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Outsourcing is getting its speed in today‘s quickly 
changing economic environment. Companies compete for 
customers, revenue, market share with products and 
services that meet customer’s needs and they are more than 
ever interested in outsourcing. Even though Business Process 
Outsourcing has almost twenty years’ experience, companies 
are still facing the issue: which functions should be given to 
third party and which are to be kept in-house. 

It is important to realize, that some functions and 
processes should never be outsourced. To achieve maximum 
benefit from outsourcing, companies must carefully evaluate 
their processes and sources of information that are fed into 
them. After this self-examination, companies can distinguish 
between their core and non-core processes. This evaluation 
is essential before any outsourcing decision. 

Processes, which are using companies’ core competencies, 
should not be outsourced, because core competencies 
create sustainable competitive advantage for a company. 
This competitive advantage allows operating successfully 
in common environment and also creates possibility to split 
into wide variety of related markets. Core Competencies have 
a major impact on the features of the product or service, 
which company offers to customers. Core competence is 
something company can do better than a competitor, i.e. 
company’s features, which are valuable, rare, difficult to 
imitate and difficult to substitute. It can be in the range 
from product development to employee dedication. The 
starting criteria for determining whether capability is a 
core competency is the question: is it capable of producing 
sustainable competitive advantage?  

Understanding Core Competencies allows companies 
to invest in the strengths that differentiate them and set the 
strategies that unify the entire organization. 

It is not right to equate a core competence to a specific 
product or service. Products and services may frequently 
change and core competencies are the basement on which 
products and services are based. Therefore Core 
Competences are fundamental aspects of a company, like 
its culture, values, skills, knowledge and abilities, therefore 
they are not the subject to a sudden change. 

It is also important to distinguish core competence 
from strategy as strategy defines how company defends, 
builds and transforms core competence over the time.  

Core competences are often mixed with core processes. 
Some authors operate with those two terms as if they 
meant the same. However core competence and core 
process are different things. Core processes are built by 
using core competences. 

Even though core competence concept was introduced 
in 1990 and there were a lot of publicity and discussions 
dedicated to this subject, amazingly only few individuals 
understand this concept well and apply it to the business 
they are in. 

Keywords: outsourcing, core competence, core process, key 
process, critical process, support process, business 
process outsourcing, strategic outsourcing plan. 

Introduction 
Outsourcing nowadays is an important force in the 

global economy and it is significantly reshaping businesses. 
Business Process Outsourcing (BPO) has emerged as 

one of the leading business and economic issues of our 
time. BPO has become a strategic business choice, that can 
be used to gain and maintain the competitive advantange – the 
ultimate goal of every company (Zook, 2001). The main goal 
of participants in any economic activity is to maintain 
their competitiveness (Snieska, 2007). Typically companies 
see their possibilities for competitive advantage by: 

• comparing their market position and strategy in 
their industry, 

• comparing price and performance of their 
offerings to the competitors.  

Others may see some advantage in their accumulated 
assets. However these all are only the top of the competitive 
iceberg.  

However, “executives need to look beyond the company’s 
products to the intellectual skills or management systems 
that actually create a maintainable competitive advantage” 
(Quinn, 1994). The real competitive advantage consists of 
combination of several factors: knowledge, skills, technologies, 
operating methods and information, which are found 
throughout the company in small “pockets”, sometimes 
hidden and quite often misunderstood, therefore not really 
appreciated (Greaver, 1999). Those valuable combinations, 
which could benefit the company, have to be carefully 
investigated in order to be discovered. 

Smart companies compete for current core competencies 
that underlie the organization’s strategies, as well as for 
those core competencies, that will be necessary to gain 
future competitive advantage, that is seen with difficulty 
by competitors at present.  

Since the days of Adam Smith, capitalist economists 
were stressing the benefits of specialization as key to 
productive exchange among economic agents (Duening, 
2005). Business specialization has been promoted for 
several decades. Company should be No.1 or 2 in well 
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defined business environment or it should get out of that 
business – was the message from scientists and many 
companies CEOs. 

When a company outsources a process to the third 
party, whose core competence is related to that process, the 
buyer is expecting to get service enchancements that can 
be turned into competitive advantage. Existing Business to 
Business relations among firms allow one firm to focus on 
its core competencies and allow other firm to provide the 
first one with high quality and lower cost services, which 
are its core competence.  

The idea of really focusing on core competencies, not 
only talking, did not seem important and strategic until 
some companies were engaged into this and showed they 
are actually able to perform better by outsourcing non-core 
processes. Early BPO adopters like IBM, American 
Express, AT&T, General Electric, were able to risk 
outsourcing non-core processes. Some of them experienced 
failure, but success was greater. 

Even though it looks quite clear, that companies 
should focus on core, still there are many open questions: 

• how to define the core competence as there are 
several opinions and statements regarding it 
definition; 

• how complex is the task to identify company’s 
core competence; 

• what is the difference between core competence 
and core process; 

• what is the proposed structure of determining core 
process.  

After reviewing scientific literature, it is possible to 
state, that there is a lack of unified opinion regarding the 
issues mentioned above. 

The object of research – core competencies and core 
processes of the company in outsourcing context. 

The main objective of this research – to make an 
overview of definitions of core competences, identify 
differences between core competences and core processes, 
propose a scheme for potential core processes identification. 

The methods of the research are systemic, logic and 
comparable analysis.  

Business process evaluation 
Business process outsourcing (BPO) is defined simply 

as the movement of business processes from inside the 
organization to an external service provider (Duening, 2005; 
Brown, 2005; Robinson, 2005; Linder, 2004). Nowadays 
third-party providers offer services just like utilities. Those 
utilities providers can do a better job than company itself, 
because of the economy of scale or because what is being 
outsourced is an area of differentiation and the provider has 
better skills (Hallet, 2008). 

The drive to identify core competencies moved in line 
with the growing popularity of outsourcing (Economist, 
2008). Once a company started to build the strategic 
outsourcing plan and has a vision on how it can benefit 
from outsourcing, one important milestone in this road is 
to select outsourcing opportunities. It is worthwhile to 
mention, that strategic outsourcing plan has to be built with 
the context of business strategy, as otherwise it can take a 
company entirely to the wrong direction and allow to 

outsource not right functions and hurt the company 
(Boguslauskas, 2008).We would like to mention, that there 
is a confusion about the terms “core process“ and “core 
competence“ in the literature. Some authors equate those 
two by default and operate those terms as if core 
competence meant the same as core process, some talk only 
about core competences, some - only about core processes. 
Information presented below will prove this fact. 

Before launching any outsourcing initiative, 
companies should carefully follow such decision sequence 
and include those actions into strategic outsourcing plan:  

• Which processes should be outsourced? 
• When should these processes be outsourced? 
• Where should they be outsourced to? 
• How should they be outsourced (Robinson, 2003)? 
There should not be mistakes made in the first 

question, it is of essential importance. Wrong desicions in 
further steps of course will bring some harm to the 
company, but they will not be so damaging, as to give 
away one of the following: core process, strategic initiatives 
or processes, where according to M.Robinson there are no 
vendors with such expertise. (Robinson, 2003) 

Analysing BPO opportunity means identifying core 
competencies and determining the most effective way to 
support high performance in these activities. There is a six-
step-process proposed 6 steps process for analysing and 
selecting BPO opportunities: 

1. Establish a BPO Analysis Team. 
2. Conduct a current state analysis. 
3. Identify core and non-core activities. 
4. Identify BPO opportunities, 
5. Model the BPO project. 
6. Develop and present Business case (Duening, 2005). 
According to Brown (2005), successful steps for 

evaluating and launching BPO begin from identifying core 
processes, eliminating them from the opportunities list and 
only then selecting from non-core activities which suite 
outsourcing. 

The first task of any organization, which has interest in 
smartsourcing (other words outsourcing) is defining its 
core competencies. (Koulopoulus, 2006). 

The expert of offshore outsourcing structures Vashistha 
writes, that when defining offshore criteria, organizations 
must weight if: 

• the process is core competence, 
• it is the function core to the company (Vashitsha, 

2006). 
After analysing the information, it is possible to 

conclude, that all authors, writing about any kind of 
outsourcing: global, offshore, BPO or smatsourcing, declare, 
that before selecting outsourcing opportunity, company must 
identify its core competencies and core processes. After this 
task is included into strategic outsourcing plan and completed, 
and the action goes forward and outsourcing decision will be 
limited to non-core processes for further evaluation. 

An interesting fact should be mentioned: even though 
this concept was introduced long time ago and there were a 
lot of publicity and discussions dedicated to the subject, 
amazingly few individuals understand this concept well, 
that could apply it to the business, they are in. When asked 
to define company’s core competencies, most people’s 
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response is the name of product or service. Very few will 
reply with a sustained capability that contributes to success 
across products and services. 

Taking into account the aspects mentioned above, 
there arises comes a natural question: what is core 
competence and how is it to identified? 

What is core competency? 
The phrase "core competency" was introduced by 

Prahalad and Hamel in a groundbreaking article in 1990 in 
Harvard Business Review. They wrote that a core 
competency is "communications, involvement and deep 
commitment working across organizational boundaries" 
(Prahalad, 1990). 

In their original definition, core competences were 
“the collective learning in the organization, especially how 
to coordinate diverse production skills and integrate 
multiple streams of technologies” (Prahalad, 1990). The 
“fathers” of the core competence term suggested at least 3 
items test, in order to define it: 

1. It makes significant contribution to perceived 
customer benefits of the end product. 

2. It is difficult for competitors to imitate. 
3. It provides potential access to wide variety of 

markets (Prahalad, 1990). 
Naturally since 1990, there were a lot of thoughts 

regarding core competence definition and various authors 
tried to propose something simpler and more understandable, 
but it is a doubtful if they succeeded and instead of being 
crisper, the problem has become more blurry: 

- According Moore any behavior can be core, which 
can raise the stock price and everything else is the 
context (Moore, 2002). 

- Kogut suggests, that core competencies are “those 
capabilities that permit the firm to make the best 
response to market opportunities” (Kogut, 2001). 

- A core competency is best described as a set of 
skills and capabilities that create unique value in 
the market place. A core competency should 
provide long term differentiation of an organization 
if it is properly understood and articulated within 
the organization and to its partners (Koloupolus, 
2006). 

A bit restated Prahalad and Hamel definitions are the 
following ones: 

- Core competencies are the innovative combinations 
of knowledge, special skills, proprietary 
technologies, information and unique operating 
methods that provide the product or the service that 
customers value and want to buy (Greaver, 1999). 

- A Core Competency is a deep proficiency that 
enables a company to deliver unique value to 
customers. It embodies an organization's collective 
learning, particularly of how to coordinate diverse 
production skills and integrate multiple technologies 
(Rigby, 2008). 

Resource theory states, that there are four elements of 
a firm’s core competence: 

1. Resource is valuable. 
2. Resource is rare. 
3. Resource is difficult to imitate. 

4. Resource is difficult to substitute (Barney, 1991). 
J. B. Quinn describes core competencies as: 
• Skills or knowledge sets, not products or functions. 
• Flexible, long-term platforms, capable of adaptation 

or evolution. 
• Limited in number. 
• Unique sources of leverage in value chain. 
• Areas, where company can dominate. 
• Elements important to customers in long run. 
• Embedded in organization’s systems (Quinn, 1994). 
Core competencies are defined in terms of their 

functional characteristics, i.e. what the effects caused by 
competence are, but the elements of competence and its 
relations are not defined. (Kersiene, 2005). 

After reviewing the scientific literature, it looks, that 
all authors are talking about similar things, but in different 
words and from a bit different angles – thus there is no one 
unified definition, what exactly core competence is. Core 
competencies should be identified with two objectives in 
mind: to bring the greatest value to the end customer and to 
ensure the highest level of productivity for the company 
itself (Leonaviciute, 2007). Companies should work out 
for themselves, using the theory listed above, the most 
suitable methodology, how to identify core competence. In 
our view, resource theory would be the most understandable 
and reflecting the main features of core competence. 

Duening states, that he presents simplified version of 
definition: “company’s core competence is the process or 
processes that front office and especially the sales and 
marketing team, emphasizes to customers” (Duening, 2005). 
This customer-centric conception should suggest way out 
from the endless debate about how to define the term.  

However it makes things even more complicated, as 
the confusion arises around the term “core process”. Is 
core process the same concept as core competence or are 
they two different things? What are the relations and 
interactions among core competence, core process, products 
and strategies? The following sections will describe these 
issues in more details. 

Perception of companies‘ core competencies 
Challenge often resides in getting company to understand 

its own core competencies. The idea to focus on core 
competence, logically should suggest that organization 
should operate as few non-revenue producing units as 
possible. In early days of a business, when everyone is doing 
whatever necessary for the business to succeed, it is possible 
to call everything core. However, when business grows, 
there are many things, which business does that are 
expensive, but not directly involved in revenue generation. 
Accounting, payroll, benefits administration, HR and other 
processes are all necessary for business to operate, but they 
are not tight to the revenue from direct activities. If a 
business truly focused only on its core competence it would 
not operate those units that do not directly affect serving 
customers and generating revenue.  

Organizations have many competencies and capabilities, 
however only few of them are combined and integrated in 
such way, that they can be considered core competences. If 
the competencies do not create products or services that are 
exceptionally different, they are most probably not core. If 
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the competencies are easily imitated or belong to a few 
individuals who may leave the company, they are most 
probably not core. 

Customers’ perceptions are crucial to understand the 
company’s core competencies. Core competencies are 
what set the organization’s products and services apart 
from the competitors’ similar offerings and companies may 
have more than one core competence. True core 
competences are hard to define precisely and often they are 
discovered retrospectively (Coyne, 1997). 

Core competence is not a product 

Even though many businessmen may call some of their 
product or service “core”, it is not so. 

It is not right to equate a core competence to a specific 
product or service, because it is really difficult to create 
something unique, as competitive forces in a free market 
will always offer alternatives to any single product or 
service.  

In fact, if there is a need to chart the relationship of the 
core competence against products and services, they would 
be positioned as nearly opposites on a scale of velocity of 
change (Koloupolus, 2006). 

Products and services may frequently change in the 
company. Those products and services will be based on 
core competencies, i.e. on foundational aspects of an 
organization. The foundational aspects, which also include 
company’s culture and values, are not subject to sudden 
change. 

Core competence is not a strategy 

BPO is based on fundamental statement that organization 
should focus on what they do best and outsource other 
processes. It is critical to point out, that BPO is not any 
kind of technology system - it is a business strategy. It 
means the finding of a suitable partner, with whom it is 
possible to create bilateral cooperation (Bartkus, 2007).  

Going further, it is important to understand core 
competence and business strategy relation. Strategy defines 
how organization defends, builds and transforms core 
competence over the time. Core competence should 
constitute the focus for corporate strategy (Prahalad 1996). 
Deciding how to do that transformation is a matter of 
scenario planning and forecasting – techniques practiced 
by upper management teams. When investigating core 
competencies it is important not to be involved into 
strategy discussions, when there is a need to clarify and 
articulate organization’s core competence. 

Consultants offer a lot of examples of companies, 
which have experienced decline in market share because 
they have not focused their core competencies. They offer 
to engage in series of high level meetings, which involve 
scenario planning and forecasting the future in order to 
maintain and increase competitive advantage. Such meetings 
can be useful only for setting strategy, but they are not 
helpful for identifying core competence (Duening, 2005). 

Industries change and require management to adjust its 
core competencies. Sound strategy involves understanding 
in which core competences to invest in order to maintain 
competitive advantage and when to acquire and develop 

different core competencies for setting up future competitive 
advantage. 

Relationship between core competence and core 
process 
Some authors mention core competence and state that 

it should not be outsourced and some are referring to core 
processes, which in no way should not be outsourced. This 
fact creates confusion: is it core competence or core 
process, which should not be outsourced? What is the 
difference between these two? 

Core competence and core processes are two different 
concepts and should not be mixed together. They are 
closely related. In order to be named as core process, it 
should use core competence.  

Mol is challenging some of fundamentals Quinn’s 
statements and his critics bring some clearance and crisper 
understanding of differences between core competence and 
activity (process), as well as distinction between core and 
non-core. 

- Core competence is not an activity. 
According to Mol, Quinn’s approach builds the notion, 

which many scholars took forward, that are core and non 
core activities and that non core activities do not use a 
company’s core competences whereas core activities do 
(Mol, 2007). Core competences actually are based knowledge 
and do not equate to activities, which company undertakes. 
Therefore core competencies and activities reside at 
different levels of analysis. Since it is activities that 
companies can outsource, then outsourcing also operates at 
a different level from core competencies. Company’s 
definition of its core competencies should not have 
straightforward implications for its outsourcing policy or 
its decision to outsource a given activity. 

- There is no clear distinction between core and non 
core. 

Quinn (1994) wrote, that it is easy to identify core 
from non-core. Practitioners find that in real world the 
distinction between core and non core activities is hard to 
draw. Customers do not care whether firm believes an 
activity to be core or non core. Core and non core are 
therefore probably best seen as two ends of a continuum 
where the majority of activities lay somewhere in between 
those extremes. 

Indeed, the question of what is core to an organization 
has come up throughout the history of outsourcing. 
Nowadays we more and more trust on third parties. Big 
pharmaceutical companies always have been among the 
world's largest spenders on research and development, as 
R&D was treated as core process to their successful activity. 
Nowadays those companies have turned to the third parties 
for about 40 to 60 per cent of their R&D (Hallet, 2008). 
This fact also supports the opinion, that core competence is 
not an activity as pharmaceutical companies must have 
something else, what they treat as core competence and 
what does not get into danger to be damaged by competitors if 
R&D is outsourced. On the other hand, it looks like R&D 
earlier being a core process, might have been downgraded 
into key process and therefore possible to outsource. 

All the information mentioned in the article, proposes 
the conclusion, that core competence is a set of knowledge, 
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skills, collective learning and other attributes, that help to 
build core process and maintain it as a core process.  

 
Core process is the process, which front office 

emphases to the customers and it believes company does 
better than competitors. Core processes are the fundamental 
activities or group of activities that are so critical to an 
organization's success that failure to perform them will result 
in deterioration of the organization (Momentum, 2008). 

Core processes are built by using core competences. 
Core processes should not be outsourced, as it is what 

keeps company alive and competitive. It is not possible to 
outsource core competence as such – there should not be 
discussions of affordability - they are simply out of scope.  

Identifying core competences does not provide a 
methodology for decision whether to outsource or not.  

Ways to get core competencies 
There are several proposals, how company can acquire 

core competencies. A short summarized list as an example 
is presented below (Greaver, 1999; Rigby, 2008): 

• isolate its key abilities and hone them into 
organization-wide strengths;  

• compare itself with other companies with the same 
skills, to ensure that it is developing unique 
capabilities;  

• develop the understanding of what capabilities its 
customers truly value, and invest accordingly to 
develop and sustain valued strengths;  

• create an organizational road map that sets goals 
for competence building;  

• pursue alliances, acquisitions and licensing 
arrangements that will further build the organization's 
strengths in core areas;  

• encourage communication and involvement in core 
capability development across the organization;  

• preserve core strengths even as management 
expands and redefines the business;  

• hire talented people, 
• renting talented people (consultants, academics, etc.) 
However, if the company can not identify any of its 

core competences, it is a sign, that it is time to close the 
business before bankruptcy will do that. Then it is time to 
start something new by clearly identifying, what the core 
competence in new activity are. The proposals mentioned 
above can help to support, develop and transform the 
existing core competence. 

It is worthwhile to stress, that outsourcing is not a 
substitute for acquiring or developing core competences. It 
helps to free up resources, which can concentrate on core 
competence development and work on core processes. 

Further allocation of non-core 
When organization’s core processes are identified, non-

core should also be classified. Some of these processes will 
be more crucial in their support of the core process than 
others. 

Most of the remaining capabilities are important to 
business’s survival, but not to its ultimate success. These are 
either essential or supporting capabilities (Greaver, 1999). 

Suggested split of non-core processes for the purposes 
of determining BPO possibilities could be: 

(1) critical, (2) key, (3) supporting (Duenning, 2005; 
Vashistha, 2006). 

These processes are candidates for outsourcing and 
should be evaluated further and considered as an outsourcing 
option. There are separate methodics for further evaluation, 
one of interesting ones is using financial impact and 
relation to core competence approach (Kannan, 2008). 

Scheme of identifying potential core processes 
There are many opinions, if it is complicated or rather 

easy to determine organization’s core processes. Investigation 
in the company should discover the combinations of 
knowledge, skills, technologies, operating methods, and 
information that are embedded in successful products or 
services. Then an analysis should be done to see how these 
are integrated to develop a core competency. 

Generally, the identification of core competencies 
should be beyond the scope of an outsourcing initiative. 
Senior management should provide this information 
directly or indirectly by putting certain core competency 
areas of limits to the outsourcing initiative. 

Afterwards company should evaluate core processes. 
We have prepared a scheme, which summarises information 
presented in the article, that will help company to make 
some hints on evaluating process. Final desicion if it is core 
or non-core process depends on the specifics of each company 
and should be made separately for each case of the analysis. 

There should‘t be more than five core processes in the 
company.  

D oes the  “p ” use  
com pany’s  core  

com petence?

R eview  life  cyc le  o f th is  
p rocess  and reconfirm  

com pany’s  s tra tegy

P rocess needs  to  be  
em bedde d in  

o rgan iza tions  system s 
and co nverted  in to  

cu ltu re

Is  the  “p ” depend ant 
on  fe w  ind iv idua ls?

R evie w  com pany’s  
s tra tegy an d em ploy 

m arke t research

A re  there  less  than 
5  po te n tia l core  

p rocesses?

Th is  is  a  co re  p roce ss.
D o  n ot ou tsource

C and idate  to  Co re  p rocess

Y es

N o N on-core  p rocess

Y es

Y es

Y es

Y es

N o

N o

N o

N o

N o

Y es

R eth ink  com pany’s  
pos ition ing  and  rew ork  

s tra tegy
N o

Y es

D oes “p ” a llow  
dom inate in  spec ific  sec tor 

and is  em phas ized as  spec ia lty  
aga ins t com petito rs?

A re  those sk ills  
va luab le , ra re , d ifficu lt to im ita te  

and no n-subs titu tab le?

D oes the  “p ” m ake 
contribu tion  to  perce ived  cus tom er 

benefits  o f end  produc t?

D oes th is  “p ” have
flexib le  long  te rm  p la tfo rm  capab le  

fo r evo lu tion?

Figure 1. Proposed scheme for the identification of potential core 
processes. 
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Conclusions 
- The unique internal skills and knowledge sets that 

define an organization's competitive advantage, which is 
seen by its customers – are core competences. Core 
competencies are usually limited in number and are 
embodied in the organization’s products and services. 
They are not actual products or services. 

- Core competences help to build core processes and 
maintain them as core processes.  

- Outsourcing is not a substitute for acquiring and 
developing core competencies.  

- It is not possible to outsource core competence as 
such. There should not even be discussions about 
affordability. Core competence is out of outsourcing scope. 

- Core processes should not be outsourced, as it is 
what keeps company alive and competitive. 
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Vytautas Boguslauskas, Goda Kvedaravičienė 

Įmonės esminių kompetencijų ir esminių procesų identifikavimo 
problemos 

Santrauka 

Kompetencijų nuoma įgija vis didesnį pagreitį šiandieninėje sparčiai 
besikeičiančioje ekonominėje aplinkoje. Bendrovės konkuruoja dėl 
vartotojų, pajamų, rinkos dalies, kuria naujus produktus ir paslaugas, kad 
patenkintų augančius klientų poreikius, ir labiau nei bet kada domisi 
kompetencijų nuoma. Nors ši nuoma jau turi apie dvidešimties metų 
patirtį, dauguma įmonių vis dar kovoja su problema: kokias funkcijas 
pirkti kaip paslaugas iš trečiųjų šalių ir kokias vykdyti patiems? 

Verslo procesų kompetencijų nuoma tapo strateginiu verslo 
pasirinkimu, kurį galima naudoti norint įgyti ir išlaikyti konkurencinį 
pranašumą, tai yra kiekvienos bendrovės pagrindinį tikslą. Paprastai 
organizacijos savo konkurencinį pranašumą vertina taip:  
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• Lygina savo ir konkurentų pozicijas ir strategiją rinkoje,  
• Lygina savo siūlomų prekių ir paslaugų kainas bei teikiamą naudą 

su konkurentų produktais. 
Tikrąjį konkurencinį pranašumą sudaro kelių veiksnių derinys. Tai 

žinios, įgūdžiai, technologijos, darbo metodai ir informacija, kurie 
randami visos organizacijos mažose „kišenėse“. Kartais šie veiksniai 
paslėpti ir gana dažnai neteisingai suprantami, todėl nevertinami. Tam, 
kad šie vertingi deriniai būtų išaiškinti ir būtų naudingi, juos reikia 
kruopščiai ištirti.  

Labai svarbu suvokti, kad kai kurios funkcijos ir procesai niekada 
neturėtų būti nuomojami. Norint gauti didžiausią naudą iš kompetencijų 
nuomos, bendrovės privalo atidžiai įvertinti savo procesus ir juos 
„maitinančius“ informacijos šaltinius. Po tokio savęs patikrinimo įmonės 
gali išskirti esminius ir neesminius procesus. Šis įvertinimas yra būtinas 
prieš priimant bet kokį su kompetencijų nuoma susijusį sprendimą.  

Nors ir atrodo pakankamai aišku, kad įmonės turėtų didžiausią 
dėmesį skirti pagrindinei veiklai, vis dar yra daug atvirųjų klausimų:  

- kaip iš tikrųjų apibrėžti esmines kompetencijas, kadangi yra keletas 
skirtingų jas reglamentuojančių nuomonių; 
- ar esminių įmonės kompetencijų nustatymas yra paprastas ar 
sudėtingas uždavinys? 
- ar yra skirtumas tarp eminių kompetencijų ir esminių procesų;  
- kokia yra siūloma struktūra norint nustatyti esminius procesus. 
Išnagrinėjus mokslinę literatūrą, galima konstatuoti, kad nėra 

vieningos nuomonės dėl nurodytų klausimų. 
Tyrimo objektas – esminės įmonės kompetencijos ir esminiai 

procesai kompetencijų nuomos kontekste. 
Pagrindinis tyrimo tikslas – atskleisti esminių įmonės kompetencijų 

identifikavimo svarbą, aptarti ir struktūrizuoti esminės kompetencijos 
apibrėžimą vertinant įvairių autorių nuomones, pasiūlyti schemą 
galimiems esminiams procesams nustatyti. 

Tyrimo metodai: sisteminė, loginė ir palyginamoji analizė.  
Remiantis įvairių autorių literatūra, verslo procesų nuoma yra 

apibrėžiama kaip tam tikrų įmonės funkcijų perdavimas išorės paslaugų 
teikėjui. Todėl, jei įmonė jau pradėjo rengti strateginius verslo ir 
kompetencijų nuomos planus ir turi viziją, kaip ji gali pasinaudoti 
kompetencijų nuoma, vienas svarbus šio kelio etapas yra nustatyti 
kompetencijų nuomos kandidatus. 

Išanalizavus informaciją, galima daryti išvadą, kad visi autoriai, 
rašantys apie bet kokios rūšies kompetencijų nuomą: pasaulinę, nutolusių 
išteklių, artimųjų išteklių ar verslo procesų, pabrėžia, kad prieš 
pasirinkdama kandidatus kompetencijų nuomai, įmonė turi nustatyti savo 
esmines kompetencijas ir esminius procesus. Po to, kai ši užduotis yra 
įtraukta į strateginį planą ir įvykdyta, kandidatų analizė vyksta toliau, tačiau 
apsiribojama tiktai neesminių procesų tinkamumo nuomai vertinimu. 

Nors ši esminių kompetencijų koncepcija buvo sukurta gana seniai ir 
apie ją buvo labai daug diskutuojama, tikrai nedaug žmonių suvokia šią 
sąvoką išsamiai, kad galėtų taikyti savo įmonių veiklai. Daugelis žmonių 
paklausti apie bendrovės esminę kompetenciją, nurodo prekės arba 
paslaugos pavadinimą. 

Terminą „esminė kompetencija“ savo straipsnyje pateikė C. K. 
Prahalad ir G. Hamel. Jis buvo išspausdintas Harvard Business Review 
1990 metais. C. K. Prahalad ir G. Hamel rašė, kad esminė kompetencija yra 
„ryšiai, dalyvavimas ir stiprus įsipareigojimas, veikiantys nepaisant organizicinių 
apribojimų“. Jie pasiūlė 3 kriterijus esminei kompetencijai vertinti:  

1. Ji yra reikšminga kliento suvokiamai galutinio produkto naudai. 
2. Ją sunku konkurentams imituoti.  
3. Ji suteikia galimybę patekti į naujas rinkas. 
Natūralu, kad nuo 1990 metų buvo daug svarstyta apie „esminių 

kompetencijų“ apibrėžimą. Įvairūs autoriai stengėsi šį terminą apibrėžti 
paprasčiau ir suprantamiau. Tačiau kyla klausimas, ar jiems pavyko 
aiškiau išdėstyti savo mintis ar dar daugiau supainioti. 

Išanalizavus mokslinę literatūrą, akivaizdu, kad visi autoriai kalba 
apie panašų dalyką, tačiau skirtingais žodžiais ir vertina skirtingu 
požiūriu. Todėl nėra vieningo „esminės kompetencijos“apibrėžimo, kas 
tiksliai yra esminė kompetencija. 

 
 
 
 
 
 
 
 
 
 
 

Įmonės, kurios remiasi straipsnyje išvardytomis teorijomis, turėtų 
pasirinkti joms labiausiai tinkamą metodiką, kaip nustatyti pagrindines 
kompetencijas.  

Painiava yra ir dėl „esminio proceso“ termino. Ar esminis procesas 
lygiavertis esminei kompetencijai ar tai du skirtingi dalykai? Kokie ryšiai ir 
sąveika tarp esminės kompetencijos, esminio proceso, produkto ir strategijos?  

Nėra teisinga prilyginti esminę kompetenciją konkrečiam produktui 
ar paslaugai, kadangi yra be galo sunku sukurti unikalų dalyką, nes 
laisvoje rinkoje esančios konkurencinės jėgos visada pasiūlys bet kurio 
produkto ar paslaugo alternatyvių galimybių.  

Įmonės produktai ir paslaugos gali dažnai keistis. Jie bus grindžiami 
esminėmis kompetencijomis, t. y. tvirtais organizacijos aspektais. Šie aspektai, 
kurie taip pat apima ir įmonės kultūrą ir vertybes, nėra dažnai keičiami.  

Labai svarbu atkreipti dėmesį, kad verslo procesų nuoma nėra kokia 
nors technologinė sistema. Tai verslo strategija. O verslo strategiją labai 
svarbu atskirti nuo esminių kompetencijų. Strategija apibrėžia, kaip laikui 
bėgant organizacija gina, stiprina ir keičia esmines kompetencijas. 

Esminės kompetencijos ir esminiai procesai yra dvi skirtingos 
sąvokos, kurios neturėtų būti painiojamos. Jos yra glaudžiai susijusios, 
kadangi norint procesą įvardyti kaip esminį sąlyga yra tokia, kad jis turi 
naudotis esminėmis kompetencijomis. 

Esminės kompetencijos yra tam tikros žinios, kurios negali būti 
prilyginamos įmonės vykdomiems procesams. Todėl esminės kompetencijos 
ir procesai yra skirtingai analizuojami. Kadangi būtent procesus įmonė 
gali nuomotis, taigi kompetencijų nuoma taip pat veikia skirtingu lygiu 
nei esminės kompetencijos. Reikia akcentuoti, kad įmonės esminių 
kompetencijų nustatymas neturėtų daryti tiesioginės įtakos jos 
kompetencijų nuomos politikai ir sprendimui nuomoti vieną ar kitą procesą. 

Visa straipsnyje pateikta informacija leidžia daryti išvadą, kad 
esminis procesas yra toks procesas, kurį įmonės pardavimų padalinys 
pabrėžia klientams kaip kažką, ką įmonė daro geriau nei konkurentai, 
Esminės kompetencijos yra žinių, įgūdžių, kolektyvinio mokymosi ir kitų 
atributų rinkinys, kuris padeda formuoti ir palaikyti esminius procesus.  

Esminiai procesai neturėtų būti nuomojami, nes jie yra tai, kas 
padeda įmonei būti gyvai ir konkurencingai.  

Kalbant apie esminę kompetenciją, tai jos nėra įmanoma nuomotis, 
todėl šiuo klausimu net neturėtų būti diskusijų. 

Yra keletas siūlymų, kaip bendrovė gali įsigyti esmines kompe-
tencijas. STraipsnyje pateiktas trumpas galimybių sąrašas. 

Organizacijai nustačius esminius procesus, neesminiai procesai taip 
pat turėtų būti suklasifikuoti. Kai kurie iš šių procesų darys didesnę įtaką 
esminiams nei likusieji. Siūloma juos suskirstyti į 3 rūšis:  

(1) Kritinius; (2) Pagrindinius; (3) Palaikančiuosius.  
Šie procesai yra kandidatai kompetencijų nuomai ir remiantis 

atskiromis metodikomis turi būti vertinamas jų tinkamumas nuomai.  
Straipsnyje yra pateikta schema, kurioje apibendrinama pateikta 

informacija ir kuri leidžia bendrovei sudaryti galimų kandidatus į 
esminius procesus sąrašą.  

Išvados: 
- Esminės kompetencijos yra unikalūs vidinių įgūdžių ir žinių 

rinkiniai, kurie apibrėžia organizacijos konkurencinį pranašumą, 
vertinamą įmonės klientų. Esminių kompetencijų paprastai yra 
nedaug. Jos nėra faktiniai produktai ar paslaugos, bet yra naudojamos 
kuriant organizacijos produktus ir paslaugas,  

- Esminės kompetencijos yra žinių, įgūdžių, kolektyvinio mokymosi ir 
kitų atributų rinkinys, kuris padeda formuoti ir palaikyti esminius 
procesus.  

- Kompetencijų nuoma nėra būdas įsigyti ir plėtoti esmines 
kompetencijas. Neįmanoma nuomotis esminės kompetencijos kaip 
tokios, todėl neturėtų būti net diskutuojama apie tokią galimybę.  

- Esminiai procesai veikia naudodamiesi esminėmis kompetencijomis. 
- Esminiai procesai neturėtų būti nuomojami, nes jie yra tai, kas 

padeda įmonei būti gyvai ir konkurencingai.  

Raktažodžiai: kompetencijų nuoma, esminė kompetencija, esminis 
procesas, kritinis procesas, palaikantis procesas, kritinis 
procesas, verslo procesų nuoma, strateginis kompetencijų 
nuomos planas. 
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