IHOPACTPYKTYPA PUHKY
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MHaTteHko €.1.

Y cmammi Bu3Ha4eHO HeOOXiOHICMb YOOCKOHa-
JIEHHST MEMOOUKU aHanisy peasizauii mpooyKyji
nidnpuememasa, npeodcmas/ieHo noc/i00s8HICMb
aHanisy Ha npuknadi TOB «/flenbma». BusHa-
4eHO, WO aHasli3 C/id posroyuHamu 3 0271510y
cmaHy ma cmpykmypu 00xo0i8 ridnpueMcmsa.
3HauHy yBazy rnpuoineHo aHasizy BUKOHaHHSI
00208ipHUX  30608’A3aHb  midnpueMcmBsa i3
3asHadeHHsIM  ghakmopig  srsusy.  3anporio-
HoBaHO 8 emarig MpoBedeHHsI aHasisy, siki B8
n102iuHiti mocidosHocmi dadymsb iHghopmayio
/151 CBOEYACHO20 MPUUHAMMS YPas/iHChKUX
piweHb. [MpedcmagneHo OCHOBHI HarpsMu Mio-
BUWEHHSI ehekmusHoCcMi aHaslisy peastisayil
20moBoi NpodyKyji, @ came Ha rnocmiliHit OCHOBI
30iliCHEHHST onepamusHO20 aHasisy obcsiey
peanizayii npodykyii, NPosedeHHs1 aHasi3y pea-
ni3ayii 20mosoi nPodyKyii 8 KOMI/IEKCI 3 aHali-
30M OebimopcbKoi 3abopaosaHOCMI  MOKYNyi8
MPOOyKYji ma aHasi30M pe3y/ibmamig 8i0 rnpo-
daxy npodykyii, & Makox rMpoooBKeHHs pechop-
MyBaHHSI cucmemu 061Ky U 6yxaaamepcbKoi
38imHocmi nidnpuemMcms  YkpaiHu ma 800CKo-
Ha/TeHHs1 HayjoHa/lbHUX cmaHoapmis 6yxeari-
mepcbKo20 061Ky BiONOBIOHO 00 MiXKHaPOOHUX
cmaHoapmis.

KntouoBi cnoBsa: anani3, peasisayisi npooyk-
yii, obcsiz peasizayji, 0o208ipHI 30608’s13aHHS,
emaru aHasnisy, onepamusHuli aHasi3, 0e6imop-

peanusayuu npooykyuu npeonpusimusi, npeo-
cmasfieHa  nocsiedosamesibHoCMb — aHa/lusa
Ha npumepe OO0 «/ebma». OnpedesieHo,
4mo aHasu3 csiedyem HayuHamb C 20PU30H-
Mma/ibHo20 U BepmuKa/ibHo20 0630pa 00x0008
rpednpusimusi. 3HayumesibHoe BHUMaHue yde-
JIEHO aHaslu3y BbINO/HEHUST 0020B0PHbIX 065-
3ame/ibcma npeornpusimusi ¢ ykasaHuem hak-
mopos Bosdelicmsusi. [pedsioxeHo 8 amaros
MpoBedeHusI aHa/1u3a, Komopble B8 /o2udeckoll
rocsiedosamesibHocmu  0adym  UHghopmMayuro
0711 CBOEBPEMEHHO20 TPUHSIMUS  ynpas/ieH-
qeckux pewerull. MpedcmasieHbl OCHOBHbIE
Haripas/ieHusi rosbiweHus1 3ghghekmusHocmu
aHanusa peasuzayuu eomosol  npodyKyuu,
a UMEHHO Ha rocmosiHHOU OCHOBe ocywecm-
B/IEHUSI OrlepamuBHO20 aHaslu3a obbemMa pea-
Au3ayuu  npodykyuu, nposedeHue aHasu3a
peanusayuu 20mosol NPodyKyuu 8 KOMrI/IeKce
¢ aHanusom Oebumopckoli 3a00/MKEHHOCMU
rokynamesieli Mpodykyuu U aHa/lu3oM pesy/ib-
mamos om npodaxu MPOOyKYUU, @ Makxe rpo-
do/mKeHue peghopMupoBaHUsT cCUCMEMbI yYema
u 6yxeanimepckoli omyemHocmu rpednpusimuli
YKpauHbl U ycOBEpWEHCMBOBaHUS HayUOHa/b-
HbIX cmaHdapmos byxeaimepcKozo yyema 8
coomgemcmBuU C MeXOyHapPOOHbIMU CMmaH-
dapmamu.

K.€.H., AOUEHT, . ! . . -
Cbka 3ab0p208aHicms, pesy/ibmam si0 peasiza- Kntoueswle cnosa: anaius, peasiusayus npo

AoUeHT kadpespu o6riky 7 OOOVKUIL dyKyuu, oBbeM peanusayuu, A02080PHbIE
Ta onojatkyBaHHs Yl FipocyKul 06s13ame/ibcmsa, amarbl aHa/u3a, ornepamus-
MuKonaiBCbkmit HaLioHaIbHWIA B cmambe onpedesieHa HEOBXoOUMOCMb  HbIli aHasiu3, 0ebumopckasi 3a00/MKeHHOCMb,
yHiBepcuTeT iMeHi B.O. CyXOM/IMHCBLKOro COBEPUWIEHCMBOBaHUSI  MEemOOUKU — aHasiu3a  pesy/ibmam om peasausayuu npooyKyuu.

The article determines that the enterprise can receive an answer to the questions on the organization of the process of realization of products, implemen-
tation of the plan on the volume of sales of products, contractual obligations in accordance with the concluded supply contracts only as a result of the
analysis of the volume of sales of products. The purpose of the article is to study the current practice of analyzing the volume of sales of the company’s
products and to provide suggestions for improving the specified direction of analytical work at the enterprise. The sequence of sales analysis is presented
on the example of LLC Delta. It is proposed at the first stage to analyze the net income from sales of products, the receipt of amounts of income from
participation in capital, other financial income. The dynamics of the change in these indicators makes it possible to draw conclusions and develop mea-
sures on the growth of net income of the enterprise. It is advisable to carry out this analysis quarterly. The next stage is the analysis of the dynamics and
implementation of the plan on the volume of sales of products, where appropriate to study the tension of the plan. The non-fulfillment of the plan for the
volume of sales can be influenced by a number of factors that can be investigated when analyzing the relationship between sales and production at the
enterprise in a particular period — this is the 3 stage of analysis. The fourth stage of the analysis can provide more detailed information on the volume of
sales of products in the context of months. An important stage is the analysis in the assortment-structural section (stage 5). In the process of analysis, it is
also necessary to establish the overall size of the reserves for the increase of output, as well as the potential output. Each enterprise concludes contracts
for the supply of finished products with other enterprises, undertakes to supply products in a certain amount, prices, assortment, terms. Consequently, the
analysis of the fulfillment of the plan of contract obligations for the supply of products is 6 stages. One of the reasons for not fulfilling the implementation
plan, contractual obligations, reducing sales under supply contracts may be the most common reason — the insolvency of buyers. It is offered to carry out
operational — daily analysis of the plan of sales of products under contracts. The main directions of increasing the efficiency of the analysis of finished
products are: implementation of a continuous analysis of the operational analysis and the 7th stage of the analysis of the implementation of finished
products in a complex with the analysis of receivables buyers of products, and at the 8th stage of the analysis of results from the sale of products and the
identification of factors of influence. Also, continue to reform the accounting and accounting system of Ukrainian enterprises and improve the system of
national accounting standards in accordance with international standards.

Key words: analysis, sales of products, volume of sales, contractual obligations, stages of analysis, operational analysis, receivables, result from sales of
products.

BUKO-

MocTtaHoBKa npo6nemu. Peanizauis npoaykuii
(po6iT, nocnyr) — ue rocnogapcbka onepadis cyb’exta
NigNPUEMHULLKOT AiSNbHOCTI, WO nepefbadae nepe-
JaHHSA npaBa BNacHOCTI Ha npoaykuilo (pobotwu,
nocnyry) iHWomMy cy6’ekTy NiANPUEMHULLKOT Aisnb-
HOCTi B OOMIH Ha €eKBiBa/IeHTHY CyMmy KowTiB abo
6oproeux 3060B’A3aHb. BiAnosigb Ha NUTaHHSA WOA0
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opraHizaujii npouecy peanizauii npoaykuii,
HaHHSA niaHy 3 06cAry peasisauii NPoaykKLii, 4OroBip-
HMX 3000B’A3aHb BiANOBIAHO A0 YKNaAeHUX [OroBo-
piB NOCTaBOK MiANPUEMCTBO MOXe OTPUMATU TiSIbKK B
pesynbraTi aHasnizy ob6cary peanizadii NpoaykLi.
AHanis ocTaHHiX pocnigpKeHb i nyonikauii.
OpraHi3sauji npouecy peanizauii npoaykuii Ta ii aHa-
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NITUYHOT AjarHOCTUKMA MPUCBATUNN npali Taki Hay-
KoBUi, sk J1. BepHcTaliH, O.M. lonosa, .M. Tony6-
Huya, H.O. Typa, B.l. €dmmeHko, 1.B. >XonHep,
[.B. Xwurneii, C.I. KoBau, O.l. KobnsiHcbka, Il. Kyna-
noea, M.B. KyxenbHuin, B.l. JIuHHuk, O.B. /num-
nexko, C.3. MoweHcbkuii, B.M. Mypaluka, B.M. Map-
XOMEHKO, |.1. MnnuneHko, B.A. CaBueHko, B.B. Corko,
M.J1. Cyk, B.I. LUBeub. ICHYOTb Pi3HOMAaHITHI METO-
OVIKN aHani3y peanisauii Npoaykuii, NpoTe KoxHa 3
HUX Ma€ CBOI NMO3WUTUBHI Ta HeEraTMBHI CTOPOHU. Mpo-
61eMuy WoA0 3p0OCTaHHA 40XO0A4iB Big, peanizauii npo-
AyKuil nNignpuemcTB YkpaiHum notpebyoTb YAOCKOHa-
NeHHs opraHizauii, MeToauku NpPoBeAEeHHs aHanisy
o6csAriB peanizauii npoayKuii.

MocTtaHoBKa 3aBAaHHA. MeTot cTarTi € Aochi-
[)KEHHA AiroY0T NpaKkTUKU aHanily obcary peanisawii
npoAaykuii nmignpueMcTBa Ta HadaHHS MNPOMO3WLIi
LLOAO0 BAOCKOHA/IEHHS 3a3HAYEHOro HanpsiMy aHani-
TWUYHOT PO6OTY Ha MiANPUEMCTBI.

Buknag OCHOBHOro marepiany AocCigKeHHs.
OfHVMM 3 nepmx Ta HaNroNoBHILNX TeMaTU4HUX
aHanisiB, kWi HeobXxigHO 3AilicHOBaTU Ha nignpu-
EMCTBi, € aHasi3 peanizauii npoaykuii, SKniA 3aiii-
CHIOETbCA B [ekKinbka etanis. BaxusicTb 06cAary
peanisavii NpoAykuil nonsarae B TOMy, WO Bif LbOro
nokasHuKa 3anexarb pesynbrarv Aid/bHOCTI nig-
npuemMcTBa, Moro ¢oiHaHCOBWIA CTaH, MEPCNEKTUBMU
pO3BUTKY. 3aBASKU LIbOMY aHasily ynpasniHui nig-
NpMeEMCTBa OTPUMYHOTb IH(pOpMaLLit0 CTOCOBHO CyMu
4ynucTOro AOXOAY Bif, peanizauii npoaykuii (Loxig Big
onepaviiiHoi AisaNIbHOCTI), OTPUMAHHS CyM A0X04y Bif,
y4yacTi B Kanitasii, iHwnx iHaHCOBMX A0X0AiB (aoxig,
Bif, (piHaHCOBOI AiANbHOCTI). [MHaMika 3MiHW LUX
NOKa3HWKIB SIK 3a a6CONOTHUMU, Tak i 3a BiHOCHUMM
BENIMYMHAMW Ja€E MOX/MBICTb 3p0OUTM BUCHOBKM Ta

pPO3pobUTK 3aX04M LWOAO 3POCTAaHHA YNCTUX [OXOLIB
nignpuemcTaa. |HopmauiiHum mKepesioMm Takoro
aHanisy € 3BiT Npo duiHaHCOBI pe3ynsTaTn (3BIT Npo
cykynHuii goxig) (bopma Ne 2). JouinbHo ueli aHanis
34jicHiOBaTM WOKBapTaslbHO. Ha Haw nornsag, ue €
nepwumM etanom aHanisy (taén. 1).

MocnigoBHICTL aHanisy peanizadii npoaykLii npea-
cTaBneHo Ha npuknagi TOB «[ensta». Hegonikom
LbOro aHanisy € BiACYTHICTb iHdpopmaLii CTOCOBHO
BMKOHAHHA nnaHy peanisauii Npoaykuii, A0oroBipHUX
3060B’'s13aHb 3 MOCTABOK MPOAYKLIi K 3arasiom, Tak
i 3a acopTMMeHTOM abo HOMeHKNaTypoto, abo nepio-
Aamu 30Kkpema.

BaxnuBum etanom € aHasli3 gMHaMIiKM Ta BUKO-
HaHHS nfaHy 3 obcAary peanizauii npoaykuii. Kpim
TOro, Ha LibOMY eTani AoLUiNbHO A0CIANTN HanpyXe-
HiCTb NNany (Tabn. 2).

Ha HeBWMKOHaHHA nnaHy 3 06cAry peanisauii npo-
OyKuil MOxe BNAuBaTW HU3Ka akTopiB, 30Kpema
MapKeTMHroBa nosiTuka NignpruemcTsa, i THYYKiCTb,
aKTMBHICTb; piBEHb BWKOHAHHA 3aBAaHb 3 BUMYCKY
npoaykuii 3a 06CAroM, acopTUMEHTOM Ta SKIiCTHO;
3MiHa 3aU/IMLLKIB rOTOBOI NPOAYKLIT Ha ckiaji Ha nova-
TOK i KiHeLb 3BIiTHOrO NepioAy; 3miHa 3auULLKIB ToBa-
piB, BifBaHTaXeHUX Ha MoyatoK Ta KiHelb 3BITHOro
nepioay; pUTMIYHICTb BUPOOHNLITBA; 3a6e3MneyeHicTb
nignpuemMcTBa Tapol, TPaHCMOPTHUMKU 3acobamu;
yiTka cuctema opradizauii 36yTy NpoAyKLUii, KOHTp-
ONI0 3a XO4OM BWMYCKY, BiBaHTaXKEHHS MNPOAYKLi,
0DOPMJ/IEHHA PO3pPaxyHKIB i HaAXOMKEHHS naTe-
XIiB Bif MOKYNUiB; BUTPATW Ha AOCTaBKy NPOAYKLl;
30YyTOBI 3HKKM 3a NpsAMUMK 3B’A3Kamu [4]. 3HayHa
KiNbKICTb MepeniyeHnx haktopis moxe 6ytn gochni-
[PKeHa nif yac aHanizyBaHHS B3aEMO3B'A3Ky peasli-
3auji Ta BUpOOHULUTBA NPOAYKLii Ha MANPUEMCTBI Y

Tabnmua 1
AHanis ctaHy Ta cTpykTypu goxoais TOB «[lensta»
2016 p. 2017 p. AGCOMIOTHE BigXUNEHHA
Moka3HuK Cyma, Mutoma Cyma, Mutoma cyMu. +- n T;Mo"cyT nUTOMOI
TUC. TPH. Bara, % TUC. TPH. Bara, % ymu, p%p +- Y Baru, %
UuncTwuii goxig, (BMpyuKka)
Bif, peasizauii npoaykuii 12 563,1 100,0 10 117,9 100,0 -2 445,2 -19,5 —
(ToBapiB, pobiT, mocnyr)
IHWI onepau,iiHi goxoau - - - - - -
IHWi chiHaHCOBI fgoxoam - - - - - -
IHWi foxoan - - - - - -
Bcboro goxogis 12 563,1 100,0 10 117,9 100,0 -2 4452 -19,5 -
Tabnuuya 2
AHani3 guHamiku Ta BUKOHaHHA NnaHy o6csary peanisaudii npogykuii TOB «[lenbra», TUC. IPH.
BigxuneHHA BigxuneHHsA
2017 p. nNaHoBOI peani3auii | pakTUUHOT peasnisauii
Mokasnuk 2016 p. Big 2016 p. Big 2016 p.
nnaH cpaxT TUC. TPH. % TUC. TPH. %
Peanisauis npoaykuii y 12563,1 | 13000,0 | 10117,9 +436,9 +35 | 24452 | -195
Aiourx UiHax nignpuemcTea
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BM3Ha4yeHoMy nepiogi [7] (3 eTan aHanidy) (tabn. 3).
B3aemo3B’A30K peanizauii Ta BUPOOHULTBA NPOAYK-
Uil TakoX MOXHa A0CAiAKyBaTh 3a AOMNOMOroH Takoi
TOTOXHOCTI:

3anuLikn NpoayKuii Ha noyaTok nepiogy + Bupob-
HULUTBO TOBApHOI NPOAYKLUIT = 3a/IMLWK/ NPOAYKLIT Ha
KiHeLb nepiogy + PeanizoBaHa npoayKLuis.

YeTBepTuii eTtan aHanisy Moxe Hagatu 6inblu
AeTanbHy iHhopMaLito LLoAO0 NOKa3HUKIB 006cAry pea-
nisauii npoaykuii B po3pisi micsuis (taén. 4) [1]. Ha
Haw nornsg, Ha MignpUeEMCTBI HEOOXIGHO 34IACHIO-
BaTV onepaTuBHWIA aHani3 (LLoAEHHWI abo woaekaa-
HWIA), METOI0 SKOTO € CBOEYaCHEe OTpUMaHHS iHdop-
Mauii Ta MOX/IMBICTb yNpaBNiHLiB HeraliHo npuimarn
PilUEHHST CTOCOBHO 3POCTaHHS 06csAriB peasnisauii
NpoAyKuji.

Baxxnusum etanom (5 etan) aHanisy o6csry pea-
nisauii npoAykuii € aHania B acOpTUMEHTHO-CTPYK-
TYpPHOMY po3pi3i. 3MiHW B CTPYKTYypi peasnisauji npo-
OYKUIT 30iACHIOTb 3HAYHWUI BN/IMB Ha BCi (DiHAHCOBI
nokasHukn [6]. Y npoueci aHanisyBaHHS HeobXigHO
TaKOX BCTAHOBUTW 3araslbHy Be/IMYMHY pe3epBiB
36i/IbLUEHHST BUMYCKY NPOAYKLi, @ TakoX NOTEHLIAHO
MOX/IMBWI 0BGCAT BUNYCKY NPOAYKLT.

KoxHe nignprMemMcTBO ykiagae [orosopu nocra-
YaHHSA roToBOI MPoAYKLUiT 3 IHWKMY NignpUeMcTBamu,
6epe Ha cebe 3060B’s13aHHS NOCTABMAT NPOAYKL0 Y
BM3HAYeHOMY 06CA3i, LiHax, acoOPTUMEHTI, TepMiHax.
HeBWKOHAHHA [OroBipHMX 3060B’A3aHb NOCTaBOK
NPOAYKLUii KapaeTbCs WwTpadpamm, NeHIMU, HeyCTOl-

kamu. OTxe, (hiHaHCOBWIA CTaH NigNPUEMCTBA OMUHS-
€TbCA Nif 3arpo30t0. Y 3B’A3KY 3 LUUM BEMKOro 3Ha-
YeHHs HabyBae aHani3 BUKOHAHHS naaHy A0roBipHUX
3060B’'A3aHb i3 NOCTaBOK Npoaykuii (6 eTan). AHani3
BMKOHAHHSA [OroBipHMX 3060B’A3aHb 3 NOCTaBOK NPO-
Aykuii TOB «[lensta» npeacraBneHo B Tabsn. 5.

IHhopMmauiiHo 6a3010 aHani3y BUKOHaHHSA A0ro-
BipHMX 3000B’AI3aHb € AaHi A0roBOPIB Ha MOCTaBKY
Npoaykuii, a TakoX MOKa3HWKN YMNpaB/iHCbKOro
06niky nignpuemcTtea. OgHUM i3 3aBfaHb aHanisy €
BMBYEHHSA MPUYMH HELOMOCTaBKU rOTOBOI NPOAYKLL.
TakumMu npuyYrHaMM MOXyYTb ByTU:

— HeBUWKOHaHHA 3aBAaHb 3 BUMYCKY NPOAYKLii 3a
06cArom, acoOpTUMEHTOM,;

— MOPYLUEHHS PUTMIYHOCTI BUPOOGHULTBA;

— NOripLweHHA AKOCTi NPOAYKLT, 3HMKEHHS Ti KOH-
KYPEHTOCMNPOMOXHOCTI;

— HeAocTaTHbO YiTka poboTa Bigainy 36yTy (map-
KETUHTY);

— KOpuWryBaHHS 3aBfaHb 3 BUMYCKY Ta peanisauii
NPOAYKL,T;

— HEey3rof)KeHiCTb pob0oTN OKpeMux Lexis Ta nig-
po3ginis;

— BIACYTHICTb [06pe HanarogkeHol cuctemu
061iKy, KOHTPO/HO, aHasi3y Towo [9].

OpHielo 3 NPUYMH HEBUKOHAHHA MaHy peasisa-
Lii, AOroBipHMX 3000B’'sA3aHb, 3HVKEHHS peanisau,ii 3a
[oroBopamy NocTaBoOK MOxe 6yTu HainowmpeHiwa
NMpuynHa, a came HemnaaToCNPOMOXHICTb MOKYMLB.
3a pesynbratamu aHaslisy HeobxigHO po3pobuTu

Tabnuya 3

AHani3 cniBBigHOLEHHSA 06CAry peanizoBaHoi Ta BUpo6ieHoi npoaykuii TOB «Aenbta» y 2017 p.
(B gitoumnx LiHax), TUC. rpH. [1]

MokasHuK 3a nnaHom ®DaKTUYHO BiaxuneHs Temn SPOOCTaHHﬂ’
Bif nnaHy %
Bunyck npoayku,ii 13 700,0 13670,0 -30,0 99,8
Peanizauis npogyku,i 13 000,0 10117,9 -2882,1 77,8
e et e aby e | w00 | sassen | vaesaa
Tabnuusa 4
AHani3 guHamikmn peanisauii npoaykuii TOB «/lenbra» y 3icTaBHUX LiHaxX y po3pisi MicsAuis
Mepiop 2016 p. 2017 p. AGCO('::_"O_T":“?D‘:;:EHHH Temn 3pocTaHHA, %
CiveHb 645,3 629,0 -16,3 97,5
Jiotuin 891,5 817,5 -74,0 91,7
bepeseHb 882,3 652,4 -229,9 73,9
KBiTeHb 1211,7 1002,5 -209,2 82,7
TpaBeHb 1057,6 815,0 242,6 77,1
YepseHb 1274,1 1223,7 -50,4 96,0
JlnneHb 1090,7 817,3 -273,4 74,9
CepneHb 1325,1 1312,3 -12,8 99,0
BepeceHb 1214,9 9745 -240,4 80,2
>KoBTeHb 1130,8 812,5 -318,3 71,9
JNnuctonapg, 10115 743,5 -268,0 73,5
MpyseHb 827,6 317,7 -509,9 38,4
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Tabnuua 5
AHani3 BUKOHaHHA A,O0roBipHMX 3060B’AA3aHb 3 NOCTaBOK NPOAYKLil 3a XoBTeHb 2017 p. TOB «[enbra»
Bupo6HULTBO Kinbkictb
NpoAyKuii ana HeAoNnoCTaB/IeHOT BukoHaHHSA A0OroBipHUX 3060B’si3aHb
BUKOHaHHA yrog, 3a npoAyKuii 3a yrogamu, 3 nocTtaBoOK NPOAYKLil
Micsiub NJ1aHOM, TUC. FPH. TUC. TPH.
. . . o 3a 3BITHWUI MicALb 3 MOYaTKy poKy
3a 3BITHWI | 3 Mo4yaTKy |3a 3BiTHWIi | 3 noyaTtky — P
micsaub poKy MicaLp poky 3a 3BITHWIA | 3 MOYaTKy |3a 3BITHMIA | 3 No4aTKy
MicALb poKy MicALb pPOKYy

1 700 700 71,0 71,0 629,0 89,9 629,0 89,9
2 820 1520 2,5 73,5 817,5 99,7 1446,5 95,2
3 700 2220 47,6 121,1 652,4 93,2 2098,9 94,5
4 1 000 3220 -2,5 118,6 1002,5 100,3 31014 96,3
5 1 000 4220 185,0 303,6 815,0 81,5 3916,4 92,8
6 1200 5420 -23,7 279,9 1223,7 102,0 51,40,1 94,8
7 900 6320 82,7 362,6 817,3 90,8 5957,4 94,3
8 1350 7670 37,7 400,3 1312,3 97,2 7 269,7 94,8
9 980 8 650 5,5 405,8 974,5 99,4 8 244,2 95,3
10 820 9 470 7,5 413,3 812,5 99,1 9 056,7 95,6
11 750 10 220 6,5 419,8 743,5 99,1 9 800,2 95,9
12 800 11 020 482,3 902,1 317,7 39,7 10 117,9 91,8

naaH 3axofiB WOA0 BUKOHAHHSA niaHy NocTaBokK Npo-
OYKUiT 3a AoroBopamMu, OCHOBHUM 3 SIKUX MOBWHEH
6yTV onepaTuBHUiA, a came LWOAEHHWI aHani3 nnaHy
peauizaLii npoaykLii 3a JoroBopamu.

BUCHOBKM 3 nNpoOBeAEHOro AOCAIMKEHHS.
B pesynbraTi gOCNiMKEeHHA HamMy BU3HaveHa Taka
NMocnifoBHICTb aHaui3y peanisauil poayKLii:

1) aHani3 cTaHy Ta CTPYKTYpu AOXOAIB;

2) aHani3 gMHaMikn Ta BUKOHaHHS naaHy obcsary
peanisayii npoaykuii;

3) aHani3 cniBBigHOLWEHHA 0b6cAry peanizoBaHoi
Ta BUNYLLIEHOT NPOAYKLUIT;

4) aHani3 06cAry peanisauii NpogykLuii B acoptu-
MEHTHO-CTPYKTYPHOMY PO3pi3i;

5) aHai3 guHamikm peanisauii npoaykuii y po3pisi
MicsLiB;

6) aHasli3 BMKOHAHHSA AOroBipHMX 30060B’A3aHb 3
NnocTaBoK MPoAyKLil.

OCHOBHVMMK Hanpamamy nNigsuLLeHHA edekTuB-
HOCTI aHani3y peastizauii rotoBOi NpoAaykuii € 34iii-
CHEHHS1 Ha MOCTIMHIA OCHOBI ONEpaTUBHOIO aHaisy,
Ha 7 eTani — NpoBefeHHs aHanisy peanizauji roto-
BOI MpoAyKuii B KOMM/IEKCI 3 aHasi3oM Ae6iTopCbKoi
3a60proBaHoOCTI MOKyMUiB NPOAyKLUii, a Ha 8 eTani —
NPoBeAEeHHA aHanily pesynbraTiB Bif npogaxy npo-
OyKUii Ta BUSIBMEHHSA hakTopiB BNAMBY. TakoX chif
NpofoBXyBaTn pecopMyBaHHA cuUcTeMu 06Ky W
Byxrantepcbkoi 3BITHOCTI NiANPUEMCTB YKpaiHu Ta
BAOCKOHa/1H0BaTV CUCTEMY HaLiOHa/IbHUX CTaHAapTIB
OyXxranTepcbKoro 06/iky BigNoBIiAHO A0 MiXHAPOAHNX
CTaH4apTiB.
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THEORETICAL AND METHODOLOGICAL BASES OF ANALYTICAL DIAGNOSTICS
OF THE FACILITY OF IMPLEMENTATION OF PRODUCTS OF THE ENTERPRISE

The purpose of the article. Realization of products (works, services) — economic operation of the subject
of entrepreneurial activity, which involves the transfer of ownership of products (work, services) to another
entity business in exchange for an equivalent amount of funds or debt obligations. The answer to the question
of the organization of the process of sales of products, the implementation of the plan on the volume of sales
of products, contractual obligations in accordance with the concluded supply contracts can be obtained only by
the company as a result of the analysis of the volume of sales. The purpose of the article is to study the current
practice of analyzing the volume of sales of the company’s products and to provide suggestions for improving
the specified direction of analytical work at the enterprise.

Methodology. The methodology of the current practice of analyzing the volume of sales of products is
based on the logical sequence of the stage by the stage of obtaining information regarding the implementation
of the plan, changes in dynamics, the ratio of volume of sold and released products, assortment and structural
breakdown of product sales, performance of contractual obligations on product deliveries. The methodological
sequence of the analysis of the volume of sales of the products is as follows: stage 1 — analysis of the status
and structure of income; stage 2 — analysis of the dynamics and implementation of the plan of sales volume;
stage 3 — analysis of the ratio of volume of sold and released products; stage 4 — analysis of the volume of
sales in assortment-structural section; stage 5 — analysis of the dynamics of product sales in the context of
months; stage 6 — analysis of the implementation of contractual obligations for the supply of products; stage
7 — analysis of receivables buyers of products; stage 8 — analysis of results from the sale of products. The
obtained information gives an opportunity to draw conclusions and make effective management decisions
regarding the growth of sales volumes.

Results. The sequence of the analysis of sales is presented on the example of LLC “Lasunya”. The main
directions of increasing the efficiency of the analysis of the implementation of finished products are: the imple-
mentation of a continuous operational (daily, or every decade) analysis of sales, analysis of sales of products
under contracts, as well as an analysis of the implementation of finished products in conjunction with the
analysis of receivables buyers products, analysis of results from sales of products. Also, the continuation of the
reform of the accounting and accounting system of Ukrainian enterprises and the improvement of the system
of national accounting standards in accordance with international standards.

Practical implications. Particular attention in the work is paid to implementation of the plan for the sale of
products under contracts. The analysis determines the factors influencing this indicator. One of the reasons
for not implementing a plan for implementation, contractual obligations, reducing the implementation of supply
contracts can serve as a reason for insolvency of buyers. According to the results of the analysis, measures
are being developed to implement the plan for the implementation of products under contracts, the main of
which should be operational — a daily analysis of the plan for the sale of products under contracts, which will
allow the timely adoption of the necessary management decisions.

Valueloriginality. In this paper, we considered the questions regarding the methodology for analyzing the
volume of sales of products. There are various methods for analyzing sales, but each has its own positive
and negative sides. Problems in relation to the growth of revenues from sales of Ukrainian enterprises need
to improve the organization and methodology for analyzing sales volumes. Therefore, we offer in tandem with
the analysis of product sales to analyze the receivables — this will help identify untimely and overdue payment
for products sold, which will increase the company’s income, as well as analyze the results from the sale of
products and timely identify the factors of impact on the company’s income.




