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[IporHo3yBaHHs MpoAaxy — 1€ MiSIBHICTh KEPIBHUITBA KOMIIaHii, CIIpsIMOBaHa Ha
BU3HAUCHHS TEepen0adyBaHOr0 OOCSATY MPOAYKINi, MO Oyae MpoJaHwWii 3a BCTAHOBJICHUN

nepiof] Yacy 3 BUKOPUCTAHHSIM HasIBHUX PECYpCIB.

[Ipu nmporuo3yBanHi 00CATY MPOIaXKiB KEPIBHUK MOBUHEH BUKOPUCTATH MEBHI METOIN

nporuo3sy. Jlo HUX BIAHOCATHCS HACTYIHI TPYIU METOIIB:

Knacudikauia meTogis nporHo3yeaHHa Npogaxy
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Pimensst, sskuM 13 X METOMAIB BapTO CKOPUCTATHUCS B TOMY a00 1HIIIOMY BHIIAJIKY, JAIEKO
HE 3aBXAM OyBa€ OYEBHIHUM. Y THUIIOBIM KOMIIaHIi Take pillIeHHs, IIBHIIIE 3a Bce, Oyne
3aJIeKaTH Bijl piBHS HOTO TEXHIYHOI CKJIQJHOCTI, HASBHOCTI JAHUX MPO MPOJaKi B MUHYJIOMY

Il mepen0avyyBaHOMY BUKOPUCTaHHI IPOTHO3Y.
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