credit at a limited guarantee, which they can provide, as well as with limitations in the 
information access, especially concerning new technologies and possible markets. Also, the 
integration of knowledge and innovation in an enterprise is accepted as a definition of the 
knowledge management process.  
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In this article, knowledge is understood as the intellectual potential of an enterprise. The 
notion of the intellectual potential is defined as: knowledge and solutions in the enterprise in 
the range of creating, gaining, selecting, exchanging and using of it.  

Intellectual capital means acquired knowledge, experience, organisational technology, 
relations with clients and professional skills, which give “[...] competitive advantage in the 
market” [Edvinsson L., Michael S. Malone, 2001]. ”It is knowledge which can be changed into 
value” [Jarugowa A., Fijałkowska J., 2002]. 

Based on reviewed opinions concerning the definition of the intellectual capital, its 
components are defined as follows: 
 

(1) Human capital: features brought by an employee: intelligence, involvement, energy, 
positive attitude, reliability, honesty, employee’s ability to learn: mind’s power of absorption, 
imagination, analytical thinking ability, creativity, employee’s motivation to share information 
and knowledge: ability to work in a team as well as self motivation to pursuit and achieve 
goals.  
 

(2) Structural (organisational) capital: intellectual copyrights, including patents, licenses, 
trademarks and copyrights. It is also organisational ability, including physical systems used to 
send and store intellectual materials. The following factors are included here: quality and the 
range of information systems, enterprise’s reputation, organizational concept and 
documentation..  
 

(3) External relations capital – contacts with external entities (suppliers and clients), which 
are of vital importance for the effectiveness of the enterprises.  
 

It is difficult to describe an unambiguous method of assessment of the value of the 
intellectual capital in the enterprises. In the literature on the subject it is said that it is not 
possible to ascribe to individual employees the streams of future influences of the organisation 
because they appear as a result of cooperation of human work with tangible and intangible 
assets (organization and management [Król H, Ludwiczyński A, 2009].   

Because of the niche in the area of concepts serving intellectual capital value assessment, 
this research was started in order to create the system of assessment and prediction of the 
intellectual capital value in SME. 

The following research problem was formulated.  
There is a defined enterprise in the SME sector of certain business processes in specific 

functional departments. There are employees of SME on certain work posts, who follow 
defined business processes.  

Is it possible to describe the value of knowledge of a given employee in the enterprise? Is 
there a method of assessing and predicting knowledge value in the enterprise of SME sector? 

The second chapter of the article presents the matrix of indicators enabling to assess 
knowledge in SME. Factor influencing the development of the intellectual capital in the SME 
(the value personnel usefulness function) was defined. Methods of evaluating profitability of 
investments in the intellectual capital, known from the subject literature, were demonstrated.  

The third charter presents the concept supporting decision making enabling to asses and 
forecast of knowledge in SMEs. Developing a decision making model was started with 
collecting information on the research subject. These are empirical data obtained through 
observation of SMEs operation. Model identification covers: (1) determining the structure of 
the SMEs reference model for which the model will be applicable, (2) the value personnel 
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usefulness function, (3) measures of intellectual capital in SME (determining indicators 
enabling to asses knowledge based on measurement of input and output data from SMEs 
studies; SMEs which implmented ERP (indicators base). 

The fourth chapter contains the structure of system supporting decision making enabling to 
asses and forecast of knowledge in SMEs.  

The summary presents directions of further works. 
 
 
2. THE MATRIX OF INDICATORS ENABLING  
    TO ASSESS KNOWLEDGE IN SME 
 

Knowledge in the paper is understood as improving qualifications and skills among 
employees in SMEs. As regards research, the status of knowledge includes methods of 
intellectual capital assessing based on investment of staff’s development, transfer of knowledge 
employees. However, there are no methods assessing the efficiency of decisions on acquiring 
knowledge. The process of managing intellectual capital should consist of two stages: 
identifying and measuring. Literature distinguishes qualitative measures (e.g. Danish project of 
IC measurement, ‘Scandia’ navigator, intengible assets monitor, IC model –TM Rating, 
VCSTM, balanced result sheet, report by Saratoga Institute) and methods of valuating 
intellectual capital (e.g. MV/ MB, q-Tobin, CIV, KCE, VAICTM, economic added value, IAV 
model, Strassmann’s method, IAMVTM, technology broker) [Dudycz T., 2005, Edvinsson L., 
Michael S. Malone, 2001, Fitz-enz J., 2001, Kasiewicz S., Rogowski W., Kicińska M., 2006, 
Mikuła B. (i in.), 2002]. Attempts are made continuously to find methods for measuring 
intellectual capital and still there is no one recognized method enabling to build an intellectual 
capital reporting system. The difficulty is that the majority of concepts are prepared for specific 
companies, in other words such measuring methods are tailor made and their general 
application is not possible [Patalas, Krebs, 2009]. 

An indicator matrix proposed will be based on literature and own scientific research. The 
matrix will help assessing and forecasting knowledge in SMEs. The indicators include 
measures to show knowledge in SMEs. Indicators value, defined on the basis of experience 
among SMEs which operate ERP tools, will create a base of parameters and indicators 
necessary to build a system supporting decision making at a strategic level as regards 
profitability of investing in knowledge. 

So, let us define the indicator enabling to assess knowledge in SME (personnel SME 
usefulness function Wn,m for the m-th employee and in the n-th business process in the SME):  

 
Wn,m= f(f1(Wo),f2(Wz),f3(Uz),f4(D),f5(Pt), f6(K), f7(O)) is proposed [Patalas, Banaszak, Kłos, 

2009]: 
 
Wn,m = f1(Wo) +f2(Wz) +f3(Uz) +f4(D) + f5(Pt) + f6(K) + f7(O) + f8(E) + f9(W), 
where: n, m∈ N, and 
• f1(Wo) – the general knowledge function for the n-th employee for the m-th business 

process in SME, limited on the set A, where: Wo∈R,  
A⊂R,  and 0≤ f1(Wo) ≤ 5,  for  ∀ Wo∈A 

• f2(Wz) – the professional knowledge function for the n-th employee for the m-th 
business process in SME, limited on the set A, where: Wz∈R, A⊂R,  and  0 ≤  f2(Wz) 
≤ 5,  for  ∀ Wz∈A 



 

 
• f3(Uz) – the professional abilities function for the n-th employee for the m-th business 

process in SME, limited on the set A, where: Uz∈R,  
A⊂R, 0 ≤  f3(Uz) ≤ 5,  for  ∀ Uz∈A 
 

• f4(D) – the experience function for the n-th employee for the m-th business process in 
SME, limited on the set A, where: D – is a synthetic index of experience for the n-th 

employee in SME for the m-th business process, binding the factors di: D = 3

3

1
∑
=i

di

  
where: d1- year of work, d2-  age of employee, d3- number of realized project, A⊂R, 
and  
0 ≤ f4(D) ≤ 5, for  ∀ D∈A   

 
• f5(Pt) – the patents function for the n-th employee for the m-th business process in 

SME, limited on set A, where: Pt - synthetic index of patents for the n-th employee in 

the SME for the m-th business process, binding the factors ei: Pt = 4

4

1
∑
=i

ei

 where e1- 
number of patents, e2 - value of investment of new patents, e3 – value of copyright, 
e4- number of project, which are waiting for patents, A⊂R, and 0 ≤ f5(Pt)≤ 5, for  
∀Pt∈A 

 
• f6(K) – the clients function for the n-th employee for the m-th business process in 

SME, limited on the set A, where: K - synthetic index of clients for the n-th employee 

in SME for the m-th business process, binding the factors ki: K = 3

3

1
∑
=i

ki

 where: k1- 
number of all clients, k2 -  number of permanent clients, k3– number of transactions, 
A⊂R, and 0 ≤  f6(K) ≤ 5 , for  ∀ K∈A 

 
• f7(O) – the n-th employee’s personality function for the m-th business process in 

SME, limited on set A, where: O = i(S) or j(CH) or o(M) or p(F), where employee’s 
personality: S⊂R, i(S) = 0 or  i(S) = 1; CH⊂R, j(CH) = 0 or j(CH) = 1; M⊂R, o(M) = 
0 or  o(M) = 1; F⊂R, p(F) = 0 or p(F) = 1 and A⊂R, and 1 ≤  f7(O) ≤ 5 , for  ∀  O∈A 
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So the following matrix of personnel usefulness function for the m-th employee in the n-th 
functionality area in the SMEs is proposed:  

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Fig. 1: The Matrix of personnel usefulness function for the m-th employee in the n-th 
functionality area in the SMEs 

Source: own elaboration 
 
 
3. THE CONCEPT OF THE SYSTEM SUPPORTING DECISION 
    MAKING ENABLING TO ASSES AND FORECAST  
    OF KNOWLEDGE IN SMES 
 

Presentation of concept of IT system supporting decision making enabling to asses and 
forecast of knowledge in SMEs is a basic object of the present article. The formal and practical 
foundation is, that intellectual potential it knowledge and solutions in enterprise to its range of 
creation, acquisitions, selecting, exchanges and using. 
 
3.1 Model SMEs 

 
The reference model has been developed (see Fig. 2). (an SME according to the regulation 

dated November 12, 1999, Commercial Law – Dz .U .Nr 101, poz 1178 ), which includes the 

Fn: The functionality area in the SME 

… m-th employee in the Fn 
functionality 

1-th employee in the Fn 
functionality 

The set of business 
process  

P1 = {p1, p2, … pn} 

The set of business 
process  

Pm = {p1, p2, … pn} 

… 

Value of personnel usefulness function for m-employee in the Fn functionality SME:  
Wnm= f(f1(Wo),+ f2(WZ) + f3(Uz) + f4(D) + f5(Pt) + f6(K) + f7(O)), where: 

m-th employee in SME,n-th functionality SME; n,m∈ N 



 

following (1): business processes, employees (description of workplaces), value of personnel 
usefulness function.   
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

 
Fig. 2: Model SMEs 

Source: own elaboration 
 
 
In this model SMEs the following conditions are formulated: 

• SMEs consists n- functionality areas:  Fn, n∈N. 
• In the each area there are n-business processes: pn, n∈N. 
• In the each n-th area work m-employees:  Enm, n,m∈N. 
• Each employee in a functionality area can realize more than one business process. 
• For each employee in the functionality area is the value of personnel usefulness 

function: Wnm strictly defined, n,m∈N. 
 
 

Company SMEs 

Employee 
En1 

Employee 
En1 

Employee 
Enm 

Knowledge 
value of the 
Employee En1 
(Value of 
personnel 
usefulness 

Functionality 
area: Fn 

Business process p1 

Business process p2 
 

Business process pn 
 

… 

… 
… 

Knowledge 
value of the 
Employee En2 
(Value of 
personnel 
usefulness 

Knowledge 
value of the 
Employee Enm 
(Value of 
personnel 
usefulness 
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The model SMEs for functionality area sale is presented (see Fig. 3). 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

 
 

Fig. 3: Model SMEs for sale area 
Source: own elaboration 

 
 

Fig. 3 presents only the review of business processes for m-th employee. Based on the 
research results in the companies the sets of business processes are created for m-th employee 
in the n-the functionality area on example sale area in SMEs (see Fig. 4):  

It was involved a survey in selected SMEs, in the sale area. Each questionnaire consists of 
four parts. The first one enables verifying compliance of a company with reference criteria. 
The second part covers themes of training to be implemented in a company. The third one 
covers data on the ERP system implementation in a company. And the last part concerns 
quantitative data for calculating indicators to assess knowledge. The research group consisted 
of 5 companies.  

Based on selected parameters defining economic situation in Europe in 2008-2010 it is 
noticeable that the macro-economic environment of companies is stabile. Therefore, the macro-
economic environment of SMEs (suitable for reference model) will not influence forecasting 
the effect produced by investing in knowledge. 

So, for the sale area in SME the workplaces and sets of business process are defined.  
 
For 1-th employee: head of sale area (n=1), the set of business processes:  

P1 = {p1, p2, … , p23} is created:  
 
P1 = {p1- market possibilities and penetration degree analysis, p2 - target markets description,  
p3 - - creating customer’s decision process map and its import ant factors, p4 - establishing 

Company SMEs 
 

Functionality area: sale: F1 

Business process: p1  

Business process: p54  

Employee E11: Head of sale 

Employee E12: Sale manager 

Employee E13: Sale specialist 

Employee E14: Marketing specialist 

Employee E15: Regional sale director 

Employee E16: Regional manager 

Employee E17: Coordinator 

W11  

W12  

W13 

W14 

W15  

W17  

W16  

Business process pn, n∈<2, 54> 



 

organisation people who influence purchase decisions, p5 - establishing customer contacts type, 
p6 - informing about product’s qualities, p7 - direct talks with a client in company’s premises, 
p8- direct talks with a clients in client’s premises, p9 - telephone conversations with a client, p10 
- developing products/services presentation and offer, p11 - co-operation in solving customer’s 
problems, p12 - persuading, negotiating and setting sales conditions, p13 - presenting final offer, 
p14 - finalising transaction, p15 - conducting market analysis for the needs of a customer, p16 - 
presenting new products and technologies, p17 - meeting participation, p18 - administrative 
work, p19 - trainings participation, p20 - supervision of completing the sales schedule, p21- sales 
prognosis, p22- customers segmentation, p23 - drives to a customer } 
 

For 2-th employee: Specialist for sale (n=1), the set of business processes:  
P2 = {p1, p2, … , p36} is created:  

 
P2 = {p1- looking for contacts, p2 - potential customers’ classification, p3 - target markets 
description, p4 - customer’s situation and needs examination, p5 - creating customer’s decision 
process map and its import ant factors, p6 - preparing sale conditions, p7 - establishing customer 
contacts type, p8- searching and describing potential customers, p9 - providing clients with 
information on company’s products and services, p10 - direct talks with a client in company’s 
premises, p11 - direct talks with a clients in client’s premises, p12 - telephone conversations with 
a client, p13 – formulating a final offers, p14 - developing products/services presentation and 
offer, p15 - drives to a customer, p16 – presenting new products and technologies, p17 - informing 
about product’s qualities, p18 - comparing company’s offers with competitive offers, p19 - co-
operation in solving customer’s problems, p20 - persuading, negotiating and setting sales 
conditions, p21- formulating proposals in writing and creating documentation, p22- presenting 
final offer, p23 - finalising transaction, p24 - writing orders and complementary orders, p25 - 
registering order for a supplier, p26 - purchase registering,p27 - sales and delivery registration, 
p28 – invoicing, p29 - registering returns and value corrections of commercial documents, p30 - 
stocktaking, stock control, p31 - stock monitoring, p32 - developing marketing programmes,  
p33 - production problems solving, p34 - meeting participation, p35 - administrative work,  
p36 - trainings participation }.  
 
For 3-th employee: Specialist for marketing (n=1), the set of business processes:  
P3 = {p1, p2, … , p36} is created:  
 
P3 = {p1- commissioning advertising in media, p2 - developing setting and graphic form of an 
advert in media, p3 - comparing company’s offers with competitive offers, p4 - meeting 
participation, p5 - administrative work, p6 - trainings participation }. 
 
For 4-th employee: Region assistant (n=1), the set of business processes:  
P4 = {p1, p2, … , p17} is created:  
 
P4 = {p1- providing clients with information on company’s products and services, p2 - direct 
talks with a client in company’s premises, p3 - telephone conversations with a client,  
p4 - developing products/services presentation and offer, p5 - drives to a customer,  
p6 - informing about product’s qualities, p7 - co-operation in solving customer’s problems,  
p8 - formulating proposals in writing and creating documentation, p9 - writing orders and 
complementary orders, p10 - registering order for a supplier, p11 - purchase registering,  
p12 - sales and delivery registration, p13 - invoicing, p14 - registering returns and value 



35 

corrections of commercial documents, p15 - meeting participation, p16 - p administrative work, 
p17 - trainings participation }. 
 
For 5-th employee: Product manager (n=1), the set of business processes:  
P5 = {p1, p2, … ,p35} is created:  
 
P5 = {p1- looking for contacts, p2 - potential customers’ classification, p3 - market possibilities 
and penetration degree analysis, p4 - target markets description, p5 - customer’s situation and 
needs examination, p6 - creating customer’s decision process map and its import ant factors, 
 p7 - preparing sale conditions, p8 - establishing organisation people who influence purchase 
decisions, p9 - establishing customer contacts type, p10 - searching and describing potential 
customers, p11 - providing clients with information on company’s products and services,  
p12 - direct talks with a client in company’s premises, p13 - direct talks with a clients in client’s 
premises, p14 - telephone conversations with a client, p15 - developing products/services 
presentation and offer, p16 - drives to a customer, p17 - informing about product’s qualities,  
p17 - comparing company’s offers with competitive offers, p18 - co-operation in solving 
customer’s problems, p19 - persuading, negotiating and setting sales conditions,  
p20 - formulating proposals in writing and creating documentation, p21- presenting final offer, 
p22- finalising transaction, p23 - writing orders and complementary orders, p24 - registering order 
for a supplier, p25 - presenting new products and technologies, p26 - production problems 
solving, p27 - meeting participation, p28 – trainings participation, p29 - supervision of completing 
the sales schedule, p30 - quantity and quality claims servicing, p31 - gathering data in a database 
on clients, potential clients, markets etc.., p32 - delivery notification, p33 - sales prognosis,  
p34 - customers segmentation, p35 - customer contact centres }.  

Based on the result research in the sale area in SME the matrix of personnel usefulness 
function for the five employees (m=5) in the sale functionality area (n=1) in the SMEs is 
formulated:  

 
Workplace in the sale 

area 
Set of business processes Personnel usefulness 

function 
1. Sales Director P1 = {p1, p2, … p23} W1,1 

2. Sales Specialist P2 = {p1, p2, … p36} W1,2 
3. Marketing Specialist P3 = {p1, p2, … p36} W1,3 

4. Regional assistant P4 = {p1, p2, … p17} W1,4 
5. Product manager P5 = {p1, p2, … p35} W1,5 

 
Fig. 4: The matrix of personnel usefulness function for five employees in the sale 

functionality area in the SMEs 
Source: own elaboration 

 
 

Presented model of SMEs will enable identification and diagnosis of organizational 
structure enterprise. This model is also base for estimate of value of intellectual capital in 
enterprise. Developing the IT system supporting decision making enabling to asses and 
forecast of knowledge in SMEs is started with collecting information on the research subject. 
These are empirical data obtained through observation of SMEs operation: 

• Value personnel usefulness function for each m-th employee (see Fig. 4). 
• Value of criteria of knowledge assessment. 



 

3.2 The value personnel usefulness function – research results 
 
For the presentation the elements in the system supporting decision making enabling to 

asses and forecast of knowledge in SMEs is case study on example SME presented. The date 
which was used in this assessment come from September-October 2009. The data were 
collected from the company operating within SME sector where ERP system was applied and 
this company belonged to reference model of SME (see Fig 3.).  
 
Fig 5 presents the research results – the value personnel usefulness function in SME.  
 

Workplace in the sale 
area 

Set of business 
processes 

Personnel usefulness 
function in SME  

1. Sales Director  P1 = {p1, p2, … p23} W1,1  = 16 
2. Sales Specialist P2 = {p1, p2, … p36} W1,2 = 12 

3. Marketing Specialist P3 = {p1, p2, … p36}  W1,3 = 7 
4. Regional assistant P4 = {p1, p2, … p17} W1,4= 12 
5. Product manager P5 = {p1, p2, … p35} W1,5= 10 

 

 
Fig. 5: The value personnel usefulness function in SME – research results 

Source: own elaboration 
 
 

So, the value of knowledge (VK) in the sale area in SME is: 
 

VK = W1,1  + W1,2  + W1,3  + W1,4  = 57 
 

Consequently for m-th employee in sale area the average value of knowledge - AVK 
(personnel usefulness function) is: 

 

The value personnel usefulness function in SME 
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The value personnel usefulness function in SME 
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AVK = (W1,1  + W1,2  + W1,3  + W1,4  )/4 = 14,25 
 

The average value of knowledge for employee (AVK) in sale area could be like 
“benchmark” for another company for which the reference model SME will be applicable. 
Based on data base of those values will be created the decision model using econometrical 
method to forecast the value of knowledge in SME (see Fig. 10).  
 
 
3.3 Measures of intellectual capital in SME – research results  
 

Based on experience and works the SME was selected for the survey. A characteristic of 
this company is implemented ERP system. IT needs cover all fields of company’s activity from 
business planning, planning of sales and production, technical production setup, balancing 
production factors, procurement, production and control over production plan implementation, 
finanse and accounting, HR management and salaries, and sales plan implementation and 
monitoring [Patalas, 2009]. Economic changes necessitate new qualitative and quantitative 
information, in other words a new approach to building, implementing and organizing IT 
management systems. New trends in management techniques in the SME sector determine the 
need of implementing an IT system supporting management processes.  

 
For such defined SME was making empirical date of indicators of measures of intellectual 

capital in SME. The data were collected from the ERP system, which was in SME applied, 
from 2007- 2009. 

 
 

 
 

Fig. 6: The added value of intellectual capital personnel usefulness function in 
 SME – research results 
Source: own elaboration 
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Fig. 7: The economic added value of intellectual capital personnel usefulness  
function in SME – research results 

Source: own elaboration 
 
 

 
 

Fig. 8: The cost of intellectual capital personnel usefulness function in SME  
– research results 

Source: own elaboration 
 
 

Based on the values of measures of intellectual capital in SME will be created the decision 
model using econometrical method to forecast the value of knowledge in SME (see Fig. 10).  

Indicators, defined on the basis of experience among SMEs which and operate ERP tools, 
will comprise a base of parameters and indicators necessary to build a system supporting 
decision making at a strategic level as regards profitability of investing in knowledge. 
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Instruments for forecasting knowledge in small and medium-sized companies in the form of 
a computer program will be developed to verify the applicability of the decision making model. 
Applying the tool will enable forecasting efficiency of potential spending on training 
employees.   
 
 
4. THE SYSTEM SUPPORTING DECISION MAKING  
   ENABLING TO ASSES AND FORECAST  
   OF KNOWLEDGE IN SMEs 
 

Data base for decision support system:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

Fig. 9: Data base for the system supporting decision making enabling to asses and forecast of 
knowledge in SMEs – research results 

Source: own elaboration 
 
 

 
Model SMEs (see Fig 3): Fn 

Employee: Enm 
Value of knowledge for each 

employee Enm in area Fn   
(Value of personnel usefulness 
function: Wnm) 

The set of business 
process  

Pm = {p1, p2, … pn} 

Data base of values of 
knowledge for each employees Enm

Data base of values measures 
of intellectual capital in SME 

Data from ERP system 

Using econometrical 
method 

Decision model for forecast 
of knowledge in SMEs 



 

Small and medium – sized enterprises which notice a necessity to planning and reporting 
about their capital value in the face of market economic globalization, strong and intensified 
competition, have to choose the right and the most appropriate method (or tool). Striving to 
their main aim, which can be improvement some chosen parameters in specific time, the 
enterprises need advisory system of value and forecasting their capital inside, especially 
intellectual capital. Evaluating value of knowledge is complicated task. The main sources 
complexity of this problem is: acting in uncertainty conditions, multifactors of making 
decisions (at least a few parameters describing effectiveness of given undertaking on different 
characteristics and different degree of influence on final decision) and multilevel of making 
decisions (some of parameters can be received as a result of aggregation second-rate 
parameters. 

So, the concept of support system decision to asses’ knowledge in SMEs is presented (see 
Fig. 9, Fig.10). 

 
 

The system supporting decision making enabling to asses 
 and forecast of knowledge in SMEs 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Fig. 10: The system supporting decision making enabling to asses and forecast of 
knowledge in SMEs – research results 

Source: own elaboration 
 
 

 
The new SMEs (see Fig 3): Fn 
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abilities 
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intellectual capital in SME 
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Decision model for forecast of 
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The presented system is a mainstay of creating a universal knowledge management model. 
The research comes down to describing a referenced model of SME and creating a model of 
intellectual capital management. In particular, empirical research was be carrying out in those 
SME, which have already implemented innovative undertaking and conformed to concrete 
model of enterprise. Consulting IT system for the asses the knowledge in small and medium 
companies is creating as consequence of designed method of evaluating effectiveness investing 
in intellectual capital in SME and also the results of questionnaire’s research. 
 
 
4. CONCLUDING REMARKS 
 

In the paper is aimed at new innovative ideas of asses and forecast of knowledge in SMEs. 
Small and medium – sized enterprises should find a special support for increasing and 
improving knowledge and innovations as a driving force behind increase to get stable and 
permanent competitiveness on the market. 

The research is necessary to create an economic growth and social development. The 
exchange of knowledge is a basic of market success (synergy effect). Creating the computer 
software Consulting IT system for the intellectual capital in small and medium companies is 
representing advantage tool using to promoting practices in knowledge management. 

In the research to follow it is planned to: 
• Building of model on base collected data to asses and forecast of knowledge (using 

the econometrical method). 
• Building an IT tool supporting decision making at the strategic level as regards 

profitability of investment in employees’ qualifications and skills on base collected 
data. 

• Verification of research experiment.  
 
 
References 
 
[1] EDVINSSON L., MICHAEL S. MALONE: Intellectual capital. WN PWN, Warsaw, Poland,  

2001. 
[2] KRÓL H, LUDWICZYŃSKI A: Human resource management. WN PWN, Warsaw, Poland, 2008. 
[3] DUDYCZ T: Enterprises value management. PTE, Warsaw, Poland,  2005(in Polish). 
[4] FITZ-ENZ J.: Investment in human capital. Krakow, Poland 2001 (in Polish). 
[5] KASIEWICZ S., ROGOWSKI W., KICIŃSKA M.: Intellectual capital. Krakow, Poland 2006 (in 

Polish). 
[6] MIKUŁA B. (I IN.): Enterprises management in XXI. Concepts and methods. Difin, Warsaw, 

Poland, 2002 (in Polish). 
[7] PATALAS-MALISZEWSKA J., KREBS I.: Strategic knowledge management in small and 

medium-sized enterprises based on innovation transfer – case study. Cottbus, 2009. 
[8] PATALAS-MALISZEWSKA J., BANASZAK Z., KŁOS S.: Assessment of SME personnel 

usefulness - case study. W: Challenges in enterprise management of today / Ed. by J. Lewandowski, 
I. Jałmużna, M. Sekieta, Łodź, Poland, 2009. 

[9] PATALAS-MALISZEWSKA J.: Role of innovation in the knowledge management in SMEs. 
Enterprises Management, 2008, nr 2, s. 23—30 (in Polish). 


