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I. ACTUAL PROBLEMS OF MANAGEMENT
IN THE ECONOMIC AND SOCIAL SPHERES

—_—

THE ROLE OF THE MANAGER'S PERSONALITY
IN THE SALES SYSTEM
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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.

Keywords: economy; business model; aviation; support measures.

Ilo manasiM BcemupHo#M typuctnueckon opranusanuu npu OOH, us-3a
nangemMurn COVID-19 MupoBoil TypucTUYeCKUM MOTOK cokpatuicsa Ha 74 %
(1 mupa. genoBek) no cpaBHeHuio ¢ 2019 romom. Pecriybiinka CiioBeHUsT TakKe
BXOJIUT B YHUCJIO CTPaH, KOTOPbIE 3HAYUTEIBHBIM 00pa30oM OIIYTHUIU BIUSHHUE
UHQPEKIIMU Ha TYPUCTHUYECKYIO OTpacib, YTO CYHIECTBEHHBIM 00Opa3oM OTpa3u-
JIOCh ¥ Ha YKOHOMHKE T'OCYJIapCTBA, MOCKOJIbKY TypU3M BHOCUT 3HAUUTEIIbHBIN
Bkiagq B BBII CnoBenuun. Tak, B 2019 romy naHHBIA MOKa3aTelb COCTaBHII
12,32 % BBII [1].

K uucny Hanbosnee mocTpanaBmux OT KPU3UCa CETMEHTOB TYPUCTHIECKOMN
cepbl OTHOCSTCS TYypOIepaTopbl, TOCTUHUYHBINA Ou3Hec, cepa 00IEeCTBEHHOTO
MUTaHUsI, 0OBEKTHI KYJIbTYPHOI'O HACJEIUsI, TPAHCIIOPT U aBuanud. [ nobanpHas
6oprOa ¢ KOpOHABUPYCHOW MH(EKIMEH MpUBeiIa K TOMY, YTO MHOTHE DKCIIEPTHI
Ha3pIBatOT 2020 roj XyamuM rojioM B UCTOPUU aBUALUU [2].

AsponopTtsl CIOBEHUM MO MPaBY HA3bIBAIOTCS BAKHBIMU PErMOHATBHBIMU
[EHTpaMU TYpHU3Ma, JJOTUCTUKU M SKOHOMHUYECKHX cBsized. Ocobast MuccHsl Kax-
JOTO W3 HUX — mHTerpanus bankanckoro permona ¢ 3amagHoil u LleHTpanbHOU
EBponoii. Ognako yxe B Hauane 2020 roga cymiecTBEHHO COKPaTUIOCh KOJIUYe-
CTBO MACCAKUPO- U TPY30MOTOKA B TPEX CIOBEHCKUX MEXKIYHAPOIHBIX a3pOrop-
tax. CornacHo naHHeIM CraTucTudeckoro ympasieHus PecnyOnuku CroBeHus,
cpelnHee 3HaueHue naccaxupoobdopora 3a 2018-2019 rr. oro6pakeHO HA PUCYH-
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