OCHOBHM HACOKH
3ANOAOBPABAHE {
HA MAPKETUHIOBATA ‘””@ :
AEWHOCT HA ®UPMA @ g
,NA rPYMN” EOOA

a-p MNetwp DxaHnpapmoB

MsacTo Ha MmapkeTuHra BbLB chupmara

duvpmaTta HAMa B CTpyKTypaTa CU MHOro
aobpe  m3rpageHO  MapKEeTUHrOBO — 3BEHO.
dupma “T14 MPYM” EOO[ sbnpekn ronsamara
CW NnoLL, KOATO 3aema, 3a cera Hsama nnaHose
3a paswmpsiBaHe Ha MapKeTUHroBUTe OTAENM.

Kato npenopbka MoOXe p[da ce pJage
Ha3Ha4YaBaHe Ha MapPKETUHIoB Ccneuuanucr,
KOWTO Aa cbbupa cucrtemaTU4HO MHopMaums,
KOSATO [a ce aHanuaupa u ga ce npegocTass
Ha ynpasnssawmsa. Ypes fAcHata M TO4vHa
MHoOpMaUnsa, KOATO TO3M OTAen MOoxXe [fa
npegoctasd, Morat Ada ce npeaBuasT
TeHOeHUMMTe Ha nasapa W fda ce pearupa
aflekBaTHO (HaBpeMEHHO) Ha NPpoOMeHUTE.

B MapkeTuHroBata CTpyKTypa, nocraBsame
cneynanucta No MapKeTUHr B HayanoTo Ha
NpoOn3BOACTBEHNA UWKbA, 3awWoTo Mo TO3u
HaYMH MapKeTUHIbT € BKIYEeH BbB BCsKa
d¢asa Ha NPOn3BOACTBEHNSA NPOLIEC.

MapkeTUHIrbT 4pe3 CcBOUTE aHanmuan wu
Npoy4YBaHus, e U3SACHW Ha 3aeTuTe MNPSKo B
NPOM3BOACTBOTO, KAaKBO TbpCU NOTpebutenart B
fageHuns npoaykT (ctoka). MapKeTUHrbT mMma
OTrOBOPHOCTW MpU NNaHMpaHeTO Ha CToKoBaTa
N MHOPMaLMOHHa NonNuTuka, Npu opMmupaHe
Ha  nNpou3BOACTBEHaTa  nporpama, npu
yrnpaBneHneTo Ha npogaxbuTte, OOCTaBKuTe,
cknagoBuTe 3anacu. Tpabsa ga ce onpeagenu
GrooKeT 3a MapkeTUHroBaTa [LEWHOCT, KaTo
Te3n cpeactBa TpsibBa Oa ce 3agenaTr oT
neyanbata v ga He ca CTpPoro hmkcupaHu, a
BapupaT crnopepq cuTyauusTa Ha nasapa. ‘[

0

GUIDELINES FOR

COMPANY "PD GROUP" Ltd.

Ph.D. Peter Dzhandarmov

Place of marketing in the company

The company is not in its structure
very well constructed marketing unit.
Company "RP Group" Ltd. despite vast
area that occupies, for now there are
no plans to expand the marketing
departments.

As a recommendation can be given
appointment of a marketing specialist
to collect systematically information to
analyze and provide the control.
Through clear and accurate information
that this department can provide can
provide market trends and to respond
appropriately (timely) changes.

In marketing  structure, place
marketing specialist at the beginning of
the production cycle, because in this
way marketing is included in each
phase of the manufacturing process.

Marketing through its analyzes and
studies will clarify employed directly in
the production, what the consumer is
looking for in a product (commodity).
Marketing has responsibilities in the
planning of commodity and information
policy, the formation of the production
program, with sales management,
procurement, inventory. You need to
determine a budget for marketing
activities, these funds should be
allocated from profit and not strictly
fixed and vary according to the market
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PYM” EOO[L Ttpsabea pa otgoens noseve
cpencrtea 3a peknama.

Mo oTHOWweHue Ha KagpuTe

Kato ce wvma npegsug pondta  Ha
MapKeTUHroBuTEe OYHKLUMN 3a OCUTypsiBaHe Ha
e(PeKTMBHOTO YyrnpaBneHne Ha dupmara,
KOHTPOSTHUAT M KOOpAWHUPALY XapakTep Ha
Tesan yHKuMM, UenecbobpasHO e oTaen
MapKeTUHr ga ce CbCTOM OT noBeYye
cnyxutenu. OnepatMBeH CRYXUTEN  CbC
CbOTBETHUS NpoecrmoHaneH LeH3, NO3HaHUA
N yMEHMs, KaKTO B obnacTtra Ha MapKeTuHra,
Taka M C HyXHata noaroToBKa, KOATO Aa
rapaHTupa gobpo nos3HaBaHe Ha CTOkuTe. Tou
TpsbBa ga ocurypy nNpuToK Ha WHAOopmaums,
KOATO Oa Mno3BOSfisiBA Ha pbkoBOAUTENS [a
3abenexu Bb3MOXHOCTUTE N ONACHOCTUTE.

B xoga Ha M3nbnHeHMEe Ha MapKeTUHroBUA
nnaH Bb3HUKBAT MNPOMEHM WU HeoYakKBaHu
cuTyaumn, 3a ToBa e HeobxoaMmo
HenpeKkbCHATO Aa Ce OCbLUEeCTBABA KOHTPOS OT

cTpaHa Ha BUCWUNS  MEHUDKMBHT  Ha
npeanpusatveto. BvB ®upma ‘T4 [PYIT
EOON TpsibBa p[ga ce ocbliecTBaBaT

cnegHNUTe BUOOBE KOHTPOI:

KoHmpon no npou3zeodcmeomo

CbcTon ce B CbnoctaBka Ha TekyLumTe
NPOM3BOACTBEHM MOKasaTenun C TakuMBa 3a
n3MMHan nepuog n npu HeobxoammocT ga ce
B3emMaT MepKM 3a KOpeKUMsi Ha cuTyaumara.
Llenta e pga ce ybeaum [EeWUCTBUTENHO In
dvpmata e nocTturHana  NOJIoXKUTENeH
pes3yntaT 3a KOHKpeTHata roguHa no
OTHOLIEHME Ha npogaxbute, neyanbata wu
apyru uenesn napameTtpu. Bknousa cnegHute
cpeacTBa 3a KOHTpO-:
» AHann3 Ha Bb3MOXXHOCTUTE 3a peanunsauus;
* AHanus Ha nasapHusa gsan,
e AHanMM3  Ha  CbOTHOLLUEHMETO

OTAENHUTE pasxoaun 3a MapKETUHT,
» HabntogeHune 3a OTHOLLUEHNETOo Ha

KNUeHTUTE.

Mexay

KoHmporn ebpxy nedyanbama
To3n Bug KOHTpoOn e Heobxoaum, 3alloTo

situation. "PD Group" Ltd. must spend
more money on advertising.

In terms of personnel

Taking into account the role of
marketing functions to ensure effective
management of the  company,
controlling and coordinating nature of
these functions, it is appropriate to
marketing department consists of more
employees. Operational staff with
relevant professional qualifications,
knowledge and skills in marketing and
with the necessary training to ensure
better knowledge of the goods. He
must ensure flow of information, which
allows the head to spot opportunities
and threats.

During the implementation of the
marketing plan changes occur and
unexpected situations, it is necessary
to continuously supervise the part of
senior management of the enterprise.
In the Company "PD Group" Ltd.
should enable the following controls:

Control production
Consists of the comparison of current
production indices with those of past
periods and if necessary to take
measures to remedy the situation, the
goal is to make sure it actually the
company has achieved a positive result
for the particular year in terms of sales,
profit and other target parameters. It
includes the following controls;
- Analysis of the possibilities for
realization;
- Analysis of market share;
- Analysis of the relationship between
marketing costs;
- Monitoring of customer attitudes.

Controls on profits

This control is necessary because it
helps the management to decide
whether it is necessary to extend or
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nomara Ha pbKOBOACTBOTO Aa pewwn ganu e
HeobXxoauMMO fa ce paswmpsiBa UM CbKpalla-
Ba MPOM3BOACTBOTO M  MapKeTUHroeaTa
OEeNHOCT, CBbp3aHa C Hero.

MoTuBauma Ha nepcoHana
Opyr BaxeH MOMEHT, BbpXy KOWTO €

HeobxoQMMO Aa ce akueHTupa, € MoTuBaumsTa

Ha nepcoHana. XopaTa ca Hau-LUeHHUs pecypc

B egHa opraHusauusa. 3a ga uma ycrnex BCska

dupma Tpsabea ga ce CTpemu:

» [la pasbupa cBOsi NepcoHan v ga Monoxm
ycunusa ga 3agoBonu notpebHocTute my;

» ®uMHaHCOBO fa CTUMYnMpa CRyXUTenuTte cu;

« [la He ce WagaT noxeanure;

* Hacbp4aBaHe B y4yacTMeTO M NfaHUpaHeTo
Ha HOBM METOANKMN;

» BbanaraHe Ha uenu NPOEKTM Ha OTAENHU
Xopa unu rpyna, 3a ga um ce npegoctaBaATt
AOMbMHUTENHN OTFOBOPHOCTM U Ja ce
NOBULUN KBanMdukaunara nm.

Te3an cTumMynn ca HeobBXOANMU U € HYXHO
noa ce paspaboTtar, 3a ga ce nogobpwu

paboTHaTa cpeda, gna ce  ONTMMU3MPA
paboTtata Ha nepcoHana, a OT TaM M
NPOV3BOAUTENHOCTTA.

Mo oTtHoweHue Ha MUC

YcnewHoTo (yHKUMoOHMpaHe Ha dupma
‘Na  reyr”” EOOO e HeBb3MOXHO 6e3
HenpekbCcHaTO obHOBsIBaHe Ha GasaTta AaHHu
CBbp3aHa C nasapw, KOHKYPEHTU, KIMEHTW,
anctpmnbyTtopu, JocTaBYnLN. OT
N3KITIOYNTENHO roNsaMO 3Ha4YeHne € He caMo Aa
ce cbbupa nHdopmauus, Ho rornemMmsi NOTOK OT
WHopmauuss ga ce obpabotm u pa ce
aHanuanpa. HaBpeMeHHOTO OTKpuBaHeE Ha
KpUTudHata uHgopmauma 6u nomorHana Ha
ynpasutens/MeHngpxopa na pearupa
agekBaTHO Ha npobnemute nnm 6BLP30 Aa ce
Bb3MON3BaT OT Bb3MOXHOCTUTE Ha nasapa.

Mo-pobpe 060cobeHO 3BEHO NO MAPKETUHT
BbB (hupmaTta — TOBa € Kro4voBaTa Mno3unums,
3a Ja uMa BB3MOXHOCT UaAnata BbTPEeLUHO
dmpmeHa n cbbpaHa nHpopmaumsa OT BbHLUHK

shorten the production and marketing
activities associated with it.

Employee Motivation

Another point on which it is
necessary to emphasize motivation of
staff. People are the most valuable
resource in an organization. To be
successful every company should
strive:

- Understand and its staff endeavor to
meet its needs;

- Financial  to
employees;

- Do not spare the praise;

- Encouraging participation in the
planning of new methodologies;

- Award of whole projects of individuals
or group to provide them with
additional responsibilities and to
enhance their qualifications.

These incentives are necessary and
need to be developed to improve the
working environment, to optimize the
performance of staff and hence
productivity.

encourage  their

In respect of the CIS

Successful operation of the company
"PD Group" Ltd. is impossible without
constantly update the database related

markets,  competitors,  customers,
distributors, suppliers. Of utmost
importance is not only to collect
information but the big flow of

information to process and analyze.
Timely detection of critical information
would help the manager / manager to
adequately respond to problems
quickly and take advantage of market
opportunities.

Better separate department of
marketing in the company - this is the
key position to enable all internal
corporate and collected information
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NM3TOuHMUM Oa ce obpaborBa O6bp30. BaxHa
NHpopMauus, koaTo TpsibBa ga ce cuHTesupa
M aHanuaupa e WHgopmauuaTa 3a BCUYKK
KNWEeHTK, a He caMo 3a 4acT OT TaAX.

®unpmata TpsibBa p[obpe p[a nosHaBa
CBOMUTE KIIMEHTU U OCHOBHUTE (pakTOpU, KOUTO
BNUAAT Ha peLleHMeTo UM 3a MoKynka. Bbpxy
KnneHtTute Ha dupma M4 FPYM” EOO[L
BMUAAT  XapaKTepucTukui, Kato  pobpute
(MHaAHCOBN BBL3MOXHOCTM Ha  dumpmara,
OTpacbNbT, B KOWUTO paboTAT, XUBHEHUAT
UMKbA  Ha  npogyktute  uMm,  gobpoto
OTHOLLUEHME — MO-OTHOLWEHME Ha WHpOpPMU-
paHoCTTa 3a BCsAKa npeanaraHa CTOKa,
aobpute nperoBopu C KAMEHTUTE U Ap.
dvpmaTta Mma U3roTBEH KaTanor Ha HAKOW OT
NO-BaXXHUTE CU KINEHTWN.

[Mlo3HaBaHETO Ha KOHKYpeHTUTe e OoT
N3KNIYUTENHO 3HayeHMe 3a e(EeKTUBHOTO
MapKeTUHroBo nnaHupaHe. dupmarta TpsiOBa
MOCTOAHHO Ada CpaBHABaA CBOMTE MPOLYKTH,
LeHW, KaHanu, NnpomMoumn c¢ Te3n Ha 6nmskuTe
KOHKYpeHTU. [10 TO3M HauuH, TS MOXe p[a
onpegenu obnactute Ha KOHKYpeHTuTe -
npegMmcTtea W HegocTaTtbuM, Aa aTakyBa
NPOTUBHULMTE CU MO-NPELIN3HO U Aa NOAroTBM
no-gpobpa 3awmta. Heobxogumo e pa ce
obxBaHe UeNnuAT AuanasoH Ha peanHuTe wu
noTeHUnanHnuTe KOHKypeHTU Ha cpupmaTta. He
H6uBa ga ce nposiBsiBa KbCOrNeacTBo, 3aLloTo €
MHOrO BeposiTHO egHa dupma pa 6vbae
N3MecTeHa OT CBOUTE KOHKYPEHTU (NTaTEHTHN),
OTKOJSIKOTO OT AeCTBaWMTE B MOMEHTA.

MpeonoxeHneTo MM € p[a ce Hanpasu
dompMeH Npodurn Ha Bb3MOXHUTE KOHKYPEHTH,
KOWTO Oa BKNIOYBA: ONMUCaHME Ha CTpyKTypaTa
Ha dwmpmarta, cTpatermm, Npou3BOACTBEHA
HOMEHKMNaTypa, MOLLHOCTUTE nM,
NPON3BOACTBEHNS LKL U Np.

Llenn n mucua Ha cdompma “MNO reyn” Eoonq

dupmarta ce CTpemMn CbC CBOUTE MU3Zenus
Aa Hanara CbBpeMeHeH CTUN Ha obnuyaHe no
Bpeme Ha paboTa, KOATO Kapa xopata ga ce
yyBCTBaT yAOOHO 1 aa marnexaart gobpe. Ta e

from external sources to be processed
quickly. Important information you need
to synthesize and analyze the
information to all customers, not just
some of them.

The company has to know well their
clients and the main factors that
influence their buying decisions. On
customers of "PD Group" Ltd.
influencing characteristics like good
financial capabilities of the company,
the industry in which they operate
lifecycle of their products, good attitude
- in terms of awareness of each
proposed item, good negotiations with
customers, etc. The company has
prepared a catalog of some of the most
important customers.

Knowing the competitors is essential
for effective marketing planning. The
company must constantly comparing
their products, prices, channels,
promotions with those of nearby
competitors. In this way, it can identify
areas of competitive advantages and
disadvantages, to attack opponents in
a precise and prepare Dbetter
protection. It is necessary to cover the
whole range of actual and potential
competitors of the company. It should
not be manifested myopia because it is
very likely a company to be overtaken
by their competitors (latent) than the
acting now.

My suggestion is to make a company
profile of possible competitors, which

include - a description of the
company's structure, strategies,
production range, capacity their

production cycle and so on.

Purposes and mission of "PD
Group" Ltd.
The company seeks to impose its
products contemporary style of dress
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npumep 3a e(geKTMBHO CcbyeTaBaHe Ha
KauyecTBO, pPe3ynTaTHOCT, OTrOBOPHOCT W
yoobcTBo Ha npoayktute. [apaHTupaHuaTt

BUCOK CTaHOapT OCUrypsiBa CUrypHOCT M
HernpekbCcHaT NPOM3BOACTBEH MPOLIEC, KOETO
no3eonsiBa fJda ce noaabpxa CTabunHo
nasapHO MPUCLCTBME B  HEMPEKbCHATO
AVHaMu3npallaTa ce KOHKypeHTHa cpeaa.

OnpepgensHe Ha MapKeTUHroBuUTe Lenu
Ha chmpmara

1. lMopabpxaHe Ha nMunaxa ypes
obHOBsIBAHE acOpTUMEHTa OT npeasiaraHu
CTOKMU;

2. 3anasBaHe Ha NasapHusa Osn U U3nusaHe
Ha HOBW;

3. Cb3gaBaHe Ha cobcTBEHM MoAenu o Kpasi
Ha 2015,

4. Pa3swunpsisaHe Ha
Mpexa;

5. YBenuyaBaHe Ha
BbTPEeLHMSA nasap.

anctpmbyTtopckaTa

npogaxoéute Ha

OnpegensHe Ha MapKeTUHroBa cTpaTerus

MapkeTunHroBa crpaTtermsa, KosTo € Hal-
nogxogswa 3a dupma ‘M4 reyr” OO e
“KoHconupgauuss 1M 3anasBaHe Ha nasapHus
aosan’. 3a ga ce peanu3npa Tasm cTpaterus
dupmata TpsibBa ga mobunusmpa pecypcute
CW 1 Ja TbpCU HauMH/MbTULLA 3a yBeNMYaBaHe
obema Ha npogaxbute, Ha KOUTO npegnara
CBOSITa MpoOAyKUuMsi, M aTakyBaHe Ha HOBU
YyXxgecTpaHHW nasapu.

lNMpoaykrtoBa cTpaTerus

CtparerusTa, KOATO TpsibBa na
npegnpueme 3a cBoMTE NPOAYKTU €:
- [a nposiBsBa M-BKABOCT Cnoped nasapHuTte

ycnosusi, T.e. Oa npegnara wusgenuss c
BMCOKO Ka4yecTBo, cboOpaseHu c
N3NCKBAHUATA;
- Ja npegnara CBOUTe  NPOAYKTM  Ha

KOHKYPEHTHW LeHU;

- Oa TbpCM HOBWM Na3apHU HULLIX, MOBEYE B
CTpaHaTa (BbTpeLuHus nasap);

- [a ocbluecTBsiBa NO-006pPM KOMyHMKaLUN 1
obpaTHa Bpb3ka CbC CBOMTE NOTpebutenm.

during a work that makes people feel
comfortable and look good. It is an
example of effective combination of
quality, efficiency, responsibility and
convenience products. The guaranteed
high standard ensures security and
continuous production process, which
allows to maintain a stable market
presence in continuous dynamical
competitive environment.

Defining the marketing objectives
of the company

1. Maintaining the image by updating
the assortment of goods offered;

2. Maintaining market share and
entering new;

3. Create your own models by the end
of 2015;

4. Extension of the
network;

5. Increasing domestic sales.

distribution

Determination of marketing strategy

Marketing strategy that is best for the
company "PD Group" Ltd. is the
"Consolidation and maintaining market
share." To realize this strategy the
company has to mobilize resources
and to find a way / ways to increase
sales volumes, which offers its
products and targeting new foreign
markets.

Product strategy
The strategy, which should take for

their products:

- Be flexible according to market
conditions, i.e. to offer products with
high quality, consistent with the
requirements;

- To offer its products at competitive
prices;

- Seek new markets more in the
country (internal market);

- To conduct better communications
and feedback from its users.
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LleHoBa cTpaTerus

PbkoBoautensat Ha dupmata TpsibBa aa
3Hae, 4Ye MapKeTUHroBWA noaxod  npwu
dopmMuMpaHe Ha ueHuTe, He TpabBa ga oTyuta
camMo MNpoOu3BOACTBEHUTE pasxogu, HO W
MHEHNeTo Ha notpebutenute 3a
NpMeMnMBOCTTa Ha AdafdeHa ueHa. Ta Tpsbea
Ja 6bae TakaBa, 4Ye [Ha 3aTBbpAsBa
ybexgeHneto Ha notpebutenunte, 4e ca
N3BBPLUMNKN N3rogHa NoKyrka.

KbMm ueHoOBaTa cTpaterMs morat pa ce
BKIOMaT MHOMPEKTHNU METOAM 3a HacbpyaBaHe
Ha npogaxbute. [Jobpe e chmpmarta ga npasu
HSKOW OTCTBIKMU, KaTo:

- OTCTbMKa Mpu UAMOCTHO wu3NnawiaHe Ha
nopbyKaTa;

- OTCTbIKa 3a KONMYECTBO;

- OTCTbIKa 32 NOCTOSAHHW KINNEHTMW.

KaHanu 3a peanusayusi

CTpykTypata Ha KaHana 3a peanu3auus
TpsibBa pa ce npomeHn. Bmecto pga ce
N3Non3Ba OMPEKTHUAT KaHan npou3sBoguTten —
notpebuten, dupmata TpsbBa aOa nonsea
ANCTpuByTOp, KaTo Har-yaa4YHUsa BapuaHT € aa
ce usnonsea guctpubytopcka cmpma. BaxeH
eneMeHT OT [JenHoCTTa Ha pguctpubyTopa
TpsibBa aa obaoe KayecTBOTO Ha
M3BbPLUBAHUTE YCMYyrn, KNWeHTa Ada pasuvuTta
Ha HaBpeMeHHa OOoCTaBKka Ha MopbYaHuTe OT
Hero nagenus.

Mpomouunn

dupmata TpsibBa pga HabnerHe Ha no-
CbBpPEMEHHUTE METOAM 3a peknama, KosTo
TpsbBa pa obOxBawa wHdopmMauusTa 3a
dupmaTa, npeanaraHuTe U3genusl, LEHN 1 T.H.
OcBeH peknamarta, KOATO € npeanpueta
dupmata TpssbBa ga nma y4actmsi No naHanpwm
N cneuvanuanpaHuTe wu3gaHuMs 3a  Moaa.
[obpe e n peknama no — Internet. Llenta e pa
ce AOCTUrHe ouwle no-ronsiMa aygutopusi oT
NOTEeHUManHn KNnmeHTn, KouTo Aa ca ybeneHu,
4ye TOBa € CTOKaTa 3a TAX M Ye We MM JoHece
HY>KHOTO YZOBNETBOPEHNE.

Pricing Strategy

The head of the company needs to
know that the marketing approach to
pricing must not only take into account
production costs, but consumer opinion
on the acceptability of a given price. It
should be such that it reinforces the
belief of consumers that have made a
good buy.

To the pricing strategy can include
indirect methods to promote sales.
Good company to make some
concessions, such as:
- Discount for full

contract;

- Volume discount;
- Discount for regular customers.

payment of the

Distribution channels

The structure of  distribution
channels, should be changed. Instead
of using direct channel producer -
consumer, the company must use a
distributor as the best option is to use a
distribution company. An important
element of the activity of the distributor
must be the quality of the services,
customers can rely on timely delivery
of the ordered products.

Promotion

The company should emphasize
more modern methods of advertising,
which should include information about
the company, products offered, prices,
etc. Besides advertising, which has
taken the company must have
participated in fairs and specialist
magazines for fashion. It is good
advertising - Internet. The aim is to
reach an even greater audience of
potential customers who are convinced
that this is good for them and that will
bring the needed satisfaction.

Rapidly changing conditions require
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Bbp3o npomeHswmMTE Cce ycnoBus Hanarat
dupMuTE MHOrO BHUMATENHO da npoyyar
cBouTe penHoctu. Tpsabea pga obbpHaT no
ronsimo BHUMaHue Ha npoayKTOBUTE
acopTUMEHTM U CBOsiTA  MapKeTUHroBa
nenHoct. [1pon3BoacTBOTO M TbPCEHETO Ha
CTOKWU N yCNyrn B MMHAaNoTO HE € HeNPeMEHHO
npuYMHa 3a NPOM3BOACTBOTO U NpeanaraHeTo
Ha Te3an cTokm u B Obgewe. [lasapbT
HenpekbCcHAaTO Ce TMNpPOMEHs W pasBvMBa U
dupmaTa TpaAbBa Oa € HasiCHO C NPOMEHUTE
aKko ucka ga ouenee.

3aegHoO € nonyvYaBaHETO Ha daHHW 3a
notpebutenckms npodun Ha dupmata €
BaXXHO [Oa Ce OTKPME W KakBU KIIMEHTM ca
3arybeHun ot ompmaTa 1 no Kakem NPUYNHN.

TpsbBa pga ce HanpaBun  nasapHO
NporHo3upaHe, KOeTo npeacTasnsBa TPYAHOCT
3a Bcska (hmpma, 3aLl0oTO CbabpXa pasveTu 3a
6baeLeTo, KOMTO He MoraT fa ce HanpasesaT C
ronama CTeneH Ha CUrypHOCT, HO BbMPEKU
TOBa MNPOrHO3NPaHETO € U3KIHYNTENHO BaXHO,
3all0TO peLleHneTo KakBo [a ce npousBexaa
M KakBM MHBECTUUMM [a Ce HanpaeaAT ce
OCHOBaBa Ha OYakBaHusTa 3a npogaxou.

3HayeHMeTO Ha MapKeTMHra e rofisiMo n 3a
TOBa € Heo6X0ANMO Ha MapPKETMHIOBUS OTAEN
aa ce nage crneunaneH cTaTyT.
[Npon3BoaCTBOTO € BaXXHO, HO ako pupmarta He
MOXe Aa npojage npoaykra, HaMa CMUCHI a
ro npoussexaa.

Pupma ‘T4 TPYM” EOOQOL  HamaTt
0060CO6EHN MAapKETUHTOBM CTPYKTYpU U €
HeobxoauMO xopaTa, KOUTO ce 3aHuMmaBaT C
Tasn genHocT aa obbpHAT BHMMaHWE Ha TO3U
dakt. Bbnpeku numncata Ha crneuunaneH
MapKkeTMHroB otaen duvpmarta € ycnsana ga
cb3gage p[Aobpu  BBHWHM UM BbTPELUHO-
TbProBCKM KOHTaKTW, C KOWUTO ycnsBa Ada
NOCTUrHEe JOCTBMN A0 KIMEHTUTE U y3HaBaHe Ha
TEXHUTE U3NCKBAHUA.

[JoctbnbT OO0 nasapute, pasxoguTe 3a
Tpya, obpasoBaHMe W yMeHue, UHpa-
CTPpyKTypaTa, [AaHbYHOTO 3aKoHO4ATencTBo,
ycnyrute wm MHOro pgpyrm aktopu wmat

companies to carefully examine their
activities. Should pay more attention to
product mix and its marketing activities.
Production and demand of goods and
services in the past is not necessarily a
reason for the production and supply of
these products in the future. The
market is constantly changing and
evolving and the company must be
aware of the changes if it wants to
survive.

Along with receiving data company
profile is important to find and what
customers are lost by the company and
for what reasons.

You have to make a market
prediction, which is difficult for any
company because it contains estimates
of the future that can not be done with
a high degree of security, but
forecasting is extremely important
because the decision about what to
produce and what investments made
based on expectations for sales.

The importance of marketing is big
and it is necessary for the marketing
department to give special status.
Production is important, but if the
company can not sell the product does
not make sense to produce it.

Company "PD Group” Ltd. have
separate marketing structures and
need people who engage in this activity
to pay attention to this fact. Despite the
lack of a dedicated marketing
department the company has managed
to create a good external and
vatreshnotargovski contacts with whom
managed to achieve access to
customers and learning their
requirements.

Access to markets, labor costs,
education and skills, infrastructure, tax
law, services and many other factors
are important for the creation of
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3HayeHne 3a Cb3gaBaHETO Ha npeauMMcTBa
NN HeJoOCTaTbLUM NPU CPaBHABAHETO Ha eauH
npou3BOAMTEN WU Tbprosey ¢ Apyr. Tpsibea

Aga ce onutBaT npegumcTeata pga ce
MakcummuaunpaT, a HegocTaTbuuTe pfOa ce
MUHUMU3NPAT.

KnoubT KbM ycnexa o ronsiMa CTeneH e
Cb3gaBaHETO Ha MapKeTUHroB OTAen, KOWTO
Aa cb3gage no-gobpu KOHTakTM ¢ hmpmu,
nasapu u KIMeHTu.

B momeHTa npoaykuusata Ha “T10 TPYT”
EOOL ca TbpceHn wu pobpe npuetn oOT
Obnrapckute M 4Yyxgu noTpedutenn, HO He
TpsibBa pa ce 3abpasd, 4e penytauusaTa ce
rpagn Bbpxy NPOU3BOACTBOTO HA MPOAYKTU C
noaxogswo KavyecTBO, KOMMYECTBO UM B
noaxoasLlo Bpeme.

[obpoTo MmMe e MHOro cuneH dakrop,
KOWTO yKpenBa GU3HEC OTHOLLUEHUSITA, TO MOXeE
Aa ce ua3rpagu camo C TedeHne Ha BpeMeTo U
€ OTpaxeHne 3a YCMNeWwHW TbProBCKM
OTHOLLUEHMS U B3aMMHO [OBEpUE Mexay ABe
CTPaHM — KITMEHT U Npon3BoaMTEN.
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advantages or disadvantages when
comparing one manufacturer or dealer
to another. They should try to
maximize  the advantages and
disadvantages are minimized.

The key to success is largely the
creation of a marketing department to
create better contacts with companies,
markets and customers.

Currently, the production of "PD
Group" Ltd. are popular and well
received by Bulgarian and foreign
users, but should not be forgotten that
the reputation is based on producing
products of appropriate quality,
quantity and at the appropriate time.

Reputation is very strong factor that
strengthens the business relationship,
it can only be built over time and is a
reflection of successful trade relations
and mutual trust between the two sides
- customer and manufacturer.
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