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Organizacija je interdisciplinarna strokovna revija ki objavlja
prispevke s podrocja organizacije, informatike in kadrovskega
managementa. Primeri tematskih sklopov, ki jih pokriva revija, so:

W feoreticne osnove organizacijskega razvoja ter spreminjanja
organizacijskih struktur in procesov

B novi organizacijski pristopi ter njihova uporaba

W organizacijski ukrepi za doseganje vecje produktivnosti,
ekonomicnosti in rentabilnosti poslovanja in proizvodnje

B management kakovosti

B kadrovanje in izobraZevanje kadrov pri prestrukturiranju
podjetij

m stimulativnost nagrajevanja v spremenjenih lastninskih
razmerah

W prestrukturiranje organizacijskih in informacijskih sistemov

B nacrtovanje, razvoj in uporaba informacijske tehnologije in
informacijskih sistemov

®  medorganizacijski sistemi, elektronsko poslovanje

m odloéanje, podpora odlocanju, direktorski informacijski sistemi

Vsebina ni omejena na navedene tematske sklope. Se posebej Zelimo
objavljati prispevke, ki obravnavajo nove in aktualne teme in dosezke
razvoja na predmetnem podrocju revije, ter njihovo uvajanje in
uporabo v organizacijski praksi.
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Tomaz Kolar

Advancing Market Orientation of
Service Companies

In this paper two important challenges
regarding the market orientation of the ser-
vice companies are addressed through liter-
ature review. Firstly, an overview of concep-
tual development regarding this construct is
made. The challenge that results from this
overview is based on finding, that initial
conceptualizations largely neglect manage-
rial and organizational issues related with
implementation and enhancement of mar-
ket orientation. Secondly, implications for
conceptualizing and assessing the market
orientation construct in a services com-
panies are presented. As service context
normally requires an adjusted managerial
approach to marketing, key organizational
areas requiring adjustments are pointed
out and implications for market orientation
conceptualization and measurement are
discussed. On this basis, an alternative con-
ceptual model separating strategic direc-
tion from the key organizational leverages
of market orientation is proposed, which
better suits the addressed challenges.

Key words: Market orientation,
Marketing concept, Services marketing,
Strategic management

Irena Gorenak

Correlation between Communication
Styles of Detectives and their
Cooperation with Representatives of
other Organizations

In this paper two important challenges
regarding the market orientation of the ser-
vice companies are addressed through liter-
ature review. Firstly, an overview of concep-
tual development regarding this construct is
made. The challenge that results from this
overview is based on finding, that initial
conceptualizations largely neglect manage-
rial and organizational issues related with
implementation and enhancement of mar-
ket orientation. Secondly, implications for
conceptualizing and assessing the market
orientation construct in a services com-
panies are presented. As service context
normally requires an adjusted managerial
approach to marketing, key organizational
areas requiring adjustments are pointed
out and implications for market orientation
conceptualization and measurement are
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discussed. On this basis, an alternative con-
ceptual model separating strategic direc-
tion from the key organizational leverages
of market orientation is proposed, which
better suits the addressed challenges.

Key words: Market orientation,
Marketing concept, Services marketing,
Strategic management

Kornelije Rabuzin, Mirko Malekovi¢,

Miroslav Baca

A Multimodal Biometric System
Based upon the Active Database
Paradigm

Today, on many occasions and in many
different places, one must be authorised in
order to use certain services or applications
or to access protected data. A user (person)
can be authorised in three different ways or
combinations of ways: it is either informa-
tion that the user knows, something that the
user possesses or a measurement of some
physical or psychological characteristics
unique to that user, i.e. biometric character-
istics. In this paper we emphasize this third
possibility. When talking about biometrics
we can distinguish two basic types of sys-
tems: unimodal and multimodal. The main
difference is that the unimodal biometric
system is based solely on a single biometric
feature, whilemultimodalbiometricsystems
combine several features. We intend to show
how active databases could be used in order
to implement a multimodal (unimodal) bio-
metric system and reduce the time needed
for authorisation (identification or verifica-
tion). Specifically, the concept of reactivity
upon which active databases rely could be
the core of a multimodal biometric system,
as will be shown in the paper. We will espe-
cially consider the use of complex events
used in active databases for authorisation
purposes.

Key words: ADBMS, active database,
complex events, biometrics, biometric system

Aleksandar KeSeljevi¢

Understanding of Knowledge as
a Cogpnitive Process within the
Framework of Economic Theory of
Organization

The paper looks into the (deficiency
in) understanding of knowledge as a cogni-

tive process within the economic theory of
organization. The author’s analysis is based
on rationality. By employing the concept of
rationality as the least common denominator
in the economic organization theory, a new
understanding of economic organization
theory’s evolution is presented, as well as a
new way of surpassing the numerous divi-
sions in the scientific community.

Key words: cognitive process, rational-
ity, economic theory of organization.

How to Teach English for Specific

Purposes to Improve Human
Resources Efficiency

The paper deals with the language for
specific purpose which has undoubtedly
become a key factor in efficiency of compa-
ny’s human resources. First, characteristics
of the language for specific purpose are
dealt with. The author addresses the proc-
ess of teaching language for specific purpose
and points out the importance of vocabulary
and development of language skills. Finally,
the paper focuses on programmes, the
process of collecting and writing material
and concludes with the evaluation of such
programmes.

Key words: language for specific
purposes, teaching language for specific
purposes, language for specific purpose
programmes.

Bojan Beskovnik

Changes in Organization of Goods
Supply in Supply Logistics

This theoretically conceived paper dis-
cusses about significant changes in supply
logistics. The arguments are based primary
on the presentation of new trends in organi-
zation of goods supply, because changes in
international economy and transport mar-
ket have pushed factories to change their
market strategy.

The results of the paper point out the
basic changes in supply logistics, where
supply management must take advan-
tages of »just in time« and »door to door«
concepts, by reducing cost and necessary
delivery time. With appearance of global-
ization the maritime transport and con-
tainerization strengthen their role, due to

the competitive advantages against other
types and technologies of transport. Their
advantages are shown in reliability, security
and lower transport costs (up to 80%). The
price of transport is the key element in sup-
ply logistics, but companies should take into
consideration also speed and regularity of
the service.

Supply management must consider
that the concepts of transportation-logistics
services are changing, and transportation
processes and traffic technologies of indi-
vidual traffic branches are constantly mod-
ernizing. Therefore, new approaches have
to be adopted, where timely information
is a prerequisite instrument to coordinate
and organize the activities in production
process. For companies that are forming a
supply chain the setting up of the effective
information system is becoming more and
more important, in order to obtain impor-
tant information on time.

Key words: supply logistics, supply

chain, new transport technologies, informa-
tion support
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Druzbeni in tehnoloski razvoj,
nove ekonomske in politicne
razmere, postopna ukinitey

meja za pretok ljudi, kapitala pa
tudi idej, in Se marsikaj, kar se

je spremenilo v zadnjih letih, je
zahtevalo spremembe tako rekoc¢
vsepovsod, v gospodarstvu, upravi,
politiki, izobrazevanju, znanosti,
zaloznistvu in drugod.

Tem spremembam hocemo slediti
in se z njimi soociti tudi pri reviji
Organizacija. Da bi izboljsali
kakovost revije in jo odprli SirSemu
krogu bralcev in avtorjev, smo se
odlocili za nekatere spremembe
pri urejanju in uredniski politiki
revije. Na te spremembe se v
urednistvu pripravljamo Ze dalj
casa; za Vas, spostovani avtorji
in bralci, pa bodo novosti opazne
predvsem s prvo Stevilko novega
letnika revije v letu 2007.
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Da bi lahko uveljavili revijo v
Sirsem, mednarodnem krogu in
pridobili avtorje in recenzente tudi
iz tujine, bomo v bodoce izvirne
znanstvene in pregledne clanke
praviloma objavljali v angle$cini,
strokovne clanke (predloge za
prakso) pa v slovenscini ali
anglescini.

Zavedamo se, da bo uporaba
angleskega jezika, vsaj na zacetku
koga presenetila, vendar smo
prepricani, da bomo v bliznji
prihodnosti pridobili ugledne
avtorje, tako slovenske kot tuje,
ki bodo s svojimi prispevki vsem
nam S$irili obzorja, omogocili
mednarodno primerjavo in
izmenjavo mnenj in znanja.
Predvsem pa si Zelimo, da bi
nase znanje, ki izvira iz raziskav
slovenskih raziskovalcev, naslo
primerno in po nasem mnenju
nujno potrebno revijo, ki bo
odmevna tudi v tujini.

V urednistvu si bomo prizadevali
za $e visjo znanstveno in strokovno
raven clankov ter dosledno
uveljavili standarde kakovostnih,
mednarodno priznanih in
uveljavljenih znanstvenih in
strokovnih revij.

V prihodnje Vam bodo vsi

objavljeni ¢clanki dostopni na
svetovnem spletu preko domace
strani revije(http://organizacija.
fov.uni-mb.si). Zaenkrat bodo
clanki, objavljeni v zadnjem letu,
dostopni le narocnikom revije,
ostali ¢lanki, starejsi od enega leta
pa bodo prosto dostopni vsem.
Istocasno uvajamo racunalnisko
podprt sistem poslovanja revije, ki
bo tudi okrepil komunikacijo med,
avtorji, recenzenti in uredniki.

Seveda pa revija brez prispevkov
ne more zaZiveti in uspeti. Zato
Vas prosimo in spodbujamo, da
Se naprej ostanete zvesti reviji
Organizacija, kot bralci in kot
avtorji. Kajti le s pomocjo Vas se
lahko Zelje in vizija urednistva
revije uresnici.

Zelimo si, da bi bili tudi Vi z
napovedanimi spremembami
revije Organizacija zadovoljni

in Vas spodbujamo, da nam

Vase vtise, morebitne Zelje in
predloge sporocite, da bomo skupaj
ustvarjali revijo Organizacija.

Urednistvo
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Advancing Market Orientation of Service
Companies

Tomaz Kolar

Faculty of Economics, University of Ljubljana, Kardeljeva plos¢ad 17, 1101 Ljubljana, Slovenia, tomaz.kolar@ef.uni-lj.si

In this paper two important challenges regarding the market orientation of the service companies are addressed through literature
review. Firstly, an overview of conceptual development regarding this construct is made. The challenge that results from this overview
is based on finding, that initial conceptualizations largely neglect managerial and organizational issues related with implementation
and enhancement of market orientation. Secondly, implications for conceptualizing and assessing the market orientation construct
in a services companies are presented. As service context normally requires an adjusted managerial approach to marketing, key
organizational areas requiring adjustments are pointed out and implications for market orientation conceptualization and measurement
are discussed. On this basis, an alternative conceptual model separating strategic direction from the key organizational leverages of
market orientation is proposed, which better suits the addressed challenges.

Key words: Market orientation, Marketing concept, Services marketing, Strategic management

Pricujo¢ ¢lanek na osnovi pregleda relevantne literature obravnava dva izziva, s katerima se sooca razvoj koncepta trzne naravnanosti.
Prvega predstavlja ugotovitev, da so prvotne opredelitve in Studije tega koncepta v veliki meri prezrle razlicne managerske in
organizacijske dejavnike, ki vplivajo na implementacijo in izboljSevanje trzne naravnanosti.

Drug izziv predstavlja razumevanje in vrednotenje tega konstrukta v storitvenem kontekstu. Zaradi specificne narave storitev so
predstavljena klju¢na podrocja trzenja storitev, ki narekujejo prilagoditve njihovega trzenja, ta podrocja pa so obenem tudi osnova
za prilagoditev koncepta trzne naravnanosti in njegovega merjenja. Na osnovi ugotovljenih implikacij, predlagamo alternativni model

trzne naravnanosti, ki je glede na obravnavana izziva ustreznejsi od predhodnih.

Kljuéne besede: trzna naravnanost, koncept trZzenja, trzenje storitev, strateSki management

1 Introduction

Since the beginning of the 90’ the concept of market
orientation has attracted immense attention from
strategic marketing scholars and practitioners. This is not
surprising because it is closely related to fundamentals of
marketing theory, with implementation of marketing as
an organizational-wide philosophy and with the notion
that it positively impacts business performance (see recent
meta-analyses of Ellis, 2006 and Cano et al., 2004). Kohli
and Jaworski (1990) and Narver and Slater (1990) are often
cited as founders of conceptualization and measurement
instruments for assessing market orientation construct.
In recent years however, improvements or alternative
approaches have been suggested by different authors (Deng
and Dart, 1994; Lado et al., 1998). Mason and Harris
(2005) in addition found that managers often misinterpret
their companies’ market orientation levels and offered
some suggestions for this problem. Yet, relatively few
efforts were made to define common points or integrate
suggested improvements. In fact, current stream of
literature largely persists in exploring the “early issues”,
namely various antecedents and consequences of market

orientation construct — which is measured according to
its original (early) conception. This especially holds for
studies that investigate impact of market orientation on
business performance (Kirca et al., 2005; Luo et al., 2005;
Atuahene-Gima, 2005) and innovativeness (Zheng et al.,
2005; Menguc and Auh, 2006). On the other hand, some
important suggestions of original authors were largely
neglected. Narver and Slater (1990) and Kohli et al. (1993)
specifically proposed application of the questionnaire in
different contexts; among them, in service contexts. Despite
intense application of market orientation measurement
across different sectors and markets (Jaworski and Kohli,
1993; Deng and Dart, 1994; Cano et al,, 2004; Greenley,
1995; Hooley et al., 2000), no known attempts were made
to test and adopt market orientation measurement for the
services context. As the services sector generally requires
a different market(ing) approach, we believe that this
challenge should be addressed on conceptual level more
thoroughly.

409
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2 Development and implementation of
market orientation

Kohli and Jaworski (1990) define market orientation as
the organization-wide generation of market intelligence
pertaining to current and future needs of customers,
dissemination of intelligence within an organization and
responsiveness to it. These authors therefore define this
concept through three basic components (processes) that
are dealing with marketing information: their generation,
dissemination and responsiveness. A slightly different
definition was proposed by Narver and Slater (1990). They
define market orientation as the organizational culture
that most effectively and efficiently creates the necessary
behaviours for the creation of superior value for buyers and
thus superior performance for business. These authors put
more emphasis on content (focuses) of the construct, where
basic components are: customer orientation, competitor
orientation and inter-functional coordination. To the three
basic components they also added two decision criteria:
long-term focus and profitability. Both decision criteria
were not included in the questionnaire because of their low
levels of reliability.

Deshpande et al. (1993) challenged both conceptions.
They see market orientation as being synonymous
with customer orientation, being distinguishable from
competitor orientation. Putting customer interests first is
the central part of their definition of customer orientation
and they argue that competitor orientation can be almost
antithetical to customer orientation when the focus is more
on the strengths of the competitor than on the unmet needs
of the customer. This view is consistent with several other
authors from the marketing and strategic management field.
They emphasize a need for a strategic focus which should
be on the customer (Ruekert, 1992; Christopher et al., 1991;
Karloef, 1993; Day, 1994; Doyle and Wong, 1996).

Critical discussion stimulated different improvement
efforts in conceptualizing and measuring market
orientation. Deng and Dart (1994) developed a four-factor
instrument, consisting of the three factors of Narver and
Slater (1990), to which they add (actually, put back) profit
orientation as a fourth substantive dimension. Gray et al.
(1998) proposed a five-factor instrument which combines
the Kohli and Jaworski (1990) and Narver and Slater (1990)
dimensions. The dimensions of their instrument are inter-
functional co-ordination, profit emphasis, competitor
orientation, customer orientation and responsiveness.
Gray et al. (1998) added distributor orientation and
environmental orientation to the concept, and proposed a
nine-component model which encompass two stages of the
market orientation process: analysis and strategic actions
(each consisting of four components), plus an additional
component, intra-functional coordination. More recently,
Lafferty and Hult (2001) made an overview of marketing
orientation perspectives and they found five different
approaches to the conception of market orientation:

1.  Organizational decision making perspective

2. Market intelligence perspective

3. Culturally based behavioural perspective

4. The strategic focus perspective
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5.  The customer orientation perspective

Each perspective proved to be an interesting venue for
study and further development of the market orientation
concept. Contrary to the information and decision
making perspectives, a culturally based perspective puts
more emphasis on informal, deeply rooted elements
of organizational culture: values, norms, artefacts and
behaviours (Deshpande et al., 1993; Homburg and Pflesser,
2000); Lafferty and Hult (2001) also proposed a synthesis of
those perspectives which resulted in four meta-dimensions:
customer orientation, importance of information, inter-
functional coordination, and taking action.

While the dimensions discussed in the previous
sections are interesting, they add little new to the Kohli and
Jaworski (1990) and Narver and Slater (1990) dimensions.
They however are not particularly helpful at understanding
which (discrete) organizational entities should be addressed
in order that market orientation is implemented and
improved. Deshpande et al., (1993) points out that the field
of marketing implementation issues received little attention.
Essentially, all structural elements in an organization that
are important in enabling, facilitating or blocking market
orientation should be considered here. Harris (2002), on
the basis of extensive literature review discusses different
management approaches to the development of market
orientation. One important stream of literature in this field
addressed barriers (factors) to market orientation. Harris
(2002) identified two types of barriers: managerial and
organizational. Kohli (1993) determined that managers’
attitudes toward risk aversion and conflicts are such
obstacles. Harris and Piercy (1999) additionally found
that formalized and uncommunicative management also
restrict development of market orientation. Day (1994)
in addition suggests that a top-down direction meaning
a visible commitment by senior management to put the
customer first, exercised through a strategy development
process, is necessary for enhancing market orientation.
Dunn et al. (1994) also confirms that organizational goals
and values impact marketing effectiveness and suggests that
a supportive environment is needed for marketing-oriented
strategies. When successful implementation of market
orientation is in question another very practical issue is
the amount of power available to accomplish this aim. This
is one of the important questions of marketing concept
implementation and the importance of sufficient political
power is often emphasized (Harris, 2000; Piercy, 1998).

Organizational characteristics represent the second
layer of barriers to and factors in the development of
market orientation. Kohli and Jaworski (1993) found that
structural connectedness and centralization both act as
obstacles for market orientation. Harris (2000) found that
integration devices (internal communication systems,
organizational integration and coordination systems) are
important for market orientation. Homburg et al. (2000)
also stress the importance of organizational structure for
customer orientation. Workman et al. (1998) discussed
another organizational element impacting marketing
performance: location of the marketing department, cross-
functional dispersion of marketing activities and power of
the marketing subunit. Such managerial and organizational
factors could improve our understanding of how market
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orientation can be achieved as they represent more discrete
organizational entities on which management could focus.

3 Market orientation and marketing in
service companies

Here we discuss key characteristics and implications
of contemporary services marketing management that
are interesting for development of market orientation.
Laing et al. (2002) suggests that two elements may be
regarded as critical foundations of services marketing and
its development. These are management of the service
delivery process and the nature of the interaction between
consumers and suppliers. In this interaction the concept
of the service encounter is the focal point of marketing
activity, representing a dyadic interaction between the
customer and the provider firm. Customer experiences
in these encounters are critical, because they represent
the point at which a customer evaluates services quality
and gets an impression of the organization (Zeithaml and
Bitner, 1996). Service encounters are therefore the point at
which customers actually experience marketing orientation.
One of such experiences for instance is the degree to which
service is customized to individual customer preferences.
The nature of services requires customer involvement in
the production and delivery process, is difficult to mass
produce and difficult to standardize yet is especially suitable
for customization strategies (Zeithaml et al., 1985).

Another issue connected with service encounter
evaluation is performance - expectation gaps, which are
essential part at defining services quality (Zeithaml and
Bitner, 1996). Guo (2002) suggests that market orientation
in service context impact business performance through
these service gaps. This implies a very important notion for
market orientation, as it could actually be operationalised
and measured as the gap (match) between customer
expectations and provided marketing outputs. These gaps
could be minimized by managing customer information,
setting and delivering adequate service standards, matching
given promises, but also through management of customer
expectations themselves (Zeithaml and Bitner, 1996).
In any case organizational factors of service quality and
market orientation seems tightly related and should be
simultaneously considered.

As service operations are often very complex, a process
approach is often suggested for managing this complexity.
A process view represents a useful approach to quality
improvement though defining, mapping (flowcharting) and
improving service core processes or sub-processes (Bateson,
1995). A more explicit emphasis on value adding processes
for customers, instead of emphasis on merely coordinating
departments could therefore also be advisable for market
orientation development. An additional important issue
that is tightly connected with quality, but also with general
services marketing management is the importance of social
elements and employees, often addressed under the internal
marketing concept. Literally all authors from the service-
marketing field emphasize the critical role of employees
for desirable marketing results. Employees are seen as a

key productivity and quality force (Zeithaml and Bitner,
1996), valuable to the organisation, internal customers and
“emotional labour” (Lovelock and Wright, 1999) or a part
of the product (Bateson, 1995).

From a services marketing perspective, two important
sources of development propositions could be extracted
for a market orientation concept. The first source is
an encounter/interaction emphasis which focuses on
direct contacts with customers. This dimension is largely
neglected in the market orientation concept and should be
systematically incorporated through different elements of
customer interface design (social, emotional, environmental,
technological), or a holistic and long term view of relations
with customers. The second source represents the in/
tangibility dimension of service marketing. On one side,
intangible (soft) quality elements should be more explicitly
included in a market orientation construct (i.e. employee
attitudes), while on the other side, hard approaches and
systems that will ensure a high and constant level of
services quality (flowcharting processes, setting service
level standards, automation) and quality of information
(customer databases) are also crucial for implementation of
the market orientation concept.

4 An alternative model proposal

The “implementational” view to the market orientation
and services marketing approach suggests some important
implications for development of this construct in a services
context. In order to incorporate them key conceptual issues
will be considered firstly and secondly, a six-component
model for assessing market orientation will be proposed.
For this purpose a (strategic) focus of market orientation
should be more clearly defined in the first place. Market
orientation is often understood as the “all-encompassing”
strategic orientation that raises the probability of market
performance. According to different authors (Narver and
Slater, 1990; Deng and Dart, 1994; Lado et al., 1998) it
should encompass customer, competitor, intra-functional,
profit, distributor and environmental orientation. However,
Nobel et al. (2002) argue that market orientation is not the
only viable strategic orientation and therefore that different
alternatives are possible and potentially successful. Precise
definition of market orientation therefore requires a clear
distinction from other strategic orientations. It should
provide answers to the questions “Towards what precisely
doesbeing market oriented mean?” and “Which orientations
are directed toward the market and which are not?” In light
of this questions we argue that traditional definitions imply
too broad focus, thus a more precise strategic focus would
be more adequate as has been well established (Deshpande
et al.,, 1993: Ruekert, 1992: Day, 1994: 38; Doyle and Wong,
1996).

For operationalization of the construct, clear notions
of how, where and what exactly we should measure are
also needed. According to traditional definitions, different
managerial activities, cultural/behavioural characteristics
or organizational abilities should be measured. As these are
quite different organizational entities, decisions regarding

411



Organizacija, letnik 39

Razprave

Stevilka 7, september 2006

which one to assess must be done and it is not an easy
decision. Additionally, terms such as “organization-wide
responsiveness” and organizational culture are very general
constructs and their content should be more precisely
defined in the form of specific/discrete manifestations of
market orientation. Defining one general concept (market
orientation) as another one (organizational culture - as
proposed by Narver and Slater (1990) specifically is not
sensible.

In light of the above considerations we argue that
development of the market orientation concept requires
firstly that a broader set of organizational entities is
encompassed in the construct domain, secondly, that a clear
direction (strategic focus) of market orientation is defined
and thirdly, that selected organizational entities are more
precisely operationalized in order to provide measurement
of specific/discrete manifestations of market orientation. As
we are looking for organizational entities that are crucial
for implementation, instead of the term entities, we propose
the term leverages of market orientation. The prevailing
conceptions of Kohli and Jaworski (1990) and Narver
and Slater (1990) are therefore too vaguely (imprecisely)
defined, inconsistently operationalized and measured
through statements that are too general. As a basis for a
conceptual model that will overcome these weaknesses
we propose the following definition of market orientation:
Market orientation is the extent to which customer focus is
implemented in key organizational leverages. We understand
customer focus as a focus on customer needs; providing
and continuously improving perceived value, quality and
satisfaction within a long-term time horizon with a view to
achieving superior market performance.

The proposed model consists of six dimensions
representing key organizational leverages - through
which customer focus is implemented. Market (customer)
orientation is therefore not a separate dimension, but
is reflected in all organizational leverages. The first
proposed dimension of the model is strategic deployment.
Discrete strategic leverage is important if organization-
wide orientation is in question because it concerns top
management factors (barriers), the strategy building
process and necessary resources. These are vital strategic
factors for implementation of market orientation (Day,
1994; Harris, 2000; Piercy, 1998). Otherwise the marketing
function lacks the influence to drive strategic orientation
toward the market and as a consequence business strategy
is not aligned with corporate strategy and backed with
sufficient resources. Consequently, we propose strategic
deployment as a first leverage. Through this leverage,
market orientation should be manifested as a visible senior
management commitment, as the presence of it in the
company’s mission, as alignment with business strategy and
as provision of adequate resources.

The second dimension of the model is internal
integration leverage. The need for focus on internal
environment is often emphasized, most frequently under
the term intra-functional coordination (Gray et al., 1998:
Deng and Dart, 1994; Narver and Slater, 1990) Under
this dimension Narver and Slater (1990) understood
coordinated utilization of company (capital and human)
resources and full departmental alignment. In accordance
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with services and internal marketing implications we
suggest that the focus of this dimension is on employees
(rather than departments), intangible resources (rather
than tangible) and on balancing internal orientation with
external (rather than an exclusive internal or external focus).
Internal integration leverage is implemented through
activities leading to efficient and satisfied employees such as
teaching, training, internal communications, empowering,
motivating, rewarding, but also through internal quality
management and efficient inter-departmental cooperation
(Zeithaml nad Bitner, 1996; Lovelock and Wright, 1999;
Groenroos, 2000).

The third proposed dimension of the model is market
knowledge management. There appears to be a consensus
that assurance of market information is a core of market
orientation (Kohli and Jaworski, 1990; Narver and Slater,
1990; Dart and Deng, 1994; Gray et al., 1998). However,
as it seems that too much emphasis is just on information
handling (analysis, generating, disseminating), we suggest
a broader focus and hence propose market knowledge
management as a second leverage of market orientation. Its
emphasis should be on holistic management of knowledge
which will include additional activities like interpretation
and use of marketing knowledge (Deshpande, 2001). This
dimension should also be more focused on learning as a form
of information generating (Narver et al., 1998). It covers all
important information for marketing decisions, including
information about internal marketing elements, but also
feedback about balanced metrics of market performance.

As the fourth dimension of the model, an organizational
infrastructureis proposed. Different organizational elements
andsystemssuchasorganizational structure (Homburgetal.,
2000; Workman et al., 1998), organizational connectedness
and centralization (Kohli and Jaworski, 1993), information
technology and communication systems (Harris, 2000;
Gorenroos, 1996) are often emphasized as important factors
of market orientation. Despite this, organizational structures
and systems are absent in any conceptualization of market
orientation. As their specific design and characteristics
are important for implementing any strategic orientation
and they represent a relatively independent organizational
entity, we propose organizational infrastructure as a fourth
key leverage of market orientation.

The fifth distinctive dimension of the model is customer
interface design. In implementation of market orientation
the importance of direct contacts with customers should
not be underestimated. In service encounters customers
get impressions of the whole organization (Zeithaml
and Binter, 1996), thus they are a visible component or
marketing orientation. The importance of the interaction
with the customers also lies in the fact that a customer’s
value is largely produced during their interaction with
employees, other customers and organizational systems
(Gumesson, 1999). Therefore, frontline communication
and interaction points with customers should be managed
as a coherent whole (Groenroos, 2000). Market orientation
for this leverage could be operationalized as the extent of
customization, fulfilment of expectations, management
of emotional, social, technological and environmental
elements of interaction, but also through long term,
relationship impacting activities.
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Figure 1: Alternative model of market orientation for services
context
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Finally, organizational culture is proposed as the sixth
dimension of the model. Organizational culture is an
important factor of implementation of market orientation
since it encompasses tangible elements such as behaviours
and artefacts, and intangible elements, such as values,
beliefs and norms. Cultural elements are present at the
strategic, but also at the tactical (encounter) level of any
organization. Deshpande et al. (1993), defines customer
orientation (according to him this is synonymous with
market orientation) as a set of beliefs which puts customer
interests first. Many authors addressed organizational
culture as a separate construct, or as an alternative approach
to market orientation conception (Homburg and Pflesser,
2000; Deshpande et al, 1993; Webster, 1993). But, as
organizational culture predominantly addresses contextual
and informal organizational elements (Lafferty and Hult,
2001) it is a sensible counterpart to more formal leverages
(strategic planning, organizational structure) of market
orientation. To be efficient at this aim, organizational
culture should retain all its important components: values,
beliefs, norms, behaviours (“our way of doing things”) and
artefacts.

5 Discussion

In the present paper an attempt to further development of
market orientation was made from two perspectives. The
first was an overview of contemporary developments and
factors of implementation of this concept and second was
a discussion about the implications of developments in the
service marketing field for conceptualizing this construct.
On this basis an improved conceptual model was proposed.
In these efforts a critical approach was used to traditional
conceptualization of market orientation as in Siguaw and
Diamantopoulos (1995). Instead of staying inside existing
definitions and dimensions, these were put under scrutiny,
questioned, re-assessed and combined with new elements

and dimensions. The purpose of the proposed definition
and model was to clarify the confusion around different
meanings of the term market orientation and to add
consistency to its operationalization. With this purpose a
clear distinction between a focus (direction) of orientation
and leverages (organizational entities) which enable and
reflect this orientation, was made. At this point some
interesting issues regarding the conceptual background and
practical (managerial and methodological) implications
of the model emerged. As the need for setting a precise
strategic focus was established, co-existence of different
orientations became apparent. This raises questions about
their relative superiority regarding their impact on business
performance (Nobel et al., 2002), but also about relations
between different strategic orientations (Morgan and
Strong, 1998).

Another important issue in defining a construct domain
is the definition of its antecedents and consequences.
This issue is comprehensively covered in the literature,
yet there are still some ambiguities and inconsistencies.
Kohli and Jaworski (1990) proposed all three components
(intelligence generation, dissemination and responsiveness)
as organizational dimensions of the construct. Narver and
Slater (1990) on the other hand proposed inter-functional
coordination as the only organizational dimension (the
other two dimensions being two different orientations
- not organizational entities). We argue that intelligence
management and inter-functional coordination are
however just two of the key organizational leverages. To be
consistent, several other leverages should be included in
the construct, as proposed in our model. In another article
Kohli and Jaworski (1993) discuss top management factors,
interdepartmental dynamics and organizational systems as
antecedents of the construct. Again inconsistency appears,
as inter-functional coordination is defined as a component
ofa construct (Narver and Slater, 1990) and at the same time
a similar concept of inter-departmental dynamics is defined
as an antecedent of it (Kohli and Jaworski, 1993). An even
larger inconsistency is evident if we confront the Kohli and
Jaworski (1990) dimensions of the construct (intelligence
generation and dissemination) and Slater and Narver
(1993) notion that market orientation is a component of a
learning organization. In this case a tautological conclusion
results where intelligence generation and dissemination
are components of the market orientation construct,
while market orientation is a component of a learning
organization.

On the other hand, market orientation consequences
are also often in dispute. Deng and Dart (1994) for instance
treat profit orientation as an element of the construct, while
business performance is generally treated as its consequence
(Jaworski and Kohli, 1993; Deshpande et al., 1993; Homburg
and Pflesser, 2000; Guo, 2002). Narver and Slater (1990)
point out this inconsistency and suggest a compromise
position — that profitability is a business objective and
hence separated from the three behavioural components
of the construct. Similarly Deng and Dart (1994) separate
profits as an end point (accounting construct) from profit
as orientation (inherent practice in business operations).

Since antecedent/consequences dilemmas also result
from confusing market orientation(s) with organizational
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entities, this confirms the need for separating focus and
organizational leverages of market orientation. With an aim
to provide a more complete conceptualization and more
consistent operationalization of the construct we argue that
a broader set of market orientation dimensions is needed
and that its antecedents and consequences should be re-
assessed. Consequently some factors that are considered as
antecedents (i.e.interdepartmental issues and organizational
systems) should be treated as constituent parts of the
construct, while profitability and other marketing outputs
should be treated as consequences of the construct.

6 Implications for management and
research

Managerial relevance of market orientation assessment
is often emphasized (Gray et al.,, 1998). Therefore, the
present paper is predominantly concerned with distinctive
organizationalleverages of a market orientation concept. In
order to respond to business needs, a model is proposed that
is more complete in covering key organizational leverages
of implementation than traditional approaches. From a
management standpoint this provides a comprehensive,
yet specific enough starting point to assessment and
management of organization-wide market orientation.
This enables management more precise detection of
organizational areas in which firms distinguish themselves
or need improvements, hence the model could be useful as
a framework for action program design. As improvement
of market orientation is a very complex issue, discussion
about obstacles impeding such improvements, about
approachestoimplementation effortsand aboutantecedents
and consequences of market orientation could also be very
useful for management decisions.

Also, the proposed model of market orientation is
managerially interesting because it incorporates a services
marketing perspective. The importance of this perspective
is twofold. Firstly, it is helpful in re-defining strategic focus
and key organizational leverages. According to service
marketing implications, market orientation should put
more emphasis on intangible and human elements, but
also on service quality and long-term relationships with
customers. As encounter interaction is one of the key areas
of successful services marketing, we added it as a separate
dimension in the model, meaning that managers should
consider it in market orientation improvements. Secondly,
a services marketing approach provides a comprehensive
and profound view on the future of marketing (Vargo and
Lusch, 2004) and could therefore provide an adequate
approach for future developments of a market orientation
in any type of company.

If management wants to fully realize the potentials of
market orientation concept, this requires further research
endeavours too. An interesting issue to start with, is for
instance exploration of process of market orientation,
especially its key stages — analysis and strategic actions
(Gray et al, 1998). As services marketing strongly
emphasize importance of short-term interactions (often
called moments of truth) and long-term relationships
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with customers, this suggests that time perspective should
be an important element of market orientation research
in services context. Growing importance of customer
relationship perspective in addition suggests, that in the
future impact of market orientation on following elements
and outcomes should be more thoroughly analysed:
loyalty effects and customers profitability,
customers trust and commitment,

post-purchase activities and rewards,

risks during the buying and consumption
process,

reliability, availability and other quality elements
and

B emotional, social and structural bonds with

customers.

Another issue that require researchers attention is the
assessment methodology. The most common approach
used in the majority of market orientation studies is
self-assessment by managers, who often misinterpret
their companies’ market orientation levels (see Mason
and Harris, 2005). Since, when evaluating marketing
concepts, customer perception is decisive, we strongly
advise that future studies consider and option that
customers evaluate the market orientation construct. For
this purpose the notion of expectation-performance gaps
can be used. These gaps are namely a possible indicator
of how successful an organization is in market orientation
improvement efforts (Guo, 2002). Customers are however
not the only stakeholder of interest. As suggested by Gray
et al. (1998), company’s orientation toward distributors,
competitors and even environment is also part of its market
orientation. Unfortunately this can complicate research
of market orientation, since it becomes unclear what
entities represent “the market”, toward which a company
is oriented. For this purpose it would be interesting to
investigate which market entity or stakeholder (customer,
competitor, employees, etc.) represent the focus of the best
market-performing companies.
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Correlation between Communication
Styles of Detectives and their Cooperation
with Representatives of other Organizations

Irena Gorenak

Ministry of Internal Affairs, Stefanova 2, 1000 Ljubljana, Slovenia, irena.gorenak@gov.si

In this paper two important challenges regarding the market orientation of the service companies are addressed through literature
review. Firstly, an overview of conceptual development regarding this construct is made. The challenge that results from this overview
is based on finding, that initial conceptualizations largely neglect managerial and organizational issues related with implementation
and enhancement of market orientation. Secondly, implications for conceptualizing and assessing the market orientation construct
in a services companies are presented. As service context normally requires an adjusted managerial approach to marketing, key
organizational areas requiring adjustments are pointed out and implications for market orientation conceptualization and measurement
are discussed. On this basis, an alternative conceptual model separating strategic direction from the key organizational leverages of
market orientation is proposed, which better suits the addressed challenges.

Keywords: Market orientation, Marketing concept, Services marketing, Strategic management

V teoreticnem delu avtorica govori o komuniciranju in sodelovanju organizacij. Podrobneje predstavlja komunikacijske stile in
sodelovanje policijskih organizacij z okoljem. Teoreti¢ni del zakljuCuje s predstavitvijo dosedanjih raziskav s podrocja sodelovanja
med policijo in drugimi organizacijami. V empiricnem delu avtorica prouc¢uje sodelovanje in odnose med kriminalisti in predstavniki
zunanjih organizacij ter oceno uporabe komunikacijskih stilov kriminalistov, ki so jo podali predstavniki centrov za socialno delo,
tozilstev, preiskovalnih oddelkov sodiS¢, odvetnikov, inSpekcijskih sluzb, davéne uprave, oddelkov za notranje zadeve upravnih enot
in nevladnih organizacij. Empiri¢ni del prispevka temelji na raziskavi, ki je bila opravljena na vzorcu 337 predstavnikov organizacij s
katerimi kriminalisti sodelujejo.

Avtorica je z oceno komunikacijskih stilov kriminalistov pojasnila 49,7 % sodelovanja in odnosov med kriminalisti in predstavniki
organizacij. Konkretneje je pojasnila, da na sodelovanje in odnose med kriminalisti in predstavniki organizacij vpliva iskreni
stil komuniciranja (43 %), dodatno sledi vpliv pritrjevalnega stila komuniciranja (1,8 %), dodatno sledi vpliv indiferentnega stila
komuniciranja (2,2 %), nato dodatno sledi vpliv odklonilnega stila komuniciranja (2,6 %) in nato $Se dodatno vpliv racionalnega stila
komuniciranja (0,1 %).

Kljuéne besede: komunikacijski stili, sodelovanje in odnosi, policija, kriminalisti, predstavniki organizacij

Every individual has its own style of communicating,
that he or she uses in personal as well as professional life. If
two people use different styles of communicating there can
be some misunderstanding.

1 Introduction

In everyday life of an individual as well as organization
cooperation with others is very important. In all types

of cooperation certain relationships between everyone
involved emerge. Cooperation and relationships between
individuals and organizations in everyday life are of the
vital importance for their existence and success. Success
is an ultimate goal of individuals as well as organizations.
Cooperation and relationships are basing among other
things on communication. Mozina, Tavéar and Knezevi¢
(1995:85) have stated that: “Every communication has more
obvious content point of view, that focuses on content of
communicated information and less obvious relationship
point of view, which focuses on relationships between all
the parties in the communication”
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Communicating is important for understanding
among people. Communicating inside organization as well
as communication with others is important for success
of organization. Communication inside organization
is important for gaining support of employees towards
the goals of organization. Communicating with others
is important for organization since it helps recognize
certain factors that can have direct or indirect impact on
the work of organization and the success of organization.
Many organizations have found their selves dependent on
communicating with others since they need the support
and cooperation of community for their work. This is
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especially true for police and other organizations that
cooperate with police like social centers, prosecutor’s office,
courts investigatory departments, attorneys-at-law, various
inspections, tax authorities, departments of internal affairs at
administrative units and non-government organizations.

In this paper we talk about cooperation and
relationships between detectives and representatives
of other organizations. Especial attention is dedicated
to evaluation of communication styles of detectives at
communication with representatives of other organizations
and to the influence of these factors on cooperation and
relationship between detectives and these representatives of
other organizations.

2 Communication

Communication as a notion coming from a Latin word
“communicare” and stands for to consult, to discus, or to ask
for advice, as mentioned by Mozina, Tav¢ar, and Knezevi¢
(1998:22-23). There are many definitions of communication
to be found in various texts therefore we will look into some
a bit more in depth.

“Communication is an interaction - exchange of
information and not a one way flow of information” claim
Ule and Kline (1996:53). Schramm (1963; in Ule and Kline,
1996:54) claims, that communication can be defined in
various ways as: ‘conveying information, conveying ideas,
or as shaping of common thinking between sender and
receiver of information.” Mumel (1998:60) states that:
“communication can be generally described as a process
of exchanging information” Rosengern (2000) claims that
communication is a process of creating meaning of words.
It is very important who creates meaning and what does it
mean. Burleson (1995:576) describes communication as a
“central tool that people use to pursue and perform various
functions that have a significant influence on preserving
relationships between people. Relationships are reflecting
mutual, behavioral actions of everyone involve.” Ver¢i¢ and
Ruler (2002:743) say that: “Early communication theories
have seen communication as a one way process in which
sender dictates what to do to receiver” Some theories see
this as an attempt of sender to make a change in opinion/
standpoint of receiver. “Modern communication theories
see communication as a two way process that base on
cooperation” (Verc¢i¢ and Ruler, 2002:744). Foltz (1981:5)
describes communication as: “Exchange of information,
ideas, and feelings on vertical and horizontal level inside
organization” Laswell (1960) describes communication
as a process of transmitting of content in a message. Same
author brakes communication down into: communicators,
content, channel, medium, receiver, and effect. Tréek
(1998:109) talks about communication and describes it
as: »A complex process of flow of information, that does
not only carry a message in a dictionary meaning, but also
facts about relations between people involve” Schramm
(1963) determines that communication sciences deals
with studying of human behaviour, this is somewhat
understandable, since communication is an essential social
process. Without communication people and society could
not exist. It would be an extremely difficult task to set up

a theory or a framework for research on whichever field
that incorporates human behaviour without taking into
consideration communication.

2.1 Communication styles

Communication is always performed on non-verbal as well
as verbal level. People involve in communication always
use various communication styles adapted to situation,
goals, and other people in communication process and
environment in which communication process is taking
place. Various authors (Satir, 1972; Miller and others, 1988;
Wetzel, 1988; Shultz von Thun, 1989; Brajsa, 1993; Howden,
1994; Turk and Skalar, 2001; Broderick, 2004) have studied
styles of communication and gave them various names.
Commonality among all of the authors is the fact that
they have all linked names of styles of communication to
contextual and relational aspect of communication among
people involved in communication process. We will now
take a look at how did some authors name communication
styles.

Satir (1972) has devised five styles of communication and

has presented the following differences:

B Conciliatory style — this style is characterized by effort
in taking care of others, putting you down and not
regarding facts. When we use this style we try to please
everyone else, by agreeing with everything the other
side has to say, and agreeing in everything others offer.
Often used words with this style are: it would be very
good if, ...

B Accusation style - this style is characterized by only
taking care of you, not having any respecting others,
and disregarding the facts. When we use this style we
are looking for mistakes in other people’s performance,
and excluding everything we get. Often used words
with this style are: why haven't you, ...

B Rational style - this style is characterized by taking the
position that neither we or the other side are important,
the only thing that matters are the facts. Often used
words with this style are: if we analyze this truly, yes I
can see it now (avoiding emotions), ...

B Indifferent style - this style is characterized by the fact
that we are indifferent, we tend to talk a lot but have
very little of actual conversation, communication is
very superficial and targeted only to avoid getting to
actual dialog.

B Congruent style — this style is characterized by sincerity.
We are striving to understand others, express ourselves,
understand the facts, balance emotions and thoughts,
speech and behaviour, ... we tend to talk and act as we
thing and feel.

Miller and others (1988; in Brajsa 1993) talk about six
styles of communication named: conventional style, mildly
controlling style, actively sharply controlling style, passive
sharply controlling style, investigatory style, and open style.

Schulz von Thun (1989; in Brajsa, 1993) divided eight
different styles of communication named: plea for help,
offering of help, underestimating yourself , aggressiveness and
underestimation of opponent, self conformation, controlling
of opponent, self distancing, playing a comedian.
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Brajsa (1993) distinguishes six different styles of
communication: communication, which is dependent on
others - conciliatory communication, self underestimating
and noncreative; communication directed against others
- accusation style, strictly controlling, aggressive and
underestimating towards others; communication for
others — more profaned, mildly controlling and protective;
superficial communication - everyday communication,
conventional communication that is keeping its distance
to others; strictly rational communication - analytical,
investigatory, linked only to content, very impersonal;
communication with others — open, democratic, quality,
creative, and successful.

Broderick (2004) sees the following styles of
communication: coincidental, random conversational style,
careful conversational style, informal written style and
formal written style.

Turk and Skalar (2001) say: “When communicating
with our partners we often do not distinguish our
private identity from our professional identity therefore
using our most typical ways of feedback perception
— styles of communication” Same authors divide styles of
communication into: evaluating style, interpretation style,
supporting style, fact-finding research style, immediate
solution style, comprehensive style.

3 Cooperation of organizations

Cooperation among individuals and organizations is
important for successfully performed work and solving
problems that occur. Ury (1998) talks about cooperation
of organizations and determines, that cooperation between
organizations became a necessity on all levels and fields
among organizations and individuals employed for
organizations. Many authors (Lauffer, 1984; Trunk-Sirca
and Tav¢ar, 1998; Shockley — Zalabakova, 1999) talk about
cooperation between organizations and community. All
of them came to a conclusion that organizations have to
respond to various changes and influences from community,
that organizations and community have to cooperate to
reach the goals of community and organization, and that
cooperation helps co-create events inside community and
organization.

There are various factors influencing cooperation
and relationship between organizations and community.
Mosley, Pietri, and Megginsson (1996) have categorized
these factors as: political, economical, social, technological,
and international factors. As they see it political factors
are measured as an influence of politics on success of
organization, economical factors are dependent on the
fact whether organization is in a rise, decline or stall,
social factors are a question of size, age, and gender of
population or a question of changes in relationship towards
needs, environments, security, and other things. Regarding
technological factors we are looking into how developed is
the technology, automations of work, other processes and
integration of computers into work environment. Very
important are also international factors since they have a
general influence on economy of a nation.

Considering the topic of this paper we will focus our
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attention towards cooperation and relationship between
police organizations and community from here on.

3.1 Cooperation and relations between police
organizations and community

Cooperation between police and various organizations
in the community is based on legal bases, community
support and mutual understanding of each others roles in
problem solving. Cooperation with other public authorities
is more or less a consequence of already occurred actions.
It is a common occurrence that we see individual partial
problems grow into wider social problems that, sometimes
under influence of media, force public authorities to react.
Lobnikar and Pagon (1995) claim that the cases in which
public authorities act proactive are rare; therefore solving
the problems before they grow is not a common occurrence.
Same authors have found out that police officers use 80%
of their working time providing protective services, and
further on they are asking themselves whether police
officers are adequately prepared for cooperation with other
institutions. Their claim is that this is a matter of orientation
of safety politics and strategic goals of police as a whole
organization.

Cooperation between policeand some publicauthorities
is strictly regulated by the law. This is particularly true
for cooperation with judicial bodies and somewhat true
for cooperation with attorneys-in-law and communities.
Cooperation with other public authorities such as social
centers, and non-government organizations is not
regulated strictly by law. Considering the fact that police is
in fundament a repressive body, with a main task of chasing
perpetrators of criminal actions this seems somewhat
understandable. Sadly we can say that cooperation with
local communities and social centers is more or less left to
internal guidelines given to by management of police and
is affected by the level of affection that these managers feel
towards this two types of organization.

Community in which police organizations operate has
an influence on police organizations themselves. Certain
communities are dealing with higher criminality rates
than others; therefore police organizations as well as police
officers have more chance in some communities to prove
themselves then in others.

Corsianos (2000) has determined that good relations
between police and community impact the success of
police officers and police organizations. Van Reenen (1981)
discuses the same topics and concludes that in order for
police to be successful, it needs support from the community.
Gorenakova (2004) has also dealt with the problem of
cooperation and relationship between police officers and
communities. Gorenakova (2004) has determined that
police officers that more frequently positively evaluate
their communication with representatives of various
organizations also more positively evaluate all the segments
that she used to evaluate their job satisfaction. Lobnikar
and Pagon (1995) also stress the importance of cooperation
between individual systems, in this context they stress that
it is very important for police to exchange information’s
efficiently with various organizations and that police
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acknowledges once and for all that its first and foremost
task is of the non criminal nature.

Polices role is beside preventive actions also repressive
actions and in this context police has to cooperate with other
public authorities, therefore we will focus on cooperation
between police and other public authorities from here on.

Lettieri (1999) talks about cooperation between
prosecutors and police in Italy, he points out that prosecutors
are always the once that lead the investigation and direct
the work of police. This is why the same author thinks
that cooperation between police and prosecutors is very
important. Morré (1999) talks about relationship between
police, prosecutors, and judicial system in Germany; he
stresses that the leading role in investigation belongs to
prosecutors, police is just helping out. Same author also
stresses the importance of cooperation between police
and prosecutors. Kec¢anovi¢ (1999) is talking about the
importance of cooperation between police, prosecutors,
and judicial system that enables a successful conviction of
criminal offenders. Ke¢anovi¢ also stresses the importance of
training in practical procedures in this field. Dvosek (2001)
also talks about cooperation between national prosecutors
and police, he emphasizes that permanent and eflicient
relationship must be build on legal bases, independently of
current political interests of individual prosecutors office
and police representatives.

When Penko (2005) talks about cooperation between
police and national prosecutors, he says that one of the key
problems of inefficiency orlow efficiency of law-enforcement
agencies lies precisely in cooperation between police and
prosecutors. Same author claims that cooperation between
police and prosecutors office is only occasional, inadequate
or in some cases inexistent Penko sees the reason in his
opinion above all on personal level of competent creators,
and much less on regulatory level, since competent creators
obstruct the flow of information in many cases. Same
author says that we can sometimes see disharmony and
disfunctionality between police and national prosecutors,
sometimes it is unclear who is running the show and
power relations are sometimes absurd. Furthermore author
emphasizes the lacking of harmonized police-prosecutors
investigations with on-time realization of seizure of property
in matters of serious economic crime. Penko suggests an
establishment of an organization that would oversee the
establishment of permanent and solid communication
channels between police and national prosecutors.

Mazi (2005) talks about cooperation between police
and prosecutors on light of Regulations about cooperation
between national prosecutor’s office and police at detecting
and chasing criminal offenders (2004), when he stresses
that very frequent mutual notifying brought additional
useless administrative work, especially with less important
criminal offences. Same author stresses the importance of
immediate establishment of inter-institutional connection
between law-enforcement agencies. Mazi thinks that
cooperation has to become a part of a system that works
reliably and flawlessly.

Leskov$kova (2000) has researched the importance
of cooperation between various institutions when dealing
with child sexual abuse. In this research she found out
that the institutions that are in mutual dependence while

the investigation is going on are forced to adapt their ways
of work in order to work together. Research that she has
done showed that mutual cooperation of intervention
institutions is improving; however the improvement within
non intervention institutions cooperation is lagging behind.
Research also showed that there is a lack of information
flow among some institutions, especially there is a general
lack of feedback information, and that is what makes work
for some institutions even more difficult.

4 Description of a sample and the
method

For the needs of this paper we will use the data gathered in
a wider research conducted among representatives of other
organizations that detectives cooperate with in the line
of work. Aforementioned research was conducted for the
needs of the dissertation. In this paper we will focus on the
data gathered among representatives of other organizations
and analyze them for the needs of this paper.

Subject of our research was cooperation and relati-
onship between detectives and representatives of other
organizations. We also researched the evaluation of
communication styles of detectives, which were given to
us by representatives of other organizations. Goal of this
research was to establish whether there is a correlation
between evaluation of communication styles of Slovene
detectives and their cooperation and relationship with
representatives of other organizations.

Sample contained 337 representatives of other
organizations that detectives work with in the line of
work. Among 337 interviewees there were 117 or 34,8% of
interviewees from social centers, 17 or 5,1% of interviewees
from prosecutors office, 16 or 4,8% of interviewees from
courtinvestigatory departments, 73 or 21,7% of interviewees
from departments of internal affairs at administrative
units, 27 or 8% of interviewees from attorneys-at-law, 29
or 8,6% of interviewees from tax authorities, 22 or 6,5% of
interviewees from non government organizations, and 53
or 10,4% of interviewees from various inspections. One of
the interviewees has not stated for which institution he or
she works.

We have given interviewees 28 claims with which we
have measured the relationship, cooperation, and evalua-
tion of communication styles. Interviewees have evaluated
the claims on a five marks chart inside which mark 1 meant
never, mark 2 meant rarely, mark 3 meant sometimes, mark
4 meant often, and mark 5 meant always. Aforementioned 28
claims were distributed in the following five sections; “For-

> 2]

mal cooperation”, ”Informal cooperation”, “Relationship
with detectives”, “Cooperation plans”, and “Shared opin-
ions”. These five categories were then combined to form a
dependent variable that we have named “Cooperation and
relationships”. Another 24 claims were posed to evalu-
ate the frequency of various communication styles used.
These 24 claims were divided in another five sections with
the help of factor analysis as followed: “Declinatory style”,
“Affirmatory style”, “Rational style”, “Sincere style”, and
“Indifferent style”. All five sections were combined into an
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independent variable called “Evaluation of uses of com-
munication styles”.

Among 334 interviewees that state their gender there
was 101 or 30,2% of men and 233 or 69,8% of women.
Among 330 interviewees, which were between 25 and 65
years of age, the average age was 43,4 years. There were 333
interviewees that stated their level of education, 18 or 5,4%
had only a high school diploma, 146 or 43,8% had a college
diploma, and 169 or 50,8% had an university diploma or
even higher education. Interviewees had on average 20,4
years of working experience and 13,7 years on average of
working for present institution.

We have also wanted to know how often they
communicate with detectives. We have found out that
73,7% of all the interviewees only communicate with
detectives’ couple of time a year, 23,1% of interviewees
communicates with detectives couple of time a month and
only 3,3% of interviewees has stated that they communicate
with detectives on the weakly bases.

5 Results

51 Determining connection

We wanted to know whether the age of interviewees, their
education, years of work, and years of work for this institution
have any correlation with evaluation of cooperation,
relationship, and their evaluation of communication styles
used by detectives. Results can be seen in Table 1.

Our findings indicate that older interviewees more
frequently positively evaluate, that detectives use “Rational
style” of communication than younger interviewees. We

have also found out that interviewees with higher level of
education less frequently positively evaluate “Informal
cooperation”, but at the same time they more frequently
positively evaluate “Cooperation plans” with detectives
and the use of “Affirmatory style” of communication with
detectives than interviewees with lover level of education.
We have also established that interviewees with longer
length of service more frequently positively evaluate, that
detectives use “Rational style” of communication, then
interviewees with shorter length of service. Another thing
we have found out is that interviewees, that have a longer
length of service with current institution more frequently
positively evaluate that detectives use “Rational style” of
communication, then the interviewees that have shorter
length of service for current institution.

We have also made a correlation analysis between
independent and dependent variable. Findings show
that there is a strong positive correlation (0,407; p=0,01)
between “Evaluation of uses of communication style” and
“Cooperation and relationship”.

5.2 Finding the statistically significant differences

With the help of t-test we have found out that there are
statisticallysignificantdifferencesbetween maleinterviewees
and female interviewees with the following four variables;
“Formal cooperation”, (t*4,687; p=0,000), with men
evaluating lover (average of 3,14) “Formal cooperation”
then women (average of 3,60), “Declinatory style” of
communication (t=3,015; p=0,002) with men evaluating
higher (average of 2,22), that detectives use “Declinatory
style” of communication than women (average of
1,99), “Affirmatory style” of communication (t=2,189;

Table 1: Correlation between age of interviewees, their education, years of work, and years of work for present

institution on one hand and variables on the other.

Age Education Years of work Years of work at present
institution
""Informal coopera tion" -,136*
"Planning of cooperation" ,190%*
"A ffirmatory style" ,110%
""Rati onal style" ,164%* ,159%* ,113*

** p=<0,01 ; * p=<0,05

Table 2: Results of statistically important differences between variables and institutions for which interviewees are working for.

VARIABLE F p
"Formal coopera tion" 35,462 0,000
"Informal coopera tion" 3,931 0,000
""Rela tionship with detectives" 3,170 0,003
"Cooperati on plans" 11,882 0,000
""Shared opinions" 11,468 0,000
"Declinat ory style" 3,650 0,001
"Affirmatory style" 3,589 0,001
""Rati onal style" 3,940 0,000
"Sincere style" 6,367 0,000
" Indif ferent style" 3,988 0,000
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p=0.030), with men evaluating higher (average of 2,33),
that detectives use “Affirmatory style” of communication
than women (average of 2,15), and “Indifferent style” of
communication (t=2,244; p=0,026) with men evaluating
higher (average of 2,59), that detectives use “Indifferent
style” of communication than women (average of 2,42).

With the help of variance analysis we have found out
that there are statistically significant differences between
variables and institutions for which interviewees work.
Results of statistically significant differences are shown in
Table 2.

“Formal cooperation” is evaluated above average
by interviewees that work for social centers, prosecutors’
offices, and non government organizations, while
interviewees from tax authorities, and court investigatory
departments evaluate it as average, below average is “Formal
cooperation” in the eyes of interviewees from various
inspections, attorneys-at-law, and departments of internal
affairs at administrative units. Highest average score was in
this case given by workers in social centers, and lowest by
attorneys-at-law.

“Informal cooperation” is evaluated above average
by interviewees that work for social centers, prosecutors’
offices, court investigatory departments, and departments
of internal affairs at administrative units, while interviewees
from non government organizations evaluate it as average,
below average is “Informal cooperation” in the eyes of
interviewees from various inspections, attorneys-at-law,
and tax authorities. Highest average score was in this case
given by workers in prosecutors’ offices, and lowest by
attorneys-at-law.

Variable “Relationship with detectives” is evaluated
above average by interviewees that work for social centers.
Interviewees from prosecutors offices, departments of
internal affairs at administrative units, tax authorities, and
various inspections evaluate it as average, below average is
“Relationship with detectives” in the eyes of interviewees
from court investigatory departments, and non government
organizations. Highest average score was in this case given by
workers in tax authorities, and lowest by attorneys-at-law.

“Cooperation plans” is evaluated above average by
interviewees that work for social centers, prosecutors’
offices, court investigatory departments, tax authorities, non
government organizations, and various inspections. Below
average is “Cooperation plans” in the eyes of interviewees
from attorneys-at-law, and departments of internal affairs
at administrative units. Highest average score was in this
case given by workers in various inspections, and lowest by
departments of internal affairs at administrative units.

Variable “Shared opinions” is evaluated above
average by interviewees that work for social centers, and
tax authorities,. Interviewees from prosecutors offices,
departments of internal affairs at administrative units, and
various inspections evaluate it as average, below average is
“Relationship with detectives” in the eyes of interviewees
from court investigatory departments, attorneys-at-law, and
non government organizations. Highest average score was
in this case given by workers in tax authorities, and lowest
by attorneys-at-law.

That detectives use “Declinatory style” of commu-
nication was above average evaluated by interviewees that

work for non government organizations, and attorneys-at-
law, as average this was evaluated by interviewees that work
for social centers, court investigatory departments, and
departments of internal affairs at administrative units, below
average is “Declinatory style” in the eyes of interviewees
from prosecutors offices, tax authorities, and various
inspections. Highest average score was in this case given by
attorneys-at-law, and lowest by various inspections.

That detectives use “Affirmatory style” of commu-
nication was above average evaluated by interviewees
that work for prosecutors offices, and court investigatory
departments, everyone else has evaluated the use of
“Affirmatory style” as below average. Highest average score
was in this case given by workers in prosecutors’ office, and
lowest by workers in tax authorities.

That detectives use “Rational style” of communication
was above average evaluated by interviewees that work for
prosecutors offices, court investigatory departments, and
departments of internal affairs at administrative units,
attorneys-at-law, tax authorities, and various inspections,
below average is “Rational style” of communication in the
eyes of interviewees from non government organization,
and social centers. Highest average score was in this case
given by workers in court investigatory departments, and
lowest by social centers.

That detectives use “Sincere style” of communication
was above average evaluated by interviewees that work
for social centers, prosecutors offices, court investigatory
departments, and tax authorities. As average this was
evaluated by workers in departments of internal affairs
at administrative units, below average is “Sincere style”
of communication in the eyes of interviewees from
non government organization, various inspections, and
attorneys-at-law. Highest average score was in this case
given by workers in prosecutors’ offices, and lowest by
attorneys-at-law.

That detectives use “Indifferent style” of communi-
cation was above average evaluated by interviewees that
work for, prosecutors’ offices, departments of internal affairs
at administrative units, attorneys-at-law, non government
organization, and various inspections. As average this was
evaluated by workers in court investigatory departments,
below average is “Indifferent style” of communication
in the eyes of interviewees from social centers, and tax
authorities. Highest average score was in this case given by
workers in attorneys-at-law, and lowest by social centers.

5.3 Regression analysis

We have conducted a hierarchical regression for dependent
variable “Cooperation and relationship”. We have put
the independent variable “Declinatory style” in the first
block, in second block we have put independent variable
“Affirmative style”, in third block independent variable
“Rational style”, in fourth block independent variable
“Sincere style”, and in the fifth block “Indifferent style”.
Results of hierarchical analysis for dependent variable
“Cooperation and relationship” are shown in Table 3.
Results of regression analysis show, that we were
able to explain 49,7% of variability of “Cooperation and
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Table 3: Hierarchical regression analysis for dependent variable “Cooperation and relationship”

VARIABLES R’ R’ df F p
Sincere style ,430 ,430 1 194,835 ,000
Affirmative style ,448 ,018 1 105,145 ,000
Indifferent style 470 ,022 1 76,837 ,000
Declinatory style ,496 ,026 1 62,255 ,000
Rational style ,497 ,001 1 49,736 ,000

relationship”. With “Sincere style” we have explained
43% of variability of “Cooperation and relationship”,
further we have explained another 1,8% of variability of
“Cooperation and relationship” with “Affirmative style”,
further more we have explained another 2,2% of variability
of “Cooperation and relationship” with “Indifferent style”,
with “Declinatory style” we have managed to add another
2,6% of variability of “Cooperation and relationship”, and
lastly we have managed to add the final 0,1% of variability
of “Cooperation and relationship” with “Rational style”.

6 Discussion

Cooperation between individuals and organizations is
important for successful performance at work and for
solving problems. There are various factors that influence
cooperation and relationship between individuals and
organizations such as political, economical, social,
technological and international. In this paper we have been
dealing with connection between evaluation of usage of
communication styles of detectives and their relationship
with representatives of other organizations.

We have found a strong positive and statistically
significant correlation between evaluation of communi-
cation styles of detectives, which was given to us by
representatives of other organizations, and cooperation and
relationship. This in other words means that evaluation of
usage of individual communication style of detectives and
evaluation of cooperation and relations correlated. This
finding is important for police management, especially for
management of detectives, since it indicates that the style
of communication between detectives and representatives
of other organization actually presents the element that
influences the cooperation and relationship among them.

With variance analysis we have tried to determine
statistically important differences among representatives
of various organizations. We have established that
representatives of social centers evaluate all means of
cooperation and relationship with detectives above average;
this means that they are pleased with cooperation and
relations. This finding is somewhat expected, since it is a
mutual area of work for both organizations on the field of
taking care of victims, especially children and minors. They
also work closely with one and other in the area of family
violence. They both have a common interest in chasing
perpetrators of violent criminal actions.

Further we have determined that representatives
of prosecutors’ offices evaluate formal and informal
cooperation, and cooperation plans as above average, as
average they have evaluated relationship wit detectives, and
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shared opinion. This finding is also expected to some extend
since the area of work between detectives and prosecutors
is connected via the interest in chasing perpetrators of
criminal acts. Also with analysis regarding the frequency
of cooperation we have found out that cooperation among
detectives and prosecutors is relatively frequent and fairly
direct.

Regarding the court investigatory departments we
have determined that they evaluate above average informal
cooperation and cooperation plans, their evaluation of
formal cooperation was average, with below average grade
they have evaluated relationship with detectives and shared
opinions. These last two ones are somewhat expected since
court investigatory departments are in the position where
they orders to detectives what to do, and this orders are
more reasonable to some than to others. In communication
we can face certain distractions and misunderstanding or
misinterpretations of the message.

Very interesting finding came with representatives of
various inspections that have evaluated below average formal
and informal cooperation on one hand, and on another
with above average they have evaluated cooperation plans.
We must look at this in a context of occasional cooperation
between detectives and inspectors that is in most cases related
only to a specific case. The communication among them is
fairly rare, only couple of times a year. They both have the
interest in chasing the perpetrators of criminal acts.

It is somewhat interesting that representatives of non
government organizations evaluate formal cooperation
and cooperation planning as above average on one hand
and their relations with detectives and shared opinions on
the other hand as below average. This can be understood
in the context of declarative cooperation between non
government organizations and detectives on national level,
since we have found out that nearly half of all detectives does
not communicate with representatives of non government
organizations directly. It is obvious that detectives see non
government organizations as something useless as a critic
to detectives work, the goal should be to establish exactly
the opposite way of thinking among detectives.

Attorneys-at-law have, as expected, evaluated all the
segments of their cooperation and relationship below
average. This finding must be viewed in the context of
opposing interests, since attorneys represent advocates to
perpetrators of criminal acts that have interest in finding
any small error they can find in the process. Their presence
represents some sort of a control over legitimate work
of detectives and care for the interests of the person in
investigation.

When studying communication styles we have
found out that representatives of attorneys-at-law and
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non government organizations evaluate above average
that detectives, when communicating with them, use
declinatory style of communication. We have also found
out that representatives of court investigatory departments
and prosecutors have evaluated above average that
detectives when communicating with them use affirmative
style of communication. Further we have found out that
representatives of social centers and non government
organizations have evaluated below average that detectives
use rational style of communication when communicating
with them. That detectives when they communicate with
them use sincere style of communication was evaluated
above average by representatives of social centers,
prosecutors’ offices, court investigatory departments,
and tax authorities. Finally we have also established
that representatives of social centers and tax authorities
evaluate below average that detectives use indifferent style
of communication when communicating with them.

These findings were expected. Attorneys-at-law, and
partially also representatives’ non government organizations
detectives see as something unimportant, in some cases
even something that is obstructing their work, and that
is why they use declinatory style of communication when
communicating with them. It is virtually a reverse situation
when we are dealing with detectives communicating with
court investigatory departments and prosecutors and this
is why detectives use affirmative style of communication
when they are communicating with them. This is somewhat
also a consequence of higher average education among
prosecutors comparing to detectives. Success at work for
detectives is also dependent from cooperation with court
investigatory departments and that is why detectives usually
use affirmative style of communication. Common interests
in solving tasks successful can explain why evaluations of
sincere style of communication are evaluated above average
from representatives of social centers, prosecutors, courts
investigatory departments, and tax authorities

Finding that representatives of other organizations
evaluate, that on cooperation and relationships among
them communication styles do have an influence is even
more striking, since we have been able to explain 49,7% of
this influence.

To managerial and executive workers inside police
management and management of police detective
departments we suggest that they dedicate more attention
towards educating detectives in the field of communication
skills, because improvements in this field will improve
the cooperation and relationship among detectives and
representatives of other organizations and this will have for
the consequence higher police effectiveness.
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Today, on many occasions and in many different places, one must be authorised in order to use certain services or applications or
to access protected data. A user (person) can be authorised in three different ways or combinations of ways: it is either information
that the user knows, something that the user possesses or a measurement of some physical or psychological characteristics unique
to that user, i.e. biometric characteristics. In this paper we emphasize this third possibility. WWhen talking about biometrics we can
distinguish two basic types of systems: unimodal and multimodal. The main difference is that the unimodal biometric system is
based solely on a single biometric feature, while multimodal biometric systems combine several features. We intend to show how
active databases could be used in order to implement a multimodal (unimodal) biometric system and reduce the time needed for
authorisation (identification or verification). Specifically, the concept of reactivity upon which active databases rely could be the core
of a multimodal biometric system, as will be shown in the paper. We will especially consider the use of complex events used in active
databases for authorisation purposes.

Key words: ADBMS, active database, complex events, biometrics, biometric system

Dandanes se velikokrat dogodi, da ljudje, ki hoc¢ejo koristiti dolocene storitve ali aplikacije ali Zelijo dobiti pristop do zaS¢itenih
podatkov itd., potrebujejo avtorizacijo. Uporabnik se lahko avtorizira na tri razlicne nacine oziroma s kombinacijo teh treh nacinov:
s pomocjo necesa, kar uporabnik pozna, s pomocjo necCesa, kar uporabnik poseduje, ali s pomocjo merjenja dolocenih fizicnih ali
psihi¢nih znacilnosti, ki so lastne in enkratne vsaki osebi, tj. tako imenovanih biometriénih znacilnosti. V tem prispevku bo poudarek
na tem zadnjem, tretiem nacinu. Ko govorimo o biometriki, lahko razlikujemo med dvema osnovnima tipoma biometri¢nih sistemov
- enomodalnim in ve¢modalnim biometricnim sistemom. Glavna razlika med njima je v tem, da enomodalni biometri¢ni sistem temelji
le na eni biometri¢ni znacilnosti, medtem ko ve¢modalni biometri¢ni sistem za avtoriziranje posameznika kombinira ve¢ biometri¢nih
znadilnosti. V tem prispevku bomo pokazali, kako se lahko pri vgradnji ve¢modalnega (enomodalnega) biometricnega sistema
uporabijo aktivne baze podatkov, s ¢imer se skrajSa Cas, ki je potreben za avtorizacijo (identifikacijo ali verifikacijo). Med drugim bomo
pokazali, da je koncept reaktivnosti, na katerem temeljijo aktivne baze podatkov, lahko jedro ve¢modalnih biometri¢nih sistemov.
Posebno pozornost bomo posvetili kompleksnim dogodkom za avtorizacijske namene, ki se v glavnhem uporabljajo v aktivnih bazah
podatkov.

Kljuéne besede: ADBMS, aktivha baza podatkov, kompleksni dogodki, biometrika, biometri¢ni sistem

(passwords), something the user possesses (different cards)
or by measuring physical or psychological characteristics
which are unique to the user, i.e. biometric characteristics.

1 Introduction

An organization may be defined as a set of people gathered

together to accomplish a common goal or goals which
are of great importance for the organization itself (Zugaj,
Sehanovi¢ and Cingula, 2004). In order to accomplish these
goals, people must use certain resources (data, information,
etc.). Some resources are not intended to be public, but
rather to be known or accessed only by a small number
of authorised individuals. For example, if one wants to
use e-mail, one must have an account (a login name and
password). Today, people often possess several different
accounts in order to use certain services, applications or to
access protected data.

Generally speaking, a user can be authorised in three
different ways: either through information the user knows

With respect to passwords, people usually choose passwords
which are easy, intuitive and generally not complex enough
to afford secure authorization. Registration numbers or
birth dates are used as well as names, and users usually
write them down somewhere. On the other hand, smart
cards can be stolen, which is not good either. For personal
recognition, biometrics rely on who you are or what you
do, as opposed to what you know (a password) or what you
have (some card). Biometric features are intrinsic to every
human and are therefore a suitable means to authorize users.
Biometric-based identification is preferred over traditional
methods because a biometric cannot be forgotten or lost
(Prabhakar and Jain, 2002).
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Although the relational data model has been used for
over 30 years, the development and use of new technologies,
object-oriented programming, real time systems, etc.
have resulted in the emergence of different kinds of
database systems, among which are also Active Database
Management Systems (ADBMS). ADBMS is a conventional
database system capable of reacting to events of interest
which occur within the database or outside it (Andler and
Hansson, 1998; Paton 1998). To understand how this works
in practice, the basic concept on which an ADBMS relies,
the concept of ECA or active rules, needs to be considered
(ECA stands for Event-Condition-Action). When certain
events occur (ON EVENT) and certain conditions are
fulfilled (IF CONDITION), specified actions are performed
automatically (THEN ACTION). These actions are
performed without any need for user intervention. At the
conceptual level people often talk about ECA rules, but
these rules are mostly implemented using triggers in specific
ADBMS. More on ECA rules can be found in (Andler and
Hansson, 1998; Montesi and Torlone, 2002; Dittrich et al.,
2003; Rabuzin and Malekovi¢, 2005).

Databases nowadays are often used for biometric
purposes. Due to the capability that huge amounts of
data can be stored, updated and extracted efficiently, large
quantities of biometric data (pictures, video clips, etc.) can
be stored in databases.

According to Paton (1998), most database applications
are still passive, i.e. they do not use active features even
though the underlying DBMS (Database Management
System) may offer them. As will be shown later, sample
processing and decision making in a biometric system are
performed outside of the database; the module responsible
for comparison is usually placed outside of the database and
the biometric system operates as a passive application. This
means that data must be polled from the database and data
processing as well as decision making are performed outside
of the database. We will try to convert a (multimodal)
biometric system into an active application. In that way the
decision-making module will be placed within the database
with the result that the time needed for authorisation can

Templates

Samople

be significantly reduced. The functionality of multimodal
biometric systems can be expressed (borrowing terms
used in active database theory) as real-time complex event
detection. The basic idea is that we define a complex event
consisting of several (n) simple events, and each simple
event represents a fact that the user was identified by means
of one biometric features that comprise the multimodal
biometric system . This paper will show how this was done
and present some preliminary results.

The rest of the paper is organized as follows: Section
2 deals with biometrics, Section 3 discusses unimodal and
multimodal biometric systems, Section 4 briefly presents
active database theory, Section 5 describes how we have
modelled the identification problem using complex events,
Section 6 presents preliminary results and, finally, Section 7
summarizes the findings of the paper.

2 Biometrics

Biometrics are automated methods of identifying a person
or verifying the identity of a person based on physiological
or behavioural characteristics (Podio and Dunn, 2001).
Biometrics is a method using the physiological or
behavioural features of a person for automated detection
and verification of their identity (Ba¢a and Rabuzin, 2005).

A dozen or so biometric features are in use today, the
most applicable of which are the fingerprint and the facial
image (Bac¢a and Rabuzin, 2005). Both of these features
are used daily in personal identification and verification,
ranging from police lineups to police files, which explains
why end users also find them quite acceptable. Regarding
all currently known biometric features, two main types can
be distinguished, i.e. contact and contactless features (Baca
and Rabuzin, 2005). This distinction is a result of observing
the user’s condition during the process of singling out a
biometric feature.

Authors have formulated the biometric verification
problem as follows (Prabhakar and Jain, 2002): “Let the
stored biometric signal (template) of a person be represented

Decision making

Processing

Pre processing

Aceptireject

Transm ission
Sample

Figure 1. The main modules of a biometric system (Baca and Rabuzin, 2005)
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as § and the acquired signal (input) for authentication be
represented by I. Then the null and alternate hypotheses
are:

HO: I # S, input fingerprint does not come from the
same finger as the template,

HI: 1=, input fingerprint comes from the same finger
as the template.

The associated decisions are as follows:

D0: person is an imposter,

D1: person is genuine.

The verification involves matching § and I using
a similarity measure. If the matching score is less than a
defined decision threshold T, then decide DO, else decide
D1’

Most currently known and applied biometric features
contain a flaw which makes them impossible to be
considered ideal. Most commonly, biometric features
must meet the following requirements (Frischholz and
Dieckmann, 2000): universality, uniqueness, permanence,
collectibility, accuracy and acceptability, as well as the
likelihood of circumvention involved. Consequently, the
ideal biometric feature has to meet the following criteria
(Jain, Bolle and Pankanti, 1999): it has to be permanent
and inalterable in terms of time, the procedure of gathering
personal features has to be inconspicuous and conducted by
means of devices involving minimal or no contact, it has to
enable total automation of the system, the system has to be
highly accurate and its operating speed such that it enables
real-time operation.

As can be seen in Figure 1, each biometric system
contains four main modules: the sensor module
responsible for singling out features from raw data, the
feature extraction module responsible for extracting a set of
features best representing the features of the raw data, the
feature-matching module which ensures the classification
and matching of the set of features extracted with templates
usually stored in the database, and the decision-making
module responsible for accepting or rejecting the user
(Baca and Rabuzin, 2005).

Considering that none of the biometric features is
sufficiently reliable, combining single features in one of
two possible ways — by means of unimodal or multimodal
systems — arises as an immediate solution. Each of the two
approaches has its advantages and disadvantages, so they
should be used in strict accordance with the policy of the
system they are intended to secure. We can end this section
with the following statement (Prabhakar, Pankanti and Jain,
2003): biometrics cannot be lost or forgotten.... they are
difficult for attackers to forge and for users to repudiate.

3 Unimodal vs. multimodal biometric
system

A unimodal biometric system uses a single biometric feature
for personal identification. It is typical that this (one)
feature is singled out by means of several technologically
distinct methods and systems (Bac¢a and Rabuzin, 2005).
Multimodal biometric systems use several biometric
features and technologies simultaneously. Although this

Palm geometry

Figure 2. Multimodal biometric system (Baca and Rabuzin,
2005)

approach may seem far more effective at first glance than
unimodal systems, it is necessary to examine the implied
limitations. These limitations are related to applicability
within a certain domain, due to unacceptable performance,
as well as an inability to function over a large number of
users (Baca and Rabuzin, 2005). According to (Brunelli and
Falavigna, 1995), the question arises as to the chief purpose
the multimodal biometric system is to be used for, how it
operates, biometric features to be integrated, as well as how
many biometric features are needed in total.

The strength of a multimodal system relies exclusively
on the characteristics of individual biometric features to
be included in the system itself (Brunelli and Falavigna,
1995). These characteristics, similar to those in a unimodal
biometric system, refer to accuracy and speed. The accuracy
indicates the extent to which a multimodal biometric system
is reliable and confidential when distinguishing a legitimate
user from an imposter; the speed of a multimodal biometric
system indicates the time needed by the system to perform
the personal identification (Ba¢a and Rabuzin, 2005). It is
only through appropriate and relatively fast integration of
biometric features that the overall speed of a multimodal
biometric system can be increased. A multimodal system
combining fingerprints, facial shape, voice and palm
geometry is illustrated in Figure 2:

Initially, the question arises as to the chief purpose
of the multimodal biometric system, how it operates,
biometric features to be integrated, as well as how many
biometric features are needed (Jain, Bolle and Pankanti,
1999; Frischholz and Dieckmann, 2000). Further on,
the obstacle to be dealt with is the adequate selection of
biometric features to constitute such a system (Brunelli and
Falavigna, 1995). The selection of biometric features to be
used in both unimodal and multimodal biometric systems
is fairly complex, and there is no ideal biometric feature; we
have previously given a brief review of features according to
their usage and requirements, and addressed the question
of proper biometric features selection in (Ba¢a and Rabuzin,
2005; Rabuzin, Baca and Sajko, 2006). Unimodal biometric
systems can be applied for a single given degree of security,
depending on whether they use a strong (iris pattern,
DNA), medium (fingerprint) or soft (voice) feature. Unlike
these, multimodal systems cover a wide range of different
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degrees of security, which makes them considerably more
acceptable in daily use.

4 Active database management system

It has already been mentioned that active database
management systems have the capability of reacting
automatically to certain events which occur within a
database or outside it. An event can be defined as a state
change of interest which requires intervention (Rabuzin
and Malekovié, 2005). These events can be divided into
two categories: simple and complex. Simple events are basic
database operations like INSERT, UPDATE or DELETE, or
time events which can be subdivided into absolute, periodic
and relative time events. Transaction events (for example,
the beginning or the end of a transaction), method events
(used in active object-oriented DBMSs) and abstract events
are also treated as simple events. Complex events consist of
one or more simple events connected with logical operators
(if you have simple events EI and E2, then EIAE2 or EIVE2
represents a complex event), but there are also special
kinds of complex events such as REPEAT, SEQUENCE
or NEGATION which take one or more simple events as
parameters. More on different kinds of events can be found
in (Koschel and Lockemann, 1998; Paton 1998; Tan and
Goh, 1999; Xiaoou, Marin and Chapa, 2002).

The event component of an abstract active rule
determines when the rule should be considered, the
condition component determines whether the action part
of the rule should be executed, and the action component
of the rule represents the actions to be executed. An active
rule is triggered when the event specified in the event
component of that rule occurs. The triggered rule does not
have to be executed; this depends on condition evaluation.
Each ADBMS has a language which is used for trigger
specification (definition) and possesses an execution model
which determines how the rules are going to be executed.
Active databases are used in many different areas (Paton
1998). Due to the increasing awareness about what active
rules can do, interesting papers concerning their use are
(Bailey, Poulovassilis and Wood, 2002; Thalhammer, Schrefl
and Mohania, 2001; Casati, Fugini and Mirbel, 1999). We
would add biometric systems as well.

There are several arguments justifying the use of
ADBMSs. First of all, it is cheaper to build such an
application and its performance is better, at least when a
small number of triggers is involved (Paton 1998). All
constraints are written in one place, making it possible for
calculations and queries to be grouped into units which
could be executed on the server. In that way the client/server
communication is reduced and performance is better (less
time is needed). Secondly, such an application is smaller and
easier to maintain (Paton 1998). Active rules can be added
or deleted independently of other rules (if they have to be
changed). Thirdly, they represent a declarative approach,
and according to Date (2000), “the trend has clearly always
been away from procedural and toward declarative - that
is, from how to what”. Active databases are very useful, but
in certain cases they exhibit unpredictable behaviour due to
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Figure 3. Block diagrams of enrolment, verification and
identification tasks (Prabhakar, Pankanti and Jain,
2003)

complex rule processing. This happens only in cases when
certain relationships (interdependencies) between rules
exist, and this must be kept in mind.

5 Complex events used within multimodal
biometric systems

Databases are used for biometric purposes to a great extent.
Due to the huge capability for storage of data, updated and
extracted efficiently, a large quantity of biometric data can
thus be stored within databases.

Enrolment creates an association between an identity
and its biometric characteristics: in a verification task, an
enrolled user claims an identity and the system verifies
the authenticity of the claim based on his/her biometric
features, whereas an identification system identifies the
enrolled user based on his/her biometric characteristics
without the user having to claim an identity, as can be seen
in Figure 3. (Prabhakar, Pankanti and Jain, 2003). Another
point of view is delineated in Figure 4:

According to Podio and Dunn (2001), biometric
authentication requires comparing a registered or enrolled
biometric sample (biometric template or identifier)
against a newly captured biometric sample (for example, a
fingerprint captured during login); identification is a much
harder problem than verification because an identification
system must perform a larger number of comparisons.

As can be seen in Figures 1, 3 and 4, sample processing
and decision making in a multimodal system are performed
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outside of the database; the module responsible for
comparison is placed outside of the database and the system
operates as a passive application. This means that data must
be polled from the database and that data processing (as
well as the decision-making process) is performed outside
of the database (for multimodal biometric systems, even
more data has to be extracted).

According to Paton (1998) most database applications
are still passive, i.e. they do not use any active features
even though the underlying DBMS may offer them; active
applications use these capabilities. In Figures I, 3 and 4,
we can see that biometric systems are treated as passive
applications too. Since we have already mentioned that
active databases (triggers) have certain advantages when
compared to application solutions (the execution time of
triggers is very small and can be even neglected, servers
usually possess better performance, etc.), we think that
active databases represent a much better solution when
building a biometric system - namely, the decision-
making module can reside within the database and thus the
performance of the biometric system can be significantly
improved. The functionality of a multimodal biometric
system can be considered as real-time complex event

detection. The basic idea is that we define a complex event
consisting of several (n) simple events, and each simple
event represents a fact that a user was identified by a single
biometric feature within the multimodal biometric system.
Since a multimodal biometric system uses several biometric
features in order to authorise a person (n features), the
complex event User_authorization could consist of n simple
events and could be written as follows:

User_authorization = Biometric_feature 1 A Biometric_
feature 5 A ... A Biometric_feature n

or more concretely, as in Figure 2:

User_authorization = Fingerprint 5 Facial_shape
Palm_geometry 5 Voice

There are certain cases where user authorization must
be performed within a given time interval f (Jain, Bolle and
Pankanti, 1999); in that case we can use the complex event
constructor within which denotes that an event (simple
or complex) must occur within time interval ¢. The idea
of a complex event within was presented in Rock and Roll
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Figure 4. Enrolment and verification (Podio and Dunn, 2001)
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ADBMS in (Bassiliades and Vlahavas, 1997). So, complex
event C could be written as:

C = User_authorization within t

where the event User_authorization is already defined.
The meaning of complex event C is as follows: if a user’s
fingerprint matches a fingerprint already stored in the
database and the user’s facial shape and palm geometry
together with voice match already stored templates in the
database, and all four features have been checked (verified)
within time interval ¢, the user is authorised.

If a user tries to log into the system and authorization
has to be performed within time interval ¢, this situation
can be modelled using the constructor within. Of course,
when a user attempts to log into the system, proper data is
stored within the database. Since time is a very important
component of a biometric system, and given that it has been
shown that an active databases need less time, then complex
events and active databases could provide a better (faster)
solution; comparison is performed within the database,
making the authorisation process much quicker (Figure 5).

6 Preliminary results

We have already used active databases in order to test
the benefits of their usage when implementing different
kinds of business rules (Rabuzin and Malekovi¢, 2005);
we have especially emphasized how to write business rules
in active databases and what the problems are during this
process. We have come to the conclusion that it is easier to
implement certain types of business rules in active databases
(code is smaller, network traffic is reduced, performance
is improved, etc.) than in some programming language.
Based upon these results we have expected to achieve and
provide certain improvements when building multimodal
biometric systems using triggers as well.

We had to build two solutions (application- and
trigger-based) to test the proposed model. We started
with a WEB application which stores biometric traits in
the database and tries to authorise (identify) the user and
implemented triggers (and procedures) based on complex
events and the constructor within, which behave as already
described. The constructor within was not supported (we
used PostgreSQL) so we had to implement it. When a
feature (trait) is extracted, it is stored in the database. After
the storage process, the WEB application poses a query to
the database and tries to authorise the user (if it is possible);
the time required is measured as well. When a biometric
trait is stored in the database, triggers are triggered and
they also try to authorise (identify) the user. The database
only contains a small number of traits for now; this affects
the results but does not represent a problem because the
proposed solution is general and can be used within
databases which contain much more data. The time, which
was measured for both solutions, represents how long the
decision-making process (identification) lasted.

Preliminary results show that our proposed model
requires about one-tenth of the time (about 0.5-0.6 ms)
compared to the WEB-based application (about 6-7 ms);
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the measured time represents how long the authorisation
process took, per person, using two biometric features.
What needs to be done is to test a multimodal biometric
system consisting of more than two features and including
different architecture (2-tiered or 3-tiered). This will be
done in the next paper, but the idea seems very promising
and preliminary results have confirmed our assumptions.

7 Conclusion

We have presented how a multimodal biometric
system and its performance could be improved using the
active databases and complex events presented in active
database theory. Instead of having many different modules
responsible for different biometric features, when using
active databases (semantic) constraints are collected and
written in just one place. Since triggers are placed and
executed on the server and the server usually has better
performance, trigger execution time is small and the system
can react almost immediately to registered events, which,
in our case, reduces the time needed for authorization. In
that way the authorisation process is much faster and is
performed automatically as a reaction to specified events.
The rules which constitute such a biometric system are easy
to manage (change, delete) and the authorisation process
is executed without any intervention. Preliminary results
have shown that the proposed solution is about ten times
faster when authorising a person than an application doing
the same work. The results achieved are encouraging, and
we will continue to develop our idea; we will include a
probability model and time management regarding complex
events in the model as well.
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(Ne)razumevanje znanja kot spoznavnega procesa
v okviru ekonomske teorije organizacije

Aleksandar KeSeljevi¢

Ekonomska fakulteta, Kardeljeva plo§¢ad 17, 1000 Ljubljana, saso.keseljevic@ef.uni.-lj.si

Clanek prouéuje (ne)razumevanje znanja kot spoznavnega procesa v okviru ekonomske teorije organizacije. Avtorjeva analiza temelji
na racionalnosti kot posebnem nacinu razumevanja znanja kot spoznavnega procesa. Skozi spoznavni proces kot najmanjsi skupni
imenovalec v ekonomski teoriji organizacije Zeli avtor ¢lanka predstaviti nov nacin razumevanja evolutivnhega razvoja ekonomske
teorije organizacije, ter nov nacin preseganja delitev v znanstveno-raziskovalni skupnosti.

Kljuéne besede: spoznavni proces, racionalnost, ekonomska teorija organizacije.

1 Namesto uvoda

Znanje postaja na prelomu tisoc¢letja temeljna konkuren¢na
prednost podjetniske organizacije na trgu. Predstavlja
celoto izkustev in vrednot, kjer informacije preko
spoznavnega procesa razporejamo v miselne vzorce
in resitve. Cilj prispevka je analizirati kako globoko je
(ne)razumevanje znanja kot spoznavnega procesa v okviru
ekonomske teorije organizacijel. Vsebinske omejitve
se nam zdijo smiselne, saj na$ cilj ni analiza celotne
ekonomske znanosti. Teorija organizacije se v klasifikaciji
revije Journal of Economic Literature pojavlja v okviru
razli¢nih podrocij proucevanja. V neoklasi¢ni ekonomski
teoriji se organizacija pojavlja zgolj kot miselni konstrukt.
V Schumpetrovi teoriji imamo opravka z inovativnim
podjetnikom, teorija oligopola pa razume organizacijo
kot subjekt v interaktivnih skupinah. Mnogopomenskost
termina organizacija se Se poveca, ko ugotovimo, da
organizacijo proucujejo tudi druge znanstveno-raziskovalne
skupnosti. Managerska teorija predpostavlja subjekt in
se osredotoda na vedenje organizacije, procese odloc¢anja
in sprejemanje odlocitev. Socioloska teorija organizacije
proucuje predvsem organizacijsko strukturo in relacije v
njej, predpostavlja obstoj subjekta in v glavnem teoretizira
z njim. V ra¢unovodski teoriji je organizacija zbirka terjatev
in obveznosti, v pravni teoriji pa pravna oseba z lastnino,
terjatvami in obveznostmi.

V nadaljevanju Zelimo: 1. Opredeliti znanje kot
spoznavni proces. 2. Pokazati, da je mogocée razumeti
spoznavne procese tudi skozi ekonomsko racionalnost, ki
je ena izmed najpomembnejsih predpostavk v ekonomski
teoriji. 3. Pokazati kako globoko je (ne)razumevanje

spoznavnihprocesovvokviruekonomsketeorijeorganizacije
(neoklasi¢na teorija, teorija transakcijskih stroskov, teorija
agenta/principala, teorija virov). 4. Razumeti spoznavni
proces kot najmanj$i skupni imenovalec v ekonomski
teoriji organizacije. 5. Pokazati, da je prispevek posamezne
ekonomske teorije organizacije na podrodju razumevanja
kognitivnih procesov najbolje merilo njene teoretske
razvitosti. 6. Pokazati, da so sodobnejse teorije naprednejse
z vidika razumevanja spoznavnega procesa.

2 Znanje kot spoznavni proces

Spoznavni procesi so klju¢nega pomena za pravilno
razumevanje znanja, saj znanje ne more obstajati
brez svojega nosilca, ki mu pripisujemo sposobnost
spoznavanja. Razumevanje znanja kot spoznavnega
procesa lahko natan¢neje opredelimo skozi zunanje pogoje
okolja in notranje dejavnike, pri ¢emer niti eni niti drugi
ne pojasnjujejo vsebine spoznavanja. Zunanje pogoje ali
pogoje okolja lahko prouc¢ujemo skozi zgodovino odkritij.
V nekaterih obdobjih so bila odkritja bolj pogosta, saj jim je
bila druzbena klima bolj naklonjena. V drugih zgodovinskih
obdobjih so druzbe zavracdale iznajdbe in jih proglasale
za »hudi¢eva in bogokletna dela«. Proucevanje znanja
kot spoznavnega procesa ima bogato tradicijo v filozofiji
znanosti, ki se ukvarja z obsegom in dometom spoznavanja.
Tako je na primer Kuhn (1998) opozoril na pomen relacij
v okviru znanstvenih skupnosti, Feyerabend (1999) pa je
s svojim epistemoloskim anarhizmom poudaril pomen
svobode in trga znanosti pri oblikovanju metodoloskih
pristopov.

1V ¢lanku uporabljamo termin »ekonomska teorija organizacije« (angl. economic theories of organization), saj termin »teorija firme«
(theory of the firm), ki se pogosto uporablja v strokovni literaturi, po na§em prepri¢anju ni najbolj posrecen izraz. V slovenskem pravnem
redu ima namre¢ pojem firme drugacen pomen, saj zajema ime druzbe in oznako njene dejavnosti (ZGD, 1993: 85).
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Toda Zelja po spoznavanju ni odvisna samo od zunanjih
dejavnikov, ampak tudi od notranjih dejavnikov, ki so
povezani predvsem s posameznikom. Notranje osebnostne
dejavnike proucuje predvsem psihologija spoznavanja
(kognitivna psihologija) (Pe¢jak, 1975: 319; Turvani, 2002:
200). Kognitivna psihologija prouc¢uje z vidika medsebojno
dopolnjujo¢ih se notranjih procesov v posamezniku
tri vidike, ki so pomembni za razumevanje znanja kot
spoznavnega procesa (vidik zaznavanja in obcutenja, vidik
ucenja, vidik misljenja) (Pe¢jak, 1975). Zaznavanju bomo
v nadaljevanju posvec¢ali manj pozornosti, saj ni tako
pomemben za razumevanje spoznavnega procesa. Znanje
ne nastaja slu¢ajno, ampak je skozi procese ucenja proizvod
zavestnega spodbujanja in nacrtnega pridobivanja znanja
(Senge, 1990: 4). Pe¢jak (1975: 121) opredeli uéenje kot
proces spreminjanja doloc¢ene dejavnosti zaradi dolo¢ene
izkusnje, ki ima posledi¢no trajni uc¢inek. Pri u¢enju gre za
procese, ki so v osnovi izklju¢no individualni in subjektivni
(npr. razumevanje), nato pa zaradi okolja vedno bolj
sociolosko pogojeni (npr. prenos znanja).

Misljenje se razlikuje od predhodnih dveh procesov, saj
poteka brez nujnih draZljajev iz okolja. Bistvo misljenja je
odkrivanje novih in obnavljanje starih miselnih zvez, zato
je miselni proces sam po sebi ustvarjalen (Pecjak, 1975:
261, 311). Misljenje je v osnovi povezano s posameznikom,
vendar mo¢no sociolosko pogojeno sajse odvijavdolocenem
okolju. Proucevanje misljenja kot spoznavnega procesa je
izredno zapleteno, zato je psihologija ve¢ ¢asa namenila
ucenju. Sele kognitivna psihologija, katere predstavniki
so Simon, March in Cyert, vzpodbudi ve¢je zanimanje za
misljenje (Pe¢jak, 1975: 259, 335). Misljenje je sestavljeno iz
zaporedja operacij, zato so behavioristi pogosto uporabljali
ra¢unalnik kot simulator ¢lovekovega misljenja. Behavioristi
re$evanje problemov opredelijo kot sosledje operacij, kjer
prehajamo iz enega stanja v drugo, dokler ne dosezemo
konéne resitve. Simon (1955: 101; 1959: 269; 1979: 509)
povezuje procese ucenja in misljenja s postopkom izbire
oziroma z vprasanjem, kaj je (ne)racionalno. Simonove ideje
(behavioristi¢na $ola) o znanju kot spoznavnem procesu
lahko zato povezemo z ekonomsko racionalnostjo, ki je ena
izmed najpomembnej$ih predpostavk v ekonomski teoriji.

3 Racionalnost kot spoznavni proces

Predpostavka o racionalnem posamezniku, znana pod
imenom »homo oeconomicus«, je izhodi$¢na tocka sodobne
ekonomije. Predpostavke racionalnosti, individualnosti in
maksimizacije koristnosti omogocajo uporabo logi¢no-
matemati¢nih orodij, s ¢imer ekonomija mo¢no poenostavi
svojo analizo. Zelja po racionalnosti v ekonomiji je
razumljiva, saj s pomocjo dedukcije vodi do elegantnih
rezultatov in modelov. Pojem racionalnosti je dokaj enotno
opredeljen v okviru ekonomske teorije:

1. Cyert, Simon (1956: 237) in Cyert, March (1963: 8)
opredelijo racionalnost kot pristop, kjer ima ekonomsko
racionalni posameznik popolne informacije o vseh
moznostih, kiso navoljo, vklju¢no s posledicami. Racionalni
posameznik je sposoben razvrstiti obstojece alternative in
preference, ter zavestno izbrati najbolj$o.

2. Becker (1976: 4) opredeli racionalnost kot pristop,

kjer posamezni ekonomski agent maksimizira svojo ciljno
funkcijo, v ozadju pa lezi sposobnost rangiranja alternativ
in izbira tiste, ki prinasa najvecje zadovoljstvo.

3. Blaug (1992: 229) opredeli racionalnost kot pristop,
kjer posamezni ekonomski subjekt pri danih omejitvah
maksimizira svojo koristnost. Posameznik izbira med
alternativami glede na svoje preference, pri ¢emer ima
na voljo popolne in brezpla¢ne informacije. V negotovi
prihodnosti je racionalnost maksimizacija pri¢akovane
koristi, ki jezmnozek koristnosti in verjetnosti za posamezni
pojav.

Zgornje opredelitve kazejo, da so si avtorji precej
edini o pomenu racionalnosti v ekonomski teoriji. Vsi
avtorji poudarijo, da poskusa ekonomski subjekt s svojo
dejavnostjo maksimizirati tisto, kar opredeljuje njegov
druzbeni polozaj. Racionalni posameznik maksimizira
svojo koristnost z izbiro med alternativnimi moznostmi, pri
¢emer maksimizira svoj donos ob minimizaciji strodkov in
tveganja. Pomembna je sposobnost medsebojne primerjave
alternativ, kjer velja logi¢na konsistentnost primerjave.
Zaradi popolnih informacij in neomejenih spoznavnih
sposobnosti, posamezniki nimajo tezav pri primerjavi
in izbiri med alternativami (neomejena racionalnost).
Sociokulturni dejavniki nimajo nikakr$nega vpliva na
izbiro in sprejemanje konénih odlocitev, ne glede na ¢as
in prostor v katerem se posameznik nahaja (univerzalna
racionalnost). Subjektivno znanje nima nikakr§nega
pomena pri sprejemanju odloditev zaradi popolnih
informacij (objektivna racionalnost).

Trstenjak (1982: 14, 42) opozarja, da je v takSnem
neoklasicnem modelu globlje proucevanje spoznavnih
procesov povsem nemogoce, saj popolnoma racionalen in
kvantitativno utilitaristi¢no usmerjen <homo oeconomicus«
preprostonimanobene psiholosko spoznavnekarakteristike.
V nadaljevanju Zelimo pokazati, da je taksno razumevanje
racionalnosti, ki je zelo pogosto v ekonomski teoriji, skrajno
neprimerno. Opredelitev znanja kot spoznavnega procesa
skozi objektivno, neomejeno in univerzalno racionalnost
preprosto pomeni, da je ekonomska teorija izvrsila
redukcijo celotnega spoznavnega procesa na racionalnost
in mehaniko procesov, kjer se ravnamo po objektivno
preracunljivih zakonitostih.

4 Kritika ekonomskega redukcionizma

Spoznavni procesi postajajo z ucenjem in vplivi okolja
vedno bolj sociolosko pogojeni ter vedno manj individualni.
Po drugi strani znanje potrebuje svojega nosilca, kateremu
pripisujemo sposobnost spoznavanja. Zaradi nepopolnih
informacij in omejenih sposobnosti ¢loveskega uma postaja
razumevanje znanja kot neomejene racionalnosti vedno
bolj nepravilno. Nevzdrznost ekonomskega redukcionizma
lahko prikazemo s posameznimi dvojicami, ki poudarjajo
prehod od ekonomskega redukcionizma k veliko bolj
poglobljenem in celovitem razumevanju znanja kot
spoznavnega procesa:

a) Univerzalna in druzbeno-sociolosko pogojena
racionalnost

Rich (1981: 15) meni, da pozitivizem in prevelika
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Tabela 1: Vrste racionalnosti

Racionalnost
Univerzalna Druzbeno-sociolosko pogojena
Objektivna Subjektivna
Neomejena Omejena

vnema ekonomije po prevzemanju naravoslovnih

metod vzpostavlja teznjo po iskanju univerzalnih pravil

¢lovekovega vedenja. Neoklasiki razumejo racionalnost kot
univerzalno racionalnost, ki je enaka za vse ljudi, ne glede

na cas in prostor, v katerem se nahaja (Etzioni, 1990: 14;

Fukuyama, 1995: 17). Veliko ekonomistov poudarja, da ni

pomembno, kako se ljudje dejansko vedejo, ampak kako bi

se morali vesti (Simon, 1959: 254).

Zaradi metodoloskega individualizma razume
neoklasi¢na tradicija spoznavne procese zgolj z vidika
posameznika, zato ne more razumeti njihove druzbene
pogojenosti. Sociologizacija ekonomije dokazuje, da
posameznik ni zgolj »homo oeconomicus«, ampak
predvsem druzbeno in kulturno bitje. Institucionalisti so
zato koncept racionalnega c¢loveka (homo oeconomicus)
zamenjali s posameznikom, katerega obnasanje odraza
vplive $irSega okolja (homo culturalis). Mnogi avtorji zato
menijo, da posameznikova racionalnost ne more biti nikoli
popolnoma individualisti¢na, saj so spoznavni procesi
moc¢no sociolosko pogojeni:

1. Mill (1956: 5) poudarja, da spoznavni proces v osnovi ne
more biti nikoli popolnoma svoboden in individualen,
saj je posameznik vpet v druzbo, ki ustvarja omejitve.

2. Simon (1957: 201), Cyert, March (1963: 10), Sen
(1977: 317, 326) in Fukuyama (1995: 7), poudarjajo, da
vklju¢itev posameznika v druzbo ustvarja relacije, na
podlagi katerih se oblikujejo posameznikovi spoznavni
procesi in odlocitve.

3. Trstenjak (1982: 43, 21) meni, da so spoznavni procesi
mocno pogojeni z okoljem, ki vpliva na posameznikove
odloditve.

4.Fukuyama (1995:6) in Granovetter (1985:481) poudarjata,
da bolj kot je okolje kompleksno, bolj se pomikamo od
ideje racionalnega posameznika proti posamezniku,
katerega spoznavni procesi so vedno bolj omejeni.

5. Rabin (1998: 11-13, 16) opozarja, da vedenje
posameznika v realnosti pogostokrat ne ustreza vedenju,
ki ga predvideva neoklasi¢na ekonomska teorija. Razloge
za odklone od neoklasi¢ne popolne racionalnosti avtor
i$¢e v dejavnikih, ki so mo¢no sociologko pogojeni (npr.:
postenost, vzajemnost, altruizem).

Spoznavni procesi so v osnovi moc¢no povezani s
spontanostjo, ustvarjalnostjo in svobodo misli vsakega
posameznika. Toda spoznavni procesi postajajo z vedno
vedjo vpetostjo posameznika v druzbo vedno bolj odvisni
od politicnih odlocitev, javnega mnenja in vrednot.
Kvaziracionalnost je nova oblika kognitivhega obnasanja
in »nov na¢in ekonomske racionalne izbire«. Ce izberemo

A pred B zaradi razli¢nega tveganja, preteklih izkusenj,
razlicnega Casovnega okvira, vrednot in prepri¢anj, to
pomeni, da se racionalno vedenje vedno bolj prepleta z
socialnim, individualne odlo¢itve pa postajajo vedno bolj
del $irSe druzbene presoje in kolektivne akcije (Kovac,
2001: 125). Sama racionalnost je torej odvisna od okolja,
v katerem biva posameznik, saj je lahko zaradi druga¢nega
okolja sprejeta tudi manj racionalna odlocitev (Etzioni,
1990: 14; Langlois, 1990: 244; Goldberg, 1996: 76). Na
spoznavne procese moc¢no vplivajo navade, vrednote in
pri¢akovanja, ki so mo¢no sociolosko pogojeni, zato lahko
govorimo o druzbeno pogojeni racionalnosti. Ce menimo,
da omenjeni dejavniki nimajo nobenega vpliva govorimo o
univerzalni racionalnosti.

b) Objektivna in subjektivna racionalnost

Pozitivisti¢na tradicija razume racionalnost v povezaviz
zunanjim objektivnim opazovalcem, ki proucuje in ocenjuje
(ne)racionalno vedenje prouc¢evanih ekonomskih subjektov.
Racionalnost agentov je povezana z objektivizacijo znanja s
strani zunanjega opazovalca, zato govorimo o t. i. objektivni
racionalnosti. Tisti, ki sprejemajo napacne odloditve,
postanejo v oceh objektivnih opazovalcev neracionalni.
Neoklasi¢na ekonomija predpostavlja, da so vse prihodnje
spremembe z gotovostjo poznane ekonomskim subjektom,
zato jo imenujemo tudi teorija »enega izhoda, saj obstaja
samo ena a priori resitev, ki zagotavlja objektivnost.

Zelo pogosto se odloditve nana$ajo na negotovo
prihodnost, zato znanje ne more biti nikoli objektivno. Po
drugi strani sami subjekti, ki jih prou¢ujemo, delujejo na
podlagi lastnega znanja in ne na podlagi znanja nekega
zunanjega opazovalca, ki daje vrednostne sodbe. Rabin
(1998: 24, 31) poudarja, da posameznik v negotovosti pri
svojem delovanju in sprejemanju odlo¢itev nenehno dela
napake, ki jih popravlja z u¢enjem. Machlup (1984: 21, 23)
in Turvani (2002: 201) podobno menita, da je lahko samo
subjektivno znanje podlaga za sprejemanje odlocitev2.
Avstrijska $ola poudarja, da je lahko racionalnost le
subjektivna, saj je pri razumevanju znanja pomemben
predvsem subjekt, ki je podvrzen napakam, neznanju
in negotovosti. Objektivno racionalnost povezujemo z
objektivizacijo znanja, subjektivnho pa s personalizacijo
znanja in razli¢nimi nosilci spoznavnih procesov.

Metodoloski subjektivizem odpira vprasanje razli¢nih
nosilcev znanja. Spoznavni proces je v osnovi individualan
proces, saj nova znanja nastajajo predvsem z individualnim
izobrazevanjem, zato se lahko prenasajo le z osebo, ki jih
poseduje. Toda dolo¢ena znanja niso nikoli zbrana na enem
mestu, saj lahko bivajo tudi v relacijah med posamezniki.
Posameznik ne more nikoli posedovati vsega znanja, saj
dolocena znanja pripadajo tudi organizaciji (Hayek, 1945:
519; Senge, 1990: 2, 3; Tsoukas, 1996: 11, 22; Howitt,
1998: 101). Holzner, Marx (1979: 118) in Pirc (2000: 16)
poudarjajo, da je vsaki socioloski strukturi dana sposobnost
ucenja, ki je odvisna od strukture relacij. Poleg tega proces
pridobivanja znanja, ki je v osnovi povezan z investicijo v
posameznika, ustvarja dolo¢ene zunanje ucinke tudi na

2 Tudi izenacevanje mejnega dohodka in mejnih stroskov, kot naé¢in zagotavljanja popolne racionalnosti, je subjektivne narave, saj je

odvisno predvsem od posameznega podjetnika (Machulp, 1946: 522).

434



Organizacija, letnik 39

Razprave

Stevilka 7, september 2006

podjetnisko-organizacijski ravni. Sodobne organizacije
vedno bolj spoznavajo, da je znanje pomemben dejavnik
poslovne uspesnosti in konkuren¢ne prednosti na trgu,
zato namenjajo vedno ve¢ pozornosti sistemati¢nemu
managiranju, merjenju in trznemu vrednotenju znanja.

¢) (Ne)omejena racionalnost

Razumevanje znanja kot spoznavnega procesa z vidika
popolne racionalnosti pomeni, da posamezniki nimajo
tezav pri spoznavanju in izbiri med alternativami. Cloveski
um je sposoben uporabiti vse informacije, kar mu omogo¢i
medsebojno primerjavo inizbiro najboljse moZznosti. Natoge
predpostavke o popolni racionalnosti je opozoril Ze Simon
(1959: 272) s svojim konceptom omejene racionalnosti.
Racionalnost zahteva medsebojno primerjavo in izbiro
najboljSe moznosti, vendar cloveski um zaradi velike
kompleksnosti naloge tega ni sposoben izpeljati racionalno,
saj so njegove spoznavne sposobnosti omejene (Simon,
1955: 104; 1979: 495, 508). Kapaciteta ¢loveskega uma, ki
omogoca re$evanje kompleksnih problemov, je relativno
majhna v primerjavi z velikostjo problemov, s katerimi
se posameznik sooc¢a. Rabin (1998: 12) meni, da v stanju
splo$ne negotovosti ni mogoce biti popolnoma racionalen.
Behavioristi¢na teorija poudarja, da je lahko posameznik
racionalen »samo« toliko, kot mu to dopuscajo njegove
omejene kognitivne sposobnosti (Simon, 1979: 495). Simon
(1957: 3, 199) zato pojem »homo oeconomicus« zamenjuje
z »administrativnim ¢lovekome.

Simon (1955,99) predlaganadomestitev»racionalnosti«
z »zadovoljivim vedenjem, saj to bolje opisuje ¢lovekovo
vedenje. Namesto maksimizacije Simon (1955: 110)
predlaga iskanje prve moznosti, ki presega neko Zzeleno
mejo zadovoljstva, pri ¢emer se proces iskanja ustavi,
kljub temu, da polje alternativ ni iz¢rpano3. Posamezniki
so tako v svojem vedenju »namensko racionalni«, saj
namen ni maksimizacija, ampak izbira zadovoljive resitve
(npr. zadovoljiv dobi¢ek) (Simon, 1955: 114; 1957: 196,
200). Simon (1979: 503) in Baumol (1964: 40) poudarjata,
da posameznik pri odlo¢anju pogosto sledi enostavnim
vzorcem vedenja, kot je »pravilo palca« ali odlo¢anje na
podlagi izku$enj4. Pri taksni racionalnosti torej ne gre za
vprasanje, kaj posameznik »ve«, saj se ukvarjamo z vprasanji
sprejemanja odlocitev v razmerah negotovosti.

5 (Ne)razumevanje spoznavnih procesov v
okviru ekonomske teorije organizacije

Proucevanje (ne)razumevanja spoznavnih procesov
zahteva izbiro dolocene organizacijske oblike. Izbira
organizacije je s poslovno-ekonomskega vidika smiselna,
saj v okviru nje potekajo Stevilne z znanjem povezane
aktivnosti, ki postaja na prelomu tiso¢letja pomemben vir
konkuren¢ne prednosti na trgu, u¢inkovito upravljanje z
njim pa kljuénega pomena za prihodnji razvoj podjetja.
Z epistemoloskega vidika je izbira organizacije smiselna,
saj pridejo do izraza delitve v znanstveno-raziskovalni
skupnosti na podrocdju teorije organizacije, ki po nasem
prepri¢anju onemogocajo globlje razumevanje znanja kot
spoznavnega procesa. V nadaljevanju proucujemo kako
globoko je (ne) razumevanje spoznavnih procesov v okviru
posameznih ekonomskih teorij organizacije:

a) (Ne)razumevanie spoznavnega procesa v okviru

neoklasi¢ne teorije organizacije
Po Marshallovi smrti postanejo izhodi$¢a neoklasi¢ne

teorije  organizacije = metodoloski  individualizem
(Papandreou, 1952: 183), popolne informacije (Cooper,
1951: 90; Stigler, 1961: 213; Nelson, Winter, 1982: 7, 8; Kay,
1984: 10), racionalnost (Kay, 1984: 10; Winter, 1993: 180) in
maksimizacija dobicka (Papandreou, 1952: 205; Margolis,
1958: 188)5, od koder z deduktivnim sklepanjem dosezemo
ravnovesno stanje. Neoklasi¢na teorija organizacije gradi
na padajoc¢ih donosih in nara$¢ajo¢ih mejnih strogkih,
zato doseze ravnovesje z izenalitvijo mejnih strogkov in
dohodkov (Kay, 1984: 16; Penrose, 1980: 11).

Neoklasi¢na teorija organizacije poudarja, da so
posamezniki popolnoma racionalni, zato nimajo tezav pri
spoznavanju in racionalni izbiri med alternativami®. Logika
racionalne izbire se osredotoca na sistemati¢no primerjavo
alternativ, pri ¢emer je izbira omejena na logi¢na pravila.
Racionalnost agentov je povezana z objektivizacijo
znanja, saj zunanji opazovalec ocenjuje (ne)racionalnost
proucevanih posameznikov. Cloveski um je sposoben
procesirati in uporabiti vse informacije, kar omogoca
primerjavo in izbiro najboljSe moznosti. Neoklasi¢na
racionalnost je neomejena, univerzalna in objektivna, kar
pomeni, da je enaka za vse ljudi, ne glede na ¢as in prostor.
Na pomanjkljivo razumevanje spoznavnega procesa so

3

Iy

(=)}

Nobelov nagrajenec Simon navaja primer $ahista, ki se nikoli ne odlo¢i za najbolj$o potezo, ampak zmeraj za tisto, ki se mu v trenutku zdi
»dovolj» dobra. V danem trenutku izberemo najbolj$o moznost, zato nas ne zanima, ali obstaja »$e« boljsa alternativa. Postopek ponovi
igralec vsaki¢ posebej.

Machlup (1946: 534, 535) primerja popolno racionalnost z voznjo voznika avtomobila, ki prehiteva tovornjak. Voznik bi moral imeti na
voljo informacije o hitrosti, medsebojni razdalji vseh avtomobilov, razmerah na cesti, stanju pnevmatik in zavor. Vseh informacij voznik
v danem trenutku nima, poleg tega pa bi bil njihov izra¢un dolgotrajen, zato se voznik zana$a predvsem na ob¢utek in izkugnje. Friedman
(1984: 156) podobno navaja primer igralca biljarda, ki v najbolj$em primeru igra, kot bi poznal vse fizikalne izra¢une, v praksi pa se odloc¢a
predvsem po obcutku.

Mnogo avtorjev izzove tak$no predpostavko neoklasi¢ne Sole, saj poudarjajo velikost prodaje (Baumol, 1962), stopnje rasti podjetja
(Penrose, 1980) in zadovoljive stopnje dobicka (Margolis, 1958).

Neoklasiki pogosto razumejo racionalnost kot metafizicno predpostavko, ki ni empiri¢no preverljiva oziroma da vedenje v realnosti ne
odstopa veliko od neoklasi¢nih predpostavk (Cyert, March, 1963: 14; Etzioni, 1990: 2). Blaug (1992: 84, 85) meni, da morajo biti pred-
postavke empiri¢no potrjene. Friedmanov (1984: 150) meni, da realnost predpostavk ni pomembna, dokler teorija bolje napoveduje kot
katera koli druga teorija. Friedman (1984: 138, 149) trdi, da je lahko hipoteza pomembna, samo ¢e je napacna v svojih predpostavkah,
saj jo takrat zavrnemo. Alchian (1950: 211) meni, da ni potrebno oblikovati predpostavk o (ne)racionalnem vedenju, saj trg nagradi
najbolj sposobne._
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opozarjali $tevilni avtorji:

1. Hayek (1945: 530) meni, da vsak pristop, ki gradi
izklju¢no na popolni racionalnosti spoznavnih procesov,
sistemati¢no podcenjuje pomen znanja.

2.Knudsen (1995: 185, 186) poudarja, da neoklasi¢na teorija
organizacije ne predvideva, da lahko ena organizacija
hitreje in udinkoviteje absorbira znanje kot druge, saj
predvideva enake spoznavne sposobnosti. Avtor meni,
da je z vidika razumevanja znanja veliko pomembneje
razumeti notranje spoznavne procese in procese ucenja.

3. Howitt (1998: 97) in Braunerhjelm (2000: 7) menita,
da so v neoklasi¢ni teoriji organizacije spremembe
v znanju posledica eksogenih premikov proizvodne
funkcije. Tak$no »surogatno« razumevanje znanja zgolj v
okviru eksogene tehnologije ni pravilno, saj ne uposteva
zgodovine lastnih spoznanj.

4. Nelson, Winter (1982: 64, 65) in Winter (1993: 184, 185)
poudarjajo, da je ena izmed najve¢jih pomanjkljivosti
neoklasi¢ne teorije organizacije njena nesposobnost
razumeti organizacijo kot pomembnega nosilca
spoznavnih procesov.

Razumevanje v okviru neoklasi¢ne teorije organizacije
je pomanjkljivo tako z vidika spoznavnega procesa
(univerzalna, objektivna in neomejena racionalnost), kot z
vidika razumevanja organizacije kot potencialnega nosilca
znanja. Arrow (1974: 4) in Knudsen (1995: 179) menita,
da je neoklasi¢na teorija organizacije v svoji najbolj ¢isti
obliki teorija relativnih cen, zato je le zrcalna slika trga.
Neoklasi¢na teorija ne predpostavlja obstoja organizacije,
zato ji ne more pripisati sposobnost spoznavanja.

Neoklasi¢na teorija organizacije se je s svojim
metodolo$kim individualizmom, racionalnim obnaganjem
in ravnovesji znasla v objemu znanstvenega deduktivizma,
ki ne omogoc¢a globljega razumevanja kognitivnih
procesov. Kljub temu ni mogoce trditi, da neoklasi¢na
teorija ne posveta nikakr$ne pozornosti spoznavnim
procesom. Razumevanje znanja skozi neomejeno,
univerzalno in objektivno racionalnost kaze, da se v ozadju
neoklasi¢ne teorije organizacije pojavlja problem znanja
kot spoznavnega procesa, ki postaja tako eden klju¢nih
elementov teorije. Da bi odpravili obstojece pomanjkljivosti
neoklasi¢ne teorije organizacije z vidika nerazumevanja
znanja kot spoznavnega procesa, je potrebno oblikovati
bolj interdisciplinaren pristop; v okviru tega pristopa pa
ve¢ pozornosti nameniti ve¢jemu sodelovanju s tistimi
znanstvenimi skupnosti, ki proucujejo spoznavne procese
(npr. ekonomska psihologija?).

b) (Ne)razumevanje spoznavnega procesa v_okviru
teorije agenta/principala

Zacetke teorije agenta/principala lahko i§¢emo Ze v
30. letih preteklega stoletja8, v 70. in 80. letih pa zanimanje
za teorijo ponovno spodbudijo prispevki Alchiana in
Demsetza (1972), Rossa (1973), Jensena in Mecklinga
(1976), ter Fame in Jensena (1980, 1983). Teorija agenta/
principala poudarja racionalno vedenje v pogodbenem
odnosu in zasledovanje lastnih interesov (Jensen, Meckling,
1976: 308; Fama, 1980: 289). Na vedenje posameznikov
odlo¢ilno vpliva asimetri¢nost informacij, saj imata stranki
v pogodbenem odnosu zaradi razlicnih izhodi$¢nih
polozajev razlicno koli¢ino informacij, s katerimi lahko
razpolagata (Alchian, Demsetz, 1972: 793; Moe, 1984:
756; Furobotn, Richter, 2000: 179)%. Zaradi asimetri¢nih
informacij in zasledovanja individualnih interesov se v
teoriji agenta/principala pojavlja problem oportunizma in
nadzora, saj agent pogosto ne deluje v skladu s pricakovanji
principala (Fama, Jensen, 1983: 304; Jones, 1999: 28)10.
Oportunisti¢no vedenje managerjev v podjetju je mogoce
prepreciti z oblikovanjem ustreznih pogodb in z nadzorom
s strani trga. V nadaljevanju Zelimo pokazati, kako globoko
teorija razume spoznavne procese.

Teorija  agenta/principala  poudarja  omejeno
racionalnost posameznika, ki je posledica omejenosti
¢loveskega uma in asimetri¢nih informacij (Perow, 1990:
124). Zaradi tega so oblikovane pogodbe nepopolne,
zato prihaja do oportunisticnega vedenja in problemov
nadzora, kar pomeni, da je mogoce razloge za nastanek
teorije agenta/principala iskati tudi v omejenih kognitivnih
sposobnostih ¢lovekovega uma. Teorija agenta/principala
namenja izredno malo pozornosti vplivu okolja na
spoznavne procese, kar ni presenetljivo, saj teorija razume
relacije v druzbi zgolj z vidika neoklasi¢ne uéinkovitosti.
Zaradi razumevanja spoznavnih procesov v povezavi s
posameznikom, omejenosti uma in zanemarjanja vplivov
okolja je racionalnost subjektivna, omejena in univerzalna.
Razumevanje spoznavnih procesov je pomanjkljivo, saj
teorija posve¢a premalo pozornosti druzbeno pogojeni
racionalnosti.

Spoznavni procesi potrebujejo svojega nosilca, pri
Cemer teorija agenta/principala poudarja posameznika
kot glavnega nosilca znanja. Teorija ne posveca nikakrsne
pozornosti organizaciji kot potencialnemu nosilcu znanja.
Pomanjkljivo razumevanje klju¢nih nosilcev spoznavnih
procesov in same narave spoznavnega procesa (subjektivna,
omejena in univerzalna racionalnost) teoriji agenta/
rincipala onemogoca pravilno razumevanje znanja kot
spoznavnega procesa.

7 Ekonomska psihologija poskusa vnesti psiholoske spremenljivke v ekonomske modele. Med ekonomijo in psihologijo obstaja vzajemna
povezava, saj lahko ekonomske procese razumemo kot posledice psihosocializacijskih dejavnikov. Po drugi strani ekonomski procesi

pogosto predstavljajo motiv, ki usmerja vedenje (Trstenjak, 1982: 19).

8 Berle in Means: The Modern Corporation and Private Property, New York, Macmillan, 1932.
9 V fiktivnem svetu popolnih informacij bi imeli popolne pogodbe in simetri¢ne informacije, zato problem agenta/principala ne bi
obstajal (Fama, Jensen, 1983: 346). Pridobivanje informacij ni brezpla¢no, zato se oblikuje sistem spodbud, da bi agent odkril »privatne»

informacije (Moe, 1984: 757).

10 Teorija agenta poudarja oportunisti¢no vedenje agenta. Toda tudi principal ni izjema (npr. izkoriS¢anje zaposlenih) (Perow, 1990: 124).
V primeru, ko se dogovora ne drzi principal, lahko agent odide drugam, saj agent ne more odpustiti principala. Ce vrsi prevaro agent, ga
lahko principal odpusti ali pa »odide drugam« skozi prodajo vrednostnih papirjev (Alchian, Demsetz, 1972: 788; Fama, 1980: 291).
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Naga analiza kaze, da se v ozadju teorije agenta/
principala pojavlja problem racionalnosti, zato je mogoce
kognitivne procese razumeti kot enega izmed pomembnih
elementov v teoriji agenta/principala. Pri tem je potrebno
poudariti, da je teorija agenta/principala, glede na
svojo predhodnico (neoklasi¢na teorija organizacije),
naprednej$a z vidika razumevanja znanja kot spoznavnega
procesa. Za teorijo agenta/principala je znacilna tudi visja
stopnja znanstvene interdisciplinarnostill. Z vedno ve¢jim
poudarkom na spoznavnih procesih se teorija agenta/
principala na eni strani vedno bolj oddaljuje od neoklasi¢ne
ortodoksne teorije, po drugi strani pa se teorija vedno bolj
spogleduje s psihologijo, kar ji omogoc¢a bolj$e razumevanje
spoznavnega procesa.

¢) (Ne)razumevanje spoznavnega procesa v okviru
teorije transakcijskih strogkov

Na mikroekonomskem podrocju je enega najvecjih
prelomov povzrocilo dejstvo, da informacije na trgu
povzrocajo stroske, njihova asimetrija pa odlo¢ilno vpliva
na vedenje posameznikov. Pri odlo¢itvi o menjavi zato
ni ve¢ dovolj upostevati zgolj ceno, ampak tudi nastale
transakcijske stroske (Coase, 1996: 93). Neoklasi¢na
ekonomska teorija organizacije ne uposteva transakcijskih
stro$kov, saj so vse informacije na voljo brezpla¢no,
odsotnost  informacijskih  problemov pa omogoca
elegantne modele in strogo matemati¢no analizo (Jensen,
Meckling, 1976: 328; Kay, 1984: 15, 23; Coase, 1993: 21). Na
podjetniski ravni se je s problemom transakcijskih strogkov
ukvarja nova institucionalna $ola. Coaseov c¢lanek »The
Nature of the Firm« iz leta 1937 pomeni zacetek teorije
transakcijskih stroskov, njegovo delo pa najbolj nadgradi
Williamson v knjigi »Markets and Hierahies (1975)«. Na
narodnogospodarski ravni sta se s transakcijskimi stroski
ukvarjala predvsem Wallis in North (1995).

Znanje kot spoznavni proces smo opredelili v okviru
matrike racionalnosti. Williamson v okviru teorije
transakcijskih stroskov prevzame Simonovo idejo omejene
racionalnosti, ki poudarja, da so spoznavne sposobnosti
posameznika omejene zaradi omejenosti lastnega uma
(Williamson, 1975: 9, 21, 23, 24; 1981: 553; Winter, 1993:
188; Perow, 1990: 128)12. Zaradi razumevanja spoznavnih
procesov v povezavi s posameznikom, ki ima omejene
spoznavne sposobnosti, in zaradi premajhnega razumevanja
$irSega okolja, je racionalnost subjektivna, omejena in veliko
bolj univerzalna kot druzbeno pogojena.

Teorija transakcijskih stroskov z ekonomizacijo
transakcijskih stroskov gradi na u¢inkovitosti, ki je podlaga

zaizbiromedtrgominorganizacijokotdvemaalternativhima
na¢inoma izvajanja ekonomske aktivnosti (Richardson,
1972: 883; Williamson, 1975: 8; 1981: 549; 1986: 163; Pitelis,
1993: 11; Putterman, Kroszner, 1996: 10). Kljub temu
teorija transakcijskih stroskov ne razume organizacijo kot
enega izmed pomembnih nosilcev kognitivnih procesov, saj
organizaciji ne priznava sposobnosti spoznavanja in ucenja.
Zaradi pomanjkljivega razumevanja klju¢nih nosilcev
znanja in spoznavnega procesa teorija ni sposobna pravilno
razumeti znanja kot spoznavnega procesa.

Racionalnost lahko razumemo kot enega izmed
klju¢nih elementov v ozadju teorije transakcijskih stroskov.
Eden izmed glavnih razlogov, da je teorija transakcijskih
stro$kov bolj napredna z vidika razumevanja spoznavnih
procesov glede na svoji predhodnici (neoklasi¢na teorija,
teorija agenta/principala) lezi nedvomno v njeni vedji
znanstveni interdisciplinarnosti!3. Kljub temu teorija
transkacijskih stroskov $e vedno ni sposobna v celoti
razumeti znanja kot spoznavnega procesa, zato je potrebno
poglobiti sodelovanje ekonomije z drugimi znanstvenimi
disciplinami; predvsem s psihologijo.

d) (Ne)razumevanje spoznavnega procesa v okviru
teorije virov

Za zaletnika teorije virov §tejemo Edith Penrose (1959)
in njeno delo »The Theory of the Growth of the Firm«.
Teorija virov poudarja razumevanje organizacije kot zbirke
virov!4,kiso narazpolago posamezni organizaciji, specifi¢ne
kombinacije virov pa ustvarjajo konkuren¢ne prednosti
(Penrose, 1980; Liebeskind, 1996: 93; Foss, 1995: 7; Jones,
1999: 29; Prahalad, Hamel, 1990: 81, 84). Cilj podjetniske
organizacije je ucinkovito izkori$¢anje vseh virov za
proizvodnjo dobrin in storitev (Penrose, 1980; Movery et
al., 1996: 77). Velikost organizacije zato ni omejena s trgom,
ampak z organizacijskimi viri, kar je popolnoma nasprotno
pogostemu prepri¢anju v ekonomski teoriji, da omejitve
izhajajo iz ponudbe proizvodnih dejavnikov (Penrose, 1955:
531-537; Turvani, 2002, 198). Rast organizacije je proces in
temeljna znacilnost organizacije, velikost organizacije pa
je stanje in »le« posledica rasti, zato ne obstaja optimalna
velikost organizacije (Penrose, 1980: xv, xvi, 2, 88; Ravix,
2002: 175). V nadaljevanju zelimo pokazati, kako globoko
teorija virov razume spoznavne procese.

Teorija virov poudarja, da je omejena racionalnost
posameznikaposledicanegotovosti(Conner, Prahalad, 1996:
488, 485, 492; Turvani, 2002: 198; Ravix, 2002: 168). Zaradi
omejenih sposobnosti managerjev, ki sprejemajo odlo¢itve
in upravljajo vse procese v organizaciji, nobena organizacija

11 Teorija agenta/principala zdruZuje tudi elemente behaviorizma (omejena racionalnost), neoklasi¢ne teorije organizacije (u¢inkovitost).
Alchian, Demsetz (1972: 783) in Reve (1990: 134) menijo, da lahko teorijo agenta/principala zaradi posebne oblike pogodbenega odnosa
med dvema osebama, uvrstimo tudi v t.i. pogodbeno teorijo organizacije, ki predstavlja nov nacin razumevanja podjetja z mo¢nim
prepletanjem ekonomije in prava. Furubotn in Richter (2000: 179-183) poudarjata, da je teorija zaradi mo¢nega poudarka na pogodbenih

odnosih, mo¢no povezana tudi s sociologko teorijo.

12 Hodgson (1993: 85-95) postavlja zanimivo vprasanje, kako je mogoce prepoznati viSino transkacijskih stroskov ob predpostavki, da so

spoznavne sposobnosti posameznika omejene.

13 Williamson (1981: 550-573; 1990: 2-13) in Moe (1984: 753) poudarjata, da teorija transakcijskih stroskov gradi na idejah neoklasike,
socioloske teorije, pogodbeno-pravne teorije, behaviorizma in evolucijske teorije.

14 Penrose (1980: 24, 76) poudarja delitev na materialne vire (npr. stroji, surovine) in ¢loveske vire (npr. administrativne, managerske). Barney
(1991: 101) razdeli vire na fizi¢ne (npr. dostopnost, oprema), ¢loveske (npr. inteligenca, izku$nje) in organizacijske (npr. organizacijska
struktura). Liebeskind (1996: 93) poudarja oprijemljive (npr. stroji) in neoprijemljive vire (npr. blagovne znambke).
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ne izkoristi vseh svojih potencialov. Teorija virov poudarja,
da so spoznavni procesi moc¢no pogojeni z okoljem,
pri Cemer spoznavne omejitve posameznika izhajajo iz
njegovega zaznavanja okolja. Tako nastopi povratna zanka
med posameznikom, kot nosilcem spoznavnih procesov, in
okoljem, ki ga obkroza. Pomemben ni samo vpliv $irSega
okolja na posameznikove spoznavne procese, ampak tudi,
kako posameznik subjektivno zaznava svoje okolje (Penrose,
1980: 215; Turvani, 2002: 200; Ravix, 2002: 168, 170, 173;
Foss, 2002: 156, 157). Racionalnost je subjektivna, saj je
vedinoma odvisna od znacaja posameznika (npr.: izku$nje,
razumevanje sveta) (Penrose, 1980: 58, 79). Teorija virov z
vidika spoznavnih procesov pravilno poudarja subjektivno,
omejeno in druzbeno pogojeno racionalnost.

Teorija virov poudarja poleg posameznika tudi
organizacijo kot pomembnega nosilca znanja, saj ji pripisuje
sposobnost spoznavanja, u¢enja in shranjevanja znanja:

1. Penrose (1980: 46) meni, da meje organizacije
dolo¢a njena spoznavna sposobnost. Organizacijske
rutine predstavljajo protiutez sposobnostim posameznika,
saj predstavljajo organizacijski spomin in na¢in hrambe
organizacijskega znanja.

2. Penrose (1980: 46, 85), Barney (1991: 107, 108)
in Foss (2002: 155) poudarjajo, da postaja znanje skozi
procese uéenja pomemben povezovalni dejavnik razli¢nih
aktivnosti v organizaciji. To kaZe, da organizacija sledi
dolo¢enim smernicam, ki temeljijo na predhodnem znanju
in izku$njah, zato so prihodnje aktivnosti organizacije
odvisne od njene zgodovine. Razvoj organizacije je moc¢no
odvisen od »podedovanih« virov, zato je podjetje mnogo
ve¢ od »zbirke posameznikov«.

Razumevanje spoznavnih procesov (subjektivna,
omejena, druzbeno pogojena racionalnost) in klju¢nih
nosilcev znanja (posameznik, organizacija) jasno kaze,
da se v ozadju teorije virov pojavlja problem znanja, ki ga
teorija povsem neposredno poudarja. Izmed obravnavanih
ekonomskih teorij organizacije je teorija virov pokazala
najvecjo sposobnost razumevanja znajna kot spoznavnega
procesa. Za razliko od predhodnih teorij je teorija virov
sposobna prepoznati poleg posameznika tudi samo
organizacijo kot pomembnega nosilca spoznavnih
procesov. Za teorijo virov je znacilna izredno visoka stopnja
znanstvene interdisciplinarnosti, saj teorija zdruZzuje
elemente behaviorizma, socioloske teorije organizacije
in managerske teorije!>. To je po nasem prepri¢anju eden
izmed glavnih razlogov za to, da je ena najbolj naprednih
ekonomskih teorij organizacije z vidika razumevanja znanja
kot spoznavnega procesa.

6 Zakljucek

Spoznavni proces je mogoce razumeti skozi ekonomsko
racionalnost kot eno izmed najpomembnej$ih predpostavk
v ekonomski teoriji. Spoznavne sposobnosti so povezane

predvsem s posameznikom (subjektivna racionalnost), pri
¢emer so posameznikove spoznavne sposobnosti omejene
zaradi omejenosti lastnega uma (omejena racionalnost).
Zaradivedno ve¢je vpetosti posameznika v druzbo postajajo
spoznavni procesi vedno bolj sociolosko pogojeni in vedno
bolj odraz doloc¢enega druzbenega soglasja (druzbeno
pogojena racionalnost). Toda tudi organizacija postaja
danes vedno pomembnejsi nosilec znanja. Zaradi tega
jo je potrebno prepoznati kot subjekt, ki mu pripisujemo
sposobnost spoznavanja, u¢enja in shranjevanja znanja.

V ¢lanku smo pokazali, da samo teorija virov v celoti
razume procese spoznavanja. Proucevanje le teh v okviru
ekonomske teorije organizacije nas pripelje do zakljucka,
da je mogoce razumeti spoznavne procese kot najmanjsi
skupni imenovalec v okviru ekonomske teorije organizacije
oziroma kot enega izmed pomembnih elementov v ozadju
ekonomske teorije organizacije. Posamezne ekonomske
teorije organizacijelahko zato prouc¢ujemo skozinadgradnjo
predhodnih spoznanj o znanju kot spoznavnem procesu.
Tak$en metodoloski pristop nam omogoca, da lahko
razumemo znanje kot pomemben dejavnik evolutivnih
sprememb v ekonomski teoriji organizacije.

Sodobnej$e ekonomske teorije organizacije imajo
nara$¢ajoée donose teoretskih spoznanj z vidika
razumevanja spoznavnih procesov, saj nadgrajujejo in
dopolnjujejo spoznanja predhodnih teorij. Prepricani
smo, da je nerazumevanje znanja kot spoznavnega procesa
v okviru neoklasicne ekonomske teorije povzrocilo
nastanek sodobnejsih ekonomskih organizacijskih teorij,
ki so pokazale ve¢jo sposobnost razumevanja znanja kot
kognitivnega procesa. Teorija agenta/principala je na
primer primerjalno naprednej$a z vidika razumevanja
spoznavnih procesov glede na neoklasi¢no teorijo, zato
je z evolucijskega vidika tudi sodobnejsa. Teorija virov je
z vidika razumevanja znanja kot spoznavnega procesa
nedvomno najnaprednejs$a ekonomska teorija organizacije,
zato je z evolucijskega vidika tudi najsodobnej$a. Prispevek
posamezne ekonomske teorije organizacije na podrodju
znanja kot spoznavnega procesa je najbolj$e merilo njene
teoretske razvitosti, saj ekonomska teorija organizacije
razvojno napreduje sorazmerno s svojo sposobnostjo
razumevanja racionalnosti oziroma dokler v svojem
teoretskem razvoju razume racionalnost, ki jo temu
primerno vgradi v svoje teoretske sisteme.

Vprasanje, ki se nam zastavlja je, ali je lahko znanje
kot spoznavni proces tisti element, ki presega delitve v
znanstveno-raziskovalniskupnosti. Neoklasi¢naekonomska
teorija s svojim redukcionizmom nima mozZnosti, da bi
bolje razumela spoznavne procese. Prepri¢ani smo, da
je eden izmed glavnih razlogov za njeno nerazumevanje
spoznavnih procesov njena nepripravljenost za globlje
sodelovanje z drugimi znanstvenimi skupnostmi. Za teorijo
agenta principala in teorijo transakscijskih stroskov je
znacilna visja stopnja znanstvene interdisciplinarnosti, zato
sta teoriji bolj napredni z vidika razumevanja spoznavnih

15 Barney (1991, 99), in Grant (1996, 376) menijo, da teorija virov mo¢no poudarja ideje socioloske in managerske teorije. Ravix (2002,
165, 176), Penrose, Pitelis (2002, 29) in Pitelis (2002, 4) poudarjajo, da teorija virov s svojim razumevanjem ¢asa, biologkih analogij
in zgodovinskega razvoja organizacije prevzema mnoge ideje evolucijske teorije. Foss (2002, 147, 148, 155) opozarja, da teorija virov
prevzema mnoge ideje behavioristi$ne $ole in strateskega managementa.
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procesov kot njena predhodnica. Za teorijo virov je znacilna
najvidja stopnja znanstvene interdisciplinarnosti, zato je
tudi najbolj napredna ekonomska teorija organizacije z
vidika razumevanja spoznavnih procesov.

Evolucijskirazvojekonomsketeorijeorganizacijepovsem
kaze, da je za sodobnejse ekonomske teorije organizacije
znacilna visja stopnja znanstvene interdisciplinarnosti, zato
so evolucijsko mlajse teorije tudi bolj napredne z vidika
razumevanja kognitivnih procesov. Ustrezno razumevanje
spoznavnih procesov je mogoce zagotoviti samo z vedjim
sodelovanjem s tistimi znanstvenimi skupnostmi, ki globlje
proucujejo naravo spoznavnih procesov (npr. psihologija).
Samo tako je mogode zagotoviti pravilno razumevanje
spoznavnih procesov in obenem prese¢i podcenjevalni
odnos do samega znanja. Z vedjim poudarkom na
kognitivnih procesih se ekonomska teorija organiazcije
vedno bolj oddaljuje od neoklasi¢ne teorije organizacije,
sodobnejse ekonomske teorije organizacije pa vsebujejo
vedno ve¢ neekonomskih elementov. Na prelomu tisocletja
postaja psihologija vedno pomembnejse izhodis¢e moderne
mikroekonomske teorije organizacije. Spoznavni proces
postaja tako dejavnik, ki spodbuja medsebojno sodelovanje
med znanstvenimi disciplinami, ter element, ki presega
tradicionalne delitve med znanstveno-raziskovalnimi
skupnostmi.
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Jezik stroke za povecanje delovne ucinkovitosti
cloveskih virov

Ziva Ceh

Univerza na Primorskem, Turistica - Visoka Sola za turizem, Obala 29, 6320 Portoroz
ziva.ceh@turistica.si

Avtorica v svojem prispevku razpravlja o jeziku stroke, ki je nedvomno eden od dejavnikov, ki v veliki meri prispeva k uspesnosti in
ucinkovitosti ¢loveskih virov v nekem delovnem okolju. Najprej so predstavljene karakteristike jezika stroke, v nadaljevanju pa avtorica
govori o poucevanju jezika stroke, kjer poudari predvsem pomembnost besediS¢a ter razvijanja jezikovnih spretnosti. V nadaljevanju
je predstavljeno pisanje programoyv, zbiranje ter pisanje gradiv ter evalvacija programov za poucevanje jezika stroke.

Kljuéne besede: jezik stroke, pou¢evanije jezika stroke, programi za poucevanje jezika stroke.

1 Uvod

Eden izmed dejavnikov, ki danes odlodilno vpliva na
ucinkovitost ¢loveskih virov v razli¢nih delovnih okoljih,
je vsekakor aktivno obvladovanje enega ali ve¢ tujih
jezikov. Zaposlenim, na primer v turizmu, bo obvladovanje
splosnega tujega jezika, vzemimo angles¢ine, brez dvoma
olajsalo njihovo vsakdanje delo, vendar pa bodo na
svojem delovnem mestu $e bolj uspesni, ¢e bodo obvladali
angle$¢ino, ki se uporablja v turizmu, torej jezik stroke.
Dejavniki, ki so na tem podroéju klju¢ni, so brez dvoma
potrebe tistih, ki se jezik stroke uéijo, gradiva za poucevanje
in besedi$ce, ki naj bi se ga naudili.

Dokument Common European Framework of Reference
for Languages: Learning, teaching, assessment - CEFRL
(2001: 44) pravi, da naj bi se uitelji in pisci u¢benikov
najprej spoznali s potrebami, ki jih imajo ucenci ali
$tudenti, in da bi si morali odgovoriti na vprasanja, kot so:
kaj bodo ucenci ali Studenti morali delati v tujem jeziku, kaj
se morajo nauciti, da bodo sposobni uporabiti tuji jezik za
to, da bodo to dosegli, in predvsem, zakaj se Zelijo uciti tuji
jezik. Odgovori nas pripeljejo do jezika stroke.

2 Jezik stroke

Tudi Dudley-Evans in St Johnova (1998: 1) pravita, da se je
jezik stroke zmeraj ukvarjal s tremi pomembnimi podrodji,
in sicer analizo potreb, analizo besedila in s pripravo
ucdencev na to, da bodo sposobni uc¢inkovito komunicirati
pri $tudiju ali delu. Karakteristike jezika stroke razdelita na
absolutne: jezik stroke sluzi posebnim potrebam ucencev,
uporablja metodologijo in aktivnosti disciplin, katerim
sluzi, ter se osredotoca na jezik, spretnosti, diskurz in Zanr,
ki so primerni za te aktivnosti. Variabilne karakteristike pa
so: jezik stroke je lahko povezan ali pa nastane za posebne
discipline, v dolo¢enih situacijah lahko uporablja posebno

metodologijo. Jezik stroke je verjetno nastal za odrasle ali
na terciarni stopnji izobraZevanja ali za delovne situacije,
lahko se uporablja tudi za srednjesolske uc¢ence, navadno je
namenjen u¢encem na srednji ali visji stopnji (intermediate,
advanced), ki so se Ze spoznali z osnovami tujega jezika.
Pri poucevanju jezika stroke je zelo pomembno, koliko so
tisti, ki se ga ucijo, motivirani za to, da se naucijo izrazov,
specifiénih za posamezno stroko. Nekdo, ki Ze dela v
stroki, je verjetno nestrpen in visoko motiviran za ucenje
tujega jezika, medtem ko so lahko $tudenti, ki pa¢ hodijo k
predavanjem tujega jezika, ker jih imajo na urniku, v¢asih
tudi demotivirani. Aktivnosti poucevanja tujega jezika
stroke so, ne glede na to, ali nameravajo poucevati tuji jezik
ali spretnosti, predstavljene v kontekstu, ki je v bistvu stroka
sama. Vsebina nekega besedila je tako na primer turisticna
destinacija, ki jo uporabimo za to, da §tudente naucimo, kako
v tujem jeziku opisujemo turisti¢ne privla¢nosti. Turizem je
tako strokovna vsebina besedila, prava ali jezikovna vsebina
pa je jezik, ki ga uporabljamo za opisovanje. Ravno zaradi
strokovne vsebine uditelj tujega jezika stroke ni v polozaju
nekoga, ki vse ve. V primerih, ko poucujemo Studente,
ki so ze zaposleni v stroki, se pogosto zgodi, da o stroki
sami vedo toliko ali ve¢ kot ulitelj tujega jezika. Prav to pa
ulitelju tujega jezika stroke daje priloZnost, da strokovno
znanje $tudentov koristno uporabi in s tem ustvari pogoje
za pristno komunikacijo v predavalnici. Seveda uitelju
$e vedno ostane primarna vloga pri organizaciji tega, kar
se v predavalnici dogaja. Posebej je pomembna uciteljeva
vloga v komunikaciji. U¢itelj jezika stroke mora prav zato
biti fleksibilen, pripravljen prisluhniti $tudentom in se
zanimati za stroko in aktivnosti, ki jih $tudenti v tej stroki
izvajajo. Ob tem, ko nacdrtuje potek procesa poucevanja,
mora poskrbeti tudi za u¢no gradivo, ki ni vedno u¢benik.
Izbrati je treba med primernim natisnjenim gradivom, ¢e je
potrebno, gradivo prirediti ali v¢asih celo napisati in vanj,
na primer, vkljuciti rezultate raziskav s podro¢ja stroke.
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Verjetno je ucinek poulevanja optimalen takrat, ko
uditelj jezika stroke sodeluje z uciteljem stroke. Zelo lep
primer za to je problemsko zastavljeno ucenje (problem-
based learning), Kjer ulitelj jezika v sodelovanju z
uciteljem stroke vodi $tudente skozi obravnavo nekega
problema, $tudij literature, pisanje porocila in pripravo
predstavitve (Gvardjanci¢, 2001). Z jezikovnega vidika je
pri tem procesu zelo pomembno spoznavanje besedis¢a
pri $tudiju literature in aktivna uporaba tega besedis¢a pri
pisnem in govornem izrazanju. Prav zaradi take narave
dela je bistveni element dela na podrocju jezika stroke
raziskovanje govorjenih in pisnih gradiv. Korak naprej na
tem podrocju je bil narejen tudi na nasi $oli, UP Turistici
- Visoki $oli za turizem v Portorozu, s tiskanjem ucbenika
za prvi letnik (Ceh, 2003), ki med drugim ponuja tudi
slu$no gradivo, posnetke radijskih programov o turizmu
v razli¢nih deZelah, in besedila za branje. V ucbeniku za
drugi letnik (Ceh, 2006), ki ga spremljata slugno in video
gradivo, pa smo $li Se dlje. Studenti se pripravljajo na
opisovanje Slovenije kot turisti¢ne destinacije v angles¢ini
tako, da poslu$ajo materne govorce anglescine, ki trenutno
Zivijo pri nas, kako govorijo o Sloveniji in tudi o kulturnih
razlikah med naso deZelo in dezelo, kjer so bili rojeni. V
nekaterih video posnetkih so prav tako materni govorci,
ki nas popeljejo na razlicne konce Slovenije, v drugih pa
slovenski strokovnjaki, ki govorijo o Sloveniji v slovens¢ini.
Studenti se s pomo¢jo vprasanj v angles¢ini, ki jim ponudijo
potrebno besedisce, lotijo prevajanja slovenskega besedila
v angle$¢ino. Tako se soocijo s prevajanjem iz maternega
v tuji jezik, ki je pogosto prisotno v vsakdanjih situacijah
v delu zaposlenih v turizmu. Ob zbiranju gradiva za tuji
jezik stroke je potrebno posebno pozornost posvetiti
tudi kulturnim razlikam na akademskem in strokovnem
podrodju. V jeziku turizma ta razlika pride posebej do
izraza pri govornem in pisnem izrazanju v situacijah, ko je
treba oblikovati zelo vljudno sporo¢ilo v angleskem jeziku.
V slovens¢ini smo pri izrazanju misli bolj neposredni in
$tudenti na zacetku tezijo k temu, da bi tak nacin izrazanja
uporabljali tudi v angle$¢ini.

3 Poucevanije jezika stroke

Tako kot se v poucevanju splo$nega tujega jezika trenutno ne
uporablja samo en prevladujo¢i pristop, tudi v poucevanju
jezika stroke ni nekega prevladujocega pristopa. Prav
nasprotno, uporablja se ve¢ pristopov, razli¢nih tipov
gradiv in metodologij. Tuji jezik stroke poucujemo $tevilni
nematerni govorci, ki imamo poleg pomanjkljivosti, da
nismo materni govorci, obenem tudi prednost, da poznamo
$tudente, njihovo kulturo in pristop k ucenju tujega jezika.

Robinsonova (1991: 2) pravi, da je ucenje jezika stroke
usmerjeno k dolo¢enemu cilju, saj ga bodo tisti, ki se ga
ucijo, uporabljali za studij ali svoje delo na nekem podro¢ju.
Priporoc¢a, da naj poucevanje jezika stroke sloni na analizi
potreb in da naj bo homogeno, torej za ucence ali $tudente,
ki $tudirajo na istem podroéju. Posebej zadnja trditev se mi
zdi pomembna, saj nekatere univerze ustanavljajo jezikovne
centre, ki naj bi sluzili ve¢ $olam naenkrat in tako zmanjsali
stroske jezikovnega pouka. Sprasujem se, kateri jezik stroke
bodo poucevali na takih jezikovnih centrih oziroma, ali ga
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bodo sploh poucevali, saj bodo njihovi $tudenti prihajali

z razlicnih fakultet in posledi¢no z razliénih podrodij

Studija.

Dudley-Evansin StJohnova (1998:74) omenjata,daje pri
tujem jeziku stroke pogosto mozno slisati napa¢no mnenje,
da poucevanje jezika stroke ni povezano s poucevanjem
slovnice. Kjer se dogaja, da imajo Studenti tezave s slovnico
in se te tezave odrazajo pri govornih in pisnih spretnostih
ali celo ovirajo bralno in slu$no razumevanje tujega jezika,
je potrebno posebno pozornost posvetiti odpravljanju
slovni¢nih slabosti. Potocarjeva (1998: 46) pravi, da so
vrzeli v znanju tiste, ki nam pokazejo, ¢esa ucenci ali
$tudenti Se ne znajo ali ne zmorejo. Verjetno nas pri jeziku
stroke tudi te vrzeli vodijo pri delu. S $tudenti Visoke $ole
za turizem v Portorozu se temu sistemati¢no posvetimo v
prvem semestru prvega letnika, v vigjih letnikih pa vedno
znova in po potrebi. Casi, na¢ini, modalni glagoli, ¢leni,
besedotvorje, vezniki in $e marsikaj so gotovo pomembni
elementi slovnice, ki jih morajo $tudenti obvladati. Drugo
pomembno podrocdje pa je besedisce, ki se pogosto poucuje
pri jeziku stroke. Besedi$¢e nekega podrodja je sestavljeno
iz naslednjih elementov:

B tisti del splosnega besedi$¢a, ki je na tem podrocju
pogosteje uporabljen (na podrodju jezika turizma
beseda confirm in kolokacija confirm a booking),

B tiste besede splo$nega besedi$¢a, ki se uporabljajo
in imajo na tem podro¢ju druga¢en pomen (bug -
computer bug),

B besedisce, tipicno za neko podrocje (jezik turizma
— tour operator).

Poucevanje besedi$¢a na podroéju jezika stroke je v
bistvu zelo podobno obi¢ajnemu poucevanju besedisca.
Besedisce, ki ga poucujemo zato, da bodo $tudenti besedilo
razumeli, se jelaZje nauditi, saj nam prirazumevanju pomaga
sklepanje na podlagi konteksta. Posebej so pri besedis¢u
pomembne besedne zveze, torej kako se posamezne besede
zdruzujejo. Gledhill (2000: 115) pri zbiranju besednih zvez,
znadilnih za neko podro¢je, priporo¢a uporabo korpusov,
Lewis (2000: 12) pa poudari predvsem potrebo po tem, da
se na napac¢ne besedne zveze ucitelj takoj odzove in postreze
s pravilnimi. Ne glede na to, kot pravi MacKenzie (2003:
59), da nas v angles¢ini komunicira vse ve¢ nematernih
govorcev jezika, se zelimo izrazati kot rojeni govorci tega
jezika. Besedisce, ki ga poucujemo zato, da ga bodo $tudenti
znali uporabiti pri tvorjenju besedila v tujem jeziku, pa je
potrebno spraviti v spomin in ga po potrebi znati priklicati.
Pri spravljanju besedi$¢a v spomin je bilo ponujenih Ze
ve¢ razli¢nih tehnik, ki naj bi nam olajsale pomnjenje
besed. Za razli¢ne $tudente so primerne razli¢ne tehnike,
pomembno je, da jih $tudenti sami odkrijejo. Tehnike
vkljucujejo razli¢ne kognitivne procese, mehani¢no ucenje
besed ni u¢inkovito. Pri u¢enju jezika (Lightbown in Spada,
1999) so pomembne tudi tak$ne spretnosti kot ugibanje,
spopadanje s pomanjkljivim besedi$¢em in pripravljenost
delati napake.

Dudley-Evans in St John (1998: 84) ponujata tri
nacine zbiranja besedi$¢a, ki naj bi olajsali kognitivno
procesiranje:

B situacijske, semanti¢ne in metafori¢ne skupine, ki jih
sestavimo glede na pomen besed in naj bi olajsale
ponoven priklic besede,
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B kolokacija (besedne zveze) in uporaba korpusov, ki
so neprecenljivi zato, ker lahko v njih vidimo, kako se
beseda uporablja v kontekstu,

B Jeksi¢ne zveze (besedne zveze z besedilno funkcijo),
kjer si ne posku$amo zapomniti posameznih besed,
ampak pomnimo celotne izraze, torej skupine besed.
Pri posameznih jezikovnih spretnostih v jeziku

stroke Dudley-Evans in St Johnova (1998: 95) omenjata
pet jezikovnih spretnosti: branje, poslusanje (monolog),
poslu$anje in govorjenje, govorjenje (monolog) in
pisanje. Nastete spretnosti imenujeta makrospretnosti,
mikrospretnosti pa so podskupine teh spretnosti. Branje je
pomembna jezikovna spretnost, kadar gre za jezik stroke,
pa je $e posebej pomembna izbira besedila, informacije,
ki jih pri tem dobimo, in uporaba teh informacij. Pri
jeziku stroke je pomemben tudi premik od besedila kot
lingvisticne kategorije k besedilu kot nosilcu informacij.
Za bralca strokovnega besedila je bolj pomembno, kako
izlud¢i iz besedila informacijo, kot pa to, da opazi jezikovne
posebnosti. Slabi bralci v tujem jeziku so navadno slabi
bralci tudi v maternem jeziku, dodatno pa situacijo otezi
Se slabo znanje tujega jezika. Ce Zelimo izboljsati bralno
spretnost, torej ni pomembno uciti samo branja ampak tudi
jezik. Pri branju je potrebno znati izbirati, kar je v besedilu
pomembno, poznati znadilnosti besedila, diagonalno brati,
preleteti besedilo in najti specifi¢cno informacijo, poznati
organizacijo besedila, poznati povezave v povedi in med
povedmi, poznati znalilnosti diskurza, predvidevati,
sklepati, ugibati, najti v besedilu glavne misli in primere,
ovrednotiti idejo, prenesti ali uporabiti informacijo med
branjem ali po njem.

Pri Ze prej omenjeni izbiri besedila upostevamo
naslednje principe: vrednost, ki jo ima besedilo glede na
$tudentove potrebe, avtenticnost in dolzino. Besedil ne
izbirajo samo ucitelji, ampak tudi $tudenti in drugi, ki
sodelujejo v $tudijskem procesu. Pred delom z besedilom
je zelo pomembna pripravljalna faza, kjer je treba vzbuditi
interes bralca in branju dati dolo¢en namen, pri delu z
besedilom pa se osredoto¢imo na informacijo, ugibamo, kaj
pomenijo neznane besede in posvetimo pozornost povezavi
med pomenom in obliko. Pri procesu poucevanja in ucenja
lahko $tudenti delajo v skupinah, menjavajo vloge, sprasujejo,
ocenjujejo in se ucijo, kako se lahko sami ucijo. Po kon¢anem
branju je potrebno informacijo, dobljeno z branjem, uporabiti
ali prenesti. V ucbeniku, ki ga uporabljajo $tudenti Visoke
Sole za turizem (Ceh, 2003) v drugem semestru prvega
letnika, so avtenti¢na besedila, ki sluzijo za vaje iz bralnega
razumevanja in obenem $tudentom posredujejo informacijo
o pojavih s podro¢ja turizma.

Poslusanje monologa, posebej predavanj, je pri jeziku
stroke pogosto v sredis¢u pozornosti. Razumevanje
predavanja je dvostopenjski proces, najprej je tukaj potrebno
razumevanje jezika in potem razumevanje vsebine, kar je
rezultat razumevanja jezika. Mikrospretnosti, ki so tukaj
potrebne, so razpoznavanje namena monologa, vsebine,
diskurza, klju¢nih leksi¢nih enot, pomena besed in funkcije
intonacije. Monologi pa se razlikujejo po fonologiji, hitrosti
govorjenja, tudi glede na to, ali je mozno poslusati znova, ali
je mozno pisati zapiske, sklepanje o odnosu govornika do
vsebine, ki jo podaja, in podobno. Pri poslusanju je klju¢no
razumevanje poslusanega besedila, ki naj bo avtenti¢no.

Ce ni na razpolago ustreznih besedil, lahko posnamemo
pogovor kolegov ali strokovnjakov, radijske oddaje in
podobno. V u¢beniku, ki ga uporabljajo studenti Visoke $ole
za turizem (Ceh, 2003) v drugem semestru prvega letnika,
so vaje sluSnega razumevanja pripravljene na podlagi
radijskih programov BBC s podro¢ja turizma. Pomembno
je, da besedila niso posebej prirejena za $tudente.

Poslusanje in govorjenje je potrebno pri komunikaciji,
kjer imajo udelezenci pogovora vlogo poslusalca in govorca.
Dudley-Evans in St Johnova (1998: 106) pravita, da je tukaj
posebej pomembno aktivno poslusanje, ki ni le razumevanje
besed, saj vklju¢uje poleg parafraziranja in povzemanja tudi
razumevanje neverbalnih znakov. Potrebno je obvladati tudi
postavljanje vprasanj. V¢asih je interakcija le med dvema
osebama, na primer pri telefonskem pogovoru. Pri vecini
predavanj gre v veliki meri za poslu$anje in govorjenje.
Pri poucevanju posvetimo posebno pozornost preverjanju
razumevanja, parafraziranju, povzemanju in postavljanju
vprasanj, ki iz $tudenta naredijo aktivnega poslusalca.
Povratno informacijo lahko zagotovimo z video ali zvo¢nimi
posnetki pogovorov, namenjena naj bo predvsem dviganju
samozavesti, ki je eden najpomembnejsih dejavnikov
pri govorjenju v tujem jeziku. Zelo dober primer takega
komuniciranja so poslovni sestanki, ki jih imajo $tudenti
drugega letnika Visoke $ole za turizem. Ker v drugem
letniku za¢nemo s poslovno angle$¢ino in obravnavamo tudi
izraze, ki se uporabljajo na sestankih, s $tudenti pripravimo
razli¢ne sestanke, kjer obravnavajo probleme, povezane s
turizmom. Pred sestankom dobijo $tudenti ustrezno znanje
o jeziku, ki se uporablja na sestankih. Naucene izraze
morajo kasneje na sestanku tudi uporabiti. Da bi zagotovili
povratno informacijo, sestanke tudi snemamo s kamero in
kasneje s studenti skupaj pogledamo posnetek in pois¢emo
izraze, ki bi jih Zeleli uporabiti na sestanku, pa jih takrat $e
niso poznali.

Govorjenje monologa ali govorjena predstavitev je
lahko del marsikaterega poklica. Tudi tukaj je potrebna
zadostna mera samozavesti. Predstavitev mora biti
strukturirana, saj poslusalci potrebujejo predstavo, kako bo
potekala. Na zacetku predstavitve se moramo predstaviti
in podati namen in temo predstavitve, povedati, koliko
¢asa bo trajala, in dati kratko informacijo o poteku. Na
koncu predstavitve je v zakljucku potrebno podati kratek
povzetek, dati priporoc¢ila in pozvati k akciji. Vmesna
vsebina je bolj kompleksna, vendar dober zacetek pritegne
poslusalce, dober konec pa poslusalcem ostane v spominu.
Slikovno gradivo je vredno ve¢ kot tiso¢ besed, pri glasu
pa je treba paziti na izgovorjavo in intonacijo. V¢asih je
potreben tudi trenutek tiine, da poslusalci predelajo, kar
so slisali, ali pa si ogledajo predstavljeno gradivo. Ker je tudi
pri poucevanju govorjenja monologa klju¢na samozavest, je
treba po predstavitvi najprej govoriti o dobrih straneh, pri
slabostih pa je treba konkretno pokazati, kako bi se jih dalo
izboljsati. Studenti Visoke ole za turizem se prvi¢ srecajo
z govorjenjem v prvem letniku, saj je zelo pomembno,
da se navadijo nastopanja pred poslusalci. Za¢nejo z
govorjenjem o ¢lanku, ki so ga prebrali in bi radi nanj
opozorili svoje kolege, nadaljujemo s turizmom v Sloveniji.
V tretjem letniku pa po opravljenem projektu problemsko
naravnanega ucenja $tudenti pripravijo tudi predstavitev
svojega projekta z vsemi potrebnimi vizualnimi dodatki.
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Pisanje strokovnih besedil zahteva dobro poznavanje
Zanra, pri¢akovanj bralcev in raznih dogovorov, ki so se
oblikovali na dolo¢enem podroéju. Pri razvijanju bralne
spretnosti je potrebno razvijati tudi spretnost na¢rtovanja,
pisanja osnutka in popravljanja. Upostevati je treba potrebe
bralca in namen besedila, ki ga piSemo. Da bi kar najbolje
predstavili svoje staliSCe, se je treba vprasati, kaj bi bilo
dobro razsiriti, ilustrirati s primerom, ali definirati, da bi
bralci lazje sledili in da bi jih s svojim pisanjem prepricali.
Dudley-Evans in St Johnova (1998: 116) omenjata dva
pristopa. Prvi pristop v ospredje postavlja produkt (product
approach), torej nas predvsem zanima izdelek. Navadno
pri poudevanju izhajamo iz primera, ki sluzi kot nekaksen
model za pisanje podobnega besedila. Taka situacija je
pogosta tudi v resni¢nem zivljenju, kjer na podlagi nekega
besedila napiemo podoben izdelek. Drugi pristop v
ospredje postavlja proces (process approach) in vidi pisanje
kot re§evanje problema in se osredoto¢i na razmisljanje
in proces. Razmisljanje se bolj nana$a na pripravo, torej
na identifikacijo problema, iskanje reSitve in nacrtovanje
zakljucka. Proces pa je samo pisanje, odstavki, povedi,
presoja prve verzije in poprava besedila ter enako z vsemi
nadaljnjimi verzijami. Avtorja predlagata sintezo razli¢nih
pristopov, ki sledi naslednjim fazam:

B razvijanje retori¢nega zavedanja preko Studija
modelov,

B spoznavanje specifi¢nosti zanra,

B pisanje z ozirom na potrebe bralca in glede na namen
pisanja,

B ocenjevanje pisanja, lahko z ocenjevanjem sovrstnikov
ali reformulacijo.

Studenti Visoke $ole za turizem zalnejo s pisanjem
pisem ze v prvem letniku, kjer morajo pisati pritozbe gostov
in potem tudi odgovarjati nanje. V drugem semestru prvega
letnika nadaljujejo s kraj$imi opisi turisti¢nih zanimivosti
kraja, iz katerega prihajajo, in nadaljujejo s turistiénimi
zanimivostmi Slovenije. V drugem letniku piSemo pisma,
s katerimi se prijavljajo za sluzbo. Nadaljujejo s pisanjem
zapisnikov sestankov in kasneje z opisovanjem Slovenije kot
turisti¢ne destinacije. V tretjem letniku pa po opravljenem
projektu problemsko naravnanega ucenja napiSejo in
oddajo daljse porocilo. Pri vseh omenjenih pisnih izdelkih
za¢nemo s $tudijem primerov, ki jih Studenti kasneje lahko
uporabijo kot vzorec za svoj pisni izdelek.

4 Programi, gradivo in evalvacija jezika
stroka

Dudley-Evans in St Johnova (1998: 121-39) pri jeziku
stroke nastevata naslednje klju¢ne stopnje: analiza potreb,
oblikovanje programa, izbira in pisanje gradiva, poucevanje
in ucenje ter evalvacija.

Avtorja opozarjata, da je analiza potreb temeljni
kamen jezika stroke in vodi k programu, ki je natan¢no
usmerjen na to, kar Studenti ali u¢enci potrebujejo. Danes
se ve¢ina strokovnjakov loteva tega procesa tako, da najprej
pogledajo, kako so bile potrebe opredeljene prej in katera
gradiva imajo na razpolago. Kar mora slediti, je seveda
raziskava potreb uporabnikov tega programa in natan¢na
analiza njihovih odgovorov. Vendar tudi ta stopnja zahteva
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natanéno pripravo, ¢e se ne Zelimo izgubiti v mnoZici
vprasanj in odgovorov. Priprava vkljuc¢uje predvsem $tudij
literature in gradiv, stike s kolegi in organizacijami, ki Ze
imajo izkusnje s takimi skupinami u¢encev, branje literature
o disciplini sami. Sodobni koncept analize potreb pri jeziku
stroke vkljuc¢uje naslednje elemente: zbiranje informacij o
tem, za kaks$ne naloge in aktivnosti bodo u¢enci uporabljali
tujijezik; osebne informacije o u¢encih, njihovem prejsnjem
ucenju, kulturi in pric¢akovanjih, ki jih imajo; zbiranje
informacij o tem, kak$no znanje tujega jezika udenci Ze
imajo; informacija o tem, kaj v tem znanju tujega jezika
manjka; na kak$en nacin se bodo najlazje naucili tega, kar
jim manjka v znanju tujega jezika; informacije o tem, kako se
tuji jezik uporablja na podrocju, za katerega se izobrazujejo;
ugotavljanje, kaj pravzaprav Zelijo od programa; zbiranje
podatkov o okolju, v katerem bo potekal program ucenja
tujega jezika. Potrebno bi bilo, da bi vsakih nekaj let
preverili, kako Studenti Sole, ki diplomirajo, se zaposlijo
in pri svojem delu uporabljajo tuji jezik, ocenjujejo to, kar
so se pri predavanjih tujega jezika v ¢asu $tudija ucili. Ta
podatek bi bil pomemben iz dveh razlogov. Zelo koristno
bi bilo vedeti, ali $tudentom res ponujamo tisto znanje, ki
ga kasneje na delovnem mestu potrebujejo in uporabljajo.
Predvsem pa bi bilo dobro, da bi imeli bolj oprijemljive
smernice za spreminjanje programa v prihodnosti.

Pri oblikovanju programa za ucenje tujega jezika
stroke je potrebno omeniti, da prvi korak naredimo Zze z
analizo potreb, na podlagi katere tudi dolo¢imo glavni
obris programa, izberemo gradivo in druge pripomocke za
poucevanje. Pri usklajevanju analize potreb in programa
se vse vrti okrog tega, katere ¢loveske in materialne vire
imamo na razpolago. Prav zaradi razli¢nih okoli$¢in je malo
programoyv, ki trajajo tako dolgo, da bi zadovoljili vse potrebe
ucencev. Potrebno je izbirati in postaviti prioriteto. Prav
tako je treba lo¢iti med tem, kaj uéenci Zelijo in pri¢akujejo
od programa, in med tem, kaj na splo$no potrebujejo v
smislu znanja tujega jezika. Najbolj pomembno je, da jih
opremimo z vsem potrebnim znanjem, ki jim kasneje sluzi
za samostojno u¢enje in uporabo tujega jezika. Tukaj mislim
predvsem na spoznavanje razli¢nih slovarjev, priro¢nikov,
slovnic in spremljanje periodi¢nega tiska s podro¢ja, ki ga
$tudirajo.

Zbiranje in pisanje gradiva je naslednja stopnja, ki jo je
potrebno omeniti. Gradivo za poucevanje jezika stroke je
lahko razli¢no, od napisanih besedil, do slikovnega, avdio
in video gradiva, prosojnic, ra¢unalniskih programov in
v¢asih tudi predmetov. Gradivo je v kontekstu poucevanja
jezika pomembno, ker je vir jezika, pripomocek za
udenje, motivira, stimulira in ga je moZno uporabiti za
referenco. Glede vira jezika je pomembno povedati, da je
danes potrebno $tudente nenehno opozarjati na to, da je
angles¢ina povsod, le pozornost ji je treba posvetiti. Zelo
napacno bi bilo, ¢e bi se $tudenti srecevali s tujim jezikom
samo v predavalnici. Predavalnica je lahko le mesto, kjer
se redno srecujejo z jezikom in kjer dobivajo ideje, kako
bi lahko bili pri usvajanju tujega jezika $e bolj uc¢inkoviti
in uspesni. Ce Zelimo, da bo nage gradivo pripomocek za
ucenje, mora $tudente vzpodbujati k razmisljanju in rabi
jezika. Aktivnosti, v katere vklju¢imo $tudente, morajo biti
take vrste, da vzpodbudijo kognitivne in ne mehani¢ne
procese. Gradiva, ki ni ne pretezko, ne prelahko, stimulira
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in motivira. Vsebovati mora nekaj od tega, kar je Zze
poznano, in nekaj novega. Da ga bodo $tudenti kasneje
lahko uporabljali za referenco, mora biti kompletno in
razumljivo, upo$tevati mora tudi dejstvo, da imajo $tudenti
razli¢ne ucne stile. Verjetno je po vsem nastetem tezko
najti tako popolno gradivo, da bi zadostilo vsem nastetim
potrebam. Reditev je lahko tudi to, da $tudentom dajemo
raznoliko gradivo, tako da vsak v njem najde nekaj zase.
Tudi $tudenti sami lahko prinesejo na predavanja gradivo,
ki se jim zdi primerno in koristno, lahko pa ga tudi sami
napisejo na podlagi nasih navodil.

Tehnike in metode poudevanja morajo biti izbrane kot
odgovor na situacijo v razredu, torej mora biti ucitelj jezika
stroke v prvi vrsti zmoZen oceniti to situacijo. Seveda pa tudi
pri jeziku stroke predavalnica ni edino mesto, kjer se u¢imo
tujega jezika. Prav tako se moramo uditelji jezika stroke
zavedati, da so nekateri ucenci ali $tudenti Ze zaposleni in
da imajo bolj$e poznavanje stroke kot u¢itelji. Zaradi tega se
mora med uciteljem in u¢encem razviti sodelovanje, ucitelj
mora uc¢encu dati moznost za to in mu priznati poznavanje
stroke. Do izraza pridejo razli¢ni u¢ni stili, kjer AZman
(2003: 7) omenja dva vidika u¢enja. Prvi je na¢in, kako neko
informacijo najlazje zaznavamo, drugi pa je nacin, kako te
informacije urejamo. In u¢ne strategije, ki jih Oxfordova
(2003: 8) definira kot specifiéno obnasanje ali miselni
proces, ki u¢encem pomaga pri ucenju tujega jezika. U¢na
strategija, ki jo izberemo, je vezana na u¢ni stil. Tudi ucitelji
lahko svoj u¢ni stil razgirimo s kako novo razseznostjo, ki
jo uporabljajo nasi u¢enci. To se posebej pogosto zgodi pri
sre¢anju dveh razli¢nih disciplin ali kultur. Prav tako lahko
tudi vnagamo znacilnosti metodologij drugih disciplin. Na
ta nacin se pristop k ucenju stroke pribliza pristopu uc¢enja
tujega jezika. Studiji primerov so nacin, kako $tudentom
priblizamo Zivljenjsko situacijo in jim damo moznost,
da uporabijo svoje znanje, izkusnje, spretnosti in teorijo.
Lahko jih tudi navajamo na delo v skupinah in jim dajemo
priloznost igranja razli¢nih vlog in opravljanja razli¢nih
funkcij.

Evalvacija mora biti Ze del programa in mora dolocati
prioritete in ¢as, ko bomo zbirali posamezne podatke
o posameznih vidikih programa, na primer gradivih,
aktivnostih v razredu, podpori pri delu izven razreda,
samem programu, metodologiji, vlogi ocenjevanja ali
kateremkoli drugem vidiku. Pri programih, ki trajajo dlje
¢asa, imajo odgovori na vprasanja razlicne vloge. Lahko
sluzijo sprotnemu spreminjanju programa, nam omogo<ajo
spreminjanje naslednje izvedbe programa ali vplivajo na
dolgoro¢ne spremembe. Pred procesom evalvacije moramo
ugotoviti, kdo so tisti, ki so neposredno vklju¢eni v program,
kaj zelimo ovrednotiti in kaj Zelimo spremeniti. Moramo
tudi vedeti, s ¢im bomo rezultate primerjali, kaj bomo z
odgovori, kaj in kdaj lahko spremenimo ter kdo nam lahko
da koristno informacijo. Ob tem se odpira $e eno vprasanje,
namrec kdo naj zbira informacije. Tisti, ki niso neposredno
vklju¢eni (outsiderji), so po eni plati bolj objektivni, po
drugi pa morda premalo vedo o situaciji in si prav zaradi
tega lahko narobe razlagajo dolo¢ene podatke. Tisti, ki so
neposredno vkljuéeni (insiderji), imajo ¢ut za situacijo, so
pa morda preve¢ vpleteni ali premalo izobrazeni. Verjetno
je potrebno sodelovanje obojih.

5 Zakljucek

Za $e boljse znanje tujega jezika stroke, ki bi e povecalo
ucinkovitost nasih ¢loveskih virov, bi se bilo torej potrebno
$e bolj sistemati¢no lotiti oblikovanja programov za ucenje
tujih jezikov in pri tem predvsem koristno uporabiti
povratne informacije, ki nam jih lahko posredujejo nasi
diplomanti, ki so Ze zaposleni na dolo¢enem podro¢ju. Na
ta nacin bi nase $tudente $e bolje pripravili na naloge, ki jih
bodo morali opravljati v tujem jeziku, ko se bodo zaposlili v
razli¢nih delovnih okoljih.
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Spremembe pri organizaciji dobave blaga v
nabavni logistiki

Bojan Beskovnik

Pomijan 18b, 6274 Smarije, Slovenija, bojan.beskovnik@intereuropa.si

Teoretsko zastavljen referat razpravlja o pomembnih spremembah v nabavni logistiki. Prikazana staliS¢a izhajajo v glavnhem iz
novih smernic pri organizaciji dobave blaga, saj so spremembe v mednarodni ekonomiji in transportnem trgu potisnile podjetja k
spremenbam trzne strategije. Globalizacija je neizogiben pojav modernega gospodarskega razvoja. UCinki globalizacije mocno
vplivajo na razvoj novih transportnih in logisti¢nih konceptov.

Rezultati oz. spoznanja referata prikazujejo osnovne spremembe v nabavni logistiki, kjer mora oskrbovalni management izrabiti
prednosti na¢inov »ravno ob pravem Casu« in »od vrat do vrat, ki se izkazujejo skozi zniZzevanje stroSkov in potrebnega dobavnega
Casa. S pojavom globalizacije sta pomorski promet in kontejnerizacija okrepila svojo vlogo, saj imata veliko konkurenénih prednosti
napram ostalim vrstam in tehnologijam prometa. Prednosti se izkazujejo z zanesljivostjo, varnostjo in niZjimi stroski transporta (do
80%). Cena transporta je klju¢nega pomena v nabavni logistiki, vendar pa morajo podjetja upostevati tudi hitrost in rednost servisa.
Oskrbovalni management mora upostevati dejstva, da se transportno-logistine storitve neprestano spreminjajo, in hkrati prometne
tehnologije, posameznih prometnih panog neprestano modernizirajo. Tako se morajo uporabljati novi pristopi, kjer je pravocasna in
primerna informacija zelo pomembno sredstvo pri koordinaciji in organizaciji aktivnosti proizvodnega procesa. Za podijetja, ki formirajo
oskrbovalne verige postaja vedno bolj pomembna izgradnja ucinkovitega informacijskega sistema, da bi lahko pravocasno pridobili
pomembne informacije.

Podjetje lahko uporablja lastno zasnovan oskrbovalni management, ali pa izbere med razli¢nimi specializiranimi globalnimi logisti¢nimi

podijetji. Osnovnega pomena je zniZzevanje stroskov in isto¢asno pridobiti visji nivo logisti¢ne storitve.

Kljuéne besede: nabavna logistika, oskrbovalna veriga, nove transportne tehnologije, informacijska podpora

1 Uvod

Nabavna funkcija v podjetju je bila zelo dolgo zapostavljena.
Z nara$¢anjem konkurence so podjetja uvidela, da so v
nabavi velike rezerve, s katerimi se lahko znizuje stroske.
Dosezeni prihranki pri znizevanju nabavnih stroskov lahko
ucinkovito uresnicijo nabavne cilje in strategije podjetja, saj
se le-ti lahko zniZajo od 5 do 30% (Ir$i¢, 1998). Prihranki
niso zanemarljivi, ¢e upostevamo, da predstavljajo celotni
nabavni stroski priblizno 68% proizvodne vrednosti, v
materialno intenzivnih panogah pa predstavljajo celotni
nabavni stroski tudi do 90% proizvodne vrednosti (van
Welle, 2002).

V zadnjih dveh desetletjih so podjetja najbolj
znizevala stroske zalog in skladis¢enja. To jim je uspelo s
centralizacijo zalog, organizacijo proizvodnje in nabave po
sistemu »ravno ob pravem ¢asu« (ang. Just in time), uporabe
novih informacijskih sistemov in tudi zaradi pojava novih
tehnologij transporta in pretovora blaga. Po Pozarju (1998)
vkljucujejo odlocitve o nabavi razli¢ne vidike, in sicer:
tehni¢ni vidik (vrsta in lastnosti materiala), ekonomski
vidik (cena, stroski), komercialni vidik (pridobitev kupcev,
pogoji), pravni vidik (oblikovanje kupne pogodbe) in tudi
logisticni vidik (pakiranje, oblikovanje tovornih enot,
prevoz, stro$ki prevoza, ¢as). Obravnavanje vseh nastetih
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elementov omogoca zniZevanje logisti¢nih stroskov, kar
lahko zelo vpliva na znizevanje cene proizvodov.

Podjetja imajo lahko lastno oblikovano nabavno sluzbo,
ki se ukvarja z nabavno logistiko, lahko pa to prepustijo
specializiranim logisti¢cnim podjetjem. Vendar tudi v takem
primeru mora podjetje analizirati in izbrati najboljsega
ponudnika logisti¢nih storitev, ki podjetju, v zameno za
placilo, poskrbi za oskrbo poslovnega sistema s potrebnim
blagom, v ustrezni koli¢ini in kakovosti.

Pravilna in brezhibna organizacija dobave materiala
lahko zelo pomembno vpliva na proizvodni proces podjetja
in hkrati vpliva na znizevanje stroskov podjetja, ki se
zrcalijo tudi skozi ceno posameznega proizvoda. Pri 10%-ni
stopnji dobic¢ka ima namre¢ zmanj$anje nabavnih stroskov
za 100.000 enot enak vpliv kot povecanje prodaje za milijon
enot (Lindi¢, 2003).

2 Opredelitev proizvodnega in nabavnega
procesa podjetja

Oskrbovalna veriga lahko obstaja v proizvodnem in
storitvenem podjetju, ¢eprav se kompleksnost verige zelo
razlikuje (Ganeshan, Harrison, 2003). Pri tem je nabavno
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planiranje osrednjega pomena za nabavno funkcijo.
Vsebuje na¢rtovanje moznih scenarijev z moznimi izidi ter
financiranjem. Planiranje nabave ima osnovo v celotnem
strate$kem planu podjetja in mora biti usklajeno tudi s plani
ostalih funkcij podjetja, saj predstavlja njihovo podporo.
Obic¢ajno je nabavni plan del plana podjetja kot celote
in temelji na planu proizvodnje ter predvidene prodaje.
Proces planiranja v podjetju se za¢ne s trznimi raziskavami,
ki oblikujejo osnovne trende prodaje, izoblikovanje novih
prodajnih moznosti, iskanje novih trgov in trznih pristopov.
V S$iroko zastavljeno nabavno funkcijo so horizontalno
vklju¢eni vsi pomembni ¢leni oskrbovalnega procesa
v podjetju (razvoj, prodaja, proizvodnja, tehnologija,
kakovost, zaloge in finance), ki imajo v procesu dobavne
verige to¢no doloc¢eno vlogo oz. funkcijo.

Nabavna funkcija mora ob vsakem ¢asu in pod vsemi
pogoji zagotavljati redno oskrbo z materiali, opremo,
blagom in storitvami kot podporo vsem poslovnim
funkcijam v podjetju (van Welle, 2002). Oskrbovalna
veriga (ang. Supply chain) je mreza zvez in distribucijskih
moznosti, ki opravljajo funkcije nabave materialov,
njihovega preoblikovanja v vimesne in kon¢ne proizvode ter
distribucijo kon¢nih proizvodov kupcem.

Poleg tega sta pomembni Se poprodajna logistika
in okoljevarstvena logistika. Poprodajne aktivnosti
(montaza, poskusno delovanje, oskrba z rezervnimi
deli, servisiranje itd) so vedno bolj pomembne za kupce
in kon¢ne uporabnike. Okoljevarstveno logistiko pa so
podjetja zacela aktivno izvajati v zadnjem desetletju. Le-ta
je najbolj prisotna v razvitih drzavah, kjer morajo podjetja
skrbeti ne le za logisti¢ne storitve nabave, proizvodnje in
prodaje blaga, temve¢ tudi za vse vrste ostankov in drugega
materiala povezanega z blagom (Logozar, 2004). Okoljska
problematika postaja med najpomembnej$imi vprasanji, ki
jih mora nabavna funkcija razresiti ze v fazi razvoja izdelka
(van Welle, 2002).

Plan proizvodnje podjetja se oblikuje glede na planirano
prodajo proizvodov in predstavlja grobi okvir plana
nabave, saj doloca koli¢ino in ¢as nabave dolo¢enega blaga.
Sodobne zahteve proizvodnje se nagibajo k nacelu »ravno
ob pravem casu« (skr. JIT). Proizvodnja JIT je pogojena z
majhno velikostjo serij, nizkimi nabavnimi stroski, odli¢no
kakovostjo, ve¢jo pogostostjo dobav, rednimi transportnimi
povezavami in natan¢nimi dobavnimi ¢asi.

Zanemoteno delovanje tak$nega proizvodnega procesa
je potreben skrbno izdelan operativni plan proizvodnje, v
katerem se opredeli katere proizvode se bo proizvajalo in
v kaksnih koli¢inah. Osnovo operativnemu planu dajejo Ze
sprejeta narodila in predvideno povprasevanje. Ce gre za
proizvodnjo na zalogo je osnova predvideno povprasevanje,
sicer gre za proizvodnjo po narocilu. Pomembno je, da je
potrebna zmogljivost usklajena z razpolozljivo zmogljivostjo
skladis¢ in proizvodnje.

2.1 Pomembnost zalog

Dejavnost oblikovanja optimalne koli¢ine zalog je
potrebna za nemoteno delovanje proizvodnje podjetja.
Moznost oskrbovanja na eni strani in stroski skladi§¢enja na
drugi strani so odvisni od visine zalog, tako se lahko oba cilja
zdruziv skupni cilj: optimizacijo zalog (Kaltnekar, 1993). Na

zaloge vpliva nabavna logistika, ki ima nalogo zagotavljati
material in storitve za nemoten tok proizvodnega procesa
in direktno vpliva na proces skladi$¢enja in dejavnost
notranje logistike. Zaloge so izraz ¢asovne neusklajenosti
in predstavljajo zaloge surovin, nedokonc¢ane proizvodnje
in gotovih izdelkov. Do njih lahko pride na logisti¢ni poti
blaga od nabave surovin do kon¢nega potro$nika gotovih
izdelkov.

V zadnjih letih prihaja do spremenjenega nacina
oblikovanja zalog, saj se tezi k zmanj$evanju le-teh in prav
tako tudi skladi$¢nih povrsin. Pojavljata se koncepta dobave
po nacelu JIT in »od vrat do vrat« (ang. Door to door). Oba
koncepta zmanj$ujeta koli¢ine zalog, skladi§¢nih povrsin in
skladi$¢nih manipulacij.

2.2 Opredelitev potrebnih zalog

Zaloge povzrodijo stroske, ki nastanejo zaradi skladi$¢enja,
poskodbe blaga, zastarelosti, angaziranja finan¢nih sredstev
ter pocasnej$ega obracanja teh sredstevipd. Za upravicenost
drzanja zalog morajo biti skupni stroski zalog manjsi od
stroSkov pomanjkanja materiala. Podjetje lahko doloci
velikost zalog glede na dejavnost in obseg stroskov. Po
Logozarju (2004) se lahko podjetje opredeli za varnostne,
operacijske, signalne ali maksimalne zaloge.

Varnostne zaloge sluzijo kot amortizer pred slabo
izkori§¢enostjo proizvodnih zmogljivosti, saj lahko pride
do nesorazmerja med dobavo in proizvodnjo, ker ni
mogoce pri¢akovati, da bo posamezno blago pravocasno
dostavljeno v proizvodnjo. Operacijska zaloga je zaloga, ki
zadostuje podjetju za normalno proizvodnjo v ¢asu enega
cikla. Signalna zaloga predstavlja mejo visine zaloge, pri
kateri je potrebno sproziti postopke nabave. Enaciti jo je
mozno z dobavnim rokom, saj mora prispeti nova koli¢ina
v trenutku, ko se v skladiS¢u doseze raven varnostne
zaloge. Maksimalna zaloga pa predstavlja vi$ino zalog, do
katere je $e gospodarno skladi$¢iti material, polizdelke
ali kon¢ne izdelke. Najpogosteje se z njo dolo¢a potreben
obseg skladi$¢nega prostora. Med nabavno logistiko in
oblikovanjem strategije zalog gre za interakcijo, saj nabavna
logistika opredeljuje velikosti zalog, hkrati pa strategija
oblikovanja zalog vpliva na organizacijo dobavne verige.

3 Odloditev o nacinu prevoza

Odlo¢itev o nacinu prevoza naj bi bila prepuscena
strokovnjakom, ki se dnevno ukvarjajo s transportno-
logisti¢nimi procesi preme$canja blaga. Pri tem se lahko
uporabi storitve zunanjega logisticnega podjetja, ali pa se
uporabi znanje notranjega managementa, ki se ukvarja z
nabavno logistiko.

Pomembno je poznavanje, kdo lahko izbira prevoz
oz. na komu sloni organizacija le-tega. Najpogosteje so
dolznosti in obveze opredeljene s prodajno pogodbo,
tako je za podjetje zelo pomembno poznavanje razli¢nih
klavzul, ki vsebujejo pravila o bistvenih dolznostih kupcev
in prodajalcev. V mednarodnih dobavnih pogodbah so
tako zelo pomembne INCOTERMS klavzule, ki odrejajo
pravila v zvezi s prevozom blaga od prodajalca do kupca.
Pri tem gre za dolo¢ila o prevzemu blaga, pla¢ilu kupnine,
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zavarovanje prevoza, pakiranje blaga, prehod tveganja
med strankama, izdelava transportnih dokumentov. Vrstni
red trinajstih klavzul je namre¢ tak, da od klavzule do
klavzule naras$c¢ajo dolznosti prodajalca (dobavitelja), temu
ustrezno pa se zmanj$ujejo obveznosti kupca. Poznavanje
INCOTERMS klavzul omogoca prejemniku in dobavitelju
prenos organizacije in izbire vrste prevoza na dobavitelja. V
primeru, da zeli kupec imeti vpliv na izbiro vrste prevoza,
se mora dogovoriti za katerokoli klavzulo iz skupine E in F
oz. v kolikor ne Zzeli nositi stroske in organizacijo prevoza
blaga pa se mora dogovoriti najman;j klavzulo iz skupine C
(McConville, 1998).

3.1 Izbira najprimernej$ega nacina transporta

Glede na izbrano prevozno pot se podjetje lahko
odlo¢a med naslednjimi moZnostmi transporta: kopenski
transport, vodni in zra¢ni transport. Znotraj Evropske
Unije in med sosednjimi drzavami je najbolj v uporabi
kopenski transport, kjer ima cestni prevoz prioriteto
predvsem na krajsih relacijah. Zaradi globalizacije
gospodarstva in Sirjenjem mreze dobaviteljev v Severno

Ameriko in predvsem na Daljni Vzhod se transportne
razdalje bistveno povecujejo. Tako sta pomorski in zraéni
transport postala najprimernej$a nacina prevoza. Zaradi
pomembnosti cene transporta se zraéni prevoz uporablja
le v nujnih primerih (izpolnitev terminskega plana) ter
ob prevozu zelo dragocenih tovorov. Pomorski transport
je pri medkontinentalnem poslovanju najcenejsi in
najprimernejsi za transport masovnih in cenejsih tovorov
(McConville, 1998). Kljub zelo dolgim potovalnim ¢asom
pa se s primernim nabavnim planom in dobro urejeno
nabavno logistiko to slabost odpravi.

Kakor je iz tabele 1 razvidno se prednosti vodnega
transporta izkazujejo z veliko zmogljivostjo in nizkimi
strogki. Ravno nasprotno je pri zratnem prometu, ki ima
prednosti predvsem pri hitrosti in pogostosti. Razlika med
cestnim in ZelezniSkim transportom je v tem, da je cestni
transport hitrejsi, z rednej$imi in pogostejsimi odpremami.
Ob tem pa ima Zeleznigki transport vecjo zmogljivost
in nizje strogke pri transportu blaga in ljudi. Cevovodni
transport ima primerjalno prednost pri rednosti in nizkih
strogkih, medtem ko je zmogljivost in hitrost takega nac¢ina
transporta primerjalno zelo slaba.

Tabela 1: Razvrs¢anje posameznih vrst transporta glede na sestavine njegove kakovosti

Vir: Evans, Berman, 1997

Sestavine kakovosti Zelezniski Cestni Vodni Zraéni Cevovod.
Hitrost ook ok k% * Nav——_—,
Stroski k% % *% o5k *
Rodnost k% ok Hkkok okkkok *
Pogostost bk *k ok ok * ook
Zmoznost ot ok * Hkkok ok shok

Izbira nacina prevoza predstavlja osnovo priizbiri na¢ina
dobave blaga. Zelo pomembna je tudi izbira prevoznikov
(ang. Carriers), ki ponujajo prevoz znotraj iste transportne
dejavnosti. Pomembno je analizirati posamezne prednosti,
pomanjkljivosti in omejitve, ki jih ponuja prevoznik pri
ponujenem servisu. Upostevati je potrebno hitrost dostave,
rednost in zmogljivost, pogostost ter ceno.

Hitrost dostave oz. ¢as potovanja (ang. Transit time) je v
sodobnem pojmovanju oskrbovalnih verig najpomembnejsi
element, saj omogoca nemoteno in ucdinkovito delovanje
podjetij ter omogoca zagotavljanje nacela JIT.

Rednost pri oskrbi z blagom omogoca lazje planiranje
zalog in procesa proizvodnje, kar direktno vpliva tudi na
zniZevanje stro$kov skladi$¢nega prostora in potrebnih
manipulacij. Zmogljivost predstavlja zagotovilo, da bo v
vsakem trenutku na razpolago primerno $tevilo transportnih
sredstev oz. bo dovolj prostora na posamezni transportni
liniji. Pogostost odraza dovolj veliko frekvenco odhodov iz
posameznega podrocja. V pomorskem prevozu so skorajda
nujni tedenski odhodi, ponekod pa se vpeljujejo $e pogostejsi
odhodi, ki omogocajo lazje dobavo po nacelu JIT.
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Cena transportne storitve predstavlja poleg hitrosti in
rednosti najpomembnejsi element, saj zelo vpliva na celotne
stro$ke nabavne logistike. Vendar najpogosteje velja, da
najnizja cena transportne storitve predstavlja kompenzacijo
za niZjo raven ostalih elementov.

3.2 lzraba integralnega in intermodalnega
transporta

Poznavanje sodobnih transportnih tehnologij omogoca
optimalno organizacijo dobave materiala. Pri tem gre
za uporabo najprimernej$ega transportnega sredstva,
racionalizacijo transportnega prostora in skladi§¢nih
manipulacij. Najpomembnejso vlogo imata paletizacija
in kontejnerizacija, saj omogocata oblikovanje optimalne
transportne enote. Sistem paletizacije najpopolneje in
najbolj univerzalno povezuje posami¢ne kose tovorov
v zdruZevanju enot blaga in omogoca vzpostavljanje
neprekinjenega kroga vseh udelezencev od surovinske
baze do odjemalcev (Jakomin, Zelenika, Medeot, 2002).
Omogoca oblikovanje vecje transportne enote, s ciljem
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hitrejSega in varnejSega transporta oziroma enostavnejega

manipuliranja v sklopu transporta. Cilj paletizacije je

povecdanje storilnosti in racionalizacija vseh prevoznih,
skladi$¢nih, pretovornih in drugih operacij ter omogocanje

kombiniranega transporta in njegove integracije v

transportno verigo. Ta cilj je v celoti doseZen takrat, ko se

blago natovarja na palete ze pri dobavitelju, ista tovorna

enota se nato uporablja pri notranjem skladi$¢enju in v

notranjem transportu.

Priorganizaciji dobave na daljsih relacijah, predvsem pri
prekomorskem poslovanju, igrakontejnerizacijanajvidnej$o
vlogo. Vendar tudi pri transportu na kraj$ih razdaljah
kontejnerizacija prevzema vodilno vlogo, kar je v skladu s
prometno politiko EU, ki je opredeljena v Beli knjigi (EU,
2001), s katero Zzeli EU preusmeriti konvencionalne tovore
s kopenskih prometnic na morske in notranje plovne poti.
V kombinaciji s paletizacijo prinasa uporaba zabojnikov v
transportu koristne u¢inke, tako za uporabnike transportnih
storitev, kot tudi za transportne organizacije, saj omogoca
povezovanje vseh dejavnosti transportnega procesa v
enoten proces po nacelu “od vrat do vrat’, brez vmesnih
pretovarjanj in dodatnih manipulacij blaga (Slack, 2001). S
tem se bistveno poveca hitrost transporta in dobava blaga.
Kontejnerji omogocajo s svojo konstrukcijo hitro, varno
in ekonomi¢no izvajanje manipulacij. Zaradi tega so veliki
prihranki pri manipulativnih strogkih in prihranki zaradi
visoke produktivnosti. Primeri kazejo, da se produktivnost
prelozenih operacij pri uporabi zabojnikov, v primerjavi
s klasi¢nim prevozom, poveca za okoli 20-krat. Zabojnik
se prelozi v petih minutah, enaka koli¢ina blaga pa se
klasi¢no pretovarja tudi do dve uri (Jakomin, Zelenika in
Medeot, 2002). Skladno z Direktivo evropskega Parlamenta
o intermodalnih nakladalnih enotah (Directive of the
European Parliament and of the Councill on Intermodal
Loading Units, 2003) Evropska unija Zeli harmonizirati in
standardizirati dimenzijske ter konstukcijskeznadilnosti
intermodalnih transportnih enot. Pri tem Zeli vpeljati novo,
vedjo in zmogljivej$o intermodalno transprtno enoto, ki bi
imela trdnostne znacilnosti ISO zabojnika in dimenzijske
lastnosti zamenljivih zabojnikov (npr. 2550x2900x13600
mm).

Kontejnerizacija torej pomeni bistveno racionalizacijo
transportnega procesa, s tem pa racionalizacijo celotne
oskrbovalne verige, kar v kon¢ni stopnji zniZuje stroske
reprodukcije v gospodarstvu. Celotni stro$ki klasi¢nega
prevoza so 60% visji kot pri transportu zabojnikov. Delez
pretovornih stroskov pri klasiénem prevozu znasa 0,4%, pri
pretovoru zabojnikov pa le 0,07%. Bistveno niZji pa so tudi
stroski embaliranja in pakiranja, ki se znizajo tudi do 80%
odvisno od vrste blaga, nacina in vrste prevoza (Jakomin,
Zelenika in Medeot, 2002).

Pojav intermodalnega transporta izvira dejansko iz
potreb uporabnikov, ki zahtevajo vedno boljso kakovost
transportnih storitev, ob najnizjih stroskih. Ta se izraza
predvsem v (Jakomin, Zelenika, Medeot, 2002):

B vedji hitrosti transporta: pri tem ne gre le za tehni¢no
hitrost transportnih sredstev, ampak za hitrost
poteka celotnega transportnega procesa (komercialna
hitrost),

B neprekinjenosti transporta: to pomeni, da blago
prevazamo direktno iz skladis¢a dobavitelja do

skladis¢a prejemnika oz. direktno v proizvodnjo, brez

vmesnega prekladanja,

B vedji proznosti transporta: gre za zahtevo, da se
transportne organizacije hitreje prilagodijo potrebam
svojih uporabnikov s transportnimi sistemi glede na
vrsto in koli¢ino blaga ter v ¢asovnem in prostorskem
smislu,

B kakovosti manipulacij: to pomeni, da mora blago
obdrzati kvalitativne in kvantitativne lastnosti,

B zmernosti stroskov transporta: celotni stroski, ki
nastajajo v transportnem procesu ne samo v prevozu,
morajo biti sorazmerni glede na pogoje in kakovost
transportnih storitev.

Ti dejavniki so povzrocili spremembe v poslovnem
obnasanju transportnih organizacij, ki so prisiljene
spremeniti odnos do zahtev uporabnikov. To je sprozilo
proces integriranja transportnih storitev in pojav
intermodalnega transporta, ki omogoc¢a ucinkovito
delovanje celotne nabavne logistike.

3.3 Oblikovanje cene prevoza

Cene kopenskega transporta se viSajo z vecanjem razdalje in
se zniZujejo z ve¢anjem konkurence oz. z moznostjo izbire
alternativne vrste prevoza. Cene pomorskega transporta
pa so oblikovane glede na povprasevanje na trzis¢u in
niso direktno vezane na transportno razdaljo. Primerjava
pomorskih voznin (tabela 2) na relaciji Daljni Vzhod
- EU in v obratni smeri pokaze odvisnost oblikovanja
voznin glede na mo¢ blagovnih tokov, tako so voznine iz
Azije za Evropsko Unijo celo pet-krat vije kot v obratni
smeri. Voznine na relaciji med Severno Ameriko in EU
pa so v obeh smereh dokaj usklajene, kar je odraz vecje
enakomernosti tovornega prometa med kontinentoma.
Analiza cene pomorskega transporta iz pristani$¢ severnega
Jadrana za Istanbul potrjuje dejstvo, da se pomorske voznine
ne oblikujejo glede na razdaljo, saj je pomorska voznina do
Istanbula vi$ja kakor do azijskih pristani$¢, do katerih je
transportna pot celo do 8-krat daljsa.

Izbira prevoznika na doloceni relaciji izklju¢no glede
na ceno prevoza ne omogoca izbire najoptimalnejsega
nacina prevoza oz. dobave materiala, saj lahko nizja cena
prevoza pokriva slabosti glede hitrosti dobave, rednosti
in pogostosti odprem. Pri izbiri je potrebno razvrstiti
prioritetne lastnosti in primerno temu uvrstiti pomembnost
cene prevoza. Prevozniki, ki ponujajo hiter in reden prevoz,
najpogosteje ponujajo vi$je cene prevoza, ki pokrivajo visji
nivo storitve. Prevozniki lahko cene prevozov prilagajajo
glede na rednost in stalnost poslovanja z doloc¢enimi
dobavitelji ali prejemniki.

Globalizacija gospodarstva je porinila v ospredje
globalna logisticna podjetja, ki kontrolirajo vecino
svetovnih blagovnih tokov. Taka podjetja lahko dosegajo
bistveno niZje cene prevozov, saj prevoznikom zagotavljajo
velike koli¢ine blaga, ki omogocajo vzpostavljanje rednih
in pogostih odprem. Glede na stalnost medsebojnega
poslovanja se tako sklepajo terminske pogodbe, v katerih so
posebej dogovorjene nizje cene prevoza. Dobavitelji morajo
tako stremeti k povezovanju z velikimi logisti¢cnimi podjetji,
saj lahko le tako dosegajo bistveno nizje prevozne stroske in
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Tabela 2: Primerjava pomorskih voznin preko severno jadranskih pristanis¢ (december 2005). Vir: raziskava avtorja

Pom. voznine za S. Jadran Pom. voznine iz S. Jadrana
PristaniSCe 20" zabojnik 40" zabojnik 20" zabojnik 40" zabojnik
Hong Kong usd 900 usd 1750 usd 200 usd 350
Sangaj usd 950 usd 1800 usd 250 usd 400
New York usd 1200 usd 1600 usd 1250 usd 1650
Long Beach usd 1300 usd 1650 usd 1400 usd 1700
Istanbul usd 300 usd 500 usd 400 usd 600

s tem zniZujejo celotne stroske v dobavni verigi.

Pri oblikovanju cene prevozov ni mogoce predvideti
izredne (zunanje) vplive, ki doprinesejo k nihanju cen
prevozov. Taki izredni vplivi so povezani z nihanjem
cen nafte na svetovnem trgu, izrednimi vremenskimi
razmerami, nenadnim povecanjem povprasevanja po
transportnih storitvah, ipd. Prihajajo¢e nove tehnologije
transporta in pretovora prav tako vplivajo na oblikovanje
cen prevoza. Najpogosteje so to odmiki v negativno smer
oz. pripomorejo k zniZevanju cen na posamezno tovorno
enoto (npr. velikosti ladij, zmogljivej$a prekladalna sredstva,
ipd). Tako morajo vsi sodelujo¢i v dobavni verigi stremeti
k uporabi najsodobnejsih in najzmogljivejsih transportnih
ter manipulativnih sredstev.

4 Informacijske povezave med partner;ji v
dobavni verigi

Tok informacij v dobavni verigi ima ¢edalje pomembnejso
vlogo. Pri tem ni pomembna le izmenjava informacij o
blagu med dobaviteljem in prejemnikom, temve¢ vseh
sodelujo¢ih v oskrbovalni verigi. S pove¢anjem transportne

razdalje se praviloma povecata Stevilo udelezencev v

verigi in potreba po kombiniranju razli¢nih transportnih

nosilcev. To pa otezuje ucinkovito izmenjavo podatkov

o tovoru, saj se uporabljajo razli¢ni informacijski sistemi,

ki so prilagojeni posameznim dejavnostim in okoljem. Za

izmenjavo podatkov med partnerji v oskrbovalni verigi

obstajajo razlicne moznosti (Becker in Rosemann, 1993):

B partnerji imajo identi¢ne sisteme, tako je potrebno
rediti le tehni¢ni vidik komuniciranja (povezava v
omrezje, komunikacijski protokol);

B partnerji uporabljajo razli¢ne sisteme, zato je potrebno
uvesti pretvorbene vmesne programe, ki omogocajo
pretvorbo podatkov med partnerji;

B partnerji uporabljajo razli¢ne sisteme, vendar se
medsebojno dogovorijo za uporabo standardiziranega
formata za prenos podatkov.

Najoptimalnejsije prviprimer, sajso potrebne najmanjse
finan¢ne in casovne investicije v racunalniSke sisteme
vseh sodelujoc¢ih. Nerealno je pricakovati, da partnerji
uporabljajo identi¢ne sisteme, saj se sistemi razlikujejo Ze
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med podjetji, ki opravljajo isto dejavnost znotraj iste regije.
Se ve¢je razlike so pri mednarodnem poslovanju, kjer v
manj razvitih drzavah poredkoma uporabljajo razvite in
napredne informacijske sisteme in povezave.

4.1 Standardizacija prenosa informacij

Teznja po sledenju blaga in tovornih enot pogojuje uporabo
informacijskih sistemov. Zaradi raznolikosti uporabe le-teh,
so se razvili razli¢ni standardizirani vmesniki za izmenjavo
podatkov. Mednarodno uveljavljen vmesnik, ki se je
uveljavil v razli¢nih panogah, je EDIFACT (Electronic Data
Interchange for Administration, Commerce and Transport),
medtem ko se v pomorskem transportu uporablja EDISHIP
(Shipping lines’ Electronic Data Interchange Iniative).
Vmesnik za izmenjavo podatkov EDISHIP se tako uporablja
pri komunikaciji o tovornih posiljkah (npr. zabojnikih) med
prevozniki in pristani$¢i. Omogocajo hitro in enostavno
izmenjavo podatkov, kar povecuje sledenje posamezne
posiljke v oskrbovalni verigi.

Fizicni potek nabave blaga potrebuje ustrezno
informacijsko podporo. Pomembna naloga pri tem
je doseganje casovnih prednosti s prehitevajoc¢im
informacijskim tokom. Tak$ne informacije je mozno izrabiti
za pripravo na sprejem blaga in planiranje proizvodnje. Pri
prekomorskem poslovanju je zaradi daljsih potovalnih ¢asov
informacije o tovoru veliko lazje pridobiti. Nekoliko tezje je
potrebne informacije pridobiti pri krajsih relacijah, kjer se
prevoz oz. dobava opravi v nekaj urah oz. dnevu ali dveh.

4.2 Sledljivost blaga in poSiljk v procesu nabave

Pot k zanesljivem in stabilnem nivoju kakovosti v
oskrbovalni verigi je tudi uc¢inkovito komuniciranje, saj
iz prakse izhaja, da so za odstope v vrednotenju kakovosti
mnogokrat krive nepopolne ali napa¢ne informacije (van
Welle, 2002). Najvecja globalna logisticna podjetja imajo
zelo dobro razvite informacijske sisteme, ki omogocajo zelo
natan¢no in azurno spremljanje posameznih posiljk. Svojim
strankam lahko v vsakem trenutku podajo informacijo
o lokaciji posiljke in zelo natan¢no napovedo prihod oz.
dostavo blaga v podjetje. Njihove informacije slonijo na
povezavah s prevozniki, ki azurno belezijo vsak premik in
manipulacijo posamezne tovorne enote oz. blaga.
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Prevozniki in logisticna podjetja omogocajo svojim
partnerjem vstop na njihove spletne strani, kjer lahko
sami preverijo lokacijo in stanje posiljke blaga. Sodobne
tehnologije spremljanja posiljk omogocajo celo sledenje
posameznega paketa v dolo¢enem zabojniku, tako lahko
dobavitelj pridobi natan¢no informacijo o dostavi za
posamezno blago. Nekateri prevozniki oz. logisti¢na
podjetja omogocajo svojim partnerjem celo vstop in
vpogled v dokumentacijski del spletne strani, kjer si
lahko preko predhodno pridobljenih gesel sami natisnejo
potrebne dokumente (npr. nakladnico). Vse omenjene
re$itve nastajajo z Zeljo po u¢inkoviti izmenjavi informacij,
ki spremljajo posamezno posiljko. Z vefanjem obsega
potrebnih informacij in vedjo kakovostjo izmenjave le-
teh med partnerji v oskrbovalni verigi, se omogoca
ucinkovitej$e delovanje celotne nabavne logistike.

5 Sklepna spoznanja

Spoznanja pri analizi sodobne organizacije dobave blaga
pri¢ajo o spremenjenem pojmovanju in obravnavanju
nabavne logistike in organizaciji dobavnih verig. Narag¢anje
konkurence je spodbudilo podjetja k iskanjem rezerv. Le-
te so podjetja uvidela v nabavi blaga. Spremenjen pristop
v proizvodnji in nabavi po nacelih sodobne logistike,
in sicer »ravno ob pravem ¢asu« in »od vrat do vrat«, je
spremenil odnos do pojmovanja dejavnosti skladi$¢enja
in oblikovanja zalog. Ob tem pa mora proces proizvodnje
in prodajne logistike nemoteno delovati. Zmanjsevanje
koli¢ine zalog in s tem potrebnih povr$in skladis¢enja
omogoca znizevanje stroskov. Poleg tega poznavanje
sodobnih nac¢inov transporta lahko doprinese k zniZevanju
dobavnih ¢asov in negotovosti pri dobavi blaga direktno
v proizvodnjo. Sodobne tehnologije transporta, kot so
paletizacija in kontejnerizacija, omogoc¢ajo ucinkovito
formiranje transportnih enot. Zbiranje blaga razli¢nih
dobaviteljev omogoca racionalizacijo dobave in znizevanja
stroskov, saj se zaradi globalizacije transportne poti in
potovalni ¢asi podaljsujejo.

Planiranje, organiziranje, vodenje in kontroliranje, kot
elementi managementa, se uvajajo tudi v procesu dobavnih
verig. Zelo pomembno vlogo ima tudi tok informacij, saj
fizi¢ni potek nabave blaga potrebuje ustrezno informacijsko
podporo. Pri tem ni pomembna le izmenjava informacij
o blagu med dobaviteljem in prejemnikom, temve¢ vseh
sodelujo¢ih v oskrbovalni verigi. Teznja po spremljanju
blaga in tovornih enot pogojuje uporabo naprednih
informacijskih sistemov. Neprestano se razvijajo novejsi
informacijski sistemi in razli¢ni standardizirani vmesniki
za izmenjavo podatkov, ki nudijo ustrezno informacijsko
podporo fizi¢nemu toku blaga.

Zaradi vse velje kompleksnosti nabavne storitve
in rastjo udelezencev v oskrbovalni verigi se povecuje
vloga globalnih logisti¢nih podjetij, saj lahko le-ta nudijo
najvisjo stopnjo podpore dobavi blaga. Pri tem lahko
dosegajo najniZje celotne stro$ke nabave ter tudi viji
nivo ostalih spremljajo¢ih in pomembnih elementov v
oskrbovalni verigi. Slednje velja tudi za Slovenijo, ki postaja
pomembna tranzitna drzava, hkrati so slovenska podjetja
pricela izkoris¢ati prednosti globalizacije. Pomembnost

tranzita tovora prek ozemlja Slovenije ponuja logisti¢nim
podjetiem moznost aktivnega delovanja v oskrbovalnih
verigah pri dostavi blaga do kupcev oz. podjetij vse do
osrednje in vzhodne Evrope. Prav zaradi tega so v zadnjih
letih vse najvecje svetovne logisti¢ne korporacije odprle
predstavnistva v Sloveniji. Poleg tega pomembna izvozna
in uvozna Slovenska podjetja prepuscajo aktivnosti
oskrbovalnih verig specializiranim logisti¢nim podjetjem,
ki z razvejanostjo svoje poslovne mreZe in obvladovanja
velike koli¢ine blagovnih tokov dosegajo niZje cene
transporta, kakor bi jih podjetja lahko dosegala pri
samostojni organizaciji oskrbovalnih dejavnosti.
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Korak pred prihodnostjo

Kako s teorijami o inovacijah
napovedati spremembe v industrij

Clayton M. Christensen,
Scott D. Anthony, Erik A. Roth

GV Zalozba Ljubljana, 2005, 350 strani

Pred kratkim je Zalozba GV iz
Ljubljaneizdalazanimivoin prakti¢no
knjigo treh zgoraj citiranih avtorjev z
naslovom Korak pred prihodnostjo.
Na 350. straneh so nam omenjeni av-
torji prikazali kako s teorijami o ino-
vacijah napovedujemo spremembe v
industriji.

V prvem delu knjige nas avtorji
poucijo o uporabi teorije pri anali-
zah. V ta namen nam osvetlijo zna-
menja sprememb, konkuren¢ne boje,
strateske odlocitve in kako na ino-
vacije vplivajo netrzni dejavniki. V
drugem delu pa imamo na voljo bo-
gate ponazoritve analize na temelju
teorije. Avtorji nas seznanijo o pri-
hodnosti izobrazevanja, rusilnih ino-
vacijah, prihodnosti polprevodnikov
ter $tevilnih podrobnostih inovacij v
tujini. Lahko recemo, da s teorijo ino-
vacij ocenjujemo strategijo druzb in
drzav. Avtorji nam prikazejo prihod-
nost telekomunikacij in kaj nas ¢aka
v prihodnosti.

Ta knjiga, s temeljitimi $tudijami
primerov iz petih panog (letalstva,
izobraZevanja, polprevodnikov,
zdravstva in telekomunikacij), pred-
stavlja analiticni model in ponuja
zakonsko dopustno diagnostiko ter
orodje, s katerimi bodo vodilni kadri
lahko zaznali organizacije, poslovne
modele in na osnovi tega napove-
dovalizmagovalce oziroma porazence
v neposrednih konkurenénih bojih.
Ravno tako bodo doloc¢eni strokovn-
jaki ocenili na osnovi obravnavanih
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gradiv ali odlo¢itve nekega podjetja
pomenijo boljse ali slabse moznosti
za njegov uspeh.

Avtorji namenijo veliko pozor-
nosti strateskim odloéitvam pri ob-
likovanju konkuren¢nih izdelkov
in storitev, kakor tudi nove oblike
izobrazevanja, ki so tik pred nami.
Seveda je rdeca nitka v knjigi ustvar-
jalnost in inovacije. Prav zaradi tega
nam ta knjiga prikazuje mozne spre-
membe v industriji iz najrazli¢nejsih
zornih kotov. To bo prispevalo pri
ustreznih poslovnih odlo¢itvah man-
agerjem, podjetnikom in drugim, ki
so soudelezeni pri uspe$nosti organ-
izacije, da bodo jasneje in odgov-
orneje opazovali prihodnost in pri
svojem odgovornem delu izkoristili
mo¢ napovedovanja, ki jo ima teorija
o inovacijah, ki so jo prikazali omen-
jeni avtorji v tej knjigi.

Knjigo je ocenil:
Gabrijel Devetak

Lateralno trzenje

Nove poti do izvirnih zamisli

Philip Kotler, Fernando Trias de Bes

GV Zalozba d.o.o. Ljubljana 2005,
145 strani

Glede na dejstvo, da zivimo
v trznem gospodarstvu, kjer je
konkurenca vse huj$a, je potrebno
iskati nove poti, na¢ine in modele
razvoja, proizvodnje, distribucije in
promocijenovihizdelkovinsodobnih
storitev. Prav iz tega zornega kota sta
se v novi knjigi o Lateralnem trzenju
spopadla Philip Kotler in Fernando
Trias de Bes. Na 145. straneh sta
prikazala razvoj trgov in dinamiko
konkurence iz  najrazli¢nejsih
zornih kotov, s posebnim poudar-
kom na digitalno tehnologijo, ki je
povzrodila pravo revolucijo. Osvetlila
sta prednosti in slabosti tradicional-
nega marketinskega razmisljanja in
takoj zatem oblikovala poglavie o
inovacijah znotraj obstojecega trga.
Prav inovacije oziroma ustvarjalnost
so tiste, s katerimi osvajamo nove
kupce in nove trge. Inovacije lahko

temeljijo na prilagoditvah, paki-
ranju, designu, dodatkih in $tevilnih
drugih resitvah, ki olaj$ajo rokovan-
je in izbolj$ujejo funkcionalnost.
Bistvo njunih razmisljanj je v tem, da
dopolnjujemo k obstoje¢im izdelkom
take resitve, dodatke ali obliko, ki
privlac¢i pretekle, sedanje in bodoce
kupce. O tovrstnih resitvah so bili
pravi mojstri ze pred davnimi leti
Italijani. Omenjena avtorja pa sta na
strokoven in znanstven nacin orisala
kako navpi¢no trzenje dopolnjujemo
z lateralnim trzenjem in kak$ni so
tovrstni u¢inki. Vse to jim je uspelo
na izredno razumljiv nacin, saj lat-
eralno trZenje uspeva tako na ravni
trga, izdelka, kakor tudi na ravni
trzenjskega spleta. Bogastvo knjige je
v tem, da zajema Stevilne prakti¢ne
primere in sisteme inventivnega
razmisljanja, od izvirnih zamisli,
novih poti do kon¢nih rezultatov
procesa lateralnega trzenja.

Knjigo je ocenil:
Prof. dr. Gabrijel Devetak

Management trzenja

Philip Kotler, Fernando Trias de Bes

GV Zalozba d.o.o. Ljubljana 2005,
875 strani
Enajsta izdaja

Obicajno postanejo strokovnjaki in
znanstveniki slavni Sele po smrti.
Philip Kotler, ki je tako reko¢ oce
marketinga, pa je Ze za Casa Zivljenja
postal svetovno znani strokovn-
jak in znanstvenik. To dokazujejo
njegova Stevilna strokovna dela in
najnovej$a — enajsta izdaja strokovne
knjige Management trzenja (naslov
izvirnika:  Marketing  manage-
ment). Namesto svetovno uveljav-
ljenega izraza »marketing« $tevilni
avtorji uporabljajo preveden pojem
»trzenje«, ki naj bi v celoti pomenilo
vsebino in pojem marketing.
Prednost in novost v najnovejsi
Kotler]ev1 knjigi poudarja:
Internet ter njegovo uporabo in
ucinke
B  Management verige povprase-
vanja in ponudbe
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B Ravnanje z odnosi s kupci in
ravnanje z odnosi s partnerji

B [zbirne moZnosti za trzne poti

B Razvijanje blagovne znamke in
upravljanje blagovne znamke
kot premozZenje podjetja.

Sicer pa je avtor kot v dosedan-
jih izdajah Managementa trZenja
obdelal v petih delih oziroma 22.
poglavjih najpomembnej$o vsebino
trzenja. V prvem delu je avtor pri-
kazal razumevanje managementa
trzenja iz najrazli¢nejsih zornih ko-
tov s poudarkom na 21. stoletje in
prilagajanju trzenja razmeroma nove
ekonomije. Bistvo trzenja temelji na
zadovoljstvu kupca, proizvajalca in
lastnika kapitala. Zato je tudi ta tem-
atika zajeta v posameznih poglavijih.
Uspeh podjetja ali posameznika pa
se odraza v tem, da prisluhnemo
placilno sposobnemu povprasevanju
in na osnovi tega oblikujemo, raz-
vijamo, proizvajamo in prodajamo
ustrezne izdelke oziroma storitve.
To dosezemo z analizo trzenjskih
priloznosti,strateSkimnacrtovanjem,
analiziranjem trZenjskega okolja
oziroma proucevanjem porabniskih
trgov in nakupnega vedenja. Ce pa
imamo proizvodnjo in prodajo re-
produkcijskih materialov izvajamo
analizo medorganizacijskih trgov in
nakupnega vedenja organizacij. Pri
tem moramo obvladati ravnanje s
tekmeci ter ustrezno dolocati trzne
segmente in izbirati ciljne trge.

Brez oblikovanja trznih strategij
pa si ne moremo zamisliti osvajanja
novih produktov, novih trgov in
novih kupcev. V ta namen je avtor
prikazal pozicioniranje in razliko-
vanje trzne ponudbe skozi Zivljenjski
cikel izdelka, razvijanje novih trznih
ponudb s poudarkom na vodenje
procesa razvoja ter sprejemanja
izdelka pri kupcu.

Avtor je veliko pozornosti name-
nil oblikovanju ponudbe za globalni
trg in razclenil konkretne aktivnosti
pri odlo¢anju nastopanja na trgih,
programih trzenja, komuniciranja in
organiziranosti slednjega. Pri oblik-
ovanju trzne ponudbe moramo imeti
ustrezno strategijo izdelka in s tem
povezanih trznih vidikov, vklju¢no
z blagovno znamko. Prav znamkam
je avtor namenil razmeroma veliko
prostora. Dotaknil se je tudi obliko-
vanja trzenja storitev in ustreznih

trzenjskih strategij za storitvena
podjetja pri upoStevanju cenovne
strategije za posamezne programe.

Zaokrozeno pa nam je v petem
delu prikazal Philip Kotler manage-
ment in izvajanje trzenjskih pro-
gramov. V tanamen je raz¢lenil man-
agement mreZ vrednosti in trznih
poti, trgovanja na drobno in debelo s
poudarkom na logistiko. Kot ve¢ina
avtorjev pa je namenil veliko pros-
tora managementu komuniciranja in
v ta namen nam predstavil trzenjsko
komunikacijski splet s petimi na-
jpogosteje uporabljenimi orodji.

Sevedapabrezstrokovnegakadra
ne moremo pric¢akovati poslovnih
uspehov. Zato moramo pravoc¢asno
naértovati prodajno osebje (organ-
iziranost, Stevilo, nagrajevanje in
podobno). Tudi od ravnanja s proda-
jnim osebjem je odvisen uspeh pod-
jetja. V zaklju¢nem poglavju se je av-
tor dotaknil managementa vseh pri-
zadevanj na podrodju trzenja in le-to
raz¢lenil na trZenje v organizaciji
podjetja, z oblikovanjem trzenjskega
oddelka, do konkretnega izvajanja in
nadziranja le-tega.

Bogastvo omenjene knjige se
odraza v managerski usmerjenosti,
analiticnem  pristopu, multidis-
ciplinarnem vidiku trZenja, uni-
verzalni uporabi, kakor tudi z
vseobsegajo¢em in uravnoteZenem
vsebinskem okviru, saj Kotlerjeva
knjiga zajema najpomembnejse vse-
bine, ki jih trzenjski manager mora
razumeti in obvladati za izvedbo
strate$kega, takti¢nega in adminis-
trativnega trzenja.

Avtor je strokovno knjigo oboga-
til $e s primeri v besedilu in kratkimi
$tudijskimi primeri ter vajami na
koncu posameznih poglavij. Novost
za $tudente in druge je med dru-
gim v trzenjski razpravi v vsakem
poglavju, ki prikazuje vprasanje, da
od udelezencev zahteva, da zavzame-
jo stali$ce o trzenjskem vprasanju, ki
ga obravnava konkretno poglavije.

Knjigo je ocenil:
Gabrijel Devetak

Ritmi poslovne evolucije

Sistemi, orodja in izku$nje za
viharna razmiSljanja

Violeta Bulc

Izdajatelj: Vibacom d.o.o. Ljubljana,
2006, 138 strani

Pred kratkim je Vibacom iz
Ljubljane izdal strokovno knjigo
mag. Violete Bulc, ki obravnava
ritme poslovne evolucije. Na 138.
straneh je avtorica na jasen in
prepricljiv na¢in prikazala, v sliki in
besedi, najpomembnejse elemente,
sisteme in orodja, ki so potrebna
v vsakdanjem Zivljenju. Vse to je
povezala s teorijo in prakso evolu-
cijskega razvoja poslovnih sistemov
in njihovo vsebinsko preoblikovan-
je skozi klju¢ne razvojne faze. V
zaokrozenih poglavjih je osvetlila
evolucijo poslovnih sistemov, evolu-
cijo in ustvarjanje dodane vrednosti
ter evolucijo in voditeljstvo. Podobo
evolucije poslovnih okolij vidi avtor-
ica v obliki $tirih pomembnih faz,
in sicer delovne, ucece, mislece in
ozave$cene faze okolja. Vse to je
avtorica kalila in preverjala v praksi.
Avtorica ugotavlja, da metodologija,
modeli in filozofski prostor poslovne
evolucije, so odprti in vabijo vse, ki
so z njimi izzvani, da se odzovejo
in s tem pripomorejo k njihovi nad-
aljnji evolucijski rasti.

Faze evolucijskega  razvoja
poslovnega sistema so v knjigi prika-
zane z vidika preteklosti, sedanjosti
in prihodnosti. Ni dovolj obvlado-
vati ustvarjalnost, misle¢e okolje,
inovativnost in podobno, kar je ak-
tuelno v sedanjosti; misliti moramo
na prihodnost, to je na intuitivnost,
ozave$ceno okolje in na Zivljenjsko
energijo.

Avtorica pravilno ugotavlja, da v
primeru povec¢anja dodane vrednosti
je klju¢ni poudarek na rasti, iskanju
novih trgov, razvoju novih izdelkov
in storitev.

V zaokrozenem poglavju o
evoluciji in voditeljstvu je mag.
Bulc podala oblikovanje razvojnih
strategij, najpomembnej$e elemente
vodenja ter ilustrirala faze evolu-
cijskega razvoja poslovnega sistema,
ki se nanasajo na zunanji in notranji
svet. Tudi v tem primeru je poudar-
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jena inovativnost, ozave$¢eno okolje,
zivljenjska energija ipd.

Avtorica vidi izzive v spodbu-
janju organske rasti poslovnih sis-
temov in oblikovanju inovativnih
orodij za njihovo dolgoro¢no stabil-
no rast. Izredno prakti¢na so njena
podajanja, ko poudarja, da je ¢as za
misleca podjetja in pot v ozave$¢ena
okolja. Novi ¢asi klicejo po novih
voditeljskih sposobnostih. Lepo je
prikazala »8 + 1« temeljnih poslovnih
sistemov. Pri tem je v sredi$¢u po-
zornosti odnos do sebe, tega pa ob-
dajajo odnosi do narave, strank, do-
baviteljev, javnosti, lastnikov, vod-
stva do zaposlenih, med zaposlenimi
in odnos do poslanstva. Malo je pod-
jetij, ki obvlada prikazane poslovne
odnose. Avtorica s svojim bogatim
znanjem, izkuénjami in vizionar-
skim pogledom, bogati delo ekspert-
nih skupin v okviru EU, razli¢nih
strokovnih svetov, upravnih in or-
ganizacijskih odborov. To pomeni,
da je ne samo na teko¢em z dogajanji
industrijsko razvitega sveta, ampak
je soustvarjalka za klju¢ne korake
pri razvoju misle¢ih okolij. Knjigi
je dodala nekaj prilog za ilustracijo
nekaterih evolucij. Prepri¢ani smo,
da bo najnovejsa knjiga mag. Violete
Bulc spodbuda in vodilo pri razisko-
vanju in razvoju v gospodarstvu in
$tudentom na fakulteta.

Knjigo je ocenil:
Gabrijel Devetak
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Strategija sinjega oceana

Ustvarite nov trzni prostor in
izstopite iz konkurencnega boja

W. Chan Kim, Renée Mauborgne

GV Zalozba d.o.o. Ljubljana 2005,
230 strani

Bistvo te knjige je v tem, da
vlagamo ustrezne napore v raziskave
in razvoj, da bi oblikovali tiste
izdelke in storitve, ki jih je mozno
ponuditi  placilno  sposobnemu
kupcu. S tem bomo prvi in morda
nekaj ¢asa $e edini na trgu, brez hude
konkurence in tako ustvarjali ugodne
poslovne rezultate za enostavno in
razéirjeno reprodukcijo ob doseganju
zadovoljstva kupcev, zaposlenih in
lastnikov kapitala. Dejansko so ta
izhodi$¢a osnovna filozofija in praksa
marketinga.

Avtorja pa sta s sodelavci na
podlagi raziskave 150 strateskih
odlocitev v ve¢ kot stotih letih in
tridesetih panogah ugotavljala, da
bodo vodilne druzbe prihodnosti
uspesne, ker bodo ustvarjale »sinje
oceane« novega trinega prostora,
zrelega za rast ob ustreznih strateskih
odlo¢itvah. Knjiga obravnava in
zajema  sistematiCen  pristop, s
katerim bodo podjetja dosegala
vodeco pozicijo na dolocenih trgih,
tako da konkurenca jim ne bi prila
do Zivega.

Najpomembnejse je oblikovanje
strategije sinjega oceana, tako da

se usmerimo na §ir§e okoliS¢ine in
presezemo trenutno povpraSevanje
ob iskanju in selekcioniranju
pravega strateSkega zaporedja. Ce
so omenjene faze ustrezno obdelane
bi sledilo uresni¢evanje strategije
sinjega oceana S premagovanjem
klju¢nih organizacijskih ovir. Seveda
je potrebno v tako strategijo vgraditi
dolo¢ene vzvode in spodbude za
prakti¢no uresni¢evanje ob stalnem
inoviranju dela in sredstev, kakor
tudi z obnavljanjem strategije sinjega
oceana.

Avtorja sta prikazala nekaj
poti in smernic za premaknitev
meja trga. Po njunem razmisljanju
so najpomembnejSe tovrstne poti
tiste, ki narekujejo nujnost, da se
oziramo po alternativnih panogah,
strateskih skupinah znotraj panoge,
po verigah kupcev in dopolnilnih
izdelkih oziroma storitvah. Ravno
tako je pomembno, da se oziramo
po funkcionalni oziroma <ustveni
privla¢nosti, ki jo imata izdelek
oziroma storitev za kupca; pri tem je
pomembna tudi ¢asovna razseznost
ob stalnem odkrivanjunovega trznega
prostora, to pomeni ugotavljanja
placilno sposobnega povprasevanja z
ustreznimi trznimi raziskavami.

Prakti¢nost omenjene knjige je
njeno stvarno in imensko kazalo v
zaklju¢nem delu obravnavane knjige.

Knjigo je ocenil:
prof. dr. Gabrijel Devetak
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Donatorji novogradnje
Fakulteta za organizacijske vede

ADRIA AIRWAYS - Slovenski letalski prevoznik d.d.
Kuzmiceva 7, 1000 LJUBLJANA

ARBORETUM
Volgji potok 3, 1235 RADOMLJE

ALPETOUR REMONT d.d.
Ljubljanska 22, 4000 KRANJ

ATOTECH - Kemicéna tovarna Podnart d.d.
Podnart 24, 4244 PODNART

AVTOTEHNA d.d.
Slovenska cesta 54, 1000 LJUBLJANA

BIGRAD
Kolodvorska 37d, 2310 SLOVENSKA BISTRICA

BRDO - PROTOKOLARNI SERVIS
Predoslje 39, 4000 KRANJ

DEDALUS d.o.o.
Dunajska 156, 1000 LJUBLJANA

DELO - Casopisno in zaloznigko podietje d.d.
Dunajska 5, 1509 LJUBLJANA

DOMEL d.d. - Elektromotoriji in gospodinjski aparati
Otoki 21, 4228 ZELEZNIKI

DOMPLAN d.d.
Bleiweisova cesta 14, 4000 KRAN]

ELEKTRO GORENJSKA

Javno podjetje za distribucijo elektriéne energije, d.d.

Bleiweisova cesta 6, 4000 KRAN]J

ELEKTROTEHNISKO PODJETJE d.d.
Ulica Mirka Vadnova 11, 4000 KRANJ

EL - VER, Elektroinstalacije Zvonko Verli¢ s.p.
Streliska 150, 2000 MARIBOR

ETIKETA Tiskarna d.d.
Industrijska ulica 6, 4226 ZIRI

EXOTERM Kemicna tovarna, d.d.
Struzevo 66, 4000 KRAN]

FOTO TIVOLI d.o.o.
Cankarjeva 7, 1000 LJUBLJANA

GORENJSKA BANKA d.d.
Bleiweisova 1, 4000 KRANJ

GORENJSKA PREDILNICA d.d.
Kidri¢eva cesta 75, 4220 SKOFJA LOKA

GORENJSKI TISK d.d.
UL Mirka Vadnova 6, 4000 KRANJ

GRADBINEC GIP d.o.o.
Nazorjeva 1, 4000 Kranj

GRATEX d.o.0.
Spodnja Recica 81, 3270 LASKO

HIT d.d. Nova Gorica - Hoteli igralnica turizem
Delpinova 7a, 5000 NOVA GORICA

HTG - Hoteli Turizem Gostinstvo d.d.
Partizanska cesta 1, 6210 SEZANA

IBM Slovenija d.o.o.
Trg Republike 3, 1000 LJUBLJANA

IBI Kranj - Proizvodnja Zakarskih tkanin d.d.
Jelenceva ulica 1, 4000 KRAN]

ISA Anton Mernik s.p. - Izvajanje sanacij v gradbenistvu
Kolodvorska ulica 35¢, 2310 SLOVENSKA BISTRICA

ISKRAEMECO, d.d.
Savska Loka 4, 4000 KRANJ

ISKRA - Iskra avtoelektrika d.d.
Polje 15, 5290 SEMPETER PRI GORICI

ISKRA - Industrija sestavnih delov d.d.
Savska loka 4, 4000 KRANJ

ISKRA INSTRUMENTI d.d.
Otoée 5a, 4244 PODNART

ISKRATEL - Telekomunikacijski sistemi d.o.0., Kranj
Ljubljanska cesta 24/a, 4000 KRANJ

ISKRA TRANSMISSION d.d.
Stegne 11, 1000 LJUBLJANA

lzredni Studenti FOV

JELOVICA d.d.
Kidriteva 58, 4220 SKOFJA LOKA

JEROVSEK COMPUTERS, d.o.o.
Breznikova 17, 1230 DOMZALE

KOGRAD GRADNJE d.o.o.
Miklavika cesta 82, 2311 SPODNJE HOCE

KOMUNALNO PODJETJE GORNJA RADGONA p.o.
Trate 7, 9250 GORNJA RADGONA

KOPIRNICA DEU s.p.
Kidri¢eva 55a, 4000 KRAN]

KOVINAR d.o.0. Vitanje
Kovaska cesta 12, 3205 VELENJE

KRKA, d.d., Novo mesto

Smarjeéka cesta 6, 8501 NOVO MESTO
KRKA ZDRAVILISCA - Zdraviliske, turistiéne in gostinske
storitve d.o.o.

Germova ulica 4, 8501 NOVO MESTO

LESNA Lesnoindustrijsko podjetje d.d.
Pod gradom 2, 2380 SLOVEN] GRADEC

LETNIK SAUBERMACHER d.o.o.
Sp. Porci¢ 49, 2230 LENART V SLOVENSKIH GORICAH
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LINIJA - Rajko Flerin, s.p., Slikopleskar in ¢rkoslikar
Britof 284, 4000 KRAN]

LJUBLJANSKE MLEKARNE d.d.
Tolstojeva 63, 1000 LJUBLJANA

LUKA KOPER d.d.
Vojkovo nabrezje 38, 6000 KOPER

MAGNETOMEDICINA d.o.o.
Triaska cesta 468, 1351 BREZOVICA PRI LJUBLJANI

MARMOR HOTAVLJE d.d.
Hotavlje 40, 4224 GORENJA VAS

MAT d. o. 0.
Orlova 12 a, 1000 LJUBLJANA

MEHANIZMI - Iskra Mehanizmi d.d. Lipnica
Lipnica 8, 4245 KROPA

MERCATOR - TRGOAVTO d.d. - Trgovina, servis
Pristaniska 43/a, 6000 KOPER

MERCATOR - PC GRADISCE d.d.
Golijev trg 11, 8210 TREBNJE

MERCATOR-OPTIMA - InZeniring d.0.0.
Breg 14, 1000 LJUBLJANA

MERKUR - Trgovina in storitve d.d.
Cesta na Okroglo 7, 4202 NAKLO

MESNA INDUSTRIJA PRIMORSKE d.d.
Panovska 1, 5000 NOVA GORICA

MICROSOFT d.o.o0.
Smartinska cesta 140, 1000 LJUBLJANA

MOBITEL d.d.
Vilharjeva 23, 1537 LJUBLJANA

OBCINA RADOVLJICA

Gorenjska cesta 19, 4240 RADOVLJICA
Opravljanje del z gradbeno mehanizacijo
MARJAN RAZPOTNIK s.p.

Krace 8, 1411 IZLAKE

OPTIMA - Podijetje za inzeniring in trgovino d.o.0.
Ulica 15. maja 21, 6000 KOPER

PALOMA SLADKOGORSKA - Tovarna papirja d.d.
Sladki vrh 1, 2214 SLADKI VRH

PIVOVARNA UNION d.d.
Pivovarni$ka ulica 2, 1001 LJUBLJANA

POSLOVNI SISTEM MERCATOR d.d.
Dunajska cesta 107, 1000 LJUBLJANA

POSLOVNI SISTEM - ZITO LJUBLJANA d.d.
Smartinska cesta 154, 1000 LJUBLJANA
POSLOVNO PRIREDITVENI CENTER -

GORENJSKI SEJEM Kranj d.d.
Stara cesta 25, 4000 KRAN]J

POSTA SLOVENIJE d.o.o.
Slomskov trg 10, 2000 MARIBOR
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PRIMORJE d.d.
Vipavska cesta 3, 5270 AJDOVSCINA

REGIONALNI CENTER ZA RAZVOJ d.o.0.
Cesta zmage 35, 1410 ZAGORJE OB SAVI

SATURNUS - AVTOOPREMA d.d.
Letaliska c. 17, 1001 LJUBLJANA

SAVA - Gumarska in kemi¢na industrija d.d.
Skofjeloska 6, 4502 KRANJ

SIEMENS d.o.0.
Dunajska cesta 22, 1000 LJUBLJANA

SLOBODNIK JOZE

Generalni Castni konzul RS v Kanadi

SLOVENIJALES PRODAJNI CENTRI
Dunajska cesta 22, 1000 LJUBLJANA

SLOVENSKE ZELEZNICE d.d
Kolodvorska ulica 11, 1000 LJUBLJANA

SVEA LESNA INDUSTRIJA d.d.
Cesta 20. julij 23, 1410 ZAGORJE OB SAVI

SUROVINA d.d. MARIBOR
Pobreska cesta 20, 2000 MARIBOR

TELEKOM SLOVENIJE d.d
Cigaletova 15, 1000 LJUBLJANA

TERME MARIBOR Zdravstvo, turizem, rekreacija d.d.
UL heroja Slandra 10, 2000 MARIBOR

TERMO d.d. - Industrija termi€nih izolacij
Trata 32, 4220 SKOFJA LOKA

TERMOELEKTRARNA TOPLARNA Ljubljana d.o.o.
Toplarnigka 19, 1000 LJUBLJANA

TOVARNA KLOBUKOV SESIR d.d.

Kidriteva 57, 4220 SKOFJA LOKA
TRIMO InZeniring in proizvodnja montaznih
objektov d.d.

Prijateljeva 12, 8210 TREBNJE

UNITAS - Tovarna armatur d.d.
Celovska cesta 224, 1107 LJUBLJANA

USTANOVA SLOVENSKA ZNANSTVENA FUNDACIJA
Stefanova 15, 1000 LJUBLJANA

ZAVAROVALNICA TRIGLAV, d.d.
Miklogiceva cesta 19, 1000 LJUBLJANA

ZAVAROVALNICA TRIGLAV, d.d. Obmocna enota Kranj
Bleiweisova cesta 1, 4000 KRANJ

ZVEZA RACUNOVODIJ, FINANCNIKOV IN REVIZORJEV
SLOVENIJE
Dunajska cesta 106, 1000 LJTUBLJANA

ZIVILA KRANJ - Trgovina in gostinstvo d.d.
Cesta na Okroglo 3, 4202 NAKLO

ZITO GORENJKA d.d.
Rozna dolina 8, 4248 LESCE
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8. posvetovanje diplomantov, magistrov in doktorjev
s podrocCja e-poslovanja
&
12. sestanek direktorjev
podjetij in vladnih organizacij ter predstavnikov univerz
0 razvoju e-regije

“Merkurjev dan 2006”

petek, 10. november 2006
Merkur d.d., trgovina in storitve, Naklo, Slovenija

http://eCenter.FOV.Uni-Mb.si/MerkurDay

Teme:

* Predstavitve diplomskih, magistrskih in doktorskih del s podrogja e-
poslovanja

* Razvoj eRegije: priloznosti in ovire

* Priprava inovativnih projektov na podro€ju eRegije: priloznosti z vidika
podijetij, vladnih organizacij in Evropske Unije

* Akcije za pospesitev razvoja e-regije

* Pomembnost uvajanja radiofrekvenénih tehnologij za razvoj eRegije

* Povezljivost informacijskih sistemov pri odpravljanju posledic ve¢jih
nesrec€ v e-regiji

* Razvoj e-regije z vidika obmejnih ob¢in

STk Organizatorja:
i E—gredlsce Fak_ultete za organizacijske vede
—@Ww Univerze v Mariboru
YaRye0" Organizacije v slovenskem projektu e-poslovanje
. v sodelovanju z:
- . L INifiaf
= AL ADIN eBusiness ALADIN - ALpe ADria INitiative
& u\nl]{).s\.?r;{.u.m univerz v Budimpesti, Gradcu, Kosicah, Mariboru,
S Munchnu, Novem Sadu, Pragi, Reki in Trstu

M E R l( U,R Gostitelj:

T T Merkur d.d., Trgovina in storitve, Naklo, Slovenija

¥
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UNIVERZA V MARIBORU - FAKULTETA ZA ORGANIZACIJSKE VEDE
UNIVERSITY OF MARIBOR - FACULTY OF ORGANIZATIONAL SCIENCES

CENTER ZA IZOBRAZEVANJE IN SVETOVANJE
CENTRE FOR EDUCATION AND CONSULTING
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Zanesljivost in
raZpoloZjIvost
SiStemoy
clovek = stroj

7s)

Knyjigo lahko narocite na naslov:
Univerza v Mariboru, Fakulteta za organizacijske vede, ZalozZba Moderna organizacija,
Kidriceva cesta 55a, 4000 Krany, tel.: 04 2374 390, fax: 04 2374 299
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UNIVERZA V MARIBORU
FAKULTETA ZA ORGANIZACIJSKE VEDE

F

X

¥ Zagotavljanje
o _RadrovsRih
né virov

3 N
&
Virov

GORAN VUKOVIC,
GOZDANA MIGLIC

2

Zalozba Moderna organizacija
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Navodila

avtorjem
prispevkov

V reviji Organizacija praviloma objavljamo
dela s predmetnega podrocja revije, ki $e niso bila
objavljena in niso bila poslana v objavo v kaksni
drugi reviji ali zborniku. Pisec je odgovoren za
vse morebitne krsitve avtorskih pravic. Ce je bil
prispevek Ze natisnjen drugje, poslan v objavo ali
predstavljen na strokovni konferenci, mora avtor
to sporoiti, pridobiti soglasje zaloZnika, ce je
potrebno, in navesti razloge za ponovno objavo.
Avtorjem prispevkov ne platujemo honorarjev.

V Organizaciji objavljamo razprave (znanstvene
¢lanke, rezultate raziskovalnega dela avtorjev, ali
pregledne ¢lanke), predloge za prakso (strokovne
¢lanke, na primer prikaze in ocene pristopov in
metod in njihove uporabe v praksi), razmisljanja
(krajsi prispevki), informacije in knjizne ocene.
Obcasno vkljucujemo tudi odmeve na objavljene
prispevke, enciklopedi¢ne razlage, intervjuje s
strokovnjaki s predmetnega podrocja revije in druga
besedila. Priblizne omejitve dolZine prispevkov so
naslednje:

o razprave in predlogi za prakso: najve¢

30.000 znakov, vklju¢no s presledki

o razmiljanja, informacije: do 10.000 znakov

+  knjizne ocene, odmevi: do 5.000 znakov.

Praviloma objavljamo prispevke v slovens¢ini,
izjemoma v angle$¢ini. Razprave in predloge
za prakso ocenita vsaj dva recenzenta, druge
prispevke pa uredniski odbor ali urednik. Na
osnovi mnenja recenzentov uredniski odbor ali
urednik sprejmejo prispevek, zahtevajo manjse ali
vedje popravke ali ga zavrnejo. Ce urednik oziroma
recenzenti predlagajo ve¢je popravke, se prispevek
praviloma ponovno poslje v recenzijo. Urednik
lahko sprejeti prispevek poslje v lektoriranje.
Lektorirana besedila se lahko vrnejo avtorju v
pregled.

Besedilo naj bo oblikovano za tiskanje na papirju
formata A4 s presledkom med vrsticami vsaj 1,5
(da lahko recenzent in/ali lektor piseta pripombe v
besedilo), levo poravnano. Razpravam in predlogom
za prakso naj bo dodan povzetek (izvlecek) dolg
10-20 vrstic, klju¢ne besede, v kon¢ni - sprejeti
verziji ¢lanka pa na koncu prispevka tudi kratek
strokovni Zivljenjepis vsakega od avtorjev (do 10
vrstic) in letnica rojstva (zaradi vnosa podatkov v
knjizni¢ni informacijski sistem COBISS, v reviji
letnica ne bo objavljena). Na prvi strani besedila naj

bodo napisani le naslov prispevka, imena in (po$tni
in elektronski) naslovi avtorjev ¢lanka, po moznosti
tudi telefonska $tevilka enega od avtorjev. Da bi
zagotovili anonimnost recenziranja, naj se imena
avtorjev ne pojavljajo v besedilu prispevka.

Clanek naj bo razélenjen v oiteviléena poglavia.
Povzetek naj na kratko opredeli temo, ki jo
obravnava prispevek, predvsem pa naj na kratko,
jasno in ¢imbolj preprosto povzame poglavitne
rezultate, zakljucke, ugotovitve..., prispevka. Splosne
ugotovitve in misli ne sodijo v povzetek; uvrstite jih
v uvod. Povzetek je namenjen predvsem bralcem,
ki listajo po reviji (ali pregledujejo izbrane povzetke
iz baza podatkov) z namenom, da rezultate Vasega
¢lanka uporabijo pri svojem delu, na primer
v raziskavi, pri pisanju diplome, magisterija,
doktorata, ... Na osnovi povzetka naj bi bralec
presodil, ali se mu splaca prebrati (ali kopirati,
natisniti, ...) cel ¢lanek. Povzetek zato ne sme biti
neke vrste "preduvod".

Povzetek, naslov ¢lanka in klju¢ne besede naj
bodo tudi prevedene v angles¢ino.

Slike in tabele v elektronski obliki vkljucite kar
v besedilo. Besedilu so lahko prilozene slike in/ali
tabele na papirju v obliki pripravljeni za preslikavo.
V tem primeru naj bo vsaka slika na posebnem
listu, o$teviléene naj bodo z arabskimi $tevilkami,

v besedilu naj bo oznaceno, kam priblizno je

treba uvrstiti sliko: na tem mestu naj bo $tevilka
slike/tabele in njen podnapis. Slike bomo praviloma
pomanjsali in jih vstavili v ¢lanek. Zato naj bodo
oznake in besedila na slikah dovol;j velika, da bo
bodo ¢itljiva tudi po pomanjsanju. Vse slike naj
bodo ¢rno-bele z belim ozadjem; barvnih slik ne
moremo objaviti.

Pri sklicevanju na literaturo med besedilom
navedite le priimek prvega avtorja, oziroma prvega
in drugega (glej vzorec), letnico izdaje, lahko tudi
stran. Popolni bibliografski podatki naj bodo v
seznamu literature in / ali virov na koncu prispevka,
urejeni po abecednem redu (prvih) avtorjev,
literatura istega avtorja pa po kronoloskem redu
izida; ¢e navajate dve ali ve¢ del nekega avtorja
oziroma avtorjev, ki so izsla v istem letu, uporabite
¢rkovno oznako pri letnici, na primer 2003a, 2003b,
.... V seznamu literature in/ali virov ne navajajte del,
ki jih ne omenjate v besedilu ¢lanka. Ne uporabljajte
opomb za citiranje; eventualne opombe, ki naj
bodo kratke, navedite na dnu strani. Oznacite jih z
arabskimi Stevilkami.

V seznamu lahko lo¢ite literaturo (¢lanki v
revijah, knjige, zborniki konferenc, doktorske
disertacije, ...) in vire (dokumenti, zakoni, standardi,
interni viri, ...). Pri citiranju literature uporabite
enega naslednjih nacinov, ki so prikazani na
naslednjih primerih:

"... v nasprotju z (Novak in Vajda, 1996, str. 123)
raziskava (Wilkinson et al., 2001, str. 234) ugotavlja,
da.." ali

"... kot navaja Smith (2003) so metodo uporabljajo
za.." in ..ali

"... kot uotavljajo nekateri drugi avtorji (Zima 1999;
Novak in Vajda, 1996; Wilkinson et al., 1993),
$tevilna podjetja ....".

Bibliografske podatke v seznamu literature navajajte

po naslednjem vzorcu:

Clanek v reviji (zraven letnika v oklepaju navedite
Stevilko v letniku):

Novak, A. in Vajda, B.M. (1996) Effect of surface
runoff water on quality measurement, European
Journal of Information Systems, 31(4), 31 - 39.

Knjiga:
Smith, S.I. (2003) Interpreting Information Systems
in Organizations, Elsevier Publishing, New York.

Poglavje v knjigi:

Zupan, N., in Leskovar, R. (2002) Pri¢akovanja

v zvezi z elektronskim poslovanjem v malih
organizacijah. Organizacija in management - izbrana
poglavja (Florjan¢i¢ J., in Paape, B., uredniki.), str.
153-168, Zalozba Moderna organizacija, Kranj.

Referat objavljen v zborniku konference:
Wilkinson, K.J., Kumar, R. in Kumar, S. (2001)
We can do better: integrating theories of novel
organizations, Proceedings of the Twelfth European
Conference on Information Systems (Janson, M.,
urednik.), Bled 12-14 jun. 2001, str. 123-134,
Springer Verlag, Berlin.

Diploma, magisterij ali doktorat:

Zima, B. (1999) Analiza potrebnih znanj
diplomiranih informatikov v Sloveniji, magistrsko
delo, Univerza v Mariboru, Fakulteta za
organizacijske vede.

Porocila, interni dokumenti, zakoni:

ACM (1994) ACM SIGCHI Curricula for Human-
Computer Interaction, The Association for
Computing Machinery, New York.

Zakon o elektronskem poslovanju in elektronskem
podpisu (ZEPEP), Url. RS, st. 57/2000, 30/2001

Pri internetnih virih / literaturi naj bo poleg
(eventualnega avtorja in) naslova besedila naveden
tudi internetni naslov vira (URL).

Banka Slovenije, Basel II - Nov kapitalski sporazum,
http://www.bsi.si/html/basel2/default.htm

V literaturi ne navajajte internetnih naslovov (URL)
brez drugih podatkov. Lahko pa se nanje sklicujete v
besedilu ali v opombah na dnu strani.

Prispevek v elektronski obliki (po moznosti kot
eno Word-ovo datoteko) posljite na: omik@fov.
uni-mb.si (urednistvo). Datoteko poimenujte z
imenom (prvega) avtorja ali avtorice, na primer
KOPAC.DOC.

Naslov urednistva je:

Univerza v Mariboru

Fakulteta za organizacijske vede

Urednistvo revije Organizacija, Kidri¢eva cesta 55a
4000 KRAN]

e-posta: omik@fov.uni-mb.si

tel.: 04 2374-226  faks: 04 2374-299

URL: http://www.fov.uni-mb.si/mzalozba/revija.
htm.

Prva slovenska revija za organizacijska in kadrovska raziskovanja in prakso. Revijo sofinancira Ministrstvo za visoko Solstvo, znanost in tehnologijo. Ponatis
in razmnozevanje deloma ali v celoti brez pisnega dovoljenja nista dovoljena. Izdajatelj: Univerza v Mariboru, Fakulteta za organizacijske vede Kranj, Zalozba
MODERNA ORGANIZACIJA, Kidriceva cesta b5a, KRANJ, telefon: 04 23 74 374,
telefax: 04 23 74 299, E-posta: OMIK@FOV.UNIKMB.SI. Urednistvo revije: Kidriceva cesta 55a, 4000 Kranj, telefon: 04 23 74 226, naroc¢niski oddelek: 04
23 74 295. Letna narocnina: za pravne osebe za prvi naroceni izvod 16.900 SIT, drugi naroceni izvod 13.700 SIT, vsak
nadaljnji 12.100 SIT, za posameznike 8.300 SIT. Cena posamezne Stevilke je 1.865 SIT. Na leto izide 10 Stevilk.

Grafi¢no oblikovanje: L.M. Ljubljana. Priprava in tisk: GRAFIKA SOCA, Nova Gorica. Naklada 3500 izvodov.

Revija Organizacija je indeksirana v naslednjih bazah: INSPEC, ERGONOMIC ABSTRACT in CSA SOCIOLOGICAL ABSTRACTS.
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Knjigo lahko narocite na naslov:
Univerza v Mariboru, Fakulteta za organizacijske vede, ZaloZba Moderna organizacija,
Kidriceva cesta 55a, 4000 Krany, tel.. 04 2374 390, fax: 04 2374 299






