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Ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ ïðîäóêö³¿ ï³äïðèºìñòâ
Ïðåäìåòîì äîñë³äæåííÿ º ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ ïðîäóêö³¿ ï³äïðèºìñòâ.

Ìåòîþ äîñë³äæåííÿ º âèçíà÷èòè ìåòîäèêó ôîðìóâàííÿ êàíàë³ ðåàë³çàö³¿, ÿê³ á äàâàëè çìîãó 
çíà÷íî ïîêðàùèòè ìàðêåòèíãîâó àêòèâí³ñòü ï³äïðèºìñòâà. 

Ìåòîäè äîñë³äæåííÿ. Ó ðîáîò³ âèêîðèñòàí³ ä³àëåêòè÷íèé ìåòîä íàóêîâîãî ï³çíàííÿ, ìåòîä 
àíàë³çó ³ ñèíòåçó, ïîð³âíÿëüíèé ìåòîä, ìåòîä óçàãàëüíåííÿ äàíèõ.

Ðåçóëüòàòè ðîáîòè. Ó ñòàòò³ âèçíà÷åí³ çàâäàííÿ òà ö³ë³ ôîðìóâàííÿ êàíàë³â çáóòó ïðîäóêö³¿ ï³ä-
ïðèºìñòâà. Íàâåäåí³ ñèñòåìè çàõîä³â äëÿ âèð³øåííÿ çàâäàíü â ïðîöåñ³ îðãàí³çàö³¿ çáóòó ïðîäóêö³¿ 
ï³äïðèºìñòâà. Îêðåñëåí³ åòàïè àëãîðèòìó ôóíêö³îíóâàííÿ ñèñòåìè çáóòó ï³äïðèºìñòâà. Âèä³ëåí³ 
òðè ôîðìè îðãàí³çàö³¿ óïðàâë³ííÿ çáóòîâîþ ä³ÿëüí³ñòþ ï³äïðèºìñòâ. 

Âèñíîâêè. Âèçíà÷èâøè çáóò ÿê äâîñòîðîíí³é ïðîöåñ ïðîåêòóâàííÿ òà ñòâîðåííÿ ñò³éêî¿ ñèñòåìè 
çáåð³ãàííÿ, ïîä³ëó íà ïàðò³¿, ñîðòóâàííÿ ³ ïåðåäà÷³–ïðèéîìó ïðîäóêö³¿ äëÿ çàáåçïå÷åííÿ îá³ãó, âè-
ä³ëåíî ëîã³êî–ñòðóêòóðíó ñõåìó, ÿêà ïîêàçóº ïîñë³äîâí³ñòü çàâäàíü, ÿê³ ïîâèíí³ áóòè âèð³øåí³ äëÿ 
ïîáóäîâè åôåêòèâíî¿ ñèñòåìè çáóòó ï³äïðèºìñòâà â ëîã³ñòèö³ òà â ìàðêåòèíãó ï³äïðèºìñòâà. Áåç-
ïîñåðåäíº ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ ï³äïðèºìñòâà ïîâèííî çä³éñíþâàòèñÿ ñèëàìè ñàìîãî 
ï³äïðèºìñòâà. Ñàìå ñôåðà âçàºìîä³¿ ç ïîñåðåäíèêàìè ³ ñïîæèâà÷àìè ïðîäóêö³¿ ïîâèííà ïîâí³ñòþ 
çàëèøàòèñÿ ï³ä êîíòðîëåì âèðîáíèêà. Òîìó çì³ñò ö³º¿ ñèñòåìè º òèì ëàíöþãîì ïîñë³äîâíèõ ä³é, 
ÿêèé ôîðìóº ñèñòåìó çáóòó ï³äïðèºìñòâà. Òàêèé àëãîðèòì ñêëàäàºòüñÿ ç òàêèõ åòàï³â: ìîí³òîðèíã 
êîí’þíêòóðè ðèíêó, êîíêóðåíòíîãî ñåðåäîâèùà, ïîïèòó íà ïðîäóêö³þ ï³äïðèºìñòâà; ñòèìóëþâàííÿ 
çáóòó ³ ïðîñóâàííÿ òîâàðó, ðåêëàìà; âèçíà÷åííÿ ñêëàäó òà îáñÿãó ïðîäóêö³¿, ùî ðåàë³çóºòüñÿ; ïî-
øóê, âèâ÷åííÿ é ïîð³âíÿëüíèé àíàë³ç êàíàë³â ðåàë³çàö³¿; ôîðìóâàííÿ ïîðòôåëÿ çàìîâëåíü, àíàë³ç 
çàïðîïîíîâàíèõ òîðãîâåëüíèõ ïàðòíåð³â, ó÷àñòü ó ïðåçåíòàö³ÿõ, ÿðìàðêàõ, ïðîâåäåííÿ ïîïåðåäí³õ 
ä³ëîâèõ çóñòð³÷åé ³ ïåðåãîâîð³â ç ïîñåðåäíèêàìè òà ñïîæèâà÷àìè; ïîð³âíÿëüíèé àíàë³ç óìîâ ïðî-
äàæó, òîðãîâåëüíèõ ïîñåðåäíèê³â, ôàêòîð³â êîíêóðåíö³¿; ïðèéíÿòòÿ ð³øåíü ùîäî ñêëàäó òà îáñÿãó 
ðåàë³çàö³¿, âèáîðó òîðãîâåëüíèõ ïàðòíåð³â, óìîâ ïðîäàæó; óêëàäåííÿ äîãîâîðó çáóòó ïðîäóêö³¿; îð-
ãàí³çàö³ÿ îá³ãó. Ñïèðàþ÷èñü íà ³ñíóþ÷³ â ìåíåäæìåíò³ ³ ìàðêåòèíãó ïîãëÿäè íà ïðèíöèïè ïîáóäîâè 
îðãàí³çàö³é, ðîçãëÿíóòî ï³äõ³ä äî ôîðìóâàííÿ îðãàí³â çáóòó ïðîäóêö³¿. Âèä³ëåíî òðè ôîðìè îðãà-
í³çàö³¿ óïðàâë³ííÿ çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâà: öåíòðàë³çîâàíó, äåöåíòðàë³çîâàíó ³ çì³øàíó. 

Êëþ÷îâ³ ñëîâà: ï³äïðèºìñòâî, ìàðêåòèíã, ïðîäóêö³ÿ, ðèíîê, åôåêòèâí³ñòü, çáóò, êîíêóðåíòî-
ñïðîìîæí³ñòü, ³íôîðìàö³ÿ, ³ííîâàö³¿, ô³íàíñè. 

HAVRYLKO P. P.
HUSHTAN T. V.

KAHANETS–HAVRYLKO L. P.

The formation of channels for the sale 
of products of enterprises

The subject of the study is the formation of channels for the sale of products of enterprises.

The purpose of the study is to determine the method of formation of sales channels, which would 
make it possible to significantly improve the marketing activity of the enterprise.
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Ïîñòàíîâêà ïðîáëåìè. Àêòèâ³çàö³ÿ ðèíêî-
âèõ â³äíîñèí ³ íåîáõ³äí³ñòü ñòàá³ë³çàö³¿ åêîíîì³÷-
íèõ ïðîöåñ³â â Óêðà¿í³ çàëåæàòü â³ä åôåêòèâíîñ-
ò³ óïðàâë³ííÿ ï³äïðèºìñòâ. Çà öèõ óìîâ çáóòîâó 
ïîë³òèêó ï³äïðèºìñòâ ïîòð³áíî âèçíà÷àòè ÿê åêî-
íîì³÷íó ñèñòåìó, åôåêòèâí³ñòü ÿêî¿ çàëåæèòü â³ä 
õàðàêòåðó âçàºìîä³¿ ç ä³ëîâèìè ïàðòíåðàìè, êîí-
êóðåíòàìè, ïîñåðåäíèêàìè òà îðãàíàìè äåðæàâ-
íîãî óïðàâë³ííÿ. Â óìîâàõ ðèçèêó òà íåâèçíà÷åíî-
ñò³ ðîçâ’ÿçàííþ ïðîáëåì íåîáõ³äíîñò³ óçãîäæåííÿ 
³íòåðåñ³â ï³äïðèºìñòâà é ñóá’ºêò³â çîâí³øíüî-
ãî åêîíîì³÷íîãî ñåðåäîâèùà ñïðèÿº ôîðìóâàí-
íÿ ñèñòåìè çáóòó ï³äïðèºìñòâ. Ïîáóäîâà òàêî¿ 
ñèñòåìè ðîáèòü öþ ïðîáëåìó âàæëèâîþ äëÿ â³-
ò÷èçíÿíèõ ï³äïðèºìñòâ ³ çóìîâëþº íåîáõ³äí³ñòü 
íàóêîâîãî îá´ðóíòóâàííÿ ðåçåðâ³â òà íàïðÿì³â 
ïîäàëüøîãî óäîñêîíàëåííÿ ñèñòåìè óïðàâë³ííÿ 
çáóòîâîþ ä³ÿëüí³ñòþ äëÿ çàáåçïå÷åííÿ ñîö³àëüíî 
â³äïîâ³äàëüíî¿ ïîâåä³íêè ï³äïðèºìñòâà.

Àíàë³ç îñòàíí³õ äîñë³äæåíü òà ïóáë³êàö³é. 
Ïèòàííÿ çáóòîâî¿ ä³ÿëüíîñò³ ðîçãëÿäàëèñÿ íà òå-
îðåòè÷íîìó ³ ìåòîäîëîã³÷íîìó ð³âíÿõ òàêèìè â³-
ò÷èçíÿíèìè ³ çàðóá³æíèìè â÷åíèìè, ÿê: Â. Àïîï³é, 

Ñ. Àðõ³ºðåºâ, ². Áàãðîâà, Á. Áðåììåð, ². Áó÷àöüêà, 
Ì. Ãîëä, À. Êàëü÷åíêî, À. Êåìïáåëë, Î. Òðèä³ä, 
Ê. ×åíäëåð òà ³íø³. Îäíàê, ïåâí³ òåîðåòè÷í³ òà íà-
óêîâî–ïðàêòè÷í³ ïðîáëåìè ôîðìóâàííÿ ñèñòåìè 
çáóòó ï³äïðèºìñòâ ðîçðîáëåí³ íåäîñòàòíüî ïîâíî 
³ òîìó ïîòðåáóþòü ïîäàëüøèõ äîñë³äæåíü. 

Ìåòà ñòàòò³ – âèçíà÷èòè ìåòîäèêó ôîðìóâàí-
íÿ êàíàë³ ðåàë³çàö³¿, ÿê³ á äàâàëè çìîãó çíà÷íî ïî-
êðàùèòè ìàðêåòèíãîâó àêòèâí³ñòü ï³äïðèºìñòâà.

Âèêëàä îñíîâíîãî ìàòåð³àëó. Ôîðìóâàííÿ 
êàíàë³â ðåàë³çàö³¿ – îäíå ç íàéñêëàäí³øèõ ïèòàíü 
ìàðêåòèíãó ó ïðàêòèö³ ï³äïðèºìñòâà. Âèçíà÷èâ-
øè çáóò ÿê äâîñòîðîíí³é ïðîöåñ ïðîåêòóâàííÿ 
òà ñòâîðåííÿ ñò³éêî¿ ñèñòåìè çáåð³ãàííÿ, ïîä³-
ëó íà ïàðò³¿, ñîðòóâàííÿ, ïåðåäà÷³–ïðèéîìó ïðî-
äóêö³¿ äëÿ çàáåçïå÷åííÿ îá³ãó, ìîæíà âèä³ëèòè 
òàê³ çàâäàííÿ òà ö³ë³ ôîðìóâàííÿ ñèñòåìè çáó-
òó (ðèñ. 1). Öÿ ëîã³êî–ñòðóêòóðíà ñõåìà ïîêàçóº 
ïîñë³äîâí³ñòü çàâäàíü, ÿê³ ïîâèíí³ áóòè âèð³øåí³ 
äëÿ ïîáóäîâè åôåêòèâíî¿ ñèñòåìè çáóòó ï³äïðè-
ºìñòâà â ëîã³ñòèö³ òà â ìàðêåòèíãó ï³äïðèºìñòâà. 
Äëÿ âèð³øåííÿ öèõ çàâäàíü â ïðîöåñ³ îðãàí³çà-
ö³¿ çáóòó ïðîäóêö³¿ ï³äïðèºìñòâà ìîæíà âèä³ëèòè 

Research methods. The work uses the dialectical method of scientific knowledge, the method of 
analysis and synthesis, the comparative method, and the method of summarizing data.

Work results. The paper defines the tasks and goals of forming the sales channels of the enterprise 
products. Systems of measures for solving tasks in the process of organizing the sale of the enterprise 
products are presented. The stages of the operation algorithm of the enterprise sales system are 
outlined. Three forms of organization of management of sales activities of enterprises are distinguished.

Conclusions. Having defined sales as a two–way process of designing and creating a stable system 
of storage, division into batches, sorting and transfer–reception of products to ensure circulation, a 
logical–structural diagram is highlighted, which shows the sequence of tasks that must be solved in 
order to build an effective sales system of the enterprise in logistics and in marketing of enterprise. 
The direct formation of the enterprise sales channels should be carried out by the enterprise itself. 
It is the sphere of interaction with intermediaries and consumers of products that must remain 
completely under the control of the manufacturer. Therefore, the content of this system is the chain 
of successive actions that forms the sales system of the enterprise. Such an algorithm consists of 
the following stages: monitoring of the market situation, competitive environment, demand for the 
enterprise products; sales promotion and product promotion, advertising; determination of the 
composition and volume of sold products; search, study and comparative analysis of sales channels; 
formation of a portfolio of orders, analysis of proposed trade partners, participation in presentations, 
fairs, conducting preliminary business meetings and negotiations with intermediaries and consumers; 
comparative analysis of sales conditions, sales agents, competition factors; decision–making regarding 
the composition and volume of sales, the choice of trading partners, terms of sale; concluding a product 
sales contract; circulation organization. Based on the existing management and marketing views on 
the principles of building organizations, the approach to the formation of product sales organizations 
is considered. Three forms of organization of management of sales activity of the enterprise are 
distinguished: centralized, decentralized and mixed.

Keywords: enterprise, marketing, products, market, efficiency, sales, competitiveness, information, 
innovations, finance.
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òàê³ ñèñòåìè çàõîä³â: I. Ïîïåðåäí³ çàõîäè: îö³íþ-
âàííÿ åôåêòèâíîñò³ ³ñíóþ÷î¿ òîâàðíî¿ òà ö³íîâî¿ 
ïîë³òèêè, à òàêîæ ñèñòåìè çáóòó ïðîäóêö³¿; îö³-
íþâàííÿ ³íôðàñòðóêòóðè ðèíêó ³ éîãî ñåãìåíò³â; 
ôîðìóâàííÿ ÿê³ñíèõ ³ ê³ëüê³ñíèõ çàâäàíü çáóòó; 
II. Ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ ïðîäóêö³¿: âè-
çíà÷åííÿ ìàðêåòèíãîâî¿ ñòðàòåã³¿ çáóòó ïðîäóêö³¿; 
âèçíà÷åííÿ ñèñòåìè òà ôîðì çáóòó; âèá³ð òîðãî-
âåëüíèõ ïîñåðåäíèê³â ³ âèçíà÷åííÿ äîâæèíè òà 
øèðèíè êàíàë³â ðåàë³çàö³¿ ïðîäóêö³¿; III. Àäàïòà-
ö³ÿ êàíàë³â ðåàë³çàö³¿: ðîçðîáêà é óïðîâàäæåííÿ 
çàõîä³â ùîäî àäàïòàö³¿ êàíàë³â ðåàë³çàö³¿ ï³äïðè-
ºìñòâà äî çì³í ó çîâí³øíüîìó ñåðåäîâèù³; âïðî-
âàäæåííÿ ñèñòåìè àíàë³çó òà êîíòðîëþ çà åôåê-
òèâí³ñòþ êàíàë³â çáóòó ïðîäóêö³¿ ï³äïðèºìñòâà.

Êîæíà ç öèõ ñèñòåì º íåîáõ³äíîþ äëÿ ñòâîðåí-
íÿ åôåêòèâíî¿ ñèñòåìè çáóòó ïðîäóêö³¿ ï³äïðèºì-

ñòâà. Çàõîäè ïåðøî¿ ç íèõ çàáåçïå÷óþòü âèêî-
íàííÿ ìàðêåòèíãîâèõ ôóíêö³é àíàë³çó ðèíêó. Äëÿ 
ï³äïðèºìñòâ, ÿê³ âèáðàëè ÿê çáóòîâó ïîë³òèêó êîí-
öåíòðàö³éíèé ÷è äèôåðåíö³éîâàíèé ìàðêåòèíã, 
ãîëîâíîþ ÷àñòèíîþ öüîãî åòàïó º ñåãìåíòóâàí-
íÿ ðèíêó ³ âèá³ð ö³ëüîâîãî ñåãìåíòà. Äèôåðåí-
ö³éîâàíèé ìàðêåòèíã íà ñüîãîäí³ º ïåðåâàæíîþ 
ñòðàòåã³ºþ çáóòó.

Íàñòóïíà ñèñòåìà âêëþ÷àº â ñåáå ïðèéíÿòòÿ 
ð³øåíü ïðî âèá³ð ³ øëÿõè ðåàë³çàö³¿ ìàðêåòèíãî-
âî¿ ñòðàòåã³¿ çáóòó. Íà ¿¿ îñíîâ³ ïëàíóþòüñÿ ³ âè-
êîíóþòüñÿ ä³¿ ç ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿. 
Âèçíà÷åííÿ âèä³â êàíàë³â ðîçïîä³ëó òàêîæ ìîæå 
ïðîâîäèòèñÿ íà îñíîâ³ ñåãìåíòóâàííÿ ðèíêó.

Áåçïîñåðåäíº ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ 
ï³äïðèºìñòâà ïîâèííî çä³éñíþâàòèñÿ çóñèëëÿ-
ìè ñàìîãî ï³äïðèºìñòâà. Ñàìå ñôåðà âçàºìîä³¿ ç 

Çàâäàííÿ òà ö³ë³ ôîðìóâàííÿ êàíàë³â çáóòó ïðîäóêö³¿ ï³äïðèºìñòâà *
* ñêëàäåíî àâòîðàìè
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ïîñåðåäíèêàìè ³ ñïîæèâà÷àìè ïðîäóêö³¿ ïîâèííà 
ïîâí³ñòþ çàëèøàòèñÿ ï³ä êîíòðîëåì âèðîáíèêà. 
Òîìó çì³ñò ö³º¿ ñèñòåìè ³ º òèì ëàíöþãîì ïîñë³-
äîâíèõ ä³é, ÿêèé ôîðìóº ñèñòåìó çáóòó ï³äïðèºì-
ñòâà. Öåé àëãîðèòì ñêëàäàºòüñÿ ç íàñòóïíèõ åòà-
ï³â: ìîí³òîðèíã êîí’þíêòóðè ðèíêó, êîíêóðåíòíîãî 
ñåðåäîâèùà, ïîïèòó íà ïðîäóêö³þ ï³äïðèºìñòâà; 
ñòèìóëþâàííÿ çáóòó ³ ïðîñóâàííÿ òîâàðó, ðåêëà-
ìà; âèçíà÷åííÿ ñêëàäó òà îáñÿãó ïðîäóêö³¿, ùî ðå-
àë³çóºòüñÿ; ïîøóê, âèâ÷åííÿ ³ ïîð³âíÿëüíèé àíàë³ç 
êàíàë³â ðåàë³çàö³¿; ôîðìóâàííÿ ïîðòôåëÿ çàìîâ-
ëåíü, àíàë³ç çàïðîïîíîâàíèõ òîðãîâåëüíèõ ïàðò-
íåð³â, ó÷àñòü ó ïðåçåíòàö³ÿõ, ÿðìàðêàõ, ïðîâå-
äåííÿ ïîïåðåäí³õ ä³ëîâèõ çóñòð³÷åé ³ ïåðåãîâîð³â 
ç ïîñåðåäíèêàìè ³ ñïîæèâà÷àìè; ïîð³âíÿëüíèé 
àíàë³ç óìîâ ïðîäàæó, òîðãîâåëüíèõ ïîñåðåäíè-
ê³â, ôàêòîð³â êîíêóðåíö³¿; ïðèéíÿòòÿ ð³øåíü ùî-
äî ñêëàäó òà îáñÿãó ðåàë³çàö³¿, âèáîðó òîðãîâåëü-
íèõ ïàðòíåð³â, óìîâ ïðîäàæó; óêëàäàííÿ äîãîâîðó 
çáóòó ïðîäóêö³¿; îðãàí³çàö³ÿ òîâàðîîá³ãó.

Ïåðøèé åòàï ïðîöåñó ôîðìóâàííÿ êàíàë³â ðå-
àë³çàö³¿ ïðîäóêö³¿ ñïðÿìîâàíèé íà ïåðìàíåíòíå 
â³äñë³äêîâóâàííÿ ïîòðåá ðèíêó â ïðîäóêö³¿ ï³ä-
ïðèºìñòâà. Äðóãèé åòàï ïåðåäáà÷àº çàõîäè, ÿê³ 
ñïðÿìîâàí³ íà ³íôîðìóâàííÿ ïîòåíö³éíèõ ñïî-
æèâà÷³â ³ òîðãîâåëüíèõ ïîñåðåäíèê³â ïðî ïðîäóê-
ö³þ ï³äïðèºìñòâà, ôîðìóâàííÿ òà ñòèìóëþâàííÿ 
ïîïèòó. Òðåò³é åòàï ïåðåäáà÷àº îö³íþâàííÿ ïî-
òåíö³éíîãî çáóòó ïðîäóêö³¿ çà ¿¿ âèäàìè òà îáñÿ-
ãàìè, ïîïåðåäíþ îö³íêó ðåíòàáåëüíîñò³ ïðîäàæó. 
×åòâåðòèé åòàï çàáåçïå÷óº ôîðìóâàííÿ ñïèñêó 
ïîòåíö³éíèõ êë³ºíò³â (ïîñåðåäíèê³â, ñïîæèâà÷³â). 
Ï’ÿòèé åòàï ïåðåäáà÷àº ôîðìóâàííÿ ïîðòôåëÿ 
çàìîâëåíü ï³äïðèºìñòâà. Íà øîñòîìó åòàï³ íå-
îáõ³äíî ïðîâåñòè àíàë³ç ïðîãíîçó êàíàë³â ðåàë³-
çàö³¿. Ð³øåííÿ, ÿê³ ïðèéìàþòü íà ñüîìîìó åòàï³, 
ïðî ñòðóêòóðó òà îáñÿã ðåàë³çàö³¿, óìîâè ïðîäàæó, 
êàíàëè ðåàë³çàö³¿, ôîðìè ãîñïîäàðñüêîãî çâ’ÿç-
êó òà ä³ëîâèõ â³äíîñèí ç ó÷àñíèêàìè êàíàë³â ùî-
äî çáóòó ïðîäóêö³¿ º ðåçóëüòàòîì ñóêóïíî¿ îö³íêè 
êë³ºíò³â, ùî çóìîâëþº ¿õ âèá³ð. Âîñüìèé åòàï ïå-
ðåäáà÷àº äîêóìåíòàëüíå, þðèäè÷íå îôîðìëåííÿ 
ïðîöåäóðè äîñòàâêè ïðîäóêö³¿ çà àäðåñîþ âèáðà-
íèõ ïîêóïö³â òà ¿¿ îïëàòó ç ¿õíüî¿ ñòîðîíè. Äåâ’ÿ-
òèé, çàêëþ÷íèé, åòàï îðãàí³çàö³¿ çáóòó ïðîäóêö³¿ 
ïåðåäáà÷àº âèêîíàííÿ ãîëîâíî¿ ìåòè ðîçïîä³ëó 
– äîñòàâêó ïðîäóêö³¿ ñïîæèâà÷ó àáî ïîñåðåäíè-
êó. Ñïèðàþ÷èñü íà ³ñíóþ÷³ â ìåíåäæìåíò³ ³ ìàð-
êåòèíãó ïîãëÿäè íà ïðèíöèïè ïîáóäîâè îðãàí³çà-
ö³é, ìîæíà âèä³ëèòè òàêèé ï³äõ³ä äî ôîðìóâàííÿ 

îðãàí³â çáóòó ïðîäóêö³¿. Ïåðø çà âñå, îðãàí³çà-
ö³ÿ ÿê ôóíêö³ÿ óïðàâë³ííÿ ïîëÿãàº ó ôîðìóâàí-
í³ îðãàí³çàö³éíî¿ ñòðóêòóðè îá’ºêòà óïðàâë³ííÿ é ó 
âñòàíîâëåíí³ âçàºìîçâ’ÿçêó, ôîðì îðãàí³çàö³é-
íî–ôóíêö³îíàëüíî¿ âçàºìîä³¿ ì³æ îêðåìèìè éîãî 
ñòðóêòóðíèìè ï³äðîçä³ëàìè. Âèä³ëÿþòü òðè ôîð-
ìè îðãàí³çàö³¿ óïðàâë³ííÿ çáóòîâî¿ ä³ÿëüíîñò³ ï³ä-
ïðèºìñòâà – öåíòðàë³çîâàíó, äåöåíòðàë³çîâàíó 
³ çì³øàíó. Îñíîâîþ ôîðìóâàííÿ îðãàí³çàö³éíèõ 
ñòðóêòóð º ïðèíöèïè íîðìóâàííÿ, ðîçïîä³ëó ïî-
âíîâàæåíü ³ â³äïîâ³äàëüíîñò³, â³äïîâ³äíîñò³ ïî-
âíîâàæåíü ³ â³äïîâ³äàëüíîñò³, ñï³âðîá³òíèöòâà é 
êîîðäèíàö³¿ òà ïðèíöèï ïåðøî¿ îñîáè. Îðãàí³çà-
ö³ÿ óïðàâë³ííÿ çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâà 
ñïðÿìîâàíà íà çàäîâîëåííÿ êîíêðåòíèõ çàïèò³â 
ñïîæèâà÷³â ³ âèêîíàííÿ ùîäî íèõ ³íäèâ³äóàëüíî¿, 
ñïåö³àë³çîâàíî¿ é êîìïëåêñíî¿ çáóòîâî¿ ïîë³òèêè, 
ùî ðîáèòü ¿¿ íàéá³ëüø åôåêòèâíîþ ïðè äèôåðåí-
ö³àö³¿ â³äì³ííîñòåé ó ñïîæèâ÷èõ çàïèòàõ.

Âèñíîâêè
Âèçíà÷èâøè çáóò ÿê äâîñòîðîíí³é ïðîöåñ ïðî-

åêòóâàííÿ òà ñòâîðåííÿ ñò³éêî¿ ñèñòåìè çáåð³ãàí-
íÿ, ïîä³ëó íà ïàðò³¿, ñîðòóâàííÿ ³ ïåðåäà÷³–ïðè-
éîìó ïðîäóêö³¿ äëÿ çàáåçïå÷åííÿ îá³ãó, âèä³ëåíî 
ëîã³êî–ñòðóêòóðíó ñõåìó, ÿêà ïîêàçóº ïîñë³äîâ-
í³ñòü çàâäàíü, ÿê³ ïîâèíí³ áóòè âèð³øåí³ äëÿ ïî-
áóäîâè åôåêòèâíî¿ ñèñòåìè çáóòó ï³äïðèºìñòâà â 
ëîã³ñòèö³ òà â ìàðêåòèíãó ï³äïðèºìñòâà. Áåçïî-
ñåðåäíº ôîðìóâàííÿ êàíàë³â ðåàë³çàö³¿ ï³äïðè-
ºìñòâà ïîâèííî çä³éñíþâàòèñÿ ñèëàìè ñàìîãî 
ï³äïðèºìñòâà. Ñàìå ñôåðà âçàºìîä³¿ ç ïîñåðåä-
íèêàìè ³ ñïîæèâà÷àìè ïðîäóêö³¿ ïîâèííà ïîâí³-
ñòþ çàëèøàòèñÿ ï³ä êîíòðîëåì âèðîáíèêà. Òîìó 
çì³ñò ö³º¿ ñèñòåìè º òèì ëàíöþãîì ïîñë³äîâíèõ 
ä³é, ÿêèé ôîðìóº ñèñòåìó çáóòó ï³äïðèºìñòâà. 
Òàêèé àëãîðèòì ñêëàäàºòüñÿ ç òàêèõ åòàï³â: ìî-
í³òîðèíã êîí’þíêòóðè ðèíêó, êîíêóðåíòíîãî ñåðå-
äîâèùà, ïîïèòó íà ïðîäóêö³þ ï³äïðèºìñòâà; ñòè-
ìóëþâàííÿ çáóòó ³ ïðîñóâàííÿ òîâàðó, ðåêëàìà; 
âèçíà÷åííÿ ñêëàäó òà îáñÿãó ïðîäóêö³¿, ùî ðåàë³-
çóºòüñÿ; ïîøóê, âèâ÷åííÿ é ïîð³âíÿëüíèé àíàë³ç 
êàíàë³â ðåàë³çàö³¿; ôîðìóâàííÿ ïîðòôåëÿ çàìîâ-
ëåíü, àíàë³ç çàïðîïîíîâàíèõ òîðãîâåëüíèõ ïàðò-
íåð³â, ó÷àñòü ó ïðåçåíòàö³ÿõ, ÿðìàðêàõ, ïðîâå-
äåííÿ ïîïåðåäí³õ ä³ëîâèõ çóñòð³÷åé ³ ïåðåãîâîð³â 
ç ïîñåðåäíèêàìè òà ñïîæèâà÷àìè; ïîð³âíÿëüíèé 
àíàë³ç óìîâ ïðîäàæó, òîðãîâåëüíèõ ïîñåðåäíè-
ê³â, ôàêòîð³â êîíêóðåíö³¿; ïðèéíÿòòÿ ð³øåíü ùî-
äî ñêëàäó òà îáñÿãó ðåàë³çàö³¿, âèáîðó òîðãîâåëü-
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íèõ ïàðòíåð³â, óìîâ ïðîäàæó; óêëàäåííÿ äîãîâîðó 
çáóòó ïðîäóêö³¿; îðãàí³çàö³ÿ îá³ãó. Ñïèðàþ÷èñü íà 
³ñíóþ÷³ â ìåíåäæìåíò³ ³ ìàðêåòèíãó ïîãëÿäè íà 
ïðèíöèïè ïîáóäîâè îðãàí³çàö³é, ðîçãëÿíóòî ï³ä-
õ³ä äî ôîðìóâàííÿ îðãàí³â çáóòó ïðîäóêö³¿. Âèä³-
ëåíî òðè ôîðìè îðãàí³çàö³¿ óïðàâë³ííÿ çáóòîâî¿ 
ä³ÿëüíîñò³ ï³äïðèºìñòâà: öåíòðàë³çîâàíó, äåöåí-
òðàë³çîâàíó ³ çì³øàíó. 
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Îðãàí³çàö³éíî–åêîíîì³÷íèé ìåõàí³çì óïðàâë³ííÿ 
áåçïåêîâèì ïîòåíö³àëîì ³ííîâàö³éíî îð³ºíòîâàíîãî 

ï³äïðèºìñòâà â êîíòåêñò³ çàáåçïå÷åííÿ åôåêòèâíîñò³ 
á³çíåñ–ïðîöåñ³â

Àêòóàëüí³ñòü òåìè äîñë³äæåííÿ. Äîñë³äæåííÿ ïèòàííÿ îðãàí³çàö³éíî–åêîíîì³÷íîãî ìåõàí³ç-
ìó óïðàâë³ííÿ áåçïåêîâèì ïîòåíö³àëîì ³ííîâàö³éíî îð³ºíòîâàíîãî ï³äïðèºìñòâà â êîíòåêñò³ çà-
áåçïå÷åííÿ åôåêòèâíîñò³ á³çíåñ–ïðîöåñ³â îáóìîâëþºòüñÿ ñó÷àñíîþ äèíàì³êîþ çì³í ³ âàæëèâ³ñòþ 
¿õ ä³àãíîñòóâàííÿ ñèãíàòîðèêè ³ìïóëüñ³â.

Ïîñòàíîâêà ïðîáëåìè. Íàÿâíèé ä³þ÷èé îðãàí³çàö³éíî–åêîíîì³÷íèé ìåõàí³çì ìåíåäæìåíòó ³í-
íîâàö³éíî îð³ºíòîâàíèõ ï³äïðèºìñòâ, çîêðåìà ³ áåçïåêîâèì ïîòåíö³àëîì, íå ó ïîâí³é ì³ð³ çàäîâ³ëü-
íÿº ïîòðåáó ó ï³äâèùåíí³ ðåçóëüòàòèâíîñò³ ä³ÿëüíîñò³, îïòèì³çàö³¿ âèêîðèñòàííÿ óñ³õ ðåñóðñ³â, ðîñòó 
ïðîäóêòèâíîñò³ ïðàö³, çàáåçïå÷åííÿ êîíêóðåíòîñïðîìîæíîñò³ ³ííîâàö³éíî¿ ïðîäóêö³¿, ùî â êîíòåêñò³ 
çàáåçïå÷åííÿ åôåêòèâíîñò³ á³çíåñ–ïðîöåñ³â îáóìîâëþº àêòóàëüí³ñòü òåìè äîñë³äæåííÿ.

Ïîñòàíîâêà ìåòè ³ çàâäàíü äîñë³äæåííÿ – äîñë³äèòè îðãàí³çàö³éíî–åêîíîì³÷íèé ìåõàí³çì 
óïðàâë³ííÿ áåçïåêîâèì ïîòåíö³àëîì ³ííîâàö³éíî îð³ºíòîâàíîãî ï³äïðèºìñòâà â êîíòåêñò³ çàáåç-
ïå÷åííÿ åôåêòèâíîñò³ á³çíåñ–ïðîöåñ³â.

Ìåòîä àáî ìåòîäîëîã³ÿ äîñë³äæåííÿ. Â ñòàòò³ âèêîðèñòàíî íàñòóïí³ ìåòîäè: ìîíîãðàô³÷íèé, 
ãðàô³÷íèé, àíàë³çó ³ ñèíòåçó, ñèñòåìàòèçàö³¿.

Ïðåçåíòàö³ÿ îñíîâíîãî ìàòåð³àëó (ðåçóëüòàòè äîñë³äæåííÿ). Âèîêðåìëåíî ïðîáëåìí³ àñ-
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