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PE®OEPAT
Jummomuas pabota: 55 c., 15 puc., 12 tadmn., 59 ucrt., 11 npwur.

I[IPONIAKH,  MEHE/DKMEHT, — OTAEJ  IIPOJAXK,  PhIHOK,
COBEPIIEHCTBOBAHHUE CUCTEMBbI MEHE/DKMEHTA

Heab ucciaenoBanusi: GopMyIupoBaHUE PEKOMEHIAMI U MEPONPUITHI MO
COBEPILICHCTBOBAHUIO MPAKTUKHU yIIpaBieHus npoaaxamu B komnannu NEKLO.

3ajga4u uccaeqOBaHUS:

- U3yYUTh TEOPETUUECKNE OCHOBBI YITPABIICHUS MPOAAKAMMU;

- MPOAHAIM3UPOBATh U OLEHUTh NMPAKTUKY yIpaBiieHus nponaxamu B OO0
«HEKIJIOw»;

- pa3paboTaTh PEKOMEHIAIMU IO COBEPILICHCTBOBAHUIO MPAKTUKHU YIPABICHUS
npoaaxkamu B OO0 «HEKJIO».

Oo0bekT uccienosanmsi: OO0 «HEKJIIO».

IIpeamer wuccaexoBaHusi: cuUcTeEMa ynpaieHus mnpojgaxamu B 00O
«HEKJIO».

MeToabl HCC/IEIOBAHMS: AHAIIA3 JIUTEPATYPHBIX UCTOYHUKOB M JOKYMEHTOB,
METOJI CPaBHHUTEJIILHOTO aHalin3a, TaOJMYHBINA, MpUeM TPYNIUPOBKH MOKa3aTeseH,
TEMAaTUYECKOE HCCIEJOBAHUE, KAYECTBEHHOE HCCIENOBAHUE, KOJUYECTBEHHOE

HCCICOOBAHUC.
HccaenoBanus u pa3pa60TKn: HN3Y4YCHBI TCOPCTUICCKNUEC OCHOBLI YIIPABJIICHUA
npoaaxKaMu, HucciacaoBaHa MECTOOOJI0TIUA YHpaBJICHUSA npoaaxamMu,

npoaHaim3upoBana AesarebHOCTE OO0 «HEKJIO»; mpoBeneHa oneHka OpakTHKH
ympasienust npopaxkamu B OO0 «HEKIJIO»; pa3pabotaHbl pekOMEHJAlUU IO
COBEPILICHCTBOBAHUIO MPAKTUKH yIipaBieHus npoaaxamu B OO0 «HEKJIIO».

Oobaactb BO3MOkHOT0 mnpakruyeckoro npumedenus: OOO «HEKJIO» u
AHAJIOTUYHBIE KOMITAHUMU.

TexHHMKO0-IKOHOMHYECKAs M COHUAJbHAS 3HAYUMOCTH HCCJICI0BAHUSA:
pa3pabOTaHbl M BHEJPEHbl PEKOMEHJIAllMM IO COBEPIICHCTBOBAHUIO MPAKTUKU
yrpasinenus npogaxamu B OO0 «HEKJIO».

ABTOp TMPHU3HAET, YTO MaTE€PUANIbI, HCIOJB30BAHHBIE B CTaTh€, BEPHO U
00BEKTHUBHO MPEJCTABIISIIOT JEJ0, a BCE MaTepUAJIbl APYTUX CTOPOH COMPOBOKIAIOTCS
CCBUIKAMU HAa UX OPUTMHAJIBHBIX aBTOPOB.

(moamuch CTyAeHTa)



PODOEPAT
Heimiomuas padora: 55 c., 15 man., 12 Tabun., 59 kpsinin, 11 gagatkay.

IIPONIAXKY,  MEHE/DKMEHT,  AJUI3EJT  TIPOJIAJKAY,  PbhIHAK,
VIIACKAHAJIEHHE CICTOMbI MEHEJDKMEHTY

Mbra naciaenaBanusi: GapMmylisiBaHHE pIKaMEHJAIbIA 1 MepanpbleMCcTBay ma
VaackaHaneHH1 MpakThiKi KipaBaHHs npogaxami ¥ TAA «HEKJIO».

3amaubl Jaciie]aBaHHS:

- BBIBYYBII[b TPAPITHIYHBIS ACHOBHI KipaBaHHS MPOIaKaMmi;

- IpaaHaji3aBallb 1 allaHilb NPAKTHIKY KipaBaHHs npogaxami y TAA «HEKJIOy;

- pacmpanaBailb pAIKaMEHJAIbll MMa YJacKaHalleHHI MPaKTbIKi KipaBaHHS
nponaxami ¥ TAA «HEKJIO».

A0'exT nacienasannsi: TAA «<HEKJIO».

IIpaamert naciaenaBanHs: cictoma KipaBaHHs npoaaxami ¥ TAA «HEKJIO».

MeTaabl gaciaegaBaHHsI: aHAJI3 JITAPATYPHBIX KPBIHII 1 JaKyMEHTaYy, MeTa]l
napayHajgpbHara asanizy, TaOJI4HbI, OpPbIEM TPYNOYKI IMakKazublkay, TAIMAaTblYyHAE
nacieaBaHHe, sIkacHae JaciielaBaHHe, KOJIbKacHae Jlaciie/JaBaHHe.

JacjaenaBaHHi i pacnpanoyki: BbIBy4aHbl TAap3ThIUHBIS aCHOBBI KipaBaHHS
npojakami; JaciefaBaHa METaJajoris KipaBaHHS Mpojaxkami; IIpaaHali3aBaHa
m3eitHacup TAA «HEKJIO»; npaBen3zeHa anpHka MpakThiKi KipaBaHHS Mpojaxami ¥
TAA «HEKJIO»; pacnpamnaBanbl p3KaMeHHAAlbli Ta YJacKaHaJEHHI MPaKThIKI
kipaBanHs npojaxami ¥ TAA «HEKJIO».

BoOsacup mMarybiMara mpaktbluHara npbeiMsiHeHHsi: TAA «HEKJIO» 1
aHaJariyHbIs KaMIaHil.

Thxnika-dkaHamiuyHass i canpisJbHas 3HAYHACHL JIacCJIeJaBAHHS:
pacripaliaBanbl 1 YkapaHEHbI pAIKaMeHJalbll MMa YAacKaHAJIEHH] MPaKThIKI KipaBaHHS
npoaaxami ¥ TAA «HEKJIO».

A¥yTap mpbI3Hae, IITO MaT3PBISUIBI, BBIKAPBICTAHBIS Y apThIKyJe, NakiaaHa 1
a0'eKThIyHa VAYISAIOLb CIpaBy, a YC€ MaTIPbLIbI IHIIBIX OaKoy CymnpaBajKarolia
CrachbUIKaMi Ha 1X apbITiHABHBIX ayTapay.

(moamuch cTyAeHTa)



ABSTRACT
Thesis paper: 55 p., 15 figures, 12 tables, 59 sources, 11 appendices.

SALES, MANAGEMENT, SALES DEPARTMENT, MARKET, IMPROVEMENT
OF THE MANAGEMENT SYSTEM

The aim of the study: to formulate recommendations and measures to improve
sales management practices within NEKLO company.

Objectives of the thesis paper:

- study the theoretical foundations of sales management;

- analyze and evaluate the sales management practices at LLC “NEKLO;

- develop recommendations for improvement of the sales management practices
at LLC “NEKLO”

The object of the study: LLC “NEKLO”.

The subject of the research: the sales management system in LLC “NEKLO”.

Research methods: analysis of literary sources and documents, method of
comparative analysis, tabular, method of grouping indicators, case study, qualitative
research, quantitative research.

Research and development: studied the theoretical foundations of sales
management; researched the methodology of sales management; analyzed the activity
of LLC “NEKLO”; performed a valuation of sales management practices at LC
“NEKLO”; developed recommendations for improvement of sales management
practices at LLC “NEKLO”.

Area of possible practical application: LLC “NEKLO” and similar companies.

Technical, economic and social significance of the study: recommendations
for improvement of sales management practices at LLC “NEKLO” were developed
and applied.

The author acknowledges that materials used in the paper do correctly and
objectively present the case and all other party’s materials are accompanied by links to
their original authors.

(moamuch CTyAeHTa)






