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Intermediaries that function in the channel and perform the same job
do not always do it in the similar way: relationships with certain
intermediary will always be more profitable in comparison to others.
However, it may turn out that the distributor who provides the biggest
sales numbers does not actually brings much profit to the manufacturer,
and the small trading firm, on the contrary, has considerable potential.
Therefore, it is necessary to optimize work with intermediaries constantly,
especially during the commercialization of innovative products, and to
evaluate them both from the standpoint of the producer and consumer of
the product.

Therefore, the purpose of this work is to evaluate intermediaries in
distribution channels on the basis of an improved criteria system for the
commercialization of innovative products.

In order for the cooperation with the intermediary to be effective, the
manufacturer needs to evaluate and analyze the results and market
opportunities of the individual intermediaries.

Considering the above, the following criteria are proposed as criteria for
evaluating intermediaries in the industrial goods market [1]:

1. Compliance of the actual sales volume with the planned volume;

2. Attracting new customers and developing relationships with existing
ones;

3. The share of the intermediary in the total volume of sales of the
industrial enterprise, compared to the co-working expenses;

4. Fulfilment of contractual conditions.

The last step was the final complex (integrated) evaluation of
intermediaries.

Integral estimation is performed by the formula:

IJ:ZVKxOv—)max, 1)
where W, is a weight of the ith criterion;

Oi/' is a evaluation of the jth mediator by the ith criterion;

I is a number of criterions;

J is a number of intermediaries.
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The weight of each criterion is calculated by the formula [2].
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Where Wi is a total weight given to the i-th indicator by experts; m is a
number of experts; n is a number of evaluation parameters; Wj is a rank
provided by the j-th expert to the i-th indicator; Sij is a evaluation of the value
of relative weight (in points) provided by the j-th expert to the i-th factor.

The sum of the weights of all elements must be equal to one.

The consistency of experts' opinions while assessing the impact of the
criteria on co-working process with intermediaries was determined in the
next step. For this purpose, we propose to use Kendall's coefficient of
concordance and Pearson's criterion [2].

Expert evaluation for the analyzed enterprise was performed based on
the following scale: 1 - low level of criterion importance; 2 - the level of
importance of the criterion is below average; 3 - the average level of
importance of the criterion; 4 - the level of importance of the criterion
above average; 5 - a high level of importance of the criterion (see table 1).

Table 1
Calculation of criteria weights (calculated by the author)
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Therefore, the integral indicators of chosen intermediaries are (see
table 2):
,=02-2+03-1+0,35:2+0,15- 3 =1,85;
,=0,2-2+4+03-2+0,35:0+0,15- 4,5 =1,675;
5=0,2-2+03-3+0,35-2+0,15- 3,5=2,525;
,=02-2+03-1+0,35-2+0,15- 4=2;
Is=0,2-0+03-2+0,35-2+0,15- 3,5 =1,825;
Ig=0,2-2+03-1+0,35-0+0,15- 3,5 =1,225;
I,=0,2-0+03-2+0,35-0+0,15- 3 =1,05;
Ig=0,2-2+0,3-2+0,35-2+0,15- 3,5 =2,225;
Io=02-2+03-1+0,35:2+0,15- 4,5 =2,075;

Table 2
Ranking of intermediaries by integrated estimates
Evaluation scores according to the criteria

The share of the °

Compliance Attracting new intermediary in the é
P f the actual customers and total volume of X o =3
Distributor | ' F1¢, develon: sales of the Fulfilment s <
sales eveloping industrial of contractual =) 4

volume relationships enterprise conditions 2

with the planned | with existing 4 <

compared
volume ones .
to the co-working
expenses

Distributor 1 2 1 2 3 1,85 5
Distributor 2 2 2 0 4,5 1,675 | 7
Distributor 3 2 3 2 3,5 2,525 | 1
Distributor 4 2 1 2 4 2 4
Distributor 5 0 2 2 3,5 1,825 | 6
Distributor 6 2 1 0 3,5 1,225 | 8
Distributor 7 0 2 0 3 1,05 9
Distributor 8 2 2 2 3,5 2,225 | 2
Distributor 9 2 1 2 4,5 2,075 3

Therefore, distributors 3 is the most profitable for the analyzed
enterprise as it has the highest values of the integral evaluation indicator.

Thus author proposed an estimating criteria system for distribution
channel participants which deepens the existing theoretical and
methodological approaches for intermediaries evaluation within the
framework of marketing distribution policy and improves the efficiency of
the participants selecting process for the channel during the time of
commercializing innovative products of industrial enterprises.
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BU3HAYEHHS NMPOBJIEM TA CYYACHUX NIAXOAIB
LLIO10 AKTUBI3ALII BCIX COEP AIASIbHOCTI EBPOPEFIOHY
«BEPXHIN NMPYT»

YkpaiHa, K Hanmbinbwa pgepxaBa, WO MOBHICTHO poO3TalloBaHa Yy
€BPONMENCHKIN YaCTUHI EBPa3iACbKOr0 KOHTUHEHTY, Ma€ HaA3BMYaAMHO NOTYXXHWUIA
noTeHuian ans po3suTKy y 6araTbox HanpsiMax, Hacamnepes y MiHapoAHOMY
€KOHOMIYHOMY CMiBpOBITHULTBI, OCKiNIbKM MEXYE 3 ciMOMa KpaiHaMu i AOBXWHa
il 30BHIWHIX KOPAOHIB CKMada€E Mamxke 7 TUC. KM. MiXHapoaHe eKOHOMiYHe
cniBpobiTHMLUTBO Hawoi KpaiHu HabyBae pisHux dopMm, ane y uUbOMy
DOCNIAXEHHI MW TOPKHEMOCS NUWe TPaHCKOPAOHHOro cniBpobitTHMUTBa. Ha
KopAoHax YKpaiHuW CcTBOpeHO i JitoTb 4 eBpoperioHn: «Kapnatun», «byr»,
«BepxHin MpyT» Ta «HwxHIn QyHan». [ns Hac ik npeacTaBHUKIB YepHiBeLbKoi
obnacTi HanbinbLWw LikaBMM € eBpoperioH «BepxHin MpyT», akuii 6ys yTBOpeHUi
22 BepecHsa 2000 poky 3rigHo 3 Yrogot Mix YepHiBeubkoto obnacTio YkpaiHu,
BoTowaHcbknm Ta Cy4yaBCbKUM MoOBiTaMu PyMyHii, BenbubkuM Ta €AMHELbKUM
nositamm Pecnybnikm MongoBa, BignoBigHO A0 nonoxeHb [orosopy mnpo
pobpocyciactBo i cniBpobiTHMUTBO MiXk YKpaiHolo Ta PyMyHielo, a Takox
MpoTokONy nNpo TPUCTOPOHHE CMiBPOGITHMUTBO MiX Ypsgamu  YKpaiHu,
Pecny6nikn Mongosa Ta PyMyHii, nignucaHoro y M. I3maini 4 nunHsa 1997 poky.

Y xoBTHi 2003 poky Ao €BpoperioHy npueaHanucsa IsaHo-®paHKiBCbKa
obnactb YkpaiHuM, a 3aMicTb BKasaHWX ABOX MOMAOBCbKMX MOBITIB nicns
npoBeAeHHs HOBOi aAMiHICTpaTUBHO-TepUTOpianbHOI pedopMn A0 cknagy
€BPOpPErioHy BXOAATb LWICTb HOBOYTBOPEHWUX palioHiB: [nogaHb, BpiveHb,
€aiHey, OkHiua, PvwkaHb, ®enewTb.

MeTol0 CTBOpEHHs €BpoperioHy «BepxHii MpyT» 6yno po3wunpeHHs
iCHYIOUMX MiKperioHanbHUX 3B'A3KIB Ta CMPUSHHSA NOAANbLIOMY PO3BUTKY
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