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COMPETITIVENESS OF THE SMALL AND MEDIUM ENTERPRISES IN CROATIA - STRATEGIC ALLIANCES AND VIRTUAL ORGANIZATION CHALLENGES

Abstract

Enterprises in Croatia work in the unsure business environment that is in the process of transition from command economy into market one. Especially the SMEs are faced with these rushing and deep changes, and the unsure and the uncertain future. In paper, we will consider critical importance of strategic alliances and virtual organizations for competitiveness of SMEs and present key success factors in management of these new business forms. We will also explore managerial attitudes of forming strategic alliances and virtual organizations in Croatian economy. 

Changes in global business environment

For all enterprises today, which want to be successful in business is very important to have the access to the global market, to exchange information and data with the partners and to adapt to the world standards which dictate the introduction of modern achievement in information and communication technologies that make the networked business possible. Because of that many modern enterprises have decided to replace the strategy of their physical growth by themselves (like takeovers and acquisitions) with the modern forms of cooperation (like strategic alliances and virtual organizations).

Therefore the linkages, networking and clustering have become the inevitable fact in the contemporary business world. These modern business forms enable them to grow without necessary resources. But there are several other reasons for the establishment of strategic alliances and virtual organizations:

(1) Globalization. The basic characteristics of globalization are wiping the geographic limitations of market functioning what brings to the appearance of the global market and global products, the strengthening of interdependence of the national economies, and inside them the regions and cities. 

(2) Knowledge and information based products and services. In new, non-material economy the predominant production resources have no more the physical character. The wealth is today the product of knowledge and information. They have become the primary raw materials of the new economy and her main products. Products and services that are produced today are becoming more information and knowledge based - they can therefore be marketed and even delivered virtually. 

(3) The Internet revolution. The Internet is the omnipresent net of computer systems interconnected by telecommunication linkages. It consists of the permanent growing number of organizations and individuals that have enabled the access to their information wide the global market.

(4) Networking and interdependence. Networking represent the new way of organizing and collaborating business which gives access to resources, combined with flexibility and responsiveness. The enterprises can unite their resources with the resources of other enterprises through the partnerships and strategic alliances and so increase the profit. They can also network, and participate in the designing of completely new business identities - virtual organizations. Combined with the globalization this allows organizations overcome the limitations of geographic separation.

(5) Uncertainty and risk. Today, the considerable uncertainty and risk in business activities are present on the market. This insecurity is the supposition of the alliance or virtual linkages of several enterprises, not only to connect their complementary abilities but also to combine their knowledge and diminish the risk and insecurity and increase the education process.

(6) The shortage of resources. The shortage of resources for all the goals the enterprises would like to achieve is becoming greater every day. Generally speaking, it can be said that main motives are the globalization and the shortage of resources. On the other hand, those motives have different impact on each industry. The impact of globalization is, thus, high in e.g. the food processing industry and other mass consumption industries, automobile industry, computer industry, etc. In some other industries the need for considerable resources and competence of the enterprise prevails but it is quite rare that enterprises can independently realize all this so the alliances or virtual organizations must be established. The examples can be found in aircraft industry, pharmaceutical industry, etc. The computer industry, besides the strong influence of globalization as the motive for the establishing of the alliances and virtual organizations, is characterized by the need for considerable resources. That is the reason why the concentration of the strategic alliances and virtual organizations in that industry is the biggest.

The strategic alliances and virtual organizations not only increase the competitiveness of the enterprises that join them but are quite often indispensable condition for the survival. Modern forms of cooperation influence all participants of particular markets and sometimes even change the whole markets. The enterprises, which are unable to adjust to this trend, will probably perish or be marginalized.

Challenges of the strategic networking

The enterprises enter strategic alliances with other enterprises in order to improve their own competitive position using the resources that others posses and/or which can be developed in cooperation with other business subjects. The cooperation between the enterprises creates the new outlook towards the world because it substitutes the enterprise as the basic source of the economic strength. The examples of cooperation in global economy are numerous. 

If the cooperation is executed with clear strategy and goals on the long-term basis and is connected with the strategic activities of the partner enterprises that remain legally independent we talk about the strategic partnership. The strategic partnerships represent today one of the fastest growing trends in world industry. The recent research of Booz-Allen & Hamilton showed that, in the last two years, almost 20,000 different strategic alliances have been established. From 1990 until 1996 almost 36,000 strategic alliances have been established between the industries involved in information technology (Booz-Allen & Hamilton Surveys, 1997).

The strategic alliance implies the mutual effort of two or more enterprises in realization of the previously agreed goals (Haroch, 2000). It represents the connection with the competitor, supplier or customer in whom, by combining the advantages and strengths of the partner; better competitive position on global world market is achieved (Anand & Khanna, 2000). They are specific organizational forms between the market and the hierarchies. As Gomes-Casseres (1997, p. 59) pointed out “alliances fill the wide gap between these two extremes – they unique way to govern incomplete contracts between separate parties”.
The strategic alliances can be simple, with two partner enterprises which share the technological and/or marketing resources, but also very complex and include numerous enterprises from various countries. The enterprises can belong to different strategic alliances according to the same or different strategic businesses or dimensions.

The alliances are not exclusively reserved for global business giants only. The strategy of completely independent market activities is today the most risky and at least prospective for long-term success. It is more difficult for firms to remain self-sufficient in an international business environment that demands both focus and flexibility (Morrison & Mezentseff, 1997, p. 351). The difficulties in realization of the approach to the international market, in realization of sufficient economy of scale and scope as well as the major progress in production and technology lead the enterprises to cooperation. 

The partnership between the enterprises becomes, in itself, the effective strategy for the overcoming of the gaps in the know-how, resources and abilities in order to realize the competitiveness on global markets. It all leads to the present day appearance of economy: the intertwining and interconnection of the enterprises exists together with ever-growing giants of the competitiveness in the struggle for "future markets".

Different interpretations and definitions of the strategic alliances contain several common elements.

Primarily, all alliances are made by, at least, two partners who cooperate in order to realize the common goals. The strategic alliance thus implies the mutual effort of two or more enterprises in realization of the previously agreed goals. That is why the syntagma "the marriage between two enterprises" is often used for the strategic alliances. This analogy emotionally represents the purpose of the alliance for the partners: "together in good and evil, till death do us part" (Doz & Hamel, 1998, p. 30).

The alliances are based on the reciprocity: the partners take over, change or integrate the specific business resources for their own benefit (Cauley de la Sierra, 1994. p. 4). The earlier competitors on the market become often partners in the alliance. Over half of the total number of the alliances established in the past few years is made between the competitors. The situations occur when the enterprises are the partners in one business activity and competitors in another one. 

The industries and markets change their structures by increasing the importance of strategic alliances. The alliances between enterprises are established in order to achieve mutual goals of partner enterprises. We can say that the enterprises as well as the strategic alliances are, in fact, different forms (organizational and inter-organizational) with the same purpose: to form and supervise the competence in order to achieve the competitive abilities which enable the maximization of economic results.

The specific motives for joining the strategic alliance can be different for each enterprise: synergic impacts, conquering the new markets, sharing of the risk, technology transfer, education, better usage of the resources, pressure on competition, etc. All those motives can find their source either in "competitive race for the future" or in "competitive race for the world market". Which out of these two motives will the enterprise choose as the reason for joining the strategic alliance depends on the manner in which the alliance creates the value. The process of cooperation in the alliance can bring to the identification of the unrecognized opportunities on the market.

Challenges of virtual organization

By uniting different opinions of authors we can define virtual organization as a group of individuals, parts, or whole organizations who contain legal individuality (Arnold, 1995) and who are assembling because of specific business activity (Ten Have, 1997). Towards the market they act as the unique organizational entity (virtual enterprise) and they coordinate their behavior through links that are based on trust (Rajiv, 1999), contracts and common informational systems and databases. Motivation for this behavior is achieving competitive advantage by incorporating individual resources and by linking different capabilities and competencies on more effective way than through classic organizational forms. High level of coordination business activities of virtual organizations demands their high information intensity (Travica, 1997). Creation of common information systems and databases is necessary for creation and containing the level of communication between separate partners. We must add to that still crucial role of knowledge and intellectual capital (Hedberg, et al. 1997).

Virtual enterprises can be defined as temporary aggregations of smaller units that come together and act as though they were a larger, long-lived enterprise. The virtual here is the meant to convey that its members synthesize many of the advantages of a large enterprise. In the most interesting case, this synthesis is temporary, built around a specific opportunity. When the opportunity fades, the virtual enterprise vanishes into constituent parts to reassemble into other configurations (Goranson, 1999, p. 65).

From the aspect of organizational structure the virtual organization is a temporary network of independent institutions, enterprises or specialized individuals that are working together in an organized way, by using information and communication technology to achieve the expedition of existing competitive advantage. The leader of the virtual enterprise is uniting the core competences of different elements that are working as one. The motivation for such behavior is achieving a competitive advantage by uniting the single resources and different abilities in a more efficient way than through the classical organizational form. The high level of co-ordination of business activity of virtual organizations requests high information intensity (Davidow and Malone, 1992). Creating common information systems and databases is necessary for creating and keeping the essential level of communication between the physically separated partners. 

The concept of virtual organization starts from the fact that it is possible to increase the volume of business without the enlargement of the size and formal borders of enterprises. Linkages of different enterprises specialized on their basic activities and core competences in a virtual enterprise, which emerge in this way; it is much more effective than the classic organized enterprise. Every firm, a member of a virtual enterprise, focuses its efforts only on providing their part of common activities and on the enlargement of the quality of only their part of total product, while the leading firm of virtual enterprise concentrates on the enlargement of semblance of final product or the services on the market. 

The virtual organizational form is used when the organizations are confronted with the unexpected cases, which must be solved in the short time. The net of economic and production relations in a virtual enterprise can be created for the realization of one project, more consecutive projects, terminable on the determined deadline or the time unlimited permanent collaboration based on the contract relationships. 

However, the success of the usage of the conception of virtual organization depends primary on the people, i.e. on the employees in the virtual enterprise. To achieve the high efficiency of business of virtual enterprise it is necessary that the firms, members of virtual enterprise encourage the higher care about their employees, and to fortify the social interest for the people and their education. The efficiency of virtual enterprise depends on the level of qualifications, knowledge and skills of employees, because they represent the intellectual capital of the enterprise, which has become the crucial economic resource that nowadays creates the wealth.
Although modern enterprises must take care on the enlargement of speed of opening and closings the business possibilities for their products and services, the idea of networking implicates the permanent changing of business partners and relations. Based on that, the conception of the virtual organization promises the growth of flexibility and the possibility of fast answering on the market opportunities. The success of the virtual enterprise depends on the right choice of business strategies as well as on how good estimation of the situation is and on market possibilities. This depends on the knowledge and skills of the management of virtual enterprise for the adjustment to the different situations and opportunities. However, if they are insufficient it is necessary to engage the external specialists of different profiles.
Benefits of strategic alliances and virtual organizations

"If you think that you can go it alone in today's global economy, you are highly mistaken", Jack Welch, chief executive of General Electric, one of the most powerful companies in the world and one of the most active in the area of strategic networking, observed in an interview (Harbison & Pekar, 1998, p. 11).

The main purpose of joining the strategic alliance or virtual organization is the creation of additional value and profit. Each partner must, through networking, create larger value for itself than it can be done individually. Otherwise the strategic alliances and virtual organizations would have no sense. 

Strategic alliances and virtual organizations imply various advantages for its members. With relation to other forms of cooperation (merger and acquisition) they are in more favorable position because they can be established faster. They are less risky and more flexible. The alliances often block their competitors and create safe and stable distribution channels without large investments, etc.

Strategic alliances and virtual organizations also enable smaller enterprises to achieve the economy of scale by drastically reducing the costs necessary for the entry on market, and give them the possibility of utilization synergic effects that appear during cooperation.

The advantages of strategic alliances and virtual organizations are also hidden in the share of properties, resources, core competences and business risk between the partners, with the aim of increasing of the existing geographic covering or taking the larger part of the market. By uniting the skills of complementary partners, partners in strategic alliances and in virtual enterprises are in the position to better answer on demands of consumer than the classical enterprises that work independently or use only the occasional forms of cooperation.
One strategic alliance or virtual organization cannot bring to fulfillment of all goals, which were set by corporation, but, in case it is well organized, an alliance or virtual organization can bring some of the following benefits:

· Adoption of knowledge and skills – Entering the alliance or virtual organization with the enterprises that already do business in or are located in a foreign country, that know the market and its culture, can be often more efficient and successful way of conquering the foreign market than trying to enter the market by itself.

· Access to new distribution channels – The alliance or virtual organization can provide the approach to new distribution channel otherwise unavailable or too expensive to the enterprise. In food processing industry the enterprises through alliances often search for the access to new distribution channels.

· Reducing the cost and uncertainty as well as the share of risk - Previously mentioned insecurity and operating costs can be significantly reduced by using the resources of other partners. By specializing each partner for one segment of the process the economy of volume is achieved that brings bigger profit for all partners in the alliance and virtual organization than the one they can achieve by themselves. At the same time the risk is distributed between the partners.

· Access to new technology – Many alliances and virtual organizations are established in order to enable the enterprise the access to new technologies through arrangements by means of licenses, special agreements, etc. 

· Access to the capital - The primary motive of SMEs in expansion is the access to new, fresh capital that will enable their growth and development of new products or services

· Access to production – The alliance and virtual organizations can provide the enterprise with the access to production capacities, production expertise, etc.

· Increase of enterprise's credibility - The enterprise that is new in business can, through the networking with the well-known partner, considerably improve its credibility on the market or with the investor.

· Access to new or already existing products – The alliance and virtual organizations can provide the enterprise with the access to some new product. For example, the alliances in pharmaceutical industry often search for this kind of benefit from the alliance. They enter the strategic alliances with enterprises from the biotechnological field in order to have priority when accessing new products.

· Shorter time to market – By uniting the resources strategic alliances and virtual organizations shorter time of coming on market and quickened development of new products.

The strategic alliance and virtual organizations are the community, which can bring more than expected to the partners. That is why their goals are called "moving targets" which need to be hit during the development of cooperation between partners.

Strategic alliances and virtual organizations in Croatia

In the practice of developed countries the application of strategic alliances and virtual organizations has already reached the significant level, and has a tendency of further growth. In the practice of developed countries, the enterprises that have chosen to apply these conceptions instead of growth by themselves achieve the significant competitive advantage on the global market.

In Croatia, in the last decade, big changes on the social and the economic plan have happened. The older paradigms from the socialist time have mainly forgotten. The classic business strategies did not give the instructions how to adjust the enterprises to the newly risen circumstances. 

The fast market changes and the revolution of new technological solutions and business models forces the Croatian enterprises to give up from the classic central planned comand-controll model of the traditional organizations that does not answer the market opportunities and needs any more. 

Beside that, Croatian enterprises have to learn fast, learned apply and permanently develop the new ideas. They also must develop the working environment in which the competitors will not prevent the changes, than, just reversal, expect them ready - because the change today represents the chance for the existence and the further growth of enterprises. The acceptance and adjustment to these changes presents the necessity. 

On the global market Croatian enterprises are only small entities. They considerably lag in efficiency with regard to the leading enterprises in the world. Croatia is becoming a part of the global market mostly by the way that global corporations are entering the Croatian market. The Croatian enterprises are too weak to compete individually and they are faced two possibilities: a) to be acquired by stronger mega-corporations or b) to become the member of strategic alliances or virtual organizations. Therefore the usage of modern organizational methods is essential for the further development and competition of Croatian enterprises on the global market. 
The usage of strategic alliances and virtual organizations are, unfortunately, quite unknown to Croatian enterprises. Even if some forms of cooperation exist, it is far from the level of the usage of these business forms in the world. Because of that Croatian enterprises if want to increase their efficiency and to improve their competitive position must start using all benefits that alliances and virtual organizations provide.

The strategic alliances and virtual organizations must help Croatian enterprises in entering the new markets. Because, the growth by themselves cannot be achieved, the usage of strategic alliances and virtual organizations can enable the Croatian enterprises to achieve economies of scale.

The application of strategic alliances and virtual organization improve the doing business by shortening the time to market, reducing the costs, decreasing the prices and more efficiently answering on the moves of the competitors. The strategic intention of Croatian managers should be the creation of the new organizational entities based on the tighter cooperation between the individual organizations with the aim of achieving the common market strategy and identity. 

Managerial attitudes about strategic alliances and virtual organizations in Croatia

The empirical research of the usage of strategic alliances and virtual organizations has been conducted separately. 

First part of the research has been conducted at the end of 2001. The 800 Croatian enterprises from different industries have been selected and asked about the usage of strategic alliances. The 30% of them have profitability over the Croatian average, 40% have profitability in the frames of Croatian average and the 30% have profitability under the Croatian average. The 81 enterprises have returned the fulfilled questionary. 

Second part of the research has been conducted at the end of 2002. From the same sample of 800 enterprises only the SMEs have been selected and asked about the usage of concept of virtual organizations. The 71 answers have been received. 

The sample and the received results are relatively significant to the situation on the Croatian market.

Expectations about participation of Croatian enterprises in strategic alliances are optimistic as it can bee seen on the graph.

Put<Figure 1>here

Almost two third (62,5%) of Croatian managers expects that Croatian enterprises will increasingly involve in strategic alliances with international and Croatian partners. 23,8% thinks how that increase will be very high. On the other side 6,3% of managers hold that cooperation throughout strategic alliances will stay more or less the same and only 1,3% thinks that future will bring decrease in this kind of business activities.

If we take in consideration size of these enterprises we will see that small enterprises are exceptionally enthusiastic about getting into strategic alliances (see figure 2). 

Put<Figure 2>here

One of the most straightforward benefits of strategic alliances is that they can contribute to overall competency of Croatian enterprises throughout different business functions. In the research managers were asked to point out business functions that are most suitable for this kind of cooperation. 

Put<Figure 3>here

It can be seen that almost half of the managers (49,4%) in the questionary finds how penetrating new markets consists good stimuli for enrolling in strategic alliances. Just a little bit smaller percentage thinks that function of research and development can be good polygon for strategic alliances. Further on, 37% thinks that production is significant from that point of view, 34,6% thinks that for logistics, 30,9% for marketing and 27,2% for supply activities. Only 14,8% of managers in the research think that there might be possibility for strategic alliances throughout finance function of their enterprises.

If the analysis according to size of the enterprises in the questionary is taken in the consideration we can see how managers in small enterprises think that production is best function for strategic alliances. However, middle size and large enterprises look for strategic partners mostly in the area of research and development.

Put<Figure 4>here

The results of empirical research of usage of virtual organizations in the Croatian SMEs have shown significant results: 

· 89% of Croatian SMEs thinks that the linkages in the virtual organization would result with better results of business,

· 81% of Croatian SMEs thinks that the virtual organization is the better solution than the expanding of formal limits of classic enterprise,

· 50% of Croatian SMEs already use some form of business connecting.

This is shown on the figure 4.

Put<Figure 5>here

The question, which is intruded, is how much share in total income SMEs have achieved through the different forms of networking. The following graph shows the percentage of the income that Croatian SMEs realize through the business linking.

Put<Figure 6>here

The results of the questionary have shown that in those Croatian SMEs that use some form of business linking: 

·  the biggest number of SMEs managers (39%) does not know the percentage of realized income achieved by the way of business linking!

·  from the SMEs that take care about the share of business linking in the realized income: 

· 16 % of the SMEs realize up to 10 % of the income, 

· 23 % of the SMEs realize 10-25 % of the income, 

· 10 % of the SMEs realize 26 - 49 % of the income, 

· even 13 % of the SMEs realize 50 % and more of the income, what seems like a good result.

However, out of those enterprises, which use some kind of business linking, with that form of collaboration satisfied is 72% of questioned Croatian enterprises. Like it can be seen on the figure 6, this percentage is the most expressed at private (83%) SMEs.

Put<Figure 7>here

According to the received results, it can be preliminary concluded that Croatian enterprises try to follow modern organizational trends. However, it seems to be because of insertions and imitation of the market competitors, or because of the need for emerge intervention action. Because of that, it comes to misunderstanding of the essence of those business models. As result the failures in the right choice of strategy appear as well in suitable business partner choice. The failure of strategic changes can discourage the managers in making decisions about organizational innovations. However, those enterprises, which have successfully linked end made quality nets of partnerships, have improved their business performances. 
Conclusion

The global economy of the future will be marked with the heavy competition. The huge multinational concerns will stop dominate in the business environment. The cooperative networked and weblike interwoven organizational forms will take their place. Clusters of the specialized and flexible SMEs will squeeze out from the market gigantic and dispute classic enterprises. The term existence will receive the brand-new meaning. The physical presence will not be necessary. The fast growing information and communication technology will enable that to the expression will come the contents, and not the forms. The complexity of a new economy could be overcome only if the conscience for the linking and networking we be developed. 

If they want to survive in the global economic environment, the Croatian SMEs must necessary define the areas in which can achieve the superior world results and restrict their business on the vital activities. Strategic alliances and virtual organizations give them the possibility of expansion without the extending of existing borders of the enterprise. By linking and networking with the partner firms, often with the yesterday's competitors, they could achieve much better results than they would realize by acting independently.

By that way, the Croatian SMEs could start using the resources sped not only wider Croatia, but worldwide. By usage the dynamic networked structures they could achieve the flexibility in the business and could come on the world markets. They could start competing for the projects and tasks that earlier have been inconceivable for them because they have they ware limited on the realization of aims only by their own capacities. At the same time they get the opportunity to equally compete the multinational corporations that are entering the Croatian market. 

However, strategic alliances and virtual organizations are also useful as the perspective for already existing large Croatian enterprises. As the answer on the changed market conditions, the stumbled gigantic Croatian enterprises, by the internal use the idea of networking should reorganize themselves as the clusters of small specialized and flexible teams. They should focus all their potentials only on the providing of the core business. The other business activities should be externalized to the strategic partners that will do it on the better, faster and cheaper way. 

The process of transformation of tradidional Croatian enterprises is slow and followed by the strategic mistakes that are bringing the them to the crisis and collapsing. The intensiver usage of strategic alliances and virtual organizations would enable faster and better adoption to the global markets. It gives the possibility of revitalization of the whole Croatian economy, the enlargement of employment and the growth of competitiveness of Croatian enterprises in the global business environment.
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Figure 1: Expectations of managers in Croatian enterprises about future of strategic alliances in Croatia
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Figure 2: Expectations of managers in small, medium and large enterprises about further enrollment in strategic alliances
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 Figure 3: Suitable business functions for participation in strategic alliances
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 Figure 4: Most suitable business functions for participation in strategic alliances according to managers in small, medium and large enterprises
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Figure 5: The application of the concept of virtual organization in Croatian SMEs
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Figure 6: The percentage of the income of SMEs realized through the networking
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Figure 7: The satisfaction of the sample SMEs with their networking practice
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		7. U slučaju neuspješnog outsourcinga poduzeća koja bi tražila novog outsourcing partnera		21		23		17		61		70%		58%		57%		61%

		8. Poduzeća koja smatraju da bi se povezivanjem u virtualnu organizaciju prethodno specijaliziranih organizacija postigao bolji rezultat		22		25		24		71		73%		63%		80%		71%

		9. Poduzeća koja virtualnu organizaciju smatraju boljim rješenjem od proširenja formalnih granica klasičnog poduzeća		21		24		21		66		70%		60%		70%		66%

		10. Poduzeća koja već koriste neki vid poslovnog povezivanja		15		21		14		50		50%		53%		47%		50%

		11.Ona koja koriste, na taj način ostvaruju:

		a) do 10%		4		3		3		10		27%		14%		21%		20%

		b) 10-25%		3		4		2		9		20%		19%		14%		18%

		c) 26-49%		1		2		0		3		7%		10%		0%		6%

		d) 50% i više prihoda		3		2		3		8		20%		10%		21%		16%

		e) ne zna		4		10		6		20		27%		48%		43%		40%

		a) do 10%		1		2		1		4		7%		10%		7%		8%

		b) 10-25%		0		1		2		3		0%		5%		14%		6%

		c) 26-49%		1		1		0		2		7%		5%		0%		4%

		d) 50% i više dobiti		1		2		3		6		7%		10%		21%		12%

		e) ne zna		12		15		8		35		80%		71%		57%		70%

		12. Ona koja koriste, ekonomske odnose s vanjskim partnerima uspostavljaju:

		a) na bazi fiksno ugovorenih cijena		14		16		9		39		93%		76%		64%		78%

		b) na temelju zajedničkog prihoda		1		1		1		3		7%		5%		7%		6%

		c) na temelju zajedničkog profita ili zajedničke dobiti		0		2		3		5		0%		10%		21%		10%

		13. Od onih koji koriste, s takvim oblikom suradnje zadovoljno je poduzeća		11		13		12		36		73%		62%		86%		72%

		14. Poduzeća koja angažiraju vanjske specijaliste na rješavanju problema razvoja i poslovanja:

		a) stalno, permanentno		5		1		0		6		17%		3%		0%		6%

		b) povremeno		20		21		10		51		67%		53%		33%		51%

		c) nikada		5		18		20		43		17%		45%		67%		43%

		*istraživanje tržišta (3), pravni poslovi (3), transport (2), čišćenje i održavanje (1), prodaja karata (1)

		**pravna služba (2), čišćenje (2), tehnička služba (1)

		*** maloprodaja (1), istraživanje tržiša (1)

		* nelojalna konkurencija, podjela posla, nedovoljna specijaliziranost, komunikacija, otpuštanje zaposlenih

		** nepoznavanje materije

		*** problem naplate (3), komunikacija (4),

		* smanjenje broja zaposlenih,efikasnost, jednostavniji plasman

		**

		*** stručnost





Vlasništvo-final

		ODGOVORI (PREMA VRSTI VLASNIŠTVA)										POSTOTNO (%)

				Privatno		Mješovito		Javno		Ukupno		Privatno		Mješovito		Javno		Ukupno

		BROJ PODUZEĆA		70		18		12		100

		1. Poduzeća koja koriste informacijsku i komunikacijsku tehnologiju		70		18		12		100		100%		100%		100%		100%

		a) od toga samo telefon i telefax		20		6		3		29		29%		33%		25%		29%

		b) i internet i e-mail		50		12		9		71		71%		67%		75%		71%

		2. Specijalizirana poduzeća (ukupno)		23		7		2		32		33%		39%		17%		32%

		Od toga: a) specijalizirani za jednu aktivnost unutar djelatnosti		13		2		1		16		19%		11%		8%		16%

		b) specijalizirani za neke vrste aktivnosti unutar djelatnosti		10		5		1		16		14%		28%		8%		16%

		c) širi spektar aktivnosti unutar djelatnosti		24		5		5		34		34%		28%		42%		34%

		d) široki spektar aktivnosti raznovrsnih djelatnosti		23		6		5		34		33%		33%		42%		34%

		3. Broj poduzeća koja imaju namjeru koristiti outsourcing		58		10		9		77		83%		56%		75%		77%				Ostalo:

		Aktivnosti koje bi outsourcirali:        a) računovodstvo		19		2		4		25		27%		11%		33%		25%				istraživanje tržišta (4)

		b) informatika		18		2		2		22		26%		11%		17%		22%				pravni poslovi (5)

		c) marketing		32		9		1		42		46%		50%		8%		42%				transport (2)

		d) istraživanje i razvoj		14		5		1		20		20%		28%		8%		20%				čišćenje i održavanje (3)

		e) dio proizvodnih funkcija		5		1		3		9		7%		6%		25%		9%				prodaja karata (1)

		f) ukupnu proizvodnju		1		0		0		1		1%		0%		0%		1%				tehnička služba (1)

		g) ostalo		11		2		3		16		16%		11%		25%		16%

		4. Prednosti outsourcinga:        a) niži troškovi		25		6		6		37		36%		33%		50%		37%				Ostalo:

		b) veća kvaliteta		33		4		3		40		47%		22%		25%		40%				stručnost

		c) brži razvoj novih proizvoda i usluga		6		2		0		8		9%		11%		0%		8%				efikasnost

		d) skraćenje vremena obavljanja aktivnosti		22		5		3		30		31%		28%		25%		30%				jednostavniji plasman

		e) pristup novim tržištima		8		2		2		12		11%		11%		17%		12%				smanjenje broja zaposlenih

		f) manja investicijska ulaganja		6		2		1		9		9%		11%		8%		9%

		g) ostalo		2		2		0		4		3%		11%		0%		4%

		5. Poduzeća koja su u posljednje tri godine outsourcirali neku aktivnost		30		5		6		41		43%		28%		50%		41%

		6. Problemi outsourciranih aktivnosti:																				Ostalo:

		a) veći troškovi		15		7		5		27		21%		39%		42%		27%				komunikacija (4)

		b) niža kvaliteta		8		1		3		12		11%		6%		25%		12%				problem naplate (3)

		c) nedostatak povjerenja		11		2		2		15		16%		11%		17%		15%				nedovoljna specijaliziranost (2)

		d) nemogućnost utjecaja na rokove		16		3		1		20		23%		17%		8%		20%				otpuštanje zaposlenih

		e) sukobi oko cijena usluge/rada		15		4		2		21		21%		22%		17%		21%				nepoznavanje materije

		f) nedostatak odgovarajućih partnera		11		3		3		17		16%		17%		25%		17%				nelojalna konkurencija

		g) ostalo		12		1		0		13		17%		6%		0%		13%				podjela posla

		7. U slučaju neuspješnog outsourcinga biste li pokušali ponovno		43		10		8		61		61%		56%		67%		61%

		8. Poduzeća koja smatraju da bi se povezivanjem u virtualnu organizaciju prethodno specijaliziranih organizacija postigao bolji rezultat		52		11		8		71		74%		61%		67%		71%

		9. Poduzeća koja virtualnu organizaciju smatraju boljim rješenjem od proširenja formalnih granica klasičnog poduzeća		51		10		5		66		73%		56%		42%		66%

		10. Poduzeća koja već koriste neki vid poslovnog povezivanja		38		7		5		50		54%		39%		42%		50%

		11. Ona koja koriste, na taj način ostvaruju:

		a) do 10%		9		1		0		10		24%		14%		0%		20%

		b) 10-25%		5		2		2		9		13%		29%		40%		18%

		c) 26-49%		3		0		0		3		8%		0%		0%		6%

		d) 50% i više prihoda		7		1		0		8		18%		14%		0%		16%

		e) ne zna		14		3		3		20		37%		43%		60%		40%

		a) do 10%		3		1		0		4		8%		14%		0%		8%

		b) 10-25%		3		0		0		3		8%		0%		0%		6%

		c) 26-49%		2		0		0		2		5%		0%		0%		4%

		d) 50% i više dobiti		3		2		1		6		8%		29%		20%		12%

		e) ne zna		27		5		5		35		71%		71%		100%		70%

		12. Ona koja koriste, ekonomske odnose s vanjskim partnerima uspostavljaju:

		a) na bazi fiksno ugovorenih cijena		27		7		5		39		71%		100%		100%		78%

		b) na temelju zajedničkog prihoda		3		0		0		3		8%		0%		0%		6%

		c) na temelju zajedničkog profita ili zajedničke dobiti		5		0		0		5		13%		0%		0%		10%

		13. Od onih koji koriste, s takvim oblikom suradnje zadovoljno je		29		5		2		36		76%		71%		40%		72%

		14. Poduzeća koja angažiraju vanjske specijaliste na rješavanju problema razvoja i poslovanja:

		a) stalno, permanentno		4		0		2		6		6%		0%		17%		6%

		b) povremeno		34		10		7		51		49%		56%		58%		51%

		c) nikada		32		8		3		43		46%		44%		25%		43%

		*istraživanje tržišta (4), pravni poslovi (2), transport (2), čišćenje (2), prodaja karata (1)

		**tehnička služba (1), pravni poslovi (1)

		***pravni poslovi (2), čišćenje i održavanje (1)

		* stručnost, efikasnost

		**jednostavniji plasman, smanjenje broja zaposlenih

		***

		* komunikacija (4), problem naplate (3), nedovoljna specijaliziranost (2),  otpuštanje zaposlenih, nepoznavanje materije, nelojalna konkurencija

		**podjela posla

		***
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		ODGOVORI (PREMA VELIČINI PODUZEĆA)										POSTOTNO (%)

				Velika		Srednja		Mala		Ukupno		Velika		Srednja		Mala		Ukupno

		BROJ PODUZEĆA		30		40		30		100

		1. Poduzeća koja koriste informacijsku i komunikacijsku tehnologiju		30		40		30		100		100%		100%		100%		100%

		a) od toga samo telefon i telefax		2		15		11		28		7%		38%		37%		28%

		b) i internet i e-mail		28		25		19		72		93%		63%		63%		72%

		2. Specijalizirana poduzeća (ukupno)		6		14		12		32		20%		35%		40%		32%

		Od toga: a) specijalizirani za jednu aktivnost unutar djelatnosti		2		8		6		16		7%		20%		20%		16%

		b) specijalizirani za neke vrste aktivnosti unutar djelatnosti		4		6		6		16		13%		15%		20%		16%

		c) širi spektar aktivnosti unutar djelatnosti		13		14		7		34		43%		35%		23%		34%

		d) široki spektar aktivnosti raznovrsnih djelatnosti		11		12		11		34		37%		30%		37%		34%

		3. Broj poduzeća koja imaju namjeru koristiti outsourcing		21		28		28		77		70%		70%		93%		77%				Ostalo:

		Aktivnosti koje bi outsourcirali: a) računovodstvo		2		8		15		25		7%		20%		50%		25%				istraživanje tržišta (4)

		b) informatika		7		7		8		22		23%		18%		27%		22%				pravni poslovi (5)

		c) marketing		11		17		14		42		37%		43%		47%		42%				transport (2)

		d) istraživanje i razvoj		4		10		6		20		13%		25%		20%		20%				čišćenje i održavanje (3)

		e) dio proizvodnih funkcija		4		3		2		9		13%		8%		7%		9%				prodaja karata (1)

		f) ukupnu proizvodnju		0		1		0		1		0%		3%		0%		1%				tehnička služba (1)

		g) ostalo		9		5		2		16		30%		13%		7%		16%

		4. Prednosti outsourcinga: a) niži troškovi		16		14		7		37		53%		35%		23%		37%				Ostalo:

		b) veća kvaliteta		12		14		14		40		40%		35%		47%		40%				stručnost

		c) brži razvoj novih proizvoda i usluga		4		2		2		8		13%		5%		7%		8%				efikasnost

		d) skraćenje vremena obavljanja aktivnosti		5		11		14		30		17%		28%		47%		30%				jednostavniji plasman

		e) pristup novim tržištima		6		4		2		12		20%		10%		7%		12%				smanjenje broja zaposlenih

		f) manja investicijska ulaganja		2		5		2		9		7%		13%		7%		9%

		g) ostalo		3		0		1		4		10%		0%		3%		4%

		5. Poduzeća koja su u posljednje tri godine outsourcirali neku aktivnost		16		12		13		41		53%		30%		43%		41%

		6. Problemi koji nastaju kao posljedica outsourciranja aktivnosti:																				Ostalo:

		a) veći troškovi		2		18		7		27		7%		45%		23%		27%				komunikacija (4)

		b) niža kvaliteta		5		3		4		12		17%		8%		13%		12%				problem naplate (3)

		c) nedostatak povjerenja		2		6		7		15		7%		15%		23%		15%				nedovoljna specijaliziranost (2)

		d) nemogućnost utjecaja na rokove		12		5		3		20		40%		13%		10%		20%				otpuštanje zaposlenih

		e) sukobi oko cijena usluge/rada		8		8		5		21		27%		20%		17%		21%				nepoznavanje materije

		f) nedostatak odgovarajućih partnera		7		7		3		17		23%		18%		10%		17%				nelojalna konkurencija

		g) ostalo		5		1		7		13		17%		3%		23%		13%				podjela posla

		7. U slučaju neuspješnog outsourcinga poduzeća koja bi tražila novog outsourcing partnera		21		23		17		61		70%		58%		57%		61%

		8. Poduzeća koja smatraju da bi se povezivanjem u virtualnu organizaciju prethodno specijaliziranih organizacija postigao bolji rezultat		22		25		24		71		73%		63%		80%		71%

		9. Poduzeća koja virtualnu organizaciju smatraju boljim rješenjem od proširenja formalnih granica klasičnog poduzeća		21		24		21		66		70%		60%		70%		66%

		10. Poduzeća koja već koriste neki vid poslovnog povezivanja		15		21		14		50		50%		53%		47%		50%

		11.Ona koja koriste, na taj način ostvaruju:

		a) do 10%		4		3		3		10		27%		14%		21%		20%

		b) 10-25%		3		4		2		9		20%		19%		14%		18%

		c) 26-49%		1		2		0		3		7%		10%		0%		6%

		d) 50% i više prihoda		3		2		3		8		20%		10%		21%		16%

		e) ne zna		4		10		6		20		27%		48%		43%		40%

		a) do 10%		1		2		1		4		7%		10%		7%		8%

		b) 10-25%		0		1		2		3		0%		5%		14%		6%

		c) 26-49%		1		1		0		2		7%		5%		0%		4%

		d) 50% i više dobiti		1		2		3		6		7%		10%		21%		12%

		e) ne zna		12		15		8		35		80%		71%		57%		70%

		12. Ona koja koriste, ekonomske odnose s vanjskim partnerima uspostavljaju:

		a) na bazi fiksno ugovorenih cijena		14		16		9		39		93%		76%		64%		78%

		b) na temelju zajedničkog prihoda		1		1		1		3		7%		5%		7%		6%

		c) na temelju zajedničkog profita ili zajedničke dobiti		0		2		3		5		0%		10%		21%		10%

		13. Od onih koji koriste, s takvim oblikom suradnje zadovoljno je poduzeća		11		13		12		36		73%		62%		86%		72%

		14. Poduzeća koja angažiraju vanjske specijaliste na rješavanju problema razvoja i poslovanja:

		a) stalno, permanentno		5		1		0		6		17%		3%		0%		6%

		b) povremeno		20		21		10		51		67%		53%		33%		51%

		c) nikada		5		18		20		43		17%		45%		67%		43%

		*istraživanje tržišta (3), pravni poslovi (3), transport (2), čišćenje i održavanje (1), prodaja karata (1)

		**pravna služba (2), čišćenje (2), tehnička služba (1)

		*** maloprodaja (1), istraživanje tržiša (1)

		* nelojalna konkurencija, podjela posla, nedovoljna specijaliziranost, komunikacija, otpuštanje zaposlenih

		** nepoznavanje materije

		*** problem naplate (3), komunikacija (4),

		* smanjenje broja zaposlenih,efikasnost, jednostavniji plasman

		**

		*** stručnost





		POZITIVNI ODGOVORI (PO VRSTI VLASNIŠTVA)																POSTOTNO (%)

				Privat. od osnutka		Pretvorba u tijeku		Pretvorba završena		Privatno		Mješovito		Javno		Ukupno		Privat. od osnutka		Pretvorba u tijeku		Pretvorba završena		Mješovito		Javno		Ukupno

		BROJ PODUZEĆA		42		1		27				18		12		100

		1. Poduzeća koja koriste informacijsku i komunikacijsku tehnologiju		42		1		27				18		12		100		100%		100%		100%		100%		100%		100%

		a) od toga samo telefon i telefax		13		1		6				6		3		29		31%		100%		22%		33%		25%		29%

		b) i internet i e-mail		29		0		21				12		9		71		69%		0%		78%		67%		75%		71%

		2. Specijalizirana poduzeća (ukupno)		17		1		5				7		2		32		40%		100%		19%		39%		17%		32%

		Od toga: a) specijalizirani za jednu aktivnost unutar djelatnosti		9		1		3				2		1		16		21%		100%		11%		11%		8%		16%

		b) specijalizirani za neke vrste aktivnosti unutar djelatnosti		8		0		2				5		1		16		19%		0%		7%		28%		8%		16%

		c) širi spektar aktivnosti unutar djelatnosti		9		0		15				5		5		34		21%		0%		56%		28%		42%		34%

		d) široki spektar aktivnosti raznovrsnih djelatnosti		16		0		7				6		5		34		38%		0%		26%		33%		42%		34%

		3- Broj poduzeća koja bi koristila outsourcing		35		1		22				10		9		77		83%		100%		81%		56%		75%		77%

		Aktivnosti koje bi outsourcirali:  a) računovodstvo		15		0		4				2		4		25

		b) informatika		8		1		9				2		2		22

		c) marketing		19		1		12				9		1		42

		d) istraživanje i razvoj		8		1		5				5		1		20

		e) dio proizvodnih funkcija		2		0		3				1		3		9

		f) ukupnu proizvodnju		0		0		1				0		0		1

		g) ostalo		3*		0		8***		11		2****		3*****		16

		4. Problemi outsourciranih aktivnosti:  a) veći troškovi		9		0		6				7		5		27

		b) niža kvaliteta		4		0		4				1		3		12

		c) nedostatak povjerenja		8		0		3				2		2		15

		d) nemogućnost utjecaja na rokove		7		0		9				3		1		20

		e) sukobi oko cijena usluge/rada		8		1		6				4		2		21

		f) nedostatak odgovarajućih partnera		6		0		5				3		3		17

		g) ostalo				0				12		1		0		13

		5. Prednosti outsourcinga:  a) niži troškovi		14		1		10				6		6		37

		b) veća kvaliteta		17		1		15				4		3		40

		c) brži razvoj novih proizvoda i usluga		2		0		4				2		0		8

		d) skraćenje vremena obavljanja aktivnosti		16		0		6				5		3		30

		e) pristup novim tržištima		5		0		3				2		2		12

		f) manja investicijska ulaganja		3		0		3				2		1		9

		g) ostalo		1		0		1		2		2		0		4

		6. Poduzeća koja su u posljednje tri godine eksternalizirali neku aktivnost		16		1		13				5		6		41		38%		100%		48%		28%		50%		41%

		7. U slučaju neuspješnog outsourcinga biste li pokušali ponovno		25		1		17				10		8		61		60%		100%		63%		56%		67%		61%

		8. Poduzeća koja smatraju da bi se povezivanjem u virtualnu organizaciju    prethodno specijaliziranih organizacija postigao bolji rezultat		31		1		20				11		8		71		74%		100%		74%		61%		67%		71%

		9. Poduzeća koja to smatraju boljim od proširenja formalnih granica poduzeća		29		1		21				10		5		66		69%		100%		78%		56%		42%		66%

		10. Poduzeća koja već koriste neki vid poslovnog povezivanja		19		1		18		38		7		5		50		45%		100%		67%		39%		42%		50%

		11. Ona koja koriste, na taj način ostvaruju:

		a) do 10%		4		0		5		9		1		0

		b) 11-25%		3		0		2		5		1		1

		c) 26-50%		1		1		1		3		1		1

		d) 51% i više prihoda		3		0		4		7		1		1

		e) ne zna

		b) do 10%		3		0		2		5		1		0

		b) 11-25%		2		0		1		3		0		0

		c) 26-50%		2		0		0		2		1		0

		d) 51% i više dobiti		2		0		1		3		1		1

		e) ne zna

		12. Ona koja koriste, ekonomske odnose s vanjskim partnerima uspostavljaju:

		a) na bazi fiksno ugovorenih cijena		11		0		16				7		5		39		58%		0%		89%		100%		100%		78%

		b) na temelju zajedničkog prihoda		2		1		0				0		0		3		11%		100%		0%		0%		0%		6%

		c) na temelju zajedničkog profita ili zajedničke dobiti		4		0		1				0		0		5		21%		0%		6%		0%		0%		10%

		13. Od onih koji koriste, s takvim oblikom suradnje zadovoljno je		15		1		13				5		2		36		79%		100%		72%		71%		40%		72%

		14. Poduzeća koja angažiraju vanjske specijaliste na rješavanju problema razvoja i poslovanja:              a) stalno, permanentno		1		0		3				0		2		6		2%		0%		11%		0%		17%		6%

		b) povremeno		16		1		17				10		7		51		38%		100%		63%		56%		58%		51%

		15. Poduzeća koja u svojem strateškom razvoju teže povezivanju s drugim poduzećima		11		1		11				5		2		30		26%		100%		41%		28%		17%		30%

		*istraživanje tržišta (4), pravni poslovi (2), transport (2), čišćenje (2), prodaja karata (1)

		**tehnička služba (1), pravni poslovi (1)

		***pravni poslovi (2), čišćenje i održavanje (1)

		* komunikacija (4), problem naplate (3), nedovoljna specijaliziranost (2),  otpuštanje zaposlenih, nepoznavanje materije, nelojalna konkurencija

		**podjela posla

		***

		* stručnost, efikasnost

		**jednostavniji plasman, smanjenje broja zaposlenih

		***






