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FORMATION AND IMPLEMENTATION OF COMPETITIVE
STRATEGIES IN PHARMACEUTICAL COMPANIES

Abstract. The aim of the article is to study the features of the formation and implementation of competitive
strategies in pharmaceutical companies based on the assessment and organization of a competitiveness management
system. The paper substantiates the significance of the problems of competitiveness, pricing and marketing policy of
distribution companies in the pharmaceutical market. The authors of the article adhere to a systematic method of
research and consider the competitiveness management of pharmaceutical enterprises as a system. The object of the
study was the global pharmaceutical distribution companies present in the Kazakhstan market. By studying their
competitive strategies, the authors revealed the features of their functioning on the Kazakhstan market, as well as
identified the risks associated with changing and managing the pricing policy of the studied companies. The specific
features of the functioning of the enterprises under investigation revealed in the work made it possible to identify the
main components of the analysis of the external environment of the distribution company. The authors describe the
stages of developing a competitive strategy for a pharmaceutical distribution company and develop measures to
further operate and adjust the strategy to take into account new conditions.

Key words: pharmaceutical market, distribution industry, pharmaceuticals, competitive strategy.

Introduction. The contemporary state of Kazakhstan pharmaceutical market imposes on its partici-
pants tough requirements on elaborating a behavior strategy that would ensure stable development of a
certain enterprise under the conditions of constantly changing competitive environment, enhancement of
pharmaceutical companies competitiveness, enlargement of its capabilities to operate under stiff compe-
tition.

Despite the availability of enough number of researches that contributed significantly to the deve-
lopment of theory and practice of enterprises management, the peculiarities of competitive strategies
elaboration for pharmaceutical enterprises are underexplored. In addition, new market conditions, the
volume of activity types implemented by pharmaceutical enterprises, specifics of the pharmaceutical
drugs variety require more detailed investigation and elaboration of competitive strategies able for flexible
reaction on internal and external environment changes, and achievement of high level of competitiveness
in short- and long-term perspective.

Methodology of investigation. During the implementation of the work the methods of system
analysis, abstract and logical method, the method of monograph research, the method of comparative
analysis, and organizational and structural modeling were used; this allowed achieving necessary pro-
foundness of the research results and conclusion soundness.

The main body. The companies that manufacture the pharmaceutical drugs, medical goods, health
and hygiene items, galenicals etc. often apply the strategies of differentiated, undifferentiated, concen-
trated marketing [1, p.66]. Down to the beginning of XX century, there was no urgency to manage the
promotion of pharmaceutical goods and other items used in medical practice and manufactured at the
pharmaceutical market. To manufacture the distribution products it was enough to have a patent allowing
for pharmaceutical drugs advertising and selling. The initiator of marketing application in the medicine
was a professor of the pharmaceutical college of Texas University, R.A. Gosselin who in 1962 made a
proposal, and in 1966 the “Certified Medical Representation (CMR) Institute, Inc.” started the training of
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pharmaceutical sales agents [2, p.45]. During the period of the distribution products promotion to the
market a lot of pharmaceutical companies forming its sales policy due to the trade channels that include
distributers and dealers, or focused on dealers only without creation of the own sales network were
established. The dealer companies investigate the market of manufacturers and consumers to reveal free
niches for the development of new types of services. The drugs and items promotion activity manufac-
tured by the enterprises of distributor industry enlarge the market offer of the manufactured goods due to
the active operation of dependent and independent companies specializing on rendering of various trade
and mediation services (wholesale supply, small-scale wholesale etc.) [2, p.45].

The opportunities for the development of new tendencies in the trade and mediation activity on
promoting drugs and items manufactured by enterprises of distribution industry became possible due to
the current strengthening of participants interests confrontation within the format: “manufacture —
distribution — exchange — consumption” of the distributed products.

All corporations engaged in the manufacture are aimed at reimbursing of expenses spent on research
and development, and therefore strive for high profit allowing for further research works and creation of
new pharmaceutical medicines. Under the conditions of the strongest pressure on the side of companies
that copying them during the promotion the various instruments are used. The expensive promotion
causes high cost of pharmaceutical drugs and negative reaction on the side of the State that, due to this,
has to constantly increase the budget of the healthcare programs. From time to time there are corrupt
trials, these are the cases when the patients’ health incurred grievous harm as a result of new pharma-
ceutical drugs intake, and this, for sure, influences on the reputation of this or that company, and on the
actions of the regulatory system that is responsible for the content of the game rules in the pharmaceutical
products market [3, p.41].

The foreign pharmaceutical companies during several recent decades applied a model allowing, at
common increase of demand on pharmaceutical products, profiting insignificant margin comparing to the
companies-originators. Among these companies, the leading is the world distributor company Teva that
exists in Kazakhstan market, and in the market of distributor companies of other CIS countries.

The results of the investigation on forming process and implementation of the competitive strategy of
Teva distributor company showed that under the conditions of continuing forming of pharmaceutical
market in Kazakhstan the strategy of concentrated or target marketing is less reasonable than previous. In
opinion of Reikhart D.V. the pharmaceutical companies try to avoid it as this excludes completely an
opportunity of any diversification [3, p.41]. The high level of pharmaceutical companies’ infrastructure
the Head offices of which are located in the economically developed countries, plus financial stability of
these companies allow applying different options of the marketing strategies. For example, the undifferen-
tiated marketing is applied by such leaders of the world pharmaceutical business as Pfizer company
(USA) the stock of which has innovative antibiotics, anti-inflammatory medicines, psychotherapeutic
medicines, cardiovascular medicines, diabetic treatment medicines etc.; Austrian company R. Bittner
GmbH; Johnson & Johnson (USA) company that promotes the pharmaceutical medicines, diagnostics
means, medical equipment [4, p.15].

The high-tech products include the manufacture of medical equipment, healing remedies, and these
are not necessarily the medicines aimed at treatment of cancer or AIDS [5].

The development of the distributor sector in the field of high technologies is not only due to the
manufacture of pharmaceutical medicines used for treatment of cancer diseases, heart diseases and other
new medicines applied for treatment of the currently rare and fatal diseases. And this is proved by the
results of WHO data analysis on the structure of medications consumption. This analysis testifies that the
largest volume of purchases falls on painkillers, medicines taken against diseases connected with different
infections, etc. Therefore, the development of high-tech manufactures of medicals for all spectrums of
action is still topical. However, the development of new manufactures as well as production of new me-
dicals under the formed distributor competitive medium is connected with high risks at the consumer
market.

Despite the high risks in the distributor activity the creation and support of this kind of manufactures
is one of the ways on ensuring the national safety the same as the national policy on medicals issuing to
persons having grave health problems and registered for medical reasons.

This approach to the national policy in Kazakhstan narrows the frames of retail sales market and
leads to strengthening of competition in promoting the pharmaceutical products that in most cases cannot
18
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be implemented by the companies itself due to high costs, but that is an integral component of the com-
mon corporate strategy.

The selling specifics of pharmaceutical companies items, due to peculiarity of products created by
them, is reflected in the mechanism of the business entity strategy development, it does not exclude the
general principles of its forming, but strengthens the significance of the effective competitive strategy
elaboration that includes the integrity of definite actions of a company in the market covering the
elements of marketing together with market and volume characteristics, and are implemented under the
general corporate strategy.

Focusing on the significance of the competitive strategy for business entities in the field of distributor
activity, the motivation of this focus is that in the contemporary practice, independently on the trend and
field of activity, the competitive strategy is a weighty instrument as its implementation influences on
solving of a wide range of problems urgent for the business entity [6, p.11].

Thus, the elaborated competitive strategy of a distributor company includes, first of all, finding of
resources becoming clear during the implementation of successful projects. The successful implemen-
tation of projects reveals the possible resources also that cannot be foreseen quite accurately, therefore
while elaborating the competitive strategy the generalized phrasing of results is used.

The market tendency in the field of distributor activity shows that the traditional fields of macro- and
micro medium analysis should also include the analysis of mesic environment as the scale of competitors
activity is beyond the frame of influence at macro- and micro levels, and globalizes the significance of
companies’ activity [7]. To show the analysis components of business entity external environment in the
field of distributor sector it is necessary to construct in figure the specifics of external environment
investigation objects content.

External environment of distributor company

v v
Direct effect factors Indirect effect factors
v v v
Micro environment Macro environment Mesic environment
v v v
- consumers; - political factors;
- suppliers; - economic factors;
- competitors; - social and culture factors;
-personnel; - technological factors;
- laws and national authorities - inventions and discoveries

Components of external environment analysis of business entity in the field of distributor sector.
Note: compiled by the author basing on reference [8]

The specifics of pharmaceutical manufacture is that it produces the original medicals and analogues
or generics that have not been investigated completely so far. However, the price of generics makes them
of primary demand and production due to impossibility or unavailability to purchase the originals. By
strengthening the competitive strength at separate segments of pharmaceutical market this segment of
business environment of companies requires flexible strategic policy, and thus implies the introduction of
efficiency estimation procedures of the selected and earlier developed strategy of the pharmaceutical
market entity. Therefore, while developing a strategy it is necessary to analyze the results achieved by a
company, to correct its behavior at the given niche of the selected market segment. Thus, to elaborate a
strategy it is necessary to assess already introduced strategy for its total change or correction; it means that
for the active distributor company it includes 8 main stages:

1. Mission and corporate-wide strategy of a company development.

2. Setting of tasks to struggle against competitors.

3. Acquisition and analysis of data on the state of external and internal environment of the company.

4. Selection of the best strategy in view of the competition.

5. Analysis of the selected strategy.
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6. Implementation of the competitive strategy basing on the strategic plan.

7. Analysis of results.

8. Correction of the existing strategy or development of a new one that will be more successful for
implementation of tasks on achieving a company goal [9, p.187].

In general view, the activity of companies focused on the medicals promotion in the market or trade
and mediatory activity requires knowing the manufacturers of pharmaceutical medicines needed to a
consumer. If a company-manufacturer investigates the market demands to adjust the production and starts
it only when it is sure in its competitiveness, the independent dealer company also estimates the market
demand, but considering its saturation with goods — originals and analogues proposed by its direct
competitors manufacturers, and the share of definite preferences to activate the process. Therefore, the
development of the competitive strategy of companies focused on medicals and other pharmaceutical
items promotion has its own specifics and does not exclude the base that is the strategic analysis.

The strategy of differentiated marketing is applied, for example, by GlaxoSmithKline Company
(USA) providing the innovative prescribed and not prescribed medications, products for hygiene and
disease prevention, vitamin energy drinks. The pharmaceutical markets of many world countries accept
positively such medicaments of the company as Panadol, Coldrex in in different modifications. The
strategy of concentrated marketing is usually applied by companies that produce the medicals for definite
category of consumers. An example of this tendency is the distributor company Novo Nordisc — the
leading manufacturer of insulin [2, p.43].

The development of pharmaceutical market led to the strong holding of positions by the companies
from the USA, France, China, India, and other world countries. During the recent five years and in 2018
the leading position belonged to Pfizer Company (USA) with sales volume on the level of 47.6 billion
dollars. Its main competitors are Swiss companies Novartis with sales volume 42.8 billion dollars, and
Roche with sales of 42.4 billion dollars. The following companies improved its position and kept the
competitiveness: Johnson & Johnson with sales at the level of 39.9 billion dollars, French Company
Sanofi with sales volume 38.2 billion dollars, and after that Merck&Co Company (beyond the USA —
MSD), GlaxoSmithKline, AbbVie, Gilead, and Bayer. Teva [2, p.43].

If we consider the effectiveness of the selected behavior reflected in the corporate strategies of com-
panies, it is necessary to note that if the prediction of Pfizer and Novartis Companies leading position was
fulfilled and the companies kept its positions until the end of 2018, and despite that Roche Company is
ranked third, its activity is not as operative as predicted.

Numerous unpopular management solutions lead to the fact that a range of companies, while keeping
its positions at the pharmaceutical market lost its positions by individual competitive advantages. For
example, the Israeli Company Teva experienced significant financial difficulties in 2018 to solve which it
used such unpopular measures as reduction of staff and closing of plants.

Thus, under the stiff competition at the pharmaceutical market the unpopular and ineffective strategic
managerial decisions lead to the loss of competitive advantages and positions of a distributor company at
the given market. The stiff competition at the pharmaceutical market aggravates due to appearance of new
participants producing innovative medicals using less expensive and more progressive technologies of
production.

Considering the corporative strategy of the French Company Sanofi it should be noted that its com-
petitive advantages are constructed on the base of managerial decisions focused on reduction of expenses,
and distributor products suggestions to consumers at acceptable prices. Sanofi Company should resolve
all these issues and create effective barriers to protect its competitive advantage.

The key issue of the competitive policy is confrontation to threat of new participants’ appearance in
the market. The managerial board the Sanofi Company renews constantly the range of products and
extends the services provided to a consumer. At the same time, the managerial board assumes that due to
the development of new products and services, the company attracts new consumers and increases the
share of permanent consumers of its products that have a chance to choose necessary medicals among a
variety of items produced namely by this company. Despite that the enlargement of production can lead to
the scale effect, the company managers assumes to avoid it by decreasing the fixed price.

The building of capacity at simultaneous decrease of expenses on research and development will
allow the company to optimize the prices. Consequently, in opinion of the company managers, new
participants less likely will enter the dynamic industry of distributor sector already having the permanent
20
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players such as Sanofi and other companies. This decreases significantly the window of extraordinary
profit for new companies putting off new players in the sector [10, p.102].

One of the instruments of the competitive strategy implementation in Sanofi Company ensuring its
leading position in the market is a work with permanent suppliers that are also leading in their segment of
the market and are able to decrease the margin that Sanofi can earn in the market. The large suppliers in
the field of healthcare use its negotiation capabilities for obtaining higher prices from the manufacturers
of medicals of the main field. The general effect of higher negotiation position of suppliers is that it
decreases the common profitability of large manufacturers. To optimize the prices for delivery of items
and raw materials for medical production, Sanofi Company constructs an effective scheme of supplies
with large number of suppliers that provides an opportunity for maneuver and selection of counterparts
with price proposals beneficial for it. The company has developed the sales policy that includes suppliers
focused on arrangement of business the only goal of which is promotion of medicals and other products of
manufacture used by the treatment practice, and specific suppliers whose business depends on the com-
pany. One of the lessons the Sanofi can learn from Walmart and Nike is that these companies developed
the outsourced manufacturers whose business depends on them only by creating a scenario when these
outsourced manufacturers have significantly less negotiation strength comparing to Walmart and Nike
[10, p.102].

As one of the main instruments of competitive positions protection and forming of the competitive
strategy, Sanofi Company uses the model of five competitive forces by M. Porter that allows obtaining the
complete pattern of the things influencing on the profitability of the organization at medical manufac-
turers of large sector. The analysis allows determining the tendencies of the status change and estimate the
competitive positions at early stage; it also allows the quick response on negative changes to use all
instruments of management to minimize the economic losses.

The effective application of the competitive strategy allows “STADA” Arzneimittel AG keeping its
position at the pharmaceutical market for more than hundred years. Despite the long activity it continues
to be the main trender for all who is engaged in producing of generics. The company, in the German
manner, is conservative and accurate, but open for innovations, that provides STADA an opportunity to
remain stable and achieve the set tasks at every issue. The main competitive advantages of the company
that it keeps to the present day are the quality and wide range of products that counts more than hundred
items that allowed the company taking the award “Global Generics & Biosimilars Awards -2018” in
2018. It should be noted that the foreign pharmaceutical manufacturers has no specific arrangement of the
sale due to the features of this market segment regulation. However, this is especially important for the
product promotion produced by medical companies as the implementation of the competitive strategy
assumes that the market capacity and other indicators estimating the prospectivity of the distributor
company activity will be fulfilled [11].

The features of the competitive strategies of pharmaceutical companies

Innovations

that counts more than
hundred items.

ning higher prices
from the manufac-
turers of medicals.
Strategy — price
advantage

of produc-tion
capacity

Komnanuu
Strategy . .
components <<S_TA_DA>> Sanofi Teva GlaxoSmlthKlmg (USA),
Arzneimittel AG. Novo Nordisc

Work with The main trender for | The large suppliers in | Reduction of staff Provides the innovative prescribed
permanent generics. Strategy — the field of healthcare | and closing of and not prescribed medications,
suppliers; the quality and wide | use its negotiation plants. Strategy — pro-ducts for hygiene and disease
Wide range; range of products capabilities for obtai- | optimization of staff | preven-tion, vitamin energy drinks.

The phar-maceutical markets of
many world countries accept
positively such medi-caments of the
company as Panadol, Coldrex in in
different modifications.

Strategy — differentiated marketing

Note: compiled by the author.

Considering the experience of forming and implementing of the competitive strategy it is obvious
(table) that it can be applied for development and establishment of pharmaceutical companies in
Kazakhstan, and it also provides an opportunity to form the activity of the business entities on promoting
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the products produced by the leading pharmaceutical dealers making important that namely independent
dealer company is an object of investigation.

Indeed for companies carrying out the independent trade and mediatory activity the development of
the competitive strategy is a special aspect of the strategic planning. This is mostly due to the fact that
independent trade and mediatory companies are more sensitive to the appearance of new products in the
market, to fluctuation of manufacture prices, and to the lack of long-term connections or impossibility of
its operation with the manufacture companies due to regulatory barriers or even as a result of irrational
forms of supplies and its scale etc. It is clear that companies promoting the distributor products are
focused on acceptable conditions of manufacturers’ sales policy [12, p.3].

Conclusion. The construction of the effective system on managing the competitiveness of phar-
maceutical enterprises requires efforts on solving the strategic and tactic tasks of competitiveness mana-
gement aimed at ensuring the sustainable competitive position at the pharmaceutical market. Therefore,
while developing the competitive strategy it is reasonable to apply a system approach assuming the
integration of managing, managed, target, provision and functional subsystems able to fit the external
environment conditions.

All data that can be acquired and structured in the process of the competitive strategy development
provide an opportunity to the top management of the company and to those who will implement the
strategy directly to see clearly the market situation, company position in it, and really imagine the ability
to achieve the set goals. After that the competitive strategy acts as an executive document that concen-
trates all resources necessary to follow the strategic points. At the same time, on the base of the conducted
analysis on the past activity, a company can constantly improve and enlarge its sphere of activity, respon-
se to the market changes, strengthen its positions and become a possessor of new markets and niches.

P. O. ConimbaeBa, A. A. Taraii, A. By1am6aes, K. Meiipamoex
«AnMaTe yHHBEpcuTeTi, Anmarsl, Kasakcran

DOAPMALNEBTHUKAJIBIK KOMITAHUAJIAPABIH BOCEKEJIIK
CTPATEI'UAJNAPBIH KAJIBIIITACTBIPY )KOHE KY3EI'E ACBIPY

AHHOTanMsl. 3epTTey TaKbIPbIOBIHBIH ©3EKTUIIr (hapMaleBTHKAJIBIK KOCITOPHIHIAPABIH IIIKI KOHE CBIPTKBI
OpTaHbIH ©3repicTepiHe HMKEMICIC AalaThiH, KbICKA XKOHE Y3aK Mep3iMii KejemiekTe Oocekere KaOlIeTTLTIKTIH
JKOFapFhl JACHTeHiH KaMTaMachl3 eTe alaThlH OOCEKEeNIK CTpaTerusuiapasl 93ipiey YIIiH, OJapAbIH KbI3MET eTYiHiH
HapBIKTHIK IAPTTAPhl MEH €PEKIICTIKTEPiH TOJBIK capaiay KaXeTTUIIrHAE KaThIp.

MakasaHblH MakcaThl — (papMaleBTUKAIBIK KOMITaHHUSJIAPIbIH Odcekere KaOuIeTTuUIiKTI Oackapy KoHe YHbIM-
JIaCTBIPY XKyieciH Oaranay Heri3iHze, oJap/blH 09CEKeNiK CTpaTerusuiapblH KalbIITACTBIPY YKOHE iCKE achlpy epek-
IIETIKTEPiH 3epTTey. 3epTTey HbicaHbl — Kas3akcTaH HapbIFBIHAA KbI3MET €TeTiH >kahaHIblK (apMalieBTUKAIBIK
JCTPUOBIOTOPIIBIK KOMITaHUsu1ap. Makasia aBTopJiaphl XKyHeml 3epTTey oliCiH ycTaHaabl JKoHE (hapMaleBTHKAIBIK
KOCIOPBIHAAPABIH OoceKkere KaOiIeTTUTiriH OacKapy bl Kyie peTiHae KapacTeipagsl. OmaH 0acka, )KYMBICTHI OPBIH-
nay OapbIChIHIA aOCTPAKTBHUIBIK-IOTHKANBIK OiC, MOHOTPA(USIIBIK 3€PTTEY OMiCi, CalBICTBIPMAJBl TaNay >KOHE
YUBIMABIK-KYPBUTBIMABIK YITUIEY OHicTepl KOJNAAHBUIABL, OYJI 3epTTey HOTIDKENEPiHIH KaXeTTi TEepeHIIri MeH
’KacallFaH KOPBIThIHABUIAP/IbIH HET13IUIINH KaMTaMachl3 eTyre MyMKiHIIK Oepii.

Maxkanaga (hapMarieBTHKa HAPBIFBIHAAFEl AUCTPUOBIOTOPJIBIK KOMITAHUSUTAPABIH Oocekere KaOimeTTimik, Oara
KaJIBIITACTRIPY JKOHE OTKi3y casicaThl MoceJeepiHiH MaHBI3ABUIBIFEI HETi3IeNreH. 3epTTeNIeTIH KOMIIaHUSIIapAbIH
OocekenecTik cTpaTerusjiapblH 3epTTeld OTBHIPBIN, aBTopyiap onapiblH KazakcTaH HapbIFBIHIAFbl KYMBIC iCTEy
epeKIIeNiKTepiH aHblKTaraH. Ka3zakcraH ayMarbiH/a KbI3MET €TETIH JUCTPUOBIOTOPIIBIK (apMalleBTUKAIIBIK KOMITa-
HUSUTAPIBIH OaFaibIK CasiCaThIH TAJIAy HOTHIKEIIEPi aBTOpJIapFa 0ara cascaThlH ©3repTy i backapyMeH OaiIaHbICThI
TOyEKeIIep/ii aHBIKTayFa MYMKIHIIIK OepIi.

JKyMbICTa aHBIKTaNFaH 3€PTTEIETIH KOCIMOPBIHAAPABIH KbI3MET €Ty epeKIIeNiKTepl AUCTPHUOBIOTOPIIBIK KOM-
MAHUSHBIH CBIPTKbI OPTAachlH TaJJayAbIH HETi3ri KOMIIOHEHTTEpPiH aHBIKTayFa MYMKIHIIK Oepli, aj OHBIH Heri3i
PETiHAE CTpaTer sUIBIK Tajaay omicTemeci Konmaupuiasl. COHBIMEH KaTtap Makaiaia TUCTPHOBIOTOPIBIK (apMa-
HEBTUKAIBIK KOMITAHUSHBIH 00CEKeJeCTIK CTPAaTerwsChIH 93ipiey YpIici CHIaTTalFaH, OHBI KacayInbelH 8 Ke3eHi
YCHIHBUIFAH, OJIap €HTI3UITeH CTpaTerHsIHbI Oaranayabl )KoHe TyOereitn e3repryai KaMmTuabl. OFaH Koca, )kaHa IapT-
Tapbl €CKepe OTHIPHIIL, 931PJICHI€H CTPATETHAHBI apbl Kapail KoJIaHy *KoHe Ty3eTy OOMbIHIIA Iapanap 93ipJIeHIeH.

Maxkamaga cTpaTerHsuIbIK Oackapy MIemIiMAepiH AyphIic KaOpuimay Mocenenepine Oaca Haszap ayAapbUIFaH,
OJIApABIH, THIMCI3IITT JUCTPUOBIOTOPIBIK KOMIAHMSHBIH OChI HAPBIKTAFbI OPHBI MEH OJCEKENiK apTHIKIIBLUIBIK-
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TapbplHAH alpBUTYbIHA OKeJeTiHAIri HerizmenreH. DapMamneBTUKANBIK HApBIKTaFbl KaTaH OOCEKeNeCTiK KypecTi
aBTOpJIAP OHIIPICTIH aHAFYpiBIM JKaHa, a3 IIBIFBIHIOB KAXKET €TeTiH, LIrepijieMeli TEeXHOJOTHSUIAPBIH KOJIIaHY
apKBUTBl MHHOBAIMSUIBIK TIPETapaTTap eHAIPICIH KypaThIH jKaHa HApHIK KATHICYIIBUIAPHIHBIH YHEMI mMmaiima OOk
OTBIPYBIMEH OalIaHBICTBIPA/IBL.

dapmMarieBTUKAIIBIK KOCIOPBIHHBIH 0ocekere KaOlleTTulirie 0acKapyablH THIM/I KYHECIH Kypy yuIiH, dpapma-
LIEBTHKAIBIK HApBIKTaFbl OHBIH TYPAaKThl OOCEKENTIK >KaFfaiblH KaMTaMachl3 eTyre OarbITTallFaH, OacKapyablH
CTpaTErusUIbIK JKOHE TAKTUKAJIBIK MiHAETTEpIH Iemry OoMbIHIIA miapanap ychiHbuiFaH. COHBIMEH KaTap OoceKelik
CTpaTerusiHbl 93ipjiey OapbIChIHIA, ABTOpJAp JKYHENIK TOCUIMI KOJAAHYIbl YCBIHAABI, OJ CHIPTKbI OPTAHBIH
HIapTTapblHa YiJIeCe alaThiH, XYWEHIH OacKapylIbLIbIK, MaKCATThl, KAMTAMAChl3 CTYIII JKOHE (DYHKI[HOHAIIIBIK
KypamJiacTapblH BIKIIAJIaCTBIPYABI OLIipesi.

ABTOpJIap YCHIHFaH o/licTeMe OOWBIHINA 931pJICHIeH OACEKENK CTPATeTUsIHBI YHBIMIIBIK-KapJIbIK KY)KaT peTiHie
KOJIaHyFa OOJafbl, OHJa CTPATErMsUIbIK Oaraapiapibl YCTaHy YIUiH OapiblK KaKeTTi pecypcTap LIOFbIpIaHabL.
Oman Oacka, 09CEKeIiK CTpaTeTrusHbl d3ipiey OaphICHIHAA ANBIHYBI KOHE KYPBUIBIMIAHYBI MYMKIH AEpPEKTEep KOM-
NaHUSHBIH TOII-MEHE/PKMEHTIHE JIe, COHIai-aK CTpaTerHsHbl OpbIHAAYLIbUIAPFa 1a HAPBIKTAFbl JKaFAaiibl, OHIaFbI
KOMIAHUSHBIH OPHBIH HAKTHl KOPYTe, COHBIMEH KaTap KOMBUIFaH MaKcaTTapIbIH KOJ JKETIMIUTIK JeHreiiH Oara-
nayra MyMKiHIIK Oepeni. Ctparerusiia KOMIIAHUSIHBIH OTKEH Ke3€HJErl KbI3METiHEe Tayjay >XYpri3iieii, OHbIH
HOTIDKETIepl Heri3iHae KOMIAHMA KBI3METIH jKaKcapTyFa KOHE KbI3MET €Ty callajlapblH KEHEWTyre, HapbIKTarbl
e3repicrepre MKeMENyre, HapbIKTaFbl OPHBIH HBIFAWTyFa XKOHE HapbIKTaFbl JKaHa OpbIHAapra ue Ooimyra Oaiina-
HBICTBI LIapajap Kacajabl.

P. O. CanumbaeBa, A. A. Taraii, A. Byaam6aes, K. Meiipamoex
YHuBepcuret «Anmarel», AnMatel, Kazaxcran

O®OPMHUPOBAHUE U PEAJIMBAIIA KOHKYPEHTHBIX
CTPATETMid ®APMAIIEBTUYECKNX KOMIIAHUI

AHHOTanMsl. AKTyaJbHOCTh HCCIIEIOBaHHUS COCTOUT B HEOOXOJMMOCTH TINATENHLHOIO M3YyY€HHsS PHIHOYHBIX
yCIOBUii, crieliudUKU NesaTelIbHOCTH (apMaleBTUUECKUX MPEIANPHATHIA /sl BBIPAOOTKH MX KOHKYPEHTHBIX CTpa-
TEruii, KOTOpble MOI'YyT Oosiee TMOKO pearupoBaTh Ha M3MEHEHHsI BHYTPEHHEH M BHEIIHEH cpeibl U 00ecrnevuTh
JIOCTHXKEHUE BBICOKOTO YPOBHS KOHKYPEHTOCIIOCOOHOCTH B KPATKOCPOYHOM H JIONTOCPOYHOM NEPCIIEKTHBE.

Lenpio craTtbu sIBISI€TCSI UCCIENOBaHWE OCOOEHHOCTEH ()OPMUPOBAHUS W peaju3alii KOHKYPEHTHBIX CTpa-
Teruil (hapManeBTHYECKUX KOMIAHWI Ha OCHOBE OLIGHKH M OpPTraHH3allMHM CHCTEMBI YIIPaBJIEHHS KOHKYpPEHTOCHO-
coOHOCTHI0. OOBEKTOM HCCIIEA0BAHNS BBICTYIIMIN TTI00aIbHbIE AUCTPHUOBIOTOPCKHUE (papMarieBTHUECKHE KOMITAaHNH,
MPUCYTCTBYIOIINE Ha peiHKe KazaxcraHa.

ABTOpBI CTaTbU MPUACPKUBAIOTCS CHCTEMHOTO METOJA HCCIEIOBAHWS M PAaCCMaTPUBAIOT YIIPAaBIICHHE KOH-
KypEeHTOCIIOCOOHOCTBIO (papMareBTHIECKAX MPEIIPUATHI Kak cucTeMy. Kpome Toro, B X0/1e BBIITOTHEHUS PaOOTHI
ObUTM KMCHOJB30BaHbl aOCTPAKTHO-JIOTHYECKUH METOJI, METOJl MOHOTPa(UUECKOro HCCIIEIOBaHHS, METO]] CPABHU-
TEJILHOTO aHajiM3a M OPraHu3alMOHHO-CTPYKTYPHOE MOJEIMUPOBAHHE, YTO IIO3BOJIMIO 00ECHEUYUTh HEOOXOIUMYIO
rIyOMHY pe3yJIbTaTOB HCCIIEI0BaHUS U 0O0OCHOBAaHHOCTh BBIBOJIOB.

B pabote 000CcHOBaHA 3HAYUMOCTH MPOOJIEM KOHKYPEHTOCIIOCOOHOCTH, IIEHOOOPa30BaHUs M COBITOBOM MOJIH-
TUKHU JTUCTPUOBIOTOPCKUX KOMIIAHUH Ha pbIHKE (hapManeBTHKU. [locpencTBOM M3ydeHHs MX KOHKYPEHTHBIX CTpa-
TETUil aBTOPBI pacKpbUIN OCOOCHHOCTH MX (DYHIIMOHMPOBaHUs Ha peiHKe Kasaxcrana. Pe3ynbrarsl aHaImn3a eHOBOM
MOJMTHKH TI00ANBHBIX AUCTPHOBIOTOPCKUX (hapMalleBTUUECKUX KOMITAaHWH, (YHKIHMOHHMPYIOIIMX Ha TEPPUTOPHU
Kazaxcrana, mo3BOJIMJIM aBTOpPaM BBISIBUTH PHCKHM, CBSI3aHHBIE C M3MEHEHHWEM M YIPaBJICHHEM HX IICHOBOH IOJH-
THUKOH.

BrisBiienHbe B pabote crieruduaeckiue 0co0eHHOCTH (DYHKIIMOHMPOBAHUS HCCIENYEMBIX (DapMalleBTHIECKUX
MPEIIPUSATHIA TIO3BOJIMIIA BBIICIUTH OCHOBHBIE KOMIIOHEHTHI aHAIIN3a BHEITHEHW Cpebl JUCTPUOBIOTOPCKON KOMTIa-
HUH, TIPH 3TOM B KadecTBe Oa3nca OblIa MCIIONB30BaHA METOIWKA CTpaTerHueckoro anammsza. OmmcaH mporiecc
pa3paboTKK KOHKYPEHTHOW CTpareru papManeBTHUECKON AUCTPHUOBIOTEPCKOM KOMITAHUHU, COCTOSIIUN U3 8 OCHOB-
HBIX JTallOB, MPEINOJAralolluX OIEHKY y)K€ BHEAPEHHOH CTpaTerHM W ee TOTalbHOe m3MeHeHue. Kpome Ttoro,
BbIPa0OTaHbl MEPBI 0 JAIbHEWIIEH SKCIUTyaTallul U KOPPEKTUPOBKH pa3pabOTaHHOW CTpaTeru ¢ y4eTOM HOBBIX
YCIIOBUH.

B cratbe ocHOBHOE BHUMAaHHE YACICHO BOIPOCaM aACKBATHOCTU MPUHATHUA CTPATCTMYCCKUX YIPABJICHUYCCKUX
peLIeHuit, HeMOIMy ISIPHOCTE M He3()(hEeKTUBHOCTH KOTOPBIX MOKET MPUBECTH K IT0TEPE KOHKYPEHTHBIX IPEUMYIIECTB
W TO3MLUI TUCTPUOBIOTOPCKOM KOMITAaHWM HAa JIAHHOM pbIHKE. JKeCTKyro KOHKYpEeHTHyI0 OOpbOy Ha (apmares-
THUYECKOM PBIHKE aBTOPBI OOBSCHSIIOT MEPUOANIECKUM ITOSIBIICHUEM HOBBIX YYaCTHHKOB, CO3JIAIOIIMX POU3BOJICTBO
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VMHHOBALIMOHHBIX IPEIapaToB, UCIIOJB3Ysl HOBBIC, MEHEE 3aTPaTHBIE W OOJiee MPOrPECCHBHBIE TEXHOJIIOTHH IIPOH3-
BOJICTBA.

Juis moctpoerust 3pPEeKTUBHON CUCTEMBI YIIPaBICHISI KOHKYPEHTOCTIOCOOHOCTRIO (DapMaIieBTHYECKOTO Tpe-
HPUATHSA IPEIIOKEHBI MEPBI 110 PEILEHUI0 CTPATETMYECKUX M TaKTUYECKUX 3a/lad YIpaBJIECHHs, HANPABICHHBIX Ha
o0ecrie4eHre yCTOMYMBOIO KOHKYPEHTHOTO TTOJIOKEHHS Ha (papManeBTHUeCKOM phIHKe. IIpu 3TOM mpu pa3paboTke
KOHKYPEHTHOH CTpaTeruH aBTOPBI PEKOMEHIYIOT HCIIOIb30BAHME CHCTEMHOIO IOAXO0[a, IPEIoaralolero HHTe-
IPUPOBaHHE COBOKYITHOCTH YIPABJISIOLICH, YIIpaBisieMol, LieneBol, obecrneunBaromed U (QyHKIMOHAIBHON MoJ-
CHCTEM, CHOCO6H])IX B CAMHCTBEC aJaliTUPOBATLCA 110/ yCJIOBU BHEIITHEH CpCabl.

Pa3paboTaHHas KOHKYpPEHTHasi CTpaTerus No MpeAoKEeHHOI aBTOpaMi METOJIMKE MOXKET MCIOJIb30BaThCs KaK
OpTraHU3aLMOHHO-PACTIOPAIUTENBHBIH JTOKYMEHT, B KOTOPOM IPOMCXOAWUT KOHIEHTpAIMs BCEX HEOOXOAMMBIX
pecypcoB ISl CIIeOBaHMsI CTpaTeTMYecKUM opreHTHpaM. Kpome Toro, Bce JaHHBIE, KOTOPbIE MOTYT OBITH ITOJY-
YeHbl W CTPYKTYPHPOBaHbI B IIpoliecce pa3padOTKM KOHKYPEHTHOHM CTpaTeruy, IaloT BO3MOXKHOCTh KakK TOI-
MEHEIDKMEHTY KOMIIAaHHWH, TaK M TeM, KTO HENOCPEICTBEHHO OyIeT NaHHYIO CTPATETHIO UCIIOJHSATB, SICHO BUIEThH
CHTYAllUI0O Ha PBHIHKE, MECTO Ha HEM KOMIIAaHHH, a TAKKEe PEalbHO MPEACTABISATh, HACKOJIBKO IOCTABJICHHBIC LIEU
JOCTHXXKUMBL. Ha OCHOBaHMY MPOBEAECHHOTO aHANM3a CBOCH ASSTENILHOCTH B IPOILIOM KOMITAaHHS MOXKET IIOCTOSHHO
yIy4LIaTh ¥ PaCIIUPATH CBOIO cepy NesTeNbHOCTH, OTBEUaTh HA H3MECHEHUS Ha PhIHKE, YCHIMBATh CBOU MO3HUIUU H
CTaHOBHTbCS 00JIa1aTeNIeM HOBBIX PHIHKOB M HHIIL
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