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‘ Cinnosti poradenské organizace

Primarni aktivity Podpurné procesy

= Marketing = Nabor

= Prode; = Knowledge management
= Project design = Rizeni lidskych zdrojli

= Sbér dat = Leadership a ostatni

= Analyza dat podpurné funkce

= Tvorba rad
= Asistence s implementaci
= CRM
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Outsourcing

= Outsourcing primarnich Cinnosti - Ano Ci ne?

= Pripadova studie EVALUESERVE
https://www.evalueserve.com/

= V Cem je rozdil pro management firmy pri
outsourcingu primarnich Cinnosti vs.
sekundarnich?

= Jaké jsou argumenty pro a proti outsourcingu
primarnich cinnosti

= Jaky dopad ma outsourcing primarnich Cinnosti
na poradenstvi?
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Konkurencni strategie poradenské

orgamzace
] Hodnota pro klienta (Client
Strategie value proposition)
= Brain consultancy = Inovativni feSeni (product
= Software-based leadership)
consultancy = Nizké naklady reSeni
= Procedure consultanc«y/ (operational excellence)
= Grey hair consultancy = Uzky vztah mezi klientem
a poradcem
. High A ﬁ
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Business model poradenské organizace

= A business model describes the
rationale of how an organization
creates, delivers, and captures
value, in economic, social, cultural
or other contexts (Business Model
Generation, Alexander
Osterwalder, Yves Pigneur, Alan
Smith, and 470 practitioners from
45 countries, self published, 2010

= Business Model as the blueprint of
how a company does business
(Osterwalder et al., 2005)
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Business model poradenské organizace

= Zakladni prvky business modelu

o Jakou pozici bude mit poradenska firma na trhu
= Cilovi zakaznici, cilovi zaméstnanci

= Jakou hodnotu nabizet zakaznikum, typem poradenstvi, role
poradce

o Jaké kompetence je treba rozvijet a vyuzivat s ohledem na
hodnotu pro zakaznika

= Jaké Cinnosti (value-adding) budou vykonavany za ucelem tvorby
hodnoty pro zakaznika

= Jake kompetence jsou nutné pro uvedené aktivity
= Jaka organizace muze rozvijet a zajistit pozadované kompetence

o Jak pusobit na pracovnim trhu (jak se umistit)

= Na jaké zamestnance se zacilit s ohledem na potrebné
kompetence

= Jaké hodnoty nabidnout témto zaméstnancim
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M.cl(insey & Co.

¥ Business Model Gallery

Key Partners Key Activities
| e Education and training of
Emplayias
| Researcn
| Recnuiting

| Sottware and solution deveiopmaent

Key Resources
I Image, brand and repuation
Hurman Capstal: Specalisl axpei
kngrdedge in industries and
functional practices
l Global presence

Dedicated sofware, IT and
Selulions auperts

l Ineleciual propety: a.g.

Value Propositions Customer Relationships
Consulting: individual, judgement Long lerm, often personal,
based and tadoned analysis and reltiondhEps

advice. Providing axpertise the

customer usually lacks. | Long term project basea
Spocial consulting Serices: I Shoeter projects

= McKinsay Implamantation

- MeKinzey Recowery &

Transtommation Servicos

MeKinsey Sohations indl, Advanced
Data & Analytics

Channels
[ Personal conlacts
Dedicated solulions websile:

hittpLSOhnS MCRENG Ry COMmmd e
w

Customer Segments

A multitude of industries and
SRS

Cost Structure
] Consullanls

| suppot and research statt
l Indrasiuciure

Ibea!prmma

Revenue Streams
| consuiting tees (usualty per diem)

| sutsscriptians and ficed prices per deliverable cutput

[l Consulting Business [l Solutions and Services Business
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‘ Organizacni struktura

= Divizionalizace

= Zodpovednost za vysledky - sdilena (one-firm
model) vs. oddelené (warlord model)
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‘ FEkonomika poradenské organizace

= Pevna cena

= Cena na zakladé nakladu — pevna castka
(prémie ) plus naklady

= Cena na zaklade vykonu — honorare
podmineneé vysledky tzv. kontingencni
honorar
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‘ Ceny

= Pohybuji se od 500 KC za hodinu konzultace
= Personalni audit cca 30.000,-

= http://www.alium.cz/images/PDF/new2standa

rt.pdf
m http://www.mr-consult.cz/cenik/

= http://vtconsult.webnode.cz/cenik/
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‘ Poradenska smlouva

= vystupem faze vstupu, nasleduje po schvaleni
nabidky

= vhodné vyhledat pravniho poradce

= formy uzavirani smluv:
> Ustni dohoda
> pisemny souhlas s dohodou
> pisemna smlouva

= smlouva s pevnou cenou; s cenou stanovenou na
zakladé nakladu; na zakladé vykonu; motivacni
smlouva
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Pisemna smlouva

= smlouva o dilo

= inominatni smlouvy - umoznuje ucastnikim
smluvniho vztahu uzavrit i takovou smlouvu, ktera
neni upravena jako typ smlouvy

= Ctyri podstatné nalezitosti smlouvy:
> strany
> predmet
> |huta, termin nebo jinak vymezeny ¢as plnéni smlouvy
> cena
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