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AHOTALIA

[leperyna [I.B. Opranizaiiss npoaaxy JiKepo-TOpiUTYaHUX BHUPOOIB 3a
pe3yabTaTaMu AOCTIIHKEHHS 1X aCOPTUMEHTY Ta SIKOCTI.

VY po6oTi pO3IIIIHYTO TEOPETHYHI ACMEKTH JTOCHIJKEHHS METOIB MPOAaXIB.
[IpoananizoBaHO CTaH 1 TEHACHII PUHKY JIKEPO-TOpLTYaHUX BUPOOIB, PO3IIISHYTI
Cy4acHI METOIU MPOJIaXxiB JIKEPO-TOPITYaHUX BHPOOIB Ta METOAMYHI MIAXOAH O
OLIIHKH SIKOCTI JIIKEPO-TOPLITYaHUX BUPOOiB.

JocmimkeHno MisabHICTh XonauHry “basaepa ['pym”’ta ii acopTumeHTHHI psif.
[TpoBeneHo OIIHKY AKOCTI JIKEPO-TOPLITYaHUX BUPOOIB B XOJIIUHTOBIM KOMITaHIi.

Hagano npomno3uiii moao ontumizallii 3aKyniBeIbHOI JIOT1ICTUKH, SIK OCHOBHOTO
MeTOy 3a0€3MeUeHHs MIIMPUEMCTBA PECYPCAMU 3a PaXyHOK PO3POOKH IHHOBALIIMHUX
COPTYBaJIbHUX TEPMIHAJIB Ta BHKOPUCTAHHS MPOTPAMHOIO 3a0€3MEYCHHS s
KOHTPOJIF0O €(EKTUBHOI JOTICTUYHUX MAapIIpyTiB, a TaKOX 3POCTaHHA OOCATIB
NpOJaXy 3 PaxyHOK ONTHUMI3allli acCOPTUMEHTY XOJIAWUHTY IIOJ0 aKTyaJlbHUX
TEHJICHI[I/ Ta MOMUTY CIOKMBAUIB 32 JOTIOMOT'0OI0 BUKOPUCTAHHS aHATITUKU BEJIMKUX
00CATIB JaHWUX Ta BIOPOBAKEHHS IITYYHOTO 1HTEJICKTY.

Kiro4oBi ciioBa: onTuMi3aliis, T0CTIKEHHS, JTIKEPO-ropiiuani BUpoOH, SIKICTh,
ACOPTUMEHT, CETMEHTYBAaHHS.

SUMMARY

Pereguda D.V. Organization of the sale of liquor and vodka products based on
the results of research into their range and quality.

The theoretical aspects of research of sales methods are considered in the work.
The state and tendencies of the market of liquor and vodka products are analyzed,
modern methods of sales of liquor and vodka products and methodical approaches to
an estimation of their quality of liquor and vodka products are considered.

The activity of the holding "Bayadera Group" and its range are studied. The
quality of liquor and vodka products in the trade network was assessed.

Proposals have been made regarding the optimization of procurement logistics
as the main method of providing the enterprise with resources through the development
of innovative sorting terminals and the use of software to control effective logistics
routes, as well as the growth of sales volumes due to the optimization of the holding's
assortment in relation to current trends and consumer demand through the use of
analytics of large volumes of data and implementation of artificial intelligence.

Key words: activation, research, liquor and vodka products, quality, assortment,
segmentation.
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