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MANAGEMENT CONSIDERING RISKS 
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. 

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

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: 
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2. The research is carried out according to the 
concept of “potential probability distribution” at a 
set of economic environment states𝛩 (Khomeniuk 

criterion [9]), where the optimal solution satisfies 
the condition: 
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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 set𝛩where the value 
of the contribution to all solutions 𝑥𝑘 ∈ 𝑋 and 
states𝛩in the total value of the assessment 
functional 𝐹+is less in comparison with similar 
other values. 

IІ. 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 
quantitative indicator calculated by the formula 
(according to the Wald criterion [9]): 

 

𝑓𝑘𝑜

+ = 𝑚𝑎𝑥
𝑥𝑘∈𝑋,

𝑚𝑖𝑛
𝜃𝑗∈𝛩

{𝑓𝑘𝑗
+},               (3) 

 

where 𝑘 = 1, 𝑚;  𝑗 = 1, 𝑛; 𝑓𝑘𝑗
+are quantitative 

values of the assessment functional; 𝜃𝑗 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 (𝑡𝑑𝑠𝑖

), the rates of this dynamics are 

calculated by the formula:  
 

𝑡𝑑𝑠𝑖
=

𝑆𝑖0+1−𝑆𝑖0

𝑆𝑖0

+ 1,                         (4) 

 
where 𝑆𝑖0+1

is the volume of the company’s 
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share at the end of the period under analysis; 𝑆𝑖0
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: 

 

𝐷𝑆𝑖
=

1.4−𝑡𝑑𝑠𝑖

0.7
,                             (5) 

 
where 𝐷𝑆𝑖

 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 𝑡𝑑𝑠𝑖
> 1.4, then 𝐷𝑆𝑖

= 0. That is, the 

company is quite active in the target market when 
forming the general level of competition intensity. 

If 𝑡𝑑𝑠𝑖
> 0.7, then 𝐷𝑆𝑖

= 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 ( _BL Wf + ) is formed: 
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Using a similar approach, an integrated 
indicator is developed based on the concept of 
“potential probability distribution” at a set of 

economic environment states ( PPDf + ): 
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It should be noted that in (6) and (7), the 
integrated criterion of “cautious extreme 
optimism” is obtained if 𝜆 = 0, and the pessimistic 
integrated criterion is received if 𝜆 = 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 

approaches is demonstrated on the example of 
three competing agricultural companies. 

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 

Company 

Market share 

% 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 Сompany” 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 (𝑡𝑑𝑠𝑖

) 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. 

 

 

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 _BL Wf +  and PPDf +  on the 

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

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

criterion indicators _BL Wf +  and PPDf +  (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  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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Обгрунтування прийняття конкурентно-інноваційних рішень для покращення управління збутовим 
потенціалом компанії з урахуванням ризиків 
 
Анотація 
Вступ. Завдяки загостренню конкуренції на ринковому просторі сучасної компанії своєчасне використання 
інноваційних інструментів управління збутовим потенціалом дає їй можливість коригувати або створювати 
сучасні моделі ринкової поведінки ключових цільових споживачів. , контрагентів і конкурентів, і, як наслідок, 
створити (прогнозувати) реальні умови для запобігання негативним наслідкам ризиків надзвичайних ситуацій. 
Це зумовлено високою динамікою трансформації сучасного ринкового бізнес-середовища, його вибірковістю та 
неоднорідністю, що змушує керівництво компанії вирішувати цілий комплекс актуальних завдань щодо 
обґрунтування конкурентоспроможних інноваційних рішень, спрямованих на покращення управління збутовим 
потенціалом. 
Мета. Удосконалення теоретико-методологічних підходів до інноваційного аспекту в обґрунтуванні 
конкурентних рішень в управлінні збутовим потенціалом з урахуванням ризиків. 
методи. Використано теорію прийняття управлінських рішень в умовах невизначеності із залученням системного 
та комплексного підходів до обґрунтування конкурентоспроможних інноваційних рішень, спрямованих на 
вдосконалення управління збутовим потенціалом аграрної компанії з урахуванням ризиків. 
Результати. У статті висвітлюється актуальна проблема раціонального обґрунтування прийняття 
конкурентоспроможних інноваційних рішень, спрямованих на вдосконалення управління збутовим потенціалом 
підприємства в умовах невизначеності. Запропоновано теоретико-методичні підходи до економічного 
обґрунтування стратегічних управлінських рішень щодо забезпечення максимально можливого рівня 
використання збутового потенціалу підприємства з урахуванням ризиків. Визначено критерії прийняття 
управлінських рішень в умовах невизначеності для окремих складових інтегральних показників оцінки та 
обґрунтування можливих альтернатив прийняття управлінських рішень щодо ключових аспектів управління 
збутовим потенціалом з урахуванням ризиків. На прикладі господарської діяльності сільськогосподарських 
компаній продемонстровано практичне використання запропонованих теоретико-методологічних підходів. 
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