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Podnikani

e §2 odst. 1 z.C. 513/1991 Sb., obchodni zakonik, v
platném znéni (dale ,ObchZ"):

,Podnikanim se rozumi soustavna cinnost provadena
samostatne podnikatelem vlastnim jménem a na viastni
odpovédnost za Ucelem dosazeni zisku.”

forma podnikani:
fyzicka osoba - napf. na zakladé zivnostenského
opravnéni, nebo podle zvlastnich pfedpisu (svobodna
povolani)
obchodni spole€nosti — zejména kapitalové (jejich
struktura a zakladni uprava jednani a rozhodovani ObchZ,
rovnéz zivnostenské opravnéni apod. jako fyzické osoby)




Podnik

e §6 odst. 1 z.C. 513/1991 Sb., obchodni
zakonik, v platném zneni (dale ,ObchZ"):

,Podnikem se pro ucely tohoto zakona rozumi
soubor hmotnych, jakoz i osobnich a nehmotnych
slozek podnikani. K podniku nalezi veci, prava a
jiné majetkové hodnoty, které patfri podnikateli a
slouzi k provozovani podniku nebo vzhledem k
své povaze maji tomuto ucelu slouzit.”




Systemovy pristup k podniku T
struktura podniku

Technika



Systemovy pristup k podniku T




Legenda:
gmgﬁtﬁgické fizeni

. Operativni fizeni



Strategie vilastniho
podnikani

Vyuziti konceptu:
strategicka mapa
Balanced Scorecard




Proces strategickeho rizeni e
obecne

Zakl. Situaéni\ \ Formulace\ \Realizace\ \Kontrola
premisy / /analyza // strategie trategie / /strategie




Zakladni premisy :

e Poslani (mise) podniku
e zpravidla odpovida na otazky
ProC€ podnik existuje?
Kdo jsou hlavni stakeholderi podniku?
Jaké hodnoty vyznava podnik?
e casto jen kredo, Ci motto
« (GE: ,Pokrok je nas nejdulezitéjSi vyrobek®)
e Vize podniku
o doplnuje misi specifikaci urcCiteho stavu, {j.
situace, jak by podnik mel v budoucnu vypadat

->Situaéni >>Formulace >>ealizace > Kontrola >
analyza strategie strategie strategie




Situacni analyza

e Cilem:

o odhalit dlouhodobé trendy

e vyvarovat se min

ulych chyb

e vyuzit a zopakovat dosavadni uspéchy

e zakladni oblasti:
e analyza vnejsiho

e analyza vnitrniho prostredi

prostredi
} SWOT

Formulace >>ealizace > Kontrola >
strategie strategie strategie




Vystupy situacni analyzy :

e zpravidla SWOT matice, ktera identifikuje:
o kriticke faktory uspéechu (zavislosti)
Critical Success Factors

= uzka mista ve strategickém zameru, ktera musi byt
v budoucnu odbourana

o klicové faktory uspechu (potencialy)
Key Success Factors
= specifické prednosti podniku, klicove kompetence

Zakl. premMealizace > Kontrola >
strategie strategie




Rozhodovani o typu strategie | 3:::

Zakladni vychodiska :
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strategicke aliance pronikani na trh, rozvoj
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redukce, horizontalni integrace,
odprodani &asti firmy, strategické aliance apod.
likvidace

Zdroj: VEBER, Jaromir. Management :
| Wﬁfﬂ'ﬂg ﬂﬂflﬁl hrﬂlb}'g o zaklady, prosperita, globalizace. Vyd. 1.
Praha : Management Press, 2002. ISBN

8072610295. s. 432

Zakl. premi >S|tuacn| Deahzace >> ontrola >
analyza trateqgie strategie




Tri obecneé (genericke) strategie
podle M.E.Portera

STRATEGICKA VYHODA

JedinecCnost chapana

zakaznikem Postaveni plynouci z
nizkych nakladu
V celém DIFERENCIACE PRVENSTVI V
odvétvi CELKOVYCH
STRATE- NAKLADECH
GICKY, ———
_|Jenna SOUSTREDENI POZORNOSTI
CILl urcitém
segmentu

Kontrola
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Nastroje k prosazovani strategie 3:::

Mission
Why We Exist

Values
What's Important to Us

Vision
What We Want to Be

Strategy
Our Game Plan

Targets and Initiatives
What We Need to Do

| - Personal Objectives
! What | Need to Do

| 7 pibyi s ~ Strategic Outcomes

Satlsﬂod Dollghtod Emclgm and Effective Motlvalad and Prepared
Shll'ﬁh Customm Pm




Financni perspektiva :

Long-Term
Shareholder Value

Improve Cost Increase Asset Expand Revenue Enhance
Structure Utilization Opportunities Customer Value

= Reduce cash = Manage capacity = New sources = Improve profitability
expenses from existing assets of revenue of existing customers
a Eliminate defects; = Make incremental (new products,
improve yields investments to markets, partners)

eliminate bottlenecks



Zakaznicka perspektiva :

Long-Term Shareholder VaID
Financial /_’C T
I ~ Growth Strate

Perspective L Productivity Strategy
Improve Cost Increase Asset Expand Revenue Enhance
Structure Utilization Opportunities Customer Value

s Customer s Market Share a Customer n Customer
Profitability = Account Share Acq;{smon Retention
Product/Service Attributes Relatlonshlp Image

S-enrlce Pannership

Customer
Perspectlve Price Availability )( Selection

s Customer Satisfaction
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Perspektiva internich procesu |:
Financial /-@Term Shareholder Value

Perspective | Productivity Strategy

Improve Cost
Structure

Customer Value Proposition

Customer Avallability )( Selection Partnership
Perspective
Product/Service Attributes Relationship Image

Internal _Processes || ~ Processes = ||  Processes _ Processes
Pe rspectlve Processes that produce Processes that enhance Processes that create Ptooasses that improve

and deliver products and customer value new products and communities and

services services the environment

= Supply = Selection s Opportunity ID s Environment

s Production = Acquisition = R&D portfolio = Safety and health

= Distribution = Retention ‘m Design/develop = Employment

= Risk management s Growth s Launch = Community
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Customer Value Proposition
Customer Avalilability Selection Partnership
Perspective
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Internal ~ Processes  Processes || | : : s
Pe rspectlve Processes that produce Processes that enhance Processes that create Processes that improve

and deliver products and customer value new products and communities and

services services the environment

= Supply = Selection s Opportunity ID s Environment

s Production = Acquisition .= R&D portfolio = Safety and health

s Distribution = Retention ‘m Design/develop = Employment

= Risk management s Growth = Launch = Community

CREATING Strategic Job Strategic IT Organization CREATING
ALIGNMENT Families Portfolio Change Agenda READINESS
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= Skills
= Training
= Knowledge

Learning and
Growth
Perspective

+ Information Capital +

= Systems
= Databases
= Networks

Organization Capital

= Culture
= Leadership

= Alignment
= Teamwork
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Mapa strategle BSC, Iniciativy

Strategy Map

Balanced Scorecard

Action Plan

: Operations Management

i Budget
Theme: Ground Turnaround Objectives Measurement Target Initiative g
Profitability Market value s 30% CAGR
Grow revenues Seat revenue s 20% CAGR
Fewer planes Plane lease cost s 5% CAGR
Attract and retain # repeat customers | = 70% s Implement CRM | m $XXX
more customers # customers » Increase system
12% annually| | = Quality s SXXX
Flight is on time FAA on-time arrival | = #1 management
rating = Customer loyalty | m $XXX
Lowest prices Customer ranking s M program
Fast ground On-ground time s 30 minutes s Cycle-time s $XXX
turnaround optimization
On-time departure | = 90%
Develop the Strategic job s Yr.1-70% = Ground crew s $XXX
necessary skills readiness Yr. 3-90% training
Yr. 5-100%
3 Develop the support Info system s 100% m Crew scheduling | m $XXX
E Strategic systems system availability system rollout
' Crew scheduling
[ Ground crew aligned Strategic awareness | = 100% s Communications | m $XXX
| Ground with strategy % ground crew program
f- crew stockholders = 100% = Employee Stock | m $XXX
| alignmen Ownership
= Plan
Total Budget $XXXX




Podnikatelsky plan

(=Podnikatelsky zamer, Business plan)

aneb nastroj pro sdéleni
predstavy o mém podnikani
budoucim investorim, partnerim, ...




Podnikatelsky plan

e Hlavni komunikaéni nastroj smérem k potencialnim
investorim a stakeholderiim obecné
e Priklad doporuc. struktury (dle Srpova: Podnikatelsky plan, 2007, s. 11)
Shrnuti
Profesni a osobni udaje o podnikateli(ich)
Popis podnikatelskeé prilezitosti
Majetkopravni vztahy
Postaveni na trhu, konkurence, marketing, zpusob prodeje

Technicko-technologicka Cast projektu, materialové a energeticke
vstupy

Financni plan — oCekavané zisky, prijmy/vydaje, majetek a jeho
financovani |
Predpoklady uspéchu vs. rizika projektu




Financni cast podnikatelskeho
zameru
e doporucena struktura

ziskovost projektu (rozpocCtova vysledovka)
jednorazové naklady na zrizeni mého podniku

provozni vynosy, naklady (fixni, variabilni) => zisky

rozpocet pfijmu a vydaju => potreba financovani
jednorazové vydaje na zrizeni meho podniku
provozni prijmy, vydaje

zdroje financovani
3F = family-friends-fools
dotace, podpora z verejnych rozpoctu
banky

rizikovy kapital (totéz private equity/venture capital)

= Czech Private Equity and Venture Capital Association

vykazy majetku a zavazku (rozpoctova rozvaha)


http://www.cvca.cz/cs

