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The article substantiates the need to create and improve an effective management system for 
distribution and sales of a trade enterprise. The efficiency of distribution and sales policy of a trade 
enterprise is shown. The main shortcomings and problems are analyzed. In the logistics system of the 
enterprise there is a significant amount of unproductive losses. In particular, the company has a long 
period of inventory turnover and low turnover, a significant amount of time is lost in the delivery of 
goods to the consumer, which requires significant financial investment in inventory storage.

The peculiarities of the scientifically substantiated concept of lean production are investigated. 
Its application for further development of the sales management system of the trade enterprise is 
recommended. The essence of lean production is to eliminate actions that take time but do not create 
value, as well as to create conditions during which other actions that create value are integrated into the 
ongoing logistics process. A set of measures is proposed, which provide for the reorganization of the 
scheme of logistics processes at the enterprise to optimize business processes between structural units 
and eliminate resource losses in the logistics chain.

The main conditions for building a system of economic distribution in the studied enterprise are 
formulated. In particular, it is necessary to determine what shapes the value of goods for customers, 
and increase it. It is necessary to determine all the necessary actions in the chain of work with the 
consumer and eliminate the loss of time and money. Restructure all stages of work so that they represent 
continuous business processes.

The introduction of CRM-system for automation of business processes and interaction with 
clients is substantiated. The market research of CRM-systems is carried out and the optimal CRM-
system for the considered enterprise is determined. Carrying out an analysis of the feasibility of the 
proposed solutions, the project risk assessment is provided. The most probable and dangerous risks 
for the project are shown, in particular: difficulty with mastering the software by the personnel of 
the organization, lack of experience of employees for project implementation, lack of expected result 
from CRM-system implementation, resistance to changes. Conclusions are made on the prospects of 
implementing a CRM-system to improve the management system of distribution and sales of a trading 
company.

References
1.	 Abramovych I.A. (2014). Metodychni pidkhody otsinky efektyvnosti zbutovoi 

diialnosti pererobnykh pidpryiemstv [Methodical approaches to assessing the effectiveness of 
sales activities of processing enterprises]. Ahrosvit [Agrosvit]. No. 4. Рp. 25-28. 

2.	 Voichak A.V. (2015). Suchasni tendentsii rozvytku kanaliv rozpodilu [Current trends in the 
development of distribution channels]. Marketynh v Ukraini [Marketing in Ukraine]. No. 2. Pp. 42-43.

3.	 Heik P., Dzhekson P. (2016). Vchys analizuvaty rynok. Metodyka ta praktyka [Learn 
to analyze the market. Methodology and practice]. Seibr-svitlo Publ., Lviv, 270 p.

4.	 Zaremba V.P. (2013). Kontseptsiia orhanizatsii marketynhovoho upravlinnia 
diialnistiu pidpryiemstv [The concept of organization of marketing management of 
enterprises]. Ahrosvit [Agrosvit]. No. 14. Pp. 47-50.

5.	 Komiakov O.O., Dorohan S.M. (2012). Mekhanizm vdoskonalennia systemy rozpodilu 
vitchyznianykh pidpryiemstv, shcho pratsiuiut na promyslovomu rynku [The mechanism of 
improving the distribution system of domestic enterprises operating in the industrial market]. 



ISSN 2074-5354 (print), ISSN 2522-9745 (online). АКАДЕМІЧНИЙ ОГЛЯД. 2021. № 2 (55)

12

Efektyvna ekonomika [Effective economy]. No. 4. Available at: http://www.economy.nayka.
com.ua/?op=1&z=1068 (accessed 15 September 2021).

6.	 Lypchuk V.V., Dudiak A.P., Buhil S.Ya. (2003). Marketynh: osnovy teorii ta praktyky 
[Marketing: basics of theory and practice]. Novyi svit - 2000; Mahnoliia plius Publ., Lviv, 288 p.

7.	 Official site of TOV “AV metal hrup”. Available at: https://avmg.ua/about/ (accessed 
15 October 2020).

8.	 Peresadko H.O., Peresadko O.V., Radchenko O.V., Naumenko S.I. (2015). Analiz 
marketynhovoi polityky prosuvannia ta zbutu produktsii pidpryiemstva [Analysis of marketing 
policy of promotion and sale of enterprise products] Mekhanizm rehuliuvannia ekonomiky. 
Mizhnarodnyi naukovyi zhurnal. [The mechanism of economic regulation. International 
scientific journal]. Vol. 3. No. 3 (48). Pp. 72-80.

9.	 Pietukhova O.M., Stasishena K.V. (2018). Udoskonalennia zbutovoi diialnosti pidpryiemstva 
[Improving the sales activities of the enterprise] Efektyvna ekonomika [Effective economy]. No. 2. 
Available at: http://www.economy.nayka. com.ua/pdf/2_2018/11.pdf (accessed 15 September 2021).

10. Serheev V.Y. (2010). Lohystyka v byznese [Logistics in business]. INFRA-M Publ., 
Moscow, 608 p.

11. Terentieva N.V. (2016). Upravlinnia zbutovoiu diialnistiu v systemi upravlinnia 
pidpryiemstvom [Sales management in the enterprise management system]. Efektyvna 
ekonomika [Effective economy]. No.  2. Available at: http://nbuv.gov.ua/UJRN/
efek_2016_2_19 (accessed 15 September 2021).

12. Top 10 best CRM systems for Ukraine. Available at: https://www.livebusiness.com.
ua/tools/crm (accessed 15 September 2021).

Одержано 23.07.2021.


