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CONTEMPORARY MARKETING
STRATEGIES MARKETPLACES
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KuiBceruit HanioHaABHMI AIHTBiCTMYHUI YHiBEpCHUTET

A. B. Kyaix,

K. €. H, AOLI€HT, 3aBiAyBauka KadeApOI0 MEHEAKMEHTY, Iy6AIYHOTO aaMiHICTpYBaHHS
Ta MapreTuHry, KniBcpkuit yHiBe pcuTeT puHKOBUX BIiAHOCUH

CYYACHI CTPATETII MAPKETUHI'Y MAPKETIIAEVCIB

The increasing popularity of marketplaces for e-commerce and the spread of third-party product
or service information necessitate sellers to use specialized marketing strategies. Therefore, the
article is aimed at characterizing modern marketing strategies on marketplaces. As part of the study,
emphasis is placed on the observation that marketplaces serve as platforms where a multitude of
similar goods (even within the same product category) are offered by different sellers (including the
marketplace itself and third-party sellers), with buyers already inclined towards making a purchase.
Indeed, it is pointed out that leveraging marketplaces for trading remains ineffective until sellers
can generate adequate demand for their own products. It has been shown that on marketplaces,
sellers do not need to investin platform advertising (to attract potential customers to it). However,
these sellers still require effective marketing strategies to capture the attention of buyers towards
their brand, products, and services, in order to boost sales and improve customer satisfaction.
Indeed, the strategies for personalizing sellers’ offers on marketplaces rely on the utilization of
algorithms and analytics to craft tailored proposals and recommendations for each user. Sales
strategies rely on systematic data collection and analysis to enhance the sales process and increase
visitor conversions into buyers. Partnership programs and influencer marketing strategies focus on
promoting products and attracting new customers to marketplaces through partnerships with
influential individuals and other brands. Indeed, strategies for showcasing a seller’s offerings on
marketplaces rely heavily on utilizing video content. Strategies for optimizing consumer search on
marketplaces involve ongoing refinement of algorithms to ensure the accuracy and relevance of
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search results. Absolutely, marketing strategies on marketplaces, whether emphasizing per-
sonalization, analytics, conversion optimization, partnership programs, influencer marketing, visual
presentation, or consumer search optimization, all share the common goal of boosting the
competitiveness of sellers’ offerings and meeting the needs of consumers.

CraTtrs cripasMoBaHa Ha XxapakTepucTUKy Cy4aCHUX CTpaTerii MapkeTUHry Ha mapketniaevcax. Y
MeXxax [oCNig)XeHHs 3BepHEeHO yBary Ha ToOu @pakT, Lo MapKeTriericu — e rnnargpopmu, ae nporo-
HylOTbCS1 6araTto o4HOMaHITHUX TOBapiB (HaBiTb B paMKkax oAHIi€i TOoBapHOi rpynu) Big piaHnux npogasLiB
(TOprye sik camM MapKeTrniefnc, Tak i CTOPOHHI npoAasuyi). lNMpu uboMy NOKYNLUi B)XXe HalisieHi Ha noKyri-
Ky. KoHcTaTtoBaHO, L0 3aCTOCYBaHHSI MapKeTIJIeUCIB 415 TOPriBAi € Manoe@peKTUBHUM, MOKU NPo-
Aasui He cpopMyIOTb OCTaTHIN NONUT Ha BslacHi ToBapu. [loBeaeHo, W0 Ha MapKeTrnencax npo-
AaBLo He NOoTPIOGHO HaNaLITOBYBaTy peksiaMy NaaTgopmu AN 3as1y4eHHs NOTeHUIHNX KJieHTIB, ane
BOAHOYAC NpoAaBLsIM NOTPiGHI e¢pbeKTUBHI cTpaTerii MapKkeTUHry, OCKiJibku BOHU MaloTb 3abe3neyu-
TV 3asy4eHHs yBaru nokynuie came [o ix 6peHay, NnpoAyKTiB Ta Nocnayr, a Takox 3abe3ne4ynTn
36inbLIeHHs NpoAaXiB Ta NiaBULLEeHHS 3a40BOJICHHS KJlieHTIB. Tak, cTpaTterii nepcoHanisauii npono-
3uyivi npoaaBLiB Ha MapKeTnyiercax rpyHTYIOTbCSI Ha BUKOPUCTaHHIi afirOpuUTMIiB Ta aHaniTukn ans
CTBOPEHHS iHANBIAYanizoBaHUX NPono3unLivi Ta pexkoMeHgal i aJisi KOXXHOro kopuctyBsava. CTparerii
npopaaxis 3a aHaniTUKOIO Ta oNTUMI3aLielo KOHBepCii rPYHTYIOTbCS Ha 3abe3neYeHHi cUCTeMaTUYHo-
ro 36opy Ta aHaniay gaHux 4Jis1 BOOCKOHaJIeHHs NpoLecy npoaaxy Ta 36inbLweHHs Yynucna Bigeiny-
BaviB, siKi 3givicHunn nokynku. CTparterii napTHepcbkux nporpam 1a Influence-mapke TUHry rpyHTy-
I0TbCSI HAa MNPOCYBaHHI NPOAYKTIB Ta 3a/15y4eHHi HOBUX KJTIEHTIB Ha MapKeTnecax yepe3s crniBnpauio 3
BM/IMBOBUMMU OCOBamu Ta iHLumMun 6peHgamun. CTparTerii Bisyanisayii npono3uvyivi npogasus Ha Map-
KeTnnericax rpyHTyIOTbCS HA BUKOPUCTAaHHI Bigeo— Ta iHLIOro KOHTeHTy. CTtparerii onTumisadii cno-
JKUBYOroO roLuyKy Ha MapKeTnjaencax rpyHTYIOTbCS Ha MNOCTIMHOMY BAOCKOHaJIeHHi anropuTmis Ansi
3abe3ne4YeHHs1 KOPEKTHOCTI Ta pesieBaHTHOCTI pe3ynbTaTiB noLyky. BigTak, xoya cTparterii Mmapke-
TUHIYy Ha MapKeTriiericax MOXYTb OyTu opieHTOBaHIi Ha NnepcoHanisauiro, aHaniTuky Ta ontumisadiro
KOHBepcii, napTHepcbkKi nporpamu Ta Influence-mapkeTuHr, Bi3yanizayito npono3uLiii, ontTumisawiio
CMOXXNBYOIO NOLUYKY, He3aJ/1eXHO Big o6paHoro pokyca — BOHN MalOTb Ha MeTi NigBULLeHHS KOHKY-
PEeHTOCINPOMOXHOCTI TOBapiB Ta Nocsyr npoAasLs Ta 3a40BOJICHHS NOTPe6 crioxueadyis.

Key words: customer satisfaction; attracting buyers’ attention; partnership programs; visual presentation of
offerings.

KnrouoBi cnoBa: 3000B80seHHA KaleHmiB; 3any4deHHs yBaau nokynuiG; napmuepcoKi npoepamu; Bizyanizayis npo-
nosuuii.

TARGET SETTING

Marketplaces, serving as streamlined online platforms
for product and service offerings, are progressively
gaining appeal as workspaces for seller companies. The

third-party product or service information necessitate
sellers to utilize specialized marketing strategies.

ANALYSIS OF RESEARCH

rise in popularity of such platforms is fueled by a multitude
of factors. Chiefly, marketplaces boast a sizable user base,
enabling manufacturers and trading companies to attract
new clients and boost sales volumes more effortlessly. For
example, Rozetka marketplaces alone provide more than
3.9 million product listings across diverse categories and
draw in 2.5 million daily shoppers. Marketplaces frequently
facilitate the swift expansion of manufacturers and trading
companies into diverse markets, both domestically and
internationally, at minimal costs. Marketplaces offer
technical support, data analysis tools, conversion
optimization, and other services that streamline the sales
process and analytics. The growing popularity of
marketplaces as an e-commerce tool and the spread of

AND PUBLICATIONS

The key theorists in marketplace marketing encompass
scholars like Savitska N.L., Mullis K. R., Lee K., Ruth F.,
Menon A., Prosovich O.P., and Botsman Y.S. These
scholars have elucidated fundamental characteristics of
marketplace marketing and outlined its primary methods.
However, despite the adequate development of
marketplace marketing topics, its modern strategies have
not yet garnered significant attention from researchers.

THE WORDING OF THE PURPOSES
OF ARTICLE (PROBLEM)

The aim of the article is to characterize modern
marketing strategies on marketplaces.

IHBecTnuli: npoaksTka 1a gocsig Ve /2024
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Actions focused on enhancing the
personalization of offers on marketplaces

similar goods and sellers are
consolidated in one location, with

Action plans centered on leveraging
algorithms and analytics to generate
personalized offers and recommendations for
each user

buyers already motivated to make
a purchase (yet, product and seller
ratings streamline their decision-
making process). Indeed, sellers
don't need to set up platform adver-

1 | | |

1

tising; the marketplace handles

Figure 1. The format of the strategy for personalizing sellers’

offers on marketplaces
Note

1 Actions utilizing recommendation algorithms to analyze previous purchases, product
views, and user behavior to provide personalized recommendations for products likely to

interest each user.

2 Actions using data on past purchases and user interests to offer personalized promotions

and discounts on products likely to interest specific users.

3 Actions involving sending personalized emails and messages with product

recommendations based on previous purchases and user interests.

4 Actions creating product pages that dynamically change according to individual
characteristics and user interests, displaying items that specifically interest them.

5 Actions creating personalized advertising campaigns based on data on past actions
and user interests to attract their attention to specific products or categories.

6 Actions providing users with the opportunity to customize their personal accounts and
specify their individual preferences to receive more personalized recommendations and offers.

Source: formed based on [4—5].

THE PAPER MAIN BODY WITH FULL
REASONING OF ACADEMIC RESULTS
Marketplaces are platforms where a diverse range of
similar goods (even within the same product category) are
offered by various sellers (including both the marketplace
itself and third-party sellers), with buyers already
motivated to make a purchase (although product and seller
ratings facilitate their decision-making process). Indeed,
it is worth noting that on such platforms, a plethora of

urcalill_@; _ inlmduci_ng personalized dynamic - offering user .
pers?nah/,ed the practice einailsand product tc:cy:.mglo‘n Sedoints and marke'tlng effqrts and fosters user
P“"d“‘ﬁl C'f]_ a messages’ pages* p*'ébonl?h‘“d settings trust in the site. However, mar-
recommenda| | personalize adversig | eystomization i i
tions! promotions campaigns’ 6 keting strategies on fna'.'k_etplaces
and for sellers should prioritize leve-
promotions® raging digital technologies and data

analysis to capture buyers' atten-
tion for their brand, products, and
services, thereby boosting sales
and improving customer satis-
faction, as evidenced by product
and seller ratings. Exactly, contem-
porary marketing strategies on
marketplaces prioritize perso-
nalization, analytics, and conver-
sion optimization, alongside part-
nership programs and influencer
marketing [5]. Moreover, visual
presentation utilizing video and
virtual reality, as well as consumer
search optimization, play crucial
roles. Regardless of the specific approach, the ultimate
goal of these strategies is consistently to improve the
competitiveness of products and services on marketplaces
while meeting the needs of consumers.

Exactly, let's explore contemporary marketing stra-
tegies on marketplaces for sellers in greater depth.

Strategies for personalizing sellers' offers on mar-
ketplaces rely on leveraging algorithms and analytics to
generate tailored proposals and recommendations for each

Actions focused on enhancing the sales process
and boosting the conversion rate of marketplace
visitors into customers

Action plans relying on analytics and

conversion optimization to ensure
systematic gathering and analysis of data

[ 1 I

I I 1

d‘:lri‘:.‘lflf;?fu anﬂlYSiS of ﬂnal}'sis of
Gt product shopping
campaign 2 awtas
pages- carts

effectiveness
I

testing and
optimizing
offers?

continuous
improvement®

personalizing
offers?

Figure 2. The format of the sales grounded in analytics
and conversion strategy optimization

Note

1 Utilizing analytical tools to evaluate the outcomes of advertising campaigns on the marketplace (allowing for the determination of
which campaigns yield the highest sales volume or require optimization).
2 Studying data on user traffic and behavior on product pages helps understand which products attract more attention and identify

potential issues that may lead to loss of potential customers

3 Analyzing data on shopping carts, including items added but not purchased, helps identify potential reasons for purchase

abandonment and take measures to increase conversion.

4 Utilizing A/B testing to compare different versions of product pages, advertising materials, etc., aims to determine optimal

variants that maximize conversion.

5 Using analytics to create personalized offers and recommendations for users based on their behavior and interests.
6 After analyzing data and implementing optimization measures, it is important to continuously monitor the results and adapt the

strategy to continually improve sales effectiveness.
Source: formed based on [1; 2; 5].
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Actions targeted at expanding the brand's audience, attracting new
customers, and enhancing awareness of the seller's products on
marketplaces

Action plan for promoting products and
attracting new customers on marketplaces
through collaboration with influencers and

other brands

collaboration with
influencers who
have a large
audience online and
inviting them to
promote products?

affiliate programs to
create
recommendations
and reviews for
sellers' products!

ljoint promotions and
contests with the
marketplace for
buyers?

joint campaigns and
contests with
opinion leaders*

Figure 3. The format of the affiliate programs and influencer marketing strategy on marketplaces

Note

1 Affiliate programs where influencers or other brands can receive compensation for creating positive reviews or recommendations
for the seller's products on the marketplace, creating additional incentives for purchases.

2 Collaboration with influencers who have a large online audience to promote the brand and products on marketplaces.

3 Joint prize giveaways, special discounts, or gift cards for customers purchasing your products on the marketplace.

Collaboration with thought leaders and experts in your industry to organize joint promotions and contests. This may include, for
example, webinar participation giveaways, collaborations at events, or sharing joint content.

Source: formed based on [3—4].

user. The most common measures used for this purpose
include creating personalized product recommendations,
implementing personalized deals and promotions, sending
personalized emails and notifications, using dynamic
product pages, focusing on personalized advertising
campaigns, and offering user accounts and settings
customization [4]. The overall framework of the strategy
for personalizing sellers' offers on marketplaces is
depicted in Figure 1.

These strategies empower sellers on marketplaces to
elevate effectiveness and user satisfaction by offering
more personalized and relevant propositions. For instance,
if a user has previously bought sports shoes, customized
recommendation algorithms can suggest related offers
such as sportswear or accessories like workout shirts and
shorts that complement the purchased shoes. If a user
often explores the travel accessories category, the
marketplace seller can send them a discount code for
backpacks or travel sets to encourage a purchase.

If a user adds items to their cart but doesn't complete
the purchase, the marketplace can send a reminder email
with offers for the items in the cart and suggestions for
related products.

Sales strategies based on analytics and conversion
optimization rely on systematically collecting and analyzing
data to improve the sales process and increase the number
of visitors who convert into buyers by ordering products.
Marketplaces prioritize their reputation and enforce strict
adherence to terms and rules from sellers when
implementing strategies. It includes measures such as
analyzing advertising campaign effectiveness, product
pages, shopping carts, testing and optimizing offers,
personalizing offers, and continuous improvement [2].
Note that the content of the strategy should be developed
considering that the marketplace hosts thousands of
companies, so it is important to consider the variety and
uniformity of catalog pages, making it difficult for
customers to find a specific seller's product. Indeed, the
absence of customization options for seller pages in many

marketplaces exacerbates the situation, turning sellers into
one of thousands of indistinguishable vendors unless they
have a well-known brand name. Therefore, the overall
format of the sales strategy based on analytics and con-
version optimization is outlined in Figure 2.

Sales strategies leveraging analytics and conversion
optimization on marketplaces boost customer attraction
and ensure successful purchases, driving up conversion
rates and overall business success. For instance, a seller
can utilize analytics tools to identify which advertising
campaigns yield more clicks and conversions or determine
which product pages have the highest percentage of cart
additions and purchases.

Strategies of affiliate programs and influencer
marketing are based on promoting products and attracting
new customers to marketplaces through collaboration with
influential individuals and other brands. Most commonly,
the following measures are used for this purpose: affiliate
programs to create recommendations and reviews for
sellers' products; collaboration with influencers who have
a large audience online and inviting them to promote
products (which may include sponsored social media posts,
advertising videos on YouTube channels, or recom-
mendations in blogs [3]); joint promotions and contests
with the marketplace for buyers, joint campaigns and
contests with opinion leaders. Therefore, the overall
format of the affiliate programs and influencer marketing
strategy is outlined in Figure 3.

Such strategies enhance brand visibility, attract new
customers, and build consumer trust through influencer and
third-party collaborations. These strategies aim to
establish supplementary channels for communication and
promotion, thereby fostering increased sales and product
popularity on marketplaces

Strategies for visualizing a seller's offerings on
marketplaces rely on using video content and virtual
reality technologies to showcase products, contingent
upon these products being associated with items from
the seller's price list or website. Most commonly, the

Insectnuii: npakstnka 1a gocsig N2 /72024
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demonstrations.
and usage
tutorials?

video
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models and : iy
video reviews

AR?

Figure 4. The format of the seller’s offering visualization strategy on marketplaces

Note

1 Creating short videos where the seller demonstrates the product in action or provides a detailed overview of its features and
benefits, allowing potential buyers to better understand how the product works or looks in real life.

2 Utilizing VR for virtual tours allowing customers to navigate between products for closer inspection, akin to a real store.

3 Creating 3D models for AR viewing on mobile devices, enabling thorough product exploration.

4 Facilitating user-generated video reviews to help customers assess products accurately and make informed purchase decisions.

5 Creating videos demonstrating real-life product usage across various scenarios, such as utilizing kitchen appliances or configuring
electronics.

Source: formed based on [3; 5].

following measures are used for this purpose: product
overview video presentations, virtual tours of the
seller's assortment, individual 3D models and AR, user-
generated video reviews, video demonstrations, and
usage tutorials. Therefore, the overall format of the
seller's offering visualization strategy is outlined in
Figure 4.

Visualization strategies for seller listings on market-
places help provide customers with a more detailed and
engaging perception of the product, increasing the
likelihood of purchase and buyer satisfaction. For instance,
EUROMEBLI Company creates short videos for
marketplaces where designers showcase various ways of

using their furniture in real interiors. The company's
experts demonstrate how a sofa can look in living rooms
of different styles or how a dining table can fit into a
modern kitchen. EUROMEBLI creates a virtual tour of its
showroom, allowing customers to explore all furniture in
detail, even if they cannot visit the store in person. This
allows them to examine each product from various angles
and engage in the selection process. Additionally, high-
quality product visualizations add an innovative layer to
the brand's visual representation in the marketplace. For
example, EUROMEBLI always creates 3D models of its
furniture that customers can view in augmented reality
using a mobile application. Users can place the furniture

Actions focused on optimizing the
consumer search process on
marketplaces

the accuracy and relevance of search results

A plan for improving algorithms to ensure | |

I I I

incorporating

I short
keywords in

implementing
precise and

headlines?

and clear offering

personalized

Reviews from
satisfied

internal product

descriptions and

titles, optimizing
content!

well-structured
search filters
and categories’

recommenda-
tions®

customers and
seller ratings*

Figure 5. The format of the consumer search optimization strategy on marketplaces

Note
1 Keywords in the internal product descriptions and titles are
queries

considered to ensure that products are displayed for relevant search

2 Search filters are integrated to allow customers to quickly narrow down their choice of products based on specific characteristics

such as price, size, color, etc.

3 Clear headlines are utilized to accurately depict the main features and benefits of products, aiding customers in quickly understanding

whether the product meets their needs.

4 Reviews from other customers and seller ratings are taken into account to enhance trust in the product and ensure the quality of

the purchase.
5 Machine learning algorithms are applied to analyze pr

evious purchases and customer views, providing personalized

recommendations that match their individual needs and preferences.

Source: formed based on [1—2; 4]
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in their own interior space and assess how they willlook in
the environment.

Consumer search optimization strategies on
marketplaces rely on the continuous refinement of
algorithms to ensure the accuracy and relevance of search
results. It's important for customers to quickly find what
interests them and to derive satisfaction from the
purchasing process. Most commonly, the following
measures are used for this purpose: incorporating
keywords in internal product descriptions and titles,
optimizing content; implementing precise and well-
structured search filters and categories; crafting concise
and clear headlines that effectively communicate the main
features and benefits of products; showcasing reviews
from satisfied customers and seller ratings; offering
personalized recommendations. Therefore, the overall
format of consumer search optimization strategy on
marketplaces is outlined in Figure 5.

This strategy is focused on enhancing the user
experience and ensuring that customers can efficiently and
swiftly locate the products they require in the marketplace.
For example, Dell strategically incorporates keywords like
"lightweight laptop,” "high performance," and "long
lifespan” in both the product title and description to align
with commonly used search terms by buyers. Additionally,
Dell ensures its products are consistently categorized into
relevant sections such as "Laptops," "Ultrabooks," and
"Gaming Laptops" on eBay, facilitating easier navigation
for buyers to locate the specific product they are seeking.

CONCLUSIONS FROM THIS STUDY
AND PROSPECTS FOR FURTHER
EXPLORATION IN THIS AREA

Marketplaces serve as platforms where a wide array
of similar products, often within the same category, are
provided by multiple sellers, including both the marketplace
operator and third-party vendors. Buyers on these
platforms are typically predisposed to making a purchase,
and product and seller ratings help facilitate their decision-
making process. From this research, several important
conclusions can be drawn:

1. Marketplaces provide sellers with the opportunity
toreach alarge number of buyers who are already actively
searching for products within that environment, offering
tools for promoting goods such as advertising campaigns
and placement in recommended lists, among other
benefits. However, utilizing marketplaces for trading is
inefficient until sellers generate sufficient demand for their
products.

2. On marketplaces, sellers do not need to set up
platform advertising to attract potential customers.
However, sellers on marketplaces require effective
marketing strategies, even with a ready-made platform for
selling their products, as they need to ensure the attention
of buyers specifically to their brand, products, and
services, increase sales, and enhance customer
satisfaction (reflected in product and seller ratings).

3. Sales strategies based on analytics and conversion
optimization rely on systematically collecting and analyzing
data toimprove the sales process and increase the number
of visitors who convert into buyers by placing orders.
Strategies of affiliate programs and influence marketing

are based on promoting products and attracting new
customers to marketplaces through collaboration with
influential individuals and other brands. Strategies for
visualizing a seller's offerings on marketplaces are based
on utilizing video content. Strategies for optimizing
consumer search on marketplaces involve continuously
refining algorithms to ensure the accuracy and relevance
of search results. Thus, while marketing strategies on
marketplaces may focus on personalization, analytics, and
conversion optimization, as well as affiliate programs and
influencer marketing, offer visualization, and consumer
search optimization, their aim remains consistent: to
enhance the competitiveness of sellers' products and
services and satisfy consumer needs.

Therefore, prospects for further research in this area
include developing innovative marketing strategies,
analyzing theirimpact on sales and consumer satisfaction,
as well as implementing cutting-edge technologies to
enhance the effectiveness of product promotion on
marketplaces.
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