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Ñòðàòåã³÷í³ ïð³îðèòåòè ðîçâèòêó  
çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ

Ïðåäìåòîì äîñë³äæåííÿ º ñòðàòåã³÷í³ ïð³îðèòåòè ðîçâèòêó çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ.

Ìåòîþ äîñë³äæåííÿ º âèçíà÷åííÿ îñíîâíèõ ñòðàòåã³÷íèõ íàïðÿìê³â ðåãóëþâàííÿ âèðîáíè÷î–
çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ.  

Ìåòîäè äîñë³äæåííÿ. Ó ðîáîò³ âèêîðèñòàí³ ä³àëåêòè÷íèé ìåòîä íàóêîâîãî ï³çíàííÿ, ìåòîä 
àíàë³çó ³ ñèíòåçó, ïîð³âíÿëüíèé ìåòîä, ìåòîä óçàãàëüíåííÿ äàíèõ.

Ðåçóëüòàòè ðîáîòè. Ó ñòàòò³ âèçíà÷åíî îñíîâí³ åòàïè ñòðàòåã³÷íîãî ïëàíóâàííÿ ïðîöåñó çáóòó 
ïðîäóêö³¿. Íàâåäåíî ñòðóêòóðí³ ñêëàäîâ³ âèðîáíè÷î–çáóòîâî¿ ñòðàòåã³¿ ï³äïðèºìñòâ. Îêðåñëåíî ÷î-
òèðè ãðóïè ñòðàòåã³é ðåãóëþâàííÿ äëÿ âèçíà÷åííÿ ñòðàòåã³÷íèõ ïð³îðèòåò³â ó âèðîáíè÷î–çáóòîâ³é 
ä³ÿëüíîñò³ ï³äïðèºìñòâ. Ñôîðìóëüîâàíî ñòðàòåã³÷í³ íàïðÿìêè ðåãóëþâàííÿ âèðîáíè÷î–çáóòîâî¿ 
ä³ÿëüíîñò³ ï³äïðèºìñòâ. 

Âèñíîâêè. Âèçíà÷åíî îñíîâí³ åòàïè ñòðàòåã³÷íîãî ïëàíóâàííÿ ïðîöåñó çáóòó ïðîäóêö³¿. Ñôîð-
ìóëüîâàíî ñòðàòåã³÷í³ íàïðÿìêè ðåãóëþâàííÿ âèðîáíè÷î–çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ, çî-
êðåìà: çáåðåæåííÿ é çì³öíåííÿ ïîçèö³¿ íà ðèíêó øëÿõîì ³íâåñòóâàííÿ äëÿ çàáåçïå÷åííÿ ðîñòó 
ç ìàêñèìàëüíî ìîæëèâîþ øâèäê³ñòþ; êîíöåíòðàö³ÿ çóñèëü íà ï³äòðèìö³ ñèëüíèõ ñòîð³í á³çíåñó; 
âåëèêå ³íâåñòóâàííÿ â íàéá³ëüø ïðèâàáëèâ³ ðèíêîâ³ ñåãìåíòè; ï³äòðèìêà çäàòíîñò³ ïðîòèä³ÿòè 
êîíêóðåíòàì; çàáåçïå÷åííÿ âèñîêî¿ ïðèáóòêîâîñò³ øëÿõîì ï³äâèùåííÿ ïðîäóêòèâíîñò³; îáìåæåíå 
ðîçøèðåííÿ ä³ÿëüíîñò³ çàáåçïå÷óºòüñÿ çà ðàõóíîê ïîøóêó øëÿõ³â äèâåðñèô³êàö³¿, íå ïîâ’ÿçàíî¿ ç 
âèñîêèì ðèçèêîì, ïðè öüîìó âàðòî ì³í³ì³çóâàòè ³íâåñòèö³¿ é ðàö³îíàë³çóâàòè âñ³ âèðîáíè÷î–çáó-
òîâ³ îïåðàö³¿; ãîëîâíèé àêöåíò íà îòðèìàííÿ ïðèáóòêó øëÿõîì çàõèñòó ïîçèö³é íà íàéá³ëüø ïðè-
áóòêîâèõ ñåãìåíòàõ; ìîäåðí³çàö³¿ ïðîäóêö³¿; ì³í³ì³çàö³¿ ³íâåñòèö³é.

Êëþ÷îâ³ ñëîâà: ï³äïðèºìñòâî, êîíêóðåíòîñïðîìîæí³ñòü, çáóò, ïðîäóêö³ÿ, ðèíîê, ñïîæèâà÷, ³í-
ôîðìàö³ÿ, ³ííîâàö³¿, ³íâåñòèö³¿, åôåêòèâí³ñòü. 
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Ñòðàòåãè÷åñêèå ïðèîðèòåòû ðàçâèòèÿ ñáûòîâîé 
äåÿòåëüíîñòè ïðåäïðèÿòèé

Ïðåäìåòîì èññëåäîâàíèÿ ÿâëÿþòñÿ ñòðàòåãè÷åñêèå ïðèîðèòåòû ðàçâèòèÿ ñáûòîâîé äåÿ-
òåëüíîñòè ïðåäïðèÿòèé.

Öåëüþ èññëåäîâàíèÿ ÿâëÿåòñÿ îïðåäåëåíèå îñíîâíûõ ñòðàòåãè÷åñêèõ íàïðàâëåíèé ðåãóëè-
ðîâàíèÿ ïðîèçâîäñòâåííî–ñáûòîâîé äåÿòåëüíîñòè ïðåäïðèÿòèé.
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Ìåòîäû èññëåäîâàíèÿ. Â ðàáîòå èñïîëüçîâàíû äèàëåêòè÷åñêèé ìåòîä íàó÷íîãî ïîçíàíèÿ, 
ìåòîä àíàëèçà è ñèíòåçà, ñðàâíèòåëüíûé ìåòîä, ìåòîä îáîáùåíèÿ äàííûõ.

Ðåçóëüòàòû ðàáîòû. Â ñòàòüå îïðåäåëåíû îñíîâíûå ýòàïû ñòðàòåãè÷åñêîãî ïëàíèðîâàíèÿ 
ïðîöåññà ñáûòà ïðîäóêöèè. Ïðèâåäåíû ñòðóêòóðíûå ñîñòàâëÿþùèå ïðîèçâîäñòâåííî–ñáûòîâîé 
ñòðàòåãèè ïðåäïðèÿòèé. Îáîçíà÷åíû ÷åòûðå ãðóïïû ñòðàòåãèé ðåãóëèðîâàíèÿ äëÿ îïðåäåëåíèÿ 
ñòðàòåãè÷åñêèõ ïðèîðèòåòîâ â ïðîèçâîäñòâåííî–ñáûòîâîé äåÿòåëüíîñòè ïðåäïðèÿòèé. Ñôîðìó-
ëèðîâàíû ñòðàòåãè÷åñêèå íàïðàâëåíèÿ ðåãóëèðîâàíèÿ ïðîèçâîäñòâåííî–ñáûòîâîé äåÿòåëüíî-
ñòè ïðåäïðèÿòèé.

Âûâîäû. Îïðåäåëåíû ãëàâíûå ýòàïû ñòðàòåãè÷åñêîãî ïëàíèðîâàíèÿ ïðîöåññà ñáûòà ïðîäóê-
öèè. Ñôîðìóëèðîâàíû ñòðàòåãè÷åñêèå íàïðàâëåíèÿ ðåãóëèðîâàíèÿ ïðîèçâîäñòâåííî–ñáûòîâîé 
äåÿòåëüíîñòè ïðåäïðèÿòèé, â ÷àñòíîñòè: ñîõðàíåíèå è óêðåïëåíèå ïîçèöèè íà ðûíêå ïóòåì èíâåñ-
òèðîâàíèÿ äëÿ îáåñïå÷åíèÿ ðîñòà ñ ìàêñèìàëüíî âîçìîæíîé ñêîðîñòüþ; êîíöåíòðàöèÿ óñèëèé íà 
ïîääåðæêå ñèëüíûõ ñòîðîí áèçíåñà; áîëüøîå èíâåñòèðîâàíèå â íàèáîëåå ïðèâëåêàòåëüíûå ðû-
íî÷íûå ñåãìåíòû; ïîääåðæêà ñïîñîáíîñòè ïðîòèâîäåéñòâîâàòü êîíêóðåíòàì; îáåñïå÷åíèå âûñî-
êîé äîõîäíîñòè ïóòåì ïîâûøåíèÿ ïðîèçâîäèòåëüíîñòè; îãðàíè÷åííîå ðàñøèðåíèå äåÿòåëüíîñòè 
îáåñïå÷èâàåòñÿ çà ñ÷åò ïîèñêà ïóòåé äèâåðñèôèêàöèè, íå ñâÿçàííîé ñ âûñîêèì ðèñêîì, ïðè ýòîì 
ñëåäóåò ìèíèìèçèðîâàòü èíâåñòèöèè è ðàöèîíàëèçèðîâàòü âñå ïðîèçâîäñòâåííî–ñáûòîâûå 
îïåðàöèè; ãëàâíûé àêöåíò íà èçâëå÷åíèå ïðèáûëè ïóòåì çàùèòû ïîçèöèé íà íàèáîëåå ïðèáûëü-
íûõ ñåãìåíòàõ; ìîäåðíèçàöèè ïðîäóêöèè; ìèíèìèçàöèè èíâåñòèöèé.

Êëþ÷åâûå ñëîâà: ïðåäïðèÿòèå, êîíêóðåíòîñïîñîáíîñòü, ñáûò, ïðîäóêöèÿ, ðûíîê, ïîòðåáèòåëü, 
èíôîðìàöèÿ, èííîâàöèè, èíâåñòèöèè, ýôôåêòèâíîñòü.
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Strategic priorities for the development  
of sales activities of enterprises

The subject of the study is the strategic priorities for the development of sales activities of 
enterprises.

The purpose of the study is to determine the main strategic directions of regulation of production 
and marketing activities of enterprises.

Research methods. The dialectical method of scientific cognition, the method of analysis and 
synthesis, the comparative method, the method of generalization of data are used in the work.

Results of work. The paper identifies the main stages of strategic planning of the product sales 
process. The structural components of the production and sales strategy of enterprises are given. 
Four groups of regulatory strategies for defining strategic priorities in the production and sales 
activities of enterprises are outlined. Strategic directions of regulation of production and sales activity 
of enterprises are formulated.

Conclusions. The main stages of strategic planning of the product sales process are identified. The 
strategic directions of regulation of production and sales activity of the enterprises are formulated, in 
particular: preservation and strengthening of a position in the market by investing for maintenance of 
growth with the maximum possible speed; concentration of efforts on support of business strengths; 
large investments in the most attractive market segments; maintaining the ability to counter 
competitors; ensuring high profitability by increasing productivity; limited expansion of activities is 
ensured by finding ways to diversify, not associated with high risk, while minimizing investment and 
streamlining all production and marketing operations; the main emphasis on making a profit by 
protecting positions in the most profitable segments; product modernization; investment minimization.

Keywords: enterprise, competitiveness, sales, products, market, consumer, information, 
innovations, investments, efficiency.
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Ïîñòàíîâêà ïðîáëåìè. Ó ïðîöåñ³ ðåãóëþâàí-
íÿ åêîíîì³êè Óêðà¿íè ï³äâèùèëàñü àêòóàëüí³ñòü 
ïðîáëåì, ïîâ’ÿçàíèõ ³ç çàáåçïå÷åííÿì åôåê-
òèâíîãî ðåãóëþâàííÿ çáóòó ïðîäóêö³¿. Çíà÷óù³ñòü 
ïðîáëåìè çðîñòàº âíàñë³äîê çì³íè ðîë³ çáóòî-
âî¿ ïîë³òèêè â çàãàëüí³é ñèñòåì³ óïðàâë³ííÿ ï³ä-
ïðèºìñòâàìè. Öå ñïîíóêàº äîñë³äíèê³â øóêàòè 
íàïðÿìè, ôîðìè òà ³íñòðóìåíòè îðãàí³çàö³éíî–
åêîíîì³÷íîãî ìåõàí³çìó ðåãóëþâàííÿ çáóòó ïðî-
äóêö³¿, ÿê³ ñïðèÿòèìóòü ñòàá³ë³çàö³¿ ïîçèòèâíèõ 
òåíäåíö³é ðîçâèòêó âèðîáíèöòâà òà â³äïîâ³äàòè-
ìóòü ö³ëÿì ðåôîðìóâàííÿ åêîíîì³êè. 

Àíàë³ç îñòàíí³õ äîñë³äæåíü òà ïóáë³êàö³é. 
Ïèòàííÿ ðîçðîáêè çáóòîâî¿ ïîë³òèêè ï³äïðèºìñòâ 
âèñâ³òëåí³ â ðîáîòàõ â³ò÷èçíÿíèõ òà çàðóá³æíèõ 
â÷åíèõ ². Àíñîôôà, Ë.Â. Áàëàáàíîâî¿, Ô. Êîòëåðà, 
Ï.Ã. Ïåðåðâè, Ð.À. Øíàïïàóôà òà ³í. Îäíàê, íèçêà 
òåîðåòè÷íèõ ³ ïðèêëàäíèõ àñïåêò³â ðåãóëþâàííÿ 
çáóòó ïîòðåáóþòü ïîäàëüøîãî äîñë³äæåííÿ. 

Ìåòà ñòàòò³ – âèçíà÷åííÿ îñíîâíèõ ñòðàòåã³÷-
íèõ íàïðÿìê³â ðåãóëþâàííÿ âèðîáíè÷î–çáóòîâî¿ 
ä³ÿëüíîñò³ ï³äïðèºìñòâ.  

Âèêëàä îñíîâíîãî ìàòåð³àëó. Ïðè âèçíà-
÷åíí³ ñòðàòåã³¿ ðåãóëþâàííÿ çáóòó ïðîäóêö³¿ íå-
îáõ³äíî âèõîäèòè ç îö³íêè ä³þ÷èõ íà äåðæàâíîìó, 
ãàëóçåâîìó ð³âíÿõ ³ íà ï³äïðèºìñòâ³ ñòðàòåã³ÿõ. 
Îñíîâí³ åòàïè ñòðàòåã³÷íîãî ïëàíóâàííÿ ïðîöåñó 
çáóòó ïðîäóêö³¿ íàñòóïí³. Ïåðøèì åòàïîì º ðîç-
ðîáêà ì³ñ³¿ – ìàêñèìàëüíå çàäîâîëåííÿ ïîòðåá 
ñïîæèâà÷³â ó ïðîäóêö³¿. Ñèñòåìà ö³ëåé ðåãóëþ-
âàííÿ çáóòó ìàº äåê³ëüêà ð³âí³â. Ñë³ä çàçíà÷èòè, 
ùî ì³ñ³ÿ ïðîöåñó ðåãóëþâàííÿ çáóòó ³ ñóáï³äðÿäí³ 
ö³ë³ ïåðøîãî ð³âíÿ º ïðàêòè÷íî îäíàêîâèìè ïðè 

çàñòîñóâàíí³ ï³äïðèºìñòâîì áóäü–ÿêî¿ áàçîâî¿ 
ñòðàòåã³¿. Òàê, ö³ëÿìè ïåðøîãî ð³âíÿ ìîæå âèñòó-
ïàòè çðîñòàííÿ îáñÿã³â çáóòó ³ ÷àñòêè ðèíêó, çà-
áåçïå÷åííÿ ñòàá³ëüíîãî åêîíîì³÷íîãî ñòàíîâè-
ùà ï³äïðèºìñòâà. Ñòðàòåã³÷í³ æ ö³ë³ äðóãîãî ð³âíÿ 
º ñïåöèô³÷íèìè äëÿ óñ³õ ï³äïðèºìñòâ, ¿õíÿ ïð³î-
ðèòåòí³ñòü âèçíà÷àºòüñÿ êîæíèì ñóá’ºêòîì ãî-
ñïîäàðþâàííÿ îêðåìî. Ïðèêëàäîì ö³ëåé äðóãîãî 
ïîðÿäêó º äîñÿãíåííÿ ïåðåâàã íàä êîíêóðåíòàìè, 
çáåðåæåííÿ ÷àñòêè ðèíêó. 

Íàñòóïíèì åòàïîì ðîçðîáêè ñòðàòåã³¿ º ïðî-
âåäåííÿ âñåá³÷íîãî àíàë³çó çáóòîâî¿ ä³ÿëüíî-
ñò³. Åòàïí³ñòü ïðîâåäåííÿ àíàë³çó ïðèíöèïîâîãî 
çíà÷åííÿ íå ìàº, îñê³ëüêè àíàë³ç âíóòð³øíüîãî 
ñåðåäîâèùà âèêëèêàº íåîáõ³äí³ñòü óðàõóâàííÿ ³ 
çîâí³øíüîãî âïëèâó, à âèâ÷åííÿ âïëèâó çîâí³ø-
íüîãî ñåðåäîâèùà â ñâîþ ÷åðãó âèìàãàº àíàë³-
çó âíóòð³øí³õ ôàêòîð³â. Íå âèêëèêàº çàïåðå÷åíü 
òå, ùî âçàºìîçâ’ÿçîê ì³æ ï³äïðèºìñòâîì ³ éî-
ãî çîâí³øí³ì ñåðåäîâèùåì º ãîëîâíîþ õàðàêòå-
ðèñòèêîþ ñòðàòåã³÷íî¿ ä³ÿëüíîñò³. Íà ðèñóíêó íà-
âåäåíî ñòðóêòóðí³ ñêëàäîâ³ âèðîáíè÷î–çáóòîâî¿ 
ñòðàòåã³¿ ï³äïðèºìñòâ.

Åôåêòèâíå ðåãóëþâàííÿ çáóòó ïðîìèñëîâî¿ 
ïðîäóêö³¿ íåìîæëèâå áåç óðàõóâàííÿ òåìï³â ðîç-
âèòêó ðèíêó, äèíàì³êè ö³í, ïîòåíö³éíèõ ìîæëèâî-
ñòåé äæåðåë ôîðìóâàííÿ îáîðîòíîãî êàï³òàëó. 
Äëÿ óçàãàëüíåííÿ ðåçóëüòàò³â ä³àãíîñòèêè çîâ-
í³øí³õ óìîâ çáóòîâî¿ ä³ÿëüíîñò³ çàñòîñîâóºòü-
ñÿ SWOT–àíàë³ç, PEST–àíàë³ç, àíàë³ç ñòðàòå-
ã³÷íî¿ ïîçèö³¿ òà óïðàâë³íñüêèé àíàë³ç. Íàéá³ëüø 
ïðèéíÿòíîþ äëÿ óçàãàëüíåííÿ ðåçóëüòàò³â àíà-
ë³çó çáóòîâî¿ ä³ÿëüíîñò³ º ìåòîäèêà SWOT–àíà-

Ñêëàäîâ³ âèðîáíè÷î-çáóòîâî¿ ñòðàòåã³¿ ï³äïðèºìñòâ*
* ñêëàäåíî àâòîðàìè
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ë³çó, â îñíîâó ÿêî¿ ïîêëàäåíî òåîð³þ Ì. Ïîðòåðà 
ïðî êîíêóðåíòîñïðîìîæí³ñòü îðãàí³çàö³¿ ó ñâî-
¿é ñôåð³ ä³ÿëüíîñò³ [9]. Äàíà ìåòîäèêà äîçâîëÿº 
â³äñë³äêîâóâàòè çàãðîçè é ìîæëèâîñò³, ùî çíà-
õîäÿòü ççîâí³, à òàêîæ ñèëüí³ é ñëàáê³ ñòîðî-
íè âíóòð³øíüîãî ñåðåäîâèùà. Íàéá³ëüø âàæëèâ³ 
äëÿ ìàéáóòíüîãî ôàêòîðè íàçèâàþòüñÿ ñòðàòå-
ã³÷íèìè é ïîçíà÷àþòüñÿ SWOT, äå Strengths – 
ñèëè, Weaknesses – ñëàáêîñò³, Opportun³t³es – 
ìîæëèâîñò³, Treats – çàãðîçè.

Äëÿ âèçíà÷åííÿ ñòðàòåã³÷íèõ ïð³îðèòåò³â ó âè-
ðîáíè÷î–çáóòîâ³é ä³ÿëüíîñò³ ï³äïðèºìñòâ ìîæ-
íà âèä³ëèòè ÷îòèðè ãðóïè ñòðàòåã³é ðåãóëþâàí-
íÿ: ñòðàòåã³ÿ maxi – maxi (àãðåñèâíà ñòðàòåã³ÿ); 
ñòðàòåã³ÿ maxi – mini (êîíêóðåíö³éíà ñòðàòåã³ÿ); 
ñòðàòåã³ÿ mini – maxi (êîíñåðâàòèâíà ñòðàòåã³ÿ); 
ñòðàòåã³ÿ mini – mini (îáîðîííà ñòðàòåã³ÿ).

Âèêîðèñòàííÿ «àãðåñèâíî¿» ñòðàòåã³¿ äîçâî-
ëÿº ðåãóëþâàòè âèðîáíè÷î–çáóòîâó ä³ÿëüí³ñòü 
ï³äïðèºìñòâ ó íàïðÿì³ åêñïîðòíî¿ îð³ºíòàö³¿ âè-
ðîáíèöòâà, âèêîðèñòîâóþ÷è ïðè öüîìó òàê³ êîí-
êóðåíòí³ ïåðåâàãè, ÿê âèêîðèñòàííÿ íîâèõ òåõíî-
ëîã³é, êâàë³ô³êîâàí³ êàäðè, â³äíîñíî íèçüê³ ö³íè 
íà ïðîäóêö³þ, à òàêîæ âèã³äíå ì³ñöåçíàõîäæåí-
íÿ ï³äïðèºìñòâ. Íà äàíîìó åòàï³ äîö³ëüíèìè º 
íàñòóïí³ ñêëàäîâ³ âèðîáíè÷î–çáóòîâî¿ ñòðàòåã³¿: 
çîâí³øíüîåêîíîì³÷íî¿, ³ííîâàö³éíî–³íâåñòèö³é-
íî¿ ä³ÿëüíîñò³, ñòèìóëþâàííÿ ïåðñîíàëó.

Çàñòîñóâàííÿ «êîíêóðåíö³éíî¿» ñòðàòåã³¿ ïåðåä-
áà÷àº ðåãóëþâàííÿ âèðîáíè÷î–çáóòîâî¿ ä³ÿëü-
íîñò³ ï³äïðèºìñòâ ó íàïðÿì³ á³ëüø ïîâíîãî âèêî-
ðèñòàííÿ ñèëüíèõ ñòîð³í, óðàõóâàííÿ ÿêèõ ìîæå 
ïåâíèì ÷èíîì çìåíøèòè çàãðîçè. Ó äàíîìó âè-
ïàäêó ñë³ä âèêîðèñòîâóâàòè òàê³ ñòðàòåã³¿: òîâàðíó 
(äèâåðñèô³êàö³¿), ö³íîóòâîðåííÿ, çîâí³øíüîåêîíî-
ì³÷íî¿ ³ ³ííîâàö³éíî–³íâåñòèö³éíî¿ ä³ÿëüíîñò³.

«Êîíñåðâàòèâíà» ñòðàòåã³ÿ ñïðÿìîâàíà íà çìåí-
øåííÿ âïëèâó ñëàáêèõ âíóòð³øí³õ ôàêòîð³â çà ðà-
õóíîê øàíñ³â: çàö³êàâëåíîñò³ ³íâåñòîð³â, çðîñòàííÿ 
ïîïèòó íà ïðîäóêö³þ, ï³äòðèìêè äåðæàâè. Äîö³ëüíî 
âèêîðèñòîâóâàòè ñòðàòåã³þ âçàºìîä³¿ ç ïîñòà÷àëü-
íèêàìè ³ çíèæåííÿ âèðîáíè÷èõ âèòðàò.

«Îáîðîííà» ñòðàòåã³ÿ º äóæå íåáåçïå÷íîþ ³ â 
äåÿêèõ âèïàäêàõ ïåðåäáà÷àº ë³êâ³äàö³þ âèðîáíè-
öòâà àáî íåîáõ³äí³ñòü çàñòîñóâàííÿ ³íøèõ îðãà-
í³çàö³éíèõ çàõîä³â, çîêðåìà, ïîãëèíàííÿ ³íøèìè 
ñôåðàìè á³çíåñó äëÿ òîãî, ùîá ì³í³ì³çóâàòè âïëèâ 
íåãàòèâíèõ ôàêòîð³â íà ä³ÿëüí³ñòü ï³äïðèºìñòâ. 
Ìîæëèâèìè ó äàíîìó âèïàäêó º ñòðàòåã³¿ çíèæåí-
íÿ âèðîáíè÷èõ âèòðàò, òîâàðíà, ö³íîóòâîðåííÿ.

Óñ³ ñòðàòåã³÷í³ íàïðÿìêè ðåãóëþâàííÿ âèðîá-
íè÷î–çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ ìîæóòü 
áóòè ñôîðìóëüîâàí³ ó òàêèé ñïîñ³á:

1. Çáåðåæåííÿ é çì³öíåííÿ ïîçèö³¿ íà ðèíêó 
øëÿõîì ³íâåñòóâàííÿ äëÿ çàáåçïå÷åííÿ ðîñòó ç 
ìàêñèìàëüíî ìîæëèâîþ øâèäê³ñòþ; êîíöåíòðà-
ö³ÿ çóñèëü íà ï³äòðèìö³ ñèëüíèõ ñòîð³í á³çíåñó.

2. Âåëèêå ³íâåñòóâàííÿ â íàéá³ëüø ïðèâàáëèâ³ 
ðèíêîâ³ ñåãìåíòè; ï³äòðèìêà çäàòíîñò³ ïðîòèä³ÿ-
òè êîíêóðåíòàì; çàáåçïå÷åííÿ âèñîêî¿ ïðèáóòêî-
âîñò³ øëÿõîì ï³äâèùåííÿ ïðîäóêòèâíîñò³. 

3. Îáìåæåíå ðîçøèðåííÿ ä³ÿëüíîñò³ çàáåçïå-
÷óºòüñÿ çà ðàõóíîê ïîøóêó øëÿõ³â äèâåðñèô³êà-
ö³¿, íå ïîâ’ÿçàíî¿ ç âèñîêèì ðèçèêîì, ïðè öüîìó 
âàðòî ì³í³ì³çóâàòè ³íâåñòèö³¿ é ðàö³îíàë³çóâàòè 
âñ³ âèðîáíè÷î–çáóòîâ³ îïåðàö³¿. 

4. Ãîëîâíèé àêöåíò íà îòðèìàííÿ ïðèáóòêó øëÿõîì 
çàõèñòó ïîçèö³é íà íàéá³ëüø ïðèáóòêîâèõ ñåãìåíòàõ; 
ìîäåðí³çàö³¿ ïðîäóêö³¿; ì³í³ì³çàö³¿ ³íâåñòèö³é.

Âèñíîâêè
Âèçíà÷åíî îñíîâí³ åòàïè ñòðàòåã³÷íîãî ïëàíó-

âàííÿ ïðîöåñó çáóòó ïðîäóêö³¿. Ñôîðìóëüîâàíî 
ñòðàòåã³÷í³ íàïðÿìêè ðåãóëþâàííÿ âèðîáíè÷î–
çáóòîâî¿ ä³ÿëüíîñò³ ï³äïðèºìñòâ, çîêðåìà: çáåðå-
æåííÿ é çì³öíåííÿ ïîçèö³¿ íà ðèíêó øëÿõîì ³íâåñ-
òóâàííÿ äëÿ çàáåçïå÷åííÿ ðîñòó ç ìàêñèìàëüíî 
ìîæëèâîþ øâèäê³ñòþ; êîíöåíòðàö³ÿ çóñèëü íà 
ï³äòðèìö³ ñèëüíèõ ñòîð³í á³çíåñó; âåëèêå ³íâåñ-
òóâàííÿ â íàéá³ëüø ïðèâàáëèâ³ ðèíêîâ³ ñåãìåí-
òè; ï³äòðèìêà çäàòíîñò³ ïðîòèä³ÿòè êîíêóðåíòàì; 
çàáåçïå÷åííÿ âèñîêî¿ ïðèáóòêîâîñò³ øëÿõîì ï³ä-
âèùåííÿ ïðîäóêòèâíîñò³; îáìåæåíå ðîçøèðåí-
íÿ ä³ÿëüíîñò³ çàáåçïå÷óºòüñÿ çà ðàõóíîê ïîøó-
êó øëÿõ³â äèâåðñèô³êàö³¿, íå ïîâ’ÿçàíî¿ ç âèñîêèì 
ðèçèêîì, ïðè öüîìó âàðòî ì³í³ì³çóâàòè ³íâåñòèö³¿ 
é ðàö³îíàë³çóâàòè âñ³ âèðîáíè÷î–çáóòîâ³ îïåðàö³¿; 
ãîëîâíèé àêöåíò íà îòðèìàííÿ ïðèáóòêó øëÿõîì 
çàõèñòó ïîçèö³é íà íàéá³ëüø ïðèáóòêîâèõ ñåãìåí-
òàõ; ìîäåðí³çàö³¿ ïðîäóêö³¿; ì³í³ì³çàö³¿ ³íâåñòèö³é.
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