MOAOYJl: TMABHWU ACNEKTWU HA
CTPATEIrMJA, TAKTUKA, ONEPATUBA N
BUSHUNC MOAEJIN 3A CTAPTAINMAN


Renata Petrevska Nechkoska UGENT UKLO

Renata Petrevska Nechkoska UGENT UKLO

Renata Petrevska Nechkoska UGENT UKLO

Renata Petrevska Nechkoska UGENT UKLO


Ikigai

A JAPANESE CONCEPT MEANING “A REASON FOR BEING”

Satisfaction, Whatyou Delight and
but feeling of LOVE fullness, but
uselessness no wealth

Comfortable,
but feeling of
emptiness

Excitement and
complacency,
but sense of
uncertainty
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Space Startup Lifecycle
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Explore Validate Build Launch
(concept) (pre-seed) (seed/startup) (early stage)

Growth Maturity
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BY ANNA VITAL

HOW STARTUP FUNDING WORKS

| IPO —
s A HYPOTHETICAL STARTUP GOES FROM IDEA TO IPO ¥ (il Public Offaring) /7 ~ \
® ::::'I\ $235,000,000 ot $2.6 billion valuafion ‘
you
L = \
@ 100 % OF 17% OF A \ /
NOTHING  ISALOT LESS THAN BIG COMPANY... 7’
o ~ -
o
SERIES A o
$2,000,000 at $4 million valuation P
£
c
2
SEED ROUND s
$200,000 at $1 million valuation 2
& $15m0 FAMILY AND FRIENDS g
how IDEA  COFOUNDER STAGE g
o
(=
L

-
—

SPLIT|ITING \
[l
1 )

M
i uncle  option pool ‘

u
give founder angel ‘ ‘

founder 1
= first employee |
optfion pool 1.8% ‘
founder ZW
uncle
founder 1 42%

founder 1
|
Stock set audo for “ ange| founder 2
founder 2 future employees. g

what founder 2
everyone

publlc

CO-FOUNDER  FRIENDS ANGEL VENTURE EARLY INVESTMENT  ANYONE
AND FAMILY INVESTORS CAPITALISTS EMPLOYEES  BANKERS

start the does half invests before  has at least persuades gambles on does IPO after your
company. of the work.  anyone else $1,000,000 or  other people your company paperwork and  company does
at the lowest  $200,000 to put money by accepting  sells alot of the IPO, anyone
price. annually -is an  in his fund. low sclary plus  your stock, in the world can
accredited Invests that some stock. gelsing 7% of the become your
investor. Invests  money, starfing whole IPO forit. investor.

her own money. ot $500,000

non
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FundersandFounders.com sources:. pavlgrohom.comy/stariuplunding. iml, bloomberg.com




CTPATEIMMJA 3A AOANTABWIHOCT - WBEM

TWO WAYS OF THINKING ABOUT AN ENTERPRISE

A CLOSED SYSTEM AN OPEN SYSTEM

P \ REFERENCA EKVILIBRIUM 1 I 2
1AK SENSE
&J'“?ERLEL & RESPOND

COORDINATION
@ OF CAPABILITIES

noa
MAKE & SELL SENSE & RESPOND




PasmuciayBame Customer-back vs. Firm-forward

o Customer-back Pa3MHUCITYBAKLECTO U CUCTCMCKHOT I[I/IBajH 3Ha4YarT ACKa 1 CJITa Ha
CUCTCMOT € INO3UITMOHHPAHA Kaj KIIMCHTOT, a4 KaKO Jda CC IIOCTHUI'HC Taa LCJI €
IIPEKY CUCTEM KOj CC ACKOMIIOHHDPA OA IIpUMAapHaTa 0cJI HaHa3a

o0 Firm-forward pa3mucinyBame 3Ha4U JI€Ka KOMIIaHHjaTa TM MHTETpHpa CBOMUTE
IEI0BU 3a Jia MOHYAW HEITO IITO € ayTIlyT HaMEHET 3a KiIuMeHToT. Ho, uma
rojeMa pasjiika off JaBamke ayTHyT 3a KOj BaIMAAllja JaBa caMara KOMIIaHH)a,
WJIY TIOCTUTHYBAKk-E 11€11 32 KOja TIIaBEH MPOIEHUTEI € KIMEHTOT.



Outcome vs. Output - Ucxon, edpeKT HACHPOTH AYTIYT, HIPOAYKT

O Hcxox - Outcome, npeTcTaByBa OHa IITO C€ MOCTUTHAJIO, YATUMATUBEH €(EKT
o paborara, OHa IITO € OCTUTHATO

O Aytnyt, npoaykrt - Output, mpeTcraByBa OHa IITO € HAPABEHO, IPOU3BEACHO,
ayTIyT Of pabOTeHETO

- Accountability vs. Responsibility - OaroBopHocT, 10/KHOCT M 00BpCKa, 3a1a4a

O  OOroBopHOCT, JOJDKHOCT - Accountability, 3Hauu ga ce morpmwxume paboture
na OugaT HampaBEeHU COIIACHO OYEKyBamara Ha BKIYYCHHTE CTPaHH, Ja Ce
HaIlpaBaT CUTE HEOMXOJHHM YEKOPH M aKTUBHOCTH 3a Ja ce ucnoiHu nenra. Ce
IEepUMIMpAa O CTpaHAa Ha HMHAMBHAYyaTa M OJ CHCTEMCKa IEpPCIEKTHBA, BO
OJTHOC Ha 3aJI0BOJYBAaKkETO HAa MOTPEOUTE M OYEKyBamaTa Ha CTEjKXOIACPUTE
U IEpIENIja 3a Toa KOM C€ BUCTUHCKHUTE MOCICAUIM Off HEHUCIIOMHYBalkhE Ha
OJITOBOPHOCTA.

o O6Bpcka - Responsibility, ce nepuHupa kako 3ama4a, 0OBpcKa KOja HEKO]
Tpeba 1a ja UCTIOHH.



NEW REQUIREMENT

— —

EXISTING SITUATION

System Process

Job descriptions

Process
(sequences of actions)

g, e

' FEEDBACK
System
(components with
interactions)
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Roles

Job descriptions

T}?’J&ﬁ COMPUTER PRINTER Employees
SENSOR
Outcome Output Adaptable structure Matrix orga-structure
Accountability Responsibility
Customer-back Firm-forward

Provider Customer
Role Role




CTPATETMIA 3A KOMMMEKCHOCT -
AREDAFL

3. Identify your assumptions at all major focal point stages, and ensure you write them down in as much detail as possible in the first section of the Searchframe Reflection section (using question form s
probably best, 50 you are actively questioning your assumptions from the start: list assumptions about the authority you expect to enjoy, who will be engaged, what capacity they will have, what kinds of
progress you see happning, and much more. List more rather than less).




Complex
I Adaptive
System

Adaptable
managerial |
system

responsive
to the

manager's
actions
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pick your purpose

to satisfy our

customers” (beneficiaries of
the outcomes i produce)

peter drucker

“[a] business exists to supply
goods and services to
customers, rather than to
supply ... dividends to
stockholders. ..."

robert kaplan

“a business has only one constituency—it’s
shareholders. if i could figure out how to
generate revenue without customers, i would.”

to satisfy my

managers” (suppliers of my
funding and authorities)

BUTE/IA
CE MOME



Enterprise

24%
Enterprise

Figure 3.9 Generic tactical management system of roles and their interactions
designed around a purpose and spread across the widest business ecosystem (Source:
Author)
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plus

Crpareryjata Moxe Ja ce JAepuUHHpa KaKO JAETEPMHUHUPAKHE€ Ha OCHOBHHUTE
JOOJITOPOYHM IIEJTU HA €HA KOMIIaHH]a, ¥ YCBOjyBak€ Ha MPABLH HA JI€)CTBYBaKkE M aJI0KaIH]a
Ha peCypCH HEOIXOAHH 32 UCIIOJIHYBaKk-€¢ Ha OBHE LIEIIH.

JIBe mienuInTa Ha KPEUPAmkETO HA CTpaTerujara.

l. [Inanmpaykn Mogen (Planning Mode): cTparersjata Kako IjiaH HIH

EKCIUTMIIUTEH CET Ha HACOKH pa3BHCHH omHampen. MeHayepuTe HIECHTU(PHKYBaaT

KaJI¢ caKaar J1a C€ yIaTarT, a I0Toa pa3BHBaaT CUCTEMCKH M CTPYKTYPHH IUTAHOBH KaKoO

J1a C€ CTUTHE JI0 LIENTA.

2. EBonyrmonen Mogmen (Evolutionary Mode): crparermjara He €

HEOMXOAHO OCMHCJIEHa M CHCTEMaTHU3MpaHa BO IUIaH. BCymHOCT, €Boilyupa HU3

BPEMETO KaKO IMPOIEC BO TEK HA 3HAYAJHU OJIITYKH.

Bo muHaroTo, ce nmpernocTtaByBamie Aeka [lTaHupaukuoT Mo € UCIIPaBHUOT HAYUH
Ha I7leJlalke Ha cTpareryjara. [lomupokuoT EBonynimonepen Mozen qoOuBaiie akTyeIHOCT BO
NOCJIEIHATE TOAWHH, 3apaAu IoTpedara Ja Ce CIpaByBa KaKO CO CTaTUYKHUTE TaKa U CO
OTUHAMHUYKHUTE IPOMEHU U HACTAHU BO OKPYXKYBaHETO.

Crparernjara e, €IHOCTaBHO, H30paHa Hacoka. Bo U3BeCcHa Mepa rnmomasa oJ MUCHjaTa
WIN LeJITa Ha WHAWBHYA, TPyla WM OpraHU3aIiyja, CTpaTerujara MOXe Ja Ce€ CMeTa Kako
HacoKa Koja ja oqoupamMe BO Hamara 6opOa 3a OCTBapyBame Ha MUCH]aTa.

3a Ja MOXE Ja Cce€ NOCTUTHE TOa, CTparerhjara Mopa Ja Ouae apTHKy/IHpaHa CO
npyrute. Toa 3Ha4W, JONMOJHHUTEIHO Ha BOCIIOCTaBYaBEETO HAa KypC 3a HMJIHHUHATA, CEKO)
CTparer MoOpa Ja TH IIOHECE CO ce0e CHTE OCTaHATH HEONMXOIHH 3a Toa IaTyBame.
Bnujarennure crpare3u Gary Hamel u C. K. Prahalad cmetaar neka crparemkure Bomadu He
cMear Jia 3aCTaHaT Ha aHaJlu3a U PE30iyIHja, TYKy MOpa Ja MOMUHAT 3HAYUTEIIHO BPEME BO
BKJIy4yBam€ Ha JIPyTUTE BO pazOupame Ha n30paHa cTpaTeruja.

BUTE/IA
CE MOME




VYcnemHoTo Kpeupame Ha CTpaTerrja € 4ecTto Iporec Ha “h3Bupame’”. Co BakoB
IPHUCTAIl, CTPATEroT OApP>KyBa OTBOPEH yM 3a HMIHHTE HACOKM Ha OpraHu3alyjara, U Td
“3rpamyyBa’ MOMEHTUTE KOra MOXXHOCTUTE OArOBapaaT Ha OpraHu3alMCKUTe MOXXHOCTH. Ha
Kpaj, KPEUPAmkETO Ha CTpAaTeThja Mopa Ja CE€ CMeTa 3a KPEaTUBEH IPOIEC, KOj € UCTO TOJIKY
CIIOHTaH M Maru4eH Kako U Omio koja yMeTHOoCT. CTparerujara ce cMeTa Kako JUH U JaHT Ha
pa3MuUCITyBambaTa Ha Ji€BaTa U JeCHAaTa KOMOpa O MO30KOT, IOTOYHO PallMOHAIHU Mpamniama U
OJIFOBOPY HAAOIOJHETH CO MHTYHIM]ja U MYAPOCT.

Opranusauymcka

TexHonoruja
cpeavHa

N

Opranusaumcka
CTpykTypa

NN

YosBeukn

Crparervja Pecycu

Daxkmopu Kou ja oopedysaam no3uyujama cmpame2uja — Op2aHu3ayuoHa cmpykmypas



MIPETBOpPIIIA BO ““Haj3HAYAJHUOT MPEIAU3BUK IMPE] MEHAIMEHTOT CO KOj CHUTE KOPIIOpAIUH CE
coodgyBaar BO MOMeHTOT . Toa ucTpaxxyBame u3BecTyBa Jeka 83% 01 HICTIMTaHUTE KOMIIAaHUH
HE ycIealle Ja ja WMIUIEMEHTHpaaTr CBojaTta crparermja 6e3 mpobmemu, a camo 17%
OJITOBOPHJIE J€Ka YycCIleaJie Ja WMaaT KOH3HCTEHTEH IIpOIeC Ha HWMIUIEMEHTAIfja Ha
cTparerujara. 2

Cucrematn3anyjata Ha UMIUIEMEHTalMjarTa Ha CTpaTerujara, UAEeHTU(UKYyBa TpH
pa3IMYHU KOHLIEIIUU HA ITOMMOT.

- [IpBUOT mpucTan ce€ KOHIEHTPHpAa HAa MEPCICKTHBA HA IPOLECHTE U
CMETa JIcKa MMIUIEMEHTAllMjaTa Ha CTpaTerhjara BO OpraHU3alMjaTe € CEKBEHIIa Ha
BHUMATEITHO UCTUTAHUPAHH TOCJIEIOBATETHA YEKOPH.

- BropuoT mpucTan ja TpeTupa OpraHu3alHcKara UMIUIEMEHTaIlMja Ha
CTpaTerdjara Kako CepHja Ha IOBEKE WIM MOMAJIKy CHHXPOHH3UpaHU (a 4eCTO H
napajielHi) aKTHBHOCTH W TH OIICEpPBHpPAa OBHE AaKTHBHOCTH OJf OuXeBHOpasHa
HEPCIEKTUBA.

- Hexon aBTOopM ja koMOMHHMpaaT mponecHata W OHUXEBHOpaHaTa
NEPCIICKTHBA, CO IITO c€ (GOpMHUpPa TPET MPUCTAIl — XUOPHUIHA NIEPCIICKTHBA.

“Crparermjata € MeOUjaTOpcKa CHJIa Mery OpraHu3anujaTa M HEJ3UHOTO
OKpPY)XyBam€: KOH3UCTCHTHH IIEMH HAa TEKOBH HAa OPTaHHW3AI[UCKH pEHICHHja CO KOU
OpraHu3alyjaTa ce CIpaByBa CO OKPY>XYBambeTO (HHTEPHO U eKCTepHO)’13

11 “Although formulating a consistent strategy is a difficult task for any management team, making

that strategy work - implementing it throughout the organization - is even more difficult
(Hrebiniak, 2006)”

12 Making Strategy Work: A Literature Review on the Factors Influencing Strategy Implementation,

Yang Li, Sun Guohui, Martin J. Eppler, ICA Working Paper 2/2008, Universita della Swizzera Italiana,
Institute for Corporate Communication



Managerial Framework Adaptive Behavior

Chain of Commitments Network of Commitments
‘business end” handoffs linked in
advance by process designs; “business end” capabilities linked
poorly connected; hard to dynamically; natural to
reconfigure or change flow reconfigure or change flow
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Enna nedpununuja Bemu: OpraHu3amuckara CTPyKTypa € (acaga Ha CTPATEIIKOTO
IUIaHUpamke.23 AHMIMCKaTa TEPMUHOJIOTHja IIoMara INpd oOpa3IoKyBameTO Ha OBaa
nepuHMUIMja, KOjJa BO CyIITHHA T'M CTaBa CTpaTervjara U OpraHu3allCKaTa CTPYKTypa Ha
IBETE CTPAaHM Ha €JIHa MOHETA, IIITO BO II00AJIEH MOAET OM MOXKENIO a CE€ 3€M€ KaKO TOYHO.

Cmpamezujama u cmpykmypama 60 numepamypama, ce 0 opak. Ako ce npomenu
eonama, Ke Mopa 0a ce npomenyea u opyzama.
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Customer

“To achieve our
vision, how
should we
appear to our
customers?”

Objectives
Measures
Targets

Initiatives

https://balancedscorecard.org

balancedscorecard.org/blog/covid-19-strategies-to-consider

Financial

“To succeed
financially, how
should we
appear to our
shareholders?”

Objectives
Measures

Targets
Initiatives

T

Yision
<+ and

Strategy

v

Internal Business

Processes

“To satisfy our
shareholders
and customers,
what business
processes must
we excel at?”

Objectives
Measures
Targets

Initiatives

Learning and
Growth
“To achieye our |:
vision, howy will
we sustain our

Objectives
Measures

Targelts

Initiatives

ability to

change and

improve ?*



https://balancedscorecard.org
https://balancedscorecard.org/blog/covid-19-strategies-to-consider/

Four Types of Competitive Strategy
Michael Porter's Four Generic Strategies \ p

Markets Where Business Competes

Board Narrow

Cost Leadership Best Cost
Strategy Strategy

Advantage

-~ - -

Cost Leadership Differentiation

Costs

Differentiation Focus
Strategy Strategy

Source of Competitive Advantage
Differentiation

iEduNote.com smgy M’y
Focus Focus
Strategy Strategy

(low cost) (differentiation)




PORTER - STRATEGIES "

COST LEADERSHIP DIFFERENTIATION FOCUS
1. When price competitors among rival sellers is | 1. When the target market niche is large, profitable and
specially vigorous growing
2. When products of rival sellers are essentially 2. When industry leaders don't consider the niche to be
identical and suppliers are readily available from crucial to their own success
any of several cager sellers
3. When there are few ways to achieve product 3. When industry leader conider it too costly or difficult
differentiation that have value to buyers to meet the specialized needs of the target market niche

while taking care if their mainstream customers

4. When most buyers see the product in the same 4. When the insdustry has many different nichesand

way segments, thereby allowing a focuser to pick a
competitively attractive niche suited to its own
resources.
5. When buyers incur in low costs in switching their S. When a few, of any, other rivals are attempting to
purchase from one seller to another specialize in the same target segment.
6. When buyers are larger and have significant
power to bargain down prices

7mmmmmm




PORTER

Ve - \
/ \
STRATEGIES N
~ - s
Type 1: | Low Cost - It offers products or services to a wide range of
Strategy customers at the lowest Price available on the
market.
Cost leadership Targets a large
Type 2: | Best Value- It offers products or services to a wide range of market
Strategy costumers at the best Price value available on the
market, the best value strategy aims to offer
customers a range of products or services at the
lowest Price available compared to a rival's
products with similar attributes
Type 3: | Differentiation | Strategy aimed at producing products services
Differentiation considered unique industry wide and directed at
consumers who are relatively Price insensitive
Type 4: | Focus- Low It offers products or services to a small range Targets a
Cost (niche group) of customers at the lowest Price | small market.
available on the market Full the needs
Focus of small groups
of consumers




& T Strategy
\\\\\\\\\\ (the shoulder)

Tactics
e pE— (the elbow)

____________ 1 Operations
""""" ~ (the hand)

Cimka 1.1 Anajioruja Ha 4oBeYKaTa paka CO CTpParernja, TAKTHKA H
(A3Bop: ABTOpPOT)

onepaTruBa



Cimka 1.2 MoxHu ABMKEHa HA paKara - 3rpuyyBame, HCTerHyBame, CBPTyBame
HAHAJABOP M HABHATPe, poTanuja u KPyxkHO ABHKewme (Possible movements of an arm —
flexion, extension, adduction, abduction, medial (internal) rotation, lateral (external)
rotation and circumduction provided by the adaptability of the elbow along with the
shoulder) (U3Bop: ABTOpPOT)



Joint 3

Effector
Joint 2

Joint 1

Cimka 1.3 Po6orcka paka (Robotic arm (Serial manipulator)) co komnonentu ([Gan
et al. 2012]) (U3Bop: ABTOpOT)

Operations
Strategy

Cimka 1.4 Pob6orcka paka (Cepucku MaHHIIYJIATOP €O TEJIO, paMoO M 1Iaka 0e3 J1akoT
HA CPeJHHATA - CJIHYHOCT CO JeHelIHAaTa HHGOpPMAaNHMCKa H MeHallepCKa MOAJpPIIKA 32

TAKTHYKHOT MEHAMeHT KOH ajantabuianoct (U3Bop: ABTOpOT)

NS
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11.2. lepunnpame Ha Takrnukuor MeHayMeHT

Kako mTo AMCKyTHpaBME IpPETXOAHO, HAIIHOT OOMJA € Ja ja CTaBHME TAaKTHUKaTra BO
cpeaMHara Mery CTpaTerujata ¥ OIEpallMMTe, HO HE KAaKO CPEIHOPOYHO IUIAHHUPAE.
Jlepunupamero Ha ‘TakTHKaTa' € O HEKOJKy acnektd. Peunukor Merriam-Webster ja
o0jacHyBa TaKTHKaTa Kako (a) HayKa ¥ YMETHOCT Ha IIOCTaBYBaEkhe U MAHEBPUPAKE CO CUIIUTE
BO OuTKa; (6) yMETHOCT WJIH BELITHHA Ha AHTAKUPAKE HA PECYPCUTE IITO C€ HAa PAacloarame
3a J1a ce€ MOCTHTHE OmpeAe/icHa 1ei; (B) CHCTEM WIM MOAYJ O HEKoja mpoueaypa’. 360pot
MOTEKHYBa Of JIATUHCKHUOT ‘tactica’, u ox rpukuot’ (Merriam-Webster 2016). “Takrukara ué
y4Yd KaKo Ja T'M KOPHUCTHME BOOPYXXEHHTE CHJIM NPEeKy HHMBHO BKJIYYyBame, Kako Ja ce
CTPYKTypHpaMe 3a Ja ja mocTurHeMe crparerujara.” I[locTojaT OCHOBHH NPUHIMUIHN U
IpaBWiia, KaKo ¥ MOCTOjaHa AHCKyCHja 3a LeNTa U e(EeKTHBHOCTa CO KOM CE MOBp3yBaaT
TaKTHKaTa, CTpaTernjara ¥ akTHBUPAKETO HAa PECYPCUTE BO KOHKPETHO BpeMme u Mecto (Von
Clausewitz 1812). Toa mro JoOMHHUpPa BO BOeHarTa Ae(pHUHHUIIMja Ha TaKTHUKaTa, MOXe Jia 6une
npeBesieHa BO OM3HUC KOHTEKCT BO CMHUCIIa Ha IIOCTAaBYBamke U aKTUBHPAE HA CPe/ICTBATa Ha
pacmonarame 3a Ja ce IOCTHrHe ompejaeneHa uen. Jlpyra neduHuiuja ra noBp3yBa
cTpaTervjara, Takrukara u OusHuc moxenor: “Crparermjara ce ojHecyBa Ha M300pOT Ha
6U3HHC MOJIe IpeKy Koj (upMaTa Ke ce HaTIpeBapyBa Ha Ia3aporl. TakTHUKaTa ce OfHeCyBa
Ha aJITEepHATUBHUTE U300pU KOU CTOjaT mpex GpupMmara 3apaau H300poT Ha HEJ3UHHOT OU3HHC
mozaen (Casadesus-Masanell & Ricart 2009)). Oszme, ro uaeHTUPHKYBaMe E€IEMEHTOT Ha
NOBEKEeKpaTeH H300p, aJTepHAaTHBH, IITO I'M TEHEpPUpa TaKTHKara. J[pyrure TEOpeTcKu
neUHUIUM 32 TaKaTHKaTa Ce OJHECYBaaT Ha crnelu(UYHM aCIeKTH Ha TaKTHKaTa, KaKo
MapKeTHHI' TAKTHKA, TAKTHKA 32 MEHAUUpame CO PU3HLMU U Taka Hatamy. Toa ce pedrextupa
BO CJICIHOTO: “HE MOpa Jia ja MOBTOPYBAIll TAKTHKATa KOja TH OBO3MOXH Ja JoOuen eaHa
nobena, HO, NMPUMEHH IO TOj METOJA a Ja OAroBapa Ha OIPOMHHMOT Opoj Ha pa3IU4YHU
KOHTEKCTH”, TMPH IITO C€ BOBEAYyBAa EJIEMEHTOT KOHTEKCT KaKO EeCEHIMjaJlHO BaXKeH 3a
TaKTHKaTa. BIydyBameTo Ha afanTa0MIHOCTa BO TAKTHKATA € [IPEeKy CJIeIHHOT HCKa3 “OHOj
LITO MOXKE 72 ja MoauduuMpa cBOjaTra TaKTHKAa BO OJHOC HAa HETOBHOT OMOHEHT, M Ha TO]
Ha4YuH ycnee aa nobeau, € BpBeH Kanerad.”. Bo Hammor ciywaj, ajgantabuiHocra
KOHKYpeHIIMjaTa, HO HHe Ou Jojasie U APYruTe YHHUTENH, CTEJKXONIepH, KOH ja 03HAYyBaaT
HOBara epa Ha OesrpanmuHo mnpernpujarue (Giles 1910). [la 3aokpyxuMe CO IIHPOKHOT
OM3HMC EKOCHCTEM, IOCIeaHaTa HHcnupauuja ja uprnume ox aBtopoT (Haeckel 1999)
“HajIpOAYKTUBHUTE OW3HMUC cTpaTerMu ke OWJaT KOONEpaTWBHM, a HE KOMIICTUTHBHH, W
COOJIBETHO Ha TOA, TAKTHKATA 33 J]a C€ peali3upaaT OBHE CTPATETHHU, K& 3HaYH MaHEBpHUpaHke
Ha HMHTEPEeCHTEe Ha HAJjIIMPOKHOT CIIEKTap Ha CTEjKXONJACPH U Mpeka Ha Jo0aByBadd, CO
3a€/IHUYKH PECYPCH U KO-KPCHPAHE Ha BPEIHOCT.

EBe ja nmamara neduHMIMja 32 TAKTHYKHOT MEHAMEHT Kako MeHayiepcka (QyHKimuja 3a
toa KAKO na ce mocturse oHa mto ce o4eKyBa IPEKy KOPHCTEHE Ha OHA IITO € AaJCHO, CO
Clleicihe HAa COOIBETHH MPHHIUNHM Ha YIPaByBamke, BO KOHKPETHHOT KOHTEKCT Ha
OpraHM3alIfjaTa ¥ OKPYKYBambETO.

Ke ru pa3zpabotimMe HajBaXKHHTE CErMEHTH Ha OBaa Jie(MHUIMpA, HUBHATA TIOBP3aHOCT CO

CTpaTerujaTa U onepaTUBaTa M IJIaBHATa KapaKTEPUCTHKA HA aanTabMIIHOCT:

- KAKO pna ce nocTurse (makmuka)

- ona mwrto ce OYEKYBA (cmpamezuja)

- npexky KOPUCTEE Ha ona mrto e 3AJIAJIEHO (onepamusa)

- CO ClIe/IeHE Ha COOABETHH NIPUHIUIIYA Ha YIIPABYBAKE (CMpame2ucKu Hacoku)

- Bo koHkperHnor KOHTEKCT Ha opraHu3anujata 4 OKpPYXYyBameToO
(adanmabunnocm)



PURPOSIVE &/VS PURPOSEFUL

To clarify the tactical management positioning in terms of pursuing a system’s
purpose (not setting one), we use the term “purposive.” Namely, Ackoff’s behav-
ioral classification of systems (Ackoff 1971) gives us the distinction between multi-
goal-seeking and the purposive behavior of systems and purposeful behavior of
systems:

* A multi-goal-seeking system is one that is goal seeking in two or more different
(initial) external or internal states, the goal being determined by the initial state.

* A purposive system is a multi-goal-seeking system the goals of which have a
common property. Production of that common property is the system’s purpose.
This type of system can pursue different goals but they do not select the goal to be
pursued. The goal is determined by the initiating event. But such a system
chooses the means of pursuing its goals.

* A purposeful system is one which can change its goals . . . it selects ends as well as
means, and thus displays will. Human beings are the most familiar examples of
such systems.



decontextualized data

You will have 1 minute to look
at this, after which I will blank
the screen and ask you to
replicate the relationships on a
blank sheet of paper.
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What tactics did you use to solve this problem?



finding a better context
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the atomic structure of meaning

an object or event 1 = D
a framework ‘ ‘
-

an association between them E |

Source: Karl Weick Sensemaking in Organizations
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DYNAMIC

https://youtu.be/XCvli Xd C-t8



https://youtu.be/XCvLXd_C-t8

12. Memooom JIEHHUI]A - Menayuepcku memoo 3a maKmuyKu MeHaumenm

Managerial aspect

People
Management

) 4

Informational aspect

Figure 13. New DENICA framework with recommendations added




Outcome:

profile and behavior of Tactical Management and its Information System needs

- Purposive adaptability of the manager (through the managerial system) translated to
the managed system
- Adaptability of the Information System and personalized self-design
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BUSINESS MODEL

Business model innovation is an iterative and potentially circular
processi!

A business model describes the rationale of how an
organization creates, delivers, and captures value, in
economic, social, cultural or other contexts. The process of
business model construction and modification is also called
business model innovation and forms a part of business
strategy.!
In theory and practice, the term business model is used for a
broad range of informal and formal descriptions to represent
core aspects of a business, including purpose, business
process, target customers, offerings, strategies,
infrastructure, organizational structures, sourcing, trading
practices, and operational processes and policies including
culture.

https://www.investopedia.com/terms/b/businessmodel.asp



https://www.investopedia.com/terms/b/businessmodel.asp
https://en.wikipedia.org/wiki/Explanation
https://en.wikipedia.org/wiki/Organization
https://en.wikipedia.org/wiki/Value_creation
https://en.wikipedia.org/wiki/Business_strategy
https://en.wikipedia.org/wiki/Business_strategy
https://en.wikipedia.org/wiki/Business
https://en.wikipedia.org/wiki/Mission_statement
https://en.wikipedia.org/wiki/Business_process
https://en.wikipedia.org/wiki/Business_process
https://en.wikipedia.org/wiki/Target_market
https://en.wikipedia.org/wiki/Infrastructure
https://en.wikipedia.org/wiki/Organizational_structure
https://en.wikipedia.org/wiki/Business_culture

7. Kay4ynu npamama 3a e(eKTHBHO MEHAIHPambe CO KOMILUIEKCHH CHCTEMH BO

KOMILIEKCHH OKPY/XKYyBamba

Co uen jga ce reHepajdzupa MEHAUEPCKHOT IPHCTall, KOj KOMOMHHUpa HH(GOPMALUCKH
CHCTEMH M TEOPHja Ha KOMIUIEKCHOCT, MOpa J1a I'Yl IOCTaByBaMe CJICHHTE Npallamba:

WHAT IS BEING MANAGED? IITO CE MEHAIIUPA? - a Complex Adaptive System
- Komiuiexkcen Anantusen CucreM

IN WHICH CONTEXT? BO KAKOB KOHTEKCT? - planned, simple real-life
environment, or complicated, complex and chaotic? - eJHOCTaBHO, IUIAHCKO OKPYXKYBaHbe
WM KOMILIEKCHO WJIM Xa0TU4HO?

WHICH MANAGERIAL FUNCTION? 3A KOJA MEHAIIEPCKA ®YHKIIUJA
CTAHYBA 3BOP? - Crparerucku, TakTU4KH, ONEPAaTHBCH WM IIPOCKTEH MEHAIMEHT M
COO/IBETHHUTE IIPUCTAIIH.

WHICH ARTIFACT FITS BEST? KOJ MEHAIIEPCKH METOJ] TPEFA JIA CE
I[TPUMEHU?

A Complex WHAT IS BEING MANAGED?
Adaptive

System

Complex,
Unpredictable,
Uncertain

Tactical
Management

WHICH MANAGERIAL FUNCTION?

The DENICA

Method WHICH ARTEFACT FITS BEST?
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KAYYHU NAPTHEPU KAYYHU AKTUBHOCTU

NPEAAOI BPEAHOCTHU

OAHOC CO CETMEHTU HA
NOTPOLLYBAYU MNOTPOLLUYBAYU

KAYYHU PECYPCHU

KAHAAU

https://www.strategyzer.com/cany

as/business-model-canvas

CTPYKTYPA HA TPOLLOUMU

M3BOP HA NMPUXOAU



https://www.strategyzer.com/canvas/business-model-canvas

BE KIND
10 OTHERS,

10° YOURSELF
O



3A OOMA - 3A00JXUATEIHO R

[la ce npuKayaT Kako OAroBopu Ha 3aaadnTe Bo Moodle, npea Aa ce cpeTHeEMe BO MHAUBUAYaiHA MEHTOPCKA cecuja.

1. MNpawamwaTa 3a (e-)6musHnUC MmogenmTe - a ce HajaaT 2-3 e-6M3HUC MoAenn Ko uMmaaTt 3aeaHn4ykm pabotu co
HawaTa uaeja (Kako nHcnmpaumja), n na ce gagaTt o4roBopu 3a CBoOjaTa naeja npeky uctute npawama (Kako
pednekcmja). OBa e Npouec 1 Ke Tpae HM3 LEeNOT Nepnoa, a Ke ce 3aoKpyxu Ao [leMo-aeHoT.

2. Business Model Canvas

Value Proposition - lNpeanor Ha BpeaHOCTHU

Customer Segments - CermMeHTM Ha NOTpOLLYyBa4yn

3. Peanme Bo 1000 360poBM & BU3yenunsaumja

- Koja e MojaTa cuna (ekcnepTtusa, 3Haere, BEWTUHN, KOMMEeTeHUNN)?

- lLLITo MM HepgocTura (3a Aa MMaM OCHOBEH CTapTeH NakeT 3a MojaTa naeja)?

- Kon 6u M1 6une HajronemMute pM3mUM U KakKo Ke ce cripaByBaM CO HUB?



- KaKO € OCHOBaH aHAJIM3UPAHUOT OU3HNC;

- KOH MpEeayCJIOBU OMJIE HEOMXOIHM Ja IMOCTOjaT 3a hiejaTa aa
Ipo¢ YHKIIUOHHPA;

- KOJIKy OJf COOABETHHOT OM3HHC C€ 3aCHOBAa Ha IUIAHOBH,
pasMuciayBama U (OKyCHMpaH IPHUCTAI, a KOJKY OJf CIUIET Ha
OKOJIHOCTH U CPEKa;

- daiy ujaejaTa 3a OM3HHCOT € CO3/IaJicHa O]l moTpeda Wi €
IUIacupaHa, a caMmara ro npoOuBalia matoT 10 yCIeXOT;

- KOY C€ U3BOPUTE HA IPUXO/IH;

- KaKoB € (€-)OM3HUC MOJIEIOT;

- KOH C€ TJIaBHUTE CETMEHTH Ha KIIMEHTHUTE;

- KOH C€ IJIaBHUTE N00aByBauu;

- KOM C€ HEONXOJHHUTE MapTHEPCTBA 3a Ja (QyHKIIMOHHUpPA
OH3HHCOT;

- Jald MOXe€ JAa Oujae ychmemeH BO pas3IMdHU Jp)KaBU H
€KOHOMMUM;

- JaJIM MOXe€E Jla ce MPUMEHM BO 3eMJUTE Ha 3amajeH bankaw,
T.€. ¥ BO HaIllaTa Ap>KaBa;

- Jaiy BeKe IOCTOM BO JIpyra Wi HCTa ¢opMa BO HAIIUOT
PETHUOH;

- KaKo U3rjieia CHHIMpPOT Ha HabaBKH Ha 00paboTeHUTE OM3HUC
MOJEIIH;



- KOH C€ IJIaBHUTE KOHKYPEHTH;
- KaKBa CTpaTeryuja Ha BII€3 C€ IPHUMEHYBa,;

- KaKBa CTpaTeruja Ha pacT MPOeKTUpa OU3HUCOT;

- KaKOB THUIT OM3HHUC € BO CMHCJIa Ha TOA KaJIe C€ M3BEayBaaT
TJIABHUTE OW3HHC AKTUBHOCTH - BO (U3UYKHOT WA
BUPTYEITHUOT CBET;

- IITO € r7100aJIHO, a MITO JIOKAJTHO BO KOHKPETHUOT OM3HUC;

- KOH C€ JaKuTe, a KO C1aduTe CTpaHW Ha OM3HUCOT;

- Kako 00e30emyBa OAp>KITUBOCT;

- TaJIi ¥ KaKO MOJXKE J]a C€ MYJITHILTHITPA U IPOIITUPH BO APYTH
IOMECHU;

- KO ce OapuepuTe 3a Bie3 Ha II100aTHUTE Ma3apu;

- KaKBa € JIMYHOCTA Ha IPETIpPHUEMadvoT KOj/KOja TO OCHOBAII
OHM3HHUCOT;

- KOoU OWJIe MPBUYHUTE UHTCHIIMU M )KEJI0M Ha MPETIPUEMAYOT:
METAJIOMAHCKH WU YCIIEXO0T OUJI HEOUEKYBaH;

- KOja € HAHMHATA Ha aHAIM3UPAaHUOT OM3HUC, CTIOPE] Bac;

- u3bepere eneH OM3HKUC MOJIET IITO OM MOXEI J1a C€ MPUMEHH
Kaj Hac;



3A OOMA - ONUMOHAJIHO R

4. Glossary - TOMMHUK
- BHeceTe 6apeM egeH NouM BO NMOUMHUKOT/PEYHUKOT BO MOpPTanoT

- UICKOMeHTUupajTe (3boratete) 6apem eneH BHeC o4 Kosiera/Kosiewka
5. Hanpasete SWOT aHanusa

6. AnckyTupajte MomMeHTanHa annema, npobnem, tema, npeanssnk so ®OPYM

NajTe vaeja u Balwl OCBPT Ha HEYN] KOHLUENT Aa NoOMOrHere



