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AHOTAILISA

Kynak Muxaiino AHaToniiioBU4

MapkeTHHroBe ynpapiiHHS 30yTOBOIO AISUTBHICTIO MiJNPUEMCTBA Ta HUISIXH ii
BJIOCKOHAJICHHS.

B kBamidikamiiinii  poOOTI  PO3NIAHYTO TEOPETUKO-METOAMYHI  OCHOBHU
MapKETHHTOBOT'O YIIPaBJIiHHS 30yTOBOIO MISUTBHICTIO, BU3HAYEHO CYTHICTh Ta 3aBJaHHS
30yTOBOi  MiSUIBHOCTI ~ TOPTIBEJILHOTO  MIANPUEMCTBA, BUSBJICHO  OCOOJIMBOCTI
MapKETUHTOBOI JISIBHOCTI yNpaBiiHHA 30yTOBOIO JISJIBHICTIO NIANPUEMCTBA Ta
PO3MISIHYTO TOPSJA0K (OpPMYyBaHHS CHUCTEMHU yIOpaBiIiHHA 30yTOBOi AISUTBHOCTI
nianpueMctB. OXapakTepu30BaHO MAPKETUHIOBY AISUIBHICT Ta BHYTPILIHE CEPEIOBUIIIE
[IpAT «O00510HBY», BUALIEHO OCHOBHI TEHACHIII pUHKY 30yTy MPOYKLii MANPUEMCTBA,
IPOBEJICHO aHaJi3 30BHIIIHBOTO MapKETUHTOBOTO cepeaoBuila miamnpuemctsa, SWOT-
anani3, PEST- anani3 Ta BU3HauY€HO OCHOBHI HANPSMKH AISUIBHOCTI MANPUEMCTBA.

3anpornoHOBaHO OCHOBHI HUISXH BIOCKOHAJIEHHS MapKETHHTOBOTO YIIPABIIIHHS
30yToBOIO AisuTbHICTIO TiAnpuemMcTBa [Ip AT «O60m0HBY, 715 4OTO PO3POOJICHO 3aX0IH 3
YIOCKOHAJICHHSI OpraHizauii Ta IUTaHyBaHHsS 30yTOBOi MAiSUIBHOCTI MiJNPHEMCTBA Ta
OOIpYHTOBAaHO MOTHBAIIII0 Ta KOHTPOJIb MAapPKETUHTOBOIO YMPaBIiHHA 30yTOBOI
nisimeHOCTI mianpuemcta [IpAT «O060m0HBY.

KuawuoBi cjioBa: 30yt, 30yTOBa IIsJIBHICTH, 30yTOBa TMOJITHKA, YIPaBIIHHS
30yTOBOIO  JISJIBHICTIO, MAapKETUHIOBE YIIPABIiHHS, MAapKETUHTOBA MiSUIBHICTD,
MapKETHUHTOBE CEePEIOBHUIIE MIATPUEMCTBA

SUMMARY

Mykhailo Kulak

Marketing management of the enterprise's sales activities and ways of its
improvement.

In the qualification work, the theoretical and methodological foundations of
marketing management of sales activity were considered, the essence and tasks of the
sales activity of a trading company were determined, the peculiarities of the marketing
activity of the management of the sales activity of the company were identified, and the
order of formation of the management system of the sales activity of enterprises was
considered. The marketing activity and internal environment of PrJSC «Obolon» were
characterized, the main trends of the company's product sales market were highlighted,
an analysis of the company's external marketing environment, a SWOT-analysis, a PEST-
analysis, and the main directions of the company's activity were determined.

The main ways of improving the marketing management of the sales activity of the
PrJSC «Obolon» enterprise are proposed, for which measures have been developed to
improve the organization and planning of the company's sales activities, and the
motivation and control of the marketing management of the sales activity of the PrJSC
«Obolon» enterprise have been substantiated.

Keywords: sales, sales activities, management of sales activities, marketing
management, marketing activities, marketing environment of the enterprise
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