ACTA OECONOMICA
UNIVERSITATIS SELYE

Vedecky recenzovany c¢asopis

4, roénik
2. ¢éislo






UNIVERZITA J. SELYEHO - EKONOMICKA FAKULTA

ACTA OECONOMICA
UNIVERSITATIS SELYE

Vedecky recenzovany c¢asopis

4. roénik
2. ¢éislo

2015
KOMARNO



REDAKCNA RADA VEDECKEHO CASOPISU
ACTA OECONOMICA UNIVERSITATIS SELYE

prof. Dr. Ing. Valentinas Navickas

prof. Dr. Ing. Rolf Karbach

Predseda red. rady: doc. RNDr. Janos Té6th, PhD. EF U]JS Komdrno
Clenovia red.rady: doc. Mgr. Ing. Ladislav Mura, PhD. EF UJS Komidrno
prof. Dr. Ing. Imrich Okenka, PhD. EF UJS Komidrno
prof. Dr. J6zsef Péor, CSc. EF UJS Komidrno
prof. Dr. Andrea Bencsik, CSc. EF UJS Komidrno
doc. PhDr. Zoltan Rézsa, PhD. IAM Trencin
doc. Ing. Elena Stibertové, PhD. FPM EU Bratislava
doc. RNDr. Zuzana Hajduova, PhD. PHF Kosice EU Bratislava
doc. Ing. Tomas Dudas, PhD. FEP PEVS Bratislava
prof. Ing. Pavol Schwarcz, PhD. FESRR SPU Nitra
doc. Ing. Milan DZupina, PhD. FF UKF Nitra
prof. Ing. Anna Krizanova, PhD. FPEDAS ZU Zilina
prof. Ing. Milota Vetrdkovd, PhD. EF UMB Banskd Bystrica
Dr. Ing. Jan Buleca, PhD. EF TUKE Kosice
prof. Ing. Jan Siroky, PhD. EF VSB-TU Ostrava
prof. Dr. Ing. Jalius Horvath, PhD. CEU Budapest
prof. Dr. Ivan N. Mihajlovi¢, PhD. University of Beograd

Kaunas University of
Technology

Zwickau University
of Applied Sciences



OBSAH

Milica ARSIC - Ivan JOVANOVIC
MULTI-GROUP ANALYSIS OF FACTORS AFFECTING THE
VIABILTY OF BUSINESS IDEA

Eva CAPOSOVA
RECENZIA ODBORNE] KNIHY
REVIEW OF SCIENTIFIC BOOK

Ji¥i DEDINA - Kamila VITKOVA

ZKUSENOSTI, POZNATKY A MOZNOSTI ORGANIZOVANI
PODNIKU POMOCI SITOVYCH STRUKTUR

EXPERIENCE, EXPERTISE AND OPTIONS OF ORGANIZING
ENTERPRISE USING NETWORK STRUCTURES

Veronika FENYVES - Zoltan BACS - Tibor TARNOCZI
ROLE OF CONTROLLING IN THE LIFE OF SPORTS UNDERTAKINGS

Tibor TARNOCZI -- Veronika FENYVES -- Zoltan BACS
REAL OPTIONS IN BUSINESS VALUATION

Eva FENYVESI

INNOVACIOS RENDSZEREK ES KAPCSOLODASI LEHETOSEGEIK
SYSTEMS OF INNOVATIONS AND POSSIBILITY

OF THEIR JOINT

Zbynék JERABEK

INSTITUCIONALNI, INSTRUMENTALNI A VNEJSI ZMENY,
ZAKLAD PRO POVYSOVANI V RYCHLE ROSTOUCIM PODNIKU
INSTITUTIONAL, INSTRUMENTAL AND EXTERNAL CHANGES,
THE BASIS FOR PROMOTION IN THE FAST GROWING COMPANY

Eniké KORCSMAROS - Erika SERES HUSZARIK
VALLALATOK INNOVACIOS TEVEKENYSEGE
INNOVATION ACTIVITY OF CORPORATIONS

19

22

30

41

53

64

75



Laszl6 Zoltan KUCSEBER

A MAGYARORSZAGI FUZIOK ES FELVASARLASOK
EMPIRIKUS ELEMZESE

THE EMPIRICAL INVESTIGATION OF MERGERS
AND ACQUISITIONS IN HUNGARY

Valeriya LYMAR
DEFINING SUCCESSFUL CRITERIA FOR REGIONAL
BIOECONOMIES DEVELOPMENT

Gyorgy SZRETYKO — Attila MESZAROS

THE EXPECTATIONS OF GENERATION Y AND Z, MAKING
THE EMPLOYER ATTRACTIVE IN THE LABOUR MARKET
AND HR STRATEGY

Isidora MILOSEVIC - Tamara RAJIC - Danijela VOZA -
Porde NIKOLIC - Ivan MIHAJLOVIC

STRATEGIC ANALYSIS OF COMMITMENT IN THE
RELATIONSHIPS BETWEEN CUSTOMERS AND SUPPLIERS

Martina MINAROVA
ZENY A MANAZMENT V DOBE GLOBALIZACIE
WOMEN AN MANAGEMENT IN THE TIMES OF GLOBALIZATION

Zdenka MUSOVA

ZODPOVEDNE SPRAVANIE PODNIKOV A JEHO VPLYV
NA SPOTREBITELSKE SPRAVANIE

RESPONSIBLE BEHAVIOR OF BUSINESSES AND ITS
IMPACT ON CONSUMER BEHAVIOR

Navickas VALENTINAS - Valentas GRUZAUSKAS - Saulius BASKUTIS

THE FOOD INDUSTRY’S SUPPLY CHAIN’S EFFECTIVITY
MANAGEMENT: SMALL MARKETS’ CASE

Irma RACZ - Viktéria MAGYAR-STIFTER
KNOWLEDGE DEFINITION AND TRANSFER BY
TALENTED INTELLECTUAL WORKERS

84

98

108

118

128

138

148

162



Veronika SOOSOVA

PRINOS SLOBODNYCH POVOLANI K TVORBE
PRACOVNYCH MIEST V SLOVENSKE] REPUBLIKE
CONTRIBUTION OF FREELANCES TO JOB CREATION
IN SLOVAK REPUBLIC

Renata STASIAK-BETLEJEWSKA

CLUSTERS AS THE ELEMENT OF ECO-INNOVATIONS
PROMOTING IN THE EUROPEAN CONSTRUCTION
ON THE POLISH EXAMPLE

Iveta UBREZIOVA - Kamila MORAVCIKOVA -
Michaela SUKOVSKA

MOTIVATION AND LEADERSHIP AS A PART OF FIRM
CULTURE IN THE SELECTED SLOVAK COMPANY

Kamila VITKOVA - Jifi DEDINA
KOOPERACE V SITOVYCH ORGANIZACICH
COOPERATION IN NETWORK ORGANIZATIONS

SABLONY A POKYNY

TEMPLATE AND GUIDELINES

AUTOROM

172

182

198

207

213

215

217






MULTI-GROUP ANALYSIS OF FACTORS AFFECTING THE
VIABILTY OF BUSINESS IDEA

Milica ARSIC - Ivan JOVANOVIC

Engineering Management Department, Technical Faculty in Bor,
University of Belgrade

Abstract

This paper aims to analyze the relationship between creativity, the use of
different techniques for business opportunities search and viability of business ideas.
The respondents were students of the Engineering Management Department, Technical
Faculty in Bor, before and after listening to the course of Entrepreneurship. Conceptual
model was developed and tested. In order to get the most realistic picture of whether
there is a difference in thinking of students before and after the course, multigroup SEM
analysis was performed. Results have shown that same model is valid for both group of
students.

Key words: creativity, creative strategies, data collection, multigroup analysis

JEL Classification: M11, M21, L.26

Introduction

Scientific literature describes the entrepreneur as a creative and innovative
individual who is searching for new solutions to create new value (Kirzner, 2009).

Some alternative approaches say that entrepreneurship does not just include
creative and innovative thinking, but also includes knowledge (Heinonen, 2011).

This study examines the impact of both of these aspects. Starting from the
stereotypical characteristics of entrepreneurs, creativity, examine the extent to which
individuals are using creative strategies for opportunity search, and to what extent the
knowledge, and how both of these strategies affect the viability of a business idea.

The model was developed and modified based on the model that was
developed by Puhakka, 2007. The aim of the course on Entrepreneurship is that young
people develop or improve skills to generate new ideas.

Hypothesis development

Although it is believed that most people are somewhat creative, there are
highly creative people with certain characteristics such as innovativeness, openness,
independence, initiative-taking. They do not make conclusions about the idea too early,
but think about it for a while.

According to contemporary understanding, creative thinking can still
be improved by systematic usage of certain techniques which can contribute to the
development of the creativity of entrepreneurs through the generation of a large
number of ideas. Although creativity is difficult to learn, there are a number of integral



and analytical methods and techniques that stimulate creative thinking. Shane (2003)
emphasizes the creative role of entrepreneurs in the organization and in his paper
notes that many teams use various forms of brainstorming in order to increase the
number of new ideas, and thus encourage creativity of entrepreneurs. Therefore, it can
be defined the following hypothesis:

H1: Creativity is positively associated with creative opportunity search
strategies

Information from the market are defined as data related to the current and
potential stakeholders and they can be found in various external sources (Moorman,
1995). The effect which collection and use of information has on the viability of the
business idea is emphasized several times in the literature on entrepreneurship
(Kawakami et al., 2012). During their training, students of management, learn how
to collect, analyze and use information from the market, and it is believed that this
analytical approach encourages creativity (Gibb, 2002). Students are encouraged
to show their creative and innovative side. Therefore, the following hypothesis was
proposed:

H2: Creativity is positively associated with opportunity search strategies
based on knowledge acquisition

Although people usually admire entrepreneurs because of their creativity in
finding new ideas, the process of generating new ideas must be supported by organized
data collection about the market, customers and competitors. So both of these business
opportunities search strategies must be implemented. Therefore, two hypotheses were
proposed:

H3: Creative opportunity search strategies are positively associated with the
perceived viability of the business idea.

H4: Opportunity search strategies based on knowledge acquisition are
positively associated with the perceived viability of the business idea.

According to hypotheses H1-H4, the conceptual model has been defined for
the influence of certain parameters on the viability of business idea.

Figure 1. Conceptual model

Creative strategies

Viabilty of business
idea

Strategies based on
knowledge acquisition
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The survey was conducted in October 2014 and January 2015, at the beginning
and at the end of the course on Entrepreneurship, at the Department of Engineering
Management (Technical Faculty in Bor). The first part of the survey was conducted
in October 2014, before the Entrepreneurship course even started and 84 students
completed the questionnaire. The second part of the research was done after listening
to the course and 112 students participated.

The questionnaire consists of two parts. The first part consists of 5 questions
which lead to the demographic dataand the second part consists of 16 research
questions. The research questions were divided into four groups: Creativity, Viability
of the Idea, Creative strategies and Business Opportunity Search Strategies. For the
assessment of the answers, we used a five-point Likert scale, where 1 means ‘strongly
disagree’; 3, ‘neutral” and 5, ‘strongly agree’.

During the three-month course, students had the opportunity to attend
course how to prepare a business plan. First they formed teams that consist of 5 to 6
members, and after the course, each team presented their ideas.

Descriptive statistics of socio-demographic questions is shown in Table 1.

Table 1. Results of descriptive statistics

Factor Category Percent
Gender Male 42,8
Female 57,2
Average grade during studying 6,00-7,00 55,2
7,01-8,00 37,6
8,01-9,00 3,6
9,01-10,00 3,6
Do you have your own firm? No 88,7
Yes 11,3

11



Results and debate
Factor analysis

The structural equation modelling (SEM) was adopted for the causal
relationship data analyses between the constructs.

Table 2. The results of the EFA and CFA statistics for control measuring model

Exploratory Factor Analysis .
Confirmatory Factor Analysis (CFA)
(EFA)
Variable PCA Reliability Convergent validity
Group
% variance that can
Factor Cronbach’s Factor
be describe one- ) ) t-value
) ) loading alfa loading
dimensional factor
1 51.849 0.776 0.766 0.760 8.330%*
12 0.674 0.766 6.909%*
Creativity (I) 1.3 0.685 0.607 7.034%%*
14 0.718 0.759 7.000%**
L5 0.743 0.605 1.000
o 11 61.404 0.786 0.700 1.000
Viability of
1.2 0.707 0.789 0.823 7.370%**
Business Idea
(r) 1.3 0.807 0.806 8.884%%
1_4 0.828 0.727 9.052%**
. 11 64.277 0.787 0.811 0.623 1.000
Creative
k 1m_2 0.800 0.748 8.898%*
strategies
- 1m_3 0.823 0.811 9.155%**
(1) 111_4 0.797 0.703 8.940%*
Strategies based Iv_1 77.330 0.876 0.852 0.721 11.427%
on knowledge v_2 0.910 0.701 12.389%**
acquisition IvV_3 0.852 0.750 1.000
(IV)

Before evaluating the fit of the conceptual model presented in Figure 1, it is
necessary to define a measurement (control) model to verify that the 16 measurement
variables written to reflect the four unobserved constructs-groups, do so in a reliable
manner. Important issues of defined model functionality are its validity and reliability.
Therefore, Confirmatory Factor Analysis (CFA) was applied on all latent groups of the
measurement model at the same time, forcing correlation relationship between four
defined groups. The obtained values are shown in Table 2.

Although, PCA analysis had already uncovered unidimensionality within
four groups, CFA with maximum likelihood estimation, confirmed that the overall
measurement model fit appeared quite good. The reliability and fit measures of
measurement model are also shown in Table 2.

The CFA parameters of unidimensionality and reliability (Cronbach’salfa)
of the scales, indicate that all the groups are unidimensional and highly reliable.
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Furthermore, CFA was used to assess convergent validity (Zivkovi¢ et al., 2010) and if
all factor loadings of indicators on their constructs were significant, convergent validity
was attained. The values of factor loading, t-value and p-value (p<0.05), shown in the
Table 2, imply that all constructs have strong convergent validity.

Based on CFA analysis the goodness-of-fit measures were calculated both for
control and conceptual model. The obtain values of fit indicators are shown in Table 3.

Table 3. The values of the indicator fitting for measuring and conceptual model

Standard.
Root
. Root Mean
X Degree of | Relative . Mean
Chi- i Goodness- | Square Error | Comparative
Freedom Chi- i i Square
Model square Of-Fit Index Of Fit  Index
(df) square L Error
(x2) (GFI) Aproximation (CFI)
(x2/df) Of
(RMSEA) X
residual
(SRMR)
Values for
the control 0.051
) 153.41 95 1.61 0.921 0.043 0.886
(measuring)
model
Values for
0.037
conceptual 163.56 100 1.63 0.913 0.057 0.950
model
Prescribed
- - <3 20.80 <0.08 20.9 <0.08
values

Path model

The results of SEM analysis are shown in Figure 2. Regression coefficients are
presented within the arrows and they explain the strength of the relationship between
dependent and independent variables. It can be seen that all coefficients have positive
value and they are highly significant.

Regression coefficients between predictor variables and the dependent
variables are shown in Figure 2, and it can be seen also that there is a linear relationship
between variables. Regression analysis can determine not only the influence which
dependent have on independent variables, but also to predict the future change of the
dependent variables in relation to the change of independent.

13



Figure 2. Path analysis

Creative strategies
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The results of path analysis showed that all four hypotheses were confirmed
with certain statistical significance. The R2 (Squared Multiple Correlations) value
represents the percentage of variance in an endogenous construct explained by other
constructs connected to it directly. Interpreted as multiple regression results, the R2
value indicates the amount of variance explained by the model. The overall model
explained 74.8% and 46.7% of the variance in Creative strategies and Strategies based
on knowledge acquisition, respectively. In addition, the model explained 59.8% of
Viability of Business Idea.

Multigroup analysis

The aim of the multi-group analysis is a comparison of model fitting between
groups (Savic et al., 2012). In this analysis, attention is focused on the similarities and
differences in the responses of students before and after listening to the course on
Entrepreneurship. Thus each hypothesis is tested individually regarding the factor
Group.

Multi group analysis begins by creating a control model for a combined data
set for the Group before the course and Group after the course (N =196). The hypothesis
which is being tested is that the control model is valid for both groups of students. This
hypothesis requires that the regression weights, which predict the group variables are
the same for both groups (group invariant). And requires that each regression weight
for the sample before the course to be equal to the corresponding regression for the
sample size after the course.

In order to test the differences between these two groups of students in
the regression sizes (factor loadings) for this control model is necessary to (1) create
separate but identical control sample models for students before and after listening
to the course, (2) to connect these models with their respective groups of data, (3) to
set invariant (in which hypotheses for before and after listening to the course have the
same regression weight) and variable (variant) model (in which hypotheses for before
and after listening to the course have different regression weight) that can be directly
compared, and (4) use Critical ratio test for testing difference in regression weights.
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Although, it is probably reasonable to assume that the unobserved and the
observed variables have different variance and covariance between students’” opinions
before and after the course, two groups can have the same regression weights. For a
invariant group it is presumed that the regression weights for each hypothesis are
equal to the group before and after the course, while in the group variant model
calculates the coefficients independent of the group and serves us to see where there
are differences.

The results for this control model for the group invariant and variants are
shown in Table 4.

Table 4. Indicators for Group Invariant and Group Variant

Standard.
Root
. Root Mean
. Relative Goodness- X Mean
Chi- Degree of i i Square Error | Comparative
Chi- Of-Fit i Square
Model square Freedom Of Fit  Index
square Index ) . Error
(x2) (df) Aproximation (CFI)
(x2/df) (GFI) Of
(RMSEA) i
residual
(SRMR)
Group
N 340.43 216 1.58 0.829 0.055 0.906 0.059
Invariant
Group
) 338.71 212 1.6 0.830 0.056 0.904 0.058
Variant
Prescribed
- - <3 >0.80 <0.08 209 <0.08
values

The results presented in Table 4 show that all calculated indicatorsare
within the prescribed values. After this, couples in Critical Ratio testwereobserved,
those that are larger or smaller than + 1.92 must be separated. These pairs vary and for
them we can not set the same model because they do not have the same impact. Table
5 shows the results of Critical Ratio test. Based on these results, we can conclude that
all couples can replace each other, because all values are below or above prescribed.

Table 5, Critical Ratio Test (Group Variant)

Pr1 P2 Pr3 P4 P5 P6 P7 P8 P9 P10 P11 P12

N1 0,225 | 1,241 | 2,129 | 1,387 | -1,459 | -0,626 | -1,521 | -0,514 | -1,009 | -0,837 | -1,394 | -1,297

N2 -0,954 | 0,093 | 0,963 | 0,265 | -2,444 | -1,669 | -2,395 | -1,874 | -2,438 | -1,712 | -2,301 | -2,206
N3 -0,263 | 0,807 | 1,733 | 0968 | -1,912 | -1,081 | -1,916 | -1,112 | -1,663 | -1,22 | -1,802 | -1,705
N4 -0,547 | 0,498 | 1,384 | 0,661 | -2,118 | -1,316 | -2,103 | -1,409 | -1,954 | -1,417 | -1,997 | -1,901

N5 1,516 | 2,463 | 3,319 | 2,582 | -0,315 | 0,573 | -0,472 | 0,959 | 0,544 | -0,199 | -0,311 | -0,215

N6 1,33 2,331 | 3,243 | 2,457 | 0546 | 0,36 | -0,685 | 0,725 | 0,277 | 0,003 | -0,527 | -0,429

N7 15 2,478 | 3,371 26 -0,375 | 0,53 0,529 | 0,924 | 0,493 | 0,154 | -0,367 | -0,27

N8 0,682 | 1,748 | 2,711 1,89 | -1,155 | -0,26 | -1,236 | -0,04 | -0,549 | -0,533 | -1,095 | -0,996

N9 0,664 | 1,787 | 2,817 | 1,934 | -1,23 | -0,314 | -1,302 | -0,102 | -0,648 | -0,583 | -1,162 | -1,06
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Continue Table 5, Critical Ratio Test (Group Variant)

P1 P2 P3 P4 P5 P6 P7 P8 P9 P10 P11 P12

N10 -1,028 | 0,029 | 0,905 | 0,204 | -2,508 | -1,736 | -2,451 | -1,968 | -2,543 | -1,766 | -2,36 | -2,265

N11 0,483 | 1,534 | 2,471 | 1,678 | -1,298 | -0,423 | -1,365 | -0,253 | -0,76 | 0,668 | -1,23 | -1,131

N12 1,025 | 2,042 | 2,961 | 2,174 | -0,818 | 0,077 | -0,932 | -0,377 | -0,09 | -0,241 | 0,783 | -0,684

For a defined conceptual model, which is shown in Figurel, Multigroup
path analysis is used. After recalculation the results of model fitting and Critical Ratio
test for the formed Multigroup path analysis model, were obtained. The results are
shown in Table 6.

Since it was found that all couples can replace each other and that for both
groups Before and After listening to the course, the values of Crtitical Ratio Test for the
proposed hypotheses were examined.

Table 7, Critical Ratio Test for differences between parameters

Nw1 Nw2 Nw3 Nw4
PW1 0.383 0.234 -2.847 -0.093
PwW2 -0.311 -0.383 -3.009 -0.538
PW3 1.964 1.923 -0.858 1.597
PW4 1.752 1.584 -1.697 1.262

Based on the results, we can conclude that all hypotheses can be substituted
for one another in both models. Regression coefficientin group variant for a group
of students before listening to the course (PW) and after listening (NW), which were
obtained after the calculation for the multi-group analysis, are presented in the picture:

The Squared Multiple Correlations (R2), which can describe dependent group
variables, differ for VARIANT group, within which these coefficients are different for
the two groups. The table shows the coefficients of determination.

Figure 3. Multigroup model

Creative strategies

st
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Viabilty of business

2
Hs.,

Q
656

Strategies based on
knowledge acquisition
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Table 8. The Squared Multiple Correlations

VARIANT
Before the course After the course
Creative strategies 79,1% 73%
Strategies based on 44,4% 51%
knowledge acquisition
Viability of the Business 62,8% 60,6%
Idea

Results of multi-group path analysis showed that for a group of students
Before listening course all hypotheses are confirmed with the appropriate statistical
significance, while in the group of students After listening course hypothesis H3 has no
statistical significance.

Conclusion

This study contributes to the understanding the importance of how
individual creativity affect the viability of the idea, as well as to point out the ways
how students are looking for new business ideas. Creativity has positive influence on
creative strategies and strategies based on knowledge acquisition. Also, has impact
on viability of business idea, Its role is indirect but positive.

Although usually entrepreneurs are often admired because for their
creativity in finding new ideas, our study has shown that this is not the whole truth.
The process of generating new ideas must be supported by organized data collection
about the market, customers, and competitors. So both of these strategies for searching
business opportunities must be implemented. In the current study results showed that
the data collection has a stronger impact on the viability of the idea, which is not in
accordance with previous similar research.

Practical implication: Those students who are born entrepreneurs must be
encouraged to use different strategies when searching for new business opportunities.
This process will result in generating as many new and innovative ideas based on
market research and the use of market information.

The aim of the course was to train the students how to think creative, how to
use information from the market when they generate new business idea and then on
that basis try to devise new and creative solutions. Also, the course aims to promote
the spirit of entrepreneurship among youth, to draw attention to its key features and
benefits and to open new vistas in terms of their career.

As with any research, this research has some limitations. The first limitation
is that the students self-reportedtheir creativity and the viability of their ideas, and
whole research rely on their subjective judgment. Another limitation is that the collected
data refer only to a group of students of Technical faculty in Bor, and thus can not apply
to the entire student population.
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RECENZIA ODBORNE] KNIHY
REVIEW OF SCIENTIFIC BOOK
Eva CAPOSOVA

Katedra verejnej politiky a verejnej spravy, Fakulta socialnych vied,
Univerzita sv. Cyrila a Metoda v Trnave

Riadenie organizacii, podnikatel'skych subjektov a inych ekonomickych
jednotiek je ¢oraz ndrocnejsie. Akceleruje sa konkurencia, prehlbuja sa globaliza¢né
tendencie a internacionaliza¢né procesy, doznievajica etapa hospodarskej krizy - to
vsetko st dovody, pre ktoré je potrebné sa teériou manazmentu nielen zaoberat, ale
tiez aplikovat najnovsie poznatky do hospodarskej praxe. Manazment vytvara priestor
pre penzum poznatkov zahfnajtcich metédy, techniky, principy manazérskej praxe
ako v podnikovohospodarskej praxi, tak aj v manazérskej praxi verejnej spravy.

Prostredie organizacii a podnikov mozno hodnotit ako mimoriadne naro¢né.
Uspe$nymi manazérmi sa mozu stat iba ti jedinci, ktori si osvojujt najnovsie pristupy
k manazérskemu rozhodovaniu. Uspesnost nielen podnikatel'skych subjektov, ale tiez
organov Statnej spravy, miestnej a regiondlnej samospravy by malo byt zacielené na
plnenie strategickych manazérskych pristupov, flexibilnost vo vztahu k potrebdm
obyvatelov. Trvalo udrzatelny rozvoj a prosperita st jednym zo zakladnych cielov
podnikového, ale tieZ verejného a neziskového sektora.

Problematike manazmentu sa za uplynulych dvadsatpit rokov venovala v
odbornej komunite pomerne velka pozornost. Najviac odbornikov sa ale zameralo na
objasnenie a vyklad manazérskej tedrie v podnikovej praxi, resp. v podnikatel'skom
sektore. Preto treba o to viac privitat snahu kolektivu autorov prof. Simu a doc. Muru
spracovat teériu manazmentu so zvlastnym zameranim na manazment organizacii,
vratane manazmentu verejnej spravy z pohladu zdkladného manazérskeho vyskumu.

Kolektiv vysokogkolskych ucitelov v zlozeni Dusan Simo a Ladislav
Mura pripravili pre posluchd¢ov manazérsky a ekonomicky orientovanych fakult
slovenskych a ceskych vysokych $kol, ale aj pre ostatnych zaujemcov z odbornej
i hospodérskej praxe ucelent vysokoskolskd ucebnicu, ktora vysla v poprednom
vydavatel'stve ekonomickej, manazérskej a pravnickej literatary - vo Wolters Kluwer
v roku 2015. Publikacia md celkovo $trnést samostatnych kapitol a 264 stran. Je logicky
Struktarovana, kapitoly nadvizuju a rozsiruju doterajsie poznatky z manazérskej
tedrie. Autori neostdvaji iba v rovine prezenticie teoretickych pristupov, modelov
a konstruktov, ale citatel najde pocetny graficky aparat vo forme tabuliek, grafov
a schém, ktoré lahsie spristupiiuju citatelovi prezentované ucivo. Zvlast treba
vyzdvihnat aplikaciu najnovsich poznatkov a znalosti, ¢iasto¢nt aplikdciu exaktného
aparatu v tych ¢astiach manazérskej tedrie, ktora ju vyuziva (kybernetika, matematicky
pristup k manazmentu, manazérske rozhodovanie a pod.) Vdaka takto koncipovanej
ucebnici dokdzu citatelia, najmé vysokoskolski Studenti odhalit korenn prislusného
parcidlneho manazérskeho problému. Kazda kapitola obsahuje tiez zhrnutie a spétnu
vazbu formou otazok do diskusie.

Obsahom vysokoskolskej u¢ebnice st marketingovo-manazérske pristupy,
ktoré st predpokladom tspesného postavenia podniku na trhu a dosiahnutia pozicie
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vrcholového manazmentu. Cielom autorov bolo vytvorit uceleny obsah zakladov
manazmentu a takisto uceleny stbor poznatkov o principoch, metédach, technikach
manazérskej prace nielen pre studentov ekonomickych, manazérskych a spolo¢enskych
Studijnych programov vysokych $kol, ale aj pre ostatnych zaujemcov o predmetnt
problematiku z podnikatel'ského prostredia ¢i verejnej spravy, konstatuju samotni
autori.

Prva kapitola vysokoskolskej uc¢ebnice prindsa sustredenie poznatkov o
definicii a vymedzeni manazmentu ako vednej discipliny, jej podstatu, vyznam a tlohy.
Autori u¢ebnice podrobne vysvetluji zdkladné pojmy manazérskej tedrie. Studentom
i Sirokej verejnosti st prezentované najdolezitejsie vztahy, véizby a principy manaz-
mentu. V tzkej nadviznosti na tvodna kapitolu nadvézuje v poradi druha kapitola,
v ktorej sa autori zamerali na vyklad historického vyvoja manazmentu ako takéto i
samotnej vedy o riadeni. V kapitole sa vysvetluju vybrané koncepcie manazmentu v
chronologickom zoradeni, nésledne teritoridlne charakteristiky manazmentu vo svete.
Kapitolu uzatvaraju poznatky o vybranych manazérskych pristupoch v globdlnom
prostredi.

V tretej kapitole je ucebnd ldtka koncentrovand na tzv. systémové,
tj. kybernetické ponatie reguldcie a riadenia. Autori detailne vysvetluji prinos
predstavitelov systémového, a matematicko-statistického i funkéného pristupu k ma-
nazmentu.

Kapitola S$tvrtd prindsa poznatky o vyzname, postaveni a dolezitosti
informacii v manazérskom rozhodovacom procese. V sticasnom svete st informacie
bezpochyby tou najcennejSou devizou kazdej organizicie, bez ohladu na jej vlast-
nictvo. Pozornost je venovana podrobnému vykladu manazérskeho rozhodovania
s dorazom na $truktaru, metédy a stratégie rozhodovania.

Nasledujiuce  kapitoly recenzovanej vysokoskolskej ucebnice prinasaju
vyklad problematiky teérie manazmentu z hl'adiska funkcii manazmentu. Piata kapito-
la je venovand prvej manazérskej funkcii - pldnovaniu. Autori ucebnice prezentuju
vyznam planovania, Struktdru planovacieho procesu a novy, tzv. integrovany model
ststavy planov.

V poradi Siesta kapitola je zamerand na vysvetlenie narocnej oblasti
manazmentu, ktorou je strategicky manazment. Rozdiel medzi stratégiou a taktikou.
Proces strategického manazmentu. Formuldcia cielov stratégii. Implementacia stra-
tégie.

Siedma kapitola obsahuje analyzu a interpretaciu rozsiahlej manazérskej
funkcie organizovanie. Vychadza z podstaty a vyznamu organizovania v manazmente,
pokracuje vysvetlovanim charakteru organiza¢nych struktar a vyustuje do podrobnej
charakteristiky a grafickej prezentacie jednotlivych typov konfiguracie organiza¢nych
Struktar.

V poradi 6smej kapitole autori charakterizuja tretiu manazérsku funkciu,
ktorou je vedenie I'udi. Zaradenie tejto kapitoly a nadvizujiacich kapitol tykajtcich
sa motivacie a manazmentu l'udskych zdrojov (desiatu, dvandstu a Strnastu) treba
osobitne vyzdvihnuat. Ludské zdroje spolu s informdciami st najvacsimi devizami
kazdej organizacie bez ohl'adu na to, ¢i pdsobi v sikromnom, statnom, verejnom alebo
neziskovom sektore.

Na predchadzajicu problematiku vhodne nadvizuje kapitola venujtca
sa manazérskej komunikacii. O komunikdcii vela pocujeme, avsak malo priestoru
je venovaného osvojovaniu si efektivnej a ucinnej komunikacii v organizaciach.
Trvaly tspech kazdého subjektu v mnohom zavisi od obsahu, charakteru, formy
a prostriedkov komunikacie. Osvojovanie si komunika¢nych zrucnosti a jazykovej
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kompetencie patri medzi vyznamné prvky vzdelavania manazérov. Tieto aspekty tzko
stvisia aj s organiza¢nou, resp. podnikovou kultirou, ktorej je venovana osobitna,
v poradi jedenasta kapitola ucebnice.

Posledna manazérska funkcia - kontrola je obsahom v poradi trinastej
kapitoly. Autori ucebnice v nej poukdzali na podstatu, vyznam, predmet a tlohy
kontrolnej ¢innosti. Citatel' sa dozvie o jednotlivych typoch kontrol, ich obsahovému
zameraniu a ciel'u. Osobitny priestor je venovany technikdm a metédam kontroly ako
aj implementacii efektivneho kontrolného mechanizmu v organizécii. Pochopenie
vzajomnej previazanosti manazérskej funkcie planovanie a manazérskej funkcie
kontrola je kl'i¢ova pre spravne rozhodovanie manazérov. Odkrytie slabych a silnych
stranok tkvie prave v kontrole plnenia planov kazdej organizacie.

Na zdver ostava iba konstatovat, Ze posudzovand ucebnicu je mozné
hodnotit vysoko kvalitne a precizne spracovant z pohladu manaZzérskej tedrie, i z
pohl'adu teérie vyucovania odbornych ekonomickych predmetov. Poskytuje mnozstvo
cennych poznatkov Studentom, podnikatelom, manazérom i reprezentantom
verejnej spravy.

Kontaktna adresa:

Ing. Eva Caposovd, Katedra verejnej politiky a verejnej spravy, Fakulta socidlnych vied,
Univerzita sv. Cyrila a Metoda v Trnave, Nam. J. Herdu 2, 917 01 Trnava, email: eva.
caposova@ucm.sk
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ZKUSENOSTI, POZNATKY A MOZNOSTI ORGANIZOVANI
PODNIKU POMOCI SITOVYCH STRUKTUR

EXPERIENCE, EXPERTISE AND OPTIONS OF
ORGANIZING ENTERPRISE USING NETWORK
STRUCTURES
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Ustav manazmentu a marketingu, Fakulta ekonémie a podnikania, Paneurépska
vysoka gkola v Bratislave
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Abstract

The article deals with causes of innovation in organizational structures.
The main reason is change of business environment, which affects the creation of
new organizational arrangements. Organizational structures are transformed into
business networks and their modifications in the form of virtual organizations. In this
article are mentioned innovative types of grouping, for example network structures
in the industry of the European Union. There are also explained innovative strategic
clustering in the form of alliances and their use in practice. The aim of this article is
to identify the causes of creating business networks and analyze what makes small
businesses to choose a network form of an organization. The sub-goal is to introduce
new types of organizational structures

Key words: business environment, business network, innovative trends, virtual organization,
organizational structure

Abstrakt

novych organiza¢nich usporddéani. Organiza¢ni struktury se novodobé transformuji
do podnikatelskych siti a jejich modifikaci v podobé virtudlnich spole¢nosti. Jsou zde
uvedeny inovaéni typy seskupeni napiiklad sitové struktury v prémyslu Evropské
unie. Dale jsou zde vysvétlena inovativni strategickd spojenectvi v podobé alianci
a jejich vyuziti v praxi. Cilem tohoto ¢lanku je identifikovat pficiny vzniku
podnikatelskych siti a analyzovat, co vlastné nuti malé podnikatele vybirat si sitovou
formu organizace. Dil¢im cilem je seznamit ¢tendfe s novymi typy organizac¢nich
struktur.

Klic¢ova slova: podnikatelské prostiedi, podnikatelské sité, inovacni trendy, virtudlni
organizace, organizacni struktury.

JEL Classification: M10, L.22, L14
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Uvod

Tento piispévek je iniciovan na zakladé turbulentnich zmén v pod-
nikatelském prostedi. Volba vhodné organiza¢ni architektury podniku za tcelem
zvyseni jeho vykonu je dtlezitym faktorem pfi fizeni a organizovani podnikt. Svéto-
va praxe potvrzuje, ze k boji proti monopolismu primyslovych gigantt a také k
zajisténi konkurencnich pozic na mezindrodnim trhu pouzivaji podniky inovované
sitové formy organizovani na principech mezindrodni kooperace. V mezinarodni
konkurenci vitézi zpravidla ten, kdo je inova¢né schopnéjsi, vyrobné a ve vztahu k
nizkymi naklady a cenami.

Sitovd sdruzeni podnikéi mohou také vznikat spojenim dosud pravné a
hospodarsky samostatnych podnikt do vétsich hospodaiskych jednotek, aniz by se
tim musela odstranit prdvni samostatnost a autonomie podnikt pi#i hospodaiském
rozhodovéni. Tato funkéni seskupeni se nékdy sdruzuji pod seskupeni nazvana
kooperace.

Pro oznacovani nové vzniklych struktur se také vzily nové terminy, jako
napiiklad- industridlni sité a podnikatelské sité. V poslednich letech se nejvice rozsitily
podnikatelské sité. Jsou vytvafeny koopera¢nimi dohodami, které sdruzuji malé a
stfedni podniky.

Material a metody

Hlavnim problémem, ktery vyplyva z piedvyzkumu v jednotlivych
podnicich, vyplynulo, Ze existuje minimalni informovanost o organizovani podniki
pomoci sitového usporadéni.

Hlavnim cilem pfedkladaného ¢lanku proto bude seznamit odbornou
vefejnost se situaci v oblasti organizovani podnikd pomoci sitového usporadani
v nékterych zemich EU. Dil¢imi cili pak bude na zakladé situac¢ni analyzy: vysvétlit
pficiny vzniku podnikatelskych siti, charakterizovat sitové struktury malych a
stfednich podniki ve vybranych stitech Evropské Unie, charakterizovat virtudlni
organizace a virtualni podnikani, charakterizovat strategicka spojenectvi (aliance).

Pouzivanou metodologii bylo dlouhodobé zkoumani jednotlivych orga-
niza¢nich uspotadani. Jako hlavni metoda vyzkumu byla pouzita situa¢ni analyza
organizac¢niho designu ve tficeti podnicich formou fizeného rozhovoru. Jednalo se o
podniky v CR a vybranych statech EU (Némecko a Italie). Vysledky situacni analyzy
byly vyhodnoceny na zékladé statistické komparace.

Vysledky a diskuse
1 Podnikatelské sité

Z hlediska organiza¢niho designu jsou sité jednou z moznosti, jak spojit
malé funkéni jednotky do silnéjstho celku, schopného konkurovat velkym podnikém.
Dobra komunikace mezi teritoridlné oddélenymi jednotkami je zabezpecena pomoci
moderni komunika¢ni techniky. Tyto jednotky jsou fizeny v zdjmu obchodnich,
vyzkumnych nebo distribu¢nich aktivit z jednoho centra.
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2 Piic¢iny vzniku podnikatelskych siti

Je znamo, ze malé firmy dosahuji velkych tspécht v zavadéni novinek,
pfi vytvareni zvlastni inovacéni kultury a p¥i rozvijeni moderni vysoce technologické
vyroby. Zaroven vsak labilnost ve vnéjsim prostiedi - kolisdni cen surovin a energie,
inflace, vykyvy ménovych kurst, zmény v ekonomické politice statti, transformace
technologického prostfedi a stupiiovani mezinarodni konkurence vedly k tomu, Ze
tradi¢ni metody organizovani a fizeni podnikd doznavaji zna¢éné zmény. Za téchto
podminek se podniky snazi vyuzivat kromé vyhod specializace i moznosti, které
poskytuje vyrobni kooperace, rozsifovani vyroby, spole¢ny vyzkum a vyvoj a také
rozdélovani finan¢niho rizika Jediné spojenym usilim v celé fadé smért mohou malé
podniky pocitat se stabilni situaci ve struktuie ekonomiky, s tspésnou konkurenci a
spolupraci s velkymi spole¢nostmi a s ekonomickou recesi. (Dédina & Cejka, 2010)

Co vlastné nuti malé podnikatele vybirat si sitovou formu organizace pro
mezifiremni spolupraci?

Podnikatelé v soucasnosti uskuteciiuji dva modely podnikatelského chovani:
*  Kklasicky - orientovany na co nejvétsi rentabilitu zdrojt firem,

*  inovadni - pfi némz se vyuzivd vSech moznosti k rozvoji vyroby i vyrobkd (i kdyz
vlastni zdroje nestaci). Zarover lze rozezndvat dva typy podnikatelt - zaméfené
na zdroje a na moznosti. (Dédina 2005)

Cinnost podnikatele orientovaného na zdroje se rozviji podle nasledujiciho
schématu: hodnoti zdroje, které ma momentalné k dispozici, zkouma moznosti, jak
dosdhnout cile a vyuzivd moZznosti, které mu zajisti maximalni rentabilitu danych
zdroj. Podnikatel zaméfeny na moznosti je podnikatelem tzv. inovacniho typu,
pfistupuje k feSeni otazky jinak. Kdyz si vyty¢i cil, zkouma vnéjsi prostiedi, piicemz
hledd alternativni moznosti. Hodnoti své zdroje a porovnéva je s danymi moznostmi.
Nema-li dost vlastnich prostedki, hleda dalsi zdroje jinde. Jedna podle nejvyhodnéj-
ich alternativ, pficemz vyuziva vlastnich vnéjsich zdroja.

Zasoucasnych podminek, kdy tspéch firmy zavisi na celé skale nejraznéjsich
zdrojii (nejen materidlnich a finan¢nich, ale i investi¢nich a intelektualnich), jejichz
tplnou paletu mald firma zpravidla nemd, se pochopitelné snazi najit a ziskat vnéjsi
zdroje, aby mohla fesit vytycené tkoly. Takovy podnikatelsky pfistup se realizuje
nejefektivnéji nové vytvorenou siti, kterd sdruzuje ty, ktefi maji potfebné zdroje pro
rozvoj svych inovacnich zdméra.

3 Charakteristiky podnikatelskych siti

Sité predstavuji dlouhodobé, cilevédomé dohody mezi vzdjemné spjatymi
komer¢nimi organizacemi, které jim umoznuji ziskat a udrzovat si konkurenéni
vyhody ve vztahu k firmam, jez do této sité nepatii. Sitové dohody se vyznacuji
specifickym systémem hodnot, zvlastni formou organizacné fidicich vztaht a fadou
vyhod, které plynou z ¢lenstvi v siti. Jsou to - specificky systém hodnot, které tvori
vzajemnou diavéru, kterd je nezbytnou podminkou existence a stability sité, vzajemné
zévazky (potvrzené kontakty a smlouvami, i neformalnimi, zaloZzené na normach
chovéni typickych pro kazdou sit), vzajemna podpora a ochota jednotlivych tcastniki
sité zfici se vlastni vyhody v zajmu spolec¢enského rozvoje.

Nejdtlezitéjsi vlastnosti spolupracujici strany se stavd jeji bezthonna povést
a spolehlivost. Pokud jde o organizac¢né fidici aspekt sitovych dohod, tloha fidiciho
¢lanku jako nezbytného prvku kazdé organizacni struktury je ponékud jind nez v
hierarchické organizaci. Jak uvadi japonsky ekonom Keinichi Imai, (Keinichi 2013) v
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sitovém modelu vznika ¥idici ¢lanek v procesu spolupréce vsech strukturdlnich prvki.
Predaci jsou navrhovani na zédkladé konsensu.

Odpovédnost, i kdyZz v riizné mife, se pfitom rozdéluje mezi vsechny c¢lanky.
Pti sitovém principu spoluprace mezi firmami neexistuje centralizované fizeni vyrobni
¢innosti. Vedouci firma koordinuje plany a béznou ¢innost, jez jsou obsazeny v dohodé
firem, a zdroven organizuje vymeénu informaci. Do urc¢ité miry se tak dafi spojovat dvé
opacné zasady - konkurenci a kooperaci.

Takto inovovana sit pfedstavuje dostate¢né pruznou strukturu, ktera
umoziiuyje zacastnénym firmadm navzijem si konkurovat, v nutnych pfipadech
zapojovat nové partnery a zdroven organizovat a koordinovat ¢innost svych ¢lent.
V podminkéch sitovych dohod hranice mezi strukturalnimi ¢lanky nejsou tak piimé
jako pfti jinych formdach spoluprace (napi. na zdkladé hierarchie). Komplikovani a
upeviiovani stykl pfitom jesté vice rozméliiuji beztak nejasné hranice mezi ¢lanky.
Tento proces dostavd dodate¢né impulsy diky spole¢nému vyuzivani informaci,
které jsou spole¢nym vlastnictvim ¢lent sité. (Afuah, 2013)

Pravé informacni infrastruktura a informacni sité se v mnoha piipadech
stavaji zdkladem, na némz pozdéji vznikaji industridlni sité. Sitové dohody
umoziuji dosahovat fady vyhod, jako je snizovani ndkladd pti uzavirani transakei
(v piipadé, ze firmy nejsou ¢leny sité, nybrz uzaviraji jednorazové dohody, vznikaji
nemalé dalsi vydaje na detailni opracovani podminek kontraktt, pracovnich sluzeb
zprostiedkovateltl, pravnikt atd.), snizovani vyrobnich ndkladt (diky specializaci
a délbé prace), rozsifovani pristupu k moderni technologii a informacim, spolecné
vytvafeni novych informacnich databank, rychlej$i zavadéni novinek, ziskavani
moznosti vstupovat na nové trhy a rozdélovani rizika mezi ¢leny sité. (Windsperger,
2011)

4 Sitové struktury malych a stfednich podniki v Evropské Unii

Néazornym piikladem efektivnich sitovych struktur a dohod je organizace
textilni vyroby v Némecku. Toto odvétvi vzkvéta do znacné miry diky slozitému
systému svazkd, které spojuji malé a stfedni podniky nejen mezi sebou, ale i s
vyzkumnymi a technologickymi dstavy, stfedisky pro pfipravu kadrs, konzulta¢nimi
firmami a marketingovymi agenturami. Uzka specializace sitovych forem uréuje jejich
vzajemnou zavislost.

Clenové textilni podnikatelské sité jsou spojeni i s meziodvétvovymi
sitémi dodavateld surovin, materiali, barviv atd. Tak vznikaji slozité sité siti. Pro
vytvareni novych podnikatelskych siti v tradi¢nich primyslovych odvétvich Némecka
existuje fada objektivnich pfedpokladd sdruzeni rodinnych podniki. Je to zejména
spolehlivost, profesiondlni oddanost a dokonala povést mistrii.

Efektivné se také rozvijeji sitové struktury v Itdlii. Jejich charakteristickym
rysem je mimofddné maly rozmér vétsiny podnikd, které uzaviraji dohody (maji
priamérné nanejvy$ deset zaméstnanctl). Prevdazné vétsina podnikdt je vysoce
specializovanda, pfi¢emz neexistuje vnitropodnikové vertikdlni integrace. Jen jejich
nepatrna ¢ast samostatné uskuteciiuje odbyt i marketing hotovych vyrobkt. Vlastnici
zpravidla davaji prednost subdodavatelskym vztahtim pfed expanzi a integraci.
Vyuzivani satelitnich podnik jim umoziuje udrzovat maly rozsah jejich spole¢nosti
a vyuzivat pravnich a organiza¢nich vyhod malych podnikateléi. Nehledé na tésné
vzajemné styky a kooperaci zlistavaji podniky nezavislé. Udrzovani tradice pocetnych
a stmelenych rodin v Italii vytvafi velkou davéru ve vztazich mezi malymi podniky a
usnadriuje nabor personalu (diky piibuzenskym a pratelskym stykdim a doporucenim).
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V Cechach se zatim tento trend projevuje s mirnym riistem. Podniky nékdy jests

podnikaji uzaviené a jsou neochotni k oteviené spolupréci.

Zku$enosti s inovacemi organizac¢nich struktur v primyslové vyspélych
zemich, jako je Némecko a Italie, umoznuji vyvodit nékolik teoretickych i konkrétnich
zéavéra. (Vitkova 2014)

*  Vytvafeni podnikatelskych siti je zakonitou etapou vyvoje ekonomického sys-
tému. Ta je podminéna fadou objektivnich tendenci - urychlovanim veé-
deckotechnického pokroku, vznikem nové techniky a technologie, zvySovanim
dostupnosti rtznych zdrojit a hlubokymi zménami socidlné psychologického
ovzdusi spolecnosti.

e Sité, které zacaly vznikat zivelné, se nyni stale vice stavaji ndstrojem koordina-
ce usili tcastnikil procesu reprodukce.

e Sité by nemély byt povazovéany za idealni model, ktery stfida staré organiza¢ni
formy. Jde spiSe o inovac¢ni rozvoj a transformaci trhu a tradi¢nich struktur a
o to, aby ziskaly novou kvalitu.

5 Virtualni podnikani

S rozvojem informacnich a komunikacnich technologii (ICT) se objevila
nova, specifickd forma organizaci nazvand “Virtudlni organizace”, presnéji feceno
organizace s virtudlni organiza¢ni strukturou. Virtudlni organizaci mizeme chapat
jako docasné vytvofenou sit teritoridlné rozptylenych firem, kterd je zaloZena
na intenzivnim pouzivani modernich informacnich technologii a jejimz tdcelem je
rychle a efektivné vyuzit podnikatelské prilezitosti. (Odchézel 2007)

Mimotadny vyznam zde maji informace, znalosti, tymova prace, a to nékdy
i na dalku, rychld vyména informaci. To vede ke snizovani transakénich nédkladd,
zvyseni flexibility a k vyméneé informaci a znalosti za ti¢elem zvyseni poctu inovaci.

Virtudlni organizace jsou specifické tim, Ze neustdle prizptsobuji své
organizacni uspofdddni v zavislosti na stile se ménicich pozadavcich trhu. Také
aroven rozvoje IT ma svlj vliv na pfizplisobovani. Mnoho celosvétové znamych
spole¢nosti vyuziva tento zptsob organizacni formy, aby se vyporadalo se stale silnéjsi
konkurenci na trhu.

Ve virtudlni organizaci jsou procesy obchodnich operaci a realizace pro-
dukt rozptyleny do rtznych partnerskych spolecnosti. Ackoli jsou rozlozeny
v riznych ¢astech svéta, spolupracuji velmi tésné. V tomto zvlastnim zptsobu or-
ganizace ma kazda spole¢nost svou stézejni konkurencni schopnost v podobé inovaci
svych fidicich procesti. Miize to byt produkt, organiza¢ni a fidici schopnosti, urcita
opravneéni atd., kterymi pfispiva ke konkuren¢ni schopnosti celé virtudlni organizace.
(Dédina 2007)

Diky moznosti vyuzivat riznych novych konkurené¢nich schopnosti jed-
notlivych autonomnich partnerti je virtualni organizace schopna vyuzit veliké trzni
pfilezitosti, na které by jednotlivé spole¢nosti samy nestacily. Tento typ organizace
miize byt rychle zaloZzen a rychle ukoncen v reakci na rychle se ménici pfilezitosti
nebo hrozby v okoli.

Ve virtudlni organizaci jsou partnefi prostorové a ¢asové oddéleni, a proto
jsou propojeni prostfednictvim Internetu a pocitacovych systémt. V porovnani k
“face-to-face” kontaktiim, které se vyskytuji v tradi¢nich organizacich, jsou spoluprace
a dalsi potiebné aktivity realizovdny predevsim na ICT platformé prostiednictvim
vymény dat a soubort po siti.
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Ve virtudlni organizaci se hlavni naplni préce staly casté vymeény informaci
na rozdil od pohybu redlnych produktt nebo objekt mezi spolupracovniky v
tradi¢nich formach organizace. Tyto nové charakteristiky vedou k mnohym novym
fidicim a technologickym problémtm v provoznich procesech virtudlni organizace.
Neschopnost Fidit virtudlni praci efektivné mtize byt zdrojem netispéchu v dnesnim
podnikéni. Naopak efektivni fizeni virtudlni prace mize byt zdrojem vyznamnéjsich
uzitkd.

Cilem inovované organizac¢ni struktury ve virtudlni organizaci je integrace
moderniho know-how spolupracujicich podnikii a expertt k tvorbé ptidané hodnoty
pro zékaznika. Virtualni podnik odstraniuje jednak hierarchie fizeni a jednak hranice
mezi organizacemi. Virtudlni podnik se skldda z jadra, které poskytuje mimotadnou
hodnotu, jak pro kone¢ného zdkaznika, tak pro partnery samotné virtualni organizace.
Jadro je propojeno na sit’ doplitkovych funkénich oblasti, jako jsou napiiklad produkce,
dodavatelé, projektovani, marketing a prodej, a to jak po strance informacni, tak
z hlediska pouZziti outsourcingu.

6 Strategické spojenectvi (aliance)

Strategické aliance neboli globélni strategicka partnerstvi jsou usporadanim
silnych narodnich, ale predevs§im mezindrodnich spolecnosti, které mimo alianci
zUstavaji konkurenty.

Aliance jsou vhodny prostiedek pro nové trhy, pro ziskdni dovednosti,
technologii nebo produktti, pro sdileni fixnich nakladd a zdroj. Aliance jsou jednim
z prosttedkil realizace domadcich, ale pfedevsim zahrani¢nich strategii. Na druhou
stranu vyzkumy ukazuji, Ze dvé tfetiny alianci se dostanou v prvnich dvou letech
do vaznych problémt. Z vyzkumt také vyplyva nékolik zavért, které umoziuji
manazertim zvysit $anci na aspéch pti budovani alianci:

e Aliance mezi silnym a slabym partnerem malokdy dobfe funguje. Aliance
neposkytuje chybéjici dovednosti nutné pro dalsi rast spolecnosti a vede pouze
ke spole¢nym vykontim.

*  Puncem uspésné aliance je jeji schopnost rozvijet pocate¢ni ocekdvani a cile.
K tomu je potfeba autonomie pro rizikové rozhodovani a flexibilita na strané
partnert.
aliance, kde ma jeden z vlastniki majoritu. Co rozhoduje, je fizeni, ne finan¢ni
vlastnictvi.

*  Vice nez tii ¢tvrtiny alianci, které jsou pferuseny, konci akvizici jednim z part-
nerd.

*  Volbu manaZzerd o pouziti riznych cest a strategii také velmi ovliviiuje situace,
ve které se podnik nachdzi.

Jestlize je cilem vstup na nova nezndma teritoria, maji aliance mnohem
vétsi tspésnost nez akvizice. Prekryvani se je divodem rozdilnosti mezi aliancemi a
akvizicemi. Potencialni synergicky efekt u fize je tam, kde oba partnefi maji vyznam-
né se prekryvajici pozice.

Dilezitymi zdroji synergie jsou zde tspory v personalu, zmenseni ad-
ministrativy nebo posileni prodejni sily. Zda se logické, Ze spojeni mezi dvéma
silné spole¢nosti vyhledavaji mensi nebo slabsi partnery, aby mohly ziskat kontrolu
nad spolecnym podnikem. Slabé spolecnosti ¢asto hledaji silné partnery, ktefi
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by jim mohli vyfesit potize nebo jim pomohli ziskat zkuSenosti. Realita vSak
ukazuje, Ze tyto aliance nefunguji dobie, protoze ,slabé spojeni” se stava prekazkou
konkurenceschopnosti podniku a vyvolava napéti mezi partnery.

Z alianci, které tvori vyrazné nestejné silni partnefi, je jich tspésna asi pouze
jedna tfetina. Také aliance mezi dvéma slabymi partnery nebyvaji tak tspésné ve
srovnani s aliancemi, které tvori silni nebo alesponl prameérni partnefi. Proto tspéch
je nejen vzajemné doplnéni dovednosti a schopnosti, ale i vybalancované partnerstvi.
To plati zejména pro aliance, které vznikly za tdcelem vzajemné vymény produktit
na prodej. Kdyz jeden partner vlozi produkt nebo technologii a druhy umozni
pfistup na vhodny trh, ¢asto vznikd mezi partnery nedtvéra a rtizné podezirani.
Partnefi se obavaji, Ze se jeden z nich pokusi ziskat ur¢itou vyhodu na tkor toho
druhého.

Jako nejsilngjsi aliance se ukazuji partnerstvi, ve kterych oba partnefi
pfinesou, jak inovovany produkt, tak i vlastni rozvinuty trh. Pfikladem takové
aliance ve svété je Toshiba a Motorola. Toshiba pfinesla technologii pamétovych ¢ipt
a pfistup na japonsky trh, Motorola pfinesla zkusenosti z oboru mikroprocesort
a pfistup na trh americky.

Zavér

V predkladaném prispévku jsme identifikovali pficiny vzniku podni-
katelskych siti a analyzovali, co vlastné nuti malé podnikatele vybirat si sitovou
formu organizace. Také jsme sezndmili ¢tenafe s novymi typy organizacnich struktur.

Zavérem muzeme konstatovat, ze podnikatelské prostiedi dozndva tak
radikédlnich zmén, Ze je velmi dulezité pro soucasné podnikatele umét se orientovat
v novych pfistupech a moznostech pti volbé své organiza¢ni struktury.
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Abstract

During the management of sports undertakings, the conscious financing of
organizations often fades into the background. At these organizations, those conditions
should also be elaborated which allow for the managerial decision support and the
development of controlling system. We should find those controlling methods and
tools which can successfully be applied in the life of a sports organization as well,
which ensure the synchronization and coordination of the different processes. By doing
so0, the controlling ensures a higher level transparency and information supply for the
decision-makers. In our treatise, we present one of the most important tools of the
strategic controlling, namely the Balanced Scorecard and its application opportunity at
sports undertakings.

Key words: Balanced Scorecard, strategic controlling, performance measurement, sports
undertakings, managerial decision support

JEL Classification: M19, M29, M49

Introduction

The role of sports has significantly grown in the modern societies since the
sports market went through an explosive development. This entailed an increase in the
economic weight of sports. Sports became an independent industry where it represents
a major part of the national economy. Initially, sports was just an entertainment
in which the young people took pleasure. They were sometimes rewarded by those
who liked their productions. A change occurred when the trained young people were
performing their activities not for their own entertainment but for others. Thus viewers
and sponsors appeared and paid for seeing the sportspersons. (Andras, 2003) After the
strengthening of economic significance of sports, the sports model operating as a club
needed to be replaced by the business model (Bacsné, 2015a). Since the sports activity
had to be produced as a service and its owners became profit-oriented. (Vaczi, 2010).
In the developed countries, sports is already directed by the market and sports does
not resort to state aids. In Hungary, sports as a market presence of the service is in its
infancy (Bacsné, 2015b). In our country, the sports activity is low enough compared to
the European relations. A small 7-9% of the adult population play sports regularly while
this rate is between 21 and 50% in the EU countries. The sections still expect the aids
from the state because the economic supporters still do not feel that their expenditure
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would be refunded. We hope that, one day, sports will reach a level when sports can
maintain themselves (Gyomorei 2014), (Gy6ri - Beck, 2012).

According to Dénes (2015) sports economist, sports should significantly
re-tailor its thinking and action mode. Management of the success sports should be
changed. There are such spectacle sports which are very successful abroad but these are
unknown in our country. And, the associations of well-known sports are in financial
difficulty and they can rely on the government only. Power of the sports preferred
by the market is in their value of advertising media that arises from their sporting
goods demand and their spectacle. However, the other sports (canoeing, kayaking, and
swimming) are esteemed in the number of Olympic medals only.

Considering the sports organizations, there are two groups: the sports club
which is non-profit and the sports undertaking which is profit-oriented (Nowy et al,
2015). We can say that the need for sports takes huge steps in the 21st century which
involves the development in the economic area of sports. The governments play key
role in filling the financing gap that is required for the sustainable operation of sports.
The governmental intervention and support are decisive in Hungary. Nowadays, larger
and larger amounts are flowing into the sports, an increasing attention is paid to the
social usefulness of sports activities, at the same time, numerous organizations are
struggling for survival (Kozma-Kazainé, 2014).

The change occurred in the last period makes it essential to introduce some
form of the managerial decision (Ladb, 2011) support which ensures that the managers
of sports undertakings have the information being required for making the decisions
in different decision-making situations. It would be important for the sports
undertakings to apply the different decision support tools developed in the corporate
practice thus a properly developed controlling system can contribute to the successes
of decisions.

Task and role of controlling in the life of undertakings

Environment of the companies was continuously changing in recent years,
an increasingly developing, non-transparent and rapidly changing environment
characterizes the life of organizations. Today, only those organizations are able to retain
their competitiveness which can give a positive feedback for the environmental changes
(Darabos-Rézsa, 2015, Széles et al., 2014). Due to the unpredictable changes, the long-
term predictions and plans have become unrealizable, it is already impossible to rely
on the intuitions therefore the introduction of new solutions has become necessary. An
increasingly greater emphasis has been placed on role of the controlling activity in the
life of economic organizations, it has become necessary to divide the long-term plans
into short-term plans, to observe the changes of environment and to compare these
ones with the goals stated.

In Hungary, the role of controlling has continuously been developing and
being appreciated since the 90s; it has become a management function (Blumné-Zéman,
2014). However, in the course of perusing the specialized literature, we can meet
significant differences regarding the concept of controlling, that’s why it is important
to clarify that there is a wrong conception according to which the controlling is
identified as being equal to the checking.In the approach of Horvéth (1995), controlling
is one of the subsystems of the management that supports the management of
company by a continuous observation and recognition of the changes in environment
as well as an adjustment to the change in order to reach the goals of undertaking. It can
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be achieved by observing the external-internal environment, determining the objectives
and comparing the two ones. Consequently, in this case, the organization pursues the
direction with the controlling tools in view.

So, the controlling is an emphasized subsystem of the management system
organizations which undertakes the (strategic and annually operative) planning
from the functions of management (leadership) and it performs the analysis of
differences by supervising the realization of plan and actual data as well as merging
them. It provides an own organization and information system for coordination and
regulation of these tasks. As a result, it gives the management an appropriate control
and decision-preparing tool for a dynamic follow of the environmental changes
(Koérmendi-Té6th, 2011).

Anthony - Govindarajan (2007) focuses of the controlling process of ma-
nagement during which the leadership influences the members of organization in
order to accomplish strategy of the organization. “By controlling, we mean a cooperation
of the management and the controller. Controlling also embraces the whole process of targeting,
planning and control for the basic activity and the management processes. Controlling includes
such activities as decision making, interpreting, prescribing and regulating. Consequently, the
managers should perform the controlling activity because they make decisions about the goals
to be achieved and the excepted extent of these ones, they determine the content of plans, and
they are responsible for the results.” (Horvath, 1995)

A condition for the operation of controlling system is to apply different
tools, for which the accounting information system can ensure information (T6th,
2014). It may include for example: the managerial accounting, the IT support and
development of such a controlling system which contributes to an effective operation
of the controlling system as well as organizational methods supporting the controlling.

Strategic and operative controlling

The area of controlling has increased by examining the environment changing
dynamically, the persistence of the cruel competitive situation and the appearance of
the strategic thinking. A demand has appeared for ensuring the long-term future of
the undertakings, analysing and predicting the environment therefore the attention of
managers has increasingly turned towards the strategy and its permanent revision. The
area of strategic controlling has evolved in this way. Accordingly, based on the time
dimension, we distinguish the kinds of controlling from each other: the strategic and
the operative ones. We can get to know the definition of the two types of controlling
and the difference between them based on Kérmendi and Té6th (1996) and Sebes (2013).
The strategic controlling supports the management of company to act in a target-based
way for the long term and to be able to adjust to its environment. The economy,
profitability and liquidity are primarily at the centre of operative controlling; the
emphasis is on reaching the goals set above. Taking the given goals and resource
possibilities into consideration, the operative controlling gives the management some
information for making decisions being necessary for the day-to-day operation. In
our opinion, these two types of controlling cannot be separated from each other in
the corporate practice because they integrally belong together therefore their operation
should be elaborated fully compatible.

The strategic controlling deals with the accomplishment of strategy and the
system of its processes as well as the opportunities and dangers; its task is to word the
strategy and goals, to actualize the strategy and to intervene in its accomplishment
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(Kownatzki, 2013),. The vision and strategy of the company show the long-term
goal. The company having no strategy can lose the conscious direction of its future,
its activity is formed by the permanently changing environment and position but
without direction and goal. Simultaneously with the rapid environmental change of
undertakings, the strategic controlling has come to the front that means a long-term
foresight and planning. It starts and happens in the present but it points to an unclosed
future.

According to Hanyecz (2009), we can rank the strategic controlling tasks
among three groups:
*  Supporting the strategic planning work of management, drawing up the strategic

plan

*  Dividing the strategic plan into operative plans
*  Monitoring and checking the execution of the strategic plan

At dividing the strategic plan into operative short-term plans, we have
to examine the practicability of strategy and the effect of operative decisions on the
strategy. In order to reach the goals of controlling activity and accomplishment of the
activity, it is indispensable to quantify the strategic goals stated by indices. Insofar as
the strategic goals are quantified by using the indices selected properly then there is an
opportunity for the feedback and an intervention in case of differing from the plans.

In the course of evolving the controlling activity and the controlling system,
the tasks of the controller include that the controller needs to choose the necessary tools,
methods and techniques in order to reach the goals. It is not a simple task to choose the
indices being necessary for characterizing the complex operation of an undertaking.
The processes chosen have to adapt themselves to the activity and size of the company
to be analysed and to the goals to be reached by the analysis. In case of the analysis of
the accounting reports, we can meet a lot of simple or complex indices and correlation
systems. In the following, we present those possible opportunities that, based on the
recommendations of specialized literature, the sports undertakings can boldly apply
on a daily basis even without high level accounting- and financial expertise in order to
ease their managerial decisions and daily operation. It is recommended to compare the
values and components of the indicators with the planned and actual values quarterly
of biannually thus it can be clear from the differences whether the undertaking is on
the planned way. Thus the managers will have opportunity to intervene during the
operation.

In order to support the controlling activity, several kinds of strategic
performance measurement systems and indicator systems have been developed, such
as Balanced Scorecard Indicator System (Kaplan - Norton, 1993), Management by
Objectives (Drucker, 1954), Tableau de Bord (Epstein -Manzoni (1997), Performance
Pyramid (Lynch - Cross, 1991), Performance Prism (Neely et al. 2004).

Balance Scorecard as a strategic controlling tool

Undoubtedly, the most widely used performance measurement system is the
Balanced Scorecard (balanced indicator system) developed by the doubles of Kaplan
and Norton. According to the researches of Kaplan and Norton, the managers are
aware of what effect the measurement has on the changes of performance, despite this,
they rarely reckon the measurement system as an integral part of their strategy (Kaplan
- Norton, 2004).

33



The focus is on the achievement of the long-term financial goals, however,
in addition to these ones, other factors being necessary for reaching the financial
goals are also included. There are four equivalent viewpoints considered by BSC: the
financial performance, the customers, the operating processes as well as the learning
and development (Hagen - Kondorosiné, 2011; Zizlavsky, 2014). The system places a
larger and larger emphasize on the process of managing the non-material resources
as well. The Balanced Scorecard is such a strategic indicator system that keeps the
focus on the financial indicators. However, the financial approach itself is not merely
suitable for evaluating the activity of organizations of the information era successfully.
That’s why the financial indicators representing the performance of the past should
be completed with such indicators (causing performance) that provide information
about those factors which mostly influence the performance of the future (Orbén,
2014). The indicators of BSC should be deduced from the well-established vision and
strategy of the company. The system seizes the organizational performance from the
four viewpoints mentioned before. By applying the BSC, managers of the company
can understand, beyond the financial performance, how the company can create value
for its future consumers, in which area the internal processes should be improved in
order to create values (Dajnoki, 2015) and what investments should be provided in
order to increase the future performance. So BSC defines the value-creating activity
and focuses on it as well as BSC uncovers those factors which mostly contribute to
the achievement of the long-term financial efficiency and competitiveness. One of the
pillars of BSC is that the indicators should form the part of an information system being
accessible to all employees at each level of the organization. BSC is not only an ad hoc
collection of some financial and non-financial indicators (Agostino - Arnaboldi, 2012).
The indicators are deduced from the mission and strategy of the organization (company
or organizational entity) during a top down process thus the system is not other than a
splitting of the mission and strategy into particular goals and indicators. The indicators
create a balance between the external indicators being important for the customers
and owners, the critical operational processes and internal indicators characterizing
the developmental learning capacity. The indicator system is balanced since it equally
contains the outcome indicators presenting the performance of the past and the
factors, performance causers mostly influencing the result.

In the course of forming and using BSC, it is very important to map the cause
and effect relations. The relation between the goals and indicators should be defined
in order that the indicators can be managed and valued. The cause and effect relation
should embrace all four viewpoints of BSC.

The Balanced Scorecard elaborated properly is composed of outcome
indicators and performance causers. We should keep in mind that the outcome
indicators on their own do not appoint the way for reaching the required result without
the performance causers. The performance causers are able to provide direction for
the operation but these ones give information about whether the steps taken and
the observable tendencies can effect towards the direction of reaching the required
result. The well-structured Balanced Scorecard contains the appropriate rate of the
outcome indicators (posterior indicators) as well as the performance causers (indicators
pointing ahead) in reference to the strategy of the business unit selected (Szivés, 2007).
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Applying the Balance Scorecard at the sports undertakings

The corporate performance measurement systems can fulfil the management
supporting function in the case if these ones adjust to the internal and external
environments of the company. The most important goal of Balanced Scorecard is to
support the accomplishment of strategy. Originally, it was developed for undertaking
operating in the profit-oriented sector but there is an increasing interest in the method
in the non-profit-oriented sector as well (Kozma - Kazainé, 2014c). Its major cause is
that the available resources are also limited in case of these undertakings, the demand
of social control increases and the rivalry between the organizations has appeared in
this sector as well. With regard to the application at sports organizations and sports
undertakings, we haven’t got a lot of experiences yet. But, in case of some sports, we can
find published results, opinions; these areas are football, handball, ice sports and tennis
as well.

In his treatise, Nagy (2013) refers to a questionnaire survey that was
performed in Germany at the team of League 1st-3rd in connection with the application
of controlling tools. 53 associations and capital companies participated in the survey.
The experiences have shown a very positive attitude to the application of controlling
tools; it was cleared from the survey that 9.09% of the organizations apply Balance
Scorecard as a strategic controlling tool.

In its treatise of 2004, IFUA Horvarth & Partners examined the application
of Balanced Scorecard in case of the football organizations. Evolving the Balanced
Scorecard can be regarded as a pioneering initiative in the world of football because V{b
Stuttgart was the first club among the teams of Bundesliga which applied the approach
increasingly spreading in the management of companies. Based on their statement, it
can be said that the Balance Scorecard was introduced at the team of VB Stuttgart
first in the history of this sport, the effects of which were valuated really positively. In
the course of the work carried out, the experts have mapped and analysed the wide
range of organizations, operators acting in the environment of Stuttgart, inter alia, the
professional sports clubs, viewers, fans, organizations directing the championship,
different representatives of the media, service providers related to the sport and
the sponsors. During the analytical work, they have identified the objectives and
expectations of different operators, the system of activities interconnected as well as
the performance relations existing between them. In the knowledge of the environment
meaning the operational framework, particular goals, actions and indicators measuring
the realization of them have been defined which can be interpreted at different levels
of the company. The indicator system, which is also supported informatically, includes
a total of 130 indicators. The most important 30 indicators give the management of
the club overall information about the realization of goals while the remaining 100
indicators give the leader of the subdivisions regular information about the operation.
In evolving the index number system, the following things appear as strategic goals:
creating a capital intensive and stable economic background, reducing the significant
debt (IFUA Horvath& Partners, 2004).

In their treatise, Kozma - Kazainé (2014a) view the lack of information and
the lack of managerial engagement as obstacles of spread of the method. They thought
important that BSC should be such a useful index number system which is easy to
understand and can also be easily interpreted by the sports leaders. Their examinations
confirmed that the four viewpoints - financial, customer, operational processes,
learning, development - determined by Kaplan-Norton (2004) can properly be in
case of the sports organizations as well, with the completion of that an emphasized
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attention should be paid on the most important performance dimensions of the sports
undertakings i.e. the sports performance as well as its placement within the index
number system. At the same time, the sports performance should not be managed
separately but it should be built in the viewpoints of the index number system. And
they went to the conclusion that, at the sports organizations, this position should be
occupied by the customer point of view instead of the financial point of view being
on the peak of hierarchy in the originally profit-oriented sector. Regardless of that the
sport success is also determining from the point of view of financial sustainability today
since the operation of organizations should be placed on a business basis through the
expanding trade opportunities.

In their treatise, Kozma - Kazainé (2014b) examined the opportunity to
evolve the Balanced Scorecard indicator system in case of a first-class handball team.
In the course of evolving the customer point of view, different consumer groups were
separated. In our opinion, the fans compose the most important customer group from
a strategic point of view since they positively influence the demand of other customer
groups and consumers by their presence and cheering. This is followed by the sponsors
who have some trade and political interests in the sponsoring. Here, such indices
can also be applied that do not differ from the ones used in other sectors. This can
be, for example, market share, attendance of the matches, average customer spending.
In addition to this, the following things can be used: number of the non-match day
programs, annual growth of the attendance, newly concluded sponsorship contracts,
number of matches broadcasted in the national media, consumer activity and managing
the reputation and brand name may also be important.

The financial point of view is also an important area since the final goal of
the sports undertakings can be ensured only by creating the available financial sources
and operational conditions (Becsky-Nagy, 2015, Katits, 2002). In their treatise, Kozma
- Kazainé (2014b) determine that the first step of valuing the financial performance
should be the determination of the revenue sources relating to the different consumer
groups. The most important task of the management is to increase the revenue from it
(Nagy, 2013). The aid provided by the central and local governments is a peculiar form
of the revenue sources which can appear in different forms (Herczeg, 2015). According
to Kozma - Kazainé (2014b), the indices analysing the investments and profit on the
own asset have a major role in the traditional sectors; the analysis of these indicators
are problematic in case of the majority of sports organizations since most of them
produce loss and the profit pursuing does not belong to their most important strategic
goals. The indices of effectiveness can basically be applied at the sports organizations
as well since here is also a goal to utilize the available resource effectively. In case
of this issue, there could be a problem that market price cannot be interpreted at
each performance output (e.g. in case of the social usefulness), as a result of it, their
summation is not possible. The gross margin can be used as an index on the events
compared the total expense on the players to the successes of sport. It is also important
to note the importance of utilizing the key devices, facilities which largely influence the
financial success of the organization. In most cases, these tools are not in the possession
of sports organizations directly but operated by the local governments (Becsky et al,
2015).

According to Kozma - Kazainé (2014b), the viewpoint of operational processes
focuses on those processes which contribute to the achievement of sport success and
customer satisfaction and these ones also influence the financial dimension through
the costs. One of the most important activities is to organize the “exploitation” of sport
performance. Sport performance includes the support of physical, mental and technical
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abilities of the sports persons which provide a base for the successful performance on
the field. In addition, an active activity is necessary on the player market as well as it
is required to elaborate the system of junior players. In the facilities serving as location
of the events, such services should be provided, not limiting the quality of product,
which produce defence for the fans and their families. The following things can be
indicators: e.g. goals scored, matches won, building the junior players in, number of
security measures by matches.

According to Kozma - Kazainé (2014a), the viewpoint of learning and
development is essential for the continuous innovation of basic activities, for this, the
further training of employees is a priority task. The professional players have the most
critical role in the sports organizations because they are the centre of sports activity and
they draw attention of the consumers and the public to the team. Of course, the other
employees also contribute to the success of team, including the management, trainers,
the administrative- and background team as well.

In his treatise, Becsky (2011) also examined the opportunity of applying the
Balances Scorecard in case of team sports; the model compiled by him is as follows.

In case of the customer points of view, Becsky (2011) has marked three groups
such as the viewers, the sponsors and the parents. In our case, he suggests the following
three indicators:

e  Visitors, fans: good performance by the team, good quality matches, suitable
ticket prices, quality of service, team image, dub loyalty, merchandise, VIP section
service

*  Sponsors: valuable and effective advertising space, sponsorship with returns,
media presence, growing corporate value, management of sponsors, number of
fans match attendance

3 Partners: successful adult team, adequate vision for the reserve team, talent care
with high professional quality, appropriate information regarding plans and
objectives

In their presentation of 2011, Bacs-Patai (2011) highlighted the role of
importance of strategy creation in the sports, they identified the possible stakeholders
such as the media, fans, sponsors, viewers, sports entrepreneurs, facility operators,
sports clubs, players, competitors, the trainers and referees, the state, international
organizations, clubs being close to the borders and the hobby sportspersons. They
worded the possible Balanced Scorecard goals of the Hungarian Tennis Federation such
as the utilization of the favourable possibilities around the tennis talents appearing
periodically; relying on the provincialist sponsors, social capital; nurturing more
great outstanding sports(wo)men from a wide mass base; involving sponsors being
interested economically; obtaining aid of the state by the results. They worded the
following as target indicators:

3 Customer point of view: attractiveness of the website, customer satisfaction index,
number of the players participating in the competitions

*  Financial point of view: adhering to the financial plan, world ranking positions
and points

*  Operational processes: introducing an online entry system, world ranking
positions of the player participating

*  Development, learning: introducing a performance evaluation system according
to the logic of BSC, number of persons participating in specialised programs,
number of persons obtaining trainer qualifications

37



Conclusion

It can be stated that the controlling activity and the different controlling tool
can also give the sports undertakings such a managerial decision supporting system
that allows for harmonizing and coordinating the processes realizing in the life of
undertakings, it can ensure the transparency and the information flow therefore it can
contribute to the discernment of the managers and the managerial decision-making.
By using the Balanced Scorecard balanced indicator system, the organizations can
recognize the external and internal changes in time, their possible effects thus the
necessary interventions and actions can be performed in time. Of course, in order that
it could come true, it is not enough to properly compile the Balanced Scorecard system
in accordance with the peculiarities of the sports organization but the indices should
continuously monitored monthly, quarterly, the appropriate result can be ensured in
that case only.
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Abstract

The corporate value creation and its measurement have been playing a
central role in the corporate thinking since the 1990s. More and more people deal with
the methodological questions of measuring the value creation. We elaborate a model
by which the corporate value can be estimated well. We have combined the traditional
financial analysis indicators, the discounted cash flow and free cash flow methods
for structuring the model. We have also considered the appropriate management of
risk important and, inter alia, output variables of the model have composed the input
variables of the real option model connected with the two-dimensional Monte Carlo
simulation. Using the two-dimensional Monte Carlo simulation raises a new approach
to the management of risk. Developers of the model interpret the risk as a combination
of variability and uncertainty therefore we have used it accordingly. Structuring the
model, making the intermediate calculations and operating the model by means of
the simulation process have been carried out in the Excel spreadsheet programme,
connected with the R statistical system. The results have proved that the proper
estimation of corporate values can be provided by means of the model and the methods
applied.

Key words: business valuation, free cash flow, uncertainty, real option, two-dimensional
Monte Carlo simulation

JEL Classification: G32, M21, C10

Introduction

The companies in Hungary and throughout Europe faced a whole series of
new challenges and underwent numerous changes in the past two decades or so. In
the meantime, the corporate structures also grew increasingly complicated and the
corporate world became more and more dynamic. In this changed environment, the
interest of investors and corporate leaders turned towards the corporate value creation
and the increase of property even more. It is necessary for measuring the value creation
as well as determining the growth being achieved that we should be able to estimate
the current value of a company properly. The investors can judge the usefulness and
efficiency of their investments through the corporate value creation which is also
acknowledged by the market.

Copeland et al. (1999) write in their book that the clear thinking about the
value and the adequate experience for utilizing the evaluation results in the decision-
making are preconditions of success in the competitive environment of nowadays.
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They think that the managers placing emphasis on increasing the shareholder value
can establish and operate much more effective companies, against those who do not do
so. And, the companies working more effectively can create a stronger economy, higher
standards of living, more career and business opportunities.

It is also to be noted that the valuation may contain subjective elements as
well, such as the fact that not every valuation method will lead to the same corporate
value. The aim of business valuation can also influence the selection of method and the
accomplishment of the whole valuation process. In an inadequately stable economic
environment, the differences can be more significant which can be further enhanced
by the inadequate knowledge of the persons performing the valuation (Shapiro, 2013).

We have set an aim to elaborate a model by utilization of which the
estimation of corporate value can be made more accurate. We have developed the
model by combining a variety of methods and we have aimed at creating a model
in which we are able to manage the risk appropriately and which applies interval
estimation instead of point estimation. In order to comply with these requirements, we
have opted to combine the real option valuation with the Monte Carlo simulation. The
option pricing models derive the value from the underlying asset therefore, firstly, we
need to determine the value of this asset (Mun, 2003) which implies that this way of
the valuation can appropriately be applied only by connecting it with another method
or other methods. We have chosen the two-stage model of free cash flows in order to
produce the input data of the real option model (Damodaran, 2002).

The risk management is indispensable in the financial models therefore
the taking into consideration of the risk has a key role in our model as well. We also
consider it important to clarify the concept of risk. In his academic inaugural
presentation, Ivan Bélyacz (2004) said that “The risk and the uncertainty are some of the
most controversial phenomena of the economics. It was never the subject of discussion that both
of them have effect on the economic decisions, ...” This quote also evidences the importance
of risk management and it also draws attention to the fact that this is not a simple issue.

Innumerable books and articles deal with the risk but it cannot yet be said
that everything is accurately clarified about the concept of risk. If we study the literature
we find a number of different risk concept. There is no agreed definition of the concept
of risk (Aven, 2012). By the risk we mean the possibility that such an adverse event
may occur which is unfavourable from the point of view of a particular situation
and cannot be predicted fully. We can also say that the risk means the unfavourable
occurrence chance of an output.

Frank H. Knight was one of the famous economists of the early 20th century.
His book - Risk, Uncertainty and Profit - is credited with introducing the distinction
between “risk” and “uncertainty” (Rakow, 2010). In the work which was published in
1921, Knight (2009) makes a distinction between the risk and the uncertainty about which
serious discussions are still ongoing; there are people who dispute the findings of Knight
and there are ones who accept it. In our opinion, the uncertainty is a component of the
risk, accepting the view spreading increasingly and applied in the ecological modelling
relatively widely (Molak, 1997; Cullen - Frey, 1999) that the risk has two components:
uncertainty and variability. According to Wilson and Shlyakhter (Molak, 1997), this type
of using the risk significantly spreads and becomes more and more accepted. Different
authors write that the uncertainty can be linked to the lack of information, knowledge
and skill and, consequently, it can be reduced by obtaining information, knowledge and
skill. The variability means the heterogeneity of values which is temporal, spatial and
related to the organization and, consequently, it cannot be reduced by obtaining further
information, knowledge and skill. According to Wilson and Shlyakhter (Molak, 1997),
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the uncertainty can be specified by probability distributions while the variability can be
specified by frequency distributions. According to Vose (2008), the risk can be divided
into the same two parts but he considers the variability as a special case of uncertainty
and he names both together total uncertainty. We think that it is not needed to make
a distinction between the risk and uncertainty from the point of view of measurability
but the risk itself can or cannot be measured. Such division of the risk is important
because it may require different managerial approach from a decision making point
of view.

The question may also arise how the variability, which seems clear in the
ecological systems, can appear in the economic systems. If we accept the findings of
system theory that the abilities of a system is determined by its structure (Mella, 2012)
- which is the modes, forms of the arrangement or connection of the system elements
as well as the relations between these ones - and this makes the system an entity having
the appropriate identity then, consequently, the organizations (systems) performing the
same or similar activities may have different structures and, for this reason, they may
have different abilities as well. This means that the identity of organization (system)
will also change by modifying the organizational structure. We could also say that the
organizations are determined by their structures (Espejo - Reyes, 2011). The foregoing
gives the answer to the question asked i.e. the variability can be interpreted in case of
the economic organizations as well.

In our business valuation model, the proper management of risk is ensured
by the real option method and the Monte Carlo simulation. The real option is such
a system-based and integrated solution which uses the model of financial option
pricing for the valuation of physical (real) assets in dynamic and uncertain business
environment. The quantitative risk analysis is very important in determining the risk
of decision-making problems. The Monte Carlo simulation is widely used and it is a
suitably effective and flexible tool of the quantitative risk analysis which allows us to
assign probability distributions to certain variables of the mathematical model of the
problem and, by random sampling from these distributions, we can determine the
distribution of output variables (Mun, 2006; Jackel, 2002). The Monte Carlo simulation
often faces criticism over the fact that this is a technique ensuring the determination
of an approximate value. At the same time, if we set the number of iterations of the
simulation high appropriately and we structure the model at an acceptable level then
the required accuracy can be reached (Thomopoulos, 2013).

Material and method

In order to solve the business valuation model, we have chosen such
softwares that are available in any enterprise and can easily be connected with other
softwares which make it possible to operate that from a single interface. This objective
could be ensured by connecting the Microsoft Excel spreadsheet with the R statistical
system. The R statistical system (Venables - Smith, 2008) is a free open source software
which has a very wide range of opportunities for statistical application by reason of its
modular structure thus it complements the statistical deficiencies of the widely used
Excel spreadsheet programme very well (Heiberger-Neuwirth, 2009; Baier-Neuwirth,
2003).

R statistical system provides several kinds of simulation opportunities. From
the opportunities, we have chosen the ‘two-dimensional Monte Carlo simulation’
module (mc2d) that gives opportunity to discern the variable and uncertain factors
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(Pouillot et al., 2015). The module is object-oriented therefore it is relatively easy to
pass results to other R modules and perform further calculation by means of those.
The module ‘'mc2d” uses the simulation "bootstrap” and the extension of ‘maximum
likelihood estimation’ for solution of the model. For more than 30 years, the simulation
"bootstrap” has already been used for estimating the confidence interval of a particular
statistical characteristic in case of applying the numerical methods. The significance
of simulation "bootstrap” is that it can also give an appropriate estimation in the case
when analytical mathematical solution does not exist (Mun, 2006).

By distinguishing between the variability and the uncertainty, Frey and
Zheng have developed a two-dimensional simulation programme (Auvtool), however,
its opportunities are much more confined than the ones provided by the R system.
Simulation module ‘'mc2d” developed by Pouillot and his colleagues (2015) is totally
based on the same principles as Auvtool which allows to examine the fitment of
probability distributions as well. This latter one can also be solved in the R by means of
module ‘fitdistrplus” which was also made by Pouillot and his colleagues.

One important preparation task of the simulation calculations is to choose
the probability distribution of the random variables being in the model. The "'mc2d’
allows to use 17 kinds of distributions, among which there are discrete and continuous
distributions. In the present model, we have used three kinds of distributions: the
normal, Weibull and triangular distributions. The triangular distribution can also be
used in the framework of simulation programmes mentioned before. Wickman (1999)
mentions the triangular distribution as a special beta distribution, its more detailed
presentation can be found in the book of (Kotz - van Dorp, 2004). One part of the
programmes allows to use the symmetrical triangular distribution only but ‘mc2d”
allows to use both the symmetrical and non-symmetrical forms as well. We have used
the symmetrical form for operating our model.

The currently used model is the further development of a previous version.
In the previous model, the corporate asset value has appeared as a point estimation, we
could say that it has been utilized as a deterministic model, as an input data of the option
pricing model. At present, determination of the corporate asset value is also performed
by means of the simulation model. Real option method is a valuation technique that
enables to take advantage of market opportunities preventing or mitigating losses if
future conditions are unfavorable (R6zsa, 2010). Applying this method to determine
corporate value is often the cash flows are affected by a number of uncertain variables
(Pringles et al., 2015) The real options approach rules the situation out where the
researchers are unsure about the likelihoods of states of the analyzed unit. It usually
uses strong assumptions about researchers’ beliefs (Miao Wang, 2011; R6zsa, 2004).

For testing the model, we have utilized the data of firms listed in the Budapest
Stock Exchange and other data of stock exchange and central bank. The model has been
compiled by using the data of Linamar Nyrt.

We have carried out the sensitivity analyses of option and corporate value
by calculating the so-called ‘Greeks’, by means of module "fOptions” of the R statistical
system. (Wiirtz, 2004) We have calculated the values of the ‘Greeks’ by utilizing the
averages of each parameter.
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Results and debate

For testing the model, we have used the company’s data series of 10-years
(2005-2014) by utilizing the data of annual reports that can be found on website of the
Budapest Stock Exchange. A shorter time frame would be sufficient to perform the
calculations but at least 8 data are required for some trials of module “fitdistrplus’. In
the model, those balance sheet and income statement items are required which serve as
input data of the model. Figure 1 shows the main architecture for solution of the model
and the initial data being necessary for the model.

In order to determine the predicted values, it is necessary to determine the
changes in sales revenues by means of which we generate random numbers for the
further calculations. We have chosen the appropriate distribution type by means of
the module ‘fitdistrplus’. For the analysis of distribution, we have also utilized the
procedure ‘bootstrap” provided by the module. The result obtained can be seen on
Figure 2 where the values are illustrated in the function of square of skewness and
kurtosis. It can be seen on the figure that the original values are rather closer to the
gamma and lognormal distribution while the values produced by procedure "bootstrap’
are concentrated around the uniform distribution.

Figure 1: Process and basic data of the model calculation
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Figure 2: Distribution analysis (fitdistrplus)
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For a more accurate determination of the distribution, we have performed
the Kolgomorov-Smirnov and the Anderson-Darling tests, the results of which are
shown by Table 1.

It can be seen on the table that the exponential distribution is the best based
on the Kolgomorov-Smirnov test but, at the same time, this is the worst based on the
Anderson-Darling test. The logistic distribution is the best based on the Anderson-
Darling test and the second best based on the Kolgomorov-Smirnov test, at the same
time, the logistic distribution cannot be fitted based on the original data. In the light of
the above, we have chosen the third best distribution, namely the Weibull distribution,
which fits to the original data at an acceptable level (Figure 3). The programme has
estimated the values 8.2601 and 1.1563 as parameters of the Weibull distribution.
Accordingly, we have performed the tests for the other random variables and the
random number generations have been carried out based on the results of those.

Table 1: Testing the different distribution types

Test Type of Distribution
= 2
— 9
e g | ¢ |¢ | & 2
=X A 8 5 2, =
B = 2
Kolmogorov- | .1, | 01073 | 01996 | 01876 | 01455 0.4865
Smirnov test
Al 03150 | 02340 | 04707 | 04118 | 0.461 3.0501
Darling test

Source: own calculation
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For the prediction, we have utilized the averages of the balance sheet and
income statement items from the last five years.

As described above, we have produced the predicted values that we have
calculated for 9 years according to the number of past values. We have utilized the
first year (2000) just as a preceding year to form certain indicators (e.g. changes in sales
revenues, changes in current assets.

By utilizing the values predicted, we have calculated the corporate free cash
flow (FCFF) for each of the 9 years based on the following formula:

FCFF = Operating profit and loss * (1 - corporate tax rate) +
Depreciation — Investments — Changes in the working capital

Figure 3: Characteristics of the Weibull distribution
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Figure 4 presents the main characteristics obtained for the corporate free cash
flow by means of boxplot diagrams.

It can be seen on Figure 4 that there are more and more outliers and the
range is also increasing as the years go by. It can also be seen on Figure that the value
of median is becoming increasingly larger and the interquartile (upper quartile - lower
quartile) range is increasing as well.

After that, we determined the asset value of the company by utilizing the
present values of the corporate free cash flows. Determination of the asset value was
carried out similarly to Gordon’s dividend model but there is the corporate free cash
flow in the numerator, instead of the dividend.
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Figure 4: Main characteristics of the corporate free cash flow

1

i&

5000
1

+
e = *ﬁﬁfﬁgg

\—,\—1‘

*TTTIE

0
1

FCFF (million HUF)

-5000
1

oo momm%u
o © 0 0@ oooD oc|r-«

-10000
1

years

Source: own calculation

As a discount rate, we have chosen the corporate average weighted cost of
capital that we have determined considering the costs of external capital predicted
estimated for the future.

We have used the Black-Scholes option pricing model as a real option model,
the input parameters of which are the following:

S - values of assets of the company (value of the underlying asset)

K - nominal value of the outstanding loan (the validation price)

t - weighted average duration of the loan (endurance of the option)

o® - variance of shares (values) of the company (variance of value of the

underlying asset)

r - rate of return of treasury bonds being in line with endurance of the option

(risk-free rate)

We have determined the corporate asset value (S) as described above. We
have calculated the variance of underlying asset (02) of shares of the company based
on the market values regarding the particular period, by using the logarithm of each
exchange value. We have considered the average duration of loans as weighted average
duration of the loan (t) that we have estimated by means of the balance sheet and the
notes on the accounts. We have determined the risk-free rate by utilizing the Treasury
bond yields of a duration of 5 years, considering the values expected in the future as
well. Taking the corporate data into consideration, we have generated random data
with triangular distribution for the loans while we have generated random data with
normal distribution for the risk-free rate and the variance of shares of the company.

By utilizing the input data listed above, we have completed the two-
dimensional simulation i.e. we have determined the market value of the company
(Figure 5). During the two-dimensional simulation, the result vector originated by
the combination of uncertain and variable factors is a product of pieces of random
numbers generated for the two factor types (1 million pieces in our model because we
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have produced 1000-1000 random numbers for both risk types). In case of the two-
dimensional simulation, the production of a larger number of random numbers would
significantly increase the size of result vector and would become more and more time-
consuming as well as the size of memory would also be a limit. The two-dimensional
simulation essentially contains two Monte Carlo simulation cycles, an internal and an
external one. The internal one deals with the variable variables while the external one
deals with the uncertain variables.

Table 2 contains the main statistical characteristics of the corporate value
determined by the simulation. We can see on Table 2 that the corporate value obtained
as a result is spreading in a relatively narrow interval around the mean, its relative
standard deviation is 1.54% which is reckoned as a very low value. The 95-percent
confidence interval of the value is 13 522 387 - 14 661 811 thousand HUF i.e. we can
say that value of the company is in this interval with a 95-percent probability based
on our calculation. The total range of the result obtained is not too big either, it is 1
182 281 thousand HUF which is 11.5% of the mean. The stock exchange capitalization
of the company was 14 929 200 thousand HUF on 31 December 2009 which means
that we have underestimated the actual value by the simulation and this is not in the
given interval but above it. At the same time, the deviation compared to the mean
determined by us is 872 510 thousand HUF which is not significant compared with
the mean or the median. We think that the model can be used well for estimating the
corporate value despite the deviations.

Figure 5: Result of simulation: histogram of corporate values
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In the following, we have carried out the sensitivity analysis of the model
by utilizing the so-called “Greeks”. In the Black-Scholes model, it is relatively simple to
calculate with the Greeks which should be an expected attribute of the financial models.
We have determined the values of Delta, Gamma and Lambda in our model.
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Table 2: Main statistical characteristics of corporate value determined by the simulation

Statistical characteristic Value s —
Minimum 13 247 537
Lower quartile 13 855 805
Median 14032584 %
Mean 14056 690 £
Upper quartile 14263940 &
Maximum 14867262 %
Interquartile range 408 135 H :
Standard deviation 217 066
Relative standard deviation 1.54% g
95-percent confidence band 13 522 387 g
14 661 811
Kurtosis -0.4796 —

Source: own calculation

In case of the current model, the Delta indicator measures the change ratio
of the corporate value taking the value of assets of the company into consideration. We
can also say that Delta shows how the value of company moves together with the value
of assets i.e. how well the asset value is described by the corporate value. The closer the
Delta is to one, the better the asset value is described by the corporate value. Value of
0.7345 obtained as a result indicates that the model can determine the corporate value
pretty well. We can say that the corporate value moves together with the asset value of
company to such an extent.

Gamma measures the ratio of change of the Delta having regard to the
changes of corporate asset value. Gamma is essentially the sensitivity of Delta to the
small displacement of the corporate asset value. We have obtained 0 as value of Gamma
which indicates that Delta is sensitive only to bigger displacements of the corporate
value, the small displacements do not cause real changes in its value.

Lambda is a quotient of the percentage change in the corporate value and the
percentage change in the asset value. Lambda gives how many percent the displacement
is in the corporate value in case of a 1-percent displacement of the asset value. We have
obtained 1 as a result of Lambda which indicates that the corporate value and the asset
value move completely together.

The overall conclusion is that the value of company can be described well
by the buying option used in the model and the change in the value of option moves
together with the underlying value (i.e. the corporate value) pretty well.

Conclusion

In the article, taking account of the specialized literature sources as well, we
have presented a different kind of interpretation of risk. Although there are still serious
discussions about the concept and interpretation of the risk today but the appropriate
management of risks is unavoidable in the financial modelling. We think that the new
approach concerning the risk can be used in the financial modelling well. We are also
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aware of that there are further issues to be clarified. For example, it is not easy to decide
which factors we should rank among the variable factors and among the uncertain
ones. Specifying the architecture of the model is an additional task as well. Beyond the
foregoing, by continuing the research, we would also like to solve that the model can
also be applied for the non-public companies in which case the determination of risk
means the biggest problem. Later, we would also like to enlarge the range of outputs
and sensitivity analysis, making better use of opportunities provided by the R statistical
system, possibly combining the module ‘'mc2d” with other simulation methods existing
in the R.

In reference to the model presented, we can conclude that the model can be
well-applied for determining the corporate value in spite of those smaller problems that
still exist. This model is also an evidence of that we have a stronger chance to reach a
better result by combining the methods. Several methods are combined in the model:
the corporate free cash flow calculation, Gordon’s dividend model, the net present
value calculation, Black-Scholes option pricing model and the two-dimensional Monte
Carlo simulation.

Based on the model calculations presented, we can state that the developed
business valuation model operates with a reliable result. The inaccuracies arise from
the fact that we needed to rely on external data and related estimations in the course
of determining parameters of the model. By making the data more accurate, the result
could most likely be further improved.
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INNOVACIOS RENDSZEREK ES KAPCSOLODASI
LEHETOSEGEIK

SYSTEMS OF INNOVATIONS AND POSSIBILITY
OF THEIR JOINT

Eva FENYVESI

Kozgazdasagi Intézeti Tanszéki Osztaly, Kereskedelmi, Vendéglatoipari és
Idegenforgalmi Kar, Budapesti Gazdasagi Féiskola

Absztrakt

A tanulmany bemutatja a kiilonboz6 innovaciés rendszereket - nemzeti,
szektordlis, regionalis és technolégiai innovécids rendszer -, azok kapcsolodasanak
formait, kiilonos tekintettel a halozatokra. Ezen kiviil sorra veszi a haldézatosodast
befolyésolé tényezdket, mint bizalom, kommunikaci6, kozos cél, motivacié, egyéni
és kozos normak.

Kulcsszavak: Nemzeti innovdcids rendszer, szektordlis innovdcios rendszer, regiondlis inno-
vidcios rendszer, technoldgiai innovicios rendszer, hilézatok

Abstract

This paper shows the different systems of innovation - national, sectoral,
regional and technological system of innovation - and their form of joint, especially
focusing onto networks. In addition, the study addresses background factors of the
networks, such as confidence, communication, common goal, motivation, personal and
common norms.

Key words: National system of innovation, Sectoral system of innovation, Regional systems
of innovation, Technological innovation system, Networks

JEL Classification: O18, O30, O31

Bevezetés

A komdéromi Selye Janos Egyetem Gazdasdgtudoméanyi Kara 2015 no-
vemberében masodik alkalommal rendezte meg a , Villalkozds Versenykdrnyezetben”
elnevezésti nemzetkozi tudomanyos konferencidjat, melynek alcime , Az tizleti hdlézatok
innovdcios képessége” volt. A konferencia kozponti témadja, az innovacié igen aktualis
téma, hisz hosszabb tdvon a véllalatok versenyképességét innovécids aktivitdsuk
biztositja.

Az innovaciéra valé odafigyelés fontossdgat hangsilyozza az a tobb
mint félévszazada létez6 jelenség is, amit gyakran eurdpai paradoxonnak hivnak.
A paradoxon annak koszonhetd, hogy mig a technolégiai fejlédés oriasi léptékekkel
halad el6re, addig a tudomany és a gyakorlat kozott egy szakadék tatong, amelynek
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athidaldsa a XXI. szazad egyik legnagyobb kihivasa Magyarorszagon és Eurépaban
egyarant. A paradoxon azonban hozzésegitett ahhoz a fontos felismeréshez, miszerint
a versenyel6ny forrdsa nem csupan a technolégidk létrejotte, hanem annak széles
korben val6é alkalmazasa. Ez a tapasztalat hozta létre azokat az 1Gj novekedési
elméleteket, amelyek képesek magyardzatot adni a nemzetek kozotti fejlédési
kiilonbségekre. Erre példa Robert Gordon (2004) tanulménya, melyben az Amerikai
korti felhasznalasabol vezette le, vagy gondoljunk az azsiai kistigrisek és a kelta
tigris hihetetlen titemd fellendiilésére, amelyben bizonyara kiemelkedd szerepe

Innovacioé

A 80-as években napvildgra jott Gj novekedési elméleteknek van egy kozos
vonasa, miszerint a technikai haladas iitemét - a neoklasszikus elméletekkel szemben
- a gazdasagtol fiiggetlen, kiilséadottsdgnak tekintik, mikozben arra keresik a vélaszt,
hogy melyek a technikai fejlédés legfontosabb forrdsai. ,A kutatds-fejlesztés, illetve
a tudds dramlds kérdéseit vizsgdlva keresnek magyardzatot az orszigok kézotti jovedelmi
kiilonbségekre.” (Bakdcs, 2006: 1)

A gazdasagi fejlédés lényege az innovacié, az Gjdonsdg megjelenése,
bevetetése. (Innovacié, 2007) Az innovacié fogalmédnak megsziiletését Joseph
Schumpeter osztrak kozgazdasz nevéhez kotik, aki tobb mint 100 éve, 1911-
ben az innovacié tarsadalmi, gazdasagi fejlédésben betoltott szerepét mutatta be
német nyelven megjelent munkdjdban. (Fagerberg 2005). Ugyanebben az idében
Kondratyev orosz kozgazddsz megalkotta a K-hullamok elméletét. A Kondratyev
ciklus konjunktdra szakaszat a t6kebefektetések és a technikai innovaciok alapozzak
meg. A ciklusok konjunktira és dekonjunktdra szakaszai egymdasbol kovetkeznek,
de mindig 0j koriilmények kozott jonnek létre. A ciklusok mindségileg magasabb
szintjét a belép6 4j innovaciok idézik els. (Gaspar, 1998)

1. tabldzat. Az innovdcio alapesetei

Alapesetek Leiras

Uj javak A fogyasztok korében még nem ismert javaknak vagy ismert
javak 1j minéségének elSéllitasa.

Uj termelési eljaras | Egy adott ipardgban addig ismeretlen termelési eljaras
bevezetése, amelynek azonban nem kell 4j tudomanyos
felfedezéseken alapulnia. Ez lehet egy tjszert kereskedelmi
eljaras is.

Uj piac Egy 1j piac megnyitdsa, ahové az adott orszag adott ipardga
eddig még nem volt bevezetve, attél fiiggetlentil, hogy
létezett-e kordbban ez a piac.

Uj nyersanyagforras | Nyersanyagok vagy félkész aruk tj beszerezési forrasa,
fiiggetlentil attél, hogy ez a beszerezési forras korabban is
létezett-e.

Uj szervezet Példaul monopolhelyzet teremtése, vagy megsziintetése.

Forras: Schumpeter, 1980: 111. Sajdt szerkesztés
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Schumpeter az innovaciét a meglév6 erdforrasok 6j kombindcidjaként
definidlja. Az innovacié megvaldsitéja a vallalkozo, mely Schumpeter értelmezésében
egy magatartasforma és nem a gazdalkodo egység (vallalat) szinonimdja. Az innovéacié
meghatarozasakor hangsulyosan kiemelte azt a tényt, hogy a véllalkozé nem tudoés,
az innovéacié nem kutatasi eredmény. ,A taldlmanyok kozgazdasigilag irrelevinsak
mindaddig, amig nem keriilnek gyakorlati megualdsitisra. Egy-egy korszeriisitd javaslat
megualdsitisa pedig egészen mds természetii feladat, mint maga a feltaldlds, s ami még tobbet
jelent, egészen mds természetii készségeket kivian.” (Schumpeter, 1980: 137) Az innovéacié
tehat az 4j tudds, ismeret alkalmazdsa, mig a kutatas-fejlesztés ezek el6allitdsa. Az
innovacioé tipusai az 4j javak termelése, az Gj gydrtdsi eljaras bevezetése, az Gj piac
megnyitdsa, az 4j nyersanyagforras és az 4j szervezési mod (1. tablazat).

Az innovécionak szdmtalan meghatarozasa latott napvilagot az 1911-es ta-
nulmény 6ta, de a mai napig a legtobb kutatds Schumpeter definici6jabol indul ki. Az
OECD altal kiadott Oslo kézikonyvben kozzétett definicioban is az 6 meghatarozasa
koszon vissza: ,Az innovdcio 1j, vagy jelentdsen tovabbfejlesztett termék (dru, vagy
szolgdltatds) vagy eljdrds, 1ij marketing, mddszer, vagy 1j szervezési-szervezeti modszer
bevezetése az iizleti gyakorlatban, munkahelyi szervezetben vagy a kiilsé kapcsolatokban”.
(OECD, 2005:46)

Az OECD (2005:57) szerint is az innovaciét leginkabb kifejezé sz6 az
,Ujdonsig”: Gjdonsag a vildgban; tjdonsag a cég piacain; tjdonsag a cégben.

Innovacios rendszerek

Az innovacié rendszerszemléletli megkozelitése egyfajta koncepciondlis
keret, amely lehet6vé teszi az innovaci6 jobb megértését. (Déry, 2005) A rendszer olyan
egész, amelynek komplexitasi foka magasabb, mint az alkotérészek osszességének
komplexitasi foka. Ennek kovetkezménye, hogy a rendszer mas tulajdonsagokkal
irhat6 le, mint annak alrendszerei. (Boudon, 1999) Fontos kérdés azonban, hogy mit6l
valik valami rendszerré, mibdl fakad az a szinergia (vagy esetleg hatékonysagromlas),
amitél a részek Osszege nem lesz egyenlé a rendszer egészével. Boulding (1985)
igen tdg meghatarozast ad, szerinte minden, ami nem kdosz rendszernek tekinthetd.
Az innovéciés rendszerek meghatdrozasat sokkal inkdbb segiti Lundvall (1992)
definicidja. Szerinte a rendszer valamilyen interakciéra épiil, mely a rendszert alkot6
elemek egymashoz val6 viszonyabél fakad. Ennél joval pontosabb az a megkozelités,
amikor a rendszert a kornyezete altal meghatarozott halmazként irjak le. (Tilinger,
2010) Azonban a rendszert nemcsak a kornyezete determindlja, hanem a rendszer is
viszonthat a kérnyezetre. A rendszernek szamos eleme lehet, mint példaul személyek,
vallalatok, oktatasi intézmények, de akar torvények, szabdlyozasok.

Azinnovaciésrendszerek ugyanigy rendelkeznek ezekkelatulajdonsagokkal,
mint barmilyen mas rendszerek. S6t az innovaciés rendszerekre kiilonosen igaz, hogy
mindig nyitottak és szoros Osszefiiggésben dllnak a kornyezetiikkel. A rendszerek
nemzetenként, régionként, dgazatonként, foldrajzi teriiletekként igen eltéréek lehetnek.
A kutatok ezért igyekeznek a nemzetinél kisebb rendszerek vizsgalatara. (Déry, 2005)

Azinnovaci6 rendszerszemlélet(i vizsgalata a nemzeti innovaciés rendszerek
megjelenésével kezd6dott (Freeman 1987, Lundvall 1992, Nelson 1993). Ezt kovetSen
béviilt ki a regionalis (Cooke et al. 1997, Doloreux 2002), a szektoralis (Malerba 2002,
Breschi — Malerba 2005) és a technoldgiai (Carlsson — Stankiewitz 1991) innovaciés
rendszerek elméletével.
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Nemzeti innovacids rendszer (NIR)

A nemzeti innovaciés rendszer meghatdrozdsdban uttoré szerepe volt
Christopher Freemannak (1987), aki szerint a NIR a koz- és maganszféra intézményeinek
olyan hél6zata, amelyek tevékenységiik és interakcidjuk altal meghatdrozzdk az gj
technolégidk beszerzését, bevezetését, modositasat és terjedését. A NIR segédleté-
vel tobbek kozott arra kereste vélaszt, hogy minek koszonhet6 a Japan gazdasag
II. vilaghabora utani innovacios és gazdasagi sikere.

Lundvall és szerz6tarsai (2002) szerint a NIR 1étrejottét egyrészt a nemzetek
kiemelkedése és lemaraddsa okainak magyarazata, vagyis a gazdaségi teljesitményiik
mogotti tényezék beazonositidsa, mdsrészt annak az elméleti hattérnek a hidnya
hatdrozta meg, amely a tudomanypolitika kérdéseire, a tudomany békeid6ben vald
hasznositdsara segitett megtaldlni a valaszt. Lundvall (1992) tehat agy gondolja, hogy
a nemzeti innovdcios rendszer tulajdonképpen a tudasteremtés, dtadas és hasznositis
elemei kozotti kapesolatok dsszessége, mig Nelson és Rosenberg (1993) az intézmé-
nyek olyan Osszességének tartja, amelyek kozotti interakcié meghatdrozza az adott
nemzet vallalatainak innovacios teljesitményét.

1. dbra. Nemzeti innovdcids rendszer dltaldnos modellje

Keretfeltételek
Pénziigyi kbrnyezet
Adok és szténzok

Vallalkozoi szellem, innovacios

Kereslet
Fogyasztok (végso kereslet)
Termelok (szarmazékos kereslet)

hajlandésag
Mobilitas
I .
>
Iparigi rendszer Oktatis és kutatias ___ Politikai
(vallalatiszféra) ru e rendszer
Nagy véllalatok gy K:‘[zz‘::;'zgik < Szakoktatis ésképzés || Kozigazgatis
~ Erett KKV-ék Brékerck Felsdoktatas és képzés Korméanyzis
Uj, technologiai alapa Allami szféra kutatasa TTI politika
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Infrastruktira ‘_'l
Bankrendszer Szellemi Innovicié Stardardol

tulajdonjogok és fizleti

i = &s normék
és informacié | | kornyezet

Kockazati tike
Forris: Kuhlmann — Arnold (2001:2). Sajdt szerkesztés

Az el6z6 néhany megkozelités alapjan is j6 érzékelhetd a nemzeti
innovacids rendszerek kidolgozoéinak legnagyobb érdeme, miszerint segitettek annak
megértésében miért vannak kiilonbségek az orszagok kozott gazdasagi novekedés-
ben, technolégiavaltisban, versenyképességben. A kiilonb6zségek megjelenési
szintjeit, valamint a politika - elsésorban makroszintti - innovaciéra gyakorolt hatdsat
jol érzékelteti Kuhlman és Arnold (2001) modellje (1. dbra). Ennek megfeleléen a
gyakorlatban két alapvetd iranyvonal alakult ki. Az egyik az tgynevezett angolszasz
vonal, amelynek kulcselemei azok az innovativ KKV-ék, melyek finanszirozasi
forrasaikat javarészt kockdzati t6kébdl szerzik. Ezt az iranyt a felsGoktatas és az ipar
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szoros kapcsolata jellemzi, amelynek kdszonhet6en ezekben az orszdgokban magas
szinvonald kutatasi és képzési rendszer alakult ki. Az angolszédsz vonal orszégai kozé
tartozik példaul az Amerikai Egyesiilt Allamok és Anglia. A masik vonulat a rajnai
modell, mely a kontinentalis Eurépara jellemz6, ahol az oktatds gyakorlatorientaltabb,
magas szinvonalt a mérnok és a szakmunkasképzés, a kockdzati toke aranya azonban
alacsonyabb, mint példdul Németorszagban, Hollandidban és Svéjcban. (Déry, 2005)

A nemzeti innovaciés rendszerek vizsgdlatit kovetGen hamarosan uj
iranyok alakultak ki. Ugyanis szdmos kutaté6 nem taldlta megfelelének a nemzeti
szintet az innovacios folyamatok sajatossdgainak feltarasara, az innovaciés rendszerek
gazdasagi és innovacios teljesitménnyel kapcsolatos vonatkozédsainak megértésére.
Igy fokozatosan jelentek meg az innovaciés rendszerek mds megkozelitései, mint
példaul a regionalis innovaciés rendszerek. (Vas, 2014)

Regionalis innovaciés rendszer (RIR)

A regionalis innovaciés rendszer magaban foglal minden olyan jészagot és
aktort, amelyek interakciéban allnak egymadssal a régiéban foly6 innovacié oszténzése
céljabol. (EC, 2006) Ez tartalmazza a meglévé infrastruktira, tudas, szakértelem
forrasainak beazonositasat, a finanszirozas, a tapasztaltcsere, a tuddsfelhasznélas elé-
résének lehet6ségét, illetve a kiilonbozo regiondlis szereplSk kozotti egyuttmitikodést
és kompetenciaik transzferjét.

2. dbra. A regiondlis innovdcios rendszer sematikus modellje

»A,,--""ﬁé,étfoné!is. Idrsadalmi-gazd-a_s;i:jf e Y
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szervezetek szervezetek
& Allami kutaté- Oktatasi
L intézetek intézmények 1

Forras: Cooke (2006:6). Sajidt szerkesztés
Cooke (1997, 2004, 2006) a RIR-t olyan alrendszerek interakcidjaként irja

le, amelyek tudast generalnak, hasznositanak, és az Gj tudds megszerzése érdekében
a nemzeti, vagy mas regionalis rendszerekhez kapcsolédnak. A régiok innovativ
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vallalatainak fontos szerepe van a minél magasabban kvalifikdlt munkaerdbazis
létrejottében. Cooke (Cooke et al, 2007) egy kés6bbi irdsban a regiondlis innovécios
a 2. abra is jol érzékelteti. Cooke (2001) szerint 5 {6 tényezdje van a regionalis innova-
ciés rendszerek kialakuldsanak, melyek megfelel6 keretrendszert biztositanak a RIR
elemzéséhez. Ezek a kovetkezok:

1.  Arégiok torténelmi és/vagy kulturalis homogenitasa.
Az innovécio az 4j tudas piaci bevezetéseként valo értelmezése.
A rendszer szerepl6i kozotti kdlesonos bizalmon alapul6 egytittmiikodés.
Az intézményi tanulds magas fokdnak kialakulasa.
Az ismereteket, tapasztalatokat dtadé formadlis és informdlis hélézatok
kiépiilése.

SN

A kilonbozd regionalis innovaciés rendszerek igen eltérd sajatossagokkal
rendelkeznek, igy nehéz megadni egy egységes szempontrendszert tipizdlasukhoz.
Doloreux (2002) szerint a RIR egyes valfajainak meghatarozasahoz behaté empi-
rikus vizsgdlatokra, és esettanulményok analizdlasara van sziikség. Ennél is nagyobb
kihivast jelent a regionalis innovaciés rendszerek koncepcidjdnak kevésbé fejlett
régidkra valo értelmezése. A tipizélasi kisérletekb6l Anderson és Karlsson szerinti
csoportositast mutatom be, amely 3 j6l elkiilonithetd kategoériat mutat be (2. tablazat).

2. tabldzat. A RIR f6 tipusai
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Forrds: Andersson-Karlsson (2004:13) In: Tilinger, 2010. Sajdt szerkesztés

Szektoralis (agazati) innovaciés rendszer (SZIR)

Az innovécié mértéke, fajtai és jellemzdi szektoronként is nyomon kévethe-
tok. Segitségével beazonosithaté az adott iparag innovacios teljesitménye és a benne
miikodé vallalatok eltéré innovacios magatartasa. A SZIR-t olyan szereplSk alkotjék,
akik aktivan részt vesznek egy meghatarozott ipardg technolégiajanak fejlesztésében,
alkalmazésaban, termékeik tjitasaban. (Breschi - Malerba, 2005) A kiilonboz6 dgazatok
jelentdsen eltérhetnek az alkalmazott technolégiaban, a sziikséges inputokban, az ott
dolgozok tudasdban, és kompetenciaiban. Szamos esetben - akarcsak, ha egy termékre
specializalédik egy véllalat - kiilonboz6 technikai megoldasok koziil lehet valasztani.
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Az, hogy ezekbdl az alternativakbol milyen innovacios folyamatok sziiletnek jelent&s
mértékben a kereslet, vagyis a fogyaszt6i szokdsok hatdrozzak meg.

A SZIR-re, mint a tobbi innovaciés rendszerre nagy hatdssal van a
kornyezettel val6é kolesonos interakcio és a rendszer szereplSinek heterogenitdsa.
Ez utobbi két dologra vezethetd vissza: (1) a varidciora és (2) a szelekciéra. (Malerba
2004) Annél dinamikusabb fejl6dés varhaté az adott szektorban minél szélesebb és
termék, folyamat, stratégia, technolégia, stb.). A szelekci6 pedig hozzajarul a szerepl6k
felemelkedéséhez és hanyatldsdhoz, amely csokkenti a heterogenitds mértékét. A
SZIR legfontosabb elemei Malerba (2004) szerint a szerepl6k és hédl6zataik, a tudas és
tanulas folyamata, az inputok és a kereslet, az iparagi dinamika, valamint az iparaggal
kapcsolatban 1évé intézmények. Osszefoglalva tehat az ipardgi innovéciés modell
lehetséget ad annak attekintésére, hogy a hattérpolitikak, az innovaciés kulttra, a
verseny, a szabalyozas, a piaci feltételek, a szellemi tulajdonvédelem és ezek alland6an
valtoz6 keretei kozott egy ipardg és annak véllalatai hogyan és milyen innovécios
tevékenységet tudnak folytatni, milyen outputot tudnak elGéllitani. Az ipardgi
innovacids rendszerek vizsgalatat mindig a regiondlis és a nemzeti kornyezetbe tiltetve
érdemes megvalésitani. (Vas, 2012)

Technolégiai innovacids rendszer (TIR)

Az innovécios rendszerek negyedik tipusa a technolégiai innovéciés rend-
szer, amely megkozelités els6 megfogalmazo6i kozé tartozik Carlsson és Stankiewicz
(1991). Szerintiik a TIR egy adott gazdasagi vagy ipardgi teriileten interakciéban
szerepl6k dinamikus hélézata, akik adott intézményi infrastruktira altal determindl-
tak, és a kiilonboz6 technologidk létrehozasaban, terjesztésében és felhasznalasaban
részt vesznek. Roviden egy adott technoldgiai teriilet egyediilallé rendszere. Ki-
alakulasanak létjogosultsaga azzal indokolhat6, hogy szdmos nemzet a technolégidk
megsziiletésére koncentral, és nem figyel kell6 mértékben annak elterjedésére. Az ,1ij
technologidk csak akkor jelentdsek, ha gazdasdigi sullyal birnak”. (Carlsson - Stankiewicz,
1991:78)

A modell célja tehat egy adott technoldgia elterjedési folyamatanak elemzése
és leirasa, amelynek segitségével végigkovethetjiik a technolégia elterjedésének
folyamatat, és az elterjedést tamogatd, hatraltaté tényezdéket. Ezen megkozelités
a rendszert a tudads és a kompetencidk megosztasanak vonatkozasaban, és nem
a termékek, szolgaltatdsok daramlasanak a fiiggvényében vizsgalja. (Carlsson -
Stankiewicz, 1991) Carlsson és kutatotarsai szerint a TIR, mint elméleti keret szamos
elemzési megkozelitésben alkalmazhat6. Vonatkozhat magéra a technolégidra,
amely tobb termék el@allitdsdban is felhasznalhaté, kapcsolédhat egy termékhez
(ipari robot), amely viszont tobb technoldgiat is magaban foglalhat. Végiil kotédhet
egy adott termékcsoporthoz, amelyek kiegészitik vagy helyettesitik egymast, mikoz-
ben egy piaci szegmenshez tartoznak (példaul egészségiigy).

A TIR altal vizsgalt legfontosabb tertiletek:

* A véllalkozoi aktivitds (Gjonnan piacra 1épdk, start-up vallalkozasok szdma, a
lobbier¢ jelenléte, stb.);

* A tudasgyarapodas (K+F projektek, szabadalmi jogok, befektetések);

*  Ahdlézatok kozotti tudasatadas (Pl. tudoményos mthelyek, konferenciak szdma,
gyakorisdga);

* A kutatasi tandcsadés (hossza tava ipari és allami tervek, az érintett szereplék
vizibi, elvarasai);
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* A piacalakitas (niche-piacok szdma, egyedi adérendszer, vagy olyan kornyezeti
szabvany/szabalyozds léte, amely novelheti az Gj technoldgia piacra keriilésé-
nek esélyei);

* A forrdsmozgoésithatésdg (az érintett szereplék mennyire latjdk elérhetének a
forrasokat);

* A tdrvényes keretek megalkotasa (érdekcsoportok megfigyelése).

Innovaciés rendszerek kapcsolata

Az innovacioés rendszerek kiilonboz6 tipusai nem kizérjak, hanem kiegészitik
egymast, ezért kutatdsukkor figyelembe kell venni a koztiik levé kolcsonhatast.
(Lundvall et al, 2002) Asheim és kutatétarsai (2011) is azt valljak, hogy az innovaciés
rendszerek hatarainak - foldrajzi, szektordlis, tevékenységek vagy funkciéik alapjan
val6 - figyelembe vétele mellett, nem elhanyagolhat6 azok egymas kozotti atfedettsége,
interakciéi. Az eltéré megkozelitésti innovaciés rendszereket a globélis innovaciés
rendszerrel fedik le.

Az innovaciés rendszerek valamennyi tipusanak legfbb elemei, a szerepldk,
az intézmények (Edquist 2005), a kapcsolatok és az infrastruktira (Nelson 1993,
Lundvall et al, 2002, Edquist 2005). A szereplék olyan formalis strukttrdk, mint
példaul a villalatok, az egyetemek, kutatéintézetek, politikai, kozigazgatdsi intézetek.
Az intézmények azoknak a ,jdtékszabdlyok”-nak, (normadk, rutinok, szabalyok, gya-
korlat, stb.) az Osszessége, amelyek a szerepl6k kozotti kapcsolatokat szabalyozzak.
A kapcsolatok a rendszer szereplSinek osszefiiggési pontjai, mint a piaci tranzakciok,
vagy a tudds- és a t6kedramlds. Az infrastrukttra olyan hattértényezs, amelyet
szamos esetben nehéz elkiiloniteni az intézményektdl.

Az innovécids rendszerek sajatos kapcsolédasi modja a halézatok. Csizma-
dia (2012) szerint a sikeres innovaci6 és a versenyképesség egyre jobban fiigg attol,
hogy az innovéciés rendszer szerepl6i, kiilonosen a gazdasdgi szerepl6k miként
tudnak bekapcsolédni a lokdlis, regionalis, nemzeti és globdlis szinten szervez6dé
kilonboz6 funkcidju és struktardja halézatokba. Az innovéacié ma mar tobbnyire
nem linedris folyamat eredménye, hanem olyan 4j tuddsnak, informdciéaramlasnak
koszonhets, amelyek halézati egytittmiikodésben keletkeznek és integralédnak
olyan emberek révén, akik kell§ szaktudassal rendelkeznek az adott szektor termékeit
illetéen. Amennyiben a halézati interakciok képesek fennmaradni, az innovéacié
allandésul, de barmelyik lancszem gyengesége magaval ranthatja a tobbieket is.

A halézatok miikodésének szamtalan elénye (tudédsbéviilés, koltség-
csokkentés, komplex termékek, szolgaltatiscsomagok kifejlesztésének lehetSsége,
rugalmasabb alkalmazkodas a véltozo kortilményekhez, stb.) van, mégis kevés van
belsliik. Ennek oka valdszintileg az egyiittmtikodés létrejottének nehézségeiben
keresendd. Az egyiittmikodés kialakulasat a halézatosoddas esetében is tobb dimen-
zi6 mentén kell vizsgalni (Fenyvesi, 2008):

e Kézds cél. A halézati tagoknak tudniuk kell, hogy milyen cél érdekében van
sziikségiik az egytittmtikodésre.

*  Bizalom. A bizalom a masik féltdl fiigg6 sebezhetség vallalasat jelenti. A bizalom
akkor segiti a halézatok kialakuldsat, ha garancidkra épiil6, tudatos szintre
hozott, kolesonds bizalom all fenn a szerepl6k kozott. Ez hosszt idén keresztiil
fokozatosan, kolcsonos ellendrzés mellett alakul ki.

e Kommunikdicio. Az egyének és szervezetek kozotti interakciok jelentSsen
befolyésoljak az szerepl6k kozotti egytittmiikodés szintjét, minéségét.
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*  Motiviciok. A halézatosodasbodl szarmazé plusz érték lathatova tétele.

*  Kockizat - cél - kifizetédés viszonya. Az egyiittmiikodésnek természetesen van
kockazata, de vannak el6nyei is. Amikor a felek arrél dontenek, melyik vi-
selkedésformat kivanjdk valasztani, szdimba veszik azok kifizet6dését. Ez a ha-
tékonyan mtikodo hélézatok esetében jol lehatarolhato.

e Egqyéni és csoportnormdk. Az eltéré kultdra és vonatkozasi rendszer gatolja az
egyiittmtikodés létrejottét, mig az azonos segiti.

Sikertorténetek

A mai vallalkozasok nincsenek konnyti helyzetben. Szerencsére mindig
vannak kozottiik olyanok, akik szaméra a cél nemcsak talpon maradés, hanem a
hazai sikerek elérése mellett a vildg meghdditasa. Ezek a véllalkozdsok gy&zelmiiket
innovacids aktivitdsuknak koszonhetik, annak, hogy piacképes otleteikkel képesek
néhdny év alatt nemzetkozi sikereket elérni, és annak, hogy amit létrehoznak, emberek
millié kezdik el hasznalni. Példaul a Logmeln magyar alapitasu cég olyan szoftvert
fejlesztett ki, amely segitségével tavoli szamitogépekre lehet belépni. Alig 10 éves
fennallasuk elég volt ahhoz, hogy ez év oktéberében 110 milli6 dollarért felvasarol-
janak egy céget, vagy Ustream, amelynek €16 streaming platformjat 50 milliéan nézik
havonta. Nem beszélve a majdnem 20 milli6 felhasznaléval rendelkez6 Prezi.comrol.

A Res Publica, a Google, a Visegradi Alap és a Financial Times és szamos
intézménnyel egyiitt elkészitették a New Europe 100-as listat, amely olyan kelet-kozép-
eurdpai innovatorok listdja, akik kiilonb6z6 technolégiai megoldasokon keresztiil
pozitiv hatést gyakoroltak mikro- és makro-kornyezetiikre. A listin nemcsak az tizleti
élet (38%) képviseldi szerepelnek, hanem taradalom és politika (30%), média és kultara
(17%), valamint a tudomany (15%) tertiletérdl is. A régi6 elsé helyezettje Lengyelor-
szag 28 fével. Ezt koveti Szlovakia 16, Csehorszag 14, Magyarorszag 8 innovéatorral.
(http:/ /ne100.0rg/)

A startupok sikerei az innovéciot 4j novekedési palydra allithatjak, mivel
a hangstuly mar nemcsak azon van, hogyan lehet megerdsiteni egy véllalatot egy dj
termék, vagy szolgéltatds piacra valo bevezetésével, hanem annak médjan, mi az, ami
képes egy kisvéllalkozést eljutatni a vildgsikerig.
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INSTITUCIONALNI, INSTRUMENTALNI A VNEJSI
ZMENY, ZAKLAD PRO POVYSOVANI V RYCHLE
ROSTOUCIM PODNIKU

INSTITUTIONAL, INSTRUMENTAL AND EXTERNAL
CHANGES, THE BASIS FOR PROMOTION IN THE FAST
GROWING COMPANY

Zbynék JERABEK

Katedra ¥izeni, Provozné ekonomicka fakulta, CZU v Praze

Abstrakt

Clanek predstavuje dalsi ¢ast vyzkumu ve velkoobchodni siti, ktery
probihal v letech 2000 az 2013. Vyzkum se tykad inovativniho pohledu na vybér
nejvhodnéjsich zameéstnanct. V tomto ¢lanku je vyzkum zaméfen na urceni zavislosti
mezi segmentacnimi kritérii a povysovanim dle kategorizace nepfijat, nepovysen,
povysen a opakované povysen. Zaroven je méfena zdvislost dle pokrocilosti ve zna-
losti obchodniho procesu, dle kategorii zac¢ate¢nici a pokro¢ili ve vztahu k vystupni
hodnoté, povySovéni. Sttedni zavislost je zaznamenana u véku, praxe a pokrocilosti
ve znalosti obchodniho procesu. Naopak nizkd zavislost je zaznamenana u pohlavi,
vzdélani a nejnizsi u IQ. Vysledky jsou zaroven zpétnou vazbou pro personalistu, ktery
nastavenym systémem a rozhodovanim ovliviiuje nejen ndklady podniku, ale také
vykony podniku.

Kli¢ova slova: povysovdni, vybér zaméstnancii, instituciondlni zmeény, instrumentdlni zmeény,
onéjsi zmeny

Abstract

This article introduces another segment of research in the wholesale network,
which took place within years 2000 to 2013. The research is relates to the innovative
view on selection of the most suitable employees. In this article the research is focused
on determining the relation between the segmentation criteria and promoting due
to categorization not hired, not promoted, promoted, and repeatedly promoted.
Simultaneously the dependence on progression in knowledge of the trading process,
in accordance to categories beginners and advanced in relation to the output value,
promotion is measured. Medium dependence on age, experience and advancement in
the knowledge of the trading process was found out. On the contrary low dependence
on gender, education and the lowest on IQ was found out. The results are concurrently
the feedback for a personnel officer, who by the set system and decision making influences
not only the expenses of the company, but also the performance of the company.

Key words: promotion, selection of employees, institutional changes, instrumental changes,
external changes

JEL Classification: J01, J62, M51
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Uvod

Rychle rostouci podniky potfebuji pfijimat v pomérné kratkém case velké
mnozstvi novych zaméstnanci, ktefi budou schopni plnit o¢ekdvané naroky na vsech
pozicich, které se pravé v dusledku tohoto rozvoje tvori. To znamend, Ze podnik
potiebuje obsazovat také vyssi pozice v odpovidajici trovni. Autor vyzkumu se
rozhodl tento tkol Fesit hned na zacatku procesu, u vybérového fizeni a docilit co
nejlepsi vysledky na vystupnich hodnotach. Tento ¢lanek je zaméfen na vystupni
hodnotu povyseni. Dosdhnout co nejlepsich hodnot je mozné institucionalnimi nebo
instrumentalnimi zménami nebo pfijetim vnéjsich zmén.

Povysovani

Cely vyzkum je soustfedén na to, jakym zptisobem co nejlépe vyhodnotit
pozadavky a pfedpoklady na danou pozici a identifikovat potencidl pro piipadné
povyseni. Harris (2015) se ve svém vyzkumu také zabyvad povySovéni ve tfech
kategoriich. Obdobné jako autor tohoto ¢lanku vénuje velkou pozornost prvni fazi,
identifikaci potencialu, kterou nazyvéd lidskym kapitdlem. Hovoii o genetickém
kapitalu, ktery umoznuje ziskat tspéch na zakladé svych vrozenych predpokladit
a obecny kapitél, ktery je mozné ziskavat vzdélanim a odbornou ptipravou. Cast
téchto hodnot je zastoupend v segmentac¢nich kritériich a v pokrocilosti ve znalosti
obchodniho procesu. Ve vysledcich a diskusi zjistime zavislost téchto hodnot na
povysovani. Podle vysledki z prvniho testovéni pfifazuje Harris (2015) jednotlivym
tcastnikim vyzkumu bodové ohodnoceni, které ma velky vliv v jejich kariéte, to
znamena v $anci na povyseni nebo opakované povyseni. (Gentry, 2010) povazuje za
cestu, jak urychlit postup svych podfizenych mentoring a na zakladé vysledkt svého
vyzkumu jej doporucuje. V této souvislosti hovofi také o potfebé sebeuvédomeéni
nadfizenych. Od sebeuvédoméni jiz neni daleko k sebekoucovani (Grant, 2012).
Sebekoucovani je podporovédno také Jefdbkem (2014). Demeré (2015) v souvislosti
s urychlenim kariérniho postupu hovoifi o relativnim méfeni vykonnosti, jako o
vhodném instrumentalnim nastroji, ktery slouzi nejen jako tfidici mechanismus pro
povysovani, ale umoznuje také uzavirani motiva¢nich pracovnich smluv. Stanovuje
vykonnostni o¢ekdvani ve ¢tyfech vykonnostnich rozmeérech, kazdy na skale 1-5 proti
popisnym kritériim, napf. zda byla vcas poskytnuta sluzba s pfidanou hodnotou
a efektivné vyuzivano zdroji. Vyhodnoceni méfeni se provadi pro kazdou troven
zvlast. Povysovani je rozdéleno do ¢tyf kvalifika¢nich drovni, z nichz prvni dvé
jsou takzvané vycvikové s nizsim platovym ohodnocenim nez nabizi konkurence a
od tfeti trovné dochézi k vyraznému platovému nértistu, protoze zaméstnanec je jiz
plné kvalifikovan. Nasledné zaméstnanci soutézi o omezené mnozstvi pozic na ¢tvrté
arovni, kde musi prokézat vysokou kvalifikaci a dosahnout odborného uznani ve své
specializaci. Dosazenti tieti tirovneé je signdl pro zameéstnavatele i zaméstnance, obdobné
jako o ném hovoii Harris (2015), Ze zaméstnanec mé potencial k povyseni i na ¢tvrtou
troveti. Na povyseni ma vliv také empatie viici podfizenym. Cim vice lidr ukazuje
svou empatii vici podiizenym, tim vice se v o¢ich jeho nadfizenych snizuji jeho sance
na povygeni. Zeny jsou vii¢i svym podiizenym vice empatické nez muzi, proto jsou
také dtsledky, ve smyslu nepovyseni, pro zeny vyssi. Negativni vztah mezi mezi
empatii a povysenim je silnéjsi u zen (Gentry, 2015). Jiny pohled mé Platow (2015),
ktery ¥ikd, ze vedeni je skupinovy proces, kde lidr je nasledovan ostatnimi zaméstnanci
na zékladé daveéry, zptasobilosti, charisma a spravedlnosti. Vedeni neni jen o tom délat
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véci dobfe, ale zejména o “déla to pro nas”, pro podtizené. Jde o tvrzeni na zakladé
dat z empirické analyzy (Platow, 2015). Uchaze¢i v nasem vyzkumu jsou podle toho,
jak spliuji predpoklady a pozadavky ze strany podniku ovliviiovani ve prospéch své
kariéry.

Institucionalni, instrumentalni a vnéjsi zmeény

Podle pokrocilosti ve znalosti obchodniho procesu jsou vlivem podnikovych
instituci, pravidel a zvyklosti posouvani do vyssich postupovych stavit (Wawrosz,
2010). Maji zde misto role modelovani (Whitmore, 2009, Wheeler, 2011), u¢enim se
zkuSenostmi a samoregulaci (Gro, 2011), ale i vzajemné ovliviiovani, dostavani vice
informaci od svého nadfizeného (Wheeler, 2011). Tyto instituce jsou v souvislosti se
zménami v podniku vlivem rychle rostouciho podniku také upravovany, ménény
Jetabek (2013), aby odpovidaly aktudlnim procesim v podniku a umozitovaly
zaméstnancim dosdhnout, v rdmci jejich moznosti, co nejvyssiho postupu. Zmény
instituci jsou také iniciovany zpétnou vazbou od zaméstnancti, ktera umoziiuje jejich
vyssi efektivitu. Pozitivni vliv instituci je nejlépe patrny, v tomto vyzkumu, u piijatych
uchazect do 25 let.

Zdénlivy handicap v rozdilu mezi S5 a VS vzdélani je nahrazovan
instrumentalnimi nastroji jako e-learning, studium obchodni, manazerské a odborné
literatury spojené s piredmétem podnikani podniku. Rozvoj zaméstnancti a jejich
povysovani je obvykle podnikem podporovan kviili zachovani kontinuity rozvoje.
Dospéje-li podnik do situace, ze potfebuje v kratké dobé vice zaméstnancti na vyssi
pozice, stava se, ze i dobfi odbornici - zaméstnanci narazi na podnikovy strop
manazerskych dovednosti, jak o tom ve svém vyzkumu pise také (Mukherjee, 2012).
Podnik tento stav fesil rozsahlym vzdélavanim v manazerskych dovednostech. Idealni
by bylo zapojit koucovani jako styl fizeni a vedouci ke zvyseni vykonu (Whitmore
2009, Owen 2012, Atkinson 2007, Plaminek 2011, Darikové 2008). Navic lidfi uvadéji
odolnost jako vyznamny vedlejsi produkt koucovani (Smith, 2015). Koucovani je ale
bohuzel ¢asové naro¢né, takze se jednalo pouze jednotlivé piipady (Jetdbek, 2014).

Nezastupitelnou roli v rychle rostoucim podniku, kdy je potfeba co nej-
rychleji obsazovat také vyssi pozice, sehrali uchazeci, kteti byli na nejvyssich trovnich
v postupovém stavu v obchodnim procesu. Tam se jednak, po urcité dobé, dostali
uchazedi (pak jiz zaméstnanci) s identifikovanym vyssim potencidlem a ihned pfichozi
uchazeci z vendi. Obé tyto skupiny byly dle teorie signalizace (informaci z vybérového
fizeni) na fadé pro postup, povyseni (Harris, 2015). V disledku nutnosti vyuziti
obchodnich a manazerskych zkuSenosti nové piichozich zameéstnancd, byl podnik
ovliviiovan jejich zkusenostmi z vendi, z jinych podniki a pfijal tedy vnéjsi zmény.
Jednalo se o zkuSené manazery, ktefi pfinesli do firmy nové myslenky a posunuli
ji vpied. Interakce mezi tspé$nou firmou a manazerem se zkuSenostmi z jinych
podnik® neni jednoduché ani pro jednu stranu. Pokazdé, kdyz bylo takové spojeni
taspésné, doslo k obohaceni o informace a dovednosti obou ztcastnénych. Podnik se
plisobeni (segmentové ¢i teritoridlné) a novy zaméstnanec, ktery se dokézal rychle
a dobfe pohybovat v prostiedi novych instituci, véetné firemni kultury ziskal pozici
v prestiznim rychle rostoucim podniku.
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Material a metody
Definovani zdrojt dat

Zdrojova data byla ziskana v ramci pohovort od 188 uchazect o zaméstnani
v siti velkoobchodni spole¢nosti, kterd v priibéhu 13 let prochazela obdobim rychlého
ristu (Jetabek, 2015). V podniku se neustale vytvarely pfileZitosti pro postup na vy3si
pozice, sit pobocek rostla a bylo zadouci, aby byli pfijimani uchazec¢i s potencialem,
ktefi vlivem ptisobeni vnitrofiremnich instituci ¢i instrumentélnich zmén byli schopni
v budoucnu tyto pozice zastavat. Identifikace uchazect, ktefi byli velmi pokrodcili
ve znalosti obchodniho procesu, umoznila podniku rychleji zapliiovat vyssi pozice
kvalifikovanymi zaméstnanci, ¢i dokonce pfijimat vnéjsi zmény na zakladé novych
zkuSenosti téchto uchaze¢tt z jinych podnikii. Zdrojem dat tedy jsou Zivotopisy
uchazecti, informace z pohovorti s uchaze¢i. Uchaze¢tim byla kladena stejna sada
otdzek pro zjisténi jejich pokrocilosti v procesu (Jefabek, 2015).

Statistické metody

Pro tpravu zdrojovych dat byl vyuzit program MS excel. Podle jednotlivych kategorii
byla data dale zpracovavana statistickym programem Statistika 12. Nejprve cetnosti
v jednotlivych kategoriich pro zvoleni spravné statistické metody a pro moznost
Pearsontiv chi-kvadrat a Cramérovo V. Vysledky jsou doplnény o hodnotu stupné
volnosti sv a hodnotu p, ktera se porovnava s chybou prvniho druhu «, . Nasledné
je zamitnuta nebo piijata nulova hypotéza H_ a urcena zévislost dle Cramérova V.
Hodnoty V nizsi nez 0,300 jsou oznaceny jako nizkd zavislost, hodnoty 0,300 az do
0,700 jsou oznaceny jako stfedni zavislost. Hodnoty 0,700 a vy3si by se oznac¢ovaly jako
vysokd zévislost, ale ta v tomto pifpadé nebyla dosazena.

Vysledky a diskuse

Vysledky jsou limitované nasledujicimi skute¢nostmi. Vyzkum byl provadén
ve velkoobchodni siti, kterd v dobé vyzkumu rychle rostla a v podniku se neustale
tvoiily nové i vyssi pozice. Na rozdil od jinych spole¢nosti nebyl pocet vyssich pozic
omezen. Naopak, jiz pfi pfijimani nového zaméstnance byl pii pohovoru vitan potencial
pro moznost prace na vyssi pozici v budoucnu.

Tabulka 1 Cetnosti povysent dle véku

vék/povyseni nepfijat | nepovysSen | povysSen | povySovan soucty
do 25 let 17 11 9 17 54
25 az 30 let 17 25 25 13 80
vice nez 30 let 27 21 5 1 54
celkem 61 57 39 31 188

Zdroj: Vlastni zpracovini
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Tabulka 1a Statistika povysent dle véku

Chi-kvadrat sV P
Pearsonuv chi-kvadrat 33,831 df=6 p=0,00001
Cramérovo V 0,300

Zdroj: Vlastni zpracovini

H_: PovySeni neni zévislé na véku.

P »

Ho se zamita.

V=0,300 stfedni zavislost

Mezi povysenim a vékem existuje stfedni zavislost.

Sance na piijeti uchaze¢ mezi 25 az 30 lety byly nejvyssi, pouze 21,3%
nepfijatych, vici 31,5% nepiijatych uchaze¢t do 25 let. Uchazedi ve véku mezi 25 az
30 lety jsou na vystupnich hodnotach rozloZeni nejrovnomérnéji ze vsech tif kategorii.
Uchazeci do 25 let byli diky své houZzevnatosti nej¢astéji povysovéani a to v 31,5%
proti 16,3% uchaze¢ti v kategorii 25 az 30 let. Toto zjisténi povaZzuje autor za jedno z
nejvétsich piekvapeni, které vyzkum piinasi. Uchazeci starsi 30 let méli pouze 50%
Sanci na piijeti a i v pfipadé piijeti obvykle nebyli povyseni a to 38,9% uchazect,
protoZe obtiznéji ptijimali ¢asté zmény v rychle rostouci spole¢nosti. Casto hledali
stalost vnitrofiremnich instituci, jak o nich hovo#i Wawrosz (2010) ale i ty se velmi ¢asto
ménily, aby se piizplisobily zménan vyvolavanym rychlym riistem spole¢nosti. Ménily
se smérnice, organiza¢ni struktura, CRM, napli prace i firemni kultura.

Tabulka 2 Cetnosti povysent dle pohlavi

pohlavi/povyseni nepfijat | nepovysSen | povysSen | povySovan soucty

muzi 52 41 33 29 155
Zeny 9 16 6 2 33
celkem 61 57 39 31 188

Zdroj: Vlastni zpracovini

Tabulka 2a  Statistika: povyjsent dle pohlavi

Chi-kvadrat sV P
Pearsonuv chi-kvadrat 7,453 df=3 p=0,05877
Cramérovo V 0,199

Zdroj: Vlastni zpracovini

H : Povyseni neni zavislé na pohlavi.

P>

Ho nelze zamitnout.

V=0,199 nizka zavislost

Mezi povysenim a pohlavim neexistuje vyznamna zavislost.
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Podle poméru nepfijatych uchazec¢t vici celkovému poctu uchazect je
zfejmé, Ze Sance na pfijeti podle pohlavi byly celkem vyrovnané, mirné ve prospéch
zen 27,3% vaci 33,5% nepiijatych muz. Kdyz se Zena osvédci v segmentu, kde je
pfevaha muzd, je to pro ni konkuren¢ni vyhoda. Nejvyssi pozice Zeny obsazovaly
0 néco obtizngji nez muzi, povySovani muzi byli z 18,7% a zeny z 6,1%. Nejvice zen
48,5% nebylo povysenych viici 26,5% muzh. Naopak $ance na jedno povyseni jsou
na povyseni vyssi empatii Zen, vic¢i svym podiizenym, nez muzt. Proto jsou také
disledky ve smyslu nepovyseni pro zeny vyssi.

Tabulka 3 Cetnosti povysent dle vzdélani

vzdélani/ neprijat | nepovysen povysen povysovan | soucty
povyseni
SS 58 49 30 26 163
VS 3 8 9 5 25
celkem 61 57 39 31 188
Zdroj: Vlastni zpracovini
Tabulka 3a  Statistika: povysent dle vzdeélini
Chi-kvadrat sv P
Pearsontv chi-kvadrat 7,192 df=3 p=0,06601
Cramérovo V 0,196

Zdroj: Vlastni zpracovini

Ho: Povyseni neni zévislé na vzdélani.

p>a0,05

H_ nelze zamitnout.

V=0,196 nizka zavislost

Mezi povysenim a vzdélanim neexistuje vyznamna zavislost.

Nejvétsi rozdil je v poméru nepfijatych uchazedt 35,6% se SS vzdélanim,
v 12% s VS vzdélanim. Uchazedi s VS vzdélanim v 36% byli povyseni na rozdil
od uchaze¢t se S5 vzdélanim, kde slo pouze o 18,4% uchaze¢t. Ovsem opakované
povysenych uchaze¢t bylo 16.6% se SS vzdélanim a 20% s VS vzdélanim, coz jsou
velmi podobné poméry a svédéi o tom, Ze k opakovanému povyseni neni VS vzdélani
nezbytné.

Tabulka 4 Cetnosti povyseni dle praxe v letech

praxe/povyseni nepfijat | nepovySen | povySen | povysSovan | soucty
do 2 let 41 24 9 7 81
2 roky a vice 20 33 30 24 107
celkem 61 57 39 31 188

Zdroj: Vlastni zpracovini
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Tabulka 4a Statistika povyseni dle praxe v letech

Chi-kvadrat sV P
Pearsonuv chi-kvadrat 26,186 df=3 p=0,00001
Cramérovo V 0,373

Zdroj: Vlastni zpracovini

H_: PovysSeni neni zavislé na praxi.

p<a0,05
Ho se zamita.

V=0,373 stfedni zavislost
Mezi povysenim a praxi existuje stiedni zévislost.

Uchazeci bez piedchozi praxe nebyli v 50,6% piijati proti 18,7% uchazeci s
praxi. Praxe je v podniku vniména jako osvédéeni pfedpoklad® pro praci, které ucinil
jiz nékdo jiny v jiném podniku. Uchazeci bez praxe jsou pro rychle rostouci podnik
méné perspektivni, coz ukazuji i ostatni cetnosti. 29,6% z nich nebylo viibec povyseno,
o1 pozici pouze 11,1% z nich proti 28% uchaze¢tim s praxi a o 2 pozice pouze 8,6% proti
22,4% uchaze¢lim s praxi.

Tabulka 5  Cetnosti povyseni dle 1Q

1Q/povyseni nepfijat | nepovysen povysen povysovan | soucty
do 120 49 42 28 23 142
120 a vice 12 15 11 8 46
celkem 61 57 39 31 188
Zdroj: Vlastni zpracovini
Tabulka 5a  Statistika: povyseni dle IQ
Chi-kvadrat sV P
Pearsonuv chi-kvadrat 1,189 df=3 p=0,75559
Cramérovo V 0,080

Zdroj: Vlastni zpracovini

H_: Povyseni neni zévislé na IQ.

P>

Ho nelze zamitnout.

V=0,080 nizka zavislost
Mezi povysenim a IQ neexistuje vyznamna zavislost.

Bylo potvrzeno, zZe na obchodnich pozicich ve velkoobchodni spole¢nosti
byli uchaze¢i povySovani bez ohledu na to, zda maji ¢i nemaji velmi vysoké IQ.
Opakované povysovani byli uchazeci s IQ do 120 v 16,2% a s IQ nad 120 v 17,4%. Z
toho lze usuzovat, Ze pro podnik je postacujici pro tyto pozice urcit pouze minimalni

hodnotu IQ.
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Tabulka 6 Cetnosti povysent dle pokrocilosti v procesu

pokrocilost/povyseni | nepfijat | nepovySen | povysen | povySovan | soudty

zacatecnici 45 21 18 9 93
pokrocili 16 36 21 22 95
celkem 61 57 39 31 188

Zdroj: Vlastni zpracovini

Tabulka 6a Statistika: povyjsent dle pokrocilosti v procesu

Chi-kvadrat sv P
Pearsontv chi-kvadrat 1,189 df=3 p=0,75559
Cramérovo V 0,080

Zdroj: Vlastni zpracovini

H_: Povyseni neni zéavislé na pokrocilosti v procesu.

Py

H, se zamita.

V=0,353 stfedni zavislost

Mezi povysenim a pokro¢ilosti v procesu existuje sttedni zavislost.

Obchodni proces byl rozlozen do deviti postupovych stavii a bylo stanoveno,
Ze uchazedi, ktefi byli identifikovani jako osoby, které jsou schopné obchodovat
maximélné na urovni tfettho postupového stavu, budou zafazeni do kategorie
zacate¢nici a uchazedi, ktefi jsou schopni obchodovat na trovni ¢tvrtého nebo vyssiho
stavu, budou zafazeni do kategorie pokro¢ili Jetdbek (2015). Zacéte¢nici nebyli piijati
v 48,4%, nepovysili v 22,6%, jednou povysili v 19,3% a opakované povysili v 9,7%.
Pokro¢ili nebyli ptijati v 16,8 %, nepovysili v 37,9%, jednou povysili v 22,1% a opakované
povysili v 23,2%. Obdobné rozdéluje zaméstnance Demeré (2015) do ¢tyi skupin, kde
v prvnich dvou skupinach jsou zaméstnanci ve “vycviku” a terpve nésledujici dvé
skupiy, postupové stavy, je kvalifikuji mezi pokro¢ilé, plnohodnotné ¢leny tymu.

Zaveér

V rychle rostoucim podniku dochdzazi k ¢astym institucionalnim zménam
Wawrosz (2010) pravidel a zvyklosti, které posouvaji uchazece do vyssich postupovych
stavi. Uplatiuji se role modelovani (Whitmore, 2009, Wheeler, 2011), u¢enim se
zku$enostmi a samoregulaci (Gro, 2011), ale i vzdjemné ovliviiovani a dostdvani vice
informaci od svého nadfizeného (Wheeler, 2011). Zavedené instituce jsou v souvislosti
se zménami vlivem rychle rostouciho podniku také upravovany, ménény Jefabek
(2013), aby odpovidaly aktualnim procestim v podniku a umoziiovaly zaméstnanctim
dosahnout, v ramci jejich moznosti, co nejvyssiho postupu, povyseni. Pozitivni vliv
instituci je nejlépe patrny u uchazect do 25 let, ktefi byli povysovani v 31,5% proti
uchaze¢tm ve véku 25 az 30 let v 16,3% a uchaze¢tim nad 30 let pouze v 1,9%. Mezi
povysenim a vékem byla potvrzena stiedni zavislost.

Nejen pro posun v postupovych stavech, ale piedevsim kvuli ziskani
manazerskych dovednosti byly vyuzivany také instrumentalni nastroje jako e-learning,
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studium obchodni, manazerské a odborné literatury spojené s pfedmétem podnikani
podniku. Kdyz podnik dospél do situace, kdy zaméstnanci narazili na podnikovy strop
manazerskych dovednosti, jak o tom ve svém vyzkumu piSe také (Mukherjee, 2012),
podnik tento stav fesil rozsdhlym vzdélavanim v manazerskych dovednostech. Idealni
by bylo zapojit kouc¢ovani jako styl ¥izeni a vedouci ke zvyseni vykonu (Whitmore 2009,
Owen 2012, Atkinson 2007, Plaminek 2011, Datikova 2008). Koucovani je ale bohuzel
¢asové ndroc¢né, takze se jednalo pouze jednotlivé ptipady (Jetdbek, 2014).

Také instrumentalni néstroje se béhem rychlého riistu podniku ménily. Jejich
pfiznivy vliv se projevil na téméf odstranéni zdanlivého handicapu v rozdilu mezi
SS a VS vzdélani. Uchazedi se SS vzdélanim byli povy$ovani v 16% a uchazedi s VS
vzdélanim ve 20%.

Vnéjsi zmény do podniku ptinesli uchazeci ptichozi z venci. Podnik byl
ovlivitovan jejich zkuSenostmi z jinych podnikd. Jednalo se o zkusené manazery, ktefi
pfinesli do podniku nové myslenky a posunuli jej vpred. Byli identifikovani na zakladé
pokrocilosti ve znalosti obchodniho procesu a zafazeni do kategorie pokro¢ili. Tito
uchazeci byli povySovani v 23,2% a uchazeci zatazeni do kategorie zacate¢nici pouze
v 9,7%. Mezi pokrocilosti ve znalosti obchodniho procesu a povysenim byla potvrzena
dokonce rozsitil pole svého ptlisobeni (segmentové ¢i teritoridlné) a novy zameéstnanec,
ktery se dokdazal rychle a dobife pohybovat v prostfedi novych instituci, véetné firemni
kultury, ziskal pozici v prestiznim rychle rostoucim podniku.

Praxe je v podniku vnimana jako osvédéeni pfedpokladd pro préci,
které ucinil jiz nékdo jiny v jiném podniku. Uchazedi s praxi kratsi nez 2 roky byli
povysovani pouze v 8,6% proti uchaze¢tim s praxi 2 roky a vice, ktefi dosahli hodnoty
22,4%. Bylo potvrzeno, Zze na obchodnich pozicich ve velkoobchodni spole¢nosti byli
uchazeci povysovani bez ohledu na to, zda maji ¢i nemaji velmi vysoké IQ. Opakované
povysovani byli uchazeci s IQ do 120 v 16,2% a s IQ nad 120 v 17,4%. Z toho lze
usuzovat, Ze pro podnik je postacujici pro tyto pozice urcit pouze minimdlni hodnotu
1Q.

Vysledky davaji také zpétnou vazbu personalistovi. Podle poméru nepfijatych
uchazec¢t vici celkovému poctu uchazeci je ziejmé, Ze Sance na pfijeti podle pohlavi
byly celkem vyrovnané, mirné ve prospéch zen 27,3% viici 33,5% nepfijatych muz, coz
potvrzuje korektnost vybérového fizeni. Vysoké procento povySovanych uchazecii se
SS vzdélanim ukazuje na spravny vybér v jejich fadach. Vysoky pocet povysovanych
uchazec¢ti ve véku do 25 let, 31,5% potvrzuje, Ze neni tfeba mit obavy pfijimat mladé
uchazece.

Vyzkum zaméfeny na velkoobchodni spole¢nost, ktera se rychle rozviji a
nemd limity pro moznosti povysovani, maze byt omezujicim faktorem pfi srovnavani
s jinymi vykumy. V budoucnu bude pfedstavena ¢ast vyzkumu zaméfena na vystupni
hodnotu délka trvani pracovniho poméru.
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VALLALATOK INNOVACIOS TEVEKENYSEGE
INNOVATION ACTIVITY OF CORPORATIONS
Eniké KORCSMAROS - Erika SERES HUSZARIK

Kozgazdasagtudomanyi Tanszék, Gazdasagtudomanyi Kar, Selye Janos Egyetem

Absztrakt

A kis- és kozépvallalatok a gazdasdg jelentés alkotdelemét képzik, ezért
térsadalmi és gazdasagi szerepiil vitathatatlan. Az egyre inkabb el6térbe keriilé
fogyasztéorientalt magatartds mellett fokozatosan keriil egyre nagyobb mértékben
el6térbe a vallalatok innovaciés tevékenysége is. Jelen tanulmany elsédleges célja
feltérképezni a vallalati innovaciot eldsegit6 és gatlo tényezSket. A kutatas kérdéives
felmérés segitségével valosult meg.

Kulcs szavak: vdllalatok, innovdcid, innovdcids tevékenység

Abstract

Small and medium enterprises represent an important component of the
economy, therefore they have indisputable social and economic role. In addition
to the consumer-oriented behavior will increasingly come to the fore the innovation
activities of enterprises. The primary objective of this study is to map the factors that
promote or inhibit the innovation in company. We used the questionnaire survey
during our data collection.

Key words: enterprises, innovaton, innovation activities

JEL Classification: M10, M20, O39

Bevezetés

A Kkis- és kozépvallalkozasok életciklusdban nagyon fontos szerepet tolt
be az innovécié, Gjitds, mint tényezd. Az innovacié célja magasabb értéket nydjtani a
fogyasztok szamara. Egy jo vezet6 mar a véllalkozas inditasat megel6z6en megtervezi
a vallalkozés innovacios jovébeli lehetéségeit. A tanulmény elsédleges célja primer
adatgyfijtés segitségével feltérképezni a véllalatok innovacios tevékenységét befolya-
sol6 tényezéket. A definialt elsédleges cél elértése érdekében a témaval kapcsolatos
elméleti hattér megalapozasa sziikséges, melyhez hazai és kiilfoldi szakirodalom
attanulmanyozasat végeztiik el. A primer kutatashoz kérdéives felmérést hasznaltunk.
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A vizsgalt téma elméleti megalapozasa

A vizsgélt téma elméleti megalapozast kiilonb6z6 - a témaval kapcsolatos -
nézépontok, megéllapitasok és keretrendszerek tanulmanyozésaval végeztiik el.

A vallalkozas jellege

A vallalkozas fogalmdval a mindennapi életben gyakran taldlkozunk,
azonban ezen fogalom definidldsa nem egyszerti. A vallalkozas fogalmaval gyakran
osszekotik a céltudatos cselekvést a profit elérése érdekében. A vallalkozas fogalmat
ezen kiviil ismerteti még a tarsadalmi szektor is, amely agy tiinteti fel, mint egy non-
profit szervezetet, vagyis gazdasagi alanyok képesek a non-profit szféraban vallalko-
zési tevékenységet végezni (Majdichova, H. - Neumannovd, A.; 2014).

A vallalkozas magja a hajlandésdg, a merészség, valamint a felelGsség
atvétele a tarsadalmilag sziikséges értékek megteremtésére. Az igy létrehozott értékek
értékesitésébdl a vallalat nyereséget generdl, mely a vallalat fejlesztését tamogatja, s
ezaltal segiti a falvak, régiok és az allam fejl6dését is. Az tizleti folyamat az tigyfelek
igényeinek kielégitésével és a munkahelyek teremtésével hozzdjarul az élet minéségének
noveléséhez. A vallalkozasra valo elkotelezettség magaval hordozza a nyereség elérése
mellett annak készségét is, hogy a vallalat észrevegye piaci igényeket, tokéletesitse
a termékeit illetve szolgdltatdsait és lekiizdje a vallalkozo6i kornyezet akadalyait. A
vallalkozas jelent6sége a gazdasag és a tarsadalom fejlédése szempontjabdl egyarant
lényeges, hiszen a vallalatok az dllami koltségvetés fontos pénziigyi forrasat képezik
(Malach, A.; 2005).

A. Chodasovéd szerint a vallalkozds alapveté jellemz6i a gazdasagi
autondémia és jogi alanyként valé meghatarozas. A gazdasagi fiiggetlenség a vallalat
piacra lépésénél nyilvanul meg. A jogi személyeket a Kereskedelmi Torvénykonyv és a
Kisvallalkozéi torvény jogszabalyilag definidlja (Chodasovd, A. - Bujnova, D.; 2008).

A vallalatok éltalaban a mennyiségi és a mindségi kritériumok alapjan
csoportosithatok, azonban a vallalatok nagysdgénak objektiv megitéléséhez a szak-
irodalom e két csoportositdsi kritérium kombindcidjat javasolja. A leggyakrabban
hasznalt mennyiségi kritériumok ko6zé soroljuk az alkalmazotti létszamot, a
forgalmat, a nyereséget, a vallalati vagyont illetve a t6két. A mennyiségi kritériumok
osszekapesolddnak a mindségi kritériumokkal, amelyek kozé sorolhatok a szervezeti
felépités, a vallalat elhelyezkedése, a cég piaci pozicidja és sok mas. Ezek a szempontok
kozre jatszanak a gazdasagi szereplSk felosztdsanal, ugyanis ez alapjan csoporto-
sithatok a vallalatok kis-, kozép- és nagy véllalatokra.

A kis- és kozépvallalatok csoportositdsdval és torvényi alapjanak meg-
alkotasaval kapcsolatban meghatarozé az 1971-ben sziiletett tgynevezett Boltoni
jelentés, amely megvaltoztatta a kis- és kozépvillalatokhoz val6 hozzaéllast, ugyanis
a kis- és kozépvallalatok tradiciéjanak feldjitasat helyezte el6térbe. A Boltoni jelentés
alapjan 3 alapvet6 kritériumot fektettek le a vallalatokrdl, ill. vallalkozokrdl és
vallalkozasokrdl. Az els6 kritérium kimondja, hogy a kis- és kozépvallalatoknak
viszonylag kis résziik van a piacon és gyakorlatilag nem tudjik semmilyen
modszerrel nagymértékben befolydsolni a piacot. A mésodik ismérv szerint a kis-
és kozépvillalatokat tulajdonosok iranyitjdk, azaz vallalkozok, a tulajdonosok
csaladtagjai, ill. tarstulajdonosok, és nem kozvetve a formdlis menedzsmenti struk-
tara. Az utols6 meghatarozas szerint a kis- és kozépvallalatok fiiggetlen véllalatok
és nem egy nagyobb véllalat részei (Strazovska, L’.; 2007, Chikan, A.; 2004).
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A kis- és kozépvallalatok jelentéségét Szlovakidn 1989-ben a gazdasagi
atalakulas utdn kezdték fontoléra venni, amikor a privatizacié els6 hullimaban az
allami vallalatok kezdtek megsztinni. A kis- és kozépvdllalkozdsoknak rugalmasan
kell reagalni a piaci valtozdsokra. E képességiiknek koszonhetSen gyakran jutnak
versenyel6nyhodz (Chodasova, A. - Bujnova, D.; 2008).

Az elényei kozé tartozik, hogy az alkalmazottaik sokkal céltudatosabbak,
mintanagyvallalatoké. Tovabba elmondhat6 még, hogy a kis-és kozépvallalatok elényei
kozé sorolhat6 a flexibilitas, tehat képesek gyorsan alkalmazkodni a piaci feltételek
valtozasaihoz. Az egyszeri a szervezeti felépitésbsl adodik, hogy személyesebb
kapcsolatot tud teremteni a véllalat vezetése az alkalmazottaival. Tovabba az els-
nyok kozé sorolhatjuk még azt, hogy a kis-és kozépvdllalatok viszonylag alacsony
befektetési koltséggel munkahelyeket tudnak teremteni (Srpova, J. - Rehot, V.; 2010).

Altaldnosan érvényes, hogy a kis-és kozépvallalatok elényei az adott
régidban visszatiikrozédnek, ugyanis a tulajdonosok a sajat tékéjiiket fektetik be
ezekbe a véllalatokba és ebbdl profitidlnak, hiszen igy nagymértékben hozzajarulnak
az régio fellendiiléséhez.

A kis- és kozépvallalatok hatranyait két okra vezethetSk vissza, ill. a
vallalat két tertiletével kapcsolatosan jelentkeznek. Ez a két ok / tertilet a termelés
és az értékesités. A termelés a kis- és kozépvallalatok esetében a termelés bévitésére
iranyul6 jellemz&en alacsony koncentraciéban valamint a kevés lehetéségben nyil-
vanul meg, s ezért nem tudjak a sziikséges alapanyagokat és félkész termékeket olyan
kedvezménnyel megvasarolni, mint a nagyvéllalatok. Ezzel tsszefiigg az a tény is,
hogy nem tudnak megvalésitani nagyobb befektetéseket, ugyanis nagyon nehezen
jutnak idegen t6kéhez és korlatozott lehetdségeik vannak a tovédbbi fejlédésre. A
valésag az, hogy a kis-és kozépvallalatok az értékesités teriiletén nem rendelkeznek
elegend6 pénziigyi forrassal rekldmra és termékpromociora, ezt tiikrozi a tény is,
hogy nehezebben tudjidk befolyasolni az tigyfeleiket (Chodasovd, A. - Bujnova, D.:
2008) (Mura, L. - Buleca, ].:2012).

A Kkis és kozépvallalatokat az innovacié hordozoéiként tartjdk nyilvén, s ezt
5 tényez6vel (okkal) tdmaszthatok ala. Az elsé indok, miszerint a szervezeti funkcié
nagyobb teret biztosit az egyéni kezdeményezésnek. A masodik indok szerint az
innovacio feltétele a piacon maradédsnak. Ezt koveti az az érv, hogy a menedzserek a
kis vallalatokban jobban érdekeltek a technolégiai innovacié végrehajtasaban, mint a
nagyvéllalatokban. Az utolsé el6tti indok szerint a nagyvallalatok szdmara a gyakori
innovacié akdr hatrany is lehet. Emlitésre mélt6 tovabba, hogy amig a nagyvallalatok-
ban a kutatds és fejlesztés teriiletén dolgozoknak lehetSségiik van specializalodni,
addig a kis vaéllalatokndl univerzdlisabbak a dolgozék (Chodasova, A. - Bujnova,
D.:2008)(Dobai Korcsmaros, E.:2012).

A szakirodalom megkiilonbozteti az innovaciét és az innovativ
vallalkozasokat. Az innovaci6é az tizleti otletek forrasat jelenti, mig az innovativ
vallalkozasok a magas nyereség elérését célozzak meg. Mindkett$ célja a fogyasztok
igényeinek és sziikségleteinek a maximadlis kielégitése (Bartes, 2008)( Byungkryu, K. -
Soogwan, D.:2014).

A mai vallalatok allandé nyomads alatt vannak, hogy folyamatosan meg
tudjdk Gjitani termékeiket és szolgaltatasaikat. A gazdasigi lanc minden tagjanak
attekintésének kéne lennie az egész innovacids folyamatrol, és értenie kéne a folyamat
jellegét (Drucker, 2002).
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Az innovaci6 a véllalat talélésének kulcsfontossagt folyamata. Ezt a

folyamatot 5 fazisra tudjuk felosztani:

1.  Fazis - a kiils6 és bels6 kornyezet folyamatos figyelésével lehet6ségeket kerestink;

2. Fdzis - dontés sziiletik arrél, hogy melyik lehet6séget lehet kihasznélni a szer-
vezeti stratégiaval 6sszhangban;

3. Fazis - az Gj gondolatok bevezetése a vallalatba vagy a piacra, a kivitelezés
folyamata és a kezdeti nehézségek iranyitasa;

4.  Fazis - visszajelzés a kiilonb6z6 innovaciés ciklusokbél, ezzel javitva az inno-
vacios folyamat irdnyitdsat;

5. Fazis - a véllalati fejlédés és novekedés valamint az innovacié bevezetése a
szervezeti folyamatokba (Drucker, 2002; Pitra,2006).

Az innovaci6 radikdlis valtozast jelenthet a gyartasi technoldgiaikban. Az
innovacié nem mindig egyértelmd folyamat. Mindig bizonyos id6be telik, mig az
innovacié egy meglév$ vallalkozas részévé valik. A megvalésitott innovacié nem
csak egy termelési agazatban valésul meg, hanem az egész gazdasagban valtozasokat
okoz. Az innovaciés folyamat eltéré intenzitdsa lehet, ezéltal hosszabb idszakot is
befolyésolhat (Ivanic¢ka a kol., 2014).

Az innovécié lényegét elméleti szinten Rogers gy hatdrozza meg, mint
otletet, gyakorlatot vagy targyat, melyet a személy vagy mads felhaszndl6 djitasként
értékeli. Az adaptacié gyorsasdgat az innovacié jellemz6i hatarozzak meg. Azt
figyelembe véve, hogy milyen tulajdonsagaik vannak a potencidlis adaptaloknak, a
kovetkez6 kategoriakba sorolhatjuk Sket:

1. arelativ el6ny - arra vonatkozik, hogy mi az Gjabb termékben jobb, ami feliilmilja
az el6z6t;

2. a kompatibilitas - megmutatja, hogy semmilyen innovacié6 nem lehet sikeres,
ha nem veszi figyelembe a felhasznalok értékeit és igényeit;

3. a komplexitas - bemutatja az innovaci6 hasznalatit és nehézségi fokanak
megértését a felhaszndloknak;

4.  az oszthatésag - értelmezni tgy kell, mint a fogyaszt6é képességét. Az innovéciot
le kell tesztelni, miel6tt gy dontenek, hogy elfogadjidk vagy sem.

5. a megfigyelhetéség - azt fejezi ki, hogy az innovéacié eredményei mennyire
egyértelmtiek és atlathatéak. A megfigyelhet6ség intenzitidsa és gyorsasdga
egyenesen aranyosak. Ezeket a kategoéridkat az alapjan kell vizsgalni, hogy mit
szeretnének a potencidlis fogyasztok. Megtorténhet, hogy az alkalmazott eljaras
egyszer(ibb és hatékonyabb, mint az el6z6 formaja, de a potencialis felhaszna-
16k szempontjabdl ez nem is annyira egyértelmt (Rogers, 1976).

Az adaptécié intenzitdsiat Rogers 5 alapvet6 csoportba sorolta, a csoporto-
kat kiilon elnevezte, szazalékkal értékelte és jellemezte 6ket. Mindezeken tal altala-
nosan megfogalmazta, hogy melyek az alapvet$ kiilonbségek a gyors és késleltetett
fogyasztok kozott. Azok szamitanak Gjitonak, akik viszonylag rovid id6 alatt fogadjak
el az innovaciot. Ez a csoport az dsszes felhasznalé 2,5%-at teszi ki. Az Gjitok képzettek
és van batorsaguk kockaztatni. Képesek kezelni és megérteni az innovacié
bizonytalansagat. Oket kovetik a gyors befogadck, akik a felhasznalok 13,5%-at képezik.
Jellemzé rajuk, hogy az adott tarsadalmi rendszerben jelentds véleményiik van. A
kovetkez6 csoport a gyors tobbség, amely a felhasznalok 34%-at képviseli. A csoport
tagjai ritkan alkotnak domindns véleményt, de integrdlédtak a rendszerbe. Jellemz6
rajuk, hogy alaposan és megfontoltan dontenek, ezért az 6 esetiikben adaptécios
folyamat hosszabb id6t vesz igénybe. Majd a késleltetett tobbség kovetkezik, akik
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szinttgy 34 %-at alkotjék a felhasznaloknak. E csoport esetében az adaptacié gazdasagi
sziikségszerliségbdl ered. A csoport tagjai dvatosak, koriiltekintéek és szkeptikusak.
Végiil 16%-kal az elkésett felhasznalok tartoznak az utolsé kategoridba. E csoport tagjai
nagyon konzervativak és bizalmatlanok a valtozassal és az innovéaciéval szemben.
Elmondhaté, hogy a gyors befogadok atlagban magasabban iskoldzottabbak, nagyobb
jovedelemmel és magasabb tdrsadalmi stitusszal rendelkeznek. Emellett kevésbé
ragaszkodnak a hagyomanyos értékekhez és racionalisan gondolkodnak (Khor-Mars,
2006).

Az innovécios folyamat tipusai és fazisai a magéan és az allami szektorban
egyarant léteznek. Schumpeter tigy gondolta, hogy az innovacié szorosan kapcsolédik
a vdllalati tevékenységhez. Az tizleti tevékenység megfigyelhet$ a profitszerzésben,
de a versenyképes kornyezetben tett eréfeszitésekben is. Az innovacié megfigyelhet6
a maganszektorban, valamint a kdzszféraban is. A maganszektorban az innovéacié
célja, hogy biztositsa a versenyképességet a piacon (Hartley, 2005). A kozszféraban
az innovacié létrehozasa kapcsolatban van a gazdasagi hatékonysag szempontjabdl
a nyilvanos értékek képzésével, valamint a kozszolgaltatdsok nyujtdsanak mingsé-
gében és atlathatosagaban (Hartley, 2005).

A versenyképességgel kapcsolatban kulcsfontossagii szerepe van az
innovativ vallalatoknak. Ezen véllalatok gyakran szamitanak uttoréknek az gj
technolégidk alkalmazasaban, Osztonzik a keresletet, piacokat teremtenek és fel-
gyorsitjdk a versenyt. A kis- és kozépvallalatok kompetenciai kozé tartozik a tudds
alkalmazésa, valamint a meglévé kapacitasok gyors és hatékony felhasznélasa,
mellyel kereskedelmi szolgaltatasok létrejottét idézik el6 A stratégiai megfontolasnak
ebben az sszefiiggésben a vallalatiranyitds a feladata, azonban a stratégiai irdnyitds
innovécidjanak elénye a kis-és kozépvallalatokndl jelentdsen visszaeshet, amennyiben
egyid6ben nincs biztositva a hatékony operativ irdnyitas is. A stratégiai menedzsment
dont a konfiguraciérdl és integraciorol a vallalati tevékenységben, az operativ
menedzsment pedig ezeket valdsitja meg a lehet6 leghatékonyabb médon (Spielkamp,
Rammer, 2006).

A sikeres innovéci6 lebonyolitdsara a vallalatoknak jol szervezett szervezeti
struktaraval kell rendelkezniiik. Az innovaciés folyamathoz kapcsol6dé szerepléknek
és tevékenységeknek rendkiviil fontos jelentdsége van. A dinamikus kornyezetben a
cégek szamdra kihivast jelent az egyensily fenntartasa az addig megszokott médsze-
rek és a ratermettség kozott. Az egyes feladatokat szabalyozni kell az alkalmazottak
szamara, hogy a vallalat konnyen és gyorsan tudjon reagdalni a piac kihivasaira és
fejlédésére. A kiilonboz6 véllalati forrasok, amelyek bizonyos optimdlis feltételek
mellett miikodnek, értéktobbletet alkotnak a fejlédés és a véllalati kapcsolatok kozott.
Az innovaciés menedzsmentnek elsédleges funkcidja Osszekapcsolni az emberek
tudasat a véllalat kiilonboz6 funkciondlis teriileteivel (Spielkam, Rammer, 2006).

A kutatas célja és modszertana

Kutatdsunk elsédleges célja feltérképezni a kis- és kozépvallalatok korében,
hogy melyek azok a tényez6k, melyek befolydssal birnak a vizsgalt vallalatok
innovacids tevékenységére, segitik vagy esetleg gatoljak azt. Célunk elérése érdekében
primer adatgytjtést valasztottunk online kérdéives felmérés formajaban. Kutatasunk
jellege alapjan leiro, egyszeri tn. keresztmetszeti kutatast végeztiink, hiszen az adatok
egyszeri alkalommal vett mintdn alapulnak. A felmérésben 454 szlovakiai kis- és
kozépvallalat vett részt 13 kertiletet képviselve. A felmérés soran szerzett adatokat
SPSS program segitségével elemeztiik.
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Az innovaciét segit6 és gatlo tényezdk megitélése

A viéllalatok innovécios tevékenységével foglalkoz6 szakirodalom attanul-
manyozasat kovetben azonositottunk tiz tényez6t, melyek szakirodalom alapjan
jelent6s befolyassal birhatnak a vallalatok innovécids tevékenységére. Kutatasunk
sordn megvizsgéltuk, hogy a tiz altalunk felsorolt tényez6 koziil, a megkérdezettek
véleménye szerint, melyek segitik, illetve gatoljak az innovativ vallalati tevékenysé-
geket. A befolyésol6 tényez6k megitélésének megoszlasat az 1-es tablazat tartalmazza.

1. tablazat: Az innovdciot segitd, illetve gdtlo tényezdk megitélése

Rangsor | Innovacidra hato tényezdk Atlag Moédusz | Szoras
1 Ugyfélkapcsolat 3,89 4 0,939
2 Beszallitokkal valé egytittmtikodés 3,73 4 1,095
3 A véllalat vezetésének tamogatédsa 3,65 4 1,072
4 Ugyfelek igényei 3,53 3 1,057
5 Motivacios rendszer 3,42 3 1,131
6 Miikod6 munkacsoportok 3,40 3 1,098
7 K+F, termelés és marketing egyiittmtikodése | 3,39 3 1,156
8 Villalati struktira 3,30 3 0,948
9 Alacsony sajat innovacios készség 2,96 3 0,889
10 Adozas, torvények, elGirdsok 2,11 1 1,096

Forrds: sajit szerkesztés

Az Likert-skalds kérdésre adott valaszok atlagai alapjan megallapithatjuk,
hogy a véllalatok véleménye alapjén az tigyfelekkel val6é kapcsolatok, valamint a
beszallitokkal valo egytittmtikodés segiti leginkdbb az innovaciés tevékenységiiket.
Leszogezhetjiik tehédt, hogy a vallalat érintettjei nagy befolydsolé szereppel birnak
egy-egy innovativ tevékenység megvaldsulasa soran. A megkérdezettek inkdbb
fontosnak itélik meg tovabbé a vallalat vezet6inek innovaciét tdimogaté hozzaéllasat.
Kozepesen fontosnak tartjdk a véllalatok a vevéi igényeknek, a motivaciés rendszernek,
a munkacsoportoknak, a K+F tevékenységeknek, valamint a vallalat struktarajanak
az innovaciéra gyakorolt hatdsit. Az innovaciét inkabb gétlé, mint segit6 tényezék
csoportjaba csak az alacsony innovaciés potenciél, valamint az adézés, térvények és
el6irasok faktorok kertiltek. A mérésre hasznalt tiz tényez6 szérdsa minden esetben
egy koriili értéket mutat, amibsl arra kovetkeztethetiink, hogy a kutatdsban részt
vev( vallalatok kozel egységes véleményt alkottak az innovaciot segit6, illetve gatlo
tényez6k megitélése soran.

A vizsgalt tényez6k korrelacios elemzése
Az egyvaltozés elemzést kovetSen megvizsgédltuk, hogy az innovéciét
gétlo, illetve segité tényezSk kozott felfedezheté-e kapcsolat. Ehhez korrelaciés

elemzést hasznéltuk, amely megmutatja két-két valtozé kozti kapcsolatot. A
kapcsolat szorossagat a Pearson-féle korrelaciés egyiitthaté segitségével elemeztiik,
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hogy kideriiljon, milyen szoros linearis kapcsolat all fenn a valtozok kozott. El¢szor
Boxplot segitségével azonositottuk a lehetséges kiugré adatokat, majd lefuttattuk a
korrelacidoszamitast. A korreldcio legaldbb egy szdzalékos szignifikanciaszint mellett
minden esetben elfogadhato.

A kiugré6 valaszokat ad¢ vallalatok kizarasat kovetSen 362 vallalat adatait
elemeztiik tovabb, tehat 92 valaszadot kellet kizarnunk a mintabol. A korrelacio
lefuttatdsat kovet6 eredményeket a 2. tablazatban foglaltuk ossze.

2. tabldzat: Az innovdcidt segitd, illetve gatlo tényezdk kozti korreldcids kapcsolat

a A . A Pearson-féle "

Viltozo 1. Viltoz6 2. Korrelacié Szign. N

Alacsony sajat innovacios készség Adoézas, torvények, eléirasok 0,245 0,001 362

Alacsony sajat innovacios készség Ugyfélkapcsolat -0,200 0,007 362

. . ) Beszallitokkal valo

Ugyfelek igényei egytittmikodés 0,309 0,000 362

- . . K+F, termelés és marketing

Ugyfelek igényei egytittmikodése 0,245 0,001 362

Vallalati struktira A vllalat vezetésenek 0270 0000 | 362

tamogatasa

Vallalati struktira Beszallitokkal valo 0213 0004 | 362
egytittmikodés

A vallalat vezetésének timogatasa Beszé}liték”k al V,a 1o 0,499 0,000 362
egyiittmikodés

A vallalat vezetésének tamogatasa Miik6d6 munkacsoportok 0,249 0,001 362

A vallalat vezetésének tamogatasa K+F, tern}elés”é s“mai\rketing 0,257 0,000 362
egyiittmikodése

A vallalat vezetésének tamogatasa Ugyfélkapcsolat 0,267 0,000 362

Beszallitokkal valé egyiittmtikodés Miikéd6 munkacsoportok 0,395 0,000 362

Beszallitokkal val6 egyiittmikodés K#F, termelés és marketing 0,219 0001 | 362
egyiittmiikodése

Beszallitokkal valé egyiittmiikodés Motivacios rendszer 0,229 0,002 362

Beszallitokkal valé egyiittmtikodés Ugyfélkapcsolat 0,300 0,000 362

Miiksdé munkacsoportok K+F, termelés és marketing 0,307 0000 | 362
egytittmiikodése

Miik6d6 munkacsoportok Motivacios rendszer 0,283 0,000 362

Miikéd6é munkacsoportok Ugyfélkapcsolat 0,355 0,000 362

KAF, termelés és marketing Motiviciés rendszer 0,373 0000 | 362

egyiittmiikodése

K+F, termelés és marketing o f

egytittmikodése Ugyfélkapcsolat 0,203 0,006 362

Motivacios rendszer Ugyfélkapcsolat 0,390 0,000 362

Forras: sajit szerkesztés

A Perason-féle korreléciés egytitthat6 értékei egy szazalékos szignifikancia
szint mellett egy kivételtsl eltekintve 0,2 és 0,5 kozotti értéket vettek fel, mely
kozepesen pozitiv kapcsolatra utal a véltozok kozott. Kozepesen gyenge negativ
kapcsolat fedezhet6 fel az alacsony innovéciés potencial, valamint az tigyfelekkel valé
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kapcsolattartds kozott. A vizsgalat alapjan megallapithatjuk tehat, hogy a vallalatok
alacsony innovécids potencidlja korrelal az adok, torvények, el6irasok okozta aka-
dalyozo tényezdékkel (r=0,245). Szignifikdns kapcsolat fedezhetd fel tovabba a
beszéllitokkal valo kapcsolat, illetve a véllalati strukttra, a véllalatvezetés tdmogatésa,
a miikodé munkacsoportok, a K+F tevékenységek, a motivacios rendszerek, illetve
az tugyfelekkel val6é kapcsolatok kozott. Kijelenthetjiik tehat, hogy az innovaciés
tevékenység sordn a véllalatoknak nagy figyelmet kell szentelniiik a beszallitokkal
valé pozitiv kapcsolatok kiépitésére, hiszen szdmos mads vallalati teriilet miiko-
désére gyakorolhat hatdst a kapcsolat milyensége. A vallalat vezetésének tamogatd
hozzéallasa szintén jelent6s mértékdi befolyést tud gyakorolni az innovéacids tevé-
kenység alakuldséra. Szignifikdns kapcsolatot mutat a véllalat motivaciés rendszere,
illetve a munkacsoportok miikodése, valamint a K+F tevékenység is, melyek mind
hatéssal lehetnek az tigyfelekkel val6 kapcsolatok alakulasara.

Befejezés

Kérdéives felmérésiink alapjan a vizsgalatban részt vett véllalatok véle-
ménye szerint megéllapithatd, hogy a véllalat érintettjei nagy befolyasol6 szereppel
birnak egy-egy innovativ tevékenység megvaldsuldsa soran. A vallalat tigyfelei, ill.
beszéllit6i hatdst gyakorolnak a vallalatra és forditva. A kolcson kapcsolat szamos
kiilonboz6 tipust djitast eredményezhet, mely mindkét fél szdmara pozitivumként
konyvelhet6 el. Az innovaciét inkdbb gatld, mint segité tényez6k csoportjaba az
alacsony innovaciés potencidl, valamint az adézas, torvények és el6irasok faktorok
kertiltek. Rendkiviil fontos, hogy a véllalat vezetése fogékony legyen az wjitasokra,
hiszen e nélkiil a véllalaton beliili innovacié6 megvaldsitasa szinte elképzelhetetlen.
A makro kornyezeti tényezSkre (adézas, torvények, el6irdsok) a vallalat nem bir
befolyéssal. Szdmos egyéb a vallalatok korében végzett felmérés is igazolja, hogy az
ad6zas, a torvények és el6irasok bonyolult rendszere a véllalatok mtikodését dltalanosan
is megneheziti, s nincs ez masként a vallalatok innovaciés tevékenységére kifejtett
hatéssal kapcsolatban sem. Az innovécids tevékenység soran a vallalatoknak nagy
figyelmet kell szentelniiik a beszallitokkal valé pozitiv kapcsolatok kiépitésére, hiszen
szamos mas vallalati tertilet miikodésére gyakorolhat hatdst a kapcsolat milyensége.

Koszonet
A tanulmany a Selye Janos Egyetem Gazdasagtudomanyi Karan fut6 VEGA

1/0381/13 , Az iizleti halozat innovdcids potencidljinak értékelése megalakuldsuk korai
szakaszdban” elnevezésii kutatasi projekt kimenetét képezi.
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THE EMPIRICAL INVESTIGATION OF MERGERS AND
ACQUISITIONS IN HUNGARY

A MAGYARORSZAGI FUZIOK ES FELVASARLASOK
EMPIRIKUS ELEMZESE
Laszl6 Zoltan KUCSEBER

Doctoral School of Regional- and Economic Sciences, Széchenyi Istvan University

Abstract

A tanulmanyom fékuszaban a magyarorszagi faziok és felvasarlasok
(Mergers and Acquisitions = M&A) éllnak. A Kkit(izott célom az, hogy elemezzem
az 1997 - 2014 kozotti idészakban létrejott, a Gazdasdgi Versenyhivatal (GVH) altal
engedélykoteles 743 M&A tranzakciot. A kutatdsom felvleli az agazati, a tulajdonosi
jellemz6k és a céltarsasagokban megvdsdarolt részesedések vizsgélatat. A vizsgélati
szempontok kozotti dsszefliggéseket tobbvéltozos statisztikai elemzéssel tarom fel.
Az eredmények azt mutatjdk, hogy Magyarorszag a kiilfoldi befekteték korében
kedvelt célorszag volt 1997 - 2014 kozott. Ezt alatamasztja az a tény, hogy a felvasarlo
vallalkozasok kétharmada kiilf6ldi tulajdont volt, és a felvasarlé vallalatok tobbségi
részesedést szereztek a céltarsasagokban. Az &gazati jellemzdék szerint a legtobb
M&A tranzakci6 a feldolgozoéiparban, a kereskedelem és a logisztika agazatban jott
létre.

Key words: Magyar fiiziok és feldsdrldsok, Magyar M&A gazdasdgtirténet, tulajdonosi és
agazati jellemzék

Abstract

In my study I analyse the Hungarian mergers and acquisitions (abbrev.
M&As). The aim of my study is to analyse 743 M&A transactions, which required
permission from the Hungarian Competition Authority (HCA) between 1997 and
2014. I invesitgate the sectoral, the ownership features and the acquired shares. I also
analyse the connection between the different features with statistical investigations. I
can state that Hungary was a preferred investment target between 1997 — 2014: more
than two thirds of the acquirers were foreign companies and the acquirer firms bought
significant shares in the target companies on average. I also examined the sector
features: The most M&A transactions occurred in manufacturing industry and in the
commerce and logistic sector.

Key words: Hungarian mergers&acquisitions, Hungarian M&A history, ownership and
sectoral features

JEL Classification: L 26, M16, M21
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Introduction

Nowadays, there are several reasons for the creation of M&As (In my study I
used the next abbreviations: transactions, M&As, and simply mergers or acquisitions.):
The sales revenue increase (Rahman - Lambkin, 2015), the economies of scale and scope,
management efficiency, desinvestigation from the industry (Whish, 2009). Copeland
and Weston (1992) mention the M&A like one of the most important factor in the
expansion of companies (Copeland — Weston, 1992). Katits (2010) considers the M&A
a type of crisis management of corporate (Katits, 2010). The M&A transactions have
disadvantages e.g.: one of the negative effect of M&A is the redundancies. Burghardt
and Helm (2015) investigated the role of the size of the acquirer and the target
company in a merger for employment growth. If the size of the target company is larger
than the acquirer firm in a new establishment firm, which created by merger, it has an
adverse effect on staff number of the new - merged - firm. A larger size of acquirer
firm has a beneficial effect on employment growth.

The M&As are investigated often by researcher. Ferreira et al (2014) examined
334 M&A study in 16 business journals in 1980-2010. In the number of papers there is an
upwards trend. The articles focused on 3 themes:

1.  Corporate partnership;

2. Performance;

3. Environmental modelling: governmental, social, and political influences

on strategy.

Since the change of the regime in 1989 not many studies have examined the
Hungarian M&As. Rechnitzer (1998) investigated the spatial features, Papp — Téth
(2006) analysed the use of resources of the acquirer. My goal is to analyse the Hungarian
M&As, as well, but in a more complex way: I investigate the market features, the
headquarters of companies and the acquired shares.

In my study I intend to answer the following questions:

- What are the distribution characteristics according to the headquarters
of acquisitors and target companies? How many target companies were acquired
and where were the headquarters?

- Did the horizontal, vertical, or conglomerate M&A transaction dominate
in the investigated period?

- In which sectors did the foregin and Hungarian acquisitors have the
most transactions in the investigated period?

- How much percentage of the shares and business shares of target
companies did acquisitors purchase?

In the first section of the study I overview the milestones of economic history
concerning Hungarian M&As. After the chronological overview I outline the M&A
tendencies in some of the Central-European countries in recent years. In the second
section I publish the data, the methods, and the empirical results.

In the next section of my study I review the economic history of Hungarian
M&As so that we could understand the characteristics of current M&As in Hungary.
In this overview I mention the biggest M&A transactions, as well.

In the history of M&A the literature differentiates “merger waves”.
Nowadays this is the fifth wave. In the case of Hungary there have not been any
Mé&A waves due to historical reasons, but the 5th M&A vawes between 1995 and 2002,
which was characterised by the high number of cross-border transactions (Kleinert —
Klodt, 2002), been appeared in Hungary, as well.
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I begin the review of the economic history of M&As from the Austro-
Hungarian Monarchy. During this period Hungary and Austria had joint Foreign
Ministry, Finance Ministry and Ministry of Defense, and they had customs union.
The Hungarian large banks possesed 17% of the Hungarian manufacturing stock
companies by the end of XIXth century, eg. at the begining of 1880s by the fusion
of 6 small mines the Northern-Hungarian Unified Coal Mine Stock Company was
created. The Hungarian General Bank acquired Ganz Factory, Danubius Ship Factory
and Schonichen-Hartmann Shipyard in 1897. One of the large banks, the Hungarian
General Bank had 63 important processing companies by 1914 (Berend, 1978). In
this period not only the companies, banks, but also the government carried out
acquisitions. The Hungarian state acquired the rail and vehicle factory of Belgian
Gillian E.E. and one other Swiss locomotive and carriages repair firm, through this
merging they created the Hungarian Royal State Railways Machinery and Carriage
Factory (Zsuppan, 2009). The creation of Hungarian State Railway Company took
place in 1894 when hundreds of smaller and larger private companies merged
(http:/ /www.mav.hu/mav/vasutrol.php, 2013). The machinery industry including
the State Iron Works, the MAVAG machine factory in Budapest, the Iron and Steel
Plant of Di6ésgy6r and iron factories of zélyombréz6 and Vajdahunyad, was organized
under one board of directors (Gergely, 2003).

In March 1919 the Soviet Republic was established in Hungary, whose
economic and state system followed the Soviet pattern. The Hungarian Soviet Republic
tried to eliminate the material shortages with the help of the fusion of firms and
technical cooperation. They merged the foundries in Budapest and nearby and there
were important fusions in the shoes industry, as well (Berend, 1978).

In the second half of the 1920s, after Czech and Austrian factories settled in
Hungary, American investors appeared in the industry of Hungary: General Electric
Co. acquired the Ganz Factory in 1929. Foreign capitalists possessed 28% of shares in
the industry. In the industry the concentration process was facilitated by the mergers
of small and medium-sized companies into large factories. In the machinery industry
the horizontal tranactions were typical, eg. General Electric, but vertical transactions
also occured (Kardos, 1998).

By the end of 1930s Germany had increasing influence on the Hungarian
economy. The German capital appeared mainly in the heavy industry, weapon industry
and in the aluminium industry (Kaposi, 2004). Follwing the conference in Jalta in 1945
Hungary became part of the Soviet sphere of influence. Between 1945 and 1949 heavy
industry, Hungarian National Bank, private financial institutions and finally the small
firms with 3-4 employees were nationalised (Kaposi, 2002).

In socialist era the foundations, divisions and mergers of companies fell
within the exclusive competence of the government. The rights and duties of the
merged and divided company were transferred to the chosen company (Civil Code
Chapter VL. of 1959). In the socialist era M&A meant a forced merger by the state and
not a merger influenced by market circumstances. To create a centralized direction
they introduced multiply level direction system with the ministries on the top, on the
middle level stood the industrial direction and on the lowest level were the factories
themselves (Honvéri, 2006). One of the most important fusions of the period was the
merger of engine section of Ikarus Vehicle Factory and the engine sector of Weiss
Manfréd Company in 1949, which resulted in founding the National Csepel Car
Factory (Zsuppan, 2009).
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After the revolution in 1956 the Central Comitee ordered again new fusions
of companies, with the results that the number of industrial companies fell from 1338
to 840 by 1965 (Honvaéri, 2006). The Ikarus Bus Factory in Székesfehérvar was formed
in this period (1963) (Zsuppan, 2009). In 1969 the new economics mechanism started.
As a result of this reform the mergers of companies continued and intensified in the
industry, therefore the already huge factory sizes became enormous (Gunst, 1996).

In Hungary after the regime change (1989) the privatization transactions
were a special form of M&As, in which the target companies were owned by the state.
Rechnitzer (1998) in his book of , A privatizicié regiondlis dsszefiiggései” (The regional
context of privatisation) reveals the spatial characteristics of Hungarian privatisations
between 1990 and 1997. His main results include the following points: Most acquirers
came from Germany, France, Austria and the USA. The foreign investors acquired
companies in the service, constuction, food and energy industry. The Hungarian
investors focused on the service sectors such as: financial, commercial and catering
and the occurence of Hungarian capital was also important in food industry and
construction. Among the regions the Cemtral-Hungarian region was dominant,
which was followed by Northern Transdanubian region with 26%. The Southern
Transdanubian region had the lowest share (Rechnitzer, 1998).

After the temporal review let us have a short outlook for the M&A
tendencies of several Central-European countries, which border Hungary: Romania,
Croatia, Slovakia and Serbia. The outlook makes it possible to compare my empirical
results.

In Romania 148 M&As occured in 2013 and the Romanian M&A market
reached 1.09 billion dollars, which is a 39% increase comparing with 2012. The most
active industries on the basis of sales volumen included processing industry (19 cases),
energy and mining (17 cases), and telecommunication and media (15 cases). The
majority of acquirers came from Poland, the United Kingdom, and Turkey (romania-
insider.com, 2014).

In Croatia the number of acquisitions fell from 52 in 2013 to 45 in 2014. Most
cases occured in services (11 cases), which was followed by the manufacturing and
telecoms & IT sector with 7 - 7 cases. In the third place we can find the finance &
insurance and the food & beverages sectors. The most important transaction was the
privatisation of ‘Istraturist Umag d.d.” in the services sector, which was acquired by
Plava Laguna d.d. (Croatia) for 120.1 million euro (Rodwell - Petriki¢, 2015).

In the M&A transactions in Slovakia very slight increase occured in recent
years: from 49 in 2013, to 58 in 2014, however, the overall value decreased from 2.767
million euro in 2012 to 472.5 million euro in 2014. Most transactions occured in the
manufacturing (11 cases) and in wholesale and retail trade (10 cases) sectors. The
biggest transactions considering the selling price was the acquisitions of Towercom as
by Macquarie Group Ltd. (Australia) for 199.1 million euro (Rodwell - Petriki¢, 2015).

In Serbia 2013 was characterised by increased investments mainly in three
areas: telecommunications, transportation and the energy sector. Regarding the TOP
10 transactions in 2013 the acquisitors came from different parts of the world: Serbia,
Russia, Slovenia, the USA, Canada, Hungary, the United Arab Emirates, Cyprus and
the Netherlands (Rodwell — Petriki¢, 2014). The number of M&As declined from 41 in
2013, to 25 in 2014 (Rodwell - Petriki¢, 2015).
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In the Table 1 we can see the values of cross-border M&As of Central-
European countries, which are neighbouring countries of Hungary. In case of each
country we can observe that the value of net sales is higher than the net purchases,
therefore the Central- European companies could not carry out almost any acquisitions
between 2006 and 2013, on the contrary the foreign capital flowed in the Central-
European countries between 2006 and 2009.

Table 1 The Value of Cross-border M&A in the Central-European Region (million USD)

Country Year 2006 | 2007 | 2008 | 2009 | 2010 | 2011 | 2012 | 2013
Net sales 2530 | 674 204 0 201 92 81 100
Croatia
Net 3 o | 2| 8 |3s| 0|0l s
purchases
Net sales 2337 | 721 | 1559|1853 | 213 | 1714 | 96 | -1108
Hun
BV Net sl 1 a0 |7 17| 7| o
purchases
Net sales 5324 | 1926 | 993 314 148 88 125 -45
Romania
Net 0 0 a4 | 7 |2a| 0| o0 0
purchases
Net sales 582 280 501 10 19 1340 2 9
Serbia
Net f 1808|860 | 7 |-17a| o | 51 | 1 0
purchases
Net sales 194 50 136 13 0 0 15 541
Slovakia
Net a2 o o oo | as|3] o
purchases

Source: United Nations Conference on Trade and Development (UNCTAD, 2014)
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Material and methods

I will analyse the period of 1997-2014 with the help of a database, which I
made myself. The decisions of Hungarian Competition Authority contain important
information concerning sector types, fines and so forth. I analysed these decisions and I
made a database from this information. Permit is required to M&A by HCA if net sales
of the concerned companies were over 15 billion HUF and there are minimum two
companies between the concerned companies, whose net sales were over 500 million
HUF in previous business year. The investigation refers to a period from 1997 until
2014, because the decisions are available only since 1997 on the homepage of HCA.

During the data collection there were several cases when the decision
did not contain enough information which I needed for the investigation (e.g. the
headquarter of the acquirer, sector types). In these cases I continued searches on the
homepage of the acquirer companies. In my study I also analyse the connection between
the different features with statistical investigations (e.g. cross-table analysis). In the
next part I publish the empirical results: the owner(ship) structure, the headquarters
ofacquirer and target companies, the sectoral characteristics and also the acquired
shares of M&As.

Results and debate

Now I present the results compiled from database analysis, which I made
myself. This is includes 743 Hungarian M&A transactions.

The Ownership Characteristics of Hungarian M&As

Firstly, I investigate the ownership structure of acquisitors. In Figure 2 you
can see the number of M&As which required permission of HCA according to the
ownership structure. From the 743 transactions 201 transactions were carried out by
Hungarian investors, 542 transactions by foreign investors. These characteristics are
similar to the European M&A activity, because in Europe the domestic transactions
decreased between 1995-2007 (Moschieri - Campa, 2013).

Figure 2 The M&A Transactions in Hungary
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The foreign acquisitors carried out acquisitions in 3 different ways:
1. by cross-border M&As (CBM&A);
2. by foreign subsidiaries;

3. through global mergers.

From the 743 M&A transactions 137 cases were CBM&A, in this case
a company operating abroad acquired a Hungarian company, for example UPS
International Inc. acquired the Hungarian CEMELOG Kozép-Eurépai Gyogyészati
Logisztikai Zrt. in 2013 (Decision Vj/38-13/2013. of HCA, 2013).

The acquisitions by foreign subsidiaries are a type of CBM&A, as well
(Krugman - Obstfeld, 2008). In this case foreig subsidiaries operating in Hungary
acquired one company operating in Hungary. These transactions have 29% share. The
Austrian-owned Europapier International AG acquired Budapest Papir Kft. in 2012
(Decision Vj-55/2012/42 of HCA, 2012).

The third type is the Global M&As. Global M&A means that 2 foreign
companies merge or one acquires the other, which also have subsidiaries in Hungary.
In this case these subsidiaries merge too, so HCA has to carry out a permission
procedure. In the examined period 184 global M&As occured. In the acquisitions of
Gustav Wahler GmbH und Co. KG by BorgWarner Europe GmbH the Hungarian
subsidiaries merged, as well. (Decision Vj/2-15/2014. of HCA, 2014).

Due to the high proportion of foreign acquisitors I analyse the distribution
of foreign companies and subsidiaries” headquarters. In the decisions of the Hungarian
Competition Authority the headquarters of foreign (and Hungarian) companies are
public. In 85% of cases the acquirers’ headquarters were in Europe. The following
countries have an outstanding share: Germany (27.1%), Austria (13.4%), France (12%),
and the Benelux-countries (12.3%). I compared the results with the period of 1990 and
1997. 1 did not find significant changes, because still the German, Austrian and French
acquisitions were dominant. It indicates that Hungary remained an attractive target
country for them.

In the investigated period 911 target companies were acquired. The number
of the acquired companies is higher than the the number of transactions because
there were 95 cases when more than one company were acquired in one competition
authority process. In 63 cases 2 companies were acquired at the same time. These 911
target companies operated in Hungary except for the target companies in the global
mergers. In Figure 3 we can see the headquarters of target companies in global mergers.
The value of Germany, USA, and Austria is outstanding. The acquirers” headquarters
were mostly in these countries.
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Figure 3
The Headquarters of Target Companies in Global Mergers (%)
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The M&A Market Features

There are different types of M&As: horizontal, vertical and conglomerate.
The horizontal M&A transaction occurs between 2 or more companies which are
competing against each other. The vertical mergers occurs between companies that
operate at different levels of the supply chain. In the case of conglomerate merger
companies belonging to different sectors merge (Bishop — Walker, 2009). The HCA
investigates the horizontal, vertical and conglomerate impacts, therefore on the basis
of decisions I could analyse the impacts of transactions, as well. In the international
literature we can find referencies to the dominance of horizontal transactions: The
number of the horizontal CBM&A stagnated at 45.1 and 51.5% between 1985 and
2005 (Brakman et al., 2006).

Similarly to the international data the biggest share of acquisitions in
Hungary was also horizontal (Figure 4.). The transaction was vertical in 8.7% of the
examined cases. The proportion of conglomerate M&As was only 14.1%. In the examined
period as many as 88 deals occurred with horizontal, vertical and conglomerate effects.
The high proportion of horizontal M&A can also indicate that in the investigated
period there might have been transactions aiming at market acquisitions.
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Figure 4
The Type of Hungarian M&As (%)
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I continue the analysis describing of sectoral features of Hungarian
M&As. 1 classified the transactions in 11 groups of Hungarian standard industrial
classification. I integrated these 11 groups into 6 groups, because 11 categories
would have been too many for statistical examination. As you can see on Figure 5
the processing industry sector has the biggest share in most years. In the recent years
the trade and logistics has the biggest share. The financial and estate sector has 14%
share on average. The least transactions occured in R&D sector. These sector features
show similarities to the ones (the sector features) of Hungarian privatizations and
also to the FDI flow in Hungary.

Figure 5
The sector type of Hungarian M&As between 1997- 2014 (%)
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In the Table 2 we can see which foreign firms and foreign subsidiaries
were the most active acquirers in the different sectors. The important results of the
investigation are the following;:

*  Nearly half of the Austrian M&A transactions were carried out in the financial-
estate sector.

* In the processing industry most investments came from the European Union,
especially from Germany, Benelux-states, and Italy.

*  In the trade sector the proportion of Germany is outstanding.

*  Inthe R+D sector 54.5% of acquirers were German firms.

Table 2 Crosstable of Sectors — Foreign Subsidiaries and Acquirers (%)

COUNTRY OF CB&MA AND FOREIGN SUBSIDIARIES
SECTORS Total
Austria | Benelux | France | Germany | Other EU | Other
within Sector 32.2 8.5 13.6 13.6 22.0 10.2 100,0
Fi ial-
within
estate 475 125 19.0 9.0 22.0 12.0 18,4
CBMA & F.S.
Other within Sector 8.6 224 121 224 19.0 15.5 100,0
(agriculture,
ithi
energy and CB;/[V; (;"F o| w3 325 167 146 186 180 | 181
mining) -
within Sector 5.0 18.3 11.7 41.7 15.0 8.3 100,0
Other
q within
EERVILE 7.5 27.5 16.7 28.1 153 10.0 18,8
CBMA & F.S.
within Sector 6.7 5.0 15.0 16.7 25.0 31.7 100,0
Processing
g within
industry 10.0 7.5 214 11.2 25.4 38.0 18,8
CBMA & F.S.
within Sector 3.0 3.0 9.1 54.5 18.2 121 100,0
R&D within
25 2.5 7.1 20.2 10.2 8.0 10,3
CBMA & F.S.
within Sector 16.0 14.0 16.0 30.0 10.0 14.0 100,0
Trade and
4- within
logistics 20.0 17.5 19.0 16.9 8.5 14.0 15,6
CBMA & F.S.
of Total 12,5 12.5 13.1 27.8 184 15.6 100.0

Source: Own calculation based on the software SPSS

As you can see in the Table 3 the results are significant, but the value of
Cramer’s V means that between the 2 variables the connection is very low (Table 4).
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Table 3 Chi-Square Tests

et Asymp. Sig.
Denomination Value df (2-sided)
I 74.137° 25 0.000
Square
Continuity
Correction
Likelihood Ratio 70.348 25 0.000
Lmear-by-l:mear 0.614 1 433
Association
N of Valid Cases 329

3 cells (8,3%) have expected count less than 5. The minimum expected count is 4,01

Source: Own calculation based on the software SPSS

Table 4 Symmetric Measures

Denomination Value Asymp. Approx. T® | Approx. Sig.
Std. Error®
Nominal by | Phi 0.475 0.000
Nominal
Cramer’s V 0.212 0.000
N of Valid Cases 329
a. Not assuming the null hypothesis.
b. Using the asymptotic standard error assuming the null hypothesis.

Source: Own calculation based on the software SPSS

I also examined the sectoral characteristics of transactions done by
Hungarian acquirers. The trade and logistics sector has the biggest share (27.7%). The
explanation for these outstanding values can be the fact that Hungarian acquirers
acquired the business locations of French Delhaize-Group (Profi Zrt. and Match Zrt.),
which were leaving Hungary, and the Hungarian Waberer’'s Logisztikai Kft. also
carried out 6 acquisitions. Like the foreign investors, the Hungarian investors often
acquired firms in the processing industry. The foreign companies did not acquire
as many agricultural companies as the Hungarians. In this sector the most active
acquirers were the Szabolcs Gabonafeldolgoz6 és Forgalmazé Zrt., and the Bonitas 2002
Befektet6 és Tanacsado Kft.

The Acquired Shares of Target Companies
So far, we have gained insight into the directions of spatial (country of
headquarters) and sectoral extension of foreign acquirers. Next I describe the tendencies

of acquired shares of target companies and the number of total deals. From the results
of the investigation we get information about embeddedness of acquirer firms,
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because the acquisitions of a target companies, can indicate long term presence. Firstly,
I would like to give international data. Brakman, Garretsen, Marrewijk (2006) claims:
»A large proportion of shares (75.5%) is acquired, which leads to a majority share in
the acquired company (Brakman et al., 2006). The Hungarian values are similar to the
international data: the acquirer firms bought on average 80.1% of the shares in the
target companies. There were 203 cases, when the acquirer did not acquire the business
shares of the target firms, but division (55 times), factory (8 times), business location
and assets (16-22 times). The proportion of total deals is 35.2% in the investigated
period on average.

Did the distribution of the headquarters of the foreign acquisitors and
sectoral features influence the tendencies of acquired shares? - To this question we can
answer with the calculation of Eta measurement. In the statistical investigation "the
acquired shares’ is the metric (depend) variable, while "the headquarters of foreign
subsidiaries” is the nominal (independent) variable. The result is 0.244, it means
that there is weak connection between the acquired shares and the locations of
headquarters. I repeated the analysis to see the connection between the acquired shares
and the sectors. We can use the Eta in this case, as well: the dependent variable is
“the acquired shares” and the independent is "the sectors’. The results in this case is
0.125, which indicates weak connection again, therefore there is no connection between
the 2 variables.

Conclusion

The first part of the study provided an overview of the economic history
of Hungarian M&As since the Austro-Hungarian Monarchy (dualism) until now.
M&A transactions were frequent economic phenomena in the Hungarian economy,
though influenced by current political and economic systems. The M&A-s in the
capitalist era support the corporate and economic expansion, in the socialist era,
however, they were supposed to increase efficiency.

Nowadays M&A transactions still play an important role in the Hungarian
economy: between 1997-2014 occured 743 M&A transactions, which required
permission from the Hungarian Competition Authority. In my analysis I examine the
ownership structure, the type of M&As, the sectoral features and the value of acquired
shares. I also analyse the connection between the different features with statistical
investigations.

I can state that Hungary was a preferred acquisition target in the examined
period, as more than 70% of the acquirers were foreign companies. The headquarters
of more than 80% of foreign acquirers can be found in a country of European Union.
In the examined period the Hungarian and foreign investors preferred the service
sectors to the industrial and agricultural industries.

Compering the Hungarian empirical results with the neighbouring countries,
we can observe differencies, the explanation for which can be drawn with future
empirical examinations.

This is the first complex analysis and report about Hungarian M&A for this
period. The results are representative for M&A, which required permission of HCA.
The results could play on important role in the expansion strategy plans of companies.
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Abstract

The paper is devoted to defining successful criteria for regional bioeconomies
development. It is defined that the domestic production of biomass can result in a
cheaper supply of biomass than would otherwise be available, however practical
experience of the regional partners. A successful bioeconomy is one that maximises
both the supply-side and demand-side of the market to ensure both that it is able to
produce, and sell, bioeconomy products and services. Bioeconomy can be splitinto three
distinct market segments; the sectors that supply biomass, those that convert biomass
into intermediate products and those that bring biobased end-products to market. It
is given such successful regional bioeconomies criteria: environmental, economic and
social. Each criterion is matched with a bioeconomy model characteristic and a market
model driver, agents that help the corresponding models function.

Key words: regional bioeconomies, supply of biomass, bioeconomy model, intermediate
products, production factors.

JEL Classification: 013, Q12, Q20

Introduction

Bioeconomy development is constrained by the availability of sustainably
sourced resources and the efficient exploitation of production factors such as land,
water and human capital/labour (European Commission, 2013). Bioeconomy
development plays an important role not only in reducing greenhouse gas emissions
but also for the potential positive effects on soil, water and air quality all of which
are essential to the sustainability of bioeconomy resources. The literature (European
Commission, 2012, Teagasc, 2008 and Eduardo and Guy, 2012) indicate managing
resources sustainably and mitigating and adapting to climate change are important
challenges of bioeconomy.

The literature on the drivers of regional bioeconomy can be classified under
the three key pillars of EU policy (Biomass Energy Europe, 2011) namely: economy
- regional development; society - social inclusion; environment - sustainability &
resource efficiency. Within these policy areas, the literature classifies and assesses the
key drivers of regional bioeconomy. This involves a review of the characteristics of
successful bioeconomy and an assessment of these characteristics through measureable
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criteria as well as developing policy recommendations based on the findings. The
literature is largely policy-orientated, although studies often provide empirical
indicators for measuring drivers of bioeconomy. The literature also largely focuses
on the environmental aspects of bioeconomy, although the economic aspects are also
explored to an extent, while the societal characteristics are not explored in any great
depth.

Most of the literature focuses on the link between the environment and the
economy and to a lesser degree society although many studies define environmental
challenges as social issues and vice versa (European Commission, 2012 and European
Commission, DG JRC, 2013).

There are a lot of works both of the Ukrainian and foreign authors devoted
to the bioeconomy formation and development. For example, Shubravska O., (2010)
analyses the world experience of the bioeconomy development Ryabchenko O.,
(2013) emphasizes the social element and forms the definition of the bio-social
economy as a form of economic activity based on interaction of three systems -
economic, ecologic and social that is defined by processes of mutual exchange by
renewal bio-resources with the aim of saving of ecological balance for the next
generations. Potapenko V., (2012) makes organizational and economic mechanisms
which allow instilling the principles of “green” economy. Researches of the European
project «Systems Analysis Tools Framework for the EU Bio-Based Economy Strategy»
(SAT-BBE) make the systematic analysis of the bioeconomy, define its role, place
and impact on the other sectors, particularly economic, ecologic and social impacts
with developing of conceptual instruments, identify and analyze main effects of feed-
back between the bio-economy and other parts of the system.

Material and Methods

Current EU development strategies, such as the Europa 2020 strategy, the
Bioeconomy Strategy for Europe and the Research and Innovation Strategies for Smart
Specialization (RIS3) include many incentives for regions to develop a bioeconomy
cluster. Based on a review of existing literature and the views of regional and research
partners, it was identified a list of criteria important for the development of regional
bioeconomy. For capturing the state of these criteria, it has been identified and collected
quantitative indicators, specific to each subsector of the bioeconomy. By using these
indicators it was constructed an ‘at a glance” analysis of the state of the criteria in a
given region and subsector. In the analysis of the development path of a bioeconomy
cluster, it has been assumed that the actors of the region, in which the cluster is located,
apply a strategy to develop the bioeconomy by transforming biomass into competitive
bioeconomy products.

A network of Bio-Regions is developed by the method of Community of
Practice. A Community of Practice (CoP) brings together practitioners, policymakers,
companies, cluster managers and researchers to jointly explore and share experiences
on the development of regional bioeconomies in Europe. The objective is to increase the
mutual understanding of how actors interact with each other in bioeconomy regions
and to jointly build a toolkit by finding alignments with EU regions, Member States,
EU policies, institutions and networks.

The data for the paper is taken from The State Statistic Office of Ukraine
(2010-2014), publications and reports of the European Commission (2008-2013), OECD
(2004-2011), International Journals in Economics: Science, Technology & Human Values
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(2013), Integrated Assessment (2006), Science as Culture (2012), Life Sciences Society
and Policy (2006), Critical Policy Studies (2012).

In the paper the descriptive analysis, supported by the quantitative analysis
is applied.

Results and Debate
Availability of resources

The domestic production of biomass can result in a cheaper supply of
biomass than would otherwise be available, however practical experience of the
regional partners (amongst whom a number have imported large amounts of biomass
rather than producing it) suggest that this is not a fundamental requirement for the
operation of a successful bioeconomy; as such while domestic production of biomass
might be desirable within certain sub-sectors of the bioeconomy, and should certainly
be assessed, it can only be classified as being desirable, rather than essential to the
development of bioeconomy.

Land use is the final aspect of resource availability that is identified as a
criterion against which the success of a bioeconomy can be assessed. This can refer to
the use of land for the production of bioeconomy (as identified above, an important
factor in the development of some but not all bioeconomies) or the use of land for
other stages of the bioeconomy. However, what is clear is that all bioeconomies that
wish to expand need suitable land use policies which allows for the development of
new processes and the establishment of new firms, and it is therefore classed as a key
criteria. Primary examples of this include soil management, climate change adaptation,
water management and nutrient management.

The bioeconomy model

A small number of the reviewed papers included a model of the bioeconomy.
Having a clearly defined understanding of the operation of the bioeconomy is key for
understanding how drivers and criteria for bioeconomy development are prioritised,
and how the criteria assessed in this Work Package link to the instruments and
measures that are explored in Work Package 2.

The most relevant model of bioeconomy reviewed in the literature was
the SAT-BBE project (2013). This model concentrates on the demand and supply of
biomass, and identifies the key drivers that feed into the bioeconomy; however, it does
not break down the demand and supply-sides of the market in any great detail. An
alternative model of the bioeconomy is presented in Regional Biotechnology (PwC,
2011), although this focuses solely on the supply side.

It is clear from the reviewed literature that an all-encompassing model
of the bioeconomy must consider both the demand-side and supply-sides of the market
for bioeconomy. A successful bioeconomy is one that maximises both the supply-
side and demand-side of the market to ensure both that it is able to produce, and sell,
bioeconomy products and services. Bioeconomy as a whole can be split into three
distinct market segments; the sectors that supply biomass, those that convert biomass
into intermediate products and those that bring biobased end-products to market.
Clearly each of these has different priorities in terms of the supply and demand for
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products. The model should take account of the factors of production (which affect the
supply side) and the demand for bioeconomy both within and outside of the region
(i.e. the demand side). Adopting a ‘factors of production” approach to the supply side
enables us to evaluate separately the criteria related to each element of the supply-
side (Kean Birch, 2013). Here we consider separately the three classical factors of
production: land (or, in a bioeconomy context, natural resources), labour (meaning
human capital) and capital (describing the processes used within the bioeconomy);
as well as a fourth factor, innovation, which while not traditionally a factor of
production in itself, nonetheless plays a major role in how the three factors interact to
determine the overall supply of bioeconomy products. On the demand-side we have
consumer, export, and business demand combined. This gives us the following overall
framework (Chart 1).

The observed outcome for bioeconomy is the area in which the supply-
side and demand-side overlap; therefore the key to a successful bioeconomy is to
maximise the overlap between these two. Each of the criteria that are identified in the
literature (and which we expand upon below) are aimed at measuring the state of the
regional market for bioeconomy: either through capturing the state of the supply
side (i.e. one of the four identified factors of production), the demand side (i.e. the
identified markets for bioeconomy) or the interaction between the two (e.g. the point at
which demand and supply intersect).

Chart 1. The vision of the bioeconomy model

SUPPLY-SIDE DEMAND-SIDE

Consumer demand

Natural rvs

Business /
Environmental
Demand

Capital

Source: Building Regional BioEconomies, (2014)

This model does not pre-suppose an outcome. It is possible for demand and
supply to have no overlap without policy intervention, and indeed, in regions with
little or no existing bioeconomy, a key question to be answered through this project is
where specific strategies should be targeted within this model to maximise deployment
of the regional bioeconomy.
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Successful regional bioeconomies criteria
Environmental criteria

Resource availability is clearly classified under natural resources in the
supply factors of our model of the bioeconomy. Whether from domestic production
or through imports, the availability of sustainably sourced biomass is the single most
important driver of bioeconomy development. Both from the literature and the practical
experiences of regional partners it is apparent that without biomass a functioning
bioeconomy is impossible. Therefore biomass availability is the first criterion identified,
and is classified as an essential criterion of bioeconomy development.

Economic criteria

Clusters. The literature review highlights the role of clusters in successful
bioeconomy and we group this, as a contributor to the innovation capacity in the
region economy, as clusters pool knowledge and resources in extending the productive
capabilities of firms via greater innovation. This is further reinforced by the experiences
of the regional partners, whom all have their bioeconomy concentrated within small
geographical areas. This highlights the importance of successful clusters to a successful
bioeconomy.

Finance. The development of bioeconomy is further aided by availability of
funding to companies and new technologies via instruments such as microfinancing
and guarantees of large scale orders and it should be noted that finance models vary
across the EU (e.g. German bank-based versus UK market-based models). These are
desirable instruments in developing innovation and economic growth in bioeconomy
and should direct towards innovation in particular. While bioeconomy may succeed
on self-financing and existing market funding, schemes targeted at high-potential
innovative companies will reduce the restraints that lack of access to funding places on
the growth of firms (Joanna Goven, 2006).

Infrastructure. Infrastructure refers to the capacity of the transport,
communications, complementary industries and utilities network in and around a
bioeconomy. Therefore, this is classified as capital in the model above as the factor of
production which increases both the efficiency and the productivity of other factors
of production (Joanna Goven, 2012). There are three potential areas for exploitation
of infrastructure; a strong transport infrastructure (road, rail, water, air) allows for
the low-cost import and export of biomass and other bioeconomy products, as well
as increasing the viable commuting distance for a potential workforce, while a strong
communications, complementary industries and utilities infrastructure allows for
the easy sharing of existing technology and uptake of innovations; finally a strong
environmental infrastructure, able to mitigate environmental impacts, will aid
sustainability of biomass supply and reduce long-term externalities.

Industrial culture. Industrial culture covers a large number of characteristics
of the business base of a region and is classified under the innovation category of
our model above. It includes the innovation culture; the rate of formation of SMEs
(which the literature suggests is a key criteria for strong bioeconomy development as
SMEs can fill ‘gaps” in the value chain and are more prone to innovation); and the
presence of multinationals (which can promote growth of the bioeconomy through
the potential for large-scale investment). The economic history of the region is a
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key characteristic which determines both the current level of development of the
bioeconomy, but also current levels of capital and infrastructure which influence both
the market for the products as well as the potential for investment.

Industry mix. The industry mix of a bioeconomy can play a desirable role in

developing bioeconomy.
Collaboration across industries such as agrifoods and chemicals in research and
development including collaborator and integer business models augment existing
innovation successes and improve the performance of the bioeconomy. This is classified
under the innovation category of our model.

Innovation. Innovation is a key criterion in the growth and establishment
of bioeconomy and its importance is reflected in its classification as a factor of
production in our model above. While bioeconomies may exist on current technologies,
the growth of new technologies is a key to future growth and in sustaining the
bioeconomy against competitors. In particular, the literature notes commercialization
of innovative technologies as well as the diffusion of technology as key criteria in
driving a bioeconomy to effectively capitalize on R&D activity (Kean Birch, 2006).
The ability to absorb the diffusion of technologies is important in allowing growth
convergence with the most innovation economies while the commercialization of
innovative technologies is a key to generating the growth of the bioeconomy at the
technological frontier.

Macroeconomic trends. The demand for bioeconomy products is an
important criteria and falls into both the consumer and business demand classifications
in our model. The literature highlights the role of consumer preferences in the
development of bioeconomy (for example, the global emphasis on climate change
driving consumers to more sustainable energy sources) and suggests consumption
and production incentives to stimulate demand. Linked to this is public support and
acceptance of bioeconomy products. Alleviating safety concerns about bioeconomy
products and including the public in the discussion on the desirability of bioeconomy
products will improve the ability of firms to both produce products appropriate to
consumer preferences in the market and grow the market for new products based on
consumer desires and/or changing perceptions about the products.

Another desirable criterion is changes in household income which not
only increases general consumer consumption but also the preferences for new and
innovative products.

Social criteria

Demographics. A range of demographic factors are desirable criteria of
bioeconomies. Larger markets via greater population growth can stimulate greater
demand and is classified as consumer demand. In addition, greater public acceptance
for bioeconomy products and a more skilled labor force by increasing levels of
education and human capital increases both the productivity of the bioeconomy
sector and the demand for their products with can be classified under both consumer
demand and capital in our model above.

Academic Institutions. Clustering and innovation within bioeconomy is
augmented further by desirable criteria such as containing high quality universities or
research institutes. Collaboration between institutions and industry further increases
innovation output. Beyond this, the quality of those collaborations and research
institutes are clearly paramount to successfully benefitting from these criteria; and this
will be explored further in the work to quantify these criteria.
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Regulation. Regulation of the safety of bioeconomy products with clear
technical standards (to reassure producers and consumers) as well as stronger
intellectual property rights securing the incentives to innovate are key criteria (Les
Levidow, 2012). Standardization and methods of ‘locking in’ markets, along with
the enforcement of intellectual property rights, provide a large degree of certainty to
private companies operating (or wishing to operate) in the bioeconomy sector.
Governance is an essential criteria for bioeconomy; activities range from offering
subsidies to producers to including key stakeholders such as citizens, firms and
influential government decision makers in the development of bioeconomy which links
to the public acceptance of bioeconomy products. Feedback from regional partners is
that without this government intervention (particularly the financial measures) there
would, in the vast majority of cases, not be a functioning market for bioeconomy
products. Finally, integrating cluster initiatives in the broader microeconomic policy
particularly in trade policy is another desirable criteria as well as prioritizing biotech
at the regional and/or national level.

Public attitude. Public acceptance of bioeconomy products is a desirable
criteria and feeds into other drivers such as safety issues which involves effective
governance/regulation as well as consumer preferences and can enhance the take-
up of bioeconomy products. This falls under consumer demand in the model above
(Table 1).

Table1  Regional bioeconomies criteria
Criteria Characteristics Market model driver Importance of criteria
Essential | Key | Desirable
Environmental criteria
Biomass availability Resource availability Natural resources +
Domesl:':. pcdietieniol Resource availability Natural resources +
iomass
Land use Resource availability Natural resources +
Infrastructure Infrastructure Capital + +
Economic criteria

Cluster size Clusters Innovation +

Cluster management Clusters Innovation +

Cluster governance Clusters Innovation +

Commercialization of . .

innovative technologies Innovation Innovation *

Diffusion of technology Innovation Innovation +
KET R&D focus Innovation Innovation +
Consumer preferences Macr;z;(()ir;omic Consumer demand +

Public support and Macroeconomic Consumer demand N

acceptance trends
Household income Macroeconomic Consumer demand +
trends

Availability of funding Finance Capital +
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Pmﬁ;::tgt:;ﬁ:ndal Finance Capital +
Rate of SME formation Industrial culture Innovation +
I’re.s ence ek Industrial culture Capital/ innovation +
multinationals
Economic history Industrial culture Capital +
Collaboration Industrial culture Innovation + +
Enterpreneurial culture Industrial culture Innovation +
Quality of workforce Demographics Labor +
Social criteria
o ur.live.rsities or Institutions Innovation +
research institute
Regulation Regulation All +
Intellec:;.lgalitgroperty Regulation Innovation +
Governance Regulation All +
Trade policy Regulation Consug;f;irf;siness +
Size of population Demographics Labo;é r;(;rrllzumer +

Source: Building Regional BioEconomies (2014)

The analysis above outlines the decisions made in prioritizing criteria of
the bioeconomy, based upon the literature review and how regional economies (both
bioeconomy and other sectors) develop. Each criterion is matched with a bioeconomy
model characteristic and a market model driver, agents that help the corresponding
models function. Linking the criteria to these characteristics and drivers may indicate
what role each criterion plays in the models or in other words, what aspects of the
bioeconomy or market it influences.

Conclusion

Given analysis allow to make such conclusions. Bioeconomy development
is constrained by the availability of sustainably sourced resources and the efficient
exploitation of production factors such as land, water and human capital/labour.

The domestic production of biomass can result in a cheaper supply of
biomass than would otherwise be available, however practical experience of the
regional partners (amongst whom a number have imported large amounts of biomass
rather than producing it) suggest that this is not a fundamental requirement for the
operation of a successful bioeconomy; as such while domestic production of biomass
might be desirable within certain sub-sectors of the bioeconomy, and should certainly
be assessed, it can only be classified as being desirable, rather than essential to the
development of bioeconomy.

A successful bioeconomy is one that maximises both the supply-side and
demand-side of the market to ensure both that it is able to produce, and sell, bioeconomy
products and services. Bioeconomy as a whole can be split into three distinct market
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segments; the sectors that supply biomass, those that convert biomass into intermediate
products and those that bring biobased end-products to market.

It is defined successful regional bioeconomies criteria: environmental,

economic and social. Each criterion is matched with a bioeconomy model characteristic
and a market model driver, agents that help the corresponding models function.
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Abstract

It's been a well known fact amongst HR professionals that - especially in
the long run- putting effort into making the employees feel good about their place of
work, and making their company look attractive on the job market is a worthwhile
investment. The employers’ problem in the near future might be the lack of skilled
workforce from the Hungarian job market to ensure the further growth and
profitability. To discover and keep the more talented workers, there needs to be a more
effective method than the one currently in place. This is especially true when analyzing
generation Y and Z.

Key words: Y and Z generation, HR strategy, labour market

JEL Classification: M10, M12, M15

Introduction

Today in Hungary just a few companies measure and track their reputation.
Only every second of the biggest employers come up with a well-organised and
communicated employment strategy, and only every fifth uses constant communication
via mass media to improve the reputation of the employers” brand. (Schumann, M. -
Sartain, L., 2009, 269-270). p.)

According to Mark Schumann and Libby Sartain, the companies in today’s
globalised world need 3 different types of branding: (Schumann, M. - Sartain, L., 2009,
15.p.)

*  Product brand: To attract customers a business needs a compelling

brand as a place to buy

*  Employer brand: To attract employees a business needs a compelling

brand as a place to work

¢ To become a magnet for talent a business needs to market its brand

as a place to work

This study will not only discuss specifics of the Y and Z generations
employment finding strategy, but will shine light upon how to attain, and keep talents
through HR strategies.
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Material and Methods

The study is based on the processing of the literature published in the recent
years. This is the secondary analysis of the survey entitled “The best workplace’ carried
out by Aon Hewitt for more than a decade. The processing is focused on the specialities
of Central Europe.

Results and Debate
1. The specifics of finding suitable work for generations Y and Z

Fitting everyone in a generation in a group brings the dangers of stereotyping.
The different generations’ traits then are all generalised, so the forementioned traits
don't fit each and every individual. Despite this fact, it is still vital to study these traits,
even if only in relation to the job market.

Members of generation Y are the first to be a ‘digital generation’, these people
use internet every day for their personal life. The employment market faces a huge
challenge with this generation, mainly because they go against the long-standing norms
with never before seen courage and self esteem. They grew up with technology, are
escpecially practical and use the internet extremely well. Employees from generation
Y want to enjoy their workplace: it needs to be modern, with huge open spaces which
break from the norm, and a kitchen to eat and socialise in.

This new generation greatly appreciates working in groups to achieve
common goals. They feel right at home in the big world, they cherish freedom, and
a democtratic, informal work environment. These people want to do several things
at the same time, not by a desk if possible, but from various places using laptops and
mobiles. Personal freedom is important to them, they are anything but comformists,
they tend not to follow rules very well. The world has changed around them:
consumerism is now on top, new values, a completely new world altogether. Members
of generation Y have high expectations towards their employer, they wish to build
their worklife around their personal life instead of the other way around. (Novak, M. -
Toldi, G., 2010).

Employees of generation Y are not an ‘obeeding workforce’, but more often than
not revolting characters, whose workplace is just one of many, which can be changed
whenever they want. (Tari, A., 2010, 23. p.)

Their parents have got accustomed to the changes in the job market, they
have given up their previous lifestyle and have got used to the ever increasing
demands of the employer, giving up their personal wishes, because if they wanted
to keep their jobs, they needed to act accordingly. Members of generation Y think
differently, they want to live differently from their parents. They are conscious
in the jobmarket, ‘and they no longer have the subsuming attitude their parents had
towards the company management. This was so self-explanetory back then people didn’t
even realize in the daily routine.” (Tari, A., 2010 24. p.) They prefer partnerships
instead of being underlings, they raise their expectations according to the trade they
are in. If the job doesn’t live up to their hopes, they simply go and find another one.

This generation searches for jobs like others search for consumable products.
Generation Y consumes jobs, they are conscious, collect information, have clear
preferences, compare and make a verdict even before they meet the employer. Carreer
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building and continuous progress are basic expectations in this age group, but as of
now not many employers can react satisfyingly.

The ones who are just starting their life in the world of jobs can find
themselves in a hard situation, since they are effected by the discrimation because of
their age. The young who have just finished their studies start their search optimistically,
but after the first failures this enthusiasm lowers. Even getting into an interview is
a challenge, the majority of the ads say one, or even two-three years experience is
essential. There are always some possibities though, there are companies who see the
future enterpeneurs in them. The ones who just start are more conformable, they don’t
have bad habits, they get accustomed to the company’s culture easily. The majority
of youngsters don’t have an existence, so they want to achieve one in the first two-
three years, this makes them endure more, they are more enthusiastic and they want to
prove themselves more than their more experienced collegaues. They are motivated
by the job itself, personal growth and the chance of a career. (Kissné Andrés, K., 2010)

Table 1: Generation Z's demands towards employers in the light of generational differences

distinctiveness of

Generation Z expectations towards employers

*  Personal relationships in the workplace

*  Direct contact with the boss

e Chatter and common breaks with the others
*  Time off with others

Social

*  Boss can be reached instantly

immediate *  They need to be in when everyone else needed
for the job , in case some unexpected trouble
comes up they can be helped

*  work needs to flow

3 no need to be bored, something always needs to
happen. If nothing else, let them use Facebook

*  they want to experience more in the workplace

Involvement, experience

*  They need to face a challenge, let them unfold

Experimental their potential

3 The boss should just check on the finished work,
not inbetween faces

e Let there be limiting conditions

Need for a structure * A settable is asked for

e Need for an office

*  Need for personal relations
Values: .

g *  Wants to be a part of a community-work
Community .
community

*  Boss needs to have a high emotional intelligence

I *  Good relations with coworkers

*  Self harmony, personal-worklife balance
e “Ilove my job”

Source: Ferincz, A. (2015)
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Emloyees of the generation Z want to enter the job market in a management
position from the start, though they don’t have the relevant experience. Even still, they
want to progress as fast as possible, to achieve this, they are willing to learn, and prefer
practical knowledge over theoritical. They believe in themselves, that they can get the
practical knowledge needed for their jobs throughout their capabilities. They accept
leader roles with confidence. The tempo of the older generation is too slow for them.
They have a higher expectation of their wages from the start, they simply want to earn a
lot of money, and keeping their personal freedom at the same time. They are motivated
by working in a group.

Generation Z is just starting to get into the jobmarket actively. The
organizations need to adapt, and change accordingly to the people who grew up with
internet-based knowledge. In the study of Adrienn Ferincz, which revolves around the
attitude of members of generation Z when it comes to work, her conclusion was that
the new generation’s demands can be broken into 2 separate dimensions. The need for
a structure, and the need for flexibility. (Ferincz, A., 2015)

The structure involves the organization of the job’s rules and terms. Fixed
working hours are just as important to them as a fixed place to work and a serried
job role. In between the borders and the fixed rules, they wish for freedom and
flexibility. They deny procedure control, they feel as if it will rob them of their creativity.
Total and borderless freedom means anarchy to them, they don’t like to live without
restrictions.

A good leader’s trait is that he or she can balance these two points, so a
positive relationship is made possible between employee and employer

Generation Y and Z can be categorised by their lifestyle, but their expectations
towards their employees are similar. These are the following:

* New values and different motivational systems

* A work environment which enhances their effectiveness

* Enjoy work (this is more and more common amongst age groups)
* Personal differentiation, the importance of individuality

* Growing of immaterial values

* Balance between work and personal life

* Training availability

The result of multi-layered changes is a new category of workers, the
‘creative or new-type worker’, who has exact expectations towards their employers,
but in return, the employer shall do the same.

The ‘mew type worker’ is a result of historical progress. In the 1950s
workers in groups were the norm, while in the 1980s it was time for the more skilled,
achievement-striving workforce.

The biggest losers of the the economic crisis since 2008 are the young and
well trained job seekers. In Spain, the unemployement rate amongst fresh university
graduates are 50%. In Germany, there is a certain generation which members go from
training to training, but never actually find work. This means that being well trained
and knowledgeable isn’t always a guarantee to get hired.
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Table 2: Expectations of the employer and employee

Employers expectations towards The “Creative Workers’” expectations
“Creative Workers” towards employers
To be suspectible for innovation New values
The ability to improvise Weighted priorities
Flexibility Autonomy, to be self-sufficient
Creativity Sustainability and computability

Source: Kreativ dolgozo: a jovd munkavdllaléja www.hrportal.hu

The “Creative Worker” wishes to work in an environment which focuses on
the specialities. This emposes a huge challenge for the organazations.

People in their 20s are distinctly different in Hungary as well compared to the
older generations.

Aon Hewitt has been making studies of the ‘Best place to work’” for more
than a decade. According to the Hewitt benchmarks” data of 2009-2010, almost 56000
questioned, this conclusion has been made of the employees of generation Y in Hungary:
(Schumann, M. - Sartain, L., 2009, 279-281. p.)

*  Every tenth fresh college graduate has foreign experience

*  Only a quarter thinks working for more than 3 years is plausible

*  Less then every third thinks they are capable of literal and verbal
communication in English, and only every tenth in German.

e A career is a vital part in their decision (for three-quarters in the trade,
the rest are CEOs)

e Company culture and company values are more and more vital.

What differentiates them the most from the average: the self-realization, the
success, ambition, creativity, innovation, and constant learning. Besides all these they
find humour, well-being, the balance between personal and work life, globalization and
environmental awareness.

2. Finding and keeping talents, HR staregy
Elements of HR strategy: achieve, seduct, make it committed. These are the
vital steps for employer brand building and communication.
2.1 Employers for keeping talents
Reaching out to members of generation Y can only be successful if the
employer is made visible on channels people actually visit. In the past, only newspaper
ads were sufficient enough, but nowadays social media has the top spot. Information

needs to be trustworthy and fast: the biggest organizations make appointments with
the biggest talents found in trade shows, they keep in contact with them online, and
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following the interview a decision is made in one or two days. Reaching out to those
who don’t think they want to change is important, this requires an aggressive strategy.
Now we know what channels the talents can be reached upon, and what their
preferences are. Though, for many companies, it's not clear where they stand when it
comes to their judgement amongst jobseekers, and compared to other companies.

According to Jack Murphy CEO of Dresser Industrias ‘our people vote with
their feet. they walk in, or they don’t. This makes our judgement continuous’ (Schumann, M. -
Sartain, L., 2009, 48. p.)

So, seducing the workforce is not enough, keeping them is important
as well. Today’s employees don’t think they’ll only work for one company their whole
lives. They think at least two-three, but in reality it's seven or eight.

According to Hewitt’s Hungarian and foreign studies, the promises an
employer makes has a direct effect on employee loyalty. Amongst the Hungarian
workforce only less than half think their company’s reputation is in line with their
personal experiences.

More often than not though, employees won't get what they expect.
Employees’ commitment lowers along with the trust they put in their employers. This
makes keeping talents just as important as finding them.

In the early 2000s the job seekers were not only motivated by career and the
salary, but self-realization in the workplace and well kept company policies. Since then,
company reputation and well kept promises towards employee came to the front.

Employers are more likely to get attached to a company, if the expectations
below are met:

*  Sufficient chance of progress
e The employees are paid and respected for the amount of work they do
*  Leadership is human-centric, which sees the employee as the most
valued resource
e The company is attractrive and trustworthy, this makes keeping talents
easier
The best traits of companies since 2001 remain the same: these organizations
can keep the most talented, they’re appealing and have good reputation. and human
and trustworthy leadership. (Kik a legjobb munkahelyek? — Tizedszer!) In the past

couple of years HR, the performance-focus company culture and the sustainable
development have been growing in importance as well.

2.2. Employees and employers point of view
When analizing the points of views of employers and employees, it’s clear

that demands of jobseekers are not, or not fully met by the employers. See the table
below for explanation.
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1. chart: Employer and employee point of view
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This chart clearly shows that at first the salary is greatly appealing. This can
be higher or lower in between age groups. Employers don’t think informing employees
about salary is important, most of the advertisements promise a “competitive salary”,
from which the jobseeker can’t really find out anything useful. The candidates more
often than not only hear a full offer at the last stage of their interviews.

The biggest expectations are the same amongst employers and employees.
These are professional advancements in specific field, and emphasize company stability
and credibility.

The companies find their most valued and distinctive traits are their success,
the quality of their products and services, and international background. This message
finds nothing but deaf ears amongst jobseekers, even though from quarter to a third of
the companies do advertise themselves in this topic.

Companies in Hungary still find the classical traits and advantages as
a vital part of their employer image. They tend to get more appealing, if more and
more talented people take notice, and if company values are clearly communicated
towards the segments of the job market. The practice of the biggest companies clearly
shows that an all-around talent and workforce management aspect needs to be in place.
Messages need to be communicated not only inward, but outward as well, these all add
to the credibility of the employer. Employer’s promises need to be in line with human
practices and resource systems, which can make the employers more motivated and
strengthen their loyalty. (Schumann, M. - Sartain, L., 2009, 271 p.)
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2.3. Employer brand building, talent magnets in HR strategy

The first step in achieving business goals is to define a company strategy,
which provides framework for the operation of the HR department. According to
Magdolna Csath, ‘HR is a functional strategy, and needs to serve the company’s’
overall strategy. HR needs to -with its own tools - support the improvement of
competitiveness.” (Csath, M., 2010, 270 p.)

In the opinion of higher managements HR’s current strengths are training
and development, and the importance of improving. (A topvezetSk dicsérik a HR-t)
They also mentioned evolvement of company culture, effectiveness-evaluating systems
as a well working HR activity.

Amongst the leaders asked, the view on HR's effectiveness is thought to be
low, only every tenth manager said that career building is a thing at their companies.
Obtaining and keeping talents will be HR’s biggest challenge of the next 3-5 years.
This is followed by the motivation -of employees, strengthening their loyalty, and
maintaining a system which rewards effectiveness.

Because of the changes in the job market HR can’t be the same as it used to
be: HR’s role is to acquire and keep the talents. These talents make up the values the
management and owners require. To acquire said talents, an employee brand needs to
be in place. Besides this, three other groups are essential:

*  HR specialists, who create policies to support the employer brand, the company
culture, improving on talents and corporate initiative

*  HRrecruiters, or generalists, who bring in, build up or borrow talents

*  HRleaders, who enforce and manage policies and processes

HR strategy’s first and foremost issue: building a group out of competent
employees, which can make the companies” goals happen. Strategic planning is one
of the basics in survival in the world of business. Its vital part is system management:
connecting departments, quality and knowledge management, change management,
and inserting HR strategies into the strategic leadership systems. A balance needs to be
made between business goals and the HR strategy, the business culture and separate
human resource systems. Furthermore, employees have to be directed to a clear goal,
and they need to be made loyal so these goals can be achieved.

It's a common practice in companies to hire leaders from outside as well as
training out the most talented ones. Combining these two methods is surely effective,
since people from the outside freshen up the organization, but by keeping the more
valuable inside workforce they can not only benefit the company, but improve their
own knowledge and skills for themselves as well. Even though a talent management
program takes a long time and costs a lot of money, it’s still cheaper to find someone
from the inside for any vacancies, rather than to pay the almost crucial head hunter
fees and train the new employee in. A talent training program which works well can
withhold fluctuation, and this lowers the costs even more for any organization.

When introducing these talent training programs, clear and honest
communication is the key. Employees need to be informed in several ways (company
newspaper, group and personal meetings, intranet) about the goals of this program,
what it is all about, what it takes to get in and how many people will be selected.

Roughly 5-10% of the employees are considered to be the real talents.
Actually picking these people out is a multi-phased process. First, objective aspects
can be used in the choosing process (i.e.: higher education, advanced knowledge of a
foreign language, etc.). In the next step, the supervisors and leaders are asked about
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the workforce, whose efficiency they find extraordinary, hard-working or who has
specialised knowledge needed for the department in question.

Most companies use slightly different “talent measuring” tests. It's worth
bringing a consulting agency on board when it comes to picking these talents. Their
opinion is much more objective. Most organizations even pay to establish so-called
appraising centres (AC).

These ACs are open, candidates can see each other’s performance, and they
accept the results more easily.

More often than not the last stage is a structured interview, where bringing in
someone from the outside is a providential. HR department can try as they might, even
though the talent management program is well communicated; a perfect introduction is
almost never feasible. Informal channels can’t be blocked out altogether, and someone,
or several others might hold information back.

For the chosen, extra labour awaits. Since their effectiveness can be measured
on an objective level, the ones who have not lived up to expectations get expelled from
the group.

Conclusion

In conclusion, it can be said that finding and keeping talents can’t be done like
it has been in the past. Everything changes, even the growing new generation, whose
demands need to be met by HR management. This needs to be taken into account in
every company when planning and executing HR strategies, and this of course imposes
a great challenge for skilled workers and management alike.
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Abstract

In an increasingly dynamic and globalized economic context, establishing
and developing enduring relationships with suppliers and customers has become a
key strategic concern in SMEs. Customer-supplier relationship management was
always very important for the success of any company. The aim of this study is to
perform strategic analysis of commitment in the relationships between customers and
their suppliers. The target population for this research was companies in Serbia buying
products and services for use in their own production process, as well as for resale.
The main tool was the questionnaire based on a review of relevant literature , which
was used as the concept of the study. The Structural Equation Modeling (SEM) and the
path analysis are used in testing the research hypotheses applying LISREL software,
version 8.0.

Keywords: Commitment, Customer, Supplier, SME'’s, Strategic Analysis

JEL Classification: C10, L26, M31

1. Introduction

Most researches have focused on building customer - supplier relationships,
explaining how relation processes lead to outcomes such as satisfaction, trust,
commitment (Cannon & Homburg, 2001; Holger & Vos, 2015). This paper describes the
degree to which the development of commitment in the relationship between customer
and supplier in the MSPs can improve the business and affect the achievement of
competitive advantages. The subjects of this research are small and medium enterprises
included into industry sector process in Serbia. SMEs represents very important
economy factor in all parts of Europe. Illustrative data shows that SMEs make about
99.8% of total number of enterprises in Serbia (webrzs.stat. gov.rs).

The global economic crisis still has a negative impact on the business
volume of the majority of SMEs. Long periods of payment and short deadlines to meet
liabilities represent one of the most common business financial problems especially
for small companies. In Serbia, only 56% of SMEs as customers pay their financial
liabilities to their suppliers within the stipulated period (www.privreda.gov.
1s). Therefore, building commitment relationship between customer and supplier
in SMEs has been identified as one of the key characteristics of successful relationships
in which trust plays a significant role as a key determinant of commitment relationship
(Capo et al., 2011)

118



Any long-lasting business transaction between a company and supplier requiree
mutual commitment in order to achieve their common goals within supplying chain
to SMEs (Ik-Whan& Suh, 2005), based on the idea that social norms of trust and
reciprocity improve co-operative behavior, which in turn initiate the accumulation
of durable ties (Fehr, 2009). Also, it is proven that buyer-supplier relationships affect
supplier innovativeness (Inemek & Matthyssenes, 2013), so it is very important to rush
this relations in order to make SME’s more sucessfull.

In an increasingly dynamic and globalized economic context, establishing
and developing enduring relationships with suppliers and customers has become a key
strategic concern in SMEs (Redondo & Fierro, 2008). As such, the supplier is no longer
a source for providing reproductive material, but he becomes the partner, who, in the
long-term and commitment cooperation can greatly contribute to reduction of material
costs, faster turnover of relatively limited working capital, rational development of
production processes, resulting in more efficient operation of industrial small and
medium-sized enterprises. However, the lack of commitment to the customer’s supplier
may limit the willingness of the supplier to reduce customer costs, which can lead to
increasing of operating costs (Hut & Speh, 2010). Besides, there are still cases where
the system of relationships that characterizes the customer-buyer-supplier relation
appeared critical factor (Panizzolo, 1998).

The aim of this study is to perform strategic analysis of commitment in
the relationships between customers and their suppliers within small and medium
enterprises in Serbia. The nature of this relationship (customer-supplier), becomes the
subject of strategic analysis and decision-making. There can be the whole range of
relationships between customer and supplier in the business market can be a (Inemek &
Matthyssenes, 2013), which attracted significient on academic and managerial attention
in the last two decades (Redondo & Fierro, 2008).

Selection of quality suppliers in existing business conditions of fast
development of small and medium enterprises in Serbia, as well as their growing into
significant segment of economy, as a part of transitional process of Serbian economy, is
not the simple task at all. Com the course of selecting their suppliers, may apply some
additional measures, e.g. in case there are two suppliers they can buy greater quantities
from the high quality supplier and less quantities from the less quality supplier, and
make that information available to the suppliers that have interest to develop the
product and to introduce allowances to the quality.

2. Literature review and definition of hypotheses

Small and medium size enterprises are focusing considerable attention on
building sustainable, competitive advantages by developing and maintaining close,
cooperative relationships with a limited set of customers, suppliers, and channel
members. Through these relationships, SMEs create values by differentiating their
offering and/or lowering their costs (Hut & Speh, 2010; Whipple, Lynch & Nyaga,
2010; Berling, 1993). Small and medium size enterprises (SMEs) present one of the
major generator of economic development in any market economy. Sector SMEs has
been successful in the whole world in the last thirty years, especially in the newly
industrialized countries in transition. The process of managing SMEs is very specific
because the business activities are carrying out under conditions of scarce resources.
The development of SMEs is one of the key development priorities in Serbia.

SMEs played a very important role in the early transition period in all
economic transformations. They were able to respond to the opportunities of created
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system changes better than the larger and numerously established firms. They also
absorbed a significant number of employees laid off by larger firms in the restructuring
and privatization processes. In developed market economies, of course, SMEs also
played an additional and an equally important role in being the means for diffusion
of innovation and technology (Berling,1993) In this paper, we have examined the
customer- supplier relationship in order to analyze entrepreneurship and entrepreneurs
working in different economy environments and stages of economy and institutional
development, with the final aim to develop commitment.

In the existing literature, commitments in relation customer - supplier within
SMEs is a multidimensional process. Many scientists have classified commitment
into affective, calculated, and, sometimes, normative dimensions (Barton et al., 1999;
Piech, 2004). Other researchers explain commitment through dimensions of attitudes
and behaviors, confirming that affective and calculated commitments are the part
of a broader concept, depending on the attitude and / or behavior ( Ganesan, 2010;
Gounaris, 2005).

Among the various relationships of marketing constructs, commitment is
constantly cited as one of the key elements for successful relationship in the distribution
channel in SMEs. Among several factors affecting the commitment ,perception of
satisfaction between the customer - supplier and the level of trust can be specially
noted. (Gounaris, 2005; Gilliland & Bello, 2002).

This study is focusing on some advantages that are believed to affect the
commitment in relation customer-supplier within SMEs. They are the impact of
satisfaction as an indirect factor and trust as a direct factor. Both concepts, trust and
satisfaction, are similar as they represent some overall evaluation, feeling, or attitude
about the other party in the relationship. Beside, these two concepts are closely
connected, they are expected to have different antecedents and consequences (Gilliland
& Bello, 2002).

2.1. Satisfaction

Main subject in the literature concerning relationships is a review of factors
necessary to achieve satisfaction in customer-supplier relationships. Customer
satisfaction in a business context can be seen as a positive affective state, resulting from
the estimation of values by customers in all aspects of his relationship with suppliers
(Jap, 2011; Briscoe, 2005).

The supplier will probably have to adopt some of his customers’ needs if
he wants to satisfy them and, hence, retain them in the customer’s portfolio. The level
of customer satisfaction is experienced by his assessment of the cumulative impact of
suppliers over time in different products / services and quality of delivery. Therefore,
quality is increasingly considered as an essential element that determines the degree of
satisfaction perceived by the customer (Joreskog & Sorbom, 1989). Resulting from the
above discussion we the following hypothesize:

Hypothesis 1. Experienced level of customer satisfaction in SMEs has a
positive impact on trust in the supplier.
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2.2, Trust

Trust is a major determinant of commitment relationship. It is difficult to
imagine a serious business commitment without trust. A high degree of buyer’s
trust improves the exchange climate of the relationship as a whole, so suppliers can
expect increased two-way and quality communication and greater cooperation
while experiencing more amicable conflict resolution processes with their customers
(Savi¢, 2014). Accordingly, no commitment is consummated unless the partners feel
that unbroken trust has been established. That is the reason why there should develop
the framework to link the level of trust and the degree of commitment, whose actions
in the SMEs will be benefiting to and to perform general performances in the supply
chain. (Fehr, 2009). In the light of the above facts, it can be seen that the confidence is
the indicator of commitment, leading to the following hypotheses:

Hypothesis 2. The level of customer trust in SMEs has a positive impact on
the commitment in relationship with suppliers.

On the basis of the above given hypotheses, H1-H2, it can be defined the
theoretical model of the influence of specific parameters relating to the commitment in
relationship customer - supplier, as shown in Figure 1. The model is showing the indirect
effect of satisfaction and a direct impact on the trust’s commitment in relationship with
the supplier.

Figure 1. Conceptual model

SATISFACTION ——H1—> TRUST ——H2—» COMMITMENT

3. Methodology

The target population for this research was companies in Serbia buying
products and services for use in their own production process, as well as for resale. The
questionnaire was formulated on the base of a review of relevant literature including
processed concepts used in this study (Fehr, 2009).

From a total of 450 questionnaires, 356 of distributed were useable, resulting
with the response rate of 79%.

Companies responded the survey were SMEs. The questionnaires were
completed by the procurement managers, and the survey itself was anonymous. For
grading, we used a five-level Likert scale.

Examined determinants in this study, satisfaction, trust and commitment,
are phenomena developing for many years, and very difficult to be manipulated
with. Therefore, respondents were mostly competent to assess their relationships with
company suppliers, separating those with whom they have frequent co-operation to the
commitment of the relationship.

3.1. Measurement model

The proposed model and hypotheses have been tested on data collected from
the questionnaires. Measurement and structural models have been tested by software
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package LISREL (Linear Structural Relationship) v 8.8, using structural equation
model (SEM) (Joreskog & Sorbom, 1989; Savic, 2014). Maximum likelihood estimation
method is used to analyze the data.

Before testing the structural model, it is necessary to define the correlation
model (Figure 2), which establishes correlation connections between defined groups
of questions in order to confirm that the 12 measurable variables reflect three latent
variables in a reliable manner.

Figure 2. Measurement model tested in the CFA *Correlation Model

Unidimensionality within all three groups in the considered model was
confirmed by using confirmatory factor analysis (CFA). Values obtained by confirmatory
factor analysis are presented in Table 1. The internal consistency of a group of items
relating to the concepts included in the research was tested. Cronbach’s coefficient &
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was used to assess the internal consistency (Nannally, 1978), recommending within
each group of questions the values 20,7 to be considered as priority, and values > 0,60
(Hair et al., 1998) to be considered as acceptable.

Cronabch'’s alpha factor for total population is 0.928, while the values per
groups areshown in Table 1. CFA was used to estimate the convergent validity. All
loading factor indicators on their structures were statistically significant, indicating that
convergent validity is achieved (Hair et al., 1998).

Values of the factor loadings and a critical ratio are shown in Table 1,
presenting that all structures are of highly convergent validity. Fitting the model
indices and measuring statistically significant loading factors (t> 1.96, p <0.05), shown
in Table 2, demonstrate good fit between the measurement model and the data.

Table 1. The testing results of the measurement model

Non-standard | T-values Standard Convergent | Cronbach

Loading factor loading factors validity alpha (a)
TRU, 0.62 13.59 0.67 0.568 0.835
TRU, 0.83 18.37 0.83
TRU, 0.78 16.72 0.78
TRU, 0.69 14.92 0.72
SAT, 0.73 18.90 0.83 0.668 0.889
SAT, 0.71 17.30 0.79
SAT, 0.78 19.03 0.84
SAT, 0.63 18.02 0.81
CcoM, 0.70 15.44 0.74 0.558 0.832
COM, 0.67 16.43 0.77
COM, 0.60 16.43 0.77
CcoM, 0.56 14.05 0.69

Table 2. Fit index of the measuring model

X2 #?/df NFI NNFI PNFI CFI IFI RFI GFI RMR
X o 4132 97 97 75 9% 98 96 91 036
p<0.05
Recommended <5 .90 .90 90 90 90 90 <10
values
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3.2. Testing hypothesis

As the results measurement model is very satisfying, indicating the adequate
fit, the structural model was tested in the next step, shown in Figure 3. All the loading
factors (Table 3), and the Chi-square goodness-of-fit statistics of the structural model
X = 243.33, df=52, p <0.05 (Table 4) are statistically significant (p> 0.5).
Main fit indexes, (Table 4), shows that structural model is applicable mostly
on the observed matrix of variation-covariation compared to the measurement model
and compliance with conditions for interpretation of structural coefficient (Byrne,

2004).
Figure 3. Structural model
T1 ~=-0.54
0. 30 S1 \ n.ea/ T2 ~=-0.37
0.8 0.80
: 0.82 /0.75—0- T3 0. 43
e CP S
0.m= 52 |- 0.70
0.2 \ T4 =050
/ b 0.8
0. 25 = 53 Cl -0 26
0.73
i
COMMIT §
0.35 = 54
0.78
\ C3 =0 .37
0.70
\ c4 =051
Table 3. The testing results of the structural model
Non-standard T-values Standard Convergent Cronbach
Loading factors loading factors validity alpha (a)
TRU1 0.63 0.68 0.539 0.835
TRU2 0.79 13.22 0.80
TRU3 0.76 12.62 0.75
TRU4 0.68 11.90 0.70
SAT1 0.73 18.85 0.83 0.665 0.889
SAT2 0.70 17.12 0.78
SAT3 0.78 19.22 0.84
SAT4 0.63 17.91 0.81
COM1 0.69 0.73 0.556 0.832

124



COM2 0.65 13.30 0.76

COM3 0.61 13.92 0.79

COM4 0.59 12.36 0.70

Table 4. Fit of index of the structural model

X2 2?/df NFI NNFI PNFI CFI IFI RFI GFI RMR
X 2= 243.33 4679 9 9 76 97 97 95 90 043
df=52
p<0.05
Recommended <5 .90 .90 .90 90 90 90 <10
values
Structural coefficients Standardized t-values

ratings path
H1: Satisfaction-Trust 92 (a) 13.00
H2: Trust- Commitment 81 (a) 10.70

(a) The significance level 99%

For model testing, coefficients of regression (8 coefficients) and determination
R2 . were used. Coefficients of regression f explain strength and character of connections
between dependant and independent variables, shown in Tables 4., and coefficient of
determination R2 shows the share of the explained variance in total, i.e. in which degree
the variation of the dependent variable has been explained by the independent variable.
The results of path analysis show that the both hypotheses have been validated.
Considering the commitment of customers to their suppliers, satisfaction as an indirect
determinant of commitment has a very strong influence on trust (8 = 0.92), as well as
the confidence of customers, which as a direct determinant, also has a strong influence
on commitment (5 = 0.81). The calculated value of the coefficient of determination
indicates that 75.5% of the variance of commitment with suppliers is the consequence
of the joint effect of three latent determinants.

4. Conclusion

By examining the strategic importance of commitment in customer - supplier
relationships within SMEs in Serbia, it is evident that the constructs influencing
commitment in this relationship, are trust and satisfaction having direct and significant
impact while satisfaction is an indirect determinant in this relationship.

Obtaining advantages in supply relationships is a fundament for
understanding the success and survival of many companies, enabling companies
(customers) to get greater value added, for the competition itself, through the
management of positive and lasting relationships with both suppliers and customers
(Barton, et al. 1999).

The results obtained in this paper using the measurement and structural
models suggest that satisfaction and trust have positive impact in the customer -
supplier relationships, which describes the strength and character relationships, by
which establishing hypotheses in conceptual model have been confirmed. To build
trust in relation between customer - supplier it is necessary to achieve the strategic
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collaboration between the partners, which would be the best way to reduce uncertainty
and increase the level of trust. The supplier should demonstrate commitment to the
company (customer), to be honest with him, to keep his promise, and to be reliable
in terms of relevant information. Otherwise, the barrier due to the uncertainty in the
market will not be able to overcome. While customer satisfaction as a critical component
of current and future performance of suppliers is an important source of competitive
advantage, which is manifested through the fulfillment of the promise given at the
beginning of the cooperation, their positive attitude, and the ability of both sides to
meet the standards and thus manifest the commitment.
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Abstrakt

KI'tac¢om k dspechu podnikov v dobe globalizicie je schopnost inovovat.
Vyvoj novych produktov, vylepsené technolégie a vytvaranie novych priemyselnych
odvetvi zohrava hlavnu rolu v globalnej ekonomike. Cim dalej, tym viac inovécie st
dolezitejsie pri dosahovani hospodérskeho rastu. Zeny v tejto dobe predstavuja zdroj
talentov, ktory je malo vyuzivany a vystihuju aj vyrazny potencial pre celosvetovy rast
ekonomiky. Prispevok je zamerany na problematiku postavenia Zien na manazérskej
pozicii a orientuje sa na moznosti dosiahnutia top pozicie Zenou v podmienkach
malych a strednych podnikov na tizemi Slovenskej republiky.
Klacové slové: Zeny. Inovacie. Manazment. Bariéry. MaSP.

Abstract

Innovation appears to be the main key to the success of enterprises in the
times of globalization. Development of new products, improved technologies, and
creating new industries, play the main role in the global economy. More and more,
the innovations are becoming essential in achieving the economic growth. In this time,
women represent not only the source of talent, which is not utilized to its full capacity,
but at the same time a very strong potential for the growth of the worldwide economy.
Our paper focuses on the problem of the position of women in management, and
discusses the possibilities of achieving the top positions by women, in the conditions of
small and medium enterprises in the Slovak Republic.

Keywords: Women. Innovation. Management. Barriers. SMEs.

JEL Classification: L26, M12, M14

Uvod

Zeny - manazérky domacich a medzinarodnych spolo¢nosti, ¢ majitelky
firiem vo vietkych sférach ekonomiky uZ na Slovensku nie sa vynimkou. Uspesnych
zien a pozitivnych prikladov pribida. Napriek tomu ich v8ak este stale nie je dostatok.
Pritomnost medzinarodnych spolo¢nosti na Slovensku prispela k tomu, Ze sa prekonali
lokédlne predsudky a na riadiacich postoch sa objavuju aj Zeny. Déovodom je, Ze
zahrani¢ni manazéri s na Zeny v riadiacich pozicidch zvyknuti a tento trend dlhodobo
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presadzujt aj u nés. Podla Javorskej (2011) Zeny st vo vSeobecnosti menej odvazne
ako muzi a dlhsie rozmyslaju ak im pontknu nejakt funkciu. Viac zvazuju pre a proti
- na rozdiel od muzskych kolegov, ktori majt ovela viac odvahy a sebavedomia prijat
vyzvy. Tym sa mnohokrat samy Zeny diskvalifikuja. Zeny taktiez vahaja poziadat o
laskavost, lebo sa obavajt, aby neposobili dotieravo. A zaroven je tu stale pritomna
obava z klebiet ohl'adne spochybriovania ich odbornosti ¢i nebodaj sposobu ziskania
pozicie. Na druhej strane st zeny vybornymi komunikatormi a diplomatkami, pri
sporoch sa nesnazia svojhlavo masirovat svoje ego, ale dopracovat’ sa k obojstranne
prospesnému vysledku. Nehovoriac o ich empatii a mensom individualizme.

V 21. storoci, ked’ je v Eurépe takmer 23 miliénov malych a strednych
podnikov v priemere s piatimi zamestnancami, Zeny - podnikatel’ky tvoria len priblizne
30% z celkovej podnikatel'skej obce. Poznanie aktudlneho postavenia zien - manazérok
na slovenskom trhu préce je Gé¢innym sposobom, ktory by mal napomoct k lepsiemu
vyuzitiu I'udského kapitédlu, orientovat sa na moznosti dosiahnutia top pozicii Zenami
a tak vyuzit ich potencidl v kreativite, inovaciach, ¢im si podnik zabezpe¢i konkurenc-
nud vyhodu.

Teoretické vychodiska

Zamerom prispevku je objasnit’ bariéry' s ktoré museli zvlddnut Zeny
posobiace na poste manazérok. Pri praci Zien ich presadenie sa na pracovnom trhu
a vybudovanie si vlastnej Zivotnej drahy byva prepojené s niekolkymi problémami.
Jednym z najvicsich demotivatorov je fakt, Ze zeny dostdvaju menej zaplatené za
rovnaku pracu ako muzi. Nas trh préce nie je dostato¢ne pruzny a pripraveny navrhnat
zenam, aby skibili svoje povinnosti, ktoré sa tykaja rodinnych zéleZitosti, spolu s
vybudovanim si vlastnej kariéry, a tak sa stat’ nezavislymi od muZzov. Ak berieme do
tvahy mladsie ro¢niky, mozeme povedat, Ze z pohladu zamestndvatela ide hlavne o
obavy z dlhsej nepritomnosti v praci v doésledku rodinnych povinnosti.

V poslednom obdobi Eurépska komisia zintenzivnila boj proti diskrimindacii
v pracovnopravnych vztahoch. Je nesporné, ze rozhodujtcim faktorom v ndprave
diskrimina¢nych praktik, sa stala legislativa, ktord sa premietla aj do narodnych
legislativ ¢lenskych statov. V dokumentoch Eurépskej komisie sa priznédva, Ze napriek
rozsiahlej legislative, ktord podporila vyuzivanie pozitivnych akcii® (positiveactions)
k naprave situdcie v oblasti diskrimindcie, sa dosiahol len obmedzeny pokrok
v definovani parametrov pozitivnych akcii a ich aplikécie (Kosta, 2010).

Podla Dytrta (2014) diskriminacia redukuje predpoklad plne vyuzit I'udsky
potencidl, ktory je na nasom tzemi k dispozicii, znizuje konkurenciu v rdmci trhového
prostredia a pracovnej sily, z toho vyplyva, Ze klesa tlak na zvysenie celkovej kvality
I'udského kapitédlu, ¢oho nasledkom je negativny dopad na rozvoj ekonomiky a tymto
zniZujeme $ancu na vyvoj hospodarstva.

Eurépska tnia sa usiluje bojovat v oblasti rodovej rovnosti zavedenim
réznych zakonov a kvot motivovat spolo¢nosti, aby zamestnavali viac Zien do rdznych
manazérskych pozicii.

! Termin bariéra chapeme ako prekazku, hranicu alebo zabranu, ktora obmedzuje Zeny - manazérky vo svojej praci.
Ide o bariéry legislativne, rodové, rodinné, skleny strop.

2 Pojem pozitivna akcia charakterizujeme ako skupinu I'udi, ktori st diskriminovani alebo inak znevyhodneni oproti
ostatnym. V nasom pripade ide o diskriminaciu zien. K samotnému procesu pozitivnych akcii prispieva monitoro-
vanie rozsahu a kvality rovnovahy medzi muzmi a Zenami v pracovnopravnych vztahoch.

129



Slovensko prijalo tzv. stratégiu rodového hladiska, ktord sa snazi pracovat
s pohladom Zeny do rozhodovacieho procesu na roznych tdrovniach, s planom
prijat rovnost pohlavi. V tejto stratégii pracujeme s réznymi metédami, ako by sa
diskriminécia pri hodnoteni na zdklade pohlavia dala eliminovat. Zasah legislativy
v podmienkach Slovenska nestaci, lebo rodové stereotypy st zafixované hlboko v
mysli T'udi. Problematika v oblasti rodovych rozdielov sa zameriava na rozdiely
medzi Zenskym a muzskym pokolenim a snazi sa prekondvat prekazky, ktoré boli
hlboko ,,zakotvené” v zmysl'ani spolo¢nosti. Ak sa stane beznou rutinou, Ze pochvala
manazérky je nieco neobvyklé, sme obetou predsudkov, ktoré st v nasich hlavéach.

Rodové bariéry vychadzaju zo vSeobecnych predsudkov resp. predstav,
ktorymi a akymi vlastnostami maja disponovat muzi a Zeny na manazérskych postoch,
bez ohl'adu v akej oblasti pracuja.

Na Slovensku, nie kazdy podriadeny je ochotny prijat’ na riadiace pozicie
zenu, ¢o suvisi najmd s predstavou tradi¢nej tlohy Zeny. Ak si Zena vyberie kariéru
manazérky, medzi najcastejsie nedostatky patri nepriebojnost, ktora muzom
nechyba. Pozicia manazérky predstavuje urcita pripravenost na odmietanie nielen od
muzského pohlavia, ale toto odmietanie prichddza zo strany Zzenskych kolegyn. Pri
prijimani na urcité pozicie, ale aj pri zaobchadzani so zamestnankyfiami - matkami,
sa zamestnavatelia dopuastaju skrytej diskriminacie na zédklade pohlavia, materstva,
fyzickej krasy a pod. (Marosiova a kol., 2006).

Ak by zamestnavatelia zamestnavali priblizne v rovnhakom pomere muzov
a zeny v ramci manazérskej pozicie, tak by dochddzalo k efektivnej alokacii ludského
kapitalu. Avsak v realite je tento nepomer znacne citelny, nakol'ko st tieto manazérske
posty obsadzované viac muzmi.

Znevyhodiiovanie v podobe mzdového ohodnotenia a nizsieho zasttpenia
zien na manazérskych postoch je dokazatelny jav. Manazérky musia podat vyssi vykon
v préci ako muzi, aby mohli byt ohodnotené rovnako. Avsak preukdzatelnym faktom
zostava, ze niektoré Zeny si uz pri pohovoroch neziadaja platovo tolko ako muzi, ¢o
zostava pre zamestnavatelov urcitym ,ldkadlom”, ¢o sa tyka mzdovych nakladov a
rovnakej kvality (www .karierainfo.sk).

Bez ohladu na rozne zikony ¢i reformy na pracovnom trhu zazname-
navame neustale rodové rozdiely v zamestnanosti Zien a muzov. Dévodom preco
existuje nerovnost medzi pohlaviami na trhu prace spociva na jednej strane v
rozdel'ovani do rodovych roli, a na druhej strane nedostato¢nymi prostriedkami, ktoré
by mali preklenut tieto rozdiely. V nasom prostredi zaznamendvame nedostato¢ny
pocet socidlnych sluzieb, ktoré by napomohli zladit manazérsky pracovny Zivot spolu
s rodinnym Zivotom.

Dytrt (2014) tvrdi, Ze nizSie zasttpenie zien vo vrcholovych riadiacich
funkciach znizuje efektivitu riadenia a kvalitu rozhodovania, pretoze podporuje
model preferujaci osobné zdujmy pred zdujmami celku (spolo¢nosti, organizacie)
prostrednictvom udrzovania mocenskych pozicii a klientelistickych sieti a umelého
zoslabovania konkuren¢ného prostredia.

Rodinna bariéra ako prekazka s ktorou sa Zeny stretdvaju pri snahe o
budovanie manazérskej kariéry, savisi s jej rodinnymi povinnostami. Stkromny Zivot
(deti, rodina, domacnost) predstavuje dolezitt oblast kariérnych bariér v ktorych sa
muzi a Zeny diametrdlne odlisuja.

Zeny, ktoré st na poste manazérky si Coraz Castejsie kladu otazku, & sa
majt rozhodnut pre rodinu alebo kariéru. Zeny na rozdiel od muzov sa v uréitom
obdobi rozhoduja pre dieta alebo pracu, a kvoli materskym dovolenkdm maja v
kariérnom aj platovom postupe par rokov pauzu (www karierainfo.zoznam.sk).
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Ako uvadza Marosiova a kol. (2006), Zeny byvaja znevyhodnované v ramci
trhu préce hlavne z dovodu tehotenstva alebo materstva. Va¢$ina zamestnavatelov sa
tymto zendm vyhyba, aj ked' je vedecky podlozené, ze Zeny - manazérky, ktoré sa
zéaroven i matky, predstavuja spolahlivejsiu silu, vedia dodrziavat lepsiu pracovnu
disciplinu a prejavuja vacsiu spolupatri¢nost voci organizacii.

Na zaklade realizovaného vyskumu ,Charakteristiky a kariérne cesty
vrcholovych manazérok” konstatujeme, Ze jednou z najvacsich prekazok je skleneny strop
alebo glassceiling®. Aj napriek tomu, ze sa nachddzame v 21. storo¢i stéle existuju a
pretrvéavaji neviditelné a neoficidlne prekazky, ktoré zeny fixuju do tradicnej roly.
Tieto prekazky resp. predsudky sa dotykaji najmi nedostatoénych predpokladov
pre vykonavanie tej - danej prace pri stanovenom mieste v préci. Skleneny strop je
najviac citelny pri obsadzovani prdve manazérskych pozicii zenami. Skleny strop
moze byt spajany aj s pojmom psychologicka bariéra, ktord predstavuje urcity blok
v samotnych hlavach manazérok. Niektoré Zeny nemaji dostato¢né sebavedomie
na to, aby si viac verili na pozicidch lidrov.

Dalsou okolnostou, ktora vplyva na celkovt existenciu skleného stropu
je fakt, ze Zeny si neudrzuju v ramci pracovnych vztahov i neformélne vztahy. To
znamena, ze mimo prace netrdvia dostato¢ne vela ¢asu ako muzi. Vieme, ze muzi st
vela zo svojho osobného ¢asu v praci a pre organizaciu znamenaju pridant hodnotu
(Barosova, 2007).

Na zaklade eurdpskeho prieskumu pre Eurépsky parlament ktory sa
konal v marci 2013 mozeme povedat, Ze vd¢sinu zamestnavatelov pri pohovoroch
zien do zamestnania zaujima hlavne fakt, ¢i Zena ma alebo nema deti. Od muzov si
zamestndvatelia vyzaduja hlavne znalost, pricom od Zien o¢akavaji bezdetnost.

Pre skuto¢né kvalitné uplatnenie zien a nediskrimina¢ny pristup
pri obsadzovani riadiacich funkcii je predovsetkym nutné zmenit aj vnimanie
spolo¢nosti vo vztahu k rodine a k rodicovstvu. Na jednej strane sa u nds propaguje
neokonzervativny model rodiny, ktory definuje rodinu ako zdkladnd hodnotu
a zakladny kamen spolo¢nosti, na druhej strane je v beznom Zzivote vztah k rodine
a k rodicovstvu degradovany ako negativny faktor z hladiska kvality pracovnej
sily. Len maloktora spolo¢nost alebo zamestnavatel sa snazi vyjst mladym rodi¢om
v Gstrety. Tyka sa to ¢asového rozvrhnutia pracovného dria, organizacie pracovnych
porad a rokovani, konania a zamerania spolo¢enskych akcii a aktivit mimo pracoviska
(Dytrt, 2014).

Material a metody

Parcialnym cielom prieskumu na tému Zeny a manaZment realizovaného na
EF UMB v BB (marec 2015) bolo zistit najcastejsie bariéry zien v ich kariérnom raste.
Dotaznik obsahoval 33 otdzok, z toho osem otdzok bolo zameranych na identifikaciu
najcastejsich bariér v ich kariérnom raste. Dotazniky sme distribuovali organizécidm
o ktorych sme vedeli, Ze na manazérskej pozicii posobi Zzena. Dalsim kritériom pre
posielanie dotaznikov boli najméd podniky, ktoré patrili do skupiny mikro, malych a
strednych podnikov. Distribuovali sme 175 dotaznikov, miera ndvratnosti bola 41 %.
Vysledky sme spracovali pomocou programu EXCEL. Hlavnt cielovt skupinu (stbor
prieskumu) tvorili manazérky, ktoré pracuji na veducej pozicii v mikropodnikoch,
malych a strednych podnikoch na tizemi Slovenskej republiky.

3 Pojem skleny strop je oznacenim stiboru prekazok zaloZenych na subjektivnych, strukturalnych a organiza¢nych
pric¢inach, ktoré brania zenam ako skupine v ich postupe na strednt a vyssiu riadiacu poziciu (Dytrt, 2014).
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Tabulka 1 Rozdelenie manaZérok podla jednotlivych kritérii

. POCET PERCENTUALNE
KRITERIUM | p/ANAZEROK | VYJADRENIE
do 30 rokov 32 45%
do 30-40 rokov 15 21%
vek
od 40-50 rokov 14 20%
50 a viac rokov 10 14%
slobodnad 33 47%
rodinnyj stav vydatd 25 35%
rozvedend 13 18%
stredoskglské s 13 18%
maturitou
najvyssie ukoncené vysokoskolské 1. o
. N 16 23%
vzdelanie stupnia
vysokoskc;lske 2. 4 599
stupnia
do 10 20 28%
zamestnancov
rozdelenie na
zéklade poctu 10-50 25 35%
zamestnancov
zamestnancov
50 - 250 2% 379%
zamestnancov
rozdelenie podniku sukromny 57 80%
podla vlastnictva verejny 14 20%
primarny sektor 9 13%
rozdelenie Fien sekundarny sektor 13 18%
na zéklade sektorov tercidlny sektor 35 49%
kvartalny sektor 14 20%
Prameri: Vlastné spracovanie
Vysledky a diskusia

NajpocetnejSou skupinou z oslovenych respondentiek boli manazérky na
prvom stupni riadenia (58 %), druhou najviac pocetnou skupinou boli manazérky
strednej iirovne (41 %) a najmenej pocetnou boli top manazérky, graf 1.

Cas prepracovania sa na post manazérky neraz ovplyviiuje sprévanie
zamestnancov i spolo¢nosti. Prieskumnti vzorku tvorilo 25 manazérok (35%), ktorych
dizka prepracovania sa na aktudlnu poziciu trvala od 1-3 rokov, v rozmedzi 3 a viac
rokov trvalo dostat sa na stucasnu poziciu 21 manazérkam (30 %), ihned po néstupe
sa stalo manazérkou 11 respondentiek (16 %), 6-12 mesiacov 9 manazérok (13 %) a
do 6 mesiacov ostatnych 5 respondentiek (7 %).
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Reakcie respondentiek ¢im boli motivované, resp. najviac demotivované,
aby sa stali manazérkou boli rozne. Pri tejto otdzke mali moZznost vyberu viacerych
odpovedi. Vad¢sina manazérok bola motivovana vy$$im platovym ohodnotenim - 50
respondentiek, sebarealizaciu uviedlo 41 respondentiek, moznost kariérneho rastu
uviedlo 35 respondentiek. Oblast’ neustdleho vzdeldavania sa pri praci uviedlo 33
respondentiek, tizbu po tspechu uviedlo 25 respondentiek, potrebu uznania oznacilo
23 manazérok. Strach zo zlyhania ako bariéru uviedlo 34 manazérok. Obavu, Ze budu
v préci travit viac ¢asu ako doma s rodinou uviedlo 20 respondentiek. Dalej uviedli,
Ze pocituja velky tlak zo strany zamestnavatel'a, ak chcti napredovat v ich kariérnom
raste a to, aby boli ¢asovo viac flexibilné a 19 respondentiek uviedlo strach z moznej
ignorancie zo strany kolegov - muzov.

Graf 1 Rozdelenie manaZérok podla stupria riadenia

| Wtop manazérka

W manazérka strednej
urovne

@ manazérka prvej urovne

Pocet manazérok

Prameri: Vlastné spracovanie.

Predsudky, tradi¢né chdpanie roly Zeny, vysokd intenzita prace uviedlo 17
respondentiek.

Spolupraca nielen s opa¢nym pohlavim je dolezitym faktorom, ktory
ovplyviiuje pracu manazérky v jej kazdodennej ¢innosti. Za vyborna spolupracu s
opa¢nym pohlavim sa vyjadrilo 41 respondentiek, 17 respondentiek uviedlo spolupracu
s muzmi ako priemernt a 13 respondentiek uviedli spolupracu s muzskymi kolegami
ako najhorsiu.

Co sa tyka diskriminécie na pracovisku, 18 manazérok z opytanych uviedlo,
7e sa s diskriminaciou stretli v oblasti rodinného Zivota, d’alsich 16 manaZérok sa stretlo
s diskriminaciou v ramci predsudkov o Zenskych vlastnostiach. Najmenej manazérok
(4) sa stretlo s diskrimindciou v oblasti ich vzdelania, pracovnych skisenosti a
kariérneho postupu. Najviac z opytanych (33 respondentiek) diskriminaciu nepocituja
vobec. Co sa tyka samotného ohodnocovania ich prace, 53 manazérok uviedlo, Ze st
rovnako ohodnotené ako ich muzski kolegovia a 18 respondentiek (25 %) uviedlo,
Ze v otdzke odmeriovania citia nespravodlivost voci svojim muzskym kolegom na
manaZzérskej pozicii. Graf 2 prezentuje vysledky prieskumu, kde sme zistovali, ¢o si
myslia, ktoré faktory najviac spdsobuji niz$ie ohodnotenie Zien oprosti muzskym
kolegom na riadiacich poziciach.
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Planovanie dietata ako bariéra v o¢iach budiiceho zamestnavatel'a, bola tiez
predmetom nasho zaujmu. Dieta alebo pripadné pldnovanie materstva predstavuje
urcity problém pri prijiman{ do zamestnania, ¢o potvrdilo 69 % manazérok. Dalgich
21 % sa nestretli s diskriminaciou tohto druhu a 10 % sa nevedeli vyjadrit. Ci pocitovali
podobnt bariéru (pldnovanie dietata) aj poc¢as budovania ich kariéry zo strany vedenia
podniku, uviedlo 47 % z opytanych respondentiek. Urcite nie odpovedalo 23 %. Ostatné
respondentky sa k danej otazke nevyjadrili. Uvedené tvrdenia podciarkuje fakt, ze
takmer polovica respondentiek nema v sticasnosti ziadne dieta. Z toho 21 vo veku do
30 rokov a 9 vo veku od 30 do 40 rokov a 3 respondentky vo veku od 40 do 50 rokov.
Na zédklade parcidlnych vysledkov prieskumu moZzeme konstatovat, Ze v stcasnosti
pomaly vzrasta troven ambiciéznych Zien. Kvoli kariére st ochotné odkladat zaloZzenie
si rodiny, ¢i zakladanie si klasickych partnerskych vztahov. Nakol'ko sa nedostato¢ne
riesi problematika harmonizovania kariéry s rodinnym Zzivotom, tak sa Zeny najskor
rozhodnt vybudovat si kariéru a neskor si zalozit rodinu.

Graf 2 Faktory sposobujiice niZsie ohodnotenie manazérok

M pohlavie-tradi¢nd rola Zeny

M nizsie zastUpenie Zien na
manazérskych pozicidch

M nizsi pracovny vykon

MW nedostatok prace nadcas

W legislativa

E rodinny Zivot

Pocet manazérok

M nevyjedndvanie vyssej mzdy

W myty/predsudky mojich
schopnosti

Prameri: Vlastné spracovanie.

Existujt viaceré bariéry, ktoré sposobujt, Ze Zien je medzi manazérkami stale
malo. Okrem uz spominanych bariér v tomto prispevku, stile prevldda aj mentalna
bariéra muzov a tiezZ mentélne nastavenie Zien, ktoré si nevedia samy seba predstavit
na veducej pozicii. Pricom rozdiel medzi Zenami a muzmi v biznise je v tom, Ze muzi
chet byt za kazda cenu tspesni, Zeny hladaja predovsetkym harmoéniu a stabilitu.
Zeny urcite vzbudzuju vasiu déveryhodnost a vedia veci zvazit z racionalnej i
emocionalnej stranky.

Na zédklade doteraz uvedeného, ur¢ite ma zmysel hovorit aj o vytvoreni a
realnom naplneni moznosti lepsieho zaclenenia sa Zien spit’ do pracovného procesu.
Ulahcilo by to ich rozhodovanie o zaloZeni si rodiny a zapojit sa spidt do préce a
nestratit pracovné navyky. Je vhodné, aby viaceri zamestnavatelia vo svojej organizacii
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poskytli rozne opatrenia v podobe flexibilného pracovného ¢asu, alebo umoznenie
prace doma. Prave tymto by napomohli v otdzke volby, ¢i sa rozhodnat pre kariéru
alebo pre dieta. Ak by mali k dispozicii takéto opatrenie, mohli by skibit starostlivost
o dieta s pracovnymi povinnostami. Opodstatnenie nasich navrhov podciarkuja aj
vysledky prieskumu, ktoré uskuto¢nilo Férum podnikateliek, ktoré hovori o tom, Ze
viac ako 58 % respondentov odpovedalo, Ze je priam nevyhnutnostou zlepsit sluzby
pre matky, zeny a celkovo i rodiny.

Pre zaujimavost uvddzame model z Nemecka. Zamestnavatel je povinny
garantovat drzanie pracovného miesta este minimalne dvaroky, po nastupe namaterska
a rodi¢ovskt dovolenku, takZe sa Zeny nemusia obédvat, ze pridu o konkrétnu pracu.
O tom, ako sa skoro vratia spat do pracovného procesu, zavisi hlavne od celkovych
prijmov rodiny, od dostupnosti jasli a $kolky a pod. Na zéklade ndsho dotaznikového
prieskumu sme zaznamenali, Ze respondentky sa stretli uz pri prijimacom pohovore
s urc¢itou bariérou v podobe dietata alebo planovaného materstva, ¢o sa povazuje
za formu diskrimindcie.

Podla antidiskrimina¢ného zdkona sa povazuja za jednu z foriem
diskriminécie pri prijimacom pohovore otazky tykajice sa tehotenstva i materstva.
Legislativne st tieto formy diskrimindcie podlozené i v zdkonniku prace. Aj napriek
takejto legislative, sa neustdle stretivame s tymto problémom, ¢o ndm potvrdila
i analyzovand vzorka respondentiek. Podla tychto argumentov navrhujeme
zamestnavatelom, aby Zeny, i ked st budicimi matkami, alebo matkami, nezamietli
tento I'udsky kapitdl v zavislosti od budiceho materstva. S tymto stvisi aj jeden z
najvacsich problémov resp. prekdzkou, ktora brani Zendm dostat’ sa na manazérsku
poziciu, a tou je skleneny strop.

Vo vyspelych statoch akym je aj bezpochyby Slovensko, by nemali existovat
bariéry prostrednictvom ktorych by sa Zeny nemohli uplatnit na trhu prace. Napriek
tomu, stéle pretrvavaju skryté prekazky, ktorych povod je v tradi¢cnom chépani roly
zeny, v roznych predsudkoch a mytoch o mensich alebo horsich predpokladoch
pre vykondvanie konkrétnej prace, ¢i zastdpenia pracovnej pozicie. Problémom,
ktorym je potrebné sa zaoberat, je aj absencia vzdeldvania, ktora hovori o dolezitosti
rodovej rovnosti. Na§ vzdelavaci systém nedostato¢ne vedie mladé dievcatd k tomu,
aby si zdravo verili a Ze m6zu byt tspesné v kazdej oblasti hospodarskeho Zivota.
Je potrebné, aby sa viac hovorilo o tspe$nych Zenich - manazérkach na Slovensku,
aby sa prezentovali na réznych besedach uz na strednych a vysokych skolach, aby
posobili ako motivéatorky pre dalsie Zeny na ich kariérnej ceste. Na to, aby sa nieco
takéto mohlo realizovat, je potrebné dostat’ ttto problematiku do povedomia Sirokej
verejnosti, nakol'ko nasa verejnost nema postacujace informdcie o prinosoch a
konkurenénych vyhodéch Zenského potencidlu na vedtcej pozicii v organizacii.

Zaver

Zeny sa Coraz viac presadzuji na najvyssich pozicidch v biznise. Ich pocet sa
v strednej a vychodnej Eur6py nadalej zvysuje. Kym v roku 2013 bolo vo vrcholnych
pozicidch len 12 percent Zien, v roku 2014 sa podiel zvysil az na 17 percent. Slovensko
v tejto oblasti zaostdva dlhodobo. Pred desiatimi rokmi bolo zasttpenie Zien vo
vrcholovych pozicidch vel'kych spolo¢nosti len na tirovni 4 percent. Dovody su z vel'kej
miery dané nasim historickym vyvojom a tradi¢nou del'bou préace. V otazke postavenia
zien sme dodnes stale relativne konzervativnou krajinou. N&s trh prace patri medzi
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rodovo najsegregovanejsie v EU. Ako ukazuje prax, Zeny na Slovensku pracuja
vyrazne Castejsie na niz$ich poziciach v porovnani s muzmi. Aj miera zamestnanosti
Zien je u nés niz&ia oproti vyspelym krajindm. Zeny u nas tradi¢ne pracuju v sektoroch
s nizkym prijmom, ako napriklad $kolstvo, zdravotnictvo, socidlna starostlivost,
kulttra, vyroba. Vyrazne malo ich u nés participuje aj v politike, najma v porovnani
so zépadnou Eurépou a Skandinaviou. Pretlacat Zzeny do vedtcich pozicii umelymi
kvoétami nie je cesta. Samotné Zeny by si mali povedat, Ze chcta veci menit. Najviac zien
v top manazmente - do 40 percent - maju severské krajiny. Na Slovensku zastavaju
zeny iba zhruba pitinu poprednych pozicii. Slovenské Zeny maja urcite potencial
prerazit aj bez kvot. Svet sa dnes meni vel'mi rychlo, treba sa zmendm prispésobovat,
ale popri tom si treba chranit jednoduché zéklady zivota. Ak sa prisposobime len
rychlosti, nemusime prezit, a to Zeny vd'aka svojej intuicii dokazu lepsie pochopit’ ako
muZzi.
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ZODPOVEDNE SPRAVANIE PODNIKOV A JEHO VPLYV
NA SPOTREBITEI'SKE SPRAVANIE

RESPONSIBLE BEHAVIOR OF BUSINESSES AND ITS
IMPACT ON CONSUMER BEHAVIOR
Zdenka MUSOV A

Katedra ekonomiky a manazmentu podniku, Ekonomicka fakulta
Univerzity Mateja Bela v Banskej Bystrici

Abstract

Many businesses, regardless of their size, role and position in the market,
are now trying to behave more responsibly - ethically, socially and environmentally
acceptable to its stakeholders. In the long term such behavior brings them many
effects - better economic results, the effect of reputation, customer satisfaction, and
employee loyalty. For enterprises is very important, how they are perceived and
evaluated not only their customers but also the general public. In this paper we
will focus on exploring the impact of responsible corporate behavior on purchasing
decisions and behavior of consumers.

Key words: corporate social responsibility, buying behavior and decision-making, factors of
consumer behavior

Abstrakt

Mnohé podnikatel'ské subjekty, bez ohladu na svoju vel'kost, vyznam a
poziciu v trhovom prostredi, sa dnes snazia spravat’ zodpovednejsie - eticky, socidlne
a environmentalne prijatelne voci svojim zaujmovym skupindm. Z dlhodobého
hl'adiska im takéto spravanie prindsa mnohé efekty - lepsie ekonomické vysledky,
reputacny efekt, spokojnost’ zdkaznikov, ¢i lojalitu zamestnancov. podniky. Podniky
si uvedomuju, Ze je dolezité, ako ich vnimaju a posudzuja nielen ich zakaznici, ale
aj siroka verejnost. V prispevku sa zameriame na skiimanie vplyvu zodpovedného
spravania podnikov na ndkupné rozhodovanie a spravanie spotrebitelov.

Klacové slova: spolocensky zodpovednost podnikov, ndkupné spravanie a rozhodovanie,
faktory spotrebitel'ského spravania

JEL Classification: L.26, M14, M30

138



Uvod

Kazdy podnik, ktory chce byt tspesny vo svojom podnikani a chce dispo-
novat’ konkuren¢nou vyhodou, musi uz v ramci svojho strategického (marketingo-
vého) planovania dokladne sktmat trh, predovsetkym jeho velkost a Struktiru,
potreby a poziadavky zdkaznikov, ich preferencie, spotrebitel'ské spravanie a trendy,
ktoré na trhu vznikaja (Mindrovéd, 2009). Trhy, na ktorych dochadza k vymennym
procesom a tym k uspokojovaniu potrieb spotrebitelov, ako aj ponudkajtcich, sa v
ostatnych rokoch vyrazne zmenili, a to v dosledku dolezitych, niekedy navzdjom
prepojenych spolocenskych sil, ktoré viedli k vytvoreniu novych modelov spravania,
novych moZznosti a novych vyziev. Meniace sa technolégie, globalizacia, dereguldcia,
posilnenie pozicie zdkaznika, neustale sa zvysujtca konkurencia, kustomizacia, rozvoj
, internetovej spolocnosti” - to s len niektoré faktory, ktoré ovplyviiuju vyber filozofie,
ktorou by sa malo riadit’ tsilie podnikatel'skych (ale aj ostatnych) subjektov v trhovom
prostredi. Orientdcia len na potreby a Zelania spotrebitelov v tzv. novej (rozumnej,
humannej a ekologickej) ekonomike nestaci.

Marketingovd tedria v tejto stvislosti upozoriiuje na formovanie inovativnej
- tzv. holistickej marketingovej koncepcie, ktora je charakterizovana ako dynamicka
koncepcia odvodena od moznosti elektronického prepojenia a spoluprace medzi
podnikom, jeho zédkaznikmi a spolupracujacimi subjektmi. Integruje aktivity v
oblasti skimania, vytvédrania a poskytovania hodnoty s cielom budovat dlhodobé a
vzajomne uspokojivé vztahy medzi tymito kla¢ovymi zainteresovanymi stranami a
ich spolo¢ensku prosperitu (Kotler, Jain, Maesincee, 2007). Neoddelitelnou sti¢astou
holistickej koncepcie je spolocensky zodpovedny marketing, ktory zdoéraziiuje pot-
rebu dbat’ aj na spolocenské, etické, pravne a environmentalne aspekty marketingo-
vych praktik. Vyzaduje od marketingovych manazérov a ostatnych pracovnikov, aby
pri rozhodovani zohl'adriovali okrem iného aj dlhodobé zaujmy spolo¢nosti ako celku
(Musova, 2013).

Kazdy z nas je spotrebitelom a mnohi robime denne ndkupné rozhodnutia,
prostrednictvom ktorych uspokojujeme svoje potreby a Zelania. Sticasny spotrebitel
ma vyznamné postavenie na trhu. Stapla jeho suverenita a ma obrovské moznosti
vyberat si zo $irokej ponuky produktov taky, ktory mu vyhovuje a o ktorom si mysli, Zze
lepsie splni jeho oc¢akédvania a naroky. Faktory a vplyvy, ktoré motivuji spotrebitelov
urobit ndkupné rozhodnutie, tvoria pomerne $iroky komplex a nie je jednoduché
im porozumiet. V klasickom modeli podnetov a reakcii (model tzv. ¢iernej skrinky
spotrebitela) maji velky vyznam marketingové podnety (4P marketingového mixu)
a ostatné podnety (vplyvy a udalosti v okoli kupujiceho), ktoré vstupuja do ,, ciernej
skrinky” spotrebitel'a, kde sa transformujt na stbor pozorovatelnych reakcii - vyber
produktu, znacky, predajcu, nacasovanie kipy, disponibilnd suma na nakup a pod.
(Kul¢dkové, Richterova, 1997; Kotler, Armstrong, 2004; Dado a kol., 2006; Poliacikova,
2007, Novotny, 2010; Mura, Lincényi, 2015, Majerova, J., Krizanova, A., 2015).
Spravnym pochopenim tohto modelu a faktorov, ktoré ovplyviiuji nakupné spravanie
spotrebitela, ziskavaju aj marketéri lepsiu Sancu predvidat, ako bude spotrebitel
reagovat na ich marketingova stratégiu.

Z pohladu marketingu je pochopenie spotrebitelského spravania
nevyhnutné pre dlhodoby tspech podniku. Je zakladnym kamenom, orienticiou a
filozofiou marketingovej koncepcie. Marketingova orientdcia sa dotyka nasledov-
nych oblasti (Tédborecka-Petrovic¢ova, 2011):

*  potrieb a poziadaviek spotrebitelov, resp. zakaznikov, kedze poskytovanie to-
varov a sluzieb je prostriedkom na uspokojovanie potrieb,
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e cielov podniku, ktoré urcia priority pri uspokojovani potrieb spotrebitel’a,

*  integrovanej stratégie, ktord dava do stuladu potreby spotrebitela a podniku,
pricom sa oc¢akdva zainteresovanost vsetkych zloziek podniku a marketing sa
chépe nielen na trovni funkcii, ale aj stratégii a celkovej filozofie (marketingovej
orientacie) podniku.

Podniky si stale viac uvedomuju délezitost toho, ako ich vnimaja a
posudzuju nielen ich zdkaznici, ale aj $iroka verejnost. Snazia sa spravat tak, aby
predisli javom a situdciam, ktoré by mohli mat negativny vplyv na predaj ich produk-
tov a na ich celkovy vykon. Uspesné podniky, ktoré aplikovali koncepciu spolocenskej
zodpovednosti v podnikani, preukazuja velky zmysel pre zodpovednost za vyvoj
spolo¢nosti. Zdoraznuja ¢estnost, integritu a na prvé miesto nedavajua zisk, ale ¢loveka
- spotrebitel’a, zdkaznika, klienta (Mald, 2014). Poskytuja kvalitné produkty, spravaja
sa eticky a férovo k vSetkym zaujmovym skupindm, rozvijaji spolupracu s miestnymi
komunitami, staraji sa o zivotné prostredie. Takyto postup je v stlade s koncepciou
spolocenskej zodpovednosti a podnikatel'ské aktivity obsahuja etickd, socidlnu a
environmentdlnu dimenziu.

Spolocenska zodpovednost podnikov v stc¢asnosti ovplyviiuje aj spravanie
ich zakaznikov. Trendy a vyvoj stavu zivotného prostredia podnecuje spotrebitelov k
zodpovednejsiemu spotrebitelskému spravaniu. Cim d'alej, tym viac sa spotrebitelia
zaujimaji o to, od akého podniku produkty nakupuji a ako sa tento podnik sprava
voci véetkym zainteresovanym stranam a svojmu okoliu. Coraz Castejsie sa podniky
stretdvaju s tzv. zodpovednym spotrebitelom, ktorého mozno definovat ako osobu,
ktoré je informovand a vedomad si svojich spotrebitel'skych zvyklosti. Pozna a presadzuje
svoje spotrebitel'ské prava, vybera si produkty s najniz§im moznym negativnym
vplyvom na prostredie a zvazuje ich vplyv na spolo¢nost. Zodpovednejsim spra-
vanim (predovsetkym k sebe samému, ako aj k svojmu okoliu) sa stdva motorom
spolocenskej zodpovednosti a moéze vytvarat vyznamny tlak na podniky a ich
zodpovedné spravanie (Marasovd, 2008, In: Musov4, 2013).

Material a metody

Po preskimani a vymedzeni teoretickych vychodisk k problematike
spolocenskej zodpovednosti v podnikani v kontexte jej vplyvov na spotrebitel'ské
spravanie v tvode prispevku sme dospeli k nazoru, ze podniky svojim zodpovednym
spravanim v ekonomickej, socidlnej a environmentdlnej oblasti moézu vyznamne
ovplyviiovat ndkupné spravanie a rozhodovanie spotrebitelov. Kazdy spotrebitel
sa rozhoduje na ziklade roznych faktorov a nie vsetky rozhodnutia musia byt
¢isto racionalne. Avsak konecné rozhodnutie a reakcia na podnety podnikov je v
rukdch spotrebitelov. Predvidanie spotrebitelského vnimania réznych podnetov,
spotrebitel'skych postojov a nésledne spravania v procese rozhodovania o nédkupe je
dolezité pri zostavovani efektivnych marketingovych kampani, ktoré moézu naplnit
pozadované ciele podnikov. Pri skiimani sme vychadzali z dostupnych sekundarnych
zdrojov domadcich a zahrani¢nych autorov, ktori sa predmetnou problematikou
zaoberaju. Pri ich spracovani sme pouzili metédy zodpovedajice cielu skimania
(analyticko-syntetickd, induktivno-deduktivnu, analégiu, generalizaciu a komparaciu).

Naznacené suvislosti sme skimali aj prostrednictvom vlastného dotaz-
nikového prieskumu, so zameranim na faktory a trendy spotrebitel'ského spravania s
dorazom na etické a environmentalne aspekty nakupného rozhodovania a spravania
spotrebitelov. Realizovali sme ho zaciatkom roku 2015 na vzorke 300 respondentov
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vo veku od 16 rokov, oboch pohlavi, s rdznymi prijmami a vzdelanim. V nasledujtcej
Casti prezentujeme vybrané zaujimavé vysledky realizovaného prieskumu. V zéavere
prispevku vysledky zosumarizujeme a na ich zaklade naznacime niekolko odpo-
rac¢ani pre zodpovednejsie spravanie podnikov s ohladom na ich vplyv na ndkupné
spravanie a rozhodovanie spotrebitel'ov.

Vysledky a diskusia
Vzorka respondentov

Dotaznikového prieskumu sa zacastnilo celkom 300 respondentov rdoznych
vekovych skupin, ktorych sme oslovovali ndhodne. Najvicsie zastipenie mali
respondenti vo veku od 21 do 30 rokov (65 % opytanych), nasledovali respondenti vo
veku 31 - 40 rokov (17 %). Respondentov vo veku 16 - 20 rokov bolo viac ako 6 percent,
vo veku 41 - 50 rokov ich bolo necelych 5 %. Najmensie zasttpenie mali respondenti
vo veku 51 - 60 rokov (3,3 %) a vo veku 61 a viac rokov (2,7 %).

V ramci demografickych tdajov sme sa nasich respondentov pytali na
ich pohlavie. MuZzi mali v naSom stibore zasttipenie v pocte 130 a tvorili teda 43,3 %
véetkych respondentov. Zien bolo 56,7 % (170).

Z hladiska dosahovanych prijmov najvacsi podiel mali respondenti v osob-
nym ¢istym mesaénym prijmom do 300 eur (30,6 %) a respondenti bez prijmu (28 %).
Nasledovali respondenti s prijmom 301 - 500 eur mesacne (14 %), 501 - 700 eur mesacne
(12 %), 701 - 1000 eur mesacne (8 %) a viac ako 1000 eur mesacne (7,3 %).

Z hl'adiska ukon¢eného vzdelania prevazovali respondenti so stredoskols-
kym vzdelanim ukoncenym maturitou (38,7 %), respondenti s vysokogkolskym
vzdelanim 1. Stupna (353 %) a vysokoskolskym vzdelanim 2. Stupiia a vyssieho
vzdelania (21,3 %).

Vybrané vysledky dotaznikového prieskumu

Uvodna ¢ast dotaznika sa zameriavala na vieobecné faktory spotre-
bitel'ského spravania a ndkupného rozhodovania spotrebitelov. Respondenti vo
svojich odpovediach mali vyjadrit mieru sthlasu resp. nesthlasu s tvrdeniami,
ktoré boli zamerané na vplyv vybranych faktorov spotrebitel'ského spravania na ich
rozhodovanie. Vybrané (relevantné) vysledky prezentujeme v nasledujtcej tabul'ke 1.

Tabulka 1 Vybrané faktory spotrebitel'ského spravania

Vyberam si produkty, ktoré.... Uplne Skor Neviem Skor Uplne
sthlasim | sahlasim | posadit | nestuhlasim | nesthlasim
...st kvalitné 176 112 12 0 0
..stt cenovo vyhodné 126 148 14 10 2
...mi odporuc¢ili moji znami, priatelia... 44 218 10 26 2
..st vyrobené v podniku, ktory sa sprava 34 74 154 28 10
zodpovedne...
...st vyrobené v podniku, ktory berie ohl'ad 26 90 142 34 8
na ZP
.80 vyrabané v najblizsom okoli (lokalne 36 82 70 90 22
produkty)

ramen: Vlastne spracovanie vysledkov prieskumu
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Za najvyznamnejsi faktor, ktory ovplyvnuje ndkupné rozhodovanie, po-
vazovali nasi respondenti kvalitu, ku ktorej sa priklanalo az 288 respondentov (stcet
odpovedi tplne sthlasim a skor sthlasim), ¢o tvorilo 96 % nasej vzorky. Nasledoval
faktor cena, ku ktorej sa priklanalo 274 respondentov (91 %). Az 262 respondentov
(87 %) oznacilo, ze ich pri nakupovani ovplyviiuji odportcania ich znamych a
priatel'ov, ktoré Setria spotrebitelom ¢as, ktory by inak stravili zistovanim informaécii
o produktoch a ich porovnavanim. Tieto faktory povazujeme za najdolezitejsie, ktoré
zvazuju spotrebitelia pri svojom ndkupnom rozhodovani a spotrebitel skom spravani.
Stcasne zo stadie GfK Purchasing Power z decembra 2013 vyplynulo, Ze priemerny
Slovak ma k dispozicii zhruba o 42 % menej finanénych prostriedkov ako priemerny
obyvatel Eurépy. Slovensko sa podla stadie nachddza na 23. mieste v rebricku
42 krajin a ¢isty disponibilny prijem na jedného obyvatela predstavuje 7473 eur (www.
gfk.com). Je teda samozrejmé, ze slovenski spotrebitelia maja tendencie k hodnoteniu
kvality a porovnavaniu cien produktov a hl'adaja rovnovdhu medzi cenou a kvalitou
vzhl'adom na svoje zdroje.

V pripade zodpovedného spravania podniku voc¢i svojmu okoliu a jeho
ohladu na Zzivotné prostredie, sa ¢asto vyskytovali odpovede ,neviem posidit” (154
resp. 142).

Preferencia lokdlnych produktov spotrebitelmi je jednym zo stucasnych
trendov, na ktoré sme sa pytali aj nasich respondentov. Odpovede boli réznorodé
- 39,3 % opytanych sa priklanalo k stthlasu s tymto tvrdenim, 37,3 % k nesthlasu a
23,3 % nevedelo posudit. Roznorodost tychto odpovedi prisudzujeme faktu, Zze
produkty dovezené z inych krajin st ¢asto cenovo vyhodnejsie ako produkty vyrdbané
na Slovensku. Avsak podla prieskumu spolo¢nosti GfK Slovakia, ktory realizovala
od januara do juna 2013, sa podiel slovenskych vyrobkov v ndkupnych kosikoch
podla poctu kusov medziro¢ne zvysil o 5 %. Prieskum d'alej ukézal, Ze slovensky
spotrebitel si uvedomuje dolezitost krajiny povodu a 35,9 % vybranej vzorky slovenskej
populécie skima povod krajiny pri vac¢sine produktov (www.retailweb.sk).

Celkové vysledky tejto otdzky dotaznikového prieskumu koresponduji s
nasimi ocakdvaniami. Za najdolezitejsie faktory nasi respondenti oznacili kvalitu a
cenu produktov. Spolocensky zodpovedné a environmentalne spravanie podnikov
a vyrobcov sa umiestnilo priblizne v strede s ¢astou odpovedou ,neviem posidit”.
Tento vysledok prisudzujeme faktu, ze mnoho nasich respondentov pravdepodobne
neskdma, ¢i sa predajca a vyrobca, od ktorého nakupuja, sprava zodpovedne a
berie ohlad na zivotné prostredie. V mnohych pripadoch sa niektoré podniky
nedostato¢ne propaguju tymito ¢innostami a preto nasi respondenti mozno nemaju
poznatok o aktivitidch tohto druhu. V nasledujtcich otazkach sme preto zistovali, ¢i
a ako by respondentov ovplyvnili pri nakupe dostato¢né informacie o spoloc¢ensky
zodpovednom a environmentalnom spravani podniku.

Respondentom sme polozili otdzku, ¢i ich pri nakupe ovplyvnia informacie
o zodpovednom resp. nezodpovednom spravani pontkajiceho (predajcu alebo
vyrobcu). Otdzka navodila situdciu, v ktorej sa respondent dozvie o uréitych ¢innostiach
a aktivitdch podniku, od ktorého nakupuje a ma sa rozhodnat, ¢i ho uprednostni pred
ostatnymi podnikmi, obmedzi v danom podniku nakupy, prestane od neho nakupovat
alebo sa o dané aktivity a skuto¢nosti nezaujima. I8lo o aktivity a ¢innosti z ré6znych
oblasti zodpovedného sprévania podnikov voci zivotnému prostrediu, zdkaznikom,
zamestnancom ¢i inym zdujmovym skupinam.

V nasledujicej tabulke 2 st vyhodnotené otdzky, ktoré sa tykaja zod-
povedného resp. nezodpovedného spravania v ekonomickej rovine.
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Tabulka 2 Reakcie spotrebitelov na zodpovedné/nezodpovedné spravanie podniku v ekonomickej
oblasti

Uprednostnim ho Nezaujimam Obmedzim Prestanem od neho
pred ostatnymi sao to nakupy nakupovat’

Predavajtci /vyrobca ma
vypracovany eticky kédex a 158 142 - -
sprava sa podla neho

Predavajtci/vyrobca
poskytuje dlhsiu zaruéna
dobu na produkty a 270 30 -
reklamacie vybavuje rychlo
a spravodlivo

Predavajtci/vyrobca sa
sprava neeticky voéi inym
zakaznikom (nevyhodné - 34 90 176
zmluvy, zavadzanie,
klamanie)

Predavajuci/vyrobca
podnika netransparentne, 28 86 186
nie je férovy

Prameri: Vlastné spracovanie vyjsledkov prieskumu

V pripade situécie, Ze podnik ma vypracovany eticky kédex sa respondenti
rozdelili takmer na dve rovnaké skupiny. Tych, ktorych to nezaujima a tych, ktori
kvoli uvedenym aktivitdim podnik uprednostnia pred ostatnymi. Avsak podnik, ktory
poskytuje dlh$iu zaruént lehotu na svoje produkty a reklamacie vybavuje rychlo a
spravodlivo, uprednostni az 90 % nasich respondentov. Z vysledkov tychto tvrdeni
usudzujeme, Ze spotrebitelia sa orientuju viac na aktivity podnikov, ktoré im priamo
poskytuji vyhody. Dlhsia zaru¢na lehota poskytuje spotrebitelom pocit, Ze podnik
si je vedomy toho, Ze vyraba kvalitné produkty a pevne si za svojim tvrdenim stoji.
Vzbudzuje to doveru a produkt ziskava konkurenént vyhodu na trhu.

Negativne zistenie, napr. Ze sa podnik sprava neeticky voci svojim
zadkaznikom, by presved¢ilo az 58,67 % respondentov aby prestali nakupovat v
podniku a d'alsich 30 % respondentov by prinajmensom obmedzilo ndkupy u daného
predévajiceho. Rovnako aj v pripade netransparentného podnikania, neférového
konania a vyuzivania korupcie by prestalo u predavajticeho nakupovat 62 % a 28,67 %
by obmedzilo svoje nakupy.

Pri skimani uvedenych tvrdeni sme sa stretli s tym, Zze s navodenymi
situdciami mnoho respondentov ma osobnt skisenost. Hlavne neprijemné sktsenosti
respondentov v tejto oblasti ovplyviiuja ich budtce rozhodnutia a spotrebitel'ské
spravanie. Medzi ¢asté neetické konania podniku patri napriklad zavadzajtica reklama,
balenie a tvorba cien.

V dalsej tabul'ke 3 st uvedené reakcie opytanych na poznatky o spravani
predavajaceho vo vztahu ku svojim zamestnancom.
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Tabulka 3 Reakcie spotrebitelov na zodpovedné/nezodpovedné spravanie v socidlnej oblasti
(zamestnanci, komunita)

Uprednostnim . B Prestanem
Nezaujimam | Obmedzim
ho pred . od neho
. saoto nakupy |
ostatnymi nakupovat
Predavajtci/vyrobca vytvara
pre svojich zamestnancov
176 112 8 4
nadstandardné a priatel'ské prostredie,
podporuje ich rozvoj, stara sa o nich
Predavajuci/vyrobca podporuje charitu, 160 140
dobrovolnictvo, poskytuje dary...
Predavajtici/vyrobca podporuje detska
pracu a vytvara nevhodné pracovné 16 42 76 166
podmienky pre svojich zamestnancov

Prameri: Vlastné spracovanie vyjsledkov prieskumu

Znalost respondentov o tom, Ze podnik vytvara nadstandardné a priatel'ské
prostredie pre svojich zamestnancov a podporuje ich rozvoj, by presvedc¢ila 58,57%
opytanych, aby ho uprednostnili pred ostatnymi. 37,33 % respondentov by tito
skuto¢nost nezaujimala. V uvedenom tvrdeni tiez zohrava tlohu zainteresovanost
respondentov, ich schopnost vcitit sa do situdcie zamestnancov a vlastné skdsenosti so
zamestnavatelmi.

AZ755,33 % respondentov by prestalo nakupovat u predajcu, ktory podporuje
detskt pracu a vytvara nevhodné pracovné podmienky pre svojich zamestnancov.
25,33 % respondentov by obmedzilo v tomto podniku ndkupy. Je zaujimavé, Ze tieto
skuto¢nosti nezaujimaji az 14 % respondentov a dokonca by 5,33 % respondentov
takyto podnik uprednostnilo. Mnohi respondenti pri odpovedani na otazky ustne
uviedli, Ze nevedia, ¢o detska praca znamend a nemajt informaécie o tom, Ze v niektorych
krajinach je praca deti bezna. Ze mozno prave produkty, ktoré denne vyuZivaju st
vyrabané zamestnancami v nevyhovujtcich, niekedy az nebezpe¢nych podmienkach.
Nedostatok informécii a silnd orientdcia spotrebitelov na cenu produktov mozno
sposobuje, Ze sa nad podobnymi skuto¢nostami nezamyslaja.

Podnikovdé filantropia, darcovstvo a dobrovolnictvo sa spotrebitel ov priamo
nedotyka. Mnohi moZno nepocituju jeho nasledky a preto mu neprikladajia velka
dolezitost (az 46,66 % opytanych sa o to nezaujima). ZaleZi len na osobnom postoji
spotrebitela, ¢i by dany podnik uprednostnili.

V poslednej casti sme sa zaujimali o reakcie respondentov na zodpovedné
resp. nezodpovedné spravanie podnikov v environmentélnej oblasti. Vysledky su-
marizujeme v tabulke 4.
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Tabulka 4 Reakcie spotrebitelov na zodpovedné/nezodpovedné spravanie v environmentdlnej
oblasti

Uprednostnim . . Prestanem
Nezaujimam Obmedzim
ho pred B od neho
. saoto nakupy )
ostatnymi nakupovat
Predavajtici/vyrobca sa snazi znizovat
svoj ti 1 zivotné
j neg;.a vny vplyv xra Zivotné . 4 76 10 )
prostredie (Setri energie, recykluje,
zniZzuje objem odpadu...)
Predavajtici/vyrobca testuje svoje
jaci/vy L 2 m 104 150
vyrobky na zvieratach
Predavajtci/vyrobca predava produkty,
ktoré ohrozujt a zne¢istuja zivotné 4 40 114 142
prostredie

Prameri: Vlastné spracovanie vyjsledkov prieskumu

Snaha podniku znizovat svoj negativny vplyv na Zzivotné prostredie by
viedla 71,33 % respondentov k tomu, aby ho uprednostnili pred ostanymi podnikmi.
Nakupovanie od podniku, ktory prejavuje snahu a zdujem o zlepSenie stavu
zivotného prostredia je jednym zo spdsobov environmentalne vhodného spravania
sa spotrebitel'ov.

O testovani najmi kozmetickych vyrobkov a liekov na zvieratdch sa mozno
dostato¢ne nerozprava a nepiSe. Spotrebitelia pri nakupovani vidia produkt, jeho
zlozenie, cenu, vlastnosti a vyhody, ktoré im pouzivanim prinesie. Casto viak nevidia
ako bol produkt vyvijany a testovany. Nevedia, ¢o predchadzalo jeho uvedeniu na
pulty predajni. 50 % nasich respondentov by prestalo nakupovat v podniku, ktory
testuje svoje vyrobky na zvieratdch a 34,67 % by nakupy v takomto podniku obmedzilo.
Z uvedenych vysledkov teda vyplyva, Ze o tieto skuto¢nosti nasi respondenti zac¢inaju
mat’ zaujem.

Respondenti by prestali nakupovat (47,33 %) aj v podniku, ktory predava
produkty ohrozujuce a znefistujuce zivotné prostredie, pricom dalsich 38 %
respondentov by ndkupy aspon obmedzilo. Je zjavné, Ze pokial by respondenti mali
viac informécii o vplyve niektorych produktov na Zivotné prostredie, zvézili by ich
nakup.

Z uvedenych vysledkov usudzujeme, Zze upravit alebo zmenit svoje
spotrebitel'ské spravanie by respondentov najviac ovplyvnila vedomost o tom, Ze
podnik pontka dlhsiu zaruént lehotu a vybavuje reklamaécie rychlo a spravodlivo.
Podobne by zavazila vedomost o tom, Ze sa podnik snazi zniZovat svoj negativny
vplyv na zivotné prostredie. Znacne negativny vplyv by mala aj skuto¢nost, ze podnik
podnikd netransparentne, neférovo a vyuziva korupciu. Vysledky tiez dokazuja,
Ze respondenti sa zaujimajt aj o to, ¢i podnik kond neeticky a ako sa stard o svojich
zamestnancov.
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Odportcania pre zodpovedné aktivity podnikov s ohladom
na spotrebitel'ské spravanie

V dotaznikovom prieskume sme sa zamerali na skimanie vybranych
faktorov nakupného rozhodovania a spravania spotrebitelov. Rovnako sme zistovali,
do akej miery by spotrebitelov pri ich rozhodovani ovplyvnili niektoré vybrané
zodpovedné resp. nezodpovedné aktivity podnikov. Z vysledkov sme identifikovali
niekolko vseobecnych faktorov, ktoré ovplyviuja sprdvanie nasich respondentov.
Za najdolezitejsie st povazované kvalita produktov a ich cena. Spolo¢enskd zodpo-
vednost' etické spravanie a ochrana Zzivotného prostredia sa dostdva do popredia
pomalsie, aj ked’ viaceré vysledky nazna¢ili pozitivne smerovanie.

Z vysledkov nasho skimania usudzujeme, Ze najvacsi vplyv na ndkupné
rozhodovanie ma spravanie podniku prave voci svojim zdkaznikom. Poskytovanim
dlhsej zarucnej lehoty a spravodlivym a rychlym vybavovanim reklamacii ziskava
podnik konkuren¢na vyhodu a déveru zékaznikov. Predizena zaru¢na doba zaujme aj
novych zakaznikov a sved¢i o tom, Ze podnik si je vedomy kvality svojich produktov.
Ak je zdkaznik nuteny tovar reklamovat, mierne to nastrbi jeho doveru voci kvalite
produktu, avsak ak je tato reklamdcia vybavend promptne a spravodlivo, zakaznik
pravdepodobne v danom podniku neprestane nakupovat.

Pre podniky preto odportacame vypracovat dokladny a efektivny systém
vybavovania reklamécii a staznosti zakaznikov. Rovnako je pre podnik ndpomocné
poznat pripomienky a ndzory zdkaznikov na sluzby a produkty, ktoré poskytuje.
Tieto poznatky napomdhaji zefektivneniu procesov v podniku a zéroven spokojnosti
zékaznikov. Ziskavanie pripomienok zidkaznikov vsak moZze byt velmi narocné.
Jednym zo sposobov, ako ziskat Gprimné nazory zakaznikov, je poskytnutie priestoru
na spiatnt viazbu na internetovej stranke podniku. Najlepsie vsak vedia odhalit
spokojnost  alebo nespokojnost zakaznika prave predajcovia, teda zamestnanci
podniku, ktori prichddzaja do priameho kontaktu so zakaznikmi. Ich postrehy
a vedomosti o zdkaznikoch st pre podnik velmi dolezité, preto je potrebné svojich
zamestnancov motivovat k tomu, aby sa o zdkaznikov zaujimali.

Zakaznikov zaroven odrddza od ndkupu urcité spravanie podniku voci nim.
Jedna sa o neetické spravanie, uzatvaranie nevyhodnych zmlav, zavadzanie a klamstvo.
Rovnako na nich vplyva negativne aj netransparentné podnikanie, ¢i korupcia. Jedna
sa o velmi citliva oblast a zdkaznici reaguji na tieto aktivity réznorodo. Vicsinu
nasich respondentov podobné aktivity odradzaji od nakupu a inych nezaujimaja.
Je v8ak potrebné uviest, ze ak sa spotrebitelia dozvedia o takomto konani, podnik
uz si len velmi tazko o¢isti svoje meno. Predist zlému menu a nekalym ¢innostiam
v rdmci podniku je mozné aj prostrednictvom vypracovania etického kédexu, ktory
urcuje sposob jeho jednania voci vSetkym zainteresovanym strandm. Eticky koédex,
ktory objasiiuje aké spravanie podnik od svojich zamestnancov ocakéva, prispieva k
morélke a budovaniu dobrého mena podniku. Rovnako tiez napoméha zamestnancom
pri rozhodovani, ak sa v rdmci svojej prace stretnt napriklad s konfliktom zadujmov.

LCudia sa stavaju kritickejsi voc¢i reklame a marketingovej komunikacii
podnikov. Sa stale skeptickej$i a veria viac odportéaniam znamych a priatelov.
Toto skeptické spravanie sa prejavuje na celom svete a myslime si, Ze je to nasledok
sktsenosti s klamlivou a zavadzajacou reklamou. Aj v tomto pripade odporicame
podnikom zamerat sa na svoje silné stranky a zdoéraznit vyhody a kvalitu svojich
produktov. VyuZzivanie neetickej reklamy sice zaujme, ale nenapomaha pri budovani
dobrého mena podniku. Casto sa niektoré podniky v rdmci svojej reklamnej kampane
pohybuja v medziach zakona, no neuvedomuju si, Ze nie vsetko ¢o je zdkonné, je aj
etické.
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Zodpovedné aktivity v socidlnej rovine zabezpecuju predovsetkym spo-
kojnost zamestnancov a zvysuju efektivitu prace, ale zaujimaja aj zdkaznikov. Pokial
sa podnik o svojich zamestnancov takto stard, buduje si dobré meno ako zamestnava-
tel' a aj ako predavajuci alebo vyrobca. O $irenie dobrého mena sa v tomto pripade
postaraju nielen zakaznici ale aj zamestnanci podniku. Nasi respondenti o tieto ¢innosti
podniku prejavili zaujem a zaroven by prestali nakupovat v podniku, ktory vytvéra
nevhodné pracovné podmienky pre svojich zamestnancov alebo podporuje detsku
pracu.

Environmentdlna rovina spolo¢ensky zodpovedného spravania podniku sa
zameriava na aktivity a ¢innosti, ktoré bert ohl'ad na Zivotné prostredie, napomahaju
pri jeho ochrane alebo dokonca pomédhaji pri zlepsovani jeho stavu. Z vysledkov
prieskumu sme zistili, Ze zdujem o Zivotné prostredie sa u nasich respondentov stéle
len vyvija. Respondenti ocenuji a hodnotia velmi pozitivne, ak podnik, v ktorom
nakupujd, ma zdujem o Zzivotné prostredie. Existuje mnoho spdsobov, ktorymi by
podniky mohli prispiet ku zlepseniu stavu zivotného prostredia. Mnohé podniky si
neuvedomujd, Ze prispiet sa da aj jednoduchym zavedenim recyklacie a separovanim
odpadu, ¢i podporovanim elektronickej komunikacie. Vystavovanie a zasielanie
faktar a dokladov v elektronickej podobe rovnako napomdha v znizovani spotreby
papiera.

Vsetky uvedené aktivity pozitivne posobia na zdkaznikov, motivuja ich
k podobnému konaniu a podiel'aja sa na tvorbe dobrého mena podniku. Podl'a nasho
nézoru, ak sa podnik sprdva zodpovedne, malo by takéto spravanie byt aj stcastou jeho
marketingovej komunikécie. Je potrebné s tym oboznamit' svojich zakaznikov aj dalsie
zaujmové skupiny, prezentovat sa tym a $irit podobné myslienky a tak podnecovat
aj svoje okolie k podobnému spravaniu.

Zaver

V prispevku sme sa zamerali na skiimanie stvislosti medzi zodpovednym
spravanim podnikov a jeho vplyvom na spotrebitelské nakupné rozhodovanie a
spravanie. Pre podniky st informdcie o potrebach, Zelaniach a o¢akavaniach velmi
cenné a ich vyuzitie im pomaha odlisit sa od konkuren¢nych subjektov. Poznanie
svojich zdkaznikov a ich spravania na trhu, na ktorom podnik posobi, je dolezité najma
pri tvorbe marketingovej stratégie a komunikécie podniku. Analyzou primarnych
udajov z dotaznikového prieskumu sme identifikovali najvyznamnejsie faktory, ktoré
ovplyvnuja slovenskych spotrebitelov pri ich nakupnom rozhodovani. Dominovala
kvalita produktov a ich cena a odporac¢ania znamych a priatelov. Zaroven sme
sktimali, ako spotrebitelia vnimaji a hodnotia vybrané spolocensky zodpovedné
aktivity podnikov a do akej miery ich ovplyvnuja pri ich kazdodennych ndkupnych
rozhodnutiach. V niektorych situdcidch sa ukdzal tento vplyv ako vyznamny.
Mozno konstatovat, ze spolocensky zodpovedné spravanie podnikov ovplyviuje
aj spravanie ich zakaznikov. Viaceré trendy v spotrebitelskom spravani podnecuju
spotrebitelov k zodpovednejsiemu spotrebitel skému spravaniu. Spotrebitelia moézu a
musia vyvijat adekvatny tlak na podnikatel'ské subjekty a ich spravanie. To je mozné
len vtedy, ked spotrebitelia prestant byt k nezodpovednych postupom podnikov
l'ahostajni a nevsimavi a budd schopni doslednejsie si presadzovat svoje spotrebitel'ské
prava. Takymto postojom by mohli vyrazne prispiet k elimindcii negativnych javov
v podnikatel'skej praxi a v spolo¢nosti.
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Abstract

This paper is oriented to the small market’s food industry. The main problem
of the small market is that they often distribute partial cargo e.g. raw material. Therefore
ineffective supply chain management may increase the final price of the product
dramatically. The result of that would be lower competiveness level. The authors
concluded that optimization in a small market’s supply chain is possible only by using
combination of different warehousing systems together with different transportation
methods. This logistic systems computability stimulates the analyzation of clustering
processes and can make a large impact to the logistic cluster formation in small
markets. The developed methodology offers to combine sea, truck and railway
transportation together with different types of warehouses. To empathize even more
the optimization level it is recommended to conduct a mathematical simulation in
order to properly evaluate the best combination of different transportation types and
warehouses.

Keywords: Food Industry, Competitiveness, Small market, Supply chain management,
Warehousing.

JEL Classification: L66, L81, N7

Introduction

Businesses are feeling pressure from the world’s globalized market.
Companies that are established in the small markets must compete not only with the
local market, but also with the international market. In order for them to maintain
proper competiveness level in the international market, they must work not only in one
market. Therefore, supply chain management is necessary for proper competiveness
level achievement. Sprenger and Monch created a decision support system for
cooperative transportation planning. They analyzed the Germans food industry
where several manufacturing companies shared their fleets to reduce transportation
cost (Sprenger, Monch 2014). They developed a methodology that helps to combine
transportation together within several manufacturers. This is a practical example and
it can be seen that the problem of supply chain is relevant to large markets as well.
However, there are not any researches done that describes the distribution process of
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partial cargo that is more often found in small markets. Researchers has conducted a
specialist interview inside a small market and concluded that partial cargo distribution
can increase dramatically the logistic cost in a small market. “When transporting
with fully loaded semi-trailer (32 euro pallets) the pallet price is approximately 40-48 euro
per piece. While partial cargo is transported, the price per pallet may vary from 80 up to 120
euro and total costs can rise dramatically. (Navickas, Baskutis, Gruzauskas, Olenceviciute
2015)” Therefore, enterprises from small markets that distribute partial cargo and
they pay too much may reduce their competiveness in the global market. One side of
this problem is partial cargo transportation that requires to combine freight together
and then distribute them with as minimal transport machines as possible. However,
because of international markets the distances between the loading places may
increase and the logistic cost may increase dramatically. This problem has been analyzed
by a research that studied the effect on warehouses parameters based on traveled
distance. They developed a stochastic system that offered the best layout planning
for the warehouse, that would provide the best competiveness level (Shqair, 2014).
However, their research was done for a large market that did not distribute partial cargo
often. Here is the second problem of the partial cargo distribution. The distribution
process requires compatibility of various transportation systems like trucks, sea and
railway to minimize the cost. At the same time, the warehouses are essential for several
reasons. The first reason is that the warehousing of different types of food products
requires a proper layout of the warehouse. The second area is the type of warehouse
it is - central warehouse, consolidation warehouses, a port or a warehouse prepared
for the railway. This kind of competiveness can be achieved by using logistic clusters.
Mostly they have been analyzed in large markets (Bosona, Gebresenbet, 2011; Fallah,
2011; Beckeman, Skjoldebrand, 2007; Sun, 2015). However proper understanding of
the partial cargo distribution process may promote logistic cluster creations in small
markets also.

Novelty of the study. The Authors analyzed the supply chain management
effectivity in the small market’s food industry. They concluded that optimization
in a small market’s supply chain is possible only by using combination of different
warehousing systems. These warehousing systems stimulates the analyzation of
clustering processes and can make a large impact to logistic cluster formation in small
markets. By this method the logistic cluster’s members achieves proper competiveness
level. By these aspects the supply chain optimization strategy in the scientific literature
practically is not analyzed.

Therefore, the research’s goal is to create a methodology for small market’s
supply chain optimization, while empathizing the warehousing problem.

The study’s objectives:

1. Examine the small market’s food industry’s singularities;

2. Analyze the supply chain compatibility possibilities depending on the

transportation method;

3. Create a warehousing concept for small markets.

The Singularities of Small Markets Food Industry

The beginning of food processing starts in ancient Egypt and it symbolize the
history of the culture of mankind. At present, bread, which is characterized by using
fermentation action of yeast and which uses flour as its raw material, is baked all over
the world. The beginning of beer also starts in Babylon and Egypt in the period from
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3000 to 5000 BC. In the beginning of humanity, human’s hunted wild animals, first with
their hands, later they construct tools from stone, wood. In addition, they collected
wild plants and made food. In every age, humans became smarter and more creative.
They started to keep some products for example, for winter. From as early as 11,000
BCE, humans began a gradual transition away from a hunter-gatherer lifestyle toward
cultivating crops and animals for food (Anon, 2002).

Nowadays, the processed foods that are thriving in grocery shops are
modern processed foods and traditional foods, but their manufacturing technology,
process control and manufacturing and packaging environmental facilities have been
advanced and rationalized to an incomparable extent in the last 30 years. Seeing
that food science is progressing, due to the general introduction of hygienic, applied
microbiology, mechanical engineering, chemical engineering, electronic engineering
and high-polymer technology, products with uniformity and high quality are being
manufactured. The most monumental developments until now have been pre-cooked
frozen foods, resort pouch foods and dried foods. The mass production of food
without using unnecessary food additives has been made possible in the last 30 years,
when companies started to grand and inspect the process material, carry out proper
inspections of processed foods. The history of processed food is the history of the
rationalization of advanced technology related to raw material treatment operations,
processing operations, storage operations, other processing equipment, cleaning of
facilities, sterilizing and conservation treatment operations and effluent and waste
treatment operations (Manual, 1993). As mentioned earlier, one of the most important
development was frozen food. In addition, frozen products need quality maintenance.
If the company based on frozen products, it has to have good refrigeration equipment.
Not all products need the same temperature in order to keep it good for use. However,
not all products have the same requirements for transportation or storage. The
distribution side of the food products depend a lot on the classification and
requirements.

The classification of the food products is important to understand in order
to plan properly the supply chain. The food classification scheme can vary depending
on the organization, however they all will be similar. One of the classification
organizations is European Food Safety Authority. EFSA has developed a preliminary
standardized food classification and description system called FoodEx2. The system
consists of descriptions of a large number of individual food items aggregated into
food groups and broader food categories in a hierarchical parent-child relationship
(Food Authority, 2015). This particular classification is a detail one that consist not
only of product group, but also the processing. However, for this particular situation
a more general one is more suitable then a complex one for manufacturing purpose.
In general, the products can be classified in a hierarchy. The first level is the class. The
class consists of plant origin, animal origin and mineral water. The next level is the
type, for example vegetables, fruits, nuts, spices, poultry, bee products etc. Then there
can be a more detailed hierarchy that consists of groups that are more exact, what
kind of spices, is it beef or chicken etc. In addition, the last level of the hierarchy is
the exact product. However speaking about the singularities of the small market the
more basic understand of the products can be used. It is important to classified different
products because their requirements differs that is important to the supply chain.

The most important factor in food industry is to keep good quality of
products. For supporting this factor, food must be stock in right temperature, when it is
transporting and stored in warehouses.
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Nevertheless, that food products are divided in to 40 groups according to
natural origin, also food could be dry, powdery, having a solid form, liquid and etc.
Different consistency products have to be transported and storage differently. For
example, dry products have been storage at the temperature up to 23° C. While ice
cream must be stored at the temperature from -12° C to -18° C. All required temperature
is reported in the 1 Table below:

Table 1 Required temperature for food products

Group of product Required temperature | Indoor relative humidity
Dry products Upto+23°C Up to 60 %
Bread, cake and pastries From +6° Ctill +23 ° C Up to 60 %
Dairy products From 0° Ctill +6 ° C

Milk(raw or heat-treated) in tanks Upto+4°C

Confectionery (floury, confectionery) +6 °C - +20°C

Confectionery (pastry with cream) 0°C- +6°C

Semi-finished products from 0°C - +6°C

vegetables

Fresh chilled meat, except rabbit

meat, small meat of wild animals, Upto+7°C

poultry

Products from eggs +4°C

Chilled poultry, rabbit meat, meat of

wild animals and their semi-finished Upto+4°C

products

Cold-smoked sausages 0°C- +15°C 70 - 85 %
Products from hot smoked meat 0°C- +6°C 70 -85 %
Frozen melt lard and tallow -18°C

Frozen meat, minced meat, fish

and their semi-finished products, -18°C

mollusks, crustaceans

Ice cream -12°C till -18 °C

Source: Anon, 2002

As itis shown in table 1, all food products are divided in to 15 groups, which
have different requirement for temperature. Temperature is relevant factor, when
company is based on food transportation, storage and reputation pursuit. For this
factor, companies have to have perfect refrigeration system, which is very expensive
for partial loads, when logistics is not developed and it could decrease competitiveness
because of cost. Food industry has two factors, which exclude it from other industry. It
is time and temperature requirement. As it is known, all food products have expiration
date, which means that each minute of delayed could mean a huge loss. Products with
label always show the date with text: , best before”, which means that these products
could be use longer time, but the quality is lower. Sometimes the product could not
have a label, storage period may be useful. Tightly packed products as salt, sugar, flour,
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rise, starch, oatmeal, pasta, dry pastries, dried fruits, nuts, coffee, tea, honey in dry
place (when temperature is 15-20° C) could be storage more than 6 months. Therefore,
the supply chain management is essential for proper food product distribution. At the
same time in small market’s the food product quantity is small and variety is large,
therefore the computability of the distribution process is also important.

Food Industry’s Supply Chain

Planning of product path is important and responsible activity, when
company tries to reach profitability and recognition. When customers are imagining
how product came to their hands, they did not realize all complex operations.
Manufacturing, delivery and purchase sounds very easy, but companies have to discuss
more than few aspect: where is possible to get cheaper but qualitative raw materials,
how to transport it in to factory with lowest costs and etc. Nowadays there is a way
to answer all questions and get results faster - Supply Chain Management. Shapiro
(2001) says that a supply chain comprises geographically dispersed facilities where raw
material and intermediate or finished products are acquired, transformed, stored or
sold, and the transportation links that connect the facilities along which products flow
(Pettersson & Segerstedt 2013).

Supply Chain Management (SCM) includes main activities, which create
companies added value: from designing, planning and buying to manufacturing and
product delivery. SCM is conception, which describes movement of raw materials,
services, information, finances from suppliers to final customers. SCM also includes
processes, which create and deliver product or service to final customer.

Supply chain could be separated in to 3 parts (Turban 2008):

*  Upstream part - it describes activities with first level suppliers (it could be
extended to primary raw materials level).
* Internal part - it related with all activities, which are performing inside of the
company:
e production planning and control;
e write off raw materials, products accounting, labor power, technological
materials, equipment load;
*  Planning needs of raw materials, internal logistics.
*  Downstream part - it describes product delivery to final customer:
*  Warehousing
*  Distribution
e Transport and logistics
*  Wholesale and retail trade
¢ Support

All these part are necessary in order to have good profitability and
customers’ acceptance. If company has good supply chain management, it could save
a lot of money for logistics, warehousing, raw materials ordering. No company is able
to control all recourses, which are required to run their business. There appears an
important term ,Supply Chain Management” and it includes purchase of goods and
services (Beniusiene, Stankeviciene, 2007). A key to success - to ensure an uninterrupted
flow of information and materials.

As it is known, in this century nobody imagine their life without internet.
Internet technology systems could help in all industries, in every step from raw materials
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to customers. In supply chain, internal part company could use transaction processing
system (TPS) which includes all functional areas. Customer relationship management
(CRM) is a system for managing a company’s communications with current and
future clients. CRM include using technology for sales, marketing, customer service,
technical support organization, automation and synchronization and it could be used
in upstream part in Supply Chain.
As it is discussed, the companies which are using supply chain are getting

better results (Meidute, 2012):

* Booking procedure value and time decrease from 20 to 40 %;

* Access to the market shorten from 15 to 30 %;

* The time of purchase reduce from 5 to 15 %;

* Warehousing cost decrease from 20 to 40 %;

* Production cost decrease from 5 to 15%

* Profit increase from 5 to 15 %.

The main aim of every supply chain is to maximize overall value. The value
a supply chain generates is the difference between what the final product is worth to
the customer and the costs the supply chain incurs in filling the customer’s request
(Chopra, Meind]l, 2010). The value of supply chain is strongly connected with supply
chain profitability, the difference between the revenue generated from the customers
and whole outgoings across the supply chain. To understand the Supply Chain,
variety of stages should be discussed. The basic stages include: customers, retailers,
wholesalers/ distributors, manufacturers, component/raw material suppliers.

All stages in supply chain are related with the flow of products, information,
funds. Itcould be seenin figure 1 below. Suppliers are always related with manufacturers,
and they are connected with distributors. Distributors joined with retailers and they
are linked with customers.

Figure 1 Supply Chain Stages

I Supplier I | Manufacturer I | Distributor | J Retailer | | Customer |
I Supplier I Manufacturer I—)l Distributor [ Retailer Ql Customer I
l Supplier l | Manufacturer |\| Distributor I Retailer I | Customer |

Source: Chopra & Meindl 2010

All Supply Chains could be named as continuance of flows and connections.
As it is known, supply chain has five main stages and it could be retailed with five
cycles: customer order cycle, replenishment cycle, manufacturing cycle, procurement
cycle and consumer’s feedback cycle.

A cycle view is useful when considering choices of activity. First, discuss
about customer order cycle. It includes customer arrival in to supermarket or other
place where he/she could buy necessary product, telling their needs, ordering the right
product from inventory, and customer receive product. Replenishment cycle shows
all processes replenishing retailer inventory: trigger and entry ordering, fulfillment
and receiving orders. Manufacturing cycle includes product arrival from retailer,
production scheduling, manufacturing and transportation and receiving at distributor.
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The procurement cycle involve information about material and their adequacy for
manufacturing. The consumer’s feedback cycle is also important, especially in the food
industry’s supply chain. The final product may be received directly by the customer
or by the supermarket, nether less the customer is the one that consumes the product
and only he will identify the quality of the product that is closely related with the
supply chain. All cycles are shown in Figure 2.

Figure 2 Supply Chain process cycle

]

manufactuer

mimiw|

=
I

‘ Distributor |

TRE ol

Customer Supplier
Replenishment cycle

Consumer's feedback cycle  Customer order cycle Manufacturing Cycle Procurement cycle

Retailer

As it is known, supply chain incorporate raw material ordering, manu-
facturing, warehousing, but all these activities are dependent on transportation.
Without transportation, manufacturing process could not be implemented. If company
has not has vision and schedule for transportation, raw material arrival could be delay,
what affects manufacturing process and transportation in to warehouses. The activity
which affects supply chain is logistics.

,Logistics” is a relatively new and complex word which is used in many
context. However, the meaning of it is very simple - transportation from one location to
another.

The basic definition of logistics is: , Logistics in and among companies is the
organization, planning, and realization of the total flow of goods, data, and control
along the entire product life cycle (Groznik, 2012)”. Logistics includes all product
travelling paths over its entire life cycle. Logistics network compose of the suppliers,
manufacturers, distributors, retailer and users.

Logistics is the key for success supply chain. When company starts its
activity, transportation causes the biggest discussion because it takes largely cost. It
could increase product cost but also decreasing is thinkable and desired. World biggest
companies get biggest profit because of their thoughtful logistics path. As it is seen
logistics exist in every step; raw material must be transported in to manufactures,
after manufacturing process product is transporting in to warehouses, products are
transported by retailer and then customer could get it. If one part of a chain stops,
then all logistics stops. The main object in logistics is material flow. All logistics is
about this flow movement. Material flow includes raw material, incomplete product
and final product movement. Some physical movement is granted for those material
flows: loading, unloading, purchase, transporting, sorting, consolidation, dissolution. If
product does not move in logistics system, it is named as reserves. All reserves and their
warehousing would be discussed in chapter about warehousing. The main product
properties, which generate logistics, cost are: cost, produces assortment, package
size, weight, vulnerability, risk (when transporting, warehousing). Logistics cost is
analyzed by density index. This ratio is related with transporting and warehousing
costs. Products with high density ratio take low cost for transporting and warehousing.
The place for those products is used optimally. Next important ratio is cost and weight
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ratio. Production with low ratio has low cost for warehousing but high cost
for transportation. The biggest influence for warehousing is load value and for
transportation - load weight. Time and cost are most important criteria for company
and for customers. Company is trying to reach lowest cost for manufacturing and
transportation and get the shorter path for transporting products. The cost includes
both job processing costs and delivery costs, and time refers to the time interval between
the time when a customer places an order and the time when the customer receives the
ordered product (Han, 2015). Customers are trying to reach the same purpose: the lowest
cost and the faster delivery always win if they need to choose. Ordinary customers
did not realize how hard is to choose the fastest and cheapest transportation structure.
First step for lower expenses is to combine good path for production. The company
has to choose with type of transport production could be transported. Transport has
three basic forms: land, water and air. Transportation is separated in to seven types: air,
package carriers, trucks, tail, water, pipeline, Intermodal.

First of all consider air transport. Air transportation could offer fast
transportation, but for it location has to have airport. Airplane speed could reach
1000km/h and they are traveling international. In addition, airplanes could reduce
path because they are traveling in air without traffics and roads. However, air transport
as well has some limitation: feeder and distribution centers are needed, weight and
volume are limited, dependent on air and cost is very high. Nowadays airlines are
more for passengers not for cargo. This type of transportation is useful when product
delivery is more important than cost of load. This type of transportation has very high
cost and it is not useful for food industry. Package carriers are companies which deal
with transportation like FedEx, UPS and also postal system. However, it is understood
that no one send frozen food with postal services. This type is useful when load is
small and time-sensitive. Package carriers have truck and could pick up loads and
make deliveries. Truck transport type also named as road transport. This transport
mode is dominating in, for example, United States and in most countries. In addition,
it is dominating in Europe. Road transport is very maneuverable and flexible. It could
offer point - to — point service between almost any origin and destination (Pienaar,
Vogt, 2012). Road transportation has no limitation to fixed terminals or fixed route.
Also whit this type of transportation, load could be delivered in any country. Time of
transportation could be easy calculated because of road length and speed limitations. In
addition, this type is right for food industry because of refrigerated trucks. Time is not
the most dangerous factor, but temperature is. For this type load dimensions and weight
are limited. In addition, trucks made high air pollution, there could be traffic jams.
Road transport, especially trucks, consumes a lot of fuel for movement and cooling.
Moreover, cargo could be stolen if it is without care. Nevertheless, road truck is very
popular and also beneficial in intermodal operation. Next type is rail transport. In some
countries rail transport is dominating type of transportation (Eastern Europe). This type
of transportation is useful in intermodal operations. Also for rail type, terminals are
needed. One of the most advantages is low cost. This type could offer terminal - to -
terminal service. Any type of production could be transported with rail, and food is
not an exception. Also load dimension and weight is not limited like in other types.
As it was mentioned, low cost is very attractive and there is no limitation for weather
or traffics. Nevertheless, rail transport has some limitation: distribution services and
feeder are needed, load has to be packed safer than in road transportation. Delivering
time is very slow and could not deliver expressage. For a large number of companies
transportation cost is more important than transportation time. Water transport is
important type when land has port. This type is cost-effective way of transporting
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for long distances and it is high usage for international transportation. Advantages of
water transport are: low cost, no limitation for load, no traffic in open sea, also it offers
very safe and secure service. However, as all types there are some limitations. This type
is useful between countries with ports. It is also terminal - to - terminal service. Water
transport is dependent on bed weather and it could make cargo delay. In addition,
sea transport offers slow transportation. Despite this, water transport is very useful
in intermodal transportation. Pipelines are primarily used to move petroleum, natural
gas, and chemicals. They offer a closed system with little risk of loss or damage to the
products moved, and extremely low costs because minimal labor is involved in their
operations (Gourdin, 2001). This type of transportation is useful for chemicals industry
not for food industry, so it will not be important for food transportation.

As it was mentioned before, the biggest logistics problem is how to decrease
cost for transportation? For this intermodal transportation is useful. Intermodal
transportation is the use of more than one transportation type. The most popular model
is rail - truck model. As remember, rail transportation is very cheap but it could not
be door - to - door service. Truck could deliver load to rail terminal in country A and
in other country load could be taken from other terminal to warehouses. It could save
money for long road transportation. It is mentioned because Rail Baltic is one of the
most expected project in Europe rail life. This project will open path from Finland to
Germany with rail. It will help to save money from transportation and would be useful
for food industry. Water - truck model is also acceptable. It would save money, because
of water transportation cost. Truck could deliver load in terminal A, from where it
could be transported by ships and in terminal B other truck could take load for final
transportation. The logistic type computability is essential for partial cargo distribution,
however just transport is not enough. In the next chapter, the warehousing types
will be overviewed and a case study will be conducted to indicate the impotency of
warehousing in small markets.

Small market’s warehousing and distribution possibilities

A warehouse is not only the place for inventory storage, but it also has some
functions which are important for logistics effort. In fact, warehousing is integrally
involved in four distinct supply chain processes: sourcing logistics, processing/
manufacturing, outbound distribution, and reverse logistics (returns, recycling, etc.)
(Gourdin, 2001). The basic definition of the term warehouse is , Building for goods
receiving and storing, prepare and send”. Warehouse is one of the most important element
in logistics, because requirement of the warehouse is felt in every step of material
flow movement. Some of warehouse roles are in following sequence (Rushton,
2010): inventory holding point, consolidation center, cross - dock center, sortation
center, assembly facility, trans - shipment point, returned goods center. These types
of warehousing may differ depending on the transportation method. Therefore, the
computability issue is essential. However, the management part of various systems can
require increasing expenditures, however at the same time it increases the efficiency
as well. Another of the key issues to decrease warehousing cost is to pick best size
of warehouse. Size must adapt to load flow. Characteristics, which has influence for
warehousing systems are type of transportation, handling unit and intensity of flow
(Meidute, Vasiliauskas, 2007). In addition, warehouse designing is very important
because warehouses has requirements, which have to be perform. The typical design of
warehouses mainly consist of warehousing rooms, auxiliary rooms and administrative
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rooms. The warehousing part is one of the most important in the food industry. This
is the part where the products are warehousing, therefore proper temperature and
humidity level needs to be maintained. These issues may require greater investments
from the enterprise for equipment and energy. The auxiliary rooms are more important
to manufacturing companies. There they heled their equipment’s, dispose waste and
uses for other activities that are more related with manufacturing. Moreover, the last
important part of the warehousing is the administrative part. This is the part where
the documents for distribution is being handled. Next step is to choose the location of
warehouse and quantity; is one warehouse enough or more is needed. Good solution of
location could save money because warehouse is related with logistics. Each company
has to answer in to questions: How many warehouses should be there? Where should
they be located?

When company calculates flows than solution could be adopted: is one
warehouse enough or company need one consolidating warehouse to get all products
from different locations. In addition, the company has to discuss will warehouse be
near public transport or near the shops or other location. The best way to find location
is to calculate all flows and then check the required quantity of warehouses and the
best location for it. Logistics cost is normally referred to as cost components related
to distribution or transportation cost, and costs for warehouses as reflected by the
definition of logistics (Pettersson, Segerstedt, 2013). The main aim of this research is to
get minimum cost for logistics and warehousing. The objective is to find connections
between transportation and warehouse location and choose the best solution. Location
could be dependent on many aspects as cost, environment, transportation time and
etc. Ozcan used only main criteria that consist of unit price, stock holding capacity,
average distance to the shops, average distance to main suppliers, and movement
flexibility (Location, Factors, 2013).

The transport computability, warehousing type and position is essential
in order to achieve proper competiveness level. A case study has been conducted in
Lithuania, that analyzed various food manufacturing enterprises. It was concluded
that various manufacturing companies are important raw material from Europe
usually from United Kingdom, Belgium, Netherlands and Germany (Navickas,
Baskutis, Gruzauskas, Olenceviciute, 2015). Similar freight forwarding statistics
happen with export, however there are more enterprises that export full cargo (32 euro
pallets). The enterprises that import raw material or export partial cargo can achieve
better competiveness level by using logistic clustering process. This is a simple idea
to combine freight forwarding together inside the group of manufactures then they
will not need to outsource logistic services and by this method they will reduce total
logistic cost. While transporting partial cargo the price per pallet may vary from 40
to 120 euro, it is common sense that outsourcing logistic company’s has a margin,
however by creating a logistic cluster this margin can be used within the manufacturers
to develop better products and services. For this purpose partial cargo transportation
methods needs to be implemented inside the cluster. The problem is that in order to
achieve proper cost optimization different transportation possibilities needs to be
combined. For example particularly in Lithuania, there are port in Klaipeda region.
Cargo may be consolidated in Belgium Antwerp, Netherlands Amsterdam or Germany
Hamburg. Another issue is rail transportation that needs a central warehouse in order
to distribute part of the products by railway, the establishment of the warehouse
may be in Germany Berlin, Hanover or Bielefeld. In addition, several consolidation
warehouses in United Kingdom, Netherlands may be established. At the same time,
partial cargo transportation requires to load freight from several addresses and the
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distance drastically effects the final transportation price. This is why a mathematical
optimization method is essential to find the best warehousing and logistic computability
way. One side of the method is the correct evaluation of possible warehousing
possibilities. After the gathered information bout the suppliers and manufactures
the optimal locations of the warehouses were chosen, however the locations where
modified regarding the transportation possibilities. Nether less this is not enough to
properly evaluate the efficiency of the supply chain.

Table 2 Warehousing cost in Europe

%‘ . Re-:nt Sf:rvme Total Land Construction Total . Management
) Size, m? price, price, per rent rice cost, per m? construction cost, per
S per m? m? cost price, " P! cost per m? month
> 368,64 7,56 € 151€ 3.344€ | 160,00 € 1.500,11 € 553.000 € 11.262 €
<
g 737,28 718 € 144€ 6.354€ | 160,00 € 891,11 € 657.000 € 14.270 €
v
o 1440 6,76 € 135€ 11.685€ | 160,00 € 687,50 € 990.000 € 17.897 €
g 368,64 9,80 € 1,96 € 4.335€ | 300,00 € 1.462,13 € 539.000 € 12547 €
=
b 1440 8,75€ 1,75€ 15120 € | 300,00 € 845,14 € 1.217.000 € 20403 €
Y
= 1440 8,75€ 1,75€ 15120 € | 300,00 € 845,14 € 1.217.000 € 20403 €
] 368,64 | 10,22€ 2,04€ 4.521€ | 360,00 € 1.529,95 € 564.000 € 11711 €
£
= 737,28 9,24 € 1,85€ 8.175€ | 360,00 € 1.121,69 € 827.000 € 15.082 €
v
=
% 1440 8,82€ 1,76 € 15.241€ | 360,00 € 912,50 € 1.314.000 € 19.216 €
. 368,64 | 12,60 € 2,52€ 5.574€ | 550,00 € 1.871,74 € 690.000 € 13.026 €
o
£ §n 737,28 | 1148¢€ 2,30€ 10.157 € | 550,00 € 1.413,30 € 1.042.000 € 16.887 €
L
5
= 1440 10,22 € 2,04€ 17.660 € | 550,00 € 1.187,50 € 1.710.000 € 21.563 €
= 368,64 4,90 € 0,98 € 2.168 € 50,00 € 821,94 € 303.000 € 4.804 €
=1
§ 737,28 4,50 € 0,90 € 3.981 € 50,00 € 538,47 € 397.000 € 6.179 €
= 1440 420€ 0,84 € 7.258 € 50,00 € 400,69 € 577.000 € 7.867 €

Table 2 was gathered by an interview and statistical information regarding
the countries. It shows warehousing possibilities in different areas - Germany,
Belgium, Netherlands, United Kingdom, and Lithuania. By evaluating the suppliers
three type of possible warehouse sizes were distinguished. The interview also provide
the rent and services prices. In addition the construction price were calculated by
using an online calculator provided by a construction company (Warehousematch,
2015). In addition, the average maintenance cost were evaluated by using the statistical
average net income by country and time required for loading and unloading work.
This information is necessary in order to properly evaluate the warehousing
possibilities. The size of the warehouse depend of the cargo quantity it needs to service,
if the positioning of the warehouses changes or the lead-time of loading and unloading
differs all the logistic system is being effected.

One side of the supply chain management is experience and knowledge of
various system usage. The other side of the supply chain optimization is mathematical
modeling. This paper described the importance of small markets partial cargo

159



distribution and that it is necessary to combine various warehousing systems with
sea, truck and railway distribution. Only then, a small market may create a logistic
cluster that will provide the necessary competiveness level required to compete in the
international market.

Conclusions

Today’s consumers has a new trend to require fresh, high quality food. In
addition, the social environment has expended dramatically and there is no nation that
does not have many different cultures and beliefs inside their population. Therefore,
the demand for large variety of food products has also appeared in recent years.
Moreover, consumers are even more considering the health aspect of food and
beverages. This is why the understanding of product requirements and classification
is essential in order to properly conduct a competitiveness strategy. Here comes in the
supply chain management concept what is necessary to distribute the food products
to the consumer. After all the supply chain, management goal is to distribute the right
product, to the right people at the right time at the right place. Therefore, the cycle
time of distributing is also very important. This computability issue of quality food
and less lead-time can be a huge problem for small markets, because wrong decision-
making can increase the final product’s price dramatically and competiveness will
be lost. Therefore, different transportation types like railway, truck and sea needs to
be combined together with consolidation warehouses. Depending on the case, it is
recommended to conduct a mathematical simulator to evaluate the best combination
of different transportation types and warehouses.
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Abstract

The study deals with the processes of the knowledge and talent management
realizing in organization. It explores how knowledge and talent is connected by SMEs
(from tertiary sector), when searching for the best intellectual manpower. The primary
purpose of the study is to survey the processes of knowledge of talented intellectual
staff within the organization. In this study we will outline the first and the fifth steps
(knowledge definition and knowledge transfer) Probst’s theoretical model. The base of
the study is a set of secondary and primary sources.

Key words: knowledge management system, talented intellectual worker, knowledge goals,
knowledge transfer

JEL Classification: M12, M53, M54

Introduction

In recent decades human capital, knowledge and talent were increasingly
appreciated, and had become strategic factors of the competitive market.

Talent is elusive phenomenon. We can found it everywhere but we cannot
catch it. Employers are increasingly looking for specific skill groups, and also the
existence of values that contribute to and promote the organization’s progress. Talent
management starts there, where the benefits of having the talent, the expense and
risk of its loss are acknowledged.

In Slovakian practice the largest companies deal with the implementation of
talent management practices, which is closely related to the functioning of knowledge
management elements. Because it provides the opportunity to identify, care, support
talents, and preserve, transfer their knowledge.

In this study the relationship between knowledge and talent in the knowledge
management system were examined both theoretical and practical sides.

We will introduce the findings of our research which was held between April
and May 2014. Our primary goal was to survey the processes of knowledge of talented
intellectual staff within the organization. The research was mainly carried out in
Trnava and Nitra counties from Slovakia regardless of their activity, functional form,
or their size. In this survey we used Probst’s theoretical model. The questions closely
followed the logic of this model. In this study we will outline the first and the fifth
steps.
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Appriciation and management of knowledge

We live in the age of knowledge and information society where no company
is able to self-organize and maintain itself without the proper knowledge (Davenport
& Prusak, 2001), which is in constant motion between the organizations.

Knowledge is also an unique resource, which is based on our experiences.
If we do not use it, it will wear off. (Bencsik, 2009) As Polanyi said (1967) knowledge
can be expressed as a system of practical and intellectual activities. In this process
we could modify our own methods based on patterns by others. We can differentiate
two types of knowledge: explicit knowledge is formalisable, easy to transfer, tacit
knowledge is hard to codify or share. Tacit knowledge is taking place in the brain of a
person. (Hildreth & Kimble, 2002) It is difficult to store it in written form. (Podr, 2009)

Knowledge management is nothing more than the management of collective
knowledge held by its members in an integrated manner. It contains knowledge
and activity of the individuals, which can be transformated in order to serve the
organizational knowledge. (Martensson, 2000) To handle knowledge management
systems it is obligatory to build learning organizational culture, where the most
important value is knowledge and its conscious development. In learning organization
culture we form our strategy with the mobilization of tacit knowledge. A company,
which can react flexible on the changes, which can acquire new knowledge fast, will
be more effective in the area of innovations too. (Bencsik, 2015)

To have a learning organizational culture and design a knowledge
management system change management is needed. We need also a cultural
background in which we could pay attention to the topics of trust, people, IT, structure.
Trust is the foundation of all social relationships. In the absence of trust the members
of the organization aloof from each other. (Bencsik, 2013) The human factor appears
as a critical success factor of knowledge management system. (Moteleb & Woodman,
2007) Finally, it is necessary to examine the structure (management style and knowledge
communities), which provides the operational framework for the change. (Bencsik,
2013)

A learning organization owns the following five principles: systems
thinking, self-control, mental models, team learning and building shared vision.
These five disciplines are pillars of learning organizations. (Senge, 1998) It is necessary
to emphasize that an organization without knowledge based culture are not able to
operate a knowledge management system. (Moteleb & Woodman, 2007) As seen on
Chart 1 knowledge management has eight basic elements, but we have to examine them
as a whole system. (Bencsik, 2013)
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Chart 1 Concept of the Knowledge management system
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In this study we would like to deal with the first, the fiftth steps. Before the
process we define the concept of intellectual workers.

Source: Farkas, 2005, own edition

Relationship between talent and talent management

The definition of talent must be approached from a psychological and an
economical aspect as well.

The psychological interpretation of talent

The notion of talent has changed from time to time, depending on how the
social and cultural needs of a given time have changed. Although we can not give a
general definition, researchers agree that it contains an , inner force” that may provide
the possbility of increasing social performance. (Gyarmathy, 2006)

We are talking about such a mentality and behavior that can lead us to new
paths, solutions and realms. In our research Czeizel's 4*2+1 factor talentum model
will be considered as one of our corner stones. Czeizel considers the 4*2 elements,
the four genetic talents, (heredity as a general intelligence talent, specific mental talents,
creativity talent, motivational talent, as well as the four environmental factors, like family,
school, contemporary groups, general social environment) as a source of emergence of talent.
The listed create a complex mixture, because all of them can be positive, and negative
too. The last ,+1” factor of Czeizel model is formed by the so-called fate factor, which
wants to emphasize that in the development of talent, fate and random has a large role.
However, it is true that when researchers create talent concepts, they mostly forget
about this. (Czeizel, 1997)
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Interpretation of talent in economic processes

Talent management or talent nursing became strategically important in the
20th century, in the life of organizations. Its basic task is to forecast human resource
needs and to plan the service of needs. Talent management can not be characterized as
self-serving action, since its essence is not to improve employees, or to create incidental
succession plans, but to ensure the reachability of the organizations” general aims,
with which every organizations survival, and everyday actions can be easier or more
transparent. (Cappelli, 2008) From economical aspect talent can be widely interpreted,
but basically we focus on economically exploitable skills.

Relationship between knowledge and talent in knowledge management system

We will try to shed light on the more and more dominant relationship
between existing knowledge and talent.

The notion of talent and targets of talent specifications

First step is defining the notion of talent and targets of talent specifications. This
step is very important, but mostly rarely realized as conscious process. At this stage we
should focus on the conditions which can be easily indicated in the job ads, what kind
of knowledge is needed from the prospective employee. However, if organizations
consciously focus on the objective of knowledge and talent, their determination will
happen as a result of the strategic planning, rather than an ad-hoc basis. (Bencsik,
2013) To implement this stage successfully in terms of talent management, not only the
priorities and objectives of knowledge are needed, but the interpretation of talents in
the organization too.

During our examinations we have met so many talents definition, we think
there are no good or bad concepts. It depends on the organization. Every company
has to define their own concept, who will be a talent or expert of what kind of job?
what abilities and skills or plus endowment are needed to list them in ,,above average”
categories. Without it, the attraction of talents to the organization is pointless and
unsuccessful attempts.

The knowledge sharing of talented intellectual workers

Anyone who has dabbled in the concept of knowledge management or
began to build a system, has an experience about the significant barriers of knowledge
sharing. The process of knowledge sharing can be either a one- or two-way process,
while it can be realized between the individuals and groups. (Argote & Ingram, 2000)
One barrier is the behavior and attitudes of people regarding the implications of
knowledge sharing, the other barrier is the problems of transfering the tacit (elusive)
part of the knowledge.

Another part of the problem is that the vast majority of corporate initiatives
for sharing knowledge prefer primarily the sharing of explicit part of knowledge which
can be communicated. They are not aware that this does not resolve the problems of
knowledge transfer within the company. In fact, a much larger problem, and we might
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say insurmountable challenge is acquiring, brokering the knowledge which is not
formulated in words, hard to explain. If we call for help the well-known SECI model
(Nonaka & Toyama, 2003) it can be seen (Chart 2) that the convertation of types of
knowledge (explicit - tacit) creates an endless spiral, which has a peak in the infinity.

Chart 2 SECI model
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Source: Nonaka - Toyama (2003)

So it will never be allowed to broadcast our full knowledge even the initiatives
will be the most opened and well-intentioned.

Practical examination

In this study we will examine the intellectual workers. In 1958 Peter

Drucker used the term of intellectual worker at first. There are many definitions for

the notion of intellectual/knowledge workers, but in our opinion none of them is the

perfect definition for our research. Therefore, at the beginning of our research then our
questionnaire we definied 2 most important notions (partly based on the literature):

e intellectual/knowledge workers (IW/KW) are employees who are responsible for doing
spiritual office and non-office and other complex tasks (including planning, organization,
management, decision-making). These individuals do not meet the mechanical routine
tasks. The tool for intellectual workers is their knowledge, not the physical matter. “ (Racz
& Bencsik & Stifter, 2014, p.9.)

e talented/above average intellectual workers (TIW/AAIW) are experts who perform
mental tasks with good or outstanding performance and own ability to quality work. They
are the human driving forces of development, competitive advantages and innovations
in organizations.” (Racz & Bencsik & Stifter, 2014, p.9.)
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To test our assumptions, quantitative research was carried out among different
organizations using a structured questionnaire. One person filled out the questionnaire
from each organization. We primarily asked managers, but in some cases the competent
employee filled out the questionnaire instead of the leader, who was chosen by his/her
leader.

We used mostly closed questions in our questionnaire; the respondents
selected their most representative choice from predefined options. So the results are
reliable, easier to code, analyse with SPSS statistical analysis tool. It shows that the
independent variables are related to another variable. Later we examined that the type
of organizations may explains the received replies. We used simple random sampling,
so each organization had the same probability of being chosen for the sample. The
sample includes 147 organizations from Trnava and Nitra counties (Slovakia). 87
organizations are from tertiary sector (63 as SMEs, 17 as public institutions, 6 as large
and 1 as multinational companies).

In respect of employees 95,2% of SMEs have less than 50 employees, that
means only 3 SMEs have more than 50 employees. Our research was not representative,
since it does not follow the distribution of organizations. Due to limits of the study
we will show just a few interesting results of our research.

Based on the literature which we could analyzed 2 research questions:

*  RQ_1: Is the differentiation of talented intellectual workers (TIW) and average
intellectual workers (AIW) observable among the questioned small and medium-
sized enterprises (SMEs)? If the answer is yes, how?

*  RQ_2: Is the sharing of knowledge detectable? If the answer is yes, how does it
emergence by TIW?

We have summarised the activities of 63 supplier SMEs according to resource
demand (3 basic) in this research (Table 1).

Table 1 Resource requirements of respondant SMEs

very low | low | average | high | very high
Capital requirements 4.8 11,1 57,1 23,8 3,2
Labor requirements 0 4,8 39,7 44,4 11,1
Knowledge requirements 0 4,8 39,7 41,3 14,3

Source: own research, own edition

Only 44,5% of respondents (20 leaders and 8 employees) said that their
organization had declared and elaborated company strategy. However it is worrying
that 19% of them (6 leaders and 6 employees) couldn’t answer yes or no this question,
although up to 67% have worked more than 5,29% of them have worked for 1-4 years
for the company. Besides this, the respondents took part in the research on the following
distribution regarding the position (Table 2).
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Table 2 Relation between organizational level and position (%)

Employee (Y =20 £6) Leader () =43 £6)
Operational 55 4,7
Tactical 25 37,2
Strategic 20 58,1
Y 100 100

Source: own research, own edition

We have also formulated a few basic questions on talent management
activities of the asked companies. Only 17,5% of them (11 companies) have a consciously
built up talent management system. Each of them believes this system aligned with the
company strategy. More than 60% of them think that it focuses on higher positions.

We analyzed how did the respondants define the so called above average
intellectual workers (TIW) of the organzation. We listed some elements of outstanding
workers (Table 3) and asked the respondants to check whether elements are used or not
in their organization to characterize them.

Table 3 Elements of talented intellectual workers (%)

Elements SMEs
High IQ 20,6
Outstanding academic expertise in related field 58,7
Outstanding experience in related field 50,8
Outstanding long-term performance in related field 36,5
Desire for learning 30,2
Creativity 54,0
Internal motivation 22,2
Good problem solving ability 50,8
Innovative personality / attitude 34,9

Source: our research, our edition

As we can see the respondents most preferred the good theoretical and
practical knowledge, good problem solving ability, creativity and innovativity. This
result shows (as well) that the notion of talent (by respondents) is not equal with the
notion of high IQ.

RQ _1: Is the differentiation of TIW and AIW observable among the
questioned SMEs? If the answer is yes, how?

Only 42,8% of the questioned SMEs (27 respondents) support the
differentiation of TIWs and AIWs in the organization. We have searched the possible
reasons. At first, the high cost and long timing of the process has risen up (with more
than 70-70%). At second, the reasons were the mistrust and the fear of the effects. It
is due to the fact that more than 70% of the respondents believe that differentiation
of two employee-group would lead to reduction of cooperation.
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The surveying adverted to whether the companies think the assessment
process of the talented professionals based on objective criterias or subjective opinions.
The answers did not show to high deviation. Only 15% of respondents think the TIWs
assessed on the subjective opinion of the leader.

The everyday differentiation is fewer (only 30,2%). This routine has been
detected in 48-48% in both leadership levels (higher and lower). Besides 84% of them
think that the idea of talent existed in the company’s policy and mostly declared
according to position ratings.

84-85% of differentiation-supporting companies believes that the diffe-
rentiation of the two employee- group

* isa payback process,
* causes material
e and non-material benefits for the company in short term.

We can say that although 11 SMEs run conscious talent management system
(among the respondents), 16 further company shows initiatives on this activity,
particularly on higher employee ratings.

RQ_2: Is the sharing of knowledge detectable? If the answer is yes, how
does it emergence by TIW?

We have touched upon in the theoretic background that the sharing of
knowledge had needed an opened organisational culture and a higher level of trust.
Almost every SMEs of the respondents (except 4) typified their companies as an open
organization, where the spontaneous collaboration between employees were common
(92,1%), and the workers trusted each other.

More than 95% of the SMEs think, that the employees shared their experiences
and knowledge with pleasure for example during a conning process.

Although more than 89% of the differentiation-supporting SMEs think,
that the TIWs focused primarily on sharing their experiences and not the theoretical
knowledge.

As well as 68% of them think that the talented professionals less try for
sharing their knowledge than the common professionals.

This survey doesn’t touch upon the further applied tools and methods of
knowledge sharing.

Conclusion

The demand for highly skilled and talented individuals in both developed
and developing countries is growing, while the unemployment rate has not decreased.
Also increasing competition can be observed in attracting talented people that
encourages them to more rational management, rational exploitation of resources. Over
the years, in the company’s thinking and efficiency those terms have been the focus
such as information, knowledge, knowledge transfer, networking, talent, innovation.
It can be observed that, next to the so called hard factors, soft factors (for example
communication, team spirit, or the issues of motivation) has get a more and more
importance in management researches.

As a result of our survey, based on the questionnaire we could say the followings:

e for the responding organizations it is partly true that the concept of intellectual
talent and talented employees are integral parts of organizational thinking,

e for SMEs is not so important the presence of talent and manage of their knowledge,
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the examined organizations prefer external knowledge sources than internal
sources in case of intellectual workers.
There are some limitations of our research. First, the lack of database,

which can be a basis of those organizations who deal with knowledge and talent
management in their daily activities. We were unable to define the basic population
without adequate data. We have tried to reach out and motivate a lot of organizations
to the participation, but because of the low propensity our research are not
representative.

In our future plans we would like to continue our analyzing process in the

case of other knowledge management steps. We will encourage more organizations
to participate and perform deeper analysis on the common points of knowledge and
talent management.

*®
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PRINOS S;OBODNYCH POVOLANI K TVORBE
PRACOVNYCH MIEST V SLOVENSKE] REPUBLIKE

CONTRIBUTION OF FREELANCES TO JOB CREATION
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Katedra manazmentu a rozvoja I'udskych zdrojov, Fakulta socidlno-ekonomickych
vztahov, Trenc¢ianska univerzita Alexandra Dubdeka v Trenc¢ine

Abstract

This paper focuses on the issue of freelances in the context of increasing
employment in Slovak republic. The aim of this paper is to point out the freelances as
an economic factor - on the basis of their contribution to job creation in Slovak republic.
Using data about the number of freelances found in professional chambers and about
employment in freelances in year 2013 we quantified professional density of Slovak
Republic, data about the average company size and labor productivity in freelances.

Key words: freelances, professional density, labor productivity

Abstrakt

Prispevok sa zameriava na problematiku slobodnych povolani v kontexte
zvy$ovania zamestnanosti v Slovenskej republike. Cielom prispevku je poukazat
na slobodné povolania ako ekonomicky faktor - na zéklade ich prinosu k tvorbe
pracovnych miest v Slovenskej republike. Vyuzitim dat o pocte slobodnych povolani
zistenych v profesijnych komorach a o zamestnanosti v slobodnych povolaniach
v roku 2013 sme vy¢islili profesijnt hustotu Slovenskej republiky, tidaje o priemernej
velkosti firmy a produktivite prace v slobodnych povolaniach.

Klacové slova: slobodné povolania, profesijnd hustota, produktivita prdce

JEL Classification: 24, K23, L84

Uvod

V ramci Fakulty socidlno-ekonomickych vztahov Trencianskej univerzity
Alexandra Dubceka v Trencine sme sa pocas niekolkych rokov venovali rieseniu
klastrovej problematiky. Vzhl'adom k tomu, Ze otdzka slobodnych povolani je vysoko
aktualna, je z nasho pohl'adu dolezité skimat’ prinos slobodnych povolani k rozvoju
zamestnanosti, ktory moze byt tvoreny i ich pripadnou tcastou v klastri. V prispevku
zohl'adiiujeme prinos slobodnych povolani k tvorbe pracovnych miest. Podnikatel'ské
subjekty, ktoré uskutoctiuju svoje aktivity vo forme slobodnych povolani mézu patrit
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k subjektom, ktoré sa podiel'aji na aktivitach klastra. Jednou z moznosti ako sa moézu
zGcastnovat na tvorbe, resp. aktivitich klastra je napriklad formou outsourcingu
niektorych ¢innosti (najméd u ekonomicky slobodnych povolani). Z tohto dovodu
tento prispevok vznikol v rdmci realizacie projektu IGS 1/2015 Hodnotenie potencialu
klastrov v rozvoji regiénov so zameranim sa na vytvorenie klastrovej iniciativy
v Trenc¢ianskom kraji.

Slobodné povolania predstavuji najvyssiu formu poskytovania inte-
lektudlnych sluzieb, Specifickt oblast podnikania, pretoze na vykon tychto profesijnych
¢innosti sa vyzaduju viaceré skutocnosti, ako je splnenie poziadaviek na vzdelanie
a prax, zlozenie odbornych skusok, ¢i dokonca ¢lenstvo v profesijnej komore alebo
poistenie zodpovednosti za skodu.

Slobodné povolania bez ohladu na to, ¢i vystupuju ako zamestnavatelia,
zarad'ujeme medzi mikro, malé a stredné podniky. Z tohto dévodu je nutné definovat
i oblast mikro, malych a strednych podnikov na zaklade ich vymedzenia EU, ktora
v oblasti tvorby pracovnych miest, a to v nadvdznosti na stratégiu EUROPA 2020.
Podl'a Haviernikovej (2013) sa ,malé a stredné podniky povazujii za akcelerdtor rozvoja
kaZdej vyspelej ekonomiky”.

,Mikro, malé a stredné podniky (MSP) sii hnacou silou eurdpskeho hospoddrstva.
Sii zakladnym zdrojom pracovnyjch prileZitosti, vytvdrajii podnikatel'ského ducha a inovdciu v
EU, sii rozhodujiicou podporou konkurencieschopnosti a zamestnanosti.” (Eurépska komisia,
2006, s. 3). Ako tvrdi Philipsen (2010), profesijné sluzby a ich regulacia boli roky vysoko
v politickom programe Eurépy. Dovodom je velky vyznam malych a strednych
podnikov pre rozvoj trhového hospodarstva, o ¢om sa vo svojej publikacii zmienuju
i Mura a Rézsa (2013).

Eurépska rada slobodnych povolani CEPLIS - European Council of Liberal
Professions definuje slobodné povolania ako ,osoby vykondvajice profesiu sa
vyznacuju poskytovanim sluzieb intelektualnej povahy, s ohladom na ich, osobitnt
odbornt kvalifikaciu v ich mene a zodpovednosti a v tplnej nezavislosti v ramci ich
¢innosti, v zdujme ich nadriadenych, klientov a pacientov, ako aj komunity. Vykon
ich profesie je podriadeny zavidzkom ich etického kédexu, v stlade s vnatrostatnymi
predpismi, alebo so statusom definovanym v celkovej autonémii prislusnych
organizacii, icel zmieneného statusu je garancia a rozvoj profesionality, kvality a
vztahu s nadriadenym, klientom alebo pacientom. Tieto profesie sa mozu vykondvat
individudalne alebo v rdmci podnikov” (European Council of the Liberal Professions,
2015, s. 6).

,, Prislusnik slobodného povolania je ten, kto vykondva sluzby na nezdvislej bize, a
preberd vijhradné riziko svojho podnikania. SluZby prislusnika slobodného povolania mozu tykat
projektu vykondvaného podla zmluvy o dielo, alebo price vykonanej v ramci pracovnej zmluvy,
teda zmluwvy o poskytovani sluzieb” (Kirchner - Mittelhamm, 2010, s. 37).

Na zéklade viacerych definicii, prestudovanej literatiry a materidlov
zaoberajtcich sa slobodnymi povolaniami a z dovodu neexistencie jednotnej presne
vymedzenej definicie slobodnych povolani definujeme slobodné povolania nasle-
dovne.

Slobodné povolania predstavuji najvyssiu formu poskytovania inte-
lektudlnych sluzieb nezédvislou profesijnou aktivitou. Ide o regulované, vysoko
$pecializované, dusevno-ideové sluzby poskytované klientom, zalozené na nad-
Standardnej drovni vedomosti, ktoré st poskytované s vysokymi moralnymi a eticky-
mi poziadavkami osobne a nezavisle s osobnou zodpovednostou pri ich vykone.
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Medzi charakteristické ¢érty slobodnych povolani, ktoré umoznuja ich
oddelenie od inych povolani, resp. ekonomickych ¢innosti, patria nasledovné
konstituujace znaky (Foltinova, 2011).

*  vykon slobodnych povolani poskytuje dusevno-ideové vykony a sluzby, aj ked’
k nim treba materidlne, alebo manualne subdodavky;

*  pacienti, klienti alebo mandanti dostant rieSenia alebo ndvrhy, ktoré st pri-
spOsobené na ich osobné potreby. Vykondavatel slobodného povolania poskytuje
svoje sluzby v priamom kontakte, resp. v spolupraci so svojim zadavatelom. Ide
0 osobné sluzby v najuzsom zmysle. Na rozdiel od Zivnostenského podnikania
je existencia praxe, kanceldrie, ateliéru atd. viazana na osobu vykondvajicu
slobodné povolanie;

*  vykondvatel slobodného povolania nie je viazany prikazmi, je sam zodpovedny
za svoje konanie;

*  vykony slobodného povolania vychadzaja z vysokej kvalifikdcie a kompetencie
ziskanej spravidla na zaklade dlhodobého sttudia;

* medzi vykondvatelom slobodného povolania a klientom, pacientom alebo
mandantom vznika obzvlast doverny vztah;

*  vykony st poskytované ekonomicky nezavisle, na vlastné podnikatel'ské riziko.

Podstata profesionalnosti v slobodnych povolaniach spoc¢iva v stéle
komplexnejsej spolocnosti, v ktorej potrebuju l'udia rastticu kompetentna podporu.
Vysokokvalifikovani prislusnici slobodnych povolani pomahajt, radia a zastupuju
neutrdlnu a odbornt autonémnost.

Statistiky tykajtce sa slobodnych povolani vedie Statisticky trad Slovens-
kej republiky, ktory slobodné povolania eviduje ako fyzické osoby podnikajtice
na zéklade iného ako Zivnostenského zakona. Z evidencie SU SR vychédza aj Slovak
Business Agency (SBA), ktord ¢innost slobodnych povolani sleduje od roku 1993
(v minulosti bol ndazov SBA Néarodnd agenttira pre rozvoj malého a stredného
podnikania). Graf 1 zndzoriiuje vyvoj poctu slobodnych povolani tak, ako ho udava
SBA.

Graf1 Vyvoj slobodnych povolani v SR podla SBA v rokoch 2001 - 2013
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Slovenskej republike v roku 2013 - Slovak Business Agency
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Pre potreby vy¢islenia prinosu slobodnych povolani k tvorbe pracovnych
miest bolo potrebné zistit presny pocet slobodnych povolani v jednotlivych skupindch.
Udaje o pocte slobodnych povolani sme zistovali z tdajov dostupnych v jednotlivych
profesijnych komorach (november 2015), pri medicinskych slobodnych povolaniach
bola vyuzita Zdravotnicka ro¢enka Slovenskej republiky 2013.

Graf 2 Pocet slobodnych povolant podla cinnosti
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Podrobné tdaje z predchddzajiceho grafu sme zosumarizovali v rdmci
jednotlivych skupin slobodnych povolani, ktorymi su:

e ekonomické slobodné povolania: auditori a dafiovi poradcovia,

e pravne slobodné povolania: patentovi zdstupcovia, exekutori, notdri,
advokati,

e technické slobodné povolania: restaurdtori, stavebni inzinieri, geodeti a
kartografi, architekti,

. medicinske slobodné povolania: veterindr, zubny lekar, lekar, lekarnik,
psycholég.

Pri zistovani poctu slobodnych povolani v jednotlivych komorach sledujeme
len tie slobodné povolania, ktoré pre svoj vykon musia spiiat urcité kvalifikacné
predpoklady, ostatné slobodné povolania sme do tivahy nebrali (napr. umelci, §portovci
atd'.). Celkovy pocet slobodnych povolani je 31 320.
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Graf 3 Pocet slobodnych povolani v jednotlivych skupindch
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Prameri: vlastné spracovanie na zdklade tidajov jednotlivijch profesijnijch komor a

Zdravotnickej rocenky Slovenskej republiky 2013

Ako uvadza Hansen Saral (2015), aj napriek vyraznému podielu slobodnych
povolani na malych a strednych podnikov jednotlivych narodnych ekonomik, existuje
len obmedzena evidencia a dokazy ekonomického spravania slobodnych povolani.

Material a metody

Pocet slobodnyjch povolani.
Pri vy¢islovani poctu slobodnych povolani sme vychadzali z nasledovnych

udajov:

Komora veterinarnych lekdrov Slovenskej republiky,
Zdravotnicka ro¢enka Slovenskej republiky 2015,
Slovenska komora patentovych zastupcov,
Slovenska komora exekttorov,

Notarska komora Slovenskej republiky,
Slovenska advokatska komora,

Slovenska komora auditorov,

Slovenska komora datiovych poradcov,

Komora restauratorov,

Slovenska komora stavebnych inzinierov,
Komora geodetov a kartografov,

Slovenska komora architektov.

V rdmci zistovania poc¢tu jednotlivych slobodnych povolani sme zapocitavali
len ¢lenov, ktori sa aktivni - ak prislusnd profesijnd komora tento tdaj poskytovala.
V pripade zdravotnickych slobodnych povolani boli tdaje o poéte slobodnych povolani
zistované zo Zdravotnickej ro¢enky Slovenskej republiky 2013. Pocet medicinskych
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slobodnych povolani je tvoreny len prislusnikmi slobodnych povolani pracujicimi
v posobnosti inych zriadovatelov (sukromné ambulancie).

Index poctu pracovnych miest na zdklade Stidie publikovanej NARMSP

Tvorbu pracovnych miest slobodnych povolani analyzujeme na zdklade
indexu poctu pracovnych miest na zdklade stidie publikovanej NARMSP. Na
vypocet pracovnych miest v slobodnych povolaniach na zéklade $tadie publikovanej
NARMSP v roku 2000 - Foltinova, A. : Slobodné povolania, vychddzame z informacie,
ktora uvadza, ze na 11 211 slobodnych povolani pripadalo 25 600 pracovnych miest.
(Foltinova, 2000, s. 11)

Na zédklade uvedenej publikacie bude index pracovnych miest (zamestnan-
cov) pripadajtcich na 1 slobodné povolanie nasledovny:

1= pocet pracovnijch miest - pocet SP 25 600 - 11 211

pocet SP - 11211 = 1,28347159

Index pracovnych miest vyjadruje pocet zamestnancov pripadajicich na
jedného prislusnika slobodného povolania. Celkovy pocet pracovnych miest (25 600)
zahfnal i pocet poskytovatel'ov slobodnych povolani, tidaj bol z tohto dovodu o pocet
poskytovatelov slobodnych povolani ocisteny. Vysledok vyjadruje pocet pracovnych
miest pripadajacich na jedného poskytovatela slobodnych povolani.

Profesijnd hustota

Stipec tabul’ky pocet SP tvoristcet slobodnych povolani zisteny vjednotlivych
profesijnych komorach a poctu zamestnancov v slobodnych povolaniach, zistenych z
tdajov databazy EUROSTAT. Z rovnakej databazy boli ziskané i tidaje o pocte firiem
v jednotlivych skupinach slobodnych povolani. Profesijnd hustota je vypocitana ako
podiel stipcov , pocet SP“ a ,, pocet obyvatelov”.

Priemernd velkost firmy

Stipec , SP/firma” je podielom tdajov v stipcoch ,pocet SP* a ,,pocet firiem”,
vyjadrujacim pocet slobodnych povolani vo firmach, resp. ich podiel.
Stlpec , pracovnici/firma” je podielom vyjadruje pocet pracovnych miest slobodnych
povolani na jednu firmu. V rdmci tohto ukazovatela boli v rdmci poctu pracovnych
miest zapocitani nielen prislusnici slobodnych povolani, ale i zamestnanci.

Stipec , zamestnanci/SP* udava pocet zamestnancov na jedného prislusnika
slobodného povolania. Pri vypoéte poétu zamestnancov boli od poctu pracovnych
miest odpocitané adaje o pocte slobodnych povolani (tzv. samozamestnanie).

Produktivita price

Pri vypocte produktivity prace sme vychddzali z udajov databazy
EUROSTAT o obrate jednotlivych skupin slobodnych povolani. Produktivita prace je
vypocitana v stipci , obrat na pracovné miesto” ako podiel obratu podnikov jednotlivych
skupin slobodnych povolani ku vietkym vytvorenym pracovnym miestam v rdmci
tychto skupin. Tymto spésobom je vypocitany i, obrat na firmu” a , obrat na SP”.
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Vysledky a diskusia

Tvorbou pracovnych miest v slobodnych povolaniach sa zaoberdme v
nadviznosti na stratégiu EUROPA 2020 (EUROPA 2020 Stratégia na zabezpecenie
inteligentného, udrzatelného a inkluzivneho rastu, 2010, s. 21), ktord sa zameriava
najmd na podporu malych a strednych podnikov. Podl'a nej sa mikro, malé a stredné
podniky maja podielat na tvorbe zamestnanosti, pricom ,vytvorenie novych sluzieb
(napr. v oblasti obsahu a médii, zdravotnictva, inteligentného merania spotreby energie)
poukazuje na velky potencidl”, pretoze nejde len o prinos ako taky, ale tiez o kreativitu
pracovnych miest tym, Ze sa vytvara nieco nové, ¢o doteraz nebolo.

Pri vycislovani podielu slobodnych povolani na tvorbe pracovnych miest je
potrebné zdoraznit' vysokd mieru abstrakcie (redukcionizmu) z dévodu minimélnej
dostupnosti tidajov v tejto oblasti.

Index poctu pracovnych miest na zdklade Stidie publikovanejf NARMSP
Pocet pracovnych miest (zamestnancov a pracovnikov) pripadajtcich

na 31 320 poskytovatelov SP (pocet na zaklade tdajov jednotlivych komor) bude
na zéklade vyssie spominanej metodiky NARMSP nasledovny:

pocet pracovnyjch miest zamestnancov = pocet SP * index pracovnijch miest =
31320 *1,28347159 = 40 199

Podla vyssie uvedenej metédy vytvéraju slobodné povolania pracovné
miesta pre 40 199 zamestnancov. Celkovd zamestnanost v slobodnych povolaniach
je tvorend poctom poskytovatelov slobodnych povolani a poc¢tom dodato¢nych
pracovnych miest vytvaranych pre zamestnancov. Spolu vytvaraja 71 519 pracovnych
miest v hospodarstve.

Prinos slobodnyjch povolani k tvorbe pracovnyjch miest v SR

Prinos slobodnych povolani k tvorbe pracovnych miest v SR je sledovany
na zdklade troch hladisk - profesijnej hustoty, priemernej velkosti firmy z hladiska
zamestnancov a prislusnikov slobodnych povolani, a produktivity prace slobodnych
povolani.

Profesijni hustota

Z hladiska prinosu slobodnych povolani k tvorbe pracovnych miest je
podstatné najmi vycislenie profesijnej hustoty - poctu obyvatelov pripadajacich na
jedno slobodné povolanie. Vypocet profesijnej hustoty uddva tabulka 1. Z tabulky
vyplyva, Ze najvyssia profesijnd hustota je u medicinskych slobodnych povolaniach
a najnizsia u ekonomickych slobodnych povolani. Na 1 milién obyvatel'ov SR pripada
celkovo 5 800 slobodnych povolani. Struktira profesijnej hustoty je ovplyvnend
vnutornymi potrebami ekonomiky a odrdza sa od potrieb a struktary poziadaviek
verejnosti.

178



Tabulka 1 Slobodné povolania v SR - profesijnd hustota

. . Profesijna
. Pocet . Pocet
Ukazovatel Pocet pracovnych Pocet obyvatel'ov it
firiem . SP . (na mil.
miest (mil.) o
obyvatel'ov)
Pravne SP 4417 10 847 5934 54 1099
Ekonomické SP 6961 13912 1688 54 313
Technické SP 10112 21234 7 643 54 1415
Medicinske 26 225 16 055 5,4 2973
Spolu 72218 31320 54 5800

Prameri: vlastné spracovanie na zdklade tidajov databizy EUROSTAT, profesijnijch komor a
Zdravotnickej roéenky Slovenskej republiky 2013

Priemernd velkost firmy

Tabul'ka 2 udava ukazovatele poctu slobodnych povolani - pocet slobodnych
povolani a pocet zamestnancov na 1 firmu, ako aj pocet zamestnancov v slobodnych
povolaniach. Najvyssie zastipenie z hladiska poctu slobodnych povolani v jednej
povolania - jeden prislusnik slobodného povolania pripadd na 4 firmy. Z tabul'ky je
mozné vidiet velky rozdiel medzi jednotlivymi skupinami slobodnych povolani najméa
pri vypocte ukazovatela po¢tu zamestnancov na 1 prislusnika slobodného povolania.

Tabulka 2 Priemernd velkost firmy v SR z hladiska zamestnancov a slobodnych povolani

S | o | Tt | o | gl | Zomet
miest
Pravne SP 4417 10 847 5934 1,343 2,456 0,828
Ekonomické SP 6961 13912 1688 0,242 1,999 7,242
Technické SP 10112 21234 7 643 0,756 2,100 1,778
Medicinske 26225 16 055 0,633

Prameri: vlastné spracovanie na zdklade tidajov databizy EUROSTAT, profesijnyjch komor a
Zdravotnickej rocenky Slovenskej republiky 2013

Produktivita price

Tabul'ka 3 uvadza tdaje o produktivite prace v slobodnych povolaniach.
Ako vyplyva z tabul'ky, najvyssi obrat na firmu dosahuju technické povolania, a to i
napriek tomu, Ze pri vypocte vel'kosti firmy v predchadzajticej ¢asti, meranej poctom
pracovnikov vo firme dosiahli najvac¢siu velkost firmy prdvne povolania. Zaujimavé
je i porovnanie obratu na pracovné miesto a obratu na SP, kde strednd hodnota
obratu pracovného miesta pri ekonomickych povolaniach dosiahla najvyssiu hodnotu
obratu na SP.
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Tabulka 3 Produktivita price v slobodnych povolaniach v SR

Olere e Obrat na
(1000 EUR) Obrat pracovné P Obrat na SP
. irmu
miesto
Pravne SP 289,6 26,70 65,56 48,80
Ekonomické SP 709,5 51,00 101,93 420,32
Technické SP 1734,7 81,69 171,55 226,97

Prameii: vlastné spracovanie na zaklade tidajov databizy EUROSTAT, profesijnyjch komor a
Zdravotnickej roéenky Slovenskej republiky 2013

Zaver

Slobodné povolania predstavuja doélezita stcast ekonomiky kazdej krajiny,
pretoze ako tvorcovia pracovnych miest prispievaju k zvy$ovaniu zamestnanosti, ¢o je
tzko spité s rastom ekonomiky prostrednictvom HDP. Vytvéraja ¢oraz viac priestoru
na tvorbu novych pracovnych miest - pocet slobodnych povolani kazdym rokom
pribtida, samotny narast v pocte slobodnych povolani predstavuje novovytvorené
pracovné miesta.

Ekonomicka situacia krajin je stale viac ovplyvnena kvalitou l'udského
kapitalu, pricom slobodné povolania méZeme svojou vysokou troviiou vzdelania a
odbornosti kvalitu I'udského kapitalu zvysuji. Formovanie kvality Iudského kapitalu
za¢ina uz systémom odborného vzdelavania (Grenc¢ikova, Vojtovi¢, Gullerovd, 2013),
v ramci slobodnych povolani hovorime o ovela vy3$om stupni vzdelania. Vysoké
poziadavky na vstup a samotny vykon tohto povolania sved¢ia o naro¢nosti ich vykonu,
profesionalite a kvalite poskytovanych sluzieb. Aj napriek tymto skuto¢nostiam
sa im stale venuje malo pozornosti.
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Abstract

Sustainable development as a key strategy of the European Union is a
determinant for the creation of regional policies aimed at supporting innovation
process. Eco-innovations in the field of construction are a part of the sustainable
development strategy of European countries. There are different kinds of institutions
and its initiatives that are part of a part of innovation transfer playing extremely
valuable role for promoting eco-innovation in the European Union. Clusters are both
a part of supporting innovation strategy and a tool of tool of the individual industries
achievements promoting in the context of competitive economies. Clusters create
a friendly environment for the innovative initiatives creation and contribute to the
enterprise competitiveness development in the international arena. The article presents
an analysis of selected cases of Polish clusters as part of the eco-innovation supporting
system in the energy saving construction industry. There are presented examples of
Polish cluster initiatives with particular emphasis on the analysis of projects in the
field of the energy-efficient construction, as an element of Polish policy of innovation
promoting.

Key words: sustainable development, eco-innovation, construction, eco-building, cluster

Introduction

The results achieved by the company, despite the noticeable effects of the
recent crisis, show that the period of transformation has helped to shape an economy
based on solid foundations and rules of operation. Poland’s economy is heavily
dependent on the Euro zone countries, where the economic situation is still unstable.
Furthermore, the increasing degree of internationalization of the economy, manifested
in, among others, increased dynamics of networks of cooperation and trade relations,
as well as the challenges of the sustainable development, increasingly pose a threat
to the economy in the future. Maintaining a relatively high growth rate will therefore
require accurate identification of market opportunities and threats, as well as
anticipation, enabling economic potential, mainly through increased innovation and
adaptability of enterprises.

Data related to Polish accession to the European Union in 2004 show, that
the indicator of expenditures on the innovation activities in relation to GDP has
increased more than 4 times. The share of public funding to support innovation
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in Poland increased from less than 0.10% of GDP in 2004 to 0.45% of GDP in 2010,
mainly due to rapid growth in spending of EU funds. At present, Polish entrepreneurs
have the opportunity to benefit from extensive portfolio of support instruments in
the R&D&I (Research, Development and Innovation) area. Analysis of the available
programs supporting the innovativeness 2007-2013 show functioning of 60 supporting
instruments directly or indirectly aimed at the innovation development in Poland.
These instruments are very diverse and its characteristics are following: coverage
(regional/nationwide), source of funding (state budget/structural funds/other
international programs), target group (entrepreneurs/others), the form, the
implementing institution (e.g. PARP - State Agency for Entrepreneurship Development,
NCBIiR - National Centre of Research and Development, Marshal Offices, Regional
Offices, regional authorities set up to implement support programs). There are about
25 supporting instruments, that are implemented in the framework of regional
operational programs financed by the Structural Funds in period 2007-2013. Other
30 instruments are implemented under the national operational programs. Operating
programs include actions that promote both R&D and human capital, as well as
specialized services to enterprises (technology parks and incubators, counselling). The
system itself providing financial support is dominated by subsidies granted regardless
of the degree of risk associated with the project.

The main pillar of the current system for financing R&D and innovation
is the Operational Programme for Innovative Economy 2007-2013 directed mostly to
entrepreneurs. The programme supports projects of supra-regional importance within
technological innovation in products and processes and innovation in the field of
the product and service sectors design, which directly or indirectly contribute to the
formation and development of innovative enterprises. The supportive and promoting
programmes concerns innovative activities with the nature and extent that generate
the highest added value for the economy and enterprises by strengthening the
competitive ability of the Polish economy in the international dimension. The
other important factor is also existence of the Special Economic Zones, which are
administratively separated areas in Poland, where investors can pursue economic
activity on preferential terms. The purpose of this supporting instrument is to
accelerate regional development by attracting new investment and promoting job
creation. There is also a programme of the investments supporting for Polish economy
for 2011 - 2020 that was elaborated by the Ministry of Economy and implemented in
2011. Its objective is the innovativeness and competitiveness development through
contributing to new investments conducted by Polish and foreign companies.
There is also a high importance of National Fund for Environmental Protection and
Water Management role in supporting of eco-innovations. Moreover, there is a series
of support programs within national budgetary resources aimed at entrepreneurs
(e.g. Voucher for innovation).

Innovation should contribute to improve the competitive position of
enterprises by allowing for its rapid development and more efficient meeting
customer needs and responding effectively to the global challenges (MURA, LOSTER,
2012). Purchase of the machinery and equipment significantly helped to improve
the productivity of domestic economy. At the current stage of Polish economy
development, there is emphasis on the greater support for R&D&I actions.

Innovations are defined most frequently in accordance with the Manual
of Oslo in 2005, elaborated by the OECD and Eurostat, concerning the rules for the
collection and interpretation of data on innovation. According to the above manual,
innovations include: implementation of a new or significantly improved product
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(good or service) or process, a new marketing method or a new organizational
method in a business practice, workplace organization or external relations (OECD,
EUROSTAT, 2008).

The service sector is a dynamically growing sector responsible for a significant
GDP share. It is indicated as the main driver of the innovation in the service sector
with its multidimensional nature in the form of increasing cooperation and bonds
between the industrial sector and the services. Innovation in the services consist of
implementation of various types of technological, organizational, managerial, or in the
field of human capital. An example may be a new method of reaching customers and
the use of the latest technological solutions in their use. Innovation in the services sector
does not require very intense, a separate state support, because horizontal innovation
policy also works on the service innovation. Innovation in the services consist of
implementation of various changes’ types related to technological, organizational,
managerial, or human capital changes.

Innovations in the service sector are related to the sustainable development
idea promoted by European Union countries in the last decades. Contemporary
construction is focused on the implementation of the sustainable development idea
in the production and service field since the awareness of the energy consumption
changes became stronger. A number of innovative solutions, that appeared in the
construction, are related to ecological and energy saving products.

Eco-innovation is an innovation that improves the efficiency of the natural
resources use in the economy, reduce the negative impact of human activities on the
environment or enhancing the economy’s resilience to environmental pressures. Eco-
innovation (OECD, Eurostat 2008) is the implementation in the business practice a new
or significantly improved product, service or process, including the implementation
of a new marketing method or the work organization method (Oslo Manual, 2008).

Ecological construction is associated with assumption that organization of
the buildings and its surroundings should be managed with the way that interferes
less with the natural environment, and most importantly, enhancing the conditions
of human live. Selected elements of the sustainable construction: a) the avoidance of
materials harmful to the environment; b) the right location; c) the house design should
focused on reduction of the energy consumption and pollution production. Eco-
building is based on the selection of healthy and energy-saving building materials.
It uses clean renewable energies and it involves the rational exploitation of buildings
and durability of materials. A similar concept, usually on a smaller scale, is a “natural
structure”, which focuses on the use of natural materials available on the spot. It is
associated with it also called green architecture. Although most of the programs “green
house” is not directed at existing buildings, their principles can be used to upgrade
existing buildings. Ecological building practices are aimed to reduce the negative
impact of the buildings on the environment. The second principle concerns assumption
that each building should be as small as possible - reducing the total surface area,
better utilization, changing and finishing equipment. Third principle is related
to avoiding of the excessive buildings spread (the tendency of cities to growth in a
piecemeal manner).

One of the determinant of the ecological level of the construction is the
energy efficiency of the building determined by several factors: architectural,
technology, thermal insulation and workmanship quality. The energy efficiency is an
effect of the collaboration of many elements of the building: architectural, construction
and installation. Passive buildings are the latest generation of the energy-efficient
buildings. It is with the highest thermal comfort and extremely low demand for
thermal energy ratio of maximum 15 kWh/m?2/year. Passive construction technology,
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as one of the most advanced forms of the energy-efficient construction, has become
increasingly popular in Europe and around the world. In Poland it also shows a
growing interest in the technology.

Ecological and energy saving construction is identified as the eco-innovation
associated with solutions for sustainable development, that are implemented in order
to change patterns of the consumption and production by developing technologies,
products and services to reduce negative impact on the environment. Eco-innovations
has particular importance in the construction market, where the concept of sustainable
development is gaining more and more popularity and the number of low-energy
passive buildings is steadily growing. The construction is currently going in this
direction that the building itself produce energy for its own needs.

In order to reduce negative effects of the construction industry on the
environment, the sustainable construction concept based on eco-innovation was
created. The assumption of this concept includes design and construction of buildings
in accordance to the care about environment and economical use of natural resources
throughout the all construction cycle: design, construction work, operation of the
building (proper use, renovations, maintenance and modernization) and its demolition.
In practice, it includes the use of materials as the most environmentally friendly,
reduction of the energy consumption and pollution production, greening of the
building and surrounding. The European Commission assumes, that the construction
industry is associated with profitable opportunities within significant reduction in
the energy consumption and the carbon emission and increasing renewable energy
sources share, which can contribute to the achievement of the objective “3 x 20% " by
2020. This intention is identified as the goal in the following fields: reduction of the
carbon dioxide emission by 2020 by 20% compared to 1990 emission, energy efficiency
improvement in the same period by 20% and increase the renewable energy sources
share in total energy production to 20%. It is estimated that failure to achieve the
mentioned targets would have negative financial consequences in the range of 5 to
20% of the gross domestic product of the European Union. In 2010, the amendment
of the Energy Performance of Buildings Directive (2002/91/EC) (EPBD directive)
concerning the energy performance assessment for buildings was adopted. The
amended directive requires member states to draw up a list of current national
instruments and measures in this regard and, if necessary, propose further to 30 June
2011. The provisions of the Directive shall enter into force in Member States not later
than 9 January 2013, subject to certain exceptions, related to buildings other than
those occupied by public authorities, which will take effect on 9 July 2013. The biggest
practical importance of this directive is the building energy ratings system, resulting
in energy quality certificates. Energy testimony will have to identify almost every
building and dwelling, building collective residential or public, both new and
renovated. The extension of the EPBD directive is the EU’s Lead Market Initiative
(LMI), that identifies six markets with the biggest growth potential, including the
construction industry, as responsible for a significant part of the energy consumption
and greenhouse gas emission affecting indoor air quality and being a subject to a
large part of public procurement. LMI focuses on the following tasks in the field of
sustainable construction: the introduction of environmental statements of products,
conducting comparison requirements for buildings that meet the criteria of the
sustainable development, the introduction of the sustainable development aspects to
design through the use of innovative technologies and products, and implementation
of procedures related to the calculation of life-cycle cost (LCC - Life Cycle Cost) in
public procurement, as well as increasing supply chain efficiency and increase the
qualifications of contractors. The policy of the Polish government on the energy
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consumption reduction in the construction is determined by the New National
Environmental Policy under which assumes modernization of heating systems,
reduction of losses in water distribution networks, water conservation, insulation
of buildings, segregation of garbage and materials recovery, waste heat recovery
and the use a number of other high-tech solutions in the technical infrastructure of
towns and settlements. The second document is the Polish Energy Policy by 2020,
where the introduction of selected eco-innovative products to market and support
selected research in order to achieve energy security, the competitiveness of domestic
economic operators improvement and the environment protection have been
planned.

An important initiative within was the publication of the EU Commission’s
Communication on the sustainable consumption and production, and the action plan
on sustainable industrial policy, that includes information about Eco-design Directive
of 2005 (2005/32/EC) on the general principles for the setting of eco-design in relation
to energy-using products (Energy-using Products - EuP). The Directive aims to
implement the assessment of environmental aspects into product design, taking into
account the phases of its life cycle. Broadening the scope of coverage it will mean a
number of construction products affecting energy consumption. The European Union
committed itself to promoting green initiatives also through the implementation
of the Action Plan for Environmental Technologies (ETAP) under the Framework
Program for Competitiveness and Innovation for 2007-2013. European Union has
allocated almost € 195 million to fund projects that promote eco-innovation. The aim
is to support first applications and market uptake of innovative technologies and
practices, bridging the gap between research and development and the business
world and overcome the market barriers that currently hamper the development of
innovative and environmentally friendly products and services, especially those
encountered by European small and medium-sized enterprises.

Legislative changes have increased the demand for tools to support the
implementation of the principles of sustainable development of the construction
industry. This has resulted in new research directions. These are: conditions of material
and utility building materials (their usefulness, modified and new solutions); energetic
conditions, the impact of buildings on the environment (including environmental
aspects, waste management and recycling used construction materials for construction
and reuse of products), the impact of buildings on the indoor environment. Research
results have set major trends, which goes towards building combining environmental,
social and economical aspects in the form of the low-energy or passive building.
The first initiative in the terms of passive houses appeared in the mid-nineties of the
twentieth century. In 1998, this type of construction has gained funding by the European
Union under the THERMIE program, one of whose objectives was the rational energy
use in buildings as well as integration of renewable energies.

One of the most important goals of the contemporary eco-innovations in the
construction is to minimize operational energy intensity of buildings. It is necessary
to pay attention to the location of the building, its shape, and location of spaces
depending on their functions, so the structure of using solar energy can be planned.
In the contemporary eco-houses there is also possible to produce the heat energy
generated by residents and its equipment. The appropriate setting of the building in
relation to the world and the best possible use of natural light can significantly reduce
energy consumption. The use of natural weathering and geographical conditions
also allows for natural ventilation of the building. In addition, the use of solar panels
and wind turbines and the use of modern insulating materials allow to reduce the
energy consumption.
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All eco-innovations applied by the construction industry requires following
technological advance within construction materials and solutions on the energy
consumption reduction. Tracking the changes within the construction solutions
on the eco-innovations is possible mainly owing to constant research cooperation
between industry and research institutions that provide information about the
newest technologies and applications and gain financial support for the innovative
projects. Clusters are identified as drivers of innovation and economic growth
because the clusters’ structure creates favorable conditions for open innovation,
promoting cooperation between different market actors in the process of innovation
creating, combining complementary skills and competences and involving users in
the development of innovative solutions (user-driven innovation). Clusters play a role
of a catalysts for lasting changes that will allow more efficient use existing resources
and improve productivity and competitiveness of the construction enterprises. The
existence of clusters involves the integration of the public support available around
selected clusters of key importance and potential competitive economy (by central
support services) and individual regions (through regional support), enrolling in
an intelligent national and regional specializations. This allows the co-financing
development projects within the framework of the promotion of eco-innovation.

Material and methods

The object of the research analysis in the paper is a group of chosen clusters
in Poland, that have been found on the basis of innovative initiatives within the
construction eco-innovations. Analysis of the clusters takes into consideration of their
efficiency identified by the following data: fields of activity, a number of cluster’s
members and kind of entities involved in the cluster’s activities, a number of the
realized projects on the eco-innovations, a quantity and a quality of information on
the eco-innovations available on the clusters” websites. Clusters have been chosen with
the applying research results of the Report Desk Research on the eco-energy clusters
(Fig. 1) and interactive map of clusters in Poland in basis of the searching construction
clusters (Fig. 2).

Figure 1. List of the eco-energy clusters operating in Poland.
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Figure 2. List of the construction clusters operating in Poland.
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The research procedure included following stages of the research analysis:

1. A preliminary review of the clusters and available of the information on the
clusters activity.

2. Preparation of the clusters’ list and list of the key information sources.

3.  Review of the chosen clusters” websites with regard to its content on the chosen
information criteria: fields of activity, a number of cluster’s members and kind of
entities involved in the cluster’s activities, the offer scope, a number of the realized
projects on the eco-innovations, a quantity and a quality of information on the eco-
innovations available on the clusters” websites.

4. Selection of the most significant clusters’ initiatives (for the eco-innovation trend)
and its characteristics elaboration.

Research analysis concerns also the information from the following sources:
PARP (State Agency of The Entrepreneurship Development), Polish Ministry of
Economy, Ministry of the Regional Development. Choice of the clusters for elaboration
is related to its defining.

A cluster is a geographic concentration of interconnected companies,
specialized suppliers, service providers, businesses operating in related industries and
associated institutions in particular fields while interacting and competing with each
other (PORTER, 1990).

Relations between companies and institutions should be understood as a
specialization in the economic or business profile associated with a specific product
or service - and therefore author uses interchangeably: cluster, cluster and economic
specialization. A cluster can include companies from various sectors operating within
a value chain. It can also be defined functionally. Companies operating in the cluster
are independent - competing with each other, while in some areas they cooperate.
In the cluster, there is also important collaboration between companies with related
institutions belonging to the R&D sector (universities, research institutes, educational
institutions), business support infrastructure (science and technology parks, certification
institutions, advisory firms) and public administration. It is assumed that the cluster is a
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concentration of companies and institutions, which are characterized by a high level of
various kinds of interaction, functional relations and cooperation (in the competition).
These characteristics and the collection of various types of specialized actors and
resources (agglomeration effects) are the key to high innovation and competitiveness
of a given cluster. Clusters are developing so on the basis of the knowledge transfer,
innovation and the best use of the resources available in the cluster location. It is due
to intense interaction and cooperation, dialogue and coordination that occur with the
natural competition between actors in the cluster. Competition optimizes the use of
resources inside enterprises (and other entities) and stimulates innovation. Cooperation
can while optimizing the use of internal and external resources and allows innovation
through a new combination of different resources, knowledge and couplings return
(Polish Ministry of the Economy, 2013).

Cluster development constitutes primarily the development of businesses
that create a large cluster, including the creation of new companies and their inflow
from the outside (for example in the form of foreign investments). A manifestation
of cluster development is also inflow of capital and human resources. New clusters
can also arise on different sectors and already existing clusters (e.g. energetic, material
engineering). The development of the cluster is determined not only by the potential of
individual companies operating within clusters, but also the quality of the environment
and the use of specialized external resources. In particular, educational institutions
educate staff who have expected qualifications and competences and research units
generate the knowledge and pursue research that can be used by companies of the
cluster and prepared to work with these companies. The development of the cluster
is also determine by the quantity and quality of relationships - internal and external
environment - created by entities operating in a given cluster.

In a cluster, there are implemented joint ventures, business (including joint
research and development), which on one hand are a derivative of the market needs
and impulses, on the other hand - an adequate flow of information and the readiness
and preparation of entities operating in the cluster for joint action. In particular, the
cluster may include several cooperative relations. The adoption of formulated above
understanding of the cluster concept implies that cluster policy may cover a number
of activities and instruments aimed at supporting the development of specific clusters
of companies and institutions. The purpose of this policy is a cluster development in
normative terms that facilitates a high level of interaction and cooperation leading to
the strengthening of existing competitive advantages and create new ones.

The above concept of clusters and development policies based on clusters is
combined with the concept of smart specialization (smart specialization), promoted by
the European Commission as a way to organize development policy, improving the
efficiency of spending structural funds and increase synergies between different EU
policies, national and regional (FORAY et al., 2009).

Intensification of clustering processes in the Polish economy in the perspective
of 2020 resulted in a significant increase of the competitiveness and innovativeness.
Increased level of interaction, collaboration and the knowledge flow resulted in
new and innovative projects and better use of available resources, both private and
public. Intensified cooperation with the R&D sector led to a more rapid transfer of the
knowledge and technology, as well as increasing the intensity of private investment in
R&D. As a result of inter-sectoral collaboration there was developed a new, intelligent
specialization and modernization of the economic structure and development of
sectors that generate high added value. Development of international cooperation of
clusters had the effect of greater openness of the Polish economy and Polish businesses
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and the inclusion of clusters in international value chains (cooperation links), which
involved, among others, the inflow of foreign investment into the country.

Functioning in the Polish economy clusters are characterized by different
economic potential - from local clusters, affecting the local economy ecosystem, through
key regional clusters which are engines of economies of individual regions, the national
clusters key, recognizable and able to compete in international markets from other
significant economic centres that define international competitiveness of the Polish
economy. The vast majority of clusters is, however, local or regional importance. A
characteristic feature of the key clusters in Poland (national and regional) are: increased
intensity of the research and development (realized to a large extent by the operating
their businesses) and the use of the knowledge and strong interaction between
companies, universities and research institutes (flow of workers and knowledge,
shared R&D projects, cooperation and communication, etc). The development of
these interactions stimulates innovativeness of the companies in clusters and enables
technology transfer and commercialization of the knowledge. These interactions
contributed to better align education and ongoing research into the needs of businesses,
leading to the creation of new resources and competitive advantages of the companies.
Cluster development is also marked by development of cooperating universities and
R&D entities (DZIERZANOWSKI, 2012).

The national key clusters compete on a global scale and have an international
dimension - which means that the companies operating within the cluster are intensively
involved in a trade exchange (a large share of export) and international value chains.
Other entities operating in these clusters, such as universities and research institutes,
participate in international networks of relationship. These clusters are strong links
in the collaborative networks of European clusters and build their global competitive
position.

Results and debate
1. The First Polish Cluster of the Passive and Energy-Efficient Construction

The first construction cluster was founded in 2008 as the First Polish Cluster
of the Passive and Energy-Efficient Construction located in Silesian region in Poland.
In the case of the analyzed cluster the intention of cooperation became development
of the common activities in the field of designing, building and managing buildings
energy efficient. This is achieved by combining the resources of individual members
of the Cluster and the common pursuit of learning, mainly empirical, in the field of
energy-efficient construction and its dissemination and offering on the market in the
form of comprehensive services. The members” group of the cluster includes: Silesian
technical universities, Polish Institute of the Passive Construction, the Chamber of the
Construction Engineers, designers, companies providing energy-efficient buildings for
the energy-efficient and passive houses.

The Upper Silesian Industrial Park plays a role of coordinator of the
cluster’s project. One of the project is “Construction of energy-efficient office administration
building for the needs of the Upper Silesian Industrial Park in Katowice”. The project program
is implemented within Regional Operational Program of Silesia in 2007-2013 in the
frame of action No 1.3 Technology transfer and Innovation. The amount of the fund
within the project is 4.931.116,91 PLN.
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Cluster was established to (The Agreement on Cooperation in the framework
of a project called: “The first Polish Cluster of Passive and Energy Efficient Construction”,

2008):
1.

2.

10.
11.

12.
13.

initiate projects using modern, energy-efficient and green technologies
in construction,

develop a program of research - Development Cluster,

take action to raise funds for implemented by Cluster research and
development and its functioning, in particular from the European
Union budget and from the State budget and from local government
units,

publish and promote the results of research work in order to be as the
widest possible use by entrepreneurs,

promote, support and integrate the activities carried out by cluster
partners arrangements for dissemination of modern, energy-efficient
and environmental technologies used in construction,

participate in projects, both domestic and foreign, prepared with the
aim of clusters,

the establishment and development of information technology and
information related to cluster promotion, the creation of an online
database about products, applied technologies, training, trade shows,
conferences, and services provided by the parties,

organize training conferences and workshops on the construction
industry and related industries, which will be promoted modern,
energy-efficient and green technologies,

efforts to organize and ensure the participation of Parties in the
exhibition concerning the industry construction,

promote a cluster in the domestic market and abroad,

encourage other entities to join, action and cooperation within the
cluster,

attracting investors for investment activities within the cluster,

take action to create a field of study in the field of modern construction
technologies.

Clusters” members initiatives were financed from own resources of the
Cluster coordinator. In 2010, the Cluster gained the support of the Polish Agency
for Entrepreneurship Development, under Measure No 5.1 for realization of the
project concerning development of the cluster. The aim of the project is to support
the development of cooperative entities within the cluster, in particular between
enterprises and business environment institutions and scientific. It allows for easier
transfer of the knowledge within R&D and its practical usage in enterprises, and to
achieve synergy effect through the joint promotion of new technologies and the
associated new services, joint training and cooperation in the provision of market
services, as well as common use expensive, specialized equipment. Key to the
development of cooperative relations and thus the project is:

creation of laboratory facilities and hardware,

intensify the exchange of knowledge between members of the Cluster,
gaining knowledge of the results of R&D research from the outside
connections,

obtaining reliable test results of the energy consumption and the
energy-efficient and passive houses.

Cluster has own laboratory in the form of energy-efficient house
project that assumes:
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*  the use on eight floors 5 different HVAC systems,

*  the use of diverse energy sources,

*  monitoring technology used to formulate practical conclusions,

*  installation and testing tri-generation system enabling the production
of electricity, heat and cooling gas,

e the heat recovery from ventilation.

2. Achievements of the Gdansk Construction Cluster

One of the most successful construction cluster in Poland is the Gdarisk
Construction Cluster that was established in 2007 by 18 founding members in the
Pomeranian region in Poland. It consists of companies that have technological potential
and, most importantly, rich experience in the application of the modern eco-innovative
construction technologies. Apart from standard industrial and infrastructure
construction, one of the major tasks executed by GKB is cubature construction
effective in terms of energy, in particular low-energy and passive housing. The goal
of cooperation is to create mechanisms ensuring or facilitating access to knowledge,
transfer and implementation of the most recent technological accomplishments,
reduction in costs of current activities, and, at the same time, achievement of a
permanent, above-average increase in competitiveness of the cluster entities. The
crucial role in the analyzed cluster is determined by cluster’s coordinator that is Gdansk
Construction Cluster Limited Liability Company which coordinates consortium of
52 enterprises from the Pomeranian region, mainly from the construction industry,
employing over 3,000 employees. GKB cooperates with local government units, state
administration and scientific-research environments, including Gdansk University
of Technology and Polish Institute of Passive Housing. The main goal of analyzed
cluster is inspiring actions aiming at simplification of administrative procedures,
significant from the point of view of the investment process, contribute to increase
investment attractiveness of the whole region through the development of product-
technological platforms and promotion of regional brands. The main object of
cooperation between the cluster entities is construction effective in terms of energy
(PARP, 2011). The fields scope of the cluster activity is presented in Figure 3.

Figure 3. Chain of values and competences of the Gdarisk Construction Cluster.
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GKB offers to the cluster participants services with regard to (Gdanski Klaster

Budowlany, 2015):

*  organization of joint product orders and services necessary for
conducting basic activities,

e organization of joint distribution channels of products and services
being offered,

*  combination of particular offers of companies in complex services with
regard to design and construction,

e exchange of market information by means of product-technological
platforms available for the cluster participants, - obtaining orders.

e The offer product of the Gdansk Construction Cluster concerns three
major specialization areas (PARP, 2011):

e effective construction in terms of energy, based on technical and
organizational solutions, ring very low coefficients of demand for
thermal energy and electric energy from the network;

e thermal modernization of cubature facilities, consisting in modernization
of existing facilities, installations, heating devices and lighting, in a way
enabling to obtain, in the long run, the best operational parameters;

e design of gas stations using the most recent accomplishments of both
heating, thermal insulation and lighting technologies, which shorten
standard, actual period of depreciation of outlays by 50%.

The analyzed cluster is associated with projects on the eco-innovative
construction solutions that concerns effectiveness, ecology and energy sector as the
effect of the synergy. It was identified as the one of the most successful construction
cluster since in 2010, the Gdarsk Construction Cluster received the title of key cluster
in the Pomeranian Province within activities on the design of estate of multifamily
passive houses. The cluster is also organizer of the conference on ,New development
possibilities, SMART 3E construction, efficiency-ecology-energetics”.

Construction called Smart 3E, the effectiveness of ecology, energy is the field
of activity of Baltic Eco-Energy Cluster, that includes 176 entities, and Klimopomerania
Cluster that includes 12 entities. The sale of mentioned clusters’ products is estimated
at 2 billion PLN per year, and exports at 0.4 billion PLN. Along with housing
associations it was decided to allocate an amount of 40 million PLN for investments
connected to the green building. All activities related to the production, services and
implementation of new technologies are carried out in accordance with the principles of
the sustainable development as the three main aspects - social, economic and ecological.
The planned ventures will be guided by innovation and cross-regional dimension of
specialization. The Gdansk Construction Cluster cooperates on the eco-innnovations
within cooperation network with the Green Building Cluster of Lower Austria. The
main field of this cooperation is exchange of information on the construction of low-
energy buildings.

3. The Central Polish Construction Cluster

The Central Polish Construction Cluster was founded on 12 December in 2008
and it was initiative of three entities (Regional Development Agency “ARREKS”, ASM
Centre for Market Research and Analysis and Technical University of Lodz) involved
in the project REG CON, co-financed from EU funds. Cluster coverage includes the
central Polish region with a particular focus on £6dZ and Mazowieckie province and
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the region Kleszczéow. The location of the cluster wasn’t determined only by direct
access to mineral resources (coal, lignite, clay, sand, chalk lake and others) and useful
waste materials (ash from burning coal and synthetic gypsum), but also by convenient
transport links with other regions of the country and the concentration of suppliers
technologies, products and services. A characteristic element of the region economy,
except of the mining and energy sector, is formation of the construction industry
focused on innovative solutions.

The mission of the Central Polish Construction Cluster is to encourage small
and medium-sized enterprises to cooperate in order to implement new technologies in
the construction and transformation of the building sector in an innovative industry
that meets the expectations of the region’s inhabitants. The mission of the cluster is
implemented in six areas:

e the brownfield revitalization of urban areas in Lodz and rehabilitation

of the environment within the municipality Kleszczow;

e the sustainable development in the construction and environmental
engineering;

e recycling of the construction materials, promotion of new technologies
for highly processed materials used in construction, promotion of new
methods in geotechnical foundation;

e promotion of safety at the construction site;

e creation of an effective strategy in the areas of marketing, public
relations and human resources;

*  increasing interest in and commitment to the cluster members in the
implementation of joint innovative projects.

Strategic objectives of the cluster include:

1.  Strengthening cooperation between SMEs of the construction industry
in the region, in order to implement larger projects, which individual
companies would not be able to implement organizational reasons and
financial services.

2. Development and promotion of a single, strong brand bringing together
SMEs in the construction industry in the region, in order to increase
clout at the regional, national and international levels.

3.  Establishing cooperation with universities on technical fields and
mathematics and natural sciences, as well as secondary schools in order
to promote and encourage young people to education in the fields of
technical profile and construction.

4. Cooperation of SMEs in the construction industry in the region, in order
to facilitate access to financing investments, including through loans,
which small companies have limited access.

5. Development of export products and construction services by companies
from the region, which will help expand markets and increase profits.

4. The Cluster of Construction Innovations
Construction Innovation Cluster is a joint initiative of the Foundation for
Entrepreneurship and Culture Support in Bielsko - Biala in Poland and University of

Technology and Humanities in Bielsko-Biala, Polish Chamber of Commerce Building
and companies from the construction sector. Formalized cooperation initiative was
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formed in September 2010 and it is continued to build its brand on the basis of new
cluster’s participants. The mission of the network connections is a support of the
enterprises development through cooperation of research institutions, business
environment of the business arena innovative construction industry. Construction
Innovation Cluster have the following goals of the activity:

* increasing the companies competitiveness (through introduction of
innovative technical solutions and technologies);

*  enabling participants to establish relationships that lead to cooperation;

e creating conditions for generating investment projects based on the
Cluster’s members resources;

e establishing cooperation with domestic and foreign business
organizations, clusters and entrepreneurs, participation in international
fairs and trade missions;

. creation of the center for certification of building materials;

*  initiating exports of goods and services cluster members to foreign
markets;

*  the use of the scientific and business resources of clusters’ members to
conduct research on the eco-innovative solutions within construction;

e organization of cluster members in consortia and commercial companies
in order to submit tenders for public contracts and private;

*  initiating cooperation with regional authorities;

*  common obtaining grants from the EU.

The cluster cooperates with similar cluster entities in Czech Republic and
Slovakia.

5. Development of the energy-efficient construction network
in Western region of Poland

Wielkopolska Renewable Energy Cluster is a network of the energy - efficient
construction that was founded in 2013 as the initiative of Polish Chamber of Commerce
of Importers, Exporters and Cooperation within implementing the project “Promotion
and development of Wielkopolska Renewable Energy Cluster - network of energy-efficient
construction” financed from the Wielkopolska Regional Operational Program in the
scope of measure No 1.6. The project is aimed at enhancing the competitiveness of
the construction companies from Western region in Poland within renewable energy
sources, with a particular focus on the intelligent systems and industrial automation
for (Polish Chamber of Commerce of Importers, Exporters and Cooperation, 2015):

* spreading of the energy saving technologies application in the
construction,

e the development of specialist expertise on economic and environmental
benefits resulting from energy-efficient construction,

*  development of cooperation between construction companies with
universities and scientific research institutions to identify technological
needs, conduct research, transfer of knowledge and technology,

* identify and collect best practices of investment and using the
experience of companies and universities (members of the cluster),

* joint promotion created within the cluster networks, whose aim is
to realize the potential and future customers about the benefits of
ecological and economical use of facilities are built in as low-energy
standard.
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The main goal of the clusters’ project is strengthening the competitive position of
Wielkopolska enterprises by supporting the development of links between enterprises
and business environment institutions, including research units operating as part of
Wielkopolska Renewable Energy Cluster.

Conclusion

The sustainable development today is a determinant of the activities
within political, environmental, social, economic, both internationally and nationally
conditions. Eco-innovations a the element of the sustainable development idea is
one of the elements of Polish clusters initiatives within energy-efficient construction
solutions.

The key goal of the clusters in Poland is cooperation of companies and
research entities within partnership network that is aimed at realization of the
advanced project supported by European funds. Polish construction clusters combine
the capabilities of many market actors in order to accelerate their development and
enable the innovation transfer and promote industrial cooperation with universities.
The most important benefits of cooperation in clusters include: the knowledge
exchange, experience and technology joint offers, which reduces many important for
business operations costs (e.g. marketing and promotion, logistics, etc.), the efficiency
improvement through synergy of the cluster’s enterprises innovativeness and
competitiveness increase.
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Abstract

Motivation and employee evaluation helps to positive results but also helps
companies improve relations between people in the workplace and degrade stress
factors that can adversely affect performance and operation of the company itself.
Therefore, the main objective of this article is to evaluate the level of motivation and
leadership in the particular Slovak company. The first part of the paper is devoted to
defining the concepts and definitions relating to the human resources management,
motivation, leadership of people and remuneration schemes and compensation from
the company to the employees. The second part deals with establishing a main goal and
its sub-goals that have been processed using a questionnaire method and assumptions
set out in the third methodological part of the thesis. The final part explains the results
and recommendations for changes and improvements to the process of motivating and
leading people in the company. *

Key words: human resource management, motivation, leadership, remuneration

JEL Classification: 015, M12, M54

Introduction

People can be considered as the foundation of every business entity. Every
person is complicated and unique human being, with different interests, aims and
dreams he/she wants to achieve during his/her life. However, in the workplace, aims
of the employee and the company does not always coincide. Employees are the heart
of the business and therefore, it is important for employees to identify themselves
with objectives and strategy of the company. In every person, there is a napping need
to be conducted and to be lead - thus, fundamental task of manager is to properly
lead and motivate companies” subordinates. In today’s world, financial indicators
are important for the further development of the company, but human resources are
indispensable driver and the lifeblood of any company. Strong leadership as well as
correct choice of the human resource management style may be considered as an art.
Not every manager is able choose the proper (or “right”) management style and show
sufficient sensitivity that is need when working with people. Such people are born

* The publication of scientific article is supported by the Slovak Scientific Agency VEGA - Project VEGA No.
1/0044/13 “ Corporate Social Responsibility (CSR) of the Slovak Enterprises in the context of Internationalization
in Business”
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with certain qualities of leadership. Managers must be able to properly motivate and
stimulate employees. Motivation comes from an inner sense of person. On the other
side, incentives are external elements by which superior tries to affect subordinates
who respond to these stimuli. The task of manager is to ensure that staff considers
the aims of the organization as its own. Since today’s world is constantly changing,
what have been true today may not have to apply tomorrow. Situation outside and
inside the company has a dynamic course and that is the reason why there exist several
leadership styles. The manager should be able to correctly choose the right style or
determine the proper mix of different management styles. Relations in the workplace
are also very important part of human resource management. Relationships within
companies are forming the overall atmosphere in the company. When a relationship
between manager and employees is in compliance, employees know they can trust
their supervisor and call to him with problems or observations. Therefore, such a
relationship may be very beneficial for the company. The manager should be able
to balance the consistency respectively in mutual relationships found. Employee
satisfaction with job position and job description is an important factor, which affects
the overall performance of an employee. When one considers his/her work as a
contribution, which gives him/her the opportunity to further develop his/her skills,
when one is constantly learning something new, then he/she performs work with
greater vigor and excitement. Managing the team, so that employees achieve better
results is the core part of manager’s work. The best new ideas arise within the team.
Employees should not have to worry to express their thoughts and insights within
the team, because employees are those who know how it actually works in practice.
When a problem arises, employee is the first to come in contact with it. Company
employees want to have optimal working conditions and therefore manager should
be able to lead employees to enable them to submit their proposals and ideas. Proper
communication is the way to achieve better results. When employees are satisfied
in the workplace and beyond they gain a feeling of necessity and irreplaceability in
society and thus this is their biggest motivation to perform well. The basic aim of the
Ppaper is to analyze the effect of leadership on motivation and the link between them as
a part of company culture.

Materials and Methods

Motivational environment and people who carries out responsibility and
exercise leadership have crucial in determining the companies” overall productivity.
To attract and keep such a person in a company, the work environment must inspire
and exploit employee capabilities and offer interesting reward system. The basic aim of
the paper is to evaluate the motivation and leadership in the selected company - ZKW
Slovakia, Itd. that is located in Kru$ovce, Slovakia. The main reason why we chose this
company for our analysis in the paper was the company’s positive attitude and effort
on participation in our analysis, communicativeness from the side of employees and
also management. Company has been also achieving pioneering work in this area for
decades. Moreover, they continuously improve their products and thereby provide the
best possible lighting systems for the automotive sector. We cannot forget to mention
company willingness to provide us with all necessary internal data concerning our
topic motivation and leadership.

The first, theoretical part of the paper is covering literature dealing with the
issue of motivation, HRM, leadership and compensation system from the available
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literature resources that comes from domestic and foreign authors. It helps us to gain
international overview and also to look at the issues from various points of view.

In the next, practical part, we focused on the description of the selected
company (ZKW Slovakia, Ltd.) and application of above mentioned issues in this
company. We divided the data to primary and secondary sources. Primary information
were obtained by the questionnaire survey in order to find out the factors of motivation
and style of leadership in the selected company. Secondary data consisted of various
publications and webpage of the company. We used also mathematical and statistical
methods to process the primary data. To graphically display our results, we used MS
Excel. Our respondents were chosen on random basis. They consist of both types -
administrative employees and managers.

Random 100 employees were asked to participate in the questionnaire
survey. We asked both the administrative and management staff and we got 63 fulfilled
questionnaires back out, from which all 63 were completed correctly. The respondents
were addressed via internal e-mails. Determination of the current situation in the
company was carried through questionnaire survey which took place in February 2015.
The questionnaire comprised 23 questions in total, out of which 18 questions were
focused on the field of motivation, leadership or leadership styles. The first 5 questions
were related to demographic and basic characteristics of the respondents (age, gender,
years working in the company, achieved education and position in the company).

Results and Discussion
Introduction to Human Resource Management and Motivation

Generally, personnel or human resource management (HRM) is one of the
inseparable parts of business management. The content of HRM create personnel
functions which help to fulfill the key role of HRM. They are directly related to
employees and management, acquisition, selection, deployment, training and further
development, remuneration, information and specifying jobs and working conditions.
In addition to these functions, certain rules are created which form the very essence
of the right guidance of staff. Such rules or measures, reflecting the perception of the
employees, create personnel company policy.

Legge (1995) helped to clarify HRM concept when he distinguished human
resource and material resources and argued that the human resource is the most
important resource of company. He also emphasized people should assign to human
resource the same level of importance as to other economic resources. As Paauwe et
al. (2013) claims, one of the basic aims of the HRM is increasing the performance of
companies. On the other hand, it is pretty difficult to define and conceptualize the
concept of performance. Therefore, instead of using the term performance, Guest (1997)
suggested using the concept of outcomes. Dyer and Reeves (1995), divided outcomes
into three different groups. The first one, financial outcome deals for example with profit,
market share and others. Next, organizational outcome is connected with productivity,
quality or efficiency. Into the last category - HR outcomes, they assign for example
employee’s attitude and behavior. Following Huselid (1995), most of academics and
practitioners have believed that the individual performance of employee has certain
implications for the outcomes on the firm level.

Following Vojtovic (2008), HRM is the specific work or are specific workflows
associated with the implementation of HR activities. Many times “personnel work”
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is being used as the synonym. The dominant range of personal work or personnel is
the personnel administration - collecting, processing, storing information about jobs,
employees and their movements, pay, education, social welfare, computer or paper
records, filling necessary forms of various kinds, communication with potential and
actual employees, their familiarity with the procedures and rules of behavior in
organizations and so on. According to Walton (1972, pp. 71), “employees want challenge
and personal growth”.

Situation in the Selected Company

The company ZKW Slovakia Ltd., is a member of Zizala Lichtsysteme
Kirchdorf based in Austria. Generally, it is a major manufacturer and supplier of
automotive headlamps. The company also deal with the development and production
of lighting systems for passenger cars, trucks and motorcycles. The history of the group
dates back to 1938, in Slovakia since 2006. As a sector leading company, the ZKW

Group employs about 4,000 people in total at its sites in Austria, Slovakia, the Czech
Republic, China, India, Mexico and the USA. Number of employees currently stands at
1,477 (March 2015). In the few years, company is planning further construction works
and thus an increase in the amount of employees in both production and development.
The company ZKW Slovakia, Ltd. has an extensive organizational structure, in which
it is possible to find clearly defined individual departments and sub-departments
and also the company’s management or management staff. Under this organizational
structure, all employees can easily define all departments and they also find it easier
to cooperate with other departments. Group or team leaders are responsible for their
departments and also for all the processes that the departments implement.

Based on the directed interview with management staff, who provided us
with information about the motivation and evaluation of ZKW Slovakia employees, we
analyzed and assessed the situation as follows:

Motivation is necessary for the development and efficient performance
of staff, thus proper guidance and motivation of staff is an essential activity for the
management of the ZKW. Motivation is also related with the evaluation of each
employee what contributes to the knowledge of job performance, evaluation of
administrative work carried out or to identification of any deficiencies incurred in the
process of work.

Company ZKW Slovakia Ltd. tries to motivate their employees financially as
well as non-financially and is doing so by increasing the variable and fixed components
of wages that apply after fulfilling the requirements and criteria. However, most
frequent motivational actor is salary altered by the premium for overtime, work done
in deleterious environment or for the extra work that is not in the employment contract.
1. Financial compensation:
¢ Opvertime wage increase
*  25% of average earnings for overtime work during working days (Monday -

Friday)
*  35% of average earnings for overtime on Saturdays
*  50% of average earnings for overtime on Sunday
*  Wage increase for work on public holidays
*  100% of average earnings for overtime
*  Wage surcharge for night work
e For work during the night shift in time between 22:00 and 06:00, the employee
shall earn the benefit of: 0,40EUR / hour
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2. Benefits:
*  extra payment for work in continuous operation
*  extra payment for work with chemicals
*  transport allowance - received by all those who do not reside in Topol¢any
* free transfer of employees within the city Topol¢any - is intended only for
production personnel

According to the management, very interesting factor of motivation for
their employees are discount vouchers or coupons from its trading partners and other
sport and recreation centers. These centers provide a vouchers for sport, wellness and
other activities. Employees have the opportunity to use these services individually
or with their family members. The company also organizes events and activities that
are open to all employees of the company, regardless of age, competence, or position
of the employee. Unfortunately, this form of motivation is not very popular among
employees. They consider it useless and unnecessary. Company organizes Family
Day (all employees are allowed to bring their family members with them to work),
Christmas party and teambuilding or various sport events (i.e. Business Run in Vienna
- organized by Austrian branch, runners are allowed to leave the work at 13 o’clock
on the day of the event).

Evaluation of Motivation and Leadership in ZKW Slovakia
Through following questions we tried to find out motivation level, personal
staff attitudes to the motivation from supervisors and their own vision of motivated
workers and the most convenient type of leadership for them, which would lead to their
better performance. Our analysis also consisted of examining the kinds of incentives
or motivators such as career development, interpersonal relations, salary and other
benefits, but also overall satisfaction and the level of engagement in the decision

making within the company.

Figure 1 What was the reason why you chose to work this company?

= Salary
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= Career
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Financial and other

benefits

= short distance to
work

Source: Own data processing.
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By this question we wanted to detect the main influencing factors for decision
to work in this company. We expected, that money will play crucial role in decision-
making and we were right. Surprisingly, the biggest influential factor for choosing
this company was option of career development with 40% of total amount. As we
mentioned above, salary played important role as well and 29% of respondents decided
to work in this company based on offered salary. Following, 16% of respondents stated,
that company’s reputation was the most convincing reason for them. 13% of employees
decided based on financial and other benefits offered by the company and only 3%
of respondents were convinced by short commuting distance from home to work.
Nobody specified the other reason for choosing this company.

Figure 2 What is your level of satisfaction in this company?
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Source: Own data processing.

As we can see on the Figure 2, the biggest proportion of employees is
significantly, satisfied in the firm i.e. 43 employees (68%). The rest of the respondents
can be divided on those who stated they are highly satisfied, i.e. 11 employees (17%)
and rather dissatisfied, i.e. 9 employees (15%). Nobody chose option they are totally
dissatisfied, which in overall conclusion suggests that the ZKW Slovakia takes care of
its employees and the overall situation is satisfactory.

Figure 3 How do you assess the level of motivation by your manager?
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Source: Own data processing.
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Out of 63 respondents, 27 of them (i.e. 43%) answered that they feel strongly
motivated by their supervisor. Rather weak level of motivation from the boss was
marked by 25 employees (i.e. 40%). Very strongly motivated feel 9 respondents (i.e.
14%) and the rest 2 (i.e. 3 %) miss motivation from the side of their direct boss. We can
conclude that amount of employees who feel motivated is proportionally higher that
those who feel not motivated, or feel poor motivation.

Figure 4 What kind of motivation does your supervisor use?
= positive-reward
system

= negative -
punishments

both types

Source: Own data processing.

Based on the results, it is possible to clearly see that most of the respondents,
i.e. 73% think their supervisor uses only positive reward system in the form of oral
recognition. Only significantly small portion, i.e. 8% of the respondents consider the
boss as aggressive type of leader who uses punishment as one of the methods. The rest,
19% of asked employees believe their boss combines rewards with punishment in the
form of oral warnings as this is the only negative form of punishment being applied in
this company.

Figure 5 Which of the listed leadership qualities do you think fits your superior the best?
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Respondents were asked, inter alia, to identify characteristics of their
manager/superior. They could choose more than one option. Figure 5 contains ranking
properties created of the points assigned by respondents. Objectivity is a characteristics
that, based on the number of points from respondents, ranked on the first place
(28 points), followed by characteristics such as reliability (20 points), consistency
(16 points). Hard-working received 14 points and communicativeness and individuality
got identical 12 points. Interestingly, respondents labeled mostly positive features
of their superiors. Unreliability and non-communicativeness got 1 point each from
respondents. Features such as laziness and subjectivity were not selected by any
respondent.

Conclusion

It should be noted that human resources can be considered as the greatest
asset of any company. Therefore, personnel departments should have an important
role, good credibility and authority within the company. However, the personnel
department’s credibility, authority and prestige is often missing because of the
various causes. Its importance as well as the importance of human resources within
organization is usually still unrecognized or even underestimated. According to Alfred
Sloan, human resources management or so called decisions about people is the most
important. The only thing you can do is to place people in the right place and then
they discharge a real job. Human resource management is not limited to a personnel
director and other staff of the personnel department, but virtually it concerns all
managers within the company. Human resources have a close follow-up to the
management of the organization.

Since we have investigated work motivation, leadership and compensation
system of the selected company, in the questionnaire survey, we focused on information
such as: “what is the most motivating factor influencing your work performance?”, “what
is your level of satisfaction in the company?”, “do you feel appreciated by the company?” or
“what is the level of motivation from your supervisor and supervisor willingness to
support you and talk to you?”. However, like in other businesses, ZKW Slovakia has its
strengths that could be developed as well as weaknesses that need to be eliminated to
minimum level. Following the results, we came with following recommendations and
suggestions:

*  to reward employee for work performed outside of an employment contract or
job description - in current reward system of the company such a compensation
does not exist;

* recommendation to superior workers and management to review the job
description of the employees so that they can assess or evaluate its intensity;

* use of non-financial motivation of employees through public or individual
accolades- again such a reward system is missing in this company;

* ensuring the language courses are more frequent and with higher level of
quality - most of the employees agreed on dissatisfactory level of current
language courses and they also expressed a desire to increase importance of
English language —-employees must deal with English speaking clients more often
and they feel unsecure;

e changes in financial remuneration - although most of the respondents believe
their salary is adequate, the main motivating factor for them is still the money
and therefore increase in wages, if it is of course possible, would be highly
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welcomed or for example something such competition as the best worker of the
month or best team which could change regularly according to actual data. This
sort of motivation would be appreciated by the employees as they feel highly
satisfied and motivated but there is always place for improvements.

*  to organize regular meetings - based on the talking to employees and their ideas
we suggest to organize regular meetings, not just within teams but all teams
together. Currently there are not any regular meetings organized by the
management.

*  to keep the leadership style - as the employees are satisfied with the current
democratic leadership style there is no need to change anything. However, there
are some factors causing stress to the employees such as workload, noise, a lot
of side work, time pressure, pressure from other teams, non-objective escalations
or missing guidance and employees would be more than happy if these factors
could be changed

*  teambuilding activities - any sort of teambuilding activities are unwelcomed
among employees of the company from the simple reason and it is cost of these
activities. So, company could try to organize teambuilding activities which are
not necessarily expensive or in the case of events such as Business Run in Vienna
(4 km run ), which is sort of representation of the company, employees would
appreciate higher support from the management, maybe in form of coverage of
entry fee or free day in work, not just afternoon.
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Abstract

In the current competitive atmosphere of network association associations
and virtual electronic markets, the structure of cooperation is given exactly by the
desired goal or task to match the planned performance of the organization. It is
focused on efficiency, the value creation and competitive advantage. The “trust” is then
seen as a risky investment that may lead to unnecessary cost in the event of failure.
However, a formal contract also requires investments that are no less risky.

Key words: Trust, performance of organizational units, intangible assets, quality of
communication, confidentiality

Abstrakt

V soucasné konkuren¢ni atmosféfe riiznych sitovych sdruzeni a elektro-
nickych trhii je struktura kooperace dana pfesné podle pozadovaného cile nebo
tkolu tak, aby odpovidala plénovanému vykonu dané organizace. Je zaméfend na
efektivitu, na tvorbu hodnot a konkuren¢ni vyhody. Na , diivéru” je pak nahlizeno jako
na riskantni investici, kterd mtze vést k zbyte¢né vynalozenym nékladm v ptipadé
netspéchu. Avsak vytvoreni formalnich kontraktd vyzaduje taktéz investice, které
nejsou o nic méné riskantnéjsi.

Kli¢ova slova: Diivéra, vykonnost organizacni jednotky, kovalita komunikace, diskrétnost,
Cestnost

JEL Classification: M10, L22, L14

Uvod

Tento piispévek je soucasti dlouhodobého pribézného zkoumdéni vlivu
dtvéry v sitovych organizacich na jejich kooperaci.

Jednou z otazek toho piispévku je, jak se vyviji a vznika davéra mezi
neznamymi spoluhraci, jako zaklad pro nahrazeni formalnich vztaht za neformalni
u sitovych korporaci a alianci. Existujici studie davéry v e-businessu poukazuji
na efekty vytvéareni divéry v relaci C2B nikoli vSak u B2B.
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V sitové komunité, kde jsou velké multikulturni rozdily, muze byt
problematické rozvijet dévéru mezi zaméstnanci. Pro pocatecni vytvofeni davéry
je nutny osobni kontakt tvari v tvéar, avSak nékteré studie poukazuji, Ze socialni
osobni vztahy mohou vznikat i v sitovém prostfedi. K tomu je vSak zapotiebi ustanovit
urcité komunika¢ni zdsady a protokoly, které je tfeba systematicky dodrzovat.

(Windsperger, 2011)

Material a metody

Cilem ¢lanku je sezndmit ¢tenafe s hlavnim faktorem, ktery silné ovliviiuje
kooperaci v sitovych organizacich. Jedna se o a divérou mezi zaméstnanci. Dil¢im
cilem je posoudit, které faktory nejvice ovliviiuji davéru v sitovych organizacich.
Metodologii je reerse jiz existujicich vyzkumt a zkuSenosti z vlastnich pozorovani.
Hlavnim cilem ¢lanku je pak poskytnout ¢tendftm nékteré exitujici metody pro
podporu budovani silné daveéry v sitové organizaci.

Vysledky a diskuse

Budovani davéry v sitovych organizacich za tcelem

zvyseni kooperace a samofizeni fizeni

Dnes vidime v davéfe zaklad socidlni soudrznosti organizace, protoze
prekondva napéti mezi konkurenci a kooperaci. Musi byt pievaha volnych, ne-
formélnich vazeb a diivéra mezi partnery, ktera pfedstavuje podstatny motiv pro
virtualni spolupréci v sitovych organizacich.

Vznik dtvéry je ale omezeny zprostfedkovanou komunikaci a kratkodo-
bymi (do¢asnymi) pracovnimi vztahy. Doposud v fadach odborné veiejnosti prevliada
nazor, ze v sitovych vztazich je pro pfetrvani déivéry a nasazeni nutny alesponl
néjaky fyzicky kontakt a efektivni systémy podpory, aby se predeslo izolaci nebo
nadmérnému stresu.(Maly, 2005) Prestoze diévérny vztah lze vybudovat pomoci
pocitacem zprostfedkované komunikace, je oproti dvére nabyté v komunikaci , fvdri
v tvdr” méné vyznamny.

Se vzdjemnou divérou tzce souvisi i loajalita a soudrznost organizace.
Clenové sitové organizace jsou navzajem zavisli, protoze se svym konanim podileji
na spole¢ném budoucim osudu. Je tudiz diilezité sladit rzné, nezfidka i protichtidné
z4jmy individualni a skupinové. Zejména u tzv. externalizovanych organizaci,
kyber-podnikt a docasnych siti je problém stfetavani zdjmd vyznamny. V disledku
tuzkého propojeni dochdzi zde ke konfrontaci zdjmii organizace jako celku se z&jmy
jejich zaméstnanct i se zajmy spolupracujicich subjektd. Dosazeni loajality u vSech
zacastnénych je tudiz komplikované.

Nedostatek okamzitych reakci (zpétné vazby) od ostatnich ¢lend tymu
a zainteresovanych osob vyvolavéd pocit izolace. Nutnost spoluprdce s nezndmymi
lidmi je rovnéz vnimana jako rusivy prvek. Tyto skute¢nosti maji negativni dopad na
motivaci, nebot pracovnici maji pocit, Ze stejnych vysledkt mohl dosdhnout nékdo
jiny rychleji a mozna i l1épe. Pfitom kvalita odvadéné prace a motivace pfimo souviseji
s osobnim pracovnim nasazenim jednotlivce. Proto je vefejné uznani dosazenych
vysledkt v sitovém prostfedi kritickym faktorem pro tspéch projektu a budouci
nasazeni. Ocenéni ¢lenti sitové organizace bylo pozorovdno jako méné casté ve
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srovnani se zkuSenostmi s praci v ne-sitovych organizacich. Tento fakt ovSem neni
radno podceriovat, nebot lidé maji tendenci prizptisobovat svou vykonnost trovni
vnimaného ocenéni. TakZze ti, kdo se citi byt malo docenéni, maji sklon snizovat sviij

vykon. (Vitkové, 2014)

Tabulka 1 znazornuje stavebni kameny pro budovani davéry v sitovych
organizacich, které byly identifikovany ve vztahu k péti dimenzim takzvané davéry
v sitich.

Tabulka 1 - Dimenze a stavebni kameny socidlni ditvéry v sitich

Dimenze Charakteristiky Stavebni kameny
Cestnost Byt cestny,
Pravdomluvnost nechodit kolem horké kase, dodrzovat
Integrita Loajalita sliby, mluvit pravdu a byt poctivy,
Poctivost reagovat vcas,
Vérnost byt spolehlivy.
_ . Demonstrovat osobni znalosti,
Interpersondlni znalosti a1 s
. demonstrovat individuélni a
Dovednosti . P R P
Schopnost N . skupinové dovednosti, sdilet osobni
Zkusenosti . . .
zkusenosti, demonstrovat osobni
Kompetence
kompetence.
Informovat ¢leny tymu,
Otevienost Ochota sc.hle.t napady a §d11et nap:.ady,, sdilet mforvm.acve,
ideje davat pozitivni odezvu, vefejné se
omlouvat.
Snaha ¢init dobro, B}it népomocen a podporf)u ostatrln?,
. byt pratelsky, byt laskavy a zdvotily.
Benevolence Goodwill, Stédrost, S N,
Respektovat ostatni, byt empaticky,
Velkorysost 1 S .
chvalit za dobrou préci, byt skromny.
Potencidlni vynosy/ Délat kompromisy v individualnich
Ocekivani zt:raty, Spolehh\{ost,/ ) ()/ce}(a,varuch, b}/t otevieny k .
Dtislednost, Spravny odekavanim ostatnich, chovat se fair,
tsudek byt konzistentni v ocekavanich.

Pramen: Cejthamr (2007)

Nasledujici obrazek 1 ukazuje vysledek dotaznikd od 36 malych firem ze
sektoru sluzeb s dlouhou historii prace s internetem. Je z néj patrné poradi vyznamnosti
jednotlivych faktorti, které maji nejvétsi vliv na utvafeni davéry v interakcich s
obchodnimi partnery. Dominujicim faktorem je solidnost a profesiondlni kompetence.
Je zajimavé, Ze doporuceni a reference jsou az na predposlednim misté, piestoze
je jednim z vychodisek tvorby dynamické pavuciny sitové organizace.
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Obrizek 1 - Faktory ovliviiujici utvdreni pocitecni ditvéry

0 2 4 6 8 10 12 14 16 18 20 22 24 26 28 30 32 34

1 ’ f L L L L I 1 4 L I L L L 1 4

solidnost

profesionalni kompetence

loajalita/slusnost

kvalita komunikace
diskrétnost

Cestnost

intuice

splnéna ocekavani

uspéch v minulych projektech
zplsob spoluprace

formalni dohody/kontrakty

doporuéeni referenci

vypocitatelnost

Pramen: Cejthamr (2007)

Povzbuzovani davéry ve virtudlnim prostiedi

Pokud hovofime o povzbuzovéni nebo podpore vytvareni divéry v sitovém
prostiedi, musime celit problému, Ze budovani davéry je komplexni proces a nelze
jej redukovat pouze na poskytovani jednoduchych informacnich polozek. Davéra
miize byt vytvofena pouze skrze ,postupny proces, ktery spojuje proky vlastniho
zdjmu, zdsahu vedeni a rozvoje mechanismu sebefizeni a sebekontroly.” Proto je vytvafeni
diaveéry zavislé hlavné na piimé komunikaci. Z dvodu nutné potteby interakce je
také diskutabilni, jestli 1ze néjakym zplisobem urychlit vytvéareni davéry.

Mnoho lidi si fikd, Ze neni moc chytré divéfovat vsem tém ,virtudlnim
spolupracovnikiim”, s kterymi pracuji, a Ze se diiv nebo pozdéji spali. To je sice pravda,
ale kazdy ¢len virtudlniho tymu nese takové riziko. Proto se kazdy snazi nalézt
nastroje, techniky a kritéria, které mohou pomocinalézt , diivéryhodné” spolupracovniky.
Diivéra je nestdld. Je jednoduché dét svoji davéru, ale jesté jednodussi nékomu
prestat vérit. Nékteré metody pro podporu budovéni divéry obsahuji:

*  Osobni dokumentace - Zivotopisy, reference

3 Socidlné zaméfenda konverzace - tradi¢ni cesta k online seznameni,

pokud je dost ¢asu na vytvoreni davéry. Moznost poznat spolu-
pracovnika z vice nez jen z formdlni stranky.

e Testovaci ptipady - Jedna z nejefektivnéjsich cest je spole¢nd prace

na néjakém casové omezeném projektu

Neni nic horsiho v sitové organizaci, nez néco sdilet, ale nedostat od cle-

nd tymu zadny feedback. To bere chut a motivaci zaméstnanciim k jakékoli dalsi
spolupraci.
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Pro tspésné fizeni virtudlniho tymu je téeba vytvorit tymovou komunitu.
Pocit komunity s sebou nese tymovou etiketu, zdkladni pravidla chovani a spole¢né
odsouhlaseni dal$ich postupti prace. Je klicové zacit vytvaret vzajemnou davéru
mezi ¢leny tymu hned na zacatku pracovniho vztahu. Didvéra je velmi kiehka, ale
plnéni prijatych zdvazkd ji ¢asem zacne posilovat. Dal$im dilezitym faktorem je
fairplay. Nezbytny je také pocit soundlezitosti a piirozena potfeba ¢lovéka nékam
patfit. Identifikace se skupinou, spole¢né cile a zajmy, vytvareni socidlnich vazeb jsou
dilezité pro piekonani socidlni isolace a ztraty socialni komunikace.

Prehled ¢innosti, které pomahaji tvorit a budovat komunitu a tymovou davéru

Modelovani vzoru chovani ocekdvaného od vsech ¢lenti, udrzovani se-
bedtveéry a hrdosti ¢lenti, projevovéni respektu vSem ¢lendm tymu a jejich nazortm,
povzbuzovani ¢lent k zapojeni do projektu, zaméfeni se na situaci, problém nebo
chovéni, ale ne na jednotlivou osobu. Je dilezitd konfrontace problémi se cleny
pfimo. Je tfeba byt iniciativni ve zlepSovani véci, byt diskrétni, udrzovat konstruk-
tivni vztahy, dodrzovat sliby a uznavat chyby.

Zavér

V soucasné podnikové praxi je velice diskutovanym faktorem praveé
divéra, jako klicovy faktor uspéchu sitové organizace. Lze chapat davéru jako viru
v integritu, férovost a spolehlivost osoby ¢i organizace, zalozenou na minulych
zkudenostech. PIné sitové organizace nemusi naplnit organiza¢ni ocekavéani a do-
sdhnout stejné drovné vykonu a tspéchu jako ty, které - i kdyz geograficky rozptylené
- se mohou v dutlezitych okamzicich potkat tvari v tvaf. Davéra je také klicovym
faktorem ve vyvoji kooperace a vykonnosti sitovych korporaci. Je dulezitéjsi nez
u ne-sitovych organizaci. Je mozné to zdtvodnit tim, Ze u sitové spoluprace schazeji
mnohé diavéru budujici ritudly, chovéni a socidlni interpretace. S tim kontrastuje na
zékladé empirického zjistovani zavér, ze vytvareni davéry je nezbytnou podminkou
kvalitniho vykonu sitové organizace.
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pektovat jazykovy zakon. Pri prekladoch abstraktov do anglického jazyka treba vy-
chddzat z pravidiel britskej angli¢tiny. Obchodné pomenovania konkrétnych vyrob-
kov by mali byt napisané velkymi zaciato¢nymi pismenami a mali by mat uvedené
meno a adresu vyrobcu. Ak ma vyrobok obchodnt znacku ™ ¢i registrovana obchodnt
znacku, treba ich uviest' k nazvu vyrobku. Okrem beZnych skratiek mozno pouzivat
i skratky, ktoré vytvoril autor, ale pri ich prvom vyskyte sa musia vysvetlit. Pouzivat
jednotky SI a jednotky od nich odvodené.

Prispevky autori posielaji na adresu redakcie vyluéne elektronicky:
mural@selyeuni.sk
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