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ORGANIZATION OF PROCUREMENT OF GOODS,
WORKS AND SERVICES FOR UNITS
OF THE NATIONAL GUARD OF UKRAINE

OPTAHI3ALIA 3AKYNIBEJIb TOBAPIB, POBIT TA MNOCHYT
ana narPo3ainiB HALIOHANBHOI FBAPAOIN YKPAITHU

This article presents a method of making management decisions on the organization of procurement of goods,
works and services for units of the National Guard of Ukraine. The analysis of characteristic features of the modern
market environment of realization of tender purchases is carried out. The specifics of the customer-oriented approach
to the organization of the tender procurement system are considered. The article substantiates the need to use a
customer-oriented approach to create a methodology for making management decisions on the organization of
procurement, which is due to the high level of competition between different organizations, making it difficult to stand
out by improving the quality of goods and services. The process of evolution of economic paradigms, as a result
of which there is an urgent need for the organization of effective management of relations with clients is analyzed.
The economic-mathematical model of decision support on positioning of the organization in the market of tender
purchases is offered. The formulas of calculation of key indicators which will allow to carry out positioning of the
organization in the market of tender purchases are offered. Such indicators are the intensity of interaction with
customers and the level of technological equipment of the organization. The intensity of interaction with consumers
in the work is proposed to be expressed in units of frequency and amounts of orders for goods and services.
The indicator of the level of technological equipment of the organization is calculated taking into account the number
of technological innovations of the organization for a certain period of time. The hypothesis of the research was
the assumption that a positive change in one of the proposed indicators results in a corresponding positive shift in
the second indicator. The scheme of positioning of the organization in the market of tender purchases in the article
it is offered to consider a matrix of the preliminary estimation of possibilities of the organization in the market of
tender purchases. As a result of the analysis of the matrix quadrants, a set of recommendations to the enterprise
management system regarding the organization of procurement of goods, works and services for units of the National
Guard of Ukraine was formed.
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Y Oanili cmammi nodaHo MemoduKy npuliHAMMS yrnpasniHCbKUX pilueHb w000 opaaHizauii 3aKkynieesns mosapis,
pobim ma nocnya dns nidpo3dinie HaujioHanbHoi esapdii YkpaiHu. [posedeHo aHani3 xapakmepHux ocobrusocmeu
cy4YacHo20 pUHK0B020 cepedosuuya 30iliCHeHHS meHOepHUX 3aKynigesnb. Po3ansHymo crieyugbiky KnieHmoopieHmo-
8aH020 ridxody cmMoCo8HO OpeaHi3auii cucmemu meHOepHUX 3aKyrigernb. B cmammi 06rpyHmogaHo HeobxiOHicmb
B8UKOPUCMAaHHS KieHmMoopieHmMo8aH020 Midxody 011 CmMeopPeHHsT MemoOUKU MPUUHAMMS yrpassniHCbKUX pilleHb
w000 opeaHisauii 3aKyrieerib, sika 06yMO8THEMbCS BUCOKUM PIBHEM KOHKYPEHUIT MiXK Pi3HUMU OpaaHi3auyismMu, eHa-
CiOOK 4020 8aXKO 8UOINUMUCS 3a paxyHoK nid8uweHHs1 sKkocmi moeapie i nocrye. lNpoaHanizogaHo npouyec eeo-
Touii eKoOHOMIYHUX napaduem, 8HacliOoK SIKOI BUHUKAE HazanbHa nompeba opaaHiszauii epeKmueHo20 yripaeniHHs
83aEMOBIOHOCUHaMU 3 KrieHmamu. 3arnporioHog8aHa eKOHOMIKO-MamemMamuy4Ha mMooerb nidmpuMKu fnputiHAmMms
piweHb wodo rno3uyioHysaHHs1 opaaHisauii Ha pUHKY meHOepHUX 3aKynieesnb. 3anpornoHo8aHO ¢hopMyiu pO3paxyH-
Ky K/TI04OB8UX OKa3HUKI8, siki 00380515imb 30iliCHI08amMU MO3UYiOHY8aHHS OpeaaHi3auii Ha pUHKY meHOepHUX 3aKyrii-
genib. B sikocmi makux noka3sHukie sucmymnatoms iHmMeHcugHicmb 83aemMo0ii 3 3aMO8HUKaMU npoOdyKyii ma piseHb
MexXHO102i4YHOI OcCHaweHocmi opeaHizauii. [HmeHcugHicmpe 83aeMOOii 3i crioxusadamu 8 pobomi MPOrNoHyemMbCs 8U-
paxamu e 0OUHUUSX Yacmomu i cymax 3amMosrieHb moeapie i nocriye. [loka3HUK pigHs MexHOI02iyHOi oCHaweHocmi
opeaaHisauii po3paxo8yembcsi 3 ypaxy8aHHSAM KiflbKOCMi MexHOMo2iHHUX Hogauil opaaHi3ayii 3a nesHuli rnpoMiKoK
yacy. [inomesoto npogedeHo020 HayKko8o20 OOCIOXEHHST cmarsio MpunywWeHHs, Wo no3umusHa 3MiHa 0OHO20 3 3a-
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MPONOHOBaHUX MOKa3HUKI8 Mae HacsliOKoM 8idrnosiOHe no3umusHe 3pyweHHs Opy2020 nokasHuka. Cxemoro no3uyio-
Hy8aHHs1 opeaHisauii Ha puHKy meHOepHUX 3aKyrigesib 8 cmammi npornoHyeMbCS 88axxamu Mampuyto rnonepeodHbLOol
OUIHKU MOXKnueocmel opeaHizauii Ha pUHKY meHOepHUX 3aKyrieernb. B pe3ynbmami aHarnidy keadpaHmie Mmampuu,
c¢hopmoBaHO KOMIIEKC pekoMmeHOauil cucmemi MeHedxMeHmy nidnpuemMcmea CmoCcO8HO opaaHi3auil 3aKyrieerib
mosapis, pobim ma nocriye 05151 niopo3dinie HaujioHanbHOI 28apdii YkpaiHu.

KnrouoBi cnoBa: memoduka, 3akynieni, opaaHizauisi, gilicbkoai ridpo3dinu, KnieHmoopieHmosaHuu rioxio.

B 0aHHoU cmambe npedcmaesneHa MemooOuKa NPUHSMUS yrpaesieHYecKux peweHull no opaaHu3ayuu 3aKyrnoK
moeapos, pabom u ycriye 0nsa nodpasdeneHuli HayuoHanbHOU 28apouu YKkpauHbl. [poeedeH aHanu3 xapakmep-
HbIX 0cObeHHOCMel co8peMeHHOU PbIHOYHOU cpeldbl ocyuwecmerneHus meHOepHbIX 3aKyrnoK. PaccmompeHa crieyu-
puka KrnueHmoopueHmMupo8aHHo20 nodxoda Mo opaaHulayuu cucmembl meHOepHbIX 3aKynok. B cmambe 060cHO-
8aHa Heobxo0UMOCmb UCMO/b308aHUS KITUEHMOOPUEHMUPOB8aHHO20 1odxoda 0risi co30aHuUsi MemoOUKU MPUHSAMUS
yrpasneH4YecKux peweHul Mo opaaHuU3ayuu 3aKynok, Komopasi 0bycrasnueaemcs 8bICOKUM YPOBHEM KOHKYPEHUUU
Mex0y pa3fuyHbIMU Op2aHu3ayusMu, 8 pedyrismame 4e20 mpyOHO 8bIOEIUMbLCS 3a CHEM 08bILIEHUS] Kadecmea
moeapos u ycnye. [NpoaHanu3uposaH rnpPoUecc 380/I0UUU 3KOHOMUYECKUX napadueM, 8 pesdynbmame Komopol
B03HUKaem HacyuwHasi HeobxoO0uMOocmb op2aHu3ayuu 3¢hgheKmu8HO20 yrpaereHuUs 83aUMOOMHOWEHUSIMU C KIluU-
eHmamu. [NpednoxeHHass 3KOHOMUKO-Mamemamu4deckass Mooerib Mo00epKKU MPUHAMUS peweHul OmHOCUMmMesib-
HO MO3ULUOHUPOBaAHUSI OpeaHu3ayuu Ha pbiHKe meHOepHbIX 3aKyroK. [1pednoxeHo ¢hopMyrbl pacdema Kiiode-
8bIX rokasamereli, KOMopble 1038071IM OCYU,eCMB/IIMb MO3ULUUOHUPOBaHUE Op2aHu3ayuU Ha pbIHKE MeHOepPHbIX
3aKyrnok. B kayecmee makux rokazamesieli 8bicmyrnarom UHMEHCUBHOCMb 83aumModelicmeusi ¢ 3akaszdyukamu
POJYKUUU U YpOBEHb MEXHOI02UYECKOU OCHaWeHHOCmu opaaHusayuu. IHmeHcueHocme g3aumodelicmeus ¢ r1o-
mpebumensamu e pabome rpednazaemcs 8bipaxkamb 8 eQUHUUax 4acmomabl U CyMMax 3aka3o8 moeapos U ycriye.
lMokazamerb ypo8HsI mexHooeu4eckol OCHalWeHHOCMU opeaHu3ayuu paccyumsieaemcs ¢ y4emom Kosudecmea
MEeXHOI02uU4YeCcKUX Hosauull opeaHu3ayuu 3a ornpedeneHHbIl NPOMEXYmoK epemMeHu. urnomesol nposedeHHo20
Hay4yHo20 uccriedogaHusi cmaro rpednonoxeHue, 4Ymo rnofoxumenbHoe UsMeHeHUe 00HO20 U3 rpedrioKeHHbIX
rnokasamerneu ere4em coomeemcmeyrouuli MonoxumesbHbil cdgua 8mopoeo rnokasamerns. B kasecmee cxembi
MO3UUUOHUPOBaAHUSI Op2aHU3ayuu Ha pbiHKe meHOepHbIX 3aKyrnok 8 cmamee npednasaemcsi cHumames Mampuuy
npedsapumeribHOU OUEHKU 803MOXXHOCMeU op2aHu3ayuu Ha pbiHKe meHOepHbIX 3aKyrnok. B pe3ynbmame aHanusa
KeadpaHmos8 Mampuubl cchopMuUpo8aH KOMIIIIEKC peKkoMeHOayul cucmeme MeHedXXMeHma npednpusmusi o opaa-
HU3ayuu 3aKkyrnok moeapos, pabom u ycrye 0ns nodpasdeneHuli HayuoHanbHol 2eapOuu YKpauHbl.

KnioueBble cnoBa: mMemoouka, 3aKyrKu, opeaHu3auyus, B0OUHCKUE rModpa3dereHusi, KIueHmMoopueHmupoeaH-

HbIU M00X00.

Formulation of the problem. In order to ensure
compliance with the conditions of transparency and
in order to prevent corruption risks, military units of
the National Guard of Ukraine should conduct tender
procurement to meet the current needs of logistics.
From the point of view of an organization that offers its
goods and services to military units, in these conditions,
the priority is to ensure its competitiveness. In turn, to
ensure the competitiveness of the organization, it is
important to agree on the procedure of interaction of the
organization with military units as potential customers of
goods and services.

The process of coordination of product parameters
between the customer and the company is very time-
consuming, multifaceted, requires, due to its complexity,
the availability of appropriate methodological support.

Analysis of recent research and publications.
S. Sokolovskyi, O. Ryha in [1-3] the peculiarities of
procurementmanagementinthe post-industrial economy
are analyzed. X. Wan, M. Dresner, V. Fedorchenko is
proposes analysis of the mechanisms of optimization
of information systems for their further implementation
in the management of procurement processes [4—6].
Scientific articles [7—9] by authors Y. Hrabovskyi, N. Bryn-
za, O. Vilkhivska of are devoted to the consideration of
web-based production management systems and the
peculiarities of their use in specific practical areas of
procurement processes.

Selection of previously unsolved parts of the
overall problem. However, today in the specialized
literature there is no methodological approach, which

would contain a justification for the methodology of
procurement of goods, works and services for units of
the National Guard of Ukraine.

Formulation of the goals of the article (task
statement). The purpose of the article is to create
and scientifically substantiate the methodology
of management decisions on the organization of
procurement of goods, works and services for units of
the National Guard of Ukraine.

Presentation of the main research material.
The basic principles of effective interaction of the
organization with military units of the National Guard
of Ukraine in the conditions of tender procurement are
based on ensuring customer orientation.

Ensuring the rational conduct of tender procurement
of quality products requires a regulatory mechanism
based on the legislation of Ukraine and standards of
product standardization.

The modern market is characterized by the highest
competition. It is very difficult to stand out by improving
the quality of goods and services, because this path
is usually associated with a significant increase in
production costs, rising prices, which can lead to the
opposite effect — the loss of customers.

In terms of market relations, the success of an
organization that offers its products to military units of
the National Guard of Ukraine (NGU) directly depends
on the degree of demand for its product. A distinctive
feature of the service is that it is produced and consumed
simultaneously, which determines the high importance
of the organization's focus on maximum customer
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satisfaction, in our case the military unit of the NGU.
This property of the organization is called customer
orientation [5].

In economic practice, there are three approaches to
the organization of enterprise management: customer-
oriented, marketing-oriented and industry-oriented. The
evolution of economic paradigms is presented in Figure 1.

The last decade of the 20th century. was marked
by the formation of a customer-centered approach, the
purpose of which was to build individual relationships
with each of the company's customers.

The essence of the approach can be reduced to
three main characteristics:

1) focus on customer retention. As increasing
market share and attracting new customers is becoming
more expensive for the company, it has become more
profitable for the company to use the potential of the
existing customer base and ensure sales growth by
increasing the intensity of consumption of its products
by existing customers;

2) individual communications with customers.
To take into account the personal characteristics of each
consumer, it is necessary to provide personal interactive
interaction between him and the company. As a result
of the development of information technologies, the
solution of this issue has become possible;

3) cooperation based on relationships, not on
product. As goods and services became more uniform,
the basis for maintaining and developing cooperation
between the company and its customers was the
relationship (service).

The emergence of a customer-centered approach
has complemented the set of organizational
management functions of customer relationship
management. Public production and marketing
technologies can no longer provide the company

with long-term leadership, they are necessary but
insufficient. Now it is important not only to create a
product and find customers who feel a real need for
it, but also to focus the business on strengthening
cooperation with more valuable consumers.

Today, the concept of product quality is increasingly
becoming subjective and is formed in the processes of
interaction between producer and consumer. The level
of quality is determined by the degree of conformity of the
characteristics of the product to the set of requirements
put forward by the consumer. The most important aspect
for enterprises is the fullest satisfaction of consumer
requirements and expectations, ie the implementation
of a customer-oriented approach.

Customer orientation is a strategic approach to
the development of the organization, which increases
its competitiveness and profitability, mobilization of all
its resources to identify, attract customers and retain
the most profitable of them, by improving customer
service and meeting their needs. In conditions of fierce
competition in the market of domestic and foreign
organizations, only companies with the main competitive
advantage — high quality management — can survive.

Improving the competitiveness of the company —
the market orientation of the company, focused on the
study of customer needs as opposed to concentration
on the product and effective sales, which meets the
trends and rules of today's market.

Reducingthe company's costs —the study of customer
behavior and preferences in order to increase the level
of retention and satisfaction of the most profitable of
them, while identifying low-income customers.

Adherence to the balance of company interests and
customer satisfaction. Based on the study of consumer
demand and preferences, the behavior of competitors,
the company offers different programs to its customers

Value Approach Focus Competition Object Source of
companie; factor attention management
Team of
Customer- Brand "ideas Pr.1?e Customers managers
.and ) pos1t1.on, (all departments)
oriented relationships" service
Marketing- P.roduct Appearar.lce, Competitors Marketing
image ergonomics, department
oriented design statusy»
Industry- Product Property and Technologies  Production
S "content" quality department
oriente
Time

Figure 1. The evolution of economic paradigms
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depending on the importance of the customer to the
company and the stage at which their relationship.

Improving the manageability of the company, the
coordinated interaction of all divisions of the company,
the formation of a team — the customer chain of customer
service, as a single business process, combines
separate functional services.

To analyze the position of the organization and the
level of its competitiveness in the market of tender
procurement, it is first necessary to determine the
intensity of interaction with customers by the formula:

NZ
! len (1)
where Z — the number of projects, the discussion of
the parameters of which and the assessment of their
quality conducted by the customer in conjunction with
the technologists of the organization;

n — total number of orders.

Analysis of the sales structure made it possible to
establish that the intensity of interaction with consumers
is expressed in the frequency and amount of orders,
products. Intensive interaction with consumers helps to
form a loyal customer base, stable demand, specialize
in a particular area of production.

It has been suggested that a positive change in
one of these indicators has a direct positive impact on
the other two; for example, strengthening interaction
with suppliers increases competitiveness, and hence
consumer loyalty. This interdependence of indicators
allowed to determine the factors that characterize
the competitiveness of the organization, interaction
with suppliers and consumers, as they affect the
strategic position of the organization in the market
of tender procurement. However, the established
interdependence does not solve the problem of defining
strategic positions, and hence the problem of developing
strategic alternatives. The problem is caused by the
variability of the influence of these factors.

Due to the fact that the competitiveness of the
organization and the overall efficiency of the tender
procurement market is closely determined by how
effectively it uses the latest technologies, the
necessary factor determining the positioning
of the organization in the market should be
considered the level of technological equipment:

maintenance of which it is necessary to continue to
maintain active feedback from consumers;

Il — in the process of implementing the main
stages of technology of interaction with the customer,
the company needs to strengthen its position in the
market by introducing the latest technologies and
commissioning of new equipment.

Il — the company should reconsider the direction
of activity, to involve the corresponding park of the
equipment under features of newly chosen specialization.

IV — high level of technological equipment of the
organization allowed to reach the modern level of
service quality. The company should carry out marketing
activities aimed at attracting potential customers and
implement the full range of technological stages of
interaction with the customer.

The use of the presented matrix makes it possible
to position the company in the market in the tender
procurement marketin accordance with the effectiveness
of the customer-oriented approach.

Conclusions and suggestions. Creating a
methodology to ensure the competitiveness of the
organization in terms of tender procurement s a practical
component of the customer-cantered approach, which
aims to build individual relationships with each of the
company's customers. The need to create such a
technique is due to the fact that the "gross" approach
to the analysis of sales dynamics and "ignoring" the
dynamics of customer behaviour and preferences can
lead the company to unsatisfactory results and, at least,
already lead to lost profits.

The proposed method of ensuring the
competitiveness of the organization in terms of tender
procurement involves positioning the organization in the
market of tender procurement. In turn, the positioning
of the organization in the market of tender procurement
will analyse the position of the organization and the
level of its competitiveness. This became possible as
a result of identifying the interdependence of indicators,
allowed to determine the factors that characterize the
competitiveness of the organization.

The scientific result of the study was the proposed
method of making management decisions on the

Intensity of
interaction with

the customer
k=2 )
P High

where O — is the number of technological (05<pu<l) I I I
innovations of the organization for the last year;

P — total number of equipment.

Comparing the values of the criteria l and K| it
is possible to perform a preliminary assessment Low
of the organization's capabilities in the tender (u<05) I I I I\/
procurement market, using the matrix shown in
Figure 2.

Based on the matrix of evaluation of the Level of
capabilities of the organization, you can Low High technological
determine its position in terms of quadrants of (@ <0.5) (05<8<1) equipment

the matrix:
| — the company has a significant advantage
in the market of tender procurement, for the

Figure 2. Matrix of preliminary assessment of the organization's

capabilities in the tender procurement market
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organization of procurement of goods, works and
services for units of the National Guard of Ukraine.

The practical result of the work is a set of
recommendations to the management system of the
enterprise regarding the organization of procurement
of goods, works and services for units of the National
Guard of Ukraine.

The direction of further research may be the
creation of methods for assessing the effectiveness of
the organization of procurement of goods, works and
services.
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