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IIpoananizoBano cyyacHuii cran ¢opmyBaHHs iHpopmauiiiHoi ekoOHOMikM B YKpaiHi,
3p00J1eH0 00IPYHTOBAHI BUCHOBKH 11010 PO3IJISIY MOAAHOT0 MUTAHHS.

Takok aBTOPH BHOKpPEeMJIEHO B3a€EMO3B SI30K PO3BUTKY iH(popMmauiiiHoro mpocrtopy 3
NMOSBOI0 HOBITHIX KOMYHiKalliilHMX IHCTpyMeHTIB y MapkeTuHry. Takum komyHikauiliHum
iHCTPYMEHTOM ChLOTO/IHi € IHTepHeT-MapKeTHHT.

IHTepHeT-MapKeTHHI NepeloBCiM HAJa€ CMOKMBaveBi MOMK/JIMBICTH oTpuUMaTH iHdop-
Mauio npo toBapu. byab-sikuii moreHuiiinmii cnokuBa4d Moke, BUKOPUCTOBYI0UH IHTepHeT,
oTpuMaTu iHdopMaunilo mpo ToBap, a TakoXK KynuTH Moro. Xoya, sIKIIO TaM He Oyae
ingopmauii npo oquH TOBap, a6o BiH ii He 3HAlige, TO, WIBUALIE 32 BCce BiH mpuadae iHmmii
TOBap Y KOHKYPEHTA.

3acrocyBaHHsl MeTONiB iHTepHeT-MAapPKETHHIY HallileHe HAa €KOHOMil0 KomTiB (Ha
3apoliTHiii muIaTi mMpaniBHUKIB BilaiTiB mpogakiB i Ha peksami), a TakoK Ha PO3LIMPEHHS
HisUILHOCTI KOMIaHiii (mepexiz 3 JIOKAJILHOr0 PUHKY HA HALIOHAJILHUIA TA MizKHAPOTHUIT PUHOK).

KirouoBi ciaoBa: indopmanis, iHpopmauliiiHa ekoHOMika, iHoOpMaliiiHe CycCHiIbCTBO,
iHpopMauiiiHi TexHonorii, I[HTepHeT-MapKeTHHT .
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In the presented article the authors analyze the current state of the formation of the
information economy in Ukraine, make grounded conclusions regarding the submitted
guestions.

Also, the authors identify the relationship of information space with the appearance of
new communication tools in marketing. Internet marketing now is the such kind of
communication tool.

Internet Marketing is primarily providing consumers with an opportunity to receive
information about products. Any potential customer can use the Internet to get information
about the product and buy it. However, if there is no information about a product, or he did
not find it, then most likely he will buy another product from a competitor.

The usage of internet marketing methods is aimed at saving money (on sales staff salary
and advertising), as well as the expansion of the company (the transition from the local market
at the national and international market). The usage of new marketing tools of Internet
marketing will provide an opportunity to improve the efficiency of doing business on the
Internet, that is to reduce production costs, to make more effective marketing research, to
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automate the process of sale and purchase and informing the customers, to conduct market
analysis, to increase process communication link between buyers and sellers.

Key words: information, information economy, information society, information technology,
Internet marketing

Statement of the problem. The information environment today is diverse and has significant
influence on the formation and development of entrepreneurship. Information flows form an unique
information space, which in turn defines the major trends of the market development and its infrastructure.

Now the introduction of Internet technologies in trade, social and consumer services is a
fundamental phenomenon of society.

The entrepreneurship is characterized by high competition among a large number of wholesale and
retail establishments that offer similar products which necessitates the solving of problems of companies
adaptation to constant changes in external competitive environment

Thus, under these conditions, the usage of Internet technologies to improve the competitiveness of
Ukrainian enterprises becomes one of the most important areas of economic development and needs the
scientific grounding of the relevant methodology.

There is a lot of publishing on aspects of electronic productive organizations in the Internet
environment recently

Analysis of recent research and publications. Therefore, works of many authors are devoted to
researches in the field of information technology and Internet technology, for example, the methodological
basis of the study of the information society belongs to Bell D. [1], Toffler E. [14], Schumpeter J. [17].

But the matter does not lose its relevance in the present, because Internet technologies are
developing rapidly, there are always new tools for solving economic tasks.

It is necessary to emphases that problems of information resources are also important and explored
in the works of many authors, for instance such as Drucker P. [2], Ponomarenko V. [10, 12].

Concerning the usage of modern marketing tools and information technology, Internet marketing
process management, research results set forth in the works of O. F. Grishchenko, S. M. lllyashenko,
F. Kotler, D. Klots and others were analyzed.

Goals of the article. It should be noted that although the problems of the combination of
information technology and marketing today are thoroughly investigated, but they have not explained
structurally in the works of foreign and domestic scientists.

All this necessitates the systematization of knowledge and practical methods of usage of Internet
technologies in the marketing activity of the company.

The aim of the article is to examine the relationship of Internet technologies and competitiveness of
entrepreneurship in terms of marketing distribution policy formation.

The main material of research. The sales policy is a set of interrelated elements of marketing
sales activity aimed at customer satisfaction through optimal use of the marketing potential of a company
and on that basis, sales efficiency [5].

Broadly speaking a sales policy is a process of distribution of products manufactured by the
company, and after-sales service process. Marketing policy, in its turn, includes both the functions of sales
activity and the process of encouraging buyers to purchase products, as well as the process of goods and
services creation, focusing on the needs of consumers. Therefore, it should be borne in mind that marketing
activities are broader than sales [5].

The main elements of the marketing sales policy of a company are: products transportation, products
modification and development, storage of products, contacts and interaction with consumers.

E-commerce is the general term for the process of buying and selling, supported by electronic
technology. The emergence of the Internet has marked a revolution in the field of organization and
conducting of economic activity. There are new lines of business and existing ones have changed
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fundamentally. So, the achievements of scientific and technological progress formed the basis on which e-
commerce takes place [6].

Will the electronic distribution channels be a dominant force of distribution policy depends greatly
on what advantages and disadvantages has this high-tech method of products distribution and how much
will these advantages and disadvantages will show themselves on the market in the nearest future.

The advantages of electronic distribution channels include:

— Global scale and area. Internet opportunities let expand the search for business partners and
facilitate market research significantly. Thus, the best way to offer the goods or services can be provided
on the basis of complete information;

— Convenience and quickness of a transaction, availability of the user’s access to information
from any location without any additional costs;

— Database management and the ability to establish new relationships;

— Lower costs of sales and marketing;

— Productivity and flexibility of processing, professionally designed and well “promoted” Web-site
is a powerful tool and active promotion of a company, its products and services provided on the market [8].

All the advantages mentioned above have a high potential to become essential ones, usually under
certain market conditions. So, any company will be able to promote products worldwide, having a global
scope and Internet coverage as assets. Both small business and large one with millions of customers will be
able to change their offers so as to meet the needs of small market niches and market micro-segments due
to the information processing and possibilities offered by database management. These are exactly the
opportunities provided by electronic distribution channels based on Internet technologies.

However, along with the benefits, there are also some disadvantages of e-commerce. Distrust in e-
commerce in general is a major cause failures of online shopping among Internet users in Ukraine.
Generalizing the basic causes inhibition of e-Commerce in Ukraine Ukrainian analysts distinguish the
following one: lack of appropriate legislation on credit cards and electronic signature.

Means of Internet technologies as innovative methods of trading companies provide trading
opportunities to expand the boundaries of product markets, to provide consumers with better information in
terms of product and create new ways to compete.

The process of e-commerce covers such operations of commercial enterprises as: market monitoring,
which provides information about the consumers’ needs, product portfolio, bids of competitors and
customers ordering, after sales service and additional services. [9]

Thus, the introduction of such innovation requires companies implement a set of measures based on
its own innovation development strategy chosen and causes determining of the amount of the related
costs. Among these measures the formation and implementation of the communication policy of every new
Internet project take significant place.

E-commerce, which is now well established in trade, has a variety of forms. This allows enterprises
to choose a version based on available financial, technical and technological capabilities, as well as defined
development objectives

Thus, among the options for implementing Internet technologies in sales depending on the
functionality of e-commerce the following formats are optimal: Internet-shops with incomplete cycle of
servicing, Automatic e-shops, Internet storefronts (fig. 1).

Automatic e-shops

FORMATS OF _

RETAIL SALES OF Internet-shops  with

PRODUCTS IN incomplete cycle of
INTERNET servicing

Internet storefronts

Fig. 1. Main formats of the Internet trade
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The options of formats of Internet commerce functioning in Figure 1 differ by the level of
complexity of implementation thereof and accordingly by the cost of implementation and maintenance, as
well as by the trends of communication policy [16].

Disadvantages of electronic distribution channels:

— Virtuality of a contact with the real goods and delay in possession thereof, the interests of clients
security;

— Logistics of the order has the speed or performance, inadequate to Internet speed;

— Absence of usage of motifs shopping, not related directly to the purchases.

Especially negative impact on the development of virtual channels is caused by the absence of
opportunity to see the real product, try it and compare with other ones. The slowness of the order
performance is also the essential barrier for most of consumers who do not want to expect for product even
for a short period of time. The problems of security and social contacts of customers during their visit to
the shop and purchase can reduce the attractiveness of such a quick and easy method of obtaining the
product and satisfying of their needs as is Internet.

Unfortunately the distrust of consumers to goods purchase through electronic channels is related also
to the absence of concrete or truthful description of its characteristics which lead to customer
disappointment with the product. Another reason for the distrust is not a clear explanation of the ways of
payment for the selected product and the methods of product obtaining. Distrust arises also because at the
present stage of development of this method of selling there is no legal protection of consumers and users
of electronic commerce [3].

The main reason for deceleration of electronic commerce in Ukraine is the weak economy and low
living standards. Most Ukrainian citizens just do not feel a need for speedy and prompt service that can be
provided by Internet; people do not understand why would they need it and, accordingly, they are not ready
to pay for it. In the literature there is a view that even in case of the weak development of Internet, but with
the presence of solvent users the e-commerce would have gone up rapidly [4].

Thus, the development of electronic distribution channels requires provision of legal obligations of
manufacturers who use this method of marketing to clearly and truthfully reflect the information on
product properties, to place high quality images of products, to prescribe the ways of payment for goods
and also the way to get them for the buyer. For non-compliance with these requirements there should be
provided the responsibility of manufacturers who posted false information.

Today the promotion of goods and services in Instagram is prospective. This social network is built on
creating pages of so-called “Opinion leaders”. This system provides the opportunity to quickly gain a lot of
people who sign up for proposed page through the usage of “bots” pages and to create the so-called “popularity
rating”. This allows to create a quick promotion for any product or service. At the same time among, for
example, 5 000 people subscribed to the page, 30% will be real people who see the “Opinion leader”.

It concerns not only the Instagram. The socio networks gain great popularity in modern marketing in
e-economy. There are multiple ways for a modern company to use Social nets to influence on the clients
and followers [5, 7, 15] (fig. 2).

First of all, it allows to create a consumer Awareness. Social media helps consumers get to know a
company or a kind of business that they may have not been otherwise familiar with. It helps a company to
inform the followers about exactly what your business provides and what it is intending to do to create
brand identity and increase consumer awareness. Using Social nets may not lead to a plethora of new
business right away, but it does help attract potential customers a company may have been missing.

Also the key item is Customizing Profile Pages. To better showcase the business and make it more
searchable it is important to customize the company’s Social nets profile page. There are advantages of
Social nets profile pages. They allow to select an own profile picture and background so the page matches
the brand. Also keywords to help interested users find the profile could be used.

Utilizing Social nets helps increase the search engine ranking for the business website. Many search
systems are based on “social signals,” which shows a business' presence on social media networks like
Facebook and Tweeter, as a measurement as to what is credible on the Web. The more a business uses
social net media, the more likely its websites are going to come up high in the results after an Internet
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search. So the more customers, the more re-posts and the more likes and communications you have on
Social nets, the better it is for your business' website. Another marketing method is to resend related posts
from the business partners, clients and followers. The more a company communicates, the more followers
will trust it and repost its different posts. Consider this as new economy free sales marketing.

Social nets is absolutely another means of communicating with people, so be sure to interact with
your followers using keywords and hashtags. They are the SEO equivalent for Social nets. Talking
privately with followers via direct messages allows a company to provide customer support privately
which may lead to mentions from a satisfied customer. Direct message people with specific questions
about the business and what a company offers, tag people in the posts and do not forget to re-post valuable
posts that the followers have sent. This gives a company’s Social nets account a personal touch, which is
pleasant and attractive to customers.

CREATION OF CONSUMER AWARENESS

CUSTOMIZING PROFILE PAGES

CUSTOMER INTERACTION

BEFORE AND AFTER SALES SERVICE

USAGE OF
SOCIAL NETS EDUCATION
FOR A
COMPANY IN E-
ECONOMY BRAINSTORMING

ADVERTISING

PROMOTIONS

ANALYTICS

OUTSIDE SOCIAL NETS

Fig. 2. Ways for a modern company to use Social nets

There is even more of demand to provide customer service after attracting new customers, and
Social nets can help with that. Social nets has made businesses so accessible to the public that now, if
something goes wrong or is not clear to a customer, often they will go right to Social nets to search and get
service that way.

Beyond responding to clients, modern companies also would like to educate their Social nets
followers and customers. It's not an action that is directly promoting the business; however, practical and
helpful information that a company gives to the followers will only distinguish it further as an expert and a
giver. For instance, posts links to helpful customer-related content could be presented. Also, the company
could suggest giving people insider opinions of activities that might take place within the organization.
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A company might also post pics revealing upcoming events or describing new products or services that the
folowers do not know about yet. If other Social nets users respond to that Posts or ask questions, a
company may even answer them right away.

The reason why businesses that use Social nets actively and effectively have a personable
recognizable voice on Social nets, really not formal one, is that people want to connect with people they
like. So by being people and community-oriented with a company posts, one can only do good for the
enterprising performance. Another way companies use Social nets is to promote community events, in
addition to events that the business is involved in, and invite followers to attend them if possible. This
generates a sense of community and also gives a company a chance to communicate some of the current or
new customers face-to-face.

Using Social nets, a company can create a virtual brainstorming group whose size is only limited by
the number of people who follow the company. Companies frequently come up with successful products
and services by gathering people into a group and brainstorming ideas. For instance, if there are several
possible ideas for a new product or service name, one can present them to the Social nets followers and let
them discuss it.

Without any debt, businesses can use Social nets as a sales marketing tool for products, services and
promotions.

One of the best ways to gain customers outside of promoted products is by running company’s own
promotions. A company could offer instant discounts, coupons, special products and contests through
Social nets only. This encourages clients growth and results in reposts, further promoting the company.
Promoted posts allows a company to promote individual posts. Promoted trends allows one to choose a
topic related to the business appear at the top of the trends list on Social nets. This increases exposure and
conversations related to the business. Also posting coupons and special promotions that only a company’s
Social nets followers see is a win-win for both a company and its followers. The company gain more
followers by offering discounts and specials to people exclusively over the social media outlet and the
customers are able to buy the products and services they need for less than the price of the competitors

Social nets's analytics let a company research which marketing tools are working. Social nets
provides charts to show which promoted products work best, how every post is performing, more details
about the followers and the amount of traffic Social nets is driving to the website. These analytics allow a
company to ground marketing strategies depending on what works best for the business.

Social nets marketing does not have to occur just on Social nets. Place a link on a website or blog to
encourage visitors to follow the company on Social nets. If a company has a promotion on Social nets,
advertise it on the site or blog for more exposure.

Conclusions and perspectives of further researches. Thus the usage of submitted presentation of
new marketing tools of Internet marketing will provide an opportunity to improve the efficiency of doing
business on the Internet, that is to reduce production costs, to make more effective marketing research
(online research), to automate the process of sale and purchase and informing the customers, to conduct
market analysis, to increase process communication link between buyers and sellers.

If these conditions are met it can be safely stated that the electronic distribution channels are the
future, because they are cheaper comparing to traditional ones, and producers, especially the small ones, of
course will apply this method of marketing. This will enable manufacturers to save a lot of money and to
reduce the cost of sales, which today often exceed the cost of production

Cost reduction, in turn, will positively affect the financial results of the company. In addition to the
mentioned measures for the development of electronic distribution channels, it is necessary to implement
special programs to explain to consumers the rules of usage of this specific form of marketing. Typically
the process of trust formation to something new is often long and difficult, but the results should bring
considerable benefits to producers.

1. Bell D. The coming of post-industrial society: a venture in social forecasting / D. Bell. — New York : Basic
books, 1999. — 507 p. 2. Drucker P. Management Challenges for the 21st Century, M.: Buavsmc, 2003. — 240 c.

114



3. Bisnec ma Inmepnem: kopucmyeaui, komynixayii ma cnienpays [ Enexkmponnuii pecypc] | Ingppmayiini
mexnonoeii | Peaxcum docmyny: http:/lism.flybb.ru/topic220.html. 4. Enexmponna romepyis ma
enekmponnuil  mapkemune [Enexmponnuit pecypc] | Ingppmayiiini mexnonoeii 6 inghppacmpyxmypi
punxyl  Pexcum  oocmyny: http://educational.mariroz.com/InformTechVInfrastrRynku/lect/lect14.pdf.
5. 36ymosa nonimuxa [Enexmponnuii pecypc] | @inancoso-ingopmayitinuii nopman | Pexcum oocmyny:
http://finance-dom.ru/. 6. Kninyc JI. B., Ocobausocmi euxopucmarts 30ymogoi noiimuxu nionpuemcmed 6
mepeoici Inmeprnem [l Exonomixka ma ynpaeninnus AIIK., 2014. — C. 68-72. 7. Haymix K. I'. KonyenmyanoHi
nioxoou 0o eusuennsi |nmepnem-komynikayii sk pecypcy nocminoycmpianvhoi exonomixu | K. I. Haymix I/
Vnpaeninus possumkom : 36. nayk. cmamei. — 2010, — Ne 6. — C. 134-138. 8. Ilepesacu ma nedoniku 30ymy
yepes Inmepnem. [Enexmponnuit pecypc] | Inmepuem xomepyisl Pexcum oocmyny: http://alpariweb.com/
ua/infolwww/info-10. 9. ITucapenko B. I1., Buxopucmanms Inmeprem-mexHonoziti: nepcnekmueu po3eumky.
[Enexmponnuii pecypc]. — Peacum oocmyny: https://www.pdaa.edu.ua/sites/ default/files/node/1820/
pisarenkov.p.vikoristannyainternet-tehnologiyperspektivirozvitku.pdf. 10. ITonomapenxo B. C. Hnghopmayuon-
Hole cucmemvl ¢ meneddxemenme | B. C. Ilonomapenxo, I'. B. Hazaposa, A. U. Ilywxkaps, P. K. Bymosa,
E. H. Acmpemckas: Yuebnoe nocooue. — Xapvros:. XI'QY, 1998. — 160 c. 11. Ilopmep M. 3. Konxypenyus. —
M.: H30. oom «Bumvsime», 2000. — 496 c. 12. Cospemennbie nooxoobl K MOORTUPOBAHUIO CTIOMNCHBIX COYUANLHO-
IKOHOMUHECKUX cucmem  monogpaust | [noo peo. B. C. Ilonomapenko, T. C. Knebanosou, H. A. Kuzuma u dp.]. —
X U «MHXKOK», 2011. — 273 c. 13. Cnocodu opmysanns nonumy i CMUMYTIO8AHHA 30YmYy
sukopucmosyioui Inmepnem-mexnonocii. [Erexmponnuii pecypc) | [nanyeanns mapxemuney. — Peacum
oocmyny: http://pidruchniki.com/1973011053719/marketing/. 14. Tog¢nep E. Tpems xeunsn | Ilep. 3 anen.
A. €scu—K.: Beeceim, 2000.— 453 c. 15. Yepros A. A. Cmanosnenns 2n06ampro2o ingopmayitinozo cycnitbcmsa:
npobremu i nepcnexmusu. — M., 2003, — 240 c. 16. Illosxosa O. A., Popmy8aHHs KOMYHIKAYILIHOT NOAIMUKY 8
innosayiunux npoexmax nionpuemems [Enexmponnuti pecypc]. — Peoicum docmyny: http://mmi.fem.sumdu.
edu.ua/sites/default/files/mmi_2013 1 188 197.pdf. 17. Ilyunemep H. Teopus >koHOMUHECKO20 pa3eumuis.
Kanumanuzm, coyuanuzm u oemoxpamust | npeouci. B. C. Asmonomosa. — M.: DKCMO, 2007. — 864 c.

115



