
International Scientific Journal “Internauka” http://www.inter-nauka.com/ 

International Scientific Journal “Internauka” http://www.inter-nauka.com/ 

Економічні науки 

UDC 336.72 

Zelena Galina 

Student of the 

Kyiv National University Technologies and Design 

Зелена Галина Андріївна 

студент 

Київського національного університету технології та дизайну 

Зелёная Галина Андреевна 

студент 

Киевского национального университета технологии и дизайна 

 

EFFICIENCY SALES ACTIVITY OF MANUFACTURING ENTERPRISE 

ЕФЕКТИВНІСТЬ ЗБУТОВОЇ ДІЯЛЬНОСТІ ВИРОБНИЧОГО 

ПІДПРИЄМСТВА 

ЭФФЕКТИВНОСТЬ СБЫТОВОЙ ДЕЯТЕЛЬНОСТИ 

ПРОИЗВОДСТВЕННОГО ПРЕДПРИЯТИЯ 

 

Summary. The article is devoted researching of scientific approaches to 

determine the efficiency of sales activities of the manufacturing enterprise, which 

allows you to get profit and make leading positions in the market. The sales 

activity of the company is investigated. Theoretical and methodological positions 

are generalized. The sales activity of "Group Veneto" Ltd. in Cherkassy city was 

analyzed. The recommendations for improvement of sales activity this enterprise 

are developed. An own event has been introduced, which will affect the 

improvement of sales promotion of the company. 

Key words: sales activity, sales systems, marketing, sales promotion, 

distribution channels. 
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Анотація. Стаття присвячена дослідженню наукових підходів до 

визначення ефективності збутової діяльності виробничого підприємства, 

що дозволяє отримувати прибуток та займати лідируючі позиції на ринку. 

Досліджено збутову діяльність фірми. Узагальнено теоретико-методичні 

положення. Проведено аналіз збутової діяльності ТОВ «ГРУПА ВЕНЕТО» 

м. Черкаси. Розроблено рекомендації щодо удосконалення збутової 

діяльності даного підприємства. Запроваджено власний захід, що вплине на 

покращення стимулювання збуту товариства.  

Ключові слова: збутова діяльність, системи збуту, маркетинг, 

стимулювання збуту, канали розподілу. 

 

Аннотация. Статья посвящена исследованию научных подходов к 

определению эффективности сбытовой деятельности производственного 

предприятия, что позволит получить прибыль и занимать лидирующие 

позиции на рынке. Исследована сбытовая деятельность фирмы. Обобщено 

теоретико-методические положения, проведения анализа сбытовой 

деятельности ООО «ГРУППА ВЕНЕТО» г. Черкасcы. Разработаны 

рекомендации по совершенствованию сбытовой деятельности данного 

предприятия. Введено собственную разработку по улучшению 

стимулирования сбыта компании. 

Ключевые слова: сбытовая деятельность, системы сбыта, 

маркетинг, стимулирование сбыта, каналы распределения. 

 

Problem. Integration of Ukraine requires an introduction into the practice 

of a marketing concept into the world market space. It changes approaches for 

understanding purpose of the activity, tasks and methods of the realization and 

means of achievement of an aim. It changes the management philosophy of 

marketing activities of an enterprise. 
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In a market economy, the analysis of sales activity is a final stage of all 

economic activity. It consists form learning the market situation and ability of 

factory produces the production, which it is in demand; ensuring effective sales 

production of the factory and obtaining a maximum possible profit, preparation of 

sales plans competently and correctly, on the basis of which plans for supply and 

production should be formed. For today a great attention is given to the 

consumers. To keep consumers the enterprises need to improve own product 

constantly, promote the development of own brand and form a positive image for 

people. To carry out effective management of promotion policy and sales 

products, this will provide increased demand for goods. 

The Growth of effective activity of the enterprise is impossible without 

developing and analyzing the sales activity of firm in modern conditions. It can 

help the company to focus on market needs and to do compete in the future. That 

is why, this topic is very actually for today. 

Analysis of recent researches and publications. Such domestic and 

foreign scholars as Balabanova L., Bolt G., Bandura Z. L., Weikrut L. S., 

Johabber D., Lancaster J., Kotler F., Gudzenko N. M. considered issues 

concerning formation and ensuring efficiency functioning of sales policy of 

company. The problem of sales activity of enterprises was covered in the works 

of Ansoff I., Ogerchuk Y.V., Shpilyk S., Krupovich S.G. and others [1-5]. 

Actuality. After analyzing the sales volumes of "Group Veneto" Ltd, it is 

advisably to show the main problem of the company. The group products 

“textiles” have very low sales volumes in comparison with other commodity 

groups of the enterprise (Fig. 1). 
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Fig. 1. The share of realized industrial production "Group Veneto" Ltd 

 

Consequently, this graph shows that the mattresses were sold most in 2017 

year, it accounts for 63.3% of total sales and metal structures - 29,3%. The 

textiles are realized least, it is 7% of the total volume only. 

Therefore, it is important developing recommendations and proposals for 

improving sales activities of "Group Veneto" Ltd. Cherkassy city. It allows 

improving and increasing sales volume of the enterprise. 

Setting objectives. The aim of researching is developing recommendations 

concerning improving the management of sales activities on the firm by capturing 

a new segment. 

Research. It is proposed to cover segments of hotel chains in Ukraine to 

increase the sales groups "textiles" of "Group Veneto" Ltd. The next step in 

solving the marketing problem - is active promotion of the sale product among 

famous Ukraine hotel chains. 

The experts expect this year the hotel industry will grow appreciably. 

Growth will trigger several factors at once. First, according Research Company 

BMI Research more foreigners will come to Ukraine: they are near 2.2 million 

people in 2018 year, in the absence of serious problems in the east; 2.8 million 

persons from abroad will arrive to Ukraine in the end of 2019 year. 

7%
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 The most numerous categories of visitors will be Poles. Western neighbors 

of Ukrainians will increase the demand for modern and inexpensive hotels. To 

grow up the domestic tourist flow in 2019 year. This process will be felt in 

Western and in South Ukraine especially. 

So, according to Hotels24.ua, the demand for recreation in Odessa and 

Kherson regions has increased by 2.5-3 times in the past year, in general it grows 

on four times in the Carpathians  in vacation time. That why the experts predict 

the massive appearance of new hotels. 

Therefore, it would be advisable to deliver the TM Veneto products in the 

chains inexpensive top hotels in the Western, Southern and Central Ukraine. 

Today, the Reikartz hotel chain operates in Ukraine - it is the brightest and most 

successful hotel of Ukraine, which is the leader of the market of temporary 

residence services (Table 1). 

Table 1 

Geography of Reikartz chain distribution in Ukraine 

Hotel name Address 

Reikartz Atashe Kiev street Zhilyanskaya, 59 

Ratsiotel Kyiv Kharkiv highway, 177/1 

Reikartz Dvorshez Lvov st. Gorodok, 107 

Reikartz Medival Lvov st. Drukarska, 9 

Reikartz Dnipropetrovsk street Chervona, 12A 

Reikartz Zhytomyr, Zamkova Square 5/8 

Reikartz Zaporizhzhya Mayakovsky Prospekt, 19 

Reikartz Hotel Park Ivano-Frankivsk street Mazepa, 146 

Reikartz Kamyanets-Podilsky st. Starbulovarnaya, 2 

Reikartz Carpathian  
Transcarpathian region, Zhdeniyevo street 

Shevchenko, 257 

Reikartz Polyana Zakarpatya region Polyana, st. October 25th 

Reikartz Kirovograd st. V. Chornovil 1-D 
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Reikartz Mariupol st. Georgievskaya, 79 

Reikartz Avrora Raziotel Kryviy Rih Ave. Metallurgists, 40 

Reikartz Oleksandriyivskiy Odessa pr-t. Oleksandrivskiy, 12 

Reikartz Kharkov street Chubar, 4 

Reikartz River Nikolaev street Sports, 9th 

Reikartz Sumy st. Resurrection, d. 1 

Reikartz Pochaiv Pochaiv Street Losyatinskaya, 4 

 

Reikartz Hotels & Resorts is a Ukrainian 3-star and 4-star hotel chain with 

the participation of European fund and foreign specialists. Today there are 25 

hotels in 19 cities of Ukraine [7]. 

The next hotels chain is the Royal Hospitality Group, it is one of the most 

successful players on the modern Ukrainian hotels market (Table 2). 

Table 2 

Geography of the distribution the Royal Hospitality Group in Ukraine 

Hotel name Address 

Royal Hotel de Paris  st. Chervonoarmiyivska, 5/7, Kiev, 

Royal Deluxe Hotel  st. Gospitalnya, 12, Kiev, 

Royal City Hotel  st. Dmitrivska, 13А, Kiev 

SPA-HotelPromenade  st. Suhovolya, 61-63, Truskavez, Lvov region 

Royal Grand Hotel  st. Suhovolya, 61-63, Truskavez 

SPA-Hotel Geneva st. Suhovolya, 61-63, Truskavez, Lvov region 

Medical Hotel Cesar  st. Suhovolya, 61-63, Truskavez, Lvov region 

Royal Village Resort  
Vishni Uchastok, Polyanica, Ivano-

Frankovskoy Obla, BUKOVEL,  

 

In just for 7 years (the Royal Hospitality Group was founded in 2005 year), 

it achieved incredible success. Succeeding in bringing the domestic hotel business 

to a qualitatively new level. Today the Royal Hospitality Group chain consists of 

nine hotels in different regions of Ukraine [8]. 
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The chain of hotels "Black Sea" - one of the first Ukrainian hotels, there are 

eight hotels located in Kiev, Odessa and Odessa region (Table 3). 

Table 3 

Geography the distribution of the Black Sea chains in Ukraine 

Hotel name Address 

«Black Sea» 3* Odessa city 

«Black Sea» 4* Odessa city 

«Black Sea» 3* Odessa city  

«Shovtneva» *** Odessa city 

«Black Sea» *** Rosdilna street, Odessa region 

«Black Sea» *** Savran village, Odessa region 

«Black Sea» **** v. Karolino Bugas, Odessa region 

«Black Sea» *** Kiev city 

 

On 1 January 2018 year, total number of hotels numbers is 643 units, It is 

calculated for 1229 seats.  

Consider Figure 2, It shows the rating of national Ukrainian hotel chains by 

market share for 2018 year [6]. 

 

 

 

 

 

 

 

 

 

Fig. 2. The rating of national Ukrainian hotel chains by market share 

 

Analyzing Figure 2, we conclude that the Reikartz chains occupies the 

largest market share among others - 42%, Royal Hospitality Group accounts for 

15% of the total market share, while the Black Sea holds 13% of the market share 
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in Ukraine. LLC "GROUP VENETO" offers the hotel chain of Ukraine for 

further partnership. In the course of cooperation with hotel chains to propose to 

supply goods of "Group Veneto" Ltd., namely a suit set (tab.4). 

Table 4  

The suit standard of "Group Veneto" Ltd for hotel chains 

  

Table 4 it shows the TM Veneto suit standard for hotel chains. The suit 

includes: two decorative pillows, a Veneto Dynamic mattress, Veneto Thermo 

mattress, one coverlet Veneto Prestige, Veneto Fresh cover, a packet for coverlet, 

the package for packaging and delivery of products across Ukraine. The cost of 

suit standard is13043.51 UAH. To increase demand can do a discount of 20% 

purchasing five standard suits at once. 

Investigating company activities, it is known the Veneto Co sells 150 units 

goods for day, including 100 units is mattresses, textiles, and 50 units is rest. 

Suppose for beginning the company realizes own suits of 15 units. per day for the 

amount of 195 652.6 UAH. Thus, the monthly income will generate 5,869 579.5 

UAH., And for year - 70,434,954 UAH. Let to consider the sales promotion of 

profitability implementation in detail. The net proceeds from the sales of TM 

Veneto suits will be UAH 48 098 621.4, and the total costs will be UAH 46 878 

893. Calculate net profit: 

№1 2019 (suit standard) 
Amount without 

VAT(UAH)/quantity 

VAT(UAH)/Price 

with VAT 

amount with 

VAT (UAH) 

decorative pillow 45х45 К-034 2,000 175,20 350,40 

mattress Veneto Dynamic 140х200 1,000 10275,61 10275,61 

Veneto Thermo mattress 140х200 1,000 403,80 403,80 

Coverlet Veneto Prestige 200х220 1,000 598,15 598,15 

Veneto Fresh cover 200Х220 1,000 870,45 1044,55 

Package for coverlet 40х57х35 1,000 41,00 41,00 

Packaging package 50х70 4,00 26,00 130,00 

Delivery of goods 1,000 200,00 200,00 

Total 11277,41 2556,49 13043,51 
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NP =  48 098 621,4  -  46 878 893 = 1 219 728,4 UAH           (1) 

If firm sells the standard suits in hotel chains of Ukraine, the company will 

receive 1 219 728.4 UAH of net profit. To calculate the profitability of sales TM 

VENETO standard suits: 

Р = 1 219 728,4/48 098 621,4*100% = 2,5%.                           (2) 

The profitability of company will 2.5%, it is on 0.3% more than is in 2017 

year - 2.2%. 

Conclusion. Therefore, the proposed approach will increase sales and 

adjust the sales activities of the "Group Veneto" Ltd due to the expansion of the 

sales channels of the textiles group. 
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