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Currently, in order to achieve success in business, companies need to be able to adapt quickly to the changing market conditions, and surpass
their competitors in quality, speed of service, breadth of product range and price of products.

Aim. To analyze the usefulness of an adaptive assortment management in the balanced scorecard of the pharmaceutical organization

Methods and results. The objects of the research are features of the methodology of modern marketing in the field of management of goods
and assortment in application of the pharmaceutical companies’ activities.

One of the important elements of pharmaceutical management is the management of goods variety, which acts as a set of institutional arrange-
ments, procedures and actions, applied management and employees of the economic entity for the successful and efficient business activities.

The Balanced Scorecard (BSC) is an integral part of management performance. It allows to operate units and employees in accordance with
the strategic goals of the organization, as well it lets to evaluate the results of these activities through a set of performance indicators.

Conclusions. The adaptive range control in pharmaceutical organizations on the basis of a balanced scorecard allows you to control and ac-
count each operation performed by specialist and thus improves key indicators of pharmacy business.

AanTuBHe YIPABJiHHS ACOPTUMEHTOM Yy 30aJ1aHCOBaHIil cucTeMi NOKA3HUKIB anTe4yHol opravizamii
1. @. Camowenxosa, O. B. Jlebeoes, O. A. Makcimkina, P. FO. I'apanxina

CpOrofiHi Juist TOCSATHEHHSI yCHiXy y cdepi Oi3HeCy KOMIaHisIM HEOOXiHO BMITH IIBUJIKO alalTyBaTHCs 10 MiHIMBUX YMOB PHHKY Ta Hepe-
BEpIIyBaTH CBOIX KOHKYPEHTIB 3a SIKICTIO, IIBUAKICTIO HAaJaHHs MOCIYT, ITHPOTOI0 ACOPTHMEHTY Ta HiHOIO NMponyKmii. OQuH i3 BaXKIMBUX
€JIeMeHTIB (hapMalleBTHYHOTO MEHEIKMEHTY — YIIPABIIHHSA AaCOPTUMEHTOM TOBapiB, KOTPE € CYKYIHICTIO OpraHi3allifHUX 3aX0iB, METOIUK 1
T, 110 3aCTOCOBYIOTh KEPIBHUKH 1 NPALiBHUKNA €KOHOMIYHOTO Cy0’€KTa JUIsl yCHINIHOTO i epeKTHBHOIO BEJCHHS IOCHONAPCHKOT TiSUIBHOCTI.
36anmancoBana cucrema rnokasuukis (3CII) — ckitaoBa yacTHHA CHCTEMH YIIPABITiHHS €(EKTHBHICTIO Oi3HECy, 110 Ja€ MOXKIIMBICTS 3/1ifiCHIOBAaTH
JSUTBHICTB TIIPO3/AiIiB 1 CrIiBpOOITHHUKIB BiAMOBIHO /0 CTPATETIYHUX IJICH opraHizallii, a TaKo)K OLIHIOBATH Pe3yJbTaTH L€l AisUIbHOCTI 3a
JIOTIOMOTOI0 HaOOpy TMOKa3HUKIB €(peKTUBHOCTI. AT THBHE YIIPABIiHHS aCOPTUMEHTOM B allTeYHUX OpraHizallisx Ha OCHOBI 30ajaHCOBaHOT
CHCTEMH ITOKA3HUKIB JIa€ 3MOTY BECTH KOHTPOJIb Ta OOJIIK KOKHOT poOOTH, 1[0 BUKOHaHA (DaxiBIeM, i THM CaMUM I IBUIIUTH KJIIOYOBI ITOKa3-
HUKH allTEeYHOI JISIIBHOCTI.
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AanTuBHOE yNpaBJieHHe ACCOPTUMEHTOM B ¢0AJIaHCHPOBAHHOM cHCTeMe MoKa3aTeJieil anTeyHol opraHu3anuu
U. @. Camowenkosa, A. B. Jlebedes, E. A. Maxcumxuna, P. IO. I'apanxuna

B Hacrosiee BpeMs [U1sl JOCTHIKEHUs ycrexa B cepe OnzHeca KOMITAaHUSIM HEOOX0AMMO yMeTh OBICTPO a1l THPOBATHCS K H3MEHSIOIIMMCS
YCIIOBUSIM PBIHKA U IIPEBOCXOIUTH CBOMX KOHKYPEHTOB 10 KAYECTBY, CKOPOCTH IIPE0CTaBICHUS YCIIyT, IIMPOTE ACCOPTUMEHTA U LICHE IIPOLYKIIUH.
OnHUM 13 BaXKHBIX 2IEMEHTOB (hapMareBTUIECKOr0 MEHEIKMEHTa SIBISETCS yIpPaBICHHE aCCOPTIMEHTOM TOBAapOB, KOTOPOE BBICTYIAET KaK
COBOKYITHOCTb OPraHU3al[HOHHBIX Mep, METOJUK U ACHCTBHH, IPUMEHSIEMBIX PYKOBOJCTBOM M PaOOTHHKAMHU YKOHOMHUYECKOTO CyOBEeKTa JUIs
ycrenHoro 1 3((eKTUBHOTO BEACHMS XO3sHCTBEHHOU pesitrensHocTh. CoanancupoBanHas cucrema rokasareneil (CCII) — cocraBHas 4acThb
cHCTeMBI ynpaBieHus 3(QGeKTHBHOCTRIO On3Heca. OHA MO3BONSAET OCYMIECTBIATH NEATEIBHOCTH MOAPA3AEICHHH U COTPYIHHUKOB B COOT-
BETCTBHH CO CTPATETHYSCKUMH LIETIIMH OPraHHU3alMK, a TAK)KEe OLICHUBATH PE3yNIBTaThl TOU EITeIBHOCTH C TIOMOIIBIO Habopa rmokasareneit
3G PEeKTUBHOCTH. ANANTUBHOE YIIPABICHAE aCCOPTUMEHTOM B alITEYHBIX OPraHU3AIMIX HA OCHOBE COAIAHCHPOBAHHOI CHCTEMBI OKa3aTemei
M03BOJIAET BECTH KOHTPOIb U YUET KaXK/0H BBITOITHEHHOH CHENaINCTOM pabOThI M TEM CAMBIM MOBBICHTH KITIOUEBbIE TIOKA3aTeNN anTeqHOI
JeATETBHOCTH.
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3anoposcckuii meouyunckuil ycypuan. — 2015. — Ne6 (93). — C. 70-73

he modern pharmaceutical organizations require new
methods and technologies in a management activity to
enhance the financial stability under severe competition con-
ditions. The implementation of the new direction of strategic
enterprise management - the balanced scorecard — in pharma-
ceutical management is offered.
Aim. The purpose of the research is construction and applica-

tion of a subsystem of an adaptive assortment management of
the pharmaceutical organization and carrying out the SWOT-
analysis.

Materials and Methods: the objects of the research are
features of the methodology of modern marketing in the field
of management of goods and assortment in application of the
pharmaceutical companies’ activities.
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The adaptive assortment management of the pharmaceuti-
cal organization on the basis of continuous monitoring of the
changes happening in the target market and in the external
environment gives the chance of the timely adaptation to these
changes and of the optimization of a commodity coverage that
promotes not only to more complete satisfaction of the target
consumers demand, but also to its formation taking into account
objective social requirements [3.4].

The Balanced Scorecard (BSC) is a component of a busi-
ness performance management system. It allows to operate
the divisions and employees according to strategic goals of the
organization, as well as to estimate the results of these activities
through a set of performance indicators.

The Balanced Scorecard suggests four directions of the evalu-
ation of the effectiveness:

1. Finance, that is how interesting to shareholders is to invest
money in the company.

2. The Market and customers, i.e. the possible interests of
clients to attract them and to achieve the desired financial results,
considering the competitive advantages of the company.

3. Business processes, i.e. the processes that play the most
important role in the implementation of competitive advantage.

4. Training and development, that is the examination of
knowledge, skills, experience, technology and other intangible
assets, with help of which it is possible to realize the competitive
advantage of the organization [6].

One of the important elements of pharmaceutical manage-
ment is the assortment management of goods, which acts as a
set of organizational measures, techniques and actions applied
by a management and workers of the economic entity for the
successful and efficient business activities.

To create the BSC is necessary to determine the complete value

chain of internal business processes. This chain starts with the

innovation process — identification of present and future needs

of customers and ways to meet them, proceeds in operational
processes - the goods delivery and services to the existing clients.

Results and Discussion

During researches it was revealed that an adaptive assortment
management of the pharmaceutical organization can be carried
out in the framework of the balanced scorecard (BSC).

The construction of the BSC includes the following main
stages:

1. The formalization of the goals;

2. The determination of prospects;

3. The definition of tasks;

4. The establishment of cause-and-effect relations and factors
of influence;

5. The determination of measuring instruments of the goals;

6. The development of programs;

7. The BSC integration into the control system,;

8. The implementation of BSC;

9. The revision of the BSC.

The development of the subsystem of an adaptive assortment
management of marketing system of the pharmaceutical orga-
nization is based on the following prerequisites:

* bases of management of goods and product assortment;
principles of construction, information scheme of the system
of an adaptive assortment management;
application of the balanced scorecard.

The subsystem of an adaptive assortment management of the

pharmaceutical organization is represented in Figure 1.

In order to determine the place in the market and to forecast
activities, each pharmaceutical organization should analyze and
assess their potential and factors that influence its development.
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Fig. 1. The subsystem of an adaptive assortment management of the pharmaceutical organization.
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Table 1

The SWOT-analysis matrix

Strengths

Weaknesses

1) Highly qualified staff;

2) Modern equipment;

3) There is a permission to sell baby food;
4) Discounts for pensioners;

5) The prices are lower than at competitors;

6) The applications for medicaments can be received from
the public;

7) A double quality control;

8) The growing number of loyal customers;

9) Long-term contracts with manufacturers of medicines;
10) An individual approach to each client.

1) The pharmacy is located far from the downtown;
2) The deficit of specialists;

3) Low interest of employees in the development
of the pharmacy;

4) Low brand awareness;
5) A considerable burden on the worker.

Opportunities

Threats

1) Expansion of the range of medicines;

2) Organization free medical consultation in the pharmacy;
3) The possibility of home delivery;

4) The order of the medicines on the Internet;

5) The increase in the number of branches in the area;

6) The development of systems of the automated accounting
of goods (bar coding)

7) Further training of existing staff;

8) An Increase of professionalism of consumers due
to becoming well-informed;

9) The development of information technologies;

10) Attraction of new customers and retention of the old clients;
11) Change of advertising technologies;

12) Appearance of new suppliers;

13) Reduction of taxes and duties;

14) Management enhancement;

15) Lower prices for finished products;

16) Improvement of the standard of living;

17) The development of information industry;

18) Decrease in unemployment.

1) Adverse economic situation;

2) The entry into the market of new competitors
(the opening of a number of new pharmacy chain, pharmacies);

3) Decrease in income levels;
4) Changes in the tax system of medicines;

5) An increase in trade tariffs on imported medicines may lead
to a rise in price and reduce the demand for them;

6) Decrease in birth rate;

7) The aging of the main workforce;
8) Changes in consumer preferences;
9) Appearance of substitute goods;
10) Changes in the price level;

11) Growth of inflation rates.

To receive a clear assessment of activities of the pharmaceutical
company and the general market situation, a SWOT-analysis can
be carried out.

SWOT-analysis provides an analysis of the situation within
the company and the external analysis.

The first part includes an analysis and assessment of the
pharmacy potential.

Analysis of the internal capacity of pharmaceutical company
makes it possible to determine its strengths and weaknesses
of the business side, to estimate their interrelation with
environmental factors.

The second part of the SWOT-analysis is analyzing the
external environment, which consists of’

* microenvironment, that is suppliers, distributors,
competitors, actually customers;

* macro environment, i.e. demographic, economic, legal,
cultural, natural, scientific and technical factors of the
environment.

The SWOT-analysis matrix for the pharmaceutical organization
is represented below (Table 1).

To occupy the leading position in a pharmaceutical industry
pharmacies require effective and appropriate for their potential
strategies.

As a marketing strategy it is necessary to adhere to the
strategy of mass, undifferentiated marketing, according to
which the pharmacy should concentrate its attention and effort
not on differences between the needs of individual consumer
groups, but on finding of the common features in the demand,
thus, it should aim to create the range of goods which meets
the requirements of the largest market of the district. Such
marketing strategy is chosen due to the fact that the market is
not big and to differentiate it into separate segments makes no
sense, because in this case, the pharmacy will incur expenses
that can be avoided in case of a mass strategy.

Conclusions. 1. The analysis showed that the pharmaceutical
organization has both strengths and weaknesses, which should
be paid significant attention. When the company has highly
qualified staff, the prices are lower than at competitors, there
are discounts for certain categories of citizens, it is possible
to draw some conclusions that the pharmacy has established a
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strong position in the market. But also there are some threats. to the changing conditions of the macro and micro environment.

They need to pay more attention, as they may disrupt the work ~ And for this purpose it is necessary to apply the developed

of the pharmaceutical organization. subsystem of an adaptive assortment management of the
2. It is important that the company was able to adapt quickly — pharmaceutical organization.
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