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KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon global ragamli
bozoridagi shiddatli o‘zgarishlar sharoitida xo‘jalik yurituvchi subyektlar
tomonidan ragamli marketingdan foydalanishning ahamiyati jadallik bilan o‘sib
bormoqda. DataReportal xalgaro agentligining ragamli muhit tendensiyalari
hagidagi hisobotlariga ko‘ra, “2021-yilga nisbatan mobil qurilmalarning
foydalanuvchilari  1,8%, internet foydalanuvchilari 4,0% ijtimoly media
foydalanuvchilari 10,1% o‘sish ko‘rsatkichlariga ega bo‘lgan. Shu bilan birga,
70% iste’molchi ishlab chigaruvchilarning reklamasidan ko‘ra kontentlari orgali
munosabat o‘rnatayotganliklarini ta’kidlashgan™. “Axborot asri” va “ilg‘or
texnologiyalar” ragamli siyosatning bosh mezonlari bo‘lib hisoblanadi hamda
bugungi kunga kelib har ganday tadbirkorlik subyekti o‘zining bozori va
iste’molchilari bilan munosabatlarni shakllantirishida ragamli texnologiyalardan
foydalanishni davr talabi darajasiga ko‘tarmoqda.

Jahonda globallashuv va shiddatli ragamlashtirish siyosati strategik
ahamiyatni kasb etayotgan bir sharoitda korxonalarda ragamli marketingdan
foydalanishni takomillashtirishga yo‘naltirilgan tadgiqotlar amalga oshirilmoqda.
Birgina Scopus bazasida “2000-2019-yillar davomida ragamli marketing mavzusi
doirasida AQSH, Hindiston va Buyuk Britaniya olimlari yetakchiligida jami 929 ta
ilmiy ishlar mavjud bo‘lib, olib borilgan tadgigotlar asosan ragamli marketing
negizida strategik rejalashtirish, ilovalarni yaratish va mobil marketing hamda
mijozlarning ragamli muhitdagi demografik xususiyatlariga bag‘ishlangan’,
shuningdek, ragamli muhit borasidagi asosiy tendensiyalar, ragamli
platformalarning moliyaviy natijalarini oshirish, xizmat ko‘rsatishga ixtisoslashgan
ragamli platformalarni yanada rivojlantirish bu boradagi ilmiy tadgigotlarning
ustuvor yo‘nalishlaridan hisoblanadi.

O‘zbekistonda ragamli texnologiyalardan foydalanishning huqugiy-me’yoriy
asoslarini mustahkamlash, iqtisodiyotda ragamlashtirish siyosatini yurgizishni
faollashtirish masalalariga alohida e’tibor garatilmoqda. Bu borada ragamlashtirish
masalalariga tegishli 30 dan ortiq me’yoriy-huquqiy hujjatlar gabul gilingan bo‘lib,
igtisodiyotning barcha sohalari bo‘yicha bir gator vazifalar belgilab berilmoqda®.
Xususan, “bulutli xizmatlar”, biznesni ragamlashtirish, sun’iy intellekt, “aqlli uy”,
moliya yo‘nalishida yuqori qo‘shilgan giymatga ega Xxizmatlarni joriy etish
choralarini ko‘rish vazifalarining ijrosida marketing borasidagi ilmiy tadgiqotlar
ko‘lamini yanada kengaytirish magsadga muvofigligi belgilab berilgan®.

O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi PF-60-son
“2022-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning Taraqgiyot strategiyasi

1 2022-yil boshiga global ragamli ko’rsatkichlar tahlili. https:/datareportal.com/ — global ragamli ko’rsatkichlarning
statistik tahlillari sayti (murojaat sanasi: 10.10.2021-yil).

2 Faruk M., Rahman M., Hasan S. How digital marketing evolved over time: A bibliometric analysis on Scopus
database. Heliyon. 2021. https://www.sciencedirect.com/science/article/pii/S2405844021027067 .

¥ O0’zbekiston Respublikasi Prezidentining 2018-yil 3-iyuldagi PQ-3832-son “O’zbekiston Respublikasida ragamli
igtisodiyotni rivojlantirish chora-tadbirlari to’g’risida”gi Qarori. - https://lex.uz/ru/docs/3806053

* O’zbekiston Respublikasi Prezidentining 12.05.2021-yil 12-maydagi PQ-5113-son “Xizmatlar sohasini jadal
rivojlantirish chora-tadbirlari to’g’risida”gi Qarori. - https://lex.uz/docs/5421233
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to‘g‘risida”gi  Farmoni, 2018-yil 21-noyabrdagi PQ-4022-son “Ragamli
igtisodiyotni  rivojlantirish ~ magsadida  ragamli  infratuzilmani  yanada
modernizatsiya qilish chora-tadbirlari to‘g‘risida”, 2020-yil 5-oktyabrdagi PQ-
6079-son “Ragamli O‘zbekiston-2030” strategiyasini tasdiglash va uni samarali
amalga oshirish chora-tadbirlari to‘g‘risida”gi qarorlari va sohaga oid boshga
me’yoriy-huquqgiy hujjatlarda belgilangan vazifalarni amalga oshirishda ushbu
dissertatsiya tadgiqoti muayyan darajada xizmat giladi.

Tadgiqgotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘liqligi. Tadqgiqot ishi respublika fan va texnologiyalar
rivojlanishining 1. “Demokratik va huqugiy jamiyatni ma’naviy-axlogiy va
madaniy rivojlantirish, innovatsion iqtisodiyotni  shakllantirish”  ustuvor
yo‘nalishiga muvofiq bajarilgan.

Muammoning of‘rganilganlik darajasi. Turli  biznes-modellardagi
faoliyatni marketing texnologiyalari yordamida tashkil etishning nazariy va
metodologik asoslari xorijlik olimlardan F.F.Kotler, K.L.Keller, G.R.Niv, D.Koks,
P.Doyl, Dj.Barnet, S.Moriarti, L.Shvayser, D.Shuk® va boshqgalarning ilmiy
izlanishlarida tadqiq etilgan bo‘lsa, D.Chekitan, D.Schultz, M.Faruk, M.Rahman,
S.Hasan, U.Moorthy va boshgalarning ilmiy tadgiqgotlari ragamli muhitning o‘ziga
xos jihatlari hamda ragamli marketingning konsepsiyalari va yondashuvlarining
nazariy va uslubiy masalalari bag‘ishlangan®.

Mustaqil Davlatlar Hamdo‘stligi mamlakatlari olimlaridan O.A.Kojushko,
I.Churkin, A.Ageyev, P.B.Karpushenko, A.S.Charikova, T.P.Danko, O.V.Kitova,
V.Budanov, I.Aseyeva, Y.A.Eremenko, A.A.Xovanov, M.A.Golubevalarni ilmiy
ishlarini ko‘rib chigish mumkin. Xususan, T.P.Danko va O.V.Kitovalar ragamli
marketingni rivojlantirish masalalariga o‘zlarining ilmiy ishlarida alohida e’tibor
garatishgan. M.A.Golubevaning ishlarida esa ragamli iqtisodiyot sharoitida
munosabatlar marketingi konsepsiyasini rivojlantirish masalalari o‘rganilgan’.

® Kotiep ®@., Kemnep K.JI. MapKeTHHI-MeHEKMEHT: miep. ¢ anri. — 15-¢ usn. — CI16.: ITutep, 2018. — C. 26; Hus
I'.P. TIpoctpanctBo [Jlokropa Jlemunra. [Ipunnunsl nocrtpoenus ycroiunsoro 6usneca / I'.P. Hus. — M.: U3n-Bo
«Anpnuna [Mabmumepy, 2005. — 369 c.; Koke JI. HoBas nens. Kak 00beanHUTE OepesxanBOe MPOU3BOACTBO, IIECTh
curM u teopuro orpanndenuii / 1. Kok, 1. dxeiiko06, C. beprimana. — M.: Maun, Banos u @epbep, 2011. —400 c.;
Hotiin I1. MapkeTuHr, OpueHTUPOBaHHBIN Ha ctouMocTh. — CI16.: TTutep, 2001. — 168 c.; bapuet J{x., Mopuaptu C.
MapkeTHHIOBble KOMMYHHKAIMU: MHTETpHpoBaHHBIH moaxoxa. — CII6.: ITurep, 2001. — 248 c.; HIBaituep JI.
Konnenmus u 3Bomonus 6uzaec-moneneit // SKOBECT. — 2007. — Ne6 (2). — C. 146-168.; lllyk [I. Yuurech BUIETH
om3Hec-nponecchl: [IpakTHKa MOCTPOCHUS KapT MOTOKOB co3fnanus nenHoctu / [ .1llyk, M.Portep. — 2-¢ m3n.— M.:
«AnprmHa [Tabmumepy, 2008. — 257 c.

® D.Chekitan, D.Schultz. The SIVA Model for Customer Focused Marketing. March 18, 2009.
http://rolandsmart.com/2009/03/siva-model-customer-focusedmarketing/; Faruk M., Rahman M., Hasan S. How
digital marketing evolved over time: A bibliometric analysis on Scopus database. Heliyon. 2021.
https://www.sciencedirect.com/science/article/pii/S2405844021027067; Uthra Moorthy. The Impact of Sales
Forecasting Management on Business Performance. — TU DELT, 2021. — 72 p. Vol.15. Is.4. P.521-529.
DOI: https://doi.org/10.17270/J.LOG.2019.351/.

" 0.A.Koxymko, M. Yypxkun, A.Arees u ap. Uutepuer-mapkerunr u digital-crparerun. Tpunmummst 3¢ dhexTHBHOr0
ucrojp3oBanus: y4e6. mocobue, Hosocu6.; Karpushenko P. B. Innovative approaches in marketing practice //
Marketing in Russia and abroad. No. 6. S. 78-82.; YapsikoBa, A. C. Digital-MapkeTHHT B Olpelie/iCcHHH KayecTBa /
Mounozoii yuenstid. - 2017. - Ne 18 (152). - C. 189-192. -URL: https://moluch.ru/archive/152/43169/.; Haubko T.IL.,
Kurosa O. B. Bonpocs! passurus nudposoro mapkerunra // IIpoGiemsl coBpemMenHoM 3koHOMHKH. - 2013. - Ne 3
(47). - C. 261-265.; Budanov, V., & Aseeva, |. (2019). Manipulative marketing technologies in new digital reality.
Economic Annals-XXI, 180(11-12), 58-68. https://doi.org/10.21003/ea.; Epemenko IOmnus AnekcanapoBHa
WHcTpyMmeHTapuii peann3allii MapKeTHHIOBBIX MHTEPHET-TEXHOJIOTMH B OusHece // Mopenu, CHCTEMBI, CETH B
SKOHOMHKE, TeXHUKe, pupoae u obmrectse. 2017. Ne3 (23). URL: https://cyberleninka.ru/article/n/instrumentariy-
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A.B.Bobojonov,  S.S.G‘ulomov, B.A.Begalov,  A.Sh.Bekmurodov,
A.A.Musaliyev, T.Z.Teshabayev, N.Nabiyeva, F.Kasimova, A.Abduvoxidov,
K.U.Turabayeva,  Sh.Dj.Ergashxodjayeva, @ M.A.lkramov,  M.Q.Pardayev,
L.T.Abduxalilova, U.U.Sharifxodjayev, Z.A.Xakimov, N.U.Muradova,
E.Nigmanov, R.R.Madjidov, D.N.Raximova va boshga bir gator olimlarning
ishlarida milliy igtisodiyotining ragamlashtirish siyosati doirasida ragamli
marketing tadbirkorlik sohalari, xususan Xxizmat ko‘rsatish sohasida ragamli
marketing texnologiyalarning nazariy va amaliy jihatlarini takomillashtirish
masalalari o‘z aksini topgan®.

Yuqorida Kkeltirilgan olimlarning ilmiy tadgiqotlari ushbu yo‘nalishda
gilingan ishlar ichida o‘z o‘rni va ahamiyatiga ega, ammo ragamli marketingning
ahamiyati va mohiyati, ragamli texnologiyalarning rivojlanishi, iste’molchilar
talabining o‘zgarishi bilan bog‘liq muammolar va ularning tahlili ilmiy tadgiqotlar
doirasidan chetda golgan. Xususan, Xizmat ko‘rsatish sohasi subyektlari tomonidan
ragamli marketingdan bozor talablarini e¢’tiborga olgan holda foydalanish
masalalari yetarli darajada yoritilmagan. Ushbu muammoni hal etish zarurati
tadgigot mavzusini tanlash, magsad va vazifalarni belgilashga imkoniyat yaratdi.

realizatsii-marketingovyh-internet-tehnologiy-v-biznese.; Xosanos A.A. Ontummu3aiys KaHAIOB pPacCIpeIeieHHs
KaK 9acTh MapKETHHTa ONTOBOW TOProBoi ¢upmsl // "MapkeTHHI W MapKeTHHTOBBIE HccienoBaHus B Poccun',
2000, Ne 6. - c. 43-46.; TonyoeBa Mapust AsiekcanapoBHa Pa3BuTHe KOHIICTIIUH MapKETHHra B3aMMOOTHOIICHUH B
YCIOBHAX udpoBon SKOHOMUKH // U3BecTus CIIeIay. 2019. Nes-1 (119). URL:
https://cyberleninka.ru/article/n/razvitie-kontseptsii-marketinga-vzaimootnosheniy-v-usloviyah-tsifrovoy-ekonomiki
8 Bo6okoHOB A.A. AXGOPOT MaxCyloOTIapH Ba PaKaMId MApPKCTHHI XH3MATIAPH OGO30PHHHMHI PHBOYIAHHII
TeHaeHIpsuapy // “MKTHCOAMET Ba WHHOBAIMOH TEXHOJOTHSIAp” HIM. 3J. KXypHamu. - Ne2, mapr-ampens, 2020.;
Gulyamov S.S. va boshqalar. Ragamli igtisodiyotda blokcheyn texnologiyalari. — T.: Iqtisod-Moliya, 2019. 396 b.;
Beranos B.A., Knunk Om3Hec cyObekTnapu ydyH sipaTwiaérraH axOopoT TH3MMIIapu cupaThHH Oaxoiamina
¢oiinananyBumiap TadaOMHUHT TaXawid. “MKTHCOAMET Ba MHHOBAIIMOH TEXHOJOTHIIAP” WM. dII. KypHamu. Ne 1,
stHBapb-(heBpaib, 2015 #mn; bekmypomor A.ILL., MycammneB A.A. Mapopmannonnsii 6usHec. Yu.moc. — T.: TTDY,
2006. — 288 c.; BoboxonoB A.B. V36ekucTonaa axGopoT MaxCyloOTAapH Ba XH3MATIAPH OM3HECHHH
PHUBOXIIAHTHPHUIIHUHT ycIyOmii skuxamiapu.: PhD. nuc. ukt. ¢pan. — T.: TAUY, 2018, - 155 6et.; Teshabayev T.Z.,
Otakuziyeva Z.M., Bobokhujaev Sh.l. Specificity of conceptual development of information economy in Uzbekistan
/I Advances in Economics, Business and “Igtisodiyot va innovatsion texnologiyalar” Ilm. el. jurnali. Ne 2, mart-
aprel, 2020 yil; Haouesa H. 2021. Hay4yHo-TeopeTHueckue OCHOBBI DPa3paOOTKH MapKETHHIOBBIX CTpaTeruit
pa3BuTHs MpennpuATui cdepsl yeayr B ycioBusx nupoBoit sxkoHoMuku. OOIIecTBO M WHHOBanuu. 2, 4 (aBr.
2021), 19-26. DOI: https://doi.org/10.47689/2181-1415-vol2-iss4-pp12-19.; Kacumoa @. Hanpaenenus
uudpoBuzanud ¥ UMGPOBOr0O MapKeTHHra B MajoM Ou3Hece U INpeapHHUMATENCTBE // DKOHOMHUKA U
obpasosanwue, 23(1), 55-62. ussneueno ot https://cedr.tsue.uz/index.php/journal/article/view/349; Abduvohidov A.,
Makhammadiev, M. Issues Of The Study Of The Labor Market In The Conditions Of The Digital Economy //
International Finance and Accounting: Vol. 2020: Iss. 6, Article 27.; Typabaesa K.Y. Pakammu uxrucomuéraa
9JIEKTPOH CaBJOHHHI pHUBOXIaHWIl Xycycustiapu // Development Issues Of Innovative Economy In The
Agricultural Sector. International  scientific-practical conference  on March  25-26, 2021.
http://papers.conference.sbtsue.uz/; Ergashxodjaeva Sh. J., Qosimova M.S., Yusupov M.A. Marketing. Darslik.- T.:
TDIU, 2018.-315 b.; Ikramov M.A., Pardayev M.Q., Abduxalilova L.T. Marketing tadgiqotlarida statistik tahlil.
Darslik.- T.: TDIU, 2022.-470 b.; A6ayxamunoBa JI.T. Wuarepuer mapkerunr. — T.. TAUY, 2021. 265 6.;
U.Sharifxodjayev, Z.Xakimov. Interaktiv va ragamli marketing. O’quv qo’llanma. — T.: TDIU. 2019.-271 b.;
Mypanosa H.Y. V36ekncTonna JTU3MHT XH3MaTIapH GO30PMHH PHUBOXKIAHTHPHII CAMApaSOPIHTMHM OLIMPHUII //
N.b.¢p.a. mucc. aBr. — T.: TAUY. — 54 6. http://library.ziyonet.uz/ru/book/119094; Hurmanos 3., Xampoes V.,
CesunoB JK. Pakammm 00XXOoHa TH3UMHUAA XH3MATIApPHH PUBOKIAHTHPUITHUHT J0713ap0 Macamaigapu //
V36exucTon Goxkxona axGoporHomacu. Ne2. —T., 2020. — B. 3-9.; Mamkuno P.P. AXGOpoT-KOMMYHHKALHs
XHU3MaTiapu 0030pHIa pakamMiIi MapKeTHHT cTpaTerusuiapuiad oinananum // Pakammm ukruconnér: Mkrncoanit
PHBOXKJIAHHUII TEHASCHUMSUIADUHE MOJISIUIAIITHPHII Ba 3aMOHaBHII axOOpOT-KOMMYHHKAIUS TEXHOJIOTHSUIApUHA
KyJunam uctukooiutapu: Pecn. mim.-am. koud. tymnamu. — T.: TANY, 2019. — B. 380-383.; Paxumosa JI.H. Strategy
of socio-economic development of the regions of Uzbekistan in the conditions of the digital economy // “Pakamiu
UKTHCOIMET MAPOMUTHIA UKTHCOAUET Ba MIIA0 YMKAPHIIHU TAIIKHWJ 3THII Ba OOIIKApUWIN: Ha3apHs Ba aMalHET”
MaB3ycH/JIa XaJKapo MUKECAAru OHJIAiH uiM.-aM. koHd. Tymiamu. —T.: TMU., 2021. — b. 19-22.
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Tadqgigot mavzusining  dissertatsiya  bajarilgan  oliy ta’lim
muassasasining ilmiy tadqiqgot ishlari rejalari bilan bog‘ligligi. Dissertatsiya
tadgigoti Samargand iqgtisodiyot va servis instituti ilmiy-tadgigot ishlari rejasiga
muvofiq “Innovatsion igtisodiyot sharoitida xizmat ko‘rsatish sohasi tarmoglarini
rivojlantirishning nazariy va amaliy muammolari” mavzusidagi (2021-2025-yy.)
ilmiy loyiha doirasida bajarilgan.

Tadqgigotning magqsadi xizmat ko‘rsatish  korxonalarida ragamli
marketingdan foydalanishni takomillashtirish bo‘yicha taklif va tavsiyalar ishlab
chigishdan iborat.

Tadqgigotning vazifalari:

ragamli igtisodiyot sharoitida marketing konsepsiyalarining rivojlanishini
nazariy asoslash;

biznes modellarining xususiyatlarini ajratgan holda ragamli marketing
texnologiyalarini qo‘llashda jarayonli yondashuvning o‘rnini asoslash;

ragamli bozor ekotizimida “iste’mol qiymatliligi”ni shakllantirishni
giymatlar zanjirini boshqarish asosida takomillashtirish;

xizmatlar sohasida ragamli marketing samaradorligini oshirishdagi xorijiy
tajribalarni tahlil gilish;

xizmat ko‘rsatuvchi korxonalar faoliyatida ragamli platformalarning o‘rnini
asoslash;

xizmat  ko‘rsatish  bozorida ragamli  marketingdan  foydalanish
imkoniyatlarini baholash;

xizmatlar sohasida ragamli marketing texnologiyalaridan foydalanish
salohiyatini baholash;

Samargand viloyati xizmat ko‘rsatish korxonalari ragamli marketing
faoliyatini tadqiq qilish;

xizmat ko‘rsatish korxonalarida ragamli marketing texnologiyalaridan
foydalanish tizimini joriy etish bo‘yicha amaliy takliflar ishlab chigish.

Tadgigotning obyekti sifatida Samargand viloyati xizmat ko‘rsatish,
xususan savdo korxonalarining ragamli marketing faoliyati olingan.

Tadgigotning predmetini xizmat ko‘rsatish korxonalarida ragamli
marketingdan foydalanishni takomillashtirish jarayonida yuzaga keladigan
ijtimoiy-igtisodiy munosabatlar tashkil etadi.

Tadgigotning usullari. Tadgiqot jarayonida matematik modellashtirish,
igtisodiy tahlil, tizimli va qiyosiy tahlil, SWOT-tahlil, statistik guruhlash,
taggoslash, tasniflash, so‘rovnoma o‘tkazish, AIDA va ROC-tahlil usullaridan
foydalanilgan.

Tadgigotning ilmiy yangiligi quyidagilardan iborat:

an’anaviy ~ marketingdan  ragamli  marketingga  transformatsiyalashuv
jarayonlarida “iste’molchiga mo‘ljallanganlik” tamoyili asosida ragamli marketingni
tanlashda ragamli brendni, mijozlar xarid tajribasini va talabni shakllantirish hamda
ragamli innovatsion mahsulotlarni taklif etishga omillar ta’sirining “yuqori”, “o‘rta” va
“past” darajalari aniglangan;

xizmat ko‘rsatish bozori uchun ragamli marketingning “sotish voronkasi”
texnologiyasini mazkur faoliyatining o‘ziga xos jihatlarini e’tiborga olgan hamda
8



potensial mijozlarni saglab qolgan holda “e’tiborni qaratish”, “jalb etish”,
“konversiya”, “saglab golish va himoyalash™ kabi bosgichlar orqali siljitib borishni
joriy etish taklifi asoslangan;

ragamli marketing faoliyati doirasidagi instrumentlarning biznes samarasini
aniglab beruvchi ROC-tahlilidan xizmat ko‘rsatish sohasi subyektlari tomonidan
foydalanishda tegishli ragamli maydonchalarni joriy etish modeli sifatini yuqori
(0,9-1,0), juda yaxshi (0,8-0,9), yaxshi (0,7-0,8), o‘rtacha (0,6-0,7), gonigarsiz (0,5-
0,6) darajalar kesimida baholashning magsadga muvofigligi asoslangan;

O‘zbekistonda axborot-kommunikatsiya tarmog‘i va elektron tijorat sohalari
yalpi go‘shilgan giymat hajmining 2026-yilga gadar prognoz ko‘rsatkichlari ishlab
chigilgan.

Tadgigotning amaliy natijalari quyidagilardan iborat:

ragamli marketing texnologiyalaridan foydalanishda bosgichma-bosgich
harakat tadbirlarining xizmat ko‘rsatish sohasi subyektlari faoliyatida qo‘llash
uslubi ishlab chigilgan;

xizmat ko‘rsatish korxonalarida qo‘llaniladigan ragamli marketing
modelidagi qiymat zanjiri hamda uning elementlarining joylashuvi va harakatining
asosiy bosqgichlari belgilangan;

xizmat ko‘rsatish sohasi subyektlari tomonidan ragamli platformalardan
foydalanishning asosiy yo‘nalishlari aniglangan;

xizmat ko‘rsatish sohasi subyektlari faoliyatida ragamli marketing
texnologiyalarini qo‘llashning kuchli va zaif jihatlari baholangan;

savdo korxonalarning milliy bozor xususiyatlaridan kelib chigib “sotish
voronkasi”ni joriy etish yo‘nalishlari belgilab berilgan.

Tadgiqot natijalarining ishonchliligi. Tadgigot natijalarining ishonchliligi
igtisodchi  olimlarning ragamli siyosatni rivojlantirish, xususan ragamli
marketingning xizmat ko‘rsatish sohasidagi o‘rni va foydalanish mexanizmlari
bo‘yicha ilmiy-amaliy qarashlarini giyosiy va tanqidiy tahlil qilish, tadgiqot
jarayonida qo‘llanilgan uslubiy yondashuv va usullarning asoslanganligi,
ma’lumotlarning axborotlar bazasi O‘zbekiston Respublikasi Prezidenti huzuridagi
Statistika agentligi va xalgaro nufuzli tashkilotlarning rasmiy manbalaridan
olinganligi, shuningdek, taklif va tavsiyalarning amaliyotda joriy etilgani, olingan
natijalarning O‘zbekiston Savdo-sanoat palatasi tomonidan tasdiglanganligi bilan
izohlanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgigot
natijalarining ilmiy ahamiyati xizmat ko‘rsatish korxonalari faoliyatida ragamli
marketingni joriy etish, unda zamonaviy bozor tendensiyalari talablari e’tiborga
olingan marketing texnologiyalaridan foydalanishga oid yondashuvlarning
shakllantirilishi, buning natijasida tegishli ragamli marketing instrumentlarni
tanlab olishni asoslab berilishi, xizmat ko‘rsatish bozorida ragamli maydonchalar
va platformalarni joriy etish metodikasini ishlab chigilishi, xizmat ko‘rsatishning
“iste’mol qiymatliligi”’ni ragamli muhit orgali yanada kuchaytirishni tashkil
etishning ilmiy-nazariy asoslarini boyitishda foydalanish mumkinligi bilan
izohlanadi.



Tadgiqgot natijalarining amaliy ahamiyati mamlakatdagi xizmat ko‘rsatish
sohasi subyektlari tomonidan ragamli marketing faoliyatini rivojlantirish
strategiyalarini ishlab chigishda, ragamli marketing texnologiyalarini qo‘llash
parametrlarini asoslashda hamda “Marketing”, “Xizmatlar marketingi”, “Brendni
boshqgarish”, “Internet marketing” fanlari bo‘yicha keys-stadilar, ma’ruzalar matni,
o‘quv qo‘llanmalarni tayyorlashda manba sifatida foydalanish mumkinligi bilan
izohlanadi.

Tadgiqgot natijalarining joriy qilinishi. Xizmat ko‘rsatish korxonalari
faoliyatida ragamli marketingdan foydalanishni takomillashtirish bo‘yicha ishlab
chigilgan ilmiy takliflar hamda amaliy tavsiyalar asosida:

an’anaviy marketingdan ragamli marketingga transformatsiyalashuv jarayonlarida
“iste’'molchiga mo‘ljallanganlik” tamoyili asosida ragamli marketingni tanlashda
ragamli brendni, mijozlar xarid tajribasini va talabni shakllantirish hamda ragamli
innovatsion mahsulotlarni taklif etishga omillar ta’sirining “yuqori”, “o‘rta” va “past”
darajalaridan foydalanish taklifi O‘zbekiston Savdo-sanoat palatasi tomonidan
amaliyotga joriy etilgan (O‘zbekiston Savdo-sanoat palatasining 2023-yil 28-
apreldagi 11/03-12-5004-son ma’lumotnomasi). lImiy yangilikni amaliyotga joriy
etilishi natijasida xizmat ko‘rsatish sohasi subyektlariga tashkiliy-konsultativ
ta’minoti  uzluksizligini  qo‘llab-quvvatlash evaziga ragamli platformalar
tomonidan iste’molchilarga ta’sir etish hamda gayta aloga o‘rnatish samarasining
oshirilishiga erishilgan hamda xizmat ko‘rsatuvchi subyektlarning ragamli
marketing faoliyatida qo°‘llanilishi natijasida iqtisodiy va vaqt sarflaridagi
yo‘qotishlari 5%ga gisgargan, iqgtisodiy samaradorlik 4%ga ortgan;

xizmat ko‘rsatish bozori uchun ragamli marketingning ‘“sotish voronkasi”
texnologiyasini mazkur faoliyatining o‘ziga xos jihatlarini e’tiborga olgan hamda
potensial mijozlarni saglab qolgan holda “e’tiborni qaratish, “jalb etish”,
“konversiya”, “saqlab golish va himoyalash” kabi bosgichlar orqali siljitib borishni
joriy etish taklifi O‘zbekiston Savdo-sanoat palatasi tomonidan amaliyotga joriy
etilgan (O‘zbekiston Savdo-sanoat palatasining 2023-yil 28-apreldagi 11/03-12-
5004-son ma’lumotnomasi). Mazkur takliflarning amaliyotga joriy etilishi natijasida
xizmat ko‘rsatish sohasi tadbirkorlik subyektlarining siljitish, xususan reklama
xarajatlarining o‘rtacha 8%ga gisgarishi ¢’tirof etilgan;

ragamli marketing faoliyati doirasidagi instrumentlarning biznes samarasini
aniglab beruvchi ROC-tahlilidan xizmat ko‘rsatish sohasi subyektlari tomonidan
foydalanishda tegishli ragamli maydonchalarni joriy etish modeli sifatini yuqori
(0,9-1,0), juda yaxshi (0,8-0,9), yaxshi (0,7-0,8), o‘rtacha (0,6-0,7), qonigarsiz (0,5-
0,6) darajalar kesimida baholash taklifi O‘zbekiston Savdo-sanoat palatasi
tomonidan amaliyotga joriy etilgan (O‘zbekiston Savdo-sanoat palatasining 2023-
yil 28-apreldagi 11/03-12-5004-son ma’lumotnomasi). Mazkur takliflarning
amaliyotga joriy etilishi natijasida xizmat ko‘rsatish sohasi tadbirkorlik subyektlari
tomonidan ragamli marketing texnologiyalarini qo‘llashda foydalaniladigan
instrumentlarni tanlab olish hamda joriy etish rejasini ishlab chigishdagi
noanigliklarni bartaraf etishga, jumladan, ragamli marketing siyosatini yuritish
rejasini tuzish jarayoniga ijobiy ta’siri asosida marketing xarajatlarining o‘rtacha 9-
10%ga qisgarishiga erishilgan;
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O‘zbekistonda axborot-kommunikatsiya tarmog‘i va elektron tijorat sohalari
yalpi qo‘shilgan giymat hajmining 2026-yilga gadar ishlab chigilgan prognoz
ko‘rsatkichlari O‘zbekiston Savdo-sanoat palatasi tomonidan amaliyotga joriy
etilgan (O‘zbekiston Savdo-sanoat palatasining 2023-yil 28-apreldagi 11/03-12-
5004-son ma’lumotnomasi). Mazkur taklif amaliyotga joriy etish prognoz
ko‘rsatkichlari hisoblanib, Xxizmat ko‘rsatish ragamli bozorida biznes-hamkorlik
muhitini shakllantirishda ijobiy ta’sir etilishi hamda tranzaksion xarajatlarning
o‘rtacha 7%ga gisqarishi e’tirof etilgan.

Tadqgigot natijalarining aprobatsiyasi. Mazkur tadgigot natijalari 10 ta
xalgaro, 3 ta respublika ilmiy-amaliy anjumanlarida muhokamadan o‘tkazilgan.

Tadgiqot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo‘yicha
jami 22 ta ilmiy ish chop etilgan, shulardan 9 ta magola (4 tasi respublika, 5 tasi
xorijiy jurnallarda), 13 ta konferensiya tezislari nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi Kirish, uchta bob,
to‘qqizta paragraf, xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat.
Dissertatsiya hajmi 119 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida o‘tkazilgan tadgiqotlarning dolzarbligi va zaruriyati asoslangan,
tadgigotning magsadi, vazifalari, obyekti va predmeti tavsiflangan, respublikada fan va
texnologiyalarni rivojlantirishning ustuvor yo‘nalishlariga mosligi ko‘rsatilgan hamda
tadgigotning ilmiy yangiligi, amaliy natijalari bayon gilingan, olingan natijalarning
ilmiy va amaliy ahamiyati ochib berilgan, tadgigot natijalarini amaliyotga joriy etish,
nashr gilingan ishlar va tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Xizmat Kko‘rsatish sohasida ragamli marketingni joriy
etishning ilmiy-nazariy asoslari” deb nomlangan birinchi bobida ragamli marketing
rivojlanishi va ragamlashtirish konsepsiyasi, ragamli marketing texnologiyalari va
uni xizmat ko‘rsatish sohasiga joriy etishning ilmiy-nazariy asoslari, ragamli
marketing texnologiyalarini tasniflashtirish hamda ulardan foydalanish xususiyatlari
belgilab berilgan.

Dissertatsiyada ta’kidlanishicha, ragamli marketing faoliyati avvalambor, ragamli
biznes-modellar konsepsiyalariga asoslangan holda ragamli bozor ekotizimidagi
ishtirokchilarning o‘zaro bog‘ligligini ta’minlash asosida olib borilishida ham igtisodiy,
ham tashkiliy sharoitlar mavjud bo‘lishini taqozo etadi. Ragamli bozor ekotizimining
konsepsiyasi va “iste’mol giymatliligi” orgali ragamli platformalarning strategik
yondashuvlari hamda kirib borish strategiyalarini ishlab chigish muhim ahamiyatga
ega. Bunda bir gator yondashuvlarmi tanlash mumkin, masalan: shaxsiy giymatni
yaratish, platformani fagat bir guruh auditoriya uchun yaratish, sinxron moslashish.
Ammo har ganday ragamli paltformalar, bozorning ochigligini hamda iste’molchilar
“ittifoqini” saglab turishi magsadga muvofig deb hisoblanadi. Ekotizim
konsepsiyasining tadgigotdagi ahamiyati, unda barcha omillarning o‘zaro harakati va
ta’sir etish qonuniyatlariga bog‘liq bo‘lib, unda iqgtisodiy, boshqaruv, ijtimoiy, bozor,
texnologik omillarni kompleks e’tiborga olish orgaligina optimal konsepsiyaga asos
solish mumkin bo‘ladi. Dissertatsiya ishida keltirilgan ragamli bozor ekotizimidagi
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ishtirokchilarning o‘zaro bog‘ligligi tasvirlangan bo‘lib, unda ragamli bozor
ishtirokchilarining qulay ekotizimni shakllantirishga garatilgan konsepsiyasi mazmun-
mohiyati berilgan, ya’ni ragamli muhitdagi infratuzilma va platforma provayderlari
orgaligina bozordagi talab va taklif o‘rtasidagi iste’mol giymatliligini shakllantirish
mumekinligiga e’tibor garatilgan. Bu esa, o‘z o‘rnida gayta alogani ta’minlashga ham
katta ta’sirni ko‘rasatishi mumkinligini aks ettirgan.

Olimlar tomonidan olib borilgan tadgiqotlarda ragamli muhitdagi marketing
faoliyatining an’anaviy marketing faoliyatidan bir qator farq qiluvchi jihatlari
o‘rganilib, marketingning ragamli muhitdagi faoliyati bosgichma-bosgich amalga
oshirilgan ~ bo‘lib,  iste’'molchilarga  yaqinlashish  strategiyalarda  ragamli
texnologiyalarning barcha shakllarida marketingning barcha elementlari ta’sir etmoqda.
Ragamli marketing ham an’anaviy marketing funksiyalarini inkor etmagan holda asosiy
marketing vositalari bilan ishlaydi. Birog, an’anaviy marketing yondashuvidan qat’iy
nazar, mazkur vositalar ham on-line, ham off-line holatda foydalanilishini ta’minlashi
zarurligi alohida e’tiborga loyig.

Dissertatsiya ishida ragamli marketing konsepsiyalarining evolyutsiyasi
o‘rganilgan  bo’lib, unda ragamli marketing elementlarining mazmunan
shakllanishidagi nazariy asoslar o‘rganilgan (4P, 4C, 5E, SIVA modellari). Bular
natijasida muallif tomonidan an’anaviy marketingdagi 4P modelining ragamli
marketing muhitidagi SIVA modeli sifatida transformatsiyalashuvi “iste’molchiga
mo ‘ljallanganlik’ tamoyiliga asoslanganligi belgilab berilgan (1-rasm).

PRODUCT
. (tovar)
SOLUTIONS
(vechimlar) -
PRICE
- (narx)
INFORMATION
(ma’lumot) -
SIVA modeli PLACE 4P modeli
. (Goy)
VALUE
(qivmat) -
PROMOTION
. (siljitish)
ACCESS
(kirish) -

1-rasm. An’anaviy marketingdagi 4P modelining ragamli marketing
mubhitidagi SIVA modeli sifatida transformatsiyalashuvi’®

Buning asosida esa, marketing tadgigotlari va analitikasi hamda ragamli
marketingni joriy etishni hisobga olgan holda, ragamli marketing modelini tanlash
xaritasi ishlab chigilgan (1-jadval).

¥ SIVA modelini o’rganish jarayonida muallif tomonidan tahlil etilgan.
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1-jadval
Ragamli marketing modelini tanlash bo‘yicha tadgiqgotlar va joriy etish
omillarining ta’sir etish xaritasi'

Sl -5 Z cE .
: - : ZES |EoaE| 5 |E8S2
Ta’sir etuvchi omillar va ularning % Tc |BEacC o c £ 20 ©
. . . Ca3 | N523 T © SIS«
imkoniyatlari gL |SERE| ® |R g3z
Sox |27 =X SXx Sclx
S |E Fg "E |TEEE®
w w wn
< segmentlash va ehtiyojni baholash o’rtacha yugori o’rtacha o’rtacha
>
2 a hajmini aniglash uchun o’Ich i
S &8E J diast UCUN o-iehov past o’rtacha | o’rtacha yugori
ez birliklari
ol real vaqgtda garor gabul qgilish .
< g = qtda garor qabul g o’rtacha o’rtacha yuqori past
> 5 c imkoniyati
©
= shaxsiylashtirish va targeting yuqori o’rtacha yuqori past
kontentni optimallashtirish yuqori o’rtacha past o’rtacha
innovatsiyalar past o’rtacha o’rtacha yugori
ijtimoiy ta’sir va kafolat yuqori o’rtacha o’rtacha o’rtacha
omnikanallik o’rtacha yugori o’rtacha o’rtacha

Mazkur jadvalda keltirilgan xaritaning asosiy magsadi aynan gaysi vositalar, gaysi
marketing vazifasini bajarishda ganday ta’sir ko‘rsatishini e’tiborga olgan holda,
ragamli marketing modelini tanlashda yordam beradi. Xususan, ragamli platformalarni
ishlab chigishda katta ahamiyatga ega hisoblanadi. Platformalarning dastlabki vazifasi
sotish siyosatiga bevosita garatilgan bo‘lsada, ularning imkoniyatlari ham tovar, narx va
kommunikatsiya siyosatini qo‘llab-quvvatlashni tadbiq etilishiga alohida e’tibor
berilgan.

Dissertatsiya ishida olib borilgan kuzatuvlar natijasida xizmat ko‘rsatish sohasida
ragamli platformalar (marketpleyslar)ning joriy etilishidagi ta’sir etuvchi omillar
aniglangan bo‘lib, ularga: vyaratilgan ragamli platformalarni samarali ishlashini
ta’minlovchi etarli bilim va ko‘nikmaga ega bo‘lgan malakali kadrlar ta’siri; ragamli
platformalarni joriy etishdagi tajribaning yetarli emasligi; ragamli platformalarni joriy
etishda moliyaviy va texnologik resurslarning talab etilishi; xalgaro platformalarning
milliy platformalarga raqobat borasidagi ta’sir etishi; ragamli tijoratni hukumat
tomonidan go‘llab-quvvatlash siyosati; ragamli platformalarni joriy etishda konsalting
va marketing xizmatlariga bo‘lgan ehtiyojning mavjudligini kiritish mumkin. Yugorida
keltirilgan ta’sir omillarining maxsus jihatlari va ularning paydo bo‘lish sabablari
hamda manbalarini o‘rganish natijasida xizmat ko‘rsatish sohasida ragamli
platformalarni joriy etish modeli ishlab chiqildi (2-rasm).

% Muallif tomonidan ishlab chigildi.
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Raqgamli platformaning texnologik modeli

Ragamli platformani joriy etishda bajarilishi kerak bo’lgan vazifalar

Xizmat ko’rsatish sohasi
infratuzilmasiga ma’lumotni
vetkazish

Potensial mijozlarni aniglash va
ularga ma’lumotni yetkazish

Ragamli platformaning moliyaviy infratuzilmani yaxshilashga qaratilgan ta’sir
etish mexanizmini ishlab chigish

ME’YORIY-HUQUQIY MUHIT

Tashkiliy-konsultativ ta’minotni uzluksizligini qo’llab-quvvatlash

RAQAMLI INFRATUZILMANING MUHITI

Ragamli platforma orgali soha infratuzilmasi bilan qayta aloga tizimini ishlab
chigish

!

Ragamli platformaning joriy etilishi va monitoringi

2-rasm. Xizmat ko‘rsatish sohasida raql?mli platformalarning joriy etish
modeli

Mazkur modelning amaliyotda joriy etilishi strategik ahamiyatdagi istigbolli
yondashuv hisoblanib, ragamli bozordagi nafagat resurslar va vaqgt xarajatlarining
kamaytirilishiga, balki ragamli bozor kommunikatsion siyosatini yaxshilashga
hamda faoliyat hududini kengaytirishga erishiladi.

Dissertatsiyaning “Ragamli marketing texnologiyalaridan foydalanishning
tahlili” deb nomlangan ikkinchi bobida xizmatlar sohasida ragamli marketingdan
foydalanish bo‘yicha xorijiy tajribalar, O‘zbekistonda ragamli marketingdan
foydalanish holati va rivojlantirish tendensiyalari hamda Samargand viloyati
xizmat ko‘rsatish korxonalarida ragamli marketingdan foydalanish tahlillari
keltirilgan.

Tadgiqgot ishida jahonning ragamli tenedensiyalari o‘rganilgan bo‘lib, unda
ijtimoiy tarmoglardan foydalanuvchilar soni golgan o‘sish sur’atlariga nisbatan
yugoriroq ya’ni, 13.2% o‘sgan (2-jadval).

Global ragamli muhitda o‘rtacha statistik yoshdagi foydalanuvchilar (16
yoshdan 64 yoshgacha)ning aksariyat gismi Internetga bo‘lgan murojaatlarining
sababini: ma’lumotlarni qidirish (63,0%); yaqinlari va do‘stlari bilan muloqot
(56,3%); yangilik va axborotlardan xabardor bo‘lish (55,6%); u yoki bu ishlarni
ganday bajarish (51,9%); video, shou va film tomosha qilish (51,7%); yangi

1 Muallif tomonidan ishlab chigildi.
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g‘oyalarni qidirish (47,6%); mahsulot va brendlarni qidirish (46,4%); musiqa
eshitish va yuklab olish (46,3%); ta’lim olish va kurslarga gatnashish (42,6%);
sayohat uchun joy va vakansiya qidirish (38,7%); sog‘liqqa taallugli ma’lumotlar
va vositalarni gidirish (36,3%); moliyaviy boshgaruv haqida bilim va ko‘nikmani
shakllantirish haqidagi axborotlarni qidirish (35,2%); o‘yin o‘ynash (32,2%);
biznes bilan bog‘liq qidiruvlar (30,7%); yangi insonlar bilan tanishish (29,9%)
uchun deb ko‘rsatishmoqda®.

2-jadval
Dunyo aholisining ragamli texnologiyalardan foydalanish holati tahlili (2021

yil yanvar holatiga) **

Jami Jami O‘tgan yilga
. 2020 aholiga 2021 aholiga | nisbatan o‘sish
Ne Ko‘rsatkichlar (mlrd. ish (mlrd. ish
Kishi) nisbatan Kishi) nisbatan (mlr!. % da
% da % da Kishi)
1 Dunyo aholisi soni 7.75 7.83 81 1%
shundan:
Mobil telefon
2 (smartfon)dan 5.19 67% 5.22 66.6% 93 1.8%
foydalanuvchilar soni
3 Internetdan 45, | 59 | 466 | 595% | 316 | 7.3%
foydalanuvchilar soni
4 | FeOlitimoiytarmoglardan | 5 o6 | 4900 | 420 | 536% | 490 | 13.2%
foydalanuvchilar soni

Butunjahon bankining tadgigotlari tomonidan O‘zbekistonda ragamlashtirish
masalasidagi harakatlari o‘n yil oldin boshlanishi kerakligi to‘g‘risidagi xulosalar
berilgan. O‘zbekiston YalM tarkibidagi ragamli iqtisodiyotning ulushi 2,2% atrofida
tashkil etayotgan bir paytda, iqgtisodi rivojlangan mamlakatlarda 16-35%gacha bo‘lgan
ko‘rsatkichni tashkil etadi. O°‘zbekistondagi innovatsion korxonalar soni jami
korxonalar tarkibida 5%ni tashkil etgan, Evropa Ittifoqi mamlakatlarida esa bu
ko‘rsatkich  60%ga teng™. Ragamli o‘zgarishlar mamlakatning axborot-
kommunikatsiya texnologiyalari sohasidagi holatga bog‘liq bo‘lib, undagi bir gator
ko‘rsatkichlaridan ragamli infratuzilmani tahlil qilib olish mumkin, ya’ni: ragamli
igtisodiyotning YalM tarkibidagi ulushiga; axborot-kommunikatsiya texnologiyalari
sohasiga kiritilayotgan investitsiyalar hajmiga; Internetning mamlakat hududini gamrab
olganlik, Internetga ulangan aholi soni va Internet tezligi; elektron tijoratning
rivojlanganligiga; axborot-kommunikatsiya texnologiyalar sohasidagi kadrlar siyosati
va kadrlar salohiyatiga bog‘ligdir. Shu bilan birga tadbirkorlik muhitida ham
korxonalar faoliyatidagi ragamli boshgaruv masalasining holati, iste’molchilarni
ragamli texnologiyalar orgali jalb gilish mexanizmi, ragamli bozorlardan foydalanish
savodxonligi va shu kabi garashlarni shakllantirish orgali mamlakat iqtisodiyotini
ragamlashtirish jarayonini tezlashtiradi.

2 DIGITAL 2021. Jahondagi  ragamli  texnologiyalar ~ hagida 2021 yil  ko’rsatkichlari.
https://datareportal.com/reports/digital-2021-global-overview-report (murojaat etish sanasi 08.02.22 y.).

B DIGITAL 2021. Jahondagi ragamli texnologiyalar hagida yillik tagdimoti asosida muallif tomonidan ishlab
chiqildi. https://datareportal.com/reports/digital-2021-global-overview-report (murojaat etish sanasi 08.02.22 y.)

Y Kyr6uamunos 0. V36exucran ouuppossiaetcs // DkoHoMudeckoe obospenne. - Nel0 (238), - 2019. (Mypoxaar
canacu: 10.02.2022)
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Xizmat ko‘rsatuvchi subyektlar faoliyatiga ragamli texnologiyalarni joriy
gilishda ragamli savdo jarayonining salohiyatini ta’minlab beruvchi “sotish
voronkasi” mexanizmi alohida tadqiq etilgan (3-rasm).

Reklama, SEQ, SEO,

Anuditoriyani Attract bannerli reklama, — __
. - [ . et videoreklama,
o'rganish (e'tiborni qaratish) i
. Enoaoe Blog, SEO, S'EQ_. lid-
L]—lllkﬂl SﬂVdO (]albge tlgSh) generasiva, videoreklama,
C e - M reklamasi
N taklifini yaratish SMrekamas -
S -3 g
] Xaridni Convert =1
= T .- . — =
5 soddalashtirish (konversiya) Sy
Loyallik va qo'shilgan Retain Remarketing, e-mail. SM
. . B N . monitoring, handga undovchi
qiymatni shakllantirish (saqlab qolish) postlar
Xafvsizlikni Adveocate
- ta'minlash (himoyalash) / Remarketing. e-mail -

3-rasm. AECRA modeliga asoslangan “sotish voronkasi”ning texnologik
jihati®®

Xizmat ko‘rsatish bozori sotuvchilarining ragamli muhitda olib borayotgan
marketing faoliyatining aksariyat gismi siljitishga qaratilgan, xususan reklamaga
gilinayotgan investitsiyalar ragamli marketing texnologiyalarini joriy etish
xarajatlarining aksariyat gismini tashkil etadi. Shu o‘rinda, Wunder Digital xalgaro
agentligining ragamli muhitda olib borilgan tahlil natijalarini keltirish mumkin. Wunder
Digital O‘zbekiston bozoriga 2011-yilda kirib kelgan xalgaro tahlil agentligi bo‘lib,
uning asosiy faoliyati ragamli bozorni o‘rganishga garatilgan. 200 dan ortiq mijozlariga
ega bo‘lgan xalgaro agentlik Freedom Finance, Hamkorbank, Asakabank, Sanoat
Qurilish Bank, Infin Bank, Korzinka.uz, Click, Ticket.uz, Rabota.uz, Servier kabi bir
gator milliy xizmat ko‘rsatuvchilar bilan ishlamogda. Xalgaro agentlik tomonidan
o‘tkazilgan tahlillar media bozor va reklamaga gilinayotgan investitsiyalar hajmi
Qozog‘iston (110%) va O‘zbekistonda (119%) sezilarli o‘sgan (4-rasm).

163,80
114,99 147,42 43 00
37,19 73,83 50,95 ' 62,90 59,03
2020 2021 2022
m O'zbekiston Qozog'iston m Belarus

4-rasm. O‘zbekiston media bozorining boshga mamlakatlar media bozoriga
nisbatan ko‘rsatkichlari, min. AQSH doll.*

Bunda, an’anaviy reklama vositalari, ya’ni nashriy, tashqi reklama va radio
kabilarga gilingan xarajatlar hajmi kamayganligi, uning sababi ragamli segmentdagi

15 Tadgiqotlar natijasida muallif tomonidan ishlab chiqildi.

16 ¥36exucron, Kosormucron, Bemapyc pakammn 6osopurmHr Taxmmimapd. https://wunder-digital.uz (mypoxaar
canacu 30.12.2022 #.)
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reklama xarajatlari (media, qidiruv va target reklamalari)ning oshayotganligiga
bog‘liqdir, ya’ni milliy bozorning 2022-yil yakuniga ko‘ra reklamaga gilinayotgan
investitsiyalarning tarkibida televidenie xarajatlari — 66%; Internet xarajatlari — 16%;
tashqi reklama xarajatlari — 15%; radio xarajatlari — 3%ni tashkil etgan.

2021-yil yakunlari bo‘yicha xizmat turlarini jami Xizmat Kko‘rsatish
bozoridagi ulushi bilan oxirgi 12 yildagi o‘sish sur’atlarining nisbatidagi gqarama-
garshilikni ko‘rish mumkin, ya’ni moliya xizmatlari, sog‘ligni saglash hamda
yashash va ovqatlanish xizmatlarining o‘rtacha yillik o‘sish sur’ati xizmat
turlaridagi ulushiga nisbatan past bo‘lsa, savdo va transport xizmatlarining o‘rtacha
yillik o‘sish sur’ati ularning ulushiga nisbatan yugori bo‘lib, mazkur holat ushbu
segmentdagi talabning o‘sib borayotganligidan dalolat beradi (5-rasm).

boshga xizmatlar 3,61% 22 42%
me'morchilik, muhandislik izlanishlari, texnik. . meed22% 28,92%
shaxsiy xizmatlar 2,38% 20,03%
kompyuterlar, shaxsiy foydalanish buyumlari va.. ==1,65% 18,28%
ijara va lizing bo'yicha xizmatlar 1,88% 20,91%
sog'ligni saglash sohasidagi xizmatlar 1,80% 28,24%
ta'lim sohasidagi xizmatlar 4,23% 25,83%
ko'chmas mulk bilan bog'lig xizmatlar 2,84% 21,14%
savdo xizmatlari 22 ZBe1%
yashash va ovgatlanish bo'yicha xizmatlar 2:.95%. 32,25%
transport xizmatlari 16,71%23,66%
moliya xizmatlari 21,02% 29 67%
axborot va aloga sohasidagi xizmatlari 6,25% 19,56%
Ko'rsatilgan xizmatlar tarkibidagi ulushi O'rtacha yillik o'sish sur'ati

5-rasm. O‘zbekiston Respublikasi igtisodiy faoliyatning asosiy turlari
bo‘yicha ko‘rsatilayotgan xizmatlar hajmining o‘sish dinamikasi va xizmat
ko‘rsatish bozoridagi ulushlari*’

Shuningdek, Samargand viloyatida 2021-yil bozor xizmatlari ishlab
chigarishning iqtisodiy faoliyat turlari bo‘yicha hajmi 18 656,7 mlrd. so‘mni
tashkil etib, xizmatlar tarkibida eng katta ulush savdo (jami xizmatlarning 27,6
foizi) xizmatlariga to‘g‘ri kelgan. 2021-yilda, ko‘rsatilgan bozor xizmatlari
umumiy hajmida savdo xizmatlarining ulushi 5 155,1 mlrd. so‘mni tashkil gilgan.
Taqgoslash uchun: 2020-yilda ularning hajmi 4 205,2 mlird. so‘mga yoki umumiy
hajmning 29,9 % iga to‘g‘ri kelgan. Ammo o‘tgan yilga nisbatan ko‘rsatilgan
bozor xizmatlari hajmida savdo xizmatlari o‘sish sur’ati qolgan xizmat turlari
ichida eng oxirgi o‘rinda ya’ni 109.8 foizni (949,9 mird. so‘mga) tashkil gilgan.
Mazkur holat xizmat ko‘rsatish xususan, savdo korxonalarini sotish siyosatini
chuqurroqg tahlil gilish zarurligini ko‘rsatdi.

Tadgigot oldiga go’yilgan magsadga erishish  yo‘lida so‘rovnomadan
foydalanilgan bo‘lib, unga ko‘ra Samargand viloyatidagi 1385 ta xizmat ko‘rsatish

17 3 - .
V36ekucron PecnyOnmkacu [laBnar cTaTHCTHKAa KYMHTAaCHHHHI pacMHM MablIyMOTIapH acocunua (2-miosa)
MyaJung TOMOHUAAH TaxXJIAI dTHITAaH
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korxonalari tomonidan ragamli marketing texnologiyalarni qo‘llashda mavjud
imkoniyat va salohiyatining mavjudligi tahlil gilindi*®.

Savdo korxonalari faoliyatida yuqoridagi ~ “sotish voronka”si keltiradigan
foydani formula bilan izohlanadigan bo‘lsa, unda quyidagi o‘zgaruvchilarni
¢’tiborga olish magsadga muvofiqgdir:

Profit = (AvPrice — COGS) * APC * UserAcq * C, * C, * Fee —
— AcgCosts — RC - FixedCosts (1)

Bunda:

AVPrice — o‘rtacha chek (pul birligida);

COGS - sotish xarajatlari (pul birligida);

APC — ma’lum davrdagi o‘rtacha xaridlar (pul birligida);

UserAcq — ragamli maydonchadagi tashrif buyuruvchilar soni (migdor
ko‘rsatkich);

C. —ro‘yxatdan o‘tish konversiyasi soni (migdor ko‘rsatkich);

C2 — ro‘yxatdan o‘tgan, xarid konversiyasi (migdor ko‘rsatkich);

Fee — komissiya, marja (pul birligida);

AcqCosts — reklama xarajatlarini o‘z ichiga olgan jami marketing xarajatlari
(pul birligida);

CPC — klik narxi (pul birligida);

RC — saglab qolish uchun sarf etiladigan xarajatlar (pul birligida);

FixedCosts — doimiy xarajatlari (ofis, mijozlar uchun servis Xizmati,
jumladan koll-markazlar), (pul birligida).

"MASSA [IMPEX" (www.orzon.uz) MCHJning quyidagi ma’lumotlar
asosida tahlili amalga oshirildi (3-jadval).

3-jadval
"MASSA IMPEX" MCHJning metrikalari bo‘yicha tahlili*®

Yunit metrika Hisoblash formulasi Yunit metrika hisobi

Sotish voronkasi
bosgichlaridan o‘tish uchun
sarflangan reklama byudjeti

Tashrif buyuruvchilarning
kliklari uchun reklama Reklama byudjet (1) = SRS*UserAsq 50000 = 40*1250
byudjeti

Reklama byudijeti (1) =

—_ [%
= «o‘tish narxi» * «o‘tishlar soni» 50000 = 678333

UserAsq = CTR*IMP
Tashrif buyuruvchilar soni (CTR — o‘tishlardagi kliklarning samarasi, 1250 = 0,01*125000
%; IMP — kliklarning namoyishi, marta)

1000 ta klikning giymati SRM = CTR*SRS 400 = 0,01*40000
To‘lovni amalga oshirayotgan PU = ARS*Fee*(Av.Price — COGS) 2000 = 2%0.5%
foydalanuvchi olib kelgan (APC — davr mobaynidagi xaridlar *(3006_ 10’00)
daromad o‘rtacha soni)
Av.Price = AGPrice*AGCount
O‘rtacha chek (AGPrice — xaridning o‘rtacha narxi, 3000 = 300*10

AGCount — savatchadagi
tovar/xizmatlarning o‘rtacha soni)

'8 Muallif tomonidan onlayn shakldagi so’rovnoma natijalariga asosan. https://forms.gle/mYfXaK C7WehC6rHAA
19 www.orzon.uz_ma’lumotlari asosida muallif tomonidan tahlil gilindi.
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Shuningdek, tadgiqot ishida “sotish voronka’sining samarasini belgilab
beruvchi 3 xil senariylar bo‘yicha ko‘rib chiqildi va loyihalandi.

Dissertatsiyaning “Xizmat ko‘rsatish subyektlari faoliyatiga ragamli
marketing texnologiyalarini qo‘llash yo‘nalishlari” deb nomlangan uchinchi
bobida ragamli marketing texnologiyalarini xizmat ko‘rsatish sohasiga joriy gilish
mexanizmlari, ragamli marketing texnologiyalarini takomillashtirish va ularni
amaliyotga joriy gilishning samaradorligini baholash hamda istigbolli yo‘nalishlari
bo‘yicha amaliy takliflar ishlab chigilgan.

Ragamli platformalar xizmat ko‘rsatish bozori ishtirokchilari o‘rtasidagi
iIshonchni ta’minlash mexanizmiga modifikatsion ta’sir etish xususiyatiga ega. 2019-
yilda Gartner tadgiqgotlar agentligi tomonidan keltirilgan strategik texnologik dolzarb
mahsulotlar gatorida smart-shartnomalarga e’tiborning garatilishi yugorida keltirilgan
Xususiyatni namoyon etadi. Smart-shartnomalar dastlab moliyaviy bozorlarda
kiritilgan bo‘lsada, bugungi kunga kelib smart-shartnomalar savdo, logistika, ijara,
xizmat ko‘rsatish kabi sohalarda istigbolli foydalanish mumkinligini isbotlamoqda.
Dissertatsiya ishida smart-shartnomalarni joriy etishning ustun jihatlari o‘rganilib,
muhim ta’sir omillari ajratib ko‘rsatilgan, ya’ni: tranzaksion xarajatlarni
kamaytirilishi; blokcheyn texnologiyalarni keng joriy etilishi hamda institutsional
infratuzilmaning shakllanishi; avtomatik nazoratning olib borilishi.

Tadgiqot ishida ROC-tahlil usulidan foydalanilgan bo‘lib, unda
o‘rganilayotgan ko‘rsatkichlarning natijaga nisbatan ta’sir etish darajasini aks
ettiritb, uning soddaligi ko‘rsatkichlarning bor yoki yo‘qligiga qarab, tegishli
ragamli maydonchalarni joriy etish modelining sifati baholandi (a’lo (0,9-1,0);
juda yaxshi (0,8-0,9); yaxshi (0,7-0,8); o‘rtacha (0,6-0,7); gonigarsiz (0,5-0,6)).

Mazkur tahlildan foydalanish uchun tadgigot ishida Samargand viloyatidan
1385 ta xizmat ko‘rsatuvchi subyektlar so‘rovnamadan o‘tkazilgan bo‘lib, tahlil
uchun quyidagi guruhlar bo‘yicha ragamli marketing instrumentlarining
qo‘llanilishini tavsiflandi:

4-jadval
Samargand viloyati xizmat ko‘rsatuvchi subyektlari tomonidan ragamli
marketing instrumentlaridan foydalanish holatining ROC tahlili va hisobi®

. . . Ragamli marketing
Alzmat . Raqamll mark_etlng instrumentlaridan
ko‘rsatuvchi instrumentlaridan S
subyektlar foydalanish holati foydalanishning FPR
S . akkumulyativ holati TPR(S) | AUC
faoliyatining (soni) (soni) (Sp)
yillik o‘sish maviud avind
ko‘rsatkichi, % ) mavjud J mavjud
emas emas
0 0 1 1 0,233137
<1 356 120 356 120 0,766863 | 0,941378 | 0,404416
1-3 656 354 1012 474 0,337263 | 0,768442 | 0,067937
3-5 135 365 1147 839 0,248854 | 0,590132 | 0,059516
5-7 154 532 1301 1371 0,148003 | 0,330239 | 0,027033
7-10 125 320 1426 1691 0,066143 | 0,173913 | 0,011503
>10 101 356 1527 2047 0 0 0
0,80

% Muallif tomonidan guruhlashtirilgan va tahlil etilgan.
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Dissertatsiyada xizmat ko‘rsatuvchi subyektlar faoliyat olib borish muddati,
ularning soni hamda xizmat ko‘rsatuvchi subyektlar faoliyatining o‘rtacha yillik
0°sishini e’tiborga olingan Web-sahifa, Facebook va boshga ragamli platformalar
shaklidagi ragamli marketing texnologiyalari vositalarini joriy etishning ROC
tahlilidagi AUC ko‘rsatkichi 80%, o‘ziga xosligi 34% va sezuvchanligi 76%. Bu
esa “sotish voronkasi” wva smart-shartnomalarning tadbiq etilishi muhim
ahamiyatni kasb etayotganligidan dalolat beradi.

Ragamli igtisodiyot sharoitida xizmatlar sohasida ragamli marketing
texnologiyalaridan foydalanish salohiyatini kelgusi davrdagi holatini baholash
uchun, dastlab axborot igtisodiyoti va elektron tijorat sohalarida yaratilgan yalpi
qo‘shilgan qiymat hajmining kelgusi davrdagi prognoz qiymatlari uchun
to‘plangan dastlabki ma’lumotlar davriy(vaqtli) qatorlar shaklida bo‘lganligi
sababli, avtoregressiya (AutoregRessive-AR), sirpanuvchi o‘rtacha (Moving
Average-MA\), aralash, ya’ni avtoregressiya-sirpanuvchi o‘rtacha (AutoregRessive
Moving Average-ARMA) va avtoregressiya hamda sirpanuvchi o‘rtachalarning
integrallashgan  (AutoregRessive  Integrated Moving  Average-ARIMA)
modellaridan va trend modellardan foydalanish magsadga muvofig deb hisoblandi.

Natijaga asoslanib, axborot iqtisodiyoti va elektron tijorat sohalarida
yaratilgan yalpi qo‘shilgan qiymat hajmining 2026-yilga gadar prognoz
ko‘rsatgichlari ishlab chiqildi (6-rasm).

50 000,00
45 662,60

45 000.00 y = 353,4x2 - 849,2x + 49634
40 000,00 R*=0,9974 38 383,60
3500000 3181140
30 000,00
25 946,00
25 000,00
20 787,40°
20 000,00 17 455,50,
15 000,00 1 12880°
10 000,00 7934,018 701,38
637783
3876304 96770 oo
5000,00 l ....... I ........ I

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

6-rasm. Axborot igtisodiyoti va elektron tijorat sohalarida yaratilgan yalpi
qo‘shilgan giymat hajmining 2026-yilga 1qadar prognoz ko‘rsatgichi (mlrd.
so‘m)

6-rasmda keltirilgan prognoz ko‘rsatkichlari elektron tijorat sohasining ijobiy
o‘sish ko‘rsatkichini berar ekan, u o‘z navbatida ragamli marketing
texnologiyalarining qo‘llanilishining istigbolini ham tasvirlab berdi.

2 Muallif tomonidan hisoblangan.
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XULOSA

Ragamli marketing texnologiyalaridan foydalanishni takomillashtirish va
xizmat ko‘rsatish sohasi subyektlari faoliyatida uning samaradorligini oshirish
bo‘yicha amalga oshirilgan tadgiqotlar asosida quyidagicha xulosalar gilindi:

1. Ragamli marketingning yetakchi texnologiyalari guruhlarga ajratilgan bo‘lib,
har bir davr o‘ziga tegishli konsepsiyalarni ilgari surgan, lekin ragamli marketing
konsepsiyasi mijozlarga garatilgan munosabatlarni shakllantirishni talab etadi. Shu
bilan birga, ragamli marketingning bir gator rivojlantiruvchi asosiy yo‘nalishlari
mavjud bo‘lib, ularga videomarketing, geotargeting, kontent-marketing va
foydalanuvchilarning tahlil etish kabilarni kiritish magsadga muvofiqdir.

2. Ragamli bozor ekotizimining konsepsiyasi va “giymatlilik” orgali ragamli
platformalarning strategik yondashuvlari hamda Kirib borish strategiyalarini ishlab
chigish muhim ahamiyatga ega. Bunda bir gator yondashuvlarni tanlash mumkin,
masalan: shaxsiy qiymatlilikni yaratish, platformani fagat bir guruh auditoriya uchun
yaratish, sinxron moslashish. Ammo har ganday ragamli palatformalar, avvalambor,
bozorning ochigligini hamda iste’molchilar “ittifogini” saglab tura olishini muhim
deb hisoblaymiz.

3. Ragamli marketing o‘zining vositalari yordamida siljitish siyosatining
tarkibiy qismini tashkil etsada, u ragamli muhit omillari va ragamli iqtisodiyot
tendensiyalari shartlari doirasida harakatga keladi. Shuning uchun ham ragamli
marketing modelida giymat zanjirini amaliyotda joriy etishda virtual bozorning
barcha hodisalari tizimlashtirilgan holda bozor kon’yunkturasiga (geoiqtisodiy va
geosiyosiy omillar) bog‘lig hamda jamiyatning rivojlanish gonuniyatlari, ragamli
igtisodiyot va innovatsion texnologiyalar tendensiyalariga ham bog‘liq bo‘lgan
modeli asosida shakllantirish magsadga muvofiqdir.

4. An’anaviy marketingdagi 4P modelining ragamli marketing muhitidagi SIVA
modeli sifatida transformatsiyalashuvi “iste’molchiga mo‘ljallanganlik” tamoyiliga
asoslanganligi muhimdir. Shuning uchun ham, SIVA modelining joriy etilishi
iste’molchining hoxish-istagi, u kutayotgan natijalar asosida quyidagilarni
harakatga keltirish muhimligi asoslandi, ya’ni “solutions” — yechimlar (mahsulot
yecha oladigan muammolarga e’tiborni qaratish muhim), “information” —
ma’lumot (mahsulotni xarid gilish bosqgichlarida maksimal darajada ma’lumotlarni
olish imkoniyatini ochig qilish muhim), “value” — qiymat (mahsulotning
qo‘shimcha giymatiga e’tibor garatish lozim), “access” — kirish (xaridor
mahsulotga buyurtma berishi uchun korxonaning ragamli muhitda mavjudligi
ahamiyatlidir).

5. Ragamli bozorda xizmat ko‘rsatish sohasi subyektlari tomonidan ragamli
platformalarning joriy etish modeliga ko‘ra asosiy uchta blokdan iborat vazifalarni
bajarish magsadga muvofiqdir, ya’ni ragamli platformalarnin texnologik funksiyasi,
ragamli platformani joriy etishda bajarilishi kerak bo‘lgan vazifalar guruhi, ragamli
platformaning joriy etilishi va monitoringi.

6. Xizmat ko‘rsatish sohasi subyektlari ragamli marketingda keltirilgan “sotish
voronkasi” texnologiyasining har bir bosgichida belgilangan vazifalari va unda
qo‘llaniladigan vositalari o‘ziga xos yondashuvlari bilan ajralib turgan bo‘lib,
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xizmat ko‘rsatish sohasi subyektlari mazkur “sotish voronkasi” texnologiyasini,
avvalambor, o‘z faoliyatining maxsus jihatlarini e’tiborga olishlari va ustuvor
magsad sifatida potensial mijozlarni voronka sari yo‘qotmasdan siljitib borish
muhimdir.

7. Ragamli marketingning xizmat ko‘rsatish sohasi subyektlari o‘rtasida biznes
faoliyati samaradorligini ta’minlash maqgsadida smart-shartnomalarni “external” va
“internal” usulida joriy etilishi lozim. Mazkur yo‘nalishning muhim ta’sir omillari
ajratib ko‘rsatilgan, ya’ni: tranzaksion xarajatlarni kamaytirilishi; blokcheyn
texnologiyalarni keng joriy etilishi hamda institutsional infratuzilmaning
shakllanishi; avtomatik nazoratning olib borilishining amaliyotga joriy etilishida
muhimdir.

8. Xizmat ko‘rsatish bozori uchun ragamli marketingning “sotish voronkasi”
texnologiyasini joriy etish magsadli bo‘lib, unda avvalambor, o‘z faoliyatining
maxsus jihatlarini e’tiborga olishlari va ustuvor magsad sifatida potensial mijozlarni
voronka sari yo‘qotmasdan siljitib borish muhimdir. Bunda siljitib borish harakatlari
“e’tiborni qaratish™, “jalb etish”, “konversiya”, “saglab golish va himoyalash” kabi
bosqichlardan iborat bo‘lib, mazkur yondashuvning samaradorligini belgilab
beruvchi ROI (return on investment), SAC (customer acquisition cost), CPA (cost
per Action), CPI (cost per Install), CPO (cost per order), CLV (customer lifetime
value), CRV (customer referral value), CRR (Cost Revenue Ratio) kabi asosiy
ko‘rsatkichlarning hisobini olib borish magsadga muvofiqdir.

9. ROC egri chizigii tahlili marketing tadgigotlarida optimal va
sezuvchanlikni tahlil etishda ishonchi yugori tahlillar sifatida qo‘llanilib kelmoqda,
xususan marketing kommunikatsiyalari, ragamli marketingda qidiruv tizimlari,
marketingning siljitish instrumentlarining ta’sir etish darajasi hamda CRM
vazifalarining yechishda ma’lumotlarning intellektual tahlil etish darajasini
o‘rganishda keng qo‘llanilib kelmogda. Unda o‘rganilayotgan ko‘rsatkichlarning
natijaga nisbatan ta’sir etish darajasini aks ettirib, uning soddaligi
ko‘rsatkichlarning bor yoki yo‘qligiga garab, taklif etilayotgan modelning sifat
bahosini aks ettirishi hisoblandi. Tahlil natijasidagi ROC-egri chizig‘i ragamli
marketing texnologiyalarining xizmat ko‘rsatish subyektlari faoliyatida qo‘llash
modelining adekvatligi 0,8 ga tengligi, har bir instrumentning xizmat ko‘rsatish
faoliyati natijasiga ta’sir etish 76% salohiyatga ega ekanligi hamda har bir subyekt
uchun instrumentdan foydalanishda o‘ziga hos ta’sir etishi esa 34% ekanligini
ko‘rsatib berdi.

22



HAYYHBINA COBET DSc.03/30.12.2020.1.16.02 TIO IIPUCYKIEHUIO
YUYEHBIX CTENEHEN NPU TAIKEHTCKOM I'OCYAAPCTBEHHOM
IKOHOMMNYECKOM YHUBEPCUTETE

CAMAPKAHJICKUHA MHCTUTYT S9KOHOMUKHU U CEPBUCA

SIXEXOHOB HUE3XY KA BAXPOWJI YIUIN

COBEPHIEHCTBOBAHHUE UCITOJIB3OBAHUSA
HUD®POBOI'O MAPKETUHI'A HA ITIPEJAITPUATHUAX
(Ha mpuMepe MpeInpPUATHIA cephbl yeIyr)

08.00.11 — MapkeTHHT

ABTOPE®EPAT
auccepranum 10kropa ¢punocopuun (PhD) no 3xoHOMHUeCKHM HayKam

Tamkenr — 2023



Tema ANCCEPTANAN  OKTOPA dnaocopun  (PhD) aperncrpuposana B Buiciman
ATTCCTAIMONNAS KOMHCCHS npi Munncteperne Buicimero o6pajosanis, nayku nunosanni
PecnyGumkn Yibexncran 3a Homepom B2021.1.PhD/Iqt1611.

Jlnccepraums BeinoancHa B CaMapkanckoM HHCTHTYTC IKOHOMHKH H CCPBHCA.
Asropedepar AMCCEPTalN Ha TPEX A3bIKAX (y3bek, pyc, anrmi. (pesome)) pameniCH Ha peb-cafre
Haywnoro coseta (Www.isueuz) n Ha nidopmaiHoHH0-06pa3oBaTe/IbHOM noprane «ZiyoNet»

(www zivonet uz).

Hayunbiil pyKoBOANTEL: Iyaaros Myxnuinn Irambepavennt
JIOKTOP IKOHOMHUCCKHX HAYK, npodeccop

Odunuansnbic ONNORCHTHI Jmrraes Aanmep AGAyrannenHt
JIOKTOP IKOHOMHHCCKHX HAYK, npodeccop

Mapanmosa Ymuaa Hemanaxanosna
KaH/IHAT JKOHOMHYECKHX HayK, AOUCHT

Beaymas opranmanns: Tamkentcknii PnnancoBbifi HHCTHTYT

o°
3alHTa AHCCCPTALHH COCTOMTCA «13 » MH b 2023 roma n‘f_L_ 4acoB Ha 3acelaHHH
Hayunoro cosera DSc.03/30.12.2020.1.16.02 no npHCyAACHHIO yuensix crencHed npu TawkeHTCKOM
rOCY1apCTBCHHOM IKOHOMHUCCKOM  YHHBEPCHTCTE. Anpec: 100066, r. TawkeHT, npocnext Hcnama
Kapumosa, 49. Ten.: (99871) 239-01-49; daxc: (99871) 239-41-23; e-mail: tdiv@tsue.uz.

C namccepraumeii nokTopa dunocopun (PhD) MOXHO O03HAKOMHTBCA B HH(OPMAUHOHHO-
pecypcioM  lenTpe  TallkeHTCKOro  TOCYNApCTBCHHOTO JKOHOMHYECKOTO  YHHBEPCHTETA
(3aperucTpupoBana 3a Ne ). Anpec: 100066, r. TauwikeHT, NpOCNCKT Hcnama Kapumosa, 49. Ten..
(99871) 239-28-75, dhaxc: (99871) 239.28-75; e-mail: tdiu@tsue.uz.

ABTopedepar anccepTali pasocnan «_J » WHOHE 2023 rona.
(npotokon peecTpa Ne M OT « 9 » VU'O”‘ 2023 rona).

I'.K. AGaypaxmonosa
cenarens Hayunoro cosera no
YEHBIX CTENeHeh,

.X. KapsinGaena
cekperaps  Hayuworo
COBETA MO TNPHCYKACHHIO YHEHBIX
crenexeit, 1.2.1., npodeccop

HL/[x. Dpramxo/pkaesa
ﬂpcnﬁ:umnb Hayuxoro cemunapa
npu  Haywwom  cosete 1o
NPHCYKACHHIO YHEHBIX CTeneHeH,
A.9.4., npodeccop



BBEJEHMUME (anHoTamusi 1uccepranuu Jokropa ¢puiaocoduu (PhD))

AKTYaJIbHOCTh M BOCTPe0OBAHHOCTH TeMbl Auccepranuu. B ycrnoBusx
U3MEHEHUI MUPOBOTO MI00ATBHOTO U(POBOro PhIHKA aKTYaIbHOCTH UCIIOIB30BAHUS
U(PPOBOTO MAPKETHHIra XO3SIHUCTBYIOIIMMH CYOBEKTaMH HMEET COOTBETCTBYIOIIUMN
poct. ComiacHO oTyeTaM MeXIyHapoaHoro areHtcTBa DataReportal mocssiménHoe
TpeHaaM 1U@poBoi cpedpl, «mo cpaBHeHHI0O ¢ 2021 Tr0oa0M  KOJMYECTBO
noJb30BaTeNeil MOOUJIBHBIX YCTPOUCTB BbIpOCio Ha 1,8%, monbp3oBaTesin MHTEpPHETA
uMmeroT npupoct B 4,0%, NpUpOCT NOIb30BATENEH COLMAIBHBIX CETEH COCTaBUIIO
10,1%. ITpu stom 70% moTpeOuTeneit 3asiBIIIN, YTO B3aMMOICHCTBYIOT C KOHTEHTOM
IIPOU3BOAUTENIEH, 4 HE C HUX peKJIaMop“Il. «H(pOopMalTMOHHBIA BEK» U «IEPEIOBbHIC
TEXHOJIOTUW» SIBIISIOTCSI OCHOBHBIMU KPUTEPHUAMHU LU(POBON TMOIUTHKH, B CBS3U C
YeM KaKIbld XO3MWCTBYIOUIMM CyOBEKT B HAcTOSILEE BpeMs B  BOIPOCE
(GbopMHUPOBAaHUK OTHOIIEHUH CO CBOMM PBIHKOM M TMOTPEOUTETSIMU TIOCPEACTBOM
UCIIOJIb30BaHUS HU(PPOBBIX TEXHOIOTUN CUUTAET aKTyaJIbHBIM.

B ycrnoBusax mio0anuzanM M MOJUTUKM HMHTEHCUBHOW LU(PPOBHU3ALNU
MHUPOBOI'0 YPOBHS MacIITaOHO Ha4ajl MPOBOJAUTCS UCCIIEAOBaHNs, HAIIPABICHHbIE HA
YIIy4YIIEHUE HCIIONB30BaHUs IIM(PPOBOr0 MapKETHUHra Ha MHpennpusaTHsx. Jlump Ha
06aze manHbix Scopus «3a mnepuoy 2000-2019 rr, mom pyKOBOJACTBOM YYEHBIX U3
CHIA, Nuauu u BenukoOputanuu, ObUI0 BKIIIOYEHO 929 HaydHBIX padoT B paMKax
OU(PPOBOIO  MAPKETUHra, IOCBSIIEHHBIE  CTPAaTerMyeckoMy  IUIAHMPOBAHMIO,
pa3paboTke MOOWJIBHBIX MPWIOKEHUA W MOOWIBHBIA MAapKETUHI, a TaKxkKe
neMorpaduuecKiuM XapakTepHCTHKAM ICIeBOi ayIUTOpHH B LA(POBOI cpemen’,
TaKKe IEpPEeIOBbIMUA HANpaBICHUSMHU OOJIBIION YaCTH JaHHBIX padOT SBISIOTCA
OCHOBHBIE TEHJIEHUMH LU(POBON cpenbl, yIydllIeHUE (PUHAHCOBBIX PE3YIBTATOB
uupoBbIX  IatgopM,  JanbHeEWIiee — pa3BuTHE — HU(DPOBBIX  miIardopm
CHELMAIM3UPOBAHHBIX HA OKa3aHUsI YCIIYT.

B V30ekucrane ocob0oe BHHMMaHUE YAESETCS BOMPOCAM  YKPETICHUS
HOPMaTUBHO-TIPaBOBOI 0a3bl MCIOIB30BAaHUS IIM(PPOBBIX TEXHOIOTUH, aKTUBU3ALUN
peanu3alyy MOJMTUKY HU(PPOBU3ALMN 3KOHOMUKU. B cBsA3M ¢ 3TMM npuHATO OoOjee
30 HOpPMAaTHUBHO-TIPABOBBIX JOKYMEHTOB, KACAIOIIMXCS BOIPOCOB LU(PPOBHU3ALINU, B
KOTOPBIX OMpEENeHbl psii 3aad BO BceX cdepax SKOHOMHKH . B wacTHOCTH,
BBISIBJICHA  1I€1€CO00pa3HOCTh  JAJbHEUIIEro pacHMpeHus cdepbl  HayyHbIX
VICCIICIOBAaHHUM 1T0 MAPKETUHTY IIPH BBIIOJHEHNUH 33a4 110 PeaJI3aliy MEPOIIPUSTHI
M0 BHEAPEHUIO YCIYr C BBICOKOM J00aBIEHHOM CTOMMOCTBIO MO HalpaBJICHUIO
«06J1a4qHLIe CEpBUCHDY, LIU(PpoBU3aIHsI OM3HECA, HICKYCCTBEHHBIN UHTEIIEKT, «YMHBIN
TIOM» .

! AHamis MupoBbIX LE(POBEIX MOKa3aTereil Ha Hauano 2022 roxa. https://datareportal.com/ — oduManbHEA caiiT
DataReportal, cTaticTiueckoro aHaiausa riao0anbHbBIX TU(POBBIX MoKazaTenel (narta oopamenus: 10.10.2021 r.).

2 Faruk M., Rahman M., Hasan S. How digital marketing evolved over time: A bibliometric analysis on Scopus
database. Heliyon. 2021. https://www.sciencedirect.com/science/article/pii/S2405844021027067 .

® TocranoBnenue IMpesnnenta PY3 “O mepax 1mo pa3BUTHIO LU(PPOBOH IKOHOMHKH U cepbl 000poTa KpHUIITO-
akTHBOB B PecnyOnuke Y30ekuctan” ot 03.07.2018 r. 3a NeIlI1-3832. https://lex.uz/ru/docs/3806048

* Hocranosnenue [Ipesunenra PY3 “O mepax no yckopeHHOMY pa3zBuTHiO cdepsl ycryr” ot 11.05.2021 r. 3a Ne
TIT1-5113. https://lex.uz/docs/5421239
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JlaHHO€ TUCCEpTAllMOHHOE UCCIEOBAHUE B OMPEICIEHHON CTENIEHU MOCITYKUT
peleHnIo 3aaa4, MOCTaBleHHbIX B YKazax IIpesmnenta «O Crpareruu pa3BUTHS
Hooro Y36ekucrana nHa 2022-2026 roas» ot 28 suBaps 2022 rona 3a NeVII-60 u
«O6 ytBepxnenun crparerun «Ludposoit VY36ekucran-2030» u mepax 1o ee
apdexTrBHON peanmmzarmn» oT S sauBaps 2020 roma 3a  NeVII-6079, B
[TocranoBnenun Ilpesunenta Nelll1-4022 ot 21 HosiOps 2018 roma «O Mepax 1o
JaybHeled MojaepHu3auud 1U@poBol UMHEGPACTPYKTYpHl B UEIAX PA3BUTHS
1T POBOI SKOHOMUKI» U IPYTHX HOPMATHBHO-TIPABOBBIX aKTaX B ATOHM 001acTH.

CooTBeTcTBHE HCCIIEIOBAHMS NPHOPUTETHBIM HANPABJICHUSIM Pa3BUTHS
HAYKM W TeXHOJIOTHH pecmyOJukH. J[aHHOE WCCIEIOBAHKUE BBIMOJIHEHO B
COOTBETCTBUM C MPUOPUTETHHIM HAMPABICHUEM pa3BUTHUSI HAYKH U TEXHOJIOTUH
Pecnyonmuku  Y30ekuctan |.«/[yXOBHO-HPaBCTBEHHOEC W KYJIBTYPHOE DPa3BUTHE
JEMOKPAaTUYeCKOT0 ¥ TIPAaBOBOTO OOIIECTBa, (opMHUpOBaHWE WHHOBAITMOHHOM
SKOHOMUKI.

CreneHb M3y4YeHHOCTH mNpoOaeMbl. HayyHO-TEOpETHMUECKUE TMOJIOKEHUS U
BOINPOCHl METONOJIOTMYECKHX OCHOB OpraHU3AlMH JIEATEIbHOCTH B Pa3IMYHBIX
OM3HEC-MOJIEIISIX C MCMOJIb30BAaHUEM MAPKETHHIOBBIX TEXHOJOTHI ObUIM M3YYEHBI B
HAyYHBIX TpyAax 3apyOexHbIXx ydeHbix Takux kKak: @D.D.Komiep, K.JIL.Kemrep,
['P.Hus, /I.Kokc, I1.Hoiin, [x.bapuerr, C.Mopuaptu, JI.IBekuep, [.Illak u I[ps.
Hpyrue 3apybOexHbie ydeHble, B yactHoctn J[.Uekwran, [.Iymer, M.Dapyk,
M.Paxman, C.Xacan, Y.Myptu, cBou pabOThl TOCBATUIM HCCIEIOBAHUSIM
CHeU(PUIYECKUX aCHEKTOB IM(GPOBOM Cpelbl U  TEOPETUKO-METOJ0JIOTUIECKUM
BOIIPOCAM KOHLIETIIIHH ¥ TOIXOIO0B HI(pPOBOro MapKeTHHTa’,

Cpemn yuensix crpan CHI', takme kak O.A.Koxymko, M.Uypkun, A.Arees,
IL.b.Kapnymenko, A.C.Yapukosa, T.I1.[lanko, O.B.Kurosa, B.bynanos, 1.Aceesa,
E.S.Epemenko,  A.A.XoBanoB, = M.A.l'onmy0eBa,  KacaJluChb  HampaBJCHUS
UCCIIEIOBaHUM 1M(POBOTO pBIHKA, B YACTHOCTH, YICISUIM 0OCO00€ BHUMAaHHE
BOMPOCAaM Pa3BUTHS IU(PPOBOTO MapKEeTHUHTa B cBOoek HayuHoil padore: T.I1.JlaHko u
O.B.KutoBa. B pa6ore M.A.I'oiry0eBoil U3y4eHbI BOIPOCHI pa3padOTKU KOHIEHIUN
MapKeTHHTa B3aMMOOTHOIICHHI B YCIOBUSAX U(POBOI SKOHOMHKH .

® Kotaep ®@., Kemnep K.JI. MapKeTHHI-MeHEKMEHT: miep. ¢ anri. — 15-¢ usn. — CII6.: [Tutep, 2018. — C. 26; Hus
I'.P. TIpoctpanctBo [lokropa Jlemunra. [Ipunnunsl nocrtpoenus ycroiunsoro 6usneca / I'.P. Hus. — M.: U3n-Bo
«AnprmHa [Tabmumepy, 2005. — 369 c.; Koke . Hoas nens. Kak 00beinHUTE OepexIIMBOe IPOU3BOACTBO, IIECTh
curM u teopuro orpannaenuit / 1. Koke, 1. dxeiiko0, C. beprimana. — M.: Mann, BaHoB 1 @epbep, 2011. —400 c;
JHotin [1. MapkeTHHT, OpUeHTHPOBAHHEIN Ha cToUMOCTbh. — CII10.: ITutep, 2001. — 168 c.; bapuer [dx., Mopuaptu C.
MapkeTHHroBrle KOMMYHHKAIUW: HHTErpupoBaHHbd momxox. — CII6.: IMurep, 2001. — 248 c.; HIeaiimep JI.
Konnenmus u 3Bomorus 6uzaec-moneneit / SKOBECT. — 2007. — Ne6 (2). — C. 146-168.; lllyk /1. Yuurech BUICTH
6usHec-npouiecchl: [IpakTka NOCTpOeHHs KapT MOTOKOB co3nanus uennoctu / J{.1lyk, M.Porep. — 2-e u3n.— M.:
«Anpnuna [Tabmumepy, 2008. — 257 c.

® D.Chekitan, D.Schultz. The SIVA Model for Customer Focused Marketing. March 18, 20009.
http://rolandsmart.com/2009/03/siva-model-customer-focusedmarketing/; Faruk M., Rahman M., Hasan S. How
digital marketing evolved over time: A bibliometric analysis on Scopus database. Heliyon. 2021.
https://www.sciencedirect.com/science/article/pii/S2405844021027067; Uthra Moorthy. The Impact of Sales
Forecasting Management on Business Performance. — TU DELT, 2021. — 72 p. Vol.15. Is.4. P.521-529.
DOI: https://doi.org/10.17270/J.LOG.2019.351/.

" 0.A Koxymiko, M.Uypkuu, A.AreeB u 1p. Unreprer-mapkerusr u digital-crpatersu. [Ipunmmmns: 53¢ ¢exTHBHOro
ucnone3oBanus: yueb. mocobue, HoBocub.; Karpushenko P. B. Innovative approaches in marketing practice //
Marketing in Russia and abroad. No. 6. S. 78-82.; Yapsikosa, A. C. Digital-MapkeTHHT B Olpelie/iecHHH KauyecTBa /
Moutozoii yuenstid. - 2017. - Ne 18 (152). - C. 189-192. -URL.: https://moluch.ru/archive/152/43169/.; Haubko T.IL.,
Kurosa O. B. Bonpocs! pa3surust nudposoro mapkerunra // [Ipobnemsl coBpemerHoM 3koHOMUKH. - 2013. - Ne 3
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B HayuyHBIX HCCIENOBAHUAX  OTEUYECTBEHHBIX  YYEHBIX, TaKUX Kak:
A.b.bo6oxonoB, C.C.I'ynmamoB, b.A.beranos, A.lll.bekmypanos, A.A.Mycanues,
T.3.TemabaeB, H.Habuesa, ®.KaceimoBa, A.AOnyBoxuaos, K.V.Typabaena,
1. Jx.Opramxompkaesa, M.A.WkpamoB, M.K.Ilapnaes, JIL.T.AOGmyxanunona,
V. V.lllapudxomxkaes, 3.A. XakumoB, H.Y.Mypanosa, 2.Hermanos, P.P.Mamxuos,
JI.H.PaxumoBa u npyrue mOCBSITHIN UCCIIEIOBaHUS B chepe MpeAnprHIMAaTeIbCTBA
muppoBOro  MapKeTHMHra, B  YacTHOCTH  BOMNPOCaM  COBEPIICHCTBOBAHUS
TEOPETUUYECKUX U MPAKTUICCKUX ACTIEKTOB MU(POBBIX MAPKETUHTOBBIX TEXHOJIOTHIA B
paMkax 1 pOBU3AITUN HAITMOHATHPHON SKOHOMUKH Ha TTOJIUTUICCKOM ypOBHCS.

HecMoTpss Ha mpoBeleHHbIE Hay4YHbIE HUCCIEIOBAaHUS, BOMPOCHI, CBS3aHHBIC C
OTIpeNeICHNEM 3HAYeHHWsI W CYIIHOCTH IHU(POBOrO MAapKETHHTa, Pa3BUTHEM
IU(GPOBBIX TEXHOJIOTUH, MPOOJIEMBI, CBS3aHHBIE C M3MEHEHUEM TMOTPEOUTEIHCKOTO
Crpoca M UX aHamm3 B chepe ycayr, OCTAIOTCS 3a paMKaMH HaYYHBIX MCCIICIOBAHHIA.

(47). - C. 261-265.; Budanov, V., & Aseeva, I. (2019). Manipulative marketing technologies in new digital reality.
Economic Annals-XXI, 180(11-12), 58-68. https://doi.org/10.21003/ea.; Epemenko IOmus AnexcanapoBHa
WHcTpyMeHTapuii peann3anny MapKeTHHTOBBIX MHTEPHET-TEXHOJOTMH B Om3Hece // Monenu, CHCTEMBI, CETH B
SKOHOMIKE, TeXHUKe, mpupozae u obmectse. 2017. Ne3 (23). URL: https://cyberleninka.ru/article/n/instrumentariy-
realizatsii-marketingovyh-internet-tehnologiy-v-biznese.; Xosanos A.A. Ontummu3aiys KaHAIOB pPacCIpeIe/ecHHs
KaK 9acTh MapKETHHTa ONTOBOW TOProBoi ¢upmsl // "MapkeTHHI W MapKeTHHTOBBIE HccienoBaHus B Poccun',
2000, Ne 6. - ¢. 43-46.; T'onybeBa Mapusi AnekcanapoBHa Pa3Butre KOHICNIIMH MapKETHHIa B3aUMOOTHOIIICHUN B
YCIOBHAX udpoBon SKOHOMUKH // U3BecTus CIIeIay. 2019. Nes-1 (119). URL:
https://cyberleninka.ru/article/n/razvitie-kontseptsii-marketinga-vzaimootnosheniy-v-usloviyah-tsifrovoy-ekonomiki
8 Bo6okoHOB A.A. AXGOPOT MaxCyloOTIapH Ba PaKaMId MApPKCTHHI XH3MATIAPH OGO30PHHHMHI PHBOYIAHHII
TeHaeHIsUapy // “MKTHCOAMET Ba WHHOBAI[MOH TEXHOJOTUSIAP” WM. 3J1. XKypHamu. - Ne2, mapr-ampens, 2020.;
Gulyamov S.S. va boshgalar. Ragamli igtisodiyotda blokcheyn texnologiyalari. — T.: Iqtisod-Moliya, 2019. 396 b.;
Beranos B.A., Knunk Om3Hec cyObekTnapu ydyH sipaTwiaérraH axOopoT TH3MMIIapu cupaThHH Oaxoiamina
¢oiinananysumiap TadaOMHUHT TaXawid. “MKTHCOANET Ba WHHOBAIIMOH TEXHOJIOTHSUIAP” WIIM. A1 KypHaIH. Ne 1,
stHBapb-(heBpaib, 2015 #mn; bekmypomor A.ILL., MycammneB A.A. Mapopmannonnsii 6usHec. Yu.moc. — T.: TTDY,
2006. — 288 c.; BoboxonoB A.B. V36ekucTonaa axGopoT MaxCyloTAapH Ba XH3MATIAPH OM3HECHHH
PHUBOXIIAHTHPHUIIHUHT ycIyOmii skuxamiapu.: PhD. nuc. ukr. ¢pan. — T.: TAUY, 2018, - 155 6et.; Teshabayev T.Z.,
Otakuziyeva Z.M., Bobokhujaev Sh.l. Specificity of conceptual development of information economy in Uzbekistan
/I Advances in Economics, Business and “Iqtisodiyot va innovatsion texnologiyalar” Ilm. el. jurnali. Ne 2, mart-
aprel, 2020 yil; Haouesa H. 2021. Hay4yHo-TeopeTHueckue OCHOBBI DPa3paOOTKH MapKETHHIOBBIX CTpaTeruit
pa3BUTHs Mpennpusatuii cepsl ycayr B yciaoBusx nupoBoit skoHOMHUKH. OOIIECTBO M WHHOBaIwu. 2, 4 (aBr.
2021), 19-26. DOI: https://doi.org/10.47689/2181-1415-vol2-iss4-pp12-19.; Kacumoa @. Hanpaenenus
uudpoBuzanuu ¥ UMGPOBOrO MapKeTHHra B MajloM OH3Hece M MpeANpUHUMATENbCTBE // DKOHOMHKA H
obpasosanwue, 23(1), 55-62. ussneueno ot https://cedr.tsue.uz/index.php/journal/article/view/349; Abduvohidov A.,
Makhammadiev, M. Issues Of The Study Of The Labor Market In The Conditions Of The Digital Economy //
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JlaHHBIE OOCTOSTENHCTBA MPEAONPEACTIIIN AKTyaTbHOCTh M TEMY JTUCCEPTAIMOHHOTO
UCCIICZIOBAHUSL.

Cesi3b TeMbl JAUCCEPTAIMM € HAYYHO-HUCCJIEN0BATEIHLCKHUMH padoTamMu
BbICIIET0 00pPa30BaTEJILHOIO Y4Ype:KIeHHsl, I7ie MPOBOAATCH WCCIeT0OBAHMSA.
JlucceprallmioOHHOE UCCIIEIOBAaHWE MPOBOIMIIOCH B paMKaxX HAy4HOTO IPOEKTa
«Teoperudeckre W MPaKTHUECKUE MPOOJEMBbl Pa3BUTHs CPepbl YCIyr B YCIOBHUAX
WHHOBAIIMOHHOW 3KOHOMHUKH» (2021-2025 IT.) B COOTBETCTBUU C IJITAHOM HAy4YHO-
UCCIIEI0BATENbCKOM paboThl CaMapKaHICKOTO MHCTUTYTa S KOHOMUKH U CEPBUCA.

Ieab uccaenoBaHms SBISCTCS pa3pabOTKa MPEII0KEHUN U peKOMEHIAIUH 110
COBEPIIICHCTBOBAHHUIO HCIOIB30BaHUS IU(POBOTO MAPKETHHTA Ha TPEANPHUSATHSIX,
OKa3bIBAIOIINE YCIIYTH.

3agaum uccsie0BaHuUA:

TeopeTHYecKoe 000CHOBaHUE pa3pabOTKK KOHIEIINA MAapKETUHTA B YCIOBHUSIX
UG POBOI FKOHOMUKHU;

00OCHOBaTb MECTO IIPOIECCHOTO TMOAX0Ja B TNPUMEHEHUU TEXHOJIOTUI
1M pOBOTO MapKETHHTA, BBIIEINB 0COOCHHOCTH OM3HEC-MOJIeNeH;

COBEpILICHCTBOBAaHUE  (POPMUPOBAHUS  «IOTPEOUTENLCKOM  IIEHHOCTH» B
DKOCUCTEME LU(POBOTO pHIHKA HAa OCHOBE YIPABICHUS IEMOYKAMU CO3/IaHUS
CTOMMOCTH;

aHaM3 3apyOeHOTrO OIbITa TOBBIIEHUA APHEKTUBHOCTH  IUPPOBOrO
MapKeTUHTa B Chepe yCIIyT;

O0OOCHOBaHHE pOJIM IMPPOBBIX IUIATPOPM B ACSATEIBHOCTH CEPBUCHBIX
IIPEIITPUATHM;

OLIEHKAa BO3MOXKHOCTEH HCHOJIb30BaHUS LU(POBOIO MapKETUHIAa Ha pBIHKE
YCIyT,

OILICHKA TIOTEHI[Mala HMCHOJIh30BAHMS TEXHOJIOTWA ITM(GPOBOr0 MapKETHHra B
cdepe ycyr;

ucclieoBaHne 1U(POBONM  MApKETUHTOBOW  JCSTEIBHOCTH — TPEANPHUSTHIH,
OKasbIBaroIue yciayru 1o CamapkaHICKon 00JIacTu;

pa3paboTka MPAKTUYECKHX  TMPEMIOKEHUA TIO  BHEAPEHUID  CHCTEMBI
UCTIOJNB30BAaHUST  TEXHONOTUH  1U(POBOrO  MapKeTWHTa Ha  MPEIIPUATHSX,
OKa3bIBAIOIINE YCIIYTH.

O0beKkTOM HcciIe0BaHus SBISETCS U(POBas MAPKETUHTOBAsS JESTEIHHOCTh
MPEINPUATHM, OKa3bIBAIOIIUE YCIYTU, B YACTHOCTH MNPEANPUATANA TOPTOBIH IO
CamapkaHJICKOH 00JIaCTH.

IIpenmeTroMm  mcciielOBaHUsI  BBICTYNAIOT  COIMAIbHO-PKOHOMUYECKHE
OTHOIIICHHUS B TPOIECCE COBEPIICHCTBOBAHUS  MCIIOJNB30BaHUS  ITU(POBOTO
MapKETUHTa Ha TIPEITPUATHSIX, OKa3bIBAIOIINE YCIIYTH.

Metoabl ucciaenoBanusi. B mporiecce MccienoBaHUS  MCHONIb30BAIMCH
MaTeMaTU4YeCKOe MOJICIUPOBAHNE, SKOHOMHUYECKHI aHalu3, CHUCTEMaTHYeCKUil U
CpaBHUTEIbHBIA aHanmu3, SWOT-aHayu3, craTucTUyecKasi TpyniupoBKa, CpaBHEHUE,
Kiaccudukaiys, ormpoc, metoasl AIDA n ROC-ananmu3a.

Hay4yHnasi HOBU3HA HCCJIEI0BAHUSA 3aKIF0YAETCS B CICAYIOIIEM:

B TIporiecce TpaHcPopMmalvud OT TPAJAUIIMOHHOTO MapKETHHTa TPH BBIOOPE

I_II/I(I)pOBOFO MApPKCTHUHIA 110 IMPUHOUITY «KIIMCHTOOPHUCHTUPOBAHHOCTD» OIIPCACIICHBI
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«BBICOKHE», «CPEIHHE» U «HHU3KHE» YPOBHHU (DaKTOPOB, BIHSIOIIME HA HU(POBOM
OpeHa, GOpMUpPOBAHUE CIIPOCAa U OMbITa MOTPEOJCHHS, a TAKKE Ha IMPEJIOKEHNE
1 (POBOr0 NMHHOBALIMOHHOTO MTPOTYKTa;

O00OCHOBAaHO TIPEIJIOKEHHE 110 BHEAPEHUIO MPOABIKEHUS II0 ATaram
TEXHOJIOTMU BOPOHKU TPOAAXK: «IIPUBJICUECHUE», «BOBIICUCHHUE», «KOHBEPCHSD,
«yAEp)KaHUE» U «3AIIUTBD C YYETOM CHEUU(PUKH JEATEIBHOCTH U COXPaHEHHUs
HNOTEHUIUAIBHBIX KJIMEHTOB;

000CHOBaHa 11e71eco00pa3zHoCTh nenoab3oBanusa ROC-ananusa, onpeaensonyii
ousHec-3(h(eKTUBHOCTh HMHCTPYMEHTOB B paMKax [HU(POBOM MapKETHHIOBOU
JEATEIFHOCTH CYOBEKTOB CQephbl YCIYT, TMOCPEACTBOM OIICHKHA KauecTBa MOJENIU
BBIOpHUBaeMbIX IU(POBBIX IJIOMIAJIOK B pa3pe3e TakuxX ypoBHEH, Kak Beicokoe (0,9-
1,0), ouenr xopomee (0,8 -0,9), xopomree (0,7-0,8), cpemnee (0,6-0,7),
HeynosnerBoputenbHblii (0,5-0,6);

pa3paboTaHbl MPOTHO3HBIE IIOKA3aTEIM BAJOBOM J0OABIEHHOW CTOMMOCTH
MHPOPMAIIMOHHO-KOMMYHUKAIIUOHHBIX ~ CETe M 2JIEKTPOHHOM  KOMMEpIHU
V30ekucrana 1o 2026 rozaa.

IIpakTHyeckue pe3yJibTaThl UCCIECAOBAHNS 3aKIIOYAIOTCS B CIIEAYIOIIEM:

pa3paboTaHa METOAMKA IPUMEHEHUS TIOATAITHBIX JICHCTBUI MPU UCHIOIb30BAaHUN
TEXHOJIOTUH LM(POBOrO MAPKETHHIA B IEATEIBHOCTH CYOBEKTOB C(hephl YCIIyT;

OIpeieIeHa LIENOoYKa CO3/1aHMsl LIEHHOCTH, OCHOBHBIE 3Tallbl PACHOIOKEHUS U
JBIDKCHUSI €€ 3JIEMEHTOB B MOJAEIHM IM(POBOTO MapKETHUHra, HMCIOIB3yeMOW Ha
MPEANPUATHSIX CHEPBI YCIIYT;

OIIpEZIeTICHbl OCHOBHBIC HAIPABJICHUS HCIOJIB30BAHUS IUPPOBHIX IIATGOpM
cyOobeKTamu c(hepbl YCIyT;

OLICHEHBI CHJIbHBIE U CITa0ble CTOPOHBI UCTIOIF30BAHMUS TEXHOIOTUH TU(PPOBOTO
MapKETUHTa B JIEITEIbHOCTU CYOBEKTOB CEPHI YCIIYT;

OIpEENICHbl HAlpaBJCHUS BHEAPEHUST «BOPOHKU IMPOAAX» C  Y4ETOM
0COOCHHOCTEH HAITMOHAJILHOTO PHIHKA TOPTOBBIX MPEIPUSITHA.

JI0CTOBEpPHOCTH Pe3yJIbTaTOB HcC/eA0BaHMsA. J[OCTOBEpHOCTh pE3YJIbTAaTOB
UCCIIEIOBAHUSI, OIpPEAEIsIeTCs 11eJeCO00pa3HOCThIO HCIOIb30BaHHBIX B pabore
METOJ0IOTUYECKHUX MOAXOI0B U METOJIOB, IPUMEHEHUEM O(PULIMAIBHBIX UCTOYHUKOB
MH(pOpMAIMH, B YACTHOCTH, CTATUCTUYECKUX JAaHHBIX [ OCyIapCTBEHHOIO KOMUTETA
PY3 1o crarucrtuke, MeEXAYyHApOIHBIX BEAYIIMX OpPraHU3alMi HCCIEAYIOLINE
u(poBOl PBIHOK, a Takke TOProBO-NIPOMBILUIEHHOW Tanaroll Y30ekucTaHa
NPUHSATHEM PEKOMEHAAINI 1 MPEIIOKEHUH aBTOpA.

Hayunasi W mnpakTuyeckasi 3HAYMMOCTH Pe3yJbTAaTOB MCCJIETOBAHUSL.
Hayunas 3HauMMOCTh pE3yJbTaTOB HCCIENAOBAHUS 3aKJIIOYAaeTCsl B TOM, HTO
pa3paboTaHHBIC B HEM MEXaHW3MBI U PEKOMEH/AIIMH MOTYT OBITh HCIOJIh30BaHBI B
paboTax HayuHBIX WCCJIEIOBaHMIA, TOCBAIICHHBIX BHEIPECHUIO  IU(PPOBOTO
MapKeTHHTa B JESITEIbHOCTh MPEeaNpUsSTUiA cepbl yCIyr, (OPMUPOBAHUIO MTOIXOI0B
K MHCIIOJb30BAaHUIO MAPKETUHIOBBIX TEXHOJOTWH, YYMTBHIBAIOUIMX TpPeOOBaHUSA
COBPEMEHHBIX PHIHOYHBIX TEHAEHIHUMH, C MOCISTYIOLUIM BEIOOPOM COOTBETCTBYIOIIMX
WHCTPYMEHTOB ITU(POBOTO MAPKETHUHTA, B YACTHOCTH IU(PPOBHIX MIaT(HOPM C yIeTOM
pa3paboOTKM METOAMKHM BHEApPEHHs IUIaT(opM OPHUEHTHUPOBAHHBIX HA CO3/1aHUE

«MOTPEOUTENBCKOM IIEHHOCTH» YCIYTH Yepe3 IU(PPOBYIO CPEy.
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[IpakTnyeckast 3HAYMMOCTh PE3YIbTATOB UCCIEIOBAHUS 3aKIIFOYAETCS B TOM, YTO
pa3paboTaHHbIE MOAXO/bI MOTYT OBbITh MCHOJB30BaHbl B CTPATETHMU ISl PA3BUTHS
UG pPOBOM MapKETUHTOBOM NIEATENILHOCTH CYOBEKTOB CQEpbl YCIYT CTpaHbl, TAKKE
napaMeTpbl HKCIHOJIb30BaHUSI TEXHOJIOTMH HHU(PPOBOrO MapKETUHTa MOTYT OBITh
UCIOJIb30BaHbl B KAUECTBE UCTOUHUKA ISl TIOATOTOBKU Y4€OHOTO MOCOOUs, KEMCOB U
TEKCTOB JIEKIMHA MO aucuuiuiiHam «MapkeTtuHr», «MapkeTunr ycmyr», «bpena-
MeHeKMEHT», « IHTepHeT-MapKeTUHT.

BHegpenue pe3ybTaToB MCCJIeI0BaHUsl. B OCHOBE NMOMYYEHHBIX HAy4HBIX
pE3yABTAaTOB IO COBEPIICHCTBOBAHUIO HCIIONB30BAaHMUS LU(GPOBOIO MapKETHHTa B
JeSITEIbHOCTH MPEANPUSITUN CPEphl YCIIYT:

NPEIVIOKEHHS] IO TPYIIIUPOBKE «BBICOKHUX», «CPEOHHX» U «HU3KHX» YPOBHEU
¢daxropoB, BaMsIOMMX Ha LKUGpoOBOW OpeHa, (popMuUpoBaHWE CIpoca U OMbITA
noTpeOsIeHus], a TaKkke Ha MpeUIoKeHne NU(POBOr0 WHHOBAIIMOHHOTO MPOAYKTa B
nporecce TpanchopMauu OT TPATUIIMOHHOTO MapKETHHTa MPH BHIOOPE 1IU(POBOTO
MapKEeTUHTa TO0 TPHUHIMITY «KJIMEHTOOPUECHTUPOBAHHOCTE» OBUIO BHEIPEHO B
JeSITeTbHOCTh TOProBO-NMPOMBIIIUICHHON TasiaThl Y30ekucTtana (crpaska Nell/03-12-
5004 ot 28 ampenst 2023 r. ToproBo-nmpoMBIIUICHHOW Maniarel Y30ekucraHa). B
pe3yabTaTe JaHHOIO MpPEIJIOKEHUST B OOMEH Ha 00ecredeHHe HENnpepbIBHOCTH
OpraHU3alMOHHO-KOHCY/JBTAIIMOHHOTO ~ CHAOKEHHS  CYOBEKTOB  c(epbl  yCiyr
JOCTUTHYTO TOBbIIIEHHE S(PQPEKTUBHOCTH BO3IEHCTBUS Ha MOTpeduTenel u
YCTaHOBJICHUSI OOpaTHOM CBsi3W IUGPOBBIMU TUIOHIAJAKAMHU, & CyOBEKTOB YCIYT B
pe3ylibTaTe €ro MCIoJb30BaHus B UU(GPOBOM MAPKETHMHIOBOW JIEATEILHOCTU
DKOHOMMYECKME W BPEMEHHBIE IIOTEPH COKpaTWIMCh Ha 5%, SKOHOMHYECKAs
3P PeKTUBHOCTD yBenHumiIach Ha 4%;

NPEJIOKEHUE TI0 BHEIPEHHIO MPOABIKEHHSI MO ATaraM TEXHOJIOIMHA BOPOHKH
NPOJIAXK: «IIPUBJICYCHHEY, «BOBIICUEHUE), KKOHBEPCHSD), «yAECPKAHUE» U «3AIIUTHD) C
YUETOM CIEUU(PHUKH ACATEIILHOCTH U COXPAHEHUs MOTEHIMAIbHBIX KIMEHTOB ObLIO
BHEJIPEHO B JICATEILHOCTh TOPrOBO-TIPOMBIIIIEHHON MasiaThl Y30ekucTaHa (CrpaBKa
Nel1/03-12-5004 ot 28 ampenss 2023 1. ToproBo-mpOMBIIIJICHHON —MajaThl
V30ekucrana). B pesynbrare BHEIpEHUs JAaHHOTO NPEAJIOKEHHUs 3arpaTbl Ha
NPOJBIKEHHE, B YAaCTHOCTH pPEKJIaMy, CyObEKTOB XO3SHCTBOBaHHUS B cepe yciyr
COKpAaTHJIUCh B cpeaHeM Ha 8%;

Hay4yHbIE PEKOMEHJAIUH T0 LesiecooOpa3HocTu ucnonb3zoBanust ROC-ananu3a,
ornpenenomuil  ousHec-3p(HEKTUBHOCTh HMHCTPYMEHTOB B paMKax IU(PpOBOH
MapKETUHIOBOM JEATENbHOCTH CYOBEKTOB C(epbl YCIYyT, MOCPEACTBOM OLIEHKU
KauecTBa MOJIENHU BbIOpMBAEMbIX HU(POBBIX IUIOMIAAOK B Pa3pe3e TaKUX YPOBHEM,
kak Bbicokoe (0,9-1,0), ouenb xoporee (0,8 -0,9), xopomiee (0,7-0,8), cpennee (0,6-
0,7), wneynomnerBoputenbHbiid  (0,5-0,6) ObUIM  BHEAPEHBI HA  IPAKTHUKY
XO3SUCTBYIOIIMX CYOBEKTOB, SABJISIOUIMXCS 4WieHaMU TOproBO-NpOMBIIIIEHHOM
nanarel Y30ekucrana (cmpaBka Nell/03-12-5004 ot 28 ampenst 2023 1. Toproso-
NPOMBIIIUIEHHOW TayiaThl  Y30ekucraHa). B pe3ynerare BHEIpPEHUS JaHHOTO
OpeAsOKEeHUsT 3a CYET TMOJIOKUTENIbHOTO  BJIMSHUS BBIOOpA HMHCTPYMEHTOB,
UCTIONIb3YyEMBbIX CYObEKTaMH XO3AWCTBOBaHMSA B cepe YCIyr MpH NPUMEHEHUU
TEXHOJIOTUI IIU(PPOBOr0 MapKETHUHTa U YCTPAHEHHs HEONIPEEICHHOCTEN B pa3BUTHU

pPbIHKA, B YaCTHOCTH B IIPOLHCCCC COCTABJICHUA IlJIaHAa BHCAPCHMUA I_[I/I(prBOFO
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MapKETUHTA, TOCTUTHYTO COKpAIIIEHUE PACXOI0B Ha MApKETHHT B cpenHeM Ha 9-10%;

pa3paboTaHHbIE MPOTHO3HBIE TOKA3aTeNId BaJlOBOM JO0aBIEHHOW CTOMMOCTH
UH(POPMAIIMOHHO-KOMMYHUKAIIMOHHBIX ~ CET€ M 2JIEKTPOHHOM  KOMMEpIIMU
V36ekucrana g0 2026 roma ObUIM OPUHATH TOPrOBO-TIPOMBIIUICHHOW MajaTton
V36ekucrana (cnpaBka Nel1/03-12-5004 or 28 ampens 2023 1 Toproso-
NPOMBIIIUICHHOM Tanarkl  Y30ekucraHa). B pesynbrare mNpUHATUS —JaHHBIX
nokaszarejicii B KauecTBe CBe/IeHUsT TOProBO-TIPOMBIIIICHHONW MajiaTol Y30eKucTaHa
OBUIO YTBEPKIEHO, YTO JIAaHHBIC TIOKA3aTENId IIOJIOKUTEILHO CKaKYTCS Ha
(hopMHUpPOBAaHUU CPEIBI ACTOBOTO COTPYIHWYECTBA Ha IM(PPOBOM PHIHKE YCIyT U
CHW>KCHUHU TPAH3aKIIMOHHBIX M3IEPKEK B cpeiHeM Ha 7%.

AmnpoOanusi pe3yJibTaTOB MCCIeI0BaHus. Pe3ylbTaTbl JaHHOTO UCCIIEI0BaHUS
oOcyxnamich B xome 10 MexayHapoaHbIX M 3 pecrnyOIMKaHCKHX Hay4dHO-
MIPAKTUIECKUX KOH(DEPEHIINSX.

Iyonmukanuu  pe3yabTraroB  ucciaenoBanusi. [lo Teme  nucceprauuu
onmyOJIMKOBaHO Bcero 22 Hay4yHbIX pabor, B Tu4., 4 crareidi B >KypHajax,
PEKOMEHJIOBaHHBIX BpICIIel aTTecTallMOHHONM KOMHUCCHEH U S B 3apyOeHBIX
Hay4HbIX KypHajax.

Crpykrypa n 00beM guccepranum. /{uccepranus COCTOMT U3 BBEACHUS, TPEX
1B, 3aKJIIOUEHUS, CIUCKA WCIOJIb30BAHHOM JMUTEPATYphl U MpuiiokeHud. O0beM
auccepTaiuu coctapiseT 119 ctpanwuir.

OCHOBHOE COAEPXAHME JUCCEPTALIMHU

Bo BBemeHmm 000CHOBaHA aKTyallbHOCTh W HEOOXOAMMOCTH  TEMBbI,
chopMyIIMpOBaHbl LENU U 3a/1aud, ONpeesieHbl 00bEKT U MPEAMET HCCISIOBAHUS,
MOKa3aHO COOTBETCTBUE TEMbl HCCICIOBAaHMS B MaciTabe MPUOPUTETHBIX
HampaBJIeHU 1O Hayke U TEXHOJOTUSIM; U3JIOKEHbl Hay4yHass HOBHU3HA U
MIPaKTUYECKUE PE3YJIBTaThl, PACKPBITHI TEOPETUYECKOE M MPAKTHUECKOE 3HAYCHUE
pE3yNbTaToB, MPUBEIEHBI CBEJCHHSI 00 UX BHEAPEHHM B IMPAKTHUKY, a TAKXKE YKa3aH
CIHCOK OITyOJIMKOBAHHBIX padoT.

B nepsoii rnase auccepranuun «Hay4yHo-TeopernyecKkue 0OCHOBbI BHEAPEHUS
uu(poBOro MapkeTuHra B cfepe ycjayr», ObUIM HCCIEIOBaHbI CrielUpUIECKIe
CTOPOHBI pPa3BUTHUSI LU(PPOBOrO MapKETHHIa U KOHLEMIMU U(DpOBU3aIMU, HAYYHO-
TEOPETUYECKUE OCHOBBI TEXHOJOTHUN IU(POBOrO MAPKETWHTAa M HMX BHEIPECHHUE B
chepy yciyr, yrouHeHa Kiaccu(UKaIMs TEXHOJIOTHM IU(POBOrO MapKeTHHra W
O0COOCHHOCTH MX MCTOJIh30BaHUSI.

CoryacHO  yTBEp)KCHHMSIM ~ TIPUBEICHHBIX B JAHWCCEpTalMM, LU(poBas
MapKETUHTOBasI JIEATEIBHOCTh TPEOYEeT BBIMOJHEHUS KAaK SKOHOMHYECKHUX, TaK U
OpPraHW3aIMOHHBIX YCJIOBUMA HA OCHOBE KOHIEHIMA NU(POBBIX OM3HEC-MOJAETCH U
oOecrieueHus] B3aWMO3aBUCUMOCTH YYaCTHUKOB ASKOCHCTEMBI IHM(PPOBOTO PHIHKA.
Baxxno pazpaboraTh cTpaTerMuecKkie TOIXOAbl W CTPaTeTdu TPOHUKHOBEHUS
mupoBBIX IIaTGopM Yepe3 KOHIEHIIUIO 3KOCHCTEMBbI ITM(POBOrO pHIHKA H
«MOTPEOUTENBCKON TICHHOCTHY. [[J1s1 5TOr0 MOXKHO BBIOPATH PSIT TIOJIXOA0B C YUETOM:
CO3/IaHUSl JIMYHOM TIEHHOCTH, CO3JIaHUs IIaT(GOPMBI TOJNBKO JJIs ONpPEaeICHHON
ayUTOpUH, CHHXPOHHOW amanTaruu. Ho moObie 1udpoBsie miatdopMbl TOKHBI
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HOJ/IEP’KUBATh OTKPBITOCTh PBIHKA U «O0OBETUHEHHE» MoTpeduTeneid. BaxHoCTb
KOHIICTIIIMM  DKOCHUCTEMbl B HCCJIEOBAHUAX 3aBUCUT OT 3aKOHOMEPHOCTEU
B3aMMOJICHCTBUS U BIUSHUS BCeX (DaKTOPOB, B KOTOPBIX MOCTPOUTH ONTUMAIBHYIO
KOHIICTIIIMIO MOXKHO TOJBKO TIPU  KOMIUIEKCHOM y4yeTe 3KOHOMHYECKHUX,
YIPaBICHYECKUX, COIMAIBHBIX, PBIHOYHBIX M TEXHOJOrHMYeckux ¢akropo. B
JUCCEPTALIMM  OMMCHIBACTCS  B3aMMO3aBUCUMOCTh  YYaCTHHUKOB  AKOCHCTEMBI
uGpOBOro pbIHKA, YTO JAET CyTh KOHIICMIMU YYaCTHUKOB LU(POBOrO pHIHKA,
HAIMpaBJICHHON Ha (QOpPMHUpPOBaHME OJIATOMPHUITHOW SKOCHCTEMBI, TO €CTh CIPOC H
NPEATIOKEHNUE Ha PBIHKE TOJIBKO Yepe3 HHPPACTPYKTYPY U MIaT(HOPMBbI IOCTABIIUKOB
B 1U(poBOi cperne, B KOTOPOHl aKIEHTUPYETCS BHHUMAHHE HA BO3MOXHOCTU
(dbopMHpOBaHUST CTOMMOCTH TOBapOB, OKAa3bIBAIOIINE CYIIECTBEHHOE BIMSHUE Ha
HOJ/IEP>KKU OOpPaTHOM CBSI3H.

B wuccnenoBaHusiX, TPOBENCHHBIX YYEHBIMU, OBLT M3Y4€H pAI OTIMYUN
MapKETUHTOBOM JIEATETLHOCTH B IU(POBOM cpesie OT TPAIUIIMOHHON MapKETUHTOBOM
NESTEIbHOCTH, TIPU 3TOM JIEATENIbHOCTh MAapKeTHHIa B IUQPOBON cpexe
OCYLIECTBIIJIACh MOA3TANHO, B CTPATETUSIX COJIM)KEHUS TOTPEOUTENEH 3aTparuBaiich
BCE DJIEMEHTHl MapKeTHHIa BO Bcex (opmax mudpobix TexHonoruid. Ludposoit
MapKETHHI TaKKe pabOTaeT ¢ OCHOBHBIMH MapKETHHIOBBIMU HWHCTPYMEHTaMH, HE
OTKa3bIBASCH OT TPATULIMOHHBIX MAapKETUHIOBBIX (pyHKIMH. O1HAKO, HE3aBUCUMO OT
TPaAULIMOHHOTO MApKETUHIOBOIO MOAXO0Ja, HEOOXOAMMO O0eCHedYuTh, YTOObI 3TH
WHCTPYMEHTHI UCTIONIb30BAJIMCH KaK OHJIAH, TaK U O(IaiH.

B nuccepranonHoi paboTe UCClieI0OBaHA SBOJIONUS KOHUEMIUN 1M POBOTro
MapKETHHIa, B KOTOPOW HCCIIEIOBAHBI TEOPETUYECKHUE OCHOBBI COJEPKATEIHHOTO
dbopmupoBaHus 31eMeHTOB I poBoro mapketudra (mogenu 4P, 4C, SE, Siva). B
pe3ynbTaTe 3TOr0 aBTOPOM YCTaHOBIIEHO, uTO TpaHcopmarms monmenu 4P B
TPaJUIIMOHHOM MapkeTuHre kak monenu SIVA B cpene mu@poBOro MapKeTHHIa
0a3upyeTcsi Ha MPUHITUIIE “OPUEHTUPOBAHHOCTH HA ToTpeduTens” (puc.l).

PRODUCT
- OOVET

SOLTUTIONS

(pemesnnna) -
PRICE
- (memna)
INFORMATION
(madroprramma) -
Monene STV A PLACE Momeas 4P
- (nrecTo)
VALUE
(meHHOCTE) -
PROMOTION
v (DpoaesEeHEAES)
ACCESS
(mocTyvm) -

Pucynok 1. Tpanchopmauus moaenu 4P B TpaIUIIMOHHOM MapKETHHIE B
mogenb SIVA B cpeae undpoBoro mapkerunra’

Ha ocHoBe uero paspaboTaHa kapTa NOIJIEPKUBAIOIIEE HA BHIOOP MOJEIU
I (PPOBOrO0 MapKETHHTa C YYETOM MApKETUHIOBBIX HCCIEAOBAHUI M AHAIUTUKH, a
TaKXKe BHEAPEHUS IIM(PPOBOro MapkeTuHra (Tadi. 1).

% PaspaGoTaHa aBTOPOM B Iporiecce u3ydenus moaen SIVA.
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Ta6mmua 1.
Kapra BiansiHus pakTopoB ucciie10BaHus M BHeAPEHUs HA BBIOOP MOe/IH
M (pPoOBOro MAPKETHUHIA 10

2 2 2 e
=S, |E.2.98 £ =223
223 2EgE8f 23 | ZEHEC
Bausiromme ¢pakTopbl M KX BO3MOKHOCTH 2235 273832 5 2 2 S a = 2
=Sa2 [E3=EE = = e g d
2ES |E82°5F 1% | i3id
s = > F S E=cF
= = = = =
CerMeHTanus 1 OlleHKa
@ = . cpenHee BBICOKOE cpenHee cpenHee
2 = notpeOHOCTEH
S E % EnuHALBI 13MEpeHus IS
£ 5 = HU3KOE cpenHee cpenHee BBICOKOE
=2 E ornpezeneHus: oobema
=
S = 5 | BO3MOXHOCTb IPHHIMATH PELICHHS
2 @ = cpenHee CpelHee | BBICOKOE HU3KOE
= 5 = B PEKMME peaIbHOT0 BpEMEHHU
24
= = [lepconanuzaius 1 TapreTuHr BBICOKOE cpenHee BBICOKOE HU3KOE
OnTumu3zanus KOHTESHTa cpenHee cpenHee HU3KOE cpenHee
v o B
= g =
=8 = WNunoBamum HU3KOE cpenHee cpenHee BBICOKOE
e 25
= & &
s 'g‘ = CornuanbHoe BIUSIHUE U TapaHTHH BBICOKOE cpenHee cpenHee cpenHee
R s
OMHUKaHATBHOCTh cpenHee BBICOKOE cpenHee cpenHee

OcHoOBHas 1IeNTb KapThl, IPEICTABICHHON B TaOMIIE, ABJISETCS MOAIEPKKON MPH
BbIOOpE MoJenu LU(POBOr0 MAPKETUHIa C YYETOM TE€X HMHCTPYMEHTOB, KOTOpBIE
OKa3bIBAIOT BIIMSHHE HA BBIOJHEHHWE MAPKETUHTOBOW 3amau. B wactHOCTH, KapTa
BIMSAHUS (DAKTOPOB UMEET OOJIBIIIOE 3HAYCHHE MTPU Pa3padO0TKe IUPPOBHIX MIaTHOPM.
B OonbmmHCTBE CiydaeB TepBOHAYAbHA MHUCCHS TUIATGOpM COCcpenoToueHa
HEMOCPEICTBEHHO Ha TIOJIMTUKE MPOJIAXK, HO MPEAJIOKEHHAs! KapTa TaKKe YUUTHIBACT
BO3MOKHOCTh OOECTICYEHUH TOJICP>KKHA TOBAPHOM, IIEHOBOW M KOMMYHHKAIIMOHHOM
TOJIUTUKY.

B pe3ynbrate HaOmMoOAEHWM, MNPOBEACHHBIX B XOAE JIUCCEPTALMOHHOIO
WCCIIEZIOBAHNS, BBISIBICHBI (DAKTOPBI, BIMSIONINE HAa BHEAPEHUE IU(POBBIX TIAThOpM
(MapkeTmuieiicoB) B cdepe yCayr, B YaCTHOCTU: BJMSIHUE KBATU(UIIMPOBAHHBIX
Ka/IpOB, OOJIAAfONINX JOCTAaTOYHBIMU 3HAHUSMH M HaBBIKAMH, OOECTICUHMBAIOIIMMHU
abdextuBHOe  (YHKIIMOHMPOBAHUE  CO3/aBaeMbIX  IUQPPOBBIX  IIatdopm;
HEIOCTAaTOYHBIA  OMNBIT BHEApEHUs UU(POBBIX I1aTGOpM; BOCTPEOOBAHHOCTD
(PMHAHCOBBIX M TEXHOJIOTHUYECKHX PECYPCOB MPH BHEAPEHUW IM(PPOBBIX TUIATPOPM;
BIIMSIHUE MEXTYHAPOIHBIX TIaTGOPM HAa KOHKYPEHIIMIO HAIMOHATIBHBIX TUIAThOPM;
MOJIMTUKA TOCYJAPCTBEHHOW TMOMICPKKH IUGPOBOM  KOMMEPIUH, HAJIM4YUE
MOTPEOHOCTH B KOHCYJBTAIIMOHHBIX M MAPKETUHTOBBIX YCIyrax TpU BHEIPECHUH
mudpoBsix MmiarGopM. B pesynbrare m3ydeHHs HaHHBIX (PAKTOpOB pazpadoTaHa
MO/IEINTb BHEAPEHHS IUPPOBHIX TWIATPOpM B chepe ycyT (puc. 2).

1
% PaspaboTano aBTOpOM.

33




TexHoJsiornueckas Mojiesib HuGpPoBoii m1aTHOpPMbI

3agaun, KOTOpbIe HEOOXOAUMO BHINOJHUTH MPHU BHeAPeHUH HH(PPoBoii miIaTGopmMbl

BrIsiBlIeHHE NOTEHIMATIBHBIX KIMEHTOB [Tepenaua nHpOp™Mauy B
U TOBelleHHe HHPOPMAIINH JT0 HUX HHPPACTPYKTYPY chepsl yCIryT

CPEJA IN®POBOU UHOPACTPYKTYPbI

PaspaboTka MexaHu3ma Bo3eiicTBUsA 1H(POBOIT MIaTHOPMBI HA YITyUIICHHE
(buHAaHCOBOW HHGPACTPYKTYPHI

IMoanepxka HEMIPEPHIBHOCTH OPraHU3AMOHHO-KOHCYIBTAMOHHOTO 00ECICUCHNS

HOPMATUBHO-ITPABOBAS CPEJA

Pa3paboTka cucteMsr 00paTHOM CBSI3U C OTpacieBOl HHPPaCTPYKTypoil uepe3
1 poByIO IaThOpMy

‘

BHenpenue 1 MOHUTOPHHI M (PPOBOIi IJIATHOPMBI

Pucynok 2. Moaesb BHeApeHus 1M poBbIX I11aTGOpPM B cdepe ycayr 1

BHenpenne gaHHOW MOAEIM HA TPAKTUKE SBISICTCS — TMEPCHCKTUBHBIM
CTpaTernyecKd 3HAYMMBIM MOJIXO/IOM, TO3BOJISIONIMM HE TOJBKO CHHU3WUTH 3aTPaThl
pPECYpCOB M BpeMEHU Ha IUGPOBOM PBIHKE, HO U YIYYIIUTh KOMMYHHUKAIIMOHHYIO
MOJIMTUKY U PaCIIUPUTH Chepy AeITEITbHOCTH.

Bo BrOpoli TmmaBe mguccepTanuu  “AHAJM3 HMCHOJIb30BAHUSI TEXHOJIOTHH
uugpoBOro MapKeTHMHIra” TIpEACTaBlieH 3apyOeKHBIM OMNBIT UCIOJIL30BAHUS
IU(pPOBOro MapKeTHUHTA B c(hepe YCIIyT, COCTOSIHUE U TEHACHITUH Pa3BUTHS IU(POBOTO
MapKeTHHTa B Y30€KHCTaHe, a TaKKe aHAJIN3 UCTIOIb30BaHMs [IU(POBOTO MAPKETHUHTA
Ha npeAnpusITusx cgepsl yeryr CamapkaHacKkoil 001acTH.

B uccnenoBarenbckoil pabote ObUTH U3y4e€Hbl MUPOBBIE [IU(PPOBBIE TEHIEHIINH, B
KOTOPOM TIPEJICTAaBJICHA KOJIMYECTBO MOJB30BATENCH COLUMAIBHBIX CETEM, MMEIOIIUI
npupoct B 13,2% (tabin.2).

B ro6anbHo# 1dpoBoii cpesie moaaBIsitoniee OOIBIIMHCTBO MOIb30BaTEICH
CpEIHECTAaTUCTUYECKOrO0 Bo3pacTa (0T 16 1o 64 5er) yTBep)KIaroT, YTO MPUYUHON
oOpamennst k UutepHery, sBnsiercs: nouck uHbopMmarmu (63,0%); obiieHune c
Om3kumMu U py3bsaiMu (56,3%); OCBEIOMIIGHHOCTh O HOBOCTSX M HMH(pOpMaIn
(55,6%); KaK BBITIOJHATH TY WK UHYIO padoty (51,9%); , mpocMoTp 110y ¥ PHIEMOB
(51,7%); mouck HOBbIX uzaen (47,6%); mouck mTpoaykTtoB u OpeHmoB (46,4%);
NPOCITyIIMBaHUE M 3arpy3ka My3blku (46,3%); momydeHue oOpa3oBaHus U
nocerienne KypcoB (42,6%); mouck mecta W BakaHcui juis mytemectBuid (38,7%);
MOUCK MH(OpPMAIMM W HWHCTPYMEHTOB, CBSI3aHHBIX CO 310poBbeM (36,3%); mouck
uHbopMaI 0 (GOPMUPOBAHMM 3HAHMN M HABBIKOB (PMHAHCOBOIO MEHEIKMEHTa

1 Muallif tomonidan ishlab chigildi.
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(35,2%); wurpwr (32,2%); mouck, cBs3anbiii ¢ Om3zHecoM (30,7%); 3HAKOMCTBO C
HOBBIMH JTROIBMH (29,9%)".
Tadamnua 2.
AHAJIN3 COCTOSIHUSI HCTOJIL30BAHMS IIUPPOBBIX TEXHOJIOTHI HACEJIEHHEM
mupa (o cocTostHuIo Ha stuBaps 2021 r.)

2020 | obmeii | 2021 | obmeii P
NpeaAbIAYIIHM
Ne IMoka3zarenn (mapx | uwmcaeH- | (Mapx | YHCIIeH- ronOM
YyeJl.) HOCTH YyeJl.) HOCTH A
(man
HaceJeHUA HaceJeHHus B %
YeJl.)
1 | YucnenHocTh HaceneHus Mupa | /.75 - 7.83 - 81 1%
W3 HUX:
KonnuecTBo monb3oBareiei
2 MOOMJIBHOTO TenedoHa 5.19 67% 5.22 66.6% 93 1.8%
(cMmapTdona)
g | Komuuectso nombsosarencit |, oy 59% 4.66 59.5% 316 | 7.3%
HHTEpPHETA
KonuuecTBO aKTUBHBIX
4 IOJIb30BaTEIEN COIMAIBHBIX 3.80 49% 4.20 53.6% 490 | 13.2%
ceren

Bcemupnpiii 6aHK B CBOMX HCCIIEIOBAaHUSX HMEIOT BBIBOJ, YTO YCHJIMS IO
nrdpoBuzanuu B Y30€KUCTaHE JTOJDKHBI ObUIM HauyaThCs JECATH JieT Hazal. Eciu
nonsa uudposoii sxkoHomuku B BBII Y30ekucrana cocrabmser okoio 2,2%, To B
pPa3BUTHIX CTpaHax oOHa cocraBiasieT 16-35%. KonanuecTBO WHHOBAIIMOHHBIX
MPEANPUITHI B Y30eKHUCTaHe COCTaBIIIO 5% OT 0OIIEero KOJu4ecTBa MPEAIPUITHH,
a B ctpaHax EBpomeiickoro Coro3a 3TOT IOKa3aTejib pPaBeH 60%. Hudposbie
W3MEHEHHUSI 3aBHCIAT OT COCTOSHHS CTpaHbl B cdepe HMHPOPMAIMOHHO-
KOMMYHHUKAITMOHHBIX TEXHOJIOTUH, W aHAJTU3UPOBATh ITUGPOBYIO HHGPACTPYKTYPY
MOXKHO IO PsIly €€ IMoKazareneil, a UMEHHO: J0Jis1 uudpoBoil s3koHoMuku B BBIT;
o0beM uHBeCTMLIMH B cdepe HHPOPMAIMOHHBIX M KOMMYHHUKAIIMOHHBIX
texHosioruii; OXBaT TEPPUTOPUU CTPaHbl HMHTEPHETOM, KOJIMYECTBO JIIOJICH,
MOAKIIOYEHHBIX K MHTEPHETY M CKOPOCTh WHTEPHETA; PA3BUTHIO DJIECKTPOHHOM
KOMMEPIIMH; 3TO 3aBUCHUT OT KaJIpPOBOU MOJUTUKU U KAJAPOBOT0O MOTEHIMAIA B chepe
MH(POPMaIIMOHHO-KOMMYHHUKAIIMOHHBIX TEXHOJOTUHA. B TO ke BpeMsi COCTOSIHUE
BOIIpoca U(POBOro YIpaBICHUS B JEATEIHLHOCTH MPEANPUSTUI B OU3HEC-CpeIe,
MEXaHW3M TIPUBJICYCHHS TOTpeOUTENIeH ¢ IMOMOIIBI0 ITU(GPOBBIX TEXHOJIOTHH,
IPAaMOTHOCTh HCITOJIb30BAaHUS IHM(PPOBBIX PHIHKOB M (OPMHPOBAHHUE CXOXKHX
B3TJISA/I0OB YCKOPHUT TPOIIECC MU(PPOBU3AIIUNA SKOHOMUKH CTPAHBI.

B pabote nmMeroTcst OTIIeNbHOE MCCIeI0OBAaHNE MEXaHW3Ma “‘BOPOHKH TPOJAXK,

2 DIGITAL 2021. Moxazatems 2021 o mudpoBEIX TexHoNOrMaX B Mupe. hitps:/datareportal.com/reports/digital-
2021-global-overview-report (zata oopamenus 08.02.22 r.).

3 DIGITAL 2021. Pa3paGoTaH aBTOpDOM Ha OCHOBE IOKA3aTeNell eKEroJHONH MPe3eHTaluH O HH(POBHIX
TEeXHONOTWsIX B Mupe. https://datareportal.com/reports/digital-2021-global-overview-report (mara o6pamieHus
08.02.22r.)

Y Kyréumauuos [0. V3bekuctan omudpobiBaetcs // JxoHOMHUecKoe obosperne. - Nel0 (238), - 2019. (mara
obpamienus 10.02.22 1.)
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https://datareportal.com/reports/digital-2021-global-overview-report

obecrieurBaroliee MOTEHIMAl Tpolecca MU(POBBIX MPOAaX NPU BHEAPCHUU
1 (POBBIX TEXHOJIOTHH B ACATEIBHOCTH O0CITYKMBAIOIINX OpraHu3armii (puc. 3).

Pewrnasaa, SEQ, CEQ,
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AyouMTOpHK (NnpyBNEYE BHUMaHME ) sudecpexiamo,
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ObecneveHnue Advocate
- EEEDHECHOETH [-3EILI,HTE -} PEMApKETHME, JACKTROMHIA MOYTI !

PucyHnok 3. TexHOI0THYeCKHIl ACTIEKT “BOPOHKH MPOJAK” HA OCHOBE MOJEJIN
AECRA"

BornbImast 4acTh ESTETHPHOCTH MapKETOJIOTOB PhIHKA YCIYT B ITU(POBON cpere
HampaBJicHa Ha TPOJBIDKEHHWE, B YACTHOCTH, WHBECTHUIIMM B pPEKIaMy, KOTOpHIC
COCTABJISIFOT OOJBIIYI0O YacTh 3aTpaT Ha BHEAPCHHWE TEXHOJIOTHH ITU(PPOBOTO
MapKeTHHTa. 37eCb MOXXHO TIPUBECTH pE3yJbTaThl aHAJM3a, TMPOBEIACHHOTO
MexnynapoausiM areHTcTBOM Wunder Digital B udposoit cpene. Wunder digital
SBISIETCS.  MEKIYHAPOTHBIM aHAJIMTUYCCKAM AarcHTCTBOM, BBIIICIICE HAa PBHIHOK
V36ekuctana B 2011 107y, OCHOBHAs JEATEILHOCTH KOTOPOTO HalpaBiieHAa Ha
uccliefioBaHue IMGPOBOro phIiHKA. MEXTyHapoHOE areHTCTBO ¢ Oomee yem 200
KIMeHTamMu, Takkme kak  Freedom  Finance, Hamkorbank,  Asakabank,
Vanpomcerpoitdank, Infin Bank, Korzinka.uz, Click, Ticket.uz, Rabota.uz, padoraer c
PAIOM HAIIMOHAJILHBIX ITOCTABIMKOB YCIIYT, TAKUX Kak Servier. AHaJIN3, MPOBEICHHBIN
MEXTyHAPOIHBIM ar€HTCTBOM, YTBEP)KIACT, YTO MeIMa PHIHOK U 00EM HHBECTHUITU B
pexiamy 3HaunTenbHO Bhipochu B Kazaxcrane (110%) u B V306ekuctane (119%) (puc.
4).

114,99 147,42 i
| 83,90

37,19 73,83 50,95 62,90 59,93
— ] [ ]

2020 2021 2022
¥ V36ekuctan ™ Ka3axcran benapycs

Pucynok 4. ITokasarenn MeaMapbIHKa Y30€KHCTAHA 110 OTHOILICHUIO K
1
MeIUAPBIHKY APYTrUX cTpaH, MJH ao/u1. CIITA 6

[Ipu 5TOM yMeHblIeHrne 00beMa pacxoI0B Ha TPAIUIIMOHHbBIE CPEACTBA PEKIIAMBI,
TaKMe KaK M3JaTeNbCKas, Hapy)KHas peKjiaMa U paauo, 0OyCIOBIEHO YBEIMUEHUEM

1> PaspaboTano aBTOPOM B IIPOLIECCE HCCIICTOBAHMS.
16 Amammser wuposoro peinka Ysbekucrana, Kasaxcrana, Benapycu. https://wunder-digital.uz (nata o6parmesus:
30.12.20221.)
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PacxoI0B Ha peKiiaMy B IU(PPOBOM CeTMEHTE (Meana, MOMCKOBAs U IeJieBasi peKiama),
T.€. B CTPYKTYpe MHBECTHUIIMI HAIIMOHAILHOTO PhIHKA B pekiaMy Ha koHel 2022 roja
HaOJMIOJIAJIOCH YBEJIEUEHUE PACXO/IbI Ha TeneBuieHne — 66%; pacxo/ibl HA HHTEPHET —
16% pacxojpl Ha HapyxkHYI0 pexinamy — 15%; pacxo/pl Ha paauo — 3%.

K xonny 2021 rojia MOKHO yBHUJIETh KOHTPACT COOTHOIIICHUSI TEMIIOB POCTa
nocyieqHux 12 net K gojie yciyr B o01ieM 00beMe pbIHKA YCIYT, T.€. (PMHAHCOBBIX
yCIIyT, 3PAaBOOXPAHEHHUs, YCIyT MO Pa3MEUIEHUI0 U MUTAHUIO. CPEAHETOJO0BOU
TEMII POCTa HU3KUH MO CPABHEHUIO C JIOJEH YCIyr, CPEIHEroJOBOM TEMIT pocTa
TOPrOBJIM M TPAHCIOPTHBIX YCIYI BBICOKMH IO CPAaBHEHHIO C MX JOJIEH, Ha 3TO
YKa3bIBa€T PAaCTYILH CIIPOC B JAHHOM CEerMeHTe (puc. 5).

TIpoYHe yCIyru 3,61% 22,42%
YCIYTH B OOJIACTH aPXUTEKTYPBI, MEIKEHEPHBIX . . Me2; 2200 28,92%
HepCOHANBHBIE YCIYTH 2,38% 20,03%
YCIlyTH 110 PEMOHTY KOMIBIOTEPOB, MPEAMETOB . . Miel65%. 18,28%
YCIIYTH HO apeH/ie U TU3HHTY 1,88% 20,91%
ycIyru B chepe 3ApaBoOXpaHeHHs 1,80% 28,24%
00pa3oBarelibHbIE YCIyTH 4,23% 25,83%
yciIyrH B chepe HeIBIDKIMOCTH 2,84% 21,14%
TOPTOBBIE YCIIYTH 22:0 2% 51%
IPOKUBAaHUE U IINTAHUE 2,95% 32,25%
TPAaHCIOPTHBIE YCIIYI'U 16,71% 23,66%
(bMHAHCOBBIC YCITYTH 21502%  29,67%
yeayru B cdepe MHOPMALUU U CBA3H 6,25% 19,56%
Hons 6 cmpykmype npedocmagisiemMvix yeiye Cpednez0006ble memnuvl pocma

PucyHnok 5. [InunamMuka pocta 00beMa npeaocTaBasieMbIX YCJIYT 110 OCHOBHBIM
. 17
BH/1aM IKOHOMHYECKOH JesiTeJIbHOCTH M MX J0JH HA PbIHKE YCJIYT

Takxe 00beM NPOU3ZBOACTBA PBIHOYHBIX Yyciyr B CaMapkaHICKON
obmactu B 2021 roay mo BUJaM JKOHOMHUYECKOW JIESITEIbHOCTH COCTaBHIIO
18656,7 mapa cym, HaMOOJIBIIYIO JOJIIO B CTPYKTYpE YCIyT COCTABWIM yCIYTd
Toprosiu (27,6% ot obOmero oovema yeiyr). B 2021 roay goJist yciiyr TOprOBIH
B o0mEeM o0beMe OKa3aHHBIX PBIHOYHBIX yCIyr coctaBuiio 5155,1 mupn cywm,
korma B 2020 romy mx oO6wem cocrtaBuiio 4 205,2 mupa cym mwim 29,9% ot
obmero oobema. OJIHAKO MO CPAaBHEHUIO C MPOILILIM TOJOM TEMIT POCTa YCIYT
TOPTOBJIM OB TOCIEAHUM CpPeU APYTUX BUAOB yciyr, To ecth 109,8% (oxoo
949,9 wmnpn cymoB). JlanHas cuTyamus moka3zaida HEO0O0XOJUMOCTh OoJjee
rJIyOOKOTO aHajdu3a MOJUTUKU OKa3aHHUsS YCIYT, B YACTHOCTH MPOJaK TOPTOBBIX
MPEANPUITHM.

Ha nyTu x 1OCTHXKEHUIO TTOCTaBJICHHOM 1€ UCCIIeA0BaHuUs ObLI MPOBEICH
omnpoc, coriacHo kotopomy 1385 mpeanpusituii cepst yenyr CamapkaHackon
o0JlacTh TOAECHWINCH HHPOPMALME O CYIIECTBYIOIIEH BO3MOXXHOCTH U
OTEHIIMAIA IPUMEHEHHS TeXHOJIOTHiT )pOBOro MapKeTHHra ™,

" TIpoananmsupoBan aBTOPOM Ha OCHOBAHHM OMDUIMANBHBIX aHHBIX 'ockoMcrara PecnyGmmku Y3Gexkucran

(mpunoxenwue 2).

'8 [To pesynbratam ompoca, mpOBEICHHOTO aBTOPOM B OHIaitH-popme https:/forms.gle/mYfXaKC7WehC6rHAA
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Ecnn npulbuib, TPpUHOCUMYIO BBIIICONHUCAHHOM «BOPOHKOHM MpOAaX» B
NEATENIbHOCTH  NPEANPUSTHI  TOPTrOBJIH, OOBACHUTH  (QOPMYJIOH,  TO
1€JeC000pa3HO YUUTHIBATh CIEAYIOIIHNE EPEMEHHBIE!

Profit = (AvPrice — COGS) * APC * UserAcq * C, * C, * Fee —
— AcgCosts — RC — FixedCosts (1)
[Tpu aTOM:
AVPrice — cpenHuii yek (B ICHEKHOM CIUHHMIIC);
COGS — 3arpatsl Ha MPoAAXY (B ICHEKHBIX €AUHHIIAX);
APC — cpenHue MOKYITKY 3a OTPEIeICHHBIN MepHro (B ICHEKHONW SIUHUIIC);
UserAcq — xomudecTBo mocetutesned nmudpoBoii miardopme (KOIMIECTBEHHBIN
MOKa3aTeh);
C1 — KOIMYECTBO PETUCTPAIIMOHHBIX KOHBEPCHH (KOJIMUECTBEHHBIN ITOKA3aTEeIb);
C2 — zaperucTprpoBaHO, KOHBEPCHS TOKYTIKH (KOJMYECTBEHHBIN TOKA3aTEeIh);
Fee — koMuccus, Mapska (B ICHE)KHON €TUHULIE);
AcqCosts — ob1ie MapKETUHTOBBIE PacXo/Ibl, BKIIIOYAs pacxXo/ibl Ha pekiaMy (B
JICHEKHBIX CTMHUIIAX );
CPC — nena 3a KMk (B ICHE)KHOM €IMHUIIL);
RC — 3arpatsl Ha nojjiepkaHue (B ACHEKHBIX €TMHUAIIAX);
FixedCosts — moctostHHBIe pacxoibl (oduc, 0OCITyXHBaHHWE KIUEHTOB, B TOM
YHCJIe KOJUT-IICHTPHI), (B ICHEKHON €TMHULIE).
Bmecre ¢ stum B pamkax gedarensHocth OO0 «MACCA HMIIEKCy
(Www.orzon.uz) ObLI IIPOAHAM3UPOBAH HA OCHOBAHWH CJICTYIOIINX JaHHBIX (Ta0J1. 3).

Tabauua 3
Anauns no merpuxam 000 “MASSA IMPEX”"

Pacuer ronuT

OnucaHue IOHUT METPUKH ®opmyJia pacuera
METPUKH
PexnaMHBIN OOKET, Pexmamusrii 6romxker (1) =
MTOTPAYCHHBIH HA TIPOXOXKICHHE = «IIeHa TIEPEeX0Ja» * «KOJIUIECTBO 50000 = 6*8333
3TarioB BOPOHKH MPOJIAXK MIEPEX0JIOBY

PexnamubIil OrOHKET 3a KIIMKU
MMOCETUTENIEH

Pexnamusrii 6romxet (1) = SRS*UserAsq 50000 = 40*1250

UserAsq = CTR*IMP

KonmuecTtBo mocerureneit (CTR — s ekt kuKoB Ha nepexoaax, %o; 1550 -
0,01*125000
IMP — nemMoHCTpamust KIMKOB, pas)
Croumocts 1000 K1UKOB SRM = CTR*SRS 400 = 0,01*40000
— * * ira
Jloxo/1, oTy9eHHBIH TOJTE30Ba- PU = ARS*Fee*(Av.Price — COGS) 2000 = 2*0,5*

(APC — cpeHee KOJIMUYECTBO MOKYIIOK 32

TeJIeM, IPOU3BOISALIUM OIIJIaTy nepro)

*(3000 — 1000)

Av.Price = AGPrice*AGCount
(AGPrice — cpenHsas CTOMMOCTB MOKYIIKH,
AGCount — cpegHee KOJIMYECTBO TOBAPOB /
YCIIYT B KOp3HHE)

Cpenuuii uex

3000 = 300*10

Taxoke B ucCIe10BaTeIbLCKONU paboTe OBLIM PACCMOTPEHBI I CITPOSKTUPOBAHBI
3 pa3HBIX ClIEHapHs, OTpeesomuX dPHEeKTUBHOCTh «BOPOHKHU TIPOJAK.

B tperperi rnaBe nuccepraunu «HampaBiaeHuss nmpumMeHeHMsi HU(PPOBBIX
MAapPKETHHIOBBIX TEXHOJIOTHII B JeATEJIbHOCTH CY0OBEKTOB cdepbl yCiayD»

1
9 WWW.0IZON.UZ aHaJIM3UPYETCS aBTOPOM HA OCHOBE €ro JaHHbBIX..
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PACCMOTPEHBI MEXaHU3MbI BHEJAPECHHS ITU(DPOBBIX MAPKETUHTOBBIX TEXHOJOTHHA B
cdepy yciyr, oueHka 3pHEeKTUBHOCTH HUGPPOBBIX MAPKETUHTOBBIX TEXHOJOTUN U
UX BHEJpPEHHE, a Takke pa3paboTaHbl MPAKTUUYECKUE MPEAJIOKEHUS TI0
NEPCIEKTUBHBIM HAIIPaBICHUSIM.

Hudposeie mnatdopmbl MOAUPUIUPYIOT MEXAHU3M OOECIEUECHHS JTIOBEPUS
MEXKIY YydyacTHUKaMH pbIHKA yciayr. B 2019 romy cpeam crparerndyeckux
TEXHOJIOTMYECKUX TEKYIIUX MPOAYKTOB, MPEICTABICHHBIX MCCIIEIOBATEIHCKUM
areHTcTBOoM  Gartner,  aKIEHT Ha  CMAapT-KOHTPAKThl  JIEMOHCTPUPYET
BBHIIIICYTIOMSHYTYI0O OCOOCHHOCTh. XOTA W3HAYAIhHO CMapT-KOHTPAKTHI OBbLIN
BHEJIPEHbI Ha (PUHAHCOBBIX PBIHKAX, CETOJHS CMapT-KOHTPAKTHI JTOKA3bIBAIOT
MEPCIEKTUBHOCTD WX WCIIOJIB30BAHUS B TaKUX cepax, Kak TOPTOBIIS, JOTUCTUKA,
apeH/a u cepBuc. B muccepTaruy n3y4eHbl OCHOBHBIC aCIIEKTHl BHEIPEHUSI CMapT-
KOHTPAKTOB, BBIJICIICHBl BAXKHBIEC BIUSAIOMHNE (PAKTOPHI, a WMEHHO: CHWIKEHUE
TPAH3aKIMOHHBIX M3/CPKEK; IIMPOKOE BHEIAPEHHE TEXHOJOTUNA OJNOKYEHH U
dbopmupoBaHue WHCTUTYIIMOHATLHOMN UHOPACTPYKTYPHI; BEJICHUE
ABTOMATHUYECKOTO yIPABIICHHUS.

B wuccnenosarensckoii pabore Obul ucnosib3oBaH Meron ROC-ananusa, B
KOTOpPOM OTpakeHa CTENEHb BIMSHHUS H3y4aeMbIX TOKazaTelied Ha pe3yJibTar,
MPOCTOTa KOTOPOTO 3aBUCUT OT HaJIW4Msl WM OTCYTCTBHUSI IIOKa3aTesei,
OIICHMBAETCS KAaueCTBO MOJEIU BHEAPEHUS COOTBETCTBYIOMIUX ITUGPOBBIX
wiatrpopm (ommuno (0,9-1,0); ovenp xopomo (0,8-0,9); xopomo (0,7-0,8);
ymepenno (0,6-0,7); neynosierBoputensho (0,5-0,6)).

JIJis MCToNIb30BaHMs JAHHOTO aHajn3a B MCCIENOBATENbCKOW paboTe ObLIo
onpoiieHo 1385 cyowekToB yciyr u3z CamapkaHACKON 00JacTH, U1 aHaIU3a ObLIO
OMKCAHO WCIOJIb30BAHNE MHCTPYMEHTOB IHU(PPOBOTO MAPKETHHTA B CIICAYIOIINX
rpymmax (tadam. 4):

Taoanna 4
ROC-anaau3 u pacueT cOCTOSIHUS HCIOJIL30BAHUSI HHCTPYMEHTOB
undpoBoro MapkeruHra cyobekramu cepsi yeayr CamapkaHacKoil

odJgacTn
oxasaremn Crartyc (K0J14ecTBO) Haxomute:,Hbli
roaoBoro A —— craTtryc (KOJ’II/I‘leCTBO)
npupocra HUCIOJIb30BaHUA
NeTeIbHOCTH m:lc];ggr;::(? i HHCTPYMEHTOB I(:SPS TPR(Se) | AUC
cy0ObeKTOB MapKeTHHra uugpposoro
c(l)epbl yeJIyr, MAapKeTHHIa
% Hem ecmp Hem ecmp
0 0 1 1 0,233137
<1 356 120 356 120 0,766863 | 0,941378 | 0,404416
1-3 656 354 1012 474 0,337263 | 0,768442 | 0,067937
3-5 135 365 1147 839 0,248854 | 0,590132 | 0,059516
5-7 154 532 1301 1371 0,148003 | 0,330239 | 0,027033
7-10 125 320 1426 1691 0,066143 | 0,173913 | 0,011503
>10 101 356 1527 2047 0 0 0
0,80

2
O CrpynnupoBaHo i aHATH3HPOBAHO ABTOPOM.
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Taxoke, B JUCCEPTAIMK YUUTHIBAJICS TIEPUOJ ACSITEIBHOCTH OOCTYKUBAFOIIINX
OpraHu3alMii, WX KOJMYECTBO, a TAaKXE€ CPEIHEr0J0BOM POCT AESTENbHOCTU
obciyxuBaronux opranuzanui mokazarenb AUC B ROC-ananuze BHeIpeHUs
TexHoJoTui 1udpoBoro mapketunra B Bujae Web-ctpanui, Facebook u apyrux
uuppoBeix  miarpopm  cocraBisier  80%, cneuuduuyHocth  34% U
YyBCTBUTEJIBHOCTh 76%. ITO TOBOPUT O TOM, YTO BHEAPEHUE "BOPOHKU MPOAAXK" U
CMapT-KOHTPAKTOB SBJISETCS BAXKHBIM.

JIJ1st OTIEHKH COCTOSIHHS TTOTSHITHAIA UCTIOIh30BaHMSI TEXHOJIOTHH 1TH(PPOBOTO
MapKeTHUHTa B cepe YCIyr B yCIOBUSX MU(PPOBOH SKOHOMHUKH Ha MPEACTOSIITUI
TIEPHO/T, TOCKOJIBKY MCXOIHBIC TaHHbBIE, COOpaHHBIC JJI MPOTHO3HBIX 3HAUYCHU Ha
MIPEACTOSITNI TTepHoT 00heMa BaJOBOM T00aBICHHOW CTOUMOCTH, TTEPBOHAYAIIEHO
co3fgaHHOi B cdepax WHPOPMAITMOHHOW SKOHOMHUKH M IJICKTPOHHOW KOMMEPIIHH,
UMEIOT BHJI TIEPUOINYCCKUX(BPEMEHHBIX) PSAIOB, aBTOperpeccus (autoregressive-
AR), ckomp3simas cpennss (Moving Average-ma), CMEIIaHHBIH, TO €CTh
[[E€JIE€CO00pa3HbIM  CYUTAIOCh  KCIOJb30BAHME  MOJENEH  aBTOpErpeccuu-
CKOJIB341eN cpeaHelt (autoregressive Moving Average-Arma) u aBTOperpeccuu, a
TaKKe HMHTCTPUPOBaHHBIX (autoregressive Integrated Moving Average-ARIMA)
CKOJIB3AIIUX CPETHUX U TPEHIOBBIX MOJIETICH.

Ha ocHoBe mosiydeHHOTro pe3yiibTaTa pa3padoTaHbl IPOTHO3HBIE MOKA3aTeNIu
oO0beMa  BaJlOBOM  J100aBJIEHHOW  CTOMMOCTH,  CO3JaHHOM B  cdepax
UH(POPMAIIMOHHON YKOHOMUKH U JIEKTPOHHOU KoMMepiuu, 10 2026 rona (puc. 6).

50 000,00
45 662,60

45 000,00
y = 353,42 - 849,2x + 4963,4

2 — K
40 000,00 R?=0,9974 38 383,60
35 000,00 a 811q4'(').'.‘
30 000,00

25 946,00
25 000,00 B
20 787,40
20 000,00 17 455,50
15 000,00
11 128;80
10 000,00 7 934,018 701,38~
406770837783
500000 3 87.@:39.....’. ............ I I

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

Pucynoxk 6. IIporuo3ublii noka3are/jib 00beMa BaJji0BOii 100aBJIeHHOM
CTOMMOCTH, CO31aHHOM B cepax HHGPOPMALUOHHON IKOHOMHUKHU U
. 21
3JIEKTPOHHOH KoMMepunu 10 2026 roxa (MJapa cym)

21
Pacuer npousBeneH aBTOpOM.
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[TockonbKy MPOTHO3HBIE MOKA3aTENH, MPEACTABICHHBIE HA PUCYHKE O, JaroT
IIOJIOXKUTEIIBHBIN [10KA3aTellb POCTA CEKTOPa IIEKTPOHHON KOMMEPLIMH, OH TaKXKe
OIHCHIBAET NMEPCHEKTUBY MPUMEHEHHS TEXHOJIOTUH [IUPPOBOr0 MAPKETHHTA.

3AK/IIOYEHUE

Ha ocHOBaHMM TIPOBENEHHBIX MCCIEAOBAHUM 10 COBEPIICHCTBOBAHUIO
UCIIOJIb30BAaHUSl TEXHOJOTUH UU(POBOrO MapKETHMHra W TOBBIIICHUIO €ro
3 (PEKTUBHOCTH B JCATEIBHOCTH CYOBEKTOB cCdephl YCIyr OBUIM ClIeJaHBbI
CJIETYIOIIHNE BBIBOJBIL:

1. Benmymme TexHONIOTHMH IM(PPOBOrO MapKeTHHra ObUTM pa3/eieHbl Ha
IpyHIbl, KaKIasl 3110Xa MPOJBUTaIa CBOU COOCTBEHHBIE KOHLEIIUHU, HO KOHILICTILIHS
1u(pOBOro MapkeTWHTa TpeOyeT (OopMUPOBAHUS OTHOIICHHH, OPHEHTHPOBAHHBIX
Ha KIMeHTa. TeM He MeHee, CYIIECTBYET pPsij KIIOYEeBBIX obOiacted 1ugppoBOro
MapKeTHHra, KOTOPhIE CTOUT pa3BUBaTh, BKIIOUAs BUICOMAPKETUHT, T€OTAPT€THHT,
KOHTEHT-MapKETHUHT U MOJIb30BAaTEJIbCKYIO aHAIUTHKY.

2. BaxxHo pa3paboTtaTh cTpaTernueckue moaxo/ bl K UPPOBBIM MIaTdopMam, a
TaK)K€ CTpPATeTMU MPOHUKHOBEHHUS Yepe3 KOHIEMIMI0 SKOCUCTEMbl HU(POBOTO
phIHKa U “UleHHOCTH . IIpM 3TOM MOXHO BBIOpATh PSAJl MOAXOAOB, TAKUX Kak:
CO3/IaHHU€ JIMYHOW IIEHHOCTH, CO3JaHue IUIaTGOpPMBbI TOJBKO JUIsl TPYMIIbI
ayJUTOPUHU, CUHXpPOHHAas ajantaius. Ho Mbl cunTaeM BakKHBIM, YTOOBI JIHOOBIC
1 dpoBbIe TUIATHOPMBI MOTJIH, MIPEXKIE BCETO, MOICPKUBATH OTKPHITOCTh PHIHKA, a
takke “Coro3” nmorpedurtesneu.

3. B To Bpems Kak HUPPOBOl MapKETHUHI (POPMHUPYET KOMIIOHEHT NOJUTHUKU
CABHUIa C TIOMOUIbIO CBOMX MHCTPYMEHTOB, OH JIEHCTBYET B KOHTEKCTE (PaKTOPOB
un(ppoBoOr cpeAbl U TeHJeHUUH nudpoBol 3koHOMUKHU. [loaTOMY IIpU BHEAPEHUU
LENOYKH CO3JaHMsI CTOMMOCTH B MOJENbh LU(PPOBOr0O MapKETUHTa LEIeCO00pa3HO
(hopMUpPOBATH MOJIETh BUPTYAJILHOTO PHIHKA, B KOTOPOW BCE SIBJICHUSI BUPTYAJILHOTO
pPBIHKA CHUCTEMATHYECKH 3aBUCST OT PHIHOYHON KOHBIOHKTYPHI (T€0IKOHOMUYECKUX
Y TEOTOJIUTUYECKUX (PaKTOPOB), a TAKXKE OT 3aKOHOMEPHOCTEH pa3BUTHS OOIIECTBA,
TEeHJICHIIUH TU(PPOBOH IKOHOMUKH Y MHHOBAIIMOHHBIX TEXHOJIOTHA.

4. BaxxHo, uro Tpancopmarus Mmojaenu 4P B TpaAMIIMOHHOM MapKETHUHTE Kak
Mozxenu Siva B cpene I1UGPOBOrO MapKeTHMHra OCHOBaHAa Ha MPHUHIINAIE
“OpHMeHTHPOBAHHOCTH Ha moTpedurens”’. [loaromy BHenpeHue mojaenu Siva OBLIO
OCHOBAaHO Ha JKEJAHWHM TMOTPEOUTENs, Ha TOM, YTO BaXHO JEWCTBOBAaTH B
COOTBETCTBUU C OXHUAACMBIMH peE3yJIbTaTaMH, a WUMEHHO: ‘‘solutions”-perieHus
(BAXXHO COCPEOTOUYMTHCA Ha MpoOJieMax, KOTOPbIE MOXET PEIIUuTh MPOIYKT),
“information” — uHpopmaIus (BaXXHO ceNaTh MPOAYKT AOCTYIHBIM JJIs MOJTyYEHUs
MaKCUMaJIbHOM MH(pOpMAIIMKM Ha dTamax MOKymnku), “‘value “ — cTOMMOCTh (CTOUT
o0paTuTh BHUMaHUE Ha TOOABJICHHYIO CTOMMOCTh TOBapa),” access " - moctyn (s
TOTO, YTOOBI TTOKYMATENIb MOT' 3aKa3aTh TOBAP, BAXKHO MPUCYTCTBUE MIPEANPUITHS B
ndpoBoii cpene).

5. CormacHo Mojenu BHeApeHHs MUQPPOBBIX MIATHOpM CyObeKTamu chepbl
yCIIyT Ha HU(POBOM PHIHKE 11€7I€CO00PA3HO BBIMOIHATH 33/1a4H, COCTOSIINE U3 TPEX
OCHOBHBIX OJIOKOB: TeXHOJIOTWUYeCKas (QYHKIHsS IUGPOBBIX Iutatdopm, Tpyrmia
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3a71a4, KOTOPBIE TOJKHBI OBITH BBITIOJHEHBI TTPH BHEAPESHUH [UPPOBOM 1IaTHOPMEI,
BHEJIPEHHUE U MOHUTOPUHT LIU(PPOBOI MIATHPOPMBI.

6. [lns cyObeKkToB cdepbl ycayr XapakKTepHbl crend(uueckue MOoAXoAbl K
3aJja4aM ¥ MTHCTPYMEHTaM, IPUMEHSIEMbIM Ha Ka)KJIOM 3Tare TEXHOJOTUH “BOPOHKU
npojax”’, MPeICTaBICHHOW B HU(PPOBOM MApKETHUHIE, BAKHO, UYTOOBI CYOBEKTHI
cdepbl yCIyr paccCMaTpuBajId JaHHYIO TEXHOJOTHIO “BOPOHKU MPOJAXK’~’, MPEXKIE
BCEro, B KOHKPETHBIX aCIEKTaX CBOEH JESATEIILHOCTH, U B KaYECTBE MPUOPUTETHOU
€U NPOABUTAIH MOTEHIIMATBHBIX KIIMEHTOB K BOPOHKE, HE TEPSSI PU STOM.

7. B memsax obecrmeueHuss 3GGEKTUBHOCTH OW3HEC-ICATCIBHOCTH MEXKIY
cyObekTaMu cdepbl ycayr IUGPOBOTO MapKETHHTAa CMapT-KOHTPAKTHI JOJIKHBI
OBITh BHEAPEHBI KaK “BHEIIHUMU , TaK U “BHYTPEHHUMHU criocobamu. BoiaeneHsl
BaXHBIC (DAKTOPHI BIWSHUSA JAHHOTO HAMpaBJICHWs, a WMEHHO: CHIDKCHUE
TPaH3aKIMOHHBIX HW3JIEPIKEK; IIMPOKOE BHEAPECHHE OJOKYCHH-TEXHOJOTHHA W
dbopmMupoBaHue UHCTUTYIMOHAILHOM UH(GPaACTPYKTYPHI; BHEIpEHUE
aBTOMAaTUYECKOTO KOHTPOJIS.

8. Hns pblHKa yCayr I1enecooOpa3HO BHEIPUTH TEXHOJIOTHUIO IU(POBOroO
MapKeTHHra “BOPOHKA MPOJIaXK~, B KOTOPOW B MEPBYIO OYEPEIb BaXKHO YUWUTHIBATH
0CcOObIE acCMeKThl CBOEW JEATeTbHOCTH U B KayeCTBE MPHUOPUTETHON IeNU
MPOJIBUraTh MOTEHUUAIbHBIX KIMEHTOB K BOpPOHKE, HE Tepsas ee. [Ipm sTom
CKOJIB3AIIKE JEHCTBUS COCTOST U3 TAKUX 3TAIOB, KaK ‘‘COCPEAOTOUCHUE BHUMAHUS
“npunieuenue”’, “koHBepcus’”’, “‘yaepxanue u 3ammra’, ROI (return on investment),
SAC (Customer Acquisition cost), CPA (Cost Per Action), CPI (cost per Install),
CPO (cost per Order), CLV (Customer Lifetime Value), CRV (Customer referral
value), CRR (cost revenue ratio).

9. Amamm3 xpuBoii ROC mpomomkaer MIMPOKO HCIOIB30BAaTBCS B
MapKETUHIOBBIX HCCIEAOBAHUSX B KAayeCTBE aHajin3a C BBICOKON CTENEHBIO
JIOCTOBEPHOCTH TPH aHAIM3E ONTHUMAILHOCTH M YYBCTBUTEIHLHOCTH, OCOOCHHO B
MapKETUHTOBBIX KOMMYHHUKAIIUSIX, IOMCKOBBIX CUCTEMaX B IIU(PPOBOM MAPKETUHTE,
CTENIEHU BIUSHUA MAPKETHUHTOBBIX HMHCTPYMEHTOB CMEUIEHUS U  CTENEHU
MHTEJUIEKTYaJIbHOTO aHaliu3a JIaHHbIX npu pemieHuu 3agady CRM. B HeMm, oTpaxas
CTENEHb BIUSHUS U3Y4aeMbIX [MOKA3aTEJeH Ha pe3yJIbTaT, PACCUUTHIBATIOCH, UTO €r0
MPOCTOTA OTPAXKAET KAYECTBEHHYIO OLEHKY MPEAJIaracMoil MOJIEIN B 3aBUCUMOCTH
OT Hanuuusl WM oTcyTtcTBUs mokazarened. Kpuas ROC B pesynbrare aHanmza
MoKa3ajia, 4YTO aJIeKBaTHOCTh MOJICIM TPUMEHEHHUS TEXHOJIOTH [HU(POBOro
MapKeTUHra B JIEATEILHOCTH CYyOBEKTOB oOcCiyxuBanus paBHa 0,8, mpu 3TOM
BIIMSIHUE KaXJOTO0 HHCTPYMEHTa Ha pe3yJbTaT JACSITEIIbHOCTH CEpBHUCAa HMEET
noteHuuan 76%, a ynenbHbld 3()(PEKT UCHOIb30BaHUS MHCTPYMEHTA IJISl KaXKIOTO
cyonekTa-34%.
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INTRODUCTION (abstract of the thesis of the Doctor of Philosophy (PhD))

The purpose of the research is to develop proposals and recommendations fo
improving the use of digital marketing in enterprises providing services.

The tasks of the research work are:

theoretical substantiation of the development of marketing concepts in the digital
economy;

justify the place of the process approach in the application of digital marketing
technologies, highlighting the features of business models;

improving the formation of "consumer value" in the ecosystem of the digital
market based on the management of value chains;

analysis of foreign experience in improving the effectiveness of digital
marketing in the service sector;

substantiation of the role of digital platforms in the activities of service
enterprises;

assessment of the possibilities of using digital marketing in the service market;

assessment of the potential of using digital marketing technologies in the service
sector;

study of digital marketing activities of enterprises providing services in the
Samarkand region;

development of practical proposals for the implementation of a system for the
use of digital marketing technologies in enterprises providing services.

The object of the research is the digital marketing activity of enterprises
providing services, in particular trade enterprises in the Samarkand region.

The subject of the research is socio-economic relations in the process of
improving the use of digital marketing in enterprises providing services.

The scientific novelty of the research work comprised of following:

in the process of transformation from traditional marketing, when choosing
digital marketing on the principle of “customer focus”, "high", "medium" and "low"
levels of factors influencing the digital brand, the formation of demand and
consumption experience, as well as the supply of a digital innovative product are
identified;

a proposal was substantiated for the implementation of promotion through the
stages of the sales funnel technology: “attraction”, “engagement”, “conversion”,
“retention” and “advocate”, taking into account the specifics of the activity and
retention of potential customers;

the expediency of using ROC analysis is substantiated, which determines the
business effectiveness of tools in the framework of digital marketing activities of
service industry entities, by assessing the quality of the model of shaved digital sites
in the context of such levels as high (0.9-1.0), very good (0, 8 -0.9), good (0.7-0.8),
average (0.6-0.7), unsatisfactory (0.5-0.6);

forecast indicators of the gross value added of information and communication
networks and e-commerce in Uzbekistan until 2026 were developed.

The scientific and practical significance of the research are as follows:

a methodology has been developed for applying step-by-step actions when using
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digital marketing technologies in the activities of service sector entities;

the value chain is defined, the main stages of the location and movement of its
elements in the digital marketing model used in service enterprises;

the main directions for the use of digital platforms by subjects of the service
sector are determined;

the strengths and weaknesses of the use of digital marketing technologies in the
activities of service sector entities were assessed,;

directions for the implementation of the "sales funnel" were determined, taking
into account the peculiarities of the national market of trade enterprises.

Implementation of research results:

proposals for grouping "high", "middle" and "low" levels of factors affecting the
digital brand, the formation of demand and consumption experience, as well as the
proposal of a digital innovative product in the process of transformation from
traditional marketing when choosing digital marketing on the principle of “customer
focus™ was introduced into the activities of the Chamber of Commerce and Industry of
Uzbekistan (certificate No. 11 / 03-12-5004 dated April 28, 2023 of the Chamber of
Commerce and Industry of Uzbekistan). As a result of this proposal, in exchange for
ensuring the continuity of the organizational and consulting supply of service industry
entities, an increase in the efficiency of influencing consumers and establishing
feedback by digital platforms was achieved, and as a result of its use in digital
marketing activities, economic and temporary losses were reduced by 5%, economic
efficiency increased by 4%;

a proposal to introduce promotion through the stages of the sales funnel
technology: “attraction”, “engagement”, “conversion”, “retention” and “protection”,
taking into account the specifics of the activity and retaining potential customers, was
introduced into the activities of the Chamber of Commerce and Industry of
Uzbekistan (Reference No. 11 /03-12-5004 dated April 28, 2023 of the Chamber of
Commerce and Industry of Uzbekistan). As a result of the implementation of this
proposal, the costs of promotion, in particular advertising, of business entities in the
service sector decreased by an average of 8%

scientific recommendations on the appropriateness of using ROC analysis, which
determines the business effectiveness of tools within the digital marketing activities of
service industry entities, by assessing the quality of the model of shaved digital sites
in terms of such levels as high (0.9-1.0), very good ( 0.8 -0.9), good (0.7-0.8), average
(0.6-0.7), unsatisfactory (0.5-0.6) were put into practice by economic entities that are
members Chamber of Commerce and Industry of Uzbekistan (certificate No. 11/03-
12-5004 dated April 28, 2023 of the Chamber of Commerce and Industry of
Uzbekistan). As a result of the implementation of this proposal, due to the positive
impact of the choice of tools used by business entities in the service sector when
applying digital marketing technologies and the elimination of uncertainties in the
development of the market, in particular in the process of drawing up a digital
marketing implementation plan, an average reduction in marketing costs was achieved
by 9 10%;

the developed forecast indicators of the gross value added of information and

communication networks and e-commerce in Uzbekistan until 2026 were adopted by
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the Chamber of Commerce and Industry of Uzbekistan (reference No. 11/03-12-5004
dated April 28, 2023 of the Chamber of Commerce and Industry of Uzbekistan). As a
result of the adoption of these indicators as information by the Chamber of Commerce
and Industry of Uzbekistan, it was approved that these indicators will positively affect
the formation of an environment for business cooperation in the digital service market
and reduce transaction costs by an average of 7%.

Approbation of the results of the study. The results of this study were
discussed during 10 international and 3 republican scientific and practical
conferences.

Publication of research results. A total of 22 scientific papers have been
published on the topic of the dissertation, including 4 articles in journals
recommended by the Higher Attestation Commission and 5 in foreign scientific
journals.

The structure and scope of the dissertation. The dissertation consists of an
introduction, three chapters, a conclusion, a list of references and appendices. The
volume of the dissertation is 119 pages.

47



E’LON QILINGAN ISHLAR RO’YXATI
CIIMCOK OITYBJIMKOBAHHbBIX PABOT
LIST OF PUBLISHED WORKS

| bo’lim (I wacTn; | part)

1. Yahyoxonov N.B. Marketing innovatsiyalarini ishlab chigishning nazariy
asoslari // “SERVIS” ilmiy-amaliy jurnali. — 2019. - Ne3. — B. 42-46. (08.00.00;
Ne20).

2. Yahyokhonov N.B. Digital marketing as a main factor of Economic growth //
Journal of Critical Reviews. — 2020. - Ne7. — R. 10-17. (ISSN 2394-5125).

3. Yahyoxonov N.B. Xizmat ko’rsatuvchi subyektlar faoliyatiga ragamli marketing
texnologiyalarini joriy qilishning strategik yo’nalishlari // “SERVIS” ilmiy-
amaliy jurnali. — 2021. - Ne2. — B. 102-105. (08.00.00; Ne20).

4. SIxéxonoB H.b. Lludposoii mapkeTuHr u ero »Bostonus / Mapkerunr B Poccuun
u 3a pyoeskeM. — 2021. - Ne4, — B. 101-104. (08.00.00; Ne12).

5. Yahyoxonov N.B. Iqgtisodiyotning ragamli transformallashuvi sharoitida xizmat
ko’rsatish sohasidagi marketing mohiyati va uni amaliyotda qo’llashning nazariy
hamda fundamental asoslari // Igtisodiyot va ta’lim jurnali. — 2022. - Ne2. — B.
135-140. (08.00.00; Nel1).

6. Yahyokhonov N.B. The main directions of introduction of digital marketing
technologies into the activities of service providers // ACADEMICIA: An
International Multidisciplinary Research Journal. ISSN: 2249-7137. Vol. 12,
Issue 05, May 2022. P. 570-575.

7. Yahyoxonov N.B. Xizmat ko’rsatuvchi subyektlar faoliyatiga ragamli marketing
texnologiyalarini joriy etishning obyektiv zarurligi // “Xizmat ko’rsatish
sohasini innovatsion va ragamli iqgtisodiyot sharoitida rivojlantirish
muammolari” xalgaro ilmiy-amaliy anjuman materiallari to’plami, I gism 2021-
yil 19-20 fevral kunlari. Samargand: SamlISl, 2021. B. 169-171.

8. Yahyoxonov N.B. Igtisodiyotning ragamli transformallashuvi sharoitida
xizmatlar sohasida marketingning nazariy hamda fundamental asoslari //
“O’zbekiston tadbirkor-biznesmenlarini  Yevroosiyo igtisodiy ittifogining
tovarlar va xizmatlar bozorlariga moslashishlaridagi marketing muammolari”
mavzusidagi xalgaro ilmiy konferensiyasi materiallari, 2022-yil, 21-may.
Namangan: Namangan muhandislik texnologiya instituti, B. 568-577.

9. Yahyokhonov N.B. Development of digital marketing the formation of
theoretical and methodological basis through the discipline concept //
Marepunaibl MeXIyHapoaHas Hay4YHO-IpaKTUYCCKas KOH(pepeHuus
«/IHHOBalIMOHHBIE TIOJXOAbl B COBPEMEHHOM Hayke», 22 mait 2022 r. Mockaa:
PVYJIH, C. 202-205.

10. Yahyoxonov N.B. Xizmatlar sohasini rivojlantirishda innovatsion marketing
texnologiyalarining ahamiyati // “Iqtisodiyotni modernizasiyalash sharoitida
xizmat ko’rsatish sohasida tarkibiy o’zgarishlarni amalga oshirish: muammo va
yechimlar” mavzusidagi respublika ilmiy-amaliy konferensiyasi materiallari
to’plami, 2021-yil 15-may kuni. Samargand: SamlISl, 2021. B. 23-26.

48



11. Yahyoxonov N.B. Xizmat ko’rsatish sohasini rivojlantirishda ragamli
marketingdan foydalanish tahlili // “Ragamli iqtisodiyot sharoitida servis
korxonalarini innovatsion rivojlantirishning muammolari va istigbollari”
respublika ilmiy amaliy anjuman materiallari, , 2022-yil, 28-aprel. Samargand:
SamiSl, B. 44-48.

Il bo’lim (Il wacTs; Il part)

12.  Yahyokhonov N.B. Innovative technologies in digital marketing //
International Journal for Advenced Research in Science & Technology. — 2020.
- Ne7. — R. 10-17. (ISSN 2320-1126).

13.  Yahyoxonov N.B. Biznes subyektlari faoliyatida ragamli marketing
texnologiyalarini joriy etishning nazariy masalalari // “SERVIS” ilmiy-amaliy
jurnali. — 2020. - Ne3. — B. 105-109. (08.00.00; Ne20).

14. Yahyoxonov N.B. Xizmatlar bozorida ragamli marketingning ahamiyati va
uning metodologik yondashuvlari // Journal of Marketing, Business and
Management. ISSN: 2181-3000. Volume 1, Issue 2 (April). 2022. P. 110-119.

15. ‘Yahyokhonov N.B. The role of marketing technologies in the development of
Industrial production in the digital economy // Matepuansi 11 MexayHapoaHoi
CTYI[GH“IGCKOﬁ HaytlHOﬁ KOH(bepeHL[I/II/I «I/IHHOBaHI/IOHHBIe MEXaHU3MBbI
yOpaBieHUs] HU(PPOBOA U PETHMOHATBHOM 3KOHOMHUKOW», 15-16 urons 2020 r.,
Tamxkent - Mocksa. T.: TT'DYVY, 2020. C. 80-82.

16. Yahyoxonov N.B. Xizmat ko’rsatuvchi subyektlari faoliyatiga ragamli
marketing texnologiyalarini joriy etishning nazariy masalalari // “Xizmat
ko’rsatish sohasini innovatsion va ragamli iqtisodiyot sharoitida rivojlantirish
muammolari” xalgaro ilmiy-amaliy anjuman materiallari to’plami, III gism
2021-yil 19-20-fevral kunlari. Samargand: SamlSI, 2021. B. 128-131.

17. ‘Yahyoxonov N.B. Ragamli marketingda internet-reklamadan foydalanishning
0’ziga X0S xususiyatlari // “Xizmat ko’rsatish sohasini innovatsion va ragamli
igtisodiyot sharoitida rivojlantirish muammolari” xalgaro ilmiy-amaliy anjuman
materiallari to’plami, IV qism 2021-yil 19-20-fevral kunlari. Samargand:
SamiSl, 2021. B. 117-119.

18. Yahyoxonov N.B. Ragamli marketing va uning evolyutsiyasi // “Ragamli
igtisodiyot sharoitida iqgtisodiyot va ishlab chigarishni tashkil etish va
boshgarish: nazariya va amaliyot” mavzusida xalgaro ilmiy-amaliy konferensiya
materiallari to’plami, 15-aprel 2021-yil. —Toshkent: TMI., 2021. B. 723-726.

19. Yahyoxonov N.B. Xizmat ko’rsatuvchi subyektlar faoliyatiga ragamli
marketing texnologiyalarini joriy gilishning strategik yo’nalishlari // “Ragamli
igtisodiyot muhitida boshgaruv va servis faoliyatini rivojlantirishning dolzarb
masalalari” xalqgaro ilmiy-amaliy konferensiyasi materiallari to’plami, | qism
2021-yil 23-24-aprel kunlari. Samargand: SamiSl, 2021. B. 141-144.

20. Yahyoxonov N.B. Xizmat ko’rsatuvchi subyektlar faoliyatiga ragamli
marketing texnologiyalarini joriy qilishning konseptual asoslari // “Ragamli
igtisodiyot sharoitida buxgalteriya hisobi, hisobot va auditini xalgaro standartlar

asosida tashkil qilishining dolzarb masalalari” respublika ilmiy-amaliy
49



konferensiyasi materiallari to’plami, 2021-yil 24-sentyabr. Samargand: SamlSl,
2021. B. 81-84.

21. Yahyoxonov N.B. Xizmatlarning xalgaro savdosini tashkil etish // “Mahalliy
mahsulotlar eksportini xalgaro marketing strategiyalari asosida rivojlantirish™
xalgaro ilmiy-amaliy anjuman materiallari to’plami, 2021-yil 19-20-noyabr
kunlari. Samargand: SamlSl, 2021. B. 268-271.

22. Yahyoxonov N.B. Ragamli marketing — ijtimoiy tarmoglardan
foydalanishning o’ziga xos xususiyatlari // “Mahalliy mahsulotlar eksportini
xalgaro marketing strategiyalari asosida rivojlantirish" xalgaro ilmiy-amaliy
anjuman materiallari to’plami, 2021-yil 19-20-noyabr kunlari. Samargand:

SamlSl, 2021. B. 281-285.

50



Avtoreferat TDIU «Iqtisodiyot va ta’lim» jurnali tahririyatida
tahrirdan o’tkazildi.

Bosishga ruxsat etildi: 05.06.2023
Bichimi: 60x84 ** «Times New Roman»
garniturada ragamli bosma usulda bosildi.
Shartli bosma tabog’i 3,1. Adadi 100. Buyurtma: Ne 143
Tel: (99) 832 99 79; (99) 817 44 54
Guvohnoma reestr Ne 10-3279
“IMPRESS MEDIA” MChJ bosmaxonasida chop etildi.
Manzil: Toshkent sh., Yakkasaroy tumani, Qushbegi ko’chasi, 6-uy.






