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Ndzev diplomové prdce:
Popis obchodniho B2B procesu a jeho ovéienf ve vybrané technologické firmé

Autor diplomové prdce:
ch. Martin Mi¢och I
Cil diplomové prdce:
Cilem préce je popsat obchodnf proces v B2B startupu Saledock a zméFit efektivnost aktivit ve fazi rozvijenf obchodu.
HODNOCENi DIPLOMOVE PRACE
Kritéria hodnoceni (kazdé max 10 bodii) Pridélené body
1. Vymezeni cile a jeho naplnén{ 8
2. Adekvétnost pouZitych metod, zplisob jejich pouZiti 9
3. Ndro¢nost tématu na ziskdvanf{ dal$ich znalosti &i dovednostf 9
4. Hloubka a spravnost provedené analyzy (ve vztahu k ciliim) 9
5. Préce s informaénimi zdroji a jejich citace 10
6. Logicka stavba a ¢lenéni price 9
7. Jazykova a terminologickd uroveri 9
8. Formalni iprava a nalezitosti prace, rozsah 9
9. Vlastni pfinos k Fesené problematice 10
10. VyuzZitelnost vysledki prace v praxi/teorii 10
Celkové bodové hodnoceni (max 100 bodii) 92
Vyslednd zndmka vyborné (1)

Celkové zhodnocen( prdce a otdzky k obhajobé:

Diplomovou préci povazuji za velmi zdatilou - piedev$im proto, Ze vychdzf z praktickych zkuSenostf autora a jejf obsah je
dobie podloZen redlnymi zkuSenostmi. Za velmi zdafilou povaZuji pravé kombinaci teoretickych zaklady, cerpanych
autorem z pomérné zna¢né fady zdroju, a predevsim pak praktickych zkuSenosti, které jsou podpoieny konkrétn{mi
méren{mi a relevantnfmi daty. Pravé ziskanf a naslednou praci s témito statistickymi daty povazuji za nejcennéjs{ ¢ast celé
préce.

Drobné doporudenf k teoretické ¢asti - mam za to, Ze konkrétné v B2B by se daly nalézt dalsf, specifict&j$i vyvojové zmény
nez ty, které jsou v préci uvadény (napf. rozdélenf obchodnfki na "huntery" a "farmery")

Otézky k obhajobé:

1.Jaky vnfmdte nejvétsi pifnos (pokud néjaky) vyuzivan{ modernich komunika¢nich platforem (LinkedIn, WhatsApp, ..) v
ramci obchodnf komunikace?

2.V ¢em jste objevil (pokud tomu tak je) nejvétsf rozdil mezi teoretickymi predpoklady a redlnou zkusenosti z praxe?

3. Setkal jste se, pfipadné jaky mate nézor na vliv novych technologif - at’ uz se jednd o umélou inteligenci / strojové uéent,
prfpadné o rozdffenou ¢i virtualnf realitu - na obchodnf procesy, které jste popisoval? V jakém ¢asovém horizontu?

Jméno oponenta diplomové prdce:
hng. Lukas Cypra I

Pracovisté oponenta diplomové prdce:
lPraha I

Cestné prohlasuji, 2e nejsem ve sprfznéném vztahu k gutorovi diptgmové prdce.
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Master's thesis evaluation by the opponent THost®

Title of the Master's thesis:
Description of B2B sales process and it's verification on specific technology company

Author of the Master's thesis:
ch. Martin Mi¢och J

Objectives of the Master's thesis:

The goal of the thesis is to describe business process in B2B startup Salesdock and evaluation of activities used in
business development phase.
EVALUATION OF THE MASTER'S THESIS
Criteria (max. 10 points per category) Points awarded
1. The objectives of the thesis are evident and accomplished 8
2. Demands on the acquisition of additional knowledge or skills 9
3. Adequacy and the way of the methods used 9
4. Depth and relevance of the analysis in relation to objectives 9
5. Making use of literature/other resources, citing 10
6. The thesis is a well-organised logical whole 9
7. Linguistic and terminological level 9
8. Formal layout and requirements, extent 9
9. Originality, i.e. it is produced by the student 10
10. Practical/theoretical relevance/applicability 10
Total score in points (max 100) 92
Final ._qiadlng Excellent (1)

Overall evaluation and questions to be answered in the course of the defense:

I consider this master thesis as very well made. Mainly because it is based on author’s practical experience and it’s content
has real groundings. Namely, the very successful part would be the combination of theoretical backgrounds, which are
taken from a long list of sources and practical site of thesis, supported by specific measurements and relevant data. The
acqusition and processing of those statistical data is the most valuable part of the work.

Slight recommendation to the theoretical part is, that especially in B2B, there could be found different, more specific
trends of change than those, which are particularly used at the work itself (for example splitting salesmen to hunters and
farmers).

Questions to defense:

1. What is, the biggest (if any) gain from using modern communication technology (LinkedIn, WhatsApp...) in business?
2. Where have you identified the greatest gaps between theory and practical experience form business environment?

3. Have you ever met and what do you think about the influence of modern technology, like Al, machine learning or
widespread or virtual reality in the business processes, as you described?

Name of the Master's thesis opponent:
llng. Luka3 Cypra l

Occupation of the Master's thesis opponent:
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