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PED®EPAT
Jumnomuas padora: 71c., 14 ta6:m., 48 HCTOYHUKOB, 2 IPUITOKEHUS.

Krmouesbie ciosa: BBIPYUKA OT PEAJIU3ALIMU TPOJTYKIIUU, IOXO/I,
MCTOYHUKU JOXOJIA, NEITEJILHOCTH OPTAHU3ALIMU.

OOBeKT uccneoBaHus — BBIPYUYKa OT peaiu3aldi MPOAYKIIMH KaKk OCHOBHOU
UCTOYHHUK (POPMUPOBAHUSA JJOXOIOB OPTaHU3AIINH.

[IpenmMer nccnenoBaHus — yBeITUUCHHUE BBIPYUKU B opranu3zanusx PecryOnuku
benapyces Ha mpumepe OAO «YmpaBistomass KOMIIAHUS XOJIJIMHTA «MHUHCKHIA
MOTOPHBIN 3ABO/I».

Lenp paboTbl — pa3zpaboTKa MyTel yBEIMYEHHS BBIPYUKH OT peaau3alydy Mpo-
JTYKIMU KAK OCHOBHOI'O HCTOYHHKA JI0XO0JI0B OpPTraHU3ALINH.

B mpouecce paboThl pacCMOTPEHO MOHATHUE «BBIPYUYKa», ONMPEAEIEHbI OCHOB-
HbI€ COCTaBJISIOIIME BBIPYYKH, a TaKKE€ PACCMOTPEHbI KOHIENTYaJbHbIE MOAXOAbI
(GbopMHpOBaHUS BBIPYYKH KaK MCTOYHHMKA JOXOJIHOCTH OpraHU3alll{; MPOBEAEH aHa-
713 BBIpYYKH opranu3anuu Ha npumepe OAO «Ynpasisromas KOMIIAHUSA XOJIUHTa
«MHUHCKHI MOTOPHBIN 3ABO/I»; paccMOTpeH 3apyOeHBIH OIBIT (pOPMHUPO-
BaHMSI BBIPYYKU OpraHu3aliy; pa3padoTaHbl PEKOMEHJAUH 110 YBEIUYECHHUIO BBIPYY-
KH OpTraHHU3aluu.

O06acTbi0 BO3MOYKHOTO MPAKTHUYECKOTO MPUMEHEHUS SABIISIOTCS PEKOMEH]Ia-
L[MHU TI0 YBEJTUYEHUIO BBIPYUKH OpraHU3allHil.

ABTOp paboOThl MOATBEP)KIAET, YTO NMPUBEICHHBIA B HEM aHAIUTUYECKUU U
pacyeTHbI MaTepuail IPaBUIbHO U OOBEKTUBHO OTPAXKAET COCTOSIHUE UCCIIETYyEMOro
BOIIPOCA, a BCE 3aMMCTBOBAHHBIE U3 JIUTEPATYPHBIX U JAPYTUX UCTOYHUKOB, TEOPETH-
YECKHUE U METOJI0JIOTMYECKUE MOJTO0KEHUS U KOHUEIIUU COMTPOBOKIAAIOTCA CChLIIKAMHU
Ha UX aBTOPOB.



PO®EPAT

JlprmioMHuast pabota: 71c., 14 tab6un., 48 kpbIHill, 2 TPBIKIIa aHHS.

Krmouassist ciossr: BRIPYUKA AJl POAJIIBAIIGII TIPAJTYKIIGII, IAXO]I,
KPBIHILIBI IAXOJTY, JIBEMHACIIH APT AHIZATIBIL.

AG'ekT macienmaBaHHS — BBIpyYKa aji plaii3albli MPagyKIbll SK acHOYHas
KphIHiLa (hapMipaBaHHS JaxoAay apraHizallbli.

[IpanMer nacienaBaHHsA — MaBeNiudHHE BBIPYUKi ¥ apranizanpiax PacmyOmiki
benapych Ha npsikianze AAT «Kipyrouas kamnania xonasiary « MIHCKI MATOP-
HBI 3ABO/I».

Mbra paboTel — pacmparioyka HIISX0y MaBEIIYdHHS BBIPYUKI aj piaii3albll
NpaayKIbll IK aCHOYHAN KPBIHILBI JaX0ay apraHizalbli.

VY mpanpce mpanpl pasrieikaHa NaHsALULIEe «BbIPYYKa», BbI3HAYaHbl ACHOYHBIS
CKJIQJHIKI BBIPYUKIi, a Takcama pasriie/kKaHbl KaHIPNTYaJIbHbIS MaJbIX0bl (apmipa-
BaHHS BBIPYUKI SIK KPBIHIIBI IaXOJHACII apraHi3allbll; IpaBeA3€Hbl aHajli3 BBIPYUKI
apranizanpll Ha npsikiagze AAT «Kipyrouas kamnanis xonasiary « MIHCKI MA-
TOPHBI 3ABO/l»; pasriemkaHbl 3aMeXHbl BOMBIT (papMipaBaHHsS BBIPYYKi ap-
raHi3alibll; pacnpaliaBaHbl paKaMeH Iallbll Ma MaBeTiudHHI BBIPYUKI apraHizalibli.

Bobmnaciro MarysiMara mpakTelyHara MpbIMSHEHHS 3'SYIISIONIA PIKaMEeHIAIIbI
11a MaBEJIIY3HHI BBIPYUKI apraHi3alblil.

A¥Tap mpanibl marBsp/Kae, 1mTo MPLIBEI3EHBI ¥ € aHATITHIYHBI 1 PA3JIIKOBbI
MaTAIpPbIsI MpaBUIbHA 1 a0'eKThIYHA aIFOCTPOYBAae CTaH JoCJ/ieIHara MbITaHHs, a yce
3ama3bluaHbls 3 JITAPATYPHBIX 1 IHIIBIX KPBIHIL, T3APATHIYHBISA 1 METalalariyHbls na-
JAXOHHI 1 KaHIPMIBI — CylmpaBa/PKalpoIlla Cchoachkulkami Ha 1X  ayTapay.



ABSTRACT
Thesis: 71p., 14 tables, 48 sources, 2 applications.

Keywords: PROCEEDS FROM PRODUCT REALIZATION, REVENUE,
SOURCES OF REVENUE, ACTIVITY OF THE ORGANIZATION.

The object of the study is the proceeds from the sale of products as the main
source of the organization's income generation.

The subject of the study is an increase in revenue in the organizations of the
Republic of Belarus, using the example of JSC "Managing Company of the MINSK
MOTOR PLANT Holding."

The goal of the work is to develop ways to increase revenue from sales of
products as the main source of income for the organization.

In the process of work, the concept of "revenue™ is considered, the main com-
ponents of revenue are determined, and conceptual approaches to revenue generation
as a source of profitability of the organization are considered; an analysis of the com-
pany's revenue is made using the example of JSC "Managing Company of the
MINSK MOTOR PLANT Holding"; foreign experience in the formation of the or-
ganization's revenue has been reviewed; recommendations for increasing the revenue
of the organization.

Areas of possible practical application are recommendations for increasing the
revenue of organizations.

The author of the paper confirms that the analytical and calculation material
presented in it correctly and objectively reflects the state of the issue under investiga-
tion, and all borrowed from literary and other sources, theoretical and methodological
positions and concepts are accompanied by references to their authors.



