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DEVELOPMENT OF SERVICE ENTERPRISES:
PROBLEMS AND DECISIONS
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®omina O.B., rp. 'PC-49
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If you think about it, we meet with service providers at every step:
air transportation, banking services, amusement parks, hotels, restaurants
and etc. Service enterprises are very diverse, but are separated from
suppliers of goods by their target market, the form of trade organization and
the way to maintain competitiveness.

A service is the result of a useful activity that changes the condition
of a person or product, has a price value, and usefulness. Services can’t be
demonstrated, seen, tried until they are received. The intangibility of
services creates problems in the organization of trade in them for both
sellers of services and consumers. In the process of selling services to
companies that sell them, it is difficult to demonstrate to customers their
product (service) and even more difficult to justify its cost and selling price.
The seller can only describe the benefits that the customer will receive as a
result of attainment the service, and the quality of the service can be
assessed only after its implementation.

The development of information and communication technologies,
mainly the Internet, makes it possible to solve many problems of
information services. With the help of the Internet, such services are
introduced into cyberspace and can be requested by the customer anywhere
and whenever he needs it.

Services can't be made in advance and stored for further sale. For
example, unreserved hotel rooms, unsold tickets can't be restored. If the
capacity to provide services exceeds the demand for them, this causes a
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decrease in the profitability or cost of services. Fluctuations in demand for
services apply to almost all their types and varieties. As a rule, it varies
depending on the season, days of the week. Such fluctuations can cause
serious problems for firms that provide certain services. For example, in the
summer with the increase in passenger traffic, it is necessary to significantly
increase the number of vehicles to meet the demand for passenger traffic.
The inability of services to be stored in conditions of constant demand isn't
an insurmountable problem, because you can always update the technology,
improve the system of their provision, and thus increase the volume of
work, increase their profitability. This requires manufacturers to have an
effective, constantly updated strategy to match supply and demand for
services in different ways.

The quality of small and medium-sized enterprises, however, doesn't
come with a special respect for works, which is connected to the
development of staff. Such minds have the problem of stimulating
intellectual activity, by the way of non-material stimulation. Moreover, it is
often on the small and middle business enterprises to positions of manager’s
enterprises and personnel services are occupied by employees without
appropriate management education. Often it is people who work long
enough in the enterprise and outgrow the production class or support staff in
management. Despite the possible acquired or natural management skills on
an intuitive level, these staffs usually see only superficial aspects of
management. This problem can be solved by investing in personnel
selection, motivation and training. Teaching staff to communicate
effectively with customer: the art of listening, understanding the emotional
state of another person, and polite behavior. At result of staff development
is an increase in overall productivity, increase initiative and intellectual
activity, as well as the creation of primary intellectual capital of the
enterprise and its further accumulation.

The main problems of the Ukrainian management of the offensive:

- self-consistency, so that there are a lot of the leaders consider, so
only they know the stench, how fix it correctly, and absolutely don’t mess
around with someone else's thought;

- Ukrainian business, and it’s not deprived of the Ukrainian business,
money for earning a penny;

- no one or almost no one really thinks about consumers;

- greed and competition;

- narcissism or focus on one's own greatness;

- focus on numbers;

- unwillingness to change anything
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The tendency to maintain stability, their position and experience, be
proud of past deserts and progress and continue do everything as before,
maintain the integrity of the processes in the company that once led to
success.

AKTYAJIBHI ITPOBJIEMU MEHEJKMEHTY IIOCJYT
B CYYACHHUX YMOBAX

HIBuaka A.C., rp. MOCB-1-19
HaykoBuii kepiBHUK — KaH[I. ekoH. Hayk T.B. Kyaunuy
Xapxiscokuii mopeogenvHo-ekoHomiunul konreoxe KHTEY

B cywacHMX yMOBax 3pOCTa€ aKTyaJbHICTh MEHEIKMEHTY chepu
MOCIYr 3a YMOBH BIUIMBY pI3HHX 3MiHHHX (akTopiB, a came:
VIOCKOHAJICHHS  €IeKTPOHHHX  3aco0iB  iHQopmarii, rmoOamizaris
€KOHOMIKH, 3pOCTaHHSA NPOQecifHIX SAKOCTEeH MpaliBHUKIB, MOACPHI3aIis
TEXHOJIOTIH TOIIO. 3a IIMX YMOB came MEHE/DKEp 3YMOBIIIOE YCIHiX BCi€i
oprasizariii.

IMocnyra sik mPOAYKT Mpalli 3aJ0BOJILHSE MOTPEOU CIIOKUBAUIB, a
LWIHHICTh TIOCHYTM BH3HA4a€Tbcsi mnpodeciiiHuMu 1  0COOMCTICHUMHU
SKOCTIMH oco0u, sika ii Hamae. Came jXuBa THpals € BU3HAYaJIbHIM
(akTOpOM SKICHHX XapaKTEPHCTHK Ta I[IHA TMOCIyTd. Yce 1e motpedye
JICTAIbHOTO Ta OOTPYHTOBAHOTO HAYKOBOTO MiAXOAY IIOJO SKICHUX
XapaKTepUCTHK Ta OCOOIMBOCTEH MOCIYyrH y cdepi 0OCIyroByBaHHS i,
HacaMIiepesi, BU3Ha4eHHS mocyyru [1].

VYnpaBmiHChKa JiSTBHICTE  CEpBICHOI  opraHisamii, 3a YMOBH
OaraToMaHITHOCTI (hakTopiB (YHKIIIOHYBaHHS Ta pO3BUTKY, IeQiluTy
pecypciB, BenuMKOi KOHKypeHIii, NOBHHHa OyTH cHpsMOBaHa Ha
IHTepHAIIIOHATI3AI[I0 MEHEIKMEHTY TIIOCIYT, MDKHAPOIHHWHA PO3IOMLT
mpaii, CTBOPEHHS MiKHApoJIHHMX iHopMmauiiHux cucrem. Kpim Toro,
Ba)XJIMBE 3HAYCHHS Ma€ pallioHaJbHE BHKOPUCTAHHS MaTepialbHUX,
TPYJAOBUX PECypciB, MiHIMI3aIlisi BHUTpAT, CHPSIMOBAaHI Ha IIiABHIICHHS
€(heKTUBHOCTI MisUTHHOCTI.

CopsmyBaHHA Ha mpodecioHami3amilo MeEHEIKEpiB  JT03BOJISE
3aCTOCYBAaTH KpHUTEpialbHUN MiAXiJ J0 OLIHKK YNPaBIiHCHKOI HisUTBHOCTI
3a TAKUMH NTapaMeTpaMH:

- TeHepaJbHI Ta CIeNiali30BaHi KOMITETCHIIIT;

- KOMIIETEHIIIT 32 KUTBKICTIO Ta SKICTIO TIpaIli;

- KOMIIETEHIIiT 00’ €KTUBHUX Ta Cy0’€KTUBHUX MOKA3HHUKIB;
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