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Abstract

In the highly competitive environment of the 21st century, organizations must be able to effectively
change through the application of effective strategies, quickly and in a way that the competitors will be
unable to imitate. Therefore, the essential question in any organization is how to achieve and maintain
competitive advantage. In this regard, strategic leaders should first logically consider what will bring a
substantial advantage to the organization in a long-term, and then start with the process of creating the
strategy. To achieve this, researchers in the field of managerial issues offer a concept of continuous
process that begins by looking at the customers pattern, through defining the competitive environment
and the place of business in it and finally categorizing several strategic business conditions, as a
precondition for election and creation of a competitive strategy. This process can be presented as the
“funnel for selection of competitive strategy”, in whose widest part we can put the customer matrix, in
the middle part we can place definitions of the business outlook of the business and the position of the
organization in those perspectives. In order to implement the "Funnel method" of strategic planning
teams we need accurate, timely and relevant information based on which we can bring appropriate
organizational strategy. The subject of this paper is displaying the Funnel method for selection of the
competitive strategy, and presentation of the situation in some of the organizations in the Pelagonija
region, related to the way and the information used to create organizational strategies through the Funnel
method.
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1. INTRODUCTION but today advocates and promotes two
important issues that are particularly

Strategic management as a complex important in the process of creating the
process, often in the course of its evolution organizational strategy. Namely, the
perceived changes in concepts and methods, organizational strategy that should provide
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the look forward promotes that organizations
should not only compete within the existing
markets with the existing resources, but
should constantly expand within its
competitive boundaries.

The second part refers to the method of
creating organizational strategies which
should not only be an obligation for the top
of the organizational pyramid, but its
adoption should be a much broader
composition of participants in order to
enhance the creative and informative input
(Littler et al., 2000).

The process of generating a matrix of
purchase gives a great contribution in
creating organizational strategies. Of
particular importance is how the team for
strategic planning experiences and perceived
the customers and their needs, especially for
key products / services. To achieve this,
before creating the pattern of purchase it is
necessary to provide sufficient information
not only for customers, but also for the
current competition.

What it is and where does the matrix of
customers come from? It is the perception of
customers perceived use value (perceived

PV
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use value-PUV) of products offered by the
company for the price charged for them
(perceived price-PP).

Based on the pattern of the buyers of the
team for strategic planning, two strategic
directions are available. Strategic direction
west-based on strategies for reducing the
cost or strategic direction north based on
strategies to enhance the value of the
product. However, by combining these two
basic strategic directions one can develop a
range of strategies that have positive and
negative features and hide more or less
hidden success risks (Bouman, 2003).
According to the research conducted by
Bouman, in addition to these two major
strategic directions of the organizations,
other strategic directions arising from
changes in customer requirements and use
value of the product are available. For
example, increased cost combined with
increased use of the product values,
discounted price at the expense of reduced
use value of the product and so on, and
created depending on the requirements of
potential clients, based on the capabilities of
the organization to implement its strategy

Low

Source: Bouman, 2003.

Figure 1. Customer matrix

FP
High
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(adapted by Bouman, 2003).

The authors Selden and Colvin also
promote the principle of putting the customer
first. Thus, according to them, organizations
need to be proactive and to first identify the
customer’s needs, and then create ways to
meet those needs. Within the research needs
of consumers, it is good to perform their
segmentation and to discover the needs of
each specific group (adapted by Selden and
Colvin, 2004) Demanding customers expect
innovation, continuous improvement of the
products and better understanding of
customer requirements, together with
enhanced products are becoming the nexus
of competition for many organizations (Yli-
Renko and Janakiraman, 2008).

In relation to strategies related to the
creation of new products or services, they
should primarily be based on a
comprehensive analysis of information
related to customer needs, or perhaps
changed needs of consumers. In terms of
collecting information about customer needs,
care should be taken of the type of product
or service in question, i.e. the involvement of
consumers in the purchase of products (Table
1). Namely, whether it is to create strategies
that belong to the group of routine
purchasing of everyday products, to
extensive decision making on very important
and expensive products (adapted by Mullins
and John, 2012).
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2. APPEAL OF THE ACTIVITY/
STRATEGIC PLANNING PROCESS

In the process of strategic planning with
no less value is the strategic information that
the team has available, and refer to the
assessment of attractiveness of the activity of
the organization and position in the
competitive environment. But in this case it
is not enough for the strategic team to
determine the parameters of the activity, but
rather to assess the opportunities and threats
that may affect the future development both
of the activity and the organization. The
timeframe for which the external influences
should be predicted varies according to the
activity and are left to the organization and
planning team to assess the optimal period
that can be given a prediction for future
developments in the field. Thus, according to
the spouses Wall, the prospects in activity
may be evaluated as: excellent, good, barely
good and bad (Wall and Wall, 1995):

* Excellent - growth is large, usually
expressed by double digits;

* Good - growth is above average, usually
2-3% better;

* Barely good- growth is on par with the
average and

* Bad- growth is below average or
negative.

According to the McKinsey matrix, the
attractiveness of the activity is expressed
through: market size, growth rate, cycling,
competitive structure, barriers at entry,

Table 1. Involvement of consumers purchasing products

Level of involvement

Low

High
Complete-extensive
Enlarged
Level (Apartment, car)
Analysis o
Routine Limited loyal

(Wardrobe, cosmetics)

Limited not loyal
(Vacation, wardrobe)

Inert-routine
(Drinks, food)

Source: Mullins & John, 2012.
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Figure 2. Mc Kinsey matrix of attractiveness of the activity and power of the organization

profitability, technology, inflation,
availability of labor, social, environmental,
political and legal decisions etc. The
meaning of each of these factors is measured
separately, and their sum total indicates the
attractiveness of the activity that belongs to
the organization. The attractiveness of the
activity is measured as low, medium, high
and is represented on the horizontal axis
(Figure 2).

Unlike the analysis of the attractiveness of
the activity, which evaluates each factor
based on assumptions or predictions for the
future, the analysis of the position of
competitors focuses on organization and
competition now. The strength (power) of the
organization is expressed through: market
share, marketing, research and development,
manufacturing, distribution, financial
resources, reputation, breadth of product
line, managerial competence etc. The power
of the organization is measured as low,
medium and high, on the vertical axis.

The matrix varies into four zones. The
first zone 1is characterized by high
attractiveness of the industry and a great
power of the organization. In this area

growth strategies of the organization are
created. The second zone covers medium to
low attractive activity. The organizations in
this area should use selective strategies of
stability. The third zone also includes
medium attractive business with medium
powerful organizations. Organizations of this
area may use limited development strategies.
The fourth zone covers activities which are
medium or low attractive, but their
organizations or business units are powerful.
From here one needs to use decrease
strategies. These strategic situations i.e. the
assessment of the organization in which zone
is located, is a condition for creating a
variety of strategies (Hax and Majluf, 1984).

Based on the evaluation of strategic
situations, it is of particular importance for
the organization to be the first to achieve
market entry. This strategy can result in
numerous advantages. Among the most
important are: less competition, secure
important channels with the most important
suppliers and distributors, the best position
to meet the needs of the customers, market
opportunities, cost advantages, etc. (adapted
according to Hisrich et al., 2010).
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Matrix of buyers-clients

Attractiveness of the business

Position of the business

Strategic business condition

True
competitive
strategy

Figure 3. The Funnel method of selection of competitive strategy

It is clear that the organization which
enters with its product or service first in the
market gains an advantage. However, this
advantage should be retained in the long
term, and this will only be achieved if the
organization creates competitive strategy
based on previous methods. It seems two
aspects are very important at the entrance of
the "funnel" of developing a competitive
strategy. These are: at the entrance in the
market further effective identification of the
target market, and in it designing a proposal
for value offer for the target consumers in
that target market. (Cherneev, 2010).

In fact, the decision-making processes
within modern organizations are often too
complex and dynamic to effectively address
only through an intuitive approach, and in
this context recommended actions of
analysis, synthesis and mathematical models
which will greatly help in obtaining
information from which depends the future
of the organization (adapted according to
Vercellis, 2009).

3. RESEARCH SECTION

The research is conducted within the
research program of BAS Institute of
Management Bitola "Developing
Strategically Focused Organizations on
Competitiveness", whose main objective is
to determine the factors that affect the
competitiveness of companies through the
implementation of three sub-projects in the
domain of strategic and operational
management, innovation and organizational
change. The research results in this paper
will be presented to organizations that are
part of Pelagonija region in the Republic of
Macedonia, which are within the MSMEs.
The research goal that is set in this paper is
aimed at discovering the ways in which
organizations create future strategic plans,
how they receive information on market
needs and which are included in the creation
of the strategic plan. These data are
particularly important for the application of
the “funnel method” because without
sufficient information and involvement of
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employees in the process of strategic
planning, a specified method would have its
form but not its true essence. The research
objective is also in line with the challenges
and the problems faced by MSMEs in the
process of strategic planning, and is based on
information obtained from the field with
practical  application  of  strategic
management, particularly as a process
implemented by MSMEs. The scientific
justification of the paper is aimed at
generating new scientific knowledge that
will find the appropriate application not only
among MSMEs, but also for prospective
students at study programs in the field of
professional ~management, to foster
awareness of the more professional practice
of strategic management in MSMEs.

In order to obtain reliable data, during the
research questionnaires were being used. In
this way, the basic requirements in the
research are: objectivity and comparability,
by using statistical processing to obtain data
in the direction of the scientific objective of
the paper. The survey uses the instrument
"Analysis of the strategic plan and other
strategic documents” and some of the
questions from the instrument "Analysis of
operational performance" that were
completed by the representatives of the top
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management and operational managers. The
answers of the questions in the questionnaire
were analyzed, whereby certain frequencies
are set and a chi - square test for each
question has been made.

4. RESULTS AND DISCUSSION

Part of the attention and the data that we
wanted to get using the questionnaire was
which information from the external
environment is the most important to the
organizations in the process of strategic
planning. In this context several categories
have been offered, which the managers
ranked according to priority of importance.
Here are the results that were reached.

If we analyze the results from the graph in
Fig.1, it can be seen that in the preparation of
a successful strategic plan, organizations
need information. The classification of
information by the top management refers to
the conclusion that most organizations are
interested in and need information on
customers, less on competition, and then the
information on suppliers and distributors,
and the least important information is the one
obtained from open sources such as
websites, portals, newspapers, etc.

0.3
0,2

0.1

Informations for
distributors

Informations for the
suppliers

Informations for the
customers

Infor,ations about
the competition

Figure 4. Ranking of the types of information needed in the process of strategic planning
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Table 2. Is there a rulebook for collecting ideas from employees Chi-Square
Statement Reply Rate Test Statistics
no 2 11.76% VARO00001
partial 4 23.53% Chi-Square 7.706 *
significant 9 52.94% df 3
Full 2 11.76% Asymp.Sig. .052

From the instrument Analysis of the
Strategic Plan and other Strategic
Documents several questions have been
provided for analysis. Namely, one of the
questions refers to whether the organization
has a rulebook how to gather ideas from
employees. In this way we want to obtain an
idea for the initial input in the
implementation of the Funnel method, when
it comes to setting the competitive strategy
of the organization.

From the inspection of the table 2 it can
be concluded that only a small percentage,
re. 11.76% of organizations have a full
rulebook for collecting ideas from
employees. In more than half of surveyed
organizations such rulebooks are significant,
yet not a small percentage of organizations
have partial rulebook or non-existent.
According to the obtained values of chi -
squared test it can be concluded that there are
no statistically significant differences in
frequencies between the statements of the

respondents, of which we received indicate
values (df = 3, n = 17) Chi-Square = 7.706,
and p = 0.052 (Sig. = .052).

In order to see whether there is
documentation for the development of new
products and services, the answers given by
top managers of surveyed organizations to
the questionnaire "Analysis of organizational
performance" will be analyzed.

Namely, for the question: "Is there
documentation for development of new
products and services" a four-level scale is
offered to which the operating managers
responded when completing the
questionnaire. The results are shown in the
table 3.

From inspecting the table 3, it can be seen
that in more than half of the surveyed
organizations there is complete
documentation ran by organizations and is
related to the development of a new product
or service. And according to the obtained
values of chi - square test it can be concluded

Table 3. Is there documentation for development of new products - Chi-Square

Statement Reply Rate Test Statistics

To 0 0 VARO00001
Partial 1 5.88% Chi-Square  8.941 °
Significant 5 29.41% df 2

Full 11 64.71% Asymp.Sig. 011

Table 4. If the strategic plan is intended to improve the products/services - Chi-Square

Statement Reply Rate Test Statistics

no 0 0% VARO00001
partially 0 0% Chi-Square 529°
Substantially 7 41.18% df 1
Fully 10 58.82% Asymp.Sig 467
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that there are statistically significant
differences in frequencies between the
statements of the respondents, of which we
received indicate values (df =2, n = 17), Chi
-squere = 8.941 and p = 0.011.

Regarding the question whether the
strategic plan is intended to improve the
products / services, the results are given in
the table 4. It can be concluded that more
than half of the surveyed organizations, i.e.
58.82% of them in the strategic plan intended
to improve the products / services and in
nearly approximate percentage of surveyed
organizations there is a significant prediction
to improve products / services. And
according to the obtained values of chi -
square test it can be concluded that there are
no statistically significant differences in
frequencies between the statements of the
respondents, of which we received indicate
values (df = 1, n = 17), Chi-squere = 0.529
and p = 0.467.

In terms of the fact that major sources of
innovation in the organization are the
employees, it is necessary to enable them to
present their ideas. For this purpose the next
issue that was analyzed was whether
innovation can be seen in the defined
organizational goals. The results are
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presented in the table 5.

If we analyze the answers in the table 5, it
can be concluded that in all of the
organizations surveyed, innovations can be
seen in the set organizational goals
significantly or completely. It is satisfactory
to see that the statements move within
significantly and completely and there is no
organization which does not apply the
proposition. According to the obtained
values of the chi - square test, it can be
concluded that there are no statistically
significant differences in frequencies
between the statements of the respondents,
suggested by the values obtained (df =1, n =
17), Chi-square = 0,059 and p = 0.808.

Regarding the question "Does the
adoption of the strategic plan involve a larger
number of employees," the results are
processed and percentages shown in the table
6.

From the inspection of the table 6, it can
be concluded that in more than half of the
surveyed organizations, employees
significantly participate in the creation of the
strategic plan, in a small percentage fully
participate, and the same percentage were
partly involved in the process of creating a
strategic plan.

Table 5. In organizational goals can be seen innovation - Chi-Square

Statement Reply Rate Test Statistics

no 0 0% VARO00001
partially 0 0% Chi-Square .059°
Significantly 9 52.94% df 1
Fully 8 47.06% Asymp.Sig. .808

Table 6. Employee participation in creating SP - Chi-Square

Statement Reply Rate Test Statistics

no 0 0% VARO00001
partially 4 23.53% Chi-Square 2.941°
Significantly 9 52.94% df 2
Fully 4 23.53% Asymp.Sig 230
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According to the obtained values of chi -
square test, it can be concluded that there are
no statistically significant differences in
frequencies between the statements of the
respondents, of which we received indicate
values (df = 2, n = 17), Chi-square = 2.941
and p = 0.230.

5. CONCLUSION

Today, in conditions of intense change of
external environment characterized by
numerous, complex and dynamic factors, the
key to success and long-term survival in the
activity and preserving the leading position
in the market is possible only through the
implementation of effective strategies,
quickly and in a way that to competitors
would be difficult to imitate.

Besides involving of all employees in the
company in an appropriate manner, the
creation of an effective strategy requires
logical sequence of strategic thinking,
analysis and selection strategy. Today
strategic leaders have available a number of
strategic mechanisms which for different
activities and different businesses are more
and less effective in the appropriate situation.
It is very important to select the right ones
timely and in sequence. The Funnel method
offers such a logical sequence of methods,
procedures and tools in the process of
creating and selecting the right strategy of
the company. However, particular
importance for making the right strategic
decisions and essential application of the
Funnel method requires reliable and timely
information as to the requirements of
customers and the market place and the
organization of that market.

On the other hand, it is important to
utilize the potential that the employees have
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in the organization, as well as create a culture
where ideas can freely be expressed, based
on which in the future may come to the
improvement of existing products / services
or create new ones in order to meet the
customer needs. This practice can be
confirmed in a sense that almost all surveyed
organizations are trying innovate in their
strategic goals. No less important is the
participation of employees in the creation of
the strategy in terms of making good
decisions for determining the future direction
of development of the organization. In this
context, it has proved that many of the
surveyed organizations significantly activate
employees in creating strategic plans.
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IINTAHUPAIBE U CTBAPAIBE KOHKYPEHTHE OIT'AHU3AILIMOHE
CTPATEI'MJE IPUMEHOM METO/E JIEBKA

Jlugnja CredanoBcka u Menae CosryHUeBCKHU

H3Box

VY BHCOKO KOHKYPEHTHOM OKpYXKCHY JBacCeT MPBOI BeKa, MOTPEOHO je Aa opraHusanuje Oymay
crocoOHe 3a e(UKacHO aJanTUpame NMpUMEHOM epeKTUBHHUX cTpareruja. Pamu Oosber edexra,
HEOITXO/IHO j€ JIa Ce OpraHMU3aIoHe TPOMEHe OfIBHjaTh Op30 1 Ha HaywH Koju he oHemoryharu ckopy
ajlanTanujy, a caMUM TUM U YIPOXKaBame Off CTpaHe KOHKypeHaTa. 300T Tora, HauMH HOCTH3amba U
Oflp’KaBamba KOHKYPEHTCKE NPEIHOCTH, CYIITHHCKO je NMHUTambe OWIo Koje opraHuzanuje. Y TOM
cMepy, JHIEPCKA MEHAIMEHT Hajupe Tpeda /a yCBOjU JIOTUKY O HAauMHHMMA CTHIAka CYIITHHCKE
MPEAHOCTH OpraHu3alyje Ha LITO JY>KH BPEMEHCKH MEPUOJ, a 3aTHUM Jla OTIOYHE ca MPOLEcOoM
Kpeupama crparergje. [la 6u ce To MOCTUIVIO, OHU KOju ce OaBe mpoOieMyrMa MEHAlIMEHTa HyJe
KOHLENT KOHTUHYHPAHOI TMpoleca, KOju OTIOYMIbE — pasMaTpamkeM  MaTpulle  Kymana,
Jne(UHUCAmbEM KOHKYPEHTCKOT OKpYKeHha M 3ay3UMameM LITO 00Jbe MOCIOBHE IMO3MLHUjE YHYTap
wera. Ha kpajy, Hyau ce kareropusanuja BHUILIE CTPaTErHjCKUX MOCIOBHUX MOTYNHOCTH, Kao yCJIOB
3a n300p U CTBapame KOHKYPEHTHE CTpaTeruje.

OBaj mpolec ce MpeTcTaBiba Kao “JeBaK 3a M300p KOHKYPEHTCKUX cTpareruja’, Ipu 4emy ce y
ErOB HAjIIMPH JI€0 MOKE MOCTABUTH MaTpHla Kyrala, Koja oMoryhaBa cTpaTerujcKo M JIOTHUKO
pasMHIUBame 0 morpedama KiujeHara. Y CpEeOUIIbeM JIelly Ce Haja3e IOCJIOBHE JehHUHULM]E,
MEPCHEKTHBE U MO3ULMja OpraHu3almje y THM mepcrnekrtuBaMa. CBakako, Kako OM “Meroza jeBKa”
Ouia cnpoBeJeHa, THMOBHMMA 3a CTPATETHjCKO IUIaHUpAamE Cy MOTpeOHE TadHe, OnaroBpeMeHe M
peneBanTHe MH(pOPMALFje, HA OCHOBY KOJUX CE MOXE JOHETH W aJIeKBaTHA CTpareruja.

[Ipeamer oBor paja je mpeiacTaB/bambe NMPUMEHE ‘MeTofa JIeBKa” HpU U300py KOHKYPEHTCKE
cTparerdje. YjeaHo, b je MPUKa3UBamke HEKOJIMKO opraHu3aiuja y llenaroHujckoM peruony, Tj.
IBUXOBOI HauMHA NPHUKYIUbakba M NpUMeHe HH(OpMaluja y TIpoLecy IUIaHHpamba U CTBapama
OpraHM3aIMOHE CTPATErrje MPUMEHOM ‘METOIe JIeBKa™ .
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Appendix: Analysis of the Strategic Plan and other strategic documents

Explanation: This scale of assessment is part of the research by the staff in BAS Institute
of Management Bitola, who, in cooperation with your company, explores the
competitiveness of the companies in the Republic of Macedonia through the Macro project
"Developing Strategically Focused Organization for Competitiveness". The primary
objective of this project is to obtain applicable knowledge, which will make the working
environment more satisfactory and more productive, and thus increase the competitiveness
of your organization.

The results obtained by the analysis of this instrument will be used solely for research
purposes. The results for your company, compared with the results of other companies, will
be presented in a summary by category and will assist your management, along with us, to
design organizational interventions that will improve your work and the competitiveness of
your organization.

Completion instructions:

Please carefully read each question. Next to each statement, circle the number that you
think best suits the current situation using the following scoring system: 1 = insufficient; 2 =
partially 3 = significantly, 4 = completely.

Concept and creation of the Strategic Plan (SP)

Proposition ASSESSMENT
No Partially Significantly Fully

1. There is a rulebook where it is prescribed how to 1 2 3 4
collect ideas from employees
2. The SP envisages improvement of products / 1 2 3 4
services
3. Within the defined organizational goals one can 1 2 3 4
see innovation
4. In making the SP a larger number of employees 1 2 3 4
participated
5. Documentation for development of new 1 2 3 4

products exists




