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Abstract. Economists of the last century wrote about the role of this
transmission network. In particular, we are talking about the presence of a
number of finishing operations related to the preparation of the product for sale
(sorting, packaging, packaging), and not with the preparation of production. All
these operations must
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be performed at the «enterprise-consumer» stage, that is, before transportation, in
warehouses, in stores, during the pre-sale process; and the timeliness, quality and
rationality of their implementation largely depends on the timeliness, quality and
rationality of their implementation. Accordingly, the marketing system to a certain
extent attracts some (sometimes significant) «technological component». The
necessity of meeting the requirements by complex development of the network
capacity, bringing the endpoints closer to the consumer and creating the most
favorable conditions for this at these points is justified. If the firm can do this, then
it has (all other things being equal) attracted a buyer and achieved an advantage in
the market struggle. The scientific novelty lies in the development of methodological
recommendations and practical proposals for improving the process of forming the
sales policy of the enterprise based on the implementation of the sales logistics
model.

Keywords: logistics, sales policy, implementation mechanism, -efficiency,
modern logistics model.
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MEXAHU3MI

AHHOTaNUs. OTKEH FaChIP/IbIH SKOHOMHCTEP1 OCBI TAPaTy XKEIICIHIH PoJIi Typasibl
*a3pl. ATan aiiTKkaHaa, 013 eHIMII JaibIHIayFa eMec, OHIM/I caTyFa JaibIHaayMeH
(cypwinitay, opay, opay) OaiiaHbICTBI OipKarap opiey >KYMBICTAPBIHBIH OOIybI
Typasbl alThIll OTHIPMBI3. BapibIK OCHI onepanusiap «TYThIHYIIbI KOCITOPBIHY
CaThICHIH/IA, SIFHY TaChIMaJI/Iay aJIJIbIH/1a, KOHManapaa, TyKeHAep/e, CaTy ajlIbIHJarbl
mporecc Ke3iHJe OPbIHIAIYBl KepeK; OJapJbl OPBIHIAYABIH YaKTBUIBIFBI, Calachl
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icTeit anca, oHga o1 (0opi Oipieit) caThIll alyIIbIHBI TAPThIN, HAPBIKTHIK KypecTe
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MEXAHHW3M BHEJIPEHUSI COBPEMEHHOM JIOTUCTUKH CEBITA
HA ITPEAITPUATHUA

AHHOTaus1. DKOHOMUCTBI MPOIIJIOr0 BeKa MUCAJIM O POJU ITOH Mepeaaronien
ceT. B wacTHOCTH, peub UIET O HAJMYUH Psia OT/IEIOYHBIX ONEePaInid, CBI3aHHBIX
C TIOATOTOBKOW TPOAYKTa K peann3alndd (COPTHPOBKA, YIMaKOBKa), a HE C
MOATOTOBKOM TIPOU3BOJICTBA. Bee 3TH omepanuu JOKHBI BHITOMHITHCS HA CTaJNU
«TIPENpHUITHE-TIOTPEOUTENBY, TO €CTh Tepel TPaHCIOPTHPOBKOW, Ha CKIanax,
B MarasWHax, BO BpeMs TPEANPOAAKHOTO IPOIEcca; W OT CBOEBPEMEHHOCTH,
KayecTBa M PAIMOHAIFHOCTH WX BBITIONHEHHUS B 3HAYUTENHHOI CTETIEHW 3aBUCHT
CBOEBPEMEHHOCTb, KAYECTBO U PALIMOHAIBHOCTh HX BhIMOIHEHUSI. COOTBETCTBEHHO,
MapKETHHIOBass CHCTEMa B ONpPEICIICHHON CTENeHH NPUBJICKACT HEKOTOPYIO
(MHOTIA 3HAYUTEJIBbHYIO) «TEXHOJOTHYECKYIO COCTaBIsoOILyto». ObocHosana
HeoOX00UMOCHb Y081emEopeHUATPEOOBaHNN IyTeM KOMIUIEKCHOTO DPa3BUTHA
MIPOITYCKHON CIIOCOOHOCTH CEeTH, PUOMMKEHUSI KOHEUYHBIX TOYEK K TTOTPEOUTEIIO U
co3aaHus HanOosee OMaronpHUsITHRIX YCIOBHHU AJISl 3TOTO B 3TUX Toukax. Ecnu pupma
MOXET 3TO C/AEJaTh, TO OHA (IIPH MPOYMX PABHBIX YCIOBHUSX) MPUBIIEKIIA TTOKYIATEIIS
1 1oOniachk MPEeUMYIIECTB B PHIHOYHON OophOe.HaydHass HOBH3HA 3aKiTrodaeTcs
B pa3paboTKe METOJUYECKUX PEKOMCHJANWN M MPAKTUYCCKHX MPEIIOKECHUH 110
COBEPIICHCTBOBAHHIO TIporiecca GopMUpoBaHUs COBITOBOM MOMUTHUKU MPEIIPUSTHS
Ha OCHOBE BHEAPEHMS MOAECIH JOTUCTUKH TPOJaK.

KuaroueBbie ciioBa: Joructuka, cOBITOBasl MOJNMTHKA, MEXaHW3M BHEAPEHWUS,
3(h(peKTUBHOCTE, COBpEMEHHAs JIOTUCTHIECKAS MOEIb.

INTRODUCTION

The modern economy is characterized by a discrepancy between the time of the
place of production and the place of consumption. In terms of time, these processes
do not work directly with each other. For this reason, the solution of emerging
problems requires large financial costs. In some cases, these costs require up to 70%
of the retail price of consumer goods.
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The product sales system is the main element of marketing and an independent
launch complex - the creation, production and delivery of all company activities, up
to the consumer of the product. In fact, it is here that the consumer recognizes or
does not recognize all the forces of the company useful and necessary for himself
and, accordingly, buys or does not buy its goods and services (LPI, 2016).

However, the sale of products should be considered as an integral part of the
marketing complex. Other components of the marketing complex are the product,
the pricing and promotion system (Zhurynov et al., 2020). Before carrying out
direct distribution of products, it is necessary to make sure that the products have
the appropriate quality, reasonable price, and also work has been done in the field of
promotion measures.

There are several reasons that determine the role of marketing systems in the
economy. One of them is necessary. Of course, when it comes to selling a unique
specialized production line, the seller and the buyer do fine without a special sales
system. But the world lives in the era of mass goods, and it is not very convenient to
buy them at the gates of a factory or company.

The second reason is the struggle for the consumer’s money (EU Logistics Action
Plan, 2018). A rich life has convinced hundreds of millions of consumers around the
world that the convenience of buying goods is an integral part of a normal lifestyle
(Bauersox et al., 2016). This means that the consumer needs to get well acquainted
with the set of goods, purchase the goods in the shortest possible time and be as
comfortable as possible before the purchase, on time and after.

RESEARCH MATERIAL AND METHODS

The paper uses the methods of modeling and comparative analysis. To solve
individual tasks, the methods of the «tree» of goals and expert assessments were
used. The information and empirical base of the research is the normative legal
acts of the regional level; official data of the republican and regional authorities;
methodological, scientific, educational and reference literature, materials of the
Internet, as well as research conducted by the authors.

RESULTS AND DISCUSSION

The optimal choice of product distribution channels in the region is the most
important condition for the effective functioning of the distribution system and the
entire logistics system of the enterprise as a whole. The distribution system of the
seller’s enterprise consists of a sales structure (sales bodies and channels), as well as
a logistics infrastructure of sales (warehouses, transport).

Currently, various approaches to the formation of production channels have been
developed, and some requirements for their selection have also been developed.
Naturally, the development of a single method for the formation of a distribution
system, even on the basis of existing world experience, is not acceptable, since there
are many choice factors (Drucker, 2016).

When choosing the distribution channels of an enterprise based on making a
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decision on the configuration of distribution channels by territories and the method
of selecting the locations of the distribution system links, taking into account the
specified composition of the factors determining the choice, it is necessary to make
decisions on direct and indirect distribution channels in the region(Kaltaev et al.,
2020). If the manufacturer does not resort to the services of intermediaries, there is
a direct distribution channel. This channel is installed between manufacturers and
consumers, who themselves control this connection and have limited target markets
(Kokenova et al., 2020). Direct marketing is usually used here. However, it is not
always possible to maximize the presence of goods in all retail outlets, especially if
the manufacturer does not work directly with retail.

In this case, the manufacturer appeals to indirect channels that involve the
participation of one or more independent intermediaries from the manufacturer to
the consumer, while the manufacturer may remain the «owner» of the distribution
channel (Daniel, 2007; Japanische Erfolgskonzepte, 2011). Preference may be given
to short channels, i.e., the manufacturer opens a network of its branded stores, to
which he himself delivers goods and trades in a competitive retail market, or long
channels, when the manufacturer opens wholesale representative offices in various
geographical segments and sells goods on the market of wholesalers, distributors and
dealers, and finally, the manufacturer can use both wholesale representative offices
and retail stores, taking on the pressure of both distribution markets.

If production provides a profit margin of 20%, and retail trade gives only 10%,
the manufacturing company, of course, will not want to engage in retail trade
itself. Thanks to their contacts, experience, specialization and scope of activity,
intermediaries offer the company more than it could do alone (Chang, 2011).
Participants in the process of organizing direct distribution of products are various
subsystems of the enterprise.

Taking into account the identified problems and shortcomings of existing
approaches, an algorithm for forming the structure of the distribution channels of the
enterprise’s products in the region is proposed (Fig. 1).

Factors:
- area of the region
- the level of concentration of consumers
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Figure 1 — Algorithm for forming the structure of product distribution channels in the region
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Within the first block of the algorithm, a decision is made on the overall
configuration of the distribution channels of products/services in the region. The
choice of one of two options for this solution — direct or indirect distribution channels
to use in the region under consideration, is based on the following factors: the area of
the region; the level of concentration of consumers; the distance from the enterprise
to the regional center; the development of road and warehouse infrastructure.

To justify the decision, an assessment of the region is formed from the point of
view of the expediency of using direct distribution channels (Gopfert et al., 2016).

The significance of each factor is assessed by the expert management of the
company.

The direction of change of factors from the point of view of the best-worst
value for the decision is determined as follows: for the factor «area of the regiony,
an increase in area reduces the score; for the factor «level of concentration of
consumersy, an increase in concentration increases the score; for the factor «distance
from the enterprise to the regional center», an increase in distance reduces the score;
for the factor «development of road infrastructure and warehouse infrastructure»
increased development increases the score.

A low level of evaluation indicates an unreasonably high level of costs for
building a complete distribution network in the region with bringing its products/
services to retail consumers (Gwynne et al., 2016).

Therefore, if the final formed assessment of the region turns out to be low (below
2.5 points), then a decision is made on the inexpediency of using direct distribution
channels of products/services in this region.

In this case, work in the region should be built using indirect channels — with the
involvement of intermediaries.

Note the factors that must be taken into account when choosing the locations of
retail service centers, as well as the service sector (Leuschner et al., 2016).

However, it is not always possible to maximize the presence of goods in all retail
outlets, especially if the manufacturer does not work directly with retail. In this case,
the manufacturer appeals to indirect channels that involve the participation of one or
more independent intermediaries from the manufacturer to the consumer, while the
manufacturer may remain the «owner» of the distribution channel. Preference may be
given to short channels, i.e., the manufacturer opens a network of its branded stores,
to which he himself delivers goods and trades in a competitive retail market, or long
channels, when the manufacturer opens wholesale representative offices in various
geographical segments and sells goods on the market of wholesalers, distributors and
dealers, and finally, the manufacturer can use both wholesale representative offices
and retail stores, taking on the pressure of both distribution markets.

If production provides a profit margin of 20%, and retail trade gives only 10%,
the manufacturing company, of course, will not want to engage in retail trade
itself. Thanks to their contacts, experience, specialization and scope of activity,
intermediaries offer the company more than it could do aloneuxy.

In case of refusal to choose a direct channel, as a result of making a decision on the
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distribution strategy in the region, when choosing an intensive distribution channel,
the first thing to do is to search for potential partners (Marchet et al., 2016). Partners
can be both small and large, they can have different names, such as a manufacturer’s
sales agent, broker, wholesaler, retailer, distributor, supply organizer, reseller, etc. In
order to find good partners, you need to create your own affiliate program.

Intensive distribution is a marketing method in which an organization strives to
stock its products in as many outlets as possible in order to make them available to
consumers in the place and at the time when they have a need to buy these products.

After searching for potential partners and creating an affiliate program, the
conditions of interaction with each of the selected partners are analyzed. After the
analysis and identification of possible partners, the selection is carried out and, as
a result, the rejection of partners who do not meet the standards of the company’s
activities and economic interests.

Consumer requirements are the starting point of interaction management in the
marketing channel. In addition, when talking about marketing distribution channels,
it is necessary to remember that the participants of these channels perform the
promotion function. Within each channel, such basic functions as inventory creation,
stimulating demand or sales, physical distribution of goods, after-sales service, long-
term lending to customers should be provided. At the same time, the role of channel
participants is ambiguous.

The key indicators characterizing the formation of a marketing channel for
the distribution of products are: the presence of adaptive potential at the level of
the manufacturing enterprise, which determines the possibility of changing the
assortment matrix of goods, price, quality and brand; a stable market of demand and
supply of products necessary to choose the form of formation of a methodological
approach to the formation of product distribution channels; communication and
logistics capabilities of the manufacturer or participants, allowing to minimize the
costs of product promotion; the efficiency of the distribution channel as a collective
category due to the interaction of various characteristics.

To assess the effectiveness of the organization of the product distribution channel,
the following coefficients should be used.

CH, is the channel length level, which represents the total number of intermediaries
in the channel to the maximum possible for the sale of this product:

CHll = Nn / Nmax’ (1)

where N_is the total number of representatives and sellers who sell these products
in a separate market;

N __ —the maximum number of representatives and sellers who sell these products
in a separate market for similar types of products

Sh _ is the share of territorial coverage by the channel, which determines the
volume of products sold per inhabitant of a given region through the selected channel

of commodity distribution. To calculate this coefficient, you can use the formula (2):
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Sh_=PS/R,,, )

where R, is the revenue from sales of products through the i—channel of this
region;

PS — the population in this region.

L, — the level of inventory in the channel for the period (week, month, quarter,
year), which determines the rate of turnover of products in this channel. This indicator
can be defined as (3):

L., =BP/( +I —BP), 3)
where I I, — inventories, respectively, at the end and at the beginning of the
period.
CH, , is the level of efficiency of channel maintenance, which characterizes
the profitability of the organization and functioning. The level of costs for the
organization and maintenance of the channel can be determined by the formula (4):

CH_,=C/P, “)

1
where P is the profit from sales of products in this channel;
C — costs for the organization and operation of the channel.
L, — the level of satisfaction of consumers’ needs in the channel, defined as (5):

L Qx/QYk, (5)

where Qk is the volume of sales of products in this channel of the region;

QZk — the volume of sales of products through all channels, for the period, in the
region

Thus, having data on the actual and potential volumes of channels of a particular
market, it is possible to rank the importance of organizing a distribution channel by
territories, or to make a decision on expanding or narrowing existing channels or
opening new service centers.

SUMMARY AND CONCLUSION

The formation of a sales system of an enterprise that draws conclusions from
the study should be based on a reasonable, adapted and effective sales logistics
mechanism, which provides for a set of measures to form a set of sales strategies
chosen by the administration (market coverage, product positioning, etc.) and the
assortment and prices of products that stimulate demand and sales (advertising,
customer service, commercial lending, benefits), conclude contracts for the purchase
and sale (supply) of goods and their transportation (solutions and solutions for).

For the normal functioning of the company’s sales activities, it is necessary to
purposefully support the processes taking place on the market within the framework

245



ISSN 1991-3494 1. 2023

of this marketing program for the sale of products, which is achieved by managing
the sales process through feedback. Effective sales management is one of the main
factors of the company’s success. Problems with the sale of products can lead to
significant financial losses and partial or complete cessation of production.

Product distribution, or «location», is one of the four elements of the marketing
mix. The other three parts of the marketing mix are the product, prices and promotion.
Distribution is the process of providing a product or service available for use or
consumption by a consumer or business user, using direct means or indirect means
with intermediaries. The distribution of products takes place through channels

The experience of building distribution channels by foreign companies, as well
as the analysis of distribution channels used by Russian companies, served as a basis
for developing recommendations for improving the processes of forming distribution
channels for products (services).

The methodological approach to the formation of distribution channels proposed
in the article will allow enterprises to choose a rational structure of channels, ensuring
effective marketing of products and services.
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