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Y po6OTi pO3TIIAIAIOTECS TEOPETUYHI ACTICKTH CHUCTeMH 30yTY B JTiSUTEHOCTI MIIPHEMCTBA;
OCHOBHI MOJIeJIi KaHAIIB 30yTy Ta METOJMKHU OIIHKH iX €()eKTUBHOCTI; CY4aCHI TeH/ICHIIII PO3BUTKY
30YTOBUX CHCTEM.

[IpoananizoBano motounuii cran [IAT «Oneckabenby; 3AIHCHEHO aHaNi3 TEXHIKO-
€KOHOMIYHMX MOKa3HUKIB JisIbHOCTI [TAT «Oneckabenby; BU3Ha4eHO e(heKTUBHICTh HOTO 30yTOBOi
CHCTEeMHU MIAIPUEMCTBA Ta BUSABICHO MPOOJIEMHI CKIIAJIOBI. pO3POOUTH

3anpornoHOBaHO BIOCKOHAJICHHSI CHCTEMH 30YTY 3a PaxyHOK YIAOCKOHAJICHHS PEKIaMHOT
MIOJIITUKY Ta HAJIAr0HKEHHS IMPOMOIIIMHOTO apTHEPCTBA.

Knwuosi cnosa:. cucmema 36ymy, kananu 30ymy, ouinka epekmuenocmi, pekiamua noaimuxa,
npomouiitne napmuepcmeo, ILAT «Ooeckabenby, mexHiKo-eKOHOMIYHUI AHATI3.
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The paper examines the theoretical aspects of the sales system within the enterprise's
activities, including the main models of distribution channels and methods for evaluating their
effectiveness, as well as current trends in the development of sales systems.

The current state of PJSC "Odeskabel" is analyzed; a technical and economic analysis of PJSC
"Odeskabel™'s activity is conducted; the effectiveness of its sales system is determined and
problematic components are identified.

Improvements to the sales system are proposed through enhancements to the advertising
policy and the establishment of promotional partnerships.
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