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Jlvoomuaa CTPOIEHD

TepHONUIbCHbKNH HANIOHAJILHUI TEXHIYHUI YHiBepCUTET
imeni IBana Ilyaros, TepHoninb, Ykpaina

AKICHI METOAHU TPOT'HO3YBAHHA ITOIIUTY

Peztome. [{ocniodceno knacugikayito memooie npozHo3y8anus nonumy. 30cepeodxrceHo yeazy Ha AKICHUX

Memooax, 5K GKI0YAIOMb: MEmo0 eKCNepmHUX Ooyinioganv (Memood [lenvghu, MO3K08020 wWmypmy), mMemoo
ONUMYBAHHS, MEMOO CYEeHAapiis. 3anponoHosano emanu NpogedeHHs NPOSHO3Y8AHHA 3d O0NOMO2010 Memooy
eKCNepmHUX OYIHIOBAHb. 3A3HAUEHO, AK NPO8OOUMbCs UDID eKCnepmie ma Gopmyau 6UsHa4eHHs Koepiyienma
PIBHA IX KOMNEMEHMHOCII.

Kniwouoei cnoea: nonum, punok, NpOSHO3YBAHHA, AKICHI MemOOU HNPOSHO3Y6AHHS, eKCHnepmHe

OYIHIO8AHHSA, ONUMYEAHHA, CYEHAPII.

Liudmyla STROTSEN

Ternopil Ivan Puluj National Technical University, Ternopil, Ukraine

QUALITATIVE METHODS OF FORECASTING DEMAND

Summary. In today's market environment, corporations face fierce competition, which is the driving force

of the market. Commodity producers are struggling for their own market share, as well as for their consumer.
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Constant monitoring of the needs, tastes and desires of the potential buyer has become the basis of the marketing
activities of enterprises. These results form the strategic work of the enterprise. The assessment of consumer
demand plays an important role in its forecasting. The company is planning its own product and sales policy
thanks to the forecasting of the future sales, which will cause positive financial results. There are many approaches
to the classification of methods for forecasting sales, mainly researches conducted by foreign scientists. In this
paper, several variants of this classification are presented. In this article the classification of methods of
forecasting demand is investigated. All methods are divided into qualitative and quantitative. Quantitative
forecasting methods include trend extrapolation, a method for determining “slippery” mean index and a seasonal
analysis. In this article the attention is focused on qualitative methods, which include: the method of expert marks
(Delphi method, brainstorming), survey method, scenario method. Suggested stages of forecasting are held using
the expert marks method. In this article it is also specified the way the experts choice is conducted, and the formula
for determining the coefficient of competence level. Consequently, due to high-quality forecasting of consumer
demand, the company forms its strategic position in the market.

Key words: demand, market, forecasting, qualitative forecasting methods, expert evaluation, poll,
scenarios.

ITocTanoBka npodJjemMu. B cydyacHoMy puHKOBOMY CepelOBMILI OCHOBOIO YCIIIIHOT
JiSUTBHOCTI TATIPHEMCTB-TOBAPOBUPOOHUKIB € JOCIIIKEHHS TOTped CIIOKUBadiB. AKe came
BOHU (DOPMYIOTh CIIOKMBYMI MOMUT HA MPOJIYKIIO, 110 BUPOOIIE€ThCA. MapKETHHTOBI CITYKOH
PETyISIpHO MPOBOJAATH aHANI3 OCTAHHIX TEHJEHIIIM, HOBUHOK Ha PUHKY, B Pe3yJbTaTi 4OTro
bopMyIOTh CTpaTerito MIAAbHOCTI oOpraHizamii. BakiuBUM eneMEHTOM JIOCIiTKECHHS
CHOXHBaya € OI[IHIOBAaHHs MOMUTY HAa TOBap, a Uil Haie(eKTUBHIIIOI pOoOOTH IOULIHLHO
MPOTHO3YBAaTU PIBEHb MPOJAXY AOCIKYBAHOTO MPOIYKTY B MalOyTHbOMY Mepioji, IO
BKa3y€ Ha aKTyaJIbHICTh AHOTO JTOCIIIKEHHS.

AHaJi3 0CTaHHIX J0CIIKeHb i myOJaikaniil. Metoau nporHo3yBaHHs MOMUTY 3rajaHo
y mpansx Takux BueHHX, sk JlamOen XKau-XKak, J[x. Apmcrponr, XK. Jlanapesu, XK. Jlesn,
J. Jlunnon, B.C. IlyukoBa, H.B. PacrepsieB, B.B. JleonoB Ta b.O. Boposuu. IIpote Tema
4iTKOI Ki1acu]ikamii METOiB MPOTHO3YBaHHS CIIOKUBYOTO MOMHTY HE € JOCTATHBO PO3KPHUTA.

Meta cTaTTi 1oJIsirae B aHaji31 AKICHUX METO/1B IPOTHO3yBaHHS CIOYKUBYOTO HOIUTY,
PE3yIABTATH SKUX JOMOMOXKYTh MiJIPUEMCTBAM YIIPABISTH MAPKETHHTOBOIO isTIBHICTIO.

Bukiaa ocHoBHoro marepiaiay. CyyacHi MiJIpHEMCTBAa-BUPOOHUKU 3IiHCHIOIOTH
CBOIO JIISTIBHICT Y MIHJIMBOMY PUHKOBOMY CEPEIOBUIIIL. AHaJII3 CIIOKUBYOTO MOMUTY € OJHUM
13 OCHOBHHMX 3aBJaHb TOBapOBUPOOHMKIB, a i e(eKTuBHOI poOOTH opraHizarii
BUKOPHUCTOBYIOTh Pi13HI METOAM HOTO MPOTHO3YBaHHS.

Binomuit mapketonor Jlam6en JKan-XXak BBakae, 1110 epIIOYeproBUM 3aBJIaHHIM IIPU
IPOrHO3YBaHHI 00’€My MpPOJaXiB € CKJIaJaHHSA MPOTHO3Yy Ha MEpIIMX TPU POKH peasizaiii
TOBApy, SAKHM MOXHa MPOBECTH 3a JOMOMOTOI TaKMX METOJIB, SIK €KCIEPTHI OLIHIOBAHHS,
aHaJI13 €KOHOMIYHOI JOLIJIBHOCTI Ta MpoOHOro MapkeTuHry [1, c. 528]. Meroa excriepTHUX
OLIIHIOBAaHb MOJISITAa€ y BUSBJICHHI PE3y/lbTaTiB MUHYJIOTO JIOCBiYy mpojaxy. basyeTbcs Ha
iH(dopMmalii, Ky Ha/laloTh JUCTPUO IOTOPH, TOPrOBl MPEACTaBHUKH, NIEPCOHAI, MOPIBHIHHI 3
KOHKYPEHTHUMH TOBapaMu. MeToJl aHali3y eKOHOMIYHOI JOIUIBHOCTI mependadae
JOCTIPKEHHST MOJKJIMBOCTEH IIJISXOM IOJBOBUX JAOCHIKEHb (onmuTyBaHHs). [IpoBoauThes
aHaJIi3 HaMipiB CIIO’KMBAUiB CTOCOBHO MPUIHATTS pillleHHs Npo KymiBiro. KiHieBuM etanom e
CKJIaJIJaHHS TPOTHO3Yy 30yTy Ha OCHOBI OTPUMaHUX OI[IHOK. MeToa mpoOHOTr0 MapKEeTUHTY
MOJISITA€E y CIIOCTEPEKEHHI 3a MOBEIIHKOIO MOKYIIIB 0e3MocepeIHbO il 4ac 03HAOMIICHHS 3
MPOYKIIIEIO.

OTxe, 1aHi METOAM MOXHA 3aCTOCOBYBATH SIK apasebHO, TakK 1 OKpeMo. B pe3ynbrati
HIIPUEMCTBO OTPUMAE MTPOTHO3 00’ €My MPOAAXKiB BIACHOI MPOAYKLIIi, if OI[IHUTH JOLULIBHICTh
BUBEJICHHS Ha PUHOK IIEBHOTO TOBApYy.

3a xiracudikariero moaanow, ApMcTpoHToM JXK., METOAM MPOTHO3YBAHHS MOIISIOThH
HA YIOPAaBIIHCBKI CY/KEHHS, aHali3 BIIHOCHO TPEHMAIB, METOJ JOCIIKeHHS pPOOOTH,
MPOrHO3YBaHHs BUMOTrU [2]. Meron ympaBIiHCHKUX Cy/KEHb € HalOuUIbIl TUMOBUM. BiH
nepeadavae BUCBITICHHS JyMKH MEHeJKepa CTOCOBHO MaliOyTHIX poOounX Mporecis Ta Horo
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TYMKA Ha PaxXyHOK MalOyTHBOTO MPOJAXy TOBapiB. AHaJi3 BiIHOCHO TPEHIIB TOJISITAE B
aHaJTi31 ICHYIOUUX CITIBBIJHOIICHh MK PIBHEM aKTUBHOCTI Ta KIIBKICTIO MPOJAHOTO TOBApy.
Metoa pociimpkeHHs poOOTH MPOTHO3YE PIBEHb aKTUBHOCTI CrOXKKMBadiB. OCHOBOIO METOTY
NIPOTHO3YBaHHS BUMOTH € aHaJi3 MPOAYKTY, BpaXyBaHHsS HOBITHIX TEXHOJOTIH Ta pUHKOBHX
PO3pO0OK.

Jlangpesu XK., Jlesu K. Ta Jlungon /. momaroTh Taky Kiacuikaimito MeETOIIB
OporHo3yBaHHst monuty [3, c¢.236]: MeToA eKCIEepTHUX OILiHIOBaHb, aHAIITHYHE
MPOTHO3YBaHHS MPOJAXy, CTATUCTUYHI METOIM SKCTPAIOJISIII TeHACHIIN (aHAT3 MUHYIUX
TEHJICHIIIi), METOJI €KCIUTIKATUBHUX Mojelied (MojaeNb 31 3MIHHHUMH, TaKUMH, SK 30BHIIIHI
3MiHM, I[iHA Ha TOBap 1 I[ilHA HAa TOBap KOHKYPEHTIB) Ta EKCIIEPUMEHTAIbHUH METO.X
(31HCHIOETHCS 3a JOTIOMOT OO0 TECTYBAHHS ).

[Tyukoa B.C. Tta PacrepseB H.B. Merogm mnporHo3yBaHHS 00’eMy MpoaaxiB
MNOJUISIOTh HA TPU TPYIH: METOJ €KCIIEPTHUX OLIHIOBaHb, METOJ aHAJI3y ¥ MPOTHO3YyBaHHS
YaCOBUX PSAIiB, Ka3yalbHi (MPHYMHO-HACTIAKOBI) MeTo I [4].

Meroa eKCHepTHHX OIIHIOBaHb 0a3yeThCS HA OIIHIOBAHHI EKCIIEPTIB Yy IUIOUIWHI
NEPCIEKTHB PO3BUTKY, KOJH HEMOXIWBO 310paTé TOYHY iH(OpMAII0 CTOCOBHO TEBHOTO
nporuecy. MeTo aHali3y i MPOTrHO3yBaHHS YaCOBHX PSI/IIB JOCIHIKYE HE3aIeKHI MOKa3HUKH,
SKi CKJIAQNaloThCcs 3 JIBOX C€JIEMCHTIB, IPOTHO3Y JETCPMIHOBAHOTO Ta BHITAJJKOBOTO
KoMroHeHTiB. KazyanbHi meroau 0a3yioTbcs Ha crnpoOi BU3HAYEHHS IPOTHO30BAHOTO
MOKA3HUKA.

Ananizyoouu JTOpOOOK BUIIE3raJaHUX BUEHHUX-€KOHOMICTIB, MIPOMIOHYEMO
KJIacU(iKaIlifo METOIIB IPOrHO3yBaHHsI CIIOXKHUBYOTO MONuUTy (puc. 1).

‘ MGTOIH/I IMPOrHO3yBaHHA CIIOKHUBYOI'O IIOIUTY ‘

[ SIxicHi ] [ KinekicHi }
MeTo eKCIiepTHUX [ Excrpanossiis Tpesais | |
OLIIHIOBAaHb
Merto1 BU3BHAYEHHS —
[ Meton onuTyBaHHs ] KOB3aK040i CepeHbOi
‘ Merton cuienapiis ‘ ‘ Mertox aHanizy Ce30HHOCTI

Pucynok 1. Metou NporHo3yBaHHS CIIO)KMBYOTO TIOMUTY

Figure 1. Methods of forecasting consumer demand

SkicHi (HedopmanizoBaHi) METOAM MPOIMOHYEMO MOJIUIMTH HA TPU TPYNHU: METOA
eKCIIEPTHUX OlLIHIOBaHb (Meron Jlenbdu, MO3KOBOTO IITYpMY), METOJl ONMMUTYBaHHS, METOA
crenapiiB. KinbkicHi (popmaiizoBaHi): €KCTpaIosALis TPEH IIB, METO BU3HAUEHHS KOB3aI04O0i
CepEeHbO1, aHaJI3 CE30HHOCTI.

OCHOBHOI0O METOI0 METOJly EKCHEepTHHUX OIL[IHIOBaHb MPOTHO3YBAaHHS IOMHUTY €
OTPUMAHHS JIaHUX JJIsl BU3HAUEHHS [TO/IaThIII0l MAPKETHHTOBOI CTpaTeTii MiAIPHEMCTBA.

[IpononyemMo Taki eramy MpOBEAEHHS IPOTHO3YBaHHA 32 JIOTIOMOIOI0 METOaY
€KCIEePTHHUX OL[IHIOBaHb:

1) BU3HAYCHHS METH ONMUTYBAHHS;
2) BuOIp excrepra abo TPyIH eKCIEPTiB;
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3) OwiHIOBAaHHS X KOMIIETEHTHOCTI;

4) BuOIip criocoOy MPOBEICHHS ONUTYBAHHS;

5) onmuTyBaHHS €KCIIEPTIB;

6) aHaui3 i ONpaIfOBaHHS PE3yJIbTaTiB EKCICPTHU3H;

7) IpOrHO3 TEHAEHIIIH PO3BUTKY.

Jleonos B.B. Ta BopoBuu b.O. mponoHyt0Th OCHOBHI XapaKTEPUCTHKH, SIKi BU3HAYAIOTh
«kBaJTi(piKaIio eKcrepTay, — MUPOTY KPyro3opy, iHHOPMOBAHICTh y BIAMOBIAHIN MpeIMETHIM
o0nacTi, KOMIIETEHTHICTh, NPAKTUYHUI MJOCBiA, CcTaxx poOoTH, mnpodeciiiHuii cratyc,
criemiaizaiioo, CTYIiHb 3HAHOMCTBAa 3 OO0 ’€KTOM OIIIHIOBAaHHS, HE3AJICKHICTh CY/IKCHbD,
CHUCTEMHICTh MMCJICHHS, 3i10paHiCTh, yBary, YyMIiHHS 30CEpPEIUTHCS, 3allIKaBICHICTh B
eKcrepTusi, CyMmimHHICTh [5, c. 14]. Bapro moromutucs 3 JyMKOIO aBTOPIB, akKe Bij
KkBaTi(hikaIii eKCnepTHOI TPYMH 3alIeKHUTh SKICTh PE3yJbTaTiB MPOBEACHOTO JIOCIHIKCHHS
CTOCOBHO MPOTHO3YBAHHS CIIOXKHBYOTO IOITHTY.

BaxmBuM 3aB1aHHAM € BU3HAUEHHS piBHS KBami(ikamii excrepTiB. s 1boro MoxHa
3aCTOCOBYBaTH (hOopMyIy, sika 0a3yeThCs HA CAMOOIIIHIOBaHHI1

K1 +K2 +K3

K=-—" (1)

ne K — koediuienr piBas komrereHTHOCTI; K1 — YHCII0BE 3HAYEHHS PiBHS TEOPETHYHMX 3HAHD;

K, — YMCIJIOBE 3HAYEeHHs PIBHA MPAKTUYHOIO JOCBiAY; K3 — UMCIIOBE 3HaYEHHS 3JJaTHOCTI /10
IIPOTHO3yBaHHSI.

YucnoBi 3HAYeHHs, 3a3HaYa€e caM KaHAMJAT, e oliHka 0 o3HayaTume HalMeHIl
3HaHHS, a | — HaliBummii piBeHb. KoedimieHT piBHA KOMIIETEHTHOCTI 3MiHIO€THCS Bif 0 10 1.
Ti kanauaaTy, siKi OTPUMYIOTh HaWBHUII 1HAEKCH, OpaTUMYTh Y4acTh y €KCIIEPTH3I.

[lig wac iHAMBIMYaNbHOTO 3aTyYeHHS EKCIepTa MPOBOAMTHCS ONUTYBAHHS HUIIXOM
aHKeTyBaHHsS a0o0 1HTEpB’10 (MUTaHHS — BIANOBIAb) O/HI€T 0COOH, sIKa OTpUMaa HaWBHUILUN
MOKA3HUK KoeillieHTa PiBHSA KOMIIETEHTHOCTI. J[aHWI METOT 3aCTOCOBYEThHCS MPU OOMEKESHUX
pecypcax Ta MiHIMaJIbHUX YaCOBUX PAMKAX, Pe3yJIbTAaTH 3aJI€XKATh BiJ OJHOTO €KCIepTa.

VY pa3i KOJEKTHBHOTO OMHUTYBAaHHS €KCIEPTHOI TPYNH MOKHA 3aCTOCOBYBATH METO]T
Henbdi, skuil 371iCHIOETbCS aHOHIMHO. EKcmepTu mpalioloTh CTalioHapHO, HaJlalo4H
BIJINIOB1Ib B @HKETI, HE MIJAAI0THCS BIUIMBY UYKO1 TYMKH CTOCOBHO MEBHOI MpoOIeMaTuku. 3a
JAaHOT METOJMKH TEXHOJIOTISl OINpallOBaHHS EKCIIEPTHOTO OINUTYBAaHHS PETYJIOEThCS
3BOPOTHHM 3B’5I3KOM, a CaMe aHKETyBaHHS MO)KHA IPOBOJIUTH Y KUIbKa TYpiB, IO A€ 3MOTY
HiABUILIUTH SKICTh PE3yJbTaTiB IPOrHO3YBaHH.

3acTocyBaHHSI METOJly €KCIIEPTHOI KOMICIi nependayae BUSHAYCHHS IPYIH €KCIEPTiB,
SKHX ONMMUTYIOTh KOJEKTHUBHO. B pe3ynbraTi (hopMyeThCSI BUCHOBOK ILIOJIO MEPCIEKTUBHOCTI
MEBHUX TOBApIB Ta IX MpOrHo3oBaHa peainizauis. Ha Bigminy Big Jlenboi, 3a JaHOIO METOIUKOIO
crieniajgicTi OOMIHIOIOTBCS JOCBIIOM, TYMKaMM Ta BUBOJSATH 00’ €KTUBHUN pe3yJbTaT.

MeTtoa MO3KOBOTO IITYpMY BUKOPHUCTOBYETHCS IJISi BU3HAYECHHS IMEPCIEKTHB HOBOTO
TOBapy, LIUIAXOM aKTHBHOTO OOrOBOpEHHs OOpaHMMH €KCIepTaMHu MEeBHOI MpoOIeMaTHKH.
KoxeH Mae mpaBo BUCIOBUTH BJacHI JyMKH, NPUIYLIEHHS, HaBiThb abcypaHi. Kinnesum
€TaroM € CKJIaJaHHs pe3yJIbTaTiB JOCTIKEHHS. Y TOCKOHAJIEHOI (POPMOIO 1TaHOT METOAMKH €
MeTo[ «635», sskuii nependayvae BUOip rpynu excneptis (6 yonoBik). EkcriepTiusa nmpoBoauThCs
HIISIXOM MPOIIO3UIIiH Ta MPOorHO3yBaHHs (3 i71e1) KOXKHOTO eKcrepTa (Jac J0MOBIIl 5 XBUIIUH).
KinueBum eranom € Bubip Halie()eKTUBHIIIOTO BapiaHTa.

3acTocyBaHHS METONYy CIICHapiiB mepeadavae BUSBICHHS HAMpPsIMIB PO3BUTKY IOJIMN,
noOy10BY allbTEPHATUBHUX MPOTrHO3iB. EKcriepTH po3po0IasitoTh MiHIMYM TpH ClieHapii, cepen
SKMX CLEHapid 3 HaWNepCHEeKTHBHIIIUM pe3yabTaTOM, CTAOUIbBHUH Ta NECUMICTHYHHM.
JlocaikyroThCsl BIATIOBI/II HAa 3alIUTAHHSA: <«SIKHI OyJe MOMUT, SKIO PUHKOBA CUTYallis Oye
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pO3BHBATUCS TakUM 4duHOM?». [IImsiXoM MHMCKyCii OMUCYIOTHCA KiJIbKa BapiaHTIB PO3BUTKY
MO}, SIKI MOKYTh 3MIHIOBATHUCSI I1i]] BIUTABOM NICBHUX YHHHHKIB (pHC. 2).

Munyne Croroani MaiiGyTHe [epion

Pucynok 2. Cxema cLieHapHOTO IPOTHO3YBaHHS
Figure 2. Scheme scenario forecasting

IIporuo3yBaHHs 3a JOIOMOTOIO 1HIIUX METO/IIB 103BOJISIE BUBHAUUTH OJIMH OCTATOYHUN
BapiaHT MallOYTHHOTO MOIHUTY, TaHA METOAMKA NTOKa3ye KiJIbKa MOKITMBUX BapiaHTIB PO3BUTKY
[IOA1A.

OTxe, 3a JOMOMOTOIO SIKICHUX METOJIB MPOTHO3YBAaHHS IOMHTY MiANPHUEMCTBO M€
3MOTy OTPUMATH IOKa3HUK 00’€My HpOAaXy IOCHIKYBAaHOIO HPOAYKTY. JlocmiJKeHHs
NPOBOJIUTH €KcrepT abo rpyma ekcrepriB. Ha Hamy nQymKy, cCHijibHa eKCIepTH3a €
€()EeKTUBHIIIOIO B IJIOIIHMHI TAHOTO MTATAHHS.

Baprto 3ayBaxuTH, 1110 ONKCaHi METOAN Hee(EKTHBHO BUKOPHCTOBYBATH NPH aHANTIi31
00’eMy MaifOyTHIX MpOAaXiB MiAMPUEMCTBA, BPAaXOBYIOUH X OJHOCTOPOHHICTh, HEJOCTATHIN
pPIBEHb TOYHOCTI OTPUMAHMX OLIHOK. BpaxoBylOUM CHOTOAHINIHIO HECTAOLIbHY CHUTYAIlIO0 B
KpaiHi, KOproparii JOCUTh 4acTO NMPUXOBYIOTh MPaBAMBI JIaHI CTOCOBHO BJIACHUX (hiHAHCOBUX
pe3ynbTariB. TOMy BHKOPHCTaHHS OJHOTO METOJIy MPOTHO3YBaHHS € aOCYpIHUM JUIS
NPUNRHATTS YIPaBIIHCHKUX PillIeHb Y MIIOLIMHI (OPMYBaHHS CIIOKHBUYOTO MOIHUTY.

HaligouinpHimmM Ta Halle(eKTUBHIIIUM METOJOM MPOTHO3YBAHHS MONUTY, Ha HAally
JIYMKY, € KOMIIJIEKCHE JTOCIIPKEHHsI 00’ €MIB MPOJaKy 3a JOIIOMOI'00 IpylH MeToAiB. BapTto
BIJI3HAYMTH, 110 JaH1 JOCTI/DKEHHsI € OUIbII BUTPATHUMH, ajie B KIHIIEBOMY pPE3yJIbTaTi iX
epeKTUBHICTb Oy/e JOBEJCHA, aJKe «MIHYCH» OJIHOTO METO/Y MEePEKPUBAIOTHCS «ITIOCAMID)
1HIIOTO.

BucnoBku. KirouoBuM 3aBJaHHAM MiITPUEMCTB-TOBAPOBUPOOHHKIB € aHali3 MOTped
crokupayiB. BaxiuBe wiclle B MapKETHHIOBIM JAISUIBHOCTI 3aliMae MPOTHO3YBaHHS
CHOXHBUOTO TOMMTY, SIKE€ CIYI'ye OpPIEHTHPOM O00’€My BUTOTOBJIEHOI MNPOAYKLii Yy
MaiOyTHproMy. KepiBHUKAaM oprasizaiiiii BapTo 3A1MCHIOBATH J0CTaTHE (DIHAHCYBAHHS AaHOL
poboTH, a/pKe Bif LBOTO 3aJEKUTh CTPATETIUYHUUN TUIAH YIPABIIHHS MiJIPUEMCTBOM, a Bif
KUTBKOCTI IIPOAAHOT MPOAYKLIT HAMPsIMY 3aJI€KUTh MPUOYTOK PipMH.

Conclusions. The key task of commodity producers is to analyze consumers' needs. The
important place in marketing activity is the forecasting of consumer demand, which serves as a
benchmark for the volume of manufactured products in the future. Managers of organizations
should sufficiently finance this work, because it depends on the strategic plan of the enterprise
management, and the amount of sales directly depends on the company's profits.
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