YHIBEPCUTET IMEHI AJIb®PEJIA HOBEJIA
KADEJIPA MIZKHAPOJHOTI'O MAPKETHHI'Y

KBAJI®IKAIIMHA POBOTA BAKAJIABPA

Ha TeMy

«KAHAJIHY PO3MOLTY NPOAYKIIT MIIMPUEMCTBA TA MOKJIUBI
LIJISIXU BAOCKOHAJEHHS YIIPABJIHHS 35YTOM»

Buxkonag: 3100yBau 4 kypcy, rpynu MI'-203¢
Crnemnianbaocti 075 MapkeTuHr
wughp i Hazea

Boapanx Makcum
1IIF

KepiBuuk: Jyonunskuii B.1., a. e. H., npodecop

npizeuwye, iHiyianu, HayKogull CIMyninb, 6UeHe 36aHHs.

Jninpo
2024



AHOTANIA™

Boabaux M. Kanaam po3nmogiyly npoaykuii miANMPHEMCTBA Ta MOXKJIUBI
HIJISIXH YIOCKOHAJICHHS YIIPaBJIiHHSA 30yTY

VY 1iit pobOTI AOCTIAKEHO TEOPETHUHI ACTIEKTH KaHAIIB PO3MOALTY MPOAYKIIi Ha
NIJOPUEMCTBI, BKJIKOYAIOYM 1X BH3HAUEHHS, BUJIM Ta OCHOBHI CTparerii ynpaBIiHHS
HuMmu. Ha nmpuknazai rocnogapcebkoi AisiibHOCTI TOB «binoniibcbkuii MammmHOOy11BHUN
3aBO/» MPOBEACHO aHaJll3 BUKOPUCTOBYBAHMX KAHANIIB PO3MOALLY, PUHKY, HA SIKOMY J1€
HIPUEMCTBO, a TakoX mpoBeaeHo SWOT-anamni3. ¥V 3akirouHOMYy po3/Iifii po3po0IeHo
IUIAXW BJOCKOHAJIEHHS YMpaBiHHA 30yTOM Ha MiANPUEMCTBI, BKJIIOYAIOYH BU3HAYEHHS
KJIFOYOBMX ACIEKTIB JJIs MOKPAIIeHHs, po3p00KY Ta BIPOBAIKEHHSI KOHKPETHUX 3aXO0/11B
Ta CTparerii, aHay3 eKOHOMIYHOT e(PEeKTUBHOCTI BiJ 3alPOBA/KCHHS 3aIIPOIIOHOBAHUX
3aXO/IIB.

KuarouoBi ciaoBa: kananu po3mofily, ympasiiHHsS 30yToM, CTparerii, aHami3
pUHKY, no3uuionyBanHg, SWOT-aHani3, BIOCKOHAJEHHS.

SUMMARY

Volnykh M. Channels for the division of products of the enterprise and
possible ways of thorough management will be developed

This work explores the theoretical aspects of product distribution channels in an
enterprise, including their meaning, types and basic strategies for managing them. In the
context of the government activity of LLC "Bilopil Machine-Building Plant", an
analysis of the selected channels by division, market, and type of business was carried
out, as well as a SWOT analysis was carried out. The final section is responsible for the
detailed management of the enterprise, including the identification of key aspects for
improvement, development and implementation of specific approaches and strategies,
analysis of cost-effectiveness of production no registered entries.

Key words: divisional channels, sales management, strategies, market analysis,
positioning, SWOT analysis, in-depth.
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