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Методи міжнародної маркетингової комунікації – це сукупність 
способів та прийомів передачі інформації про фірму чи товар із метою його 
просування на зовнішньому ринку. 

 

Direct marketing activities bypass any intermediaries and 
communicate directly with the individual consumer. Direct mail is 
personalized to the individual consumer, based on whatever a company 
knows about that person’s needs, interests, behaviors, and preferences. 
Traditional direct marketing activities include mail, catalogs, and 
telemarketing. The thousands of «junk mail» offers from credit card 
companies, bankers, and charitable organizations that flood mailboxes every 
year are artifacts of direct marketing. Telemarketing contacts prospective 
customers via the telephone to pitch offers and collect information. Today, 
direct marketing overlaps heavily with digital marketing, as marketers rely 
on email and, increasingly, mobile communications to reach and interact 
with consumers. 

Direct marketing can offer significant value to consumers by 
tailoring their experience in the market to things that most align with their 
needs and interests. If you’re going to have a baby (and you don’t mind 
people knowing about it), wouldn’t you rather have Target send you special 
offers on baby products than on men’s shoes or home improvement goods? 
Additionally, direct marketing can be a powerful tool for anticipating and 
predicting customer needs and behaviors. Over time, as companies use 
consumer data to understand their target audiences and market dynamics, 
they can develop more effective campaigns and offers. 

Personal selling uses in-person interaction to sell products and 
services. This type of communication is carried out by sales representatives, 
who are the personal connection between a buyer and a company or a 
company’s products or services. In addition to enhancing customer 
relationships, this type of marketing communications tool can be a powerful 
source of customer feedback, as well. 

Salespeople can also offer many customized reasons that might spur 
a customer to buy, whereas an advertisement offers a limited set of reasons 
that may not persuade everyone in the target audience. 


