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The success of modern business is unattainable without the practical implementation of
new approaches to the process of managerial decision-making and personnel management
using the concept of neuromanagement, which was formed thanks to practical and
fundamental neuroscience. This concept offers the company’s top management more
effective tools and management methodology and, accordingly, significantly higher
performance of business structures based on the psycho-emotional characteristics of
managers at different levels in the hierarchy of the management system in order to focus
their efforts on improving the efficiency of the management system. Therefore, today
the broad functional capabilities of the human brain require in-depth research in both
scientific and theoretical directions, as well as the implementation of the concept of
neuromanagement in the company’s practical activities. It has been proven that organizing
the business processes of the entrepreneurial structure in accordance with the principles
of neurobiology is a more difficult task, however, the application of approaches offered
by neuromanagement allows to form an effective system of personnel motivation, to
qualitatively transform the system of interaction between managers and subordinates.
The article also carried out a retrospective analysis of the formation and development of
neuromanagement as a modern management model. Different approaches to defining
the definition of neuromanagement are highlighted. It was determined that the main task
of neuromanagement is to provide the top management of the company with effective
development tools. It has been proven that the practical implementation of the key
principles of the neuromanagement concept – the transfer of maximum responsibility to
subordinates, contributes to the construction of a rational company management system,
one of the components of which is an initiative and responsible team capable of responding
to any changes in both the internal and external environment. The non-standard approach
of neuromanagement to the function of control is considered. It has been proven that the
integration of neuroscience with traditional management approaches provides
international business entities with the opportunity to reach a fundamentally new level of
organization of production and management processes, to achieve significant success in
conducting business activities.

Keywords: neuromanagement, efficiency, paradigm, emotion, management system,
motivation.
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Introduction and formulation of the problem
Global trends in economic development

combined with the acceleration of the digitization
process acted as a catalyst for the qualitative
transformation of the organizational and business
space, turning it into an extremely complex and
increasingly highly competitive ecosystem. In today’s
global business environment, which is characterized
by increasing uncertainty and the strengthening of
destabilizing factors, including wars and interstate
conflicts, changes in permanent logistics routes,
increased inflationary pressure and imbalances in
international markets, company management is forced
to make great efforts to retain employees with creative
thinking, able to manage changes and generate business
solutions of this format, which would contribute not
only to the preservation, but also to the further
strengthening of the company’s market positions, its
acquisition of the status of a market leader. All business
structures, regardless of the geography of presence
and field of activity, facing certain problems and risks
seek to identify their competitive advantages and
develop key competencies, which in turn would allow
them. to improve the efficiency of their activities.
Management decisions form the basis of human life,
as the consequences of their implementation determine
the format of functioning and development of the
global economic system, national economies, individual
companies and individuals. Taking into account the
importance and achievements of scientific and technical
progress, as well as the opportunities offered by the
digitalization of business, the management system of
the company needs rethinking and unbiased analysis.
It is worth noting that certain methods and regularities
of management, which until recently were perceived
as non-alternative and highly effective, are currently
undergoing fundamental transformations, thereby
displacing existing management stereotypes and
actualizing issues regarding the formation of
fundamentally new approaches to business structure
management both at the national level, as well as in
global business. Thus, modern studies of management
decisions testify to the dominance of the behaviorist
(behavioral) approach, which, unlike the traditional
rationalist approach, is formed according to the
assumption of limited rationality. A significant
transformative contribution to the methodology of
analytical evaluation of management decisions was
made by neuroeconomics – the direction of studying
economic behavior, in particular the process of
generating and implementing decisions, which involves
the implementation of modern instrumental methods
of observation and analysis of processes that occur in
the human brain. Experts in the field of business

management emphasize that the integration of
neuroscience with traditional management methods
provides companies with ample opportunities to reach
a fundamentally new level of organization of their
financial and economic activities and management,
they claim that the use of neuromechanisms in the
management system allows for more effective
coordination of work employees of the company, taking
into account the peculiarities of the structure and
functioning of the human brain. Fundamental scientific
and empirical studies of the practically unlimited
functional capabilities of the human brain, as well as
their practical use in management activities, will allow,
in the opinion of both theorists and a wide range of
business practitioners, to qualitatively increase the
effectiveness of functioning entrepreneurial structures,
which will be based on the neuropsychological features
of the company’s top management and hierarchical
level managers. Neuromanagement is an
interdisciplinary scientific approach to managerial
activity, the focus of which research is managerial,
behavioral and economic aspects through the prism
of the brain and a wide range of mental processes.
The doctrine of neuromanagement offers for practical
implementation more effective tools and a
methodological basis of a fundamentally new
management paradigm, which will make it possible
to manage such processes where logic combined with
emotions, play a dominant role in the generation of
management decisions. Neuromanagement is the
challenge of a new era of management that opens the
horizon of new possibilities, a new world of
management that needs research and conceptualization.

Analysis and research of publications
Nowadays neuroscience arouses strong scientific

interest among scientists of many scientific fields,
primarily natural sciences. The study of the possibilities
of applied implementation of the achievements of
neuroscience is devoted in more detail to the sphere
of management, marketing, public relations, branding
etc. Neuroscience as such, according to the views of
authoritative specialists, is fundamental and
determining in our time, as evidenced by scientific
works and researches authored by such scientists as
Glimcher P. [1], Ghadiri A. [7], Rock D. [12],
Zak D. [13], Jacobs C. [15]. Paying tribute to the
scientific work of these scientists on the issue
neuromanagement, it is worth noting that the research
of many areas of management of international business
entities under conditions of economic instability has
not yet received adequate depth and coplexity.
Developments on this issue do not have a clear
agreement between the proposals of scientific
institutions and the possibilities of their practical
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application. It is necessary to carry out further research
on the possibilities of implementing such management
system of an international business structure, which
is built in accordance with achievements of
neuroscience and the principles of neuromanagement.

Purpose of the article
The analysis of modern business practice proved

the connection between the neurological activity of
the brain, the behavioral components of management
reactions and practical advantages for business
structures, therefore, the study of practical aspects of
the relationship of using the achievements of modern
neuroscience in the business space and the identification
of the functional role of neuromanagement in the
system of effective company management form the
purpose of this research and determine its actualization.

Presentation of the main material
Neuroeconomics, as a modern interdisciplinary

scientific direction, which represents the science of
human behavior involved in the process of economic
decision-making, singles out stereotyped models of
human behavior that are also valid for business activity
and can be implemented in the management process
for the development of a business structure. The
concept of neuroeconomics, which has been officially
used since 2004, has now finally established itself as a
component of economics [1]. It was neuroeconomics,
thanks to evolutionary research, that laid the basis for
many disciplines, including the concept of
neuromanagement. At the same time, the association
with the term “neuro” indicates the fact that the
discipline is not completely new, but the fundamental
difference lies in the approaches and tools for the
formation and implementation of management
decisions offered by neuromanagement, their focus
on the cognitive functions of the human brain.
Managerial activity through the prism of
neuromanagement can be defined as the presence of
the need to perform purposeful actions, in the process
of which a person creatively transforms phenomena
that have an economic nature of origin. Large-scale
research in neuroscience has formed fundamentally
new views on the human essence, the human
phenomenon and its motivational nature. In historical
retrospect, experts propose to distinguish four successive
evolutionary stages of perception of man and his nature:

a) the classic model of the economic man (homo
economicus): a person is only interested in economic
benefit, and his motivation can only be presented in
a financial format [2]. According to this concept,
“respect for one’s own interests” is the moment that
determined the development of modern economic
man [3]. The basic idea of this concept is “economic
egoism” – a person’s desire to maximize his own

profits;
b) a social person (homo sociologus): the

development of human relations put the worker in
the foreground, defining him as a social being who
reacts to social stimuli, the importance of interpersonal
relations at the workplace was determined [4];

c) a person in need of self-realization and self-
development (self-actualization man): adheres to his
own system of self-development, seeks to satisfy his
needs of a higher hierarchy and become better, which
was thoroughly studied in the work of A. Maslow [5];

d) complex man: a person who is prone to
constant changes; can learn to change patterns of
own behavior depending on the context of the situation
and the environment in which she is, can change
motivation in the short term, taking into account
external factors [6];

e) a thinking personality (brain managed man)
– a stage that is currently developing. Thus, the
concept of a person and his motives is being reformed
under the influence of the development of science,
and currently the concept of a thinking person is
being formed, that is, whose activity is determined by
the features of his psyche and brain. The human
brain is the subject of numerous modern studies in a
wide variety of contexts. It is the brain that forms the
model of human behavior, and emotions are the
driving force of human actions. Basic human needs
are the basis for human-environment interaction [7].

As for business, management involves the practice
of decision making and implementation, as well as a
certain degree of liberality, making it a “liberal art”
based on self-knowledge, wisdom, and leadership [8].
The progress achieved in the field of social
neuroscience and neuromanagement has generated new
knowledge that can be used in practice by leaders of
business structures to achieve better coordination of
the work of the teams with which it interacts, more
effective communications and a higher level of
productivity of the company’s activities. Evolution, in
turn, means change that requires the business
community to develop flexibility, adaptability,
integrity, vision and be dynamic. The transformations
taking place at the global level require the management
of companies to develop new strategic alternatives,
the implementation of which contributed to
overcoming current challenges and reducing risks.

The category “neuromanagement” became
widespread in the 70s of the last century, which is
why it is called an innovation in the theory of modern
management, it is a new concept that integrates
neurosciences, behavioral and organizational sciences
with the management process. The first scientific work
on this topic was published in 2001 in the Journal
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Neuron [9]. This work was the result of the
collaboration of a group of scientists, such as Breiter,
Shizgal and Kahneman, who, through a series of
experiments, combined brain scanning with the theory
of the psychological perspective of the decision-making
process [10], the results of which proved assumptions
about the activation of the human brain in the process
of generating her decisions.

Scientific substantiation of the impact of
neuroscience on the transformation of the economy,
management system, marketing, etc. was reflected in
the work of the group of scientists “Neuroeconomics:
how neuroscience can inform management” [11].

In 2006, Qinguo Ma, a university professor and
director of the neuromanagement laboratory in
Zhejiang (specializes in the study of the
micromechanics of managerial activity), proposed the
definition and concept of neuromanagement.

One of the first mentions of neuromanagement
and the study of the principles of brain functioning
among representatives of the scientific community is
associated with the name of the founder of the
Neuroleadership Institute, David Rock [12]. In
accordance with his beliefs, “neuromanagement is a
question of de-numbing human functioning and
building companies taking into account these data”,
this is evidence of the implementation of the knowledge
base of neurology to the process of company
management. He emphasizes that modern society does
not yet have complete information about the
capabilities of the human brain, but at the same time
believes that learning and knowledge can be damaged,
for example, by high levels of stress, while creativity
also decreases when the level stress is low.

Neuroeconomist Paul J. Zak used the category
“neuromanagement” to describe how the results and
achievements of neuroscience can be used in the
process of creating an organizational culture that
motivates employees, strengthens trust, creates positive
experiences and ensures a high level of organizational
effectiveness [13]. The scientist emphasizes that unlike
machines and devices, people are able to act at their
own discretion, if they are prompted to do so by the
environment. Thus, in addition to monetary reward,
a strong influence on a person’s decision-making is
the desire for autonomy, sincerity, gratitude and
performance of work, the performance of which
generates positive consequences for society.

According to the approaches offered by
neuromanagement, the world that we master through
research exists only in our imagination, that is, it has
a mental form, our thinking is completely subjective,
and leads to the formation and implementation of
qualitatively better decisions, including managerial ones

not at all the logic we are used to, but emotions.
Without ignoring the existence of a world outside of a
person, neuroscience emphasizes that the only world
that a person can know is the exclusively subjective
mental world, which is the result of the work of brain
neuron impulses. Neuromanagement is a management
practice of both individuals and teams, the basis of
which is a combination of the principles of conscious
management, organizational behavior and high
efficiency. This approach is based on the fact that
while different people work in the company, its
management has to deal with emotions and these
emotions to one degree or another affect the success
and performance of the company. Neuromanagement
is developed taking into account the structure of the
human brain and its functions for a deeper
understanding of the principles of self-management
and management of others in order to achieve better
productivity, employee involvement, motivation,
collaboration and communication. In contrast to
traditional management methods, which involve the
use of mental abilities and control over the behavior
and performance of people through strict discipline
and rules, neuromanagement operates through
emotions, respect, involvement and motivation.

Approximately 3% of American corporations are
now implementing radical changes in their
performance management system, which attests to
the fact that the existing systems are narrowing
opportunities for creativity and reducing the level of
management productivity. of their performance
management systems [14].

Neuromanagement helps identify the leadership
potential of each team member and, as a result, in
the business structure. Every decision, people
management process and behavioral pattern is preceded
by deep mental and psycho-emotional processes.
Neuroscience in business helps to understand what
goes on in the heads of leaders and their subordinates,
how ideas and emotions are generated, and how certain
decisions are made. Neuromanagement provides the
leader with answers to a number of questions about
what exactly he perceives as stressful, how and exactly
what model of behavior of others prompts him to act,
what exactly acts as motives and incentives for his
development, how emotions influence the format and
the content of the decisions he makes. By
understanding and realizing the processes that take
place in his own brain and in the brains of his
subordinates, the leader of the company (team) acquires
information and knowledge about the peculiarities of
the functioning of the brain, which will contribute
not only to the disclosure and development of his
managerial potential, but also to the maintenance of
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a high level of business activity in the company.
The main purpose of the implementation of

neuromanagement is to provide the company’s top
management with an effective set of development tools
and mechanisms that enable more effective use of
intellectual activity. Management analysis and thinking
can be represented as a brain in dynamics, its specific
application according to practical conditions, which
allows the object of management and the managed
system as a whole to achieve qualitatively better results.
The approach offered by neuromanagement is based
on reactions of a neurobiological nature, which
accompany the motivation of the company’s personnel
for consistency and coherence. Neuromanagement
focuses on the internal rather than the external
component of motivation. Numerous empirical studies
have proven the fact that criticism from the outside
or a material form of encouragement of a person
practically does not affect the level of his productivity.
A person can work and perform tasks with maximum
self-sacrifice only if he is internally motivated. In
this case, business structures provide employees with
opportunities to achieve goals that they are unable to
achieve alone, while giving them sufficient freedom
and the ability to act at their own discretion. Ensuring
democracy and supporting initiative in the workplace
is good for both the staff and the company as a
whole. Thus, Charles S. Jacobs, one of the gurus of
neuromanagement, considers it expedient in the
manager-subordinate relationship system to ask
questions, that is, to use the so-called Socratic Method
[14]. An important question is the subordinate’s
opinion about his work and tasks. Instead of providing
subordinates with a clear algorithm of actions and
solving operational tasks, it is much more efficient
and effective to give a subordinate a direct order,
under such conditions he becomes his own manager,
taking responsibility for himself. It is necessary to
give employees maximum responsibility. Top
management needs to stop thinking they can control
someone’s behavior through incentives and
punishments. The best thing a manager can do is to
create an environment in which employees
independently choose the necessary model of behavior,
because when a person believes in an idea, is passionate
about it, rest and money take a back seat, because the
feeling of faith forces one to move forward, encourages
action. The basis of neuromanagement is the desire,
creativity, set of powers and responsibilities to generate
autonomous management decisions in the context of
identified vectors of organizational development.

Within the framework of the neuromanagement
system of a business organization, three key subsystems
are of particular interest, which can be represented as

a set of interconnected and complementary
components necessary for the formation of SMART-
goals of corporate development and an algorithm of
actions and a mechanism for their achievement. This
is a subsystem of interaction management, a subsystem
of collective decision generation and its quality, and a
subsystem of the development of the managerial
competencies of the company’s human resources
necessary for proactive and progressive competitive
business growth. Since, it is a step-by-step system
covering all areas of company management: from
team design and personnel selection to training,
delegation, analysis of results, career growth and
discipline.

It is worth noting that the complexity of the
system of relationships in business is enhanced by
the fact that in its space there are several types of
functional relationships with: counterparties, customers,
employees, managers, etc. Moreover, almost all of
these relationships contain a conflict component, in
particular, the company’s clients want to get more
while paying less money, and the business structure
wants to do less while generating more profit. The
main principle in this case is acceptance of the partners’
vision. Neuromanagement offers a simple set of
principles that will help attract talented employees
and ideal customers – this is one of the biggest
challenges for modern companies. In order to attract
them, both customers and employees must be
convinced that they are offered the highest value
proposition on the market – not cost, but value. If
there is only price competition, then the company
must have an operational and/or strategic advantage
in its arsenal, which creates an opportunity for it to
present its goods (services) on the market at prices
lower than those offered by competitors. By analogy,
if the employer competes for talent only on the basis
of price advantage, that is, by offering a higher level
of wages, he risks thereby increasing the volume of
aggregate costs, which, in turn, has a destructive effect
on the competitiveness, profitability and viability of
the company [10].

Neuromanagement is a transparent approach that
builds and strengthens credit of trust. It does not
focus on mistakes and finding the culprits, but instead
offers recognition and rewards for those decisions, the
implementation of which led to higher performance,
thereby motivating and encouraging initiative,
reasonable risk and responsibility. The main emphasis
is on what can be achieved, and not on where you
can make a mistake, suffer losses and provoke mistrust.

Therefore, the management paradigm, according
to the concept of neo-management, shifts from the
risk-reward model in favor of the implementation of
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such motivational mechanisms that are able to solve
tasks in the most qualitative way, strengthen initiative
and interaction, and at the same time do not resort to
the use of strategies aimed at avoiding threats or exit
strategies. The application of neuromanagement in
managerial activities contributes to the satisfaction of
basic needs and value-cultural integration of team
members, which in turn contributes to the qualitative
improvement of the physical and mental well-being of
the entire team. Due to the balance of productive efforts,
behavior patterns with the appropriate internal motivation
and motives for actions, there is a steady and consistent
strengthening of the organizational culture and the
achievement of sustainable business success.

Conclusions
The modern stage of global business development,

the context of which is characterized by a complex
and dynamic economic reality, necessitates the
development and implementation of new forms and
models of management activities. The productivity of
the business structure is under the direct influence of
organizational management and certain tools for
stimulating people’s behavior to achieve their individual
efficiency, which is an integral component of the
company’s success as a whole. The rapid development
of new brain imaging technologies and progress in
neuroscience stimulated the formation of the concept
of neuromanagement and its further research through
the analysis of mental processes of the brain and
their connection with a wide range of decision-making
processes. There is no doubt that the way of thinking,
reflection and modeling of the decision generation
process in all its aspects will undergo radical changes
in the near future under the influence of digitalization
and other global transformations. Given the progress
achieved in all spheres of life, without innovation,
reformation of traditional economic and management
theories, the future challenges that companies will
have to face will not be solved. Only innovative
concepts that generate fundamentally new paradigms
are capable of transforming management mechanisms.
Identification of new approaches to organizational
management is an urgent necessity for the effective
operation of companies both at the national and
international levels. Implementation of the
fundamental knowledge of neuroscience in the activities
of business structures, according to experts, means
real progress in the qualitative change of the company’s
efficiency. By helping people develop a better
understanding of the processes that take place in their
brains, and by providing them with practical ideas
and approaches that can help them interact more
effectively with people at all levels of the organization,
neuromanagement can create lasting positive changes

for the company and its business activities in as a
whole Neuromanagement is a fundamentally new
approach to management, the purpose of which is to
explain the principles of the functioning of a person,
his brain, and behavior patterns in various professional
situations and to promote the achievement and
development of the maximum potential of an individual,
a team member, and the company as a whole. Taking
into account the high dynamics and competitive
pressure of the modern organizational environment
of the functioning of international business, the
practical use of achievements in the field of
neuromanagement becomes an urgent necessity, which
is determined by their positive transformative effect
on productivity both at the individual level and the
overall efficiency of the company’s activities.
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ÊÎÍÖÅÏÒÓÀËÜÍ² ÇÀÑÀÄÈ
ÍÅÉÐÎÌÅÍÅÄÆÌÅÍÒÓ ßÊ ÑÓ×ÀÑÍÎ¯
ÏÀÐÀÄÈÃÌÈ  ÓÏÐÀÂË²ÍÍß Ì²ÆÍÀÐÎÄÍÈÌ
Á²ÇÍÅÑÎÌ

Ðÿáåöü Íàòàë³ÿ

Âàãîìèì ôàêòîðîì óñï³õó ñó÷àñíîãî á³çíåñó ìîæå ñòà-
òè ïðàêòè÷íà ðåàë³çàö³ÿ íîâèõ ï³äõîä³â äî ïðîöåñó ïðèéíÿò-
òÿ  óïðàâë³íñüêèõ ð³øåíü òà óïðàâë³ííÿ ïåðñîíàëîì, ÿê³ ñôîð-
ìóâàëèñÿ çàâäÿêè äîñÿãíåííÿì ôóíäàìåíòàëüíî¿ íåéðîíàó-
êè, ñòâîðèâøè íîâèé ñàìîñò³éíèé íàïðÿì â óïðàâë³íí³ – íåé-
ðîìåíåäæìåíò. Äàíèé êîíöåïò ïðîïîíóº òîï-ìåíåäæìåí-
òó êîìïàí³¿ á³ëüø åôåêòèâí³ ³íñòðóìåíòè òà ìåòîäîëîã³þ
óïðàâë³ííÿ ³, â³äïîâ³äíî, âèùó ðåçóëüòàòèâí³ñòü á³çíåñ-ñòðóê-
òóð íà îñíîâ³ ïñèõîåìîö³éíèõ õàðàêòåðèñòèê êåð³âíèê³â ð³çíèõ
ð³âí³â ç ìåòîþ êîíöåíòðàö³¿ ¿õ çóñèëü íà ï³äâèùåíí³ åôåê-
òèâíîñò³ ñèñòåìè ìåíåäæìåíòó â ö³ëîìó. Ñüîãîäí³ øèðîê³
ôóíêö³îíàëüí³ ìîæëèâîñò³ ëþäñüêîãî ìîçêó ïîòðåáóþòü
çä³éñíåííÿ ÿê ïîãëèáëåíèõ  äîñë³äæåíü íàóêîâî-òåîðåòè÷-
íîãî ñïðÿìóâàííÿ, òàê ³ âïðîâàäæåííÿ â ïðàêòè÷íó ä³ÿëüí³ñòü
êîìïàí³¿ âæå ñôîðìîâàíî¿ êîíöåïö³¿ íåéðîìåíåäæìåíòó.
Äîâåäåíî, ùî îðãàí³çàö³ÿ á³çíåñ-ïðîöåñ³â ï³äïðèºìíèöüêî¿
ñòðóêòóðè â³äïîâ³äíî äî ïðèíöèï³â íåéðîá³îëîã³¿ º á³ëüø ñêëàä-
íèì çàâäàííÿì, îäíàê çàñòîñóâàííÿ ï³äõîä³â, çàïðîïîíîâà-
íèõ íåéðîìåíåäæìåíòîì äîçâîëÿº ñôîðìóâàòè åôåêòèâíó
ñèñòåìó ìîòèâàö³¿ ïåðñîíàëó, ÿê³ñíî òðàíñôîðìóâàòè ñèñ-
òåìó âçàºìîä³¿ êåð³âíèê³â ³ ï³äëåãëèõ. Ó ñòàòò³ âèêîíàíî
ðåòðîñïåêòèâíèé àíàë³ç ñòàíîâëåííÿ òà ðîçâèòêó íåéðîìå-
íåäæìåíòó ÿê ñó÷àñíî¿ ìîäåë³ óïðàâë³ííÿ. Âèñâ³òëåíî ð³çí³
ï³äõîäè ùîäî âèçíà÷åííÿ äåô³í³ö³¿ íåéðîìåíåäæìåíòó. Áóëî
âèçíà÷åíî, ùî ãîëîâíèìè çàâäàííÿìè íåéðîìåíåäæìåíòó º
çàáåçïå÷åííÿ òîï-ìåíåäæìåíòó êîìïàí³¿ åôåêòèâíèìè
³íñòðóìåíòàìè ðîçâèòêó. Äîâåäåíî, ùî ïðàêòè÷íà ðåàë³çà-
ö³ÿ êëþ÷îâèõ ïðèíöèï³â íåéðîìåíåäæìåíòó – ïåðåäà÷à ìàê-
ñèìàëüíî¿ â³äïîâ³äàëüíîñò³ ï³äëåãëèì, ñïðèÿº ïîáóäîâ³ ðàö³î-
íàëüíî¿ ñèñòåìè óïðàâë³ííÿ êîìïàí³ºþ, îäí³ºþ ³ç ñêëàäîâèõ
ÿêî¿ º ³í³ö³àòèâíà òà â³äïîâ³äàëüíà êîìàíäà, çäàòíà àäàï-
òóâàòèñÿ äî áóäü-ÿêèõ çì³í ÿê âíóòð³øíüîãî, òàê ³ çîâí³ø-
íüîãî ñåðåäîâèùà. Ðîçãëÿíóòî íåñòàíäàðòíèé ï³äõ³ä íåéðî-
ìåíåäæìåíòó äî ôóíêö³¿ êîíòðîëþ. Âñòàíîâëåíî, ùî ³íòåã-
ðàö³ÿ íåéðîíàóêè ³ç òðàäèö³éíèìè ï³äõîäàìè äî ìåíåäæìåí-
òó íàäàº ñóá’ºêòàì ì³æíàðîäíîãî á³çíåñó ìîæëèâ³ñòü âèé-
òè íà ïðèíöèïîâî íîâèé ð³âåíü îðãàí³çàö³¿ âèðîáíè÷èõ ³ óï-
ðàâë³íñüêèõ ïðîöåñ³â, äîñÿãòè çíà÷íèõ óñï³õ³â ó ãîñïîäàðñüê³é
ä³ÿëüíîñò³.

Êëþ÷îâ³ ñëîâà: íåéðîìåíåäæìåíò, åôåêòèâí³ñòü,
ïàðàäèãìà, åìîö³ÿ, ñèñòåìà ìåíåäæìåíòó, ìîòèâàö³ÿ.
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The success of modern business is unattainable without the
practical implementation of new approaches to the process of
managerial decision-making and personnel management using the
concept of neuromanagement, which was formed thanks to practical
and fundamental neuroscience. This concept offers the company’s
top management more effective tools and management methodology
and, accordingly, significantly higher performance of business
structures based on the psycho-emotional characteristics of managers
at different levels in the hierarchy of the management system in
order to focus their efforts on improving the efficiency of the
management system. Therefore, today the broad functional
capabilities of the human brain require in-depth research in both
scientific and theoretical directions, as well as the implementation
of the concept of neuromanagement in the company’s practical
activities. It has been proven that organizing the business processes
of the entrepreneurial structure in accordance with the principles of
neurobiology is a more difficult task, however, the application of
approaches offered by neuromanagement allows to form an effective
system of personnel motivation, to qualitatively transform the system
of interaction between managers and subordinates. The article
also carried out a retrospective analysis of the formation and
development of neuromanagement as a modern management model.
Different approaches to defining the definition of neuromanagement
are highlighted. It was determined that the main task of
neuromanagement is to provide the top management of the company
with effective development tools. It has been proven that the practical
implementation of the key principles of the neuromanagement
concept – the transfer of maximum responsibility to subordinates,
contributes to the construction of a rational company management
system, one of the components of which is an initiative and
responsible team capable of responding to any changes in both the
internal and external environment. The non-standard approach of
neuromanagement to the function of control is considered. It has
been proven that the integration of neuroscience with traditional
management approaches provides international business entities
with the opportunity to reach a fundamentally new level of
organization of production and management processes, to achieve
significant success in conducting business activities.

Keywords: neuromanagement, efficiency, paradigm, emo-
tion, management system, motivation.
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