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KIRISH (falsafa doktori (PhD) dissertatsiya annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Rivojlangan davlatlar
tajribasidan ma’lumki, korxonalarni samarali boshgarishda zamonaviy marketing
strategiyalarini ishlab chiqish, ularni amaliyotda qo‘llash orqali korxonalarning
faoliyatini rivojlantirish muhim ahamiyatga ega hisoblanadi. Dunyo miqgyosida
iste’molchilarga nisbatan global raqobatning tobora kuchayib borishi sharoitida
korxonalarni samarali boshgarishda zamonaviy marketing strategiyalaridan
foydalanishga alohida ahamiyat berilmogda. Jahon migiyosida 2023 yil uchun
global igtisodiyotning COVID-19 pandemiyasidan oldingi prognozga nisbatan
gariyb 4,7 trillion dollar defitsit kuzatilgan bo‘lib, global igtisodiyot hali ham
COVID-19 ning iqtisodiy ta’siridan to‘lig tiklanmagan, va 2025 yilga kelib, YalM
darajasi 2,5 trillion dollardan past bo‘lishi prognoz gilinmogdal. Bugungi kunda
korxonalarda nafagat o‘zining iqtisodiy rivojlanishini, balki global igtisodiyotning
tiklanish jarayonini ham hisobga olib, iqgtisodiy bargaror rivojlanishlari uchun
innovatsion yondashuvlar va zamonaviy marketing strategiyalarni ishlab chiqish
zaruriyati paydo bo‘Imoqda.

Xalgaro amaliyotda hozirgi vaqtda korxonalarning ko‘pchiligi o°z
taragqgiyotining konsepsiyasini, strategiyasini hamda dasturini ishlab chigishi
zarurligi ta’kidlanadi. Har ganday korxonaning uzogq muddatli yutuglari ishlab
chigilgan strategiyaga bog‘liq bo‘ladi. Agar korxonaning rivojlanish strategiyasi
bo‘lmasa u yoki bu xatoliklar bilan ishlab chiqgilgan bo‘lsa, bu hol korxonaga
bozorda barqaror va mustahkam o‘rin egallash uchun imkon bermaydi. Zamonaviy
ilm-fan va amaliyot strategik rejalashtirish hamda boshqgarishning katta tajribasiga
ega, ammo ko‘pgina strategiyalar haligacha tashqi va ichki muhitning
o‘zgaruvchan shart-sharoitlariga moslasha olmayapti. Bu hali hanuzgacha strategik
boshqarishning barcha muammolari ham o°‘z yechimini topmaganligini
ko‘rsatadiki, bunday hol, birinchi navbatda, korxona rivojlanishi strategik
bargarorligining mexanizmlarini ishlab chigish bilan bog‘ligligini ko‘rsatmoqgda?.

2022-2026 yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot
strategiyasida “iqtisodiyot tarmogqlarida barqaror yuqori o°‘sish sur’atlarini
ta’minlash orqali kelgusi besh yilda aholi jon boshiga yalpi ichki mahsulotni - 1,6
baravar va 2030 yilga borib aholi jon boshiga to‘g‘ri keladigan daromadni 4 ming
AQSH dollaridan oshirish hamda “daromadi o‘rtachadan yuqori bo‘lgan davlatlar”
gatoriga kirish uchun zamin yaratish hamda milliy igtisodiyot bargarorligini
ta’minlash va yalpi ichki mahsulotda sanoat ulushini oshirishga garatilgan sanoat
siyosatini davom ettirib, sanoat mahsulotlarini ishlab chigarish hajmini 1,4
baravarga oshirish® alohida belgilangan. Ushbu vazifalarning samarali ijrosini
ta’minlash korxonalarning milliy iqtisodiyotda qo‘shimcha qiymat yaratish

1 Jahon banki ma’lumotlari asosida tayyorlandi. Manba: http://www.worldbank.org.

2 Nasimov B. Korxonalar faoliyatini strategik boshqarish samaradorligi. “Igtisodiyot va innovatsion texnologiyalar”
ilmiy elektron jurnali. Ne 1, yanvar-fevral, 2019 yil. Kaplan R.S., Norton D.P. Organizatsiya, oriyentirovannaya na
strategiyu. Kak v novoybiznes-srede preuspevayut organizatsii, primenyayushiye sbalansirovannuyu sistemu
pokazateley/per.sangl.M.: ZAO Olimp-Biznes. 2004-416 b.

3 V36exncton PecryGmukacu ITpesuaentuaunr 2022 jinn 28 staBapaarn “2022-2026 finmiapra My DKaIIaHraH SHCH
V¥30€KNCTOHHMHT TapaKKUET cTpaTerusicu Tyrpucuaa’ru IIdD-60-con @apmonn. https://lex.uz/docs/5841063
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vazifasini to‘laqonli bajarishida ularning boshgaruv faoliyatini zamonaviy
strtegiyalarni qo‘llash orqali rivojlantirish, korxonalrning amaldagi boshqaruv
mexanizmlarini yanada takomillashtirish va samaradorligini oshirish, ushbu
yo‘nalishda ilg‘or xorijiy tajribalarni o‘rganish va korxonalarning marketing
strategiyalarini ilg‘or xorijiy tajribalar asosida “strategiyalash” borasida kompleks
IImiy-tadqiqotlarning olib borilishi ushbu yo‘nalishdagi ustuvor vazifa va
muammolarning ilmiy asoslangan yechimlarini topishga ximat qilishi mazkur
tadqiqot ishi mavzusining dolzarbligini ko‘rsatadi.

O‘zbekiston Respublikasi Prezidentining 2022 yil 28 yanvardagi “2022-2026
yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi to‘g‘risida’gi
PF-60-son Farmoni, Vazirlar Mahkamasining 2021 yil 29 martdagi “2021-2025
yillarda davlat ishtirokidagi korxonalarni boshqgarish va isloh gilish strategiyasini
tasdiglash to‘g‘risida”gi 166-son, 2003 yil 19 apreldagi ‘“Xususiylashtirilgan
korxonalarni  korporativ  boshgarishni  takomillashtirish ~ chora-tadbirlari
to‘g‘risida”gi 189-son qarori, O‘zbekiston Respublikasi Prezidentining 2023 vyil
11 sentabrdagi “O°zbekiston—2030 strategiyasi to‘g‘risida” PF-158-son Farmoni
shuningdek mazkur sohaga tegishli boshqa me’yoriy hujjatlarda belgilangan
vazifalarni amalga oshirishda mazkur dissertatsiya tadgiqoti muayyan darajada
xizmat giladi.

Tadgiqotning respublika fan va texnologiyalari rivojlanishi-ning ustuvor
yo‘nalishlariga bog‘liqligi. Mazkur tadgiqot respublika fan va texnologiyalari
rivojlanishining 1. “Demokratik va huquqiy jamiyatni ma’naviy-axlogiy va
madaniy rivojlantirish, innovatsion iqtisodiyotni shakllantirish” ustuvor
yo‘nalishiga muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Marketing strategiyalari orqali
korxonani samarali boshqarish, korxonalar faoliyati samaradorligini ta’minlashda
marketing startegiyalarni ishlab chigish va ularning zarurligi kabi masalalalar
F.Kotler, F.Taylor, G.Armstrong, M.E.Porter, P.F.Drucker, H.Fayol,
M.A.Schilling, W. O.Walker, J.Mullins, S.Ellis, M.Brown, S.Godin R.S.Kaplan,
D.P.Norton, I.Ansoff, M.Porter, L. A.Kravchenko, P.D.Kuznetsov, V.L.Kvint* va
boshga olimlarning ilmiy ishlarida tavsiflangan.

4 Kotler, F., & Armstrong, G. (2017). Marketing Management (15th ed.). Pearson Education, p-720. Taylor, F. W.
(1911). The Principles of Scientific Management. Harper & Row. Qayta nashr 2006. 287 — bet. Porter, M. E. (1990).
The Competitive Advantage of Nations. Free Press. P-993. Drucker, P. F. (2001). Management Challenges for the
21st Century. HarperBusiness. P-288. Henri Fayol “General and Industrial Management” (1916). Qayta nashr 2015.
148 — bet. Melissa A. Schillingning “Strategic Management of Technological Innovation” (2019) p- 368. Orville
Walker, John Mullins. "Marketing Strategy: A Decision-Focused Approach”, 2021. P-393. Philip Kotler,
Hermawan Kartajaya, Iwan Setiawan. “Marketing 4.0: Moving from Traditional to Digital”. 2016. P-208. Seth
Godin. “This Is Marketing: You Can’t Be Seen Until You Learn to See” (2019). P-288. Kaplan R.S., Norton D.P.
Organizatsiya, oriyentirovannaya na strategiyu. Kak Vv novoybiznes-srede preuspevayut organizatsii,
primenyayushiye sbalansirovannuyu sistemu pokazateley/per.sangl.M.: ZAO Olimp-Biznes. 2004-416 b.; Ansoffl.
Strategicheskoye upravleniye. — M.: Ekonomika, 1989. — 358 s.; Porter M. Mejdunarodnaya konkurensiya: Per. s
angl./ Pod.red. V.D. Shetinina. — M. Mejdunarodnie otnosheniya, 1993. — 64 b; Kravchenko L. A., Kuznetsov P. D.
Marketingovaya strategiya kak instrument povisheniya effektivnosti deyatelnosti predpriyatiya. Uchenie zapiski
Krimskogo federalnogo universiteta imeni V. I. Vernadskogo. Ekonomika i upravleniye. Tom 2 (68). 2016 g. Ne 4.
S. 63-69. Kvint V.L. Strategiyalash nazariyasi vaamaliyoti [Tekst]: daydjest. / V.L.Kvint.-Toshkent: Tasvir, 2018.-
160 b.
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MDH olimlari P.Doyil, A.l.LKovalev, V.V.Voylenko, P.E.Golubkov, va
boshgalar tomonidan ham marketing strategiyalari orgali korxonani samarali
boshgarish masalalariga doir tadgiqgotlar olib borilgan.

Mahalliy igtisodchi - olimlar va mutaxassislar Sh.J.Ergashxodjayeva,
M.A.lkramov, S.To‘raqulov, A.Rasulov, B.Saidov, S.Akilov, R.S.Muratov,
I.A.Djalolova, S.Sh.Oripov, 1.0.Ulashev, Sh.A.Atamuradov, G.Sh.Xonkeldiyeva,
R.R.Abduraupov, B.V.Nasimov® va boshgalarning ilmiy izlanishlarida korxonlar
faoliyatini samarali boshqarish, marketing strategiyalarini ishlab chigish va ulardan
samarali foydlanish, korxonalarning bosharuvini tashkillashtirishda marketing
strategiyalaridan foydalanish kabi jihatlar o‘rganilgan. Lekin, zamoanviy
marketing  strategiyalari  orgali  korxonalarning  boshgaruv  faoliyatini
takomillshatrishda ilg‘or xorijiy tajribalardan foydalanish, korxonalarning tarmoq
va sohaviy imkoniyatlaridan kelib chigqgan holda zamonaviy tendensiyalar asosida
marketing strategiyalarini ishlab chigish imkoniyatlari borasida alohida ilmiy-
tadqiqotlari olib o‘rganilmaganligi mazkur sohada ilmiy-tadqgigotlar olib borish,
ilmiy taklif va tavsiyalar ishlab chigish zarurligini anglatadi.

Disertatsiya tadqiqotining dissertatsiya bajarilgan oliy ta’lim
muassasasining ilmiy tadqiqot ishlari rejalari bilan bog‘ligligi. Dissertatsiya
tadgiqoti Toshkent davlat agrar universitetining ilmiy tadgigot ishlari rejasiga
Kiritilgan.

Tadgigotning maqgsadi zamonaviy marketing strategiyalari orgali korxonani
samarali boshqgarish yo‘nalishlari bo‘yicha taklif va tavsiyalar ishlab chigishdan
iborat.

Tadgqiqgotning vazifalari:

zamonaviy marketing strategiyalari orgali korxonani samarali boshgarishning
ilmiy-nazariy va uslubiy asoslarini tadqiq etish;

korxonani samarali boshgarishda zamonaviy marketing strategiyalaridan
foydalanishning zarurati va ahamiyati ilmiy asoslash;

korxonani samarali boshgarishda zamonaviy marketing strategiyalaridan
foydalanishning zarurati va ahamiyatini o‘rganish;

O‘zbekiston to‘qimachilik sanoatining rivojlanish tendensiyalarini baholash;

korxonalarni samarali boshqarishga ta’sir etuvchi omillar tahlili asosida

mualliflik yondashuvlarini ishlab chigish;

korxonani “Pull” va “Push” zamonaviy marketing strategiyalari orgali
samarali boshgarishning xorij tajribalarini tadqiq qilish;

5 Sh.Ergashxodjayeva. “Marketing” darsligi. 2018-yil. “Igtisodiyot” nashriyoti. 320 bet. To‘raqulov S. “Marketing”
darslik. “Igtisodiyot”. 2014. 384-bet. Rasulov A. “Marketing: nazariya va amaliyot” darslik. 2011-yil. "Igtisodiyot".
312 bet. Saidov B. “Marketing asoslari” darslik. “Iqtisodiyot”. 2010. 380 bet. Akilov S. “Marketing” darslik.
“Iqtisodiyot”. 2013. 336 bet. Ahmedov O. “Marketing” darslik. Akademiya. 2011. 347 bet.

MuratovR.S., Djaloloval.A.,.OripovS.Sh. Korxona igtisodiyoti. Darslik— Toshkent, 2014- 35-b. 6. Ulashev 1.0.,
Atamuradov Sh.A. Korxona iqtisodiyoti va menejmenti. O‘quv qo‘llanma. Toshkent-2013, 24-b. 7.; Xonkeldiyeva
G.Sh. Iqgtisodiyotni modernizatsiyalash sharoitida korporatsiyalarni boshgarishning ilmiy-metodologik asoslari.
Igt.fanlari doktori ilm.daraj. olish uchun yozilgan diss. avtoref.-Toshkent, 2018-71 b.; Abduraupov R.R.
O¢zbekistonda xorijiy investitsiyali korxonalar iqtisodiy salohiyatini boshgarish mexanizmlarini takomillashtirish.
Igt.fanlari doktori ilm.daraj. olish uchun yozilgan diss. avtoref.Toshkent, 2017 y.-70 b.; Nasimov B. Korxonalar
faoliyatini strategik boshqarish samaradorligi. “Igtisodiyot va innovatsion texnologiyalar” ilmiy elektron jurnali. Ne
1, yanvar-fevral, 2019 vil.



korxonani boshgarishda zamonaviy marketing strategiyalaridan foydalanishni
takomillashtirish yuzasidan taklif va tavsiyalar ishlab chiqish;

korxonani samarali  boshgarishda o‘zaro munosabatlar marketingi
strategiyasidan foydalanishni ilmiy-nazariy jihatdan asoslash;

korxonani boshqgarishda zamonaviy marketing strategiyalaridan foydalanishga
ta’sir etuvchi omillarni ekonometrik modellashtirish va prognoz ko‘rsatkichlarini
ishlab chiqish.

Tadgiqgotning obyekti sifatida to‘gimachilik korxonalari boshgaruv faoliyati
olingan.

Tadgiqotning predmetini zamonaviy marketing strategiyalari orqali
korxonani samarali  boshgarish jarayonida vujudga keladigan iqtisodiy
munosabatlar bo‘lib hisoblanadi.

Tadgiqotning usullari. Tadgiqot jarayonida statistik tahlil, omilli tahlil,
SWOT tahlil, so‘rov, tanlanma kuzatuv, grafik talqin, tizimli tahlil, matematik-
ekonometrik tahlil usullaridan foydalanilgan.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

korxonani samarali boshqgarishga ta’sir etuvchi ichki va tashqi omillar ta’sirini
baholashda uzoq muddatli hamkorlikni ta’minlashga yo‘naltirilgan o‘zaro
munosabatlar marketingi strategiyasini ishonch (I = 0,22 — 0,35), sodiqglik
(S = 0,15 — 0,28) va giymatni oshirish (QO = 0,32 — 0,37) eclementlari o‘rtasidagi
magbul nisbatni ta’minlash asosida takomillashtirish orgali foydalanish taklifi
ishlab chigilgan;

to‘qimachilik korxonalari faoliyati davrida marketing strategik rejalarining
amalga oshganligi, foyda va xarajatlar darajasining nazoratga olinganligi holatlari
orgali boshgaruv samaradorligini baholashni yugori samaradorlik (ideal
ko‘rsatkich) (“yuqori” — 0,75 — 1,0), o‘rtacha darajagi barqgarorlik (“qonigarli” —
0,5 - 0,74), past daraja, muammoli holat (“gonigarsiz” — 0,1 — 0,49) mezonlaridan
foydalanish orgali takomillashtirilgan;

“O‘zto‘qimachiliksanoat” uyushmasi tarkibidagi korxonalarda marketing
faoliyatini tashkil etish va boshgarish funksiyalarini amalga oshiruvchi tashkiliy
bo‘limlar faoliyatini mazkur yo‘nalishdagi metodologik va amaliy jihatlarini
tagqoslama baholash orgali aniglangan yuqori ijobiy natijalarni tadbiq etishdan
iborat “tovar assortimenti guruhlari”, “bozor segmentlari” hamda “hududiy
segmentlar” bo‘yicha kombinatsiyalangan shaklda tuzish asosida takomillashtirish
taklifi asoslangan;

“O‘zto‘qimachiliksanoat” uyushmasi tarkibidagi korxonalarning yangi
bozorlarga chigish imkoniyatlariga ta’sir etuvchi omillarning ta’sirini ekonometrik
modellashtirish asosida 2030 yilga gadar mahsulot ishlab chigarish hajmini
oshirishning prognoz ko‘rsatkichlari ishlab chigilgan.

Tadgiqgotning amaliy natijalari quyidagilardan iborat:

korxonalarda marketing faoliyatini tashkil etish va boshgarish funktsiyalarini
amalga oshiruvchi tashkiliy bo’limlar faoliyatini mazkur yo’nalishdagi
metodologik va amaliy jihatlarini tagqoslama baholash orgali aniglangan yuqori
Ijobiy natijalarni tatbiq etishdan iborat “tovar assortimenti guruhlari bo’yicha”,



“bozorning segment me’zonlari bo’yicha” hamda “hududiy segmentlar bo’yicha”
kombinatsiyalangan tushunchalarning mazmuni va mohiyati ochib berilgan;

korxonalarda ishonch, sodiglik va giymatni oshirish orgali uzog muddatli
hamkorlikni  ta’minlashga yo’naltirilgan o’zaro munosabatlar marketingi
strategiyasining zaruriyati asoslangan;

korxonani “Pull” va “Push” zamonaviy marketing strategiyalari orgali
samarali boshgarishning xorij tajribasidan O‘zbekiston amaliyotida foydalanish
imkoniyatlari asoslangan;

zamonaviy marketing strategiyalari orgali korxonalarni boshgarishning
yangicha mazmuni ishlab chigilgan;

O‘zbekistonda zamonaviy marketing strategiyalari orqgali korxonalarni
boshqgarishni takomillashtirishga garatilgan ilmiy taklif va amaliy tavsiyalar ishlab
chigilgan.

Tadgqiqot natijalari ishonchliligi. Tadgiqot natijalari ishonchliligi ilg‘or x0rij
tajribalarini o‘rganish va umumlashtirish, go‘llanilgan yondashuv va usullarning
magsadga muvofigligi, tadgigot jarayonida O‘zbekiston Respublikasi Iqtisodiyot
va moliya vazirligi, O‘zbekiston Respublikasi Milliy statistika Qo‘mitasi,
O<zbekiston Respublikasi “O°zto‘qimachiliksanoat” uyushmasi, xalqaro moliya
institutlarining rasmiy ma’lumotlari va hisobotlaridan foydalanilganligi, mualliflik
taklif va tavsiyalarning Oc<zbekiston Respublikasi “O°zto‘qimachiliksanoat”
uyushmasi amaliyotida joriy gilinganligi bilan belgilanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgigot natijalarining
ilmiy ahamiyati mamlakatimizda zamonaviy marketing strategiyalari orqali
korxonani samarali boshgarishni takomillashtirishga bag‘ishlangan maxsus ilmiy
tadgigotlarni amalga oshirishda va korxonalarni qo‘llaab quvvatlash tizimida
foydalanish mumkinligi bilan belgilanadi.

Tadgiqgot natijalarining amaliy ahamiyati esa, ishlab chigilgan ilmiy takliflar
va amaliy tavsiyalarni respublikamizda faoliyat ko‘rsatayotgan to‘gimachilik
korxonalari raqobatbardosh bo‘lishi uchun o‘zining marketing strategiyasini ishlab
chigishga yordam beradi hamda ragobat sharoitida uni baholash imkoniyatini
yaratadi. Tadgiqot natijalaridan “Menejment”, “Strategik marketing”, “Marketing
tadqiqotlari”, “Menejment, marketingi” fanlaridan darslik va o‘quv qo‘llanmalar
tayyorlashda foydalanish mumkinligi bilan izohlanadi.

Tadgigot natijalarining joriy gilinishi. Zamonaviy marketing strategiyalari
orgali korxonalarni samarali boshqarish borasida ishlab chigilgan takliflar asosida:

korxonani samarali boshqarishga ta’sir etuvchi ichki va tashqi omillar ta’sirini
baholashda uzog muddatli hamkorlikni ta’minlashga yo‘naltirilgan o‘zaro
munosabatlar marketingi strategiyasini ishonch (I = 0,22 — 0,35), sodiglik
(S = 0,15 - 0,28) va giymatni oshirish (QO = 0,32 — 0,37) elementlari o‘rtasidagi
magbul nisbatni ta’minlash asosida takomillashtirish orqgali foydalanish taklifi
uyushma tarkibidagi to‘qimachilik korxonalari faoliyatida foydalanilgan
(O‘zbekiston Respublikasi “O‘zto‘qimachiliksanoat” uyushmasining 2024 vyil
17 dekabrdagi Ne03/25-3414-son ma’lumotnomasi). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida to‘qimachilik korxonalarining ishlab chigarish
xarajatlari 1,18 foizga kamayishiga erishilgan;



to‘qimachilik korxonalari faoliyati davrida marketing strategik rejalarining
amalga oshganligi, foyda va xarajatlar darajasining nazoratga olinganligi holatlari
orgali boshgaruv samaradorligini  baholashni yuqori samaradorlik (ideal
ko‘rsatkich) (“yuqori” — 0,75 — 1,0), o‘rtacha darajagi bargarorlik (“qonigarli” —
0,5 — 0,74), past daraja, muammoli holat (“gonigarsiz” — 0,1 — 0,49) mezonlaridan
foydalanish orgali takomillashtirish taklifi uyushma tarkibidagi to‘gimachilik
korxonalari faoliyatida foydalanilgan (O°zbekiston Respublikasi
“O‘zto‘qimachiliksanoat” uyushmasining 2024 yil 17 dekabrdagi Ne03/25-3414-
son ma’lumotnomasi). Mazkur ilmiy taklifning amaliyotga joriy etilishi natijasida
to‘qimachilik korxonalarining boshqaruv xarajatlari 2024 yilda 2023 yilga nisbatan
5,4 % ga kamaygan;

“O‘zto‘qimachiliksanoat” uyushmasi tarkibidagi korxonalarda marketing
faoliyatini tashkil etish va boshgarish funksiyalarini amalga oshiruvchi tashkiliy
bo‘limlar faoliyatini mazkur yo‘nalishdagi metodologik va amaliy jihatlarini
taggoslama baholash orgali aniglangan yugori ijobiy natijalarni tadbig etishdan
iborat “tovar assortimenti guruhlari”, “bozor segmentlari” hamda ‘“hududiy
segmentlar” bo‘yicha kombinatsiyalangan shaklda tuzish asosida takomillashtirish
taklifi uyushma tarkibidagi to‘qimachilik korxonalari faoliyatida foydalanilgan
(O‘zbekiston Respublikasi “O‘zto‘qimachiliksanoat” uyushmasining 2024 vyil
17 dekabrdagi Ne03/25-3414- son ma’lumotnomasi). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida to‘qimachilik korxonalarining bozorning yangi
segmentlariga kirib borishga va mahsulot sotish hajmi 2024 yilda 2023 vyilga
nisbatan o‘rtacha 5,6 foizga oshishi ta’minlangan,;

“O‘zto‘qimachiliksanoat” uyushmasi tarkibidagi korxonalarning yangi
bozorlarga chigish imkoniyatlariga ta’sir etuvchi omillarning ta’sirini ekonometrik
modellashtirish asosida 2030 yilga gadar ishlab chigilgan mahsulot ishlab chigarish
hajmini oshirishning prognoz ko‘rsatkichlari uyushma tarkibidagi korxonalarni
rivojlantirish bo‘yicha  hududiy dasturlarni ishlab chigishda foydalanilgan
(O‘zbekiston Respublikasi “O‘zto‘qimachiliksanoat” uyushmasining 2024 vyil
17 dekabrdagi Ne03/25-3414- son ma’lumotnomasi). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida to‘qimachilik korxonalar faoliyati, asosiy
ko‘rsatkichlarini uzoq muddatli istigbolda o‘zaro muvofiglashtirish imkoni
yaratilgan.

Tadgiqot natijalarining aprobatsiyasi. Mazkur tadgiqot natijalari
4 respublika va 4 xalgaro ilmiy-amaliy anjumanlarida ma’ruza qilingan va
aprobatsiyadan o‘tkazilgan.

Tadqiqot natijalarining e’lon qilinganligi. Dissertatsiya ishi mavzusi
bo‘yicha jami 12 ta ilmiy ish, jumladan, O‘zbekiston Respublikasi Oliy attestatsiya
komisssiyasining dissertatsiyalar asosiy ilmiy natijalarini chop etish bo‘yicha
tavsiya etilgan ilmiy nashrlarda 5 ta ilmiy maqola (2 tasi mahalliy va 3 tasi xorijiy
jurnallarda), xalgaro va respublika ilmiy-amalliy konferensiya to‘plamlarida 7 ta
ma’ruza tezislari chop etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya ishi tarkiban kirish, uchta
bob, xulosa va foydalanilgan adabiyotlar ro‘yxatidan iborat. Dissertatsiyaning
hajmi 144 betni tashkil etadi.
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DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiyaning kirish gismida tadqigot ishi mavzusining dolzarbligi va
zarurati asoslangan, tadgiqotning magsad va vazifalari, obyekti va predmeti
shakllantirilgan, tadqigotning ilmiy ishlar rejalari bilan alogadorligi aniglangan,
dissertatsiyaning ilmiy yangiligi, ilmiy natijalari, ilmiy va amaliy ahamiyati
keltirilgan, tadgiqot natijalarining amaliyotga tatbigi, chop etilgan ishlar va
dissertatsiya tuzilishi to‘g‘risida ma’lumotlar berilgan.

Dissertatsiyaning “Zamonaviy marketing strategiyalari orqali korxonani
samarali boshqgarishning ilmiy-nazariy va tashkiliy asoslari” deb nomlangan
birinchi bobida zamonaviy marketing strategiyalari, ularning mazmun-mohiyati va
ilmiy-nazariy asoslari o‘rganilgan, korxonalarni samarali boshqarishning ilmiy-
nazariy va tashkiliy jihatlari tadqiq etilgan, korxonani samarali boshgarishda
zamonaviy marketing strategiyalaridan foydalanishning zarurati va ahamiyati
tavsiflangan.

Bugungi globallashuv sharoitida zamonaviy marketing strategiyalari orgali
korxonani samarali boshqgarish masalasi kun tartibidagi dolzarb masalalardan
biriga aylanib ulgurdi. Shu nugtai nazardan garaganda avvalom bor zamonaviy
marketing strategiyalarini mazmun-mohiyatini tadqiq etish zaruruyatini keltirib
chigarmoqda.

Marketing strategiyasi — bu tashkilotning bozor ulushini oshirish, magsadli
auditoriyani jalb qilish, raqgobatchilarni ortda qoldirish va uzog muddatli
muvaffagiyatni ta'minlash maqgsadida ishlab chiqggan umumiy reja va
yondashuvdir.

Zamonaviy marketing strategiyasi - bu korxonaning ragobatbardoshligini
ta’minlash, mijozlarning ehtiyojlarini qondirish va ularga qiymat taklif qgilish
uchun bozorni chuqur tahlil gilish, innovatsiyalarni amalga oshirish va ragamli
texnologiyalarni samarali qo‘llash orgali ishlab chigilgan uzog muddatli,
moslashuvchan va dinamik reja.

Mijozlar bilan murosa

qilish
Mahsulot
innovatsiyalari
Brendni rivojlantirish
Bozor tahlili

Raqobat . Texno.loglk .

- innovatsiyalarni
strategiyasi

joriy qilish

1-rasm. Zamonaviy marketing strategiyalari®

® Tadgiqotlar asosida muallif tomonidan tayyorlangan.
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Bozorlar o‘zgaruvchanligi va shiddatli ragobatning amal qilishi,
iste’molchilar talabining ortib borishi ko‘plab korxonalarni strategik magsadlaridan
kelib chigib samarali boshgarishni zaruriyatga aylantirmogda. Bugungi kunda
igtisodiy adabiyotlarda zamonaviy marketing strategiyalari turlicha talgin
etilmoqgda, sababi bozorlar o‘zgaruvchanligi, raqobatning kuchayib borishi,
innovatsion texnologiyalarining takomillashib borishi, istemolchilar talablarining
ortib borishi kabilardir (1-rasm).

Igtisodchi  olimlar turli xil nazariyalar va metodologiyalar asosida
korxonalarni boshgarishning ilmiy usullarini ishlab chigishgan. Bu borada, Henry
Mintzberg strategik boshgaruv sohasida olib borgan tadgiqotlari va nazariy ishlari,
korxona boshgaruvining turli usullari va ularning samaradorligiga yordam beradi.
Minsbergning “strategiyalarni shakllantirish va amalga oshirish”ga’ doir
tadqiqotlariga ko‘ra, strategik boshgaruv jarayoni faqat aniq va uzoq muddatli
rejalarni ishlab chigishni emas, balki hamda muayyan va o‘zgaruvchan shart-
sharoitlar, muammolarga reatsiya berish va ularga tezkor javob berishni talab etadi.
Buning uchun, korxonalar uzoqg va qisga muddatli strategik magsadlarni
belgilashda, o‘zaro bog‘liq bo‘lgan makro va mikro iqtisodiy omillarni hisobga
olishlari lozim.

Shuningdek, Peter Drucker menejment ilmining yirik namoyondalaridan biri
sifatida, boshgaruvni “muddatlar, resurslar va maqsadlarning muvofiqligi” tarzda
talgin etadi®. Drukerning fikricha, samarali boshqgarish korxonaning ichki tizimiga,
ishlab chigarish va marketing jarayonlarining to‘g‘ri integratsiyasiga, shuningdek,
xodimlar bilan samarali ishlashga bog‘liq hisoblanadi. Uning “menejment va
ijjtimoiy mas’uliyat” (Management and social responsibility) nomli Kitobida,
boshgaruvning inson resurslariga va jamoa mehnat faoliyatiga muhim ahamiyatga
ega ekanligini ta’kidlaydi.

korxona biznesining yo‘nalish
va maqgsadlarini belgilab olish

uning tashkiliy korxonaning tashqi
strukturasini loyihalash mubhitini tahlil qilish
Korxonani
. . boshqarish
deversifikatsiyalangan St;ﬁ;f]gsliizill:;]i]g korxona faoliyatining ba’zi
korxonaning portfelini tahlil \ sohalardagi siyosatini va uning

qilish / \fe’l-atvor me’yorlarini belgilash

[korxona voki xo‘jalikning o°rta [ korxonadagi ichki \

bo‘g‘inlarida strategiyani P P
tanlash va ishlab chiqish vaziyatni tahlil qilish

2-rasm. Korxonani boshgarish strategiyasining xususiyatlari °
Tadgiqotlarimizga ko‘ra korxonalarni samarali boshqgarishning ilmiy-nazariy
va tashkiliy jihatlari, yuqorida ta’kidlanganidek, marketing strategiyalarining har

" Henry Mintzberg. “Strategy Safari: A Guided Tour Through The Wilds of Strategic Management”. Free Press.
New York. 1998. P. 154-160.

8 Peter Drucker. “The Practice of Management”. Harper & Row. New York. 1954. P. 67-72.

 Muallif tomonidan ishlab chigilgan.
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tomonlama nazariy va amaliy asoslarini o‘z ichiga oladi. Igtisodiy adabiyotlarda
ushbu sohadagi ilmiy tadgigotlar va tavsiyalar bilan, korxona boshgaruvi va
marketingning samarali tashkil etilishini ta’minlaydigan tizimlarni ishlab chiqishga
alohida e’tibor qaratmoqda. Buning natijasida, zamonaviy marketing strategiyalari
orgali korxona faoliyatining samaradorligini oshirish imkonini beradi.

“Korxonani zamonaviy marketing strategiyalari orqali
boshgarish tahlili” deb nomlangan ikkinchi bobida

O‘zbekiston to‘qimachilik sanoatining rivojlanish tendensiyalarini baxolash
yondashuvlar tavsiflangan. To‘qimachilik korxonalarida strategik boshgaruv holati
tahlili va muammolari tahlili keltirilgan. Shuningdek mazkur bobda korxonani
zamonaviy marketing strategiyalari orgali samarali boshgarish xorij tajribalari
tadqiq etilgan.

Mustaqillik yillarida to‘qimachilik sanoati O°zbekiston iqtisodiyotining
yetakchi tarmoglaridan biriga aylangan. Xususan, 2010-yilda mazkur tarmoqda
4 845,5 milliard so‘mlik mahsulot ishlab chiqarilgan bo‘lsa, 2023-yilda ushbu
ko‘rsatkich 71 509,8 milliard so‘mga yetgan. 2023-yilda yalpi ichki mahsulotdagi
(YAIM) hissasi 4,4 foizni, jami sanoat mahsulotidagi ulushi 14,3 foizni (kiyim
ishlab chigarish bilan birgalikda), ishlab chigaruvchi sanoat tarkibidagi ulushi esa
17,0 foizni tashkil etgan (kiyim ishlab chigarish bilan birgalikda) (1-jadval).

samarali

1-jadval
O‘zbekiston Respublikasida to‘qimachilik mahsulotlarini ishlab
chigarish®?
Ko‘rsatkichlar 2010yil | 2015vyil | 2020yil | 2021yil | 2022vyil | 2023yil
Sanoat mahsuloti hajmi, 38119,0 97598,2 | 368740,2 | 456056,1 | 553265,0 | 658991,7
milliard so‘m
To*gimachilik 4845,5 13241,7 36713,9 52372,3 62850,7 71509,8
mahsulotlari ishlab
chigarish, milliard so‘m
Kiyim ishlab chiqarish, 575,8 1585,3 10402,4 13592,8 17264,8 23087,8
milliard so‘m

To‘gqimachilik sanoati boshqa tarmogqlarga nisbatan 2010-2023-yillardagi
o‘rtacha o‘sish tendensiyalarini saglab qolgan tarmoglardan biri hisoblanadi.
Ushbu davr mobaynida sanoat mahsulotlari ishlab chiqarishning yillik o‘rtacha
o‘sish sur’ati 5,7 foizni tashkil etgan bo‘lsa, to‘qimachilik mahsulotlari ishlab
chiqarishning o‘sish sur’ati 9,6 foizga, kiyim ishlab chigarish esa 11,8 foizga
yetgan. Bu esa tarmoqning iqtisodiyotda yetakchi o‘rin egallab borayotganidan
dalolat beradi.

Respublikada yetishtirilgan paxta tolasini gayta ishlovchi korxonalar
quvvatlari ham sezilarli darajada ortgan. 2010-yilda ushbu ko‘rsatkich 270 ming
tonnani, ya’ni bor-yo‘g‘i 27 foizni tashkil etgan bo‘lsa, 2017-2019-yillarda
mabhalliy to‘qimachilik korxonalarining zamonaviy texnologik uskunalar bilan
jihozlanishi va ragamlashtirish jarayonlarining keng joriy etilishi natijasida paxta
tolasini gayta ishlash hajmi 801,3 ming tonnaga yetkazilib, 2010-yilga nisbatan 3,2
barobarga oshgan va umumiy gayta ishlash darajasi 80 foizga yetgan. 2021-yilda

10 O“zbekiston Respublikasi Milliy Statistika Qo‘mitasi ma’lumotlari asosida tayyorlandi.
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esa ushbu quvvatlar 1 003 ming tonnaga yetkazilib, mamlakatda yetishtirilayotgan
paxta tolasini 100 foiz gayta ishlash imkoniyati yaratilgan (4-rasm).

1200 ) 100% 120%
1000 88% 93% __100%  mewz 00% 100%
800 80%
600 40% 63% 60%
N
200 oo oFEES. . TR T ——— - PN -« TN e RS 20%

4682 '532,4 :801,3: 852- 1.003,00- 1080,00- -1:100,00 ’
0 e 2240 L PVAMY TR VAV L SV 0%
2017Yy. 2018 y. 2019y. 2020y. 2021y. 2022y. 2023 y.
I Paxta tolasi, ming tn. Qayta ishlash darajasi, %

4-rasm. O‘zbekiston Respublikasida paxta tolasini gayta ishlash darajasi'!

Paxta tolasini qayta ishlash darajasining to‘liq o‘zlashtirilishi bilan birga,
to‘qimachilik sanoatida amalga oshirilayotgan rivojlanish strategiyalarining
keyingi  bosgichlari tarmogda maqgsadli xomashyo bazasini yaratishga
yo‘naltirilgan. Shu munosabat bilan sun’ity tolalarga asoslangan to‘gqimachilik
sanoatini rivojlantirish O°‘zbekiston sanoati uchun strategik ahamiyat kasb etadi.
Bu nafagat mahsulot diversifikatsiyasini ta’minlash, balki xalgaro bozor talablariga
mos mahsulot ishlab chigarish imkoniyatlarini kengaytirishga xizmat giladi.

Korxonalarning strategik boshgaruv faoliyati samaradorligini moliyaviy
natijalar orgali baholashda quyidagilarga ahamiyat qaratiladi: foyda, likvidlik,
rentabellik, xarajatlar tuzilishi.

Moliyaviy koeffitsiyentlar (rentabellik, likvidlik, faoliyat samarasi) boshgaruv
garorlari samaradorligini tahlil gilish uchun anig va universal instrument sifatida
xizmat giladi.

Moliyaviy natijalar — har qanday strategiyaning yakuniy samaradorlik
ko‘rsatkichi. BSC konsepsiyasida moliyaviy blokda quyidagilar baholanadi:

Daromad va foyda o‘sishi

Xarajatlar va budjet samaradorligi

Investitsiyadan foyda

Balanced Scorecard (BSC) — bu tashkilotlar faoliyatini har tomonlama
(balanslangan) baholash va strategik boshqarishda qo‘llaniladigan kompleks tizim
bo‘lib, 1992 yilda Robert Kaplan va David Norton tomonidan ishlab chigilgan®.

Taklif etilgan indikatorlar orgali korxonaning faoliyat davrida qganday
boshgarilgani — strategik rejalar amalga oshganmi, foyda qay darajada
ta’minlangan, xarajatlar qay darajada nazoratga olinganlik holatilarini tahlil gilish
imkoniyatini beradi, barcha indikatorlar hisobga olingan holda strategik boshgaruv
holatiga to‘liq va tizimli baho berish uchun quyidagi me’zonalardan foydalanish
taklif etiladi:

11 «O*zto‘qimachiliksanoat” uyushmasi ma’lumotlari asosida muallif tomonidan tayyorlangan.
12 Kaplan R. S., Norton D. P. Balanced Scorecard Success: The Kaplan-Norton Collection (4 Books). — Harvard
Business Review Press, 2015.
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Yuqori samaradorlik (ideal ko‘rsatkich) — “Yuqori”

O‘rtacha daraja, barqarorlik — “Qoniqarli”

Past daraja, muammoli holat — “Qoniqarsiz”

Yuqgoridagi metologik yondashuvlardan foydalangan holda 3 ta to‘qimachilik
korxonalarining boshgaruv faoliyati samaradorligini tahlilini korxonalarning
moliyaviy faoliyat bo‘yicha natijalari asosida hisoblab topish imkoni mavjud.
Tahlil uchun quyidagi korxonalar tanlangan:

“DAVR DIZAYN SANOAT” mas’uliyati cheklangan jamiyati (MCHJ) - bu
to‘qimachilik va tikuv-trikotaj sanoati sohasida faoliyat yurituvchi xususiy korxona
bo‘lib, 2017 yil 18 yanvarda davlat ro‘yxatidan o‘tkazilgan. Korxona Namangan
viloyati, Yangi Namangan tumani, Kamalak ko‘chasi, 2-uy manzilida joylashgan.
Korxona quyidagi asosiy yo‘nalishda ish olib boradi: OKED 14130 - Boshqa
tashgi Kkiyimlar ishlab chigarish (tikuvchilik sanoati). Uning yuridik shakli -
mas’uliyati cheklangan jamiyat (MCHJ) bo‘lib, OPF kodi 152 - bu uning yuridik
shaxs sifatida alohida mas’uliyatga ega ekanligini bildiradi. Korxona SOOGU kodi
08184 bo‘yicha to‘gimachilik va tikuv-trikotaj mahsulotlari ishlab chigaruvchi
korxonalar uyushmasiga mansub. Korxona ustav fondi 210 million so‘mni tashkil
etadi. Bu, xususan, Kichik biznes subyekti sifatida korxona iqtisodiy faoliyat
yuritishda muayyan moliyaviy imkoniyatlarga egaligini anglatadi. “DAVR
DIZAYN SANOAT” MCHJ - to‘qimachilik sanoatida faoliyat yurituvchi va asosiy
diggatini tashqi kiyimlar ishlab chigarishga garatgan kichik xususiy korxonadir.
Uning faoliyat darajasi barqaror deb baholangan bo‘lib, u rivojlanish salohiyatiga
ega.

“SAODAT SANOAT SERVIS” mas’uliyati cheklangan jamiyati - bu
to‘qimachilik va tikuv-trikotaj sanoati sohasida ishlab chigarish bilan
shug‘ullanuvchi xususiy korxona bo‘lib, 2014 yil 30 sentabrda davlat ro‘yxatidan
o‘tkazilgan. Korxona faoliyat yo‘nalishi: OKED 14130 — Boshga tashqi kiyimlar
ishlab chiqarish. Bu yo‘nalish to‘qimachilik sanoatining muhim segmenti bo‘lib,
asosan kiyim-kechak ishlab chigarish, gayta ishlash va sotishni oz ichiga oladi.
Tashkiliy-huquqgiy shakli: OPF kodi 152 — MCHJ (mas’uliyati cheklangan
jamiyat). SOOGU kodi 08184 — To‘qimachilik va tikuv-trikotaj sanoati
korxonalari uyushmasi a’zosi hisoblanadi. Korxona ustav fondi 180 million so‘mni
tashkil etadi. Bu mablag‘ korxonaning o‘z faoliyatini amalga oshirishda yetarli
moliyaviy asosga egaligini bildiradi.

“HOLIS TEKSTIL GROUP” mas’uliyati cheklangan jamiyati - bu xo‘jalik-
maishiy va sanitar-gigiyenik maqsadlardagi qog‘oz mahsulotlari ishlab chigarishga
ixtisoslashgan xususiy korxona bo‘lib, 2018 yil 29 mayda davlat ro‘yxatidan
o‘tkazilgan. Korxona faoliyat yo‘nalishi: OKED 17220 - Xo‘jalik-maishiy va
sanitar-gigiyenik qog‘oz mahsulotlarini ishlab chiqarish. Bu to‘qimachilik va
sanitariya sohalarida strategik ahamiyatga ega bo‘lgan segmentdir (masalan:
qog‘oz salfetka, salfetkalar, tualet qog‘ozi va hokazo). Tashkiliy-huquqgiy shakli:
OPF kodi 152 — MCHJ (mas’uliyati cheklangan jamiyat). SOOGU kodi 79994 —
Davlat ulushi mavjud bo‘lmagan, iqtisodiy boshqaruv huquqiga ega xo°‘jalik
subyektlari. Korxona ustav fondi 2,15 mlrd so‘mni tashkil etadi. Bu juda yuqori
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miqgdor hisoblanadi va korxonaning katta masshtabda faoliyat yuritish salohiyatini
ko‘rsatadi.

Yuqgorida ko‘rsatib o‘tilgan barcha indikatorlar hisobga olingan holda
korxonalarning strategik boshqaruv holatiga to‘liq va tizimli baho berish uchun
moliyaviy faoliyat natijalari 1-3 ilovalardagi ko rsatkichlardan foydalaniladi.

“DAVR DIZAYN SANOAT” MCHJning strategik boshgaruv holatini tahlili

1-ilovada keltirilgan ma’lumotlar asosida hisoblangan natijalari 2-jadvalda
keltirilgan.
2-jadval
“DAVR DIZAYN SANOAT” MCHJning strategik boshgaruv holatini
tahlili®
Indikatorlar hisoblash 2021 yil 2022 yil 2023 yil 2024 yil
Sof foyda marjasi 270/010 x 100 0,00 0,00 11,50 1,60
Yalpi foyda marjasi 030/010 x 100 57,00 0,00 14,39 4,05
Operatsion foyda marjasi 100 /010 x 100 0,00 0,00 10,61 1,80
Foydadan oldingi marja 240/010 x 100 0,00 0,00 11,69 1,73
Foyda solig‘i ulushi 250/240 x 100 0,00 0,00 1,67 7,52
Davr xarajatlari ulushi 040 /010 x 100 13132,00 0,00 3,77 3,12
Asosiy daromadlar ulushi 090 /010 x 100 0,00 0,00 0,00 0,87
Tannarx ulushi 020/010 x 100 43,00 0,00 85,61 95,95
Davr xarajatlari ulushi 040 /010 x 100 13132,00 0,00 3,77 3,12
Ma’muriy xarajatlar ulushi 060/010 x 100 12560,00 0,00 2,82 1,24
Operatsion xarajatlar ulushi 070/010 x 100 572,00 0,00 0,00 1,02
Moliyaviy xarajatlar ulushi 170 /010 x 100 0,00 0,00 1,83 1,54
Moliyaviy daromadlar ulushi | 110/010 x 100 0,00 0,00 2,92 1,46
Moliyaviy faoliyat balansi 110-170 0,00 0,00 10028,97 -4051,00
Valyuta xatarlari ulushi 200/010 x 100 0,00 0,00 1,83 1,54

“DAVR DIZAYN SANOAT” MCHJning strategik boshgaruv holatini tahlili
natijalaridan quyidagilarni kuzatish mumkin. Moliyaviy boshgaruv samaradorligi
natijalaiga ko‘ra sof foyda marjasi 2021 va 2022 yillarda mavjud emas, 2023 yilda
11.5% - qoniqarli bo‘lib, 2024 yilda 1.60% ni tashkil etgan va yuqori pasayish
tendensiyasi kuzatilgan. Yalpi foyda marjasi 2023 yilda 14.39%, 2024 yilda
4.05%ni tashkil etgan. Bu ishlab chiqgarish xarajatlarining kattaligi yoki sotuv
narxining pastligini anglatadi. Operatsion foyda marjasi 2023 yilda 10.61%, 2024
yilda 1.80%ni tashkil etib, 2023 yilda yaxshi natija bo‘lgan, ammo 2024 yilda
pasaygan. Foydadan oldingi marja 2023 yilda 11.69 foizni, 2024 yilda 1.73%ni
tashkil etgan. Soliglar va moliyaviy xarajatlar hisobga olingan holda ham keskin
tushish kuzatilgan. Foyda solig‘i ulushi 2024 yilda 7.52%ni tashkil etib, solig yuki
o‘rta darajasi kuzatilgan.

Moliyaviy xarajatlar ulushi 2023 yilda 1.83 foizni tashkil etgan bo‘lsa, 2024
yilda 1.54% bo‘lib, gabul qilinadigan darajadada bo‘lgan. Korxona ichki
jarayonlarni optimallashtirishga e’tibor garatgan, lekin tannarxni pasaytirish
bo‘yicha strategik choralar yetarli ¢’tibor qaratilmagan.

Korxonada investitsiya va moliyaviy daromadlar bo‘yicha ish olib borilgan,
ammo 2024 yilda xato garorlar tufayli zararga uchragan.

13 Muallif tomonidan tuzilgan.
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Tahlil natijalariga ko‘ra ishlab chiqgarish xarajatlarini tahlil gilib, tannarxni
pasaytirish bo‘yicha strategiya ishlab chiqish, bunda avtomatlashtirish,
xomashyoni qayta ko‘rib chiqish talab etiladi. Foyda marjasi va moliyaviy
barqarorlikni ta’minlash uchun xarajatlar tuzilishi qayta ko‘rib chiqilishi kerak.
Moliyaviy faoliyatni tahlil gilish va investitsiya strategiyasini gayta ishlash 2024
yildagi zarar takrorlanmasligi kerak, aks xolda korxonaning 3 vyillik faoliyati
natijalari asosida qayta tashkil etishga olib kelishi mumkin. Daromadlarni
diversifikatsiya gilish — yangi xizmatlar yoki go‘shimcha mahsulotlar orgali bunga
erishish talab etiladi.

“SAODAT SANOAT SERVIS” MCHJning strategik boshgaruv holatini
tahlili 2-ilovada keltirilgan ma’lumotlar asosida hisoblangan natijalari 3-jadvalda
keltiilgan.

3-jadval
“SAODAT SANOAT SERVIS” MCHJning strategik boshgaruv holatini
tahlili*

Indikatorlar hisoblash 2021 il 2022 vyil 2023 il 2024 yil
Sof foyda marjasi 270/010 x 100 57,47 48,51 17,99 6,50
Yalpi foyda marjasi 030/010 x 100 63,13 52,70 22,80 11,35
Operatsion foyda marjasi 100 /010 x 100 56,57 48,48 17,56 6,82
Foydadan oldingi marja 240/010 x 100 59,56 48,60 18,13 6,61
Foyda solig‘i ulushi 250/240 x 100 3,52 0,18 0,80 1,71
Davr xarajatlari ulushi 040/010 x 100 6,56 4,21 5,25 5,28
Asosiy daromadlar ulushi 090 /010 x 100 0,00 0,00 0,00 0,75
Tannarx ulushi 020/010 x 100 36,87 47,30 77,20 88,65
Davr xarajatlari ulushi 040/010 x 100 6,56 4,21 5,25 5,28
Ma’muriy xarajatlar ulushi | 060/010 x 100 4,38 421 2,82 1,46
Operatsion xarajatlar ulushi | 070 /010 x 100 2,18 0,00 0,00 2,43
Moliyaviy xarajatlar ulushi 170 /010 x 100 12,27 1,48 0,84 0,88
l'j’l'ﬁlﬁ’ia"'y daromadiar 110/ 010 x 100 15,26 1,59 1,42 0,67
Moliyaviy faoliyat balansi 110-170 39343,00 6907,00 153682,71 -117461,00
Valyuta xatarlari ulushi 200/010 x 100 12,27 1,48 0,84 0,88

“SAODAT SANOAT SERVIS” MCHJning 2021-2024 vyillardagi strategik
boshqgaruv holatini tahlil qilish natijalariga ko‘ra moliyaviy faoliyatni boshqaruv
samaradorligi sof foyda marjasiga ko‘ra 2021 yilda 57.47%ni tashkil etib yuqori,
samarali ekanligini aniglandi. 2022 yilda esa 48.51%ni tashkil etib yuqori
samaradorlik ta’minlanishida davom etgan bo‘lsa, 2023 yilda 17.99% bo‘lib
pasayish, barqgarorlik zaiflashgan. 2024 yilda 6.50% foyda keskin tushgan. Yalpi
foyda marjasi 2021 yilda 63.13%, 2022 yilda 52.70%, 2023 yilda 22.80%, 2024
yilda 11.35% bo‘lib, bu dinamika ishlab chiqarish xarajatlari ortib borganini
anglatadi. Operatsion foyda marjasi 2021-2022 vyillarda 48-56% darajada bo‘lib,
yaxshi natijalar qayd etilgan bo‘lsa, 2023-2024 yillarda 17.56% — 6.82% - samara
yugori pasayish kuzatilgan. Foydadan oldingi marjasi esa 2021 yilda 59.56%,
2024: 6.61%ni tashkil etgan bo‘lib, soliqg va moliyaviy xarajatlar ta’siri katta
bo‘lgan. Foyda solig‘it ulushi 2021 yilda 3.52%, keyingi yillarda past darajada

4 Muallif tomonidan tuzilgan.
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(2022 — 0.18%) kuzatilgan. 2021-2022 yillarda moliyaviy faoliyat ancha samarali
bo‘lgan, 2023-2024 vyillarda strategik foyda darajasi keskin pasaygan, bu esa
strategik boshgaruv samarasizligini ko‘rsatadi.

Moliyaviy faoliyatda 2021-2023 vyillarda faollik yuqori bo‘lgan, 2024 yilda
yetarli nazorat gilinmagan. Bu korxonada investitsiya va valyuta risklari bilan
bog‘liq strategik muammolar mavjudligini bildiradi.

4-jadval

“SAODAT SANOAT SERVIS” MCHJning strategik boshgaruv holatiga

umumiy ba’ho

Yo‘nalish 2022 2023 2024 Izoh
Moliyaviy boshgaruv faoliyati Yugori samara Pasayish {Egﬂgﬂ Foyda muvozanati yo‘q
Mijozlar bilash ishlash 0% 0% 0.75% Qofshimcha  daromad

manbai kam
. . . . Tannarx o L
Ichki jarayonlarni boshqgarish Nazoratda Pasayish yugqori Samarasiz ishlab chigarish
Rivojlanish va innovatsion . Qarz va .
faoliyati boshgarshi Investitsiya bor | Bargaror yo*qotish Boshqgaruv xatolari

Tahlil natijalaridan kelib chigib, “SAODAT SANOAT SERVIS” MCHJning
strategik boshgauv faoliyatini tashkomillashtirish uchun quyidadagi tavsiyalar
beriladi:

Ishlab chiqarish xarajatlarini tahlil qilib, tannarxni tushirish bo‘yicha aniq
choralar ishlab chiqish kerak, bunda asosiy e’tiborni texnologik yangilanishga
garatish talab etiladi.

Foyda darajasini tiklash uchun mahsulot diversifikatsiyasi va sotuv kanallarini
kengaytirish talab etiladi.

Moliyaviy boshqaruvda qat’iy tizim joriy etish lozim, sababi 2024 yildagi
salbiy balansni aks ettirmoqda.

Korxonada qo‘shimcha xizmatlar, eksport yoki qo‘shilgan qiymatga ega
mahsulotlar orgali mijozlarga garatilgan strategiyani samarali amalga oshirishi
lozim.

“HOLIS TEKSTIL GROUP” MCHJning strategik boshqaruv holatini tahlili
3-ilovada keltirilgan ma’lumotlar asosida hisoblangan natijalari 5-jadvalda
keltirilgan.

“HOLIS TEKSTIL GROUP” MCHJ strategik boshgaruv holatini moliyaviy
boshqaruv faoliyati samaradorligi bo‘yicha sof foyda marjasi 2021 yilda 5.37%ni
tashkil etgan bo‘lsa, 2022 yilda 20.63% bo‘lib, yaxshilangan holatni aks
ettirmoqda. Birog, 2023-2024 vyillarda mos ravishda 2.00%, 2.26% ni tashkil etib
pasayish va bargarorsizlik holatiga tushgan. Yalpi foyda marjasi 2021 yilda 8.39%,
2022 yilda 23.57%, 2023-2024 yillarda mos ravishda 4.41% va 1.99%ni tashkil
etilgan bo‘lib, ishlab chigarish samaradorligi 2022 yilda yuqori, keyin keskin
pasayish tendensiyasi kuzatilgan. Operatsion foyda marjasi 2021 yilda 5.83%,
2022 yilda 21.30%, 2023 yilda 2.22%, 2024 yilda 2.57%ni ashkil etib, 2022 yilda
faoliyat yuqori samarali bo‘lgan bo‘lsa keyinchalik samaraga erishmaganlik holati
kuzatilgan. Foydadan oldingi marjasi tahlil gilinganda mos ravishda 5.72% —
21.09% — 2.35% — 2.66% ni tashkil etgan bo‘lib, moliyaviy ustuvorlik 2022
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yilda yuqori bo‘lgan va yillar davomida pasayib borgan. Foyda solig‘i ulushi
2021 yilda 6.03% stabil holatda bo‘lgan bo‘lsa, 2024 yilda 15.00%ni 2024 yilda
esa soliq yuki ortib borgan. 2022 yilda moliyaviy boshqaruv samarali bo‘lgan.
2023-2024 yillarda foyda va rentabellik darajalari pastlab, barqgarorlik yo‘qolgan.
5-jadval
“HOLIS TEKSTIL GROUP” MCHJning strategik boshgaruv
holatini tahlili®

Indikatorlar hisoblash 2021 yil 2022 yil 2023 yil 2024 yil
Sof foyda marjasi 270/010 x 100 5,37 20,63 2,00 2,26
Yalpi foyda marjasi 030/010 x 100 8,39 23,57 4,41 1,99
Operatsion foyda marjasi 100/010 x 100 5,83 21,30 2,22 2,57
Foydadan oldingi marja 240/010 x 100 5,72 21,09 2,35 2,66
Foyda solig‘i ulushi 250/240 x 100 6,03 2,20 0,00 15,00
Davr xarajatlari ulushi 040/010 x 100 2,56 2,30 2,21 1,72
Asosiy daromadlar ulushi 090/010 x 100 0,00 0,03 0,01 2,30
Tannarx ulushi 020/010 x 100 91,61 76,43 95,59 98,01
Davr xarajatlari ulushi 040/010 x 100 2,56 2,30 2,21 1,72
Ma’muriy xarajatlar ulushi 060/010 x 100 2,56 0,13 0,96 0,42
Operatsion xarajatlar ulushi 070/010 x 100 0,00 1,85 0,81 1,09
Moliyaviy xarajatlar ulushi 170/010 x 100 4,27 0,21 2,63 0,72
Moliyaviy daromadlar ulushi 110/010 x 100 4,15 0,00 2,76 0,81
Moliyaviy faoliyat balansi 110-170 -1453,00 -23655,00 14025,89 8387,00
Valyuta xatarlari ulushi 200/010 x 100 4,27 0,21 2,63 0,72

Bilamizki, bugungi kunda har bir mamlakat o‘ziga xos marketing uslublarini

ishlab chigish orgali ragobatbardoshligini oshirishga erishmoqda.

O‘zbekiston korxonalari xorijiy tajribalarni o‘rganib, o0°‘z marketing

strategiyalarini yanada samarali boshgarishi va ragobatbardoshligini oshirishi

dolzarb ahamiyat kasb etadi.

Strategiyalarni ehl\gljg.ﬂm]. :
taakomillashtirish 'y Jle
o'rganish
Strategiya
tanlash

5-rasm. Marketing strategiyalarining go‘llanilish bosgichlari®

15 Muallif tomonidan tuzilgan.
16 Muallif ishlanmasi
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Korxonalarning ragqobatbardoshligini oshirishda xorijiy tajribalar va zamonaviy
marketing yondashuvlaridan foydalanish, har bir korxonaning muvaffagiyatli
rivojlanishiga xizmat giladi.

Dissertatsiyaning “Zamonaviy marketing strategiyalari orqali korxonani
samarali boshqarish yo‘nalishlari” deb nomlangan uchinchi bobida korxonalarni
zamonaviy marketing strategiyalari orgali boshgarish bo‘yicha takliflar berilgan.
Korxonani samarali boshgarishda o‘zaro munosabatlar marketingi strategiyasidan
foydalanish taklif etilgan. O‘zbekistonda to‘qimachilik korxonalari rivojlanishining
prognoz ko‘rsatkichlari hisoblangan.

To‘qimachilik sanoati - igtisodiyotning jadal rivojlanayotgan va ragobatbardosh
tarmoglaridan biri bo‘lib, har yili o‘zgarib turadigan tendensiyalar va iste’molchilar
talablarini hisobga olgan holda samarali marketing strategiyalarini ishlab chigish juda
muhimdir. To‘qimachilik korxonalari bozorda o‘z o‘rnini mustahkamlash va
ragobatchilardan ajralib turish uchun Pull va Push marketing strategiyalaridan keng
foydalanishadi. Ushbu yondashuvlar nafagat yangi bozorlarni zabt etishga, balki
mavjud mijozlarni saglash va ularning sodigligini oshirishga ham xizmat giladi.

Pull marketing strategiyasi. Pull marketing strategiyasining asosiy magsadi,
iste’molchilarda talabni yaratish va ularni 0‘z mahsulotlariga jalb qilishdir.

Push marketing strategiyasi. Push marketing strategiyasida esa korxona o‘z
mahsulotlarini ko‘proq iste’'molchilarga taqdim etish, sotuvchilar va dilerlarga turtki
berish, shuningdek, reklama targ‘ibotlari orgali faoliyatni kuchaytirishga garatilgan.

Shuning uchun, o‘zbek to‘qimachilik sanoatida ham, yuqorida keltirilgan xorijiy
misollarni o‘rganib, Pull va Push marketing strategiyalaridan samarali foydalanish
muhim ahamiyatga ega (6-jadval).

6-jadval
Pull va Push marketing strategiyalarini taqgoslash'’
Xususiyatlar Pull Marketing Push Marketing
Mijozlar tomonidan talab yaratish, | Mahsulotni bozorga tezda chigarish,
Magsad ! - o
brendni ommalashtirish sotuvlarni oshirish
. . Reklama, influencer marketing, | Aksiyalar, chegirmalar, reklama orgali
Strategiya turi S . .
ijtimoiy tarmoglar orgali tezda sotish
Mijozlar bilan Yangi mijozlarni jalb qilish, brend | Mijozlarni tezda sotib olishga jalb
alogalar sadogatini oshirish gilish
Reklama tarmodlari ljtimoiy  tarmoglar  (Instagram, | TV reklamalari, chegirma takliflari,
q TikTok, YouTube), online reklama | onlayn aksiyalar
Uzun muddatli ta’sir Mijozlar . _sadoqatl, brendning Sotuvlar. t'e'z o‘sadi, ammo qisqa
ommalashishi muddatli ta'sir

Bu jadvalda Pull va Push marketing strategiyalarining asosiy xususiyatlari va
farglari taggoslanadi. Jadvalda har bir strategiyaning ta’rifi, foydalaniladigan
marketing turlari va har bir strategiyaning ta’siri ko‘rsatilgan.

To‘gqimachilik sanoatida CRMdan foydalanish korxonalarning marketing
faoliyatini  qo‘llab-quvvatlaydi va mijozlarga yo‘naltirilgan biznes modellari
boshgaruv samaradorlikni oshirishga xizmat giladi.

17 Muallif ishlanmasi
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Birog korxonaning mijozlar bilan munosabatlarini boshgarish (CRM —
Customer Relationship Management) tizimiga ta’sir etuvchi ichki va tashqi omillar
biznes samaradorligi va mijozlar sodigligini shakllantirishda muhim o‘rin tutadi.
Ushbu omillar korxona marketing strategiyasini, mijozlar bilan alogalarni va CRM
texnologiyalarini samarali qo‘llashni belgilaydi.

Ichki omillar — korxona tomonidan boshqara oladigan va ta’sir etishi mumkin

bo‘lgan omillardan iborat bo‘lib, CRM strategiyalarining samaradorligiga
ta’sir etuvchi turli tashkiliy, moliyaviy va texnologik omillardir.

O‘zaro munosabatlar marketingi mijozlar bilan uzoq muddatli hamkorlikni
rivojlantirish va saqlab qolishga qaratiladi. An’anaviy xolda mijozlar bilan
munosabatlar strategiyalaridan foydalanish mijozlar bilan samarali ishlashga
garatilgan jarayonlarni takomillashtirishga qaratilgan bo‘lsa  uzoq muddatli
hamkorlikni rivojlantirish borasida aniq uslubiy tavsiyalar ishlab chigish
zaruriyatini yuzaga chigaradi.

CRM strategiyasi. Mijozlar bilan alogalarni yaxshilash usullari, vositalari va
jarayonlari. Mijozlar ma’lumotlarini boshqarish jarayonlaridan iborat bo‘lgan
o‘zgaruvchilardir.

Ishonch (Trust). Mijozlar va biznes sheriklari korxonaga bo‘lgan ishonchi.
Korxonaning ishonchliligi va shaffofligi.

Mijoz giymati (Customer Value). Mijozlarga taklif gilinadigan qo‘shimcha
giymat va personallashtirilgan xizmatlar. Tovar va xizmatlar sifatining mijozlar
ehtiyojlariga mosligi.

Mijoz sodigligi (Customer Loyalty). Mijozlar tomonidan takroriy xaridlar
gilish ehtimoli. Mijozlar brendga sodiq qolishi va uni boshgalarga tavsiya qilishi.

Sheriklik munosabatlari (Partnership Relations). Korxonaning biznes
sheriklari  bilan ishlash darajasi. Tahlil qilingan sheriklikning biznes
samaradorligiga ta’siri.

Shakllantirilgan o‘zgaruvchilar asosida gipotezalarni asoslash uchun kashf
etilgan konseptual model chizmasi 7-rasmda aks etgan.

7-rasm. To‘qimachilik korxonalarida o‘zaro munosabatlar marketingi
strategiyasidan foydalanishning boshgaruv samaradorligini oshirishga
ta’sirini baholashning konseptual modeli.'8
CRM strategiyasidan foydalanish natijasida daromadi, foydasi, bozordagi
ulushi va samaradorligi ganday yaxshilanganini anglatadi. Korxonaning samarali

18 Muallif ishlanmasi
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boshqgarilishi CRM strategiyasi, mijoz giymati, ishonch va mijoz sodigligi kabi
omillardan ta’sirlanadi. CRM strategiyasi tarkibiga mijozlar bilan alogalarni
yaxshilash usullari, CRM vositalari va jarayonlari hamda mijozlar ma’lumotlarini
boshgarish kabilarga tayanadi. Natijada mijoz qoniqgishi vositachilik rolini
o‘ynaydi. Raqobatbardoshlik, korxonaning bozor ulushi va texnologiya darajasi
CRM strategiyasining korxona samaradorligiga ta’sirini mo‘tadillashtiruvchi
imillarlar sifatida garaladi.

To‘qimachilik korxonalarida o‘zaro munosabatlar marketingi strategiyasidan
foydalanishning boshgaruv samaradorligini oshirishga ta’sirini baholash uchun 1-
ilovada anketa so‘rovnomalari shakllantirilgan. Mazkur anketa so‘rovnomasi 250
dan ortiq to‘qimachilik korxonalarida o‘tkazilgan. Anketa natijalari “likert”ning 5
balli shkalasi asosida o‘tkazilgan. O‘zaro tasirlarni baholash uchun SMART PLS
4.11 dasturidan foydalanilgan.

Anketa so‘rovnomalari asosida olingan natijala bo‘yicha olingan PLS-SEM
modeli sxemasi 8-rasmda aks etgan.

“"0.595\ ‘
Qz 4—-0.861—]
07357 1.o00
—
_ — a7
o 1.000
Q13 Qie
Qs /
-0.028
‘“‘o.sss-\ ‘ ‘ hal
Qs l¢—-0.507 — S 1.000 T 1.000 001
f—
—
il 0.198 |
x2 T

0816 e |
as | _1000— QB
0T
0.381 ——» 0.504 —p| «—
a7 Qwa/' vz
026 _—
as — #5 v -0
1 19

-0
0814

Q1o ¥3

8-rasm. To‘qimachilik korxonalarining boshqaruv samaradorligiga
CRM strategiyalarining ta’sirini PLS-SEM modeli sxemasi.*®

PLS-SEM modeli natijalarini CRM strategiyasi, ishonch, mijoz giymati va
sodiglik kabi o‘zgaruvchilarning boshqaruv samaradorligiga ta’sirini  yo‘l
koeffitsiyentlarini aks ettiradi. Path Coefficients (Yo‘l Koeffitsiyentlari) PLS-SEM
modelda latent o‘zgaruvchilar o‘rtasidagi bog‘liglik darajasini ifodalaydi. Ushbu
koeffitsiyentlar 0 va 1 oralig‘idagi son bo‘lib, ta’sir kuchini aniglashga yordam
beradi.

Dissertatsiya ishida Namangan viloyatida faoliyat olib borayotgan “Davr
dizayn tekstil” MCHJ, “Saodat sanoat servis” MCHJ va “Xolis tekstil group”
MCHIJ korxonalari faoliyati tahlil qilindi va ushbu korxonalar ma’lumotlari
bo‘yicha tegishli ko‘p omilli ekonometrik modellar tuzildi.

Korxonalar faoliyati bo‘yicha natijaviy ko‘rsatkich sifatida sof foyda, ming
so‘m (Y) olindi. Ta’sir etuvchi omillar esa — korxonalardagi oliy ma’lumotlilar
soni, nafar (X3), ish haqi miqdori, ming so‘m (X3), ishchilar soni, nafar (X3), ishlab
chigarilgan mahsulot hajmi, ming so‘m (X4) va xarajatlar, ming so‘m (Xs) olindi.

19 Muallif tomonidan olingan natijalar
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Ko‘p omilli ekonometrik modelaga kiritilayotgan omillar o‘rtasida xususiy va
juft korrelyatsiya koeffitsiyentlari hisoblandi. Barcha korxonalarda tanlangan
omillar natijaviy omil bilan o‘rtachadan yugqori, ya’ni kuchli va zich bog‘lanishlar
mavjudligini xususiy va juft korrelyatsiya koeffitsiyentlari orgali aniglandi.
Korrelyatsion matritsadagi juft korrelyatsiya koeffitsiyentlari bo‘yicha xulosa
qiladigan bo‘lsak, ta’sir etuvchi omillar o‘rtasida multikolleniarlik mavjud emasligi
aniglandi. Bu xulosa ta’sir etuvchi omillar bo‘yicha hisoblangan VIF (Variance
Inflation Factors - multikollinearlik samarasi) koeffitsiyentlari orgali ham
tasdiglandi. Ya’ni, ta’sir etuvchi omillar o‘rtasida multikolleniarlik mavjud bo‘lsa,
u holda Centered VIF>10 bo‘ladi. Barcha korxonalar bo‘yicha hisoblangan ta’sir
etuvchi omillarning VIF koeffitsiyentlari 10 dan kichik ekanligi tasdiglandi.

“Eng kichik kvadratlar usuli” dan foydalanib 3 ta korxona bo‘yicha ko‘p
omilli ekonometrik modellar parametrlari baholandi (7-jadval).

7-jadval
Ko‘p omilli ekonometrik modelning hisoblangan parametrlari®

“Davr dizayn tekstil” “Saodat sanoat servis” “Xolis tekstil group”
Variable (O¢zgaruvchi) .MCH‘] mOd?". .MCH‘] mod_eli_ .MCHJ mod_eli_
Coefficient (koeffitsiyent)| Coefficient (koeffitsiyent) | Coefficient (koeffitsiyent)
p-value (p-giymat) p-value (p-giymat) p-value (p-giymat)
InX, 0.190508 0.263235 0.112643
0.0569** 0.0392*** 0.0635**
InX, 1.451489 0.028918 0.265638
0.0510** 0.0535** 0.0235***
InXs 1.101227 0.741629 -0.069415
0.0014*** 0.0738** 0.0303***
InX, 0.405555 0.150037 0.103713
0.0000*** 0.0301*** 0,0620**
INXs -1.008263 -0.489105 -0.012462
0.0540** 0.0853** 0.0811**
C 2.008161 13.33058 8.510103
(p-Kuiimar) 0.0983** 0.0133*** 0.2035
R-squared
(R-kvadrat) 0.937632 0.871322 0.806382
Adjusted R-squared
(Tekislangan R-kvadrat) 0.918062 0.764090 0.788300
F-statistic
F- statistika (Fisher 73.16269 8.125607 20.82150
mezoni)
Durbin-Watson stat 2.285807 2.567062 2710177
(Darbin-Uotson mezoni)

Izoh: *** - 0,05 aniqglikda, ** - 0,1 aniglikda.

Barcha korxonalar bo‘yicha hisoblangan ko‘p omilli ekonometrik modellar
statistik ahamiyatli ekan, ya’ni mazkur modellar bo‘yicha hisoblangan R-squared
giymati 80 foizda ortiq ekan. Shuningdek, barcha korxonalar bo‘yicha hisoblangan
F-statistika (Fisher mezoni) giymati jadval giymatidan katta ekanligi aniglandi. Bu
esa mazkur modellarning o‘rganilayotgan korxona faoliyatini adekvat ravishda
ifodalab berishini ko‘rsatmoqda. Bundan tashqari 3 ta korxona bo‘yicha natijaviy
omilning (sof foyda) qoldiglarida avtokorrelyatsiya mavjudligi Darbin-Uotson
mezoni yordamida tekshirilganda, avtokorrelyatsiya mavjud emasligi aniglandi.

20 Muallif tomonidan olingan natijalar
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Buning sababi Darbin-Uotson mezoning hisoblangan qiymati uning javdaldagi
giymatidan katta ekanligi aniglandi.

Tadqiq qilinayotgan korxonalar ma’lumotlari asosida korxonalarning asosiy
ko‘rsatkichi (sof foyda) kelgusi yillarga prognoz qilindi. Dastlab 3 ta korxona
bo‘yicha ta’sir etuvchi omillar va vaqt omili o‘rtasida trend modellar tuzildi. Trend
modellari bo‘yicha ta’sir etuvchi omillarning prognoz giymatlari hisoblanib,
mazkur qiymatlar 3 ta korxona bo‘yicha 1l-jadvalda keltirilgan ko‘p omilli
ekonometrik modellarga qo‘yildi. Natijada 3 ta korxona bo‘yicha 2025-2030
yillarga barcha omillarning prognoz giymatlari hisoblab chigildi.

Yugorida ko‘rib o‘tilgan korxonalarning sof foydasi prognoz davrida
o‘zgarishi kuzatilmoqda. Masalan, “Davr dizayn tekstil” MCHJ korxonasida
prognoz davrida, ya’ni 2030 yilda 2024 yilga nisbatan sof foyda absolyut migdorda
2887834,2 ming so‘mga ortishi mumkin ekan. Mazkur davrda korxonada hozirgi
tendensiyalar davom etsa, korxonaning sof foydasi 3,56 barobarga ortishi mumkin
ekan.

“Saodat sanoat servis” MCHJ korxonasida prognoz davrida, ya’ni 2030 yilda
2024 yilga nisbatan sof foyda absolyut miqdorda 8121297,7 ming so‘mga ortishi
mumkin ekan. Mazkur davrda korxonada hozirgi tendensiyalar davom etsa,
korxonaning sof foydasi 2,83 barobarga ortishi mumkin ekan.

“Xolis tekstil group” MCHIJ korxonasida prognoz davrida, ya’ni 2030 yilda
2024 yilga nisbatan sof foyda absolyut migdorda 1286393,8 ming so‘mga ortishi
mumkin ekan. Mazkur davrda korxonada hozirgi tendensiyalar davom etsa,
korxonaning sof foydasi 1,47 barobarga ortishi mumkin ekan (9-rasm).

Prognoz davrida barcha korxonalarda band bo‘lgan oliy ma’lumotlilar soni
ham o‘zgarishini ko‘rish mumkin. Masalan, “Davr dizayn tekstil” MCHJ
korxonasida 19 nafardan 22 nafarga, “Saodat sanoat servis” MCHJ korxonasida 62
nafardan 69 nafargacha va “Xolis tekstil group” MCHJ korxonasida esa 19
nafardan 43 nafargacha. Bu mazkur korxonalarda ishlab chigarish texnologiyalari
va menejmentda ko‘proq kuzatilmoqda.
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9-rasm. “Davr dizayn tekstil” MCHJ, “Saodat sanoat servis” MCHJ va “Xolis
tekstil group” MCHJ korxonalarining sof foydasini 2025-2030 yillarga
prognoz giymatlari, ming so‘m?.,
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Tadgiq qilinayotgan korxonalarda prgnoz davrida ishchilar sonining
dinamikasida ham o‘zgarish bo‘layotganligini ko‘rish mumkin. “Davr dizayn
tekstil” MCHJ korxonasida ishchilar soni 254 nafardan 679 nafarga (o‘sish 1,49
barobar), “Saodat sanoat servis” MCHIJ korxonasida ishchilar soni 296 nafardan
350 nafarga (o‘sish 1,18 barobar) va “Xolis tekstil group” MCHJ korxonasida esa
ishchilar soni 19 nafardan 43 nafarga (o‘sish 2,68 barobar).

Natijada 3 ta korxona bo‘yicha sof foydalarining (InY) (3-5) ko‘p omilli
ckonometrik modellarga kiritilgan o‘zgaruvchilarining prognoz davridagi
qiymatlariga ega bo‘lamiz (8-jadval) (logarifmlangan qiymatlarni potensirlash
orqali natural ko‘rinishga keltiramiz).

8-jadval
“Davr dizayn tekstil” MCHJ, “Saodat sanoat servis” MCHJ va “Xolis tekstil
group” MCHJ korxonalari sof foydasining 2025-2030 yillarga prognoz

giymatlari?
“Davr dizayn tekstil” “Saodat sanoat servis” “Xolis tekstil group”
Yillar MCHJ sof foydasi, ming. | MCHJ sof foydasi, ming. MCHJ sof foydasi, ming.
so‘m so‘m so‘m
2021 338810,4 2608826,0 2375939,0
2022 325370,0 3086301,1 2337041,0
2023 167201,6 3674055,1 2544778,3
2024 1131738,8 4430501,6 2736415,0
2025* 1652432,0 5314028,7 2917918,8
2026* 2154676,0 6373748,1 3111461,5
2027* 2645317,0 8030300,0 3317841,8
2028* 3256474,0 9732459,1 35379111
2029* 36524170 11868606,3 3772577,3
2030* 4019573,0 12551799,3 4022808,8

Yuqorida ko‘rib o‘tilgan korxonalarning sof foydasi prognoz davrida
o‘zgarishi kuzatilmogqda. Masalan, “Davr dizayn tekstil” MCHJ korxonasida
prognoz davrida, ya’ni 2030 yilda 2024 yilga nisbatan sof foyda absolyut miqdorda
2887834,2 ming so‘mga ortishi mumkin ekan. Mazkur davrda korxonada hozirgi
tendensiyalar davom etsa, korxonaning sof foydasi 3,56 barobarga ortishi mumkin
ekan.

XULOSA

Dissertatsiya tadgigotidan olingan natijalar asosida quyidagi Xxulosalarga
kelindi:

1. Zamonaviy marketing strategiyalari nafagat bozordagi talab va taklifni
o‘rganish, balki korxonaning strategik magsadlariga erishishda yuqori darajadagi
moslashuvchanlikni ta’minlashni ham o‘z ichiga oladi. Ilmiy-nazariy nugtai
nazardan, marketing strategiyalarining samaradorligi korxonaning tashkiliy
tuzilmasi, resurslari va menejment tizimi bilan bog‘lagan holda mualliflik
yondashuvi ishlab chiqildi.
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2. Samarali marketing boshgaruvi uchun tashkiliy asoslar juda muhim
hisoblanib, bu borada marketing strategiyalarini amalga oshirishda korxonaning
tashkiliy tuzilmasi, resurslarni optimal tagsimlash va tegishli boshgaruv
strukturalarini joriy etish zaruriyatidan kelib chigib, tashkiliy jihatdan, korxona
marketing strategiyasi orgali yugori darajadagi boshgaruvi, bozorni tez o‘rganish
va moslashuvchanlikni ta’minlash uchun innovatsion texnologiyalarni joriy etish
taklif etildi.

3. Korxonani marketing strategiyasi orgali samarali boshgarish uchun,
zamonaviy  marketing  tushunchalarini  go‘llash,  rivojlanayotgan  va
takomillashayotgan yangi modellari amaliyotga tatbiq etib borish, eng muhimi turli
marketing strategiyalarini integratsiyalash va an’anaviy yondashuvlardan tashqari
innovatsion yechimlar izlash asoslandi.

4. Zamonaviy marketing strategiyalari, o‘zining iqgtisodiy, ijtimoiy va
texnologik  sharoitlarga  moslashuvchanligi  bilan  korxonaning samarali
boshqarilishini ta’minlash asoslandi.

5. llmiy nazariyga asoslangan tadgiqotlarimizga ko‘ra, marketingning
zamonaviy yondashuvlarini ishlab chigishda, bozor segmentatsiyasi va mijozlar
ehtiyojlariga mos ravishda maxsus strategiyalar ishlab chigildi. Bu esa, oz
navbatida, korxonalarni turli xil ragobat muhitida o‘ziga xos pozitsiyalarni
egallashga imkon berish bilan birga, resurslarni to‘g‘ri tagsimlash va korxonani
samarali boshgarish imkoniyatlarni yaratadi.

6. Tadgiqotlarga ko‘ra marketing faoliyatini tashkil etish klassik va
zamonaviy yondashuvlarga tayanadi, bu borada klassik va zamonaviy marketing
strategiyalari taggoslama tahlili asosida mualliflik yondashuvi shakllantirildi.

7. Tovar assortimenti guruhlari bo‘yicha kombinatsiyalashgan strategiyalarni
ishlab chiqgish, korxonalarga bozorning yangi va o‘zgaruvchan talablariga tezda
javob berish imkonini beradi. Klassik marketingga ko‘ra bozor segmentatsiyasi
odatda demografik, ijtimoiy yoki geografik mezonlar asosida amalga oshiriladi. Bu
metodologiya korxonalarga bozorni anig va to‘g‘ri tahlil gilish imkonini bersada,
bugungi shiddatli o‘zgarishlar davri nugtai nazardan takomillashtirishni tagozo
etadi. Nazarimizda korxonalarni zamonaviy marketing strategiyalari orgali eng
yugori samaradorlik bilan boshgarish uchun yangi metodologiyalarni go‘llash
zaruriyati paydo bo‘lmoqda. Bizningcha, bozor segmentlarini fagat demografik
yoki geografik mezonlar asosida ajratish emas, balki xulg-atvor, psixografik va
ehtiyojlar asosida segmentlash ham zarurligi asoslandi.

8. CRM strategiyasidan foydalanish natijasida daromadi, foydasi, bozordagi
ulushi va samaradorligi ganday yaxshilanganini anglatadi. Korxonaning samarali
boshgarilishi CRM strategiyasi, mijoz qiymati, ishonch va mijoz sodigligi kabi
omillardan ta’sirlanadi. CRM strategiyasi tarkibiga mijozlar bilan aloqalarni
yaxshilash usullari, CRM vositalari va jarayonlari hamda mijozlar ma’lumotlarini
boshgarish taklifi ishlab chiqildi.

9. To‘gimachilik  korxonalarini  rivojlantirishning  2025-2030 yillarga
mo‘ljallangan ko‘p wvariantli prognoz parametrlari ishlab chiqilib, prognoz
ma’lumotlari asosida istigbolda boshgaruvni takomillashtirish zarurligi baholandi.
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AKTYaJIbHOCTh M He00XO0AMMOCTh TeMbl auccepTamuu. ONBIT Pa3BUTHIX
CTpaH IMOKa3bIBAET, 4TO B mpoiecce 3(HEKTUBHOTO YIPABICHUS MPEANPUATHIMU
BAXHYIO POJIb MIpaeT pa3paboTKa W MPAKTUYECKOE MPUMEHEHHE COBPEMEHHBIX
MapKETUHIOBBIX CTPAaTeruid, YTO CHOCOOCTBYET YCTOMYMBOMY  Pa3BUTHIO
NEATEIbHOCTH NpeAnpusaThii. B yciaoBusx  ycunuBaromeics oOanbHOU
KOHKYpPEHLUM 32 TOTpPEOUTENs] aKTyalbHOCTh MAapKETHHIOBBIX CTpaTerui
npoaospkaer pactu. Ilo qaHHBIM MUPOBOI ctaTucTHKH, B 2023 roay Habmoancs
neuIUT TI00aNbHONM SKOHOMHUKHM MO CPaBHEHHUIO C IIPOTHO30M, CHAEJIaHHBIM [0
nangemun COVID-19, B pasmepe oxono 4,7 tpna pomwtapoB CIHIA. 3Oto
CBUJETEIBCTBYET O TOM, YTO IJ100abHas SKOHOMHKA 1O CHUX HOp IMOJIHOCTHIO HE
BOCCTaHOBUJIACh nociie YKOHOMMYECKUX IIOCJIEICTBUI NaHJAEMUU.
[Ipornosupyercs, uto k 2025 roay ypoBenb mupoBoro BBII Oyxer Ha 2,5 TpnH
JOJUIapOB HIYKE JOKPU3MCHOTO YPOBHAZ. B TakMX YCIOBHSX IIPEAIPUATHS
JOJKHBI HE TOJIBKO OOecreurBaTh COOCTBEHHYI0 SIKOHOMHYECKYIO CTAa0MIBHOCTb,
HO M aJIalITUPOBATHCS K KPU3UCHBIM SIBJIEHUSIM B MUPOBOM 3KOHOMUKE.

B cBsA3u ¢ 3THMM BO3pactaeT HEOOXOAUMOCTh Pa3paOdOTKH MHHOBAaLMOHHBIX
MOJIXO/I0B, TMOKOTO CTPATErMYeCKOro IIAHUPOBAHUS M BHEIPEHUS] COBPEMEHHBIX
MapKETUHIOBBIX CTpaTeruii. MexayHapoaHas NpakTUKa IOKa3bIBAE€T, YTO
OPEeINpUITUS YICISIIOT 0c000€ BHUMaHNEe (POPMUPOBAHUIO KOHLENIUH, CTPAaTEeruu
U IIpOTpaMM CBOETO pa3BUTHUs. Beab nonrocpounslie ycnexu J1r000ro npeanpusTus,
€ro KOHKYPEHTOCIIOCOOHOCTh U CIIOCOOHOCTH aJallTUPOBATHCS K YCIOBUSIM PhIHKA
HaANPSMYIO 3aBUCST OT pa3paboTaHHON CTpaTervu.

OtcyTcTBUE YE€TKO  C(OPMYIUMPOBAHHOM  CTpaTeruud  pa3BUTUS  WJIH
HECOOTBETCTBUE CTPATETMH U3MEHSIFOUIUMCS] PBIHOYHBIM M BHEIIHUM YCIIOBUSM HE
MO3BOJISIET MPEAIPUITHIO 3aHATh YCTOWMYMBOE M MPOYHOE IMOJIOKEHHUE HAa pPBHIHKE.
HecMoTpst Ha AOCTUTHYTHIE HAy4HbIE W MPAKTUYECKHE pe3ybTaThl B OOJACTH
CTPATETUYECKOTO IUIAHUPOBAHMSI M YIPABIEHUS, HA MPAKTUKE MHOKECTBO
CTpaTeTuil MO-TIPESKHEMY HE CHOCOOHBI TMOJIHOCTBIO — aJaNTUPOBATHCS K
W3MEHSIOIMMCA BHYTPEHHUM U BHEIIHUM YCIIOBUSM. JTO YKa3bIBAE€T HAa TO, YTO
MHOTHE MPOOJIEMbl CTPATETHYECKOI0 YNMPaBJIEHUS 0 CUX MOpP HE HAIUIM CBOETO
peuieHusl.

[ToaTomy pa3pabotka d(hGEKTUBHBIX MEXaHW3MOB, O00ECTICUUBAIONTUX
CTPAaTEerMYeCKyl0 yCTOMYMBOCTh pPa3BUTHUS MPEANPHUATHs, TIyOOoKoe H3yueHHe
TEOPETUKO-METOJA0JIOTMUYECKUX OCHOB pPa3pabOTKU M MPUMEHEHUS COBPEMEHHBIX
MapKETHUHIOBBIX CTPATErHil MPEICTaBISIIOT COOOM akTyalbHOE M HEOOXOJUMOe
HanpapJIeHUEe JaHHOTO UCCIEI0BaHuA,

B Crtpareruu pazsutus HoBoro Y3oOekucrana Ha 2022-2026 rombl 0co60
MOIYEPKUBAETCSI HEOOXOJUMOCTh «00ECIeYeHUs] YCTOMYMBBIX U BHICOKUX TEMITOB
pocTa B OTpacisix SJKOHOMHKH, B PE3yJIbTaTe YETrO B TEYCHHUE CIEIYIOLIUX MSATH JIET

23 [ToaroToBaeHo HA OCHOBE AaHHBIX BeemupHoro 6anka. Mcrounuk: http://www.worldbank.org.
% Hopron J.II. Opranmsanus, OpHEHTHpOBAaHHAs Ha cTpaTernio. Kak B HOBOH Ou3Hec-cpele MHpeycHeBaioT

OpraHM3aliy, NPUMEHSIONIMHAE CcOaJaHCHPOBAHHYIO CUCTEMY IoKaszarenei/mep.canria.M.: ZAO Olimp-Biznes.
2004-416 b.
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BaJOBOM BHYTPEHHUN NPOAYKT Ha JyUly HAacCeJICHUS JAOHKEH YBEIWYUTHCS
B 1,6 paza, a k 2030 roay cpenHenyueBor J0X0] HACENEHUS JI0KEH MPEBBICUTH
4 teicsun posmapoB CHIA. DTo co34aCT OCHOBY ISl BXOXKACHHS CTPaHbl B YKCIIO
roCy1apcTB  C  JIOXOJOM  BBIIIE  CPEIHEr0  ypoBHI W OOECHEeUUT
MaKpO’KOHOMHUYECKYI) YCTOMYMBOCTh HAIIMOHAJIBHOM JKOHOMHKH, a TaKKe
MIPOJIOJKEHNE WHIYCTPUATIBHON MOJIUTHKY, HANPABICHHOW HA MOBBIILIEHUE JOJU
MIPOMBINUIEHHOCTH B cTpykType BBII m yBennueHne oObEMOB MPOMBIILIEHHOTO
NpOM3BOACTBA B 1,4 pazan®,

Obecneuenre >¢h(HEKTUBHOTO BBINMOJTHEHUS 3TUX 3a7ad TpeOyeT pa3BUTHUSA
yIPABJICHYECKON JEATEIBHOCTH MPEANPUITHI 3a CUET BHEAPEHHUS COBPEMEHHBIX
CTpaTerui, NoBbIeHUs 3PHEKTUBHOCTH IEUCTBYIOIUX MEXaHU3MOB YIIPaBICHUS,
U3YYEeHHs NEPEeJOBOro 3apyOeKHOIO OIbITA, a TAKXKE MPOBEIEHUS KOMILIEKCHBIX
HAy4YHBIX HCCIIEJOBAaHUM B OOJACTU CTPATErMUYECKOr0 MapKETHHIa IMpearpHUsITHNA
Ha OCHOBE 3TOro ombiTa. Bc€ 3TO HampaBlieHO Ha TMOBBIIIEHHE CIIOCOOHOCTH
MPEANPUATANA CO3/1aBaTh JOOABICHHYIO CTOMMOCTh B HAIMOHAIIBHON SYKOHOMUKE.

AKTYyaJbHOCTh HACTOSIIIETO IUCCEPTALMOHHOTO UCCIEN0BAHUS ONPEIEIIAETCA
MMEHHO HEOOXOJMMOCTBIO HAy4YHO OOOCHOBAaHHOIO TMOAXOAA K PEUICHUIO
MPUOPUTETHBIX 3a/1a4 U MpoOJIeM B TaHHOM 00JIacTH.

Hacrosmee nuccepraliMOHHOE WCCIEAOBAHUE B ONPEACIEHHOW CTENEHU
CIIY’KUT JOCTH)KCHHMIO LeJied, OOO3HAUYE€HHBIX B CIEAYIOUMX HOPMAaTHUBHBIX
JOKYyMEHTaXx:

Vka3 Ilpesunenta PecnyOnumku VY306ekucrtan ot 28 sauBaps 2022 rona
Ne VII-60 «O Crpareruu pazputus Hoporo Y306ekucrana va 2022-2026 roapi»;

[Toctanonenne Kabunera MunuctpoB PecnyOnuku VY306ekuctan ot 29
mapta 2021 roga Ne [TK-166 «O6 ytBepxknenun Ctparteruu peopMuUpoBaHUS U
YIIpaBJICHHS TOCYAAapPCTBEHHBIMU NpeanpusitTusiMu Ha 2021-2025 roabi»;

[TocranoBnenne Kabunera Munuctpos ot 19 anpens 2003 roma Ne T1K-189
«O  Mepax 1O  COBEpPIICHCTBOBAHUID  KOPIOPATHUBHOTO  YIPABJICHHS
MPUBATH3UPOBAHHBIMU MTPEATIPUATHIMID;

Vka3 IIpesunenta PecnyOmuku VY30ekuctan ot 11 centsiops 2023 ropa
No VII-158 «O Crparerun “Y36ekucran — 2030”», a Takxe Apyrue HOpMaTUBHbIC
aKkThl, peryiupyromme jaaHHyro  cpepy. CoOTBETCTBUE  HCCIEIOBAHUS
MIPUOPHUTETHHIM HAIIPABJICHUSAM Pa3BUTHS HAYKH U TEXHOJIOTHIA PECITYOJIUKH.

JlaHHO€ Hay4YHO€ MHCCIIEJOBAHUE  BBINOJHEHO B  COOTBETCTBUU C
NPUOPUTETHBIM HANpaBICHUEM pa3BUTHS HayKM M TexHoJjioruii PecnyOmuku
VY36ekucran: «/lyxoBHO-HpaBCTBeHHOe W  KYJbTYPHOe  pa3BUTHE
AEMOKPATHYECKOI0 M MPaBOBOro 0011ecTBa, (POPMUPOBAHNE HHHOBAIIMOHHOM
IKOHOMMKH.

Crenenp m3y4eHHOCTH mpobsieMbl. Bompockl 3ddexTuBHOrO yrpaBieHUs
MpEANPUATUEM MOCPEACTBOM MapPKETUHTOBBIX CTPATETUH, pa3paboTKa cTpaTeruii B
LEJSAX TOBBIIICHHUS PE3YJIbTaTUBHOCTH JNEATEIbHOCTH MNPEINPUATUH, a TaKKe
HEOOXOIUMOCTh MX TPUMEHEHHSI OCBEIIEHbl B HAYYHBIX TpyJax TaKuxX

% Vkas3 Ipesunenta Pecny6nuku Y36exuctan ot 28 supaps 2022 roga No VII-60 "O Crpaterun passutus Hosoro
V36ekucrana Ha 2022-2026 roxsL." https://lex.uz/docs/5841063
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3apyOexHbiX yueHbix, kak ®.Kormep, ®.Teitnop, I'.Apmctponr, M.D.Iloptep,
[1.&. [Ipykep, A.®Paiions, M.A.Illmmunar, V. O.Yokep, Tx.Mammne, C.Omuc,
M.bpayn, C.Jomun, P.CKamnan, JIl.Hopton, MW.Ancopd, M.Iloptep,
JI.A Kpasuenko, I1.]1. Kysnenos, B.JL.KunT u npyrux®,

Cpenu yuénbix ctpan ConpyxectBa HeszaBucumbix ['ocynapcTtB naHHOU
npoOeMaTHKe MOCBSIICHBI HCCIICIOBAHMS I1. Torins, A .M .KoBanena,
B.B.Boiinenxo, I1.E.I'onyOkoBa, A.B.3aBropogneit, J{.O.SIMnonsckoi u Apyrux.

B HayyHBIX U3BICKAHMSIX Y30€KCKHX JKOHOMHMCTOB U CIEHUATUCTOB —
[II.7K.OpramxomxaeBou, M.A.HUxkpamoBa, C.Typakynosa, A.Pacynosa,
b.CanpgoBa, C.AkunoBa, P.C.MyparoBa, W.A.[lxanonosoi, C.II.Opurnosa,
N.0.Ynamesa, II.A.Atamypanosa, ['.Ill.Xoukenguesoit, P.P.A6mypaymnosa,
b.B.HacumoBa u apyrux?’ — paccMOTPEHHI acleKThl d3Q(EKTHBHOIO YIIPaBICHHUS
MPEANPUATUSIMH, Pa3pabOTKU U MPUMEHEHUS] MAPKETUHTOBBIX CTpPAaTEeTUid, a TaKKe
BOIPOCHI  WCIOJIb30BAaHMSI ~ MapKeTUHra B OpraHW3alMd  yOpaBJCHUs
MPEANPUATUSIMHU.

OnHako, HECMOTPSI Ha HaJIU4YUEe OOIIMPHON HAy4YHOU JUTEPATYPhl, OCTAIOTCA
HEJIOCTATOYHO M3YYEHHBIMU BOIIPOCHI COBEPILICHCTBOBAHMS YMNPABICHYECKON
JEATEIIbHOCTH MPEINPUATUA HA OCHOBE COBPEMEHHBIX MAapPKETHHTOBBIX CTPATETU
C y4€TOM MEPEJOBOr0 3apyOEKHOTO ONbITa, a TAKXKE BO3MOXKHOCTU pa3pabOTKH
MapKETUHTOBBIX ~ CTpaTerui, MCXOJd U3 OTPACIEBBIX M  CEKTOPAIbHBIX
O0COOEHHOCTEH MPEANPUITHI C yUETOM COBPEMEHHBIX TEHJICHIIUNA. JTO yKa3bIBaeT
HAa HEOOXOJIUMOCTh TIPOBEICHUSI KOMIUICKCHBIX HAyYHBIX HCCJIEAOBAHUN U
pa3pabOTKH HAy4YHO OOOCHOBAHHBIX MPEIJIOKCHUNM W PEKOMEHJAIMH B JaHHOU
o0nacTu.

% Kotler, F., & Armstrong, G. (2017). Marketing Management (15th ed.). Pearson Education, p-720. Taylor, F. W.
(1911). The Principles of Scientific Management. Harper & Row. Qayta nashr 2006. 287 — bet. Porter, M. E. (1990).
The Competitive Advantage of Nations. Free Press. P-993. Drucker, P. F. (2001). Management Challenges for the
21st Century. HarperBusiness. P-288. Henri Fayol “General and Industrial Management” (1916). Qayta nashr 2015.
148 — bet. Melissa A. Schillingning “Strategic Management of Technological Innovation” (2019) p- 368. Orville
Walker, John Mullins. "Marketing Strategy: A Decision-Focused Approach™, 2021. P-393. Philip Kotler, Hermawan
Kartajaya, Iwan Setiawan. “Marketing 4.0: Moving from Traditional to Digital”. 2016. P-208. Seth Godin. “This Is
Marketing: You Can’t Be Seen Until You Learn to See” (2019). P-288. Kaplan R.S., Norton D.P. Organizatsiya,
oriyentirovannaya na strategiyu. Kak v novoybiznes-srede preuspevayut organizatsii, primenyayushiye
shalansirovannuyu sistemu pokazateley/per.sangl. M.: ZAO Olimp-Biznes. 2004-416 b.; Ansoffl. Strategicheskoye
upravleniye. — M.: Ekonomika, 1989. — 358 s.; Porter M. Mejdunarodnaya konkurensiya: Per. s angl./ Pod.red.
V.D. Shetinina. — M. Mejdunarodnie otnosheniya, 1993. — 64 b; Kravchenko L A., Kuznetsov P.D. Marketingovaya
strategiya kak instrument povisheniya effektivnosti deyatelnosti predpriyatiya. Uchenie zapiski Krimskogo
federalnogo universiteta imeni V. I. Vernadskogo. Ekonomika i upravleniye. Tom 2 (68). 2016 g. Ne 4. S. 63-69.
Kvint V.L. Strategiyalash nazariyasi vaamaliyoti [Tekst]: daydjest. / V.L.Kvint. -Toshkent: Tasvir, 2018.-160 b.

27 Sh.Ergashxodjayeva. “Marketing” darsligi. 2018-yil.  “Iqtisodiyot” nashriyoti. 320 bet. To‘raqulov S.
“Marketing” darslik. “Iqtisodiyot”. 2014. 384-bet. Rasulov A. “Marketing: nazariya va amaliyot” darslik. 2011-yil.
"Igtisodiyot”. 312 bet. Saidov B. “Marketing asoslari” darslik. “Iqtisodiyot”. 2010. 380 bet. Akilov S. “Marketing”
darslik. “Iqtisodiyot”. 2013. 336 bet. Ahmedov O. “Marketing” darslik. Akademiya. 2011. 347 bet.

MuratovR.S., Djalolova I.A.,.Oripov S.Sh. Korxona iqtisodiyoti. Darslik— Toshkent, 2014- 35-b. 6. Ulashev 1.0.,
Atamuradov Sh.A. Korxona iqtisodiyoti va menejmenti. O‘quv qo‘llanma. Toshkent-2013, 24-b. 7.; Xonkeldiyeva
G.Sh. Iqgtisodiyotni modernizatsiyalash sharoitida korporatsiyalarni boshgarishning ilmiy-metodologik asoslari.
Igt.fanlari doktori ilm.daraj. olish uchun yozilgan diss. avtoref.-Toshkent, 2018-71 b.; Abduraupov R.R.
O‘zbekistonda xorijiy investitsiyali korxonalar iqtisodiy salohiyatini boshgarish mexanizmlarini takomillashtirish.
Igt.fanlari doktori ilm.daraj. olish uchun yozilgan diss. avtoref.Toshkent, 2017 y.-70 b.; Nasimov B. Korxonalar
faoliyatini strategik boshqarish samaradorligi. “Iqtisodiyot va innovatsion texnologiyalar” ilmiy elektron jurnali. Ne
1, yanvar-fevral, 2019 yil
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CBsi3b IMCCEPTAIIMOHHOIO0 HCCJEI0BAHMSA ¢ IUIAHAMM  HAaY4HO-
HCCJIEI0BATEILCKON PadoThl BbICHIET0 00pPa30BATEJbLHOIO Y4YpexKaAeHHs, B
KOTOPOM  BbINOJIHEHA Jauccepranmsa. JluccepranmoHHoe  HCCIEIOBaHUE
BBITIOTHEHO B COOTBETCTBMM C IUIAHOM HAy4YHO-MCCIEA0BATEIbCKUX pPadoT
TamkeHTCcKOro rocy1apcTBEHHOTO arpapHOro YHUBEPCUTETA.

Hear ucciaenoBanusi - pa3padoTKa MNPEMJIOKEHUA M PEKOMEHAAIUN MO
3¢ (PEeKTUBHOMY  yNPABICHUIO TMPEANPUIATHEM HAa OCHOBE COBPEMEHHBIX
MapKETUHTOBBIX CTPATETUH.

3agaum uccJie10BaHNUA:

UCCJIEIOBAaTh  HAYYHO-TCOPETUYECKUE U  METOJIOJIOTUYECKUE  OCHOBBI
(¢ (PEeKTUBHOTO YMpaBiIeHUS MPEANPUATAEM C HCIOIb30BAHUEM COBPEMEHHBIX
MapKETUHTOBBIX CTPATETHUI;

HAy4YHO OOOCHOBaTh HEOOXOJUMOCTH M  3HAYUMOCTh  IPUMEHEHUS
COBPEMCHHBIX MAapKETUHTOBBIX CTpareruidi B 3(PQPEeKTUBHOM  yIpaBICHUU
MIPEANPUITHEM;

W3YYUTh aKTyaJlbHOCTh W 3HAYMMOCTH TPUMEHEHHUS COBPEMEHHBIX
MapKETHHTOBBIX CTPATETUH B YIIPABJICHUH MPEIIPHUATHEM;

MPOBECTH OIEHKY TEHACHIIMN Pa3BUTHS TEKCTHUIBLHON IMPOMBIIIICHHOCTH
V306ekucrana;

pa3paboTaTh aBTOPCKHE MOAXOAbI HA OCHOBE aHain3a (aKTOPOB, BIMSIOIINX
Ha 3G (HEKTUBHOE YIpaBIEHUE TPEANPUATUIMY;

UCCIIeIOBATh 3apyOeKHBIN OMBIT A3(P(HEKTUBHOTO YHPABICHUS MPEATPUITHEM
C IPUMEHEHHEM COBPEMEHHBIX MapKETHHTOBBIX cTpaTeruil Tumna «Pull» u «Pushy;

pa3paboTarh MPEMIOKEHUS W PEKOMEHJAIMW TI0 COBEPIICHCTBOBAHUIO
UCIIOJIb30BAHUSI COBPEMEHHBIX MAPKETUHTOBBIX CTPAaTETHl B  YIpaBICHUU
MPEANPUITHEM;

TEOPETUYECKH  OOOCHOBATh  MPUMEHEHHWE  CTpaTeTMH  MAapKETHHTA
B3aMMOOTHOIICHUH B 3(EKTUBHOM YIIPABICHUH MPEATPUITHEM;

MIPOBECTH JKOHOMETPHUYECKOE MOJCITUpPOBaHUE (DAKTOPOB, BIMSIONINX Ha
MPUMEHEHUE COBPEMCHHBIX MApPKETUHTOBBIX CTpAaTerMii B  YNpaBIICHUU
MIPEANPUATACM, U Pa3paboTaTh MPOTHO3HBIC TOKA3ATEH.

O0beKkTOM MCC/IeIOBAHUA  SIBJSIETCS  YIPABIICHYECKAas JESATEIbHOCTH
TEKCTHIIBHBIX TIPEITPUATHH.

IIpeamMeTroM wuccjieq0BAHUA BBICTYMAIOT HAKOHOMHYECKHE OTHOIICHUSA,
BO3HHKAIOIIKE B TIpoiiecce YHPEKTUBHOTO YIIPABICHHS MPEIIPUATHEM HAa OCHOBE
COBPEMEHHBIX MAPKETUHTOBBIX CTPATETHUH.

Metoabl wucciaenoBanus. B mporecce wuccienoBaHUs HCMOIB30BAMCH
CIENYIONME METOABI: CTAaTUCTUYECKHM aHanmu3, ¢akTopHbii anamus3, SWOT-
aHaJIN3, aHKETUPOBAHUE, BRLIOOPOYHOE HAOIIOIeHUE, TpaduuecKast HHTepIIpeTaIus,
CHUCTEMHBIN aHAJIN3, a TAKKE MAaTEMATHKO-3KOHOMETPUICCKUN aHAJTHU3.

Hayunasi HOBU3HA MCC/I€I0BAHUS 3AKII0YAETCS B CJIeAYyIOIIeM:

pa3paboTaHO MPEIJIOKEHHE IO COBEPUICHCTBOBAHUIO  HCIIOJIb30BAHUS
CTpaTeTMM MapKETHHra B3aMMOOTHOLIECHUM, HANpaBlICHHOW Ha o0ecreyeHue
JI0JITOCPOYHOIO COTPYJHUYECTBA MPU OLIEHKE BIMSHUS BHYTPEHHUX M BHEIIHUX
(dakTopoB Ha A(PPEeKTHBHOE yIpaBJICHUE NPEANPUITHEM, IMyTeM OOCCIICUCHUS
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ONTHUMAJIBHOIO COOTHOIICHHS Mexay siaemeHTamu paosepus (I = 0,22-0,35),
nosueHOCTH (S = 0,15-0,28) u yBenmuenus neaHocta (QO = 0,32-0,37);

YCOBEPIIICHCTBOBAH TOAXOM K OIEeHKe 3(PPEeKTUBHOCTH YMpPAaBICHUS B
TEKCTHJIBHBIX TPEANPUATHSIX Ha OCHOBE aHajdW3a peau3aliil MapKETHHTOBBIX
CTPAaTETUYCCKUX TUTAHOB, KOHTPOJISI YPOBHS MTPUOBLIN U 3aTpaT, C HCIOJIb30BAaHUEM
KpuTepreB 3(pPeKTUBHOCTU: BBICOKAsE 3(PPEKTUBHOCTH (MICATBbHBIN MOKa3aTelNb)
— ot 0,75 o 1,0 («BeICOKUIA»), CpeIHUI YpOBEHb cTabmibHOCTH — OT 0,5 10 0,74
(«yAOBIIETBOPUTENBHBINY ), HU3KUI ypOBEHb, pobdiieMHoe cocTosiHue — ot 0,1 1o
0,49 («HEeYyIOBIETBOPUTEIBHBINY);

00OCHOBaHO  MPEJIOKEHHWE IO  COBEPIICHCTBOBAHUIO  OpraHU3alluu
MapKETUHIOBOM JESATENbHOCTA M BBIMIOJHEHUS] YMIPABJICHYECKUX (QYHKUUNA B
OpraHU3allMOHHBIX TOJPA3JICTICHUSX MPEANPUITHI, BXOMSIIMX B aCCOIUAIUIO
«O*‘zto‘qimachiliksanoat», Ha OCHOBE CpPaBHUTEIbHON OIICHKH METOHO0JIOTHYCCKUX
U TPAKTHYCCKUX AacCTEKTOB, 4Yepe3 BHEAPCHUE TOJOKHUTEIbHBIX pPE3yJbTaTOB B
BUJI¢ KOMOMHUPOBAHHOW CHUCTEMBI, TIOCTPOSHHOM MO TOBAPHBIM aCCOPTUMEHTHBIM
TpyIIiaM, CErMEHTaM PbIHKA U TEPPUTOPHATBHBIM CETMEHTaM;

Ha OCHOBE OKOHOMETPHYECKOTO MOJICTUPOBAHMS BIUSHUSA (PAKTOPOB,
BIUSIONMNX HAa  BO3MOXXHOCTH  TPEANPHUATHH B COCTaBE  acCOIMAITUHU
«O‘zto‘qimachiliksanoaty BbIxoJa Ha HOBBIE PBIHKH, pa3paOOTaHbl MPOTHO3HBIE
MoKa3aTesiy yBeJInYeHUs 00BeMOB MPOU3BOACTBA Mpoaykiuu 10 2030 roxa.

IIpakTuyeckue  pe3yJbTaThbl  HCCIEIOBAHMS  3aKJIIOYAKTCH B
cJleayroueM:

PACKpBITO COJEpNKAHUE U CYIIHOCTh KOMOMHUPOBAHHBIX TOHATHHA I10
OpraHu3allid MAapKETHMHTOBOM JESITEIbHOCTH W BBIMOJHEHUIO YIIPABICHYECKUX
GyHKIMIA B CTPYKTYPHBIX MOJPA3ACICHUSIX MPEANPUITUI HAa OCHOBE BHEIPEHUS
MOJIOKUTENBHBIX ~ PE3yJIbTaTOB, BBISBICHHBIX TMOCPEACTBOM CPAaBHUTEIHHOU
OIICHKH METOJOJOTHYECKUX U TPAKTUYECKUX aCIeKTOB B  CICAYIOIINX
HaIpaBJICHUAX: TI0 TOBAPHBIM AaCCOPTUMEHTHBIM TpylmaMm, IO KPUTEPHUSIM
CETMCHTAIIMH PhIHKA, @ TAKXKE TI0 TEPPUTOPHATBHBIM CErMEHTaM;

000CHOBaHa  HEOOXOAUMOCTb  IMPUMEHEHUS  CTPATeTMH  MAapKEeTHHIa
B3aMMOOTHOIIICHWM,  HANpPaBJICHHOW  Ha  OOCCIEYCHHWE  JIOJITOCPOYHOTO
COTPYJHHYECTBA TIPEANPHUATHN 3a CUYET TOBBIMICHUS JOBEPHS, JIOSIIBHOCTH H
IIEHHOCTH;

000CHOBaHBI BO3MOKHOCTH MPUMEHEHHUSI 3apy0eKHOTO OnbITa 3(PHEKTUBHOTO
YOPABJICHHUS TPEANPUITHEM C HCIOIH30BAHHEM COBPEMEHHBIX MapKETHHTOBBIX
crpateruii Tuna «Pull» u «Push» B ycnoBusax Y3oekucrana;

pa3pab0TaHO HOBOE COJIEpKAHUE YMPABICHUS MPEANPHUSATUIMUA HA OCHOBE
COBPEMEHHBIX MAPKETUHTOBBIX CTPATETUH;

pa3paboOTaHbl HAay4YHbIEC TPEIJIOKEHUS U TMPAKTHUYECKUE PEKOMEHIAIUU TI0
COBEPIIICHCTBOBAHHUIO YIIPABJICHUS MPEANPHATHAMUA B Y30CKHCTaHE Ha OCHOBE
COBPEMCHHBIX MapPKETHHTOBBIX CTPATETH.

JI0CTOBEPHOCTH Pe3yJIbTATOB MCCJAEAOBAHMUS OIPEACNACTCS U3YYCHUEM U
0000IIEHHeM  TMEpeloBOro  3apyOeXHOro  OMbITa,  II€JIECOOOPA3HOCTHIO
MPUMEHSEMBIX MOAXOJO0B M METOJO0B, MCIOJb30BaHUEM B MCCIEI0BATEIHLCKOM
npoiecce OQUIUATBHBIX JAHHBIX M OTYETOB MUHHCTEPCTBA 3IKOHOMHUKU H
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¢unancoB PecnyOnuku VY30ekucraH, AreHTcTBa cTaTUCTUKM npu llpe3upente
PecniyOnmuku ~ Y30ekucran,  Accommanmu  «O°zto‘qimachiliksanoaty  u
MEXIYHAPOAHBIX (PUHAHCOBBIX WHCTHUTYTOB, a TaK)K€ BHEIPEHHEM aBTOPCKHX
MPEUIOKEHUN W PEKOMEHAAUWM B NPAKTUKY NOPEANPUATHH, BXOISIIUX B
Accommanuio «O‘zto‘qimachiliksanoaty.

Hayynas M npakruyeckasi 3HAYMMOCTb Pe3yJIbTATOB MCCJIECAOBAHUS.
HayuHast 3HaUMMOCTb PE3yJbTATOB WCCIEAOBAHMS ONPEACIAECTCS BO3MOKHOCTBIO
UX HCIOJIb30BAHMA TP  NPOBEIACHUM  CIELUAIbHBIX HAY4YHBIX  pador,
HalpaBJIEHHBIX  HA  COBEPILICHCTBOBaHME  J(PQPEKTUBHOTO  YIPABICHUS
OpeaIpUATUAMA B Y30€KHCTaHE Ha OCHOBE COBPEMEHHBIX MAapKETHHIOBBIX
CTpaTEeruii, a TAK)Xe B CUCTEME MOJICPKKU Pa3BUTHS NPEAIPUATUH.

[IpakTrueckass 3HAYUMOCTh PE3YJNbTATOB 3aKIIOYAETCI B TOM, 4TO
pa3paOoTaHHbIE HAy4YHbIE MPEUIOKEHHUS M MPAKTUUECKUE PEKOMEHAAUU MOTYT
OBbITh HCIIOJB30BAHbl TEKCTUJIBHBIMU MPEANPUATUSMH, JEHUCTBYIOIIMMHU B
pecnyonuke, i pa3padOTKU COOCTBEHHBIX MAPKETUHTOBBIX CTpPATErHil C IEJbIO
MOBBIIICHUS] HMX KOHKYPEHTOCIIOCOOHOCTM U CO3JaHUS MEXAaHW3Ma OLICHKHU
CTpAaTEeruu B YCIIOBUAX KOHKYPEHLHMH. TakKe pe3ysbTaTbl UCCIEAOBAHHUS MOTYT
OBITh HCIIOJB30BAaHbI NPH TMOJATOTOBKE YYEOHHMKOB M YYEOHBIX IOCOOMH IIO
qucuuIuinHam «MeHeKkMeHT», « CTpaTernuecKnii MapKeTHUHI», «MapKeTUHTOBBIE
HCCIIENOBAaHUS, « MAapKETHUHT OTPaCiIen U CEKTOPOBY.

Bueapenue pe3yabTaToB nccje10BaHusA. Ha 0CHOBE NOJy4EHHBIX HAyYHBIX
pe3ysIbTaToB MO AP(HEKTUBHOMY YNPABICHUIO MPEANPUITHSIMU C UCIOJIb30BAHUEM
COBPEMEHHBIX MAPKETUHIOBBIX CTPATETUI:

B TEKCTWIBHBIX  NPEANPUATHSAX, BXOJIIMX B AccOoUHaluio
«O‘zto‘qimachiliksanoat», BHeIpeHO TpEMIOKEHHE 10 COBEPIICHCTBOBAHUIO
IIPUMEHEHUSI CTPATETMM MAapKETHUHIAa B3aUMOOTHOLICHWM, HaIpaBJIC€HHOW Ha
o0OecreyeHrue JIOIrOCPOYHOrO COTPYAHUYECTBA, MOCPEICTBOM OOECIeYeHUs
ONTUMAJBHOTO COOTHOMICHHUS Mexay siaemeHTamu gosepus (I = 0,22-0,35),
nosmeHOCcTH (S = 0,15-0,28) m yBemmuenus 1erHoctd (QO = 0,32-0,37).
CormacHo cnpaBke Ne03/25-3414  Accoumanmn  «O‘zto‘qimachiliksanoaty
ot 17 nexaOps 2024 rona, BHEApPEHHUE TaHHOW HAy4yHOU pa3padOTKH MO3BOJIUIIO
CHU3UTH ITPOU3BOJICTBEHHBIE U3/IEPKKU TEKCTUIIBHBIX Npeanpusatuii Ha 1,18 %;

PEeasIoKEHHNE TI0 COBEPILIEHCTBOBAHUIO OLEHKH () (PEKTUBHOCTH yIIpaBICHUS
B TEKCTWJIBHBIX MPEANPHUITUSIX Ha OCHOBE KOHTPOJISI peau3aluy CTPaTernyecKux
MapKETHUHTOBBIX TUIAHOB, MPUOBUIM M PACXOAOB, C UCHOJIB30BAHUEM KPUTEPHUEB:

BbiCOKass 3(h(EKTUBHOCTh (MaeanbHbIM mToKazatenb) — 0,75-1,0 («BbICOKHI»),
cpennuii ypoBeHb cTabuibHOCTH — 0,5-0,74 («yI0BIETBOPUTENBHBINY ), HUZKUHN
ypoBeHb, mpobiiemHoe coctossHue — 0,1-0,49 («HEyAOBIETBOPUTEIHHBIN ).

Bueapenune stoit meroauku (cripaBka Ne03/25-3414 ot 17.12.2024 r.) no3BOIUIO
CHU3UTh yIPAaBJIECHYECKUE PACXOAbl TEKCTWIBbHBIX npeanpustuii B 2024 roxy Ha
5,4 % 1o cpaBHenuto ¢ 2023 rogom;

Ha OCHOBE pE3yJbTATOB CPABHUTEIBHOM OLEHKUM METOJNOJOTHYECKUX U
IIPAKTUYECKUX ACHEKTOB JEATEIBbHOCTH OPraHU3ALMOHHBIX IOAPA3LCICHUN 110
MapKETUHTYy,  IPEMJIOKEHO  YCOBEpPUICHCTBOBAHWUE  YIIPABIEHUS  4epe3
(¢opMHpoBaHHE KOMOWHHUPOBAHHOM CHUCTEMBI IO TOBAPHBIM ACCOPTUMEHTHBIM
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rpynmnaM, pplHOYHBIM CETMEHTaM U TEPPUTOPUAIBbHBIM cermMeHTaM. CorjlacHO ToM
K€ CIIpaBKe, peanu3alus 3TOM HaydyHOU pa3pabOTKH oOecreuunsia pocT 00bEMOB
MPOJIaK TEKCTUIILHOW MPOAYKIUH B cpeaHeM Ha 5,6 % B 2024 roay 1o CpaBHEHHIO
¢ 2023 rogom;

NPOTHO3HBIE  MOKa3aTelId IO YBEJIMYEHUIO OOBEMOB  IPOM3BOJCTBA
npoaykunu 10 2030 roga, pa3pabOTaHHbIE HAa OCHOBE SKOHOMETPHUYECKOTO
MOJEIUPOBAHUS (PAKTOPOB, BIMSIIONINX HA BBIXOJ MPEANPHUATHN Ha HOBBIC PHIHKH,
ObUTM HKCIIOJIB30BaHbl TPU  pa3padOTKE pPErMOHAIBHBIX MPOrpaMM Pa3BUTHS
npeanpusaTuid, Bxoasnmx B Accormanuio «O‘zto‘qimachiliksanoaty (cmpaBka
Ne03/25-3414 ot 17 nekabps 2024 roma). D10 00eCHEeUUsio BO3MOXKHOCTH
JOJITOCPOYHOM  KOOpJIMHALIMM  KJIIOYEBBIX  TOKaszaTeled  JesTeNbHOCTU
TEKCTHJIBHBIX MIPEANPUATUNA. Anpobalius pe3yabTaToB UCCIen0BaHus. Pe3yabTaThl
JAHHOTO  HWCCIEAOBaHUS OOCYX IeHbl Ha 4-X MEXKIyHapoAHBIX U  4-X
peCIyOIMKaHCKUX HAyYHO-TIPAKTUYECKUX KOH(EPEHIIMSIX.

I[Iyoimkanuu no pesyjabTatam ucciaenoBanms. [lo teme aucceprauuu
BCEro0 OIMyOJMKOBAaHO 12 HaydHbIX pabOT, B TOM 4HCII€ 3 Hay4Hble CTaTbUu B
HAay4YHBIX >KYpHaJIaX, PEKOMEHIOBAaHHBIX BpICIIEN aTTeCTAlMOHHOM KOMHCCHEU
PecnyOnuku VY30ekuctan, 4 crtaTbu B 3apyO€KHBIX JKypHajlax, S5 TE3UCOB
JOKJIAJI0B.

Crpykrypa M o0bem auccepramum. CTpyKTypa IuccepTalid COCTOUT W3
BBEJCHUA, TpPEX [JaB, 3aKJIIOUCHMS, CIUCKA MCIOJIB30BAHHOW JIUTEpATyphl U
npuwioxeHuit. O6bEM quccepTauu coctapisieT 144 cTpaHUIIbL.

OCHOBHOE COAEP XAHME IMCCEPTALINHN

Bo BBeaeHuM O0OOCHOBaHbI aKTyaJbHOCTh W BOCTPEOOBAHHOCTb TEMBI
auccepTaiu, CcQopMylIMpoBaHbl LE€db M 3a0a4M, OOBEKT M  MpPeaMeT
UCCJIEIOBAHMSI, YCTAHOBJIEHA CBSI3b MCCIEIOBAaHUS C IUIAHAMHM HAay4YHBIX pador,
NpPUBEACHBl Hay4yHas HOBU3HA, HAYYHBIE PE3yJIbTAThl, HAY4YHAs] W MpaKTHUECKas
3HAYMMOCTb, PACKPBITO NMPUMEHEHHE pPE3yJIbTaTOB HCCIEAOBAHUS Ha MPAKTUKE,
NEepPEeUnCIiCHbl OMyOJMKOBaHHbIE pPa0OThl M JaHa HWHGOPMALMS O CTPYKType
JUCCEPTALIUH.

B 11(50):10)74 rJ1aBe JUCCEepTaLUU «HayuyHo-TeopeTuyeckue 7|
OPraHU3alMOHHbIC OCHOBbI J3((PEeKTUBHOIO yNpaBJeHHs MPeINPHUATHEM
MOCPEACTBOM  COBPEMEHHBIX MAPKETHMHIOBBIX  CTpPaTeruil  U3y4eHbI
COBPEMEHHBIE ~MApKETHHIOBbIE CTPAaTE€rMd, MX COACPKAHUE W  HAYYHO-
TEOPETHYECKUE OCHOBBI, VICCJIEIOBAHBI HAy4YHO-TEOPETUYECKUE U
OpraHM3allMOHHBIE acCHeKThl 3((EKTHUBHOIO  YyNpaBICHHUS MPEANPUATHSIMH,
OMKMCaHa HEOOXOAUMOCTb M 3HAYUMOCTh  HCIOJIb30BAaHUS  COBPEMEHHBIX
MapKETUHTOBBIX CTpATeruid 11t 3PPEKTUBHOTO YIIPaBICHUS MPEINPUSTUEM.

B ycnoBusix coBpeMeHHOH rio0anu3anuu Borpoc 3p(HEKTUBHOIO yIIPaBICHUS
OPEINPUITUEM IIOCPEICTBOM COBPEMEHHBIX MAPKETHUHIOBBIX CTPATErHMi CTal
OJJHUM M3 aKTyaJbHBIX BONPOCOB IMOBECTKU JHA. C 3TOW TOUKM 3peHus,
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IEPBOOYEPEHON 3a1adyeil SBIAETCS HCCIENOBAHUE COACPKAHMS U CYTH
COBPEMEHHBIX MAPKETUHIOBBIX CTPATETUH.

MapkeTuHroBasi CTpaTeruss — 3TO OOIIMM IJIaH M MOJXOJA OpraHu3aluHu,
pa3pab0OTaHHbIE C IE€JbI0 YBEIWYEHHUS [JOJIA PbIHKA, MPUBIICYEHUS IIEJIEBOU
ayJIUTOPUH, ONIEPEKEHUSI KOHKYPEHTOB U 00€CIIEYeHHSI TOITOCPOYHOTO yCrexa.

CoBpeMeHHass MAapKETHUHIOBasl CTPATErusi — 3TO JOJITOCPOYHBIN, TMOKUN U
JUHAMUYHBIA TJ1aH, pa3paOOTaHHBIA JUIsl 00eCreYeHUs] KOHKYPEHTOCIIOCOOHOCTH
OPEIIpPUITHS, YAOBIETBOPEHUSI NOTPEOHOCTEN KIMEHTOB U MPENJIOKEHUS WM
LIEHHOCTH 4epe3 TIIyOOKUI aHaJIU3 pbIHKA, BHEJPEHNE NHHOBAMMN U 3(PEKTUBHOE
UCIOJIb30BaHUE LIMPPOBBIX TEXHOJIOTUH.

M3MEeHUYNBOCTh PHIHKOB M BBICOKAs KOHKYPEHLIUS, a TaKXKe PacTYLIUN CIpOC
norpedureneil nenarT 3¢(EKTUBHOE YINpaBICHHE HA OCHOBE CTPATETHYECKHX
nene HeoOXOAMMOCTBIO JUIsi MHOTUX npeanpustuil. B HacTosmee Bpems B
SKOHOMHUYECKON  JUTEpAType  COBPEMEHHBbIE  MApKETUHIOBBIE  CTpaTEeruu
TPAKTYIOTCS MO-pPa3HOMY H3-3a TaKUX (PAKTOPOB, KaK W3MEHUYMBOCTH PBIHKOB,
YCUJIIEHHE KOHKYPEHIIMH, COBEPILICHCTBOBAHME HWHHOBAIIMOHHBIX TEXHOJIOTMH U
pOCT MOTpeOUTENBCKUX TpeOoBanuii (puc.l).

ot Ha
KOMMPOMMCC C
MHHOBauun KAUeHTaM#M
NnpoAyKTOB
AHAJIH3 Passutue 6peHpga
PBIHKA
CtpaTterua BHeapeHue
KOHKYpPeHLMH TeXHONOrn4ecKmux
MHHOBaLMA

Puc 1. CoBpeMeHHbIe MAPKETHHIOBbIE CTPATEr MU

DOKOHOMHUCTHI pa3padoTaiyu HAy4YHbIE METOJbI YIPABICHUS MPEANPUITHIMU
Ha OCHOBE PA3JIMYHBIX TEOPUU U METONOJIOTUU. B 3TOM OTHOIIEHNH UCCIIEI0BAHUSA
U Teoperuyeckue padbotel ['eHpu MuniGepra B 005aCTH  CTPATETHYECKOTO
YIIpaBJICHUs] CIIOCOOCTBYIOT MOHUMAHMIO PA3JIMYHBIX METOJIOB YIIPABJICHUSI U HX
s dextuBHocTU. CornacHo uccneaoBaHussM MuHuOepra no «GopMHUpOBaHUIO U
peaNu3aMu  CTPATEruiin?’, MpoLecc CTPATErMYecKOro yIpapleHHs TpeOyeT He
TOJBKO Pa3paOOTKH YETKUX M JOJITOCPOYHBIX IJIAHOB, HO U CIIOCOOHOCTH OBICTPO
pearupoBaTh Ha W3MEHSIOIIMECS YCJIOBHS W mpoOiembl. [loaTomy mpeanpustus
JIOJDKHBI YUUTHIBATh B3aMMOCBSI3aHHBIE MAKPO- U MUKPOIKOHOMHYECKHUE (PaKTOPHI
MIPU TTOCTAHOBKE JOJTOCPOYHBIX U KPATKOCPOUHBIX CTPATETMUYECKUX IIETIeH.

Kpome Ttoro, Ilurep Jlpykep, OIMH W3 BUIHBIX MOPEACTABUTEICH HAyKH
MEHEIP)KMEHTA, OMpEAEseT YIPaBICHHE KaK «COrIaCOBaHUE CPOKOB, PECYPCOB U
uenein»®®. Ilo wmuenuro Jlpykepa, 5(Q(EKTUBHOE yIpaBIEHHE 3aBHCHT OT
BHYTPEHHEUN CUCTEMBI TPEANPUATHUS, IPABUIIBHOW HHTETPALIMU TPOU3BOJCTBEHHBIX

28 [ToAroTOBIEHO ABTOPOM Ha OCHOBE HCCIIEI0BAHUH.

2 Henry Mintzberg. “Strategy Safari: A Guided Tour Through The Wilds of Strategic Management”. Free Press.
New York. 1998. P. 154-160.

30 peter Drucker. “The Practice of Management”. Harper & Row. New York. 1954. P. 67-72.
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U MapKETHHTOBBIX MPOIECCOB, a Takke OT 3P(PEKTUBHOTO B3aMMOJCHCTBUS C
coTpynHukamu. B cBoell kHure «MEeHEIXKMEHT U COLUUAIbHA OTBETCTBEHHOCTH)
OH TTOJYEPKUBACT BAXKHYIO POJIb YEIIOBEUECKUX PECYPCOB U KOMaHIHON pabOTHI B
YIIPaBJICHUH.

OnpegeneHue HanpaBAEHWH K
uenei busHeca npegNpUATUS

[poeKkTMpoBaHue ero -
AHanus BHelWlHeKn

OopraHM3aLUOHHOM cpe/! npeanpUATHA
CTPYKTYpPbI
OcobeHHocTH
cTpaTerMm
AHanms noptdena ynpasnexus OnpegeneHuve NoMUTUKK
AuBepcUPULUMPOBAHHOTO npegnpuaTMeM ;pe,qnpnﬂmﬂ B HEKOTOPbIX
cepax geaTeNLHOCTH U HOpM
TPeAnpyATI ero noseaeHUs
Bei6op u paspabotka AHanus BHyTpeHHe#n

CTpaTerMM Ha cpegHH1x

YPOBHSIX NpeanpHaTHa MK cuTYaLmm Ha
XO3AMCTBa npeanpuaTumM

Puc 2. Oco0eHHOCTH CTPATErnH yNPABJICHUS MPEANPHITHEM

CornachHo HaIlllUM UCCIIEIOBAHUSIM, Hay4YHO-TEOPETHUYECKHUE u
OpraHU3allMOHHbIE acHeKThl A(PGEKTUBHOrO yNpaBiICHUS NPEANPUITHUIMH, KaK
OTMEYaJIOCh BBIIIE, BKJIIOYAIOT BCECTOPOHHUE TEOPETHUECKHE W TMPAKTHUYECKHUE
OCHOBbI MApKETHUHITOBBIX cTpaTeruii. B skoHOomMuYeckoil mutepatype ocoboe
BHUMaHHE YyJeiseTcss pa3paboTke cHucTeM, oOecnedyrBaromux 3PGEeKTUBHYIO
OpraHU3allMI0 YyOpaBJCHUS MPEINPUITHEM W MapKeTUHroM. B pe3ynbraTe
COBPEMEHHbBIC MAPKETHUHTOBBIE CTPATETUU TMO3BOJIAIOT MOBBICUTH 3P ()EKTUBHOCTH
JEATEeIIbHOCTH MPENPUITHS.

Bo BTOpo¥ rnaBe moja Ha3BaHUEM «AHAAU3 I(PPEKTUBHOIO yNpaBJeHHS
NpeanpusitTueM  4Yepe3  COBPEMEHHbIe  MAPKETHHIOBbIE  CTpPaTervum»
OMMUCBHIBAIOTCS  MOJAXOAbl K OLEHKE TEHACHUUW pa3BUTHS  TEKCTUIIBLHOMN
MIPOMBINIUICHHOCTH Y30ekucTtana. [lpuBeneH aHamm3 COCTOSHUS W TMPoOJeM
CTPATErM4ecKOro ymnpaBJi€HUs HAa TEKCTWIbHBIX NPEANpUITHSX. Takke B JaHHOU
TJIaBE UCCIICIOBAH 3apyOeKHBIN OMBIT A(P(HEKTUBHOTO YIPABICHUS PEAPUITHEM
C UCIIOJIb30BaHUEM COBPEMEHHBIX MAPKETUHTOBBIX CTPATETHUH.

3a roapl HE3aBHUCHUMOCTH TEKCTHJIbHAS MPOMBIIUIEHHOCTh CTaja OJHOW H3
BEIYLIUX OTpaciiell IKOHOMUKHU Y30ekucTtaHa. B wactHocTtu, ecau B 2010 roay B
JAHHOW OTpacyii ObUIO MPOU3BEACHO MPOAYKIMH Ha cymmy 4 845,5 muumapna
cyMoB, TO B 2023 rogy 3toT mokazarenb poctur 71 509,8 mwumapaa cymos. B
2023 roay monst oTpacid B BasioBoM BHYTpeHHeM mpoaykrte (BBII) cocrasuia
4,4%, B oOmem oObeme mNpombilUIeHHOW mnpoaykuuun — 14,3% (Bmecte ¢
IIPOM3BOJICTBOM OJICK/IbI), @ B CTPYKTYype 00pabaThIBatoIIell MPOMBIIITIEHHOCTH —
17,0% (BMecTe ¢ mpOU3BOICTBOM OJICK/IbI) TIPEACTABICHBI B TAO. 1.

31 Pazpa6oTaHo aBTOPOM.
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Taoauna 1
IIpon3BOACTBO TEKCTHILHON npoaykuuu B Pecnyoinke Y3oexkucran’?

IToka3zaTenun 2010r. | 2015r. | 2020 r. 2021 r. 2022 r. 2023 r.

O0beM NPOMBINLICHHOM

38 119,0 |97 598,2 |368 740,2 |456 056,1 |553 265,0 [658 991,7
NPOAYKIUH, MJIPJA CYM

IIpousBoacTso
TeKCTHJIbHON mpoaykuum, |4 8455 (132417 (36 713,9 |52 372,3 |62850,7 |71509,8
MJIPJA CYM

IIpousBoacTBo  oxexabl,

575,8 15853 [10402,4 (13592,8 |17264,8 |23087,8
MJIPJ CYyM

Jlerkass NPOMBINUIEHHOCTb SBIIETCS OJHOM M3 OTPACIEed, COXPaHUBIINX
CPEAHHUE TEMIIBI POCTA IO CPABHEHUIO C APYTMMH ceKTopamu B nepuon ¢ 2010 mo
2023 romsl. B 3TOT mepuoa CpeaHErolOBOM TEMIT POCTa MPOMBIIIIIEHHOTO
MIPOMU3BOJICTBA COCTaBUA 5,7%, IIpU 3TOM T€MH POCTa MPOU3BOJCTBA TEKCTUILHON
npoaykuuu poctur  9,6%, a mpousBoactBo oxexael — 11,8%. D10
CBHJIETEIIBCTBYET O BEAYILEH POJIM OTPACITU B SKOHOMHUKE.

[Ipou3BOACTBEHHBIE MOIIHOCTH MPEANPUATUN MO MepepadoTKe XJIOMKOBOIO
BOJIOKHA B pecnyOJMKe Takke 3HA4uTeNlbHO yBeaumuwiuchb. B 2010 romy sToT
nmokazarenb coctaBisul 270 ThIcAY4 TOHH, YTO COOTBETCTBOBAJO JnIIb 27%.
B nepuog ¢ 2017 o 2019 roasl Gyarogapsi OCHAIIEHUI0 MECTHBIX TEKCTHIIBHBIX
NPEANPUATAN COBPEMEHHBIM TEXHOJOTHUYECKUM OOOpYIOBaHUEM M IIMPOKOMY
BHEAPECHUIO HU(PPOBBIX MPOIECCOB O0BEM MEpepadOTKH XJIOMKOBOTO BOJIOKHA
noctur 801,3 Teicssun TOHH, 4TO B 3,2 pa3a Oouibiie no cpaBHeHUto ¢ 2010 rogom, a
oOmumii ypoBeHn mnepepaboTku goctur 80%. B 2021 romy MoimHOCTH ObLIH
yBenudeHsl A0 1 003 Teicsun TOHH, 4TO mo3Boyujo obecneuntsb 100%-Hyr0
nepepadoTKy BRIPAIIUBAEMOI0 B CTPaHE XJIOMKOBOTO BOJIOKHA (puc. 4).

1200 o 100% 120%
1000 88% 3% 100% 00% 100%
800 80%
600 40% 63% 60%
400 I 40%
200 NN N o T Tas 20%
468,2 532 4. 80L3 852 1 _003_0_0_ 1 080 00 1:100,00
2017 r. 2018 r. 2019r. 2020 r. 2021 r. 2022 r. 2023 r.

I  XUI0TKOBO€ BOJIOKHO, ThIC. TH. s Y POBEHB 00pa00TKH, %0 A

Puc. 4. YpoBeHs nepepadoTku XJIONKOBOI0 BOJIOKHAa B Pecny0siuke
Vibexkucran

32 TloaroToBIICHO HA OCHOBE AaHHBIX HaI[MOHAIBHOTO KOMHTETA PecnyGmnmkn Y30eKHUCTaH IO CTATHCTHKE.
33 [ToaroToBneHO aBTOPOM Ha OCHOBE JAHHBIX Accoruamuy "Y3TeKCTHIBIPOM."
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C pa3BuTHEM MOJIHOM NEPEPaOOTKU XJIOMKOBOTO BOJIOKHA, CIAEAYIOIINE 3TAlbl
CTpaTeruii pa3BUTHs B TEKCTHJIBHOW MPOMBIIUICHHOCTH HANpPaBJICHBI HA CO3JaHUE
IIEJICBOM CBHIPhEBOM 0a3bl B OTpacivd. B CBsI3M ¢ 3THM pa3BUTHE TEKCTHIIHBHOMN
IPOMBIIUIEHHOCTH Ha OCHOBE CHHTETUYECKHX BOJOKOH HMEET CTPATernyeckoe
3HAYCHHWE MAJsl MPOMBINUICHHOCTH Y30eKuCTaHa. DTO CIIOCOOCTBYET HE TOJBKO
nuBepcu(UKAIIIY MPOIYKIIUH, HO U PACHIMPEHUI0 BO3MOXHOCTEH MPOU3BOICTBA
IPOAYKIIMH, COOTBETCTBYIOIIEH TPEOOBAHHUSIM MEKYHAPOTHOTO PHIHKA.

O¢ddexTuBHOCTD CTpaTernyecKon yIPaBJICHYECKON NesTeNbHOCTH
NPEANpUATANA  OLEHUBAETCS 4epe3 (PUHAHCOBBIE pE3YyJbTaThl, K KOTOPHIM
OTHOCATCS: MPUOBLIb, IUKBUTHOCTh, PEHTA0EIBHOCTD U CTPYKTYpa 3aTpart.

duHaHCOBBIC KO3 (P ULIHEHTHI (peHTabeNbHOCTb, JUKBUTHOCTD,
3G ()EKTUBHOCTh  JESATENBHOCTH)  CIyXaT  TOYHBIM W YHUBEPCAIbHBIM
WHCTPYMEHTOM ISl aHalnu3a 3PPEeKTUBHOCTU YIIPABICHUECKUX PEIICHUH.

DuHAHCOBBIE PE3YNbTAThl — KOHEUYHBIN MOKa3areiab 3P(HEKTUBHOCTH 1000
ctpateru. B konnenuum Balanced Scorecard (BSC) B ¢unancoBoMm 6s0ke
OLICHUBAIOTCS:

Poct n1oxo010B 1 ipubbLUIN

KoHnTposs 3atpat u OromxeTHas 3pPeKTuBHOCTD

Bo3Bpar Ha nHBecTUIINH

Balanced Scorecard (BSC) — 3T0 KOMITJICKCHAsI CHCTEMa JIJIsI BCECTOPOHHEH
(cOamaHCUpPOBaHHOW) OLIEHKU JEATEIbHOCTH OpPraHU3alMii M CTPAaTErH4ecKOro
ynpasienusi, paspadorannas Podeprom Kamnanom u J[3Bunom Hopronom B 1992
roay>*.

[IpensioxkeHHble TOKa3aTeld MO3BOJISIIOT — aHAJIM3UPOBATh, HACKOJBKO
npeanpuaTue ObuI0 3PPEKTUBHO YNPaBIAEMO B TEUEHHUE MEPUOJA NESITEIbHOCTH
— pealM30BaHbl JIM CTPATETUYECKUE IJIaHbI, 00ecIeueHa JIu MPUObLIb, HACKOJIBKO
KOHTPOJIMPOBAIUCH 3aTpathl. {151 KOMIIJIEKCHOW U CUCTEMHOM OLEHKU COCTOSIHUA
CTPATETMYECKOTO  yIpaBJi€HUS  MpEeIJIaraeTcs  HMCHOJb30BaTh  CIEAYIOIINE
KPUTEPHH:

Bricokas appextuBHOCTD (MacanbHBIN MTOKA3aTeNb) — «BBICOKHI

Cpennuii ypoBeHb, CTAOUIIBLHOCTh — « Y JIOBJICTBOPUTEIIbHBIN

Huskuit ypoBeHb, mpobaemMHoe cocTosiHue — «HeynoBIeTBOpUTETBHBIIN

Hcnonb3yst BblllIEyKa3aHHBIE METOJIOJOTUYECKUE TMOAXOIbl, BO3MOXEH
aHanu3 dS(PQPEKTUBHOCTU YNPABICHYCCKON IEATEIBHOCTH TPEX TEKCTHUIHHBIX
NPEANPUATANA Ha OCHOBE WX (DMHAHCOBBIX pe3yNbTaToB. [lisi aHammM3a BBHIOPAHBI
CJIEIYIOIIME IPEANIPUSATHA:

OO6mecTBO ¢ orpanmyeHHOM oTBeTCTBeHHOCThIO «DAVR DIZAYN

SANOAT» — u4actHOe TpeanpusaTue, AEHCTBYyIomee B cdepe TEKCTUIHLHOU |
TPUKOTAKHOW MPOMBIIUICHHOCTH, 3apeructpupoBanHoe 18 siuBapst 2017 rona.
[Ipeanpuste  pacmonoxeHo 1o  azapecy:  Hamanranckas — 00JacTs,

Surunamanranckuil paitos, ynuna Kamanak, nom 2. OCHOBHOM BUJ J€ATEIBHOCTH
—OKDJ[ 14130: mnpou3BOACTBO MpoYel  BEpXHEW OAEKIbl  (IUBEHHasA

3 Kaplan R. S., Norton D. P. Balanced Scorecard Success: The Kaplan-Norton Collection (4 Books). — Harvard
Business Review Press, 2015.
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IPOMBIIUIEHHOCTh). Opuanueckass ¢opma — o0OlIECTBO C OrpaHUYEHHOU
otBeTcTBEHHOCThIO (OOO0), konm OIID® 152, 4yto o03HA4YaeT OTACIbHYIO
ropuaudeckyto orBerctBeHHocTh. Kox COI'Y 08184 — wunen Accouumanuu
OPEINPUITHIA TEKCTUIFHOM M TPUKOTAXKHON MPOMBIIUICHHOCTH. Y CTaBHBIN (HOH]
npeanpuAtus coctapiser 210 MWUIMOHOB CyMOB, YTO CBHJIETEIBCTBYET O
HAJIMYUU OIpEeNeICHHBIX (DUHAHCOBBIX BO3MOXKHOCTEH KaK CyObEKTa Majoro
omsneca. OOO «DAVR DIZAYN SANOAT» — mHeOonblioe YacTHOE
NpEANpUsTHE B  TEKCTUJIBHOW  MPOMBIIUICHHOCTH, COCPEAOTOYEHHOE Ha
MIPOM3BOJICTBE BEPXHEN OACKbl. Ero IesTenbHOCTD OLIEHUBACTCS KaK CTaOMIIbHAs
C HOTEHLIMAJIOM Pa3BUTHSL.

OO6miectBO ¢ orpanndeHHOM OTBETCTBEHHOCThIO «SAODAT SANOAT
SERVIS» — uacTHOe mnpeampusTue, 3aHUMAONIEecs MPOU3BOJCTBOM B cdepe
TEKCTWIBHOM W TPUKOTAXHOMW MPOMBIIIJICHHOCTH, 3apeructpupoBanHoe 30
ceHtsiOpst 2014 roma. OcHoBHOM Bupa gearensHocTH — OKOJ[ 14130:
MPOM3BOJCTBO MPOYEH BEPXHEU OAEKIbI. ITOT BHUJ JCATEIBHOCTH SIBIISIETCA
BAKHBIM CETMEHTOM TEKCTHJIBHOW MPOMBIIUIEHHOCTH M BKJIFOYAET MPOU3BOJICTBO,
nepepaboTKy M Mpojaaxy ojexabl. OpranusanonHo-mpaBoBas ¢dopma — OO0,
koxa OIID 152.

Kon COI'Y 08184 — mnpeanpusitue-wieH AccolUanud TpeanpUsTUn
TEKCTWJIBHOW W TPUKOTAKHOW MPOMBIIUICHHOCTH. Y CTaBHBIA (DOHJ COCTaBIISET
180 MWIUIMOHOB CYMOB, YTO TOBOPUT O JOCTAaTOYHOM (DMHAHCOBOM Oasze s
OCYLIECTBJIEHUS AEATEIBHOCTH.

O6mectBo ¢ orpanndeHHON oTBeTcTBeHHOCTHI0O « HOLIS TEKSTIL GROUP»
—  4YacTHO€ TMpEeNpusATHe, CHEUUaJU3UpPYIOIIeecs Ha  IPOHU3BOJICTBE
XO03STUCTBEHHO-OBITOBOM W CAaHUTAPHO-TUTUEHUYECKON OYMa)KHOW MPOIyKIIUH,
3apeructpupoBanHoe 29 mas 2018 roma. OcHoBHOUM Bup aesrenbHocTH: OKDJI
17220 — mpou3BOJACTBO XO3SIMCTBEHHO-OBITOBOW M CaHUTAPHO-TUTHEHUYECKOM
OYMa)KHOW TPOIYKIUU. DTO CTPATETUYECKHU BAKHBIA CEIrMEHT B TEKCTUIHLHOU U
CaHUTApHOU oTpacisx (Hampumep: OymaxHbie caideTKh, HOCOBBIC IUIATKH,
TyasueTHast Oymara u Jip.).

OpranuzamnmonHo-npasoBas ¢opma: kog OIID 152 — OOO (obmiecTBO €
orpaHuueHHON OTBeTCTBeHHOCTHI0). Kom COI'Y 79994 — xo3siicTByOIINE
CyOBEKTBbl, HE UMEIOIIME TOCYIapCTBEHHOM oM, OO0JaJaroniye MpaBoM
HKOHOMHUYECKOTO YINpaBJIECHUA. YCTaBHbIA (GOHA MPEanpusTusi coctasisier 2,15
MJIpJI CYMOB. DTO OYE€Hb KpYIHasg CyMMma, KOTOpas CBUAETEIbCTBYET O OOJIbIIOM
MOTEHIIUAJIC IPENPUSATUS 111 BEACHUS MACcIITAOHON JIEATEIIbHOCTH.

JI714 TOTHOW ¥ CUCTEMHOM OLICHKM COCTOSIHUS CTPATETMYECKOIO YIPABJICHUS
NPEANPUATASIMU C YYETOM BCEX BBIIIEYKAa3aHHBIX IMOKA3aTeNIe MCHOJb3YIOTCS
(hMHAHCOBBIC PE3YJIHTATHI ICITEIHLHOCTH U3 MPUIOKEHUN 1-3.

AnHanm3 cocrosiHus crparermyeckoro ynpasieHus OOO «DAVR DIZAYN
SANOAT) Ha OCHOBE JJaHHBIX W3 NPHIIOXKeHUs 1 puBenéH B TadI. 2.
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Tab6auna 2
AHaim3 cocTtossHus crparerudyeckoro ynpasjienusas OO0 «DAVR DIZAYN

SANOAT»®®
MokazaTen Popmyaa 2021r. | 2022r. | 2023 1. | 2024 1.
pacuéra
Uucras Mmap:ka npudbLIN 270/010 x 100 0,00 0,00 11,50 1,60
BasioBasi map:xa nmpubbiiim (030 /010 % 100 57,00 0,00 14,39 4,05
Onepaunonnas mapia 100/ 010 x 100 0,00 000 | 1061 | 1,80
npuoObLIN
Mapika 1o 2407010 x 100 0,00 000 | 11,69 | 1,73
HAaJI0T000J10KeHU S
JloJ1s1 HaJIora HA NMPUOBLIB 250/240 x 100 0,00 0,00 1,67 7,52
JloJ1s1 pacxoa0B nmepuoaa 040 /010 x 100 13132,00 0,00 3,77 3,12
J10J1s1 0CHOBHBIX /I0X0/I0B 090/010 x 100 0,00 0,00 0,00 0,87
Jloa1s1 ce0ecTOUMOCTH 020/010 x 100 43,00 0,00 85,61 95,95
J10J151 pacxo/10B mepuoaa 040/010 x 100 13132,00 0,00 3,77 3,12
JLo1s1 AIMUHMCTPATHBHBIX |0 /010 % 100 | 12560,00 | 0,00 2,82 1,24
pacxoaoB
Jloa1s1 ONepaIHOHHbIX 070/ 010 x 100 572,00 0,00 000 | 1,02
pacxoaoB
Joas ¢puHaHcoBbIX pacxoaos (170 /010 x 100 0,00 0,00 1,83 1,54
Joas ¢punancoBbIx 10x0a0B |110/010 x 100 0,00 0,00 2,92 1,46
baxauc puuancosoi 110 - 170 0,00 0,00 |10028,97|-4051,00
NeATEJbHOCTH
J10J151 BQJIIOTHBIX PUCKOB 200/010 x 100 0,00 0,00 1,83 1,54

N3 pe3ynbTaToB aHAIM3a COCTOSIHUSI cTparermueckoro ympasiaeHus OO0O
«DAVR DIZAYN SANOAT» MOXHO chaenats cieayroomue BbiBoAbL. [lo
nokaszaresnto 3¢p(PEeKTUBHOCTH (DUHAHCOBOTO YINPABJICHUS YUCTas Map:ka MpUObLIN
orcyrctBoBana B 2021 wu 2022 romax, B 2023 romy cocraBwia
ynosnerBoputenbubie 11,5%, a B 2024 romy cHusumace 1o 1,60%, uyto
CBUJIETEIHCTBYET O 3HAUYMTEIHLHOM CHWXeHUU. BamoBas mapka npubbum B 2023
roxy coctaBuia 14,39%, B 2024 — 4,05%. DT1o yka3piBaeT JU0OO Ha BBICOKHE
MIPOU3BOJICTBEHHBIC 3aTpaThl, JUOO HA HU3KYIO ICHY peai3alliil PO TyKIIUH.
Omneparronnast mapska npuosua B 2023 roxy cocrasmia 10,61%, a B 2024 romxy
causmiack 10 1,80%. Mapska no Hamoroo6moxxenust B 2023 rogy Obljia Ha ypOBHE
11,69%, B 2024 — 1,73%. HecmoTtpst Ha y4ET HAIOTOB M (DMHAHCOBBIX PACXOJIOB,
HaOJII0/1aeTCsl pe3Koe CHIKEHUe mokaszateneit. [{onst Hamora Ha nmpuoslis B 2024
rojy coctaBuia 7,52%, 4To TOBOPUT 00 YMEPEHHOM HAJIOTOBOM HarpyskKe.

Hounst dpuHancoBbIX pacxooB B 2023 roay Obuta 1,83%, B 2024 — 1,54%, uto
SIBJISIETCS IPUEMJIEMBIM YPOBHEM.

[Ipennpusitue ynenseT BHUMAaHUE ONTUMHU3AIMU BHYTPEHHHUX IPOIECCOB,
OJIHAKO CTPATErMYE€CKHE MEPhI IO CHUKEHUIO CEOECTOMMOCTH HEJIOCTATOYHBI.
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B xommanum Benach paboTa MO MHBECTULMSAM U (PUHAHCOBBIM J10XOJaM,
onHako B 2024 roay u3-3a OMMOOYHBIX PEHICHHUN MPEANPHUSITHE TOHECIO YOBITKH.

Ha ocHoBe aHanm3a 3aTpaT Ha MPOU3BOACTBO PEKOMEHIyETCs pa3paboTaTh
CTpaTerni0 CHIKEHUS ce0eCTOMMOCTH, BKJIOYas aBTOMATH3AIMI0 M IMEPECMOTP
CBIpBEBOI 0asbl. [ oGecnieuenus: Mapku MpUObLIN U (PUHAHCOBOW CTAOMILHOCTH
HEOOXOAMMO  IEPECMOTPETh  CTPYKTYpy  3arpar. AHamu3  (UHAHCOBOU
JESTEIbHOCT M KOPPEKTUPOBKA WHBECTUIIMOHHOM CTpaTernu HEOOXOAUMBI IS
IpeIOTBpAICHNs] TOBTOPEHUs YOBITKOB B 2024 roay, MHau€ 3TO MOKET IPUBECTH
K pEOpraHu3aluy KOMIIAHUM Ha OCHOBAHHMM PE3YJITATOB JIEATEIBHOCTH 3a 3 roja.
JuBepcudukanysi J0X0J0B Yepe3 HOBBIE YCIYTH WM JAOMOJHUTEIBHBIE PO TyKThI
TaK)Ke HeoOXoauma.

PesynpraThl aHanmu3a COCTOSHMS CTparermdyeckoro ympasieHus OOO
«SAODAT SANOAT SERVIS» Ha ocCHOBE [AaHHBIX, MPUBCAEHHBIX B
MPWIOKEHUU- 2, TIPEACTABIICHBI B Ta0I. 3.

Tabauua 3
AHau3 cocTossHHMA cTpaTerndyeckoro ynpasjeHusa OO0 "SAODAT
SANOAT SERVIS'3®

Iloka3aTenn d)opM“y.na 2021 roxa 2022 2023 rox 2024

pacuéra roj roja

Uuctas Mapxa npuodbLIU 270/010 x 100 |57,47%  |48,51% |17,99% [6,50%
BaJsioBasi Mmap:ka npuobLIH 030/010 x 100 [63,13% |52,70% |22,80% |11,35%

Onepanuonnas map:ka npudstau 100/ 010 x 100 [56,57%  |48,48% |17,56% |6,82%

Map:xa 10 HaJI0r000/10KEHH S 240/010 x 100 |59,56%  |48,60% |18,13% [6,61%

oast HaJiora HA NPUOBLIL 250/240 x 100 {3,52% 0,18% |0,80% 1,71%
Jloast Tekymmx 3aTpat 040/010 x 100 |6,56% 4.21% |5,25% 5,28%
/10151 0CHOBHBIX /10X0/10B 090/010 x 100 |0,00% 0,00% |0,00% 0,75%
ons cedDecTouMoCTH 020/010 x 100 |36,87% |47,30% |77,20% |88,65%

Joas ynpasienyeckux pacxoao |060/010 x 100 |4,38% 4,21% |2,82% 1,46%

Jl0J151 OnIepaniOHHBIX PACX010B 070/010 x 100 |2,18% 0,00% |0,00% 2,43%

o151 GUHAHCOBBIX PacXo10B 170/010 x 100 {12,27% |1,48% |0,84% 0,88%

o151 GUHAHCOBBIX 10X0/10B 110/010 x 100 {15,26% |1,59% |1,42% 0,67%
baxanc punancosoi | 5 44, 30343 6907  |153682,71|-117461
eATeJIbHOCTH

/L0151 BATTIOTHBIX PHCKOB 200/010 x 100 [12,27% 1,48% |0,84% 0,88%

ITo pe3ynbraTam aHalin3a COCTOSHMSI cTparernyeckoro ympasienuss OO0
"SAODAT SANOAT SERVIS" 3a 2021-2024 roasl yCTaHOBIEHO CIEIYIOIIEE.
OddexkTuBHOCTh ynpaBieHUs] (PUHAHCOBOU IEATEIHLHOCTHIO TIO YUCTOM MapiKe
npuosn B 2021 romy coctaBuna 57,47%, 4TO CBHUIETEIBCTBYET O BBICOKOM
s dextuBHOCTH. B 2022 romy maHHBIM moka3arenb cocTaBuil 48,51%, npoaoxkas
oOecreunBaTh BBICOKHI ypoBeHb 3¢ dextuBHocTH. OgHako B 2023 rogy mapika
cHusmnack 10 17,99%, uro ykasbiBaet Ha ocnadieHue ctabmibHOoCTH. B 2024 rony
yucTtas NpuObUIbL pe3Ko cokpatuiack a0 6,50%. BamoBas Mmapxka npuObuin
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coctasisiia 63,13% B 2021 rony, 52,70% B 2022 rony, 22,80% B 2023 rogy u 1
1,35% B 2024 romy, 4TO CBHUJIETEILCTBYET O POCTE IMPOW3BOJICTBEHHBIX 3aTparT.
OnepanrionHast mapa nmpuos B 2021-2022 rogax Haxoaumack Ha ypoBHE 48—
56%, neMoHcTpupys xopoluue pe3ynbTaThl, HO B 2023—2024 romax cHU3WIACH C
17,56% 1o 6,82%, 4YTO CBHAECTENLCTBYET O 3HAYUTEIBHOM MaJCHUU
s dexTuBHOCTH. Mapika 10 HAIOroo0I0keHus cocTaBisuia 59,56% B 2021 roxy u
cHuzmnack 10 6,61% B 2024 rogy, 4TO TOBOPUT O 3HAYUTEILHOM BIUSHUU HAJIOIOB
U (pUHAHCOBBIX pacxoioB. Jlons Hamora Ha mpuObLIL ObLIa 3,52% B 2021 roay u
ocTaBajlaCh Ha HU3KOM YPOBHE B mocieayroriue roasl (B 2022 — 0,18%). B 2021
2022 ropax uHaHCOBas ACSATENBHOCTh OblIa TOCTATOYHO 3(P(HEKTUBHOM, OJTHAKO B
2023-2024 romax cCTpaTeruyecKuil ypoBEHb MPUOBUIM PE3KO CHHU3UJICS, YTO
CBUJIETEIBCTBYET O HEAP(HEKTUBHOCTH CTPATETMUYECKOTO YIPABICHUS.

B 2021-2023 romax akTUBHOCTh B (DMHAHCOBOM JEATEIHLHOCTH ObLIa
BBICOKOH, a B 2024 rony - HEAOCTATOYHO KOHTPOJIUPYEMOW. ITO O3HAYAET, YTO Y
MIPEANPHUATHS €CTh CTPATETHIECKUE TTPOOJIEMBI, CBSI3aHHBIE C MHBECTUIIMOHHBIMU U
BaJTIOTHBIMU PUCKAMH.

Taoauua 4
Oo0mas oueHka crparernyeckoro ynpasjiaenus OO0
«SAODAT SANOAT SERVIS»¥
HanpasBiienue 2022 2023 2024 IIpumeyanue

®dunaHcoBas

Bricokas bamanc mpuOBLTH
ylpaBJ/ieHYeCKast CHIKeHHe Pes3koe manenue

3¢ (HEeKTUBHOCTH OTCYTCTBYET
NesiTeIbHOCTD

HcTounuk
PabdoTa ¢ kIneHTAMHA 0% 0% 0.75% JOTIOJIHUTEIILHOTO
JIOX0/a HU3KUIU
Yupasienue
p ITon Bricokast HeedextuBnoe

BHYTPEHHUMH CHIWKeHHe

KOHTpPOJIEM ce0eCTOUMOCTD |TTPOU3BOJICTBO
npoueccamu
YnpaBieHue pa3BUTHEM

P pa3B) Ecthb Honru u Ommoku

W MHHOBAIHOHH O C1aOuIBHOCTH

WHBECTHIIUN yOBITKH yIpaBICHUS
AesiTeJIbHOCThIO

Ucxoass w3 pe3ynbTaToOB  aHanM3a, Uil  COBEPUICHCTBOBAHUS
ctparernueckoro  ympaBiaeHus OOO  «SAODAT SANOAT  SERVIS»
PEKOMEHTyeTCsl ClIeyIOIIee:

[IpoBecTn aHanu3 MPOU3BOJCTBEHHBIX 3aTpaT M pa3paboTaTh KOHKPETHHIC
MEpbl 0 CHM)XEHHUIO CEOECTOMMOCTH, MPU 3TOM OCHOBHOE€ BHUMAHHE YJEIUTH
TEXHOJIOTUYECKOMY OOHOBJICHUIO.

JInsi  BOCCTAHOBJICGHUSI YPOBHS TMPUOBUIM  HEOOXOJAMMO  PacCUIUPHUTH
ACCOPTUMEHT MPOAYKIIMU Y KaHaJbl COBITA.

Buenpute cTporyro cucteMy (UHAHCOBOTO YMpaBICHHUSA, TaK Kak
OTpakaeTcsi oTpulaTenbHblil 6ananc 2024 roaa.
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Kommnanus JOJKHA 3¢ pexTuBHO peaan30BbIBATh CTpaTeruio,
OpPUEHTUPOBAHHYIO HA KJIMEHTOB, 3a CUYET JAOMOJHUTEIBHBIX YCIYT, IKCIIOPTa WIIU

MPOIYKUIUHU ¢ JOOABIEHHON CTOUMOCTBIO.
Anamu3 ctparernueckoro ynpasieHuss OOO «HOLIS TEKSTIL GROUP»
HA OCHOBE JIaHHBIX, MPECTABICHHBIX B IPUIIOKEHUU 3, IpuBeIEH B Ta0m. 5.

Tadoaunma 5

AHaJIM3 COCTOAHMS cTpaTernyeckoro ynpasjienus Q00
"HOLIS TEKSTIL GROUP'#

Hoxkasarean Pacuer 2021 1.(2022 1. 2023 1. 2024 1.
Yucrast Map:ka npuobLIN 270/010 x 100 1|5,37% [20,63%(2,00% |2,26%
BaJjsioBasi Mmap:ka npuobLIH 030/010x 100 18,39% |23,57%4,41% |1,99%
OnepanuoHHasi Map:ka NPUOLLIH 100/010 x 100 |5,83% (21,30%2,22% |2,57%
IpudbLIL 10 HAJIOT00010KEHUST 240/010 x 100 1|5,72% |21,09%2,35% |2,66%
oy Hajlora Ha MPpUOLLTHL 250/240 x 100 16,03% [2,20% |0,00% |15,00%
JloJ1s1 pacxo10B nmepuoaa 040/010 x 100 1|2,56% |2,30% |2,21% |1,72%
{0151 MPOYHX 10X0/10B 090/010 x 100 1|0,00% |0,03% |0,01% |2,30%
J0J1s1 ce0eCTOMMOCTH 020/010 x 100 |91,61%76,43% (95,59% [98,01%

Joast pacxoa0oB nepuoaa (MoBTOp) 040/010x 100 1|2,56% [2,30% (2,21% |1,72%
o151 ynpaBJjieH4eCKHX Pacxo/10B 060/010x 100 1|2,56% [0,13% [0,96% |0,42%

Jlos1s1 onepanuOHHBIX PacXo10B 070/010 x 100 1|0,00% |1,85% |0,81% |1,09%
[oast puHAHCOBBIX Pacxoa0B 170 /010 x 100 |4,27% |0,21% |2,63% [0,72%
Joast puHAHCOBBIX 10X0/10B 110/010 x 100 |4,15% |0,00% |2,76% |0,81%
Banaunc punancoBoii nesteapHoctu (110 — 170 -1453 |-23655 [14025,89 8387

{0151 BQJIOTHBIX PUCKOB 200/010 x 100 |4,27% [0,21% |2,63% [0,72%

[lo pe3ynbraram aHanu3a 3(OPEKTUBHOCTU (UHAHCOBOTIO YIPABJICHHUS,
yuctas wmapxka npubsim OOO "HOLIS TEKSTIL GROUP" B 2021 roay
coctaBuia 5,37%, B 2022 roay noBeicwiack 10 20,63%, 4TO CBUIETEIBCTBYET 00
yaydmeHuu puHancoBoro nosioxenus. Oanaxko B 2023—-2024 rogax HaOM0a€TCS
cIaJ, ¥ HECTAaOMIBHOCTh — IIOKA3aTeId COCTaBHJIM COOTBETCTBeHHO 2,00% u
2,26%. BanoBas mapska npuObuti B 2021 roxy Obia Ha ypoBHe 8,39%, B 2022
rony — 23,57%, a B 2023 u 2024 romax cuuzunach a0 4,41% u 1,99%. Oto
TOBOPUT O BBICOKOM MPOU3BOACTBEHHOU 3 dextuBHOCTH B 2022 TOQY U pE3KOM
CHWKEHUHU B Tocieayomue rofapl. OmnepanuoHHas Map)ka MPUOBLIN COCTaBHIIA
5,83% B 2021 romy, 21,30% B 2022 ronay, 2,22% B 2023 rony u 2,57% B 2024
roxy. Takum oOpa3om, HECMOTps Ha BBICOKYIO d(ddextuBHOCT, B 2022 TOmMy, B
MOCHEAYIONME TOAbl KOMIIAHMSI HE CMOIJIa COXPaHUTh JIOCTUTHYTYIO
peHTabenbHOCTh. Mapika mpuObBLTA 10 HAJIOrooOJOXKeHUs 1o rojgam: 5,72% —
21,09% — 2,35% — 2,66%. D10 oTpaxaer, 4TO (UHAHCOBBIA MNPUOPUTET
KOMITaHUU ObLT BhICOKMM B 2022 roay, HO B JajibHEHIIEM momien Ha cmaa. Jloss
Hajora Ha mpuObLIs B 2021 romy cocraBmsna 6,03%, ocraBajiach CTaOMIIBHOM,
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onHako B 2024 romy pesko yBennuwiach 10 15,00%, 4To ykas3bpIBaeT Ha pOCT
HAJIOTOBOW Harpy3kw. Takum oOpa3oMm, ¢uHaHCOBOE ympasieHue B 2022 romy
obut0  >QdexTuBHBIM, oaHako B 2023-2024 romax YpOBEHb MNPUOBUTH U
pPEeHTA0EIbHOCTH CHU3WJICS, a (PUHAHCOBAs YCTOMYMBOCTH ociabna. Kak u3BecTHo,
B COBPEMEHHBIX YCIOBUAX KaXdas CTpaHa CTPEMUTCS TIOBBICUTH CBOIO
KOHKYPEHTOCTIOCOOHOCTb, pa3padaThiBasi COOCTBEHHBIE MAPKETHHIOBBIE TIOIXO/IBI.
Nzydenne 3apyOexHOTO ombiTa U 3PGEKTUBHOE YIpPABIEHHE MAPKETHMHTOBBIMU
CTpaTEeTUsIMU SIBIISICTCS aKTyaJlbHOW 3ajadeil uisi y30€KCKUX MPEeAnpusTUid C
1EJIbI0 MOBBIIIEHUSI CBOEM KOHKYPEHTOCIIOCOOHOCTH Ha BHYTPEHHEM M BHEITHEM
PBIHKaX.

NzyueHue
CoBepLieHCcTBOBa -
— notpebHocTein
HMUe cTpaTervi
K/IMEeHTOB
Bbibop
cTpaTtermm

Puc 5. DTanbl NpUMeHEHHs MAPKETHHIOBBIX CTPATEruii®

Ucnonb3oBanue 3apy0OeXHOTO OINbITA U COBPEMEHHBIX MAapKETUHTOBBIX
MO/IXO/IOB B TOBBIIIEHUU KOHKYPEHTOCTIOCOOHOCTH MPEANPUITHI CIIYKHUT 3aJI0TOM
MX YCIICIIHOTO Pa3BUTHSL.

B Tperbent T1maBe guccepraumu 1of  HaszBanueMm «Hampasiienust
3¢ PeKTUBHOIO YyINpaBJIeHUs] MNpPeANpPUATHEM HAa OCHOBE COBPEMEHHBIX
MAPKETHHIOBBIX CTpPaTeruil» IMpeJICTaBICHbI MPEIIOKECHUS 110 YIPABICHUIO
MPEANPUITUAMUA C NPUMEHEHUEM COBPEMEHHBIX MAapKETUHIOBBIX CTPATETHi.
B kadectBe OAHOrO W3 PEMICHUH MPEIJIOKEHO MCIOJIb30BATh CTPATETHUIO
MapKeTHUHTa B3aUMOOTHOIICHUN TpH 3(PGEKTUBHOM YIIPABICHUHN MPEANPUITHEM.
Taxxe  paccuuTaHbl TPOTHO3HBIC  MMOKA3aTEIM  PA3BUTUSA  TEKCTHIIBHBIX
NpeanpusaTuii B Y30eKucTaHe.

TekcTusibHasE MTPOMBIIIJIEHHOCTh — OJHA U3 TUHAMUYHO Pa3BUBAIOIIUXCA U
KOHKYPEHTOCIIOCOOHBIX ~ OTpaciiedl 3KOHOMHMKHM, K C Y4E€TOM  €XKEroJHO
MEHSIOMIMXCA TEHACHIIMNH U TOTPEOUTENbCKUX TPEOOBAHHMI KpaiiHE Ba)KHO
pa3pabaTsiBaTh 3PPEKTUBHBIC MAPKETUHTOBBIC CTPATETHH.

JInss  yKpeIluieHusT CBOMX TO3MIMKA HA PBIHKE U BBIACICHUS CpEIu
KOHKYPEHTOB TEKCTUJIbHBIC MPEANPUATHS IIUPOKO HCHOJIB3YKOT CTPATEruu
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mapkerunra tuna Pull m Push. Dtu moaxomsl CHOCOOCTBYIOT HE TOJBKO
3aBOCBAHUIO HOBBIX PBIHKOB, HO M YJACPKAHUIO CYIIECTBYIOIMHNX KIHEHTOB,
MTOBBIIICHUIO X JIOSUTBHOCTH.

Pull-mapkeTunr OCHOBHAsl IeJlb OTOW CTpPaTerMyl COCTOWT B
dbopMHpOBaHUM CIpoca y TMOTpeOHWTENeld W TPHUBICYCHUH HX K TPOIYKIIUU
MIPEANPHUSATHS.

Push-mapkeTunr — mnpejnosiaraeT akKTHBHOE MPOJBIKEHUE IMPOTYKITUH,
CTUMYJIMPOBaHUE TIPOJIABIIOB U JWJIEPOB, a TAKXKE YCHUJICHHUE NEATCILHOCTH Yepes3
peKJIaMHbBIC KaMITaHUH.

[ToaTomMy, w3yunB mpuBEAEHHBIE 3apyOekHBIE TpUMEpHI, S(hdeKTHBHOE
ucrnonb3oBanue ctparermii Pull mw Push wuMeer BakHOe 3HaueHHe u IS
TEKCTHJIbHOW oTpaciu ¥Y30ekucrana (1ab:m.6).

Taoauna 6
CpaBHeHHe MapKeTHHIOBbIX crpaTteruii Pull u Push®

XapakTepucTHKA Pull-mapkerunr Push-mapkerunr

Heanb

dopmupoBaHUE CIIpoca CO CTOPOHBI
KJIMEHTOB, IOMYJIIpU3anus OpeHaa

beicTpblli  BBIBOA NPOAYKTa Ha
PBIHOK, YBEJIIMYEHUE TTPOJIAXK

Tun crpareruu

PGKJIaMa, MApKCTHUHI' C YYaCTUCM
HH(bJ'II-OCHCCpOB, COLIMAaJIBHBIC CECTHU

AKIWH, CKUJIKH, ObICTpas Ipoaaka
yepes peKiamy

B3aumoneiicrBue ¢

HpI/IBHe‘{eHI/IC HOBBIX KJIIHMCHTOB,

[ToOyxnenue KJIUEHTOB K

KJIHEHTaMHU MOBBIIICHHE JIOSUTHbHOCTH K OpEHy |HEeMEIJICHHOM MOKYTIKe
Couumaneubie  cetu  (Instagram,| TeneBusnonHas peknama,
Pexaamubie kanauasol | TIKTok, YouTube), OHJIAWH-|IPEJITIOKEHUsI  CO  CKUJIKaMH,
pexilama OHJIAH-aKI[U 1
JoarocpouyHoe JlosutbHOCTB KJIIMEHTOB,| BpICTpBII  pocT  mpopax, HO
BO3/1eliCTBHE nomyJsipu3anus OpeHaa KpPaTKOCPOUHBIH 2 PexT

B nanHo# TaGnuile mpencTaBlieHbl OCHOBHBIC XapaKTEPUCTUKHU U Pa3IUUHS
ctpareruii Pull u Push mapkerunra. B Ttabnuiie ykazanbl ompeneseHust Kakaou
CTpaTeruu, UCIOJIb3yeMbIE BU/Ibl MAPKETUHTA U UX BIUSHUE.

HUcnonszoBanne CRM B TEKCTUIBHOW MNPOMBIIUICHHOCTA TOAAEPKUBAET
MapKETUHTOBYIO JEATENbHOCTh MPEANPUATUA U CIIOCOOCTBYET TMOBBIIICHHUIO
3 PEeKTUBHOCTH yIpaBJeHUsS HAa OCHOBE OPUEHTUPOBAHHBIX HA KJIMEHTOB OM3HEC-
MOJECIEH.

Onnako BHYTpEHHHME M BHeENIHUE (HaKTOphI, BIMSIONIME Ha BHEJIpPEHUE
CUCTEMBbI yIpaBJieHHUs B3auMMOOTHolleHusMH ¢ kiueHtramu (CRM — Customer
Relationship Management), wurparoT BaxHYI©0 poiab B (GOPMHUPOBAHUU
s pexTUBHOCTH OW3HECA W JIOSIBHOCTH KJIMEHTOB. DTH (DAKTOPHI OMPEACISIIOT

3 PEeKTHBHOCTD MIPUMEHEHHUS MapKETUHTOBOM CcTpaTeruu KOMIIaHUH,
B3aHMOJICHCTBHE C KJIMEHTaMU M Hcnojb3oBanue CRM-TexHosoruii.

Buytpennue ¢aktopel — 3T0 (PaKTOpbl, KOTOPHIMH KOMIIAHUS MOXKET
VOpaBIsITh W BAUAT, Ha HUX. OHH BKIIOYAIOT B ce0S  pasIudHbIe

OpraHM3aIoOHHbIC, (PUHAHCOBBIE W TEXHOJOTUYECKUE AaCIEKThI, BIUSIONINE Ha
s pextuBHOCTE CRM-CTpareruii.

40 CocTraBneHo aBTOPOM.
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MapkeTUHI B3aMMOOTHOIIICHUI HANpaBlieH Ha pa3BUTHE W TOJAJEp KAHHE
JOJITOCPOYHOTO COTPYJIHUYECTBA C KIMCGHTaMH. B TpaaullMOHHOM TOJXOJE
CTpaTeTud  B3aMMOOTHOIIEHWH €  KIMGHTaMH  OPUCHTHUPOBAHBI  Ha
COBEPIIICHCTBOBAHUE  IPOIIECCOB  B3aWMOJICUCTBHSI, OJHAKO  HEOOXOJIMMO
pa3paboTath METOAMYECKHE PEKOMEHAANMHM [JIi PAa3BUTHA JOJITOCPOYHOTO
apTHEPCTBA.

CRM-cTparerusi — 3TO METO/ABI, HHCTPYMEHTHI M TPOIECCHI YIyUIICHHUS
B3aUMOJIEUCTBUS ¢ KiIHeHTaMu. OHa BKIIIOYAET B ceOsl IepEeMEHHbIE, CBA3aHHBIE C
YIPaBJICHUEM JIaHHBIMU O KJIMEHTaX.

Hosepue (Trust) — ypoBeHb J0BepHs KIUEHTOB M OU3HEC-MIAPTHEPOB K
KOMITaHUH, €€ HAZEKHOCTh U ITPO3PAYHOCTb.

Ilennocth mas kimenta (Customer Value) — noOaBicHHas CTOMMOCTD,
npeajiaraeMbie MEPCOHAIM3UPOBAHHBIE YCIYTH, COOTBETCTBHE TOBAPOB U YCIYT
NOTPEOHOCTSIM KIIMEHTA.

JlosmeHocth kimeHta (Customer Loyalty) — BeposATHOCTH TOBTOPHBIX
MOKYTIOK, IPUBEPKEHHOCTH OPEH/TY ¥ TOTOBHOCTh PEKOMEHIOBATh €TO APYTUM.
[Taptaépckue  otHomenuss  (Partnership  Relations) —  ypoBenb

B3aMMOJICHCTBHSI C OW3HEC-MapTHEpaMW W BIWSHUE OTHUX CBsI3eH Ha
s pexTuBHOCTH OM3HECA.

Ha ocHOoBe cGhOpMyJIMpPOBaHHBIX IEPEMEHHBIX  Oblla  MOCTpPOEHA
KOHIIEITYaIbHAsI MOJICITh, PECTABIICHHAS Ha puC. 7.

Y 10BIETBOPEHHOCTE O dextrBHOCTE YIpaBneHn (Y)
KIaeHTOB (X1)

ViparneHHe JaHHEIMH

KIHeHTOB (X6) "
OHKypeHTOCIIOCOOHOCTE

Hosepmre (X2) (Y1)

CRM- O06néM phiHKa (Y2)

Hennocts xmmenTa (X3)

CTpaTerHH (X7)

JlosmsHocTs KiHenTa ( X5)

ITapTHEPCKHE OOBEM PHIHKA H

oTHOMmEHAT (X4)

texnonorageckoe (Y3)

Puc 7. KonuenryaJjibHasi MOgeJIb OLIEHKH BJIMSIHUS MCIIOJIb30BaHUS
CTPaTeruu MapKeTUHI A B3AaUMOOTHOILIEHU HA NMOBbIIEeHUE 3(PPEeKTUBHOCTH
YIPaBJIEHHS B TEKCTHILHBIX NPeANPUATHAX '

Ucnonb3oBanne CRM-cTpaTeruu crnocoOCTBYET yIyUIIEHUIO MOKa3areen
70X0/la, MPUOBLIN, TOJM Ha pbIHKE U 00mmed 3()PexkTUBHOCTH NPENTPUITHS.
O¢ddexTrBHOE ymnpaBieHUE NPEANPUATHEM 3aBHCUT OT TaKUX (HaKTOPOB, Kak
CRM-cTparerusi, IeCHHOCTh KJIMEHTA, JOBEPHUE U JOSUIBHOCTh KIMEHTOB. B coctas
CRM-cTparerun BXOZST METObl YJYYIIEHHUS B3aUMOACHCTBUSI C KIMEHTaMH,
UHCTpYyMeHTHI U nporiecchl CRM, a Taxke ynpaBiieHHue KIMEHTCKUMU JaHHbIMU. B
pe3ynbTare yJI0BIETBOPEHHOCTh KIIMEHTOB UTPAET MOCPEAHUUECKYIO POJIb.

KoHKypeHTOCTIOCOOHOCTh, pPBIHOYHAS TIOJIA TPEANpPUATAS U yPOBEHB
TEXHOJOTHA paccMaTpUBAIOTCA KaK MOJIEPATOPHBIE (PaKTOPHI, BIUSIONINE Ha
s dextuBHocth CRM-cTpareruu.

4l CocTaByieHO aBTOPOM.
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JIns  OLIEHKM  BIMSHHS  UCIOJb30BaHUS  CTPAaTeTMd  MapKETHUHIa
B3aMMOOTHOIICHUI Ha MOBBIIICHHE (P(PEKTUBHOCTH YMPABICHHUS B TEKCTUIHHBIX
npennpusaTusx Obiia copMHupoBaHa aHKeTa, mpenacraBieHHas B [Ipunoxennn 1.
JlanHoe aHKeTHpoBaHWE OBUTO mpoBeneHO Oojiee yeM B 250 TEKCTHIBHBIX
OpennpusITusX. Pe3yiabTaTbl aHKETUPOBAaHUS OLEHUBAINCH MO MATHOAIILHON
mkane Jlaiikepra. Jns ananusa B3aMMOCBS3€il ObLT MCHOJB30BAaH MPOTPAMMHBIN
komruieke SMART PLS Bepcun 4.11.

Cxema mopenn PLS-SEM, ocHOBaHHas Ha pe3yJibTaTaXx AaHKETHUPOBAHMS,
MpeACTaBIICHa Ha puc. 8.
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Puc 8. Cxema mogesn PLS-SEM Biusiauss CRM-cTparernii Ha
3¢ GeKTHBHOCTH YIPABJIEHHS TEKCTHILHBIX NPeINPHATHII*

PLS-SEM wMogenu pe3ynbTarthl MOKa3bIBalOT KOADOUIIMEHTH ITyTeH,
OTPpAXKAIOIIME BIUSHHE TAaKUX INepeMeHHbX, kak CRM-cTparterusi, nosepue,
I[EHHOCTh  KJIMEHTAa U  JIOSJIBHOCTh, Ha A(P(EeKTUBHOCTh  YINPABICHUS.
Koadpdpummentet myteit (Path Coefficients) B monmenu PLS-SEM  Beipaxkatot
CTENEHb CBS3M MEXKIY JIATCHTHBIMU TIEPEMEHHBIMH. T KOI(DPUIIUEHTHI
npuHUMaroT 3HadeHus oT 0 10 1 ¥ moMOoraroT onpeaeTuTh CUTy BIUSHUSL.

B nuccepranvoHHoil ~ paboTe — MpoaHaNW3UPOBaHA  JCSATEIBLHOCTH
npeanpuatuii «Davr dizayn tekstily MYXK, «Saodat sanoat servisy MUK u «Xolis
tekstil group» MUK, neiictByromux B Hamanranckoi obsactu. [1o maHHBIM 3THX
MPEANPUATAN MOCTPOEHBI COOTBETCTBYIOIME MHOKECTBEHHBIE SKOHOMETPUUECKHE
MOJEIIN.

B kadecTBe 3aBHCHMOI MepeMEeHHON Oblia BhIOpaHa yncTas MPUOBLIH (ThIC.
cyMm) (Y). B kadectBe (pakTOpPOB BIMSIHUS B3SITHI: YHUCIO COTPYTHUKOB C BBICIIIUM
oOpazoBanuem, dei. (X1); cymma 3apaboTHOM ATk, THIC. CyM (X2); KOJIUYECTBO
paboTHukoB, 4en. (X3); o0beM MPOW3BEICHHON MPOMYKIHHU, ThIC. cyM (X4);
3aTpartsl, ThIC. CyM (X93).

Jns  BKJIIOYAEMBIX B  MHOXECTBEHHYIO OSKOHOMETPHUYECKYIO MOJIEIb
(akTOpOB paccUUTaHbl YaCTHbIEC U MapHble Kod(hduireHTs Koppensaiuu. [lo Bcem
MPEANPUATUSIM YCTAHOBIIEHO, YTO BBIOpaHHBIE (PAKTOPbl UMEIOT OT CpelHEH [0
BBICOKOM CHJIBHOM M IUIOTHOM CBSI3M C 3aBUCUMOM IIEPEMEHHOM, 4TO

¥3
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MOATBEPKIACTCS YACTHBIMU M MAaPHBIMU KOA(DPUIIMEHTaMU KOppessaiuu. AHanu3
HapHbIX K03 HUITUEHTOB KOppesiuuu noKasal OTCYTCTBHUE
MYJIbTUKOJUTMHEAPHOCTH MeEXAy (akTopaMu BIUSHUA. OTOT BBIBOJ TaKkKe
nonreepxkaaercs  kodpdunuentramu  VIF  (Variance Inflation  Factors),
paccuuTaHHBIMU ISl GaKTOpoB BiausHUSA. [Ipy HaMWYNKM MYJTBTHKOJITMHEAPHOCTU
Centered VIF > 10. B nHamewm cirydae miist Becex npeanpusitaid kodpurpentsr VIF
(baKTOpOB BIHMSHUS OKa3aaruch MeHbie 10.

[TapameTpsl MHOXECTBEHHBIX SKOHOMETPHUYECKUX MOJENeH JUisl Tpex

NPEANPUATHIA OIICHEHBI C IIOMOIIBIO METOJIa HAUMEHBIIINX KBaAPaToB (Tabdi. 7).
Ta6auua 7

BbIunc/ieHHbIE TAPaMeTPhl MHOTOMEPHOI IKOHOMETPHYeCKoi Moaen®

Mopaean “Davr | Moaean “Saodat |  Moaean “Xolis
Ilepemennas (Variable) dizayn tekstil” sanoat servis” tekstil group”
MYK MUK MYK
Koaddumment p-3Ha4YeHME (p-| Ko purment
(Coefficient) value) (Coefficient)
InX1 0.190508 0.0569** 0.263235
InX2 1.451489 0.0510** 0.028918
InX3 1.101227 0.0014*** 0.741629
InX4 0.405555 0.0000*** 0.150037
InX5 -1.008263 0.0540** -0.489105
C (xoHcTaHTAa) 2.008161 0.0983** 13.33058
R-kBagpat (R-squared) 0.937632 0.871322
E;;z%pae;xg;}f;gg?fsquaredI){ 0.918062 0.764090
F-craructuka (F-statistic) 73.16269 8.125607
fgﬁ:;‘;}fﬁgtiipféga Yoteona, oeg07 2567062

IIpumeuyanue:***—yposens 3Haunmoctu 0,05, ** — ypoBens 3Hauumoctu 0,1.

JIns Bcex mpeanpusiTiii pacCYUTaHHbIE MHOTOMEPHBIE SKOHOMETPHUUECKHUE
MOJIEIHN SIBJIIFOTCS CTAaTUCTHUYECKU 3HAYMMBIMU, TaK Kak 3HaueHue R-kBaapata mo
stuM MozensMm npesbimaeT 80%. Takke ObUIO yCTaHOBIICHO, UTO 3HaueHue F-
CTaTUCTUKU (KpuTepuid duiepa) mo BCEM MNPEANPUITHSIM OoJibllle TabIUYHOTO
3Ha4YEeHUS. DTO CBUACTEILCTBYET O TOM, UTO JaHHBIEC MOJICIIA aJICKBATHO OTPaKaroT
NeATEeIbHOCTh H3ydaeMbIX mpeanpustuii. Kpome Toro, mnpoBepka OCTaTKOB
pesynbpTHpyomiero (Gakropa (4UCTON MpUOBUIN) HA aBTOKOPPEISIITUIO C TIOMOIIBIO
kputepusi JlapOuHa-YoTcoHa TOKa3ajga OTCYTCTBHME aBTOKOPPEISALUU. ITO
OOBSCHAETCS TE€M, 4YTO BBIYHCICHHOE 3HaueHue Kputepus J[lapObuna-YorcoHa
OKa3aJI0OCh OOJIBIIIE TAOTHMIHOTO.

Ha ocHOBe nmaHHBIX HCCIENyeMBbIX NPEANPUATANA ObUT CHENaH MPOTHO3
OCHOBHOTO TTOKa3zaTelns (YMCTON MpuObLIN) Ha Oymymue roapl. CHavyama Juisi Tpex
NPEANPUATANA ObUIM MOCTPOEHBI TPEHIOBBIE MOJENH, CBS3bIBAIOIINE BIUSIOIINE
daktopel U BpemeHHOW (akTop. Ha ocHOBe »3THX Mojened paccuuTaHbI

43 PesynbTarhl aBTOpA.
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MIPOTHO3HBIE 3HaUY€HUs (PAaKTOPOB, KOTOPHIE 3aTEM IMOJCTABICHBI B MHOTOMEPHbBIE
HKOHOMETPHUYECKHE MOJIeNH, MpuBeaAEHHbIe B Ta0m. 11. B pe3ynpraTe paccunTansl
NPOTrHO3HbIE 3HaueHusa Bcex (axtopoB mist 2025-2030 romoB s Bcex Tpex
MPEAIPUATHN.

B paccmarpuBaembix MpeAnpusaTHsIX HAOMIOJaeTCsi W3MEHEHUE YHUCTOU

npulbuin B TporHosupyemsii mepuona. Hampumep, mms OOO «JlaBp nuzaiin
TekcTib» B 2030 rogy mo cpaBHeHHto ¢ 2024 romoM aOCOJIOTHOE 3HAUYECHHE
YUCTOMN MPUOBUTH MOXKET yBeIUuuThes Ha 2 887 834,2 Thic. cym. Ilpu coxpaneHnuun
TEKYIIUX TEHACHIMN YuCTasi NPUObLIb MPEAIPUITHS MOXKET YBEIUYUTHCS B 3,56
pasa.
s OO0 «Caonat canoat cepuc» B 2030 roay no cpaBHeHuto ¢ 2024 romom
a0COJIIOTHOE 3HAUYEHHUE YMCTON NpHUOBLIM MOXKET BhlpacTd Ha 8 121 2977 Thic.
cym. Ilpu coxpaHeHMHM TEKyIIUX TEHJCHIMN YucTas MPUObLIb MPEIIPUITHSL
MOXET yBEINYUThCA B 2,83 pasa.

s OO0 «Xomue tekctuns rpymm» B 2030 roxy no cpaBHeHuto ¢ 2024
roJIoM aOCOJIIOTHOE 3HAYCHHWE YHUCTOW MpHUOBUTM MOXKET Bo3pactu Ha 1 286 393,8
ThIC. cyM. IIpu coxpaHeHHH TEKYIIUX TEHACHIMI 4ucTasi TpUObUIb MPEIPUATUS
MOXeT yBenuuuthes B 1,47 paza (puc. 9).

B nporao3upyemMselii nepro 0KUAAETCS U3MEHEHHE YMCIEHHOCTH 3aHATHIX
¢ BbICHIMM oOpa3zoBaHMeM Ha Bcex mnpenanpusatusax. Tak, B OOO «/laBp nuzaiin
TEKCTUJIb» YUCIEHHOCTh yBennuutes ¢ 19 no 22 yenosek, B OO0 «Caogar canoar
cepBuc» — ¢ 62 no 69 uenosek, B OO0 «Xonuc TekcTuib rpynm» — ¢ 19 no 43
YeJIOBEK. JTO CBUJECTENILCTBYET O BHEAPEHUM O0Jiee COBPEMEHHBIX TEXHOJIOTUM
MIPOM3BO/ICTBA U YIPABJICHUS B IAHHBIX MPEAIPUATHSIX.
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® “Davr dizayn tekstil” MWK cod doiinacu, MuHT. cym M “Saodat sanoat servis” MWK cod doiinacu, MHHT ciM

B “Xolis tekstil group” MWK cod doiimacH, MHHT cyM

Puc 9. Ilporno3nbie 3Ha4eHus1 YucToid npuobLIn npeanpustuii 000 «/laBp
au3aiiH TekcTwiiby, 000 «Caoaar canoat cepBuc» 1 OO0 «Xo1HC TEKCTHIb
rpynm» Ha 2025-2030 roawl, Thic. cym.*
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B nporHo3zHom rmnepuoze B HCCIAEAYEMbIX MPEANPUATUIX HAOIIOJAI0TCS
U3MEHEHHUsT B JUHAMHUKE 4ucIeHHOCTH paboTHukoB. B OOO «/laBp nu3aiin
TEKCTUJIb» YNCICHHOCTh PAOOTHHKOB yBeIUuuBaeTcs ¢ 254 o 679 yenosek (poct
B 1,49 paza), B OOO «Caonar canoat cepBuc» — ¢ 296 no 350 denoBek (pocT B
1,18 paza), a B OO0 «Xomuc Texkctuiib rpynm» — ¢ 19 1o 43 yenosek (poct B 2,68
pasa).

B pesynbrare mnsg Tpex NpeanpUATHN TMOJyYEeHbI MPOTHO3HBIC 3HAUCHUS
MEPEMEHHBIX, BKIIOYEHHBIX B MHOIOMEPHBIE SKOHOMETPUUECKUE MOJEIN YUCTOU
npuosu (InY) (3-5) Ha mporHo3HbIA TiepuoA (Taba. 8) (JorapudMUpOBaHHBIC
3HAYEHUA NMPUBEJICHBI K HATYpaIbHOMY BHUY ITyTEM BO3BEJCHUS B CTEIICHB).

Taoauna 8.
IIporno3ubie 3HaueHus YucToil npudbLm Q00 «/[aBp AM3ailH TEKCTHIIBY,
000 «Caopar canoart cepBuc» 1 Q00 «Xosuc TeKCTHIb rpynm» Ha 2025—
2030 rogur®

Yucras npudbliib OO0 | Yucrasa npudsuis OO0 Yucras npudbis 000

Ton «/laBp nu3aiin «Caoznar caHoat cepBHC», | «XO0JHC TEKCTHIb IPYNIDY,

TeKCTHJIb», ThIC. CYM ThIC. CYM TBIC. CYM
2021 338810,4 2608826,0 2375939,0
2022 325370,0 3086301,1 2337041,0
2023 167201,6 3674055,1 2544778,3
2024 1131738,8 4430501,6 2736415,0
2025* 1652432,0 5314028,7 2917918,8
2026* 2154676,0 6373748,1 3111461,5
2027* 2645317,0 8030300,0 3317841,8
2028* 3256474,0 9732459,1 35379111
2029* 3652417,0 11868606,3 3772577,3
2030* 4019573,0 12551799,3 4022808,8

B paccmarpuBaeMOM HpPOTHO3HOM MEpUOJie HAOMIOAAETCS W3MEHEHHE YHUCTON
npuOBLT Uccheayembix npeanpusituii. Hampumep, y npennpustus OOO «Davr
dizayn tekstil» B 2030 roay uucras mpuObUIb MOXKET yBeIWUUTHCS Ha 2 887 834,2
ThICSIUM CyM 10 cpaBHeHUIO ¢ 2024 rogom. Ilpu coxpaHeHUM TEKYIIMX TEHICHIIHIA
yrcTasi NpUObUTb NPEANPUATHS MOKET Bo3pacTH B 3,56 pasa.

3AK/IIOYEHUE

Ha ocHOBe pe3ynbTaToB WCCIIEAOBAaHUS JUCCEPTAIIMA ObUIM  CICNIaHbI
CJICTYIOIINE BBIBOJIBI:

1. CoBpeMeHHbIE MAapKETUHIOBBIE CTPATETUH BKIIFOYAIOT HE TOJIBKO HM3YUYEHHE
CIpoca U TPENJIOKECHHS] Ha PBIHKE, HO W OOECTICUeHHE BBHICOKOW THOKOCTH JIJIst
JOCTHKEHUS CTpaTErMYECKUX Lenen npeanpusatis. C HaydHO-TEOPETUYECKON TOUKH
3peHHsi  pa3padoTaH  aBTOPCKMM  MOJAXOJ,  CBs3bIBalOUMM  3((HEKTUBHOCTH

4 PesynbTaThl aBTOpA
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MApKETHHIOBBIX CTPATETUH C OPraHU3ALMOHHOM CTPYKTYpOW MNPEIIPUSATUSA, €r0
pecypcaMu M CUCTEMOU yIpaBJICHHUS.

2. 1nst 3(h(heKTHBHOTO MapKETUHIOBOT'O YIIPABJICHUS OpraHU3aIllMOHHBIE OCHOBBI
UMEIOT Ba)XHOE 3HA4Y€HHWE. B 3TOM KOHTEKCTE NpU peau3alliid MapKETUHTOBBIX
CTpaTeTuil TMpPEIOKEHO BHEIPEHUE ONTUMAIBHOTO pAacClpeNeieHUusl PEeCcypCcoB,
COOTBETCTBYIOIIMX YIPABICHYECKUX CTPYKTYpP M WHHOBALMOHHBIX TEXHOJIOTUH C
HENBI0 00eCeYeHrsl BEICOKOTO YPOBHS YIPABICHHUS, OBICTPOro M3yuUeHHs pPhIHKA U
IrHOKOCTH Yepe3 MAPKETUHIOBYIO CTPATETUIO MIPEIIPUATHSL.

3. g  >ddexTuBHOrO  ympaBieHHs — NPEANPUATHEM  TOCPEICTBOM
MapKETUHTOBOM CTpaTer 00OCHOBAHO MPUMEHEHHE COBPEMEHHBIX MAapPKETUHTOBBIX
KOHIICTILINH, BHEJJPEHUE PA3BUBAIOIIMXCS U COBEPIICHCTBYIOIIMUXCSI HOBBIX MOJIENIEH
Ha MPaKTHKE, a TaKKe MHTErpalys Pa3InyHbIX MAPKETUHIOBBIX CTPATErui M MOUCK
WHHOBAIIMOHHBIX PEUICHUMN, BHIXOSIINX 32 PAMKH TPATUIIMOHHBIX MTOIXOIOB.

4. CoBpeMEeHHbIE MApPKETHUHIOBBIE CTpAaTEruu oOecrneunBaroT 3((HEKTUBHOE
yIOpaBJieHUE MpEeAnpusITHeM Onarojgaps CBOEW aJaNTHUBHOCTH K 3KOHOMHYECKHUM,
COLMAJIbHBIM U TEXHOJIOTHYECKUM YCIIOBUSIM.

5. HayuHo-Teopernueckue HCCIEIOBAaHUSI TOKa3aid, 4YTO MpU pa3padoOTKe
COBPEMEHHBIX MAapKETHHIOBBIX IOAXOIOB CO3JaHbl CIEHUAIBHBIE CTPATETHU C
YUETOM CErMEHTallM PbIHKA U MOTPEOHOCTEH KIMEHTOB. DJTO, B CBOIO OUYEpPEb,
MO3BOJISIET ~ MPEANPHUITUAM  3aHUMATh YHUKAJIbHBIE TIO3UIIMM B  YCIIOBHSIX
KOHKYPEHIIMM, a Takke OOecleuyrBaeT IMPaBUJIbHOE PACIpPEIEIICHUE PEeCcypcoB U
3(p(EKTUBHOE YIIPABIICHUE.

6. HccnemoBanusi MOATBEpAWIM, YTO OpraHM3alsl  MapKETHHTOBOM
JESITeIbHOCTH OMUPACTCA HA KIACCUYECKHE U COBPEMEHHBIE MOAXO/IbI, U HA OCHOBE
CPaBHUTEJILHOTO aHAIM3a KIACCUYECKUX M COBPEMEHHBIX MAPKETHHIOBBIX CTPATErUi
c(opMHUpOBaH aBTOPCKUI MOAXO/.

7. Pa3zpaboTka KOMOWHHMPOBAHHBIX CTpATEruil MO TPyIIaM acCOpPTUMEHTA
MO3BOJIACT TPEANPUITUSM OBICTPO pearupoBaTh HAa HOBBIE W H3MEHSIOLIUECS
TpeOOBaHMsI phIHKA. B KiaccMuecKOM MapKETMHIe CETMEHTAlMsl PbIHKa OOBIYHO
MIPOBOJIUTCS 1O JIEMOrpauYeCKUM, COUAIBHBIM WIIA T€OrpapuuecKuM KPUTEPUSIM.
XOTsl 3Ta METOJOJIOTHS IMO3BOJISIET MPEANPHUITUAM TOYHO AHAJIM3UPOBATh PHIHOK,
COBpPEMEHHbIE OBICTpbIE M3MEHEHUs TpeOYylOT coBeplIieHCTBOBaHMs. [lo Hamemy
MHEHMIO, JUISl YIpaBJICHUS NPEANPUATHAMH C MaKCUMaJbHOW 3((EKTUBHOCTHIO
Yyepe3 COBPEMEHHbIE MAapKETHHIOBBIE CTpaTerdd HEOOXOIMMO MNPUMEHSATH HOBBIC
METOAOJIOTMH. MBI CUMTaeM, YTO CErMEHTALMs PbIHKA JOJKHA OCYLIECTBISATHCS HE
TOJILKO MO JeMorpapuyeckuM WM reorpaduyeckuM IMpHU3HaKaM, HO U C YYETOM
MOBEJICHYECKUX,, TICUXOTPaPUUECKUX U MOTPEOHOCTHBIX (DAKTOPOB.

8. Hcnonb3oBanue crparermu CRM cmocoOCTByeT yiaydIIeHHIO JOXOJOB,
pUOBLTH, 10U phIHKA U 3((EKTUBHOCTU NMPEeANnpUsITUi. DPPEKTUBHOE YIPaBICHHUE
MPEeINpUiTHEM 3aBUCUT OT (akrtopoB, Takux kak CRM-ctpaTerusi, 1EHHOCTb
KJIMEHTA, I0BEPUE U JIOSUTbHOCTh KIIMEHTOB. Pa3zpaboTaHbl MpeiioKeHHs [0 METO1aM
YIIy4lIeHUsT B3aMMOJCUCTBUSl C KJIMEHTaMH, MHCTpyMeHTaMm M npoueccam CRM, a
TaKKe YIPaBJICHUIO HH(POpMAIHen O KIMEHTaX.

9. Pa3paboTaHbl MHOrOBAPHAHTHBIE TMPOTHO3HBIE MAapaMeTPbl Pa3BUTHS
TeKCTWIbHBIX npeanpuatuid Ha 2025-2030 rogsl. Ha ocHOBE MPOrHO3HBIX JAHHBIX
clienaHa OleHKa He0OOXOAMMOCTH COBEPILIEHCTBOBAHUS YIIPABJICHUS B IEPCIIEKTHBE.
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INTRODUCTION (abstract of the dissertation of the
Doctor of Philosophy (PhD)

The aim of the research work is it consists in developing proposals and
recommendations for the effective management of an enterprise through marketing
strategies.

The tasks of the research work are:

To study the scientific-theoretical and methodological foundations of
effective enterprise management through modern marketing strategies;

To scientifically substantiate the necessity and importance of using modern
marketing strategies in effective enterprise management;

To investigate the necessity and significance of using modern marketing
strategies in effective enterprise management;

To assess the development trends of Uzbekistan's textile industry;

To develop original approaches based on the analysis of factors influencing
effective enterprise management;

To study foreign experiences of effective enterprise management through
modern “Pull” and “Push” marketing strategies;

To develop proposals and recommendations for improving the use of
modern marketing strategies in enterprise management;

To scientifically and theoretically substantiate the use of relationship
marketing strategies in effective enterprise management;

To perform econometric modeling of factors affecting the use of modern
marketing strategies in enterprise management and to develop forecast indicators.

The object of the study the management activities of textile enterprises
have been taken as.

The subject of the study they are considered economic relations that arise
in the process of effective enterprise management through modern marketing
strategies.

The scientific novelty of the research is as follows:

a proposal has been developed to use the relationship marketing strategy
aimed at ensuring long-term cooperation in evaluating the impact of internal and
external factors influencing effective enterprise management by improving it based
on maintaining an optimal ratio among the elements of trust (I = 0.22 — 0.35),
loyalty (S = 0.15 — 0.28), and value enhancement (VE = 0.32 — 0.37);

the assessment of management efficiency during the operation of textile
enterprises has been improved by using criteria of high efficiency (ideal indicator)
(“high” — 0.75 — 1.0), average stability (“satisfactory” — 0.5 — 0.74), and low level,
problematic condition (“unsatisfactory” — 0.1 — 0.49), based on cases where
strategic marketing plans have been implemented and the levels of profit and
expenses have been controlled,

the improvement proposal for organizing and managing marketing activities
in enterprises under the "Uzto‘qimachiliksanoat" association is based on the
combined formation of “product assortment groups,” “market segments,” and
“regional segments,” developed by comparative evaluation of methodological and
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practical aspects of the organizational units responsible for these functions,
applying the identified highly positive results;

based on econometric modeling of factors influencing the opportunities for
enterprises under the "Uzto‘qimachiliksanoat" association to enter new markets,
forecast indicators for increasing production volumes by 2030 have been
developed.

Scientific and practical significance of the research results. The scientific
significance of the research lies in its potential use for conducting specialized
scientific studies dedicated to improving effective enterprise management through
modern marketing strategies in our country, as well as its applicability within the
enterprise support system.

The practical significance of the research is that the developed scientific
proposals and practical recommendations assist textile enterprises operating in our
republic to develop their own marketing strategies to remain competitive, and
provide the opportunity to evaluate them under competitive conditions. The
research results can also be used in preparing textbooks and teaching materials for
the subjects of “Management,” “Strategic Marketing,” “Marketing Research,” and
“Management and Marketing.”

Implementation of the research results. Based on the proposals developed
for effective enterprise management through modern marketing strategies:

A proposal to use the relationship marketing strategy aimed at ensuring
long-term cooperation in evaluating the impact of internal and external factors on
effective enterprise management was applied in the activities of textile enterprises
within the association, by improving it based on maintaining an optimal ratio
among the elements of trust (I = 0.22 — 0.35), loyalty (S = 0.15 — 0.28), and value
enhancement (VE = 0.32 - 0.37) (Reference: Uzbekistan Republic
“Uztogimachiliksanoat” Association, dated December 17, 2024, No. 03/25-3414).
As a result of implementing this scientific proposal in practice, the production
costs of textile enterprises decreased by 1.18%;

The proposal to improve the assessment of management efficiency during
the operation of textile enterprises by using criteria of high efficiency (ideal
indicator) (“high” — 0.75 — 1.0), average stability (“satisfactory” — 0.5 — 0.74), and
low level, problematic condition (“unsatisfactory” — 0.1 — 0.49), based on the
implementation of marketing strategic plans and control over profit and expense
levels, was applied in the activities of textile enterprises within the association
(Reference: Uzbekistan Republic “Uztogimachiliksanoat” Association, dated
December 17, 2024, No. 03/25-3414). As a result of implementing this scientific
proposal in practice, management costs of textile enterprises decreased by 5.4% in
2024 compared to 2023;

The proposal to improve the organization and management of marketing
activities through combined formation of “product assortment groups,” “market
segments,” and ‘“regional segments,” based on comparative evaluation of
methodological and practical aspects of organizational units responsible for
marketing functions in enterprises under the “Uztoqimachiliksanoat™ association,
was applied (Reference: Uzbekistan Republic “Uztoqimachiliksanoat™ Association,
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dated December 17, 2024, No. 03/25-3414). As a result of implementing this
scientific proposal in practice, textile enterprises have expanded into new market
segments and increased product sales volume by an average of 5.6% in 2024
compared to 2023;

Forecast indicators for increasing production volumes until 2030, developed
based on econometric modeling of factors affecting the opportunities of enterprises
within the “Uztoqimachiliksanoat” association to enter new markets, have been
used in developing regional programs for enterprise development (Reference:
Uzbekistan Republic “Uztoqimachiliksanoat” Association, dated December 17,
2024, No. 03/25-3414). The implementation of this scientific proposal in practice
has created the possibility to coordinate the main performance indicators of textile
enterprises in the long term.

Approbation of the research results. The results of this research were
presented and approved at 4 national and 4 international scientific-practical
conferences.

Publication of the research results. A total of 12 scientific works have
been completed on the dissertation topic, including 5 scientific articles
recommended for publication by the Higher Attestation Commission of the
Republic of Uzbekistan based on the main scientific results of dissertations (2 in
local and 3 in foreign journals), and 7 presentation abstracts published in
international and national scientific-practical conference proceedings.

The structure and scope of the dissertation. The dissertation consists of an
introduction, three chapters, a conclusion, and a list of references. The dissertation
comprises 144 pages.
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