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Statement of the problem. Globalization advocates comprehensive event and strengthens its influence on the activities of enterprises in the continuous development of competition. Among the important manifestations of globalization can be noted intellectualization business activities of enterprises and the use of new marketing tools and instruments on the market, and the design of marketing systems according to the requirements of new markets. 

An integral part of the success of any company in the market is making a profit by satisfying consumer demand customers with high service culture and dynamic growth rates of goods. 

Analysis of the main research and publications.  Theoretical and methodological basis of the business of the company in the domestic and overseas markets through the use of marketing tools covered in the writings of scholars such as H.Armstronh, in the firm, D.Dzhobber, A.Starostina, A.Novoshynska [1, 2 , 6, 12]. However, the theoretical and practical aspects of the problem of domestic scientific literature considered sufficient. However, the acceleration of the globalization of world markets and capital imposes strict requirements on algorithms for selecting the priority of potential foreign markets, the style and methods of business activities on them. This is what leads to the need for further studies of this problem.
The aim - to explore the mechanism of expansion of channels and markets products companies in the process of entering new foreign markets. 

The main material. The current world market is characterized etsya intensification of economic globalization processes arising in connection with the exchange of goods, services and capital flows [15, 6, 8]. 

Accelerating globalization of world markets complicates the algorithm priority choice of foreign markets for the company. In this situation, companies use a variety of techniques, activities and marketing tools. 

In this regard, a study of the activities of  "Bioenerhopartner" in domestic and overseas markets. 

Ltd. "Bioenerhopartner" - a young company whose main activity is the production of biofuels in the form of pellets from straw, surely wrested its own place in the Ukrainian and foreign markets, earning a reputation as a reliable business partner. Analysis of the main economic indicators of activity of an enterprise indicates that in 2012 compared to 2011 production volumes of production and procurement of products in physical and value terms by 10.0%, the return on sales and net profit increased 21.07% respectively and 22.38 %. 

Products manufactured at the plant is supplied to foreign markets. The main buyers (consumers) production of "Bioenerhopartner" is a German company - "Land Forst", "Lange & Meyer", "A December oprofi" and the Austrian company "Shtroyfens", "Elifant" and "Bachman & Ratsenberh." 

Straw pellets of high quality, produced by LLC "Bioenerhopartner" is used for heating of residential buildings by burning in small pellet boilers, furnaces and fireplaces. Demand for pellets combustion equipment for their production and increases with the prices for conventional fuels such as oil and gas. In some European countries, particularly in Sweden, where the alternative energy market is most developed, granules heated to 2/3 of the space. The wide distribution of the fuel due to its low emissions - emissions from the combustion of CO2 absorption equal to the gas during the growth of the tree, and N2O emissions and volatile organic components significantly reduced through the use of advanced combustion technologies. 

Conducted business activity is the study of "Bioenerhopartner" in the market based on the use of marketing tools SWOT-analysis, portfolio analysis by BCG matrix ("Boston Consulting Group") as well as assessing the level of monopolization of the market for German-Hirschman index Harfindela [1, 2]. The results showed that of "Bioenerhopartner" is the company that has a strong position both Ukrainian and foreign markets, is on a narrow segment of the market - the biofuels market, consumer products are European companies and individuals with an interest in the use of biofuels. 

This study allowed to identify the main areas of improvement activities of "Bioenerhopartner", namely an increase in the share of products on foreign markets, the organization of the lease of storage facilities abroad, expanding channels and product markets, opening their own offices abroad optimal use of electronic information and communication technologies. 

Increasing market share is one of the important external features of "Bioenerhopartner" confirming conducted SWOT analysis. An important condition for market share in foreign markets is to increase the volume of deliveries of products to markets. This condition can be accomplished by increasing the volume of purchases of finished goods from manufacturers competing in the Ukraine and increase volume production at its own plant. 

The organization renting storage space abroad for «Bioenerhopartner" is economically viable because rental of equal area warehouses in Germany and Austria is cheaper than in Ukraine. In addition, the use of such compositions in Europe significantly accelerate delivery of straw pellets consumers. 

Expanding channels and markets for products of "Bioenerhopartner" considering entering new foreign markets due to the fact that in some European countries is rapidly increasing demand for biofuels, particularly in grains from the straw. For example, in recent years in Poland steadily rising demand for biofuel pellets from straw and wood. Entrepreneurs set massive boilers that require above-mentioned fuel. Due to this rapidly growing exports from Ukraine to Poland subgroups goods "Straw and chaff, grain, raw, shredded or not ground, powdered or non powdered, pressed or in the form of pellets". Whereas in 2007 exports from Ukraine to Poland This group was 39t, in 2012 this figure increased to more than 400 times and totaled 15910t [3, 13].
Thus, the search for partners on the Polish market of consumers of biofuels is feasible and promising for “Bioenerhopartner”. 

Meanwhile, LLC "Bioenerhopartner" any future development of business activities on the Ukrainian market of biofuels, in particular pellets from straw, which is characterized by stable growth. 

Proposal for opening their own representation of "Bioenerhopartner" abroad, in our opinion, is reasonable, as having its own representative in the country to which exported products, the company can easily establish new contacts, find distributors and customers, and work with existing customers is more operational and efficient. Having offices abroad - a significant relief of finding new partners, prompt the necessary information for effective business and contracts (agreements).
In terms of entering new foreign markets for “Bioenerhopartner” can offer greater use of new information and communication technologies as an effective electronic tool WEB-promotion and branding, as well as of direct email contact with customers and sales of products. The use of modern information and communication technology allows you to actually get close to consumers and increase the effectiveness of the various stages of product distribution, from processing orders, shipping products to customers to stimulate sales organization. 

Based on the fundamental purpose of forming and effective use of information and communication technologies to LLC "Bioenerhopartner" is defined by its structure, which is primarily able to provide problem-solving business enterprise and its sustainable competitive advantage in the market environment.
The specificity of the LLC "Bioenerhopartner" causes implement appropriate strategic oriented architectures Computer networks and telecommunications, which are strong technical base for the rapid and qualitative information dissemination and communication. 

International and domestic science offers a sufficiently large number of innovative developments in information and communication systems from the latest releases of software professional to modern electronic instruments of interactive communications and e-commerce on the Internet [10, 16, 9]. 

Grounded concept implementation of electronic information and communication systems for ”Bioenerhopartner” is entirely new architectural approaches, the implementation of which allows you to instantly respond to customer requests and ensure the provision of quality consulting services tailored to the individual approach. This will enable the company to increase the efficiency of business activities in domestic and overseas markets through: operational handling professionals in an increasingly information transparency of their work, the active use of information resources and intellectual capacity, which will with less effort and funds to achieve defined business goals and strategies.

Active use of information and communication technology has a positive effect on increasing yield and profitability of enterprise by reducing production costs and expenses, the implementation of the through electronic planning a permanent control of electronic business transactions based on information and communication technologies, as well as contributes significantly reduce transaction costs, the efficiency of production and sales [7, 9, 5]. 

At each step of the business of the company in the domestic and foreign markets ICTs helps professionals to quickly work with electronic information, electronic databases and models as well as OJ simplify access to information resources sharing local and global networks [4, 11, 14]. 

Calculations of the proposed project by the use of "Bioenerhopartner" advanced electronic information and communication technologies in the German market will contribute to the growth in net income (revenue) from sales on a 19.9% increase profitability performance and profitability in line at 5.19% and 6.34%.
Conclusions and recommendations for further research. Successful performance on domestic and foreign markets depends on its level of adaptation to the market environment and the level of use of modern marketing tools achieve leadership position in the competition.

The growing competition among businesses has conventional "pressure" on the business activities of the company, which makes the application of appropriate marketing tools and resources for study and selection of priority activities for domestic and foreign markets.
The mission and goals of the business of the company to new overseas markets determine the system of marketing tools that focus on increasing the share of products on the domestic and foreign markets, expanding channels and product markets, and the use of new information and communication technologies
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Исследован механизм расширения каналов и рынков сбыта продукции предприятия в процессе выхода предприятия на новые зарубежные рынки стран Европы.

Каналы сбыта продукции, зарубежные рынки, маркетинговые инструменты, биотопливо, рынки сбыта продукции.

The article dedicated to research of enterprise marketing tools application from new abroad markets.

Product sale channels, foreign markets, marketing tools, bagful, product sale markets. 
� Supervisor PhD, Associate Professor  O.F.Shapoval





1

