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KIRISh (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

tsiya mavzusining dolzarbligi va zarurati, J 4

. . » b3 o h : . .
pik biZh subyektlarida marketing faoliyatining bozorda ':‘a::ba:tqb“S(c)ldlyo‘uda°l
k'chl-nlaSh, mijozlar ehtiyojlarini aniglash va qondirish, t ardoshlikni

Wil rgtib  etish, brendni shakllantirish ha ovarva xizmatlar qiymatini

i v A% % mda feafats ¢
s,maﬂ“ rlashﬁﬁSh orqali biznes rivoji uchun zarur iqtisodiy mi?:i(t)";::laﬁ :l:]in;l;:b,:!
i

P ortib bom?oqc’ia. Us.hbu . jarayonda ragamli i italari
ﬁly reklama, iste .molchl xatti-harakatini tahlil qilisr;l:rilj(;tl;n(ﬁy \;:rsrlgala]n,
el 1201 kommunikatsiya va bozor segmentlariga yo‘naltirilgan stra?fg;z
sy alash ma{!cetmgl f;o{lyz}tmmg samaradorligini oshirishga hamda kichik

ng mahalliy va global miqyosdagi ta’sirini kuchaytirishga xizmat qilmoqda.

pisserta

blm . . . . .«
s tisodiyotinin, i bo‘li ikni :
ichik biznes jahon 1q yotining tayanchi bo‘lib, bandlikning qariyb 50 foizini

piznesning 90 foizini tashkil etadi”'. Qo‘shilgan qiymat zaniirlari bilan kich:
times subyeltlarining ragamli transformatsiyasi R e g
imkonini oshlflshnm.g samarali vositasi sifatida mamlakatlarda daromad va
pandlikni oshirishdagi asosiy vositaga aylangan.

Jahon mamlakfltlari tadbirkorlik faoliyatida marketing vositalaridan
foydalanishning asosty yo‘nalishlari hisoblangan mijozlar bilan munosabatlarni
poshqarishni takomillashtirish, korxonalar uchun brend asosida qo‘shilgan giymat

ish va mijozlar bilan maqsadli munosabatlar o‘matish orqali tovarlar savdosini
kengaytirish borasida keng qamrovli izlanishlar olib borilmoqda. Mazkur holatlar
lichik biznes subyektlarining raqobatbardoshligini oshirishda marketing
vositalaridan samarali foydalanish yo‘llarini ishlab chigish hamda mahsulot va
vizmatlarini keng segmentlarga joylashtirishga qaratilgan strategik imkoniyatlarini
belgilash ustuvor tadgiqot yo‘nalishlaridan hisoblanadi.

O‘zbekiston Respublikasi Prezidentining 2020-yil 5-oktabrdagi PF-6059-son
“Ragamli O‘zbekiston — 2030” strategiyasini_tasdiglash va uni samarali amalga
oshirish chora-tadbirlari to* g risidangi Farmonida ‘;ragamli texnologiyalamning jadal
rivojlanishi va ularning biznes amaliyotiga ta’siti Va yangi raqamli xizmatlar yoki
mahsuloflar paydo bo‘lishi ta’sirini hisobga glgan;, holda', gonunchilik bazasini
komillashirish mexanizmlarini shakllantirish?2ga-alstuvor ghamiyat qaratilgan.
Suningdek, 2022 — 2026-yillarga -md‘ljallangad ~Yangi. O‘zbekistonning
taraggiyot strategiyasida “ragamli igtisodiyotni asosiy. “drayver” sohaga aylanpnB;
umng hajmini kamida 2,5 baravar oshirishga- qaratilgan ishlarni olib borish
Vazifalari belgilab berilgan. Kichik biznes kuﬁnguar‘gh’gng- moliyaviy, {nngvatilfén
mxygu va investitsiyalami jalb etish imkoniyéflaini ;gbeklanggnhg; Sd::nlﬁ ‘s ;
s arka!ng faoliyatini tashkil etishning zamonavly yon(.lashuvlarl dan foy e

eing faoliyatini tashkil etish va boshgarishning tashkiliy tuzl

\
|h“l”'//blog;\,., i e-and-imcgmtion-value-chaiﬂ5 .
2 O B Oﬂdbank.org/psd/boosting-small-busincsses-ﬂlfo‘lgh'°’°°mm?rc zbekiston — 2030° strategiyasi!

tasdiqlagh kub_ likasi Prezidentining 2020-yil 5-oktyabrda%iir';fn§qﬂzl“g‘ﬁsi ovgi | PE-s8S3-son Farmoni.

. 2 uni samarali amalga oshirish chora-tad
!%F:S/ﬂe).(,uzjdocs/5030957 y illarga mo'ljallangan Yangi
0%zbes 100 Respublikasi Prezidentining 2022 yil 28 yanvardagi #2022 — 2026-yillwrgd

taraqqiyot strategiyasi to*g‘risida”gi PF-60-s0n Farmoni.
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takomillashtirish mijozlar bilan o‘zaro munosabatlami boshqari
: . : qarishda yangi
raqamli marketing vositalaridan foydalanish aso:;zl;ici?:z;

ragamli yondashuvlar,
bilan munosabatlarni boshgarish tizimini yanada takomillashtirishga qaratilgan

tadgiqotlar muhim ahamiyat kasb etadi.
O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi PF-60-son

«9(22-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi
to°g'risida”, 2019-yil 21-maydagi PQ-4328-son “Elektron hukumat” iy
doirasida axborot-kommunikatsiya texnologiyalari sohasidagi loyihalarni ishlab
chiqish va amalga oshirish sifatini yaxshilash chora-tadbirlari to*g‘risida”, 2018-yil
30-oktabrdagi PF -5564-son “Tovar bozorlarida savdoni yanada erkinlashtirish va

obatni rivojlantirish chora-tadbirlari to‘g‘risida”gi farmonlari, 2021-yil 17-
fevraldagi PQ-4996-son “Sun’iy intellekt texnologiyalarini jadal jorly etish uchen
shart-sharoitlar yaratish 10 too‘risida”, 2020-yil 28-apreldagi PQ-
4699-son “Raqamli igtisodiyot va elektron hukumatni keng joriy etish chora-
tadbirlari to‘g risida”gi qarorlari va boshga me’yoriy-huquqiy hujjatlarda
belgilangan vazifalarni amalga oshirishda mazkur dissertatsiya tadgiqoti muayyan

darajada xizmat giladi. ;
Tadgiqotning respublika fan va texnologiyalari
respublika fan va texnologiyalar

yo‘nalishlariga mosligi. Dissertatsiya tadqiqoti | . :
rivojlanishining I «Demokratik va huqugiy jamiyatni ma’naviy-axloqiy va ma'dal.ny
rivojlantirish, innovatsion igtisodiyotni § antirish” ustuvor yo*nalishiga
muvofiq bajarilgan. :

Muammoning o‘rganilganlik darajasi. Kichik biznes subyeldlaqda
marketing faoliyatini takomillashtirish va turli strategik vositalardan f.oy(!?lamsl!
asosida samaradorligini oshirishning ayrim nazariy, uslubiy va a.ma.lly th?,tlan
xorijiy mamlakatlar olimlari J.R.Saura, D.Palacios-Marqués, D.Ribeiro-Sor1ano,
A.Sufian, K.Kano, D.Sullivan, P.Tarsakoo, P.Charoensulqnongk-ol,
M.M.Mehralian, P.Khazaee, C.Luro, J.R.Stroman kabilarning tadqiqotlarida
o‘rganilgan*.

Mustagil davlatlar hamd
sub’ektlarida marketing faoliyati

rivojlanishi- ning ustuvor

o'stligi mamlakatlari olimlaridan kichik biznes
ni tashkil etishning o‘ziga X0s jihatlar

Ribeiro-Soriano D. Digital marketing in SMES via data-driven strategle:lt
//Journal of Small Business Management. — 021. — C. 1-36.; Sufian A.ctal
sales performance of small online business /European Journal of M
940.: Kano K. et al. Implications of digital marketing 5“‘“375'
Bisnis Digital (SABDA Journal). —2022.

g the boat on social media and intemet
81-89.; Mishra

4 Saura J. R, Palacios-Marqués D.,
Reviewing the current state of research
The impact of social media marketing on

& Clinical Medicine, — 2020, - T. 7. — Ne. 3.-C. 922-
f small businesses in indonesia //Starturreneur

the competitive advantages 0.
~-T. l_. - Ne. 1. — C. 44-62.; Sullivan D, et al. Small business still missin
advertising /Journal of Marketing Development and Competitiveness. — 2021. = T.15.- Me. 1.-C.
C. K. Digital marketing: Scope opportunitics and challenges //Promotion and Marketing Communications. = 2020
7 imensi ial medi ‘> carabilities and their contribution
Ne.4.-C. 441-

2‘;}".‘“”“ performance of firms in Thailand //Jo ies. — 2020. - T. 14.-
s 'Mehralmn M. M., Khazaee P. Investigating the Interrclationships between Digi i
ntelligence and Their Effect on Business Strategy /1 6th International Co :
J. R. Social media marketing adqmon
J/Journal of Social, Behavioral,

:;t:tliggi::c;.nficor:omics anleinance (2022). - 2022.; Luro C., Stroman

: An exploratory mu tiple case study of Jand I }

and Health Sciences. - 2020. - T. 14. - Ne. l.y-? C.aznl ls-C;ZrZ.mdusuy izl g
6
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Yu.l(.Yakovleva, A.A.Popova, L.LKnyaievski
B.Shabaev, MMatigov, E.D.Butenko, oy skiy, A.E Kovalenko, S Kingsnort,

.S.Cherni
 Bolgov, A.V.Soldatenko, M.V.Mol hernikov, E.V.Rudoy, 1.G.Chirkova,

; oxovich,
0.GKovalenkova, I.V. Jurova, K.A Durlik kabic O.Yu.Shanko, M.E.Xaxaeva,

o¢zbeldstqnlik olimlardan A Soliey, oggsxgzﬁidan tadqiq etilgan®,
gn.J.Ergashhodjacva, M.A Ikramov, 0.A.Aripov, sh.D Dovlatov’ zU'V°Gaf"'°"’
L.T.Abduxahlova, G.A.Bekmurodova, A B 'B°b°j°nov Ovla), A. Xakimov,
T-A-A“Ta'““’ D.nggn}xdove} va boshqalar kichik biznes su,byektl.;;'il:iMamiae°v .
foliyati sa.\mgradorhglm oshm§h va ularda zamonaviy marketing st ; mar letl‘ng'
o’llash, klf:hlk korxonalar fao!lyatl uchun marketing strategi alarg ;s hlegl)’a arini
+ijan bog’liq muammolar bo*yicha ilmiy tad yalarini ishlab chiqish

. R qiqotlarni amalga oshirganlar®
Mazkur tadgiqotlarda kichik biznes subyektlarida marketgi:l; fa.oliyatini

wkomillashtirish va marketing strategiyalaridan fo - £t
yo‘nalishlarga yetarlicha e’tibor berilmagan. Aynmyﬁmmg sl?um'gi;at?m'
dissertatsiya mavzusn:llls tanlashga asos bo‘lib xizmat giladi. o

Tadqiqotning dissertatsiya bajarilgan oliy ta’lim m g
tadgiqot ishla.ri rejala'r? bilan bog‘ligligi. Dissertat).;iya tadqiqotiu ’gz;izst:t dl;l\l/lll:t
igtisodiyot umver.snetmmg ilmiy tadqiqot ishlari rejasiga muvofiq OT-F1-155
“Ishlab chiqarishni modernizatsiyalash jarayonida xarajatlar miqdorini kamaytirish,
tarkibini takomillashtirishning fundamental (nazariy) asoslarini ishlab chigish”
mavzusidagi fundamental loyiha doirasida bajarilgan (2018-2021 yy.).

Tadqiqotning maqsadi kichik biznes subyektlarida marketing faoliyatini
takomillashtirish bo‘yicha taklif va tavsiyalar ishlab chigishdan iborat.

Tadgiqotning vazifalari:

kichik biznes subyektlarida marketing faoliyatini tashkil etish va boshqarishni
ilmiy-nazariy jihatdan asoslash;

kichik biznes subyektlarida marketing faoliyatini tashkil etishda xorijiy
mamlakatlar tajribalaridan O‘zbekistonda foydalanish imkoniyatlarini belgilab
berish;

* Sxonnesa 1O, K., Ilomosa A. A. Iludposas Gusmec-cpena ¢ MADKCTHHTOBSIH NIOTCHIMAT KAK PC3y/bTAT

IpoLicocoB WHPpoBKH3aNME B IKOHOMHKE B 00mIeCTBE //YpaBneEaeCcKuii yIer. — 2021. — Ne. 9-3. - C. 834-845;
1. H. GopuupoBaHHe MAPKSTHHTOBOH CTPATCTHH TOProBOro MPEANPHATHA Ha BHPTYANBHBIX PRIHKAX:

mmp' - Jlosenx: MM Kusmkencxuii, 2021.; Kopanerxo A. E. GopMHPOBAHHC H PasBHTHO TCXHONIOTH} MHTEPHET-

Crparery B JCATCNBHOCTH NpCANPHATHA Manoro Gmsmeca: JuC. — Yens6muck, 2020, 2020.; Kuurcaopt C.
i Mapker wi$posoro Mapkerwnra, — Jlutpec, 2022.; IlIa6ace M. B., Matsros M. M. MHCTpyMEHTH umbponoléo ‘
366-37] - A% MANIOTO 1 cpeHero Gu3Heca //OKOHOMHEKA: BUCPa, CCTOMIHA, sastpa. —2020. - T. 10.- N:I. ,g-elc“;“
+ Byrexxo E. 1, Yepumxos W. C. MadpacTpyxrypa maposoi axc;:;o;m: 1poBOH MApKCTHHT
§ KOro depepansaoro grera. — 2020, — Ne. 4, - C. 23-37. _ E
Mf:f\lrov U. V. Kichik biznesni damonidan tartibga solishning iqtisodiy mexanizmlarini takomillashtirish.
aonografiya IT.: Moliya, ~ 2016, ~ T, 208 - Ne. 6,; Ergasbhodjacva Sh. J. Genesis of e 5000,
M 3qu° marketing //Theoretical & Arplied Science. — 2018, — Ne. 3. - C. 113-119; Plxpnfon Ay oot
EA I‘opmo YCHYT B MEHE/DKMERTE NpeAnpHTHI //PeAaKIHORHAL KoJuierns: A-p 3‘0':_; R OpHH
PHBOX Ay, (o72. pen). - 2019, - T. 313.; Aprmos O, A., flosnarosa LI, J1. Kuix Grsnec ba 1;\11 ccuz s
T2 MAPKeTHHTHH Taumcu yTv Myammonapi //Educational Rucarﬁh in Univem41 gf 7& skl g
S 5 C. 549-557. ; Xaxumos 3. A. TpasCHOPMAIGIA KNBCTOPOR mbu: « T TDIU. - 2019,
Maxmudgya =2022. - Ne. 3. - C, 207-213.; Abduxalilova L, T, Intemnet marketing /Textbook. &.. Hencrnoomui
N — D. Paxanmy uxrstcomérmm pusoxiaHTHpHII [APOHTHAR KITHK GustconuIIr WKTHMOL

*102 TyTran ypuu //Science and innovation. —2022. - T. 1, - Ne. A8~ C. 301-311,
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O‘zbekistonda kichik biznes subyektlarining rivojlanj i
aniqlash va mamlakat igtisodiyotida tutgan o‘rnini biholasli;amSh tend"'“‘*1)'alzlriui

kichik biznes korxonalarida marketing faoliyatini tashkil etish va boghqar:
holatini tahlil qilish; shqarish
bahoﬁn:}il;lk biznes subyektlarida marketing tizimidan foydalanish samaradorligip;

kichik biznes subyektlarida marketing faoliyatini boshqarishning tashkili
tuzilmasini takomillashtirish yo‘llarini taklif etish; ty

kichik biznes subyektlarida mijozlar bilan o‘zaro munosabatlami boshqarish
tizimini takomillashtirish bo‘yicha taklif va tavsiyalar ishlab chiqish;

kichik biznes subyektlari faoliyatini boshqarishda raqamli marketing tizimidan
foydalanish samaradorligini oshirish bo‘yicha takliflar ishlab chigish.

Tadqiqotning obyekti sifatida kichik biznes subyektlari, xususan O‘zbekiston
savdo-sanoat palatasi hamda unga a’zo kichik biznes subyektlari tanlangan.

Tadgiqotning predmeti bo‘lib kichik biznes subyektlarida marketing
faoliyatini takomillashtirish jarayonida vujudga keluvchi ijtimoiy-igtisodiy
munosabatlar majmui hisoblanadi.

Tadgiqotning usullari. Tadqiqot jarayonida statistika va iqtisodiy tahlilning
qiyoslash, tanlab kuzatish, kuzatuv, korrelyatsiya, regressiya, induksiya va
deduksiya, mantigiy yondashuv, sotsiologik so‘rov, SWOT, PEST strategik tahlil,
korrelyatsion va regression tahlil, simulyatsion modellashtirish kabi usullaridan
foydalanilgan.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra “kichik biznes subyektlarida marketing faoliyati”
tushunchasining iqtisodiy mazmuni o‘z tavsifiga ko‘ra kichik biznes mezonlariga
muvofiq keluvchi xo‘jalik yurituvchi subyektlarning bozorda raqobatbardoshligini
oshirish, mahsulot va xizmatlarni mijoz talabiga moslashtirish hamda resurslardan
samarali foydalanish orqali uzoq muddatli igtisodiy barqarorlikka erishishini
ta’minlaydigan murakkab tizimli jarayon nuqtai nazaridan takomillashtirilgan;

kichik biznes korxonalarida marketing bo‘limini to‘g‘ridan-to‘g‘ri umumiy
direktor yoki uning birinchi o‘rinbosariga bo‘ysundirish orqali uning huquq va
funksiyalarini kengaytirish, mahsulotlami ishlab chiqarish va yaratish bo‘yicha
bozor talablarini inobatga olib, haqiqiy qarorlar qabul qilish imkoniyatlarini berish
asosida marketing bo‘limining yuqori magomini ta’minlash taklifi asoslangan;

kichik biznes subyektlarining proporsional xavf modeliga asoslangan
zz:dﬁashuvg: ko‘ra faoliyat davridagi ichki va tashgi omillaming ta’sirini “omil
kama;t\'lu‘iloq” (HR > 1), “omil xavfga ta’siri yo‘q” (HR = 1) hamda “omil xavfni
naytirishi” (HR < 1) darajalari bo‘yicha guruhlash orqali korxonaning faoliyat
yuntls(l)l‘davn.yllglm uzaytirish taklifi asoslangan;
mnnosabzx:it‘o;:;s hk(l)cr:hnall(i bbizne; subyektlarining mijozlar bilan samarali
oshirishga marketing ¢ qali bozor faoliyatini rivojlantirish va raqobatbardoshligini

: lementlari ta’sirini ek - ¢ ;
2027- ekonometrik modellashtirish asosida
027-yilga qadar prognoz ko*rsatkichlari ishlab chiqilgan.

Tadqiqotning amaliy natijalari quyidagilardan iborat:
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Kkichik biznes subyektlarining marketin
wkibi}' tuzilishi, ishlab chiqarish zanjiri va
etilga:i; : :

o e gning 4P va 4R strategiyalarini ishlab
. ishning tashkiliy mexanizmi SWOT, PEST modullari ” :
:h;gmillash irilgan; aridan foydalanish asosida

kichik biznes su!)).'cktlaﬁning strategik marketing salohivatini irishni
' minlashga yo‘naltirilgan  faoliyat sammdorligiii gshm':ldaosmhﬁ

g faoliyatini takomillash-tirilgan
umumiy jarayonlari sxemasi taklif

etingning 4R elementlariga mos keluvchi ragamli : S
z;f(‘l‘al:l anﬁil lt;ii:sqisllilﬁ gzthmm e raq marketing vositalaridan
ic : gs ik marketing salohiyati, rej iri
ioniyatain hisobga olgan. holda raqobathardosligni ta'miniash va_ boso
faoliyati samaradorhgtm oshirishga yo‘naltirilgan marketing strategiyalaridan

foydalanish taklifi berilgan.

Tadgiqot natijala_arining ishonchliligi. Dissertatsiyada foydalanilgan nazariy
manbalar davlat nashriyotlarida chop etilgan adabiyotlardan, amaliy ma’lumotlar
esa O‘zbekiston Respublikasi Milliy statistika qo‘mitasi hamda O‘zbekiston
Respublikasi Savdo-sanoat palatasining rasmiy ma’lumotlaridan shakllantirilgan
statistik manbalar, muallifning sotsiologik so‘rov natijalaridan olinganligi, xulosa,
taklif va tavsiyalaming rasmiy ko‘rib chigilganligi va vakolatli davlat tuzilmalari
tomonidan tasdiglanganligi bilan izohlanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot-ning ilmiy
ahamiyati tadqiqot natijasida ishlab chiqilgan takliflardan kichik biznes
subyektlarida marketing faoliyatini takomillashtirish va raqobatbardoshligini
oshirishga yo‘naltirilgan marketing strategiyalarini belgilashga doir ilmiy hamda
metodologik jihatdan chuqur tadqiq qilish, ushbu sohani rivojlantirishning
fundamental asoslarini ishlab chigishda foydalanish mumkinligi bilan izohlanadi.

Tadgiqot natijalarining amaliy ahamiyati ishlab chigilgan ilmiy-uslubiy taklif
va amaliy tavsiyalar kichik biznes subyektlarining marketing faoliyatini yo‘lga
qo'yish va ulami marketing strategiyalaridan foydalanishidagi muammolarni
yechishga, samaradorligini oshirishga va uzoq muddatli strategik qarorlar gabul
qilishga qaratilgan yo*] xaritalarini ishlab chigishda, strategik boshqaruv qarorlarini
qabul gilishda, to‘plangan materiallardan o°quv qo‘llanmalar va darsliklar
tayyorlashda foydalanish mumkinligi bilan izohlanadi. ; 4

Tadqiqot natijalarining joriy qilinishi. Kichik ~biznes subquﬂi.m.
marketing faoligatini takomillashtirish bo‘yicha olingan ilmiy natijalar asosica:

uslubiy yondashuvga ko‘ra “kichik biznes subyektlarida marketing fao nlya-
tushunchasining iqtisodiy mazmuni o'z tavsifiga kora ki b hhen'iai
Muvofiq keluvchi xo‘jalik yurituvchi subyektlarning bozorda raqobatbardos | ar%i‘an
Oshirish, mahsulot va xizmatlarni mijoz talabiga mosl?shtmsh hamda resrir:hishini
::n anali foydalanish orqali uzoq muddatli iqtisodiy ba{qarorllkkamieuashﬁﬁsh
Minlaydigan murakkab tizimli jarayon nuqtai nazaridan Gk

(T 1 1 h\m
D0'yicha nazariy va uslubiy ishlanmalardan oliy 0°quV yurtlari talabalan 1

'avsiya etilgan “Marketing” nomli darslikni tayyorlashda foydalanilgan (Toshken!
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iqtisodiyot universiteti rektorining 2023-yil 21-dekabridag;
g‘ax;::tg‘ilg: asoysan darslikning nasl.l.r ruxsatnomasi buﬂg:na;ndag'
aklifning amaliyotga joriy etilishi natijasida uzoq muddatli iqtisodiy bargayo Y
erishishni ta’minlaydigan murakkab tlzlmh jarayon  nuqtaj qarorlikiy
rakomillashtirilgan “kichik biznes §qby¢_=ktlm¢.ia marketing faoliyati” tushnmndan
bo‘yicha nazariy bilimlarni kmgayumh m}kom yaratilgan; unchag;
kichik biznes korxonalarida marketing bo‘limini to‘g‘ridan-to'g*ri umu:
direktor yoki uning birinchi o‘rinbosariga ‘bo‘ysundirish orqali uning hug umiy
funksiyalarini kengaytirish, mahsulotlarni ishlab chiqarish va yaratish bo‘“‘! ;:
bozor talablarini inobatga olib, hagiqiy qarorl.ar qabul qilish imkoniyatlarini gel:ish
asosida marketing bo‘limining yuqgori maqogmni t.a’minlash bo*yicha berilgan ilmiy
yangilik O‘zbekiston savdo-sanoat palatasi tarkibidagi kichik biznes subyektlari
faoliyatiga joriy etilgan (O‘zbekiston savdo-sanoat palatasining 2025-yil 10.
sentabrdagi 06-05-33-10167-son ma’lumotnomasi). Mazkur ilmiy yangilikni
amaliyotga joriy etish natijasida kichik biznesning ragamli texnologiyalar va
dasturiy mahsulotlardan foydalanish darajasi ortgan va qiymat zanjirida ishtirok
etuvchilaming 0°zaro munosabatlari asosida sinergiya yaratishga qaratilgan
strategik loyihalarni amalga oshirishda foydalanilgan;
kichik biznes subyektlarining proporsional xavf modeliga asoslangan
yondashuvga ko‘ra faoliyat davridagi ichki va tashqi omillaming ta’sirini “omil
xavfi yugori” (HR > 1), “omil xavfga ta’siri yo‘q” (HR = 1) hamda “omil xavfni
kamaytirishi” (HR<1) darajalari bo‘yicha guruhlash orqali korxonaning faoliyat
yuritish davriyligini uzaytirish bo‘yicha berilgan ilmiy yangilik O*zbekiston savdo-
sanoat palatasi tarkibidagi kichik biznes subyektlari faoliyatiga joriy etilgan
(O‘zbekiston  savdo-sanoat 2025-yil 10-sentabrdagi  06-05-33-10167-son
!qa’lumotnomasi). Mazkur ilmiy yangilikni amaliyotga joriy etish natijasida kichik
biznes subyektlarining hududlar, tarmoq va sohalar bo‘yicha bozorda yashab golish
xavfiga ta’sir etuvchi asosiy omillami aniglash imkoni yaratilib, ishlab chiqarish va
chakana savdo sohalaridagi kichik biznes subyektlarining marketing faoliyatiga
g;hg;ﬁlomﬂlar‘ta’.slrin.i kamaytirish orqali 2024-yilda 2023-yilga nisbatan fa.o'liyati
crishilgagna-n kichik biznes subyektlarining salmog‘ini 9,8 foizga kams
O‘zbekistonda kichik biznes subyektlarining mijozlar bilan samarali
munosabatlar o‘rnatish orgali bo PR T .. shligi :
oshirishga marketi oqu zor fa?lf)fat.lm rivojlantirish va raqobat!@rdo gint
2027-yilga qadar o em<n‘1tlan .ta sirini ekonometrik modellashtirish aS?Slqa
yangilik o?zbeh.gmgmz ko‘rsatkichlaridan foydalanish bo‘yicha berilgan ilm1y
oo - 2bekiston savdo-sanoat palatasi tarkibidagi kichik biznes subyektlari
aouyatiga jorly etilgan (O'zbekiston savdo-sanoat_palatasining 2025
dagi  04-07-27-3989-son ma’ noat palatasining ki
amaliyotga joriy etish natiiasi ma_lmPOQOasx). Mazkur llmly“ yangill
i munosabat]ar o"Jas‘fia.klchlk biznes subyektlarining mijozlar bilan
matishi orqali bozor faoliyatini rivojlantirish V2

387-soni;

-y1| le

-,-';"_l- ‘/‘: Obatbardoshli o . e
b gini oshirishga marketing elementlari ta’sirining istid

parametrlari o¢ . g
' an o°rtasidag; muvofiglikni ta’minlash imkoni yaratilgan.
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Tadgiqot natija!ariping aprobatsiyasi,
41qaro VA 5ta rCSpl.lbllka ilmiy-amaliy anjuman]
X Tadgigot na@]alarining ¢’lon qilinishi. Dj

. ish, O‘zbekiston Respublikasi OAKning doktorlik dissertatsiyalari asosi
1y

. iy patijalarini chop etish uchun tavsiya etilgan ilmiy
Im yblika va 3 ta xorijiy jurnallarda) nashr etilgan, Y Jurnallarda 6 ta maqola (3 ta

fes u P ° oqe .
p Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish. uchta bob

ilgan adabiyotl oo _
ulosa . 2 t.‘oydalz.ml.g bryotlar  ro‘yxati hamd
,l‘)issertatsiyanmg hajmi 142 betni tashkil etadi. a ilovalardan

M.azkur tadqiqot natijalari 4 5
arida m}xhokamadan o‘tkazilgan,
Ssertatsiya mavzusi bo‘yicha 15 ta

iborat.

I?ISSERTATSIYaNlNG ASOSIY MAZMUNI

Dissertatsiyaning Kirish gismida tadgiqot mavzusining dolzarbligi va zarurati
ssoslangan, tadqiqotning magsad va vazifalari, obyekti va predmeti shakllantirilgan
‘adgiqotning ilmiy ishlar rejalari bilan bog‘ligligi ko'rsatilgan, dissertatsiyaning ilmiy
yangiligi, ilmi)_r natpglax:t, ilmiy va amaliy ahamiyati keltirilgan, tadqiqot natijalarining
amaliyotga jory etilishi, chop etilgan ilmiy ishlar va dissertatsiya tuzilishi to‘g‘risida
ma’lumotlar berilgan.

Dissertatsiyaning “Kichik biznes subyektlarida marketing faoliyatini tashkil
etishning nazariy va uslubiy asoslari” deb nomlangan birinchi bobida kichik biznes
subyektlarida marketing faoliyatini tashkil etishning nazariy asoslari, zamonaviy
yondashuvlari, metodologik usullari va tizimlari yoritilgan. Kichik biznes subyektlarida
marketing faoliyatini tashkil etish bo‘yicha xorijiy mamlakatlar tajribalaridan
0‘zbekistonda foydalanish bo‘yicha takliflar keltirilgan.

Kichik biznes subyektlarida marketing faoliyatini tashkil etishning ilmiy-nazariy
jihatdan o‘rganish nafagat ushbu subyektlarning samaradorligini oshirish, balki
iqtisodiyotning barqaror rivojlanishini ta’minlash uchun ham muhimdir. Globallashuv
ta’siri, resurslamning doimiy cheklanib borayotganligi mahsulot va texnologiyalarning
hayot davri, yangi bozorlarning vujudga kelishi va rivojlanayotgan bilimlar
iqtisodiyotining ta’siri ilgari hech qgachon kutilmagan muvaffagiyatli ishlaydigan biznes
subyektlarini shakllantirmoqda. Kichik biznes subyektlarining o‘sishi uchun to‘siqlar
an’anaviy ravishda moliyaviy kadrlar va boshqaruv kompetensiyalariga gadar bo‘lgan
jiddiy resurslar cheklovlari bilan bog‘liq. Ushbu holatlar kichik biznes subyektlarining

marketing faoliyatini samarali tashkil etishga garatilgan tadqiqotlarga ustuvorlik

berishni taqozo etadi. RS :
Kichik biznes subyektlarining marketing faoliyatini tashkil qilishda yangicha

fikrlash tarzini yaratish, korxona va bozor o‘rtasidagi aloqalanm'nvoﬂantms.hnmg.
Zamonaviy  marketing  konsepsiyasiga asoslanadi. Ma_rketmg_ menejm;’.n tl:
Iste’molchilarning ehtiyojlarini eng yaxshi tarzda qondirish orqali maksimal foydao fsh
Uchl.m bozomi o‘rganish va istigboli belgilash asosida ishlab .chl.qansh vad§ohs
faoliyatini tashkil etish bo‘yicha kompleks chora-tadbirlar tizimi sifatida qar:llla lfot a2

. Kichik biznes subyektlarining marketing faoliyatini tashkil etish m ;:tishga
zmatlami mijoz talabiga moslashtirish orqali yugqori iste’mol qul??tm,' Y Sifatida
%@ratilishi lozim va bunda marketing faoliyati funksiyalari 0°zaro bog'liq tizim
%aralishi mumkin: o

Smm = f(P)
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S korxonaning marketing menejment funksiyalari;

P korxonaning marketing MIKS elementlari;

P:- iste’mol qiymatini yarfztf'shga ta"s.ir q.iluvchf' mahsulot siyosati omillar;-

p.- iste 'mol giymatini oshm:S‘hga ta sir qtluvch.z savdo siyosati omillari:

p,- iste 'mol qiymatini oshirfshga .ta s’tr etuvchi narx siyosati omillari:

P,- iste’'mol giymatini oshirz.'shfga iste m,oI kommunikatsiya siyosatining omillqy;

Kichik biznes subye!dlannmg iste .m?l quma‘txpl yaratishga qaratilga:;
marketing faoliyatini boshqansh konsepstiyasl 0°zaro bgg liq elementlarning dinamik
tizimi 1-rasmda taklif etiladi. Mazkur ishlanma kichik biznes subyektlarining daromad

i amalga oshirish strategiyasi va bozor mubhitini har

ini shakllantirish va un A ;
?:nz;:)snlama tahlil qilishning kompleks modeli sifatida qaralishi lozim.

A PSS B TR
N T R S

Kichik biznes subvektlarining marketing faohiyatini boshqarish
Marketing kommunikatsiyalari

Marketing strategryasini shakllantinsh Qiymat

1ste’'molchilar
L‘hlI\OH N
qondinsh

4 Bozor konyunkturasini 3 Strategiyant tanlash: Kichik biznes uchun
"5'1 o'rganish Bozorning hajmi va i marketing stratcgiyasini ishlab chigish
‘_"'{ imkontyatlarini amglash
1" ~ v - Y
i Ragobatchilar, ;\'dk 21! b Magsadlarni amglash va rivojlanish rejalan
& beruvchilar vaiste molchilarm |
. fs
o‘rganish .
= gy Tashkil etish: Resurslarnt va faohyatni
yo‘naltirish

bozormi tanlash: Bozomi g
k Motivatsiya: Xodimlar va sheriklari Qiymat

} Segmentatsiya va magsadlt

g 3 1 I

: i

A

% magsadh guruhlarga ajratish. )
=} rag‘batlantirish

o Pozitsiyalash Mahsulot yoki Iste’mol qiymatini
8 \izmatning bozor ichida yaratish

i
A joylashuvini aniglash

Nazorat: Jarayonlarni monitoring qihsh va
baholash

: N
;]. R.;qoh.nhurdoxhhkmbahol.hh

! !
| Muvaffagryat onullarins ]
4 aniglash. Muhim samaradorlik 1
i
f

! ko'rsatkichlarini aniglash (KPI)

AT . YL Thid b s e T

Smm

: = f(Fy)- max

Tashgi muhit omillari m |

1-rasm. Kichik biznes subyektlarining iste’mol giymatini yaratishga qaratilgan

i o marketing faoliyatini boshqarish mexanizmi’
Sl wakans mf;"“?g marketing faoliyatini boshqarish quyidagilarni 0°Z ichiga
marketing daSt%ll‘] oniyatlarini tahlil gilish; marketing strategiyalarini ishlab chigish;
ishlarini bajarish va ng rejalashtirish (tizim vositalarini ishlab chigish); marketing
moliyaviy maqsazl“a.z".’a‘ qilishni tashkil etish (xarajatlarni baholash); tashkilotning
strategiyani aniqlash.anm aniqlash; potensial xaridorlarni aniglash; korporatty

Kichik bimeasPOtenSIal raq(_)batchilami aniglash va boshqalar.

boshqarishning ¢t SUbyek.ﬂa"“j“g marketing faoliyatini tashkil etish V2
foydalanishdir 4Rl orga molik jihati 4R munosabatlar marketin elementlaridan
ishlab chyiqito. modeli marketingda mii : il g eic holda

el 1qilgan zamonaviy gda mijozlarni markaziy o°ringa qo‘ygan 19
: > Promotion) ning dazond'aSh'qulr. U an’anaviy 4p modeli (product, price
omi sifatida mijozlar bilan o‘zaro munosabatlarn!
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Jashtirishga qaratilgan zamonaviy model bo‘lib, quy
Chuqu-rrel ationships (MuNosa
iborat-orl ( saglab golish) o :
anosabatlar marketing! boyicha bozor ko‘rsatki
keting faoliyatini tashkil etish maqsadiari aniq

reteﬂti

ma

achun Kichik biznes subyektlarining marketing faoliyati

O nda elilgen

—

.

batlar), relevance (ahamiyatlilik),

idagi to‘rt asosiy tamoyildan
response (javob berish),

chlari tizimini ishlab chiqish
mezonlar asosida baholanishi
magsadlarini belgilash tartibi

\/\ T

Kichik biznes subyektlarining biznes maqsadlarini b

elgilash

> , Sotish hajmini oshirish
EE Oshgan foyda

|
i —=
| " jse'molchilar  bilan

o'zaro  munosabatlar

davomiyligini oshirish

‘. « Sodiq mijozlar sonini
| chind

"> «Bimes jarayonlarini
‘ | iste’molchilarga

" | qaratish

» Xodimlaming  kasbiy
mahoratini rivojlantirish
? Startaplar uchun
mvestitsiyalar

# Marketing

| innovatsiyalariga
xarajatlarni oshirish

Z-rasm. Kichik biznes subyektlarining mark
elementlari asosi

A

(

Kichik biznes subyektlarining marketing magsadlari

* Sotish hajmida doimiy
iste’molchilar ulushini
oshirish

* Iste’molchi uchun
daromadning oshishi

* Mijozlarning qoniqish
darajasini oshirish
* Saqlash darajasi oshdi

* Sodiq mijozlaring umr
bo‘yi qiymatini oshirish

« Buyurtma berish
muddatlariga rioya gilish
« O‘zaro savdoni oshirish

——
-" 4R marketing elementlaridan foydalanish

* Mahsulot va xizmatdan qoniqish darajasini oshirish;

. quimlar bilan o*zaro munosabatlardan qonigishning
ortishi;

* Murojaatlarni gabul qilish va shartnomalar tuzish
muddatlaridan qonigishning ortishi;
* Buyurtmani bajarish vaqtlaridan qoniqishni oshirish;

 Mahsulotning texnik tavsiflarining iste’molchi
texnologiyasiga muvofigligini oshirish;

o Mahsulotlarga bo‘lgan individual iste’molchilar
talablarini hisobga olgan holda qoniqishni oshirish;

« Xodimlarning qoniqish
darajasini oshirish

» Xodimlar va
iste’molchilar o‘rtasidagi
0‘zaro munosabatlarming
davomiyligini oshirish

J « Sanoat tovarlari va Xizmatlari uchun to‘lov

shartlaridan qoniqishni oshirish; :
« Iste’molchilarning ma’lumotlarini
quvvatlashdan qoniqishni oshirish;

qo*llab-

eting faoliyati magqsadlarini 4R marketing
da belgilash®

Marketing boshgaruvi samarali strategiyalarni ishlab chigish va amalga

Oshirish orqali korxonaning bozorda muvaffagiyatli faoliyat yuritishini ta’minlaydi.

U jarayon mahsulot yoki xizmatlaming

iste’molchilarning ehtiyojlariga

Moslashtirilishini, bozor talablariga tezkor javob berishni va ragobatda ustunlikka

f:lf:iShni 0‘z ichiga oladi, Marketing boshqaruvi orqali mijozlar bay
" OSabatlar shakllanadi, bu esa brend imijini mustahkamlashga va iste
y oq:mx}l oshirishga yordam beradi, Shuningdek, marketing resurslar idan 0

anish orqalj xarajatlarni kamaytirish va daroma

8 Muall:
allif ighlapmas;
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r bilan barqaror
olchilar
qilox‘la

dni oshirish imkonini beradi.




: i]oan nazarty tadqiqotlafga tayanilganda “kichik bizne

marketci)rig) fl:()) ';i}l,gaﬁ» deganda kichik biznes mezonlari.ga. n.““’oﬁ q ke?::,l:
rituvchi subyektlarning bozorda 'raqobatbardoshhgml oshirish, mahgy]ot
xizmatlamni mijoZ talabiga xqoslashtlnsh_hamdq resurslardan samarali foyda| va
orqali uzoq muddatli 1qt1so<‘hy‘barqarorllkka erishishini ta’minlaydigan mur, k;;(,sh
tizimli jarayon sifatida qaralishi lozim. ‘ . ab
Bundan tashqari, marketing boshqaruvi orqgh bozor sementatsiyasi, maqsadi:
quditoriyaga yo*naltirilgan rgklama va mahsulqtm muvaffagiyatli joyl aShiiris}? l?dt:!
hiriladi, bu esa korxonaning raqobatbardoshligini OShirislf d;;

jarayonlar amalga oshiri! ; .
) him omil hisoblanadi. Sh_“ boisdan, markgtmg boshqaruvi nafaqat korxon
magsadlariga erishish, balki uzoq muddatli muvaffagiyat va rivojlanishr:

ta’minlashda ham asosiy vosita sifatida qaraladi.

Dissertatsiyaning «Kichik biznes subyektlarida marketing faoliyatini
tashkil etish holati tahlili” deb nomlangan ikkinchi bobida O‘zbekistonda kichik
biznes subyektlarining rivojlanish tendensiyalari baholangan,  mamlakat
iqﬁsodiyotidagi o‘rni statistik tahlil gilingan va barqaror rivojlanish omillari
aniglangan. Mahalliy kichik biznes sub’ektlarida marketing faoliyatini tashkil etish
holati tahlil qilingan. Kichik biznes subyektlarida marketing vositalaridan
foydalanish samaradorligini baholash bo‘yicha uslubiy yondashuv ishlab chiqilgan
va mazkur yondashuv asosida korxonalar faoliyati baholangan.

0O*zbekiston mustaqillik davridan boshlab igtisodiyotni rivojlantirishda kichik
biznes va xususiy tadbirkorlikka alohida e’tibor qaratdi. Kichik biznes ichki bozorni
sifatli ragobatbardosh mahsulotlar bilan to‘ldirishda, aholi bandligini ta’minlash va
daromadini oshirib borishi, farovonligining o‘sishida asosiy omillardan deb tan
olingan. Shuningdek, u jamiyatning ijtimoiy-siyosiy tayanchi bo‘lgan mulkdorlar
sinfining, ya'ni o‘rta sinfning shakllanishi va mustahkamlanishini ta’minlovchi,
ijtimoiy va siyosiy barqarorlikning kafolati va tayanchi, iqtisodiy taraqgiyot yo‘lidan
fa0l harakatlantiradigan kuch sifatida e’tirof etilgan. Shunga asosan, O‘zbekistonda
kichik biznes va xususiy tadbirkorlikni rivojlantirish mamlakat iqtisodiy
siyosatining eng muhim yo*nalishi sifatida ko‘plab islohotlar amalga oshirilgan.

Mustagillik yillarida kichik biznes va xususiy tadbirkorlik sohasiga davlat
tomonidan katta e’tibor berilishi hamda uning qo‘llab-quvvatlanishi natijasidfl
Pvsng v iz y2ip) iohki mahsulotidagi ulushi ildan-yilga ortib bord:
e ?;s llxkkl {ﬂlanda k‘lchlk blzne§, Xususiy tadbirkorlikning YAIMdagl u!ushl 1,2
foizea 2020_3%3: 20 Isa, 2000-yilda ushbu ko‘rsatkich 31 foizga, 20 1,5-.ynlda 64,'1
kO‘rsa,tkicmaﬁy 19914’? foizga, 2023-yilda esa 51,2 foizga etdi, ya'n! 2023-)’13
barohags o'sgan -yilga nisbatan 33 barobarga, 2005-yilga nisbatan esa I,
'chaﬁl;lgm;?fmk‘dg‘ biznes va xususiy tadbirkorlikning YAIMQag{ ulushi
_ vt s, b ‘;zs;tklchlar' a'ksarlyat bozor igtisodiyot! nv?Jlangaﬁ
taliyada 60,0 foizni, Yaponi yuqori hisoblanadi, Jumladan, ushbu ko rsatklck
5 53,0 i et e Chanl Clorapiyada 54,0 foianis L

a Federatsiyasida esZ 2016 MDH mamlakatlaridan Qozog‘lstonda ,
0 foizga teng,

){ektlarida
i x0'alik

o,

& ROSSiy
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Lyilda O‘Zl?ekisFon Respublikasida jami faol; ‘
202 z:lb,ektlarl soni dehqon va fermet xjo‘m‘ faoliyat ko‘rsatay g
tlikni tashkil

tadbirl(;’af]']; ro‘yxatdan o‘tgan kichik tadbirkorli{(agxllﬁ:ﬂlz 4.]708.0 bi

etgan-3 bi ikni .tashkll'etg.an bo‘}sa 2923-yilda bu ko‘rsatkii::rl: 2?2'89C~s,at 2010-yilda
179  ashkil etilgan kichik tadbirkorlik sub’ektlati sonj ham yillar da aga yetgan.
Yaﬂin‘ jumladan 201‘0-2024-yl‘llar (.iavomida yiliga o‘rtacha 53 mi?Tda o‘sib
o s b ekl . Tail yillrda yilga O'racha 23
ta'ng 4an ziyod kichik biznes su ektl:‘m faoliyat yuritm agan bo'lih, o'e acha23
m!ng jan 7iy0d korxonalar esa oz faoliyatini tugatgan. Kichik acb.a 21
¥ darining 0°2 faoliyatini tugatishi turli omillarga bogliq bo'lib, bu nillr
? dsodiys ashkiliy, bozor, huquqiy va shaxsiy sabablardan iboratdir, i
7 0zbekiston Respublikasida kichik biznes sub’cktlarning bart.larorlik indeksi
010-yilda 0,847 koeffitsiyentni tashkil etgan bo‘lsa, 2016-yildan keyingi da]vnrle dS,
qori natijalar qayd etilgan va 2024-yilda bu ko‘rsatkich eng past daraja Oa6r7§
Loefitsiyent bo‘lgan (1-jadval). Lt

otgan kichik

Tr A s 1-jadval
O‘Zbeklstonda chik biznes subyektlarining asosiy ko‘rsatkichlari tahlili’
/__-m—'?fm il Belgilash | 2010y. | 201Sy. | 2020y. | 2021y. [ 2022y. [ 2023y. | 2024y.
Factyat ko rsatayotgan kichik 417080
wdbirkorlik sub’ektlari soni (yillik, A 152246 196014 | 334767 | 411203 | 462834 | 523556
dehqon va fermer xo'jaliklarisiz)
"mldchik 614897
dbirkorlik sub’ektlari soni (yillik, 179693 | 221140 | 353921 | 436981 | 488936 | 555971
dehgon va fermer xo'jaliklarisiz) B
T » . .
Yangi tashkil etilgan kichik 77046
sadbirkorlik sub’ektlari soni (yillik, 32314 26896 93214 98886 90177 86030
dehqon va fermer xo'jaliklarisiz) S
Faoliyat ko‘rsatmayotgan kichik 197817
tadbirkorlik sub’ektlari soni (tuman 27447 25126 19154 25778 26102 32415
va shaharlar bo‘yicha) D
Tugatilgan kichik tadbirkorlik 32457
sub’ektlari soni (tuman va shaharlar 18498 22646 9895 46985 23049 30229
bo'yicha) U
Bargarorlik indeksi B/A 0,847 0,886 0,946 0,941 0,947 0,942 0,678
Faollik indeksi S/A 0,212 0,137 0,278 0,240 0,195 0,164 0,185
Nofaollik indeksi D/A 0,180 0,128 0,057 0,063 0,056 0,062 0,474
Bankrotlik indeksi UA 0,122 0,116 0030 | o4 | o050 | o008 | 007

_ Ozbekiston Respublikasida 2013-2023-yillar davomida qariyb 340 mingdan
250d k‘,"hik biznes sub’ekti o‘zining faoliyatini tugatgan. Bunda ulgurji va chakana
:::do. xizmatlari ko‘rsatuvchi korxonalarning jami tugatilganlardagi ulushi 33 foizni

kil etgan bo‘lsa, keyingi o‘rinda ishlab chiqarish sanoati sohalarida faoliyat
igg{m""hll?r esa 18,09 foizni tashkil etgan. Qishlog, o‘rmon va baliq xo‘jaligt
°“alafl_.esa 11 foizni tashkil etgan, . :
ta’sir Shu]ll?atda{l, kichik biznes sub’ektlarining faoliyatini tugatishga eng ku_cl:lll
etuvchi omillami tadqiq etish zarurati paydo bo‘ldi. Bunda asosiy omillar
M(zn?:kéf:o“ Rﬂs(pu;

Jistat o likasi Milliy statistikasi go*mitasi ma’lumotlari asosida muallif tomonidan tuzilgan.

uz/rasmiy-statistika/usreo-2
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:dagilarni keltirib o‘tish.mum!dn: qonunchilik va institutsiona] gy
hilik o‘zgarishlarl, lf"f‘°"yat. uchun yangi talablar yoki chem"}a"
:senziyalash talablari, biznesni ygntlsh B T
rusat va LSRR i, davlatning tadbirkorlik sub’ektlari uchun an}:;]f;:ﬁ va
gan

boshqarish, mulk himoyast
motivatsiya mexanizmlari va boshqalar. i

Karlan-Meier tahlilining mafema.tlk asosi kichik biznes sub’ektlarining faol
davomiyligi yoki «tirik qolish ehtimoliyati”’ni (surYlval probability) hisoblash uCLyat
quyidagi Karlan-Meier formulasidan foydalaniladi: ; un

- Tt = G
5@ =izt =3) @.1)
Bunda, e
bozorda yashab golish imkoniyati;

s(t) — t vaqt nuqtasigacha

d,— t;vaqtda faoliyati tugatilgan kichik biznes sub’ektlari soni;

t; vaqtda faoliyat yuritayotgan kichik biznes sub’ektlari soni;
ublikasi tarmoglar va sohalar bo‘yicha kichik biznes
kasiga asoslanib Karlan-Meier tahlili

ni—
O‘zbekiston Resp

sub’ektlarining 2015-2024-yillardagi statisti

amalga oshirilgan va natijalari 2-jadvalda aks etgan.
2-jadval
Kichik biznes subyektlarining tarmogqlar va sohalarda “yashab qolish
ehtimoli”ni hisoblash natijalari'’
% 1-yilda 5-yilda 10-yilda
Belgisi | Tarmoglar va sohalar faoliyatni | yashab faoliyatni | yashab faoliyatni |yashab
tugatish qolish tugatish qolish tugatish golish
i ehtimoli | ehtimoli ehtimoli [ehtimoli ehtimoli _ehtimolil
g, 0‘rmon va bali
A ixo'jaligi i 7,1 92,9 8,1 91,9 9,2 90,8
Eog‘-kon sanoati va ochiq

B__[konlami ishlash 29 97,1 4,3 95,7 4,9 95,1
¢l iqari : ———T 027 |
- csz:lrzixll;;hnqansh sanoati 6.2 93.8 6.4 93,6 7.3 92__._.-3

e 3.8 6.9 93,
o‘chmas mulk bilan 96,2 52 94.8 | P

L _loperatsiyalar 4,7 95,3 52 94,8 75 |- %2
P [Ta'lim _._-—-—-———-—'ﬂ"‘
 ; Sog'ligni saglash va ijtimoiy 10 89.5 17,5 825 —-—E‘?“"“"g”"“

Q 1zmatlar ko‘rsatish 3,8 96,2 3,8 96,2 9’5 90,5
i b skad AL e

Tahlil natiialacioa kat :
ta’minot sohala;:'}allil;)g(? ko'ra fiav_lat boshqaruvi va mudofaa, majburiy ijtimoty
xizmatlar ishlab chi zmatc}.man yollovchi va oz iste’moli uchun tovarlar V2
tashkilotlar faoliyati %ar‘“‘.’ch‘ uy xo'jaliklari faoliyati hamda eksterritorial
yashab qolish ehtimol; ( yicha kichik biznes sub’ektlarining 10-yil davomi

i 10 foiz bo‘lib, bunday faoliyatlarni boshlagan Kkorxonalar

10-yil davom;
e ; da alb ‘ .
mumkin, atta o'z faoliyatini tugatadi degan xulosalarga kelish
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04 kichik biznes sgb’ektlarining bozorda : 148
Bi hun qanday omillar ta’siri hd l;ieg faoliyat yuritish davrini

- ich UC N an gipotezani
;lz;)’"r; anday boghqaruv g;:rkorlanm qabu} qilish lozimligigbg?yiczl?;1 ;ni?::::tt by
7 alishlar belgilashga imkon bermaydi. Shunga ko‘ra, Karlan-Meier tahlil%clll;

e ta’sirini qo‘shish uchun proporsional x i

oaﬂ“adn;) modeli yoki tufl'l segmentlarni giyoslash usull:',ich()(‘:l?:nilz:i)p;:fl:;’kn::
e KarlanMeier tahlilning yanada kengaytirilgan shaklbo'lb, kicik biznes
subyekﬂari faoliyatiga ta’sir ‘etuvchl omillarni aniglashga imkoniyat beradi
% porsioﬂal xavf modelini qo‘llash uchun quyidagi formuladan foydalaniladi: .

h(t 1« X) = ho(t) * eﬂ1X1+BzX2+..-+Bpxp (2 2)

bunda,

htdX) - tugatilish vaqti davridagi X, omillar ta’siri;

ho(t) -omillar tg’siris.iz vaqt davomida aniqlangan xavf fuksiyasi;

Bs, Bz wPp - omillarning ta’sir koeffitsientlari (regressiya modeli asosda
aniglanadi);

e~ 2,718

Model uchun tanlangan omillar bo‘yicha olinadigan qiymatlar quyidagi
shartlarda gabul gilinadi:

Hazard Ratio qiymatlarini talqin qilish quyidagicha amalga oshiriladi:

HR > 1: Omil xavfni oshiradi.

. HR = 1: Omil xavfga ta’sir qilmaydi.

«HR < 1: Omil xavfni kamaytiradi.

Keltirib o‘tilgan yondashuvga ko‘ra respublika bo‘yicha umumiy statistik
ma'lumotlardan  foydalanish asosida 2014-2024-yillarda kichi.k bifznes?
sub’ektlarining faoliyat yuritishiga turli omillar ta’sirini ko‘rib chiqish imkoniyati
mayjud, Mazkur omillar sifatida quyidagilar tanlanadi: Xi-— mahsqlotlafga} S?f
soliglar hajmi (joriy narxlarda, yillik); X2 — yakuniy iste’mol xarajatl'ar.l (jony
narxlarda, yillik); Xs-Tovarlar va xizmatlar eksporti (joriy narxl.ardfl, yillik); X4
~ tovarlar va xizmatlar importi (joriy narxlarda, yillik); Xs = 1ste mol narxlari
ndeksi yillik dinamikasi (o‘tgan yilning dekabr oyiga nisbatan, ffngda).;‘X;s:
o5y Kapitalga investitsiyalar hajmi (yillik); X7 doimiy aholi soni Gambi e
Tg:“at resurslari soni; Xo— aholi umumiy daromadlari hajmi; X 10— ko‘rsatilg

3 va axborotlashtirish xizmatlarining hajmi; e i
Sub,el;:topor'sional xavf modelidan foydalangan ,X.OIda .lf'ascihﬂ;_ja::,zalda
migheing faoliyat ko'rsatishiga omillarning » sir (o iehikbiznes

gan. Natijalarga ko‘ra tanlangan X2 Va Xs: omila

! ' ) i il sifatida
:‘;tr’alehlanning faoliyatini yakunlash xavfini OShirl.lv'Chl aSOSlZl'a °;’}‘alolsilyatiga
tjobj > ‘}O.lgan omillar esa kichik biznes sub’ektlarining el gvc:hi omillar

Y t’sirga ega bo‘lgan va ularning faoliyat davrint ey

nligin; aniglangan,
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Kichik biznes subyektlarining faoliyat ko‘rsatish; .. 3-jag
omillarning ta’sir darajasi!! B t2’sir etyyep;

Omillar Bp ho(2) E_ | h(tlX) e
X1 12608 | 008 |2.718 | 0023 | Omilavy o)
X2 2668439 | 0,08 [ 2718 | LIS3 | Omif gayprmattinag
X3 1,67645 008 | 2718 | 0,428 O"’W
X5 28681 | 0,08 | 2718 | 0,005 Omil xavfn kamgopa—]
X6 [1,95924 | 008 [ 2718 [ 0011 Omil xavfii kameodi

X10 7119859 | 0,08 | 2,718 | 0,024 Omil xavfni kams o

Statistik ahamiyatga ega bo‘.lmagz.m. !)o§hqa omillar ta’sirin; ot oine
uchun xar bir omilni alohida ko‘rib chigilishi magsadga muvofiq, S s

hunga ko‘r,

kichik biznes sub’ektining faoliyat ko‘rsatis!u'ga ta’sir etuvchi omillaming ta’sirin;
aniglash bo‘yicha olingan alohida regression tahlil natijalari va ular bo‘yicha

hisoblangan proporsional xavf (HR) darajasi 4-jadvalda aniqlangan.

4-jadval

Kichik biznes subyektining faoliyat ko‘rsatishiga ta’sir etuvchi alohida

omillarning ta’sir darajasi'

Omillar By ho(t) E h(t 1 X) HR
X4 -0,06985 0,08 2,718 0,075 Omil xavfni kamaytiradi
X7 -0,84265 0,08 2,718 0,034 Omil xavfni kamaytiradi
X8 -1,82207 0,08 2,718 0,013 Omil xavfni kamaytiradi
X9 -0,10238 0,08 2,718 0,072 Omil xavfni kamaytiradi

Olib borilgan tahlil natijalaridan ma’lum bo‘ladiki,O‘zbekiston Respublikasida
kichik biznes sub’ektlarining bozorda samarali faoliyat yuritishi uchun ko‘rib
o‘tilgan barcha omillaring ijobiy yoki salbiy ta’siri kuzatilmoqda. Shunga ko‘ra
mamlakatda tashkil etilgan kichik biznes sub’ektlarining bozorda 10-yil davomida
o‘z.faoliyatini to‘xtalgan korxonalar salmog*i pastdir. Biroq tahlil natijalariga ko‘ra
ayrim tarmoglar va sohalarda ayniqsa ishlab chiqgarish tarmoqlarida kichik biznes
sub’ektlarining faoliyat yuritish davriyligi past ekanligi aniglandi. Shunga ko'ra,
keltirib o‘tilgan metodologik yondashuvlar asosida kichik biznes sub’ektlarining
tarmoq]ar va sqhala_r doimiy monitoringini olib borish maqsadga muvofiqdir. e
boshD;::e:a;SIYanlng “Ki?hik biznes sub’ektlarida marketing faoliyatini
uchin%hi ;ogidatal;gm{llasphﬁsh va samaradorligini oshirish” deb nomlangan
i chik biznes sub’ektlarida marketing faoliyatini boshqarishning
bi Y Wuzilmasini takomillashtirish bo‘yicha takliflar ilgari surilgan. Kichik
1znes sub’ektlarining mijozlar bilan o* e e :oh tizimini 4R
konsepsiyalari o tai I bilan o°zaro mpnosabatlaml boshqan§ 'txz 5 e
bilan samarali munosgberte LS irilgan. Kichik biznes sub’ektlarining Mot -
taklif etilgan, ar o°’matish orqali bozor faoliyatini rivojlantirish YO
Marketingni . b
natijalariga ko«g,:ljsg:l:}ah?fh ?h?{kllaﬁ va usullari o°zlarining namoyon bo‘h,Sh.l :’3
18 Bir o a-xildir. Ularning xilma-xilligi marketing vazifalarin!

shnin
: Qanch : ;
a strategik usullari mavjudligi, ushbu vazifalar va boshqaru¥
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4 0be’ktlarining farqi, bozor sharoitlarining o‘rearichi
L oin , W it 0'zgaris ,
taS'"r}lg- va ularning xarid qilishni afzal ko‘risl%lari Boristl, iste'molhilar

‘ 1n vagd L2 . N ) ‘
ehnyoj!a' «ilma-xilligi, ulaming doimiy rivojlanishi varigﬁg::“?:;,k"an va
uvi kabi

sl “pelgilanadi. Kichik korxonalar, Renes o

omill2! o bosﬁqacha ko‘rinishga ega. Bunga A cngi o llash yo‘llari va
on>yatlar DOS A . - Bunday holatlarda tashkilotni Yy
;mkon qruv tizimint boshidan marketingning tegishli o‘tni bi tlotning tuzilishi
Val\b?f yati do bo‘ladi, bunda korxonaning profiliga ;ﬁ:bbé::}n shz;lkl}llantirish
;KO . y ' " ’ 1qarish hajmi
g,hsuw;‘:tsi?amd;nem’ bozomi geografik qamroviga va boshqa strategik vazigz:?z:rggaz;
gibor & biz;'ies korxonalarida marketin “Nimini

Klfhg;rajali hisoblanib, qaror gabul qgilisl;o ;:::n:)n% aqomi kq‘pipcha

‘|adi. Bu esa bozor talablari va iste’ yonlarida uning ishtiroki
cheklangan bo lish imkonivatini va iste’molchi ehtiyojlarini 0z vaqtida
wa 1011 inobatga OUSH 1 oniyatini kamaytiradi. Zamonaviy bozor sharoitida

sulot va xlzmatla_rm raqc?batbardosh holda ishlab chigarish uchun marketi
funksiyalarini st.rateglk‘ (‘1a.ra]ada l?OShf.lal'iSh talab etiladi. Shu bois mark:t;zg
bo'limini w‘g‘ndan:to g'm umumiy direktor yoki uning birinchi 0,‘I’inbosarig§
hotysondirish orgali uning huquq va funksiyalarini kengaytirish talab etilad;
punday tuzilma quyidagi afzalliklarni ta’minlaydi: '

Strategik qarorlarda marketingning ta’sirini kuchaytiradi, chunki bo‘lim
rahbariyati korxona rahbariyati bilan bevosita muloqotda bo‘ladi va bozor tahlili
asosida tezkor tavsiyalar berishi mumkin.

Bozor talablariga mos mahsulot yaratish imkoniyatini oshiradi, chunki
marketing bo‘limi ishlab chigarish bo‘linmalari bilan hamkorlikda mahsulot
konsepsiyasini shakllantiradi.

Marketing faoliyatining magomini ko‘tarib, uni strategik resursga aylantiradi,
bu esa kichik biznesning raqobatbardoshligini oshirishda muhim ahamiyatga ega.

Kichik biznes sub’ektlarida marketing funksiyalarini operativ emas, balki
strategik darajada integratsiyalashtirish, qaror qabul gilish jarayonlarida uning
ta’sirini kuchaytirish va bozorga yo*naltirilgan mahsulot yaratishda marketingning
markaziy tolini ta’minlashga xizmat talab etildi. Bu model kichik biznes uchun
ragobat ustunligini ta’minlaydigan boshqaruv innovatsiyasi sifatida baholanadi.

~ Kichik biznes korxonalarida marketing bo‘limini to‘g‘ridan-to‘g‘ri umumiy
direktor yoki uning birinchi o‘rinbosariga bo‘ysundirish orqali uning huquq va
funksiyalarini kengaytirish, mahsulotlarni ishlab chigarish va ya.ratish 'bg‘ylc.ha
bOZO_r talablarini inobatga olib, haqigiy qarorlar qabul qilish imkoniyatlarini berish
as0sida uning yugori magomini ta’minlash talab etiladi. :

. Marketing boshgaruv bo‘limining magomi ham muhim ahamiyatga ega. Agar
‘r‘:myfa magomi past bo‘lsa, u sodda holatda sodir bo‘layotgan VOQ‘?f‘am;riﬁ‘i‘:;
o bt s i ki b s 5 Sl U
bo‘limimgaruv muammolarini murakkablashtirishga o‘h'b kela l.d S
Uing b 8 Yuqori magomini ta’minlashda to‘g‘ridan-to"g I' umumiy adgd
muVﬁﬁ irinchi o‘rinbosariga bo‘ysundirish orqali amalga oshirish l:qa (}uarini
l“’“i%ay?i.ri I}?lmq" _bu faqat marketing bo'limining HIqHq 'Vabﬁ‘mic?\lz bozor

sh, bo‘limga mahsulotlarni ishlab chiqarish va yaratlsh 0y
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alablarini inobatg? olib, hagigiy qarorlar qabul gilish imkoniyatlarini peyigy
18 bilan

samara beradi (3-rasm).
. :rektor o‘rinbosari Ko :
Korxona direktort ol ) rx?,?."-mg boshga
‘ llmlari

Marketing boshqaruvi

e - s o

aridor

E Ishlab chigarish \</:; 7 _
Dizayn va qadoglash >\< /

Bozor tadgiqoti §

B

Innovatsiya bo‘limi

Xodimlar bilan ishlash
, Ragiblar

Ta’minot va sotish

-

3-rasm. Marketing boshqaruvini xaridorlar va raqiblarga yo‘naltirish"

Korxona bozor faoliyatini samarali boshgqarish uchun marketing bo‘limlarini
aniq magsadlar, vakolatlar va vazifalar bilan ta’minlash, innovatsion yondashuvlarni
joriy etish va xodimlarning malakasini oshirish yo‘llarini ko‘rib chigish zarur.

. Marketing boshqaruvi ishlab chigarishdan tortib, sotuvgacha bo‘lgan
{a:;‘g;’l;‘l:;da tgiﬂ;?::a asl?siy yo‘nalishlarga bo‘linadi. Har bir yo*nalishda muayyal
ajarilisni Kerax:
gilish Li;glal.) chiqarishda marketingning asosiy ishlari bozor ehtiyojlarini tahlil
kelad: gr:g ass(‘)‘;ltfahlll qilish, mahs.u'lot assortimenti rejasi ishlab chiqi§h talapga mos
v innovats‘lmemm shakllantirish va uni bozorda muvaffaqiyatli targ‘ib qthl?
e atsion yondashuvlarni joriy etish, narx siyosatini ishlab chiqish kabl
otlami amalga oshiradi.
ko'rinishini b);'l;n:,ja xdo qlashda marketingning asosiy ishlari mahsulotning tashd!
qiladigan innovatsion :,teg‘yaﬁsa moslashtirish va iste’molchilar e tiborint jalb
chiroyli gadoglam; ishi:zyn yaratish, qulay, ekologik toza, foydalanishda 0sof va
olishni ta’minlash yefyp qaglx:l?sh’ Raqobatchilar orasida mahsulotni oson tanib
_ auditorj 070r tadgigotida qtuail.’ dizaynida o‘ziga xoslik yaratish kabilar km‘d‘i,
» yani belgilash,: mjiog| fli bozor segmentlarini aniqlash va m“‘l?“‘il
Jozlar ehtiyojlarini aniqlash, bozorning hozirgi V&
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.o yo'nalishlarini o‘rganib, strategi ' : ,
kclajakdﬁfo‘zganib boﬁshlka})i ishlami amalgi'ﬁ::]ai?;h i.Yangllash, raqobatchilarni
at resurslari  bi ' il
‘ 4. 'Mehnmalakasini oshil:il;h S1sh1ashc.la .market.mgmng asqs.iy ishlari:
odimlaming . W ,samarali  jamoani  shakllantirish, ichki
kommumkat_sl)’?‘am' yaxshilash, mehnat unumdorligini oshirishdir.
5. Sotish jarayonida marketingning asosiy ishlari bo‘lib mahsulotning narxini
ssiyasini VA ustunliklarini aniqlash, sotuv kanallarini b ning narxini,
POz antirish uchun reklamalar, aksi L OEi Ak Ly SOt
g‘b?yll(ant(;::ms o VA mijozla;rg:lyglér va targ‘ibot tadbirlarini amalga oshirish,
odigh oimi 1 : .
ﬁ;anﬁﬁsh kalb)i VaZi;'alall}'ni ?rl}alga OShiradi}f xizmatlar orqali munosabatlarni

Korxona bozor faoliyatini samarali boshqarish uchun i ‘limlarini
aniq magsadlar, vak.olatlar_ va vazifalar bilan ta’glinlash, innoxr/r;?;g:l;lgnzzslkﬁ:?:rg;
joriy etish va xodimlarning malakasini oshirish yo‘llarini ko‘rib chigish zarur
Marketing boshqaruw 1§hlab chigarishdan tortib, sotuvgacha bo‘lgan jarayonlarda;
bir nec.:ha. asosiy yo‘nalishlarga bo‘linadi. Har bir yo‘nalishda muayyan vazifalar
bajarilishi kerak.

Kichik biznes o‘z faoliyatini bozordagi talab va taklif dinamikasiga tez
moslashtirishi kerak. Buning uchun marketing bo‘limi bozordagi o‘zgarishlarni
luzatib, analitik vositalardan foydalanib, real vaqt rejimida tahlillar o‘tkazishi
lozim. Marketing faoliyatini raqamlashtirish orqali samaradorlikni oshirish mumkin.
Bunda mijozlarni jalb gilish uchun ijtimoiy tarmoglar, veb-saytlar, email marketing
va CRM tizimlaridan foydalanish tavsiya etiladi.

Marketing bo‘limida ishlovchi mutaxassislarning doimiy o‘quv dasturlarida
ishtirok etishi, yangi texnologiyalar va innovatsion usullar bilan tanishib borishi
kerak. Marketing faoliyatini boshqa bo‘limlar bilan uyg‘unlashtirish, masalan,
sotuv, ishlab chigarish va moliya bo‘limlari bilan samarali hamkorlikni yo‘lga
qo‘yish orqgali resurslardan unumli foydalanish mumkin.

Kichik biznes sub’ektlarining marketing  bo‘limlari faoliyatini
takomillashtirish, marketing elementlari (mahsulot, narx, sotuv kanallari,.targfibot,
xizmat sifati va innovatsiyalar)ning ta’sirini kompleks tahlil q.ili.sh qrqah mijozlar
bilan samarali munosabatlar o‘rnatishning iqtisodiy ahamiyatini am.qlash, ‘h_amda
raqobatbardoshlikni oshirishga xizmat giluvchi ilmiy-uslubiy yo‘nalishlarni ishlab
chigish zarurdir.

Kichik biznesning ragobatbardoshli
:’;91?ming omillariga bog‘liq bo‘ladi. Har bir elemen
taJ'SI‘I"l alohida ko‘rsatkichlar orgali baholanadi: m.ahsulot,‘ narx, SO

g'ibot, xodimlar, jarayonlar hamda menejment bilan bog liq omillar.

Kichik biznes sub’ektlarining bozor faoliyatiga ko‘plab mar!(etipg
omillarin; e ot s ; el onalar bozor faoliyatint
ning ta’siri kuzatiladi va bu omillar ta sirida korx el e

Samarali olib borishga intiladi, Oli i iqotlar asosida Ki

ga intiladi, Olib borilgan tadqiqotlar aso Lt
;%;?.obat.bardoshligi (RB) va bozor faoliyati (BF) natijaviy ko tsgtquh snt?(:lrdz; :\1\&:3:::
5 nadi. Ulaming darajasi marketing elementlari bilan bog'liq bir 43
rqali shakllanadi,

Ragobatbardoshlik darasi (RB):

munt

i quyidagi asosiy marketing elemen‘tlari
b tning raqobatbardoshhkka
tuv kanallari,
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RB =ap+aX1t a Xz + -+ anXn + €
Bozor faoliyatini rivojlanishi (BF): (3.1)
RB = Bo +le1 +Bzx2 +"'+ann +u (32)

Bu yerda: . .
a;,Bi — regressiya koeffitsientlari (har bir marketing elementi ta’sirin:
ko‘rsatadi); IT1ni
&l — tasodifiy xatoliklar
Ragobatbardoshlik va bozor faoliyatini birgalikda baholash uchun quyidag;
funksiyadan foydalaniladi: gi
(3.3)

IF = y,RB + ¥,BF
IF = 80 + 2?:1 61X1 + €

Bu yerda,
IF — integral rivojlanish indeksi (raqobatbardoshlik+bozor faoliyati)

Y1, V2 —Vvazn koeitsientlari;

8y, 8- umumiy ta’sir koefitsientlari.
Mazkur modellashtirish xar bir kichik biznes sub’ektlarida foydalanish
imkoniyatlarini ta’minlash uchun vaqt omili (t) ham kiritgan holda prognozlash
panel regressiya modeli quyidagi shaklida yoziladi:

Yie = 60 + Xj=100Xjit + OnTe + Uit

Bu yerda:

i — kichik biznes sub’ekti;
t— yillar;

T, — vaqt tendensiyasi omili;
u;; — tasodifiy xato.

(3.5) funksiyaning umumi
xisoblanib, bu orqali marketing €
BF) o‘rtasidagi bog‘liglik o‘rganiladi.
raqobatbardoshligi va bozor faoliyatini osh

va tavsiyalar ishlab chigish imkonini beradi.
Mazkur yondashuv kichik biznesning turli tarmoglarida qo‘llash

imkoniyatiga ega bo‘lgan moslashuvchan va universal simulyatsion model ishlab
chigishni ko‘zda tutadi, Ushbu model orqali kichik biznes faoliyatiga turli
;Ttll;rttet‘mgl Ofnitilz;lri ta’sirini real vaqt rejimida prognozlash, alternativ

glyalarnli bano A e ’ et
yaratiladi, lash va eng magbul qarorlarni gabul qilish imkoniyat
faoli )i‘;;lkn blz'iles‘ faplg’yatin’ai'mquging vositalaridan foydalani
(BF _stock) vojlanishining tizimli-dinamik simulyatsion modeli
dinamik o‘zva l"aillc’)b?,tbar(_iosl-!l!gl (RB_stock) ko‘rsatkichlarinin
Ty im%aftf ini tahlil qilish imkonini beradi, Mazkur model stock-flow
RB ﬂo\(’:'qo iml n'l(;l}-llhga aSO.SIanadi- Har bir vaqt momentida BF flow va
zaxi_ralarigaq of?l.l.gomal?adl va ular tegishli ravishda BF_stock va RB_:stoqk
jarayonlarni Vel Y f’k‘ u!arqan ayrilib boradi. Bu yondashuv iqt}sodly
ng vaqt bo‘yicha rivojlanishini modellashtirishga imkon beradi.

(3.4)

(3.5)

y ko‘rinishi ko‘p o‘zgaruvchili regressiya model
lementlari (X:—Xn) va natijaviy ko‘rsatkichlar (RB,
Bu esa kichik biznes sub’ektlarining
irish bo‘yicha ilmiy asoslangan prognoz

sh orqali bozor
bozor faoliyatt
g vaqt bo‘yicha
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Vv B

odelning asOSLy magsadi — Xn omillari, “growthRate” v «.... s

’ etr_|§;rining‘0 28‘32.3“} hatijasida bozor faoliyatigva raqob;fbar\é?)sh;:iz?z

p:qt po'yicha © zganshln; a:mqlashd\'r. Mazkur omillar sifatida quyidagilagr

:anlangan: XI-Jam{’:i mna sudot' arda_semﬁkatlangan mahsulotlar ulushi, %: x7.

tacha 0arX koetlitsiyentda; X3-jami savdoda elektron savdo ulushi %: X4
xarajatlarda marketing xara £

i jatlari R ;
gLy jami xodimlaming yillik 1 ulushi, %; X5-xodimlar malaka

Sl S malaka oghi . .
dara]artmalami bajanShmng o'rt acha muddatl 0§ ll‘ganlar UIUShI, %, X6-

k . Z . . $Liay
Tzuauditoﬁyaga nisbatan (%), (kun); X7-Brend tanishlik darajasi,
gjmulyatsion modellashtirish asosida “Igbol savdo” MChJni
> 3 G ng 2022-2024-
lar bo‘yicha ohpgan prognoz na.l?ualgn S-jadvalda aks etgan., “%qbol savdo”
\Chining mark'etlng f.‘aoh)_'a.tl natijalariga ko‘ra bozor faoliyati (BF_flow) va
raqobatbardoshhk darajalarini (RB_flow) integral baxos; ham 0,1 koeefitsientda
ochib borayotganligi aniqlangan. Mazky :

1q! : I natijalar korxonaning maxsulot
ishdan tushgan. tushumini 2024-yil 4-chorakda 999,95 min so‘ridan 280u2(7)-
yilning 4-ch‘orag1da 1545,38 Igln so'mni tashkil etishi aniglangan, Bozordagi
vaziyatlar o‘zgarmagan xolda “Igbol savdo” MChlning 0‘z xududi doirasidagi

pozor ulushu 2024-yilning 4-choragida 11,29 foizni tashkil etishi aniglangan.

- ‘ S-jadval
“Igbol savdo” MCthng. 2027-yilgacha bo‘lgan davrda bozor faoliyati
va ragobatbardoshlik darajasini o‘zgarish dinamikasi!4

T BF_flow | RB_flow | BF_stock (Mahsuot sotishdan tushgan RB_stock (bozor ulushi,
tushum, min so‘m) foiz)
200201 317 2,20 499,97 5,01
002-Q2| 3,17 2,20 545,42 5,58
202-Q3 [  3.18 221 590,87 5,71
202-Q4| 3,18 2,21 636,33 5,74
2023-Q1 | 3,18 2,21 681,78 6,32
2023-Q2 [ 3.19 2,21 727,23 6,40
2023-Q3 | 3,19 2,22 772,68 647
2023-Q4 | 3,19 222 818,14 7,05
2024Q1 [ 320 2,22 863,59 7,63
2024-Q2 | 320 2,22 909,04 721
2024Q3 | 320 2,23 954,5 7,78
20244 [ 321 2,23 999,95 8,36
2025Q1* | 321 2,23 1045,4 8,94
2025-Q2* 321 223 1090,85 9,52
| 2005Q3* | 322 2,24 1136,31 9,59
L 2025-Q4* | 322 2,24 1181,76 9,67
- 200601* | 322 224 122721 9,85
20260 | 323 224 1272,67 10,03
—2026-03* | 373 2,24 1318,12 10,14
2026-Q4* | 323 225 1363,57 10,28
— 22101+ 1 324 2,25 1409,02 10,56
2027-02% 324 225 1454,48 ll,lg
%L?L‘ 324 225 1499.93 : }lg —
W74+ | 325 226 1545,38 1.2

1
*Muallifishlanmasi
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ashtirish natijalar kichik biznes sub’ektlari uchup
ssenariylarni solishtirish va qaror qabul qilish
samaradorligini prognozlash uchun keng imkoniyat berishi bilan birga
namunaviy jadval asosida xar qanday boo‘or sub’ekti uchun foydalanish
imkoniyati mavjudligi bilan axamiyatli xisoblnadi. Kichik biznes sub’ektlari turli

k, realistik, pesimistik) 0°z faoliyatini prognozlab,

sharoitlarda (optimisti
marketing va innovatsion siyosatning optimal variantini tanlashi mumkin.

Simulyatsion modell
strategik rejalashtirish,

XULOSA

Tadgiqot natijalari asosida quyidagi xulosalarga kelindi:

1. Kichik biznes sub’ektlari har ganday davlat igtisodiyotining tayanch
omillaridan biri bo‘lib, ularning raqobatbardoshligi va barqaror rivojlanishi ko‘p
jihatdan samarali ~marketing boshqaruviga bog‘liqdir. O‘zbekistonda
mustagillikdan buyon ushbu sohani rivojlantirishga qaratilgan keng ko‘lamli
islohotlar va davlat qo‘llab-quvvatlovi natijasida kichik biznesning YalMdagi
ulushi bargaror o°‘sish tendensiyalari kuzatilgan. Shu bilan birga, marketing
faoliyatining samarali tashkil etilishi bu sektorda nafagat igtisodiy barqarorlik,
balki ragamli transformatsiya sharoitida texnologik moslashuvchanlikni ham
ta’minlovchi muhim strategik vositaga aylanmoqda.

2. Ilmiy izlanishlar shuni ko‘rsatmoqdaki, kichik biznesda marketing

boshqaruvi iste’molchilarning ehtiyojlarini chuqur tahlil gilish, sementatsiya,

moslashtirilgan takliflar yaratish va omnichannel (ko‘pkanalli) yondashuv orqali
mijozlar tajribasini optimallashtirishga xizmat qiladi. Ragamli texnologiyalar —
internet marketing, SEO (gidiruv tizimi optimizatsiyasi), mobil ilovalar va
ijtimoiy tarmoglardan foydalanish kichik biznes sub’ektlariga minimal xarajatlar
evaziga maksimal auditoriyaga chiqish imkoniyatini yaratadi. Bu esa mijozlar
bilan uzoq muddatli va sodiq munosabatlarni shakllantirishga xizmat giladi.

3. Taklif etilgan kichik biznes sub’ektlari uchun 4R marketing modeli
(Relationships, Relevance, Response, Retention) zamonaviy marketing
boshqaruvida muhim vositadir. Bu model asosida mijoz ehtiyojlariga mos
Fakliﬂar yaratish, ularni gayta xaridga undovchi mukofotlash strategiyalarini
ishlab chigish va ularga tezkor javoblar berish orqali mijozlar sodiqligini oshirish
mumkin.

4. Kichik biznes sub’ektlarida marketing faoliyatini takomillashtirishda
SOSTAC modeliga asoslangan yondashuv (Situation analysis, Objectives,
Strategy, ’l:actics, 'Action, Control) bozor konyunkturasini tahlil qilis
g’u"ar:ggtt]JifaY?fllfacha bo‘lgan bosqichlarni puxta rejalashtirishni ta’minlaydi.
sk qull ld orxona marketing .str.ategxyasini bosqichma-bosgich 1sh}ab
, resurslardan oqilona foydalanishi va real natijalarga erishishi mumkin.
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_Kichik bizn?es sub’ektlarining bozor faoli
stik tahlil qihshda.Karlan-Meier hamda p
# Jalanish orqali, plamlt}g faoliyat davomiyligig
fo)l’gilash va tashqi xaviga qarshi chidamlilik
piko aini beradi‘. Bu esa n?arketing Qarorlarida r
in o qilishga xizmat qiladi.
a : Tadqiqmd_a ishlab | chiqilgan marketing
ategral ko‘rssiatklchlaf t}Zlml (doimiy mijozlar
mati qoniqgish darajasi, buyurtma muddatiga rio

biznt?S]a; fZ%IIZ:itslgl ;i‘;(‘gﬁ;::‘:lell 2(;1‘18:1}% mar.kf:ting faoliyatini analitik vositalar
asosida DO qarish s : 1. sl.lbu tizim marketing faoliyatini nafaqat
fat, balki miqdoriy ko‘rsatkichlar orqali ham baholash imkonini yaratadi

7.Kichik biznesda marketing Xizmatining  tashkili 4 tuzi;. o
komillashtirish, marketing vazifalarini markaziy funksiyasiga azlantirishnisll:l
jarayonga barcha quimlami jalb etish orqali korxonaning raqobat ustunligi va
boz.or barq.a.ro.rligl ta’rpinlanadi, . Hozirgi holatda malakali kadrlar
yetlshmwclflhgl va .mar.k?tmgga yetarhcha e’tibor berilmayotgani ko“plab kichik
korxonalarning faoliyatini to‘xtatishiga sabab bo‘lmogqda.

8. 0‘tkazilgan tizimli-dinamik simulyatsion modellashtirish natijalari shuni
ko‘rsatdiki, kichik biznes sub’ektlarining bozor faoliyati (BF stock) va
ragobatbardoshlik darajasi (RB_stock) o‘zaro uzviy bog‘liq bo‘lib, ularni
boshqarishda tanlangan strategik omillar hal qiluvchi ahamiyat kasb etadi. Model
orgali choraklik ma’lumotlar asosida aniqlangan regressiya koeffitsiyentlari real
bozor sharoitlaridagi o‘zgarishlarni aniq ifodalash imkonini berdi.

9. Kichik biznes sub’ektlarining marketing faoliyati samaradorlik
ko‘rsatkichlarini oshirish korxonaning sof tushumiga bevosita ijobiy ta’sir
ko'rsatadi, innovatsion faoliyat va mahsulot sifati esa bozordagi uzoq muddatli
ustunlikni ta’minlaydi. Shu bilan birga, marketing faoliyatini samarali tashkil
elilishi esa raqobatchilar bosimining ortishi ogimlarni pasaytirib, bozor ulushi
Yisqarishiga olib kelishi ehtimolligini oshiradi.

. 10. Taklif etilgan simulyatsion modellashtirishdan foydalangan holda kichik
biznes sub’ektlarining marketing byudjeti tagsimotini optimallashtirish,
Ln(?m‘/atsmn loyihalarga ustuvorlik garatish va narx siyosatini moslashtnr}Sh
raqz':)cha ssenariy tahlillarini amalga oshirishlari mumqu. B‘u esa !corxor}alé:{nl::lgi
aniqlaast:ardo»smlk risklarni kamaytirish va istigboldagi o'sish imkoniyatiar
Iny nugq:;lzmat qgiladi, o i
folyag o nazardan, takhf c?tl}gan yondashuy kichi
VA trategiy ra‘lobatba%rdoshhglm komplgks bahol'ash, va
Ctlag: élh qarorlarni asoslash imkonini beruvchi samara
- Shu bois, mazkur simulyatsion modellashtiris
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yati davomiyligin; ehtimol
roporsional xavf modelidaz
a ta’sir etuvchi omillarn; aniq
strategiyalarini shakllantirigh
isklarni inobatga olgan holda

samaradorligini baholovchj
ulushi, mijozlarning davriy
ya qilish va boshgqalar) kichik

biznes sub’ektlari bozor
qt bo'yicha prognozlgsh
li vosita sifatida tavstyd
h orqali prognozlarni



aniglash, bitta bozor SUbyek.ti uchun emas balki ko‘plab bo
rishlarini prognoz qilishga im :3; sgb’ekﬂaﬁ
eradi.Va

faoliyatini istigbolli 0‘zga
boshqaruv jarayonlariga
raqobatbardoshligini oshirish

ahamiyatga &3

. g . . ’ nib :0'
integratsiya qilish kichik bi a 0.

znes korxonal Maliy
arinin

g

va barqaror rivojlanishini ta’minlashda
Mmuhim
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BBEJEHHE (annoTauus AHCCepTaumu nokTOpa bunocodun (PhD))

AKTYAIBHOCTh H BOCTPE6OBAHHOCTL Temp; AuccepTauun. B Mupopoii
oKOHOMHKE BO3paCTacT  3HaYCHHE MapkeTHHTOBOH nesTensHOCTH cybnekTos
\anioro GU3HECa B CBA3H € TEM, 4TO OHa co3jaer HeobXoauMyo dkoH

OMMYECKY10
qy ANS PasBHTHA Ousneca mytem obecneuenns KOHKYPEHTOCNIOCO6HOCTH
pudBMEHHA M YIOBNETBODEHHS  mOTpeGHOCTEH KJIHEHTOB, 3¢¢cmnuoro’

uBIDKCHIA ICHHOCTH TOBAPOB M yCityT, hopmuposanms 6penna n crabunmsauyii
[0TOKOB /IOXOZOB Ha phitke. Ipu atom MHCTPYMEHTE! UM(POBOro Mapkerwmra,
rapreTHpOBaHHAd  PCKJIaMa, aHaNmM3 rnoBeleHMs moTpeGuTENeH, aKTHBHAS
KOMMYHHKALIMS YEPE3 COUHMANIbHBIE CETH U CTpaTermyeckoe MO3HLIHOHUPOBAHKE,
HaleJICHHOC H? CCrMCHTBI pBIHKA, CIYy)XaT s MOBBINICHUS 3¢¢CKTHBHOCTH
MapKEeTHHTOBOH JICATE/IHOCTH H YCUJICHHA JIOKANLHOMO M [MOGANTBHOrO BIMAHHS
wasioro 6usHeca. «Mankbii Gu3HecC sBnseTcs ¢ynnameHTOM MHPOBOIT SKOHOMMKH H
obecnieqnBacT OKkoNo 50 MpoueHTOB 3aHATOCTH M 90 MpouEHTOB GusHecay',
[1udposas TpaHCHOpMaLMS CYOHEKTOB Maoro Gu3Heca C LienoYKaMu 106aBNEHHOI
CTOMMOCTH CTaJla KJIIOUEBBIM MHCTPYMEHTOM YBEIHYEHHS JOXOAOB M 3aHATOCTH B
cTpaHax Kak 3QQEeKTHBHOE CPEACTBO MOBBIMIEHHSA X KOHKYPEHTOCIIOCOGHOCTH U
NoTEHIHANA POCTa.

B Mupe NpPOBOAATCA MAacIITabHBIE HCCNEAOBAHHUS, HANpaBICHHBIE Ha
pacupeHHe CObITa TOBapoB 32 CYET COBEPIICHCTBOBAHHS YIpAaBIEHHUS
B3aUMOOTHOIICHHAMM C KIMEHTaMH, CO3[aHHA J00aBIEHHOH CTOMMOCTH,
OCHOBAHHOM Ha OpeH/e MPEANPUATHH, U YCTAHOBJICHHA LIEJIEBBIX B3aHMOTHOLLIECHHIA
C KIMEHTaMM, KOTOpblé pacCMaTPHBAIOTC OCHOBHBLIMM  HamNpaBJICHUAMH
HCIONB30BAHUS MAPKETHHIOBBIX HHCTPYMEHTOB B  NPEMNPHHHUMATENLCKOH
nesTenbHOCTH cTpaH. CnenoBarenbHo, pa3paboTka MeTonoB 3d¢eKkTHBHOro
MCTOTB30BAHHUA MapKETHHTOBBIX MHCTPYMEHTOB  JUIA  TIOBBIICHHS
KOHKYPEHTOCIOCOGHOCTH  CyOBEKTOB Manoro Ou3Heca M ONpE/ICNeHHE
CTPaTerHYecKMX BO3MOXKHOCTEH JUIA MO3HUIMOHHMPOBAHHMS WX TOBapOB M yCIyT B
IIHPOKHX CErMEHTaX SABJACTCA OJHWUM __H3 TMPHOPHTCTHAIX HaInpasJICHHH
HCCIEI0BAHMIA. 2y 2L o

B Vkase Ipesunenta Pecrybiniu’ Y3bekucrat oT 5 okts6ps 2020 rona Ne
VI1-6079 «O6 yreepxaenuu ctpaternu «Lludposoii Yabexuctan — 2030» 1 Mepax
Mo ee 3bdexTHBHON peanHlalaMy '6 NPHOPUTETHOC BHMMAHHC yICICHO
«QOPMHPOBAHMIO MeXaHW3MOB COBEpUICHCTROBAHHMS 3aKOHOJATENHHOH 0asbl C
Y4€TOM CTpeMMTENbHOTO pa3RWivs LMQPOBSIX TEXHONOTHH M MX BIMAHMA HA
NPAKTUKY BeieHUs OM3HECa, a TAloKe BO3ACHCTBHA [ONBNCHHS HOBBIX L1 pOBEIX
yenyr u npopykrosy. B Crpareris pa3ssiTias HoBorg Y3bekucTana Ha Lzt
TONBl Taloke OGO3HAYEHHI 3ajadd:-- JI0 *«ONpEAESCHHIO Ppa3BUTHA m¢poBoH
JKOHOMMKH B Ka4ecTBE OCHOBHOIO «ﬁ;&éﬁheﬁa»‘ ¢ obecrnedeHHEM yBEIHICHHA cc

——

= : ion-value-chains
: https://blogs.worldbank.org/psd/boosting-small-businesscs-through-c-oommcrcc-and-mtcgrauon va

HH TCIrHH
° Viay Tpesunenta PecrryGmmuku YaGexuctan ot S okTaGpa 2020 roxa Ne Vﬂ-607j9n“ogzj Wu;?;:g:)sl 0?8”
“Linbponoli VaGexucran — 2030» u Mepax 1o e¢ PEKTUBHOH PEATHIALIHID. https:/lex.
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17
o6beMa KaK MHHHMYM B 2,5 pasa»'’. B yCIOBHAX OrpaHH4eHHOro $uHanCcoR,
b

WHHOBAIIHOHHOIO oTeHUMana H BO3MOXHOCTEH mNpHBIeueHUs MHBECTHIy;;
ro OusHeca OONBIIOE 3HAYEHHE HMelOT HCCenoBanyy
)

cyGrexTamn M2 i COBEpILIEHCTBO

HampaBJCHHBIC HA panpHenuee COBEp BaHHE CHCTEMBI YnpaBnenys
B3aUMOOTHOIIEHHAMH C KIMEHTaMH Ha OCHOBE HCIIONb30BAHHA COBpeMeHHyy
[0JX040B K OpraHM3aluH MapKCTHHTOBOH JIEATENBHOCTH, COBEPUIEHCTBOBasHy
OpraHm3aliH OpraHH3aUMOHHOH CTPYKTYPhl YTIDaBIEHHA MapKeTHHroBoj;
JIEATENbHOCTBIO, JCIIOTb30BaHHMA HHCTPYMEHTOB LM(poBoro MapKETHHTa, HOBBIX ¥
1H(pOBBIX OAXOOB K ynpaBJCHHIO B3aHMOOTHOLUCHHAMH C KJ'[:{CHTaM".

JlaHHOe QMCCEPTALMOHHOE HCCIIENOBAHHE B ONPE/C/ICHHOM CTeneny c
peaH3aLHH 3319, o06o3uaueHHbIX B YKa3ax IIpesunenta Pecry6nmkn V3ibexncray
Ne VTI-60 ot 28 smBaps 2022 roxa «O ctpareruu passutusa Hosoro Vi6exucrana
Ha 2022-2026 rome», Ne YT1-4328 ot 21 mas 2019 roaa «O mepax no noeuimenuio
xauecTBa pa3pabOTKM H pealH3alliM MpPOEKTOB B Coepe HHPopMauKoHHO-
KOMMYHHMKALIHOHHBIX ~ TEXHONOTHH B  paMKaX  CHCTeMbl  «ONEKTPOHHOe
TPaBHTENLCTBOY, NeVTI-5564 ot 30 oxta6ps 2018 roga «O Mepax no aaneHeimeii
nuGepaTu3aMy TOProBIH H Pa3sBMTHIO KOHKYPEHLHH Ha TOBapHBIX DBIHKAx»,
nocrasosiernsx Ipesunenta Pecrry6muxn Y36exucran NeITI1-4996 ot 17 despans
2021 roma «O Mepax MO CO3AaHMIO YCJIOBHHM JUIi YCKODEHHOTO BHEIPEHMA
TEXHOJOTHH HcKyccTBeHHOro MHTeiekTa», Nelll1-4699 ot 28 ampens 2020 roxa
«O Mepax mo IIMPOKOMY BHEIPEHHIO LHU(POBOA 3KOHOMHKH H 3JEKTPOHHOrO
NPaBHTEILCTBA» H APYTHX HOPMAaTHBHO-IIPaBOBBIX aKTax.

CooTBeTCTBHE HCCJIE0BAHHS IPHOPHTETHLIM HANIPABJICHHAM Pa3BHTHS
HAyKH H TeXHOJIOTHH pecmy0auKH. [[CCEPTALHOHHOE HCCIIEI0BAHHUE BHIIOHEHO
B COOTBETCTBHM C IIPUOPHUTETHBIM HAINPABJICHHEM Pa3BHTHA HAYKH H TEXHOJIOIHH
peciybmuku 1. «/lyXOBHO-HpaBCTBEHHOE M KYJBTYDHOE  pa3BHTHE
JE€MOKPaTHYECKOTO M IIPaBOBOro o6mecTBa, (HOpPMHpOBAHHE HHHOBALMOHHOW
3KOHOMHKH.

CreneHb  HM3y4eHHOCTH nmnpolaembl. HekoTopeile  TEOpeTHYECKHE,
METOIOJIOTHYECKHE ¥ IIPAKTHIECKHE ACIIEKTHI COBEPLIEHCTBOBAHHA MapKETHHIOBOH
AEATENBHOCTH CYOBEKTOB Malioro 6M3Heca M MOBHIIEHHA €€ 3(P(PEKTHBHOCTH Ha
OCHOBE HCIOJIb30BaHUA Pa3WYHBIX CTPAaTErMYECKMX HWHCTPYMEHTOB H3Y4CHBHI B
MCCIICIOBaHUAX TakKHX 3apybexHbix yueHblx, kak JK.P.Caypa, Jl.Ilanacuoc-
Mapkysc, [1.Pu6eiipo-Copuano, A.Cy¢uan, K.Kano, JI.Cawmsan, Il.Tapcaky,
H.gapoaucymomon, M.M.Mexpamuan, I1.Xazan, K.JIypo, x.P.Crpomana H

Ap

7
"7y xas Mpesunenta Pecry6nuku V36exuctan ot 28 ausaps 2022 roga Ne YTI-60 «O Crparernu passurns Hosoro

V3b6ekncrana Ha 2022-2026 rozuiy.

18 Saura J. R., Palacios-Marqués D., Ribeiro-Soriano D. Digital marketing in SMES via data-driven strategies:
Rcvi_cwing the current state of research //Journal of Small Business Management. — 2021. — C. 1-36.; Sufian A. et al.
The impact of social media marketing on sales performance of small online business //European Journal of Molecular
& Clinical Medicine. — 2020, - T. 7. - Ne. 3. — C. 922-940.; Kano K. et al. Implications of digital marketing strategy
the competitive advantages of small businesses in indonesia //Starturreneur Bisnis Digital (SABDA Journal). —2022.
~-T. l', = Ne. 1. = C. 44-62.; Sullivan D. et al. Small business still missing the boat on social media and internet
advcnls?ng //Journal of Marketing Development and Competitiveness. — 2021. - T. 15. - Ne. 1. - C. 81-89.; Mishra
C. K. Digital marketing: Scope opportunities and challenges //Promotion and Marketing Communications. — 2020. -
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HHOCTH O
Ocobe Pranusanmy MapKeTHHIORo} NesTeNbHo
GuaHeCA MCCICTOBAHKY TAKMMMN ey, CTH CybhekTon masorg

IMH U3 ¢
Tocyrapets, kak FO.K. Sixonnena, A A A oAby KecTsg Hesanncrmpr

Tlon
C.Xunreropt,  M.B.IllaGaes, M.Mamizi’ 'H'K“”*encknﬁ,A.S.Konanemco,

3.B.Pynoit, W.I'Unpkosa, Al Bonrop
0.J0.Illarko, M.O. Xaxaea, Q..

» () C.
’ . . a OBa,

3A. Xaxkumos, JLT.AGayxanunopa
JLI0 Matpusacsa, T.A. Axpanion, H.MQXMI‘.A.BeKM)'ponoaa, A.B.Bo6oxoHos,

NeSTeNbHOCTH MAJTBIX TIPEAMPHATHIHZ.

B maHHBIX HCCNENOBAHMX HE0CTaTOYHO M3yyens KOHKDPETHEIE Hampa
COBEPIICHCTBOBAHMS Milplcemmoaoﬁ ACATENBHOCTH ¥ ucnoniazgzgm
MapRETHHTOBBIX CTPAaTerHii B MaioM GusHece, Mmenno nanuwie acrexts 1y oﬁne;;
TIOCITY)XXHJIM OCHOBAaHHEM I BEIGOpa TeME| AUCCEpPTALMH. 5
Cefi3b TeMbI JHCCEPTANNM ¢ MIAHAMK Ha

. YHHO-HCCIIe0BaTeNbCKHX paoT
BLICHIET0  0DPA30BATENLHOTO  yupesneHus, g KOTOPOM  BBINOJIHEHA

amccepTanus. JluccepTanionHoe HecenoBanme BBINOJIHEHO B COOTBETCTBUM C
IUI2HOM  HAayJHO-MCCIIEN0BATENBCKHX paboT TamkeHTcKoro TOCYapCTBEHHOTO

3KOHOMHYECKOI'0 YHUBEPCUTETA B paMKaX ()YHAAMEHTAILHOTO npoekxta OT-®1-155
«Pa3paboTka (yHIaMEHTaNbHBIX (TEOpETHYECKHX) OCHOB CHMDKEHHMS obbema u

C. 115.; Tarsakoo P., Charoensukmongkol P. Dimensions of social media marketing carabilities and their contribution
to business performance of firms in Thailand //Journal of Asia Business Studies. — 2020. - T. 14. — Ne. 4. - C. 441-
461.; Mehralian M. M., Khazaee P. Investigating the Interrelationships between Digital Marketing and Marketing
Intelligence and Their Effect on Business Strategy //16th International Conference on Management and Marketing
Intelligence, Economics and Finance (2022). — 2022.; Luro C., Stroman J. R. Social media marketing adortion

strategies: An exploratory multiple case study of landscare industry small businesses /Journal of Social, Behavioral,
and Health Sciences. — 2020. - T. 14. —= Ne. 1. - C. 211-220.

¥ Sixonesa 10. K., IlonoBa A. A. IludpoBas Gu3Hec-cpefia H €& MApKETHHIOBBIA NMOTEHLMAN KAK Pe3yNbTar
IpoLeccoB UM(POBH3ALMH B IKOHOMHKE M o0wiecTBe //YnpaeneHyeckuii yuer. — 2021, — Ne, 9-3. — C. 834-845;
Kusmxesckuii U. Y. PopMupoBaHHEe MAPKETUHIOBOH CTPaTErHH TOProBOro NPENPHSTHA HA BHPTYAIBHBIX PhIHKAX :
mac. — Jlosenx : UM Kusxepckuit, 2021.; Kosanenko A. E. dopMHpoBaHHE W Pa3BUTHE TEXHOJNOTHA MHTEPHET-
MapKETHHI2 B JIEATEJNBHOCTH NpEeAnpUATHiA Masoro GusHeca : muc. — Yenabunck, 2020, 2020.; Kuurcuopr C.
Crparerns wnposoro mapkerunra, — Jlntpec, 2022.; Llla6aes M. B., Matsiros M. M. Huctpymentst uugposoro
MapKeTHHIa JUls MAJIOTO M cpe/iHero GusHeca //JkoHOMMKa: Buepa, cerofius, 3astpa, — 2020, - T. 10. - Ne. 9-1. - C.
366-371.; Byrenxo E. /1., Yepuuxos Y. C. UndpactpyxTypa uudpoBoi 3KoHOMHUKH: udpoBoii MapkeTHHT /BecTHuk
Cesepo-Kaskasckoro deaepansnoro yuuepentera, — 2020. - Ne. 4, - C. 23-37. e

2% Gafurov U. V, Kichik biznesni davlat tomonidan tartibga solishning iqtisodiy mexanizmlarini takomillashtirish.
Monografiya //T.: Moliya. — 2016, - T, 208. — Ne. 6.; Ergashhodjaeva Sh. J. Genesis of the concert of the essence of
innovative marketing //Theoretical & Arplied Science, — 2018, — Ne, 3. - C. 113-119,; Hkpamos M. A., Habuesa H.
M. Buayenne ocobennocTelt ycsyr B MeHe/HKMEHTE NPEANPHATHI //PeAKIHOHHAS KOIIETHA: J-P IKOH, HAYK, npod.
EA T'op6auiko (o, pen.). - 2019, - T, 313,; Apunos O. A., lopnatosa 111 J1. Kuq'mc 5!:!3“00 Ba mﬁﬂpxol;‘g;g“‘j
PHBOXIAHWILIM/IA MAPKETHHTHM TAIKHII T Myammonapy //Educational Research in Universal Sfxences. -2 .=
T.2. - No. 1. - C. 549557, ; Xaxumos 3. A. Tpancdopmanms kiactepos “Hupyctpus 4.0 /Muuoaal;g .
HHBECTHUMM, ~ 2022, — Ne, 3, — C, 207-213.; Abduxaliloya L. T, Internet marketing /Textbook. T.: TDIU, -2 uli;
Maxmudova D. Pakamu ukrucommuérnu PHBOAIBHTHPHII IIAPOHTH/IA KHYHK OHIHCCHHHT WK THMOHI-HKTHCO!
TapakkuéTaa TyTran ypuu //Science and innovation, — 2022, ~ T, 1, - Ne. A8, - C. 301-311.

31



otiecce M
epmenchOBa""ﬂ CTPYKTYPH! 3aTparT B 1pou OnepHHU3atiy MPOH3BO 01 -
COB

(2018-2021 ). orOBANNA ABIACTCA paspaboTka npemtokenmi u

umme:z?;onaﬂﬂm MApKCTHHIOBOH  JICATENBLHOCTH  cy6r,
i

o COBEP SKTOB - Marorg

6“3“308- .
Samavun peCTeTOBANHI: 3
06OCHOBAHHC opranu3alui H yNpaBJieHHUs MapKETHHIrOBO ACATENBHOC TR

 Manoro ousHeca ¢ Hay4HO-TEOPETHYECKON TOUKH 3peHHus;
cyOBeKTO borka METOZOOTHYECKHX TIOAXO/IOB K OPraHM3ALMH MapieTuirosoj
nemg:‘:zcm Cy6BEKTOB MJIoro 6\}43Heca;
oNpeRENeHHe  BOSMOXHOCTEH  HCTIONB3OBAHHA B Y3bekucrane ompira
sapyGeXHbIX CTpaH TO OpraHH3alMKM MapKEeTHHIOBOH NEATENbHOCTH Cy6bexrop

Mayoro OusHeCa, %
BEISBIICHUE TCHACHIMH Pa3BUTHA CyOBEKTOB Manoro 6usHeca B Y30exucrane

7 OLEHKA X POJH B HAITHOHAIBHOH IKOHOMHKE;

aEayu3 COCTOSHHS OpTaHM3allM¥M M YOPAaBICHMA  MapKETHHTOBO
JESTENBHOCTHIO Ha IPEIPHATHAX MAJIoro On3Heca;

omenKka S(hEKTUBHOCTH MCNIONB30BAHASA CHCTEMbI MapKETHHTa Cybhekramu
mainoro buzHeca,

TpEIVIOKEHHe IyTeH COBEPIICHCTBOBAHHMS OPraHM3alMOHHOH CTPYKTyphI
yIpaBIICHHS MAPKETHHTOBOH JIEATEHHOCTH CyOBEKTOB MaJIOTo OH3Heca;

paspaboTKa MpENIOXEHHH M PEKOMEHNAUMH 10 COBEPIICHCTBOBAHHIO
CHCTEMB! YTpaBJICHHs B3aHMOOTHOIICHHAMH C KIMEHTaMH B CYOBEKTax MaJioro
busHeca;

pa3paboTKa TpeIoKEHHi 10 NOBBIEHHIO 3(P(GEKTHBHOCTH HMCIIOIB30BAHASA
CHCTeMB IM(POBOr0O MapKETHHTa B YNPABICHHH MACATENBHOCTBIO CYOBEKTOB
masioro Ou3Heca.

O0BLEeKTOM HCCJIEI0BAHMA BHIOpPaHBI CyOBEKTHI Majoro Ou3Heca, B
4acTHOCTH, TOproBO-TIPOMBIIUICHHAS MajaTa Y30€KHCTaHa M BXOIAIIME B Hee
cyOBeKTH Manioro Ou3Heca.

IlpeameroM  mMccieoBaHMsi  ABIAETCA  COBOKYIMHOCTH  COI[MAIIbHO-
3KOHOMHYECKMX OTHOIICHHMIA, BO3HHMKAIOIIMX B IIPOLECCE COBEPLICHCTBOBAHMA
MapKETHHIOBOM JEATENBHOCTH CyOBEKTOB Majioro Ou3Heca.

Meroap1 uccnenoBanus. B nponecce McceI0BaHUs HCTIOIB30BATHCH TAKUE
METOZB!  CTATMCTMYECKOTO M OKOHOMMYECKOTO aHajiW3a, KaK CPaBHEHHE,
BbIDOpOYHOE HaGmonenNe, HaOmoeHHe, KOppEsAlKs, perpeccus, HHAYKIHA H
g;lg’mgmzckﬂﬁ MOZIXO/1, COLHOIIONHYECKHH OMPOC, CTPATErHYCCKHH SWOT,

» KOPPENAUHOHHBIA M PErpecCHOHHBIN aHaIW3, CHMYJALMOHHOC
MOACMpoBaHue,

;{;’;’;ﬁl’; ::T';'(’)i';z :ccﬂeuonauuu 3aK/II04AETCH B CICAYIOLIEM! =
it i g cymmosakonomuqecuoe CoZIepXKaHNE TIOHATHA «Mapxewm*m;d
NOTXOZY, o rome 3L:anoro OusHeca» coriacHo MeTononoruqecxgcay
oBecneunBatomero Jlon?o!cmﬂ KOMIUIEKCHOTO ~ CHCTEMHOrO  Tpouectd,

POHHYyI0 IKOHOMHHECKYIO YCTOHYHBOCTD
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§ pux CyOBCKTOB, KOTOPBIC COOTBETCTBYIOT K
xosxucTB%’:’S“ eca, 3a CUCT TOBBINCHUA PHIHOYHOM Ko
Ma:g‘:u““ TOBAPOB M YCIYT K 3ANPOCAM KIMEHTOB, dd)dhexr
all
pccyr;z"c’ﬂo BaHO TPENIOXEHHE 06 obecnieuennu Bhicokor
WHTA B TIPCANPHATHAX Manoro Guskeca myrem paciu
MapKe MPENOCTABICHAA BO3MOXHOCTH JUISl IPHHATUS pe
“po}{sBOI;CTBy H CO3/IAHUIO POTYKUMH C YHETOM TpeGoBaHmii

PHTEPHAM cyGnexrtop
Kypemocnocoﬁnocm,
MBHOTO MCIOJIB30BaHHS

0 cTaryca ornmena
MPCHUSA ero mpas u
AIBHBIX peureHuit o

0bOCHOBAHO ~TIPCIUIOKEHHE MO  MPOMIEHMIO ONCPAUMOHHOTO  1MKIIa
TpCMPHATHS 32 CUET TPYNMUPOBKH BIUAHHS BHYTPEHHUX U BHEIIHMX (akropos B
onepaMOHHOM TICDHOAC TO YPOBHAM: «(akTop BeICOKOro pucka» (HR > 1),
«aKTop OTCYTCTBHS BIMAHWA Ha puck» (HR = 1) u «daxrop cumkenus PHCKa»
(HR<I), COrJIacHO MOJXOMY, OCHOBAHHOMY Ha MOJIE/H TIPOTIOPLHOHAIBHBIX PHCKOB
CyDBEKTOB MAJIOrO OH3HECa;

pa3paboTaHbl IPOTHO3HBIE MOKA3aTENM Ha nepron no 2027 roga Ha ocHose
SKOHOMCTPHHYECKOTO MOIC/IMPOBAHUS BIMAHMS OJNICMEHTOB MapKeTMHra Ha
Pa3BHTHE DPBHIHOYHOM MEATENBHOCTH M TOBBIMICHHE KOHKYPEHTOCIIOCOOHOCTH
CyOBEKTOB MaJloTo Ou3Heca Y30eKHMCTaHa 3a CYET YCTaHOBMCHHS 3 exTHBHBIX
B3aMMOOTHOILEHUM C KIIMEHTaMH.

[IpakTHYecKHe pe3yIbTaThl HCCJIEA0BAHNS 3aKIIOYAIOTCS B CIEAYIOLIEM:

IpEIOKEHa YCOBEpPIIEHCTBOBAHHAs CTPYKTypa MapKETHHIOBOM
ZeSTENBHOCTH, TIPOM3BOICTBEHHAS LIETIOYKA M CXeMa OOIMX MPOLECCOB CyGBEKTOB
Mazoro Ou3Heca;

YCOBEPILIEHCTBOBAH OpraHU3aLMOHHBIN MEXaHHU3M pa3paboTku
MapKETHHTOBBIX cTpareruii 4P u 4R s cyOnekToB Majioro Ou3Heca Ha OCHOBE
Henoms3oauus SWOT, PEST monynei;

NPEVIOKEHO MCIONb30BaHME HHCTPYMEHTOB IM(POBOIO MapKETHHTA,
COOTBETCTBYIOIMX 3NeMEHTaM 4R KJIaCCMYECKOTO MapKeTHHIa, A/ MOBBILICHUS

KTUBHOCTH JIEATEILHOCTH 10 YBETMYEHHUIO CTPATErMIE€CKOro MapKETHHIOBOIO
NOTeHIMaNa €KTOB MaJIoro OusHeca;

ﬂpcmlomcﬁz WCTIO/Ib30BaHNE MApPKETHHIOBBIX CTPATETHH, HANpaBICHHBIX Ha
odecnieyenye KOHKYPEHTOCIIOCOOHOCTH Y HOBBILIEHHE 3 HEKTHBHOCTH pm‘l:::xilorz
ACATEILHOCTH  CyGbekToB Majnoro OW3HECa C Y4eTOM HX.. CTRATETH
MapKETMBIOBOTO N10TeHIMAIa, IUIAHNPOBAHMS M BO3MOXKHOCTE. -

AoctoBeprocrs, pesyanTaToB McCiaEIOBAHMS Oﬂpeﬂeﬂ"ﬂcgn i
UCTIONb30BanHLIE B JYCCEPTAlMy TEOPETHYECKHEe HCTOIHHKH rII1 azlmmecxlde
MMTEPATYPLI, BEYLIEHHOM rOCY1apCTBEHHBIMM W3IATENBCTBAMH, 8 pua o ans
MAHHBIE — y3 CrathcTMYeckMX MCTOYHMKOB, CQOPMHPOBAHHBIX e
ODMIMANLHEX fanppix HalyoHaNBHOro cTaTHCTHYECKOro KomuTeTa Pecryoi

o 6nukun  Y30ekucrat,
30exncray y Toprogo-npompimuienHoii  nanarel  Peciy oA
PESYNLTATOB aBTOPCKOrO COUMONIOrHIECKOrO OTIPOCa, HTO BHIBOJb, TP
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mnu  OpMUMANBHYIO  OKCTEpPTH3y o
POCYapCTBEHHBIX OPraHoB.

Baywae & ST CHDRSIACTSN TEM, 10 paspaomi L
Haymas SHATHMOCTD it A gblTb HCI‘IOJIL:!,OBaHb o g
xoZle HOCTEROBARIY O At Momecxnx uccie onamfx“l e
JTTyBIeHHSIX HaydHBIX M METOIONOTHY il W 10 ompenenenuo
op e  CTpaTerwii,  HANDABNCHHBIX  HA  COBEPUIEHCTBOBaHye
MapKCTHHTOBOH JIESTCIEHOCTH H TOBBILICHHE KOHKYPEHTOCTIOCOGHOCTH Cy6hekToR
aoro Gu3Heca, a Talke s pa3paboTku QYHAAMEHTAIBHEIX OCHOB PasBHTHS
JaHHOM COEpHI.

[ipaKTHaecKas 3HAYMMOCTb PE3y/IbTaTOB HCCICNOBAHNS 3aKITIOHACTCS B Tow,
40 paspabOTAHHBIC HAYYHO-METONIONIOTHYECKHE NPE/VIOKEHMS M NPaKTHYeCKHe
pEKOMEHJIAIAA MOTYT OBITh HCTIONB30BAHEI MPH paspaboTke TIOPOXHBIX KapT mo
pemexHIo TIoGIeM, CB3AHHBIX C OpraHu3alliell MapKETHHIOBOR AesTeNbHOCTH 1
HCIIONB30BAHAEM MAapKETHHTOBBIX CTpaTerMi CyOBEKTOB Maioro Ousneca,
OBBIMICHAIO X J)(EKTUBHOCTH M TPHHATHIO JONTOCPOYHBIX CTPaTErHyeckux
pemenwii, a COOpaHHbIC MaTEpHANBl — NPU MOATOTOBKE Y4YEOHBIX NOCOGHi u
y4eOHHAKOB.

BrenpenHe pe3yJIbTaTOB HCCIeN0BaHMii. Ha 0cHOBE momydeHHbIX HayunEx
Pe3yILTAaTOB 10 COBEPIICHCTBOBAHMIO MAapKETHHIOBOM NEATENBHOCTH B Maliom
busnece:

TEOpETHYECKHEe M METOJOJIOTHYECKHE Pa3palOTKM O COBEPIIEHCTBOBAHUH
3KOHOMHYECKOTO COZICPIKaHHs MOHATHS «MAapKETHHTOBAs IEATENLHOCTE CYOBEKTOB
Manioro OM3HECa», COIJaCHO METOAOJOTHYECKOMY MOAXOAY, C TOYKH 3pEHHSA
KOMIUIEKCHOTO ~ CHCTEMHOTO  Ipoliecca, O0EeCIEedYHBAIOIMEro  JONTOCPOUHYIO
3KOHOMHYECKYI0  YCTOMYMBOCTb  XO3SHCTBYIOLIMX  CYOBEKTOB, KOTODBIE
COOTBETCTBYIOT KPHTEpHAM CYOBEKTOB MaJioro Ou3Heca, 3a CUET MOBBILEHHA
PHIHOYHOH KOHKYPEHTOCHOCOOHOCTH, aJaNTalld¥ TOBapoOB M YCJIYTr K 3ampocaM
KIMEHTOB, 3((PEKTHBHOrO MCIIONB30BAHMS PECYPCOB, MCIOJIB30OBAHB TPH
noAroroske y4ebHuka « MapkeTHHr», peKOMEHI0BAHHOTO IS CTYEHTOB BBICIIHX
Y4eOHBIX 3aBe/IeHMHIA (paspemieHye Ha U3JaHKe y4eOHMKA BBIIAHO B COOTBETCTBHH C
TIprka30M TamKeHTCKOro rocyHapcTBEHHOTO 3KOHOMMYECKOTO YHHBEDCHTETA
Ne387 or 21 Aekabpa 2023 ropa). B pe3ysibTaTe BHEAPEHUS AAHHOIO Hay4HOIO
HIPE/VIOKEHNS B IPakTHKY CO3/JaHa BO3MOKHOCTD JUI pacUIMpEeHHs TEOPETHUECKHX
;";';gu:’e :;l:;l::l :;aapxeruuronax ACATENILHOCTh CyOBEKTOB MAJIOro 6"3“62?:):
A ociboning no:b: C TOYKH 3peHHd KOMILIEKCHOrO CHCTEMHOr0 Mpoueccs,

TOCPOYHYIO0 SKOHOMMYECKYIO YCTOHYHBOCTS;

Hayyy
el u:: l‘lljg:;mecmo 10 obecrieyeHnIo BEICOKOTO CTATYCa OT/ENa MapKeTHHI;
Majioro Gusneca myrem KUHH,
myT acmMpeHus ero npas H (QyH
TPENOCTaBNCHNs  BosMOx il st 4 ¢

NPOKSBOTCTBY 1 Cospam zocm AT NDUHATHA peanbHBIX  peueHHH : ef;g
B HTIOCPE/ICTBeRHOE 1o POAYKIMY ¢ yyeToM TpeGoBaHHi PEIHKA, ﬂepe"enaow
3aMecTuTeNmo, Brepey ey TCHEPRILHOMY JIpOKTODY WIH or0 TeP BO-
S —— PEHO B fiesTennocTs cyGhexton manoro Guateca npn TOPrO
fanate YaGexncrana (Cnipaska Toproso-npoMeIieHHO nanaThl

01106
peKOMCHaIHH PeHue

ONHOMOYCHHBIX
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yagexiCTaNa Ne 06-05-33-10167 or 3 CeHTabPba 2025 ropy
3

- e paKTm(y 1nos
aMM  MaJior
JCTIOB30BARNA CYOBEKT 0 Ousneca UHPPOBLIX TEXHOJIOrHit

MMHBIX NPOAYKTOB, KOTOPBIC Oblyin HCHOJIIBOBaHBI 1npu peanmu3anuy

C.rpa'remq eCKHX TIPOCKTOB, vHanpaBJIeHHbe Ha Co31anue CHHepI‘eTquCK()ro
T8 Ha OCHOBC B3AUMOJZICUCTBUSA Y4aCTHUKORB HCINOYKu CO31aHug CTOUMoOCTH:
FaysHOe HOBIIECTRO 110 TPOJUIEHHIO OMepanHomHoro 1y ;

Klla nipeanpustus 33
cqeT TPYNTMPOBKH BIMSHHSA BHYTPCHHUX M BHeIIHpx hakropos p OTIEPALIMOHHOM
iepHOJE TIO YPOBHAM: «HaKTOp BBICOKOrO pucka» (HR >

1), «dakrop orc CTBUS
s wa puck» (HR = 1) u «daxtop cumxenys pucka» (HR<1), cc};:nacno

)- B pPe3ynkrare
BICHJICSH YpoBeus

MPOMBIIICHHOH Tanate ¥36ekucTana (Cripap
vsbexnctana Ne 06-05-33-10167 or 3 ce

($aKTOpHI, BIMSIONHE HAa PHCK BHDKMBAHHS
paspe3e PETMOHOB, OTpacieit u cdep, a Taxxke COKPATHTB IOJII0 CYyOBLEKTOB Maoro
br3Heca, IPEKPATHBIINX CBOIO EATENBHOCTD, Ha 9,8% B 2024 TOZy 1O CPaBHEHHIO

¢ 2023 romoOM 3a CYET CHIKEHHS BO3JICHCTBUSI BHEIHMX dakTopoB Ha
MapKETHHTOBYIO JICATEILHOCTD CYOBEKTOB MaNIOro 6u3Heca cdbepax npousBoacTea
¥ PO3HHYHOM TOPTOBIIH;

H2ydHOE HOBLICCTBO IO MCIIOJIB30BAaHHIO IIPOTHO3HBIX Tokasareneu no 2027
T0J2 Ha OCHOBE OKOHOMETPHYECKOrO MOJEIMPOBAHHA BIMAHHS 3JIEMEHTOR
MADKCTMHIA ~ Ha  Da3BUTHE  DPHIHOYHOM  JNEATENBHOCTH ¥ [IOBRINICHHE
KOHKYPEHTOCIIOCODHOCTH  CyGBEKTOB Mayoro GusHeca V3GekucraHa 3a  cuer
YCT2HOBNCHMS S(QQEKTHBHBIX B3aMMOOTHOLICHMHM C KIHEHTaMU BHEIPEHO B
ACATENLHOCTE CYOBEKTOB Manoro GusHeca Tpu TOProBO-NPOMBINLIEHHOM TanaTe
V3bexucrana(Cnpasxka Toproso-npoMsnuienHoi nanartel Y36ekucrana Ne 04-07-27-
3989 or 10 anpens 2025 roga). B pesynpTaTe BHEApEHHS MAHHOTO HAYYHOTO
HOBIIECTBA B NpaKkTHKY CTalO BO3MOXHBIM OGECIICUeHHE COTJIACOBAHHOCTH
CPCTICKTUBHBIX IaPAMETPOB BIIMAHHSA 3IEMEHTOB MAPKETHHTA Ha PA3BUTHE PHIHOTHOM
ACATENLHOCTH M TIOBBIIEHME KOHKYPEHTOCIIOCOOHOCTH CYOBEKTOB Malloro Ou3Heca
0CPENCTBOM yeTaHOB NN H(EKTHBHBIX B3aMMOOTHOMIEHHI C KITHEHTAMH.

Anpobauus pe3yabTaToB MccjaeaoBaHus. Pe3yapTaTel JAHHOTO HCCIECI0OBAHHUA
Ocyrnamacy wa 4.x MEX/IYHapoOAHBIX M 5-TM DECIyONMKAHCKUX —HAydHO-
pakThyeckyy KoHbepeHuyax, B —

Ny6auxcauus pesyabTaToB mcciaenopanmil, Ilo Teme  auccep o
Onybimkopayo 15 HayYHBIX pabor, B TOM yucne 6 crarei B HayH HBIX ”‘yp“BHw;
PekoMennIOBannEKX BAK Pecny6nyuxy Y3Gekucran s MyOnuKaun (:{‘;*:((:lx o
HaYSHEIX pesy i ratop JIOKTOPCKMX JccepTaiuii (3 craThi — B pecty0nmka
CTaTpy — g 33pYOEKHBIX KypHaax). T N3 BBEACHNS,
. “TPYKTYpa u o6mLém auceepraumu,. Jncceprauus cocTOH foosiit
Tpéx"man, 3AKIIOYEHNs, CTIMCKa MCTIONB30BAHHON JuTepaTypel 1 TP

M uceepranuy cocrapnser 142 CTPAaHMLIbI,
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HOBHOE COAEPKAHHUE TUCCEPTALINK
OCm"m aucceprain  o6ocHopana AKTYallbHOCTy,
Bo nnoeél“ oMbl WCCTETOBAHHS, CHOPMYIHPOBaAHEL nesy u

socTpeGOBANT T MOCNEIOBAHMS, YKa3aHa CBA3b MCCIEN0Banuy ¢

N rmanaM
KT W npeJIM 1
obve aBOT, M3 OXKCHBI Hay!lHaﬂ HOBHU3HA, HAYYHbIE pe3yanaTm, Ha}"mag "

O S sy i O By
ey THTATOB poceI0BaHus B MPAKTHKY, OMy aYIHBIX paborgy "
cmyme JIHCCepTau““‘

B mepBoil TaBe JMCCEPTALMHM MOJ HA3BAHHEM «Te?pe'm‘leclme H
METOROJOTHYECKHE OCHOBBI OPraHM3alMH MaPKETHHIOBOI AesiTeNbHocTy
cvoBeKTOB Majoro OH3Heca» PAacCMOTPEHBI TeOpeTHueCKue OCHOB},
cbspeMeHHHe TMOAXO/BI, METOJONOTHYECKUE METOIBI M CHCTEMEI OpraHusayy
MApKETHHTOBO¥ e TETbHOCTH cyOBeKTOB Manoro 6usHeca. Jlaue npeLioxe
[0 WCHONB30BAHMIO 3apYOEXHOrO ONBITa OpraHU3aIMu MapKeTHHro
JeSTEHOCTH CYOBEKTOB Masioro 6usHeca B Y30ekucrane.

Hay4HO-TeOpETHIECKOE  HCCNIENIOBAHHE  OPraHU3alMH  MapKETHHIOBoj
HeATENBHOCTH CYOBEKTOB MaJIoro OHM3Heca BaXKHO HE TOJNBKO Jyif NOBBINIEHUs
PPEKTHBHOCTH HMX MACATENBHOCTH, HO M s OOGeCIeveHus ycroitamsoro
pasBHTHs S3KOHOMHKH. BiisiHue rinobanu3aium, mocTosSHHO pacTymmi nedumur
PECYPCOB, KH3HCHHBIH LMK NPOAYKLMM M TEXHOJIOTHH, MOSBICHHE HOBELX
PHIHKOB ¥ BIMSHUE Pa3BUBAIONICHCA SKOHOMHMKM 3HAHHH (OPMHpYIOT GusHec-
CYOBEKTEL, KOTOpHIE YCHEIHO (YHKUMOHMPYIOT TaK, KaK HHKOTIa paHee He
Habmozanoce. Ilpensteraus k pocty CYOBEKTOB MaJIOro GU3HECA TPAZHLHOHHO
CBA3AHBI C CEPHE3HBIMM PECYPCHBIMH OTPAaHMYEHHAMH OT (DHHAHCOBBIX [0
KIpOBEIX ¥ YNpPaBIEHYECKHX KOMIETCHILHH. DTO TpeOyeT NPUOPHTETHOTO
BHUMAHVS K HCCIIEIOBAHMAM, HAIPABICHHBIM HA 3} (eKTUBHYIO OpPraHU3aLHIO
MapKCTHHIOBOH JIEATENbHOCTH CYyOBEKTOB MAJIOr0 OM3Heca.

Opranusaimus mapkernnroBoit mesrenpHoCTH CyObexTOB Manoro Ou3Heca
OCHOBAHa Ha COBPEMEHHO MapKeTHHIOBOX KOHLETIIMH ()OPMHPOBAHUS HOBOTO
0Dpaza MBUILICHHS, DPasBUTHA B3aUMOJEHCTBHS NPEANPUATUS C PHIHKOM.
Mapkmur-meuemmeu'r paccMaTpuBaeTcsa Kak CHCTeMa KOMIUIEKCHBIX Mep 1o
zim:o :aP:::BOACTBeHHo-cﬁmTOBoﬁ JICATEILHOCTH Ha 9CHOBC usy:;;*x
——— e;;mmca B LIENAX nznneqe}“ma MaKCHMATBHOH npUOBLIH

Opr. . BOPEHHs nonzeﬁnocmn norpedurenen, el
AOIKHA  Gpiry, Op[::ga:')r K;T“HI‘OBOH ACATEIILHOCTH CyOREKTOB Mano6ro o
—— S lf:BaHa Ha Cco3faHue BRICOKOW TMOTpe P:;oa api
STOM  QyHkizpy ki :o NPOAYKIMM U yenyr K 3ampocaM KIHEHTOB, .

BOM NIeATENhHOCTH MOXHO pacCMATPHBATD
CTeMy B3aumocagzeif:

3allalm,

)

"
HUS
BOH

b Smm = £ (Py) ()

- PR

mm = QyuKyuy MapKemunz-menedocmenma npednpusamus;
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P, —anemeHmbl Mapxemunealez[KC npednpusmus;

P- axmopbl MOGApHOU  nomumuku,  erusouue
nompebumenbcou yennocmu;

P,- ¢pakmopbl cObimosoil  noaumuxu, enusio i i
nompebumexbCKou YeHocmu,

P,- d;axmogu YEeHoBOU  nonumuxu, enusIowue
nompebumenbCKou Yyennocmu,; :

P,- paxmopbl KOMMYHUKGYUOHHOU nonumuxu, erusio
nompebumenbckou yeHHocmu.

KoHuenmms ynpaBieH!s MapKeTHHIOBOM JiesTeNnsH
Ha CO3JaHHE TOTPEOMTENbCKOH LEHHOCTH s cy6me
UPEACTABICHA HA PHCYHKE | Kak IMHAMHYECKas CHCTEMa B3aHMOCBS3AHHELD
anemertos. Ee crenyer paccmatpusats kak kommiexchyio mozens crpaternu

(opMHpOBAHHA M peANM3AUMH AOXOMHON 6a3bl CyGLEKTOB Manoro Ousneca u
BCCCTOPOHHCTO aHAM3a PIHOYHOM CPeIbI.

Ha  co3danue
nosvluwenue
Ha  noeviwenue
Wue Ha noeviuenue

OCTBIO, HallpaBJICHHO!
KTOB Mainoro OusHeca,

______MapkeTuHrossie KoMMyHUKauMM

DOpMHPOBAHNC MapPKCTHHTOBOH CTpaTerum Iennocrs
Hiyuenme xomvionkrypu - - >
: P . 3p100p cTpaterin: paspaboTka MapKCTHHTOBO Y.mn:(cmopc;nu
MIKA: ONPE/ICACHHE pa3Mepa - 5
§’ P s o] CTPATeruH A8 Matoro Ousneca i ale
BOIMOAHOCTCH PhilKa norpebuTenci

Hiyuenne xoukypenros, - IToctanoska ueseit i rwians! passinTna
NOCTaBIMKOB 1 noTpeGuTeaci §
b

Opranusauns. ynpasicune pecypcasu u

Cersenranns i BuiGop ACATEILHOCTBIO

oo = ucicsoro PHHKA: pajjicaciue ’
PHLIHKA MO LUCACBLIC MPYINLL. £ foTumanna: cTHMYTHPOBAHNE COTPYHHKOB M
Yoo & ']

LleanocTs

Coszaanue
noTpeGHTENLCKO
LICHHOCTH

W onpeacaenie MecTa Tosapa i B

by

1 Mosmunounposanue
{

! YCYTH Ha PhiiKe

Oucnxa
KONKYPCHTOCTIOCOGHOCTH

DakTopu BHCWHACH cpe/nl w

npaBJieHHOMH HA
Pac 1. Mexannim ynpapjieHusi MAPKETHHIOBOM ueﬁ'rem.noc'rblo,;:mlzu i
Co3panue noTpebuTeNLCKOM EHHOCTH IR cy01LeKToB MaJ10r0

Ynpasnenue MapKETHHIOBOH JIEATEIBHOCTBIO MaNoro GH;Ha;Kemuronblx
B cebs ananys MapKETHHTOBBIX BO3MOXHOCTEH; pa3paboTKy

X
i OTKa CHCTEMHBI
“TPaTeruii; nnanuposanue MapKETHHTOBbIX MporpamM (paspab

aBTopa
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eHTOB); OpraHH3allHio peaH3alMd M KOHTpOJIq MapKeTHyyr,,
HHCTPYMCEL™ (OcHKa 3TPAT); OMPENSTEHHE (HHAHCOBBIX 1ee}] Oprany;
MepOnpHATHH OTEHUHATBHBIX ~ KIHCHTOB;  ONpEe/IeHHe KOPMOpary, .
meem:: sLISBJIeHHE TOTCHIMANBHBIX KOHKYDEHTOB M T. 1. Ho
cmszrT"m’aqm‘cm,uoﬁ 0COOEHHOCTBIO MOJICJIM OpPraHHM3alUH K y“paﬂﬂeﬂu,,
MApKETHHTOBOH  JIEATE/BHOCTHIO CyOBEKTOB  Maoro gmneca TBseney
JCIONB30BAHHE HJIEMCHTOB MapKETHHTA B3aHMOOTHOWICHHH 4R. Mopey, 4R
npezcTaiseT co60i COBPEMEHHbIH NOLXOI K MAPKETHHIY, B LEHTPE KoTopop,
HAXONATCA KIMEHThL. OTa COBpEMEHHad  MOJENb  KaK  MpoXomkerye
rpamuuponnoii Mozema 4P (Product, Price, Place, Promotion) nanpasnens y,
yray6/IeHHe B3AHMOOTHOIEHHI C KITMEHTaMH M OCHOBAHA Ha YETHIDEX OCHOBHy
npumunax:  Relationships (Otnomenns), Relevance (Penenanmom)’
Response (Peakuus), Retention (Y aepxatue).

Jina paspaGOTKM CHCTEMBI PDHIHOYHBIX II0OKa3aTeNeif B MapKeTwmre
B3aMMOOTHOLICHHH HeobXoauMa OLCHKA LieJIeH OpraHM3alHH MapKETHHIOBO
JEATENHOCTH HA OCHOBE KOHKPETHBIX KpuTepHeB. [Topsaa0K MOCTaHOBKH neneii
MapKETHHTOBO#H JIEATEBHOCTH 111 CYOBbEKTOB MaJIoro GM3Heca Npe/CTaBlIeH Ha

PHUCYHKE 2.
IocranoBka 6usHec-ueneii cyonbexToB Mayioro 6H3neca J
I 7
F( Mapketunrossie ues cy6sexToB Maoro 6usHeca J
———
F{ Hcnonb3oBaHAe 31eMCHTOB MapkeTHHIa 4R
* Yeesmuenue aoiau
NOCTOAHHLIX KIIHCHTOB B
obneme npoax
B otk obreuamponax | [ 2] o Yaeamuese Buroms * IToBuiLICHHC yAOBNCTBOPCHHOCTH TOBAPAMH i YCTYTaMH
* Mossumeimas npuGun A noTpe6uTens * loBhnuenne y10BNCTBOPECHHOCTH BIAHMOACHCTBHEM C
COTPYHHKAMH _J
—){ DposoTAMTEILEOCTM —> YAOBJICTBOpPCHHOCTH
masnsenchcrans ¢ KIIHCHTOB * [oBkiniexnue yAOBNETBOPEHHOCTH CPOKAMH PHEMA 32MBOK
.lI;lnﬁnm * Mosumenne yposnx H 32KITIONCHHA JI0rOBOpPOB
e . * [ossimennc ynonneTBOpeHHOCTH CPOKAMH BHTIOTHCHHA
* YBemmenue noxannensoi M08
UCHHOCTH NIOATLHBIX
KIHeHTOB
,,g’;wm. % Guniec- * Cobmonenue cpoxon > * ViIyuieHHe COOTBETCTBIA TCXHHICCKHX XaPAKTCPHCTHK
6 —>{ BLIONHCHNA 3aKa308 TMPORYKIHH NOTPEGHTEALCKHM TEXHONIOTHAM
* YBenwuenue maumnoii * lNosbmensie yAoRneTBOPEHHOCTH KIHEHTOB 32 CHET YIETR
| R | L ™™™ || | i et et o
* Pasamie * lMossnuenne
upodeccHonamnua Ly, YAORICTROpeuHOCTH
COTPY BinKoB COTpyHKOR >« llouimenne ynornersopennocTs ycaoBHAMH
! Yaemruenue m' mom" ;:ommml OILIaThl IPOMBILLICHHLIX TOBAPOB H YCITYT 3
sapxencwosse B3aHMOOTHOW eI MeATy * lossmicuue yronnersopennocts HuopMasonHor |
HHHOBaIMY COTPY mHHKaMH 1 noanepxko# notpebureneii
——— e ] NoTpeSHTe MMM

Puc 2. Iocranopka
: OBKA MapKeTHHIOBLIX 1eJ1eii
eJieH cy6 H3Heca
H OCHOBE 3/1eMeNTOB MapKeTHra 4R2 y0nexToB masoro 6

K
& u’m asTopa
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Mapxem“m"oe YIPaBNCHHE obecneunBaer ycnenuyio AEATENBHOCTS
—— pHIHKE TTOCPEACTBOM paspaboTku u peanuzaiuu s dexTHBHLIXK
crpaTe""ﬁ‘ 10T MPOECC Zr;mé):lace'r :ece:: alanTanMio TOBapoB uiu yenyr k
 pednocTIN nOTPEOUTENCH, OHICTPOE pearupoBatte Ha TpeGoBanms prinka u
nocﬂn“e“"e ROHKYPCHTHOTO leSHMymeCTBa. Bnaronaps ynpasnieuuio
apReTHTON (GopMMPYIOTCH  YCTOWYHMBLIC OTHOWICHHS C KiIMeHTaMH, wro
qocODCTYET YRPETIISHHIO  MMHca OpeHma W moBbimeHMIO NOSTBHOCTH
mmeﬁmeﬁ. A TaKKe MO3BONIACT CHU3UTH 3aTPAThI M YBENMYHT I0XO/ 32 CYET
pamogm,nom HCTIONB30BaHMS MAPKETHHTOBBIX PECYPCOB.

Ha OCHOBAaHMH  TIDOBEIACHHBIX  TEOPETHYECKHX  HCCIIEIOBAHHMi
(MEDRETHRTOBYO nenenwocrvb CyOBEKTOB Maloro Gu3sHecay clexyer
paccMaTpHBaT  KaK - CTIOXKHBLIA CHUCTEMHBI! mpouecc, obecneurnBarommii
JOCTIREHHE IONTOCPOYHOM SKOHOMHYECKOHM YCTOMYMBOCTH XO3SHCTBYOIIMX
CyOBEKTOB, COOTBETCTBYIOIIMX KPUTEPHAM MAJIOro OH3HECA 32 CYET NOBBIICHHS
#X KOHKYPEHTOCIIOCOOHOCTH, aJaTalli¥ TPORYKLUMH M YCOYT K 3ampocam
xmHeRToB, YPHEKTUBHOTO MCTIONB30BaHMS PECYPCOB.

KpoMe TOro, MOCPEACTBOM MapKETHHTOBOTO YIPABIECHHUS MPOBOIUTCS
CeTMEHTAHs PHIHKA, PEKjJaMa, OPHEHTHUPOBaHHAash Ha LIENIEBYIO ayIUTOPHIO,
VCHEMHOE TO3MIMOHMPOBAaHWE TOBAapa, 4TO SBIAETCA BaXHBIM (HaKTOpOM
TOBHINEHAS KOHKYPEHTOCIIOCOOHOCTH mnpeanpusatus. Iloatomy ympasnenue
M2DKETHHIOM CUMTAETCS KIIFOYEBBIM HHCTPYMEHTOM HE TOJNBKO JUIsl JOCTHXCHHUS
nenel, Ho ¥ Juis oOecredeH s JOJIrOCPOYHOr0 yCIexa U pa3BUTHSA NPSATIPUATHA.

Bo BTOpO# INiaBe AuCCEpTAlMM IO Ha3BaHWEM «AHAJIN3 COCTOSHMA
OPraHH3aNKK MAPKETHHIOBOM JeATeIbHOCTH Cy0HLEeKTOB MaJoro Ou3Heca»
A2Ha OlieHKa TeH/IeHIMH Pa3BATHS CyOBEKTOB MAJIOro Gu3Heca B Y30€KHCTaHE,
NPOBENICH CTATHCTHYECKMI aHANU3 MX POJU B DKOHOMHKE CTPaHBI, BBIABICHEI
Gaktops yeroiumBoro paseuTus. [IpoaHATM3UPOBAHO COCTOSHNE OPraHU3ALHH
MZDKETMHIOBOM JiesTeNLHOCTH CyOBEKTOB Majoro OusHeca peciyGIIHKH.
Paspaborans  meroponormueckuii  mozxon K OueHKE  O(PQEKTHBHOCTH
HCTIONE30BAHMS MApKETUHIOBLIX MHCTPYMEHTOB CyOBEKTaMH MaJOro Oranecd,

H2 0CHOBE KOTOPOrO NIpoBe/eHa OLIEHKA MX JIeATENILHOCTH.

C MomenTa obpeTenns He3aBUcHMOCTH Y30eKHCTaHa oco00e¢ BHUMAHHC
YAensercy Maniomy OuzHecy ¥ 4acTHOMY npeAnpPUHHMATENECTBY B pa3BUTHH
PKOHOMMKY. Manwii GusHec npusHaH ONHMM W3  OCHOBHBIX (paxTOpOB

H o : ocoOHOM
ANOTHEHNS By TPEHKEro prIKa BHICOKOKAYECTBEHHOM KOHKYpeHToCH

: 3 eJieHNs,

npouym“e", ofecrieuenys 3apATOCTA M yBE/MHEHHA JOXOAOE uaC)K el

OBHUCHNS ero GparococTosnus, OH TaKke NpU3HAH AKTHBHO lw”on);poﬁ
H

c >~
Hnoj KOHOMMueckoro passuThA, KoTOpas ABIACTCH rapaHToM
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oLHATbHOM H OMMTHYCCKOM CTAOMIBHOCTH H obecneunBaer d’opM"POBan"e
C

yKperUienHe K1acca cOGCTBEHHHUKOB — CPEMIHEro kiacca — COIIHam,Ho"
[TOMMTHYECKOM OMOpBl H dynnamenta obmectsa. ITosromy, s Vabekncrgy,

JANIOCH MHOXECTBO peopM IO Pa3BUTHIO MAJIOro Ou3Heca i YaCTHop,

TpOBO "
Ba)XHEHILEro Harpasi
MpeMPHHAMATETBCTBA B Ka4ecTBE Ba PaBIICHHA SKOHOMHyec

TOJTHTAKH CTPAHDI.
3a roIB! HE3ABHCHMOCTH, 61aro/1apst OrpOMHOMY BHHMAHHIO H TI0/Ulepyye

rOCYZIapCTBa, yeJBHBIH BEC MAJIOro Ou3Heca U YaCTHOTO NPEANPHHUMATENbCTR,
B BAJOBOM BHYTPEHHEM MpPOIYKTE CTPaHbl YBEIMYMBACTCA M3 roja B roi, B
TiepBbIe TOMbI HE3aBHCHMOCTH, B 1991 roxy, nons manoro 6M3HECa M YacTHorg
TpeANPHHAMATENHCTBA B BBII cocrasisia 1,5%, B 2000 rogy 3ToT nokasares
nocrar 31%, B 2015 roxy — 64,6%, B 2020 roxy — 54,8%, a B 2023 rogy — 51,2%,
10 ecTh mokasarend 2023 roza BeIpociH B 33 pa3sa 1o cpaBHEHHIO ¢ 1991 roxom
u B 1,3 pasa no cpaBHeHHIO ¢ 2005 roxom.

JlanHble  TOKasaTeld  J0AM  Majoro OH3Heca M YacTHOIO
npexmpuauMaTenscTBa B BBII  V3bekucrana IpeBHIILAIOT  [TOKa3aTelH
DONBIMHCTBA CTPaH C Pa3BUTOM PBHIHOYHOW SKOHOMMKOHM. B yacTHOCTH, B
Wramau 3T0T Nokasares cocrasiieT 60,0%, B Smounn — 55,0%, B I'epMaHuH -
54,0%, B Bemukobpuranmu — 53,0%. Cpeau ctpan CHI' B KasaxcraHe
cocragiser 25,6%, B Poccuiickoit @enepaunu — 20,0%.

B 2024 rony B 061mem mopsiake HacYUTHIBaIOCH 417080 cy6BEKTOB MAJIOrO
Ousneca, neficTBylomux B Pecriy6nuke Y36ekucran, 6e3 yyera AEXKaHCKHX H
depmepckux  xossiicts. Ecnim B 2010 romy obmee  KOJHYECTBO
32DETHCTPUPOBAHHEIX CYOBEKTOB MaIoro GusHeca cocrasiasuio 179 693
€EMuEl, 1o B 2023 romy 3T0T NoKaszarens goctur 555 971 eaunun. KoandecTso
BHOBB CO3/IaHHBIX CYOBEKTOB MaJIOro GM3HeCa TAaKKe YBETHYMIIOCH 32 ITH OBl
B wacthocrw, B nepmox 2010-2024 rogo B cpemHeM eXETOIHO
gzm B;:’T’Z :’ wi‘j“‘;l’alwlo npoxoauno 6Gonee 53 TeicA4 CyOBEKTOB
2ot 601;66 : ;Hanuaupyemme rOABl B CpeJHEM €XEeroAHo HO
I o it grjlcsm cyOnekToB Manoro 6u3Heca, U B CpeHEM
ACATENBHOCTH CYOhekTOR Manorgpgkpamanu S0K) A9 RTS TGN U, IS

M3HECA 3aBHCHT OT pasiinuHBIX (PaKTopOB:

BKIIIOYAs 3KOHOMM
HeCKHe, opranusa
IHHHOHHBIE 0 oppie H
MHIMBUI aNIbHEIE IPHY KL, 1 PRHQUARG, TIPAR

Ecmn B 2010
Majioro Gusneca p P FORY Koaduunent mipexca yeTOHYHBOCTH CYOBEKTOR
ecnybnvke Vibekucran cocrannsn 0,847, To ¢ 2016 roAd
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p— GoJiee BLICOKHE PE3YIIbTaTHI, a B 2024 roay
0

Habmonancs HauGonee
vt koauuienT 0,678 (rabnuua 1).

Tabaunya 1
AHATH3 OCHOBHBIX NIOKa3aTe/eH CYyOLEeKTOB Maoro Gusmneca B Y3bekucrane?

» g = Mapxuposka | 2010 . | 2015w, | 2020+. | 20217, 2022r. | 20237, | 20247 |
KomreecTso AcHCTBYIOUIIX

M Manoro
EPCUTPHIOIMITCTCTRA A 152246 196014 334767 411203 462834 | 523586
(roaesoc, 6c3 yueTa

m H M I

) xoasiicTs)

417080

MPETHCTPEPORINNLIX
cyGuexTon Manoro
DPCUTPRHHMITCIBCTEA 179693 221140 353921
(roaosoc, Ge3 ywera
ACUGIRCKHX 1 GepMepciax
xoawiicTs) b
KommMecTso BHOBSL COZTAHHRIX
cy6aexTon Manoro

436981 488916 555971 614987

323)4 26396 93214 98886 90177 86030 77046
(roaomoc, 63 yueta

( 27447 25126 19154 25778 26102 32415 197817
OpeANpHIHMaTEMLCTRa (N0

9 2 9895 46985 23049 30229 32457
NA0rO BpeANpHIMMATE LCTRS i ol
(00 pafiowam  ropozax) y

Hizexc yerolivumocrs BA 0847 0,886 0,946 0.941 0.947 0.942 0678

| —CKC AXTHBHOCTH C/A 0212 0,137 0278 0,240 0,195 0,164 0,185
\"" SAETHRSOCTH VA 0,180 0,128 0,057 0,063 0,056 0,062 0,474

0,050 0,058 0,078
\Em“’"‘ YIA 0,122 0,116 0,030 0,114

B Pecny6nuke VaGexncran 3a nepuon ¢ 2010 no 2024 rox 6onee 340 THICAY
CybvexToB Manoro Gusneca TNPEKPaTHIIH CBOIO JICATENLHOCTD. JI0Ms MPEANPHATHH,
OKA3LIBAIOMMX OnTOBKIE PO3HHYHBIE TOProBble YCIyrH, B 00uieM '*"cl’(’):
THKBHIMpOBaHHEIX NPEANpHATHI cocTaBWia 33 INpOLEHTa, 32 HHMH }inenz),mo
PCANpHSTHS obpaGarsiBaiowmeii npompinuienHocTH — 18,09 npouenta. Ha : 1"
"PEMIDHATHH  cenmbekoro, mecHoro M PHIGHOTO XO3S/CTBA MPHXOAHMTC

PoueHTOR, o
B cmam ¢ STHM BOSHMKACT HEOOXOAUMOCTh H3ydeHus (aKTopos,

OBEKTOB
OXBAOUNX HanGombmee BIMAHME HA NpeKpaIleHne AeATeNbHOCTH CY

; TeJbHBIC H
:anom Ousneca. K ochoHLIM (hakTOpaM OTHOCATCA: Sug:lfél:onarcnwb’e
HCTHTY M OHa L 1 16 (akToper, mHanoroBas  Harpy3ka,
Cocranneyq

asTOpO wre PecmyGamxH
H M Ha OCHOBE Namihix ArenTcTsa mo craticTike nph [lpesuac
oWk by

\QST//Sat.g?JuzjraSmix-stahslika/gSI’CO__'z
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U3MEHEHHs, HOBble TPEeOOBaHHA HIIM OIPaHHYEHHS K B
paspelIHTEbHBIE H JHLEH3HOHHBIE TPEOOBaHHsA, He06XoaH
BefcHMA Ou3Heca M YMpaBJICHHA, 3aIIHTa COGCTBEHHOCTH,
MEXaHH3Mbl MOTHBALHH CYOBEKTOB NPEANIPHHUMATEILCTBA K zp.

Maremarudeckoi 0CHOBOH aHanH3a Kannana-Maiiepa spyig
¢opmyna Kannana-Maiiepa, HcnonedyeMas s pacera mp
AEATENLHOCTH WM «BEPOATHOCTH BBDKHBAHHMA» (Survival

€TCA cre
010,

‘

Hllam llesrrem,n
MbIe HOKYMCHTN y

Ang

AYlouay
HOCTy

probability) CY6Bhekrog
MaJsioro 6u3Heca:

n

S@) =ITi-,(1 -

d;
(2.1)
{
rae,
S(t) — BO3MOXHOCTb BEDKHBAHHS Ha PHIHKE 110 MOMEHTa BPEMEHH t;
di — KONHYECTBO CyOBLEKTOB MaJIOro OM3Heca, neATenBHOCTE KOTOpBIX
NpeKpaimieHa B t; BpeMs;
M —  KO/IMYECTBO CYOBEKTOB Masloro Gu3Heca, AeHCTBYIOMMX B t; Bpems;
Ha ocHoBe cratWcTHuecKMX HaHHBIX o CyObekTax Manoro Gusneca s
Pecybmike V36exucran mo oTpacnaM H cepam 3a 2015-2024 roxsr nposeaen
anamu3 Kapnana-Maiiepa, pesymbrats: KOTOPOro NpeACTaBlIeHHI B Tabiuie 2.

Tabauua 2
PesynbTaThi pacyera “BEPOATHOCTH BLKHBAHHM» CYy(0HEKTOB MAJIOT0
Ou3neca B oTpacasx u cepax

B 1-ii rog Ha 5-m roay Ha 10-m roay
OGo3na- | Orpacau u chepui | neposruocri [mepostmocrs BEPONTHOCTE |BeposTHOCTS | BeposTHOCTS |BeposTHOCTS
YeHHe Opexpamenns | snranpanns UPCKPAICHNS | BALKMBANNS | HPEKPALICHNS | BAKNBANES
AeaTennnocTH ACATEALHOCTN ACSTEALHOCTE
(Cenmbckoe, necroe i 8
A bI6HOE X03siicTBO 7.1 92,9 8,1 91,9 9,2 90,
OpHOAOOKIBalOmas
MBIILICHHOCTD Y
uran paspaborea| 29 97,1 43 95,7 4,9 95,1
b CCTOPOX ACHHIK gl e L
OGpabathiBaiomas
C___ Inpombumnennocts 6,2 93,8 6,4 93,6 7.3 __931—
® _Crpouremscrao 38 96.2 52 94.8 69 | 931
Onepayu ¢ o
A Incmikumoctsio ! 953 5.2 94,8 0 s
I Pa3oBaHue 10,5 89,5 17,5 82,5 15,9 84,1
3ﬂPnOOXPOHcImc H 90.5
i~ B COUHANbHEIE yenyry 3,8 96,2 3,8 96,2 9,5 ___’,—-J
Ilo pesynpraram aHau3a

MOXHO cnenats BLIBOg, 4TO BEpOATHOCTP
Ousneca B teuemnme 10 ner B cepax
" 06opoHl, 06s3aTeNbHOr0  conUaTbHOrO
O3AHCTB, HaHHMaIOWKX KOMamIHIOK npucayry
“IyTH s cobetBenHoro motpe6nenus, H

BEDKHBAHMA  CyGnekrop Masoro
rocynapcreennoro ynpasnenus
Ne4CHuA, nesarenuocTy AOMOX
uanozmnmx TOBaphl u vy
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e oo % 15 s
o aplie TaKy10 1t ) PEKpaTAT cBolo ACATENBHOCTE B
eqesne 10 71€T:

OjHaKo 3TO HE TO3BONAET obocHoBaTh TUMOTE3y O TOM, Kakpe $axropr
A MPOVICHAC CPOKA NCATEIILHOCTH CYGHEKTOB Manoro Gusneca Ha phIHKe
4 onpEfCTHTS YCTKHC CTPATCTHYECKHE HANDAB/ICHNA NpUHATHS ynpaBnquecxm;

pesuii. COOTBETCTBEHHO, U BKIIOYEHHS BIMAHHS dakropos B aHamm3e
Wa-MaﬁCPa MCTIONB3YCTCA  MOZIENb  MPONOPLUMOHATBHEIX puckoB (Cox
proportional Hazards) WY METOZIb! CPABHEHHSA PA3NHYHBIX CErMEHTOB, Jra MOJENb
peACTABIAET coboit Oonee pacwmpennyio dopmy amammsa Kapnana-Maiiepa,
koTopas T03BOMAET BBIABMTE (AKTOPHI, BIMAIOLME HA KeATeNbHOCTL cybnbexTon
waroro Ousneca. JUIA TPHMEHEHHs Mojenu MPONOPUHOHANBHOIO  pucka

fenonb3yeTca cneayomas popmyna:
h(t LX) = ho(t) x efiXatBakat-+pxy 22)

rac,

h(t { X) — Bmusanue dpakTopos X B NIEPHON TMKBHIALMK;
ho(t) —

(axTopoB;
B1. B2, .. By — k03bOULMEHTE! BIMAHMS GaKTOPOB (ONpEENIOTC Ha OCHOBE

PETPECCHOHHON MOZEIIH)
e~2,718

lonyucHHbIe 3HaYeHUs HAKTOPOB, BEIGPAHHBIX JUI MOJENH, IPHHAMAIOTCA
TIPH CNIEIYIONMX YCIIOBUSX.

HHrepnperanus 3navennit Hazard Ratio npoBomuTcs ceayiomym o6pasom:

« HR > 1: ®akrop ysenuuusaer puck.

* HR = 1: ®axrop He Bauser Ha puck.

* HR <1: ®akrop cHmxaer puck.

Cornacho npencTaBneHHOMY NOIXOLY, MOXHO paccMOTPETh BIIMAHHE
PAUMYHBIX (AKTOPOB Ha AEATENBHOCTh CyOBLEKTOB Masioro OusHeca B 2014-2024
TOJaX, OCHOBHIBasChb Ha OOIMX CTAaTHCTHYECKMX NAHHBIX MO pecmybnuke. B
KadecTse Takux GakTopoB GbuTH BLIGPaHEL: X| — 06BEM YHCTHIX HATIONOB Ha TOBapbl
(B Texymmx LCHaX, rofoBoi), X; — KOHEYHbIE NOTPEOMTENIBCKHE PAaCXO/b (B
TEKYIMX ueHax, romoseie), X3 — SKCTOPT TOBapoB M ycuyT (B TEKYLIMX LCHaX,
FONI0BO#), X4— HMNOpT TOBapOR M ycyr (B TEKYIIMX LIEHAX, FO0BOH), Xs— rofoBas
MMHAMHKA HHJeKCa IOTPEGHTENLCKHX LieH (10 CPaBHEHHIO C fieKabpeM “Pgmﬂ}‘zr‘:
TO3, B npotenTax), X¢— 06beM HHBECTHIHI B OCHOBHOI KanuTai (rofoso), ;x
HCICHHOCTL noCTOAHHOTO Hacenenusi (Bcero), Xs — YHCICHHOCTD prno:nyr
Pecypeos, X, - COBOKYMNHEIN J0X0f HaceneHus, Xio — 00BbeM OKa3aHHBIX Y
CBS3Y 1 uHbopMaTH3aLMH. leH ypOBEHD
HCNONb30BaHKEM MOJIENIH MPONOPLIMOHATIBHOTO PHCKA °“peni‘arem, ~ree B
SHTHUA hakTOpOB Ha NeATENLHOCTD CyOBEKTOB MaJoro npezmp(;;l:l(ﬂT s
Tabmiue 3. Cornacro MOJMYYEHHBIM pe3yNbTaTaM, Bblﬁpaﬂume"cx JIMKBUAALMH
OCHOBHBIMH  (haKTOpaMH, MOBBILIAIOMMUMH P i AKTOpH!
CTH cy6bekToB Manoro OusHeca, Toraa Kak ocxall

¢yHkuMs pucka, onpenenseMas B MOMEHT BpeMeHH 6e3 BausaHus
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P

al0T NONOXMTENBHOE BIMAHHE HA PHIHOYHYIO JesTemsHocry,

P, |

;ﬁ?: 6usHeca 1 ABNAIOTCA (HaKTOPaMH, TIOBLIIAIONIHMH HX BEDKHBaeMocT, B

Crenens BAHsHHS GAKTOPOB, BAHSAIOUAX HA PYHKUHONHPOBgyy
cvOBeKTOB MaJIoro 6u3neca?!

DG B, ho(t) 3 [ hix SRRt

X1 126084 | 008 [2718 | 0,023 Daxrop cHmxaer proy

X2 2668439 | 0,08 | 2,718 | 1,153 | axrop m

X3 1,67645 | 008 | 2,718 | 0,428 °‘”’°me
X5 28681 | 008 | 2,718 | 0,005 Gaxrop chinxact pucy

X6 1195924 | 008 | 2,718 | 0,011 DaxTop chmxact pugy——

X10 -1,19859 | 0,08 | 2,718 | 0,024 ®axrop CHWE

L{enecoo6pa3Ho pacCMaTPUBATh KaXIbli (PAKTOP OTAENBHO, YTOOK Y4HTHIBaT,
BIMAHHE JPYTHX ()aKTOpOB, HE SABIAIOIIMXCS CTAaTHCTHYECKH 3HAYHMug
COOTBETCTBEHHO, PE3YNBTaThl OTACNBHBIX PEIPECCHOHHBIX aHANTH30B gy
onpefieNieHHs  BO3ACHCTBUA (AKTOPOB, BIHAIOMMX Ha QYHKUMOHMpOBanye
CyOBeKTOB MaJIoro 6M3HeCa, H paCCYHTaHHAsA 110 HUM CTENEHb NPONOPLHOHATLHO
pucka (HR) npexacrasineHsl B Tabnuue 4.

Tabanna 4
CTeneHb BIMSAHHS OTACALHLIX (paKTOPOB HAa PYHKIHOHHPOBAHHE
cyOobexTa MaJioro 6usneca?s

dakTopsl By ho(t) < h(tlX) HR
X4 -0,06985 0,08 2,718 0,075 DakTOp CHHAKAET PHCK
X7 -0,84265 0,08 2,718 0,034 DaKTOp CHHXAET PHCK
X8 -1,82207 0,08 2,718 0,013 DaKTOp CHHAKAET PHCK
X9 -0,10238 0,08 2,718 0,072 DakTOp CHHKAET PHCK

Pe3ynpTaThl mpoBeseHHOro aHanM3a MOKa3kIBAlOT, YTO BCE PaCCMOTPCHHbIC
(aKTOpEl  OKa3LIBAIOT MONOXHUTENBHOE HIM OTpHULIATENILHOE BJMAHHEC HA
3pdexTuBHOCTD GYHKUHOHHPOBaHHS CyOBLEKTOB Maoro GH3HEca B Pecmybimke
Y30exucran. CoOTBETCTBEHHO, mONA CyObexkToB Manoro Ou3Heca CTpaHBl,
CO3IAHHBIX H MPEKPaTHBIIHX CBOKO AEATENLHOCTH Ha phiEke B TeueHue 10 ner,
HH3Kad. BMeCTe ¢ TeM, pesy/bTaTs! ananu3a BEISBHIIH, UTO B HEKOTOPBIX CEKTOPAX
M OTpacnsx, ocobeHHo B o6pabarniBaromieii MPOMBILIJICHHOCTH, [EpHOAHIHOCTD
ACATCIBHOCTH CYOBEKTOB Maioro GusHeca HU3Kas. B CBA3H C 3THM Lesnecoobpasio
IIPOBOJIUTE TOCTOSHHBIMN MOHHTOPHHI' CYObEKTOB Masoro Gu3Heca B CEKTopax H
OTPACNAX Ha OCHOBE BBHIIENPUBEACHHBIX METONOIOIHIECKHX MOJXOM0B.

B Tpetseii rnase AUCCEepTalMH 1O Ha3BaHHeM «CosepuieHCTBOBaHHE H
noBbilIeHHe 3¢PexTHBHOCTH YNpaBJieHHS] MapPKETHHIOBOH AEATEJIbHOCTBIO
Cy0LeKTOB MaJioro Gu3Hecay BBIABHHYTHI NIPE/IJIOKEHHS M0 COBEPIICHCTBOBAHHIO

OPraHM3aUMOHHON  CTPYKTYpEI YNIPaBleHUs MapKETHHIOBOH JESTENBHOCTEIO
CYOBEKTOB Manoro Gusmeca. Cuctema ynpasnenus B3auMOOTHOMEHHAMH C

;‘Pmpworm aBTopa
SPaspaborxa aBTopa



CHTAMH cy6BeKTOB MaJIoro Gusneca YCOBCPIICHCTBOBaHA Ha OCHOBe KOHLeILuK
4R. TIpenoXeHbl MYTH Pa3BUTHA PLIHOYHON nesTensHocTH CyObekToB Manoro
6 aseca MYTeM TIOCTPOCHHA apdexTHBHBIX B3aMMOOTHOWIEHHI ¢ KiHenTamy.

dopMbl H MCTOZIBI YTIPABJICHHS MAPKETHHIOM BeckMa Pa3H006pa3HbI 1o cBouM
qpOSBTICHHAM M PE3YIILTaTaM, Mx mHorooGpasue Onpenensercs rtakumu
¢axTOpaMH, KaK HATHIMC HECKONILKMX  CTpaTermyeckx

BO3ACHCTBHA, H3MCHCHHE PBIHOYHBIX YCIOBHH, NOTpeGHOCTY
OKyNaTe/IbCKHE MPEATIOUTEHHS, MHOrooGpasue hopm 1 MeTozoR KOHKYDPEHLHH, UxX
MI0CTOSHHOE Pa3BHTHE H COBEPIICHCTBOBaHMe. [TyTu u BO3MOXHOCTH NMpHUMeHeHus
MapKCTHHIa Ha MJIBIX MPEANPHUATHAX MMEIOT CBOM 0COGel

HOCTH. B vacTtHoCTH,
(opMHpOBaHHE CTPYKTYPHl OPTaHM3alUMH M cucTema

YTIDaBIICHHA MOXHO
MPOBOAHTD C H3HATATLHEIM COOTBETCTBYIOIIMM ONpPE/e/eHUeM MecTa MapKeTHHra,
OpHEHTHDYACh Ha TMPOGHUIL

ACATCIILHOCTH NPEANPHUATHA, 00BeM IIPOH3BO/CTBA,
acCOPTHMCHT ITPOIYKIIHH, reorpa(bmecxuu OXBaT pbIHKA U APYTHE CTpaTeruyeckue
3azla4H.

B mpeanpHATHAX Manoro Gu3Heca craTyc ormena MapKETHHIa 3a4acTyio
BTOPHYCH, 3 €T0 y4acTMC B MpOLECCAX MPUHATHA PewleHMii OrpaHMyeHo. o

CHIDKACT BO3MOXHOCTH CBOEBPEMEHHOIO M MOJHOIO yyeTa TpeGoBanuii PbIHKA H
notpebHocTel notpebuteneh. B  coBpemenmmx PBIHOYHBIX YCNOBMSAX I
MPOH3BOACTBA  KOHKYPEHTOCNOCOOHOM mpomykumu u YCIYyT  ynpaBieHue
MapKCTHHTOBBIMH (QYHKUMAMHM JOJDKHO OCYLIECTBIATBCS Ha CTPaTEruuecKoM
yposHe. IToatomy Heo6xonuMo pacuimpenue npas u ¢ynkuwmit ornena mapkerunra,
MICPCBE/LA €10 B HENOCPEACTBEHHOE NONYMHEHHE T€HEPATLHOMY IUPEKTOPY WIH €ro
NEPBOMY 3aMECTHTETIO.

Takas cTpykTypa oGecneunBaer cneayromue NpEeMMYLIECTBa:

YcumMBaeTcs BIHsHUE MAapKETHHIa Ha CTPaTerH4€CKHE PEIICHUSA, IIOCKOJIBKY
PYKOBOACTBO OT/C/Ia MMEET NPAMOM KOHTAKT C PYKOBOACTBOM KOMIAHHH ¥ MOXET
AaBaTh ONepaTHBHbIC PeKOMEHALMH Ha OCHOBE aHAJIN3a PHIHKA.

IloBbImaercs cnoco6HOCTH CO3MaBATH NPOAYKT, OTBEYAIOUMi TpeOOBaHUAM
PBIHK3, TOCKONBKY OTHEN MapKETMHra COBMECTHO C MPOH3BOJCTBEHHBIMH
flofpasaeneHusMU GOPMUpPYET KOHLEMIHUIO MPOAYKTA.

loBbimaeTcs cTaTyc MapKeTMHrOBOM JCATENBHOCTH, NpeBpamias ee B
CTpaTermyeckui PECYpPC, YTO BaXKHO I TOBLINICHHA KOHKypeHTOCHOCOGHOCTH
Maiioro 6u3Heca.

Cybbextam Manoro Gusneca HEOGXOIMMO HHTEIpHPOBATh MAPKCTHHIOBBIC
PyHkuwmu ma crpatermueckom, a me Ha ONepalMOHHOM YPOBHE, YCHIHTE €To
BIMAHME B mpoleccaX NMPHHATHA pemeHMH M 06ECTeduTh LCHTPAIbHYIO P‘:;:
MapKCTHHra B CO34aHMM PIHOYHO-OPHEHTHPOBAHHOM MPOAYKIHH. Haunas 6M§gec
CiMTaeTcA ympasnenueckoif MHHOBauMel, oGecreyMBaioulei ManoMy OH3HECY
KOHKYpPeHTHOE npenmymecTEo. =

Ha “Pelmx;)uxrzxx Masnoro OusHeca HeoOXOAMMO 0550""'*"7: 2 :Icz:':
¢TaTyc otmena wmapketuHra, pacumpsAs €ro mnpasa H (byﬂl(ll"m 11epBOMY
HenocpencTaennoro nomuunenus reHepalbHOMY JMPEKTOpY HIH €
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BO3MOXHOCTH MPHHHMATh peay,
imento, MPERCCTARIEY ¢ yueToM TpeGo PRAIBHHIE peyiegyy
_— CTBY M COIAHMIO npoAyKIHH TPEOOBaHHI phiyy, Tio
r[pomBon

Baskeh TAIOKE cTaTyc OT/IENA ynpaBJieHHs MAPKETHHIOM, Ecjiy Y Hero

ecTh PHCK npeBpameHm ero B IIPOCTOro PerucTpatopa, yr, " "Hmknr,
NOMHHTEIBHBIX c1'pyl(1?"p H YCJIOXHEHHIO Y“PaBHquecm = K
obecriequTh BBICOKHIl CTaTyC OT/e/Ia MapKeTunra, g OII‘ImmBua ;
reHepaTbHOMY JMPEKTOPY WIH €ro MNepBoMy samecryy.  °

OCPEACTBEHHO CTHTey
gen Pelim 6yzer SpeKTHBHO TONBKO B TOM CIyae, eCITH Npasa i gy, u:;’-
TICA MBPRETHITa PACIIMPCHSI, H EMY TIDENOCTARIEHA BOIMOKHOCTS npyyggy

¢ pellieRns 110 pa3paGoTKe H CO3AAHMIO MPOXYKIWH C YyeTom TpeSonagy
pHIRKa (PHCYHOK 3).

CTATYC,
co3armio N0
[lenecoobpasHo

% 3amecTHTEb 4 Tpyrue otgens;
TpeanpnsTHe JHpPEKTOpa NpeanpHsTIy
YnpasieHHe MapKETHHIOM
Hayuszie
eIOBaHIA 0
maxcneomnam [ e ‘ HOK}’HaTCJ]b
e
IIpoH3BOICTBO ’< | e
i'\ i
Jln3aifn H ynakoBKa \ o]
,>%
PHIHOYHOE HCCIIEI0BAHHE \ %
‘»
Ot/ie1 HHHOBAIH & =
a
Paborta ¢ nepconaiom
A ‘ KoHKypeHTHI
ITocTarku ¥ nnonaxwu

Puc 3. Opuenranns MapKeTHHI0BOI'0 yNpaBJieHHsl HA MOKynaTeJeii H
KOHKYpeHToB

Heol 3(1)(1)'e KTHBHOTO yNpaB/IeHHs! PBIHOYHOM JeATENbHOCTbIO NMPeATpPHATHA
mne;:ozmuo 4€TKO ompesenHTH HeJH, TOTHOMOYHS M 3aJa4d MapKETHHTOBBIX
xBaJmOB’ BHE/pUTL HHHOBALMOHHBIE MOIXOMBI H NpoAyMarh MyTH MOBBILCHHA
% 4L COTPY NHUKOB,
npag; Map
i o KETHHIOM mofipa3fenserci Ha HECKONBKO OCHOBHBIX

Hanpapsepy
Hallﬁawleu B or TIPOM3BO/CTBEHHBIX 10 COBITOBBIX MpOLECCOB. L
e umeer cpoy cneunpuueckue 3anayy:

2
6pa3pa601'xa aBTOpa
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1. K OCHOBHBIM 33/la4aM MapKCTHHIa B HpoM3BosCTBE OTHOCHTCH amanus
notpeGHOCTCH LIRS, SFATHS NORWKYpEHUMH, paspaGorka mnana TOBApHOTO
acCOPTHMEHTA,  BHEAPCHHC HHHOBAUMOHHBIX NOAXOMOB syis topmuposanus
poCTpEGOBAHHOTO ACCOPTHMCHTA M €10 YCHIEUIHOrO NpoABM eHHs g1a pHIHKe,
paspaboTKa IICHOBOM MOTMTHKH.

2. K OCHOBHBIM 3a7a4aM MapKeTHHIa B 06jacTy AM3aiHA U yIaKOBKH
OTHOCATCA COTVIACOBAHMC BHEIIHEr0 BMJA MpoAyKTa co crpaterveis Openna u
co3aHNe MHROBAIHOHHOTO JIM3aHHA, NPUBJEKAIOMEr0 BHIMAH e noTpeburesnei,
paspaboTka yAOOHOHM, IKONIOTHYECKHU YHCTOM, mpoctoii B UCIOJIb30BaHUM U
KDaCHBOW YTIAKOBKH, a TaKXE CO3JaHHE YHHUKAILHOrO nn3a

MHa ymakoBku,
0ecnedHBAIOMIET0 JIETKYI0 Y3HABAEMOCTh NPOMyKTa Cpe€au KOHKYpEHTOB.
3. PHIHOYHBIC MCCIEIOBAHMS BKIIOYAIOT BBISBJICHHE Pa3IMYHBIX CErMEHTOB

pHIHKA W ONPENICTICHUE LENEBLIX ayAUTOPHI, BBIsBIIEHUE 1T

OTpeOHOCTeH KIHEHTOB,
W3ydeHHE TEKYIMX M OyIymMX TeHAeHuuit PbIHKAa M OOHOBNEHME cTpaTerwii,
perylsSpHOE H3Y4CHHE KOHKYPEHTOB.

4. OCHOBHBIMM 3a71a4aMU MapKETHHIa TIPH paboTe ¢ TPyROBBIMH pecypcamu
SBIGIOTCA.  TIOBBIICHWE — KBaNMHMKALMM  COTPYIHUKOB, dopmupoBanue
SpOEKTMBHOH KOMaHMbI, YNYYIICHHE BHYTPEHHMX KOMMYHUKalMiA, pocT
TIPOM3BOIMTENHHOCTH TPY/a.

5. OCHOBHBIMM 3aJayaMH MapKeTHHTa B npouecce cObTa ABIAIOTCS
OUPEACICHAC MCHBI, MO3ULMH M NPEHMYIIECTB TOBAPA, YNPABICHHE KAHATAMU
cObITa, TpPOBENCHHE pEKJIAMBI, aKUUi U MEPONPUATHH MO IPOABHUIKECHHIO
IPONMYKIMK UL CTUMYJIMPOBAHHS TPOJAX, a TAKKe Pa3BUTHE OTHONICHHH C
KIMEHTAMH TIOCPECTBOM NPOTPaMM JIOSUIBHOCTH ¥ IIOCTOSIHHOTO 0OCITy)KHBAHHSI.

Jist 5GGexTHBHOrO ynpaBneHHus PHIHOYHOMN [EATETHHOCTHIO IpeANPUATHA
HEODXOZMMO YETKO ONpENENHTh LENH, TMONHOMOYMSA M 3a[a4d MapKETMHIOBBIX
OTACNOB, BHEJIPUTh MHHOBALMOHHBIC MOAXOMABI M NMPOAYMATh MYTH NOBBILECHUSA
KBATHQUKAIMY COTPYNHMKOB. YTIpaBJICHHE MAapKETHHTOM IOAPA3NeNseTcs Ha
HECKOJIKO OCHOBHBIX HAaIpaBJIEHHH B MpPOILECCaX OT MPOM3BOACTBA A0 MPOIAX.
Kaxnoe Hanpapnienne 10/DKHO BBINONHATS ONPEENEHHBIE 3a1a4H.

Masomy Gusnecy HeoOxomuma GbICTpas ajanTalus CBOEH AEATENBHOCTH K
AMBaMHUKe cipoca ¥ Npe/IIoAKEHHUs Ha phIHKE. i 3TOro OTAE] MapKETHHTa IOJDKEH
OTCAEKUBATH M3MEHEHMS PHIHKA ¥ MIPOBOJMTH AHATH3 C IOMOILIBIO AHAIITHYECKUX
MECTPYMEHTOB B pexwuMe peanbHOro BpeMeHH. D((HEKTHBHOCTh MapPKETHHIOBOM
ACATENBHOCT MOXHO NOBHICHTH 3a cueT ee uudposusauuu. Ilpu ITOM AN
UIPMBieYCHIS KIMeHTOB PeKOMEH/AYETCA MCTIOTE30BAHHE COUMANIBHBIX CeTeH, BeO-
€108, email-mapkerunra y CRM-cHCTEM. Cs

Creupanycry OTAE/Ia MApKETHHIA JIOJKHBI yqaCTB(lBaTb B perymlpuux
POrpammax o6yuennus u GpiTh B Kypce HOBBIX TEXHOJIOTHH H HHHOBau"(:IH ey
MET0108. Paiyionansioe ucnonp3opanme pecypcoB MOXeT OBITh o6ecneqeuoen); -
“OOPMMHauMy  mapkerypropoii  mestenpHOCTH  ©  APYTHMH  OTA \

“OTpynsuyecTra ¢ o1 eaMu cObITa, IPOM3BOJCTBA H (PUHAHCOB.

; ABJICHHH,
Heobxonuma pa3paborka Hay4HO-METOA0IOrnHeCKnx "3:-1&03)10!!"’1
elocoberBysonyx ONpPE/ICNEHNIO HKOHOMHMHECKOTO  3HAUCeHHI Y
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KTHBHBIX ssawoomomcnnﬂ C mnen;:mn“ Ha ognoae CoBe HIeHCTROp,
MAPKETHHTOBBIX nmoApasAeieHuit  cy6nekTon Mastorg ¢
JeSTENBHOCTH w3a BIMAHHS HNEMEHTOB MapKeTHHTa (Toapa W3Hecq,
ROMIIERCHO™ ::::Hm xauecTBa 00CIYXHBaHuUs, "HHOBau;,;)eH“’ KaHangy
S "ponni xonxyp’eumcnocoﬁuocm. * 8 Taygg
nosuﬂg:::;’pemcmcoﬁnocn MaJioro 6M3Heca 3aBUCHT ot KITIOYeBbIX yye
\apkeTRTE W WX ¢akTopoB.  Bimsnume  «kaxnmoro 3neMem:eHTon
mmpemcnocoﬁnom oueHnBvae'ncx MO OTACNIBHBIM MOKa3aTesy: (baKTOpa};a
CBS3AHHBIM C TPOXYKTOM, LCHOH, KaHalamH CcObITa, NPOABHKEHUEM, Kallpagy
[1eCCaMH H MEHE/DKMCHTOM. ;

Ha pHIHOWHYIO JESTENBHOCTh CYOBEKTOB MAoro Gusmeca
MHOXECTBO BHIIEYKa3aHHBIX MAPKETHHIOBLIX (DaKTOPOB, NOX BlHsiHMey
Ha TIPOTSDKEHHH Psiia JIET Ha6monaro'r<ix CIIEyIOLIKE TIOKa3aTenH sde
PEIHOYHOH JESATENHOCTH NPEATPHATHH. Ha ocHoBe npoBeennbIx TeOpeTHYeckyy
HCCIENOBAHWH B KAueCTBE PE3YJBTATHBHBIX  IOKa3areneif paccMotpeny
KOHKYPEHTOCTIOCOGHOCT  CyOBEKTOB Manoro 6usHeca  (RB) M prmogysg
nesrensHocth (BF). MIx ypoBeHp (OpMHpyeTCs BClenCTBHe pifa daxtopop,
CBS3aHHBIX C 3JIEMEHTaMH MapKETHHTa.

VpoBeHs KOHKypeHTocnocobHocTH (RB):

BlMser
OTOpBix
mBHQCTH

RB=ay+a;X; +aX; +--+a,X,+¢ (3.1)
PazsuTHE pHIHOYHOH fedaTenbHOCTH (BF):

RB =By + B1 X1 + B2Xo + - + BuXn + 11 (3.2)
191 (o
@;, ;i — Kk03pUUMEHTE perpeccHu (IIOKa3bBIBAIOT BIMAHHE KAXIOr0

MapKETHHI'OBOI'0 3JIEMEHTA);
&j, i — cyHalHble no2peuHoCmu

Crenyromas QyHKUMS HCIONB3YeTCA IS CO3JAHMA  HMHTETPAIBHOIO

HOKa3aTeNs COBMECTHOM OLIEHKM KOHKYPEHTOCIIOCOOHOCTH M PhIHOYHOH
AEATENBHOCTH:

IF = y,RB +,BF (3.3)
IF = 60 + 2?=1 61X1 + € (34)
rze, :
IF — unrerpanbueii  unnexc pasBuTHA  (KOHKYPEHTOCIIOCOOHOCTD t
PHIHOYHAS NIeATENbHOCTD)
¥1,Y2 —Becosbie koaddunmenTrr;
80,81~ xodddummenTH obmiero Bo3zeHCTBHA
TOOB oGecreyury BO3MOXXHOCTb NPUMEHEHHsS OAHHOTO Mozie/THpoBaiA 8
“@KIOM cybrekTe Manoro Gusmeca, Moxens PerpeccHi NAHEITH NPOrHO3HPOBAHI:

BKJI
104aro1as ?/ax'rop BPEMEHHY (), BRITNIAAMT crieayromum 06pasoM: 15)
rae: it =08y + 27=1 50X/lt + OpTe + uy i
L= cybvexm Manozo busnecq
t—= 200
Tt e

$haxmop menOenyuu epemeny;
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X yauHas nocpeuHocms
ug— P

o6uwii Bua GyHKuMH (3.5) sBnsercs MHoOrogakro

g PHO# perpeccuonHoit
MoJIebI0, TOCPEIICTBOM KOTOPO# M3y4aeTcs B3auMmochss

b MEXAy sneMentamu
MapKeTHHT (Xi—=Xn) # pe3ynsTHpYIOmMMH Nokasarensmu (RB, BF). 3ro

nossoiAeT PaspabaTLIBaThL HayuHO 06OCHOBaHHbIE NPOrHO3L 1 PeKOMeH Ay
o MOBBIIICHHIO KOHKYPEHTOCNOCOGHOCTH M  phIHOWHOj AEATENBHOCTH
cyGBEKTOB MAJIOro OH3HECa.

JlanHetit MOIXO MPEANIONAraeT paspaboTky rubkoi u
CHMYJALIHOHHOH MOJIENH, KOTOPYIO MO>XHO OPUMEHSTS B pas
Ma70ro G3HeCa. ITa MOZIEN, O3BOIISET NPOTHO3HPOBATS B
MapKETHHTOBBIX ()aKTOPOB Ha JEATENBHOCTH Mamoro Gy

peanbHOro BPEMCHH, OLEHMBATH AIBTEPHATHBHLIE CTpaTe
Haubonee ONTHMAIBHBIE PEIICHUS.

CHCTEMHO-IMHAMHYECKas CHMYNSUMOHHA MOJes Pa3BUTHS PBIHOYHO
ACATENBHOCTH C HCTIONL30BAHHEM MaPKETHHIOBBIX HHCTPYMEHTOB JEATENbHOCTH
MaJIoro OM3Heca MO3BOMAET aHAU3UPOBATH AMHAMHKY W3MEHEHHA MOKa3aTeNeit
peIHOYHOH neaTenbHOCTH (BF _stock) 1 konkypenTocnoco6HocTH (RB_stock) Bo
BpeMeRH. JlaHHas MOJIeNTb OCHOBAHA Ha MpUHLHMIE stock- flow (3anackr-notokm).
B xaxnblii MOMEHT BPEMEHH PacCUMTHIBAIOTCA IIOTOKH BF_flow u RB_flow,
KOTOpEIe 00ABNAIOTCA WIM BBIYMTAIOTCS M3 3amacoB BF_stock u RB_stock
COOTBETCTBEHHO. Takoii M0OAX0A MO3BONISET MONETHPOBATS PA3BUTHE peabHBIX
OKOHOMHYECKHX MPOLIECCOB BO BPEMEHH.

OcHoBHO# LeNMBI0 MOzENU ABNAETCH ONpe/eNneHne U3MEHEHMS PBIHOYHOIA
ACATENEHOCTH M KOHKYPEHTOCIIOCOGHOCTH C TEYEHHEM BPEMEHH B PE3yJIsTaTe
H3MeHeHHs (akropos Xn, napamerpos «growthRaten u «decay». B kagectse
SMMX  (akTOpoB  GbUM  BHLIOpAHBI  ClIEAYIOLIHE dakroper:  X1-Ions
CepTuduIMpoBaHHOi NpoayKuMH B obmeM oObeme npoaykuuu, %; X2-
Kospduument cpeaHer wLeHbl; X3-Jlons 3/EKTPOHHOH TOProBIM B 0OmLIEM
obeMe cObira, %; X4-Ilons MapKETHHTOBBIX DPacxoloB B obmeMm obbeme
Pacxonos, %; XS5-VpoeHb KBanudMKaUMM COTPYIHHMKOB, HOJIA npon:ezlmux
MOBbIlIeHHe KBaNMMHMKALMM 33 TOX OT OGLIETO YHMCNa COTPYAHHMKOB, %; X6-
Cpennee BpeMsi BBITIONTHEHHUA 3aKa3a (Hei); X7-YpoBeHb y3HaBaeMOCTH Oper/a,
OTHOCHTENbHO 06wl aymuTopuy (%).

Pesymsrater mpornosa 00O «MxGon Casmo» Ha 2022-2024 Gl‘onme,
OMyYeHHEIE Ha OCHOBE CHMYIAMOHHOIO MOJIETMPOBAHUA OTPAXKEHB! B T2 m{g»
5. Tlo Pe3ynsTatam Mapketunrosoit aestensHoctd OO0 «I/Ixﬁo:; ;2!:‘1}) n
Onpeneneno, yro MHTErpajbHasi OlleHKa PHIHOYHOHN AEATEIbHOCTH (B St
YPOBHs koHKypeHTocnioco6Hoctn  (RB_flow) Takke YyBEIHIHBA ot or
ko3ddumument 0,1 PesynkTaThl 1MOKa3bIBAKOT, YTO BhIpYHKa MPCAMPHA 024
Peanksamy mpo, 999.95 MJH. CyMOB B 4 KBapTaie 2

POAYKUMM YBEJHUMUTCS C , OnpexeseHo, 1To A0
Tona 110 154538 M. cymoB B 4 kpaprane 2027 roaa. Onp

1,29% B 4
Philka 000 «Mk6on Casroy B paMKax cBoeii TeppUTOpHH COCTABHT ! $
KBaprane 2024 roaa.

YHHUBEpCaNLHOM
HYHBIX OTpacisx
HSHHE Pa3IMYHBIX
3HECa B pexuMe
THH M TIPHHHUMATE
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qHOI JenT TaGinny g
Ammaneuich WO HikBon canton 16 2037 L0
ROHKYPEHTOCIOCOOHOCTH 10» 110 2027 ropq2?
r—-—‘t""" W RB_flow BF_stock (Bbipyuka ot peanusaumn | RB_stock (aona Pbitka
NPOAYKUUK, MAIH CYM) npoLern) h
—ata] 82y {ies 499,97 P o
20202 | 317 2,20 545,42 5,58
""2;2;63— 318 2,21 590,87 5,71
2022-04 | 3,18 2,21 636,33 5,74
2023-Q1| 318 2,21 681,78 6,32
2023-Q2| 319 2,21 727,23 BT
202303 | 3,19 2,22 772,68 6,47
2023-04 | 3,19 2,22 818,14 7.05
2024Q1 | 3,20 2,22 863,59 763 |
2024-Q2 | 3,20 2,22 909,04 721 |
2024-Q3 | 3,20 2,23 954,5 778 .. |
202404 | 321 2,23 999,95 8,36
2025-Q1* | 3,21 2,23 1045,4 8,94
2025-Q2* | 3,21 2,23 1090,85 9,52
2025-3* | 3,22 2,24 1136,31 9,59
2025-04* | 3,22 2,24 1181,76 9,67
2026-Q1* | 3,22 2,24 1227,21 9,85
2026-Q2* | 3,23 2,24 1272,67 10,03
2026-03* | 3,23 2,24 1318,12 10,14
2026-04* | 3,23 2,25 1363,57 10,28
2027-Q1* | 3,24 2,25 1409,02 10,56
2027-02% | 3,24 2,25 1454,48 11,14
2027-03* | 3,24 996 1499,93 1519 ...
| 207040 | 35 2,26 1545,38 11,29
- Pesynbrars CHMYIAUMOHHOIO  MOJAENUPOBAHUA  BAXHBI, TOCKOJIBKY
PEAOCTaBNzIOT ¢

CTparery YObEeKTaM Majnoro 6u3Heca IIMPOKHME BO3MOXNKHOCTH AU
awem:zcxoro TIaHHPOBAHMSA, COMOCTABJICHUS CLICHapHEB H nporuoaupOBaH“"
OCTH NpUAHTHS PEUICHHH, a TaKKe JOCTYNHBI JOOOMY CyOBeKTY

Gnaroaps
TUIOBOY Tabiune, C T cocTapiTh
IPOTHOZL!  ¢Roes ne. CyOmexThi Mamoro Gu3Heca MOTY

PeanCTHY X ACATCIBHOCTY B PasnuuHBIX  yCIOBHAX (omumucwtmbl:T,
MaPKeTHHTOBOj NCCOMMUCTHYHEIX)  y priGupats  onTHManbHbiE  BAPHY
BOR M MHEHOBAIMORKOM HoNHTHIH.
T e
a3paborka aprops
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3AKIIIOUEHUE

Ha OCHOBAHMH TONYYCHHBIX  pe3ynbTaToR HCCIICNI0BaHUS  crenann
CIETYIONIHE BBIBOJIBL:

]. CyOBeKTsl Manoro OusHeca sBNAIOTCH o
5ROHOMHKH JIIOOOH CTPaHBI, KOHKYPEHTOCIOCO6
KOTOPHIX BO MHOTOM 3aBHCSAT OT 3d)deKTHBHOT
pesy/bTaTe MacITabHbIX pedopm u roCyapcTBe
ga PasBHTHE ITOTO CEKTOPA B Y30eKucTane ¢ Mo
rabmojiacTCs TCHACHIMS YCTORYMBOTO POCTA J0M Maioro Gusneca B BBII. ITpu
sroM S)(PEKTHBHAS OPraHM3AMsA MapKeTMHIOBOH JesTensHOCTH CTaHOBHTCS
BXHBM CTPATCTMACCKMM WHCTPYMEHTOM, KOTOpBIH oGecmeunBaer e TOJIBKO
5KOHOMHYECKYIO CTaOMIILHOCTB 3TOM chepbi, HO 1 TEXHOJIOTHYECKYI0 THOKOCTE B
yCIOBHAX IM(PPOBOH TpaHChOpMamy.

2. MccneioBanysl MOKA3BIBAIOT, 4TO YUIPABICHHE MapKETHHIOM B MaJiOM
GusHece CTIOCODCTBYET ONTMMM3ALMM KIMEHTCKOTO OMbITa 3a CY€T ray6okoro
aHanM3a  TOTPeOHOCTEH  motpeGurenei, wux CETMEHTallUM,  CO3JaHHs
aIaNTHPOBAHHEIX MPEIVIOKEHNM U OMHHUKAHAIBHOTO (MHOTOKaHaJILHOTO) MOAX0/A.
Hcnomb3oBaHWe LUQPOBBIX TEXHONOTMH — HHTEpHET-MapkeTunra, SEQ
(MOMCKOBOH ONTHMM3ALMK), MOGHIBHBIX MPHIOKEHHMHA M COLMAIBHBIX CeTell —
T03BOJIIET CyOBEKTaM Majioro GM3Heca OXBaTHTh MaKCHMAJIbHYIO ayIUTOPHIO C
MHHHMAILHBIMEA 3aTPaTaMH. JTO CMOCOOCTBYET NMOCTPOEHMIO AOITOCPOYHBIX H
NOSUTBHBIX OTHOILECHHUH C KIIHEHTaMH.

3. IlpeanoxkeHHas MapKeTHHroBas Mozaens 4R (Relationships, Relevance,
Response, Retention) sBuseTcs BaXHBIM  HHCTPYMEHTOM COBPEMEHHOT0
YUpaBI€HUs: MApKETHHIOM Il Manioro OusHeca. Ha ocHoOBe 3To# Mopmenu MoxHO
TNOBBICHTE  JIOSUIBHOCTh ~ KJIMEHTOB  Onarofaps  CO3NAaHMIO  NPEMIONKEHMI,
OTBEHAIOMMX HX IOTPEOHOCTAM, pa3pabOTKe CTpaTeruii BO3HArPaXKIACHHS,
CTMYJIMPYIOIMX NIOBTOPHBIE MOKYIKH, U ONIEPATHBHOTO PETUPOBaHKSA Ha HHX.

4. Tlomxon K COBEPIIEHCTBOBAHHMIO MAPKETHHIOBOM JEATENLHOCTH CYOHEKTOB
Manoro busneca, ocHoBauHbIA Ha Moseau SOSTAC (Situation analysis, Objectives,
Strategy, Tactics, Action, Control), ofecrneunBaeT TLIATENLHOE TIaHUPOBAHNUE
71210, OT aHAM3a KOHBIOHKTYPHI PHIHKA JI0 Tporiecca KOHTpos. braroaaps aToi
MONeNM  mpeanpuaTME MOXET ~ OCYHIECTBJIATh  MOITANHYI0  pa3paboTky
MapKETHHIOBO} cTpareruy, PalLMOHAJIBHOE MCIIONB30BAHHE PECYPCOB H OCTHUTATh
PEAILHBIX pe3ynpTaTos,

5. Yienons3osanue Mopeny Kapiana-Maiiepa 1 MOJIGITH IPOTIOPUHOHATIBHOTO
PHCKa B BEPOATHOCTHO-CTATHCTHYECKOM AHANN3E TIPOOKHTEHOCTH PBIHOMHOM
ACATENLHOCTH CyGheKTOB Majioro GM3Heca MO3BONAET OJHO3HAYHO OMPENSIHTH
baxtops1, BusONE Ha NPOJIOIKHTENFHOCTh HX JIeATEIBHOCTH, H C‘bOPM“pOBa::
g;pa'remu NPOTUBOACHCTBUA BHELIHUM pHCKaM, ITO crocoOCTBYET YHeTy pHCK

* IDHHATHY MapKeTHHIOBBIX peLeHHi, , y

6. P%paﬁolT)auHaa B uccﬁeuonauuu cucTeMa MHTErpallbHbIX "OKa,jl?:ﬁﬁZ::

OUCHKH 3 dekTnpHOCTH MapKeTHHra (NIl MOCTOAHHBIX KIMEHTOB, TIOXKH3

fIHAM M3 KmoveBbiX dakTopos
HOCTh W ycToitunBoe passuTue
O Ynpasnenus: mapketunrom. B
HHOH Mozeps KKy, HanpaBJIeHHbIX
MEHTa 00peTeHus HE3aBHCHUMOCTH,
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LexocTs  KIMCHTOB, ypoeHb  YNOBICTBOPEHHOCTH,  COBopeqye

SLTONHEHHE 3aKasos ¥ T.A.) MO3BOMACT TPOBOMMTS  yrimyGiresspyyy anoka

anoro GusHeca ¥ YNpaBIATh MapKEeTUHIOBOI REATeNMbt10¢7,
10

™M M
ne;ﬂ’eﬂb“oc ﬂ

x WHCTpYMEHTOB. JlaHHast cucTeMa n
OCHOBE AHAMTHYCCKH TpY 03BOJIster Oliekyg

MapkemﬂmBY‘O nemnmoc*rb HE€ TOJBKO IIO Ka‘IeCTBeHm,]M, HO aTh
Mo

RONMIECTBCHHBIM NoKa3aTeyAM. 5

7. CoBepIICHCTBOBAHHE OPraHM3aUMOHHON  CTPYKTYPH!  MapkeTuyirp

. 5 mayoM GHsHeECE, TIPEBPAIIEHAE MAPKETHHTA B LIEHTpanLHyio (byHm';‘;:
KOMTIAHWA W BOBJICYCHHC B 3TOT NPOLECC BCEX COTPYAHHKOB obecneunpay;
KOHKYPEHTHOE NPEMMYIIECTBO M PBIHOYHYIO YCTOMYMBOCT MpeNpusTus, R
Texymel CHTyaluH HexBaTKa KBAJIH(HULMPOBAHHBIX KaIpOB U HEZI0CTaToYRoe
SEMMaH¥e K MAPKETHHTY PHBOJIAT K NPEKPALICHHIO ICATE/BHOCTH MHOTHX Maryix
TpETPHSTAN.

8. Pesy/IbTaTsl TPOBEJICHHOr0 CHCTEMHO-AMHAMHMYECKOTO CHMYIIALKOHHOrO
MOJEIMPOBAHKS TIOKa3alH, 9TO PLIHOYHAA AKTHBHOCTDH (BF_stock) u yposens
KOHKYPEHTOCTIOCOOHOCTH (RB_stock) cyOBekTOB Majnoro Om3Heca TecHo
B3AMMOCBS3aHEl MEXIy CO60H, a BHIOpaHHBIE CTPATETHYECKHE (AKTOPbI HMeroT
pemaiomee 3HaYeHWE B HMX  YNPaBICHHH. Koapuuuentsr  perpeccun,
onpe/ielicHHEIE MOZIENBIO Ha OCHOBE KBapTAIbHBIX JAHHBIX, I03BOJIHIIH I0CTOBEPHO
OTpa3uTh U3MEHEHHS PEATbHBIX PHIHOYHBIX yCTIOBUH.

9. TloBEimenue TMoKa3aTenei 3GEKTUBHOCTH MapKETHHTOBOH JEATENBHOCTH
cyOBEKTOB MaJIoro GM3HECa HANPSMYIO TOJIOXKHUTEIBHO BIUSCT Ha THCTYIO BIPYIKY
KOMIIAHHH, 2 MTHHOBAIIHOHHAS AEATEIBHOCTD U Ka4eCTBO MPOAYKIHH o0ecrequBaioT
JONTOCPOYHOE TPEMMYILECTBO Ha phIHKE. B TO K€ BpeMA 3(pexTHBHAA
OpraHM3alUsA MapKETHHIOBOH EATENLHOCTH INOBBIIIAET BEPOATHOCTE TOrO, 40
pacTymee [aBieHHE CO CTOPOHBI KOHKYPEHTOB IPHBEJET K COKPAIICHHIO MOTOKOB
¥ YMEHBIIICHHIO JIOH PHIHKA.

10. Yicnions3ys mpemiaraeMoe CHMYJIALHOHHOE MOZACIHPOBAHHC, CyOBeKTHl
Maioro Ou3Heca MOryT NPOBOAMTH CICHApHBIA aHaIM3 I OITHMH3ALHH
PaclpeNieNeHus MapKeTMHIOBOro Oro/pkera, OMNpeACICHHs TIPHOPUTETHOCTH
MHHOBAUMOHHBIX NPOEKTOB M AJaNTALlHM LEHOBOH MONMTHKH. OTO TOMOXET
gm?r:ﬂémm CHHU3UThL PHCKH, CBA3aHHBIE C vKOHKprHTOCHOCO6HOCTI;::;Hg
s s pe);z(l));g:e BO3MOXHOCTH pocTa, C Hay4yHO# TOYKH 3pCHHA, npe;ulal; e
ity pmﬂoqﬂozilv{yerca B kayecTBe 3()(eKTHBHOrO MHCTPYMEHTA KOMI;HmaJIOI‘O
6M3Heca, nporsoay ﬂi’;TeJleocm M KOHKYPEHTOCTIOCOGHOCTH CYOBEKTO et
Taiiin 05pa30Mp0 (;:x BO BPEMEHH ¥ 060CHOBAHHS CTPATErHYECKHX puaHHOW
CHMY ISHOHHOTO ’MonengM:&onanue NMPOrHO30B € nomoxubloc"cm"mw
U3MCHEHUA PHIHOYHOH uea'fenb:opzz,;‘ ficbradimk HpOI‘HOSPlpOBﬁaTb r:)ippuuxa. aero

HHTerpanug g npakTu4eckue vy M HE OJIHOTO, 8 MHOTHX CYOBCKT L AauCHI
A1 NOBBINEHMs KoK ynpapneHyeckue nporecchl Hmeer 60Jkbl

3BHT
, % YPEHTOCNOCO6HOCT ofiuusoro pa’
PEAPHSTHI Maoro A U U obecnieveHHus ycr
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INTRODUCTION (abstract of the thesis of Doctor of Phijo

sophy in Economi
Sciences (PhD) resume) ’ oy

The purpose of the.r?s.eal:ch is to develop pro
improving marketing activities in small businesses.

Objectives of the research:

to provide a scientific and theoretical basis fo
management of marketing activities in small businesses;

to develop methodological approaches to the or
activities in small businesses;

to identify the opportunities for Uzbekistan to use th
countries in organizing marketing activities in small busine

to identify the development trends of small busines
their place in the country's economy;

to analyze the state of organization and man
small businesses;

to assess the effectiveness of using the marketing system in small businesses;
fo suggest ways to improve the organizational structure of marketing
management in small businesses;

to develop proposals and recommendations for improving the customer
relationship management system in small businesses;

to develop proposals for increasing the effectiveness of using the digital
marketing system in managing the activities of small businesses.

Object of research was selected as small business entities, in particular, small
business entities under the Chamber of Commerce and Industry of Uzbekistan.

Subject of the research is a set of socio-economic relations that arise in the
process of improving marketing activities in small businesses.
The scientific novelty of the study is as follows:
according to the methodological approach, the economic content of the concept
of “marketing activities in small business entities” from the perspective of a complex
Systematic process that ensures the achievement of long-term economic stability by
ncreasing the competitiveness of business entities that meet the criteria of small
business by their description, adapting products and services to customer demand,
and using resources efficiently has been substantianted; :

the proposal based on expanding the rights and functions of the marketing

cpartment in small business enterprises by directly subordinating it to the general

dnre.ct.or or his first deputy, and providing it with the opportunity to make real
dec1§1ons on the production and creation of products, taking into account market
Tequirements has beep Justified; . h

the proposal to extend the period of operation of the enterprise bas.ed on t 2‘
Proportional risk mode| of small business entities, which groups the ""“,paCt.:k
Internal and externa] factors during the period of activity into levels of hlghdr:he
facmr’f (HR > 1), “no risk factor” (HR = 1) and “risk factor” (HR < 1) to exten
Operating cycle of an enterprise has been justified;

posals and recommendations for

r the organization and
ganization of marketing
€ experience of foreign
sses;

ses in Uzbekistan and assess

agement of marketing activities in
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based on econometric modeling of the impact of marketing

. . : 4 elements on
development of market activities and increasing the competitiveness of s
eV

_ G & kistan through establishing effective relatigpep:
e eg?: srelzasltj?rl:;icators for the period until 2027 have been de?':ll];gidwnh
custo_t[n‘? practical results of the research are as follows: ‘

the scheme of the improved structural structure, production chain anq genery]
processes of the marketing activities of small business entities has been Proposed:

the organizational mechanism for developing 4P and 4R strategies of Marketing
in small business entities has been improved based on the use of Swor, PEST
modules;

to use digital marketing tools that correspond to the 4R elements of
marketing to increase the efficiency of activities aimed at ensuring the in
the strategic marketing potential of small business entities have been proposed:

to use marketing strategies aimed at ensuring the competitiveness of small
business entities and increasing the efficiency of market activities, taking into
account their strategic marketing potential, planning and capabilities have been
proposed. , ,

Reliability of the study results. The theoretical sources used in the dissertation
are from literature published in state publishing houses, and the practical data are
from statistical sources formed from official data of the National Statistics
Committee of the Republic of Uzbekistan and the Chamber of Commerce and
Industry of the Republic of Uzbekistan, the results of the author's sociological
survey, and the conclusions, proposals, and recommendations have been officially
reviewed and approved by authorized state structures.

Scientific and practical significance of the research results.

The scientific significance of the research is explained by the fact that the
proposals developed as a result of the research can be used in scientific and
methodological in-depth research on determining marketing strategies aimed at
proving marketing activities and increasing their competitiveness in small
business entities, and in developing the fundamental foundations for the

classica]
Crease of

development of this area,

s Idevheglra:teg:al significance of the research results is explained by the fact tt'hZIt
0 scientific : d practic

recommendations and methodological proposals and P

can be used in developing roadmaps aimed at establishing

e b ) p b esta
m:t:fng a(t’rt“’m?s of small business entities and solving problems in their use of
decisiol:sg ;m::; nereasing their efficiency and making long-term stratfliiz
and textbooks materi:lt:g ' management decisions, and preparing training man

Im
on imprg\lfg:l en:»:(io"l o research results, Based on the scientific results obtained

iy ug] mto eting activities in small businesses, "
of "marketinggacﬁﬂ}q methodologica approach, the economic content of the conc?x
systematic po. Vities in small bysiness entities" from the perspective of @ comp by

process that ensures the achievement of long-term economic stabillty
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increasing the competitiveness of business entities that meet the criteria of small
business by their description, adapting products and services to customer demand

and using resources efficiently and according to the cureent proposal tl’1
theoretical and methodological developments were used in the preparation of th:
recommended textbook "Marketing" for students of higher education institutions
(Order of the Rector of the Tashkent State University of Economics No. 387 dated
December 21, 2023). As a result of the implementation of this scientific proposal in
practice, it was possible to expand theoretical kno

4 A : A wledge on the concept of
"marketing activities in small businesses", improved

X from the perspective of a
complex systemic process that ensures long-term economic stability;

the proposal based. on expandipg the rights and functions of the marketing
department in small business enterprises by directly subordinating it to the general
director or his first deputy, and providing it with the opportunity to make real
decisions on the production and creation of products, taking into account market
requirements has been implemented into the activities of small business entities
within the Chamber of Commerce and Industry of Uzbekistan (Reference of the
Chamber of Commerce and Industry of Uzbekistan No. 04-07-27-3989 dated April
10, 2025). As a result of the implementation of this scientific novelty in practice, the
level of use of digital technologies and software products by small businesses
increased and was used in the implementation of strategic projects aimed at creating
synergy based on the interaction of participants in the value chain;s on the
production and creation of products, taking into account market requirements;

the proposal to extend the period of operation of the enterprise based on the
proportional risk model of small business entities, which groups the impact of
internal and external factors during the period of activity into levels of “high risk
factor” (HR > 1), “no risk factor” (HR = 1) and “risk factor” (HR < 1) to extend the
operating cycle of an enterprise has been implemented into the activities of small
business entities within the Chamber of Commerce and Industry of Uzbekistan
(Reference of the Chamber of Commerce and Industry of Uzbekistan No. 04-07-27-
3989 dated April 10, 2025). As a result of the implementation of this scientific
novelty, it was possible to identify the main factors affecting the risk of small
business entities surviving in the market by region, sector and industry, and by
reducing the impact of external factors on the marketing activities of small business
entities in the production and retail sectors, it was possible to reduce the share of
small business entities that ceased their activities by 9.8% in 2024 compared to 2023;

based on econometric modeling of the impact of marketing elements on the
development of market activities and increasing the competitiveness of smgll
business entities in Uzbekistan through establishing effective relationships with
customers the forecast indicators for the period until 2027 has been implemented
Into the activities of small business entities within the framework of the Chamber of
Commerce and Industry of Uzbekistan (Reference of the Chamber of Commerce
- and Industry of Uzbekistan No, 04-07-27-3989 dated April 10, 2025). As a result of
the implementation of this scientific novelty in practice, it has become possible to
€nsure consistency between the perspective parameters of the impact of marketing
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ements on the development of market activities and increasing the co
m .

ess entities through the establishment of effective rej afi Pet:tivenesS
With

el
of small busin

customers.
Approval of the research results. The results of the dissertation
res

discussed at 4 international and 5 national scientific and ;
Publication of research results. A total of 15 scieg:?ggc::,rcf nferences
of the dissertation including 6 scientific articles in scientific journ IS on the Subject
by the Supreme Attestation Commission of the Republic of Uzb:ks- "ecommendeq
(3 scientific articles in foreign journals, 3 in republican j S, Including
published. Journals) have peg,
Structure and scope of the dissertation. The di i .
introduction, three chapters, a conclusion, a list of usec:l llitS:rr;talt:rOn Consists of gy
The volume of the dissertation consists of 142 pages. © and appengjc,

eal'Ch We
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