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B3anMOOTHOLLIEHUS TOProBOW OpraHn3aumm
C NocTaBLUMKaMU: KakK goOUTbCA
KOHKYPEHTHOr 0 NnpenmyLiecTsa

I.H. YepHyxuna', A.B. Xpamosa®

' Yuusepcuter «Cureprus», Mocksa, Poccns
" Hramova.alisa@yandex.ru

AHHOTaums. B cTatbe npenCcTaBNeHO aBTOPCKOE BUAEHWE YNpaBieHUs B3aWMOOTHOLUEHUAMU
C MOCTaBLUMKaMK B IOTUCTUHECKOI CMCTEME TOProBOW OpraHv3auun ans 06ecneveHns KOHKYPEHTHbIX
npevmyLLecTB. BbiGop NOCTaBLLMKA ABMAETCA aKTyaNbHbIM W BEXXHbLIM 3Tan0OM NPy OCYLLECTBIIEHNN (YHKLNIA
ynpassieHna 3akynkamu. 3MMEKTUBHOE YNpaB/ieHNe AaHHbIM aCMeKTOM [eATeNnbHOCTU Cnoco6CTBYeT
HaNaXWBAHMIO NyTeil B3aMMOJENCTBUSA C KOMNAHUAMM, 00ECNEYNBAOLIMMY MATEPUANIbHO-TEXHUYECKO.
CHabXeHue opranu3aumm. Monck nogxXoAsALLMX NOCTABLLUMKOB U YCTAHOBNEHWE [ONTOCPOYHbIX OTHOLLIEHWIA
C HUMW MOTYT NOMOYb KOMMAHMAM MPEA0CTaBNATb KNMEHTAM Ka4eCTBEHHbIE MPOLYKTLI WU YCIyru Mo
KOHKYPEHTOCMOCOOHbIM LieHam 1 6e3 nepe6oeB. «[paBunbHbIe» NMOCTABLLMKIA CHU3AT PUCKU, CBA3AHHbIE
C HECTabUIIbHOCTLIO B LIENOYKE NOCTABOK. ABTOpPaMU [aHa HOBAs TPAKTOBKA TEPMMUHA «ynpaslieHne
B3aMMOOTHOLLEHUAMN C NOCTaBLyUKaMu». YnpasreHne B3aMMOOTHOLLIEHUAMI C MOCTABLUMKAMMU — 3TO
NPUHATAE PELLEHNI N0 COBEPLUEHCTBOBAHMIO CMOCOG0OB B3aUMOLENCTBIA B NPOLECCE 3aKYMOK MEexXay
KOHTpareHTamy TOpProBO-JIOrMCTUYECKON LeATeNIbHOCTU. [1pu 3TOM 3(h(DEKTUBHOCTL B3aMMOLECTBMIA
C MOCTaBLMKAMKU B NPOLECCE 3aKYNOK aBTOPbl PACCMATPUBAIOT KAK BHYTPEHHEE KOHKYPEHTHOE
npeumyLlecTso. Kpome T10ro, aBTopbl 0603Ha4MUIN CBA3b, 06LIHOCTb M PA3NNYNE NOHATUIA «LIenoYKa
CTOMMOCTW» W «LlenoYKka nocTaBok». B pabote Gbiny MpoaHanu3vpoBaHbl 3Tanbl NpoLecca 3akynok,
BbIfIB/IEHbI NPO6IEMbI B OpraHnU3auym ynpasneHus 3akynkamu. Pesynbratsl UCCNeL0BaHNS U NPEA0XKEHHbIe
peKoMeHZaLMN MOTYT CNYXXUTb OCHOBOW A1l YNYYLUEHUA OpraHm3auuu 1 ynpasneHus NOrmcTU4eCcKoi,
3aKyno4HON [EATENIbHOCTbI0 TOProBOW OpraHm3auun ansa 06ecnevyeHns KOHKYPEHTHbIX NPenMyLLecTB.
HoBble napameTpbl Ans ONpefenieHns nopanka 3akynok, KpUTepun OLEHKM NocTaBLUMKa 1 adh(heKTUBHAS
pa6oTa no ero BbIGOPY NO3BOSIAT CHU3UTb U3LEPXKKM, CIKOHOMUTb HA YMEHbLLIEHUM KONMYeCcTBa 6paka u T. 4.
Pesynbrathl uccnegosaHus: pa3paboTaHsl KpUTEPUK, COTIACHO KOTOPbIM HEOOXOLMMO Y4UTLIBATL LIEHY,
ANCLMNNKHY NOCTAaBOK, KA4€CTBO, YCIOBUA ONNATbl, TEPPUTOPUASIBHYIO YOANEHHOCTb, OMbIT COTPYAHWYECTBA,
YL,OBNETBOPEHNE peKnamaunii, CPOK UCMOSHEeHUs 3aKasa; NpeAcTaBneH anropuTMm B3auMoLencTauns
MNOCTaBLUMKA 1 NOTPe6UTENs B CUCTEME YNPABNEHUSA B3aMMOOTHOLLEHWSMI C MOCTABLLMKAMN; OMPELeneHbl
HOBbIE MapaMeTpbl 419 ONpeSeneHns nopsaaka 3akyrnok v KpUTeprum OLEHKM NOCTaBLLKKA.

KntoueBbie cnoBa: ynpasneHue 3akynkami, BbI60p NOCTaBLUMKA, B3aWMOOTHOLLEHUS C MOCTABLLMKaAMM,
KOHKYPEHTHbIE NPeuMyLLIeCTBA, TOProBas OpraHi13aums, Lenoyka nocTaBok, Lienovka cosfaHus CTouMocTH,
KpUTEPUI BbIGOPA NOCTABLLMKA, TOBAPHO-MaTEPUanbHbIe LIEHHOCTH

Ins uutuposanus: YepHyxura I'. H., Xpamosa A. B. B3anmM0OTHOLLEHWS TOProBON OpraHu13aLmm
C NOCTaBLUMKAMK: KaK J06UTbCA KOHKYPEHTHOTO npenmyllectsa / CoBpeMeHHas KOHKypeHuus. 2023. T. 17.
Ne 3. C. 59-75. DOI: 10.37791/2687-0649-2023-17-3-59-75
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Relationships of a Trade Organization with Suppliers:
How to Achieve a Competitive Advantage

G. Chernukhina', A. Khramova®
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Abstract. The article presents the author’s vision of supplier relationship management in the logistics system
of a trade organization to ensure competitive advantages. Supplier selection is an actual and important stage in the
implementation of procurement management functions. Effective management of this aspect of activity contributes
to the establishment of ways of interaction with companies that provide logistics to the organization. Finding
suitable suppliers and establishing long-term relationships with them can help companies provide customers
with quality products and services at competitive prices and without interruption. The “right” suppliers will reduce
the risks associated with instability in the supply chain. The authors have given a new interpretation of the term
“Supplier relationship Management”. Supplier relationship management is decision-making to improve the ways
of interaction in the procurement process between counterparties of trade and logistics activities. At the same
time, the authors consider the effectiveness of interaction with suppliers in the procurement process as an internal
competitive advantage. In addition, the authors identified the connection, commonality and difference between
the concepts of “value chain” and “supply chain”. The work analyzed the stages of the procurement process,
identified problems in the organization of procurement management. The results of the study and the proposed
recommendations can serve as a basis for improving the organization and management of logistics, procurement
activities of a trade organization to ensure competitive advantages. New parameters for determining the order of
purchases, criteria for evaluating the supplier, and effective work on his choice will reduce costs, save on reducing
the number of defects, etc. Research results: criteria have been developed according to which it is necessary to
take into account: price, supply discipline, quality, payment terms, territorial remoteness, cooperation experience,
satisfaction of complaints, order execution time; the algorithm of interaction between supplier and consumer in
the supplier relationship management system is presented; new parameters for determining the procurement
procedure and supplier evaluation criteria are defined.

Keywords: procurement management, supplier selection, supplier relationships, competitive advantages,
trade organization, supply chain, value chain, supplier selection criteria, inventory values
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BeBepeHune

OCTaBLLMKM — 4aCTb BHELLHEN MUKPO-
|_|cpeub|, HO MO OTHOLUEHUIO K camoMn

KOMMaHWM — 3TO OHO U3 BHYTPEHHUX
KOHKYPEHTHbIX MPENMYLLIECTB, TaK Kak kade-
CTBEHHbIV BbIGOP NMOCTABLUMKOB, ONpeaeneHne
OONrOCPOYHbIX (CTpaTermyeckix) CBA3en Bax-
Hbl A5 CTAbUABHOIO, SPIEKTUBHOIO GOYHKLIM-

OHMPOBAaHWS opraHM3aUny B Leno4ke co3aa-
HWSi CTOMMOCTMU.

Mo MHeHWo Npodbeccopa M. INopTepa, Npu-
3HaHHOro crneumanucTa B 061acT KOHKYpeH-
UMK, «BWAblI AEATENBHOCTM NO CO3[AAHMIO CTO-
NMOCTW OOJSKHbI 3aHOCUTLCHA B Takme Karte-
roOpun, KOTOPbIE Hany4YLLM 06pa3om npesd-
CTaBNAOT UX BKNAA B MOMyYEHNE KOMMAHUEN
KOHKYPEHTHbIX MpenMyLLiecTB» [7, c. 82].
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