Prvi Executive Search poradenski
spolo¢nost na slovenskom trhu
zalozili v roku 1990 Jean-Francois
Jenewein, Martin Novotny a Martin
Krekaé. Pod nazvom JENEWEIN &
PARTNERS sa od zaciatku
Specializovala predovsetkym na
oblast poskytovania
profesionalnych

poradenskych sluZieb v oblasti
Executive Search, Management
Appraisal, Board Services,
Compesation Planning a v oblasti
priamych zahraniénych investicii
/FDI/. Neskér spektrum svojich
sluZieb rozsirila aj na Recruitment,
HR Consulting a EU Affairs
poradenstvo a lobing, pricom doéraz
kladie na funkénu a sektorovi
Specializaciu. V roku 1999 sa stala
¢lenom THE AMROP HEVER GROUP,
vedlcej globalnej siete
samostatnych Executive Search
spolocnosti, a lenom AESC,
svetovej asociacie Executive Search
konzultantov. Jenewein & Partners
patri medzi lidrov v oblasti
poskytovania poradenstva pre
spoloc¢nosti v oblasti finanénych
sluzieb. Ma dlhodobo rozvijany
sektorovy unit, ktory sa Specializuje
na projekty v oblasti Executive
Search a Management Appraisal
pre sektor finanénych sluzieb, ktory
je uzko prepojeny s TAHG Global
Financial Services Practice.
V roku 2001 spoloc¢nost
JENEWEIN & PARTNERS
vytvorila integrovanu
skupinu poradenskych
spolo¢nosti AMROP
JENEWEIN GROUP /AJG/,
ktorej sluzby na slovenskom
trhu vyuZzivaju lokalni
i medzinarodni
klienti.
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The first executive search
consulting company was
established on the Slovak market
in 1990 by Jean-Francois Jenewein,
Martin Novotny and Martin Krekac.
Jenewein & Partners has always
specialised in providing services in
executive search, management
appraisal, board services,
compensation planning and foreign
direct investments (FDI). The
spectrum of its services was later
expanded into recruitment, HR
consulting and EU affairs
consulting, with emphasis both on
functional and sector
specialisation. In 1999 it became
a member of THE AMROP HEVER
GROUP, the leading global network
of independent executive search
companies, and a member of
AESC, the world association of
Executive Search consultants.
Jenewein & Partners is a leader in
providing consultancy for financial
services companies. The company
has a long-developed sector
practice unit specialised in
conducting senior-level executive
search & management appraisal
assignments for the financial
services sector, which is closely
interlinked with TAHG Global
Financial Services Practice.
Jenewein & Partners in
2001 created an
integrated group
of consulting
companies, the
AMROP JENEWEIN
GROUP (AJG), which
is utilised both by
local and international
clients on the Slovak
market.

Financny sektor
v Slovenskej
republike

Do finanéného sektora mozno zara-
dit vSetky spolocnosti poskytujlce
finanéné sluzby. Analyza hodnoti
ludsky kapital predovSetkym v seg-
mentoch bankovnictvo, poistovnic-
tvo, lizing, kapitalovy trh, podielové
fondy, rizikovy kapital a mimobanko-
vé subjekty.

V bankovom sektore sa na Sloven-
sku v uplynulom obdobi uskuto¢nili
procesy zasadnych zmien: ozdrave-
nie bankovych inétitlcii a ich na-
sledna restrukturalizacia, privatiza-
cia a vstup silnych zahraniénych
strategickych investorov do jednot-
livych bankovych domov. Na tieto
procesy v stcasnosti nadvazuju dal-
Sie zmeny spojené so zvySovanim
efektivity, zmenou pristupu ku klien-
tom a s postupnym implementova-
nim overeného know-how nového
vlastnika upraveného na lokalne po-
mery. V oblasti ludského kapitalu sa
tieto pohyby premietli do novej stra-
tégie v riadeni ludskych zdrojov
a poziadaviek kladenych na ludské
zdroje.

Spominané zmeny a vysoka konku-
rencia ovplyvnili cielenost obchod-
nych aktivit bank, ktoré sa zamera-
li na primarne cielové skupiny
(retailovi, korporatni a privatni
zakaznici). Nova obchodna straté-
gia vytvorila prilezitosti pre novych
riadiacich pracovnikov. Exponovany
sa stal najmad obchodny senior
a top manaZment z rychloobratko-
vého sektora.

Nova obchodné stratégia sa imple-
mentovala aj na Uroven pracovni-
kov zabezpecujucich styk s klient-
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The financial sector
in Slovakia

The financial sector is composed of all com-
panies providing financial services. The
analysis assesses human capital predomi-
nantly in banking, insurance, leasing, capital
market, mutual funds, venture capital and
non-banking companies.

Crucial changes have taken place lately in
the banking sector in Slovakia: the revival of
banking institutions and their ensuing re-
structuring, privatisation and the participa-
tion of strong foreign strategic investors in
particular banks. Additional changes associ-
ated with raising effectiveness, a change in
the approach to customers and a gradual in-
troduction of the well-established know-how
of the new owner, adjusted to local condi-
tions, are linked to these processes. These
shifts are reflected in the new human
sources management strategy with regard to
human capital and requirements addressed
to human resources.

These changes and strong competition have
led to a targeting of commercial bank activi-
ties, focused primarily on target groups - re-
tail, corporate and private customers. The
new commercial strategy has provided op-
portunities for new managers. Senior and
top management positions from the retail
sector have become especially exposed.

THE AMROP HEVER GROUP

TAHG (www.amropher.com) je konzorci-
um 58 centralne prepojenych partners-
tiev, pravne Strukturovana, financova-
na a pracujica ako medzinarodna
ekonomicka zaujmova skupina so celo-
svetovymi registrovanymi obchodnymi
znackami. Skupina poskytuje Executive
Search a suvisiace sluzby prostrednic-
tvom 79 kancelarii v 50 krajinach na 5
kontinentoch a je ¢lenom ako aj Cle-
nom spravnej rady Association of
Executive Search Consultants (AESC).

TAHG (www.amrophever.com) is a con-
sortium of 58 centrally interlinked part-
nerships, legally structured, financed
and operating as an international eco-
nomic interest group with worldwide re-
gistred trademarks. The Group provi-
des Executive Search and related
services in 79 offices in 50 countries
over the five continents and is a mem-
ber of the Association of Executive
Search Consultants. (AESC).

mi, kde sa vyzaduje proaktivny pristup so
snahou poskytnit kazdému klientovi
nadstandardné sluzby a ,predat® mu ¢o
zacali finan¢né institlcie na urcitych Grov-
niach realizovat obchodné aktivity pro-
strednictvom pozicie Account Manager.
V tejto oblasti nachadzaji uplatnenie aj
Cerstvi absolventi strednych a vysokych
§kol s ekonomickym zameranim.

Bankové domy v stc¢asnosti posiliujd pre-
dovSetkym privatne bankovnictvo ako je-
den z dosial nesaturovanych produktovych
radov uréenych pre existujlcich i pre
potencialnych klientov. Uplatnenie v tejto
oblasti nachadzaji najma sklseni obchod-
nici z korporatneho bankovnictva, pora-
denskych spolo¢nosti a vysoko sofistikova-
ného obchodu.

Poistovnictvo je sektorom s dominantnym
a posilnenym lidrom, ktory vznikol priva-
tizaciou najvacsej slovenskej poistovne
a ktory bude do znacnej miery urcovat
trendy v tejto oblasti. Zaroven sa zacal
(v niektorych pripadoch sa uz aj ukoncil)
proces postupného prepajania jednotli-
vych poistovacich spoloénosti, ktorého
ciefom je posilnenie ich postavenia na
trhu. Taktiez sa zvyraziuje posun Kk vyu-
Zivaniu inych ako tradi¢nych distribu¢nych
kanalov a k vytvaraniu strategickych part-
nerstiev s bankami, prip. roznymi maklér-
skymi spolo¢nostami. Zaujimavé pohyby
sa oCakavajl v poistnych spolo¢nostiach
Specializovanych na déchodkové poistenie
v s(vislosti s pruds$im rozvojom trhu dopln-
kového dochodkového poistenia a oCaka-
vanym spustenim trhu povinného kapitali-
zacéného déchodkového poistenia.
Riadenie obchodu a jeho segmentacia je
v poistovnictve podobné ako v bankovnic-
tve, avSak predaj najma v oblasti Zivotného
poistenia je ovela aktivnejsi. V tejto oblasti
sa vyuzivajl externé maklérske spolo¢nos-
ti a vlastné agentiry s obchodnymi za-
stupcami pracujicimi na Zivnost.

Pre oba segmenty je charakteristicka vyso-
ko rozvinutd marketingova komunikacia
a tvorba novych produktov. Tento fakt mal
za nasledok vytvorenie novych pozicii
(napr. produktovy manazér). Podobne ako
pri obchodnych pozicidch si exponovani
strednomanaZzérski marketingovi pracovni-
ci z rychloobratkového sektora.

analyza - analysis

The new commercial strategy has also been
implemented on the level of relationship
managers with a pro-active approach and
the aim to provide better services to each
customer and to “sell” him the largest possi-
ble number of services. Recently, some fi-
nancial institutions have started to pursue
their commercial activities through the
Account Manager position. New secondary
education graduates and graduates of uni-
versities of economics have succeeded in
this field.

Banking houses have especially strength-
ened private banking as one product line
not previously utilised to its full potential,
intended for existing as well as for potential
clients. Experienced salespeople from cor-
porate banking, consulting companies and
highly sophisticated sales operations have
succeeded in this area.

Insurance is a sector with a dominant and
consolidated market leader that emerged
from the privatisation of the biggest Slovak
insurance company, and one that will contin-
ue to shape trends in this field to a consider-
able extent. At the same time, the process of
gradual economic linking of particular insur-
ance companies - the aim of which is the
strengthening of their position on the market
- has started, and has been completed in
some cases. There has been an accentua-
tion of the shift to the use of non-traditional
distribution channels and to the formation of
strategic partnerships with banks and vari-
ous brokerage firms. An amazing develop-
ment is expected in insurance companies
specialised in pension insurance owing to
the more dynamic development of the com-
plementary pension insurance market and
the expected launch of the compulsory capi-
talisation pension insurance market.

Sales management and its segmentation in
the insurance sector is similar to the banking
sector. However, sales in life insurance is
much more active. In this respect external
brokerage firms and internal agencies with
sales representatives operating as sole
traders are used.

Highly-developed marketing communication
and the creation of new products is typical
for both segments. This fact has led to the
creation of new jobs, such as Production
Manager. Similar to sales positions, middle-
management marketing staff from the retail
sector are exposed.
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Source: Business environment report 2003 - chapter: human capital.
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