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ABSTRACT

Introduction. Due to intensification of competition in the market space of a modern company, the timely use
of innovative tools for managing its sales potential provides the company with the opportunity to adjust or
create the up-to-date models of market behavior of the key target consumers, counterparties and
competitors, and, as a result, to create (predict) realistic conditions for preventing negative consequences of
emergency risks. This results from high dynamics of transformation of the modern market business
environment, its selectivity and heterogeneity, which makes the company management solve a whole set of
urgent tasks to substantiate competitive innovative decisions aimed at improving sales potential
management.

Purpose. Improvement of theoretical and methodological approaches to the innovation aspect in
substantiating competitive decisions in sales potential management considering risks.

Methods. The theory of managerial decision making under conditions of uncertainty is used involving the
systemic and integrated approaches to substantiating competitive innovative decisions aimed at
improvement of sales potential management at an agricultural company considering risks.

Results. The article highlights the topical problem of rational substantiation for making competitive
innovative decisions aimed at improving sales potential management at a company under conditions of
uncertainty. Theoretical and methodical approaches to economic substantiation of strategic managerial
decisions to ensure the maximum possible level of using the company’s sales potential considering risks are
proposed. The criteria for managerial decision making under conditions of uncertainty for individual
components of the integrated indicators of assessment and substantiation of possible managerial decision-
making alternatives regarding key aspects of sales potential management considering risks are determined.
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The practical use of the proposed theoretical and methodological approaches is demonstrated by an example

of economic activities of agricultural companies.

Keywords: sales potential; uncertainty; conflict; risk; innovative decision; company.

Introduction

Successful activities of a company as an
economic entity, focused on the current target
market and its potential expansion, require
continuous improvement of the system of rational
managerial decision making in the context of a
thorough analysis of the state of its both internal
and external environment. Under such conditions,
by improving the sales management system, the
company is certainly able to maintain a sufficient
level of its economic activity efficiency.

Since a certain number of issues related to
organization of efficient management of
marketable product and/or service sales to
increase and/or ensure a sufficiently high level of
competitiveness of a modern company remain
understudied, the problem of improving sales
potential management of the company in the
context of ensuring the appropriate level of its
competitiveness is one of the foundations in
determining promising ways of its improvement.

Despite considerable research into various
aspects of company competitiveness
management [1-8] in the context of managing its
sales potential, little attention is paid to ensuring
its competitiveness, especially considering the
innovative decision-making risk factor.

The purpose of the article

Improvement of theoretical and
methodological approaches to substantiating
competitive innovative decisions to improve sales
potential management considering risks on the
example of an agricultural company.

Material presentation

Solution of the issues of substantiating
competitive innovative decision making aimed at
improving sales potential management
considering risks is based on the need to conduct
an appropriate analysis in order to develop and
apply complex theoretical and methodological
approaches to economic substantiation of
strategic managerial decisions to ensure the
maximum possible level of the use of sales

potential, to constantly monitor efficiency of sales
of products and services, to systematically and
promptly adjust management of economic
performance of the company as a whole.

Within the context of the research, some key
tasks of sales management are considered on the
example of the small private enterprise “Eridon
company”, which operates in the agricultural
sector of Ukraine’s economy providing the
population with food products and the industry
with raw materials. “Eridon company” is an
independent economic entity that produces
agricultural products to meet agricultural
producers’ needs, and sells them for profit. At the
same time, a significant role here is played by sales
potential management which is carried out under
intensive competition in the target market and
requires innovative approaches from the company
management when substantiating and making
managerial decisions.

One of the priorities of agricultural companies
is to reach the planned level of marketable
product sales, which provides conditions for
retaining and growing the target market and
therefore sufficiently high profitability, and
contributes to updating their portfolio and
developing new types of competitive products.

In other words, an agricultural company can
invest significantly in development of high-quality
and modern products, have a perfect logistics
system, but do not pay timely and sufficient
attention to the sales management process — as a
result, all its efforts can be nullified, in particular:
the company may fail to achieve the planned
performance indicators (e. g. profitability can
decrease critically), or it can lose a certain share of
target markets.

Previous generalization of certain key aspects
of the theory and methodology of managerial
decision making under conditions of uncertainty
(MDMCU) [9] and formulation of the tasks of the
present research permit singling out a certain set
of relevant criteria for further development of
theoretical and methodological approaches to the
systemic complex modelling of integrated
assessment of competitiveness of innovative
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decisions to improve sales potential management
considering risks.

The MDMCU criteria for the components of
integrated indicators for assessing (substantiating)
probable alternatives for making managerial
decisions regarding key aspects of the research
include the following.

I. Innovativeness of decisions (regarding
introduction of new types of products) to improve
sales potential management of a company

B™ (X, p) = max
0 Xg X
2. The research is carried out according to the

concept of “potential probability distribution” at a
set of economic environment states® (Khomeniuk

B+ (Xko’ p) = max Z fkj

X eX
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P> fig
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considering the risk of passive counteraction of
the competitive economic environment.

The assessment functional (F = F*) can be
studied in accordance with two aspects of
managerial decision substantiation and making.

1. The research is carried out according to the
principle of “insufficient reason” by applying the
Bernoulli-Laplace criterion, where the optimal
solution satisfies the condition:

, where p; =

criterion [9]), where the optimal solution satisfies
the condition:

(2)

where p; =—

> Z (max fij —

j=lk=1 k<X

The use of the principle of potential probability
distribution at a set of competitive economic
environment states enables considering the
specific feature of passive counteraction of the
environment, when the environment counteracts
to a greater extent (with greater probability) in
those of its states from the set@where the value
of the contribution to all solutions x;, € X and
states@in the total value of the assessment
functional FTis less in comparison with similar
other values.

Il. Antagonism of the competitive economic
environment (active counteraction to
achievement of positive results of the company’s
activities).

In such circumstances, the main goal of an
agricultural company is to ensure guaranteed
levels of efficiency values for the sales of
marketable products. At the same time, the
assessment functional with a positive ingredient
(F = F*) is studied according to proneness to
extreme pessimism in accordance with the
maximin principle, where the optimal solution is a
guantitative indicator calculated by the formula
(according to the Wald criterion [9]):

fig) L
; k=1m; j=1n.
fig)
Ft [ Ft
fié, = maxmin{fi} 3)

where k = 1,m; j = 1,n; fare quantitative
values of the assessment functional; 6; is the
states of the economic environment.

That is, the optimal solution is the one where
the best value of the assessment functional is
chosen from the worst ones.

An important point in assessing intensity of
competition that affects activities of a company is
dynamics of its target markets [10]. In view of the
above, the share of participation of an individual
company in forming the general level of
competition intensity in the target market should
be determined depending on distribution of
market shares of participants in this market. In this
case, for an individual company, based on the
dynamics of changes in its share in the target
market (tqs,), the rates of this dynamics are
calculated by the formula:

S; -S;
tas, = Zo+a “lo 9, (4)
Slo

where §; . is the volume of the company’s
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share at the end of the period under analysis; S; is
the volume of the company’s share at the
beginning of the period under analysis.

Then, based on the assumption that
recommended annual rational boundaries of the
market growth rate make 70 — 140%, it is advisable
to use the following formula:

Do — 14—tgs,
Si 0.7

; ) (5)
where Dg, is an indicator of the share of
participation of an individual company in
formation of the general level of competition
intensity in the target market.
If tgs, > 1.4, then Dg =0. That is, the
company is quite active in the target market when

forming the general level of competition intensity.
for = max
BL _Wi, X X

Using a similar approach, an integrated
indicator is developed based on the concept of
“potential probability distribution” at a set of

n ft
SR B!

If tgs, > 0.7, then Dg, = 1, which indicates its low
activity in the target market and adverse
consequenses of competition intensity.

Corresponding integrated indicators are
formed on the basis of the determined MDMCU
criteria for the components of integrated
indicators for assessing (substantiating) probable
alternatives of managerial decision making.

To solve problems of assessing innovativeness
of decisions (regarding introduction of new
products) to improve sales potential management
of a company, considering the risk of passive
counteraction of the competitive economic
environment and adhering to the principle of
“insufficient reason” (applying the Bernoulli-
Laplace criterion), the following integrated

indicator ( fB+L w ) is formed:

[ ]+(1_DS)

economic environment states ( fFTPD ):
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It should be noted that in (6) and (7), the approaches is demonstrated on the example of
integrated criterion of “cautious extreme three competing agricultural companies.

optimism” is obtained if A = 0, and the pessimistic
integrated criterion is received if A = 1. When
calculating, it is recommended to use normalized
values of partial indicators, which are involved in
determining integrated indicators, relative to “1”.

The use of the proposed methodological

Table 1 shows the previously determined
shares of the target agricultural market of
products of the “LNZ” LLC, the “Spectr-Agro” LLC,
the SPE “Eridon Company” and corresponding
normalized values of their relatively better states
during the retrospective period under analysis.

Table 1
Market share
Company % Normalized value
2018 2019 2020 2018 2019 2020
“LNZ” LLC 4.3 5.4 6.7 0.642 0.806 1.000
“Spectr-Agro” LLC 4.8 5.4 6.5 0.738 0.831 1.000
SPE “Eridon Company” 21.2 19.3 20.1 1.000 0.910 0.948

Data of market shares of the participants of the
target agricultural market given in Table 1 enables

calculating quantitative values of the rate of
market share dynamics (t4s;) and the indicator of
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their share of participation in formation of the
general level of competition intensity in this

market. The dynamics of the calculated indicators
is shown in Fig. 1.
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Fig. 1. Dynamics of the size of market shares, their rates and the indicator of the share of participation of
the agricultural companies in formation of the general level of market competition intensity

Formulas (6) and (7) enable building
dependencies of the values of the integrated

criterion indicators fgL W and fF?PD on the

coefficient A for the agricultural companies under
analysis (Fig. 2).

As for the quantitative analysis of the
dependency of the values of the integrated

criterion indicators fE:LL_W and fFJ,rPD (Fig. 2), it
should be noted that the SPE “Eridon Company” is
in a relatively more stable state. Nevertheless, the
“LNZ” LLC and the “Spectr-Agro” LLC are

characterized by better quantitative values of
these indicators.

Analysis of dynamics of the size of market
shares, their change rates and the indicator of the
share of the companies’ participation in forming
the general level of competition intensity in the
target market (Fig. 1) enables a generalized
assessment of of their sales potential
effectiveness. At the same time, the use of
methodological approaches to calculating
integrated  criterion  indicators and in
substantiating competitive innovative decision
making to improve sales potential management
makes it possible to consider both the intensity of
competition in the target market and proneness of
the company management to risk.
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Fig. 2. Dependencies of the values of the integrated criterion indicators (designation “BL|”) and
(designation “Kh”) on the coefficient A for the agricultural companies under analysis

Conclusions

In the context of qualitative changes in the
world economy caused by intensification of
competition at all its levels, intensive
development of the scientific and technological
progress, introduction of innovations and efficient
flexible management of companies are becoming
the key to high competitiveness of the national
economy. At the same time, creation of
competitive advantages for an agricultural
company in the target markets is a strategic
priority of its economic activity. Despite a
significant number of factors that in one way or
another affect competitiveness of a company, its
ability to produce competitive products and
provide conditions for their promotion to the
market remains the main and decisive one.

Thus, it should be stated that under current
conditions, competitiveness of an agricultural
company in the market is the key criterion for
efficiency of its economic activity and assessment
of the management efficiency of the company as
a whole.

The proposed methodological approaches to

forming criteria for managerial decision making
under conditions of uncertainty for the
components of integrated indicators of
assessment and substantiation of probable
alternatives for making innovative decisions
regarding key aspects of managing the sales
potential of an agricultural company considering
risks can be successfully adapted and used in
economic activities of companies in other sectors
of the national economy.
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€BreH AdaHacbeB, JOKTOP EKOHOMIYHMX HayK, Npodecop, Kadeapa ynpasBaiHHA Ta agMiHicTpyBaHHA, KpnBopisbKuii
HaLioHaNbHWUI yHiBEpcUTET, YKpaiHa

Omutpo ®ponos, acnipaHT, Kadeapa ynpaBniHHA Ta agaMiHicTpyBaHHA, KpUBOPI3bKMIA HaLiOHaNbHUIA YHiBEPCUTET,
YKpaiHa

O6rpyHTYBaHHA MNPUAHATTA KOHKYPEHTHO-iHHOBaUiAHUX piWweHb ANA NOKPaWeHHA YynpasBiiHHA 36yToBMM
NoTeHLiaIoM KOMNaHii 3 ypaxyBaHHAM PU3UKIB

AHoTauis

Bctyn. 3aBAAKM 3aroCTPEHHIO KOHKYPeHLii Ha PUHKOBOMY MPOCTOPi Cy4aCHOI KOMMaHii CBOEYaCHE BMKOPMCTAHHA
iHHOBAUMHMX IHCTPYMEHTIB ynpaBniHHA 36yTOBMM MOTeHLiaNoM Aa€ i MOM/MBICTb Kopurysatu abo cTBOptoBaTh
CyyacHi mozeni pUHKOBOI MOBEAIHKN K/TIOYOBUX LLiIbOBUX CMOMMBAYIB. , KOHTPAreHTIiB i KOHKYPEHTIB, i, AK HACNiJoK,
CTBOPMUTM (NpOrHo3yBaT) peanbHi yMoBWM ANA 3anobiraHHA HeraTMBHMM Hac/igKam PU3KMKIB HaA3BUYAMHMX CUTYaLN.
Lle 3ymoBn€eHO BUCOKOH AMHAaMIiKO TpaHCchopMaLiii CydacHOro pHKoOBOro bisHec-cepefoBuLLa, Moro BUBIpKoBICTIO Ta
HEOAHOPIAHICTIO, WO 3MYLWYE KepPiBHULTBO KOMMaHii BMPiWYyBaTM LIAVMA KOMMJEKC aKTya/lbHUX 3aBAaHb L0400
06I'PYHTYBAHHA KOHKYPEHTOCMPOMOMXKHMX iIHHOBALIMHMX PilleHb, CIPAMOBAHMX Ha NOKPALLLEHHA yNpaBAiHHA 36yTOBUM
noTeHLiasioM.

MeTa. Ya0CKOHaneHHA TEOPEeTMKO-MeToAO0NO0MYHUX Niaxo4iB A0 iHHOBALiMHOrO acnekTty B O6rPyHTYBaHHI
KOHKYPEHTHMX pillleHb B yNpaBAiHHi 36yTOBMM NOTEHLia/IoM 3 ypaXyBaHHAM PU3MKIB.

meToaM. BUKOPUCTaHO Teopito MPUAHATTA YNPaBAiHCbKMX PilleHb B YMOBAxX HEBU3HAYEHOCTI i3 3a/ly4EHHAM CUCTEMHOIO
Ta KOMMNEKCHOTO MiAXo4iB A0 O6rpyHTYBaHHA KOHKYPEHTOCMPOMOMKHMX iHHOBALIMHMX pilleHb, CMPAMOBaHMX Ha
BLOCKOHaNEHHSA ynpasBaiHHA 36yTOBMM NOTEHLLiaIOM arpapHOi KOMMaHIi 3 ypaxyBaHHAM PU3UKIB.

Pesynbtatn. Y cCcTaTTi  BMUCBITAOETbCA  aKTyanbHa npobnema  pauioHanbHOro  O6FPYHTYBaHHA  NPUAHATTA
KOHKYPEHTOCNPOMOMKHMX iHHOBALLIMHMX pilleHb, CNPAMOBaHUX HA BAOCKOHANEHHA yNpaBAiHHA 36yTOBUM NoTeHLialom
nignpMeMcTBa B YMOBaX HEBW3HAYEHOCTi. 3anpornoHOBAaHO TEOPETUKO-MEeTOAMYHI Nigxoau A0 EeKOHOMIYHOro
OB6r'PpYHTYBAHHA CTpaTeriyHMX YNpaBAiHCbKMX pilleHb WoA0 3abe3neyeHHAs MAKCMMaZbHO MOXKJAMBOIO pPiBHA
BMKOPUCTAHHA 36yTOBOro noOTeHUiany nignpueMcTBa 3 ypaxyBaHHAM pPu3KKiB. Bu3HaueHo Kputepii MPUAHATTA
YNPaBAiHCbKUX pilleHb B YMOBaxX HEBW3HAYEHOCTI ANA OKPEMMUX CKNALO0BMX iHTErpasibHUX MOKa3HMKIB OLIHKM Ta
O6r'pYHTYBAHHA MOX/MBUX aZlbTEPHATUB MPUNHATTA YMNPaBAiHCbKUX PilleHb WOAO KAKYOBUX ACMEKTIB yrnpaB/iHHA
36yTOBMM MOTEHLia/IoM 3 ypaxyBaHHAM pu3MKiB. Ha npuknagi rocnogapcbKoi AisAbHOCTI CilbCbKOrocnogapcbKux
KOMMaHiN NpoAeMOHCTPOBAHO NPaKTUYHE BUKOPUCTAHHA 3aNpONOHOBaHUX TEOPETUKO-METOA0N0TNYHUX NiAXOLIB.

Ak umtyBatn:  AdaHacbes €., ®ponos [. O6rpyHTyBaHHA NPUAHATTA KOHKYPEHTHO-IHHOBALiMHMX pilleHb ANA MOKPALWEHHA YynpaBAiHHSA
30yTOBMM MNOTEHLLANIOM KOMMaHIii 3 ypaxyBaHHAM pu3uKiB. EKOHomiyHuli aHani3. 2024. Tom 34. Ne 2. C. 86-93. DOI:
https://doi.org/10.35774/econa2024.02.086
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