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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 г.) - Pennsylvania state 

The first oil refinery Built in 1865 in new York city 
The first oil exchange Titusville oil exchange (1871 г.) - the city of Titusville, Pennsylvania 
The first major oil and oil products marketing 
company 

Standard Oil Co (1861) was the main seller of oil and refined products in 
the United States 

Creation of the first group of companies for the 
marketing of oil products 

The Organization of petroleum exported countries-OPEC group of 
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. I. 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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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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ҚАЗАҚСТАНДА ӨҢДЕЛГЕН МҰНАЙ ӨНІМІН ӨТКІЗУДІ ҰЙЫМДАСТЫРУ 

 
Аннотация. Мақалада өнімді өткізу категориялары, атап айтқанда, мұнай өнімін өткізу, оны өткізудің 

негізгі кезеңдері қарастырылған. Ғалымдардың көзқарастары мен мұнай өңдеу өнімін өткізу ұғымының 
авторлық түсіндірмесі ұсынылған. Олар: мұнай өндіру компаниялары, мұнай өңдеу кәсіпорындары, көлік-
логистикалық ұйымдар, сауда өткізу және биржалық компаниялар, қызмет етуші инфрақұрылым, түрлі 
қызмет көрсету кәсіпорындары. Өндірушіден соңғы сатып алушыға дейін мұнай өңдеу және мұнай-химия 
өнімін тарату үлгісі берілген. Негізгі құжаттар (фьючерс), тәуекелді сақтандыру (хеджирлеу), мұнай өнімін 
өткізуді ұйымдастыруды жоспарлау, маркетингтік бағдарламалардың өткізу арнасын таңдауға әсері 
қарастырылған. Тігінен интеграцияланған мұнай компанияларында мұнай өнімін өткізу арналарын 
қалыптастыру үлгілері ұсынылған.  

Сондай-ақ мақалада мұнай өңдеу өнімін жүк тасымалдаудың тиімді сызбаларын таңдаудың оңтайлы-
лығы, оларды тасымалдау мен уақытша сақтаудың логистикалық сызбалары, тұтынушыларға мұнай өнімін 
жеткізудің транзиттік нысандарының ұтымдылығы көрсетілген. Мақалада коронавирус пандемиясына 
байланысты әлемдік мұнай нарығындағы қалыптасқан жағдай бойынша авторлық ұстанымы бар әлемдік 
нарықтағы мұнай-химия өнімінің сұранысы мен ұсынысына талдау берілген. Қазақстанның ішкі 
нарығындағы негізгі мұнай өнімін өндіру мен тұтынуға талдау және бағалау келтірілген. Жеке мысал ретінде 
Қазақстанның халық шаруашылығының жекелеген өңірлері мен салалары бойынша дизель отынын тұтынуға 
талдау жүргізілді. 

Түйін сөздер: өңделген мұнай өнімі, мұнай және мұнай-химия өнімі, мұнай өндіру, сату және 
экспорттау, өндіру және тұтыну, мұнай өнімі нарығы, өңделген негізгі мұнай өнімі, мұнай компаниялары.  
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ОРГАНИЗАЦИЯ СБЫТА ПРОДУКЦИИ НЕФТЕПЕРЕРАБОТКИ В КАЗАХСТАНЕ 

 
Аннотация. В статье представлены основные теоретико-методологические подходы к реализации 

продуктов переработки. Рассмотрены взгляды ученых и экономистов на сбыт продуктов переработки и их 
категории. Обоснованы схемы организации сбыта нефтепродуктов на внутреннем и мировом рынках, 
многоуровневая система маркетинга, маршруты движения продукции (логистическая цепочка движения 
продукции). Рассмотрены основные документы (фьючерсы), страхование рисков (хеджирование), 
планирование организации продаж нефтепродуктов, влияние маркетинговых программ на выбор канала 
сбыта. В статье представлено формирование каналов сбыта нефтепродуктов в вертикально интегрированных 
нефтяных компаниях. Уточнены задачи по своевременному обеспечению потребителей нефтепродуктами. 
Обозначен оптимальный выбор эффективных схем грузоперевозок нефтепродуктов, логистических схем их 
транспортировки и временного хранения, рациональность транзитных форм доставки нефтепродуктов 
потребителям. Выявлены основные цели достижения оптимальных систем сбыта нефтепродуктов 
вертикально интегрированными нефтяными компаниями. Обоснована возможность наличия специальных 
подразделений по реализации и экспорту нефтепродуктов крупными нефтяными компаниями. Проведен 
анализ показателей спроса и предложения нефтехимической продукции на мировых рынках с позиций 
автора по текущей ситуации на мировых рынках нефти в связи с пандемией коронавируса. Дан анализ и 
оценка производства и потребления основных нефтепродуктов на внутренних рынках Казахстана. В качестве 
отдельного примера был проведен анализ потребления дизельного топлива по регионам и отраслям 
национальной экономики Казахстана. 

Ключевые слова: Продукция нефтепереработки, нефтяная и нефтехимическая продукция, нефтепро-
дукция, сбыт и экспорт, производство и потребление. Рынок нефтяной продукции, базовые продукты 
нефтепереработки, нефтяные компании. 
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