YJK: 33.339:338.5: 339.13.01 JEL Classification L81, M12, M54

SALES-MANAGEMENT SIK OJIMH 3 KJIIOYOBUX HAIIPSIMKIB
YIIPABJIIHHA CYYACHOIO OPTAHIBAIICIO

MartseeBa FO.T.,

KAHO. eKOH. HAYK, OOYeHM,

cmapwuti euxnaoay kagedpu ynpasninua im. O.bBanayvkozo
Cymcoxutl Oepacagnutl yrieepcumem, m. Cymu

8yn. Pumcoroeo-Kopcakosa, 2, m. Cymu, 40007, Vkpaina
y.matvieieva@management.sumdu.edu.ua

Onanaciok F0.A.,

KaHO. eKOH. HAYK, OOYeHM,

cmapwutl éuxknaoay kagedpu ynpasninus im. O.banayvkozo
Cymcovkutl deporcasnuti ynisepcumem, m. Cymu

eyn. Pumcvroco-Kopcaxosa, 2, m. Cymu, 40007, Ykpaina
yu.opanasiuk@management.sumdu.edu.ua

Bonpap T.B.,

KAHO. eKOH. HAYK, OOYeHM,

cmapwuti euxnaoay kagedpu ynpasninua im. O.bBanayvkozo
Cymcorutl Oepacaguuti yrigepcumem, m. Cymu

eyn. Pumcvroco-Kopcaxosa, 2, m. Cymu, 40007, Ykpaina
t.bondar@management.sumdu.edu.ua

Ilerpenko /1.0.,

Kepisnux denapmamenmy 36ymy, cmyoenm 4-2o kypcy ep. M3-61c
cneyianvricms 073 «Menedocmenmy

Cymcokutl depoicagnuti ynisepcumem, m. Cymu

8yn. Pumcvroco-Kopcakosa, 2, m. Cymu, 40007, Ykpaina
petrenckoden215@gmail.com

OO0num i3 HAUGIILW NONYIAPHUX MA AKMYATLHUX 6UOIE OISTLHOCHI 8 YCbOMY C8IMi HA Cb020OHIWMNIL 0eHb €
npodadici mosapie ma nociye. Y ybomy Konmekcmi HAYKOSYAMU MA NPAKMUKAMU OOCTIONCYIOMbCA HABUKU,
VMIHHA ma Komnemenyii ¢haxieyie y OaHoMy HANPAMKY OisbHOCH. B KOMRAHIAX, wo npaywioms 8 2dnysi
peanizayii moeapie ma nocuye, NpuodilAEMbCa 0CcoOAUBA Y8aza po3podyi Momueayiinoi cucmemu O1s celns-
Meneoddicepie 3 Memolo niosuwentsa ix npodykmugenocmi npayi. B cmammi docrioxcyromvcs meopemuyni ma
HAYK080-MemoOUuuHi nioxoou wjooo YOOCKOHANEHHs CUCMEMU YNPAGIHHA KOMNAHIEI, KA (YHKYIOHYE 8 2any3i
npooadic. Ha npuxnadi 00ceidy ooHiei 3 6edyuux KOMNAamiil @ 2any3i npooasic GUHAYAIOMbCSL OCHOBHI HANPAMKU Md
BUOU NPOOAdIC, BUABTACMbCS CYUACHUL THCMpYMenmapiil 30iucHents egpekmusnux npooaoicie. Taxodc, 6 cmammi
0co6nUB0I yazu Npuodiiacemvcs OiN0SUM XAPAKMEPUCUKAM MA OCOBUCMICHUM SKOCMAM YCRIUWHO20 Celll-
Meneddcepa. Y euensoi  aneopummy onucami  Oiznec-npoyecu 0 Meneddcepa 6xionoi ninii. Ha 6asi
BUKOPUCIAHHSA  CUCTEMHO20 AHANIZY 6UGUEHI Npoyecu YApAasninus Gi0diiamu npooaicie  nionpucmcms.
3anpononosano nioxio w000 GusHaueHHA epexmusHocmi pobomu  cellnz-MeHedxHcepis, HA OCHOBI K020
nepeobavacmocs opmyeanns piunoi mampuyi epexmusnocmi pobomu ceinz-meneodxncepis. Buseneno ocnoghi
NpUYUHU  8Mpam AKICHUX 3anumie ma 3aMO6NeHb. 3anpononoeano nioxio 00 YNpAGRiHHA NEPCOHANOM
MOp2iBeNbHUX  NIONPUEMCE mMA  OOIPYHMOBAHO HEOOXIOHICMb B8e0eHHA AHANIMUYHO20 KOHMPOIO NPOOadic,
VRPABNIHHA 63AEMON08 A3AHUMU NPOYECamU K EOUHUM NOMOKOM O epekmusHoi pobomu. Busnaueno nanpamku
nioguwents egpexmusHocmi pobomu  GiO0iLy NPOOANCIs, WIIAXOM 3MEHUIEHHS 4Yacy Ha 06poOKy 3anumis,
3aNPOBAOHCEHHSI  YNPABNIHCLKUX 3aX00i8, Buseneno moowciugicme 30inbwients 00X00y KOMAGHIT WIAXOM
30InbUWEnHs AKOCT POOOMU KOJICHO20 NPAYIBHUKA GIOOLTY Npooadicie. 3anpononoeano cucmemy mMomueayii Ois
gaxisyie 3 npodasicie 8ionosiono 0o ix pienig: ¢ginancosa momusayis (I pieenv), ginancosa ma ne pinancosa
momusayis (Il pieens), npomoyis cetinz-menedcepie (Il pisenv), HadanHs meopuoi c6ob60du y pobomi ma
Mooicaugicms nputimamu piwienns @ ynpaeninni xomnaniero (VI pisenv). B ceolo uepey momusayiinui naxem
NOBUHEH BpAX0BY8AMU piGeHb GIOMOSU 6I0 3AMOGIEHH 3a KOJICHUM Menedxcepom. IIpu yvomy marome Gymu
ypaxoeaui i Hanpsamku npooaxcie: B2B npodasici, B2D npooaoici, B2C npodasici, D2C npodadici.

Kniouosi cnosa: ceitnz-meneddcepu (Sales-managers), npsmi npooadici, cucmema momueayii, B2B npodaoici,
B2D npooaxci, B2C npooaoici, D2C npooadci, CRM-cucmema, egpexmugnicmos npooaicie, Xon00mi npooaici,
menii npooaic, 2apadi npooax ci, AKMUBHI NPOOAX*ci, NACUBHI NPOOANCI.

DOI: 10.21272/1817-9215.2020.1-6

Bicnux Cym/[Y. Cepis «Exonomikay, Ne 1’2021 43


mailto:yu.opanasiuk@management.sumdu.edu.ua
mailto:t.bondar@management.sumdu.edu.ua

BCTVII

B cyuacHux ymoBax cdepa npoaaxiB € OJHUM 3 HAWHNOMYJIAPHILIIMX BUIIB JISUIBHOCTI.
30KpeMa, elIeKTPOHHA KOMEPIIisi Ma€ JJOCUTh BUCOKHI PIBEHb 3pOCTAalOYOro MOIHTY 3 OOKY
CIIO)KMBAYiB, SKi LIKABIATHCA MOKyNKaMu B [HTepHeTi. OcOOIMBOro 3HAUYEHHS TaKUH BUI
npoJaK HaOyB y 3B’S3KY 3 MaHJEMIEIO.

3rilHO JaHUX OCTAaHHBOTO OIMYOJIIKOBAaHOTO 3BiTy BcecBiTHBOI acomiamii MPAMOro
npoxaxy (World Federation of Direct Selling Associations — WFDSA) 3 2015 p. mo
2018 p. cTaTHCTHKA CBIAYHUTH PO JUHAMIKY 3pOCTaHHs Tpoaaxis (nus. puc. 1) [3].

195
@ ——‘
2 190 e
€ 185
= ~—
£ 180
=

175

2015 2016 2017 2018

Poku

Pucynok 1 — JJunamixa npamux npooaoicie 32iono Bceceimmnvoi acoyiayii npamozo
npodadcy (World Federation of Direct Selling Associations — WFDSA), (no6yoosano
aemopamu Ha ocHosi danux [4])

B cBoto wepry, B 2020 poui 3araipHUIT 00cAT IPOIaXKiB IHTEPHET-Mara3nuHiB 10 BCbOMY
CBITY CarHyB wMaibke 2 tpwibiionn pomapiB CIIIA. Kpainamu-mimepamMu B ramysi
enektpoHHOi komepuii e: Kura#t, CIIIA, Benuka bpuranis, Anonis, ['epmanis, @panis,
Kopes, Kanana.

AKTyanbHICT JOCIIPKEHD B Taly3i eJIEKTPOHHOI KoMepIlii Bii3HayaeThcst ba3oro qaHux
Scopus (puc. 2).
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Pucynox 2 — Kinvkicme nyénixayiti 3a 2010-2020 pp. 6 B[] Scopus® 3a ¢pinempamu
TITLE-ABS-KEY «electronicy AND «salesy. ([owcepeno: nodyoosano asmopamu Ha 0CHOGI
Oanux BJ] Scopus®, https://www.scopus.com/)

TeopeTnyHi Ta MPUKIAIHI aCIIEKTH YIPABIIiHHS IIEPCOHANIOM B TOTPIBEIBHUX MepekKax
BUCBiTIeHI Takumu BueHumH, sk: [maskoBa K.[8], O. Kipmikos, A.Mimanina, [9]
I. 3axipos, T. M. boposceka, /1. I. Tpummn, A. A. Auapromikin [13]

Baromuii BHECOK 10 (OpMyBaHHS KOHIIETIIIi yIPaBIiHHS EPCOHAIIOM TOPTOBEIHHOTO
mignpuemctsa 3poomn B.4. Yesranosa, 10.0. Ipuiima [22], Jonuaxk, JI. T'., JloGixa, B.
B., & Ulxeapyk, M. I'. [16], Tanaiina T.O. [14], Tonuap O. I., Mypagsceka JI. 1. [15],
Komresa I'. [17].

30KkpemMa, THTaHHSAM PO3BUTKY €JIEKTPOHHOI KOMEpLii MNpHCBsSYeHI poOoTH, MI0
innekcytoTbes B/ Scopus Takux 3apy0OixHnx HaykoBIiB sk ['acan 1., HoBroponos C., ®yxkc
I'., Akpiue 1O. [9] Lize Beii, Lizunxyeii Jly, FOe Ban, Mynam6i, C.M., lydd, ., Hao-Min
Uiy, Epix T. I'., Ban FO-Xyeii ®anr, Xcin-1 Xyan, Ana babuu Pocapio, ®panuecka Corriy,
Kpicrin [le Banbk, Ta iH. Jlocai/pkeHHs B raity3i ceii-MeHeDKMEHTY, 110 TaKOK 3a3Ha4yeHi
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B BJ] Scopus® HanexaTth TakuMm aBTopam: becke, I1., Jleax A., Ceypinr C., 'amino, C.,
Mopeno, A., Tisapi, H.K., Kymap, P.K., Cappad, C., Kymap, 1., Pana, H.I1. He3paxarouu
Ha JIOCHTh BEJHKHI OOCAT HAyKOBHX JOCITIUKCHb y Taly3i CEHII-MCHEDKMCHTY, JaHa
TeMaThKa HE BTpavae aKTyalbHOCTi, puc. 3. KpiM Toro B ymoBax maHaeMii 0coOIHUBO
3HAYCHHS HAOYBAIOTh MHUTAHHS PO3BUTKY S()EKTUBHUX METOJIB MPOJNAX 3 ypaxyBaHHSIM
MOXJTHBOCTEH K 0COOMCTICHOTO CIIJIKYBaHHS 3 KJIIEHTaMu, Tak i B 0n-line mpoctopi.
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Pucynok 3 — Kinoxicme nyonixayiu 3a 1981-2020 pp. ¢ B/ Scopus® 3a ¢inompamu
TITLE-ABS-KEY «salesy AND «managementy. ([[picepeno.: nobyoosano agmopamu Ha
ocnosi oanux BJ] Scopus [3])

INIOCTAHOBKA 3ABJJAHH
Meroto crarti €  (QOpMyBaHHS HANpSMKIB IiJBUIICHHS €(EKTUBHOCTI CHUCTEMHU
VOpaBIiHHSA OpTaHi3alliiMH Tady3i MNpoJak Ha NPUKIAL aHali3y Ta OI[IHIOBAHHS
MOKa3HMKIB KoMmaHii X, o (yHKIIOHY€ B rairy3i MpoJaxis.

PE3VJIbTATU JOCIIPKEHHS

KosxHa kommaHis, sika 110Ch BUPOOJISE Ta KyIy€ 3 HaMIpOM IpOJaBaTH Ta OTPUMATH
JTIOXOJTH 3aBXK/IH [IYKae MEHEDKEPIB 3 poaaxis abo Oyaye npodeciiHuii BiLIiT Mpoaaxis.
KoxeH Marasuh, sikhil IpomnoHye cBoi ToBapu abo mMmociyrd, mpie mpo npodeciiiHux
NpaIiBHUKIB, SIKI 3MOXXYTh MPOJABAaTH TOBAapH IIBUAKO, SKICHO Ta Ha HAMIINIIMX yMOBax
TaKUM YHHOM, II00 MOKyIeIb 3MII PEeKOMEHIyBAaTH KOMIIAHII0 CBOEMY OTOYCHHIO Ta
MOBEPTAaTUCS caM 3a TOBTOPHHMH ITOKyNKaMHd. [IpHBOIUTH B KOMIAHIIO HOBHX IOKYIILIB,
SIKi 30UTBITYFOTH TOXOJH, YTPUMYBATH iCHYFOUMX KIIIEHTIB — M€ MICisl, SIKa MOKJIATA€ThCS Ha
BIIIIT TPOJAXiB, a «JIFOJCH-YapiBHUKIBY BIAIUTY NPONAXIB MPHUHATO HA3WBAaTH B
npogeciifHoMy CBITI MEHeIDKepH 3 TponaxiB abo cein3-meHemkepu. s Toro, mob
OXapaKTepHU3yBaTH MEHEDKEpIB 3 MPOAaXiB, B TMeEpIIy UYepry HEOOXIAHO TOCIiTUTH
CYTHICTb IPOJI@XIB 3arajioM Ta BU3HAYUTH IX POJIb B CBITI, SIK PYIIiHHOT CHJIM B €KOHOMII
Ta PO3BUTKY CYCIIiIBCTBA.

IIpomaxi — e, mepir 3a Bce, OOMiH ToBapy ab0 MOCIYrd Ha MarepianbHi abo He
MaTepianpHi pecypcr. Bech CBIT Ta BCi I0Au 3ajeaTh BiJl IIbOTO MPOLECY, Bill BY3bKOTO
PO3YyMiHHSI TIPOJAXiB, SKi MU pOOMMO B Mara3uHi, /10 BCECBITHBOTO OOMiHY, SKHH i
CTBOPIOE TOPTiBENbHY TistTbHICTE [18].

Menemkep 3 npoaaxis (Sales-manager) — ue oxHa 3 HailGiIbII MOMYIApHUX Mpodecii B
Cy4acCHOMY CBiTi, 0e3 sfKk0oi He MOXe (QYHKI[IOHYBaTH >KOJHA KOMIIAHIS, JIOJWHA, sKa
3aliMa€THCS MPSIMUMH Ta HENIPSIMUMH TIPOAAKAMH.

B ramysi npojaxiB icHye BeJIMKa KiJIbKICTh TEOpid, CTaHAAPTIB Ta TEXHOJIOTIH 1010
31iicHeHHs e(peKTHBHUX MpojAaxX. B cBoro 4epry, BOHHM NOTPiOHI JuIs:

Bicnux Cym/[Y. Cepis «Exonomikay, Ne 1’2021 45



— opmyBaHHS y MEHEIKepa 3 MPOIaXiB BIEBHEHOCTI B c001, B IPOIYKTi Ta B KOMIIaHil
B I[JIOMY;

— CTBOPEHHS NPOJYKTHBHOTO PyXY, HIIBHIICHHS e()eKTUBHOCTI KO)KHOTO WICHY BLAITY
MPOIaxiB;

— PO3YMIHHSI TICHXOJIOTI] KIIIEHTa, IIO JIO3BOJISIE YITKO PO3YMITH MOTpeOH KIE€HTa Ta
36imbLIyBaTH KUTBKICTh Mpoaaxis [23].

BuBYEHHsI OCHOBHMX TEXHIK 3 MpPOJAAXIB MO3BOJHUTH SKICHO 3aKJIIOUUTH Yroay 3
MOKyTIIeM a00 BIBECTH Ha JOBIOCTPOKOBY CITIBIIPAII0 KOHTPAreHTIB.

Krnacudikamiro HanpsMiB IpoIaXkiB MPUBEICHO HA PUCYHKY 4.

EdextuBHiCTS Tpomaxk 3alie)XUTh Bin NpodeciiHOCTI cein3-MeHemkepiB. B cBoro
4yepry, B 3aJIeKHOCTI BiXl piBHA HpodeciiHMX HABHKIB TAaKUX MEHEIKEpiB QopMmyeTbes i
I[iHa Ha pUHKY TaKuX (axiBIliB.

HaﬂDﬂMﬂ l'lpO).]a)KiB
/ z . T,

2
B2B B2C D2C B2D
X . 03/1pi0dHi MoJeJIb eJIeKTPOHHOI NPoAaX LIst
(onToBi mpoaa:ki) (po3ap . (vox P (np , .
npoaaxi) KoMep11ii) AUCcTPUO’10TOPIB)
| | | I
«bizHec 11 . «Be3M0CcepeHbO CIOKHMBAUAMY. «bizHec 1
. . «Oi3Hec Wi - e . 6’ .
6iznecy». Knientn OTiERTaY Mogens npsamoi B3a€MOAII Mk AUCTPUO IOTOPIBY.
B 3aJIC)KHOCTI BiJ Tpsmi ’ OpeHIIOM 1 CTIOXKMBaYeM, B KmienTn siki
BUIYy pOOOTH CIOKUBAYi paMKax sIKOi KOMIaHisl MPOCYBae 3aKyIIOBYIOTb
(ycTaHoBH, npoyKitii i IpOJIa€ MPOJYKT Y MOCTYTY HPOIYKIIiIO Ui 30yTy
3aKitany. kabe) 0€310CeNEeITHBO CIIOYKMBAYaM. DO3/IPIOHMM KITiEHTAM.

Pucynox 4 — Hanpsimxu npodasicig ma ix ocobausocmi (pospobaerno asmopamu na
OCHO6I ananizy nimepamypHux oxcepei ma 00ceioy komnanii X)

3a KOXKHUM 3 HAMPsAMIB BUOKPEMIIIOIOThH MEBHI BUAW MOKYIIIIB Ta, BIAMOBIAHO 10 HHX,
BUIM TIPOJIaxiB (puc. 5)

Jlo HaBHYOK, SKUMH TIOBUHCH BOJOMITH (aXiBelpb 3 MPOTAXKIB Ui HAWOLIBII
Pe3yIBTATUBHOI pOOOTH 3 KIIIEHTAMH, BiTHOCSTH:

— HaBUYKH TApHOTO HACTPOIO (3aBXKAH BCMIiXHEHHIA);

— HaBUYKH ciIyXada (TUTBKH Ti, XTO CIyXalOTh MOXYTh IIOYyTH);

— HaBUYKH MPe3eHTAIli] (BMiHHS rapHO MPE3eHTYBATH MPOAYKTH KOMITaHii);

— HaBUYKH CaMOOpraHizamii (MEHeIkep MYCHTh BMITH OpraHi3yBaTH CBid poOodiit
MpocCTip 1 9ac);

— HaBUYKH CEHCUTHUBHOCTI (MOBa Tija);

— HaBMYKH TICHXIYHOTO BIUIMBY (BMITH Ha PIiBHI IiJICBIZIOMOCTI BIUIMBATH Ha JIIOJUHY
(cyrecrin));

— HABUYKH KJIMEHTOOPUCHTOBHHOCTI (CTBOPEHHS KOM(POPTHUX YMOB st KinienTa) [19].

Jlo iHCTpYMEHTIB, SKUMH IOBUHEH BOJIOJITH MEHEIDKEP 3 POJAaXYy, BITHOCSTS!

— aHaIi3 pUHKY 1 30ip iHOopMATIIii Mpo KiTi€HTa;

— MOKpAIICHHS («yTEIUICHHS») BIIHOCHH 3 KIII€HTaMH (I3BiHKH, 3yCTPidi, BiIpsKEHHS,
y4acTb y BUCTaBKax);

— eKCIepTHa KOMYHIKaIlisl 3 UIBOBOIO 2y TUTOPI€IO;

— TEXHIYHA MiATPUMKA KIIEHTIB;

— JOTPUMaHHS TOPTOBOI MOJIITHKH;

— JOTPUMaHHS PErjaMeHTy Mpo CIiBIIPaLo;

— KOHKYPYBaHHS IIHOIO.
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Buau npomax

Buau nponak 3a1eKHO BiJ THITY KIII€EHTIB

Y Y Y
XoJso0aHi mpoaa:ki, a60 TenJi npoaaxi, ado TenJi I'apsiui npoaaxi, ado
XO0JIOAHI KJIiEHTH KJIi€EHTH rapsivi KJieHTu

KiienTn Ha X0J10/1HIH 0a3i HEe €
KIIIEHTaMH Ta HOKYMLIMHU
BaIoi KOMIIaHil, aje BOHU

KOPHUCTYIOTBCS TOBapaMu, abo

MOCJTyraMH BallliX KOHKYPEHTIB

Knientu tennoi 6a3u - moau
SIK1 IPUAIILIN 3 HAMIPOM
TIOPIBHATH YMOBH, a00 paHimie
OyJIM TOKYTIISIMH, ajie OiTbIie
HE TIPALIOIOTh 3 KOMITAHI€I0

e moxymmi siki Bxke
TOTOBI CKOPUCTATUCS
MOCIIYTOI0, MalOTh
HaMip npunodarn

Buau npoiax 3aJIeKHO Bijl THITY aKTHBHOCTI MEHEKEPIB 3 MPOIAKy <—
X X
AKTHBHI npoaa:xi (BuxiaHa jninist) MMacuBHi npoaa:ki (BXinHa miHist)
Y Y

TIpomaxi, siki HampaBJIeH] Ha MOIIYK HOBUX
MOKYTIIiB, PUHKIB 30yTy Ta BiJJHOBJICHHS
PpOGOTH ¢ MOKYIIISIMH, sIKi OLIbIIE HE

MAaroTh OUIBITY BapTiCTh Ha PUHKY Iparli B
3aJIEHOCTI Bi TOCBINV Ta nmontdomio.

CHiBIpanioTh 3 Komnadiero. Lli cneniamicti

[Ipomaxi, sIKi HaTpaBJICH] HA CTBOPEHHS
yroau 3 rapsaum nokymuem. i
CHELiaiCTH MalOTh MEHIIY BapTiCTh Ha
PHMHKY TIpaili B 3aJIe)KHOCTI BiJl TOCBiAY
Ta MopTdoio.

TexHoJoriss mpoaak

TexHouoriss mpoaak

- CTBOPIOETHCS IUTLOBUI MOPTPET KITI€HTA;
- 3NIIHCHIOETHCSA TIONIYK Ta CTBOPIOETHCS Oa3a
KIIIE€HTIB;

KITIEHTOM, YTBOPIOIOYH TIE€pIIIe BPAXKEHHS;

SIKY KOMITaHis MOKe BUPIIINTH;

- CTBOPIOETHCS CTPATETis MIOI0 BUPIIIEHHS
npooaeMu;

- CTBOPIOIOTHCS BiTHOCHHH 3 JIIOJIMHOIO, SKa
nipuiiMae pimenns (JIIIP), abo moxuHo0 sika
BIUTMBaE Ha pitreHHs (JIBP);

-3aKPHUBAETHCS YTOJ1a, 3AIHCHIOETHCS TIPOIAK;
- BifOyBalOTHCSI MOBTOPHI YOI MO METOIaM
YTPHMYBaHHSI.

- 3[[if/iCH€HH${ MEPIIOro KOHTAKTY 3 HOTeHHiﬁHHM

- BUSIBISTIOTBCS TIOTPEOH MOKYTIIA, TPoOIeMaTHKa,

- IPUIMaEThCS I3BIHOK;

- 3/IIHCHIOETHCS TIEPIIUIT KOHTAKT 3
MOTCHIIIWHIM KJTiIEHTOM, YTBOPIOIOUH
neplIe BpaXeHHS;

- BUSIBISIFOTHCS TIOTPEOH TTOKYTILIS,
poOJIEMaTHKY, Ky KOMITaHisl MOXKe
BUPILINTH;

- CTBOPIOETHCS CTPATETisl OO BUPILICHHS
mpooIeMu;

- 3aKPHUBAETHCS Yroa, 3AiHCHIOETCS
poJax;

- BiOyBarOThCS TIOBTOPHI YTOU MO
METOJaM yTPUMYBaHHS.

Pucynox 5 — Buou npodasic 3anesxcno 8i0 muny KiicHmMie ma muny aKkmueHoCmi
MeHedducepie 3 npooaxcy ((po3pobreno asmopamu Ha OCHOSI aHANI3Y AiMepamypHux
Ooicepen ma 0ocsidy komnanii X))

Jns eexTHBHOrO YINpaBIiHHSA y BiAAUI TNPOAaXiB KOPUCTYIOTHCS JONOMDKHHUMH
cepBicaMu, sIKi JI03BOJSIFOTH OULIBII JIeTajJbHOIO aHanmizyBatd mnpamto. A came: CRM-
cuctema, Bipryamsna ATC, 1C. B 3amexHOCTi BiJl OKpeMHX TIOKa3HHKIB MOXKHA
BUKOPHCTOBYBaTH CHMO0103 CEPBICIB JIJIsl KPAIIOTO aHalli3y pe3yJIbTaTiB.

PosrnsHemMo OinbII JeTaabHO MOIMYJIISIPHI CEPBICH, IO 3aCTOCOBYIOTHCS [UIS YIPABIiHHS

BiJIILIOM TPOIaXKiB.
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CRM — cucrema (customer relationship management) - me epeKTHBHHI IHCTPYMEHT
BeJICHHSI pOOOTH 3 KIII€HTaMH, SKHH J03BoJsi€ (iKCyBaTH KOXHY IO 1 MiJBHIIYE SIKICTh
aHanizy eeKTHBHOCTI poOOTH CMiBpOGITHHKIB Bimainy npoaaxis [21].

Ilepesaru Benenns CRM-cucremu:

— MOXJIMBICTB (DiKCYBaTH KOXKHY JIiI0 110 POOOTI 3 KIIIEHTOM;

—30epeKeHHsl JaHWX NP0 BCIX KITIEHTIB 1 MOTCHUIHHMX KIII€HTIB KOMIAHII B OZHOMY
MicIi;

— MOXKJIMBICTB BEICHH iCTOPIl IIEPETrOBOPIB 3 KIIEHTAM;

— MOXKJIMBICTh aBTOMATH3YBATH Iiepeaady iHpopMamii Mk CIIiBpoOiTHUKaMH;

— MOXKJIMBICTP aBTOMATH3yBaTH aHAJITHKY POOOTH CHiBPOOITHHKIB BiAITYy MPOAAXIB,
3po0uTH ii OLIBII HAOTHOIO;

— e(beKTUBHUI IHCTPYMEHT KOHTPOIIIO SIKOCTI poO0OTH MEHEIKepiB 3 OOKY KepiBHHUIITBA;

— e(hbeKTUBHUI {HCTPYMEHT CErMEHTAalii KI€HTIB Uit (popMyBaHHS Pi3HUX MiOXOIIB B
po0OOTi 3 HUMHU.

Bipryansna ATC — 1e cepsic, mo o0'eqHye BCi HOMEpH KOMMaHii B €UHY MEPEXKY,
30epirae BCIO ICTOpil0 i 3amucu po3MOB i3 KiieHTamMu. KpiM TOro, BoHa aBTOMaru3ye
po0OoTy i miaBHUINYy€E ehEKTHBHICT CIIBPOOITHUKIB 1 AKICTh OOCIYTrOBYBaHHS KJIIEHTIB.

Bipryansna ATC HeoOxinHa as:

— YIOPSIKYBaHHS I KOHTPOJIIO POOOTH CHIBPOOITHUKIB 3 KIIIEHTaMU;

— HaJIaroJKEHHS CIIJIKYBaHHS 3 KiieHTaMu i poooti B CRM cucrtemi;

— KOHTPOITIO 00CATY 1 TKOCTi PO3MOB KOXKHOTO CITIBPOOITHHKA Ta yCi€i KOMaHIH.

1C — me OyxranTepcbka mporpama i (iHAHCOBOTO PyXy Ta KOHTPONIO IPOJAXIB,
OaraToyHKIIOHaIbHA TpOTpaMa aaMiHICTpyBaHHS, 4epe3 sIKy MPOXOIITh Maibke Bci il
yroa, B TOMYy YHCIiI ¥ BHCTaBIICHHS PaxyHKIB JJIs TOBapiB, AKi Oymm peainizoBaHi abo
MOBEPHYTI.

[TepeBaru xoprcTYBaHHs /IS KEPiBHUKA BiIJLTy MPOJIAXIB:

— IOX1J1 TI0 KO’)KHOMY MEHEKEPY B CIIIBHOMY TOXO/Ii KOMITaHii,

— CErMEHTYBaHHs BiJI CIIJIBHOTO BAJIOBOTO JI0OXOJY MPOLEHTHI J0JIi KOXKHOTO HANPSMKY:;

— cepeiHii YeK 10 KO)KHOMY MOKYIIEBI;

— IHUBIIyalbHA KUTBKICTh 3aMOBJICHb MCHE/DKEPA 3 TIPOIaXKIB;

— MapKUHAJIBHICTD MPOJIAXKIB.

B cydacHOMy cBiTi 3 mommpeHHsSM [HTepHETY Ta MOOUIFHOTO 3B’S3KY, 3MIHMIIHCS I
criocoOu mponaxiB. Po3BUTOK iH(pOpMAmiHUX TEXHOJOTIH pO3IMUPWIH PHHKH 30yTy Ta
peamizanii nponykmii. [Ipm YoMy, OCHOBHOIO KOHIICTIIEI0 B Cy4aCHOMY CBITI cTaja
30UTBIICHHST KUTBKOCTI TOKYIIIB 03 TOJaTKOBHX BHUTpaT. MiHiMi3almis BHUTpaT Ta
30UTBIIICHHST JIOXOJIB — OCHOBHI BHUMOTH BeJeHHs Oi3Hecy. I3 30ULTBIICHHSM MOKYIIIB
30UIBIIMIINCS H KOHKYPEHIisl TOPTiBEJIbHUX IMIANPUEMCTB, 110 BUKJIHMKAJIO 3pOCTaHHS BUMOT
JI0 TIPOAYKIIIT Ta cepBicy TOBapiB.

Ha npukiani ogHiel 3 KOMIaHi#, MiSUTBHICT SIKOT 30PIEHTOBAHO BHKIIIOYHO HA OH-
JIAH IpOIaxi, HaMu OyJI0 TOCTIKEHO 0COOIMBOCTI pOOOTH CEMI3-MEHEKEPIB.

Kommanis «X» — 1ie rpymna oprasizailiif, sika BKJIF0OYae B cebe: ocoOucTuil OpeHn,
i SIKUM BUITYCKalOTHCSI KIbSHHU 1 KOMIUIEKTYIOUI JJIsI HUX; IHTEpPHET-Mara3uH KaJlbsHiB.
Y npoxyKTOBiH NiHIAII 3HAYHE MicIle 3aiiMarOTh TOBAPH, K1 3aKYIIOBYIOTHCS 32 KOPIOHOM;
BUPOOHHIITBO KOKOCOBOTO BYTLIA ocobmcroro OpeHma. DYHKIIOHYBaHHS KOMIIAHIT
posmouanocs y 2016 pori 3 BUpoOHHITBA IpiOHIX akcecyapiB. Bixxe B 2018 pori, koMmaHis
B3sUIa y4acTh B HaWMacmTaOHimoMy 3axofi KanbsHHOI iHmycTpii «Hookah Club Showy,
3aB/SKM SIKOMY KOMIIaHisl Ha0yJa MoIyJIsipHOCTI.

JisIpHICT KOMIaHIi HaIliJIeHa Ha MaKCUMAJIbHUK pPIiBEHb 3aJ0BOJICHHS BHUMOT
kiienTiB. KommaHisg mpairoe 3a HanmpsIMKaMH TIPOJaxkiB OHJNAWH B cermeHTax B2B; B2C;
B2D — nponoHyoo4yr BUpOOH 0COOMCTOr0 BUPOOHHIITBA Ta JUCTPHOYILII.

B cBoro uepry, HeoOXiIHO 3a3HAYUTH, IO 3a JAaHUMH CBPOCTaTy, B €BpONEHCHKOMY
coro3i B cermeHTi [HTEpHET-TOpriBNI HagX0AUTh O1M3bK0 15% ycix po3apiOHUX mpoaxiB
came 3 cermenty B2C.

B xomraHii icCHyrOTh KOpPIIOpaTUBHI LIHHOCTI, a came:
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— BIIMOBIMANBHICTh — OYyTH BiOUOBITAJBHUM Iiepel] co00I0, Iepen KOoJeTaMH 1 Iepen
KepiBHUITBOM. Un He mepekiagaTy BiIOBIANbHICTh Ha IHIIUX KOJIET;

— CaMOPO3BHUTOK — MIPArHEHHS BUUTUCSI HOBOMY;

— B3a€EMOMIATPHMKA — TOTOBHICTh IPUITH Ha JIOTIOMOT'Y CBOEMY KOJIE3i;

— OXaMHICTh — IOTPUMaHHS MOPSAKY Ha PpOOOUOMY MiCIIi;

— MPanbOBUTICTh — TOTOBHICTH JISTH 3 TOBHOKO BiIIaY00 NP BUKOHAHHI CBOIX 33/1a4;

—YeCHICTh — OyTH 4EeCHHMM 3 CO0010, 3 KOJIETaMH, 3 KEPIBHULITBOM, 3 KilieHTaMu. bpexHs
1 HETOMOBJICHICTh — HEMPUITYCTHMI.

Bimmin mpomaxiB B xoMmaHii «X» — OJUH 3 OCHOBHHX BIiIJiJTiB, IO CKIaJAa€ThCS C 6
0cib, sIKi MaroTh pi3Hi HAIPSIMKH IisTBHOCTI, 000B’I3KK Ta MPOeKTH, puc. 6 [7].

Ha manpsmxy menemxkepa Bximnoi niHii B2B; B2C mpamtoe nBa mparniBHuku. Born
MPUAMArOTh 3asBKHU 3 pi3HUX miatdopm. Ilicns oOpoOkm KimieHTIB HOBHX cerMeHTy B2B,
3asiBKH TIEPEXOIATh IO MEHEIKEepiB 1Mo poOOTi 3 MOCTIHHUME KilieHTaMu. B cBoiit poOoTi
KOMITaHis «X» BUKOPUCTOBYE HACTYITHI KaHaIU 30yTy:

1. IntepHer-marasuH Ha 1iatdopmi Prom.ua — Mapker-tuieiic oauH 3 Hail
NOMYJISIPHIIIMX B YKpaiHi, B SKOMY 3IpyIOBaHO BEJHMKa KiJIbKICTh DPI3HOMaHITHHX
MarasuHiB. 3aBJIsSKH MOMYJISIPHOCTI MIATGOPMHU € BIpOTIAHICTh PO3LUIMPEHHS TOPTiBEIHHOT
Mepexi. Ha nifi mmardopmi MeHemkep mpuiiMae 3aMOBIICHHsI Ta Ma€ OH-JIAHH 4aTd JJIs
CIIJIKYBaHHs, OCIIyTa MePEA3BOHY, 3aB/SIKH SIKiii MEHEIKEp OTPUMYE J3BIHOK.

2. IHTepHET Mara3WH IHOWBIAyampHUHA (OKpEMHI) — OAWH 3 HaHKpamINX HampsAMiB
peamizamii mpoxaykmii. Ilim wac maHgemii KoMmaHis mepeilnnia B OH-TaiH Ta OyB
po3po0ieHui caifT. Aje, HaXKallb, 3a piK caiiT He cTtaB edekTuBHUM. Ha miii mmatdopmi
MEHEKep NpuilMae 3aMOBJIEHHS Ta Mae€ OHJAWH YaTH ISl CIUIKYBaHHA, € IOCIyTa
MIepeI3BOHY, 3aBISKHU SKi MEHEIKEP OTPUMYE J3BIHOK.

Binnin mponaxis

KepiBHUK BiIIiTy IPOIAXiB
A ¥ S\
Menemxkep BXigHOT JiHIT MeHnemxep BUXiTHOT MeHemkep MO MOCTIHHUM
B2B;B2C ninii B2B crpaTeriuuuM Kienram B2B

Pucynox 6 — Opeanizayivna cmpykmypa 8i00iny npoodasicie komnanii X, ujo ¢pynxyionye y
eanysi npooasic (Po3pobreHo asmopamu Ha OCHO8I aHanizy 00csidy komnawii X)

3. IncrarpamMmm — MeceHKep SIKMi CIyrye Ul NepeBelleHHs LIbOBHX KIIEHTIB Ha
caiiti kommaHil. Takox, BiIOYBa€ThCs CIUIKYBaHHS B NMUCHMOBIH (OpMi, KII€EHTH MalOTh
MOXIIMBICTb TIO/I3BOHUTH. MeHe/Kep Mae 3MOTy CHUIKyBaTHCs ¢ KiieHTamu uepe3 CRM
CHCTEMY, TAKMM YHHOM IIaHyBaTH ITOBTOPHI i 1010 3aKPUTTS 3aMOBJICHHSI.

4. Mapker treiic OLX — Bimoma HapomHa IaTgopMa MPOJaXiB, B SAKiH MPOTAETHCS
Bce. Benmka momymspHicTe nMaHOI mraTdhopMu 3abe3medye MOCTIHHHUN IMOTIK HEBEIHMKUX
3aMOBJIEHb, MEHE/DKEp OTPHMY€ SIK IHMCHMOBI 3alHUTH, TaK 1 I3BIHKH. 3aBISIKM Lii
IaThOpMi MOMYISPHICTE KOMITaHIT «X» 3pOCTae B MeKaX PerioHy.

5. Odiniiinnii calit OpeHAy — OKpPeMHH CalT, Ha SKOMY pPO3MIILYETHCS TUIBKU
HPOJYKIiSl 0OCOOMCTOT0 BUpOOHHMITBA. BiTHOCHO HeBeIMKa MOMYJAPHICTh CANTy HE MOXKe
MOXM3YBATUCS TIOCTIHHUM MOTOKOM KJIIE€HTIB, ajie 00JIMY4Ys KOMITaHii 3aBIsSIKU CalTy, cTae
OipII BIi3HABAHMM. 3aBISIKH CAlTy MEHEIKEp OTPUMYE A3BIHKHM Ta 3IIMCHIOE OHJAWH Yat
JUTSI CTILTKYBAHHS Ta HaJJaHHS KOHCYJBTAIIH KIII€EHTaM.

6. MeceHpkep/TenerpaM — MeCEHXKEp, B SKOMY CIUIKYBaHHsS BiJOyBa€ThCs
31e0impImIoro B TeKCTOBiH ¢(opMi. B MeceHmkepi KOHIEHTPYETHCS BEIHMKa KiNBbKICTh
[UTBOBUX TOKYTIIB, SIKi PO3YMIIOTECS Ha MpodeciifHIX KalbsiHaX Ta aKcecyapax, a TaKoX
BeJIMKa KUIBKICTh BIIACHWKIB MaraswHiB Ta 3aKJaJiB, sSKi yTBOPIOIOTH TOTIK HOBHX B2B
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nokyniiB. CrijiKyBaHHS TepeBOANUTHCS 3 MeceHkepy B CRM - cuctemi. 3aBIsKu IsOMY,
MEHEKEP Ma€ 3MOT'Y I0JJaTKOBO IUIaHYBATH 3aBJIAHHS JJIsI 3aKPHUTTS 3aMOBJICHHS.
Bi3Hec mporiecy s MEHeKepa BXiTHOT JIiHIT BiToOpakeHi Ha pUCYHKY 7.

I Kpoxk 1. 3BepHeHHS KiTi€HTa I|<
:
I Kpoxk 2. Bussnenns norpebu l |
o [ Kpox 1.®ikcamis 3amury (1. Sxuit npoaykr ;2. Kounip; 3. KinbkicTs) ]
—[ Kpok 2. IIpesenrattist npoayKTy, BKIIOYAIOYH LiHY ]
— I Kpok 3. KnieHT roToBuil KynuTu I

; Tax @ Hi y
J 0

[1) V3romKeHHs: YMOB BiIIPaBKH BusiBIICHHS IPUYMHU BiIMOBH ]
7 X
[2) Y3ro/pkeHHS YMOB OILIATH ] [2) Po6Gora 3 3anmepeueHHIMU ]
L
[3) Buecenns pesynbraty B cuctemy CRM ] —)[1) [IpononyeMo anbTepHaTUBY ]
I4) BreceHHs nanux B Tabummio Excel (1C) l [2) Buecenns pesynsraty B CRM ]
D
[5) KoHTpots oruaty (Syxrairep) ] 3) O6rosopenns 3 KBII noganbmmx it
[6) CDOpMyBavHHSI 3aMOBJICHHS ]
N
[7) Bi/:[npaBKva 3aMOBJICHHS ]
N
8) INepenaua indopmarlii npo BiAnpaBicHHS
KJIIEHTV . ___
X ( YpaxyBaHHS pe3yIbTaTiB IPH 3BepHCHHi\|
[9) KoHTpob OTprMaHHs TOBapy KIIEHTY ]—){ KTienTa —

Pucynox 7 — Aneopumm peanizayii 6iznec npoyecis 01s meneoncepa 6xionoi ainii
(po3pobreno asmopamu Ha OCHOBI ananizy 00c8idy komnauii X)

Ha HanpsiMmKy «MeHeIpkep 3 IMOCTIHHMX cTpareriyux kiieHtiB» (B2B) mpaioe nBa
NpaIiBHUKY, SIKI NPUIMaIOTh 3aMOBJICHHSI Ta BIUIMBAIOTh HA MOCTIMHICTH Ta 301NIbILIEHHS
3aMOBJICHb.

CroinkyBaHHS 3 TIOCTIHHHUMH TOKYyIIIMH B cerMeHTi B2B BigOyBaeTscs B
pizHOMaHITHHX MicIsaxX. OCKIIBKM KOMIaHis «X» Oepe 3a OCHOBY INPOJaXi B PEKUMI
OHJIAliH, CIIUIKyBaHHS 3 NapTHEPaMH TAaKOX BinOyBaeTbcs OHNAMH. 3a Oa’kaHHSAM came
MOKymenp o0upae marGopmy Ta GOpMy CITLIIKYBaHHS.

Line pobotn MeHemKepa Mo poOOTI 3 MOCTIHHMMHU KIIIEHTAMH TIOJIATa€ B TOMY, IO
MEHeKep 3 MPOoJaXy BeJie BCiX KiIieHTiB B cdepi B2B. Skimo 3amuT Bij KiIieHTa HAAiHAIIIOB
SIK BXiJHA 3asBKa, TO MiCJs 3MIHCHEHHS IPYTroro Mpojaxy, HOTo CyMpOBOKYE MEHEIKED
i3 cympoBoy kiieHTiB B2B.

3aBIgKMd CcHCTEMaM, SKi BHUKOPHUCTOBYIOTBCS B KOMIaHii «X», KEpiBHUK BiIILTY
MPOJaXiB MOXe KOPUCTYBATHCS Ta aHANi3yBaTH JdaHHI 3 TMPOJAXiB JJS OIIHIOBaHHSI
e(eKTUBHOCTI POOOTH BiJILTY ITPOJIAXKIB.

CRM cucrema (Customer Relationship Management) — cucrema, sika nomnomarae
MEHEDKepY y B3a€MOJIII C KIIi€EHTaMU. 32 Mi€I0 CUCTEMOI0, KEPIBHUK BiJUILTY MIPOHAKIB Mae
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3MOTY BiICTIIKOBYBAaTH BEIUKY KUTBKICTh IMOKa3HUKIB. Ha pucyHKy 8 mpuBeneHwnit aHami3
CE30HHOCTI MpoaxiB 3a gonomororo CRM cucremu.

Yroau 3a AHAMM 32 TXKHAMM 323 MicsausiMmn

o— —

Pucynox 8 — I'pagpix cesonnocmi npodasicie (po3pobaeHo agmopamu Ha OCHO8I AHANI3Y
0ocsidy komnanii X)

I'pagix BigoOpakae 3amporpamoBaHy cratuctuky mnpomaxis 3 01.10.2019 mo
01.10.2020 poky. Ilepiox naitbimpmoro cmamy cmocrepiraerbes 3 01.01 mo 01.04.2020
POKYy.

Heo6xinno 3a3naunty, mo 01.06 Ta 01.08 — e nepexigaumu micsismu. Lle o3Hauvae, 1o
KOMIIaHis [IpYU yMOBAxX aKTUBHHX MPOAAXKIB Ma€ MEPioan CHay rnepej akTUBHOK pOOOTOI0
MeHeDKepiB 3 mpomaxy. Ha rpadiky 3a3HadeHO 2 TMOKa3HUKH — CHHIM ITOKa3aHi BXiTHI
SIKICHI 3alUTH, 3¢JICHUM - KUIBKICTh peasli30BaHHX 3aMOBIICHb. B mepioj cmany KUTbKiCTh
3amuTiB Maike IOPIBHIOE KUTBKOCTI 3aMOBJICHb. B TOI 4ac SK B MOTMEPEeXiTHUX MIiCSIIIX
KUTBKICTh SIKICHUX 3amUTiB Habararo OiNbIIa, HiXK peanizamis 3aMOBJICHb. 30KpeMa, Ha
0COOMIBY yBary 3aciyrOBY€ HHUKIIYHICTh Ta TPUBAIICTh 3aMOBJICHB, PICYHOK 9.

a KinbKicTio yrog

Bci  AktuBHi 3akpu

20

CepepgHs TpuBanicTb yroam

Pucynox 9 — [uxniunicms Y200 (po3pobaeno asmopamu Ha 0CHO8I aHalizy 00ceioy
xomnauii X)

[o-miepiiie, B mepios, KOJU SKICHAX 3aIlHTIB OUIbIE HIX PEagi30BaHUX 3aMOBJICHb,
BaXJIMBO MPOAHAII3yBaTH POOOTY MEHEKEPIB 3 MPOAAXKIB MO0 HEBUKOHAHHS CBOIX
000B’s13kiB. ToMy Mu Oaunmo koHBepcito 3a etanam npojaxis. C 100% BXiAHUX 3aIUTiB,
orpumyeMo 87% SKICHHMX 3allUTiB, 3 IHOTO MOYHHAETHCS poboTa MeHekepa. [1pu 06pobui
3aMOBJIEHb MEHEKep OTpUMY€ 26% BiMOBH, 3a BECh IIEPiOA AOCTI LY.

B xommnaHii KpUTHYHO JOIYCTUMHH piBeHb KOHBepCii BigMoBH JopiBHIOE 29%. Lli nani
BiJOOpaKAIOTHCS B MEPiOJ MEPEXiTHUX MicAliB. He MaeMo 3aranbHOi TEHACHIIT HE SKiCHOT
poboTH HaBiThH i3 30iNbIICHHAM HaBaHTaxXeHHS. CyTTeBa BTpara BiIOyBa€eThCs came uepes
HEJOCTaTHIO KiJBKICTh TOBapiB B HASABHOCTI, 3a IO BIAMOBINA€ BIIIIT 3aKyMiBesb.
EdextuBHicTs po0oTH MeHemKepiB mpencrtaBieHa B Tabmumi 1. Ilepiom mocmimy:
01.03.2020 (ITepiox craay mpoaaxiB B KOMIaHii «X»).
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Tabnuya 1 — Pesynomamu pobomu 6i00iny npodadxcie (nepioo docnioy: 01.03.2020 (nepioo
cnady npoodaicie 8 komnauii «X»)

Ne Haspa nokasHuka [Mo3HavyeHHs Popmyna 3uascnrs
PO3paxyHKY MOKa3HUKa

1 | KinbKicTh BXIIHUX SIKICHUX 3aIIMTIB Kess - 180

2 | KinbKicTb peali3oBaHUX 3aMOBJICHb Kp3 - 136

3 | CepenHs KUIbKICTh BXIJIHUX SIKICHUX Cks31o K6s13/22 8,2
3aIlMTIB HA JIE€Hb

4 | CepenHs KUIBKICTD peali30oBaHUX Cxp3no Kp3/22 6,2
3aMOBJICHb Ha JICHb

5 | llo neHHa BTpaTa KJIi€HTA B JICHb Bkeo CK3HO — CKP3HO 2

AHani3ylomi pe3ynbTaTé po3paxyHKiB MOKHA 3pOOHMTH BHCHOBOK, IO MEHEKEPH
IpamiTh eHEeKTUBHO Ta OTPUMYIOTH 24% Binmos (prc. 10).

Iponaxi

24%

B KinbKicTh peanizoBaHUX
3aMOBIICHb

Pucynox 10 — Cniggionowennsa % empam xnienmie 0o % peanisayii 3amoeiens
(po3pobneno agmopamu Ha OCHOBI AHANIZY 00C8idy KomnaHii X)

B Ttabmumi 2 mpencTaBieHi pe3yibTaTH OIHKH POOOTH MEHEIDKEpiB 3 NPOIakiB y
nepion: 01.05.2020, mepiox mepexiTHOTO MICSIT aKTHBHHUX MPOJAXKiB B KOMITAHIT «X)).

Tabnuys 2 — Pesynomamu pobomu 6i00iny npooadicie (nepioo docaidy: 01.05.2020 (nepioo
nepexionoeo Micsaysi akMmusHUX npooaicie 8 komnawii «X»)

Ha3Ba moka3umnka 3HaueHHs MOKa3HUKA
No | KipKiCTh BXiJHUX SIKICHUX 3aIIMTIB 213
1 | KinbKicTb peasi3oBaHHX 3aMOBJICHb 150
2 | CepenHs KiIBKICTh BXiTHUX SIKICHHX 3aIIMTIB HA JICHb 9,7
3 | CepenHsi KibKiCTh peajli3oBaHHX 3aMOBJIEHb Ha ICHb 6,8
4 | llloxgeHHa BTpaTa KJIi€HTA B JCHb 29

Cyasyu 3 OTpUMAaHHMX pPE3YJIbTATiB, MEHEKEP HESIKICHO OIpaibOBy€e BXIIHI
3aMOBIIeHHsI, oTpuMyoun 30% Bimmos (puc. 11).

Iponaki

30%

B KinbKicTh peati3oBaHuX
3aMOBJICHB

Pucynox 11 — Cniggionowennsa % empam xnienmis 00 % peanizayii 3amoenensb

Taka craTUcTHKa BKa3ye Ha HE33aJOBUIBHY pOOOTY, ajke BOHA Ha OJMH BiJICOTOK
OimpIa Big TPAaHWYHO MOMYCTHMOTO 3HadeHHA. KepiBHHK Biaminmy mpojaxiB MYyCHTh

52 Bicnux Cym/[Y. Cepia «Exonomixar, Ne 1’2021




3pearyBaTd Uil TOTO, MO0 3MEHIIHWTH KIBKICTh 3aMOBJICHB HA OZHOTO MEHeIkepa, abo
3HU3UTH KUIBKICTh MPOLIECIB Ul MPHIIBHIAMICHHS poOOTH. B Micslb cepemHst KUIBKICTH
BXI/IHUX SIKICHHX 3aIlUTiB Ha JCHb KOJUBA€EThCS Bix 9,2 1m0 9,7, 3 HUX peai3yeThes Big 6,8
J0 7 KIi€eHTIB. AJie mpu 3aBaHTakeHHI 9,7 (MiKOBE HaBaHTaKEHHS) peaizyBajloCs TiJIbKH
6,8 kimienrtiB. [lpu 3aBaHTaxkeHHI B 9,2 peanizyeTbcs 7 3aMOBJIEHb, IO CBIIYUTH TIPO
MaKcUMallbHy e(peKTHBHICTh. ONTHMaTbHUN TOKa3HUK IPOJAXIB JOCITAETHCS IPU CEPEAHS
KUTBKICTh BXIMHUX SKICHMX 3allUTiB Ha JeHb 9,2, peami3oByeTbcs 7 Kii€eHTiB. [lpu
3aBaHTa)XKEHHI B 9 KIII€HTIB B JIeHb, Oy/1e MaKCUMaJIbHA €(PEKTHBHICTE.

Juis ominkm BTpaT KommaHii «X» BiJ BTpaTH KII€HTIB PO3pPaxyeMO CEpeiHid dYeK
KOXKHOTO KiTieHTa (Tadi. 3). Pe3ynmbTaTi TaOMUIN BUIIISIAAIOTh HACTYITHUM YHHOM: KiJIBKiCTh
3amoBjcHb B2C — 80%, 3amoBnens B2B — 20%.

Taonuya 3 — CepeoHiil yek KNi€EHMI8 3d HANPAMAMU

Ne Has3Ba noka3Huka 3HaueHHs
1 Cepenniii yek Ha po3apioHuX npogaxkax (B2C) 1917

2 CepenHiii uek Ha onToBuX mpogaxax (B2B) 16685
3 Brpaueni ¢inancosi moxumBocti (B2C) 97843
4 Brpaueni ¢inancosi moxumBocti (B2B) 212900

Mu OTpHMYyeMO KiJIBKICTh BTpaT Ha KOXKHOMY Hepeai30BaHOMY 3aMOBJICHI.
Brpaueni ¢inancoi moxnuBocti 3 01.05.2020 mo 01.06.2020 (mepion mepeximHOro
MICSI[sSI aKTUBHUX MPOJIAXKIB B KOMITaHii «X») po3paxyemMo 3a (opMyJIor:

Bom = kezum/2*Cu ()]

ne Bgpm — BTpadeHi piHaHCOBI MOXIUBOCTI, K63HM — KINBKICTh BTPA4eHUX 3aMOBIICHb
Ha Micse, Cy — cpeaHill Jex.

Kommnanis vHe mootpumana 310743 rpu. [IpoBomsan gocmimkeHHs Oylo BHABICHO, IO
TIPY BETUKil 3aBaHTa)KEHOCTI, BTpaTa KIIEHTIB 3pocTae Ha 5%, e MPU3BOANTE 10 BTPAT y
po3mipi 15537 rpr.

Jis  onTHIManipHOTO BCTaHOBICHHSA IuiaHy mnpojaxiBs KBII wmycute anamizyBatu
pe3yJIbTaTH 1HIUBIAYAILHUX MOKA3HUKIB KOXKHOTO MEHEKepa, K (piHAHCOBUI MOKA3HUK,
TaK 1 MOKAa3HHWKHM B MPOICHTHOMY BiIHOIICHHI BiJl BaJOBOTO MPHUOYTKY. AHali3 BTpaT 3a
MICSIb TPOTArOM 4 MicsAliB mnpuBeAcHud Ha puc.12. KoxHuil HACTyHmHHNA MICSIh
MPOTHO3YBABCs 3a JOMOMOTOI0 TPHOX IMOIEPEIHIX Ta MapajieiabHO Opanucs AaHi 3a nei
MICSI[b B MOMEPEIHHOMY POIli, TAKOK MOXKIIHBI TOJATKOBI KOPETYBaHHS B 3aJICKHOCTI Bij
TEHJICHIIIA Ta O9iKyBaHUX MOIIH.

3a JOMOMOTror BHBYECHOI METOAMKH MOTHBAIll PI3HUX THIIIB MEHEIKEpiB, OyIo
3allPONIOHOBAHO CTBOPHTH AHAJOTIYHY CHCTEMY aJalTHBHY MOTHBAIIIO B KOMIaHIi «X»,
puc. 13. BigmoBigHO 10 3ampomOHOBaHOI CXEMH MOTHBaMii, MeHemkepu I[-i JTaHKH
noTpeOyoTh Ha (PIHAHCOBY MOTHBAIIO, aJpKe 3HAXOAATHCS Ha IMOYATKOBOMY piBHI
MEHEDKMEHTY Ta MPALIOI0Th 3 KITIEHTaMH, 3aMOBHUKAMH TOBapiB.

Hdns menemxepiB 1l nanku mnepenbauaerbcs sk QiHaHcoBa, Tak 1 He (iHaHcOBa
MoTHBalis. Y sikocti He (iHaHCOBOT MOTHMBALIl MPONOHYETHCSI BUKOPHCTOBYBATH CTaTyC
cepen criBpoOiTHUKIB KommaHii. Oco0iMBi 3aBaHHS Ta PI3HOMaHITHICTh B POOOTI MOBUHHI
MOTHBYBATH MEHEDKEPIB IIbOTO PIiBHS Ha OLIbII eEeKTHBHY POOOTY.

OcHoBoro MotuBamii MeHemkepiB IIl maHkm € 3pocTaHHS KOMMaHIi Ta IMOCHICHHS
KO)KHOTO 3 MEHEIDKEPIB Jpyroi IJIaHKW, PO3IIMPCHHS HANPsIMKIB Ta e(PEKTHBHOCTI
JISUIBHOCTI KOMITaHii.

MortuBanis MeHemkepie VI JIaHKK TONSTa€ B MOXKJIHBOCTI MPOSBISITH TBOPYICTH Ta
3mificHIOBaTH 3MiHM B kommawii. Ile, Tak 3BaHa, cBOOOHa B POOOTi, BiJI SIKOi 3aJIC)KUTH
MaiOyTHE KOMITaHii.
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1 micaup

3 micaub

2 micaub

4 micaub

- Menemxep 1 (B2C)
Menemxep 2 (B2C)
- Meunemxep 3 (B2C)

I - Menemxep 4 (B2B)
I - Menemxep 5 (B2B)
BN - Menemxep 6 (B2B)

Pucynox 12 — Monimopune eghexmuernocmi po6omu sales-uenedocepie npomseom 4

micsayie (po3pobieno asmopamu Ha OCHOBL 00CHIOdCeHb no Komnawii X)

3anpornoHoBaHa CHCTEMa MOTHUBAIll BKIOYae 4 BUIM MOTHBALliIMHHX IAKETIiB, SKi
0a3yroThCs Ha ypaxyBaHHI I€papXi4HUX PIBHIB Cei3-MeHeKkMeHTY. [lepenbdadaeThes, 1o
TaKa CHUCTeMa MOTHUBAlii 3aJOBOJLHATHME NOTPEOU CeM3-MeHEPKEPIB Ta CTUMYJIIOBATUME
JI0 Kap’€pHOrO 3pOCTaHHSA. YPaxOBYIOUM BHI MJisUIBHOCTI KommaHii X HE0OXimaHO

3a3HAYMUTH, IO K KOMIIaHIA 3arajioM, Tak i OKpeMHUH CHiBpOOITHIK MArOTh CIIIBHY METY —
30UIBIICHAS KUTBKOCTI 1 SIKOCTI TIPOJaK.

CucreMa MoTHBALITl MEHEIDKEDIB 3 MPOJAXKY 3AJIEKHO BiJl DIBHA IX MEHEIHKMEHTY

-

Menenxep

VI mankun

IToBHowinHI kepiBHMKH KoMmmaHii. Yacrime
BJIACHUKH KOMIIaHiii , a0 Kepyiodi mapTHeEpH,
aknionepu. KepiBHMKM HaJx TpeTiM piBHEM
MeHe/kepiB Ta Oyap KHM B KOMIaHil

TBopuicTh Ta 3MiHH B
xommaHii . Tak 3Bana
cB060a B po0OTI , BiJ SIKOT

Cucrema MOTHBALIT

[puiiMaroTs  cTpaTeriudi  pilleHHs  Ta 3aNeKHUTh MaHOyTHE
BUPIIIYIOTH 3aIIMTAHHS Ha PIBHI KOMITaHii. KOMITaHii
Ipodeciiini  HaBUYKH  PO3BHHEHI 10
i i iyt 3pocTaHHs KOMITaHii Ta
2 Menemkep I | YPasiinss KITbKOMA Bi/UTiaMu. P
o > i MeHemkepH TPeThOI JAHKH - II¢ BUKOHYIOUM |  ITOCHIJICHHS KOXKHOTO 3
5 : : . .
s mupexTopu, abo TpoekTHi MeHemKepH AKi | mememkepis Apyroi MaHKH
% HECYTh BIiTOBINANBHICTh 3a KOMIIaHi0,a00
5 OKpEMHUI CaMOCTIMHMN HAIIPSIMOK.
b
E Menexkep 11 VipaBiiHHS HaJ MEHEIKepaMH IEepIIOro Dinancopa Ta He
E piBHs. ToO6TO MeHeIKepH Apyroi JaHKH . .
= JIAHKH . . (binancoBa MOTHBAIIis.
= CTalOTh KEpIiBHHKAMH Binaimy ,a0o rpymu
BiJUILTIB YHCENTBHICTIO ONTUMAIBHO 7 0Ci0.
TlouatkoBuii  piBeHb MEHEIKMEHTY,
MEHeKep TIpanioe 3a3BHYai . .
> Menexep I 1ankn OesnocepeHb0 3 KIIEHTaMH  Ta dinancoBa MOTHBALIisA
3aMOBHHMKaMH, Ha 11bOMY PiBHI Ipaifioe
OCHOBHA KIJIbKICTh MEHEDKEpIB IO
00CITyrOBYBaHHIO.
Pucynox 13 — Cucrema MoTHBALIiT MEHEIDKEPIB 3 MPOAXKY 3aJIE€KHO BiJl PIBHSA iX
MEHEKMEHTY (po3po0iIeHO aBTopaMu Ha OCHOBI aHaJI3y J0CBiy KoMmaHii X)
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BUCHOBKU

B cyuacHuX yMoBax e()eKTUBHICTb YIPABIiHHS MPOAAKaMH 3aJIS)KUTh 3HAYHOIO MipOIO
BiJl MPOAYKTUBHOCTI Ipalli MEHEPKEPIB 3 MPOIaXy, MEPLUIOUYEPrOBUM 3aBJaHHIM SIKHMX Mae
OyTH MakcuMizalisi MpUOYTKY 3a paxyHOK HapoIIEHHs KIIIEHTChKOI 0a3u. BUKOHaHHS mux
3aBJaHb Iependayae BIPOBA/HKEHHS HOBUX METOAIB MPOJAXIB, IO JO3BOJISIOTH Oi3HECY
MOCTIHHO JOCATaTH 1, HaBiTh, IIepeBepuUIyBaTH cBOI wHimi mpoxaxiB. [ms Toro, mo6
KOMITaHis 3 IpOoaXiB Oylia yCIiNTHOI HEOOXiTHO 3MIHCHIOBATH MOCTIHHII MOHITOPUHT Ta
aHaJ3 NAaHUX MIOAO 3IIHCHEHHS MPOIaXiB KOXXHUM MEHEIKepOoM. 30KpeMa, 0coOnmBoi
yBarud moTpeOyIOTh 3aMOBIICHHS, SIKI 3ANHIIMIINCA He peanizoBannMu. Came ToMy, HaMH
3aMpoINOHOBAHO BH3HAYATH piBEHh KOHBEPCil BIIMOBM BiJ 3aMOBICHHSA. A TaKOX,
BpPaxOBYBaTH IIi TOKAa3HWKW Wix dYac (opMyBaHHS MOTHBAIiiiHOI cuctemu. B poOoTi
3MIHCHEHO PO3paxyHKH BTpAT KOMIIaHil BiJl HEpeaTi30BaHUX 3aMOBJICHB, MIPOAHATI30BAHO
e(eKTUBHICTH OKPEMOTO MEHEKEPA 3 MPOJaXy. Y 3B 513Ky 3 BUCOKHM PIBHEM 3aJI€XKHOCTI
MEHE/KEpIB 3 NMPOAaxy Ta YCHIIMIHICTIO KOMIIaHII B LiJIOMY BHHHUKAaE€ HEOOXiTHICTH Y
MiBUILEHHI KBaJi(iKalifHOTO piBHS CHIBpOOITHHKIB KoMmmaHii. B ymoBax mnaHzemii
aKTyaJli3yl0ThCsl BUKOPUCTaHHS |HTEpHET-TEXHOJOTIH Ta MpPOrpaMHOro 3a0e3ledeHHs B
CHCTeMI YMpaBIiHHS TNpoAaxkaMH, 30Kkpema cdepi mnponaxiB Tomy ceilia3-mMeHemmkepu
MOBUHHI BMITH iX BHKOPHUCTOBYBaTM Ta IIBHJKO pearyBaTH Ha 3MIiHHM 30BHILIHBOTO
CepeIOBHILA.

SUMMARY

Matvieieva Yu., Opanasiuk Yu., T. Bondar, D.Petrenko. Sales-management as a one of the key directions
of modern organization management.

Today the sale of goods and services is one of the most popular and relevant activities in the world. In this
context, scientists and practitioners study the skills, abilities and competencies of specialists in this field. In
companies working in the field of sales of goods and services, special attention is paid to the development of a
motivational system for sales managers in order to increase their productivity. The theoretical and scientific and
methodological approaches to improving the management system of a company operating in the field of sales have
been investigated in the paper. The main directions and types of sales have been determined, the modern tools of
effective sales have been revealed taking into account the experience of one of the leading companies in the field
of sales. Also, the special attention is paid to the business characteristics and personal qualities of a successful
sales manager. The business processes for the incoming line manager have been described as an algorithm. The
processes of management of sales departments of enterprises have been studied on the basis of the use of system
analysis. An approach to determining the efficiency of sales managers has been proposed, on the basis of which
the formation of an annual matrix of sales managers' efficiency has been envisaged. The main reasons for the loss
of quality requests and orders have been identified. The approach to personnel management of trade enterprises
has been offered and the necessity of conducting analytical control of sales, management of interconnected
processes as a single stream for effective work have been substantiated. The directions of increase of efficiency of
work of sales department, by reduction of time for processing of inquiries, introduction of administrative actions
have been defined. The possibility of increasing the company's income by increasing the quality of work of each
employee of the sales department has been identified. A system of motivation for sales professionals according to
their levels has been proposed: financial motivation (I level), financial and non-financial motivation (I level),
promotion of sales managers (11 level), providing creative freedom in work and the ability to make decisions in
company management ( 1V level). In turn, the motivation package should take into account the level of rejection of
the order for each manager. At the same time the directions of sales should be taken into account: B2B sales, B2D
sales, B2C sales, D2C sales.

Keywords: sales managers, direct sales, motivation system, B2B sales, B2D sales, B2C sales, D2C sales,
CRM system, sales efficiency, cold sales, warm sales, hot sales, active sales, passive sales
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