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Abstract

In the 21st century, the rapid development of technology, social media, and entrepreneurship
has introduced certain risks and challenges to the effective management of sales. In the modern
market, every company strives for effective sales and competes with others in a fair manner.
A competitive environment has been established, and the use of various platforms has
significantly simplified the accessibility of information about a company’s activities.
Consequently, sales have become more profitable. However, certain risks, costs, and challenges
remain. It is crucial for a company to have a clearly defined sales strategy that adapts to the

changing environment and ensures effective sales at any given moment.

The presented study examines the processes of online sales in the Georgian market and the
challenges faced by micro and small businesses. Depending on the field of operation, the
challenges in sales vary among companies. However, regardless of the sector, several common

issues in sales have been identified.

The study of the research topic revealed that Georgian companies face numerous challenges
that significantly impact their sales performance. It was found that most companies in the
market encounter issues such as a lack of qualifications and knowledge, low motivation among
sales managers, ineffective marketing, and intense competition. These are the primary
challenges identified through the examination of the experiences of various Georgian

companies. These obstacles considerably hinder the development process of businesses.

Key Keywords: Online Sales, Challenges in Sales Processes, Sales Performance.



