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KIRISH (iqtisodiyot fanlari doktori (DSc) dissertatsiya annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahonda to‘qimachilik
sohasida qo‘shimcha qiymati past bo‘lgan ishlab chiqarish jahon to‘qimachilik
sanoatida ustunlik qiladigan Xitoydan ishlab chigarish xarajatlari past bo‘lgan
boshqa iqtisodiyotlar hisoblangan Vetnam, Hindiston, Bangladesh va Efiopiya kabi
mamlakatlarga ko‘chib o‘tish tendensiyasi kuzatilmoqda. Fitch Solutions
ma’lumotlariga ko‘ra, Xitoyning jahon to‘qimachilik eksportidagi ulushi 2015 va
2024-yillar oralig‘ida 38,3 foizdan 29,1 foizga qisqargan. Ta’minot zanjiridagi
uzilishlar, shuningdek, ba’zi Yevropa kompaniyalarini Xitoydan Turkiyaga va
Sharqiy Yevropaga offshor to‘qimachilik ishlab chiqarishga jalb gilishga yuqori
ahamiyat qaratmoqda.! Mazkur holatlar iste’molchilarning doimiy ravishda kiyim-
kechak mahsulotlariga ehtiyojlarini qondirishda tikuv-trikotaj korxonalarida
assortiment siyosati samaradorligini oshirishni talab qilmoqda.

Jahon to‘qimachilik bozorida talab tarkibida segmentlar ko‘payishi, moda
sikllari qisqargan, ko‘p-kanalli tizimini shakllanishi, ESG va doiraviy iqtisodiyot
tamoyillar bo‘yicha yuqori talablar belgilanishi, geoiqtisodiy xatarlar (logistika
uzilishlari, tariflar, “nearshoring/reshoring”) tufayli to‘qimachilik korxonalarining
assortimentni mintaqaviy lokallashtirish va tez qayta-konfiguratsiya qilish, tez
moda (fast fashion) davrida ortiqcha zaxira/defitsitni samarali rejalashtirish,
ko‘pkanalli assortimentini muvofiqlashtirish, sifat va sertifikatlash talablariga
tezkor moslasha oladigan marketing strategiyalarini ishlab chiqishni talab etmoqda.

To‘qimachilik sanoati O‘zbekiston Respublikasining yuqori lokomotiv sanoat
tarmog ‘1 hisoblanib hududlarda yangi loyihalarni amalga oshirish, yangi mahsulot
turlarini ishlab chiqarish, aholi bandligini ta’minlash va ish o‘rinlarini yaratish,
solig va boshga ijtimoiy to‘lovlarni to‘lashda yetakchilardan biri hisoblanadi.
2024-yil yakunlariga ko‘ra to‘qimachilik sohasida 12 000 dan ziyod korxona
faoliyat yuritib kelmogda. O‘zbekiston Respublikasi Prezidenting 2025-yil
30-yanvardagi PF-16-son ““O‘zbekiston — 2030 strategiyasini “Atrof-mubhitni
asrash va “yashil iqtisodiyot” yilida amalga oshirishga oid davlat dasturi
to‘g‘risida”gi Farmonida “To‘qimachilikda ip-kalavani gayta ishlash darajasini
62 foizga yetkazish™ vazifalari belgilab berilgan. 2020-yildan keyingi davrlarda
O‘zbekiston xalqaro hamjamiyat tomonidan to‘qimachilik sanoatida ijtimoiy
muhofaza, ijtimoiy tenglik va javobgarlik tamoyillariga mos ravishda
rivojlanayotgan sanoat keng e’tirof etildi. Bu borada, Xalgaro mehnat tashkiloti va
Xalgaro moliya korporatsiyasining O‘zbekistonda rasman Better Work dasturi o‘z
faoliyatini boshladi. Shu bilan birgalikda global zanjirga kirish uchun paxta
yetishtirishda shaffoflik va barqarorlikka asosan ish olib borish magsadida Better
Cotton tashabbusi 2023-yildan paxta-to‘qimachilik klasterlari bilan hamkorlik
gilmogda. Bu esa Disney, Nike, H&M, Zara kabi yirik brendlarga mahsulot
yetkazib berish imkoniyatlarini bir necha barobarga oshirishga imkon yaratadi. Bu
esa O‘zbekiston to‘qimachilik korxonalarida mahsulotlar assortimentining
marketing boshqaruvi metodologiyasini takomillashtirishga qaratilgan ilmiy

! https://www.linkedin.com/pulse/how-global-economic-status-impact-textile-qnryc



tadqiqot ishlarini jadallashtirish hamda mazkur yo‘nalishda innovatsion faoliyatni
samarali joriy etishni talab etadi.

O‘zbekiston  Respublikasi  Prezidentining  2023-yil  2-sentyabrdagi
“To‘qimachilik sanoatini moliyaviy qo‘llab-quvvatlash bo‘yicha qo‘shimcha
chora-tadbirlar to‘g‘risida”gi PF-155-son hamda 2023-yil 11-sentyabrdagi
“O‘zbekiston—2030”  strategiyasi  to‘g‘risida”gi  PF-158-son  farmonlari,
O‘zbekiston Respublikasi Vazirlar Mahkamasining 2022-yil 30-sentyabrdagi
“To‘qimachilik va tikuv-trikotaj korxonalarida chuqur qayta ishlash va yuqori
go‘shilgan qiymatli tayyor mahsulotlar ishlab chiqarishni hamda ularning
eksportini moliyaviy qo‘llab-quvvatlashni yanada kengaytirish chora-tadbirlari
to‘g‘risida”gi 556-son qarori va sohaga oid boshqa me’yoriy-huquqiy hujjatlarda
belgilangan vazifalarni amalga oshirishda mazkur dissertatsiya tadqiqoti muayyan
darajada xizmat qiladi.

Tadqiqotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘ligligi. Dissertatsiya tadqiqoti respublika fan va
texnologiyalari rivojlanishining I. “Demokratik va huquqiy jamiyatni ma’naviy-
axlogly hamda madaniy-ma’rifiy rivojlantirish, innovatsion iqtisodiyotni
shakllantirish” ustuvor yo‘nalishlari doirasida bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadqiqotlar sharhi.
To‘gqimachilik sanoatini rivojlantirish, to‘qimachilik mahsulotlari ishlab chiqarish
va ularni sotish bilan bog‘liq tadqiqotlar, tarmoq korxonalarida marketing
tadqiqotlarini o‘tkazish, marketing strategiyasini ishlab chiqish hamda ular
yordamida global bozorlardagi iqtisodiy jarayonlarni tadqiq etish bilan bog‘liq
bo‘lgan ilmiy izlanishlar jahonning yetakchi ilmiy markazlari va oliy ta’lim
muassasalarida, jumladan, AQShning Massachusets texnologiyalar instituti?
(Massachusetts Institute of Technology), Kaliforniya texnologiyalar universiteti’
(California Institute of Technology), Rays universiteti* (Rice University), Nyu-
York wuniversiteti (New York University) Garvard universiteti® (Harvard
University), Xitoyning Pekin texnologiyalar universiteti® (Beijing Institute of
Technology), Chunsin universiteti (Chongqing University), Dalyan texnologiyalar
universiteti (Dalian University of Technology), Sharqiy Xitoy politexnika
universiteti (East China University of Science and Technology), London
universiteti (University of London); Xitoy fan va texnologiyalar universiteti,
Bombey hind texnologiya instituti (Indian Institute of Technology Bombay),
Hindiston ilmiy instituti (Indian Institute of Science), Dehlidagi hind texnologik
instituti (Indian Institute of Technology Bombay), Sankt-Peterburg davlat

2 American Apparel and Footwear Association. Apparelstats. 2021. Available online: https://www.aafaglobal.org
(accessed on 26 April 2022).

3 Lujan-Ornelas, C.; Giiereca, L.P.; Franco-Garcia, M.-L.; Heldeweg, M. A life cycle thinking approach to analyse
sustainability in the textile industry: A literature review. Sustainability 2020, 12, 10193.

4 U.S. Environmental Protection Agency. Advancing Sustainable Materials Management: 2018 Fact Sheet.
Available online: https://www.epa.gov/sites/default/files/2021-1/documents/2018 ff fact sheet dec 2020 fnl 508.
pdf(accessed on 26 April 2022).

5 Sandin, G.; Peters, G.M. Environmental impact of textile reuse and recycling-A review. J. Clean. Prod. 2018, 184,
353-365.

6 Johnson, S.; Echeverria, D.; Venditti, R.; Jameel, H.; Yao, Y. Supply chain of waste cotton recycling and reuse: A
review. AATCC J. Res. 2020, 7, 19-29.
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igtisodiyot va moliya universiteti (Rossiya), O‘zbekiston Respublikasi Vazirlar
Mahkamasi huzuridagi Makroiqtisodiy va hududiy tadqiqotlar instituti,
O‘zbekiston Respublikasi Prezidenti administratsiyasi huzuridagi Iqtisodiy
tadqiqotlar va islohotlar markazi, shuningdek, Toshkent davlat iqtisodiyot
universiteti, Toshkent to‘qimachilik va yengil sanoat instituti, Farg‘ona davlat
universiteti hamda Urganch davlat universitetlarida (O‘zbekiston) olib borilmoqda.

Hozirgi vaqtda to‘qimachilik sanoatida mahsulotlar assortimentini samarali
boshgqarish, o‘rta va uzoq muddatli marketing strategiyalarini ishlab chiqish, ular
orgali milliy, mintaqaviy hamda jahon bozorlaridagi tendensiyalarni tahlil qilish va
prognozlash masalalari bo‘yicha xalgaro darajada gator ilmiy yutuglar qo‘lga
kiritilgan. Jumladan: mintaqaviy bozorlar barqarorligini ta’minlash va ularni
optimal tartibga solish usullari ishlab chiqilgan (The University of Michigan,
AQSH); jahon bozorida to‘qimachilik mahsulotlariga bo‘lgan talab o‘zgarishining
demografik jarayonlar bilan bog‘ligligi modeli yaratilgan (Beijing Institute of
Technology, Xitoy); yangi mahsulotlarni bozorga olib kirish va bozorlarda
faoliyatni kengaytirishga qaratilgan strategiyalarning ahamiyati asoslab berilgan
(Indian Institute of Management, Hindiston); korxonalarning marketing faoliyatini
raqamli transformatsiya qilishga qaratilgan innovatsion vositalar ishlab chiqilgan
(Harvard University, AQSH); sanoat marketingi va B2B bozoriga xos bo‘lgan
marketing menejmentining ilmiy-nazariy asoslari o‘rganilgan (Cambridge
University, Buyuk Britaniya); milliy iqtisodiyot rivojlanishida to‘qimachilik
sanoatining o‘rni va ahamiyati ekonometrik modellar asosida baholangan (Sankt-
Peterburg davlat iqtisodiyot va moliya universiteti, Rossiya). Shu bilan birga,
jahonda geosiyosiy vaziyat, iqlim o‘zgarishlari va xalqaro logistikaning
to‘qimachilik sanoati taraqqiyotiga ta’siri, bozorlardagi talab va taklif o‘zgarishi
bilan bog‘liq qator ustuvor yo‘nalishlar ham keng o‘rganilmoqda.

Jahon to‘qimachilik sanoatida assortimentni boshqgarish bo‘yicha zamonaviy
tadqiqotlar asosan raqamli transformatsiya, talab prognozi va barqaror iste’mol
tamoyillariga tayanmoqda. Yetakchi ilmiy markazlar mahsulot assortimentini
optimallashtirishda  sun’iy  intellekt, Big Data, real-time analytics
texnologiyalarining qo‘llanilishini chuqur o‘rganmoqda. Yevropa Ittifoqida “Smart
Textile Supply Chain” loyihalari doirasida korxonalarda moslashuvchan ishlab
chigarish (flexible manufacturing) hamda on-demand assortment management
tizimlari bo‘yicha tadqiqotlar olib borilmoqda. AQSh va Janubiy Koreya ilmiy
institutlari assortiment siyosatini takomillashtirishda iste’molchi xulg-atvorining
mikrosegmentatsiyasi, ommaviy personalizatsiya, va yashil assortiment
strategiyasining samaradorligini tahlil qilmoqda. Turkiya, Bangladesh va
Vyetnamda esa assortimentni boshqarishda yetkazib berish zanjiri barqarorligi,
omnichannel marketing, va tezkor assortiment yangilanishi (rapid assortment
refresh cycle) ustuvor yo‘nalish sifatida rivojlanmoqda.

Muammoning o‘rganilganlik darajasi. Marketingda tovar assortimenti
siyosati, assortimentni boshqarish, strategik tartibga solish muammolari xorijlik
olimlardan  D.Abell, F.Kotler, G.Armstrong, M.Porter, D.Aaker, K.Keller,
R.Larson, J.Kapferer, A. Tompson, K.Lavlok, D.Kreyvens, D.Roberts, Makkovern,
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[.Ansoff, R.Bazzel, N.Kapustina, R.Kuns, B.Karlof, A.Ouen, Ya.Kornay va
boshqalarning ilmiy tadgiqot ishlarida yoritilgan’.

Mustaqil davlatlar hamdo‘stligi mamlakatlari olimlaridan G.L.Bagiyev,
V.M.Tarasevich, X.Ann, [K.Belyayevskiy, A.M.Godin, Ye.P.Golubkov,
V.Belyayev, S.Bukin, B.Gerasimov, R.Kalka va boshqalarning ilmiy ishlarida o‘z
aksini topgan®,

O‘zbekistonda marketing tizimini takomillashtirishning umumiy jihatlari
va mahsulotlar assortimentining marketing boshqaruvini o‘rganish masalalari
mahalliy olimlarimizdan A.Sh.Bekmurodov, M.R.Boltabayev, M.A.Ikramov,
I.Ivatov, M.S.Qosimova, D.Muhitdinov, M.Nasriddinova, A.Soliyev, M.Yusupov,
A.A.Fattaxov, Sh.Dj.Ergashxodjayeva va boshqalarning ilmiy tadqiqot ishlarida
o‘rganilgan’.

Biroq, bu sohada amalga oshirilgan ishlarning ko‘lamiga qaramay,
assortimenti arxitekturasini samarali shakllantirish, bozor segmentlari uchun brend
tasdiglari < assortiment omillariga bog‘lanishi, samarali tovar konsepsiyalarining
ishlab chiqish, assortiment siyosatida yashil marketing va ragamli marketing
konsepsiyalarini joriy etish, iqtisodiyot cheklovlarini hisobga olgan xolda
assortiment portfel optimizatsiyasini ta’minlash, to‘qimachilik korxonalarida
mahsulotlar assortimentini marketing boshqaruvi samaradorligini oshirish
yo‘nalishlari bo‘yicha ilmiy tadqiqotlarni yanada chuqurlashtirish zaruriyati
mavjud.

Dissertatsiya tadqiqotining dissertatsiya bajarilgan oliy ta’lim
muassasasining ilmiy-tadqiqot ishlari rejasi bilan bog‘liqligi. Mazkur tadqiqot
Toshkent davlat iqtisodiyot universiteti ilmiy tadqiqot ishlari rejasiga muvofiq
OT-A2-050 ragamli “Yengil sanoat korxonalarining marketing faoliyatida
motivatsiya usullaridan foydalanish samaradorligini oshirish” mavzusidagi amaliy
loyiha doirasida bajarilgan.

7 Abell D.E. Defining the Business: The Starting Point of Strategic Planning. — Englewood Cliffs, NJ: Prentice-Hall,
2022. — 152 p. Abell D.E., Hammond J.S. Strategic Market Planning. — Englewood Cliffs, NJ: Prentice-Hall, 2023.
— 198 Kotler P. Marketing Management. — Englewood Cliffs: Prentice Hall, 2016, Armstrong G. Marketing: An
Introduction. — Boston: Pearson, 2017, Porter M. Competitive Strategy: Techniques for Analyzing Industries and
Competitors. — New York: Free Press, 1980, Aaker D.A. Strategic Market Management. — New York: Wiley, 2017,
Keller K.L. Strategic Brand Management. — Upper Saddle River: Prentice Hall, 2013, Larson R. Product Assortment
Planning. — New York: McGraw-Hill, 2009 134-141p, Kapferer J.-N. The New Strategic Brand Management. —
London: Kogan Page, 2012 214-217p, Thompson A.A. Crafting and Executing Strategy. — New York: McGraw-Hill
64-78p.

8 Bagiyev G.L. Marketing. — St. Petersburg: Piter, 2011. — 736 s. Tarasevich V.M. Marketing. — Moscow: INFRA-
M, 2008. — 560 s, Ann Kh. Marketing: Sovremennye teorii i praktika. — Moscow: Eksmo, 2012. — 384 s,
Belyayevskiy .LK. Osnovy marketinga. — Moscow: Finansy i statistika, 2006. — 412 s, Godin A.M. Upravlenie
assortimentom tovarov. — Moscow: Delo, 2004. — 288 s, Golubkov Ye.P. Sovremennyy marketing i tsifrovaya
ekonomika. — Moscow: INFRA-M, 2023. — 488 s, Bukin S. Marketingovaya politika tovara. — Moscow: KNORUS,
2013.-296s.

® Bekmurodov A.Sh. Strategicheskiy marketing: teoriya i praktika. — Tashkent: Igtisodiyot, 2018. — 368 s,
Boltabayev M.R. Marketing asoslari. — Tashkent: Iqtisod-Moliya, 2019. — 320 s, Boltaboyev M.R. O‘zbekiston
Respublikasi to‘qimachilik sanoati eksport imkoniyatlarini rivojlantirishda marketing strategiyasi: Iqt. fan. dok. diss.
avtoref. — Toshkent: TDIU, 2005. — 35 b. Ergashxodjayeva Sh.Dj., Yusupov M. Marketing — Toshkent 2024. 210-
232 b.
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Tadqiqotning maqsadi  to‘qimachilik  korxonalarida  mahsulotlar
assortimentining marketing boshqgaruvi metodologiyasini takomillashtirish
bo‘yicha taklif va tavsiyalar ishlab chiqgishdan iborat.

Tadqiqotning vazifalari:

to‘qimachilik  korxonalarida ~ mahsulot  assortimentining  marketing
boshqaruvini tashkil etish bo‘yicha mahalliy va xorijiy olimlarning ilmiy
tadqiqotlari hamda raqobat strategiyalarini ishlab chiqishga nazariy yondashuvlarni
chuqur o‘rganish va ularni tizimga solish;

to‘qimachilik korxonalari faoliyatida marketing tadqiqotlarini olib borish
vositalarini o‘rganish, xususan bozor konyunkturasi, iste’molchilar afzalliklari va
talab-taklif munosabatlarini aniglash usullarini tahlil qilish;

to‘qimachilik korxonalarida mahsulot assortimenti marketing boshqaruvining
o‘ziga xos jihatlarini tahlil qilish, mavsumiylik, moda tendensiyalariga moslashish
va ta’minot zanjiri murakkabligi kabi xususiyatlarni hisobga olgan holda
korxonalar faoliyatidagi muammolarni aniqlash;

to‘gqimachilik korxonalarida mahsulotlar assortimenti bo‘yicha marketing
boshgaruvining kompleks tahlilini amalga oshirish, uning iqtisodiy samaradorligi
va bozordagi ta’sirini baholash;

turli ishlab chiqarish hajmlariga ega bo‘lgan to‘qimachilik korxonalarining
innovatsion salohiyati va assortiment siyosatini tahlil qilish, ularning raqobat
ustunliklarini aniglash;

to‘qimachilik korxonalarida yangi tashkiliy tuzilmalar va boshgaruv modellari
asosida garor qabul qilish samaradorligini oshirish masalasini tadqiq etish;

raqobat sharoitida to‘qimachilik korxonalari ishlab chiqarish faoliyatini tezkor
boshqarishni  ta’minlash  mexanizmlarini  takomillashtirish ~ va  ularning
moslashuvchanligini kuchaytirish;

to‘qimachilik  korxonalarida marketing boshgaruvini takomillashtirish
yo‘nalishlarini aniqlash, zamonaviy konsepsiyalar asosida ularni amalga oshirish
imkoniyatlarini belgilash;

to‘gqimachilik korxonalarida assortiment siyosatini innovatsion
boshqarishning strategik instrumentlarini ishlab chiqish, ragamli marketing va
elektron tijorat vositalari asosida rivojlantirish yo‘llarini ko‘rsatib berish;

to‘qimachilik korxonalari faoliyatida mahsulot assortimentining marketing
boshqaruvini takomillashtirish bo‘yicha ilmiy asoslangan taklif va tavsiyalarni
ishlab chiqish.

Tadqiqotning obyekti sifatida “O‘zto‘qimachiliksanoat” uyushmasiga a’zo
korxonalarining marketing faoliyati tanlangan.

Tadqiqotning predmeti to‘qimachilik  korxonalarida  mahsulotlar
assortimentining marketing boshgaruvi metodologiyasini takomillashtirish
jarayonida yuzaga keluvchi ijtimoiy-iqtisodiy munosabatlar majmui tashkil etadi.

Tadqiqotning usullari. Tadqiqot jarayonida kuzatish, tahlil va sintez,
so‘rovnoma, umumlashtirish, tizimli-mantiqiy tahlil, ekspert baholash usullari,
tizimli va institutsional yondashuv usuli, ko‘p omilli va dinamik taqqoslash,
davrlashtirish, iqtisodiy-matematik va prognozlash usullaridan foydalanilgan.

Tadqiqotning ilmiy yangiligi quyidagilardan iborat:



uslubiy yondashuvga ko‘ra “assortiment siyosati” tushunchasining iqtisodiy
mazmuni raqobat muhiti, texnologik yangilanishlar, iqtisodiy va ekologik
cheklovlar, shuningdek, ragamli transformatsiya omillarini hisobga olgan holda
bozor segmentlari va iste’molchi guruhlarining ehtiyojlari hamda afzalliklariga
yuqori moslashuvchan mahsulot turlari, modellari va ularning miqdor-sifat
ko‘lamini shakllantirish va boshqgarish jarayoni strategik marketing jarayoni
nuqtayi nazaridan takomillashtirilgan;

to‘qimachilik korxonalariga marketing faoliyatini innovatsion boshqarishning
ragamli marketing, sun’iy intellektga asoslangan strategik tahlil, mahsulot
innovatsiyalari, brend tasdiglari hamda yashil marketing dastaklari asosida
assortiment siyosatini takomillashtirish orqali bargaror va raqobatbardosh tovar
portfelini yaratish hamda mijozlar bilan doimiy munosabatlar o‘rnatishning
tashkiliy mexanizmi taklif etilgan;

“O‘zto‘qimachiliksanoat” uyushmasiga a’zo korxonalarning marketing
faoliyatida assortiment siyosatini samarali tashkil etish va boshgarish
funksiyalarini amalga oshiruvchi bo‘limlar faoliyatining amaliy jihatlarini
tagqoslama baholash orqali aniglangan yuqori ijobiy natijalarni tatbiq etishdan
iborat  “talabeskorxona<iste’mol” parallel assortiment siyosati asosida
takomillashtirish taklif etilgan;

to‘qimachilik  korxonalarida  “faoliyatni  boshgarish”,  “funksiyalarni
boshqarish” hamda “talabni boshqarish” bo‘yicha indikatorlariga ko‘ra assortiment
siyosatini boshqgarish samaradorligini past (0<E(Um)<8), o‘rta (8,I<E(Um) <16)
hamda yuqori (16,I<E(Um) <24) darajada diapazonlarida baholash taklifi
asoslangan;

O‘zbekistonda to‘qimachilik korxonalarining tovar nomenklaturasiga ko‘ra
xorijiy bozorlarda diversifikatsiya strategiyalaridan foydalanishning intensiv va
ekstensiv marja giymatlariga ko‘ra 2030-yilga qadar prognoz parametrlari ishlab
chiqilgan.

Tadqiqotning amaliy natijalari quyidagilardan iborat:

dissertatsiya natijalari to‘qimachilik korxonalarining assortiment siyosatini
takomillashtirish bo‘yicha amalda qo‘llash mumkin bo‘lgan metodik va tashkiliy
yechimlarni shakllantirib berdi. Tadqiqot davomida ishlab chiqilgan yondashuvlar
korxonalarning ichki boshqaruv jarayonlarida, strategik rejalashtirish tizimida va
bozor faoliyatida sezilarli ijjobiy o‘zgarishlarni ta’minlashga qaratilgan;

birinchi navbatda, marketing faoliyatini innovatsion boshqarish uchun raqamli
marketing, sun’iy intellektga asoslangan strategik tahlil, mahsulot innovatsiyalari,
brend tasdiglari va yashil marketing vositalari integratsiyalangan yangi mexanizm
ishlab chiqildi. Bu yondashuv to‘gimachilik korxonalarida barqaror va
raqobatbardosh assortiment portfelini shakllantirish, mijozlar bilan uzluksiz
alogani yo‘lga qo‘yish va bozor signallariga tezkor javob berish imkonini yaratadi;

ikkinchi muhim natija sifatida “talab <> korxona < iste’mol” parallel axborot
oqimiga asoslangan assortiment siyosati modeli taklif etildi. Bu model
“O‘zto‘qimachiliksanoat” uyushmasiga a’zo korxonalar faoliyatida tagqoslama
baholash natijasida aniglangan ijobiy tajribalarni umumlashtirgan holda amaliyotga
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jority etish uchun moslashtirilgan. Natijada assortimentni boshqarish bo‘yicha
qarorlar tezkor va ilmiy asosda qabul qilinishiga erishiladi;

uchinchi natija sifatida assortiment samaradorligini “faoliyatni boshqarish”,
“funksiyalarni boshqgarish” va “talabni boshqarish” indikatorlari asosida 3
diapazonda (past, o‘rta, yuqori) baholovchi E(Um) integrallashgan ko‘rsatkichi
ishlab chiqildi. Bu ko‘rsatkich korxonalar uchun real amaliy diagnostika vositasi
bo‘lib xizmat qiladi va assortiment strategiyasini aniq ko‘rsatkichlar asosida
optimallashtirish imkonini beradi;

O‘zbekiston to‘qimachilik mahsulotlari nomenklaturasini xorijiy bozorlar
uchun diversifikatsiya qilish bo‘yicha 2030-yilgacha mo‘ljallangan prognoz
parametrlar ishlab chiqildi. Bu natijalar “O‘zto‘qimachiliksanoat” uyushmasi
tomonidan amaliyotga joriy etilgan bo‘lib, eksport faoliyatini diversifikatsiya qilish
va yangi bozor segmentlarini aniqlashda metodik asos bo‘lib xizmat qilmoqda;

Tadqiqotning amaliy natijalari ta’lim sohasiga ham tatbiq etilgan. Xususan,
assortiment siyosatini takomillashtirishga doir uslubiy yondashuvlar asosida
“Marketing” fani bo‘yicha darslik tayyorlangan va u oliy ta’lim muassasalari o‘quv
jarayoniga joriy qilingan. Bu orqali talabalarda ragamli transformatsiya sharoitida
tovar siyosatini boshqarishga oid zamonaviy yondashuvlar bo‘yicha bilim va
ko‘nikmalar kuchaytirildi.

Yakuniy natija sifatida, metodik tavsiyalar to‘qimachilik korxonalarining
tovar  strategiyasini samarali amalga oshirish, marketing faoliyatini
takomillashtirish, ichki va tashqi bozorlarda raqobatbardoshlikni oshirish,
shuningdek, normativ-huquqiy hujjatlar ishlab chiqishda foydalanish uchun amaliy
ahamiyat kasb etdi.

Tadqiqot natijalarining ishonchliligi ilmiy-metodologik yondashuvlar va
usullarning magsadga muvofiq qo‘llanilgani, rasmiy manbalardan, jumladan,
O‘zbekiston Respublikasi Milliy statistika qo‘mitasi va “O°zto‘qimachiliksanoat”
uyushmasi va unga a’zo korxonalarning rasmiy hisobotlaridan olingan
ma’lumotlarga asoslangani, tahliliy xulosalar va takliflarning matematik hamda
statistik usullar yordamida asoslangani, xulosa va tavsiyalarning amaliyotga joriy
etilgani hamda olingan natijalarning tegishli vakolatli tashkilotlar tomonidan
tasdiglangani bilan belgilanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot natijalarining
ilmiy ahamiyati asoslab berilgan xulosalar va tavsiyalar ragamli to‘qimachilik
korxonalarida samarali assortiment siyosatini ishlab chiqishning konseptual va
metodologik asoslarini shakllantirish va nazariy jihatdan asoslash uchun manba
sifatida foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining amaliy ahamiyati taklif etilgan metodik va tashkiliy
yechimlardan to‘qimachilik korxonalarining mahalliy va tashqi bozorlarda
raqobatbardoshlikni oshirishga yo‘naltirilgan tovar strategiyasini samarali amalga
oshirish va uni boshqaruvi amaliyotida, shuningdek, normativ-huquqiy hujjatlar
ishlab chiqishda foydalanish mumkin, jumladan, bu natijalar ‘“Marketing”,
“Marketingda tovar siyosati”, “Brending” kabi fanlar bo‘yicha o‘quv qo‘llanma va
darsliklarni yaratishda, O‘zbekiston Respublikasi va ta’lim sohasining raqamli
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yetuklik darajasi o‘xshash bo‘lgan boshqa mamlakatlar oliy ta’lim muassasalarida
marketing faoliyatini takomillashtirishda foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining joriy qilinishi. To‘qimachilik korxonalarida
mahsulotlar ~ assortimentining  marketing  boshgaruvi = metodologiyasini
takomillashtirish bo‘yicha olib borilgan ilmiy tadqiqotlar asosida:

uslubiy yondashuvga ko‘ra “assortiment siyosati” tushunchasining iqtisodiy
mazmuni raqobat muhiti, texnologik yangilanishlar, iqtisodiy va ekologik
cheklovlar, shuningdek, ragamli transformatsiya omillarini hisobga olgan holda
bozor segmentlari va iste’molchi guruhlarining ehtiyojlari hamda afzalliklariga
yuqori moslashuvchan mahsulot turlari, modellari va ularning miqdor-sifat
ko‘lamini shakllantirish va boshqgarish jarayonini strategik marketing jarayoni
nuqtayi nazaridan takomillashga oid nazariy va uslubiy yondashuvdan oliy o‘quv
yurtlari talabalari uchun tavsiya etilgan ‘“Marketing” darsligini tayyorlashda
foydalanilgan (Toshkent davlat iqtisodiyot universiteti rektorining 2023-yil 21-
dekabrdagi 387-son buyrug‘i bilan tasdiqlangan Ne 387-02 — sonli nashr etish
guvoxnomasi). Mazkur ilmiy yangilikning amaliyotga joriy qilinishi natijasida
talabalarda raqamli transformatsiya sharoitida korxonaning assortiment siyosatini
takomillashtirishga oid nazariy bilimlarni kengaytirish imkoni yaratilgan;

to‘qimachilik korxonalarida marketing faoliyatini innovatsion boshqarishning
ragamli marketing, sun’ly intellektga asoslangan strategik tahlil, mahsulot
innovatsiyalari, brend tasdiglari hamda yashil marketing dastaklari asosida
assortiment siyosatini takomillashtirish orqali bargaror va ragobatbardosh tovar
portfelni yaratish hamda mijozlar bilan doimiy munosabatlar o‘rnatishning
tashkiliy —mexanizmi bo‘yicha berilgan taklif “O‘zto‘qimachiliksanoat”
uyushmasiga a’zo korxonalarning marketing faoliyatiga joriy etilgan.
(“O‘zto‘qimachiliksanoat” uyushmasi tomonidan 2025-yil 20-oktyabrda berilgan
02/25-2420-son ma’lumotnoma). Mazkur taklifning amaliyotga joriy etilishi
natijasida “NUR-TEX” MCHJning, “Samo textile” MCHJ hamda “DIVA-TEKS”
MCHJlarning marketing bo‘limida boshqaruv samaradorligini o‘rtacha 12 foizga
oshirishga erishilgan;

“O‘zto‘qimachiliksanoat” uyushmasiga a’zo korxonalarning marketing
faoliyatida assortiment siyosatini samarali tashkil etish va boshqarish
funksiyalarini amalga oshiruvchi bo‘limlar faoliyatining amaliy jihatlarini
tagqoslama  baholash  orqali  aniglangan yuqori 1ijobiy  natijalarini
“talab«—>korxona«iste’mol” parallel assortiment siyosati asosida takomillashtirish
taklifi “O‘zto‘qimachiliksanoat” uyushmasi tarmoq korxonalarining marketing
faoliyatiga joriy etilgan (“O‘zto‘qimachiliksanoat” uyushmasi tomonidan 2025-yil
20-oktyabrda berilgan 02/25-2420-son ma’lumotnoma). Mazkur taklifni
amaliyotga joriy etish natijasida uyushma tarmoq korxonalarining funksional
tashkiliy tuzilmalarini takomillashtirish va marketing bo‘limlari faoliyatini
optimallashtirish, korxonalarning marketing xarajatlarini “NUR-TEX” MChJda 1,6
foiz, “Samo textile” MChlda 5,2 foiz, “DIVA-TEKS” MChlda 6,9 foizga
kamaytirishga erishilgan;

to‘qimachilik  korxonalarida  “faoliyatni  boshqgarish”,  “funksiyalarni

boshqarish” hamda “talabni boshqgarish” holati bo‘yicha indikatorlarga ko‘ra
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assortiment siyosatini boshqarish samaradorligini past (0<E(Um)<8), o‘rta
(8,I<E(Um)<16) hamda  yuqori (16,1<E(Um)<24) darajada diapazonlarida
baholash taklifi “O‘zto‘qimachiliksanoat” uyushmasi tarmoq korxonalarining
marketing faoliyatiga joriy etilgan (“O‘zto‘qimachiliksanoat” uyushmasi
tomonidan 2025-yil 20-oktyabrda berilgan 02/25-2420-son ma’lumotnoma).
Mazkur ilmiy yangilikni amaliyotga joriy etish natijasida korxonalarning mahsulot
portfelida mahsulot assortimenti “NUR-TEX” MChJda 4,8 foiz, “Samo textile”
MChlJda 15,2 foiz, “DIVA-TEKS” MChJda 9,8 foizga oshirishga erishilgan

O‘zbekistonda to‘qimachilik sanoatining tovar nomenklaturasiga ko‘ra xorijiy
bozorlarda diversifikatsiya strategiyalaridan foydalanishning intensiv va ekstensiv
marja qiymatlariga ko‘ra 2030-yilga qadar prognoz ko‘rsatkichlari
O‘zto‘qimachiliksanoat” uyushmasi korxonalarining marketing faoliyatiga joriy
etilgan (“O‘zto‘qimachiliksanoat” uyushmasi tomonidan 2025-yil 20-oktyabrda
berilgan 02/25-2420-son ma’lumotnoma). Mazkur prognoz ko‘rsatkichlaridan
foydalanish  natijasida  to‘qimachilik ~ korxonalari  eksport  faoliyatini
diversifikatsiyalash uchun 2030-yilgacha bo‘lgan maqsadli tovar nomenklaturasi
aniqlangan va  tarmoq  korxonalarining ishlab chiqarish  faoliyatini
diversifikatsiyalashning istigboldagi ko‘rsatkichlarini muvofiqlashtirish imkoni
yaratilgan

Tadqiqot natijalarining aprobatsiyasi. Tadqiqot natijalari 6 ta, jumladan, 3
ta xalqaro va 3 ta respublika ilmiy-amaliy konferensiyalarida muhokama qilingan.

Tadqiqot natijalarining e’lon qilinganligi. Tadqiqot mavzusi bo‘yicha jami
19 ta ilmiy ish, jumladan monografiya, O‘zbekiston Respublikasi Oliy attestatsiya
komissiyasi tomonidan tavsiya etilgan ilmiy jurnallarda 12 ta maqola ( shundan 9
tasi mahalliy va 3 tasi xorijiy jurnallarda), xalqaro va respublika ilmiy-amaliy
konferentsiya to‘plamlarida 6 ta ma’ruza tezislari chop etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish, 4 ta bob,
xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat. Dissertatsiyaning
hajmi 232 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MA’ZMUNI

Dissertatsiya ishining Kirish gismida ilmiy tadqiqot mavzusining dolzarbligi
va zarurati asoslangan, tadqiqotning maqgsadi va asosiy vazifalari, obyekti va
predmeti tavsiflangan, respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi ko‘rsatilgan, ilmiy yangiligi va amaliy natijalari bayon
qilinib, olingan natijalarning ilmiy va amaliy ahamiyati yoritib berilgan.
Shuningdek, tadqiqot natijalarining amaliyotga joriy etilishi, nashr qilingan ishlar
va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “To‘qimachilik korxonalari faoliyatida mahsulotlar
assortimenti marketing boshqaruvining ilmiy-nazariy asoslari” deb nomlangan
birinchi bobida to‘qimachilik korxonalari faoliyatida mahsulotlar assortimenti
marketing boshgaruvining nazariy, uslubiy va amaliy jihatlari o‘rganilgan.
To‘qimachilik korxonalari faoliyatida mahsulotlar assortimentini boshqarishning

0‘ziga xos xususiyatlari aniqlangan va zamonaviy marketing yondashuvlari taklif
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etilgan. To‘qimachilik korxonalari faoliyatida mahsulotlar assortimenti siyosati
bo‘yicha xorijiy mamlakatlar tajribasi o‘rganilgan va ulardan O°‘zbekiston
to‘qimachilik sanoati korxonalari faoliyatida foydalanish yo‘llari ko‘rsatib
berilgan.

Assortiment boshqaruvining nazariy jihatlari mahsulot turlari va ularning
bozor segmentlari o‘rtasidagi munosabatni ochib berish, korxonaning strategik
magqsadlarini iste’molchi talablari bilan uyg‘unlashtirishni talab qiladi. Uslubiy
jihatlar esa bozor konyunkturasini o‘rganish, talab va taklif muvozanatini hisobga
olish, raqobatchilar siyosati va iste’molchilar afzalliklarini tahlil qilish asosida
assortimentni shakllantirish mexanizmlarini qamrab oladi. Shu bois, mahsulotlar
assortimenti marketing boshqaruvi — nafagat milliy bozorda barqaror ishlash, balki
mintagaviy va jahon bozorlarida ham uzoq muddatli raqobat ustunligini
ta’minlashga xizmat qiladi. Bu jarayon marketing strategiyasi, innovatsion
yondashuvlar va raqamli texnologiyalar bilan uyg‘un holda qo‘llanilganda samarali
natija beradi.

Tovar mehnat mahsuloti va sotish uchun ishlab chiqarilgan kerakli buyum
yoki inson mehnatini samarasi tufayli qimmatga ega, uni sotib olgan va iste’mol
qilgan (ishlatgan) xaridorni aniq ehtiyojini qondirishi shart.

Marketing nazariyasida tovar strategiyasi — korxonaning mahsulot siyosati
bo‘yicha uzoq muddatli yo‘nalishlarini belgilaydigan konseptual qarorlar majmuasi
sifatida qaraladi. Unda mahsulotning hayot sikli (PLC), innovatsiya va
modernizatsiya, bozorda pozitsiyalash hamda raqobat ustunligini ta’minlash kabi
masalalar gamrab olinadi.

Tovar strategiyasi-firma marketing faoliyatini negizi hisoblanib, uning
atrofida (asosida) baho, tagsimlash, sotish va uni rag‘batlantirish bo‘yicha qarorlar
qabul qilinadi. Shuning uchun tovar strategiyasi marketing faoliyati deb ham
ataladi. Shunga muvofiq tovar- strategiyasi tovar ishlab chiqaruvchisi va savdo
vositachisining bozordagi xatti-harakati aniq shakllantirilgan dastur asosidagi
muayyan harakat tarzini ifodalaydi

Tovar strategiyasi assortimentni shakllantirish va uni boshqarish tartiblari,
tovarning talab qilingan darajada raqobatbardosh-ligini aniqlash, tovarlar uchun
zarur iste’molchilar guruhini (segmentlarini) topish, tovarlarga ishlov berish va
gadoglash, dizayn va servisini ta’minlashni 0‘z ichiga oladi. Tovar strategiyasining
yo‘qligi, ishlab chiqgilmaganligi, tasodifiy tovarlar yoki o‘tkinchi joriy omillar
natijasida, assortiment tizimining beqarorligiga, raqobatbardoshlilik va tijoriy
samaradorligi ustidan nazorat yo‘qolishiga olib keladi.

Marketing nazariyalarida ‘“assortiment siyosatini boshqarish”ga bo‘lgan
ko‘plab yondashuvlar shakllangan bo‘lib, bu borada yirik ilmiy konsepsiyalar
shakllangan (1-jadval).

Assortiment siyosati tadbirkorlik subyektlarining bozordagi muvaffaqiyatli
ishini va umuman, iqtisodiy samaradorligini ta’minlovchi tovar guruhlarini aniqlab
berishi lozim.

Bozorda yangi tovarlar bilan o‘sish, cho‘qqgiga chiqish hamda tushish
bosqichlaridagi tovarlar o‘rtasidagi munosabatlar, asos modellar va ularning turli

xil modifikatsiyalari o‘rtasidagi maqbul nisbat belgilanadi. Assortiment siyosati
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tovarning kelib chiqishi va u kim tomonidan ishlab chiqarilganligiga oid
masalalarni hal giladi.

1-jadval
Marketingda assortiment siyosati bo‘yicha shakllangan ilmiy-nazariy
konsepsiyalar
Nazariyalar Modellar Xususiyati
Marketing  miksi | 4P/7P modeli Marketing miksining birinchi elementi sifatida mahsulot
nazariyasi turlari, sifat darajasi, dizayn va qo‘shimcha xizmatlar
gamrab olinadi
Portfel nazariyasi BCG matritsasi, | assortiment siyosati tovar strategiyasining amaliy ifodasi
GE/McKinsey modeli | sifatida namoyon bo‘ladi
Raqobat Raqobat ustunligi | Porterning uch asosiy strategiyasi — farqlanish
strategiyalari modeli (differentiation), qo‘llanish doirasini tanlash (focus) va
nazariyasi tannarx bo‘yicha yetakchilik (cost leadership) —
assortiment siyosatida o‘z ifodasini topadi
Mahsulot hayot | PLC modeli Mahsulotning tug‘ilishi, o°sishi, barqarorligi va pasayishi

sikli nazariyasi bosqichlarida korxona tovar portfeli gayta ko‘rib
chiqiladi
Innovatsiya va | Rodjers modeli Yangi mahsulotlarni bozorga kiritish va ularning

diffuziya nazariyasi

tarqalish sur’atlari assortiment siyosatini shakllantirishda
asosiy hisoblanadi

Strategik Ansof  “tovar-bozor” | Ansoffning “Product-Market Growth Matrix” modeli
muvofiglashuv motritsasi (penetration, development, diversification, new product)
nazariyasi to‘g‘ridan-to‘g‘ri tovar strategiyasida qo‘llaniladi

Qo‘shilgan qiymat

Naflilik, mizozlar bilan

Tovar strategiyasida belgilangan magqgsadlar qiymat

nazariyasi doimiy aloqalar modeli | zanjirida turli mahsulot turlari orqali amalga oshiriladi
Brending Brand Equity, | mahsulot turlari orqali korxonaning bozordagi o‘ziga
nazariyalari Customer-Based Brand | xosligi asosida iste’molchilarda emotsional qiymatini

Equity, Brand Identity | shakllantiradi

Prism modellari

Amalga oshirgan tadqiqotlarimiz shuni ko‘rsatmoqdaki, assortiment rejasini ishlab
chigishni amalga oshirish har qanday tadbirkorlik subyekti strategiyasining eng muhim
bosqichlaridan biri hisoblanadi. Chunki, har qanday tadbirkorlik subyektining birlamchi
vazifasi mavjud tovarni sotish jarayonini ta’minlash hisoblanadi. Savdo faoliyati
muvaffaqiyatli bo‘lishi uchun keyinchalik sotuvga qo‘yish magsadida nimani va
gancha miqdorda sotib olish haqida to‘g‘ri qarorlar qabul qilish lozim.

Bizning fikrimizcha, olib borilgan nazariy tadqiqotlar asosida ‘korxonaning
assortiment siyosati” deganda “ragobat muhiti, texnologik yangilanishlark, iqtisodiy va
ekologik cheklovlar, shuningdek, ragamli transformatsiya omillarini hisobga olgan
holda bozor segmentlari va iste’molchi guruhlarining ehtiyojlari hamda afzalliklariga
yugori moslashuvchan mahsulot turlari, modellari va ularning miqdor-sifat ko‘lamini
shakllantirish va boshqarishga qaratilgan strategik marketing jarayoni” sifatida qaralishi
magsadga muvofiq.

Assortiment siyosatining asosiy tarkibiy qismlari quyidagilardan iborat:

mahsulot tanlash: bozor talabi, rentabellik va strategik magsadlardan kelib chiqib,
qaysi mahsulot yoki xizmatlarni taklif qilishni tanlash. Bu iste’molchilarning
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afzalliklarini, raqobatbardosh takliflarni va bozor tendensiyalarini tahlil qilishni o‘z
ichiga olishi mumkin;

mahsulotning o‘zgarishi: har bir mahsulot yoki xizmat uchun o‘zgarishlar yoki
variantlar soni to‘g‘risida qaror qgabul qilish. Bu mijozlarning turli ehtiyojlarini
gondirish uchun turli o‘lchamlar, ranglar, xususiyatlar yoki konfiguratsiyalarni o‘z
ichiga olishi mumkin;

mahsulotning hayotiylik davrini boshqarish: Assortimentdagi mahsulot yoki
xizmatlarni joriy etish, o‘sish, yetuklik va pasayish bosqichlarini boshqarish. Bu har bir
elementning ishlashini doimiy ravishda baholashni va kerak bo‘lganda tuzatishlarni o‘z
ichiga oladi;

narxlar strategiyasi: assortimentdagi mahsulot yoki xizmatlarning narxlarini bozor
sharoitlari, raqobatbardosh joylashuvi va biznesning umumiy magsadlari bilan
moslashtirish,

inventarizatsiyani boshqarish: har bir mahsulot yoki xizmat uchun yetarli inventar
darajasini ta’'minlash, ortigcha zaxiralarni va eskirishni minimallashtirish;

merchandayzing va taqdimot: Mahsulotlar yoki xizmatlar ganday qilib do‘konda
va onlayn tarzda mijozlarga ko‘rsatilishi, targ*ib gilinishi va sotilishini aniglash.

Umuman olganda, assortiment siyosati kompaniyaning mahsulot taklifini
shakllantirishda va uning raqobatbardoshligi, rentabelligi va mijozlar ehtiyojini
gondirishga ta’sir qilishda hal qgiluvchi rol o‘ynaydi.

Dissertatsiyaning “To‘qimachilik korxonalari faoliyatida mahsulotlar assortimenti
marketing boshqaruvining uslubiy asoslari” deb nomlangan ikkinchi bobida
to‘qimachilik korxonalarining assortimentini siyosatini ishlab chiqish va boshqaruv
samaradorligini kompleks baholash uslubiyoti ishlab chiqilgan. To‘qimachilik
korxonalarining assortiment siyosatini boshqarishning ta’minlashning tashkiliy
boshgaruv mexanizmlari va to‘qimachilik korxonalarida innovatsion boshqarishning
strategik instrumentlari asosida assortiment siyosatini shakllantirish metodologiyasi
taklif etilgan.

Assortimentni  shakllantirishdan  avval, tadbirkorlik  subyekti  uning
konsepsiyasini ishlab chiqishi kerak. Bunda assortiment tarkibi maqgbul darajada
shakllantirilishi, buning uchun esa xaridorlarning talablari asos sifatida olinadi.
Assortimentni shakllantirish va rejalashtirishda xaridorlarning mahsulotga bo‘lgan
alohida talablarini aniglash, uni dasturlar (konstruktorlar) bo‘limiga uzatish, so‘ngra,
namuna tariqasida yaratilgan mahsulotni tekshirib ko‘rish, zarur bo‘lsa yanada
murakkablashtirib, talab darajasiga yetkazilishini nazorat qilish kiradi.

Assortimentni shakllantirish va rejalashtirishda  xaridorlarning mahsulotga
bo‘lgan alohida talablarini aniglash, uni dasturlar (konstruktorlar) bo‘limiga uzatish,
so‘ngra, namuna tarigasida yaratilgan mahsulotni tekshirib ko‘rish, zarur bo‘lsa yanada
murakkablashtirib, talab darajasiga yetkazilishini nazorat qilish kabi murakkab tizimni
tashkil qiladi.  Assortimentni shakllantirishda yakuniy qaror marketing bo‘limi
boshliglariga bog‘liq bo‘ladi, ular o‘z navbatida mahsulotni o‘zgartirishga ko‘proq
mablag® sarflashni ma’qullashlari kerak, aksincha, eskirgan mahsulotni reklama qilish
va sotish uchun qo‘shimcha xarajat qilish yoki uning narxini kamaytirish zaruriyati
tug‘iladi. Tadbirkorlik subyektidagi marketing bo‘limi rahbarigina, mavjud
mahsulotlarga yoki ular bilan bir qatorda yangi ishlab chigarilgan mahsulotlarni
assortimentga kiritish vaqti kelganligi haqidagi qarorni qabul qilishi lozim.
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To‘qimachilik mahsulotlari ishlab chigaruvchi va uni sotish bilan
shug‘ullanuvchi tadbirkorlik subyektlarining mahsulotlari assortimentini marketing
boshqaruvi strategiyasining raqobat strategiyasidan farqi ochib berilgan, uning uslubiy
asosi — funksional modellashtirish tizimidan foydalanish talab etiladi. To‘qimachilik
korxonalarida mahsulotlar assortimenti marketing boshgaruvining asosiy funksional
jarayonlari chizmasi 1-rasmda keltirilgan.

Logistik boshgaruv Moliyaviy Marketing
boshqaruv boshqgaruvi
Mabhsulot yetkazib
Ichki bo‘linmalardan ¥ ¥ A v beruychﬂarga
arizalar to‘lovlar
Mabhsulot yetkazib - Tovar yetkazuvchilarga
beruvchilar haqida Tovar sotib qaytarilgan tovarlar
L . hujjatlari
> olish
_Mahsp.lot ) Y etkazib beruvchilar bilan
> tuzilgan shartnomalar
Mahsulot >
yetkazuvchilardan
— —  _J Y v v _
Iste’mol uchun ruxsat [ " Mahsulot I
| zahiralarining :
»| . |
> harakati !
. 4
Zahiralarning
chegaralanganli
g Iste’molchilar bilan
YVYV Y hartnomalar
Iste’molchidan tushgan >
) N i Mahsulotni Iste‘'molchilar hisob
Iste’molchi amalga oshiradigan sotish raqamlari
Qaytariladigan yuk hujjatlari (mahsulot g Iste’'molchilar mahsulot
yetkazib beruvchilar tomonidan) hujjatlari

1-rasm. To‘qimachilik korxonalarida mahsulotlar assortimentini marketing
boshqaruvining asosiy funksional jarayonlari

Assortimenti  rejalashtirishning  funksional  jarayonlarning tarkibini
o‘zgartirish maqsadida kelgusida “tovar sotib olish™, “tovar zaxiralari harakati”,
“tovarlarni sotish” modellari innovatsion boshqaruv instrumentlari asosida qayta
ko‘rilishi lozim. To‘qimachilik korxonalarining assortiment siyosati tovar
strategiyasining amaliy ifodasi sifatida innovatsion boshqarish instrumentlaridan
foydalanish asosida samaradorlikni oshirish talab etiladi. Zamonaviy sharoitda
assortimentni shakllantirishda innovatsiyaga tayanish — barqaror raqobat ustunligi,
ragamli transformatsiya, ESG talablariga javob berish va bozordagi o‘zgarishlarga
tez moslashish imkonini yaratadi. To‘qimachilik korxonalarining assortiment
siyosatini shakllantirishda quyidagi instrumentlar asosiy rol o‘ynaydi: ABC-XYZ
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tahlil + Big Data integratsiyasi, Digital Twin, Crowdsourcing, yashil marketing,
ko‘p kanalli marketing.

Marketing faoliyatini innovatsion boshqarishning strategik
instrumentlari

i .. Brend identlari
e ]A)l'?t? :1a o Smart kiyimlar brend qiymati Eko-markirovka va
ayhes ABC-XYZ tahlil Ekotoza mato L7 sertifikatlash
CRM va ERP K brend pozitsiyalash e
R SWOT, PESTEL turlari . . yashil ta’minot
tizimlari i > . . brend arxitekturasi o
. . AI/ML virtual ragamli . zanjiri
Ko‘p kanalli emotsional
. modellar . Eko gadoqlash
marketing brending

\(Assortiment siyosatini)l
| shakllandrish "

Assortiment
arxitekturasining
optimallashuvi
v Innovatsion
Amalga oshirish va | instrumentlar
muvofiqlashtirish integratsiyasi

Barqaror va
—> raqobatbardosh
tovar portfeli

Yakuniy natijalar

Monitoring va qayta 5| Iqtisodiy
ko‘rib chigish samaradorlik

Mijozlar bilan
Ed doimiy
munosabatlar

U/

2-rasm. To‘qimachilik korxonalarida innovatsion boshqarishning
strategik instrumentlari asosida assortiment siyosatini shakllantirishning
metodologiyasi'®

10 Muallif ishlanmasi
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To‘qimachilik  korxonalarida innovatsion boshqarishning  strategik
instrumentlari asosida assortiment siyosatini shakllantirishning metodologik
chizmasi 2-rasmda keltirilgan.

Metodologiyaning asosiy natijasi to‘qimachilik korxonalarida assortiment
siyosatini innovatsion boshqarish asosida shakllantirish va uning amalga
oshirilishini ta’minlaydigan kompleks tizim yaratilishi hisoblanadi. Bu tizim
korxona uchun iqtisodiy samaradorlik, bozorda barqaror raqobat ustunligi, mijozlar
giymatini maksimallashtirish, barqaror rivojlanish talablariga javob berishni
ta’minlaydi. Taklif etilgan model to‘gimachilik korxonalari uchun assortiment
siyosati boshqaruvining kompleks tizimini ifodalaydi. Unda maqgsad qo‘yishdan
tortib, tahlil, muvofiglashtirish, prognoz va nazoratgacha bo‘lgan bosqichlar
gamrab olingan bo‘lib, Marketing faoliyatini innovatsion boshqarishning strategik
instrumentlari orqali samaradorlikni ta’minlash imkoniyatini ta’minlaydi. Model
assortiment siyosatida zaxiralarni optimal boshqarish, bozor talabiga tezkor
moslashish va tadbirkorlik subyektlarining iqtisodiy samaradorligini oshirishga
xizmat qiladi.

Dissertatsiyaning “To‘qimachilik korxonalari faoliyatida mahsulotlar
assortimenti marketing boshqaruvining samaradorligi tahlili” deb nomlangan
uchinchi bobida O‘zbekiston Respublikasida to‘qimachilik sanoatining rivojlanish
holati va marketing faoliyati tahlil qilingan. To‘qimachilik korxonalarining
mahsulotlar assortimenti bo‘yicha marketing boshqaruvining kompleks tizimi tahlil
qilingan. To‘qimachilik korxonalarining assortiment siyosatini amalga oshiradigan
tashkiliy tuzilmalar faoliyati baholangan.

O‘zbekistonda to‘gqimachilik sanoati eng rivojlangan va yuqori aholi
bandligi va eksportni ta’minlovchi tarmoq sifatida qaraladi. Tarmoqda xom-
ashyodan tayyor mahsulotgacha bo‘lgan qiymat yaratish zanjiri shakllangan bo‘lib,
korxonalarda yigirilgan ip, kalava, xom va tayyor matolar, trikotaj va tikuvchilik
korxonalarida kiyim- kechak va maishiy buyumlar ishlab chiqariladi.
O‘zbekistonda tikuvchilik va trikotaj sanoati mahsulot turlarini diversifikatsiya
qilish hamda ichki va xalqaro bozorlarga yo‘naltirilgan holda bozor
imkoniyatlarini kengaytirish bo‘yicha ham keng islohotlarni amalga oshirmoqda.
Bunday strategiyalar eksport imkoniyatlarini oshirishga va yagona bozorga
qaramlikni kamaytirishga yordam bermoqda. So‘ngi yillardagi eng asosiy
tashabbuslardan biri esa, mahalliy brendlarni targ‘ib qilish va xalqaro brendlar
bilan keng ko‘lamli integratsiyalashni kengaytirishdir. Mahalliy to‘gimachilik
brendlarini ilgari surish ichki iste’molni oshirish va milliy g‘urur tuyg‘usini
yaratish uchun ustuvor ahamiyatga ega.

2015-yildan keyingi davrlarga e’tibor qaratilganda to‘qimachilik

mahsulotlari tarkibida yuqori qo‘shilgan qiymatli mahsulotlar ulushi tobora ortib
borgan. Jumladan, paxta tolasini qayta ishlash darajasi 2015-yilda 34% ni tashkil
etgan bo‘lsa, 2021-yildan boshlab, to‘liq gayta ishlash o‘zlashtirilgan. 2015-
yilda 45.93 ming tonna trikotaj mato ishlab chigarilgan bo‘lsa, 2024-yilda bu
ko‘rsatkich gariyb, 6,9-marta o‘sib 315,8 ming tonnani tashkil etgan. 2015-yilda
jami 249.3 miIn. dona tikuv-trikotaj mahsulotlari ishlab chiqarilgan bo‘lsa, 2024-
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yilda 12,4-marta oshib 3089,7 min. dona mahsulotlar ishlab chigarishga
erishilgan (2-jadval).
2-jadval
2015-2024-yillarda to‘qimachilik va tikuv-trikotaj sanoati bo‘yicha ishlab
chiqarish ko‘rsatkichlari'!

Nel  Ko‘rsatkich 2015 y2016 y2017 y|2018 y|2019 y|2020 y[2021 y|2022 y|2023 y| 2024 y
nomi (o‘lchov
birligi)
1 Paxta tolasi 352 | 406 | 468 | 539 | 622 | 717 | 827 | 954 | 1100 | 1177
(ming tn.)
2 Sanoat 1429918084 (22871 |28926 (36584 46268 |58517|7400893599|100151
mahsulotlari
(mlrd. so‘m)
3 Kalava ip 314 | 360 | 412 | 472 | 541 | 620 | 710 | 814 | 932 | 998
(ming tn.)
4 Gazlama 272 | 317 | 371 | 433 | 505 | 589 | 688 | 803 | 937 | 1003

(mln. kv. m)

5 Trikotaj mato | 459 | 57.5 | 71.9 | 90 | 113 | 141 | 176 | 220 | 276 | 295
(ming tn.)

6 Tikuv-trikotaj 249 | 336 | 452 | 609 | 820 | 1105 | 1488 | 2004 | 2699 | 2888
mahsulotlari
(mln. dona)

7 Paypoq 584 | 75.8 | 984 | 128 | 166 | 216 | 280 | 363 | 472 505
mabhsulotlari
(mln. juft)

8 Boshqa 2735 | 3080 | 3459 | 3891 | 4376 | 4921 | 5534 | 6224 | 7000 | 7490
mabhsulotlar
(mlrd. so‘m)

2015-2024-yillarda to‘qimachilik va tikiuv-trikotaj sanoati
ko‘rsatkichlarining tahlili ushbu tarmoq mamlakat sanoatida strategik ahamiyatga
ega sohalardan biriga aylanganini ko‘rsatadi. Yillar kesimida barcha yo‘nalishlar
bo‘yicha barqaror va izchil o‘sish kuzatilib, bu tarmoqda amalga oshirilgan
islohotlar, klasterlashuv jarayonlarining chuqurlashuvi, xomashyoni chuqur qayta
ishlashni rag‘batlantiruvchi chora-tadbirlar va zamonaviy texnologiyalarni joriy
etish kabi omillar bilan izohlanadi. Paxta tolasi ishlab chiqarish 2015-yildagi 352
ming tonnadan 2024-yilga kelib 1 177 ming tonnagacha ortib, qariyb uch
barobarlik o‘sishni namoyon etdi. Bu esa tolani qayta ishlash quvvatlarining keskin
kengayganini, klaster tizimi joriy etilgandan keyin texnologik zanjirning to‘liq
shakllanib borganini ko‘rsatadi. Sanoat mahsulotlari hajmi 2015-yilda 14,3 trln
so‘mni tashkil etgan bo‘lsa, 2024-yilda 100,1 trln so‘mga yetdi va bu gariyb yetti
barobar o‘sish demakdir. Bunday natija to‘qimachilik tarmog‘i yalpi sanoatdagi
ulushining oshganini, tarmoqdagi investitsiyaviy faollik va eksportbop mahsulot
ishlab chiqarish kengayganini anglatadi.

Kalava ip ishlab chiqarish hajmlari ham izchil o‘sib, 2015-yildagi 314 ming
tonnaga nisbatan 2024-yilda 998 ming tonnaga yetdi. Bu o‘sish tolani chuqur qayta

1 “O¢zto*qimachiliksanoat” uyushmasi ma’lumotlari asosida tuzilgan
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ishlash, zamonaviy ipak va paxta ipi korxonalarining tashkil qilinishi va
xomashyodan yuqori qo‘shilgan qiymat olishga qaratilgan davlat siyosati
samarasini ko‘rsatadi. Gazlama ishlab chiqarish hajmlari 272 mln kvadrat metrdan
1 003 mln kvadrat metrgacha ko‘payib, tarmoqdagi texnologik liniyalarning
zamonaviylashganini va ichki hamda tashqi bozorlarda matolarga bo‘lgan
talabning oshganini ko‘rsatdi. Trikotaj mato ishlab chiqarish esa 10 yil ichida eng
tez o‘sgan yo‘nalishlardan biri bo‘lib, 45,9 ming tonnaga nisbatan 295 ming
tonnagacha ko‘tarildi. Bu trikotaj mahsulotlari eksport bozorlarida yuqori talabga
ega bo‘lganini va tarmoqda raqobatbardosh texnologiyalar joriy etilganini
tasdiglaydi.

Eng tez o‘sish tikuv-trikotaj tayyor mahsulotlarida kuzatilib, 2015-yilda 249 min
dona bo‘lgan hajm 2024-yilda 2 888 mln donani tashkil etdi. Bu o‘n yillikda qariyb
o‘n bir barobarlik o‘sish bo‘lib, to‘qimachilik tarmog‘ining eksport salohiyatidagi
tub burilish nuqtasini aks ettiradi. Tarmoqda tayyor mahsulotlar ulushining oshishi
yuqori qo‘shilgan qiymat yaratish, brendlash va xalqaro bozorlarda
raqobatbardoshlikni ta’minlash imkonini berdi. Paypoq mahsulotlari ishlab
chiqarish haymi ham sezilarli darajada kengayib, 58,3 mln juftdan 504,9 mln juftga
yetdi. Bu yo‘nalishda arzon xomashyo, tez aylanma ishlab chiqarish sikli va
eksport imkoniyatlarining kengayishi asosiy omillar sifatida namoyon bo‘ldi.
“Boshga mahsulotlar” guruhidagi ko‘rsatkichlar ham muqobil o‘sishni qayd etgan
bo‘lsa-da, ularning o‘sish sur’ati nisbatan sekinroq bo‘lib, bu segmentda
raqobatning qattiqligi va qo‘shilgan qiymatning nisbatan past ekanligi bilan
1zohlanadi.

To‘qimachilik mahsulotlari ishlab chiqaruvchi va uni sotish bilan
shug‘ullanuvchi tadbirkorlik subyektlarida “sotib olish” va “sotish” jarayonlari
tadqiqotda bir butun tizim sifatida ko‘rsatilgan. Ularni baholashni 3-jadvalda
keltirilgan ko‘rsatkichlar bo‘yicha o‘tkazish tavsiya etilgan.

Tadqiqot obyektlaridan biri sifatida tanlangan “NUR-TEX” MCHIJ savdo
faoliyati bilan shug‘ullanuvchi tadbirkorlik subyekti bo‘lib, jamiyat faqat o‘z mulki
darajasidagina mas’uliyatni 0‘z bo‘yniga olgan. Tadbirkorlik subyektining asosiy
magsadi tushumdan daromad olishdir.

“NUR-TEX” MCHJ savdo shahobchasida ishchilar sifatini boshqgarish tizimi
yo‘lga qo‘yilgan. Shu maqgsadda xodimlar malakali kurslarida va haftalik savdo
kurslarida malakalarini oshiradilar. Tijorat xodimlarning faoliyati har kuni
“erkaklar” va “ayollar” bo‘limlari rahbarlari tomonidan olib boriladi. Bo‘lim
boshliglarining faoliyati esa direktor va uning o‘rinbosari tomonidan baholanadi.
Ushbu tizimni qo‘llash, har bir xodimning ishini obyektiv baholaydi va pul
mukofotida ifodalanadigan to‘g‘ri moddiy rag‘batlantirishni (xodimlar ish haqining
15 foizi) ta’minlaydi.

“NUR-TEX” MCHJ savdo shahobchasi erkaklar va ayollar kiyimlari savdosi
bilan shug‘ullanadi. Ayollar kiyimlarining assortimenti quyidagi guruhlardan
iborat: dvoykalar 245000 so‘mdan 1420000 so‘mgacha, trikotaj kiyimlari 11000
so‘mdan 283000 so‘mgacha, kuzgi va qishki fasl uchun kiyimlar 151000 so‘mdan
1500000 so‘mgacha. Tadqiqot jarayonida o‘rganilayotgan “Samo textile” MChJ
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hamda “DIVA-TEKS” MCHJ asosan to‘qimachilik buyumlarini ishlab chiqarish
va uni sotish faoliyati bilan shug‘ullanishadi.

3-jadval

To‘qimachilik mahsulotlari ishlab chiqaruvchi va uni sotish bilan
shug‘ullanuvchi tadbirkorlik subyektlari faoliyatida mahsulotlarni xarid
qilish va sotish uchun funksional jarayonlarni tahlil qilish ko‘rsatkichlari

tizimi'?
Jarayon Ko‘rsatklc.hlar Ko‘rsatkichlar nomlari
guruhi
- mahsulot guruhlarining tovar assortimenti qatoridagi ulushi;
Mabhsulot mahsulot - sotilishi kechiktirilgan mahsulotlar ulushi;
sotib assortimentini |- sotilishi maksimal tezlashtirilgan mahsulotlar ro‘yxati;
olish shakllantirish |- assortiment to‘liqligi koeffitsiyenti;
ko‘rsatkichlari |- assortiment barqarorligi (stabilligi) koeffitsiyenti;
- assortiment komplekslik (murakkablik) koeffitsiyenti.
mahsulot - mahsulot zaxiralari hajmi;
zaxiralari |- asosiy (minimal) tovar zaxiralari hajmlari;
hajmlarini |- inventarizatsiya (ro‘yxatga olingan) qilingan mahsulot zaxiralari
ko‘rsatish  |hajmi;
- mahsulot =zaxiralari hajmi (yangi mahsulotni sotib olishga
sarflanadigan vaqtni hisobga olgan holda)
- do‘kondan tashqari sotuvning tovar aylanmasidagi ulushi;
Sotish | tovar sotishni |- 0‘z-0‘ziga xizmat ko‘rsatish xizmatining tovar aylanmasidagi ulushi;

tashkil etish
ko‘rsatkichlari

- savdoning boshgqa ilg‘or usullari orqali sotuv ulushi;

- go‘shimcha xizmatlar ulushi;

- 1 kv.m. savdo maydoniga chakana savdo aylanmasi;

- do‘konning umumiy maydondagi ulushi;

- savdo uskunalarini o‘rnatilish darajasi;

- ko‘rgazma uchun mo‘ljallangan uskunalar ulushi;

- uskunalarning salohiyat koeffitsiyenti;

- tashkilot 1 dona xodimi uchun chakana savdo aylanmasi;

- chakana savdo aylanmasining 1 sotuvchiga nisbatan ko‘rsatkichi;
- chakana savdo aylanmasining 1 tijorat xizmati xodimiga nisbatan
olingan giymati

tovar sotishni
rag‘batlantirish
ko‘rsatkichlari

- narx va narxga bog‘liq bo‘lmagan tovar sotishni rag‘batlantirish tizimi
instrumentlari;

- reklama xizmati xarajatlari,

- tovar ayirboshlashda reklama xarajatlari ulushi;

- tovar sotishni rag‘batlantirishdan tushuvchi qo‘shimcha daromadning
savdo aylanmasidagi ulushi

Mahsulot assortimenti bo‘yicha rejaning bajarilishini aniqlashda-eng kam son
miqdorini hisobga olish usuli gqo‘llaniladi. Ushbu usulning mohiyati quyidagidan
iborat. Assortiment rejasining bajarilish darajasini aniglash uchun avvalo reja
chegarasi ichida ishlab chigarilgan mahsulot summasini aniglash kerak. Buning
uchun rejadan ortiqcha yoki rejada ko‘rsatilmagan mahsulotlarni ishlab chigarish
assortiment rejasining bajarilishini aniglashda hisobga kirmaydi. Rejadan pasti esa
shu migdorda qabul qilinadi. Shunday qilib, assortiment bo‘yicha rejaning o‘rtacha

12 Muallif ishlanmasi.
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bajarilishi foizini aniglash uchun reja assortimenti hisobiga ishlab chiqgarilgan
paxtachilik mahsulotlari natura yoki qiymat miqdori jamlanib, uni 100 ga
ko‘paytirib, so‘ngra reja bo‘yicha ishlab chiqarilishi lozim bo‘lgan mahsulot
hajmiga bo‘lish kerak.

Endi esa, ko‘rsatib o‘tilgan eng kam son miqdorini hisobga olish usulini
qo‘llash orqali “DIVA-TEKS” MCHJ korxonasining 2024-yildagi assortiment
rejasining bajarilish tahliliga o‘tamiz. Natijalar 4 — jadvalda keltirilgan.
Ma’lumotlarining ko‘rsatishicha, tahlil qilinayotgan korxonaning assortiment
bo‘yicha rejasi 99,40 foizga bajarilgan:

4 — jadval
“DIVA-TEKS” MCHJ korxonasida 2024-yilda ishlab chiqarilgan asosiy
mahsulot assortimenti bo‘yicha rejaning bajarilishi tahlili'?

Mahsulot turlari Joriy yilda Tafovut Assortiment
(+,-) bo‘yicha reja
dona bajarilishi
Reja Hisobot %

O‘g‘il bolalar uchun pijama 21300 21420 +120 100,0
O‘g‘il bolalar uchun futbolka 17100 16740 - 70 97,9
O‘g‘il bolalar uchun komplekt 14800 15050 +250 100,0
trikotaj buyumi

O‘g‘il bolalar uchun shalvar 34000 36510 +2510 100,0
Uzun yengli o‘g‘il bolalar 19000 17420 -1580 91,7
jemperi

O‘g‘il bolalar uchun vodolazka 24000 24163 +163 100,0

Qiz bolalar uchun komplekt 16400 16950 +40 100,0

trikotaj buyumi

Qiz bolalar uchun trikotaj 23400 23450 +50 100,0

shim

Bolalar uchun hammom xalati 24600 22578 -2022 91,8

Uzun yengli qiz bolalar 22000 22122 +122 100,0
jemperi

Qiz bolalar uchun futbolka 17400 17320 +80 99,6

Qisqa yengli qiz bolalar 13600 13600 +0 100,0
jemperi

Qiz bolalar uchun ko‘ylaklar 15100 14970 -130 99,1

O‘smir bolalar uchun shortlar 31000 31025 +25 100,0

Bolalar uchun maykalar 35100 34980 -120 99.7

Qiz bolalar uchun losinalar 19700 19950 +250 100,0

Jami: 348500 | 348248 -252 99,92

Taklif etilgan usul bilan “Samo Textile” MCHJ hamda “NUR-TEX”
MCHJlarda ham 2023-yilda mahsulot assortimenti rejasi bajarilishi tahlil qilindi.
Tahlil natijalari shuni ko‘rsatadiki, 2023 yilda mahsulot assortimenti rejasi
bajarilishi “Samo Textile” MCHJda 97,45 foizni hamda “NUR-TEX” MCHJda
98,35 foizni tashkil etgan.

13 Korxona hisobot ma’lumotlari asosida muallif tomonidan hisoblangan
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Mabhsulot assortimenti rejasi bajarilishining holati korxonalarning natijaviy
moliyaviy holatiga ham o‘zining sezilarli ta’sirini ko‘rsatadi. Shuning uchun tahlil
jarayonida o‘rganilayotgan tadbirkorlik subyektlarining oxirgi uch yildagi
moliyaviy holati tahlil qilindi. Tahlil natijalari 5-jadvalda keltirilgan. Ma’lumotlar
shuni ko‘rsatadiki, “NUR-TEX” MCHJ savdo tashkiloti bo‘lganligi bois,
o‘rganilayotgan davrda ushbu tashkilotda yalpi foyda 2023-yilda 2022-yilga
nisbatan 102,18 % ni, mahsulot sotish rentabelligi ko‘rsatkichi 67,74 % ni tashkil
etgan. “Samo Textile” MCHJ moliyaviy holati ham o‘rganilayotgan davrda bir
gadar yaxshilangan. Ushbu korxonada sotilgan mahsulotdan tushum 2021-yilda
2524,605 miln so‘mni, 2023-yilda esa ushbu ko‘rsatkich 4368,566 min so‘mni
tashkil etgan yoki qariyb 1,7 barobarga oshgan (5- jadval).

S5-jadval
To‘qimachilik korxonalarining 2021-2024-yillardagi moliyaviy holatining
qiyosiy tahlili'*

“SAMO TEXTILE” MCHJ

Ko‘rsatkichlar 2021 2022 2023 2024
Mahsulot sotishdan tushgan tushum | 5321476 | 5042312 | 10 847 523 12 149 226
Yalpi daromad 2524605 | 2266851 | 4368566 4 892 794
Umumxo‘jalik foydasi (Foyda) 1057189 | 1078523 | 2784563 3118711
Muomala xarajatlari 1467416 | 1188328 | 1584003 1774 083
Soliq (15%) 158 578 161 778 417 684 467 807
Sof foyda 898 611 916 745 2 366 879 2 650 904
Rentabellik (%) 16.88 % 18.18 % 21.82 % 21.82
“DIVA-TEKS” MCHJ

Ko‘rsatkichlar 2021 2022 2023 2024
Mahsulot sotishdan tushgan tushum | 503 275 724 643 580 492 650 151
Yalpi daromad 74 479 98 854 92 536 103 640
Umumxo‘jalik foydasi (Foyda) 67 128 67 453 67 541 75 646
Muomala xarajatlari 7351 31401 24 995 27 994
Soliq (15%) 10 069 10118 10 131 11 347
Sof foyda 57 059 57 335 57410 64 299
Rentabellik (%) 11.34 % 791 % 9.89 % 9.89 %

“SAMO TEXTILE” MCHJ bo‘yicha tahlil

Yangi shakllantirilgan hisob-kitoblarga ko‘ra, mahsulot sotish rentabelligi
ko‘rsatkichi 2023-yilda 53,1 % ni tashkil etgan bo‘lib, bu 2021-yilga nisbatan 3,1
% ga kamaygan. Rentabellik darajasining pasayishi korxonada sof foyda tarkibiga
ta’sir etayotgan omillar, xususan:

- yalpi daromad tarkibidagi o‘zgarishlar,
muomala xarajatlarining ortishi,
resurslar narxining ko‘tarilishi,
tarqatish va logistika xarajatlarining oshishi kabi omillar bilan izohlanadi.

2021-2024-yillar dinamikasi shuni ko‘rsatadiki, tushum hajmining sezilarli
o‘sishiga qaramay, rentabellikning biroz pasayishi korxonaning xarajatlar tuzilmasi
bo‘yicha optimallashtirish choralarini kuchaytirishi lozimligini anglatadi. Xususan,

14 Korxona hisobot ma’lumotlari asosida muallif tomonidan hisoblangan
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2023-yilda yalpi daromad keskin ortgan bo‘lsa-da, muomala xarajatlari ham yuqori
bo‘lganligi rentabellik ko‘rsatkichlariga bosim o‘tkazgan.

Bu holat korxonaning kelgusida:

- xarajatlarni kamaytirish siyosatini kuchaytirish,

- 1shlab chiqarish jarayonlarini optimallashtirish,

- yugori marjali mahsulotlar ulushini oshirish

zaruriyatini ko‘rsatadi.

2. “DIVA-TEKS” MCHJ bo‘yicha tahlil

Korxonada sotilgan mahsulot tushumi 2021-yildagi 503 mln 275 ming
so‘mdan
2023-yilda 580 mln 492 ming so‘mga oshgan. Bu o‘sish umumiy ishlab chigarish
va sotuv hajmlari kengayganini aks ettiradi.

Biroq, mahsulot sotish rentabelligi 2023-yilda atigi 4,8 % ni tashkil etgan.
Rentabellikning pastligiga quyidagi omillar sabab bo‘lgan:

« tannarxning yuqoriligi;

« yalpi foyda ulushining pastligi;

« muomala xarajatlarining oshishi;

« korxonaning yuqori marjali mahsulotlarga yetarli darajada o‘tmaganligi;

« ishlab chigarish samaradorligining pastligi.

Daromad miqdori o‘z navbatida bir gator omillarga bog‘liq, jumladan:

. mahsulot aylanmasi hajmining o‘zgarishi,

. yalpi daromad va tarqatish xarajatlari o‘rtasidagi farq,

. boshqa aktivlarni sotishdan tushgan foyda yoki zararlar,
. operatsion bo‘lmagan daromadlar va xarajatlar,

. logistika va resurslar narxining o‘zgarishi,

6. import gilinadigan xomashyo bilan bog‘liq tebranishlar.

Shu bilan birga, “DIVA-TEKS” kabi o‘rta quvvatli korxonalar uchun
rentabellikning past bo‘lishi odatiy hol bo‘lib, raqobat kuchaygani sari xarajatlarni
optimallashtirish va mahsulot portfelini yangilash muhim ahamiyat kasb etadi.

Dissertatsiyaning «To‘qimachilik korxonalarida mahsulotlar
assortimentining marketing boshqaruvi metodologiyasini takomillashtirish va
samaradorligini oshirish» deb nomlangan to‘rtinchi bobida to‘qimachilik
korxonalarida tovar strategiyalarini takomillashtirish bo‘yicha takliflar ishlab
chigilgan. To‘gqimachilik korxonalarida mahsulotlar assortimentini marketing
boshqgaruvi samaradorligini oshirish yo‘nalishlari ko‘rsatib berilgan. O‘zbekistonda
to‘gimachilik tarmog‘ini 2030-yilgacha rivojlantirishning prognoz ssenariylari
ishlab chiqilgan.

To‘qimachilik korxonalarida marketing strategiyasini takomillashtirish
tarmoqgning o°ziga xos xususiyatlarini hisobga olgan holda turli jihatlarga
qaratilgan bo‘lishi mumkin. Bunday korxonalarda marketing strategiyasini
takomillashtirishning bir necha yo‘nalishlari mavjud bo‘lib, ular quyidagilar:

mahsulot assortimentini diversifikatsiya qilish;
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25



mijozlarning turli ehtiyojlarini qondirish uchun mahsulot liniyasini
kengaytirish yoki yangi mahsulotlarni ishlab chiqish;

mahsulotlarning raqobatdosh wustunligi ta’minlash uchun innovatsiya,
texnologiya va dizayn bo‘yicha yangicha yechimlarni joriy etish va boshqalar;

tovarlarni o‘zgaruvchan bozor talablariga moslashtirish.

Korxonalarni tovar siyosatini boshqarish holatini aniglash uchun “SAMO
TEXTILE” MCHJ, “DIVA-TEKS” MCHJ hamda “NUR-TEX” MCHIJ larda
o‘rganishlar amalga oshirilgan. Marketingni boshqarish tizimining samaradorligini
baholash uchun odatda har tomonlama tahlil qilish va taqqoslash uchun bir nechta
guruhlar qo‘llaniladi. Guruhlar soni tadqiqotning o‘ziga xos xususiyatlariga va
kompaniyaning maqsadlariga qarab farq qilishi mumkin, ammo odatda quyidagi
asosiy guruhlar qo‘llaniladi: eksperimental guruh, nazorat guruhi, iste’molchilar
guruhi, ichki manfaatdor tomonlar guruhi, raqobatni tahlil qilish guruhi. Avvalo
zarurly varaqalar tayyorlandi hamda so‘rovni amalga oshirishda kontingentni
tanlash va belgilash ishlari amalga oshirildi. So‘rovni amalga oshirish bosqichi
yuzma-yuz so‘rov tarzida amalga oshirildi. Bunda savollar uchta guruhga ajratildi:
faoliyatni boshqarishni tavsiflovchi, funksiyalarni boshqgarishni tavsiflovchi va
talabni tavsiflovchi ko‘rsatkichlar. Faoliyatni boshqarish yettita savol yordamida,
funksiyalarni boshqarish — o‘n bitta savol yordamida, talabni boshqarish esa to‘rtta
savol yordamida baholanadi.

Umumiy ballar of‘rtacha arifmetik ko‘rsatkich bo‘yicha quyidagicha
hisoblandi:

dym = I+ g + A7 4.1)

Bu yerda,

dywm — assortiment siyosatini boshqarish samaradorligining umumiy balli;

J — faoliyatni boshqarish samaradorligi balli;

Je- funksiyalarni boshqarish samaradorligi balli;

I1- talabni boshqarish samaradorligi balli.

Anketa so‘rovi o‘tkazish natijalari 6-jadvallarda keltirilgan.

O‘rganilayotgan korxonalarda assortiment siyosatini boshqarish samaradorlik
baholarining variantlari xilma-xilligi va kengligidan dalolat beradi: 14,7 dan 16,2
ballgacha. O‘rganilayotgan “NUR-TEX” MChJ da ushbu ko‘rsatkich 16,2 ballni
tashkil etgan va ushbu ko‘rsatkich maksimal imkoniyatning 67,5 %ini tashkil etadi.
“SAMO TEXTILE” MCHJ, “DIVA-TEKS” MCHJlarda esa ushbu ko‘rsatkich
mos ravishda 15,7 va 14,7 ballarni tashkil etgan.

Ballar miqdori bo‘yicha tadqiq etilayotgan to‘gimachilik korxonalarida
assortiment siyosatini marketing boshgaruvi tizimining rivojlanish darajasi haqida
mulohaza yuritish mumkin bo‘ladi:

0-8 ball. Ragobatbardoshlik va marketing boshqaruvi tizimi eng past darajaga
ega.

8.1-16 ball. Ragobatbardoshlikni boshqarish marketing tizimining rivojlanish
o‘rtacha darajasi.

16,1-24 ball. Korxonada raqobatbardoshlik va marketing boshqaruvi faqat
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rivojlanayotgan bozor iqtisodiyoti sharoitlaridagina yuqori darajada deb
hisoblanishi mumdkin.
6-jadval
To‘qimachilik korxonalarida assortiment siyosatini boshqarish tizimi
samaradorligini baholash (16-savolni istisno qilganda anketa so‘rovi o‘tkazish
natijalari bo‘yicha, 2024-yil oktyabr)'’

Korxonalar bo‘yicha ballar miqdori
Savol raqami “ ’ “SAMO “DIVA-TEKS” Maks. ball
NUR-TEX” MChJ TEXTILE” MCHJ MCHIJ
Faoliyatni boshqgarish (UD

1 0,7 0,6 0,5 1

2 0,5 0,7 0,6 1

3 0,6 0,6 0,5 1

5 1,8 1,6 1,6 3

6 0,4 0,3 0,2 1

7 0,4 0,3 0,3 1

8 0,9 0,7 0,7 1

Jami: UD bo‘yicha 5,3 4.8 4.4 9

Funksiyani boshgarish (UF)

4 1 1 1 1

9 0,7 0,7 0,5 1

10 0,4 0,5 0,5 1

12 1 1 1 1

16 0,4 0,4 0,5 1

17 0,4 0,3 0,2 1

18 0,8 0,8 0,8 1

19 1 1 1 1

20 1 1 1 1

21 0,5 0,5 0,5 1

22 0,6 0,5 0,4 1

Jami: UF bo‘yicha 7,8 7,7 7,4 11

Talabni boshqarish (US)

11 0,6 0,5 0,6 1

13 1 0,9 0,7 1

14 0,5 0,8 0,6 1

15 1 1 1 1

Jami: US bo‘yicha 3,1 3,2 2.9 4
Jami: 16,2 15,7 14,7 24

Tahlilni mutlaq ifodada va quyidagi ko‘rinishda maksimal ko‘rsatkichlarga
o‘zaro nisbatini aniqlagan holda marketing boshqaruvi tizimi xususiy
ko‘rsatkichlarini hisob-kitob qilish bilan davom ettiramiz. To‘qimachilik
korxonalarida  assortiment  siyosatini  boshqgarish  tizimi  samaradorligi
ko‘rsatkichlari 7-jadvalda keltirilgan.

“NUR-TEX” MChJ shahobchasi o‘z faoliyatini tashkil etishda marketing
tadqiqotlari asosida marketing muhitining amalda barcha omillarini tizimli

15 Muallif ishlanmasi.
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ravishda o‘rganligi bois, marketing boshgaruvi samaradorligi nisbatan yuqoridir.
Ammo, kelgusida amalga oshirish lozim ishlar talaygina. Buning uchun esa tovar
assortimentini shakllantirish bo‘yicha marketing boshgaruvi tashkil etilishi lozim.
7-jadval
To‘qimachilik korxonalarida assortiment siyosatini boshqarish tizimi
samaradorligi ko‘rsatkichlari'®

Nomi “NUR-TEX” “Samo textile” | “DIVA-TEKS”
MCHJ MCHJ MCHJ
E (Ud) Koe?ﬁe‘:lliyent 01,564 (;;08 03,2170
EUD | ootiyen o5t b6t 05
E (Us) Koef]’?"l?lliyent ()3,’618 02,’694 02,389
E (Um) Koef]%?lliyent (1),6é§ 3,56’1 (1)?5,;

Dissertatsiyada amalga oshirilgan tadqiqotlar shuni ko‘rsatmoqdaki,
assortimentning shakllantirilishi savdo ko‘lamiga, mahsulotning o‘ziga xos
xususiyatlariga, ishlab chiqaruvchining oldida turgan magsadlari va vazifalariga
garab turli xil usullar orqali amalga oshiriladi.

Assortimentning to‘g‘ri shakllanishi bilan bir gatorda uning barqarorligini
ta’minlash muhim vazifadir. Barqarorlik ko‘rsatkichi bir xil mahsulotlarga bo‘lgan
talabni qondirishga imkon beradi.

O‘zbekiston Respublikasi Prezidentining 2020-yil 7-fevraldagi PF-5953-
sonli farmoni bilan tasdiglangan "O‘zbekiston Respublikasini 2030-yilgacha
rivojlantirish konsepsiyasi"da xam to‘qimachilik sanoatini yanada rivojlantirish
bo‘yicha qator vazifalar belgilangan Jumladan: “to‘qimachilik sanoatini
modernizatsiya qilish va raqobatbardoshligini oshirish”, “mahalliy xomashyo
bazasini rivojlantirish”, “eksport salohiyatini oshirish”, “kadrlar salohiyatini
oshirish” hamda “umumiy infratuzilmani rivojlantirish”.

O‘zbekiston to‘gqimachilik sanoatida diversifikatsiya strategiyalari bo‘yicha
2030-yilgacha prognoz parametrlari 8-jadvalda keltirilgan.

8-jadval
2025-2030-yillar uchun prognoz jadvali'’
Yil Intensiv strategiya Ekstensiv strategiya marjasi
marjasi (mlrd so‘m) (mlrd so‘m)
2025 2710 2930
2026 2980 3270
2027 3290 3 640
2028 3 620 4 050
2029 3 980 4 480
2030 4360 4 950

Manba: muallif tomonidan igtisodiy modellashtirish natijalari asosida hisoblangan

16 muallif tomonidan amalga oshirilgan hisob-kitoblar asosida tuzilgan
17 Muallif ishlanmasi.
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O‘zbekiston Respublikasida to‘qimachilik sanoatini raqobatbardoshlik va
eksport salohiyatini oshirishda tovar nomenklaturasining diversifikatsiyasi muhim
strategik yo‘nalish hisoblanadi. Jahon bozorlarida talabning tez o‘zgarishi
sharoitida eksportni intensiv (ichki chuqurlashtirish) va ekstensiv (bozor va
mahsulotlarni  kengaytirish) yo‘nalishlarda diversifikatsiya qilish muhim
ahamiyatga ega.

2030-yilgacha bo‘lgan prognoz hisobotlari shundan dalolat beradiki, intensiv
strategiya asosida eksport rentabelligi o‘rtacha 1,3—1,5 barobarga oshishi mumkin.
Ekstensiv strategiya orqali esa eksport hajmini 25-30% gacha ko‘paytirish imkoni
bor.

XULOSA

Dissertatsiya tadqiqoti davomida olib borilgan ilmiy izlanishlar natijasida
quyidagi ilmiy xulosalarga kelindi:

1. To‘qimachilik korxonalarida mahsulotlar assortimentini marketing
boshgaruvi korxonaning strategik maqsadlari, bozor segmentlari va iste’molchi
talablarini uyg‘unlashtiruvchi markaziy boshgaruv tizimi sifatida namoyon bo‘ladi.
Assortiment siyosatining nazariy-uslubiy asoslari bozor kon’yunkturasini chuqur
tahlil qilish, segmentatsiya, pozitsiyalash, mahsulot hayotiylik davrini boshqarish
hamda innovatsion yondashuvlarni joriy etish orqali shakllanadi. Amaliy jihatlar
esa assortimentni rejalashtirish, optimallashtirish, rag‘batlantirish va monitoring
mexanizmlarining samarali ishlashini ta’minlaydi. Tadqiqotlar shuni ko‘rsatadiki,
assortimenti 1lmiy asosda shakllantirilgan korxonalarda raqobatbardoshlik,
foydalilik va bozor wulushi barqaror oshadi. Marketing boshqaruvining
integratsiyalashgan tizimi esa resurslar muvofigligini ta’minlab, korxonaga
o‘zgaruvchan bozor sharoitida tez moslashish va strategik ustunlikka erishish
imkonini beradi.

2. To‘qimachilik sanoatida assortimentni boshqarish murakkab, ko‘p
omilli jarayon bo‘lib, mavsumiylik, moda tendensiyalari, materiallar xilma-xilligi
va ta’minot zanjiri barqarorligi bilan bevosita bog‘liqdir. Bozor kon’yunkturasini
baholash, talab va taklif dinamikasi, narxlarning o‘zgaruvchanligi hamda
iste’molchi  xulgining motivatsion omillarini chuqur tahlil qilish samarali
marketing siyosatini shakllantirishga imkon beradi. Talabning elastikligi, bozor
sigéimi  va  bozor ulushi kabi ko‘rsatkichlar assortiment tarkibini
optimallashtirishda strategik ahamiyat kasb etadi. Iste’molchi ehtiyojlarining
segmentlarga ajratilishi korxonalarga moslashtirilgan mahsulotlar yaratish,
diversifikatsiya qilish va raqobat ustunligini mustahkamlash imkonini beradi.
Shuningdek, barqarorlik, sifat nazorati va axloqiy ishlab chigarish talablarining
kuchayishi assortiment siyosatini strategik darajada qayta ko‘rib chiqishni taqozo
etadi. Natijada, to‘qimachilik korxonalarida assortimentni boshqgarish innovatsion
yondashuvlar, bozor signallariga tezkor javob berish va iste’molchi qadriyatlarini
chuqur anglashga asoslangan integratsiyalashgan tizim sifatida shakllanadi.

3. Xalqaro to‘qimachilik sanoati tajribasi shuni ko‘rsatadiki, assortiment

siyosatini takomillashtirishda innovatsiyalar, diversifikatsiya, yuqori sifat va bozor
29



talabiga tez moslashuv hal qiluvchi omillardir. Xitoy korxonalari texnologik
modernizatsiya va keng qamrovli diversifikatsiya orqali global raqobatda
ustunlikka erishgan. Italiya tajribasi dizayn, brending va yuqori qo‘shimcha qiymat
yaratishning strategik ahamiyatini tasdiqlaydi. Turkiyada esa “tez moda” modeli va
eksportga yo‘naltirilganlik bozordagi faollikni oshirmoqda. AQSh innovatsion,
texnik va ekologik toza mahsulotlar ishlab chiqarish orqali yangi segmentlarni
egallamoqgda. Bangladesh va Pokiston tajribasi esa arzon ishchi kuchi, hukumat
imtiyozlari va mahsulotlarni diversifikatsiya qilish orqgali assortiment kengayishini
ta’minlamoqda. Ushbu tajribalar O‘zbekiston to‘qimachilik sanoati uchun
texnologik modernizatsiya, innovatsion mahsulotlar yaratish, sifat ustuvorligini
ta’minlash va global talabga moslashuvchan strategiyalarni shakllantirish
zarurligini ko‘rsatmoqda.

4.  Assortiment siyosati to‘qimachilik korxonalarining
raqobatbardoshligini ta’minlaydigan, bozor talabiga moslashuvchan qarorlar tizimi
sifatida muhim strategik ahamiyatga ega. Assortimentning kengligi, chuqurligi,
barqarorligi va yangilanish ko‘rsatkichlari korxonaning savdo samaradorligi,
daromadliligi va mijoziy qoniqishini belgilaydi. Ragamli tahlil, Big Data, IoT,
ERP, VR/AR kabi texnologiyalarning joriy etilishi assortiment boshgaruvini ilmiy
asoslangan va tezkor qarorlar qabul qilishga yo‘naltiradi. To‘g‘ri shakllantirilgan
assortiment siyosati xarajatlarni optimallashtirib, yuqori marjali mahsulot ulushini
oshiradi va korxonaning uzoq muddatli barqaror o‘sishini ta’minlaydi.

5. To‘qimachilik  korxonalarida ishlab chiqarish va assortiment
boshqaruvi samaradorligi, avvalo, rejalashtirish, zaxiralarni optimallashtirish, sifat
nazorati, logistika va marketingning o‘zaro uyg‘un jarayon sifatida tashkil
etilishiga bog‘liqdir. Operatsion boshqaruvning zamonaviy mexanizmlari — JIT,
KPI monitoringi, prognozli texnik xizmat, ABC-XYZ tahlillar, Digital Twin va
ragamli marketing texnologiyalari — korxonaga bozor o‘zgarishlariga tez
moslashish va resurslardan oqilona foydalanish imkonini beradi. Tovar
assortimentini matritsali baholash va mahsulotning hayot aylanish davriga
asoslangan yondashuvlar raqobat ustunligini shakllantiradi. Bunday kompleks
boshgaruv modeli to‘gimachilik korxonalariga foydalilikni oshirish, talabni
barqaror qondirish va uzoq muddatli strategik rivojlanishni ta’minlash imkonini
yaratadi.

6.  To‘gqimachilik korxonalarida innovatsion assortiment va narx-sotuv
siyosatini boshqarish bozordagi talab, raqobat muhiti va texnologik imkoniyatlarni
kompleks baholashga asoslangan strategik jarayondir. Al, Big Data, ERP—SCM-
CRM integratsiyasi, dinamik assortiment rejalashtirish, barqarorlik indekslari va
mijozlar fikr-mulohazalarini qayta ishlash kabi vositalar assortimentni tezkor
optimallashtirish imkonini beradi. Bozor tahlili, psixologik narx belgilash, talab
prognozlari va sotuv  kanallarini  diversifikatsiya qilish  korxonaning
raqobatbardoshligini kuchaytiradi. Ichki (xarajat, texnologiya, resurs) va tashqi
(talab, ragobat, kon’yunktura) cheklovlarni muvozanatli boshqarish foydalilik va
barqaror o‘sishni ta’minlaydi. Shu tariga, assortiment, narx va sotuv siyosatining
uyg‘un boshqgaruvi to‘qimachilik korxonalari uchun strategik ustunlik manbaiga

aylanadi.
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7. To‘qimachilik korxonalarida mahsulot assortimentini boshqarish ko‘p
bosqichli marketing, logistika va boshqaruv tizimlarining uzviy integratsiyasiga
tayangan holda amalga oshiriladi. Bozorni chuqur o‘rganish, mahsulot dizayni,
assortimentni rejalashtirish, inventarizatsiya, marketing kommunikatsiyalari,
tagsimot va CRM tizimlari o‘zaro bog‘liq holda yagona boshqaruv mexanizmini
shakllantiradi. Ragamli texnologiyalar — Al, Big Data, ERP, IoT va Digital
Supply Chain — talab prognozi, zahira optimalligi va tezkor garor qabul qilish
jarayonlarini yangi darajaga olib chiqadi. Mijoz ehtiyojlari markazga qo‘yilgan
holda “talab <> korxona <« iste’'mol” parallel modeli asosida assortiment
strategiyasi shakllanadi. Mahsulotlarning hayotiylik davri, mavsumiylik va moda
tebranishlari asosida dinamik boshgaruv raqobatbardoshlikni ta’minlaydi. Shu
tariqa, to‘qimachilik korxonalarida kompleks marketing boshqaruvi rentabellik,
barqarorlik va bozor ulushining o‘sishini ta’minlovchi strategik mexanizmga
aylanadi.

8. Tadqiqot natijalari shuni ko‘rsatadiki, NUR-TEX, SAMO TEXTILE
va DIVA-TEKS korxonalarida assortimentni rejalashtirish, ishlab chiqarish
jarayonlarini boshqarish va savdoni tashkil etish tizimlari korxonaning bargaror
rivojlanishi va moliyaviy natijalariga bevosita ta’sir ko‘rsatadi. Assortiment
rejalarining 97-100% darajada bajarilishi, mahsulot hayotiylik davri va talab
tebranishlarini hisobga olgan holda rejalashtirish, korxonalar rentabelligini sezilarli
oshirgani kuzatildi. Tahlillar shuni tasdiqlaydiki, assortiment boshqgaruvining
to‘g‘ri yo‘lga qo‘yilishi zahiralar optimalligi, ishlab chiqarish xarajatlarining
kamayishi va sotuv hajmlarining barqaror o‘sishiga xizmat qiladi. Moliyaviy
ko‘rsatkichlar tahlili o‘rta biznes modeliga ega korxonalar moslashuvchanligi,
resurslardan oqilona foydalanishi va raqobatbardoshligini yuqoriroq darajada
ta’minlashini ko‘rsatdi. Shu sababli, tarmoq korxonalarida boshqaruv tizimini
optimallashtirish, assortiment siyosatini takomillashtirish va o‘rta biznes modeliga
moslashish strategik ustunlik manbai sifatida tavsiya etiladi.

9. Tahlillar ko‘rsatadiki, to‘qimachilik korxonalarida tashkiliy tuzilma va
marketing boshqaruvining qanday shakllangani korxonaning raqobatbardoshligi va
bozor talablariga moslashuvchanligiga bevosita ta’sir qiladi. An’anaviy ishlab
chigarish markazidagi model marketingning strategik rolini cheklab, bozor
signallariga kechikkan javob berilishiga olib keladi, sotuv markazidagi model esa
gqisqa muddatli foyda ustuvorligini kuchaytirib, uzoq muddatli barqarorlikni
zaiflashtiradi. Marketing bo‘limi to‘liq integratsiyalashgan uchinchi model esa
bo‘limlararo axborot oqimini uyg‘unlashtirib, strategik qarorlarning ilmiy asosda
va tezkor gabul qilinishini ta’minlaydi. “Talab <> korxona < iste’mol” parallel
modeli assortiment siyosatini real talab bilan uyg‘unlashtirib, mahsulot yangilanish
tezligini oshiradi, marketing xarajatlarini kamaytiradi va iste’molchi qoniqishini
sezilarli ravishda ko‘taradi. Natijada, marketing markazlashgan boshqaruv tizimi
korxonaning innovatsion rivojlanishi, barqaror portfel shakllanishi va umumiy
iqtisodiy samaradorligini ta’minlovchi eng maqgbul yondashuv sifatida namoyon
bo‘ladi.

10. Tadqiqot natijalari shuni ko‘rsatadiki, to‘qimachilik korxonalarida

marketing  strategiyasini  takomillashtirish ~ mahsulot assortimenti, talab
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tebranishlari, raqobat muhiti va ichki boshgaruv tizimlarining uyg‘un
boshqarilishiga bog‘liqdir. Assortimentni diversifikatsiya qilish, bozor talabiga
tezkor moslashish, sifatni oshirish, raqamli marketing va innovatsion
texnologiyalarni joriy etish korxonalarning barqaror o‘sishini ta’minlaydi.
Marketing boshgaruvi samaradorligi bo‘yicha o‘tkazilgan baholash NUR-TEX,
SAMO TEXTILE va DIVA-TEKS korxonalarida tizimning rivojlanish darajasi
o‘rtacha yuqoriligi, ammo strategik marketing va talabni boshqarish bo‘yicha
kamchiliklar mavjudligini ko‘rsatdi. “Talab «» korxona < iste’mol” parallel
modeli mahsulot portfelini real talab bilan uyg‘unlashtirib, marketing xarajatlarini
kamaytirishi va iste’molchi qoniqishini oshirishi bilan ustunlik qiladi. Tadqiqot
asosida ishlab chiqilgan assortiment bo‘yicha marketing boshqaruvi tizimi esa
tamoyillar, resurslar va jarayonlarni yagona mexanizmga birlashtirib,
korxonalarning raqobatbardoshligini kuchaytiruvchi kompleks boshqaruv modelini
taklif etadi.

11. Ofrganilgan tahlillar shuni ko‘rsatadiki, assortiment siyosati
to‘qimachilik korxonalari uchun nafaqat mahsulot tanlovi, balki talabni aniqlash,
ishlab chigarishni optimallashtirish, bozor kon’yunkturasiga moslashtirish va
raqobatbardosh strategiyalarni shakllantirishni talab giladigan kompleks boshqaruv
tizimidir. Assortimentning kengligi, chuqurligi, barqarorligi va yangilanishini
aniqlovchi iqtisodiy ko‘rsatkichlar — barqarorlik koeffitsienti, to‘liglik
koeffitsienti, yangilik koeffitsienti va rentabellik formulalari korxonaning
strategik ustunligini belgilaydi. “Talab < korxona <« iste’mol” parallel modeli
asosidagi Aeff funksiyasi assortiment boshqaruvining real vaqt rejimida
samaradorligini o‘lchash va optimallashtirish imkonini beradi. Tahlillar shuni
tasdiglaydiki, assortimentni dinamik yangilash, yuqori marjali mahsulotlar ulushini
oshirish, ragamli boshgaruv vositalaridan foydalanish va mijoziy fedback asosida
qaror qabul qilish korxonalar foydasini sezilarli oshiradi. Natijada, to‘g‘ri
shakllangan assortiment strategiyasi korxonaning barqaror rivojlanishi, raqobat
ustunligi va iste’molchi qoniqishini ta’minlovchi asosiy mexanizmga aylanadi.

12.  Ofzbekiston to‘qimachilik sanoati 2030-yilgacha bo‘lgan davrda
iqtisodiy, innovatsion va tashqi bozor omillariga bog‘liq holda turli trayektoriyalar
bo‘yicha rivojlanishi mumkin. Bazis ssenariy barqaror iqtisodiy o°‘sish, eksport
kengayishi va infratuzilmaning modernizatsiyasiga tayanadi; optimistik ssenariy
esa investitsiyalar, texnologiyalar va eksport diversifikatsiyasi hisobiga yuqori
sur’atlarni ko‘zda tutadi. Pessimist ssenariy global beqarorlik, xomashyo
taqchilligi va logistika muammolari ta’sirida tarmoqga salbiy bosim yuzaga
kelishini ko‘rsatadi. Innovatsion ssenariy eng istigbolli bo‘lib, raqamli
texnologiyalar, ilmiy tadqiqotlar, ekologik barqaror ishlab chiqarish va yangi bozor
strategiyalariga asoslanadi. Umuman olganda, to‘qimachilik tarmog‘ining 2030-
yilgacha muvaffaqiyatli rivoji innovatsiya, eksportning chuqur diversifikatsiyasi va
yuqori qo‘shimcha qiymatga ega mahsulotlar ulushini oshirish bilan belgilanadi.
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BBE/IEHUE (anHOTAIMS AMCCEPTALMH JOKTOPA IKOHOMHYEeCKHX HayK (DSc))

AKTYaJIbHOCTb M He00XOAUMOCTb TeMbl aucceprTanuu. B Mupe
HAOJIIOMAeTCsl TEHJICHIMS TIEPEeMEIIECHUs MPOU3BOJCTBA C HU3KOW T0OABICHHON
CTOMMOCTBIO B TEKCTWJIBHOW oTpaciu u3 Kwurtas, rie JOMUHUPYET MUPOBas
TEKCTUJIbHAsE ~ NPOMBIILJIEHHOCTh, B  JPYTrM€  CTPaHbl C  HU3KUMH
MPOU3BOACTBEHHBIMH 3aTpaTaMH, Takue kKak BeetHam, Munus, banrnamem u
Oduonusa. [lo ganueim Fitch Solutions, gonst Kutas B MUPOBOM TEKCTUIILHOM
skcnopte cHu3mwiIach ¢ 38,3% 1o 29,1% B nepuon ¢ 2015 mo 2024 roa. Ilepebou B
I[EMOYKaX MOCTABOK TaKXe MPHUAAOT OOJIbIIOE 3HAYCHHE BOBJICUCHUIO HEKOTOPBIX
€BpPONENHCKUX KOMIaHUK B O @IIOPHOE TEKCTUIILHOE MPOU3BOJACTBO U3 Kurtas B
Typuuro u Bocrounyro Espomy.!® Dt o6crosTenscTBa TpeOyHOT MOBBILIEHHS
3G ()EKTUBHOCTH  ACCOPTUMEHTHON  MOJUTUKM HA  MIBEHHO-TPUKOTAXKHBIX
MPEANPUATUSX JIJISI IOCTOSTHHOTO yIOBJIETBOPEHHS MOTPEOHOCTEH MOTpeOuTeNeH B
OJIeKIE.

VYBenu4eHne CEerMEHTOB B CTPYKTYpE CIpoca Ha MHPOBOM TEKCTUILHOM
PBIHKE, COKpAIIEHHE MOJIHBIX ITUKIIOB, (POPMUPOBAHUE MHOTOKAHAJIBLHON CUCTEMBI,
YCTaHOBJICHHE BBHICOKUX TpeOoBaHui k mpuHIunaM ESG u kpyroBoil S5KOHOMUKH,
pervuoHanbHas JIOKadu3amus W ObIcTpass mepeKoH(urypamusi acCOpTUMEHTa
TEKCTUJIbHBIX MPEANPUITUI H3-32 T€OPKOHOMHYECKUX PHUCKOB (JIOTHCTUYECKHE
coou, Tapudnl, '"nearshoring/reshoring"), sddexTuBHOE  TUIAHMpPOBaHUE
n30BITOYHBIX 3anacoB/meduuura B 3m0xy ObicTpoir wmoabl  (fast fashion),
KOOpJIMHALIUS ~ MHOTOKAaHaJbHOTO  aCCOPTUMEHTa  TpeOylT  pa3paboTKu
MapKETUHTOBBIX CTpPaTEeTruid, ClIOCOOHBIX OBICTPO aJaNTUPOBATHCS K TPEOOBaAHUSIM
KauecTBa U CePTUDUKALINH.

TekcTuiabHas MPOMBIIUICHHOCTh SIBJISIETCS BHICOKOJIOKOMOTHUBHOW OTPAcCibiO
MPOMBINIUIEHHOCTH PecryOnuku Y30ekucTaH U SBISETCS OJHUM W3 JIMJACPOB B
peanu3alMi HOBBIX IMPOEKTOB B PETrMOHAX, IPOU3BOJACTBE HOBBIX BHJIOB
MPOIYKIMU, OOCCIICUCHUH 3aHATOCTH HACENIEHUS M CO3JaHMH PadOYMX MECT,
yIJIaTe€ HaJIOTOB U JIPYyTMX cColUaibHbIX marexei. Ilo mroram 2024 roma B
TEKCTHJIbHOM oTpaciu jAeiictByer Oonee 12 000 mnpenmpusituii. B VYkaze
[Ipesunenta PecnyOnuku Y36ekucran ot 30 sHBaps 2025 roma No VYII-16 "O
['ocynapcTtBenHoM mporpamme 1o peanusanuu Ctparerun "Y3b6ekucran-2030" B
"T'on oxpaHbl OKpYKaIOIIEH CPEAbl U "'3€JICHON SKOHOMUKH''"' OMpENeNeHbI 3aJaun
"MoBelIeHNs YPOBHS NMEPepabOTKU MPSIKU B TEKCTHUIHHON MPOMBIILIEHHOCTH 10 62
npoieHToB." B nepuon nocne 2020 rojga MexayHaApOIHOE COOOIIECTBO MPU3HATIO,
YTO TEKCTHJIbHASI POMBINIJICHHOCTh Y30€KNCTaHa Pa3BUBACTCS B COOTBETCTBHH C
MPUHIUIIAMU COLUAJIBHOW 3allUTHI, COIMATBLHOIO PABEHCTBA U OTBETCTBEHHOCTH.
B cBs3u ¢ atiim B Y30ekucTade odurmanpHO 3amymieHa mporpamma Better Work
MexayHapoaHOM opraHu3anuu Tpyda ©u  MexayHapoaHod  (HUHAHCOBOM
Koprnopauuud. B To ’xe Bpems, 4TOoObl paboTaTh HAa OCHOBE MPO3PAYHOCTH U
YCTOMYMBOCTH B MPOU3BOJACTBE XJIOMKA, YTOOBI BOMTH B IIOOAIBHYIO IEMOYKY,
nHunuraTtua Better Cotton coTpyAHUYAET ¢ XJIOMKOBO-TEKCTUIBHBIMU KJIacTEpaMu

18 https://www.linkedin.com/pulse/how-global-economic-status-impact-textile-qnryc
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¢ 2023 roma. DT0 MO3BOJUT KPYIHBIM OpeHjaM, TakuM Kak Disney, Nike, H&M,
Zara, yBeIMYUTh CBOM BO3MOXXHOCTH MOCTaBKU MPOAYKLIHU B HECKOJBKO pa3. ITo
TpeOyeT YCKOpPEeHHsI Hay4YHO-HCCIIEOBATEIbCKUX pPA0OT, HaIpaBICHHBIX Ha
COBEpIICHCTBOBAHNUE METOJOJIOTUU MAPKETUHTOBOIO YIIPaBJICHUS aCCOPTUMEHTOM
NPOAYKIIMH Ha TEKCTUJIbHBIX MPEANPUATUAX Y30€KHucTaHa, a Takke 3 (HEeKTUBHOTO
BHEJIPEHUSI MHHOBAITMOHHOW JIEATEILHOCTH B 3TOM HaIlPaBJICHUH.

JlanHO€ JuccepTallMOHHOE HCCIIEAOBAHNUE B OMPEIEICHHON CTEMEeHH CIY>KUT
peanuzanuu  3ajad, onpeacsieHHbIXx B Ykazax IIpesunmenta PecmyOmuku
V36ekuctan No YII-155 ot 2 centsa0ps 2023 roga "O n10NMOTHUTEIBHBIX MEpax 1o
(rHaHCOBOM MOIJEPKKE TEKCTUIbHOW mpombliuieHHocTH" u No VII-158 ot 11
centsiops 2023 roma "O crparerun "VY36exkucran - 2030," IloctanoBineHuu
Kabunera MunuctpoB PecnyOnuku Y36ekucran No 556 ot 30 centsiops 2022
roga "O wMepax MO JajdbHEHIIEMY pACIIMPEHUI0 (UHAHCOBOM MOANEPKKU
IyOOKOW TepepabOTKU M TMPOU3BOACTBA TOTOBOW TMPOJYKIIMHU C BBICOKOU
N00aBJICHHOW CTOMMOCTBIO HAa  TEKCTHJIBHBIX W HIBEHHO-TPUKOTAKHBIX
MPEANPUATUSX, a TAKKE UX DKCIOPTA," a TakKe B APYTHMX HOPMATHUBHO-TIPABOBBIX
JIOKyMEHTaX, PUHATHIX B TAHHOU cdepe.

CooTBeTCcTBHE MCCJIEI0BAHUS MPUOPUTETHHIM HANPABJIEHUSIM Pa3BUTHS
HAYKH M TeXHOJIOrMii pecnyOaMku. JluccepraunoHHOE HCCIEAOBaHUE
BBITIOJIHEHO B COOTBETCTBUU C MPUOPHUTETHBHIM HAMPABICHUEM PA3BUTUS HAYKU U
texHonorud  pecnyOnuku  [. "J[yXOBHO-HpaBCTBEHHOE U  KYJBTYPHO-
MPOCBETUTENBCKOE Ppa3BUTHE JAEMOKPATHYECKOTO M MPaBOBOTO  OOIIECTBA,
(dbopMHpOBaHNE NHHOBALIMOHHON 3KOHOMHKHU."

O030p 3apy0e:KHbIX HAYYHBIX MCCJACAOBAHUI @0 TeMe IMCCePTAIUM.
Hayunblie nccrnenoBanusi, CBI3aHHBIC C PA3BUTHEM TEKCTHIJIBHOW MPOMBIIIIICHHOCTH,
NPOM3BOACTBOM W  peanu3alell TEeKCTWIBHOM  MPOIYKIWH, MPOBEICHHEM
MapKETUHTOBBIX  MCCICIOBAaHUA HAa TPEANPUATHUSX  OTpaciu, pa3paboTKou
MapKETUHTOBOM CTpaTeruy M UCCIEJAOBAaHUEM C HUX TMOMOIIBI0 3KOHOMHUYECKHX
MPOIIECCOB HA MHUPOBBIX PBIHKAaX, MPOBOISATCS B BEIYIIMX HAy4YHBIX IIEHTpax U
BBICIIMX YYEOHBIX 3aBEJCHHMSIX MHpa, B TOM uyHclie B MaccadyceTckoM
texHonornueckoM  mHctuTyTe  (Massachusetts  Institute  of  Technology)®,
Kamupopuuiickom Ttexnonmornueckom yHuBepcurere (California Institute of
Technology)®, Vumpepcutere Paiica (Rice University)?!, Hsio-Hopkckom
yauBepcurere (New York University), T'apBapackom ynusepcutere (Harvard
University)??, Tlexkuackom TexHonormdeckom yHusepcurere (Beijing Institute of
Technology)®’, Uynnurckom ynusepcutere (Chongging University), JlansHbckoM

!9 American Apparel and Footwear Association. Apparelstats. 2021. Available online: https://www.aafaglobal.org
(accessed on 26 April 2022).

20 Lujan-Ornelas, C.; Giiereca, L.P.; Franco-Garcia, M.-L.; Heldeweg, M. A life cycle thinking approach to analyse
sustainability in the textile industry: A literature review. Sustainability 2020, 12, 10193.

21 U.S. Environmental Protection Agency. Advancing Sustainable Materials Management: 2018 Fact Sheet.
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texHosjoruueckoM yHuBepcuteTe (Dalian University of Technology), Bocrouno-
Kuraiickom nonmurexuunueckoM yHuBepcutete (East China University of Science and
Technology), Jlommonckom yuuBepcutere (University of London); Kwuraiickuii
YHUBEPCUTET HAyKd M TEXHOJOrWd, BoMOeWckuit MHIMMCKUN TEXHOJIOTHYECKUI
uHcTuTyT (Indian Institute of Technology Bombay), Mnauiickuii Hay4dHbII HHCTUTYT
(Indian Institute of Science), Unauiickuii Texnonorndeckuii ”HCTUTYT B Jlemu (Indian
Institute of Technology Bombay), Cankr-lIlerepOyprckuii rocynapcTBEHHBIN
YHHUBEPCUTET 3KOHOMHUKH U ¢uHaHcoB (Poccus), MHCTUTYT MaKpOIKOHOMUYECKUX U
pernoHanbHbIX uccnenoBanuii mpu Kadbunere MunuctpoB PecniyOnuku Y30ekucraH,
[{eHTp SKOHOMUYECKHX MCCIeAoBaHuM U pedopM mpu Anmunuctpainuu [Ipesunenra
PecnyOnnku Y30ekuctaH, a Takxke TalkeHTCKU rocy1apCTBEHHbI SJKOHOMUYECKUIA
yHUBEPCUTET, TalIKeHTCKUI MHCTUTYT TEKCTUJIBHOW W JIETKOW MPOMBIIIICHHOCTH,
@DepraiCKuil TOCYIApCTBEHHBIM YHUBEPCUTET M Y PIreHUYCKUH TOCYNapCTBEHHBIN
yHuBepcuTeT (Y30eKkucTaH).

B Hacrosiiiee BpeMsi Ha MEXIyHapOJAHOM YPOBHE JOCTUTHYT PsJl HAYyYHBIX
JOCTHXKEHUM 1o BompocaM 3(G(EKTUBHOIO  YNpaBICHUS aCCOPTUMEHTOM
OPOAYKIMM B TEKCTUJIBHOW MPOMBIIUIEHHOCTH, pa3pabOTKU CPEAHECPOUHBIX U
JOJTOCPOYHBIX ~MApKETHUHIOBBIX CTpaTeTui, aHaiu3a W [POTHO3UPOBAHUS
TEHJCHLIUNA Ha HAllMOHAJILHOM, PETMOHAILHOM U MUPOBOM phIHKax. B dacTHoCTH:
pa3paboTaHbl METObl 00eCNeUYeHUs CTAOUIIBHOCTH PETMOHAJIBHBIX PHIHKOB U UX
ontumanbHoro peryinupoBanus (The University of Michigan, CIIIA); co3nana
MOJICJIb B3aMMOCBSI3M HM3MEHEHHUs CIIPOCa Ha TEKCTUIbHYIO MPOAYKLUHMIO Ha
MHUPOBOM pBIHKE ¢ Jgemorpaduueckumu mnporeccamu (Beijing Institute of
Technology, Kuraii); 000cHOBaHa Ba)KHOCTb CTpAaTEeruii, HAIPABICHHBIX HA BBIBO]I
HOBOM MPOJYKIIMM HA PBIHOK U paclIMpeHue AesTeabHOCTH Ha phiHKax (Indian
Institute of Management, Munus); paspaboTaHbl HHHOBAIIMOHHBIE MHCTPYMEHTHI,
HanpaBJIeHHblE Ha LU(POBYIO TpaHCHOPMALNUIO MAPKETUHTOBOM JESTENbHOCTH
npeanpusatuii  (Harvard University, CIIIA); wu3yueHbl Hay4YHO-TEOPETUYECKUE
OCHOBBI TMPOMBIIIJIEHHOTO MAapKeTHHTa W MAapKETHMHIOBOTO MEHEIKMEHTA,
xapaktepHoro ansi peinka B2B (Cambridge University, BenukoOputanus); Ha
OCHOBE IKOHOMETPUYECKUX MOJEJIe OILEHEHbl POJb U 3HAUYCHHUE TEKCTUIHLHOU
OPOMBIIIJIEHHOCTH B PAa3BUTUM  HAalMOHAIbHOM  AKOHOMUKHM  (CaHKT-
[lerepOyprckuii TOCyIapCTBEHHBIH YHHMBEPCUTET HSKOHOMUKM U (DMHAHCOB,
Poccus). B To ke BpeMsl HIMPOKO H3ydaeTcs psl NPHOPUTETHBIX HAIpaBJICHU,
CBS3aHHBIX C TEOMOJUTHYECKOW CHTyalueil B MHpE, W3MEHEHHEM KJIuMaTa U
BIMSIHUEM  MEXKIYHApOJHOM  JIOTUCTUKM  HA  pPa3BUTHE  TEKCTUIHHOU
IPOMBINIJICHHOCTH, U3MEHEHHEM CIIPOCa U MPEAJIOKEHUS Ha PhIHKaX.

CoBpeMEHHbIE HCCIENOBAHMS 0 YIPABJICHHIO aCCOPTUMEHTOM B MHPOBOM
TEKCTUIILHON IPOMBIIIEHHOCTH B OCHOBHOM OMHPAIOTCA HA MPUHLUIBI IU(POBOH
TpaHchopMali, MPOTHO3UPOBAHUS CIOPOCa U YCTOMYMBOrO MOTPEOJICHHUS.
Benyniye HayuyHble IEHTpbl YriayOJE€HHO HM3Yy4alOT NPUMEHEHUE TEXHOJOTUN
HUCKYCCTBEHHOro uHTesuiekTa, Big Data, real-time analytics B onTuMmuzanuu
accopTuMeHTa npoaykiuu. B pamkax npoektoB "Smart Textile Supply Chain" B
EBpomnetickom Coro3e NpOBOASTCS HCCIEAOBaHUA IO TUOKOMY IPOU3BOJICTBY

(flexible manufacturing) u cucremaMm yHpaBiI€HUSI ACCOPTUMEHTOM  IIO
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TpeboBanuio Ha npeanpuatusx. Hayunbie uHcTuTyThl CIHIA u HOxHO# Kopewu
aHAJTU3UPYIOT 3¢ (HEKTUBHOCTH MUKpPOCETMEHTaIUU MOTPEOUTETHCKOTO
NOBEJEHUS, MAaCCOBOM MEPCOHAIN3ALMN U CTPATETUU 3€JIEHOIO0 ACCOPTUMEHTA IPU
COBEpLICHCTBOBAHUN AacCOpPTUMEHTHOM mnoyuTtuku. B Typuwmm, banrmagem u
BreTtHame CTaOWMIBHOCTH IETIOYKHA TIOCTABOK, YHUBEPCAIbHBIM MApPKETUHT U
ObICTpbIM LMK OOHOBIEHUA accopTuMmeHTa (rapid assortment refresh cycle)
pa3BUBAIOTCS B KA4eCTBE NPHOPUTETHBIX HAIMpaBICHUH B  yNpPaBICHUU
aACCOPTUMEHTOM.

Crenenb H3y4YeHHOCTHM MpobdieMbl. [IpoOiemMbl TNONMUTUKKM TOBAPHOTO
ACCOPTUMEHTA, YIPaBJICHUSI ACCOPTUMEHTOM, CTPATETHMYECKOr0 PETyJIUpPOBAHUS B
MapKETHUHTE OCBEIICHbl B HAyYHBIX MHCCJICIOBAHUSAX 3apyOeKHBIX YUEHBIX
J.A6emn, ®.Kotnep, I'.Apmctponr, M.Iloprep, [.Aakep, K.Kennep, P.Jlapcon,
Jx.Kandepep, A.Tomncon, K.JIaBnok, [.KpeitBenc, [I.Pobeptrc, MakkoBepH,
U.Aucodd, P.bazens, H.Kanycruna, P.Kync, b.Kapnod, A.Oysn, S.KopHeit u
apyrux>,

N3  yuenbix ctpan CHI' TI'.JlL.barues, B.M.TapaceBuu, X.AHH,
N .K.bensesckuii, A.M.I'onun, E.IL.T'ony6koB, B.bensie, C.bykun, b.I'epacumos,
P.Kanka u npyrue?.

OO11ue aceKThl COBEPIICHCTBOBAHUS CUCTEMbl MAPKETHHTA B Y30€KUCTaHe

U BONPOCHl H3YYEHHS MaApPKETHUHTOBOIO YIIPABICHHS AaCCOPTUMEHTOM
OPOAYKIMUA H3YyYEeHbl B HAay4YHO-HUCCIEAOBATENIbCKUX padoTaX OTEYECTBEHHBIX
yueHbix A.lll.bekmyponoBa, M.P.bontabaeBa, M.A.NkpamoBa, W.MBarosa,
M.C.Kocumooii, JI.Myxutaunoa, M.Hacpunnunooii, A.ConueBa, M.FOcyrmoBa,
A.A.Darraxosa, 111.J.DpramxomkaeBoi u qpyruxS.

Opnnako, HECMOTpsi Ha MaciuTad MpojeslaHHOM padoThl B ATOM 00JaCTH,
CYIIIECTBYET HEOOXOIUMOCTh JAJIbHEUIIEro YriayOJeHUs HayYHbIX HCCIEIOBaHUN
0 TaKUM HampaBiIeHUsIM, Kak d(pdexTuBHOE (QOpMHUPOBAHUE aPXUTEKTYPHI

acCOPTHMEHTA, YTBEpP)KICHHE OpeHga JUIs CErMEHTOB pbhiHKA ' CBS3b C
aCCOPTUMEHTHBIMU (haKTOpaMH, pazpadoTKa 3P(HEeKTUBHBIX TOBAPHBIX KOHIICIIIUHN,

24 Abell D.E. Defining the Business: The Starting Point of Strategic Planning. — Englewood Cliffs, NJ: Prentice-
Hall, 2022. — 152 p. Abell D.E., Hammond J.S. Strategic Market Planning. — Englewood Cliffs, NJ: Prentice-Hall,
2023. — 198 Kotler P. Marketing Management. — Englewood Cliffs: Prentice Hall, 2016, Armstrong G. Marketing:
An Introduction. — Boston: Pearson, 2017, Porter M. Competitive Strategy: Techniques for Analyzing Industries and
Competitors. — New York: Free Press, 1980, Aaker D.A. Strategic Market Management. — New York: Wiley, 2017,
Keller K.L. Strategic Brand Management. — Upper Saddle River: Prentice Hall, 2013, Larson R. Product Assortment
Planning. — New York: McGraw-Hill, 2009 134-141p, Kapferer J.-N. The New Strategic Brand Management. —
London: Kogan Page, 2012 214-217p, Thompson A.A. Crafting and Executing Strategy. — New York: McGraw-Hill
64-78p.

% Bagiyev G.L. Marketing. — St. Petersburg: Piter, 2011. — 736 s. Tarasevich V.M. Marketing. — Moscow: INFRA-
M, 2008. — 560 s, Ann Kh. Marketing: Sovremennye teorii i praktika. — Moscow: Eksmo, 2012. — 384 s,
Belyayevskiy .LK. Osnovy marketinga. — Moscow: Finansy i statistika, 2006. — 412 s, Godin A.M. Upravlenie
assortimentom tovarov. — Moscow: Delo, 2004. — 288 s, Golubkov Ye.P. Sovremennyy marketing i tsifrovaya
ekonomika. — Moscow: INFRA-M, 2023. — 488 s, Bukin S. Marketingovaya politika tovara. — Moscow: KNORUS,
2013.-296s.

26 Bekmurodov A.Sh. Strategicheskiy marketing: teoriya i praktika. — Tashkent: Igtisodiyot, 2018. — 368 s,
Boltabayev M.R. Marketing asoslari. — Tashkent: Iqtisod-Moliya, 2019. — 320 s, Boltaboyev M.R. O‘zbekiston
Respublikasi to‘qimachilik sanoati eksport imkoniyatlarini rivojlantirishda marketing strategiyasi: Iqt. fan. dok. diss.
avtoref. — Toshkent: TDIU, 2005. — 35 b. Ergashxodjayeva Sh.Dj., Yusupov M. Marketing — Toshkent 2024. 210-
232 b.
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BHEJPEHUE KOHLIENLMN 3€JIEHOr0 MapKeTMHra M LU(ppPOBOrO0 MapKETHHIa B
ACCOPTHUMEHTHYIO TOJIMTUKY, OOecleueHue ONTHUMU3AINN aCCOPTUMEHTHOIO
nopTdenst ¢ y4eTOM SKOHOMHUYECKUX OTpaHHuYEHUM, MOBbIIeHHE 3()(PEKTUBHOCTH
MAapKETUHIOBOTO YIIPABJICHUS ACCOPTUMEHTOM MPOAYKIMM HA TEKCTUIbHBIX
PEANPUATHSAX.

CBsi3p IMCCEPTALMOHHOIO HCCJIEJI0BAHHUA € IUIAHAMHM  HAY4HO-
HCCJIeI0BATEILCKUX PadoT BbICHIEro 00pPa30BaTeJbLHOI0 YYpe:KIeHusi, riae
BBINOJIHEHA quccepranus. JlaHHOE UCCIeA0BaHNE BBIIIOJHEHO B COOTBETCTBHHU C
IUIAHOM HAy4YHO-HUCCIEAOBATENbCKUX padoT TalIKeHTCKOro rocyaapCTBEHHOIO
SKOHOMMYECKOTI'O0 YHUBEPCUTETA B paMKax npaktuueckoro rnpoekra No OT-A2-050
"lloBbiienre  3(PPEKTUBHOCTH  HUCHOJIb30BAHUS  METOJIOB  MOTHBAlMUd B
MAapKETUHTOBOU JESATENBHOCTH NPEANPUATUI JIETKON TPOMBIILIEHHOCTH. "

Heabo  wucciaenoBaHusi  sBIsieTCs  pa3paboTKa  MpEUIOKEHUH U
PEKOMEHJAIMKA 10  COBEPLICHCTBOBAHMIO  METONOJIOTMH  MApKETHUHIOBOIO
YIPABJIEHHS ACCOPTUMEHTOM NPOAYKIUHU HA TEKCTUIIBHBIX TPEANPUATHSX.

3agayu uccjie 0BaHus:

yrayOJeHHOe M3yuyeHUEe M CUCTeMaTH3alsl HAay4YHbIX HCCIEeIOBaHUIM
OTEUECTBEHHBIX M 3apyOeXHBIX YUYEHBIX IO OpraHu3allMd MAapKETUHIOBOI'O
YIPABJIEHHS ACCOPTUMEHTOM NPOAYKIMU HA TEKCTUIIBHBIX MPEANPHUITHUIX, & TAKKE
TEOPETUUECKHUX MOJIXOJ0B K pa3pab0TKe KOHKYPEHTHBIX CTPATEruil;

WU3YYECHHE HWHCTPYMEHTOB IIPOBEIEHUS MApPKETHUHIOBBIX MCCIEN0OBAaHUN B
JNEATEIBHOCTH TEKCTWIBHBIX NPEANPUATHN, B YaCTHOCTM AHAIU3 METOJOB
ONpENEICHUsI PBIHOYHOM KOHBIOHKTYPBI, MPEANOYTEHUH MOTpeOUTeNed u
OTHOILIEHUH CIIPOCa U NMPEII0KEHNUS;

aHaIM3 CIEeUU(PUUECKUX ACHEKTOB YINPABICHUS MapKETUHIOM aCCOPTUMEHTA
IPOIYKUMH HAa TEKCTHJIbHBIX MPEANPUATHUAX, BBISIBICHUE IPOOJIEM B AESITENBHOCTH
OPEeINpUITUA C YYETOM TaKHUX OCOOEHHOCTEH, KaK CE30HHOCTb, ajanTanus K
MOJHBIM TEHJEHIUSM U CIO0KHOCTh LIENIOYKH ITOCTABOK;

IIPOBEICHHE KOMIUIEKCHOTO AaHAJIW3a YIPaBICHUS MapKETUHIOM  II0
ACCOPTUMEHTY IPOAYKIMM Ha TEKCTWIBbHBIX MPEANPUITHAX, OLEHKA €ro
HKOHOMUYECKOHN 3(PPEKTUBHOCTH U BIAMSIHUS HA PHIHOK;

aHaJIM3 WHHOBALMOHHOIO TOTEHLIHAJNA W AaCCOPTUMEHTHOM ITOJMTHKHU
TEKCTWIbHBIX ~ MPEANPUATHH €  pa3iIuyHbIMM  O00bEMaMHU  IPOU3BOCTBA,
ONPENEIICHUE UX KOHKYPEHTHBIX IIPEUMYIIECTB;

UCCJIEI0BAHUE BOIIPOCA MOBBIMICHHS 3(PPEKTUBHOCTH MPUHATHUS PELICHUNA Ha
OCHOBE HOBBIX OpPraHM3allMOHHBIX CTPYKTYp M MOJEJIEH YIpPaBJICHUS Ha
TEKCTHJIBHBIX MPEANPUITHIX;

COBEpIICHCTBOBAHUE MEXaHH3MOB OOECIEUYEHHUS ONEPATUBHOTO YMPABICHHUS
IPOU3BOJICTBEHHON JE€ATEIbHOCTBIO TEKCTUJIBHBIX NPEANPUATAA B YCIOBHAX
KOHKYPEHLIUU U YCUJIIEHHE UX THOKOCTH;

ONPEJEIICHUE HAINPABICHUN COBEPIICHCTBOBAHMS YIIPABJICHUS MAPKETUHIOM
Ha TEKCTUJIBHBIX NPEANPUITUAX, ONPEACICHNE BO3MOKHOCTEN X pealu3alyuy Ha
OCHOBE COBPEMEHHBIX KOHIICTIIUN;

pa3paboTka CTpaTerMyeCKUX HMHCTPYMEHTOB WHHOBALMOHHOTO YIPABJICHMS

ACCOPTUMEHTHOM TMOJUTUKOW HAa TEKCTUIIBbHBIX NPEANPHUATUAX, YKa3aHUE IyTeu
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pPa3BUTHS HA OCHOBE HWHCTPYMEHTOB LH(PPOBOrO MApKETHUHTA M DJIEKTPOHHOMU
KOMMEPITUH;

pa3paboTka HAy4yHO OOOCHOBAHHBIX TPEIJIOKCHUN W PEKOMEHIAIUN TI0
COBEPIICHCTBOBAHUIO MAPKETUHIOBOTO YIIPABICHUS] ACCOPTUMEHTOM HPOYKIIMH B
NEATEeTLHOCTH TEKCTHIIBHBIX MPEITPUSTHI.

O0bekTOM  MCCIEIOBAHUS  SBISETCS  MApPKETHHTOBas  JICATEIbHOCTH
NpEeAnpUATAA-YIECHOB Accounanuu "Y3TeKCTUIIBIIPOM. "

IIpeamerom  Hccje0BaHMSA  SBISIETCS  COBOKYIIHOCTh  COLMAJIbHO-
HPKOHOMHUYECKUX OTHOLIECHUHM, BO3HHMKAIOIIMX B IPOLECCE COBEPIICHCTBOBAHUSA
METO/IOJIOTUM MApPKETHHTOBOIO YIPaBJIEHUS ACCOPTUMEHTOM MPOAYKIUU Ha
TEKCTHJIBHBIX MPEIIPHITHIX.

Meroasl wucciaenoBanms. B rmpoiecce ucciegoBaHUs HCIOJIb30BAIUCH
METOJbl HAOJIOJICHUS, aHajdu3a MW CHUHTE3a, aHKETUPOBaHWS, 000O0IIeHuUs,
CUCTEMHO-JIOTHYECKOT0  aHaJM3a, JOKCHEPTHOM  OLEHKH, CHUCTEMHOIO U
WHCTUTYIIMOHAJILHOTO T0J1X0/1a, MHOTO(AKTOPHOTO U JUHAMUYECKOTO CpaBHEHUS,
NEPUOIN3ALINHN, SKOHOMHUKO-MAaTEMATHYECKOTO U MPOTHO3HOI'O METO/OB.

HayuyHasi HOBU3HA HcCJ/IeI0BAHUS 3aKJII0YAETCS B CJIeAyIOIIEM:

COIJJaCHO METOJOJIOTHYECKOMY TIOJIXOMy, C TOYKM 3pEHUs Ipolecca
CTPATErNYECKOr0 MAapKETHHIA yCOBEPILIEHCTBOBAHO IKOHOMMYECKOE COAEPIKAHUE
NOHATUS "aCCOPTUMEHTHAasi TOJIUTHKA' C Yy4e€TOM KOHKYPEHTHOM Cpenpl,
TEXHOJIOTHYECKNX WHHOBAIMH, YJKOHOMHYECKUX U IKOJOTUYECKUX OTPaHUUYEHUH, a
Takke ¢akTopoB HUPppoBOM TpaHchopmaiuu, mporecca (OPMUPOBAHUS U
YOpaBJICHUS  TUIAMH, MOJACISAMH TPOAYKIIMA W WX  KOJUYCCTBEHHO-
KaueCTBEHHBIMU MacIITadaMu, KOTOPbIE BBICOKO AJANTUPYIOTCSA K MOTPEOHOCTM
Y TIPEIITOYTCHUSM CETMEHTOB PHIHKA U TPYTII MOTPEOUTEICH;

NPEMIOKEH OpPraHU3alMOHHBIM MEXaHHW3M CO3JaHUsl yCTOWYMBOIO U
KOHKYPEHTOCTIOCOOHOTO TOBapHOro MOpTdenass W YCTAHOBJICHHS IMOCTOSHHBIX
OTHOIIEHUHN C KIMEHTaMH ITyTeM COBEPIIEHCTBOBAHUS ACCOPTUMEHTHON MOJIUTUKU
WHHOBAIIMOHHOTO YTPABJIEHUS MApPKETUHTOBOM JESTEIBHOCThIO TEKCTUIBHBIX
NPEANpUATAA Ha OCHOBE HHU(PPOBOrO MapKETHUHTA, CTPATETHYECKOTO aHajIu3a,
OCHOBaHHOTO Ha HCKYCCTBEHHOM HWHTEJIEKTE, MPOJYKTOBBIX HWHHOBAIIUMA,
yTBEpKJIeHUs OpEeH/1a U 3€JICHBIX MApPKETUHTOBBIX PhIUaroB;

B MapKETUHTOBOW JIESITENIbHOCTU  MPEANPUITHI-UJICHOB  Accolualuu
"V3TekcTunbnpoM" mpeasiaraeTcsi yCOBEpIUIEHCTBOBATh HA OCHOBE MapalieIbHOMN
ACCOPTUMEHTHON MOJUTHUKH '"TIPEeNNpHUITHE-IOTPEOUTEND," 3aKIIIOYAIOIIEHCS BO
BHEJIPEHUU BBICOKMX TIOJIOKHUTEIIBHBIX  PE3yJIbTaTOB, BBISBICHHBIX IyTEM
CPaBHUTEIBHOM OLIEHKH NPAKTUYECKUX ACHEKTOB JIE€ATEIHOCTH  OTIENIOB,
ocymiecTBISAOMUX  (GyHKUMU  3(PPEKTUBHOM OpraHu3alMd W  YIPaBJICHUA
ACCOPTUMEHTHOW MOJIMTUKOM;

000CHOBAaHO TPENJIOKEHHE MO OleHKEe dAPGEeKTUBHOCTH YIpaBIEHUS
ACCOPTUMEHTHON TMOJMTUKON HA TEKCTUJIBHBIX MNPEINPUATUSAX MO TOKa3aTelsM
"yrpaBiieHHE JeATENbHOCThIO," '"ympaBieHue OQyHkuusamu" U "yhnpapieHUe
cripocom" B amamnazonax Hu3koro (0<E (Um) <8), cpennero (8,1<E (Um) <16) u
BbIcOokOrO (16,1<E (Um) <24) ypoBHeH;
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pazpaboranbl MPOTHO3HBIE mapameTpsl a0 2030 rojma Mo WHTEHCUBHBIM H
DKCTEHCHBHBIM  Map>KMHAJIBHBIM  3HAUEHUSIM  HCIOJB30BAHMS  CTpaTerui
nuBepcuUKaMy  Ha 3apyOeXKHBIX pbIHKAX IO TOBAapHOM HOMEHKJIATYpE
TEKCTUJIBHBIX MPEANPUATUIN Y30eKUCTaHA.

IIpakTH4Yeckue pe3yabTaThl HCCJIEI0OBAHUSA:

pe3ynbTaThl  AuccepTauud  CHOPMUPOBAIM  METOAOJOTHMYECKHE U
OpraHM3aIMOHHbIE PEIICHUs, KOTOPble MOTYT OBITh MIPUMEHEHBI Ha MPaKTUKE IJIs
COBEPILIEHCTBOBAHUS ACCOPTUMEHTHON TMOJUTUKH TEKCTUJIBHBIX MPEANPUSTUH.
Pa3paboTanHble B X0J€ HCCIEIOBaHUS MOAXOJbl HaIpaBieHbl Ha OOecleueHue
3HAUUTENbHBIX MOJOKUTEIbHBIX HW3MEHEHUH BO BHYTPEHHHX IIpolieccax
YOpPABJICHUS MPEINPUATUIMU, CUCTEME CTPATETUYECKOTO IUIAHUPOBAHUS U
PBIHOYHOM JEATEIBbHOCTH.

B IMEPBYI0 O4Yepelb, JJII HMHHOBALMOHHOIO YIPABJICHHUS MapKETUHTOBOU
JeSATEILHOCThIO OBLT pa3pabOoTaH HOBBIM MEXaHW3M, BKJIIOYAIONINN IHMGPOBOI
MapKETHUHI, CTPATETMYECKUN aHalu3 HAa OCHOBE HCKYCCTBEHHOTO WHTEIIEKTA,
OPOAYKTOBbIE WHHOBAIlMM, YTBEpXKJAECHHE OpeHJa M HHCTPYMEHTHI 3€JEHOI0
MapKeTHHra. OTOT TOJAXOJ IMO3BOJIAET (QOPMHUPOBATH yCTOMYMBBIA U
KOHKYPEHTOCTIOCOOHBIN MOPTQesib acCOPTUMEHTA Ha TEKCTHIIbHBIX MPEATNPUATHSIX,
HaJa)XMBaTh HENPEPBIBHYIO CBSI3b C KIMEHTAMHU M ONEPATHBHO pEarupoBaTh Ha
PBIHOYHBIE CUTHAJIBL;

B KayecTBe BTOPOrO BAXHOTO pe3yibTara NPeJIOKeHa  MOJAEIb
ACCOPTUMEHTHOM MOJIMTHKH, OCHOBaHHAs Ha MapajuIeIbHOM HH(POPMALIMOHHOM
MOTOKE "CIpoc — MpeanpusTie — norpedsienue." Ita Mojaelb aganTApPOBaHa IS
BHEJIPEHUS B MPAKTUKY MyTEM 000OILEHHUS MMOJOKUTEIBHOTO ONBITA, BHISBIEHHOTO
B pe3yJbTaTe€ CPaBHUTEIBHON OLICHKM JEATEIbHOCTH NPEANpPUATUN-YICHOB
Accoumanun  "Y3rekctunbnpoM." B pe3ynpTrare JqOCTHraercsa  MpUHSTHE
OMEpaTUBHBIX M  HAyyHO OOOCHOBAaHHBIX  PEIIEHUH 1O  YIPABJICHUIO
aCCOPTUMEHTOM;

B KauecTBE TPEThEro pe3yibTaTa ObUl pa3paboTaH HHTETPUPOBAHHBIN
nokazarenib E (Um), ouenuBatomuii 3Q¢heKTUBHOCTh acCOpTUMEHTa B 3
nuana3oHax (HU3KUM, CpelHUi, BHICOKHI) HA OCHOBE MHIUKATOPOB "yNpaBlieHHE
NesATeNbHOCThIO0," "ympaBienue QyHKuusMu"' U '"yrpapieHue crpocoM." IToT
MOKA3aTelb CIyKUT PEaIbHbIM MHCTPYMEHTOM MNPAKTUYECKON AMArHOCTUKU IS
NPEANPUATAA WU TO3BOJSET ONTUMHU3HPOBATh ACCOPTHUMEHTHYIO CTpPAaTErHi0 Ha
OCHOBE KOHKPETHBIX ITOKA3aTENEH;

pa3paboTaHbl MPOTHO3HBIE mapaMeTphl g0 2030 roma mo auBepcUpUKAIIH
HOMEHKJIATypbl TEKCTUJIHHON MPOIYKIMU Y30eKucTana /sl 3apyOeHbIX PHIHKOB.
OTu pe3ynbpTaThl BHEAPEHBI B NPAKTUKY Accouuanuend "Y3rekcTuiabnpoM' u
CIIy>KaT METOJAMYECKON OCHOBOM JJIsi TUBEPCUPHUKAIIUN FKCIIOPTHOM EATEIHLHOCTH
Y BBISIBJICHUSI HOBBIX CETMEHTOB PBIHKA;

MPaKTUYECKUE pe3yJbTaThl MCCIEIOBAaHUSA TaKXe BHEIpPEHbl B cdepy
oOpa3zoBanus. B dYacTHOCTM, Ha OCHOBE METOJAMYECKMX TOJAXOJIOB K
COBEPILICEHCTBOBAHUIO ACCOPTUMEHTHON TMOJUTUKA TMOATOTOBIIEH YYE€OHUK 10
npeametry "MapkeTuHr," KOTOpbI BHEAPEH B YYEOHBIA MPOIECC BBICHIMX

y4eOHbIX 3aBelleHHH. brarogapsi 3TOMy Yy CTYIEHTOB YKPENWIUCh 3HAHUS W
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HABBIKM IO COBPEMEHHBIM MOJXO0JaM K YIMPABJICHUIO TOBAPHOW MOJUTUKOU B
yCIIOBUSX LIU(PPOBOI TpaHCHOPMAITHH.

B KaueCTBE KOHEYHOI'O pe3ysibTaTa METOIUYECKUE PEKOMEH AN TPUOOpEH
IpaKTHYeCKoe 3HadeHue s 3(PPEeKTUBHON peanus3alii TOBApPHOM CTpaTeruu
TEKCTWJIbHBIX MPEINPUATUH, COBEPIICHCTBOBAHUS MAapKETUHIOBOU JIEATEIBbHOCTH,
MOBBIIICHUS] KOHKYPEHTOCIIOCOOHOCTH Ha BHYTPEHHEM W BHEIIHEM pBIHKaX, a
TaK>Ke MCIOIb30BaHU MPHU Pa3pabOTKe HOPMATHBHO-TPABOBBIX JOKYMEHTOB.

JlocToBepHOCTH pe3yJibTATOB HCCJIeI0BAHMUS onpeensieTcs
1EJIeCO00pa3HbIM  MPUMEHEHHEM  HAyYHO-METOJOJOTMYECKUX  IMOAXOJ0B U
METO/IOB, OCHOBAHHOCTBbIO Ha JaHHBIX, TMOJYYEHHbIX U3 OQPUIHAIBHBIX
MCTOYHHUKOB, B TOM YHCJIE U3 OPUIMAIBbHBIX O0TYeTOB HannoHanbHOro KOMHUTETA
PecniyOnuku Y30€KucTaH Mo CTaTUCTUKE U Accoruanuu '"Y3TeKCTHIbIpoM" U ee
NPEeANpUATAA, OOOCHOBAaHHOCTHbIO AHAIIMTUYECKUX BBIBOJOB M MPEAJIOKEHHUHA C
IOMOIIBI0 MAaTEMAaTUYECKUX U CTATUCTHYECKUX METOJIOB, BHEIPEHUEM B IIPAKTUKY
BBIBOJIOB M PEKOMEHIALNM, a TaKKE MOJATBEPKACHUEM IOJYYECHHBIX PE3YJIbTATOB
COOTBETCTBYIOIIMMH YIIOJTHOMOYEHHBIMH OPTraHU3aLUsIMU.

Hayynass M npakTuyeckasi 3HAYMMOCTh Pe3yJIbTATOB HMCCJIeI0BAHUS.
Hayunas 3HauMMOCTb peE3yJIbTaTOB HCCIENOBaHUS OOBSACHSAETCS TEM, 4YTO
000CHOBaHHBIE BBIBOJIbI M PEKOMEHAALNU MOTYT OBbITh HCIIOJIb30BAHBI B KAUE€CTBE
UCTOYHMKA U1 (OPMHUPOBAHUS U TEOPETHUECKOIO0 00OCHOBAHUS KOHILIETITYaJIbHbIX
U METOJIOJIOTMYECKUX OCHOB pa3paboTku A(PPEKTUBHOW aCCOPTUMEHTHOMU
NOJINTUKYU Ha HU(PPOBBIX TEKCTUIBHBIX IPEANPUATHUSAX.

[IpakTryeckasl 3HaUMMOCTb PE3YyJbTaTOB UCCIEIOBAHUS 3aKIIIOUAETCA B TOM,
YTO MPEJIOKEHHbIE METOJIMYECKHE W OPraHU3alMOHHBIE PEIICHHS MOTYT OBITh
UCITIOJIb30BaHbl B MpakTUKE 3(P(HEKTUBHON peann3aluy W yIpaBieHUS TOBAapPHOU
CTpaTeruerd TEKCTWIBHBIX NPEANPHUATHN, HAIPABICHHOM HA  ITOBBILICHUE
KOHKYPEHTOCIIOCOOHOCTH Ha BHYTPEHHEM M BHELIHEM pBIHKAaX, a TaKkKe MpU
pa3paboTKe HOPMATUBHO-TIPABOBLIX JIOKYMEHTOB, B TOM YHCIIE, 3TH PE3YyJbTaThI
MOTYT OBITh MCIOJIb30BaHbl MPU CO3JIAHUM YUEOHBIX MOCOOUN M y4eOHUKOB IO
TakuM TnpeameraMm, kak '"Mapkerunr," "ToBapHas noJWTHKa B MapKeTUHrE,"
"BpennuHr," COBEpIIEHCTBOBAHUM MAPKETHUHTOBOM JIESITEIbHOCTH B BBICIIUX
y4eOHbIX 3aBeleHusX PecnyOnmuku Y30€KHMCTaH W APYrUX CTpaH, IJe YpOBEHb
1ndpoBoii 3penoctu chepsl 00pa30BaHUS CXOK.

BHenpenne pe3yabTraToB muccjaeaoBaHuss. Ha ocHOBe NpOBEIEHHBIX
HAyYHBIX MCCJEIOBAHUA IO COBEPIICHCTBOBAHHIO METOAOJOTHH YIPABICHUSA
MapKETUHIOM aCCOPTUMEHTA MPOIYKINU HA TEKCTUIIbHBIX MPEANPUITHIX:

COTJJaCHO METOJO0JIOTHYECKOMY MOAXO0AY, 3KOHOMHYECKOE COJIEpKaHUE
NOHATUS "aCCOPTHUMEHTHAs TMOJUTHKA" ¢ Y4YE€TOM KOHKYPEHTHOM Cpenpl,
TEXHOJIOTHYECKNX MHHOBAIMI, SJKOHOMUYECKUX U SKOJOTMYECKUX OIPaHUYEHUH, a
takke (akropoB 1HMdppoBoil TpaHchopMamuu ObUIO  MCIOJB30BAHO MIPH
MOATOTOBKE yueOHHKa "MapKeTHHr," peKOMEHAO0BAaHHOTO ISl CTYACHTOB BBICIIMX
y4eOHbIX  3aBEJEHUH, OT  TEOPETUKO-METONOJIOTMYECKOT0  MOoaXoaa K
COBEPILIEHCTBOBAaHUIO Tpolecca (OPMUPOBAHMS U YNOPABICHUA  TUIIAMHU
IPOYKTOB, MOJICIIAMHA M MX KOJIMYECTBEHHO-Ka4Y€CTBEHHBIM MaCIITaA0OM, KOTOPhIE

BBICOKO aJallITUPYIOTCA K HOTpC6HOCT$[M H IMPCANOYTCHHUAM CCIMCHTOB PbIHKA U
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rpynn noTpeduTenel ¢ TOYKM 3pEeHHs] MPOIEecca CTPATEerHMYecKOro MapKeTHHTra
(CBunmerensctBo 0 myOmukammu No 387-02, yTBEpKIEHHOE MPUKA30M PEKTOopa
TalmkeHTCKOro rocy/1JapcTBEHHOIO 3KOHOMHYECKOI0 YHUBEpPCUTETa OT 21 aexadps
2023 r. No 387). B pe3ynbrare BHEAPEHHS JAHHOW HAYYHO HOBU3HBI B IPAKTUKY
y CTYyJCHTOB IOSIBUJIACh BO3MOXXHOCTH PACIIMPUTH TEOPETHUYECKUE 3HAHUS IO
COBEPUICHCTBOBAHUIO ACCOPTUMEHTHOW TMOJUTUKU NPEANPUITUS B YCIOBHSIX
1dpoBoii TpaHCchOpMAITUH;

NpEeJIOKEHHE MO  OPraHU3alMOHHOMY  MEXaHU3MY HHHOBAIIMOHHOTO
YOPaBJICHUS] MApPKETHUHTOBOM JEATEIbHOCTbI0 HAa TEKCTHJIBHBIX MPEANPUITHUIX
NyTeM CO3JaHUsl YCTOWYMBOIO U KOHKYPEHTOCIIOCOOHOTO TOBAapHOTO mopTdens u
YCTaHOBJICHHSI TOCTOSIHHBIX OTHOILLIEHUN C KJIMEHTaMU IyTEM COBEPLIEHCTBOBAHUS
ACCOPTUMEHTHOM MOJIUTUKUA HA OCHOBE IIU(GPOBOTrO MAPKETHHIa, CTPATErMUYECKOTO
aHaJKM3a, OCHOBAHHOI'O Ha MCKYCCTBEHHOM MHTEJUIEKTE, MPOAYKTOBBIX HHHOBAIUH,
yTBEpXKJICHUSI OpeHJa ¢ 3€JIEHBIX MAapKETUHTOBBIX pPBIUATOB BHEIPEHO B
MapKETUHTOBYIO JEATEIIbHOCTD MPEANPUATUN-YIICHOB accouuanmu
"Varekctunpnpom." (CropaBka No 02/25-2420, BwimanHas —Acconuamuei
"V3rekctunabnpoM" ot 20 okTsiOps 2025 r1.). B pesynbraTe BHeIpeHUs JaHHOTO
MPEIIOKEHHUST JOCTUTHYTO TOBBbIIIEHHE A(()EKTUBHOCTH YIPABJICHUS B OTIENE
mapkeruara OO0 "NUR-TEX," OOO "Samo textile" u OOO "DIVA-TEKS" B
cpeasem Ha 12%;

NPEMJIOKEHUE 1O  COBEPIICHCTBOBAHUIO  BBICOKMX  MOJOKHUTEJIbHBIX
pe3yibTaTOB, BBISBJICHHBIX IYTEM CpPABHUTEIBHOW OLIEHKHM IPAKTHYECKUX
aCIEKTOB JESITENbHOCTU OTJEJOB, OCYIIECTBISIOMMX (GYyHKUUHU 3(P()EKTUBHON
OpraHu3allid W YIPaBJICHUS AaCCOPTUMEHTHOW TMOJHUTUKOM B MapKETUHIOBOU
JEATENIBHOCTH MPEANPUITUN-WICHOB Accoranuy " Y 3TeKCTUIBIIPOM," Ha OCHOBE
napajyielbHOM  ACCOPTUMEHTHOM  MOJUTUKH  "IpeanpusiTue-noTpeOuTeNs"
BHEIPEHO B  MAapKETHHTOBYKO  JIE€ATEIIbBHOCTh  OTPACIEBBIX  MPEANPUATUN
Accommarun  "Y3tekctmibnpoM"  (cmpaBka  No  02/25-2420, BblgaHHas
Accomnmanuert  "Y3rekctuneiipom" ot 20 okta0ps 2025 r1.). B pesynbrare
BHEJIPEHUS JTAHHOTO PEIJIOKEHHUS yAaJIOCh YCOBEPIIIEHCTBOBATH
(GyHKIMOHAJBHBIE OpPraHW3allMOHHBIE CTPYKTYPhl OTPACIEBBIX MPEAIPUITHI
accolMaly U ONTUMHU3HPOBATH JCSATEIBHOCTh OT/AEIIOB MApKETHUHIa, CHHU3UTH
MapKETUHTOBBIE pacxoasl npeanpustui Ha 1,6% B OO0 "NUR-TEX," Ha 5,2% B
00O "Samo textile," Ha 6,9% B OO0 "DIVA-TEKS";

pejIoKEHNE MO OIeHKE 3()(PEKTUBHOCTU YIPaBICHUS ACCOPTUMEHTHOMN
MOJIUTUKOW B TEKCTWIBHBIX MPEANPUSATUSIX [0 HUHAUKATOPAM COCTOSIHUSA
"yopaBieHue AeSITeNbHOCThIO," '"ympaBienue QyHKkOusAMu"' u "ympaBieHHe
cipocoMm" B auanazonax Hu3koro (0<E (Um) <8), cpennero (8,1<E (Um) <16) u
Boicokoro (16,1<E  (Um) <24) ypoBHEll BHEIPEHO B MAPKETHUHIOBYIO
JeATEeIbHOCTh MPEANpUITUN oTpaciu Acconuanuu "Y3TeKCTUabpoM" (cCrpaBka
No 02/25-2420, BeinanHas Accormanuent "Y3rexkctuibnpoM" ot 20 oktadps 2025
r.). B pe3ynbrare BHeApeHUs] JaHHOW HAYYHON HOBU3HBI aCCOPTUMEHT MPOYKIIUU
B MPOAYKIMOHHOM TopTderne npeanpustuil ypennuuics Ha 4,8% B OO0 "NUR-
TEX," na 15,2% B OOO "Samo textile," Ha 9,8% B OOO "DIVA-TEKS";
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NpOorHo3Hble nokaszatenu 10 2030 roga Mo MHTEHCUBHBIM M 3KCTEHCUBHBIM
MapKHHATBHBIM 3HAYCHUSIM KCTOJB30BAHMS CTpaTeTuil AWBEPCHUPUKANNKA Ha
3apyOeKHBIX PBIHKAX B COOTBETCTBHH C TOBAapPHON HOMEHKJIATYPON TEKCTUIHHOU
MIPOMBINIUICHHOCTH Y30€KHMCTaHa BHEAPEHBI B MAapKETUHTOBYIO JCSTEIHHOCTD
npennpustuii  Accouumanuu  "Y3tekctmibnpoMm" (cmpaBka No  02/25-2420,
BbIJJaHHast Acconuanuend "Y3rekctunenpoM" oT 20 okTabps 2025 r.). B
pe3yJibTaTe WCMOJb30BAHUS JIaHHBIX IIPOTHO3HBIX IIOKa3aTeJed ompeaesieHa
neneBas ToBapHas HoMmeHkimatypa g0 2030 roma s auBepcudUKaAd
AKCTIOPTHOM JEATEIbHOCTU TEKCTUJIBHBIX MPEANPUATUN U CO3/1aHa BO3MOXKHOCTH
COTJIACOBAHMSI TIEPCIIEKTUBHBIX MTOKa3aTesel quBepcurKany Nporu3BOACTBEHHON
JEATEeIIbHOCTH MPENPUITHI OTPACIIH.

AnpobGanus pe3yJbTaTOB HCCAeA0BaHusl. Pe3ynbTaTsl HcciieqoBaHus ObUIH
00CYXJIeHbI Ha 6, B TOM YKCJI€ 3 MEXKIyHAPOJHBIX U 3 pecrnyOJMKaHCKUX HAyYHO-
MPAKTUYECKUX KOH(DEPEHITUSX.

IIy0onukanust pe3yabTaToB HCCaeq0BaHMs. Bcero mo teme uccienoBaHust
ormyOnnKoBaHo 19 HayuyHbIX paboT, B TOM umcie MoHorpadwusa, 12 crateit B
HAay4YHBIX JKYpHaJIaX, PEKOMEHJIOBAaHHBIX BpICIIEN aTTeCTalMOHHONM KOMHCCHEU
PecniyGnuku Y30ekuctan (9 U3 HUX B MECTHBIX U 3 B 3apyOeXKHBIX KypHajax), 6
TE3MCOB JIOKJIAJIOB B COOpHUKAX MEXKIyHApOIHBIX U PECIyOJUKAHCKUX HAy4YHO-
MPaKTUYECKUX KOH(PEPEHITUMH.

Crpykrypa U 00beM auccepraumu. J[uiccepranusi COCTOUT W3 BBEICHHS,
YEThIpEX TJIaB, 3aKIIOUCHMs, CIHCKa JHUTEpaTypbl U TpwiokeHuil. OO0beM
JACCEPTALIMU COCTABIISIET 232 CTpaHULIBI.

OCHOBHOE COAEP XAHHUE JUCCEPTALINU

Bo BBeneHmu uccepTalilioOHHONM pabOTbl OOOCHOBAaHBI AKTYyalbHOCTh U
HEOOXOJUMOCTh TEMbl HAYyYHOTO MCCIEAOBAaHUSA, OMHCAHbl LEIb M OCHOBHBIC
3ajaud, OOBEKT M TMPEAMET UCCIEJOBaHMs, I[IOKAa3aHO COOTBETCTBHE
OPUOPUTETHBIM HANpPAaBICHUSM pa3BUTUS HAYKM M TEXHUKH PECIyOJIUKH,
W3JIOXKEHBl Hay4yHas HOBU3HA U NPAKTUYECKHUE PE3YJIbTaThl, OCBEILCHA HAay4Has U
IIPAKTUYECKass 3HAYUMOCTH IIOJyYEHHBIX pe3yJbTaToB. Takke IpeAcTaBicHa
uHpopMalluss O BHEAPEHUM pe3yibTaTOB  HUCCIEJOBaHUS B  IPAKTHKY,
OIMyOJMKOBAaHHBIX pabOTax U CTPYKTYpE TUCCEPTAIUU.

B mnepBoii rnaBe guccepraumu: ''Hay4dHo-TeoperHdeckue OCHOBBI
MAapPKEeTHHIOBOI'0 YIPABJEHHUS ACCOPTUMEHTOM NPOAYKIUM B JAEATEJbHOCTH
TEeKCTUJIBHBIX NPeANPUATHH' H3y4eHbl TEOPETUYECKHE, METOAOJOTHYECKHE U
IIPAKTUYECKHUE ACTIEKTHI MAPKETUHIOBOIO YIIPABIICHHUS] ACCOPTUMEHTOM MPOAYKLIAH
B JCSATENIbHOCTH TEKCTUJIbHBIX MpEAnpustTuii. BpisBieHbl 0coOeHHOCTH
YIPaBICHUS ACCOPTUMEHTOM MPOAYKUMM B  JEATEIBHOCTH  TEKCTUIIBHBIX
NPEAIPUATAA U INPEIJIOKEHBl COBPEMEHHBIE MapKETUHIOBbIE NOAXOAbI. M3yueH
OTIBIT 3apyOEKHBIX CTPAH I10 MOJUTHKE ACCOPTUMEHTA MIPOLYKIUH B ACSITEIBHOCTU
TEKCTUJIBHBIX MPEANPUATHNA U OKA3aHbl IIyTH UX UCIIOJIB30BAHUS B JEATECIIBHOCTH
NPEANPUATANA TEKCTUIIBHONW TPOMBIIIUIEHHOCTH Y 30€KHUCTaHa.
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Teopernueckue acneKkThl YIPABJICHHUS aCCOPTUMEHTOM TPEOYIOT PaCKPBITHSA
B3aMMOCBSI3M MEXKy BUJIAMU TIPOIYKIIMU M UX CETMEHTAMU PBIHKA, COTJIACOBAHUS
CTpaTerMUeCKUX LeJed Mpeanpuatus ¢ TpeOOBaHUAMHU  MOTPEOUTENEH.
MeTo0/I0THYECKHUE  aCeKThl ~ OXBATHIBAIOT ~ MEXaHHU3Mbl  (HOPMUPOBAHUS
aCCOPTHMMEHTAa Ha OCHOBE HM3YYCHMsI PHIHOYHOM KOHBIOHKTYpHI, yueTa OayiaHca
CIpoca W TPENJIOKCHMsI, aHaliu3a TMOJUTHKHA KOHKYPEHTOB M TMOTPEOUTETHCKHUX
npeanoyteHuii. [losTomy ymnpaBieHHe MapKETHHTOM acCCOPTUMEHTa MPOTYKIHUU
CIIyKHUT HE TOJBKO JUIsl CTAOMIBHON pabOThl HAa HAIMOHATHLHOM PBIHKE, HO W IS
o0ecrnevyeHnst T0JIr0CPOYHOTO KOHKYPEHTHOTO MPEUMYIIEeCTBA Ha PETUOHABHBIX U
MHUPOBBIX pBIHKaX. OTOT Tpouecc maeT d¢GGeKTUBHbBIE pe3yJabTaThl MpU
WCITOJIb30BAaHUU B COYCTAaHUH C MApPKETUHTOBOM CTpaTervel, WHHOBAIIMOHHBIMU
MOIXO/IaMH ¥ IU(PPOBBIMU TEXHOJIOTUSIMH.

ToBap oOsajaeT LIEHHOCTBIO OJarojapsi MPOAYKTY TpyJa U HEOOXOIUMOMY
MPEAMETY WK PE3ybTaTy YEJIOBEUYECKOTO TPY/Ia, TPOU3BEIECHHOMY IS MPOJIAKH,
U JIOJDKEH YJOBJIETBOPSATH KOHKPETHYIO MOTPEOHOCTh MOKYyMaTeNs, KOTOPBIA €ro
npuoOpest U MoTpeOIsT (MCIOIB30BaN).

B Teopum MapkeTHMHra TOBapHas CTpaTerusi pacCcMaTpPUBAETCA Kak
COBOKYIHOCTh KOHIENTYaJIbHBIX PpEHICHUH, OMPENeSIOMUX OJTOCPOYHbIC
HaIpaBJeHUs TOBApHOM TOMUTUKH Tpeanpusatus. OHa OXBaThIBACT TaKue
BOIIPOCHI, KaK >KU3HEHHbIM 1uka npoaykra (PLC), nHHOBauMM U MOJEepHU3ALUS,
MO3UIIMOHNPOBAHNE HA PHIHKE U 00ecTieueHne KOHKYPEHTHOTO MPEHMYIIIECTBA.

ToBapHast cTpaTterusi - 3T0 OCHOBa MAapKETHHTOBOHW JESATEIBHOCTH (UPMBI,
BOKPYT KOTOPOW MPUHUMAIOTCS PEIICHUS O ILIEHe, paclpeAelieHUH, Mpoaaxax U
cTuMynupoBaHuu. [losToMy  TOBapHYIO  CTpaTeTHIO  TaKKe  Ha3bIBAIOT
MApKETHUHTOBOM  JEATENbHOCThIO.  COOTBETCTBEHHO,  CTpaTeruss  ToBapa
IpEICTaBIsIeT CO00W OMpeeeHHBIN Coco0 ASHCTBHI MPOU3BOAUTENS TOBapa U
TOProBOrO TIOCPEJHMKA Ha pPHIHKE HA OCHOBE 4YETKO C(OpMyIUpOBaHHON
POTPaMMBI.

ToBapHast cTparerusi BKIIOYaeT B ceOsi mpouenypbl (OpPMHPOBAHUS U
YOPABJICHHUS] aCCOPTUMEHTOM, OMpeeJIeHNe KOHKYPEHTOCIOCOOHOCTU TOBapa Ha
TpeOyeMOM ypOBHE, ITOMCK HEOOXOIUMBIX TPYII MOoTpeOuTenel (CerMeHTORB) IS
TOBapoB, 00pabOTKy W YIMAaKOBKY TOBAapOB, a TakyKe oOecredeHue Iu3aiiHa u
cepBuca. OTcyTcTBHE, HEpa3paOOTaHHOCTh TOBAPHOM CTpPATErMu MPUBOJIUT K
HECTAaOUJIBHOCTH  ACCOPTUMEHTHOM  CHCTEMbI, IOTEpEe  KOHTPOJS  Hax
KOHKYPEHTOCTIOCOOHOCThIO W KOMMEpYECKOH A(()EKTUBHOCTHIO B PE3yJIbTATE
CITy4alHBIX TOBAPOB WJIM BPEMEHHBIX TEKYITUX (PaKTOPOB.

B Teopusix MapketuHra cGoOpMHUPOBAIOCH MHOXKECTBO IMOAXOJI0B K
"yIpaBIeHUIO ACCOPTUMEHTHON MOJUTHKOW," B CBS3M C 4YeM CHOPMHUPOBAIHCH
KpYIHbIE HaAy4YHbIE KOHIIeNuHU (Tabmuma 1).

AccopTUMEHTHasi TMOJIMTUKA JOJDKHA ONpPENeNsiTh TOBAapHbIE TPYIIIbI,
o0ecreurBaronIfe yCrneuHy padoTy XO3SHCTBYIOIIMX CyObEKTOB Ha PBIHKE U
HKOHOMUYECKYI0 3()PEKTUBHOCTD B IIEJIOM.

Ha pbiHKE YCTaHABIMBAIOTCA OTHOILIECHUS MEX]Iy HOBBIMH TOBapaMu U
TOBapaMU Ha CTAIUSAX POCTA, TMKA U CIaja, ONTUMAIbHOE COOTHOIICHHE MEXTY
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0a30BbIMM MOJEISIMH U HX pPa3IMYHBIMM MOAU(UKALUAMU. ACCOPTUMEHTHAas
ITOJIMTUKA PEIIAET BOIPOCHI IPOUCXOXKAECHUS TOBAPA U TOTO, KEM OH IIPOU3BEJICH.
Taoauna 1
Hay4Ho-TeopeTnyeckne KOHUENIUH, CPOPMUPOBAHHBIE 110 ACCOPTUMEHTHOM
NOJIUTHKE B MAPKETHHI ¢

Teopun Mopean XapakTepucTHKA
Teopus Mognens 4P/7P [lepBBlii 27€MEHT MAapKETHHTOBOIO MHKCa BKIIOYAeT
MapKETHHTOBOTO TUTIBL  TIPOJYKTOB, ypPOBEHb KadecTBa, MAW3AMH W
MHKCa JIOTIOJTHUTENIbHBIE YCIYTH.
Teopus moprdens | Marpuna BCG, Mmojens | accopTuMeHTHast MOJIUTHKA MPOSBIIAECTCS Kak
GE/McKinsey MIPAKTHUUYECKOE BBIPAKEHNE TOBAPHOW CTPATETHH.
Teopust Monenb Tpu ocHOBHBIE cTpareruu [loprepa - nuddepeHnaws,
KOHKYPEHTHBIX KOHKYPEHTHOTO BBIOODP cdepbl IPUMEHEHHSI U JINJEPCTBO 1O 3aTpaTaMm -
CTpaTeruit MpPEeUMYyLIeCTBa OTpaXKCHbI B MOJIUTUKE aCCOPTUMEHTA.
Teopus Mogens PLC Ha »Tamax poxaeHus, pocra, CTaOMIBHOCTH M CHaia
JKU3HEHHOTO IUKJIa MPOIYKTa TOBapPHBIH noptdeb MIPETPUATHS
MPOAYKTa MepecMaTpPUBAETCS.
Teopus naHoBanmii | Monens Pomxepca BHeapenne HOBBIX MPOAYKTOB Ha PBIHOK M TEMIBI HX
u 1udpdy3un pacmpocTpaHeHus]  SBJSIIOTCS  KIIOYEBBIMH  TIPH
(hOpMHPOBAaHNH MOJTUTHKHA ACCOPTHMEHTA.
Teopust Martpuiia "roBap- | Mozaens "Product-Market Growth Matrix" Amxcodda
CTpaTernyecKon PBIHOK" (penetration, development, diversification, new product)
KOOpAMHALIUU WCTIONIB3YETCSI HEMOCPEICTBEHHO B TOBAPHOW CTpaTEerHu.
Teopus Mogens mnocrosHHoro | Ilenu, mocTaBiieHHblE B TOBapHOM  CTpaTeruw,
JI00aBIEHHOM B3aNMOJEHCTBHA C | peanu3yloTCsl dYepe3 pas3UuHbIe THUMBl MPOAYKTOB B
CTOUMOCTH MI0JIE3HOCTHIO, LIENIOYKE CO3/1aHUS CTOUMOCTH.
MH3a3aMH
Teopun 6perauara | Monenn npu3Mbl | Uepe3 BUABI MPOAYKIUH (OPMHUPYETCS IMOIMOHAIbHAS
Bpenn-aktuBHOCTH, LEHHOCTh Yy TMOTpeOuTeneii Ha OCHOBE CIEUU(HKH
Bpenn-akTUBHOCTH Ha | IPEANPUSATHS HA PHIHKE.
OCHOBE KITUEHTA,
Bpena-uaeHTnaHOCTH

AccopTUMEHTHasi TMOJIMTUKA JOJDKHA ONpPENeNsiTh TOBAapHbIE TPYMIIbI,
o0ecreurBaronIe yCHeuHy padoTy XO3SMCTBYIOHIMX CyObEKTOB Ha PBIHKE U
HKOHOMUYECKYIO 3()PEKTUBHOCTD B IIEJIOM.

Ha pbiHKE YCTaHABIMBAIOTCA OTHOILIECHUS MEXIy HOBBIMM TOBapaMu U
TOBapaMH Ha CTaJUsAX pOCTa, MHKA U CMaJia, ONTUMAJILHOE COOTHOIIEHUE MEXKIY
0a30BBIMM MOJCISIMH W WX Pa3IAYHBIMH MOAH(PUKAIMSIMHU. ACCOPTHMEHTHAs
MOJIMTUKA PELIAeT BOMPOCHI IPOUCXOKAECHUS TOBAPA U TOrO, KEM OH MPOU3BEJICH.

[IpoBeneHHble HAMU  HMCCIENOBAHUS IMOKa3bIBAIOT, UTO peaJu3aius
pa3pabOTKN aCCOPTUMEHTHOTO TUIaHA SIBJISETCS OJHUM W3 BAXXHEHIIMX 3TaroB
cTparerud  J000T0  CcyObeKTa  mpeanpuHuUMareiabcTBa.  [lotomy — 9TO
MEePBOCTENICHHON 3a/laueil J000ro CyOBheKTa MpeANpUHUMATEIBLCTBA SBISETCS
ofecrieueHre mpolecca pealn3aluu CyLIecTBYIolero ToBapa. s ycnemrHon
TOPTOBOM JIEATEIBHOCTH HEOOXOAMMO MPUHUMATH MPABUILHBIC PEIICHUS O TOM,
YTO M B KaKOM KOJMYECTBE MPUOOPECTH IS TMOCIEAYIONIEr0 BBICTABICHUS Ha
IPOJIAXKY.

[lo HamieMy MHEHHIO, Ha OCHOBE WPOBEJEHHBIX TEOPETHUUYECKUX
UCCIIEIOBAaHUM TOJ] "aCCOPTUMEHTHOM MOJMUTUKOU MpeAnpusitus’” 1e1ecoo0pa3Ho
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NOHUMATh "CTpAaTeTMYeCKUd MAapKETUHTOBBIM TMpOIIECC, HAMNpaBJICHHbIA Ha
dbopMHpOBaHWE W YMOPABJICHHE BBICOKO aJaNTHPYEMBIMH K MOTPEOHOCTSIM U
MPEAMOYTECHUSIM CETMEHTOB PBIHKA M TPYIIT MOTpeOUTeNeH BUIAMU MPOTYKIIUH,
MOJEISAMH W WX KOJMYECTBEHHO-KAYECTBEHHBIM MAacITaboM C  yd4eToM
KOHKYPEHTHOM  Cpeflbl, TEXHOJIOTMYECKUX HWHHOBALMM, JKOHOMUYECKUX U
HKOJIOTHYECKUX OTPAHUYCHUM, a TakkKe (HakTopoB U poBoii TpaHCchopmaruu."

OCHOBHBIMH COCTABJISIOIIMMHU ACCOPTUMEHTHOW MOJUTUKU SIBIISTFOTCS

BBIOOp TIPOJAYKTa: BBIOOP TOro, Kakve MPOAYKTHI WM YCIYTH Mpeasiarath,
UCXOJsl U3 PBIHOYHOI'O CIPOCA, PEHTAOCIBHOCTH W CTPATETHYECKUX Ieied. DTo
MOXET BKJIIOYATh aHalM3 MPEANOYTeHUM moTpeduTenel, KOHKYPEHTHBIX
MPEIJIOKEHUN U PBIHOYHBIX TEHICHLINM;

W3MEHEHHE MPOJYKTa: MPUHSATHE PEUIEHUS O KOJWYECTBE W3MEHEHUU WIIU
BAPUAHTOB JUISl KQXKJAO0TO MPOAYKTA WK YCIYyTH. DTO MOXKET BKJIHOYATh Pa3IMYHbIC
pasMephl, IBETa, XaPaKTEPUCTUKH WIM KOHPUTYpAIuU Ui YJIOBJICTBOPCHUS
Pa3IUYHBIX TOTPEOHOCTEN KIMEHTOB;

VrpapieHue KU3HEHHBIM [HUKIOM TMPOAYKTa: YIOpaBJIEHUE HSTalaMu
BHEJIPEHMSI, POCTA, 3pPEJIOCTU U CIaJia MPOAYKTOB HIIM YCIYT B aCCOPTUMEHTE. ITO
BKJIFOYAET B CE0S1 MOCTOSIHHYIO OLIEHKY MPOU3BOIUTEILHOCTH KaXI0TO 2JIEMEHTA U
KOPPEKTUPOBKY MPU HEOOXOAUMOCTH;

LIEHOBAasl CTpaTerusi: COrJacOBaHME I€H Ha NPOAYKTbl WIH YCIYI'M B
aCCOPTUMEHTE C PBIHOYHBIMU YCJIOBUSAMH, KOHKYPEHTHBIM TMOJOXXEHUEM U
O0IMMH LICIIMH OM3HECA;

yIpaBlieHUE WHBEHTapu3alMe: o0ecleueHre JOCTaTOYHOTO  YPOBHS
WHBEHTaps Il KaXJ0ro MNPOAYKTAa WM YCIyTHM, MUHUMH3ALUS H30BITOYHBIX
3aMacoB U aMOPTHU3AIUH;

merchandising and presentation: OmpeneneHue TOro, Kak MPOIYKTHl HIU
YCIYTU JEMOHCTPUPYIOTCS, MPOABUTAOTCSA U MPOJAKOTCS KIMEHTAM B Mara3uHe U
OHJIANH.

B 1uenom, accopTuMeHTHas TMOJUTHUKA WrpaeT pEIIaIlyl0 pojib B
bopMHUpOBaHUU TIPEAJIOKEHUS TPOAYKIMKM KOMIIAaHWUM W BIUSET Ha e€e
KOHKYPEHTOCIIOCOOHOCTh, PEHTA0EIbHOCTh W YJAOBIETBOPEHHE NOTPEOHOCTEN
KJIMEHTOB.

Bo Bropoit r1imaBe gucceprauuu: "'MeTod0JI0THYECKHE OCHOBBI
MapKEeTHHIOBOI0 YNPABJIEHUS] ACCOPTUMEHTOM NPOAYKIUM B AeATEJbHOCTH
TEeKCTUJIBHBIX NPeANnpusiTuii," pazpaboTaHa MeTOIWKAa Pa3pabOTKUA TMOJUTHKA
aCCOPTUMEHTAa  TEKCTWIbHBIX  MPEANPUATHA M KOMIUIEKCHOW  OLIEHKHU
sbdextuBHOCTH  ympaBieHus. [lpemmokeHa Meromonorus (GOPMHUPOBAHUS
ACCOPTUMEHTHOM TOJUTUKM Ha OCHOBE OpPraHU3alMOHHO-YNPABICHYECKHUX
MEXaHU3MOB  OOECHEYEHHs  YIPaBICHUA  ACCOPTUMEHTHOM  MOJUTHKOU
TEKCTHJIBHBIX TPEANPUSATANR U CTPATETMYECKUX UHCTPYMEHTOB MHHOBAIIMOHHOTO
YIPABJICHUS Ha TEKCTUIIbHBIX PEINPUATHUSX.

[Ipexxne yem GopMUpOBaTH aCCOPTUMEHT, CYOBEKT MpPEeANpPUHUMATEIHCTBA
JOJDKEH pa3paboTaTh ero KoHuenuuto. [lpu 3ToM CTpyKTypa accopTUMEHTa
dbopmupyeTcss Ha MNPUEMIIEMOM YpOBHE, a 3a OCHOBY OepyTcsa TpeOoBaHUs

nokynareneii. @opMupoBaHUE U TUIAHUPOBAHUE aCCOPTUMEHTA BKJIIOUAET B ceOs
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BBISIBJICHHE OCOOBIX MOTPEOHOCTEH IMOKymHaTeleld B MPOAYKIUH, Mepeaadyy e¢ B
OTJZIeNT IporpaMM (KOHCTPYKTOPOB), a 3aTeM IPOBEPKY MPOIYKIIUH, CO3JaHHOMN B
KauecTBe oOpasma, W, NP HEOOXOAMMOCTH, KOHTPOJL 3a €€ JaJbHECUINM
YCIIO)KHCHHUEM U JIOBEJCHUEM JI0 TPEOYEeMOTro YPOBHHI.

dopmupoBaHUE U INIAHUPOBAHNE ACCOPTUMEHTA BKIIFOYAET B CE0S CIIOKHYIO
CUCTEMY BBISBJICHHS 0COOBIX MMOTPEOHOCTEH MOKYIIAaTeIeH B MPOIYKIIH, TIepeIadn
UX B OTHCN TMporpamMMm (KOHCTPYKTOPOB), a 3aTeM TPOBEPKU MPOIYKIIHH,
CO3MaHHOM B KayecTBe oOpasia, W, MPH HEOOXOJUMOCTH, JajdbHCHIIEro
YCIIO)KHEHHST W KOHTPOJS 3a €€ JOCTHXKCHHEM TpeOdyemoro ypoBHs. Ilpum
(GbOpMUPOBAaHUK  ACCOPTUMEHTA  OKOHYATEJIbHOE  pEIICHHWE  3aBUCUT  OT
PYKOBOJUTENICH OTHIEJIOB MapKEeTHHra, KOTOPbIC, B CBOI OYepeib, JOJDKHBI
0JI00pUTH YBEIUYCHHE 3aTpaT Ha MOIU(DUKAIIMIO MMPOIYKTa, B MPOTHBHOM CIIy4ae
BO3HUKAET HEOOXOIUMOCTh B JOMOJHUTEIBHBIX 3aTpaTax Ha PeKJIaMy M MPOJIaXy
yCTapeBIIEeT0 MPOAYKTa WM CHIDKEHHE €Tro IeHBI. TOJBKO PYKOBOJMTEIh OT/CHA
MapKETHHTa B XO3SMCTBYIOIIEM CYOBEKTE JIOJDKCH IPHUHSATH PEIICHUE O TOM, Iopa
JU BKIIIOYAaTh B aCCOPTUMEHT CYIIECTBYIOIIYIO MPOAYKIMIO WM, HApsIy C HEH,
HOBYIO TIPOYKITHIO.

Ynpasiienue PuHaHCOBOE Vipasnenue
JIOTUCTUKOU yTIpaBJICHUE MApKETHHIOM
3asBiIeHUS OT VIpaBIeHHE
v v v y MapKETHHTOM
BHYTPEHHHUX
nojapasaencHui
> >
Hudopmarus o JIoKyMeHTBI Ha TOBaphb!
TTOCTABIIIMKAX BO3BpAICHHEIE
> Mokynka HOCTaBHIUKAM
Pacuets! ot ToBapa .
ITOCTAaBIIUKOB JLOTOBOPEI C
» nOCTaBIMUKAMHU
JlokymeHTanus Ha >
MIPOIYKITHIO OT
MTOCTABIIINKOB
— vy _
Iste’mol uchun ruxsat L Npuxenne |
“|  TOBapHBIX :
> 3aIacoB |
— . ___ ]
Orpann4eHHOCTh
3amacoB
vyy v/ loroBopsic
MOTpeOUTEIIMH
3aka3 oT MoTpeOUTEINst o
q Ipoaaxka (deTa OTpeonTeNeH
[Tnarexwu, ocymecTBiasieMble TOTPEOUTETIEM TOBapa
> >
BosBpatHble Tpy30Bble JOKYMEHTHI JlokymeHTanus Ha
(mmocTaBIIKAMK) MPOAYKIHIO
> norpedurenei

Puc.1. OcHoBHBbIE QYHKIIMOHAJILHBIE POLECCHI YIIPABJICHUSI MAPKETHHIOM
aCCOPTUMEHTA MPOAYKIIMU HA TEKCTHJILHBIX MPeINPUsITHAX
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PackpeiTo  paziauuMe  CTpaTerud  MapKETUHTOBOTO  YIpPaBJICHUS
aCCOPTUMEHTOM NPONYKIIUHU CyOBEKTOB NpeANpUHUMATENbCTBA,
OPOU3BOJAIIMX W PEAIM3YIOIHUX  TEKCTUJIBHYIO  NPOAYKIHUIO,  OT
KOHKYPEHTHOM CTpaTeruu, TpeOyeTcs HCMOJIb30BaTh €€ METOJ0JIOTHYECKYIO
OCHOBY - CHCTEMY (YHKIMOHaJIbHOTO MojeiaupoBaHus. Cxema OCHOBHBIX
(GYHKIMOHATBHBIX TMPOIECCOB YMPaBICHUS MAapKETHHIOM AacCOPTUMEHTa
NPOAYKLUHMHU Ha TEKCTUIIBHBIX NPEANPUATHUAX NIPEACTABIEHA HA pUCYHKE 1.

B umemsix wu3MeHEeHUS CTPYKTYpbl (PYHKIUOHAJIBHBIX IPOILIECCOB
NJaHUPOBAHUS AacCCOPTUMEHTa B OyaylieM Mojenu '3akymka TOBapos,"
"IBMKEHHWE TOBApHBIX 3amacoB," '"mpogaxka TOBapoB" JTOJDKHBI OBIThH
IIEPECMOTPEHBl Ha OCHOBE HWHHOBAUMOHHBIX HWHCTPYMEHTOB YIIPAaBICHUS.
AccopTUMEHTHAsl MOJIUTUKA TEKCTHJIBHBIX NPEANPUITHI KaK NPaKTUYECKOE
BBIpQKEHUE TOBApHOW cTpaTeruu TpeOyeT MOBBIMIEHUS 3()PEKTUBHOCTH Ha
OCHOBE HCIIOJIb30BaHUSI WHHOBAIIMOHHBIX WHCTPYMEHTOB YyIpaBieHus. B
COBPEMEHHBIX YCJIOBHMSAX OMNOpa Ha MHHOBalMU B  (OPMHUPOBAHUU
aCCOPTUMEHTA  CO3JAa€T  BO3MOXXHOCTb  yCTOMYMBOIO  KOHKYPEHTHOIO
npeuMyIiecTBa, HOHUGPOBONW TpaHchOpMAIlMU, COOTBETCTBUS TpPeOOBAHUIM
ESG wu OpicTpoil amanTanmum K U3MEHEHHSIM Ha pbiHKe. Cremyrommue
UHCTPYMEHTBl UTPAIOT KJIIOUEBYIO pOjb B (GOPMHUPOBAHHHU ACCOPTUMEHTHOMU
NOJUTUKU TeKCTHIBHBIX npeanpusituii: ABC-XYZ ananu3 + unrerpauus Big
Data, Digital Twin, Crowdsourcing, 3eJeHbIi MapKETHHT, MHOTOKaHAaJIbHbBIN
MapKETHUHT.

Metononoruueckas cxema GOPMUPOBAHUS ACCOPTUMEHTHOM MOJUTHKH
Ha OCHOBE CTPATETrHMYECKWX MHCTPYMEHTOB MHHOBAIlMOHHOI'O YIPABJIECHUS Ha
TEKCTUJIBHBIX NPEANPUATHAX IPEACTABIEHA HA PUCYHKE 2.

OCHOBHBIM  pe3yJbTaTOM METOJOJOTUU SBIsAETCA (QOpMUpPOBAHUE
ACCOPTUMEHTHON IOJUTUKHA HAa TEKCTWIBHBIX MPEANPUATHAX HA OCHOBE
WHHOBAllMOHHOTO  yIPAaBJIE€HUS MW CO3JaHUE KOMIUIEKCHOW CHCTEMBI,
obecrieynBaromed ee  peanu3anuio. IJTa  cUCTeMa  oOecredYuBaeT
HKOHOMUYECKYIO 3(P()EKTUBHOCTh MPEANPUATHS, YCTONUYNBOE KOHKYPEHTHOE
NPEUMYILECTBO Ha PBIHKE, MAKCHUMHU3ALUIO MOTPEOUTENBCKON IIEHHOCTH U
COOTBETCTBUE TPeOOBAaHUSAM yCTOMYMBOrO pa3Butus. lIpenmaraemas monenb
NpeaCcTaBiIsgeT co00il KOMIUIEKCHYIO CHCTEMY YIpaBJICHHUS acCOPTUMEHTHOM
NOJUTUKON ISl TEKCTWIBHBIX mnpeanpusatuid. OH oXBaThIBa€T 3Tambl OT
NOCTAHOBKH LIEJIM 0 aHaJIn3a, KOOPJAUHAIMH, IPOTHO3UPOBAHUS U KOHTPOJI,
410 o0ecreunBaeT BO3MOKHOCTh o0ecrieueHus 3(PPEeKTUBHOCTH MOCPEICTBOM
CTPAaTErn4eCcKux UHCTPYMEHTOB WHHOBAIlHOHHOT O yIpaBICHUS
MapKETUHTOBOM  JI€ATENBHOCTHIO.  Mojaenp  CIYXUT  ONTUMaJIbHOMY
yIpPaBJICHUIO 3allacaMi B aCCOPTUMEHTHOW MOJHUTUKE, OBICTPON afanTaiuu K
pPBHIHOYHOMY CIpPOCY U TMOBBIIICHUIO JKOHOMHUYECKOW 3P(HEKTUBHOCTHU
XO3SIUCTBYIOIHNX CyOBEKTOB.
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analmelme MapKEeTHHIOM

C’IpaTeI‘I/I‘leCKI/Ie HWHCTPYMCHTBI MHHOBAIITUOHHOT'O YIIPpABJICHUA
MapKeTI/IHFOBOﬁ JACATCIbHOCTHIO

4

4

4

HHcTpyMeHTHI
1 poBOTO
MapKETHHTa

WNHcTpyMeHTBI
CTPATErn4ecKoro
aHaIM3a

WHCTpyMEHTHI
IIponykroBbie WHCTpyMEHTHI Py
3eIEHOT0
HHHOBAITUH Openna
MapKeTHHra

Bbonbmue nanneie

VMHas onexa

Wnenmidukarops! Operza

¥ aHaIN3 JaHHBIX Busl CTOMMOCTS Gperza OKO-MapKHpPOBKa
CRM u ERP ABC-XYZ ananu3 e TIO3HLIMOHNPOBAHHE ceprudUKaus
CHCTEMBI SWOT, PESTEL, YUCTBIX TKAHEH Opera 3CICHaA LICTIb
. AI/ML apXHUTeKTypa Gperia MOCTAaBOK
MHorokaHanbHbII BUPTYyallbHBIE MOLHOHATo L S
MapKeTHHT IU(pPOBBIC MOJIEITH GpeHIUHT
dopmupoBaHue
acCOpTUMEHTHOU €
HOJIUTHKH J
Hocrarionica Awnanus Onpenenenne Dopmupo- M Onrumu3auust
e acCOpPTUMEHTA HEACBOTO SIS HETRE > apXuTeKTYpbl
KX HEEH PbIHKa ACCOPTHMEHT? accopTHMEHTa
Wurerpanus
Peanuzanus u | MHHOBALIMOHHBIX
KOOpAMHALHA HHCTPYMCHTOB
A
=
[s]
&
m ~
g CTaOuIbHBIN 1
g |5 [KOHKYPEHTOCIIOCO
TIpOH3BOACTBO DUHAHCHI U OTUCTHYECKAs] v OHBII TOBAapHBIN
? OropKer crcTeMa 2 noprdes
e
o
=
~
MOHHUTOPHHT U N OKOHOMHUYECKast
EPECMOTP 3(h(HEeKTHBHOCTD
CpaBHenue O6HapyKeHHe Tlocrosinubie
(60p AR > OTHOLLEHUS C
PEe3yJIbTaToB npoOiemMm
U KJIMEHTAMH

Puc. 2. Metogosorust GopMupoBaHus aCCOPTUMEHTHOM MOJTUTHKH HA OCHOBE
CTpPaTern4eCKMX MHCTPYMEHTOB HHHOBALIMOHHOI'0 YIIPABJICHUS Ha
TeKCTHWIbHBIX MPeANPUsITUIX >

B tpertneli rnaBe nuccepranuu: "AHaau3 3PpPEeKTUBHOCTH YIIPABJICHUS
MAPKETHHIOM ACCOPTHMEHTA MPOAYKUHH B JeSITeJLHOCTH TeKCTHIbHBIX

npeanpusiTui,"

aHAIIM3UPYETCS

COCTOAHUEC

pa3BUTHS

TEKCTUJILHOM

IPOMBINIJIEHHOCTH M MAapKETUHIOBOH JesTeNIbHOCTU B PecryOnnke Y30ekucTaH.

27 Muallif ishlanmasi
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[Ipoanamu3upoBaHa KOMIUIEKCHAs CHCTEMa  yIPaBICHUS  MapKETHHIOM
aCCOPTMMEHTAa  NPOAYKIMM  TEKCTUJIBHBIX  IPEANPUATHU. Onenena
NEATEIBHOCTh OPTraHU3alMOHHBIX CTPYKTYDP, PEAIM3YIOIINUX ACCOPTUMEHTHYIO
NOJINTUKY TEKCTWJIBHBIX MPEITPUATHI.

B V306ekucrane TekcTUiIbHAs MPOMBIIIJICHHOCTh PaccCMaTPUBAETCS Kak
Haubosiee pa3BUTasi OTpaciib, 0OeCTeYnBaloIasi BEICOKYIO 3aHATOCTh HACEICHUS
U 3KcnopT. B orpaciu chopmMupoBaHa 1emnovyka co3/1aHusi CTOUMOCTU OT ChIPbs
0 TOTOBOM MPOAYKUHH, HA NPEANPUITUAX NPOU3BOLATCA MpsiKa, ChIPblE U
TOTOBBIE TKaHW, HAa TPUKOTAXHBIX W IIBEHHBIX MNPEANPUATHAX - OACKIA U
npeameTsl ObiTa. B Y30ekucrane mBeliHas W TPUKOTaXKHAs MPOMBIILIEHHOCTh
TaK)K€ MPOBOJUT IIMPOKOMAcITabHble pePopMbl MO AUBEpCUUKAIIN
aCCOPTUMEHTa IPOAYKIMHM M PACHIMPEHHUI0 PBIHOYHBIX BO3MOXHOCTEH C
OpHEHTAllMeld Ha BHYTPEHHHM M MEXKIyHAapOIHBIA phIHKM. Takue cTpaTeruu
CHOCOOCTBYIOT ~YBEIMYEHHUIO HKCHOPTHBIX BO3MOXKHOCTEH U CHUKEHHUIO
3aBUCUMOCTH OT €IUHOTO pblHKA. OJHOM M3 IVIABHBIX MHULMATUB IOCIEIHUX
JeT SBJSETCS MPOJABHKEHHWE MECTHBIX OpEHJOB M pACIIMPEHHE MAacIITaOHOU
UHTETpallii C MEXIyHapoJHbIMH OpeHgamu. [lpoaBukeHue MeECTHBIX
TEKCTUJIbHBIX OpEHIOB HMEET NPUOPUTETHOE 3HAUYEHHUE Ul TOBBIIIECHUS
BHYTPEHHEr0 NOTPeOIeHUs U CO3JJaHHsl UyBCTBA HALIMOHAIBHOM TOPJIOCTH.

Ta0aunma 2

Ioxa3are/im MPOU3BOACTBA TEKCTHJIBHON M IIBEHHO-TPUKOTAKHOM

npoMbIlLIeHHocTH Ha 2015-2024 roapi®®

Ne| HaumenoBanme [20151r|2016r (2017 (20181 (2019120201 (2021 1{20221|2023 1| 20241

nmoKasareJs
(equHHUIIA
HU3MepeHus)

XIonkoBoe 352 406 468 539 622 717 827 954 | 1100 | 1177
BOJIOKHO (TBIC. TH.)

2 [Ipombmuiennas | 14299 | 18084 | 22871 | 28926 | 36584 | 46268 | 58517 | 74008 | 93599 | 100151
MpOAYKUMA (MIIPI.
CyM)
3 [Ipsxa (ThIC. TH.) 314 360 412 472 541 620 710 814 932 998
4 | Txasp (MIH. KB. M) | 272 317 371 433 505 589 688 803 937 1003
5 Tpukotaxxnas 459 | 575 | 719 90 113 141 176 220 276 295
TKaHb (ThIC. TH.)
6 LIBeitabIe 1 249 336 452 609 820 | 1105 | 1488 | 2004 | 2699 | 2888

TPUKOTAXKHEIC
n3enus (MJIH. IMIT. )

7 YyouHo- 584 | 75.8 | 98.4 128 166 216 280 363 472 505
HOCOYHBIE W3HCTHS
(MIH. map)
8 [Ipoune ToBapsI 2735 | 3080 | 3459 | 3891 | 4376 | 4921 | 5534 | 6224 | 7000 | 7490
(Mipz. cym)

IIpu oOpamennn BHUMaHUS Ha TniepuoAbl mociae 2015 roma mons

OPOJAYKUMUUA C BBICOKOHM 100aBJICHHOW CTOMMOCTBIO B CTPYKTYpE TEKCTHJIbHOMN
NPOIYKIMU HEYKIIOHHO yBeInuuBaiack. B wactHoctu, eciu B 2015 rogy ypoBeHb
nepepaboTKU XJIOMKOBOTO BoOJIOKHA cocTaBisul 34%, Tto ¢ 2021 roga ocBoeHa

28 «“Q*zto‘qimachiliksanoat” uyushmasi ma’lumotlari asosida tuzilgan
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noiHas nepepadotrka. Ecnu B 2015 roay Owuto mpousBeneHo 45,93 Twic. TOHH
TPUKOTAXXHOTO MOJOTHA, TO B 2024 romy 3TOT MOKa3aTeiab yBEIUYMWIICA IMOYTH B
6,9 pa3za u cocraBun 315,8 teic. TonH. Eciiu B 2015 roxy Obuio mpou3BelEeHO B
oOmreit cinoxHocTH 249,3 MIIH. IITYK MIBEHHO-TPUKOTAKHBIX U3AeIui, To B 2024
roJly NpOU3BOJICTBO YBENIHUYMIIOCH B 12,4 pa3a u nocturio npoussojactsa 3089,7
MJIH. IITYK OPOAYKIHMH (Tabauua 2).

Amnanus ToKaszareyien TEKCTUIIbHON 51 IBEHHO-TPUKOTAKHOMN
npoMbIIIEHHOCTH B 2015-2024 romax moka3pIlBaeT, 4TO 3Ta OTPACib CTajda OJHOU
U3 CTpaTernyecK BaXKHBIX OTpaciiell B MPOMBIIIJIEHHOCTH CTpaHbl. B pa3pese ner
HaOJII0AaeTCsl YCTOMYMBBIN U MOCIEN0BATEIbHBIM POCT MO BCEM HAINpPABICHUSM,
YTO OOBSCHSETCA TaKUMHU (DakTOopaMu, Kak pedopmbl, MPOBEACHHBIE B OTPACIIH,
yIiyOJieHne MPOLIECCOB KJIacTepU3allii, MEpPbl MO CTUMYJIUPOBAHHUIO TIIyOOKOMU
nepepabOTKU ChIpbSi M BHEIPEHUE COBPEMEHHBIX TexHosoruil. IlponsBoacTBo
XJIOTIKOBOTO BOJIOKHA YBEJIUYMUJIOCH MOYTH B TpU pasa, ¢ 352 Teicsiy ToHH B 2015
rogy a0 1 177 teicau ToHH kK 2024 Tomy. DTO CBHUAETEIBCTBYET O PE3KOM
pacIIMpeHN MOIIHOCTEH MO mepepaboTKe BOJOKHA, IMOJIHOM (HOPMHPOBAHUU
TEXHOJOTMYECKON IIeMOYKU Tociie BHEAPEHUs KiacTepHo cucreMbl. OO0beM
NpoMbIIUIEHHOW npoaykuuu B 2015 roay cocraBun 14,3 tpaH cymos, a B 2024
roay aoctur 100,1 TpiH CyMOB, 4TO O3HA4YaeT MOYTH CEMHKpATHBINA pocT. Takoi
pe3yapTaT O3HA4YaeT YBEIWYEHUE JIOIM TEKCTWJIBHOW OTpacid B BaJlOBOU
IPOMBIIUIEHHOCTH, PACIIMPEHUE WHBECTULIMOHHON AaKTUBHOCTM B OTpacid U
IIPOU3BOJICTBA SKCIIOPTOOPUEHTUPOBAHHOMN MPOAYKIUH.

OOBeMbl MPOU3BOACTBA MPSIKU TAKKE HEYKJIOHHO POCIH, AOCTUTHYB 998
ThICSAY TOHH B 2024 roxy 1o cpaBHeHUIO ¢ 314 Teicsiuamu TOHH B 2015 romy. OToT
pOCT  CBUAETENLCTBYET 00 HS(PGEKTUBHOCTH TOCYJIapCTBEHHON TMOJUTHUKH,
HANpaBJIEHHOW Ha TIy0OKyl0 mepepaboTKy BOJIOKHA, CO3/IaHHWE COBPEMEHHBIX
INPEANPUATAA I10 TPOU3BOJACTBY IIEIKA M XJONKOBOM NPSDKM M MOJYyYEHHE
BBICOKOM JT0OOABJIEHHOW CTOMMOCTH M3 CbIphsi. OOBEMBbI NMPOU3BOJCTBA TKaHEU
YBEJIMUUIIUCH ¢ 272 MIIH KBaJipaTHbIX MeTpoB 0 1 003 mMiH KBaJpaTHBIX METPOB,
YTO CBUAETEIBCTBYET O MOAEPHHU3ALMU TEXHOJIOTMYECKHX JIMHUM B OTpacid U
YBEJIMYEHUH CIIPOCA HA TKAHU HA BHYTPEHHEM U BHEIIHEM phIHKax. [Ipon3BoacTBO
TPUKOTAKHOTO TOJIOTHA CTAjO OJHUM M3 CaMbIX OBICTPOPACTYIIMX HAMpaBIICHUN
3a 10 net, yBenuuuBIIKCH € 45,9 ThIC. TOHH 110 295 ThIC. TOHH. DTO MOATBEPKAAET,
YTO TPHUKOTAKHBIE M3IENIHS MOJIB3YIOTCS BBICOKMM CIIPOCOM Ha 3KCHOPTHBIX
PBIHKAX U B OTPACIIA BHEIPEHBI KOHKYPEHTOCIIOCOOHBIE TEXHOJIOTHH.

Hanbonee ObICTpbIii pocT HaOMIOAAICS B TOTOBOM IIBEHMHO-TPUKOTAXKHOU
npoaykunu, oobeM kotopoi B 2015 rogy coctaBun 249 mitH mTyk, a B 2024 rony -
2 888 MJIH IITyK. DTO MOYTH OJMHHAJUATUKPATHBIM POCT 3a IECATHIETUE, YTO
OTpa)kaeT KOPEHHOW NOBOPOTHBIM MOMEHT B 3KCIOPTHOM IOTEHIMAJIE
TEKCTUJIbHOM OTpaciy. YBEIWYEHUE [OJM TOTOBOM MPOAYKIHH B OTPACIH
MO3BOJIMIIO CO3JaTh BBICOKYIO JI00aBICHHYIO CTOMMOCTh, 00ECIIEYUTh OPEHIUHT U
KOHKYPEHTOCIIOCOOHOCTh Ha MEXKIyHApOIHBIX pbIHKax. OO0BbEM NPOU3BOJCTBA
YyJIOYHO-HOCOYHBIX M3JEIHUIN TaKKE 3HAUUTEIBHO YBEJINYMICSA, ¢ 58,3 MIIH nap 10
504,9 mun map. OCHOBHBIMH (haKTOpamMu B 3TOM HANpPaBICHUM CTAJIH JICIIEBOE

ChIpbe, OBICTPHIN LUK MPOU3BOJICTBA U PACIIUPEHUE IKCITOPTHBIX BO3MOKHOCTEH.
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XoTda ToKazarend B rpymnmne "apyrue TpoAyKThI' Takke 3aUKCHUPOBAIH
QIbTEPHATUBHBIA POCT, TEMIBI KX pPOCTA OTHOCUTEIBHO MEJJIEHHBIE, YTO
OOBSCHSIETCS KECTKOW KOHKYPEHILIMEH B CErMEHT€ M OTHOCHUTEIbHO HHU3KOU
700aBJICHHON CTOUMOCTBIO.

[Ipoueccer "mokynku" u "mponaxu" B CyObeKTax MpeANpUHUMATENIbCTBA,
OPOU3BO/SIIMX M PEATM3YIOIINX TEKCTUIBHYK NPOAYKLHWIO, ITOKa3aHbl B
VCCJIEIOBAHUM KaK LIEJIOCTHAs cucTteMa. VX OLIeHKY pEKOMEHAYETCS MPOBOAUTH IO
MOKa3aTelisiM, MPUBEICHHBIM B TabnuIe 3.

Taoauna 3
Cucrema nokaszaresieil aHajm3a QyHKIMOHAJIBHBIX MIPOLECCOB 3aKYNKHU U
pean3auuyu NPOAYKIMH B 1eATEIbHOCTH CYyObEKTOB NPeANPHHUMATEIbCTBA,
3aHMMAIOIIKXCS IIPOM3BOACTBOM M peain3auueii TEeKCTHILHOM npoayKuun>’

I'pynna .
IIpouecc Py . Ha3Banus noxka3sareJieit
noKasareJiei
Ilokynka| mokaszarenu |- 10Js TOBAPHBIX IPYIII B TOBAPHOM aCCOPTUMEHTE;

ToBapa | GopMHUPOBaHUS |- HOJIS IPOAYKIINH, peai3alisi KOTOPOH OTCPOUCHa,

aCCOPTHMEHTA |- IepeueHb MPOAYKIIMH ¢ MAKCUMAIbHO YCKOPEHHOW pean3alneii;
MPONYKIMK |- KOO DHUIIUESHT MTOTHOTHI ACCOPTUMEHTA;

- koo punHeHT cTabUIBLHOCTH (YCTOMYUBOCTH) aCCOPTHUMEHTA;

- KOO (OUIMEHT CII0)KHOCTH aCCOPTUMEHTA.

yKa3aHue |- 00bEeM 3armacoB NPOAYKIIHH;

00beMOB - 00BEMBI OCHOBHBIX (MUHHMAJIBHBIX ) TOBAPHBIX 3aI1aCOB;

TOBapHBIX |- OOBEM WHBEHTAPU3UPOBAHHBIX (3apErHCTPUPOBAHHBIX) 3aIlacoB
3aIacoB MPOAYKIINY;

- 00beM 3armacoB MPOIYKIUH (C yU€TOM BPEMEHH, 3aTpauyuBaceMoOro Ha
pruoOpeTeHne HOBOM MPOIYKITAN)

[Ipomaxa| moKa3aTenu |- 1OJsl BHEMArasMHHBIX MPOJIaX B TOBAPOOOOPOTE;
OpraHu3alyK |- 10JIs YCIyT caMoOOCITyKMBaHUs B TOBapOOOOPOTE;

cObITa - 10JI IPOJaK JPYTMMHU IIEPEIOBBIMA METOJIaMU TOPTOBJIH;
- JIOJ1s1 TOTIOJIHUTEIBHBIX YCIIYT;
- PO3HUYHBII TOBapOOOOPOT Ha 1 KB. M TOProBOil MJIOIIAIH;
- JI0JIsl Mara3uHa B o0Iel IIOMaau;
- YPOBEHb YCTAHOBKH TOPrOBOr0 000pYIOBAHHUS;
- 107151 000pyAOBaHMsI, IPEIHA3HAYCHHOT'O JUUIsl BBICTABKH;
- KO3 PUIHMEHT MOTeHLIHaIa 000PYI0BAHUS;
- PO3HMYHBIN TOBapOo0OOPOT HA 1 COTPYIHHMKA OpraHU3AIINH;
- MOKa3aTesb 000pOTa PO3HUYHOM TOProBiIH Ha 1 poiaBIa;
- CTOMMOCTh PO3HHYHOTO TOBapoobopora Ha 1 paboTHHKa
KOMMEPUYECKOH cITyXOBbI

MOKa3aTe |- [[CHa U MHCTPYMEHTBI CUCTEMbI CTUMYJIMPOBAHHS COBITa TOBApOB, HE
CTUMYJIUPO- 3aBUCAIIUEC OT LICHKI,

BaHMsS CObITA |- PACXO/IbI HA PEKJIAMHBIC YCITyTH;

- JI0JIsl pacX0JI0B Ha peKjaMmy B TOBapOOOOPOTE;

- JIoNisl JTOTIOJHHUTENLHOTO J0XO/a OT CTHMYJHPOBAHHS pPeanu3aliiu
TOBapOB B TOBAPOOOOPOTE;

OOO "NUR-TEX," BbiOpanHO€ B KauecTBE€ OJHOI0O U3 OOBEKTOB
HCCJIEIOBAHUS, SBISETCS CyOBEKTOM MpEeANPUHUMATEIbCTBA, 3aHUMAIOIIUMCS

29 Muallif ishlanmasi.
53




TOProBOW AEATEIBHOCTHIO, U OOIIECTBO HECET OTBETCTBEHHOCTh TOJIBKO Ha
ypoBHE coOcTBeHHOCTH. OCHOBHOW 1I€NbI0 CyOBEKTa MpEeANpUHUMATEIbCTBA
SBJIAETCSA OJTYYEHUE 0X01a OT BBIPYUKH.

B Toprosom nentpe OOO "NUR-TEX" HanaxeHa cucreMa ynpaBieHUS
KauecTBOM paboTHHKOB. C 53TOM 1Eeabl0 COTPYAHUKH TMOBBIIIAIOT CBOIO
KBaIU(UKAIIMIO Ha Kypcax TMOBBINICHUS KBaIU(PUKAIUU U €KEHEICTbHBIX
Kypcax mnpoaax. JleITenbHOCTh KOMMEPYECKHX COTPYIHUKOB €KEIHEBHO
BEJIETCS PYKOBOJAUTEISAMU "MyXKCKUX" U ">KEHCKUX" OTJe0B. A NesATEIbHOCTD
HAa4aJIbHUKOB OTJEJIOB OLEHUBAETCS JUPEKTOPOM M €ro 3aMeCTUTEJIEM.
[IpumeHeHne JaHHOW CHUCTEMBl OOBEKTHUBHO OILIEHHMBAeT palboTy KaxKJI0ro
COTpPYJHMKAa M OO€cHeyuBaeT MNpPaBUIBbHOE MaTepHaIbHOE CTUMYJIUPOBAHMUE,
BBIpaXXEHHOE B JEHEKHOM Bo3HarpaxjaeHuu (15% ot 3apaboTHON miaThl
COTPYJHHUKOB).

Toprosas touka OOO "NUR-TEX" 3aHnMmaercss mpojaxkeid MYKCKOU M
KEHCKOM OJekKbl. ACCOPTUMEHT KEHCKOW OJEXKIbl COCTOUT U3 CJIEAYIOIIUX
rpynn: asouiku oT 245000 mo 1420000 cyMOB, TPUKOTaXHBIE H3IEIUA OT
11000 mo 283000 cymoB, oxexaa Uil OCEHHETO U 3UMHErO ce30HOB oT 151000
no 1500000 cymoB. B mpomecce ucciaenoBanus wuzydaembie OOO "Samo
textile" u OOO "DIVA-TEKS" B 0OCHOBHOM 3aHWUMAIOTCS MPOU3BOJCTBOM U
peanu3anmnen TEKCTUIbHBIX U3JCIIHNH.

[Ipu onpenesieHUH BBINOJHEHUS ILJIJaHA IO ACCOPTHUMEHTY MpPOAYKIUU
IPUMEHSAETCS METOJ ydyeTa MHUHHUMAaJbHOro KojumuectBa. CyTh 3TOro MeTOAa
3aKiIo4yaeTca B ciaeAyromem. s onpeneneHus CTENEHH BBIIOJIHEHUS
ACCOPTUMEHTHOTO  IUIaHa HEOOXOJWMO CHayaja ONpPEAeIUTh CyMMy
IPOU3BEJACHHON NPOAYKIMM B mpenesax miaHa. s 3TOoro mpou3BOACTBO
NPOAYKIMU CBEPX IUIaHA WJIM HE YKa3aHHOM B IUIAHE HE YYUTHIBAETCS NPHU
ONPEJEIICHUN  BBINIOJHEHUSI  aCCOPTUMEHTHOro IuaHa. Hmumxke 1iana
OpUHUMaeTcsd Ta ke cymma. Takum oOpas3om, I ONpeAeseHUus CpPeIHEro
IOPOIIEHTA BBIMOJHEHUS IUIaHA MO0 ACCOPTUMEHTY HEOOXOJUMO CyMMHUPOBATH
HaTypaJIbHOE€ HWJIM CTOMMOCTHOE KOJMYECTBO XJONKOBOW MPOXYKLHH,
MIPOU3BEJCHHON 3a CYET MJIAaHOBOIO aCCOPTUMEHTA, YMHOXHTh ero Ha 100, a
3aTe€M pa3JelIuTh Ha 00bEM MPOAYKIMHU, KOTOPBIM NOJKEH OBITh MPOU3BEAECH
10 IUIaHYy.

Tenepp, HCNIONB3YSl METOJT YU€Ta YKa3aHHOTO MUHUMAJIbHOT'O KOJIMYECTBA,
nepeeM K aHaIW3y BBIINOJHEHUS AaCCOPTUMEHTHOrO IUIaHAa MNPEINpUSTHS
OOO "DIVA-TEKS" na 2024 roxn. PesynbtaThl npeactaBiieHbl B Tabnuie 4.
JlaHHBIE TOKa3bIBAIOT, 4YTO IUIAH [0 AaCCOPTUMEHTY aHAJIU3UPYyEMOTrO
npeanpusTys BeinosHeH Ha 99,40%.

[IpennoxxeHHbBIM METOJ0OM ObLIO MPOAHAIU3UPOBAHO BBHIMOJHEHHUE IJIaHA
accoptumenTa npoayknuu B 2023 rogy B OO0 "Samo Textile" u OOO "NUR-
TEX." Pe3ynpTaThl aHanM3a MOKa3bIBAOT, 4TO B 2023 roay BHINOJHEHHE IIaHA

accopTUMeHTa mpoayKiuu coctaBuio 97,45 nporenta B OO0 "Samo Textile"
u 98,35 nponenta B OOO "NUR-TEX."
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Taoauna 4
AHAJIU3 BBINOJIHEHHS ILIAHA 110 ACCOPTHMEHTY OCHOBHOI MPOAYKIUH,
npousseaennoii na npexnpustun 000 "DIVA-TEKS" B 2024 roay>’

Tunel NpoayKTOB B rekymem roay Pasnuna Beinosnenne
(+,-) mT. nJIaHa mo
aCCOPTUMEHTY
Ilnan OT4éT %
ITrxama g1 MaIbYHUKOB 21300 21420 +120 100,0
dyTtOonKa 1Isi MATbYUKOB 17100 16740 -70 97,9
KoMmniekTHBIN TPUKOTaXHBIN 14800 15050 +250 100,0
peIMeT ISl MATbYUKOB
[IopTe! 1151 MAJIBYUUKOB 34000 36510 +2510 100,0
JIMMHHOpYKaBHBIN JKEMIIEp st 19000 17420 -1580 91,7
MaJbYMKOB
Bogonaska nj1st MaJlbuMKOB 24000 24163 +163 100,0
KoMmniekTHBIN TPUKOTaXHBIN 16400 16950 +40 100,0
peIMeT TSl IEBOYCK
TpukoTakHbIC OPIOKH JJIS 23400 23450 +50 100,0
JIEBOYEK
baunreiii xamat qi1g neren 24600 22578 -2022 91,8
Jlerckuii KeMnep ¢ IJTMHHBIMA 22000 22122 +122 100,0
pykKaBaMu
®yTb6onKa Ui AEeBOYEK 17400 17320 +80 99,6
JleTckuil mxxemnep ¢ KOpOTKUMU 13600 13600 +0 100,0
pyKaBamu
[Inares qis neBoYeK 15100 14970 -130 99,1
[opTh! 17151 TOAPOCTKOB 31000 31025 +25 100,0
Maiiku niis nerei 35100 34980 -120 99.7
JIOCHHBI 111 TEBOYEK 19700 19950 +250 100,0
Hroro: 348500 | 348248 -252 99,92

CocTostHuE BBINOJIHEHUS IUIAHA AaCCOPTUMEHTA MPOIYKIMHU OKa3bIBAET
CYIIIECTBEHHOE BIIMSIHME Ha (PUHAHCOBOE COCTOsSIHME Tpeanpuatuid. [lortomy B
mpolecce  aHaiau3a  ObUIO  NPOAHAJM3UPOBAHO  (PUHAHCOBOE  COCTOSIHUE
UCCIIENYEMbIX CYOBEKTOB NpPEANPUHUMATENIBCTBA 3a MOCIEAHUE TpU Toja.
Pe3ynbTaThl aHanu3a mpeacTaBieHbl B TaOnmuue 5. J[aHHbIE MOKA3bIBAIOT, YTO,
nockoiibky OOO "NUR-TEX" sBnsiercs TOproBodl opraHu3anueil, BajgoBas
npuObLIL B 3TOM OpraHM3aliuu 3a ucciemyeMblil mepuona cocraBmwia 102,18% B
2023 roay mo cpaBHeHuto ¢ 2022 romoM, a mMoKazaTellb pEHTA0CTbHOCTH MPOIAK
nponaykuuu - 67,74%. ®dunancoBoe nonoxkenne OOO "Samo Textile" Takxke
HECKOJIBKO YJIYUIIUJIOCh 32 HCCIEeAyeMblid mnepuoj. Bbelpyuka oT peann3anuu
npoayKuuu Ha 3ToM npeanpustuu B 2021 rony cocraBuna 2524,605 MiaH cyMOB, a
B 2023 roay »TOT mokaszareiib cocTaBui 4368,566 MIH CyMOB WM YBEIUYUIICA
noutu B 1,7 paza (Tabnuua 5).

39 Korxona hisobot ma’lumotlari asosida muallif tomonidan hisoblangan
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Tadauna 5

CpaBHHUTE/ILHBII aHAIN3 (PUHAHCOBOIO COCTOSIHHMS TEKCTHIbHBIX
npeanpusituii B 2021-2024 rogax>!

000 “SAMO TEXTILE”

Iloka3zatesn 2021 2022 2023 2024
BrIpyuka oT peanuzanuy NpoayKIHu 5321476 5042 312 10 847 523 12 149 226
Banosoii noxon 2524605 | 2266851 4 368 566 4 892 794
OmexosaiicTBemnHas mpHOBLI, 1057189 | 1078523 | 2784563 3118711
(ITpnObLIH)
Wznepxku obpanieHus 1467 416 1 188 328 1584 003 1774 083
Hauor (15%) 158 578 161 778 417 684 467 807
Yucrast nprOBLTH 898 611 916 745 2 366 879 2 650 904
PenrabensHOCTD (%) 16.88 % 18.18 % 21.82% 21.82

00O “DIVA-TEKS”

TTokazarean 2021 2022 2023 2024

BrIpyuka oT peanuzanuy NpoayKIHu 503 275 724 643 580 492 650 151
Banosoii noxon 74 479 98 854 92 536 103 640
O06mexo3siicTBeHHAS TIPUOBLITH 67 128 67 453 67 541 75 646
(ITpuObLIB)

Wznepxku obpamieHus 7351 31401 24 995 27 994
Hauor (15%) 10 069 10118 10 131 11347
Yucrast nprOBLTH 57 059 57 335 57 410 64 299
PenTabenpHOCTS (%) 11.34 % 7.91 % 9.89 % 9.89 %

Ananmus o OO0 "SAMO TEXTILE"

CornacHo BHOBb C(hOPMHUPOBAHHBIM pacueTaMm, MoKa3aTellb PeHTA0eIbHOCTH
npoaax npoaykuuu B 2023 roxy cocraBui 53,1%, uto Ha 3,1% MeHbIIE, 4eM B
2021 romy. CHMXKEHME YpPOBHS PEHTAOCIBHOCTH CBS3aHO C (haKTOpaMmH,
BIIUSIONTMMHU HAa CTPYKTYPY YUCTOU MPUOBLIN MPEANPUSITHS, B YACTHOCTHU:

WU3MEHEHHUS B CTPYKTYpPE BaJIOBOTO JOXO/a;

yBEJMYCHHE U3EPKEK 00paIlieHus;

MOBBIIIEHUE LIEH Ha PECYPCHI;

YBEJIMYCHHUE PACXOJIOB HA TUCTPUOYIIHIO U JIOTHCTHKY.

Junamuka 2021-2024 ron0oB MoKa3bIBa€T, YTO, HECMOTPS HA 3HAUYUTEIIHHBIN
pPOCT  BBIPYYKH, HE3HAUUTEIHLHOE CHW)KECHHE PEHTAOCIBHOCTH  O3HAYaeT
HEO0OXOIMMOCTh YCHIJICHHUSI MEP 10 ONTHUMH3AIMKI CTPYKTYPBI 3aTpaT MPEAIPHUATHS.
B yacTtHOCTH, HECMOTpSI Ha PE3KOE yBEJIMYEHHE BajoBoro aoxoxa B 2023 rony,
BBICOKME W3JCPKKU OOpalleHusT TakKe OKa3aid JaBJeHHWE Ha I[oKa3aTelu
pPEHTA0EIbHOCTH.

DTO 00CTOSATEILCTBO MPUBOJUT K TOMY, YTO MPEANPUITHE B JaTbHEUIIIEM:

YCUJIEHUE MOJUTUKHU COKPAIEHUS PaCXO0B;

ONTUMU3ALIUS POU3BOJCTBEHHBIX MPOIIECCOB;

YBEJIMYEHHUE J10JIM BBICOKOMAPKUHAJIBHOU MPOTYKIUH;

[MOKa3bIBAaET HEOOXOIUMOCTb.
2. Anamus o OO0 "JIUBA-TEKC"

31 Korxona hisobot ma’lumotlari asosida muallif tomonidan hisoblangan
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Bripyuka oT peanmuzanuu NOpoaykiuu Ha npeanpustau B 2021 rony
coctaBuia 503 mMiH 275 ThIC. CyMOB

B 2023 rony on yBenmuwica Ha 580 MuumnoHOB 492 ThICAYM CYMOB. DTOT
POCT OTpakaeT pacimmpeHre 001ero oobemMa Mporu3BOJICTBA U MTPOJIAK.

Opnnako peHTabensHOCTh POoJaX NMpoAyKiuu B 2023 roay cocTaBHiia BCETO
4,8%. Huzkas pentabenbHOCTh 00YCIIOBJICHA CAEAYIOUMMH (PaKkTopaMu:

BBICOKAsl CEOCCTOMMOCTD;

HU3Kasl 10Ji BaJIOBOM NMpUOBLIY;

yBEJIMUYEHUE U3/IEPKEK OOpallleHUS;

HEJOCTAaTOYHBIA  MEpexo]  MPEeANpUsTUS Ha  BBICOKOMAap)KUHAJIbHYIO
IPOAYKIIHIO;

HU3Kas 3Q(PEKTUBHOCTH BBITYCKa

Pa3mep noxoaa, B CBOIO o4epesib, 3aBUCHUT OT psfa PaKkTOpOB, BKIIOYAS:

. I3MEHeHue o0beMa ToBapoobopoTa,

. pa3HHUIIa MEX/y BAJIOBBIM JIOXO0JIOM M pacX0/laMH Ha pacIpoCTpaHEHUE,
. IpUOBLIb WK YOBITKU OT MPOAAXKH MPOYNX aKTHUBOB,

. HEONIEPALIMOHHBIE T0XOJIbI U PACXO/IbI,

. I3MEHEHUE CTOUMOCTH JIOTUCTUKU U PECYPCOB,

6. KoneOaHus, CBA3aHHBIE C UMITIOPTHUPYEMBIM CHIPHEM.

B 10 xe BpeMs HM3Kas peHTaOETbHOCTD SIBISAECTCS OOBIYHBIM SIBICHUEM JJIS
cpenHux npeanpuatuii, takux kak "DIVA-TEKS," u no wmepe ycunenus
KOHKYPEHLIMM BaXHO ONTHMHU3HPOBATh pacxoibl M OOHOBIATH MOPTQENb
IPOAYKIIUH.

B uetBeproii rnaBe aucceprauuu: "'CoBepuieHCTBOBAHUE METON0JIOTUM U
noBblilieHUue 3PPeKTUBHOCTH MAPKETHHIOBOI0 YNPABJIEHUS ACCOPTUMEHTOM
NPOAYKIHMH HA TeKCTHJIbHBIX NMpeAnpusaTusax' pa3zpaboTaHbl MPEAJIOKEHUS T10
COBEPILIEHCTBOBAHUIO TOBAPHBIX CTPATErMil HAa TEKCTWIbHBIX MPEANPUSITHUSIX.
[Toka3anel  HampaBieHUsI MOBBIIEHUS  AP(HEKTUBHOCTH  MAPKETHHTOBOIO
YOpPABJICHUS] ACCOPTUMEHTOM TMPOAYKIMM HA TEKCTHJIBHBIX MPEIIPUITHSX.
Pa3paboTanbl MPOTHO3HBIE  CIIEHAPUM  PA3BUTUS  TEKCTUJIIBHOM  OoTpaciu
VY36ekucrana 1o 2030 roaa.

CoBepiIeHCTBOBaHME  MApPKETUHTOBOM  CTpAaTerMd Ha  TEKCTHJIBHBIX
OPEINPUITUSIX MOXET OBITh HANpaBICHO Ha Pa3MYHbIE AaCMEKThl C YYETOM
cnenudukd orpacind. Ha Takux TOpeanpUsATHSIX CYIIECTBYET HECKOJBKO
HAIpaBJICHUN  COBEPIICHCTBOBAHMS  MApKETHMHTOBOW  CTpaTerud, KOTOpPHIE
BKJIFOYAIOT:

auBepcuduKaIys acCOpTUMEHTa MPOAYKLUH;

paciiMpeHue JUHEHKU MPOAYKIHUN WU pa3paboTKa HOBBIX MPOTYKTOB IJIf
YAOBJIETBOPEHUS PA3TUYHBIX MOTPEOHOCTEN KIMEHTOB;

BHEJPEHUE HOBBIX WHHOBAI[MOHHBIX, TEXHOJIOTHUYECKUX U AU3ANHEPCKHUX
pelieHui s o0ecnedyeHrs KOHKYPEHTHOTO MPEUMYIIECTBA MPOAYKIUU U JIp.;

aJIanTanus TOBApOB K U3MEHSIOIIUMCS PIHOYHBIM TPEOOBaHUSIM.

JIns  ompenesnieHWss  COCTOSIHMS — YIPABICHHWS  TOBApPHOM  IOJMTUKOU

DN B~ W —
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npeanpusTuil 6pK nposeaeHsl uccnenoBanus B OO0 "SAMO TEXTILE," OO0
"DIVA-TEKS" u OOO "NUR-TEX." [ns oueHku 3¢G(HEKTUBHOCTH CHCTEMBI
yOpaBlIEHUS MAapKETUHIOM OOBIYHO HCIIONB3YETCSd HECKOJIBKO TpyMHN JUis
BCECTOPOHHETO aHajn3a 1 cpaBHeHUs. KomndyecTBo rpynm MOKET BapbUPOBATHCS B
3aBHCHUMOCTH OT CHEUM(DPHUKU HCCIEAOBAHUA W IeNeld KOMIAHUM, HO OOBIYHO
UCIONB3YIOTCSL CJENYIONINEe OCHOBHBIE TPYMIMbI: SKCIEPUMEHTaIbHAs TpyMIa,
KOHTPOJIbHAas ~ Tpynma, TIpynma  noTpeduTened, rpymma  BHYTPEHHHX
3aMHTEPECOBAHHBIX CTOPOH, TpyMna aHajau3a KoHKypeHIMH. CHayama ObuH
MOJITOTOBJIEHB HEOOXOAMMBIE JHCTHI, a TaKXKe MpOoBeAeHa paboTa mo OTOOpY U
OTIpEeNICHUI0 KOHTUHTEHTA NIPU MPOBEIECHUHU OMpoca. DTall peau3aliy 3arnpoca
OCYIIECTBIISIJICS. B BUJE OYHOTO ompoca. [Ipu 3TomM Bompockl ObuH pa3zienieHbl Ha
TPU TPYNNbL: TOKA3aTEeNH, XapaKTEepHU3YIOIIWe YIPaBiICHHE JAESITeIbHOCTHIO,
MOKa3aTeNn, XapaKTepU3YIOLIUe yMpaBieHHe (QYHKIUSIMH U TOKa3aTelH,
XapaKTEepU3yIolIhe CIpoc. YTpaBlIeHUE ACSTENbHOCThIO OLIEHMBAETCS MO CEMHU
BOMpOCaM, ynpaBiieHue (PyHKIHUSIMH - 10 OJUHHALATH, a YIPABICHUE CIIPOCOM -
IO YEThIPEM.

OO6mume Oamibl PACCUUTHIBAIUCH IO CpPEIHEMY apUPMETHYECKOMY
CJIeIYIOIIUM 00pa3oM:

Aym =g+ ¢ + A7 (1)

311€ech,

yn-00mMiA  6amn  3PHEKTUBHOCTH  YNPABICHHA  aCCOPTUMEHTHON
MOJIMTUKOM;

d - 6am1 53 HEKTUBHOCTH yNPABJIECHUS NEATENLHOCTHIO;

o - 6 a3 PexTUBHOCTH yIpaBiaeHUs PYHKIHUIMU;

It - 6amt 3pHEeKTUBHOCTH YIPABICHUS CIIPOCOM.

Pe3ynbTaThl aHKETHPOBAHUS TIPECTABIICHBI B Ta0IUIIE 6.

VYrpaBiieHHe acCOPTUMEHTHOM MOJUTUKOM Ha MCCIAEAYEMBIX MPEANPUITUIX
CBHJICTEJILCTBYET O PA3HOOOpPA3UU U IIMPOTE BAPUAHTOB OLIEHKU A()(PEKTUBHOCTH:
ot 14,7 no 16,2 6amios. B uccnenyemom OOO "NUR-TEX" sToT mokazaresnb
coctaBui 16,2 Oanna ¥ 3TOT IOKaszaTelb cocTaBisieT 67,5% oT MakcHMMalIbHOMN
Bo3mokHoctu. B OO0 "SAMO TEXTILE" u OOO "DIVA-TEKS" »stoT
IoKa3aTelib coctaBmi 15,7 u 14,7 6aninoB COOTBETCTBEHHO.

ITo xonuuecTBy OAIJIOB MOYKHO OyAET CyAUTh 00 YPOBHE Pa3BUTHS CHCTEMBI
yIpaBJIeHUs] MApPKETUHIOM ACCOPTUMEHTHOM TIOJIMTHUKA Ha HCCIETyeMBbIX
TEKCTUJILHBIX MPEANPUITHAX:

0-8 ©OammoB. Cucrema yHOpaBJI€HHS KOHKYPEHTOCIIOCOOHOCTBIO U
MapKETHHTOM UMeEeT CaMblii HU3KUH YPOBEHbD.

8,1-16 oOGamioB. CpeaHuidl ypoBEHb Pa3BUTHS CUCTEMbI YIIPaBICHUS
KOHKYPEHTOCTIOCOOHOCTBIO.

16,1-24 Ganna. KoHKypeHTOCTIOCOOHOCTh M YIIpaBI€HHE MAapKETUHIOM Ha
NPEANPUSTAA MOTYT CUUTAThCSI Ha BBICOKOM YpPOBHE TOJIBKO B YCIOBHUSIX
Pa3BUBAIOLIEUCS] PHIHOYHON YIKOHOMUKH.
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Tadauna 6
Ouenka 3¢ PeKTUBHOCTH CUCTEMbI YIIPABJICHUS] ACCOPTUMEHTHOM MOJIMTUKOMN
HA TeKCTUJILHBIX NMPeANPUATHAX (10 pe3yJbTATAM AHKEeTHUPOBAHHUSA, 32
HCKJII0YeHHeM Bonpoca 16, okTsaopn 2024 roxa)™’

KosnuecTBo 0a/1J10B 110 NpeINPUSATHIM
Homep Bonpoca “ ’ 000 “SAMO 000 “DIVA- Makc.0as1
OO0 "NUR-TEX™ | "TEXTILE” TEKS”
Yupasaenue nesrenpbHOCTRIO (UD)

1 0,7 0,6 0,5 1

2 0,5 0,7 0,6 1

3 0,6 0,6 0,5 1

5 1,8 1,6 1,6 3

6 0,4 0,3 0,2 1

7 0,4 0,3 0,3 1

8 0,9 0,7 0,7 1

Htoro: mo Y] 5,3 4.8 4.4 9

Yupasnenue dyskimeit (YD)

4 1 1 1 1

9 0,7 0,7 0,5 1

10 0,4 0,5 0,5 1

12 1 1 1 1

16 0,4 0,4 0,5 1

17 0,4 0,3 0,2 1

18 0,8 0,8 0,8 1

19 1 1 1 1

20 1 1 1 1

21 0,5 0,5 0,5 1

22 0,6 0,5 0,4 1

Hroro: no YO 7.8 7,7 7.4 11

Ynpasnenue cipocom (US

11 0,6 0,5 0,6 1

13 1 0,9 0,7 1

14 0,5 0,8 0,6 1

15 1 1 1 1

Hroro: mo US 3,1 3,2 2,9 4
Bcero: 16,2 15,7 14,7 24

[IpoiomKkUM aHaIM3 pacyeToOM YacTHBIX IMOKA3aTeNel CUCTEMBI yIIPaBICHUS
MapKETUHIOM, OIPEIEINB HUX COOTHOIIEHHME K MAaKCHUMAJIbHBIM IIOKa3aTENsIM B
abCONIOTHOM BbIpaXXeHUH U B cienyioumieMm Bujae. I[lokazarenn sddexTuBHOCTH
CUCTEMbl  YIpaBJIEHUS  ACCOPTUMEHTHOM  TOJUTUKOW HA  TEKCTUJIbHBIX
OPEINPUITUSIX TPEICTABICHbI B TA0IHIIE 7.

[Mockonmpky ¢umman OOO "NUR-TEX" cucrematnuecku u3ydaer
IPAKTUYECKU BCe (PaKTOPbl MAPKETUHIOBOM Cpeibl Ha OCHOBE MapKETHHIOBBIX
UCCIIEIOBAaHUM TpU  OpraHu3allud  CBOEH  J1€ATENbHOCTH, 3S()PEKTUBHOCTDH
yHpaBJIEHUS MAPKETUHIOM OTHOCUTENIBHO BbICOKAa. OHAKO B Oy IyIlIEM MPEICTOUT
elle MHoroe czenarb. [[ns 3Toro HEOOXOIMMO OpPraHM30BaTh MAPKETHHIOBOE
ynpaBJieHUE 110 (GOPMUPOBAHUIO TOBAPHOI'O ACCOPTUMEHTA.

32 Muallif ishlanmasi.
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Taoauna 7
IMoka3zaTenun 3¢ PeKTUBHOCTH CHCTEMbI YIIPABJICHUSA ACCOPTUMEHTHOM
NOJUTHKOM HA TEKCTHILHBIX HPeINPUATHIX

Ha3Banmue 000 “NUR- 000 “Samo OOO“DIVA-
TEX” textile” TEKS”
E (Ud) Koag?;;;;em Oét’564 04;08 ()3,;170
EUD | o o5t 068 059
E(Us) Koag?;;;;em 03,,618 02,’694 02,389
E (Um) Koag?;;;:{eHT (1),66’2 (1),56,Z (1)?5’;

Uccnenoanusi, TMPOBEAEHHBIE B  JHCCEPTAIMM, ITOKA3BIBAIOT, YTO
dbopMHpOBaHUE ACCOPTHMEHTA OCYIIECTBICTCS Pa3IMYHBIMH CTHIOCOOaMU B
3aBUCUMOCTH OT MAaCIITA0OB MPOAAX, CHEeIU(UKH MPOMYyKIIUH, IEIed U 3ajad,
CTOSIIIIMX NEPE MPOU3BOIUTEIIEM.

Hapsiny ¢ mpaBwibHBIM (OpMHPOBAHWEM aCCOPTUMEHTA, OOECIEYEHUE €Tro
CTaOMIBLHOCTH SBIIAETCS BakHOU 3amadeil. Ilokaszarenph yCTOMYMBOCTH TO3BOJISCT
YAOBJIETBOPUTH CIIPOC HA AHAJIOTUYHbBIE TPOTYKTHI.

B "Konnenmun passutus PecnyOmuku VY36exuctan npo 2030 ropga,"
yTBepxKaeHHoM YkazoMm IIpesunenta PecniyOomuku Y36ekuctan No YII-5953 ot 7
deppasis 2020 roma, Takxke OMNpeaeieH psJ 3ajad Mo JajdbHEUIeMy pPa3BUTHIO
TEKCTUJIHOM MPOMBIIUIEHHOCTH. B 4YacTHOCTH: "MOAEpHM3alMs W TOBBILICHHUE
KOHKYPEHTOCIOCOOHOCTH TEKCTUIILHOM MPOMBIIUIEHHOCTH," "pa3BUTHE MECTHOU
ChIpheBOM 0aspl," '"MOBBIIMIEHHWE HKCIOPTHOIO TMOTEHIHMana," '"MOBBIIIEHUE
KaJIpOBOI0 MoTeHIMana" u "pa3Butue oo011et nHGpacTpyKTypsl."

[IporHO3HBIE MapaMeTphl CTpAaTeTUd  OUBEpCUPUKANNKA  TEKCTUIHLHOMN
IPOMBINIIEHHOCTH Y30ekuctana 10 2030 roga npeacTaBieHsl B Tabnuie 8.

Tabanna 8
IIporuosublii rpaguk Ha 2025-2030 roaer*

l'oppl | Mapyka HHTEHCUBHOH cTpateruu (Mipa cyM) | Mapska 9KCTEHCHBHOM cTpaTterud (MIpA CyM)
2025 2710 2930
2026 2980 3270
2027 3290 3 640
2028 3620 4 050
2029 3980 4 480
2030 4360 4950

HcTouHuK: paccCuuTaHO aBTOPOM HAa OCHOBE PE3YyJIbTaTOB SKOHOMHUYECKOTO MOJICITUPOBAHUS

JluBepcuduKalyis TOBapHOW HOMEHKIIATYPBI SIBIISIETCS] BAKHBIM CTPATETHMYECKIM
HaIpaBJICHHEM TOBBIIICHUS! KOHKYPEHTOCIIOCOOHOCTH W 3KCIOPTHOTO TMOTEHIMAsa
TEKCTHJIBHOM TpPOMBIIUIEHHOCTH PecryOmiku Y30ekucran. B ycioBusix ObicTporo
W3MEHEHUSI CIpOca Ha MHPOBBIX PHIHKAX BAXHO JMBEPCUHIMPOBATH JKCIOPT B

33 muallif tomonidan amalga oshirilgan hisob-kitoblar asosida tuzilgan
34 Muallif ishlanmasi.
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WHTEHCUBHOM (BHYTpEHHEE YIIIyOJieHHE) M OSKCTEHCUBHOM (PACHIMPEHHE pBhIHKA H
MIPOIYKIMH) HAlPaBJICHUSX.

[Tpornozueie otdersl 10 2030 roma CBUAETENBCTBYIOT O TOM, YTO
PEHTA0ETBHOCTD KCIIOPTa MOXKET YBEIMUYUTHCS B cpeaHeM B 1,3-1,5 pasza Ha ocHOBe
WHTEHCUBHOM cTpaTternd. C TOMOIIBIO SKCTEHCUBHOM CTPATerMU MOKHO YBEJIMUUTH
o0beM dkcropTa Ha 25-30%.

3AKIIOYEHHUE

B pesyibTare Hay4YHBIX UCCIIEIOBAHUA, POBEJICHHBIX B XO/€ AUCCEPTALMOHHOTO
UCCIIEZI0BaHUs, ObUTH C/IENaHbl CIEAYIOIIME HAYYHbIE BHIBOIbI:

1. MapkeTrHroBoe ymnpaBlIeHUE aCCOPTUMEHTOM IPOMYKIIMU HAa TEKCTUJIbHBIX
NPEANPUSATUSX ~ TPOSIBISIETCS  KaK  LEHTPAIM30BaHHAs  CUCTEMa  YIPaBJICHUS,
TapMOHMZHPYIOIIAsi CTPATErWYeCKUe LIENU MPEANpHUSITHs, CEerMEHThl pbIHKA H
TpeOoBaHUsl MOTpedUTeNe. TeopeTHKO-METOJONIOTMYECKIE OCHOBBI aCCOPTHMEHTHOM
MOJUTHKA  (DOPMUPYIOTCS TTyTeM TIIyOOKOTO aHaIM3a PHIHOYHOW KOHBIOHKTYPHI,
CErMEHTAINH, TIO3UIMOHUPOBAHUSI, YIIPABICHUS >KU3HEHHBIM IMKIOM TPOAYKTa W
BHEJIPEHHMST HMHHOBAIIMOHHBIX TOAXOA0B. lIpakThyeckue acrekThl O00eCIeunBarOT
3P PeKTUBHYIO PabOTy MEXaHU3MOB TUIAHUPOBAHUS, ONTUMHU3ALIMH, CTUMYJIMPOBAHUS U
MOHUTOpPHUHTA aCCOPTUMEHTA. Uccnenosanus MOKAa3bIBAIOT, 4TO
KOHKYPEHTOCIIOCOOHOCTh, PEHTA0EIbHOCTh M JIOJISI PhIHKA CTaOMJIBHO BO3pacTarOT Ha
OPENPHUATHAK, ACCOPTHMEHT KOTOphIX C(OpMHUpPOBAaH Ha HAyYHOM OCHOBE.
WHTerpupoBaHHasi CUCTEMa YIIPABICHUS MApKETUHIOM OOECTICUMBAET COBMECTUMOCTD
pPECYpcoB M TO3BOJSIET MPEANPUSATHIO OBICTPO aJaNTUPOBATHCS K MEHSIOLIMMCS
PBIHOYHBIM YCJIOBHSIM U IOCTUYb CTPATErMYeCKOr0 MPEeHMYIIECTBA.

2. YrpaBieHue acCOPTUMEHTOM B TEKCTWJIbHOM MPOMBIIUIEHHOCTH - CJIOKHBIMH,
MHOTO(aKTOPHBIM MPOLIECC, HEMOCPEACTBEHHO CBSI3AHHBIA C CE30HHOCTHIO, MOJIHBIMU
TEHJCHIMSIMU, PA3HOOOpa3UeM MaTEepUaTIOB U CTAOMIIBHOCTBIO LETOYKU TOCTaBOK.
OrneHKka pHIHOYHOM KOHBIOHKTYpBI, TJIyOOKMHA aHaIM3 JMHAMUKA CIpoca U
NPEUIOKEHUSI, U3MEHUYMBOCTU IIEH W MOTHBAIIMOHHBIX (DAaKTOPOB MOTPEOUTEIHCKOTO
TIOBE/ICHHS TTO3BOJISIET chopMupoBath 3(D(HEKTHBHYI0 MAPKETUHTOBYIO TOJUTHKY.
Takue mokazareny, Kak 3JIaCTUHYHOCTh CIPOCa, EMKOCTh PhIHKA U JIOJS PhIHKA, HUMEIOT
CTpaTerniecKoe 3Ha4eHUe MpU ONTUMH3AINN CTPYKTYphl accopTuMenTa. CerMeHTaIus
notpeOHoCTEN notpeduTenen TMIO3BOJISIET NpEANPUSTUIM CO3/1aBaTh,
JTMBEPCUDUIIPOBATE M YKPEIUIATh KOHKYPEHTHOE MPEUMYILIECTBO aJalTUPOBAHHBIX
npoayKToB. Tarkke ycwieHuWe TpeOOBaHMI K yCTOMYMBOCTH, KOHTPOJIO KadyecTBa U
ATUYECKOMY TPOM3BOACTBY TpeOyeT TMepecMOTpa TMOJUTUKU acCOPTUMEHTa Ha
CTpaTETMYECKOM ypoBHE. B pesynbTrare ynpaBiieHHE acCOPTUMEHTOM Ha TEKCTHIIBHBIX
npennpuaATHax —(popMupyeTcs KaKk HMHTETPHpPOBAHHAs CHCTEMa, OCHOBAHHAs Ha
WHHOBAITMOHHBIX TTOJIXO/IAaX, ONEPATHBHOM PEarupOBAaHUM HA PBIHOYHBIC CUTHAIBI U
[TyOOKOM MOHMMAaHHUM MTOTPEOUTENTLCKUX IEHHOCTEN.

3. MexxayHapoHbIil ONBIT TEKCTWJILHOM MPOMBIIIIEHHOCTH IMOKAa3bIBAET, UTO
WHHOBALIUH, TMBEpCU(PUKAIS, BBICOKOE KAYECTBO U ObICTpasi aanTalus K phIHOUHOMY
CIIPOCY SIBJISIFOTCSL PElIAoMMK (PaKTOpaMH B COBEPILEHCTBOBAHUM ACCOPTHUMEHTHOM
noauTukd.  Kutalickue mpeanpusTvs JOCTUTIM — [IOOAIBHOTO  KOHKYPEHTHOTO
NpeuMyIlecTBa Oyarofapsi TEXHOJOTMYECKOW MOJIEPHU3ALMM UM BCECTOPOHHEH
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muBepcuuKanuy. TanbsHCKUI ONBIT MOATBEP)KIAACT CTPATETHYECKYI0 BaKHOCTh
J3aifHa, OpEeHIMHIa U CO3/IaHMs BBICOKOM ao0aBieHHOM ctommocTu. B Typrmm ke
MOJIETTb "OBICTPOM MOJIBI" 1 3KCIIOPTHAS OPUEHTAIMS TIOBBIIIAIOT AKTUBHOCTh Ha PHIHKE.
CIIIA 3aBOEBBIBaIOT HOBBIE CETMEHTBI, NPOW3BOAS MHHOBALMOHHYIO, TEXHUYECKU H
AKOJIOTMYECKH YUCTYI0 Tponaykuuio. OnbiT banrmagem u I[lakucrana obecrnieunBaer
pacIIMpeHe aCCOPTUMEHTA 3a CUET JCIIEBON PaboUeii CHIThI, TOCYIaPCTBEHHBIX JILIOT
IuBepcU(UKALMM  TPOAYKIMH.  OTOT  ONBIT  TOKa3blBa€T  HEOOXOIUMOCTb
TEXHOJIOTUYECKOM MOJIEpHM3AIMM TEKCTUJIBHOM MPOMBIIIIEHHOCTH —Y30€KHUCTaHa,
CO3/IaHMsl HMHHOBALIMOHHOW TPOAYKIMH, OOECIeUeHUs] TMpUOpUTETa KadyecTBa U
(dbopMUpOBaHuUs CTpaTeruii, aJanTUPOBAHHBIX K ITI00aIbHOMY CIIPOCY.

4. AccopTUMEHTHas IOJUTHKA MMEET BAXKHOE CTPATETMYECKOE 3HAYEHUE KAK
CHCTEMa aJalTUPYEeMbIX K PBIHOYHOMY CIIPOCY pEIlIeHHUHM, O0OecreurBaroImX
KOHKYPEHTOCTIOCOOHOCTh TEKCTHIIbHBIX MpeArpusthid. [lokazareny mmpoTsl, riryOuHBI,
CTaOMIIBHOCTH U OOHOBIISIEMOCTH aCCOPTUMEHTA OMPEAEISIOT AP(HEKTUBHOCTH MPOJAK,
NpUOBUTFHOCTE M YIOBJIETBOPEHHOCTh KJIMEHTOB MpEeNnpusTHs. BHeapeHue Takux
TEXHOJIOTWH, Kak mudpoBor anamus, Big Data, IoT, ERP, VR/AR, opuentupyer
yIIPaBJICHUE ACCOPTUMEHTOM Ha TPHUHATHE HAy4YHO OOOCHOBAHHBIX M OIEPATHBHBIX
pewenuii. [IpaBuinbHO chopMUpOBaHHAS ACCOPTHUMEHTHAS TMOJIMTUKA ONTHUMHU3UPYET
3aTpaThbl, YBEJIMYMBACT [OJI0 MPOAYKIMU C BBICOKOM Mapkod W oOecreurBaeT
JIOJITOCPOYHBIN YCTOWYMBBIN POCT IIPEAPUSATHS.

5. DOddexTBHOCTL yNpaBiIeHUs] MPOM3BOACTBOM W  aCCOPTUMEHTOM Ha
TEKCTWJIBHBIX TPEINPUATUSAX 3aBUCUT, MPEKIE BCEr0, OT OPraHU3aLMK [IaHUPOBAHHU,
ONTHMM3ALMM  3allacoB, KOHTPOJISl KAuyecTBa, JIOTUCTUKA W MAapKETWHIa Kak
B3aUMOCBSI3aHHOr0 nporiecca. CoBpeMEHHbIE MEXAHU3MBI ONEPALMOHHOIO YIIPABICHHS
- JIT, moruropunr KPI, mporaosnoe texaudeckoe oocmyxubanue, ABC-XYZ-anamms,
Digital Twin 1 TexHOJOrMM HU(PPOBOr0 MapKETWHTA - TIO3BOJISIIOT TPEANPHUSITHIO
OBICTPO aIANTUPOBATHCS K U3MEHEHHSM PhIHKA U PAIIMOHAIIBHO MCIIONIBL30BATh PECYPCHI.
Martpu4Has OLeHKa TOBApHOIO aCCOPTUMEHTA U MOAX0/Ibl, OCHOBAHHBIE HA JKU3HEHHOM
UKIIE TPOIYKTa, (OPMUPYIOT KOHKYPEHTHOE MpPEUMYIIECTBO. Takas MOesb
KOMIUIEKCHOTO  YIIPABJIEHUs MO3BOJAET TEKCTHIBHBIM MPEANPUATUSIM [OBBIIIATH
NpUOBUTFHOCTh, YCTOMYMBO YAOBJETBOPATH CHOPOC M OOECIEUMBaTh JOJITOCPOUHOE
CTPAaTEruuecKoe pa3BUTHE.

6. YmpaBieHre MHHOBAallIOHHBIM aCCOPTHMEHTOM M LIEHOBOM IOJIMTUKOW Ha
TEKCTWIBHBIX TMPEINPUATHIX - 3TO CTPATErMYECKUM IIPOLECC, OCHOBAaHHBIA Ha
KOMILUIEKCHOM OLIEHKE CIPOCa Ha PBhIHKE, KOHKYPEHTHOM CpENbl U TEXHOJIOTMYECKUX
BOo3MOxkHOCTeH. Takue nnctpymenTsl, kak U, Big Data, uaterparmst ERP-SCM-CRM,
JMHAMUYECKOE TJIAaHMPOBAHUE ACCOPTUMEHTA, MHAEKCHl YCTOMUMBOCTU U 0OpabOTKa
OT3bIBOB KJIMEHTOB, MO3BOJISIFOT ONEPATUBHO ONTHMU3UPOBATh ACCOPTUMEHT. AHANN3
pbIHKa, TICUXOJIOTMYECKOE  IIEHOOOpa3oBaHME, TMPOTHO3MPOBAHME  Crpoca |
TBepCcUUKAINS KaHAJIOB CObITA TIOBBIIAIOT KOHKYPEHTOCTIOCOOHOCTh TIPEAIPUSTHS.
COanaHCUpOBaHHOE  YTIPABIICHWE  BHYTPEHHUMHU  (3aTpaTaMH, TEXHOJOTHUSIMHU,
pecypcamu) 1 BHELTHUMH (CIIPOCOM, KOHKYpPEHLIMEN, KOHBIOHKTYPO) OrpaHUYEHUSIMH
o0ecrieunBaeT peHTabeNbHOCTh U YCTOMYMBBIA pocT. Takum 0Opa3oMm, rapMOHHYHOE
YIPABJIEHUE ACCOPTUMEHTOM, LIEHOM M TOJUTHUKOM NMPOAAK CTAHOBHUTCS MCTOYHHKOM
CTPaTErMYECKOro MPEUMYILIECTBA JIJIsI TEKCTWIIBHBIX MPEINPUATHA.
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7. YnpaBneHue acCOPTUMEHTOM NPOMYKIMM HA TEKCTWIBHBIX NPEANIPUATHAX
OCYIIECTBIIETCS] HA OCHOBE TECHOM MHTErPallii MHOI'OYPOBHEBBIX CUCTEM MAPKETHHTIA,
JOTUCTUKA W ymlpaBieHus. [yOokoe wu3yueHue pblHKA, [AW3aiiH  [POJYKTA,
IUITAHUPOBAHNUE ACCOPTUMEHTA, HMHBEHTapHU3alsl, MapKETUHIOBbIE KOMMYHMKALWH,
cucteMsl pactpeneneHuss 1 CRM  ¢opmupyroT eauHblii MEXaHW3M YIpaBJIECHHUsS BO
B3anMocBs3u. L{udpossie Texnonorun - U, Big Data, ERP, IoT u Digital Supply Chain
- BBIBOJAT HAa HOBBIA YPOBEHb MPOLECCH MPOTHO3HPOBAHUS CIPOCA, ONTHMHU3ALIN
3aracoB U ObICTPOro NpuHATHSA perieHuit. opmupyeTcs: acCOpTUMEHTHAs CTpaTerys Ha
OCHOBE TMapayIeIbHOW MOJETM 'COpoc — Tpeanpusitie — mnotpednenue’ ¢
LEHTpaIM3alyel noTpedHocTel KiveHTa. /[uHaMuueckoe ynpapieHHe, OCHOBAHHOE Ha
KU3HEHHOM IMKJIE MPOIYKILMH, CE30HHOCTM M KOJIEOAHMSIX MOjbl, 00ecrednBacT
KOHKYPEHTOCIIOCOOHOCTb. TakuM 00pa3oM, KOMIUIEKCHOE YIPaBJIeHUE MAPKETUHIOM Ha
TEKCTWIBHBIX ~ NPENNpPUATHAX  CTAaHOBUTCSI ~ CTPATETMYECKUM  MEXAHU3MOM,
00€ecrnevrBaoIIM PEHTA0ETbHOCT, YCTOMYUBOCTD M POCT JIOJH PHIHKA.

8. PesympraThl uCCIENOBaHMS TOKA3bIBAIOT, YTO CHUCTEMbl IUIAHUPOBAHUS
aCCOPTHMEHTA, YIPaBJICHHUs POU3BOJICTBEHHBIMH IPOLIECCAMU M OpraHU3aIMU TPOAAXK
Ha mnpeanpustusix NUR-TEX, SAMO TEXTILE u DIVA-TEX oka3biBaioT
HETIOCPE/ICTBEHHOE BIIMSIHUE HA YCTOMYMBOE DPA3BUTUE U (DUHAHCOBBIE PE3YJIBTAThI
npeanpusaTrs. BBINOJIHEHME acCOPTUMEHTHBIX IUIAHOB Ha  ypoBHE 97-100%,
IUITAHUPOBAaHHE C YYETOM >KU3HEHHOIO IMKJIAa MPOAYKUMM M KosebaHuil crpoca
3HAUUTENILHO TMOBBICWIIM PEHTAOEIBHOCTh NPEANPUATUN. AHAIU3 NOATBEPIKAAET, UTO
NPaBUILHOE YIPABJICHHE ACCOPTUMEHTOM CIOCOOCTBYET ONTHMM3AIMM 3arlacoB,
CHIDKEHMIO TIPOM3BOJICTBEHHBIX 3aTpaT M YCTOMYMBOMY pOCTy OOBEMOB IPOJAK.
Anami3 (MHAHCOBBIX TMOKA3aTENIeH IMOKa3ajl, YTO MPEINPHUSITHS CO CpeaHel Ou3Hec-
MOJIETIBI0  00ECHEeYHBAIOT 0OO0JIeE BBICOKMI YpOBEHb TIMOKOCTH, PAaLMOHAIBHOIO
UCIIOJIb30BaHMsl PECYPCOB M KOHKypeHTocnocoOHoctu. [loatomy —onTummsarust
CHCTEMBI YIIPABJIEHUs], COBEPLLIEHCTBOBAHNE AaCCOPTUMEHTHOM MOJIMTUKY U aJanTalus K
MOZIENI CPEIHEro OW3Heca Ha MPENNPUATHSX OTPacid PEKOMEHIYETCsl B KauecTBE
UCTOYHHUKA CTPATErMUECKOro MPEUMYILECTBA.

9. AHanu3 MOKa3bIBaeT, 4TO (POPMHUPOBAHME OPTaHU3AIMOHHON CTPYKTYphl U
YIIPaBJICHUS! MApKETUHIOM Ha TEKCTWIBHBIX MNPEANPUSATUSX HANpSIMYIO BIUSIET Ha
KOHKYPEHTOCIIOCOOHOCTh TPENPHATHA U €r0 aJalTUBHOCTh K TPeOOBaHUSIM PBHIHKA.
TpaguimoHHass MOzIENTb B IPOM3BOACTBEHHOM LIEHTPE OTPAHUYMBACT CTPATETHUYECKYIO
POJIb MApKETUHTA U MPUBOJUT K 3aJIEPIKKE OTBETA HA PHIHOYHBIE CUTHAJIBI, B TO BPEMS
KaK MOJIEJIb B LIEHTPE CObITA YCUIMBAET MIPUOPUTETHOCTh KPATKOCPOYHOW MPUOBUIM U
ocJalysieT JIOATOCPOYHYIO0 YCTOMUMBOCTb. TpPETbs MOJENb, B KOTOPOM IOJHOCTBHIO
MHTETPUPOBAH OTJE] MapKETHHTa, 0OECIIEYMBAET FAPMOHU3ALIUIO TIOTOKA HH(POpMALIUH
MEXy OT/eNIaMU U HayYHO OOOCHOBAHHOE M OINIEPATHUBHOE NPUHSTUE CTPATErHYECKUX
pewenunil. Ilapamnenshas monens "Chopoc — mpeanpusthe — MOTpedsieHue,”
TapMOHM3HPYSI ACCOPTUMEHTHYIO TMOJMUTHKY C PEaIbHBIM CHPOCOM, YBEINYUBACT
CKOPOCTb OOHOBJIEHHS TPOAYKTa, CHW)KAET MAapKETHHTOBBIE PacXobl M 3HAYUTEIIHLHO
MOBBIIIACT YJOBIETBOPEHHOCTh MoTpeduTeneil. B pe3ynprare, HeHTpanin30BaHHAs
CHUCTEMA YIIPABJICHNS] MAPKETHMHIOM IPOSIBIISIETCS] KAK HAUOOJIEe ONTUMAJIbHBIN MOIXO,
oOecrneunBaOlMii  MHHOBALIMOHHOE  pPa3BUTHE  NpennpuaAtys,  (opMHpOBaHHUE
YCTOMUYMBOTO MOPTQEIIS U OOIIYH0 S3KOHOMUYECKYTO A(h(HEKTUBHOCTb.
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10. PesynbraThl HCCIENOBaHUS TOKa3bIBAIOT, YTO COBEPLUEHCTBOBAHUE
MapKETUHTOBOM CTPATETMH HA TEKCTUJIBHBIX NPEANPUATHSIX 3aBUCUT OT FAPMOHUYHOIO
YIIPaBJICHUS] aCCOPTUMEHTOM NPOAYKIIMH, KOJIEOaHUAMU CIIPOCa, KOHKYPEHTHOW CPeoit
U BHYTPEHHHUMHU CHUCTEMaMM yTpaBieHus. JluBepcudukanusi acCOpTUMEHTa, ObIcTpast
aJanTalys K pbIHOYHOMY CIIPOCY, IOBBIIICHWE KayecTBa, BHEIpEHHE IM(POBOro
MapKeTMHIa W WHHOBAIIMOHHBIX TEXHOJOTH OOECIeUnBalOT YCTOMYMBBIM pOCT
npennpuatuid. [IpoBeneHHast oueHka 3(GEKTUBHOCTH YIPABICHUS MapKETHHIOM
NOKa3ajla, 4yTo ypoBeHb pa3Butus cucteMbl Ha mnpeanpusathsax NUR-TEX, SAMO
TEXTILE u DIVA-TEX B cpeaHeM BBICOKMI, HO HWMEIOTCS HEIOCTATKH B
CTpPaTEruyecKoM MapKETHHIE U yrpasiieHnu cripocoM. [TapamnensHas mozens "Cripoc —
npeanpuaTHe — NOTpedieHne" peodiiajaeT TeM, YTO COUETaeT NOPTQEb NPOAYKIIMH C
pEabHBIM  CIPOCOM,  CHIDKAeT  MApPKETUHIOBBIE  PAacXOAbl W TIOBBIIIAET
YJIOBJIETBOPEHHOCTh MoTpeOuTeneld. PaspaboTaHHas Ha OCHOBE MCCIIEIOBAHUS CHCTEMA
YIPABJIECHUSI ACCOPTUMEHTOM IMPEJIaracT KOMILUIEKCHYIO MOJIENb  YIpaBIICHUS,
OOBEIMHAIONIYIO TPUHLMIBL, PECYypChl W TMPOIECChl B EIUHBIA MEXaHU3M H
MOBBIIIAIOIITYI0 KOHKYPEHTOCHOCOOHOCTH MPEITPHUSITHIA.

11. M3y4eHHbII aHANIM3 MMOKA3bIBAET, YTO ACCOPTUMEHTHAS NOJIUTHKA SIBIISIETCS
KOMIUIEKCHOM CUCTEMOM YIPaBJIEHUS JUIsl TEKCTUIIbHBIX PEANPUATHI, KOTOpasi TpeOyeT
HE TOJBKO BBIOOpa TPOAYKIMH, HO M ONPEIENCHUs CIpoca, ONTHUMHU3ALUU
NpPOM3BOACTBA, AaJalTalMd K PBIHOYHOM KOHBIOHKTYpe U  (popMHpOBaHUA
KOHKYPEHTOCIIOCOOHBIX ~CTpaTernii. DKOHOMUYECKUE I10KA3aTeNu, OIPEACIISIOIIIE
[IMPOTY, TIyOUHY, YCTOWYMBOCTH U OOHOBIISIEMOCTh ACCOPTHMEHTa - KOA(PQUIEHT
YCTOMUYMBOCTH, KOI(PQUIMEHT TMOITHOTHI, KO3((HUIMEHT HOBU3HBI U (POPMYIIBI
pPEHTA0ENBPHOCTH - ONPENENsIIOT  CTPaTerMyeckoe IMPEUMYILIECTBO  MPEIIPHSATHS.
Oyuxups  Aeff Ha ocHoBe mapamtensHoii Momenn "Crmpoc \  mpempusiTHe
noTpedieHne" MO3BOJSIET U3MEPUTh U ONTHUMU3MPOBATh dPPEKTUBHOCTD YIPABICHUS
ACCOPTUMEHTOM B PEKUME PpEAIbHOTO BPEMEHH. AHAIM3 IOATBEP)KIACT, YTO
JMHAMUYHOE OOHOBJIEHME ACCOPTUMEHTA, YBEIIMUEHUE JOJIM BbICOKOMApPKUHAIBHBIX
HPOAYKTOB, HCIIOJb30BaHUE LM(PPOBBIX HMHCTPYMEHTOB YIPABICHUSI M IPUHSTUE
peleHni Ha OCHOBE KJIMEHTCKON 0OpaTHOM CBSI3M 3HAUMTENILHO YBEIMYMBAIOT MPUOBLIH
npennpuaTiid. B pesynbrate mpaBuiabHO chOpMUPOBaHHAS aCCOPTUMEHTHAS CTpaTerust
CTAaHOBHUTCS ~ OCHOBHBIM ~ MEXaHH3MOM  OOECIEYEHHs  YCTOMYMBOIO  Pa3BUTHS
NpENPHUATHS, KOHKYPEHTHOTO IPEUMYIIIECTBA U yIOBIETBOPEHHOCTH MOTPEOUTENEH.

12. B mepuon 10 2030 roga TeKCTUIIbHAS MPOMBIIIIICHHOCTh Y 30€KMCTaHa MOYKET
pasBUBaTbCA IO pa3IMUHBIM TPACKTOPUSAM B 3aBUCHUMOCTH OT 3KOHOMHYECKUX,
MHHOBAIIMOHHBIX M BHEIIHEPHIHOYHBIX (PakTOpOB. ba3oBbIi clieHapuil orupaeTcs Ha
YCTOMYMBBIA OKOHOMUYECKMM PpOCT, PAaCHIMPEHUE 3KCIOpPTa U MOJICPHU3ALMIO
UH(QPACTPYKTYpbl; ONTUMUCTUYHBIN CLIEHApUI MPEIOAaracT BbICOKUE TEMIIbI 3a CUET
MHBECTUILIMI, TEXHOJIOTHI U TuBepcuHKaImu dkcropTa. [leccumuctiyaeckuii cieHapuii
MOKa3bIBAET HETraTMBHOE JaBICHHE Ha CETh W3-3a TIJI00AIBHOM HECTaOMIBHOCTH,
neduimTa ChIphs U TPOOJIEM C JIOTUCTUKOW. VIHHOBAIIMOHHBIN CIICHApUI SIBIISIETCS
HauOoJiee TEpPCIIEeKTUBHBIM KM OCHOBaH Ha ILM(POBBIX TEXHOJOTUIX, HAYYHBIX
VICCIIEZIOBAHMAX, DKOJIOTMYECKH YCTOMYMBOM IIPOM3BOJCTBE M HOBBIX PBIHOYHBIX
cTparerusix. B 1menmoMm ycrnemmHoe pa3BuTHE TEKCTWIIbHOM otpaciu a0 2030 roga
ONpeessIeTCs THHOBALMAMMY, TTTyOOKOM TMBEpCU(UKALMEH SKCIOPTa U YBEIMUEHUEM
JIOJIU IPOYKIIMH € BBICOKOU 100aBIIEHHON CTOMMOCTBIO.
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INTRODUCTION (annotation of the dissertation of
Doctor of Economic Sciences (DSc))

The purpose of the research is to develop proposals and
recommendations for improving the methodology of marketing management of
product assortment in textile enterprises.

Research objectives:

in-depth study and systematization of scientific research of domestic and
foreign scientists on the organization of marketing management of product
assortment at textile enterprises, as well as theoretical approaches to the
development of competitive strategies;

studying the means of conducting marketing research in the activities of
textile enterprises, in particular, analyzing methods for determining market
conditions, consumer preferences, and supply-demand relations;

analysis of the specific aspects of product assortment marketing
management at textile enterprises, identification of problems in the activities
of enterprises, taking into account such features as seasonality, adaptation to
fashion trends, and the complexity of the supply chain,;

conducting a comprehensive analysis of marketing management for the
product range at textile enterprises, assessing its economic efficiency and
impact on the market;

analysis of the innovation potential and assortment policy of textile
enterprises with different production volumes, identification of their
competitive advantages;

research into the issue of increasing the effectiveness of decision-making
based on new organizational structures and management models at textile
enterprises;

improvement of mechanisms for ensuring operational management of the
production activities of textile enterprises in a competitive environment and
strengthening their flexibility;

identification of directions for improving marketing management at
textile enterprises, determining the possibilities of their implementation based
on modern concepts;

development of strategic tools for innovative management of assortment
policy at textile enterprises, showing ways to develop it based on digital
marketing and e-commerce tools;

development of scientifically based proposals and recommendations for
improving the marketing management of product assortment in the activities of
textile enterprises.

The object of the research is the marketing activities of the enterprises-
members of the Association "Uztukimachiliksanoat."
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The subject of the research is the totality of socio-economic relations
arising in the process of improving the methodology of marketing management
of the product assortment at textile enterprises.

Research methods. In the research process, methods of observation,
analysis and synthesis, questionnaires, generalization, system-logical analysis,
expert assessment methods, the method of a systemic and institutional
approach, multifactorial and dynamic comparison, periodization, economic-
mathematical and forecasting methods were used.

The scientific novelty of the research is as follows:

according to the methodological approach, the economic content of the
concept of "assortment policy" has been improved from the point of view of
the strategic marketing process, taking into account the competitive
environment, technological innovations, economic and environmental
restrictions, as well as factors of digital transformation, the process of forming
and managing product types, models and their quantitative and qualitative
scale, highly adaptable to the needs and preferences of market segments and
consumer groups;

an organizational mechanism for creating a sustainable and competitive
product portfolio and establishing permanent relationships with customers by
improving the assortment policy of innovative management of marketing
activities for textile enterprises based on digital marketing, strategic analysis
based on artificial intelligence, product innovations, brand approvals, and
green marketing levers has been proposed;

in the marketing activities of the enterprises-members of the Association
"Uztukimachiliksanoat," it is proposed to improve on the basis of a parallel
assortment policy "demand enterprise consumption," consisting in the
implementation of high positive results determined by a comparative
assessment of the practical aspects of the activities of departments that carry
out the functions of effective organization and management of assortment
policy;

based on the indicators of "activity management," "function
management," and "demand management" in textile enterprises, the proposal
to assess the effectiveness of assortment policy management in the range of
low (0O<E (Um) <8), medium (8.1<E (Um) <16) and high (16.1<E (Um) <24)
levels is substantiated;

according to the commodity nomenclature of textile enterprises in
Uzbekistan, forecast parameters until 2030 have been developed based on
intensive and extensive margin values for the use of diversification strategies
in foreign markets.

The practical results of the study are as follows:

The results of the dissertation formulated methodological and
organizational solutions that can be applied in practice to improve the
assortment policy of textile enterprises. The approaches developed during the
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study are aimed at ensuring significant positive changes in the internal
management processes of enterprises, the strategic planning system, and
market activity.

First of all, a new mechanism has been developed for innovative
management of marketing activities, integrating digital marketing, strategic
analysis based on artificial intelligence, product innovations, brand approvals,
and green marketing tools. This approach creates the possibility of forming a
stable and competitive assortment portfolio at textile enterprises, establishing
continuous communication with customers, and promptly responding to market
signals;

As a second important result, a model of assortment policy based on the
parallel information flow "demand » enterprise > consumption" was
proposed. This model is adapted for practical implementation by summarizing
the positive experience identified as a result of a comparative assessment of
the activities of the enterprises - members of the Association
"Uztukimachiliksanoat." As a result, decisions on assortment management are
made promptly and on a scientific basis;

As a third result, an integrated indicator E (Um) was developed, which
evaluates assortment effectiveness in 3 ranges (low, medium, high) based on
the indicators "activity management," "function management," and "demand
management." This indicator serves as a real practical diagnostic tool for
enterprises and allows optimizing the assortment strategy based on specific
indicators;

Forecast parameters for the diversification of the nomenclature of textile
products of Uzbekistan for foreign markets until 2030 have been developed.
These results have been implemented in practice by the Association
"Uztukimachiliksanoat" and serve as a methodological basis for diversifying
export activities and identifying new market segments;

The practical results of the research are also applied in the field of
education. In particular, based on methodological approaches to improving
assortment policy, a textbook on the subject "Marketing" has been prepared
and introduced into the educational process of higher educational institutions.
Thanks to this, students' knowledge and skills in modern approaches to
managing product policy in the context of digital transformation have been
strengthened.

As a final result, the methodological recommendations have acquired
practical significance for the effective implementation of the product strategy
of textile enterprises, improvement of marketing activities, increasing
competitiveness in domestic and foreign markets, as well as for use in the
development of regulatory legal acts.

The reliability of the research results is determined by the appropriate
application of scientific and methodological approaches and methods, based on
information obtained from official sources, including official reports of the
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National Statistics Committee of the Republic of Uzbekistan and the
Association "Uztukimachiliksanoat" and its member enterprises, substantiation
of analytical conclusions and proposals using mathematical and statistical
methods, implementation of conclusions and recommendations into practice,
and confirmation of the obtained results by the relevant authorized
organizations.

Scientific and practical significance of the research results. The
scientific significance of the research results is explained by the fact that the
substantiated conclusions and recommendations can be used as a source for the
formation and theoretical substantiation of the conceptual and methodological
foundations for the development of an effective assortment policy at digital
textile enterprises.

The practical significance of the research results lies in the fact that the
proposed methodological and organizational solutions can be used in the
practice of effective implementation and management of the product strategy
of textile enterprises aimed at increasing competitiveness in local and foreign
markets, as well as in the development of regulatory legal acts, in particular,
these results can be used in the creation of teaching aids and textbooks on such
subjects as "Marketing," "Commodity Policy in Marketing," "Branding," in
improving marketing activities in higher educational institutions of the
Republic of Uzbekistan and other countries with a similar level of digital
maturity in the field of education.

Implementation of research results. Based on scientific research on
improving the methodology of marketing management of product assortment
at textile enterprises:

According to the methodological approach, the economic content of the
concept of "assortment policy" from the point of view of the strategic
marketing process, taking into account the competitive environment,
technological innovations, economic and environmental restrictions, as well as
factors of digital transformation, the theoretical and methodological approach
to the formation and management of product types, models and their
quantitative and qualitative scale, highly adaptable to the needs and
preferences of market segments and consumer groups, was used in the
preparation of the textbook "Marketing" recommended for students of higher
educational institutions (certificate of publication No. 387-02, approved by
order of the rector of the Tashkent State University of Economics dated
December 21, 2023 No. 387). As a result of the implementation of this
scientific innovation in practice, students have the opportunity to expand their
theoretical knowledge on improving the assortment policy of the enterprise in
the context of digital transformation;

The proposal on the organizational mechanism for creating a stable and
competitive product portfolio and establishing constant relationships with
customers by improving the assortment policy based on digital marketing,
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strategic analysis based on artificial intelligence, product innovations, brand
approvals and green marketing levers of innovative marketing management at
textile enterprises has been introduced into the marketing activities of the
enterprises-members of the "Uztukimachiliksanoat" association. (Reference
No. 02/25-2420, issued by the Association "Uztukimachiliksanoat" on October
20, 2025). As a result of the implementation of this proposal, management
efficiency in the marketing department of "NUR-TEX" LLC, "Samo textile"
LLC and "DIVA-TEKS" LLC increased by an average of 12%;

The proposal to improve the high positive results identified through a
comparative assessment of the practical aspects of the activities of departments
carrying out the functions of effective organization and management of
assortment policy in the marketing activities of the enterprises-members of the
"Uztukimachiliksanoat" association based on the parallel assortment policy
"demand enterprise consumption" has been introduced into the marketing
activities of the industry enterprises of the "Uztukimachiliksanoat" association
(certificate No. 02/25-2420, issued by the "Uztukimachiliksanoat" association
on October 20, 2025). As a result of the implementation of this proposal, it
was possible to improve the functional organizational structures of industry
enterprises of the association and optimize the activities of marketing
departments, reduce the marketing costs of enterprises by 1.6% in "NUR-
TEX" LLC, 5.2% in "Samo textile" LLC, 6.9% in "DIVA-TEKS" LLC;

The proposal to assess the effectiveness of assortment policy management
in textile enterprises according to indicators for the state of "activity
management," "function management" and "demand management" in the
ranges of low (0<E (Um) <8), medium (8.1<E (Um) <16) and high (16.1<E
(Um) <24) levels has been introduced into the marketing activities of industry
enterprises of the "Uztukimachiliksanoat" association (certificate No. 02/25-
2420, issued by the "Uztukimachiliksanoat" association on October 20, 2025).
As a result of the introduction of this scientific innovation into practice, the
range of products in the product portfolio of enterprises increased by 4.8% in
"NUR-TEX" LLC, by 15.2% in "Samo textile" LLC, by 9.8% in "DIVA-
TEKS" LLC.

In accordance with the commodity nomenclature of the textile industry of
Uzbekistan, forecast indicators until 2030 based on intensive and extensive
margin values of the use of diversification strategies in foreign markets have
been introduced into the marketing activities of the enterprises of the
"Uztukimachiliksanoat" association (certificate No. 02/25-2420, issued by the
"Uztukimachiliksanoat" association on October 20, 2025). As a result of the
use of these forecast indicators, the target commodity nomenclature until 2030
for the diversification of the export activities of textile enterprises was
determined, and the possibility of coordinating the prospective indicators of
diversification of the production activities of industry enterprises was created.
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Approbation of the research results. The research results were
discussed at 6, including 3 international and 3 republican scientific and
practical conferences.

Publication of research results. A total of 19 scientific works have been
published on the research topic, including a monograph, 12 articles in
scientific journals recommended by the Higher Attestation Commission of the
Republic of Uzbekistan (9 of them in domestic and 3 in foreign journals), 6
abstracts of reports in collections of international and republican scientific-
practical conferences.

Structure and volume of the dissertation. The dissertation consists of
an introduction, 4 chapters, a conclusion, a list of references and appendices.
The volume of the dissertation is 232 pages.
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