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Conclusions. The company is a leader in the Ukrainian market and needs to
Improve its production, expand its product portfolio, improve the quality of
medicines and create more original products. In order to do this, investments are
necessary, and the analysis showed that this is possible and necessary. The
theoretical and practical significance of the research results are that with the aid of
a mathematical apparatus the enterprise can determine its financial position and
adequately assess its capabilities, which will help to develop a strategy for business
development for subsequent periods. In further research, there is a need to
determine from where exactly we will take capital for technological development,
and to develop a strategy for technological development of the company.
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MODELING AN EFFECTIVE STRATEGY OF ADVERTISING
INVESTMENTS OF FIRM IN THE COMPETITIVE MARKET

MOJIEJTIOBAHHA E@EKTUBHOI CTPATET'TI PEKJIAMHUX BKJIAJIEHb ®IPMUA
HA KOHKYPEHTHOMY PUHKY

In this article, a dynamic model of the company's sales dependence on advertising costs
is constructed. In a competitive market, advertising is not only a means of increasing demand,
but also a competition tool at a level with the price. Advertising allows you to increase sales, but
the dependence of increasing demand from increased advertising costs is not linear. If you
increase your advertising costs after a certain value, their efficiency will decrease. This model
takes into account the dependence of advertising efficiency on the change in the market share of
advertising costs of the firm. It is shown that the complexity of capturing a new audience will
grow geometrically, and therefore the efficiency of advertising will decrease geometrically.
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does not work instantly, since its inception, the information is accumulated in the minds of
people with each meeting with advertising and reaches the peak after a certain time. If the ads
become smaller, then people will forget it more quickly than they will be reminded of it, and the
peak of their knowledge of the product will fall. When ads appear to people, it takes some time
until their knowledge of the product reaches a peak above which they will not be able to
assimilate advertising, because they will forget its details at the same speed. As a rule, this
requires about two weeks of advertising. The second manifestation of the delay is related to
knowledge of the product as a whole. This requires a relatively long period of time. The model
reflects the effect of delayed ad exposure, which is expressed in the so-called “inertial sales”.
They can form the bulk of the sales, due to advertising. That increases the importance of
promotional investments in the long run, so that real-time advertising may not pay off itself, but
eventually turns into profit. In the model, the delay associated with knowledge of the product as
a whole is taken on average about a year. So it takes into account seasonality of sales volumes.
And given the dynamics of market change over the past period, their corresponding change is
taken into account. In the model, “inertial sales” are calculated in proportion to the parts from
the required time, where changes take place. General sales consist of “inertial sales” and those
are caused by short-term advertising influence.

Keywords: the share of the advertising market, the effectiveness of advertising, the
dynamics of market change, delay in the influence of advertising.

Y cmammi nobyoosana ounamiuna mooenv 3anexdcHocmi npooaxcie ipmu 6i0 sumpam
Ha pexnamy. Ha KonKypenmHoMy puHKy peKkiama € e milbKu 3aco0om NiO8UWeHHS NORUMY, ajie
U IHCMPYMEHMOM KOHKYpeHmHoi bopomvbu HapieHi 3 yinow. Pexiama 0o3eonse 30inbuumu
00cs2 npooasicie, 0OHAK 3aNeAHCHICMb NIOGUUEHHS NONUMY 610 NiOGUUEHHS PEKIAMHUX GUMPAMm
He € ninitnorw. Ilicns nesHoeo pieHs pekiamuux 6Kk1adens ix eghekmusnicmos 6yoe cnadamu. B
MoOeli  8paxo8YEMbCs  3ANEHCHICMb  eheKmuUBHOCmi  peKknamu 8i0 3MIHU YACMKU PUHKY
pexnamuux eumpam @ipmu. Iloxkazyemovcs, wo ckiadnicms 3axeamy HO80I ayoumopii Oyoe
3pocmamu 2eomMempuiHo, momy i epekmuericms pexkiamu 6yoe cnadamu ceomempuyro. Pazom

i3 HACUYEHHSM PEeKIaMol0 ye 8idobpadicacmocs y napamempi ly. Pexnama ne die mummeso, 3
MomeHmy ii nouamky iHghopMayis HAKONUYYEMBCA Y CBI0OMOCMI T00ell 3 KONCHOIO 3yCMPiuyio 3
PeKnamoro i 0ocsaeae nuKy depes nesHuil yac. Axwo pexnamu cmane menuie, mo ar00u NOYHYNMb
3abysamu ii weuowle, Hidxc im 6y0ymov Hazadysamu npo Hei, i NUK ix 3HaHb NPO Mosap enade.
Ilpu nosei pexnamu 1100am nompiben 0esKuli yac, NOKU ix 3SHaHHs PO Moeap He 00CMuHe NUKY,
gule AKO20 BOHU He 3MOIACYMb 3ACBOI08AMU PEKAAMY, yepe3 me, wo Oyoymuv 3abysamu ii demani
3 pisHoto weuokicmio. Ak npasuno ma ye nompioHo OIU3LKO 080X MUCHIE pekaamu. [[pyeuti
npos6 3aMPUmMKU GNIUSY PEKIaMU NO8 S3aHUll i3 3HAHHAM Npo mosap y yinomy. [ns ybozo
nompiben NOPIBHAHO GeauKkull nepioo uacy. B modeni sidoOpadicena eracmugicmev 6NIUBY
peKiamu i3 3ampumKoro, Wo GUPAXCAEMbCA 68 MAaK 38aHux ‘“‘THepyitiHux npoodadxcax”. Bowuu
MOJCYmb  chopmysamu OCHOBHY UYACMUHY Npooadic, 0OymoereHux pexnamoro. IlJo nideuwye
3HAYUMICMb PEKIAMHUX BKIIAOEHb 8 00820CMPOKOBOMY Nepiodi 8NPoA08IHC 00 MO0, WO peKiama
8 NOMOYHOMY Nepiodi Modxce He oKynamu cebe, ane 3 4acom nepexooums 6 npudoymok. Ilposs
3ampumKu, NO8 A3AHUL i3 SHAHHAM NPO MOBAP Y YINOMY, 8 MOOeli bepembCsl 8 cepeOHbOMY Ol
poxy. Taxum uuHom e6paxoseana ce3omHicmb 006ca2i6 npooadxcie. A 3 ypaxy8auHAM OUHAMIKU
3MIHU PUHKY 3 MUHYIUL Nepiod Ypaxo8yemuvcs ix 6i0nosioHa 3mina. B moodeni “inepyiiini
npooasxci” po3paxo8yromvbcs NPONOPYItIHO YACMUHi 8I0 HeoOXiOH020 uacy, Oe 8i00Y8aromvCs
3MiHU. 3azanvhi npooadici ckradaromscsa 3 “THepyiuHUX npooaxcie” ma mux, wo o00yMosieHi
KOPOMKOMEPMIHOBUM GNIUBOM DEKIAMU.

Ki1r040Bi c10Ba: yacTka pekjaMHOTO PUHKY, €(EKTHBHICTh pEeKJIaMH, TWHAMIKa 3MiHU
PHUHKY, 3aTPUMKa BILUIUBY PEKJIaMHU.

Introduction. Mathematical formalization of such complex and multifaceted
activities as marketing is hardly possible. Nevertheless, for individual marketing
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prlmarlly about the costs of advertlsmg Determining the best advertlsmg costs IS
one of the complex challenges faced by the leadership of any firm.

In a competitive market, advertising is not only a means of increasing
demand, but also a competition tool along with price. In addition, the effect of
advertising is delayed. [1]

Advertising allows you to increase sales, but the dependence of increasing
demand from increased advertising costs is not linear. If you increase your
advertising costs after a certain value, their efficiency will decrease.

Since there are other companies selling similar products or services on the
market and your firm shares the same audience with them, one part of people will
buy your product, and the other part is the product of competitors. They will make
their choice based on many criteria, including advertising.

In certain periods your product will be bought more. From the point of view
of advertising, this means that the number of people who can be promoted by
advertising will buy more, and hence advertising costs should be higher.

Advertising does not work instantly, since its inception, the information is
accumulated in the minds of people with each meeting with advertising and
reaches the peak after a certain time. If the ads become smaller, then people will
forget it more quickly than they will be reminded of it, and the peak of their
knowledge of the product will fall. If there is no advertising at all, their knowledge
will be extinguished for some time until they reach the minimum level. [2]

A simple dynamic model of controlling advertising costs was formulated in
[3] and has the form:

T
j x(t) dt — max
0 A(t)

under conditions 5c=-a-x+k-A[1 — %] x(0)=x°, 0< A(H)< 4,
where X(t) is the sales volume at time point t, A(t) is the level of advertising activity
of the enterprise, M is the market volume, T, a, k, 4 are given positive parameters.
The first term in the differential equation is explained by the limited volume
of output potentially destined for realization in a certain period of time. The second
term describes the possible reaction of the product realization process depending
on the advertising activity in the unoccupied part of the market.
On the basis of the model under consideration, in [4] the existence of the minimum
admissible level of expenditures for advertising activity is proved, upon attainment
of which there is a definite effect on the realization. In addition, the author [4]
considers the generalization of the initial model, introducing a fixed lag of the
delayed influence of advertising activities on sales as follows:

x(O)=-ax(O) A1) 1 - 2
and also A(§)=A, in the case &€[-1,0].

For the given case it is proved that the optimal expenses for advertising and
the asymptotic level of sales will remain the same as in the solution of the model
without taking into account the delayed influence of advertising [4].

514



ExoHomiyHui BicHuk HTYY «KIII» - 2018 (15)

actions of competitors in the market of a certain product. In this case

x.oz'd'Xo'l'k'A(t) 1— % ’
where dy is the cumulative share of competitors in the market, d, is the share of the
enterprise in question on the market, xq(t) is the sales volume of the enterprise
under consideration at time t.

One can see that in the models considered, seasonality of sales did not appear.
The volume of products, potentially intended for sale in a certain period of time, is
limited. The capacity of the market, the market share of the enterprise under
consideration and the cumulative share of its competitors are unchanged. The
possibility of capturing competitors' clients is not reflected. Short-term and long-
term effects of advertising on consumers are also not considered.

Setting objectives. Consider the economic decision-making strategy to
determine the cost of advertising in a competitive market, taking into account
seasonality and the effects of advertising on consumers: saturation and delays.

We will construct a dynamic model of the firm's sales at the time t, based on
the sales data of the firm, the share of its advertising market in the present and
previous periods.

Methodology. In analyzing the influence of advertising and building a
model, a dynamic approach and models with a time delay were used.

Research results. Advertising costs are denoted by A. In this case,
advertising has some efficiency, which is quite unstable. It is influenced by two
main sources — internal and external.

Internal influence shows how the investment in advertising is converted into
sales. For example, where were the money invested — in television, the Internet,
the radio, or elsewhere. External factors of influence — this is something we cannot
influence. Mostly it's our customers and competitors.

In this case, when modeling the efficiency of advertising on the basis of it is
necessary to take averaged data for past periods.

This means that we have some correlation between the money that we have
additionally invested in advertising and the increase in sales. This will be our
advertising efficiency, which we will denote by b.

At the same time, the efficiency of advertising varies from its quantity,
namely, our competitors and customers are sensitive to the amount of our
advertising.

Competitors also have their own advertising, and in response to an increase
in our advertising will increase their own, which will reduce our efficiency,
because they operate on the same audience. Therefore, for convenience,

. . A .. .
advertising costs can also be recorded as — — the share of advertising market, which

includes our competitors. Here R is an advertising market (the volume of
advertising of our company and competitors (in money), which acts on customers).

In this case, the dependence will have the following form:

A
b=X'E,
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If we want to change the market share of advertising, we will come across a
number of consequences. First of all, this change will affect the customers of our
competitors, and some of them will become ours (Figure 1).

.-”. ‘.\ e e A
[ Our ' Competitors’ ¢ Advem_sem
| Increasing

I_Our j
| Ccustomers  customers customers |

/

Figure 1 — Consequences of increasing the share of the advertising market

It will also affect our old customers and, accordingly, their saturation with
advertising. Our expansion will cause the competitors to react accordingly. Even if
there is no reaction, it will become more and more difficult to capture his audience,
as there are numerous external factors that influence the choice of clients. There
are territorial features, product features, independent recommendations and many
others (Figure 2).

A

Figure 2 — Dependence of advertising efficiency on the size of advertising
investments

Therefore, changing the efficiency of advertising relative to the change in
the size of advertising costs will be as follows:

AR A=)

b(t,7) = % /i, RO/RED),

where i, is a certain positive number, which expresses the sum of all factors that
respond to the advertising activities of the firm. The main ones are competitors and
their clients.

The level of loyalty shows how stable the position of the clients of firms in
choosing the product of the firm. When increasing of advertising investments of
one firm, its pyramid of influence will grow and will capture a small part of the
neighboring ones, which is the most bearish. Accordingly, in order to capture
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saturation of advertlsmg this is reflected in the parameter lb
A(t) A(t-T)

Dependence ibR@/ Rt-) of the present on the previous period shows that the
difficulty of capturing a new audience will increase geometrically, and therefore
the efficiency of the advertisement will decrease, respectively, geometrically.

But this is the efficiency of advertising for the current period, and the impact
of advertising has the ability to manifest itself with a delay.

For this reason, let's consider two main manifestations of the delay.

When ads appear to people, it takes some time until their knowledge of the
product reaches a peak above which they will not be able to assimilate advertising,
because they will forget its details at the same speed. As a rule, this requires about
two weeks of advertising. [2]

The second manifestation of the delay is related to knowledge of the product
as a whole. This requires a relatively long period of time. For different goods or
services differently, but on average there is about one year. It depends on the
amount of our advertising and the amount of advertisements competitors — we

have all the same ratio %. It affects “inertial sales”, which are further denoted by

X(u).

They can form the bulk of the sales, due to advertising (depending on the
product). That increases the importance of promotional investments in the long
run, so that real-time advertising may not pay off itself, but eventually turns into
profit.

The manifestation of the delay associated with knowledge of the product as a
whole, we will assume an average of about one year. Thus, let's consider
seasonality of sales volumes. And with the inclusion of the indicator of the
dynamics of market change over the past period, we will consider their respective
changes.

AR) A(t = 1)y ADACD)
RO/ R(E- ))/ RORED 1 v,

where a(t) is the dynamics of market change over the past period; T expresses a
part where changes occur.

For example, we increased the market share of advertising over two months
by 10%. So “inertial sales”, taking into account all geometric penalties due to
competitors and saturation, will change to a certain number, which we will divide
by 6. (For the reason that we have a period of change of 1 year, and 2 months is 1/6
years.) That is, the effect of changing in the share of the advertising market is
directly proportional to the part of the year for which these changes occurred.

In this dependence, the time lag is 1, which allows you to take into account
the seasonality of sales based on sales of the past period, and the long-term effect
of advertising. This, of course, is a certain simplification. The indicator of market
dynamics reflects market trends.

Xy (6,7) = 3 (£ = 1) a() «
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= Qecncral sales consist o1 - inertial sales and sales, which are caused by Snort-
term advertising influence. In general, our advertising costs will bring us the
following sales:

x(t) = Yo xp (6,7) + k=« A(t) * b(t, 1),
where K is a preset positive parameter.

Unlike [4, p. 71], unlimited production is taken into account in the presented
research.

Conclusions. In the article, a dynamic model of the firm's sales dependence on
advertising costs is constructed. The constructed model can be considered as a
model with discrete time.

In this model, the seasonality of sales is manifested through dynamics. The
volume of products, potentially intended for sale in a certain period of time, is
unlimited. The volume of the advertising market, the share of the advertising
market of the enterprise under consideration is not assumed to be constant. This
affects the ability to capture customers' competitors.

It is shown that the complexity of capturing a new audience will grow
geometrically, and therefore the efficiency of advertising will decrease
geometrically. The model reflects the effect of delayed ad exposure, which is
expressed in the so-called “inertial sales”. They demonstrate the importance of
advertising investment in the long term. General sales consist of “inertial sales”
and those are caused by short-term advertising influence.

The above results can be used in calculating the volume of advertising
investments in those or other periods, for example, to achieve maximum sales for a
certain time, while limiting the total amount of advertising costs. Further research,
for individual markets, are related to i;, which expresses the sum of all reactions to
advertising activities of the firm.

In the constructed model for acquaintance of buyers with the goods as a
whole the period of time equal one year was supposed. If this period is not the
same, the necessary changes for “inertial sales” must be made.

In the model, we can assume the dependence of “inertial sales” different
from direct proportionality, on the time interval during which there are changes in
the share of the advertising market.
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LINKS BETWEEN MANUFACTURING FUNCTIONS ON CONSUMER
SERVICE ENTERPRISES

3B’A30K MI’K BUPOBHUYHNMHU @ YHKIISAMU HA ITIIIAITPUEMCTBAX
INOBYTOBOI'O OBCJIYT'OBYBAHHA

Nowadays, the role and place of consumer services enterprises in the processes of
modernization and development innovations at the regional level is becoming a topical scientific
and practical problem. The role of household services in the economy of Ukraine and its regions,
as well as their social significance, is quite important. These enterprises provide the opportunity
to create new work places even during the economic crisis, which reduces social tension and the
burden on the labour market. The intensive development of consumer services is supported by
the growing consumer demand for domestic services, which necessitates the effective
management of household services in the strategic aspect. The purpose of the article is to
investigate the connection between the production functions of the service sector enterprises. We
investigated the functioning of a small enterprise, which consists of two parts: dry cleaning and
laundry. Depending on the functioning efficiency of one of the two companies, analytical
production functions are built. Using the apparatus of economic-mathematical modelling of
investment activity of the enterprise, were analysed the characteristics that affect the dynamics
of the enterprise as a whole, on the investment strategy, which reflects the processes of self-
financing of the enterprise. The given figures show different models of enterprise development
and give an opportunity to analyse economic indicators of the functioning of an enterprise that
need to be taken into account when constructing a system of indicators of the efficiency of
functioning of enterprises that are involved in the domestic sector. This system should
characterize the degree of performance of production and assess the dynamics of the economic
effect of attracting additional resources. It is also necessary to ensure a ratio of economic
coefficients that are responsible for the investment in such a way that the operation of the
enterprise would not be subjected to regression or stagnation, but worked in the optimal mode
depending on their own capacities, social needs of the region, etc.
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