[lencnonHoe oOecrieueHne — BajKHEHIIass COCTaBHAsI YaCTh CHCTEMBI COIMAILHOW 3aIUTHI HACEICHHUS.
B GonpmmHCTBE cTpaH, B TOM umcie U B PecnyOnuke Benapych, QyHKIMOHHpYET pacnpenenuTeabHas Mo-
JIeNTb CUCTeMBI TIeHCHOHHOTO obecrieueHus: Pay As You Go: HacTosiee mokojgeHne paboOTHHKOB HAIIPABIISET
4acTh 3apa0OTaHHBIX CPEACTB Ha COJIEPKAHUE YTPATUBIIUX TPYIAOCIOCOOHOCTh WIEHOB 00mIecTBa. 3meHe-
HUE JeMorpaduyeckol CHTyalMd B MUPE MPUBEIO K KPU3HCY MEHCHOHHBIX CHUCTEM PAaCIpeeIUTEIBHOTO
trna. OCHOBHBIME MPOOIEMaMU Ha COBPEMEHHOM JTarle SBIISFOTCS:

1) medurnur GUHAHCOBBIX PECYpCOB NMEHCHOHHOW CHCTEMBI, B TOM YHCJE 10 MPUYHWHE CYIIECTBOBAaHUE
TEHEeBOW HKOHOMUKHU U He(hopMaIbHOM 3aHATOCTH;

2) coueTaHne HU3KOTO YPOBHS Pa3MepOB IEHCUH U BRICOKHX TapU(POB CTPAXOBBIX B3HOCOB;

3) HecoBIaIeHNE BO3pAcTa BBIX0/a Ha TICHCHIO C TIEPHUOIOM YTPaThl TpyAocrocoOHoCTH.[1]

OOBEKTHBHO CYIIECTBYET HECKOIBKO HAIIPABIEHUH pe)OpMUPOBAHUS IIEHCHOHHON CUCTEMBI:

1. YBenuueHnue HaIOTOB Ha (POH OILIATHI BBIIIE ONPEAETICHHOTO YPOBHS BEJET K MaJeHUIO JAEJOBOM ak-
TUBHOCTH M POCTY CEKTOPa TEHEBOH 3KOHOMHUKH.

2. YMeHblIeHUe pa3Mepa IIEHCHH CIIOCOOCTBYET POCTY COLMAILHON HANPSKEHHOCTH, TIOUTHYECKON He-
CTaOMIBHOCTH U HETPEACKa3yeMbIM ITOCIIEACTBHSIM IS SKOHOMHUKHU CTPAHBI.

3. IloBbIlIeHNE TTIEHCHOHHOTO BO3PACTa SIBJISACTCSI HEAOCTATOYHON MEpoil U MOXeT OBbITh 3()(HEeKTHBHBIM
IIpH YCIIOBUH JaJIbHEHIIero peopMUPOBaHUS IEHCHOHHON CHCTEMBI.

Haubonee nepcrekTHBHBIM HaIlpaBiIeHUEM SBISETCA TOCTPOSHHE MHOTOYPOBHEBOW IMEHCHOHHOM CHUCTe-
MBI, B KOTOPOH pacnpeeuTeIbHbI ypOBeHb IPU3BaH 00eCceYnBaTh MUHUMAaJIbHbBIE COLMANIbHBIC TapaHTHH,
a HaKOMUTEIHHBIA YPOBEHD MO3BOJHT MOMYYaTh JOMOIHUTEIBHBIA TOXO/ Yepe3 HHBECTHPOBAHUE ITEHCHOH-
HBIMU (POHIAMH YaCTH aKKyMYyJIHUPOBAaHHBIX CpelICTB. Hamnume HECKOIBKHX ypOBHEH crmocoOcTByeT Oosee
pPaBHOMEPHOMY pacIpeieTICHHIO PUCKOB B IIEHCHOHHO CHCTEME.

OCHOBHBIMH MHCTHTYTaMH HAKOMHUTEIBLHOIO YPOBHS SIBIISIIOTCSI HErOCYAAapCTBEHHBIE MEHCHOHHBIE (HOH-
11 (HIID), xoTopsle MpeacTaBIsIIOT cO00H 0COOYI0 OPTaHU3AIMOHHO-TIPABOBYIO (DOPMY HEKOMMEPUYECKOMH
opranmzanuu couuansHo obecneyenus. HIID BmpaBe ocylIecTBIATH HErocyAapcTBEHHOE M TpodeccHo-
HaJIbHOE TEHCHOHHOE olecredeHune, a Takke AEATEIbHOCTh B KaUeCTBE CTPAaXOBIIUKA 1O 00S3aTEIEHOMY
MeHCHOHHOMY cTpaxoBanuto. Cpenctsa, copmupoBannsie HIID, noanexat 0bs3aTensHOMY HHBECTHPOBA-
HUIO Yepe3 ympapisiolnyto koMmmnanuto. [lokazarenu nqoxoanoctu HITD Beiiie, yeM rocy1apcTBEHHBIX IEH-
CHOHHBIX ()OHIOB, OTHAKO UX PabOTa CONMpsKEeHa C OOIBIINMU PUCKaMH.[2]

Ha pasputne HII® BAMSAIOT CIOKMBIIASACS CHCTEMa HAJIOTOOOJIOKEHHUS, YPOBEHh KOHKYPECHIIMH MEXKITY
rOCyJapCTBEHHBIMH, HETOCYAapCTBEHHBIMH M KANITUBHBIMH IIEHCHOHHBIMH (POHAAMH, pa3BUTHE (PUHAHCOBO-
ro peiaka. Pons HIT® Bo Bcem mupe Bo3pacTaeT ¢ KaXKJbIM I'OJIOM, TaK KaK JaHHbIE MHCTUTYThI HE TOJBKO
o0ecrevnBaloT TpaHC(HOPMALIUIO HHANBHIYANBHBIX COCpEKEHUI B MHBECTHLIMH, HO M CIIOCOOCTBYET IMOBHI-
[IEHHUIO OOIIETO YPOBHS KU3HH B CTPaHE.

Jlutepatypa
1. Taiioyx, K., Yybpux, A., Jocyuuu, P. TlencnonHas cuctema benapycu: BEI30BHI M ITyTH UX IpeopoieHus. Hemenkas s3koHOMH-
yeckas rpynna B benapycu, mait 2008r. [OnektponHsiii pecypc]. — Pexxum moctyna: http://research.by/pensions.html
2. Baeynun J].A., @edomos B.H. Ponb HerocyqapCTBEHHBIX IICHCHOHHBIX (DOHIIOB B CHCTEME 00S3aTENIFHOTO MIEHCHOHHOTO CTpa-
xoBanus // @unance! n xkperut. — 2009, — Ne 18 (354).

©Iry
YUYET OBA3ATEJIBCTB OPITAHU3ALIUUA

M.JL ITTYIIIAKOBA, . 1. CAITIETO

At the present stage in the conditions of the socially-focused market economy the efficiency of functioning of the
enterprise depends on correctly made administrative decisions. The financial crisis and inflation immobilization of working
capital is particularly disadvantageous for the organizations. Therefore become more urgent optimization of debt management
as receivables and payables. At the same time under the prevailing economic conditions, it is difficult to work with
consumers, not giving them a deferred payment (commercial loan). The basis of the author's research on new conceptual
approaches to the justification of the economic content of the concept of "obligation" as an object of accounting in an
inflationary environment and insolvent organizations, as well as in connection with the development of national accounting
standards
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ABTOp CTaThU MpeJyIaraeT UCIOIB30BaTh B HAYYHOM O0OpOTE CIIeAyeT MPUMEHSTh: 005M3aTeIbCTBO KaK
rpakJaHCKOE MPaBOOTHOLICHUE, O(OPMIICHHOE TOTOBOPOM, B CHITy KOTOPOTO JAOJDKHHUK 00S3aHO COBEPIIUTH
B MOJIB3Y KPEIUTOpa OMpeeNICHHOE JCHCTBHIE 00 BO3AEPKATHCS OT OMPEICTICHHOTO JCUCTBHSL, a KPEAUTOP
MMeeT TPaBo TPebOBaTh OT TOJHKHHUKA MCIIOHEHHUS ero 0013aHHOCTH. VccneqoBaB IO puaINIecKyl0 H 9KOHO-
MHUYECKYIO TPAKTOBKH, CJIECIyET UCIOJIb30BaTh CMEIIAaHHBIN MTOJIX0/1, KOTOPBIH Mpe/roiaraeT U3MeHeHHe pe-
IBHOW BETTMYMHBI 0053aTENBCTB, a TAK)KE JaHHBIA MOAX0J OyAeT UMETh pelaroliee 3HaYeHHe MPH OLCHKE
ee (PMHAHCOBOTO COCTOSIHUS, 0OCOOEHHO TIPH OIPEJIeIeHHH e€ (PMHAHCOBOTO COCTOSHUS, 0OCOOEHHO IIPH OIpe-
JIETICHUH PEHTA0CIIEHOCTH.

ABTOpOM paboThl 000CHOBAHO TPEATIOKEHUE MPUMEHEHUS B YYETHO-aHAJIMTUYECKOW MPAKTHKE KIIACCH-
(bukarmu 00s3aTeIbCTB 10 CTENICHU MPU3HAHUS B OallaHCce M PEKOMEH IOBAHO TMOJIpa3IelsiTh 00sA3aTeIbCTBa Ha:

1.bamancoBbie (pakTHIeCKre), KOTOPHIE HEOOXOIMMO OTPaKaTh BO 2 pa3jelie OalaHca B 4acTH JeOUTOp-
CKOM 3aJI0JDKEHHOCTH B 4 pazziene OalaHce CTPOKH B COOTBETCTBHH ¢ THIIOBBIM TUTAHOM CUETOB PecmyOmuku
benapycs.

2. 3abanaHcoBBIC, KOTOPHIE OTPaXArOTCS HA 320aJTaHCOBBIX CUETaX.

3.YcroitunBsle 0043aTeIbCTBA, KOTOPhIE HEOOXOIUMO OTpa)kaTh B YACTH YCTOWYHMBBIX aKTUBOB M MAcCH-
BOB Ha 3a0anancoBbix cuetax 019 «YcroitunBeie o0s3aTenpcTBa 1e0UTOPoBY», 020 «YcToYnBEIE 0053aTEINb-
CTBa Iepel KPeAUuTOpaMu».

4. Pe3epBHBIE, KOTOPBIE OTPAXKAIOTCS KaK pe3epBbI MPEACTOSIINX pacXo 0B Ha cuere 96 «Pe3epBbl npe-
CTOSIIIIUX PACXOIOBY.

TunoBeM mnaHoM cuetoB PecrryOnmku bemapych u MHCTpyKIHeH MO €ro MPUMEHEHHI0 He TPeIyCMOT-
peHBI cueTa Ui ydeTa 00sS3aTeNbCcTB, 00eCTieueHHBIX IeHHBIMH Oymaramu. Ha OCHOBaHHH BCETO BBITIIEH3-
JI0KEHHOT0, aBTOp paboThI MpeiaraeT Ha3Barh 6 pasnen TumoBoro miaHa cuaeToB «O0sS3aTeNbCTBaY, a Tak-
K€ BBECTU aHAIMTHYECKHE CUeTa K JaHHBIM cyOcderaM (B 4acTH AEOMTOPCKOW M KPEOUTOPCKOM 3a10JIKEeH-
HOCTH). ABTOp CTaThH IpeIaracT BBECTH JIOTIOJHUTEIBHBIE CHHTETHYECKHE aKTHUBHO-TIACCHBHEIE CUeTa, Ha
KOTOPBIX OyAeT oTpakaThes nHpopmarms 00 00s13aTeNbcTBaX, 00€CIIEUeHHBIX ITEHHBIMI OyMaramu, B pa3pe-
3¢ KaXAOro BUIA LEHHBIX Oymar. Tak, ciegyeT ans ydeTa KpaTKOCPOUHBIX BEKceJeld BBECTH cueT 64
«KpaTtkocpodHble BeKcels», s ydeTa JOJTOCPOUYHBIX BEKCENIeH — COOTBETCTBEHHO cueT 65 «/lonmrocpou-
HBIE BEKCeIlsI», a IS ydeTa 00s3aTeNbCTB M0 OONHTalHuiIM U apeH/ie — COOTBETCTBEHHO cueTa st 72 «Jlom-
TOCPOYHBIE 0053aTENBLCTBA 10 o0HranusamM» 1 74 «Jlonrocpounble 00s3aTeNbCTBA [0 apPEHARY.

Ecnu npeanpustie exxeMecsYHO HAaKaIUIMBaeT 00s3aTelbCTBA, TO HEOOXOAMMO 3aCTaBUTh €ro paciiia-
TUTHCSA. DTOMY CITOCOOCTBYET 3a0aTaHCOBBIN YYET YCTOMYHUBHIX aKTHBOB M YCTOHYHMBBIX ITACCHBOB, KOTOPHIN
NPUBEACT K MOTAIICHUIO YacTH 00s3aTeNIbCTB opraHu3anuu. J{ias 3Toro HeoOX0AUMO OTpaxkaTh MH(opMa-
U0 00 yCTOWYMBBHIX MAacCHBax M aKTHUBax Ha 3abaiaHcoBbIX cueTax 019 «YcrolunBble 00s3aTENbCTBA JIe-
outopoB», 020 «YcToltunBeie 00s3aTenbCTBa repen kpeauropamuy. Cuet 019 «YcroitunBeie 00s13aTeNBLCTBA
JeOUTOPOB» TpeIHA3HAUCH I 0000IIeHNST HHPOPMAITHH 00 YCTOWUUBEIX 00s3aTEIbCTBaX ACOUTOPOB, IS
NPEOCTABJICHUS IOTIOITHUTENBHO CIIPAaBOYHON HH(OPMALIMU 00 yCTOWYHMBEIX 00sI3aTENbCTBAX AEOUTOPOB.

OBI'DY
CUCTEMA JIOSIVIBHOCTH KAK OCHOBA ®@®EKTUBHBIX MAPKETHHI'OBBIX
KOMMYHUKAIIUU KOMIIAHUA

E. C. 'O/IOMA30BA, O. A. MOPO3EBUY

The effective communication process is a necessary condition of successful existence in the B2B market. The
communication strategy is developed on a basis of the client focused approach; it means the loyalty of clients is a
business basis. The loyal client is an important capital for the company: the attached clients make profit, they have
«safety factor», it is much more difficult to them to leave the supplier, both from the material and from the emotional
point of view. The tool «Pyramid of loyalty» is used for the best understanding what factors of loyalty make the greatest
positive impact on the clients at each stage of their life cycles
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Ocy1ecTBisiA CBOIO ACSITENBHOCTh B YCIOBUSX CTPEMUTEIBHOIO Pa3BUTHSI PHIHKOB, MOSBICHUS HOBBIX
TOBapoOB, MH(POPMAIIUU, TEXHOJOTHH, KaUYeCTBEHHOTO W KOJUYECTBEHHOIO POCTa KOHKYPEHTHOW CpEHIbl,
MIPEIPUATHS BEIHYKICHBI 00ECTIeUYUTh CUCTeMy d(PPEKTUBHBIX KOMMYHHUKAIIUH CBOero OM3Heca ¢ moTpedu-
TeJIeM M BHEITHEH cpenoi B 1enoM. KoMMyHHUKAITMOHHAS TTOJIUTHKA MPEACTABISIET COO0H OHY M3 BasKHEH-
mux cdep AeSITENPHOCTH MAapKeTHHTa W WUTPAaeT KIIOYEBYIO POJIb B YCHENIHOW JesSTeNbHOCTH (UPMBI Ha
peiEke. CrcTeMa MapKETUHTOBBIX KOMMYHHKAIIMK JaeT (prupMe BO3MOKHOCTh MTPOUHGOPMHUPOBATH MOTPEOH-
TEJSl O CBOEM CYLIECTBOBAHUH, 3asIBUTh O CBOEM TOBApE, €ro MO3UIIMHU HAa PHIHKE, & 3HAUMT, CIIY>KUT €AUMHOU
LI MapKeTHHTa — YJOBJIETBOPEHHS MOTPEOHOCTEN OTpeOnTEIeH.

Ha prrake B2B, yuactamkom kotoporo spisercs kommnanus «KAPEKC», koMMyHUKaIMOHHEIE CTpaTe-
UM pa3pabaThIBAIOTCS HA OCHOBE KIIMEHTOOPUECHTHUPOBAHHOTO MTOIX0/Ia, TJI¢ OCHOBOW OM3HECa SBISICTCS JIO-
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