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Summary. The sales system is viewed as the interaction of various components. The goal of 

the sales system is to achieve a high level of efficiency. The main part of the sales system is 

the seller, the sales representative. 
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An effective sales system is the backbone of the life of every organization 

operating in the market. However, the analysis of scientific papers and empirical 

research shows an acute lack of a systematic approach to the sales process, as to 

a single ergonomic unity of personal characteristics, techniques, methods, 

means. 

In modern scientific literature, the system "is a functional set of material 

formations, mutually promoting the achievement of a certain result (goal) neces-

sary to meet the initial need" [1, p. 59]. 

The system has many separate components that interact with each other, 

forming a certain integrity, unity [4]. The system is a holistic structure, "com-

posed of parts, a set of elements that are in relationships or interrelationships 

with each other, which forms a certain integrity, unity" [8, p. 610]. 

The sales system includes numerous components that implement certain 

production functions, moreover, the success of the functioning of the system as a 

whole, efficiency, stable growth in the promotion of goods, and the profitability 

of the organization as a whole depend on the coherence of the functioning of 

these components, consistency, coordination of their activities. The basis of each 

of the structural components of the sales system is the personnel, employees of 

the organization. 

In the modern world in the field of trade business, about 70 % of the total 

working-age population is involved [2]. The effectiveness of business develop-

ment in Russia largely depends on the success of the implementation of the pro-

fessional activity of a sales manager. 

A manager is “an employee who is actively looking for clients and sells 

goods and services to a wholesale company or a company in which sales are 
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highly personalized” [3, p. 9]. Selling is a process, each stage of which involves 

a communicative interaction between the sales representative and the buyer. 

The motivational sphere is of great importance for the success of a sales 

representative. “Before starting to assess a person's abilities, one must first know 

his values and intentions, since the most significant abilities are manifested only 

in connection with meaningful goals” [5, p. 152]. 

Personal flexibility is no less important for the success in the professional 

activity of a manager. Personal flexibility of a sales manager is understood as 

“the ability of an individual to adapt to changes that may occur unexpectedly” 

[6, p.225]; “An integrative invariant that determines the dynamics of a person's 

awareness of their place in a situation of choice and organization of professional 

activity, which determines the level of productivity of a manager’s personality in 

professional activity” [7, p. 91]. The high level of development of personal flex-

ibility allows the sales representative to adequately assess their own social, aca-

demic and professional success. 

The high level of efficiency of professional activity of sales managers is 

determined by internal psychological factors, personal qualities, including the 

need for the desire for recognition; in power and influence; in creativity; in vari-

ety and change; in a sense of the demand and social significance of the profes-

sion; in growth and development. 

There are important professional qualities in the activities of the manager: 

the ability to present the product, inform about the product, constant improve-

ment of knowledge about the product and the market segment, concern for the 

safety of the product. 

At the heart of each component, the activity of the sales system as a 

whole, is the professional activity of a manager. The success of the functioning 

of the system depends on the level of professionalism of the manager, which 

puts forward high requirements for the level of formation of his professional and 

personal qualities. 
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Summary. The reduced demand in the air transport service due to the COVID-19 pandemic 

has had a significant impact on business model revenues. In such a situation, a huge responsi-

bility falls on the shoulders of the state, which, through support measures, should contribute 

to the quickest and most painless recovery of this sector of the economy. This study consid-

ered one of the most relevant topics: the influence of coronavirus infection on Slovenian avia-

tion, its role in the creation of the final GDP, as well as government policies in the studied 

sector, trends and current outlook.  
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По данным Всемирной туристической организации при ООН, из-за 

пандемии COVID-19 мировой туристический поток сократился на 74 % 

(1 млрд. человек) по сравнению с 2019 годом. Республика Словения также 

входит в число стран, которые значительным образом ощутили влияние 

инфекции на туристическую отрасль, что существенным образом отрази-

лось и на экономике государства, поскольку туризм вносит значительный 

вклад в ВВП Словении. Так, в 2019 году данный показатель составил 

12,32 % ВВП [1].  

К числу наиболее пострадавших от кризиса сегментов туристической 

сферы относятся туроператоры, гостиничный бизнес, сфера общественного 

питания, объекты культурного наследия, транспорт и авиация. Глобальная 

борьба с коронавирусной инфекцией привела к тому, что многие эксперты 

называют 2020 год худшим годом в истории авиации [2].  

Аэропорты Словении по праву называются важными региональными 

центрами туризма, логистики и экономических связей. Особая миссия каж-

дого из них – интеграция Балканского региона с Западной и Центральной 

Европой. Однако уже в начале 2020 года существенно сократилось количе-

ство пассажиро- и грузопотока в трех словенских международных аэропор-

тах. Согласно данным Статистического управления Республики Словения, 

среднее значение пассажирооборота за 2018–2019 гг. отображено на рисун-
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