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IMPROVING THE COMPETITIVENESS OF INDUSTRIAL ENTERPRISES
INCREASE THE INNOVATIVE RESPONSIBILITY OF THE PERSONNEL

Ways and ways to achieve an increase in the competitiveness of industrial enterprises:

— steady execution procedures documented quality management system, regular analysis
of its effectiveness and continuous improvement ideas embodied using 1SO 9001: 2015;

— rational provision of resources, increase of efficiency of their use;

— training and involvement of all personnel in quality assurance processes;

— examination of current and forecasting of future consumer demands, continuous
improvement of products and processes.

Increasing competitiveness should be ensured by increasing the innovative responsiveness
of the organizational and managerial structure of commercial and other services.

The structures should be improved from the standpoint of the needs of customers in
integrated systems of industrial enterprises.

One of the important measures is the process of training and enhancing the skills and
motivation of the staff, as well as the services involved in changing the schemes of work. All
this increases the efficiency of the company through the development of sales markets [1].

The nature of the functioning of the HRMS system of industrial enterprises in the market
of industrial automation and the other is not very good. In general, it can be concluded that
HRMS does not fully exploit its potential (for example, about 50% of the “OVEN” HRMS
industry leader is analyzed, due to the fact that the individual subsystems are implemented
in a relatively sufficient volume (60-90%), and part is not enough (15-40%).

Accordingly, shortcomings should be considered as bottlenecks that hinder production
development and its efficiency in one way or another. Particular attention should be paid to
the fact that it is the personnel with the appropriate level of innovative receptivity (IR) that
determines the efficiency of the enterprise. And the level of development of each subsystem
and function in one way or another influences the IR of staff [2].

In order to increase the competitiveness of enterprises and increase the innovation of the
staff, innovation can be offered in the process of sales, such as:

1. Replication of success. Based on the experience of other companies in the market of
industrial automation and the success of sales in other regions, the company gains experience
and replicates success in its region, in its area.

2. Structuring management. Because there are many units and there is a need to
communicate the guidance from the management to all employees of the company. Accepted
system “single point of introduction”. The founder gives orders to directors: commercial,
marketing, financial. They in turn pass orders to the heads of departments: sales department,
accounting, design bureau, branch solutions, call center. They in turn pass on: senior
managers, heads of cells. And they already pass to the lower level. And each in this chain is
managed and controlled by an average of six employees.

3. Using the base 1C CRM version 11.1. Program 1C CRM is not new, but it is very
convenient to keep records on clients (results of negotiations, meetings). And also the transfer
of tasks of any employee of the company is carried out using 1C CRM. This database allows
you to assign any tasks to perform with the appointment of a specific date and time of
execution, as well as the ability to control the quality of execution. Analysis of completed tasks.
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4. Use of the program “Bitrix” (Bitrix24 service automation and optimization of business
processes of the company). The Bitrix program is an analogue of social networks and is
used by the company for teaching in the news feed throughout the company. It is also
convenient to search for any employee, is a directory of all employees on two sites and also
to contact with any employee. Any employee sees all the news and changes in the company,
can openly offer improvements or express their opinion as positive and negative about the
management. The company's critique of management welcomes and changes. The company
has more than 1 ths. employees and it is very important that everyone knows about changes,
new releases, and other news in the company. Any employee sees all the news and changes
in the company, can openly offer improvements or express their opinions both positive and
negative. The guide is always open to dialogue.

5. Training of employees (seminars, webinars). To save time on crossings and general
fees. To improve the skills of employees, weekly training webinars for devices, their
programming, applications, innovations and others are conducted.

6. Conducting training seminars for clients.

7. Making adjustments (adjusting the tasks of the company) in the business process of
sales phases.

Innovations are inevitable and should be timely perceived by the organization. Managers
of corporations proceed from the fact that innovations are related to risk, but refusal from
them — even more risky. The ability of an organization to create and commercialize
innovation depends first and foremost on its favorable innovations. The susceptibility of an
organization to innovation is the property of the subject to master innovation, namely: the
time of development of innovation by this organization in comparison with others. The
earlier the decision on the introduction of innovations or the more innovation will be
mastered for a certain period in comparison with other subjects of mastering innovation, the
higher the responsiveness of the organization to innovation.

Consequently, the susceptibility to innovation requires the organization of the ability to
create new markets, new products, technology and technology, while taking into account
competitors. Therefore, analysis of information on the competitive environment, assessment
of the level of demand for similar goods and services is important. Analysis and comparison
of competitive advantages and opportunities include the assessment of market capacity, the
possibilities for its segmentation, and the benefits offered by consumer competitors.

Thus, the level of susceptibility innovations affecting the nature of innovation, the level
of radicalism, the difficulty or ease of use, life cycle and options organization involved in
innovation, availability and value of resources, the flexibility of its organizational structure,
style and character thinking managers, culture and psychological climate. And therefore the
combination of these conditions creates the basis and determines the nature of the process of
adaptation of innovations in the organization.

On the example of an international company in the market of industrial automation,
innovations in the commercial department were considered. The main model of the
organizational structure of the sales department is based on the geographical principle, which is
that the territory is divided into regions, and for each region is assigned a representative of the
sales department — a regional manager. The main disadvantage of the geographical principle of
the organization of sales is that the sales representative should sell the entire product line of his
company to all categories of potential customers, that is, it has a lot of responsibilities [3].
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MOTUBAIIAHUN MPO®LIb KOMIIEHCAIIHHOI'O MAKETY MPAIIIBHUKA

3a cy4acHMX YMOB PO3BHUTKY €KOHOMIKHM YKpaiHH, ITiJl BIVIMBOM Pi3HOMaHITHUX (haKTOPIB
3pocTae 60poTh0a Ha PUHKY Tpaill 32 KOHKYPEHTOCTIPOMOXKHUN TEPCOHA Ta BCE OLIbIIE
IIpUBEPTAE yBary KEpIBHUIITBA 0 MpoOieMu ePEeKTUBHOCTI A1F0Y0i MOTHBAIIMHOI MOJITUKH
nignpueMctBa. Po3poOka epexkTHBHMX METOJIB MOTHBallli MEpCOHaTy, Ha ChOTOMHI
NPaBOMipHO BUCTYIIA€ OJJHAM 3 HAUBaXITUBIIINX 3aBJIaHb, aJKE Y pe3yJIbTaTi TpanchopMarrii
CepeIoBUINA BUHUKAIOTH SIK HOB1 MOTPEOU, TaK 1 HOBI 3HAHHS, a TAK0OXK CIIOCOOU 3a/I0BOJICHHS
naHuxX motped. Pazom 3 TuM, MiANpUEMCTBA, K1 HE3AaTHI MOJCPHIZYyBaTH BHUPOOHUIITBO,
BUKOPUCTOBYBAaTH HOBI METOAM MOTHBAIlil, paHO YM Ii3HO YCTYMHAaOTh MiCIle Ha PHUHKY
TIepeIOBUM OpraHi3allisM, sSiKki BUKOPUCTOBYIOTh 1HHOBAIIIl y CBOIH MisTbHOCTI. Pi3HOMaHITTS
TEOPETUYHHUX IMIXOJIB CTBOPIOE HEMPOCTY CHUTYAIlil0 IS KEPIBHHUKIB CIYKO YIIpaBIiHHS
MIEPCOHATIOM TPOMHUCIIOBHX TIAMPUEMCTB, a OT)KE OOTOBOPEHHS HEOOXiTHOCTI 3aCTOCYBaHHSI
HOBITHIX TIAXOMIB IOJ0 BHOOPY METOAIB MOTHBAIli MEpPCOHaTy HaOWpae Bce OUIBIIOTO
3HaueHHs [1, €. 61].

KirouoBuM eneMeHTOM e(eKTUBHOI MOTHBAIlIi MMEPCOHANTY € KOMIICHCAIIMHUHN TMakKeT, a
TOMY IISl TEMa € BEJIbMHU aKTYaJIbHOIO B CY4aCHUX YMOBAX T'OCIIOapIOBaHHSI.

BigoMo, 1o mpaIiiBHUKHA CBO€EIO Mpaiei (opMyroTh TaKoK MPUOYTOK IMiAMPHUEMCTBA,
TOMY B TIPOIIECi BUHATOPOJIU BOHU MAalOTh OTPUMYBATH CBOKO JoJit0 mpuOyTKy. Lle moxe
3MIACHIOBATHCS Oe3MocepelHb0 4Yepe3 ydacTh y CTAaTyTHOMY KamiTali Ta OTPUMaHHS
JMBIZICH/IIB, & OMTOCEPEIKOBAHO — Yepe3 BiApaxyBaHHs J0 (POHIIB CTUMYIIOBAHHS, a TAKOXK
COLIIAJILHOTO Ta MEHCIHHOTO. AJle He Ha BCIX MiIMPUEMCTBAX 11€ MOXKINBO. TOMY iCHY€E Take
MOHATTS SIK KOMIICHCAIIMHUIA TaKeT, KW BKIIOYaE MarepialbHy Ta HeMarepiajabHy
BHHArOpOJIy.

3 Meroro ¢GopMyBaHHS €PEKTUBHOTO MEXaHI3My MOTHBAIlii BiJMOBIHO /10 MPaBOBUX,
Tapu(HO — JOTOBIPHUX Ta AOOPOBUILHO B3ATHX Ha cebe 3000B’s13aHb OpraHizallii MOXYTh
rapaHTyBaTH pa3oM 3 3apOOITHOIO IUIATOO IIE 1 JOAATKOBI KoMIeHcamii Ta mineru. ['pomri
JONIOMararoTh 3alliKaBUTH Ta yTPUMAaTH HAaWMaHOTO MpAalliBHUKA, aje HIKOMU HE OyayTh
rapaHTyBaTH CTOBIJICOTKOBY BiIIaHICTh MIANPHEMCTBY. A Ha Cy4acHOMY €Tarli IpaliBHUKIB
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