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E®EKTUBHI IHCTPYMEHTU IMMJIEMEHTALIT LU®POBOIO MAPKETUHIY

Wedep Mixaenb
OkcaHa NeTbmaH

AkmyanbHicmb memu docnioxeHHs1. Xoya IHmepHem € 4acmuHOK MOBCAKOEHHO20 XUMmmSs, YacmuHa
HacerieHHs1 SIK | paHiwe 8UKYeHa 3 yughposozo ceimy yepe3 bpak yugposux HasuU4oK i 3HaHb. [Jocmyn do
yugposux mexHonozili cmae Oyxe 8axrugum, OCKinbKu do3eossie ecim 6e36053H0 bpamu y4acme 8 yughposomy
cycninscmei. OCcb YoMy 8Kpall 8aXXueo gpaxosysamu LUUPOKUU CrieKmp CydacHUX Uugposux iHecmpymeHmie (8
OCHOBHOMY, MapKemuHa08UX), Wo crpustomb O0CS2HEHH!0 yinel y npogheciliHili i NoecsakdeHHil OisribHOCMI.

lTocmaHoeka 3aedaHb docrnidxeHHs1. OcHoeHa npobriema, sika 6yde posefisHyma 6 x00i Hauwloeo
00CridXKeHHSs, - Ue y3azanbHEHHS, 0brpyHmyeaHHsI ma aHari3 iHcmpymMmeHmie uugpogoeo MapKkemuHzay Oss
nidsuweHHs yughposoi epamMomHocmi 8 dOCS2HEHHI MesHuUX uined.

AHaniz ocmaHHix docnidxeHb i ny6nikauyil. Mpocmip cyyacHoi Haykoeoi, Hag4yasribHOI ma nomnyasipPHOI
Jimepamypu HarnoeHeHUU OnuCOM KOHUEenuili yugposo20 MapKemuHay, iX 3Ha4YeHHs | 3acmocyeaHHs 8
Cy4YacHOMY r1o8CsIKOeHHOMY Xummi. ABmopu po3esisiHyu pobomu aMmepuKaHCbKUX, 6pumaHChbKUX, KUmautcCbKux,
¢bIHCbKUX, NONbCLKUX, YKpaiHCbKUX ma iHOIUCbKUX aemopie i mpakmukie, NpucesiveHi y3azanbHeHH HalKkpaujux
MapKemuHa08UX iHcmpymeHmig rno ecbomy ceimy. [lpome, po3ansHymi rnpakmuku /102i4HO He 3asepuieHi Ons
3pYYHOCMI KOPUCMYB8aHHSI.

HedocnidxeHi yacmuHu 3a2anbHoi npobnemu. OcHosHa rnpakmuy4Ha npobrema — subpamu npasusbHUl
IHecmpymeHm yughpoeoz2o MapkemuHay, wjob 3ocepedumu yeazgy Ha eheKmugHOMY MpulHAMMI piwieHb i He
sumpavyamu dol0amkoeguli Yac i pecypcul.
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EKOHOMIKA 3HAHb

Memoro Hawoz20 OocnidxeHHsI € KOHUeHmposaHuli onuc i knacmepu3sauisi cy4acHUX iHCmpymMeHmie
uugposoeo MapkemuHay Onsi ix egekmusHo20 eubopy ma 3acmocysaHHsi Ha rnpakmuui. OCHO8HUMU
3ae0aHHAMU, SKi pPO38'A3yrombCcsl 8 HawoMy 0ochioxeHHi, €: (1) onuc cy4acHoeo enobanbHo2o cepedosuwia
8UKOpUCMaHHS coujanbHUX Mepex; (2) docnidxeHHs pisHUX sudie MapKemuH208UX UUPO8UX iHCMpyMeHmie ma
ix egpekmusHocmi; (3) nmowyk wrnsxie Haubinbw egheKkmueHO20 B8UKOPUCMAaHHS Uugpo8o20 MapKemuHay 8
3anexHocmi 8id cumyaduii.

Memodonoezisi docnidxeHHs. [JoCcnioxyro4u WUpoKUl crekmp iHcmpymeHmie yughpoeo20 MapkemuHay, Mu
sukopucmosysasnu mexaHiamu SEO, a makox Haykoei mMemoOu aHasisy i cuHme3sy, cucmemHull nioxio Ons
y3aeasibHeHHsI ma O0brpyHmyeaHHs 8CiX Cy4YyacHUX IHCmpymeHmie MapkemuHey. Memodu uugposor
Knacmepu3sauji i epynysaHHs 6ynu eukopucmari rnpu nobydosi mabnuui 3acobie yughposo2o MapkemuHay.

Pesynbmamu. Asmopu npoaHaidysanu cmamucmuyHi Mamepianu, Wo Xapakmepusyroms uugppose
cepedosuuye. lMidkpecnoemscs, wo 86% nrodel y siyi 8id 16 do 55 pokie sukopucmosyoms coyialibHi Mepexi
He pidwe 00Ho20 pa3y Ha OeHb, a 72% euKkopucmosytoms iX Kiflbka pasie Ha 0eHb, W0 akmyarisye po3eumok
yugpposozo 6isHecy. Oxapakmepu3oeaHO o0cobnueocmi MapkemuHay 6 coujanbHux mepexax. OCHOBHI
IHecmpymeHmu yugpogoeo mapkemuHay 6ynu npedcmasneHi y euansadi mabnuui. Aemopu Hadanu JOyxe
GemarnbHy cucmemamusauiio iHCmpymMeHmig Uugpogo2o mapkemuHay i Oanu 4imki pekomeHdauyii wodo ix
npasurbHO20 i eQheKMUBHO20 BUKOPUCMAaHHS.

3acmocyesaHHs pe3ynbmamie. Konu 6isHec 3pocmae, Hemae HeobxidHocmi Hatimamu dodamkosud wmam,
HaKonuyyto4Yu rnomoyHi sumpamu, HeobxiOHo dodasamu yughposi rnpoepamu, SKi CripusmuMymse y 8UPILUEHHI
npobnem ynpasniHHsA. Ljughposi iHecmpymeHmu doromazaromb cknacmu Yimkul uughposull MapkemuHao8ul
rnaH, wo eidobpaxae cmpameaito oHnalH-mapKkemuHay ma peknamu. Memoio nnaHy yugpoeozo MapkemuHay
€ CMUMYyIIt08aHHs1 KOH8epCili 3@ O0MOMO20I0 couianbHUX MePEX, KOHmMeHmy i cmpameaii briozis.

BucHoeku. Aemopu onucanu rnoHad 160 iHcmpymeHmig Lughpo8o20 MapKemuHay, po3busLuu ix 3a Kameaopismu
i copepamu 3acmocysaHHs. AKUeHm rocmaesieHul Ha iHcmpymeHmax SEQO, asmomamu3sauii mapkemuHzy i
MObinbHUX MapkemuHzosux dolGamkax. Maroyu cunbHUl SEO | eukopucmosytoyu OHralH-peKknamy, MOXHa
3anyqyumu eidsidysayie Ha calm 6ydb-siKoi KomnaHii | Hadamu M 6e3KowmosHy IHGhopmauitiHy MPONo3ulito.
Asmomamusauis MapkemuHay — ye weudkuli criocib 3abesnedumu besnepepsHull i besnepebiltiHuli MapkemuHa208uUL
cepsic. EgpekmusHi criocobu sukopucmaHHs MObIfIbHO20 MapKemuHay 6KIYaromb KamraHii 3 mekcmosumu
ro8iGOMIIEHHAMU, Hasi8HICMb MOBIrIbHO20 3aCMOCY8aHHS1 | CMBOPEHHS MOBINIbHO20 npo2pamu f105iTIbHOCMI.

Kmroyoei cnoea: couianbHi Media, yughposa eeHepauisi, iHCmpymMeHmu yugpoeoco MapKemuHay, iHempymeHmu
SEO, ananimuka i sidcmexxeHHsl, oHnaliH-6peHOuUH2, cmeopeHHs1 brioeie i KOHMeHmMy, crinbHa poboma, ycrix i
niompumka KnieHmie, Ou3aliH, 306paxeHHs ma 6i0e0, €efleKmMpPOHHa KOMepUis, €SIEKMPOHHUU MapKemuHe,
asmomamus3auisi MapKemuHey, yrnpaesniHHa nodiamu/ rpoekmamu, riamHa peknama, YrnpassiHHS couiaribHUMu
Mepexamu, iHempyMeHmMuU rid8uLEeHHS MPo0yKMUBHOCMI, CMBOPEHHST 8€6-CMOPIHOK | 3aX0reHHs KIlieHmie

QPPEKTUBHBLIE UHCTPYMEHTbI UMIMJNIEMEHTAUUU LUW®POBOIO MAPKETUHIA

Muxaanb LWedep
OkcaHa NeTbmaH

AkmyanbHocmb meMbl uccrniedoeaHusi. Xoms VIHmepHem se/isiemcs 4acmblo 08CEOHEBHOU XKU3HU,
yacmb HacesieHUs o-NpexXHeMy UCK/IoHYeHa U3 yugposozo Mupa u3-3a Hexeamku Uughposbix HasblKo8 U
3HaHul. focmyn K yughpoBbiM MEXHOI02USM CMaHOBUMCS OYEHb BaXXKHbIM, MOCKOJ/IbKY [10380/5em 8CeM
6e36053HeHHO y4acmeosamb 8 UlucpogoMm obwecmee. Bom rioyemy kpaliHe 8axXHO y4yumbieamb WUPOKUL
CreKmp COBPEMEHHbIX UUgpoBbiX UHCMPYMEHMO8 (8 OCHOBHOM, MapKemuHa08bIX), crnocobcmeyoujux
docmuskeHuro yenel 8 npogheccuoHaibHoU U noscedHegHol dessimeribHocmu.

MocmaHoeka 3ada4qu. OcHosHasi npobrema, komopasi 6ydem paccMompeHa 8 xode Hawez20 uccriedosaHus,
- amo 0606weHue, 060CHOBaHUE U aHa/lu3 UHCMPYMEHmMOo8 Uugpposo20 MapkemuHaa Ossi M08bIWEHUSs
yugposoli epamomHocmu 8 QoCmuXXeHUU ornpedeneHHbIX yened.

AHanu3s nocnedHux uccnedoeaHull u nybnukayul. [lpocmpaHcmeo cospemMeHHOU HayyHou, y4ebHol u
nonynspHoU numepamypbl Haro/IHEHO oOnucaHueM KoHuenuul yugposo2o MapKemuHza, UX 3Ha4YeHusl u
MPUMEHEHUs1 8 COBPEMEHHOU M08CeOHEB8HOU XU3HU. Asmopbl paccmompenu pabombl amMepUKaHCKUX,
bpumaHcKux, KumatcKux, QOUHCKUX, MOJIbCKUX, YKPaUHCKUX U UHOUUCKUX agmopoe U NpakmuKos, Mnocesu,eHHbIe
0606WEHUI0 TTyHWUX MapKemuH208bIX UHCMPYMEHMOo8 o ecemy Mupy. Tem He MeHee, pacCMOMmMpeHHbIe
MpakmuKu J102u4ecKU He 3asepuieHbl 0151 ydobcmea rnosbL308aHUs.

HeuccnedoeaHHble 4Yacmu obuwel npobnembl. OcHosHas npakmudeckas npobrnema — e6bibpamb
npasurbHbIl UHCMpYyMeHm yugposoeo MapkemuHeaa, Ymobbl cocpedomoyume 8HUMaHUe Ha 3ghghekmueHOM
MPUHSIMUU peweHul u He mpamumb G0MNOSIHUMESLHOE 8PEMS U Pecypchbl.

Uenbio Hawezo uccnedoeaHusi se/s.emcsi KOHUEHMPUPOBAHHOE orucaHue U Kriacmepusayusi
COBPEMEHHbIX UHCMPYMEHMO8 Uugpo8o20 MapkemuHaa Orisi Ux a¢hgheKmueHo20 8bibopa U NpUMEHeHUsT Ha
npakmuke. OCHOBHbIMU 3ada4yaMu, pelaeMbiMu 8 Hawewm uccriedosaHuu, siensomcesi. (1) onucaHue
cospeMeHHOU Mupoeol cpeldbl UCMNONb308aHUsT coyuasbHbiXx cemed; (2) uccriefogaHue pasru4vHbiX eudos
MapKemuHa08bIX UugposbIX UHCMPyMeHmos u ux aghgekmusHocmu; (3) nouck nymed Haubornee
3ghheKkmuUBHO20 UCM0Mb308aHUS UUMPOBO20 MapKemuHaa 8 3agucuMocmu om cumyauyuu.

68
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Memodosnozus uccnedoesaHus. Viccrnedyss WUpOKUl CreKmp UHCMPYMEHMO8 Uughposo2o MapkemuHaa, Mbl
ucrionb3osanu mexaHusmbl SEO, a makxe HayyHble MemoObl aHanu3za U CUHmMe3a, cucmeMHbIl nodxod Ons
0606weHus1 u 060CHOBaHUS 8CEX COBPEMEHHbLIX UHCMPYMEHMOo8 MapkemuHaa. Memodsi yughpoeoli kracmepusayuu
U 2pynnuposKu bbimu Ucrosib308aHb! rpu rnocmpoeHuu mabnuysi cpedcmes uughposoz2o MapkemuHaa.

Pesynbmambil. Asmopbl npoaHanu3uposasu cmamucmuyeckue Mamepuarbsl, Xapakmepusyrujue
yugpposyto cpedy. lNoduepkusaemcs, ymo 86% nodeli 8 sospacme om 16 do 55 nem ucnonb3yrom coyuarbHble
cemu He pexe 00HO20 pa3a 8 OeHb, a 72% ucronb3yrm UX HECKOJ/IbKO pa3 8 OeHb, Ymo akmyanusupyem
paszsumue yugpoeozo busHeca. Oxapakmepu3ogaHbl 0COBEHHOCMU MapKemuHaa 8 couyuaribHbIX CEemsix.
OcCHOBHbIE UHCMPYMEHMbI UUPPO8O20 MapKkemuHaa Obiu npedcmasnieHbl 8 eaude mabnuubl. Aemopbi
npedocmasuriu 04eHb MoOPOBHY0 cucmeMamu3ayuo UHCMPYMEHMOo8 Yughposo20 MapKkemuHaa u 0arnu Yyemkue
pexkomeHdayuu rno ux rnpasusibHOMYy U 3¢bgbeKmuU8HOMY UCIMOb308aHUIO.

lpumeHeHue pe3ynbmamos. Koezla 6u3zHec pacmem, Hem Heobxodumocmu HaHUMamb wmam
dornosHUMernbHO, Hakannueas mekyuwjue pacxodbl, Heobxodumo Aobasnsamb UuPPOBbIe PUTOXEHUS,
criocobcmeyrowjue 8 peweHuu npobnem ynpasneHus. Llugppossbie uHCmpymeHmb! rnomMozaarom cocmasumes
yemkuli yughposol MapKemuHz208bIl MiaH, ompaxaruwuli cmpameauro OHMalH-MapKkemuHaa U peknamy.
Llenbto nnaHa yughpoeoz2o MapkemuHaa — CmuMyupo8aHuUe KOH8epcull C MOMOWbI0 coyuarnbHbiIX cemed,
KoHmeHma u cmpameauu 6110208.

Bbieodbl. Asmopsi onucanu 6onee 160 uHCcmpymeHmMos yughposoeo MapkemuHaa, pas3bus ux o
KameeopusiM u obriacmsiM NpuMeHeHuUsl. AKUueHm rocmaeneH Ha uHcmpymeHmax SEO, asmomamusauyuu
MapKemuHaa U MobUJIbHbIX MapKemuUH208bIX NpuroxeHusix. Mimesi cunbHbit SEO u ucnonb3ysi oHnalH-peknamy,
MOXHO ripuefnieys rnocemumenell Ha caim mwobol komnaHuu u npedcmasums um becrinamHoe
UHGbopMayUoHHOe MpedrioxeHue. Aemomamu3ayusi MapkemuHza — 3mo bbicmpbill criocob obecriedyums
HernpepbleHbIU U b6ecrnepebolHbili MapKkemuHaoebill cepsuc. IghghekmueHbie Ccrnocobbi UCNoIb308aHUS
MObBUIbHO20 MapKemuHaa BK/o4am KaMmraHuu C MeKCcmosbiMU COObWeHUsIMU, Hanu4due MoburibHo20
npunoxeHusi U co3daHue MobusnbHOU rpoapamMmel 10551IbHOCMU.

Knro4deesnie cnosa: coyuarnbHbie Medua, yugposas eeHepayus, UHCMpyMeHmMbI Yyughpoeo2o MapKemuHaa,
uHcmpymeHmsl SEO, aHanumuka u omcrexugaHue, OHnalH-6peHOuHe, co3daHue 65710208 U KOHMEHMa,
cosmecmHas paboma, ycriex u noddepxka KnueHmos, Ou3alH, u3obpaxeHus U 8uUOeOo, 3/1eKMPOHHas
KOMMEPUUS, 351IeKMPOHHbIU MapKemuHea, asmomMamus3ayusi MapKkemuHaa, yrpasaeHue cobbimusamu/npoekmamu,
nnamdasi peknama, yrpaesieHue couyuasnbHbIMU CemsiMu, UHCMPYMEHMbI 08bIWEHUS MPou3800umesibHoOCMu,
co3daHue 8eb-cmpaHuy, U 3axeam KiueHmos

EFFECTIVE TOOLS OF DIGITAL MARKETING IMPLEMENTATION

Michael Schaefer
Oksana Hetman

Relevance of research topic. Although the Internet is a part of the daily life, some parts of the population continue
to be excluded from the digital world due to the lack of digital skills and knowledge. An access to the digital technologies
become significantly important as a mean of allowing everyone to participate in the digital society fearlessly. That is
why it is an extremely important to consider a wide range of the modern digital tools (mostly, marketing digital tools),
which will help anyone to achieve their purposes in their professional and everyday activity.

Formulation of the problem. The main problem that will be addressed during our study is summarizing,
justification and analyzing digital marketing tools in order to rise digital literacy to achieve certain goals.

Analysis of recent research and publications. Modern scientific, tutorial and popular literature’s space is
filled with the description of the digital marketing concept, its significance and application into the current everyday
life. Authors has reviewed papers of American, British, Chinese, Finish, Polish, Ukrainian and Indian authors and
practitioners dedicated to summarizing the best marketing tools worldwide. However, all of these findings are not
good schemed logically to provide the best applicable practice for inexperienced marketing tools users.

Unexplored parts of the general problem. The main practical problem is to take a correct digital marketing
tool in order to concentrate attention to the effective decision making and do not waste time and resources.

The aim of our study is concentrated description and clustering of the modern digital marketing tools for their
effective choice and application into the practice. The main tasks that will be solved due to our research are
following (1) description of the current world social media environment in numbers; (2) research of the different
types of marketing digital tools and their efficiency; (3) finding ways for the most effective digital marketing usage
according to the case.

Research methodology. Researching a wide range of digital marketing tools, we have used SEO engines,
as well as scientific methods of analysis and synthesis, systemic approach to summarize and justify all current
modern marketing tools. Methods of digital clustering and grouping have been used by constructing a table of
digital marketing means.

Results. Authors have analyzed a lot of statistic materials characterizing digital environment nowadays. It is
underlined that 86% of people aged 16-55+ use social media at least once per day, and 72% use it multiple times
per day that makes necessary to develop business digitalization. Social media marketing features have been
characterized. The Main Digital Marketing Tools have been presented with their possibilities to use in a table form.
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Authors have provided a deeply detailed systematization of the digital marketing tools and made it clear
recommendations about their correct and effective usage.

Application of results. When the business grows, it is not necessary to add people (hiring) multiplying current
costs, but it is advisable simply to add digital applications which will help to solve all managing issues. Digital tools
help to construct a clear digital marketing plan outlining company's online marketing and advertising. The goal of
a digital marketing plan is to drive conversions by means of social media, content, and blog strategy.

Conclusions. Authors have described over 160 digital marketing tools clustering them for thirs types and
application spheres. Accent is pointed out at the SEO tools, Marketing Automation and Mobile Marketing Applications.
By having strong SEO and using online advertising, it is possible to drive visitors to the website of any company and to
present them with a free information-based offer. Marketing Automating the follow-up to the lead generation process is
a smart way to ensure the marketing runs continuously and smoothly all the time. Effective ways of Mobile Marketing
usage include text message campaigns, having a mobile app and creating a mobile loyalty program.

Key words: social media, digital generation, digital marketing tools, SEO tools, Analytics & Tracking, Online
Branding, Blogging & Content Creation, Collaboration, Customer Success & Support, Design, Images & Video,
E-Commerce, Email Marketing, Marketing Automation, Event/Project Management, Paid Advertising, Productivity
tools, Social Media Management, Webpage Creation & Lead Capture

JEL Classification: M31, M37, L86

Introduction: Marketing has changed in an innovative way. It has become digital last decades. Today,
according to the Statista (the mostly reliable Statistic Portal worldwide), global digital population increased from 3.7
billion Internet users till 4.4 billion as of January 2019. As statistics shows, digital population is increasing rapidly from
1.2 billion in 2005 (almost 4 times). At the same time of the measured period, almost 3.5 billion were social media
users. China, India and the United States rank ahead all other countries in terms of internet and social media users.
China was ranked first with 772 million internet users, more than double the amount of third-ranked United States
with just over 312 million internet users. Overall, all BRIC markets had more than 100 million internet users,
accounting for four of the seven countries with more than 100 million internet users. Considering that the number of
humans living on Earth is presently estimated at some 8.5 billion. It means that over 42% of the world population is
interconnected through the use of internet. There are, however, stark differences in user distribution according to
region. As of that period, East Asia was ranked first with mobile social media penetration rate of 70%, followed by
North America with 61%. The global mobile social penetration rate was 42%. Does it mean the digital marketing or
digital economy’s literacy has improved? Or does it mean a significant mark of the success in the social media
business promotion? Or both? There is a root of such prompt digitalization and what does it means for the future?
To answer these questions, we have arranged our scientific research.

Relevance of research topic. Internet affect humans’ everyday live in many ways, when communicating,
keeping updated the news, interacting with public authorities, buying goods or services online, sharing news, looking
for the needed information, promoting startups, own business etc. Nowadays, both Internet and digital technologies
transform the worldwide attitudes. Informational and communicative technologies support startups and support
current small, medium and large businesses with some new opportunities that contribute their competitiveness and
development. The world is changed — it become a digital world based on the Internet tools, its fast development is
observed in the fields which seemed to be undeliverable for, viz. the healthcare sector, security service, transport
service, energy-saving technologies, an educational industry, the public sector etc. Although the Internet is a part of
the daily life, some parts of the population continue to be excluded from the digital world due to the lack of digital
skills and knowledge. An access to the digital technologies become significantly important as a mean of allowing
everyone to participate in the digital society fearlessly. That is why it is an extremely important to consider a wide
range of the modern digital tools (mostly, marketing digital tools), which will help anyone to achieve their purposes in
their professional and everyday activity.

Formulation of the problem. The main problem that will be addressed during our study is summarizing,
justification and analyzing digital marketing tools in order to rise digital literacy to achieve certain goals.

Analysis of recent research and publications. Modern scientific, tutorial and popular literature’s space is filled
with the description of the digital marketing concept, its significance and application into the current everyday life. In
particular, Mandal, P. & Joshi, N. (2017) have described Digital Marketing Strategy have discovered the effects of
technology adoption on mass customization ability. Koziot, L., Koziot, W., Wojtowicz, A. & Pyrek, R. (2014) have
considered relationship marketing as a tool for supporting the company’s innovations. Johnson, M.D. & Ettlie, J.E. (2001)
have described reliability of modern ICT for customization Chen, Y. (2006) has researched new ways for the marketing
innovative tools application. Nikunen, T., Saarela, M., Oikarinen, E.-L., Muhos, M. & Isohella, L. (2017) have developed
new approach for the usage of digital marketing tools by micro-enterprises in order to build successful customer
relationships. Hetman, O. (2003) has researched an innovative marketing management mechanism based on the digital
technologies for increasing efficiency of the enterprises' functioning. Matthews, I. (2018) has summarized and overviewed
over 150 the best marketing tools, which seem to be useful for practical activity in each sphere.

However, still we didn’'t find good schemed and logically algorithmized scientific, tutorial or popular paper,
which might provide the best applicable practice for inexperienced marketing tools users.

Unexplored parts of the problem. There are many scientific articles, tutorial manuals and popular researches
published in Open Internet Access dedicated to the digital marketing tools description. As well, each author, SEO,
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developer or blogger advice to use into the practice a set of instruments, which are seem to be likely used from the
certain point of view. The problem is to take a correct one in order to concentrate attention to the effective decision
making and do not waste time and resources. That is why our research is a concentrated review of numerous digital
marketing tools, which will help to find out and apply to the necessary one, according to their pros and cons.

The aim and tasks of the study.

The aim of our study is concentrated description and clustering of the modern digital marketing tools for their
effective choice and application into the practice.

The main tasks that will be solved due to our research are following

(1) description of the current world social media environment in numbers;

(2) research of the different types of marketing digital tools and their efficiency;

(3) finding ways for the most effective digital marketing usage according to the case.

Research methodology. Researching a wide range of digital marketing tools, we have used SEO engines,
as well as scientific methods of analysis and synthesis, systemic approach to summarize and justify all current
modern marketing tools. Methods of digital clustering and grouping have been used by constructing a table of digital
marketing means.

Results. Social media is an unsubscribed part of everyday life. People regularly access a variety of social
media channels from a mobile app or computer web browser. According to The Manifest survey conducted by
Herhold, K. (December, 2018), the average person spends 5 years of his or her life on social media (i.e. more time
than they spend eating, socializing, and grooming). The main findings of her study demonstrate that

(1) 86% of people aged 16-55+ use social media at least once per day, and 72% use it multiple times per day;

(2) Facebook (82%), YouTube (75%), Instagram (53%), Snapchat (39%), Pinterest (38%), Twitter (36%) are
mostly used social media;

(3) people use several social media channels more in 2018 compared with 2017, viz. YouTube (63%),
Instagram (61%), Snapchat (58%), and Facebook (52%);

(4) people use a combination of methods to access social media, viz. mobile apps (67%), computer web
browsers (57%), mobile web browsers (41%), and tablet apps (31%), computer app (28%), tablet web browser (23%),
smartwatch (11%);

(5) females use social media multiple times per day compared to 64% of males (75% vs. 64%);

(6) the majority of both females (83%) and males (81%) use Facebook, but they vary in how they use other
channels, including Pinterest (44% vs. 26%), Twitter (28% vs. 51%), and Reddit (8% vs. 29%);

(7) almost half of social media users (46%) access social media on mobile apps.

Based on this survey, we can conclude that people definitely rely on social media. As it is, that way, businesses
might concentrate attempts to understand their target customers’ social media habits and preferences to determine
how to reach them a best way.

Social Media Marketing: As social media is an important marketing tool studying and influencing customers’
preferences, obvious is an attention and investment, which business is willing to put in advance to catch and to hold
customers involved in. The top sites that businesses participate in are Facebook, Twitter, Pinterest (where people
are spending time mostly). Creating profiles and engaging with customers are the best ways to use these tools. By
posting relevant content and engaging in conversations with customers, business is going to build relationships over
time and can increase your brand awareness as well. Many software tools can be used to make such social media
marketing more effective.

Scientific review: Koziot, L., Koziot, W., Wojtowicz, A. & Pyrek, R. (2014) make the assumption that the use
of customer relationships in the innovation business processes of the company contributes to their successful
development. They point out that CRM systems are effective tools for. Authors state that the effectiveness of
individualized marketing is conditioned by such factors as close relationships with customers, continuous oversight,
analyses, information technologies and databases usage. For sure, customers’ participation is important as
customers who use goods and services acquire knowledge that represents a great value for companies. In this case,
relationship marketing can be used as a tool for supporting company’s innovative processes in order to understand
deeply customers’ points of view (taste, preferences, emotional effects, feedbacks, critique, etc).

We can agree with polish authors in a point that knowledge received from consumers is valued higher than
information obtained from marketing research centers (summarizing analytics and doing cabinet researches on demand).

Chen, Y. (2006) provides an economic analysis of marketing innovations based on the dynamic model that includes
y-factor, which allows a firm to acquire consumer information effectively and o-factor, which reduces consumer’s
transaction costs. Author concluded that incentives and effects of both factors differ. Although y-factor benefits the
innovating firm, it hurts some consumers (because of their differences in tastes, preferences, types, behaviors, purchasing
possibilities etc); as well, while o-factor benefits all consumers, it may or may not benefit the innovating firm. Interpreting
his results, we can conclude that in this case, relationship marketing has probable effect in the system of «useful —
harmful», its application should be measured by necessity rather than consumers’ involvedness.

Nikunen, T., Saarela, M., Oikarinen, E.-L., Muhos, M. & Isohella, L. (2017) have pointed out that today the
digital marketing environment is focused at attracting customers, engaging customers’ interest and participation,
retaining customers, learning customers’ preferences and relating to customers in building strong customer
relationships. Thus, authors make the accent at the relationship marketing based on the digital marketing tools usage.
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Authorial findings highlight the importance such digital marketing tools, as Blog, Facebook, Content marketing, E-
commerce, E-mail, Search engine marketing, Website. Obviously, we support authors ideas, but should widespread
the list of marketing tools since, in our opinion, a digital tool knowledge is a key impact on business success.

Mandal, P. & Joshi, N. (2017) in their scientific article conclude that digital channels have no boundaries. Each
company can use any devices such as smart phones, tablets, laptops, televisions, game consoles, digital billboards,
and media such as social media, SEO, videos, content, e-mail and lot more for promotion company and its products.
We agree with authors on a range of digital tools usage, but in our paper we offer much more perspectives for their
implementation relying on the current development of informational technologies.

Hetman, O. (2003) in her dissertation papers ‘Increasing efficiency of the enterprises’ functioning based on the
marketing management mechanism’ has developed the algorithm for providing efficiency any marketing tools in the
systemic usage (including digital marketing instrumentation). Proposed mechanism is aimed at reaching successful
industrial companies development. In our opinion, these principles might be used in a service sphere, as well.

Digital marketing tools are the channels to reach consumers. The key objective is to promote brands through
various forms of digital media. Digital marketing extends beyond Internet marketing. It includes mobile phones (both
SMS and MMS), social media marketing, display advertising, search engine marketing, and other form of digital
media. Most experts believe that 'digital' marketing requires a new approach and a new customer’s behavior
understanding by means of the quantify analysis of the value of downloads of apps on mobile devices, tweets on
Twitter, likes on Facebook et al.

As we have mentioned before, there are many different types of marketing digital tools, which have different
purposes. But we offer to combine them in fifteen groups (Table 1).

Table 1. The Main Digital Marketing Tools
Top| Marketing sphere Marketing tools description

1 |Analytics & Tracking|ClickMeter, Funnel.io, Google Analytics, Heap, Track Maven, UNAMO

2 |Online Branding Rebrandly, BrandYourself DIY Tool, Mention, Pixellogo, SurveyMonkey, Wisestamp

3 Blogging & Content (WordPress, BuzzSumo, BuzzSprout, CoSchedule, Pocket, Grammarly, Hemingway
Creation Editor, Kahoot!, Medium, Piktochart, Qzzr, Zest
Slack, Asana, Cyfe, Dropbox, Google Drive, GoToMeeting, JIRA, Join.me, Quip, Trello,
Traackr, Zenkit, Zoom

4 |Collaboration

Customer Success

5 & Support Intercom, Drift, Emojics, Mopinion, Ramen, Respond (by Buffer), Totango, Zendesk
6 Design, Images & |Canva, Adobe Spark, Animatron, Balsamiqg, Favicon Generator, Fluid Ul, Genially,
Video InstaQuote, InVision, Loom, Pablo, Powtoon, Snappa, Typ.io, Wistia

Shopify, BigCartel, BigCommerce, Chargify, Gumroad, Selz, Magento, Oberlo,
PrestaShop, Product Upsell, Squarespace, Volusion

MailChimp, AWeber, Campaign Monitor, Constant Contact, ConvertKit, GetResponse,
iContact, NEWOLDSTAMP, Revue, Scope

7 |E-Commerce

8 |Email Marketing

9 Marketing HubSpot, Zapier, Automate.io, IFTTT (If This Then That), Microsoft Flow, Pardot, Follow
Automation Up Boss

10 Event/Project Eventbrite, Applnstitute, Bizzabo, Cvent, Eventsforce, Sli.do, Eventmobi, Gather, Wild
Management Apricot, Indydesk, Bitrix24, ProofHub

Facebook Ads, AdEspresso, AdStage, AdRoll, Bing Ads, Driftrock, Google Adwords,
Social Ads Tool, SpyFu, Twitter Ads
1Password, Calendly, CheatSheet, Evernote, F.lux, Rescue Time, Momentum,

11 |Paid Advertising

12 |Productivity

StayFocusd
Google Keyword Planner, Cocolyze, K-meta, Ahrefs, Alexa, Answer the Public,
13 |SEO Tools Copyscape, Google Trends, GTMetrix, Moz, OnPage.org, Screaming Frog, SEMrush,
SERPChecker
14 Social Media Meet Edgar, Buffer, Crowdfire, Dlvr.it, Earshot, Meltwater, Oktopost, SocialBee,
Management SocialPilot, SproutSocial
15 Webpage Creation |Optimizely, ClubRunner, Instapage, JotForm, M-Files, Sumo, Kickofflabs, Optinmonster,
& Lead Capture Sleeknote, Albacross, Typeform, Wix, Unbounce

Source: systematized and completed by authors based on research of Matthews, |. (2018)

(1) Analytics & Tracking is an entrance of any marketing strategy. With the ability to track on the marketing
efforts, it is possible to determine operative tasks.

(2) Online Branding is a platform makes it easy to create, track, and manage short URLs with a custom domain name.

(3) Blogging & Content Creation both are the backbone of the digital marketing. Without such software tools it
is impossible to share any content.

(4) Collaboration digital tools allow to check work in a team (each team member) and separate goals with
different directions. Such tools make sure that team works productively and reaches their marketing goals.
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(5) Customer Success & Support tools makes it a key category of the best marketing tools list, because it
provides support connection and feedback with each concrete customer.

(6) Design, Images & Videos tools help with creating visual images, videos and sites to attract visitors and
engage consumers. It's complicated sometimes for marketers to create well-looking content, not being web designer.
Settings of these tools help

(7) E-Commerce platforms are tools helping to sell physical products or services. Th huge software instruments
with limited abilities to maneuver. These tools are ‘heavy’ from the point of ITC and take a great responsibility from
software developer/programmer to implement it.

(8) Email Marketing has been an integral part of most marketing strategies. Today, it is impossible to imagine
promotions of goods or services without such tools. Therefore, there are a lot of email marketing tools to choose from
in this category.

(9) Marketing Automation Even with the best marketing tools available, there is still a lot of work to put in.
Marketing automation tools give you the freedom to be more productive and spend more time on the work that really
matters. So sit back and let the automation do its thing with one of the tools from this category.

(10) Event Management is a very stressful part of any managing process. To run or to manage an event is a
hard deal. That's why it's so beneficial to use one of the tools listed in Table 1 above.

(11) Paid Advertising. One of the best ways to boost any of marketing efforts is by using paid advertising.
There are many digital tools to use paid advertising depending on the type of the business, its form and scale.

(12) Productivity is the main indicator to estimate marketing results. When it comes to digital marketing, it is
necessary to make sure about staying productive. To help keep things moving along quickly and right way, here is a
list of the best digital tools.

(13) SEO Tools help to rank for keywords on search engines. There are so many guides to tell the best way
to rank but at the end of the day, only the search engines know all the details of their algorithms. Here is a number
of tools to help better planning SEO strategy and start ranking.

(14) Social Media Management is a tricky business tool. There are a lot of platforms to manage and it is
possible to spend hours making sure everything is updated. This is one of the categories that has the most options
to suggest.

(15) Web page Creation & Lead Capture. It's almost an expectation now that marketers should be able to
make and maintain their own web pages without the help of a developer. With many drag and drop interfaces
available, it's become much easier to do so.

Conclusions. Ensuring customers find exactly what they are actively searching for what is the key to a
successful inbound lead generation campaign. By including the keywords people use to search for interesting good,
services or just information, business increases the likelihood to attract new clients due to the digital search engines.
This process is called search engine optimization (SEO). By having strong SEO and using online advertising, it is
possible to drive visitors to the website of any company and to present them with a free information-based offer.
Afterwards, it will be possible to customize a strategic follow up system that intensify sales. We should notice, that
inbound lead generation works much more efficiently than old-fashioned cold calling strategies.

Marketing Automation continues all the way through the sales process makes sales making it easily.
Automating the follow-up to the lead generation process is a smart way to ensure the marketing runs continuously
and smoothly all the time. A good example of the Marketing Automation is a series of emails sent out automatically
over time that continues to provide information and keep building the relationship with customers (aka relationship
marketing). Marketing Automation software captures contact information, delivering free information and then
sending relevant follow-up. As we can see, Marketing Automation technologies are growing rapidly last time.

Mobile Marketing is a dominating strategy nowadays. Given the fact that nearly every person has a mobile
phone, business might connect with customers via a mobile device. In this case, the website should be mobile friendly
and emails should work well when opened on a small screen. Effective ways of mobile marketing usage include text
message campaigns, having a mobile app and creating a mobile loyalty program. Also it is advisable to use quick
response, or QR-codes in the print advertising (if such takes place). These black-and-white square graphics allow a
mobile phone user to scan the code in the ad and be taken immediately to a mobile landing page where business
can capture the contact information. Thus, customers get to decide whether or not to engage with the company (or
any other business) via mobile, but it's smart to prepare supply's side of that connection.

The application of results. When the business grows, it is not necessary to add people (hiring) multiplying
current costs, but it is advisable simply to add digital applications which will help to solve all managing issues. Digital
tools help to construct a clear digital marketing plan outlining company's online marketing and advertising. The goal
of a digital marketing plan is to drive conversions by means of social media, content, and blog strategy.

In the world of digital marketing, there are many applications and software solutions to keep things running
smoothly. That is why it is important to focus efforts on what is essential for the business. As we can conclude from
our research, the most common uses for digital marketing applications are social media management, automation,
content marketing, and community building.

Further Discussion. Although there are still many skeptics who reject digital marketing technologies
effectiveness, it should be agreed that today's progress seems unsecured without using them. The Internet of
things/services presents a fantastic opportunity for marketers/businesses. Products or services that market
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themselves, order themselves and integrate into the system that will increase customer retention. Few years ago
marketers could only dream of such things, now they are a reality. These trends of digital marketing usage have to
be seized by marketers to be implemented successfully.
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