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ANALYSIS OF ECONOMICAL INDICATORS FOR INCREASING THE
COMPANY’S PERFORMANCE

AHAJIN3 HA UKOHOMHWYECKHUTE ITIOKA3ATEJIA 3A IOJOBPSABAHE
HA ®PUPMEHOTO ITPEJCTABSHE

Milena Kirova, Igor Sheludko

Abstract: This paper summarizes diffrerent approaches to collect data on sales and evaluate the performance of
the company based on this data. Such approaches are commonly used in modern information systems (ERP, CRM). It
includes comparing the proccessed raw data on sales; ratios, that are extracted from the information system or other
sources, grouping the products or clients throug different criterias and comparing their perfromance; etc. As the result
managers get relevant information on the performance of the company, so they can make right desicions for improving
the overall companies performace.
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BnBenenne

Ananu3 Ha TpomaXOM TMPENCTaBisBAa BaXKHA YAcT OT MAapKETWHTOBaTa JIEHHOCT Ha
OPEeaNpUATHITa. AHAIU3BT Pa3KpUBa CHOTHOIICHUS MEXKAY BIOKEHHTE YCHINA U TMOJIYYEHUTE
pesyaratu. Te3um pesynraT Morar Jga ce HM3MOJ3BaT HE caMoO KaTo TOKaszaTelu Ha (PUPMEHOTO
MpeJICTaBsHEe, HO M KaTO HACOKM 3a MOoJo0psiBaHe Ha TOBA MpeAcTaBsHe. B TO3M KOHTEKCT aHAIN3bT
Ha TpojaXOuTe MOXKE J1a ce MprUeMe KaTo MbPBOCTENIEHHA 33/1a4a Ha MAPKETHHTOBHS OT/AEN, OT/AENT
MPOJaX0u WK TON-MEHUKMBbHTA Ha (hupmaTa (B 3aBUCUMOCT OT OpraHM3allMOHHATa CTPYKTypa Ha
npeanpusituero) (Honeycutt et al., 2003).

EdexTuBHO QyHKIIMOHMpaHEe HAa (GUPMUTE O3HAYaBa JOOPHU YMEHHs 3a YIPABICHUETO WM.
@upmuTe aHANMM3UPAT CBOMTE MPOJAXKOM 4pe3 MpuiaraHe Ha MeToau. MapKeTHHTOBUTE aHAIHU3H
pa3KpuBaT CbCTOSHUETO Ha MPOJakOuTe BbB (hrpmaTa, Te MpoyuBaT MOBEICHUETO Ha MPOIaXKOUTE B
MUHAJIOTO, TPOTHO3UPAT OBJEIIOTO UM ChCTOSIHHE. JIaHHHUTE ce IPECTaBAT B TUHAMUKA, IPOyIBAT
ce (QaxkTopuTe W  NOPEONOCTaBKUTE, KOUTO ca  Bb3JEHCTBAIM Ha  TEe3W  JIaHHHU.

HN3noxenune

1. PoasiTa HA 3HAHUSATA HA MEHUKbPUTe NPU opMuUpaHe HA MA3APHUTE CTPATETUH.

[TogoOpsiBane Ha UpPMEHU TOKA3aTENIM CE MOCTUTA Ype3 M300p U ClIeBaHEe Ha aJICKBATHU
CTpaTeruu, KOUTO, B CBOS pell, C&€ OCHOBABAT BBHPXY 3HAHHUATA Ha MEHWKbpuUTe. Te3nu 3HaAHHS
00XBalIaT OTJCIHYU CIICIU(PUIHI 3HAHUS, KaTO:

- Ilazapuu acmektu (mpoOJjemMHu, CBBpP3aHU C YIOBJIETBOPEHOCTTAa Ha TMOTPEOUTENH,
MOCJIEIOBATETHOCTTa Ha JEHCTBUATA HAa KOHKYPEHTUTE, IMOCIEAUIUTE OT BB3MOKHHUTE
IIPOMEHH B TIa3apHaTa KOHIOHKTYPA, IPYTo);

- YactHm cnenupukd Ha camarta OpraHu3anus (IMPOW3BOJICTBEHHUTE MOIIHOCTH,
BB3MOKHOCTH 32 KaHAIUTE HAa (UHAHCHpAHE, I'PBKABOCT HA PECYPCUTE, APYTO)
OcHoBaBaiiki ce Ha Te3W 3HAHHSA, MEHWIKBbpPUTE (OpMHUpAT CBOSITA TpEACTaBa OTHOCHO

nazapHaTa W OpraHM3allMOHHA JEHCTBUTENHOCT. MEHHDKbPUTE, U3MbIHIBAUKUA (YHKIMH, KaTO
PBKOBOJIUTENN, OPraHU3aToOpy, MOTHUBATOPH, KOOPIMHATOPU Ca AaHTAKUPAHH C ONTHMAIHO
U3IOJI3BAHE HA PECYPCUTE M YCTPEMEHOCT KbM MaKCHMallHa Iedanda W BB3XOIIO0 pa3BUTHE Ha
pbKOBOIeHUTE OT TsX Om3Hec enuuuim (bonera, 2013). Bernpeku ye Te3u 3HaHUS ca U3KITIOUUTEITHO
BaYXHU 32 MEHU/DKbPA U CITy’KaT KaTo 0a3a 3a HEroBUTE pelIeHUs KaTo MpeArpruemMay - Te CTpajaar 10
rojsiMa CTeneH OT CYOeKTHMBU3Ma U MPEeKaJeHOTOo 0000IaBaHe MPU HM3MOI3BAHETO WM. B chius
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MOMEHT 0e3pe3epBHOTO MM M3IIOJI3BAHE 32 OLIEHKA Ha (PUPMEHOTO TMpeACTaBsIHE MOXKE Ja JOBEE J10
M3KpUBSIBAHE Ha pe3yJTaTUTe, ako (HaKTOpHUTE 3a OIEHSIBAaHE ca IMOBIUSHU OT OYaKBaHMUATA Ha
MEHHDKBpA. 3a /1a ce MPEeJOCTaBAT MOJIE3HU JaHHU 32 WHPOPMAIMOHHATA CUCTEMa MEHUDKBPUTE
TpsOBa Aa mpUTekaBaT ompeiesieH Ha0op OT HaBUIM, GOpMHUpAIlK KylITypaTa 3a ynpaBlieHHE Ha
uHpopmanusata. Ts BrmouBa: (1) ymeHwe 3a oueHsBaHe Ha WHpOpManusATa - T.€. KAKBO €
OTHOIIIEHWETO Ha MEHHDKBPa KbM HHPOpMaIuaTa; (2) 3HaHHe, KOETO TpsOBa Ja MPUTEkKaBa - T.C.
KaKBO MEHH/DKBPHT TpsOBa Ja 3Hae 3a camarta uHpopmarus; (3) yMeHHS W CIIOCOOHOCTH 3a
M3MOJI3BaHEeTO HAa HH(opManuaTa B onpeaenena aeinoct. (Hemsmkos, 2010)

W3non3Bane Ha WHCTPYMEHTUTE Ha aHalW3a HA NPOAAKOM HE Tperojara MTbIHOTO
3aMEeCTBaHE Ha y4acTHUETO Ha CIeNU(UIHNTE 3HAHUS Ha MEHUDKBPUTE C PE3yITaTUTE OT aHaIN3a Ha
npoaaxxou. To € HacO4YeHO KbM MOJIIOMAraHe 3a B3eMaHe Ha apryMEHTHpPAHU PEIICHUs, HAMUPaHE
Ha CKPUTH MTPOOJIEMH U BB3MOKHOCTH.

2. M3nos3Bane Ha (upMeHuTe MHGOPMALMOHHYU CHCTEMH 32 AHAJU3 HA IPOJaKOHUTE

B 3aBucuMoOcCT OT TOBa KakBa TOYHO MH(POPMAIIMOHHA CHCTEMA M3MOI3Ba pupMaTa, HabOpHT
Ha MHCTPYMEHTHUTE, U3MO0I3BaH 3a aHAJIN3 Ha MPOJaKOUTe, MOXKE /1a Ce pa3jinyaBa.

a) EnexTpoHHM TaOIWIM: TPEANPUATHS, HEMpWIarallyd [EeHTpajIu3alus Ha JaHHHUTE 3a
npoaaxouTe, 4ecTo M3Moi3BaT eiekTpoHHu Tabmuiu (karo Excel, Calc wumm npyru) 3a
CHCTEMAaTH3MpaHe Ha JAHHWUTE M BIPAJCHUTE B TAX MHCTPYMEHTH 3a BH3yalH3anus (IHarpamw,
0000mmenu Tabnuim). Jpyra npuurHa 3a U3MO0JI3BaHE HA Ta3M CUCTEMA - JIUIICA HAa HeoOXoJumara
aHAJMTHYHA YacT B W3IOJ3BaHaTa OT (hupmara mHPOpmanuoHHa cuctema. C moOMOIITa HA TO3H
MHCTPYMEHTAPUYM OTHOCUTENTHO OBp30 MOXe Ja ObJle CbCTaBeH OTY4ET B HEOOXOIUMMS
nHpopManroHeH paspe3. OCHOBHHUTE OTpaHUYEHUs HAa TO3M MOAXO/A: paboTa ¢ orpaHUYEH 00eM U
CTpyKTypa Ha JaHHHTE, ciaba WHTEPaKTHBHOCT, OrpaHMYEeH HA0Op Ha TOTOBH BrpaJcHH
aHAJIMTUYECKH WHCTPYMEHTH 3a (opMupaHe Ha OOEKTUBHUTE IOKa3aTead Ha (UPMEHOTO
npeJCcTaBsHE.

0) ERP (Enterprise Resource Planning) cucremu. CrBpemennute ERP cucremu npemnarar
IIMPOK HA0Op OT aHATUTHUYHH MHCTPYMEHTH, B TOBA YMCIIO aHAIU3 Ha mponaxoOute. [loarorseHu
(dbopmH 3a 3anIMTBaHE KbM 0a3ara JaHHM 32 CEKYH]IU NPEICTaBAT OTUET 110 HEOOXOUMUTE KPUTEPUH.

M | AHANM3KN | ADMMHMCTpaTOp  YoBewrkM pecypcd  Hactpoik Mpozopud  MankM ekp:

LIEHTpOBE HA NPUXDA/paz=0m, JedMHUpaHe Ha UeHTpoOBE F
ABC aHanuz - HoMeHKnaTypa Pa3xonu b
ABC AHanus: - KOHTpareHtM PaznpenenedHye Ha npuxoau ¢
Ce30HHOCT Ha NpogakonTe PaznpeneneHde Ha pazxoaM #
TpeHa NpU=oaM U NeYanom LleHT bp Ha Nevyanoa

Pa3xonM - CpaEHUTENHA Mnavupaie No eNeMeHTH

Mpouze0oaciBO (CYMUpaAHEe HA HE NPery paixoau)
lMpoWzE0ACTED - paznpeneneHye Ha Paz<onM

CyHMMpaHe Ha He NPerM pazxoam - CropHo Mpo.

@ur. 1. Hannyau Bunose a"Hanusu B ERP cucrema UniVersum ERP

HepocraTbuu Ha moxoAa: BUCOKH Pa3XO0Jd U MPOIBIDKUTEIIHU CPOKOBE 32 MHTETpaIs U J00aBsHE
Ha HOBH (DYHKIWH; HOOaBSHE HA JOIMBIHUTEIHU KPUTCPUH KbM CIIPaBKATa WA Ch3JaBaHE HA HOB
THUII CIIpaBKa OOMKHOBEHO 03HauaBa rpoMsHa B ERP-cucremara.

ERP cucremMu TpaguiMOHHO c€ pa3NpoCTpaHsSBAT Ha MOJAYJIHAa OCHOBa (pa3IHYHU
MOPEeNNpHUsITHsT MOTaT Ja WHTerpupar coOcTBeH Habop OT Moaynu (IpoaakOH, CYETOBOJACTBO,
MIPOU3BOJICTBO, JIOTHCTHKA, YOBEIIKH PECypCH W T.H.) W (QYHKIUU (pa3jHyHU BHUJIOBE AaHAIMU3H,
CUHXPOHHU3ALIUA C APYTU CUCTEMHU, APYTO)
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B) CRM (Customer Relationship Management). CRM cucreMuTe ChIbpxka IThIHATA
uH(OpMaIIHs OTHOCHO KIIMCHTUTE U MPOIKOHNTE, aKIICHTUPANKKA CBOETO BHUMAHUE BbPXY ChOMpaHe
1 CUCTCMATHU3HUPAHC HA JOIIBJIHUTCIIHUTC anI/I6yTI/I Ha KIIMCHTUTC U HpOHa)K6I/ITe, KOHUTO 3a ITIOBCYECTO
ERP cuctemu Morar aa Ob1aT U3JIHITHA U TPETOBAPBAILIIH.
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@urypa 2. Expan nHa SAP CRM.

Hamnunero Ha neraiinmm3upamure atpudytn B CRM cuctemMu mo3BosisiBa Jia ce aHaIu3upaT
JAHHWUTE 3a KIMEHTUTE U MPOAAXOUTE B MHOro crneuupuyHu HHPOPMALMOHHU pa3pesu, Ja ce
HaMepsT Ha 3aKOHOMEPHOCTH, KIIOYOBUTE (PaKTOPH, MPUUHMHHO-CIECICTBEHUTE BPB3KH, JOOpUTE U
JIOUIMTE MPAKTUKU HA MPoJaxouTe.

r) Cucremu 3a nmojanoMarane Ha MapkeTuHroBu pemenus (Marketing Management Decision
Support System). B Ta3u karteropusi ca cbOpaHu Jpyrd COPTYEpHHU pEIICHUs, Mpeiaramiii
KOMIUIEKCHU WJIM OTACTHH MEpPKHM 3a aHalM3 Ha Maszapa M mnpogaxoure. Te3uw HHCTPpYMEHTH
OOMKHOBEHO BKJIIOYBAT CHMYJAIMOHHUTE MOJEIM Ha peakuusra Ha I[aszapa, MOJAEIM 3a
MIPOTHO3UpAHE Ha MPOAAKOUTE, ONITUMHU3MPAHE HA IPOJTYKTOBO MOPT(OIHO, OTKPUBAHE HA CKPUTHUTE
3aBUCUMOCTH M Jpyrdn (yHknuu. Yecto Te ciyxkaT KaTo J00aBKa KbM ChIIECTBYBAILUTE
MH(GOPMALIMOHHU CHCTEMH UJIM KaTO OTJICJIHU MPUIIOKEHHUS.

3. UHCTPYMEHTH 1 MeTO/IM 32 AaHAJM3 HA MPOJaKONTE
[Ipu ananu3 Ha pogaKONTE MHPOPMAIIMOHHUTE CUCTEMHU MU3TIOI3BAT KOMIUIEKC TTOKA3aTelH,
OTUHUTAIIN OTJEITHUTE XapaKTEPUCTUKU Ha Mpojaxoute. OTASTHUTE OpraHU3alii MoTar aa ObaaT
3aMHTEPECOBAHU J]a OTYUTAT €PEKTUBHOCTTA HA TEKYIIlaTa CTPATETUs Ha MPOJIaXKONTE Bh3 OCHOBA Ha
paznuunu Kputepun. [IpocnensBane Ha ompenerneH HabOp OT MmapaMeTpuTe MOKe JAa Moao0pu
MOKa3aTeJINTEe Ha KOMITAHUATA 110 OTHOIIICHHE Ha pa3paboTBaHe Ha HOBUTE MPOIYKTH (Stoycheva &
Antonova, 2014) B moBeueTo ciiydau ce ciaeiaT JaHHUTE KaTo 00eM Ha MpoaxouTe, CTpyKTypa Ha
KITMEHTCKaTa 0a3a, ycrex Ha OTJACITHUTE MPOIYKTH U TPYITH BBB (PUPMEHOTO TOPT(HOIINO, TTOUIIHSI Ha
dbupmara ¥ NPOIYKTUTE MO OTHOLIEHHE KbM KOHKYPEHTHUTE. 3a Ta3M LIeJ Ce M3I0JI3BAT CIICTHUTE
Pa3NpOCTPAaHEHU METOIU U TTOKA3aTeIIn:
- ABC wmeron. Ananu3bT € ocHoBaH Ha metona Ha [lapero. OTpa3sBa HEpaBHOMEPHOCT Ha

BIUSHUETO Ha OTIEIHHUTE YCWIMsS 3a TOCTUraHe Ha oOmmus pesyntar. Taka cmopen
HabmoieHusTa Ha [lapeTo romnsimara yact oT nocturHatute pesyiararu (80%) ce IbJIKU caMo
Ha MankaTa yacTt ycunus (20%). B mpouieca Ha ananuza ce ¢popmupar tpu rpynu: A, B u C.
Enementute oT rpyna A ca manko Ha Opoi, HO uMaT Bucoko yudactue (80%) oT pesynrara.
I'pyna B cbI10 € OTHOCUTEIHO HErojsiMa KaTo YHMCIEHOCT, ChC CPEIHO BIMSHUE BBPXY
pesynrara. Ilocneqnara rpyna C oOxBalia OCTaHAINUTE €JIEMEHTH - C Hai-ciabo BIUSHUE
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(obmo 5% 3a rpymara). OOMKHOBEHO Ta3uW rpyna € ¢ Haii-rojsiMaTa YHCIEHOCT Ha
eseMeHTuTe. MeTonbT MIMPOKO ce IMpuiiara 3a pa3rpaHU4YaBaHe Ha TPYNH apTUKYIH U
KJIIMEHTH CIIOpE] TEXHUS MPUHOC B 000poTa Miau medanbaTa Ha komnanusaTa (Sutherland &
Canwell, 2004).

Junamuka Ha mponaxOu. M3mon3Ba ce 3a mpociesBaHe Ha TEHIEHIMHUTE, CBBP3aHU C
MPOYKTOBOTO MOPTGOINO HAa KOMIAHUATA, WIM C KIHEeHTcKara 6a3a. MHdopmammsra ot
0a3aTta JaHHM 3a MPOJAXOU ce TPyMHpa CIopel pa3TudHu KpUTepun (KJIMEHT, peTHOH, TpyIa
apTUKYJIH, JUCTPUOYIIMOHEH KaHall, ThPIrOBCKH IMPEICTaBUTEN WIHM JPYTH) U ce pa3ziess Ha
nepuoau (roAuWHHU, TpuUMeceuus, Mecenu, aHM). HHbopmanusta ce wusmon3Ba OT
MEHHDKBPHTE, 32 J1a OTKPUAT caduTe 3B€HA B Te3W KaTeropuu. TpsOBa ga ce 0TOeeKH, ue
aHAIM3bT MOXKE Ja Jaje HEeaJeKBATHU OLIEHKH 32 HOBH IMPOJIYKTH M 3aTOBAa HEBHHATU €
MOJXOJIAII 32 TSIXHATA OIEHKa U chiiocTaBka (Ingram et al, 2015).

Koedpunuenture Ha koHBepcusita B mnponaxobure. Korato mpouechT Ha mpoaaxkOaTa
peMUHaBa Tpe3 HIKOJIKO TOCIe0BaTeNHN eTana (TenedoHHO obaxnaHe, Mpe3eHTaIus,
MOBTOpPHA BPB3Ka, 0OCHK/IaHEe Ha JETalINTe HA CAETKaTa, OCHIIECTBIBAHE HA MpoJakoara,
oOpaTHa BpB3Ka) C€ IMOSABSIBA HEOOXOAMMOCT OT WpOCTeAsBaHEe Ha e()EeKTHBHOCT Ha
OCBIIECTBSIBAHUTE Mpe3 Te3W eTanmu AeWcTBHsA. 3a IeNTa JaHHUTE 3a MOTCHIIUATHHUTE
MpoJak0u ce TpyMNHpaT Mo eTanu, B KOUTO ce HaMmupar. [1o To3u HauuH Te ce oTpa3siBaT MpH
MeHUKbpUTe. THH KaTo Ha HAKOW OT €TamuTe OMpeleieHa 4YacT OT MOTEHIMATHUTE
MOTpeOUTENN ce OTKa3Ba OT MpeljlaraHusi MPOAYKT - YHUCIEHOCTTAa UM B TE3U TPYNH Ce
CTECHsIBa C BCEKM ciejBail eramn. J[uarpamara, mpencraBsiia Te3u JaHHM, HapuuyaT “Sales
funnel” nnm “Opportunities pipeline”(pynusita Ha npogaxxoure) (Daniels, 2014). [Ipumep Ha
TakaBa Juarpama e nocodet Ha ®@wr.3.

Opportunities Pipeline

["] BP Code

[ ] sales Employee
[ stage

[] pate

[ "] Dacuments

ananann

["] Amounts
[ "] Percentage Rate

Display

ID  Description No. Expected Total Weighted Amount %
Expected Total il

Lead B 53,390 2,490 -

1st Meeting b 100,182.5 20,036.5

2nd Meeting 2 100,000 50,000

Quotation 8 145,967.25 87,642.98 61

Negotiation 1 40,000 32,000

Order 4 11,732.31 11,732.31 v
451,272.06 203,901.79

Lo R o

4 b

[ 0K ]| Cancel ] DPrlntGraph | Clear Conditions ” Refresh ]

@urypa 3. SAP Opportunities Pipeline
CBHOTHOIICHHETO MEX/Ty KOJUYECTBATA HA TIOTSHIIMAITHUTE MPOIaKO0U MEXy JBa eTara Ha

mpoleca Ha MpoJaxOuTe Hapuvar “koeuIUeHTHT Ha KoHBepcusiTa”. M3cienqBaneTo Ha Te3U
Koe(UIIMEHTH B TMHAMUKA € WIIIOCTpUpaHo Ha Dwur. 4.
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Dynamic Opportunity Analysis
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‘ 1 - Norm Thompson \
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@ 8 - Wermer Richter

‘9 - Andreas Ackermann
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®urypa 4. SAP Dynamic Opportunity Analysis.

MeHuKBpUTE TIPOCTIEIBAT MPOMEHUTE B KOSUIIMEHTUTE, 32 J]a OLCHAT €(EeKTUBHOCT Ha
OTJENHUTE TAKTUKH, IPEIIPUETH MPe3 pa3NTUYHUTE €Talu, MPOrHo3upaT Obaen obeMu Ha
MPOJAKOUT,e ChOOPA3HO TEKYIUTe NaHHW W KoedummeHTtuTe Ha KoHBepcus (Ouvrage
Collectif, 2016).

[Tokazarenn 3a m3MepBaHe Ha E€(PEKTHBHOCT HA TBPTrOBCKH CEKTOPH (TIPEACTABUTEIN).
MeHWDKBPUTE M3TPAXKIAT CHCTEMaTa 3a OICHsSBaHE Ha €(EKTUBHOCTTA HAa THPTrOBCKUTE
CEeKTOpU HE camMoO OT ChOoOpakeHHs Ha MOTHBHpaHeTo UM. [lomyueHuTe OIEHKM MOTrar ja
MO3BOJIAT J1a C€ MPOCHEAIT JOOPUTE U JOUIUTE MPAKTUKU U HAIIPABIICHHUATA 32 PA3BUTHUETO HA
MOJIMTUKUTE Ha oTAen mnpojaxow. [lopamm cnenudukara Ha NpoaaKOM HA OTACIIHU
NPOAYKTH, (PUPMUTE MOTAT Ja BKJIIOYAT Pa3IUYHU JaHHU 3a (GOpMHUpaHE Ha KpaiHus
nmokasaren. Karo mpumep ca TMOCOYCHHM HSKOJIKO IIOKas3aress, W3MOJI3BaHU B €IIHO
MPEINPHUITHE, OTIEPUPAIIO B 00JIACTTAa HA XpAaHUTEIIHATA MPOMHUIIIIICHOCT:

Opoii mpoakOu Ha cTo KoHTakTa. Cien KaTo € M3BECTHA CTPYKTypaTa Ha KJIIMEHTCKaTa 0a3a
Ha BCEKU THPrOBCKU CEKTOp M 0OeMHUTE Ha MPOJaXOUTe UM, MEHHDKBPUTE IOTydaBat
Koe(ulMeHTa, KOUTO OTpassiBa Opol CAENKU, 1 00EMHUTE Ha TPOAAKON HA CpelleH KIUEHT.
Taka ce u30sArBaT MPOOIEMHUTE HA CPABHSIBAHETO HA PA3UYHU MO 00eM KIMEHTCKHU 0asu, C
KOUTO pa3moiiara BCEKH ThPTOBCKU CEKTOP.

MapKeTHHTOBH pPa3XOJH Ha CTO JieBa MmpoaaxxOw. To3u ToKazaTesl oTpassBa Bph3KaTa
pasxonu-npuxoau. ChIno Taka ce U30sArBa HEPaBHOMOCTABEHOCTTAa MEXIY CEKTOPUTE IO
OTHOIIICHHE Ha KOMYECTBOTO Ha KIMEHTUTE B 00CTyKBaHaTa OT TsIX KIUEHTcKaTa 0a3a.
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Ta6muma. 1. CTpykTypa Ha IPOJAXKOUTE 10 PETHOHU

Mopbyrm Cpeauu Bopid PasxofH Ha
s |1t | apeia| "20 | TooR| o) o | MPETE  cro e
KOHTaKTA Ky MYBaUM npofaMeH
No PLYKE
Ennarpua 332 166 50 4 330 000 26034 32 G000 135
CTpaHK-4ne HHM
Ha EC Bes 388 134 47 16 479 000 89 580 35 27000 0,68
Brnrapua
Py bk 4R 141 67 42 4505 000 73 268 12 000 014
Mopla 124 a7 53 % 045 000 43 280 12 8000 010
ApyYrd &3 20 32 2 521 000 126 050 5 11000 044
CTpaHK M3E%H
. Cpa 361 144 a0 3 247 000 22 549 15 20000 224
ChpBHA [ 32 43 714 000 22313 4 3000 042
TypLma 220 28 40 2 202 000 25091 g 13000 059
APy T 24 36 325 000 13 542 3 4000 13
06wWo 1081 404 46 24 066 000 438 65% 82 53000 430

— AHanmM3 Ha WKOHOMHYECKHTE TIOKa3aTend. MEHHIKbpUTE aHaIH3UpaT (GUPMEHOTO
NpeJCTaBsIHE Ype3 JWHAMHKATa Ha OTJCIHHM WKOHOMHUYECKM TNokaszareiu. JlaHHuTe ce
CpaBHSBAT C T€3U Ha KOHKYPEHTHUTE (DUPMH.

— ROS (Return on sales) Br3Bpbuiaemoct Ha 6a3a npoaaxou. [Tokazarensar ce ¢popmupa Kato
HeTHaTa Ireyanba ce paszjend Ha HeTrHute mnpoaaxou (Investopedia). Toi oTpassiBa
BB3MOKHOCTUTE Ha (UpMaTa Ja TpojiaBa MPOAYKIHUATA CH C MO-BHCOKA HaJIEHKa. 3a ja
yIbpKa BUCOKOTO HUBO Ha ROS, MeHHDKBpHUTE TPsIOBA 1a THPCAT HAYMHU 32 MTOBHIIABAHE
Ha KOHKYPEHTHHUTE CH MPEeIUMCTBa. Pasriexaaiiku nHpopManus B JMHAMUKA U BKIFOYBAHKA
JaHHUTE 3a KOHKYpPEHIMATa, MEHH/DKBPHUTE IIOJlydyaBaT OOCKTHBHATa HHGOpMaIms 3a
CHCTOSIHUETO HAa KOHKYPEHTHUTE U Bb3MOKHUTE IPOMEHHU B Ma3apHUTE MO3UIMH HA GUPMUTE
B Onmskute nepuonu. IlokasarensT mo3BoisBa Ja ce TOTJIEAHE Ha reyandara HE CaMo
KOJIMYECTBEHO, HO M KaTo pe3yiATaT OT HAJIMYMEeTO BBB (upMaTa Ha KOHKYPEHTHHU
npeaumcrBa. Hammpumep Johnson & Johnson m3momn3BaT fa onpenensT NparoBOTO HUBO Ha
nokazarens (30%) xaTo GuaThp Mpu pelraBaHe 3a BbBEXKAAHE Ha HOBUS MPOJIYKT HA Ma3apa
(Kotler & Keller, 2009). 3a pa3nuka oT Apyrn MKOHOMHUYECKH TTOKA3aTeNd Ha €(PEeKTUBHOCTTA
Ha yINpaBJeHHETO Ha Ou3Heca (kaTo oOOpOT WM Js1 Ha 3aeMHUs kanutain) ROS e mo-
JMHAMUYEH MoKa3aTell M Mo-0bp30 0Tpas3siBa KaueCTBOTO HA PEIICHUSATA Ha MEHHDKBPHUTE
(Grover, 2007). B Tabnuna 2. € Moco4eH mpuMep Ha 1Mojj00eH aHaau3 3a chiara ¢gupma oT
XpaHHUTEIHATA IPOMUIILICHOCT U HEHHUTE OJIM3KH KOHKYPEHTH.

Tabnuua 2. Jlunamuka Ha rmokasarens ROS.

dupma IMeuyanba (XuJ. JB) Bn3BpbiaeMoct Ha 0a3a npogaxom -
ROS(%)
2012r. 2013r. 2014r. |2012T. 2013 r. 2014 r.
®upma X 47300 48000 |58190 17.03% 17.27% 20.16%
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Konxkypenr 1 13098 |20600 [26058 |10.91% 15.19% 17.74%
Konkypenr 2 5001 7091 7885 6.25% 8.74% 9.18%
KounkypenT 3 5999 6429 8029 7.59% 8.13% 9.44%
Konxkypenr 4 3008 6398 12024 |4.01% 8.21% 14.14%
OO0 3a nazapa 9.16% 11.51% 14.13%

CHuchKbT Ha MOCOYEHUTE HHCTPYMEHTH HE € M3UepIiaTesieH, HO MPECTaBIIsABA ONKMCAaHUE Ha
pasnpoOCTpaHEHUTE IMOAXOAM 3a OLEHKa Ha (PUPMEHOTO MpEACTaBsSHE MO OTHOILICHHWE OIIEHKa Ha
(bUpPMEHOTO MpeICTaBsHE.

3aki0ueHue

Wnctpymenture karo ABC-meton, sales funnel, ananu3 Ha npopaxOuTe 1Mo mokasaTennuTe
karo ROS, nponax6u Ha n-6poil KOHTAKTH, 00OPOTH MO THPTOBCKH MPEICTABUTENH U IP. OCUTYPSIBAT
MoliHa 0a3a 3a reHepHpaHe U MOJKpena Ha MEHUUKbPCKH perieHus. Te He caMo He omMalloBaXkaBaT
crelM(pUUHUTE 3HAHUS HA MEHUDKBbPUTE 3a Ma3apa U OpraHnu3alusiTa, Ho U ru gonbiasar. C momouira
Ha Te3M MHCTPYMEHTH C€ aHalIM3MpaT NPUETUTE YIPABIECHCKU PpEIIeHUs, Ce€ OTKPHUBAT
B3aMMOBPB3KHATE MEKIY OTIEIHUTE (aKTOpH, JOOpUTE MPAKTHKH Ha IEepCOHANIa MO MPOJaKOuTe,
HEPCHEKTUBH 3a Pa3IIUPABAHE HA OTJCIHUTE IPOAYKTOBU IPYIIH.
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