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тис. грн.), а також розширення дилерської мережі (ефект 8412 тис. грн.) 
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Structure: 89 printed pages; 22 figures; 33 tables; 35 references 
Object of development is the process of management of sales activities of the 

enterprise LLC with FI “Henkel Bautechnic (Ukraine)”. 

The aim of the paper is theoretical substantiation and development of 
measures to improve the management of the enterprise's sales activities. 

The main findings of the qualification paper for the Bachelor’s degree are as 

follows: the theoretical foundations of the management of sales activities of the 

enterprise are considered; the information about LLC with FI “Henkel Bautechnic 
(Ukraine)” is presented; the analysis of the results of the enterprise's activity is 

carried out; the analysis of costs, non-current and current assets of the enterprise is 

carried out; the financial statе is analyzed; the measures to improve the management 
of sales activities of LLC with FI “Henkel Bautechnic (Ukraine)” are developed and 

substantiated. 

Research methods are methods of generalization, comparative analysis, 

tabular and graphical analysis, economic-statistical and financial analysis. 
The findings of the qualification paper for the Bachelor’s degree are 

recommended for use in in LLC with FI “Henkel Bautechnic (Ukraine)” in order to 

improve the management of its sales activities. 
Application is the process of managing the sales activities of the enterprise. 

Еconomic efficiency. The implementation of the proposed measures to 

stimulate sales by providing a price discount (effect of 1578 thousand UAH) and a 

special offer - payment of transportation costs (effect of 5050 thousand UAH), as 
well as the expansion of the dealer network (effect of 8412 thousand UAH) will 

allow to increase the profit from the sale of products of LLC with FI “Henkel 

Bautechnic (Ukraine)” by 28840 thousand UAH. 

The value of the research is that the results of the development and 
substantiation of the measures to improve the management of the enterprise's sales 

activities can be used in the practical activities of LLC with FI “Henkel Bautechnic 

(Ukraine)”. 
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