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KIRISH (falsafa doktori (PhD) dissertatsiya annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Hozirgi global
igtisodiyotda bank xizmatlari bozorining rivojlanishi marketing strategiyalarining
samaradorligi bilan chambarchas bog‘liq. Mijozlarni jalb qilish va saglab qolish
uchun innovatsion yondashuvlar talab etiladi, chunki an’anaviy marketing vositalari
jadal o‘zgarib borayotgan raqamli muhitda samarali bo‘lmasligi mumkin.
Amerikaning eng yirik banklaridan biri bo‘lgan JP Morgan Chasening bergan
hisobotiga ko‘ra 2024-yil davomida mijozlarning talab va xohishlarini o‘rganishda
katta ma’lumotlar va sun’iy intellektdan keng foydalangan. Ular mijozlarning karta
tranzaksiyalari, onlayn faoliyati va ijtimoiy tarmogqlardagi faoliyatlarini tahlil qilib
shaxsiylashtirish takliflari berilgan. Ushbu zamonaviy usullar orgali bank marketing
xarajatlarini 20 %ga kamaytirishga va mijozlar sadoqatini oshirishga erishilgan'.
Shu bois, ragamli marketing vositalaridan foydalanishni takomillashtirish, xususan,
bank xizmatlari bozorida ularni tatbiq etish dolzarb masalalardan biri hisoblanadi.

Jahonda globallashuv va shiddatli raqamlashtirish siyosati strategik ahamiyatni
kasb etayotgan bir sharoitda hozirgi kunda xizmatlar bozorini ragamli marketing
vositalaridan foydalanish asosida rivojlantirishga yo‘naltirilgan tadqiqotlar amalga
oshirilmoqda. Bu borada bank xizmatlari bozorida raqamli marketing konsepsiyasini
joriy etishga garatilgan tizimli ilmiy izlanishlar olib borish, aholini sifatli ragamli
moliyaviy xizmatlar bilan ta’minlash, iste’molchilarning iqtisodiy manfaatlarini
qo‘llab- quvvatlash va bank xizmatlari bozorida ragamli marketing faoliyatini yo‘lga
qo‘yish nuqtayi nazaridan tadqiq etish zaruratini ilgari surmoqda.

O‘zbekiston Respublikasi bank xizmatlari bozorini rivojlantirish masalasi
ustuvor yo‘nalishlardan biri bo‘lib, ragamli bank xizmatlarini rivojlantirish
masalasiga alohida e’tibor qaratilmoqda. Bu borada ragamlashtirish masalasiga
tegishli 30 dan ortig me’yoriy-huquqiy hujjatlar qabul qilingan bo‘lib,
iqtisodiyotning barcha sohalari bo‘yicha bir qator vazifalar belgilab berilmoqda>.
“So‘nggi yillarda ragamli moliyaviy xizmatlarning mavjudligi va ulardan
foydalanish imkoniyatlarining ortib borishi natijasida millionlab mijozlarga xavfsiz
ragamli platformalardan rasmiy ragamli moliyaviy operatsiyalarga o‘tishda yordam
berib kelinmogda™. Shu sababdan ham bank xizmatlarini takomillashtirishda inson
omilini kamaytirish, modernizatsiyalash, banklarning zamonaviy raqamlashtirilgan
infratuzlmasini joriy etish, masofaviy bank xizmatlari ko‘rsatish tizimini
rivojlantirish maqgsadida ragamli texnologiyalar asosida ilg‘or bank xizmatlari
turlarini amaliyotga joriy etish bo‘yicha tadqiqotlarni amalga oshirish muhim ilmiy
amaliy ahamiyat kasb etadi.

Dissertatsiya tadqiqoti O‘zbekiston Respublikasi Prezidentining 2022-yil
28-yanvardagi “2022-2026-yillarga mo‘ljallangan Yangi O°‘zbekistonning
taraqqiyot strategiyasi to‘g‘risida”gi PF—60-sonli Farmoni, 2021-yil 17-fevraldagi
“Sun’iy intellekt texnologiyalarini jadal joriy etish uchun shart-sharoitlar yaratish

1 J.P. Morgan Research Publications

2 O’zbekiston Respublikasi Prezidentining 2018-yil 3-iyuldagi PQ-3832-son “Ozbekiston Respublikasida ragamli
iqtisodiyotni rivojlantirish chora-tadbirlari tog’risida”gi Qarori. — hhtps://lex.uz/ru/docs/386053

3 https:/trustbank.uz/uz/press_center/news/raqgamli-moliyaviy-xizmatlar-bank-va-mijozlar-o-rtasidagi-o-zaro-
munosabatlarning-yangi-shakli




chora-tadbirlari to‘g‘risida”gi PQ-4996-sonli qarori, O‘zbekiston Respublikasi
Prezidentining  2020-yil  12-maydagi  “2020-2025-yillarga  mo‘ljallangan
O‘zbekiston Respublikasining bank tizimini isloh qilish strategiyasi to‘g‘risida’gi
PF-5992-sonli Farmoni va boshga ushbu sohadagi normativ-huquqiy hujjatlarda
belgilangan vazifalarni amalga oshirishda muayyan darajada xizmat qiladi.

Tadqiqotning Respublika fan va texnologiyalar rivojlanishining ustuvor
yo‘nalishlariga mosligi. Mazkur dissertatsiya ishi respublika fan va texnologiyalar
rivojlanishining 1. “Demokratik va huquqiy jamiyatni ma’naviy-axloqiy va madaniy
rivojlantirish, innovatsion iqtisodiyotni shakllantirish” ustuvor yo‘nalishiga
muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Tijorat banklarida ragamli marketing
vositalaridan foydalanishning ilmiy-nazariy, ilmiy-uslubiy jihatlari ko‘plab xorijlik
marketolog olimlarning ilmiy ishlanmalarida o°z aksini topgan. Bu borada F.Kotler,
Y.Chien, G.Sharma, S.Malhotra, S.Jain, P.Garg , B.Fan, P.Honnali, M.Carpenter,
C.Gerling, S.Lessmann, H.Liu, V.Shankar, Y.Kim, G.Tan, W.Lim, A.Smith,
D.Chaffey, J.Lee, R.Bansal, P.Verma va boshqa olimlarning ilmiy ishlarida tadqiq
qilingan‘.

Mustaqil  Davlatlar Hamdo‘stligi  mamlakatlari  olimlari,  xususan
A.Shevlyakova, I.Kotlyarevskaya, N.Ananenka, D.Taraxovich, M.Samoxovets,
[.Soloveychik, S.Lobanova, M.Guseynova va boshqalarning asarlarida ragamli
marketing strategiyalari, bank marketingi va uning tamoyillari aks etgan®.

Shuningdek, milliy igtisodiyotning raqamlashtirish siyosati doirasida ragamli
marketingdan xizmat ko‘rsatish sohalari, xususan, bank xizmatlari bozorida

4 Kotler, P., & Chien, Y. (2023). "Emerging Marketing Strategies for Post-Pandemic Recovery in the Banking Sector".
Journal of Bank Marketing, 40(2), 76-88.; Malhotra, S., & Sharma, G. (2023). "Impact of Mobile Banking Apps on
Marketing Strategies in Banks". International Journal of Mobile Marketing, 6(1), 28-39.; Jain, S., & Garg, P. (2023).
"Al-Driven Marketing Campaigns in Banks: A Case Study Approach". Journal of Marketing Research and
Applications, 13(4), 123-132.; Fan, B. (2023). Research on the Marketing Strategy of Banking and Finance Business
Given Big Data Technology. SHS Web of Conferences, 135, 02018.; Honnali, P. (2018). Relevance of Effective
Marketing Strategies in the Banking Sector. International Journal of Advance and Innovative Research, 5(4), 371-
373.; Carpenter, M. (2011). The Marketing Strategies of Banks to Small Businesses in the Republic of Ireland. Dublin
City University.; Gerling, C., & Lessmann, S. (2024). Leveraging Al and NLP for Bank Marketing: A Systematic
Review and Gap Analysis. arXiv preprint arXiv:2411.14463.; Liu, H., & Shankar, V. (2021). "The Impact of Digital
Marketing Strategies on Bank Performance: Evidence from the United States". Journal of Financial Services
Marketing, 26(3), 123-137.; Kim, Y., (2020). "Social Media Marketing and Customer Engagement in the Banking
Industry: Evidence from South Korea". International Journal of Bank Marketing, 38(5), 1023-1040.; Tan, G., & Lim,
W. (2019). "Mobile Banking Adoption and Customer Loyalty: A Study of Singapore Banks". Journal of Financial
Services Marketing, 24(4), 245-258.; Smith, A., & Chaffey, D. (2020). "E-Marketing Strategies for Financial
Institutions in the USA". International Journal of Electronic Marketing and Retailing, 11(3), 215-230.; Lee, J. (2020).
"Big Data Analytics in Banking: Opportunities and Challenges". International Journal of Information Management,
50, 1-12.; Bansal, R., & Verma, P. (2023). "Behavioral Targeting in Bank Marketing: A New Approach to Consumer
Retention". Journal of Behavioral Marketing, 10(1), 44-53.

5 Kotnsipesckas, M.B. Ctparerudeckuii MapkeTHHT: yuebHOe nocobue. — Exatepunbypr: U3a-so Ypai. yH-Ta, 2020.
— 159, [1] c. llleBnsikoBa A.A «OCOOEHHOCTH peanu3alii CTPATETHH Pa3BUTHs B OaHKOBCKOUW cdepe» KypHair:
Bectank Kemeporckoro rocymapcrBenHoro yHuBepcutera. (2019) ctp. 271-276.; Ananenko H., Tapaxosuu /l.
«CrpaxoBaHue B OaHKOBCKOHM JEATEIHLHOCTH: COBPEMEHHOE COCTOSHHE M NEpCIeKTHBHI pasBUTHsS» JKypHau:
BankoBckas cucteMa: yCTOHUMBOCTD 1 nepcrieKTHBbI pa3Butus (2024) crp 403—416.; Camoxoseny M.I1. «®unancosas
watropmMa Kak HOBasi MOZENb MPEAOCTaBICHNsT GUHAHCOBBIX yciayr». JKypran: CrpaTerus pa3BUTHS SKOHOMHUKH
Benapycu: BBI30BBI, HHCTPYMEHTHI peanusauuu W rnepcnektuBsl (2021) crp 461-465.; Conoseitunk U.,
«MapKeTHHIOBble MHHOBAllMM KaK CPEACTBO COBEPLICHCTBOBAHUS OAHKOBCKUX YCIyr» OJKOHOMHUYECKHH BEKTOD
Ne2(25) 2021 erp.111-117.; JIo6anosa C.H. 3apyOexHbIii OIIBIT HCTIOJIB30BAHMSI MapKETHHTa B OaHKOBCKOH cdepe //
Bectauk PITY. Cepus «OxoHomuka. Ynpasinenue. [IpaBo». 2023. Ne 2. C. 85-101. I'yceiinoBa M.P «MapkeTHHr
yciyr B chepe OaHKOBCKON ASITENLHOCTI» MarucTpekas nuccepramus BAKY 2016.
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foydalanish masalalari O°‘zbekistonlik iqtisodchi olimlaridan S.Gulyamov,
B.Begalov, M.Abdullayev, Y.llxamova, M.lkramov, M.Jumaniyozova,
U.Xaitmatov, A.Fattaxov, Sh.Ergashxodjayeva, A.Azlarova, M.Abduraxmanova,
Sh.Djanibekova, B.Xonturayev, N.Yaxyoxonov, G.Bekmurodova, J.Yuldashev,
0.0rtiqov, 1.Qulliyev va boshqga olimlar tadqgiqotlarida o‘z aksini topgane.

Tadqiqot mavzusining dissertatsiya bajarilgan oliy ta’lim muassasasining
ilmiy tadqiqot ishlari rejalari bilan bog‘ligligi. Mazkur dissertatsiya ishi Toshkent
davlat igtisodiyot universitetining ilmiy-tadqiqot ishlari rejalariga muvofiq ilmiy
loyiha doirasida bajarilgan.

Tadqiqotning magqsadi O°‘zbekistonda ragamli marketing vositalaridan
foydalanishni takomillashtirish bo‘yicha ilmiy taklif va amaliy tavsiyalar ishlab
chigishdan iborat.

Tadqiqotning vazifalari quyidagilardan iborat:

ragamli marketing tushunchasining ilmiy-nazariy asoslarini tadqiq etish;

ragamli marketing vositalari turlari va ularning o‘ziga xos xususiyatlari;

xorijily mamlakatlarda raqamli marketing vositalaridan foydalanish tajribalari;

O‘zbekistonda ragamli marketing vositalaridan foydalanish holatini tahlili;

ragamli marketing vositalari orqali bank xizmatlari rivojlanishiga ta’sir etuvchi
omillarni baholash;

ragamli marketing vositalaridan foydalanish holatini sotsiologik baholash;

ragamli marketing vositalarini bank xizmatlari bozorida qo‘llash yo‘nalishlari;

ragamli marketing vositalaridan innovatsion yondashuvlar asosida bank
tizimida foydalanish imkoniyatlari;

raqamli marketing vositalari orqali bank xizmatlarini rivojlanishini ko‘p omilli
prognozlashni takomillashtirish.

Tadqiqotning obyekti sifatida marketing faoliyatini o‘rganish uchun
“O‘zmilliybank™ AJ, “Asakabank” ATB va “Ipak Yo‘li” ATIB banklari tanlab
olingan.

Tadqiqotning predmetini ragamli marketing vositalaridan foydalanish
jarayonida vujudga keluvchi ijtimoiy-igtisodiy munosabatlar tashkil etadi.

Tadqiqotning usullari. Dissertatsiyada statistik kuzatish, tanlanma to‘plam,
qiyosiy va dinamik tahlil, SWOT tahlili, so‘rov usuli, korrelyatsion va regression
tahlil usullaridan foydalanilgan

¢ C.T'ynsamos, A.lllepmyxamenos. Passutne uupposoit skoHoMukn B Y36ekucrane//Kpyrbiii cron, 2019,-C,122-
124.; ®datraxoB A..A. CtpaTeruss MapKeTHHTa B ONTOBOM TOPTOBJIE W IIyTH MOBUBIIICHHS €€ 3((HEeKTUBHOCTH.
Momnorpadust.-T.: Fan, 2005.179 c. Ergashxodjayeva Sh.D. Innovatsion marketing. Darslik. —T.: IQTISODIYOT,
2019. 192 bet.; B.A.Begalov, M.K.Abdullayev. “Raqamli iqtisodiyot” / Darslik. — T.: “Iqtisodiyot”, 2023.-352 b.
S.S.Gulyamov, Y.S.Ilxamova, M.M.Ikramov, M.Y.Jumaniyozova, U.T.Xaitmatov. Iqtisodiyotda sun’iy intellekt
texnologiyalari (o‘quv qo‘llanma) -T.: OOO “Diadema nur servis”, 2024. 356 b. A.A.Azlarova,
M.M.Abduraxmanova. “Bank marketing va menejmenti” o‘quv qo‘llanma.- T: IQTISODIYOT, 2019.-199b.;
Djanibekova Sh.K. “Xizmatlar bozorini rivojlantirishda marketing strategiyasining xususiyatlari”. “Iqtisodiyot va
innovatsion texnologiyalar” ilmiy elektron jurnali. Ne 5, sentyabr-oktyabr, 2018-yil.; Xonturayev B.A. “Bank
xizmatlari bozorini raqamli marketing strategiyalari asosida rivojlantirish” PhD dissertatsiya.-T:2023.; Yaxyoxonov
N.B “Korxonalarda ragamli marketingdan foydalanishni takomillashtirish” PhD dissertatsiya. -S:2023.; Bekmurodova
G.A. Tijorat banklari faoliyatida raqamli marketing texnologiyalari samaradorligini oshirish yo‘llari, Avtoreferat
2023.; Yuldashev J.A. Tijorat banklarida mijozlar bilan munosabatlar holatini baholash usulini takomillashtirish //
Igtisodiyot va innovatsion texnologiyalar. -Ne3, 2021.; Ortigov O.A., Qulliyev I.Ya. Bank menejmenti va marketingi.
O‘quv go‘llanma.: T. “Iqtisod-moliya”. —-2015 y.178 b.



Tadqiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra ‘“zamonaviy marketing strategiyalari”
tushunchasining iqtisodiy mazmuni bozordagi raqobat ustunligini ta’minlash,
iste’molchilar bilan emotsional va interaktiv aloqalarni shakllantirish, innovatsion
va moslashuvchan garorlar qabul qilish imkonini beradigan, natijadorlik va mijozlar
qiymatini maksimallashtirishga yo‘naltirilgan kompleks yondashuv asosida
takomillashtirishga oid nazariy-uslubiy materiallardan oliy o‘quv yurti menejment
(tarmogqlar va sohalar bo‘yicha) ta’lim yo‘nalishi talabalari uchun tavsiya etilgan
“Marketing (2-modul “Brand management” fani asosida)” nomli o‘quv qo‘llanmani
tayyorlashda foydalanilgan;

bank xizmatlari bozorida mijozlar xatti-harakati va ehtiyojlarini tahlil qilish
uchun zamonaviy axborot texnologiyalari asosida maqgsadli segmentlashning
intellektual klasterlash modeli orqgali bank mijozlarini profillashtirish aniqligini
oshirish chegarasi (35 < PABM <40 %) asoslangan;

ommaviy personallashtirish usulini ragamli marketingni joriy etish orqali
mijozlar bilan interaktiv va emotsional alogalarni yo‘lga qo‘yish imkonini beradigan
innovatsion yondashuvga ko‘ra bank xizmatlaridan foydalanish darajasini 15-
18 %ga gadar oshirish taklifi asoslangan;

tijorat banklarida ragamli marketingdan samarali foydalanish natijasida
bankning kreditlari, depozitlari va foyda ko‘rsatkichlarini modellashtirish asosida
“O‘zmilliybank™ asosiy faoliyatining 2030-yilga gadar prognoz ko‘rsatkichlari
ishlab chiqilgan. Mazkur prognoz ko‘rsatkichlaridan “O‘zmilliybank” AlJda
strategik rivojlantirish bo‘yicha “Yo‘l xaritasi”ni ishlab chiqishda foydalanilgan.

Tadqiqotning amaliy natijalari quyidagilardan iborat:

hozirgi kunda faoliyat yuritayotgan tijorat banklarida ragamli marketing
vositalari asosida mijozlarga ko‘rsatilayotgan xizmatlarni rivojlantirishga ta’sir
etuvchi omillar tahlil qilingan va baholangan;

bank xizmatlari iste’molchilari ehtiyojlari, demografik va psixografik
xususiyatlari asosida segmentlashtirish orqali individual marketing yondashuvlarini
joriy etish bo‘yicha yangi takliflar ishlab chiqilgan;

Singapur, AQSh, Janubiy Koreya va boshqa rivojlangan davlatlar bank
sohasida go‘llanilayotgan ilg‘or marketing strategiyalari tahlil qilinib, O‘zbekiston
bank sektoriga moslashtirish imkoniyatlari ishlab chiqilgan;

tijorat banklari xizmatlari uchun omnichannel marketing, biznes mijozlar
uchun kontent-marketing va yosh avlod uchun interaktiv platformalar orqali reklama
vositalari tavsiya qilingan.

Tadqiqot natijalarining ishonchliligi. Tadqiqotda qo‘llanilgan uslubiy
yondashuv va usullarning maqgsadga muvofiqligi, ma’lumotlarning rasmiy
manbalardan, shuningdek, tashkilotlarning ochiq statistik hisobotlaridan olingani,
xulosa va takliflarning “O‘zmilliybank” AJ tomonidan amaliyotga joriy qilingani
bilan belgilanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot natijalarining
ilmiy ahamiyati ishlab chiqilgan takliflar va unda ilgari surilgan nazariy-uslubiy
tavsifdagi  xulosalar  ragamli  marketing  vositalaridan  foydalanishni
takomillashtirishga oid ilmiy tadqiqotlarni amalga oshirishga xizmat qilishi bilan
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izohlanadi.

Tadqiqot natijalarining amaliy ahamiyati ishlab chiqgilgan tavsiyalar bank
tizimini isloh qilish strategiyasini ishlab chiqishda foydalanish, shuningdek, bank
xizmatlari bozori ommabopligini oshirish, aholining pul mablag‘lariga bo‘lgan
ehtiyojlarini ta’minlash bo‘yicha gabul qilinadigan qonun va qonunosti hujjatlari,
mamlakat Prezidentining farmonlar, qaror va farmoyishlari, Vazirlar
Mahkamasining qarorlari va sohaga oid boshqa me’yoriy hujjatlarni ishlab chiqishda
foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining joriy qilinishi:

uslubity  yondashuvga ko‘ra “zamonaviy marketing strategiyalari”
tushunchasining iqtisodiy mazmuni bozordagi raqobat ustunligini ta’minlash,
iste’molchilar bilan emotsional va interaktiv alogalarni shakllantirish, innovatsion
va moslashuvchan garorlar qabul qilish imkonini beradigan, natijadorlik va mijozlar
qiymatini maksimallashtirishga yo‘naltirilgan kompleks yondashuv asosida
takomillashtirishga oid nazariy-uslubiy materiallardan oliy o‘quv yurti menejment
(tarmoqlar va sohalar bo‘yicha) ta’lim yo‘nalishi talabalari uchun tavsiya etilgan
“Marketing (2-modul “Brand management” fani asosida)” nomli o‘quv qo‘llanmani
tayyorlashda foydalanilgan (O‘zbekiston Respublikasi Oliy ta’lim, fan va
innovatsiyalar vazirligining 2024-yil 29-maydagi 194-sonli buyrug‘i). Mazkur ilmiy
taklifning amaliyotga joriy etilishi natijasida talabalarda ragamli texnologiyalar,
iste’molchilarning xulg-atvori va bozor talablariga asoslangan marketing usullarini
o‘zida mujassam etuvchi, ragamli ma’lumotlarga asoslangan qarorlar gabul qilish,
mijozlar bilan uzoq muddatli aloqalar o‘rnatish haqida aniq strategiyalardan
foydalanish natijasida zamonaviy marketing strategiyalari tushunchasi to‘g‘risida
yanada kengroq bilim va ko‘nikmalar shakllantirish imkoni yaratilgan;

bank xizmatlari bozorida mijozlar xatti-harakati va ehtiyojlarini tahlil qilish
uchun zamonaviy axborot texnologiyalari asosida maqsadli segmentlashning
intellektual klasterlash modeli orqali bank mijozlarini profillashtirish aniqligini
oshirish chegarasi (35 < PABM < 40 %) asoslangan (O°‘zbekiston Respublikasi
Tashqi Iqtisodiy Faoliyat Milliy Banki AJ 2025 yil 8 sentabrdagi Ne 26/1-825 sonli
ma’lumotnomasi). Mazkur taklifning amaliyotga joriy etilishi natijasida
“O‘zmilliybank” AlJning marketing xizmatlaridan foydalanish samaradorligini
17,4 foizga oshirish imkoni yaratilgan;

ommaviy personallashtirish usulini ragamli marketingni joriy etish orqali
mijozlar bilan interaktiv va emotsional alogalarni yo‘lga qo‘yish imkonini beradigan
innovatsion yondashuvga ko‘ra bank xizmatlaridan foydalanish darajasini
15-18 %ga qadar oshirish taklifi asoslangan (O‘zbekiston Respublikasi Tashqi
Iqtisodiy Faoliyat Milliy Banki AJ 2025 yil 8 sentabrdagi Ne 26/1-825 sonli
ma’lumotnomasi). Mazkur ilmiy taklifning amaliyotga joriy etilishi natijasida
“O‘zmilliybank™ AJda mijozlar oqimini 10,2 foizga oshirish imkoni yaratilgan;

tijorat banklarida raqamli marketingdan samarali foydalanish natijasida
bankning kreditlari, depozitlari va foyda ko‘rsatkichlarini modellashtirish asosida
“O‘zmilliybank™ AJning asosiy faoliyatini 2030-yilga qadar prognoz ko‘rsatkichlari
ishlab chiqilgan (O‘zbekiston Respublikasi Tashqi Iqtisodiy Faoliyat Milliy Banki
AJ 2025-yil 12-fevraldagi Ne 261-sonli ma’lumotnomasi). Mazkur prognoz
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ko‘rsatkichlaridan “O‘zmilliybank” AlJda strategik rivojlantirish bo‘yicha “Yo‘l
xaritasi’ni ishlab chiqishda foydalanilgan.

Tadqiqot natijalarining aprobatsiyasi. Mazkur tadqiqot natijalari 3 ta
xalqaro ilmiy-amaliy va 3 ta respublika konferensiyalarida muhokamadan
o‘tkazilgan.

Tadqiqot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo‘yicha jami
13 ta ilmiy ish, jumladan, O‘zbekiston Respublikasi Oliy attestatsiya
komissiyasining falsafa doktori dissertatsiyalari asosiy ilmiy natijalarini chop etish
bo‘yicha tavsiya etilgan ilmiy nashrlarda 3 ta ilmiy maqola, nufuzli xorijiy
jurnallarda 4 ta ilmiy maqola, shuningdek, ilmiy-amaliy konferensiya to‘plamlarida
6 ta tezislar nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish, uchta bob,

xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat. Dissertatsiya hajmi
117 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish qismida tadqiqotning dolzarbligi va zarurati asoslangan, uning
magqsadi, vazifalari, obyekti va predmeti belgilab olingan. Respublika fan va
texnologiyalari rivojlanishining ustuvor yo‘nalishlariga mosligi ko‘rsatilgan.
Dissertatsiya mavzusi bo‘yicha xorijiy tadqiqotlar sharhi keltirilgan. Ilmiy
yangiligi va amaliy natijalari bayon qilingan va olingan natijalarning ilmiy-amaliy
ahamiyati yoritib berilgan. Tadqiqot natijalarini amaliyotga joriy etish, nashr
etilgan ishlar va dissertatsiyaning tarkibiy tuzilishiga doir ma’lumotlar keltirilgan.

Dissertatsiyaning “Raqamli marketing vositalarining ilmiy-nazariy
asoslari” deb nomlangan birinchi bobida Ragamli marketing tushunchasining ilmiy-
nazarly asoslari, raqamli marketing vositalari turlari va ularning o‘ziga xos
xususiyatlari, xorijiy mamlakatlarda ragamli marketing vositalaridan foydalanish
tajribalari tadqiq qilinib, tadqiqotda belgilangan vazifalar doirasida nazariy xulosalar
shakllantirilgan.

Ragamli marketing vositalarining evolyutsiyasi yil davomida o‘zgarib, raqamli
marketing sohasida yangiliklar va texnologiyalarning rivojlanishiga ta’sir ko‘rsatdi.
Quyidagi rasmda yillar kesimida raqamli marketing vositalarining qanday
o‘zgarishlarini va rivojlanishini ko‘rishimiz mumkin (1-rasm).

1990-yillar 2000-yillar 2010-yillar 2020-yillar Hozirgi davr
* e-mail * SEO * mobil * sun’ty * Blockchain
« web-saytlar « PPC marketing intellekt e Web 3
:> * ijtimoiy . konten‘g E> « SMM E>. 5G tezkor
media marketing * influencer internet
* internet marketing
marketing

1-rasm. Raqamli marketing vositalarining rivojlanish evolyutsiyasi’

7 Muallif ishlanmasi.
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Raqgamli marketing vositalari texnologiyalar rivojlanishi bilan doimiy ravishda
o‘zgarib bormoqda. 1990-yillardan 2020-yillargacha bo‘lgan davrda SEO, PPC,
ijtimoiy media va mobil marketing kabi vositalar keng tarqalgan bo‘lsa,
2025-yillarda yangi texnologiyalar, masalan, Web 3 va blockchain texnologiyalari
marketingni yangicha yo‘nalishlarga olib chiqishi kutilmoqda.

Mamlakatimizda yaratilayotgan qulay shart-sharoitlar ko‘pgina ilmiy ishlar
ustida izlanishlar olib borilishiga keng yo‘l ochib beryapti. [lmiy adabiyotlarda va
elektron manbaalarda ragamli marketingga turli ta’riflar berilgan bo‘lib, bu esa
ushbu tushunchalarni tizimlashtirish va ularni tartibga solishni talab giladi. Quyidagi

jadval raqamli marketingga berilgan ta’riflarni mohiyatini ochib berishga xizmat
qiladi (1-jadval).

1-jadval
Ragamli marketingga berilgan ta’riflar®

Ne Nomi Mazmuni
1. | Philip Kotler, Gary | Ragamli marketing — bu internet va boshga ragamli
Armstrong’ texnologiyalar yordamida mijozlar bilan alogada bo‘lish va
ularni jalb qilish strategiyalarining yig‘indisidir
2. Dave Chaffey!” Ragamli marketing — bu marketing faoliyatlarining ragamli
kanallar orqali amalga oshiriladigan kompleks jarayonidir
3. Ryan Deiss, Russ Ragamli marketing — bu onlayn va ragamli vositalar yordamida
Henneberry!'! marketing strategiyalarini amalga oshirish jarayonidir. U
mijozlarni jalb qilish, ularni mahsulot yoki xizmatlarga
qiziqtirish va ularning xarid qilish qarorlarini rag‘batlantirishga
qaratilgan
4. Jeff Larson, Stuart | Ragamli marketing — bu texnologik innovatsiyalar va raqamli
Draper!'? vositalar yordamida mijozlar bilan alogalar o‘rnatish va o‘zaro
mulogotni davom ettirish jarayonidir
5. Sodigov S Raqamli marketing — bu yangi texnologiyalar va raqamli
vositalar orqali mijozlar bilan alogalar o‘rnatish, brendni
yaratish va mahsulotlarni taklif etish jarayonidir
6. Toshkuziyev M'* Ragamli marketing, asosan, onlayn platformalar orqali tovar va
xizmatlarni reklama qilish va sotish jarayoni sifatida ko‘rsatiladi
7. Raximov U’ Ragamli marketing — bu marketing faoliyatlarining raqamli
kanallar orqali amalga oshiriladigan jarayonidir
8. Xodjayev A Ragamli marketing — bu marketingning raqamli texnologiyalar
yordamida amalga oshiriladigan yangi shaklidir
9. Ergashev B!’ Ragamli marketing — bu ijtimoiy tarmoqlar va boshqa ragamli
vositalar yordamida marketing strategiyalarini ishlab chiqish va
amalga oshirish jarayonidir

8 Muallif ishlanmasi.
? Kotler, P., Armstrong, G. (2019). Principles of Marketing (17th edition). Pearson Education.

10 Chaffey, D. (2015). Digital Marketing: Strategy, Implementation, and Practice (6th edition). Pearson Education.
! Deiss, R., Henneberry, R. (2017). Digital Marketing for Dummies (2nd edition). Wiley.

12 Larson, J., Draper, S. (2015). Digital Marketing. McGraw-Hill Education.

13 Sodiqov S. (2019). Ragamli Marketing: Nazariy Asoslar va Amaliyot.

14 Toshkuziev, M. (2017). Raqamli Marketing: Iqtisodiy Asoslar va Rivojlanish.

15 Raximov U. (2020). Raqamli Marketing va Shaxsiylashtirish

16 Xodjayev A. (2021). Ragamli Marketing: Asoslar va Innovatsiyalar

17 Ergashev B. (2022). Ragamli Marketing va ljitimoiy Media.
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Shuningdek, o‘zbek olimlari tomonidan raqamli marketing strategiyasi ko‘plab
o‘zgaruvchan va yangilanib boradigan jarayon sifatida ta’riflanadi. U magqsadli
iste’molchilarni qiziqtirish, onlayn marketing imkoniyatlarini kengaytirish,
mahsulot va xizmatlar integratsiyasini ta’minlash, shuningdek, kontent
marketingining ustuvor o‘rnini belgilab beradi. Bu strategiyalar O‘zbekistonda
raqamli texnologiyalarni qo‘llashning samarali va innovatsion usulini taqgdim etadi.

Muallif fikriga ko‘ra “zamonaviy marketing strategiyalari” tushunchasining
iqtisodiy mazmuni bozordagi raqobat ustunligini ta’minlash, iste’molchilar bilan
emotsional va interaktiv aloqalarni shakllantirish, innovatsion va moslashuvchan
qarorlar qgabul qilish imkonini beradigan, natijadorlik va mijozlar qiymatini
maksimallashtirishga yo‘naltirilgan kompleks yondashuv asosida
takomillashtirilgan samarali marketing strategiyasidirs.

Ragamli marketing an’anaviy marketingdan farq qilib, o‘z ichiga marketing
kanallari va vositalarini gamrab oladi (2-jadval).

2-jadval
An’anaviy va raqamli marketing vositalarining turlari®
An’anaviy marketing vositalari Raqamli marketing vositalari
TV Qidiruv tizimi marketingi (Search engine marketing
- SEM)
Tashqi reklamalar (bilbord va plakatlar) Qidiruv tizimi optimizatsiyasi (Search engine
optimization - SEO)
Gazeta va jurnallar [jtimoiy media marketingi (Social media marketing
- SMM)
Flayerlar va broshyuralar E-mail marketing
Pochta reklamalari Kontent marketing
Telefon reklamalari Omnichannel (multikanallik)
Radio Influencer marketing
Tadbirlar va homiyliklar Chatbotlar va Sun’iy Intellekt (AI)
Namoyishlar Online PR (Onlayn Jamoatchilik bilan Aloga)
Web 3 va Blockchain texnologiyalari

Ragamli marketing kanallari interaktiv ekranlar, smartfonlar, aqlli qurilmalar,
web saytlar va bloglar, ijtimoiy tarmogqlar, 0‘z-0‘ziga xizmat krsatish terminallari,
QR kodlar, videohostinglar, videokameralarni o°z ichiga olsa, an’anaviy marketing
kanallari telivideniye, radio, pochta kabi an’anaviy kanallarni o‘z ichiga oladi.
F.Kottlerning ta’kidlashicha, iste’molchilar nafaqat funksional, balki hissiy
ehtiyojlarini ham qondirishga harakat qilishni xohlaydi. Iste’molchining bunday
o‘zini o‘zi idrok etishinining asosi, zamonaviy axborot texnologiyalar, ijtimoiy
tarmoqlar, ma’lumotlarni uzatish mobil qurilmalari, axborot xizmatlariga
asoslangan odamlarning jamoaviy o‘zaro munosabatlarining yangi shakllari bilan
gamrab olinadi®®. Shu bilan birga zamonaviy marketing tushunchasiga ham

18 D.Sh.Yuldasheva Marketing (2™ module “Brand management”) tutorial- Tashkent: 2024 year, 130 pages.

19 Muallif ishlanmasi.

20 F Kotler, Marketing 3.0. ot produktov k potrebitelyam i dalee-k chelovecheskoy dushe/F.Kotler, X.Kartadjayya,
A.Setiavan; per s angl. A.Zayakina. —M.: Alpina biznes Buks, 2012. — 240 s
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“Zamonaviy marketing — iste’molchilarni xohish va muhtojliklarini aniqlashdan
boshlanib, ushbu korxona gaysi magsadli bozorlarga samarali xizmat ko‘rsatib va
ajoyib giymatni taklif etib, ular asosan korxona magsadli iste’molchilarini egallab
hamda ushlab qolib, shuningdek, sonini ko‘paytirishga erishish bo‘yicha garor qabul
qilishdir*'”, deb ta’rif berilgan.

Bizning fikrimizcha, bank-moliya xizmatlari bozorida raqamli marketing
vositalaridan qidiruv tizimi marketingi (SEM), qidiruv tizimi optimizatsiyasi (SEO),
jjtimoly media marketingi (SMM), e-mail marketing, kontent marketing,
omnichannel (multikanallik), influencer marketing, chatbotlar va sun’iy intellekt
(AI), online PR, Web 3 va Blockchain texnologiyalaridan foydalanish maqgsadga
muvofiq deb topildi.

Bank marketingining zamonaviy konsepsiyasi doimiy o‘zgaruvchan moliyaviy
muhitda raqobatbardoshlikni saglab qolish uchun banklar tomonidan qabul gilingan
strategik yondashuvdir®?. Ushbu konsepsiya bank xizmatlari va jarayonlarini
“ajratish”, shuningdek, integratsiyalashgan bank modelini “dekonstruksiya qilish’ni
o‘z ichiga oladi. Ushbu yangi strategik fikrlashni qo‘llash orgali banklar o°z
mijozlarining o‘zgaruvchan ehtiyojlari va afzalliklarini samarali qondirishlari
mumkin.

Bank tizimida ragamli marketing vositalaridan foydalanish mijozlar bilan
samarali munosabatlar o‘rnatish va ragobatbardoshlikni oshirish uchun muhim
ahamiyatga ega. Xorijiy mamlakatlarning tajribasi bu jarayonda qimmatli manba
bo‘lib, o‘zining ilg‘or usullari va muvaffaqiyatli natijalari bilan namuna bo‘lib
xizmat qiladi. Tadqiqot ishimizda keltirildan AQSh, Janubiy Koreya va Singapur
davlat banklari raqamli marketing strategiyalarini joriy etishda innovatsion
yondashuvlardan foydalanishi mamlakatimiz tijorat banklari uchun tajriba sifatida
xizmat qiladi. AQShning JP Morgan Chase, Wells Fargo kabi banklar raqamli
marketing, personalizatsiya va mijozlar tajribasiga katta e’tibor qaratadi.

Bank tizimida zamonaviy marketing strategiyalarini joriy etish, mijozlar bilan
munosabatlarni yaxshilash va ragobatbardoshlikni oshirish uchun katta imkoniyatlar
yaratadi. AQSh, Janubiy Koreya va Singapur davlatlarining tajribasi shuni
ko‘rsatadiki, raqamli marketing, shaxsiylashtirish va mijozlar tajribasini yaxshilash
orqali banklar sezilarli natijalarga erishmoqda.

Xorijiy mamlakatlarning ilg‘or texnologiyalari va innovatsion yondashuvlari
bank xizmatlarini raqamli platformalar orqali kengaytirish, mijozlarning
ehtiyojlarini yaxshiroq qondirish va tezkor xizmat ko‘rsatish imkonini beradi.
Shuningdek, shaxsiylashtirish va ragamli marketing strategiyalari mijozlar bilan
yanada yaqinroq aloqalar o‘rnatishga yordam beradi, bu esa ularning sadoqatini
oshiradi. O‘zbekiston bank tizimi ham ushbu tajribadan foydalanib, zamonaviy
marketing strategiyalarini joriy etish orqali ragobatbardoshlikni oshirishi va mijozlar
bilan samarali munosabatlar o‘rnatishi maqgsadga muvofiq bo‘ladi. Bu jarayonda
raqgamli marketingga investitsiya qilish, mijozlarning individual ehtiyojlariga e’tibor

21 “Marketing asoslari”. Sh.Dj.Ergashxodjayeva, M.A.Yusupov, S.B.G‘oyipnazarov, 1.B.Sharipov -Toshkent:
“Innovatsion rivojlanish nashriyot-matbaa uyi”, 2021. -244 b.

22 Keskar, M Y., & Pandey, N. (2018, May 29). Internet banking: a review (2002-2016). Taylor & Francis.
https://doi.org/10.1080/15332861.2018.1451969
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qaratish va zamonaviy texnologiyalardan foydalanish muhim ahamiyat kasb etadi.

Dissertatsiyaning ikkinchi bobida “Raqamli marketing vositalaridan
foydalanish holatini tahlil qilish va baholash” belgilab olingan bo‘lib, asosiy
e’tibor O‘zbekistonda ragamli marketing vositalaridan foydalanish holatini tahlili va
raqamli marketing vositalari orqali bank xizmatlari rivojlanishiga ta’sir etuvchi
omillarni baholashga garatilgan.

O‘zbekistondagi tijorat banklari mamlakat iqtisodiyotini rivojlantirishda hal
qiluvchi rol o‘ynaydi. Bank sektori rivojlanib borar ekan, banklar mijozlarni jalb
qilish va wushlab turish, ularning bozordagi ishtirokini kuchaytirish va
raqobatchilardan ajralib turish uchun turli marketing strategiyalaridan tobora
ko‘proq foydalanmoqda. O‘zbekiston iqtisodiyoti bozorni liberallashtirish, xorijiy
investitsiyalarni jalb etish va bank sektorini modernizatsiya qilishga garatilgan
islohotlar tufayli barqaror o‘sib bormoqda. Banklar mijozlar bilan muloqot qilish,
mahsulotlarni reklama qilish va mijozlarga xizmat ko‘rsatish uchun Facebook,
Instagram va Telegram kabi ijtimoiy media platformalaridan faol foydalanib
kelmoqgda (2-rasm).

banerlar, ko'rgazmalar |

mahalliy saytlar(daryo.uz, kunuz }
youtube |

bloglar |

e-mail |

yvandex direct |

google reklamalar |

boshqa elektron saytlar |
linkedin |

tik-tok |
facebook |
instagram |

5%

10%

10%

10%

10%

20%

15%

15%

50%

20%

40%

0 10 20 30 a0 50
2-rasm. Toshkent shahrida xizmat ko‘rsatuvchi subyektlar tomonidan

foydalanilayotgan raqamli marketing kanallari
(2024-yil holatiga ko‘ra)*

Toshkent  shahrida  xizmat  ko‘rsatuvchi  subyektlar =~ tomonidan
foydalanilayotgan ragamli marketing kanallari bo‘yicha 2024-yilda olib borilgan
tadqiqotlar natijasiga ko‘ra, Instagram platformasi eng mashhur bo‘lib, ko‘plab
tadbirkorlar va xizmat ko‘rsatuvchilar uchun asosiy reklama vositasi hisoblanadi va
40 % foydalanuvchilar ushbu platformadan ish faoliyatlari davomida foydalanadilar.
Qidiruv tizimlari reklamalari orasida Google Ads yetakchi bo‘lib, 50% subyektlar
undan foydalanmoqda. Google Ads orqali magsadli auditoriyaga yetib borish

23 Muallif ishlanmasi.
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imkoniyati yuqori bo‘lgani uchun keng qo‘llanilmoqda. Facebook platformasi
ko‘proq kattaroq auditoriyani jalb qilish uchun ishlatiladi va 25 % subyektlar
tomonidan foydalaniladi. Yosh avlodni jalb qilish uchun TikTok’da 20 % subyektlar
video kontent ishlab chigmoqda. Professional xizmat ko‘rsatuvchilar, B2B
kompaniyalar LinkedIn orqali biznes aloqalarini mustahkamlash va professional
tarmoqni rivojlantirish maqgsadida foydalanadi. Ushbu platformadan 10 %
subyektlar foydalanmoqda. Bundan tashgari E-mail Marketing, Video Marketing,
Mahalliy va Onlayn OAV kabi kanallar ham samarali foyda keltirmoqda.

3-jadval
Tijorat banklarining raqamli marketing kanallaridan (ijtimoiy tarmoq)
foydalanishi bo‘yicha eng yaxshi 8 ta banki, (2024-yil iyul oyi holatiga ko‘ra)*

Ne Tijorat banklar Instagramda  Intagramda Telegramda Telegramda
obunachilar = xabarlar soni = obunachilar = xabarlar soni

soni soni
1. Orient Finans 161 000 1706 16 234 2234 rasm/
350 video
2. Ipak yo‘li banki 39 000 1611 15964 950 rasm/
163 video
3. Kapitalbank 66 400 958 19 192 839 rasm/
82 video
4. O¢zmilliybank 22 700 1188 16 234 2234 rasm/
350 video
5. Agrobank 27 000 564 44 258 893 rasm/
184 video
6. Ipoteka bank 30400 1087 45 739 2530 rasm/
244 video
7. Turonbank 19 200 1112 7 852 1111 rasm/
691 video
8. Asakabank 55100 976 15990 2029 rasm/
186 video

Yugoridagi 3-jadvalda ko’rishimiz mumkinki, hozirgi kunda tijorat banklari
faoliyatini 1jtimoiy tarmogqlarda kuzatib borayotgan obunachilar soni ortib
bormoqda. Obunachilar soni bo‘yicha Orient Finans bank boshqa banklarga nisbatan
Instagram platformasida peshqadamlik qilmoqda. Telegram sahifasda esa Ipoteka
bank va Agrobank nisbatan ko‘proq obunachilarga masofaviy xizmat ko‘rsatishda
davom etmoqda. Tadqiqot natijalariga ko‘ra banklar ijtimoiy tarmoqlarda uzluksiz
foto, video, audio va boshqa turli xildagi axborotlarni ulashishda davom etmoqda.
Shuni ta’kidlab o‘tishimiz kerakki, tijorat banklari tomonidan joylanayotgan har bir
xabar sifatliligi muhim rol o‘ynaydi. Tijorat banklari tomonidan taqdim qilinayotgan
raqamlashtirilgan bank operatsiyalari, masofaviy xizmatlar, mobil banking ilovalari
va boshqa turli xildagi xizmatlar taqdim qilish bo‘yicha faollik gilishmoqda.

O‘zbekiston Respublikasi Markaziy bankining 2020-2024 yillardagi statistik
ma’lumotlariga ko‘ra, aholiga ko‘rsatiladigan bank xizmatlari hajmi izchil o‘sib
borgan. 2020-yilda umumiy xizmat hajmi 200 mlrd so‘mni tashkil qilgan bo‘lsa, bu

2 [jtimoiy tarmoq kuzatuvlari asosida muallif ishlanmasi.

15



ko‘rsatkich 2023-yilga kelib 280 mlrd so‘mga yetgan. Kredit hajmi ham shunga mos
ravishda 150 mlrd so‘mdan 210 mlrd so‘mga oshgan. Depozitlar hajmi esa 50 mlrd
so‘mdan 70 mlrd so‘mga ko‘tarilgan. Yillik o‘sish sur’ati esa 2020- va 202 1-yillarda
10 % bo‘lgan bo‘lsa, 2022-yilda 13,6 %ga ko‘tarilgan va 2023-yilda 12 %ni tashkil
qilgan. Kredit portfeli 2024-yil yakuni bo‘yicha 533,12 trln so‘mga yetib, oldingi
yilga nisbatan 13% ga oshgan. Bu ma’lumotlardan kelib chiqib, O‘zbekiston bank
sektorining barqaror rivojlanayotganini ko ‘rishimiz mumkin.

O‘zbekiston Respublikasida bank xizmatlari hajmi so‘nggi yillarda sezilarli
tarzda oshganini guvohi bo‘lamiz. Xususan, tijorat banklaridagi umumiy xizmatlar
hajmi, kredit hajmi, depozitlar va boshqa bank xizmatlari hajmining keskin
ko‘tarilganini ko ‘rishimiz mumkin.

—o— Umumiy Xizmat Hajmi (mlird UZS)/q —®- Yillik O'sish Sur'ati{%)
300000 —e— Kredit Hajmi (mird UZS) // \
—e— Depozitlar Hajmi (mlrdIUZS) -17
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3-rasm. O‘zbekiston Respublikasida bank xizmatlari hajmi
(2016-2024-yillar, mird so‘mda)*®

Yugoridagi 3-rasmda 2016-yildan 2024-yilgacha O‘zbekiston Respublikasida
aholiga ko‘rsatiladigan bank xizmatlari hajmi va o‘sish sur’ati tasvirlangan. Statistik
ma’lumotlarga ko‘ra umumiy xizmat hajmi 2016-yilda 100mlrd so‘m bo‘lgan
bo‘lsa, 2024-yilga kelib bu ko‘rsatkich 310 mlrd so‘mga yetgan. Shuni ham
ta’kidlab o‘tish kerakki, kredit hajmi 2016-yilda 75 mlrd so‘mni tashkil etgan bo‘lsa,
2024-yilga kelib bu ko‘rsatkich 235 mlrd so‘mga, 3 barobardan ko‘proq oshganini
ko‘rishimz mumkin. Depozitlar haymi 2016-yilda 25 mlrd so‘m bo‘lgan bo‘lsa,
2024-yilga kelib 75 mlrd so‘mga yetgan. Yillik o‘sish sur’ati 2016-yilda 10 %
bo‘lganini ta’kidlasak, 2018- va 2019-yillarda ancha yuqori bo‘lib, 2020-yildan
2024-yilgacha yana 10-13 % oralig‘ida izchil bo‘lib qolgan. Yuqoridagi rasmdan
ko‘rinib turibdiki, O°zbekistonda bank xizmatlari hajmi, kreditlar hajmi va
depozitlar hajmi izchil ravishda oshib boryapti. Har yili o*sish sur’ati bir oz o‘zgarib

2 https://cbu.uz/en/statistics/
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turgan bo‘lsa-da, umumiy trend doimiy o°‘sishni ko‘rsatmoqda. Bu O‘zbekistonning
bank sektori rivojlanayotganligini va aholining bank xizmatlariga bo‘lgan talabi
oshayotganligini ko‘rsatadi.

Shu o‘rinda, hozirgda bank xizmatlari bozorini yanada rivojlantirish va
modernizatsiya qilish maqgsadida an’anaviy marketing strategiyalaridan tashqari
zamonaviy yondashuvlarga asoslangan marketing strategiyalarini qo‘llash muhim
ahamiyat kasb etmoqda. Bu mijozlar oqimining ko‘payishi va banklar tushumining
keskin oshishiga sabab bo‘ladi.

Zamonaviy marketing strategiyasi bu an’anaviy marketing yondashuvlaridan
farqli ravishda, ragamli texnologiyalar, iste’molchilarning xulg-atvori va bozor
talablariga asoslangan marketing usullarini o‘zida mujassam etuvchi, raqamli
ma’lumotlarga asoslangan qarorlar gabul qilish, mijozlar bilan uzoq muddatli
aloqalar o‘rnatish va moslashuvchan yondashuv tamoyillariga asoslangan samarali
marketing strategiyasidir®*. Zamonaviy marketing strategiyasi doimiy ravishda
o‘zgaruvchan va rivojlanayotgan bozor sharoitlariga moslashishni talab qiladi.
Yangi texnologiyalarni va tendensiyalarni kuzatib borish, ma’lumotlarga asoslangan
qarorlar gabul qilish va mijozlar bilan doimiy alogada bo‘lish zamonaviy
marketingning muhim jihatlaridan hisoblanadi.

O‘zbekiston Respublikasida tijorat banklarida bank xizmatlar darajasi hamda
marketing xizmatlarini darajasini aniqlash magsadida so‘rovnoma tashkil qilindi.
So‘rovnoma 15 ta savoldan iborat. Savollar xalqaro tajribalarni hisobga olib bank
xizmatlarida marketing xizmatlarini inobatga olgan holda ishlab chiqilgan.
So‘rovnomada 176 ta respondent qatnashib, uning representativligi ham inobatga
olindi.

Bank mijozlarining bank xizmatidan foydalanishiga asosiy sabablari foiz
stavkalari, mahsulot xizmatlari (masalan, mobil banking, kredit imkoniyatlari),
marketing va reklama, mijzolarga xizmat ko‘rsatish hamda bankning obro‘ va
ishonchliligini oz ichiga oladi.

4-jadval
So‘rovnomada gatnashgan respondentlarning bank xizmatlarini tanlashiga
ta’sir etuvchi omillar (2025 yil holatiga ko’ra)*’

Bank mahsulotlarini tanlashingizga qaysi | Jinsingiz

omillar ko‘proq ta’sir qiladi? Ayol Erkak Umumiy
Foiz stavkalari va to‘lovlar 30 47 77
Mahsulot  xususiyatlari  (masalan, mobil | 11 16 27
banking, kredit imkoniyatlari)

Marketing va reklama 3 6 9
Mijozlarga xizmat ko‘rsatish 25 25 50

Obro* va ishonchlilik 8 5 13

Total 77 99 176

Moliyaviy bozorda shakllanadigan talab va taklif kesishmasi ikki tomon ham
o‘z foydalarini maksimallashtirishdan kelib chigadi. Bank va mijoz uchun har

26 D.Sh.Yuldasheva Marketing (2"¢ module “Brand management”) tutorial— Tashkent: 2024 year, 130 pages.

27 To’plangan ma’lumotlar asosida muallif ishlanmasi
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qanday holda foyda olish foiz stavkadan kelib chiqgadi, shuning uchun bank
xizmatlarini tanlashda eng muhim omil bu foiz stavka hisoblanadi, so‘rovnoma
natijasi ham mazkur gipotezani tasdiglamoqda.

So‘rovnomada qatnashgan 77 respondent bank xizmatlaridan foydalanishda
foizlar omilini muhimligini ko‘rsatishgan, fikrimizcha, bank xizmatlari marketingini
har qanday vositasida foizlar asosiy maqgsad bo‘lishi talab etiladi.

Marketingda reklama qilishning bir nechta asosiy vositalari keng qo‘llaniladi
xususan, bank xizmatlarini reklama qilishda hozirgi kunda ijtimoiy tarmogqlardan
faol foydalanilmoqda.

5-jadval
So‘rovnomada qatnashgan respondentlarning bank xizmat turlariga oid
xabar va takliflar bo‘yicha reklamalar turlari bo‘yicha ma’lumot (2025 yil
holatiga ko’ra)*®
Bank xizmat turlariga oid xabar va takliflar | Jinsingiz

bo‘yicha reklamalarni qanday turlari Ayol Erkak Umumiy
Ashyoviy tovar bezagidagi reklama 1 0 1
Bank mobil ilovasi, internet portallar 18 24 42
Bosma reklama (gazeta, jurnal, buklet) 1 0 1
Ijtimoiy messendjerlar (Telegram, Watsapp) 14 19 33
Ijtimoiy  tarmoqlar  (Facebook, Twitter, 25 14 59
Instagram)

Mobil marketing reklamasi (Sms, mms) 5 8 13
Radio, televideniye reklamasi 6 2 8
Transport vositalaridagi reklamalar 2 3 5
Video portallar (You tube, My tube) 5 9 14
Total 77 99 176

So‘rovnomada qatnashgan respondentlardan 59 kishi bank xizmat turlariga oid
xabar va takliflar bo‘yicha reklamalarni ijtimoiy tarmoqlar, jumladan, Facebook,
Twitter, Instagramdan olishi ma’lum bo‘ldi.

Bank mobil ilovasi, internet portallari orqali bank xizmat turlariga oid xabar va
takliflar bo‘yicha reklamalarni 176 respondentdan 42 tasi, ya’ni foiz hisobida 24 %
kuzatib borishi aniglandi.

Bu esa o‘z navbatida hozirgi kunda bank xizmatlari bo‘yicha reklamalar
ko‘proq raqamli texnologiyalar ta’sirida yetkazilinayotganligi oydinlashdi,
marketologlardan mazkur segmentda doimiy faollik talab qilinishi tabiiy hol sifatida
qaralishi, SMM xizmatlari ortib borayotganligi bilan izohlanadi.

Banklar mijozlarga 24/7 xizmat ko‘rsatishni tashkil qilishlari, shuningdek,
tezkor va samarali xizmatlar yaratishlari zarur. Mijozlar bilan doimiy alogada
bo‘lish, ularning ehtiyojlarini aniqlash va ularga eng yaxshi yechimlarni taklif qilish

28 To’plangan ma’lumotlar asosida muallif ishlanmasi
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muvaffaqiyatli marketingning asosiy qismidir.

Feedback tizimlarini joriy etish orqali mijozlarning fikrini muntazam ravishda
olish va xizmat sifatini doimiy ravishda yaxshilash zarur. Bu bankning mijozlar bilan
uzoq muddatli alogalarini mustahkamlaydi va ularning ishonchini oshiradi.

Banklar oz reklama kompaniyalarini faqat ragamli vositalarga garatmasdan,
balki ommaviy reklama vositalari va mahalliy tadbirlarda ishtirok etishga ham
e’tibor qaratishlari kerak. Ommaviy reklama orqali banklar o‘z xizmatlarini keng
auditoriyaga taqdim etishlari mumkin.

Televizor, radio va gazetalar orqali bank xizmatlarini kengroq targ‘ib qilish va
yangi mijozlarni jalb qilish mumkin. Shuningdek, banklar mahalliy festivallarda,
sport tadbirlarida va boshqa jamiyat faoliyatlarida ishtirok etishlari, mijozlar bilan
bevosita alogada bo‘lishlari zarur.

Banklar, shuningdek, sponsorlash va xayriya tadbirlarida faol ishtirok etish
orgali 0z brendini 1jobiy nuqtayi nazardan ko‘rsatishlari mumkin.

Raqamli marketing tizimini takomillashtirishda yuqoridagi model bank
xizmatlari bozoridagi mijoz xatti-harakatlarini aniqlash va ularni magsadli
segmentlarga ajratishning nazariy asosini tashkil etadi. Klasterlash jarayonida
mijozlarning demografik, xulqiy va ragamli faollik ma’lumotlari o‘zaro bog‘langan
ko*p o‘lchovli vektorlar sifatida tahlil qilinadi. Sun’1y intellekt asosidagi algoritmlar
(masalan, K-means yoki iyerarxik klasterlash) orqali shakllantirilgan segmentlar har
bir mijoz toifasiga mos individual marketing strategiyalarini ishlab chiqish imkonini
beradi. Shu tarzda, bank xizmatlarida ragamli vositalar (ijtimoiy tarmoqlar, mobil
ilova, onlayn reklama)ning nisbiy ta’siri aniq modellashtiriladi va bank
marketingining umumiy samaradorligi oshiriladi. Ushbu modelning amaliy tatbiqi
“O‘zmilliybank” AJ misolida tasdiglanib, mijoz profillashtirish anigligini 35-40
foizgacha oshirgani, natijada marketing xizmatlaridan foydalanish samaradorligi
17,4 foizga ko‘tarilganligi bilan asoslanadi.

Xulosa qilib aytganda, bank xizmatlari marketingining umumiy xususiyati
mijozlarni foizlar orqali jalb qilib, so‘ng uni doimiy mijozga aylantirishi mumkin.
Shuningdek, bank xizmatlari marketingi bankning barcha xizmatlari uchun offline
va online xizmatlari uchun amalga oshiriladi. Matematik va statistik formulalarga
asosan 95 foiz ishonch intervali bo‘yicha hozirgi kunda Respublika aholisidan bank
xizmatlaridan foydalanuvchilarning 60 foizidan 80 foizigacha gandaydir son qoyib
bo‘lganlar mobil ilovasidan keng va samarali foydalanmoqgda. Bu esa 0z navbatida
bank xizmatlari marketingini ham mazkur tendensiyaga moslashishi zarurligini
anglatadi.

Dissertatsiyaning “Raqamli marketing vositalarini rivojlantirish yo‘llari”
deb nomlangan uchinchi bobida ragamli marketing vositalarini bank xizmatlari
bozorida qo‘llash yo‘nalishlari, ragamli marketing vositalaridan innovatsion
yondashuvlar asosida bank tizimida foydalanish imkoniyatlari va Raqamli
marketing vositalari orqali bank xizmatlarini rivojlanishini ko‘p omilli
prognozlashni takomillashtirish yoritib berilgan.

Tijorat banklari iste’molchilarning xizmatlarga bo‘lgan talabni real baholash,
auditoriyani yaxshi tushunish, pul yo‘qotish xavfini kamaytirish, rejalar
takrorlanishining oldini olish, bozor ulushini aniglash, inson resurslarini
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optimallashtirish, maqsadga erishish uchun zarur bo‘lgan harakatlarni aniq
belgilash, zamonaviy marketingning eng samarali vositalarini tanlash, reklama
byudjetidan oqilona foydalanish, jamoani birlashtirish va harakatning yagona
yo‘nalishini belgilash uchun ham zamonaviy marketing strategiyalarini ishlab
chiqish usullarini takomillashtirish muhimdir.

| SEGMENTATSIYALASH VA SHAXSIYLASHTIRISH
| RAQAMLI VA MOBIL BANKING
KONTENT MARKETING
UTIMOIY MEDIA MARKETINGI (SMM)
(j QIDIRUV MEXANIZMINI OPTIMALLASHTIRISH (SEO)

| MIJOZ TAJRIBASINI YAXSHILASH (CX)

4-rasm. Tijorat banklari qo‘llashi kerak bo‘lgan raqamli marketing
strategiya turlari®

Bizning fikrimizcha, bank moliya xizmatlari bozorida zamonaviy marketing
strategiyasining quyidagi turlaridan-segmentatsiyalash va shaxsiylashtirish
(segmentation and personalization), ragamli va mobil banking (digital and mobile
banking), kontent marketing (content marketing), ijtimoiy media marketingi (social
media marketing), qidiruv mexanizmini optimallashtirish (search engine
optimization), mijozlar tajribasini yaxshilash (customer experience enhancement) va
innovatsion texnologiyalardan foydalanish magsadga muvofiq, deb topildi.

Bizning fikrimizcha, tijorat banklarida raqamli transformatsiya sharoitida
innovatsion marketing strategiyalariga ta’sir qiluvchi (influencer) marketing,
kontaktsiz banking xizmatlari (AR-augmented reality va VR-virtual reality), sun’iy
intellekt va ovozli marketing (AI/VM), hayajonli va interaktiv marketing
(immercive/interactive), mahsulotni shaxsiylashtirish (hyper personalization),
mijozlar ishtirokiga asoslangan marketing (customer engagement), ekologik va
jjtimoly mas’uliyat marketingi (socio-ecological) va Blockchain va Web 3
texnologiyalari marketingi vositalarini qo‘llash samarali foyda berishini
ko‘rishimiz mumkin. Quyidagi 6-jadvalda ragamli marketing vositalari va ularning
mazmun-mohiyati yoritilganini ko‘rishimiz mumkin.

29 Muallif ishlanmasi.
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6-jadval

Raqamli marketing vositalari va ularning mazmuni*

Marketing strategiyalari
nomi

Mazmuni

IM-influencer marketing
(Ta’sir qiluvchi

Mahsulot yoki xizmatni targ‘ib qilish uchun ta’sir kuchiga ega
bo‘lgan shaxslar (blogerlar, mashhurlar, ekspertlar) orqali

marketing) amalga oshiriladigan marketing strategiyasidir
Kontaktsiz banking Mijozlarga bank xizmatlaridan foydalanish uchun shaxsan
xizmatlari (AR- bankka tashrif buyurishga hojat qoldirmaydigan tizimdir
augmented reality) va
(VR-virtual reality)

Sun’iy intellekt va ovozli
marketing (Al-artificial
intelligence and VM-
voice marketing)

Al mijozlar bilan alogani avtomatlashtirish, shaxsiylashtirish

va optimallashtirish imkonini bersa, ovozli marketing ovozli

buyruglar va interaktiv texnologiyalar orqali auditoriyani jalb
qilishga yordam beradi

Hayajonli va interaktiv
marketing (IM-
immersive and

interactive marketing)

Mijozlarni to‘liq virtual yoki aralash haqiqat muhitiga jalb
qilish orqali brend bilan yanada yaqinroq bog‘lanishini
ta’minlaydi

Mahsulotni
shaxsiylashtirish (HP-
hyper personalization)

Sun’iy intellekt (AI), katta ma’lumotlar (Big Data) va real
vaqt tahliliga asoslangan yondashuv bo‘lib, har bir mijozning
individual ehtiyojlari va xohishlariga moslashtirilgan
mahsulot yoki xizmatlarni taklif qilish jarayonidir

Mijozlar ishtirokiga
asoslangan marketing
(CEM- customer
engagement marketing)

Mijozlar bilan uzoq muddatli, mustahkam va interaktiv
aloqgalar o‘rnatish orqali ularning brendga bo‘lgan sadoqgatini
oshirishga qaratilgan marketing strategiyasi

Ekologik va ijtimoiy
mas’uliyat marketingi
(SEM-socio-ecological

Biznes va tashkilotlarning atrof-muhit va jamiyat oldidagi

javobgarligini hisobga olgan holda marketing strategiyalarini
olib borishidir

marketing)
Blockchain va Web3 Blockchain — bu markazlashmagan (decentralized), shaffof va
Marketing o‘zgartirib bo‘lmaydigan ragamli reyestr texnologiyasidir.

Web3 — bu blokcheyn, markazlashmagan ilovalar (DApps),
tokenizatsiya va smart-kontraktlar asosida qurilgan yangi
internet modelidir

Bank xizmatlari sohasida raqamli marketing vositalaridan foydalanish nafagat
yangi mijozlarni jalb qilish, balki mavjud mijozlar bilan uzoq muddatli va samarali
munosabatlarni shakllantirishda muhim ahamiyat kasb etadi. Ushbu jarayonda
raqamli marketing, shaxsiylashtirilgan xizmat ko‘rsatish, mijozlar segmentatsiyasi
va sun‘iy intellekt kabi innovatsion yondashuvlar asosiy o‘rinni egallaydi.

30 Muallif ishlanmasi.
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Raqgamli texnologiyalar, jumladan, keng tarqalgan kontaktsiz xizmatlar, bank
xizmatlari bozorida inqgilob gilmogda. O‘zbekiston Respublikasi bank xizmatlari
bozorida e’tibor ragamli texnologiyalarni faol qo‘llab-quvvatlashga, jumladan,
Augmented Reality (AR) va Virtual Reality (VR) texnologiyalaridan
foydalanish orqali mijozlarga yanada qulay va innovatsion xizmatlarni taklif
etishga qaratilgan. Ushbu texnologiyalar bank xizmatlari uchun yangi imkoniyatlar
yaratib, mijozlar bilan o‘zaro aloqalarni yaxshilashga yordam berishi ko‘zda
tutilgan.

Sun’iy intellekt (AI) va ovozli marketing (Voice Marketing - VM) so‘nggi
yillarda ragamli marketingda katta o‘zgarishlarga sabab bo‘lmogda. Bu
texnologiyalar bank xizmatlari sohasida yangi imkoniyatlar yaratib, mijozlar bilan
o‘zaro alogani yanada samaraliroq qilishga yordam bermoqda. Al va VM
banklarga  mijozlar  ehtiyojlarini  yaxshiroq  tushunishga, xizmatlarni
shaxsiylashtirishga va o‘zgaruvchan bozor sharoitida raqobatbardoshlikni
oshirishga imkon yaratmoqda. O‘zbekiston Respublikasidagi tijorat banklari uchun
bu texnologiyalarni joriy etish katta afzalliklarga ega. Jumladan, SI yordamida
mijozlarga onlayn chat-botlar orqali 24/7 yordam taqdim etish mumkin bo‘lsa,
ovozli marketing (VM) yordamida mijozlar bank xizmatlari haqida tez va oson
tarzda ma’lumot olishlari mumkin bo‘ladi. Mijozlar ovozli yordamchi orqali o‘z
hisoblari haqida savollar berishlari, yangi kredit yoki depozit mahsulotlari haqida
so‘rashlari mumkin. Ovozli yordamchi, mijozlarning so‘rovlariga to‘g‘ridan-
to‘g‘ri javob beradi, bu esa mijozlarga qulaylik yaratadi. Shuningdek, imkoniyati
cheklangan mijozlarga xizmatlardan foydalanish imkoniyati yanada ortadi.

7-jadval
Hozirgi vaqtdagi raqamli marketing vositalari qo‘llanilish holati*!
Hozirgi kundagi muammo AR va VR | Muammoni bartaraf etish
qo‘llanilish imkoniyati
holati
Mijjozlarga xizmatlarning noaniq | Mijozlar bilan | Mijozlarga  xizmatlar 3D
tushuntirilishi va murakkabligi interaktiv xizmat | ko‘rinishida taqdim etilishi,

tagdimoti (AR) interaktiv formatda tushuntirish
va ko‘rsatmalar berilishi

Mijozlarga kredit olish va boshqa | Masofaviy Bank xizmatlari haqida batafsil
bank xizmatlari bo‘yicha | ta’lim va | ma’lumotlarni VR yordamida
ma’lumotlarning yetishmasligi treninglar (VR) tajriba  sifatida  o‘rgatish,

masalan, kredit olish jarayonini
virtual tarzda ko‘rish

Bank filiallariga borishga | Virtual filiallar | Virtual filiallar orqali mijozlar

imkoniyati bo‘lmagan yoki chekka | va xizmatlar | bank xizmatlaridan masofadan,

hududlarda yashovchi mijozlarga | (VR) ularning  xohishiga  ko‘ra

xizmat ko‘rsata olmaslik foydalanish imkoniyatini
yaratish

31 Muallif ishlanmasi.
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Bugungi globallashuv va ragamli transformatsiya sharoitida bank tizimining
barqarorligi va uning moliyaviy salohiyati iqtisodiy o‘sishning asosi bo‘lib xizmat
qilmoqgda. Ayniqgsa, tijorat banklari faoliyatining samaradorligi bevosita ularning
resurslar bazasining likvidligi va boshqaruvdagi aniqlik darajasiga bog‘liqdir. Bank
resurslarining harakatlanishini bashoratlash orqali nafaqat ichki moliyaviy
siyosatni optimallashtirish, balki risklarni minimallashtirish va marketing
strategiyalarini ongli asosda shakllantirish imkoniyati yaratiladi.

Zamonaviy prognozlash metodlarining, jumladan, ARIMA (Autoregressive
Integrated Moving Average), ARDL (Autoregressive Distributed Lag), MLE
(Maximum Likelihood Estimation) hamda kointegratsion testlarning qo‘llanilishi
orgali bank xizmatlarining rivojlanishini sifat jihatidan yangi bosqichga olib
chiqish mumkin. Aynan shu tamoyillardan kelib chiqib, ushbu bobda zamonaviy
ekonometrik modellar asosida bank aktivlarining likvidliligi va ularning
kelajakdagi dinamikasini prognozlash bo‘yicha izchil ilmiy yondashuv taklif
qilinadi.

ARDL modeli statsionar bo‘lmagan o‘zgaruvchilar bilan ishlashda va
kointegratsiya tahlillarini o‘tkazishda aynigsa qimmatlidir*>. An’anaviy regressiya
modellari statsionar bo‘lmagan ma’lumotlar uchun mos emas, chunki ular ishtirok
etadigan o‘zgaruvchilar barqaror munosabatlarga ega, deb taxmin qilinadi.

l m l

Ye = Bor + z B1iX1e—q + Z BaiX2i 1 + Z B3iX3:_1
1 0 1

Ko‘rsatkichlarning nolinchi tartibli integrallashgan qatori statsionar bo‘lishi
eng kichik kvadratlar metodi bo‘yicha regressiya modelidan foydalanish
imkoniyatini beradi. Agar barcha birinchi tartibli qatorda statsionar deb qaror qilinsa
ishonchlikka garab regressiya yoki ARDL qo‘llanilishi mumkin.

Tanlab olingan ARDL modeli bo‘yicha hisoblangan 8 vyillik prognoz
natijalarini quyidagicha talqin qilishimiz mumkin (8-jadval).

8-jadval
“O‘zmilliybank” AJ ko‘rsatkichlarining ARDL metodi orqali
2026-2030-yillardagi prognoz qiymatlari, mlrd so‘m>
Yillar ‘ Depositlar, mlrd so‘m ‘ Kreditlar, mlrd so‘m
Haqiqatda
2025 | 37977 | 108593
Prognoz qiymatlari

2026 43854 117250

2027 50142 128637

2028 58324 139874

2029 67530 150234

2030 78523 159874

32 Ghouse, Ghulam, Saud Ahmed Khan, and Atiq Ur Rehman. "ARDL model as a remedy for spurious regression:
problems, performance and prospectus.”" (2018): 1-29.
33 ARDL modeli asosida muallif tomonidan ishlab chigilgan.
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ARDL metodi asosida olib borilgan tahlilimiz, uning ahamiyatliligini bir qator
testlarda, xususan, Dickey-Fullar, Portmanteau, Brosh-Pagan testlari asosida to‘liq
tekshirilib, prognoz qiymatlarini ishonchli ekanligi tasdiglandi.

Bank xizmatlari sohasida zamonaviy marketing strategiyalaridan foydalanish
nafaqat yangi mijozlarni jalb qilish, balki mavjud mijozlar bilan uzoq muddatli va
samarali munosabatlarni shakllantirishda muhim ahamiyat kasb etadi. Ushbu
jarayonda raqamli marketing, shaxsiylashtirilgan xizmat ko‘rsatish, mijozlar
segmentatsiyasi va sun’ly intellekt kabi innovatsion yondashuvlar asosiy o‘rinni
egallaydi.

XULOSA

Ragamli marketing vositalaridan foydalanishni takomillashtirish mavzusidagi
ilmiy-tadqiqot ishi asosida olingan natijalar tahlilida quyidagi ilmiy xulosa va
tavsiyalar ilgari suriladi:

1. Marketing bo‘yicha olib borilgan tadqiqotlarga ko‘ra, marketingning asosiy
jihatlari, raqamli marketing vositalari tushunchasining evolyutsiyasi va marketing
vositalariga berilgan zamonaviy ta’riflarga e’tiborimizni qaratishimiz lozim.
Ragamli marketing vositalari mamlakatimizda faoliyat yuritayotgan tijorat banklari
faoliyatida qo‘llanilishiga ehtiyoj bildirmoqda. Ragamli marketing an’anaviylikdan
farqli ravishda butunlay ragamli texnologiyalarga va kreativlikka yo‘naltirilgan
yondashuv deb xulosa qilishimiz mumkin.

2. O‘zbekistonning marketing sohasida qo‘llanilayotgan an’anaviy va raqamli
vositalar qo‘llanilish uyg‘unligi bilan ajralib turishi, ularning har biri turli
iste’molchilar segmentlarini qamrab olishda hal qiluvchi rol o‘ynayotganini
ko‘ramiz. Shu o‘rinda, ishlab chigarish hamda xizmat ko‘rsatish sohasida marketing
vositalarini qo‘llash samaradorligi ilmiy asoslanib, mamlakatimiz ushbu ilmiy
yondashuvlar asosida marketing vositalarini tushunish, ishlab chiqish va amalga
oshirishda muhim ahamiyat kasb etmoqda. O‘zbekiston rivojlanishda davom etar
ekan, barqaror o‘sish va muvaffaqiyat uchun marketingni rivojlantirishga qaratilgan
ilmiy yondashuvlar, amaliyotidagi moslashuv va innovatsiyalar muhim hisoblanadi.

3. Ragamli marketing vositalari asosida bank xizmatlari bozorini
rivojlantirishning uslubily asoslari moliya institutlarining barqaror o‘sishi va
muvaffaqiyati uchun hal qiluvchi ahamiyatga egaligini ta’kidlashimiz zarur.
Ragamli transformatsiyani qo‘llash, ma’lumotlar tahlilidan foydalanish va
mijozlarga yo‘naltirilgan yondashuvlarga ustuvor ahamiyat berish orqali banklar
o‘zlarining bozordagi ishtirokini oshirishlari va iqtisodiy rivojlanishga sezilarli hissa
qo‘shishlari mumkinligini ko‘rishimiz mumkin. Bank sohasi rivojlanishda davom
etar ekan, raqamli marketing vositalarining qo‘llanilishi va mijozlar ehtiyojini
qondirish mamlakat iqtisodiy bargarorligining asosiy omili bo‘lib qoladi.

4. Xorijiy mamlakatlarning ilg‘or texnologiyalari va innovatsion yondashuvlari
bank xizmatlarini ragqamli platformalar orqali kengaytirish, mijozlarning
ehtiyojlarini yaxshiroq qondirish va tezkor xizmat ko‘rsatish imkonini beradi.
Shuningdek, shaxsiylashtirish va ragamli marketing strategiyalari mijozlar bilan
yanada yaqinroq aloqalar o‘rnatishga yordam beradi, bu esa ularning sadoqatini
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oshiradi. O‘zbekiston bank tizimi ham ushbu tajribadan foydalanib, zamonaviy
marketing strategiyalarini joriy etish orqali raqobatbardoshlikni oshirishi va mijozlar
bilan samarali munosabatlar o‘rnatishi magsadga muvofiq bo‘ladi. Bu jarayonda
raqamli marketingga investitsiya qilish, mijozlarning individual ehtiyojlariga e’tibor
qaratish va raqamli texnologiyalardan foydalanish muhim ahamiyat kasb etadi.

5. Iste’molchilarning xulg-atvorini o‘rganish jarayonida Toshkent shahrida
xizmat ko‘rsatuvchi subyektlar tomonidan foydalanilayotgan raqamli marketing
kanallari bo‘yicha 2024-yilda olib borilgan tadqiqotlar natijasiga ko‘ra, Instagram
platformasi eng mashhur bo‘lib, ko‘plab tadbirkorlar va xizmat ko‘rsatuvchilar
uchun asosiy reklama vositasi hisoblanadi va 40 % foydalanuvchilar ushbu
platformadan ish faoliyatlari davomida foydalanadilar. Qidiruv tizimlari reklamalari
orasida Google Ads yetakchi bo‘lib, 50 % subyektlar undan foydalanmoqda. Google
Ads orqali magsadli auditoriyaga yetib borish imkoniyati yuqori bo‘lgani uchun
keng qo‘llanilmoqda. Facebook platformasi ko‘proq kattaroq auditoriyani jalb qilish
uchun ishlatiladi va 25 % subyektlar tomonidan foydalaniladi. Yosh avlodni jalb
qilish uchun TikTok’da 20 % subyektlar video kontent ishlab chigmoqda.
Professional xizmat ko‘rsatuvchilar, B2B kompaniyalar LinkedIn orqali biznes
aloqalarini mustahkamlash va professional tarmoqni rivojlantirish magsadida
foydalanadi. Ushbu platformadan 10 % subyektlar foydalanmoqda. Bundan tashqari
E-mail Marketing, Video Marketing, Mahalliy va Onlayn OAV kabi kanallar ham
samarali foyda keltirmoqda.

6. Tijorat banklari iste’molchilarning xizmatlarga bo‘lgan talabni real
baholash, auditoriyani yaxshi tushunish, pul yo‘qotish xavfini kamaytirish, rejalar
takrorlanishining oldini olish, bozor wulushini aniqlash, inson resurslarini
optimallashtirish, maqsadga erishish uchun zarur bo‘lgan harakatlarni aniq
belgilash, ragamli marketingning eng samarali vositalarini tanlash, reklama
byudjetidan oqilona foydalanish, jamoani birlashtirish va harakatning yagona
yo‘nalishini belgilash uchun ham ragamli marketing vositalaridan foydalanish
muhimdir.

7. Hozirgi kunda O‘zbekiston tijorat banklari bozor segmentatsiyasi, mahsulot
differensiatsiyasi, narx siyosati va raqobat strategiyalari kabi asosiy marketing
strategiyalarini samarali qo‘llab kelmoqda. Bu strategiyalar mijozlarga xizmat
ko‘rsatishni yaxshilash va raqobatbardosh ustunlikka erishishga garatilgan xatti-
harakatlardir. Banklar reklama, PR va mijozlarga xizmat ko‘rsatish kabi vositalardan
foydalangan holda mijozlar bilan samarali alogani o‘rnatishni o‘z oldiga magsad
qilib qo‘ygan. Bu mijozlarning sadoqatini oshirish va yangi mijozlarni jalb qilish
uchun muhimdir.

8. Zamonaviy raqamli texnologiyalar banklarga yangi imkoniyatlar
yaratmoqda. Banklar o‘z mijozlariga web-saytlar va mobil ilovalar orqali xizmat
ko‘rsatishmoqda, ijtimoiy media platformalarida faol ishtirok etishib, e-mail
marketing vositalaridan foydalanishmogda. Banklarning kuchli tomonlari ragamli
marketing vositalarining keng qo‘llanilishi va mijozlarga xizmat ko‘rsatish
sifatining yuqori darajasi hisoblanadi. Biroq, ayrim banklarda marketing
vositalarining yetarli darajada rivojlanmaganligi va innovatsiyalarni joriy qilishdagi
kechikishlar kuchsiz tomonlar sifatida namoyon bo‘lmoqda. Imkoniyatlar yangi
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texnologiyalarni qo‘llash orgali xizmatlar ko‘lamini kengaytirish va raqamli
marketing orqali yangi mijozlarni jalb qilish uchun zarurdir.

9. Tijorat banklarida ragamli transformatsiya jarayonida raqamli marketing
vositalarining qo‘llanilishi banklarning raqobatbardoshligini oshiradi va mijozlarga
yuqori sifatli xizmatlar taqdim etadi. Influencer marketing, AR va VR
texnologiyalari, sun’iy intellekt, ovozli marketing, shaxsiylashtirilgan xizmatlar,
mijozlar ishtirokiga asoslangan marketing, ekologik va ijtimoiy mas’uliyat
marketingi va blockchain texnologiyalari kabi innovatsion yondashuvlar banklar
uchun yangi imkoniyatlarni yaratadi.
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BBEJIEHUE (AnHoTanus auccepranuu Jokropa ¢puiaocopuu (PhD))

AKTYaJlbHOCTh M He00X0AMMOCTh TeMbl AuccepTanuu. B coBpemeHHOM
rJ100aTbHOM JKOHOMHUYECKOM KOHTEKCTE pa3BUTHE pHIHKa OaHKOBCKHX YCIYT
HEPa3pbIBHO CBS3aHO C A(PPEKTUBHOCTHIO MAapKETHHIOBBIX cTpareruid. s
IPUBJICUYCHUS U yAEpKAHUS KIMEHTOB TPEOYIOTCS MHHOBALMOHHBIE MOAXO/bI, TaK
KaK TPaJUIIMOHHBIE MAPKETUHTOBBIC HHCTPYMEHTHI MOTYT OBITh HEA()(PEKTHUBHBIMU
B YCJIOBUSIX OBICTPO MeHstolencs: iugpoBoit cpeapl. CoraacHO OTYETY OJHOTO U3
KpynHelmux amepukanckux OankoB JP Morgan Chase, B 2024 romy mmpoko
UCITIOJIb30BAIMChH OOJBIINE JaHHBbIE U MCKYCCTBEHHBIM MHTEIUIEKT JUJISi M3YUYCHUS
NOTPeOHOCTEH U 3aMPOCOB KIIMEHTOB. AHATU3UPYS TPAH3aKIIMH 110 KapTaM, OHJIaliH-
aKTUBHOCTb M  JIEATEIBHOCTh B COLMAIBHBIX CETAX, OaHK MPEIJIOKUI
NEPCOHANIM3UPOBAHHBIE TIPEMIOKEHH. brarogapst ’TUM COBPEMEHHBIM METO]1aM
YAAIOCh COKPaTUTh MAapKETUHIOBbIE pacxolpl Ha 20% M MOBBICUTH JIOSUIBHOCTH
KIUEHTOB.  [loaTOMy  yCOBEpIIIEHCTBOBAHHME  HUCIIOJIB30BaHUS  HHU(PPOBBIX
MapKETUHTOBBIX HHCTPYMEHTOB, OCOOCHHO Ha PhIHKE OAHKOBCKHUX YCIYT, SIBJISETCS
OJIHOM U3 aKTyaJIbHBIX 3a]1a4.

B ycroBusx rinobanuzanuM M YCKOPEHHOM 1UGpOBU3AIMU  BEIyTCS
WCCJIEIOBAHMSI, HAIpPABJIEHHbIE HAa Pa3BUTHE pPbIHKA YCIYyI C HCIOJIb30BaHUEM
IU(POBBIX MAPKETUHIOBBIX UHCTPYMEHTOB. B yacTHOCTH, B OAHKOBCKOM CEKTOpE
HaOJIOAaeTCsl BHEIPEHUE KOHILENIMK UU(POBOrO MApKETHHIa, 4YTO Tpedyer
IIPOBEJICHUS CUCTEMHBIX HayUHbIX UCCIIEIOBaHU, HAallpaBJIEHHbBIX HAa oOecreueHne
HACeJICHUS] KauyeCTBEHHBIMU HU(PPOBBIMU (HMHAHCOBBIMHU YCIYTaMH, TMOIACPKKY
HKOHOMUYECKUX MHTEPECOB MOTPEOUTENEH U pa3BUTHE HUPPOBOr0 MapKETUHIa B
chepe OAHKOBCKHUX YCIIYT.

Bormpoc pasButusi pbiHKa OaHKOBCKMX yciayr B PecryOnuke Y30ekucran
SBJIIETCS OAHUM U3 NPUOPUTETHBIX, U 0CO00E€ BHUMAHUE YAENAETCS Pa3BUTHIO
nM(ppoBbIX OAHKOBCKUX yciyT. B 3710l oOmactu npunsro 6osiee 30 HOpMAaTUBHO-
MIPaBOBBIX aKTOB, KOTOPHIE YCTAHABIIMBAIOT 3aJa4H JJIsl BCEX OTpaciieil SKOHOMUKHU.
"B mocnenHue TOABI POCT JAOCTYMHOCTH IMGPOBBIX (PUHAHCOBBIX YCIYT H
BO3MOYKHOCTH WX HCIIOJIb30BaHUS MO3BOJSIOT MWUIMOHAM KJIMEHTOB 0O€30MacHO
OCYILECTBIIATh odulMaibHbIe ITU(pOBLIe (PrHAHCOBLIE oniepanuu’. B cBs3U ¢ ATUM
BOKHBIM HAyYHBIM HAMpaBICHUEM SBIISIETCS CHM)KEHHE POJM YeJIOBEYECKOIO
dakTopa B yiydlleHUM OAHKOBCKMX YCIyr, MOJEpHU3ALMUs, BHEJIPEHUE
COBpeMeHHOU 11 poBoN HHGPACTPYKTYphl B OAaHKHU, Pa3BUTUE TUCTAHIIMOHHBIX
OAHKOBCKMX YCIYyr M BHEJIPEHHE NEPEIOBBIX OAHKOBCKUX YCIYI Ha OCHOBE
IU(PPOBBIX TEXHOJIOTHH.

JluccepTallMOHHOE UCCJIEIOBAHWE HANPAaBICHO HA BBIIIOJHEHHE 3ajady,
ONpENICICHHBIX B HOPMAaTHMBHO-NPABOBBIX aKTaX, Takux Kak yka3 IIpesupeHra
PecryOomuku V36ekuctan ot 28 ssuBaps 2022 roga "O crparterun pa3sutust HoBoro
V36ekucrtana Ha 2022-2026 roner" (I1d-60), nocranosnenue ot 17 despansa 2021
roga "O wmepax MO CO3JAaHUIO YCIOBUW JUISI BHEAPEHUS MCKYCCTBEHHOIO
untemiekta" (I1K-4996) u yka3 Ilpesunenta Pecniyonuku Y30ekuctan ot 12 mas
2020 roga "O crtpareruu pedopMupoBaHUsI OaHKOBCKOM cuCTeMbl PecryOnmku
V36ekuctan Ha 2020-2025 roaer" (I1D-5992).
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CooTBeTcTBHE HUCCJIEIOBAHNS NPHOPUTETHBIM HANPABJIEHUSM Pa3BUTHS
HAYKH M TexHosiorui PecmyOuauku. J[aHHOE OHCCEPTALIMOHHOE HMCCIIEIOBAHUE
BBITIOJTHEHO B COOTBETCTBUHU C MPUOPUTETHBIM HAIPABICHUEM PA3BUTUSI HAYKHU U
texHonoruid PecnyOnuku B obnactu . "JleMokpatnueckoe U MpaBOBOE pa3BUTHE
o0IecTBa, MOPATBHO-3THYECKOE H KYJBbTYPHOE pa3BUTHE, (OPMUPOBAHUE
MHHOBAIIMOHHON SKOHOMUKH."

YpoBeHb H3yYeHHOCTH MNpodJjeMbl. HayuHo-TeopeTHueckue M Hay4dHO-
METOIUYECKHUE aCMEeKThl  HCIOJIb30BaHUS IU(PPOBBIX ~ MapPKETUHTOBBIX
HHCTPYMEHTOB B KOMMEpUYECKUX OaHKaX HalUIM OTpaK€HHWEe B HAyYHBIX
pa3paboTkax MHOTOUYMCIICHHBIX 3apyOeKHBIX yueHbIX-Mapketosoros: ®.Kotiep,
. Yuen, I'lllapma, C.Manxotpa, C.XKaitn, IL.I'apr, b.®an, II.XoHHanm,
M.Kapnentep, C.I'epnunr, C.JIeccmann, X.JIro, B.Illankap, 1. Kum, ['.Tan, B.JIum,
A.Cwmurt, . Yaddu, Jx.JIu, P.bancan, [1.Bepma u qpyrux y4eHbIx.

Taxxke B paGortax yuenbix crpaH CopapyxectBa HezaBucumbix I'ocynapcts,
takux kak A.llleBnskoBa, MW.Kornspesckas, H.Ananenko, J[[.TapaxoBuuy,
M.Camoxosen, 1.Conogeituuk, C.JlobanoBa, M.I'yceliHoBa oTpakeHbl IU(POBBIE
MapKETHUHTOBBIE CTPATETUH, 0AaHKOBCKUN MAapKETHUHT U €TI0 MPUHIIUIIBI.

Takke, B paMKax MOJUTUKU HUPPOBU3ANNN HAIMOHAIBHOM 3IKOHOMUKH,
BOIIPOCHI UCIIOJIB30BaHUs IU(PPOBOro MapKeTUHTa B cepe yCayr, B YaCTHOCTH Ha
phIHKE OAHKOBCKHUX YCIIYyT, HAIIUTM OTPa)KEHHUE B HCCIEIOBAHUIX Y30CKMCTAHCKUX
yuenbix-3koHoMuctoB C. T'ymamoBa, b. beramoBa, M. AGaymnaeBa, bl.
NnbxamoBoii, M. MkpamoBa, M. JI)xymanusizoBoli, Y. XalitmatoBa, A. @arraxona,
. DpramxomkaeBoi, A. AznapoBoit, M. AGaypaxmanoBoii, I1I. J[>xannOekoBoi,
b. Xontypaepa, H. SIxéxonoBa, I'. bekmyponosoii, XK. FOnnamera, O. OpTukosa,
N. Kynnuesa u apyrux.

CBsi3b TeMBbI HMCCJIEI0BAHUSA ¢ HAYYHO-HCCJIEA0BATEILCKMMHU IJIAHAMU
BbICIHIET0 Y4YeOHOro 3aBeJdeHHsl, B KOTOPOM BbINOJHEHA [UCCEPTALUA.
JlaHHast nuccepTalus BBIMOJHEHA B paMKax HAyYHOTO MPOEKTa B COOTBETCTBUU C
HAyYHBIMU  IJIaHaMH  TalIKEHTCKOTO TOCYJapCTBEHHOTO  AKOHOMHYECKOIO
YHUBEPCUTETA.

Heabio uccienoBaHus sIBJAsiETCS pPa3padOTKa HAYYHBIX MTPEAJIOKEHUM U
MPAaKTUYECKUX  PEKOMEHJAlUM 1O  COBEPIICHCTBOBAHUIO  HUCIOJIL30BaHUS
MHCTPYMEHTOB LU(PPOBOro MapKeTHUHra B Y30€KHCTaHE.

3ajaum uccjie10BaHMS:

U3Y4YEHUE HAYYHO-TEOPETHUECKIUX OCHOB KOHIICTIIIUY ITU(POBOTO MAPKETHHTA;

aHaJIN3 BUJOB MHCTPYMEHTOB ITU(POBOTO MAPKETUHTA U UX OCOOCHHOCTEH;

WCCJICIOBAHKE OIBITAa UCTIOIB30BaHUS ITU(POBOTO MapKETHUHTA B 3apyOeKHBIX
CTpaHax;

aHaJIN3 TEKYIIEeTr0 COCTOSHMS HCIIONBh30BaHUSA IM(POBOTO MAapKETHHTa B
V30ekucrane;

OllcHKa (aKTOpPOB, BIUSAIONIMX Ha pa3BUTHE OAHKOBCKUX YCIyr uepes
(G poBOI MapKETUHT;

COITMOJIOTUYECKAsT  OIlEHKAa  COCTOSIHHSI ~ KCIOJIb30BaHHUS  IU(PPOBOro
MapKETHHTa;

OTpeJieSICHUE HaIpaBJICHUN MPUMEHEHUsI [U(GPOBOrO0 MAPKETHHIAa HA PHIHKE

30



OAHKOBCKHX YCIIYT;

OLIEHKAa BO3MOKHOCTEW MpUMEHEHUs! HU(pOBOro MapKeTHHra B OAHKOBCKOMU
CHCTEME Ha OCHOBE MHHOBAIIMOHHBIX MOIX0/I0B;

COBEPIICHCTBOBAHWE  MHOTO(AKTOPHOTO  NPOTHO3UPOBAHMUS  PaA3BUTHS
O0aHKOBCKHUX yCIIyT C UCTIOJIb30BAaHUEM IIU(PPOBOTO MAPKETUHTA.

O0beKTOM MCCIeA0BAHMA JUIA aHalW3a MAapKETUHIOBOW JAESATEIbHOCTU
BbIOpanbl Oanku: AO «O’zmilliybanky», AKb «Asakabank» u AUKB «Ipak yuli
banky.

IIpeameTrom  uWccjieOBaHHMA  SBISIOTCS  COLMAIBbHO-KOHOMUYECKHE
OTHOUIEHUS, BO3HUKAIOIINE B MPOIECCE UCIOJIb30BAHUS IU(DPOBOTr0 MapKETUHTA.

Meroasl ucciaexoBanus. B guccepranMM  MCMONB30BAaHBI  METOBI
CTATUCTUYECKOTO HAOMIOJEHUSI, BBHIOOPOYHOIO aHa/IW3a, CPABHUTEIBHOTO U
IuHamuueckoro  a”anmuza,  SWOT-ananuza,  ompoca,  KOPpPEJIsSLUOHHO-
pPErpecCHOHHOTO aHAIH3a.

Hayuynasi HOBU3HA MCCJIeIOBAHUSI 3AKJII0YAETCS B CJIeIYIOIIEM:

CornacHO METOMOJIOTHYECKOMY TOAXOAY, HSKOHOMHUYECKOE COICpKaHHUE
MOHSITUS «COBPEMEHHBIE MAPKETHUHTOBBIE CTPATETUMN» HAIIPABJICHO HAa 00eCIIeYeHHE
KOHKYPEHTHOTO  MPEUMYIIECTBA,  (OpMHpOBaHME  SMOIMOHAIBHBIX U
WHTEPAKTUBHBIX OTHOIICHWH C TOTPEOMTENSAMH, TPUHATHE HHHOBALMOHHBIX U
THOKUX pEIIeHMI, a TaK)Ke Ha TMOBBIIICHUE PE3yJIbTATUBHOCTH U MAKCUMHU3ALUIO
LIEHHOCTU JJIsl KJIMEHTAa Ha OCHOBE KOMIUIEKCHOIO MOJXOJa. DT TEOPETHKO-
METOJMYECKHE MaTepuaibl HCIOJb30BaHbl IpU pa3paboTke ydyeOHOro mnocoOus
«Mapketunr (Ha ocHoBe aucuUIUIMHBI «Brand management», Monmynb 2)»,
PEKOMEHJIOBAaHHOTO  JJIi  CTYJEHTOB  BBICIIMX y4€OHBIX 3aBEACHUHA IO
HaIpaBJICHUSIM MEHEKMEHTA (110 OTPacysiM U HAIIPaBJICHUSM).

Jlisa aHanu3a moBeleHUs M MOTPEOHOCTEH KIMEHTOB HA PhIHKE OAHKOBCKUX
yciIyr ObUla TpeAsio’keHa WHTEUIEKTyallbHas KjlacTepHas MOJENb IeJIeBOH
CeTMEHTAIlMH, KOTopas yJIyd4lIlaeT TOYHOCTh MPOGMIMPOBAHHS KIMEHTOB OaHKa
(moporoBoe 3HaueHue 35 < PABM <40%).

Ha ocHOBe MHHOBAIMOHHOTO TOJXOMa, KOTOPBIA MO3BOJISET YCTAaHABIMBATH
WHTEPAKTUBHBIE M AMOLMOHAIBHBIE OTHOIICHHUS C KJIMEHTaMH 4Yepe3 MacCOBYIO
NEPCOHANM3AINIO ¥ BHEAPEHUE IIMPPOBOTO MAPKETHUHTA, MPEATIOKEHO YBETHUYCHNE
YPOBHSI HCTIOJIB30BaHMS OAHKOBCKUX ycayT Ha 15—18%.

B pesynprare 3G (PEKTUBHOTO HCHONB30BaHUS HUGPOBOTO MapKETHHTA B
KOMMEpUYECKUX OaHKax pa3paboTaHbl MPOTHO3HBIE [MOKA3aTeI OCHOBHBIX
HampaBieHuil nestenbHOCTH «O‘zmilliybank» no 2030 roma, ocHoBaHHBIE Ha
MOJICJIMPOBAaHUM TOKa3aTesield KpeAUTOBaHuUs, ACTIO3UTOB U MpHUObUIM OaHKa. DTH
NPOTHO3HBIE TIOKa3aTeNyd OBLUTM HCMHOJIb30BaHBl MpH pa3paboTke «JlopoxHoH
KapTel» cTpaternyeckoro pa3Butus AO «O‘zmilliybanky.

IpakTHYecKkune pe3yJbTaThl HCCIEIOBAHUS BKIIOYAIOT:

Ananu3 (QaxTopoB, BIMSIOMIMX HA Pa3BUTHE YCIYT, MPEJOCTaBISIEMBIX KIMEHTaM
Yyepe3 UHCTPYMEHTHI IIU(PPOBOTO MAPKETHUHTA B IEUCTBYIONUX KOMMEPUYECKUX OaHKAX;

Pa3pa60TI<a HOBBIX Hpe}IHO)KCHI/Iﬁ 110 BHCAPCHUIO MHAVBUAYAJIbHBIX MAPKECTHUHI'OBBIX
MOIXOM0B Yepe3 CErMEHTAIMI0 Ha OCHOBE MOTPEOHOCTEH, memMorpaduueckux wu
NCUXOTpapHUUECKUX XapaKTePUCTUK KIMEHTOB OAHKOBCKHX YCIYT;
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AHanu3 nepefoBbIX MAapKETHMHIOBBIX CTPATErwil, UCHOJb3YyEMbIX B OaHKOBCKOM
cekrope Cunramypa, CIIA, FOxuoi Kopeu U apyrux pa3BUTHIX CTPaH, U MPEITI0KEHUS
TI0 UX aJanTaliu Uil 0AHKOBCKOTO CEKTOpa Y30eKHCTaHa,

PeKOMCHI[aL[I/II/I M0 OMHUKAHAJIBHOMY MApKCTUHTY IJIA KOMMCPYCCKHUX 0OaHKOBCKHUX
YCi1yT, KOHTCHT-MApKCTHUHTY JIA OHM3HEC-KIIMEHTOB U pPeKiIIaM€ 4YCpC3 MHTCPAKTHUBHBIC
w1aThOPMBI TSl MOJIOICKHOM ayAUTOPHH.

HapgeskHocTh pe3yJIbTAaTOB HCCJIEI0BAHUS:

MeTonoa0rn4ecKkuii MoAX0A U METOJIbl, UCIIOJIb30BAaHHBIE B UCCIIEIOBAHUH,
COOTBETCTBYIOT MOCTABJIEHHBIM IEJISIM, JaHHBIE OBLIN MOTY4YEHbI U3 0UIIUATBLHBIX
HMCTOYHUKOB, a TaKXE W3 OTKPBITBIX CTATUCTUYECKUX OTYETOB OpraHU3alUu.
PesynbTarsl u pekomeHnanuu 66Ut BHEAPEHbI B MpakTuKy AO «O‘zmilliybanky.

HayuyHas u npakTuyeckasi 3HAYUMMOCTDb Pe3yJbTATOB HUCCJIEI0BAHUS:

HayyHas 3HaYMMOCTBH 3aKJIIOYAETCsl B TOM, YTO MPEIJI0KEHHBIE TEOPETUKO-
METOJMYCCKHE PEKOMEHIAIMH MOTYT CIY)KUTh OCHOBOW JJII TPOBEICHUS
JaNbHENIINX UCCIIEOBAaHUM B 00JIACTH UCIIOIB30BaHUA IIU(PPOBBIX MAPKETHHI OBBIX
WHCTPYMEHTOB B 0AHKOBCKOI1 cepe.

[IpakTrueckass 3HAYMMOCTh 3aKIIOYAETCS B TOM, UTO PE3yJIbTaThI
UCCJIEIOBAaHUSI MOTYT OBITh MCIOJB30BaHbl g Pa3pabOTKH  CcTpaTerui
pedopmupoBanusi 0aHKOBCKOM CHCTEMBI, MOBBIIIEHUS TOMYISPHOCTU OAHKOBCKUX
YCIIYT, a TAaK)Ke JIJIs pa3pab0TKH HOPMAaTUBHO-TIPABOBBIX aKTOB, yKa3oB [Ipe3uaenTa,
pemenuit  Kabunera MUHUCTPOB U JPYrUX HOPMATHUBHBIX JIOKYMEHTOB,
PEryIUPYIONIUX PHIHOK OAHKOBCKUX YCIYT B Y30€KHCTaHE.

BHenpenne pe3yJibTaTOB HCCJIEI0BAHMSI.

CorynacHO METOAOJOTMYECKOMY IOAXOAY, SKOHOMHYECKOE COJAEpKAHUE
MOHSATUSI «COBPEMEHHBIC MAPKETUHTOBBIE CTPATETHI HAMPABJICHO HA 0OECTIieYeHUE
KOHKYPEHTHOTO  TIPEHMYIIECTBA, dbopMHupOBaHWE  OMOIMOHAIBHBIX
WHTEPAKTUBHBIX OTHONIICHWA C TOTPEOUTEISIMHU, TPUHATHEC WHHOBAIIMOHHBIX W
THOKUX PEIICHHA, a TAaKKe Ha TOBBIINICHHE PE3yJbTATUBHOCTH M MAaKCUMU3AIIHIO
IEHHOCTH ISl  KJIMEeHTa. OTH  TEOPETUKO-METOJIUYECKHE  MaTepHuabl
UCIIOJIB30BAIMCH TIPU pa3paboTke ydeOHoro mocodus «MapkeTuHr (Ha OCHOBE
muctuiinHael - «Brand management», Momynb 2)», PEKOMEHJIOBAHHOTO IS
CTYJICHTOB BBICIIMX Y4€OHBIX 3aBEJACHHI IO HAMpPaBJICHHUSIM MEHEIKMEHTa (110
OTpacJsiM U HampaBiieHusIM) (TprKka3 MUHHUCTEPCTBA BRICIIETO0 00pa30BaHMs, HAYKU
1 nHHOBarmi PecyOnuku Y306ekucran ot 29 mast 2024 roga Ne 194).

BHenpenue [MaHHOTO HAy4YHOTO TIPENJIOKEHHUS B TMPAKTHKY IO3BOJIMIO
CTyJIeHTaM TipruoOpecTu Oosee ri1y0OKre 3HAHHS M HABBIKK B 00JACTH MU(PPOBBIX
TEXHOJIOTHA, aHAJIM3a MOTPEOUTEIILCKOTO MTOBECHUS M PRIHOYHBIX MOTPEOHOCTEH,
a TaKk)Ke B MCIIOJb30BAHUH MAPKCTHHTOBBIX METOJOB, OCHOBAHHBIX Ha IU(PPOBBIX
JAHHBIX, IPUHITHH PEIICHUH, OPHCHTHPOBAHHBIX HA YCTAHOBJICHUE JTIOJITOCPOYHBIX
OTHONICHUH ¢ KIWEHTaMH ¥ TPUMCHCHHH COBPEMEHHBIX MapKETHHTOBBIX
CTpPATETUU.

Hcnonb3oBaHne HMHTEIEKTYAJIbHOH KJACTEPHOH MoOJeJId 1eJieBoi
CerMeHTAllUM [IJI1 aHaju3a MOTPEOUTETHLCKOTO IMOBEACHUS U MNOTpeOHOCTEH B
OAHKOBCKOM CEKTOpE C WCIOJIb30BAHMEM COBPEMEHHBIX WHOOPMAIMOHHBIX
TEXHOJIOTUIA TTO3BOJIMIIO TIOBBICUTH TOYHOCThH MPOGUIUPOBAHMS KIMEHTOB OaHKa B
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npeaenax 35 < PABM < 40%. Buenpenue gaHHON MOJENM B MPAKTUKY OaHKa
«O‘zmilliybank» mno3Boiauino  yBeawuuTh A(PGEKTUBHOCTh  UCIIOJIL30BAHUS
MapKETUHTOBBIX yciIyT Ha 17,4%.

BHeapenune MaccoBoil mepcoHadu3anuu 4vepe3 Hu@poBOl MapKETHHI,
KOTOpPbIA  TIO3BOJISIET  YCTAHaBIIMBaTh MHTEPAKTHUBHBIE U  SMOIMOHAJIbHBIC
OTHOUIIEHUS C KJIMEHTaMH, TPEIJI0KUI0O UHHOBAIMOHHBIA MOJX0J K YBEIHMUECHHUIO
UCITOJIb30BaHUsI OaHKOBCKUX yciyr Ha 15—18%. B pesynbrare BHEIpEHUS 3TOrO
nonxona B «O‘zmilliybank» yaanoch yBeanunTh NpuToK KiaueHToB Ha 10,2%.

MopeanpoBanue mnokasartejeid JIesiTeIbHOCTH OaHKa C TOMOIIBIO
3G (HEKTUBHOTO UCMOJIb30BaHUSI U(POBOrO MapKETHUHTA MO3BOJUIIO pa3paboTaTh
IIPOTHO3HBIE MTOKA3aTeIN OCHOBHBIX HaIlpaBiieHU nearenbHocTd «O‘zmilliybanky
a0 2030 roma, 4TO CTaJO OCHOBOM it co3daHus «JlOpOKHOW KapTh»
CTPaTETUYECKOTO pa3BUTHS OaHka (AO HannonanbHslit OaHK
BHEIIHEAKOHOMUYECKOM JiesITeNbHOCTH PecnyOnuku Y30ekucraH, 8 ceHTsops 2025
roga, Ne 26/1-825).

AnpobGanus pe3yJbTaTOB HCCIAeA0BAHNS. Pe3ynbTaThl cciieqoBaHus ObUIH
00CYXJIeHbl Ha 3 MEXIYHApOJHBIX HAyYHO-NPAKTUYECKUX KOH(pepeHuusx u 3
pecnyOJIMKaHCKUX KOH(PEPEHIUAX.

I[Iyonukauuss pe3yabTaToB MHccjaenoBanusi. I[lo Teme auccepranuu
ormyOnuKoBaHO 13 HayyHbIX paboT, B TOM 4Yucjie 3 Hay4dHble CTaTbu B
PEKOMEHJOBAaHHBIX  HAYYHBIX M3JaHUSIX Uil (QUIOCOPCKUX  JTOKTOPCKHUX
quccepTanuii, 4 Hay4YHbI€ CTaThU B MPECTHKHBIX MEXIYHAPOJHBIX KypHalax, a
Takxe 6 Te3UCOB B COOpPHUKAX HAYYHO-TIPAKTUUECKUX KOH(EpEHIIUH.

CTpykTypa u 00beM AUCcepTaluu. /(BccepTanyst COCTOUT U3 BBEACHUS, TPEX IJ1aB,
3aKJIIOUCHHUsSI, CIHMCKA HMCIOJIb30BAHHBIX HMCTOYHUKOB M MpuiaokeHuil. OOumi o0beM
auccepranuu coctasisietr 117 ctpanuil.

OCHOBHOE COJEPXAHUE JUCCEPTALIUUA

Bo BBeneHuum  OOOCHOBBIBAETCS  aKTyaJlbHOCTb UM HEOOXOAUMOCTb
WCCJIEIOBAHUSI, ONPEACIAIOTCS €ro Leib, 3a1aud, o0beKT U npeamer. IlokazaHo
COOTBETCTBHE NPUOPUTETHHIM HANPABJICHUSAM pPa3BUTHS HAYKW M TEXHOJIOTUU
pecnyonuku. IlpeacraBien 0030p 3apyOeKHBIX HCCIEIOBAHUNH TIO TEMe
nuccepranuu. Onycadbl Hay4YHas HOBU3HA U NTPAKTUYECKHUE PE3yJIbTaThl, & TAKKE
HAyYHO-IIPAKTUYECKAs 3HAYMMOCTh TOJYYEHHBIX pe3ysbraroB. [lpuBeneHa
uHbopMalMsi O BHEAPEHUM  pe3yibTaTOB  HUCCIEIOBaHHS B  MPAKTHUKY,
OIyOJIMKOBAaHHBIX pab0Tax U CTPYKTYPHON CTPYKType AUCCEPTALIHH.

B nmepBoit rnaBe guccepranuu: «Hay4yHo-Teopernyeckue OCHOBBI
HHCTPYMEHTOB LHM(POBOro MAapKeTHHIA», pPAacCMaTPUBAIOTCI  HAYYHO-
TEOPETUUECKHE OCHOBBI KOHIENIMH [IU(PPOBOTO MapKETHHTa, BUABI HHCTPYMEHTOB
u(GpPOBOro MAapKETHHra U MX OCOOCHHOCTH, OINBIT MPUMEHEHHUsS] WHCTPYMEHTOB
nM(pPOBOr0 MapKeTMHra B 3apyOeKHBIX CTpaHaxX, a Takxke (QopMyIHpyroTCs
TEOPETUYECKHE BBIBOJIbI B paMKaX IMOCTABJIECHHBIX B UCCIEAOBAHUM 3a/a4.

OBOJIONHS HHCTPYMEHTOB HU(POBOTO MapKETUHTa MEHSAJIACh C TEUEHUEM JIET,
BJIMSISL HA Pa3BUTHE MHHOBAIMM M TEXHOJIOTHM B 00JaCTH IU(PPOBOr0 MapKETUHTA.
Ha pucyHke HWXE€ NOKa3aHO, KaK MEHSJIMCh W pa3BUBAJIUCh WHCTPYMEHTHI
1U(POBOTO MApPKETHUHTA C TeUueHHEeM JeT (puc.l).
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* e-mail * SEO * MOOWJIbHBIH * HCCKYCCTBEH * Blockchain
* BeO calThl * PPC MapKCTHHI HBIH * Web 3
» * COIMAJIbHAS » * KOHTCHT HHTEJUICKT » * 5G
Mema MapKeTHHT * SMM MHTEPHET
* MHTEPHET * uHpIyIHCED
MapKETHHT MapKETUHT

Puc. 1. DBoIIOIMS MHCTPYMEHTOB IUPPOBOro MapKeTunra 34
HNucTpyMeHTB ITUGPOBOrO0 MapKETHHTa MOCTOSHHO MEHSIOTCA C Pa3BUTHEM
texHosoruid. Eciu B mepuoa ¢ 1990-x no 2020-e roapl TakMe MHCTPYMEHTHI, Kak
SEO, kontekctHas pekiiama (PPC), conuanbHbie ceTM U MOOWIBHBIA MAapKETHUHT,
ObUIM IIMPOKO pacnpocTpaHeHsl, To B 2025 roay O0XHUJIAeTcs, YTO HOBBIC
TEXHOJOTMH, Takue kKak Web 3 u OJOKuYeliH, OTKPOIOT HOBBIE HAIIpaBJIICHUS B
MapKETHHIE.

Tao6auma 1
On ¢CJICHUA III/I(l)pOBOFO MapKeTI/IHl"a35
Ne | Mmsi Conep:xanue
1 dunun Kotiep, [udpoBoit MapKeTHHT — 3TO Ha0Op CTpaTerwii Uis NPUBJICYCHUS W
[pu ApMCTpOHF36 B3aMMOJICHCTBHA C KIIMEHTaMHU C MOMOINbI0 MHTepHeTa M APyrux IH(pOBHIX

TCXHOJIOTHH.

2 ]_‘[31‘/’13 T—Ia(bq)pl37 HudpoBoif MApKETHHT — 3TO CIOXKHBIHA MPOIIECC MAPKETHHT OBOH IEATEITHHOCTH,
OCYIICCTBIIIEMO Yepe3 MU(POBbIC KAHATIBL.

3 Panan I[aﬁc, Pacc | HudpoBoit MapkeTHHT — 3TO HPOIECC peatn3aldil MapKETHHTOBBIX CTpaTeTHit

Xennebeppu>®

C HCIHOJB30BAaHUEM OHJIAH- M IM(POBBIX MHCTpyMeHTOB. OH HampaBieH Ha
MIPUBJIEYEHHE KINEHTOB, UX HHTEPEC K TOBapaM WM yCIyraMm M MOOLIPEHHE UX
pEUICHUH O MOKYIIKE.

4 Ixedpd Jlapcon, LudpoBoii MapKeTHHI — 3TO MPOIECC YCTAHOBIEHUS W IOJACPIKAHUS
CrioapT OTHOILIECHUI C KJIIMEHTaMU C UCIOJIb30BAHUEM TEXHOJIOIMUECKUX MHHOBALMN U
. 1U(pPOBBIX HHCTPYMEHTOB.
Tpeitrep® dp Dy
5 CaapIkoB C40 udpoBoii MapKeTHHT — 3TO IPOLECC YCTAHOBIICHHSI OTHOLICHHUH C KIIMEHTaMHU,
co3JaHus OpeH/a 1 MPEeATI0KEeHHS IPOAYKTOB C IIOMOIIBIO HOBBIX TEXHOJIOTHH 1
1M(PPOBBIX HHCTPYMEHTOB.
6 Tomky3nes M4 [{ndppoBoii MapKETHHT B OCHOBHOM PAaCcCMAaTpPUBAETCS KaK MPOLECC PEKIaMbl U
TIPOJIa’KH TOBAPOB M YCIIYT Yepe3 OHJIaWH-TIIaTGOPMEL.
7 Paxumos V* [udpoBoif MapkeTHHI — 3TO TPOIECC MAapKETHHTOBOH JESATEIbHOCTH,
OCYIIECTBIISIEMOH uepe3 I(POBbIC KaHAIIBI.
8 Xomxaen AY ITudpoBoii MapkeTHHT — 3TO HOBas (popmMa MapKeTHWHTa, OCYIIECTBIsIEMast C
WCIIOJIb30BaHHEM IU(POBBIX TEXHOIOTHI.
9 Dpraries B* [udpoBoit MapkeTHHIT — 3TO Tpolecc pa3pabOTKM W  peanu3aluu

MapKETUHTOBBIX CTPATErWil C HCIOJIb30BAHMEM COLUAIBHBIX CETEH M APYTHX
U(POBBIX HHCTPYMEHTOB.

BJ'IaFOHpI/ISITHBIe YCJIIOBUS, CO3JaHHBIC B Haleu CTpaHC, OTKPLIBAIOT IIYTH AJIA

3% CocTaBneno aBTopoMm

35 CocTaBneHo aBTopom

36 Kornep, I1., Apmctponr, I'. (2019). Principles of Marketing (17th edition). Pearson Education.

S Yapou, . (2015). Hupposoii mapxkemunz: cmpamezus, pearuzayus u npaxmuxa (6-e usoanue). Pearson
Education.

38 Maiicc, P., Xenne6eppw, P. (2017). Liudgposoii MapkeTHHr st «gaiiHukos» (2-€ uznanue). Wiley.
39 Jlapcow, JTx., Jpeiinep, C. (2015). Hudpposoit mapketunr. McGraw-Hill Education.

40 Conuxos, C. (2019). LIudppoBoii MapKETHHT: TEOPETHYECKUE OCHOBBI U IPAKTHKA.

4 Tomkysues, M. (2017). [uppoBoit MAPKETHHT: IKOHOMUUYECKHE OCHOBBI U PA3BUTHE.

42 Paxumos, V. (2020). LludpoBoii MApKETHHT 1 IEPCOHATH3AIH

4 Xomxaes, A. (2021). LludpoBoii MAPKETHHT: OCHOBBI M HHHOBAIIMH

4 Dprames, b. (2022). L{uhpoBoii MAPKETUHT M COLUAIILHBIE CETH.
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UCCJICIOBAaHW ¥ MHOTOYMCIICHHBIX HAydHBIX paboT. B HayuHOW nuTepatype u
AJIEKTPOHHBIX HMCTOYHUKAX TMPHUBOIATCS pAa3IWYHbIE OMpeneiacHus: 1nudpoBoro
MapKeTUHTa, YTO TpPeOyeT CHUCTeMAaTH3allid W PErIAMEHTAIIMH STUX TTOHATHH.
Onpenenenuss UQPPOBOrO MApPKETHHTA, MPEACTABICHHBIC B TaOMWIlE HUKE,
PacKpbIBAIOT €ro CyTh (Tadm.1).

Taxxe y30eKkHCTaHCKHE YYEHBIE OIPEAETSIOT CTPaTeruio IU(PPOBOTO
MapKeTUHTa KaK MHOTOTPaHHBIM M TIOCTOSHHO pa3BHBaromuiics mporecc. OHa
dokycupyeTrcss Ha TPHUBICUCHUM IIEJCBBIX TMOTPEOUTENCH, pacHIMpEeHUH
BO3MOXKHOCTEH OHJIAH-MapKeTHHTa, OOECIEYCHWH HWHTETpAalMd TPOIYKTOB H
YCIIYT, a TaKXe OIpeAesseT NPUOPUTET KOHTEHT-MAapKETHHra. JTH CTpaTeruu
MPEJICTABISIIOT cO000H d(PPEKTUBHBIN W WHHOBAIIMOHHBIA CIIOCOO MCIOIB30BAHUS
U(POBBIX TEXHOJOTUI B Y30€KUCTaHE.

[Io MHEHUIO aBTOpa, YKOHOMHUYECKOE COCp>KaHUE TMOHSTUS «COBPEMEHHbBIC
MapKETUHTOBBIC CTpaTerum» — 3TO0 3(P(GEKTUBHAS MApPKETHHTOBAs CTpaTETHs,
YCOBEPIIICHCTBOBaHHAs Ha OCHOBE KOMIUJIEKCHOTO TOAXO0/a, HampaBlieHHas Ha
oOecrieueHHEe KOHKYPEHTHOTO TMPEMMYINeCTBA Ha pbhIHKE, (QopMuUpoBaHUE
OMOIIMOHAJIGHBIX W WHTEPAKTUBHBIX OTHOIICHUH C TOTPEOWTENSIMH, MPUHSATHE
WHHOBAITMOHHBIX U THOKUX PEIICHUH M MAaKCHMH3AITUIO IICHHOCTH IS KJIIUCHTA.

[{ndpoBoit MapKETUHT OTIMYACTCS OT TPATUIIMOHHOTO TEM, UYTO BKIIOUACT B
ceOs MapKETHHTOBBIC KaHAJIBI M MHCTPYMEHTH. K 1udpoBBIM MapKETHHTOBBHIM
KaHaJlaM OTHOCATCS MHTEPaKTUBHbBIC YKPaHbl, CMapT(OHBI, CMAPT-yCTPONCTBA, BEO-
caliTel M OJIOTH, COLUAIIBHBIE CETH, TEPMHUHAIBI camMoo0cTyxuBanusi, QR-Ko/pbl,
BUJICOXOCTUHTH U BUJIEOKAMEPHI, B TO BpeMs KaK K TPAIUIIMOHHBIM MapKETUHTOBBIM
KaHaJlaM OTHOCSITCSl TaKWe TPATUIIMOHHBIC KaHaJbl, KaK TEJEBUICHUE, PaJUO
u nouta (Tabi.2).

Taoaumna 2
Tunsl TpPaAMUMOHHBIX U HHU(PPOBBIX MAPKETHHIOBBIX I/IHCprMeHTOB45

Tpaauunonubie HNucTpymenThI HM(POBOro MapKeTHHIa
MAPKETHHIOBbI¢ HHCTPYMEHTbI
TeneBunenue [Touckossiii MapkeTHHT (SEM)
Hapy»xHas pekiama (pekjgamHble [Touckosas ontumuzanus (SEO)
LIUTHI U IJIAKATHI)
["azeThl M )KypHAJIBI MapkeTHHT B collMalbHbIX ceTsax (SMM)
JIMCTOBKY M OPOILIIOPHI Email-mapkeTunr
ITouroBas pekiiama KoHTeHT-MapKeTHHT
Tenedonnas pexinama OMHMKaHaJIbHOCTh (MHOTOKAaHAJIbHBIN)
Paano MapkeTHHr ¢ yyacTiueM HH(IIFOEHCEPOB
MeponpusTvs 1 CHOHCOPCTBO Yar-00ThI U UCKYCCTBEHHBIN HHTEIJICKT
(V)
BrictaBku OmnnaitH-PR (cBsI3b ¢ 001IIECTBEHHOCTHIO B
WHTEpHETE)
Texnonoruu Web 3 u 6i1okueitH

4 CocraBieHo aBTOpOM
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[MudpoBbie KaHambl MAapKETHHra BKJIIOYAIOT HWHTEPAKTUBHBIE JKpaHbI,
cMapTdOHBI, CMapT-yCTPOWMCTBA, BeO-CaThl M OJOTH, COIMANbHBIE CETH,
TEpMUHAIBI cCaM0o00CTykuBaHusA, QR-KObl, BUACOXOCTHHIY U BUAEOKAMEPBL, B TO
BpeMs Kak TPAJAUIMOHHbIE KaHAJIbl MapKETUHTa BKIIIOYAIOT TaKHE TPAJULMOHHBIE
KaHaJbl, KaKk TeJeBUAcHue, paauo, noura. ®@. Kotiaep ormeda, yTo notpeOUTenu
XOTAT YAOBIETBOPATH HE TOJIBKO (DYHKIIMOHAIbHBIE, HO M 5SMOIMOHAIbHBIC
noTpeOHOCTH. B OCHOBE Takoro camoBOCHPHUATHSA MOTPEOUTENS JIEKAT HOBBIE
(GbopMbl KOJUIEKTUBHOT'O B3aUMOJCHCTBUS JIIOICH, OCHOBAaHHbIE HAa COBPEMEHHBIX
MH(OPMAIMOHHBIX TEXHOJIOTHSX, COIMATIbHBIX CETSIX, MOOWMIIBHBIX YCTPOWCTBaxX
nepepaud uHpoOpManuud, HHPOPMAMOHHBIX Yychnyrax. [lpm s3ToM moHsATHE
COBPEMEHHOI0 MAapKETUHIa Takke onpeaensercs Kak: « CoBpeMEHHbII MapKETUHT
— 3TO MPOLECC ONMPEAECIEHUS LIENEBbIX PHIHKOB, HA KOTOPBIX MPEAIPUATAE MOXKET
3¢ ¢deKkTUBHO paboTaTh U MpeIaraTh BBLAAIONIYIOCS IIEHHOCTh, IIPEXKIE BCETO 3a
CU€T NPUBJICUCHHUS, YJEpP)KAaHUS M YBEJIMYEHHUS YHCIA IEJIEBBIX IMOTpeOUuTenei
npeanpuatus». [lo HaleMy MHEHUIO, IETECOO00Pa3HbIM CUUTAETCA UCIIOIb30BaHUE
Ha pbIHKE OaHKOBCKUX UM (PMHAHCOBBIX YCIYT HMHCTPYMEHTOB ULU(POBOTO
MapKeTHHTa, BKJIF0Yasi MOMCKOBBIM MapkeTUHT (SEM), MOUCKOBYIO ONTUMU3ALNIO
(SEO), mapketuHr B couuayibHbIX ceTax (SMM), email-mapkeTUHr, KOHTEHT-
MapKETUHT, OMHHKaHaJbHOCTh (MHOTOKaHaJbHOCTb), MAPKETHHI BIIMSHMS, 4YaT-
00Tbl U ucKyccTBeHHbIM uHTENIEKT (Al), onmaiiH-PR, texnonmoruun Web 3 wu
Blockchain.

CoBpeMeHHass KOHUENIMsI 0aHKOBCKOIO MapKETHHIa — 3TO CTpaTeru4yecKHil
NOJIXO0J], MPUMEHSAEMBI OaHKaMU JUIsl MOAJEP)KaHUS KOHKYPEHTOCIOCOOHOCTH B
IOCTOSTHHO MeEHstolIelicss (UHAHCOBOM cpene. OTa KOHILENIUsS Mpearosaraer
«pazfeneHre» OaHKOBCKUX YCIYr M TPOIECCOB, a TAaKXKE «JIEKOHCTPYKLHUIO»
WHTETPUPOBAHHON OaHKOBCKOM Momenu. [IpumeHss 3TO0 HOBOE CTpaTErmuecKoe
MBIILIEHUE, OaHKK MOTYT 3P (EKTUBHO YAOBIETBOPATH MEHAIOIIHUECS MOTPEOHOCTH
Y TIPENOYTEHHS] CBOMX KIIMEHTOB.

Hcnonb3oBaHWEe HMHCTPYMEHTOB ULU(POBOrO MapKETHMHra B OaHKOBCKOW
CUCTEME BaXXHO JUIsl YCTAHOBJIECHHS 3(PPEKTUBHBIX OTHOIICHHH C KIMEHTAaMU U
MOBBIIICHUS KOHKYPEHTOCMOCOOHOCTH. OmbIT 3apyOeKHbIX CTpaH SBISETCA
LEHHBIM PECYpPCOM B 3TOM IpoLiecce, CIyKa MPUMEPOM NEPENOBbIX METOJIOB U
YCHEIIHBIX  Pe3yabTaroB. FICmoib30BaHME WHHOBALMOHHBIX MOAXOAOB K
peanu3anuy CcTpareruii 1nudpoBOro MapKeTHHTa TOCYJAapCTBEHHBIMU OaHKaMH
CIIA, HOxnoit Kopen u Cunramypa, NpeJCTaBICHHOE B HAIlIEM HCCIEIOBAHUH,
CIIy’KUT OIIBITOM JIJII KOMMEpPYECKUX OaHKOB Hamiel cTpaHbl. Takue OaHKH, Kak
JPMorgan Chase u Wells Fargo B CIIA, yaensitot 601b1110€ BHUMaHUE HUPPOBOMY
MapKETUHTY, IEPCOHATU3AIUN U KIIMEHTCKOMY OTIBITY.

Brenpenue coBpeMeHHBIX MAPKETUHTOBBIX CTpaTeTuii B OAHKOBCKOMW CHUCTEME
co3gaeT OOJbIIME BO3MOXHOCTH [Jisl YJIYYIICHHS OTHOLIEHUH C KIUEHTAaMH U
noBbIeHNs KOHKypeHTocrocooHocTu. OnbiT CIIA, FOxHo# Kopeu n Cunramnypa
MOKa3bIBae€T, 4YTO OaHKKM JOOMBAIOTCS 3HAUYUTENBHBIX pE3YyJbTAaTOB 3a CUET
1M(POBOr0 MApKETUHTa, MEPCOHAIN3AIMHU U YIYUIIEHUSI KauecTBa 00CITyKHUBaHUS
KJINEHTOB.

[lepenoBble TEXHOJIOTMM M WHHOBALMOHHBIE TOJXOJIbI, NPUMEHSEMbIE 32
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pyOexkoM, TMO3BOJSIOT pAcCHIMPSTh OAHKOBCKHE YCIYyrd uepe3 UudpoBbie
wiatGopmbl, Jydile YAOBICTBOPATH MOTPEOHOCTH KIMEHTOB M OOECIeurBaTh
obicTpoe obcmykuBanue. [lepconanuzanus U crpaTerud HU(PpPOBOro MapKETHHTa
TaK)Ke CIOCOOCTBYIOT YCTAHOBJICHHUIO 00OJIE€ TECHBIX OTHOIICHUH C KIIMEHTaMH, YTO
MOBHIIIAET UX JIOSJIBHOCTB. J[J11 OaHKOBCKOM CHCTEMBI Y30€eKHCTaHa OBLIO OBl
11eJ1ec000pa3Ho UCTIOJIb30BaTh 3TOT OTIBIT s MOBBILICHUS
KOHKYPEHTOCTIOCOOHOCTH U MOCTPOCHUS 3(H(HEKTUBHBIX OTHOILIECHUHN C KIMEHTaMHU
IOCPEJICTBOM BHEIPEHHUS COBPEMEHHBIX MAapKETHHIOBBIX cTpareruii. B stom
npoliecce NHBECTHLIMU B IIU(PPOBON MAapKETHUHT, OPUEHTAIMS Ha HHIUBUAYalIbHbIC
NOTPEOHOCTH KJIMEHTOB M HCIIOJIb30BaHUE COBPEMEHHBIX TEXHOJOTHH HMEIOT
OoJbII0E 3HAUYCHUE.

Bropas riaBa muccepranuy «AHAJIHU3 U OLIEHKA COCTOSIHUS UCTI0Ib30BAHMS
NHCTPYMEHTOB HHM(POBOro MapKeTHHIa», 7€ OCHOBHOE BHUMAHUE YJEISIETCA
aHaJIM3y COCTOSIHUS HWCIOJB30BaHUS HMHCTPYMEHTOB ITM(PPOBOTO MApPKETHHTA B
V30ekucTaHe M OUEHKe (HAaKTOPOB, BIMSAIOMIMX HAa Pa3BUTHE OAHKOBCKHX YCIYT
MOCPEACTBOM HHCTPYMEHTOB ITU(POBOTO MAPKETHHTA.

DaHHepEI I JIICIUTEN 10%
MecTHBIe caliTel (daryo.uz, kunuz) } | 20%

youtube | 5%

omorn A

3]IeKTPOHHAA [IOYTa | 15%
yandex direct | | 10%

google pekmamer | | 50%
JpYTIIe 3 IeKTPOHHEIE CallThl | | 5%
linkedin 10%
tik tok | 20%
facebook

instagram

25%

40%

0 10 20 30 a0 50
Puc. 2. CocTosinne kaHa10B HM(PPOBOro MapKeTHHI A, HCIOJIb3yeMbIX
NMOCTABIIMKAMH YCJIYyT B ropoae TamkeHT
(o cocrosinmio Ha 2024 rox)*t

Kommepueckue Oanku Y30ekucTaHa UIpaloT peHiarollyio pojib B pa3BUTUHU
OPKOHOMHUKH cTpasbl. [lo Mepe pa3BuThs OAHKOBCKOTO CEKTOpa OaHKM BCe dYarle
UCTIONB3YIOT Ppa3UYHbIE MAapKETUHTOBBIE CTpPAaTeTHH [UIsl TPHUBJICYCHHUS U
yAep)KaHUS KIWEHTOB, VYKPEIUIGHHWS CBOETO TIPUCYTCTBHsSI Ha pPBIHKE W
muddepeHnranuu 0T KOHKYPEeHTOB (puc.2). DKoHOMHUKA Y30eKuCcTaHa yCTOMYHUBO
pacter Onaromaps pedopmam, HampaBIeHHBIM Ha JHUOEpATH3aAIUI0 PHIHKA,
IPUBJICYCHHE UHOCTPAHHBIX UHBECTULIMN U MOJIEPHU3AIMIO OAHKOBCKOTO CEKTOPA.
baHku aKTUBHO MCIONIB3YIOT TUIAT(POPMBI COIMATBLHBIX ceTel, Takue kak Facebook,
Instagram u Telegram, s oOuieHus ¢ KIMEHTAMU, MPOJBUKEHUS MPOIYKTOB U

46 CocraByieHo aBTOPOM
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MPEIOCTABIIEHUS KIIMEHTCKOTO OOCTYKUBAHMUS.

CornacHo pesynbTataMm wuccieaoBanus 2024 rojma kaHalioB LU(POBOTO
MapKETHHra, MCIOJIb3YEeMbIX IOCTaBIIMKaMU YCIyr B TamikeHte, muiatdopma
Instagram sBisgeTcss caMOM NONMYJIIPHOM M SBIISIETCS OCHOBHBIM PEKJIAMHBIM
WHCTPYMEHTOM JUIsl MHOTHX HpEANpUHUMATENEH UM MOCTABIIMKOB yciyr, U 40%
MOJIb30BaTeNe MCHOJB3YIOT 3Ty IutargopMmy B cBoeil nestenbHOocTH. Cpenu
MOMCKOBOM pekiiaMbl muaupyeT Google Ads, ee ucmons3yror 50% opranu3aiui.
OHa 1MPOKO HCMOJB3YETCS HM3-32 BBICOKOM BO3MOXHOCTHM OXBATUTh LIEJIEBYIO
aynuroputo uepe3 Google Ads. Ilnargopma Facebook ucnomnb3yercst 60mbIie 1is
npUBJIeUYeHUs OoJiee IMUPOKOHN ayJUTOPUU U UCTIONb3yeTcs 25% opranuzanuid. 20%
opranu3zanuii pa3pabateiBaioT BuaeoKoHTeHT B TikTok i npuBnedeHust MOi1010T0
nokosienus. [loctaBumku npodeccronanbHbIX yeiuyr, B2B-koMnaHuu ucnoiab3yoT
LinkedIn nns ykpemnsyieHust Jel0BbIX OTHOUIEHUHM M pa3BUTHs MPOdeCcCUOHATbHON
cetu. 10% opranuzanmii KCIONB3YIOT 3Ty mWaTdopmy. Kpome Toro, Takue KaHambl,
KaK MapKETHUHT IO 3JIEKTPOHHOM MOYTE, BUJIECOMAPKETUHT, JIOKAJbHbIE U OHJIAWH-
CMU, Takxe 3(pPeKTUBHBI.

Taduuuna 3
Ton-8 koMmMepueckux 0AHKOB 10 UCIOJIb30BAHUIO KAHAJIOB MG POBOro
MapKeTHHIa (COMAIbLHbIE ceTH) (110 COCTOSIHUIO Ha HIoJb 2024 )Y’

Ne Kommepueckne KomnuectBo = KosaumvecrBo = KoamvecrBo = KoumuecTBo
O0aHKH NOAMUCYNKOB MOCTOB B MOJNMUCYMKOB  COOOIIEHHIT B
B Instagram Instagram B Telegram Telegram
1 | Opwuent ®uHaHc 161 000 1706 16 234 2234 ¢pomo/
350 suoeo
2 | Bauk Unak Hyan 39000 1611 15 964 950 gpomo /
163 6uoeo
3 Kanuran bank 66 400 958 19 192 839 gpomo /
82 suoeo
4 HBY 22700 1188 16 234 2234 pomo /
350 suoeo
5 Arpobdank 27 000 564 44 258 893 gpomo /
184 6uoeo
6 HNnorexa-6ank 30 400 1087 45739 2530 pomo /
244 suoeo
7 Typoubank 19 200 1112 7 852 1111 ¢pomo /
691 6uoeo
8 AcakabaHk 55100 976 15990 2029 ¢homo /
186 6uoeo

[To tabmuue 3 B Hacrosiee BpeMs YHCIO MOAMUCYMKOB, CIEASIIUX 3a
JESITEIbBHOCTBI0 KOMMEpPYECKUX OaHKOB B COLMAIbHBIX CETAX, pacTér. baHk
«Opuent @unanc» auaupyer Ha 1uiatrgopme Instagram 1o KoJu4ecTBY
NOJANKUCYUKOB cpenu npyrux 6ankoB. Ha crpanune B Telegram «Mnoteka-0aHk» u
«Arpo0OaHK» MPOAOHKAIOT MPEAOCTABIATh JUCTAHIIMOHHBIE YCIYTH BCE OONbIIEMY
yuciy noanucyukoB. CornacHo pe3ysibTataM HUcCieAoBaHMs, OaHKH MPOAOKAIOT
HEIpPEPBIBHO JeNuThes QororpadusiMmu, BUACO, ayAuO U JAPYrod pas3audyHON
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uHpopmaluent B colManbHbIX ceTax. ClieayeT OTMETHTh, YTO KauyeCTBO Ka)JI0To
COOOIICHHS, MyOJUKYeMOTO0 KOMMEPYECKUMU OaHKaMH, WTPAcT BAXKHYIO POJIb.
KoMmmepueckre 6aHKM aKTUBHO TIPEIOCTABIISIOT TU(PpOBBIE 0AHKOBCKUE OTIEPAITNH,
JMCTAHIIMOHHBIE YCIIYyTHM, MOOWIbHbIE OAHKOBCKHE MPWIOKEHHUS W JIpyTHe
pa3JINYHbIE CEPBUCHI.

CornacHo cTatucTUYeckuM JaHHBIM LleHTpanmpHoro Oanka PecmyOmuku
VY36ekucran 3a 2020-2024 rompl, 00bEM OAHKOBCKUX YCIYT, IMPEIOCTABIISEMBIX
HaceJIeHUIo, HeyKJIOHHO pacTeT. B 2020 roxy oOmuit 006EM yciyr coctaBui 200
MJIpJT CyMOB, a K 2023 roxy 3ToT nmokasateib gocturHeT 280 mupa cymoB. O0beM
KPEAUTOB YBEIMYHUIICA COOTBETCTBEHHO co 150 mupa cymoB a0 210 Miipa CyMOB.
O6bem neno3uToB yenuuuics ¢ S0 mupa cymoB 10 70 Mapa cymoB. ['ooBoit Temn
pocta coctaBui 10% B 2020 u 2021 rogax, yBenuuuicsa 10 13,6% B 2022 rony u
coctaBmi 12% B 2023 roay. Kpeauthsiii noptdens Ha koHer, 2024 roga qoCcTUT
533,12 TpnH CyMOB, YBEJIMUUBIIKCH IO CPABHEHUIO C MPEABIAYIIMM rogoM Ha 13%.
Hcxonas u3 3TUX AaHHBIX, MOKHO OTMETHUTh, YTO OAHKOBCKUM CEKTOp Y30eKucTaHa
pa3BUBAETCS CTAOUIIBHO.

B nocnennue roapl HaOMIOJAETCS 3HAYUTEIBHBIM POCT 00beMa OAHKOBCKUX
ycayr B PecniyOnuke ¥Y30ekuctan. B wactHocTH, HabmogaeTes pe3kuit poct oobema
yCiayr, 00beMa KpeIUTOB, JCMO3UTOB U APYTUX OAHKOBCKHUX YCIYT B KOMMEPUYECKHUX
OaHKax.

—e— oOmmmit 00BeM YCIyT (MIPI. cyM) -m- Trog0Boii TeMm pocTa (%)

3000001 —s- o@Ben KpemHTa (MIpI. C}"}';I}‘\

—®=  Q0BEeM Jem03HTOB (MIPH. CyM)\ 17
[ \

! 1

250000 | -16

=15
200000
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150000
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roJloBoOH Te
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ToabI

Puc. 3. O0bem 0aHkoBCcKkHX ycayr B PecnyOiinke Y30ekucran
(2016-2024 rr., mapa cymoB)*®

Ha pucynke 3 BbIllIe npeacTaBiIeHbl 00bEM U TEMIThI pOCTa 0aHKOBCKUX YCIYT,
OKa3bIBaeMbIX HaceseHuto PecryOnuku Y36ekuctan ¢ 2016 no 2024 roxa. CoriiacHo
CTATUCTUYECKUM JaHHBIM, 001 o0beM yciyr B 2016 roay cocrapisun 100 mupn
cyMOB, a K 2024 roay »ToT nokazarens aoctur 310 mupa cymoB. CieayeT Takxke
OTMETHUTH, uTO eciii B 2016 romgy 00beM KpeTUTOB COCTABIIST 75 MIIPJ, CyMOB, TO K

“8 https://cbu.uz/en/statistics/
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2024 romy ATOT TOKa3aTeb yBeIUUYUics 0osiee 4yeM B 3 paza u cocTaBui 235 Mipa
cymoB. O0bem neno3utoB B 2016 roay coctasisii 25 mipa cymoB, a k 2024 roay
noctur 75 mapa cyMoB. ClielyeT OTMETHTb, UTO FOJI0BOM TeMIl pocta coctaBuil 10%
B 2016 romy, Obin 3HaumrtenbHO Bbime B 2018 u 2019 romax u ocraBaics
crabuiapHbIM B mpenenax 10-13% B nepuon ¢ 2020 o 2024 roa. Kak BuaHo u3
IIPEICTABICHHOIO BBIIIE PUCYHKA, 00bEM OAHKOBCKUX YCIYT, 00BEM KPEIUTOB U
00BEM JICTIO3UTOB B Y30€KHCTaHE CTAOUIBLHO pacTyT. XOTs TEMIIBI pOCTa U3 TOja B
roJl HEMHOTO KOJIEOJIIOTCS, 00I11ast TEHIEHIUS [TOKA3bIBAET MOCTOSTHHBINA pOCT. DTO
CBUJETEIBCTBYET O Pa3BUTUU OAaHKOBCKOTO CEKTOpa Y30€KHCTaHa U MOBBIIICHUU
crpoca HaceJeHHsI Ha OaHKOBCKUE YCIIYTH.

[Tpu 3TOM M1 JAlIbHEHIIEro0 pa3BUTUS U MOJEPHU3ALNMU PbIHKA OAHKOBCKUX
yCIIyT, TOMHMMO TPaJUIMOHHBIX MAapKETHUHIOBBIX CTpaTEruid, ceiluac Ba)KHO
IPUMEHATh MAapKETHUHIOBBIE CTPAaTErMH, OCHOBAaHHbIE HA COBPEMEHHBIX MOJIXOaX.
OTO0 NpUBENET K YBEIMUYECHHUIO IOTOKA KIIMEHTOB U PE3KOMY POCTY J10X0/I0B OAHKOB.
CoBpeMeHHass MapKETHHTOBasi CTpareruss — 3T0 3(P¢eKTHBHAs MapKETHHTOBas
CTpaTerus, OCHOBaHHAsl Ha MPUHIUIIAX MPUHITHS PEIICHUI Ha OCHOBE IIU(PPOBBIX
JAHHBIX, JOJATOCPOYHBIX OTHOIICHU C KIIMEHTaMHU B THOKOTO MOIX0/1a, KOTOPHIii, B
OTJMYME OT TPAAULMOHHBIX MApPKETUHTOBBIX I[IOJXOJ0B, BKJIIOYAaeT B ce0s
upOBBIE TEXHOJIOTUH, TOBEICHHWE MOTpeOUTENe W MapKETUHTOBBIE METOJIHI,
OCHOBaHHBbIE Ha TpeOOBaHWAX pbhIHKA. COBpEMEHHAs MapKETHHIOBas CTpATETUs
TpeOyeT ajanTaluu K MOCTOSHHO MEHSIOIIMMCS U Pa3BUBAIOIIMMCS PHIHOYHBIM
yCJIOBUSIM. MOHUTOPUHT HOBBIX TEXHOJOTHI M TEHAECHIUI, IPUHATHE PELICHUH Ha
OCHOBE JAaHHBIX U MOAJEPKAHUE MOCTOSHHOTO KOHTAKTa C KIMEHTaMU — Ba)KHBIE
aCTeKThl COBPEMEHHOTO MapKETHHTa.

Tao6auua 4
dakTopbI BJIAMAIINE HA BLIOOP 0AHKOBCKHUX YCJIYT peclOHAeHTAMHI
Yy4aCTBOBABIIMMH B onpoce (mo cocrasguuio 2025 roaa)®

Kakne (l)aKTopr 00JIbIIIE BCEr0 BJIMAIOT HA BaIll

BbIOOp 0aHKOBCKHX NPOAYKTOB? K M HTOTO
[IporieHTHBIE CTaBKH U KOMHCCHU 30 47 77
XapaKTepUCTUKH HIPOJIyKTa (mampumep, | 11 16 27
MOOWIIbHBIN OAHKUHT, KPETUTHBIE OTIIUH )

MapkeTuHr 1 pekjiama 3 6 9
O6cnyxruBaHHE KJIMEHTOB 25 25 50
Penyranus u Haae:)XHOCTh 8 5 13
Hroro 77 99 176

br11 ipoBeieH onpoc s ONpeAesIeHUs YPOBHS OAHKOBCKOTO OOCITYKUBAHMS
¥ MapKETHHTOBBIX YCIYT B KOMMepUeckux 0ankax Pecryommku ¥Y306ekuctan. Ompoc
cocrout u3 15 Bompocos. Bompock! ObuH pa3paboTaHbl C y4eTOM MEXITYHAPOTHOTO
OTIbITAa U MAPKETHHTOBBIX YCIYT B OaHKOBCKOM cepe. B ompoce mpunsim yuactue
176 pecrioHAEHTOB, MPU ATOM YUYHTHIBAJIACH PETPE3ECHTATUBHOCTH OMPOCA.

OCHOBHBIMM TIpUYMHAMHU HCIIOJIB30BAaHUS OAHKOBCKHX YCIYyT KIMCHTaMHU
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OAHKOB SIBJISIIOTCS MPOLICHTHBIE CTaBKH, MPOJYKTOBBIE YCIYrd (Hampumep,
MOOWJIbHBIN OAHKUHT, KPEIUTHBIE OMNIMHU), MAPKETHHT U peKiiama, 00CITy>KHBaHUE
KJIMEHTOB, a TAKXKE peryTauus U HaJe)KHOCTh OaHKa.

[lepeceuenune cmpoca u mpemIokeHus, (popmupyromieecs Ha (UHAHCOBOM
pBIHKE, 00YCIIOBJIEHO MaKCUMHU3AIMeH COOCTBEHHON TPUOBLIN 0O0EMMU CTOPOHAMM.
B 11060m cirydae, 3Ta npuObLIb Kak JiJ1s 0aHKa, Tak U Uil KIIMeHTa (opMupyercs 3a
CU€T MPOLIEHTHOW CTaBKH, CIEJI0BATEIbHO, BaXHEUIINM (HaKTOpOM MpH BBIOOpE
OAHKOBCKHMX YCIYr SBJISIETCS MPOLIEHTHAs CTaBKa, 4YTO MOATBEPXKIACTCS U
pe3yJibTaTaMu OIpoca.

77 PpECHOHIEHTOB, NPUHSBIIMX YYacCTHE B OMNPOCE, OTMETHIM BaXXKHOCTb
¢dakTopa HHTEpECa MPH UCIIOIB30BaHUU O0aHKOBCKHX yciuyr. [lo HameMy MHeEHUIO,
MMEHHO MHTEpeC JOJKEH ObITh TJIABHOM IIEJIbIO JIFOOOT0 MapKETHUHIa OAaHKOBCKHUX
YCHYT.

B MapkeTuHre MmMUPOKO HMCHOJIB3YIOTCS HECKOJBKO OCHOBHBIX PEKJIAMHBIX
WHCTPYMEHTOB, B YAaCTHOCTH, B HACTOAILLEE BpEMs AKTUBHO HCIOJIb3YOTCS
COILIMAJIbHBIE CETH JIJISl PEKIJIaMbl 0aHKOBCKUX YCITYT.

Bb10 yCcTaHOBIIEHO, YTO 59 pECIOHIEHTOB IMOIYYaroT peKiIamMy HOBOCTEN U
NPEMIOKEHHUM, CBSI3aHHBIX C OAHKOBCKMMH YCIYraMHd, M3 COLIMAJIbHBIX CETEW,
Bkitouas Facebook, Twitter, Instagram.

beuo ycranoBneHo, uro 42 u3z 176 pecnonaeHToB, unu 24%, ciuensdr 3a
pEeKJIaMOil HOBOCTEH M MPEAJIOKEHUM, CBI3aHHBIX ¢ 0AHKOBCKUMU yCIyTraMHu, yepes
MOOMJIBHOE IPUIIOKEHHE OaHKa U HHTEPHET-ITOPTAIIBI.

Tadauua S

HNudpopmanus o BuAaX pexkjaMbl 0aHKOBCKHMX YCJIYT U NMPeAJI0KeHUH,

MOJIyYeHHBIX PeCIOHIeHTAMU, IPUHABIIMMH y4acTHe B onpoce (1o
cocrasguuio 2025 roga)*

Kakne BHABI pekJamMbl CyHIeCTBYIOT Il

HOBOCTE# M MpeIJI0:KeHHid DAHKOBCKUX yCJayr? x M BCEro
Peknama Ha CyBEeHUPHOU MPOAYKLIUHU 1 0 1
MoOunpHbIE TPWIOKEHHsST OaHKOB, WHTEPHET-

—— 18 24 42
[lewatHas pexnama (ra3eTsl, )KypHAIbI, OYKIIETHI) 1 0 1
Counanbueie Meccenukeps! (Telegram, WatsApp) 14 19 33
Comuansnbie cetr (Facebook, Twitter, Instagram) 75 34 59
Peknama B MmoOmisHOM Mapketunre (SMS, MMS) 5 3 13
Peknama Ha pagno ¥ TeNEBUACHUU 6 2 8
Peknama Ha TpaHcnopTe 2 3 5
Buneonoprainsl (YouTube, MyTube) 5 9 14
Bcero 77 99 176

OT0, B CBOIO OYEPEIb, CBUIETEIBCTBYET O TOM, YTO B HACTOSILEE BPEMs
pekiiaMa OaHKOBCKHUX YCIIyT Bce 0oJiblle (OpMUPYETCs MO BIUSHUEM LUPPOBBIX
TE€XHOJOTHM, U TOCTOSIHHAs aKTUBHOCTb, HEOOXOIMMas MAapKeTOJIOraM B 3TOM
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CErMEHTE, CYUTAETCS €CTECTBEHHOM, a SMM-yciyru pacmpstorcs.

bankaM He00XOAMMO OpPraHU30BBIBATH KPYIVIOCYTOYHOE OOCIyKUBaHUE
KIIMEHTOB, a TaKXe CO3/JaBaTh ObICTphIe W 3G (EKTUBHBIE cepBUCHL. [locTossHHOE
oOIeHne ¢ KIWCHTaMH, BBIABICHHE HX IMOTPEOHOCTEH W TPEMJIOKCHHE WM
ONTUMAJIbHBIX PEIICHH SBIIOTCS KIFOYEBON YaCThIO YCIEIMIHOTO MAPKETUHTA.

Heobxoaumo peryispHo mojiy4atb 0OpaTHYIO CBSI3b OT KIIMEHTOB M TOCTOSTHHO
MOBBINIATH KAYe€CTBO OOCTY)KHMBAaHMS IyTEM BHEAPECHHSI CHCTEM OOpATHOUW CBSI3U.
DTO YKpEIIsieT J0JATOCPOYHbIE OTHOIICHUSI OaHKa C KJIMEHTAMHU W TOBBIIIACT UX
JIOBEpHE.

bankam cieyeT cocpelOTOYNTh CBOM PEKJIAMHBIE KAMIIAHUU HE TOJBKO Ha
mupPOBBIX MenWa, HO W HA MACCOBOW pEKJIaMe W yYacTHH B JIOKAJbHBIX
MeponpuaTusx. biaronapss maccoBoi pekiiaMe OaHKM MOTYT MpPEACTaBUTH CBOU
YCIYTU IIUPOKON ay AUTOPHH.

TeneBunenue, paavo M Ta3eTbl MOTYT OBITh MCIOJIB30BaHbI sl OoJiee
IIUPOKOTO TPOJBMKEHUS OAHKOBCKMX YCIYr M TMPHUBIICUYCHHS] HOBBIX KIIMEHTOB.
bankaM Takke clieyeT y4acTBOBaTb B MECTHBIX (PECTHBAISIX, CIOPTHUBHBIX
MEPOTPUATUSAX M APYIHMX OOIIECTBEHHBIX HWHHUIIMATHBAX, a TaKXe HaMpPsIMYIO
B3aMMO/ICHCTBOBATH C KIIMCHTaMHU.

banku Take MOTYT MPEICTaBIATh CBOM OpEH]T B MO3UTUBHOM CBETE, aKTUBHO
y4acTBYsI B CHOHCOPCKUX M OJIarOTBOPUTEIIbHBIX AKITUSIX.

[Ipu coBepilIeHCTBOBAHUM CUCTEMbI LIUGPOBOTO MapKETHUHTA MPEICTABICHHAS
BBIIIIE MOJCNb (POPMHUPYET TEOPETHUYECKYIO OCHOBY JUIsl BBISBJICHUSI TOBEACHUS
KJIMEHTOB Ha PhIHKE OAHKOBCKUX YCIIYT U UX pa3JeieHHs Ha IeJIeBble CETMEHTHI. B
mpoliecce KiacTepu3aluy JeMorpapuieckue, moBeieHuYeckue u udpoBbie JaHHbIC
AKTUBHOCTU KJIMEHTOB AaHAJIM3UPYIOTCS KaK B3aMMOCBSI3aHHBIE MHOTOMEpHBIE
BEKTOphl. CerMeHThl, C(POPMHUPOBAHHBIE C MMOMOIILIO AJITOPUTMOB Ha OCHOBE
HUCKYCCTBEHHOTO MHTEJUIeKTa (Hampumep, K-cpemHuX wWin HepapXuyecKou
KJIAaCTEepHU3allin), TMO3BOJSIOT pa3paldaThiBaTh HHAUBHUAYaJbHBIE MApPKETHHTOBBIC
CTpaTeruu, MOAXOMASIINE ISl KaXIO0M KaTeropuu KIMEHTOB. TakuM o0pa3oMm,
OTHOCUTEJIBHOE BIHMSHUE IUMPOBBIX HMHCTPYMEHTOB (COLMAJIbHBIE  CETH,
MOOWIIbHBIE TPUJIOKEHUS, WHTEPHET-peKiiaMa) Ha OaHKOBCKHE YCIYTd TOYHO
Mozenupyercss u  obmas >(QPEeKTUBHOCTh MapKeTWHra OaHKa TMOBBIIIACTCS.
[IpakTHyeckoe MpUMEHEHHE JAaHHOW MOJeNu MOATBEpkaaeTcss Ha npumepe AO
«Y3MUUIHit0aHK», KOTOPOE MOBBICKIIO TOYHOCTH MPOGUIUPOBAHMS KIMEHTOB Ha
35-40 %, uto mpuBeso K pocTy 3(HPEKTUBHOCTH MAPKETUHTOBBIX yciyT Ha 17,4 %.

B 3aknrodyeHue cieayer OTMETUTh, YTO 00Ias OCOOEHHOCTh MApKETHHIA
OaHKOBCKUX YCIYT 3aKJII0YaeTCsl B TOM, YTO OH CIOCOOEH MpPHUBJIEKATh KIMEHTOB
yepe3 MHTEpecC, a 3aTeM MNpeBpallaTh UX B MOCTOSHHBIX KIKWEeHTOB. Kpome Toro,
MapKETUHT OAHKOBCKHUX YCIIyT OCYIIECTBIIACTCS JIJIsi BCeX OAHKOBCKHUX YCIYT, Kak
ouiaiin, Tak u oHnaiH. COrJacHO MaTeMaTUYECKUM U CTATUCTUYECKUM (hopMyJiaMm,
corsacHo 95% noBepuTenbHOMY MHTEpBaIy, B HacTosee Bpems: oT 60% 10 80%
HACEJICHUSI PECIyOJIMKHU, TMOJB3YIOMErocsi OaHKOBCKUMH YCIyTaMH, IIAPOKO U
3 PEKTUBHO UCIOIB3YIOT MOOWJIbHBIE NPWIOKEHHS. IJTO, B CBOI OYEpE.b,
03Ha4yaeT, YTO MAPKETHUHT OAHKOBCKUX YCIYT TaKXe JOJDKEH aJanTUPOBAThCA K
ATOM TEHACHLINH.

Tperbs rnaBa nuccepraunu: «Ilyru pasBUTHS MHCTPYMEHTOB HU(POBOro
MapKeTHHIa» OXBaThIBACT O0O0JIACTM MPUMEHEHUS HHCTPYMEHTOB IHHUGPOBOTO
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MapKeTHUHIra Ha pbIHKE OaHKOBCKMX YCIYI, BO3MOXHOCTU HCIOJIb30BAaHUSA
MHCTPYMEHTOB IIM(PPOBOTO MapKEeTUHIa B OAaHKOBCKOM CHCTEME HAa OCHOBE
MHHOBAIIMOHHBIX TOAXO/AOB, a TakKXK€ COBEPIICHCTBOBAHHME MHOTO()AKTOPHOIO
MPOTHO3UPOBAHMS Pa3BUTHS OAHKOBCKUX YCIYT TOCPEICTBOM HWHCTPYMEHTOB
(G pPOBOro MapKETHHIA.

KommepueckuM OaHKaM Ba)XHO COBEPLIEHCTBOBATb METOJABI Pa3pabOTKH
COBPEMEHHBIX  MApPKETUHTOBBIX  CTpaTeruil Ui  PEaTUCTHYHOM  OIICHKHU
NOTPEOUTETHCKOTO CITPOCA HA YCIYTH, JTyUIIero TOHUMaHUs ay JUTOPUH, CHIKEHUS
pUCKa TOTEpb, NPEIOTBpPALICHUs IyOIMpOBaHUS IUIAHOB, ONPENEIECHUS JOJH
pBIHKA, ONTUMHU3ALMU YEJIIOBEYECKUX PECYPCOB, YETKOTO ONpEAENICHUs NEHCTBUH,
HEOOXOUMBIX Il JOCTHMKEHHsI IIefi, BbIOOpa Hamboiee 3PPEeKTUBHBIX
COBPEMEHHBIX HMHCTPYMEHTOB MAapKETHHIa, pPALHUOHAIBHOTO HCIOJIb30BaHUS
pEKIaMHOr0 OI0JIKETa, CINIOUYEHUSI KOMAH/Ibl M OTIPEAEIICHUS €JUHOTO HAIIPABJICHMS
JICUCTBU.

| CETMEHTALIMS Y TIEPCOHAJIM3AIAA
MU®POBOM 1 MOBUJIbHBI BAHKWHI
KOHTEHT MAPKETUHT
MAPKETHHI B COITMAJIBHBIX CETIX (SMM)

I[TOUCKOBA OIITUMU3ALUA (SEO)

| VIVUILIEHUE KJIMEHTCKOI'O OIIBITA (CX)

Puc. 4. Tunsl crparernii HU(PPOBOro MAPKETHHIA, KOTOPBIE CIeAyeT
HCI0JIb30BATH KOMMEpPYeCKUM OanKam®!

[lo wHamemMy MHEHHIO, Ha pPBIHKE OaHKOBCKMX (DMHAHCOBBIX YCIyT
1eJ1eco00pa3HO HCIOJIb30BaTh CIEIYIOIINE BHJIbI COBPEMEHHBIX MAapKETHHIOBBIX
CTpaTEeruii: CErMEHTALMIO U TIEPCOHATIN3ALNI0, TU(POBON U MOOMIIBHBIM OAHKHUHT,
KOHTEHT-MapKETUHT, MAPKETUHT B COIMATIBHBIX CETSAX, MOMCKOBYIO ONTUMHU3AITHUIO,
yJIy4IlIEeHUEe KIMEHTCKOTO OIbITa W UCTIOJIh30BAHNE MHHOBAIMOHHBIX TEXHOJIOTHIA.
B xontekcre 1mudpoBoil TpaHchopMaMK KOMMEpPYECKUX OaHKOB, IO HAaIIeMy
MHEHUI0, J(PGEKTUBHBIM OylIeT HCIOJIb30BAHME TaKWX HWHHOBAIMOHHBIX
MapKETUHTOBBIX CTPATErHii, KAK MapKETHHT BIUSHUSA, OECKOHTAaKTHOE OaHKOBCKOE
oOciyxuBaHue (JomoHeHHas peaabHOCTh (AR) 1 BupTyansHas peansHocTh (VR)),
MCKYCCTBEHHBIA MHTEJIEKT U rojiocoBol MapkeTHHr (Al/VM), uMmepcuBHbINA U
WHTEPAKTUBHBIA MapKeTUHT (immersive/interactive), mepcoHaNM3aIs MPOIyKTa
(rumepriepcoHanu3aIysi), MapKeTHHT, OCHOBAHHBIM Ha BOBJICYCHUU KJIMEHTOB,
COIMAJIbHO-IKOJIOTHYECKUN MApPKETHHT, a TAK)KE MApPKETUHTOBBIE MHCTPYMEHTHI Ha
ocHoBe TexHonoruii Blockchain m Web3. B Ttabnume 6 Huxke mnpeacTaBiIeHBI
WHCTPYMEHTHI ITU(POBOTO MAPKETHUHTA U UX COJICPIKAHHE.

lCocraseno aBTopom
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Tadoauna 6

MHCTPYMEHTHI HM(POBOro MAPKETHHIA H MX COEP/KAHHE’

Ha3Banusi MapKeTHHIOBBIX 3HaueHnue
cTpaTerui
IM-MapkeTHHT ¢ y4acTuem MapkeTuHroBasi ~ CTpaTerus,  HUCIHOJb3ymoImas  HHQIIOEHCEPOB

yenyru (AR — nmomnosiHeHHas
peaibocth) (VR —
BHPTYyaJbHAsl PEATbHOCTD)

HH(DIFOCHCEPOB (6morepoB, 3HAMEHUTOCTEH, SKCIIEPTOB) JJIS MPOJABMKEHUS MPOAYKTA
WK YCITYTH.
OCCKOHTaKTHBIC OaHKOBCKHE Cucrema, KOTOpasi U30aBISET KIMEHTOB OT HEOOXOAMMOCTH JTHMYHOTO

noceeHus 6aHka ISt NOTydeHus OaHKOBCKHUX YCIIYT.

HCKYCCTBCHHBI WHTEIUICKT U
rojgocoBoid Mapketur (Al —
HCKYCCTBCHHBIH HMHTEIUICKT U
VM — rojocoBoi MApKETHHT)

B 1o Bpems kak U oGecrieunBaeT aBTOMATU3AIHIO, TIEPCOHAIA3AIINI0
1 ONITUMU3AIHIO B3aMMOICHUCTBUS ¢ KIIUCHTaMH, TOJI0COBONH MapKETHHT
MOMOTaeT BOBJIEKATh AyAUTOPUIO C MOMOILIBIO TOJOCOBBIX KOMaHA U
WHTEPAKTUBHBIX TEXHOJIOTHI.

WMMEpPCUBHBIN u
WHTEPAKTUBHBIA  MapKETHUHT
(IM — WUMMepCUBHBIA H

HWHTEPAaKTUBHBIA MapKETUHT)

[To3BomnsieT KaMeHTaM Oojiee TECHO B3aMMOACHCTBOBATH ¢ OpEHIOM,
B3aUMOJICUCTBYSl C HHUMH B CpEIE MOJHOCTHIO BHUPTYaJbHOW WIIH
CMEIIAHHOU peaJIbHOCTH.

kmueHToB (CEM — MapkeTHHT
BOBJICUCHHSI KJIHCHTOB)

MEepCOHANM3alMsI  HPOJIYyKTa [Tonxoxa, ocHoBaHHBIN Ha UCcKyccTBeHHOM nHTeinekTe (M), 6onpiux
(HP — | IaHHBIX W aHANUTHKE B PEATFHOM BpEMEHH, IPEACTaBIIeT coOOM
rUIepIepCoHaNn3ays) MpOLECC NPEASIOKEHUs] NPOAYKTOB MWIM YCIYT, afalTUPOBAaHHBIX K
WHAMBHYaJIbHBIM MOTPEOHOCTSAM U JKEIaHUAM KaXKIIOT0 KIUEHTA.
MapKEeTHHT BOBJICYECHHUS MapkeTHHroBas CTpaTerus, HalpaBIeHHAs Ha [TOBBIIIEHUE JOSIbHOCTH

K OpeHmy myTeM MOCTPOCHUS JOJITOCPOUHBIX,
WHTEPAKTUBHBIX OTHOIICHUH C KIIMEHTAMU.

IIPOYHBIX H

COLIMAJIBHO-IKOJIOTMYECKUI

MapkeTuHroBasi cTparerus, KOTOPYIO KOMIIAHMM U OpraHU3aluu

MapKETHHT (SEM — | peanu3ylOT € Yy4YE€TOM CBOEH DKOJOTMYECKOM M  COLMAaIbHOI
COLIHATIBHO-IKOJIOTMYECKU I OTBETCTBEHHOCTH.
MapKETHHT)

6mokueiin 1 Web3-MapKeTHHT

BiiokueitH — 3To eleHTpa30BaHHas, IPOo3padyHas U Hen3MeHsemas
TexHoJorus I1m¢poBoro peectpa. Web3 — 3To HOBas MOJENb
WHTEpHEeTa, OCHOBaHHAas Ha OJOK4YeifHe, JeIEHTPAIN30BAaHHBIX
npunokeHusx (DApps), TOKEHH3aIMU U CMaPT-KOHTPAKTAaX.

Hcnonb3oBaHME HHCTPYMEHTOB LIM(PPOBOIO MAPKETHHIa B OAHKOBCKOM chepe
BAKHO HE TOJBKO JUISl MPUBIIEYEHUS HOBBIX KIMEHTOB, HO W JJisi MOCTPOEHUS
JOJITOCPOYHBIX U 3(P(HEKTUBHBIX OTHOUIEHUH € CYIIECTBYIOIUMHU. B 3TOM mipouiecce
KJIIOUEBYIO POJIb WIpalOT TakKue HWHHOBALMOHHBIE TOJIXOJbI, KakK LH(PPOBOH
MapKEeTHHI, TMEPCOHATU3UPOBAHHOE OOCITYKMBAaHUE, CErMEHTAlUsl KJIMEHTOB U
VCKYCCTBEHHBII MHTEIUIEKT.

[udpoBble  TEXHOJOTHMH,  BKJIOYAs  IIUPOKOE  PaclpoOCTpaHEHHE
OECKOHTAaKTHBIX CEPBUCOB, PEBOJIIOIMOHU3UPYIOT OaHKOBCKMI phIHOK. Ha
0aHKOBCKOM pbIHKE PecmyOmmku Y30ekuctan o0co00e BHUMaHUE YIEISETCS
aKTUBHOM TMOJAJEpKKe LHU(PPOBBIX TEXHOJOTUN, B TOM YHCIE NPEITIOKECHHUIO
KJIMEHTaM OoJjiee yAOOHBIX M HMHHOBALIMOHHBIX YCIYT 3a CYET HCHOJIb30BaHUS
TexHoJioruil gonoiaHeHHoW (AR) u BuptyansHoil (VR) peanbHoctu. Oxupaercs,
YTO OTU TEXHOJOTUU OTKPOIOT HOBBIE BO3MOXXHOCTU Il OaHKOBCKOTO
0OCITy’>KMBaHUS ¥ IOMOTYT YJIYYIIUTh B3aUMOJCHCTBUE C KIMEHTaMHU.

52 CocTaBneHo aBTopoM
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Taoauna 7
Texyuee coCTOSHHE HHCTPYMEHTOB HH(POBOro MapKeTuHra>

Texymme npodiaemMbl ITpumepsl Bo3MmoskHOCTB peleHus
HCIOJb30BaAHUS npooJieM
AONOJTHEHHOH U
BHPTYaJIbHOH
PeaJIbLHOCTH
HesicHoe 00BsCHEHHE W CIIOXHOCTD NurtepaktuBHas IIpenocraBpTe EKnMHMeHTaM 3D-
00CITy>KUBaHUS KIHEHTOB IIPe3eHTaLus BH3YyaJIU3aLHIO yCIIyT,
o0CITy>)KUBaHHSA WHTEPAKTHBHBIC TIOSCHEHUS H
KJIMIEHTOB HHCTPYKLUHU
(momoTHeHHAS
peaIbHOCTD)
OtcyTtcTBHE uHpOpMaLIH st | JAucTaHIMOHHOE [TomyunTe noIpoOHYIO
KIIMEHTOB O TIONYYEHHH KPEOUTOB M | oOydeHwne n | uHpopMaIto 0  OAHKOBCKUX
Ipyrux OaHKOBCKHX YCIIyrax TPEHUHTU ycayrax c [TOMOILBIO
(BUpTYyasbHas BUPTYAJILHOU peabHOCTH,
peabHOCTD) HaIpuMep, BUPTYaIbHO HAOI01as
3a TMPOLIECCOM MMOJayuu 3asBKH Ha
KpeIuT
HeBo3moxkHOCTB 00CITyKUBaHUS Bupryanbnsle IIpenocraBbTe KJIMCHTaM
KJIMEHTOB, KOTOPBIE HE UMEIOT I0CTyNa | OTAEICHUS U | BO3MOXHOCTb M0JIb30BATHCS
K OaHKOBCKMUM  OTHEJNCHUSM HWIH | CITY>KOBI 0aHKOBCKUMH yCIyramu
IIPOKUBAIOT B OTJAJICHHBIX paioHax (BUpTYyasbHas yAaJeHHO, B yA0OHOE il HUX
peanbHOCTD) BpeMs,  4Yepe3  BHUPTYyaJbHbIC
OTICIICHHUS

UckyccrBennsiii uaTeswiekt (M) u ronocosoii mapketunr (Voice Marketing
— VM) B noclnieiHue rojibl CTaIU JBUXKYIIEH CUIION 3HAYUTEIbHBIX U3MEHEHUN B
U(QPOBOM MapKETHHTE. ODTU TEXHOJOTUU CO3Jal0T HOBBIE BO3MOYKHOCTH B
OAHKOBCKOM CEKTOPE U IMOMOTAIOT MOBBICUTH d(PPEKTUBHOCTh B3aUMOJICUCTBUS C
kaueHtaMu. UM u ronocoBas pekiaMa MO3BOJISIIOT OaHKaM JIyyllle MMOHWMATh
NOTPEOHOCTH  KJIMEHTOB,  NEPCOHAIM3UPOBATH  YCIYTd W TOBBINIATH
KOHKYPEHTOCTIOCOOHOCTh B MEHSIOIIEHCS pPHIHOYHOM cpene. BHempeHue sTux
TEXHOJIOTUI WMEET 3HAYUTENIbHBIC MPEUMYIIECTBA JiI KOMMEPUYECKUX OaHKOB
PecnyOnmuku  V30ekuctan. B  wyactHocTH, eciu MU MoxeT oka3bIBaTh
KPYIJIOCYTOUHYIO TOAJACPKKY KIMEHTaM MOCPEICTBOM OHJIAMH-4aT-00TOB, TO
rojocoBoid mMapkeTuHr (VM) mo3BossieT KJIMeHTaM OBICTPO M JIETKO TOJydYaTh
uHpopMaIuioo 0 OAHKOBCKHUX Yyciayrax. KiuMeHThl MOTYT 3a7aBaTh BOIPOCHI TIO
CBOMM CYETaM, y3HaBaThb O HOBBIX KPEAMTHBIX WJIM JCMO3UTHBIX MPOAYKTAX C
IIOMOIIIBKD  TOJIOCOBOTO  IMOMOIIHMKA. ['0JI0OCOBOM  TMOMOIIHUK  OTBEYAET
HEIMOCPEICTBEHHO Ha 3ampOChl KJIMEHTOB, YTO CO3/MAeT IJisi HUX ymno6ctBo. OH
TaKKe pacuIupsieT BO3MOXHOCTH JIOCTyla K yCiIyraMm JJis KJIHEHTOB C
OTpaHUYECHHBIMU BO3MOXKHOCTSIMH.

B coBpemeHHBIX ycnoBHsX riaolanmu3amuu U 1udpoBoil TpaHchopMamu
YCTOMUYMBOCTh OAHKOBCKOW CHUCTEMBI M €€ (DMHAHCOBBIA MOTEHITHAT CIIyKaT
OCHOBOM AKOHOMHYECKOTO pocTta. B wacTtHOoCTH, 3(hPEeKTUBHOCTH AEATEIBHOCTU
KOMMEPUYECKUX OaHKOB HANPSIMYIO 3aBUCUT OT JIMKBUJIHOCTH UX PECYpCHOM 0a3bl
¥ YPOBHS TOUYHOCTH yripaBieHus. [[porao3upys asuxeHne 6aHKOBCKUX PECYPCOB,

33 CocraBneno aBTopoM
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MOKHO HE TOJBKO ONTHUMHU3UPOBATH BHYTPEHHIOIO (DUHAHCOBYIO MOJMTHUKY, HO U
MUHHUMU3UPOBATH PUCKH M OCO3HAHHO (POPMHUPOBATH MAPKETUHIOBBIE CTPATETHH.

Pa3BuTne 0aHKOBCKHUX YyCIIYT MOKET OBITh BHIBEIEHO HA KAYECTBEHHO HOBBIM
ypOBEHb Oyiarojiapsi UCIOJIb30BaHUIO COBPEMEHHBIX METO/0B MPOTHO3UPOBAHUS,
Biiovast ARIMA (aBToperpeccCMOHHOE MHTETPUPOBAHHOE CKOJIB3AIIEe CpeHee),
ARDL (aBToperpeccroHHoe pacmpeaeneHHoe Jjarupoanue), MLE (omenka
MaKCHMaJIbHOTO MPaBIONOA00MS) M KOMHTETPallMOHHBIE TeCThl. OCHOBBIBAsSICh HA
ATUX NPUHLHUIAX, B JAHHOW IjaBe MpeAIaraeTcsl MOCJIEI0BAaTEIbHbIN HAyUYHBIH
MOJIXO0JI K MPOTHO3UPOBAHUIO JTUKBUAHOCTA OAHKOBCKMX aKTHBOB M MX OyIyIien
JVHAMHUKHA HA OCHOBE COBPEMEHHBIX S3KOHOMETPUUECKUX MOJEIEH.

Mogens ARDL ocobGenHo mnenHa mnpu paboTe ¢ HecTalMOHAPHBIMU
MEPEMEHHBIMU W TIPOBEACHUM KOMHTETPAMOHHOTO aHaiu3a. TpaaulMOHHbIE
PErpPECCUOHHBIE MOJIETU HE MOAXOIAT JJIsI HECTALIMOHAPHBIX JTAHHBIX, IOCKOJIBKY
MPEANOIaraloT HAIMYME YCTOMYMUBBIX B3aUMOCBSI3EH MEXAY paccMaTpUBAEMbIMH
NEPEMEHHBIMH.

l m l
Y = Bo1 + z B1iX14 + Z P2iX2¢_1 + Z B3iX3t_1
1 0 1

CraimoHapHOCTh MHTETPUPOBAHHOIO psijia TOKa3aTeIel HYJIEBOro MOpsKa
MO3BOJIIET HCMOJBb30BaTh PETPECCHOHHYI0 MOJI€NIb, OCHOBAaHHYIO Ha METO/JIE
HAaMMEHBIIIMX KBaApaToB. Eciiu Oy1eT yCcTaHOBIIEHO, YTO BCE PsI/IbI IEPBOTO MOPSAKA
CTallMOHAPHBI, TO B 3aBUCUMOCTH OT HAJIEKHOCTU MOKHO HCIIOJIB30BaTh PErPECCUI0
ni ARDL.

Pe3ynbTaThl 8-7€THEro MpOrHo3a, pacCUUTAaHHBIE IO BBLIOPAHHOW MOJETH
ARDL, MOXXHO UHTEpPIIPETUPOBATH CIAEAYIOMINM 00pa3om (Tabi. 8):

Tadanna 8
IIporuo3nbie 3HaYeHus1 moka3areseid HammonaabHoro 6anka
V36ekucrana no merony ARDL na 2026-2030 roani, mapa. Cym>*

Toner | Jeno3uTsl, MApII CYMOB | Kpenutsl, Mapn cymoB
B peansHoCTH
2025 | 37977 | 108593
IIporno3upyemMble 3HaUCHUS
2026 43854 117250
2027 50142 128637
2028 58324 139874
2029 67530 150234
2030 78523 159874

Hamr ananu3, ocHoBaHHbIN Ha MeToge ARDL, ObUT MOJHOCTBIO MOATBEPKICH
pAIOM TECTOB, B YacTHOCTH, Tectamu Jluku-dPymiepa, [loprmanto m bpoma-
ITarana, u moaTBEpKAEHA JOCTOBEPHOCTD IIPOrHO3HBIX 3HAYCHUM.

Hcnonb3oBaHWE COBPEMEHHBIX MApKETHMHIOBBIX CTpaTernii B OaHKOBCKOU
cdepe BaXHO HE TOJIBKO JIJIsl IPUBJICUCHUSI HOBBIX KIIMEHTOB, HO M JIJIsI TOCTPOEHUS
JOJITOCPOYHBIX U 3P (HEKTUBHBIX OTHOIIEHUH € CYIIEeCTBYIOMUMH. B 3TOM miporiecce
KJIFOYEBYIO POJIb HWrpaloT TaKUe HWHHOBAIIMOHHBIC TMOAXOJbI, Kak Iu(poBoi
MapKETUHT, TMEePCOHAIU3UPOBAHHOE OOCTYKMBAHHE, CErMEHTAlUsl KIMEHTOB U
VCKYCCTBEHHBI UHTEIIJIEKT.

54 Pa3paboTaHo aBTOPOM Ha OCHOBe Mojean ARDL
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3AK/TIOYEHHUE

Ha ocHOBe aHanu3a pe3yiapTaToB, IMOJYYEHHBIX B JAHHOM HCCIEJIOBAaHUU IO
TEME  COBEpPLICHCTBOBAHHS  HUCIOJIb30BaHUS  IU(PPOBBIX  MAPKETHHIOBBIX
UHCTPYMEHTOB,  CQOPMYJIUPOBAHbI  CJIEAYIOUIME  HAy4yHble  BBIBOJABI U
PEKOMEHIAIUN.

1. CoryiacHO MPOBEJEHHBIM UCCIEIOBAHUSAM B 00J1aCTH MAapKETUHTA, CIEAYET
o0paTuTh BHUMAHHE HA OCHOBHBIC ACTEKThl MAPKETUHTA, SBOJIOIHUIO KOHILEIIIUU
UHCTPYMEHTOB  LHM(PPOBOTO MapKETHHTa U  COBPEMEHHBIC  OMNpECICHUS
MapKETUHIOBBIX ~ HMHCTPYMEHTOB. MHCTpyMeHTh  LIH(POBOrO  MapKETHHTa
YKa3bIBalOT HA HEOOXOJIMMOCTh UX UCTIOIb30BaHUS B IEATEILHOCTH KOMMEPUYECKUX
0aHKOB, pa0oTalIMUX B Hallel cTpaHe. MOXXHO clienarh BBIBOJ, 4TO IUGPOBOM
MapKeTUHI, B OTJIMYME OT TPATUIMOHHOTO, MPEACTaBIsET COOOW MOIXO/,
MOJIHOCTHIO OPUEHTUPOBAHHBIN Ha IIU(GPOBBIC TEXHOJIOTUH U KPEATUBHOCTb.

2. Mbl BuguM, 4TO Y30€KUCTaH OTIMYAECTCS TapMOHUYHBIM COUYETAHUEM
UCIIOJIb30BAaHUSl TPAJAULMOHHBIX U LUU(POBBIX MHCTPYMEHTOB B MapKETHHIOBOM
cepe, Kaxablii U3 KOTOPHIX HMIpaeT pPELIAOLIYI0 POJib B OXBAaTe€ pPa3IMYHBIX
CErMEHTOB moTpeduteneid. B cBs3u ¢ 3TUM 3()PEKTUBHOCTh HCHOIB30BAHUS
MapKETUHIOBBIX HMHCTPYMEHTOB B c(epe MpOM3BOJACTBA M YCIYr HAy4YHO
000CHOBaHa, W JJisl Hallel CTpaHbl KpailHE Ba)XKHO MOHHUMATbh, pa3padaThIBaTh U
BHEIPATh MAapKETUHIOBBIE HWHCTPYMEHTBHI, OCHOBAaHHbIE HA 3THUX HAyYHBIX
noaxonax. Ilo mepe pa3Butus Y30eKHCTaHa Hay4HbIE MOAXOAbl K Pa3BUTHUIO
MapKeTHUHIra, MX MpPaKTHYECKas aJanTalus U WHHOBALMM HMMEIOT pEeIIarollee
3Ha4YeHHEe i1 YCTOMUMBOro pocra M ycnexa. 3. Heo0XxoqumMo mog4epKHyThb, YTO
METOJIOJIOTUYECKUE OCHOBBI Pa3BUTUSl pPbIHKA OAHKOBCKUX YCIYI Ha OCHOBE
WHCTPYMEHTOB LHM(PPOBOIO MAPKETHHIa HMEIOT pEIIAKIIee 3HAYeHUue Ui
YCTOMYMBOIO pOCTa M Yycrexa (UHAHCOBBIX YyupexaeHuil. Mbl BUAMM, 4YTO,
peannsys HUPPOBYIO TpaHC(HOPMALIMIO, UCTIOIb3Ysl AHATUTUKY JaHHBIX U OT/aBas
OPUOPUTET KIMEHTOOPUEHTUPOBAHHBIM MOAX0AaM, OAaHKH MOTYT YBEJIUYHUTH CBOE
MPUCYTCTBHE HA PHIHKE U BHECTH 3HAUUTEIIbHBIN BKJIa/l B 5KOHOMUYECKOE Pa3BUTHE.
[To wmepe pa3BuTHs OaHKOBCKOTO CEKTOpa MCIOJIb30BAaHUE WHCTPYMEHTOB
U(GpPOBOro MapKETHUHIa U MOBBIIIEHUE YAOBJICTBOPEHHOCTU KIMEHTOB OCTaHYTCS
KITFOUEBBIM (DAKTOPOM 3KOHOMHYECKOU CTaOMIBHOCTH CTPAHBI.

4. IlepeoBble TEXHOJIOTMU U MHHOBALMOHHBIE MOJIXO/bI 3apyOEKHBIX CTpaH
MO3BOJISIOT PACIIUPUTH OAHKOBCKHUE YCIIYTH 3a cUeT IMUGPOBBIX MIaThOpM, JIydIiie
YAOBJETBOPATh NOTPEOHOCTH  KJIMEHTOB U oOecreyuBaTh  ONEpPaTHUBHOE
oOcnyxuBanue. Kpome Toro, mnepcoHanuzauus U cTpaTerud LU(pPOBOro
MapKeTUHra CHOCOOCTBYIOT YCTAaHOBJIEHHIO 00Jieeé TECHbIX OTHOIICHUHA C
KJIMEHTAMH, YTO IIOBBIIIAET UX JIOSJIBHOCTh. BaHKOBCKOM cHcTeMe Y30eKucTaHa
TaKXKe  IeJeco00pa3HO  MCIOJB30BaTh  3TOT  OMBIT  JUJISl  TOBBIIICHUS
KOHKYPEHTOCIIOCOOHOCTU U MOCTPOeHUs 3(PPEKTUBHBIX OTHOIICHUH C KIMEHTaAMU
IIyTEM BHEJIPEHUS COBPEMEHHBIX MApKETUHIOBBIX cTpareruid. B sTtom mpouecce
00J1bIlI0e 3HAYEHHE MMEIOT MHBECTUIUMHU B IIU(PPOBON MapKETHHT, OPUEHTALIUs Ha
WHIUBUyaIbHbIE TOTPEOHOCTH KJIMEHTOB M  HUCHOJIb30BaHUE IU(POBBIX
TEXHOJIOTHUM.

5. CornacHo pe3yJpTaTaM HCCIEIOBAaHUS MOTPEOUTENHCKOTO IMOBEACHUS B
Tamkente B 2024 romy mo kaHaiaMm IUGPOBOTO MApKETHWHTA, HCIOJIb3YEeMbIM
NOCTaBUIMKaMU YCIyT, miardopma Instagram siBnsierca Hambosee MOMyJsIpHON U
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OCHOBHBIM PEKJIIAMHBIM HHCTPYMEHTOM JUIsi MHOTHMX MpeanpuHUMAaTeNe u
MOCTAaBUIMKOB ycayr, U 40% moJib30BaTeNield UCIOIB3YIOT ATy IaThopMy B CBOEH
paborte. Cpeau mouckoBor pekiamsbl JuaupyeT Google Ads, ee ucnonb3yrot 50%
opranm3anuii. OHa MIMPOKO HCHOJB3yeTCs Oaronapsi BBICOKOM BO3MOXHOCTH
oxBara 1eneBoi ayautopuu dyepe3d Google Ads. Ilmardpopma Facebook
UCIIOJIB3YETCs IJIs IPUBJICYEHUS O0Jiee MUPOKON ayAUTOPUU U UCTIONb3yeTcs 25%
opranm3anuid. 20% opranusanuii pa3pabateiBatoT BUIeOKOHTEHT B TikTok st
NPUBJICYCHHUS] MOJIOAOTO TMoKoJeHus. [locTaBIIMKK MPOQPECCHOHANBHBIX YCIYT,
B2B-kommanuu ucnonas3yroT LinkedIn ans ykperuieHust JeI0BBIX OTHOIICHUN U
pazButusi mpodeccuonanbHo cetu. 10% opraHuzanui  KMCHONB3YIOT 3Ty
mwiatopmy. Kpome Toro, Takue kanasbl, kak E-mail MmapkeTuHr, BU1I€OMapKETHHT,
JokanbHble U oHNaH-CMU, Takxke npuHOCcAT 3 PEKTUBHYIO MMOIb3Y.

6. Kommepueckum OaHKaMm Takke Ba)XXHO HCIOIb30BaTh HWHCTPYMEHTHI
IM(POBOro MAPKETHHIA JIJIs1 PEATUCTUYHON OLIEHKH MOTPEOUTENBCKOTO CIpoca Ha
YCIYTH, Jy4YlIero OxBaTa ayAUTOpPUHM, CHIKEHUS pHUCKAa TMOTEPb JEHET,
peIoTBpaIieHus 1y OIupoBaHus IJIaHOB, ONPEACIICHUS 10U PhIHKA, ONITUMH3AIIUN
YeJIOBEYECKUX PECypCOB, YETKOIO OIpeneieHUs ICHCTBHUM, HEOOXOAMMBIX MJIs
JOCTHKEHHSI 11eNIM, BbIOOpa HanOosiee 3(PPEKTUBHBIX MHCTPYMEHTOB LU(PPOBOrO
MapKETHUHTa, Pa3yMHOTO WCIOJb30BaHUA PEKIAMHOrO OIOJKETa, CIJIOYEHUS
KOMaH/Ibl ¥ OIIPENIEIICHUS] €AUHOTO HAIPABIICHUS ICHCTBUM.

7. B Hacrosimee BpeMs KoMMepueckue OaHku Y30ekucrtaHa 3((eKTUBHO
peanu3yroT KIIOUYEBbIE MAPKETUHIOBBIE CTPATETUH, TAKHE KaK CErMEHTAIUs PbIHKA,
nuddepeHnmanys npoayKToB, IEHOBAs MOJIUTHKA U KOHKYPEHTHBIE CTpaTeruu. DTU
CTpaTEeTUU HAMpaBJICHbI HA YIIyYIlIeHUE OOCTY>KUBAHUSI KIMEHTOB U JIOCTUKEHUE
KOHKYPEHTHBIX NpeuMyliecTB. baHku cTpemsrcs Hanaauth 3((PEKTUBHYIO
KOMMYHUKAIIUIO C KJIMEHTaMU, UCIIOJIb3Ysl TAKHE MHCTPYMEHTBI, KaKk peKjama, CBSI3u
C OOILIECTBEHHOCThIO M KIHWEHTCKUH CEpBUC. OTO BAXHO JUIS MOBBILLICHUS
JIOSUTbHOCTH KJIMEHTOB M MPUBJICYEHUSI HOBBIX KIIMEHTOB.

8. CoBpeMeHHbIe HU(PPOBBIE TEXHOJOTMU OTKPBHIBAIOT HOBBIE BO3MOXKHOCTH
1u1st 0aHkoB. banku 00CTy)KMBaIOT CBOMX KIIMEHTOB Yepe3 BEO-CalThl U MOOUITEHBIC
NPUIOKEHUSI, AKTHBHO YYacTBYIOT B COLUUAJBHBIX CETAX M HCHOJB3YIOT
MHCTPYMEHTHI e-mail-Mapketunra. CuIbHBIMH CTOpPOHAMU OaHKOB SBIISIFOTCS
HIMPOKOE HCIOIb30BAHUE HMHCTPYMEHTOB IM(POBOr0O MAapKETUHIa W BBICOKUN
YpOBEHb KadecTBa OOCIyXHBaHMUS KIWEHTOB. OJHAKO B HEKOTOPbIX OaHKax
HEJOCTAaTOYHOE pa3BUTHUE MAPKETUHIOBBIX WHCTPYMEHTOB M 3aJEPKKH BO
BHEJIDEHUM WHHOBALIMA TPOSABISIIOTCA Kak ciadble cTOpoHbl. Heobxoaumbl
BO3MOYKHOCTH JUIsl PAcIIMpPEHUs CHEKTpa YCIYr 3a CYET MCIOJIb30BAHMSI HOBBIX
TEXHOJIOTHMM M TPHUBJICUCHUS HOBBIX KJIMEHTOB IMOCPEACTBOM LU(POBOro

MapKETHHTA.
9. Hcnomb3oBaHME WHCTPYMEHTOB ITM(GPOBOTO MapKETHHTa B TIPOIECCE
g poBoi TpaHchopMamn KOMMEPUYECKUX 0aHKOB MOBBIIIACT

KOHKYPEHTOCTIOCOOHOCTh OaHKOB M 00€CIEYMBAET BBICOKOE KAU€CTBO YCIYT IJif
KJINEHTOB. IHHOBAllMOHHBIE MOIXO0/IbI, TAKAE KAK MAPKETUHT BIUSHHUS, TEXHOJIOTUN
JIOITIOJTHEHHOM U BUPTYaJbHOU PEAIbHOCTH, UCKYCCTBEHHBIN MHTEJUIEKT, TOJIOCOBOU
MAapKETUHI, IEPCOHAIM3UPOBAHHBIE YCIYyI'M, MAapKETUHI Y4YacTUS KIWEHTOB,
MAapKETHUHI JKOJOTMYECKOM M COLMAJIbHOM OTBETCTBEHHOCTM M TEXHOJIOTUHU
OJIOKYEHH, CO3/1al0T HOBBIE BOZMOKHOCTH ISl OaHKOB.
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INTRODUCTION (abstract of the dissertation of the
Doctor of Philosophy (PhD)

Relevance and Necessity of the Dissertation Topic. In the current global
economy, the development of the banking services market is closely linked to the
effectiveness of marketing strategies. Innovative approaches are required to attract
and retain customers, as traditional marketing tools may not be effective in the
rapidly changing digital environment. According to a report from one of America's
largest banks, JP Morgan Chase, in 2024, big data and artificial intelligence were
widely used to study customer demands and preferences. They analyzed customer
card transactions, online activities, and social media behavior, offering personalized
suggestions. Through these modern methods, the bank was able to reduce marketing
expenses by 20% and increase customer loyalty. Therefore, improving the use of
digital marketing tools, particularly in the banking services market, is one of the
critical issues.

In the context of globalisation and the intense policy of digitalisation, research
1s being carried out today to develop the service market using digital marketing tools.
This requires conducting systematic scientific research aimed at introducing the
concept of digital marketing into the banking services market, providing the
population with quality digital financial services, supporting consumers' economic
interests, and establishing digital marketing activities in the banking services market.

The development of the banking services market in the Republic of Uzbekistan
is one of the priority areas, with particular attention being paid to the development
of digital banking services. Over 30 regulatory and legal documents related to
digitalisation have been adopted, with a number of tasks defined for all sectors of
the economy. "In recent years, the availability and use of digital financial services
have increased, helping millions of customers transition to official digital financial
operations through secure digital platforms." For this reason, research aimed at
reducing the human factor, modernizing, introducing modern digital infrastructures
in banks, and developing remote banking service systems through the use of digital
technologies to introduce advanced banking services is of significant scientific and
practical importance.

The dissertation research is aligned with the tasks set out in various normative
and legal documents, such as the Decree of the President of the Republic of
Uzbekistan "On the Strategy for the Development of New Uzbekistan for 2022-
2026" (PF-60 dated January 28, 2022), the Resolution on "Measures to Create
Conditions for the Rapid Implementation of Artificial Intelligence Technologies"
(PQ-4996 dated February 17, 2021), and the Decree on the "Strategy for Reforming
the Banking System of the Republic of Uzbekistan for 2020-2025" (PF-5992 dated
May 12, 2020), as well as other legal documents in this area.

Relevance to the National Research and Technological Development
Priorities: This dissertation is consistent with the national scientific and
technological development priority I, "Developing a democratic and legal society,
and the moral-ethical and cultural development of the country, creating an
innovative economy."
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Degree of Research in the Field: The scientific-theoretical and scientific-
methodological aspects of using digital marketing tools in commercial banks have
been extensively explored in the works of many foreign marketing scholars. These
include the works of F. Kotler, Y. Chien, G. Sharma, S. Malhotra, S. Jain, P. Garg,
B. Fan, P. Honnali, M. Carpenter, C. Gerling, S. Lessmann, H. Liu, V. Shankar, Y.
Kim, G. Tan, W. Lim, A. Smith, D. Chaffey, J. Lee, R. Bansal, P. Verma, and others.

Moreover, scholars from the Commonwealth of Independent States (CIS)
countries, such as A. Shevlyakova, I. Kotlyarevskaya, N. Ananenka, D.
Tarakhovich, M. Samokhovets, 1. Soloveychik, S. Lobanova, M. Guseynova, and
others, have explored digital marketing strategies, bank marketing, and its principles
in their research.

Additionally, within the framework of the national economy's digitalization
policy, the use of digital marketing in service sectors, particularly in the banking
services market, has been addressed in the research of Uzbek economists such as S.
Gulyamov, B. Begalov, M. Abdullayev, Y. Ilkhomova, M. Ikramov, M.
Jumaniyozova, U. Khaytmatov, A. Fattakhov, Sh. Ergaskhodzhayeva, A. Azlarova,
M. Abdurakhmanova, Sh. Janibekova, B. Khonturayev, N. Yakhyokhonov, G.
Bekmurodova, J. Yuldashev, O. Ortikov, I. Qulliyev, and others.

Relevance of the Dissertation Topic to the Research Plans of the Higher
Education Institution This dissertation was carried out within the framework of a
scientific project in accordance with the research plans of the Tashkent State
University of Economics.

Purpose of the Research The aim of this research is to develop scientific
proposals and practical recommendations for improving the use of digital marketing
tools in Uzbekistan.

Research Tasks The tasks of the research are as follows:

investigating the scientific-theoretical foundations of the concept of digital
marketing;

exploring the types of digital marketing tools and their specific characteristics;

analyzing the experience of using digital marketing tools in foreign countries;

analyzing the current state of digital marketing tool usage in uzbekistan;
evaluating the factors influencing the development of banking services through
digital marketing tools;

conducting a sociological evaluation of the use of digital marketing tools;

identifying the directions for applying digital marketing tools in the banking
services market;

investigating the opportunities for using digital marketing tools in the banking
system based on innovative approaches;

improving multi-factor forecasting of the development of banking services
through digital marketing tools.

Research Object For the study of marketing activities, the banks selected as
research objects are: JSC O’zmilliybank, JSCB Asakabank, and JSCIB Ipak Yuli
bank.

Research Subject The subject of the research consists of the socio-economic
relationships arising during the use of digital marketing tools.
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Research Methods The dissertation employs methods such as statistical
observation, sampling, comparative and dynamic analysis, SWOT analysis, survey
methods, and correlation and regression analysis.

Scientific novelty of the research: According to the methodological approach,
the economic content of the concept of "modern marketing strategies" is based on a
comprehensive approach aimed at ensuring market competitiveness, creating
emotional and interactive relationships with consumers, making innovative and
flexible decisions, and maximizing performance and customer value. This
theoretical and methodological material has been used in the preparation of the
recommended "Marketing (2nd module 'Brand Management')" textbook for students
in management education programs (across various sectors) at higher education
institutions (Ministry of Higher Education, Science, and Innovations of the Republic
of Uzbekistan, Order No. 194 dated May 29, 2024). As a result of implementing this
scientific proposal, students are provided with the opportunity to develop broader
knowledge and skills about modern marketing strategies, based on digital
technologies, consumer behavior, market demands, and the ability to make data-
driven decisions while establishing long-term relationships with customers.

Research on customer behavior and needs analysis in the banking services
market: An intellectual clustering model of target segmentation, based on modern
information technologies, has been used to increase the accuracy of profiling bank
customers in the banking services market. This model has led to an increase in the
precision of profiling with a threshold of 35 < PABM < 40%. As a result of
implementing this proposal, the efficiency of marketing services in "Uzmilliybank"
has increased by 17.4% (Uzbekistan Republic National Bank of Foreign Economic
Activity, No. 26/1-825, dated September 8, 2025).

Innovative approach to mass personalization in digital marketing: The use
of digital marketing to establish interactive and emotional relationships with
customers has allowed an innovative approach to increase the usage of banking
services by 15-18%. This proposal, if implemented, has created the opportunity to
increase customer traffic at "O’zmilliybank" by 10.2% (Uzbekistan Republic
National Bank of Foreign Economic Activity, No. 26/1-825, dated September 8,
2025).

Effective use of digital marketing in commercial banks: Based on the
successful use of digital marketing tools, forecasts for the main activities of
"Uzmilliybank" have been developed, including the modeling of loan, deposit, and
profit indicators for the period up to 2030. These forecast indicators have been used
in the development of a "Roadmap" for the strategic development of
"O’zmilliybank" (Uzbekistan Republic National Bank of Foreign Economic
Activity, No. 261, dated February 12, 2025).

Practical results of the research: The research analyzed and assessed the
factors affecting the development of customer services in commercial banks using
digital marketing tools. New proposals for implementing individualized marketing
approaches through segmentation based on customer needs, demographic, and
psychographic characteristics have been developed. The study analyzed advanced
marketing strategies used in the banking sector of Singapore, the USA, South Korea,
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and other developed countries, and identified opportunities for adapting these
strategies to the banking sector of Uzbekistan. Recommendations for omnichannel
marketing for commercial banking services, content marketing for business clients,
and interactive advertising tools for young generations have been provided.

Reliability of the research results: The reliability of the results is confirmed
by the appropriateness of the methodological approaches and methods used, with
data obtained from official sources and open statistical reports from organizations.
The conclusions and recommendations have been implemented in practice by
"O’zmilliybank."

Scientific and practical significance of the results: The scientific
significance of the research results lies in the fact that the proposed
recommendations and theoretical-methodological conclusions will serve as a basis
for further scientific research aimed at improving the use of digital marketing tools.
The practical significance lies in the potential use of the findings to develop
strategies for reforming the banking system, enhancing the popularity of banking
services, and informing the creation of relevant laws, regulations, presidential
decrees, cabinet decisions, and other legal documents in the sector.

Implementation of the research results: The economic content of the concept
of "modern marketing strategies" based on a comprehensive approach aimed at
maximizing performance and customer value, ensuring market competitiveness, and
establishing emotional and interactive relationships with consumers has been used
in the development of the "Marketing (2nd module «Brand Management»)"
textbook, recommended for students in higher education institutions. As a result of
implementing this proposal, students will gain deeper knowledge and skills in
modern marketing strategies, which incorporate digital technologies, consumer
behavior, and data-driven decision-making.

Research on customer behavior and needs analysis using modern
information technologies: The intellectual clustering model of target segmentation,
based on modern information technologies, increased the accuracy of profiling bank
customers, with a threshold of 35 < PABM <40%. As a result, "O‘zmilliybank" has
increased its marketing services effectiveness by 17.4%.

Scientific publication and approval of results: The research results have been
discussed at 3 international and 3 national conferences. The research has led to 13
published scientific works, including 3 articles in recommended journals for
philosophy doctor dissertations, 4 articles in prestigious international journals, and
6 theses in scientific-practical conference proceedings.

Structure and volume of the dissertation: The dissertation consists of an
introduction, three chapters, a conclusion, a bibliography, and appendices. The total
volume of the dissertation is 117 pages.
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