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COMPONENTS OF THE INCREASING REVENUE STRATEGY
IN THE SYSTEM OF ENTERPRISE VALUE MANAGEMENT

The article deals with the problem of determining the components of increasing revenue
strategy in the system of enterprise value. The methodological approaches to forming technologies
for implementing the strategy of increasing revenues in the present market conditions are considered
in the article. Technologies for implementing the strategy of increasing revenues and content of these

technologies are given.
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Value of an enterprise in the modern
market conditions is formed by the
components one of which is revenue of an
enterprise received as a result of its business
activity. Enterprise value management
uses managerial influence on the valuable
components. In these conditions, research of
the content of the increasing revenue strategy
of an enterprise in the system of enterprise
value management is urgent.

Critical analysis of real theoretical and
practical research of national and foreign
scientists gives a possibility to determine
the ways for solving problems of enterprise
valuation management in real conditions.
Problems of assessment and management
of business and enterprise valuation have
found its reflection in scientific works
of foreign and national scientists such as
V.V. Bochorov [1], S.V. Valdaytsev [2],
T.V. Momot [5], Sh. Pratt [7], P. Rees
Richard [9], V.N. Sokolov [11], Ch. Frank
[13] and V.A. Shcherbakov [14].

The scientists touched upon the
problems of determining approaches to
assess value of enterprises and a way of
valuation management of these companies.

However, the results which were got
don’t show enough content of the components
of enterprise and business valuation as well
as managerial influence on enterprise and
business value of an enterprise in the present
market conditions.
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The goal of this work is to determine
the content of the strategies and technologies
of enterprise value management in the
present market conditions. The author tries
to determine the content of the strategy of
increasing enterprise revenue in the present
market conditions taking into consideration
alternative ways of using an enterprise by its
owners and potential acquirers.

Enterprise value, in the present
market conditions, uses such components
as revenue, operating profit, indicators of
assets utilization efficiency, and expectations
(Fig. 1). Knowledge about the content of
each main component of enterprise value
gives a possibility to apply appropriate
strategies and technologies which, within
an appropriate orga nizational and economic
mechanism, gives a possibility of making
effective management of enterprise value
and its business valuation.

Components and factors of influence
on enterprise value were shown in Fig. 2.
The content and internal components of the
strategy of increasing enterprise revenue in
the system of enterprise value management
will be formed according to the components
and factors of revenue accumulation.

The technology of implementation
of the increasing revenue strategy will be
directed in the following ways:

1. Marketing and Sales.
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Fig. 1. Components of enterprise value and its business valuation
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Fig. 2. Components and factors of forming enterprise revenue

. Innovative Products and Services.

. Customer Interaction Management.
. Trade-in and Tying Sales.

. Client Base Support.

. Cash Flow Management.

. Demand and Supply Management.
. Price Optimization.

Marketing and Sales Technology
gives a possibility to implement the strategy
of increasing enterprise revenue with
the help of using marketing and selling
techniques. The content of this technology
supposes the following sequence of actions:
increasing attention to high profit and
prospective clients as well as to high profit
goods and services; increasing attention
to highly effective distribution channels
and promotion; developing new regional
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markets; developing new segments on the
present markets; expansion of advertising
and distribution channels.

Innovative Products and Services
Technology gives a possibility to achieve
increasing enterprise revenue to use
innovations in the goods and services which
an enterprise offers to the market. The author’s
approach to the content of this technology
includes the following actions: widening a
range of the proposed goods and services;
increasing attention to R&D, introduction
of new and developing innovative products;
increasing attention to design which gives
a possibility to make flexible configuration
and adjustment; improving the base and
strategy of forming portfolio of goods and
services; increasing attention to the cycle of
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product launch to the market and to time of
delivering a product in commercial amounts;
increasing quantity and quality of new goods
and services which are launched.

Technology of Customer Interaction
Management. First of all, this technology
has the goals to decrease time of
fulfillment of customer orders and to
increase revenue using a more thorough
approach to satisfaction of consumer
needs. This technology includes client
base optimization; increasing attention to
widening the client base and developing
interaction with clients; improvement of the
strategy of customer services management;
and increasing attention to satisfying needs
of customers.

Technology of Trade-in and
Tying Sales. The technology of trade-in
and tying sales is one of the elements of
implementation of the increasing enterprise
revenue strategy in the system of enterprise
value management and this technology
supposes to increase enterprise value due to
using and increasing a range of goods and
services which enforce customers to make
trade-in and buy tying goods and services.
The offered technology supposes the
following list of actions including detection
of possibilities to increase trade-in and
tying sales; implementation of preliminary
advertising campaigns which are directed
at trade-in and tying sales; improvement of
models and methods of trade-in and tying
sales; increasing efficiency of business
processes of trade-in and tying sales.

Technology of Client Base Support.
The technology of client base support
gives a possibility to an enterprise to save
its previous sales volume to retain the
number of its customers. In addition, the
proposed technology supposes, on the
one hand, setting appropriate priorities for
clients to increase sales and, on the other
hand, creating difficulties for switching the
clients to competitors. The content of the
offered technology includes the following
components: increasing attention to client
base support; setting barriers which make
it difficult for the customers to switch
to competitors; changing priorities and
strategies of customer retention.

Technology of Cash Flow
Management. First of all, the technology
of cash flow management is directed at
increasing cash flow of an enterprise. It will
give the enterprise necessary current assets
and will promote increasing enterprise
value. This technology supposes increasing
enterprise revenue due to the use of efficient
cash flow management. Accordingly, this
technology supposes such activities as
focusing on getting revenue from using the
enterprise’s assets; increase of attention to
protection of intellectual property; increase
of attention to redistribution of the invested
capital and reinvestment.

Technology of Demand and Supply
Management. Efficient management of
demand and supply gives a possibility
to make considerable influence on the
enterprise revenue which is, accordingly,
an influential factor of the enterprise value.
Use of the offered technology needs the
following actions: takeovers of the competing
enterprises; providing an extended range
of goods and services; increase of attention
to customers with low price sensitivity;
increase of attention to developing new types
of goods; increase of attention to supply
process management.

Technology of Price Optimization.
Price optimization is always a very weighty
factor of influencing enterprise revenue,
therefore the proposed technology is very
important to increase enterprise value.
The technology of price optimization
supposes to make the following actions
including optimization of a range of goods
and services taking into account priority
change alternatives; increase of attention
to differentiated pricing with different
client segments; increase of attention to
price efficiency and price optimization;
transformation of free services into the paid
ones; increasing efficiency of advertising
campaigns.

The technologies which were offered
by the author are the main elements of
implementing the strategy of increasing
enterprise revenue in the system of enterprise
value management. Actions which have been
shown in the technologies are implemented
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within the enterprise’s current business
processes. These are the following business
processes:

1. Conducting and managing business.

2. Management of mutual relations and
interactions with customers.

3. Personnel management.

4. Development and  production
management.

5. Management of information
technologies.

6. Management of administrative and
support services.

Business processes are conducted
within the enterprise’s activity and have
strong interrelations and interdependence
between them. Therefore, the proposed
technologies are used within the strategy
of increasing enterprise revenue in the
system of enterprise value management.
The coordinating function and the
management one of this strategy are given
to the appropriate components of the
organizational and economic mechanism of
enterprise value management.

The ways which are offered by the
author give a possibility to make influence
on enterprise value at the present market
conditions.

The main goal of this research is to
determine the content of the technologies
which are components of the strategy of
increasing enterprise revenue in the system
of enterprise value management.

Implementation of the strategy of
increasing enterprise revenue is possible
only at the expense of integrated utilization
of the technologies which have been offered
that gives a possibility to make the most
efficient influence on the enterprise value
and business valuation.

At the present market conditions the
enterprise is permanently influenced by
internal and external factors. In this situation
developing the appropriate strategies,
policies, and techniques of strategy
implementation which will be applied within
the organizational and economic mechanism
of enterprise value management at the
present market conditions and filling this
mechanism with the appropriate components
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are the main directions of this research which
is topical and prospective.
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CTaTrTiO MPUCBSYCHO MPOOJIEMi BU3HAYECHHS CKJIAJIOBUX CTPATErii 3pOCTaHHS TOXOJIB ITiIPH-
€MCTBA B CHCTEMI yIPABJIIHHS BapPTICTIO MIAMPUEMCTBA. Y CTATTI PO3MIISAAI0THCS METOIOIOTIUHI TTiJI-
X0/ /10 (hOpMyBaHHS TEXHOJIOTIH peanizawii crpaTerii 3pOCTaHHs JOXO/IB MiINPHEMCTBA B CyYaCHUX
PHHKOBHX yMOBaXx. 3allpoIIOHOBAHO TEXHOJIOTIT peasi3auii cTparerii 3pocTaHHs JOXO/IB Ta 3MICT IIMX
TEXHOJIOTIH.

Kniouogi cnosa: cmpameczia, nionpuemcmeo, 00x00, eapmicms RIONPUEMCIMEA, MEXHON02IT,
oiznec-npouyecu.

CraThsl MOCBSIIIEHA TPOOIEME OMPEIEICHUS COCTABISIONINX CTPATETHH POCTA JOXOJOB TPE-
MPUATHS B CUCTEME YIIPABIIEHUSI CTOMMOCTBIO NpeanpusaTus. B ctaTbe paccMaTpuBaroTCsi METOA0J0-
THYECKHE TIOIXOIBI K (POPMHIPOBAHUIO TEXHOJIOTHH pealn3alliil CTPATETHH POCTA JT0XOIOB TIPEATIPH-
SITUSL B COBPEMEHHBIX PIHOYHBIX YCIOBUSIX. ITpeoxkensl TEXHONOIMH peanu3aluy cTpaTeruu pocra
JI0XOJIOB U COJIEPHKAHUE ITUX TEXHOJIOTUH.

Knioueswie cnosa: cmpamezus, npeonpuamue, 00x00, CHOUMOCHb NPEONPUAMUL, MEXHOJ10-
2uu, Gusnec-npoyeccol.
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