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Annotation. Sales policy is an important component of the activities of any enterprise, as it
ensures the effective delivery of products from the manufacturer to the final consumer. For
enterprises in the dairy processing industry, sales are of particular importance, as dairy products
belong to goods of everyday demand and have a limited shelf life. This requires a well-organized
distribution system, established supply channels, and effective interaction with retail chains.
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The dairy processing industry plays an important role in ensuring Ukraine’s food security
and is one of the key components of the agro-industrial complex. It provides the population with a
wide range of products, including milk, fermented dairy products, cheese, butter, and other goods.
At the same time, enterprises in this industry operate under conditions of high competition,
changing consumer preferences, fluctuations in raw material prices, and increasing quality
requirements for products. Effective sales policy for dairy processing enterprises involves selecting
optimal product sales channels, creating partnerships with retail chains and distributors, and using
modern logistics solutions and marketing tools. It is also important to take into account regional
market characteristics, the level of purchasing power of the population, and the development of
retail trade. The investigation of the sales policy of dairy processing enterprises in Ukraine is due to
the need to improve the efficiency of product sales, strengthen the competitive positions of
enterprises, and ensure a stable supply of high-quality dairy products to consumers.

Channels for implementing sales policy are an important element of an enterprise activities,
as they ensure the movement of products from the manufacturer to the final consumer. For dairy
processing enterprises, the right choice of sales channels is of particular importance due to the
perishable nature of dairy products and the need to ensure their fast and safe delivery. The use of
effective sales channels make it possible for enterprises to expand their sales markets, increase sales
volumes, and strengthen their competitive positions.

Direct sales channel. The direct sales channel involves the sale of products directly from the
manufacturer to the final consumer without the participation of intermediaries. This sale method can
be carried out by the enterprise own branded stores, retail outlets at the production site, or online
stores. The advantage of direct sales is the ability to have complete control over the sales process,
pricing, and quality of customer service. In addition, the enterprise earns higher profits, as there are
no costs associated with intermediaries. However, this channel requires significant costs for
organizing the retail network and logistics.

Indirect sales channel. The indirect sales channel involves selling products through
intermediaries. Most often, such intermediaries are wholesale companies, distributors, and resellers.
In this case, the dairy processing enterprise sells its products to wholesale buyers, who then sell
them to retail outlets or directly to consumers. Such channel makes it possible to expand
significantly the geography of sales and reduce the costs of organizing the enterprise own sales
network.

Sales through retail chains. One of the most common sales channels for dairy products is
cooperation with large retail chains of supermarkets and stores. Due to such outlets, the enterprises
can provide consumers with wide access to their products. The advantages of this channel include
high sales volumes, stable demand, and the opportunity to promote the brand. At the same time,
cooperation with retail chains is often accompanied by high requirements for product quality and
logistics, as well as additional costs for marketing services.
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Wholesale markets and distribution companies. Another important sales channel is the sale
of products through wholesale markets and distribution companies. Such intermediaries are engaged
in the purchase of large batches of products from manufacturers and their subsequent distribution
among retailers. This channel makes it possible to sell large volumes of products quickly and reduce
logistics costs. It is especially effective for enterprises that operate in large territories or supply
products to different regions of the country.

Public catering establishments. Dairy processing enterprises can also sell their products
through catering establishments, such as restaurants, cafes, canteens, bakeries, and confectioneries.
These establishments use dairy products as raw materials for preparing various dishes and desserts.
Such sales channel ensures stable demand for products and contributes to the formation of long-
term partnerships between producers and catering establishments.

Online sales and delivery services. In modern conditions, the sale of products through online
platforms and delivery services is becoming increasingly popular. Enterprises can sell their products
through their own online stores, marketplaces, or by cooperating with food delivery services This
sales channel makes it possible to expand the range of consumers, increase purchasing convenience,
and adapt to modern trends in the development of e-commerce.

During the period of war in Ukraine, the dairy processing enterprises operate under difficult
economic and logistical conditions. Disruptions in supply chains, decline in the population
purchasing power, population migration, and work instability in certain regions significantly affect
the organization of sales and promotion of dairy products.

Thus, the implementation channels of sales policy for dairy processing enterprises can be
diverse and include both direct and indirect forms of sales The effective combination of various
sales channels makes it possible for enterprises to ensure stable sales of products, expand sales
markets, and meet consumer needs. The right choice of sales channels is an important condition for
the successful functioning of dairy enterprises.
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3ACTOCYBAHHS BIZIKPUTHUX AI-TEXHOJIOT'TA JJISI MIHIMI3AIIIT
EKOHOMIYHUX TA COUIAJIBHUX HACJIIAKIB B YMOBAX BOEHHOI'O CTAHY
(HA TIPUKJAJII ABTOMATH3AIIT KOMYHIKAIIIN 3BO)

Anomauia. Y mesax pozenioaemuvcsa npoodiema nepesanmaddCeHms KOMYHIKAYIUHUX KaHAalie
3aK1a0ie U0 0C8IMU 8 YMOBAX BOEHHO20 CMAHY, Oediyumy Kaopieé ma (iHaAHCOBUX 0OMEIHCEeHb.
3anpononosarno iHHOBaYIUHUL NIOXIO 00 CMBOPEHHS IHMENEeKMYAIbHO2O 2010C08020 A2eHMAa Hd
oazi eiokpumoi IP-ATC Asterisk ma mynomumooanvrnoi modeni wmyunoeo inmenexkmy Google
Gemini Live APl 3ae0dsxu Hackpizuiii apximekmypi 3 HOMOK080I0 nepedauero aydio ma
MamemMamuyHum NepemeopeHHsIM Yacmomu OUCKpemu3ayii «Ha abomyy, cucmema 3abe3neyye
NPUPOOHULl  JicusuUll  dianoe 13 MIHIMATbHUMU 3ampumKamu. J{o8edeHo, wo asmomamusayis
mene@orHHUX KOHCYIbmayill 00360158€ 2apanmysamu @Qizuuny Oe3neky HnepcoHany nio yac
NOBIMPAHUX MPUBO2, 3MEHUUMU eMOYIUHE BUCHANCEHHS NPAYIGHUKIE ma CYmMme8o MIHIMI3yeamu
E€KOHOMIYHI UMpamu IHCMUMYYiu y KpU308Ux peaisix.
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