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AnHoTanusi. CObITOBasK A€ATENIBHOCTB SBIISIETCS BAKHEHIIINM 2JIEMEHTOM SAMHOM CUCTEeMbI MEHEIDKMEHTA JII000ro COBPEMEHHOTO XO3SHCTBYIOILEr0
cyobekra. B Hacrosimiee BpeMsi COBIT MPOJYKIMH HE MEHEe Ba)KEH, YeM IPOM3BOJICTBEHHAs cocTaBiitomas. CTOMT OTMETUTh, YTO B OTAEIBHBIX
OTpPACNIEBBIX CErMEHTAX, & TAKXKE MPOMBIIUICHHO-TIPOM3BOICTBEHHBIX CEKTOPaX, ((EKTHBHO OPraHU30BaHHAS U pean3yeMasi Ha IPAKTHKE CHCTeMa
cobiTa (opmupyer mopsiika 70% ycmexa Bcell NpeANpPHHUMATEIBCKON JesTeNbHOCTH. JlaHHBIE OOCTOSTENBCTBA MPEJONpPENeICHbl TEM, YTO
HOZI0OHOTO POJia OTPACIICBBIE PEAPHUSITHS BBIHYK/ICHBI (D)YHKIIMOHUPOBATH B BRICOKOHKYPEHTHOMH PBIHOYHOI cpene. B HacTosiiee Bpemsi, Onaronaps
UCCIIeJOBAHUSIM COBPEMEHHBIX YUCHBIX TEOPETHKOB U PA3JIMYHOIO PoJia CIEHUAIMCTOB, MEHEDKMEHT pean3aluy (cObITa) NPOLYKIHMH BBIILIET HA
COBEpILCHHO MHOH Ka4YeCTBEHHBIH YPOBEHb PA3BUTHUSI TEOPETHYECKOIO U METOMOJIOTMYECKOr0 OOOCHOBAHMS, a TAKKE HAyYHO-IPHUKIIAJHBIX
pewenuii. Bce 3T0 000CHOBBIBAET U aKTYaIH3UPYET BBICOKYIO CTENEHb 3HAUMMOCTH M MEPCIEKTHBHOCTH BBIIEICHHONW NPEIMETHOH 001acTH
HAy4YHOTO M3bICKaHMS. B KOHTeKcTe mocneaHero B pabote ObLIM M3YYeHBI COJEpPIKATENbHAs CYIHOCTh U KOHIENTYaJbHbIC 33a1aul COBITOBOM
JIeSTENIbHOCTH XO3SIHCTBYIOIIETO CyObeKTa; MCCIIeNOBaHa CHCTEMa OpraHM3allid M CTUMYJIMPOBAHMS COBITA MPOAYKUMM B YCIOBHSIX PHUCKA,
HECTaOMJIBHOCTH W HEOIPEICICHHOCTH Ha OHIO- M JK30yPOBHSX; BBISABJICHBI W MPOAHATIU3UPOBAHBI OCOOCHHOCTH Impolecca cObITa
HPOMBIIUIEHHON NPOLYKLMU 00bEKTa HccenoBanus. HaydHbIM JOCTHKeHHEM BBICTYIWIIA TILATENBHO MPOpaboTaHHas HAyYHO-TEOpeTHIeCKas
0a3a cucTeMbl OpraHu3aluM, (YHKIMOHUPOBAHUS M CTHUMYJIMPOBAHHs COBITOBOM JESTENBLHOCTH HCCIEAYyeMOro OObeKTa B YCIOBHSIX PHUCKa,
HecTaOMJIBHOCTH M HEOIPEJIeJICHHOCTH PHIHOYHON Cpe/ibl. ABTOPCKUE HAyYHBbIE JIOCTIKEHUS (HANPABIICHHS PeaIn3aliK CObITOBOH e TEIIbHOCTH
Ha NPeMIPUATHHN; NPUHLMIBI OPraHU3alMk CHCTEMBI YIPaBIEHHUs COBITOBOH JIEATENBHOCTBIO B COBPEMEHHBIX PBIHOYHBIX YCJIOBHSIX; JIEMEHTHI
IUTAHUPOBAHMSI COBITA; CPEACTBA CTUMYJIHMPOBAHUS COBITA; (DOPMBI COBITA NP OpPraHU3ALMU COBITOBOW JESATEIBHOCTH HA MPEIIPHUATHN; METOIbI
NOBBILICHUST ()PEKTUBHOCTH (YHKIIMOHUPOBAHHS COBITOBOW CETH Ha MPEIIPUSTHH), TPEICTABICHHbBIC B CONEPXKATEIBHON YacTH MCCIIEOBaHNUS,
UMEIOT BBICOKYIO TEOPETHYECKYIO M YTHJIMTAPHYIO 3HAUMMOCTb, MOCICHHSS OIpPENCISIeT BO3MOXKHOCTh HPHUMEHEHUS pa3pabOTOK B HAYIHO-
WCCIICI0BATEIILCKOM, 00pa30BaTeNIbHOM 1 MPHKIIAIHON cepax JAesTebHOCTH.
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Abstract. Sales activity is an essential element of the unified management system of any modern business entity. At present, sales of products
are no less important than the production component. It is worth noting that in certain industry segments, as well as industrial and manufacturing
sectors, an effectively organized and implemented sales system forms about 70% of the success of all business activities. These circumstances
are predetermined by the fact that such industrial enterprises are forced to operate in a highly competitive market environment. At present,
thanks to the research of modern theoretical scientists and various specialists, the management of product sales has reached a completely
different qualitative level of development of theoretical and methodological justification, as well as scientific and applied solutions. All this
justifies and actualizes the high degree of significance and prospects of the selected subject area of scientific research. In the context of the
latter, the content essence and conceptual tasks of the marketing activity of an economic entity were studied; the system of organization and
promotion of sales of products in conditions of risk, instability and uncertainty at the endo - and Exo-levels is investigated; the features of the
process of selling industrial products of the object of research are identified and analyzed. The scientific achievement was a carefully developed
scientific and theoretical basis for the system of organization, functioning and promotion of sales activities of the object under study in
conditions of risk, instability and uncertainty of the market environment. Author's scientific achievements (directions of realization of sales
activity at the enterprise; principles of organization of the sales management system in modern market conditions; elements of sales planning;
means of sales promotion; forms of sales in the organization of sales activities at the enterprise; methods for improving the efficiency of the
sales network at the enterprise), presented in the content part of the study, have a high theoretical and utilitarian significance, the latter
determines the possibility of applying developments in research, educational and applied fields of activity.

Keywords: organization, management, sales activity, efficiency, competition, intermediaries, buyers, business environment
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BBenenune

[Mox cOBITOBOW JEATENBHOCTHIO CIEIYET
MOHUMATh KOMIUIEKC MEPOIPUATHHA MPOABHIKEHHUS
MPOAYKIMH Ha PHIHOK, MOATOTOBKY MPOAYKIHH
K OTIpaBKe, ee OTrpy3Ky MOTPEOUTENI0 U OpTaHu-
3annio0 pacueToB 3a Hee. KoHmentyanbHas cymi-
HOCTh COBITOBOH JESTENbHOCTH MPEAIPHUSITHS
3aKJIFOYAEeTCSl B MOBBIIICHUN YPOBHSI KalUTaIM3aLNN
MOCJIEHETO Yepe3 JOCTH)KEHHE MaKCHMAaJbHOTO
o0BeEMa TIPOAaX W yJOBIETBOPEHHE IUIATEKECITO-
COOHOTO cCIpoca COBPEMEHHOTO ITOKYTIaTelsl.
B 00m1enxoHOMIYECcKOM CMBICTIE CHUCTeMa COBITa
SIBJIETCSI CIEACTBUEM OCHOBHOTO MPOW3BOICTBEHHO-
TEXHOJOTMUYECKOro TpoLecca, HO B COBPEMEHHBIX
YCIIOBUSIX PBHIHOYHOTO TIJIAHUPOBAHHUS TPOIECC
cObITa POAYKIIMU YK€ TPENIIeCTBYET OCHOBHOU
TIPOW3BOICTBEHHON CTAIIMH, TaK KaK IS TOTO, YTOOBI
opranm3oBath 3G GEKTUBHBEI  OW3HEC-TIpoIIece
HEO0OXOIMMO TIPOBECTH KOMIUIEKCHOE HCCIICIOBAHUE
NOTpeOHOCTEN MOKYMaTeNsl, ONPEIEIUTh LeIeBbIC
NOTpPeOUTENbCKHE TPYIIIBI, KaHabl cOBITa U MPO-
JaX, GOpPMBI TOBEIECHUSI TOTOBOW MPOIYKITUH O
MOKYTIaTeNsI, 0COOCHHOCTH KOHKYPEHTHOH Cpesbl,
TIePCTIEKTUBBI PaCIINPEHUS] PHIHOYHON HHIIA U T. .
TonbKO B JaHHBIX OOCTOSTEIBCTBAX OpPTaHU3AIMS
OCHOBHOTO TIPOW3BOJICTBEHHOTO Tpolecca OyaeT
YeTKO 00O0CHOBaHHOM, Mpeaonpe/ieliecHHOW U UMETh
BBICOKYIO CTEIIEHb 3HAYMMOCTH 1 3()PEeKTHBHOCTH
B IDIaHE JOCTYDKEHHS TAKTHIECKHAX U CTPATETHYECKIX
LeJe pa3BUTHS TOW WM UHOU NpeaIpUHUMATEIb-
CKOH JESITEIbHOCTH.

D¢ dexTUBHO BBICTpPOCHHAs CHUCTEMa Opra-
HU3allMY, IUIAHUPOBAaHHWS W KOHTpONs  cObITa
CHOoCOOHA ¢ MAKCUMAIILHO BO3MOYKHBIM 3P (eKTOM
00ecneunTh AOCTIKEHUE TUIAaHOBBIX ITOKa3aTelen
KOHKYPEHTHOTO pa3BUTHs npeanpustus. [Ipuopu-
TETHOM 3ajaueil Ui OpraHu3alui B YCIOBHUSX
KOHKYPEHTHOTO PBIHKa SIBJISIETCS BEIOOP OpUEHTAINN
COBITOBOM JIEATEILHOCTH B paMKaX OJTHOW OM3HEC-
CTpaTeruy, KOTopast OyJeT OTBeYaTh U IeJsM Om3-
Heca, U 3arpocaM NoTpeduTeneil oTHOBPEeMEHHO.

Takum o00pazoMm, aKTyaabHOCTh HAy4dHO-
HCCIIEIOBATEIHCKOW PAa0OThHI 3aKIIFOYAETCH B TOM,
YTO COBIT SBJISICTCS OJIHUM W3 BAKHEUILIMX KPHTEPUEB
1 (DaKTOPOB  HPKOHOMHYECKOTO pPOCTa U Pa3BUTHS
npennpustrss. OH BKIIOYAET MIPOLECC IPOSKTHPO-
BaHUs, MPOU3BOJCTBA, JOBEICHHS [0 MPOJAKU
TOTOBOM MPOIYKIIMH IOTpeOuTeNto. Takum 00pazom,
BCE ATO CBUIETENBCTBYET, YTO KAUECTBEHHO Opra-
HU30BaHHBIN W peain3yeMblii Mporecc COBITOBOM
JIeSITEIBHOCTU B COBPEMEHHBIX YCIIOBHUSAX BEJICHHS
MPEINPUHUMATEIBCKON JEeITEIbHOCTH MO3BOJISIET
3HAYUTEILHO TOBBICHTH O0INYI0 3(h(HEKTHUBHOCTH
TIOCTIe/THEH ¥ CYIIECTBEHHO YKPEITUTh KOHKYPEHTHBIE
MO3ULIMY NPEATIPUATHS HA COBPEMEHHOM MOTPEOH-
TEJNbCKOM PBIHKE.
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MaTepl/laJ'lbI U METOAbI

B koHTekcTe obecrieueHHsT KaueCTBEHHOTO
pelIeHns] TOCTaBICHHBIX 33aJa4 W MaKCHMaJIbHO
MOJTHOTO JTOCTIDKEHUS IENIEBBIX YCTAHOBOK B XO7IE
WICCIIeTOBAHUS OBIIT NCTIOIB30BAH IIUPOKHAN CIIEKTP
HAy4YHBIX METOJIOB U TI0X010B. O0MIas CTpyKTypa
HAay4yHOW pPabOTHI CTPOMIIACH HEMOCPEICTBEHHO
Ha THOCEOJIOTHYECKUX MPUHITUIAX CHCTEMHOTO,
JIOTUYECKOTO, CHUTYallMOHHOTO U MPOIECCHOTO
monxonoB. OCHOBHOW TENBI0  NPUMEHEHHS
MOCIIEAHUX SIBWJIOCH TpHIaHHE padoTe CBOMCTB
JIETepMIUHAPOBAHHOCTH, KOHKPETHOCTH, OOBEKTHB-
HOCTH, JJOCTOBEPHOCTH ¥ TIEPCIIEKTHBHOCTH. BakHO
MOAYepKHYTh, YTO CamMa CHCTEMBI COBITa, C OJHOM
CTOPOHBI, TIPEJICTABIACT COOOH KOMIUIEKC Pa3HO00-
Pa3HBIX COCTABHBIX AIEMEHTOB, KYKIBIH U3 KOTOPBIX
MMEET CBOI0 YHUKaIbHYIO XapaKTePHCTUKY H
0CcOOEHHOCTbD, a, C JPYToi, BBICTYIIAET KaK eJuHast
cOanancupoBaHHAs] MOJIENb YIPABICHUECKOTO THUIIA
C OTperieIeHHBIM YPOBHEM OpraHW3allid M KOHTPOJIS
M0 OTHOLICHUIO K PHIHOYHOW 3K30TCHHOW cpeje.
[Tpy BBITIONHEHUH HCCIICAOBAHMS B ACTIEKTE BHIIIC
Ha3BaHHBIX MOAXOAOB OBUTM MPUMEHEHBI CIIEIYO-
[IMEe METOJIBI: AMIMPHYECKON TPyMNbl (OMUCAHUE,
CpaBHEHHWE, JKCIEepTHas OIECHKA); TEOPETUYECKOH
TpynIibl (aHanmu3, cuHTe3, pedaekcus, 00o0IeHue,
KOHKPETHU3aIlUs U adCTparupoBaHue); 00IIeHayYHOM
rpynIibl (a0CTPaKTHO-JIOTUUECKUH M TPadHUECKHA).
Taroke Obl1a YaCTUYHO NMPHMEHEHA TPYIIa THII0-
TETHYECKUX METOJI0B TIO3HAHHSI.

B wactHOCTH, B mpolecce BBISBICHUS U
OIIEHKH OCHOBHBIX XapaKTEPUCTHK MOHATHS CObITa
ObUIM TIPUMEHEHBI, B OCHOBHOM, CHCTEMHBIE W
JIOTHYECKHE MOJIXO/bI W TEOpPEeTHUYECKas TpyIia
MeToj1oB. lIporiecc M3ydeHNs] OCHOBHBIX HAIpaB-
JIEHUH peann3aluu COBITOBOWM JEesATENFHOCTH Ha
MPEIIPUIATAN COOTBETCTBYIOIIMMH CTPYKTYpPHO-
(YHKITMOHAIBHBIMH TIOJPA3IEIICHUSIMHU CTPOMIICS
Ha 0a3e onmMcaHus, aHaJIM3a, CUHTE3a, 0000IIEHNS,
a0CTPaKTHO-JIOTHYECKOTO U TPpadyIueckoro METO/IOB.
[Ipu pa3paboTke OCHOBHEIX CPEICTB CTUMYIUPO-
BaHUS COBITa OBUTM TIPUMEHEHBI JIOTHYECKHIA
Y TIPOIIECCHBIE TTOAXOJIbI, a TaKKe CIIEAYIOIIHe
METO/IBL: OTIMCAHUE, CPABHEHHUE, SKCTIEPTHAS OIICHKA,
peditexcrsi, KOHKpeTH3amys 1 rpaduecKiii MEeTO/,
KOTOPBIE TTO3BOJIIITN TIOBBICUTH YPOBEHb CTPYKTYPH-
3aIid Y BU3YaJIM3aIlHA JOCTUTHYTBIX PE3YJIbTaTOB
Y C/IETIAaHHBIX BHIBOJIOB.

B nporiecce mondopa METoI0B HCCIIeIOBAHMS
B OOJIbILIEH YACTH YUHUTBIBAJICS MPUHLIMII COOTBETCTBHUS
npeAMETHON 00JacTH W 3aJadaM, JIOCTaTOYHOCTH,
JIOCTOBEPHOCTH U MPaKTHYHOCTH. [IpumeHeHue
OTMEYEHHBIX HAy4YHBIX IOJIXOJIOB U METOJIOB
MO3BOJIMJIO JIOCTHYh B UCCIIEIOBAHUU TpeOyeMoi
TTyOWHBI U AETATEHOCTH MPOPaOOTKH 0003HAYEHHBIX
TeNiel M TIOCTABJICHHBIX 33124, a TakkKe HEOOXOTUMBIA
YPOBEHbB JIOCTOBEPHOCTH, CTETIEHbh O0OhEKTUBHOCTH
W TOKa3aTellb MPaKTHYECKOH 3HAYUMOCTH TIOITY-
YEHHBIX PE3YJIbTATOB.
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Pe3yabTaThl M HX 00CYIKIEHHNE

COBIT TPOAYKIMH TPEACTABISAET COOOH
o0JacTh yIpaBJieHHUs, KOTOpas HampaBlicHa Ha
pa3paboTKy U MPHUHATHE S3PPEKTUBHBIX YIpPaBJICH-
YECKUX PELICHUH C IIeNBI0 OTIPY3KHU UM ITOCTABKU
TOBapa MOTPEOUTENIO, AJISl BO3MEIIEHHS PacX0/0B
[0 CO3J]aHMI0, XPAaHEHUI0 M TPaHCIOPTHPOBKE
MPOIYKIUH ¥ OJTyueHuUs mpuObuH [3].

Io HaeMy MHEHHIO, B IEATEIBHOCTH JIFOOOTO
NPENNPUATHS CYIIECTBEHHOE 3HAYECHUE HMEET
NpaBUJIbHASL OPTaHM3alys COBITOBOM NIEATEILHOCTH,
TaK KaKk MMEHHO B CHCTEM€ COBITa KOHLEHTPUPY-
€TCsl pPe3yabTaT BCEX NPEABIAYIIHX PE3YIbTaTOB
JESATENIbHOCTH NpennpusaTud. IIpenmerHas 4acTb
U COAEP)KATENbHBIN CMBIC KaTEroOpuu «COBIT»
MEepelnIi B TePMUHOJIOTHUECKHH 0a31C COBPEMEH-
HOTO PBIHOYHOTO NpeAnpuHUMaTenbcTBa Poccun
W3 COBETCKOW IIAHOBOW YKOHOMHKH U MPO(UITLHON
9KOHOMHUYECKON JIUTEpaTyphl TOTO ke IepHoja.
Ha texymmii MOMEHT nMeeTcst OOJIBIIOE KOINYECTBO
OTIpeJIeNIeHNH 1 TPAaKTOBOK CYIITHOCTH M COJEPKaHUS
JJAHHOW KaTeropuu Kak B OTEYECTBEHHON SKOHOMMU-
YeCKOH, Tak U B 3apyodexHou smurepatype [1, 10, 14].

B wactHocTH, mo muaeHuto JI. bapkana, cObIT
MPOAYKLHMH €CTh OAHA U3 KIIOYEBBIX cdep mpea-
MIPUHAMATENBCKON AESITENbHOCTH MPEAIpUATHS-
MPOU3BOAMUTENSA, OCHOBHOM LENbIO  KOTOPOU
SIBIISIETCS] MAKCUMAJIbHO 3(pPeKTUBHAS peamn3arusl
FOTOBOM  NPOAYKIHMH  Ha COOTBETCTBYIOIIHX
npo(UITbHBIX TOTPEOUTENILCKUX PhIHKAX [4].

B 10 xe Bpems O. backakoBa 1oj; cOBITOM
[IOHUMAET IMPOLECC, PEATN3YEMBIN XO3SMCTBYIOIUM

post@vestniR-vsuet.ru

CyOBEKTOM, HallpaBJICHHBIN Ha TUIAHOBBIM YPOBEHb
peanu3anyuy roTOBOM MPOAYKIUH Ha PhIHKE TOBa-
poB (yciyr). O0beM NpoJak NPOAYKINH SIBISETCS
OJIHUM M3 KJIIOYEBBIX MOKazareneil 3(ekTHBHOCTH
(YHKUMOHUPOBAHUSI HE TONBKO COBITOBOH (KOM-
MEPYECKOH) IeATEIbHOCTH, HO M BCETO MPEIPUSITHS
Ha OIpeJIe]IeHHbII MOMEHT BpeMeHu. Peanu3zanms
TOTOBOH MPOAYKIIMHY SIBJISIETCS] 3aBEPLIAFOIINM 3TAIIoM
BCETO 00OCOOJICHHOTO TPEANPUHUMATEIHCKOTO
LIUKJIA, U3 COBOKYITHOCTH KOTOPBIX (popMHUpyeTcs
PO IITH SKOHOMHUYIECKOTO pa3BUTHA. CHIDKEHHE
00BEMOB peaJIn3ali TOTOBOM MPOIYKLIUN MOXKET
CBUJIETENILCTBOBATh O TOM, YTO CBOMCTBA MPOIYK-
uH (aCCOPTUMEHT, Ka4eCTBO, CTOMMOCTb U MHBIC
NOTPeOUTENbCKAE CBOWCTBA) HE COOTBETCTBYIOT
3alpocaM COBPEMEHHOTO TMOKymaTens. Taxoke
K 3TOMY pe3yJbTaTy MOKET MPHUBECTH TMOSBJICHUE
Ha PBIHKE KOHKYPEHTOB C AaHAJIOTMYHBIMH TOBApaMU
1 TOBapaMu-3aMeHUTEIAMHE [5].

OmpeaenuM ISl JaHHOH 3KOHOMHYECKOU
KaTerOpHH KITFOUEBbIC XapaKTEPUCTHKH, OCHOBHBIC 3
KOTOPBIX MPOMJLTIOCTPUPOBaHbI Ha prcyHke 1 [6, 8].

Takum o0OpazoMm, B 0OOImEM TMMOHUMAaHUU
0a30BOM CYIIHOCTH U COAEP)KAHHUS KaTETOPHH
«COBIT» CTOMT OTMETHTH, YTO COBITOBAsl JAESTEINb-
HOCTb €CTh XO3MCTBEHHBIN MPOLIECC MPOIBKCHUS
TOTOBOW TPOIYKIIMHM HA JEHCTBYIOMIHE (OCBOCH-
Hble) W/ WM TOTCHIMAIBHBIC PBIHKK C LEJbIO
obecrie4yeHnsT MakCHMANbHBIX 00BEMOB MPOJAAXK,
pacuIMpeHrss PHIHOYHBIX HUII W MaKCUMAIIbHO
MOJTHOTO  YZIOBJIETBOPEHMSI 3allpOCOB  IENIEBOM
ayauTopun (motpedurenei).

-

COBIT ompenenseT Ty cdepy, KOTopas MPUHAAICHKHUT OMPEACTICHHON KOMIAHUH-TTPOU3BOJUTEII0 U HUKOMY JPYroMy
Sales defines the area that belongs to a specific manufacturing company and no one else

OCHOBHOI#1 Lie/IeBOH OPHEHTHUP Ha NMPOAAXKU TOM MPOAYKIUUH (YCIyTH), KOTOPYIO BBIIYCKAaeT NPOU3BOAUTEIL
The main target for the sale of the products (services) that the manufacturer produces

IIpormecc cObITa 3aKTI0OYAETCS B pealn3alliii Pa3IMYHbIX BAPHAHTOB B3aUMOACHCTBUS C OKYMATESIMU W/ MITH
TOPTrOBBIMH IMMOCPETHUKAMU
q The sales process consists of implementing various options for interacting with customers and / or resellers )

Pucynok 1. OcHOBHEIE XapaKTEpUCTHKH KaTETOPUH «COBIT TIPOTYKIIHI
Figure 1. Main characteristics of the «product sales» category

Bce 3T0, B KOHEYHOM HTOre, HALEICHO
Ha MOJTyYeHHEe NPUOBLIM, TOBBIIICHHE YPOBHS
KOHKYPEHTOCIIOCOOHOCTH 1 3(PPEKTUBHOCTH TIpe/I-
NPUHUMATENBCKON JiesiTenbHOCTH. [log roToBOM
NPOAYKIHEeH HEOOXOJUMO IOHHUMATh KOHEUHBIH
pe3ynbTaT MPOU3BOJICTBEHHOTO TPOLIECCa, peati3ye-
MOTO B TIpeJieliax ONPE/IEICHHOTO XO3SIHCTBYIOIIEro
CyObeKTa W HAIPaBISIEMOTO Ha MOTPEOUTETbCKHUI
PBIHOK B BUzie ToBapa [1, 2, 12].

C TOYKHM 3peHHs TMPOIECCHOTO TOIX0Aa,
KaTeropusi «COBIT» BKIIOYAET B ce0sl KOMILIEKC

434

OpTraHM3alMOHHO-YITPABIEHYECKNX, OIEePaTHBHO-
PaCHOPSIUTENBHBIX | IUIAHOBBIX MEPOIPHATHH,
CBSI3aHHBIX C IPOCKTHUPOBAHHUEM, TIPOU3BOJICTBOM,
MIOCTaBKOM, peanu3alueil u IpoJBUKEHUEM IPO-
JIYKIIMH Ha 1Ie7IeBOM poiHKe [7, 11]. MOXHO BBIIEHTD
TPH XapaKTEPUCTUKH COBITOBOM JESITEIbHOCTH
(pucyHok 2) [8, 9, 13].

Pabota cOBITOBBIX CITy’)kO, B OCHOBHOM,
HalpaBjeHa Ha CBOEBPEMEHHOCTh, PUTMUYHOCTb,
KOMITJIEKTHOCTh ¥ aCCOPTUMEHT TOCTaBOK (PHCY-

nok 3) [9, 11].
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Omnpenensier cdhepy
IeSITENBHOCTH, KOTOPast

activity that corresponds
to the enterprise

)

Hanpasnena Ha npopaxy
MPOJYKINH, KOTOPYIO

IPOU3BOAUTEIIb
Aimed at selling products
manufactured by the
manufacturer

Hampasnena Ha pa6oty ¢
TIOKYTIATeJISIMU 1

COOTB@TCTByCT BLIHyCKaeT
TOPTOBBIMH
HPeHHpHﬂTHIO IIOCpCaAHUKAMHU
Defines the field of p

Dedicated to work with
buyers and resellers

Pucynok 2. XapakTepucTUKH COBITOBOI NeSTETHHOCTH
Figure 2. Characteristics of sales activities

CBOEBPEMEHHOCTh
MOCTaBOK

Timeliness of deliveries Complexity of supplies

KommiekcHOCTB TTOCTaBOK

PHATMHYHOCTH TOCTABOK
Rhythm of supplies

ACCOpTI/IMeHT IIOCTaBOK
Range of supplies

Pucynok 3. OcHOBHBIE OPHEHTHPEI B paboTe COBITOBBIX CITYXKO

Figure 3. Main guidelines in the work of sales services

CBOEBpPEMEHHOCTD MOCTABOK OMPEIEINETCS
TEM, YTO MIOCTABIIMK Ha MPOTSKEHUH BCETO MIIaHO-
BOTO TMEpHOAA TOCTaBIAET MPOAYKLIHIO CTPOTO
B COOTBETCTBUU C 1OroBOopoM. IIpu 3ToMm, cyniecTByer
TP BapuaHTa CPOKOB TIIOCTaBKH B 3aBHCHMOCTH
OT BUJIOB MPOJYKIMK TPOMBIIIIEHHOTO U MOTpe-
outenpckoro Ha3HadeHUs. [lepBrIil BapuaHT — 3TO
IIOCTaBKa NMPOAYKIMH, KOTOPas OCYIIECTBISAETCS
3a ONpEleNCHHbIM MepUo] BpeMeHU (peryisipHas
MIOCTaBKa), a CPOK MOCTABKM MOKHO PACCUHUTATh I10
HEeJesIM, MecslaM, KBapTajiaMm. BTopoli BapuaHT —
3TO MOCTAaBKA MPOAYKLIMI HA YKa3aHHYIO KAICHIAPHYIO
JIaTy Y Ha OIPEACICHHBIN MOMEHT BpeMeHu. Tperuit
BapHaHT — 3TO HEME IEHHAs OCTaBKa MPOTyKIUH
COTJIACHO COOTBETCTBYIOIIUM TpPeOOBaHUSIM CO
CTOpOHBI MoTpeduTens (cpounbie moctapku) [10].

ITokazaTenb pUTMHUYHOCTH MOCTABOK T'OTOBOM
MPOJYKIMU SIBISIETCS OJHUM M3 COCTaBHBIX dJie-
MEHTOB TPHUHIMIIA CBOEBPEMEHHOCTH IIOCTaBOK,
TaK Kak JUIsl COBPEMEHHOTO IOTPEOUTENs] HMeeT
3HAYCHHE HE TOJBKO IOJNyYEHUE MPOTYKINH
B OIIpEJEJICHHOE BPEMs, HO U YTOOBI 3TH ITOCTABKU
OCYIIECTBISUTUCH PErYJSAPHO (pUTMHYHO). Takum
00pa3zoM, IMOKa3aTelb PUTMUYHOCTU CBUAETEIIb-
CTBYET O TOM, 4YTO IIOCTaBKH OCYIIECTBIISIOTCA
B [IpEJIENax JTOTOBOPEHHBIX CPOKOB UEpE3 paBHBIC
HHTEpBaJIbI BpeMenH [7, 15].

[IpuHINIT KOMITJIEKCHOCTH ABJSETCS OJHUM
13 KJIIOYEBBIX MPOOIEMHBIX MOMEHTOB COBPEMEHHON
COBITOBOM M 3arOTOBUTEILHOM  JIEATEILHOCTH.
JlaHHBIM NPUHOMI 3aKJIAJbIBAET OCHOBBI JUIS
MOCTAaBOK  BBICOKOYKOMIIJIEKTOBAHHOTO ~ IIPOM3BOJI-
CTBEHHO-TEXHOJIOI'MYECKOT0 000PYI0BaHMs, JETAICH,
CWJIOBBIX MAIIMH W 3aMaCHBIX YacTel, KOTOpHIE
TpeOYIOT OTHOBPEMEHHOI'0 OCTYIUICHHS K 3a/1aH-
HOMY MECTY B OIPENECICHHBIII MOMEHT BPEMEHH.
HeobxoanmocTp peanu3anyy mporecca KOMILUIEKTO-
BaHMSA TOTOBOM MPOAYKIMH (W3ENHii) M MOCTaBOK
o0ycClIOBIIEHa  Ka4eCTBEHHO-KOJIUYECTBEHHBIMHU
Y OKCIUTyaTallHOHHBIMH  XapaKTEPUCTUKAMH  II0-
CTaBJIIEMOM MPOIYKIINH, a TAK)KE €€ OTPACIEBBIM
Ha3HaueHueM [4].
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CaM accOpTHMEHT HWrpaceT BaKHYIO POJIb
B KOHKYpEHTHOH OOphOe 32 COBPEMEHHOTO MOTpe-
ouTens, KpOMe TOro, JaHHBIM MMOKa3aTeNnb UCXO]
n3 (GOpMBI JOCTaBKH, PBIHKOB pEaM3aliH,
a TaKKE YPOBHS CHELMANM3ALUM, ACTAIN3ALMH,
YHU(PHUKAITUH MOXKET UMETh (hopMaT MO0 pa3Bep-
HyTOro, 100 rpymnmoBoro Ttuma [6]. OcHOBHBIE
HaIpaBJICHUs pean3ayy COBITOBOU AESATENHLHOCTH
CTPYKTYpHO-(YHKIMOHAILHBIM TOJIpa3/ieIeHIEeM
(oTmen cObITa ¥ TIPOJAXK) MIPEATIPUSTHS TTPHUBEICHBI
Ha pucynke 4 [5, 13].

[anee paccMoTrpuM 06a30BbIe 3aa4uu, peria-
eMBble B Iporiecce COBITOBOM ACATEILHOCTH.

1. IlepmaHEeHTHBIH aHAJIN3 [IETIOYKH «IIOTpPe-
OuTeNHh — TOBAP — PHIHOK» U BRIPAOOTKA HA OCHOBE
€ro pe3yibTaToB OOINEeH CTpaTernd W TaKTHKH
noseneHus. [IpoBegeHne Ka4eCTBEHHOTO aHAIN3a
IIPOU3BOJICTBEHHOW M PBIHOYHOM CpEJbl, a TAKKe
MUMEIOIETOCS OTEHIINANA PA3BUTHSI TPEIPUITHS
SBJISIETCS. BAKHBIM HHCTPYMEHTOM OOecHeueHHus
3¢ (eKTUBHON COBITOBOM NEATENBHOCTH. TOJIBKO
NoApOOHBIA aHaIM3 MOBEACHUS U MPEANOYTEeHHH
norpebuTenel Mo3BOISEeT NPABWILHO cHOPMYJIH-
pOBaTh CTpaTermyeckue Ielu U 3a/la4yd, KOTOphIe
cocTaBsIT 0a30ByI0 OCHOBY JUIs OpraHU3alMu
JIEATSIIBHOCTH BCEH COBITOBOM CITYKOBI.

2. IloaroroBka, BeIpaOOTKa U MPUHSTHE pellie-
HHMH O HauOoJlee PalMOHATIBHON CTPYKTYpe KaHAIOB
pacrpezienieHnsl ¥ cucTeMe ynpapieHuss umu. [laH-
HBI CIIEKTp 3a7ad4 SIBISIETCS OJJHAM M3 KITIOUEBBIX
3JIEMEHTOB OPraHM3alMU CIIY>KOBI cOBITa, TaK Kak
WMEHHO OH OIpEJIeIIsieT, KakK, IJIe U KOTJa TOBaphl
OyIyT JOBEICHBI IO TOTPEOUTEIISL.

3. Obecnieuenne (HprHAHCOBON SPHEKTHBHOCTH
cOBITOBBIX onieparmii. [Ipu perennu nanHo 3a1aun,
MIPEX/Ie BCEro, OCYIIECTRIsIETCS pa3paboTKa 1 pea-
JM3alUs TPOrPaMMBbl  KOMMEPYECKOTO KpeIuTa,
TUIaHa ypaBJeHUs AEOUTOPCKON 3a0JKEHHOCTBIO
W 3a1lacaMyl TOTOBOW TPOJYKIMH, a TaKKe Tpopa-
6orka HamOojee THOKOW W aaliTUBHOM CHCTEMBI
CKH/JIOK TS IOTEHIMATIBHBIX MOKymaTenei [2, 12].
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IIpoBoaut paboty no
thopmupoBaHHIO TOPTHeENs
3aKa30B U 3arpy3Kd
TIPOM3BOJICTBA, C ITOH IENBIO
0TJen cObITa OPraHu3yeT
CBOEBPEMEHHOE IOTydeHUE
3aKa30B OT HOTEHI[HATbHBIX
HoTpeOuTeNeH, MoTydeHHbIE
3aKa3bl aHATHM3HPYIOTCS U
YTOYHSIIOTCS, U HA HX OCHOBE
(hopmupyercs nmoptdens
3aKa30B, TTO3BOJISIONIUI
YCTaHOBHTH CPOKH H 00BEMBI

OpraHu3yer 3aKIII04eHIe
JIOTOBOPOB MOCTABKH 1
KOHTPOJIUPYET BBIIOTHEHHE
JIOTOBOPHBIX 00513aTENIbCTB, PH
3aKJIIOYEHHH JIOTOBOPA TOCTABKU
YTOYHSIETCS| aCCOPTUMEHT,
KOJIHYECTBO, KaYeCTBO
MPOJIYKIHH, CPOKU H pyTrHe
XapaKTePUCTHKH HOCTaBIISIEMOMH
MPOJIYKIINH, TAKKE
OCYILIECTBIISIETCS] KOHTPOJIb 32
COOJTFOZICHUEM JIOTOBOPHBIX

KoHTponupyeT BBITYCK MPOTYKIINH
B COOTBETCTBUH C
3aITaHMPOBAaHHBIMH CPOKaMHU
H3TOTOBJIEHUS U TOCTABKH,
CBOEBPEMEHHOE BBITIOJHCHHUE
HanboJIee BAYKHBIX U
OTBETCTBEHHBIX 3aKa30B,
OpTaHu3yeT IPHEMKY HIPOTYKIIHH
OT I[EXOB-U3TOTOBUTEIICH,
pa3pabaThIBacT MEPOIIPHUSITHS 110
YIIPaBJICHHUIO U COKPAIICHHUIO
CPOKOB BHYTPH3aBOJICKOTO
JOKYMEHTO00OpOTa, Ha

OpraHu3yer OTrpy3Ky
TIPOAYKLIMH TOTPEOUTEIISIM,
TPOYKLIHS, HOCTYIIMBIIAs HA
CKIIaJ] copTHpyercst (110
3aKa3aM [oTpeouTenei),
MapKHpYeTCsl, YIIaKOBBIBACTCS
1 TIOJITOTaBIIUBACTCS K
OTrpy3Ke B OIpPEIEICHHOM
KOJIMYECTBE U B ONPE/ICIICHHBIC
CPOKH, HPEIyCMOTPEHHbIE
JIOrOBOPOM H 3aKa30M, IIpH
9TOM IUIAHUPYETCS OTIPy3Ka

NIPOU3BOCTBEHHBIMHU
NoJpa3AeNeHUAMH IPEIIPUITUS
[IPUHUMAET y4acTHe B

pacLIMPEHUIO 1
MOBBILICHUIO Ka4eCTBa
MPOIYKLIUH, OKa3bIBast

COCTaBIICHHU BIIUSIHUE Ha
IIPOU3BOICTBEHHOIO 3a1aHUs C (dopMupoBaHUe ITIaHA
Y4eTOM 3arpy3ku NIPOU3BOACTBA

TIPOU3BOCTBCHHBIX Y4aCTKOB

0653aTenbCTB ohopMIIeHHE TIPHEMKH U OTTPY3KH TIPOMYKLIMH C yCTOM BPEMCHH
BBITYCKA MPOLYKIHH H D 1p Py’ ot oo
HampaBJICHUs €€ ITIOCTaBKHA TOTOBOM ITPOIYKIINH ¥
B cooTBETCTBUH C 3aKa3aMu Opranusyer nanGonee CosmecTHO ¢
COBMECTHO © Crocoberyer PaIMOHATBHBIE CIOCOObI YIIPABICHYCCKUMH 1

HOCTABKH HPOTYKIIHU
HOTPEOUTENSIM, OTIPYKaeT
TIPOYKIHIO Hanboee
ONTHMAJIBHBIM BUIOM
TPaHCHOPTa C LENbIO
COKpAILEHHS TPAHCIIOPTHBIX
PacXoJ0B M YCKOPEHHS

TEXHOJIOTMYECKUMH CIIyKOaMH
NPUHAMAET Y4acThe B
COCTaBJICHUH MPaiCc-JIMCTOB,
KaTaJoros, crnetudukamueit
Ha BBIITYCKAEMyIO
MPOAYKLHIO, JOBOIUT
HHGOPMALHIO 10

peaTu3aliy NPOAYKIUH rnorpeduTencit

CeauT 3a COCTOSTHUEM COBITOBBIX
3aIacoB, 10 BO3MOXXHOCTH, HE JIOMYCKast
00pa3oBaHusi CBEPXHOPMATUBHBIX
3a11acoB 'OTOBOM MPOAYKIIMU

[Inanupyer u opranusyer
paboTy CKi1a/ia roTOBOH

OcCyILEeCTBIISET aHAIN3
BBITIOJIHAEMBIX TIOCTABOK U

MIPOSYKIUH IIAHOB OTTPY3KH

Carries out work on the
formation of a portfolio of orders
and loading of production, for
this purpose the sales department
organizes the timely receipt of
orders from potential consumers,
the received orders are analyzed
and refined, and on their basis a
portfolio of orders is formed,
which allows setting the timing
and volumes of production and
the direction of its delivery

Organizes the conclusion of
supply contracts and monitors
the fulfillment of contractual
obligations, when concluding a
supply contract, the assortment,
quantity, quality of products,
terms and other characteristics
of the supplied products are
specified, and control over
compliance with contractual
obligations is also carried out

Controls the release of products in
accordance with the planned
production and delivery times, the
timely execution of the most
important and important orders,
organizes the acceptance of
products from the manufacturing
workshops, develops measures to
manage and reduce the time of
intra-plant document flow, to
register the acceptance and
shipment of finished products

Organizes the shipment of
products to consumers, products
that arrive at the warehouse are

sorted (according to consumer
orders), labeled, packaged and

prepared for shipment in a

certain quantity and within a
certain time frame stipulated by
the contract and order, while the
shipment of products is planned
taking into account the time it is

on the way

In accordance with the orders,
together with the production
departments of the enterprise, he
takes part in the preparation of the
production task, taking into account
the load of production sites

Promotes the expansion
and improvement of product
quality, influencing
the formation
of the production plan

Organizes the most rational
ways of supplying products to
consumers, ships products by

the most optimal mode of
transport in order to reduce
transport costs and accelerate
product sales

Together with management
and technological services, he
takes part in the preparation of

price lists, catalogs,
specifications for
manufactured products, brings
information to consumers

Monitors the state of sales

inventories, if possible, avoiding
the formation of excess stocks of

Plans and organizes the work
of the finished goods
warehouse

Analyzes ongoing deliveries
and shipping plans

finished products

PucyHnok 4. OCHOBHBIE HAINIPaBJICHUS PeAIN3aIUU COBITOBON ACSITENLHOCTU HA TIPEANPUSITHH
Figure 4. The main directions of implementation of sales activities at the enterprise

B nmanHOM KOHTekcTe Tpedyercs YEeTKO
KOHTPOJIMPOBaTh IMOKa3zaresib 3((EeKTUBHOCTH
WCTIONTHb30BaHMS 0OOPOTHOTO KaIlMTAIA, KOTOPBIE ObLT
HarpaBJieH cOBITOBOM CITyk0e, TaK Kak UMEHHO OH
MTO3BOJIIET KOMIUIEKCHO PELIUTH ABE BaXKHEHIIHNE
no/3a1a9n: (POPMUPOBAHNS M PALMOHATEHOTO HCTIONb-
30BaHMsI 3aI1aCOB TOTOBOW MPOMYKIMH U d(deKxTus-
HOTO YIIpaBJIeHUs] JeOUTOPCKOM 3a10JKEHHOCTBIO,

KOTOpasi, B CBOIO OYepeab, ONpeAessieTcsl BHYT-
PUOPTraHU3alMOHHOM MPOrpaMMoOi  KoMMepde-
CKOT'O KpeauTa.

PanuonanpHas cucremMa CKHJIOK JIOJDKHA
CHOCOOCTBOBAaTh YBEIMUEHHIO 000paunBaeMOCTH
TOBApHBIX 3allaCOB M YMCHBIICHUIO Harpy3kKu
Ha 0OOPOTHBIN KaIruTall.
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4. O6Gecneuenue 3(PpHEKTUBHON JIOTHCTUKU
cObITa U cepBuca U ToKymareseil. B coeil pabote
cmyx0a cObITa JODKHA TIOCTOSIHHO YYUTHIBATH
3alpOCHl W MPEINOYTeHUS KIMEHTOB. B maHHBIX
00CTOSITENILCTBAX OT CIYXKObI cObITa Tpedyercs
obecrnieueHne MaKCHUMAaJIbHOTO YPOBHS KOMQopTa,
yI00CTB, YIOBJIETBOPEHUS KIIMEHTCKUX TPeOOBAHMIA.
Bce 310 mo3BosnseT NO0CTHYb MHCTPYMEHT JIOTHCTUKH
Y KJIIMCHTOOPHEHTUPOBAaHHAS TIPOrpaMMa CepBHC-
HOTO 0OCITYKHBaHUSI.

5. Iponmaxa npoxykiuu u yciryr. CObIToBas
cy)k0a JIOJDKHA YeTKO OTCIECKHBATh JHHAMHUKY

post@vestnik-vsuet.ru

Y TCH/ICHIIUH U3MEHEHHST 00EMOB MPOAXK /ISt TOTO,
YTOOBI MaKCHMAITLHO OTEPaTHBHO W PE3yJbTATHBHO
pearupoBarh Ha Hux [13, 14].

Komrernius cOBITOBON IeATEIBHOCTH Opra-
HU3AIMU OTIpeJieNsieTCss 0a30BbIM CIIEKTPOM Iiejen
W 3aJ1a4, OHA ke JIOJDKHA YETKO COOTBETCTBOBATH
0011eit On3Hec-mMoeny (MMOTSHIMAT OpraHUu3aIuii,
€e OTJIHYKE OT KOHKYPEHTOB, MECTO Ha PBIHKE | T. J1.),
a TakoKe TPHUHSATOM IPOrpaMMe Pa3BUTHS (OPUCHTHPAM).
TeM He MeHee, HE CTOUT TpeHeOperaTh W JPYTUMH
3a/1a4aMH COBITA, MPUBEICHHBIMU HA PHCYHKE 5.

-~

®opMupOBaHHUE MPEAIOYTEHHN TOTPEOUTENeH U CTUMYIIHPOBAHIE UX K TIOKYITKAM
Shaping consumer preferences and encouraging them to buy

~

B

~

HanmaxkxuBaHne KOHTAKTOB M 3aKIFOYCHHUE JAOTOBOPOB C MMOKyHaTCISIMA
Establishing contacts and signing contracts with customers

~

O0ecreuenre B3aMMOBBITOHBIX caeloK | Ensuring mutually beneficial deals

XpaHeHHe U MOArOTOBKA TOTOBOY MPOAYKIMH K MPOJIAKE
Storage and preparation of finished products for sale

—
[\
—

=

Orrpys3ka (moctaBka) npoxykuuu | Shipment (delivery) of products

Pucynok 5. 3agaun cObITa IPOAYKITIH
Figure 5. Sales objectives

B Poccum Ha Tekymuii MOMEHT cOBITOBas
JEeSITENBHOCTD XO3SHCTBYIOINX CYOBEKTOB SKOHO-
MUKH HaXOJIUTCS HA TaK HAa3bIBAEMOM I1EPEXOTHOM
nepuozie. JT0 B 3HAYUTEIBHON Mepe MPENsITCTBYET
($hopMUpOBaHUIO COATAHCUPOBAHHOTO TOBEIACHUS
MEXAy MPOU3BOAUTEISIMH | MOKYNaTeIsIMH Ha
BHYTPEHHEM pbIHKE. JlaHHBI TnIepuoa HUMEET
CIIEAYIONINE XapaKTepHbIE OCOOCHHOCTH: HU3KUH
TOKa3aTesb YIPaBIIeMOCTH KaHAIaM1 COBITA; HETION-
HO€ W HEKaYeCTBEHHOE BBITIONHEHUE OOs3aTEIIbCTB

TlomuTnka cOBITOBOI JACATCIIbHOCTHU, KOTOpas
C(i)OpMyIII/IpOBaHa Ha OCHOBC ueneﬁ M 3a1a4 CUCTCMbI
C6LITa, JOJI2KHa 00s13aTeILHO COOTBETCTBOBATH OM3HEC-
KOHIENIMY KOMIIAaHUH, a TAK)KE IPUHATOMY CIIEKTPY
JeicTBUi (OpUeHTHPaM)

Sales policy depends on various internal and external
conditions of the environment of the enterprise
(organization). When developing a sales policy, a detailed
analysis of this environment is necessary, as well as an
analysis of the organization's capabilities.

B paMKax JIOTOBOPOB M KOHTPAKTOB B cepe mocTa-
BOK; MHOTHE PEILICHHS MPHUHUMAIOTCS B pe3yJIbTaTe
TPYIHBIX MEPErOBOPOB; Ha MPAKTUKE OTMEYACTCs
4acTOe HapYIICHHE «KKOHTPAKTHBIX» 0053aTEIbCTB
u noroBopenHocreii [8, 10].

OO0rmiast opraHu3alysi CUCTEMbI yIIPABICHHS
COBITOBOI1 JICATEIILHOCTBIO B COBPEMEHHBIX PhIHOY-
HBIX YCJIOBHSIX OCHOBBIBAETCS Ha JIBYX OCHOBOIIOJIA-
ralolMX [PUHIUNAX, [POULIIOCTPHPOBAHHBIX
Ha pucyHke 6 [6, 8].

TTonuTrka C6LITOB0171 JACATCIBHOCTH 3aBUCHUT OT :
Pa3JIMYHbIX BHYTPECHHUX U BHCHIHUX YCJ'IOBI/Iﬁ Cpe€abl 1
(YHKIMOHMPOBaHUS NpennpuaTHs (oprann3anun). [Ipu !
pa3paboTke cOBITOBOM MOJUTUKU HEOOXOIUMBI :
JACTAJIbHBIM aHAJIU3 3TOU CPEbI, a TAKXKE aHAIU3 1
BO3MOXHOCTEH opraHu3anuu !

The sales policy, which is formulated on the basis of the :
goals and objectives of the sales system, must necessarily |
correspond to the business concept of the company, as !
well as the adopted range of actions (benchmarks) :

PI/ICyHOK 6. BbasoBrle MPUHIUIIBI OpraHru3alu CUCTEMBI YHIPABJICHUA COBITOBOM JACATCIBHOCTEIO B COBPEMEHHBIX

PBIHOYHBIX YCIOBUAX

Figure 6. Basic principles of organization of the sales management system in modern market conditions

HNudbopmanmonHo-aHATUTHYECKAs CUCTEMA
OpraHu3aluy COBITOBOH JESATEIBHOCTH JaeT P
MIPEUMYIIECTB, a, B YACTHOCTH:

— MUHUMH3HUPYET PUCK MPETyMBITTUICHHBIX
HapyIIeHuH U OMTHOOK;

— HArJSJAHO OTPaXKaeT B3aUMOCBS3b OT-
JCJIBHBIX IIPOICCCOB C6BITOBOI71 ACATCIBbHOCTHN
opranuzanuu 1 (GOpMHUpYET LEIOCTHOE TPEICTaB-
JeHue o pabore;
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— CHOCOOCTBYET YETKOWM
NeWCTBUM MO OpraHU3alny cObITa;

— TMO3BOJISIET MPOBOIUTH OLEHKY 3(¢ek-
TUBHOCTH COBITOBOHM JESITENBHOCTH OpPraHW3aIMH
4yepe3 KOJIMYECTBEHHBIE MTOKa3aTelNu;

— o0ecrieunBaeT OoJiee BBICOKUE a/IaNTHBHBIC
CBOWCTBA OPraHHU3ALIMH K PE3KUM H3MEHEHUSIM U PUCKAM;

— JIaeT BO3MOXKHOCTb ITPOQHIBHBIM CIELU-
aIUCTaM pa3pabaTbiBaTh YETKHE IUIAHBI U CXEMbI
HCCIIEIOBAHUS PBIHKA, PEKJIaMBbl, a TAKXKE IKOHO-
MHYECKOH BBITOJBI U LENECOO0PA3HOCTH TEX WIN
HWHBIX OH3HEC-TIPOCKTOB;

— TMOBBIIIAET YPOBEHb OOOCHOBAaHHOCTU M
JIOTHYHOCTH CTPAaTEerMYeCKUX PEIIeHHH CO CTOPOHBI
Tomn-MeHemKMeHnTa [6, 11].

Takum 00pa3oM, Bce OTMEUCHHBIC 3a1a4d
SIBIISIFOTCS. KITFOYEBBIMH /TSI COBITOBOW JIeSTENTBHOCTH
W BKJIIOYAIOT B ce0s1 BOMPOCHI, BOSHUKAIOIINE MIPH
peanu3anuy TOBapOB WIH YCIIYT.

CoBpeMeHHbIE YCIIOBUSI OpPTaHHM3allii PHIHKA
XapaKTEepU3YIOTCs TEM, YTO MECTO IMPOM3BOICTBA

KOOPIMHAIIUN

[IporHo3upoBanne KOHbIOHKTYPBI
TOBApPHOI'0 PhIHKA
Forecasting the conjuncture of the commodity

Pa3paboTka prHAHCOBOI CMETHI COBITA )

post@vestniR-vsuet.ru

Y OTpeOJICHUSI TOTOBOTO MPOAYKTa 3a4acTylo
HE COBMAJAIOT TIO BpeMeHU. JlaHHBIE MPOLECCH
TaKKe HE CTPOTO CICAYIOT APYT 3a Ipyrom [7].

Cuctema cObITa TOBapoOB MPEICTABISET
co00l KOHEUHBIH 3Tall peanu3andyd MapKEeTHHIO-
BOM CTpaTeruu, BKIIOYAIONIEH MPOEKTUPOBAHUE,
CO3JIaHUE, TPOM3BOJCTBO U JIOBEICHHE T'OTOBOTO
HPOJYKTA 10 HOTEHIMAIBHOTO ToTpeduTens. iMeHHO
KaK pe3yJIbTaT OTPEeOUTENb WITH MprUoOpeTaeT TaHHBII
ToBap, unu Her [12].

B cBoro odepenn, mporecc cObITa HEOOXO-
MO PacCMaTpPHBaTh KaK COCTABIIAIONIYIO YacTh
MapKeTHUHTa-MUKC. IHBIMI KOMITOHEHTaMH MOCTIeN-
HETO SIBISIETCSI CTOMMOCTD U CHCTeMa TPO/IBMKEHHUS.
Io HareMy MHEHHIO, Ka4ueCTBO YIPaBJICHUS COBITOM,
B [IEPBYIO Ouepenb, onpeaensercs 3pheKTHBHOCTBIO
OpraHu3alMy CUCTEMbI B3aHMOCBSI3aHHBIX TUIaHOB,
HOSBOJ’DHOHICI\/'I BBITIIOJIHATE IMPOJAXU B IIOJIHOM
o0beMe, W pa3BUTHEM HENOCPEICTBEHHO CIYKOBI
cobita [9]. OCHOBHBIC AJIEMEHTHI ILIAHHUPOBAHUS
cOBITa MPOUJLTIOCTPUPOBAHBI HA PUCYHKE 7.

[Mporno3upoBaHue 00beMOB
cObITa HUpMBI
Forecasting the volume of sales

OpFaHI/I3aHI/I$I TOPTrOBBIX

Development of financial estimates sales

PI/ICYHOK 7. OCHOBHBIE DIIEMEHTHI TJIAaHUPOBAaHUA cObITa
Figure 7. Key elements of sales planning

IIpouiecc mporHo3MpoBaHUs BOJIATHIIBHBIX
W3MEHEHHI KOHBIOHKTYPBI PhIHKA BKITFOYAET: aHAJIH3
0TpaciieBoil cdepbl SIKOHOMUKH; MPOTHO3 00beMa
MpOJaK Ha PhIHKE; OIEHKY €MKOCTH pbIHKa,
a TaKKe YIENbHOM eMKOCTH (JIOJIM) OTHIENbHBIX
KOMITaHu# B 00111eM 00BeMe mpogax [7]. TIporuo-
3MpOBaHWE JAHHOTO THMA OCYIICCTBIISACTCS,
B OOJIBIIIEH CTETICHH, OT/IEIIOM MapKETHHTa M OCHOBBI-
BACTCS HA AaHAJTM3E COCTOSIHUSI ¥ IMHAMHKH CIIPOCa Ha
KOHKPETHBIN TOBap WITH TOJILKO BBOJANMBI Ha PHIHOK
nponykT (m3aenue). K Hanbomee 4acto mpuMeHsIeMbIM
MOKA3aTesIsIM OLIEHKU SKOHOMHYECKOM KOHBIOHKTYPbI
CTOUT OTHECTU: KOHCYHYIO CTOUMOCTD, 00BEMEI
crpoca, MPeI0KEeHUS U TPOJIaK.

[IporHo3 pHIHOYHOW KOHBEOHKTYPHI SIBJISCTCS
B2XHBIM (DaKTOPOM OpraHU3aIUK TLIAHUPOBAHHS
copiTa Tpomykiuu. lIporHosmpoBanue CcObBITaA
JIOJDKHO TIPOBOJAUTHCS C YYETOM OLIEHKH PBIHOYHOM
€MKOCTH ¥ BHYTPU(HPMEHHBIX TIJIAHOB MPEATPUSTH
Ha JJaHHOM pbIHKe. KoMmaHwusi, TpOBOJIS OIEHKY
MOTEHIMANBHOTO COBITa, JOJDKHA YYHTHIBAThH
HaJIMYUE TOTEHIIMAla €MKOCTH PhIHKa W KOHKY-
pentos [3, 8]. IIporHo3upoBanue cObITa TpeOyeTCS
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Organization of trade communications

{ KOMMYHUKaLUH

JUTS TIJTAHUPOBAHUA CTPYKTYpPhl TOPrOBBIX IOCTa-
BOK B KPAaTKOCPOYHOM MEPCIEKTHBE; ONPEIeTICHUS
CMETBHI 3aTpaT U U3EPHKEK CObITA; KaUeCTBEHHOIO
yIIpaBjIeHMs 3aracaMy U pa3pabOTKU MaKCUMAIILHO
aJalTUBHOM  IPOM3BOACTBEHHONW  IPOrPaMMBI;
COCTaBJIEHNUsI OIOJDKETa U TUIAHUPOBAHKS TOXOHOCTH
ONTHMHU3ALMN TPOU3BOJCTBEHHBIX MOIIHOCTEH
1 OLICHKH PECYPCHOI MOTPEOHOCTH.

B ¢unancoBoii cmere cObiTa OoTpaxkaroTcs
MoKaszarenu oobeMa NpoJaxK, U3JIepKeK, MPUObLIH
u peHtabenbHocTH. OO000IIAs HMHIAWBHIYAIbHBIC
cMeThl, (hopMHpYeTCs CBOJHAS ISl BCero 00beMa
npogax [13, 14]. Taxxke B maHHOH (QUHAHCOBOM
CMeTe JeTalu3UpyIoTCs 00BeMBbI 10 reorpaduue-
CKMM TEppUTOpHUAM, KaTeropusM IOKyHaremnei,
pacnpenenuTenpHeIM KaHanaMm. ['paMoTHO cocTas-
JIeHHas (PMHAHCOBAasi CMETa CIOCOOCTBYET MAKCH-
ManbHO d((EKTHBHON peamu3anil TOPTOBOM
TIOJIUTHKY Y TTOJYYSHHUIO TITAHOBOM HOPMBI TIPHOBLTH
oT peanuzanun ToBapa (ycuyr). IIpouecc crumy-
JUPOBAaHUS TPOAAX SABISAETCI TAKTHUECKUM
WHCTPYMEHTOM M €r0 IPHMEHEHHE OIPaBIaHO
TOTJa, KOrJa HEOoOXOAMMO B KpaT4aWIINe CPOKHU
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TMOJTYYUTh JIOTIOJTHUTETEHBINA SKOHOMIYECKUH (PhEKT.
C noMoIipl0 JAHHOTO HWHCTPYMEHTa HE BCEra
obecreynBaeTCs JOTONHUTEIBHBIN CIPOC, YTO
CO3JIaeT BeChMa CIOKHYIO CHTYAIHIO B YCIIOBHSIX
OBICTPO MEHSIOIICHCS KOHBIOHKTYPHI phiHKa [11].
Buasl MeponpUATH CTHMYJIHPOBAHUSA COBITA
MpeCTaBJICHBI Ha PUCYHKE 8.

post@vestnik-vsuet.ru

B mpouecce crumynupoBaHus — cObITa,
B [IEPBYIO OYepeb, HEOOXOAUMO YETKO OIpeNeInTh
0a30BbIC LIENH, CPEICTBA MX JOCTWKEHHS, pa3pa-
00TaTh KOMIUIEKCHYIO INPOTPaMMy, PEaln30BaTh
€e W MPOBECTH OIEHKY 3(PPEeKTUBHOCTH TaHHBIX
MeporpusaTrii. OCHOBHBIE CPEACTBA CTUMYIUPOBAHHS
cObITa IpuBeIeHBI Ha pUcyHKe 9.

[ CoieficTBHE NPOM3BOUTENIO

) |

CopelicTBHE NOCPETHUKY
Assisting the mediator

ConeiicTBre TIOTPEOUTEITIO
Consumer assistance

Assistance to the manufacturer

Pucynok 8. Bunsr MmeponpusTaii 10 CTUMYTHPOBAHHIO COBITA

Figure 8. Types of sales promotion activities

4

( ITpoGHble 00pa3ibl, C A
KHUIKHU
IIGMOI—_ICTpaHI/IOHHI)IC BEpCUHU TOBapa DiSCOUﬂtS
Trial samples, product demos
[  OCHOBHBIE CPEJICTBA CTUMYJIMPOBAHUS CBhITA |
L KEY FACILITIES FOR SALES PROMOTION )
Kyrmonsr Tlomapku u pu3bl
Coupons Gifts and prizes
\ J
Pucynok 9. OcHOBHEIE CpeIICTBa CTUMYITUPOBAHUS COBITA
Figure 9. Main means of sales promotion
[IpencrasnennHrpie cpeCTBAa UMEIOT KaK Ipe- YacThIO B IPOLIECCE COBITOBOM JICATEIBHOCTH
HMMYIIECTBA, TaK U HEIOCTATKU: NpEANpPUATHS.
1. IIpoGHBIE 00pa3mbl ¥ JEMOHCTPAIUOH- [lo mnamemy WMHEHHIO, BCE CpeICTBa

Hble Bepcuu. JIaHHOE CPEJICTBO SABISETCS OJHUM U3
MakcUMainbHO 3IPPeKTUBHBIX. (OCOOEHHOCTEHIO
JAaHHOTO METOJa SIBIAETCS MUHUMAJbHBIA 00beM
3aTpar Ha NpoBeJIeHUE MeponpusaTuil. Takxke, cpenu
NPENMYLIECTB HEOOXOJUMO OTMETHUTH: PACIIMPEHHUE
MPEICTABICHUS] O TOBApE CPEOH MOTEHIHAIBHBIX
TIOKyIaTeNIe, yBENMYCHUE KIUEHTCKON 0as3bl,
aKTHBM3ALMUIO MpoIecca MNPOABIKEHUS HOBOI'O
TOBapa Ha OTpaciieBoil peIHOK. Cpeu He0CTaTKOB
CTOUT OTMETHUTH CIIOKHOCTH B TJIAHE OpTaHU3aI|H.

2. KymnoHsI (3KOHOMUSI IPY TIOKYITIKE KOHKPET-
Horo TOBapa). llpenmylniecTBa maHHOTO MeToa:
BBICOKOE BOCHPUSTHE MOTPEOUTENSIMU; BBICOKHI
a¢pbexT npu npoaBrKEeHNH HOBOTO ToBapa. Henocrar-
KaM{ SIBIISIOTCA: OTHOCHTEJIbHO BBICOKHE 3aTpathl;
CPaBHHUTEJIBHO HEOOJIBIION OXBAT MOTpeOUTENEH.

3. Cxunku. IIpeumytecTBa: XOpoIuii cTu-
Mynupytoumii 3gdexr pocra 00bEMOB NPOJAK;
TPaHCHAPEHTHOCTh M IIPOCTOTAa IMPHUMEHEHUS Ha
npakTuke. HemocTtatkoM MoXeT ObITh OTpHIIATEIThb-
HOE BO3/ICHCTBHE HA MPECTHK TOBAPHON MapKH.

4. Tlomapxku wnpussl. [Ipenmymiectsa
JTAHHOTO CPEZCTBA 3aKJIIOYAIOTCS B MPUBJICUCHUH
JIOTIOJTHUTENIBHOTO KOHTHHIEHTA MOTEHIMAIBHBIX
nokymareneid. HegoctaTkom sBIsieTCst KpaTKOBpe-
MeHHbIH 3¢ dexr [1, 13].

Takum 00pa3zoM, IJIaHUPOBAHHE U CTUMYIIH-
poBaHKE COBITA SIBISIETCS BAXKHON 1 HEOTHEMIIEMOI
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CTUMYJUPOBaHUsI cOBITA CHOCOOCTBYIOT Oolee
3¢ (eKTUBHON pean3aliu MPOIYKIUK, a TUIaHU-
pOBaHME IOMOTaeT PalliOHAIIBHO OPTraHU30BHIBATh
COBITOBYIO J€SITEIbHOCTb.

B ycnoBusix pocta KOHKYpPEHTHOH OOpbOBI
Ha COBPEMEHHOM MOTPEOUTETHLCKOM PBIHKE peaju-
3allMM TPOMBIIIICHHOW NPOJYKIIUH OTMEYaeTCs
SIBHOE CMEIIEHHE 3aTpaT TOBAPOIPOU3BOIUTENEH
C TIPOM3BO/ICTBEHHO-TEXHOJIOTHUECKOTO YPOBHS Ha
YPOBEHb TOPTOBO-IIOCPEIHUYECKHUI U TPAHCIIOPTHO-
JIOTHCTUYECKHUH. B cTpaterndeckom acrexre HauOo-
Jiee BaKHBIMH OPHUEHTHPAaMHU SIBJISIOTCS: BBIOOD
METO/IOB peau3alii COBITOBOM e TeIbHOCTH;
OpraHM3alys JIOTUCTHYECKUX CXEM JIOCTaBKU TOBApa,;
ONTHMU3AIMS KaHAIOB TOBAPOJABMXKEHMS, a TaKXKe
(opM OpraHM3aLMOHHOIO B3aUMOAEHCTBHS y4acT-
HUKOB  €IWHOIO MPOU3BOJCTBEHHO-TOPrOBOIO
nporecca [9, 14]. Ha pucynke 10 npencraBieHbt
CTpaTernyecKne MHUIMATHBHI CObITa

K unciry onepaTuBHBIX COBITOBBIX pEIICHUN
(pucyHok 11), KOTOpBIE TOCTOSIHHO M3MEHSIOTCS IO
BO3/ICHCTBHEM Pa3IMYHBIX (HAaKTOPOB BHEUIHEH U
BHYTPEHHEW Cpefibl, MOKHO OTHECTH CIIEAYIOLINE:
a/IaNTaluio0 KaHAIOB COBITA, OCYLIECTBICHHE Olepa-
THBHOM COBITOBOM JESATEIBHOCTH, ONTUMU3ALIMIO
YHCIa TIOKyTartesel, onpeneneHue GopM U METO/IOB
CTUMYJIMPOBAHHS COBITA.
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BE160p METOI0B QPopmupoBatue
JIOTUCTHYCCKUX
) cObITa ) KaHATon
Choice of marketing Formation of
methods

logistics channels

D

Pucynok 10. CtpaTerndeckne HHAITMATABEI CUCTEMBI COBITA

Figure 10. Strategic initiatives of the sales system

Apanranys KaHaJIoB
cObITa
Adaptation of distribution
channels

Ompenenenue GopM u
METOZIOB CTUMYJIMPOBAHUS

OnruMu3aius yncia

_ po_rcynaTeneﬁ cObITa
Optlmlllné] the number of Determination of forms and
uyers

methods of sales promotion

Ocy1iecTBiIeHHe OnepaTUBHON
COBITOBOI I€ATEIHLHOCTH
Implementation of operational
sales activities

Pucynox 11. OnepatuBHbIe penieHus B cepe cobita
Figure 11. Operational decisions in the field of marketing

[Iponecc hopmupoBaHus cUCTEMBbI COBITA
HEBO3MOXHO OCYIIECTBUTE O€3 yueTa IPUHUMAEMbIX
U PeTM3yeMbIX OpPraHU3aLMOHHO-YIIPABICHYECKHX
peutenwii [5, 8, 9].

[Ipu opranuzanmu cOLITOBOH NESTETLHOCTH
ceroJHs HanboJee YacTo UCHOIb3YIOT CIICAYIOIINE
(dopMbI cOBITa, IPUBE/ICHHBIE HA pUCYHKE 12.

CoOcTBeHHas cOBITOBAsI CETh
Own sales network

Peanusauusa npoaykuuu uepes
IIOCPEIHUKOB
Sales of products through
intermediaries

post@vestniR-vsuet.ru
Omnpenenenne popm
B3aHMOJICHCTBHS C
Opraauzanys
HOCpeZ(HI/IKaMI/I u
KaHaJIoB
TOTPEOHTEISIME |:> TOBAPOIBIKEHHS
Determination of Organization of

forms of interaction
with intermediaries
and consumers

distribution channels

1. Peanmm3zamus ToBapa uepe3 COOCTBEHHYIO
TOPTOBYIO ceTh. J[aHHas CeTh MPEACTaBIsIET COO0H
TPYIIY OTAEICHUH, CTPYKTYPHBIX TOIpa3IeNcHUM
0 COBITY U CEPBHCHOMY OOCIY>KHBAaHHUIO, a TaKKe
TPYHIIBl areHTOB, 3aHMMAIOLIMXCSl PACIPOCTpaHe-
HHMEM TOBapa M ero npoxsBmkeHueM. Cpeau OCHOB-
HBIX TPEUMYLIECTB AAHHOTO THNA COBITOBOW CeTH
CTOUT OTMCTUTD.

®  HEMOCPEICTBEHHBII KOHTAKT C ITOKYIATENEM,
YTO TO3BOJISIET COOPaTh ITOCTOBEPHYIO MEPBUUHYIO
uH(OpMAIMK O JACHCTBYIONIMX | MOTCHIIUATBHBIX
TIOTPEOUTENSIK, BBISIBUTH WX TPEATIOUTEHNS, YTOYHUTH
MOTHBBI TIOBEZICHUS, Oonee aJeKBaTHO OLICHWBATh
TIEPCTICKTHBEI 1 TeHNICHIIMA Pa3BUTHSI PBIHKA, TIpOaHa-
JIM3UPOBATH OANIaHC MEXKTY CIPOCOM U TIPEIJIOKEHHEM,

e [aHHAs CEeTh HAIpAaBJCHA HA PEATM3ALUIO
HCKITIOYUTEIIBHO MPOIYKIIMK COOCTBEHHOro OpeHIa,
a BCE MHULIMATUBHBIC PELLICHNS] MEHELKEPOB U ar€HTOB
OIlpesieNieHbl M paclpeneieHbl CTPOro B COOTBET-
CTBHUH C MOJIOKECHUSAMH MapKETHHIOBON IPOTrpaMMBbl
1 COBITOBOI CTpaTerum;

® [I03BOJISIET OCYIIECTBIISITh TOYHBIA Y4eT,
a TaKKe KOHTPOJIb MPOoIiecca TOBAPOIBIKEHUSI, JIMHA-
MUKH 00BEMOB TIPOJIaXK, BO3BpaTa ToBapa u T. 1. [14].

3

CMmelleHHas cucreMa cObiTa
ixed distribution system

<

-—————
—_——————

Pucynox 12. ®opmebl cObITa IpU OpraHu3alvu COBITOBOM JIESITEIbHOCTH Ha IPEANPUSITHI
Figure 12. Forms of sales in the organization of sales activities at the enterprise

B T0 e Bpemsi cozepxaHne COOCTBEHHOM
cObITOBOM ceTu TpeOyer OOJbIIMX (HUHAHCOBBIX
Y MaTepUAJIbHBIX 3aTPaT KaK Ha HAYaJIbHOM, TaK U
Ha TIOCIENMYIONMX JTalax peai3allii TOProBOH
NeSITEIBHOCTH, TAKUM 00pa3oM, opraHu3alus coo-
CTBEHHOH COBITOBOW CETH BeChbMa HEBBITOJHA JJIS
XO3SIUCTBYIOIIMX CYyOBEKTOB, OPUEHTHUPOBAHHBIX
Ha Y3KHE CETMEHTHI MOTPEOUTEIHCKOTO PHIHKA.

Cpeau MoNnoXKUTETHHBIX MOMEHTOB OpraHu3a-
IIUH COOCTBEHHOM COBITOBOM CETH CTOMT OTMETHTh,
YTO: cyMMa IPOAaX TOBapa MOXKET 3HAYUTEIHHO
MPEBOCXOANTH H3/ICPIKKH COZIEPIKaHMS COBITOBOM CETH;
OCHOBHasI TPYIIa TOTpeOUTeNel cocpesioToueHa Ha
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OTIpE/ICNICHHOW ~ aIMUHUCTPATHBHO-TeOrpadIecKom
TEPPUTOPHUH; O KIIFOUEBBIX TTOTPEOUTEIIX UMEETCS
MHOTO JIOCTOBEPHOM HMH(OpPMAIIMA U UX TOBEICHUE
JIETKO TPOTHO3UPYETCS; TOBAP XapaKTepU3YETCS
BBICOKAM YPOBHEM CIICTIHATN3AIAN;, UMEETCS BBI-
COKasi MOTPEOHOCTh B CEPBUCHOM OOCITYKHUBAHHH;
y TOJIOBHOM OpraHU3allud OTMEYaeTCs BBICOKUU
YPOBEHb KalMTATH3AIMU U IIPUEMIIEMbIN MTOKA3aTEeNb
(hMHAHCOBOTO 3araca MPOYHOCTH.

2. Peanuzanust ToBapHOU MPOAYKIIMH Yepe3
nocpenHukoB. Cpeau OCHOBHBIX MHPUYUH, KOrJa
MPOU3BOIMTEIL BHIOUPACT MOCPEIHUKOB ISl peasu-
3aMi COOCTBEHHOTO TOBAapa, CIEAYET OTMETHTh:
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NpEeNnpHUATHE TOJIBKO OCBAaMBAcT HOBBIC (TIEpPCIICK- HMEIOT HEOOJIBINE 3HAYCHHUS;, BKHBIM KPHTCPHEM
TUBHBIC) PRIHOYHEIC HUIIH, & COOCTBEHHAS COBITOBAS KaK I NOTPeOUTeNs, TaK U JJI MPOU3BOIUTEIIS
NesITeNBHOCTD elle JOKHBIM 00pa3oM He OpraHu- SIBJIIETCS. CKOPOCTh MOCTaBKHM TOTOBOW MPOIYyK-
30BaHa; HMMEIOTCS 3HAUUTENbHBIE TPYAHOCTH LMY, pealu3yeMblii TOBap WMEET BBICOKYIO
B IUIAaHE peaqu3alud IPOEKTa IO CO3JaHMIO CTENEeHb CTaHAAPTU3AIIH.

COOCTBEHHBIX COBITOBBIX KAHAJIOB PeaTi3allii TOBapa Kak mnoka3piBaeT mpakTUKa, KOMIIAHUS,
(OpraHm3anMOHHBIX, (PUHAHCOBBIX, PHIHOYHBIX, KOTOpasi OpraHn30Bajia COOCTBEHHYIO COBITOBYIO CETh
AIMUHUCTPATUBHBIX U T. Il-); HaJIaX)XMBAaHUE ICJIOBBIX U JOCTATOYHO XOPOILIO OCBOMJIA OIpeAeICHHBIN
KOHTAaKTOB C KPYIIHBIMHA X HC3aBUCUMBIMH ITIOCPC/I- PBIHOUHBINA CErMEHT, KOTOPBIA MPEeACTABISIET CO00M
HUYECKUMH COBITOBBIMH KOMITAHHUSMH MOYKET LIEIEBOU HOTpC6H1“CJ'ILCI(PIfI CEKTOpP, HAYMHAET BECTU
SIBIISITHCS. BAXKHBIM HHCTPYMEHTOM B KOHKYPCHTHO#M KOHKYpEHTHYI0 O0pb0y W mpeBpariarb caMocTos-
Ooppbe Ha COOTBETCTBYIOLIMX IOTPEOMTEIBCKAX TEJNBHBIX COBITOBBIX TMOCPEIHHKOB B 3aBHCUMBIE,
pPBIHKaX, TaK KaK JaHHbIE KOMIaHWH cHOpMHUPO- B OCHOBHOM, Yepe3 CKYTIKY [CHHBIX Oymar (akuwif) [4, 8].
BaI 3 (EKTUBHBIC KaHAITBI COBITA, Y HIX UMEETCS 3. CMelleHHas CHCTEMA COBITa. B GOJIBIIMECTRE

Pa3BHUTAs KJIMEHTCKAS CETh, OHU 3aHUMAIOT CTA0WIb-
HOE TIOJIOKEHUE B JIAHHOM PHIHOYHOM CETMEHTE;
OpraHu3aIHsA-IPOM3BOUTENIL OPHUEHTHPOBAHA HA
pacuIupeHre KJIMEHTCKOTrO CEepBHCa JUls OTPeOu-
TEJsl C IEbI0 KaYEeCTBEHHOTO OOECIICYEHUS €ro
ONPEICNICHHBIME  COMYTCTBYIONIMMH TOBapamu /
yCIIyraMH, KOTOpbIE OHa HE MMEET BO3MOXKHOCTH
okazartb camocrosTensao [11, 13].

Cpenu KIOYEBBIX  (HAKTOPOB, KOTOPBIC
OTPEIENSIOT  1IEIeCO00Pa3HOCTh U JIOTHIHOCTh
HCIIONIb30BAHUSI TOCPEJHUYCCKUX CTPYKTYp TIPU .
COBITE MOYKIIHH, TAIOKE OTMETHM: TIOTCHIMATHHBS HETMOCPE/ICTBEHHO KOMITAHUEH-TIPOU3BOIUTENEM,
NIOTPeOUTENBCKUI  PHIHOK BEChbMa MAacIITabeH anpyrue —  C HPUBICICHHCM IOCPCAHMYCCKUX
C TIO3ULMK  aJIMMHUCTPATUBHO-TEOrPadUIECKOTO ctpyktyp [12, 15]. Ha pucynke 13 npuseserisr obume
KPHTEPHS; OOBEMBI pEATM3ALMH  TPOXYKIH METOJIBI TMOBBIICHHS s dekTuBHOCTH (HYHKITHO-
B KKIOH OT/ETBbHON TepPHTOPUATBHON  30HE HUPOBaHWsl COBITOBOM CETH Ha TIPEANPUATHH.

CIy4aeB KOMITAaHUH-TIPOMU3BOAUTENN TMPUMEHSIOT
KOMITIEKCHBIH TTOIXO0JT K OpTaHU3aliK COBITOBOM
CETH M UCHONB3YIOT KaK COOCTBEHHYIO COBITOBYIO
CeTh, TaK W 3aBUCHUMBIX, U HE3aBUCHMBIX TTOCPE/I-
HuKoB. OCHOBHas IL€Jb HOJOOHOIO ITOBEIEHUS
CBOJUTCS K TOMY, YTOOBI MaKCHMAJIbHO IOITHO
OCBOHWTH MOTEHITUANBHEIN PHIHOK cObITa. OT BENH-
YUHBI U YPOBHS KOHLEHTPALMH CIPOCA, HATUYUS
CrienUpUIECKUX  TOTPEOUTENHCKAX  3aIlPOCOB,
OIHHU PBIHOYHBIC CETMEHTBI MOT'YT O6CJ'Iy)KI/IBaTLC5[

CoBEpIICHCTBOBAHKE ®dopMupoBaHKE 6a3bl
[pUCBOEHHE TPYIIIIBI AsToMaru3anus
KOHTPOJIA IIpH JAaHHBIX HaA 6 o
NJIAHKPOBAHUHU HPOJAK pIX:KZ? HQKynaT_enk}O HoKymnareneit COBITOBOH
Improving control when SsIgning a ris Formation of a ACATELHOCTH

group to a buyer Sales automation

planning sales database of buyers

Pucynox 13. MeTobl nioBsiteHus 3G ekTHBHOCTH ()yHKIIMOHUPOBAHHMS COBITOBOW CETH Ha MPEINPHUSITHH
Figure 13. Methods for improving the efficiency of the sales network at the enterprise

PaccmoTprM npesicTaBlIeHHBIE METO/IBI Oosiee YETKO BBIPA0OTAH aJITOPUTM PeaTi3alliH U OLICHKU
NMoJpoOHO, C MO3UIMK  OPTraHU3AIUOHHO-YIIPAB- MPO/IaX; B PHIHOYHBIX YCIOBHSIX C IENBIO JTOCTH-
JIEHYECKOT 0 acIeKTa: KEHUsT HEO0OXOJWMOTO YpPOBHSI ONTHMAaJIbHOCTH

1. CoBepuIeHCTBOBaHHE KOHTPOJSL IIpH TUITAHUPOBAHUS COBITA, CIIEIYeT OPraHW30BHIBATH
TUIAHUPOBAHUH TIPOAAX. B PHIHOUHBIX YCIOBHSX NEPMAaHEHTHBI ydYeT Ha OCHOBE IPUMEHCHHUS
B2XHBIM KPHUTEPUEM YCTOWYMBOTO Pa3BUTHUS napaMeTpoOB OLCHKU U KOHTpouis [3, 8].
XO3SIMCTBYIOIIETO CYyOBEKTa SIBISIETCS OIpEIe/ICHHE, 2. [IpucBoeHME TPYIITBI PUCKA TIOKYIATEIIO.
(opMHpoBaHHE U yepKaHHe COOCTBEHHOTO PHIHOY- B mensx mnoBbimeHus 3(QGEKTUBHOCTH PabOTHI
HOTO CErMeHTa, a TAKXKE COXPAaHEHHE U yBEIHMYeHUE C KOHTpareHTamH 0 JIOrOBOPaM TIOCTABOK U MPOJIAK,
ero Joiu. BaxkHbIM (pakTopoM B IaHHOM cirydae a TaKkKe MPenynpexJaeHUus] CHIKEHUS 00BheMOB
SBIISIETCS. ONTHMU3AIMA Mpolecca MIaHUPOBaHUS NPOJaK MO NPUYMHE HEKOMIIETCHTHOCTH TIOCIIETHUX
npojaax. BeiiennM ocHOBHBIE 0COOEHHOCTH Opra- KaXJIOMy W3 HUX TPUCBAMBAETCs OIpeJelicHHAs
HU3aIMK d3PPEKTHBHOTO KOHTPOJISI IIAHUPOBAHHUS Kareropuist prcka. VX pamKupoBaHHE MOXET MPOBO-
NpoAaX: BIIpolecce IUIAHUPOBAHHUS —MPOJaXK JUTh PYKOBOAUTENb JIOTOBOPHOTO WM PABOBOTO
JOJDKEH NPUHUMATh yJacTUe HE TOJIBKO TUIaHOBO- otzena cObITa, MPUHIMAs BO BHUMAHUE CIICAYIOLINE
OKOHOMHYECKHI OTJeN, HO M (yHKIIMOHAIBHOE (aKTOpBI: TMPOIEHT BBIMOJHEHUS O00S3aTENbCTB
noapaseneHue CObITOBON CIyKObl (3KOHOMHYE- TI0 pacyeram, CofiepyKaHue MepBUYHON MH(opMan
cKoe OIopo, OTHeNl MapKeTHHIa); AOJKEH OBITh (moxymeHTHI, 0T3bIBHI) [11, 14].
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3. ®opmupoBanue 6a3bI TaHHBIX HA MTOKYIIA-
tenei. Jannas uH(OPMAIMOHHO-aHAIUTHYCCKAS
0a3a moJDKHA pa3pabaThIBAaThCS UMEHHO OTAEIIOM
cObITa, a (hOPMHUPOBAHKE PO MOCPETHIIECKOI /
KJIIMEHTCKOW 0a3pl Iiesiecoo0pa3Ho  BO3JIOKHUTH
Ha JOTOBOpHO# oTaen cOwita. Ilpodmns momkeH
UMETh MaKCUMAJIbHO BO3MOXKHYIO U JIOCTOBEPHYIO
WH(GOPMAITUIO O COOTBETCTBYIOIIEM ITOTPEOUTEIh-
CKOM cermenre [2].

4. ABromatmzaimisi COBITOBOM JIESITENHHOCTH.
[poriece apromMaTH3aIwy 11 HHPOPMATH3AIAH CITYKOBI
cOBITA MO3BOJIHT 3HAYUTEIIHHO YBEIMUYHTH €€ POH3BO-
TUTEITHFHOCTD, a Takke OyleT crmocoOCTBOBATH TIO-
BBIIICHITIO P GEKTUBHOCTH TUTAHUPOBAHKS 1 TIPOTHO-
3UPOBaHUS TMPOJAXK, TPOBEICHHIO OO TIONHOM H
JIOCTOBEPHOM OIEHKN KOHBIOHKTYPHBIX KOJICOAHHUIH
B TAKTMYECKOM M CTPATETMYECKOM IUTaHe [6].

Ha nar B3riisij1, KOMIUIEKCHO TIpopaboTaHHas,
JOKYMEHTAILHO 3aKPEIUICHHAs U MH()OPMAIIMOHHO
oOecrieueHHasi COBITOBas JIEATCIIBHOCTh MOMXKET
crath 3()(EKTUBHBIM HMHCTPYMEHTOM OIICHKH,
aHaJiM3a, IUTAHUPOBAaHUSA W KOHTPOJS  COBITa
NPOAYKIUHU IPEAIPUATUA U €0 IIOJIOKEHUS Ha CO-
OTBETCTBYIOILIEM NMOTPEOUTETHCKOM PBHIHKE.

Takum 00pazoM, B yCIOBHSX MHOTOQYHK-
HUOHAJIBHOTO Pa3sBUTHA NPCANPUATUA, OYCHDL
Ba)XHO yMETh TPaMOTHO YIPABISATH COBITOM.
3T0 OOBSCHAETCS TEM, YTO HEyMEHHE YIPaBIISATh
C6BITOM MMPUBEACT K HNCPCIOJHCHHBIM CKJIadaMm,
HEIUIaTeXaM, OTCYTCTBHIO OOOPOTHBIX CPEJCTB
Ha 3aKYIKY ChIpbsl U OCTAaHOBKE ITPOU3BOICTBA.

3akiIouyeHue

B xone nposeneHHoro uccnenoBaHus ObLIO
YCTaHOBJIEHO, YTO COBIT MPOIYKIIHNHU MPENCTABISIET
co0oii 0011acTh yIpaBiIeHus], KOTopasi HallpaBJieHa
Ha pa3paboTKy W npuHATHE 3((HEKTUBHBIX YITpaB-
JICHYECKUX PELICHUI C LEeJNbI0 OTTPY3KH WIH
MOCTaBKM TOBapa MOTPEOMUTEINIO Ui BO3MELICHHUS
PacXoliOB II0 CO3JAaHMIO, XPAaHEHUIO M TPaHCIIOPTH-
POBKE MPOAYKLMH, a TAKXKe IMOTYyYECHHUIO NPHOBLI.
[lo HamleMy MHEHHUIO, B JIESTEIBHOCTU JIOOOTO
NPEONpHUITHs CYLIECTBEHHOE 3HAYCHHE HMEET
NpaBUJIbHAsL OPTaHU3alys COBITOBOM NIEATEILHOCTH,
TaKk Kak MMEHHO B CHCTeM€ CObITa KOHLEHTPUPY-
eTcsa pe3yibTaT BCEX NPEAbIIYLINX AOCTHXEHUH
JeSITebHOCTH NPEIIPUSITHS.

Takum oOpa3oM, B OOmEM MMOHUMAaHHUU
0a30BOI CYLLIHOCTH M COACP)KAHHSI KATETOPHH «COBIT»
CTOUT OTMETHUTb, YTO COBITOBAsI ICATENLHOCTD €CTh
XO3SIMCTBEHHBIN IIPOLECC IPOJBHKEHUAS TOTOBOM
NPOIYKIMK Ha NeiCTBYyrome (OCBOCHHbIC) U/ Win
MOTEHIIMANBHBIE PBIHKU C LENbI0 OOecTieYeHus
MaKCUMAaJIbHBIX OOBEMOB TPOJAXK, PACHIMPEHUS
PBIHOYHBIX HHUII M MAKCUMAJIBHO TTOJTHOTO YIOBIIE-
TBOPEHUS 3aIIPOCOB TIEIEBON ayAUTOpUH (TIOTPeOH-
Teneit). Bece 3TO, B KOHEYHOM HWTOTE, HAIEIEHO
Ha MMOJly4YeHHe MPHOBLIN, TOBBIIIEHUE YPOBHS
KOHKYPEHTOCIIOCOOHOCTH U 3P (HEKTUBHOCTH ITPE/I-
NPUHUMATEIBCKOU JIEATEIIbHOCTH.
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B nccnenoBanum OBIIO yCTaHOBJIIEHO, YTO
OCHOBHBIMH OpHEHTHpaMH B paboTe COBITOBBIX
CITyO SBJISIOTCS: CBOEBPEMEHHOCTH ITOCTAaBOK,
KOMILIEKCHOCTh TIOCTAaBOK, aCCOPTHMEHT ITOCTABOK,
PUTMHUYHOCTB MOCTABOK.

Takxe cpexn 0a30BBIX 3aj1ad, pelIaeMBbIX
B IIpoliecce COBITOBOM JESTENbHOCTH, OCOOYIO
POJIb 3aHMMAIOT: IEPMAHEHTHBIH aHATN3a [IEOYKH
«mOTpeOUTENh — TOBap — PHIHOK» W BBIPaOOTKA
Ha OCHOBE €ro pe3yibTaToB OOWIeH CcTpaTeruu
Y TaKTUKW TIOBEICHUS, TMOATOTOBKA, BBIPAOOTKA
Y IPUHATHE peleHnuii 0 Hanboee parnoHaTbHON
CTPYKType KaHaJlOB pacIpelelieHuss U CHCTeMe
yopaBieHuss WMH; o0ecrieueHne (HUHAHCOBOM
3 dexTUBHOCTH COBITOBBIX OIMEpaIrii; 00eCIIeueHNe
3 (PeKTUBHON JOTUCTUKHA COBITA M CEpBHCA IS
MoKyHarenel; TNpoJaka NPOAYKLUUH U YCIyT.
B xone mccnenoBanmst ObUT CenaH BBIBOX, YTO
B Halllell CTpaHe Ha TEKYIIWii MOMEHT COBITOBas
JEeATeIILHOCTh XO3IHCTBYIONINX CYOBEKTOB 3KOHO-
MHKH HaXOJIUTCS Ha TaK Ha3bIBAEMOM IIEPEX0THOM
nepuone. JlaHHoe OOCTOSITENBCTBO B 3HAUMTENHHON
Mepe IPensITCTBYeT (hOPMUPOBAHUIO COATAHCHPO-
BaHHOTO TOBEACHUS MEXKIY MPOU3BOAUTEIIMHU
Y MTOKYTIaTeSIMU Ha BHYTPEHHEM PBIHKE.

Cpenun Hambojee BaXXHBIX U 3HAUYUMBIX
ABTOPCKUX JOCTHKEHHUI CTOUT OTMETUTH:

— chopMupOBaHbI OCHOBHBIE HATIPABICHUS
peanu3anuu cOBITOBOH IeATeTbHOCTH;

— 00OCHOBaHa AaKTyaJbHOCTh W 3HAYU-
MOCTb HH(OPMAIMOHHO-aHATUTHYECKOH CHCTEMBI
B OpTraHU3alry COBITOBOM AEATEILHOCTH;

— OIpeJesieH MEepeueHb MEPONPUATHH MO
CTUMYJUPOBAHUIO COBITA;

— BBIJCNCHBl ¥ JICTAIBHO PAacCMOTPEHBI
OCHOBHBIE CPEJICTBAa CTUMYJIMPOBAHHS COBITA;

— J1aH niepeveHb CTPATETMIECKUX HHUIIATHB
IO MTOBBIIIEHHIO 3(h(DEKTHBHOCTH COBITA;

— MpEelnCTaBICHBl OlEpaTHBHBIC PEIICHUS
B c(hepe COBITOBOH EATEIbHOCTH;

— TpOBEJCHA OlleHKa (GOpM CcObITa MpH
OpraHm3aIy cOBITOBOH e TEIHbHOCTH;

— PEKOMEH/IOBaHBI METOJbl ITOBBIIICHUS
sddexTBHOCTH (HYHKITMOHUPOBAHUS COBITOBOM
CETH Ha MPEINPHUITHH.

[TomyyeHHBIE  pe3ynbTaThl U CHACIAHHBIC
BBIBOJIBI MOTYT OBITH BeChbMa TIOJIE3HBI U JIOCTa-
TOYHO TPOJYKTUBHO TIPUMEHATHCS HAyYHBIMU
Y TeJJarorMuecKUMU KaJpaMyd B CBOUX aBTOPCKHX
UCCIIE/IOBAHUSIX TIO TPOQIITI0 SKOHOMHUYECKHUX HAYK,
B YaCTHOCTH, B IPOIEcCe M3YUYCHUS M COBEPILCH-
CTBOBaHMsI COBITOBOM JESTENBHOCTH Pa3IMYHBIX
CyOBEKTOB XO3SIICTBOBAHMS B YCIOBHSX OTKPBHITOTO
PBIHKA, BBICOKOH CTEIIEHH HECTAOMILHOCTH U TIep-
MaHEHTHOTO BIIMSIHUS PUCKOB Pa3IYHOrO THIIA U
YpOBHs onacHocTH. Takke MPOBE/ICHHOE KCCICIOBAHYE
MOXKET  BBICTYIIUTH  CEPhE3HOH  TEOPETHKO-
METOIMYECKOM 6a30¥ U1 yIpaBIICHIIEB COBPEMEHHOM
NPEANPUHUMATEIbCKONH Cpeabl | CHEIHaINCTOB
B c(hepe opranmzanuu COBITOBOM EATETLHOCTH.
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