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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

= T[vorba 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

Ofgamzace Hodnota pro klienta (Client
value proposition)

Strategie e v
.g = Inovativni feSeni (product
= Brain consultancy leadership)
= Software-based = Nizké naklady feseni
consultancy (operational excellence)
= Procedure consultan(‘ry/- Uzky vztah mezi klientem a
= Grey hair consultancy poradcem (client intimacy)
s ‘ Bt TABLE 7.1 Relations between competitive advantage and va ue @
Software-based @sullanw To?lr:sislll:“r::;t
g bl i J | asaproduct
codification of a [ A
consultant's Procedure consultancy
solution Mogaysgs
r el
i [mg;a]n:w] h Grey hair consultancy / L
No Fam:ﬁérii;yo of diarll:;s : High




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
m Cilovi zakaznici, cilovi zaméstnanci

= Jakou hodnotu nabizet zdkaznikum, 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

= Jaké 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 zaméstnance se zacilit s ohledem na potrebné
kompetence

= Jaké hodnoty nabidnout témto zaméstnancim
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Sketching ideas

= Offering — description
of the product or
service offered to

These are the parameters to change when
creating or refining a venture or project idea.

Think of it as sketching your idea. name of this idea:

The Really Big Idea Sketch Pad . T

customers

= Customers — Who i - peorle
should b_e the user of | '
the offering?

= Value proposition -
Why would be the
offering valueable for
the customer

= Infractructure - core
competencies,
people

= Financial viability

What relevant experience What specific knowledge
do they bring to the table?  do they bring to the table?

directions core ’
competency

Do you have any f-
ferentiating competencies,

such as a technology or science?

Who is the economic How many buyers
buyer or decision maker?  are there?

- ‘Why is the offering Why is the of fering
Te.l Va].u e important to the user? important to the buyer?

proposition |

What type of offering is Name and describe it... Sketch it or otherwise help
envisioned? i.e. commodity, people visualize it ...
good. service, or experience?

This work s licensed as part of the DIY Innovation Toolkit™ undsr ® @ @
creative commans: httpy /theinnographer.com, privacy-and-terms-of -use/
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The business model canvas

TheBusinessModd Canvas =™

Designedby:

Key Partners (

‘Who are our Key Partners?

‘Who are our key suppliers?

‘Which Key Resources are we acquiring from
partners?

‘Which Key Activities do parmers perform?
rativations for partnerships:

Optimization and econodmy

Reduction of rigk and uncenainty
Acquisition ol particular resources and actiities

Key Activities

What Key Activities do our Value
Fropositions require?

Our Distribution Channels?
Customer Relationshi
Revenue streams?
CalEparies

Production

Brabiem Salving
Platform/MNetwark

A

Key Resources

What Key Resources do our Value
Fropositions require?

Our Distribution Channels?
Customer Relationships? Revenue Streams?

types of respurces

Phiysical

Intellectual {brand patents, copyrights, dats)
Human

Finaricial

ValuePropasitions [

What value do we deliver to the customer?
Which one of our customer’s problems

are we helping to solve?

What bundles of products and services

are we offering to each Customer Segment?
Which customer needs are we satisfying?

characteristics
Mewness
Perfarmance
Custermization
“Gelting the Juh Done”
Design

Brand/Status

Price

Cot Reduction

Risk Reduction
Acoessitility
Convenience/Uzsbility

Custamer Rdatfms‘ipsQ

For whom are we creating value?

Who are our most important custormers?
What rype of relationship does each of our
Customer Segments expect us o establish
and maintain with them?

Which ones have we established?
examples

Persanal assistance

Dedicated Personal Assistance

Sell-Sendice

Automated Services

Comeunities

Co-creation

Channds

Through which Channels do our
Customer Segments want to be reached?
How are we reaching them now?

How are our Channels integrated?

Which ones work best? Which ones are most
cost-efficient? How are we integrating them
with customer routines?

ehanngl phages:

1. Aiwareness; How do we raise Swarensss aboul ous COmpany's
products and services?

2. Evaluation: How do we help customers evaluate our
argarizaBar’s Value Propositon?

3. Purchase: How do we allow customers 1o purchase specile
products and services?

4. Delivery: How do deliver & Value Propasition 1o ¢

5. After sales! Fow do we provide post-purchase eustamer
Suppar?

Customer Segrents

How are they integrated with the rest

of our business model? How costly are they?
Mass Market

Niche Market

Segmented

Diversiled

Muhi-sided Plationmo

Cost Structure

Which Key Resources are most expensive?
Which Key Activities are most expensive?
is your busimess mare:

samgle characteristics:

Fixed Costs (salaries, rents, utilities)
Variahle costs

Ecamamies of scale

Ecanamies of scope

What are the most important costs inherent in our business model?

Cost Driven {leanest cost structure, low price value propasition, Maximue automation, extensive susoureing)
Value Driven (facused on value creation, premium value propositan)

Iypes:
hadet sale

Usage fee
Subseription Fees

Licensing
Brokersge less
Advertising

lixed pricing
List Price

Product leasture dependent
Customer segrment dependent Real-time-Market
Lending/Renting/Leasing Volume depenident

RevenueStreans

For what value are our customers really willing to pay?
For what do they currently pay? How are they currently paying?
How would they prefer to pay? How much does each Revenue Stream contribute to overall revenues?

dyramic pridng
Negodation] bargaining)
Yield Managemenit

202000
wwwehusinessmodd generation.com
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Eden McCallum

' Business Model Gallery

Key Partners

400+ high caliee independent
congullans, most of whom hae
baen with a tog tier consulting
company and also do have
irchastiy eagrined

Key Activities
| Business deveiopment

Customer relatonship
ManagEmEnt

Project managament
I

Consultand selecton and
MAnRGEmEnT

Key Resources

lﬁmlnm
| merwork of consumams

Imape: Th Eden MeCallum
business model has bean coversd
extensively in the press, academic
jounmnis and BUSiness DOoks

Value Propositions

High quality consulting a1 kwer
L=

Fhaxibility to choose from a ool of
consultanis

Congult wilh fup el i
consulting and indusiny

High quality projects with
irlgrasting cliems

High flexibility and Tull contred of
timingy ot Type of wodk
Consultants ang independent, but
still part of a leam

Max infarnnal
sales, ..}

Customer Relationships

Long standing and close
relationships with both clhens and
consultanis

Customer relationship theough a
Chignt Dirgctor  Manager

Consultant relationship through a
Consultant Manageameant leam

pongibamios (admin,

Channels
| oirect setiing, word of mouth

IW&hsila,mm mouth

Customer Segments
| Fortune 1005 & 5005

| independent consuitants

Cost Structure

| Business development

Very lean as consullants are indepanden
Mo need for large offices (o host the consultants

| consuiting tees

Revenue Streams

I Relevant for Chents [l Relevam for Consultanis.
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M.cl(insey & Co.

¥ Business Model Gallery

Key Partners
| e

Key Activities
Education and training of
erplayies

| Researcn
| Recnuiting

Soltware and solution developmant
|

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.

WYalue Propositions
Consulting: individual, judgement
based and tafonkd analysis and
advice. Providing axpertise the
customer usually lacks.

Spicial CONSUIRING SOnnces:
= McKinsay Implamantation
- MeKinzey Recowery &
Transtomation Senicis

MeKinsey Sohations indl, Advanced
Data & Analytics

Customer Relationships

Long lerm, often personal,
relationehips

| Long term project basea

| stwoster projects

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

12.10.201Y

Description by Business Model Galery. Canvas by BusinessModeiSoneralion.com



‘ Co usnadnuje ,,disruption® stavajicich

business modelt poradenstvi

= Labor intensive - rely on humans as the fundamental
source of research, analysis, recommendations, process
definition, process management, and facilitation.

= Billable time-based business model. The fee structure
underlying most consulting services is tied to billable hours
or days, which encourages lengthy, overstaffed
engagements to maximize revenue.

= High margins. The cost of "goods" in consulting refers not
to products but to people. The billable rates of junior
consultants in most large firms far exceed what they are
paid by the firms in which they work. Value pricing models
aIsgfglramatically increase the profitability of many projects
and firms.
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‘ Co usnadnuie .. disruption‘ stavaticich
b/

business modelt poradenstvi

= Time-bound value. With the increasing pace of
change, the moment a research report, competitive
analysis, or strategic plan is delivered to a client, its
currency and relevance rapidly diminishes as new
trends, issues, and unforeseen disrupters arise.

= Knowledge commoditization. The models,
templates, and tools of the consulting trade have
historically been kept "secret" by consultants and
locked away as intellectual capital. The
"democratization” of just about everything, including
management information and knowledge, will
continue so that anyone can access and apply "best
practices” on their own.
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Diisruption introduwces an incumbent to a new journeay.
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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 ¢astka
(prémie ) plus naklady

= Cena na zakladé vykonu — honorare
podminené vysledky tzv. kontingencni
honorar
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‘ Ceny

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

s 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

12.10.2019



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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