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KIRISH (doktorlik (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahonda kechayotgan
global isish, ozig-ovqgat tangisligi, globalizatsiya ogqibatlari natijasidagi ta’minot
zanjiridagi uzilishlar 2021-2022-yillarda ozig-ovgat va alkogolsiz mahsulotlari global
brendlari giymatini so‘ngi 20 yilda birinchi marta ingirozli vaziyatlarini yuzaga
chigardi. Halgaro “Brand Finance” agentligining 2021 hisobotiga Kkiritilgan
dunyodagi 25 ta eng qimmat alkogolsiz ichimliklar brendining umumiy gqiymati
2020-yildagi 114,8 milliard AQSh dollaridan 2021-yilda 107,5 milliard dollargacha
kamaygan. Ozig-ovgat va shokolad brendlarining umumiy brend giymati mos
ravishda 4 % va 3 %ga kamaydi. Brend giymatini yo‘qotishdan o‘zini himoya gila
olgan yagona sektor sut sektori bo‘lib, 2021-yilda o‘zining umumiy brend giymatini
saglab golgan.?

Jahonning rivojlangan AQSH, Yaponiya, Xitoy, Yevropa Ittifoqi kabi
mamlakatlari global o0zig-ovgat mahsulotlari bozorda ustun mavgeyini ta’minlashning
asosiy strategiyasi sifatida qo‘shimcha giymat yaratish manbai bo‘lgan global
brendlar yaratishga e’tibor garatmogda. Shuning uchun, xalgaro ozig-ovqat
mahsulotlari ishlab chigaruvchi kompaniyalar tomonidan brending faoliyatini
baholash, monitoringini amalga oshirish, brend strategiyalarini ishlab chigish,
jumladan, global brendlarni yaratishda innovatsion marketing strategiyalaridan
foydalanish, xalgaro brend reytinglariga kirish asosida global brendlar bilan
ragobatlasha oladigan mahalliy brendlar yaratish, ragamli marketingdan samarali
foydalanish va ularni baholab borishning ilmiy-uslubiy asoslarini takomillashtirish
yuzasidan amalga oshirilayotgan ilmiy tadgigotlar ommalashmoqda.

O‘zbekistondagi 0zig-ovgat mahsulotlari ishlab chigaruvchi korxonalarining
brendlarni yaratish va ularni xalgaro brendga aylantirish borasida yetarli tajribaga ega
emasligi, ularning marketing faoliyatida yangi yondashuvlar, vositalar va brend
konsepsiyalaridan foydalanishning ilmiy-metodologik ba’zasini kengaytirishni talab
etmogda. Shu munosabat bilan, mavjud byudjet cheklovlari va ragobat muhitining
ta’sirini hisobga olgan holda, maksimal iste’molchi va qo‘shimcha giymatiga ega
brendni rivojlantirish jarayonini samarali tashkil etish va brend giymatini oshirib
borishning nazariy va uslubiy yondashuvlarini ishlab chigish kun tartibiga qo‘yilgan.
Bu holatlar ozig-ovgat mahsulotlari  brendini  baholash metodologiyasini
takomillashtirish va uni giymatini oshirishga garatilgan ilmiy tadgiqotlar olib borishni
tagozo etmoqda.

O‘zbekistonda bu borada muayyan tadbirlar belgilanib, ularning ijrosini
ta’minlash sa’y-harakatlari tobora kuchaytirilmogda. O‘zbekistonda amalga
oshirilayotgan ozig-ovgat sanoatini texnik jihatdan yangilash va modernizatsiyalash
siyosati natijasida ishlab chigaruvchilar sonining sezilarli darajada oshib borishi
ragobatning kuchayishiga olib kelmoqda. 2022-2026-yillarga mo‘ljallangan Yangi
O‘zbekistonning taraqgiyot strategiyasida “2026-yilga borib ozig-ovgat mahsulotlari
ishlab chigarish hajmini 7,4 min. tonnaga, gayta ishlash darajasini sut bo‘yicha

! https://brandirectory.com/rankings/food/2021



32 foiz, go‘sht — 25 foiz, meva-sabzavot bo‘yicha — 28 foizga yetkazish™? vazifasi
belgilab berilgan. Mamlakatda ozig-ovgat mahsulotlari bozoridagi ichki ehtiyojlarni
to‘liq va sifatli qondirish bilan bir gatorda, tashqi bozorlarda ham mustahkam
mavqega ega bo‘lib borish asosiy maqgsadlar sifatida belgilab berilgan. Bu esa ozig-
ovgat mahsulotlari brendlari qiymatini oshirish, brend mahsulotlar turlarini
kengaytirish, brendning giymatini baholash uslubiyotini takomillashtirish, ozig-ovgat
mahsulotlari brendiga ta’sir etuvchi omillarning statistik tahlil gilishning zamonaviy
usullari va vositalarini ishlab chigishni taqozo etadi.

Dissertatsiya tadgigoti O‘zbekiston Respublikasi Prezidentining 2022-yil
28-yanvardagi PF-60-son “2022-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning
taraqgiyot strategiyasi to‘g‘risida”gi, 2020-yil 11-noyabrdagi PQ-4887-son
“Aholining sog‘lom ovgatlanishini ta’minlash bo‘yicha qo‘shimcha chora-tadbirlar
to‘g‘risida”gi, 2019-yil 29-iyuldagi PQ-4406-son “Qishloq xo‘jaligi mahsulotlarini
chuqur gayta ishlash va ozig-ovgat sanoatini yanada rivojlantirish bo‘yicha
qo‘shimcha chora-tadbirlar to‘g‘risida”gi qarorlari, 2018-yil 16-yanvardagi
PF-5303-son “Mamlakatning 0zig-ovqgat Xxavfsizligini yanada ta’minlash chora-
tadbirlari to‘g‘risidagi farmoniga o‘zgartirishlar Kiritish to‘g‘risida”gi, 2018-yil
13-dekabrdagi PF-5598-son “O‘zbekiston Respublikasi davlat boshgaruviga ragamli
igtisodiyot, elektron hukumat hagida axborot tizimlarini joriy etish bo‘yicha chora-
tadbirlar to‘g‘risida”gi, 2018-yil 24-noyabrdagi PF-5583-son “Tadbirkorlik va
innovatsiyalar ~ sohalaridagi loyihalarni ~ moliyalashtirish ~ mexanizmlarini
takomillashtirish bo‘yicha qo‘shimcha chora-tadbirlar to‘g‘risida”gi farmonlari va
mazkur sohaga oid boshga normativ-huqugiy hujjatlarda belgilangan vazifalarni
amalga oshirishda muayyan darajada xizmat giladi. Ularda, shuningdek, sohaga oid
boshga me’yoriy-huqugiy hujjatlarda belgilangan vazifalarni amalga oshirishda
mazkur dissertatsiya muayyan darajada xizmat qgiladi.

Tadgiqgotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘ligligi. Dissertatsiya ishi respublika fan va texnologiyalari
rivojlanishining 1. “Demokratik va huquqgiy jamiyatni ma’naviy-axlogiy hamda
madaniy-ma’rifiy rivojlantirish, innovatsion iqgtisodiyotni shakllantirish” ustuvor
yo‘nalishiga muvofiq bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadgiqotlar sharhi®. Ozig-ovgat
mahsulotlari brendini baholash metodologiyasini takomillashtirish bo‘yicha ilmiy
izlanishlar jahonning yetakchi ilmiy markazlari va oliy ta’lim muassasalari, shu
jumladan: Kantar BrandZ, Brand Finance, International Institute for Management
Development, Interbrand, International Place Branding Association, American
Marketing Association, The Institute for the Advancement of Food and Nutrition

2 O‘zbekiston Respublikasi Prezidentining «2022-2026 yillarga mo‘ljallangan Yangi O°‘zbekistonning taraqgiyot
strategiyasi to‘g‘risida» gi PF-60-son Farmoni. 2022 yil 28 yanvar. — www.lex.uz

% Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadgiqotlar sharhi: https://www.kantar.com/; https://brandfinance.com/;
https://www.imd.org/; https://interbrand.com/; https://placebranding.org/; https://www.ama.org/; https://iafns.org/; http: //
www.carnegieendowment.org; https://www.rand.org; https://www.csis.org; http: // www.silkroadstudies.org; http: //
www.centralasianprogram.org; https://www.aier.org; https://www.itdp.org; https://www.bmvit.gv.at; http:
[iww.inwent.org;  https://wwwe.iiss.org;  https://www.iru.org;  http://www.rtri.or.jp,  https://www.hanseo.ac.kr;
https://en.unesco.org/silkroad/; http://www.silkroadresearchcenter.org; http://www.bjtrc.org.cn; http://www.en.ustc.edu.cn;
www.iptran.ru; https://logistics.hse.ru; www.niitk.kz; www.carecprogram.org; http: // www.traceca-org.org.
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Sciences, University of London (Buyuk Britaniya), Florida Atlantic University
(AQSH), University of Limerick (Irlandiya), Vrije Universiteit Amsterdam
(Gollandiya), Indian Institute of Management (Hindiston), G.V. Plexanov nomidagi
Rossiya iqtisodiyot universiteti (Rossiya), GUU Marketing instituti (Rossiya),
Toshkent davlat igtisodiyot universiteti, Toshkent kimyo texnologiya instituti,
Toshkent davlat texnika universiteti (O‘zbekiston) tomonidan amalga oshirilmoqda.
Sanoat korxonalari shu jumladan, avtomobil sanoati korxonalarida marketing
strategiyasini ishlab chigish va amalga oshirishga oid jahonda olib borilgan
tadgigotlar natijasida: Kantar BrandZ marketing agentligi - https://www.kantar.com/
(dunyodagi eng gimmat brendlarning o‘sish strategiyalarini diagnostika qiladi
va strategik imkoniyatlarni gidiradi; Brendlarning reytingi (Brand Finance ) milliy
va xalgaro brendlar reytingini yuritadi, brend gqiymati, brend kuchi, tadgiqot
va raqobatbardosh reyting ma’lumotlarini o‘z ichiga olgan dunyodagi eng yirik
tadgigotlar olib boradi; Xalgaro menejmentni rivojlantirish instituti (International
Institute for Management Development) global brenlarni boshgarishni ilmiy
metodologik asosilarini ishlab chigaradi; Interbrend agentligi (Interbrand) brendlarini
mustahkamlashda yordam beradi, brend mahsulotlarini ishlab chigaruvchi
kompaniyaning moliyaviy holati baholanadi; Xalgaro hududiy brending
assotsiatsiyasi (International Place Branding Association) ekspertlar, professional va
akademik hamjamiyat, shuningdek, brending bilan bevosita yoki bilvosita ishtirok
etgan turli institutlar, davlat va xususiy tashkilotlar o‘rtasida ‘“Place Branding” va
“Place Marketing” fanlarining xalgaro tan olinishi, ko‘rinishi va rivojlanishini
oshiradi; Amerika marketing assotsiatsiyasi (American Marketing Association)
brend, brend qiymati, brend menejment va global brendlarni rivojlantirish,
iste’molchilarni brendlarni gabul gilishining xulg-atvor xususiyatlarini tadgigot etadi;
Ozig-ovgat va ovqatlanish fanlarini rivojlantirish instituti (The Institute for the
Advancement of Food and Nutrition Sciences-AQSH) sanoat, hukumat va
akademiyani harakatga keltirish, moliyalashtirish va samarali tadgiqotlarni olib
borish va ozig-ovqgat xavfsizligi va ovqatlanish fanini yuksaltirish bo‘yicha ilmiy
tadgigotlar olib boriladi; korxonalarning brend strategiyasini shakllantirish va uni
takomillashtirishning ilmiy-uslubiy asoslari tadgiq etilgan (Florida Atlantic
University, AQSh); brend strategiyasini ishlab chigish yo‘li bilan ozig-ovgat sanoati
korxonalarida ragobatbardoshlikni oshirish mumkinligi asoslangan (University of
Limerick, Irlandiya); yangi brendlarni bozorga olib chigish va bozorlarda faoliyatni
kengaytirishga qaratilgan marketing strategiyasining muhimligi asoslab berilgan
(Indian Institute of Management, Hindiston); marketing strategiyasini qo‘llash orgali
ozig-ovgat, qishlog xo‘jaligi mahsulotlari  brendlarini global brendlarga
aylantirishning imkoniyat va omillari tadqiq etilgan (Vrije Universiteit Amsterdam,
Gollandiya); ozig-ovgat mahsulotlarini ishlab chigarish va savdo hajmini oshirishda
brendingning zamonaviy usullardan foydalanish muhimligi asoslangan (University of
London, Buyuk Britaniya); ozig-ovgat mahsulotlarini ishlab chigaruvchilarni yangi
brending xizmatlarini joriy etish hamda milliy igtisodiyotning ragobatbardoshligini
oshirishning magsadga muvofigligi asoslangan (G.V. Plexanov nomidagi Rossiya
davlat igtisodiyot universiteti, Rossiya); brend strategiyasini ishlab chigish va amalga
oshirish hamda ozig-ovgat kompaniyalarini xalgaro bozorlardagi faoliyatni

7


https://en.wikipedia.org/wiki/Vrije_Universiteit_Amsterdam
https://en.wikipedia.org/wiki/Vrije_Universiteit_Amsterdam

kengaytirishning ilmiy jihatlari asoslab berilgan (GUU marketing instituti, Rossiya);
brendni boshqgarish, brend qiymatini baholash, meva-sharbatlari, sut va sut
mahsulotlari brendlarini shakllanishi va rivojlanishning marketing strategiyalari
ishlab chigilgan (Toshkent davlat igtisodiyot universiteti, Toshkent Kkimyo
texnologiya instituti, Toshkent davlat texnika universiteti, O‘zbekiston);

Ozig-ovgat mahsulotlari  brendlarini  rivojlantirish  va ularni  samarali
marketingini amalga oshirishning ilmiy-nazariy, uslubiy asoslarini takomillashtirish
bo‘yicha quyidagi ustuvor yo‘nalishlarda tadgiqotlar olib borilmogda: brend
strategiyasini qo‘llash orgali mahsulotlarga qo‘shilgan qiymat vyaratish; brend
marketing strategiyasini takomillashtirish hisobidan korxonalarning global bozorlarga
chigish imkoniyatlarini oshirish; korxonalarning brending faoliyat samaradorligini
oshirish orqgali xalgaro ragobatbardoshlikni oshirish; xalgaro bozorlarda milliy
korxonalar faoliyatining takomillashgan marketing strategiyasini ishlab chiqgish va
amalga oshirish,

Muammoning o‘rganilganlik darajasi. Ozig-ovqgat ishlab chigarish va uni
marketing muammolarini hal etish, jumladan, ozig-ovgat mahsulotlari brendini
shakllantirishni tadqiq qgilishning ilmiy-nazariy jihatlari ko‘plab xorijlik olimlarning
ishlanmalarida o‘z aksini topgan. Bu borada Assel G., Churchill G.A., Brown T.J.,
Kotler Ph., Keller K.L., Setiawan I., Karatajaya H., Malhotra N.K., Kennedy D.,
Praet V.D., Salenbacher J. Traindl A., Trout J., Doyle P larning ilmiy ishlari mumtoz
asarlarga aylangan®. Ushbu uzoq xorij olimlari marketing, marketing strategiyasi va
brendni  shakllantirishga qo‘shgan salmoqli hissasiga garamay, o0zig-ovqgat
mahsulotlari brendini shakllantirish va uni baholab borishning ilmiy metodologik
asoslari yaratilgan.

Mustaqil davlatlar hamdo‘stligi mamlakatlarida bu borada Bagiyev G.L.,
Tarasevich V.M., Bulanov A., Veselova A.O., Godin A.M., Golubkov Ye.P., Grechin
Ye.Yu., Makashyov M.O., Pravda P., Rojkov l.Ya., Kismerishkin V.G. singari
olimlar tadgigotlar olib borganlar®. Mazkur tadgigotlarda brend nazariyalari va
iste’mol tovarlari brendini shakllantirish va brending strategiyalarini ishlab
chigishning ilmiy-nazariy jihatlari yoritilgan bo‘lsa-da, sut va sut mahsulotlari
brendini shakllantirish bo‘yicha marketing strategiyasini ishlab chigish masalalari
o‘rganilmagan.

4 Acconp I'. Mapkerunr: [Ipunmune! u crpaterns: — M.: Madpa-M.,1999; Churchill G.A, Brown T.V. Basic marketing
research, — Thomson, United States, 2010; Kotler Ph. Marketing essentials. —Prentice Hall, United States, 2019; Kotler
Ph., Setiawan I., Kartajaya H. Marketing 3.0: From Products to Customers to the Human Spirit. — wiley, 2012;
Malhotra N.K. Marketing research an appled orientation. — Prentince Hall, United States, 2016; On Stratogic Marketing.
Harvard Business review Press, — Boston, Massachusetts, 2019; Kennedy Dr No B.S. Guide to Brand — Boston,
Massachusetts, 2019; Kennedy Dr No B.S. Guide to Brand — Building by Direct Response — Enterpreneur Press, 2014,
Praet V.D. Unconscious Branding. How neuroscience can empower marketing. — Prentince Hall, USA, 2012,
Salenbacher J. Creative personal branding. —BIS Publishers, 2013, Traindl A. Store branding excellence. — ratail
/branding. — 2011., Trout J. Big Brands Big Trouble. — John wiley&sons, inc. New York, 2013, Doyle P. Marketing
management and strategy. — Pearson Education, London, 2002.

® Barues I'.A., Tapacesuu B.M. Mapkerunr — Cn6.: I[Tutep, 2012; Bynanos A. Bpenn 2.0. Ot ¢punocopuu K npakTHKe.
— M.: Kpacnas 3Be3na, 2014; Becenosa A.O. Pa3BuTne MapkeTHHra B MOJIOYHOM IPOJYKTOBOM HOAKOMILIEKCE. — M.:
2010; aBroped. mucc., 'ogna A.M. Bbpennunr. — M.: @unnpece, 2008; I'peunn E.}0. Co3nanne 6pennos. — CII6.:
IMTurep, 2018; Makamés M.O. bpenn-menemkment. — CII6.: TTurep, 2018; IIpasaa I1. bpenn auanoctu. — M.: Omera
JI., 2018.; PaxxoB M.4., Kucmepemkun B.I'. Bpenaunr. — M.: IOpaiir, 2013.
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Respublikamizning iqtisodchi olimlaridan S.S.Gulyamov, A.Sh.Bekmurodov,
M.R.Boltabayev, M.A.lkramov, A.A.Fattaxov, Sh.J.Ergashxodjayeva, M.S.Qosimova,
A.N.Samadov, |.S.Xotamov, L.Abduxalilova, B.Mamayev va boshgalar marketing
fanini rivojlantirishga katta hissa qo‘shganlar®. So‘ngi yillarda U.Sharifxodjayev,
Z.Xakimov, A.Ogboyev, N.Zufarova, S.Odilovalar’ tomonidan brend va korxonalarda
brending srategiyalaridan foydalanish, korxonalar brendini yaratish va uni
baholashning uslubiy jihatlari, brendlar raqobatbardoshligini oshirishga garatilgan
tadgiqotlar olib borgan. Biroq ozig-ovgat mahsulotlari brendlarini yaratish, ularning
xalgaro ragobatbardoshligini oshirish, brendlar giymatini baholash va global brendga
aylantirishga qaratilgan yo‘nalishlarda tadqgigotlar olib borilmagan. Mazkur
dissertatsiya mavzusi aynan shu jihatlardan kelib chigib tanlandi.

Dissertatsiya tadgigotining dissertatsiya bajarilayotgan oliy ta’lim
muassasaning ilmiy tadqigot ishlari rejalari bilan bog‘ligligi. Dissertatsiya
tadgigoti Toshkent davlat igtisodiyot universiteti ilmiy tadgigot ishlari rejasiga
muvofig, OT-F1-161-ragamli “Xalqaro standartlarni joriy qilish orqgali qishloq
xo‘jaligi mahsulotlari ragobatdoshligini oshirish uslubiyotini takomillashtirish”
mavzusidagi fundamental tadgiqgotlar loyihasi doirasida bajarilgan.

Tadgigotning magsadi sut va sut mahsulotlari brendini shakllantirish
metodologiyasini takomillashtirish bo‘yicha ilmiy takliflar va amaliy tavsiyalar ishlab
chigishdan iborat.

Tadqgigotning vazifalari quyidagilardan iborat:

Sut va sut mahsulotlari brendini shakllantirish va baholash metodologiyasini
takomillashtirish;

brendning iqtisodiy mazmuni-mohiyati va brend konsepsiyalari va brendlarni
shakllantirishning ilmiy-nazariy, ilmiy uslubiy va amaliy jihatlarini asoslash;

sut va sut mahsulotlari ragobatdoshligini oshirishda brending strategiyalaridan
foydalanishning ilmiy-nazariy va metodologik asoslarini sharhlash;

sut va sut mahsulotlari brendini baholashning nazariy-uslubiy asoslarini ishlab
chiqish;

6 Gulyamov S.S., Jumayev N.X., Raxmanov D.A., Toshxodjayev M.M. ljtimoiy sohada investitsiyalar samaradorligi. —
T.: Iqgtisodiyot, 2019; Bekmurodov A.Sh. va boshqgalar. Strategik marketing. — T.: TDIU, 2010; Boltaboyev M.R.
To‘qimachilik sanoatida marketing strategiyasi. — T.: Fan, 2004., lkramov M.A., Pardayev M.K., Abduxalilova L.T.
Marketing tadgiqotlarida statistik taxlil. — T.: Sano-standart, 2022; Fattaxov A.A., Anufriyev A.l. Marketingovie
i logisticheskiye texnologii v kommercheskom biznese. — T.: Iqgtisodiyot dunyosi, 2019; Ergashxodjayeva Sh.D.,
Samadov A.N., Sharipov I.B. Marketing. — T.: Igtisodiyot, 2013; Ergashxodjayeva Sh. Innovatsion marketing. — T.:
Chulpon, 2014.; Qosimova M.S., Ergashhodjaeva SH., Abduhalilova L.T., Muhitdinova V., Yuldashev M. Strategic
marketing — T.: O‘qituvchi, 2004; Xotamov LS. Brending — T.. TDIU, 2016.; Abduxalilova L. Go‘sht va sut
mahsulotlari marketingi strategiyasi (Toshkent viloyati misolida). — T.: TDIU, 2005, dissert. avtoref, Mamayev B.
Ozig-ovqat tovarlari bozorlarida marketing tadgigotlarini takomillashtirish. Igtisod fanlari nomzodi ilmiy darajasini
olish uchun tagdim etilgan dissertatsiya avtoreferati. Toshkent — 2011.

7 Sharifxodjayev U.U O‘zbekiston Respublikasi ommaviy axborot vositalari brend boshgaruvi metodologiyasini
takomillashtirish. dis. — Toshkent, 2015.; Xakimov Z. Yengil sanoat korxonalari ragobatbardoshligini marketing
strategiyalari asosida oshirish. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) ilmiy darajasini olish uchun
tayyorlangan dissertatsiya avtoreferati. — T.: TDIU, 2018 y.; 08.00.11- Marketing.; Ogboyev A. Tikuv-trikotaj
korxonalari  ragobatbardoshligini  boshqgarishda brending strategiyasidan foydalanish. 08.00.13-Menejment
va 08.00.11-Marketing. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) ilmiy darajasini olish uchun tayyorlangan
dissertatsiya avtoreferati. — T.: TDIU, 2021y.; Odilova S. Meva sharbatlari brendini shakllantirishning marketing
strategiyalarini ishlab chigish. 08.00.11 — Marketing. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) dissertatsiyasi
avtoreferati. — T.: TDIU. 2022 yil.



brend giymatini baholashning jahon tajribasini o‘rganish asosida mahalliy
korxonalarning brend giymatini oshirish omillarini aniglash;

sut va sut mahsulotlari brendlari giymatini baholash uslubiyotini yaratish;

jahon ozig-ovgat mahsulotlari bozorining rivojlanish tendensiyalari va ularning
brendga ta’sirini tahlil gilish;

O‘zbekistonda 0zig-ovgat mahsulotlari  bozorining hozirgi holati va
dinamikasini tahlil gilish asosida brend strategiyalarini ishlab chigish yo‘nalishlarini
asoslash;

sut va sut mahsulotlari brendiga ta’sir etuvchi omillarning statistik tahlili asosida
strategik imkoniyatlarini aniglash;

sut va sut mahsulotlari brendini rivojlantirishda ilg‘or mamlakatlar tajribasidan
foydalanish bo‘yicha takliflar tayyorlash;

sut va sut mahsulotlari brendini shakllantirishning marketing strategiyasini
ishlab chigish;

millly bozorda sut va sut mahsulotlari brendlari uchun iste’molchilar
ta’sirchanligi o‘rta va uzoq muddatli tendensiyalari asosida rivojlanishining 2030-
yilgacha bo‘lgan prognoz ssenariylarini ishlab chigish;

Tadgiqotning obyekti sifatida sut va sut mahsulotlarini ishlab chigaruvchi
korxona va tadbirkorlik subyektlarining brending faoliyati olingan.

Tadgiqotning predmeti sut va sut mahsulotlari brendini shakllantirish
metodologiyasini takomillashtirish jarayonida yuzaga keluvchi ijtimoiy-igtisodiy
munosabatlar hisoblaniladi.

Tadqgigotning usullari. Tadgiqgot jarayonida statistik tahlil, omili tahlil, so‘rov,
tanlanma kuzatuv, grafik talgin, ekspert baholash, SWOT tahlil, korrelyatsion va
regression tahlil, PLS-SEM tahlil singari usullardan foydalanilgan.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy  yondashuvga ko‘ra “sut wva sut mahsulotlari  brendlari
raqobatbardoshligi” tushunchasi hamda wuning ta’sir samaralarini hisoblash
iste’molchining brenddan gonigishi, mahsulotdan xabardorlik, iste’molchi tomonidan
kutilgan sifat, mahsulotga iste’molchi tomonidan berilgan giymat kabi sabab omillari
hamda iste’molchilar tajribasi, iste’molchi moyilligi kabi ogibat omillarining o‘zaro
munosabatlari jihatidan takomillashtirilgan;

sut va sut mahsulotlari brendini shakllantirishning tashkiliy- igtisodiy
mexanizmi brend shakllanishining har bir bosgichida hosil bo‘lgan multipliktor
samaralarini hisobga olish orgali takomillashtirilgan;

sut va sut mahsulotlari brendi giymatini baholash uslubiyoti brend kapitali
aktivlarini tavsiflovchi xabardorlik [R, = 0,0625], tasavvur etish [R, = 0,111],
munosabatga kirishish [R; = 0,014], moyillik [R,=0,053] xamaa mapomamiuiuk
[R5=0,025] mezonlari bo‘yicha koeffitsiyentlar optimal giymatini kiritish asosida
takomillashtirilgan;

iste’molchilar ongida eko-bredni yaratishga qaratilgan yashil marketing
strategiyalari sut va sut mahsulotlarida ekobelgilar to‘plamini yaratish asosida
takomillashtirilgan;
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milliy bozorda ozig-ovgat mahsulotlari brendlari uchun iste’molchilar darajasi
o‘zgarishlari o‘rta va uzoq muddatli tendensiyalari asosida rivojlanishining 2030
yilga gadar prognoz ssenariylari ishlab chigilgan.

Tadgiqotning amaliy natijasi quyidagilardan iborat:

brendlarini shakllantirish va baholash metodologiyasi ozig-ovgat mahsulotlari,
jumladan, sut va sut mahsuloti ishlab chigaruvchi tadbirkorlarga sotuv siyosatini
to‘g‘ri yo‘lga qo‘yish imkoniyatini yaratadi;

ozig-ovgat mahsulotlari brendi qiymatini baholash uslubiyati korxona va
tadbirkorlik subyektlari brendlarini shakllantirish, ularni siljitish va raqobatdoshligini
oshirishga xizmat giladi;

ozig-ovgat mahsulotlarining brendi giymatini baholash darajasi, tadbirkorlar
faoliyatida magsadga muvofiq mezonlarini aniglash asosida strategik imkoniyatlarni
belgilashga yordam beradi;

PLS-SEM modeli asosida ozig-ovgat mahsulotlari brendlari ragobatbar-
doshligiga ta’sirlar samarasi aniglangan;

milliy bozorda ozig-ovgat mahsulotlari brendlari uchun iste’molchilar darajasi
o‘zgarishlari o‘rta va uzoq muddatli tendensiyalari asosida rivojlanishining
2030-yilgacha bo‘lgan prognoz ssenariylarini ishlab chigilgan.

muallif tomonidan taklif etilgan nazariy va amaliy ishlanmalar oliy o‘quv
yurtida marketing, brending va boshga maxsus kurslarda o‘qitilayotgan ma’ruza va
amaliy mashg‘ulotlarida foydalaniladi;

mahalliy brendni shakllantirish algoritmining dunyo bozoriga chiqgishi, u yerda
ragobatdoshlikni ta’minlashga xizmat giladi.

Tadgiqot natijalarining ishonchliligi. Tadgiqot natijalari ishonchliligi ilg‘or
xorij tajribalarini o‘rganish va umumlashtirish, ozig-ovgat tarmog‘ida brending
strategiyalarini ishlab chigish va samarali marketingini amalga oshirish borasidagi
mavjud ilmiy tadqgigot ishlarini giyosiy va tangidiy nuqtayi nazardan tahlil gilish,
axborotlar bazasi milliy (davlat statistika qumitasi) va xalgaro nufuzli tashkilotlarning
rasmiy manbalari asosida shakllanganligi va ularni samarali tahlili, jumladan, SPSS
va SmartPLS 4.0 statistical dasturlash tizimidan foydalanish orgali qayta
ishlanganligi bilan belgilanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgiqot natijalarining
ilmiy ahamiyati ozig-ovgat mahsulotlari brendlarini shakllantirish va brendlarning
xalgaro nufuzini oshirish, brend qiymatini baholash bo‘yicha ilmiy-uslubiy
yondashuvlardan ulardan kelgusida ishlab chigaruvchi korxonalar va tadbirkorlar
faoliyatini  rivojlantirishga bag‘ishlangan maxsus dasturlar va marketing
strategiyalarini ishlab chigishda hamda mahalliy brendlarni global brendga
aylantirishda foydalanish mumkinligi bilan belgilandi.

Tadgiqot natijalarining amaliy ahamiyati, ishlab chigilgan ilmiy taklif va amaliy
tavsiyalarni respublikamizdagi ozig-ovgat mahsulotlari bozorida faoliyat yurituvchi
korxonalar uchun ragobatbardosh bo‘lishi uchun o‘z brendini ishlab chigishga va uni
global brendga aylantirishga yordam berib, bozor sharoitida uni baholash
imkoniyatini yaratadi. Tadgiqot natijalaridan “Brending”, “Brendni boshqaruvi”
fanlaridan darslik va o‘quv qo‘llanmalar tayyorlashda foydalanish mumkinligi bilan
izohlanadi.
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Tadgiqot natijalarining joriy qilinishi. Sut va sut mahsulotlarini ishlab
chigaruvchi  korxona va tadbirkorlar faoliyatini rivojlantiruvchi  marketing
strategiyasini takomillashtirish bo‘yicha ishlab chigilgan takliflar asosida:

uslubiy  yondashuvga ko‘ra “sut va sut mahsulotlari  brendlari
raqobatbardoshligi” tushunchasi hamda uning ta’sir samaralarini hisoblash
iste’molchining brenddan goniqishi, mahsulotdan xabardorlik, iste’molchi tomonidan
kutilgan sifat, mahsulotga iste’molchi tomonidan berilgan qiymat singari sabab
omillari hamda iste’molchilar tajribasi, iste’molchi moyilligi singari oqibat
omillarining o‘zaro munosabatlari jihatidan takomillashtirishga oid nazariy-uslubiy
ma’lumotlar oliy ta’lim muassasalari talabalari uchun tavsiya etilgan “Tovar
guruhlari bo‘yicha savdoni tashkil etish nomli darslikni tayyorlashda foydalanilgan
(O°zbekiston Respublikasi Oliy ta’lim, fan va innovatsiyalar vazirligining 2022-yil
19-iyuldagi 233-sonli buyrug‘i). Mazkur ilmiy taklifning amaliyotga joriy etilishi
natijasida talabalarda sut va sut mahsulotlari brendlari ragobatbardoshligi tushunchasi
hamda uning ta’sir samaralarini hisoblash borasidagi nazariy bilim va ko‘nikmalarni
yanada kengaytirish imkoni yaratilgan;

sut va sut mahsulotlari brendini shakllantirishning tashkiliy-igtisodiy mexanizmi
brend shakllanishining har bir bosgichida hosil bo‘lgan multipliktor samaralarini
hisobga olish orqgali takomillashtirish taklifi O°zbekiston Ozig-ovgat sanoati
uyushmasi tarkibidagi korxonalarning marketing faoliyatiga joriy etilgan
(O‘zbekiston  Ozig-ovgat  sanoati  uyushmasining  2023-yil  10-iyuldagi
10/45/07-23-sonli ma’lumotnomasi). Ushbu ilmiy yangilikning amaliyotga joriy
etilishi natijasida 2021-yilga nisbatan 2022-yilda «Bio Natural Food» MCHJning
“Tamim” va “Alsafi” brendlarining brend giymatini 15 foizga, sodiq mijozlar
salmog‘ini 12 foizdan 25 foizga oshirish imkoni yaratilgan;

sut va sut mahsulotlari brendi giymatini baholash uslubiyoti brend kapitali
aktivlarini tavsiflovchi xabardorlik [R, = 0,0625], tasavvur etish [R, = 0,111],
munosabatga Kirishish [R; = 0,014], moyillik [R4=0,053] xamma mapomamIwiInk
[R5=0,025] mezonlari bo‘yicha koeffitsiyentlar optimal giymatini kiritish asosida
takomillashtirish taklifi O‘zbekiston Ozig-ovgat sanoati uyushmasi tarkibidagi
korxonalarning marketing faoliyatiga joriy etilgan (O‘zbekiston Ozig-ovgat sanoati
uyushmasining 2023-yil 10-iyuldagi 10/45/07-23-sonli ma’lumotnomasi). Mazkur
ilmiy yangilikning amaliyotga joriy etilishi natijasida «Dil-Bah Dairy Group»
MCHJning «Dobroye derevenskoye utro»/«Mehribon gishloq tongi» brendining
bozordagi ulushini 1,2 foizga, mahsulot sotish hajmini 1,6 foizga oshirish imkoni
yaratilgan;

iste’molchilar ongida eko-bredni yaratishga qaratilgan yashil marketing
strategiyalari sut va sut mahsulotlarida eko belgilar to‘plamini yaratish asosida
takomillashtirish taklifi O‘zbekiston Ozig-ovgat sanoati uyushmasi tarkibidagi
korxonalarning marketing faoliyatiga joriy etilgan (O‘zbekiston Ozig-ovgat sanoati
uyushmasining 2023-yil 10-iyuldagi 10/45/07-23-sonli ma’lumotnomasi). Mazkur
ilmiy yangilikning amaliyotga joriy etilishi natijasida «Dil-Bah Dairy Group»
MCHJning «Dobroye derevenskoye utro» va «Tamimy brendlari bo‘yicha ishlab
chigarilayotgan mahsulotlarning tetraparkda gadoglangan mahsulotlari sotish hajmini
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42,4 foizga, «Bio Natural Food» MCHJ mahsulotlarini sotish hajmini 11,1 foizga,
doimiy iste’molchilar sonini 16,5 foizga oshirish imkoni yaratilgan;

milliy bozorda ozig-ovgat mahsulotlari brendlari uchun iste’molchilar darajasi
o‘zgarishlarini o‘rta va uzoq muddatli tendensiyalari asosida rivojlanishining
2030-yilga gadar ishlab chigilgan prognoz ssenariylaridan O‘zbekiston Ozig-ovqat
sanoati uyushmasi tomonidan uzoq muddatli rivojlanish dasturlarini ishlab chigishda
foydalanilgan (O‘zbekiston Ozig-ovgat sanoati uyushmasining 2023-yil 10-iyuldagi
10/45/07-23-sonli ma’lumotnomasi). Mazkur ilmiy yangilikning amaliyotga joriy
etilishi natijasida «Bio Natural Food» MCHJ hamda «Dil-Bah Dairy Group»
MCHJning sut mahsulotlarini gayta ishlovchi korxonalari uchun iste’molchilarning
moyillik darajasini oshirish imkoni yaratilgan.

Tadqgigot natijalarining aprobatsiyasi. Mazkur tadgiqot natijalari 2 respublika
va 3 xalgaro ilmiy-amaliy anjumanlarda ma’ruza gilingan va aprobatsiyadan
o‘tkazilgan.

Tadgigot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo‘yicha jami
30 ta ilmiy ish, jumladan 2 ta monografiya, O‘zbekiston Respublikasi Oliy ta’lim,
fan va innotvasiyalar vazirligi huzuridagi Oliy attestatsiya Komissiyasi tomonidan
tavsiya etilgan Respublika ilmiy jurnallarida 10 ta ilmiy maqola, xorijiy jurnallarda 6
ta ilmiy maqola, 3 ta ma’ruza va tezislari chop etilgan.

Dissertatsiyaning tuzilishi va xajmi. Dissertatsiya kirish, 4 ta bob, 12 ta
paragraf, xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan tashkil topgan
bo‘lib, uning xajmi 205 betdan iborat.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida dissertatsiya mavzusining dolzarbligi va zarurati asoslangan,
tadgigotning maqgsadi va asosiy vazifalari, obyekti va predmeti shakllantirilgan,
tadgigotning respublika fan va texnologiyalari rivojlanishining  ustuvor
yo‘nalishlariga bog‘ligligi ko‘rsatilgan, tadgigotning ilmiy yangiligi va amaliy
natijalari bayon gilingan, olingan natijalarning ilmiy va amaliy ahamiyati yoritib
berilgan, tadgiqot natijalarining amaliyotga joriy etilishi, aprobatsiyasi, nashr etilgan
ishlar va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Brendni shakllantirishning nazariy-uslubiy asoslari” deb
nomlangan birinchi bobida brendning iqgtisodiy mazmun-mohiyati va brend
konsepsiyalari, brend strategiyalari, ularni amalga oshirish prinsiplari va metodlari
o‘rganilgan, 0zig-ovgat mahsulotlarini brendining xususiyatlari va ularning
ragobatdoshligini  oshirishning marketing strategiyalari tizimlashtirilgan va
tasniflangan.

IiImiy adabiyotlarni o‘rganish va tahlil gilish natijasida muallif tomonidan brend
va mahalliy brend, savdo markasi va savdo belgisi tushunchalari, ularning mazmuni
va mohiyati izohlab berilgan, savdo markasini brendga aylanish nazariyalari
o‘rganilgan.

Brend deganda tovar va xizmatlar iste’molchilarning ehtiyoji va xohish-
istaklariga  muvofiglashtirilgan, ustunliklaridan raqobat sharoitida unumli
foydalanishdagi strategik vosita tushuniladi. limiy adabiyotlarda «brend» igtisodiy
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atamasiga turli xil munosabat bildirilgan. Masalan, Filip Kotler «Yaxshi brend
Xususiyati-unga iste’molchi tomonidan ko‘rsatilayotgan moyillik»® deb ta’riflagan.
Devid Aaker esa «brendning mavjudligi iste’molchiga ishlab chigaruvchidan berilgan
va’da tarigasida tasavvur tushuniladi»® deb ta’kidlagan.

Brend — iste’molchilar ongida bargaror tasavvurlar birikmasi bo‘lib, mahsulotga
nisbatan shaxsiy yondashuvini shakllantiruvchi, yugori sifat kafolati, qaytarilmaslik,
ragobatdoshlik ustunligini ta’minlovchi, tovar yoki xizmat qiymatidan mustaqilligini
aks ettirishi tushuniladi.

Mahalliy brend — aniq hudud bozorida iste’molchilar ongida mahsulotning
tanigliligini ta’minlovchi bargaror tasavvurlar birikmasi sifatida garash magsadga
muvofiq.

Mabhalliy brend ishlab chigaruvchining yangi tovarlari bilan boshga bozorlarga
chigishga ham yordam ko‘rsatadi. Masalan, O‘zbekiston bozoridagi «Lactel» brendi
sut va sut mahsulotlari bozoridan tashgari suv, gandolat, boshga o0zig-ovqat
bozorlarida o‘z o‘rnini kengaytirish imkoniyatiga ega. Mazkur kompaniyaning
muvaffagiyati unga bo‘lgan ishonch bilan belgilash mumkin. Bunday holat bir
bozordan ikkinchi bozorga o‘tishi uchun reklama va boshga tashvigot ishlariga
ortigcha xarajat gilmaslik bilan erishish imkoniyatini ko‘rsatadi.

Tadgiqotlarga ko‘ra, tovar yoki xizmatning samaradorligini oshirish borasida
mahalliy brendning o‘rni yuqoridir. Bunda ko‘proq marketing yondashuvi qo‘llanilsa,
mahalliy brendni siljitish ishlari ham osonlashadi. Zamonaviy marketingda 6pann
xaMm insonning ehtiyojini (momommuii sxTuéxuuu) gondirish vositasi tarigasida
o‘ganiladi. Mahalliy brend qanchalik kuchli bo‘lsa, ularning egalariga
ragobatchilarga nisbatan ustunliklar yaratib beradi. Aynigsa, sut va sut mahsulotlarida
ishlab chigaruvchilar ko‘paygan sari iste’molchilarning tanigli brendlardan boshga
mahsulotlarga o‘tkazish qiyin kechadi. Ishlab chigaruvchi ragobatchilar orasida
iste’molchi tomonidan o‘z mahsulotini tanlashini xohlaydi. Bu borada marketingda
tovarlarni guruhlarga ajratish ham muhim o‘rin egallaydi.

Muallifning fikricha, brend qiymat zanjiri bir nechta asosiy komponentlarga ega
bo‘lib, brend rezonansi modeliga muvofiq, u brendning giymati oxir-ogibat mijozlar
bilan bog‘liq deb taxmin giladi. Keyinchalik bog‘liq marketing faoliyati mijozning
fikrlash tarziga ta’sir giladi — mijozlar brend hagida nimani bilishlari va his gilishlari
— brend rezonansi modelida aks ettirilgan (2-bosgich). Mijozlarning keng guruhida
ushbu fikrlash tizimi brendning bozordagi ishlashini ishlab chigaradi — mijozlar
gancha va gachon sotib olishlari, ular to‘laydigan narx va boshqgalar (3-bosgich).
Nihoyat, investitsion hamjamiyat korxonaning umumiy giymati va xususan brend
giymatini baholash uchun bozorning ushbu ko‘rsatkichlarini va sotib olishda
almashtirish giymati va sotib olish narxi kabi boshga omillarni hisobga oladi
(4-bosqich).

8 Kotnep ®. Mapketunr ot A 1o f. 80 Konuenuuu, KoTopble A0JKEH 3HaTh Kaxplii MeHemkep. [lep. ¢ anrn. — M.:
Anpnuna [Tabmumep, 2014-211c.
® Aakep JI. Ctparernueckoe pelHOUHOE yripasnenue. 7-¢ usa./Ilep. ¢ anru. — CI16.: TTurep, 201 1.
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Brend rejasini ishlab chigish
va joylashuvini belgilash

Brend marketing dasturlarini
ishlab chigish va amalga
oshirish

Brend kapitalini o‘stirish va

himoyalanishi

Qiymat yaratish jarayoni

Birinchi bosgich

Ikkinchi bosgich

\4

Uchinchi bosgich

R ——

\4

To‘rtinchi bosqich

—

—

—>

Marketing faoliyati —>

Mahsulot
Kommunikatsiya
Savdo
Xodimlar

boshqalar

Dastur sifati multiplikatori

\7
Mijoz fikri —>

Xabardorlik
Assotsiatsiyalar
Munosabatlar
Brendga qo‘shilish
Faoliyat

\ 4

Bozor shartlari multiplikatori

v

Bozor ko‘rsatkichlari —_—>

I

Investitsion multiplikator

Narxlar ustamalari
Narxlarning
egiluvchanligi
Bozor ulushi
Kengayish muvaffagiyati

Xarajatlar tarkibi
rentabellik

\ 4

\ 4

Investorlar uchun giymat —»

Investitsion jozibadorlik

Risk darajasi

Bozorni kapitallashuv
darajasi

Multiplikatorlar —_—

O‘ziga xoslik
Muvofiglik
Integratsiyalashgan <«
Qiymat
Kreativlik

Raqobat reaksiyalari

Kanalni qo‘llab-quvvatlash ¢

Mijozlar soni va ularning
profili

Bozor dinamikasi

O‘sish saloxiyati

Risk profili <«
Brend xissasi

boshgalar

1-rasm. Sut va sut mahsulotlari brendini shakllantirishning rezonans va giymat yaratish modeliga

10 Muallif ishlanmasi.
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Modelda shuningdek, ushbu bosgichlar o‘rtasida bir gator bog‘lovchi omillar
tizimini hisobga olishini lozim. Bunday bog‘lovchi omillar bir bosgichda yaratilgan
giymatning keyingi bosgichga o‘tish yoki multiplikator samarasini yaratishi lozim.
Uchta multiplikatorlar to‘plami marketing dasturi va uchta gqiymat bosqichi
o‘rtasidagi o‘tishni mutanosib ta’minlashga imkoniyat yaratadi: dastur sifati
multiplikatori, bozor sharoitlari multiplikatori va investitsion multiplikatori. Sut va
sut mahsulotlari brendini shakllantirish rezonans va giymat yaratish modeliga
asoslangan tashkiliy igtisodiy-mexanizm 2-rasmda umumlashtirilgan.

Sut va sut mahsulotlari brendini shakllantirish rezonans va giymat yaratish
marketing dasturini ishlab chigish va uni investitsiyalashdan boshlanadi.

Marketing dasturini ishlab chigishga investitsiyalar brend qgiymatini
rivojlantirishga hissa qo‘shishi mumkin bo‘lgan har bir vositadan foydalanishni
nazarda tutadi. Bular, mahsulotlarni tadqiq qilish, ishlab chigish va loyihalash singari
ko‘plab marketing tadbirlaridan iborat: savdo yoki vositachilik yordami; marketing
kommunikatsiyalari, shu jumladan reklama, reklama, homiylik, to‘g‘ridan-to‘g‘ri va
interaktiv marketing, shaxsiy savdo, reklama va jamoatchilik bilan alogalar; va
xodimlarni o‘qitish. Birog, xarajatlarni ko‘paytirish yuqgori samaradorlikni
ta’minlashning asosi emas. Marketing dasturida investitsiyalarning samarali bo‘lishi
dastur sifati multiplikatoriga bog‘liq.

Multiplikator dasturi. Mijozlarning fikrlash tarziga ta’sir etish qobiliyati amalga
oshiriluvchi marketing dasturlari sifatiga bog‘liq. Marketing dasturining sifatini
baholash uchun turli xil vositalar mavjud, ular quyidagilardan iborat:

1. O‘ziga xoslik: marketing dasturining noyobligi, kreativligi va o‘ziga Xo0s
jihatlari mavjudligi.

2.Muvofiglik: marketing  dasturining mijozlarga  yo‘naltirilganligi,
iste’molchilarning brend hagidagi tasavvurlarini rivojlantirishga yo‘naltirilganligi.

3. Integratsiyalashgan: marketing dasturi bir vaqgtning o‘zida va vaqt o‘tishi
bilan takomillashib borishi, mijozlarga ta’sir ko‘rsatuvchi barcha identilar
integratsiyalashgan bo‘lishi, avvalgi marketing dasturlari bilan bog‘liq bo‘lishi va
brend g‘oyasini doimiy rivojlantirib borishi, uzluksiz va muvozanatlashgan bo‘lishi
lozim.

4. Qiymat: marketing dasturi gisga vagtda mijozlar ishonchini oglashi va giymat
yaratishi, uzog muddatda esa, brend kapitali yaratishga mo‘ljallangan bo‘lishi lozim.

5. Kreativlik: marketing faoliyati aniq standartlarga javob berishga
mo ‘ljallangan, Kreativ fikrlash va korporativ imijni aks ettirilishi.

Puxta ishlab chigarilgan va o‘ta dolzarb, o‘ziga x0s bo‘lishi uchun amalga
oshirilgan marketing dasturi xarajatlaridan ko‘proq investitsiya daromadiga
erishishga olib keladi.

Sut va sut mahsulotlari bozorida brendlarni shaklantirish va brending
strategiyalaridan foydalanish korxonaning bozor faoliyati samaradorligini oshirishga
keng imkoniyat yaratadi.

Dissertatsiyaning “Sut va sut mahsulotlari brendini shakllantirishning
metodologik jihatlari” deb nomlangan ikkinchi bobida cyr Ba cyr mahsulotlari
brendini baholashning nazariy-uslubiy asoslari keltirilgan, brend giymatini anuxnarm
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Ba pakoOatOapponumruau baholashning jahon tajribasi o‘rganilgan, brendning
giymatini baholash uslubiyoti takomillashtirilgan.

Amalga olshirilgan tadgiqotlarga ko‘ra brendning rezonans modeli, brend
giymatini aniq o‘lchovlarini yaratish imkonini beradi. Brend qiymati mijozlar fikri
(1) brend xabardorligiga ega bo‘lgan iste’molchilar; (2) mahsulotga mos keluvchi
qulay va noyob identilar; (3) ijobiy brend mulohazalari va hissiyotlari; (4) kuchli
brendga bog‘lanish va sodiqlik; va (5) brend faolligining yuqori darajasi kabilar bilan
o‘Ichanadi. Brend qiymati yuqori bozor ulushlari, yugori narx mukofotlari va
narxning pasayishiga nisbatan elastikroq javoblar va narx o‘sishiga egiluvchan
javoblar bilan yaratiladi. Mavjud uslubiy yondashuvlardan fargli ravishda 2-rasmda
brend giymatini shakllantiruvchi har bir mezon asosida brendning mijozlar bilan
munosabat darajasiga bog‘ligligi ko‘rsatilgan. Bunda birinchi mezonga oldindan
xabardor bo‘lgan iste’molchilar kiradi, natijada u xabardorlik mezoniga ko‘ra brend
kapitaliga bo‘lgan munosabatlar darajasini ko‘rsatadi. Ikkinchi mezon brend hagida
tasavvurlarga ega iste’molchilar bo‘lib, u tasavvurlar mezoni bo‘yicha brend
kapitaliga munosabat darajasida ifodalaydi.

Brendning giymati

Xabardorlik mezoni bo‘yicha brend
kapitaliga bo‘lgan munosabatlar darajasi

\4
A 4

Xabardorlar

Tasavvurlar mezoni bo‘yicha brend
kapitali bo‘lgan munosabatlar darajasi

> Tasavvurga ega bo‘lganlar

Sinov xaridini amalga oshirgan

) ) > Munosabat mezonlari bo‘yicha brend
iste’molchilar

kapitali bo‘lgan munosabatlar darajasi

\ 4

> Brendga sodiq bo‘lgan »| Sadoqat mezoni bo‘yicha brend kapitali

iste’molchilar bo‘lgan munosabatlar darajasi

> Brend kapitalining umumiy
giymatidagi daromad

2-rasm. Brend giymatini shakllanishiga mos keluvchi mijoz turlari!!

> Daromadlilik mezoni bo‘yicha brend
kapitali bo‘lgan munosabatlar darajasi

Uchinchi mezon — sinov xaridini amalga oshirgan iste’molchilar, bu mezon
munosabat mezoni bo‘yicha brend kapitaliga munosabatlar darajasini, to‘rtinchi
mezon — brendga sodiq iste’molchilar kiradi, mezon sadogatlik mezoni bo‘yicha
brend kapitaliga munosabatlar darajasini ko‘rsatadi. Beshinchi mezon — brend
kapitalining umumiy giymatidagi daromad bo‘lib, bu mezon daromadlilik mezoni
bo‘yicha brend kapitaliga munosabatlar darajasini ko rsatadi.

Keyin muallif quyidagi giymatlardan foydalanadi:

Ky.1 — “oldindan xabardor iste’molchilar, magsadli auditoriya ulushi”;

Ky.2 — “tasodifan xabardor iste’molchilar, magsadli auditoriya ulushi”;

11 Muallif tomonidan tuzilgan
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K;: — “ijobiy tasavvurlarga ega brenddan oldindan xabardor bo‘lgan
iste’molchilar ulushi”;

K;> — “salbiy tasavvurlarga ega brenddan oldindan xabardor bo‘lgan
iste’molchilar ulushi”;

K, 1 — “sinov xaridini amalga oshirganlar orasida brendga ijobiy munosabatda
bo‘lgan iste’molchilar ulushi”;

K, > — “sinov xaridini amalga oshirganlar orasida brendga salbiy munosabatda
bo‘lgan iste’molchilar ulushi”;

K;; — “tovarga ijobiy munosabatda bo‘lganlar orasida tovarga sodiq
iste’molchilar ulushi”;

K; 5 — “tovarga salbiy munosabatda bo‘lganlar orasida tovarga sodig bo‘lmagan
iste’molchilar ulushi”;

K1 — “brend kapitalining umumiy giymatida daromadning ulushi”.

Muallif modelni natijador ko‘rsatkichning K-Pirson, X. Spearma mualliflarining
omil ko‘rsatkichlariga bog‘liqligi samaradorligini korrelyatsion va regressiya tahlil
asosida baholash uslubiyoti asosida tuzgan. Ushbu modeldan o0zig-ovqat
mahsulotlarining milliy brendini shakllantirishning “sadogatlik, xabardorlik,
munosabat va tasavvurlar” to‘rtta ko‘rsatkichlarga bog‘ligligini ko‘rsatish uchun
foydalanish mumkin. Bu ko‘rsatkichlar iste’molchining brendga munosabati
darajasini ko‘rsatadi'?.

Ko‘rsatkichlar o‘rtasidagi korrelyatsiya-regressiya bog‘ligligini modellashtirish
uchun kiritilgan belgilar quyidagicha bo‘ladi:

U — natijador belgisi bo‘lib, bizning holatimizda milliy ozig-ovgat mahsulotlari
brendining shakllanish darajasi ulushini ko‘rsatadi;

Omilli belgilari:

X; — “oldindan xabardor iste’molchilar, magsadli auditoriya ulushi”;

X, — “tasodifan xabardor iste’molchilar, maqgsadli auditoriya ulushi”;

X3 — “ijobiy tasavvurlarga ega brenddan oldindan xabardor bo‘lgan
iste’molchilar ulushi’;
X, — “salbiy tasavvurlarga ega brenddan oldindan xabardor bo‘lgan

iste’molchilar ulushi’;

Xs — “sinov Xaridini amalga oshirganlar orasida brendga ijobiy munosabatda
bo‘lgan iste’molchilar ulushi’;

X — “sinov Xaridini amalga oshirganlar orasida brendga salbiy munosabatda
bo‘lgan iste’molchilar ulushi’;

X; — “tovarga ijobly munosabatda bo‘lganlar orasida tovarga sodiq
1ste’molchilar ulushi’;

Xg — “tovarga salbiy munosabatda bo‘lganlar orasida tovarga sodigq bo‘lmagan
1ste’molchilar ulushi’;

Xg — “brend kapitalining umumiy giymatida daromad ulushi”.

Bu model ko‘rsatkichlari chizigli tenglamalar tizimi yordamida hisoblanishi
kerak (1):

12 Peiiznun, B. M. Maremaruueckoe Mojenuposanue. Yue6Hoe nocobue / B.U. Peiiznun. — M.: IOpaiir, 2016. — 128 c.
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Tizim natijador ko‘rsatkichining omili mezonlariga, bu holatda vaqt oralig‘idagi
ko‘rsatkichlar darajasiga bog‘ligligini ko‘rsatadi. Regressiya koeffitsiyentini topish
uchun ma’lum vagt davri olinadi. Ya’ni, mazkur holatda omili belgilarni hisobga
olgan holda bir necha yil oldin natijador ko‘rsatkichning prognoz hisob-kitoblari
amalga oshiriladi. Prognoz hisob-kitoblar formulasini modellashtirish uchun
tenglamani tizimini Gaus usuli yordamida yechish orgali tenglamani o‘zgartirish
kerak.

Namunaviy regressiya tenglamasi quyidagi ko‘rinishga ega'®:

ay

V=ap,+a; Xx,+a, XX, +a; Xx; +--a, XX, (2)

Mazkur modelni hal gilish uchun natijador va omilli ko‘ratkichlar o‘rtasidagi
bog‘liglik yaqinligini hisoblash kerak, buning uchun tenglamani quyidagi modelga
aylantirish kerak:

2 4 i-#)°
R =1- ()

Shunga  ko‘ra  bu  modelni  yechish  uchun (v, —¥)* va
(v; — ¥%,)* xo‘rsatkichlarni topish kerak, bu holda ¥, o‘rtacha komponent bo‘lib, u
quyidagi formula orgali hisoblanadi:

—  Vi+¥aHygbeet¥p

y; = Diatiatet) (4)

n

Ozig-ovgat mahsulotlarining  brendi  shakllanish  darajasining  omilli
ko‘rsatkichlar bilan bog‘ligligini o‘lchovchi korrelyatsiya koeffitsiyenti quyidagiga
teng:

R = +R? (5)

13 10n0oBuu B. V. MaremaTHueckrie MOIEIIN €CTECTBEHHBIX Hayk / B.W. FOnoBua. — M.: Jlans, 2011. — 44 c.
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Bu shkala bo‘yicha ozig-ovgat mahsulotlarining brend giymatini baholash
darajalarini gayd etish mumkin. Past darajadagi ko‘rsatkich brendning mashhurlik
darajasi, aholining xabardorligi pastligini ko‘rsatadi, natijada u ko‘p sotib olinmaydi.

O‘rtacha ko‘rsatkich brendning mashhurligini ko‘rsatadi, ammo iste’molchining
sifati, texnik xususiyatlari va sotish hajmi bo‘yicha shikoyatlari bor. Ushbu variantda
korxona brendi past va yuqori daraja o‘rtasida tebranadi va sifat, joylashishni
aniglash yo‘nalishi bo‘yicha kompaniya faoliyatining ba’zi jarayonlarini to‘g‘rilash
talab etiladi. Yuqori ko‘rsatkich brendning mashhur, taniqgli, sotib olish darajasi
yuqori ekanligini, bunday tovarlarni ishlab chigaruvchi korxona faoliyat doirasini
kengaytirishini ko‘rsatadi.

Hisoblangan koeffitsiyent asosida muallif ozig-ovgat mahsulotlarining milliy
brendi giymatini hisoblash modelini hosil gilish mumkin.

R=100%
Ogr = 220% 6
BIIT YK ( )

Bu yerda, Oggr-0zig-ovgat mahsulotlari milliy brendi giymatining baholari (%);
2 K, — beshta ko‘rsatkichlarning o‘rtacha o‘Ichangan darajasi bo‘lib, u tanlov
miqgdoridagi ulushlarning yig‘indisi sifatida hisoblanadi.
Ozig-ovgat mahsulotlarining brend giymatini baholash darajalarini kiritaylik
(1-jadval).
1-jadval
Sut va sut mahsulotlarining brend giymatini baholash darajasi shkalasi‘*

R, xabardorlik | R;tasavvur | R; munosabat | R, sodiglik | Rs daromadlilik

Brend giymatini
baholash
darajalari
Mezonlar

Lactel, Lactel,
Past 0,2 dan Dobroye Musaffo Dobroye
daraja | 0,6 gacha | derevenskoye derevenskoye
utro utro
Dobroye Lactel, Musaffo,
O‘rtacha | 0,7 dan Dobroye Dobroye
- Musaffo derevenskoye
darajasi | 0,8 gacha utro derevenskoye derevenskoye
utro utro
Yugori 0,9 va
40 undan Lactel Musaffo Musaffo Lactel
daraja .
yuqori

Keyingi bosgichda tanlangan brendlarning giymatini 18-formula orgali Excel
dasturi yordamida ishlab chigilgan model bo‘yicha hisoblab chigiladi va hisoblash
ma’lumotlarini 2-jadvalga Kiritish mumkin, 2.2-rasm.

14 Muallif tomonidan tuzilgan
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2-jadval

Ishlab chigilgan modelga muvofiq tanigli brendlarning ozig-ovgat mahsulotlari

brend giymatini baholashni hisoblash®®

R, R, R, R, R,

0,0625 0,111 0,014 0,053 0,025
Koy Ky Kzy Ksy Kyy
4,604 2,59 12,087 18,418 11,511

Modelni sinovdan o‘tkazish natijalariga ko‘ra, muallif shunday xulosaga
kelganki, eng ko‘p baholangan mezonlar bu xabardorlik va tasavvur ko‘rsatkichlari
ekan. Ozig-ovgat mahsulotlarining brend giymatini baholash ushbu mezonlarga
muvofiq yuqori.

daromadlilik
Mowillik
Munosabat

Uy ushogoglik

¥abardorlilik

O 5 10 15 20

m Korrelasiya koeffitsienti m Korrelasiya koeffitsienti brend qgiymarti

3-rasm. Ishlab chigilgan modelga muvofiq tanigli brendlar ozig-ovqgat mahsulotlarining
brend giymatini baholash'®

Ozig-ovgat mahsulotlari brend giymatini baholash darajasi shkalasi bo‘yicha
darajalarni topamiz, natijada milliy brendning yuqori giymati ‘“tasavvurlar” —
4.2857 va “xabardorlik” — 1.3575 mezoniga ko‘ra kuzatilayotganini ko‘ramiz. Ya’ni,
A va B brendlari mashhur, ular muvaffagiyat gozonmoqda, ko‘proq sotib olinmoqda,
bunday tovarlarni ishlab chigaruvchi korxona faoliyat doirasini kengaytirmogda.
O‘rtacha daraja kuzatilmaydi, bu brendning muvaffagiyatli emasligini ko‘rsatadi.
Past daraja b, C, a markalari uchun kuzatiladi. A brendi, bu holda, past rentabellikka
ega, ammo u tanigli va ommabop, ushbu brendning narxi yuqori, iste’molchi uni o‘ta
og‘ir holatlarda sotib oladi. B va C brendlari aholiga kam ma’lum, aholining
xabardorligi past, natijada u ko‘p sotib olinmaydi.

Dissertatsiyaning “Oc¢zbekistonda o0zig-ovgat mahsulotlari bozorining
hozirgi holati tahlili” deb nomlanuvchi uchinchi bobida, dunyo ozig-ovgat
bozorining rivojlanish tendensiyalari va ularning brendga ta’siri o‘rganilgan,
O‘zbekistonda o0zig-ovgat mahsulotlari bozorining hozirgi holati tahlili amalga
oshirilgan, ozig-ovgat mahsulotlari brendiga ta’sir etuvchi omillar aniglangan.

15 Muallif tomonidan tuzilgan
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Dunyo mamlakatlarida ozig-ovgat mahsulotlari ishlab chigarish hajmini tahlil
gilishda ozig-ovgat xavfsizligi ko‘rsatkichlaridan foydalaniladi. Ozig-ovqgat
xavfsizligi ko‘rsatkichlarini aniglash borasida “Economist Intelligence Unit” jurnali
yetakchilik giladi. Bu jurnalda 109 ta davlatning umumiy reytingi aniglanadi.
Ma’lumotlarga ko‘ra tadgiqotchilar uchta guruhga bo‘lingan 58 mezondan
foydalanadilar. Bular asosan ozig-ovgat mavjudligi, iste’mol qilish ko‘rsatkichlari
hamda ozig-ovqat sifati va xavfsizlik darajasiga garab so‘ngi ikki yillik ma’lumot
asosida baholanadi.

“Economist Intelligence Unit” tahlil agentligi tomonidan Global ozig-ovgat
indeksi (GFSI ) ishlab chigilgan va u har yili gaytadan tuzib chigiladi. 2021-yilda
ozig-ovqgat xavfsizligi bo‘yicha global tadgiqot va uning reytingi 6-marotaba ¢’lon
gilindi va O°¢zbekiston 2021-yilda 113 ta mamlakat orasida o0zig-ovqat
mahsulotlaridan foydalanish imkoniyatlari, ularning mavjudligi va xavfsizligi,
shuningdek, tabiiy resurslari va barqgarorligi darajasiga ko‘ra umumiy reytingda ikki
o‘ringa ko‘tarildi'’,

Reytingdagi o‘rinning Yyaxshilanishi pandemiya davrida dunyoning boshga
mamlakatlarida ozig-ovgat xavfsizligiga erishish yo‘lidagi salbiy o‘zgarishlar bilan
bog‘lig. To‘plangan ball O‘zbekistonga o0zig-ovgat xavfsizligi darajasi mo‘tadil
mamlakatlar guruhidagi o‘rnini saglab golish imkonini bergan.

2020-yildagi COVID-19 pandemiyasi bilan bog‘liq sharoitda aholi iste’moli
uchun asosiy turdagi gishlog xo‘jaligi va ozig-ovgat mahsulotlari ishlab chigarish
hamda yetkazib berish masalalari dunyo miqyosida, jumladan O‘zbekistonda ham
tobora dolzarblik kasb etib bormoqgda. Shu boisdan mamlakatimizda Jahon savdo
tashkilotiga kirishga bo‘lgan harakatlarning boshlanishi ozig-ovgat xavfsizligini
ta’minlash muammosining xalgaro darajadagi ahamiyatini ifodalaydi.

Ta’kidlash  joizki, O‘zbekistonda o0zig-ovgat xavfsizligi bilan bog‘liq
masalalarga davlat miqyosida alohida e’tibor bilan garalmoqda. Bu tegishli huquqiy-
me’yoriy hujjatlarda, ularing ijrosini ta’minlashda o‘z ifodasini topmoqgda. Jumladan,
O<zbekiston Respublikasi Prezidentining 2022-yil 29-yanvardagi PF-60 son “Yangi
O‘zbekistonni ~ 2022-2026-yillarga  mo‘ljallangan ~ Taraqgiyot  strategiyasi
to‘grisida”gi, 2018-yil 16-yanvardagi PF-5303-son ‘“Mamlakatning 0zig-ovqat
xavfsizligini yanada ta’minlash chora-tadbirlari to‘g‘risida”gi, 2019-yil 23-oktyabr
PF-5853-son “O‘zbekiston Respublikasi gishlog xo‘jaligini rivojlantirishning
2020-2030-yillarga mo‘ljallangan strategiyasini tasdiglash to‘g‘risida”gi, 2020-yil
10-iyul PF-6024-son “O‘zbekiston Respublikasi Suv xo‘jaligini rivojlantirishning
2020-2030-yillarga mo‘ljallangan konsepsiyasini tasdiglash to‘g‘risida”gi farmonlari,
Vazirlar Mahkamasining 2018-yil 3-martdagi 205-son “Dehqon xo‘jaliklari va
tomorga yer uchastkalaridan samarali foydalanishni tashkil etish chora-tadbirlari
to‘g risida”gi, 2019-yil 17-apreldagi 324-son “Dehqon xo‘jaliklari va tomorga yer
uchastkalaridan foydalanish samaradorligini oshirish chora-tadbirlari to‘g‘risida”gi
garorlari hamda boshga me’yoriy-huquqgiy hujjatlarda ozig-ovqgat xavfsizligini
ta’minlash bo‘yicha ustuvor vazifalar belgilab berilgan.

17 https://ifmr.uz/archives/news/food_security
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2021-yilda aholi jon boshiga iste’mol qilish hagigiy darajasi JSST va
O‘zbekiston Respublikasi sog‘ligni saglash vazirligi tavsiya gilgan me’yorlar
darajalariga nisbatan o‘simlik yog‘i bo‘yicha 183,6 foiz va 263,7 foizga yuqori
bo‘lishiga erishilgan. Shuningdek, 2021-yilda 1991-yilga nisbatan go‘sht va go‘sht
mahsulotlarining haqiqiy iste’mol darajasi ratsional me’yorlarga nisbatan mos
ravishda 44,2 foizdan 61,6 foizga hamda 42,5 foizdan 59,2 foizga o‘sganligini
kuzatish mumkin.

Ta’kidlash joizki, mustaqillik yillarida iqtisodiy rivojlanish tendensiyasi
ta’minlanib, bargarorlikka erishilganligi, aholi daromadlari muttasil oshib borganligi
hamda inflyatsiya darajasi tartibga solinishi tufayli asosiy turdagi o0zig-ovgat
mahsulotlarining aholi jon boshiga iste’moli bo‘yicha ratsional me’yorlarga
giyoslaganda haqiqiy iste’mol darajalari ham oshib borish tendensiyasiga ega bo‘ldi.
Bunday ijobiy tendensiyalarga respublikamiz qishlog xo‘jaligining jahon agrar
igtisodiyoti sektori bilan samarali hamkorlik natijasi o‘laroq erishildi, desak
mubolag‘a bo‘lmaydi.

3-jadval
Aholi jon boshiga asosiy ozig-ovgat mahsulotlari haqiqiy iste’mol darajasining
ratsional iste’mol me’yorlariga nisbatan o‘zgarishi'® (% da)

= é = é O‘zbekiston

S X S5X JSST me’yorlariga | Respublikasi SSV

2 g 2 g nisbatan, % m_e’gorlario%a

= Cw| =T nishatan, %

Mahsulot turlari S S52| ESE

o > S v ™

o g - 2 g - .

O — e o o o o

g L g = X = N

N o o ()] o ()] o

42 o2 — N — N
Non va non mahsulotlari 120,5 129 141,1 147.,4 131,8 137,8
Go‘sht va go‘sht mahsulotlari 70,1 73 44,2 61,6 42,5 59,2
Sut va sut mahsulotlari 404 413 453 66,8 443 65,4
Sabzavot va poliz mahsulotlari 140,3 134,1 76,3 197,6 79,8 206,7
O‘simlik yog‘i 13,1 9,1 91,6 183,6 131,8 263,7
Shakar va konditer mahsulotlari 36,5 40,1 32,8 85,5 29,6 77,03

Tahlillarga ko‘ra, chorvachilik tarmog‘i mamlakat gishlog xo‘jaligi mahsulotlari
ishlab chigarish miqdorining gariyb yarmini tashkil etadi. Jumladan, 2017-yilda
gishlogq xo‘jaligi mahsulotlari giymati tarkibida chorvachilik tarmog‘ining salmog‘i
43,8 foizga teng bo‘lgan bo‘lsa, keyingi yillarda bu ko‘rsatkich bir necha barobarga
o‘sib  borishganligini  ko‘rishimiz mumkin. 2021-yilga kelib chorvachilik
tarmog‘ining mamlakat gishlog xo‘jaligi mahsulotlari ishlab chigarish hajmdagi
ulushi 50,1 foizni tashkil gilgan.

Sut yetishtirish umumiy hajmiga nisbatan eng yugori ulush Samargand
viloyatiga (11,8 %) to‘g‘ri keldi, shuningdek, Qashqgadaryo (11,1 %), Xorazm

18 O¢zbekiston Respublikasi sog‘likni saqlash vazirligi va Davlat statistika qo‘mitasi ma’lumotlari asosida tayyorlandi
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(9,5 %), Farg‘ona (9,5 %), Buxoro (9,0 %), Andijon (8,8 %) va Toshkent (8,6 %)
viloyatlarida ham yuqori ko‘rsatkichlar gayd etildi.

Sut vyetishtirish umumiy hajmiga nisbatan eng past ulush Sirdaryo viloyati
(3,3 %) va Qoraqalpog‘iston Respublikasida (3,7 %) kuzatildi. 2017-yilga nisbatan
yugori o‘sish su’atlari Sirdaryo (16,9%), Farg‘ona viloyatlarida (16,2%),
Qoraqalpog‘iston Respublikasida (15,2%), shuningdek Jizzax (14,8%) va
Qashgadaryo (14,6%) viloyatlarida gayd etildi (4-jadval).

4-jadval
Barcha toifadagi xo‘jaliklarda sut ishlab chigarish hajmi va o‘sish sur’ati
bo‘yicha ma’lumot®®

2017 y. 2020 y. 2021y. .

=X

Hududlar Eo| T o Eo | £, Eo| £ iz
Respublika bo‘yicha 10047,9 | 100 | 11009,8 | 100 | 11286,9 | 100 112,3
Qoraqalpog‘iston Respublikasi | 364,0 3,6 403,8 3,7 419,3 3,7 115,2
Andijon viloyati 899,2 8,9 983,8 8,9 990,5 8,8 110,2
Buxoro viloyati 905,8 9,0 1008,7 | 9,2 | 10204 | 9,0 112,7
Jizzax viloyati 566,1 5,6 624,7 57 650,1 5,8 114,8
Qashgadaryo viloyati 1089,0 10,8 1177,7 | 10,7 | 12484 | 11,1 114,6
Navoiy viloyati 4448 4,4 481,6 44 | 4983 4.4 112,0
Namangan viloyati 665,5 6,6 725,1 6,6 734,7 6,5 110,4
Samargand viloyati 1240,9 12,3 1313,7 | 11,9 | 1337,1 | 11,8 107,8
Surxondaryo vilyati 809,6 8,1 885,7 8,0 909,2 8,0 112,3
Sirdaryo viloyati 317,2 3,2 360,4 3,3 370,8 3,3 116,9
Toshkent viloyati 860,9 8,6 939,2 8,5 966,3 8,6 112,2
Farg‘ona viloyati 9214 9,2 1051,7 9,5 | 1070,6 9,5 116,2
Xorazm viloyati 963,5 9,6 1053,7 | 9,6 | 1071,2 | 9,5 111,2

Hududlar kesimida aholi jon boshiga sut ishlab chigarish hajmi va tibbiy
fiziologik me’yorlar taggoslanganda eng past ko‘rsatkich Toshkent viloyatiga —
166,5 kg, hamda Andijon, Namangan va Farg‘ona viloyatlarida tegishli ravishda
215,2, 250,7 va 274,8 kg to‘g‘ri keladi.

O<zbekistondagi meva-sabzavot sektori mamlakat va hududlarning ozig-ovgat
xavfsizligini ta’minlashda muhim segment hisoblanadi. Shuning uchun, bu sohada
meva va sabzavot mahsulotlari ishlab chigarishni jadal rivojlantirish chora-tadbirlari
0‘zining ijobiy natijalarini bermoqda. 5-jadvalda ozig-ovgat mahsulotlarining
eksport-import tarkibi dinamikasi keltirilgan.

5-jadval
O‘zbekistonda ozig-ovgat mahsulotlarining eksport-import dinamikasi (min.
AQSH dollarida)

Mazmuni | 2000y. | 2005y. | 2010y. | 2015y. | 2020y. | 2021y. 2022 y.
Eksport 95,5 1408 | 10562 | 1239,6 | 13362 | 13718 16315
Import 205,8 2033 | 4766 | 13142 | 18513 | 2509,5 3392,9

19 O¢zbekiston Respublikasi davlat statistika qo*‘mitasi ma’lumotlari asosida tuzilgan.
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Jadval ma’lumotlarini tahlil gilish asosida mamlakatda ozig-ovgat mahsulotlari
eksport hajmi 2022-yilda 2000-yilga nisbatan 1536 min. AQSh dollariga, import esa
3187,1 mIn. AQSh dollariga o‘sganini kuzatish mumkin.

Sut va sut mahsulotlari savdosida tovar brendlarini yaratish ham savdo hajmini va
eksportni oshirishga ijobiy ta’siri mavjud. Iste’molchi tomonidan sut mahsulotlarini
tanlashda uning ragobatbardoshligiga ahamiyat garatiladi. Ko‘plab brend bo‘yicha olib
borilgan tadgiqotlarda asosiy e’tibor mijozlarni brenddan habardorligi, gabul gilingan
sifat, brendga ishonch va sodiqlik kabi omillar asosida baxolashga ahamiyat garatilgan.
Biroq brendlar ragobatbardoshligini baxolash bo‘yicha aniq uslubiy yondaushvlar
ishlab chigilmagan. Shuni inobatga olgan holda “sut va sut mahsulotlari brendlari
raqobatbardoshligi” tushunchasi hamda uning ta'sirini o‘rganishga ahamiyat garatilishi
lozim. Brend ragobatbardoshligi mahsulot yoki xizmatni boshga mahsulotlardan
ajralishi va ulardan afzalligini ko‘rsatishi uchun ishlatiladigan marketing strategiyasi.
Bu, mijozlarga biror brendni tanlov gilishda va brend egalariga bozorda ustuvor joyni
egallash imkonini beradi. Dissertatsiyada sut va sut mahsulotlari brendining o‘ziga hos
jixatlarini inobatga olgan holda unga ta’sir etuvchi ommillarni aniglash muhim
yo‘nalishdir. Brend jozibadorligini aniglashda odatda, iste'molchining brenddan
gonigishi, mahsulotdan xabardorlik, iste'molchi tomonidan kutilgan sifat, mahsulotga
iste'molchi tomonidan berilgan giymat kabi omillar inobtgf olinadi. Mazkur omillar sut
va sut mahsulotlarining ragobatbardoshliga sabab bo‘luvchi omillar hisoblanadi.
Iste'molchilar tajribasi, iste'molchi moyilligi kabilar esa raqobatbardoshlik darajasini
belgilab beruvchi ogibat omillari sifatida tasniflanadi. Ushbu holatlardan kelib chiqib,
“sut va sut mahsulotlari brendlari ragobatbardoshligi” deganda "sut mahsulotlari
bozorida kompaniya mahsulotlarini samarali ragobatlasha olish gobiliyatini
tushuniladi. Ushbu kontseptsiya sut sanoatida brendning muvaffagiyati va
farglanishiga hissa qo‘shadigan turli omillar va strategiyalarni o‘z ichiga oladi. Sut
mahsulotlari brendinin shakllantirishda bog‘qa mahsulotlarga nisbatan sifatini
Iste'molchi tomonidan idrok etish hissiy atributlar bilan cheklanib golishi mumkin
emas. Asosiy omillar sifatida xavfsizlik, foydalilik va xarajatlar va hokazolarni ham
inobatga olinishi lozim. Iste'molchilarning ozig-ovgat mahsulotlari sifati va
xususiyatlaridan qonigishi uning ragobatbardoshligiga ta'sir giladi. Korxonaning
raqobatbardoshligini  o‘lchashi mumkin bo‘lgan o‘zgaruvchilarni  aniglashda
iste'molchini sotib olish-garor gabul gilish modelidan boshlash mumkin. Ushbu model
Iste'molchining qonigishi Iste'molchining mahsulotni hagigatan ham sotib olganligiga
bog‘ligligini  ko‘rsatadi, chunki Iste'molchi mahsulotni turli (ragobatdosh)
mahsulotlarning giymatlarini solishtirish orgali sotib oladi. Umumiy holda sut va sut
mahsulotlari ragobatbardoshlik omillarini ikki guruhga ajratish taklif etiladi: sabab
omillari va ogibat omillari.

Sabab omillari sifatida quyidagilarni gabul gilish mumkin:

Kutilgan sifat (perceived quality- PQ)

Mahsulotga Iste’molchi tomonidan berilgan giymat (perceived value-PV)

Iste’molchining brenddan gonigishi (customer satisfaction-CS)

Mahsulotni bilish darajasi (product knowledge-PK)

Oqibat omillari sifatida quyidagilarni gabul gilish mumkin:

Iste’molchilar tajribasi (customer expectation- CE)
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Iste’molchi sodigligi (customer loyalty-CL)

Ragobatbardolik (competitiveness-C)

Shunday qilib, uchta gipotezani ifodalovchi uchta asosiy tenglamani matematik
ko‘rinishda ifodalash mumkin. Ular bir vaqgtning o‘zida iste’molchilar ehtiyojini
gondirish  bilan bog‘liq o‘zgaruvchilar o‘rtasidagi munosabatlar modelini
shakllantirish imkoniyatini beradi:

CE = f(PQ,PV,CS, PK): (7)
CL = f(PQ PV, CS, PK): (8)
C = f(PQ,PV, CS,PK); (9)

Birinchi tenglamada Iste’molchilar kutishlari (CE) 4ta omilga ta’sir qgiladi:
PQ,PV,CS,PK. Iste’molchilarning kutishlariga oid so‘rovnomaning ikkinchi va
to‘rtinchi savollari (T2 va T4) ko‘rsatadiki, takroriy xaridlar asosida Iste’molchi
keyingi xaridni amalga oshirishda hagigat bilan solishtirish mumkin bo‘lgan
gipotezani shakllantirish imkoniyatini yaratadi. Shunday qilib, gabul gilingan sifat
(CE) va iste’molchilar gonigish (CS) giymatlari Iste’molchilarning keyingi (takroriy)
xaridlarni kutishlariga ta’sir qgilishi kerak deb taxmin gilish mumkin.

4-rasmda ikkita turdagi o‘lchov modellari: biri ekzogen yashirin o‘zgaruvchilar
hisoblangan sut mahsulotlari brend xususiyatlari va raqobatbardoshlik omillarini aks
etiruvchi omillar va biri endogen yashirin o‘zgaruvchilar uchun shu yashirin
o‘zgaruvchilarni tashkil etiuvchi savolnoma natijalari mavjud.
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4-rasm. Sut mahsulotlari brendlari ragobatbardoshligini baholashning PLS modeli?°

20 Muallif ishlanmasi
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Mahsulot ragobatbardoshligi xaridorlarning brend idrok etishi natijasida
o‘zgaradi, chunki mahsulotni baholash o‘zgarishi shart emas — fagat ba’zi
ragobatchilarning o‘zgarishi talab gilinadi. Shu nuqtada, iste’molchilar kutganlari
o‘zgarmaydi, ammo mahsulotning raqobatbardoshligi o‘zgaradi. Keyinchalik
shunday bo‘lishi mumkinki, xuddi shunday (doimiy) kutish paytida, mahsulotni
baholashning ragobatbardoshligi o‘zgarishi (tushishi) tufayli (bir yoki bir nechta
ragobatdosh mahsulotlar ragobatbardoshligining oshishi tufayli) ikkala o‘zgaruvchi
o‘rtasidagi munosabatlar o‘zgaradi.

Muallif (7) funksiya orqgali sut mahsulotlari bo‘yicha iste’molchilar tajribasi
oshib borishiga ta’si etuvchi 4 ta asosiy sabab omillarini keltirib o‘tadi, ular
iste’molchi kutilgan sifat (PQ), mahsulotga iste’molchi tomonidan berilgan giymat
(PV), iste’molchining brenddan qonigishi (CS) va mahsulotni bilish darajasi (PK).
Mazkur omillar bo‘yicha PLS model bo‘yicha olingan natijalar quyidagilardan iborat:

Sut mahsulotlari bo‘yicha iste’molchilar tajribasi oshib borishi mahsulotga
Iste’molchi tomonidan berilgan giymat (PV) va iste’molchi kutilgan sifat (PQ) yugori
ta’sir kuchiga ega. Iste’molchi moyilligi (CL)ni shakllantiruvchi asosi omillar esa sut
mahsulotlar iste’molchilarining brenddan gonigishi hisoblanadi.

6-jadval
Jami ta’sirlar samarasi matritsasi?!
Omillar CE CL
Iste’molchining brenddan gonigishi (CS) 0,125 0,538
Mahsulotni bilish darajasi (PK) 0,040 0,068
Iste’molchi tomonidan kutilgan sifat (PQ) 0,630 0,111
Mahsuloga Iste’molchi tomonidan berilgan giymat (PV) 0,100 0,067

Olingan model natijalarining statistik ahamiyatliligi bir gator testlar asosida
tekshiriladi. Modelni baholash 4 bosgichda amalga oshiriladi.

1-bosqich: ko‘rsatkichning ishonchliligini baholash.

2-bosgich: ichki mustahkamlik ishonchliligini baholash.

3-bosqich: konvergent haqgiqiylikni baholash.

4-bosqi: diskriminantning hagiqiyligini baholash.

Modelni baholashning birinchi bosgichi har bir ko‘rsatkich dispersiyalarining
ganchalik ko‘pligi uning tuzilishi bilan izohlanganligini tekshirishni o‘z ichiga oladi,
bu ko‘rsatkich ishonchliligidan dalolat beradi. Ko‘rsatkichning tushuntirilgan
dispersiyasini hisoblash uchun muallif ko‘rsatkich va konstruksiya o‘rtasidagi ikki
o‘zgaruvchan korrelyatsiya bo‘lgan ko‘rsatkich yukini kvadratga solish kerak.
Shunday qilib, uning ishonchliligi ko‘rsatkichning umumiyligini ko‘rsatadi.
0,708 dan yuqgori ko‘rsatkich yuklanishi tavsiya yetiladi, chunki ular konstruksiya
ko‘rsatkich dispersiyasining 50 foizdan ortig‘ini tushuntirib berishini ko‘rsatadi, bu
esa gabul gilinadigan ko‘rsatkich ishonchliligini ta’minlaydi.

Ko‘rsatkichlarning ishonchliligi  va haqigiyligini (rho_A) test asosida
tekshiriladi. Uning giymati 0,40<rho A <0,708 gacha bo‘lishi tavsiya etiladi. Biroq
ko‘rsatkichni o‘chirish yoki yo‘q gilish to‘g‘risida garor gabul qgilishda yana bir
e’tibor garatish talab etiladi. Ba’zida zaifroq yuklangan ko‘rsatkichlar saglab qolish

2L Muallif tomonidan tuzilgan
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mumkin. Biroq yuklanish 0,40dan past ko‘rsatkichlar har doim o‘lchov modelidan
chigarib tashlanishi magsadga muvofig. Mazkur modelda rho_A koeffitsiyentlari
0,40 dan katta ekanligini hisobga olgan holda barchasini saglab qolish magsadga
muvofiq (8-jadval).

Qabul gilingan sifat deganda Iste’molchi mahsulot yoki xizmatning mugobil
variantlarga nisbatan mo‘ljallangan magsadi nugtai nazaridan hamda umumiy sifati
yoki ustunlikni idrok etishi sifatida qaralishi lozim. Qabul gilingan sifat
(iste’molchilarning umumiy sifat bahosi) ham kutilgan sifat, ham tajribali sifat
natijasidir. Ozig-ovgat sifati deganda yaxshi ozugaviy, mikrobiologik xususiyatlari
sifati tushuniladi. Shu bilan birga, ozig-ovgat mahsulotlari sifati mexanik, teginish,
ko‘rish va eshitish retseptorlari orqgali seziladigan mexanik, geometrik va fizik
sifatlarni o‘z ichiga oladi. Shu tarzda aniglangan sifatni ham hissiy deb hisoblash
mumkin.

7-jadval
Construct reliability and validity??

Yashirin Cronbach‘s o A Composite Average variance extracted
omillar alpha — reliability (AVE)

C -0,161 0,536 0,323 0,517

CE 0,164 0,536 0,004 0,416

CL -0,590 0,849 0,001 0,675

CS -0,400 0,594 0,352 0,540

PK 1,000 1,000 1,000 1,000

PQ 0,405 0,655 0,281 0,416

PV -0,046 0,755 0,186 0,499

Amalga oshirilgan tadgigot natijalaridan xulosa gilganda sut va sut mahsulotlari
bozorida faoliyat yuritayotgan brend kompaniyalar xalgaro darajada brendlar
bo‘yicha raqobatlasha oladigan darajaga yetib kelmagan. Sut va sut mahsulotlari
milliy brendlarini shakllantirishni maqgsad gilgan korxonalar tahlil natijalari asosida
olingan asosiy muammolar yechimiga garatilgan strategik maqsadlar belgilashi
magsadga muvofiq. Shuningdek, “sut va sut mahsulotlari  brendlari
raqobatbardoshligira ta’sir samaralarini hisoblashma iste’molchining brenddan
gonigishi, mahsulotdan xabardorlik, iste’molchi tomonidan kutilgan sifat, mahsulotga
iste’molchi tomonidan berilgan giymat kabi sabab omillari hamda iste’molchilar
tajribasi, iste’molchi moyilligi kabi ogibat omillarining o‘zaro munosabatlari
jihatidan ko‘rib chigilishi lozim.

Dissertatsiyaning “Sut va sut mahsulotlari brendini shakllantirish
metodologiyasini takomillashtirish” deb nomlanuvchi to‘rtinchi bobida, sut va sut
mahsulotlari brendini rivojlantirishda ilg‘or mamlakatlar tajribasidan foydalanish
yshnalishlari aniglangan, yashil igtisodiyot sharoitida ozig-ovgat mahsulotlari
brendini shakllantirishning marketing strategiyalari taklif etilgan, O‘zbekistonda
ozig-ovgat mahsulotlari hajmining 2030-yilgacha prognoz ssenariylari ishlab
chiqilgan.

22 Muallif tomonidan tuzilgan
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Ammo ekomarketingga o‘tish dastlabki sarmoyalarni talab giladi va ijtimoiy
ahamiyatga ega dasturlarning xarajatlarini rad etuvchi ko‘plab biznes vakillari
topiladi, chunki ekologik toza mahsulotni yaratish va uni ushbu shaklda bozorda
siljitish xarajatlari har bir korxona uchun sezilarlidir. D.Grant keng muhokama
gilinuvchi “Yashil marketing manifesti”? kitobida dastlab hayotiy yashil marketing
yo‘lidagi birinchi gadam ekologik muammolar kosmetik o‘zgarishlarga emas, balki
jiddiy yaxshilanishlarga ehtiyoj mavjudligini anglash ekanligini ta’kidladi. Muallif
ta’kidlaganidek, “yashil marketing chuqur islohotlar majmuidir”. Shunga garamay,
bugungi amaliyotga ko‘ra, yashil marketing strategiyasi uzoq muddatli va muhim
natijalarga erishish uchun ushbu islohotlarni bosgichma-bosgich amalga oshirishni
talab etadi.
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5-rasm. Ekologik belgilar tasnifi®

Ekologik belgilar (shuningdek, “Eko-yorliglar’”) va Yashil stikerlar ozig-ovqat
va iste’mol tovarlari uchun vyorliglash tizimlaridir. Ular iste’molchilarga
yo‘naltirilgan barqarorlikni o‘lchash shakli bo‘lib, xarid qilishda atrof-muhit
muammolarini hisobga olishni osonlashtiradi. Ba’zi yorliglar ifloslanish yoki
energiya iste’molini indeks ballari yoki o‘Ichov birliklari orgali aniglaydi, boshgalari
esa bargarorlik yoki atrof-muhitga zararni kamaytirish uchun bir gator amaliyotlar
yoki minimal talablarga muvofigligini tasdiglaydi.

Ko‘pgina ekologik belgilar bargarorlik standartida aks ettirilgan yaxshi
amaliyotlar to‘plami orgali ma’lum bir sektor yoki tovardagi asosiy ishlab chigarish
yoki resurslarni gazib olishning salbiy ekologik ta’sirini kamaytirishga garatilgan.

23 Grant J. The Green Marketing Manifesto. — Cotnwall, TJ International Ltd, 2007.
24 Muallif ishlanmasi
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Odatda “sertifikatlash” deb ataluvchi tekshirish jarayoni orqgali fermer xo‘jaligi,
o‘rmon, baliqchilik yoki kon standartga muvofigligini ko‘rsatishi va oz
mahsulotlarini ta’minot zanjiri orgali sertifikatlanganidek sotish huqugini qo‘lga
Kiritishi mumkin, bu esa ko‘pincha iste’molchiga olib keladi.

Yashil igtisodiyot sharoitida ozig-ovgat mahsulotlari brendini shakllantirishning
marketing strategiyasi korxonaning korporativ strategiyasida asosiy o‘rin tutadi va
zamonaviy korxona o‘zgaruvchan tashqi muhit sharoitlariga moslasha oladigan
salohiyatli kuchli vosita hisoblanadi. Ta’kidlash kerakki, agar marketing strategiyasi
korxonaga muvozanat va umumiy o‘sish yo‘nalishlarini ta’minlashga imkon beruvchi
tizimli yondashuvni nazarda tutsa, buni amalga oshirish mumkin.

Halgaro amaliyotda “ekologik™ strategiyalarning bir qgator turlarini shakllangan
bo‘lib, ularni tanlash tashkilot o‘zining “yashil” iste’molchilari uchun ganday giymat
yaratishi va o‘zgarishlarni amalga oshirishda ganchalik faol ekanligiga bog‘liq
bo‘ladi, ynap:

“Himoya Yyashil”: bu strategiya ingirozga javoban, ehtiyot chorasi sifatida yoki
ragobatchilar tomonidan qilingan harakatlarga javoban yashil marketingdan
foydalanadi. Kompaniyalar “yashil” iste’mol bozorining segmentlarini potensial
iste’molchilar sifatida anigladilar, ular hozirgi kunda jalb eta olmaydilar, ammo bir
gator doimiy tadbirlar ularga umuman brend imijini yaxshilash imkonini beradi.

“To‘q yashil”: kompaniyalar ekologik mahsulotlarini yaratish bo‘yicha uzoq
muddatli jarayonlarga sarmoya Kkiritish orgali muhim moliyaviy va nomoddiy
majburiyatlarni o‘z zimmasiga oladi. Mazkur kompaniyalar o‘z ragobatchilaridan
sezilarli darajada tabagalanishi va amalga oshirilayotgan tadbirlar orgali ragobat
ustunliklariga ega bo‘lishi mumkin. Shunga garamay, kompaniyalar mahsulotlarning
“ekologik xavfsizligi” belgilaridan ikkilamchi sifatida foydalanishni afzal ko‘radi va
eng ko‘p daromad olishga imkon beruvchi mahsulotning boshga xususiyatlarini
birinchi o‘ringa qo‘yishadi.

“O‘ta yashil”: bu turdagi kompaniyalar ekologik marketing va gadriyatlarning
kompleks goidalariga asoslanadi, shuning uchun ular o‘z bizneslarida atrof-muhitni
muhofaza qilish muammolarini to‘liq hisobga olishga harakat giladi. Ular
mahsulotning butun hayotiy davri va uning atrof-muhitga ta’sirini tahlil giladi,
kompaniyani yuqori sifatli ekologik siyosat asosida boshqgaradi va o‘z mahsulotlari va
xizmatlarini ixtisoslashgan bozor segmentlariga yo‘naltiradi.

“Yashil” marketing strategiyasini tanlashga nisbatan taqdim etilgan turli xil
yondashuvlarga gqaramay, muallifning fikricha, bu matritsalar ozig-ovgat mahsulotlari
bozoridek tarmoq bozorining o‘ziga x0s xususiyatlarini hisobga olishga to‘liq imkon
bermaydi. Shunga ko‘ra, ushbu yo‘nalishdagi tashabbuslarni amalga oshirish
imkoniyatlarini to‘liq yoritib bermaydi.

O‘zbekiston Respublikasida 2030-yilgacha sut va sut mahsulotlari ishlab
chigarishning prognoz ssenariylari qo‘yidagi rasmlarda keltirilgan. Bunda 2 ta
ssenariy: hozirgi tendensiyaning yaqin kelajakda o‘zgarishsiz davom etishi inersion
ssenariy orgali tasvirlangan hamda korxonalar brend strategiyasini qo‘llagan holda
mahsulot ishlab chigarish hajmlari ssenariylari keltirilgan.
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6-rasm. O‘zbekiston Respublikasida 2030-yilgacha sut va sut mahsulotlari ishlab
chigarishning prognoz ssenariylari?®

O‘zbekiston Respublikasida 2030-yilgacha sut va sut mahsulotlari ishlab
chigarishning prognoz ssenariylari quyidagi rasmlarda keltirilgan. Bunda 2 ta
ssenariy: hozirgi tendensiyani yaqin kelajakda o‘zgarishsiz davom etishi inersion
ssenariy orgali tasvirlangan hamda korxonalar brend strategiyasini qo‘llagan holda
mahsulot ishlab chigarish hajmlari ssenariylari keltirilgan.

Hisob-kitoblarga ko‘ra 2030-yilda O‘zbekiston Respublikasida sut va sut
mahsulotlari ishlab chigarish hajmi inersion ssenariy bo‘yicha 736683,3 tonnaga
yetadi. Sut va sut mahsulotlari ishlab chigaruvchi korxonalar brend strategiyasini
qo‘llagan holda sut va sut mahsulotlari ishlab chigarish hajmi 1917068,2 tonnaga
yetishi aniglangan.

XULOSA

Tadqiqot natijasida quyidagi xulosaga kelindi:

1. Zamonaviy marketingda iste’molchilarni shaxsiylashtirishga yondashuvlar
barcha korxonalar uchun eng jozibador brend yaratish va uning gimmatini oshirishni
talab etmoqgda. Mahalliy korxonalar brendni rivojlantirish jarayoni, uning giymatini
yaratish va o‘lchash, uni targ‘ib gilish bo‘yicha samarali faoliyatni ta’minlash, brend
yaratishning zamonaviy konsepsiyalaridan foydalanish bilan bog‘liq ko‘plab
muammolarga duch kelishmoqgda. O‘zbekistondagi sut va sut mahsulotlari ishlab
chigaruvchi korxonalarning brendni yaratish va uning giymatini oshirishga bo‘yicha
yetarli tajribaga ega emasligini, ularning marketing faoliyatida yangi yondashuvlar,
vosita va brendlarning modellaridan foydalanishni taqozo etadi.

25 Muallif hisob-kitoblari
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2. Xalgaro tajribalarni o‘rganishga ko‘rat, g‘arbning brending falsafasi
diversifikatsiya bilan ifodalansa, Osiyo modelida markazlashish, birlashish siyosati
ko‘prog namoyon bo‘ladi. O‘zbekiston sharoiti uchun brending modeli g‘arb va sharq
modellarining aralashmasidan iborat.

3. Dissertatsiyada jahondagi pandemiya tufayli ozig-ovgat taqgchiligi, uning
xavfsizligini ta’minlash muammolari muhim o‘rin egallamogda. O‘zbekistonda
mahalliy korxonalar tomonidan ishlab chigarayotgan sut mahsulotlari bo‘yicha
mahalliy brendlari uchun samarali yaratilgan brending strategiyalari korxonalarning
xalgaro bozordagi ragobatdoshligini ta’minlashdagi asosiy yo‘nalish ekanligi
asoslangan.

4. Jahon va mamlakatimiz olimlarining brend va brending nazariyalarini
o‘rganish natijalari asosida brendingga ma’lum tovarga uzoq muddatga ustunlik
yaratish bo‘yicha faoliyat tushunilib, iste’molchiga nisbatan tovar belgisi, gadoglashi,
reklama murojaati, tovarning ragobatchilarga ko‘ra ajratib turuvchi ustunliklarini
ifodalash jarayoni sifatida garash magsadga muvofig.

5. Respublikada sut va sut mahsulotlari bozorida o°tkazilgan marketing
tadgiqotlari natijalari asoslamoqdaki, aholining gayta ishlanmagan sut iste’moli
pasayib, sut xomashyosidan gayta ishlangan tovarlar iste’moli ortib bormoqgda. Bu
holatlar O‘zbekistonda o0zig-ovgat mahsulotlari  bozorining tarkibiy jihatdan
diversifikatsiyani yanada oshirish mahalliy brendlarning asosiy strategik
yo‘nalishlaridan biri bo‘lishini asoslaydi.

6. Yirik brend kompaniyalar tajribalaridan kelib chiqganda, O°zbekistoning sut
va sut mahsulotlari ishlab chigaruvchilar brend siyosatini yuritishning asosiy prinsipi
amalga oshirilayotgan tovar siyosatini, brending siyosatiga aylantirishdir. Tovar
belgisini kuchli brendga aylantirishga yo‘naltirilgan brend siyosatini yuritish
vazifalarini dolzarblashtirmoqda.

7. Mamlakatimizda qgishlog xo‘jaligi mahsulotlari ishlab chigarish hajmini ham
migdor, ham sifat jihatdan muntazam oshirib borish va shu asosda o0zig-ovgat
ta’minotini mustahkamlash borasida muayyan natijalar qo‘lga Kkiritildi. Natijada
asosiy turdagi gishlog xo‘jaligi mahsulotlarini ishlab chigarish hajmi yildan-yilga
oshib bordi. Tahlil gilingan yillar mobaynida mamlakatimiz doimiy aholisi soni
1,38-martaga oshib, jami ekin maydonlari hajmi 10,8 %ga gisgargan bo‘lishiga
garamay, ozig-ovgat mahsulotlaridan bug‘doy ishlab chigarish 1,80, kartoshka 4,29,
sabzavotlar 3,95, poliz 4,73, mevalar 3,62, uzum 262, go‘sht (tirik vaznda) 3,00, sut
3,03 va tuxum 6,23-martaga oshdi. Eng muhimi bu o‘sish ekstensiv omillar emas,
balki hosildorlik va mahsuldorlik singari intensiv omillar ta’sirida yuz berdi.

8. Amalga oshirilgan tadgigot natijalaridan xulosa gilganda sut va sut
mahsulotlari bozorida faoliyat yuritayotgan brend kompaniyalar xalgaro darajada
brendlar bo‘yicha ragobatlasha oladigan darajaga yetib kelmagan. Sut va sut
mahsulotlari milliy brendlarini shakllantirishni maqgsad gilgan korxonalar tahlil
natijalari asosida olingan asosiy muammolar yechimiga garatilgan strategik
maqsadlar belgilashlari magsadga muvofig.

9. Olingan natijalardan ma’lum bo‘ladiki, sut va sut mahsulotlari iste’molchilari
sodigligi fagat PQ- kutilgan sifat omilining salbiy ta’siri mavjud. Boshga omillarning
ta’siri esa ijobiy ta’sirga ega. Amalga oshirilgan tadgigot natijalaridan xulosa
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gilganda sut va sut mahsulotlari bozorida faoliyat yuritayotgan brend kompaniyalar
xalgaro darajada brendlar bo‘yicha raqobatlasha olish darajasiga yetib kelgan. Sut va
sut mahsulotlari milliy brendlarini shakllantirishni magsad gilgan korxonalar tahlil
natijalari asosida olingan asosiy muammolar yechimiga qaratilgan strategik
magsadlar belgilashlari magsadga muvofig.

10. Hozirgi kunda ma’lum bir mahsulot, mahsulot ishlab chigaruvchi har bir
korxona shunday mahsulot iste’molchi orasida talabga ega bo‘lgan, boshga
mahsulotlar orasida mashhur bo‘lgan tagdirdagina ragobatbardosh bo‘ladi, bunday
tovarlarni ishlab chigaruvchi korxona oz imijiga, ijobiy obro‘ga ega bo‘ladi. Bunday
korxona yaxshi rentabellik, foyda, rentabellikka ega, u boshga tarmoglar orasida
gadrlanadi.

11. Ko‘pgina korxonalar bunday kompaniyalarning rivojlanish strategiyalariga
amal qilishga harakat giladilar, shu bilan o‘z mahsulotlarini reklama qilishga
investitsiya giladilar. Mahsulotning mashhurligi o‘ziga x0s ‘“brend” dir. Brend
assotsiatsiyalarning ma’lum bir to‘plami, iste’molchilarning bahosi, mahsulot
hagidagi g‘oyalar va brend ganchalik mashhur bo‘lsa, u shunchalik muvaffagiyatli
bo‘ladi. Ushbu maqolada “brend” va “brending” tushunchalari ko‘rib chigiladi.
Ushbu mavzu bo‘yicha juda ko‘p ilmiy magolalar va tadgiqotlar o‘rganildi, ushbu
fanni o‘rgangan ko‘plab mualliflarning fikrlari keltirilgan.

12. Dissertatsiyada sut va sut mahsulotlari brendi giymatini baholash usullari
tadgiq etildi. Tanigli iqtisodchi olim S.I. Antoshkin modelining koeffitsiyent
mezonlari asosida ozig-ovgat mahsulotlari brend giymatini baholashning mualliflik
modeli ishlab chigildi hamda samarali komponentning korrelyatsiya va regressiya
tahlili asosida K-Pirson, X.Spirman mualliflarining omil ko‘rsatkichlariga bog‘liglik
holda aniglandi. Modelning afzalligi sut va sut mahsulotlari brendini
shakllantirishning umumiy ko‘rsatkichlar darajasiga nisbatan 4 ta ko‘rsatkichga
bog‘liglik darajasi bo‘lib, bu baholashning o‘zini o‘zi ta’minlashdan iboratligi
aniglandi. Dissertatsiyada brendni baholash uchun bir mezonning brendga munosabat
darajasiga bog‘ligligi ko‘rsatilgan, ya’ni birinchi mezonga oldindan xabardor
iste’molchilar Kiradi, natijada u xabardorlik mezoniga ko‘ra brend Kkapitaliga
munosabatlar darajasini ko‘rsatadi, ikkinchi mezon brend hagida tasavvurlarga ega
iste’molchilar bo‘lib, u tasavvurlar mezoni bo‘yicha brend kapitaliga munosabat
darajasida ifodalanadi. Uchinchi mezon - sinov xaridini amalga oshirgan
iste’molchilar, bu mezon munosabat mezoni bo‘yicha brend kapitaliga munosabatlar
darajasini, to‘rtinchi mezon — brendga sodiq iste’molchilar kiradi, mezon sadoqatlik
mezoni bo‘yicha brend kapitaliga munosabatlar darajasini ko‘rsatadi. Beshinchi
mezon brend kapitalining umumiy qgiymatidagi daromad bo‘lib, bu mezon
daromadlilik mezoni bo‘yicha brend kapitaliga munosabatlar darajasini ko‘rsatadi.

13. Tadgiqot natijalariga ko‘ra, dunyoda strategik vazifalarni amalga oshirishda
ish beruvchi brendi sohasida yetakchilarni jalb etuvchi kompaniyalar soni ortib
bormoqda, masalan, Google, Starbucks, Deloitte, Deutsche Bank va hokazolar
shubhasiz, iste’mol brendlari singari HR-brendining giymatini yaratishga muvaffaq
bo‘lgan tashkilotlarda yangi holatlar paydo bo‘ladi. Yugorida aytilganlarning
barchasiga qo‘shimcha ravishda, HR-brending nafagat tashkilotning kadrlar
resurslarini, balki kompaniya kapitalini ham tagsimlash masalalariga javob beruvchi

33



korporatsiyaning menejment tizimi zarurdir. Amalga oshirilgan tadgigot natijalaridan
xulosa gilganda sut va sut mahsulotlari bozorida faoliyat yuritayotgan brend
kompaniyalar xalgaro darajada brendlar bo‘yicha ragqobatlasha oladigan darajaga
yetib kelmagan. Sut va sut mahsulotlari milliy brendlarini shakllantirishni magsad
gilgan korxonalar tahlil natijalari asosida olingan asosiy muammolar yechimiga
garatilgan strategik maqgsadlar belgilashlari magsadga muvofig.

14. Tadgiqot natijalariga ko‘ra, 2030-yilda O‘zbekiston Respublikasida sut va
sut mahsulotlari ishlab chigarish hajmi inersion ssenariy bo‘yicha 736683,3 tonnaga
yetadi. Sut va sut mahsulotlari ishlab chigaruvchi korxonalar brend strategiyasini
qo‘llagan holda sut va sut mahsulotlari ishlab chigarish hajmi 1917068,2 tonnaga
yetishi aniglangan.
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AKTYaJIbHOCTh M BOCTPe0OOBAHHOCTH TeMbl JaHMccepTamuM. [Jo0anbHOE
NOTeIJIEHWEe, HeXBaTKa MPOJOBOJLCTBUSI, COOM B I[EMOYKAX MOCTABOK B PE3yJbTaTe
MOCJICICTBUN KPU3UCHBIX siBieHUH BriepBbie 3a 20 jet B 2021-2022 romax moasepriu
K TIOHW)KCHUIO 3HAaYE€HUW MHUPOBBIX OpEHJOB MHINEBOW U 0€3aJIKOTrOJIbHOM
npoayknuu. OOmas CTOMMOCTh 25 caMbIX IIEHHBIX MHPOBBIX  OpEHJIOB
0€3aJIKOTOJIbHBIX HAIMUTKOB, BKJIIOYEHHBIX B OT4YET MEXIyHApOAHOrO AareHTCTBa
“Brand Finance” 3a 2021 rox, cam3miack ¢ 114,8 mapa nomrapos CIIA B 2020 roay
no 107,5 mupa nonnapos CIHA B 2021 romy. OO01ias cTOUMOCTh OpEHIOB MTPOAYKTOB
mUTaHusa U mokonama camsmwiack Ha 4% um 3% coorBercTBEHHO. ENMHCTBEHHBIM
CEKTOPOM, KOTOPBI CMOI 3alIMTUTh ce0sd OT TOTepU CTOMMOCTH OpeHaa, cTail
MOJIOYHBIN CEKTOP, KOTOPBIN COXPaHMI 00IILyI0 cTouMocTh Openna B 2021 romy.?

PasButeie ctpanel mupa, takue kak CIUA, fnonus, Kurait m EBpocoros, B
KauecTBE OCHOBHOM CTpaTeruu OOECHeUeHUsT JTOMHHHUPYIOIIETO TOJOKEHUsI Ha
MHUPOBOM PpBbIHKE MPOAYKTOB MHUTAHUS JCNAIOT aKIEHT Ha CO3JaHUU TJI00aIhHBIX
OpeH/IOB, SBIIAIOMIUXCS UCTOYHUKOM J00aBICHHONW CTOMMOCTH. B cBs3u ¢ 3TUM
MOMYJISIPU3UPYIOTCS. HAy4YHBIE MCCIEAOBAHUS IO COBEPIICHCTBOBAHUIO HAYYHO-
METOJIMYECKUX OCHOB OIICHKM W MOHUTOPUHTa OpPEHIMHTOBOM JIEATEIbHOCTH
MEXTYHAPOJHBIX KOMITAHUWA TIO TPOU3BOJCTBY IMHIIEBBIX IPOIYKTOB, Pa3pabOTKU
OpeHa-cTpaTeruii, BKIIOYash HCIOJIb30BAHUE WHHOBAIMOHHBIX MapKETHUHIOBBIX
CTpaTerwii TMPU CO3JAHWM MECTHBIX OpEHNIOB, KOTOPHIE MOTYT KOHKYPHPOBAaTh C
rJI00ATFHBIME OpeHIaMH, Ha OCHOBE BKIIIOUEHHUS WX B MEKIYHAPOIHBIC PEUTHHTH
OpeHa0B, 3(p(HEKTUBHOTO UCIOJIB30BaHU HU(POBOIO MAPKETHUHIA U UX OLICHKH.

OtcyTcTBUE y OPEANPUATANA MUILNEBONW MPOMBIIIIEHHOCTH Y30€KHCTaHa OIbITa
co3naHusg OpeHJOB U TMpeBpallleHus HX B MEKIYyHAPOAHbIE OpeHAbl TpedyeT
pacIIMpeHus] HAay4IHO-METOAMYECKOW 0a3bl HCIIONB30BAHMS HOBBIX ITOAXOJIOB,
WHCTPYMEHTOB U OpEH/-KOHIENIMI B UX MapKETHHTOBOM JESATENLHOCTH. B CBs3MU C
ATUM, YYUTHIBAas TEKYIIME OOJKETHbIC OTPAHWYCHMS] W BIUSHUE KOHKYPEHTHOMN
Cpellbl, Ha TOBECTKE AHS CTOUT 3¢ (dEeKTHBHAS OpraHu3alys Mpolecca Pa3BUTHS
OpeHza ¢ MaKCUMaJlbHOM MOTPEOUTEIHCKOW M JOOABICHHOW CTOMMOCTBIO, a TaKXKe
pa3paboTKa TEOPETUKO-METOUYECKHUX MOAXO0J0B K IMOBBIINICHUIO CTOUMOCTH OpeH/a.
Hanaple  oOcTosiITENHCTBA  TPEOYIOT  TMPOBENEHUST  HAYyYHBIX  MCCIIEIOBaHUM,
HAIPaBJICHHBIX Ha COBEPIICHCTBOBAHWE METOOJOTUU OLEHKH OpeHJa MHIIEeBON
MIPOIYKITUH U TTOBBIIIEHUE €€ CTOMMOCTH.

B V306ekucrane B 3TOM IUIaHE YTBEPKJIEHBI ONpPEAEICHHbIE MEPbl U YCUIIUS 110
00ECMEYeHUI0 WX peaju3aluu. 3HAYUTENbHBI POCT 4YHCla MPOU3BOJAUTENEH, B
pe3yibTaTe peam3yeMod B Y30€KHCTaHE MOJUTHUKM TEXHHUYECKOTO OOHOBJIICHUS U
MOJICPHU3AIINY TTUIIICBOW MPOMBIIUICHHOCTH, PUBOINT K YCUJICHUIO KOHKYpEHIHH. B
Crpareruun pazsutus HoBoro Y30Oekucrtana Ha 2022-2026 ronbl mocTaBlieHa 3aj1ada
«K 2026 romy oO0BeM TPOW3BOJCTBA TMPOJYKTOB TMHUTAHUS YBEIMYUTH [0
7,4 MIIH. TOHHO, TIOBBICUTh YPOBEHH MEPepabOTKH MOJIOKA JI0 32 MPOIICHTOB, Msica —

26 https://brandirectory.com/rankings/food/2021
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10 25 mpoueHTos, PpyKToB M oBomed — g0 28 mpouentos®’. TIoMMMO MONHOrO U
KayeCTBEHHOTO yIOBJIETBOPEHUS BHYTPEHHUX noTpeOHOCTeM pBIHKa
IPOJOBOJIBCTBEHHBIX TOBAPOB B CTpaHe, B KayeCTBE OCHOBHBIX LIEJ€H CTaBUTCS
3aBOEBAHUE IMPOYHBIX TMO3UIMK HA BHEIIHUX pPBIHKaX. JTO TpeOyeT NOBBIIICHUS
CTOMMOCTH OpEHJIOB TMHUIIEBOW MNPOAYKIIMH, PpACHIMPEHUS BHJIOB OpEHI0BOM
NPOAYKIIMH, COBEPIICHCTBOBAHUS METOJUKU OIICHKH CTOMMOCTH OpeHjia, pa3paboTKu
COBPEMEHHBIX METOJJOB M HHCTPYMEHTOB CTAaTUCTHMYECKOrO aHaiu3a (PakTopos,
BIIMAIOUINX HAa OPEeH/ MUIIEBOM MPOTyKIIUH.

JlaHHOE NHCCEPTAlMOHHOE WCCIIEIOBAHUE B OMNPEACICHHOM CTENEHU CITYKUT
peayM3anMy  3a1a4, IOCTAaBIEHHBIX B YKa3zax u IlocranoBnenusx Ilpesunenra
Pecriybmmku Y36exuctan ot 28 suBapsa 2022 rona NeVII-60 «O Crparerun pa3BuTus
HoBoro VY36ekucrana na 2022-2026 roxmp», or 11 nosiOps 2020 roma NeIII1-4887
«O [OTIONHUTENBHBIX MeEpax MO OOECHeUeHUIO 370pPOBOrO IMUTAHUS HACEICHW»,
or 29 wmromg 2019 roma Neolll1-4406 «O AOMONHUTEIBHBIX Mepax IO TIyOOKOMH
nepepaboTKe CeTbCKOXO3IUCTBEHHON MPOAYKIIMU U JTAIbHEHIIIEMY Pa3BUTHIO MTUIIEBOM
MPOMBIIIUIEHHOCTHY, OT 16 stHBaps 2018 roga NeVII-5303 «O mepax mo nanbHeHIeMy
00ecreueHIo MPOI0BOJIBCTBEHHOM 0e30macHOCTH cTpaHb», oT 13 gexabps 2018 rona
NoVTI-5598 «O AomosHUTENBHBIX Mepax MO BHEAPEHUIO HU(POBON SKOHOMUKH,
AIIEKTPOHHOTO MPABUTENBCTBA, a TAKXKE WHHOPMAIIMOHHBIX CUCTEM B TOCYAAPCTBEHHOM
ynpaBinenuun PecriyOnuku  Y30ekuctan», ot 24 nHosiops 2018 roma NeVII-5583
«O IOTMONHUTENBHBIX MEpax MO COBEPIICHCTBOBAHMIO MEXAaHM3MOB (PHMHAHCHPOBAHUS
MPOEKTOB B c(epe MpeanpuHAMAaTeIhCTBA M WHHOBAIMK» M WHBIX HOPMATHBHO-
MIPABOBBIX JIOKYMEHTAX, CBSI3aHHBIX C JAHHOU c(hepoi.

CooTBercTBHE MCCJIEA0OBAHUSA TNPHOPUTETHBIM HANPABJIECHUSIM PA3BUTHSA
HAYKM M TeXHOJIOruil pecny0mku. JluccepranmoHHas paboTa BBINOJIHEHA B
COOTBETCTBUU C TPHOPUTECTHBIM HAIMPABICHUEM PA3BUTHA HAYKA M TEXHOJOTHMA
pecryonmuku |, «JlyXOBHO-HPaBCTEHHOE€ U KYJIbTYPHO-0Opa30BaTeIbHOE pPa3BUTHE
JEMOKPAaTHYECKOr0 ¥ TPaBOBOro  0OIIecTBa, (OPMUPOBAHHE WHHOBAIIMOHHOM
HKOHOMUKIY.

0030p 3apy0eKHBIX HAYYHBIX MCCJIEIOBAHHI 1O TeMe JUCCePTANMHZS,
HayuHnble uccienoBaHusl 1O COBEPIICHCTBOBAHUIO METOJOJIOTUM OLIEHKH OpEeHOB
MUIIEBON MPOAYKIIMKM MPOBOJATCA BEAYIIUMH MUPOBBIMH HAyYHBIMHU IIEHTPAMU H
BBICITUMH 00pa30BaTeIbHBIMU yUpeXaAeHUAMH, B ToM uncie: Kantar BrandZ, Brand
Finance, International Institute for Management Development, Interbrand,
International Place Branding Association, American Marketing Association, The
Institute for the Advancement of Food and Nutrition Sciences, University of London
(Benukobpuranus), Florida Atlantic University (CILIA), University of Limerick

2ykas Tlpesuzmenta Pecriybnuku Yzoekucran ot 28 suBaps 2022 roga NeYII-60 «O Crparerun passutus Hosoro
V36ekncrana Ha 2022-2026 roas». - Www.lex.uz

280630p 3apyOeKHBIX HAYyUHBIX MCCIEIOBAHHA 110 TeMe auccepramui: https://www.kantar.com/; https:/brandfinance.com/;
https://www.imd.org/;  https://interbrand.com;  https://placebranding.org/;  https://www.ama.org/;  https://iafns.org/;
http://www.carnegieendowment.org;  https://www.rand.org;https://www.csis.org;  http://www.silkroadstudies.org;  _
http://www.centralasianprogram.org; https:/iwww.aier.org; https://www.itdp.org; https://mww.bmvit.gv.at;
http://www.inwent.org;  https://wwwe.iiss.org;  https://www.iru.org;  http://www.rtri.or.jp,  https://www.hanseo.ac.kr;
https://en.unesco.org/silkroad/; http://www.silkroadresearchcenter.org ; http://www.bjtrc.org.cn ; http://www. ru.ustc.edu.cn;
www.iptran.ru; https://noructuka.hse.ru; Www.niitk.kz; www.carecprogram.org; http://www.traceca-org.org.
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(Upnaunus), Vrije Universiteit Amsterdam (Hwunmepmanmsr), Indian Institute of
Management (Muaust), PoccuiickuM SKOHOMHUYECKMM YHHBEPCHUTETOM HMEHHU
I'.B. IInexanoBa (Poccus), Uncturyrom mapketunra I'YY (Poccust), TamkeHTckum
rOCYJapCTBEHHBIM JKOHOMHUYECKMM YHHUBEPCHTETOM, TalllKEHTCKMM XHMHKO-
TEXHOJIOTHYECKUM HHCTUTYTOM, TalIKeHTCKHMM TOCYAapCTBCHHBIM TEXHHUYCCKUM
yHUBEpPCUTETOM (Y30EKHUCTaH).

[To pe3ysnbpTaTtaM HCCIEIOBaHUMN 1O pa3pabOTKH U pealn3aiuid MapKETHHTOBBIX
CTpaTeruii B MPOMBIIIICHHBIX MPEeInpuATHsIX; MapkeTuHroBoe areHrctBo Kantar
BrandZ — https://www.kantar.com/ (amarHocTHpyeT cTpaTermd pocTa CaMbIX
JIOpPOrHX OpEHIOB M HAXOJUT CTPATETHYECKHE BO3MOXKHOCTH; PeUTHHr OpeHIoB
(Brand Finance) mpoBoauT KpyIHEHIINE B MHUpE HCCIEIOBAaHUS, BKIIOYas BEIACHUE
pEHTHHTa HAllMOHAJIBHBIX M MEXKIYHAPOJHBIX OPEH/IOB, KOTOPBIM BKIIFOYAET B CeOsI
JaHHBIC TI0 CTOUMOCTH OpEeH/1a, MOITHOCTH OpEeH 1A, UCCIIEOBAHMS 1 KOHKYPEHTHOTO
peiiTiHra; MeXIyHapoaHbIH HHCTHTYT pa3BuTHs MeHemkMenTta (International
Institute for Management Development) pa3pabaTeiBacT  HAy4YHBIC
METOI0JIOTMYSCKUE OCHOBBI YITPaBIICHHs TJIOOANBHBIMH OpEHIaMH; ITOMOTaeT B
ykperuienun OpennoB Arentcrsa Interbrand (Interbrand), onenuBaer dunancoBoe
COCTOSTHHEC KOMITAHHWH, IMPOU3BOJAIICH OpEHIOBYIO TPOAYKIHIO; MeXITyHapo Has
accoranus pernoHaisHoro Openmunra (International Place Branding Association)
MOBBIIIACT MEXKIYHAPOIHOE PU3HAHUE, U3BECTHOCTD U pa3BUTHE TUCIHMITINH «Place
Branding» wu «Place Marketing» cpeau skcneptoB, NPOo(HECCHOHATBHOTO U
aKaJIeMUYECKOTO COOOIIECTBA, a TAK)KE Pa3IMYHBIX YUPEKICHUH, TOCYIapCTBEHHBIX
W YaCTHBIX OpTraHMW3aIlMii, MPAMO WM KOCBECHHO YyYacTBYIOIIME B OpCHJWHTE,
AmMepukaHckas accormars  MapketuHra (American  Marketing  Association)
uccleyeT OpeH, CTOMMOCTh OpeH/ia, yIpaBieHue OpeHI0M U ri100aibHOE Pa3BUTHE
OpeHa, TMOBEACHYCCKHE XapaKTCPUCTHKH TIPUHATHS OpPEHIOB IMOTPEOUTEIIIMU;
WMHCTUTYT pa3BUTHS HAyK O MUINEBBIX mpoaykrax u nutanuu (The Institute for the
Advancement of Food and Nutrition Sciences, CIIA) mnpuBiekaeT
NPOMBIIIICHHOCTh, ~ MPAaBUTEIBCTBO WM  HAy4YHbIE KPYTH K  MOOWJIM3AINH,
(YMHAHCUPOBAHUIO W MPOBEJACHUIO0 Y(H(DEKTUBHBIX MCCICAOBAHUMA ISl TIPOJIBHKCHHUS
HayKH O 0€30MacHOCTH MHIIEBBIX MPOAYKTOB U MUTAHUH;, TPOBEACHBI UCCIICIOBAHUS
HAYYHO-METOI0JIOTHIECKUX OCHOB (DOPMHUPOBaHUS OPEHI-CTPATEIHU MPEINPUITUHI U
ece coseprrenctBoBanus (Florida Atlantic  University, CIIIA); o0ocHoBaHa
BO3MOKHOCTh  TIOBBIIICHHS ~KOHKYPEHTOCIIOCOOHOCTH NPEANPHUATHIA  MHIIEBOM
IPOMBIIINICHHOCTH 3a cueT pa3pabotku Opena-crparerun (University of Limerick,
Wpnanmus); 000CHOBaHA Ba)XKHOCTh MAapPKETHHTOBON CTPATETWH, HAIPABICHHOW Ha
BBIBOJ] Ha PHIHOK HOBBIX OpPEHJIOB W pacIMpeHHue JesTenbHOCTH Ha pbiHkKax (Indian
Institute of Management, WMunaus); wucciieqOoBaHbl BO3MOXKHOCTH W (haKTOPBI
MPEeBpAIICHHUS OPEHIOB MPOIYKTOB MUTAHKS U CEIbCKOXO3SIMCTBEHHON MPOIYKIIUU B
rinobanbHble OpeHOsl IMyTeM MPUMEHEHHS MapkeTuHroBou crparerun (Vrije
Universiteit Amsterdam, Hwunepnanmasl); 000CHOBaHa BaKHOCTh HCIIOB30BAHUS
COBPEMEHHBIX METOJIOB OPCHIMHIa B YBEIMYCHUH 00EMOB IMPOMU3BOCTBA M MPOIAK
npoayktoB nutanus (University of London, BenukoOpuranus); o0ocHOBaHa
11e1ecCo00pa3HOCTh BHEAPEHUS HOBBIX YCIyr OpeHAWHTa I TPOW3BOJAUTEIICH
NPOJAYKTOB TMTaHUS W TMOBBIIICHUS KOHKYPEHTOCIIOCOOHOCTH HAIMOHAIBHOM
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skoHOMUKH (Poccuiickuil rocy1apCTBEHHBI Y3KOHOMHYECKUI yHUBEpcUTET UM. ['.B.
[InexanoBa, Poccust); 000CHOBaHBI Hay4dHbIE ACMEKTbl Pa3pabOTKU U peau3aliu
OpeHI-CTpaTeTUW U PACIIUPEHUSI JIeITeIbHOCTH KOMIIAHUM 10 MPOU3BOACTBY
NUIIEBBIX MPOIYKTOB Ha MEXKIyHApoAHBIX pbiHKax (MuHctutryT Mapketunra ['VY,
Poccust); pa3paboTaHbl MapKETHMHTOBBIE CTPATETUU TIO0 YIPABJICHUIO OpPEHIIOM,
OLICHKE CTOMMOCTH OpeHla, (OpPMUPOBAHUIO M PA3BUTHUIO OPEHIIOB (PPYKTOBBIX
COKOB, MOJIOKA M MOJIOUHOM mnpoaykuuu (TamkeHTCKui rocyaapCTBEHHBIM
SKOHOMUYECKHN YHUBEPCUTET, TalIKEHTCKUN XUMHUKO-TEXHOJIOTHYECKUN WHCTUTYT,
TalmkeHTCKHil rOCYyJapCTBEHHBIM TEXHUYECKU YHUBEPCUTET, Y30€KHUCTaH).

[To coBepIIEHCTBOBAHUIO HAYYHO-TEOPETUUYECKUX M METOJIOJOTHYECKUX OCHOB
pa3BUTHS OpEHIOB TMHINEBBHIX TMPOIYKTOB M peanu3amuu uX 3PGHEKTUBHOTO
MApKETHHTa MPOBOIATCA  HUCCICAOBAHUSA 1O  CICAYIOIIMM  OPUOPUTETHBIM
HaIpaBJICHUSIM: CO3/1aHuE J0OABICHHON CTOMMOCTH MPOAYKIIUU MyTEM MPUMEHEHUS
OpeHII-CTpaTeTuu; YBEIMYCHHE BO3MOXKHOCTH TMPEANPUATHN 1O BBIXOAY Ha
rJ1I00aJIbHBIE PHIHKH 32 CYET COBEPLICHCTBOBAHUS MAapKETUHIOBOM OpeHA-CTpaTEeruy;
MOBBIIICHUE MEXKIYHAPOAHOW KOHKYPEHTOCIOCOOHOCTH 3a CU€T MOBBIIICHUS
3¢ (PEeKTUBHOCTH OpEHIUHTOBOW JEATENBHOCTA TMPEANPUATUN; pa3padoTka W
peanu3anusi yCOBEPIICHCTBOBAHHOM MAapKETUHIOBOM CTPAaTErHMd HAIlMOHAIbHBIX
MPEANPUATANA Ha MEXITYHAPOIHBIX PhIHKAX.

CreneHb M3y4eHHOCTH MPoOaeMbl. HaydHO-TeOpeTHYECKHE aCIIEKThI PELICHHUS
po0JieM MPOU3BOJCTBA U COBITA MUIIEBBIX MPOIYKTOB, B TOM YMCJIE MCCJIEI0OBaHUS
dbopmupoBaHus OpeHJa MNHUIIEBOM NPOAYKIMH, OTpaXeHbl B paboOTax MHOTHUX
3apyOexHbIX yueHbIX. Hayunbie padoter Assel G., Churchill G.A., Brown T.J., Kotler
Ph., Keller K.L., Setiawan I., Karatajaya H., Malhotra N.K., Kennedy D., Praet V.D.,
Salenbacher J. Traindl A., Trout J., Doyle P asnstorcs knaccukoii?®. HecmoTps Ha
3HAQYUTENBHBIN BKJIAJ OTUX 3apyOeKHBIX VYYEHBIX B BOINPOCAX MAapPKETHHTA,
MapKeTUHTOBOW CTparerud W (QopMUpOBaHUS OpEHIOB, CO3/IaHbl HAYYHO-
METOJMYECKHE OCHOBBI (DOPMHUPOBAHUS U OIIEHKHU OPEH/IOB MUILEBHIX MPOTYKTOB.

B crpanax CoppyxectBa HeszaBucumbix ['ocynapcTB B 3TOM HalpaBICHUU
MPOBEJICHBI MCCIICNOBaHUA TakUMHM YuyeHbIMH, Kak barues I'.JI., Tapacesnu B.M.,
bynanoB A., BecemoBa A.O., 'ogua A.M., I'omy6koB E.I1., I'peunn E.1O., Makamés
M.O., Mpasna II., Poxkos M.S. Kucmepsnukua B.I.3°. B »tux uccnenoBaHusax
OCBEILICHBI HAayYHO-T€OPETUUECKUE aCIIEKThI dbopmMupoBaHus OpeH10B

2 Acconpb I'. Mapkerunr: Ipuaiuns u crpaterus: — M.: Uudpa-M.,1999; Churchill G.A, Brown T.V. Basic marketing
research, -Thomson, United States, 2010; Kotler Ph. Marketing essentials. — Prentice Hall, United States, 2019; Kotler
Ph., Setiawan I., Kartajaya H. Marketing 3.0: From Products to Customers to the Human Spirit. — wiley, 2012.;
Malhotra N.K. Marketing research an appled orientation. — Prentince Hall, United States, 2016; On Stratogic Marketing.
Harvard Business review Press, — Boston, Massachusetts, 2019; Kennedy Dr No B.S. Guide to Brand — Boston,
Massachusetts, 2019; Kennedy Dr No B.S. Guide to Brand — Building by Direct Response — Enterpreneur Press, 2014,
Praet V.D. Unconscious Branding. How neuroscience can empower marketing. — Prentince Hall, USA, 2012,
Salenbacher J. Creative personal branding. — BIS Publishers, 2013, Traindl A. Store branding excellence. — ratail
/branding. — 2011., Trout J. Big Brands Big Trouble. — John wiley&sons, inc. New York, 2013, Doyle P. Marketing
management and strategy. —Pearson Education, London, 2002

% Barues I'.A., Tapacesnuu B.M. Mapketunr — Cn6.: [Turep, 2012; Bynanos A. Bpenn 2.0. OT pusocodpuu K IIpakTuke.
— M.: Kpacnas 3Be31a, 2014; Becenosa A.O. Pa3ButHe MapkeTHHra B MOJIOYHOM IPOJYKTOBOM HOAKOMILIEKcE. — M.:
2010; aBroped. mucc., 'ogna A.M. bpenaunr. — M.: ®@unnpece, 2008; I'peunn E.}O. Co3nanue 6pennos. — CII6.:
IMTurep, 2018; Makamés M.O. bpenn-menemkment. — CII6.: TTurep, 2018; IIpasaa I1. bpenn auanoctu. — M.: Omera
JI., 2018.; Paxxos M.4., Kucmepemkun B.I'. Bpenaunr. — M.: IOpaiir, 2013.
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NOTPEOUTETHCKUX TOBAPOB U Pa3pabOTKU CTpaTernu OpEeHIUHra, OJTHOKO BOIPOCHI
pa3pabOTKW MAapKEeTHHIOBOM cTparernd (QopMHpOBaHUS OpEeHIOB MOJIOKa W
MOJIOYHBIX TPOAYKTOB HE U3yUEHBI B JIOCTATOUHOW CTETICHHU.

Takue OTCUYECTBECHHBIC YYEHbIC-IKOHOMHUCTHI, KakK C.C.I'ynamos,
A.IIl.bekmyponos, M.P.bonrabaes, M.A .Hkpamos, A.A.DatTaxos,
[I.2K.9pramxopxaesa, M.C.Kocumona, A.H.Camanos, N.C.XoTtaMoB,

JI.LAGnyxamunoBa, b.MamaeB u npyrue, BHECIM OOJIBINION BKJIaJ B pa3BUTHE TEOPUHU
oTedecTBeHHOro Mapkerunra®’, B mocnemmue romer Y.Illapudxomkaes, 3.Xakumos,
A.Ox60eB, H.3ypaposa, C.Oaunosa®® mposemu HccIeNOBaHUS, HANPAaBICHHBIE Ha
WCIIOJIb30BaHUE CTpaTeruil OpeH/IMHTa B MPEANPUATUAX, METOJUYECKUE ACIEKTHI
CO3/MaHHA U OIEHKM OpeHJa, TMOBBIIICHUS KOHKYPEHTOCIIOCOOHOCTH OpEeHIOB.
OpnHako, ucciaenoBaHMsl B HANpPaBJICHHHM CO3JaHUsl OpEHJOB NMUIIEBBIX MPOAYKTOB,
MOBBIIICHUS] UX KOHKYPEHTOCIIOCOOHOCTH, Ha BHEIIHEM PBHIHKE, OLIEHKH CTOUMOCTH
OpeHI0B U MPEBPALLEHUS UX B INI00ATBHBIA OpeHa IPOBOAUIUCH HE B MOJIHON Mepe.
Tema nuccepranuu Obula BEIOpaHa UCXO/IS U3 ITUX ACHEKTOB.

CBsi3p  AMCCEPTANMOHHOIO  MCCJICAOBAHUS € IUIAHAMH  HAY4HO-
HCCJIEI0BATEIBCKONM padoThl BBICIIEI0 00pPa30BATEJBHOIO Y4YpeKACHHS, B
KOTOPOM BBINIOJIHEHA Auccepranus. /(MccepTalOHHOE HCCIEIOBAHUE BBINIOJHEHO
B COOTBETCTBUU C IUIAHOM Hay4YHO-UCCIIEOBATEIbCKUX paboT TalKkeHTCKOro
roCyJapCTBEHHOIO 3KOHOMHMYECKOIO YHHBEPCHUTETa B paMKax HCCIEIOBaHUM
dbyamamentanpHOro mpoekra Noe OT-D1-161 «CoBepiieHCTBOBAaHHE METOIOJIOTHH
MOBBIIIEHUS] KOHKYPEHTOCIIOCOOHOCTH CEJIbCKOXO3SIMCTBEHHOW MPOIYKIUU 32 CYET
BHEJIPEHUE MEXTYHAPOIHBIX CTAHIAPTOBY.

Hean uccaenoBanus — pa3pad0TKa HAYYHBIX NPEIJIOKEHUN U MPAKTUYECKUX
pPEKOMEHJAlMii 10 COBEPUICHCTBOBAHUIO METOJO0JIOTMH (opMupoBaHUs OpeHaa
MOJIOKA M MOJIOYHBIX MPOJTYKTOB.

3agaum nccjie10BaHU 3aKII0YAIOTCS B CIIETYIOLIEM:

00OCHOBaHHME SKOHOMMYECKOTO COJAEp)KaHUS M CYTH OpeHja, Hay4yHo-
TEOPETHUYECKUX, HAyYHO-METOJWYECKMX M TNPAKTUYECKUX ACIEKTOB KOHUEHIUU
OpeHna, a Takxke GopMUPOBAHUS OpEeHIA;

$1Gulyamov S.S., Jumayev N.X., Raxmanov D.A., Toshxodjayev M.M. ljtimoiy sohada investitsiyalar samaradorligi. —
T.: Igtisodiyot, 2019; Bekmurodov A.Sh. va boshqgalar. Strategik marketing.—T.: TDIU, 2010; Boltaboyev M.R.
To‘qimachilik sanoatida marketing strategiyasi. —T.: Fan, 2004., Ikramov M.A., Pardayev M.K., Abduxalilova L.T.
Marketing tadgiqotlarida statistik taxlil. —T.: Sano-standart, 2022; Fattaxov A.A., Anufriyev A.l. Marketingovie i
logisticheskiye texnologii v kommercheskom biznese. — T.: Iqgtisodiyot dunyosi, 2019; Ergashxodjayeva Sh.D.,
Samadov A.N., Sharipov I.B. Marketing. —T.: Iqgtisodiyot, 2013; Ergashxodjayeva Sh. Innovatsion marketing. — T.:
Chulpon, 2014.; Qosimova M.S., Ergashhodjaeva SH., Abduhalilova L.T., Muhitdinova V., Yuldashev M. Strategic
marketing — T.: O‘qituvchi, 2004; Xotamov LS. Brending — T.. TDIU, 2016.; Abduxalilova L. Go‘sht va sut
mahsulotlari marketingi strategiyasi (Toshkent viloyati misolida). — T.: TDIU, 2005, dissert. avtoref; Mamayev B.
Ozig-ovqat tovarlari bozorlarida marketing tadgiqgotlarini takomillashtirish. Igtisod fanlari nomzodi ilmiy darajasini
olish uchun tagdim etilgan dissertatsiya avtoreferati. Toshkent — 2011.

32Sharifxodjayev U.U O‘zbekiston Respublikasi ommaviy axborot vositalari brend boshqaruvi metodologiyasini
takomillashtirish. dis. —Toshkent, 2015.; XakimovZ. Yengil sanoat korxonalari ragobatbardoshligini marketing
strategiyalari asosida oshirish. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) ilmiy darajasini olish uchun
tayyorlangan dissertatsiya avtoreferati. — T.: TDIU, 2018 y.; 08.00.11- Marketing.; Ogboyev A. Tikuv-trikotaj
korxonalari  ragobatbardoshligini  boshqgarishda brending strategiyasidan foydalanish. 08.00.13-Menejment
va 08.00.11-Marketing. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) ilmiy darajasini olish uchun tayyorlangan
dissertatsiya avtoreferati. — T.: TDIU, 2021y.; Odilova S. Meva sharbatlari brendini shakllantirishning marketing
strategiyalarini ishlab chigish. 08.00.11 — Marketing. Iqtisodiyot fanlari bo‘yicha falsafa doktori (PhD) dissertatsiyasi
avtoreferati. — T.: TDIU. 2022 vyil.
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0030p HAYYHO-TEOPETHYECKHX M METOAOJIOTHYECKHX OCHOB HCIOJIb30BaHUS
CTpaTeruu OpEeHJUHTa B MOBBIIIEHUH KOHKYPEHTOCIIOCOOHOCTH MOJIOKA M MOJIOYHOM
POIYKIINU;

pa3paboTKa TEOPETHUECKUX U METOJUYECKUX OCHOB OLIEHKH OpPEH/I0B MOJIOKA U
MOJIOYHBIX TPOJIYKTOB;

COBEPILIEHCTBOBAHUE METOA0JOTUN (POPMUPOBAHUS U OLEHKH OpEHJIa MOJIOKA U
MOJIOYHBIX TPOYKTOB;

ompezaeneHrue (PAKTOPOB TMOBBIIICHUS CTOMMOCTH OpeHJa OTEUYECTBEHHBIX
MPEeINpHUsITHIA Ha OCHOBE U3YUYEHHUS MUPOBOTO OIBITAa OLEHKHA CTOUMOCTH OpeH/1a;

000CHOBaHUE HAIPaBICHUIN pa3padOTKU OpeHJ-CTpaTerMyd Ha OCHOBE aHaliv3a
TEKyIIeW CUTYalluy U TUHAMUKH PBIHKA MPOJIYKTOB MUTaHUs Y30€KHUCTaHa,;

CO3/1aHH€ METOJUKHU OIICHKM CTOUMOCTH OpEHIOB MOJIOKa M MOJOYHBIX
NPOAYKTOB;

aHaIN3 TEHJEHIMHA Pa3BUTHUS MHUPOBOTO pPBIHKA MPOIYKTOB IMHUTAHUS U UX
BIIUSIHUS Ha OpeHI;

OTIpE/ICNIEHUE CTPATETMYECKUX BO3MOXKHOCTEHI HAa OCHOBE CTaTHCTUYECKOTO
aHayn3a (pakTOpOB, BIUSIOIUX HA OPEH MOJIOKA U MOJIOUHOM NMPOTyKIUY;

HNOJArOTOBKA MPEIIOKEHUM 10 HCIONb30BAHUIO OIbITA MEPEIOBBIX CTPaH B
pa3BUTUU OpeHJa MOJIOKA U MOJIOUHBIX IPOAYKTOB;

pa3paboTKa MapKETHMHTOBOM cTpaTeruu (opMupoBaHMs OpeHJa MOJIOKa U
MOJIOYHOU NMPOAYKIINH;

pa3paboTKa MPOTHO3HEIX crieHapueB pa3puTus 10 2030 romga Ha OCHOBE CpeIHE-
U JIONTOCPOYHBIX TEHACHIMNA WM3MEHEHUS TOTPeOUTENbCKOTO YpPOBHS OpEHIOB
MPOAYKTOB MUTAHUS HA HAIIMOHALHOM PBIHKE.

B kauectBe o00BeKkTa wuccJeI0OBAHUSL B3sATa OpPEHIUHIOBAs JEATEIbHOCTh
OPEeNNpusITHA W CYOBEKTOB NPEANPUHUMATEIBCTBA, MPOU3BOIAIIMX MOJOKO H
MOJIOUHYIO IPOAYKIIHIO.

IIpenmerom ucce0BaHNA SABIISIOTCS COLIMAJIbHO-PKOHOMUYECKHE
OTHOILIEHHUS, BO3HUKAIOIIME B IMPOLECCE COBEPUICHCTBOBAHUS METOJ0JIOTUU
(dbopmupoBaHust OPEHIOB MOJIOKA U MOJIOUHBIX MPOJTYKTOB.

Metoabl ucciaenoBanus. B mporecce uccienoBaHusl UCHOJIb30BAINCh Takue
METOJIbl, KaK CTaTUCTUYECKUN aHaiu3, (aKkTOpHBIA aHaJU3, ONpOC, BHIOOPOUHOE
HaOmrofeHne, rpadguyueckas MHTEprpeTalus, JKcrepTHas ouenka, SWOT-ananus,
KOPPEJSIIIMOHHBINA U perpecCuOHHbIN aHanu3, PLS-SEM-ananus.

Hayunasi HOBU3HA MCC/IeI0BAHUS 3aKITI0YACTCS B CICIYIOIIEM:

YCOBEPIICHCTBOBAHO TOHATHE «KOHKYPEHTOCIIOCOOHOCTH OpEHIOB MOJIOKA M
MOJIOYHOH MPOIYKIIMU» U pacdeT ero 3(P¢PEeKTOB C TOUYKH 3PEHHUS B3aUMOACHCTBHS
MPUYMHHBIX (AKTOPOB, TAaKMX KaK YAOBICTBOPEHHOCTh NOTpedutenss OpeHmom,
OCBEIOMJICHHOCTh O TIPOAYKTE, OXKHIaeMOe MOTpeOUTENeM KadecTBO, IIEHHOCTD,
npujaBaeMasi TPOJAYKTYy, a TakKe CIEICTBEHHBIX (PAaKTOPOB, TaKMX Kak
NOTPEOUTENCKUN  OMBIT, NOTPEOUTENbCKAasi CKIOHHOCTb, B COOTBETCTBHUHM C
METOJI0JIOTUYECKUM TIOIXO0M;

YCOBEpPIIIEHCTBOBAH OpraHU3aIlMOHHO-3KOHOMHYECKUN MEXaHU3M
dopMupoBanus OpeHJa MOJOKa M MOJOYHOM NPOAYKIMH 3a CYET Yydera
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MYJIbTUIUIMKATUBHBIX 3((EKTOB, BO3HUKAIOIIUX HA KaXIOM 3Tare (HOpMHUPOBAHHUS
OpeHna;

YCOBEPIICHCTBOBaHA METOJIMKA OIEHKH KanmuTala OpeHga JUis MOJioKa |
MOJIOYHBIX MPOJYKTOB Ha OCHOBE BBOJIa ONTHUMAIBHOTO 3HAYCHUS KOIPPUIIMCHTOB
M0 KPUTEPHsIM OIMCHIBAIONINE AaKTHBBI OpEHIa BKIIOYAIONINE OCBEIOMIICHHOCTh
[R_1=0,0625], Bocmpustue [R_2=0,111], ornomenue [R_3=0,014], pacnomoxenue
[R_4=0,053] u mpudsuisHOCTH [R_5=0,025];

YCOBEPIICHCTBOBAHbI CTPATErHMHM 3€JICHOT0 MAapKETHWHIa, HampaBlcHHbIE Ha
CO3/1aHHE HKO-OpPEeHI0OB B CO3HAHHUM MOTpeOUTENel, Ha OCHOBE CO3JaHUS KOMILIEKCa
HKOMApPKOB Ha MOJIOKE ¥ MOJIOYHBIX MPOAYKTaX;

paspaboTaHbl IporHo3HbIC crieHapun pa3BuTus 10 2030 roga Ha OCHOBE CpeIHe-
U JIONTOCPOUYHBIX TEHACHIUH HM3MEHEHUS NOTPeOUTENbCKOTO YpPOBHS OpEHIOB
MPOAYKTOB MUTAHUS B HAIIMOHATHHOM PBIHKE.

IIpakTnyeckue pe3yabTaThl HCCACAOBAHUSA 3aKII0UYAIOTCS B CIEAYIOLIEM:

METOJ0JIoTUsl  (POPMHUPOBAHUS U OIEHKHM OpPEHJOB CO3/1a€T BO3MOXHOCTh
IpeapUHUMATENSAM, TPOU3BOJAIIMM MUIIEBYIO IPOAYKIIMIO, B TOM YHUCIIE MOJIOKO U
MOJIOUHYIO IPOAYKIIHIO, IPABUIBHO BEICTPOUTH COBITOBYIO MOJHUTHUKY;

METOJMKa OIIEHKHM CTOMMOCTH OpeHJa NHINEBOM NPOAYKUHMU CIYXKUT IS
¢dbopMupoBaHus OpEeHJIOB NPEANPUATHNH U CYOBEKTOB MNPEANPUHUMATENIBCTBA, HUX
NPOABUKEHUSI U MTOBBIIIEHUS UX KOHKYPEHTOCIIOCOOHOCTH;

YpOBEHBb OIIEHKM CTOMMOCTH OpeHJa MPOJOBOJIHCTBEHHBIX TOBAPOB MOMOTAET
OTpENENTUTh  CTPAaTErMuecKhe  BO3MOXHOCTH  Ha  OCHOBE  ONpECICHUSA
COOTBETCTBYIOIINX KPUTEPUEB B MPEANPUHUMATEIHCKON JESTEIbHOCTH;

onpeneneH 3(p(EKT BIMSHUSI HAa KOHKYPEHTOCHOCOOHOCTh OpPEHJIOB IMHILEBBIX
MIPOIYKTOB Ha 0CHOBE Mojenu PLS-SEM,;

pa3paboTaHbl TpOrHO3HEIC crieHapun pa3BuTHs 10 2030 roga Ha OCHOBE CpeIHe-
U JIOITOCPOYHBIX TEHACHUUH HM3MEHEHUS NOTPeOUTENbCKOTO YpPOBHS OpEHIOB
MPOJYKTOB IMUTAaHUS B HAIIMOHAJILHOM DPBIHKE.

TEOPETUUECKHE U MpaKTUYeCKHe pa3pabOTKH, TNPEUIOKEHHbIE aBTOPOM,
UCTIOJNB3YIOTCSl Ha JIEKIUSAX M MPAKTUYECKUX 3aHSATHSX, MPENoJaBaeMbIX Ha Kypcax
0 MAapKeTHHTY, OpEeHIWHTY W JPYIHMM CIEHUAIBHBIM KypcaM B BBICIIEM
00pa3oBaTEeILHOM YUPEKIICHUU;

BHEJpEHUE anropurMma (GOpMHUPOBAHMSI MECTHOTO OpeHJa CIYXHUT BBIXOIY €ro
Ha MUPOBOM PBIHOK, 0OECTICYCHUIO €T0 KOHKYPEHTOCTIOCOOHOCTH.

JlocTOBEpPHOCTh Pe3yJbTATOB HccJieA0BaHusA. J[OCTOBEpHOCTh pPe3yibTaToOB
MCCJICIOBAHMS OTPENIESAETCS U3yuYeHUeM U 0000IIEeHHEM NEPEeIOBOro 3apy0ex HOro
OTbITa, CPABHUTEIHHBIM W KPUTHUYECKUM aHAIU30M CYIIECTBYIOMINX HAYYHBIX
WCCJIEIOBAaHMM 10 pa3pabOTKe cTpaTeruy OpeHANHTa B MUIIEBON MPOMBIIIICHHOCTH
U peanu3auuu 3pGEeKTUBHOrO MapKETUHIa, a TaKKe TEM, YTO MH(POpMallMOHHasA 0a3a
chopMUpOBaHa Ha OCHOBE O(PHUIMATLHBIX UCTOYHUKOB HAIIMOHAIBHBIX (TOCKOMCTATA)
U MEKIYHapOIHBIX  aBTOPUTETHBIX  OpraHM3aldi, Koropas  oOpaboTaHa
3¢ (HEeKTUBHBIM CTAaTUCTUK AaHAIU30M, B TOM YHCJIE C HCIOJb30BAHUEM CHCTEMBI
nporpammupoBanust SPSS u SmartPLS 4.0.
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Hayuynass u mnpakTHyeckasi 3HAYUMOCTH Pe3yJbTATOB HCCJIEI0BAHMS.
Hay4dHast 3Ha4MMOCTb pe3yJIbTaTOB MCCIIEOBAHUS 3aKIIOYAETCS B TOM, YTO HAY4YHO-
METOJIMYECKHE TMOAXOAbl K (POPMUPOBAHUIO OpPEHIOB MHUIIEBBIX MPOIYKTOB M
MOBBIIICHUIO MEXAYHAPOJHON penyTaluu OpeHJIOB, OIEHKE CTOMMOCTH OpEHIOB
MOTYT OBITh HCIIOJIB30BaHbl MpU pa3padOTKEe CHEIUANIbHBIX MPOrpaMM U
MapKETUHIOBBIX  CTpATEruii, HaNpaBJICHHBIX HA  Pa3BUTHE  JEATEIbHOCTH
POU3BOJICTBEHHBIX MPEANPUITUA W TpearnpuHuMareneii B Oyayiiem, a Takke B
TpaHcQOpMaIi MECTHBIX OPEHIOB B INI00ATBHBIE.

[IpakTHdeckas 3HAUUMOCTh PE3YJbTATOB HUCCICIOBAHUS BBIPAXKAETCA TEM, UYTO
pa3paboTaHHbIE HAy4YHbIE NPEIOKECHHUS U MPAKTHUYECKHE PEKOMEHIAIMH MOMOTYT
MpeAnpUATASIM, (QYHKIHOHUPYIOMIMX HA PBHIHKE TMHINEBBIX MPOJYKTOB HAaIICH
pecmyOInKH, pa3paboTaTh COOCTBEHHBIN OpeHT U MPEBPATUTh €T0 B MUPOBOM OpeHT,
JaBasi BO3MOKHOCTb OLIEHUTh €T0 B PRIHOYHBIX YCIOBUAX. Pe3ynpTaThl UCCIETOBAHUS
MOTYT OBITh HCIOJIb30BAaHbI MPU MOATOTOBKE YYEOHUKOB M Y4E€OHBIX MOCOOMH IO
mucruiuinHam «bpeHnunry, « bpeHa-MeHeIPKMEHT.

BHeapenne pe3yabTaTroB uHcciaenoBaHmil. Ha ocHoBe pa3paboTaHHBIX
MPEJIOKEHU MO COBEPIICHCTBOBAHUIO MAPKETUHIOBOM CTPATErHH, pa3BUBAIOLICH
JESITeNIbHOCTh MPEANPUATUH, TPOU3BOIAIINX MOJIOKO M MOJOYHYIO MPOAYKIHIO, a
TaK)Ke€ IPEIIPUHUMATENBCKYIO JIEATEIbHOCTB!

TEOPETUKO-MeToAnuecKass uH(popManus 00 YCOBEPILIEHCTBOBAaHUM IOHSATHUS
«KOHKYPEHTOCIIOCOOHOCTh OPEHIOB MOJIOKA M MOJIOUHOM MPOIYKIIUN» U pacdyeTa ero
3¢ (}PEeKTOB C TOYKH 3pEHHS B3aMMOJCHCTBUSI NMPUYUHHBIX (DAKTOPOB, TAKUX Kak
YIOBJIETBOPEHHOCTh MOTpeOUTENss OpeHIOM, OCBEIOMIIEHHOCTh O TPOIYKTE,
OXKUJaeMoe MoTpedHuTeNneM KadecTBO, IIEHHOCTh, MpUaaBacMasi MpOAYKTY, a TaKxKe
CIIEICTBEHHBIX (PAKTOPOB, TAKUX KakK MOTPEOUTEITHCKUN OIBIT, MOTPEOUTEIhCKAs
CKJIOHHOCTh, B COOTBETCTBUU C METOJOJOTHYECKUM TOIXOJOM HCIOJB30BaH MpU
MOATOTOBKE YyueOHWKa «OpraHuzamnusi TOPTOBIM MO Tpymdmam TOBAapoOB» IS
CTYJIGHTOB BBHICIIMX oOOpa3zoBarenbHbIX yupexkaeHuit ([Ipukaz MwunHuUCTEpCcTBa
BBICIIIETO 00pa3oBaHMs, HAyKW U MHHOBaIMil PecyOonuku Y30ekuctan ot 19 urons
2022 roga Ne 233). B pesynbTare peanu3anuy AaHHOTO HAYYHOTO MPEIOKEHUS Ha
IpaKTHUKE yJajioch emie OoJblle pPACIIMPUTh TEOPETUYECKHE 3HAHUS U HaBBIKU
CTYJEHTOB OTHOCHUTEJIBHO MOHSTHUS KOHKYPEHTOCIIOCOOHOCTH OpEHJOB MOJIOKA U
MOJIOYHBIX TTPOJYKTOB U pacueta ee 3G (HeKToB;

NpeIJIOKEHNUE 10 COBEPIICHCTBOBAHUIO OPTaHHU3AI[MOHHO-3KOHOMHYECKOTO
MexaHn3ma (GopMUPOBaHUs OpeHIa MOJIOKAa U MOJIOYHOM MPOAYKIIMHU 3a CUET ydyeTa
MYJIbTUTUTMKATUBHBIX 3(P(GEKTOB, BO3HUKAIOIIUX HA KaXIOM d3Tarne (HOpMHUPOBAHHS
OpeHaa, BHEAPEHO B MApKETHHIOBYIO JAESITENBLHOCTh NPEANPUATHN, BXOMSIINX B
Accommanuio THUIIEBOW MPOMBIIUICHHOCTH Y30eknucraHa (cmpaBka AccoIuariu
MUIIEBOM MpoMbIUIeHHOCTH Y30ekuctana oT 10 urons 2023 roga Ne 10/45/07-23). B
pe3ynbTaTe peaau3aluud JaHHOW HaydyHoW HOBH3HBI B 2022 TOay MO CpaBHEHHIO C
2021 romoM ymaloCch YBEIMYHUTh CTOMMOCTh OpeHmoB «Tamim» u «Alsafiy
OO0O «Bio Natural Food» Ha 15 nporieHToB, a yAeIbHbIH BEC JOSIIBHBIX KJIMEHTOB —
¢ 12 nporeHToB /10 25 POICHTOB,;

MpeJIOKEHNE MO COBEPUICHCTBOBAHMWIO METOAMKH OLIEHKM KamuTajga OpeHna
JUIS MOJIOKA M MOJIOYHBIX MPOAYKTOB HAa OCHOBE BBOJA ONTHMMAJIbHOIO 3HAYCHMS
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KO3(G(UIIMEHTOB MO KPUTEPHSIM ONMCHIBAIOLINE AKTHUBBI OpeHJa BKIIOYAIOLIUE
ocsemomiiennocth  [R_1=0,0625], Bocmpustue [R_2=0,111], oTHOIICHHE
[R_3=0,014], pacnonoxenune [R_4=0,053] u npudsisHocTh [R_5=0,025] BHEApEHO
B MAapKeTHUHTOBYIO  JIEATEIbHOCTh  MPEANpUATHA  AccolMali  MUIICBOM
IPOMBIIIEHHOCTH Y30eKucTaHa (crpaBka AcCCOIMaIiy MTUIIEBON MPOMBIIIIICHHOCTH
V3o6ekucrana ot 10 wmrons 2023 roma Nel0/45/07-23). B pesynabrare BHeApeHHs
JAHHOW HAy4YHOW HOBM3HBI yIallOCh YBEIWYHUTH PHIHOYHYIO 100 OpeHna «Jobpoe
nepessiHckoe yTpo» OO0 «Dil-Bah Dairy Group» Ha 1,2 niporieHTa, a Takke 00beM
PO pearn3anus MpoayKIH Ha 1,6 IpoIeHTOB;

MpeIJIOKEHNE IO COBEPUICHCTBOBAHMIO CTpPATETMH 3€JIEHOTO0 MAapKETUHTA,
HAIpaBJICHHBIE HA CO3JaHUE SKO-OpEHJOB B CO3HAHMU TOTpeOUTENeH, Ha OCHOBE
CO3/IaHHs KOMIUIEKCa SKOMAapKOB Ha MOJIOKE W MOJIOYHBIX MPOIYKTaX, BHEAPEHO B
MAapKETUHIOBYIO NEATEIbHOCTD MPENIPUATAN Accoumanuu NUILIEBOU
IPOMBIIIJIEHHOCTH Y30eKucTaHa (crpaBKka AcColMaluy NUIIEBON IPOMBIIIIEHHOCTH
V36ekucrana ot 10 utons 2023 roga Ne 10/45/07-23). B pe3ynbTate BHEAPEHUS 3TOM
HAayYyHOM HOBM3HBI O0BEM MpoJaX (paCOBAaHHOM B TeTpamapkax MNPOAYKLUUU IO
opennamu «Jlobpoe mepepsiHckoe yrpo» U «Tamimy» OOO «Dil-Bah Dairy Group»
yBenuunics Ha 42,4 nporeHTta, a 00beM peanuszanuu npoaykiuuu OO0 «Bio Natural
Food» Beipoc Ha 1,1 mpoLEHT, KOJIMYECTBO MOCTOSHHBIX MTOTPEOUTENEH YBETUIUIOCH
Ha 16,5 nmpoIieHToB;

nporro3ubie crueHapun passutus 10 2030 roma Ha OCHOBE cpeAHe- U
JONTOCPOYHBIX TEHACHIIMA W3MEHEHHUS TOTPEOUTENbCKOTO YpPOBHS OpEeHIOB
OPOAYKTOB THTAHUS Ha HAIMOHAIFHOM pBIHKE WCIOIB30BaHbl AccoIualmei
MUIIEBOM  MPOMBINUIEHHOCTH Y30€KHMCTaHa TMpu  pa3padOTKe JOJTOCPOYHBIX
mporpaMM  pa3Butusi  (cmpaBka AcCCOIMAIMM  THINEBOH  MPOMBINIJICHHOCTH
V36ekucrana ot 10 uronms 2023 roma Ne 10/45 /07-23 ). B pesynbrate BHeApeHUS
JaHHOM HAay4YHOM HOBMU3HBI YIaJIOCh MOBBICUTH YPOBEHb MOTPEOUTENHCKOTO HHTEPECA
K MoJjiouHo-TiepepadartbiBatomuM npeanpustuim OO0 «Dil-Bah Dairy Group» wu
OO0 «Bio Natural Food».

Anpobanus pe3yJbTaTOB HCCJIeJ0BaHUsA. Pe3ybTaThl JaHHOTO UCCIIEI0BAaHUS
MPE/ACTABJICHBl W anpoOWpOBaHbl HAa 2 PECHMyOIMKAHCKUX M 3 MEXKIYyHAPOIHBIX
HAyYHO-TIPAaKTUYECKMX KOH(EPEHLIHSIX.

Ony0JMKOBAHHOCTb  pe3yJbTATOB HccJegoBaHMs. Bcero mo Teme
nuccepranuu onyonukoBana 30 HaydHas paboTa, B ToM yucie 2 moHorpadum, 10 B
pecnyOIMKaHCKUX HaYYHBIX XKypHajax, pekoMeHaoBaHHbIX BAK npu Munucrtepctse
BBICIIETO 00pa3oBaHMs, HayKWu M MHHOBanmui PecnyOnuku VY30ekucraH, 6 — B
3apyOeKHBIX JKypHajax, 3 Te3uca JOKIaI0B.

Crpykrypa m o0bem auccepramum. Jlucceprauusi COCTOMT W3 BBEICHHS,
4 rtnaB, 12 mnaparpadoB, 3aKIOYEHHUS, CHHCKA MCIOJIb30BAHHOM JUTEPATYphl U
MPWIOKEHUH, 00BeM KOTOopo# coctasisieT 205 cTpaHuil.
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OCHOBHOE COIAEPXAHUME IMCCEPTALIMHU

Bo BBeneHMM 000CHOBaHa aKTyaJIbHOCTh U BOCTPEOOBAaHHOCTb TEMBI AHCCEpTa-
1Y, chopMyIMpOBaHa LEJIb U OCHOBHBIE 33/1a4M, OOBEKT U MPEIMET UCCIIEIOBAHUS,
[IOKAa3aHa B3UMOCBSI3b HCCIICZOBAHUS C NPUOPUTETHBIMHM HAIPABICHUSMHU Pa3BUTHS
HAyKd M TEXHOJOIMH DPECHYyOJIMKM, W3JI0KEHAa HaydHas HOBU3HA U NPAKTUYECKHUE
pe3ynbTaThl UCCIEIOBAaHUS, OOBSCHEHA HAay4yHas W MPAKTUYECKash 3HAUYUMOCTb
HOJTYYEHHBIX pE3yJbTaTOB, NPUBEACHBI JTAaHHBIE IO BHEAPEHHUIO U alPOOUPOBAHMIO
PE3YIBTATOB UCCIIEIOBAHUSA, OITyOIMKOBAaHHBIM Pad0OTaM M CTPYKTYPE TUCCEPTALIUH.

B mnepson rmmaBe nuccepraunn — «TeoperMko-MeTron0/I0ru4ecKue OCHOBbLI
(¢opMupoBanus OpeHAa» H3yYEHA SKOHOMHUYECKAs CYIIHOCTh OpeH/a M KOHLEHIUH
OpeHna, crpaTterud OpeHaa, MPUHLUUIBI U METOAbl UX pealii3allii, XapaKTePUCTHKH
OpEeHIOB TIPOIOBOIBCTBEHHOM MPOAYKIMH, a TAKKE€ CUCTEMAaTU3UPOBAHbI U Kiaccugu-
LUPOBaHbl MAPKETUHTOBBIE CTPATETUH T10 MOBBIILIEHUIO KX KOHKYPEHTOCIIOCOOHOCTH.

B pesynprare u3yueHHss W aHauM3a HAY4YHOH JUTEpaTypbl aBTOP OOBSICHUI
NOHATHSL OpeHAa W MECTHOro OpeHsa, TOBapHOW MapKu M TOProBOrO 3HaKa, HX
CYIIHOCTb, a TAKXKE U3yUUJI TEOPUH TPAHCPOPMALIMU TOPTOBOM MapKH B OpEH/I.

[lon OpeHIOM TOHMUMAIOT CTPATErMYECKUd HUHCTPYMEHT 3(P(PEeKTUBHOrO
UCIIOJIb30BAHUSI TOBAPOB M YCIYI B COOTBETCTBUM C IMOTPEOHOCTSMU M SKEIAHUSIMU
norpedurenel, HMX MPEeUMYIIECTBAMU B KOHKYPEHTHBIX YCIOBUAX. B HayuHOii
JUTEPaType CYIIECTBYIOT pPa3HbIE B3IJISAbI HA AKOHOMUYECKUN TEPMHUH « OpeHI».
Hanpumep, @wmn Kotiep onpenenui, 4ro « XOpOLIEW XapaKTepHCTUKON OpeHna
ABJIAETCS CKJIOHHOCTb, TpOSBISEMas K HeMy mnotpedutenem».®®  JIseum Aakep
YTBEPKIAET, UYTO «HAJIMYME OpeHJa NOHMMAaeTCsl Kak oOO€IIaHWEe MPOU3BOIUTEIIS
norpedutemon,

Ha nam B3rjsin, OpeHI — 3TO COBOKYMHOCTh YCTOMUYMBBIX NPEACTABICHUN B
CO3HAaHUU MOTpeOUTENeH, KoTopas (popMHUpYyeET JIMYHOCTHBIN MOAXOM K TOBApY YCIyTe,
rapaHTUPYeT BBICOKOE KauyecTBO, OOECIEUMBAET HEBO3BPATHOCTb, KOHKYPEHTHOE
IIPEUMYLIECTBO U IIOHUMAETCS KaK OTPAKEHHUE HE3aBUCUMOCTH OT CTOMMOCTH TOBapa
WM YCITYTH.

MectHblit OpeH[ 11e1eco00pa3HO paccMaTprBaTh KaK COBOKYMHOCTb yCTOMYMBBIX
NpeACTaBICHHUH, 00eCTIeYNBAIOIINX Y3HABAEMOCTh MIPOAYKTa B CO3HAHWU NOTpedUTeneit
Ha PbIHKE KOHKPETHON TEPPUTOPUH.

MecTHbIii  OpeHJT TakKe IOMOTaeT TMPOU3BOJIUTENIO BBIXOJUTH C HOBOM
npoIyKIel Ha apyrue peiHku. Hanpumep, Openn «Lactely na peiake Y30ekucrana
MMEET BO3MOKHOCTh PACIIMPUTH CBOM IMO3WLIMN IIOMUMO PBIHKA MOJIOKa ¥ MOJIOYHOM
MTPOIYKIMU Ha PBIHKAX BOJBI, KOHAUTEPCKUX U3LCINNA U OPYTHX MPOTYKTOB MUTAHHUS.
Ycemex 3TOM KOMIIAHUM MOYKHO OIIPENENIMTh [0 YPOBHO JOBEpPUIO K Heu. Takas
CUTYals TOKA3bIBAET BO3MOKHOCTh JOCTHYKEHUS IIEPEX0/Ia C OJHOTO PhIHKA HA JPYTrOn
0e3 upe3MepHbIX 3aTpar Ha PR u apyrue pexiaMHble MEpONPUSTHSL.

CornacHo uccIeIOBaHUSM, POJIb MECTHOTO OpEH/1a B TIOBBIIICHUH YPPEKTHBHOCTH
IIPOJYKTa WM YCIYrd BbICOKA. IIpy 3TOM HMCHONIB30BaHME MAPKETHHIOBOIO IOAXOMA

33Komep ®. Mapkerunr ot A no f. 80 Konuenmuu, koTopsie JOKEH 3HATH Kaxablil Menemkep. Ilep. ¢ anrn. — M.:
Anpnuna [Tabmumep, 2014-211c.
3 Aakep JI. Ctpaternueckoe ppIHOUHOE yripasieHue. 7-¢ us./Ilep. ¢ anra. — CI16.:ITutep,2011.
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TaKXKe TOMOXKET TMPOJBUHYThH MECTHBIM OpeHJ. B coBpeMeHHOM MapKeTWHTE TOBap
UCMOJb3YETCsl KaK CPEJICTBO YJIOBJIETBOPEHUs MOTpeOHOCTEN uenoBeka. UeM cuiibHee
MECTHBIM OpeHJl, TeM OOoJbllle MPEUMYILECTB OH JaeT CBOMM BIAJENblaM TMepea
KOHKypeHTaMu. OCOOEHHO 3TO KacaeTcsi MOJIOKA M MOJIOYHBIX MPOJYKTOB: MOCKOJBKY
YHUCIIO TPOU3BOAMUTENCH YBEIMYMBACTCS, MOTPEOUTESIM CTAHOBHUTCS BCE TpYJIHEE
NEPEKITIIOYAThCSl C U3BECTHBIX OpEHIO0B Ha Apyrue MpoAyKThl. [Ipom3BoauTens Xouer,
YTOOBI OTPEOUTEIH BEIOPAIT €70 TOBAP CPEIU KOHKYPEHTOB, B CBSI3U C YEM pa3JICIICHUE
TOBApPOB HA TPYIIIHI UTPACT BAKHYIO POJIb B MAPKETHHTE.

[lo MHeHMIO aBTOpa, LIEMOYKA CO3JaHUS CTOMMOCTH OpeHJa COCTOUT U3
HECKOJIBKMX OCHOBHBIX KOMIIOHEHTOB, M COIJIACHO MOJICNIM pe30HaHca OpeHjaa OH
IpeAroaraeT, 4YTo CTOUMOCTh OpeH/la B KOHEUHOM HTOTe CBS3aHA C MOKYHATEIsSMHU.
B nauccepranmm Moznens mpoliecca CO3AaHUS CTOMMOCTH OpeH/ia HAuMHAETCS TOCTe
TOrO0, Kak (UpMa WHBECTHPYET B MApPKETUHTOBYIO IPOTpPaMMy, HAIlCJICHHYIO Ha
peabHBIX WM MOTCHITMATIBHBIX KiIKeHTOB (3Tam 1) (puc. 1).

ComnyTcTByIOIIasi MapKETUHTOBAs JICATEIBHOCTh 3aT€M BJIMSIET HA MBIIUICHUE
noTpeduTeNiet — To, YTO MOTPEOUTENN 3HAIOT U YYBCTBYIOT O OPEH/IE — YTO OTPAKEHO B
MOJICTIM pe30oHaHca OpeHma (dTanm 2). B 1mmpokod Tpymme MOTPeOUTENH TaKoe
MbIIIUIeHHE ompeaenser 3(h(eKTUBHOCTh OpeHJa Ha PhIHKE — CKOJIBKO W KOrja
noTpeOuTes el MOKYIaloT, IICHY, KOTOPYIO OHHM IUIATAT, ¥ Tak ganee (3tan 3). Hakonerr,
WHBECTUIIMOHHOE COOOIIECTBO YYHUTHIBAET OSTH PHIHOYHBIC TOKa3aTeld U Jpyrue
(hakTOpBI, TaKMEe KaK CTOMMOCTh 3aMEHBI W IIeHA MOKYIKH, IPH MPUOOPETECHUH, YTOOBI
OLICHHUTH OOIIYI0 CTOMMOCTD IPEANPHUSITHS H, B YaCTHOCTH, CTOMMOCTh OpeHia (3tart 4).

Monenb Takke JODKHA YUUTBIBATH CUCTEMY CBS3YIOMIHUX (DaKTOPOB MEXKTY STUMHU
sranamu.  Takue  cBs3bIBaOIME  (PAKTOpPBl  JIOJDKHBI  co3faBarh  APQeKT
MYJBTUIUIMKATOPA CTOMMOCTH, CO3JaHHOM Ha OJHOM OJTame, MpH Tepexojie Ha
cnenyromuii dtan. Tpu Habopa MyJBTUIUIMKATOPOB MO3BOJISIIOT COAIAHCUPOBATH
Mepexo]] MEXKIy MapKEeTHHTOBOM TIPOrpaMMON U TpeMsl JTallaMd CTOMMOCTH:
MYJBTUILTUKATOP KAadyecTBa MPOTPaMMbl, MYJIbTHILUTUKATOP PBHIHOYHBIX YCJIOBUH U
MYJBTUILUTUKATOP ~ WHBECTHIMA.  OpraHuM3allMOHHO-DKOHOMUYECKHM  MEXaHU3M,
OCHOBAHHBIN Ha MOJICJIA PE30HAHCA U CO3JIaHUS CTOMMOCTH TIpH (hOpMUPOBaHWHU OpeH ia
MOJIOKA ¥ MOJIOYHBIX MTPOYKTOB, MIPEJICTABIICH HA PUC. 2.

Co3znanue OpeHIa MOJIOKa M MOJIOYHBIX TPOJYKTOB HAUMHAETCS C pa3pabOTKH U
WHBECTUPOBAHUS B MApPKETHHTOBYIO IPOrpaMMy, KOTOpas CO3[aeT PE30HAHC U
CTOMMOCTb.

NuBectniinii B pa3pabOTKy MapKETHHTOBOW IMPOTPaMMBbI  TIPETIOJIAraroT
WCTIOJIb30BaHNE BCEX MHCTPYMEHTOB, KOTOpPBIE MOTYT CIIOCOOCTBOBAaTh Pa3BUTHIO
croumoctu OpeHzma. K HUM OTHOCSTCS MHOTHE MapKETHHTOBBIE MEPOIIPHSTHS, TaKHE
KaKk MCCIeOBaHNe, pa3pabdoTKa W JU3aifiH TPOAYKIWHU: MOIACPKKAa MPOJAK WIIH
OpoKepcKasi JIeATCIIbHOCTh;, MApKETHHTOBbIE KOMMYHHKAIIMH, BKIIIOYas pEKIaMy,
MIPOBIKEHUE, CIIOHCOPCTBO, IPSIMOM M MHTEPAKTUBHBIN MapKETHHT, IMYHBIC TTPOJIAXKH,
pEKJIaMy U CBSI3U C OOIIECTBEHHOCTHIO; 00yueHue nepcoHana. OMHaKo pocT 3aTpaT He
SBIIICTCS OCHOBOM oOecmedeHuss BBICOKOH dddexkTuBHOCTH. IPPEKTUBHOCTH
WHBECTUIIMN B MAapPKETUHTOBYIO MPOTPAMMY 3aBUCHUT OT MYJIbTUILTUKATOPA Ka4eCTBa
MIPOTPaMMBI.
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IIponyxuus

[Ipomecc co3manns CTONMOCTH
MynbTUIIIMKATOPEI
KommyHukamus
ITepBhIii oTan — Mapxerutrosas —> Toproes
JeATEIILHOCTh v
| Tepconan HUKAJIBHOCTh
JIpyrue CoBMeCTUMOCTh
P a3pa60TKa IJ1aHa U MyJ'ILTI/IHJ'II/IKaTop KadecCcTBa > I/IHTerI/IpOBaHHOCTL L
MIO3UIIHOHNPOBAaHNE OpeHIa MIPOTPaMMBbI
OCBeIOMIICHHOCTh IlenHocTh
5 Acconnanun KpeatuBHOCTBH
Bropoii 5Tan e MHuenne noTpeduTenss  ——y OTHOIIICHHS
l [IpuBsizaHHOCTH K OpeHy KonkypeHTHbIE peakuun
JlesTeIbHOCTh
Pa3paboTka u BHeIpeHHE MyIbTUIIMKATOP PHIHOYHBIX - ITonnep:xka kanana
—_— o I (
IporpamMM OPEeHI0BOTO YCIIOBHI
MapKeTHHTa HanbaBku K uene KonnyecTtBo KIMEeHTOB U
ux npodub
£ Z \” DIaCTUYHOCTD LIEH
Tperuii sTan o ITokazaTenu priHKa —> Jounst ppiHKa
VYenex paciupenust
| JluHaMuKa peIHKa
CrpykTypa 3aTpaT
[Morenmnuan pocra
o o . PenrabensHOCTD
OCT U 3alllUTa KauTasaa HBECTHLIMOHHBIN > Tpodms pricka }
Openzna MyJIbTHIITUKATOP
WNHuBecTumoHHast Bxian 6penna
\ 2 4 MIPUBJICKATEIEHOCTD
Apyrue

YeTBEPTHIii dTal ——> lleHHOCTb /71l ”HBECTOPOB ——> YpoBeHb pucka

VYpoBeHb PHIHOYHOM
KalMTaIn3auu

Puc. 1. Opranu3anuoHHO-3KOHOMHYECKHIT MeXaHu3M (JOPMHUPOBaHHs OpPeHJa MOJIOKA H MOJOYHBIX POAYKTOB HA OCHOBE MO/Ie/JH Pe30HAHCA
H CO3MaHUS CTOMMOCTHS®

5 ABTOpckas pazpaboTka.




[IporpamMmma MydbTHILITUKATOpa. BO3MOXHOCTH BIMATH Ha 00pa3 MBIIUICHUS
NOTPEOUTENM 3aBUCUT OT KauyecTBa pEATU3yeMbIX MAPKETUHIOBBIX IPOrPAMM.
CylmecTByIOT pa3jIMyHbIE WHCTPYMEHTBI [JI OLEHKM KadecTBA MApPKETUHIOBOM
IpOrpaMMbl, B TOM YHUCJIE:

1. YHUKaJIBbHOCTH: HAJIMYUE YHUKAJIBLHOCTH, KPEATUBHOCTH W OPUTMHAJIBHBIX
aCIIEKTOB MapKETUHTOBOM MPOrpaMMBI.

2. COBMECTHUMOCTb: OpUEHTAIUsI MAPKETUHTOBOM MPOrpaMMbl Ha MOKYyIaTeseH,
HAIPABJICHHOCTh HA Pa3BUTHE MOTPEOUTENHCKOTO MPEICTaBICHNUS OpeHIa.

3. HHTerpupoBaHHOCTh: MapKETHHrOBas MporpamMMma JOJDKHA pPa3BUBACTCS
OJHOBPEMEHHO M C TEUYEHUEM BPEMEHH, BCE MWJACHTUYHOCTH, BIHSIOIIME Ha
NOTpEeOUTENHN, JOJDKHBI OBITh HMHTETPUPOBAHBI, CBS3aHBl C MPEABLIYIIMMHU
MapKETHUHTOBBIMHM IIPOrpaMMaMu, a ujaest OpeHaa J0KHA pa3BUBATHCS HENPEPHIBHO
1 cOaTaHCUPOBAHHO.

4. llenHocTh. MapkeTuHIroOBas IporpaMMa JAOJKHA ObITh pa3zpaboTaHa Tak,
4yTOOBl 3aBOEBAaTh JIOBEpHE NOTpeOUTENEeW M TOBBICUTH LEHHOCTh OpeHna B
KpPaTKOCPOYHOH MEPCIEKTUBE, a TAKXKE MOBBICUTh EHHOCTh OpEeH/1a B 10JITOCPOYHOM
IIEPCIIEKTUBE.

5. KpeaTnBHOCTh: MapKETUHIOBasl JI€ATEIbHOCTh JIOJDKHA OBITh pa3paboTaHa C
Y4€TOM  KOHKPETHBIX  CTaHAApTOB, OTpa)kaTb TBOPYECKOE  MBILUICHHE U
KOPIIOPaTUBHBIA UMUIXK.

MapxkeTuHroBasi mporpamMma, KoTopasi TIIATeJIbHO pa3padoTaHa U pealn30BaHa,
YTOOBl OBITh MAKCHUMAJbHO aKTyaJbHONM M YHUKAJIBHOH, INpUBENET K OOJbIICH
OKYIIa€MOCTH UHBECTULIMH, YEM 3aTPATHI.

®opMupoBaHue OpEHIOB M HCIOJb30BAHUE CTPATETUH OpPEHIMHIA Ha DPBIHKE
MOJIOKa ¥ MOJIOYHBIX IPOAYKTOB JA€T IIAPOKHE BO3MOKHOCTH TOBBIIICHUS
3} (PEKTUBHOCTU PHIHOYHOM JEATEIBHOCTU MPEANPUATHS.

Bo Bropor rmaBe guccepraumu — «MeToaosi0oruyeckue  acmeKTbl
¢popmupoBaHusi OpeHJAa MOJOKA H MOJOYHBIX MNPOAYKTOB» IPEICTABICHBI
TEOPETUYECKHE U METOI0JIOIMUECKHE OCHOBBI OLIEHKH OpeH/a MUIIEBOM MPOIyKIUH,
M3y4YeH MHPOBOU ONBIT OLEHKW CTOMMOCTH OpeHJa, a TakKe YCOBEpPIICHCTBOBAaHA
METOJI0JIOTHS OIIEHKH CTOMMOCTHU OpeH/a.

Ha puc.2 noka3zaHa B3aMMOCBSI3b KaXJIOTO KPUTEPHUSI K YPOBHIO OTHOIIECHMS K
OpeHly, TO €eCTh TEpPBBIM KPUTEPUN BKIIOYAET MOTPEOUTENEH, KOTOpBIE YKe
OCBEJIOMJICHBI, YTO IIOKAa3bIBAET YPOBEHb OTHOILIEHUS C KAMHUTAJIOM OpeHaa Io
KPUTEPHUIO OCBEJOMIICHHOCTH, @ BTOPOH KPUTEPUM — 3TO MOTPEOUTENH, KOTOpHIE
MMEIOT TPEJCTaBICHUs O OpeHle, YTO YKa3blBa€T HA YpPOBEHb OTHOIICHUS C
KanuTaJloM OpeH/1a COTrJIaCHO KPUTEPHUIO YPOBHS MPE/ICTABIICHUS.

Tpetnii xkputepuii — NMOTpeOUTENN, COBEPILIMBIIKME MPOOHYIO MOKYIKY, 3TOT
KpUTEpPUI yKa3bIBa€T HAa YPOBEHb OTHOIICHHS C KalmuTajaoM OpeHJa MO KPUTEPHUIO
OTHOIIEHUS, YeTBEPTHIM KPUTEPUN — MOTPEOUTENH, JIOSUTBbHBIC K OpeHIy, KPpUTEPHA
YKa3bIBa€T Ha yPOBEHb OTHOIICHUS C KamTaJloM OpeHJa MO KPUTEPHIO JOSIBbHOCTH.
I1aTBIi KpUTEPHI — 3TO JTOXOJIHOCTH OOINCH CTOMMOCTH KaluTajia OpeHaa, KoTopas
YKa3bIBAa€T Ha YPOBEHb OTHOIICHUS C KallUTaJIOM OpeH/a M0 KPUTEPHUIO JOXOJHOCTH.
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A

CrouMocTs OpeHaa

VPpOBEHD OTHOIICHHS C KAUTAIOM OpeH/a
OcBenomieHHbIe > MO KPUTEPHIO OCBEIOMIICHHOCTH

\4

YpoBEHb OTHOLIEHUH ¢ KallUTaIOM
HNwmeromne npencraBieHue

v
Y

OpeHIa 0 KPUTEPHIO TIPEICTABICHUS

R [Totpebutenu, coBepIINBIINE -~ YpoBEHb OTHOLICHUH C KallUTaJIOM
>

" NPOOHYIO MOKYNKY OpeH/ia 0 KPUTEPHIO OTHOILCHHUS

. JlosinbHbie K OpeHty - YpOoBeHb OTHOLIEHUH ¢ KalIUTAIOM
Ll »

noTpeduTenu OpeH/a 10 KPUTEPHIO JIOSAIBHOCTH

»| [loxomHocTs obmeii cTonmMocTH VPOBEHBb OTHOIICHHUI C KAITUTATIOM

Y

KaltuTalia 6p€HZ[a

OpeH/a Mo KPUTEPUIO JOXOTHOCTH

Puc. 2. Tunsl norpedure.ieii, coOoTBeTCTBYIOIINE (JOPMUPOBAHNIO CTUMOCTH OpeHIa

3aTeM aBTOp UCHOJIB3YET CICAYIOMNE 3HAYCHHMS:

K1 — «mons nieneBoit aynuropuu, 3apanee 0CBEIOMIIEHHBIX TOTPEOUTENEN;

Kg2 — «momns meneBoii aytuTopuu, CIy4aiHoO OCBEIOMIIEHHBIX IIOTPEOHTENEI;

Kii — «mons morpebuteneii, 3apaHee OCBEIOMJIEHHBIE O OpeHume ¢
MTOJIOKUTEIIBHBIM TIPE/ICTaBICHUEM);

K5 — «mons morpebuTereii, 3apaHee 0CBEIOMICHHBIE O OPEH/IE ¢ HErATUBHBIM
MIPEJICTABIICHHUEM;

K;1 — «monst morpeOuTeneii, MOIOKUTENBHO OTHOCSIIUXCA K OpEHIy, Cpeau
COBEPIIMBIINX MPOOHYIO MOKYIIKY»;

K;; — «mons morpebureneii, OTpHLIATENHLHO OTHOCSINUXCS K OpEHIY, Cpeau
COBEPIIUBIINX MPOOHYIO MOKYIIKY»;

K31 — «mons norpedureneii, TOSIBHBIX K TOBAPY, CPEAM TEX, KTO MOJIOKUTEIHHO
OTHOCHTCS K TOBapy»;

Ki;; — «moms morpebureneii, He JOSIBHBIX K TOBapy, Cpead TeX, KTO
OTPUIIATEIILHO OTHOCUTCS K TOBAPY»;

K41 — «mons moxoma B 0011€eil CTOMMOCTH KaruTajia OpeHiay.

Mogenb mocTpoeHa aBTOPOM Ha OCHOBE KOPPEIAIIMOHHOTO M PErPECCHOHHOTO
aHanuza dA(PQGEKTUBHOCTH  3aBHCUMOCTH  PE3yJNbTUPYIOIIETO  IOKa3aTels OT
dakTopHbIX Mokasareneii aBropoB K-Pirson, X. Spearma. DTy Mojeilb MOKHO
HCIIOJB30BaTh,  YTOOBI  IIOKa3aTh, 4TO  (OPMUPOBAHHWE  HAITMOHAIHHOTO
IIPOJIOBOJILCTBEHHOI'O0 OpEHJ1a 3aBHCHUT OT YETHIPEX M3MEPECHHUH: «OCBEIOMIICHHOCTD,
OTHOIIECHUE U TIPEJICTABIICHUU JIOSUTBHOCTB». JTH TOKA3aTeNId MOKA3bIBAIOT YPOBEHb
OTHOIIEHUS TIOTpebuTeneil k openny .

CHMBOJIBI, BBEJCHHBIC JJII MOJCIUPOBAHUS KOPPEIAIHNOHHO-PETPECCHOHHOM
CBSI3U MEXTY TTOKA3aTeIIIMH, CICTYIOIINC:

Peiicnun, B. SI. Marematnueckoe MosienMpoBanue. YueGnoe nocobue / B.W. Peliciun. — M.: IOpaiit, 2016. — 128 c.
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U — pe3ynpTupyIOIMiA MoKa3aTellb, B HAIIEM CIIydae OH IOKA3bIBAeT MIOJIIO
YPOBHS CPOPMUPOBAHHOCTH HAIIMOHAIBHOTO OpEH/Ia MPOAYKTOB ITUTAHHUS,

dakropuanbHbIC CAMBOJIBIL:

X1 — «IOJIA [eNEeBON ayIUTOPHH, 3apaHee OCBEIOMIICHHBIX MTOTPEOUTENEH;

X5 — «JIOJIS IETICBON ayJUTOPUH, CIIYYaiiHO OCBEIOMIICHHBIX MTOTPEOUTEICHY;

X3 — «Ioys MOTpeOuTeNe, 3apaHee 3HAIOMUX O OpeH/e C IOJIOKUTEIbHBIM
MPEICTaBICHHEM,

Xy — «IoNs TOTpeOWTeNeHd, 3apaHee 3HAIOMIUX O OpeHIe C HEeraTHBHBIM
MIPEICTABIICHHEM;

X5 — «IONs TOTPEOUTENeH, MONOKHUTEIBHO OTHOCSIIUXCS K OpeHIy, Cpeau
COBEPIIUBIINX MPOOHYIO MOKYITIKY»;

Xg — «IOJs TOTpeOWTeNed, OTPHUIATEIbHO OTHOCAIIMXCS K OpeHAy, cpeiu
COBEPIIUBIINX MPOOHYIO MOKYITKY»;

X7 — «JI0JIs1 TOTpeduTeNeH, JOSIIBHBIX K TOBAapY, CPEAU TE€X, KTO MOJIOKHUTEIHHO
OTHOCHUTCS K TOBapy»;

Xg — «uona moTpeOuTened, He JOAJIBHBIX K TOBapy, CpeAu TeX, KTO
OTPHIIATEIIEHO OTHOCHUTCS K TOBAPY»;

Xg — «JI0JI51 I0X0/1a B O0IIIel CTOMMOCTH KaruTasia OpeH .

OTH TOKa3aTend MOJAETH CIEAYyeT pPACCUUTHIBATh C TIOMOIIBIO CHCTEMBI
JWHEWHBIX ypaBHeHu (1):

aﬂn+a12xl+a22xz+a32x3 =Z}f )
aﬂle—i—alZ:xzﬁ +a32x1x2—|— QElexa =Z}rx .
aﬂsz —|—a12x xz—i—aszz +a32x2x3 =Z}rx2
X —l—alz:vclxg—l—azz:tzxg —|—agz X3 =Z}1x3
x4+a12x1x4+a22x2x4+a32xi =Z}JX4
g xa—i—alelxa—i—aszE+a32x2x4=Z}rx5
aﬂZxﬁ—i—alZJclxﬁ+a22x Ka"‘ﬂaz 2 =Z}rx5
aﬂZx?—l—alz:rlx?—i—asz? +a32xgx? =Z}1XT

Qo 2Xg +a 2 X1Xs+ﬂsz?Xs+ﬂaZXg =2YVXg,
(g2 Xg + Ay XX Xg + azzxg + a3 XXX =XV Xo,

Mopenb  TOKa3bpIBa€T  3aBUCUMOCTH  KO3(PQUIIMEHTA  Pe3yIbTUPYIOIIETO
MoKa3zaTesisi OT KpUTEPUEB, B JJAHHOM CiIydae YpOBHS IOKa3aTelel Ha BPEMEHHOM
uHTepBane. Ja HaxoxaeHus KO3 UIMeHTa perpeccuu OepeTcs MEpHo)i BPEMEHH.
To ecTb B MaHHOM cilydae C Y4E€TOM IPU3HAKOB (DaKTOpa IMPOTHO3HBIC PACUCTHI
PE3YNBTUPYIOMIETO TTOKa3aTelsl TMPOU3BOMATCS HAa HECKOJbKO JeT Haszan. Jlms
MOJCIIUPOBAHUS (POPMYJIBI pPAacYETOB IMPOTHO3a HEOOXOIMMO Mpeodpa3oBaTh
YPaBHEHHUE, PEIIUB CUCTEMY ypaBHEHUM MeTonoM ["aycca.
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[TpumepHOE ypaBHEHHE PETPECCHH BBITIISIUT CIICTYIONIIM 00pa3oM '
V=a,+a; Xx,+a, XX, +a3; Xx; +--a, XX, (2)
Jlyis peleHust JaHHOH MO HEOOXOIUMO PacCUuTaTh TECHOTY CBS3H MEKIY

PE3YNBTUPYIOIUMU U (DAKTOPHBIMU MOKA3aTENAMH, JIJISi 3TOTO YpaBHEHUE CIEIyeT
npeoOpa3oBaTh B CIAEAYIONIYIO (hopmYy:

R? =1 Qi) (3)
oi-7)*?
CoOOTBETCTBEHHO, [UIsl pEIICHHs JaHHOM MOJeNH HeoOXOOuMO HalWTu
nokasareneit (y; — ¥,)? u (¥; — ¥,)%K, B JaHHOM CJIydae CPEIHIOI COCTABJISIONIYIO
V,, KOTOpasi pacCCYUTBIBAETCS IO CAEAyIoUIel Gpopmyre:

¥, = Y1+F2+Yi+'”----+3’n (4)

Koadpdumument  koppensumu, U3MEpSIONIMI  CBA3b  MEXAY  YPOBHEM
c(OpMHUPOBAHHOCTU OpeHAa MUIIEBOM MPOAYKIUU U (AKTOPHBIMH IOKA3aTEISIMHU,
paBeH:

R = VR? (5)

[lo sToil mIKalie MOXXHO (PUKCHPOBATH YPOBHM OLIEHKM ILIEHHOCTH OpeHaa
MUIIEBBIX MPOAYKTOB. Hu3kmii 0amn yka3plBaeT Ha ypOBEHb MOMYJSPHOCTH OpeHAa,
HU3KYIO Y3HABa€MOCTb CPEIM HACENEHHUsS U, KaK CIEICTBUE, €r0 Maj0 IMOKYHAroT.
Cpennuii Oaiym mOKa3bIBaeT, 4YTO OpeHJ MOIMyJIspeH, HO y THOTPEOUTENsl €cCTb
MPETEH3UN K KaYECTBY, TEXHUYECKUM XapaKTEPUCTHUKAM U 00beMy Ipojaax. B atom
BapuaHTe OpeH/ NpeanpusATUs KOJIEOJETCs MEXKIYy HU3KUM U BBICOKMM YPOBHEM, U
HEOOXOUMO KOPPEKTUPOBAaTh HEKOTOPBIE MPOLECCHl ACSATENbHOCTH KOMIIAHUHM B
CTOPOHY KaudecTBa M IO3MIMOHHUPOBAHUSA. BBICOKMI MHIEKC TOBOPUT O TOM, YTO
OpeHJ TOIyJApeH, U3BECTEH, UMEET BBICOKHI YpPOBEHb MOKYIOK, a MPEANpPUSTHE,
MIPOU3BOJAIIEE TAKOM TOBAp, paclIupsieT cepy AesaTeIbHOCTH.

Taoauna 1
IIIkana oeHKH HEHHOCTH OPEHI0B MOJIOKA M MOJIOYHBIX MPOAYKTOB
Ypoeuu =
OlIeHKH ? R, R, R: R, R:
HEHHOCTH = OCBEJIOMJICHHOCTD | TIPEJICTABJICHUE | OTHOIICHUE | JIOSJIBHOCTh | JOXOJHOCTH
Openaa =z
Lactel,
Huzkuit 010,2 Lactel, JloGpoe Jobpoe
JIEPEBSIHCKOE Musaffo
YpPOBEHb 1o 0,6 Do JIEPEBSHCKOE
yIp yTPO
JloBpoe Lactel, Musaffo ,
Cpennuii ot 0,7 Musaffo JepeBAHCKOE HoGpoe Hobpoe
YpOBEHB 1o 0,8 yTpO JIEPEBSIHCKOE JIEPEBSIHCKOE
yTpo yTpo
Beicokuit 0.9 u Lactel Musaffo Musaffo Musaffo
YPOBE€Hb BBIIIIC

$"FOnoBuuy B. SI. MaremaTHyecKre MOJIEIN €CTeCTBEHHBIX Hayk / B.W. KOnoBuu. — M.: Jlans, 2011. — 44 c.
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Ha ocHoBe paccuntaHHOTO KOADOUIIMEHTA MONCHO CO30amb MOOelb paciema
CMOUMOCMU HAYUOHATbHO20 OPEeHOd NPOOYKMO8 NUMAHUSL.

Rx100%
(}EIIT = v Kep ’ (6)
rac OEHT — OOCHKH CTOHMMOCTH HaAIHWOHAJIbHBIX 6peH,Z[OB IMPOAOBOJIbCTBCHHBIX

toBapoB (%);

Ech — CPEIHEB3BCUICHHBIN YPOBEHb MATH IMOKA3aTEIEHd, KOTOPBIA CUATAETCA
KaK COBOKYMHOCTb JIOJIA MPOOHBIX MOKYIIOK.

BBegeM ypoBHHM OIICHKHM CTOMMOCTH OpeHAa MpPOJOBOJILCTBEHHBIX TOBApOB
(tabm. 1).

3aTeM CTOMMOCTbh HAIMOHAJIBHOIO OpeHJa MUINEBOM MPOAYKIIMH 3THUX MapoOK
paccuutThiBaeTcs 1o Gopmyne 18 mno Mojaenu, pa3paboOTaHHOW C TTOMOIIBIO
nporpammbl Excel, u nanHbie pacdyera MOTyT OBITh BKJIFOUCHBI B TAOJIHILY 2.

Ta6auna 2
PacyeT oleHKHM CTOMMOCTH OpeH/1a MUIIEBbIX MPOYKTOB H3BECTHBIX OPEH/I0B
10 pa3padoTaHHON MOJe/H

R, R, R, R, R.
0,0625 0,111 0,014 0,053 0,025
Koy Kiq Koy Ksy Kyq
4604 2,59 12 087 18 418 11511

[To pe3ynpTaTaM TECTUPOBAHUS MOJIEIIA ABTOP MPUIIIENT K BBIBO/Y, UTO HauboJee
OLICHMBAEMBbIMUA  KPUTEPUSAMHU  SIBJIISIFOTCA  [IOKa3aTeld  OCBEJAOMIIEHHOCTH W
npeactabienus. OeHKa CTOMMOCTH OpeHa MPOJAOBOJILCTBEHHBIX TOBAPOB MO ITHUM
KPUTEPUSAM BBICOKASI.

JIOXOJIHOCTh

OTHOILICHHUEC

OpPTraHN30BaHHOCTH

ccromocrs | E——

OCBCIOMJICHHOCTb

0 2 4 6 8 10 12 14 16 18 20

u Kosdduument xoppemsimn m Kospdunment xoppensuu » CpenHeB3BEUIEHHBIA KpUTEPHIA

Puc. 3. Onenka 0peH0BOI CTOMMOCTH NPOAYKTOB NUTAHUS U3BECTHBIX OPEH/I0B 110
pa3paboTaHHO# MoaeIn
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Haxonum ypoBHM 1O IIKajie OIEHKHU IEHHOCTH OpEHJa MPOMYKTOB MMHUTAHMUS, B
pe3ynbTaTe BUJIUM, YTO BBICOKAas CTOMMOCTh HAIIMOHAJLHOTO OpeHAa HalmrojaeTcs
0 KPUTEPHUsAM «IpejcrabieHue» - 4,2857 u «ocsegomineHHocThy - 1,3575. To ecTh
OpeHnbl A v B momyssipHbl, OHM YCIEUIHBI, X MOKYMalT BCe OOJIbIIE, KOMITAHMUS,
NPOU3BOMSINAs TaKue TOBaphl, pacuiupser cdepy cBoeil nesrenbHocTH. CpennHee
3HauYE€HHUE HEe HAOJIOJAeTCs, YTO yKa3bIBaeT Ha He ycmex Openna. Huskuil ypoBeHb
HaOmonaercss st Mapok b, C, a. OpeHa A B JJaHHOM cllyd4ae, UMEET HH3KYIO
peHTa0CIbHOCTh, HO OH W3BECTEH W MOMYJSPEH, IIEHa Ha 3TOT OpeHJ] BBICOKA, U
MOTpeOUTENh TIOKYMAaeT ero B KpailHuX ciydasx. bpennst B u C MeHee n3BecTHBI
myOJIMKe, WX OCBEAOMJIEHHOCTh HH3Ka, W, KaK CJIEICTBHE, OHU HE TOJIB3YIOTCS
LIMPOKOHN NOMYJIIPHOCTBIO.

B Tpetneii TiiaBe muccepTanuu — « AHAJM3 COBPEMEHHOT0 COCTOSIHUSI PbIHKA
NMPOA0BOJILCTBEHHBIX TOBAPOB Y30€KHCTAHA» W3yYCHBl TEHICHIIUU Pa3BUTHSI
MHPOBOTO TMPOJIOBOJIbCTBEHHOTO PhIHKA W UX BJIMSHUE HA OpeH, MPOBEJECH aHAU3
TEKYIIeH CUTyalliu Ha PbIHKE MPOJOBOJILCTBEHHBIX TOBAPOB Y30E€KHCTaHA, a TaKkKe
BBISIBJICHBI ()aKTOPBI, BIUSIONINE HA OPEH]T TPOIOBOJILCTBEHHOTO TOBApA.

[Ipu ananu3e 0O0BEMOB MPOM3BOJCTBA MPOJYKTOB IMUTAHUS B CTpaHAX MHpa
UCTIOJIB3YIOTCS TIOKa3aTes M MPOAOBOJILCTBEHHOM Oe3omacHocTr. JKypHan «Economist
Intelligence Unity numupyer B ompeneieHWH IOKa3aTeNIeH MPOJAOBOJBCTBCHHOM
6e3zonacHoct. B 3TOM kypHasie ompenensiercss oOuui pedtunr 109 crpan.
CorylacHO TOJYyYEeHHBIM JIAHHBIM, WCCIICIOBATEIN HCIOIB3YIOT 58 KpuTepws,
pa3leJeHHBIX Ha TPHU TPYNIBL. B OCHOBHOM OHU OIICHMBAIOTCS Ha OCHOBE JAHHBIX 3a
MOCJICTHNE JIBAa TO/Ia O HAJUYHH MPOAYKTOB MUTAHUS, MTOKA3aTeNIX MOTpeOIeHus, a
TaK)ke Ka4eCTBE MPOJAOBOJILCTBHS U MPOIOBOTHCTBEHHON 0€30MMaCHOCTH.

['moGanbpHbIN TipogoBosibeTBeHHBIN HHAeKC (GFSI) pa3spaboran aHanuTHYECKUM
arearctBoM «Economist Intelligence Unit», koTopblii OOHOBISETCS KaXKABIA TOJI.
B 2021 romy B 6-if pa3 Obul0 OOBSBIEHO TIJ00ATBHOE UCCIENOBAHUE TIO
MIPOJIOBOJILCTBEHHOM O€30MaCHOCTH W €ro PEeHTHHT, a Y30eKHMCTaH 3aHsI BTOPOE
mecto cpenu 113 crpan mupa B 2021 romy mo ypoBHIO IOCTyma K MPOAYKTaM
MUTaHUA, UX HAJTUYUIO U OE30MaCHOCTH, a TaKKE YPOBHIO MPUPOJHBIX PECYpPCOB H
YCTOWYUBOTO Pa3BUTHUS S,

VYiayumnieHue peWTWHra CBS3aHO C HETAaTUBHBIMHU HU3MEHEHHSMHU B CIIOCO0Ax
JTOCTH)KEHUS TPOJOBOJIBLCTBEHHON 0€30MaCHOCTH B JIPYTUX CTPaHAX MHUPA BO BpeMs
nanjgemuu. HaOpanHbie Oayuibl MO3BOMWIM Y30€KHUCTaHY COXPAaHUTh CBOE MECTO B
TpyIIEe CTPaH ¢ YMEPEHHBIM YPOBHEM TPOOBOJILCTBEHHONW O€30MaCHOCTH.

B ycnoeusix mangemun COVID-19 2020 roma Bompockl NpPOM3BOACTBA U
IIOCTABOK OCHOBHBIX BHIOB CEJIBCKOXO3SUCTBEHHOM W  MPOJOBOJIBCTBEHHOU
MIPOIYKIIMK JIJIT TIOTPEOJICHUSI HACCIICHUEM CTAHOBSATCS BCe 0OJiee aKTyalbHBIMH B
MHUPOBOM Maciitade, B TOM uuciie U B Y30ekucrane. [loaroMy Havayno ycwimii mo
BCTYIUICHHIO BO BceMHpHYIO TOPTrOBYyIO OpraHW3allMi0 B HAIled CcTpaHe
CBUJIETEIBCTBYET O BAXKHOCTH MPOOJEMBbI OOECIEeUYEHUsI IMPOI0BOJIHCTBEHHOM
0€30MacHOCTH Ha MEKyHAPOIHOM YPOBHE.

Bhttps://ifmr.uz/archives/news/food_security
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CnenyeT OTMETHTb, YTO BOIPOCHL, CBS3aHHBIE C MPOJAOBOJIHCTBEHHOMN
0e30macHOCThI0 B Y30€KHCTaHe, pPacCMATPUBAIOTCS C OCOOBIM BHUMAaHHEM Ha
rocyJapCTBEHHOM YPOBHE. ITO OTPaKEHO B COOTBETCTBYIOUIUX HOPMATUBHO-
PaBOBBIX JOKYMEHTax, OOECIEUYMBAIOIIMX HMX peanu3ainuio. B uvactHOCTH, YKa3zbl
[Ipesunenta PecrnyOmuku VY30ekuctan ot 29 suBaps 2022 rtoma NeVII-60
«O Crpareruu pa3sutusi HoBoro Y3b6ekucrana na 2022-2026 ronei», ot 16 sHBaps
2018 roma  NeVII-5303 «O wmepax 1o jJajdpHedmieMy — 0OECIEUYeHHIO
MIPOJOBOJIBCTBEHHON O€30MaCHOCTH CTpaHb»», OT 23 okTs10ps 2019 rona NeVII-5853
«O6 yrtBepxkaeHun CTpaTeruyd pa3BUTHS CEIBCKOTO Xo3sicTBa PecmyOmukm
V30ekuctan Ha 2020-2030 rome», or 10 wuroma 2020 roma NeVII-6024
«O06 ytBepxkaenun KoHnenmuu pa3BUTHS BOAHOTO Xo3siictBa PecmyOnmuku
V36exkucran Ha 2020-2030 romw», IlocranoBnenuss KabOunera MunHHCTpOB
Peciyommmku V36ekuctan ot 3 mapra 2018 roma Ne 205 «O6 opraHHM3aIrimOHHBIX
Mepax 10 3(P(HEKTUBHOMY TOJIB30BAHUIO 3E€MEJbHBIMU YYacTKaMU JIEXKAHCKUX
XO3STUCTB U MpuycaieOHbIX 3emenb», oT 17 anpens 2019 romga Ne 324 «O mepax 1o
MOBBINIEHUIO Y(H()EKTUBHOCTU MCIIOJIB30BAHUS 3€MEIbHBIMU YYACTKAMH JIEXKAHCKUX
XO35TUCTB U MPUYCANEOHBIX 3eMENb» U APYrue HOPMATHBHO-TIPABOBBIE JIOKYMEHTHI
OTIPEAETIUIIA IPUOPUTETHI OOECIIEUeHHUs IPOAOBOIbCTBEHHON 0€3011aCHOCTH.

B 2021 rony dakTtuueckuit ypoBeHb MOTpEOJCHUS HAa Aylly HaceIeHUs
coctaBmwi Ha 183,6 mpoileHTOB, a pacTUTEIHLHOTO Macia Ha 263,7 MPOIEHTOB BHIIIE
HOPMAaTUBOB, pPEKOMEHAOBaHHbIX BO3 u MwuHUCTEPCTBOM 31paBOOXPAHEHUS
PecniyOnuku Y36ekucran. Takke MOKHO OTMETHTb, 9T0O B 2021 roay mo cpaBHEHHUIO
c 1991 romom (¢akTUyeCKU YpPOBEHb NOTPEOICHUS Msica U MSICOMPOIYKTOB
YBEJIMYHJICS TI0 OTHOIICHHIO K paliMoHaILHBIM HopMaM ¢ 44,2% mo 61,6% u ¢ 42,5%
110 59,2% CcOOTBETCTBEHHO.

Ta6auna 3
HN3meHenue paxkTuyeckoro norpedieHusi OCHOBHBIX MPOAYKTOB MUTAHUS HA ALY
HACEJICHHSI 110 CPABHEHHIO ¢ PAIIMOHAILHBLIMHE HOpMaMu notTpediaenns>’(B %)

o ° ITo oTHOMmIEHUIO K
= M =
SQ | ¢ ITo oTHOMIEHUIO K HOpMaM
E ﬁg = E i o = | cranmapram BO3, Munsapasa
S = Sl 2868 2 % PecnyGnuku
m
Tums! MPOyKTOB E = :f« %é’ QE) 5 V30ekucraH, %
(D]
25f 2EgE = | = | 5| 3
$8g g~ & 2| 2| B
&5 & N o o o
T = e & & 2 S
Xneb u x7ae000yI0UHbIC U3AETHUS 120,5 129 141,1 147,4 131,8 137,8
Msico u MsiICHBIE TPOAYKTHI 70,1 73 442 61,6 425 59,2
MOJT0KO ¥ MOJIOYHBIE ITPOTYKTHI 404 413 45,3 66,8 443 65,4
OBomu u GPyKTHI 140,3 134,1 76,3 197,6 79,8 206,7
PacturensHOE Macio 13.1 9.1 91,6 183,6 131,8 263,7
Caxap ¥ KOHJIUTEPCKUE H3CITUs 36,5 40,1 32,8 85,5 29,6 77.03

¥MMoarorosen Ha OCHOBE JIAHHBIX MUHHUCTEPCTBA 3/IpaBooxXpanenus PeciyGnuku Y36exucran u ['ockoMcTara.
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CTouT OTMETUTBH, YTO B TOJABI HE3aBHCHUMOCTH OblIa OOECredeHa TEHICHITUS
HPKOHOMHYECKOTO Pa3BHUTHs, JOCTUTHYTa CTaOWJIBHOCTh, CTaOWIIBHO POCIH JIOXOJbI
HACETICHHS, PETYJIUPOBAICA YPOBEHb WHQIISAINN, TIOITOMY pealbHbIC YPOBHHU
NOTPEOJICHNsT OCHOBHBIX BHJIOB IMPOJOBOJILCTBEHHON MPOIYKIIUU, MO CPABHEHUIO C
parnroHAILHBIMA HOPMaMH CPEIHEAYIICBOTO MOTPEOICHMSI, TAK)KE UMesIa TCHICHITHIO
K yBenmdeHnto. He Oyner mpeyBenMYeHHUEM CKa3aTh, YTO TaKHE IOJIOKUTEILHBIC
TEH/ICHIIUN JOCTHTHYTHI B pe3yibTarte 3(G(EKTUBHOTO COTPYAHUYECTBA arpapHOTO
CEKTOpa Halllel PeCIlyOJIMKH ¢ MUPOBOM arpapHOil SKOHOMHKOM.

CornacHo aHanM3y, Ha CEKTOP JKMBOTHOBOJICTBA MPUXOIUTCS OKOJIO TOJIOBHHBI
CEJIbCKOXO3SICTBEHHOT'O MTPOM3BOJCTBA cTpanbl. Hanpumep, B 2017 roay ynenbHbIN
BEC JKMBOTHOBOJYECKON OTPACIH B CTOMMOCTH CEJIBCKOXO3AMCTBEHHOW MPOAYKLUU
Obi1 paBeH 43,8 mporeHTamM, a B TOCIEAYIOIIME TOABI MBI BHIUM, YTO OSTOT
MOKa3aTeNlb YBEIUYIICS B HeCKOIbKko pa3. K 2021 romy momnst >KMBOTHOBOIYECKOM
oTpaciii B 00bEMe TPOHW3BOJICTBA CEIBCKOXO3SUCTBEHHOW TPOMYKIIUNA CTPAHBI
coctaBuiia 50,1 mporieHT.

HauGonbmras gons B o0meM o0beMe IMPOU3BOJCTBA MOJIOKAa MPHIILIACh Ha
Camapkanackyro oonacts (11,8 %), a Taxke BRICOKHE MOKa3aTesu 3a(h)UKCHPOBAHBI B
Kamkamapsunckoit (11,1 %), Xopesmckoii (9,5 %), @epranckoii (9,5 %), Byxapckoi
(9,0 %), Aunmxanckoii (8,8 %) u Tarmkenrckoit (8,6%) odnacTsx.

HaumensbIast 70715 10 OTHOIICHHIO K 00IeMy 00BheMy MPOM3BOACTBA MOJIOKA
ormeucHa B CeIpmappuHckoit obOnactu (3,3%) m PecnyOnumke Kapakanmakcran
(3,7%). ITo cpaBuenuto ¢ 2017 rogomM Oosiee BHICOKHE TEMITBl pOCTa HAOJIOAINCH B
Ceipnapbpuackort  (16,9%), ®epranckoit (16,2%), Pecrnyonmuke Kapakammakcran
(15,2%), Mxu3akckoit (14,8%) u Kamkanapsunckoii (14,6%) odnactsax (Tadmuia 4).

Tadaunna 4
Nudopmanus 00 o0beMax U TeMIIax pocTa NPOU3BOACTBA MOJIOKA BO BCeX
KATeropusx xo3siicra*

2017 rox 2020 rox 2021 rox Temn
Pernonsr o0beM, | moons, | oObem, | moois, | 00BeM, | J0OJIA, | pocTa,
TBIC. T % TBIC. T % TBIC. T % %

ITo pecnyGmke 10047,9 | 100 |11009,8| 100 | 11286,9| 100 112,3
Pecrryb6mika Kapakanmakcran 364,0 3.6 403,8 3.7 419,3 3.7 115,2
Aunmxanckas 001acThb 899,2 8,9 983,8 8,9 990,5 8,8 110,2
Byxapckas obmacTh 905,8 9,0 1008,7 9.2 1020,4 9,0 1127
JI>xu3akckas 00J1acTh 566,1 5,6 624,7 5,7 650,1 5,8 114,8
KamkagapbprHackas o6mactsb 1089,0 10,8 1177,7 10,7 1248,4 11.1 114,6
HaBouiickas o0nacts 4448 4.4 481,6 4.4 498,3 4.4 112,0
Hamanranckast 001acThb 665,5 6.6 725,1 6.6 734,7 6,5 110,4
Camapkanjckas o01acTb 1240,9 12.3 1313,7 11,9 1337,1 11,8 107,8
CypxanmappuHCKas 0071acTh 809,6 8.1 885,7 8.0 909,2 8.0 112,3
CriprapbrHCKas 001acTh 317,2 3.2 360,4 3.3 370,8 3.3 116,9
TamkenTckas 001acThb 860,9 8,6 939,2 8,5 966,3 8,6 112,2
depranckas 00acTb 921,4 9.2 1051,7 9,5 1070,6 9,5 116,2
Xope3mckasi 001acTh 963,5 9,6 1053,7 9,6 1071,2 9,5 111,2

4OCOCTaBJ'IEDHO Ha OCHOBEC JJaHHBIX FOCYHapCTBeHHOFO KOMMUTETA I10 CTATUCTHUKE PeCHy6J’II/IKI/I V306ekucTaH.
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B paspese pernoHOB mpu COMOCTABICHHH OOBEMOB MPOM3BOJICTBA MOJIOKA Ha
NyIly HAceJCHUST M MEIUIUHCKUX (PU3MOJOTUUECKUX HOPM CaMblii HU3KUU
noKazaTejlb MNpUXoauTcs Ha TamkeHTcKyro obOnacte — 166,5 kr, a Takke Ha
Annmwxkanckyro, Hamanranckyio u depranckyto obaactu — 215,2, 250,7 u 274,8 xr
COOTBETCTBEHHO (puc.3.4).

[TnmogooBomHON cekTop VY30eKkucTaHa SBJISETCS BaXKHBIM CETMEHTOM B
obecriedyeHUr MPOJIOBOJIBLCTBEHHON 0€30MacHOCTH CTpaHbl U peruoHoB. [loatomy
MEpBI M0 YCKOPEHHOMY PAa3BUTHUIO TPOW3BOJICTBA ILIOJOOBOIIHON MPOIYKIIUA B
TaHHOM c(epe MaroT CBOW TOJOKUTEIbHEIC Pe3ynbTaThl. B Tabmuie 5 npencraBieHa
JTUHAMUKA SKCTIOPTHO-UMIIOPTHOM CTPYKTYPHI IPOJOBOJIHCTBEHHBIX TOBAPOB.

Tabauma 5
JIluHAMMKA IKCIOPTA-UMIIOPTA MPOIOBOJIbCTBEHHBIX TOBAPOB B Y30eKUCTaHe
(B Mmmiinonax gosuiapos CIIIA)

Conep:xanue | 2000 rox | 2005 roa | 2010 rox | 2015 roa | 2020 rox | 2021 rox | 2022 roa
Dkcnopr 95,5 140,8 1056,2 1239,6 1336,2 1371,8 1631,5
Wmnopt 205,8 203,3 476,6 1314,2 1851,3 2509,5 3392,9

Ha ocHoBe aHanmu3a TaONMYHBIX JAHHBIX, BUJHO, YTO OOBEM DKCIOpTa
MPOJOBOJIBCTBEHHBIX TOBapoB B cTpaHe B 2022 roxy mo cpaBuenuto ¢ 2000 romom
BbIpoc Ha 1536 muH. nomnapoB CILIA, a ummopt — Ha 3187,1 muH. monn. CLIA.

OCHOBHBIMH DKCIIOPTHBIMA PBIHKAMH TUIOJOOBOIIHOW TMPOAYKIIMH  CTaJIH
Poccuiickas ®enepanusi, Kazaxcran, Keipreizckas Pecnybnuka wu [lakucran.
[TockonbKy TPaBUTENBCTBO YJEISET OOJBIIOE BHUMAHHUE PA3BUTHIO CEIBCKOTO
XO35TUCTBA M CaJ0OBOJICTBA, JOJIS DKCIOPTUPYEMBIX (DPYKTOB M OBOIIEH COCTaBUIIA
6,7%. Kazaxctan mMeer camblii OOJBIION 00BEM ASKCIOpTa (PYKTOB W OBOIICH B
CTOMMOCTHOM BhIpaxkeHuH (25,3% ot 00111ero 00beMa dKCrmopTa GPyKTOB M OBOILEH),
YTO B 5,2 pasa MpeBbIaeT 00beM 3Kkcnopra B Adranucras.

Uro kacaeTrcsi CBA3M Mexay (GakTopamMu, TO OBbUIO PEIIEHO NPUMEHUTh
HECKOJIbKO HMHOW moaxona, 4eM oObrHo. [lpm co3manum Mopenu WM WHAEKCA
YIOBJIETBOPEHHOCTH KIUEHTOB HCCIEAOBATENM OOBIYHO COCpPEAOTAYMBAIOTCS Ha
ompeneneHuN (GaKTOpoOB, KOTOpbIE BIHUSAIOT HA YPOBEHHb YIAOBIECTBOPEHHOCTU
KJIMEHTOB W, KaK CJIEJCTBHE, HA CKJIOHHOCTHE' M KOHKypeHTOocnoco6HocTh.*? Ha
OCHOBE BBEJICHUSI OMpEACICHUN aBTOp pa3Aeawit (QakTOppl HA JIBE TPYMIIBL:
MPUYUHHBIE (DAKTOPHI U CIEJCTBEHHBIE (PAaKTOPBHI.

IpuyuHHBIMH (paKTOPAMHM MOXXHO CUUTATH:

Osxunaemoe kadectBo (perceived quality-PQ)

LlenHocTh, mpuaaBacMas motrpedutenemM npoaykry (perceived value-PV)

VY 10BIETBOPEHHOCTH KIMEHTOB Opengom (customer satisfaction-CS)

VY3uaBaemocth npoaykra (product knowledge-PK)

“Turkyilmaz, A., & Ozkan, C. (2007). Development of a customer satisfaction index model: Anapplication to the
Turkish mobile phone sector. Industrial Management & Data Systems,107, 672—687. doi:10.1108/02635570710750426
42Aghamirian, B., Dorr, B., & Aghamirian, B. (2015). Customer knowledge management applicationin gaining
organization’s competitive advantage in electronic commerce. Journal ofTheoretical and Applied Electronic Commerce
Research, 10(1), 63-78. doi:10.4067/S0718-18762015000100006
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CiaencTBeHHBIMHU (pAKTOPAMH MOKHO CUMTATh CIEAYIOIIEe:

ombIT moTpedbuTeneii (customer expectation- CE)

JOsITEHOCTH KimeHToB (customer loyalty-CL)

KOHKypeHTocrmocoOHoCTh (Competitiveness-C)

TakuM 00pa3oM, TPH OCHOBHBIX YPaBHEHHMS, MMPEICTABJISIONIME TPH THUIIOTE3HI,
MOTYT OBITh BBIp@KEHBI MaTeMaThdecku. OHU OJHOBPEMEHHO JAIOT BO3MOXHOCTb
cOopMHUpOBATh MOJICNIb B3aUMOCBSA3EH MEKAY IEPEMEHHBIMH, CBS3aHHBIMH C
YIOBJIETBOPEHHOCTBIO TIOTPEOUTEIIEH:

CE = f(PQ,PV,CS, PK); (7)
CL = f(PQ PV, CS, PK): (8)
C = f(PQ,PV,CS,PK); (9)

B nepBom ypaBuenun oxumanus norpedurtencit (CE) iausior Ha 4 dakropa:
PQ, PV, CS, PK. Btopoil u YeTBepTHIii BOMPOCH OMpPOCA TMOTPEOUTEIHCKIX
oxkunanuid (T2 m T4) mokaspIBalOT, YTO CO3AETCS BO3MOXKHOCTH (DOPMHUPOBAHMS
TUIOTE3bl, YTO IMPHU COBEPIUEHUU CIEAYIOIIEH TMOKYINKH MOXHO CpPaBHHUTh C
pEeaNbHOCTHIO HA OCHOBE IMMOBTOPHBIX MOKYMOK NOTpeOuTeNs. Takum o0pa3oM, MOKHO
OPENOiI0KUTh, YTO  3HaueHWss  BocrnpuHMMaemoro  kadectBa (CE) w
ynoBnerBopeHHocTn motpeduteneir  (CS) moKHBI  BIMATE HAa  OXKHIAHUS
noTpeduTesei OT NocieIyomuX (IOBTOPHBIX) MOKYIOK.

Ha puc.4 npencraBieHsl ABa TUIA MOJIEIEH M3MEPEHUS: OJHA JUJISl SK30T€HHBIX
JATEHTHbIX [EPEMEHHBIX, (AKTOPOB, OTPAKAIOLIUX XapaKTEPUCTUKU OpeHja
MOJIOYHOTO IPOAYKTa U (PaKTOPbl KOHKYPEHTOCIIOCOOHOCTH, U OJIHA JJI1 SHAOT€HHBIX
JATEHTHBIX MEPEMEHHBIX, KOTOPbIE MPEICTABIAIOT COO0I Te e caMble JaTEeHTHBIE
MIEpEMEHHBIE.

PVisut PV2sut PV3sut PVasut PV5sut PQisut PQ2sut PQ3sut PQdsut PQ5sut

A N N S A

0280 0277 0335 0278 45 0320-0358 0296 0244 (354

PKisut

CSisut CS2sut

T

545 -0.350

CS3sut \
"0.448

CL1sut

CE1sut
-0.206
CL2sut
~_-0250%
0351
0.308

CE2sut
* 0360 _

<0414
0335

CE3sut CL3sut

CE CL

CE4sut CL4sut

SN

0.478  ggap 0.481

v

C1sut C2sut C3sut
Puc. 4. Moaean PLS-SEM nJ1s1 o11eHKH KOHKYPEHTOCIIOCOOHOCTH OPEeH/I0B
MOJIOYHBIX MPOAYKTOB*

43PaszpaboTka aBTOpa
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KoHKypeHTOCTIOCOOHOCTh MPOJyKTa MEHSETCS B PE3y/bTare BOCIPHUATHUS
OpeHaa MOTpeOUTENSIMU, TTOCKOJIBKY OIlEHKa MPOIYKTa HE JOJKHA MEHATHCS — 3TO
JIeNaloT TOJBKO HEKOTOphle KOHKYpeHThl. Ha JaHHBIE MOMEHT OKHIaHWHSI
notpebuTeneii He MEHSIOTCSA, HO KOHKYPEHTOCTIOCOOHOCTh MPOAYKTa MEHSETCS.
Torma MoOKeT CIIy4HUThCS TakK, YTO B TEYCHHE OJHOTO M TOTO e (ITOCTOSHHOTO)
Nepruoa OXKHIIAaHUS B3aMMOCBS3b MEXIY JIBYMs MEPEMEHHBIMU W3MEHHUTCS W3-32
U3MCHEHUsl (CHIDKEHHS) OIGHKH KOHKYPEHTOCIOCOOHOCTH TpoaykTa (u3-3a
MOBBIMICHUS KOHKYPEHTOCIIOCOOHOCTH OJHOTO WJIM HECKOJBKHX KOHKYPHUPYIOIIUX
MIPOJIYKTOB).

ABTOD BBIZIEISICT 4 OCHOBHBIX MIPHYUHHBIX (DAKTOpa, BIHMSIONIMX HA YITy4IICHUE
MOTPEOUTEITHLCKOTO OIBITA MOJIOYHBIX MPOJYKTOB depe3 (pyHKmuio (7), KOTOPHIMH
SBISIIOTCS  OXmjpaemMoe morpeburenem  kadectBo  (PQ), BocmpuHHMaemast
norpedurenem neHHocth (PV), ymosiaerBopeHHOCTh ToTpeOuTens openaom (CS) u
ocBeomiieHHOCTh 0 mpoxaykre. (I1K). Pesynbratet momenu PLS-SEM mns astux
(haKkTOpOB ClIeyIONIHE:

VYBenuueHue ombiTa MOTPEOUTENS MO WCIOJIB30BAHUIO MOJIOYHBIX TPOJTYKTOB
OKa3bIBaeT OOJIBIIOE BIUSHHE HAa BOCIIPUHUMAEMYIO TIoTpeouTesieM neHHocts (PV) u

oxumaemoe  motpedutenaem  kadectBo  (PQ).  OcHoBHbIMH  (hakTOpamwy,
hopMUPYIOITUMH MOTPEOUTEITBCKHE MPEANOYTCHUS (I1C), ABJISIFOTCA
yIOBJIETBOPEHHOCTH ITOTPEOUTENICH MOJIOYHOM ITPOTYKITUU OPEHIOM.

Tabauna 6

Marpuua cymmapHsbIx 3¢ ¢eKToB
DaxTopsl CE KJI

VY noBiieTBOpeHHOCTH noTpedutens opengom (CS) 0,125 0,538
VY3naBaemocThb npojaykra (PK) 0,040 0,068
Osxunaemoe kineHToM KauecTBo (PQ) 0,630 0,111
Iennocts npojaykra st morpedurens (PV) 0,100 0,067

Cratuctuyeckasi 3HAUYMMOCTh TOJYYEHHBIX PE3yJIbTaTOB MOJICIU MPOBEPSETCS
Ha OCHOBe cepuu TecToB. O1leHKa MOJAENIN MTPOBOJUTCA B 4 dTamna.

Ortan 1: olieHKa HAJEKHOCTH TTOKa3aTes.

Ortar 2: olleHKa HaIS)KHOCTH BHYTPEHHEH COTJIACOBAHHOCTH.

Ortan 3: OlIeHKa KOHBEPT'E€HTHOM TOCTOBEPHOCTH.

Ortar 4. olleHKa JUCKPUMUHAHTHOM JIOCTOBEPHOCTH.

[TepBbrit 5Tan OoNeHKM MOJENN BKIIIOYAET MPOBEPKY TOTO, KaKasi BHICOKAsl YaCTh
JTUCTIEPCHH KAXKIOTO MOKa3aTessi 0OBACHIETCS €ro KOHCTPYKIIMEH, 9TO YKa3bIBaeT Ha
HAJIeKHOCTh MoKa3zaTelsisd. YToObl BEIYUCINTh OOBICHEHHYIO JUCIEPCHUIO MOKa3aTeds,
aBTOp JOJHKEH BO3BECTH B KBaJApaT HArpy3Ky IOKa3aTess, KOTOpasl MpeACTaBIIsIeT
co0Ol JBYMEPHYIO KOPPESLMI0O MEXKAYy I[OKa3aTeleM M KOHCTpyKiued. Takum
o0pa3oM, €ero HaJeKHOCTh YKa3bIBae€T Ha OONIHOCTH MOKa3aTens. PexomeHayercs
HCIIOJB30BaTh (hakTopHbIe Harpy3ku Beimie 0,708, MOCKOJIbKY OHU YKa3bIBaIOT Ha TO,
YTO KOHCTpPYKIUsi o0ObsacHseT Oosiee 50 MPOLIEHTOB JUCHEPCUM IOKa3aTeds,
oOecreunBasi TEM CaMbIM MIPUEMIIEMYIO Ha/IEKHOCTh MTOKA3aTelIsl.

Ha ocHoBanuu Tecta mpoBepsieTCs HAIEKHOCTh M BaUIHOCTH TMOKa3aTelei
(rho_A). B wuccrmenoBaHusix peKOMEHIYETCS, YTOOBI €ro 3HAaYeHHWE COCTABIISAIO
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0,40<rho_A <0,708. OpgHako TpHU TPHUHATUU PEHICHUS 00 YIAICHUH ITOKa3aTels
HEOOXOJIMMO YUUTHIBATH €lIe OHO 00CTOATENbCTBO. OHAKO 11€71ec000pa3HO, YTOOBI
nokasarenu ¢ Harpy3kamu Hxke 0,40 Bcera HCKITIOUAINCh U3 MOJIEH U3MepeHus. B
JaHHOW MOJIETH 11eJIeCO00pa3HO COXPAaHHUTh WX BCE, YUUTHIBAS, YTO KOA(D(UIIMECHTHI
rho_A oonbme 0,40 (tab:. 8).

BocnpunrmaemMoe KauecTBO OTHOCHTCS K IMPEICTABICHUIO TOTpeOUTENIeM
O0IIero KayecTBa WMJIM MPEBOCXOJCTBA MPOIYKTa WU YCIYTM C TOYKH 3PEHHUS UX
IPEAIIONAaracMoro Ha3HA4YeHUs Haj albTepHaTuBamMu.** BocnprHMMaeMoe KadyecTBO
(oO1mas o1eHKa KauecTBa MOTPEOUTENSIMH) SBISIETCS] PE3yJIbTaTOM KaK 0XKHJIaeMOTO0,
TaK M NEPEKHMBAEMOro kauectBa.*® KauecTBO NMINEBBIX NPOLYKTOB O3HAYAET
KayeCTBO XOPOIIMX MUIIEBBIX U MUKPOOHOIOTHYECKUX CBOMCTB. [Ipu 3TOM KauecTBo
NUIIEBOM TPOAYKIMHM BKJIIOYAaeT B ce0sd MeXaHHYecKhe, TeOMETPUYECKUE H
¢uznueckue  KauecTBa, KOTOpPblE  MOXXHO  BOCHPUHHMATH  MOCPEIACTBOM
MEXaHUYECKUX, TAKTUIIbHBIX, 3pUTEIBHBIX U CIYXOBBIX peuentopoB. OmnpeneneHHoe
TaKUM 00pa30M KaueCTBO TaKKe MOXKHO CUMTATh YMOLUOHAIBHBIM.

Taoauna 7
Construct reliability and validity

CKpBITEIE Cronbach‘s . - Average variance
(baiTopm alpha rho_A Composite reliability extracg[e d (AVE)

C -0,161 0,536 0,323 0,517

CE 0,164 0,536 0,004 0,416

CL -0,590 0,849 0,001 0,675

CS -0,400 0,594 0,352 0,540

PK 1,000 1,000 1,000 1,000

PQ 0,405 0,655 0,281 0,416

PV -0,046 0,755 0,186 0,499

Hcxons u3 pe3ynbTaToB IPOBEACHHOTO MCCISAOBAHUS, OpeH 1, paboTaronuii Ha
PBIHKE MOJIOKA U MOJIOYHBIX TIPOJIYKTOB Halllel pecnyOJiuKe, elie He JOCTUT YPOBHSI,
MpU KOTOPOM KOMIIAHMM MOTYT KOHKYPHUPOBATh 3a OpEHIIbI Ha MEXIyHapOJIHOM
ypoBHe. [Ipeanpusitusm, HaleIeHHbBIM Ha (OPMUPOBAHHME HAIMOHAJIBLHBIX OpPEHJIOB
MOJIOKa ¥ MOJIOYHOM MPOJYKIIMH, 11€JIECO00pa3HO Ha OCHOBE pe3yJIbTaTOB aHaIM3a
CTaBUTh CTPATETHUYECKUE 1IEIM, HAMPABJICHHBIC HA PEUICHUE MOJYYEHHBIX KIHOUEBBIX
3ajJad.

B uyerBeproii rmaBe nauccepranmu — «CoBepLIEHCTBOBAHME METO/10JIOTHU
dopmupoBanuss OpeHaa MOJIOKA MW MOJIOYHBIX MNPOAYKTOB)» OIPEICICHBI
TCHJICHITUU HCIIOJb30BaHUS OMBITA MEPEIOBBIX CTPaH B Pa3BUTHUH OpeHIA MOJIOKA H
MOJIOYHBIX TPOJIYKTOB, MPEMIOKEHBl MApPKETHUHTOBBIE CTpaTeruu (HOPMHUPOBAHUS
OpeHIa TPOIYKTOB THTAHUS B YCIOBUSAX 3€JIEHOM DJKOHOMHKH, pa3paboTaHBI
CIIEHAPUHM TIPOTHO3UPOBAHHUS OOBEMOB TMPOU3BOJICTBA TMPOAYKTOB TUTAHUS B
V306ekncrane g0 2030 rona.

Ilepexonq Ha 5JKOMapkeTHHTI TpeOyeT MpeABAPUTEIbHBIX BIOXCHUH, U
BCTPEUAIOTCS TPEACTaBUTENIM OHW3HECA, KOTOphIE OTKa3bIBAIOTCS OT 3aTpar Ha

“Aaker, D. A. (1991). Managing brand equity. New York, NY: The Free Press.
“poulsen, C. S., Juhl, H. J., Kristensen, K., Bech, A. C., & Engelund, E. (1996). Quality guidanceand quality formation.
Food Quality and Preference, 7(2), 127-155. doi:10.1016/09503293(95)00044-5
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COLIMAJIBHO 3HAYKMMBIE MTPOTPAMMBI, MOCKOJIBKY 3aTpaThl HA CO3/IaHHUE 3KOJOTHYECKU
YUCTOTO MPOJAYKTA U MPOABUKEHHE €r0 Ha PhIHKE B TAKOM BUJE 3HAYUTEIbHBI IS
kaxxgoro upennpustusa. .I'pant B mupoko oOcyxnaemor kHure «Manudect
3eJI€HOr0 MapKeTHHIa»*® IIepBOHAYaIbHO yTBEPIKIA, YTO HEPBBIM IIArOM Ha IIyTH K
KU3HECTIOCOOHOMY  3€JI€HOMY  MAapKETUHIy OBUIO  OCO3HAaHHE TOTO, YTO
AKOJIOTUYECKHE MPOOJIEMbl TPeOYIOT CEPBhE3HBIX YIYUYIICHUH, a HE KOCMETUYECKUX
n3MeHeHnil. Kak oTMeuaer aBTOp, «3€JI€HBIH MAPKETHHT — 3TO KOMIUIEKC TIyOOKHX
pedopm». Tem He MeHee, COTTACHO CETOTHSIIHEW MPAKTHUKE, CTPATEeTUsl 3€JIEHOTO
MapKeTHHra TpeOyeT MOCTEIIEHHOTO BHEAPEHUs ATHUX pePopM A JOCTHUKCHHS
JOJITOCPOYHBIX M BaXKHBIX PE3YyJIbTaTOB.

{ N\ N\
Ixtiyoriy < >[ Majburiy
| J )
/\ ) (e ) ( ;
Mahsulotni tasdiglash ISO toifa | Xavfli belgilar
Ko’p mahsulotli Ko’p mahsulotli \ J
guruhlar 1L guruhlar/mezonlar p L N
- QABCD 7| “GECAAL) e ~ Standartlarga
- Peyzaj -(GER) I-line turi (1SO emas) muvofigligi
\-ACF ) -Ekologik tanlov Yagona mahsulot L
Guruhlari va mezonlari e L 2
/Malumotlar bazasini\ / . \ | "FSC Xalgaro Tarkib
sotib olish ISO toifa ll -MSC Xalgaro deklaratsiyasi
Ko’p mahsulotli Ko’p mahsulotli -GreenSTAR (AU) N /
quruhlar % N guruhl_ar/mezonlar -LEED (AQSH+CA) 11
-Eko sotib olish NI :g';;;'éhlangan 522[}??’ ;It(‘;"g J;a'qam Milliy reyting
“Ekologik -Mobius halgasi -Issigxona uchun qulay sxemalari
spesifatsiyasi (AU) (AU) WELS
L J Energy LABEL
i 0\ é ] N\ RATING (AU)
Ijtimoiy ahloqgiy ISO toifa Il \
yorliglash Ko’p mahsulotli II
Ko’p mahsulotli <ﬁ guruhlar/mezonlar 4 ] ]
guruhlari -EDP (Envtl Product Tadgiqgot va sinov
Fairtrade Declaration) muassasalari
-Oziq ovqat bo’yicha -NATA
- J \ J -AFRDI (AUS)
\§ )

Puc. 5. Knaccupukanus 3xK0J10rn4ecKux Npu3HaKoB

DKoJiornyeckasi MapKupoBKa (Takke « IKOMapKUPOBKa») U «3€JI€HbIE CTUKEPHI»
- 3TO CHCTEMBbl MAapKHUPOBKH TMPOAYKTOB MHUTAaHUS M TMOTPEOUTEIHCKHX TOBApOB.
Hcnonb30BaHne HKOMApKUPOBKHA SBIAECTCA JOOPOBOJBHBIM, a HCIOJIH30BAHHUE
3€TICHBIX CTHUKEPOB MPEAYCMOTPEHO 3aKOoHOM; Hampumep, B CeBepHoll Amepuke
KpyrHasi ObITOBas TEXHUKA M aBTOMOOWIM wHcnoyib3ytoT Energy Star. Ownu
MPEACTABISIIOT cO00i (opMy H3MEpEeHUs YCTOWYMBOCTH, OPUEHTHPOBAHHYIO Ha
MOTpeOuTENsI, KOTOpasi 00JIeTYaeT y4eT HKOJIOTHYECKUX MPOOJIEeM TPH COBEPIICHHUH
nokymnok. HekoTopble MapKHUpOBKM KOJUYECTBEHHO OINPEACISAIOT 3arpsi3HEHUE WIIH
NOTPeOJIEHUE SHEPTUHU C MOMOIIBI0 UHJIEKCOB MM €IUHHI] U3MEPEHUS, B TO BpPEMs
KaK JIpyrue yAOCTOBEPSIOT COOTBETCTBHE HAOOPY NPAKTUK WJIM MUHUMAJIbHBIM
TpeOOBaHUSAM K YCTOMYMBOMY Pa3BUTHIO MM CHIKEHHUIO SKOJIOTMUYECKOTo yiiepoa.

4Grant J. The Green Marketing Manifesto. — Cotnwall, TJ International Ltd, 2007.
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MHorue 3KOMapKUPOBKHA HANPABIICHbI HA CHUYKEHUE HETaTUBHOI'O BO3JICHCTBUS
Ha OKpYXaloU[yl0 Cpeay MEepBUYHOTO MPOU3BOJCTBA WM JIOOBIYM PECYpCOB B
KOHKPETHOM CEKTOpe WJIM TOBape IOCPEACTBOM Habopa MepefoBbIX MPAKTUK,
OTPAKEHHBIX B CTaHAApTe ycToMuumBoro passutus. IlocpencrBom mpoiecca
IPOBEPKH, HA3BIBAEMOIr0 «cepTuduxanuein», GepMepckoe X035iUCTBO, JIECHOE
XO35IUCTBO, PBHIOOJIOBCTBO WJIM  MECTOPOXKJICHHE MOTYT MPOJAEMOHCTPUPOBATH
COOTBETCTBHE CTAHJIAPTY U MOJYYUTh MPABO MPOJIaBaTh CBOIO CEPTUPHUIIMPOBAHHYIO
MPOIYKLHUIO Yepe3 LEMOYKY MOCTABOK, YaCTO BEAYIIYIO K TOTPEOUTEIIIO.

MapkeTtunroBasi ctparerus (popMuUpoBaHUs OpeHJa MUILIEBOW MPOAYKIHUH B
YCIOBHSIX 3€JICHOM SKOHOMHUKM 3aHMMAET KIIOYEBOE MECTO B KOPIOPATUBHOMN
CTpAaTeTUX TPEINPUATHSA, a COBPEMEHHOE TMPEANPHUATHE TMPEACTABISET COOOM
MOTEHIMAIIBHO  MOIIHBIA  HMHCTPYMEHT,  CIIOCOOHBI  aJanTUpPOBAThCS K
M3MEHSIOUIMMCS YCIOBUSIM BHEIIHEH cpefipl. CleayeT OTMETUTh, YTO 3TO BO3MOXKHO
clenaTh, €CIM MAapKETUHIOBas CTPATErus NPEAIoaraeT CHUCTEMHBIA IOIXOJ,
MO3BOJISIONIUN MIPEANPUATHIO 00ECIIEUUTh OallaHC 1 001IKe HATIPaBJICHUS POCTa.

OnuH 13 MOAXO0/0B K BRIOOPY THUIIA «IKOJOTHUUECKOW» cTpaTerun (GUpMbI ObLI
npeacrasien C. XomneHceHOM. ONMCaHbl YETHIPE BO3MOXKHBIE CTpaTeruu, BHIOOD
KOTOPBIX 3aBUCUT OT TOrO, Kak OpraHuh3alnus CO34aeT LUEHHOCTb Il CBOMX
«3€IIeHBIX» KIMEHTOB U HACKOJBKO OHA AKTHBHA B PEAM3allui U3MEHeHui +'.

«3aIMTHBIM 3eJIeHbI»: 3Ta CTPATETHsl UCIOJb3YET 3€JICHbIA MapKETUHI B
OTBET Ha KPU3HUC, B KAYECTBE MEPBI MPEAOCTOPOKHOCTU WJIM B OTBET HA JCHCTBUA
KOHKYpeHTOB. KoMMmaHuu oOmpeAenuii CEerMEHThl «3€JICHOT0» MNOTPEOUTEIbCKOTO
pPhIHKA KaK MOTEHIMAIBHBIX MOTPEOUTENEH, KOTOPhIX OHM B HACTOSIIEE BpeMs HE
MOTYT MPUBJIEYb, HO PAJl TEKYIIMX MEPONPHUATUN MO3BOJUT UM YIYUIIUTh OOUIUN
UMUK OpeHa.

«TemHO-3es1eHBIID>: KOMIIAHUK OEpyT Ha ceOsl 3HAYMTENbHbIE (DMHAHCOBBIE U
HEMaTepualbHbIe 0053aTeNbCTBA, WHBECTHPYS B JOJTOCPOYHBIC MPOIIECCH TIO
CO3/ITaHUI0 IKOJOTMYECKU YHCTOW MPOAYKUHUU. DTH KOMIIAHHH MOTYT CYIIECTBEHHO
OTJIMYATbCSI OT CBOMX KOHKYPEHTOB M IOJy4aTh KOHKYPEHTHBIE NPEUMYLIECTBA
Omaromapsi CBOMM JEHCTBUSAM. TeM HE MeHee, KOMIAaHWUU TMPEeAINOYNUTaIOT
UCIIOJIb30BaTh MAapKHUPOBKY «IKOJIOTHYECKass O€30MacHOCThY» MPOAYKIIMH Kak
BTOPOCTENIEHHYK0 M OTHAKOT IPUOPUTET APYTUM XapPaKTEPUCTUKAM NPOAYKLIHH,
KOTOPBIE TIO3BOJISIIOT UM TOJIy4aTh MAKCUMAIIbHYIO TPUOBLITb.

«Ype3BbIYallHO 3eJIeHbIN»: KOMIIAHUWA 3TOTO TUINA OCHOBAaHbl Ha CIIOKHBIX
MpaBUJIaX IKOJOTHYECKOr0 MapKETUHTA U LIEHHOCTAX, TOATOMY CTaparoTCsl B MOJHOU
Mepe YYMTBHIBATh BOIPOCHI 3aIlUTHI OKpY)Karolleh cpeapl B cBoeM OusHece. OHuU
AHAIM3UPYIOT BECh JKU3HEHHBIM IIUKJI MPOAYKTAa M €ro BIWSHUE HA OKPYKAIOIIYIO
cpeny, YIpaBIAOT KOMIIAHUEN HA OCHOBE KQUYECTBEHHOM dKOJIOTMUYECKOU MTOJIUTUKU U
HAMNpaBJIAIOT CBOU MPOAYKTHI U YCIYTH B CHEIUAIM3UPOBAHHBIE CETMEHTHI PhIHKA.

HecMoTpsi Ha pa3nuuHble TPENCTaBICHHBIE TOIXOMbI K BBIOOPY CTpaTeruu
«3€JICHOTO» MAapKETHHIa, aBTOP CUMTAET, YTO JAaHHBIE MATPHUIbI HE MO3BOJAKOT B
MOJIHOM Mepe y4ecTh crenuduueckue 0cCOOEHHOCTH OTPacIeBOTO PhIHKA, HAIIPUMED

4"Xonnencen C. TnobGanbubiii mapketunr/ Ilep. ¢ anrn. E. Hocosoii, K. IOpamikesuua. — Mu.: Hosoe 3nanue, 2004,
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pBIHKA MPOAYKTOB TuTaHUs. COOTBETCTBEHHO, 3TO HE B TOJHON Mepe OOBSICHSIET
BO3MOXHOCTH peajn3allid HHUIIUATUB B 3TOM HaIlpaBJICHUU.

[IporHo3Hbie ClieHapuu MPOU3BOJCTBA MOJIOKA M MOJIOYHOM MPOAYKIUU B
Pecniyonuke VY36exkucran g0 2030 roma mpeAcTaBieHbl Ha PUCYHKE HUXKE.
Boinensitorcs 2 crieHapusi: TpOJOJDKEHUE TEKyIIed TeHAeHIMH Oe3 M3MEHEHUN B
OnkaieM OyIylleM OIKCHIBAETCS MHEPLUMOHHBIM CIICHAPUEM M TMPEJICTABICHBI
CleHapUX O0BEMOB MPOU3BOACTBA MPOAYKIUU C UCIOIb30BaHUEM OpEHA-CTPaTEruu
MPEAIPUATHN.
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80131 271.7 aI74534 s oiaid2 042

e :l“""l i ree ae.s 130668306882
6424119 o . 01538.3563

£T0869 00>
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~9— VHepuUOHHBII CLiIEHApUi ~o— CueHapuii crpareruu OpeHa

------- Jluneitnas (CueHapuii ctpateruu 6penna)

Puc. 6. IIporuo3nsie ciieHapuu NPOU3BOACTBA MOJIOKA M MOJIOYHOM NMPOIYKIMH
B Pecnydsiuke Y3oexkucran a0 2030 rona

[To omenkam, 00BEM MPOM3BOJCTBA MOJIOKA W MOJIOYHOH TPOAYKIIUU B
Pecniy6onuke V36ekuctan B 2030 romy nmo MHEPIMOHHOMY CIIEHAPUIO TOCTUTHET /36
683,3 TOHHBI. YCTaHOBJIEHO, YTO TPU HCIOJIB30BAHUHN OpPEHII-CTpPATETUn
MPEANPUATUN-TIPOU3BOAUTENICH  MOJOKA W MOJOYHOM  TPOAYKIMU  00bEeM
MIPOU3BOJICTBA MOJIOKA U MOJIOYHOM npoaykiuu focturaet 1917068,2 ToHHBI.

3AK/IIOYEHUE

B pesynbraTe nccneaoBanus ObLIN CIIETAaHbI CIIEIYIONINE BHIBOIBI:

1. Ilogxoasl K mepcoOHANIM3AMM MOTPEOUTENe B COBPEMEHHOM MAapKETHHIE
TpeOyIOT CO3aHUs MAKCUMAIIBHO TIPUBIIEKATEILHOTO OpeH 1A IS BCEX MPEANPHUITHIA
Y TIOBBIIIEHUSI €r0 CTOMMOCTH. MECTHBIE TIPEINPHUITHS CTATKUBAIOTCS CO MHOTHMH
npoOyieMaMy, CBS3aHHBIMH C TIPOIIECCOM pa3BUTUSL OpeHJa, CO3JaHHuEeM W
M3MEPEHUEM €ro CTOMMOCTH, oOecrieueHueM 3(PPEKTUBHON AECATEIBHOCTU MO €ro
MPOJABUKCHHUIO, HCIIOJIb30BAHUEM COBPEMEHHBIX KOHIICTIINKA CO3AaHus OpeHna.
OTcyTcTBHME OMNBITa Yy TPOU3BOAUTENCH MOJOKAa U MOJOYHBIX MPOTYKTOB
V30ekuctaHa B CO3JaHUM OpeHJAa H TOBBIIIEHUH €ro CTOMMOCTH TpeOyeT
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WCIIOJIb30BAaHUSI HOBBIX MOJXOJOB, HHCTPYMEHTOB M MoOjeneil OpeHIoB B UX
MapKETUHTOBOU JIEATEIbHOCTH.

2. CorinacHO UCCJEIOBAHMIO MEXKJIYHAapOJHOTO OMbITa, €CIM  3amnajaHas
¢dunocodust OpeHIUHTA BBIpaXaeTcss B JAUBEpCU(UKAIIMU, TO a3uaTcKas MOJEINb
JEMOHCTPUPYET OOJIBIIYI0 TMOJUTUKY LEHTpaIu3allud W KOHCoJuJanuu. Mojenb
OpeHauHTa IS YCIOBUM Y30€KHCTaHa MpPEACTaBISIET COOOW CMeCh 3amajHoN |
BOCTOYHOU MOJIc/IEH.

3. B nuccepranmu B CBA3M C KPU3UCHBIMHU SIBICHUSIMH Ba)KHOE MECTO 3aHUMAIOT
HEXBaTKa MpPOJOBOJLCTBUS U MpoOJemMbl obecreueHus ero OezomacHocTU. OHO
OCHOBAaHO Ha TOM, YTO 3(PQEKTUBHO CO3JaHHASI CTpaTErwst OpPEeHIUHTa MECTHBIX
OpeHZIOB MOJIOYHOM MPOAYKIUH, MPOU3BOJUMON MECTHBIMU MPEAIPUATUIMU
V30ekucrana, SABIISIETCS OCHOBHBIM HaIIpaBJIICHUEM oOecrieueHus
KOHKYPEHTOCTIOCOOHOCTH MPEANPHUATHI HA MEXKAYHAPOIHOM PHIHKE.

4. O600mMB pe3yabTaThl U3Y4YeHHUS OpeHJa W Teopud OpeHAMHra y4eHBIMU
MHpa U Halled CTpaHbl, MOXHO O(pOPMYIUPOBATh, YTO MO OPEHIUHIOM TTOHUMAETCS
JESITeIbHOCTh 110 CO3JaHUI0 JIOJIFOCPOYHOTO MPEUMYIECTBA ISl ONpPEAEIEHHOTO
OpOAYKTa, M ILenecooOpa3HO paccMaTpuBaTh €ro KaK Ha IPOLIECC BBIPAKEHUS
IpeuMyIlIecTB OpeHa B BUJ€ YIAKOBKH, OOpallleHUs! K peKjiaMe, BbIICJICHUs] TOBapa
Cpeau KOHKYpPEHTOB.

5. Pe3ynbTarhl MapKETUHTOBBIX UCCIIEIOBAHUMN, TPOBEICHHBIX Ha PHIHKE MOJIOKA
M MOJIOYHOM TPOAYKIHMH PECHyONMKH, TOATBEPKIAAIOT, YTO TMOTpeOIcHHe
HACEJICHWEM  HemepepabOTaHHOTO  MOJOKa  CHIDKaeTcs, a  MHoTpeOseHHe
nepepabOTaHHBIX TOBApOB U3 CBHIPOTO  MOJIOKAa yBenuumBaercs. JlaHHbIe
OOCTOATENHCTBA OMPABIABIBAIOT TO, YTO OJHUM W3 OCHOBHBIX CTPaTETHYECKUX
HANpaBJICHUH  MECTHBIX  OpEHJOB  SIBISIETCS ~ yBEIMYCHHE  CTPYKTYpPHOM
auBepcruUKaIy peIHKA MPOIYKTOB MUTAHUSA Y 30€KHUCTaHa.

6. Ucxonst u3 ombiTa KPYyMHBIX OPEHAOBBIX KOMITAHUM, OCHOBHBIM MPUHITUIIOM
OpeHA-TIOIUTUKU TPOU3BOAUTENEH MOJIOKa M MOJIOYHBIX MPOAYKTOB Y30€KHCTaHa
ABJISIETCS] TpaHcPopMaIus TeKyIeH MPOTyKTOBOM MOJUTUKH B TIOJUTUKY OpEHIUHTA.
[lomutrka OpeHna, HampaBlICHHAs Ha TMpeBpalieHue OpeHJa B CHJIbHBIA OpEeH],
CTaHOBUTCS BCe 00JIee aKTyalbHOM.

/. B wHamel crpaHe JOCTUTHYTHI OTpEIEICHHBbIE pE3yJbTaThl B IUIaHE
pPEryJIIpHOTO  YBEIMYEHHS OOBEMOB  MPOM3BOACTBA  CEIHCKOXO3AHCTBEHHOM
OPOAYKIMH KaK B KOJIMYECTBEHHOM, TaK U B KQU€CTBEHHOM OTHOIIEHWH, U Ha JTOM
OCHOBE — YKpEIUIEHUS MPOJOBOJIBCTBEHHOTO obecmeueHusi. B pesymbprare oO0bem
MIPOM3BOJICTBA OCHOBHBIX BHJOB CEIHCKOXO3IWCTBEHHOW TPOAYKIIMH €)KETOIHO
yBeJMuuBaJICsa. HecmMoTps Ha TO, 4YTO HaceleHUE JKUTEIEH Halled CTpaHbl 3a
aHaJquM3upyeMmble Tonbl yBenuumioch B 1,38 pasza, a oOmias 1uiomaab IMOCEBHBIX
miomane  cokparwiach B 10,8  paza, TNpPOU3BOACTBO  TMIIEHUIBI U3
MIPOIOBOJILCTBEHHBIX MPOIYKTOB yBeauumiochk B 1,80 pasa, kaprodens — B 4,29 pa3za,
oBomel — B 3,95 paza, Oaxun — B 4,73 paza, ppykToB — B 3,62 paza, BUHOrpaaa — B
262 pasa, msaca (B xuBoMm Bece) — B 3,00 pasa, momoka — B 3,03 pasza m sun
B 6,23 pa3a. Camoe TJIlaBHOE, YTO ATOT POCT ObLI OOYCJOBJIEH HE SKCTEHCHBHBIMU
dbakTOpamMu, a WHTCHCHUBHBIMH (DaKTOpaMH, TaKUMHU KaK MPOU3BOJIUTEIHLHOCTH H
NPOAYKTUBHOCTb.
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8. Cyas mo pe3yabTaTaMm MPOBEAECHHOTO HCCIEA0BaHUs, OPEHI0BbIE KOMITAHUH,
paboTarolye Ha PhIHKE MOJIOKA M MOJIOYHOM MPOIYKIMHU, HE TIOCTUTIIA TOrO YPOBHS,
Ha KOTOPOM OHHM MOTYT KOHKYpHUPOBaTh C OpeHIaMu MEXIyHapOJIHOTO YpPOBHS.
[IpeanpustusiM, CTpeMSIIIIUMCS CO3AaTh HAITMOHAJIbHBIE OPEH]IbI MOJIOKA U MOJIOYHOM
OPOAYKIMH, CIEAYET NOCTABUTh CTPATErMUYECKUE 1€, HAIIPABICHHBIC HA PEIICHUE
OCHOBHBIX 33/1a4, IOJIYYEHHBIX 10 PE3YyIbTAaTaM aHAIH3A.

9. s mony4eHHBIX pe3yJbTATOB CTajJO0 U3BECTHO, YTO Ha JIOSJIBHOCTD
MOTpeOUTENEl MOJOKAa W MOJIOYHOM MPOAYKLUHU OTPHULATEIBHO BIMIET TOJIBKO
PQ-oxunaeMblii moka3zaTenb KauecTBa. BnusHue apyrux (GakTopoB HMMEET
noNoKUTENbHBIN dPdext. Cyns mno pe3ylbTaTaM HCCIEAOBaHUsA, OpEHIOBbIC
KOMITaHHH, paOOTarolue Ha PhIHKE MOJOKA M MOJOYHOM MPOAYKIMH, BBIIUIA Ha
YPOBEHb MEXIYHApPOJHON KOHKypeHIMH OpeHnoB. llpennpustusM, crpemsmmmcs
co3JaTh HALMOHAJIbHbIE OpEeHABl MOJIOKA W MOJIOYHOM NPOAYKIUH, CIEIyeT
IIOCTaBUTh CTPAaTErMYECKUE LN, HANPABICHHBIE HA PEIICHHWE OCHOBHBIX 3ajad,
IIOJIYYEHHBIX IO pe3yibTaTaM aHaJIN3a.

10. B Hacrosimiee BpeMs OINpeAeNeHHBIH TOBap, KaXAoe MNpeAnpusTue-
IPOU3BOJUTEID MPOTYKIIUU KOHKYPEHTOCIIOCOOHO TOJIBKO B TOM CIIy4ae, €CIU TaKou
TOBap MOJIB3YETCSl CIIPOCOM Y MOTPEOUTENEH, MOJIb3YyeTCsl MOMYJISIPHOCTBIO CPEIH
IPYIUX TOBApOB, a MPEANPHUITHE, IPOU3BOIAIIEE TAKOW TOBAP, UMEET CBOM UMUK U
[IOJIOKUTENBHYIO  penyTanuip.  Takoe — Opeanpustie  MMEET  XOPOUIYHO
pPEHTA0EIbHOCTh, TPUOBLIb, TOXOAHOCTh, OHO LICHUTCS CPEIU APYTUX OTpacie.

11. MHorue KOMIAHUM CTaparoTCd CIEI0BAaTh CTPATErHsIM pa3BUTUS TAKUX
KOMIAHUW, HWHBECTUPYS TakuM oOpa3oM B peKjIaMy CBOEH MPOAYKIIUHU.
[lonynsspHOCTH MPOAYKTA — OTO €ro COOCTBEHHBIM «OpeHm». bpenn — 3T10
OTpeIeNICHHBI HA0Op accolMaiuii, MOTpeOUTENLCKUX IIEHHOCTEH, e MpoayKTa, U
4yeM nomyJsipHee OpeHl, TeM OH ycrelinee. B nanHoi pabote paccMaTpeHbl MOHATHS
«Opena» u «openauHry. Ha aTy Temy ObUIO MpOBEEHO MHOXKECTBO HAYUYHBIX CTaTeH
U HCCIENOBaHUI, a TAKKE IMPEJICTABICHbl MHEHUS MHOTMX aBTOPOB, HW3y4YaBIINX
JTAHHYIO TEMY.

12. B auccepranuu M3y4deHbl METOJbI OIIEHKM CTOMMOCTH OpeHIa MOJOKa U
MOJIOUHOM mnpoaykuumu. Ha ocHoBe KOI()(PUIMEHTHBIX KPUTEPUEB MOJEIH
u3BecTHOro skoHoMucra C.M. AnTomkuHa pa3zpaboTaHa aBTOpPCKash MOJAENb OLICHKH
CTOMMOCTH OpeH/a MPOJIOBOJILCTBEHHBIX TOBApOB M Ha OCHOBE KOPPEISIUOHHO-
perpeccuoHHOro aHanusa 3p(EeKTUBHOM COCTABIIAIONICH OIpe/iesieHa €€ 3aBUCUMOCTb
ot (hakTopHOoro nokaszatens aBropoB K. Ilupcona, X. Cnupmena. [IpeumymiectBom
MOJENIA SIBJIIETCA CTENEHb 3aBUCHUMOCTH N0 4 TMOKa3aTelsiM IO CPaBHEHUIO C
ypoBHEM OOIIMUX TmMoKa3zaTenel (opMupoBaHusi OpeHIa MOJIOKAa U MOJIOYHBIX
MPOJIYKTOB, TMPU OTOM  YCTAaHOBJIEHO, YTO JaHHas  OLEHKa  SBJSETCS
camomnoJiiepkuBatonieiics. B auccepranuu moka3zaHo, YTO OJUH KPUTEPHUM OLEHKH
OpeHaa 3aBUCUT OT YpPOBHS OTHOIIEHUSI K OpEHIy, TO €CTh MEPBBIM KpuUTEpUid
BKJIIOUAET NMPEABAPUTEIHHO OCBEIOMIIEHHBIX MOTpeOUTENeH, B pe3yibTare 4ero oH
MOKAa3bIBACT ypPOBEHb OTHOUICHHMSI C KamuTajioM OpeHjJa 10 KpPUTEPUIO
OCBEJIOMJICHHOCTH, @ BTOPOM KpUTEPUIl — MOTPEOUTENTH, UMEIOIIUE TPEICTaBICHUS
o OpeHze, UTO BbIpaXKaeTcsi YPOBHEM OTHOIIECHHS C KalWTajioM OpeHJa COIJIacHO
KPUTEPHUIO TIPEACTABICHHS. TpeTuit KpUTepuii — TOTPEOUTENH, COBEPIIUBIIHIEC
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NpPOOHYIO TOKYIIKY, 3TOT KPUTEPUI yKa3bIBAET HA YPOBEHb OTHOILIEHUS C KalUTaIOM
OpeHaa N0 KPUTEPUIO OTHOLIEHMSI, @ YETBEPThIA KPUTEPHUIl BKIIOUAET NOTPEOUTENEH,
JOSUTBHBIX K OpEH/y, YTO YKa3bIBAaCT Ha YPOBEHb OTHOIIECHUS C KallUTAJIOM OpeHAa 110
KPUTEPUIO JIOSUIBHOCTU. [IATHII KpUTepuil — 3TO JOXOJHOCTh OOILIEH CTOMMOCTH
KanuTana OpeHaa, KOTopasl yKa3bIBaeT Ha YPOBEHb OTHOIICHHUS C KalUTajIoM OpeHjaa
10 KPUTEPUIO PEHTA0ETIBbHOCTH.

13. CornacHo pe3ynapTaTaM UCCIEJOBaHMUS, B MHUpPE pacTeT KOJIUYECTBO
KOMIIaHUH, KOTOpbIE MPUBIEKAIOT K peain3alii CTPATETHUYECKUX 3a/ay JUACPOB B
obimactm OpeHmuHra paboromarens, Hampumep, Google, Starbucks, Deloitte,
Deutsche Bank u nmp., HECOMHEHHO, TOSIBSTCSI HOBBIE CHTYallUd B OpTaHU3AIMsIX,
CYMEBIIUX CO3AaTh IeHHOCTh HR-OpeHnuHra, a Takxke MOTpeOUTENbCKUX OPEeHIOB.
[Tomumo Bcero BbImenepeuncieHHoro, HR-OpeHauHr — 310 cuctema ynpaBJieHHUs
KOpIOpaluen, pearupyrolas He TOJIbKO Ha paclpe/IesIeHne YeI0BEUYECKUX PECYPCOB
OpraHu3aluy, HO U Kanutajga kommaHud. Cyns 1o pesyjbTaTaMm IPOBEIECHHOTO
UCCIIEIOBaHMsI, OpEHI0BbIE KOMIIAHUH, pa0OTalOLMEe Ha PHIHKE MOJIOKA U MOJIOUHOM
OPOAYKIHMH, HE JOCTUIJIIM TOTO YPOBHS, HA KOTOPOM OHHU MOTYT KOHKYPHpPOBAaTh C
OpeHaamMM MeEXAyHapogHOro ypoBHA. IlpenmpustusiM, cTpemsiuMcs CcO3AaTh
HAllMOHAJIbHbIE OpEHIbl MOJIOKA M MOJOYHOW NPOIYKIMH, CJIEIYyEeT IOCTaBUTh
CTpaTernyeckue LENH, HalpaBJICHHbIE HA PEUICHHE OCHOBHBIX 3a/lay, MOJY4YEHHBIX
0 pe3yJibTaTaM aHaJlu3a.

14. Tlo pe3synbratam uccienoanus, B 2030 rogy o0beM MPOU3BOACTBA MOJIOKA
¥ MOJIOYHOM mpoAyKiuu B PecnyOnrke Y30eKkUCTaH O MHEPIUOHHOMY CLIEHAPHUIO
ngocturaeT 736 683,3 ToHHBI. BEBISBICHO, YTO MPH KMCMOJIB30BAaHUN OpEHA-CTPATETHH
MPEANPUATUA-TIPOU3BOAUTENICA  MOJOKA W  MOJOYHOM  OPOAYKUUMU  00BEM
MIPOU3BOICTBA MOJIOKA U MOJIOYHOM mpoayKiuu gocTturaetr 1917068,2 ToHHBI.
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RESUME (Abstract of DSc dissertation)

The purpose of the research work is to develop scientific proposals and
practical recommendations for improving the methodology of milk and dairy brands.

The tasks of the research are:

Improving the methodology of formation and evaluation and evaluation of milk
and dairy brands;

substantiation of scientific-theoretical, scientifically and scientifically and
practical methodological and practical aspects of the formation of the brand economy
and brand concepts and brands;

interpretation of scientific andorological and methodological bases of use of
branding strategies in increasing the competitiveness of milk and dairy;

development of theoretical and methodological foundations for the assessment
of milk and dairy brands;

Determining factors of increasing the value of local enterprises based on the
study of world experience in the value of the brand;

Creation of a methodology for evaluating the value of milk and dairy brands;

analysis of development trends of the global food market and their brand,;

Substantiation of directions for the development of brand strategies on the basis
of analysis of the current state and dynamics of the food market in Uzbekistan;

Determining strategic opportunities based on statistical analysis of the brand of
milk and dairy products;

preparation of proposals for the use of experience in advanced countries in the
development of milk and dairy products;

Development of a marketing strategy for the formation of milk and dairy brands;

Development of forecasting scenarios for the development of consumer and
dairy brands for milk and dairy brands for milk and dairy brands.

The object of the research is branding activity of enterprises and businesses
producing milk and dairy products.

The subject of the research is considered to be socio-economic relations that
arise in the improvement of methodology of dairy and dairy brands.

The scientific novelty of the research are as follows:

according to the methodological approach, the concept of "competitiveness of
milk and dairy products brands" and the calculation of its effects are causal factors
such as consumer satisfaction with the brand, product awareness, quality expected by
the consumer, the value given to the product by the consumer, and consumer
improved in terms of the interaction of effect factors such as consumer experience,
consumer propensity;

the organizational-economic mechanism of milk and milk products brand
formation has been improved by taking into account the multiplier effects generated
at each stage of brand formation;

Brand equity assessment methodology for milk and dairy products is awareness
[R_1=0.0625], perception [R_2=0.111], attitude [R_3=0.014], disposition
[R_4=0.053] and profitability [R_5=0.025] describing brand equity assets. improved
on the basis of entering the optimal value of the coefficients according to the criteria;
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green marketing strategies aimed at creating an eco-breed in the minds of
consumers have been improved based on the creation of a set of eco-labels on milk
and dairy products;

Based on medium- and long-term trends of consumer level changes for food
product brands in the national market, forecast scenarios have been developed until
2030.

The practical results of the research include the following:

the methodology for evaluating the effectiveness of economic management of
water resource use has been improved,;

in order to improve the efficiency of the economic management of the effective
use of water resources, the "Uzsuvtaminot™ company proposed to revise the water
supply tariff in Surkhandarya, Kashkadarya and Tashkent regions;

a new approach to economic management of the use of existing water resources
was developed;

based on proposals for increasing the efficiency of effective use of water
resources, introducing innovative water-saving technologies in agriculture and
industry, and improving the reclamation of irrigated lands;

Based on the data of the official statistics of Uzbekistan, an information array
was created that includes the spatial-dynamic description of water consumption and
economic growth indicators of the economy in general, agricultural production, water
consumption and in the agrarian sector, a statistical cluster analysis was carried out in
order to identify similar groups of the regions of the Republic of Uzbekistan
according to economic growth indicators;

Quantitative "cause and effect” analysis for specific regions and regional
clusters in order to determine the direction of interaction between indicators of water
consumption dynamics in agriculture and indicators of economic growth the
specificity of these relations was assessed, and indicators of water consumption
efficiency management were developed, taking into account the regional
characteristics of the economic system's "relationship” to water use in agricultural
production;

Econometric models expressed in systems of simultaneous equations, which are
reflected in the growth of agriculture and economy, have been developed taking into
account the systemic relationships that describe the efficiency of water consumption
in the agriculture of the regions of the Republic of Uzbekistan.

Implementation of research results. Based on the proposals developed to
improve the development of activities and entrepreneurs producing milk and dairy
products:

According to the methodical approach, the concept of "competitiveness of milk
and dairy products brands" and the calculation of its effects are causal factors such as
consumer satisfaction with the brand, product awareness, quality expected by the
consumer, the value given to the product by the consumer, and consumption. The
theoretical and methodological information on the improvement in terms of the
interaction of the effect factors, such as consumer experience and consumer
inclination, was used in the preparation of the textbook "Organization of trade by
product groups” recommended for students of higher educational institutions
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(Uzbekistan Order No. 233 of the Ministry of Higher Education, Science and
Innovation of the Republic of July 19, 2022). As a result of the implementation of
this scientific proposal in practice, it was possible to further expand students'
theoretical knowledge and skills regarding the concept of competitiveness of milk
and dairy product brands and the calculation of its effects;

The proposal to improve the organizational and economic mechanism of milk
and milk products brand formation by taking into account the multiplier effects
generated at each stage of brand formation was introduced into the marketing
activities of enterprises within the Food Industry Association of Uzbekistan (2023 of
the Food Industry Association of Uzbekistan Reference No. 10/45/07-23 of July 10).
As a result of the implementation of this scientific innovation, in 2022 compared to
2021, it was possible to increase the brand value of the "Tamim™ and "Alsafi" brands
of "Bio Natural Food" LLC by 15%, and the weight of loyal customers from 12% to
25%;

Brand equity assessment methodology for milk and dairy products is awareness
[R_1=0.0625], perception [R 2=0.111], attitude [R_3=0.014], disposition
[R_4=0.053] and profitability [R_5=0.025] describing brand equity assets. the
proposal for improvement based on the introduction of the optimal value of the
coefficients according to the criteria was introduced into the marketing activities of
enterprises within the Food Industry Association of Uzbekistan (order of the Food
Industry Association of Uzbekistan dated July 10, 2023 No. 10/45/07-23 'reference).
As a result of the implementation of this scientific innovation, it was possible to
increase the market share of the "Dobroye derevenskoye utro"/"Kind village
morning" brand of "Dil-Bah Dairy Group" LLC by 1.2%, and the volume of product
sales by 1.6%;

The proposal to improve green marketing strategies aimed at creating an eco-
breed in the minds of consumers based on the creation of a set of eco symbols on
milk and dairy products was introduced into the marketing activities of enterprises
within the Food Industry Association of Uzbekistan (2023-2023 of the Food Industry
Association of Uzbekistan reference No. 10/45/07-23 dated July 10). As a result of
the implementation of this scientific innovation, the volume of sales of products
packaged in tetraparks under the brands "Dobroye derevenskoye utro” and "Tamim"
of "Dil-Bah Dairy Group” LLC increased by 42.4%, and the volume of sales of
products of "Bio Natural Food" LLC increased by 42.4%. It was possible to increase
the number of regular consumers by 11.1% and by 16.5%;

Based on medium- and long-term trends of consumer level changes in the
national market for food product brands, forecast scenarios developed until
2030 were used by the Food Industry Association of Uzbekistan to develop long-term
development programs (O Reference number 10/45/07-23 of the Food Industry
Association of Uzbekistan dated July 10, 2023). As a result of the introduction of this
scientific innovation into practice, it was possible to increase the level of consumers'
inclination for dairy processing enterprises of "Bio Natural Food" LLC and "Dil-Bah
Dairy Group" LLC.
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Approbation of the research results. The results of this study were reported at
2 national and 3 international scientific conferences.

Announcement of research results. Published overall 30 scientific works,
including 2 monographs, 10 scientific articles, 6 scientific articles in foreign scientific
journals and 3 lectures and theses, recommended by the High Attestation Comission
of the Republic of Uzbekistan.

The structure of the dissertation. The dissertation consists of the introduction,
4 chapters, 12 paragraphs, lists of references, and the size of it is 205 pages.
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