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This structure of the comprehensive corporate |mamfolio of banks of Belarus is not optimal inres
of its flexibility to the level of risk and returProof of this is the statistics on enterpriseghia sphere of
agriculture: despite minimum profitability level.bP6), they account 14% of credit resources. Howetés fact
can be corrected for plurality of concessional Iaggrograms to this sector.

According to the analysis it can be concluded thatstructure of the loan portfolio is not optimtiis is
evidence of a correlation analysis, as well asutaled criteria of optimality of credit resourceusture.

Increasing the credit support to effective entegsiand usage of various economic sanctions, regluci
the amount of granted loans to enterprises thatod@se borrowed resources effectively can helppove the
flexibility of credit resources of banks.

Management of credit resources flexibility implias existence of financial tools to influence the
borrowers, if they do not comply with the termgiod loan agreement. Possible sanctions shoulddaclu

« increase in interest rates in case of overdue loan;

« application of penalties in case of failure to céynpith the loan agreement;

< imposition of economic restrictions, directly regfihg business activity of the enterprises;

« loans guaranteed by the parent organization, etc.

To reduce the credit risk level it is necessargxercise lending by money, which secured by goods a
services. To do this at the state level it is ne@gsto create a program of economic developmeetiid to
stimulation and increasing the production.

To improve the quality of the loan portfolio itasso necessary to implement following measures:

— formation of the loan portfolio in line with markconditions;

— selection of highly qualified personnel who al#eato assess properly the creditworthiness of the
borrower and estimate the risks associated witthitey

— development of a system of credit analysis p&ascontinuous monitoring for credit assets statu

Active use of the Credit Bureau database that deduinformation about all the loans. According to
international research results, the active usafofination from the credit bureau is able to redimeenumber of
problem assets in the assets subject to credjthisk2.8% [3].

An important activity for banks in the near futiseio increase credit support for effective entisgs and
use various economic sanctions, reducing the amoftihbans issued to entities that do not use bostbw
resources rationally. Implementation of programseafuction the numbers of credits that are asstiafth a
greater risk will reduce the level of credit risk general, have a positive impact on the qualitythaf
comprehensive corporate loan portfolio of bank#hefRepublic of Belarus.
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MARKETING: WHAT IT REALLY IS AND HOW TO DO IT

DMITRY LATYSHEV, INNA YELSHINA
Polotsk State University, Belarus

Real marketing, the kind that is successful, iglifing in the trenches.” It means the followingnitsé
(many of them are bad): meeting people who arepadicularly nice to you (some of whom you donilhe
like) face to face, writing reports, developing tamis, and working in a hospitality suit for 10 lewvhile you
have sore feet and are surrounded by people whdipsg, loose-tongued, and tight enough to thirdythre
funny. It is very hard work and quite unlike a Imesis where the customer comes to you.

In addition, there is the integration of advertisand public relations with sales and businesssplsales
goals (boggies), and the pressure to keep expelesas while productivity stays up and inventory stapwn.
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There is probably no other single discipline inesmerging business that is more misunderstood treaketing.
In addition, an emerging company has to add tdistof problems that many people don't know thenfi its
employees, and its products, plus the company nmighbave a good track record [1].

Still, there are ways to overcome these disadvastaQne way is to turn marketing into a total systd
synergistic business activity designed to plarcgyrpromote, and distribute products and servicextive and
potential customers. As such, the emerging comghould initiate marketing programs that encompass:

* Market definition

 Product planning

* Market research

» Research and development, plus manufacturindefhical service

» Competitive analysis
Distribution

« Advertising

* Public relations

» Sales promotion

» Sales

To effectively carry the market plan to fruitionreanager must utilize all of these company acésiti

The two cardinal rules for growth companies are:

1. Carve out a niche in the market (and then exjpanit).

2. Create a product mix that includes a mixturproflucts with long- and short-term payouts [2].

Customers’ needs and wants change, however, andyiegecompanies should keep abreast of these
changes by employing good market research.

There are various types of marketing researchvuat in price and value. Generally, if you are degal
with a reputable, small market research company w#oteric interests, you will get what you pay. far
product-market analysis, for example, might run 14,000, depending on the information required a
amount of field work. Obviously, a market reseagoing into plants and offices to gather data wdaddo less
expensive than your own people making sales calisit is one reason why sales reports and relatipnsh
management are vital tools in market research.

Every company should develop an understanding efstrengths and weaknesses of the competition —
especially the industry leaders.

In addition, the emerging company should perforgeléanalysis.

An emerging company should study the nature of riflationship between the number and size
distribution of competitors in a market (markeusture).

Trade shows can be the source of a great deal iifetitag information. This is an opportunity to Ieaa
great deal about your competition, and at the séme to meet a number of your customers who nightery
geographically dispersed. If you are active in ytade associations, the show is an opportunitynéet with
associates who may not be either customers or ditorge but who can provide significant information what
is going on within your industry.

The key word in selling is “benefit.” There mustdmme benefit, some reason presented to the khgér,
would induce him or her to purchase. We often thimknediately of satisfying the purchaser’s neeaulyh
price, logistical improvements, products advantage,

Don't forget that the person doing the purchasiag teeds that might be divergent from those of emwyip.
Sometimes satisfying his or her individual need&ants can be sale productive. It cannot be ovenasiped that in
the purchasing agent’s mind, the purchasing ageat important person and has needs and goals too.

The changes that take place often come quicklyn(@ectronics). Your product or service is prolyabl
unique and this fact offers some advantages. Howé&Vee man with something unusual to offer wilivalys
play second fiddle to the man who has nothing ferdjut the art of offering it!" [3].

To do business on an international scale is mangertimes complicated. The amount of management
time and effort necessary to do business internalipis exponentially greater than the resultsexcd.

Regardless of what business you are in, there pessibility that you can be affected positively or
negatively by foreign trade. To ignore this factasstick your head in the sand.

Obviously there is potential for offshore sales veha company’s product has some distinct advantage
over anything available in the foreign market. Ehér an opportunity in many cases for significaritigher
profit than what might be available in the domeastarket.

Another advantage to foreign trade is the potemtialbtaining raw materials or components at a fowe
cost than available domestically, thus improving ebmpany’s competitive position.

You must understand that your product must realyibique to be sold in many countries.

127



MATERIALS OF VI JUNIOR RESEARCHERS’ CONFERENCE 2014
Economics

In addition, if your product requires after-salepgort, you aren’t going to succeed with one person
part-time or full-time, spending his or her time arternational sales. You will require at least raa#f
department. Someone must be at home to answeelietters, and inquiries while the senior intéomel
marketing manager is traveling. For the compan Vihited resources and the potential for intevzdl sales,

a starting point is to encourage as many of youldiei and top management people as possible to make
international sales trips. Try your best to malesthsales trips enjoyable. Stay in good hotelsyelitand pick

up some of the cost of their recreation on weekelfidse employee’s wife or husband enjoys traeglcourage

the employee to take the spouse with her or hirspduse could be a real asset in foreign busindsst@nment

and in developing relationships. Let the individpalk up her (or his) air fare, and the company lsandle the

taxi and hotel costs. These costs are insignifit@mivo people over one.

In summary, whether you are marketing your prodimmestically or internationally, you must first
determine what your method or methods of distrdyutivill be. This question can best be answereddfiithg
what your business is and what your market is. Dforget to consider what after-sales support tuired.
Many sales are lost due to lack of follow-up — ey with potential customers — and lack of seevi
A company can ruin its reputation by "selling andgktting”. A company’s reputation is also openléaonage by
its using the wrong dealer or distributor [4].

Don’'t make long-term commitments initially. Allowourself the opportunity to make a change if you
made a mistake.
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Polotsk State University, Belarus

The term logistics has long been used to contra aptimize all flows, including information and
finance. The article discusses the new directiofogistics - logistics of financial flows and outsoing as a
management tool of financial flows in logistics tepss, showing the existing in the world practice
methodologies for assessing the economic effigiasfc handing over the business functions to other
organizations and examining their applicabilityBelarusian industrial enterprises.

The term "outsourcing" is derived from the Englisbrd combination “outside resource” meaning «the
use of external resources.” In the internationalifess practice, this term defines a sequencegaiaational
decisions, the essence of which is to hand oveedonrctions or activities, which was used by thgaoization
to implement itself, to foreign organizations s they say, to the "third party" [1 p.257].

In the West, outsourcing is understood as the pmoad handing internal divisions or units of the
company and all related assets over to the orgamizaf the service provider, offering to providecartain
service for a specified time at a set price [2 p.83

In other words, outsourcing means handing overttard-party various elements of activities presbyu
carried out within the company [3 p.11].

An important motive to use outsourcing of certaindtions is the possibility to reduce the overalts
by converting fixed costs into variable ones. Wimiléts own production constant technical and labase must
be maintained regardless of its load, receivingises forms only variable costs depending on thgreke of
capacity utilization [2 p.86].

In some cases functions and business processem@ancer is accompanied by the movement of the
company's assets. Outsourcing can be considerpdraef selecting in a separate proceeding, thatiome of a
subsidiary company, the sale of the assets to &mnat organization, followed by the acquisitionitsfservices
corresponding to implementation of the functionsbasiness processes being handed over. Thus, lisda t
party, i.e. the outsourcer in the implementatiothef outsourcing project can act an independenhg@aas well
as organization associated with the customer stbgreconomic and legal relations [4 p.64].
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