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TpaekTopia pyxXy MapKeTUHry — TpaeKkTopusa ABUXKEHUA MapKeTUHra —
Big Tpaauuii go iHHOBaLii OT TPAAULMIA K UHHOBALMAM
Mempo Pomaxoeuu IMyyeHmeiinot, Memp Pomarosuu lMyyexmetino,
Bimariii Mukonatiosuy HaHokof, Bumanuii Hukonaesuu HaHbko',
Bimaniti /leonidoeuy Kapnerko Bumanuti /leoHudosuy Kapnenko'ft
*TepHonianbKuG HauioHasbHUl ekoHoMiYHUl yHigepcumem, fTepHono/bckull HauUOHAAbHEIU SKoHOMUYecKUl
TepHoNiL, YKpdiHd, yHusepcumem, TepHONo/b, YKpauHd,

#acmHoe sbicwiee yue6Hoe 3asedeHue

«YHUBepcumem 3KOHOMUKU U npednpuHUMame/1cmea,
XmenbHuuKul, YKpduHa,

#XmenbHUYKUl HayuoHabHbIl yHUBEepcumem,
XmenbHuuKull, YKpauHa

#ﬂpueamHud suwulli HasyasbHUl 3dknad «YHigepcumem
€KOHOMIKU i nidnpuemHuymea», XmeaeHuubkud, YKpdiHd,
HXmenbHUUbKUU HayioHAnbHUU yHiBepcumem,
XmenvHuybKull, YkpdiHa

MeTa po60TM - Or/AAHYTM CyvacHi KoHUenuii MapKeTuHry,
BM3HAYUTU CKA3AHWUKM CUCTEMM MapPKEeTUHTY MiANPUEMCTB i
OBrpyHTYBaTM OCHOBHi MOCTY/1IaTU PO3BWTKY iHHOBALiiHOMO
MapKeTUHry nignpuemcTs ans nigBULLEHHA
KOHKYPEHTOCMPOMOXHOCTi MPOAYKLi.

Aumsaitn/MeTtopa/MNigxia gocnigkeHHs. Y gociigxeHHi 3acTocoBaHo
MeTOAM TEeOPeTUYHOro Yy3ara/lbHeHHA, aprymeHTauii Ta

Lenb pabotbl — 0630p COBPEMEHHbIX KOHLEMUMA MapKeTWHra,
onpeje/ieHne COCTaB/AIOWMX 3/1IEMEHTOB CUCTeMbl MapKeTuHra
NpeAnpuATUA M 0BOCHOBaHWE OCHOBHBIX MOCTY/IATOB Pa3BUTHA
WMHHOBALMOHHOrO MapKeTWHra MpeAnpuATUA  A/1A  NOBbILLEHUA
KOHKYPEHTOCMOCOBHOCTH MPOAYKLMM.

[Amsaiin/Metog/Moaxoa ucciegoBaHuA. B npouecce Mccies0BaHuA

abcTpakLji, aHaNITUYHUIA, MOHOTPadiYHUi, AiaieKTUHHUIA. MCNo/b30BaHbI METOAB! TeopequeCK“oro 0606L”'eH”’j’
Pe3y/bTaTh AOC/IAXKEHHA. PO3KPUTO CyTb i 3MICT MOHATTA aprymeHTaLyn 1 abCTpaKLK, aHa/MTUIeCkUi, MOHOTpadHecku,
AVANEKTUYECKUMN.

MapKeTuHry. O6r'pyHTOBaHO, LU0 PO3BUTOK MapKeTWHrOBOroO
3abe3neyeHHs — Lie CKAAAHWI giaseKTUYHUIA npoLiec B3aeMogil
YMHHUKIB 30BHILUHBOrO Cepe/AoBMLLA | LisecnpAMOBAHOrO
BNAVBY YUHHUKIB, NoB’A3aHMX 3 BUMPOGHULTBOM
KOHKYPEHTOCMPOMOXHOI MPOAYKLi, O 3340BO/bHAE MNeBHi
PUHKOBI noTpebu. PO3rnAHYTO i OOrpyHTOBaHO CyTHICTb,
3aB/laHHA, OCHOBHi iIHCTPYMEHTM Ta NPUHLMMU MapKETUHIOBOrO
3abe3neyeHHs. Po3pobneHo | HaykoBO  OOIrpyHTOBaHO
OpraHisauinHi CKN1aA0BI iHHOBaUiHOrO MapKeTHHry
niANPUEMCTB Ha OCHOBI 3abe3Mne4YeHHA y3roAKeHoi B3aeMog;i ix
{HHOBALLMHOT Ta MapKeTUHroBOi AiA/NbHOCTI. Bu3HaveHo
CYTHiCTb, 3MIiCT | nNpUMHUMNM  TepMiHY  «iHHOBALiMHWIA
MapKeTWHr».  3anponoHOBaHO  Kaacudikauito  pisHOBUAIB
{HHOBALMHOrO  MapKeTWHry Yy  3aiexHocTi  Big X
$YHKLiOHAbHOT NPUHANEXKHOCTI.

MpaKkTUyHe 3Ha4YeHHA AOCAiAXKEHHA. Pe3y/bTaTu A0C/iKeHHA
MOXHa BMKOPUCTOBYBATU Mpu po3pobLi mponosuuii woao
edeKTMBHOrO GOPMYBaHHA Ta BUKOPUCTAHHA MapKeTUHry Ha
nigNpPUEMCTBI.

OpwriHanbHicTb/LiHHicTb/HayKkoBa HOBM3HA AOC/iAKEHHA.
3aificHeHO  KAacudikalilo  MapKeTMHroBoro 3abesneyeHHs
nignpuemcrea. O6rpyHTOBaHO OCHOBHI NPUHLMMIK
MapKeTMHroBoro 3abesneyeHHd. BusHaueHO MeTOA0/10riHHI
3acagM  AOC/iAXEeHHA  MapKeTMHroBoro  3abesmneyeHHs

Pe3y/bTaThl  MccieaoBaHMA. PacKpbiTbl CYLLIHOCTb M COAepXaHue
MOHATUA MapKeTuHra. OBOCHOBaHO, YTO Pa3BUTHE MApPKETUHIOBOrO
obecriedeHnss - 3TO  CIOXKHbIM  AMANEeKTUHEeCKU  mpouecc
B3aMMOg,encTBUA GaKTOPOB BHELLIHEN Cpe/bl U Lie/leHanpaB/IeHHOro
BO3AeNCTBMA  PaKTOpOB,  CBA3AHHbIX C  MPOM3BOACTBOM
KOHKYPEHTOCMOCOOHOM NpoAYyKLMM, yA0BAETBOpAIOLLEN
orpese/ieHHble  pbIHOYHblE  MOTPebHOCTM.  PaccmoTpeHbl U
00OCHOBaHbl  CYLLIHOCTb, 334a4d, OCHOBHblE WHCTPYMEHTbI W
MPUHLMMbI MApKETUHIOBOro obecriedeHus. Pa3paboTaHbl 1 Hay4HO
000CHOBaHbl OpraHU3aLMOHHble COCTaB/IAOLLIME UHHOBALMOHHOrO
MapKeTUHra npeAnpUATUIA Ha OCHOBE 0HecrnedeHnA Cor/IacoBaHHOMO
B3aMMOAENCTBUMA  MX  MHHOBALMOHHOW U MapKeTMHroBOM
AeATenbHoCTU. Onpege/ieHa CyLHOCTb, COAEpKaHWe 1 MPUHLMMbI
TepMUHa «/HHOBALMOHHbIN MapKeTUH». lMpepsioxeHa
KMaccupuKauma  BUAOB  MHHOBALIMOHHOTO — MapKeTuHra B
3aBMCUMOCTY OT UX QYHKLIMOHA/IBHOW NMPUHA//IEHOCTH.

MpaKTHyeckoe 3Ha4YeHWe MuccieaoBaHUA. Pesy/bTaTbl MCCie0BaHUA
MOXHO WMCMO/b30BaTb MpU  pa3paboTKe  Mpe/IoKeHuiA Mo
3pPpeKTMBHOMY GOPMUPOBAHMIO 1 UCMO/Ib3OBAHWUIO MapKETUHra.

OpurMHasbHOCTb/LleHHoCTb/HayuHas HOBM3Ha UccieAoBaHuA.
OcylecTB/ieHa K/1accuduKauma MapKeTMHroBoro obecrniedeHus
npeanpuATHA. OBOCHOBaHb! OCHOBHbIE MPUHLULI MAPKETUHIOBOrO
obecriedenmna.  OnpegesieHbl  METOAO/IOTMHYECKME  OCHOBbI
UCCIeA0BaHMA  MApKETUHIOBOrO  obecrnedeHuA  npeanpuaTUii.

nignpuemMcTe. Bu3Ha4eHO CyTHiCTb, 3MIiCT | CTPYKTypy o
iHHOBALiMHOrO MapKeTUHry AK BaX/MBOI i HeBig’eMHOT MPEAC/IGHA CYLLHOCTE, Sop,epmaHme " CTPXKTypy MHHOBALIOHHOTO
KOMMOHEHTH BedeHHs FOCTIOAAPCHKOT AiAAbHOCTI MapKETMHra KaK BaXKHOW 1 HEOTHEM/IEMOI KOMMOHEHTbI BeAEeHMA

XO3ANCTBEHHOM AeATe/IBHOCTH npeAnpuATUS, KoTopas
npeAycMaTpuBaeT Co34aHue MPUHLMIMA/IBHO HOBOW MPOAYKLIMM
(ToBapa, TexHo/OrMM, YCTyrM);  BblAE/EHbl  MCMO/Ib30BAHMA
MHHOBALIMOHHOTO MapKeTUHra A/1A COBEpLUEHCTBOBaHUA Ou3Hec-
NPOLIECCOB Ha MPeAnpHUATUM.

OrpaHnyeHune nccnegoBanusNepcnekTUBbI Ad/IbHEALLMX
UCUIeAO0BaHUNA. Paspabotatb 3 PeKTUBHDIV MeXaH13M
PaLMOHa/IbHOrO PYHKLIMOHMPOBAHWMA MapKeTUHra A/1A Pas/IMHHbIX
CUTYaLMOHHBIX M KOHDBIOHKTYPHbIX ~KO/lebaHWii B YCIOBMAX
BO/IATW/IBHOCTY PbIHKA.

nigNpUEMCTBa, KOTpa, nepesbadyac CTBOPEHHA MPUHLMIOBO
HOBOI MpOAYKLii (TOBapy, TEXHO/OrIT, MOC/YrK); BUOKPEM/IEHO
BUKOPUCTAHHA iHHOBaLliliHOrO MapKeTUHry ANnA
B/lOCKOHa/IeHHA bi3Hec-npoLieciB Ha MignpueEMCTBI.
O6mexeHHs goc/igxeHHaA/llepcneKTUBYU NOAa/IbLIMX AOCAIAMKEHD.
Pospobutn edeKTUBHUN MeXaHi3m pauioHasibHOro
GYHKUIOHYBaHHA MapKeTUHIY AAA  Pi3HUX  CUTyauiiHux i
KOH’OHKTYPHMX KO/IMBaHb B YMOBaX BO/AaTU/IbHOCTI PUHKY.

Tun cTaTTi - TeopeTuyHa.
Knrouosi cnosa: mapkeTuHrose 3abesneveHHs; MapKeTUHrose Tun cTaTby - TeOpeTH-eckan.
cepeAoBuLLE; yNpaBAiHHA NiANPUEMCTBOM; MAPKETUHrOBi

AOC/]i,CI,)KeHHH' iHHOBaIJ,W[HMﬁ MapKeTHHT Kmtouessbie croea: MapKeTUHroBoe o6ecneqem4e; MapKeTUHIroBadA Ccpeaa;
H .

ynpaB/ieHue npeanpuATMEM; MAPKETUHIOBble  UCC/IeA0BaHuUA,
WMHHOBALMOHHbIN MapKeTUH.

OHH
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Introduction

need to improve the effectiveness of marketing management

in the formation and development of competitive advantages
in economic systems at different levels of the economy, to create a
modern institutional framework to ensure favorable conditions for
the improvement of competitiveness of domestic producers in the
local and international markets. At present, development of the
economy depends on the feasibility and creativity of the marketing
system, which is an effective means to solve a task on the quality
management and competitiveness of goods and services.

:: nder conditions for the globalization of Ukraine there is the

Marketing activity integrates the function of management
decision-making and is the basis of core competence at an
enterprise, involved in the design of its profitability. Therefore, the
operational efficiency of any enterprise in a market depends on the
effectiveness of marketing activity, which contributes to the
creation of new possibilities for its further development. That leads
to the realization of the important role of marketing activity in the
creation of techniques and mechanisms to regulate production and
business processes at an enterprise.

Thus, it is necessary that the market concept of an enterprise
should be completely aligned with the marketing strategy of
development, because marketing at an enterprise is closely
interconnected with its entire production and business activities. It
is the use of market research that would make it possible to obtain
full information for the production of certain products at maximum
efficiency for the enterprise; in other words, marketing is one of
the three most important components in the activity of any
enterprise, along with production and financial management.

Marketing is a business philosophy that forms through formal
education and a direct reflection on the experience; it is
implemented as a set of activities (marketing-mix), aimed at
improving the interaction between a company (or other economic
entity) and a market, as well as consumers; it consists of: research;
analysis; development and implementation of programs to forman
offer and promote goods and services to consumers. Modern
marketing requires, in addition to creating a product with high
consumer properties, proper pricing, organizing an effective
system of distribution of the product, that an enterprise should
communicate with its actual and potential customers and buyers,
that is, promote the product in the market. The ultimate goal of
marketing activities is to make profit and expand business
operations.

P. Kotler and G. Armstrong interpret marketing as a kind of human
activity, aimed at meeting the needs of specific customers and
target markets through exchange, defining not only the attributes
of marketing, but its objective as well - to satisfy target markets
through exchange. That is, marketing is the management of
profitable relationships with customers. A twofold objective of
marketing is to attract new clients by promising to maintain a high
value of the product or service and to attract more clients by
meeting their needs (Kotler & Armstrong, 2012, p. 4-5).

At the same time, the authors outline specific steps in creating
value for customers and building relationships with customers by
using the model of a marketing process (Kotler & Armstrong, 2012,
p. 28-29).

It is also important to take into consideration a possibility to use
marketing as an element (a subsystem) in the functioning of an
organization (a system). A variety of interaction and dependence
of elements that define their existence, the place and role in the
system, indicate the presence of a relationship between elements.

In market research and assessment of consumers, the latter are
increasingly referred to in theory as producers (Cova, Dalli, 2009).
Some researchers emphasize that marketing currently faces a task
to provide rational support to marketers in the form of necessary
recommendations and procedures (Agic, Cinjarevic, Kurtovic, &
Cicic, 2016; Cortez, Johnston, 2018).

OO

Depending on the goals and methodology used by scientists, it is
advisable to highlight certain approaches. Thus, according to
definition by Jean-Jacques Lambin: "Marketing is a social process,
aimed to meet the needs and desires of people and organizations
by providing a free competitive exchange of goods and services
that are of value to the buyer (Lambin, 1996, p. 4). J. Evans and B.
Berman suggest that marketing in the classic sense is defined as a
business activity that manages the promotion of goods and
services from producer to consumer, or a social process through
which the demand for goods and services is predicted, extended,
and satisfied by their development, promotion, and sale (Evans, &
Berman, 2004, p. 16). The American Marketing Association defines
marketing as an activity, a set of institutions and processes, aimed
at creating, communicating, delivering, and exchanging offers,
which have value for customers, partners, and society in general
(The American Marketing Association). L. Balabanova notes that
marketing is the concept of enterprise management, the sales of
goods and services with a focus on consumer, based on a
systematic approach, and it meets the needs of the market,
accelerates turnover and profitability in production and trade
(Balabanova, 2001, p. 33). A. Voichak argues that marketing is a
complex-systems approach to solving the problems in the market,
which covers the stages of movement of goods, starting from
defining the needs and demand, organization of production,
rendering various services related to sales, and ending by
organizing the after-sales service (Voichak, 2001, p. 42). P. Dixon
believes that connecting the manufacturer and consumer, helping
them find each other, thereby making the work of the former truly
demanded and efficient is the main objective of marketing activity.
The importance of implementing a global marketing approach, not
only at the level of a division or structural unit, but also at the level
of the entire enterprise, by each employee, is highlighted by
foreign researchers of marketing activity (Dikson, 2009, p . 24).

German marketer H. Schwalbe notes that it can be argued that
marketing has always existed: it was simply not termed that way
(Schwalbe, 1990).

In the opinion of some scientists, marketing is a special case of
human activity, aimed to meet the economic needs of consumers,
which enables the balance between the needs of buyers and
resources of manufacturers. From the perspective of a firm,
meeting consumers' needs is the result of the marketing strategy
it had adopted (Enis, Koks, & Mokva, 2001; Balaji, Roy, &
Quazi, 2017; Haberstroh, Orth, Cohen, Maria, Corsi Bouzdine-
Chameeva, Crouch, & De Marchi, 2018; Kasabov, 2015; Martin,
Javalgi, & Cavusgil, 2017; Zhao, & Priporas,2017).

At the present stage, marketing is interpreted not only as a
management function, but as the marketing management of
product competitiveness under market conditions. An analysis of
the economic literature that was conducted (Balabanova, 2007;
Berman, 2016; Dikson, 2009; Frésén, & Tikkanen, 2016; Kleber,
Florack, & Anja, 2016) has made it possible to select the marketing
approach as one of the most dominant approaches to the
assessment of an enterprise's competitiveness. Therefore, the task
related to the management quality of marketing and product
competitiveness is universal in character. The degree of success at
solving it affects the socio-economic situation of a country and any
consumer. Thus, O. Bolotna believes that modern methods to
manage the competitiveness of an enterprise by using marketing
tools make it possible to ensure the timeliness of management
decision-making aimed at improving resistance against negative
impacts, achieving the target market positions while minimizing the
level of business risk (Bolotna, 2013, p. 334).

Therefore, a constantly changing environment in which an
enterprise operates requires that special attention should be paid
to the effectiveness of marketing activities. Marketing is necessary
to solve the following tasks:

- to coordinate the processes to create an idea, concept, design of
a new product, its pricing, distribution, and promotion in the
market;
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- to segment potential consumers (taking into consideration the
needs, expectations, perception, motives) and to create target
markets;

- to position the innovative product;

- to ensure the competitiveness of an innovative product and the
enterprise itself in target markets;

- to enhance customers' satisfaction and loyalty to an innovative
product;

- to establish and maintain long-lasting and sustainable
relationships with customers and other business partners
(Nereting, 2009, p. 32—33).

An analysis of research results in the scientific sources has revealed
the interpretation of general concepts of marketing, however,
despite the importance of these studies, there remains a series of
issues regarding the construction of a rational system of marketing
at enterprises, the optimal structure of its constituent elements,
which has necessitated our research.

Problem statement

concepts, to define constituent elements in the system of

marketing at enterprises, and to substantiate basic postulates
in the development of innovative marketing at enterprises in order
to enhance competitiveness of products.

:: he purpose of this paper is to review modern marketing

Methods and Data

he methods used in the study involved the theoretical and
<]>creative interpretation of the selected topic. The theoretical

and methodological basis of this research is the provisions
from economic theory, scientific papers by domestic and foreign
researchers in the field of marketing. We have used the following
research methods: monographic method - when studying the
essence of marketing at an enterprise, a dialectical method of
cognition — when studying the planning and justification of the
concept of marketing; theoretical generalization and comparison -
for the development of a conceptual apparatus and to examine
marketing function; abstract-logical - to theoretically generalize
the essence and methods in the mechanisms of marketing
management. The information basis of this research includes
monographic works and scientific publications in line with the
chosen topic.

Results and Discussion

cycle, but the significance, volume, and the content of work

at these stages are different. At the stage of product
development, of importance is the coordinating role of marketing
in forming an idea and a concept of product or service. In this case,
important role belongs to the results of market research.
Marketers must also participate in the development of an
innovation strategy, product, and product range policy. The
importance of marketing grows at the stage of project
implementation when it is necessary to solve the tasks associated
with the distribution and promotion of a product or service (Efrat,
Gilboa & Yonatany, 2017).

:: arketing plays a certain role at every stage of the product life

Marketing concepts have their own evolution development, which
can be divided into three main stages:

— the concept of classic marketing (1960—1980), which was formed
based on production, commodity, and sale concepts: "4P"
marketing mix, the concept of marketing myopia, the theory
of consumer behavior, the concept of positioning;

- the concept of socio-ethical marketing (emphatic marketing)
(1980-1995): social-oriented marketing, strategic marketing,
the concept of marketing wars, the concept of integrated
logistics, mega-marketing, competitive marketing;

- the marketing concept of interaction (the concept of relationship
marketing, global integrated communicative marketing (1995

OO

to present): a model of marketing relationships; a customer-
oriented service approach, the theory of trust and affection)
(Balabanyts, 2012, p. 10; Tankov, 2012, p. 182).

A modern marketing concept includes three main tasks, studying
and development of which underlie a successful sale of the
product:

- focusing on the consumer (his needs, requests, tastes);

- approach to marketing at the company-wide level, whose success
depends on all functional units and requires their structural
and organizational cooperation;

- focus on profits as the ultimate result of the entire production-
economic activity that defines the specific selling technique
(Broekhuizen, Bakker, & Postma, 2018; Kleber, Florack & Anja,
2016).

Y. Vdovenko argues that the comprehensive study of the consumer
is important, but insufficient, factor for success, because other
subjects of direct impact act in the market, in particular
competitors, which might possess advantages in competition and
be able to more adequately respond to different situations. Even
though marketing primarily focuses on consumers, to elucidate
who they are and what precisely they require from a product or
service, work related to studying competitors is no less important
because they define the criteria that need to be outperformed to
achieve long term success. Thus, in the framework of an integrated
market research, there is a need to analyze competitors in order to
determine spheres of influence in the market and to weaken
competition (based on the knowledge of needs and, at the same
time, about actions of competitors, it becomes possible to find a
niche in the market) (Vdovenko, 2011, p. 119—120).

In other words, marketing approach is implemented by studying
the interests and needs of consumers and other counterparties of
an enterprise, development of strategic plans, based on them, and
their further execution. Formation of the competitive strategies
for managing competitive advantages is based on the application
of basic principles of marketing, aimed at development of the
market, design of a new product, extending the existing market,
finding new segments, diversifying the types of activities.
Consequently, the quality of marketing management, as well as
competitiveness of products, is the concentrated expression of the
totality of possibilities for an enterprise.

The main marketing tools that underlie the development of a
marketing mix are (Skrynkovskyi, & Protsiuk, 2013, p. 22):

- product (development of appropriate measures concerning the
strengthening and improvement of the quality and
competitive properties of goods);

- price (determining and setting such a price for products that
would fully cover the cost of their production and provide
enterprise with a profit);

- place (creating the appropriate channels to sell products in order
to bring it to the end user);

- promotion (forming an appropriate system of communications
and sales promotion).

The main characteristics of classic marketing are: need; desire;
demand; product or service (object of exchange); the process of
interaction and the emergence of a relationship that involves the
stages of exchange and concluding an agreement; meeting the need
by buying and using a good or consuming a service.

Thus, success of an enterprise in the market today depends on
making the rational marketing decisions and their further
effectiveness. All this is achieved owing to the marketing support.

Marketing support enables the optimization of channels "producer —
market — consumer" and manages the flow of goods, services, and
technologies. That is why a necessary condition for the effective
activity of enterprises is to use marketing support. Development of
marketing function is a sophisticated dialectical process of
interaction between factors in the external environment and the
targeted influence of drivers associated with the production of
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competitive products that satisfy specific market needs. The concept
of "marketing support" is used quite often and in different
interpretations (for example, "marketing potential"), as well as an
additional linguistic tool that specifies the semantic understanding of
a phenomenon, ignoring the analogy with other areas of knowledge;
they systematically use the term "support" as a concept apparatus,
which is distinguished by its structural and systemic character ("legal
support", " pension provision", "methodological support").

Therefore, in the theory and practice of marketing the term
"marketing support" is used by specialists in various contexts when
describing marketing activities, but, nevertheless, it can hardly be
argued that it possesses a specific, coherent meaning and is
unambiguously perceived, as is the case for such long-established
marketing concepts as, for example, "a complex of marketing",
"the process of marketing", "a marketing system", "a market
research", etc. (Tatarenko, & Budrin, 2012, p. 210).

Marketing support implies the organization of a creative process
that takes into consideration a series of external and internal
factors:

1) main directions in the development of marketing support in the
market;

2) trends and the state of development of market relations among
the subjects of economic activity;

3) the level of relations between legal entities.

Marketing support is a set of methods, techniques, tools, which are
used to address tasks related to maximum satisfaction of
consumers and maximization of profits from the sales of products
(work, services) (Prychepa, & Ohorodnyk, 2017). Therefore,
marketing support is the set of all kinds of resources (both material
and intangible) that comprehensively provides support for the
adequacy of the system and the process of marketing. The system
of marketing support is necessary for normal (high-quality and
uninterrupted) functioning of the process of development and
decision making in the network of relations between business
entities involved in the process of exchange of values (goods and
services) based on commercial or non-profit principles. A
marketing support system implies a series of subsystems, the main
among which being the subsystems of informational,
organizational, legal, economic, technical, social support, as well as
security. Therefore, marketing support as a system makes it
possible to define the role and essence of the category of
marketing, intended to neutralize the factors of risk and threats to
the implementation of the vision (strategy), to determine the
essence and structure. A system of marketing support as the
subsystem of socially significant exchange relationships (with
respect to that marketing is interdisciplinary in character) is formed
taking into consideration the functional development and is the
functional subsystem of management.

Marketing support evolves in the process of overcoming
contradictions between the external conditions and the internal
capabilities of an enterprise. Provided that marketing support
enables the adequate estimation of actual market environment
and is based on its scientific analysis, while not ignoring the
peculiarities in an enterprise development related to the
production of competitive products, it can effectively influence the
process of need formation. The process of marketing support
evolves through a combination of interrelations,
interdependences between the objective and subjective, the
market-led and internal.

The main objectives of marketing support are:

- to train, aimed at the possibility to apply marketing tools when
undertaking a market research;

- to design, based on knowledge and market practices, the
principles and programs of marketing activities;

- to constructively implement the philosophy and marketing
toolset in the economic relations;

- to support and advance innovative activities.

The methodological principles for investigating marketing support
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at enterprises are as follows:

- a view of the marketing support as the basis of management
hierarchy.

- consolidation of actions of all functional divisions at an enterprise
around its key interests;

- applying all the constituent elements of the marketing mix in
combination;

- taking into consideration special features in the production of
innovative products at enterprises;

- informational support as a key component of marketing support;

- innovation and creativity in the process of marketing support;

- consideration of current concept of the socio-ethical marketing
as a means to achieve a balance between the main objectives
of marketing — an enterprise profit, customer requests, and
interests of society.

The basic principles of marketing support are the following:

1. The principle of benefit, that is decreasing the uncertainty related
to the application of marketing means.

2. Principle of alternativeness. One needs to consider several
alternative variants to apply marketing means thereby
selecting the most optimal one for a particular situation.

3. The principle of operativeness, which implies the adjustment of
a procedure to use marketing means with the aim of
considering the terms for fulfilling mutually beneficial
contractual relationships.

4. The principle of clarity and substantiation. This requires that the
scheme for applying the tools of marketing should be clear to
participants in the relationship, and all of its component parts
should have economic and commercial justification.

The process of formation of marketing technologies implies: a
choice of specific marketing techniques that make it possible to
fulfill the set tasks; studying conditions and limitations in the use of
specific technologies; the evaluation of capacities to implement
specific technologies; adapting technologies to the needs and
capabilities of an enterprise (Shymko, 2014, p. 97).

Considering the tasks that should be solved by marketing function
at enterprises, it is expedient to form the following units in a
marketing department:

1. Department (manager) of market research.

2. Department (manager) to handle a product range. It is known
that the market success for enterprises engaged in the light
industry largely depends on the way they treat the
modification and extension of their own product range.

3. Department (manager) responsible for the distribution that
directly interacts with end-users or intermediaries and can
prove very helpful in the establishment of feedback.

4. Department (manager) of advertising, PR, and sales promotion.

5. Department (manager) responsible for pricing.

6. Department (manager) responsible for post-sale service
(probably, a PR specialist or a conflict-manager).

Marketing activities as the most important function in the field of
entrepreneurship should provide sustainable, competitive position
of the subject of marketing system in the market of goods and
services taking into consideration the state of the internal and
external environment. In this case, marketing activity implies active
market research and the development of a program of marketing
activities that are used to improve the performance of a firm and
the efficiency of meeting the needs of the end user or a client.

Special features in the marketing approach to the assessment of
competitiveness of an enterprise, outlined by J.-J. Lambin, are the
capability to meet the needs of consumers better than competitors
do (Lambin, 2008, p. 66). Common is the approach to
competitiveness as a set of consumer properties of the product to
its value. In this case, it is assumed that low competitiveness leads
to lower prices for goods and, on the contrary, enhanced
competitiveness predetermines an increase in price. In this case,
competitiveness is identified with the quality of products, although
as only one of the factors of competitiveness.
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Today, it is necessary to rely on new conceptual approaches based
on the marketing management of competitiveness of an enterprise
product. The greatest recognition among products designed to
meet a public need is obtained by the one that meets it better
compared with the goods-competitors. That distinguishes it from
the total commodity mass, ensures success in the competition, in
other words, it makes it possible to argue that the product is
competitive.

In this case, it is necessary to strive for a shift from marketing
management as one of the functional subsystems in the micro-
economic system to the marketing management that provides
integration, interaction, and continuous process of recreating
sustainable competitive advantages.

The marketing approach to managing the business
competitiveness of a legal entity makes it possible to accomplish a
series of key objectives:

- to prevent the expenditure of all types of resources related to
production and introduction of non-competitive goods to the
market;

- to ensure that the current and strategic objectives of an
enterprise are aligned with the potential opportunities in the
market;

- to find the possibilities and resources to form a sustainable long-
term competitive position.

The marketing approach aimed at solving these tasks implies the
orientation of a management subsystem toward:

- improving the quality of the object to the needs of the consumer;

- saving consumer's resources by improved quality;

- saving the resources in production, selling, exploiting the effect
of scale, scientific and technical progress;

- by implementing a quality management system.

Therefore, a key issue for marketing-led management of
competitiveness of an enterprise's product is the target
orientation and comprehensiveness, the integration of all
functional subsystems into a coherent system, functioning in the
interests of the entire enterprise, which ensures a unified process
of reproducing sustainable competitive advantages. Consideration
of competitiveness as an object of the marketing-led management
significantly changes goals in economic systems. In this case, the
main objectives of marketing-led management of an enterprise
are: to achieve high competitiveness of products, the creation and
formation of sustainable competitive advantages over
competitors. The concept of marketing-led management of
enterprise competitiveness must consider not only the identified
factors of competition and a limited range of needs by customers,
suppliers, competitors, manufacturers of products-substitutes.

Y. Vdovenko proposes studying competitors in the following
sequence:

— to detect and categorize competitors, to build a data bank on
competitors;

- to analyze performance indicators of competitors;

- to identify strengths and weaknesses of competitors' activity
(Vdovenko, 2011, p. 120).

From a systems position, the process of managing the
competitiveness of an enterprise should be considered as a set of
interrelated actions, the aim of which is to ensure its stable market
position. Criteria for achieving an objective in specific cases,
depending on the initial position and established strategic goals,
may include: an increase in sales volume, territorial growth of the
market, increasing the profitability of sales, increase in profits, as
well as other market, economic, or financial indicators for an
enterprise operation. The elements of this set (a system to manage
competitiveness) include almost all structural subdivisions of the
enterprise, among whose production functions one must specially
select those whose implementation directly defines the market
position of an enterprise. Such a choice forms the organizational
structure of the system, that is a system of relationships among
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structural units of the enterprise with regard to cooperation when
managing competitiveness. When determining the functional
composition of the system that manages the enterprise's
competitiveness, one must consider the fact that it should
represent all the functions of management.

Thus, a marketing approach to managing the competitiveness of
an enterprise makes it possible to prioritize the factors, methods,
guidelines, and other tools in their entirety, in order to establish the
rational ratio and improve the substantiation of resource
allocation.

The evolution of marketing makes it possible to argue that it is a
process of its consistent introduction to various spheres of
economic activity. This process manifests itself in the formation,
extension, deepening of the marketing function, in general
patterns, trends, and specific features of its development. Current
challenges necessitate the revision of concepts, theories,
approaches, and enable the detection and utilization of the newest
marketing opportunities.

Marketing support depends in the innovation policy chosen by an
enterprise. It implies continuous introduction of innovations to
products with a fairly modest market success. Work with such
goods is based on the established production technology and
knowledge about the requirements and requests of consumers. An
enterprise thus successfully exploits its main capabilities. Such new
(and, in fact, improved) products do not significantly alter the
market and the enterprise, but, in combination, ensure a stable,
profitable enough activity of the enterprise. At present, most
Ukrainian enterprises implement such an innovative policy
(Kuznetsova, Yu. A. (2012, p. 373).

The classic definition of innovative marketing is considered to be
the innovative marketing based on knowledgeable marketing,
according to which an enterprise should constantly introduce real
improvements to its products and marketing function (Kotler,
2006). The modern idea of innovative marketing is considered
within the concept of innovation management. Thus, L. Ogoleva
believes that the term "innovative marketing" is broader than the
concept of "marketing of innovations". Innovative marketing
includes a mission of the organization, the philosophy of thinking,
a field of scientific research, management and behavioral style
(Ogoleva, 2001). Innovative marketing is the area of activity of an
enterprise directed towards forming new markets and other needs
by potential and actual users (needs that are based on the
development and creation of innovative potential).

Some authors understand innovative marketing as a concept of
doing business, which implies the creation of the improved or
fundamentally new products (technology, service) — an innovation
- and the application, in the process of its creation and
dissemination, of the improved or fundamentally new - innovative
- tools, marketing forms and methods, in order to more effectively
meet the needs of both consumers and producers (Agic, Cinjarevic,
Kurtovic, & Cicic, 2016; Bozhkova, & lllyashenko, 2009, p. 35).

Innovative marketing is understood by N. lllyashenko as the
concept of doing business, which implies the creation of the
improved or fundamentally new products (goods, technology,
service, a management decision) — an innovation — and the
application, in the process of its creation and dissemination, of the
improved or fundamentally new - innovative - tools, marketing
forms and methods, in order to more effectively meet the needs of
both consumers and producers. In other words, an enterprise
produces innovations, above all those that satisfy both the needs
of consumers and its own needs, and applies innovative
approaches for the implementation of the principles of marketing
(llliashenko, 2011, p. 32). Innovative marketing is a systematic
approach of producers to managing the production of innovations,
as well as intermediaries (sellers) to managing the implementation
of innovations, as well as buyers to managing the acquired
innovations. This is a process, which includes planning of
innovation  production, market research, establishing
communications, setting prices, promotion of innovations and the
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deployment of service departments (Nianko, 2014, p. 229). In the
opinion of some authors, innovative marketing is, on the one hand,
alarge proportion of risk, but on the other hand, itis a higher return
provided the course is properly selected. Marketing function
always incurs expenses from the budget of a company, so while
allocating them it one must calculate possible risks. Innovative
marketing can bring the company to a new level of development,
help conquer a new niche, then the cost will pay off. However, if all
the allocated funds are invested in innovative ideas that do not
work, the company runs the risk of losing a certain share of its
clients (Starytska, & Starytskyi, 2014, p. 245).

The major goal of marketing in the market of innovations can be
stated as determining the magnitude of demand for a new
product, expressed in terms of volume of sales and its share of the
market, which contributes to its achievement. The marketing
function is to examine and form reproduction processes, ensuring
their continuity, cost reduction and efficiency level, sufficient for
the development of an enterprise. Thus, it becomes particularly
important to study and apply the strategy for development of
enterprises employing the concept of marketing as the innovative
approach in this area. An important part of the overall strategy of
an enterprise is its innovative strategy, which determines the focus
and essence of innovations that are adequate to the needs and
changes in the external environment, and, ultimately, to the
interests of the consumer (Gugelev, 2008, p. 165).

The main characteristics that could distinguish innovative

marketing from the classic one are:

- marketing activities aimed at the creation, accumulation,
dissemination and effective application of knowledge in all
forms of its manifestation;

-the specificity of the product, whose consumer value is
determined not only by supply and demand, but also by a set
of marketing efforts to promote it in the market;

- marketing of new information technologies at businesses,
government and municipal structures.

Thus, at the current stage of modern historical development, we
highlight the following distinctive features of innovative
marketing:

1) strategic focus on searching for and meeting the new needs
suggests that innovative marketing should be used not only at
the "output", but at the "input" of management of innovative
activity;

2) organization and management of innovative activity of an
enterprise is carried out through the prism of interaction with
the market, which assumes the use of a network theory and
studying modern forms of relations at the innovative market;

3) the subject of the study and the product in a market are not the
finished product, but rather an idea that predetermines the
application of methods for using and assessing intellectual
property.

Innovative marketing is the marketing that is associated with the
promotion of innovations to market. The innovative potential of an
enterprise is the capability to perform the tasks that ensure the
achievement of the set innovative target, that is a measure of
preparedness for the implementation of a project or program of
innovative changes. The innovative goal, towards which
management of changes is oriented, acts as a global strategy for
the organization, as a means of achieving its higher goals, as well
as a means to implement the mission of an organization. Thus, for
example, most of the products in the stores are in excess. The
reason for this is that the largest part of them is made without
regard to the innovative resource; even when something is
modernized, it mostly refers to partial improvement of a product.
Itis in this direction that marketing activity is executed; even when
an innovative constituent is observed, it is difficult to detect it
among a huge mass of products offered in the market. The
innovative component of marketing activities is not yet present
well enough in the market. Therefore, a change management as a
means of achieving an innovative goal at enterprises is part of the
marketing function, thereby implying the implementation of a
series of activities (Table 1).

Table 1

Description of stages in the consumers' perception of innovations”

Stage title

Stage characteristic

1. Initial awareness

Consumer learns about a new proposal in the market of goods or services (an innovation) but
does not have enough information to assess possible benefits

2. Knowledge about a product or service

Consumer expresses interest in the new thing, can search for more information about
innovations (advertising, booklets, references)

3. Brand promotion

Connection between the brand and the consumer is carried out by different means; by phone,
by mail, over the Internet, via a personal contact. Communication channels should be open to
the buyer so that he could easily communicate with the brand.

4. ldentification of the new product or service

Consumer starts comparing a novelty with personal needs and needs

5. Assessing the possibilities to use the novelty

Consumer decides on testing a new thing (product or service) in a daily practice

6. Novelty approbation

Consumer tests a novelty in the field of application of goods or services

7. Making a decision

Based on the results of tests, consumer makes a decision about buying an innovation in the form
of a product or service; there may be a decision about investing in the creation of a novelty

*Source: adapted by Author based on (llliashenko, 2011; Nianko, 2014; Starytska, & Starytskyi, 2014).

At present, winning and retaining a consumer is challenging. Thus,
marketing support for the implementation of designed innovations
is one of the priority areas in the activity of innovative enterprises.
Given the uniqueness of an innovative product and the uncertainty
of demand for it in the innovative market, the proposal has to play
an important preemptive role. Research into what is needed in the
market, identification of its capacity and the real solvency when
competition in markets gets tougher must become anintegral part
of the processes for development and introduction of innovative
products at enterprises.

This is exactly the reason why innovative marketing is characteristic
of enterprises that build their activities on the principles of
business and innovation competition, introducing products to the
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market with fundamentally new consumer properties. Within the
innovative marketing, behavior of a buyer is dramatically
transformed, it becomes more active, the buyer directly takes part
in forming not only the demand and the idea on buying, but he is
also involved in product creation, in the improvement of its
production, as well as in selling it. Capabilities of marketing
function as an institutional sphere of legal entities in innovative
development can be more productive at large enterprises, because
they possess significant material and financial resources that
enable them to organize wide-range comprehensive marketing
activities.

Today, the market of household and industrial products, similar to
any other market, specifically services, seeks to maximize
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consumer loyalty, because commitment by a consumer provides
additional possibilities for an enterprise to maintain and increase
its market share. Thar leads to an increase in the enterprise's
competitiveness and creates conditions for its future
development. This can be achieved through a variety of innovative
tools, in particular the creation and support of a sustainable
marketing system in the structure of an enterprise, using its
resources to model a system of marketing business processes in
the market. The effectiveness of marketing function within the
structure of an enterprise should be interpreted as a degree of
market power, a level of capabilities to ensure the implementation
of the chosen marketing strategy, which are predetermined by
marketing resources at the disposal of the enterprise and by the
ability of the enterprise to move forward, which is predetermined
by its following features: quality, that is the level of mobilization of
the marketing potential, external and internal quality of
enterprise's marketing strategy, methods, and culture in the
application of the totality of factors that provide for the marketing
function at the enterprise, as well as time — a match between the
reaction of marketing activities and the character of competitive
situation, the rate of marketing changes.

Marketing function should be guided by the principle that
satisfaction and keeping a consumer are the key success factors for
entrepreneurs while consumer satisfaction is the basis of customer
loyalty. P. Kotler defines two ways to keep customers: creating
conditions that inhibit contacting other sellers, and complete
satisfaction of the consumer who would not be tempted by lower
price or other incentives proposed by competitors (Kotler, 2006).
Another way to obtain a consumer loyalty is his involvement in the
process of creating a new product at all stages of design, that is the
search for ideas for new products, their selection and diagnosing,
as well as the development of the concept of a product, the design
of the product and a modern brand, assessment of product quality,
its competitiveness, and development of selling techniques. Thus,
the consumer perceives that he creates what he would use. There
are several types of commitment to a given product:

- for self-assertion, a consumer achieves it by influencing the life of
a given product, thereby enhancing his self-esteem;

- differentiated, based on the consumer's awareness of the
benefits of a product; — as a result of awareness, which is the
result of consumer knowledge about the product.

The main systemic principles underlying innovative marketing in
the commercialization of processes to create and
development new equipment are:

- compliance with acting laws regarding innovative processes;

- high culture of service to consumers of highly technological
goods;

- optimality of commercial decisions when entering the market of
high technologies;

- profitability and ROI of innovative products;

- the competitiveness of goods and services produced in
compliance with scientific advances and achievements.

in science-intensive industries;

- high-quality and timely implementation of contractual
obligations of contractors in the market of highly technological
industries.

Given the necessity for further innovative development, there are
requirements to new approaches, techniques and methods that
would make it possible to ensure the appropriate development of
innovative marketing. An effective method of innovative
marketing under conditions of competition is to create small
innovative firms within companies, the base of which is the
development of arisky science-intensive project, which implies the
need for a systematic update of the nomenclature of products that
are made under tougher competition from other firms.
Additionally, an important role in sales channels belongs to factors
of the non-price competition (quality, design, reliability), while the
implementation of innovations is achieved at the expense of rapid
replacement of products that are made, which predetermines the
application of innovative marketing over a transition period. Thus,
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the system of innovative marketing is aimed at ensuring the
acquisition of information about current demand in the market, the
development of a strategy for determining the expected demand
for innovations in the future.

Selecting the innovative approach to solving the task on improving
the efficiency of functioning of a marketing system within the
structure of an enterprise makes it possible to draw a conclusion
about its leading role in the implementation of strategic marketing
management of the enterprise. The degree of use of the innovative
approach in the system of marketing management characterizes
the competitive status of an enterprise, its competitive power, as
well as the degree of application of innovative marketing toolset in
the implementation of the chosen strategy. For example,
employing innovative approaches to the promotion of products in
the market of consumer and industrial products, for instance, the
establishment of customer clubs, gives certain warranties in the
short term, while the use of innovative component in the creation
of a brand platform guarantee its further successful re-positioning
to other market segments. One can use this type of a system as the
fundamentally new marketing approach to create and sell
innovative goods or services.

Therefore, innovative marketing prepares introduction to the
market of an innovative product, service, or technology. It also
exploits a range of tools and methods that enable an enterprise, in
a timely and proper manner, to assess its existing chances in the
market and to implement an innovative product at maximal
efficiency.

All this leads to the emergence of the concept "a set of systemic
innovations in marketing". A set of systemic innovations in
marketing implies improving the quality of meeting the needs of
buyers by treating them in a friendly manner by providing them
with a system of values, based on the primary basic
communications, selecting and adjusting them based on the
wishes of clients, creating new values and obtaining the effect of
multiplication. In this case, this a system of creation and
maintaining a customer base that satisfies the needs of customers
in line with the principle "give the people what they want in a new
and unexpected form. In this case, such an innovative marketing
system at the input will possess a customer base, and at the output
it successfully achieves the target — making a profit.

The task of marketing is to influence production, enhancing the
management in a change of making a product. In this case, the
solution to this task should be based on the joint efforts of
marketing and management functions, in this case, the marketing
function, based on the undertaken market research, defines the
main directions for innovative development in the production of
appropriate goods while the goal of management function is to
employ the organizational-engineering solutions for the
implementation of appropriate innovative developments into an
actual practical result. In this case, innovative products are
characterized by the following features:

1. Short life cycles, not exceeding 3—5 years. The life cycle of most
industrial goods covers 10—15 years.

2. Creative approach to the application of new technologies, that
is, a technology creates a new market.

3. Volatile competitive environment. The result of constant
dynamic phenomena by competitors is the high technological
uncertainty.

4. Innovations are based on the long-term target and strategic
planning;

5. The size, structure, and financial resources of an enterprise
promote the diffusion of innovation;

6. An enterprise must have sufficient competitiveness in the field
of the applied technologies and products in the market;

7. The permanency of relationship with consumers and experts for
the timely consideration of change in needs;

8. A distinction between own "product” of innovation and that by
competitors (Table 2).
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Table 2

Basic concepts and forms of implementation of marketing approach”

Basic concepts

Form of their implementation and results

Focus of innovation organization on
marketing strategy. Development of

specific ~ strategies for innovative
marketing: strategy of competitive
advantage, import substitution,

leadership in costs, expansion to new
markets. Development of a strategy for
introducing an innovation to the market.
Operational, tactical, and innovative
marketing. The choice of the type of
marketing. Forecasting and planning the
costs and revenues if marketing.

Focus of enterprise' activity, its subsystems, structures and personnel, on the commercialization of
innovations with regard to the requests by customers.
Comprehensive market research.

Analysis and forecast of market conditions.

Research into capacity, structure, market segmentation.
behavior of competitors, types and forms of competition.
Goal setting, selecting a variant and time to introduce innovation to the market.

Design of activities and stages to position an innovation.

Design of concrete measures to introduce an innovation to the market.

Activities related to conversion, creative, stimulating, and other types of marketing.

Formation of sales channels.

Organization of advertising campaign, exhibitions, presentations, trial direct sales, warranty service.
Analysis and forecast of sales of innovation, assessment of marketing revenues.

Defining price elasticity of profit.

Studying the pricing policy of competitors.

Setting a pricing policy for innovations.

Research and forecast of demand,

Analysis of marketing costs.
Determining the expenses to promote innovation in the market.

*Source: adapted by Author based on (Kotler, 2006; llliashenko, 2011; Ogoleva, 2001).

Thus, at all stages of marketing management, one of the main
factors is an innovative component. This means that an innovative
approach to the management of a marketing system at enterprise
becomes a leading element of strategic management. Therefore,
any implementation of a strategic decision is innovative in
character. However, in practice, most enterprises employ only a
small part of modern marketing toolset, which can be explained by
that individual tools are not used under current conditions, and by
low qualified marketing managers at an enterprise. Therefore, the
need for innovative renewal of the marketing component is
predetermined by the urgent need of the market, as well as certain
enterprises. That would facilitate the selection of functional areas
within a marketing complex in a single target market, which will
make it possible to reveal hidden reserves in the activity of every
enterprise in the market with the aim to improve the efficiency of
its activity, and, therefore, increase the return from the better
substantiated application of modern marketing toolset.

We propose the following basic approaches and principles of
positioning in the framework of promotion of innovative products
in the domestic and international markets:

- accent on positioning the innovative products based on quality
and functional benefit for consumers and producers;

— differentiation of positioning the innovative products for price at
each of the market segments;

- the use of positioning of innovative products in the point of sale;

— differentiation of positioning the innovative products for various
trade channels.

The base of a program for the promotion of innovative productsin
markets must be a diversified platform of marketing
communications, adequate to the intersectoral character of
innovative products. At the same time, all its components have to
be integrated into a coherent whole.

The concept of innovative marketing of interaction is based on the
principles of deep market research and an active search for new
strategies in order to diffuse innovations within new market
segments, which will make it possible to flexibly analyze market
conditions and to select the desired niche in the market and to
model demand, taking into consideration the behavior and wishes
of a particular client. A key factor in the innovative strategy is to
predict the demand for a new type of product and its positioning
in the market, which would predetermine, when implementing an
innovative project, the product, the quality, and the type of a client
that should be proposed, considering meeting his future wishes.

According to R. Koch, the process of forming the concept of
innovative marketing of interaction is predetermined by the
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following shifts in the global economy (Koch, 2000):

- the importance of international business networks;

- the establishment of the privileged positions of developed
economies;

- the development of the Internet;

- a change in the structure of global economy and value chains.

Therefore, the development of innovative marketing now is a
leading concept, which will help enterprises achieve a rational
breakthrough in their activities and move to a qualitatively new
level of development. That will make it possible for domestic
enterprises to get out of the crisis that they face now, and catch up
with the size of turnover and profits of foreign enterprises, which
operatek in a similar field, and, after a certain time, to win leading
positions in the market or new niches in the market (Bozhkova, &
lllyashenko, 2009, p. 35).

Thus, in order not to lose innovative opportunities, managers must
permanently seek out innovative approaches. In modern society,
which is dependent on the resources and production factors, it is
impossible to create an innovative product that would consist only
of a scientific-technical achievement. Innovative marketing is
essential as a factor that accompanies its development. The
processes of adaptation of products to their commercial use
require innovative marketing solutions and adjustment of existing
marketing concepts.

Conclusions

allows us to select key management concepts that can be

accepted in the activity of enterprises: the concept of
improving production; the concept of improving products; the
concept of integrated marketing; the concept of knowledge
marketing; the concept of marketing management; the concept of
strategic marketing; the concept of marketing agreements; the
concept of marketing relations; the concept of competitive
rationality; the concept of mega-marketing.

:: n analysis of works by foreign and domestic researchers

In this case, marketing control over the competitiveness of
products by an enterprise is aimed at ensuring the coordination of
interests and goals of economic systems of at least three different
levels:

- the interests of individual enterprises and firms (microeconomic
systems) and regional interests (meso-economic systems of
territorial level and corporate associations of micro-economic
systems);

- the interests of meso-economic and macro-economic systems;
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- the interests of macro-economic systems and the interests of
individual enterprises, which are the representatives of micro-
economic systems.

The basis of all marketing services, the starting position for market
research and for selecting a competitive strategy of an enterprise,
is the concept of innovative marketing. That relates to that one of
the main conditions for the introduction of product innovations
today is the existence of an effective sales and marketing system,
which connects the enterprise and end-users aimed to constantly
identify new requirements by buyers to the quality of
manufactured goods. Development and implementation of a
marketing mix for new products makes it possible to introduce
innovative products to markets, ensuring their appeal to the target
audience and profitability for the manufacturer, which makes this
area of marketing activities by an enterprise one of the most
relevant ones.

Innovative marketing is the area of activity of an enterprise
directed towards the formation of new markets and other needs
by potential and actual customers. The rational application of
technologies associated with innovative marketing reduces the
risks related to the development of an innovation, because they
make it possible to estimate the potential demand, define the
target market segment, and provide an answer to the question on
continuation of the product or its termination. Experience confirms
that most enterprises that gain success in their markets attribute
this success to innovations.

Thus, an innovative approach to current marketing studies implies
the selection of a new subject of research - the values and value
preferences of consumers. The innovation should be understood
as a purposeful change, which introduces into the implementation
environment new stable elements (innovations), causing the
transition of a system from one state to another.

Innovative marketing has been used previously as a term to
describe the process of market-led research and development.
Now, the concept of innovative marketing is applied much more
widely: as the principles underlying the introduction of new
products to the market in general. The innovative marketing refers
to the marketing concept, under which an enterprise must
continuously improve the products and methods of marketing,
that is, it represents a set of market research and measures aimed
at commercially successful implementation of products,
technologies and services developed by an enterprise.

Among the factors that hinder the development of innovative
marketing, it is advisable to highlight the following:

- the lack of professionally trained personnel that could apply
innovative marketing;

- the undeveloped market of innovations;

—-the lack of competition and competitive advantages of
enterprises as a result of innovation;

- the shortage of funds to finance innovations;

- poor information support to marketing system;

- psychological unpreparedness of personnel to implement the
marketing of innovations;

- inadequate funding of market research at the entire stage of the
life cycle of innovations.

Resolving the above-mentioned problematic issues would make it
possible in the future to move the innovative marketing to the
higher and more qualitative level.
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