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KIRISh (fan doktori (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahonda Covid-19
pandemiyasi oqibatida yuzaga kelgan iqtisodiy muhit axborot mahsuloti va
xizmatlarini taqdim etuvchi kompaniyalarning mamlakatlar iqtisodiy o°‘sish
jarayonlarini tezlashtirish, fuqgarolarning yangi xizmatlar hamda ish joylari bilan
ta’minlashga yuqori ijobiy ta’sir ko‘rsatmoqda. Rivojlangan davlatlarda iqtisodiy
o‘sishining manbai sifatida axborot mahsuloti va xizmatlarini (AMX) ishlab chiqish
hamda ulardan iste’molchilarni samarali foydalanishga yo‘naltirilgan marketing
strategiyalariga jiddiy e’tibor qaratilmoqda. 2022 yilda AMX bozorida yetakchi
mamlakatlar, xususan, Hindistonda bu sohadan olingan daromadlar 227 mlrd. AQSh
dollari, Janubiy Koreyada 42,01 mlrd. AQSh dollari, Xitoyda esa 64,78 mlrd. AQSh
dollarini tashkil etgan'. Bunday holatlar jahon mamlakatlarida zarur qurilmalar,
dasturiy ta’minot, telekommunikatsiya mahsulotlari va axborot xizmatlari marketingi
sohalariga  yo‘naltirilayotgan  sarmoyalarning yuqori o‘sish tendensiyalari
kuzatilishiga sabab bo‘lmoqda.

Jahon bankining 2022 yilgi tadqiqotlariga ko‘ra, raqamli iqtisodiyot global
YalMning 15 foizidan ortig‘ini tashkil etib, so‘nggi o‘n yil ichida 2,5 marta tezroq
o‘sib bormoqda. Shuningdek, tezkor Internet—foydalanuvchilar sonini 10 foizga
oshirish orqali mamlakat YalMni 1,3-2 foizgacha, aholi jon boshiga to‘g‘ri keladigan
daromadlarni esa 0,8-2,5 foizgacha oshirishga erishish mumkin®. Shunga ko‘ra
iqtisodiyotda giperkonnektivlik (ing. hyperconnectivity) raqamli iqtisodiyotning
asosini tashkil qilib, Internet, mobil texnologiyalar va buyumlar interneti, blokcheyn,
sun’ly intellekt asosida insonlar, tashkilotlar va mashinalarning o‘zaro bog‘ligligiga
asoslangan raqamli transfor-matsiyalashuv jarayonlari kuchayib bormogqda’.

Jahonning AKT sohasidagi yirik ilmiy tadqiqot institutlari (ITU, Gartner
Research, 1ICD, JB infoDev dasturi, UNESCAP) tomonidan ragqamli iqtisodiyotni
shakllantirish, iqtisodiy taraqqiyot va AKT iste’mol indeksi, bilim va innovatsiyalar
ta’sirini  o‘lchash, AMXdan foydalanish samaradorligini oshirish borasidagi
yo‘nalishlarda ilmiy tadqiqotlar olib borilmogda. Bugungi kunda dasturiy mahsulot
ishlab chiqarish, sotish va xizmat ko‘rsatish jarayonlarida mijozlarga moslashuvchan
marketing strategiyalari hamda zamonaviy vositalardan keng foydalanish, Sanoat 4.0
konsepsiyasiga asoslangan ragamli marketing va biznes-jarayonlarini boshqarish,
mijozlar bilan o‘zaro munosabatlarni tashkil etishda integratsiyalashgan marketing
kommunikatsiya strategiyalaridan foydalanish bu boradagi tadqiqotlarning ustuvor
yo‘nalishlaridan hisoblanadi.

O‘zbekistonda axborot mahsuloti va xizmatlarini marketing strategiyalaridan
keng foydalanish asosida rivojlantirish va uning ilmiy-metodologik asoslarini
yaratish borasida keng qamrovli chora-tadbirlar amalga oshirilmogda. O°‘zbekiston
Respublikasi Prezidentining 2022 yil 28 yanvardagi PF-60-son «2022-2026 yillarga
mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi to‘g‘risida»gi farmoni

! http://www.nasscom.in — Hindistonning AKT bo‘yicha agentligi veb-sayti.

* https://www.weforum.org/agenda/2022/08/digital-trust-how-to-unleash-the-trillion-dollar-opportunity-for-our-global-
economy (murojat sanasi: 15.08.2023); World Development Report 2016: Digital Dividends. Exploring the
Relationship Between Broadband and Economic Growth.

® Global Connectivity Report 2022. International Telecommunication Union, 2022, 186p.,



bilan «Raqamli O‘zbekistonni asosiy «drayver» sohaga aylantirib, uning hajmini
kamida 2,5 barobar oshirishga qaratilgan ishlarni olib borish, 500 min. AQSh
dollariga etkazish» vazifalari belgilab berilgan. O‘zbekistonda 2022 yilda AMX va
aloqa sohasidagi ko‘rsatilgan xizmatlar hajmi 2 mupa. AQSh dollarini tashkil etib,
axborot iqtisodiyoti va elektron tijorat sohalarida yaratilgan yalpi qo‘shilgan
qiymatning YalMdagi ulushi 2,5 %dan oshgani qayd etilgan®. Mamlakatda axborot-
kommunikatsiya texnologiyalarining (AKT) YalMdagi hissasi 1,7 foizni tashkil
etgan. Iqtisodiyotning mazkur tarmog‘i jadal sur’atlar bilan rivojlanib borayotganiga
qaramay, AMXning yangi turlari rivojlanishi, milliy xususiyatlarni hisobga olgan
holda dasturiy mahsulotlarni yaratish va ularni iqtisodiyotning turli sohalariga joriy
etish, mahalliy AMXni bozorini rivojlantirishning innovatsion marketing
yechimlarini topish, elektron hukumat, elektron tijorat, axborotlashgan jamiyatni
yaratish muhim yo‘nalishlardan hisoblanadi. Shu jihatdan, O‘zbekistonda AMX
marketing strategiyasini ishlab chiqish metodologiyasini takomillashtirish borasida
ilmiy tadqiqotlar amalga oshirilish taqozo etilmoqda.

Dissertatsiya ~ O‘zbekiston ~ Respublikasi ~ Prezidentining 2022 il
28 yanvardagi PF-60-son «2022-2026 yillarga mo‘ljallangan Yangi O‘zbekistonning
taraqqiyot strategiyasi to‘g‘risida»gi, 2020 yil 5 oktyabrdagi PF-6079-son ««Raqamli
O‘zbekiston—2030» strategiyasini tasdiqlash va uni samarali amalga oshirish chora-
tadbirlari to‘g‘risida”gi farmonlari, 2019 yil 21 maydagi PQ-4328-son ««Elektron
hukumat» tizimi doirasida axborot-kommunikatsiya texnologiyalari sohasidagi
loyihalarni ishlab chiqish va amalga oshirish sifatini yaxshilash chora-tadbirlari
to‘g‘risidangi, 2020 yil 28 apreldagi PQ-4699-son «Raqamli igtisodiyot va elektron
hukumatni keng joriy etish chora-tadbirlari to‘g‘risida»gi, 2021 yil 17 fevraldagi
PQ-4996- son «Sun’iy intellekt texnologiyalarini jadal joriy etish uchun shart-
sharoitlar yaratish chora-tadbirlari to‘g‘risida»gi qarorlari, Yangi O‘zbekistonning
taraqqiyot strategiyasi davlat dasturida (2022-2026 yillar) hamda sohaga oid boshqga
me’yoriy-huquqiy hujjatlarda belgilangan vazifalarni amalga oshirishda muayyan
darajada xizmat qiladi.

Tadqiqotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Mazkur dissertatsiya tadqiqoti respublika fan va
texnologiyalari rivojlanishining I. «Demokratik va huquqiy jamiyatni ma’naviy-
axloqly va madaniy rivojlantirish, innovatsion iqtisodiyotni shakllantirish» ustuvor
yo‘nalishiga muvofiq ITD-2-«Demokratik islohotlarni yanada chuqurlashtirish,
fuqarolik jamiyatini shakllantirish, milliy iqtisodiyotni modernizatsiyalash va
erkinlashtirishning ilmiy asoslarini ishlab chiqish» loyihasi (2018-2021 yy.) doirasida
bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadgigotlar sharhi’. Axborot
mahsulotlari va xizmatlari biznesining turli masalalari bo‘yicha tadqiqotlar jahondagi

* O¢zbekiston Respublikasi Prezidenti xuzuridagi Statistika agentligi ma’lumotlari.

’ Dissertatsiya ishida quyidagi bir gator xorijiy ilmiy tadgiqotlar va igtisodchi olimlarning ilmiy tadqiqotlaridan
foydalanilgan: The Digitalization of the World: From Edge to Core. An IDC White Paper-#US44413318. International
Data Corporation; Nov 2018, www.itu.int, www.forrester.com, www.capgemini.com, mitsloan.mit.edu, eng.kist.re.kr,
www.cnet.com, www.nielsen.com, www.kantar.com, accenture.com, www.mckinsey.com, WwWw.ipsos.com,
www.gfk.com, www.bcg.com, www.ieee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com,
www.oracle.com.
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bir qator yetakchi ilmiy markazlar va oliy ta’lim muassasalarida, jumladan, IDC
(AQSh), International Telecommunication Union (Shvesariya), Forrester
Research(AQSh), Capgemini Research Institute(Fransiya), MIT Sloan School of
Management (AQSh), The Korea Institute of Science and Technology (Koreya),
McKinsey & Company(AQSh), Kantar(Angliya), Accenture(Irlandiya), IPSOS
(Fransiya), CNET(AQSh), GfK research institute(Germaniya), Boston Consulting
Group (AQSh), Institute of Electrical and Electronics Engineers (IEEE),
IBM(AQSh), Microsoft(AQSh), SAP(Germaniya), Oracle, A.C. Nielsen Co. (AQSh),
BearingPoint(Niderlandiya), Cisco (AQSh) World Bank (AQSh), Deloitte(Angliya),
Project Management Institute (PMI), American Society for Information Science and
Technology (ASIS&T), Gartner Research(AQSh), Organisation for Economic
Cooperation and Development (Fransiya) Harvard University (AQSh), London
Business School (Buyuk Britaniya),The University of Tokyo (Yaponiya), Hanyang
University (Janubiy Koreya), Sankt-Peterburg davlat iqtisodiyot va moliya
universiteti (Rossiya) singari muassasalarda olib borilmoqda.

Bugungi kunda rivojlanayotgan mamlakatlarning ilmiy tadqiqot markazlari va
oliy ta’lim muassasalarida AMXning marketing strategiya-sini ishlab chiqish
metodologiyasini takomillashtirish borasida qator ustuvor yo‘nalishlarda tadqiqotlar
olib borilmoqda, ya’ni ragamli iqtisodiyot sharoitida marketingning innovatsion
dasturiy ta’minoti va maxsus platformalar xizmatlarini keng joriy etish, axborot
mahsulotlari biznesida marketingni shakllantirish majmuini yaratish, innovatsion
xizmat turlarini shakllantirishda mijozlarni jalb etishning zamonaviy strategiyasini
o‘zlashtirish, innovatsion marketing yuritish usullarini joriy etish va muammoli
bozorlarni boshqgarishning innovatsion tizimini ishlab chiqish bo‘yicha izlanishlar
amalga oshirilmoqda.

Muammoning o‘rganilganlik darajasi. Axborot mahsulotlari va xizmatlari
marketing strategiyasini ishlab chiqish metodologiyasini takomillashtirishning ilmiy-
nazariy jihatlari, kompaniyalarning ragamli marketing strategiyasini ishlab chiqish,
sotish jarayonlarini samarali tashkil etish va raqamli instrumentlarni keng qo‘llash
bo‘yicha ko‘plab xorijiy olimlar tomonidan ilmiy tadqiqot ishlari olib borilgan.
Ulardan F.Kotler, M.Porter, P.Kannan, D. Chaffey, R.V. Belk, E. Stiven, K. Murman,
D. Xoffman, T. Novak, G. L. Urban, Sh. Okazaki, V. Shankar, M. Kerrigan,
V. Kumar, K.S.Laudon,’® va boshqa olimlarning ishlarini ko‘rsatib o‘tish mumkin.

6 Kotler, Philip, Hermawan Kartajaya, and Iwan Setiawan. Marketing 5.0: Tecnologia para la humanidad. LID Editorial,
2021; Porter M. E. Strategy and the Internet // Harvard Business Review, March 2001, pp. 62-78.; Kannan, P.K. Digital
marketing: A framework, review and research agenda. International journal of research in marketing, 2017, 34(1),
pp.22-45.; Chaffey, D., & Ellis-Chadwick, F. (2019). Digital Marketing. Harlow, England: Pearson. Belk, R. W. (2020).
Sharing without caring. Marketing Theory, 20(1), 85-100.; Libai, B., Bart, Y., Stephen, A. T., & Pauwels, K. (2020).
The long-term impact of social media on sales. Journal of Marketing, 84(5), 25-41.; Moorman, C., & Day, G. S. (2016).
Organizing for marketing excellence. Journal of Marketing, 80(6), 6-35.; Hoffman, D. L., & Novak, T. P. (2018).
Consumer and object experience in the internet of things: An assemblage theory approach. Journal of Consumer
Research, 44(6), 1178-1204.; Urban, G. L., & Liberali, G. (2018). Morph the web to build empathy, trust and sales.
Journal of Interactive Marketing, 43, 241-259.; Sh. Okazaki & Rubio, N. (2017). Digital advertising theory and
research.; In D. W. Dahl, P. V. Joule, & C. Heath (Eds.), Consumer psychology in a social media world (pp. 146-163).
New York, NY: Routledge.; Carrigan, M., Moraes, C., & Leek, S. (2011). Fostering responsible communities: A
community social marketing approach to sustainable living. Journal of Business Ethics, 100(3), 515-534.; Reinartz, W.,
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Mustaqil davlatlar hamdo‘stligi mamlakatlarida V.Fomin, V.Lipaev,
E.E.Tarasova, N.A.Boychenko, N.P.Radkovskaya, O.V.Ivanchenko,
L.Yu.Aleksandrova, N.I.Shishkina, M.V.Nazarov’ singari olimlarning ishlari
diqgatga sazovor.

O‘zbekistonda AKTni milliy iqtisodiyot tarmogqlariga joriy etish, innovatsion
marketing strategiyalarini ishlab chiqish hamda axborot biznesi sohasining turli
muammolari  ustida mamlakatimiz iqtisodchi  olimlaridan  S.S.G‘ulomov,
B.A.Begalov, A.A.Fattaxov, Sh.Dj.Ergashxodjaeva, M.A.lkramov, T.A.Akramov,
M.A.Yusupov, R.X.Alimov, A.Bekmurodov, = M.Boltabaev, = A.N.Aripov,
A.T.Kenjabaev, T.K.Iminov, I[.E.Jukovskaya, A.A.Musaliev® tomonidan ilmiy
tadqiqot ishlari olib borilgan. Mazkur tadqiqotlarda axborot tizimlari va
texnologiyalarini iqtisodiyotning turli tarmoq va sohalariga tatbiq etish jarayonlariga
asosiy e’tibor qaratilgan.

Ammo bu tadqiqotlar AMX marketing strategiyasining metodologik asoslarini
ishlab chiqishga garatilmagan. Shuningdek, AMX biznesi rivojlanishini tahlil qilish
hamda ularni ishlab chiqarish va zamonaviy marketing strategiya va modellari
asosida yo‘lga qo‘yish masalalari yetarlicha to‘liq o‘rganilmagan. Mamlakatimizni
iqtisodiy rivojlantirishning hozirgi bosqichida AMX biznesini kompleks tahlil qilish,
ulardan olinadigan ijtimoiy-iqtisodiy samaradorlikni hisoblash hamda Internetda
ushbu biznesni shakllantirish, monetizatsiya qilish, ularning samarali marketing
strategiyasi va modellar yordamida yuritish tadqiqotning dolzarbligini belgilaydi.

& Shankar, V. (2019). The future of marketing. International Journal of Research in Marketing, 36(1), 1-12. K. C.
Laudon, J. P. Laudon. Management in information systems. Organization and Technology. New York. 2017. — 815 p.,

" ®omun, B. U. Uudopmarmonnsiii 6msnec. — Mocksa: M3matensctso IOpaiit, 2023. — 251 c.; Jlumaes B. B. (2015).
[Iporpammuas nHxeHepus: MeTonoiornieckue ocHoBbl. Directmedia.; TapacoBa E. E., Boituenko H. A. OcHoBHBIE
HANpaBJICHUs] pealn3ald MapKEeTHMHTOBOM CTpaTerud WHTEPHET-NPOJIBMKEHHUS TOBapoB H yciuyr //BectHux
benropoackoro yHuBepcuTera Koomepaluu, S5KOHOMUKH U mpaBa. — 2011. — Ne. 2. — C. 14-22.; Paakosckas H. II.
WudopmanmoHHbIe TEXHOIOTHH B TIPOJBIKEHUH OaHKOBCKHUX MPORyKTOB. //Monono# yuensrit. — 2020. — T. 9. — C. 60.;
NBanuenko O. B. MH}opmanmoHHO-KOMMYHUKAIIOHHAS HH(PACTPyKTypa B 00OCHOBAHUHM MapKETUHIOBOW CTpATEruu
KOMITaHWU B YCJIOBHSX HECTaOWIbHOTrO phiHKa //®@uHancoBble uccnenoBanus. — 2017. — Ne. 2 (55). — C. 141-146.;
Amnexkcanaposa JI. 0. Tlorenrman nHPOPMAIMOHHOT'O MAPKETUHTA B ITUPPOBOI SKOHOMHUKE //ColHanbHas pealbHOCTh
BUpTyasbHOro mnpocrpanctBa. — 2021. — C. 244-249.; benokons lO. O. IloHsATHE MapKETMHTOBON AEATEIBHOCTU
npeanpusATHs B chepe UT-ycuyr //AKryaibpHble BOpOockl Hayku U mpaktuku. — 2021. — C. 13-17.; IHumkuna H. W.
MapkeTnHroBasi CTpaTerusi CpecTB MaccoBoW MH(popMaruu: TeKcTol ekiuid. — 2021.; HazapoB M. B. IIponsmxkenne
MH(OpPMAIMOHHBIX POJYKTOB H YCIYT CHENUAIBHBIX OMOIHOTEK uis cienbix. //bubanorexoBenenue. — 2021. — T. 70.
— Ne. 3. - C. 266-277.

¥ Gtulomov S.S., Begalov B.A. Iqtisodiy informatika. Darslik. — T.: O‘zbekiston, 2010. — 722 b.; Begalov B.A.
Axborot-kommunikatsiyalar bozorining shakllanish va rivojlanish tendensiyalarini ekonometrik modellashtirish: dis.
avtoref. i.f.d. — T.: TDIU, 2001. — 36 b.; darraxoB A.A. Yirypxu caBioja MapKETHHI CTPaTETHsCH Ba YHUHT
camapajopiMIMHU OUIMPHII HyJutapu: WKT. (aH. IOK. WM. JHap. oiaum ydyH &mnrad amcc. T., 2006. — 250 0.;
Ergashxodjaecva Sh.Dj., Qosimova M.S., Yusupov M.A. Marketing. Darslik. — T., 2019.; UxpamoB M.A., CaaumoB
C.A. MexayHaponublii MapkeTHsr: yueo. [Tocooue s BY3oB. — T.: U3n-Bo Han. bubn. Y30ekucrana um. A. HaBowu,
2010. — 276 c.; AxkpamoB T.A. KopxoHamap MHHOBallMOH MAapKETHHI CTPATETHSCHHUHI KOHIIENITyad acociapuHU
takoMuwutamtupun. Monorpadust. — T.: Momus, 2017 #. 3-141 6.; Alimov R.X. va boshqalar. Milliy iqtisodda axborot
tizimlari va texnologiyalari. O‘quv qo‘llanma. — T.: Sharq, 2004. — 320 b.; bonraboes M.P. Tykumaunnuk caHoatuna
MapkeTHHr crpateruscu. Monorpagus —T.: ®an, 2004; Aripov A.N., Iminov T.K.. O‘zbekiston axborot-
kommunikatsiya texnologiyalari sohasi menejmenti masalalari. Monografiya. — T.: Fan va texnologiya, 2005. — 300 b.;
Kenjabayev A.T. Tadbirkorlik faoliyatida axborotlashtirish milliy tizimini shakllantirish muammolari. iqt.fan.dok. Dis..
— T.: TDIU, 2005. — 321 b.; Bekmyponos A.B., Mycanuer A.A. MudopmarmonHslii ousHec. YdueOHoe mocodue. — T.:
T3V, 2006. — 288 c.; XKykosckas M.E. CoepuieHCTBOBaHHE METOJOIOTHM TPUMEHEHUS WH(OPMAIMOHHO-
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9KOHOMHMKH: MOHOTD. TalllkeHT, u3maTeascTBo «Fan va texnologiyay, 2020.
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Dissertatsiya mavzusining dissertatsiya bajarilayotgan oliy ta’lim
muassasasi ilmiy tadqiqot ishlari bilan bog‘ligligi. Mazkur tadqiqot Toshkent
davlat iqtisodiyot universiteti ilmiy tadqiqot ishlari rejasiga muvofiq
FZ-2019081645-sonli «Iqtisodiy xavfsizlikni baholovchi indikatorlarning chegaraviy
miqdorini va ularning dasturiy ta’minotini yaratish» loyihasi doirasida bajarilgan.

Tadqiqotning magqsadi axborot mahsuloti va xizmatlari marketing
strategiyasining nazariy va uslubiy asoslarini yanada takomillashtirish bo‘yicha taklif
va tavsiyalar ishlab chigishdan iborat.

Tadqiqotning vazifalari quyidagilardan iborat:

axborot mahsuloti va xizmatlari biznesining shakllanishi va rivojlanishining
ilmiy-nazariy jihatlari va o°‘ziga xos xususiyatlarini aniqlash hamda tasniflash;

axborot biznesini rivojlantirish tendensiyalari va marketingi bo‘yicha empirik
tadqiqotlarni sharhlash;

dasturiy mahsulotlarni yaratishga talablar va unga ta’sir qiluvchi omillarni
aniqlash;

dasturty mahsulot ishlab chiqarish, sotish va xizmat ko‘rsatishning iqtisodiy
rivojlanish tendensiyalarini aniqlash va dasturiy ta’minot marketingini amalga
oshirish usullarini tizimlashtirish;

axborot mahsuloti marketingining zamonaviy instrumentlari va samaradorligini
baholash usullarini aniqlash;

axborot mahsuloti elektron tijoratda ragamli marketingning an’anaviy biznes
yuritish yo‘nalishlari va turlariga ta’sirini tahlil qilish;

sanoat 4.0 konsepsiyasiga asoslangan ragamli marketing va biznes-jarayonlar
boshqarish bo‘yicha takliflar ishlab chiqish;

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning marketing
faoliyatini tashkil etish va boshqarish bo‘yicha tavsiyalar tayyorlash;

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning mijozlarga
yo‘naltirilgan ragamli marketing faoliyatini takomillashtirish;

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning strategik
marketing garorlarini qabul qilish jarayonlarini modellashtirish;

axborot mahsuloti va xizmatlari bozori sub’ektlarining marketing strategiyasini
ishlab chiqish va uni amalga oshirish bo‘yicha talablar ishlab chiqish;

mahalliy AMX bozori sub’ektlarining brendini shakllantirish va rivojlantirishda
geymifikatsiya(gamefication) marketing strategiyasidan keng foydalanish bo‘yicha
ilmiy-uslubiy va amaliy takliflar tayyorlash;

axborot mahsuloti va xizmatlari bozorida mijozlar bilan o‘zaro munosabatlarni
tashkil etishda ragamli marketing ekotizimini yaratish metodologiyasi taklif etish;

axborot mahsulotti va  xizmatlari  bozori  sub’ektlarining  ragamli
integratsiyalashuv modelini yaratish va bozorining rivojlanish istigbollarini belgilash.

Tadqiqotning ob’ekti axborot mahsuloti va xizmatlarini ko‘rsatayotgan
kompaniyalarning marketing faoliyati hisoblanadi.

Tadqiqotning predmeti axborot mahsuloti va xizmatlari marketing
strategiyasini ishlab chiqish jarayonlarida yuzaga keluvchi ijtimoiy-iqtisodiy
munosabatlar hisoblanadi.

Tadqiqotning usullari. Dissertatsiya ishida guruhlash, tarkibiy yondashuv,
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qiyosiy tahlil, miqdoriy tahlil, iqgtisodiy-matematik modellashtirish, monografik
tadqgiqot, so‘rovnoma, PLS-SEM, ekspert tahlil, regressiya va korrelyatsiya tahlili,
statistik kuzatish, reyting baholash usullaridan foydalanildi.

Tadqiqotning ilmiy yangiligi quyidagilardan iborat:

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning marketing
faoliyatini boshqarishning tashkiliy-iqtisodiy mexanizmlari virtual muhitda ijtimoiy
tan olinishi va shaxsiy salohiyatni rivojlantiruvchi motivatsion funksiyalarga
asoslangan holda takomillashtirilgan;

dasturty mahsulotlarni ishlab chiqish, marketingini amalga oshirish va
raqobatbardoshligini  oshirishning Agile konsepsiyasiga asoslangan SCRUM
metodologiyasini qo‘llash asosida hayotiy yo‘lini uzaytirish taklif etilgan;

axborot mahsuloti va xizmatlari ko‘rsatuvchi  Internet-do‘konlardan
iste’molchilarning qoniqishini mahsulot xususiyatlari (W=0,208; 24,8%), texnologik
xususiyatlari (W=0,137; 16,3%), axborot xususiyatlari (W=0,274; 32,7%), logistika
va marketing xususiyatlari (W=0,221; 26,3%) vazn koeffitsiyentlarini aniqlash orqali
marketing kanallarida mijozlarga qo‘shilgan qiymat yaratish asoslangan;

mahalliy AMX bozori sub’ektlari brendini shakllantirishning dastlabki davrida
mijozlarning brenddan qoniqishiga ratsional omillar (H1=-0,056), salbiy va
emotsional omillarning ta’siri (H2=0,054) ijobiy ekanligi asoslanib, muvofiq holda
geymifikatsiya marketing strategiyasidan keng foydalanish bo‘yicha PLS-SEM
modeli taklif etilgan;

axborot mahsuloti va xizmatlari bozorida mijozlarga qo‘shilgan qiymat yaratish
va raqobatda ustunlikni ta’minlashga yo‘naltirilgan komponentlar asosida marketing
xizmatlari ekotizimini yaratish arxitekturasi taklif etilgan.

Tadqiqotning amaliy natijasi quyidagilardan iborat:

zamonaviy axborot mahsuloti va xizmatlarining o‘ziga xos jihatlari yoritib
berilgan va ularni tasniflash usuli taklif qilingan;

bozor munosabatlari sharoitida axborot biznesi kompaniyalari ishlab chiqarish
va xizmat ko‘rsatish jarayonlarining rivojlanishiga ta’sir etuvchi tashqi va ichki
omillar izohlab berilgan;

kompaniyaning axborot biznesi faoliyati jarayonlari va uni Internet-marketing
vositalari asosida takomillashtirish bo‘yicha yangi uslubiy yondashuvlar
shakllantirilgan;

AXM  mahsulotlari  raqobatbardoshligini  baholashda  “SE  ranking”
metodologiyasidan keng foydalanish orqali buyurtmalar portfelini optimallashtirish
taklif etilgan;

turli bozor sharoitlarida axborot biznesi kompaniyalarining axborot mahsuloti va
xizmatlarini raqamli marketing strategiyalaridan foydalanish usullari taklif qilingan.

Olingan natijalarining ishonchliligi qo‘llanilgan yondashuv, usul va nazariy
ma’lumotlarning rasmiy manbalardan olinganligi, keltirilgan tahlillar va tajriba-sinov
ishlari samaradorligining matematik-statistika usullari vositasida asoslanganligi,
xulosa, taklif va tavsiyalarning amaliyotga joriy etilganligi, olingan natijalarning
vakolatli idoralar tomonidan tasdiglanganligi bilan izohlanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot natijalarini
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ilmiy ahamiyati erishilgan natijalardan soha qonunchiligini rivojlantirish, iqtisodiyot
yo‘nalishidagi oliy o‘quv yurtlarida marketing va AKT faoliyati bilan bog‘liq fanlarni
talabalarga o‘qitish, o‘quv dasturlari, qo‘llanmalari, darsliklarni tayyorlash, shu bilan
birga, raqamlashtirish bo‘yicha ilmiy izlanishlar olib borayotgan tadqiqotchilar uchun
muhim manba sifatida foydalanish mumkinligi bilan belgilanadi. Tadgiqotning ilmiy
ahamiyati, axborotlashtirilgan jamiyatni barpo etish hamda AMXni loyihalashtirish,
AMXni ishlab chigarish va tarqatish bilan shug‘ullanuvchi milliy iqtisodiyot
tarkibida makro va mikro darajada tadbirkorlik faoliyatini shakllantirish
muammolarini hal etish va uni yanada takomillashtirishga xizmat qiladi.

Tadqiqot natijalarining amaliy ahamiyati dissertatsiya tadqiqotida olingan ilmiy
natijalardan O‘zbekiston Respublikasi Prezidenti huzuridagi Statistika agentligi
faoliyatini tashkil etish amaliyotida mehnat resurslaridan samarali foydalanish va
ularni boshqarish, rasmiy veb-saytda zamonaviy texnologiyalardan foydalangan
holda statistik ma’lumotlarni vizual ko‘rinishida tagdim etuvchi platforma va statistik
to‘plamlarni on-line sotib olish jarayonlari, statistik hisobotlarni gabul qilishning
eStat 4.0 avtomatlashtirilgan axborot tizimi ishlab chiqish va loyihalarni boshqarish,
hisobot qabul qiluvchi xodimlarni mehnat unumdorligini oshirish, “stat.uz”
platformasi va siat.stat.uz Statistika integrallashgan axborot tizimining mijozlar bilan
munosabatlarini yaxshilash hamda ularning marketingini yuritish tamoyillarini ishlab
chiqish bilan belgilanadi.

Tadqiqot natijalarining joriy qilinishi. Axborot mahsuloti va xizmatlari
biznesining marketing strategiyasini tayyorlash yuzasidan ishlab chiqilgan uslubiy va
amaliy takliflar asosida:

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning marketing
faoliyatini boshqarishning tashkiliy-igtisodiy mexanizmlari virtual muhitda ijtimoiy
tan olinishi va shaxsiy salohiyatni rivojlantiruvchi motivatsion funksiyalarga
asoslangan holda takomillashtirish bo‘yicha takliflar Statistika agentligining
Xizmatlar sohasi statistikasi boshgarmasi faoliyatiga joriy etilgan. (Statistika
agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi). Ilmiy
yangilikni amaliyotga joriy etish natijasida Statistika agentligining mehnat
resurslaridan samarali foydalanish va ularni boshqarish samaradorligi 11,7 foizga
oshgan;

dasturty mahsulotlarni ishlab chiqish, marketingini amalga oshirish va
raqobatbardoshligini oshirishning Agile konsepsiyasiga asoslangan =~ SCRUM
metodologiyasini qo‘llash asosida hayotiy yo‘lini uzaytirish taklifi Statistika
agentligining Axborot-kommunikatsiya texnologiyalarini rivojlantirish va interaktiv
davlat xizmatlari boshqarmasi faoliyatiga joriy etilgan. (Statistika agentligining
2023-yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi). Mazkur ilmiy yangilikni
amaliyotga joriy etish natijasida statistik hisobotlarni gabul qilishning eStat 4.0
avtomatlashtirilgan axborot tizimi ishlab chiqishda va loyihalarni boshqarishda
shuningdek, hisobot gabul qiluvchi xodimlarni mehnat unumdorligini 71 foizga
oshishiga erishilgan;

axborot mahsuloti va xizmatlarini ko‘rsatuvchi internet-do‘konlardan
iste’molchilarning qoniqishini mahsulot xususiyatlari (W=0,208; 24,8 %),

texnologik xususiyatlari (W=0,137; 16,3 %), axborot xususiyatlari (W=0,274;
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32,7%), logistika va marketing xususiyatlari (W= 0,221 (26,3%) bo‘yicha vazn
koeffitsiyentlarining yuqori va quyi chegaralarini belgilash orqali marketing
kanallarida mijozlarga qiymat yaratish bo‘yicha takliflardan Statistika agentligining
Statistik registrlarni yuritish va tizimli xizmat ko‘rsatish boshqarmasi faoliyatida
foydalanilgan . (Statistika agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli
ma’lumotnomasi). Mazkur ilmiy yangilikni joriy etish natijasida korxona va
tashkilotlarning statistik ma’lumotlarni shakllantirish hamda statistik to‘plamlarni on-
line xarid qiluvchi doimiy mijozlari soni 2022 yilda 2021 yilga nisbatan 19,6 foizga
oshgan;

mahalliy AMX bozori sub’ektlari brendni shakllantirishining dastlabki davrida
mijozlarning brenddan qoniqishiga ta’sir etuvchi ratsional omillar (H;=-0,056), salbiy
va emotsional omillarning ta’siri (H,=0,054) ijobiy ekanligiga asoslanib, muvofiq
holda geymifikatsiya marketing strategiyasidan foydalanishning PLS-SEM modeli
Statistika  agentligining  Yig‘ma-axborot ishlari  boshgarmasi faoliyatida
foydalanilgan. (Statistika agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli
ma’lumotnomasi). Mazkur ilmiy yangilik “stat.uz” platformasida geymifikatsiyalash
strategiyalari qo‘llanilgan va natijada onlayn statistika axborot mahsulotlarini doimiy
mijozlar salmog‘i 2021 yilga nisbatan 2022 yilda 28 foizga oshgan;

taklif etilgan axborot mahsuloti va xizmatlari bozorida mijozlarga qiymat
yaratish va raqobatda ustunlikni ta’minlashga yo‘naltirilgan komponentlar asosida
marketing xizmatlari ekotizimini yaratish arxitekturasi Statistika agentligi faoliyatiga
joriy etilgan (Statistika agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli
ma’lumotnomasi). Mazkur ilmiy yangilik Statistika integrallashgan axborot
tizimining(siat.stat.uz) hududlar va yillar bo‘yicha solishtirish hamda munosabat
menyularida foydalanish uchun yo‘lga qo‘yildi.

Tadqiqot natijalarining aprobatsiyasi. Tadqiqot natijalari 4 ta xalqaro va 10 ta
respublika miqyosida o‘tkazilgan jami 14 dan ortiq ilmiy-amaliy konferensiyalarda
muhokama qilingan.

Tadqiqot natijalarining e’lon qilinganligi. Tadqiqot mavzusi bo‘yicha jami
26 ta ilmiy ish, jumladan 1 ta monografiya, O‘zbekiston Respublikasi Oliy ta’lim, fan
va innotvasiyalar vazirligi huzuridagi Oliy attestatsiya komissiyasi tomonidan tavsiya
etilgan ilmiy jurnallarda 14 ta maqola, jumladan, 10 ta mahalliy va 4 ta xorijiy
jurnallarda nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish, 5 ta bob,
xulosa va foydalanilgan adabiyotlar ro‘yxati hamda ilovalardan iborat.
Dissertatsiyaning hajmi 260 betni tashkil etgan.

DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiya ishining kirish qismida ilmiy tadqiqotning dolzarbligi va zarurati
asoslangan, tadqiqotning maqsadi va asosiy vazifalari, ob’ekti va predmeti
tavsiflangan, respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi ko‘rsatilgan, ilmiy yangiligi va amaliy natijalari bayon
qilinib, olingan natijalarning ilmiy va amaliy ahamiyati yoritib berilgan. Shuningdek,
tadqiqot natijalarining amaliyotga joriy etilishi, nashr qilingan ishlar va dissertatsiya
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tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsion tadqiqotning «Axborot mahsuloti va xizmatlari marketing
strategiyasini ishlab chiqishning ilmiy-nazariy jihatlari» deb nomlangan birinchi
bobida axborot mahsuloti va xizmatlari biznesining shakllanishi va rivojlanishi, o‘ziga
X0s xususiyatlari o‘rganilgan hamda bozor tasnifi keltirilgan, axborot biznesini
rivojlantirish tendensiyalari va marketingining rivojlanish, zamonaviy biznes-
modellari aniqlangan.

Axborot mahsuloti va xizmatlari bozorining asosiy sub’ektlari mulkchilik
shakllari va tarmoq xususiyatlaridan qat’iy nazar barcha tashkilotlar, davlat va
notijorat tashkilotlari, savdo assotsiatsiyalari va ijtimoiy xizmatlarni taqdim
etuvchilardir.

2023 yilda global axborot-kommunikatsiya texnologiyalari bozorining hajmi
4,72 trln. AQSh dollarini tashkil etishi kutilmoqda, bu 2022 yilga nisbatan 4,3 foizga
ko‘p bo‘lib, 2021 va 2022 yillarda mos ravishda 10,2 va 2,8 foizga o‘sish sur’atlar
kuzatilgan’. Mutaxassislarning fikricha, AT-xarajatlari bo‘yicha umumiy prognoz
jjobiy bo‘lsa-da, inflyatsiyaning iste’molchining xarid qobiliyatiga ta’siri tufayli
qurilmalarga va data-markaz tizimlariga xarajatlar 2023 yilda 8,6 va 1,5 foizga
kamayishi kutilmoqda (1-jadval).

1-jadval
Jahonda axborot biznesi xarajatlari dinamikasi,
mird. AQSh dollari"
Ko‘rsatkichlar 2022 y. 2023 y.* 2024 y.*
xarajat | o‘zgarish | xarajat | o‘zgarish | xarajat | o‘zgarish

sur’ati sur’ati sur’ati
Data-markaz tizimlar 221,2 16.6% 217,8 -1.5% 235,5 8.1%
Texnik vositalar 766,2 -6.3% 700,0 -8.6% 748,1 6.9%
Dasturiy mahsulotlar 811,4 10.7% 922,7 13.7% 1052,9 14.1%
AT xizmatlari 1305,6 7.5% 1420,9 8.8% 1585,3 11.6%
Aloga xizmatlari 1423,0 -1.9% 1461,6 2.7% 1517,8 3.8%
Umumiy AT 4527,7 2.8% 4723,2 4.3% 5139,8 8.8%

Izoh: 2023 va 2024 yillar uchun prognoz ko ‘rsatkichlar.

Shuni e’tiborga olish kerakki, 2023 va 2024 yillarda dasturiy mahsulotlar
segmenti 13,7 va 14,1 foizga o‘sishi baholanmoqda, bu barcha AKT segmentlari
orasida eng yaxshi dinamika deyishimiz mumkin. Garchi, so‘nngi yillarda AKT
xarajatlarining o‘sishi sun’iy intellekt hisobiga bo‘lishi kutilayotgan bo‘lsa-da,
Xarajatlarning asosly qismini bulutli xizmatlar bilan bog‘liq dasturiy yechimlar
egallamoqda' .

Muallifning fikricha, ragamli iqtisodiyot mubhiti ish joylarini zamonaviy bulutli
texnologiyalar bilan jihozlash va tadbirkorlik muhitidagi iste’molchilarga aloqa
xizmatlaridan yuqori darajada foydalanishga imkoniyat yaratib berishi lozim:

? Gartner va Statistica ma’lumotlari asosida muallif tahlillari (Murojat sanasi: 15.08.2023 va 18.08.2023)
1% https://www.gartner.com/en/newsroom/press-releases/2023-07-19-gartner-forecasts-worldwide-it-spending-to-grow-
4-percent-in-2023
"' Gartner ma’lumotlari asosida muallif tahlillari (Murojat sanasi: 19.04.2023,19.07.2023)
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a) har bir inson yer sharining xohlagan nuqtasidan ishda, uy sharoitida yoki
transportdan turib boshqga kishi bilan bog‘lanish imkoniyatiga ega bo‘lishi;

b) uzatilayotgan axborot turining ganday bo‘lishidan qat’i nazar «birga bir»
xavfsiz aloqasining amalga oshishi;

d) ishbilarmon doiralar va biznes vakillari xohlagan shahar yoki mamlakatda
tadbirlar, konferensiya, ishbilarmonlik kengashlarini o‘tkazishi, turlicha axborotlarga
kirish, konsalting yordamlarini ko‘rsatish mumkinligi.

Axborot mahsuloti va xizmatlari, ularning xususiyatlari shu bilan ifodalanadiki,
axborot resurslari axborot mahsulotlarini yaratish uchun asos sifatida xizmat qiladi.
Har qganday axborot mahsuloti uni ishlab chigaruvchining axborot modelini
ifodalaydi va uning aniq predmet sohasi to‘g‘risidagi tasavvurlarini aks ettiradi.
Insonning intellektual faoliyati bo‘lgan axborot mahsuloti, hujjatlar, magqolalar,
hisobotlar, dasturlar, kitoblar ko‘rinishida istalgan jismoniy hususiyatli moddiy
tashuvchida aks ettirilgan bo‘lishi kerak.

Muallifning fikricha, axborot mahsuloti — buyum yoki buyum bo‘lmagan
shaklda keyinchalik tarqatish uchun ishlab chigaruvchi tomonidan shakllantirilgan,
algoritmlangan, intellektual qiymatga ega ma’lumotlar to‘plami hisoblanadi.

Bu kabi innovatsiyalarga asoslangan axborot biznesi muhitini yaratishda
quyidagilarga alohida ahamiyat garatilishi lozim:

1. Milliy iqtisodiyotning mazkur tarmog‘iga xususiy investitsiyalarni keng jalb
qilishni rag‘batlantirish;

2. Barcha axborotlardan foydalanuvchi va ularni yetkazib beruvchilarga global
kompyuter tarmoqlariga integratsiyalashuv imkoniyatlarini yaratish;

3. Axborot-kommunikatsiyalar bozoridagi dinamik o‘zgarishlarga
moslashadigan me’yoriy-huquqiy bazani doimiy va uzluksiz takomillashtirib borish;

4. Taqdim etilayotgan AKT xizmatlarining xilma-xilligini ta’minlash;

5. Intellektual mulk huquqini himoya qilish.

Axborot mahsulotlari va xizmatlari bozori — bu ma’lumotlarga asoslangan
tovarlar va xizmatlar almashinuvi bilan shug‘ullanuvchi xaridorlar va sotuvchilar,
ularning tashkiliy, huquqiy va iqtisodiy munosabatlarini gamrab olgan hamda raqamli
platformalar va AT vositalar yordamida birlashtiradigan ekotizimdir.

Tadqiqotimiz natijalariga ko‘ra, axborot mahsulotlari va xizmatlari marketingini
amalga oshirishda uning boshqa tovarlardan farqli quyidagi jihatlariga e’tibor berish
zarur deb hisoblaymiz:

nomoddiylik va minimal zaxira boshqaruvi;

raqamlashtirish va bilimga bog‘liqlik;

arzon ishlab chiqarish va yetkazish xarajatlari;

yangilanish va takrorlash imkoniyati;

istalgan joyga yetkazish, foydalanish va uzoq vaqt foyda keltirishi.

Bundan tashqari, Individual moslashtirishning tarmoqlararo ta’sir, innovatsiyaga
yo‘naltirilganlik, ma’lumotlarning maxfiyligi va xavfsizligi, iqtisodiy qiymat
yaratishi, o‘zaro bog‘liglik yaratishi, masshtablashtirish osonligi, moslashuvchanligi,
texnologik qaramligi, ekologik barqarorligiga xizmat qilish kabi bir qator o‘ziga xos
xususiyatlari mavjud.

Tadqiqotda AMX eksporti borasida O‘zbekiston kompaniyalari xizmatlaridan
foydalanishga oid xorijiy mijozlarning qarorlariga ta’sir ko‘rsatuvchi asosiy omillar
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o‘rganib chiqilgan. Bu sektordagi katta ulushni AMXni eksport uchun ishlab chiqish,
ya’ni AMX autsorsingi egallaydi. Bu tushuncha AMXni buyurtmaga va tayyor
«gadoqglamgan» mahsulotlarni eksport qilish uchun ishlab chiqishni o‘z ichiga oladi.

Dissertatsiyaning «Axborot mahsuloti va xizmatlarini yaratish va sotishning
uslubiy jihatlari» deb nomlangan ikkinchi bobida dasturiy mahsulotlarni yaratishga
mijozlar talabi va unga ta’sir etuvchi omillar marketing tadqiqotlari asosida
o‘rganilgan, dasturiy mahsulot ishlab chigarish, sotish va xizmat ko‘rsatishning
iqtisodiy ko‘rsatkichlari tahlil qilingan va dasturty ta’minot marketingini amalga
oshirish usullari taklif etilgan.

O‘zbekiston Respublikasida yalpi ichki mahsulotdagi (YalM) AKT sohasining
ulushi quyidagi 2-jadvalda aks etgan. Unga ko‘ra 2017 yilda YalMda AKT
sohasining iqtisodiyot bo‘yicha yalpi qo‘shilgan qiymatga nisbatan ulushi 2,2 foizni,
YalMga nisbatan ulushi 1,9 foizn tashkil etgan bo‘lsa, 2022 yil yakuniga ko‘ra mos
ravishda 1,9 hamda 1,8 %foizlarni tashkil etgan (2-jadval). Buni AKT sektorini
YalM bilan mutanosib tarzda o’smayotgani bilan izohlash mumkin.

2-jadval
O‘zbekiston Respublikasida AKT sektorining yalpi qo‘shilgan giymati'’
Ko‘rsatkichlar nomi 2017y.| 2018y.| 2019y.| 2020y.| 2021y.| 2022y.*

Yalpi qo'shilgan qiymat = | 557744 ¢ | 361072,7 | 465357,4 | 532753,3 | 621258,8 | 828054,2
jami, mlrd.so‘m
AKT sektori jorly 5849,00 | 7023,90 | 7634,90 | 8432,10 | 9218,30 | 16089,9
narxlarda, mlrd.so‘m
Igtisodiyot bo‘yicha yalpi
qo‘shilgan qiymatga 2,2 1,9 1,6 2,0 2,1 1,9
nisbatan, %
Yalpi ichki mahsulotga
nisbatan, %da 1,9 1,7 1,5 2,1 2,2 1,8
AKT sektoridan: AT
tarmog‘i joriy narxlarda, 391,1 703,8 1006,40 | 1006,40 | 1006,40 | 4892.,8
mlrd.so‘m
iqtisodiyot bo‘yicha yalpi
qo‘shilgan qiymatga 0,1 0,2 0,2 0,2 0,3 0,6
nisbatan, %
yglp1 1chk; mahsulotga 0.1 0.2 0.2 0.2 0.3 0.6
nisbatan, %
Kontent sektoriva OAV. 1 5197|7403 | 882 | 942,5 | 1017,1 | 19449
joriy narxlarda, mlrd.so‘m
iqtisodiyot bo‘yicha yalpi
qo‘shilgan qiymatga 0,2 0,2 0,2 0,3 0,3 0,2
nisbatan, %
yglp1 1chk; mahsulotga 0.2 0.2 0.2 0.23 0.27 0.2
nisbatan, %

* Dastlabki ma’lumotlar
O‘zbekistonda axborot texnologiyalari sohasi va dasturiy mahsulotlar ishlab

chigarishni yanada rivojlantirish borasida bir qator islohotlar amalga oshirilmoqda va
qulay shart-sharoitlar yaratilmoqda. Natijada so‘nggi yillarda mazkur sohani

12 O“zbekiston Respublikasi Prezidenti huzuridagi Statistika agentligi ma’lumotlari asosida tuzilgan.
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innovatsion rivojlantirishga o‘tkazish, startap-loyihalarni amalga oshirish ko‘lami
kengayib, ichki va tashqi bozorlarda dasturiy va yuqori texnologik mahsulot va
xizmatlarning salmog‘i oshib bormoqda.

Tadqiqotlarga ko‘ra, ko‘plab menejerlarning fikricha, eng muvaffaqiyatli ishlab
chiquvchilar tajribasini to‘plash va undan samarali foydalanish dasturiy mahsulotlar
ishlab chiqarishni takomillashtirish va mazkur sohadagi mutaxassislar malakasini
oshirishning asosiy usuli hisoblanadi.

Biroq faqat individual ishlab chiquvchilar malakasini oshirib, murakkab dasturiy
mahsulotlar ishlab chiqarishning zamonaviy muammolarini hal etish mumkin emas.
Eng malakali va samarali ishlab chiqaruvchilarning individual mehnati unumdorligi
qobiliyatsiz bo‘lganlarga nisbatan birmuncha yaxshi bo‘lishi mumkin, ikkinchi
holatda esa bir xil bo‘lishini kuzatish mumkin.

An’anaviy ishlab chigarishdan farqli o‘laroq, har bir dasturiy mahsulot o‘ziga
x0s xususiyatlar ega. Bunda loyiha rahbari iste’dod va malakaga ega bo‘lishi hamda
quyidagi vazifalarni hal qilishi lozim:

xaridorning mahsulotga talablarini aniqlash, belgilash va shakllantirish
jarayonlarini boshqarish;

dasturiy ta’minot talablarining tavsiflari mijozning haqiqiy konsepsiyasiga
muvofiqligini tekshirish;

buyurtmachi, foydalanuvchilar va ishlab chiquvchilar bilan muzokaralar olib
borish, mijoz nimani xohlashi va ishlab chiquvchilar guruhi mahsulotni amalga
oshirish uchun ajratilgan byudjet, resurslar va vaqt uchun nimalar yaratishi
mumkinligi o‘rtasidagi muvozanatni aniqlash va saqlash.

Dasturiy mahsulot to‘plami loyihani yaratish jarayonlarini samarali boshqarish
uchun asos sifatida, undagi xususiy ishlar ijrochilarining vazifalari, ular uchun
ajratilgan resurslar bilan, shuningdek, natijalar va ajratilgan muddatga ko‘ra o‘zaro
muvofiqlashtirilishi kerak. Dasturiy mahsulot loyihalarini rejalashtirish, yaratilgan
axborot tizimining talab qilinadigan xususiyatlari, uni ishlab chiqish va qo‘llash
uchun zarur cheklangan resurslar o‘rtasida muvofiglikni ta’minlashi kerak. Ishlab
chiqarish ob’ektiga qo‘yiladigan dastlabki talablar sifatida resurslar aniqlanadi,
tizimni tahlil qilish va loyihalash jarayonlarida rejalashtirishning ishonchliligi oshadi,
shuning uchun ham ular quyidagi bosqichlardan o‘tishi kerak:

loyihaning maqsad va vazifalarini oldindan rasmiylashtirish uchun ob’ekt va
dizaynni o‘rganish;

ilgari amalga oshirilgan o‘xshash prototiplardan olingan ma’lumotlarni
umumlashtirish va loyiha arxitekturasini yaratish asosida dasturiy mahsulot uchun
mumkin bo‘lgan xususiyatlar va talablarni birlamchi prognozlash;

bosqichlar va amaliy dasturiy paketlardagi ishlarni amalga oshirish uchun resurs
xarajatlarini hisobga olish;

ishlab chiqarish rejasini detallashtirish va amalga oshirishni boshqgarish, uni
operatsion sozlash va dasturty mahsulot to‘plamining tarkibiy qismlarini ishlab
chiqish xususiyatlariga muvofiq resurslarni gayta tagsimlash;

dasturiy mahsulotlarni ishlab chigarishda bu ma’lumotlardan prototip sifatida
foydalanish uchun ma’lum bir loyihani rejalashtirish va boshqgarish natijalarini
umumlashtirish va to‘plash.
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Mijozlar dasturiy mahsulotni sifatli va o‘z vaqtida bo‘lishi bilan birga uning
foydalanish davri ham muhim hisoblanadi. Har qanday dasturiy mahsulotning
ma’lum darajada o‘zgarishi mijozlarni foydalanish darajasini pasayib borishiga olib
keladi. Shuning uchun loyihalashda dasturiy mahsulotlarning hayotiylik davriga ham
e’tibor qaratilishi lozim. Dasturiy mahsulotlarni hayotiylik yo‘lini uzaytirish esa
loyiha boshqaruvidagi asosiy vazifalar hisoblanadi. Shunga ko‘ra, 1-rasmda ragamli
mahsulotlar marketingini amalga oshirishning hayotiylik davrida qo‘llaniladigan
texnologiyalar tizimlashtirilgan. Taklif etilgan texnologiyalardan foydalanish dasturiy
mahsulotlarning hayotiylik davrini uzaytirish imkonini beradi va mazkur o‘zgarishlar
mijozlarning javob reaksiyalariga mos bo‘lishi talab etiladi. Bozorda maksimal
qamrovni amalga oshirish uchun hayotiylik davrini uzaytirish bo‘yicha choralar
belgilashda tavsiya etilgan ko‘rsatkichlardan foydalanishni nazarda tutish lozim.

Xarid gilinadigan media
Ragamli tajriba platformalari
Video chat
APIlga| asoslangan ragamli tijorat
Takroriy xaridlarni boshqgarish
Mijoz harakatlari Py ® y 4
analitikasi .
Vebda real vagt kommunikasiyasi
Kohversiya tijorati é (@) q Y
Mijozlar intellekual analitikasi Mobil POS
Marketpleys operatsiyalari .
DM Tag(belgilash) boshgaruv Firibgarlik
Mijozlarni jalb qgilish g Virtual karmon tekshiruvi
xabi
Virtual assistent O
CRM hichun xabar % e g e DOM OO Integratsiyalashgan brokerlik
almashish dasturlari Mijozlarga xizmat ko‘rsatish 8 y 8
AR va VR o uchun bilim boshgaruvi 0 @) Ragamli tijorat SaaS
o) Mobile tiiorat Ma'lumotlarni boshgarish tizimi (MDM)
S
o Q O CPQ (Konfiguratsiya, narx,
g ® Q taklif)
.E Py Shaxmiylashtirish OO O O Narx optimizasiya va boshqaruvi B2B
3 Thing mexanzmlaki Dinamik narxlash
tijorat Mobile Sodiglikni boshqarish tizimi
tijorat Tezkor javob beruvchi dizayn
Korporativ teskari alogani boshqarish Vaqt
Ragamli kuponlar tizimi
Innovatsion Eng yuqori Quyi nugta Yuksalish Samaradorlik
nuqta nuqta chizig‘i nuqtasi

1-rasm. Raqamli mahsulotlar marketingini amalga oshirishning
hayotiy davri"

Dasturiy mahsulotlarni ishlab chigish va marketingini amalga oshirishda Agile
yondashuvi asosida SCRUM metodologiyasidan foydalanish bo‘yicha tavsiyalar
ishlab chiqilgan bo‘lib, unda dasturiy mahsulotlar marketing strategiyasini amalga
oshirishda SCRUM marketingini amalga oshirish taklif etilgan. 2-rasmda SCRUM
metodologiyasi bo‘yicha dasturiy mahsulot hayotiy sikli va uning marketingini
amalga oshirish yondashuvi keltirilgan.

Taklif qilingan marketingda SCRUMdan foydalanish axborot biznesi
kompaniyasi uchun quyidagi muhim afzalliklarni beradi: turli xil ustuvorliklar aniq
va qisqacha ko‘rib chiqiladi, muntazam tekshiruvlar manfaatdor tomonlarni

' Muallif tadgiqotlari natijasida tuzilgan.
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birlashtiradi, turli xil manfaatdor tomonlar bo‘lsa ham, qarorlarni mahsulot egasi
qabul qiladi, yaxshilangan marketing tahlili kompaniyaning rejalashtirish uslubini
o‘zgartirishiga xizmat qiladi.

Tadqiqotlarimiz shuni ko‘rsatadiki, axborot biznesi ekotizimini muvafaqqiyatli
qurish uchun mintaqaviy bozor talablarini tushunish va global tendentsiyalarga
ergashish muhim hisoblanadi. Shuning uchun murakkab dasturiy ta’minot tizimlarini
ishlab chigarish sohasidagi malakali mutaxassislarni tayyorlash va o‘qitish, ularni
zamonaviy yuqori sifatli dasturty mahsulotlarni ishlab chiqarish usullari va
zamonaviy dasturlash madaniyatiga o‘rgatish zaruriyati tug‘iladi.

keti Xabi:)t?rllzla\\rli]\-/aB\::fII;?t?rlc;ylik Kunlik

Mar Etlng_ kontent taqvimini loyihalash; uchrashuv:

o0, maqsad|al'l Xabarlarning birinchi haftasi uchun Kecha nimaga
.Q. vizual va sarlavhalar yaratish; erishildi?
KPI belgilash; Bugun nima ustida

I I I I I I I I Eng yaxshi 10 ta influencerni —> ishlanadi?

aniglash; 24 soat To'siglar bormi?

Influencer bilan hamkorlik uchun e-
\l pochta xabar/takliflarni ishlab YANGI
Foydalanuvchi qaydlari: chigish.

O‘ZGARTIRISHLAR:
Blog kontentini yaratish
va nashr etish.

2-4 XAFTALIK
SPRINTLAR

-xoxishlar;
- giymat/naflilik;
- qulaylik/osonlashtirish.
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R4

va hamkorlik
shartnomalarini
yakunlash.

Influenserlar bilan ishlash

Mahsulot bekloglari:
Blog uchun kontent yaratish;
ljtimoiy media kampaniyasi

Sprint rejalari

A

yaratish; Tanlangan — -

Influencer bilan hamkorlik; mahsulot bekloglar: Sprlnt jarayonl SPRINT TAHL"-I:
llovalar do‘konini ljtimoiy media tahlili: Qaysi magsadlarga
optimallashtirish strategi\_/asi; »| kampaniyasi yaratish; Nima jarayon yaxshi erishildi? L /
Elektron pochta marketing Influencer bilan L bo'ldi? 7 llova sotish, yuklab olish

kampaniyasini yuritish. hamkorlik. Keyingi safar qaysi yoki foydalanuvchi
— jihatlarni yaxshilash / ishtirokiga.qa.nday ta’sir
- - mumkin? qildi?

€ _— | (RN

— Sprint rejalari (

2-rasm. SCRUM metodologiyasi bo‘yicha dasturiy mahsulot xayotiy sikli va
uning marketingini amalga oshirish'*

Yugqgoridagilardan kelib chiqib, dasturiy ta’minot ishlab chiqaruvchisi quyidagi
asosiy vazifalarni amalga oshirishi lozim: 1) dasturiy mahsulot tayyor bo‘lmasdan
oldin uning mumkin bo‘lgan mijozlari bilan alogaga kirishish 2) dastlabki test
holatidayoq kelishilgan mijozlarga taqdim etish 3) dastlabki 5-10-100 sotuvlarga
erishish 4) mahsulotni sotish tizimini yaratish 5) dasturiy ta’minotni sotish tizimini
boshqarish bosqichlarining samarali ketma-ketligini shakllantirish.

Dissertatsiyaning «Axborot mahsulotlari elektron tijoratida raqamli
marketing vositalaridan foydalanish» deb nomlangan uchinchi bobida Sanoat 4.0

14 Muallif ishlanmasi.
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konsepsiyasida ragamli marketing va biznes-jarayonlarni boshgarishning zamonaviy
usul va modellari tasniflangan. Axborot mahsuloti va xizmatlarini taqdim etuvchi
kompaniyalarning ragamli marketing faoliyatini boshqarish bo‘yicha uslubiy
yondashuvlar taklif etilgan. Axborot mahsuloti va xizmatlarini taqdim etuvchi
platformalar faoliyatini samarali tashkil etish usullari aniqlangan.

Sanoat 4.0 — narsalar Interneti (NI), sun’iy intellekt (SI) va robototexnika singari
ilg‘or texnologiyalarning ishlab chigarish va boshqa sohalarga integratsiyalashuvi
bilan tavsiflangan to‘rtinchi sanoat inqilobini tavsiflaydi.

Ragamli marketing vositalaridan samarali foydalanish Sanoat 4.0 marketingida
sezilarli o‘zgarishlarga olib keldi, kompaniyalarni mijozlarga erishish uchun ragamli
marketing usullaridan ko‘proq foydalanishga undaydi.

Biznes-jarayonlarni boshqarish: Sanoat 4.0, shuningdek, korxonalar o‘z
jarayonlarini boshqarish usullarini o‘zgartiradi. Kompaniyalar o‘z jarayonlarini
soddalashtirish va avtomatlashtirish uchun raqamli texnologiyalardan tobora ko ‘proq
foydalanmoqda, bu esa samaradorlikni yuksaltirish va xarajatlarni tejashga olib
keladi. Biznes-jarayonlarni boshqarishning zamonaviy modellari quyidagilarda aks
etmoqda: biznes-jarayonlarini avtomatlashtirish (BPA); biznes-jarayonlarini qayta
qurish (BPR); 6 Sigma metodologiyasi (Lean Six Sigma); g) Agile metodologiyasi.

Muallif fikricha, kompaniyalarning AXM yetkazib beruvchilar uchun aniq
moslashtirilgan raqamli marketingning murakkab mubhitini o‘rganishlari talab etiladi.
Bugungi jadal rivojlanayotgan ragamli landshaftda AXM taqdim etuvchi
kompaniyalarning marketing faoliyatini boshqgarishning tashkiliy va iqtisodiy
mexanizmlarning uyg‘unligini ta’minlash ustuvor yo‘nalishdir. Ushbu mexanizmlar
marketing samarasi, samaradorligi va moslashuvchanligini ta’minlashga imkoniyat
beradi.

Virtual muhitda marketing faoliyatini boshqarishning tashkiliy va iqtisodiy
mexanizmlari iqtisodiy va tashkiliy tasnif bo’yicha ajratiladi. Tashkiliy mexanizmlar
kompaniyalar marketing bo‘limlarining funksional vazifalari, strategik qarorlar gqabul
qilishi va wulardan foydalanish ko‘rsatkichlari bilan ifodalanadi. Iqtisodiy
mexanizmlar kompaniyaning moliyaviy faoliyati va narx strategiyalari bilan bog‘liq
faoliyatini aks ettiradi. AT landshaftida kompaniyalar o‘zlarini ajratib ko‘rsatish va
bozor yetakchilikka erishish uchun ko‘plab yangi yondashuvlardan foydalanishga
o‘tmoqda. Bunday yondashuvlardan biri motivatsion funksiyalarga asoslangan
marketing faoliyatini boshqarishdir. Axborot mahsuloti va xizmatlarini taqdim
etuvchi kompaniyalarning marketing faoliyatini boshqgarishning tashkiliy-iqtisodiy
mexanizmlari virtual muhitda ijtimoiy tan olinishi va shaxsiy salohiyatni
rivojlantiruvchi motivatsion funksiyalardan foydalanish muhim yo‘nalish sifatida
qaraladi.

Kompaniyaning tashkiliy boshgaruvini motivatsion funksiyalar asosida tashkil
etish IT-biznesi yanada ishonchli, jozibador va samarali biznes sifatida tan olinishini
ta’minlaydi. 3-rasmda axborot mahsuloti va xizmatlarini taqdim etuvchi
kompaniyalarning motivatsion funksiyalarga asoslangan marketing faoliyatini
boshqarish modeli taklif etiladi.

Taklif etilgan konsepsiya asosida AXM bozorining boshqarilishi mijozlarga

yo‘naltirilgan va unga yuqori naf yaratishga garatilgan virtual biznes shakllarini
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yuzaga chiqarish imkoniyatini va "Korxona 4.0" konsepsiyasini shakllantirishga,
virtual korxonalarni tashkil qilishga va boshqarishda yangi tamoyillar va
yondashuvlar joriy etishga olib keladi.

AXM kompaniyalari marketing faoliyatini boshqarish

¥ I l I )’

Rejlashtirish Muvofiqglashtirish Nazorat
Internet orqali
marketing Strategik rejalarni
i ini i o g bajarilishi;
Mijozlarning onlayn Raqa'mli 'm'ark‘eting Motivatsiyalash AT infratuzilmasini xavfsizligi; Mijoz
mavjudligi va ularni fzzllyylzgmvylzﬁa samarali tashkil profilining xavfsiz
internet o . ) etish; tizimi nazorati;
platformalaridan rtr'lu'Xlt'd? ISh‘llaSh ijt?]rrllr:il;lt;lnzlitn%zh CRM tizimlaridan Shaffoflikni
foydalanish 1zimini yo-iga ; ish: ta’minlash;
dara y, o ) qo‘yish; Shaxmiy salohiyatni 'l‘joyd'alamsh', IT auditi: Bi
arajasini aniqlash; o A Jjtimoiy mediya auditi; Biznes
Raqamli vositalardan| | Korxona 4.0ni joriy rivojlantirish; : - jarayonlarini
q ; etish: Mukofotlash tizimlarini menejmentl; jaray -
' foydglamsh ' Masofa’ﬁ joriy etish; ljtimoiy PR muvofiqligi
imklniyatlarini rexnoloni lyd Geymifikatsiya; menejmenti;
belgilash ¢ f(())y(()iillz?li:; an Agile va Scrum
Google Analytics CRM systems Tableau
SEMrush/Ahrefs Monday.com Kahoot! Praise Sprout Kissmetrics/Hotjar
HubSpot Slack Social media Social/Buffer Moz
Trello/Asana Dropbox/Google 15Five Mailchimp/Const Hootsuite
Google Trends Drive GamEffective ant Contact DashThis
Basecamp Marketo

Marketing faoliyatini boshqarish bo‘yicha dasturiy vositalar

3-rasm. Axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning
motivatsion funksiyalarga asoslangan marketing faoliyatini boshqarish model"

Zamonaviy elektron tijoratda ixtisoslashgan sanoat standartlari va xizmat
ko‘rsatish me’yorlari etishmasligi sababli ro‘yxatdagi turlarning aniq belgilari
mavjud emas. Do‘kon turini ko‘rsatish uchun bunday nomlardan foydalanish xato
bo‘lmaydi. Ushbu kichik toifalar “taklif qilinadigan tovarlar assortimenti’ni
tasniflash mezoniga muvofiq ko‘rib chiqilishi lozim. Asosiy qiymat iste’molchining
mahsulot sotib olish bilan qondirishni istagan asosiy ehtiyojda ifodalanadi. Ikkinchi
daraja savdo xizmatlarining asosiy xususiyatlaridir. Bu savdo xizmatining majburiy
elementlari, mahsulotning o°‘zi va asosiy savdo xizmati bo‘lib, ularsiz asosiy
funksiyalarni amalga oshirish mumkin emas. Majburiy elementlar savdoning usul va
shakllari, talab qilinadigan xizmat ko‘rsatish amaliyoti bilan belgilanadi. Elektron
tijoratda mahsulot sotib olish standarti 4-rasmdagi algoritmga asoslanadi.

15 Muallif ishlanmasi
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Elektron tijorat mahsulotlarini sotib olishning standart algoritmi mijozlar
ehtiyojlarini aniqlash, mahsulotlarni qidirish, variantlarni baholash, sotib olish
to‘g‘risida qaror gabul qilish, xaridni amalga oshirish va xariddan keyingi baholashni
o‘z ichiga oladi. Ushbu algoritmni bir nechta ragamli texnologiyalar bilan boyitish
mumkin. Sun’iy intellekt va Mashina o‘rganishi mijozlarga xizmat ko‘rsatish va
ularga moslashtirilgan tavsiyalar taklif qiladi, Big Data esa iste’molchiga oid
qo‘shimcha tahlillarni tagdim etadi. Kengaytirilgan va virtual reallik ajoyib xarid
qilish tajribasini yaratishga va Blockcheyn texnologiyasi xavfsiz tranzaksiyalarni
ta’minlashga xizmat xkunaau. Narsalar interneti mahsulotlarni kuzatishni yaxshilaydi,
mobil texnologiyalar esa tezkor foydalanuvchilar uchun xarid qilish tajribasini
optimallashtiradi. [jtimoly media integratsiyasi ijtimoiy xaridlar va mahsulotning
ko‘rinishini targ‘ib qiladi, ovozli qidiruv va xarid qilish texnologiyalari esa raqamli
yordamchilardan ko‘proq foydalanishga xizmat qiladi. Ushbu texnologiyalar,
strategik jihatdan birlashtirilganda, mijozlar xaritasini va elektron tijorat biznesining
umumiy muvaffaqiyatini keskin yaxshilashga xizmat qiladi.

Doimiy mijozlar va on-layn savdo sohasidagi mutaxassislar o‘rtasida o‘tkazilgan
so‘rovnoma natijalariga ko‘ra turli ixtisoslikdagi on-layn do‘konlarda qoniqish
omillarining ahamiyati va darajasi baholab borilishi talab etiladi. Baholash 4 ta asosiy
omilga bog‘liq, bular: mahsulot bilan bog‘liq omillari, saytning qulayligi bilan
bog‘liq omillar, internet do‘konning axborot xizmatlari bilan bog‘liq omillar va
mahsulotni sotish va logistik tizim bilan bog‘liq omillar. Mazkur omillar asosida
mijozlarning do‘kondan qoniqish indeksini 4 ta yo‘nalish bo‘yicha baholash quyidagi
omillar asosda amalga oshiriladi:

1. Internet-do‘kondagi mahsulotlardan mijozlarning qoniqishi omillari (X;'):

x1 — mahsulot assortimentining to‘ligligi;

x3 — mahsulot assortimentining kengligi;

x3 — mahsulot bo‘yicha axborotlar (rasmi, foydalanish yo‘rignomasi, ishlab
chiqaruvchisi, sifat va sertifikatlar va h.k.) to‘ligligi;

2. Internet-do‘kon saytining mijozlar uchun qulayligi bilan bog‘liq omillar
X7):

x# — saytda mahsulotlarni qidirish va tanlash qulayligi;

x% — mahsulotni xarid qilish jarayonining qulayligi;

3. Internet-do‘kondagi axborot xizmatlaridan mijozning qoniqish omillar (X;):

x3 — saytda ishlash bo‘yicha yo‘riqgnomalar mavjudligi;

x5 — mahsulotlar bo‘yicha ma’lumotlar taqdim etish darajasi;

x3 — onlayn gayta aloqa qilish imkoniyatlarining mavjudligi;

x; — saytda ishlash bo‘yicha ko‘rsatmalarning mavjudligi;

4. Internet do‘konning mahsulotni sotish va logistik tizim bilan bog‘liq omillar
(XP):

x{ — mahsulotlarni yetkazib berish bo‘yicha xizmatlarning mavjudligi;

x, — mahsulotlar bo‘yicha sotishni rag‘batlantirish tizimlarining mavjudligi;

x3 — saytni qidiruv tizimlarida va ijtimoiy tarmogqlarda topish qulayligi;

x4 —lokatsiya xizmatlarining mavjudligi;

x5 — mahsulotlarni yetkazib berish bo‘yicha ta’riflarning moslashuvchanligi;

x¢ — mahsulotlar uchun turli to‘lov tizimlarining mavjudligi;
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Internet-do‘konlarda mijozlar qoniqishining vazn koeffitsiyentlarini (W)
belgilab olingan omillar bo‘yicha tanlangan mezonlarga respondentlarning umumiy
sonidan kelib chiqib, har bir me’zon bo‘yicha bergan ballarining o‘rtacha miqdorini
jami olish mumkin bo‘lgan maksimal ballga nisbati orqali hisoblanadi. Internet-
do‘konlarga nisbatan mijozlarning qoniqish darajasi mijozlar bilan o‘tkazilgan so‘rov
(5 ballik Likert shkalasi) asosida baholanadi.

Taklif etilgan yondashuv asosida O°‘zbekiston Respublikasi Prezidenti
huzuridagi Statistika agentligining elektron do‘kon (https://module.stat.uz/)
xizmatlaridan mijozlar qoniqishini baholash metodologiyasi sinab ko‘rilgan.
Tadqiqot onlayn anketa shaklida o‘tkazilib, unda jami 400 nafar respondentlar
ishtirok etgan. Ishtirok etgan respondentlarning Statistika agentligining elektron
do‘kon xizmatlaridan foydalanishi uchun qoniqishiga yuqori ta’sir etuvchi
omillarning ahamiyatliligi bo‘yicha olingan natijalar 3-jadvalda aks etgan.

3-jadval

Statistika agentligining elektron do‘kon xizmatlaridan foydalanishi uchun

mijozlarning qoniqish darajasini vazn koeffisientlari asosida baholash natijalari

O¢‘zga- | Ko‘rsatkichlar Respon- | Jami % o .
ruvchilar dentlar ball da w 7o da | fargi
X} mahsulot assortimentining to‘ligligi; 20 84 5,0 0,042 4,2 0,8
x3 mahsulot assortimentining kengligi; 35 148 8,8 0,074 7,4 1,4
mahsulot bo‘yicha axborotlar (rasmi,
x3 foydalanish yo‘rignomasi, ishlab chigaruv- 44 184 11,0 0,092 9,2 1,8
chisi, sifat va sertifikatlar va h.k.) to‘ligligi;
Jami In‘t.ernet d‘O‘kOIldi-lg-l n!ahSI‘llotlflrdan 99 i 24.8 0,208 20.8 4,0
mijozlarning qoniqishi omillari
x4 saytda. mahsulotlaml qidirish va tanlash 25 106 6.3 0,053 5.3 1.0
qulayligi;
x5 mahsu.lo.tm xarid qilish jarayonining 40 168 10,0 0,084 8.4 1.6
qulayligi;
. . P =
Jami Intern‘et‘d(? kon sayt‘lmng‘mljozlar uchun 65 ) 16,3 0,137 137 2.6
qulayligi bilan bog‘liq omillar
X6 saytda 1s.hl.ash bo‘yicha yo‘rignomalar 43 180 10,8 0,09 9 1.8
mavjudligi;
x7 mghsulotl_ar ‘_bo yicha ma’lumotlar tagdim 3 134 8.0 0,067 6.7 1.3
etish darajasi;
x8 onlayn qayta aloqa qilish imkoniyatlarining 31 129 78 | 0,0645 | 645 1.35
mavjudligi;
x9 saytda 1s.hl.ash bo‘yicha ko‘rsatmalarning 25 105 6.3 00525 | 5.25 1,05
mavjudligi;
. . .
Jami | Internet do'kondagi axborot =~ 131 - 328 | 0274 | 274 | 52
xizmatlaridan mijozning qoniqish omillar
x10 Mahsulotlgml yetkjc121b. bf:rlsh bo‘yicha 12 51 3.0 | 00255 | 2.55 | 045
xizmatlarning mavjudligi
x11 Ma}hsulc.)tl.ar bo y1.cha .sc?tlshm rag‘batlantirish 25 105 63 | 00525 | 525 | 1,05
tizimlarining mavjudligi
x12 Saytni gidiruv t1.21mlar1da.vz.1 ijtimoty 29 93 5.5 00465 | 4.65 | 0.85
tarmogqlarda topish qulayligi
x13 Lokatsiya xizmatlarining mavjudligi 18 75 4,5 | 0,0375 | 3,75 | 0,75
x14 M’a}.lsulot.laml yetkazib berlsh bo yicha 13 55 33 | 00275 | 275 | 0,65
ta’riflarning moslashuvchanligi
x15 Mah.sulqtl'ftr uchun turli to‘lov tizimlarining 15 63 3.8 | 00315 | 3.15 | 0.65
mavjudligi
Jami Internet do‘konning mahsulotni sotish va
logistik tizim bilan bog‘liq omillar 105 j 26,3 0,221 22,1 4.2
Jami respondentlar soni 400,00 - 100 0,84 84,4 15,6
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O’tkazilgan tadqiqot natijalaridan ma’lum bo‘ladiki, Statistika agentligining
elektron do‘kon xizmatlaridan mijozlarning umumiy qoniqish darajasi koeffitsiyent
0,84ni tashkil etdi. Jami natijalarga nisbatan 15,6 foizga past bo‘lib, bunda internet
do‘kondagi mahsulotlardan mijozlarning qoniqishi omillarining farqi 4,0 foizga,
internet do‘kon saytining mijozlar uchun qulayligi bilan bog‘liq omillar 2,6 foizga,
internet do‘kondagi axborot xizmatlaridan mijozning qoniqish omillardan qoniqishi
eng past 5,2 foizga, internet do‘konning mahsulotni sotish va logistik tizim bilan
bog‘liq omillar bo‘yicha 4,2 foizga past ekanligi aniqlangan. Statistika agentligi
internet-do‘kon xizmatlarida axborot mahsulotlari bo‘yicha mijozlarga ma’lumotlarni
tagdim etish bo‘yicha faoliyatini yanada samarali tashkil etishi lozim.

Mijozlarning qoniqish darajasini aniqlash bo‘yicha tadqiqot o‘tkazilganda
tagdim etilgan ma’lumotlardan ko‘rinib turibdiki, Uzum.uz 500 respondentdan iborat
tanlov asosida 92 foizga teng qoniqish koeffitsiyenti bilan eng yaxshi natijalarga
erishgan veb-sayt sifatida ajralib turadi. Bu boshqa veb-saytlarga nisbatan
mijozlarning qoniqish darajasi yuqori ekanligini ko‘rsatadi. Aksincha, Texnolux.uz
eng past qoniqish darajasiga ega — 72%, garchi unda respondentlar soni nisbatan
yugori bo‘lsa-da (380), bu veb-saytni yaxshilash uchun sohalar bo‘lishi mumkinligini
ko‘rsatadi. (4-jadval) On-layn savdo xizmatlari, iste’molchilarining umumiy
qoniqishi axborot xizmati tarkibiga kiruvchi xizmatlar turini idrok etish asosida
shakllanadi. Bundan tashqgari, axborot xizmatlari asosan ikkilamchi bo‘lib, savdo
xizmatlarinaH KOHUKHIITA HUCOATaH aXaMUSTIUIUD.

4-jadval
O‘zbekiston Respublikasida faoliyat yurituvchi Internet do‘konlar
xizmatlaridan mijozlarning qoniqish darajasini baholash natijalari

Penonnentaap Axborot xizmati -

Ne Internet do‘kon COHM omillarini baholash Qonigish

uchun o‘rtacha ball flapazkacu
1. | Uzum.uz 500 4.6/5 92%
2. | Express24 250 4.3/5 86%
3. | Zoodmall 350 4.5/5 90%
4. | Olcha.uz 400 4.1/5 82%
5. | Texnomart.uz 270 4.0/5 80%
6. | Mediapark.uz 320 4.2/5 84%
7. | Asaxiy.uz 290 3.9/5 78%
8. | KorzinkaGo 190 3.7/5 74%
9. | Shopme.uz 310 4.4/5 88%
10. | Texnolux.uz 380 3.6/5 72%

Barcha platformalar bo‘yicha umumiy o‘rtacha qoniqish darajasi 80 foizni
tashkil etadi, bu maqtovga sazovor. Biroq, har bir veb-sayt uchun respondentlar
sonidagi o‘zgarishlarni tan olish kerak. Express24 va Goodzone.uz kabi ba’zi veb-
saytlarda respondentlar kamroq bo‘lsa-da, qoniqish darajasi yuqoriligicha qolmoqda.
Bu shuni anglatadiki, hatto kichikroq foydalanuvchi bazasi bo‘lsa ham, ular
foydalanuvchining qoniqishi nuqtai nazaridan yaxshi ishlamoqda.

Korxonalar va manfaatdor tomonlar uchun bunday qoniqish ko ‘rsatkichlarini
tushunish juda muhimdir. U foydalanuvchi tajribasini yaxshilash, mijozlarga xizmat
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ko‘rsatish sifatini oshirish yoki marketing strategiyalari bo‘yicha garorlarni gabul
qilishga xizmat qilishi mumkin. Har doimgidek, har tomonlama tushunish uchun
foydalanuvchilarning individual fikr-mulohazalari va o°ziga xos tashvishlariga
chuqurroq kirib borish zarur.

Dissertatsiyaning ~ «Axborot mahsuloti va  xizmatlari marketing
strategiyalaridan foydalanish yo‘llari» deb nomlangan to‘rtinchi bobida axborot
mahsuloti va xizmatlari marketing strategiyalariga talablar ishlab chiqilgan, dasturiy
mahsulotlarni sotuvchi platformalarning raqobatbardoshligi baholangan va strategik
yo‘nalishlar belgilab berilgan. Axborot mahsuloti va xizmatlarining geymifikatsiya
marketing strategiyasidan foydalanish bo‘yicha takliflar berilgan.

Axborot mahsulotlari va xizmatlarini tagdim etuvchi xalqaro platformalar
tomonidan eng keng qo‘llaniladigan marketing strategiyalaridan biri sifatida
“geymifikatsiya ” alohida ahamiyatga ega. Geymifikatsiya deganda “o‘yinlashtirish”
nazarda tutiladi — bu marketingda sodiglik dasturlari va o‘yin mexanikasidan
foydalanish asosida magsadli auditoriyani jalb qilishga qaratilgan strategiya sifatida
qaraladi.

Geymifikatsiyaning mijozlar xulg-atvoriga ikki xil ta’siri asosida qiymatni
shakllantirishga qaratiladi, bular: ratsional motivatsiyalar va emotsional
motivatsiyalar. Ratsional motivatsiyalar sifatida mahsulot sifati, xizmat ko‘rsatish
sifati, tagsimot kanallari va sotish tizimi sifati kabi asosiy omillar nazarda tutiladi.
Emotsional (hissiy) motivatsiyalar deganda mijozni sotib olishiga motiv beruvchi
hissiy omillar hisoblangan brendga iste’molchining ishonchini oshirishga yordam
beruvchi omillar nazarda tutiladi.

Shunga ko‘ra, ratsional va emotsional qiymatni onlayn bozorda aynigsa, AMX
bozorida tushuntirish uchun asosiy qiymat o‘lchovlari sifatida ko‘rib chiqilishi
maqgsadga muvofiq. Geymifikatsiya marketing strategiyasini  mahalliy AXM
kompaniyalari faoliyatida foydalanish va joriy etish bo‘yicha marketing tadqiqotlar
amalga oshirilgan. Tadqiqotning maqgsadi mijozlar ehtiyojini qondirish va
iste’molchining onlayn bozordagi ijobiy xulg-atvorini shakllantirishga xizmat
qiladigan  ratsional va emotsional qiymatni shakllantirishda geymifikatsiya
marketing strategiyasining ahamiyatini aniqlashdan iborat. Mazkur muammoni hal
etishga qaratilgan tadqiqotda 9 ta gipoteza kiritilgan. Ishlab chiqilgan metodologik
yondashuvga asoslangan holda AMX taqdim etuvchi platformalarni baholash uchun
tadqiqotning konseptual asoslari ishlab chiqgilgan.

Tadqiqot ob’ekti sifatida ‘““asaxiy.uz” platformasi tanlandi. Anketa asaxiy.uz
platformasiga joylashtirildi va 2 oy davomida saytga tashrif buyuruvchilarga va
telegramm kanallariga a’zo bo‘lganlarga tarqatildi. Onlayn o‘tkazilgan so‘rovnomada
jami 2800 ta respondent ishtirok etdi. Ushbu so‘rovnoma natijalari SPSS statistics-22
hamda “SmartPLS 3” dasturiy paketlarda gayta ishlandi va PLS algoritmiga
asoslangan usul bo’yicha tahlil qilindi.

Yugqorida taklif etilgan metodologik yondashuv asosida “SmartPLS 3 dasturiy
paketidan foydalanilgan holda PLS yo‘l koeffitsentlarini aniqlash asosida
Geymifikatsiya marketing strategiyalaridan foydalanishning boshqa turli omillarga
munosabati samarasi hisoblangan. “SmartPLS 3~ dasturiy paket ‘“Bootstrapping
Algorithm” usuli asosida barcha omillarning yo‘l koeffitsiyentlari hisoblanadi. Model
natijalari bo‘yicha aniqlangan yo‘l koeffitsiyentlari 5-jadvalda aks etgan.
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5-jadval
Yashirin o‘zgaruvchilarning yo‘l koeffitsiyentlarini (Path Coefficients)

hisoblash'’
Original | Sample Stal.ldifrd T Statistics
Boruuk omuiuiap Sample | Mean | Deviation (O/STDEV]) P Values
0) M) (STDEYV)
Brendni yoqtirish -> WOM 0,657 0,658 0,010 66,711 0,000
Brendni yoqtirish -> Brendga sodiglik -0,656 -0,657 0,010 67,580 0,000
Geym1ﬁkats1ya marketing -> Ratsional 0,056 | -0,061 0.019 2,908 0,004
omillar
Geymifikatsiya marketing -> 0,054 | 0,060 0,020 2,707 0,007
Emotsional omillar
Platformadan qoniqish -> Brendni 0275 | 0274 0,019 14,506 0,000
yoqtirish
Ratsional omillar -> Brendni yoqtirish 0,285 0,285 0,018 16,119 0,000
RatslqnaI omillar -> Platformadan 0.376 0.376 0.017 21,712 0,000
goniqish
Emotsional omillar -> Brendni yoqtirish -0,301 -0,302 0,018 16,753 0,000
Emgtslonal omillar -> Platformadan 10,389 10,390 0.017 23,153 0,000
goniqish

Olingan natijalari bo‘yicha regressiya yuklanishining standartlashgan
koeffitsiyenti [ (Path Coefficients) = SmartPLS 3. dasturiy paketi bo‘yicha
o‘zgaruvchilar orasidagi sabab-oqibat bog‘lanishlar kuchini o‘lchash uchun
foydalanilgan.

Yo‘l koeftitsiyentlari bo‘yicha hisoblangan qiymatlar va statistik ahamiyatliligi
bo‘yicha yuqorida keltirilgan gipotezalarga mos bo‘lgan SmartPLS paket dasturi
asosida olingan model 5-rasmda keltirilgan.
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S5-rasm. AMX taqdim etuvchi platformalarda geymifikatsiya marketing
strategiyalarini brendingga ta’sirini baholashning PLS modeli‘®

'7 Muallif tomonidan SmartPLS paket dasturi asosida olingan natijalar
'8 Muallif tomonidan SmartPLS paket dasturi asosida olingan natijalar
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“Path Coefficients” koeffitsiyent -1 va + 1 o‘rtasidagi standartlash-tirilgan
koeffitsiyentlar hisoblanib, + 1 ga yaqin bo‘lgan koeffitsiyentlar kuchli ijobiy
ta’sirni ko‘rsatadi  va aksincha. Olingan natijalardan ma’lum bo‘lmoqdaki,
platformadan  foydalanuvchilar  geymifikatsiya  marketing  strategiyalaridan
foydalanish orqali mijozlardagi emotsional hissiyotlarni shaklantirishga harakat
qilishmoqda.

4-rasmda keltirilgan ma’lumotlarga asosida gipotezalarning asoslanishini
samaralarni aniqlash statistikasi bo’yicha quyidagicha talqin qilish mumkin:

HI1. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanishi
ratsional omillar ta’sirini oshirishi bo‘yicha gipotezalarni rad etadi. Yashirin omillar
hisoblangan Geymifikatsiya marketing -> Ratsional omillarning regressiyaning
yuklanish koefiitsienti (Path Coef.=-0,056, p(value)= =0,005) teskari ta’sirga ega
ekanligini aniqlandi. Gipoteza rad etiladi.

H2. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanish
tajribasi emotsional qiymatga ijobiy ta’sir qiladi. Yashirin omillar hisoblanganda
Geymifikatsiya marketing -> Emotsional omillarning regressiyaning yuklanish
koefiitsienti (Path Coefficients= 0,054, p(value)=0,006) ijobiy va kuchli ta’sirga ega
ekanligini aniglandi. Gipoteza asosli.

H3. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanish
mijozlarning brendga ishonchni mustahkamlaydi va mijozlarning ishonchiga ijobiy
ta’sir qiladi. Ratsional omillarning salbiy ta’siri tufayli Geymifikatsiya marketing ->
Platformadan qoniqish bo‘yicha jami samaralar qiymati (Total Effects)
koeffitsiyentni
-0,042 ni tashkil etdi. Natijadan ma’lumki, Geymifikatsiya marketing
strategiyalaridan foydalanish iste’molchilarning platformadan qoniqishi darajasiga
teskari ta’sirga ega. Gipoteza rad etiladi;

H4. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanishning
mijozlarda brendni yoqtirish hisasini shakllantirishga ham salbiy ta’siri aniqlandi.
Jami samaralar statistikasi bo‘yicha Geymifikatsiya marketing -> Brendni yoqtirish
bo‘yicha jami samaralar qiymati (Total Effects) koeftitsiyentni -0,044 ni tashkil etdi.
Bundan kelib chigganda mazkur gipoteza ham rad etiladi.

HS. Ratsional omillar platformadan qoniqishni oshirishga ijobiy ta’sir
ko‘rsatadi. Ratsional omillar -> Platformadan qoniqish hisasining shakllanishiga
jjobiy ta’sirga ega (Total Effects=0,376). Gipoteza qabul qilinadi.

H6. Emotsional qiymatning ham platformadan qoniqishni oshirishga salbiy
ta’siri aniglandi. Emotsional omillar -> Platformadan qoniqish bo‘yicha jami
samaralar (Total Effects) -0,389 koeffitsiyentini tashkil etdi va gipoteza rad etiladi.

H7. Brendni yoqtirish brendga sodiqlikka teskari ta’sirga ega. Brendni yoqtirish
va brendga sodiqlik o‘rtasida salbiy ta’siri mavjud. Brendni yoqtirish -> Brendga
sodiqlik (Total Effects) -0,656 koeffitsiyentini tashkil etdi.

HS8. Brendni yoqtirish korxonalarda WOM marketingga ijobiy ta’sir ko‘rsatishi
aniqlandi Brendni yoqtirish -> WOM (Total Effects= 0,657). Gipoteza asosli.
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H9. Brendga yoqtirish va brendga sodiqlik o‘rtasida esa teskari munosabatlar
mavjudligi aniglandi Brendni yoqtirish -> Brendga sodiqlik (Total Effects = -0,656)
gipoteza rad etiladi.

Amalga oshirilgan marketing tadqiqotlari natijalaridan ma’lum bo‘ladiki,
O‘zbekistonning bugungi mahallly AMX bozori sub’ektlari tomonidan
geymifikatsiya marketing strategiyalaridan foydalanishda quyidagi eng muhim
yo‘nalishlarga e’tibor qaratilishi lozim. Jumladan:

mijozlarni ratsional omillar ta’siridan xalos qilish uchun zamonaviy
marketingning mijozlar bilan munosabatlarni samarali yo‘lga qo‘yish;

iste’molchilarda onlayn mahsulotlarga bo‘lgan ishonchni oshirishga va
platformani ishonchli qilishga intilish;

geymifikatsiya marketing strategiyalaridan foydalanish bo‘yicha iste’molchilar
tajribasini o‘rganish bo‘yicha doimiy tadqiqotlar olib borish.

Umuman olganda nazariy va empirik jihatdan geymifikatsiya marketing
strategiyalari platformalarini shakllanish bosqichlarida emas, balki, platformalarning
hayotiylik yo‘lini uzaytirishda va iste’molchi xatti-harakatlarida brendga sodiqlikni
shakllantirib borishda samarali ekanligini ko‘rish mumkin.

Dissertatsiyaning “Axborot mahsulotlari va xizmatlari marketingida
mijozlarga yo‘naltirilgan ekotizim yaratish” deb nomlangan beshinchi bobida
axborot mahsuloti va xizmatlari bozorida mijozlar bilan o‘zaro munosabatlarni
tashkil etishning marketing ekotizimini shakllantirish uslubiyoti taklif etilgan,
axborot mahsuloti va xizmatlari bozori subyektlarining avtomatlashtirilgan marketing
xizmati modeli hamda konseptual axborot va analitik tizimini yaratish bo‘yicha taklif
va tavsiyalar berilgan.

Ragamli iqtisodiy muhitda iste’molchiga yuqori e’tibor qaratish, uning
ehtiyojlarini aniqlash, oldindan bilish va samarali qondirish orqali raqobatdosh
ustunliklar yaratish  asosiy strategik yo‘nalishdir. Texnologik innovatsiyalar,
globallashuv, iqtisodiyot rivojlanishining ragamli transformatsiyalashuvi sharoitida
AXM mahsulotlari bozorini samarali boshqarish tizimlarini yaratish barcha
mamlakatlar uchun ustuvor yo‘nalishga aylangan. Iqtisodiy —munosabatlar
rivojlanishining hozirgi bosqichida an’anaviy marketing tagsimot kanallarining
yanada yaxlit tuzilmalarini shakllantirish bo‘yicha raqamli ekotizimlar yaratish
keltirib o‘tilgan muammolarning asosiy yechimidir. Shunga ko‘ra muallif tomonidan
“raqamli marketing ekotizimi”ni yaratish eng muhim strategik yondashuv sifatida
qaralgan. Mazkur metodologik yondashuv marketing tagsimot kanallarining barcha
ishtirokchilari, ishlab chiqaruvchilar va sotuvchilar, boshga qabul qiluvchilar va
iste’molchilar o‘rtasidagi munosabatlarning integratsiyasi sifatida ifodalash mumkin.
Bunda ragamli infratuzilma va marketing faoliyatini muvozanatlash orqali
ekotizimning barcha ishtirokchilari uchun maqbul qiymatni yaratadigan platforma
shakllanishiga erishish mumkin deb hisoblaymiz. AMX kompaniyalari uchun
mijozlarga yo‘naltirilgan  ragamli marketing ekotizimining asosiy komponentlari
6-rasmda tavsiya etiladi.
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6-rasm. AMX kompaniyalari uchun mijozlarga yo‘naltirilgan raqamli
marketing ekotizimining asosiy komponentlari

Raqamli marketing ekotizimining birinchi elementi ergonomika va qulaylik
orgali mijozlarni jalb qilishga e’tibor qaratishni nazarda tutadi. Ikkinchisi ishlab
chiqaruvchi segment uchun mumkin bo‘lgan to‘siglarni tekislashni o‘z ichiga oladi.
Raqgamli ekotizimning shartli “yadrosi” marketing va kommunikatsiya komponentini,
infratuzilma ehtiyojlari va zarur texnologik bazani, iste’molchilar va ishlab
chiqaruvchilar o‘rtasidagi o‘zaro aloga funksionalligini ham amalga oshiradigan
korxonalarning innovatsion salohiyatini ta’minlaydi.

AMX kompaniyalari uchun mijozlarga yo‘naltirilgan ragamli marketing
ekotizimi quyidagilarga imkoniyat yaratadi:

1. Tagsimot kanallari ekotizimini rivojlantirish orqali raqobatda ustunlikni
ta’minlash;

1 Muallif ishlanmasi
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2. Iste’molchi ekotizimini rivojlantirish orqali mijozlarga qiymat (naf yaratish)
yaratish;

3. Samarali marketing kommunikatsiyasi tuzilmasi orqali raqamli ekotizim
ishtirokchilarining samarali integratsiyasiga asoslangan sinergiyani yuzaga chiqarish;

Ragamli marketing ekotizimi ragamli biznes ekotizimining ajralmas elementi
sifatida marketingning taqsimot kanallaridagi jarayon ishtirokchilarining samarali
integratsiyasini ta’minlashga qaratilgandir. Tizimning barcha ishtirokchilarining
birgalikdagi sa’y-harakatlari natijasida raqobat ustunliklariga erishish imkonini
beradigan barcha jalb qilingan sub’ektlarning o°‘zaro ta’siri mexanizmini
shakllantirish uchun rag‘batlantirish tizimini topish muhimdir.

Taklif etilayotgan marketing tagsimot kanallari bo‘yicha ekotizimni yaratish
orqali virtual AMX bozorlarida raqobatbardoshlikni ta’minlash ko‘p jihatdan
kommunikatsion jarayonlarni optimallashtirish va operatsion samaradorlikni
ta’minlshga bog‘liq. Shu munosabat bilan ragamli ekotizimga integratsiyalashuv
uchun hamkorlarni tanlash bo‘yicha qaror gabul qilish muhim ahamiyat kasb etadi.
Ushbu sohadagi tadqiqotning eng istigbolli yo‘nalishlaridan biri bu munosabatlar
sifatini baholaydigan, ma’lum darajada sinovdan o‘tgan xorijiy modellarni tahlil
qilish va ushbu modellarni sinovdan o‘tkazishdir.

Xalgaro tadqiqotlarda marketing keng ma’noda tashkilotning atrof-muhit bilan
o‘zaro ta’sirlashuvi strategiyasi va siyosatini shakllantirishga qaratilgan. Bunda
marketingning vazifasi muayyan tovarning iste’molchilari guruhini o‘rganish bilan
cheklanib qolmay, balki talab va taklif dinamikasini tahlil qilish, bozor rivojlanishi
prognozlarini tuzish, ular asosida strategik mahsulot guruhini tanlash orqali iste’mol
ko‘lamini oshirishni ham o0’z ichiga oladi. Shunga ko‘ra marketing ekotizimi
doirasidagi strategik sheriklar va o‘zaro munosabatlar doirasidagi xatti-harakatlarni
tartibga solish, narx siyosatini ishlab chiqish va tanlangan strategiyani amalga
oshirish uchun tashkilot ichida ragamli muhim yaratilishi lozim. Mazkur ragamli
muhit avtomatlashtirilgan marketing xizmatlari modeli (AMXM) asosida amalga
oshiriladi. AMXM modelini hisobga olgan holda, tizimning nafagat mijozlar
ehtiyojlariga javob berishini kuchaytirish zarurligiga, balki iste’molchilardan
tashqari, hamkor tashkilotlar (distribyutorlar, raqobatchilar va biznes-jarayonlari
oqimiga kuchli ta’sir ko‘rsatadigan shaxslar)ga ham e’tibor qaratish zarurligiga
e’tibor qaratish lozim.

AMXM uchun marketing analitik modeli o‘z funksionalligida turli sohalarda
hisobotlarni tuzish imkoniyatiga ega bo‘ladi, ammo ma’lumotlarni to‘plash va qayta
ishlashning ilg‘or usullaridan, shuningdek samarali vizualizatsiya vositalaridan
foydalanish bo‘yicha garorlar qabul qilishning murakkab modellarini yaratishni talab
etadi.

AMXM marketingining konseptual axborot va analitik modeli 6-rasmda
ko‘rsatilgan. = AMXMni axborot-tahliliy qo‘llab-quvvatlash tizimida quyidagi
vazifalar hal etiladi:

ekotizim ishtirokchilari faoliyatini axborot bilan ta’minlash;
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ekotizimning kichik ishtirokchilari faoliyatini tahliliy qo‘llab-quvvatlash, shu
jumladan har xil turdagi tahlillarni mustaqil ravishda o‘tkazish uchun vositalarni
tagdim etish;

ekotizim ishtirokchilarining bir-biri bilan samarali hamkorligini tashkil etish va
yagona g‘oyaga asoslangan biznes axborot muhitini yaratish.

Strategiya moduli:
Missiya va qarash, manfaatdor tomonlarga qo ‘yiladigan talablar, bozor konteksti, brend identifikatori, axlogiy
meyorlar
Avtomatlashtirish va qaror qabul qilish moduli Avtomatlash-
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= =
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7-rasm. Avtomatlashtirilgan marketing xizmatlari modeli (AMXM)ning
axborot va analitik tizimi >

Marketingni axborot va tahliliy qo‘llab-quvvatlashning asosiy funksiyalariga
quyidagilar kiradi:

1) tashqi marketing muhitining ekotizimi ishtirokchilarining marketing
strategiyalarini ishlab chiqish uchun analitik tahlillar va prognozlarni amalga
oshiradi;

20 Muallif ishlanmasi
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2) marketing ekotizimining ishtirokchilari uchun zarur bo‘lgan turli
manbalardan ma’lumotlarni tanlash, tahlil qilish, taqqoslashni soddalashtiradi

3) marketing strategiyalarini amalga oshirish va rejalarni amalga oshirish
darajasini, marketing faoliyati ko‘rsatkichlarini tahliliy gayta ishlashga asoslangan
baholashlarni amalga oshiradi;

4) menejerga axborotlarni vizual taqdim etish va ulardan foydalanish
samaradorligini oshiradi hamda eng zarur axborotlarni 0‘z vaqtida olish imkonini
beradi;

5) mugqobil garorlar gabul qilishga yordam beruvchi sun’iy intellekt va mashina
o’rganishi asosida tahlililar qilish imkoniyatini beradi.

Ushbu analitik marketing modelining o‘ziga xos xususiyati shundaki, u ushbu
ekotizimlarni to‘liq integratsiyalashtirgan holda, ularni, bir tomondan, korxona
boshqgaruv tizimida mijozlarga yo‘naltiriigan madaniyatga aylantirishga, ikkinchi
tomondan, tizim ichidagi raqobat muhitini shakllanishga yordam beradi.

Ekotizim doirasidagi axborotlarni yagona axborot makoniga aylantirish asosida
AMX korxonalari quyidagi samaradorlikka erishish imkoniyatlari yaratiladi:

1) Kengaytirilgan bashorat qilish imkoniyatlarini tagdim etish uchun sun’iy
intellekt va mashina o’rganishini qo'llash, iste’molchilar xulg-atvorini va talab
hajmlarini ishonchli bashorat qilish asosida optimal mahsulot portfelini yaratish;

2) Avtomatlashtirilgan marketing tahlili modeli strategik tushunchalarni raqamli
marketingda amaliy qo'llash bilan uyg'unlashtirgan keng qamrovli tuzilma va
yechimlarni taklif etadi. Kontent va ijtimoiy media boshgaruv vositalaridan
foydalanish, ma'lumotlarni tahlil qilish va vizuallashtirish vositalarini qo'llash
imkoni;

3) Optimal reklama strategiyasi variantini tanlash: potensial mijozlar doirasi va
ularning tovarlar va xizmatlarga bo’lgan qiziqishlari, Internetdagi xatti-harakatlari,
raqamli izlari asosida o‘zaro ta’sir modellari to‘g‘risida qaror qabul qilishni
osonlashtirish;

4) Hamkorlik aloqalarini o‘rnatish: tizimni rivojlantirish, tagsimlash tizimi
ishtirokchilari bilan birlashganda tavakkalchilikni boshqarish bo‘yicha samaradorlik
ko‘rsatkichlarini oshirish imkoniyati yaratiladi,

5) Marketing strategiyalarini samarali boshgarish: tizimning asosiy biznes-
jarayonlarini aniqlash hamda uni qo‘shimcha ragamli texnologiya va vositlaarni
qo’llash orqali marketing maqsadlariga erishiladi;

6) Taklif etilgan ko'p modulli yondashuv korxonalarning avtomatlashtirilgan
marketing harakatlarini optimallashtirish bilan birga bozor ma'lumotlariga tezkorlik
bilan javob berishni ta'minlaydi;

7) Targatish tarmog‘ini optimallashtirish: potensial mijozlarining keng doirasiga
kirish imkoniyati tufayli tovarlar oqimini maqsadli va magqsadli bo‘lmagan
segmentlarga optimallashtirish imkoniyati yuzaga keladi;

8) Ekotizimda ishtirok etuvchi korxonalarning o‘zaro hamkorligi doirasida
biznes yechimlarini ishlab chiqish, nafagat dasturiy vositlar va xizmatlar sohasida,
balki ragamli transformatsiya jarayonlarini samarali amalga oshirish bo‘yicha ham
biznes loyihalarni amalga oshirishga imkoniyat yaratiladi;

Umuman olganda AMX kompaniyalari uchun mijozlarga yo‘naltirilgan
raqamli marketing ekotizimini yaratish orqali mamlakatda barcha biznes jarayonlarini
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raqamli marketing faoliyatini samarali boshqarishga, ragamli marketing
infratuzilmasini yaratishga, biznesning yangi modellarini amaliyotga kiritishga
erishiladi va iqtisodiyotning raqamli transformatsiyasi jarayonlarini tezlashtirishga
imkoniyat yaratiladi.

XULOSA

Olib borilgan tadqiqot natijalari asosida quyidagi xulosalarga kelingan:

1. Jahon amaliyoti tahlili shuni ko‘rsatmoqdaki, ishlab chiqarish sohasida
mehnat resurslarining axborot tarmog‘iga va virtual bozorga ko‘chib o‘tish
tendensiyasi ortib bormoqda. Ragamli iqtisodiyot muhitida biznes sub’ektlari o‘z ish
joylarini zamonaviy texnologiyalar bilan jihozlashi va iste’molchilarga yuqori
darajada interaktiv va on-layn xizmat qiladigan sharoitlar yaratib berishi lozim.

2. Axborot-kommunikatsiya texnologiyalari sohasida biznesni shakllantirish,
rivojlantirish va ulardan samarali foydalanish milliy iqtisodiyotni modernizatsiya
qilish va innovatsion iqtisodiyotni shakllantirishning asosiy omillaridan biri
hisoblanmogda. Rivojlangan davlatlarning tajribasi shuni ko‘rsatmoqdaki, ular har
birining dunyodagi ijtimoiy, iqtisodiy va siyosiy mavgeini, avvalo, uning intellektual
boyligi ta’minlamoqgda va milliy iqtisodiyot bilimlarga asoslanib taraqqiy etmoqda.

3. Mamlakatlarda ragamli transformatsiyalashuv mijozlar bilan munosabatlarda
virtual bozorga xos yondashuvlardan imkon qadar samarali foydalanishni taqozo
etmoqda. Mijozlar bilan samarali kommunikatsiyalar eng so‘nggi buyumlar Interneti,
robototexnika, sun’iy intellekt va AR/VR singari yangi texnologiyalarga ko‘proq
investitsiyalar yo‘naltirilishini taqozo etmoqda. Mazkur texnologiyalardan keng
foydalanish bulut va biznes faoliyatida iste’molchilar bilan kommunikatsiya qilish
xarajatlarini yuqori darajada tejash imkoniyatini beradi.

4. Iqtisodiy taraqqiyotda axborot va bilimlar, xususan, inson intellektual
tafakkuri bo‘lgan AMX bozori va uning marketingini rivojlantirish orqali siyosat,
biznes va jamiyatning raqobatbardoshligi ta’minlanadi va mamlakatda innovatsion
iqtisodiyotni shakllantirishga asos sifatida xizmat qiladi. Ilmiy yondashuvlarni
umumlashtirgan holda axborot mahsuloti va xizmatlari bozori deganda «tijorat
asosida axborot mahsuloti va xizmatlariga talabni qondirish bo‘yicha iqtisodiy,
huquqiy va tashkiliy munosabatlar, mahsulot va xizmatlar nomenklaturasi, ularni
tagdim etish shartlari va mexanizmlarining amal qilishi jarayonlaridagi munosabatlar
majmuiy» sifatida garalishi magsadga muvofiq.

5. Tadqiqot natijalaridan aniqlanadiki, davlat idoralarida foydalaniluvchi amaliy
dasturiy mahsulotlarning asosiy qismi (70 %) xorijda ishlab chiqarilgan, 26 foiz esa
mamlakatimiz ishlab chiqaruvchilari hissasiga to‘g‘ri kelmoqda. Xorijiy mijozlarning
O‘zbekiston kompaniyalari xizmatlaridan keng foydalanish haqidagi qarorlariga
tannarx, mutaxassisning texnik  malakasi, sifat, unumdorlik, mijozga
moslashuvchanlik, vaqt sarfi, dasturiy tillarga moslashuvchanlik, mualliflik huquqini
himoya qilish tezligi singari omillar ta’sirining baholash orqali dasturiy mahsulotlar
eksport strategiyalarini ishlab chigarish imkoni yaratiladi.

6. Dasturiy mahsulotlarni ishlab chigarish bilan shug‘ullanuvchi ko‘plab
kompaniyalar dasturiy mahsulot tizimlarining butun hayot davrini tashkil qilish,
avtomatlashtirish va qo‘llab-quvvatlash bo‘yicha zamonaviy usullardan samarali va
keng foydalanishga ahamiyat bergandagina raqobatbardoshlikka erishiladi. Shu
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sababli, dasturiy mahsulotlarning hayotiy davrini tahlil qilish va iqtisodiy asoslash
bilan birga va tavsiya etilgan dasturiy mahsulotdan keng foydalanish samaradorligi
bo‘yicha doimiy ravishda marketing tadqiqotlari olib borilishi talab etiladi.

7. «SCRUM» metodologiyasi bo‘yicha dasturiy mahsulotlarning hayotiy davrini
baholash bo‘yicha taklif etilgan metodologik yondashuvdan keng foydalanish asosida
ishlab chigadigan dasturiy va axborot mahsulotlarining mijozlar talabiga doimiy
moslashuvchanligini ta’minlash hamda mahsulotlardan foydalanish davriyligini
oshirish imkoniyati yaratiladi.

8. Dasturty mahsulotlarni media marketing vositalari yordamida targ‘ib etish
raqamli mahsulotlar marketingini amalga oshirishning hayotiy davri bosqichlariga
mutanosiblikni ta’minlash orgali axborot mahsuloti va xizmatlari iste’molchilar bilan
uzoq muddatli munosabatlarni o‘rnatish va dasturiy mahsulotlarning hayotiylik
davrini uzaytirishga erishiladi.

9. Axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning
motivatsion funksiyalarga asoslangan marketing faoliyatini boshqarish modelidan
keng foydalanish kampaniyalar uchun virtual muhitda tan olinishini ta’minlash
imkonini beradi.

10. Internet-do‘kon mijozlari ehtiyojini qondirish omillarining ahamiyati va
darajalarini axborot vositalari, dasturiy vositalar va ilova dasturlar asosida alohida
baholash talab etiladi. Virtual aloga maydoni sharoitida kompyuter interfeysi orqali
sotuvchi va xaridor o‘rtasidagi o‘zaro ta’sir jarayonlarini amalga oshirish, virtual
sotuvchi faolligi, dasturlarni vizuallash vositalari, ma’lumotlarning ishonchliligi va
idrok etish qulayligi AMX uchun eng muhim atributlar hisoblanadi. Biz taklif etgan
ixtisoslashtirilgan  axborot mahsuloti va xizmatlarini taqdim etuvchilar uchun
mijozlarning xizmatlardan qoniqish darajasini aniqlash va baholash, ularga yanada
moslashuvchanlik imkoniyatlarini oshirishga yordam beradi.

11. Texnologik innovatsiyalar, globallashuv, igtisodiyot rivojlanishining virtual
va raqamli ekotizim sharoitida tovar aylanmasi jarayonlarini o‘zgartirish uchun
korxonalar faoliyatini fagatgina uning tashkiliy wva iqtisodiy vositalarini
axborotlashtirishda hamda biznes ekotizimlarida funksiyalarni ajratish, shu bilan
birga ragobatbardosh ragamli muhitni shakllantirish orqali amalga oshirish zarur.
Igtisodiy munosabatlar rivojlanishining hozirgi bosqichi an’anaviy taqsimot
tizimlarini yanada yaxlit tuzilmalarga — ragamli ekotizimlarga aylantirish AXM
bozori va marketingini rivojlantirishning metodologik yondashuvi sifatida
o‘rganilishi lozim.

12. «Ragamli marketing ekotizimi» — marketingning taqsimot kanallarining
barcha ishtirokchilari, ishlab chigaruvchilar va sotuvchilar, boshga gabul qiluvchi va
iste’molchilar o‘rtasidagi munosabatlar integratsiyasini ifodalaydi. Shuningdek,
raqamli infratuzilma va marketing qiymatini muvozanatlash orqali ekotizimning
barcha ishtirokchilari uchun maqgbul qiymatni yaratuvchi platformalarning
integratsiyalashgan shakllariga asoslanadi. AMX taqdim etuvchilarning raqobat
ustunligini ta’minlovchi mijozlarga yo‘naltirilgan ragamli marketing ekotizimini
yaratish orqali virtual bozorda an’naviy marketingning ishlab chiqarishga
yo‘naltirilgan konsepsiyalaridan mijozlar uchun qiymat yaratishga qaratilgan
zamonaviy marketing yo‘nalishlariga o‘tish tezlashadi.
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BBE/IEHUE (AnHoTanus auccepraunm J0KTopa Hayk (DSc))

AKTYaJIbHOCTh U BOCTPEOOBAHHOCTH Te€Mbl JHUCCEPTANMU. DKOHOMHYECKAS
cUTyalus, BbI3BaHHass B wmupe mnannemueit Covid-19, npuBena K TOMy, UTO
KOMIIaHUHU, TpPeNoCTaBisione WHGOOPMAIMOHHbIE TPOAYKTHl U YCIYTH, OKa3alld
BECbMa IOJIOKUTENIBHOE BIIMSIHUE Ha YCKOPEHHE MPOLECCOB 3KOHOMUYECKOTO POCTA B
CBOMX CTpaHax, a TaKke Ha oOecredyeHHe T'pa)kJIaH HOBBIMU YCIyraMu U pabouyuMu
MecTamMu. B pa3BUTBIX CTpaHaX CEPbE3HOE BHUMAHHUE YHAEISETCS IMPOU3BOACTBY
uH(poOpMaIMOHHBIX TPOAYyKTOB U ycayr (MIIY) kak HMCTOYHHUKY SKOHOMHUYECKOIO
pocta, a Takxke pa3paboTKe MapKETHHTOBBIX CTpaTeruid, HANpaBICHHBIX Ha HUX
s dexTuBHOE HcMoNb30BaHUE norpedurensimu. B 2022 roay B BeAylmux CTpaHax
peinka HWITY, B wactHoctH, B MHauu mnonydeHHble B AaHHOW cdepe HOXOIbI
coctaBuiu 227 mupa. nomi. CIIIA, B FOxnoi#t Kopee - 42,01 mapa. nomn. CIIA, a B
Kutae - 64,78 mupa. goin. CIIA'. B cBs3u ¢ >tum B CTpaHax MHpa HaOJIrOmaeTCs
yCTOWYMBas TEHJICHLMS POCTa HMHBECTULMH B Takue cdepbl Kak NpuodOpereHue
HEOOXOJIUMBIX YCTPOMCTB, MPOrPaMMHOTO OOECHEeYeHHs, TEICKOMMYHUKAIUU U
MapKETUHT UH(POPMALIMOHHBIX YCIIYT.

Kak mokazanu wuccnemnoBanusi Bcemupnoro 6anka 3a 2022 rox, 6onee 15%
rnobanbHoro BBII npuxoautrcss Ha 1u@poOBYI0 S5KOHOMHUKY, a B IOCJEIHUE
JECATUIIETHS] OHa MOKa3ana pocT B 2,5 pa3a Obictpee. Kpome 3TOro, KoiamuecTBo
noJyib3oBatenieid Obictporo MHrepHeta yBennuuioch Ha 10%, 3a cyeTr yero MOXKHO
obu10 nobuthes yBenmuenuss BBII crtpanbr wHa 1,3-2 %, a noxonoB Ha aymry
Hacenenus — Ha 0,8-2,5 %>, CoOOTBETCTBEHHO, TUIIEPKOHHEKTUBHOCTh B 9KOHOMMKE
(anr. hyperconnectivity) cocraBisieT OCHOBY LHU(POBON 3KOHOMHKHU, U YCUIIUBAET
nporuecchl HudpoBoil TpaHchopmali, OCHOBaHHbIE Ha B3aUMO3aBHCHUMOCTH JIIOJIEH,
opraHu3auuii U mMalmuH Ha 6a3e MHTepHeTa, MOOWIbHBIX TexHonorui u MHrepHera
BellleH, OJoKYeHHa U UCKYCCTBEHHOTO MHTEIUICKTA.

B kpymnHbIX Hay4dyHO-HCCIEIOBATENbCKUX HMHCTUTYTaX Mupa B obiactu UKT
(ITU, Gartner Research, IICD, nporpamma JB infoDev, UNESCAP) npoBoasitcs
Hay4YHbIE MCCIIEIOBAaHUSA B TAaKUX HaNpaBICHHUSIX Kak (opmupoBanue IUPpOBOH
HSKOHOMMKH, HKOHOMHYECKHH mporpecc u mnorpedutensckuii unaekc HWKT,
U3MEpEeHUE BIMUSHUS 3HAHUW M HWHHOBAalUMW, TMOBbIIIEHUE 3(PPEKTUBHOCTU
ucnionszoBanuss UIIY. B HacTosiiiee BpeMs HIMPOKOE HCIOIb30BaHUE THOKUX
MapKETUHTOBBIX CTPAaT€ruii U COBPEMEHHBIX HHCTPYMEHTOB NpU pa3paboTKe u
peanus3anuu MPOTPaMMHBIX MPOJYKTOB M OKa3aHUM KIMEHTaM YCIyr, HuGpoBOii
MAapKETUHI, OCHOBAaHHBIM Ha KoHuenuuu «IIpompimmenHocts 4.0» U yrpaBiieHHE
Ou3Hec-IpoLeccaMu, UCIIOJIb30BaHUE MHTETPUPOBAHHBIX MapKETUHTOBBIX
KOMMYHHMKAIIUOHHBIX CTPATETHI NpPU OPraHU3aldM B3aUMOJCHUCTBUS C KIMEHTAMH
ABJISIIOTCS. HPUOPUTETHBIMU HANIPABIEHUSMU U3bICKAHUI B 3TUX HAIIPABIICHUSIX.

B V30ekucrane ocyiiecTBIsSIOTCS MacIITAOHbIE MEPONPHUATHS MO PAa3BUTUIO B

! http://www.nasscom.in — Be6-caiit Arentcra mo MKT Muaum.

* https://www.weforum.org/agenda/2022/08/digital-trust-how-to-unleash-the-trillion-dollar-opportunity-for-our-global-
economy (murojat sanasi: 15.08.2023); World Development Report 2016: Digital Dividends. Exploring the
Relationship Between Broadband and Economic Growth.

® Global Connectivity Report 2022. International Telecommunication Union, 2022, 186p.,
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CTpaHe MH(OPMAIMOHHBIX MPOAYKTOB M YCIYyT Ha OCHOBE IIMPOKOrO MPUMEHEHUS
MapKETUHIOBBIX CTpAaTerdid U CO3/IaHMIO €r0 HAaY4YHO-METOAOJOTUYECKHUX OCHOB.
VYkazom Ilpesunenra PecnyOnuku Y36ekucrtan ot 28 suBaps 2022 roga Ne VII-60
«O Ctparerun pazsutus HoBoro Y3o6ekuctana Ha 2022-2026 roasl» yCTaHOBJICHBI
3a/layd  «OMpeeNeHus] pa3BUTUS LU(GPOBOM HKOHOMHKM B KAaue€CTBE OCHOBHOIO
«IpaiiBepa» ¢ oOeclieyeHUEM yBEJIHMUYEHUsA ee 00beMa Kak MUHUMYM B 2,5 pasa, u
nosenenust 10 500 mun nomnmapos CILIA». B V36ekucrtane B 2022 rogy o6beM ycnyr
B cepe UIIY u cBsaszu coctaBun 2 mupa gosuiapoB CIHIA, monst 8 BBIT BanoBoit
n00aBJIEHHON CTOMMOCTH, CO3/aHHOW B cdepe HMHOOPMAIMOHHOW SKOHOMUKU U
3JIEKTPOHHOM KOMMepIuH, mpeBbicwia 2,5%. B crpane fnomst uH(OpPMAIMOHHO-
koMMmyHHUKanMoHHbIX TexHoJoruit (MKT) B BBII coctaBuna 1,7 %. Mexny Tewm,
HECMOTpS Ha CTPEMHTENIbHOE pa3BUTHE JAaHHOW OTpaciud 3KOHOMHUKH, BaKHBIMU
HaIpaBJICHUSIMU OCTarOTCs pa3BuTHE HOBBIX BUI0B UIIY, co3manue mporpamMMHBIX
MPOJIYKTOB C YY4E€TOM HAllMOHAIBHBIX OCOOCHHOCTEW M WX BHEJIPEHUE B pPa3IUUHbIC
OTpaciv SKOHOMHUKH, TOMCK MHHOBAIIMOHHBIX MAapKETUHTOBBIX PELICHUN  pa3BUUS
MectHoro peinka UITY, popmupoBaHue 31eKTpOHHOTO MPaBUTENBCTBA, SJIEKTPOHHON
KOMMepIuu Hu uH(popManmoHHoro ooémectBa. Bce 310 Tpebyer mnpoBeneHus B
V30ekucTaHe Hay4YHbIX HCCIEJOBAaHUN IO COBEpPUICHCTBOBAHUIO METOOJOTUU
pa3paboTku MapKeTUHroBoi crparerun UITY.

JlaHHO€ IHCCEepTAalMOHHOE HCCIEAOBAHUE B ONPENEIEHHON CTENEHU MOCTYKUT
pELICHHIO 3aja4, TOCTaBICHHBIX B YKa3ax lIpe3unenra Pecnybnuku Y30ekucran ot
28 suBaps 2022 roga NeVII-60 «O Crpaterun pazsutusi HoBoro Y30Oekucrtana Ha
2022-2026 roab», ot S5 okTa6ps 2020 roma NeVII-6079 «OO0 yTBepkaeHUU
Crparerun «ludposoit VY3b6ekucran-2030» u wmepax 1o ee 3PdexkTuBHON
peanuzanumn», IlocranoBnenusx ot 21 mas 2019 roga Ne I1I1-4328 «O mepax mo
MOBBIIIEHUIO  KadecTBa pa3pabOTKU W  pealu3alid MpPOeKTOoB B  cepe
MH(OPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX ~ TEXHOJOTMM B paMKax  CHCTEMbI
«DNEKTPOHHOE MPABUTEILCTBOM», OT 28 ampenst 2020 roga NelIl1-4699 «O mepax no
HIMPOKOMY BHEAPEHUIO LIUPPOBON IKOHOMHUKHU U 3JIEKTPOHHOTO MPABUTEIHCTBA», OT
17 depans 2021 roma Nelll1-4996 «O wmepax MO CO3JaHUIO YCJIOBHH IS
YCKOPEHHOT'O BHEJIPEHHUS TEXHOJOTM HMCKYCCTBEHHOTO HHTEIJIEKTa», a TaKkKe B
[l'ocynapctBenHoit mporpamme mo peanu3auuu Crpateruu pas3Butus Hosoro
V30ekucrana Ha 2022-2026 rTOABI W JAPYTUX HOPMATUBHO-IIPABOBBIX AaKTax,
KaCaroIIMXCs 3TOW OTpACIIH.

CooTBeTCcTBHE HCC/IEIOBAHNS OCHOBHBIM NPHOPHUTETHHIM HANPABJIEHUAM
Pa3BUTHS HAYKHM U TEXHOJIOTUi pecny0auKu. /lanHOe HcclieJoBaHUE BBITIOJHEHO B
COOTBETCTBHM C TMPUOPUTETHBHIM HAINpaBIECHUEM pPa3BUTHS HAyKH W TEXHOJOTUHU
Pecniybnuku VY36ekucran: [. «JlyXOBHO-HpPAaBCTBEHHOE M KYyJIbTYpHOE pPa3BUTHE
JEMOKpPaTUUYECKOr0 U MpPaBOBOro oOIiecTBa, (HOPMUPOBAHHE HHHOBAIMOHHOU
SKOHOMHUKN» B pamkax npoekrta UT/-2 «/lanpHelinee yriy6ieHrne 3KOHOMHUECKUX
pedopM, GopMHpOBaHHE TPAKIAHCKOrO OOIIECTBa, pa3padOTKa HAYYHBIX OCHOB
MOJICpHU3AIMH U JTHOepaln3aliid HallMOHAIBHON SKoHOMUKW» (2018-2021rT.).

4
Jlannble AreHtcTBa 1o cratuctuke npu [Ipesunenre Pecniyonuku Y30ekucraH.
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OG30p 3apy0eKHBIX HAYYHBIX MCCJICIOBAHMI IO TeMe JHCCEPTALMHU .
HccrnenoBanusi 1O pa3lWYHBIM  BOMpOCAM  MPEANPUHUMATENBCTBA B cdepe
WHPOPMAIIMOHHBIX MPOAYKTOB M YCIYyr MPOBOAMIUCH B HECKOJIBKHX BEIYIIUX
HAYYHBIX IICHTpaxX M BBICHIMX Y4eOHBIX 3aBeleHusx, B ToM uucie B IDC (CIIA),
International Telecommunication Union (IlIBeiinapus), Forrester Research (CIIA),
Capgemini Research Institute (®panmus), MIT Sloan School of Management
(CIIIA), The Korea Institute of Science and Technology (Kopesi), McKinsey &
Company (CIIA), Kantar (Anrmus), Accenture (Mpmanaus), IPSOS (®panuus),
CNET (CIIOA), GfK research institute (I'epmanus), Boston Consulting Group
(CIOA), Institute of Electrical and Electronics Engineers (IEEE), IBM (CILA),
Microsoft (CIIIA), SAP (I'epmanust), Oracle, A.C. Nielsen Co. (CIIIA), BearingPoint
(Hunepnannst), Cisco (CIIA), World Bank (CIIA), Deloitte (Aunrnus), Project
Management Institute (PMI), American Society for Information Science and
Technology (ASIS&T), Gartner Research (CIIA), Organisation for Economic
Cooperation and Development (®panmus) Harvard University (CIIIA), London
Business School (BenukoO6putanus), The University of Tokyo (Yaponiya), Hanyang
University  (FOxnas  Kopes),  Cankrt-IlerepOyprckom  rocyaapcTBEHHOM
YHHUBEpCUTETE SKOHOMHKH 1 prHaHcoB (Poccus).

B Hacrosimiee BpeMsi Hay4YHO-HCCIIEIOBATEIbCKUE IICHTPHI M BHICIINE YYeOHBIC
3aBEJICHUS] PA3BUBAIONIMXCS CTPaH TaKXe TMPOBOIAT PSI HCCICAOBAHUN TIO
COBEPILIEHCTBOBAHHUIO METOJIOJIOTHH pa3pabOTKu MapkeTuHroBou crpareruu UITY, B
TOM 4YHCIIE TIO TaKUM TPUOPUTETHHIM HAMpPABICHUAM, KaK IIMPOKOE BHEIPEHUE
WHHOBAIIMOHHOTO MAapKETHHTOBOTO MPOTPAMMHOIO OOECTICUEHUSI W CHEIHMaTbHBIX
CEpBHUCHBIX IIATPOPM B YCIOBHAX HU(POBONH SKOHOMHKH, CO3/JaHHE KOMILIEKCA
dbopmupoBanus MapkeTuHra B cdepe uHPOpMaIMOHHOrO Ou3HEca, OCBOCHUE
COBPEMEHHOW CTpaTeTWH TIPUBICYCHUS KIUCHTOB, BHEAPEHHE WHHOBAIIMOHHBIX
METOJIOB MapKeTHHTa ¥ pa3paboTKa WHHOBAIIMOHHON CHCTEMBI YIIPaBJICHUS
pOOJIEMHBIMH PHIHKAMH.

CreneHb M3YYEeHHOCTH TIpodaemMbl. HaydHo-TeopeTHUECKHE  ACHEKTHI
COBEPIICHCTBOBAHUSI  METOJOJIOTMH  pa3padOTKM  MapKeTHHIOBOW  CTpaTeTuu
UHPOPMAIMOHHBIX TIPOAYKTOB M YCIYyT, BOMPOCH 3(G(HEKTHBHONW OpraHu3aluu
IPOIECCOB pa3pabOTKH W pealu3alud IUPPOBON MapKETHHTOBOW CTpaTeTHd
KOMIaHUHA W MHUPOKOT0 MPUMEHEHHS TU(PPOBBIX HHCTPYMEHTOB PacCMaTPUBAIKCH B
HAyYHBIX pab0OTax MHOTHX 3apyOCKHBIX YYCHBIX, CPEIH KOTOPHIX MOXXHO yKa3aTb
paboThl Takux kak ydeHsix kak @.Kotnep, M.Iloprep, I1.Kannan, /. Yaddeii, P.B.
benk, 3. Ctusen, K. Mypmas, JI. Xodpdman, T. Hopak, I'. JI. Yp6aH, I1I. Okazaku, B.
Ilankap, M. Keppuran, B. Kymap, K.C.JIaymon,’ u mp.

> B MCCEpPTALMOHHONH paboTe HCIONb30BAHbI 3aPYOCKHBIC HAYYHBIC HCCIENOBAHHUS  CICAYIOIIMX YYCHBIX-

sxonomuctoB: The Digitalization of the World: From Edge to Core. An IDC White Paper-#US44413318. International
Data Corporation; Nov 2018, www.itu.int, www.forrester.com, www.capgemini.com, mitsloan.mit.edu, eng.kist.re.kr,
www.cnet.com, www.nielsen.com, www.kantar.com, accenture.com, www.mckinsey.com, Www.ipsos.com,
www.gfk.com, www.bcg.com, www.ieee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com,
www.oracle.com.

% Kotler, Philip, Hermawan Kartajaya, and Iwan Setiawan. Marketing 5.0: Tecnologia para la humanidad. LID Editorial,
2021; Porter M. E. Strategy and the Internet // Harvard Business Review, March 2001, pp. 62-78.; Kannan, P.K. Digital
marketing: A framework, review and research agenda. International journal of research in marketing, 2017, 34(1),
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B ctpanax CoapyxectBa He3aBUCHMBIX TOCyIapCTB 3acilyKHUBAalOT BHUMAaHUS
pabotel B.®omuna, B.JIlunaesa, 23.9.Tapacoroii, H.A.bouenko, H.I1.PagkoBckoi,
O.B."Banuenko, JI.KO.Anexcanaposoii, H. 1. [lIumkunoii, M.B. Ha3ap0Ba7.

B V30exucrane Bompocamu BHenpenuss WKT B orpaciu HauuoHanbHOM
SKOHOMUKH, Pa3pabOTKW WHOBAIIMOHHBIX MApPKETHHTOBBIX CTPATETUd U JIPYTUMH
npoOjieMaMu pa3BUTHUS WH(POPMAIIMOHHOTO OW3HECa, 3aHUMAINCh OTECYECTBEHHBIC
skoHomucthl C.C.I'ynsimoB, b.A.beranos, A.A.®arraxos, II.J/[>.Opramxokaesa,
M.A.UkpamoB, T.A.AxpamoB, M.A.lIOcynosB, P.X.AmumoB, A.bexkmyponos,
M.bontab6aeB, A.H.Apumnos, A.T.KewxkabaeB, T.K.Mmunos, W.3.KykoBckas,
A.A.Mycam/leBg. B ux Hay4HbBIX paboTaX OCHOBHOE BHUMAaHUE YIEsSeTCs Mpoleccam
BHEJIpeHUsI HH(DOPMAIIMOHHBIX CUCTEM U TEXHOJIOTUN B Pa3IUyHbIC OTPACIU U CHepbl
SKOHOMHUKH.

Onnako, 3TH  UCCIAEAOBaHWA HE  OBUIM  MOCBSIICHBI  pa3paboTKe
METOJI0JIOTHYECKUX OCHOB (popMupoBaHus MapkeTuHTroBOou ctparerun UITY. Kpome

pp.22-45.; Chaffey, D., & Ellis-Chadwick, F. (2019). Digital Marketing. Harlow, England: Pearson. Belk, R. W. (2020).
Sharing without caring. Marketing Theory, 20(1), 85-100.; Libai, B., Bart, Y., Stephen, A. T., & Pauwels, K. (2020).
The long-term impact of social media on sales. Journal of Marketing, 84(5), 25-41.; Moorman, C., & Day, G. S. (2016).
Organizing for marketing excellence. Journal of Marketing, 80(6), 6-35.; Hoffman, D. L., & Novak, T. P. (2018).
Consumer and object experience in the internet of things: An assemblage theory approach. Journal of Consumer
Research, 44(6), 1178-1204.; Urban, G. L., & Liberali, G. (2018). Morph the web to build empathy, trust and sales.
Journal of Interactive Marketing, 43, 241-259.; Sh. Okazaki & Rubio, N. (2017). Digital advertising theory and
research.; In D. W. Dahl, P. V. Joule, & C. Heath (Eds.), Consumer psychology in a social media world (pp. 146-163).
New York, NY: Routledge.; Carrigan, M., Moraes, C., & Leek, S. (2011). Fostering responsible communities: A
community social marketing approach to sustainable living. Journal of Business Ethics, 100(3), 515-534.; Reinartz, W.,
& Shankar, V. (2019). The future of marketing. International Journal of Research in Marketing, 36(1), 1-12. K. C.
Laudon, J. P. Laudon. Management in information systems. Organization and Technology. New York. 2017. — 815 p.,

" ®omun, B. U. Uudopmarmonnsiii 6msnec. — Mocksa: M3matensctso IOpaiit, 2023. — 251 c.; Jlumaes B. B. (2015).
[Iporpammuas nHxeHepus: MeTonoiornieckue ocHoBbl. Directmedia.; TapacoBa E. E., Boituenko H. A. OcHoBHBIE
HAMpPABJICHUSI peaju3allid MapKEeTHHIOBOM CTpaTerdH WHTEPHET-POJBMKEHUS TOBapoB U yciayr //BectHuk
benropoackoro yHuBepcuTera Koomepaluu, S5KOHOMUKH U mpaBa. — 2011. — Ne. 2. — C. 14-22.; Paakosckas H. II.
WudopmanmoHHbIe TEXHOIOTHH B TIPOJBIKEHUH OaHKOBCKHUX MPORyKTOB. //Monono# yuensrit. — 2020. — T. 9. — C. 60.;
WBanuenko O. B. MH}opMaIoHHO-KOMMyHUKAIIMOHHASI HHPPACTPYKTYpa B 000OCHOBAHHHM MapKETHHIOBOH CTpaTerHu
KOMITaHWU B YCJIOBHSX HECTaOWIbHOTrO phiHKa //®@uHancoBble uccnenoBanus. — 2017. — Ne. 2 (55). — C. 141-146.;
Amnexkcanaposa JI. 0. Tlorenrman nHPOPMAIMOHHOT'O MAPKETUHTA B ITUPPOBOI SKOHOMHUKE //ColHanbHas pealbHOCTh
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ATOr0, B UX HE MPOBEJCH aHalu3 pa3BUTHUsS NpelarnpuHuUMaTenscTBa B chepe UITY,
HEJJOCTATOYHO M3YYEHBl BONPOCHl HAIAKHUBAHUS HUX IPOU3BOJICTBA HA OCHOBE
COBPEMEHHBIX MAapKETUHIOBBIX CTpAaTerMd W Mojeie. B Hamen crtpanHe Ha
HBIHEIIHEM JTale HSKOHOMHUYECKOTO Pa3BUTUSA HEOOXOJUMOCTh KOMILJIEKCHOTO
aHanu3a TeKyulero cocrosiHus OwusHeca MWIIY, pacuera oxumaemMoll OT HHX
COLIMAJIbHO-DKOHOMHMUYECKOW 3(P(HEKTUBHOCTH W HallaXMBaHUs 3TOro Ou3Heca B
OHJIaliH-hOpMe TOCPE/CTBOM ceTH VIHTepHEeT, ero MOHEeTH3alluM, a TaKXKe ero
BEJICHUsI C TOMOLIbI0 3()PEKTUBHOW MApPKETUHIOBOM CTpaTerM M MOAENIEH u
ONPENEIAET AKTYaIbHOCTh UCCIEOBAHUS.

CBsi3b TeMbI JUCCEPTALMHU C HANPABJICHUSIMH HAYYHO- MCCJIEI0BATEIbCKUX
pador BbICIIEr0 00pPA30BATEJBbHOI0 YYPEKICHHS, TIJe BbIIOJIHAKTCA
uccjaenoBanus. Hacrosimas nuccepranimonHasl paboTa BBIIIOJIHEHA B COOTBETCTBUU C
IJIAHOM HAyYHO-UCCIENOBAaTENbCKUX pPaboT TalllkeHTCKOro rocynapcTBEHHOTO
skoHOMHYeckoro yHusepcurera Ne @3-2019081645 B pamkax mpoekrta «Co3naHue
MOPOTOBBIX 3HAYEHHI HHIMKATOPOB OLIEHKM HKOHOMHYECKOW O€30MacHOCTH M HX
MPOrPaMMHOTO 00ECTICUEHUS».

Heabo uccaenoBanus sBIsSETCs pa3paboTKa MPEIOKEHUH U PEKOMEHIalni
[0 JaJbHEWIIEMY COBEPIICHCTBOBAHUIO TEOPETUYECKUX M METOOUYECKHX OCHOB
MapKETUHTOBOW CTpaTernv MHPOPMALMOHHBIX MTPOJIYKTOB U YCIIYT.

3aaum McciIeI0BaAHUA COCTOAT U3 CIEAYIOIINX:

BBISIBJIEHWE M KjJacCUpUKALMS  HAYYHO-TEOPETHUYECKUX  aCMEeKTOB U
cnenupuyeckux  ocoOeHHOCTEH  (QopMHpoBaHUS UM pa3BUTUA  OuU3Heca
MH(OPMAIMOHHBIX TPOAYKTOB U YCIYT;

0030p TEHJEHUUH pa3BUTUS HHPOPMALMOHHOTO OW3HECA W SMIHPUYECKHUX
MCCIIEJOBAHUN 110 MAPKETUHTY;

ornpejienieHre TpeOOBaHUIN K CO3[JaHUIO0 MPOTPAMMHBIX MPOAYKTOB U (PaKTOPOB,
BIIMSIONINX HA HUX;

BBISIBJICHUE TEHACHIMH pPa3BUTHs MPOU3BOJCTBA, MPOAAK U OOCITYKUBAHUS
MIPOrpaMMHBIX NMPOAYKTOB, CUCTEMATHU3ALHUsI METOLOB OCYIIECTBICHUS MapKETHHIA
MIPOrpaMMHBIX ITPOTYKTOB;

BBISIBJIEHUE COBPEMEHHBIX WHCTPYMEHTOB MAapKETUHra HWH(POPMAIMOHHBIX
MPOIYKTOB U METOJIOB OLIEHKU 3(hPEKTUBHOCTH;

MPOBEJICHUE aHalIu3a BIUSHUSA LU(POBOTO MapKETHMHTa Ha TPaJULUOHHBIE
HampaBJIeHUs] BeAeHUs Ou3Heca M €ro BHIbl B D3JIEKTPOHHOM KOMMEpLHUU
UH(OPMAIMOHHBIX MPOAYKTOB;

pa3paboTKa NnpeayioKeHu no NudpPoBOMY MAPKETUHTY U YIPABJICHUIO OU3HEC-
npoueccaMu Ha ocHOBe koHueniuu Muaayctpus 4.0;

MOATOTOBKA PEKOMEHJALUNNA MO OPraHU3alMy W YIPABICHUI0 MapKETHHIOBOM
JESATENbHOCTBIO KOMIIAHUW, MPEAOCTaBIAIOMINX WHDOPMAMOHHBIE TMPOAYKTHl HU
YCIIYTH;

COBEPIIEHCTBOBAHUE KJIMEHTOOPUEHTHUPOBAHHON 1U(GPOBOM MapKETUHTOBOM
NESTENBbHOCTH KOMIIAHUW, TPEIOCTABISAIONMUX HHPOPMALMOHHBIE MPOIYKTHI H
YCIIYTH;
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MOJICJIUPOBAHUE TMPOLIECCOB TMPUHITHS  CTPATETUYECKUX MApPKETHHTOBBIX
pElICHU KOMIAHUSIMU, MPEAOCTABIAIONIMMU UH(GOPMAIIMOHHBIE TPOAYKTH U
yCIIyTH;

pa3paboTKa MapKETHMHTOBOM CTpaTeruu CyOBEKTOB PhIHKA MH(OPMAIIMOHHBIX
MPOJIYKTOB U YCIYT U TpeOOBaHUI K €€ pean3aluu;

MOJTOTOBKA HAYYHO-METOJUYECKUX U KOHCTPYKTHUBHBIX MPEJIOKEHUN IO
IIUPOKOMY  HCIIOJIb30BAaHWIO  MApPKETUHIOBOW  CTpareruu  redmudukanuu
(gamefication) B ¢hOopMUpPOBAHUU M PAa3BUTHU OpeHAa CYOBEKTOB MECTHOTO PBHIHKA
HILY;

MPEeAJIOKEHUE METOAOJOTUN CO3JaHUsl IKOCUCTEMBbI LU(POBOTO MapKETHHTA
Py OpraHu3alud B3aUMOJEHCTBUA C KIMEHTAMU Ha pbIHKE HH(POPMAIMOHHBIX
MPOJIYKTOB U YCIIYT;

co3ZaHue MOoJeNId HU(PPOBON UHTETpaIluu CYObEKTOB PhIHKA MH(POPMALIMOHHBIX
MPOJYKTOB U YCIYT U ONpeeleHre NepCleKTUB Pa3BUTHS PhIHKA.

O0beKkTOM HCCJIeI0BAHMS SBIISIETCS MAPKETUHIOBAs JIESITEIbHOCTh KOMITAHUM,
MPEIOCTABISIOMUX NHPOPMALIMOHHBIE TIPOYKTHI U YCIIYTH.

IIpeamerom mccie0BaHUSA SBIISIETCS COIMATBHO-IKOHOMUYECKHE OTHOIICHMUS,
BO3HUKAIOLIME B  Mporecce  pa3pabOTKM  MapKETHHTOBOM CTpaTeruu
MH(OPMAIMOHHBIX IPOAYKTOB U YCIYT.

Metonbl ucciaenoBanms. B nuccepraiiioHHON paboTe HCIMOJIb30BAaHBI TaKHe
METO/bl KakK TpPYIIUPOBKA, CTPYKTYPHBIM TMOAXOJA, CpPaBHUTEIBHBIM aHaIu3,
KOJIMYECTBEHHBIN aHanus, HKOHOMHUKO-MaTEMaTUYECKOE MO/ICJIUPOBAHUE,
MoOHorpaduyeckoe uccienoBanue, anketupoanue, PLS-SEM, skcniepTHbli aHanus,
PErpecCHOHHBI M KOPPENALMOHHBIM  aHallu3, CTaTUCTUYECKOEe HaOJIoAeHHeE,
PEUTUHIOBasl OLICHKA.

HayuyHnasi HoBHU3HA Hcc/ieJ0BAHUSA 3aKII0YAETCA B CIIETYIOIIEM:

YCOBEPIUICHCTBOBAHBI OpraHu3alOHHO-3KOHOMUYECKHE MEXaHU3Mbl
yIpaBJIE€HUS MApPKETUHIOBOM  JEATEIBHOCTHIO KOMIAHUM, MPEJOCTABISIONINX
MH(OPMAIMOHHBIE IPOJAYKTHI U YCIYTHU, OCHOBBIBASCh HAa COLIMAIIbBHOM NMPU3HAHUU B
BUPTYaJIbHOM Cpelie M MOTHUBALMOHHBIX (PYHKIUSAX, Pa3BUBAIONIMX JIMYHOCTHBIN
MOTEHIINAT,

MPEAJIOKEHO TPOJAJICHUE >KU3HEHHOrO IHMKIAa MNPOrpaMMHBIX MPOAYKTOB Ha
OCHOBE peanuzanuu MapKETUHTOBOM CTpaTeruu u TTOBBITIICHUS
KOHKYpEeHTOCTocoOHOCTH ¢ npumeHeHueM metogoiorun SCRUM, ocHoBaHHON Ha
KOHLEMUUU ATHIIE;

000CHOBAHO CO3/1aHHE J100ABJICHHOW CTOMMOCTH B MAapKETUHIOBBIX KaHalax
MyTeM OIpeJeNeHHus] yIOBIECTBOPEHHOCTU TMoOTpeduTtenedt yciyramu HWHTEpHET-
Mara3uHOB, NMPEAOCTABIIAIONINX UHPOPMALIMOHHBIE TPOIYKTHI U YCIYTH, C IIOMOIIBIO
onpenenenust cBoiicTB  npoaykuuu  (W=0,208; 24,8%), TEXHOJIOTHYECKUX
xapaktepuctuk (W=0,137; 16,3%), undopmanmonnsix xapakrepuctuk (W=0,274;
32,7%), NOTMCTUYECKMX W MapKeTHUHTOBBIX Xapaktepuctuk (W=0,221; 26,3%),
BECOBBIX KOe(DPUIIUEHTOB;

000CHOBaHO BIHSHUE palroHaNBHBIX (hakTopoB (X1=-0,056), HeraTUBHBIX U
AMOIMOHANBHBIX (PakTopoB (X2=0,054) Ha yJOBIETBOPEHHOCTh KJIMEHTOB OpeHI0M
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Ha HaYaJIbHOM »Tane (popMUpoBaHUsl OpeHaa cyobekToB mMecTHOro peiHka UITY u
UCXO0Is M3 ATOro mnpeainoxkeHa Monenb PLS-SEM no mupokoMy HpHMEHEHUIO
MapKETUHTOBOM cTpaTeruu reiMudukanuu;

IPEJIOKEHA ApXUTEKTypa CO3JaHUs JIKOCHUCTEMBbl MApKETHUHIOBBIX YCIyI Ha
OCHOBE KOMIIOHEHTOB, HAIIPaBJICHHBIX Ha CO3[aHUE J100aBIEHHOM CTOMMOCTH H
o0ecreyeHne KOHKYPEHTHBIX MPEUMYIIECTB Ha PbIHKE MH()OPMAIIMOHHBIX TOBAPOB U
YCIIYT.

IIpakTHYecKue pe3yJibTaThl HCCAEAOBAHUSA 3aKII0YAIOTCS B CIEAYIOLICM:

packpbiTa creurduka COBPEeMEHHBIX HH(GOPMALMOHHBIX MPOIYKTOB U YCIYT,
IPEUI0KEH CIOCO0 UX KIacCU(pUKALMH;

JaHbl TOSICHEHUS [0 BHEIIHMM W BHYTPEHHUM (pakTopaMm, OKa3bIBAIOIIUM
BIIMSIHAE HA IPOU3BOJACTBEHHYIO M  CEPBUCHYIO  JIEITEIBHOCTH  KOMIIAHWUU
MH(OPMALIMOHHOTO OU3HeCa;

chopMHUpOBaHbl HOBBIE METOAMYECKHE IMOAXOAbl K JIEATEIbHOCTH KOMIIAHUH
MHPOpPMAIIMOHHOIO OM3HECA U 10 €€ COBEPIICHCTBOBAHHUIO C IIOMOLBIO
MHCTPYMEHTOB UHTEPHET-MApPKETUHIA;

MpeJIo’keHa ONTUMU3ALMA MOPT(henn 3aKka30oB MyTEM IIMPOKOTO MPUMEHEHUS
merononorun «SE ranking» mpu onieHke KOHKypeHTocrocooHocTu npoaykuuu UITY;

MPEJIOKEHbl METO/bl HCIONBb30BaHMUS CTpaTeruil LHU(PPOBOTO MapKETHHIa
MH(OPMALIMOHHBIX TMPOIYKTOB U YCIAYr KOMMNaHWK HH(GOpMalMOHHOTO OHu3HEca B
PAa3JIMYHBIX PHIHOYHBIX YCIOBHUSIX.

JloCTOBEPHOCTL TMOJYYEHHBIX Pe3yJbTaToB. JlOCTOBEPHOCTH IIOJYyYEHHBIX
pEe3yJIbTATOB ONPEACISIETCS NPUMEHSIEMBIMU I[OAXOAAMH, METOJAMH, IIOJIYyYECHHEM
TEOPETUYECKUX JIaHHbIX M3  OQUUHUAIBHBIX HCTOYHUKOB, OOOCHOBAHHOCTHIO
PE3yJIbTaTOB TMPEACTABIECHHBIX AaHAJIU30B M ONBITHO-3KCIIEPUMEHTAIBHBIX paldoT,
MaTEeMaTHYEeCKUMH M CTATUCTUYECKUMHU METOJaMU, BHEJAPEHUEM CHOPMUPOBAHHBIX B
paboTe BBIBOAOB, MPEIJIOKEHUN M PEKOMEHTAIM B MPAKTUKy, a TaKXKe TEM, 4YTO
IIOJIy4YEHHBIE PE3YyJIbTAThl YTBEPKIACHBI KOMIIETEHTHBIMU OPTaHAMHU.

Hayynass u npakruyeckas 3HAYUMOCTb Pe3yJbTATOB MCCIAEA0BAHMS.
Hayynas 3Ha4YuMOCTb pe3yJbTAaTOB MCCIICNOBAHMA OIEpENeisAeTCd TEM, 4YTO
MOJIyYE€HHBIE PE3yJIbTaThl MOT'YT OBITh UCIOIB30BAHBI I PA3BUTHS 3aKOHOIATEIHCTBA
B JJaHHOU OTpaciy, IPENOJaBaHus CTYICHTaM IIPEIMETOB, CBSI3aHHBIX C MAPKETUHIOM
u VKT B BbIcIINX yueOHBIX 3aBEJCHUSX SKOHOMHYECKOTO HANpaBiIeHUs, MOATOTOBKH
y4eOHBIX TporpamMm, NMocoOuii U y4eOHUKOB, BMECTE C T€M, OHH MOTYT CIIYXKHUTb
BAKHBIM MCTOYHUKOM JUJIsl UCCIIEIOBATEIICH, 3aHUMAIOLIUXCS HAYYHBIMU U3bICKAHUSAMU
no uudposuzauuu. Haydynass 3HAUUMOCTBH PE3yJIbTATOB HMCCIEAOBAHUS BbIPAXKAETCS
BO3MOYXHOCTBIO PEIICHUS U JaJbHEUIIEr0 COBEPLICHCTBOBAHUS BOIIPOCOB CO3MaHUS
MH(OPMALIMOHHOTO OOIIECTBA, PAa3BUTH B CTPYKTYpE HAIlMOHAIBHOM SKOHOMMKHU Ha
MHUKpPO- Y  MaKpOypOBHE MPEANPUHUMATEIBCKUX CTPYKTYpP, 3aHUMAIOIIUXCS
IIPOEKTUPOBAHUEM, ITIPOU3BOJICTBOM U IIpoaBrxkeHnem UITY.

IIpakTyeckass  3HAUMMOCTb  PE3YJIBTATOB  HCCIIECIOBAHUSA  ONPEACISIETCS
BHEJAPEHUEM HAy4yHBIX peE3yJIbTATOB, IIOJIYYEHHBIX B XOJ€ JUCCEPTALMOHHOIO
HCCIIEA0BAHUS, B MPAKTUKY OpPraHU3ALMH AEATEIbHOCTH ATEHTCTBA MO CTAaTUCTHKE
npu Ilpesunentre PecnyOnuku Y30ekuctan s 3()(PEKTUBHOTO HCIMOJIB30BAHUS U
yIpPaBJICHUs TPYAOBBIMU pECYpPCaMHU, npuoOpeTeHusT B OH-TIAllH  pexume
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CTaTUCTUYECKUX COOPHUKOB U TUIAT(HOPM, MPEACTABISIOMNX CTATUCTUUECKUE TaHHbIE
BU3YyaJbHO Ha O(UIMATBEHOM CailTe C MCHOJIb30BAaHUEM COBPEMEHHBIX TEXHOJOTHUH,
pa3paboOTKU M YOpaBJICHUS NPOEKTaMU aBTOMATHU3MPOBAHHOW WH(POPMAIIMOHHON
cuctembl eStat 4.0 1 MOJIY4YEHUS] CTATUCTUYECKOW OTUETHOCTH, IOBBIIICHHUS
MPOU3BOJUTENBHOCTH TpyJa COTPYAHHUKOB, NPUHUMAIOIIUX OTYEThI, YIy4IICHUS
B3aMMO/JICHCTBUSL MHTETPUPOBAHHOM UHPOPMAIIMOHHOM CUCTEMBl CTaTHUCTUKH
siat.stat.uz u matopmbl «stat.uz» ¢ KIMEHTaMU U pa3pabOTKU MPUHIUIIOB BEACHUS
UX MApKETHHTA.

BHenpenue pe3yabraToB HccienoBaHusi. Ha ocHOBe — MeTOAMYECKHX H
MPAKTUYECKUX PE3yJbTATOB, MOJYYCHHBIX P MOATOTOBKE MApPKETUHIOBOM CTPATETUU
U1 Ou3Heca B cepe MHGOPMAITMOHHBIX MPOAYKTOB U YCIYT:

NpeIIoKeHUsT 00  YCOBEPILIEHCTBOBAHUM  OPraHM3allMOHHO-D)KOHOMHUYECKUX
MEXaHU3MOB yIpaBieHUs]  MapKeTUHIOBOW  JEATENBHOCTHIO  KOMIIAHUH,
MPEIOCTABIAIONMNX HH(POPMALMOHHBIE TMPOAYKTHl U YCIYTH, OCHOBBIBAsICh Ha
COLIMAJILHOM TPHU3HAHUM B BHUPTYAJIbHOM Cpelle U MOTHUBALMOHHBIX (DYHKIHUSAX,
pPa3BHUBAIOMINX JUYHOCTHBIA MOTEHIMAN, BHEAPEHbI B JESATEIBHOCTH Y IIPaBICHUS
CTaTUCTUKH cdepbl yciuyr AreHtctBa mno cratuctuke (CmnpaBka ATEHTCTBA 110
cratuctuke ot 7 ampens 2023 roma Ne01/3-16-10/2-19). B pe3ynbTaTe BHEIpEeHUSA
HAy4YHOTO HOBOBBeJeHUSI A(G(EKTUBHOCTh MCIOJIb30BaHUS TPYIOBBIX PECYpPCOB
ATeHTCTBa 10 CTATUCTUKE M YIPABJICHUS UMU MOBbICHIach Ha 11,7%.

MPEJIOKEHNE O MPOMJICHUU MKU3HEHHOTO IUMKJIA MPOrpaMMHBIX MPOIYKTOB Ha
OCHOBE peanuzaiuu MapKETUHT OBOM CTpaTeruu U MOBBILICHUS
KOHKYPEHTOCIIOCOOHOCTH ¢ mnpumeHeHueMm mertopojoruu SCRUM, ocHoBaHHOM Ha
KOHUENIUUU  Aruie, BHEIPEHO B  JI€ATEIbHOCTb  YIPaBIEHUS  Pa3BUTHUSA
MH(OPMAIIMOHHO-KOMMYHUKAIIMOHHBIX TEXHOJIOT U u MHTEPAKTUBHbIX
rOCy/IapCTBEHHBIX yciIyr AreHtctBa mo craructuke (CropaBka ATreHTCTBa 110
cratuctuke ot 7 ampens 2023 roma Ne01/3-16-10/2-19). B pe3ynbTaTe BHEApEeHUSA
JAHHOTO  HAyYHOTrO HOBOBBEJEHUS MNpU  pa3pabOTKe  aBTOMATHU3WPOBAHHOMN
MH(OPMALIMOHHOW CUCTEMBI ITPHUEMa CTaTUCTUYECKUX 0TueToB eStat 4.0 1 ynpaBieHUn
MPOEKTaMH JIOCTUTHYTO MOBBIIEHUE MPOU3BOAUTEIBLHOCTH Tpyaa Ha 71%;

MPEIJIOKEHUE O CO3aHUM T00ABIEHHON CTOMMOCTHA B MAapKETUHTOBBIX KaHaJlax
MyTeM OIpeneseHus] YIOBJIETBOPEHHOCTH moTpedureneit yciayramu HuTepHer-
Mara3uHOB, MPEAOCTaBISAIONIMX UHOOPMAIIMOHHBIE MPOAYKTHI U YCIYTH, C MOMOIIBIO
onpeneneHuss  cBoictB  npoaykumu  (W=0,208; 24,8%), TEXHOJIOTUYECKUX
xapakrepuctuk (W=0,137; 16,3%), undopmannonusix xapaxkrtepuctuk (W=0,274;
32,7%), AOTHUCTHYECKUX M MapKeTHHroBbIX Xapakrepuctuk (W=0,221; 26,3%) wu
BECOBBIX KOE(P(ULHUEHTOB HCIONB30BAHO B JEATEIBHOCTU YTPABICHUS BEACHUS
CTAaTUCTUYECKUX PETHMCTPOB U OKA3aHUS CUCTEMHBIX YCIYr ATEHTCTBA MO CTATHCTHKE
(CmpaBka ArenrctBa mo craructuke ot 7 ampens 2023 roga Ne01/3-16-10/2-19).
B pesynpTaTe BHEOpEeHHS [JAAHHOTO HAy4YHOIO HOBOBBEJEHUS COPMUPOBAHBI
CTAaTHUCTUYECKHE JaHHbIE 10 MPEANpHUsITHSIM U  OpraHU3alusM, KOJIMYECTBO
MOCTOSIHHBIX ~KJIMEHTOB, MPHOOPETAIOIINX CTATUCTUYECKUE COOPHUKH OH-JIalH,
B 2022 roay no cpaBHeHuto ¢ 2021 romom yBennuunoch Ha 19,6%;

npemioxkenHas Moaenb PLS-SEM no mmpokomMy NpUMEHEHHIO MapKETHHTOBOI
cTpareruu  reiiMudukanuu ¢ OOOCHOBAaHHEM  TOJOXKUTEJIBHOIO  BIIUSHHUA
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panoHanbHbIX (akTopoB (X1=-0,056), HEraTMBHBIX U SMOIMOHAIBHBIX (AKTOPOB
(X2=0,054) Ha yIOBJICTBOPEHHOCTh KJIMEHTOB OpPEHIOM Ha HayaJbHOM JTame
dbopmupoBanust OpeHzna cyObekToB MecTHoro peiHka HWIIY  ucnonb3oBaHa
VYrpasieHueM CBOIHO-MH(POPMAIIMOHHBIX pabOT AreHTcTBa 1o cratuctuke (CrpaBka
ArentcTBa 1o cratuctuke ot 7 ampens 2023 roma Ne01/3-16-10/2-19). B pesynbrate
BHEJIPEHUS JTAHHOTO HAYYHOIO HOBOBBEACHMS B IulaTopme «stat.uz» IpPUMEHEHbI
CTpaTeru reiMuuKalul U B UTOT€ YAENbHBIN BEC MOCTOSHHBIX OHJIANH-KIMEHTOB
cratucTuyeckoil uapopmaruu B 2022 rogy no cpaBHeHuio ¢ 2021 rogom yBenuyuics
Ha 28%.

MPEJIOKEHHAs! apXUTEKTypa CO3JIaHUSI SKOCUCTEMbl MAPKETUHIOBBIX YCIYr Ha
OCHOBE KOMIIOHEHTOB, HAIlpaBJICHHBIX Ha CO3[aHUE JI00ABJIEHHOM CTOMMOCTU H
oOecrevyeHnsi KOHKYPEHTHBIX MPEUMYIIECTB Ha PbIHKE MH(QOPMAIIMOHHBIX TOBAPOB U
yCIIyr BHEJIpeHa B AESATeNIbHOCTh AreHTcTBa no craructuke (CrnpaBka AreHTCTBa IO
cratuctuke oT 7 ampens 2023 roma Ne01/3-16-10/2-19). bnaromapst HaydHOMY
HOBOBBEJICHUIO HAJIAKEHbI PETMOHAJIBHOE U MOr0JI0BOE CpaBHEHUE B CTaTUCTUYECKON
MHTETPUPOBAHHON MH(DOpPMAIIMOHHON cucTteMe (siat.stat.uz) ¥ HCMONIB30BAHHE MEHIO
B3aHUMOOTHOLIECHUM.

AnpoGauuss  pe3yJIbTATOB  HCCJIEAOBAHMSA. Pe3ynbraThl  UCCIENOBAHMS
oOcyxJeHsl B 14 Hay4HO-IpaKTHYECKUX KOH(pepeHuusiX, B ToM uucie 4
MeXAyHapOoaHbIX U 10 pecnyOnnKaHCKUX.

Iy0iukanusi pe3yJbTaTOB HCCJIe0BaHUA. Bcero mo Teme auccepTanuu
OIy0JIMKOBAaHO 26 Hay4YHBIX paboT, B TOM yuciie | MoHorpadusi, 14 cTaTteil B Hay4HbIX
KypHanax, B ToM uucie 10 pecnyOnukaHckux U 4 3apyOeKHBIX KypHasax,
PEKOMEHIOBaHHBIX BrIciiel arrectanimoHHON komuccued PecnyOnuku Y30ekucTaH
npu MuHHUCTEpCTBE BBICHIEr0 00pa3oBaHUs, HAayKW M WHHOBauMii PecnyOnuku
V30ekuctan NS MyOJIMKAI[MM OCHOBHBIX HAYYHBIX PE3YJIbTATOB IUCCEPTALIUM.

CtpykTypa n 06beM aucceprauuu. O0beM uccepTalii COCTOUT U3 BBEACHUS,
MATH TJaB, 3aKJIIOYEHHUs, CIHCKA HCIOJIb30BAHHOM JUTEPaTypbl U NPUIIOKEHUH.
O6bem quccepranuu coctaBui 260 cTpaHul.

OCHOBHOE COIEPKAHUE JUCCEPTALINAN

Bo BBegeHum O0O0OCHOBaHBI aKTyaJIbHOCTh U BOCTPEOOBAHHOCTH TEMBI
JMCCepTalliU, OMKMCAHBI 1[eJIM OCHOBHBIE 3aJlaud, OOBEKT M MPEAMET HCCIICIOBaHUS,
000CHOBAaHO COOTBETCTBHE MCCJICIOBAHUSI MPUOPUTETHBIM HAMPABICHUSAM Pa3BUTHUS
HAayKH U TEXHOJIOTUM B pecnyOJMKe, W3JI0KCHbl HaydyHasi HOBU3HA M MPAKTUYCCKHE
pe3yabTaThl M PACKPBITO HMX HAy4YHOE M MPAKTHUYECKOE 3HAYEHHE IOJTYyUYCHHBIX
pesynabTatoB. Kpome TOro, mpuBeAeHbI ~CBeleHHMs 00  ampobanuu U
OIMyOJIMKOBAaHHOCTH  pPE3yJbTaTOB  HCCIEIOBaHUS, O CTPYKType U oObeMme
JUCCEPTALINH.

B mepBo#i riaBe nucceptanmoHHoro uccienaoBanus «HaydHo-TeopeTrnueckue
acneKThbl pa3padoTKH MAaPKETHHIOBOI cTpaTeru MH(OPMAIMOHHBIX MPOAYKTOB
U YCJIYD» U3JI0OKEHBI dTarbl (OPMHUPOBAHUS M pa3BUTHS Ou3Heca MH(OOPMAIIMOHHBIX
MPOAYKTOB M YCIYyr, H3y4ye€Ha UX cheuuduka U TpeACTaBlIeHa HX pPbIHOYHAS
KiaccuduKaius, BBISIBICHBl TEHACHIMU Pa3BUTHS HHGOPMAIMOHHOTO OW3HEca H
MapKeTHHTa, COBPEMEHHbIE OM3HEC-MO/ICIIH.
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OCHOBHBIMH CYOBEKTaMU pPBIHKA HWH()OPMAIIMOHHBIX MPOIYKTOB M YCIYT,
HE3aBUCUMO OT (pOopM COOCTBEHHOCTH U OTPACIEBBIX OCOOCHHOCTEH, ABIIAIOTCS BCE
OpraHu3allii, TOCYJapCTBEHHbIE W HEKOMMEpPYECKHE CTPYKTYphl, TOPIOBBIC
aCCOILMALIMK U CYObEKThI, MPEAOCTABISAIONINE COLIMATBHBIC YCIYTH.

B 2023 rony oxumgaemblii 00beM MHUPOBOTO pbhIHKA HHGOPMAIIMOHHBIX H
KOMMYHUKAIIMOHHBIX TEeXHOJIOTHi cocrtaBiser 4,72 tpaH. nomapoB CLIA, uto nHa
4,3% Boiiie 1o cpaBHeHuto ¢ 2022 rogom, npu temnax pocta 10,2% u 2,8% B 2021 u
2022 rogax COOTBETCTBEHHO . 110 MHEHMIO CIICIHAINCTOB, XOTS OOLIMIl MPOTHO3 MO
3atparam Ha [T ObUI MOJOKUTEIBHBIM, U3-3a BIUSHUS UHQIISAIMN HA TIOKYNATEIbHYIO
criocoOHOCTh ToTpedbuteneit B 2023 roay OXUIAIOTCS CHIDKEHHWE pPacXOJO0B Ha
YCTPOUCTBA U cUCTeMbl «JlaTa-1IeHTphl» cooTBeTCTBeHHO Ha 8,6% 1 1,5% (Tabin.1).

Tabauna 1
JIMHAMHKA PacXo10B B HHYOPMALMOHHOM Gu3Hece B Mupe, Mips. 1011 CIITA "
IToxa3arenn 2022 r. 2023 r.* 2024 r.*
pacxoabl Temnbl pacxoabl Temnbl pacxoabl Temnbl
pocTa pocTa pocTa
Cucremsl [lara- | 221,2 16.6% 217.8 -1.5% 2355 8.1%
LEHTP
Texuuueckue 766,2 -6.3% 700,0 -8.6% 748,1 6.9%
CpeICcTBa
[IporpammHubIe 811.,4 10.7% 922,7 13.7% 1052,9 14.1%
PO YKTBI
[T-ycnyrn 1305,6 7.5% 1420,9 8.8% 1585.,3 11.6%
Ycnyru cBasu 1423,0 -1.9% 1461,6 2.7% 1517,8 3.8%
Oo6mue IT 4527,7 2.8% 4723,2 4.3% 5139,8 8.8%

Ipumeuanue: npoenosuvie noxazamenu va 2023 u 2024 200wi.

Cnenyer ormetuth, uTo B 2023 m 2024 romax B CErMeHTE IPOTrpaMMHBIX
NPOAYKTOB mporHosupyerca poct Ha 13,7% u 14,1%, yrto sBiusgerca ay4uien
nuHamukont cpenu Bcex cermeHToB MKT. Ilo mporHo3am, B Onmkaiiiiee BpeMs
yBenuueHue pacxonoB Ha KT Oyner o0ycliOBI€HO MCKYCCTBEHHBIM MHTEIIEKTOM,
MEXKIy TEM, OCHOBHYI YacThb PACXOAOB COCTAaBISAIOT IPOTrpaMMHBIE PpEILIEHHUS,
CBSI3aHHbIE C OOJIAYHBIMH yCIyramu. '

[lo mHeHuto aBTOpa, LU(pPOBas SKOHOMHUKA JOJDKHA CO3JaTh YCIOBHUS IS
OCHAILlEHHUsA paboyuX MECT COBPEMEHHBIMH OOJIAYHBIMH TEXHOJIOTHSIMU M JaTh
BO3MOXHOCTh IOTPEOUTENSIM TOJIb30BaThCsl B OWU3HEC-Cpelie YCIyraMu CBSI3M Ha
BBICOKOM YPOBHE, & UMEHHO:

a) KaXIbId YeIOBEeK JOJKEHb HMETh BO3MOXKHOCTH CBSI3aThCA C JIPYTUM
YeJIOBEKOM U3 JIt000H TOUKH MUpa, Oy/lb OH Ha padoTe, ToMa WIH B TPAHCIIOPTE;

0) He3aBHUCHUMO OT XapakTepa IMepeaaBaeMoll HMHQOpMalUU, AO0HKHA OBIThH
oOecrieueHa ee 6e30IacHOCTb M0 MPUHIIMITY «TE€T-a-TET»;

B) JICJIOBbIE€ KPYrM M TpPEJCTaBUTENM OU3HECAa JODKHBI UMETh BO3MOXKHOCTh
MPOBOJUTH MEPONPUATHUS, KOHPEPEHIINH, OU3HEC-COBEUIaHUs B JII0OOM ToOpojie U B

? ABTOpCKAs HHTEpIpETAIMs Ha OCHOBE JaHHBIX Gartner u cratucTuky (Jata oopamenns: 15.08.2023 u 18.08.2023)

19 https://www.gartner.com/en/newsroom/press-releases/2023-07-19-gartner-forecasts-worldwide-it-spending-to-grow-
4-percent-in-2023

' ABTOpCKast aHATMTHKA Ha OCHOBE IaHHBIX Gartner i cratuctuku (Jata obparmenns: 19.04.2023,19.07.2023)
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m000l  cTpaHe, mToJy4aTh JOCTYH K pa3IWyHON HH(pOpMAIUU, OKa3bIBaTh
KOHCAJITUHTOBYIO TIOMOIIIb.

Crnenuduka UHPOPMAITMOHHBIX MPOAYKTOB U YCIYT BBIPAKAETCS B TOM, YTO JIJIsI
co3naHusi ”HGOPMAIIMOHHBIX YCIYT OCHOBOM ClIy’kKaT WH(OPMAaIIMOHHBIE PECYPCHI

JIt060if MHPOPMALIMOHHBIA MPOIYKT MpEeACTaBIsieT cOO00W HMH(OPMAIMOHHYIO
MOJIEIb CBOET0 MPOU3BOAMTENSI M OTpPa)kaeT €ro MNpPEACTaBICHUS O KOHKPETHOM
npeaMeTHon obsactu. MHbOpMalMOHHBIM MPOAYKT, MPEACTABIAIONIMNA COOOM
pe3yiabTaT UHTEIUIEKTYaJIbHOW NIEeSITEIHHOCTH YEJIOBEKa, JOJDKEH OBITh OTpa)KeH Ha
T000M (PU3UYIECKOM MaTEepPUATLHOM HOCUTEIIC B BUJE JOKYMEHTOB, CTaTel, OTYETOB,
MpOrpaMm, KHUT.

[lo MHeHurO aBTOpa, HUHQPOPMAIIMOHHBIM MPOAYKT — OTO COBOKYITHOCTH
nHpopManu, KOTOpas HMEeT HHTEUICKTyalbHYI0 IIEHHOCTh M c(opMHpoBaHa
MPOU3BOJUTENIEM [IJIsl JajdbHEUIEero pachpOoCTpaHEHUs] B BHJE MPOJAYKTa WU B
npyroit ¢popme.

[Ipu cozmanuu wuHOOPMAIMOHHONW OW3HEC-Cpebl Ha OCHOBE TaKoro poja
WHHOBAIMI 0co00€ 3HAYCHHUE CIEAYET YACTUTh CIACAYIONIUM aCIIeKTaM:

6. CTUMyIUpOBaHKE IMIUPOKOTO MPHUBICUYEHUS] YACTHBIX UHBECTUIIUN B JaHHYIO
OTpacilb HAIIMOHATHLHOW YKOHOMHUKH.

7. Co3gaHnue  BO3MOMKHOCTEH  BCEM  MOJB30BaTelsIM W  [IOCTaBIIUKAM
nH(pOpMaIMK JJIsI THTETPALMK B TJI00ATbHBIE KOMITBIOTEPHBIE CETH.

8. [TocTosiHHOE M HENPEPHIBHOE YCOBEPIICHCTBOBAHHE HOPMATUBHO-TIPABOBOM
0a3pl, aJanTUpPYIOMIECHCS K JWHAMUYHBIM M3MEHEHHSM Ha HH(POPMAIMOHHO-
KOMMYHHKAIIHOHHOM PBIHKE.

9. Obecneuenue pazHooopaszus npenocraBiaembix UKT-ycnyr.

10. 3anuTa npaBa Ha UHTEJUICKTYaIbHYIO0 COOCTBEHHOCTb.

PeiHOK  MH(pOPMAITMOHHBIX MPOAYKTOB W YyCIYyr — 3TO 3KOCHUCTEMA,
o0beIUHSIONAs TOKyNaTeae W MPOAaBIOB, OCYIIECTBISIONIUX WH(OOPMAIIMOHHBIH
oOMeH ToBapaMH U yCIyramu, KOTOpas 0XBaThIBAET X OpraHU3allMOHHbIE, TPABOBHIC
U DKOHOMMYECKHE OTHOIIEHHUS W HMCIOJIB3YET JJIsi 3TOrO HHU(POBBIC TIATPOPMBI U
NT-uHCTpYMEHTSL.

Hcxonst U3 pe3yabTaToB HaIIETO MCCIEOBAHMS, CUNTAEM, YTO TIPHU MPOBEICHUH
MapKeTHHTa HHGOPMAIMOHHBIX MPOAYKTOB M YCIAYT  CIEAYyeT 0CO000 YIeIUTh
BHHMAaHHE TAKHUM aCIIEKTaM Kak:

- HEeMaTepUaIbHOCTh U MUHUMAJILHOE YIPaBICHUE 3allacaMH;

- mudpoBU3AIUS U 3aBUCUMOCTh OT 3HAHUI;

- JICIIIEBOE MPOU3BOJICTBO U PACXObI HA TIOCTABKY;

- BO3MOXXHOCTh OOHOBJICHUS U BOCTIPOU3BOJICTBA;

- JI0OCTaBKa Ha JIF00OO€ MECTO, IJIUTEIbHOE HCIOJIb30BAHUE W JIOJITOCPOYHAs
JIOXOJIHOCTb.

Kpome toro, MnnuBuayanpHasi ajgantaiusi WMEET PsJl YHUKaJIbHBIX CBOWCTB,
CIOCOOCTBYIONIMX MEXKOTPACICBOMY BO3JCHCTBUIO, OPUCHTAIIMM HAa WHHOBAIIWH,
obecrnieyeHUI0 KOH(PUACHIIMATBHOCTY W  0€30MacHOCTH  JIaHHBIX, CO3JaHUIO
PKOHOMUYECKON IIEHHOCTH, B3aMMO3aBUCHUMOCTH, JIETKOCTH MacIITaOupOBaHMUS,
TUOKOCTH, TEXHOJIOTMYECKON 3aBUCUMOCTH U DKOJIOTUYECKON YCTOWYHUBOCTH.
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B wuccrnenoBaHun wu3ydeHbl OCHOBHBIE (DAKTOPHI, BIHMAIONIME HA pPEIICHHE
MHOCTPAHHBIX KJIMEHTOB BOCIOJIb30BaThCA YCIyraMu Y30€KCKMX KOMIIAHMM TI0
skcriopty UITY. Bonbiyio A0a10 B 3TOM ceKTope 3aHuMaroT paszpaborku MIIY nHa
sKCnopt, To ecTh ayrcopcunr MITY. Takoe monsaTue BKItoYaeT B ceOst pa3paboTKy
NITY Ha 3aka3 1 11 SKCHopTa TOTOBOW «YIIAaKOBAHHOW) MPOAYKIIUU.

Bo BTopoii rnaBe auccepranuu «MeToau4eckue acneKThl CO3JaHuA U cObITa
HHGOPMALMOHHBIX NPOAYKTOB U YCJIYI» HA OCHOBE MAPKETUHIBBIX MCCIIEOBAHMI
M3y4eHbl TPEOOBaHMS KIMEHTOB K CO3JaHUIO MPOTPAMMHBIX MPOAYKTOB U BIUSIONINE
Ha 3TO (paKTOPbI, IPOBEJICH AHAJIN3 YKOHOMHUYECKHX MOKa3aTesne pa3paboTKu, cObITa
MPOrpaMMHOTO MPOJYKTa U €ro OOCITYXUBaHUS, MPEIJI0KEHbI METO/Abl MPOBEICHUS
MapKeTHUHIa MPOrpaMMHOI0 00eCTICUEeHHUS.

Hons cektopa UKT B BamoBom BHyTpenHem mnpozaykrte (BBII) PecnyOnuku
V30ekucrtan mnoka3zaHa B Tabmuie 2 Hiwke. [lo ero manueiM, B 2017 romy mons
cektopa KT B BBII cocraBuna 2,2% 1o OTHOIIEHHWIO K BajlOBOM J100aBJICHHOM
CTOMMOCTH 3KOHOMHUKH, €ro noJyis no otHoumenuto k BBIT - 1,9%, a k konmy 2022
roga - 1,9% u 1,8% (2-ta6mn.). 910 MOXHO 00BIACHUTH TeM, uTto cektop MKT He
pactet nponopuroHanbHo BBII.

Taoauna 2
BasioBasi 1o6aBiennas croumocth MKT-cexTopa B Pecny6inke Y36exncran'
Hammenopariie 2015r. | 20161 |2017r. [2018r. | 2019r.| 2020r.| 2021r.
nmoxkasarteJjs

BasioBas nobasieHHas

190036,2| 220064,0 | 267744,8 | 361072,7 | 465357,4 | 532753,3 | 621258,8
CTOMMOCTb — BCET0Jl.CObM

UKT-cexTop B TEKyImux

3579,90 | 4575,20 | 5849,00 | 7023,90 | 7634,90 | 8432,10 | 9218,30
[IeHaX, MIPA.CYM

ITo cpaBHEHUIO C BaJIOBOM

J00aBIIEHHON CTOMMOCTBIO 1,9 2,1 2,2 1,9 1,6 2,0 2,1
10 PKOHOMUKE
ITo cpaBuenwuto ¢ BBIIL, B % 1,7 1,9 1,9 1,7 1,5 2,1 2,2

UKT-cexrop: UT-chepa B

148,2 278,7 391,1 703,8 1006,40 | 1 006,40 | 1 006,40
TEKYIIUX IIeHaX, MIIPJ.CYM

ITo cpaBHEHUIO C BaJIOBOM

JI00aBIEHHON CTOMMOCTBIO 0,1 0,1 0,1 0,2 0,2 0,2 0,3
10 PKOHOMHUKE, %o
ITo cpasuenwuto ¢ BBII, % 0,1 0,1 0,1 0,2 0,2 0,2 0,3

Kontent-cextop u CMU B

2947 392,4 518,7 740,3 882 942,5 1017,1
TEKYIIUX IIeHaX, MIIPI.CYM

ITo cpaBHEHUIO C BaJIOBOM

JI00aBIECHHON CTOMMOCTBIO 0,2 0,2 0,2 0,2 0,2 0,3 0,3
10 PKOHOMHUKE, %o
ITo cpasuenwuto ¢ BBII, % 0,1 0,2 0,2 0,2 0,2 0,23 0,27

B V30ekucrane peanusyiorcs pedopMbl U CO3/1at0TCs OJIaronpusiTHbIE YCIOBUS
JUTSL alibHeUIIero pa3Butus cepsl HHOOPMAIIMOHHBIX TEXHOJIOTUN U TTPOU3BOJICTBA
MPOrpaMMHBIX MPOAYKTOB. B pe3ynbrate B MOC/IEIHUE TO/Ibl MPUHUMAIOTCSI MEPHI 110
nepexoly JaHHOU cdepbl HAa MHHOBAIIMOHHOE PAa3BUTHE, PACIIUPSIOTCS MACHITAOBI

12
CocraBpiicHa Ha OCHOBE JaHHBIX AreHTCTBa MO CTATUCTHUKE npu HpeSI/II[EHTe PECHy6J'II/IKI/I V306ekucra.
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peanus3anuu cTapTan-npoeKTOB, YBEINUUBAETCS CPABHUTEIbHAS JI0JISI IPOIPAMMHOIO
oOecrieyeHusi U BBICOKOTEXHOJOTUYHBIX TMPOAYKTOB M YCIYr Ha BHYTPEHHEM H
BHEIITHEM PBIHKAaX.

CornacHo wHccleoBaHUSIM, MO MHEHUI0O MHOTMX MEHEIKEPOB  OCHOBHBIM
CIIOCOOOM  YCOBEPIICHCTBOBaHUSI IMPOM3BOACTBA MNPOTrPAMMHBIX MPOJAYKTOB U
MOBBIILIEHUS KBATHU(PUKALMK CIIEHUATIMCTOB B 3TON 00JACTH SIBJISETCS HAKOIUICHHE U
s pexTUBHOE UCTIOJIb30BaHHUE OIbITa HAaMOOJIEe YCIEUIHBIX Pa3paboTUYHNKOB.

OpHako  pemuTh COBPEMEHHBbIE  MPOOJEeMbl  MPOU3BOJICTBA  CIOMXHBIX
MPOrPAMMHBIX MPOJYKTOB TOJBKO 33 CYET MOBBIIMICHUS KBaTU(UKAIUMU OTIAEIBHBIX
pa3pabOTYMKOB HEBO3MOXHO. VHIuBHAyandbHash MPOU3BOAMUTEIBHOCTh TpYyHAa
HaumOoJiee KBATU(PUIIUPOBAHHBIX M APGEKTUBHBIX MPOU3BOIUTENICH MOXKET OBITH
HECKOJIbKO BBIIIE, YEM Y MEHEe KBAIM(PUIUPOBAHHBIX, B APYrOM CIy4ae OHH MOTYT
0Ka3aTbCs OJMHAKOBBIMHU.

B otnnumne oT TpaguMOHHOTO MPOU3BOACTBA, KaXK/IbII MPOTPaMMHBIN MPOAYKT
MMEET CBOM OTJIWYHUTENbHbIE OCOOEHHOCTH. IlpM 3TOM pyKOBOIUTENH MNPOEKTA
JOJIKEH TMPOSIBUTH XOPOUIME CIIOCOOHOCTH M BBICOKYIO KBaJIU(UKALMIO U PELIUTH
CJIEYIOLIME 3a0a4u:

yIPaBIATh MpoOLlECCAaMU  BBISIBICHHS, OIpeAelieHus U (HOpPMHUPOBAHUS
TpeOOoBaHUI MOTPEOUTENS K MPOTYKIIHH;

MIPOBEPUThH, HACKOJIBKO XapaKTep TpeOOBaHUU K MPOrpaMMHOMY 00€CTIE€UEHUIO
COOTBETCTBYET pealibHON KOHUEMIUU KIUEHTA;

BECTH TIEPETrOBOPHI C 3aKa3uMKOM, I[OJIb30BATEISIMU M pa3pabOTYUKAMU,
YCTAaHOBHUTb, YTO XOYET KIWEHT, OMNPEACNIUTh M MOIACPKUBATH OallaHC MEXAY
KEJIaHUEeM KIHEeHTa W OIO)KETOM, BBIJICJICHHBIM KOMaH/Ae pa3padOTYUKOB Ha
pean3anuio NpoayKTa ¢ yueTOM UMEIOIIUXCSI pECYPCOB U BPEMEHH.

B kadectBe OCHOBBI A1 3PHEKTUBHOrO YNpaBIEHUs MPOLECCOM pa3paboTKH
MPOEKTa KOMILJIEKC MPOTPAMMHBIX MPOJYKTOB JOJKEH ObITh CHOPMUPOBAH C YUETOM
3a/lady OTHENbHBIX MCIOJHUTENEH paboT, BBIAEICHHBIX MM PECYPCOB, a TaKXKe
OKMJAEMbIX pe3yJbTaTOB W OTBEJAEHHOTO cpoka. I[lnaHnupoBaHue NPOEKTOB
MPOrpaMMHOTO MPOJYKTA, TpebyeMble XapaKTePUCTUKH CO3/1aBaeMOM
MHOOPMAIIMOHHOW  CHCTEMBbl  JIOJDKHBI ~ COOTBETCTBOBaThH  BO3MOKHOCTSIM
OTpaHUYEHHBIX PECYPCOB, HEOOXOAUMBIX I UX pa3pabOTKu U nmpuMeHeHus. O0beM
pPECYpCOB  yCTaHaBIMBAETCA MCXOAS W3 HAYaJIbHBIX TpeOOBaHUNH K OOBEKTY
MPOU3BOJICTBA, a HAJEKHOCTh IUJITAHUPOBAHUS TMIOBBINIAETCS YKE€ B IIpolecce
CUCTEMHOI0 aHaliM3a W NPOEKTUPOBAHUSA, B CBSI3M C YE€M OHM JOJDKHBI MPOUTH
CJIEYIOLUE 3TAIbIL:

n3ydeHue 00beKTa U AU3aiiHa JJid IpeIBapUTEIbHOTO OMMCAaHUS Leiell U 3a1au
MIPOEKTA;

IPEIBAPUTEIBHOE MPOrHO3UPOBAHUE BO3MO>KHBIX XapaKTepUCTUK
MpPOrpaMMHOrO MPOAYKTa M TpeOoBaHMHW K HEMY Ha OCHOBE 0000IIeHus
uH(popMaIK, OJYYEeHHOW OT paHee pealn30BaHHBIX aHAJOTUYHBIX MPOTOTUIIOB, U
CO37aHUs APXUTEKTYPHI IPOCKTA;

y4eT PECYpCHBIX 3aTpaT Ha BBINIOJIHEHHE DPA0OT MO 3TamaM U MPUKIATHBIM
nakeTaM MporpaMMHOT0 00ecTieueHus;

JeTanu3ausl MpPOU3BOJACTBEHHOIO IUIaHA, YIPAaBJICHHE €ro BBINOJHEHHUS, €ro
OlepaTHBHas HACTpOMKa M IEpepaclpeieieHue pPecypcoB B COOTBETCTBUU C
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OCOOCHHOCTSIMH ~ Pa3paOOTKM  COCTaBHBIX dYacTeld KOMIUIEKCa TMPOTPaMMHBIX
MPOAYKTOB;

000011eHre U cOOp pe3yNbTAaTOB MJIAHUPOBAHUS M YIPABJICHHUS KOHKPETHBIM
MPOEKTOM C IEIhI0 HCIOJIB30BAHUS 3TOM MH(OpPMANNUK B KauyecTBE MPOTOTHIIA TPU
MIPOU3BOCTBE MPOTPAMMHBIX MMPOTYKTOB.

JUIss KIIMEHTOB Ba)XKHO HE TOJBKO KAaYECTBO M AaKTYaJIbHOCTH MPOTPAMMHOTO
NpOAyKTa, HO U CPOK €ro ucmoip3oBaHus. OrmpenereHHOE H3MEHEHHUE J000ro
IPOrPaMMHOTO TIPOAYKTa MPUBOAUT K CHIXKCHUIO €T0 MOTPEOUTETBCKUX CBOWCTB.
[TosToMy ITpH POEKTUPOBAHUU CIENYET OOPATUTh BHUMAaHWE W Ha KU3HECHHBINA [IUKII
IPOrPaMMHBIX TPOJAYKTOB. MeXay TeM OJHOW W3 OCHOBHBIX 3a7a4 YIPaBJICHUS
MPOEKTaMU SBISIETCS MPOJUICHNUE KHU3HEHHOTO ITMKJIa MPOTPaMMHBIX MPOIAYKTOB. B
CBSI3M C ITHM, Ha PHCYHKE | CHCTEMAaTH3MpPOBAHBI TEXHOJOTHH, WCIOIb3yeMbIC B
KU3HEHHOM  [LUKIE MapKeTHHra IMQPOBBIX  MPOAYKTOB. Mcmoib30BaHUe
npeIaraéMbIX TeXHOJOTHH MO3BOJISIET MPOJJINTh KU3HECHHBIA IIMKJI MPOrPaMMHBIX

INpOAYKTOB, IIPHYCM OTHU HU3MCHCHHUA JOJLKHBI COOTBCTCTBOBATHL OXHUIAAHUAM
KIIMCHTOB.

MpvobpeTaeMblii Meama-npoayKT
Lindposble onbiTHbIE NAaTGopmMabl
Buaeo vat
OcHoBaHHasA Ha APl umdposas kKommepLms
. . @ YnpasneHve NOBTOPHBIMUAM NOKYMKaMM
AHahuuKa peicTeuit Py
KNUeHTA .
KomMyHWKauusa B peasbHOM BpeMeHu Ha Be6
KoHBepcuoHHas é O o
koMmepuns AHanMTMKa UHTENNEKTYaNa KIUEHTOB MobubHbilf
o POS
Mapretnaeiic % Tag ynpaBneHue
onepauuanapn AM Y MNposepka Ha
Xabu|npusneyenus BupTyanbHbIi Kowenek MOWeHHNYECTB
JINEHTOB % o
Mpérpammbl o6meHa BupTvanbHbIil accucTeHT DOM MnTerpypoBaHHan
coobleHmammu ana CRM YnpasneHue 3HaHUAMK AnA uMdpoBas KoMmepLUs
o 06CNYKMBAHUA KNNEHTOB O Pakamnu TuxKopat Saas
ARn VR O
= O Mobile CucTtema ynpaBaeHusa AaHHbIMU
= O (MDM)
§ b @) CPQ (KoHdurypauus, ueHa,
= o npeanoxexve)
; Py MexaHuaMb! OO O Q OnTmunsauma n ynpasneHue ueH B2B
=) Thing nepcoHanusaumm [HamuuHoe ycTaHoB/IeHUE LeH
KOMMepLWA Mobile CucTema ynpaBaeHus N0aabHOCTH
KomMMmeplLy [l13aiiH onepaTMBHOIO pearnpoBaHus BpeMH
KopnopaTusHoe ynpasneHve o6paTHOM cBA3N
Lindposan cuctema KynoHos
WunoBaimonyas Makcumaisb Munnvans JInans Touka
TOYKA Has TOYKa Has TOYKa NoALEMa s dexTuBHOCTH

Puc.1. JKu3HeHHbIii UK MAPKETHHIa TH(POBBIX MPOIYKTOB

JIJist TOCTHKEHHUST MAKCUMAJIbHOTO OXBaTa Ha PbIHKE HEOOXOJUMO PacCMOTPETh
BO3MOYXHOCTb MCITOJIb30BaHUS PEKOMEHIYEMBIX ITOKA3aTelCH IIPU ONPEIEIICHUU Mep
I10 IIPOJIJICHUIO CPOKA KU3HU.

B xoxe uccnenoBanus ObuiM pa3paOOoTaHbl PEKOMEHJALMU IO MPUMEHEHUIO
meronosiorun SCRUM, OCHOBaHHOM Ha KOHLENIWU Arwie, rae Mpeiiaraercs
peanuzanus MapketuHra no merogosiornu SCRUM npu npoBeleHHM MapKETHHIA

1
3 CocraBJieH 1o pe3yiibTaTaM UCCICAOBaHUA aBTOpaA.
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IIPOrpaMMHBIX MPOAYKTOB. Ha pHucyHKe moka3aH KU3HEHHBIN LUK IPOTrPaMMHOIO
MPOAYKTAa U €r0 MAPKETUHIOBBIN noaxoa no metononaorun SCRUM.

B npepmaraemom MapketuHre npumeHeHue wmeroposiorun SCRUM  paer
KOMIaHusM B cdepe MH(POPMaLMOHHOIO OHW3HEca CIEAYIOLUE IPEUMYILECTBa:
KOHKPETHO M KpaTKO pacCMaTPUBAIOTCA pPA3JUYHbIE IPUOPUTETHI, PETYISPHBIC
IPOBEPKU OOBENMHAIOT 3aMHTEPECOBAHHBIE CTOPOHBI, AK€ €CIU OHU IIPECIEAYIOT
pa3Hble MHTEPECHI, PEIICHUS MPUHUMAET BIAJAENIEL MPOAYKTa, YIIYYIIEHHBIN
MapKETUHTOBBIA aHAIU3 CIHYXKUT JJI1 KOPPEKTUPOBKM CHoco0a IUIaHMPOBAHUS
KOMITaHUMU.

Hamu wccrmenoBaHuss MOKa3bIBalOT, YTO JUIS  YCIEIIHOIO IOCTPOEHUS
HDKOCUCTEMBI ~ MH(POPMAIIMOHHOIO  OW3HEeca BaXHO TMOHMMATh  TpeOOBaHUsA
PErMOHAJIBHOTO pPHIHKA M CJIEOBaTh I00AJbHBIM TEHACHUMSIM. B cBsI3u ¢ 3TUM
BO3HUKAET HEOOXOJIMMOCTh MOATOTOBKM W TMepeoOyueHHs] KBaTu(UIMPOBAHHBIX
CHELMAUCTOB B  00JacTH  pa3pabOTKM  CIOXKHBIX CHUCTEM  IPOIPaMMHOIO
oOecrieyeHusi, MX OOY4YEHHS COBPEMEHHBIM METOJAM BBINYCKAa AaKTAJIbHBIX U

KAa4CCTBCHHBIX HpOFpaMMHBIX HpOI[YKTOB u COBpeMeHHOI/I KyJ]LType
HpOFpaMMI/IpOBaHI/IH.
BEKLOG SPRINT: ExeaHesHas
U,EIWI Co3aaHue exxemecA4yHOro BCTpeya:
R MapKeTVIHI'a KazieH4apA KOHTeHTa C TMnamu u
_Q’_ BpemeHeM COOBLLeHNIA; Yto 6b1N10
Co3spgaHue BU3yasa 1 3aro/IoBKOB caenaHo
i N —
L9 NepBOi HeAe/n NoCToB; 5
T el
\x Onpeaenenne 10 cambIx yyLnxX Han ues ekt
MHIIOHCEPOB; HOBbIE USMEHEHUA:
3anucu nonb3osartens:
2.4- Co3gaHue v nsgaHue
- NoXKenaHus; —
. o — HepenbHble KOHTeHTa 6n10ra.
_"""_efrgclbl/ hn‘oie'anocnj, — CNPUHTbI PaboTa c uHPtOHCEPamm
— 1 3aBeplueHne
x x NapTHEPCKMX KOHTPAKTOB.
R4 ES
S m
beknoru npoaykra: S v
Co3faHue KoHTeHTa gna ‘
6nora; B
eKnorun
Co3aaHue KamnaHum B . AHanus npouecca AHAJIN3
COLMANbHBIX CETAX; BbIGPaHHO . CIIPUHTA:
COTpyAHNYECTBO € > npoaykuyuu: CI'IE)I/IHTa. Kakue nem 6pm @
nHdI0eHCepPaMy; CospaHue KamnaHwuu B <4  Kakon npouecc JIOCTUTHYThI?
Crpaterua ontummsaumuu COLUMANbHbIX CETAX; npowen XOpOLUO? Kak npusnoxenue
Co 4ecTBo ¢ KaKune acneKkTbl MOXHO A/ HOBJIUSUIO HA TIPOJIAXKH,
i”w nnnnnnnnn r—

— .|

MnaHbl CNDUHT

Puc. 2. Peanu3auuu >KkM3HEHHOT 0 IMKJIA MPOrPAMMHOI0 NPOAYKTA H €ro
MapKeTHHra no meroxosorun SCRUM'

I/ICXOIIH N3 H3JI0OKCHHOI'O BBIIIC, p33pa60T‘II/IK nporpaMMHOTO obecrieueHu
HOJDKCH BBIIIOJJHHUTL CIICAYIOIMUC OCHOBHBLIC 3aJa4u: 1) YCTAHOBJICHUC KOHTAKTa C
MMOTCHOUAJIIBHBIMU KIIMCHTAMU IIPOIrPaMMHOI0 MPOAYKTa CIIC JO €TI0 I'OTOBHOCTH,
2) MMPC3CHTAIUA €TI0 YTBCPIKACHHBIM KIIMCHTAM B PCKUMCE HAYAJIbHOT'O TCCTHPOBAHUS

14
Pa3paborka aBTopa.
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3) moctwxkenue nepBbix 5-10-100 nmpogax; 4) co3maHue CUCTEMBI COBITA MPOJYKTA;
5) dopmupoBanue >HPEKTUBHON MMOCIEAOBATEILHOCTH ATAlOB  yHpaBJICHUS
CUCTEMOM MPOJAXK MPOTrPaAMMHOT0 00eCIIeYEHUSI.

B Tpetreii tnaBe nuccepranuu «Acnosib3oBanue HUGPOBHIX HHCTPYMEHTOB
MAapKEeTHHIA B JJeKTPOHHOH KOMMepUUM HH(POPMALNMOHHBIX NPOAYKTOB»
OMMCAaHbl COBPEMEHHBIE METOJbl U MOJEIU LU(PPOBOr0O MAPKETUHIa U YIPaBICHUS
ousnec-npoueccamu no konuenuuu HMunyctpus 4.0. IlpennoxxkeHbl MeToauyecKue
MOJAXOJbl K YIpaBICHUIO HU(DPOBON MapKETUHTOBOM JAESTENBHOCTHIO KOMIAHHM,
MPENIOCTABIAIOMUX HHPOPMAILIMOHHBIE TPOAYKTHl U YCIYrd. BBISBICHBI METOABI
s¢dexTuBHON opraHuzanuu (GYHKIUMOHUPOBAHMS IUIATPOPM, MPEAOCTABISIOMIMX
MH(OPMAIMOHHBIE TPOYKTHI U YCIYTH.

Nunyctpuss 4.0 ONKUCBHIBAET YETBEPTYH MPOMBIIUICHHYI) PEBOJIOLUIO,
XapaKTEPU3YIOUIYIOCA UHTETpale B MPOU3BOJCTBO U JPYTHE OTPACIH MEPEIOBBIX
TexHosorui, Takux kak Murepuer Beuieit (IoT), uckyccrsennniit untemnexktr (MN) u
pOOOTOTEXHUKA.

O¢ddexTrBHOE UCMOJIB3OBAHUE HMHCTPYMEHTOB IM(GPOBOrO  MapKETHHIa
Wnpyctpus 4.0 BHecCHO 3HAaYUTENbHbIE HW3MEHEHUS B MApKETHHI, MOOYXaas
KOMIIaHUU 0oJiee MIUPOKO HCIOJIb30BaTh METOJOB LHU(PPOBOrO MapKETHUHTA s
MIPUBJICYEHUS U YAEPKaHUS KIIMEHTOB.

VYmpasnenue OusHec-nporeccamu: Muayctpus 4.0 Takke H3MEHUT CIOCOOBI
YOPABIEHUS MNPEANPUATHIMUA CBOMX MHpoleccoB. KoMmaHuum Bce dalle CTainu
UCIOJIb30BaTh U(GPOBBIE TEXHOJOTMU JJISI ONTUMU3AIMU U aBTOMATU3AIMH CBOMX
MPOLIECCOB, YTO MPHUBOAMUT K MOBBIIEHUIO 3(P(HEKTUBHOCTH W SKOHOMUHU 3aTpart.
CoBpeMeHHbIE MOJIENI YIIpaBJIeHUsl OM3HEC-MPOLECCaMU HAILIM CBOE OTPaKeHHE B
aBTomaTtuzauuu OusHec-npoueccoB (ABII); pecTpykrypuzauuu OH3HEC-TIPOLIECCOB
(BPR); B MmeTomonoruu 6 Curm (Lean Six Sigma) u B MeTo1070TUN ATHIIE.

[lo MHEeHHIO aBTOpa, KOMITAHUSM HEOOXOJIMMO HAyYUThCS OPUEHTHUPOBATHCS B
CIIOXHOM cpene UU(pPOBOrO0 MApPKETUHIa, CIEUUAIbHO AaJanTUPOBAHHOW s
noctraBmukoB HUIIY. B coBpemeHHOM ObICTpO pa3BHUBaIOUIEMCS LHPPOBOM
naHAmadTe MPUOPUTETHOM 3amadeld sBIAETCS OOECIeUYeHHE COTJIACOBAaHHOCTH
OpPraHMW3allMOHHO-DKOHOMUYECKUX MEXAHU3MOB YIIPABIEHUS C MapKETUHIOBOM
NEATENIbHOCThIO  KOMIIAaHWM, npepocraBiasommx  HMITY. Otu  mexaHu3Mbl
oOecreunBaoT 3P PEeKTUBHOCTD, PE3YIBTATUBHOCTh U THOKOCTh MApKETUHTA.

B  BuUpTyanbHOW CpeAe  OpraHU3alMOHHO-DKOHOMUYECKHE  MEXaHU3MBI
YIOPABIEHUS MAapKETUHIOBOM JIEATEIBHOCTBIO Pa3/IEICHbl Ha JKOHOMHUYECKYIO H
OpraHM3alMOHHYIO COCTaBisromMe. OpraHu3alMOHHbIE MEXAHU3MBI MPEICTABICHBI
(GYyHKUMOHANBHBIMUA 33/la4aMM MapKETHHTOBBIX OT/EJIOB KOMIIAHWM, MPUHSATHEM
CTPATETHMYECKNUX PEIICHUM M MOKAa3aTelsIMU HMX HCIOJb30BAHUSA. DKOHOMHUYECKHE
MEXaHU3Mbl OTPAXKAIOT JESITENIbHOCTh KOMIIAHWM, CBSA3aHHYI0 ¢ (QuUHaHCaAMU U
1eHOBBIMU cTpaterusimu. B nanamadre UT komnanuu nepexoast Ha UCTOIb30BaHUE
MHO>KECTBA HOBBIX MOAXOIOB JUIsl TOTO, YTOOBI BBIAEIUTHCS U TOOUTHCS JUAEPCTBA
Ha pblHKe. OIHMM W3 TAaKUX NOAXOAOB SBISETCA YIPABIECHUE MapKETHHIOBOM
NESTENbHOCTBIO HAa OCHOBE MOTHMBAaUMOHHBIX  (QyHKIUHA. OpraHuzanuoHHO-
DKOHOMHUYECKHME  MEXaHU3Mbl  YIPABICHHUS  MAPKETUHTOBOM  JIESITENBHOCTHIO
KOMIIAHUW, MPEeJAOCTaBISAIOMUX HWH(GOOPMAIMOHHBIE MPOAYKTHI M YCIYTd, B
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BUPTYAJIbHOM MHUPE PaCCMATPUBAIOTCA KaK Ba)XHOE HAIPABJIICHUE MCIIOJIb30BaHUS
MOTHUBAIIMOHHBIX (PYHKIMM, pa3BUBAIOIINX COLMAIBHOE MPU3HAHUE W JTUYHOCTHBIN
MMOTEHIINAIL.

Uepes opraHuM3alluOHHOE YIPABJICHUE KOMIIAHUEW HA OCHOBE MOTHBAIIMOHHBIX
bynkuii, UT-6m3znec Oyaer mnpusHad Oojiee HAJEKHBIM, PHUBJICKATCIBHBIM H
s dexkTruBHBIM Ou3HecoM. Ha pucyHke 3 mpeacTaBieHa MOJIENb YIpaBICHUS
MapKETHHTOBOM JEATEIbHOCThI0 KOMMAHWUM, MPEIOCTABISIIONIMX WH(POPMAIIMOHHBIC
MPOAYKTHI U YCIYTH, OHA OCHOBAHA Ha MOTHBAIIMOHHBIX ()YHKITUSX.

Ynpasnenue peiHkoM UWIIY Ha oOCHOBE NPEMIIOKEHHOW KOHUEHUHUU JaCT
BO3MOXKHOCTh TMPOSIBIIATh BUPTYyaJibHbIE (OpMBI OM3HECA, OPUEHTUPOBAHHBIE Ha
KJIMEHTOB M HalleJICHHBIE HA CO3JaHue JUIS HHUX OOJIBIIOM BBITOABLI, a TaKKe
dbopmupoBath koHuenuuio «lIpennpusarue 4.0», BHEAPSATh HOBBIC NPUHIUIBI U
MOJX0/Ibl K OPTaHU3AIMU U YIIPABICHUIO BUPTYyaTbHBIMU PEANPUATHIMMU.

Ynpas/ieHHe MAPKETHHIOBOH AeATe1bHOCTHIO npeanpusatuii UITY

l

v | I v
IInanuposanue Koopnunarus Kontpoms
OpraHu3anust Brinonuenue
MapKETHHIOBBIX CTPaTerH4ecKuX
HCCIIeIOBaHUI uepe3 Oprasu3anys Vrpanenue IUIaHOB;
Wnrepner; 0€e30I1aCHOCTh
Onpepernenne (DdUHAHCHPOBaHHE HH(pOpMALHK;
HaJIM4Ms OH-TalH Hanaxupanue DdpexTuBHAs Oe30macHbIi
HPUCYTCTBUS (bYHKIIMOHNP OBaHHUSI OpraHu3aLus CHCTEMHBIT
KJIMEHTOB U 1 poBOro CouransHoe HH(PPACTPYKTYPHI KOHTPOJIb IIPOGHIIS
BBISIBJICHUE CTENICHH MapKeTHHTa; TNpH3HAHNE B UT; KIIUEHTA;
UX JI0CTYIIa K OpraHM3allus CUCTEMBI| | BUpTyanbHOIl cpejie; Hcnons3oBanue obecreueHune
UHTEpHeT- PaOOThI B BUPTYAJIbHOH| |PasBuTHE IMYHOCTHOrO CRM-cucrem; IPO3PAYHOCTH;
atdopmam; cpene; HOTeHyHaJa; ConuaabHBIN Meaua- IT-aynut;
onpezenenus  [BHenpeHne KoHIENINH BHE/IPEHAE CUCTEM MEHEDKMEHT; KOOPIMHHPOBAHHOCT
JOCTyIa K «IIpennpusitue 4.0»; TIOOMPCHH; CoumansHsrit PR b OH3HEC-TIPOLIECCOB
IH(BPOBEIM Hcnonb3oBanue Feitvnducanna MEHEKMEHT;
MHCTPYMEHTaM JIMCTaHIMOHHBIX Agile n Scrum
TEXHOJIOI Ui

Google Analytics CRM CRM systems Tableau

SEMrush/Ahrefs Monday.com Kahoot! Praise Sprout Kissmetrics/Hotjar
HubSpot Slack Social media Social/Buffer Moz
Trello/Asana . . Mailchimp/Const o
Dropbox/Google 15Five p Hootsuite
Google Trends . . ant Contact
Drive GameEffective DashThis
Basecamp Marketo

Puc.3. Moaesanb ynpaBjieHUs1 MAPDKETHHTOBOI 1eSITeJIbHOCTHI0O KOMIIAHU,
NPeAoCTABIAIIINX HH(OPMALMOHHbIE IPOAYKTHI U YCJIYI'H, OCHOBAHHAS HA
MOTHBALMOHHBIX QPYHKIHSX

1
* PaspaGoTka aBTOpa
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COBET
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CoxpaHUTh ITa
Yoeoumecwo, umo sawa
Iepexon Ha Kop3uHy ,  mpanzakyus 6e30nacua.
honax ,/' IIposepvme HTTPS,
L7 npoumume ycioeus
ITpoBepka 6e3OEIaC.-TI/I / L’ npooasua
U YCIIOBU

Her

Bei6epure

VY 10B.-HEI U

HOKVIIKOI? Ocmasvme om3vl8bl 015

+  yayuwenus. Mooicro
Na R4 B0CHONIL30BAMBCS
, ueypamu 6 ude narvya

npyroit UITY

Bamr or3niB ,7

Cnacub6o 3a
MOKVIIKY!
CBLIXOZ[ u3 Mara31/IHa>

Puc. 4. Anroput™ BiGopa u nokynkn UITY B HHTepHeT-Mara3uHax =

1
% PaspaGoTka aBTOpA.
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N3-3a OTCYTCTBHUS B COBPEMEHHOU AIEKTPOHHOM KOMMEPLINHU
CHEIUATN3UPOBAHHBIX OTPACIEBBIX CTAHAAPTOB U HOPM OOCITY>KMBAHMS HET U YETKHUX
MPU3HAKOB TMEpeurucieHHbIX BUIO0B. He Oynmer omumOKoil HCMONB30BaTh TaKue
Ha3BaHUS Uil OOO3HAUEHMs] TUNA Mara3uHa. OTH TOJKAaTErOpUU  CIEIyeT
paccMaTpuBaTh 10 KpPUTEPHUIO KilacCU(UKAIIMM «ACCOPTUMEHT MpeiaraeMbIxX
TOBapoB». ['JlaBHas LIEHHOCTb BBIPAXKAE€TCSI B OCHOBHOM MNOTPEOHOCTH, KOTOPYIO
NOTpeOuTENb XOYET YIOBIETBOPUTH, MpHOOpeTas ToBap. BTopoit ypoBeHb —
OCHOBHBIE BO3MOXHOCTH TOPTOBBIX YCIYT. TO BCETO JUIIL 00s3aTeNIbHbIE AIIEMEHTHI
ciykObl mpoaaxk, 6e3 camMoro ToBapa MU OCHOBHOW CIIyObl MpOAaX HEBO3MOXHA
peanuzanusi €€ OCHOBHBIX (yHKIu. OOs3aTeNbHBIE 3JEMEHTHI OMPEETIOTCS
MeToaMHu U opMaMu TOProOBiIH, TpeOyemMoil nmpakThukoi oOciyxkuBanus. Ctangapt
MOKYIIKM TOBapa B DJJEKTPOHHOW KOMMEPIMM OCHOBaH Ha  aJIrOpPUTME,
MPEACTABICHHOM Ha PUCYHKE 4.

CraHgapTHBIA alrOpUTM NPUOOPETEHUS MPOAYKTOB SJIEKTPOHHOW KOMMEPLUU
BKJIIOYAET B ce0s1 BBISIBICHUE MOTPEOHOCTEH KIMEHTOB, MOUCK MPOIYKTOB, OLIEHKY
BAPUAHTOB, MPUHATUE PELICHHS O MOKYIKE, COBEPLUICHUE MOKYNKH U OLEHKY IOCIIE
MOKYMNKHA. OTOT aJIrOPUTM MOXHO  JOTNOJHUTh HECKOJbKUMHU  LH(PPOBBIMU
TEXHOJOTUAMH. VICKyCCTBEHHBIM MHTEIJIEKT M MAIIMHHOE OOy4YEeHHE MOTYT
MPEJIOKUTh 00CITY)KUBAaHUE KIMEHTOB M MEPCOHAIM3UPOBAHHBIE PEKOMEHAAINH, A
«bur Jlata» 1mpenocTaBiseT JOINOJHUTEIBHYIO AaHAJWUTUKY Uil KOHKPETHBIX
KJINEHTOB.

PaciimpeHHass W BuUpTyalbHas pEaIbHOCTh CO3JaAyT YHHUKAJIbHBIA OIBIT
MOKYNOK, a TexHojorus Blockchain momosxer obecnieunts 6e30macHble TPAH3AKIIUH.
WuTepHer Beled yiyyliaeT OTCIEKHUBAHHE TOBApOB, a MOOWIIbHBIE TEXHOJOTHUU
ONTUMU3HUPYIOT MPOILECC MOKYNOK Uil ONEpPaTUBHBIX MOJb30BaTeneil. MHTerpanus
COLIMAJIBHBIX CeTel CHOCOOCTBYET COLMAJIbHBIM IOKYIIKAM M IpoNaraHaupyer
BUJIUMOCTH MIPOJYKTOB, @ TEXHOJIOTUU FOJIOCOBOTO OUCKA U MOKYIOK CITOCOOCTBYIOT
0oJiee MIMPOKOMY HMCIOJB30BaHUIO MU(GPOBBIX MOMOUIHUKOB. DTHU TEXHOJOTHUHU MpPU
CTPAaTErHYeCKOM OOBEIMHEHUH MOTYT CIYXUTh KapAWHAJIbHOMY YJIyUYLICHUIO
KaprorpadupoBaHusi KIMEHTOB U oOmeMy ycmexy OusHeca d3JIEeKTPOHHOU
KOMMEPIIUH.

Ilo pesymnbraram oIpoca, NPOBEACHHOIO CpPEIM IOCTOSHHBIX KJIHWEHTOB W
AKCIEPTOB B c(hepe UHTEPHET-TOPrOBIH, TPEOYETCs] OLEHUTh 3HAYUMOCTh U YPOBEHb
(aKkTOpOB YIOBIETBOPEHHOCTH B MHTEPHET-MarasuHax pas3iuyHOW CHelUaTUu3alllu.
Onenka ctpoutcss Ha 4 OCHOBHBIX (akTopax: (aKTOphI, CBSA3aHHBIE C TOBaPOM,
dakTopbl, CBA3aHHbIE C  yA0OCTBOM  caita, (aKTOpbl, CBA3aHHBIE C
MH(OPMAIIMOHHBIMUA ~ YCIyraMyd HMHTEpHET-Mara3uHa, Hu (aKTOpbl, CBs3aHHbIC
C CHUCTEMOW peanu3aluu NPOAYKIUU U JIOTUCTHKU. Ha ocHOBaHHMM 3THUX (PaKTOpOB
VMHJEKC  YJIOBJIETBOPEHHOCTH  IIOKYIIATEJIEd  MarasyHOM  OLICHHUBAeTCs IO
4 HanpaBJIEHUSM HAa OCHOBE CIIEIYIOUIUX (PaKTOPOB:

5. @akTOphI yIOBJIETBOPEHHOCTH KJIMEHTOB MPOAYKIIMEH Marazuna (X, ll)

X1 — MONMHOTa acCOPTHMEHTA IIPOLYKIIUH;

X3 — mupora (CHEeKTp) acCOPTUMEHTA ITPOLYKIIUM;

X3 — monHoTa MHpOPMALMH O MPOAYKIUHU (POTO, HHCTPYKIUS 110 IIPUMEHEHHIO,
MIPOU3BOJIUTEN, KAUYECTBO U CEPTUDUKATHI U T.11.);

6. @akTOphl, CBA3aHHBIE C YIOOCTBOM cailTa MHTEpHET-Mara3uHa JJis KIMEHTOB
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X7):

x% — yno6cTBO MoKcKa U BRIOOpA TOBAPA Ha CaiiTe;

xZ — yn06CTBO Mpoliecca MOKYIKH TOBAPa;

7. ®aKkTOpbl YIOBJIETBOPEHHOCTH KIMEHTOB HH(POPMALMOHHBIMHU YCIyramMH B
WHTepHEeT-Marasuse. (X;):

x3 — HanuuMe MHCTPYKUMIi 10 paboTe Ha caiiTe;

X3 — ypoBeHb IpeJocTaBIeHNs HHPOPMALIUK O HPOTYKIMHY;

X3 — HanuuMe OHJIAKH-BO3MOKHOCTEN 0OPaTHOM CBA3M;

X3 — HaJauuMe PYKOBOJCTB IO paboTe Ha caiiTe;

8. @aKTOpbl, CBA3aHHBIEC C MPOJIaKaMU MPOIYKIMU U JOTUCTHYECKON CHUCTEeMOM
WHTepHeT-Marasuna (Xi):

x] — HaJU4Me yCIIyT 10 JOCTaBKe TOBAPOB;

X; — HaJU4YME CUCTEM CTUMYJIUPOBAHHS MPOAAK IPOAYKIIUM;

X3 — yIoOCTBO HAaXOXkIEHUs caiTa B IOMCKOBBIX CHCTEMAX M COIMAIbHBIX
CeTsX;

X4 —HAIMYUe YCIYT MO JOKALMAM;

X5 — rUOKOCTb Tapu(OB JOCTABKU TOBAPOB;

Xg — HaJU4ME PA3IUYHBIX IIATEKHBIX CUCTEM I TOBAPOB.

BecoBbie koapdunmentsr (W) yIOBIETBOPEHHOCTH KIMEHTOB B WHTEPHET-
Mara3pHax pacCUMTBHIBAIOTCS MCXOAS U3 OOIIEero 4Yuciaa PECHOHJEHTOB IO
BBIOpPAHHBIM KPUTEPUSIM Ha OCHOBE 3aJaHHBIX (PAKTOPOB, & TaK¥K€ KaK OTHOILIECHHE
CpPEIHETr0 KOJIMYECTBAa O0asioB, BBICTABIEHHBIX 10 KaXIOMY KpHUTEpUIO, K
MaKCUMaJlbHOMY Oajuly, KOTOPBIH MOXHO TMOJYy4YUTh B OOIIEH CIOXKHOCTH.
VY 10BIIETBOPEHHOCTh KJIMEHTOB HMHTEPHET-Mara3uHaMH OLEHUBAETCS MO OImpocaMm
KJIUEHTOB (5-0auibHas mkana Jlalikepra).

Ha ocHoBe mpenniokeHHOro mojxoja Obuia arnpoOHpoBaHA METOAMKA OIEHKH
yIIOBJIETBOPEHHOCTH KIMEHTOB YCIyraMu 3JIEKTPOHHOTO Mara3uHa ATrEHTCTBa I10
cratuctuke npu Ilpesupente PecnyOonuku VY30ekuctan (https://module.stat.uz/).
Onpoc npoBoauics B popMe OHJIAWH-aHKEThI, B HEM Bcero npuHsuim ydactue 400
PECIIOHJIEHTOB. Pe3ynbTaThl, MOJYyYEHHbIE IO CTENEHU CYIIECTBEHHOCTU (aKTOPOB,
OKa3bIBAIOIINUX OOJIBIIOE BIMSHHE HA YAOBIETBOPEHHOCTH PECHOHJIEHTOB YCIyraMu
AJNIEKTPOHHOTO Mara3uHa ATEHTCTBA MO CTATUCTUKE, MPECTABICHBI B Ta0IMIIE 3.

Pe3ynpTaThl  IPOBENEHHOTIO UCCIENOBAaHUS TMOKa3ald, YTO KO3 UIMEHT
oOLIEro ypoBHsI YAOBIETBOPEHHOCTH KIIMEHTOB YCIIyraMu 3JIEKTPOHHOTO MarasmHa
ArentcTBa no craructuke cocrtasuia 0,84. 9to Ha 15,6 mponeHTa HUXKE CyMMAapHBIX
pe3ysbTaTOB, TP OATOM pa3HHUIA B Kod(ppuuueHTax yAOBIECTBOPEHHOCTH
MoKymarele NpoAyKuued HHTepHeT-Mara3uHa cocrtabisier 4,0  mpolieHTa,
YCTAHOBJIEHO, 4YTO KO3 ULKEHT (PaKTOpOB, CBS3aHHBIX C YAOOCTBOM caiita
MHTEPHET-Mara3uHa Jijisi mokymnareyen, Opu1 MeHblue Ha 2,6 %, yIOBIETBOPEHHOCTU
KJIMEHTOB MH(GOPMAIMOHHBIMU YCIYraMd B HWHTEpPHET-MarasuHe — MHUHUMYM
Ha 5,2 mpoleHTa, 1o ¢akropaMm, CBA3aHHBIM C CHCTEMOW MPOJaXX MPOAYKUHUUA U
JIOTUCTUKOW WHTEepHeT-MarasuHa - Ha 4,2 %. Takum oOpazom, HeoOxoaumo Oosee
3¢ ()EeKTUBHO OpraHU30BaTh JESATEIBHOCTh ATEHTCTBA IO CTAaTUCTUKE IO
MPEeIOCTaBICHUI0 MH(OPMAIMK TMOKynateasiM o0 MH(OPMAIMOHHBIX MPOJIYKTax H
ycnyrax UaTepHeT-mara3usa.
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Taoaunua 3
Pe3ynbTaThl OlIeHKH ATEHTCTBOM M0 CTATHCTHKE YPOBHSA Y/10BJIETBOPEHHOCTH
KJIMEHTOB YCJIYraMM 3JIeKTPOHHOI0 MAra3uHa Ha OCHOBe BECOBBIX

K03 (PUIIUEHTOB
Ilepe- IMoka3zaTenn Pecnion- | Bcero B % w B % | Pasumua
MeHHbIE JeHThl | 0aJ1J10B
xi MOJIHOTA aCCOPTUMEHTA MPOTYKITUU 20 84 5,0 0,042 42 0,8
x3 [MupoTa accopTUMeHTa MPOAYKIUH 35 148 8,8 0,074 7,4 1,4
MOJTHOTA MH(pOpPMAIMU 0 IPOIyKIHHU (PoTo,
1 HMHCTPYKIHUSA 10 IPUMCHEHHUIO,
3 MIPOU3BOIUTEINb, KAUECTBO M CEPTH(HUKATHI 44 184 11,0 0,092 9.2 1.8
U T.1.)
Bcero D akTopsI YA0BJIETEOPEHHOCTH KIIHEHTOB 99 i 24.8 0.208 20.8 4,0
NMPOayKIHeil HHTepPHEeT-Mara3uHa
x4 yz[S)GCTBo ITOMCKA U BBIOOpA TOBapa Ha 25 106 6.3 0,053 5.3 1.0
caiite
x5 yIo0CTBO TpoIlecca MOKYIKHA ToBapa 40 168 10,0 0,084 8,4 1,6
Bcero 2. ®aKTOpPHI, CBA3AHHBIE € YA00CTBOM
caiiTa UHTePHET-MarasuHa JJist 65 - 16,3 0,137 13,7 2,6
KJIMEHTOB
x6 HaJIMYKMe UHCTPYKIIUI 110 paboTe Ha caiite 43 180 10,8 0,09 9 1,8
x7 YPOBEHb NPEAOCTABIICHHUS HH(POPMAIIUU O 3 134 8.0 0,067 6.7 1.3
TIPOAYKITUH
x8 S:g;me OHJIAMH-BO3MOKHOCTEH 00paTHOMH 31 129 7.8 0.0645 | 6,45 135
x9 HaJIMYKME PYKOBOJICTB IO pabOTe Ha caite 25 105 6,3 0,0525 | 5,25 1,05
Kamu | 3. PakTopsl yA0BIETBOPEHHOCTH
KJIMEHTOB MH(OPMATHOHHBIMH 131 - 32,8 0,274 27,4 5,2
yCJIyraMm B HHTEPHET-Mara3uHe
x10 HaJU4ue yCIyr MO0 JJOCTaBKE TOBAPOB 12 51 3,0 0,0255 | 2,55 0,45
x11 HAJIMYHME CHCTEM CTUMYJITMPOBAHUS MPOIaK 25 105 6.3 00525 | 525 1,05
TIPOAYKITUH
x12 yIOOCTBO HAXOXKICHUS CaliTa B IIOMCKOBBIX 29 93 5.5 00465 | 4,65 0.85
CHUCTEMaX M COLUATIBHBIX CETAX
x13 HaJM4ye yCIyT MO JOKAIUsIM 18 75 4.5 0,0375 | 3,75 0,75
x14 THOKOCTh TApU(OB JOCTABKH TOBAPOB 13 55 33 0,0275 | 2,75 0,65
x15 HAJTMYKE PA3JINIHBIX IIATEKHBIX CHCTEM 15 63 3.8 00315 | 3,15 0.65
TSI TOBApOB
Kamu 4. ®akTOopbl, CBSI3AHHbIE C MPOJAKAMHU
NMPOAYKIMH U JIOTHCTUYECKOH CHCTEMOil 105 - 26,3 0,221 22,1 4,2
HHTEPHET-MarasuHa
O0111ee YUCI0 PECIIOHICHTOB 400,00 - 100 0,84 84,4 15,6

[Ipu mpoBeneHUH UCCIEI0BAHUS MO BBISIBICHUIO CTENEHU YAOBIETBOPEHHOCTH
KJIMEHTOB, KakK BHJHO W3 TMPEJOCTaBICHHBIX JaHHBIX, HAa OCHOBE BBIOOPKHU
u3 500 pecnonnentoB Uzum.uz BhIIENsSE€TCA Kak caMblil 3 QeKTUBHBIA BeO-CallT ¢
YpPOBHEM YIOBIETBOPEHHOCTH 92%. OH MOKa3bIBAET BHICOKYIO YJAOBJIECTBOPEHHOCTH
KJIMEHTOB MO CPaBHEHUIO C ApyruMu BeO-caiitamu. Hanportus, Technolux.uz nmeer
cCaMblii HU3KUH YpPOBEHb YAOBIETBOPEHHOCTH — 72%, XOTS y HEro OTHOCUTEIIBHO
BBICOKOE KOJIMUECTBO pecrnoHaeHToB (380), 4To yka3blBaeT Ha TO, YTO HUMEIOTCS
obmactu Ui yaydiieHus caiita (Ta6n.6). Ycinyru oOHJIaWH TOProBid, oOIIas
yIIOBJIETBOPEHHOCTh MOTpeduteneit (GpopMUpYIOTCS Ha OCHOBE BOCHPHATHS BHJIA
yCIyT, BXOJALIMX B MHGOpMalMOHHBIN cepBuc. Kpome Toro, mHpopmalmoHHbIE
YCIYTU B OCHOBHOM BTOPHUYHBI U BaXKHBI JJIsS YAOBJIETBOPEHHOCTH YCIYraMu IPOJaK.
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Taoauna 4
Pe3yabTaThl OIEHKH y10BJIETBOPEHHOCTH KJIHEHTOB ycayramu UHTepHer-
MarasuHoB, pyHKIuoHupywmux B PecnyOiuke Y30ekncran

KosmmuectBo N YpoBennb
HNurepuer- Cpennuii 6a/1J1 1719 OlleHKH (PAaKTOPOB
Ne PENoOH/ICHTOB . YAOBJICTBOPEH-
MarasuH UHGPOPMAIMOHHOM CITYKObI
HOCTH
1. | Uzum.uz 500 4.6/5 92%
2. | Express24 250 4.3/5 86%
3. | Zoodmall 350 4.5/5 90%
4. | Olcha.uz 400 4.1/5 82%
5. | Texnomart.uz 270 4.0/5 80%
6. | Mediapark.uz 320 4.2/5 84%
7. | Asaxiy.uz 290 3.9/5 78%
8. | KorzinkaGo 190 3.7/5 74%
9. | Shopme.uz 310 4.4/5 88%
10. | Texnolux.uz 380 3.6/5 72%

OO1uii cpenHUit ypOBEHBb YIOBIETBOPEHHOCTH MO BCEX IUIaT(opMaM COCTaBISIET
80%, uTto 3acmyxuBaeT moxBaJbl. OJHAKO HEOOXOOUMO YUYUTHIBATH pa3iuyus B
KOJIMYECTBE PECIIOHJECHTOB ISl Ka)Xaoro BeO-caiita. XOTS Ha HEKOTOPBIX caiTax,
Hanpumep, Ha Express24 u Goodzone.uz, pecrloOHIEHTOB MEHbBINE, YpPOBEHb
yJIOBJIETBOPEHHOCTH OCTA€TCSl BHICOKUM. JTO O3HAYAET, YTO JaXKe MpHU HEOOMbILON Oa3e
MOJIb30BATENIEH, C TOYKH 3PEHHUS YIOBIETBOPEHHOCTU IIOJIb30BATENIEd OHU XOPOLIO
paboTaroT.

[loHnMaHre TakMX IIOKA3aTeJIed YIOBIETBOPEHHOCTM HKMEET OUYEHb BaKHOE
3HAYEHWE KakK Ul NPEANpUATUI, TaK U JJI1 3aMHTEPECOBAHHBIX CTOPOH. JTO MOXKET
YAYYIIUTH MOJIb30BaTEIbCKHUIA OMBIT, OOCITY>KUBAaHUE KIIMEHTOB WM MPUHATHE PELICHUS
0 MapKeTUHTOBBIX cTpaTterusix. Kak oObYHO, BCECTOpOHHEE NMOHMMaHuE TpeOyeT Ooliee
IJTyOOKOrO TMOTPY:KEHUSI B OT3bIBbI OT/EIBHBIX IOJB30BAaTENIE W MX KOHKPETHBIE
poOJIeMBI.

B wuyerBeproii wactu auccepraumu «IlyTm HCmoOb30BaHMA MAPKETHHIOBBIX
cTpaTteruii MH(GOPMALMOHHBIX NMPOAYKTOB M YCJIYI» pa3paboTaHbl TpeOOBaHUS K
MapKETUHTOBBIM CTpaTerusiM MH()OPMAIMOHHBIX MPOIYKTOB M YCIYT, JaHa OILICHKa
KOHKYPEHTOCHOCOOHOCTH  mardopM,  MPOJAIOMIUX  MPOrpaMMHBIE  MPOIYKTHI,
OIIpENETIEHbl CTPATErMUECKUE HampaBieHus. JlaHbl NpeIoKEHUSI N0 HMCMOJIb30BAHUIO
reliMupUKaIMOHHBIX MAPKETUHIOBBIX CTPATEruil UHPOPMALIMOHHBIX MPOAYKTOB U YCIIYT.

[eliMudukanys, Kak OAHa M3 MApPKETUHTOBBIX CTpaTeruid, Haubojee IIUPOKO
HCIIOJIb3YEMBIX MEXTyHAPOIHBIMU rathopMamu, MIPEIOCTABIISIFOIIMU
MH(POPMAIIMOHHBIE TIPOJIYKTHI U YCIIyTH, UMeeT ocoboe 3Hauenue. [loy reiimudukanueit
MOJIPa3yMEBACTCSl «UIPa» — CTPATErusi B MApKETHHIE, ILIEJbI0 KOTOPOW SIBISETCA
MIPUBJICYECHUE LIEJIEBOM AyAUTOPUN HAa OCHOBE HCIIOJIb30BAHUS MPOTPAMM JIOSJIBHOCTH U
UTPOBBIX MEXAHHUK.

[elimudukarmsa (okycupyercss Ha CO3AaHMU IIEHHOCTH, OCHOBAaHHOM Ha JBYX
pa3M4YHBIX BO3JCHCTBUSX HA IIOBEICHUE KIMEHTOB: DPALMOHAILHOW MOTHBAaLMU H
AMOLIMOHAILHOW MOTHBalMHK. [loa pannoHaIbHON MOTHBALIMEN MTOIPA3yMEBAOTCS TAKHUE
KJIFOUEBbIE (PAKTOPbI, KaK KayeCTBO MPOIYKIIMH, Ka4eCTBO OOCTYKMBaHHUS, KaueCTBO
KaHAJIOB PACIpEACNICHUs] U CUCTEM MPOJIaXK. DMOIMOHANIbHAS (UyBCTBEHHAs1) MOTUBALIMSA
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— 9T0 (DaKTOphl, MOBBIMIAIONIME JOBEpUE MOTpeOUTeNst K OpeHOy M MOTHBUPYIOIIME
MTOKYIIATEIIS Ha MOKYTIKY.

Takum oOpa3oM, At OObSCHEHHS PaAIMOHATBHOM M 3MOIMOHATIBHOM CTOMMOCTH
Ul OHJIaWH-pbIHKa, ocoOeHHO pbiHKa HUITY, nenecobpazHo paccMmaTpuBaTh UX Kak
KIIIOYEBBIE MEpPbl CTOMMOCTU. [IpOBOIMINMCH MapKETWHIOBBIE HCCIENOBAaHUS IIO
UCMOJNB30BaHUIO W BHEAPEHUI0  MApKETMHTOBOM  CTpaTeruu  reMudukaimu
B JICATEIIBHOCTh OTeYeCTBEHHbIX KoMmmanuii WIIY. MHcecmenoBanust craBuiam UEb
OIIPENEINTD 3HAYEHHE reiMUuQpUKaIMOHHON MapKETUHIOBOM CTpaTeruu
B (hopMHpOBaHMM pPALMOHATBHOM M SMOLMOHAIBHOW LEHHOCTEH, CIOCOOCTBYIOIIMUX
yJIOBJIETBOPEHUIO TOTPEOHOCTEN KIMEHTOB U (DOPMUPOBAHUIO MMO3UTUBHOTO MOBEICHUS
noTpeOuTeNss Ha OHJIAH-pbIHKE. B MccienoBanue, HanpaBiIeHHOE HAa PELICHUE JaHHOU
npobaeMbl, BKItoueHo 9 rumore3. Ha ocHoBe pa3pabOTaHHOTO METOA0JIOTHYECKOrO
noxoz1a ObuT cHOpMYIHMPOBAHBI KOHIIENITYaJIbHBIE OCHOBBI MCCIIEIOBAHUS JIJIsI OLICHKU
wiardopm, npenoctapisitommx UITY .

OOBeKTOM ucclienoBaHus OblIa BhIOpaHa IuiaTopMa «asaxiy.uz». AHKeTa Oblia
pa3mMellieHa Ha matdopMe «asaxiy.uz », ee pacrpOoCTpaHWIN CPElU MOCETUTENeN caiiTa
U yyacTHHKOB Telegram-kaHaiioB B TedeHue 2 MecsueB. Bcero B oHnaiiH-ompoce
npuHsu yyactre 2800 pecrioHieHTOB. Pe3ynbraTsl 1aHHOrO onpoca Obui 00padoTaHbl
B IporpaMMHbIX makerax SPSS-statistics-22 um «SmartPLS 3» u npoananu3upoBaHbl
METOJIOM, OCHOBAHHBIM Ha aiyroput™e PLS.

1o npennoKeHHOMY BBIIIE METOINYECKOMY MOIXOAY U C MOMOLIBIO0 IPOrPaMMHOIO
komruiekca «SmartPLS 3», Ha ocHoBe ompenenenust kodpduipentoB mytu PLS Obin
paccuntad 3(p(GEeKT CBA3M NPUMEHEHUS MapKETUHTOBBIX CTpaTervil TredMu(UKaIuu C
APYrUMH pa3iuuHbiMU pakTopamu. [IporpamMmusiii maketr «SmartPLS 3» paccunrtbiBaer
kod(ppuimeHTel TyTH Bcex ¢akTtopoB 1Mo wmerony «Bootstrapping  Algorithmpy.
KoadduimenTs! myTu, onpeneneHHble Mo pe3ysibTaTaM MOIEIH, IPUBEICHbI B TaOIHIIE S.

Tabnuna S

Pacuer ko3ppunuentoB mytu (Path Coefficients) cKkpbITBIX 11epeMeHm,1x17

Original | Sample | Standard .
. T Statistics
3aBucumbie (haKTOPHI Sample Mean Deviation (O/STDEV)) P Values
(0) (M) | (STDEV)

Cumnatus K OpeHay -> WOM 0,657 0,658 0,010 66,711 0,000
Cumnarus x Openmy -> JIosIIbHOCTD K 0,656 0,657 0.010 67.580 0,000
Openay

Mapxeruur refimdurain -> 20,056 | -0,061 0,019 2,908 0,004
Panmonaisabie hakTopsl

Mapxetuur reiimuuiaiin -> 0,054 | 0,060 0,020 2,707 0,007
OMOIMOHAIBHBIE (PaKTOPHI

Y noBieTBOpEHHOCTH MIaThOopMOit > 0.275 0.274 0,019 14,506 0,000
Cumnarus k OpeHmy

PanmonanbHbie hakTopsl > CuMIaThs 0.285 0.285 0.018 16,119 0,000
K OpeHay

Pamnonanpieie paxropet > 0,376 | 0,376 0,017 21,712 0,000
YJIOBJIETBOPEHHOCTD TIAT(POPMOI

IMOUMOHATLHbIC GaKTOpb! -~ 0,301 | -0,302 0,018 16,753 0,000
Cumnarus k OpeHmy

OMOUHOHATBHBIE haKToppt > 20,389 | -0,390 0,017 23,153 0,000
YIOBJIETBOPEHHOCTD TJIATPOPMOI

1
7 Pe3y/bTaThl MOMyYeHBl aBTOPOM HA OCHOBE MPOrPAMMHOIO makera SmartPLS .
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[lo mony4eHHBIM  pe3ylbTaTaM  CTAaHAAPTU3UPOBAHHBIM  KOAPQPHUIIUEHT
perpeccuonHoi Harpy3ku 3 (Path Coefficients) ucnonp3zoBasicst Ajist U3BMEPEHUST CUIIBI
MPUYUHHO-CIICICTBEHHBIX CBSI3€H MEXAY TIEPEMEHHBIMH C HCIIOJIb30BaHHEM
nporpaMMHoro nakera SmartPLS 3.

Mopenp, monydeHHas Ha OCHOBE TMporpaMMHOro makera SmartPLS,
COOTBETCTBYIOI[Asl MPHUBEJACHHBIM BBIIIE THUIMOTE3aM IO PACCUYUTAHHBIM 3HAUCHUSIM
KOO GHUITUEHTOB MyTH U CTATHCTUYECKON 3HAUMMOCTH, TIPEICTABICHA HA PUCYHKE 5.
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Puc. 5. Mogeas PLS 111 OieHKY BJIMSIHUA MAPKETHHIOBBIX CTPAaTEerui
. 18
reiMupukanum Ha OpeHIUHT HA WwiaTgopmax, npeanaraomux UITY.

Koapdumuent «Path  Coefficients» - 310  cTaHgapTU3UPOBAHHbBIC
KO3 duIMeHTsl B nMpoMexyTke oT -1 mo +1, mpuyeM Ko3(pUIMEHTH MO Mepe
npuOmmKeHnss K +1 yKa3plBAalOT Ha YCWICHUE TOJOXKHUTEIHHOTO BIUSHUSA, W
Ha000pOT. Pe3ynbTaThl CBHIETEIBCTBYIOT O TOM, YTO MOJB30BATENH IIATHOPMEI
OBITAIOTCS  BBI3BaTh Yy  KIHEHTOB OMOIMOHAJIBHBIE YYBCTBA, HCIIOJB3Ys
MapKEeTHHTOBBIC CTPATeTUH TeUMUPUKAIIIH.

Ha ocHOBaHMHM [JaHHBIX, MPEACTABICHHBIX Ha pHUCYHKEe 4, HCXOAS U3
CTATUCTUKH  BBISBICHHS  3(QPEeKTOoB  0OOCHOBAHHOCTH  THIIOTE3  MOXHO
UHTEPIPETUPOBATH CIECAYIOMIUM 00pa3oMm:

X1.  Hcnomp3oBaHWE  NPEANPUITHIMH  MApPKETHHTOBOM  CTpaTeTHH
reiiMuuKkanuy OTBepraeT THUIOTE3y 00 YBEJIMYCHHH BIUSHUSA PaIMOHAIBHBIX
dakTopoB. Ilpm pacyeTe CKpBITHIX (AKTOPOB OBLIO yCTAaHOBJIEHO, HYTO
KOO PUIIMEHT 3arpy3Kd pErpeccud palMoOHANBHBIX (aKTOPOB MAapKETHUHTa
reimupukanuu -> (Path Coef.=-0,056, p(value)= =0,005) umeer oOpaTHBIH
s dexrt. ['unoresa orBepraercs.

X2. OneIT TpeanpuUsATHH, HCIOIB3YIOMNX MAapPKETUHTOBYIO CTPaTETHIO

1
¥ Pe3ynbTaThl MOTydEHBI ABTOPOM HA OCHOBE IPOrPaMMHOT0 nakera SmartPLS
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reiMuuKkanu, MOATBEPKAAET MOJOXKHUTEIbHOE BIUSHUE Ha HSMOIIMOHAJIBHYIO
1eHHOCTh. [lpum pacyere CKpBITBIX (AKTOPOB OBLJIO  YCTAaHOBIEHO, YTO
K0dhPUIIMEHT 3arpy3Kd pErpecCud palMoOHaJbHBIX (AaKTOPOB MAapPKETUHTA

reimupukanuu -> (Path Coef.=-0,056, p(value)= =0,005) wumeeT cuabHOE
MOJIOKHUTEIbHOE BIMSHUE. | MmoTe3a 000CHOBaHHAS.
X3.  Hcnonp3oBaHWEe  NOPEANPUATHAMH  MApKETHHTOBOW  CTpaTeruu

reiiMuuKanuy yKperniaseT JoBEepue KIUSHTOB K OPEHAY U MOJOKHUTEIHHO BIUSECT
Ha JIOSUIBHOCTh KJIMEHTOB. I3-3a HEraTMBHOTO BO3JEHUCTBUS pPAIlMOHAIBHBIX
¢dakropoB 3HaueHue koddoummenta coBokymHoro s¢pdekra (Total Effects) ot
«MapkeTuHr reMmMuduranuu «Y J0BICTBOPEHHOCTh IIATPOPMOI» COCTABUIIO -
0,042. Pe3ynbTaTbl MOKa3ajlk, 4YTO MCIIOJb30BAHWE MApPKETHUHIOBBIX CTpaTeruid
reiMuuKkanuy  OKa3bpIBa€T  MPOTUBOIOJIOKHOE  BIMSHHE Ha  ypOBEHB
yIIOBIIETBOPEHHOCTH MOTpebuTeneit mnargopmoii. [ mmoresa oTBepraercs.

X4. Takxe ObUIO O0OHAPYXEHO, YTO UCIOJB30BAHHE MPEANPHUATHUIMHU
MapKeTHHTOBOW CTpaTeruu TeiMuduKanuu OKa3blBaeT HEraTUBHOE BIHUSHUE Ha
dbopmupoBaHue cuMnaTuii K OpeHay KiueHToB. COrJacHO CTaTHCTUKE CyMMapHBIX
a¢dexroB, 3HaueHue kKodpduimenta coBokymHoro s¢pdexra (Total Effects) ot
«Mapketunr reiiMmudukanuu -> cuMmnaTum K Openay» cocrasuio -0,044. Ha
OCHOBAHUM ITOTO JJaHHAs TUIIOTE3a TaK)Ke OTBEPraeTCsl.

X5. PamnuonanpHble (PaAKTOPBI OKAa3bIBAIOT IMOJOKUTEIbHOE BIUSHUE Ha
yIOBIETBOPEHHOCTh  TuIaTgopmoii. PanuoHaneHble  (QakTOpel ->  UMEIOT
MOJIOKUTEIBHBIN 3PGdexT Ha GopMUpPOBaHHWE YYBCTBAa YIOBJICTBOPCHHOCTH
[Tnardopmoii (Total Effects =0,376). ['unore3a npuHumMaeTcs.

X6. Taxxke ObuIO 0OHAPYXKEHO, YTO AMOIMOHANBbHAS [EHHOCTh OKAa3bIBAET
HETraTUBHOE BIHSHHE Ha TIOBBIIICHHE YAOBJICTBOPEHHOCTH IIAT(HOPMOIA.
Koadpumment obmero addexra (Total Effects) or «Imonuonansubie hakTopsl ->
OO1ee BIMSHUE HA YIOBJIETBOPEHHOCTH iaTGopmoit» umeet 3Hauenue -0,389, u
TUNI0TE3a OTKJIOHSETCS.

X7. Cumnatuu K OpeHIy OKa3bIBalOT OOpaTHOE BIMSHUE HA JIOSIBHOCTH K
Operny. CymiecTByeT OTpHIAaTeIbHAs CBSI3b MEXKIYy CHMIATHEH K OpeHay W
nosbHOCThIO K OpeHny. Koadduuuent obmero sdpdexra (Total Effects) or
«Cumnatus k 6penay -> JlosmbHOCTB K OpeHy» coctaBmi -0,656.

X8. YcTaHOBIEHO, YTO Ha MPEANPUATHIX CUMIATHH K OpEHIy OKa3bIBaOT
nojoxurtenbHoe BiusHue Ha WOM mapketunr. Koadgdunuent oobmiero rdpdexra
(Total Effects) or «Cumnatusa x 6penny -> WOM» coctaBun 0,657. T'unoresa
NpPUHUMAETCS.

X9. BeisiBneHo oOpaTHas CBSI3b MEXKIY CUMIMATHEH K OpPEHAY U JOSIbHOCTHIO
k Openay. Koaddunuent obmero sddexra (Total Effects) or «Cummnatus x
Openny -> JlosmpHOCTH K OpeHAy» cocTaBmi -0,656. ['mmoTre3a oTBepraeTcs.

Pe3ynbraThl ~ MapKETHHTOBBIX  HCCIENOBAHUN  MMOKa3add, YTO  TIpH
UCIIOTb30BAHNM  MApKETHHTOBBIX  CTpaTerwii redMuuKanuu  cyObeKTaMu
MecTHOoro pbhiHka UIIY VY30ekucrtana B Hacrosiiee BpeMs cieAyeT oOpaTUTh
BHUMAaHUE Ha CIeAyolIre Hanboyiee BaXXHbIC HATIPABICHUS:
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3(PEeKTUBHOE YCTAHOBJIEHHE OTHOUIEHHM C KIMEHTAMU C TOMOIIBIO
MHCTPYMEHTOB COBPEMEHHOI0 MAapKETHHra, 4YTOObl H30aBUTh KIHEHTOB OT
BIIMSIHUS PAIlMOHANbHBIX (DAKTOPOB;

JanpHeIIee MOBBIIEHUE AOBEpUs MOTpeOuTeNe K OHIAWH-IPOIYKTaM H
YKpeIJIeHUE HaJIe)KHOCTH MIaT(HOPMBI;

HaJla)KUBaHUE MOCTOSIHHBIX UCCIIeI0BaHUM o U3YUYEHUIO
NOTPEOUTENBCKOTO  OMbITA MO MNPUMEHEHUI0O MapKETHUHTOBBIX  CTpaTeruit
redMupUKamm.

B nenom, kak TeopeTHYECKH, TaK U SMIUPUUECKH, MAPKETUHTOBBIE CTPATETUU
reiiMupukanru 3P HEeKTUBHBI HE TOJBKO Ha 3Tanax GopMUpoOBaHUS MIaTGOpPM, HO
Y B MIPOJJICHUU UX >KU3HEHHOTO IMKJA, a TakXe B (OPMUPOBAHUM JOSIBHOCTU K
OpeHay B MOBEJACHUU MOTpeOUTENEH.

B nmaroit  rmaBe  auccepranuun @ «Co3gaHue B MapKeTHHIe
HUHPOPMANMOHHBIX MNPOAYKTOB M  YCJYIr KJIHEHTOOPUEHTHPOBAHHYIO
IKOCHCTEMY»  TIpeIJIOKeHAa  MeToAuka  (opMUpOBaHUS ~ MAPKETUHTOBOM
DKOCHUCTEMBl  OpPraHW3allui  B3aUMOJCHCTBUS C  KJIMEHTaMH Ha  PBIHKE
WHPOPMAIIMOHHBIX  TMPOAYKTOB W YCIYT, NpE3EHTUPOBAHA  MOJENb
aBTOMATU3UPOBAHHBIX MapKETUHTOBBIX yCIyT cyOBeKTam pBhIHKA
MHPOPMAIMOHHBIX MPOAYKTOB U YCIAYT, CHOPMYIUPOBAHBI MPEIATOXKEHUS U
PEKOMEHJAIMU IO CO3JaHUI0 KOHIENTYaJbHOW HHGOPMAIMM U aHATUTUYECKOU
CHUCTEMBI.

B ycnoBusix 1udpoBOd SKOHOMHUKH TIOBBIIICHHAs OpUCHTAIUsA Ha
noTpeOuTeNs, BBISIBICHHE, MPOTHO3UpOBaHUE U A(PGHEKTUBHOE YIOBJICTBOPECHUE
ero noTpedbHoOCTeM, co31aHue KOHKYPEHTHBIX IPEUMYIIECTB SBISIOTCS OCHOBHBIMU
CTpaTeruyecKuMu HampasieHusiMu. Ha ¢QoHe TexHoJorn4eckux WHHOBAIIUM,
rinobanuzanuu U MUPpoBoi TpaHCHOpMAIIUU YKOHOMUYECKOTO Pa3BUTHUS CO3JaHHE
3(phEeKTUBHBIX CHUCTEM  yIpaBieHUS pbIHKOM mnpoaykinuu  HWITY  crano
MPUOPUTETHHIM HaIMpaBICHUEM JJIsl BCceX cTpaH. Ha HBIHENIHEeM »Tare pa3BUTHS
AKOHOMMYECKUX OTHOILICHUN co3/laHuE IU(POBBIX IKOCUCTEM MO (HOPMHUPOBAHUIO
TPaJAUIUOHHBIX MapKETUHTOBBIX KaHAJIOB paclpeneieHuss U 0ojee IMEeT0CTHBIX
CTPYKTYp SIBJISICTCS Ba)KHBIM pEIICHHEM YKa3aHHBIX BbllIe MpoOieM. B cBsaA3u ¢
TUM, CO3JIaHUE <«AKOCHUCTEMbl LUPPOBOTO MapKETHHTa» paccMaTpUBAETCS
ABTOPOM KaK BaXHEUIIMW CTPATETMYECKUM MOAXOM. JlaHHBIM METOAUYECKUU
MOJAXO0J MOXHO BBIPa3UTh KaK MHTETPAlUI0 OTHOIICHUM MEXIYy BCEMH
y4aCTHUKAaMH MapKETHHTOBBIX KaHAJOB paclpeliesieHus, MPOU3BOJAUTEIAMU H
MpoJaBlaMu, APYTUMU TMOJy4aTesIMH M TMOTPpeOUTENsIMH. MBI cuWTaeMm, 4TO
nyreM OamaHcupoBaHus UHGPOBOM HUHPPACTPYKTYPHl M MapKETHUHTOBOMU
NEATeNIbHOCTA MOXKHO J00UThCs (QopMupoBaHus IATGOPMBI, CO3Aal0MIeH
ONTHUMAaJbHYI0 I[EHHOCTh [JIS BCEX YYaCTHHUKOB JKOocHCTeMbl. KitoueBbie
KOMITOHEHTHI KJIMEHTOOPUEHTUPOBAHHOMN IKOCUCTEMBI ITU(PPOBOT0 MAPKETUHTA JIJISI
komnanuii UITY nipeacraBiieHbl HA pUCYHKE 6.
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Puc. 6. OcHOBHBIC KOMIIOHEHTBI KJIMEHTOOPHEHTHPOBAHHOM IKOCHCTEMBbI
9 19
Hu(ppoBoro MapKeTuHra ajas komnanum UITY

[lepBblil  B7ME€MEHT  SKOCHCTEMBI  LHU(POBOrO  MapKETUHIA  Ipearojiaraet
COCPENOTOYEHUE BHUMAHUS HA MPUBJICYEHUU KIMEHTOB IOCPEICTBOM 3PrOHOMHUKU U
yno0ctBa. Ilocnennee npeamnonaraeT yCTpaHEHUs BO3MOXKHBIX OaphepoB Ha MYyTH
MPOM3BOJICTBEHHOTO  CErMEHTa.  YCJIOBHOE  «siApo»  LUGPOBOM  3KOCHUCTEMBI
o0ecrieyuBaeT WHHOBAIMOHHBIM MOTEHIMAT TMPEANPUITHHA, PEATU3YIONIET0 TaKKe
MapKETUHTOBYI0O ¥  KOMMYHHUKAIMOHHYIO COCTABIIIOLLYIO, HH(pacTpyKTypHbIE
MOTPEOHOCTH U HEOOXOAMMYKO  TEXHOJOTMYECKyr 0a3y, (yHKIIMOHATHOCTH
B3aMMOJICHCTBHS MEXTY MOTPEOUTEISIMUA 1 TIPOU3BOTUTEISIMHU.

KnuentoopuentupoBanHas skocuctema mudpoBoro mapkerunra WUITY mo3pomser
KOMITAHUSIM

4. O0ecnieynuTh KOHKYPEHTHOE IMPEUMYIIECTBO 4Yepe3 pa3BUTHE HSKOCUCTEMBbI
KaHaJIOB paclpeeIICHNUS;

" Pazpaborka aBTopa
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5. Co3naBaTh CTOMMOCTbH (BBIFOAY) AJIsI KIMEHTOB UEpE3 PAa3BUTHUE HKOCHUCTEMBI
noTpeouTes;

6. Co3aTh CHUHEpPrui0, OCHOBAaHHOM Ha A(P(EKTUBHOW WHTETpallMi YYaCTHUKOB
IU(PPOBOM IKOCHCTEMBI TOCPEACTBOM 3(PPEKTUBHON CTPYKTYpbl MapKETHHTOBBIX
KOMMYHHUKAIUH.

OkocucteMa IUPPOBOr0 MApPKETHHra KaK HEOTHEMJIEMBIA AJIEMEHT 3KOCHCTEMBI
uudpoBoro Ou3Heca HampaBieHa Ha oOecrnieyeHHe HPQPEKTUBHOW HHTErpaluu
YYaCTHUKOB IIPOLIECCOB B KaHaJIaX pacrpeiejeHrss MapKeThHra. BaxkHo HaliTu cucremy
CTUMYJIMPOBaHUS 17151 POPMUPOBAHMS MEXaHU3MA B3aUMOJEHCTBUS BCEX YUACTBYIOIIUX
CYObEKTOB, KOTOPbII MO3BOJMUT TOOUTHCSI KOHKYPEHTHBIX NMPEUMYIIECTB B pe3yJibTaTe
COBMECTHBIX YCHJIUHN BCEX YUaCTHUKOB CUCTEMBI.

ObecrieueHne KOHKYPEHTOCIIOCOOHOCTH Ha BUpTyaibHbIX pbiHKax UITY 3a cuet
CO3JJaHUSI HKOCUCTEMBl KAHAIOB DACHpPEACIEHUS B IPEJIaraéMOM MAapKETUHIE BO
MHOIOM 3aBUCUT OT ONTHUMHU3AIMM KOMMYHUKAIIMOHHBIX TPOLIECCOB U OOECIeUEHHMS
ornepaloHHON 3P (GeKTUBHOCTU. B CBS3M C 3TUM Ba)XKHO OINpPENEIUTHCS C BHIOOPOM
NapTHEPOB Uil MHTErpauuu B IM(poByo »sKkocuctemMy. OaHuM u3 Haubonee
MEPCIEKTUBHBIX HANpaBICHUNW HCCIEJOBAHUNM B 3TOM OOJIACTH SBJISIETCS aHAIU3
CYIIECTBYIOIIMX U B HEKOTOPOM CTENEeHHM amnpoOMpPOBAaHHBIX 3apYOEIKHBIX MOJEJeH
OLIEHKY Ka4eCTBa B3aUMOOTHOIICHUH U aripoOalys STUX MOAETeH.

B Mex1yHapoJHBIX UCCIEIOBAHUAX MAPKETUHT B IIUPOKOM CMBICIIE HApaBJIeH Ha
(dbopMUpOBaHKUE CTPATErMU U MOJMTUKUA OPraHU3allMU BO B3aMMOJICHCTBUU C BHEUIHEH
cpenor. Ilpy STOM 3a7aya MapKeTHHra HE OrPAaHWYMBACTCS M3YYEHHEM TPYIIIbI
norpeduTeNneil KOHKPETHOTO TOBapa, HO W aHAIM3UPYET JMHAMHUKY Ccrpoca MU
MPEJUIOKEHUS], JIeaeT MPOTHO3bI Pa3BUTHSI PhIHKA M HA WX OCHOBE YBEIUYMBAET
00bEMBI MOTPEOJIEHUSI 3a CYET BbIOOpAa CTpAaTErMUECKUX TPYHI MPOAYKTOB. B 3Toii
CBSI3M, HEOOXOOUMO c031aTh LUGPOBYIO atMochepy BHYTPU OpraHu3alMu JUis
pEeryaupoBaHusl TOBEACHHUS M B3aUMOJICHCTBHS CTpATETMUYECKUX MApTHEPOB BHYTPU
MapKETUHTOBOM SKOCHCTEMBI, pa3padOTKU LIEHOBOM TOJIUTUKH U peau3aluu
BBIOpaHHOM cTpaTern. OTa LU(poBas Ccpelda peain3yeTcsi Ha OCHOBE MOAEIH
aBTOMATH3UPOBAHHBIX MapKETHHIoBbIX yciyr/cepBucoB (MAMC). Mcxoas u3 monenu
MAMC, HeoOXoIuMO akIeHTUPOBaTh BHUMAaHME HE TOJBKO HAa HEOOXOAUMOCTh
YCWICHHUS CHUCTEMbl pearupoBaHUsi Ha TOTPEOHOCTH KIMEHTOB, HO U, KpOMe
norpeduTesnieil, NapTHEPCKUX OpraHu3alui (IUCTPUOBIOTOPOB, KOHKYPEHTOB W JIHILI,
MMEIOIINX IOMUHUPYIOILEE BIUSHUE HA OU3HEC-TIPOLIECCHI ).

Mogenbs MapkeTHHroBod aHaMTHKU it MAMC B cBoeM (pyHKIMOHaJEe AaeT
BO3MOXKHOCTh Pa3paboOTaTh OTYETHl IO PA3IMYHBIM HANpPaBICHHUSM, HO MOTPEOyeT
CO3JIaHMsI CJIOKHBIX MOJENEN MPUHATUS PELICHUH C HCHOJIB30BAHHEM MEPEIOBBIX
METOZOB cOOpa W OOpabOTKM MJaHHBIX, a Takke dS(O(PEKTUBHBIX HHCTPYMEHTOB
BU3YyaJIU3alUH.

KonnenryaneHas uHpoOpManvoHHass ©  aHanuTuyeckas wmonenb MAMC
npejcTaBieHa Ha pucyHKe 7. B cucreme nHbopMamoHHO-aHATUTHYECKON TOAIEPIKKH
MAMC pemaroTcs cneayomue 3aJaun:

MHpOpPMAIIMOHHOE O0ecTIeYeHHE ACSITENbHOCTH YYACTHUKOB DKOCUCTEMBI;

AHAJTMTUYECKOE COMPOBOXKACHUE JESATENBHOCTH MAJIbIX YYaCTHUKOB 3KOCHUCTEMBI,
BKJIIOYasl TPEJAOCTABIEHUE MHCTPYMEHTOB [UIsI CAMOCTOSITENIBHOTO  MPOBEIACHUS
pa3IMYHbIX BUJOB aHAIIN3A;
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MOMOIIb B OpraHu3anuu 3(PQPEKTUBHOTO COTPYAHMYECTBA M B3aMMOJCHCTBUS
YYaCTHUKOB DKOCHCTEMbl U CO3JIaHUU OW3HEC-MH(POPMAIMOHHON CPEJbl, OCHOBAHHOU
Ha eUHOM Hjee.

Mopnyis cTpareruu:

Muccus u 6udenue, mpebosanus, nPeovABISLIEMbIE K 3AUHINEPECOBAHHBIM CIOPOHAM, PLIHOUHbIL KOMNIEKC,
uoenmupuxkamop bpenoa, 3mudecKue Hopmbl

| Awanua notpeGutenenn | KapTa knueHToB

MO}J,yJ'Ib aBToMaTun3aunn n NpUHATUA pemeHM|7| UHCTpyMeHTbI
aBTOMaTM3aum
g
L]
Mopaynb aHanu3sa: Mopaynb KoHUenTyansbHoM 3
OCHOBbI: S
o

KOHTEHTa

| AHarnus nporHo3os | BbiBneHue LeHTpoB

| |
| |
| AHanua cermeHTauuu | ‘ Knacrtep nsyuyeHns noseaeHns ‘

Linkn obpaTtHol cBa3u:
HenpepbisHoe 0by4eHune

ObparHas cBa3b

COBepLLleHCTBOBaHIAe moaenun

MocTaBKka AMHAMNYECKOTO

BbiAaBneHune ae

| PekomeHgaLUnoHHbIM aHanu3 | MpeonoxeHne CTOMMOCTH

PeSyﬂbTaTbl MU npe3eHTayuna:
OmyemHocmb u 8u3yanu3ayusi
MexaHu3m pekomeHOayuli Ha OCHOBE UCKYCCMBEHHO20 UHmesiekma
PekomeHOayuu no yrydweHuro npakmu4yeckol cmpameauu Ha 0CHO8e OaHHbIX

Lll/ld)pOBble UHCTPYMEHTbI, pelleHnsa n TeXxHoJNormm

I 1 1 1

% % g’g UHTerpaumus aaHHbIX
MarTech,
MUCKYCCTBEHHbIN

uHTenneKT, dunbrpayus AaH:bIX‘ oumnctka -
MHTerpauus 2 ) ' UcTouHnkm L

_WHCTpyMeHTLI peknambl 5333 HHbIX

yAaneHwe, AOMoNHeHne BHewHMe
. AAHHbIX O Lindposbie

HeJoCTaloLWMX nokasartenen n np. MeHTax VNCTOUYHMKM P

< i AAHHbIX cnepp!
TpaHcpopmauusa gaHHbIX: (CRM, paHHble (reHaeHLM (noceuweHuns Be6-

0 npoaaxax) =

sTpaHchopmauma n pLIHKa, AaHHbIe caiTa, }
HOpMaﬂ |/|3aL||V|ﬂ. KOHKypeHTOB) BAMMONencTeue

Puc. 7. UnpopmannonHas U aHajJuTH4YecKas cucrema Moaeau
ABTOMATH3HPOBAHHBIX MAPKETHHIOBBIX ycyr/cepucos (MAMC)

K ocHOBHBIM (yHKIMSM HHPOPMALIMOHHO-AHATIUTUYECKOTO  OOecreueHus
MapKETUHIa OTHOCSITCSL:

1) BbIOJIHEHHE AHAIUTUYECKOTO aHajiu3a M MPOrHO30B ISl  pa3padOTKH
MapKETUHTOBBIX CTPATErMil y4aCTHUKOB DKOCUCTEMBI BHEIITHEW MAPKETUHTOBOM CPEbL;

2) ympolieHue oToopa, aHaInu3a, CPABHEHUS JaHHBIX U3 PA3IMYHBIX UCTOYHUKOB,
HEOOXO/IMMBIX YYaCTHUKAM MapKETUHTOBOM SKOCHCTEMBI;

3) oOmeHKa Ha OCHOBE AHAJIUTHYECKONM OOpabOTKM YpOBHA peaau3aluu
MapKETUHTOBBIX CTPATErvil U IUIAHOB, NIOKA3aTENIE MaPKETUHTOBOM aKTUBHOCTH;

4) Bu3yanpHOE TpeACTaBieHUE HWHGOPMAIMM MEHEIKEpaM U TOBBIIICHUE

2
° PaspaGoTka aBTOpa
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3¢ (EKTUBHOCUM €€ HCII0JIb30BaHUsl, a TAKKE CBOEBPEMEHHOE BBISIBIICHUE aKTyaIbHOU U
HE00X0IMMOM nH(popMaIy;

5) mpoBeneHUe aHaNKM3a Ha OCHOBE MCKYCCTBEHHOI'O WMHTEJUIEKTa U MAIIMHHOTO
00y4eHHs, KOTOPbII MOMOraeT NPUHUMATh aTbTEPHATUBHBIC PEIICHHUS.

Crierduka 3Toil MOAENN aHATUTUYECKOTO MAPKETHHTra 3aKJII0YaeTcsl B TOM, YTO
OHA TOJHOCTHIO MHTETPUPYSI 3TU SKOCHCTEMBI, CIIOCOOCTBYET C OIHOM CTOPOHBI, UX
TpaHchoOpMalMi B KIMEHTOOPHUEHTUPOBAHHYIO KYyJIbTYPY B CHCTEME YIIPaBIICHUS
NPENpPUATHEM, a C JIPYrod CTOPOHBI, (HOPMUPOBAHUIO KOHKYPEHTOCIIOCOOHOW Cpebl
BHYTPH CHUCTEMBI.

Ha ocnoBe mnpeoOpa3zoBanus HHGOpPMALMU BHYTPU OSKOCHUCTEMBI B €IUHOE
uHpopMalMoHHOe MpocTpaHcTBO mpeanpustus MHIIY cmoryt moctuus cremyromeit
3¢ HEKTUBHOCTH:

1) mpumeHeHHWE HCKYCCTBEHHOIO MHTEJIEKTa M MAIIMHHOE OOydeHue JUIs
NPEJOCTABICHUS]  PACIIUPEHHBIX  BO3MOXHOCTEM  MPOTHO3UPOBAHMS,  CO3JIaHHUE
ONTUMAJILHOTO MOPT(eNs MNPOAYKIIMM Ha OCHOBE JOCTOBEPHOTO MPOTHO3MPOBAHUSA
MOBEJICHUSI TOTpeduTeNnel 1 00bEMOB CIIPOCa;

2) Mopgens aBTOMATH3MPOBAHHOM MAapKETHMHIOBOM aHAIMTUKUA TpeiJiaraet
MacIITabHYI0 CTPYKTYPY UM PpEUIeHHs, KOTOpbIE COYETAloTCS C MPAKTUYECKUM
NPUMEHEHHEM CTpaTernyeckux MOHATHN B 1udpoBoM Mapketunre. lcnonb3oBanue
COLMAJIbHBIX HTHCTPYMEHTOB YIPAaBJICHUsI KOHTEHTOM U ME/IMa, HHCTPYMEHTHI aHaJIu3a U
BU3YyaJIM3alluy JIaHHbIX;

3) BBIOOp ONTUMAJILHOTO BapUaHTa PEKJIAMHOW CTPAaTEruu: KPyr MOTEHIMAIbHBIX
KJIMEHOB M WX HHTEpeC K ToBapaM M ycliyraM, UX akTUBHOCTh B VHTepHere,
oOJieryeHue NPUHATHS pelIeHUsT MO BbIOOpY MoJeNiel B3aMMOJEHUCTBUS Ha OCHOBE
1U(GPOBBIX CIIE/IOB;

4) VYcraHOBIIEHHE MAPTHEPCKUX CBA3CH: MpU OOBEAMHEHUH C YYaCTHUKAMU
CUCTEMBI paclpe/ieNieHus CO3JaeTCs BO3MOXKHOCTb Pa3BUTHSl CHUCTEMBI, IMOBBILICHUS
nokazaresnei 3((heKTUBHOCTH MO YIIPABIECHUIO PUCKAMU;

5) ahpexTrBHOE ynpaBIeHHE MAPKETUHIOBBIMU CTPATETUSMU: MOKHO ONPEACTUTh
OCHOBHbBIE OHM3HEC-IPOIIECCHl CUCTEMbl M MYTEM MPUMEHEHHs JAONOJHUTEIBHBIX
IU(PPOBBIX TEXHOJIOIMIA U MHCTPYMEHTOB IOCTUYb UX MAPKETUHTOBBIX LIEJICH;

6) Ilpennaraemblii MHOTOMOJIYJIBHBIM MOIXOJ MO3BOJISIET MPEANIPUATUAM OBICTPO
pearupoBaTb ~Ha  PBIHOYHBIE JIaHHBIE, OJHOBPEMEHHO  ONTHUMHU3UPYSd CBOU
aBTOMATH3UPOBAHHBIE MAPKETUHTOBBIE YCUIIHS;

7) Ontumuzanuss cetd cObITa: 3a CUET JOCTyna K IIMPOKOMY KpYyry
MOTEHIUATIbHBIX KJIIMEHTOB MOXKHO OYyJeTh ONTUMHU3UPOBATH MOTOK TOBAPOB PAa3/IEIMB
UX Ha LIeJIeBbIE U HEIEJIEBbIE CEIrMEHTHI;

8) B pamkax coTpyqHHYECTBa MPEANPUITUN-YIACTHUKOB SKOCUCTEMBI MOSBUTCS
BO3MOXKHOCTh i1 pa3pabOTKu OW3HEC-pelIeHUi, HE TOJIbKO pealu3aluu Ou3Hec-
MPOEKTOB B c(epe MporpaMMHBIX MHCTPYMEHTOB M YCAYyr, HO W s 3(hdeKTUBHON
peanuzauu uudpoBoil TpaHchopMaIuu MpoLEecCcoB.

B unenom, nmyrem coszmanus o komnaHuyd MITY  kimmeHTOOpHEHTHpPOBAHHOM
HKOCHUCTEMBI LIU(POBOrO MapKETUHTa, MOKHO A(P(PEKTUBHO YIPABISATH BCEMU OM3HEC-
npoIeccaMu, a Takxke IUPPOBOM MAPKETUHIOBOM JESTEIBLHOCTHIO B CTpaHE, CO3/1aTh
UHPPACTPYKTYpy LU(PPOBOrO MApKETUHTA, BHEIPUTH HOBbIE OW3HEC-MOJIEIM B
MPAaKTUKY U YCKOPUTH MTpoLecChl IU(PpoBOH TpaHCHOpMALIUK SIKOHOMHKH.
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3AKJIIOYEHHUE

[lo pe3ynbraTaMm NpPOBEIEHHOIO MCCIEIOBAHUSA C(HOPMYIHPOBAHBI CIIEAYIOLIUE
BBIBOJIBI:

1. AHanu3 MHPOBOM MPAKTHKH IOKAa3bIBaCT, YTO TEHACHIMS TEPEMEIICHUS
TPYIOBBIX pecypcoB B HWHPOPMAIMOHHYIO CETh W BHUPTYaJbHBIH pPHIHOK B
MIPOM3BOJICTBEHHOM CEKTOpE Bo3pacraeT. B ycnoBusax nudppoBoil 3KOHOMUKH CYObEKThI
NpeANPUHAMATEIBCTBA JIOJDKHBI OCHACTUTH CBOM paboule MecTa COBPEMEHHBIMH
TEXHOJOTUSMU ¥ CO3/1aTh YCJIOBHS [Tl BBICOKOMHTEPAKTHBHOTO W  OHJIAMH-
00CITy’KHBaHUS IOTPEOUTETEH.

2. ®opmupoBanue, pa3BuTie U 3(h(HEeKTUBHOE UCTIONb30BaHUE OU3HEca B cepe
UH(POPMAIIIOHHO-KOMMYHUKAITHOHHBIX TEXHOJOTUH CUMTAETCS OJHUM M3 OCHOBHBIX
GakTOpOB  MOACpPHM3ALMM  HAIMOHAILHOH  OKOHOMUKH ®  (popMupoBaHUs
MHHOBAIIMOHHOW 3KOHOMHUKHU. OTBIT Pa3BUTBIX CTPaH IOKAa3bIBAET, YTO COIHAIBHOE,
HKOHOMHYECKOE U MOJIMTHYECKOE MOJIOKEHUE KaXI0M U3 HUX B MUpPE OOecreynBaeTcs,
NPEXJIe BCEro, €€ MHTEUIEKTyaJbHbIM OOraTCTBOM, a Hal[MOHAJbHAs HKOHOMHKA
pa3BUBAETCA HA OCHOBE 3HAHUM.

3. Hudporas tpanchopmainus B cTpaHax TpeOyeT MakCUMaIbHO 3P GHEKTUBHOTO
WCTIONIb30BAHUS CIICTIM(DUYHBIX Ui BUPTYAJIBHOTO PHIHKA TIOAXOJ0B B OTHOIICHHUSX C
KJIMeHTaMu. DPQPeKkTuBHOE OOIIEHHE C KIMEHTaMU TpeOyeT OOJNBIINX MHBECTUIMHA B
HOBbIC TEXHOJIOTHH, Takue Kak HoBeWmmii MHTepHeT Bemieil, poOOTOTEXHUKA,
UCKycCTBeHHBIH WHTEIUIEKT U AR/VR. Illupokoe HCIONB30BaHUE STHX TEXHOJIOTHIM
o0ecrneynBaeT BO3MOKHOCTb BBICOKOM 3KOHOMMH 3aTpaT Ha OOILEHUE C MOTPEOUTEIISIMU
B 00J1a4HOM ¥ OM3HEC-AESITEIbHOCTH.

4. B DKOHOMHYECKOM pa3BUTUH HH(GOpMAIMs W 3HAHHS, B YaCTHOCTH, PHIHOK
UITY, npencrasnsiomuii co00 UHTEINIEKTYyalIbHOE MBIIUICHUE YEJIOBEKa, U Pa3BUTHUE
€ro MapKeTHHra O0eCleYHBAIOT KOHKYPEHTOCIIOCOOHOCTh TMOJIMTUKH, Ou3Heca W
o01iecTBa M CIy)XaT OCHOBOM JiIsi (hOPMUPOBAHMUSI MHHOBAIMOHHOTO SKOHOMUKU B
crpane. O6001Iass HaydHBIE TTOIXO/BI, PHIHOK WH()OPMAIIMOHHBIX MPOAYKTOB M yCIyT
1eJIeco00pa3HO paccMaTpUBaTh KaK «COBOKYIHOCTh SKOHOMUYECKHMX, MPABOBBIX U
OpPraHU3allMOHHBIX OTHOIICHUWH, O00eCNeuMnBalOIIMX YIOBIETBOPEHHE CIpoca Ha
UH(QOPMAIOHHBIE TIPOIYKTHI M YCIYTM Ha KOMMEPUYECKOW OCHOBE, HOMEHKIATYPY
NPOIYKTOB M YCIYT, YCIOBUS M MEXaHU3Mbl UX TPEIOCTABICHUS M MPOIECCOB HX
JICUCTBUS.

5. Tlo pe3ynbTaTaMm HUCCIIEOBAaHUS YCTAaHOBJEHO, YTO OCHOBHasg 4acTb (70%)
NPUKIIaTHBIX TPOTPAMMHBIX MPOAYKTOB, UCIIOIB3YEMbIX B TOCYIapPCTBEHHBIX OpraHax,
MPOM3BOJIUTCS 3a pyOekoM, a 26% NpPUXOAMTCS HA OO0 MECTHBIX MPOU3BOAUTENICH.
Pa3pabateiBaTh CcTpaTermyd SKCIOpPTAa MPOTPaMMHBIX MPOAYKTOB MOXKHO, OIICHUBAs
BIMSHUE HA pEHICHUS HMHOCTPAHHBIX KIMEHTOB  OTHOCHTEIBHO  IIMPOKOTO
WCMOJIb30BAaHUS YCIIYT KOMIIAHUM Y30eKkucTaHa TakuxX (PakTopoB, Kak ce0eCTOMMOCTD,
TEXHUYECKass KOMIIETEHTHOCTh  CIEUUAINCTa, KayeCTBO, MPOU3BOJUTEIIBHOCTD,
TMOKOCTh TIO OTHOIICHWIO K KIWEHTY, 3aTpaTbl BpPEeMEHH, THOKOCTh K sI3bIKaM
MPOTrPaMMHUPOBAHUS, CKOPOCTH 3alUThI aBTOPCKHX TIPAB.

6. MHOTHE KOMITaHUH, 3aHIUMAIOIINECs] pa3padOTKOW MPOrPaMMHBIX MPOITYKTOB,
MOTYT JIOCTHYh KOHKYPEHTOCTIOCOOHOCTH TOJBKO, €CJIM OoJibllie OyayT oOpaiiath
BHUMaHUE O(P(GEKTUBHOMY U IIHPOKOMY MPUMEHEHHIO COBPEMEHHBIX METOJIOB
OpraHM3allii, aBTOMATH3AlMU U TOICPKKH KH3HEHHOTO IMKJA IEJIOCTHBIX CHCTEM
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NPOrpaMMHBIX TPOAYKTOB. A 3TOW CBS3M  HEOOXOAMMO NPOBOJUTH IOCTOSIHHBIC
MapKETUHTOBBIE HCCIECIOBAHMA C aHAJIM30M JKU3HEHHOTO IMKJIa MPOTrPaMMHOIO
MPOAYKTa U €ro SKOHOMHUYECKOro OOOCHOBAHUS, a TaKkkKe 3PPEKTUBHOCTH LIMPOKOTO
MCMOJIb30BAaHUS MPEAJIaraeéMoro MporpaMMHOro poayKTa.

7. Ha ocHOBe HIMPOKOr0 MPUMEHEHUs MPEAJIOKEHHOIO METOA0JIOIMYECKOrO
MOJX0/1a K OLEHKE >KU3HEHHOTO IUKJIAa MPOrpaMMHBIX MPOAYKTOB 1O METOJO0JIOTHU
«Scrum» o0OecrieunBaeTcsd MOCTOSIHHAsT THOKOCTb K TpeOOBaHUSM KIMEHTOB,
NPEeIbSBIIEMBIM K  pa3pabaTbiBa€MbIM  MPOrPaMMHBIM W MH()OPMALMOHHBIM
MPOAYKTaM, a TAK)KE BO3MOXHOCTh YBEJIMUYEHHS CPOKA MCTIONIB30BaHUS MPOIYKTA.

8. Ilyrem obecrieueHns COTIaCOBAHHOCTH MEXKAY NPOABHKEHHUEM ITPOrPAMMHOTO
MPOAYKTa C TOMOIIBIO CPEICTB MeIua-MapKeTHHra M 3TanaMH >KU3HEHHOrO IUKJIa
peanu3any MapKeTUHra UU(GPOBBIX MPOAYKTOB MOKHO YCTAHOBUTH JOJTOCPOYHBIE
OTHOILUEHUS] C TOTPEOUTENIMU HUHGPOPMAIIMOHHOTO TMPOAYKTa U YCIYr, a TaKxKe
YBEJTUYUTH KM3HEHHBIN UK IPOrPaMMHBIX MPOTYKTOB.

9. lllupokoe NMpUMEHEHUE MOJIEH YIIPABIICHUS] MAPKETUHIOBOM JESITEbHOCTbIO,
OCHOBAHHOM HAa MOTHBALMOHHBIX (QYHKIUSIX KOMIIAHUHM, TPEAOCTABIISIOIIUX
MH(POPMAIIMOHHBIE MPOIYKTHl U YCIYT'H, OOECHEYUT KOMIIAHUSM HX TMpPU3HAHUE B
BUPTYAJILHOU CpeJie.

10. 3Ha4UMOCTh U YPOBEHb (PAKTOPOB yOBJIETBOPEHHOCTH KIMEHTOB MHTEPHET-
MarasuHa HeOOXOJMMO CIEUAIbHO OLIEHWBaTh Ha OCHOBE WH(GOPMAIIMOHHBIX
MHCTPYMEHTOB, MPOrPaMMHBIX CPEJCTB M NpWIOKeHu. Baxkueimumu atpubyramu
UITY sBastoTcst peanusalys MpPOLIECCOB B3aMMOJEHCTBHUS MpOJAABLA U TMOKyHaTess
yepe3 KOMIIBIOTEPHbIM UHTEepdEeiic B YCIOBUSX BHUPTYaJbHOIO TMOJI OOILEHUS,
aKTUBHOCTh BHUPTY&JIBHOTO TNPOJABLIA, IPOrpaMMHBIE CPEICTBA BU3yallU3alluy,
HAQ/IeKHOCTh JIAHHBIX W TPOCTOTa BOCHPUATHS. BbISBIEHHWE U OLEHKa YpPOBHS
YIOBJIETBOPEHHOCTH KJIMEHTOB yCIyramMu MOCTABIIMKOB  CIEIUATM3UPOBAHHBIX
MH(POPMAIIMOHHBIX MTPOAYKTOB U YCIYT IIOMOTAIOT UM TIOBBICUTH THOKOCTb.

11. Inst TpancdopManiiy mpoIeccoB ToBapoodopoTa B BUPTYaIbHOM U (D POBOIA
HDKOCUCTEME B  YCJOBHMAX  TEXHOJOTMYECKMX  HWHHOBalUM,  IIo0aiM3alvy,
HSKOHOMHYECKOTO  Pa3BUTHUA, KOMIIAHUSIM  HEOOXOAMMO  OCYIIECTBISTH  CBOIO
JesITeNbHOCTh HE TOJBKO B HAIpPaBICHUM WHPOpMATH3ALMK €€ OpraHU3alOHHO-
HKOHOMHYECKUX (POopM H pazaencHuss PyHKUUNA B OM3HEC-IKOCHCTEMAX, HO M uepes3
dbopmMupoBaHHe KOHKYPEHTHOM umdpoBoil cpenapl. HblHemHui sTan  pa3BUTHS
HKOHOMHYECKUX OTHOILEHUH CleqyeT H3y4yaTh KaK METOJOJIOTMYECKUH TMOAXON K
pa3BuTHio pbiHka WIIY u MmapkeTuHra, mnpeBpalliaioliuii TpaJUlMOHHBIE CHCTEMbI
pacripe/ienieHus B 60jiee HHTErpUPOBAaHHbBIE CTPYKTYPBI — HU(POBBIE SKOCHCTEMBI.

12. «DQxocucrema muPpoBOro MapKETUHTa» OTPAKAET MHTETPALIMIO OTHOIICHUM
MEX]ly BCEMU YYaCTHUKAaMU KaHAJIOB CObITA, TPOU3BOUTEINSIMH, IPOJABLAMHU, APYTUMU
NPUHUMAIONIMMHM ~ CTOpOHaMM U mnoTpeOutensiMd. OH  TakKe OCHOBaH Ha
MHTETPUPOBAaHHBIX hopMax MmIaTGopmM, KOTOPhIE CO3AAI0T ONTUMAIIBHYIO IIEHHOCTb IS
BCEX YYAaCTHHKOB 3KOCHUCTEMbI 3a cueT OanaHca 1udpoBol HHDPACTPYKTypbl U
MapKeTUHroBo 1eHHocTH. (Co3naBas  KIMEHTOOPUEHTUPOBAHHYIO  3KOCUCTEMY
IU(pPOBOro MapKeTHHIa, KOTopas mpeaocTaBisieT noctabimukam WITY koHKypeHTHOE
MPEUMYILECTBO, BUPTYAJIbHBIM PHIHOK YCKOPUT MEPEX0 OT TPATUIIMOHHBIX KOHIIECTIIIUN
MapKEeTHUHIa, OPUEHTUPOBAHHBIX Ha MPOU3BOACTBO, K COBPEMEHHBIM MAapKETHHIOBBIM
MOJIX0/1aM, OPUEHTUPOBAHHBIM Ha CO3/1aHKE IICHHOCTHU JJIsl KIIUEHTOB.
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RESUME (abstract of DSc dissertation)

The purpose of research work is to develop proposals and recommendations
for further improvement of the theoretical and methodological foundations of the
marketing strategy of information products and services.

The object of research work is the marketing activities of companies providing
information products and services.

The scientific novelty of the study is as follows:

organizational and economic mechanisms for managing the marketing activities
of companies providing information products and services have been improved,
based on social recognition in the virtual environment and motivational functions that
develop personal potential;

it was proposed to extend the life cycle of software products based on the
implementation of a marketing strategy and increasing competitiveness using the
SCRUM methodology based on the Agile concept;

the creation of added value in marketing channels is justified by determining
consumer satisfaction with the services of online stores providing information
products and services by determining product properties (W = 0.208; 24.8%),
technological characteristics (W = 0.137; 16.3%), information characteristics
(W=0.274; 32.7%), logistics and marketing characteristics (W=0.221; 26.3%),
weighting coefficients;

the influence of rational factors (X1=-0.056), negative and emotional factors
(X2=0.054) on customer satisfaction with the brand at the initial stage of brand
formation for subjects of the local IPS market was substantiated, and based on this, a
PLS-SEM model was proposed for the widespread use of the gamification marketing
strategy;

an architecture for creating an ecosystem of marketing services based on
components aimed at creating added value and ensuring competitive advantages in
the market of information goods and services is proposed.

Implementation of research results. Based on the methodological and
practical results obtained in preparing a marketing strategy for business in the field of
information products and services:

proposals to improve the organizational and economic mechanisms for
managing the marketing activities of companies providing information products and
services, based on social recognition in the virtual environment and motivational
functions that develop personal potential, have been introduced into the activities of
the Service Sector Statistics Department of the Statistics Agency (Statistics Agency
Certificate dated 7 April 2023 No. 01/3-16-10/2-19). As a result of the introduction of
scientific innovation, the efficiency of using and managing the Agency's labor
resources increased by 11.7%.

a proposal to extend the life cycle of software products based on the
implementation of a marketing strategy and increasing competitiveness using the
SCRUM methodology based on the Agile concept has been introduced into the
activities of the Directorate for the Development of Information and Communication
Technologies and Interactive Government Services of the Statistics Agency
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(Reference from the Statistics Agency dated April 7, 2023 year No. 01/3-16-10/2-19).
As a result of the implementation of this scientific innovation in the development of
an automated information system for receiving statistical reports eStat 4.0 and project
management, an increase in labor productivity was achieved by 71%;

proposal to create added value in marketing channels by determining consumer
satisfaction with the services of online stores providing information products and
services by determining product properties (W=0.208; 24.8%), technological
characteristics (W=0.137; 16.3% ), information characteristics (W=0.274; 32.7%),
logistics and marketing characteristics (W=0.221; 26.3%) and weighting coefficients
were used in the activities of the Department for maintaining statistical registers and
providing system services of the Agency for Statistics (Agency Help statistics dated
April 7, 2023 No. 01/3-16-10/2-19). As a result of the introduction of this scientific
innovation, statistical data on enterprises and organizations was generated, the
number of regular customers purchasing statistical collections online increased by
19.6% in 2022 compared to 2021;

the proposed PLS-SEM model for the widespread use of the gamification
marketing strategy with substantiation of the positive influence of rational factors
(X1=-0.056), negative and emotional factors (X2=0.054) on customer satisfaction
with the brand at the initial stage of brand formation of local market entities of the
IPU was used by the Department of Consolidated information works of the Agency
for Statistics (Certificate of the Agency for Statistics dated April 7, 2023 No. 01/3-
16-10/2-19). As a result of the introduction of this scientific innovation, gamification
strategies were applied in the “stat.uz” platform and, as a result, the share of regular
online clients of statistical information in 2022 increased by 28% compared to 2021;

the proposed architecture for creating an ecosystem of marketing services based
on components aimed at creating added value and ensuring competitive advantages in
the market of information goods and services has been introduced into the activities
of the Agency for Statistics (Reference of the Agency for Statistics dated April 7,
2023 No. 01/3-16-10/ 2-19). Thanks to scientific innovation, regional and annual
comparisons have been established in the Statistical Integrated Information System
(siat.stat.uz) and the use of the relationship menu.

The structure and scope of the dissertation. The volume of the dissertation
consists of an introduction, five chapters, a conclusion, a list of references and
applications. The volume of the dissertation was 260 pages.
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