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CbAbBPKXAHUE:

BBBEJIEHHWE

1. TlpencraBsHe Ha 0OEKTa Ha U3CJIC/IBAHE.
2. AHanu3 Ha KOMIIOHEHTUTE B MOJIeNIa 7- S M TEXHUTE B3aUMOBPB3KHU
3. OOm mpersiex Ha MOMYyYCHHUTE pE3YATATUTE, M3BOAM M MPENOPBKUM KbM COILHAIHATA

MPaKTHKA
3AKIIOYEHUE

N3I10JI3BBAHA JIUTEPATYPA

BBBEJIEHUE

[Tpenu na HanpaBuM MoAPOOHO OMMCAHUE Ha OTJENa 3a MPOJakOu, e ce OImUTaMme
Jla TIPEJICTaBUM KOMIAHUSTA U aHaJu3upaMe HeWHaTa AEHHOCT. 3a Ta3u 1eJI, MOJEIBbT 7S Ha
McKinsey e nz0paH.

Ta3u pamka e uzOpana, 3alI0TO TS ONMPEIENsl OPTaHU3AIMOHHUTE XapPAKTEPUCTUKU H
ormucBa 7 (GakTOpW 3a OpraHHU3aIMs HA €HA KOMIIAHUS MO €IUH XOJHCTHYEH U €PEKTUBEH
HauuH. Hacrosmwusr Mojen mnpaBU XapakTEpUCTUKA Ha OpraHu3alus, Hail-Beye Karo
CPEICTBO 3a JAMAarHOCTHKA 3a pa3KpHBaHe HA Hee(EKTHUBHHUTE OTAEIU B OpraHU3aIUHUTE; TON
MPOU3THYA OT HJIEATA, Y€ PA3TUYHUTE OPTAaHU3AMMOHHU YaCTH MMAaT BaKHH OTJIECITHH POJH U
MPEJOCTaBAT HACOKH 3a OpraHM3alMOHHA MPOMsHA (BIXK ¢urypa 1)

[To-cnermmanao, McKinsey 7S e enuH OT Hall-TIOJIE3HWTE HAYWHM 3a MPOBEpKa Ha
e(eKTUBHOCTTA Ha (paKTOpUTE, KOUTO Ch3/aBaT CTOMHOCT HAa OpraHU3aIuAaTa, pa3paboTeH OT
KoHCcynTaHTckara ¢upmMa McKinsey. Anamu3bpT Ha ¢Qupmara TMokasBa, UYe Te3H
dakTopu/cTUMYNIM ca OT CBIIECTBEHO 3HAYCHHE 3a JIBJITOCPOYHUTE pe3yiaTratu. B
ChpLIEBUHATAa Ha YCHEIIHWTE OpraHu3aluu € Habop OT OOIIM IEHHOCTH M BHU3US, KOUTO
00CIMHSBAT, IPEN3BAKBAT 1 JaBaT HACOKA HA BCHUKH XOPa, KOMTO PabOTST TaM .

OtHocHo Mozena 7-S Doyle (2000) mumie, 4e TBbpASHUATA 32 CIIOCIICHN [IEHHOCTH
ca 0e3CMHCIIEHH, aKO T€ HE Ce MOAABPKAT, HO Ca BAYKHH OT TJI.T. HA OHE3W CTUMYJIH, KOUTO TH

BBLBEXIAT B HeﬁCTBHez. [IepBuaT ot Tax e crparerus. Ctparerusita TpsOBa na Objae
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