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Abstract
The process of changes has captured the whole Croatian society. Some experience it as a threat and try to avoid it, while others see it as a chance for development. However, even with the latter, the motivation for changes is often only declarative. Therefore, for the communities that have opened up to the process of changes and decided to prepare their management for it, the initial state of human capital has been evaluated encompassing motivational, as well as connotative, cognitive and communication dimension. Emotions are here considered as an ultra-consequent form of adaptation of an organism to its environment. Today, the emotional potential of groups or even whole firms becomes more important than the emotional potential of an individual.

Communications and cooperation represent a human response to high technology and one of the most important dimensions of human development as a new ruler of the information age. Conversational skills, as well as productive criticism, networking and tolerance under conditions of confrontation are of great importance for the creation and development of self-learning organizations. 

Research results of human potential in Croatian firms represent a significant contribution to creating high-quality professional networks and more successful business activities.
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Introduction

An increasing importance of communication and cooperation represents a human response to high technology, a contribution to creating high-tech/high-touch relationships. Globalization and computerization have resulted in the breakdown of hierarchy communication and “an uncompromising jungle fighter symbolizes history of big firms; a virtuoso in interpersonal skills is a symbol of future in doing business.”
 Therefore, tendency towards team work, open communications, listening and sincere expression are considered to be rudimentary elements of social intelligence, being thus pointed out during the process of employment parallel with candidate’s professional qualifications. Lack of the above mentioned qualities might cause efficiency to be reduced, conflicts to take place more often, employees to leave the firm for a more comfortable environment, and in the worst case, the firm to go bankrupt.

Qualitative emotional and motivational potential of employees makes a prerequisite for qualitative communication. 

Reasons for an increasing influence of communications

Economic activities have been always striving to transform critically and by the rule scarce input into greater and more qualitative output (e.g. food, goods, services). Under conditions of great complexity, emphasized uncertainty, fast and frequent changes, the ownership over land and capital are no more guarantees for survival of firms. The old family firms are disappearing as well as projects which have been making profit for ages. Why? They have not complied with the requests of the new age.

Status quo is no longer the best sign-post for the future and one cannot count on gradual and continuous change. Changes are fast and inevitable while the organization within a firm insufficiently dynamic and overly hierarchical to respond to such changes. Those who better understood the changes and were ready to use them have gained an advantage on the market. There has been increasingly evident that changes need to be managed.

In overcoming barriers in basic transformations of a firm, gradually has been discovered that the key determinant of success and failure has been a human factor as the wealthiest source of creative energy.  In addition, the transformation of leadership, by which the whole process starts, has been necessary but not sufficient presumption of complete transformation of a firm. The necessary and sufficient condition is, without any doubt, a complete transformation of the entire human factor.

Therefore, we consider four following dimensions as key determinants of the role of an individual in the process of economic changes: 

· connotative,

· motivational,

· cognitive,

· communication dimension. 

The connotative dimension, i.e. emotional, has been seen as an ultra-consequent form of organism’s adjustment to its surrounding.  The motivational dimension is, above all, in the function of actualization of each individual’s potential. 

The cognitive dimension builds upon qualitative emotional and motivational potential since the information age is emphasised society of knowledge. In the approach towards basic cybernetic dimensions such as a mass, energy and information, a key shift has been made towards dematerialization, i.e. a shift into information sphere. That new dematerialized information order demands a free circulation of knowledge in networked structures of suppliers, producers, buyers and users. 

The communication dimension is extremely important in the processes of decision-making and executing those decisions but still insufficiently present in the research of individual and business development. A contemporary moment has double fold impact on communication. On one hand, complexity of conditions in which one lives and works makes communication more complicated (broader, more diversified, faster). On the other hand, the application of modern technology makes the communication simpler. Such simplification is relevant only to strong identities, whether they are individuals or business systems, which know well what do they want, why do they want it, how they will accomplish it, what do they have at their disposal and what can they expect from their environment. Strong identities are in high tech/high touch trend with information technology, which makes their communication with others simpler and more qualitative. 

Goal oriented individual, with healthy emotions and thinking, educated to communicate will be able to satisfy his/her needs but he/she will also be able to satisfy needs of the community to which he/she belongs. 

Goal of research, sample and instruments used for data acquisition

The research involved employees in firms that became aware of the need for organizational changes. Complex and turbulent environment made them understand and start processes for preparing their management for future challenges. 

Firms in question are the ones that have already been affected by the key process of a post-industrial society, i.e. substituting knowledge for capital by creating self-learning organizations. 

Human potential has been evaluated as the most important factor of organizational changes, especially its managing level, which led to an extensive case study of the targeted management structure.

The goal of this research was to evaluate the initial state of connotative, motivational, as well as cognitive and communication dimension of the management structure, to recognize interrelations and behaviour relevant for functioning in complex and indefinite conditions. 

In this paper the emphasis is placed on the results of research conducted for a communication dimension, whereas research results referring to other dimensions are just briefly mentioned.

There were 168 managers involved in the research, i.e.:

· with respect to their sex: 

- female 42.86% 

- male 57.14%.

· with respect to their qualifications:

- two-year post-secondary school qualifications - only 1.79%,

- college/university degree 89.29%,

- master’s or Ph.D. degree 8.93%.

Such educational structure is a result of observing the targeted group at the highest management level (general managers or managers of individual organizational units). 

With respect to occupation: 

- 55.36% in the field of economics,

- 37.50% in a broad field of engineering,

- 7.14% in humanities.

With respect to their age:

- the youngest manager was 30,

- the oldest manager was 56, 

- the average age of the observed group of managers being 41.8 (st.dev. 0.49 yrs).

Data acquisition was executed by interviewing, polling, testing and evaluating the expert group.

Research results of motivation for changes

The group evaluated their interest in participation in the project of evaluation and preparation of management for organizational changes by a rather high grade - 4.3 (ranging from 1 to 5).

All participants evaluated their own motivation for participation in the project. A scale of constant sum was used for self-evaluation of motivation, where their total motivation (sum 100%) was supposed to be divided into three dominating motives. The results obtained in that way are shown in Table 1.

Table 1: Self-evaluation of motivation 

	No.
	Type of motivation
	Average grade
	Standard deviation

	1.
	Personal development
	31.32
	14.84

	2.
	Material /

Financial profit
	28.83
	19.39

	3.
	Job requirements  
	20.28
	17.77

	4.
	Self-confirmation at work
	7.14
	12.92

	5.
	Existential reasons
	6.57
	14.32

	6.
	Acknowledgement by one’s own environment
	3.25
	9.26

	7.
	Other reasons
	1.07
	4.10

	8.
	Charitable reasons
	0.00
	0.00

	9. 
	I do not know
	0.00
	0.00


It can be clearly seen that even 80% of the total motivation can be explained by the following three dominating motives: ppersonal development, material or financial profit and requirements of the present job, whereas all other forms appear sporadically. It is also rather significant that there is dispersion, which exists even within the dominant goals. 

Only one third of the total motivation in the observed set is of intrinsic nature. The explanation for such a low motivation is partly found in the emotion test results as well as the personality characteristics evaluation. 

It could be said that we behave according to organizational principles of the industrial age where the emphasis is put on deficiency motivation and external motives. 

Research results of emotional potential 

The explanation for such a low motivation is partly found in the emotion test results as well as the personality characteristics evaluation. Since in modern science more and more attention is paid to emotional and mental potential - emotional intelligence - of individuals and groups in an organization, each participant in the project had to take rather extensive tests regarding the evaluation of personality characteristics, emotional profile, mental maturity and mental processing. 

Emotions as an ultra-consequent form of adaptation of an organism to its environment proved here as well to be extremely indicative. Testing of emotions was carried out by using the PIE test (Plutchik, 1980). The results obtained are shown in Table 2.

Table 2: 
Emotional profile of the management structure 


	PRIVATE 
   EMOTION
	    ARITHMETIC MEAN
	 STANDARD          DEVIATION

	  incorporation
	81.39
	11.08

	  orientation
	55.78
	13.22

	  self-protection 
	28.57
	15.33

	 deprivation
	24.32
	11.03

	  opposition
	50.05
	10.05

	  exploration
	24.68
	13.07

	  destruction
	92.05
	9.47

	  reproduction
	55.45
	16.26


The most dominant and at the same time the least dispersed emotion in the group under observation is destruction (arithm.mean 92.05; st.dev. 9.47; var. coef. 10.28). High destruction is as a rule preceded by obstacles causing a mental function envisaging the existence of enemies, and then the feeling of fury which results in assault. If obstacles are properly decoded, (moderate) assaults, in the sense of their removal, are organizationally useful. On the other hand, widespread destructive behavior causes organizational problems. With a very low exploration (arithm.mean 24.68) destruction represents a limit to creative problem solving in turbulent environments. Exploration is very widely dispersed in the observed group and it ranges from only 5% to 57% (st.dev. 13.07; var. coef. 52.92). It actually means that for all obstacles and changes coming from the environment, which are increasing in number and size in a time unit, there lacks a mental function “What is that?”, “How did it develop?”, and therefore the feeling of anticipation and investigative (or at least questioning) behavior.  

Today the demand for a precise definition, prediction, adjustment and an active change of environment becomes a must not only for individuals but also for more complex business systems. It is therefore easy to understand why there is a search for the individual but also emotional potential of a firm, which would be capable of absorbing, processing and using constantly increasing complexity and uncertainty of the environment. 

Research results of communication dimension 

For the research of a communication level numerous variables were used, out of which statistical description will be mentioned for the following ones:

· sincerity, average grade 4.4,

· persistence, average grade 4.2,

· initiative, average grade 4.1,

· business ethics, average grade 4.2,

· loyalty to firm, average grade 4.5,

· first impression, average grade 3.6,

· manners, average grade 3.9,

· general perception potential, average grade 3.6,

· ability to conduct conversation, average grade 3.6,

· way of thinking and concluding, average grade 4.0,

· general character values, average grade 4.5,

· resistance to criticism, average grade 4.0,

· tolerance in conditions of confrontation, average grade 4.2,

· learning ability, average grade 59.5%,

· ethics, average grade 46.7%.

It is theoretically but also practically undoubtful that it is the first impression that counts and that the fist impression a person leaves on us significantly influences our future mutual relations. Therefore, while evaluating the initial state of human capital in firms under observation, we also evaluated the impression participants of this project left on us. The evaluation was done by the expert group evaluating each participant by a grade ranging from 1 to 5. The impression average grade the observed group left is 3.62 (standard deviation 0.69). From the correlation matrix it is obvious that there is a medium strong relationship between impression and:

- manners



r=0.74

- general perception potential

r=0.64

- ability to conduct conversation
r=0.63, 

whereas there is a rather weak relationship between impression and the following variables:

- way of thinking and concluding 
r=0.47

- general character values 

r=0.47

However, the strongest relationships exist between impression and the following variables applied in a regression model:

- x1  manners 

- x2 general perception potential 

- x3 ability to conduct conversation 

- x4 way of thinking and concluding 

- x5 general character values 

- x6 resistance to criticism 

Dep. var: impression a person leaves 




Multiple R: 0.798 
 F= 46.899


  Rr: 0.636
df= 6; 161

No. of cases 168
adjuste Rr: 0.622
 p= 0.000

standard error of estimate: 0.429

Intercept: -0.143
 Std.Error: 0.307
t(161)= -0.466
 
p<0.641

Table 3 : Regression model – impression

	Variable
	BETA
	St.Err. of BETA
	B
	St.Err of B
	t(161)
	p-level

	x1
	0.509
	0.067
	0.573
	0.076
	7.550
	0.000

	x2
	0.214
	0.072
	0.223
	0.075
	2.272
	0.003

	x3
	0.207
	0.069
	0.223
	0.074
	3.002
	0.003

	x4
	-0.142
	0.069
	-0.149
	0.072
	-2.071
	0.040

	x5
	0.019
	0.064
	0.026
	0.089
	0.296
	0.768

	x6
	0.123
	0.060
	0.100
	0.049
	2.056
	0.041


Multiple correlation coefficient of 0.798 refers to the existence of a strong relationship between the analyzed variables.

The importance of the ability to conduct conversation is stressed by theoreticians for all types of communication, professional and trust relationships. If linear correlations are in question, there is a medium strong relationship between the ability to conduct conversation and the following variables:

- impression



r = 0.63

- manners



r = 0.61

- general perception potential 

r = 0.63

- way of thinking and concluding 
r = 0.55

- general character values 

r = 0.53.

On the basis of these input data a regression model was developed in which we tried to explain the ability to conduct conversation by the following variables:

- x1  business ethics 

- x2 impression

- x3 manners

- x4 general perception potential  

- x5 way of thinking and concluding

- x6 general character values

-x7 resistance to criticism 

Dep. var: ability to conduct conversation 




Multiple R: 0.763 
 F= 31.770


  Rr: 0.582
df= 7; 160

No. of cases 168
ad juste Rr: 0.563
 p= 0.000

standard error of estimate: 0.428

Intercept: -0.577
 Std.Error: 0.340
t(160)= -1.696
 
p<0.091

Table 4: Regression model - ability to conduct conversation 

	variable
	BETA
	St.Err. of BETA
	B
	St.Err of B
	t(160)
	p-level

	x1
	0.198
	0.057
	0.214
	0.061
	3.480
	0.001

	x2
	0.284
	0.083
	0.263
	0.077
	3.426
	0.001

	x3
	0.077
	0.084
	0.081
	0.088
	0.913
	0.363

	x4
	0.222
	0.079
	0.216
	0.076
	2.831
	0.005

	x5
	0.164
	0.074
	0.159
	0.072
	2.196
	0.029

	x6
	0.184
	0.067
	0.238
	0.087
	2.737
	0.007

	x7
	-0.161
	0.065
	-0.121
	0.049
	-2.472
	0.014


Model (R= 0.763) shows the existence of a medium strong relatinship between the analyzed variables. 

Since the ability of criticizing and especially of taking criticism contributes significantly to the development of information transfer and communication in general, we tried to find out how resistance to criticism in the group of managers under observation can be explained. The average grade for resistance to criticism in that group is rather high (4.02, standard deviation of 0.86). The strongest relationship exists between the resistance to criticism and tolerance (r=0.72), after which there follow some relationships, which should not be neglected, e.g.:

- general perception potential  

r=0.51 

- way of thinking and concluding 

r=0.50

- general character values 


r=0.48

In the group under consideration resistance to criticism showed a complete absence of correlation with age and years of service (r=0.00).

The importance of the above mentioned variables for the explanation of resistance to criticism was also shown by a regression model in which the following variables were considered as independent variables:

- x1 initiative

inicijativa
- x2 business ethics 
- x3 impression

- x4 manners

- x5 general perception potential   

- x6 ability to conduct conversation 
- x7 way of thinking and concluding

- x8 general character values

-x9 tolerance of confrontation 

Dep. var: resistance to criticism 




Multiple R: 0.830 
 F= 38.906


  Rr: 0.689
df= 9; 158

No. of cases 168
ad juste Rr: 0.670
 p= 0.000

standard error of estimate: 0.492

Intercept: -1.555
 Std.Error: 0.451
t(158)= -3.447
 
p<0.0007

Table 5: Regression model - resistance to criticism 

	variable
	BETA
	St.Err. of BETA
	B
	St.Err of B
	t(158)
	p-level

	x1
	0.186
	0.049
	0.276
	0.074
	3.748
	0.000

	x2
	-0.054
	0.053
	-0.078
	0.076
	-1.024
	0.301

	x3
	0.058
	0.075
	0.072
	0.093
	0.773
	0.441

	x4
	0.067
	0.078
	0.093
	0.109
	0.860
	0.391

	x5
	0.035
	0.072
	0.045
	0.092
	0.494
	0.622

	x6
	-0.090
	0.0698
	-0.119
	0.092
	-1.290
	0.199

	x7
	0.321
	0.0649
	0.412
	0.083
	4.939
	0.000

	x8
	0.016
	0.061
	0.028
	0.105
	0.266
	0.790

	x9
	0.598
	0.056
	0.617
	0.057
	10.692
	0.000


Model (R= 0.830) shows strong relationships between the analyzed variables. The most important role is thereby played by tolerance, way of thinking and concluding and initiative. 

The results mentioned in this paper are even more significant since they were obtained on the basis of research done with the manager population, which, according to worldwide experience, prefers criticizing to praising. If people become aware of the ways how to strenghten their own resistance to criticism, they will most probably improve their skills in criticizing. Skillful criticism would then become a chance for joint work, and not only feedback on the mistakes done. 

Conclusion

By analysing communication variables and their mutual relationships, we observed high-quality communication potential as a sound foundation for creating and developing networks in self-learning organizations.
The relationship between impression and manners (r=0.74), impression and general perception potential (r=0.64) as well as impression and ability to conduct conversation (r=0.63) should be pointed out.
 

The ability to conduct conversation (R: 0.763, Rr: 0.582) provides good explainations for the model which includes business ethics, impression, manners, general perception potential, way of thinking and concluding, general character values and resistance to criticism. 

The relationship between resistance to criticism and tolerance in conditions of confrontation (r=0.72) proved to be significant. Nine variables with 69% of total deviation (R=0.830) are described by a regression model of resistance to criticism. Thereby, tolerance in conditions of confrontation, way of thinking and concluding and initiative play the most important role.

Significant obstacles to better communication are the following: a low level of intrinsic motivation and a high level of destruction (92.05) as well as a low level of exploration (24.68) in the emotional field.

Research results of communication dimension in Croatian firms represent significant material that could contribute to creating high-quality professional networks and more successful business activities.
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