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O6nekT uccnenopanus — YII «lentp coaeiictBusi»y OO benOU

[Ipenmer wuccienoBaHus —  OpraHu3allvsg YNPABJICHUS pealu3anuen
npoaykiuu B YII «Ilentp comerictBus» OO benOU

[enb paboThI: pazpaboTka HapaBJICHUN COBEPIICHCTBOBAHUS OpraHU3aIun
ynpasieHus peanmsanuend Ha npuMepe YII «entp conerictBus» OO benOU

3amaun uccieg0BaHUS:
paccMOTPETh TEOPETUUYECKHUE aCIIEKThI YIIPABICHUSI peallu3allieid Ha MPeNpUsTUH;
MPOAHAIM3UPOBATh CUCTEMY peann3auuu npoaykuuu B YII «LleHTp comenrcTBus»
OO benON;
pa3paboTaTth HampaBJiCHUS COBEPIICHCTBOBAHUS YIPABJICHUS OpraHU3alUeH
peamm3annu Ha YII «llentp coneiictBus» OO benOU.

JlunimomHas paboTa COCTOUT U3 BBEACHUS, TPEX TIJiaB, 3aKJIFOUCHUS, CIIUCKA
MCIIOJIb30BaHHBIX UICTOUHUKOB U TIPUIIOKECHUIA.

Bo BBemeHMHM pacKpbhIBaeTCsl AaKTyaJbHOCTb TEMbI, TIOCTaBJICHA IIEJb
HalKUCaHusl JUIJIOMHOM paboThl, ompeaeaeHbl OOBEKT, MPEAMET U METOIbI
MCCIIEIOBAaHUSI, TOCTABJICHBI 3a]]a4H.

Ilepasi raBa pabOTHI MOCBSIIAETCA HM3YYCHUIO TEOPETUUECKUX OCHOB
yIpaBJieHUs] OpraHu3aluen peaanusaiuy TOBapoB.

Bo BTOpO#t rnmaBe paboThl MPOBOAUTCS aHAINU3 (PMHAHCOBO-XO3SIMCTBEHHOU
nestenpHocTh YII «entp coaerictBus» OO benOU.

B Tperbeil rnaBe pa3pabaThIBAIOTCS PEKOMEHJALMK [0 TMOBBIMICHUIO
s pekTUBHOCTH ymOpaBieHUs opranuzanued peanusauuu B YII  «lleHtp
coxeuctus» OO benOU.

CnenanHble Ha OCHOBE TPOBEJICHHBIX UCCIEIOBAaHUW BBIBOJBI U
MpEeJIOKEHUsI 0 COBEPIICHCTBOBAaHMIO COBITOBOM monutuku B YII «lleHTp
coaerictBus» OO benOU npuBeeHbI B 3aKII0OUCHUN PA0OTHI.
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The object of investigation is the unitary enterprise "SUPPORT CENTER.

The subject of investigation is selling products management organization in

The unitary enterprise "SUPPORT CENTER.

The aim of the work: the development of improvement directions of the
organization selling management by the example of the unitary enterprise
“SUPPORT CENTERY.

The tasks of the investigation

- To consider the theoretical aspects of the implementation of the enterprise

- To analyze system of products in UE "Support Center"

- To develop the ways of improving organization selling management of the
unitary enterprise “SUPPORT CENTERY.

The graduate work consists of an introduction, three chapters, conclusion, list
of the used sources and applications.

The introduction reveals the relevance of the topic, sets a goal of writing the
graduate work, identifies object, subject and research methods, sets tasks.

The first chapter is devoted to the study of the theoretical foundations of
management of the organization sales of goods.

The second chapter analyzes the financial and economic activity of the unitary
enterprise “SUPPORT CENTERY.

In the third chapter,we developed recommendations for improving
management of the organization implementing in the unitary enterprise
“SUPPORT CENTERY.

The findings and suggestions which were made according to the research for
improving the marketing policy in the unitary enterprise “SUPPORT CENTER»
are placed in the conclusion of the work.



