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The key stages of the process of establishing partnership relations have been defined and
justified. The research has revealed that each stage can exist in both the autonomous and system
mode. This fact has made it possible to give a more detailed description of the separate stages
of partnership relations establishment, notably the determination of the objective, the nature
of partnership relations and the choice of their form. The validity of the results is provided by the
use of such scientific methods and techniques as comparative and systematic-structural analysis —
to clarify and streamline the conceptual apparatus in the field of establishment of partner relation-
ships between machine-building enterprises; systematization, generalization and grouping — to iden-
tify and justify the succession of formation of the partnership, define the objectives and forms of
their construction, as well as identify the existing nature of the partnership. The research identified
the essentiality and characteristics of the process of establishing partner relationships by an industrial
enterprise. The objectives of the partnership, including production, financial, marketing, technical-
technological, organizational, informational and socio-psychological ones have been substantiated.
Five possible types of partnerships such as: investment, innovation, production, trade and finance
have been defined. Besides, recommendations have been provided on the choice of the forms and mem-
bers of partnership in machine-building according to the type of activity of potential partners. Following
the main stages of establishing partner relationships allows enterprises to create competitive
advantage, which is the result of effective cooperation between the parties, the adaptation of re-
sources and harmonization of the objectives of all the participants in the partnership.

Keywords: establishment of partnership relations, objectives of enterprises, forms of relation-
ships, nature of partnership relations, parity relations.
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KINo4oBI ETAIMNU NMPOLIECY BCTAHOBJIEHHA NMAPTHEPCbKUX BIAHOCUH

Jlucuusi H. M.
Yec M. I

BusHaveHo Ta 0BrpyHTOBaHO KOYOBI €Tanu NpoLecy BCTAHOBIIEHHS NapTHEPCHKUX BIOHOCUH.
BuaBneHo, L0 KOXeH i3 eTaniB MoXe iCHyBaTW 9K B aBTOHOMHOMY, TaK i B CUCTEMHOMY PEXUMI.
Lle no3sonuno BinbLu AeTanbHO oxapakTepuayBaTh OKpeMi eTany BCTAHOBMNEHHS MApTHEPCHKMX BiHOCWH,
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30KpeMa, BU3HA4YEeHHS METU, XxapaKTepy NapTHEPCbKUX BigHOCKH Ta BMbip ix dopmun. O6rpyHTOBa-
HICTb JOCArHYTUX pe3ynbTaTiB 3abe3neyeHo BUKOPUCTAHHSAM TakMx HayKOBMX METOZIB Ta NpUIAOMIB,
SIK: MOPIBHAMBHUI Ta CUCTEMHO-CTPYKTYPHUI aHani3 — Ana YTOYHEHHS | BNOPSAAKYBaHHSA MOHATIMHOIO
anaparty y cdepi BCTAHOBIEHHSI MAPTHEPCBHKNX BIGHOCUH MiX MalLIMHOBYAIBHUMM NigNpUEMCTBaMU;
cucTemaTtmaadii, y3aranbHeHHs Ta rpynyBaHHsl — AN BUAINEHHS 1 00rpyHTyBaHHSA NOCNigOBHOCTI dhop-
MyBaHHS1 NApTHEPCbKMX Bi4HOCWH, BU3HAYEHHSA Uinen Ta dopm ix nobygosu, a TakoxX Ans igeHTu-
dikyBaHHS HasiBHUX XapakTepiB napTHepcTBa. Y pesynbTaTi JOCHiIKEHHA Byno BU3HAYEHO CYTHICTb
Ta 0cobnMBOCTI NPOLECY BCTAHOBMEHHSA NApTHEPCLKNX BIQHOCWMH NpomMmucrioBuM nigrnpvemcteom. O6rpyH-
TOBaHO rPynK Linen napTHePCTBa, cepe SIKNX MapKETUHIOBI, BUPOOHWYI, hiHAHCOBI, TEXHIKO-TEXHOSONIYHI,
OpraHi3aujnHi, iHdopmaLiiHi Ta couianbHO-NCMXOoNOorivHi. BuaineHo n'aTb MOXNMBMX BMAIB NapT-
HEepPCbKUX BiLHOCKH: IHBECTULINHWUIA, iIHHOBALiIMHUI, BAPOOHWYMIA, TOProBenbHU Ta doiHaHcoBun. Kpim
TOro, HagaHo pekoMeHaauii 3 Bubopy hopM Ta y4acHUKIB NapTHEPCTBA B MalMHOOYAyBaHHI, Bigno-
BiOHO 40 BUAY AIANbHOCTI NOTEHUiIMHMX NapTHepIB. MNMpOXOoKEHHS OCHOBHUX €TaniB YCTaHOBNEHHS
NapTHEPCbKMX BIAHOCUH AO3BOSSE NiANpUeMCTBaM chopMyBaTU KOHKYPEHTHY NepeBary, sika € pesynbTa-
TOM edeKTUBHOI B3aEMOZIT CTOPIH, aganTauil peCcypciB i NOrompKeHHS Linen ycix y4acHWKIB napTHepPCTBa.

Knroyoei crioea: yCcTaHOBIEHHS NAapTHEPCbKUX BiQHOCWH, UiNi NianpnemMmcTs, hopMu napTHeEp-
CTBa, XapakTep NapTHEPCbKNX BiAHOCWH, NapUTETHICTb BiOHOCUH.
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KNMIOYEBIE 3TAMNbI MPOLIECCA YCTAHOBNEHUA NAPTHEPCKUX OTHOLLEHMA

Jlucuuya H. M.
Yc M. /.

OnpegeneHbl 1 060CHOBaHbI KITOUMEBbBIE 3Tarbl MPOLIECCa YCTAaHOBIEHUS] MAPTHEPCKNX OTHO-
LWEeHWN. BbiiBNEHO, Y4TO Kaxkabli N3 3TanoB MOXET CyLeCcTBOBaTb Kak B aBTOHOMHOM, Tak U B CUC-
TEeMHOM pexume. ITO no3sonuno Gonee nogpobHO OxapakTepu3oBaTb OTAESNbHbIE 3Tanbl ycTa-
HOBMEHUSI NapTHEPCKUX OTHOLUEHWUWM, B YACTHOCTM, onpeaeneHne Lenn, Xxapaktepa napTHEepPCKUX
OTHOLUEHUI 1 BbIGop nx dopmbl. OBOCHOBAHHOCTb MOMYYEHHbLIX pe3ynbTaToB obecnevyeHa Ucnonb-
30BaHMEM TaKMX Hay4YHbIX METOOOB 1 NMPUEMOB, KaK: CPaBHUTESbHBIM M CUCTEMHO-CTPYKTYPHbIN aHa-
N3 — AN YTOMHEHUS 1 YNopsaoYeHUs NOHATUAHOMO annaparta B cjepe YCTaHOBEHNA napTHep-
CKMX OTHOLUEHUIA MEXAY MaLUMHOCTPOUTENbHBIMU NPEANPUATUAMN; CUCTEMATM3aumnmn, 0600w eHns
N rpynnMpoBKM — ANSA BblaeneHns n 060CHOBaHWA nocrneaoBaTenbHOCTM (hOPMUMPOBaHMA NapTHEp-
CKMX OTHOLLIEHMIA, onpeaeneHus Lenen n popm Mx NOCTPOEHUs, a Takke ANS naeHTudukaumm
CYLLIECTBYIOLLMX XapaKTepoB napTHepcTBa. B pesynbtate uccnegosaHust Obinv onpeaeneHbl CyLHOCTb
1N 0COBEHHOCTM MpoLiecca YCTaHOBMEHNS MAPTHEPCKUX OTHOLLEHWUIA NMPOMbILLSIEHHBIM NPeanpuUaTUEM.
O60ocHOBaHbI rpynnbl LEeNen napTHEPCTBa, Cpean KOTOPbIX MapKETMHIOBble, NPOM3BOACTBEHHLIE,
(PUHAHCOBbIE, TEXHMKO-TEXHOMOMMYECKME, OpraHn3aLmoHHbIe, MHAPOPMALIMOHHbIE N COLMAarbHO-MCK-
xonorudeckune. BbiaeneHbl NsTb BO3MOXHbIX BMAOB NMAapPTHEPCKUX OTHOLLEHUA: MHBECTULIMOHHBIN,
WHHOBALMOHHbIN, MPON3BOACTBEHHbINA, TOProBbIN U OMHAHCOBLIN. Kpome Toro, gaHbl pekomeHaa-
uun no BbIGOPy POPM M YHACTHUKOB MapTHEPCTBA B MALLUMHOCTPOEHMM B COOTBETCTBMM C BUAOM
AEeATEeNbHOCTN NoTeHUMarnbHbiX NapTHepoB. CnegoBaHMe OCHOBHbLIM 3Tanam YCTaHOBIIEHUSA napT-
HEPCKMX OTHOLLUEHMIN MNO3BONSAET NPeanpuUATUAM CHOPMMPOBaTb KOHKYPEHTHOE MNPEMMYLLLECTBO,
KOTOpoe saBnsieTca pesynbTaTtoM 3dEKTUBHOIO B3aMMOLENCTBUS CTOPOH, aganTtauun pecypcos
N COrnacoBaHHOCTM Lieriel BCeX y4acTHUKOB NapTHEPCTBA.

Knoyeesbie crioga: ycTaHOBMEHWE MapTHEPCKUX OTHOLLUEHUW, uenn npeanpuatvui, ¢opmbl
OTHOLLUEHW, XapakTep NapTHEPCKNX OTHOLLEHUA, MAapPUTETHOCTb OTHOLLUEHUNA.
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The intensification of relations and interdependence of = management. Now the search for new, more effective ways,
domestic machine-building enterprises determines the increased  forms and mechanisms of interaction of industrial enterprises
attention of scientists and practitioners to the problem of is the basis of cooperation between enterprises. The most
analysis of the work of economic agents, which leads to the  important is the process of establishing long-term mutually
reorientation of the basic concepts of enterprises' interaction  beneficial relationships with partners — partnerships that allow
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companies to adapt to changes in the environment of oper-
ation and occupy strong positions in the market for a long time.

The analysis of the modern economic literature [1 — 6]
indicates a lack of unanimity of views regarding the procedure
of forming partnership relations of enterprises. Most researches
of such authors as G. Makhova, E. Palyha, D. Melnik, L. Po-
pova mainly consider the individual stages of partnerships.
However, the succession of the process of establishing machine-
building enterprises' partnership relations is not formalized at all.

The goal of the research is to define and justify the
key stages of the establishment of partnership relations.
To achieve the goal, the following tasks are to be completed:
1) to determine the succession of forming partnership rela-
tions; 2) to justify the key stages of partnership; 3) to identify
the nature of partnership relations of enterprises; 4) to offer
appropriate forms of partnership relations for Ukrainian machine-
building enterprises.

The object of the research is the process of forming
partnership relations of enterprises. The subject of the research
is the definition of the key stages of partnership relations by
Ukrainian machine-building enterprises.

Raising the competitiveness of the Ukrainian economy
and its individual businesses requires intensification of scien-
tific research in the field of extension of cooperation and
search for new ways of managing relations of domestic enter-
prises with suppliers, consumers, intermediaries and even
competitors. One can see a paradox which manifests itself
in the lack of mechanisms and integrated approaches to en-
terprises' establishing relationships with partners on the basis
of mutual benefit, which hinders their social and economic
development. It leads to an increased share of unprofitable
enterprises (36.1 % of all machine-building enterprises
in 2008, 41 % of all machine-building enterprises in 2014) and
narrows the search range of potential participants in partnerships.

Especially growing is the need for scientific substan-
tiation of modern approaches to the formation of effective
partnerships within the integral system of management of
machine-building enterprises relations. They are part of the
top-level industrial sector of Ukraine (on average 10.5 % of
the GDP in the period of 2007 — 2014), which would provide
implementation of economic interests of domestic enterprises.

Partnership relations imply a form of relations between
enterprises based on voluntary cooperation, mutual trust and
support, distribution of rights, obligations and responsibilities of the
parties to obtain additional competitive advantage on the long term
contractual basis. To build functioning and effective partnerships it
is necessary to determine the stages of their formation. The authors
suggest developing a succession of the process of establishing
partnership relations by a machine-building enterprise using the
process methodology and a strategic approach. Each of the
stages exists in both the autonomous and system mode.

The process of establishing partnerships includes:
1) analysis of the environment (starting with the study of the
branch, target market and direct definition of external part-
nership opportunities); 2) analysis of the internal environment
(technical-economic, financial analyses and analysis of fo-
reign economic activity); 3) justification of the partnership
rationale; 4) partnership goal definition; 5) definition of the
nature of partnership; 6) assessment and selection of part-
ners; 7) the choice of partnership forms; 8) conclusion of
a partnership agreement; 9) implementation of the partnership
agreement; 10) verification of the objective accomplishment
(as feedback and decision on further existence of partnership
relations); 11) extension or termination of the partnership.

Diagnostics and analysis of the enterprise environment
is one of the instruments to ensure the effectiveness of strategic
actions in the system of formation of partnership relations.

Determination of external factors of macro-environ-
ment (including institutional, economic, natural-geographic,
legislative, technological, socio-cultural, political and environ-
mental factors) makes it possible to examine in detail the con-
ditions and the situation in the industry and target markets.

This helps to explore the external partnership opportunities and
focus on possible risks which are relevant to establishing part-
nership relations. Economic and technological factors are becoming
particularly important for the machine-building industry. Production
and sales are key areas of partnership in machine-building.

Supplementing the analysis of the environment helps
to focus on the influential participants in relations and outline
the range of research of potential partners.

It should be noted that the first priority of an enterprise
in establishing partnerships is introspection of activities and
functioning [7, p. 112].

The object of the research in the area of partnership rela-
tions is mainly interrelations of enterprises. But some enterprises
are initial elements of partnership. They have a lot of problems.
These problems should not be ignored. Otherwise the analysis
and the establishment of direct relations can lose its meaning.
The impact of external factors on the development of partner-
ships should be taken into account. Each enterprise must initially
determine its own abilities or lack of them to establish partnerships.

Analysis of the economic literature on marketing, mana-
gement and enterprise relationship management makes it
possible to divide the existing indicators of study of the en-
terprise internal condition into groups [1; 6; 8 — 10], among
which the most important ones are: technical and economic —
which provide for the assessment of the efficiency and innov-
ation of business, available capacities and resources; financial —
which help to assess the funds, both available and obtained,
take into account the effectiveness of their use, calculate the
need for investments and their volume; international econ-
omic activity — which provides for analysis of foreign partners
and terms of cooperation with them, the possibility of expan-
sion by entering new markets, increasing of the volume of
production and sales of new products.

In addition, analysis of the internal environment gives
a chance to reveal the existing condition and identify the
problems that need to be eliminated in the process of part-
nership of enterprises or those that prevent from the estab-
lishment of partnerships.

Each enterprise supports a large number of payment
connections with other industry business entities. Due to the
interaction with them it influences their internal environment and
operating results. It is therefore necessary to consider the
impact of the existing relations on the financial situation and
dependence of enterprises on potential partners. The authors
suggest using the indicator of financial autonomy — financial
independence in accordance with the participants in the
relations the enterprise works with. However, as noted by L. Po-
pova, there is no completely financial independent enterprise [5].
The authors suggest using the term "financial stability" of the
enterprise as a manifestation of the lack of problems in the
financial sector of activity. It shows opportunities of making deci-
sions and meeting obligations regardless of the their contractors.

It is useful, within the research, to supplement the
analysis of the existing connections by finding out the equality
of the participants in the relations that meets one of the main
principles of partnerships. Conducting such an analysis involves
the use of enterprises' financial accounting. It includes the
balance sheet and the income statement, which determine
the level of payables and liabilities that are evidence of
dependence on various industry business entities.

As a result of the accomplished analysis (the study of
10 machine-building enterprises of Kharkiv region) three
groups of enterprises have been singled out (Table 1):

1) stable enterprises with absolute parity (enterprises
are stable in terms of financial dependence with absolute
parity with potential partners);

2) relatively dependent enterprises (enterprises with
relative financial dependence and lack of autonomy in the
relations and stable enterprises with financial independence
but dependence on one of the industry business entities);

3) dependent enterprises (enterprises whose state and
activities are completely dependent on other subjects of relations).
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For the first two groups of enterprises it is potentially possible
to establish a partnership in any area and of any type of relations.
But for the second group of enterprises decision making
on the partnership will be a possibility to restore parity in relations

and thus reduce the degree of their dependence.

Table 1

Groups of machine-building enterprises in accordance
with financial stability and parity of existing relations

The name
of the group

Examples
of enterprises

Characteristic
of the group

Enterprises with the fi-

PJSC "Turboatom"

1. Stable PJSC "Avtramat”, nancial autonomy ratio
enterprises PJSC "Frunze Plant", [of 1 to 0.5 — financially
with absolute PJSC "KhMZ "Svitlo |stable, having absolute
parity Shakhtaria" parity with potential part-

ner-enterprises
Enterprises with rela-
tive financial stability —

pPJSC " ‘

" Sw the financial autono-
2. Relatively %ggt(r:o‘r‘g%sgg? ' my ratio of 0.5 — 0.35
dependent PJISC "Kharkiv Plént and dependence on one
enterprises “Hydropryvid", of the parties of rela-

tions or financial sta-
bility but dependence
on supplies

PJSC "KhEZ
"Ukrelectromash",
PJSC "Kharkiv Plant of
Dies and Molds",
PJSC "Kharkiv Tractor
Plant named after S.
Ordzhonikidze"

3. Dependent
enterprises

Enterprises with the fi-
nancial autonomy ratio
less than 0.35, with loss,
the state and activities
of which are completely
dependent on other
subjects of relations
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Enterprises included in the third group should not be
viewed as partners in some areas of activities and forms of
partnerships. The limited nature of activities are: production —
management of enterprise's production process by contract,
subcontract production, and investing activities (only as a part-
ner who receives funds). These enterprises are dependent
and financially unstable, do not have sufficient financial re-
sources that may affect the timely fulfilment of commitments
or hinder the execution. These enterprises also feel the pressure
from other participants in the relationship. All this does not meet
the main principles and features of partnerships and limits the chances
of considering these machine-building enterprises as partners.

Analysis of the business operation environment can get
the data that become the basis of rationale for the formation
of a partnership. A decision on the need of partnership is made
by management when the enterprise's own resources for its
development or implementation of the defined strategies and
projects are insufficient. In this case the key objectives of the
enterprise are identified and those that cannot be achieved without
extending relations between enterprises are excluded.

The study of the theoretical and practical research data
on the establishment and functioning of partnerships in Ukraine
and in the world [2; 6; 9 — 12 ] gives reason to highlight seven
major groups of objectives in the whole spectrum of targets, which
are aimed at gaining competitive advantage by enterprises.
Besides the production, financial and marketing objectives which
have already been considered, the technical-technological, orga-
nizational, informational and socio-psychological objectives have
been studied in the research (Figure).

Each presented group has examples of potential targets
that partners can achieve in the course of realization or as a result
of establishing partnerships. The content of each group may be
completed depending on the specifics of the activity of the
enterprise and its potential partners. There is a direct impact of
corporate and business strategies of participants in partnerships
on the objectives of partnership and results of achieving them.

Marketing objectives

Information objectives

Financial objectives

* access to new markets;

« using the partner sales channels;

* joint marketing;

+ development of new sales channels;
« increasing the market share;

« ousting of competitors

nications;

« access to new sources of information;
« acceleration and deepening of commu-

« transparency of information;
* new knowledge acquisition;
« improvement of information support

* increase in the market value of the com-
pany;

« optimization of financial resources;

* reduction of financial and business risks;

* increase in profitability;

» optimization of total costs

Production objectives

« improvement of product quality;

* improvement of logistics;

» optimization of production volumes;
» provision of the economy of scale

A

Organizational objectives

+ improvement of management struc-
‘_| The objectives of enterprises |_’ turesp' g

Technical-technological objectives

« staff training;

* improvement of the planning system;

« transfer of some functions and distri-
bution of responsibilities

Socio-psychological objectives

+ development of new products;

teristics of a product;
+ upgrade of equipment

+ improvement of production technologies;

+ development of new technologies;
+ exchange and implementation of technologies;
« improvement of technical and technological charac-

» strengthening of trust;

« achieving a higher degree of reliability;

« formation of a common system of values;
* reputation improvement

Fig. Examples of objectives of machine-building enterprises in the formation of partnerships

Besides, we should take into account the correlation
between the objectives of the partnership (e.g. marketing — in-
crease of the market share) which is the basis for realization
of other objectives (for example, financial ones — profitability growth

or socio-psychological objectives — improving the enterprise re-
putation).

The objectives of enterprises — participants in a part-
nership could be applied to one group or different groups.
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The correlation and combinations of targets of partner-
enterprises determine the type of formation of partnerships.
A prerequisite for the formation of a partnership is the compati-
bility of objectives of its parties.

The definition of objectives in partnership formation in turn
depends on the incentives, advantages and results that parties
of partnerships are trying to achieve.

According to Kruglova's theory of "motivation support”
every objective at all the levels of a system of objectives must
meet certain motivational package that ensures the achieve-
ment of a particular objective. In a situation when the results do
not meet the established complex, the objective must be reviewed
and brought into line with the real possibilities of partners and
existing resources that they possess [13, p. 277-278].

The research provides an opportunity to single out five
main natures of forming partnerships in accordance with the

directions of enterprise activity, namely: production, investment,
innovation, trade and finance. They are responsible for the
implementation of economic interests as a result of formation
of partnerships by an enterprise.

The use of the term "the nature of partnerships" is ex-
plained by the need to emphasize the stable individual cha-
racteristics of partnerships according to the directions of activ-
ities of enterprises. Thus, the nature of partnerships is
determined by the direction of activity and causing the ways of
behavior and properties of these relations.

It can be stated that there is a direct link between the objec-
tives and the nature of the partnership, which determines the achieve-
ment of a result of partnerships. The choice of the form of partnerships
depends on the line of the enterprise activity. It corresponds to
the possible nature of a partnership and sets partnership objectives
in the previous phases of establishing partnerships (Table 2).

Table 2

Forms of partnerships depending on the nature and objectives of an enterprise

Natu_rg Forms . Objective Result
of activity |  of partnerships
' . - . . Increasing the share of R&D expenditure in the total
- Venture financing Raising funds for innovation costs, increasing the innovation products share
g 3 Project finance Attracting long-term borrowings Realization of a specific project
n .2 : ; i Increase in production volumes and improvement
g g Leasing Improving the logistics of product quality
- A foint venture Reduction of financial and business risk, Financial optimization, distribution
] optimization of funding sources of results and risks
s > A joint venture Development, exchange Charalmgi(;\tliirsnﬁp L?ééqﬁ(ilsltyo?)?i(rjnliggg\olﬁtx‘ecosts
g s and implementation of new technologies for research and development
c d Transfer Improvement of the efficiency Improvement of the enterprise
- of know-how of production and sales management system
. Joint development and manufacture . .
P of the production technology P
A joint venture Increasing the efficiency of production Increased profitability, optimization of costs
through the economy of scale
Management . .
S : . - Improvement of production technologies
8 LT - '
= of the production Improvement of production efficiency optimization of production volumes
3 process by contract
o Contract Growth of production volumes and sales,
e production Access to new markets increase in profitability, optimization of total costs
Subcontract . Lo
production Improvement of the production process Optimization of total costs
Industrial theApCr((:)?jiit}(())nneef\fli\é gﬁ;?}gg:iﬁ?ﬁa& Growth in production and sales,
franchising tering new technologies of production increase in profitability
Mundane Joint marketing, using partner sales Cost optimization, increase in sales,
agreement channels or the development of new ones increase in profitability
> Export Access to new markets, expansion, Increase in profitability,
£ (reexport) an increased market share increase in sales
g Import (reimport) Saturation of the market with scarce raw| Increase in profitability of realisation and improvement
o P P materials and products of the quality of material and technical support of production
c
S . Effective use of the available . ) S
g Tolling production capacity Increase in production profitability
- ACCESS to new markets, developm_e nt Increase in enterprise profitability, obtaining practical
Franchising and introduction of new technologies technoloaical experience
and products 9 P
3 Factoring Reduction of financial risk Raising the solvency level
c
e Insurance _— . . . . . .
£ (hedging) Decrease in financial and business risk | Attainment of funds in the case of insurance events
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The main condition for cooperation of an enterprise with
its partners in the format of a partnership is ensuring the pur-
pose-oriented balance when the objectives of individual sub-
jects do not dominate the general objectives.

The process of establishing relations with partners should
be based on a system of interests and goals shared by all the
participants of interaction. It is a common goal which is the key
factor that ensures durability and long-term partnerships in the
machine-building industry and promoting the benefits of sus-
tainable enterprises in the market in a competitive environment.

Differences between participants in partnerships in the
circumstances where their number is more than two, can some-
times determine the optimum form of a partnership in different
areas of interaction in different ways, which also depends on the
nature of the relationship under which the partnership will op-
erate [10, p. 550].

The choice of the nature of a partnership, a specific
partner and forms of cooperation justifies a direct agreement
on a partnership that can provide various amounts of invest-
ments, involvement of employees of enterprises, development
of the resource base and organizational skills directed at the
support of interaction [7]. The availability of administrative abilities
for implementation of a partnership at the enterprise level is
very important in partnership relations. Such abilities should be
directed at the formation of internally branded structural mech-
anisms of partnership management and determine the possibility
of further extension or curtailment of partnerships, that is influ-
ence the effectiveness and efficiency of the partnership as a whole.

So, the focus of economic activity has shifted to estab-
lishing long-term and mutually beneficial relations with partners
in a market economy. It is characterized by active competition
between industry enterprises. Therefore, it was important to
identify and describe the partnerships of enterprises and con-
sistency of their construction.

Consequently, the main stages of the process of es-
tablishing partner relationships have been identified and sub-
stantiated. The research has found that each of the stages of
forming partnerships can exist in both the autonomous and
system mode. This feature provides efficiency of strategic actions
and performance of interaction of enterprises in the system of
forming partner relationships.

It should be noted that the formation of partnerships is
determined by the willingness to cooperate — a key aspect of
its feasibility. At the same time, the key issue of feasibility is
the availability and access to resources, abilities, information
of enterprises. These aspects of the research have shown the
capabilities, objectives and nature of partnership in the machine-
building industry of Ukraine.

Further research in the area of partnerships may be
connected with definition of criteria and indicators for assess-
ment and selection of partners of machine-building enterprises
that ensure the effectiveness of partnerships.
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THE METHODOLOGY OF CARRYING OUT
STRATEGIC CONTROL OVER THE COMPANY INTERGRATED
MARKETING COMMUNICATIONS MANAGEMENT

A. Panchuk

In the process of adapting the principles of entrepreneurship to the information society
a special place is given to the development of new principles, methods and models of management
of marketing communications. The main preconditions for the implementation of strategic man-
agement of integrated marketing communications have been described. The basic concepts and com-
ponents of integrated marketing communications have been reviewed. The place of strategic control
in the integrated marketing communications management system has been defined. A conceptual
model for integrated marketing communications has been presented. Strategic management of
marketing communications has been regarded as a dynamic aggregate of five interconnected sta-
ges of the managerial process. The following main stages of the process of carrying out strategic
control over integrated marketing communications have been developed: strategic control over man-
agement of integrated marketing communications at the corporate level; strategic control over
management of integrated marketing communications at the business level; strategic control over
management of integrated marketing communications at the functional level. A model of assessing
a possibility of achieving strategic goals in the sphere of managing integrated marketing commu-
nications and a model of assessing the efficiency of managerial strategies of integrated marketing
communications have been offered. Advertising goals have been characterized based on the com-
pany development strategies. A matrix of the marketing communication policy efficiency has been
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