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BgedeHue. [nasHblli npuHYUn Kame-
20pUlIH020 MeHeOXMeHmMa — ynpassieHue
mosgapHoU kamezopuel Kak omoesbHoU
6u3Hec eOuHuyel. KamezopuliHbili MeHeo-
XMeHm Hanpasssem oeamesibHOCMb an-
meyYyHoU opeaHu3ayuu Ha coomeemcmaue
nompebumenbckum mpebosaHuam u npe-
docmassieHue nompebumenam  Makcu-
MaJlbHbIX 8bI200, KOMOpbIe BblPAXAOMCA
8 y/sIydweHHOM accopmumeHme, npussie-
KamesibHbIX UeHax, COKpawjeHuu cjy4aes
omcymcmeus  HeobxoOUMbIX Mo8sapos,
yNpoweHHOM npouyecce nokynku. B cma-
mee paccmampusaemca Cmpykmypa Ka-
me20puliHo20 MeHeOXXMeHmMAa u e20 poJib 8
MUHUMAJIbHOM anme4yHoM dccopmumeH-
me, KOMNJ1IeKC meopemuydecKux U Npakmu-
yecKUux 80NpoCo8, 3ampazusarwux 83au-
MOCBA3b NepeyHs XU3HeHHO Heobxo0UMbIX
U 8axHeUWUX JleKapCmeeHHbIX npenapd-
mo8 U MUHUMA/IbHO20 accopmumeHma
nlekapcmeeHHbix npenapamos. [Ipedso-
XKeH pAO0 HOBbIX 371eMeHmMOo8, OONOJIHAIO-
WUx KoHUenyuto KamezopuliHo20 MeHeo-
XMeHmMa, u coesaHbl coomsemcmayroujue
0606wWeHus. Lenoto uccnedosaHus 58/15-
JIOCb U3y4yeHue 8JIUAHUA KamezopulHo20
MeHeOXXMeHma HA Cmpykmypy 8 ynpas-
JIeHUU MUHUMAJ/IbHbIM AdCCOPpMUMEHMOM

Introduction. The main principle of the
category management is the management
of product category as a separate business
unit. Category management directs the ac-
tivities of the pharmaceutical organization
to meet the consumer requirements and to
provide customers with maximum benefits,
which are expressed in the improved assort-
ment, the attractive prices, the reduction of
cases of lack of necessary goods, the simpli-
fied purchase process. In article the structure
of the category management and its role in
the minimum pharmaceutical assortment, a
complex of the theoretical and practical is-
sues affecting interrelation of the list of vital
and essential medicines and the minimum
range of medicines are considered. A num-
ber of the new elements supplementing the
concept of category management is offered,
and the corresponding generalizations are
made. The objective of the research is to
study the influence of category manage-
ment on the structure in management of the
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JleKapCmeeHHbIX npenapamos anmeyHou
opzaHusayuu. Mamepuanel u memooel. B
npouyecce pewleHuUa NoCMaseHHbIX 3a0ay
6b1/1U UCNO/IL308AHbLI MEemMOObl MAPKeMUH-
208020 U 3KOHOMUKO-MAamemamu4eckoz2o
aHanusa. Pesaynemamel u o6cyxoeHue.
[pu nposedeHHOM HAMu aHasnu3e accop-
MUMeHMHO20 NepeyHA J1IeKapCmMeeHHbIX
npenapamos 019 MeOUYUHCKO20 npume-
HeHus, 0643amesibHo20 019 ANMeYHbIX
npednpuamudl 8cex ¢opm cobcmeeHHo-
cmu, 6bi710 8bIA8/IeHO, YMO OdHHbIU ac-
COpMUMeHMHbIU hepevyeHb NOCMpoeH Ha
OCHOBE CNUCKA XU3HEHHO HeobXxoO0UMbIX
U 8aXHeUWux J1eKapCmeeHHbIX npena-
pamos. Pe3ynemamesl Hawez2o0 aHasnau3a
0643amesibHo20 ACCOPMUMEHMHO20 ne-
peyHa C no3uyuu BHympeHHe20 Kamezo-
pUlHO20 MeHeOXXMeHmMa NoKasasau, 4mo
77.45% 3mo nekapcmeeHHble npenapamel
nepeyHsa XU3HEeHHO HeobXoO0UMbIX U 8aX-
HelWux J1eKapCmeeHHbIX Nnpenapamos;
46.08% npenapamel  b6e3peyenmypHo-
20 omnycka. Mcxoda u3 amoeo, cnedyem,
umo 0ocmoUiHyt, Nnpubbl/ibHYO UeHOBYHo
nosIUMUKY MOXHO secmu /luwb ¢ 22.55%
nepeyHs; paspabamelieame cmaHoapmeol
MepuyaHoatizuHea ¢ 46.05%. Kamezopuli-
Hbll MeHeOXXMeHmM 0dem 803MOXHOCMb
anmeyHoMy npeonpuaAMuUI YmMoYHUMb
CB80I0 KOHKYpEeHMHYI0 cmpameauto U cnaa-
HUpPOBAMb MeponpuUAMUA NO ynpassieHuto
accopmumeHmom. 3akntoyeHue. [lpeumy-
wecmesa om npuMeHeHUs Kame2opulHo20
MeHeOXMeHmMa 8 ynpasaeHuu MUHUMGA/1b-
HbIM  ACCOPMUMEHMOM  J1IeKapCMeeHHbIX
npenapamos anmey4Hol ope2aHu3ayuu
3aK/1I04AMCA 8 pocme pe3y/lbmamugHo-
cmu Meponpuamut No CMUMY/IUPOBAHUIO
CcNpocd, KOHKYpeHMOoCnoCOOHOM UYeHOOo-
6paszosaHuu, 3¢hpekmusHomy mepyeHOau-
3uH2y. OOHOU U3 OCHOBHbIX (hYHKYUU Ka-
me2opuliHo20 MeHeOXXMeHmMa Ae8/siaemcs
nosviweHue 3(pekmusHoCMuU B83aUMO-
Oelicmausa mexody oucmpubbstomopom (no-
CMaswukom, npouzgooumesiem) u anmeu-
Hou opeaHu3ayued.

Knroyesble cnoea: kamezopuliHell
MeHeOXMeHm, MUHUMAJbHbIU accopmu-
MeHm, nepeyeHb XU3HEHHO HEOOXO0OUMbIX
U saxHellWux JleKapCmeeHHbIX nhpenapa-
mos, anmeyHele opeaHusayuu, ABC-aHa-
nus, VEN-aHanus
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minimum assortment of medicines of the
pharmaceutical organization. Materials
and methods. In the course of the solution
of the set tasks, the methods of marketing
and economic-mathematical analysis were
used. Results and discussion. In the anal-
ysis of the assortment list of medicines for
medical application, which is obligatory for
the pharmaceutical enterprises of all forms
ofownership, it was revealed that this assort-
ment list is based on the List of Vital Essential
and Necessary (VEN) Drugs. The results of
the analysis of the obligatory assortment list
from the position of internal category man-
agement showed that 77.45% are medicines
of the list of VEN Drugs; 46.08% are medi-
cines of non-prescription dispensing. Pro-
ceeding from this it follows that the worthy,
profitable price policy can be conducted only
with 22.55% of the list; to develop standards
of merchandising with 46.05%. The catego-
ry management gives an opportunity to the
pharmaceutical organization to specify its
competitive strategy and to plan actions for
management of the range. Conclusion. Ad-
vantages of the application of the category
management in management of the mini-
mum range of medicines of the pharmaceu-
tical organization consist in the increase in
the effectiveness of measures to stimulate
demand, competitive pricing, and efficient
merchandising. One of the main functions
of the category management is to enhance
the effectiveness of the interaction between
the distributor (the supplier, the manufac-
turer) and the pharmaceutical organization.

Keywords: the category management,
the minimum assortment, the List of Vital
Essential and Necessary (VEN) Drugs, phar-
maceutical organizations, ABC-analysis,
VEN-analysis.
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BBenenue. OnHOMl M3 HOBBIX U IEp-
CHEKTUBHBIX YIIPABIECHUYECKUX TEXHOJIOTHH,
CMOCOOCTBYIOIIMX MOBBIIEHUIO 3P PEKTUB-
HOCTH PO3HUYHOTI'O alTeYHOrO OU3HEca, sB-
JsieTcs KareropuiHbli MeHepkMeHT (KM),
KOTOPBIM 00€CreYrBaeT HUX YCTOMYHBOE
MOJIOKEHUE Ha PhIHKE, KOHKYPEHTOCIOC00-
HOCTb M NPUOBUIBHOCTh KOMIIAHUH, U MaK-
CUMaJIbHOE YIOBJIETBOPEHHUE MOTPEOHOCTH
nokynaresns. B c¢Bs3u ¢ 3TuM, Becbma akTy-
aJbHBIM CTAHOBUTCS MIOAXO/] K ACCOPTUMEH-
Ty HE KaK K COBOKYITHOCTH TOBAPHBIX MO3U-
1I1H, a KaK K COBOKYITHOCTH ONPEJEIICHHbIX
KaTeropuii WM TOBApHBIX T'PYIII, MPEAIO-
Jaralimui pa3paboTKy MEpOnpHUsITHH, Ha-
IIPaBJICHHBIX HA MOBBILIEHUE MOKa3aTenei
MPUOBUTPHOCTH ¥ ONTUMU3AIIUN CTPYKTYPBI
acCOpPTHUMEHTa B PAMKax KOHKPETHOM TO-
BapHOI KaTeropuu.

Henbro umcciienoBaHus SBWIOCH U3-
y4YE€HHUE BIMSHHS KAaTErOPUMHOIO MEHEe.-
KMEHTA Ha CTPYKTYpYy B YIIPaBJICHUU MU-
HUMAaJbHBIM  ACCOPTHMMEHTOM  aNTEYHOU
OpraHu3aluu.

[lepen Hamu OCTaBIICHBI 33/1a4U:

1. W3yuyeHue NOHATHSA KaTErOPUHHOTO
MEHEKMEHTA;

2. OnpenenieHHEe METOJOB aHajau3a TO-
BAapHOI'O ACCOPTUMEHTA B paMKax KOHIIEM-
MU KaTETOPUHHOTO MEHEKMEHTA;

3. BeisBieHUE MyTel COBEPIIEHCTBOBA-
HUSI MUHUMAJIbHOTO acCCOPTUMEHTA JIeKap-
CTBEHHBIX MPENaparoB alTeYHON OpraHusa-
117078

MarepuaJjibl 1 METObI HCCJICTOBAHMS.
[Ipenmer uccnenoBaHusi — aCCOPTUMEHTHAS
MOJINTHUKA allTEYHON OpTraHU3alliu.

B mnponecce pemeHuss MOCTaBIEHHBIX
3a/1a4 ObUIN KCIIOJIb30BAHBI METO/IbI MapKe-
TUHTOBOTO U SKOHOMHMKO-MAaTE€MaTUYeCKOTrO
aHaau3a.

[Ipn paccMoOTpeHUM BIUSHUS KaTero-
PUIMHOIO MEHEI)KMEHTA Ha CTPYKTYypy MH-
HUMAaJIbHOTO AaCCOPTUMEHTa JIEKapCTBEH-
HBIX MpenaparoB anTEeYHOM OpraHu3alHu
OBLIIM TIPOBEJICHBI OCHOBHBIE aHAJIM3bI MPO-

Introduction. One of the new and prom-
1sing management technologies contributing
to the efficiency of the retail pharmacy busi-
ness is category management (CM), which
ensures their stable position in the market,
competitiveness and profitability of the com-
pany, and the maximum satisfaction of the
customer needs. In this regard, the approach
to the assortment not as a set of commodity
items, but as an aggregate of certain catego-
ries or commodity groups, involving the de-
velopment of measures aimed at improving
the profitability and optimizing the structure
of the assortment within a particular com-
modity category becomes very relevant.

The objective of the research is to
study the influence of category management
on the structure in management of the min-
imum assortment of medicines of the phar-
maceutical organization.

We have set the following tasks:

1. To study the concept of the category
management;

2. To define the methods for analyzing
the product range within the concept of the
category management;

3. To identify ways to improve the mini-
mum range of medicines of the pharmaceu-
tical organization.

Materials and methods. The subject of
the research is the assortment policy of the
pharmaceutical organization.

In the process of solving the set tasks, the
methods of marketing and economic-ma-
thematical analysis were used.

When considering the impact of catego-
ry management on the structure of the min-
imum assortment of medicines of the phar-
maceutical organization, there were carried
out the main analyzes of sales of the catego-
ry, such as ABC- and XYZ-analysis in one
of the private pharmacy chains.
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nax kareropuun: ABC- u XY Z-ananu3 B of1-
HOM M3 YaCTHBIX alTEYHBIX CETEH.
Pe3yabTarsl 1 ux o0cy:xkaenue. Panu-
OHAJIbHOE yIPAaBJIEHUE aCCOPTUMEHTOM IIO
TOBapHBbIM KaTEropusiM anTeYyHONl OpraHu-
3anMM oOecreurBaeT KaTeropuiHbI Me-
HepkMeHT (KM), kotopblit mpeamnosnaraer
paslieJIeHrne BCEro acCOPTUMEHTA Ha TOBap-
HbI€ KaTeropuud B COOTBETCTBUHU C OOIIIe-
MPUHATBHIMU TPYIIIaMH U BUJIaMHU TOBAPOB.
Kareropuniinblii MEHEKMEHT, OIUPASICh HA
NOTPEOHOCTH MOKYNAaTessl M1 OTBETCTBEH-
HOCTh OJTHOTO COTpYAHHMKa OpraHu3aluH,
OTBEYAET 3a BECh LUKJI JABUKEHUS KaTEro-
pUU: OT 3aKyIIKM TOBapa A0 €ro MpoJaxu
[1]. Beioenenue kareropuii B aCCOPTUMEH-
T€ aNTeYHOW OpraHMU3aIi CIOCOOHO TMpH-
HECTU JONOJIHUTEIbHBIA IKOHOMUYECKUN
addexT npu peanuzanuiu, MO3BOISET YUU-
THIBaTb MAaKCHUMaJIbHOE YHCIO (PAKTOPOB,
BIUSIOIIMX Ha pealu3alio TOBAapoB, Ja-
IOIIMX BO3MOXHOCTbh JJOCTUYB JIYUIIUX pe-
3yJIBTaTOB B pabore [2].
ens BHenpenuss KM — noctmxeHue
3¢ (}EeKTUBHOCTH B Tpoliecce B3auMOJeH-
CTBUSL BceX (yHKUUN (apMareBTHUECKON
KOMIIaHWU TPUMEHUTENBHO K TOBapY, OINTH-
MU3alusl B3aUMOJCHCTBUSA MEXKIy IPOU3-
BOJIUTENEM (TIOCTABIIMKOM) U PUTEHIEPOM
(mpoBu30p, (papmaieBT, KOHCYJIBTAHT).
Cnenyetr oTmeTuTh, 4TO IS dDPek-
TUBHOro BHeapeHuss KM anrtednoil opra-
HU3alUU HEOOXOAMMO CTPYKTYpHUPOBAHHE
aCCOPTUMEHTA C IIOMOLIbIO MOCTPOCHHUS
TOBApHOTO KJlaccu(ukaropa, KOTOpBIA pas-
JIeJIsIeT BEChb TOBap Ha YPOBHM: KIIACCHI,
TOBapHbIC T'PYIIbI U TOBAPHBIE KATETOPHUHU.
[Tpu >TOM TOBaphl Ha KAXKJIOM YPOBHE 00B-
€AUHSIOTCS B KJIACC, KATETOPUIO WJIU MO3U-
IIUIO 110 OOIIMM MPU3HAKAM WIJIH CBOMCTBAM.
ToBapHbI aCCOPTUMEHT aNTEYHOU Op-
TaHU3aIUU XapaKTEPU3yeTCs IUPOTOH - KO-
JUYECTBOM TOBAapHBIX KaTEropui, a Takxke
TyOMHOW — KOJIMYECTBOM TMO3WIUN B Ka-
01 TOBapHOU Kareropud (puc. 1, 2).
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Results and discussion. Rational man-
agement of the assortment by commodity
categories of the pharmaceutical organi-
zation provides the category management
(CM), which involves the division of the
entire assortment into commodity catego-
ries according to the standard groups and
types of goods. The category management,
relying on the needs of the consumer or the
responsibility of one employee of the orga-
nization, is responsible for the entire motion
cycle of the category: from the purchase of
goods to its sale [1]. The selection of cate-
gories in the assortment of the pharmaceu-
tical organization can bring an additional
economic effect at realization, allows you
to take into account the maximum number
of factors affecting the sale of goods, giving
the opportunity to achieve better results in
the work [2].

The purpose of the category manage-
ment implementation is to achieve effi-
ciency in the process of interaction of all
functions of the pharmaceutical company in
relation to the goods, optimization of inter-
action between the producer (supplier) and
the retailer (pharmacist, consultant).

It should be noted that for the effective
implementation of the category manage-
ment of the pharmaceutical organization it
is necessary to structure the assortment by
building a commodity classifier that divides
all the goods into levels: classes, product
groups and product categories. At the same
time, goods at each level are combined into
a class, category or position by common
characteristics or properties.

The product range of the pharmaceuti-
cal organization is characterized by width
— amount of product categories, as well as
depth — the number of positions in each
product category (Fig. 1, 2).
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LUnpokunin accopTumeHT /
Broad assortment

Y3Knih acCoOpTUMEHT /
Narrow assortment

O6wmnn accopTUMeEHT /
Total range

ToapHas rpynna /
Product group

O6wmn accopTUMeEHT /
Total range

ABC

Pucynok 1 — lllupoma accopmumenma
Figure 1 — The range width

my6okui accopTUMeEHT /
Deep assortment

Y3Knin acCopTUMEHT /
Narrow assortment

O6wwnn accopTmeHT /
Total range

TosapHas rpynna / /‘\

O6wwnn accopTmeHT /
Total range

A/A B/B B/C

12345678 910 «— Bua/Type —> 1 2 3

ﬂe)K3MK(_COpT/Grade —>

absr abs
abcdefghik abc

Pucynok 2 — I'nyouna accopmumenma
Figure 2 — The range depth

B kaxnou anteyHoM OpraHu3aluu pas-
pabarbIBacTCsl CBOE pa3/ielieHHe Ha KaTero-
pur. DTO MOTYT OBITh BO3PACTHBIE KaTero-
pUH, CE30HHOE PA3IAEICHUE U T.11.

Hapsity ¢ BeIpaOoTaHHBIM JI€JICHUEM, Mbl
CUMTAEM, PallMOHAIbHBIM BbIJCIICHUE KaTe-

Each pharmaceutical organization de-
velops its own division into categories. It
could be age categories, seasonal separa-
tion, etc.

Along with the elaborated division, we
consider, it is rational to single out the cate-
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ropun — «O0s13aTebHBIN ACCOPTUMEHT, T10
CJIEIYIOIINM BaXKHEHIITUM TPUUHHAM:

1) KOHTpPOJIIb TOJHOTO HaMWuus 00s3a-
TEJIbHOT'O aCCOPTUMEHTA;

2) aHaJIK3 TPOJAK;

3) mIaHUpOBaHUE TOBAPHOIO 3amaca
JTAHHOM KaTeropuu;

4) ompezeneHUe PaMOHAIBHONW IIEHO-
BOM MOJIMTHKU [3].

B mpouiecce Hamiero uccinenoBaHusi, Mbl
noJipoOHee OCTAaHOBUJIMCH HA OJIHOM U3 BU-
JIOB TOBapPHOM KATETOPUU KAaK MUHUMAJIbHBIN
acCOpTUMEHT. B cooTBeTcTBUU C 1. 6 CT. 55
®enepanbHoro 3akoHa ot 12.04.2010 rona
Ne 61-®3 «O6 oOpaiieHun JeKapcTBEH-
HBbIX CpEJCTB» alTE€YHbIe OpPraHU3alHUU U
WHJIMBUIyaJbHbIE TPEANPUHUMATENN, UME-
IOIHME JIMIEH3UI0 Ha (apMaleBTUUECKYHO
NeSITENbHOCTh,  00s13aHbl  00ecreynBarhb
yTBepkAcHHBIM [IpaBurensctBom PO u
dbopMHpyeMBbIil B YCTAaHOBJIEHHOM WM IIO-
psAIKE MUHUMAJIbHBIN aCCOPTUMEHT JIeKap-
CTBEHHBIX TPENaparoB, HEOOXOAUMBIX IS
OKa3aHusI MEIUIMHCKON ToMoIy. MUuHU-
MaJbHBIN MepeueHb pa3zpadareiBaeTCs C 11e-
JbI0 00ECTIeUueHUsT BO3MOXKHOCTH JIOCTyTa
MaIMEeHTOB K HanboJiee BOCTPeOOBAHHBIM U
HEOOXOIUMBIM JIJIs1 OKa3aHHs METUIIUHCKOM
MOMOIIM JIEKAPCTBEHHBIM Iperaparam, Ha-
JUYUE KOTOPBIX 00SI3aTEIBHO B alTEYHBIX
opranuzanusx [4].

C 1 mapra 2016 rona BCTynMIIO B CHITY
pacnopsikenue IIpaButensctBa PO ot 26
nekabpst 2015 roma Ne 2724-p, B KoTOpOM
YTBEPKIEHBI: TIEPEYCHb >KHU3HEHHO HEOO-
XOAUMBIX U BaXKHEUIIMX JIE€KAPCTBEHHBIX
IpenaparoB JUisi MEAUIMHCKOTO MpHUMEHE-
Hus Ha 2016 roxm, a Tak)ke MHUHHUMAaJIbHBIN
ACCOPTUMEHT JICKAPCTBEHHBIX MPENaparos,
HEOOXOUMBIX JIJIsl OKa3aHUsl MEIUIIMHCKOM
MOMOILIIH.

[Ipu npoBeIeHHOM HaMU aHaIU3€ CYIIle-
CTBYIOLIErO Ha JTaHHBII MOMEHT aCCOPTH-
MeHTHOTO nepeuns JIII s MmenummHckoro
MpPUMEHEHHUsI, 00s3aTeIbHOTO [IJisl anTey-
HBIX TpeAnpusITHil BceX (GopM coOCTBEH-
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gory — «The obligatory assortmenty, for the
following most important reasons:

1) control of the full availability of the
mandatory assortment;

2) analysis of sales;

3) planning of the inventory of goods for
this category;

4) definition of a rational price policy
[3].

In the course of our research, we elaborat-
ed on one of the types of product categories
as the minimum range. In accordance with p.
6 of Art. 55 of the Federal Law of 12.04.2010
Ne61-FZ «About circulation of medicinesy,
pharmaceutical organizations and individu-
al entrepreneurs licensed for pharmaceutical
activities are obliged to provide the mini-
mum assortment of medicines approved by
the Government of the Russian Federation
and established in accordance with the pro-
cedure established by it for the delivery of
medical care. A minimum list is being de-
veloped with the aim of providing patients
with access to the most popular and neces-
sary medicines for the delivery of medical
care, the availability of which is mandatory
in pharmaceutical organizations [4].

The order of the Government of the
Russian Federation of December 26, 2015
Ne2724-r came into force on March 1, 2016
and approved the List of Vital Essential and
Necessary (VEN) Drugs for medical use for
the 2016 year, as well as the minimum range
of medicines required to provide medical
care.

In the analysis of the currently existing
assortment list of drugs for medical use,
obligatory for the pharmaceutical enterpris-
es of all forms of ownership, it was found
that it is coordinated with the list of Vital
Essential and Necessary (VEN) Drugs in
many respects. A coincidence was found on
79 items out of 102 (dosage forms of the
medicines included in the list were consid-
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HOCTH, OBUIO BBISIBIEHO, YTO OH BO MHOTOM
cornacyerca ¢ nepeunem JKHBJIIL. Breisis-
JIEHO coBIIazieHue 1mo 79 nmoszurmsam us 102
(paccmarpuBaKCh JIEKApCTBEHHBIE (POPMBI
MpenaparoB, BOLIEANIUX B MEPEUCHb), YTO
cocraBisier 77.45% — 0ornee MOJOBUHBI
cnucka. Mcxozst ux 3Toro cliefyer, uTo JaH-
HBI ACCOPTUMEHTHBIN MepeueHb MOCTPOCH
Ha ocHoBe cniucka JKHBJIII [5]. OtoT nepe-
yeHs JII1 chopmupoBan ¢ yuerom ciemnyro-
IIUX KPUTEPHUECB:

—3a00JIeBaHNE U €TO COIMAJIbHAS 3HAYU-
MOCTb;

— 3¢ dexruBnocts JIII;

—nena JIIT;

— CTpaHa-IPOU3BOIUTEIb.

Hecmotpst Ha TO, 4TO 00s13aTeIBHBIN ac-
COPTUMEHTHBIN NIEpPEUEHb UMEET Psif] IPEeu-
MYUIECTB, B CPABHEHUU CO CBOUMH ITpEIiIe-
CTBEHHHKAaMHU (3HAYUTEIBHOE COKpAallleHUE
MEPEeYHs TO3BOJIMIO YOpaTh HedpeKTHB-
Hbele U ycrapesuue JIII), umerorcs cneny-
IOIIIME HEJIOCTATKU — BKIIFOUEHHUE OOJIBIIIOTrO
KOJIMYECTBA JIEKAPCTBEHHBIX (POPM OJIHOTO
npenapara, TpyIHOCTh B mpuoOpeTeHun. Ha
HaIlll B3MJISAJl, B COCTABJIICHUU O0sI3aTEIIbHO-
ro crnucka JIII, pemaroniyto posb T0JKHBI
UTpaTh CTAHNIAPTHI JICUCHUSI, Oa3upyIoIIre-
csl Ha 3aTpatHo-3dexTruBHOM oTOOpE JIIT,
MO3BOJISIIOIIEM CIEaTh pallMOHAIbHBIN BbI-
0op mpenapara U COKpaTuTh pacxoibl. MH-
CTPYMEHTOM, MO3BOJISIOIINM 3TO CHEJaTh,
SBIIETCS (papMaKOIKOHOMHUECKUI aHAIH3.
NmeHHOo Ha TakoM Hay4YHOM MOJIXOAE JT0JIK-
HO Oa3upoBarbcs (QopMHpOBaHHE O00s3a-
TEJIBLHOTO NepeyHs [6].

Eme oaHo HeManoBa)xxHOE MpeUMyIile-
CTBO COBPEMEHHOTO O00s3aTeJIbHOTO IIe-
pEUHSI ATO OTCYTCTBUE KOJIMYECTBEHHOIO
PEryIMpPOBAHUS, UYTO MO3BOJISIET KaXIOMY
anTEYHOMY IPEANPUATHIO CAMOCTOSITEIBHO
MPOCUYUTHIBaTh HeoOxonumbli 3amac JIII, ¢
Y4eTOM CIeUUu(PUKN TPEIIPUITHS, MECTO-
pacroNioKeHUEM, MOKYNaTeIbCKON ayuTo-
puu U OocoOeHHOCTeH (PUHAHCOBO-XO3SH-
CTBEHHOM JeATEIILHOCTH [7].

[To ycnoBusim ormycka JIIT oGsi3arens-

ered), which is 77.45% — more than a half
of the list. From this perspective it follows
that this assortment list is built on the basis
of the VEN list [5]. This list of medicines
is formed taking into account the following
criteria:

— the disease and its social significance;

— the effectiveness of the medicine;

— the price of the medicine;

— the manufacturing country.

Despite the fact that the obligatory assort-
ment list has a number of advantages in com-
parison with its predecessors (a significant
reduction in the list allowed to remove in-
effective and outdated medicines), there are
the following disadvantages — the inclusion
of a large number of dosage forms of one
medicine, the difficulty in acquisition. In our
opinion, in the compilation of the obligatory
assortment list, the treatment standards based
on cost-effective selection of medicines al-
lowing to make a rational choice of medicine
and to reduce expenses should play a crucial
role. The tool which allows to do this is a
pharmacoeconomic analysis. Formation of
the obligatory list has to be based on such
scientific approach [6].

Another important advantage of the cur-
rent obligatory list is the lack of quantitative
regulation, which allows each pharmaceu-
tical company to independently calculate
the necessary stock of medicines, taking
into account the specifics of the enterprise,
the location, the customer audience and the
specifics of financial and economic activi-
ties [7].

According to the terms of the release of
medicines from the obligatory assortment
minimum from the pharmaceutical organi-
zation:

— 46.08% of medicines are subject to
over-the-counter release (47 items out of
102);
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HOIO0 aCCOPTUMEHTHOTO MUHUMYMa U3 all-
TEYHON OPTraHU3aAIUU:

— 46.08% JIIT moanexar Oe3peuentyp-
HOMY OTHycKy (47 no3uuuii u3z 102);

—53.92% JIII ornmyckaroTcs 1o peenty
Bpaua;

[To mapameTpy cTpaHbl IPOU3BOIAUTEIIS,
17 mo3uuuii 00s3aTeIbHOIO0 aCCOPTUMEHTA
HE MPOU3BOJATCA Ha TeppuTopun Poccuii-
CKOM deneparuu.

KM nonpaznensercs Ha BHEIIHUM U BHY-
TpeHHUI. BHemnuil 6onee TecHO CBs3aH
MEX/1y ITOCTABLIMKOM U allTEKOM, BIUIOTh 11O
MaKCHMAaJIbHBIX ITOJIHOMOYMI MOCTaBIIMKA
B BOIIPOCE YINpPaBJIEHUS COOTBETCTBYIOIICH
KaTeropuer B TOW WM UHOW CETEBOU PO3-
HHUIIE — KOMIUIEKCHBIN MEPYaHIAN3HHT, KOH-
TPOJIb TOBAapPHBIX 3aMacOB M KOOPAMHALIMU
JIOTUCTUYECKUX onepanuid. Bo BHyTpeHHEM
KM 3a ocHOBy Oepercs pecTpyKTypu3aius
BHYTPEHHHUX OM3HEC-IPOLECCOB B Ccamoi
anTeyHOW CeTH, MPHU KOTOPOM creruaib-
HbI€ KaTEerOPUKUHBIE MEHEIKEPbl OTBEYAIOT
3a 000pOT U peHTA0ETHLHOCTD 0 CBOUM Ka-
TEropusiM, T.€. 3a MOJIHYIO JIOTUCTHYECKYIO
LENOYKY IPOXOXkKAeHMs ToBapa [1].

Pe3ynbrarsl Halero aHaan3a o0si3aTelb-
HOT'O aCCOPTUMEHTHOTO MEePEYHsI C MO3UIINH
BHyTpeHHero KM mnokazanu, yto 77.45%
ato JIIT nepeunsa XKHBJIIIL; 46.08% npena-
partbl 6e3perenTypHoro ormycka. cxons us3
3TOTO CIENYET, YTO JOCTONHYIO, TPUOBLIb-
HYI0 II€HOBYIO IIOJIUTUKY MOXHO BECTH
muiib ¢ 22.55% mnepeunsi; pazpabarbiBaTh
cTaHaapTel MepuaHgaizunra ¢ 46.05%.

Crnenyet yuutsiBath, uto JII1 00s3arens-
HOTO TEPEYHs, BXOJIAT B APYTHUE KaTEropuu
ACCOPTUMEHTA, CIJIE0BATEIbHO, MEpYaH-
JAU3UHT HE00X0AMMO 0oJiee paluoHaAIIBHO
pa3pabarbIBaTh BO B3aMMOCHCTBUU C ITH-
MU KaTeropus.

B Hamem ucciiejoBaHuM Mbl paccMaTpHu-
Bajin Kareropuro «O0s3aTeNbHBIN acCOPTH-
MEHT» B CJIEAYIOUIeH KIIaCCU(PUKALIH:

1. IlpenapaTsl NpeMMYIIECTBEHHO Ce-
30HHOTO CIIpoca
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— 53.92% of medicines are released on
prescription.

According to the parameter of the manu-
facturing country, 17 positions of the oblig-
atory assortment are not produced on the
territory of the Russian Federation.

The category management is divided into
external and internal. The external is more
closely connected between the supplier and
the pharmacy, up to the maximum powers
of the supplier in the management of the
appropriate category in a particular retail
chain — integrated merchandising, inventory
control and coordination of logistics opera-
tions. In the internal category management
the restructuring of internal business pro-
cesses in the pharmacy network, in which
special category managers are responsible
for turnover and profitability in their cate-
gories, i.e. for a complete logistic chain of
passage of goods, is taken as a basis [1].

The results of the analysis of the oblig-
atory assortment list from the position of
internal category management showed that
77.45% are medicines of the list of VEN
Drugs; 46.08% are medicines of non-pre-
scription dispensing. Proceeding from this
it follows that the worthy, profitable price
policy can be conducted only with 22.55%
of the list; to develop standards of merchan-
dising with 46.05%.

It should be taken into account that med-
icines of the obligatory list are included in
other categories of assortment, therefore,
merchandising should be more rationally
developed in cooperation with these cate-
gories.

In the research the category «The oblig-
atory assortment» was considered in the fol-
lowing classification:

1. The medicines of mainly seasonal de-
mand

1.1. Spring and summer;
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1.1. BeceHne-JIeTHETO;

1.2. OceHHe-3UMHETO.

2. Ilpenaparbl BHECE30HHOTO CIpoca
(nnmst medyeHuss HamOoJee paclpoOCTpaHEH-
HBIX XpOHUYECKUX 3a00JI€BaHUN).

Ha nam B3mis, nanHas kiaaccudukanus,
panuoHanbHa IS cpaBHeHUs npojax c JIII
HE OTHOCSIIUMUCA K MEPEYHI0, HO OTHOCS-
IIUXCSl K CE30HHBIM MpernaparaM 1 mpemnapa-
TaM JIsl JISUeHUsT HanboJiee pacipoCcTpaHeH-
HBIX XPOHUYECKHUX 3a00JI€BaHUM.

Jlisg aHanu3za Mpojax IO BbIOPaHHOM
Hamu Kareropuu Obu1 npoBeneH ABC-ana-
JU3 MO MOAPA3JEICHUIO alTeYHOro Ipe.-
npusitusg. ABC-ananu3 npoBoawics ¢ uc-
MOJIb30BaHUEM CITIEIIUATILHOM MPOTPaMMBI C
MOMOIIIbI0 METO/Ia CYMMBbI, KOTOPBIM Tpei-
ToJiaraeT BhIICJICHHUE TPYIII IO CYMME JI0JH
oonekToB ([10) u Bkiana B pesynsrar (BP):
rpanuna rpymn A u B Oynetr HaxoauThes B
touke, riae cymma JIOA u BPA Oynet paBHa
100%; a rpanuna rpynn B u C — rne cym-
ma J10OB u BPB Oyner paBna 145%. Ananus
MPOBOJIUJICS TIO JABYM MapameTpaM — «IpH-
OBUTBHOCTB» U «CIIPOCH

[To mapameTpy «IpUOBLILHOCTHY HaMHU
OBLTN TIOJIYYEHBI CIIeTyIoNne JaHHbIe [8]:

I'pynma A: 29.6% paccmarpuBaeMoro
accopTuMmeHTa, naromux 69.4% mnpubsuin
BCEH paccMarpuBaeMoOi KaTeropuu;

I'pynma B: 26.3% paccmarpuBaeMoro
accoptTumenTa, naromux 19.3% mnpubsuim
BCEH paccMarpuBaeMoOil KaTeropyu;

I'pynma C: 44.1% paccmarpuBaeMoro
accoptumenTa, naroomux 11.4% mnpubbuim
BCEH paccMarpuBaeMoOi KaTeropyu;

I'pynma X: 1.2% paccmarpuBaeMoro ac-
COPTUMEHTA, HE MMPUHOCSIIIAs MPUOBLIH.

[To mapametpy «cmpoc» ObLIN MOTyue-
HBI CJIEAYIOIIKE TaHHbIe [9]:

I'pynma A: 22.6% paccmaTpuBaeMoro
acCOpTUMEHTA, cocTaBistomux 76.9% o06-
IIETo CIpoca Ha KaTeropuio 3a KBapTall.

I'pynma B: 30.1% paccmarpuBaeMoro
accopTUMeHTa, coctaBisitomux 15.4% o6-
IIETo CIpoca Ha KaTeropuio 3a KBapTall.

1.2. Autumn-winter.

2. The medicines of off-season demand
(for the treatment of the most widespread
chronic diseases).

In our opinion, this classification is ratio-
nal for comparison of sales with medicines
not belonging to the list, but relating to sea-
sonal drugs and drugs for the treatment of
the most widespread chronic diseases.

For the analysis of sales according to
the chosen categories there was carried out
ABC-analysis for the division of a phar-
maceutical company. ABC — the analysis
was conducted using a special program by
means of the sum method, which involves
the allocation of groups by the sum of the
percentage of objects (PO) and the contri-
bution to the result (CR): the boundaries of
groups A and B will be at the point where
the sum of POA and CRA is 100 %; and the
boundary of the groups B and C is where
the sum of the POB and CRB 1s 145%. The
analysis was conducted on two parameters:
«profitability» and «demandy.

By the parameter «profitability» we ob-
tained the following data [8]:

Group A: 29.6% of the considered range,
giving 69.4% of the profit of the whole cate-
gory under consideration;

Group B: 26.3% of the considered range,
giving 19.3% of the profit of the whole cate-
gory under consideration;

Group C: 44.1% of the considered range,
giving 11.4% of the profit of the whole cate-
gory under consideration;

Group X: 1.2% of the considered range
— not profitable.

On the «demand» parameter, the follow-
ing data were obtained [9]:

Group A: 22.6% of the considered range,
representing 76.9% of the total demand for
the category for the quarter.

Group B: 30.1% of the considered range,
representing 15.4% of the total demand for
the category for the quarter.
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I'pynna C: 47.3% paccmarpuBaeMoro
acCoOpTUMEHTa, cocTaBisiromux 7.7% o00-
IIETr0 CIpoca Ha KaTerOpHIo 3a KBapTall.

I'pynma X: 1.2% paccmarpuBaeMoro ac-
COPTUMEHTA, CIIPOC Ha KOTOPBIM B TEUCHHUE
KBapTaJia OTCyTCTBOBAJ.

CoBMecTuB, MOJTYyYECHHbIC IAaHHbIC HAMU
BBIJICJICHBI MO3UIIMH, OTHOCSIIHMECS IO Ta-
paMeTpaM «IPUOBUTBHOCTB» U «CIPOC» K
rpynmne A.

B pe3ynbrare mpoBeIeHHOr0O HaMU aHa-
nu3a kareropun «OO0s3aTeNbHBIA aCCOPTHU-
MEHT», ObUIM pa3pabOTaHbl CIIETYIOLINE
pEKOMEHJAIMU IO KOPPEKTUPOBKE acCop-
TUMEHTHOU MOJINTUKU:

1. KoppekTupoBka 3aKymnoK 0 acCOpTH-
MEHTHBIM MO3UIUSIM, OTHO CAIIIMXCS 10 TIPO-
BesieHHOMY ABC-ananu3y k rpymrme «X», u
BBIBEJICHHE KOTOPBIX M3 aCCOPTUMEHTa HE
MPUBEJIET K TIOTEpE 1EI0M MO3UILIMH 00s13a-
TEJILHOTO NIEPEUHS.

2. Pacuer HecHM)kKaeMOro TOBAPHOIO
3arnaca acCOPTUMEHTHBIX MO3ULIMK TpymIl
«A», Bo m30exaHWe BO3HMKHOBEHHS OT-
Ka30B. PacueT HeoOXOaUMO MPOBOIUTH C
y4eToM 000paunBaeMOCTH M YXOAUMOCTH
TOBapHOHN enuHUIBl 3a nepuoa. Haubonee
ONTUMAJbHBIM SIBIIIETCS PacyeT Mo CEe30H-
HBIM MIEPUOJIaM.

3. AHanu3 KOHKYpPEHTOB IO LIEHOBOM,
ACCOPTUMEHTHOM TOJIUTUKE, MPOBEIACHUS
MIPOTPAMM JIOSIIBHOCTH KJIIMEHTOB, BBISIBIIC-
HUE KOHKYPEHTHBIX MPEUMYIIECTB U HEJO-
CTaTKOB.

JI1st OUEHKH CTaOWUIBHOCTU TPOTHO3MU-
POBaHUA MPOJAXK MO JAHHOM MOJKATErOpUun
nposeneH XY Z-aHanus.

Hamu ObutH TTONTyYeHBI CIEAYOITUE pe-
3yJIbTAThI:

— AaCCOPTUMEHTHBIC MO3UIUKU TPYIIIIbI
«X» cocraBmin 4.6% OT paccmMaTpuBaeMo-
IO acCOPTUMEHTAa U MMEJIH OTKJIOHEHHUS B
cTabuibHOCTH TIpojax He 6omnee 10%;

— ACCOPTUMEHTHBIE MO3UIUU TPYIIIbI
«XX» coctaBmiu 29.1% ot paccmarpuBae-
MOTI'0 aCCOPTUMEHTA U UMEJIU OTKJIOHCHUS B
CTaOMILHOCTH TIpoJiaXx He Oomee 25%;
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Group C: 47.3% of the considered range,
representing 7.7% of the total demand for
the category for the quarter.

Group X: 1.2% of the considered range,
the demand for which was absent during the
quarter.

Having combined the obtained data, we
identified the positions relating to the pa-
rameters «profitability» and «demand» for
group A.

As a result of our analysis of the cate-
gory «The obligatory assortment», the fol-
lowing recommendations for adjusting the
assortment policy were developed:

1. The adjustment of purchases on as-
sortment items related by the conducted
ABC-analysis to the group «X», and the
removal of which from the assortment will
not lead to the loss of the whole position of
the obligatory list.

2. The calculation of the irreducible
stock of the assortment positions of groups
«A» to avoid the occurrence of failures. The
calculation must be carried out taking into
account the turnover and the disappearance
of the commodity unit for the period. The
most optimal is the calculation for seasonal
periods.

3. The analysis of competitors on the
price, assortment policy, carrying out of
customer loyalty programs, identification of
competitive advantages and lacks.

To assess the stability of sales forecast-
ing for this subcategory, XY Z-analysis was
performed.

We obtained the following results:

— the assortment positions of the group
«X» accounted for 4.6% of the considered
range and had deviations in the stability of
sales of no more than 10%;

— the assortment positions of the group
«XX» accounted for 29.1% of the consid-
ered range and had deviations in the stabili-
ty of sales of no more than 25%;
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— ACCOPTUMEHTHBIE TMO3UIMU TPYIIIbI
«Y» cocraBuiu 44.0% oT paccmarpuBae-
MOT'0 aCCOPTUMEHTA U MMEJId OTKJIOHEHMS
B CTAOMJIBHOCTHU TIpoaax He 6omee 50%;

— ACCOPTUMEHTHBIE TO3UIUU TPYIIIbI
«Z» cocraBuu 17.1% ot paccmarpuBae-
MOT'0 aCCOPTUMEHTA U UMEJI OTKJIOHEHHS
B cTa0unbHOCTH nposax He 6onee 100%;

— aCCOPTUMEHTHBIE TO3UIUU TPYIIIIbI
«ZZ» cocraBumu 5.1% oT paccmarpuBae-
MOI'O aCCOPTUMEHTA U MMEIH OTKJIOHEHUS
B cTabunbHOCTH nponax 6onee 100%.

ABC-ananu3 jgaetr HaM OIICHKY BKJIa-
Jla Ka)XJ0ro JIEKApCTBEHHOrO Iperapara B
CTPYKTYpYy COBITa anTEeYHOW OpraHU3alluH,
a XY Z-ananu3 1aetT BO3MOKHOCTD OLIEHUTD
ckauyku 3toro cobita. ABC- u XYZ-ananus
MPEBOCXOAHO JOMOJHSAIOT APYT Apyra, Ja-
Basi OIEHKY CTA0WJIBHOCTU MPOTHO3UPOBA-
HUS TPOJIaXK MO PacCMOTPEHHOM MOJKaTe-
TOpHHU.

KM naer BO3MOXHOCTH anTEYHOMY
MNPEANPUITUIO YTOUHUTh CBOIO KOHKYPEHT-
HYIO CTPATEruio U CIJIAHUPOBATH MEPOIIPH-
STHS TIO YIIPABJIEHUIO ACCOPTUMEHTOM.

Taxum 006pazom, TOBBIIAIOTCS MPOJIAKHT
Y TIpUOBLIb B KaXKJOW KAaTeTOpWHU, CHUKA-
IOTCSI KOJIMYECTBA HEIMKBUAHBIX U Majoo-
OOpauynBaeMbIX IMO3HIINA, ONTUMHUZHPYIOT-
Cs TOBapHBIC 3aMachl.

B anamu3upyemMom Hamu mnopapasnene-
HUU — OT/eJIa alTeKu OJIHOM W3 YaCTHBIX
anTeyHbix cereit 3a 2015 rox u3 243 accop-
TUMEHTHBIX TO3uIMi Kateropun «O0si3a-
TEJIbHBIA ACCOPTHUMEHTHBIN IEepeueHb» 95
MPEACTaBICHbl OTEYECTBEHHBIMU IPOU3-
BOJUTEIIMH, 4TO cocTaBisieT 39.09%. U3
4ero Clie[lyeT, 4YTo y morpebureneil u Bpa-
Yell JJOCTATOYHO BBICOKA MPUBA3AHHOCTH K
uMmnoptHeiM JIII, B crily pekiamsbl, HEIO-
BEpHUsl OTEUECTBEHHBIM MPOU3BOIUTEISAM U
HEO0OBICHUMOTO (hakTa OosIee BHICOKOH d-
(EeKTUBHOCTH MHOCTPAHHOIO Mpenapara B
CpaBHEHHMH C OT€YECTBEHHBIM aHajiorom. B
CBSI3U C ATUM, [IOMUMO PACIIMPEHUS U Ha-
pamuBaHusi 00bEMOB ITPOU3BOJICTBA HA TEP-

— the assortment positions of the group
«Y» accounted for 44.0% of the considered
range and had deviations in the stability of
sales of no more than 50%;

— the assortment positions of the group
«Z» accounted for 17.1% of the considered
range and had deviations in the stability of
sales of no more than 100%;

— the assortment positions of the group
«ZZ» accounted for 5.1% of the considered
range and had deviations in the stability of
sales of more than 100%.

ABC-analysis gives an assessment of
the contribution of each medicine to the
structure of sales of the pharmaceutical or-
ganization, and XYZ-analysis provides an
opportunity to evaluate the jumps in this
sales. ABC- and XYZ-analysis perfectly
complement each other, giving an estimate
of the stability of forecasting sales accord-
ing to the considered subcategory.

The category management gives the
pharmaceutical company the opportunity to
refine its competitive strategy and plan ac-
tivities to manage the range.

Thus, sales and profits in each catego-
ry are increased, the number of illiquid and
low-turnover positions is reduced, com-
modity stocks are optimized.

In the division we have analyzed — the
pharmaceutical department of one of the
private pharmaceutical chains for the 2015
year, from 243 assortment items of the cat-
egory «The obligatory assortment listy 95
are represented by domestic manufacturers
— that is 39.09%. It means that consumers
and doctors have a high affinity for import-
ed medicines, due to advertising, mistrust
to domestic producers and the inexplicable
fact of a higher effectiveness of a foreign
drug in comparison with the domestic ana-
logue. In this regard, in addition to expand-
ing and increasing production volumes on
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puropuu Poccuiickon @enepauuu rocynap-
CTBY HEOOXOAMMO ITPOBOIUTH MEPOTIPUATHS
[0 TOBBIILICHUIO ABTOPUTETA M KauyecTBa
IPOAYKIMHM OTEYECTBEHHBIX IPOU3BOJUTE-
neit [11].

[Ipu paccmoTpeHMM BIMSHUS —Kare-
TOPUMHOTO MEHEIKMEHTAa Ha CTPYKTypy
MUHHMalbHOTO accoptumenTa JIIT Opum
IIPOBE/ICHBI TPU OCHOBHBIX aHaju3a Ipo-
JaXk Kareropuu: ponesBoil anains, ABC- u
XY Z-ananus.

B xoxe mpoBeneHus poneBoro aHainsa
kareropuu JIC, npenycMmarpuBaroniero je-
JIEHWE TOBapa KAaTEerOpUU IO POJISIM B 3a-
BUCHUMOCTH OT TOBapoOOOPOTa U TOPTrOBOI
HAIlEHKU, OBIJIO OMpPEIeJICHO TOJIBKO YeThI-
pe pomu («I'eneparop moroka», «leHepa-
TOp HAJIMYHOCTH», «['eHeparop mpuObLIN»,
«Co3znarenb UMUJIKA») U3 HATH OCHOBHBIX.
ACCOPTUMEHTHBIX MO3ULUN, OTHOCSAIIUXCS
K pOJid «3alUTHUK» HE OBLIO BBISBICHO.

CrnenoBarenbHO, HENb3d TOBOPUTH O
IIOJIHOW  «YCTOMYMBOCTH», <«JAOCTaTO4YHO-
CTH» M «KOHKYPEHTOCIIOCOOHOCTW» pac-
CMOTPEHHOU KaTerOpHH.

MoskHO caenarb cieayronue BbIBOAbI:

I. KM naer BO3MOXXHOCTb aNTEUHOMY
NPEANPUATHIO YTOYHUTH CBOIO KOHKYPEHT-
HYIO CTPaTEruio U CINIAHUPOBATh MEPOIIPU-
ST TI0 YIIPABICHUIO ACCOPTUMEHTOM.

2. Takum o0Opa3oM, MOBBIIIAIOTCS MPO-
X W TpUOBUTE B KaXJOW KaTeropuw,
CHI)KAIOTCSl KOJIMYECTBA HEJIMKBUIHBIX U
Mar0000payuBaEeMbIX MO3UIUHN, ONITUMU3H-
PYIOTCSI TOBapHbIE 3aI1aChl.

3. Metron ABC — XYZ aunanuza sBis-
€TCAd OJHUM W3 TOJXOAOB, MOBBIIIAIOIINX
Ka4eCTBO MPHUHATHUS YNPABICHUECKUX pe-
HIEHUH, TI0 palMOHAIILHOMY OOECHEUYEeHUIO
KJIMHUK Pa3INyHOTO Npous JeKapCTBEH-
HbIMU mpenapartamu. JlJisi UCTOIb30BaHUS
nokazareneit ABC — XYZ ananuza B kaue-
CTBE HWHIMKATOPOB KayecTBa HEOOXonuMa
pa3paloTka U pa3rpaHHuEHHUE MPEIETIoB, B
KOTOPBIX DPACUETHBIC ITOKA3aTelId aHAJINA3a
OyayT ONTHUMAaJIbHBIMHU.
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the territory of the Russian Federation, the
state should undertake measures to increase
the authority and quality of domestic manu-
facturers’ products [11].

When considering the impact of the cat-
egory management on the structure of the
minimum assortment of medicines, three
main analyzes of the sales of the category
were conducted: the role analysis, ABC-
and XY Z-analysis.

During the role analysis of the category
of medicines, which provides for the divi-
sion of the goods into categories according
to roles and trade margins, only four roles of
the five basic were identified («Flow Gen-
erator», «Cash Generator», «Profit Gener-
ator», «Image Creator»). The assortment
positions relating to the role of «Defender»
were not revealed.

Consequently, it is impossible to speak
about complete «sustainability», «sufficien-
cy» and «competitiveness» of the consid-
ered category.

It is possible to make the following con-
clusions:

The category management gives the
pharmaceutical company the opportunity to
refine its competitive strategy and plan ac-
tivities to manage the range.

Therefore, sales and profits in each cat-
egory are increased, the number of illiquid
and low-turnover positions is reduced, com-
modity stocks are optimized.

The method of ABC- and XYZ-analy-
sis is one of the approaches that improve
the quality of management decision-mak-
ing for the rational provision of clinics of
various profiles with medicines. To use the
indexes of ABC- and XYZ-analysis as in-
dicators of quality, it is necessary to devel-
op and differentiate the limits in which the
calculated indicators of the analysis will be
optimal.
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4. IlpeumyiiectBa oT npumeHeHus KM
3aKJIFOUAIOTCA B POCTE PE3yJIBTaTUBHOCTH
MEPOIPUATUI 110 CTUMYJIMPOBAHUIO CIIPO-
ca, KOHKYpEHTOCIIOCOOHOM IIeHO00pa3oBa-
HUH, 3QPeKTUBHOMY MepueHIai3unry. O-
HOI u3 ocHOBHBIX (yHkuui KM sBnsercs
MOBBIIIICHHE YPPEKTUBHOCTA B3aUMOJICH-
CTBUSL MEXAY IUCTPUOBIOTOPOM (MOCTaB-
LIMKOM, IPOU3BOAMTENIEM) U allTEYHOM Op-

raHusanueu.
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