PO3MOJIOM 1 IPOCYBaHHSM, 13 3a0€3MEUEHHSIM KOHKYPEHTOCIPOMOKHOCTI TOBAapy B
IIJIOMYy; QJIanTUBHOCTI, IO BIAOOpaka€ 3AaTHICTh aNTEYHOI OpraHizamii g0
IPUCTOCYBAaHHS B YMOBaX 3MiH.

3 METOI0 CHHXpOHI3allli BUOOPY KEpOBAHMX MapaMeTpiB alTeyHOI OpraHizalii
BIJIMOBIAHO /10 aTPUOYTUBHUX BJIACTUBOCTEH JIIKAPCHKUX MpernaparTiB, B TOMY YUCII 3
Nepesiky MIHIMAaIbHOTO AaCOPTHUMEHTY, HaMH 3 BHUKOPUCTaHHSIM TEOPETHUYHUX
pO3po0OK B 001aCTI MApKETUHTY CIIOKMBUMX BJIACTUBOCTEW TOBapy [2] 3amponoHOBaHa
MOJIeTIb, SIKa € OCHOBOIO JUIS NPUHHATTS PIIIeHb MO ONTUMIi3allli acOPTUMEHTHOI
MOJTITHKY B BiTHOIICHHI MiHIMQJIbHOTO AaCOPTUMEHTY JIIKAPCHKUX TIPETapaTtiB.

CuHXpOHI3aIliI KEPOBAaHUX MapaMeTPiB MPOBOJUTHCS 3 METOIO 3aJ0BOJICHHS
MOMUTY KIHLEBUX 1 MPOMIKHHUX CIOKMBAYiB JIKAPCHKUX MpemnapariB, 3a0e3meueHHs
MO3UTHUBHOTO EKOHOMIYHOTO pe3yJibTaTy MHpU peasizaiii acOpTUMEHTHHX MO3UIIN
MIHIMaJbHOTO ACOPTHMEHTY, JOTPUMAaHHS IHCTUTYIIHHHX HOPM OOITY JKapChKHUX
npenaparib.

3anponoHoBaHa MOJIeNb CUCTEMH aJalTUBHOTO YIMPABIIHHS, sIKa SIBJISIE COOOIO
CYKYMHICTh JDKEpEJ HEBU3HAYEHOCTI AaCOPTUMEHTY MIHIMAJIBHOTO aCOPTUMEHTY
JKApChKUX TpenapariB, IMOKA3HUKIB XapaKTEPUCTUKH PETIOHAJIBLHOTO  PIBHS,
30BHIIIHIX 1 BHYTPIIIHIX pe3epBIB ajanTailii, BKIIOYAIOUM TakKi IIXOIU, SK:
BU3HAYCHHS (hIHAHCOBOTO HABAHTAXXEHHS MPHU BKIIOYEHHI JIIKAPCHKOIO IMpemnapary B
MIHIMaJBHUM aCOPTUMEHT amnTe4yHOi opradizamii; iAeHTUIKaIsSd MIHIMAJIBHOTO
ACOPTUMEHTY Ha OCHOBI KaTErOpiiiHOr0O MEHEIKMEHTY.
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Due to the high local concentration of pharmacy organizations, competition in the
pharmaceutical market is becoming more and more intense. Loyalty of personnel is a
prerequisite for growth and increase of economic efficiency of a pharmacy
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organization. In the -evolutionary development of modern large pharmacy
organizations, the leading role in managing staff loyalty is played by personnel policy,
in particular, training of pharmaceutical specialists. The main objectives of training
pharmacists are: improving the quality characteristics of staff, increasing
competitiveness and economic efficiency of the pharmacy organization. At the initial
stage of loyalty management it is necessary to assess the training needs, namely to find
out who and what to teach. Training needs are established through the assessment of
qualitative characteristics of the staff.

Definition of qualitative characteristics of pharmaceutical specialists is a key
point in many other functions of personnel management: personnel selection, business
evaluation of personnel, development of organizational structures, staff and job
descriptions, loyalty management. The main qualitative characteristics of
pharmaceutical specialists are competence, motivation and loyalty. Each of them
should be analyzed. These qualitative characteristics are in close relationship with each
other.

Competence, as a rational combination of knowledge and abilities of the
investigated pharmacy organization, was assessed by the method of calculation of
weighted average assessments, obtained by self-assessment of personnel and by the
results of testing. The weighted average assessment of the personnel of pharmaceutical
specialists of the pharmacy organization was 56.5 points (out of 100 maximum), which
corresponds to the «highy level. The knowledge sections «order of drug supply» — 73.5
points, «synonymous replacement» — 73.2 points, «acceptance of goods» — 70.5 points,
«actions with inappropriate products» — 66.3 points, «procedure of storage of
pharmaceutical goods» — 65.0 points deserved high marks. At the same time, not all
sections of knowledge have earned equally high scores. Knowledge of cash discipline
(34.4 points) and psychological techniques to overcome customer objections (34.1
points) related to the sales process received a linguistic score of below expectations. At
the same time, it should be noted that the group of the most demanded was knowledge
related to operations with goods (demand rating — 52%), and the least demanded — to
communication with the consumer (demand rating — 17%). According to many
scientists, the competence will not be of use to the pharmaceutical organization if
employees with a certain level of competence are not interested in implementing it
with maximum efficiency.

Conclusions. It was found that employees of pharmacies participating in the study
have a high level of competence. High level of competence allows to consider that
increase of pharmaceutical personnel loyalty is a sufficient condition of economic
efficiency of social technology of pharmaceutical personnel management. The most
Important motivational needs of pharmaceutical personnel are material, the need for
socially useful work, the need for recognition, a clear structuring of work, growth and
development, in good working conditions. Employees aged 46 years are the most loyal
among other groups of employees; employees aged under 26 years are the least loyal,
which indicates that there are problems with pharmacy managers in managing
employees in this age group. To manage loyalty, experts prefer the least time-
consuming and most familiar ways, while noting the important role of the head of the
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pharmacy in the formation of loyalty of pharmacists and pharmacists. The least
preferable for experts are the activities of the subsystem «career management», which
Is explained by the greater labor intensity of these activities.
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[TommmpeHHsT MpPaKTUKA BUKOPHUCTAHHS 1H(OpPMAIWHUX 1 TEIEeKOMYHIKalIMHUX
TEXHOJIOTI B MEIUIMHI Ta dapmallii CHpusiIo PO3BUTKY JUCTAHIIIMHUX CHOCOOIB
nepenadyi gaHuxXx. B 00ir BBeAeHO BIJHOCHO HOBI TIOHATTS: TEJIEMEAHWIIMHA Ta
Tenedapmartis.

CroyaTky TOHSTTS «Tenedapmallis» BUKOPUCTOBYBAJIOCS JII OMHUCY MPOIECY
JUCTAHI[IMHOTO 3aMOBJICHHS 1 OTPUMAaHHS JIKapchKuX mnpenapaTiB. OgHak B
MOJIaJIBIIIOMY CIIEKTp 3aBAaHb MOYaB PO3IIMPIOBATUCS.

QapmarieBTHYHa mociayra — Qopma QapmaleBTUYHOI AISUIBHOCTI, B SKIA
3a/I0BOJIbHSETHCS KOHKPETHA MOTpeda maiieHTa abo MenuyHoi oprasizauii. [Ipuyomy
dbapmaineBTHUHA JOTIOMOTa BH3HAYEHA SIK HE TOJIOBHA, a JI0JAaTKOBa (apMaleBTUYHA
mociayra, 1Mo TpeacTaBisie co00l CUCTeMy JIiKapchbKoro, iHQopmariiiHoro Tta
OpraHizamiifHO-MEeTOANYHOTO 3a0e3MeUeHHsT AKOCTI (papmakoTreparii KOHKPETHOTO
MaIi€HTa 3 KOHKPETHUM 3aXBOPIOBAHHSM.

Ha mpaktuii B 6arathox KpaiHax tenedapmaiiisi BAKOPHUCTOBYETHCS B PalOHHHX
anTekax B SAKOCTI IHCTPYMEHTY OIEpariiHol TISIBHOCTI 1 JJis  HaJaHHA
dapmareBTUUHUX TOCHyr mamnieHtaMm. Hampuxman, B Kanagi BHKOpHUCTOBYETHCS
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