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Present business initiative where uncertainty and risks take place asks for more validity of manage-
ment decisions. We suggest using our Guide to analyze and solve problems of company’ sales. It
has to unite two components: professional decision making and the search of optimal decision in
which corresponds to the goal and restrictions of controlling system of an organization.

Modern business conditions are characterized
by increase of instability and risk ask for more
validity of managerial decisions. More and more
often small and medium enterprises come to the
international market. The tendency to globalization
is quite obvious. It is becoming more and more
difficult to serve the customer. Professionalism of
the staff, mobility of decision making structures,
necessary instruments, quickness and economic
effectiveness are the keys to success. Sales activ-
ities are varied so different authors suggest differ-
ent definitions of sales.

O.A. Novikova defines sales as post-produc-
tion commercial activity which includes selling the
product to the customer, delivery and maintenance.1.

A. P. Tyapuhin understands sales as the activ-
ity of distribution of resources, their flow, control
and regulation aimed at satisfying the needs of the
customer and making profit.2.

G. L. Bagiev stresses the fact that sales is
initial element of marketing as it is the last stage in
providing the customer with the product he needs.
Sales are aimed at formation and maintenance of
an effective system of the product movement from
the producer to the final customer with minimum
costs3.

Having analyzed the above mentioned sources
and the works of other authors we suggest our
own definition. We consider sales as concentrated
efforts of the sales department of an enterprise
aimed at formation and satisfaction of demand at
the right place and time.

Sales is flexible management instrument and it
is necessary to build sales policy step by step to
optimize sales activities of a textile enterprise:

1) development of inner standards and norms
of sales and their fixation in the document “ Sales
Policy Provisions “ on the basis of the analysis of

the adequacy of goals and tasks set before to ex-
ternal and internal conditions of its functioning in-
cluding its abilities

The development of “Sales Policy Provisions”
is initiated by the person responsible for sales con-
ception of the enterprise in general. The document
is developed in a work team of the chiefs of sales
departments and specialists of different depart-
ments, for example specialists engaged in produc-
tion, finance, etc. being agreed upon the document
take effective and all the employees of the enter-
prise are informed of its contents. It is reasonable
to do so because:

♦the possibility of abuses (collusion, mistakes)
decrease;

♦employees have common view of sales ac-
tivities and problems, start understanding not only
the problems of their department but also the prob-
lems of other divisions of the enterprise;

♦better coordination of activities is provided;
♦sales ratios are set for better control;
♦the enterprise is better prepared for chang-

es;
♦tax risks are decreased when the system of

discounts is used;
2) analysis and correction of the existing struc-

ture of sales departments, marketing, commercial
departments and etc.; clear distribution of tasks to
decrease the risk of abuse and mistakes;

3) development of organizational and norma-
tive documents and job instructions;

4) development of procedures of business pro-
cesses control including sales of the finished prod-
uct.

At the same time we should bear in mind that
on every stage of the enterprise functioning differ-
ent problems connected with sales in general can
arise.
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We view the solution of the problem as a mo-
bile cone, the base of which is the process of the
problem revealing, the facets are formalization of
the problem, formation of alternatives and the choice
of the best decision. Solving of the problem moves
step by step to the top (result). So, the profile of
the cone is an interim result in solving of the prob-
lem and the top of the cone is the solution of the
problem. But as the cone is turned up we can say
that the result can be perfected.

In decision making especially in the sphere of
sales there is usually a desire to avoid uncertainty.
Even if the result is reached constant movement is
necessary to avoid stereotypes.

Present business initiative where uncertainty
and risks take place asks for more validity of man-
agement decisions. We suggest using our Guide
to analyze and solve problems of company’ sales.
It has to unite two components: professional deci-
sion making and the search of optimal decision in
which corresponds to the goal and restrictions of
controlling system of an organization.

Our Guide is a logical scheme oriented to-
wards searching of an optimal decision from sev-
eral alternatives with consideration of the general
strategic goal of the enterprise. In conditions of
constant competition it is not enough just to solve
the problem, the result sometimes does not reflect
real needs of the enterprise. Strategic goal of the
enterprise is a guideline, all the efforts of the enter-
prise should be applied to its achievement. It is
necessary to find the potential of growth, to reveal
the problems which do not allow moving in the
right direction, to solve the problems and to achieve
the result.

The Guide is an instrument in this process, it
can help the organization to follow the right
course, to optimize the decisions taken in the
sphere of sales, to reveal problematic situations
and sort them out. The suggested algorithm of
effective work guaranties that you will be able to
take the right decision which corresponds to the
interests of the organization and you will spend
minimum time on this.

The algorithm is the most structured and the
clearest system of actions which can be simulta-
neous and continuous, unique and varied. Our algo-
rithm consists of 6 levels of decision making and
moving up to the next level is possible only after
the previous level is clearly understood.

Level 1 – strategic level.  It is impossible to
consider operational problems without considering
strategic goals of an enterprise. Does the problem

in sales preventing achievement of the strategic
goal really exist? Is it necessary to think it over
now? Do we have an employee competent enough
to solve it? If the answer to any of these questions
is “no” we have to analyze once again the situation
and probably to reveal the mistake. Maybe what
we called “problem” is not really a problem. Maybe
it does not influence the strategic goal. Maybe we
do not have competent specialist to solve this prob-
lem. Only if all the answers are “yes” we can step
to the next level.

Level 2 – description of the problem and
resources necessary for solving the problem. This
level allows concentrating on more clear formula-
tion of the problem, defining the consequences of
delays in solving the problem, choosing manager
responsible for sorting out the given situation, de-
fining the time limit for solving the problem. If on
the first level we saw that the enterprise face the
problem in sales which prevents achievement of
the strategic goal of the enterprise, on the second
level it is necessary to formulate this problem clearly
(for example, the strategic goal of the enterprise is
to penetrate the international market but the part-
ner vie which it was planned to penetrate the mar-
ket is bankrupt. The problem arose and it is neces-
sary to formulate it more clearly taking into consid-
eration time parameter and human resources).

Level3 – revealing of reserves which make
it possible to view the problem from different
sides.  This stage is also very important as it al-
lows analyzing the problem once again and reveal-
ing the factors influencing the problem. It is possi-
ble that the solution of the problem was built in the
moment when the problem arose. That is why it is
very important to reveal this moment and the rea-
sons of the problem. At this stage the working
team appears.

Level 4 - alternative analysis. When there are
alternative decisions it becomes obvious that you
should act step by step. Each decision helps to
solve some problem in sales. But the matrix of the
guidelines is preserved: problem-strategy-resource-
time. It is going straightforward through alterna-
tives.

Level 5 – choice and introduction of optimal
decision. Alternatives have been analyzed, the prob-
lem has been formulated, the strategic goal is clear
and it is quite clear what decision should be taken.
This is the result we wanted to reach. But you
should bear in mind that today this result is optimal
and tomorrow everything can change. So we have
to step to level 6 of our algorithm.
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Level 6 – control of the results effective-
ness. Control of the effectiveness of the results,
regular comparing of the results with the planned
results, analysis of the adequacy of the results,
making corrections – all this can be called “in-
verse loop”. We have made a decision, introduced
it, solved the problem, checked effectiveness but
we should not forget that sales are unstable and
are influenced by many factors. Sales monitoring
is the best help in this case.

Is there any 
problem in 

sales?  

 Does this problem 
prevent achieving 

strategic goals of the 
enterprise?  

 

 Is there a competent 
manager to consider the 
problem and to form the 

team for its solving?  

 Do we have t ime to 
make complex analysis 

of the problem?  

           
Yes No  Yes No  Yes No  Yes No 

           
Form
ulate 
the 
prob
lem 

 Form
ulate 
the 
goal 
of 
the 
enter
prise 
under 
the 
threa
t  

 Choose 
manager 
who will 
monitor 
the 
process   
of the 
problem 
solving  

 Define 
the t ime 
limits for 
solving 
the  

  

Do not 
use the 
Guide 
before 
the 
problem 
arise 

  

Do not use the 
Guide before 
the problem 
arise ; the 
problem really 
exists only if it  
prevents 
achieving 
strategic goals 
of the 
enterprise  

  

Think over 
the 
possibility 
to hire 
specialist 
from 
another 
company to 
solve the 
problem. 
Probably his 
competence 
and some 
and open-
minded 
approach 
will help to 
f ind the 
best way 
out of the 
situation  

  

Take 
decisions 
independe
ntly using 
the facts 
and your 
professio
nal skills  

           
Point out the 
forces 
influencing the 
problem  
(motive and 
counteracting) 

 Point out the fact 
connected with the 
problem  

 Define the members of 
the team, their 
responsibilities and 
authorit ies  
 

 Point out the moment 
when the problem 
arose  
(how old the problem 
is) 

       
          
Formulate 
alternative 
solutions of the 
problem 

 Analyze each 
alternative, estimate the 
possibility of its 
emergence 

 Estimate what human 
and material resources 
are needed  

 Schedule the t ime 
you need for the 
development of 
each scenario and 
achieving the 
result  

           
Choosing and introducing optimal decision 

           
Checking the effectiveness of the results, regular comparing of the results with what was 

planned, the analysis of the results adequacy to the current activit ies, corrections  
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1 O.A. Novikova. Commercial activities of indus-
trial enterprises (companies) Collection of articles.,
1999.

2 A.P. Tyapuhin. Formation of distribution chan-
nels for production for technical and industrial use in
conditions of reformed economic system. Thesis of
doctor of economic sciences, M., 1999.

3 G.L. Bagiev.  Interrelation marketing collection
of articles, 1999.



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /SyntheticBoldness 1.000000
  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002000d>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002000d>
    /CZE <>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /GRE <>
    /HRV <>
    /HUN <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e000d>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


