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Y poOOTi pO3rIsAaoThCsl TEOPETHYUHI aCMEeKTH YMPaBIiHHSA 30yTOBOIO AiSUTHHICTIO
HiANPUEMCTBA, 30KpeMa CYTHICTh MOHSTTS 30yTOBOI AiISUIBHOCTI MiJIPUEMCTBA, OCHOBHI
METOAM Ta I1HCTpPYMEHTH 30yTOBOi MisIbHOCTI. BuBYEHO MeTOAM OIIHIOBAHHS
e eKTUBHOCTI 30yTOBOI TiSTBHOCTI MIAMPUEMCTBA.

[IpoananizoBaHO PHHOK OINTOBOi TOPTiBIl YKpaiHH, BHU3HAYEHO CTafil0 HOTO
po3BUTKyY. I[IpoBefeHO aHami3 MpakTUYHHUX acnekTiB 30yToBoi AisnibHOCTI TOB «JI.O.
ABTOMIIAPTC».

3anponoHOBaHO OMNTUMI3yBaTH 30yTOBY [IsJIbHICTh MIANPUEMCTBA, a CaMe:
BIIPOBAJUTH CHUCTEMY VYIPABIIHHS CKJIAJACPKUMH 3amacaMu IS OKPEMHUX KaTeropin
ToBapy. PEKOMEHI0BaHO BBECTH CHUCTEMY 3HIDKOK JJII HOBUX KIIEHTIB, c(opmyBaTu
CUCTEMY JIOSUTBHOCTI JIJI1 TOCTIMHUX KJIIEHTIB, a TaKOXX BBECTHM KOMIIGHcallli 3a
MOPYILIEHHS TEPMIHIB IOCTABKU TOBAPY

Kniouogi cnosa: 36ymosa Oisnbnicms, xonyenyis esontoyii eany3i M. Tlopmepa,
MoOeni YRpaeniHHsa 3anacamu 3 (IiKCo8aHum 00CA20M 3AMOGNEHHA mda 3 (DIKCOBAHUM
nepiooom 3aMo8/1eHHs.
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The paper examines theoretical aspects of an enterprise's managing the sales
activities, in particular the essence of the concept of an enterprise's sales activities, the
main methods and tools of sales activities. Methods for assessing the effectiveness of an
enterprise's sales activities are studied.

The wholesale market of Ukraine is analyzed, the stage of its development is
determined. The analysis of sales activities' practical aspects of LLC "L.O. Autoparts" is
carried out.

It is proposed to optimize the sales activities of the enterprise, namely: to implement
a warehouse inventory management system for individual product categories. It is
recommended to introduce a discount system for new customers, to form a loyalty system
for regular customers, and to introduce compensation for violation of product delivery
terms

Keywords: sales activities, M. Porter's concept of industry evolution, inventory
management models with a fixed order volume and with a fixed order period.



