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The article considers the essence of information
and analytical support and its place in the
management system of commodity sales and
improving turnover as a set of actions aimed
at forming, processing and transmitting to
management a set of accounting data, planning,
analysis, forecasting. Analytical management of
the sales process of goods should be considered
in three aspects (component of the management
system, a set of actions of management staff,
the process of formation and transmission of
available analytical information). It is proved that
reliable information and analytical support is the
key to making the right decisions to improve
revenue from the sale of goods. The requirements
for building a quality system of analytical support
for turnover management are determined.
A step-by-step model of sales revenue analysis
in trade enterprises is proposed. Based on
the implementation of the fourth stage of this
analytical model, it will be possible to identify
reserves for increasing the volume of commodity
circulation and improving the quality of customer
service.

Key words: income from goods sale, analytical
support, organization of analysis, methods of
analysis, trade enterprises, management.

B cmambe paccMompeHa CyuHoCMb UHGhopMa-
YUOHHO-aHa/IuUMu4ecKko20 06ECriedeHusT U e20
Mecmo 8 cucmeMe yripasnieHusi peasusayueli

mosapos npeonpusimusi U y/yduweHusi obbema
mosapoobopoma Kak Komriiekc Oelicmsul,
Haripag/ieHHbIX Ha (hopMupoBaHUe, 06pabomky
U nepedadyy yrpasieH4YecKoMy 38eHy COBO-
KYMHOCMU  OaHHbIX Byx2a/imepcko2o  yyema,
M/1aHUPOBaHUSI, aHasu3a, MPO2HO3UPOBAHUS.
AHasumuyeckoe obecriedeHue  ynpasieHust
npoyeccom peasiuzayuu Mmosapos Uesecoo-
6pasHo paccmMampusamb B8 MPEX acrnekmax
(cocmasnsiowjasi cucmembl YrpasneHusl, KoM-
ryiekc Oelicmsull  yrpag/ieH4Yecko2o Mepco-
Hasa, fpoyecc hopmupoBaHUsi U repedadu
umerowjelicss aHaaumuyeckol UHghopmayuu).
[lokazaHo, 4mo HadexHoe UHEhOpMayUOHHO-
aHa/umuyecko2o0  obecrieyeHusl  s18/Isiemcsi
3a/1020M MPUHAMUS NPasu/ibHbIX peweHul no
Y/lydweHuro rokasamesieli doxoda om peasiu-
3ayuu mosapos. OnpedesieHbl mpebosaHusi K
MOCMPOEHUI0 Ka4eCMBEHHOU cUCMeMb| aHa/lu-
MuYecKo2o 0becrnedeHus yrpas/ieHusi mosapo-
ob6opomowm. [pedsioxeHa nowazosasi MOOe/b
aHasiuza 0oxoda om peasnusayuu 8 npeonpu-
AMUSIX Mop208/u. Ha ocHosaHuu peasusayuu
yemgepmoz2o amarna OaHHolU Modesiu B8 0a/lb-
Heliwem 6ydem BO3MOXHO BbISIBUMb PE3epBbl
yBe/luyeHus1 obbema mosapoobopoma U rosbi-
WieHUs1 Kadecmsa 06C/1y)XusaHUsl rokynamersied.
KntoueBble cnoBa: doxo0 om pea/nusayuu
moBsapos, aHa/luMmu4yeckoe obecrieyeHue, opaa-
HU3ayus1 aHasu3a, Memoouka aHasu3sa, mopao-
Bble Mpednpusmus, yrpas/ieHue.

CmabinbHicmb Oisi/IBHOCMI MOopP208e/bHUX MIOMPUEMCMB ma MOBUWEHHST PIBHS IX KOHKYPEHMOCTPOMOXHOCMI BUMAa2alomb B8i0 KepisHUYmMsa 3acmo-
cosysamu 2HyuKy Mo/limuKy yrpas/iHHS. Po3po6Ka, BrpoBadXeHHs ma KOHMPO/Ib 3a BUKOHAHHSIM YIPas/iHChKUX pilueHb w000 peasisayii mosapis
BUMAa2aroMb aHa/IMUYHOI MOMPUMKU ma iHghopMayii BUCOKOI IKOCMI. Y 38'A13Ky 3 YUM y cmammi po32/1siHymo CymHicmb iHghopMayitiHo-aHalimuyHo20
3abesrneqeHHs1 ma lio2o Micye 8 cucmemi ynpas/iHHs peanizayiero mosapis rnionpuemMcmsa ma rokpaweHHs1 obesicy mosapoobopomy. JosedeHo, wjo
HaoiliHicmb HghopMayitiHO-aHa/limU4HO20 3a6e3MeYeHHs € 3aropyKot0 NPUUHSIMMS NPasuU/IbHUX pilueHb U000 MOAIMWEHHST MOKasHUKIB 00xXo0y Bi0 pea-
nizauii mosapis. Ob6IpyHMOBaHO emariu aHaslimuU4YHO20 3a6e3re4YeHHs sIK NPoyecy chopMyBaHHsi ma nepedadi HeobXioHOT iHghopmauyil. BusHayeHo sumMoau
00 106y00BU SIKICHOI cuCMeMU aHaliMmu4YHO20 3abesreqeHHs yrpas/iHHS MoBapoo6opomoM. 3anporoHOBaHO MOKPOKOBY MOOe/b aHaslizy 00xody 8id
peasizayii 07151 mopa0BesIbHUX MIOMPUEMCMB, sIKa MICMUMb BUBHEHHST BUKOHAHHSI M/1aHy | OUHaMiku mosapoobopomy, (io2o pummidHoCmi ma pisHOMIp-
HOCM; Ki/IbKICHUU BUMIP Br/IUBY YUHHUKIB H& BUKOHaHHSI M/1aHy | OUHaMIiKy mosapoobopomy; BUSIB/IEHHST MOXyTusocmel i pe3epsig 36i/IbWeHHs obcsiey
mosapoobopomy, MidBUUEHHSI SIKOCMI 06C/1y208YBaHHS MOKYMUIB; PO3POBKY OnMmuMasIbHUX cCmpameaiyHux | makmu4HUX yrpas/iHCbKUX pitueHb Wodo
PO3BUMKY MoBapoo6bopomy nidrnpuemcmsa. AdekBamHicmb NPOYECY aHa/TlimuUYHO20 3abe3reyeHHs yrpas/iHHS peasisayiero mosapis nepedbayae mpu
OCHOBHI emariu, peasizayisi SIKUX MOX/IUBA 3a YMOBU HaJIEXHO20 CynpoBo0Yy, 3aCmOCyBaHHs BIpO2IOHUX Memoois 06pobKu 0aHuX. NonepedHiti emar
OXOr/Ioe 36ip, HaKonuyYeHHs1 ma 36epieaHHs 0aHuUX. JJocidHuybKull (ocHoBHUL) emar nepedbayae y3a2a/bHeHHsT OmpUMaHOI iHghopMayii, po3paxyHok
doxodHocmi onepayiti peanizayji, aHasiz ma 06pobKy iHghopmayitiHux daHux. 3asepuiasibHUll emart OXOI/IE 0CMamOoYHe y3a2aslbHeHHS Pe3yismamis
aHasni3y, BUCHOBKU, peKkoMeHoayji, Mpo2HO3yBaHHSI, KOHMPO/Ib. BusHayeHo ck1adosi yrpassiHHS ma MexHIYHO20 06C/Ty208yBaHHS iHghopmayitiHo-aHasli-
MUYHO20 3abe3neyeHHs1 yrpas/iHHS NPOYEeCcOoM peasisayil mosapis rMiornpuemcms.

KntouoBi cnoBa: 0oxio 8i0 peasisayii mosapis, aHaslimu4He 3abe3neyeHHs], opaaHisayis aHaslizy, Memoouka aHaslisy, mopaose/ibHi MionpueEMCMBaa,
YNpagiHHS.

Problem statement. Given the growing compe-
tition and the need for after-sales service, many
trading companies find it difficult to maintain their
market position. To ensure the competitiveness of
the enterprise, it is necessary to study the market
of goods, to determine its own capabilities and
prospects for development. Solving these problems
requires effective management of the enterprise in
general, and the commaodity sales in particular.

The quality and efficiency of managementdecisions
depend not only on the competence of management
staff, but also on the quality of analytical support for
the management of a commercial enterprise. The
analytical support of management activities helps
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to identify narrow spaces and hidden reserves to
increase sales and profits of the enterprise and it
allows to control the risks of activities effectively. In
view of this, there is a growing scientific and practical
interest in the formation of analytical management,
able on the basis of modern methodical tools and
technologies of analytical processing of regulatory,
planning, accounting and non-accounting information
to develop a set of measures to increase activity
levels of trade enterprises.

Analysis of recent research and publications.
A significant contribution to the study of problems of
accounting and analytical management of enterprises
was made by the following scientists: Butynets F.,
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Humeniuk O. [1], Demianenko M., Kireitsev G.,
Maslova I., Nosach N. [2], Pilipenko A., Putsenteilo P.
[3], Pushkar M., Savytska H., Sopko V. etc. However,
some issues related to the features of analytical
support for the management of goods sale in trade
enterprises need more detailed research.

The purpose of the article is the development
of recommendations for the construction of analytical
support for the management of goods sale in trade
enterprises.

Statement of the main research material. The
success of doing business, due to the ability of enter-
prise management to make optimal decisions, depends
on the availability of effective analytical support for
the management of all processes in the enterprise,
and in particular the process of selling goods.

Analytical support of enterprise management is a
component of accounting and analytical support, which,
according to Yuzva R., should be understood as “a set of
accounting and analytical processes combined into an
accounting and analytical system and aimed at meeting
the information needs of users by converting primary
information in generalizing in accordance with the
defined goals, as well as regulatory, methodological,
organizational, software, mathematical, technical and
ergonomic support” [4, p. 5].

Analytical support is a continuous process of
supporting management decisions with the help of
certain organizational and technological procedures,
information systems and the level of qualification of
specialists of the accounting and analytical apparatus
[3, p. 196]. This component of the general system of
analytical support of enterprise management, in our
opinion, forms the operative justified information on the
reasons of change and prospects of development of
volume of a commodity turnover, provides the control
over execution of the accepted administrative decisions.

The purpose of analytical management of goods
sale is to create an information basis for making
informed management decisions, identifying the
degree of their implementation.

Given the specifics of analytical management of
goods sale, as its key tasks are the following:

— collection, systematization and accumulation of
information on the external and internal environment
of business entities;

— formation and use of a set of methods of
analytical processing of the collected information;

— organizational, technical and methodological
support of the sales management process;

— development of forecasts of behavior of factors
influencing the volume of sales of goods;

— identification of internal reserves to increase
goods sale;

— assistance in making sound management
decisions in the field of sales management.

The quality of analytical support for the mana-
gement of goods sale depends on the quality of

the organization of the analysis, its methodical and
technical support.

Analysis of literature sources on the organization of
the analytical process in enterprises [1; 4—6] allowed
to identify different views on the process of organizing
the analysis. We support the opinion of N. Nosach,
who believes that the organization of analysis in the
enterprise should include three main stages:

— preparatory (or planned) stage — identification
of individual elements of the subsystem of analytical
support (objects, subjects, types of analysis) and es-
tablishment of their connections within the information
support of the management system.

— the main (practical) stage — the implementation
of the selected model and the relationship of the
selected elements of the analytical support of the
control system;

— the final stage — control and evaluation of the
practical implementation of the planned structural
elements, evaluation of their relationship and cohe-
rence, as well as the direction of the necessary
correc-tive actions to achieve the effect of analytical
informa-tion and rational management decisions
[2, p. 283].

We believe that when choosing the types of
economic analysis for the formation of effective
analytical support for the management of goods sale
the characteristics of the object of management —
income from goods sale —should be takeninto account.
From the general list of classification features of the
types of analysis that occur in the economic literature,
it is proposed to choose the following:

— on the basis of time — promising, retrospective,
operational;

— according to the method of research of objects —
comparative, factorial, diagnostic, marginal;

— on a spatial basis — intra-economic, inter-
economic (regional), sectoral.

General scientific and special scientific methods
of analysis are used for processing and researching
economic information on the volume and structure
of revenue from the goods sale, the rhythm and
uniformity of its supply. The most common methods
used for analytical procedures are:

— traditional methods of analysis defined as basic,
without them analytical research is almost impossible.
This group includes: comparison, method of relative
and average values, grouping, graphical and tabular
methods of data presentation;

— methods of factor analysis, which allow to
determine the influence of factors on the change in
revenue from goods sale and to establish the degree
of their dependence. This group combines traditional
methods of factor analysis (chain substitution method,
method of absolute differences, integral method),
economic and mathematical methods (correlation-
regression analysis, mathematical programming,
matrix methods and models);
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— heuristic methods of analysis are based on
the use of professional experience and intuition of
managers in solving analytical problems.

The set of methods of analysis used in the
framework of a certain method of analysis forms a
methodological component of analytical support for
the management of goods sale in trade enterprises.
In this case, the method of analysis is proposed to
understand a certain sequence of application of
methods and techniques for processing analytical
information that meet the objectives of the analysis,
subject to the needs of management.

The purpose of the analysis of revenue from sales
of goods, in our opinion, is an objective assessment,

establishing the causes of change, finding reserves
to increase the level of activity and development
of measures for their practical implementation.
Therefore the areas of analytical research can be
summarized as follows:

1) study of the implementation of the plan and the
dynamics of revenue from the goods sale, its rhythm
and uniformity;

2) quantitative measurement of the impact of
factors on the implementation of the plan and the
dynamics of revenue from goods sale;

3) identification of ways, opportunities and
reserves to increase revenue from goods sale,
improve the quality of customer service;

Analysis of income from goods sale (commodity circulation)

»{ Study of the implementation of the plan and the dynamics of revenue from the goods sale,
its thythm and uniformity
Analysis of the AnalyS}s. of the Analysis of the Anglys1s .of the Analy51.s of
. composition and rhythm of uniformity of | seasonality of
total commodity . . !
. . structure of commodity commodity commodity
circulation . . X . . . . .
commodity circulation circulation circulation circulation
Volume of ) Coefﬁc'le.nt of Co.efﬁcu.ant of '
commodi ty Structure of commodlty rhythml(;lty of unlform1ty of Seasonahty
circulation circulation C‘?mmofhty cgmmoghty index
circulation circulation
Methods and .
techniques: Methods apd techniques:| \, ethods and Met}lllo_ds an.d Methods and
- - vertical and techniques: techniques: techniques:
horizontal analysis, . ques. comparison ques:
comparison horizontal comparison, absolute. absolute,
absolutrf; relati,ve analysis, comparison, absolute and rolative and relative and
’ > | absolute and relative relative, average average
average values, . sizes : sizes
. sizes sizes
grouping
N Quantitative measurement of the influence of factors on the implementation
of the plan and the dynamics of commodity circulation
Analysis of the impact of Analysis Of,t he impact of Analysis of the impact of the
. the company’s provision of ,
commodity supply and company’s human resources
ffici . fixed assets and the . .
efficiency of its use . . and efficiency of their use
efficiency of their use
Indicators of commodity The size of retail space, Number of emp loyees and
. staff structure, indicators of
supply and efficiency of cost and structure of fixed .
. . . working time use, labor
its use assets, their efficiency .
productivity
Methods and techniques: comparison, deterministic and random factor analysis
> Identification of ways, opportunities and reserves to increase commodity circulation,
improve the quality of customer service
Development of optimal strategic and tactical management decisions
> for the development of enterprise commodity circulation

Figure 1. Logical model of methods of analysis of income from goods sale in trade enterprises
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4) development of optimal strategic and tactical
management decisions for the development of
revenue from the goods sale of the enterprise.

Each of the areas of analysis of goods sale
involves the solution of certain analytical problems,
and the use of an appropriate system of indicators
and methods of their analytical processing, as
summarized in Figure 1.

When studying the composition and structure of
revenue from goods sale, it is proposed to take into
account its distribution by product groups, forms of
sale, time periods and structural units.

The graphical method (linear and nonlinear graphs
are constructed), as well as the coefficient of uniformity,
for the calculation of which the method of “offset” or
indicators of variation are used, will allow to study the
uniformity of the development of goods sale.

The level, structure and prospects for the
development of revenue from the goods sale of
a particular enterprise are determined by a set of
factors of its external and internal environment. In
most cases, a trading company is not able to influence
environmental factors (volume and structure of
the consumer market, the state of competition in a
particular market, household income and wages)
significantly. However, knowledge of the factors of
this group is a necessary condition for developing an
effective product strategy of the enterprise.

Among the factors of the internal environment
of the enterprise, there can be identified factors,
which impact on the change in revenue from the
goods sale using the methods of deterministic
and random analysis based on models, as well as
factors (general strategy of the enterprise, product
profile of the enterprise, location, pricing and
marketing policy), the impact of which cannot be
assessed using these methods. The algorithm for
calculating this indicator acts as the primary models
of deterministic factor analysis of the level of revenue
from the goods sale.

Along with the methodical component of the
analytical support of product sales management, its
technical support, which includes computer hardware
and software, also plays an important role. Studies
have shown that the computerization of the analysis
of sales revenue can be carried out using specialized
statistical and analytical packages (“STATISTICA”,
“SPSS Statistics”, “STATGRAPHICS”,“STADIA", etc.).
Thus, the software product “STATISTICA” provides
an opportunity to perform analysis in the following
areas: one-dimensional and multidimensional ana-
lysis of variance; linear analysis; nonlinear esti-
mation; cluster analysis; one-dimensional and
multidimensional correspondence analysis; linear
discriminant analysis; factor analysis, etc.

Conclusions. Thus, successful business is
impossible without the creation of effective analytical

support for sales management, which is part of the
general system of analytical support for enterprise
management. The analytical support for sales
management forms prompt and grounded analytical
information on the causes of change and prospects
for commodity circulation volume, provides control
over management decisions.
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