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Abstract: Consumers are the most valuable asset of any company and knowing their needs is a basic prerequisite
for a successful company strategy, which directly affects the overall business result. The operations of the company
today are all the more uncertain because of the changes that are ongoing and which should go to meet. What are
characteristics of doing business today is that more and more companies are engaged in the provision of services and
they are the most profitable organizations of the world. The brand of a company represents a strategic tool and a
competitive advantage because the most valuable assets of each company are intangible assets. Each brand should
offer consumers something unique, which would give them confidence. Consumers represent a benchmark of the
value of a brand because it depends on which brands survive and which disappear from the market. Strong brands,
when maintained properly, give companies longevity, as well as "potential for immortality,” so the brand
management process is aimed at increasing brand value over time, which can be measured. Brand management
objectives should be aligned with the company's strategic goals. Thus, no company can allow long-term investment
in the brand to show a measurable business result, which enables profitability and reliability. It influences
consumers by increasing the total created and delivered the value they receive by buying and using products and
services. Depending on the extent to which brands to increase the value of consumers, and consumer affect the
growth of purchasing volume.
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Apstrakt: Potrosaci su najvrednija imovina svake kompanije i poznavanje njihovih potreba je osnovni preduslov za
uspeh strategije kompanije, $to sve direktno utie na ukupan poslovni rezultat. Poslovanje kompanija danas je sve
neizvesnije zbog promena koje su stalne i kojima se mora i¢i u susret. Ono $to je karakteristi¢no za poslovanje danas
jeste da je sve viSe kompanija koje se bave pruzanjem usluga i one jesu najprofitabilnije organizacije u svetu. Brend
jedne kompanije predstavlja strateSki alat i konkurentsku prednost zbog toga $to je najvrednija imovina svake
kompanije neopipljiva imovina. Svaki brend treba da ponudi potroSacima nesto jedinstveno zbog ¢ega bi mu oni
ukazali poverenje. PotroSaci predstavljaju merilo vrednosti brenda jer od njih zavisi koji brendovi opstaju, a koji
nestaju sa trzista. Jaki brendovi, kada se njima upravlja pravilno, daju kompanijama dugotrajnost, kao i ,,potencijal
za besmtrnost®, pa je zato proces upravljanja brendom usmeren na povecanje vrednosti brenda tokom vremena, koja
se moze izmeriti. Ciljevi upravljanja brendom treba da budu uskladeni sa strateskim ciljevima kompanije. Tako
nijedna kompanija ne moze da dozvoli da dugotrajno investiranje u brend ne pokazuje merljiv poslovni rezultat, koji
omogucava profitabilnost i pouzdanost. Brend stvara vrednost i za potrosace i za preduzec¢a. Na potroSace utice tako
Sto povecava ukupnu kreiranu i isporuc¢enu vrednost koju oni dobijaju kupovinom i koris¢enjem proizvoda i usluga.
U zavisnosti od toga u kojoj meri brendovi povecavaju vrednost za potrosace, oni uti¢u na rast obima kupovine.
Kljuéne redi: Usluge, brend, potrosaci, upravljanje brendom.
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1. YBOJ

CaBpeMeHO TpXKHIUTE, y YCJIOBHMa CBE 3aXTEBHUjUX M HHPOPMHUCAHMjUX MOTpoIIaya, OLITPE W HEJIOjaHe
KOHKYpEHIIMje, 3aXTeBa HOBH NPHCTYI OpeHIHpamy M MapKeTUHT'Y. AKTHBHOCTH MapKETHHra y KOMIIAHHjama Cy
yCMepeHe Ha MpoIleC CTBapama NpPOM3BOAA/yciyra KojuM he ce Ha HajOOJPM HA4YMH 3aJO0BOJBUTH IOTpede
moTporraya. 3aXTeBH Kymana 3a Behom BpenHomrhy pobe u yciayra Koje KyImyjy ¢y ydecTaldju, J0K Cy CaMH KYIIH
BHIIE YIIO3HATH Ca MPOM3BOAMNMA H MHOTO MaKbHBH]H IPH JOHOMIEHY OTyKa O KyIOBHHH. " Y CITykKHA eKOHOMHja
je Tpero3HaT/pMBa 10 OJHOCHMAa KOjU C€ YCIIOCTaBJhajy m3Mel)y mpomsBohada W moTpomIada, 3a pasiHKy Of
HHAYCTPHjCKE Y KOjOj AOMHHHpPa OpHjEHTaldja Ha MPOHM3BOIY IPOM3BOAA M OCTBAPUBAE PE3yNTaTa IO TOM
ocHoBy. [loTpomaun cy HajBpeiHHja MMOBHMHA CBaKe KOMIIaHHje M IIO3HABAWmE HUXOBHX NOTpeda je OCHOBHU
MIPEYCIIOB 3a yCIIeX CTpaTertje KOMIaHuje, ITO CBE AUPEKTHO YTUYE Ha YKYIaH MOCIOBHHU pE3yJITarT.

OCHOBHM LWJbEBM KOMIIaHHMja Ha CaBpEeMEHOM TpPXHIUTY Cy moBehaBame 3aJ0BOJBCTBA IOTPOINAYa, HHXOBE
BPEIHOCTH, Kpeupame NPO(UTAOMIHOT M OAPKUBOI mocioBama. C 003MpoM Ha TO Ja je OpeHj BeoMma Ba)kaH
WHCTPYMEHT Yy OCTBapuBamby O00Jb€ KOHKYPEHTCKE MO3MIMj€ Ha TPXKHUIITY, CTBApame jaKUX, YCHEIIHHX U
NIpeno3HaT/FUBUX OpeHjoBa Tpeba na Oyze jenaH oJ KIbyYHHX IHJbeBa KOMIIaHH]ja Koje xeje aa Oyay ycremHe y
IYTOM POKY.

bpeHn MeHalMEHT je Kao aKTHBHOCT JACliCHHjaMa NPHCYTaH y KOMIIAHHjaMa W IOCTAa0 j€ MPUOPUTET TOI
MEHalIMEHTa TeK y MOCIEIH0] ASKaIH IBaIeceTor Beka. MHOTo (akTopa je YTHIAI0 Ha OBaKaB I10JIOXKaA]j, TOCEOHO
CTaHOBUINTE Ja je HajBpeIHMja MMOBHHA KOMIIaHHja - HEONMHMILbMBA WMOBHHA KOjy mpencraBiba OpeHn. IIpema
ayTopuMa, KpeHWpame jaKuxX OpeHIOoBa HMa BeJIHKH Opoj KOPHUCTH 3a KOMIIaHHMje, OJX KOjUX Cy HeKe
MPEMO3HATILUBOCT, JIOJATHOCT WM mpoduTabuiHOCT. BpeHa jemHe KoMmaHuje, y TOM CMHCIY, MpEACTaBjba
CTpaTCUIKN aJJaT U KOHKYPCHTCKY ITPCIHOCT. Paznuuutu IMPpOU3BOAU U PaA3JINIUTE q)yHKI_[I/IOHaJ'IHOCTI/I nmpousBoaa,
NPETOYEHH y CTpaTerHjy YyIpaBibamba OpEHIOM, NMOMaxy Y 3aJ0BOJbaBaby Pa3IMYUTHX I0Tpeda MOjeAnHala.
PazBujeno MHTepHeT MmocioBame U AOCTYNHOCT MH(popMaluja, 00e30el)yjy Aa mojequHI aKTUBHO MapTHLIUINAPA]y
Ha TPXKUILTY, ¥ YTHYY Ha MOCJIOBHE OJuTyKe KommaHuja. Kpajiwu 1nsb ka koMe je ycmepeH Behu Opoj koMmanuja je
MOCE/I0Bake MPECTIKHOT OpeHia — OpeHaa Kora MoTpoIIadu xeiae. MeljyTuM, MHOTe KOMITaHUje HUCY Y CTamky Ja
npenBuae W IUTaHUPajy MpoLeC yIpaBjbama OpPEeHIOM Beh ocTajy Ha NMOBPIIHOM CXBaTamby OpeHIUpama Koje ce
3aCHMBA Ha jeHOCTaBHOM KpEHpamby UMEHa, CIOTaHa U JU3ajHa IPOM3BOJa.

2. JTE@UHUCAIBE U KAPAKTEPUCTUKE YCJIYTI'A U MEHAIIMEHTA YCJYTA
[ocnoBame KOMIIaHMja JaHAC je CBE HEM3BECHHje 300T IpoOMEHa Koje Cy CTalHe M KojuMa ce Mopa uhu y cycper.
OHO mTO je KapaKTEpUCTHYHO 3a TOCIIOBAaKE JAaHAC jeCTe Jla je CBE BHINEC KOMIAaHHja Koje ce OaBe mpyxKameM
yciIyra U OHe jecy HajupoQUTHHje opraHu3aluje y CBeTy. YCiIyre y KOHTEKCTY MapKeTHHIa U YKYITHE €KOHOMCKeE
AKTMBHOCTH HEOJIBOJUBE CYy OJ] CaMOT IOTpoIIaya, OAHOCHO KOPUCHHUKA HEKe YCIyre.
JlaHac ce cBE BHIIIE IIPHHYA O ,,ITI06ATHO] epy yeIyra®, Kojy kapakrepuy: "

1. Benuku yneo cekropa yciyra y cTBapamy JOAATe BPEIHOCTH Y HALMOHAIHOj €KOHOMHjU, KO U BEJIUKH
yIIeo y 3al0lUbaBakY;

2. Beha yk/by4eHOCT HOTpOIIaYya y JOHOIICHE CTPATEHIKUX IOCTIOBHUX OJUTYKa;

3. TpxumHa GOKyCHpaHOCT NMPOU3BOJAA, OJHOCHO YHI-CHHIA J]a CE MPOM3BOIH NpHiarolasajy TpXKULITY
NPOMEHaMa Ha BeMY;

4. Jak yTHIIa] TEXHOJOTHjE KOja IIOMaXke KaKo IMOTPOLIaYnMa, TAKO U 3alI0CIICHIMA KOjH IIPYKajy yCiIyre;

5. Beha cnobona 3amocnennma na npoHal)y mpunmaroljeHa pernema creruuaHEM 3aXTEBHMa MOTPOIIAYA,
Kao U Jia pelie xajide y3 MUHUMYM HEJIaroJHOCTH U

6. Pact HOBUX yCITy)KHHX JISJIATHOCTH, aJId ¥ UMIIepaTuB npousBohada Gpuanukux nodapa aa ce Kpo3 yciuyre
Pa3IMKyjy Ha TPXKUIITY U AU(EPEHINPajy CBOj€ IPOM3BOIE.
HajjennoctaBHUje pedeHo, yciayre NpeacTaBibajy eia, mpoiece u nepdopMance. Yciyra yKIbydyje CBE €EKOHOMCKE
AKTHBHOCTH YHjH j€ pe3yJITaT, TeHepaHO MoCMaTpaHo, HEONUIUbUBA (opMa, Koja ce YriIaBHOM TPOLIM Ha MECTY T/e
ce U TPOM3BOAM M IIpyKa KOPUCT 3a 0co0y Koja Ty YCIyry Kymyje. Yciyre npeicraBibajy ,,CBE €KOHOMCKE
aKTMBHOCTH YHWjH ayTIIyT HHUje (U3NYKH NPOU3BO/] WM rpal)eBUHA, 10 MPaBHIy C€ TPOIE MCTOBPEMEHO Kaja ce U

10 Roman S: ,,The Impact of Ethical Sales Behaviour on Customer Satisfaction, Trust and Loyalty to the Company:
An Empirical Study in the Financial Services Industry*, Journal of Marketing Management, Vol. 19 Issue 9/10,
2003.

! Hoffman, D., Bateson, J., (2011) Services Marketing: Concepts, Strategies and Cases, 4th edition, South-Western
Cengage Learning.
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npousBojie M omoryhasajy nogary BpenHoct y ¢popmama (IIOIyT yroJHOCTH, 3a0aBe, IPaBOBPEMEHOCTH, yI0OHOCTH
WJIN 3/IpaBJba), KOje Cy CYIITHHCKU HEMaTepH]jajIHe.
Cremmduyne KapaKTepHCTHKE YCIyra c€ pa3uKyjy OJ KIaCHYHOT TOMMama INponsBoaa (dmsmuakor mobpa).
Haj3navajHuje cnenmnpuIHOCTH yciyra, OKO KOjUX IMOCTOju HajBehm cremeH ciarama Mel)y crpydmanuma U3 OBe
obmacry, jecy:

1. HeonunsuBocT ycnyre;

2. XeTeporeHocT (BapHjabMIIHOCT) yCITyTe;

3. CumynraHoCT (HEOIBOJUBOCT) POM3BOIIHE U TIOTPOIIEHE YCIYTE,;

4. KBapspuBOCT (HETPAjHOCT) YCIIyTE;

5. HemoryhHoct nocenoBama yciyre.
MeHnayMeHT ycnyre (Tj. yIpaBbamke yCIyroM) je YKYIHA OpraHM3allMOHH MPHUCTYI KOJH KBAJIUTET YCIIyre, KaKo ra
KyIal youaBa, YAHH HAjOUTHHjOM IMOKPETaYKOM CHarom 3a o0aBibame MOCNa. YKyNaH OpraHU3allMOHH IPHUCTYI
yTHUYE HA CBAaKOl y OpraHM3allfjH, OJ T'€HEPaHOT JUPEKTOpa IO 3aloCICHOr KOjU je HajHWkKe paHrupad. To je
rmaBHa ¢uio3zoduja, HaYMH 00aBJpamka IOCIA, HAYMH yIpaBJbakha W HauumH Harpahusama. I[lo ¢unozoduju
MEHAIMEHTa yciIyra, Lejla OpraHusandja Tpebda aa (GYHKIUOHMINE Kao jeJaH BEJIMKH CEKTOp yciyra 3a
KOpPHCHHUKE.

2. IOJAM U 3HAYAJ BPEHJIA

BbpennoBu npoxumajy cBe mope Hamx xuBota. Kadepep HaBoau 1a OpeHIOBH NPOAUPY Y EKOHOMCKY, APYIUTBEHY,
KyJITypHY, CIIOPTCKY, 114 YaK U penurujcky chepy.' Koraep u ®epu uctiuy GpeHoBe Kao 3HaYajaH 1e0 KyIType
MIOCJIOBHOT CBETa KOjJM MIOMaXKy JbyIMMa Jia IOHOCE KaKO BEJIHMKE, TAKO U MaJle OJUTyKeE.

Iocroje pasmuunrte nedunuimje Openaa. Jeana on Hajumpe npuxBahieHUX y JUTEpaTypH je OHA KOjy je Kpeupao
David Aaker u kojy je mpuxBaTHIO AMepHYKO yApyXeme 3a MapketuHr (AMA — American Marketing
Association). AMA noapasymeBa o OpeHI0M UMe, TEPMUH, 3HAK, CUMOOJT UITH OOJIHK, UM IbMXOBY KOMOMHAIIN]Y,
ca HaMepoM Jia WAeHTU(HKYje MPOU3BOJIE WIIM yCIyre jeAHOT WIM Tpylie MpojaBana, U Aa ux AudepeHuupa on
KOHKYPEHTCKUX MPOU3BOJA U YCIIyTa.

Caaku OpeHn Tpeba Ja MOHYOHM MOTpOIIaYMMa HELITO jeIMHCTBEHO 300T yera OM My OHHM yKa3alu IoBepeme. To
Hekaga Moxxe OMTH (HU3MYKH NOoKa3 o kBanmutery. [lopex (QyHKIMOHAHE M palMOHANHE CTpaHe, BPJIO YECTO Ce
Tauyka AudepeHijanmje HeKor OpeHaa Kprje Y BeroBoj eMOTHBHO] IUMEH3H]H, CAMOCKCIIPECUBHO] TUMCH3HJH FITH
EKCIPECHBHOj TUMCH3H]H.

3Hauaj OpeHAMpama y KOPIOPAaTHBHOM OKPYXEHY Ce Orliefia Y TOME Jia YCIICLIHO yNpaBJbamkbe OPEHIOM 3HA4M U
OIICTAaHAaK Ha JaHAIlbEM, CBE TYpOYJICHTHHjEM TPXKHIUTY Y epu riobanuszanuje. He MoxeMO TOBOPUTH O OIICTaHKY
Ha TPXKUIITY aKO TPXKHUIIHM CY0jeKTH HE pajie Ha CTBapamy MHOBAllMja, aKO HE OOHaBJba]y CBOjY IIOHYAY HOBHM,
JpyradujuM, NpPEro3HaT/bHUBUM, Tj. OpEeHIMpPaHUM BPEJHOCTUMA.YKPYIhaBamke TPKHUIITA, riodanu3anuja, au U
cBe Behu Opoj OpeHoBa y BHy KOHKypeHaTa, YAHE OBY O0JIaCT 3aXTEBHHjOM M CIIOKECHH]OM 3a CBE YYECHHUKE Ha
TpXKUIITY. BpeHanpame, Kao MOCIOBHHU IPOIEC, HE MPEJCTaBjba caMO 3HAa4YajHy TeMy Koja je y (OKycy HOBHX
UCTpaXKMBama, Bell BEJIMKU MOCIOBHU H3a30B y MOJEPHOM MOCIIOBHOM OKpYXEHY, MOCEOHO IITO je 3a U3rpajmby
CHa)XHOT OpeH/1a HEOMXOJHO BEJIMKO 3HAKE U yllarame, KOji y3 AyroTpajaH paj BpJIo 4ecTo He 1ajy Op3e pesynrare
2.1. 3nayaj OpeHaa y cTBapamy BPEIHOCTH 32 MOTPOIIAYe

Omure je npuxBalieHa YHBEHULA /1A MOTPOIIAYH MPEJCTaBIbajy MEPHIIO BpeAHOCTH Openza. O BHX 3aBHCH KOjH
GPEH/IOBH OIICTA]y, a KOjH HECTajy ca TpKuITa. -

3Hauaj OpeHza y OHOCY Ha Kpajike KOPUCHHUKE Ce OIJIea Y CHIYPHOCTH, CMambeby PH3UKA OJ1 IIOTPElIHe KYITOBHHE
u w3rpajmu ocehaja Onuckoctu. Pakura u MutpoBuh cucremarn3syjy 3Ha4aj OpeHaupara U3 yria norpouiada y
0JIHOCY Ha yHATpeherme TPaKbe Ha TPKUIITY Ha crenehn naunm:

Y2 wilson., A., Zeithaml, V., Bitner, M., Gremler, D., (2012) Services Marketing — Integrating Customer Focus
across the Firm, 2nd European edition, Mc Graw Hill, Educatio (UK).

3 Veljkovi¢, S., (2018) Marketing usluga, Cetvrto imenjeno i dopunjeno izdanje, Centar za izdavadku delatnost
Ekonomskog fakulteta u Beogradu, Beograd.

144 Kotler, J., Fundaments of Marketing, McGraw Hill, 1981.

15 Kapferer J. N: , New strategic brand management : creating and sustaining brand equity long term*, 5th edition,
Kogan Page, London, Philadelphia and New Delhi, 2012.

198 Kotler P, Pfoertsch W: ,,B2B brend menadzment“, ASEE, Novi Sad, 2007.

Y7 Filipovié, V., (2008) Brend menadzment, Fakultet organizacionih nauka, Beograd.

148 O’Shaughnessy J: ,,Why People Buy*, Oxford University Press, New York, 1987.
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1.Ilpeno3naBamwe — I[lorpomaun nakme uaeHTH(UKY]y OpeHA, y OIHOCY Ha HEKY Ipyry Mambe IMO3HATy
poOHY MapKy.

2.0mryanBame — bpeHn nojeqHocTaBIbyje U OJaKIaBa IIOTPOIIady MpoIiec JOHOIaka OUTyKa Y KYITOBHHU.

3.JIojanmHOCT — Bpenx je cumOon mapTHEpCKOT J0oTroBopa m3Mel)y KOMITaHHje  MOTpolIada, TAe IMOTPOIIay
TIOKJIaFha CBOje MOBEpehe OpeH/Ty, KOjU My TapaHTyje KBAJIUTET U CHTYPHOCT.

4.CUrypHOCT U CMamemhe PH3MKa — bpeHn cMmamyje BpeMe W Halmop Tpakema JKeJheHOT IPOM3BOAA U
cMamyje pH3HK HorpemHe KynoBuHe. [loTpomay je cBakako, KyITOBHHOM HOTPEITHOT OpeH/a (WIH IpOou3BOAa KOjH
HEMa CTaTyc OpeHa), H3JI0KEH OTIOPTYHUTETHOM TPOIIKY.

5.MudopmaruBaoct — BpeHn nma Benuku MHPOpPMATHBHHU 3Hayaj 3a Kpajie morpomade. OH roBopu o
npoduity TpaXkeHOT NPOU3BOJIA U FheTOBUM OCHOBHUM (DYHKIIMOHAIHUM KapaKTepHCTHKaMa.

6.KomynukarueHocT — Bpena mojeqHocTaBibyje KOMYHHUKALWjy MOjEAMHIIA ca CBOjUM OKpyxewmeM. OH ca
co0oM HocH oJpel)eHH CTaTyCHH M acOlMjaTHBHU KOHTEKCT KOjH Ce MPEHOCH Jlajbe Ha CTATYC M UMHII OTpolIaya y
CBOM OKPYXEHY.
2.2. 3navaj OpeHfaa y cTBapamy BPeAHOCTH 32 OpraHM3anmje
BpenHocTH KOoMIaHHja Koje Oceayjy jake OpeHIOBe ce Ha CBETCKOM TPIXKHUINTY Mepe MUIIMjapaMa J1ojiapa, a To je
[ICHa Koja je MHOro Beha oJ peanHe LEHE OCHOBHHX CpPEJCTaBa, WHBECTHIIMja M TPOIIKOBA BE3aHHX 3a UCILIATY
3apajia 3arociCHHMa W 3aCHHMBA CE UCKJbYYHMBO Ha BPEAHOCTH MMHUA EHEHOT OpeHzaa. Mmun OpeHna mpeacraBiba
HajBelly BpeIHOCT KOjy HPOM3BOJA WM YCIyra MOXe Ja Hocelyje, YMMe KOMIIaHWjH Jaje BEJIHMKY HPEeJHOCT Ha
TPXKHUILTY.
2.3. 3nayaj OpeHa y OKpYKermby HHAYCTPHjcKe NOTPOLIHbe
Kotnep u ®epm HMCTHYy OcaM OCHOBHHMX yiora OpeHmoBa:™' audepeHuEpame pon3Boia, obesbehuBame
OynyhHOCTH KOMIIaHU]e, JI0jaIHOCT, TU(epeHIpambe MAPKETUHIIKIX aKTUBHOCTH, Kperpame npedepeHinja, MU
OpeHa, OCTBapHBakE HajBHIIIC IIeHE U ToBehame Tpoaje.

3. TOJABHHU OBJINLIU BPEHJA Y CEKTOPY YCJIYTA
Caako npenysehe HacToju na Halje onmTHMandHy KOMOMHANM]Y MPOW3BOJA M yciayra Koju he omoryhurtu edukacHO
MOCIIOBaKke U MAaKCHUMHpame AOOHMTH, MOCMAaTPaHO Ha OYTU POK. ATPaKTUBHOCT YyJIaXerwa y IOjeMHa MOCIOBHA
monpydja neduHUCAHA je BeIMKUM OpojeM (akropa, a mpe cBera Cy TO: TPXKHIIHH, KAaTETOPHjCKH W (aKTOpH
okpyxema. [loprdonno yciayra ce Mopa CTaBUTH y KOHTEKCT OpeHampama. Ilox nctum OpeHIOM MOry OHTH
o0yxBaheHH MOjeNMHAYHN YCIY)KHH NPOHM3BOJIM, CBE YCIyre y OKBHPY onpeheHOr OusHHCa, Ia U LEIOKYITHO
MOCIIOBam-e, HE3aBUCHO OJ] TOra Y KOjUM CBe IpaHamMa npenysehe nociuyje.
ApxuTekTypa OpeHIa TMpeacTaB/ba CBOJEeBPCHY CTPYKTYPY KOja oOpraHusyje MmopT(ono CBUX OpeHaoBa Yy
komnanuju. OHa aedUHHMIIE KaKo YJIOTy KOHKPETHOT OpeHJa, Tako M XHjepapXHjcke HMBOE M OJHOce Hu3Mehy
OpeHzoBa yHyTap KommaHuje. JJoOpo mocTaB/beHa apXHUTEKTypa CTBapa jake OpEeHIOBE Yy O4KMMa MOTpollaya,
omoryhaBa onTHMalHy ajoOKalWjy, UMa CHHEPreTcKd edQekar, cTBapa jacHy MOHYJAy M IO TOM OCHOBY
audepeHnnparme 0] KOHKYpeHIIHje.
Crpareiike omniuje apxuTekType openna, ce kpehy usmelyy “Openaupama kyhe” u “kyhe OpenzoBa”. YKOJIUKO ce
nocMaTpa CTpartervja OpeHOupama O PAIMYUTHM HHBOMMA, OHJIA C€ MOXE 3aKJbYyYUTH Ja OHa HUIe OJ
(MHOMBHIYaHOT) YCIIY>KHOT IIPOW3BOMA A0 jemIHOT OpeHma 3a cBe (MacTepOpeHaa).
[Mocroje yeTHpH OCHOBHE aNTEepPHATHUBHE CTpaTeruje OpeHANparma, Koje ce MOr'y IPUMEHUTH Y CEKTOPY yciyra:
1. Bpermupana kyha (ZOMIHaHTaH je jexaH OpeH[, 4eCTO KOPIIOPATUBHH, O]l FheTOBHM UMEHOM C€ TIOIBOJIE
CBH IIPOM3BOJIH U yCIIyTe),
2. [TonOpennoBu (koMOMHAIMja 3ajeHUYKE jaunHE ABa OpeHJa KOMIIaHWje, OOMYHO KOPIOPATUBHOT M
MpOHU3BOIA/YCIIyTE),
3. MoapxxaBajyhn Opena (Moxke ce jaBUTH Kao 3HAK IIOJPIIKE, CPOJHO MME HWIIM Kao TapaHT OpeHja
YCIIY’>KHOT TIPOHU3BO/IA IITO j€ JIAKO YOUJBbHBO U BU3YEITHO),
4. Kyha OpenmoBa (He MOCTOjM HMKakBa TMoBe3aHOCT m3Mely OpeHmoBa wim ce OpeHI KOju je MOMApIIKa
OCHOBHOM OpEH/Ty jaBlba caMoo “u3 cenke”). >
Jako n3paxkeHa KapakTepUCTHKA Y YCIy)KHOM CEKTOPY KaJa Cy y IHTamy OpeHJ0BH jecTe aaneko Beha ymora

%9 Rakita B, Mitrovi¢ I: ,,Brend menadzment*, Savremena administracija, Beograd, 2007.

130 K otler P, Pfoertsch W: ,,B2B brend menadzment*, ASEE, Novi Sad, 2007.

B Veljkovié, S., (2018) Marketing usluga, Cetvrto imenjeno i dopunjeno izdanje, Centar za izdavadku delatnost
Ekonomskog fakulteta u Beogradu, Beograd.

152 Wirtz, J., Lovelock, C., Essentials of Services Marketing, 3" edition Pearson Education Limited, 2018.
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KOjy HMrpa KOpPIOpaTHBHM OpEHJ, HEro y KJIacHYHUM IpOM3BOIHHMM mnpenyszehmma. Pasmore tpeba Tpaxutn y
YUILCHUIM J]a Hel0CTaTaK IMojaBHUX OOJMKa Kaja cy y MHTamy YCIyre eHepaliHO jada yyory OpeHza, IpH Yemy
crabWiiaH W jak KOPIOPATUBHHU OpeHN Jaje CHTYPHOCT M TapaHIHWjy MOTpolIaynMa Aa he YCIy)XKHH Tpolec u
KBaJIUTET yCIIyTe OWTH HA OAroBapajyheM HUBOY.

4. YIIPAB/BAILE BPEHOM Y CEKTOPY YCJIYT'A

VYcneman OpeHA je OHaj KOjU ce y TMEepUEeNIHjH MOTpOoIIaya IT0jaBJbyje Kao CYHNEpHOPHH]H y OIHOCY Ha JpYTe
koHKypeHTe. OH OCTBapyje 3HauajHe e(eKTe Kpo3 BETMUMHy oOMMa mpomeTa.’ Jaki GPEeHIOBH, Kaa ce HHMa
ylpaBJjba MPAaBUIIHO, Aajy KOMIIAHHMjaMa JIYTOTpajHOCT, Kao W ,,IOTEHIHWjal 3a OECMTPHOCT™, Ia je 3aTo Ipolec
yIIpaBibara GPEHIOM ycMepeH Ha noseliame BpeIHOCTH GpeHIa TOKOM BpeMeHa, Koja ce Moske m3meputi. > I'paha
OpeHzaa yriaBHOM je Oa3upaHa Ha TpH OCHOBHa (hakTopa: ocobuHe ¢upme, 0coOMHE NPOMU3BOJIA U UHXEPEHTHOM
JMHAMHUKOM TpkuinTa. Mako umcropuja ¢upme obpasyje rpal)y meHor OpeHaa, OUHAMHKA TPXKUIITA M HOPACT
€KOHOMCKE W TOJHMTHYKE WHTErpanuje, kao W mosehaHu TPOIIKOBU MeJMja, BpIIE NPUTUCAK Ja CE XapMOHH3Yje
CTpYKTypa OpeH/I0Ba Ha TPXKHUIITUMA. Pe3yiraT Tora je KOHCTaHTHO Memame OpeHsa y ckiaay ca (hakTopuma Koju
Cy mokperauyn mpomena. ['palja OpeHzia y opraHH3alMji y JaTOM MOMEHTY OCJIMKaBa pPaHHje OJUIyKe MEHAlIMEHTA,
Ka0 M KOHKYPEHTCKY PEaTHOCT ca KOjoM ce cycpelie Ha TP KHUIITY.

IMponec ynpasbama OPEHIOM je CIO0XKEH H CACTOjH ce o BHLIE (aza. Y H3rpalmbH U OJpKaBamby BPEIHOCTH OpeHa
NOTPEOHO je KPeHYTH OJ BH3Hje, NMPEKO OPraHU3allloOHe KYJIType, [HJbeBa OpCHAUpama, OKPYKEHa, CYIITHHE
OpeHna, MHTepHE UMILUIEMEHTaIuje u 00e30ehuBama oarosapajyhux pecypcea go oaroapajyhe BpemHocTH OpeHaa.
Keller mon mojmMom crpaTerujckor yrpasibama OpeHIOM MOAPa3yMeBa IU3ajHUPAhE M HMIUIEMEHTAIN]Y MapKETHHT
nporpama 1 akTUBHOCTH Y LIWJbY CTBapama, Mepera 1 ynpasibama BpeqHoiihy openna. [Ipenopydyje npouec koju
ce cacTojH U3 YeTHPH OCHOBHA KOpaka: ACHTH()UKOBAE U YCIOCTAaBIbahe BPEAHOCTH OpeH/ia U HeroBe No3uliyje,
IUIAaHMPake U UMIUIEMEHTalMja oJAroBapajyher MapkeTHHI MporpaMa, Mepeme U UHTepIpeTHpame nepdopmMancu
Openna u ypehame u opkaBame BPSIHOCTH OpeH A,

JenHa o1 OCHOBHHX pa3iivKa y CTpaTeryju OpeHupama MPOUCTHYE U3 HEOUIUBbUBOCTH yciayre. C 003upoM Ha To Ja
NOCTOjU HeJocTaTak (U3MYKEe CTBAPHOCTH W ONMWIUBMBUX eJIEMEHATa M Ja je TEIIKO CXBAaTHTH CYLITHHY
creln(pUYHUX YCIIyTa U MMOCIOBaba y YCIY)KHOM CEKTOPY YOIIITe, yiora OpeHna je naneko Beha jep moMaxke na ce
OBH HENOCTallM W Temkohe mpemasuhy. Y ToM cmuciay OpeHm urpa najneko Beliy yiory Hero kon (Gu3MUKH
ONMUIJBMBUX 100apa, jep Npy’ka YhTaB HU3 JOAATHX BPEIHOCTH 3a MOTpollavya. BpeHn je neHTpaiHa Tayka 3a pa3Boj
JIYrOPOYHUX OJHOCA Ca MOTPOLIAYNMa U CTBAPAKE JIOjaATHOCTH Y CEKTOPY yCIIyTa.

MHorH ycnenrHu OpeHIOBH Y CEKTOPY YCIIyra Kpeupayy cy crenupudad aMOHMjeHT U Kpo3 (M3UYKH ONHIUBUBE
JUMEH3MjE YCIy)KUBama, YTHLAIM Ha CTBapamke BPEJHOCTH 3a MOTpollladya M IpeBasHiIaXeme IpodiiemMa
HEOINUIIJBMBOCTH yciyre u Temkohe y onpehuBamy meHOr kBajguTeTa. KBaIUTET yCayre ce MOXKE OJPESIUTH MPEKO
pasznuke nsMmel)y cyOjexktuBHOT Buljerma 1 oueknBama. [1ocToju jak yTuliaj 100por yCIry»KHOT OpeH/Ia Ha CMabUBabe
XETepOreHOCTH M BapujaOWIIHOCTH y HCHOpYYMBamy yciyre. Y TOM cMucHy je jak MelycoOnu yruuaj
KOHCTaHTHOCTH MCTIOPYYHBaa JI0Pe yCIyre ca BpeaHohy OpeHaa.

Hajsaxuuju mocao OpeHJ MEHalepa je 1a MPaBIIHO IUIAHHPA M peaii3yje Ipolec A0AaBamba BPEAHOCTH OpeHIY,
OJHOCHO Jia BpIIM oOoralinBame HeroBe JIMYHOCTH KOHTHHYHPaHO. bpeHn He cMe mocTaTH JocalaH H yoOHu4ajeH,
jep y TOM ciydajy u3a3uBa XKeJby 3a IPOMEHOM, IITO je KOJX NPOM3BOJA M yciyra BeoMa Jiako yuuHuTH. Ctora ce y
npolLecy AoJaBamba BPEJIHOCTH MMOBPEMEHO JIAHCHPAjy WHOBAIMje Be3aHe 3a OpeH[, alu ce mo3uBa M Ha Hacuele,
moIpKaBajy ce oxpeheHn putyanu wim u3asuBajy oapehena ocehama.

Hupen ymnpasipama OpeHIOM Tpeba ma Oyny yckiaeHH ca CTpaTelKiM IMJbeBHMa KOMMaHWje. Tako HUjexHa
KOMIIaHHja HEe MOXKE Jla JI03BOJIM Jia JYTOTPajHO MHBECTHPame Y OpeH]l He MOoKa3yje MEpJbUB MOCIOBHU pe3yJITarT,
Koju omoryhaBa mpoGHUTaOMIHOCT M MOY3JaHOCT. JEAMHCTBEHE acoldjalrje MOMaky MOTpoIadyuMa jga uzabepy
Openn. [IMpexTHO MCKYCTBO Kpenpa HajCHaXXHHje aTpruOyTe M KOPHUCTH OpeHsa, alli U KpeaTUBHE peKiiame Koje ce
€MUTY]y JIOBOJHHO YeCTO Ja ,,[T0JIceTe™ KyMIa Ha MPETHOCTH B KOPUCTH aTpuOyTa r[p01x13130;1.51.156 Takohe, komnanuje
Kpenpajy KOpYCHE U TO3UTHBHE acolldjalldje Be3aHe 3a OpeH, yBepaBajyhu moTrpomiade jga OpeHa moceayje BaxHe

153 Filipovi¢ V, Jani¢i¢ R: ,,Strateski marketing®, Fakultet organizacionih nauka, Beograd, 2009.

> Temporal P: ,,Advanced Brand Management: Managing Brands in a Changing World* (Kindle locations), Wiley.
Kindle Edition, 2011.

% Keller, K., L., Aperia, T., Georgson, M., Strategic Brand Management, Pearson Education, England, 2008.

1% Keller K. L: ,,Strategic Brand Management: Building, Measuring and Managing Brand Equity*, 4th Edition,
Global Edition. Upper Sadle River/NJ, Pretince Hall, 2013.
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ocoOMHE, KOPUCTH W TPEITHOCTH, Koje he 3a710BosbUTH BUXOBE Motpede u xesbe. IloTpomaun he ce mpema oBuM
aconyjanyMa pa3IMyuTo MOHAIATH Y Pa3IMuUTUM (KYyIIO)IPOJajHUM CUTYyalijama.

5. BPEJHOCT BPEHJA Y CEKTOPY YCJIYT'A

Bbpenn crBapa BpenHocT ¥ 3a morpomadye u 3a npexyseha. Ha motpornade (KOpHCHHKE yCiIyra) yIude Tako LITO
mosehaBa yKyIHY KpeupaHy B UCIIOpYYEHY BPEOHOCT KOjy OHH 100Hjajy KYITOBHHOM M KOpHIINemeM IPOnu3BOaa H
yciryra. Y 3aBHCHOCTH OZ TOTa y K0joj MepH OpeHmoBu moBehaBajy BpEeOHOCT 3a MOTpoOIIayde, OHH YTHYY Ha PacT
obuma kymoBuHE wWiM omoryhaBajy mpemmjymcke meHe. bpenn mopen yruiaja Ha mepdopMaHCe KOMIIaHH)a,
JoNpUHOCH W HemaTepujannoj BpemHoctH (goodwill). IMTocToju MCKYCTBEHH W ICHXOJOIIKH AacleKT OpeHna.
HckycTBeHH acmeKT OpeHAa mpeacTaB/ba CyMy CBHX Tayaka KOHTakTa ca Openmom. MckycTtBa umne cBu ocehaju,
MICIH, CEH3allMje U MOHAIllakba Koja Ce jaBJbajy KOJ MOTpollaya y KOHTAKTy ca OpeHaoM. [ICHXOJOMIKH acmeKT
OpeHIa je cuMOOJIMYKa TpejicTaBa 0 OPSHY Y CBECTH JbYIH, a CACTOJU ce 011 MH(pOpMAIIHja U OYCKHBaka KOja OHU
HMajy Y BE3H ca JaTHM MPOU3BOIOM HJIH YCIYTOM.

Beoma 3HavajHa je mocTana OpPYIITBEHAa BPETHOCT OpeHZa, KOja MmojpasyMeBa BHCOKY CHIYPHOCT M MOY3IAHOCT
OpeHI0Ba, any je APYIUTBEHH 3HA4aj YCMEPEH M Ha KpeHpame HOBUX PaJHHUX MECTa M ImoBehame 3aroCcIeHOCTH, IITO
JONPUHOCH OMINTEM IPYIITBEHOM Onaroctamy. bpeHnupame moapasymMeBa ycMepaBambe MapKeTHHIIKHX HAopa Ka
(bopMHpamy HMHIA, JIOTA, 3AIITUTHOT 3HAaKa KOjH lie 3ajelHNYKUM JENOBambeM yTHLATH Jia Ce MPOM3BOI Y CBECTH
MOTpOIIaya pasiuKyje 0] KOHKYPEHTCKUX.

Mely panuoHamHHM eJeMEHTHMa BPEIHOCTH H3IBaja CE YMIbCHHIA Na OpeHA NpyXa CTaHIApIHH KBAJUTET
nepopMaHCU U J1a je rapaHT KBanuteTa. bpeHa je curHain u jenyje Kao 3HaK 3a CKpeTame NMaxmwe U nojacehame Ha
obehane kopuctu koje Openn Hyau. IlozHatm OpeHmOBHM onakiiaBajy u30op u ckpalyjy BpeMe OaydnBamba O
KYIIOBHHH.

Ilopex palMoOHATHUX W3BOpa BPEAHOCTH OpeHma, MOCTOjM W EMOLHOHANHA THMCH3HMja BPEIHOCTH OpeHna.
PanmnoHanHe KOPHCTH Cy MPEAYyCIIOB, & €MOLHOHANHE CTBapajy BpeaHOCT miyc. JpyimTBeHa aAuMeH3Hja OpeHma
OCTBapyje ce y KOHTEKCTY IOJIOKaja ocobe y APYIITBY, OAHOCHO MOTPOIIAY JKEJIU Ja 3Ha IITa OW IPYTH JbYIH
MOTJIM MUCJIHTH O TOME, Kao U Kako he ce kopumheme ycimyra onpel)eHor OpeHna ogpasuTH Ha EHEroB IOJ0XKA] Y
ounma Jpyrux. [IocToju 1 XeZOHUCTHYKA IUMEH3H]ja, KOja je ycMepeHa Ha JIMYHH JI0KHBJba] U Y)KUBAKBE y OPEHIY.
CBH HaBeICHU M3BOPH J0JaTe BPEIHOCTH YUHE Aa ce oapeheHn OpeHn audepeHuupa y oxHocy Ha npyre. Kpajmu
CTaaujyM u3Meljy morpomraya u OpeHIa NpeAcTaBjba HEroBa MepcoHANU3aLMja, OJHOCHO NOJeIbUBake oapeheHux
JbYICKHX 0COGHMHA GPEHI0BUMA y CBECTH TOTpOmaya,

Hajsaxxauje QyHKIHje OpeHaa Koje nMajy O3UTHBHE e()eKTe Ha MOCIIOBamke YOIy KHOT nipeay3eha cy creaehe:

1. OmakmaBa n3rpajmy AyTOPOYHHUX U CTAOMIIHUX OJHOCA ca KyNIuMa,

2. Omnaxmapa audepeHnnpame U MPerno3HaTJbUBOCT y OJJHOCY Ha KOHKYPEHTCKE TIOHY/IE,

3. UltuTH 07 arpecuBHE KOHKypEHIIHje,

4. Tlommxe arpakTBHOCT npeay3eha u adupmuie ra Kao TPKHUINTHO MO3HATOT JIMJEpa y OJHOCHUMA ca
JPYTUM TIOCJIOBHUM IapTHEPHMA,

5. Tonmpwxe nperoBapauky Mmoh mpemy3seha,

6. EdextuBHHje Cy MapKeTHHIITKE KOMYHHKAIIH]e,

7. Tlocroje nomatHe MoryhHOCTH IpomMpena OpeH/a, Ha HOBE MaKeTe YCIIyra WK Ha HOBa IOAPYYja,

8. TIlocroju mo3utuBHA moBe3aHOCT m3Mel)y caTHc]aKIMje U JI0jaTHOCTH 3allOCICHHX U UMHUTIAa KOMITaHHje

. 159
y jJaBHOCTH.

Cse Hampe[ HaBeCHO MMa OJ[pa3 Ha BPEAHOCT KOMITaHUja. OHMHAHCH]CKH JOMIPUHOC OPEHIa KOMITAaHHjH
npoucTude M3 (pakTopa yCMEpeHHMX Ha pacT (IpUBJIAYEHEM HOBHX IOJpOIIaya, MojAu3ameM Oapujepa yiacky
KOHKYpCHIIM]je, JIAKIIUM IIMPCHEM Yy HCTe HWIM HOBE Kareropwje) u (akropuma KOjU Cy TIOBE3aHH ca
npodurabmrHomhy (Beha nojamHocT OpeHmy, edhukacHHje TMpoMOIHje, 0oJbe Tperopapadke mosumuje). CBe TO
yTu4de Ha pUHAHCHjCKe TepdhopMaHce KOMIIaHH]e.

7 Golijanin, D., (2009) Menadzment u trgovini, Univerzitet Singidunum, Beograd.

158 Veljkovié, S., Pordevié, A., Vrednost brenda za potroSace i preduzeca, Godina 41, Broj 1, 2010.

9 Veljkovié, S., (2018) Marketing usluga, Cetvrto imenjeno i dopunjeno izdanje, Centar za izdavatku delatnost
Ekonomskog fakulteta u Beogradu, Beograd.

180 yeljkovié, S., Kalitanin, ., Improving Business Performance through Brand Management Practice, Economic
Annals, 208 (January-March), 2016.
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3AK/bYYAK

TepuujapHu CeKTOp, OJHOCHO CEKTOp YCIyra, aHac je CEKTOp y OKBHPY KOT mociyje cBe Behu Opoj KoMmmaHuja.
ITocroje xomMmaHHWje Koje ce OaBe NMPOWM3BOAOM IPOW3BOJAA W YCIIyra, ajllM W Koje ce 0aBe caMo YCIIy:KHOM
nemataomhy. Jlanac, y3 momoh MHTepHETa, MEHalepH KOMIIAHH]ja UMajy MOTYRHOCT J]a BeoMa JIaKO KOMYHHUIIHPA]y
ca MOTPOIIaYrMa M Ha Taj HAYWH YTBPJE IITa j€ OHO IITO je HEOIMXOTHO Ja IMPOMEeHe Kako OW 3a0BOJBHIIH TOTpede
motporrada. CBaka KOMITaHWja TEXH Ka TOME Jla IOCTaHE Haj0oJba Ha TPXKHUINTY M Ja mpuByde mrTo Behm Opoj
MOTpOIIIaya, a 3a TO je HeonmxoaHa 1o0pa cTpaTeruja, MUCH]ja, BU3Hja u OpeHs Koju he OMTH O3HAT ITUPOM CBETa jep
OH je CITMKa KOjy IMOTPOIIadd UMajy O TOj KOMIIaHUjH.

BpennoBu mpencrasipajy MohaH MHCTPYMEHT 32 KpEeHpame jeIMHCTBEHE CIMKE MPOHM3BOJA WM YCIYIe Yy CBECTH
noTpoIaYa M KJbYYHH Cy (DAKTOp y OONHKOBamy mpedepeHiuja moTpomaya npema oxpelernm mponssomuma, ®
Bpenn je BepoBaTHO HajMOhHHMjM MHCTPYMEHT KOMYHHMKalMje, Ia MIAK caMO Mayld Opoj OopraHu3aiyja CBECHO
Kpeupa ¥ KOPHCTH UJISHTUTET OpeH/a 3a Mpojajy CBOjUX MPOU3BoAa wiH yciyra. Ctpareruja OpeHna ce rpaau Ha
MO3UIIMOHKUPaKkY OpeHIa, MUCHjU OpeHIa, BPEIHOCHO] MOHymu OpeHna (M nmyHOCTH), oOchamy OpeHma wu
apXUTEeKTypH OpeHIa.

CTBapame jakor W MpPEro3HATJEUBOT OpeHAa MpPE/CTaBJha MMIICPATUB 32 CBE KOMIIAHUje M HHXOBE NPOHM3BOIE H
yciIyre Ha TPXKUIOTY. BpeHa cTtBapa omHOC ca MOTpoIIaYMMa NpHYameM cBoje npude Ha onpehenn HaumH. Kana ce
JbYJIM TIPENO3HAjy Y TOj IPHYH OHHM JKeJie 1a IOCTaHy Jeo0 Hhe.
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