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ORGANIZATION OF REFINED PRODUCTS
SALES IN KAZAKHSTAN

Abstract. The article presents the main theoretical and methodological approaches to the sale of refined
products. The views of scientists and economists on the sales of refined products and its categories are considered.
Organization schemes of petroleum products sales on domestic and world markets, multilevel marketing system,
routes of product movement (logistics chain of product movement) have been substantiated. The main documents
(futures), risk insurance (hedging), planning the organization of sales of petroleum products, the impact of marketing
programs on the choice of sales channel are considered. The article presents the formation of sales channels for
petroleum products in vertically integrated oil companies. The tasks for timely provision of consumers with
petroleum products have been clarified. The optimal choice of efficient schemes for cargo transportation of refined
products, logistics schemes for their transportation and temporary storage, and rationality of transit forms of delivery
of oil products to consumers are indicated. The main goals of achieving optimal sales systems for petroleum products
by vertically integrated oil companies are revealed. The possibility of having special divisions for the sale and export
of refined products by large oil companies is justified. The analysis of indicators of demand and supply of
petrochemical products on the world markets with the author's positions on the current situation on the world oil
markets in connection with the coronavirus pandemic. The analysis and assessment of production and consumption
of basic petroleum products on the domestic markets of Kazakhstan is given. As a separate example, the analysis of
diesel fuel consumption by regions and sectors of the national economy of Kazakhstan was carried out.

Key words. Refined products, petroleum and petrochemical products, petroleum products, sales and exports,
production and consumption. the market for oil products, basic products of oil refining, an oil company.

The oil industry of any country is a branch of the national economy, the main activity of which is the
extraction, processing, transportation and sale (sale) of crude oil and refined products. Oil refining
products consist of various types of fuel and raw materials for subsequent chemical processing.

Oil products are sold on the domestic and world markets of oil and petroleum products. In terms of
sales, the world oil market is the largest among all industry markets. The turnover of financial resources in
the oil market annually averages $ 300 billion [1]. The history of the global oil market is given in table 1.

Table 1 - The beginning of the creation of a market for oil products

The first oil company Pennsilvania Rock Oil Co (1854 r.) - Pennsylvania state
The first oil refinery Built in 1865 in new York city
The first oil exchange Titusville oil exchange (1871 r.) - the city of Titusville, Pennsylvania
The first major oil and oil products marketing | Standard Oil Co (1861) was the main seller of oil and refined products in
company the United States
Creation of the first group of companies for the | The Organization of petroleum exported countries-OPEC group of
marketing of oil products companies was established in 1960.)
Compiled by the authors from the source [1]
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The sales of products are the most final phase, which is formed by organizing the movement of the oil
product from the manufacturer to the world market.

As such, the category of «product sales» can be studied in both a narrow and broad sense. A narrow
understanding of this category implies all the organizational conditions for selling products to the final
buyer (consumer). The concept of «sales» should be considered in a narrow and broad sense. In a narrow
sense, sales must be understood as the conditions for direct sale to the end user of products.

If we consider the category of sales in a broad sense, this is a whole set of organizational and
managerial measures to organize the delivery of commercial products from the manufacturer to the buyer
under the influence of various external and internal factors and in risky situations that require the
necessary management. The organization of sales of products, especially those as complex as oil, should
be focused on the conditions of the world oil markets, which arise under the influence of supply and
demand for certain periods of time.

The product sales category has different interpretations. The approaches of authors A.Davydova and
V. K. Faltsman [3] determine the sales of commodity products in terms of the turnover of raw materials
before they are converted into finished products for sale and receiving new increased financial resources
(money) aimed at purchasing new raw materials for its further transformation into new commodity
products. Whereas D. 1. Barkan considers product sales as a certain type of organization's work to promote
manufactured products to industry markets [4] through the use of segmented product sales channels. The
author V. N. Naumov interprets product sales as a set of measures that are carried out after the product
leaves the manufacturer's territory [5].

If we approach it from a logistical point of view, then the product sales are a whole chain of product
movement from the manufacturer to the consumer, which has certain links (intermediaries (dealers),
distributors, exchanges, trading and commercial enterprises, warehousing, storage, transportation, etc. In
other words, product marketing is a set of actions for promoting finished products from the manufacturer
to the end user — the buyer.

Sales of products for each manufacturer depend on its industry affiliation. Petroleum products can
refer to both industrial products as such, and are products of the mining and manufacturing industries.

The marketing of petroleum products is a whole trajectory of movement from oil production to places
of consumption, where the end result is the transfer of ownership of the final product from one market
participant to another, in which all ownership rights of the product are automatically transferred. As a rule,
various entities participate in the movement of oil products under the terms of a contract.

The organization of sales and exports of oil products is a rather complex and multi-level system,
which involves oil companies, companies that process oil and petrochemical products, companies that
store and transport oil, various trade and sales organizations, financial and exchange companies, and
infrastructure organizations (service, construction, logistics, etc.). Often, oil market entities have different
industry orientation, different forms of ownership (public, private, quasi-public), they can be
representatives of both large and small and medium-sized businesses.

In the route of product movement, trade and economic relations between the manufacturer, wholesale
and retail sellers and the consumer arise over the change and transfer of ownership rights to products. The
transfer of ownership rights to goods — oil products in modern oil markets is carried out through oil
exchanges by drawing up various types of contracts.

When selling oil products, ownership rights are transferred with responsibilities through forward term
transactions, which are paper goods, which describe all the conditions and terms of trading processes with
real goods-oil products, indicating the specific location of the end user. Forward contracts are often
standardized in exchange practice, which simplifies exchange turnover and fulfillment of obligations [6].

Another type of document for the sale of oil products is a futures transaction — a document for the
transfer of ownership of a commodity production, but not a security. At the same time, the seller has the
right to supply oil products of any quality in accordance with the conditions established by the exchange.
Oil transactions can be carried out not only between producers and buyers, but also between the broker
and the clearing house, with full freedom to vary prices and delivery times. However, deliveries of oil
products on futures exchanges can only be allowed during certain limited periods of time [7].

Often there is insurance against price changes (hedging) in the oil markets in order to avoid possible
losses as a result of higher prices for goods sold at a fixed price, but not yet purchased. Options are a type
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of futures transactions where the specific content of the document is to buy or sell oil products at a pre —
set price [8].

When selling oil products, the sales organization system is planned. Marketing system planning is a
systematic decision — making regarding the physical movement and transfer of ownership of a product or
service from the manufacturer to the consumer, including transportation, storage, and transaction
execution [9]. Sales functions are performed through product distribution channels, which include all
organizations or all people associated with the movement and exchange of goods and services that are
participants in sales channels.

The decisions in this area strongly influence marketing programs. In many cases, choosing a sales
channel is the company's most important decision. It takes a long time to build a good relationship with
sales channels. When they are already there, it is quite difficult for a new company to introduce itself, and
it is easier for an old one to organize the sale of suitable new products. Participants in sales channels
should coordinate the planning and implementation of the strategy; if they are influential, the marketing
capabilities of manufacturers significantly increase. Consumers prefer not to change the existing C and OS
of purchasing goods and services [10].

The choice of sales channels also affects expenses and profits. The firm that takes on all the functions
must pay for them: accordingly, it receives all the income. A firm that uses independent (external)
channels can reduce the relative costs of product movement; however, it also has a lower relative profit,
since the relevant sales organizations must receive their share.

In vertically integrated oil companies, the choice and formation of product distribution channels is
important. At the same time, the distribution policy is a course of action of the enterprise for the
development and implementation of a marketing mix - a distribution mix, and measures included in it to
bring the product to the end consumer. It is aimed at effective interaction of all subjects of the marketing
system to ensure the movement of a specific product prepared for sale in a certain quantity and quality, at
a specific time and place.

During the period of centralized planning, the volume of direct links between plants and consumers
was carefully justified, taking into account the minimization of costs for transportation and storage of
petroleum products. At that time, direct connections were 10-15% in the whole country, for example, for
gasoline, and 20-30% for diesel fuel.

For the effective functioning of the oil and petroleum products market in Russia, it is necessary to
combine the efforts of companies in oil production, processing and marketing in order to save production
costs and apply new technologies. These tasks were met by the creation of vertically integrated oil
companies.

In order to provide consumers with oil products in a timely manner, it is necessary to solve a whole
range of tasks. The coordinated actions of the participants in the technological chain, United within a
vertically integrated structure, directly affect the extent to which the needs of the end user will be met.

Here we need to solve some of the most significant problems [11]:

- organization of production and processing of petroleum products at an oil refinery);

- organization of delivery of petroleum products to specific markets through a network of subsidiaries
(at the same time, it is necessary to know the most accurate needs of each specific market for certain
petroleum products);

- organization of transportation and storage of petroleum products;

- delivery of petroleum products to the final consumer through a network of wholesale trade
organizations and a network of gas stations.

With vertical integration, enterprises that perform different stages of the same technological process
are combined into a single chain. A specific feature of the oil refining industry is a high concentration of
production. Petroleum products are consumed everywhere.

When delivering oil products from suppliers to consumers, different types of transport are used
depending on their efficiency, the specific conditions of the supplied area, and the properties of the
transported oil products. The most efficient pipeline is transport. The cost of transporting 1 ton of oil
products through the pipeline is 3-4 times lower than the cost of railway transport. Depending on the
distance, the efficiency of using rail and road transport modes changes. In particular, for a distance of up
to 200 km. Road transport is more profitable, and rail transport is more profitable for long distances [12].
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Thus, each of the modes of transport used has its own advantages and disadvantages. For this reason,
the delivery of petroleum products in mixed traffic, most often a combination of pipeline and rail
transport, has developed significantly. The role of pipeline and river transport in the transportation of
petroleum products in direct communications in the country as a whole is insignificant.

Determining the optimal cargo flow patterns, the most rational combination of ways to transport
petroleum products, and the further development of pipeline transport, which is a significant cost-saving
factor in delivering finished products to consumers, are among the most important tasks.

Depending on the nature of product promotion from refineries to consumers, transit and warehouse
forms of supply are distinguished. Each form has its advantages and disadvantages [12].

The use of a transit form of supply accelerates the delivery time of oil products to consumers. As a
result, their time in the sphere of circulation is reduced. In addition, this form of supply helps to reduce the
cost of circulation by reducing the cost of transportation and storage of petroleum products. However, the
unjustified use of transit supply may lead to the fact that some consumers will be supplied with oil
products in an unsatisfactory quantity that does not correspond to their rational consumption sizes.

In the process of developing a sales policy, the company's marketers must make and implement
decisions about sales channels or routes.

An optimal sales system for a vertically integrated oil company should help achieve the following
goals:

- maximize turnover and increase the company's market share;

- minimize sales costs;

- optimize the number of sales intermediaries in the chain involved in the product distribution process:

- ensure control of the marketing plan;

- create and maintain the high prestige of the selected sales channel;

- facilitate the creation of long-term relationships within the sales channel and at the same time
maintain flexibility.

Planning the needs of a subsidiary company for petroleum products through a network of gas stations
taken into franchising is of great importance. Currently, vertically integrated oil companies include the
sale of petroleum products under a franchise agreement most often in the wholesale sales section.
A vertically integrated structure of an oil company should have a special division for product sales
management, which should have functions for managing all divisions whose activities are related to the
organization of projects for the sale of oil products.

Today, such a large company in the Republic of Kazakhstan is JSC NC KazMunayGas. It coordinates
and controls all activities of its subsidiaries (oil-producing organizations, enterprises that process
petroleum products and create petrochemical products, retail outlets for wholesale and retail sales of
petroleum products). The national company, as the main operator of oil refining products sales in
Kazakhstan, models the domestic market of oil and petroleum products, and also provides continuous
monitoring of situations on foreign oil markets. Almost completely controls the entire chain of sales and
logistics of petroleum products.

The export is one of the most important sales channels for oil products both in Kazakhstan and in any
country.

Currently, global petrochemical markets are significantly affected by price volatility in oil markets
due to the global economic crisis of 2020 resulting from the coronavirus pandemic.

But if you think about it, you can take into account that any crisis is a step towards various structural
changes in the industry. Currently, all countries are developing their own strategy for overcoming the
post-crisis period, setting themselves the goal of avoiding economic catastrophe. Kazakhstan also puts in
its state programs, first of all, the transition from exporting crude oil to entering world markets with
refined products with high added value.

The diversification of the oil and gas industry in Kazakhstan, the expansion of oil refining and
petrochemical products in recent years have been studied quite a lot by scientists-economists
O. I. Yegorov, O. I. Chigarkina [13, 14], D. E. Satenova, A. B. Rakhisheva [15], U. Zh. Shalbolova,
M. A. Yelpanova, A.K. Baikin [16-21].

Definitely, in the post-crisis period, the role of state regulation in the organization of sales, exports
and production of refined products is very important. All measures taken by the government of the
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Republic of Kazakhstan to restructure the industry, in particular, the oil and gas industry, are not
temporary measures for economic stabilization. These programs for the transformation of the Kazakh
economy began their work 10 -15 years ago, and now they are acting as anti-crisis measures that will
determine the future of the country's national economy for many years to come.

Despite the global crises, the economy of Kazakhstan is developing, the domestic market of
petroleum products is working and will continue to function in the future. In this regard, an analysis of the
production of petroleum products and its consumption at the level of domestic consumption is presented.

Analysis of domestic consumption of oil products is important for the organization of export sales of
oil products (figure 1).
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Figure 1 - Supply and demand for petroleum products in Kazakhstan, thousand tons per year

Compiled by the authors from sources [1,2]

So, in the domestic market, gasoline consumption from 2012 to 2019 did not change much. While in
2012, the production of gasoline products was 2 times lower than demand, by 2019 the growth rate was
1.7 and reached the output of 4972 tons, exceeding consumption. According to the saturation of the
market with diesel fuel and kerosene during the analyzed period, Kazakhstan provided maximum domestic
demand. Fuel oil production in 2012 exceeded consumption by 2 times, and therefore in 2019 the output
of this oil product was reduced by 2.3 times and exceeded consumption in the Kazakh market. Bitumen
production has grown 2.4 times since 2016 in 2019. Thus, Kazakhstan's refineries are able to meet the
demand for petroleum products in the domestic market.

Kazakhstan provides 87% of the domestic market with its own refined products. The share of imports
ranges from 2 % (for fuel oil) to 13% (for gasoline).
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The sales of oil refining products in Kazakhstan are organized through a network of sales enterprises — gas
stations located geographically in all regions of the country.

Analysis of the distribution of diesel fuel consumption by region in the context of economy sectors
shows that mining enterprises located in the West, center and North of Kazakhstan have a significant
consumption of diesel fuel per year. Thus, in Aktobe consumption is 120 thousand tons, in Atyrau it’s
191.0 thousand tons, in Mangistau it’s 89.4 thousand tons, in Karaganda, Kostanay, Pavlodar, West
Kazakhstan, Kyzylorda regions and Shymkent it’s from 40.0 to 80.0 thousand tons per year. The leaders
of diesel fuel consumption among manufacturing enterprises are Karaganda (75.0 thousand tons),
Pavlodar (45.0 thousand tons), West Kazakhstan (63.0 thousand tons) regions. If we consider the fuel
consumption in agriculture, it is mainly a high share in the Turkestan region and the Northern regions of
the country, where the production of agricultural and grain crops is developed. Since the dynamic
development of construction in Kazakhstan takes place in the city of Nur-Sultan, there is the highest
consumption of diesel fuel in the country (231.5 thousand tons). The same pattern is observed in Almaty,
Atyrau region, Almaty and Turkestan regions.

In terms of consumption by sectors of the national economy in Kazakhstan, the construction sector
consumes the most diesel fuel (1,317 thousand tons per year), transport (1,177 thousand tons per year),
then mining (835 thousand tons per year), and various service sectors (570 thousand tons per year). The
lowest consumption of refined products occurs in the manufacturing industry (450 thousand tons per year)
and in agriculture (462 thousand tons per year). The smallest consumption of diesel fuel indicates the need
for structural adjustment of the economy of Kazakhstan towards the expansion of the processing sector of
the economy and the development of the agro-industrial complex.

Depending on the volume of consumption and demand for basic refined products, sales facilities are
located in the regions of Kazakhstan.
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KA3AKCTAH/JIA OHJIEJTEH MYHAM OHIMIH OTKI3YII YUBIMIACTBIPY

AnHoTanus. Makanaia eHIMII ©TKi3y KaTeroprsulaphl, aTan aifTkaHga, MyHal ©HIMIH ©TKi3y, OHBI ©TKI3yAiH
HETI3ri Ke3eHaepi KapacThIpbUIFaH. FampMaapIslH Ke3KapacTapbl MEH MyHal ©HAEY OHIMIH OTKi3y YFBIMBIHBIH
aBTOPJIBIK TYCiHAiIpMeci ychiHBUFaH. Onap: MyHall eHAipy KOMIIAHIUIApbl, MyHal eHAey KOCIHOPBIHAAPHI, KOJiK-
JIOTUCTUKANBIK YHBIMIAp, cayna OTKI3y >KOHEe OMpIKaJbIK KOMIIAHUSUIAP, KBI3MET €Tyl HWHQPaKYpbUIBIM, TYpPIi
KBI3MET KOpCeTy KOCINOPBIHAApHl. OHIIPYIIIACH COHFBI CATHIN alyIIbiFa ICHiH MyHail eHAey KoHE MyHaH-XUMHUS
eHIMIH Tapaty yuirici 6epinreH. Herisri kyxatTap ((hprodepc), ToyeKeni cakTaHAbIpy (XemKupiey), MyHall eHIMIH
OTKi3yll YHBIMAACTBIPYABI JKOCHapiay, MapKeTHHITIK OarmapiaMaiapAblH 6TKi3y apHAachlH TaHayFa ocepi
KapacThIppUIFaH. TiriHeH WHTErpalfsUlaHFaH MyHal KOMIAHWSJIApBIHAA MyHaldl OHIMIH OTKi3y apHalapblH
KaJIBIITACTHIPY YAT1JIepi YCHIHBIIFAH.

Conpaii-ak Makayiafa MyHail eHIAeY OHIMIH KYK TachIMaJIayIblH THIMAI ChI30aIapblH TaHAAYIBIH OHTANIbI-
JIBIFBI, OJIAPJIbl TACBIMAIIAY MEH yaKbITIIA CAKTAY/bIH JOTMCTUKANBIK ChI30asiapbl, TYThIHYIIBUIAPFa MYHall ©HIMIH
KETKI3yIliH TPaH3MUTTIK HBICAHAAPBIHBIH YTHIMJBUIBIFBI KepceTiireH. Makaiana KOPOHAaBHPYC NaHIAEMUSIChIHA
0ailyTaHBICTBl ONIEMIIIK MYHall HapBIFBIHIAFbl KaJBIITACKAH JKarnail OOMBIHIIA aBTOPJBIK YCTAHBIMBI Oap oJIeMIiK
HApBIKTaFBl MYHAi-XMMHS OHIMIHIH CYpaHBICBHI MEH YCBIHBICBIHA Tajjmay Oepinren. Ka3zakcTaHHBIH imIKi
HapBIFBIHIAFBI HET13T1 MYHall @HIMIH 6HIipy MEH TYThIHYyFa TaJaay *oHe Oaranay kenripinres. XKeke mpican peTiHae
KazakcTaHHbIH XaJbIK IapyallbUIbIFBIHBIH )KEKEIereH oHipiepi MeH cajlaiapbl OOMbIHINA U3€b OTBIHBIH TYTHIHYFa
Tanmay Kypriziami.

Tyilin ce3mep: eHIeNreH MyHail ©HIMI, MyHall >KOHE MyHail-XMMHS OHIMI, MyHaill eHAIpy, caTy XoHE
9KCIOPTTAY, OHIIPY XKOHE TYTHIHY, MYHail ©HiMi HapbIFEl, OHACITEH HeTi3r1 MyHall eHiMi, MyHall KOMITaHHSITapHbI.
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OPT'AHM3ALIIUS CBBITA ITIPOAYKIIMA HE®TEINNEPEPABOTKHN B KABAXCTAHE

AnHoTanusi. B crathe mpencraBieHbl OCHOBHBIE TEOPETHUKO-METOOJIOTHUECKHE IMOJXOJbl K pealn3aluu
MPOAYKTOB mepepaboTKi. PaccMOTpeHBI B3IIISIIBI YICHBIX M SKOHOMHUCTOB Ha COBIT MPOAYKTOB IMepepaboTKH M UX
kareropurd. OOOCHOBaHBI CXEMBI OpPraHM3AlUU COBITA HE(PTEMPOAYKTOB Ha BHYTPCHHEM W MHPOBOM PBIHKAX,
MHOTOYPOBHEBasi CHUCTEMa MAapKETHHTa, MApUIPyTHl JBWXKCHUS MPOIYKIMU (JIOTHCTUYECKAs IEIOYKa JBUKCHUS
MPOAYKIUHN). PaccMOTpeHBI OCHOBHBIE ITOKYMEHTH (()BIOYEpPCHI), CTpaXxOBaHHE PHUCKOB (XEHKHPOBAHMUE),
[UIAHUPOBAHHUE OPraHU3alUK MPOJAX HEPTEHPOIYKTOB, BIHMSHHE MAPKETHHIOBBIX MPOrpaMM Ha BBHIOOp KaHaia
cObiTa. B crarbe npencraBieHo GopMHUPOBAHHE KAHAIOB CObITA HEPTEIPOIYKTOB B BEPTHKAIHHO HHTETPUPOBAHHBIX
He(TAHBIX KOMIAHUSIX. YTOYHEHBI 3a/la4d [0 CBOEBPEMEHHOMY OOECIEYEeHHI0 MOoTpeduTesel HeTenpoLyKTaMH.
O003Ha4YeH ONTUMAJIBHBINH BBIOOP 3()(HEKTHBHBIX CXEM IPy30IePEBO30K HE(PTEMPOAYKTOB, JOIUCTUIECKUX CXEM HX
TPAHCIIOPTHPOBKA M BPEMEHHOIO XPAHEHHWS, PALMOHAIBLHOCTh TPAH3UTHBIX (OPM JIOCTAaBKH HEPTEHPOIYKTOB
l'[OTpe6I/ITeJ'ISIM. BrisiBieHBl OCHOBHBIE eI JOOCTHXKCHHUSA OITHUMAJIBbHBIX CHCTEM C6]>IT21 Heq)TerOI[yKTOB
BEPTUKAJIBHO HWHTCTPHUPOBAHHBIMU Heq)TﬂH]:lMI/I KOMIIaHUSAMU. OGOCHOBaHa BO3MOXXHOCTb HaJIM4YHA CIICLMAJIBHBIX
MOJIPA3JICICHUI M0 peaM3alliil U SKCHOPTY HE(TENPOIYKTOB KPYNMHBIMUA HEe()TSHBIMH KOMITaHUSMH. [IpoBemeH
aHaM3 TOKa3aTeled Crpoca W MPEUIOKEHUs HEe(YTECXUMHYECKOW MPOMYKIIMA Ha MHUPOBBIX PBIHKAX C TO3HIUH
aBTopa MO TEKyIIeW CHTyallid Ha MUPOBBIX PHIHKaX He(TH B CBS3W C MaHAeMHuEH KopoHaBupyca. JlaH aHANM3 U
OLICHKA MTPOM3BO/ICTBA U MOTPEOIICHHsT OCHOBHBIX HE(DTENPOAYKTOB Ha BHYTPEHHHUX phiHkax KazaxcraHa. B kauectBe
OTJETBHOTO MHpUMepa ObUI TPOBEACH aHAW3 MOTPEOICHHs U3EJIBHOrO TOIUIMBA [0 PErHOHAM M OTPACIAM
HaIlMOHAJILHOM PKOHOMUKH Ka3zaxcraHa.

Kuarouesbie cioBa: IIpoaykius HedrenepepadoTku, HedTsHAs U HedTeXxuMHYECKas MPOayKuus, Hedremnpo-
IyKOWsA, COBIT M AKCHOPT, MPOU3BOJACTBO M TMOTpebieHWe. PHIHOK HETSIHON HpOAyKIwH, 0a30BBIE HPOIYKTHI
HedTenepepadOTKH, HEPTAHBIE KOMITAHUH.
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