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ABSTRACT 

The purpose of the study is to substantiate the directions for improving the 

management of the marketing sales strategy of PJSC (Additional Liability Company) 

 

To achieve this purpose, the following main objectives have been defined: 

 to systematize the theoretical foundations of the formation and 

management of a sales strategy; 

 

 

 to identify key problems and factors that hinder the development of sales 

policy; 

 to develop practical proposals for improving sales management, taking 

into account the specifics of the enterprise; 

 to assess the economic efficiency of the proposed measures. 

The object of the research is the marketing sales activity of PJSC (ALC) 

 

The subject of the research is the processes of formation and improvement of 

 

Keywords: marketing sales strategy, musical instrument manufacturing, 

furniture manufacturing, sales policy, distribution channels, marketing 

communications, competitiveness. 
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