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KIRISH (fan doktori (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon mamlakatlarida
murakkab geosiyosiy vaziyatlar sanoat mahsulotlari ishlab chigaruvchilarning
magqgsadli bozorda erkin harakat qilishlariga to‘sqinlik qilmoqda. Keskinlashib
borayotgan xalqaro va milliy miqyosdagi raqobat sharoiti ishlab chigaruvchilardan
raqobat kurashining yangi va zamonaviy vositalarini joriy etib borishni taqozo
etmoqda. Yengil sanoat sohasidagi yirik brend kompaniyalar iqtisodiy o‘sishning
manbayi sifatida ishlab chiqarishda mijozlarga yo‘naltirilgan samarali marketing
strategiyalaridan foydalanmoqda. 2020-yilda 14,1 milliard AQSh dollariga
baholangan jahon ipak bozori hajmi 2027-yilga kelib 22,1 milliard AQSh dollari
miqdoriga yetishi kutilmoqda va 2020-2027-yillardagi o‘sish ko‘rsatkichi 6,6 foizni
tashkil qilishi prognoz gilinmoqda'. Ipakchilik tarmog‘idagi rivojlanish tendensiyalari
korxonalarda marketing faoliyatini boshqarish metodologiyasini muntazam ravishda
takomillashtirib borish zaruratini namoyon etmoqda.

Jahon to‘qimachilik sanoatida ipakka bo‘lgan talabning ortishi, moda
tendensiyalarining o‘zgarishi va rivojlanayotgan mamlakatlarda xarid qobiliyatining
oshishi asosiy tendensiyalari borasida qator ilmiy izlanishlar amalga oshirilmoqda.
Ipakchilik sanoati tarmoq xususiyatlari va rivojlanish tamoyillarini tadqiq etish,
mijozlarga yo‘naltirilgan innovatsion marketing strategiyalarini ishlab chiqish,
innovatsion marketing boshgaruvini amalga oshirish, ipak moda sanoatida jahon
brendlarini shakllantirish, “Marketing 4.0” va “Marketing 5.0” konsepsiyalariga
asoslangan biznes jarayonlarni boshqgarish, mijozlar bilan o‘zaro munosabatlarni
tashkil etishda “4C” marketing strategiyalaridan foydalanish bu borada amalga
oshirilayotgan ilmiy tadqiqotlarning ustuvor yo‘nalishlaridan hisoblanadi.

O‘zbekistonda  ipakchilik  tarmog‘ida iqtisodiy islohotlarni  yanada
chuqurlashtirish, xorijiy investitsiyalarni jalb etish uchun qulay shart-sharoitlar
yaratish, yangi korxonalar qurish va mavjudlarini modernizatsiyalash, jahon bozorida
xaridorgir va raqobatdosh tayyor mahsulot ishlab chiqarish hajmini oshirish va
ularning turlarini ko‘paytirishga qaratilgan keng qamrovli chora-tadbirlar amalga
oshirilmogda. O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi
“2022-2026-yillarga mo‘ljallangan Yangi O°‘zbekistonning taraqqiyot strategiyasi
to‘g‘risida”gi PF-60-sonli farmonida “ipak mahsulotlari eksportini 95 min AQSh
dollariga yetkazish™ strategik vazifa sifatida belgilangan. Shu jihatdan O‘zbekistonda
ipakchilik mahsulotlarini ishlab chigarishni tashkil etishning klaster usuliga
bosqichma-bosqich o‘tish, pillani qayta ishlash korxonalarining o‘zlariga qarashli
ozuga bazasini yaratish, pilla xomashyosi yetishtirishda innovatsion texnologiyalarni
keng joriy etish va uni eksportga yo‘naltirilgan yuqori qo‘shilgan qiymatli tayyor
mahsulot holiga keltirgunga qadar chuqur qayta ishlash, xalgaro bozorlarda chuqur
marketing tadqiqotlarini olib borish orqali ipakchilik korxonalarini innovatsion

! Lian, R. T., & Chen, C. (2019, July). Analysis of the Status Quo and Problems of Sichuan Silk Export. In 5th Annual
International Conference on Management, Economics and Social Development (ICMESD 2019) (pp. 284-288). Atlantis
Press.

2 Xalqaro telekommunikatsiya ittifoqi ma’lumotlari (ITU) — www.itu.int
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rivojlantirish strategiyalarini ishlab chiqish va marketing faoliyatini boshgarishni
takomillashtirish borasida ilmiy tadqiqotlar olib borish taqozo etilmoqda.

O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi PF-60-son
“2022-2026-yillarga mo‘ljallangan Yangi O°‘zbekistonning taraqqiyot strategiyasi
to‘g‘risida”, 2023-yil 1-iyundagi PF-85-son “Pillachilik sohasida kasanachilikni
qo‘llab-quvvatlash hamda pilla yetishtirish uchun ozugqa bazasini yanada
kengaytirishning qo‘shimcha chora-tadbirlari to‘g‘risida”, 2020-yil 2-sentyabrdagi
PF-6059-son “O‘zbekiston Respublikasida pillachilik va qorako‘lchilikni yanada
rivojlantirish chora-tadbirlari to‘g‘risida”gi farmonlari, 2020-yil 17-yanvardagi
PQ-4567-son “Pillachilik tarmog‘ida ipak qurti ozuqa bazasini rivojlantirish bo‘yicha
qo‘shimcha chora-tadbirlar to‘g‘risida”, 2019-yil 31-iyuldagi PQ-4411-son
“Pillachilik tarmog‘ida chuqur qayta ishlashni rivojlantirish bo‘yicha qo‘shimcha
chora-tadbirlar to‘g‘risida”, 2018-yil 4-dekabrdagi PQ-4047-son ‘“Respublikada
pillachilik tarmog‘ini jadal rivojlantirishni qo‘llab-quvvatlashga doir qo‘shimcha
chora-tadbirlar to‘g‘risida”, 2018-yil 20-avgustdagi PQ-3910-son “Respublikada
pillachilik tarmog‘idagi mavjud imkoniyatlardan yanada samarali foydalanish chora-
tadbirlari to‘g‘risida”gi qarorlari, Yangi O°‘zbekistonning taraqqiyot strategiyasi
davlat dasturi (2022-2026-yillar) hamda 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 mosligi. Mazkur dissertatsiya tadqiqoti respublika fan va
texnologiyalari rivojlanishining I. “Demokratik va huquqiy jamiyatni ma’naviy-
axloqly va madaniy rivojlantirish, innovatsion iqtisodiyotni shakllantirish” ustuvor
yo‘nalishiga muvofiq bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadgiqotlar sharhi®. Ipakchilik
korxonalarida marketing faoliyatini boshqarish metodologiyasini takomillashtirish
bo‘yicha tadqiqotlar jahondagi bir qator yetakchi ilmiy markazlar va oliy ta’lim
muassasalarida, jumladan, Johns Hopkins University, Harvard University,
Framingham State University (AQSh), Cambridge University (Buyuk Britaniya),
Beijing Institute of Fashion Technology (Xitoy), Vikram University (Hindiston),
Tamil Nadu Agricultural University (Hindiston), Kyoto University (Yaponiya),
Comilla University (Bangladesh), Yildiz Technical University (Turkiya) singari oliy
ta’lim muassasalarida olib borilmoqda.

Dunyoda ipakchilik sanoatini rivojlantirish, vertikal integratsiya tizimlarini
yaratish, ipakchilik korxonalarining ta’minot zanjirini samarali boshqarish va
sotishning zamonaviy usullaridan foydalanish, korxonalarning marketing faoliyatini
boshgarish va qo‘shilgan qiymat yaratish zanjirida qiymat yaratishga qaratilgan
tadqiqotlar olib borilgan. Jumladan, ipakchilik korxonalarida marketing faoliyatini

3 Dissertatsiya ishida quyidagi bir qator xorijiy ilmiy tadqiqotlar va iqtisodchi olimlarning ilmiy tadqiqotlaridan
foydalanilgan: The Digitalization of the World: From Edge to Core. An IDC White Paper-#US44413318. International
Data Corporation; Nov 2018, www.itu.int, www.forrester.com, www.capgemini.com, mitsloan.mit.edu, eng.kist.re kr,
www.cnet.com, www.nielsen.com, www.kantar.com, accenture.com, www.mckinsey.com, WWwWw.ipsos.com,
www.gfk.com, www.bcg.com, www.icee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com,
www.oracle.com




boshgarish metodologiyasini takomillashtirishga oid jahonda olib borilgan tadqiqotlar
natijasida: sanoat korxonalarida marketing faoliyatini boshqgarishning ilmiy-uslubiy
asoslari tadqiq etilgan (Johns Hopkins University, AQSh); korxonalarning marketing
faoliyatini ragamli transformatsiyalashning innovatsion vositalari ishlab chiqilgan
(Harvard University, AQSh); ipakchilik mahsulotlari bozorida marketing
tadqiqotlaridan samarali foydalanishning uslubiy asoslari takomillashtirilgan
(Framingham State University, AQSh); sanoat marketingi va B2B bozoriga xos
bo‘lgan marketing menejmentining ilmiy-nazariy asoslari o‘rganilgan (Cambridge
University, Buyuk Britaniya); ipakchilik mahsulotlarini ishlab chiqarishni xalqaro
moda tendensiyalari asosida olib borishga qaratilgan tadqiqotlar amalga oshirilgan
(Beijing Institute of Fashion Technology, Xitoy); ipakchilik mahsulotlarining savdo
marketingi infratuzilmasini takomillashtirish bo‘yicha tadqiqotlar olib borilgan
(Vikram University, Hindiston); pilla xomashyosini samarali qayta ishlash asosida
yuqori qo‘shilgan gqiymat yaratishni nazarda tutuvchi mexanizmlarni ishlab chiqish
bo‘yicha tadqgiqotlar olib borilgan (Tamil Nadu Agricultural University, Hindiston);
xalqgaro ipak bozori va uning rivojlanish tendensiyalari o‘rganilgan (Kyoto University,
Yaponiya); jahon mamlakatlarining ipak mahsulotlari bozoridagi umumiy
muammolar aniglangan (Comilla University, Bangladesh); ipakchilik mahsulotlariga
xorijiy mamlakatlarda talabni shakllantirish usullari va o‘ziga xos yo‘nalishlari
aniqlangan (Yildiz Technical University, Turkiya).

Ipakchilik sanoatida marketingni boshqarish bilan bog‘liq muammolar yechimi
bo‘yicha jahonning turli ilmiy tadqiqot markazlari va oliy ta’lim muassasalarida
tadqiqotlar olib borilmoqda, jumladan, ipak mahsulotlarining marketing strategiyasini
ishlab chiqish metodologiyasini takomillashtirish; korxonalarning bozor faoliyatini
boshqarish samaradorligini oshirish; ipak sanoatida qo‘shilgan qiymat zanjirini
yaratish; eksport imkoniyatlarini oshirish; ipakchilikda innovatsion texnologiyalarni
qo‘llash orqgali mahsulot turlarini ko*paytirish; ipak va ipakchilik mahsulotlari ishlab
chigarish va sotishning innovatsion usullaridan foydalanish; korxonalarda marketing
faoliyatini boshqarishda “Marketing 4.0.” hamda “Marketing 5.0.” konsepsiyalarini
jorty etish va muammoli bozorlarni boshqarishning innovatsion tizimini ishlab
chiqish bo‘yicha izlanishlar olib borilmoqda.

Muammoning o‘rganilganlik darajasi. Korxonalarda marketing faoliyatini
boshgarish metodologiyasining ilmiy-nazariy jihatlari Ansoff H.I., Day G.S., Shoker
A.D., Srivastava R.K., Kotler P., Kartajaya H., Setiawan I., Porter M.E., Kumar N.,
Robertson T.S., Gatingon H., Uebster F. kabi ko‘plab xorijlik olimlar tomonidan
tadqiq gilingan®.

4 Ansoff H.I. New Corporate Strategy. NY, John Wiley and Sons, 1988.; Day G.S., Shoker A.D., Srivastava R.K.
Customer-Oriented Approaches to Identifying Product-Markets // Journal of Marketing. 1979. Ne43. Pp. 8-19.; Kotler,
Philip, Hermawan Kartajaya, and Iwan Setiawan. Marketing 5.0: Tecnologia para la humanidad. LID Editorial, 2021.
Kotler P., Kartajaya H., Setiawan I. Marketing 4.0: moving from Traditional to Digital. — John Wiley & Sons, 2016.,
Porter M. E. Strategy and the Internet / Harvard Business Review, March 2001, pp. 62-78.; Porter M. How Competitive
Forces Shape Strategy. URL: https://hbr.org/1979/03/how- competitive-forces-shape-strategy.; Kumar N. Marketing as
strategy //Harvard Business School Press, Bos- ton. —2004. —pp. 7-9.; Robertson T.S., Gatingon H. Competitive Effects
on Technology Diffusion // Journal of Marketing. 1986. Ne50. Pp. 1-12.; Rogers E.M. New Product Adoption and
Diffusion // Journal of Consumer Research. 1976. Ne 2.; ¥36¢ctep ®. OCHOBBI TPOMBIIUICHHOTO MapkeTuHTa. [leperon
¢ auri1. —M.: usn. JJom I'pebennnkoBa, 2005. — 446 c.
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Mustaqil davlatlar hamdo‘stligi mamlakatlarida korxonalarda marketing
faoliyatini boshqarish masalalari Bagiyev G.L., Gaydayenko T.A., Bespalko V.A.,
Bikovskaya 1.V., Plotnikov C.B., Podcherin V.M., Gusev A.V., Isayeva Ye.V.,
Kolesnikov A.M., Dolotova N.L., Moiseeva N.K., Konisheva M.V., Pankruxin A.P.,
Tretyak O.A., Rebyazina V.A., Vetrova T.V. kabi olimlarning ishlarida o‘rganilgan’.

O‘zbekistonda zamonaviy konsepsiyalar asosida korxonalarda marketing
faoliyatini tashkil etish, boshqarish va marketing strategiyalaridan foydalanishning
ilmiy-uslubiy asoslarini takomillashtirish masalalari Akramov T.A., Bekmurodov
A.Sh., Boltabayev M.R., Ikramov M.A., Salimov S., Soliyev A., Xakimov Z.A.,
Ergashxodjayeva Sh.Dj., Sharifxo‘jayev U.U., Yusupov M. kabi iqtisodchi olimlar
tomonidan olib borilgan ilmiy tadqiqot ishlarida tahlil gilingan®. Biroq mazkur
tadqgiqotlarda korxonalarning zamonaviy marketing konsepsiyalariga moslashuvchan
boshqgaruv strategiyalarini ishlab chiqish, ipakchilik korxonalarida marketing
faoliyatini boshgarish metodologiyasini takomillashtirish masalasiga yetarlicha
e’tibor qaratilmagan.

Dissertatsiya mavzusining dissertatsiya bajarilayotgan oliy ta’lim
muassasasi ilmiy tadqiqot ishlari rejasi bilan bog‘liqligi. Mazkur tadqiqot
Toshkent davlat iqtisodiyot universiteti ilmiy tadqiqot ishlari rejasiga muvofiq, OT-
F2-050-ragamli “Yengil sanoat korxonalarining marketing faoliyatida motivatsiya
usullaridan foydalanish samaradorligini oshirish” mavzusidagi amaliy loyiha
doirasida bajarilgan.

Tadqiqotning maqsadi ipakchilik korxonalarida marketing faoliyatini
boshqarish metodologiyasini takomillashtirish bo‘yicha taklif va tavsiyalar ishlab
chiqishdan iborat.

5 Barues I'.JI. u gp. MapkeTunr yueOuuk. M. « dxonoMuka», 2001, 73.; Taiinaenko T.A. MapKeTHHIOBOE YIIPABIIEHUE.
— M., Dkemo, 2008. — 512 c.; barues I'.JI. MapkeTtunr. Y4eOHUK a7 By30B. 3-¢ u3a. — CII0.: ITutep, 2008. — 736 ¢.;
becnanpko B.A. Crparerun, ¢Gopmbl U MeTOIbl I[EHOBOH M HEICHOBOM KOHKYPEHIMM B TEOPHU W METOIOJIOTHH
npomelnuieHHoro mapketunra. Kpacuomap, KK, 2017. — 240 c.; beixosckas U.B., [Inotauxos C.B., IToguepun B.M.
«K Bompocy ¢dopMupoBaHusi MapKkeTHHTOBOTO Oroyketa»// Mapketunr B Poccum u 3a py6exxom Ne6 2001 r.; 'yces
A.B., PazButne MeTOIOB BHYTPU(HPMEHHOI'O YIIPaBJICHUSI 3aTpaTaMH Ha MAapKETHHT, JIUC. ... KaHJ. 9KOH. HayK:
08.00.05 / Annpeii Bukroposuu I'yceB. — CII6., 2004. — 152 c.; Hcaesa E.B. Opranuzanus ynpaBieHYeCKOro ydera
MapKETHHTOBOM JeaTeNIbHOCTH Ha npearnpusitun //IIpobnemsl coBpemeHHO# skoHOMHKH. 2006. Ne 1-2. C. 15-22;
Konecuukos A.M., HHonotoBa H.JI., Meronsl ompeneneHus M KOHTPOJSA 3aTpaT B MApKETHUHIOBOM AEATENBHOCTH
npennpustust// Texuomorust nerkod npomsineHHoctd. 2014, Ne 3. C. 16-19; MouceeBa H.K., Konrsimesa M.B.
VYrpaBieHne MapKeTHHIOM: TEOpHsl, MPaKTHKa, WHQOpMalMOHHbIe TexHonoruu: Yued. mocodue / Ilox pen. H.K.
MouceeBoit. — M.: @unaHchl U ctatuctuka, 2002. — 304 c.; INankpyxun A.Il. MapkeTHHT TeppUTOpPUA: COCTOSIHUE U
nepcrektuBsl B Poccun /A.I1. [ankpyxun //Mapketunr B Poccuu u 3a pydexom. — 1997. — Ne. 2. — C. 83-96,;
Tepemenko B.M. Mapkerunr-tepammsi. CII6., [Tutep, 2004. — 288 c.; Tpetbsk O.A., Pebsizuna B.A., Berposa T.B.
CoBpeMeHHbIE MapKETHHTOBBIE NMPAaKTUKH B Poccum: pe3ynbTaThl SMIHMpHYECKOro uccienoBanusi // Poccuiickuit
KypHan meHekMenTa. 2015. Tom 13. Ne 1. 2015. C. 3-26;

¢ AkpamoB T.A. ABTOMOGOHIIL CaHOATH KOPXOHAIAPHIA MAPKETHHT CTPATETHsIapMHU TakoMuymtamTupunt. 08.00.11 —
Mapxketunr (ukrucoquér ¢anapu). Ukrucomuér gannapu noxropu (DSc) mucceprammsicu. TANY, Tomkent, 2018
nun.; bexmypomoB A.Il., Sur Con bBa. Crparterus pa3BUTHSI TEKCTHJIBHOH INPOMBIIIIEHHOCTH Y30€KUCTaHa:
Knactepusiit moaxox. Mouorpadus. — T.: TTDY, 2006. — 112 c.; BonraGaee M.P. V36ekucron Pecry6iukacu
TYKMMAYMINK CAHOATH SKCIIOPT UMKOHUSTIIAPUHH PUBOXIAHTHPHIIIA MapKeTUHT cTpateruscu: W.¢.a. mucc. aBroped.
— Tomkent: TJJUY, 2005. — 35 6.; ConueB A. by3pykxano C. Mapketunr. bozopiynociuk. — T.: Mkrrcon-momnus,
2010. 106 -576 6.; XakumoB 3.A. EHrui caHoaT KOpXoHaJapu pakoOaTOAPMOIDIMITHHUA OUIMPHIN OMHUTapu. — T.:
Hxrucon-momus, 2016 inn. — 216 6.; Dpramxomkaesa 111, [llapudxyxaes V. Mapketunrau Oomkapur. Jlapciauk. —
T.: Uxtucomuér, 2019 ii. — 462 Oet; FOcynos M., AbaypaxmanoBa M.M. MapkeTunr (kyprasMaiu YKyB KyJlJaHMa) —
T.: Uxtucomuér, 2007. — 157 6.



Tadqiqotning vazifalari:

korxonalarda marketing faoliyatini boshqarishning mohiyati, funksiyalari va
tashkil etishning ilmiy-nazariy jihatlarini tadqiq qilish;

korxonalarning zamonaviy marketing konsepsiyalariga moslashuvchan
boshqaruv strategiyalarining ilmiy-metodologik asoslarini o‘rganish;

korxonalarda marketing faoliyatini boshqgarishning zamonaviy modellarini
tizimlashtirish;

ipakchilik korxonalarida marketing faoliyatini boshqarishning o°ziga xos
jihatlarini tadqiq etish;

jahon ipakchilik bozorining rivojlanish tendensiyalarini tahlil qilish;

ipakchilik korxonalarida marketing faoliyatini boshqgarish bo‘yicha metodologik
yondashuvlar ishlab chiqish;

O‘zbekistonda ipakchilik sanoatining rivojlanish tendensiyalarini baholash va
istigbolli yo‘nalishlarini aniglash;

ipakchilik korxonalarida marketing bo‘limlari faoliyatini samarali tashkil etish
va boshgarish metodologiyasini takomillashtirish;

ipakchilik korxonalarining tovar strategiyasini takomillashtirish va eksport
imkoniyatlarini oshirish bo‘yicha takliflar ishlab chiqish;

ipakchilik korxonalarida savdo marketingi tizimining samarali arxitekturasini
yaratish;

ipakchilik korxonalarida marketing kommunikatsiyasi kompleksini boshqarish
samaradorligini oshirish yo‘llarini ko‘rsatib berish;

ipakchilik korxonalarida marketing faoliyatini boshqarish metodologiyasini
takomillashtirish bo‘yicha taklif va tavsiyalar ishlab chiqish.

Tadqiqotning obyekti sifatida “O‘zbekipaksanoat” uyushmasi tarmoq
korxonalarining marketing faoliyati olingan.

Tadqiqotning predmeti ipakchilik korxonalarida marketing faoliyatini
boshgarish metodologiyasini takomillashtirish jarayonida yuzaga keluvchi ijtimoiy-
iqtisodiy munosabatlar hisoblanadi.

Tadqiqotning usullari. Tadqiqot ishida guruhlash, tarkibiy yondashuv, qiyosiy
tahlil, miqdoriy tahlil, igtisodiy-matematik modellashtirish, monografik tadqiqot,
regression va korrelyatsion tahlil, statistik kuzatish, reyting baholash, kuzatuv,
so‘rovnoma, ekspert baholash, segmentlash usullaridan foydalanilgan.

Tadqiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra, “marketing faoliyatini boshqarish” tushunchasi
korxonaning bozorda uzoq muddat muvaffaqiyatli ishlashi va iqtisodiy barqaror
rivojlanishi, bozor ulushi va o‘z brendini imijini oshirish bilan bog‘liq bo‘lgan
magqsadlarini amalga oshirish uchun marketing faoliyati resurslari va
imkoniyatlaridan optimal foydalanish asosida iste’molchilarning ehtiyojlarini
qondirishga garatilgan boshqaruv funksiyalarini bajarish metodologiyasi, usullari,
tartiblari va harakatlari majmuyi sifatida takomillashtirilgan;

murakkab tizimlarning bog‘lanish kuchini aniglash ketma-ketligiga asoslangan
usulda ipakchilik korxonalarining marketing faoliyatini boshqaruv funksiyalarini
amalga oshirish bozor ulushiga (B=0,868) va rentabelligiga (=0,829) ijobiy hamda
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raqobatbardoshligiga (B=-0,465) salbiy ta’sirlariga ko‘ra strategik qarorlarni optimal
tanlash asoslangan;

“O‘zbekipaksanoat” uyushmasi tarkibidagi korxonalarda marketing faoliyatini
tashkil etish va boshqarish funksiyalarini amalga oshiruvchi tashkiliy bo‘limlar
faoliyatini mazkur yo‘nalishdagi metodologik va amaliy jihatlarini tagqoslama
baholash orqali aniqlangan yuqori ijobiy natijalarni tatbiq etishdan iborat
“tarmoq+korxona” parallel marketing siyosati asosida takomillashtirish taklif etilgan;

“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida savdo marketingi
arxitekturasida qo‘shilgan qiymat yaratishda maqbul tagsimot tizimlari hisoblangan
logistika  xizmatlarining avtonom tizimida insorsing (0<IS<0,15), qisman
(0,16<450<0,31) va murakkab (0,32<4Sx<0,65) logistika tizimlarida autsorsing
hamda malakaga erishish uchun tashqi ishchi kuchidan foydalanishda autstraffing
(0,66<ASt<1) strategiyalaridan foydalanishning optimal chegaralari asoslangan;

“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida ipakchilik faoliyati
jarayonlari dinamikasiga ta’sir etuvchi omillarning marketing boshqaruvi bilan
bog‘ligligini ekonometrik modellashtirish asosida 2027-yilga gadar mahsulot ishlab
chigarish va eksport hajmining prognoz ko‘rsatkichlari baholangan.

Tadqiqotning amaliy natijasi quyidagilardan iborat:

ipakchilik korxonalari faoliyatida marketingni boshqarish jarayoni rivojlanishiga
ta’sir etuvchi tashqi va ichki omillar aniglangan;

ipakchilik korxonalari marketing faoliyatini boshqarish jarayoni va uni
integrallashgan marketing vositalari asosida takomillashtirish bo‘yicha uslubiy
yondashuv ishlab chiqilgan;

ipakchilik korxonalari mahsulotlari raqobatbardoshligini baholash va
marketingni boshqarish metodologiyasidan foydalanish asosida o‘zaro munosabatlar
konsepsiyasi taklif etilgan;

ipakchilik korxonalarining mijozlar bilan samarali aloga qilish tizimining
resurslar, motivatsion vositalar va kommunikatsiya kanallarini uyg‘unlashtirishda
integratsiyalashgan marketing kommunikatsiya kompleksi dastaklari taklif etilgan;

ipakchilik  korxonalari  faoliyatida marketing faoliyatini  boshqarish
samaradorligini oshirish yo‘llari ko‘rsatib berilgan.

Tadqiqot natijalarining ishonchliligi. Tadqiqot natijalarining ishonchliligi
unda qo‘llanilgan yondashuv, usul va nazariy ma’lumotlarning rasmiy manbalardan
olinganligi; keltirilgan tahlillar va tajriba-sinov ishlari samaradorligining matematik-
statistika usullari vositasida asoslanganligi; xulosa, taklif va tavsiyalarning
amaliyotga joriy etilganligi; olingan natijalarning vakolatli idoralar tomonidan
tasdiqlanganligi bilan ifodalanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot natijalarining
ilmiy ahamiyati unda erishilgan natijalardan soha qonunchiligini rivojlantirish,
igtisodiyot yo‘nalishidagi oliy o‘quv yurtlarida “Marketing”, “Marketingni
boshqgarish™ fanlaridan o‘quv qo‘llanmalar, darsliklar tayyorlash, shu bilan birga,
marketingni boshqgarish bo‘yicha ilmiy izlanishlar olib borayotgan tadqiqotchilar
uchun muhim manba sifatida foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining amaliy ahamiyati O‘zbekiston Respublikasi Prezidenti

huzuridagi Statistika agentligi faoliyatini tashkil etish amaliyotida resurslardan
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samarali foydalanish va ularni boshqarish, rasmiy veb-saytda zamonaviy
texnologiyalardan foydalangan holda, statistik ma’lumotlar va zamonaviy dasturiy
paketlar asosida amalga oshirilgan tadqiqot vositalaridan foydalanish mumkinligi
bilan belgilanadi.

Tadqiqot natijalarining joriy qilinishi. Ipakchilik korxonalarida marketing
faoliyatini boshqarish metodologiyasini takomillashtirish bo‘yicha ishlab chiqgilgan
takliflar asosida:

uslubiy yondashuvga ko‘ra, “marketing faoliyatini boshqarish” tushunchasini
korxonaning bozorda uzoq muddat muvaffaqiyatli ishlashi va iqtisodiy barqaror
rivojlanishi, bozor ulushi va o‘z brendini imijini oshirish bilan bog‘liq bo‘lgan
magqsadlarini amalga oshirish uchun marketing faoliyati resurslari va
imkoniyatlaridan optimal foydalanish asosida iste’molchilarining ehtiyojlarini
qgondirishga garatilgan boshqaruv funksiyalarini bajarish metodologiyasi, usullari,
tartiblari va harakatlari majmuyini takomillashtirishga oid nazariy-uslubiy
ma’lumotlardan oliy o‘quv yurti talabalari uchun tavsiya etilgan “Marketing” nomli
darslikni tayyorlashda foydalanilgan (Toshkent davlat iqtisodiyot universiteti
rektorining 2023-yil 21-dekabrdagi 387-sonli buyrug‘i bilan tasdiqlangan Ne 387-02-
sonli o‘quv adabiyotining nashr ruxsatnomasi). Mazkur ilmiy taklifning amaliyotga
joriy etilishi natijasida talabalarda marketing faoliyatini boshqarish bo‘yicha nazariy
bilim va amaliy ko‘nikmalarni yanada kengaytirish imkoni yaratilgan;

murakkab tizimlarning bog‘lanish kuchini aniglash ketma-ketligiga asoslangan
usulda ipakchilik korxonalari marketing faoliyatining boshqaruv funksiyalarini
amalga oshirish bozor ulushi (f=0,868) va rentabelligiga (f=0,829) ijobiy hamda
raqobatbardoshligiga (B=-0,465) salbiy ta’sirlariga ko‘ra strategik qarorlarni optimal
tanlash  asoslangan  takliflardan  foydalanish  taklifi ~ “O°‘zbekipaksanoat”
uyushmasining 2023-yil 26-iyundagi 30-23 f/o sonli buyrug‘iga asosan, tarmoq
korxonalari faoliyatiga joriy etilgan (“O°‘zbekipaksanoat” uyushmasi tomonidan
2023-yil 26-iyunda berilgan 4/1-993-son ma’lumotnoma). Mazkur taklifni amaliyotga
joriy etish natijasida uyushma tarmoq korxonalarining xalgaro bozorlarga
yo‘naltirilgan marketing strategiyalari ishlab chiqgilgan. Natijada “O‘zbekipaksanoat”
uyushmasi tarmoq korxonalari eksportini 2023-yilda 2022-yilga nisbatan 9,9 foizga
oshirish va ichki bozorda ipakchilik mahsulotlari importini 4,1 foizga kamaytirishga
erishilgan;

“O‘zbekipaksanoat” uyushmasi tarkibidagi korxonalarda marketing faoliyatini
tashkil etish va boshqarish funksiyalarini amalga oshiruvchi tashkiliy bo‘limlar
faoliyatining mazkur yo‘nalishdagi metodologik va amaliy jihatlarini taqqoslama
baholash orqali aniqlangan yuqori ijobiy natijalarni tatbiq etishdan iborat
“tarmoqt+korxona” parallel marketing siyosati asosida takomillashtirish taklifi
“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarining marketing faoliyatiga joriy
etilgan (“O‘zbekipaksanoat” uyushmasi tomonidan 2023-yil 26-iyunda berilgan 4/1-
993-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 “Khiva Silk Fabric” MChlda 5,6 foiz, “Nurll Tong Silk” MChJda 9,8

foiz, “Andijan Silk SO” MChJda 24 foizga kamaytirishga erishilgan;
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“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida savdo marketingi
arxitekturasida qo‘shilgan qiymat yaratishda maqbul tagsimot tizimlari hisoblangan
logistika  xizmatlarining avtonom tizimida insorsing (0<IS<0,15), qisman
(0,16<450<0,31) va murakkab (0,32<4Sx<0,65) logistika tizimlarida autsorsing
hamda malakaga erishish uchun tashqi ishchi kuchidan foydalanishda autstraffing
(0,66<AS5t<l) strategiyalaridan foydalanishning optimal chegaralari bo‘yicha berilgan
taklif “O‘zbekipaksanoat” uyushmasi tarmoq korxonalarining sotish faoliyatiga joriy
etilgan (“O‘zbekipaksanoat” uyushmasi tomonidan 2023-yil 26-iyunda berilgan 4/1-
993-son ma’lumotnoma). Mazkur taklifni amaliyotga joriy etish natijasida uyushma
tarmoq korxonalarining ipakchilik mahsulotlarini sotish hajmini 13,7 foizga oshirish
imkoni yaratilgan;

“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida ipakchilik faoliyati
jarayonlari dinamikasiga ta’sir etuvchi omillarning marketing boshqaruvi bilan
bog‘ligligini ekonometrik modellashtirish asosida 2027-yilga qadar mahsulot ishlab
chigarish va eksport hajmining prognoz ko‘rsatkichlaridan “O°zbekipaksanoat”
uyushmasi tarmoq  korxonalarining marketing faoliyatida foydalanilgan
(“O‘zbekipaksanoat” uyushmasi tomonidan 2023-yil 26-iyunda berilgan 4/1-993-son
ma’lumotnoma). Mazkur taklifni amaliyotga joriy etish natijasida uyushma tarmoq
korxonalarining bozordagi ulushini 12,6 foizga oshirish imkoni aniqlanib, tarmoq
korxonalari tomonidan ipakchilik mahsulotlari ishlab chigarish va eksport hajmining
istigboldagi ko‘rsatkichlarini yanada aniqlashtirish va muvofiqlashtirish imkoniyati
yaratilgan.

Tadqiqot natijalarining aprobatsiyasi. Tadqiqot natijalari 8§ ta xalqaro va 4 ta
respublika miqyosida o‘tkazilgan ilmiy-amaliy konferensiyalarda muhokama
qilingan.

Tadqiqot natijalarining e’lon qilinganligi. Tadqiqot mavzusi bo‘yicha jami 26
ta ilmiy ish, jumladan, 1 ta monografiya, O‘zbekiston Respublikasi Oliy ta’lim, fan
va innovatsiyalar vazirligi huzuridagi Oliy attestatsiya komissiyasi tomonidan tavsiya
etilgan ilmiy jurnallarda 13 ta maqola (shundan 11 tasi mahalliy va 2 tasi xorijiy
jurnallarda), xalqaro va respublika ilmiy-amaliy anjuman to‘plamlarida 12 ta ma’ruza
tezislari chop etilgan.

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

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida dissertatsiya mavzusining dolzarbligi va zarurati asoslangan;
dissertatsiya mavzusi bo‘yicha ilmiy tadqiqotlar sharhi, tadqiqotning magsadi va
vazifalari, obyekti va predmeti shakllantirilgan; tadqiqotning respublika fan va
texnologiyalari rivojlanishining ustuvor yo‘nalishlariga bog‘ligligi ko‘rsatilgan;
tadqgiqotning ilmiy yangiligi va amaliy natijalari bayon qilingan; olingan natijalarning
ilmiy va amaliy ahamiyati yoritib berilgan; tadqiqot natijalarining amaliyotga joriy
etilishi, aprobatsiyasi, nashr etilgan ishlar va dissertatsiya tuzilishi bo‘yicha
ma’lumotlar keltirilgan.
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Dissertatsiyaning birinchi bobi “Korxonalarda marketing faoliyatini
boshqarishning ilmiy-nazariy asoslari” deb nomlangan bo‘lib, unda korxonalarda
marketing faoliyatini tashkil etish va boshqgarishning mohiyati, zamonaviy marketing
konsepsiyalariga moslashuvchan boshqaruv strategiyalari hamda korxonaning
marketing faoliyatini boshqarishning zamonaviy modellari nazariy jihatdan yoritib
berilgan.

Korxona — bozor subyekti, uning maqgsadlari bozorda amalga oshadi, shuning
uchun uning faoliyati bozorga yo‘naltiriladi. Korxonalarni bozor holatiga
moslashtirib borish, ularning samarali faoliyat ko‘rsatishini ta’minlash, innovatsiyalar
va fan-texnika yutuqlarini joriy etishga yo‘naltirish, ishlab chiqarish ko‘lamini
oshirish, tovarlar assortimentini kengaytirish, foyda tushumlarini yanada
ko‘paytirishni ta’minlovchi eng asosiy vosita — bu marketingdir. Marketing faoliyatini
boshqgarish esa tashkilotning funksional sohalaridan biriga, masalan, marketing
bo‘limiga tegishli faoliyatlarni samarali tashkil etishga qaratilgan yondashuv
hisoblanadi.

Marketingni boshqgarish korxonaning tashkiliy maqgsadlarga mos kelishi va
standartlarga muvofigligini ta’minlash uchun zarur doiralar hamda boshqarish
vositalarini belgilashga e’tibor qaratadi. Bular, asosan, korxona faoliyatini bozorga
moslashtirishga qaratilgan (ichki) faoliyatni boshqarishni o°‘z ichiga oladi.
Marketingni boshqgarish shuning uchun ham aksariyat holatlarda marketing faoliyatini
boshqarish sifatida ishlatiladi.

Amalga oshirilgan tadqiqot natijalaridan kelib chiqgganda uslubiy yondashuvga
ko‘ra, “marketing faoliyatini boshqarish” tushunchasi korxonaning bozorda uzoq
muddat muvaffaqiyatli ishlashi va iqtisodiy barqaror rivojlanishi, bozor ulushi va oz
brendining imijini oshirish bilan bog‘liq bo‘lgan magsadlarini amalga oshirish uchun
marketing  resurslari  va  imkoniyatlaridan optimal foydalanish asosida
iste’molchilarining ehtiyojlarini qondirishga qaratilgan boshqaruv funksiyalarini
bajarish metodologiyasi, usullari, tartiblari va harakatlari majmuyi sifatida garalishi
lozim. Taklif etilgan yondashuvga ko‘ra, korxonalarning marketing faoliyatini
boshqgarishga tashqi muhitga nisbatan ichki faoliyatlarni qay tarzda rivojlantirish
qobiliyatiga ega ekanligi va korxonaning o‘z magsadlari yo‘lida qay darajada harakat
qilayotganligining ifodasi sifatida qarash lozim.

Korxonalarning marketing faoliyatini boshqarish konsepsiyasi korxonaning
umumiy magqgsadlariga erishishda iste’molchilarning ehtiyojlarini  qondirish
magqsadida tashkilotning marketing faoliyatini tahlil qilish, rejalashtirish, amalga
oshirish va nazorat qilishni 0‘z ichiga oladi. Bu uzoq muddatli muvaffaqiyat, barqaror
rivojlanish, bozor ulushini oshirish va ijobiy brend imijini yaratish uchun bozordagi
resurslar va imkoniyatlardan foydalanishga tizimli yondashuvlar asosida faoliyatlarni
amalga oshirishni ta’minlashga qaratilgan faoliyatlardir.

Marketing faoliyatini boshqgarish makro va mikro muhitning o‘zgaruvchan bozor
sharoitida bozor subyektlarining raqobatbardoshligini oshirish va uning yadrosini
shakllantirish, mijozlar bilan yaxlit ijtimoly va axloqly munosabatlar hamda
korporativ yo‘nalishni hisobga olgan holda, uzoq muddatli muntazam o‘zaro
manfaatli munosabatlarni rivojlantirishni ta’minlaydigan jarayonlar va tizimlar

majmuyidir. Korxona magsadlari marketing boshqaruviga qarab shakllanadi.
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Marketing faoliyatini boshqarish modelini joriy etish korxonaning marketing
bo‘limi faoliyatini rejalashtirish, tashkil etish, boshqarish va marketing faoliyatini
takomillashtirish bo‘yicha faoliyatlarini muvofiglashtirishni nazarda tutadi. Nazorat
funksiyalari korxonaning marketing faoliyatini boshqarish uchun maxsus tuzilgan
bo‘lim tomonidan amalga oshirilishi kerak. Korxonaning marketing faoliyatini
boshgarish bo‘limi korxonaning barcha bo‘linmalari faoliyatini umumiy boshgqarishi
va muvofiqlashtirishi lozim.

Fikrimizcha, marketingni boshqgarish funksiyalari tahlil, rejalashtirish va nazorat
qilish asosida erkin bozor raqobati sharoitida korxonalarning innovatsion faoliyatini
rivojlantiradigan, innovatsion sikl davomida mijoz bilan o‘zaro hamkorlikni amalga
oshiradigan boshgaruvni tashkil etishdan iborat. Shu bilan birga, tarmoq va sohalar
marketing tizimlari subyektlari bilan o‘zaro munosabatlarning ko‘p formatli
modelining integratsiyalashgan marketing imkoniyatlaridan foydalanish zamonaviy
marketing boshqaruvining asosiy metodologik yondashuvi bo‘lishini talab etadi.

Korxonada marketing faoliyatini samarali tashkil qilish uning boshqaruv tizimini
joriy etishni amalga oshirishning foydali modelini yaratishni talab giladi.

Korxonalarda marketingni boshqarish zamonaviy metodologiyasining muhim
xususiyati uning tijorat va notijorat tashkilotlari marketingi yo‘nalishlarida farqlanishi
bilan birga, ta’limotlarning turli sabablari, maqsadlari, vazifalari hamda motivlari,
shuningdek, marketing faoliyatining shakllari va vositalari bilan tavsiflanadi.

Zamonaviy korxona va tashkilotlar faoliyatida marketingni boshgarishning
mazmuni va xususiyatlarini tavsiflovchi eng dolzarb uslubiy yondashuvlarga
F Kotlerning “ragamli marketing va menejment”, O.A. Tretyakning “marketingning
ustun mantiqi”, “munosabatli marketing paradigmasi”, “zamonaviy marketing
amaliyoti”, V.M. Tereshchenkoning ‘“marketing terapiyasi”’, V.A. Bespalkoning
“raqobatbardoshlik va ragobatbardosh bargarorlik” kabi nazariyalari xosdir.

Zamonaviy sharoitda korxona marketing menejmentining an’anaviy va ragamli
xususiyatlari va ustuvor strategik magsadlari nuqtayi nazaridan yangicha metodologik
yondashuvlarni shakllantirish maqgsadga muvofiqdir. Jumladan, jahon olimlari
tomonidan marketingga xaridorlar bilan o‘zaro munosabat o‘rnatish, saqlab qolish,
rivojlantirish hamda magsadlarga erishish yo‘lidagi eng samarali jarayon deb
qaralmoqda. = Mazkur yondashuvga asoslanganda, marketing faoliyatini
raqamlashtirish va iste’molchilar bilan aloqgalar o‘rnatish samaradorligini oshirish
bilan bog‘liq munosabatlarni shakllantirish hamda rivojlantirish tizimidagi texnologik
inqiloblar korxonalar marketing faoliyatining asosini tashkil etmoqda. Ushbu
holatlardan kelib chiqib, iste’molchilar xulg-atvorining klassik modellarini
umumlashtirib, ularni jalb qilish, uzoq muddatli barqaror o‘zaro hamkorlik
munosabatlarini mijozlarga yo‘naltirilgan marketingni boshgarishning an’anaviy va
raqamli vositalarini birlashtirish zaruriyati mavjud. 1-rasmda taklif etilgan yondashuv
marketing menejmentining ustuvor yo‘nalishlari sifatida an’anaviy va raqamli
vositalarni birlashtirish g‘oyasiga asos yaratadi.
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Marketing menejmenti
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Mijozlar bilan munosabatlarni boshqarish maqsadlari

1-rasm. Mijozlarga yo‘naltirilgan marketingni boshqarishning an’anaviy va
raqamli vositalarini birlashtirish’

Shunday qilib, marketing menejmenti predmeti samarali talabni
shakllantirishdan tashgariga chigadi va tarqoq marketing ta’sirlarini aniq nuqtaga
to‘plashga qaratish, tashkilotga funksional yondashuv cheklovlarini yengib o‘tish,
bozorda ma’lum bir korxonaning mavjudligi va faoliyati zarurligini belgilovchi
strategik vazifalarni belgilash, operatsion harakatlarni amalga oshirish va baholashga
imkon beradi.

Dissertatsiyaning ikkinchi bobi “Ipakchilik korxonalarida marketing
faoliyatini boshqarishning uslubiy asoslari” deb nomlangan bo‘lib, unda jahon
ipakchilik bozorining rivojlanishi, ipakchilik korxonalarida marketing faoliyatini
boshqarishning o‘ziga xos jihatlari, ipakchilik korxonalarida marketing faoliyatini
boshgarishni tahlil etish bo‘yicha metodologik yondashuvlar keng yoritib berilgan.

Ipakchilik sanoatning yuqori rentabelli tarmog‘i sifatida jahon mamlakatlarida
gadimdan rivojlangan sohalar sifatida gayd etiladi. Ipakchilik sanoati ipak qurti
yetishtirishdan boshlab, mahsulot ishlab chiqarishgacha bo‘lgan keng tarmoq sifatida
doimiy talab mavjudligi bilan o‘ziga xos soha hisoblanadi.

Ipak tolasidan sanoatda turli yo‘nalishlarda foydalaniladi. Harbiy sohada tanani
himoyalovchi (bronjilet) vositalar, parashyutlar yasash uchun ishlatiladi. Bugungi
kunda, asosan, kiyim-kechak ishlab chiqarishda ipak tolasidan samarali foydalanish
yo‘lga qo‘yilgan. Ipak to‘qimachilikdan tashqari kosmetika va dorivor sohalarda ham
keng qo‘llaniladi.

Ipak jahon to‘gqimachilik tolasi bozorining kichik qismini, ya’ni 0,2 foizdan
kamrog ‘ini tashkil giladi®. Biroq ipak va ipak mahsulotlarining haqiqiy savdo qiymati
sezilarli darajada yuqori. Bu ko‘p milliard dollarlik sanoat bo‘lib, ipak

7 Muallif ishlanmasi
8 https://www.maximizemarketresearch.com/

15



xomashyosining narxi paxta xomashyosidan yigirma baravar qimmatdir. Jumladan,
Xitoy milliy ipak import va eksport korporatsiyasining yillik aylanmasi 2-2,5 milliard
dollarni tashkil qgiladi®. Jahon bo‘yicha yiliga o‘rtacha 609 ming tonnadan ortiq ipak
tolasi ishlab chigariladi. Unda yetakchi mamlakat sifatida Xitoy yuqori ulush — qariyb
60 foiz, Hindistonning ulushi 15 foizni tashkil etadi (1-jadval).

1-jadval
Jahon bozorida asosiy ipak tolasi ishlab chigaruvchi davlatlar'®
Ne Davlatlar Ipak tolasi ishlab chiqarish, tonna
1 Xitoy 146 000
2 Hindiston 28 708
3 O‘zbekiston 1 100
4 Tailand 692
5 Braziliya 560
6 Vyetnam 420
7 Janubiy Koreya 320
8 Turkiya 32

Hindiston bu matoga talabi yuqoriligi bilan digqatga sazovor bo‘lib, bu yerda
mabhalliy talab taklifdan oshib ketadi. Hozirgi vaqtda Hindiston jahonda ikkinchi yirik
ipak ishlab chiqaruvchi mamlakat bo‘lishiga qaramay, ipak tolasining asosiy
importyorlaridan biriga aylangan.

Ipakchilik Fransiya, AQShda ham keng rivojlangan tarmoqlardan biridir.
To‘qimachilik va tikuvchilik mahsulotlari tarkibida, shu jumladan, ipakli mahsulotlar
uchun eng katta Yevropa bozori Germaniyadir. Tabiiy tolalar nemis iste’molchilari
tomonidan afzal ko‘riladigan mahsulotlardan biri bo‘lib, Germaniya turli xil ipakli
kiyimlar, aksessuarlar (ayniqsa, ipak yostiq qoplamalari) va ichki bezak uchun
materiallarni import qiladi. Hindiston va Tailand ipak mahsulotlari ishlab
chigaruvchilari uy jihozlari uchun qo‘lda tikilgan ipak to‘qimachilik sohasi bilan
muvaffaqiyatga erishgan.

Ipakchilik tarmog‘ida yaratilayotgan mahsulotlar aholining iste’mol tovarlariga
bo‘lgan talabini qondirib, turmush darajasi, madaniyatini oshirish bilan birga,
mamlakatga asosiy valyuta tushumini ta’minlashda ham hal qiluvchi rol o‘ynamoqda.

O‘zbekiston ipakchilik tarmog‘i yaxlit kompleks tizim sifatida shakllanib, jami
sanoat mahsulotlarining 1,0 foizdan ko‘prog‘ini ishlab chigarmoqda. Lekin tarmoq
korxonalarining mahsulotlari jahon bozorida o‘z o‘rniga ega bo‘lishida bir qator
bilvosita va bevosita ta’sir qilayotgan omillar mavjud bo‘lib, ularning ta’sirida
tarmoqda tizimli muammolar saglanib qolmoqda.

Ipakchilik sanoati mamlakatda boshga sanoat tarmoqlari uchun asosiy
qo‘shimcha sanoat tovarlari yetkazib beradi. Ipakchilik bozori bir qator
xususiyatlariga ko‘ra, boshqa iste’mol tovarlari, xizmatlar va sanoat bozoridan farq
qilganligi sababli ularning marketing faoliyati, ularni qo‘llash doirasi, strategiyalari
va faoliyat uslubiyotlari ham farqlanadi.

% https://www.maximizemarketresearch.com/market-report/global-silk-
market/26259/#:~:text=Silk%20Market%20size%20was%20valued,reaching%20nearly%620US%24%2030.29%20Bn.
10 https://stranatur.ru/world-leaders-in-silk-production.html
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Ipakchilik sanoati korxonalarining marketing faoliyati ularga xomashyo va
texnologiyalar yetkazib beruvchilar hamda tayyor mahsulotlarni sotib oluvchi
xaridorlar o‘rtasidagi o‘zaro bozor jarayonlarining ilmiy-uslubiy va amaliy asoslarini
ifodalaydi.

Ipakchilik sanoati korxonalarining marketing faoliyatini uning tarkibidagi
subtarmogqlar faoliyatlariga ko‘ra ham belgilash maqsadga muvofiq. Sababi
xomashyoning birlamchi qayta ishlash jarayonlari, masalan, “ipak xomashyosini
qayta ishlash”, “ip yigirish”, “gazlama to‘qish” sanoat marketingi (B2B) bozori
xususiyatlarini o‘zida ifodalasa, “tikuv kiyimlari”, “gazlamalar” va “gilamlar”
iste’mol tovarlari marketingi (B2C) bozori xususiyatlarini anglatadi.

Ipakchilik sanoati korxonalarining marketing faoliyati modeli sifatida uning
bozorga yo‘naltirilgan jarayonlarini aks ettiruvchi faoliyatlar majmuasi va o‘zaro
alogadorligi 2-rasmda keltirilgan. Rasmdagi bog‘lanishlar korxona marketing
faoliyatini nazariy jihatdan asoslagan holda, ketma-ket davomiyligi va uni
shakllantiruvchi omillarning o°‘zaro bir-biri bilan uzviy munosabatlarini bildiradi.

Marketing har qanday korxona faoliyatining hal qiluvchi jihati hisoblanadi.
Mazkur faoliyat kompaniyaning mahsulot yoki xizmatlarini ilgari surish, mijozlarni
jalb qilish va saqglab golish, shuningdek, biznes maqsadlariga erishishga qaratilgan bir
qator strategiya va taktikalarni o‘z ichiga oladi. Ipakchilik korxonalari marketing
faoliyatida doimiy o‘tkaziladigan asosiy marketing tadbirlari sifatida quyidagilarni
keltirib o‘tish magsadga muvofiq:

bozor tadqiqoti: magsadli bozorni tushunish asosiy hisoblanadi. Korxonalar
mijozlarning ehtiyojlari, ustunliklari va xatti-harakatlari haqida ma’lumot to‘plash
uchun bozor tadqiqotlarini o‘tkazadi. Ushbu ma’lumotlar marketing to‘g‘risida qaror
qabul qilishga yordam beradi;

mahsulotni ishlab chigarish va innovatsiyalar: marketing faoliyati ko‘pincha
mijozlar talablariga javob beradigan yoki ularning muammolarini hal qiladigan
mahsulot yoki xizmatlar ishlab chiqarish bilan boshlanadi. Doimiy innovatsiyalar
raqobatbardosh bo‘lish uchun juda muhimdir;

brending: kuchli brend identifikatorini yaratish va barcha marketing
materiallari va kanallarida brend izchilligini ta’minlash brend tan olinishi hamda
ishonchni mustahkamlashga yordam beradi;

marketing kommunikatsiyasi faoliyati: onlayn reklama, bosma ommaviy
axborot vositalari, televideniye, radio va tashqi reklama kabi turli kanallarni o‘z ichiga
oladi. Korxonalar maqsadli auditoriyaga erishishda eng samarali bo‘lgan reklama
usullarini tanlaydi: kontent marketingi, qidiruv tizimini optimallashtirish (SEO),
ijtimoiy media marketingi (SMM), jamoatchilik bilan alogalar (PR), sotishni
rag‘batlantirish, hamkorlik marketingi;

bozorni segmentlash: bozorni o°‘xshash xususiyatlarga ega bo‘lgan
segmentlarga bo‘lish va har bir segment uchun marketing strategiyalarini ishlab
chiqish;

tahlil va ma’lumotlarni tahlil qilish: marketing kampaniyalari samaradorligini
monitoring qilish va strategiyalarni tuzatish hamda optimallashtirish uchun
ma’lumotlardan foydalanish;
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raqobat tahlili: kuchli va zaif tomonlarini aniqlash, shuningdek, farqlash
imkoniyatlarini topish uchun raqobatchilarni o‘rganish;

mijozlarning fikr-mulohazalari va so‘rovlari: mahsulot va xizmatlar sifatini
oshirish hamda marketing harakatlarini yaxshilash uchun mijozlarning fikr-
mulohazalarini to‘plash va tahlil qilish.

Marketing faoliyati muvofiglashtirilgan, izchil va kompaniyaning umumiy
biznes strategiyasiga mos kelishi kerak. Muvaffaqiyatli marketing korxonalarga
mijozlarni jalb qilish va saqlab qolish, sotishni kuchaytirish va oxir-oqibat moliyaviy
va strategik maqsadlarga erishishga yordam beradi. Shunga ko‘ra, korxonalar
marketing faoliyati samaradorligining doimiy monitoringini amalga oshirishi lozim.
Marketing muammolarini hal qilishda resurslar va marketing natijalarini nazorat
qilish marketing bo‘lmagan bo‘linmalarning asosiy vazifasi hisoblanadi. Korxonalar
marketing faoliyatini boshqarishda iqtisodiy tahlil va auditning zarurligini ta’kidlagan
holda, nafagat moliyaviy ko‘rsatkichlar, balki mijozlar bilan ishlash faoliyatini tahlil
qilish lozimligini ham ko‘rsatib bergan.

Dissertatsiyaning “O¢‘zbekiston ipakchilik korxonalarida marketing
faoliyatini boshqarish holati tahlili” deb nomlangan uchinchi bobida O‘zbekiston
ipakchilik sanoatining rivojlanish tendensiyalari tahlil qilingan, korxonalarda
marketing faoliyatini boshqarish kompleks iqtisodiy tahlil usullaridan foydalanish
metodologiyasi asosida baholangan hamda O°‘zbekiston ipakchilik korxonalarida
marketing faoliyatini boshqarish holati o‘rganilgan. Tahlil natijalari asosida
ipakchilik korxonalarida marketing bo‘limlari faoliyatini samarali tashkil etishning
uslubiy asoslari takomillashtirilgan.

Pilla yetishtirish va ipakni qayta ishlashni oz ichiga oluvchi sanoat tarmog‘i
dunyoning 60 dan ortiq mamlakatlarida mavjud bo‘lib, yuqori bandlik salohiyatiga
ega hamda daromadli tarmoqlardan biri hisoblanadi. Ipak tolasi va undan olinadigan
mahsulotlar o°‘zining nafisligi, nozikligi va ekologik toza tabiati tufayli bozorda
ehtiyoji yuqgori bo‘lgan mahsulot sirasiga kiradi. Sanoat usulida gayta ishlangan ipak
tolalari to‘qimachilik sanoati, tibbiyot va informatika kabi murakkab sohalarda keng
qo‘llaniladi. Shu sababli ipakka bo‘lgan talab har doim bozorda yuqori bo‘lsa-da,
mavjud talabni qondirish imkoniyatlari doimiy ravishda ishlab chiqarish yoki
iqtisodiy raqobatbardoshlik darajasida turli xil to‘siglarga duch keladi.

Ipakchilik O‘zbekistonda tarixiy bosqichlarni o‘tagan soha bo‘lib, aholisining
uzoq yillik va an’anaviy avloddan-avlodga o‘tishi bilan saglanib va rivojlanib
kelayotgan sohadir. O‘zbekiston uchun ipakchilik tarmog‘ining asosiy xususiyati
uzoq yillik tarixga ega ekanligi bilan bir qatorda, “Atlas” brendining xalqaro brend
darajasiga ko‘tarilgani va kiyim sanoatida “Prette-porte” brendlar gatorida turishidir.

O‘zbekiston ipakchilik sanoati tutzorlarning qisqarib ketishi va tut
plantatsiyalarining yetarlicha tashkil etilmasligi, tutzorlarni parvarish qilishda yo‘l
qo‘yilgan xatoliklar, xo‘jalik yuritish shakllarining noto‘g‘ri tanlanishi, mahsulot
yetkazib berish, uni qayta ishlash yo‘nalishlarining bir-biridan ajratilishi ishlab
chigarishning pasayishi va ipak xomashyosining qimmatlashuviga, natijada bozor
talabini to‘liq qondira olmaslikka sabab bo‘lgan.

Bir qator tizimli muammolar sabab O‘zbekiston Yevropa va AQSh kabi

rivojlangan mamlakatlarning bozoriga kirib borish va o‘zining ipak mahsulotlarini
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sotishda qiyinchiliklarga duch keldi. Rivojlangan mamlakatlar ipak mahsulotlari
importi, asosan, Xitoy va Hindistonda amalga oshirilayotganligi bois O ‘zbekistonning
eng daromadli mamlakatlarga ipak mahsulotlari eksportidagi ulushi pastligicha
golmoqda. 2022-yil holatiga ko‘ra, O‘zbekiston Respublikasida jami 54,8 ming ga yer
maydonlarida ipak qurti uchun tutzorlar mavjud bo‘lib, 5-jadval ma’lumotlariga
ko‘ra, 2017-yilga nisbatan 11,1 ming ga yoki 125,5 foizga ortgan.

O‘zbekistonning mavjud iqlim sharoitlari tut daraxtlaridan yiliga ikki marta hosil
olish imkoniyatini beradi. Shunga ko‘ra, yetishtirilgan pilla xomashyosi (1-2-
mavsum) 2017-yilda 12,4 ming tonnani tashkil etgan bo‘lsa, 2022-yil yakunlari
bo‘yicha bu ko‘rsatkich 11,7 ming tonna yoki qariyb ikki martaga oshgan. Dala va
yo‘l chetlarida mavjud yakka qator tut ko‘chatlarining soni ham yildan-yilga o‘sishi
kuzatilmoqda. 2017-yilda yakka gator tutlar soni 45,5 mln donaga yaqin bo‘lgan
bo‘lsa, 2022-yilda ularning soni 217,4 mln donadan ortib ketganligini ta’kidlash joiz.
Aynigsa, keyingi yillarda “Yashil makon” umummilliy davlat dasturi doirasida tut
ko‘chati ekishga ham katta e’tibor qaratilishi natijasida ularning soni sezilarli
ortmoqda (2-jadval).

2-jadval
O‘zbekiston Respublikasida 2017-2022-yillarda mavjud tutzor va yakka
qator tut daraxtlari, ekilgan tut ko‘chatlari hamda yetishtirilgan pilla

xomashyosi'?
2022-y.da
No | Ko‘rsatkichlar O.lcl.lo.v 20%7- 20%8- 20%9- 202.0- 2921- 202.2- 2917-y.ga
birligi yil yil yil yil | yil yil nisbatan
+/- %
p | Mavjud M 437 | 463 | 48,7 | 503 | 54,8 | 54,8 | 11,1 | 1255
tutzorlar gektar
Mavjud yakka
2 | qator tut mlntup | 45,5 | 61,1 | 79,7 | 85,5 | 149,7 | 217,5 | 172,0 | 478
daraxtlari
Ekilgan tut
3 . . mintup | 2,9 32,9 | 63,1 | 82,1 | 120,4 | 123,0 | 120,1 | 4249,9
ko‘chatlari
Yetishtirilgan
4 | Pila . TS o5 | 15,7 | 19,6 | 20,9 | 22,8 | 24,2 | 11,8 | 1942
xomashyosi (1- | tonna
2-mavsum)

Yakka qatorlar va tutzorlarga yangidan barpo etish hamda rekonstruksiya qilish
uchun ekilgan tutlar soni 2017-yilda 2,9 mln donani tashkil etgan bo‘lsa, 2018-yilda
32,9 mln dona, 2022-yilda gariyb 123 mln dona tut ko‘chatlari ekilgan. 2017-2022-
yillarda jami 14,3 ming gektar yaroqsiz tutzorlar rekonstruksiya qilingan.

O‘zbekiston Respublikasi Prezidentining 2020-yil 17-yanvardagi PQ-4567-sonli
qaroriga asosan, mavjud tutzorlarni aholi daromadini oshirish magsadida, ya’ni aholi
tomonidan yetishtirilgan pilla hosilini sotishdan tashqari tutzorlar orasiga qo‘shimcha
ekinlar ekish orqali olinadigan daromadlarni ularning o‘zlariga qoldirish maqgsadida
54,8 ming gektar tutzorlar 64,8 ming nafar aholiga biriktirib berilgan. Mazkur garor

12 “O‘zbekipaksanoat” uyushmasi ma’lumotlari asosida tayyorlangan.
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doirasida 43,2 ming gektar tutzor oralariga qishloq xo‘jalik ekinlari, jumladan, 8,6
ming gektarga bug‘doy, 6,8 ming gektarga makkajo‘xori, 3,1 ming gektarga arpa, 2,8
ming gektarga kartoshka, 1,7 ming gektarga piyoz, 1,7 ming gektarga sabzi, 1,4 ming
gektarga karam, 1,1 ming gektarga sarimsogpiyoz, 0,9 ming gektarga sholg‘om va
turp, 2,5 ming gektarga pomidor, 1 ming gektarga ko‘katlar, 11,5 ming gektarga
boshga ekinlar ekilgan.

“O‘zbekipaksanoat” uyushmasi tizimida tut ko‘chati yetishtirish bilan 22 ta
tutchilik xo‘jaliklari hamda ipakchilik klasterlari qoshidagi tut ko‘chati yetishtiruvchi
kasanachilar shug‘ullanib kelmoqda. 2022-yilda tizim tashkilotlari tomonidan
respublika bo‘yicha jami 143,7 mln tup, shundan tutchilikka ixtisoslashgan
xo‘jaliklarda 64 mln tup, pillachilik klasterlarida 22,9 mln tup, aholi xonadonlarida
51,6 mln tup va o‘rmon xo‘jaliklarida 5,2 mln tup tut ko‘chatlari yetishtirilgan.

O‘zbekiston tarixida ipakchilik yo‘nalishida birinchi marta tut ko‘chatlarini
eksport qilish amaliyoti yo‘lga qo‘yilgan. 2017-yilda 7,5 mlIn tup, 2019-yilda 13,4 mln
tup, jami 20,9 min tup tut ko‘chatlari 1,1 mln AQSh dollar evaziga import qilingan
bo‘lsa, hozirgi kunga kelib, Qozog‘iston Respublikasining TOO “ASVS Oyl”
korxonasi bilan Andijon viloyatidagi “Ipak™ tutchilikka ixtisoslashgan xo‘jalik
o‘rtasida 2021-2025-yillarda 27 mln tup tut ko‘chati yetkazib berish va parvarishlash
agrotexnikasi bo‘yicha 2,4 mln AQSh dollarlik eksport shartnomasi imzolangan.

O‘zbekistonda pillachilikni rivojlantirishga qaratilgan e’tibor, yaratilgan gator
imtiyoz va imkoniyatlar o‘z-o‘zidan mazkur yo‘nalishda faoliyatini olib borish
istagidagi korxonalar sonining ortishiga zamin yaratgan. 2017-yilning sentyabr oyida
O‘zbekiston dunyo mamlakatlari orasida yigirmanchi davlat sifatida Xalgaro
ipakchilik kengashiga (ISC) a’zo bo‘lgach, “O‘zbekipaksanoat” uyushmasi qoshida
13 ta hududiy, 144 ta tuman “Agropilla” MChlJlar faoliyati yo‘lga qo‘yildi. Ayni
paytda tizimda 11 ta ipak qurti urug‘i tayyorlovchi, 71 ta klaster usulida pillani
yetishtirish va qayta ishlash asnosida ipak mahsulotlari ishlab chigaruvchi korxonalar
mavjud. Jami 761 mingta ish o‘rni yaratilgan bo‘lib, shundan 24 ming 440 tasi doimiy
va 736 ming 567 tasi mavsumiy ish o‘rnidir.

Respublikada pillachilikning ozuqa bazasini jadal rivojlantirish; ipak qurtini
parvarish qilish va pilla yetishtirish jarayonlarini uzluksiz takomillashtirish; pilla,
xom ipak, ipak kalava ishlab chiqarish va ularni chuqur qayta ishlashning samarali
usullarini keng joriy etish; ipakdan tayyor mahsulot ishlab chigarishni yo‘lga qo‘yish;
sohaning eksport salohiyatini yuksaltirish hamda qishloq joylarda aholi bandligi va
daromadlari darajasini oshirishni ta’minlaydigan yagona va yaxlit tashkiliy-
texnologik tizimni barpo etish asosida pillachilik tarmog‘ini kompleks rivojlantirish
magsadida O‘zbekiston Respublikasi Prezidentining 2017-yil 29-martdagi PQ-2856-
sonli qarori bilan “O‘zbekipaksanoat” uyushmasi tashkil etilgan.

Ipak va ipakchilik mahsulotlari ishlab chiqarish bo‘yicha O‘zbekistondagi eng
yetakchi hudud Samarqand viloyati hisoblanib, jami ishlab chiqarilgan
mahsulotlarning 13,1 foizi ushbu viloyat hissasiga to‘g‘ri keladi. Keyingi o‘rinlarni
esa 12,6 foiz ulush bilan Andijon viloyati, 10,3 foiz ulush bilan Buxoro viloyati
egallaydi. 2022-yilda respublika bo‘yicha 2 trln so‘mdan ortiq ipakchilik mahsulotlari
ishlab chiqarilgan bo‘lsa, 2023-yilda bu ko‘rsatkich gariyb 3 trln so‘mga yetishi
prognoz qilingan (3-jadval).
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3-jadval

O‘zbekiston Respublikasi hududlari bo‘yicha ipakchilik sanoat mahsulotlarini

ishlab chiqarish hajmi® , mlrd so‘m

Yillar O‘sish

T/r Hududlar .

2019-y. 2020-y. 2021-y. 2022-y. 2023-y. sur’ati, %
jami: 592,4 861,1 1 140,50 2014,9 2 997,0 505,9
1 | QQ Respublikasi 18,5 28,6 38,0 69,9 103,0 556,8
Viloyatlar

2 | Andijon 82,3 110,6 147,5 254.,6 381,0 462.9
3 | Buxoro 61,3 71,1 119,5 208,2 310,7 506,9
4 | Jizzax 17,8 29,5 38,0 71,7 105,0 589,9
5 | Navoiy 59,6 81,7 108,6 87,1 128,8 216,1
6 | Namangan 26,4 37,8 48,3 168,6 250,9 950,4
7 | Qashgadaryo 49,8 73,3 95,6 190,2 283.,6 569,5
8 | Samarqand 79,6 130,7 1474 263,2 390,4 490,5
9 | Surxondaryo 45,0 67,0 86,9 152,5 227,2 504,9
10 | Sirdaryo 12,9 18,6 31,5 53,8 80,8 626,4
11 | Toshkent 34,2 58,8 77,6 140,7 207,8 607,6
12 | Farg‘ona 55,1 81,6 105,9 189,3 280,7 5094
13 | Xorazm 50,2 71,7 95,6 165,1 247.,0 492.0

“O‘zbekipaksanoat” uyushmasi tizimidagi korxonalar tomonidan 2017-yilda
jami tolaning 56,0 foizi ichki korxonalarda qayta ishlash uchun yo ‘naltirilgan bo‘lsa,
2022-yilda bu ko‘rsatkich 85,8 foizni tashkil etgan. Ipak momig‘ining esa 2022-yilda
qariyb 77,23 foizi ichki ishlab chiqarishga yo‘naltirilgan (4-jadval).

yo‘naltirilishi'4

4-jadval

“O‘zbekipaksanoat” uyushmasi mahsulotlarining iste’molga

Mat'l‘lsr‘i‘l"t %ilrcl'i‘giv 2017-y. | 2018-y. | 2019-y. | 2020-y. | 2021-y. 2022-y.
Mabhsulot ishlab chigarish
Ipak tolasi tonna 526,3 785,0 1 .000,0 | 1200,0 1 570,0 2 500,0
Ipak e tonna 455,5 5113 700,0 800,0 1 100,0 1 200,0
momig‘i
Ipakli .
ming m2 811,0 870,0 2150,0 | 25570 36514 12341,8
matolar
Eksport

Xom ipak | tonna 231,8 597,9 782,0 519,8 453,5 429,0
Ipak tonna
momig‘i 102,6 5529 608,7 814,4 702,1 2732
Ipak mato ming m2 231,8 1001,1 | 2955,7 7881 447.0 7544
Jami:

Ichki iste’molga yo‘naltirish (ishlab chigarish va iste’mol)
Ipak tolasi tonna 294,5 187,1 218,0 680,2 1116,5 2071,0

% 56,0 23,8 21,8 56,7 71,1 82,8

13 “O*zbekipaksanoat” uyushmasi ma’lumotlari asosida muallif tomonidan tuzildi.
14 «“O*zbekipaksanoat” uyushmasi ma’lumotlari asosida muallif tomonidan tuzildi.
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Mahsulot O‘Ichov
turi birligi 2017-y. 2018-y. | 2019-y. | 2020-y. 2021-y. 2022-y.
Ipak tonna 352,9 -41,6 91,3 -14,4 397,9 926,8
momig‘i % 77,48 108,14 13,04 101,80 36,17 77,23
Ipakli ming m> 579,2 -131,1 -805,7 1768.,9 3204,5 11 5874
matolar % 71,4 115,1 137,5 69,2 87,8 939

2017-2022-yillarda ipakli matolar ishlab chigarish hajmi 15,2 foizga oshgan.
Ishlab chigarilgan ipakli matolarning 2017-yilda 71,4 foizi, 579,2 ming m? mato ichki
ishlab chiqarishga yo‘naltirilgan va ular tayyor mahsulot sifatida ichki bozorlarda
sotilgan. Ipakli matolarning, asosan, mahalliy bozorlarga yo‘naltirilganligi ularning
jahon bozorlarida yuqori raqobatbardosh emasligidan dalolat beradi. Mazkur holat
2022-yilda ham kuzatilgan bo‘lib, jami ishlab chiqarilgan ipak matolarning qariyb
93,9 foizi ichki iste’molga yo‘naltirilgan.

Dissertatsiya doirasida ipakchilik korxonalarining marketing faoliyatiga
qilinayotgan xarajatlar tarkibi bo‘yicha samaradorlikni baholash imkoni mavjud
emas. Bunga asosiy sabab sanoat korxonalarida dissertatsiya doirasida
tizimlashtirilgan marketing faoliyati xarajatlari umumiy statistikasi yig‘ib borilmaydi.
Shunga ko‘ra, ipakchilik korxonalarining marketing faoliyatini boshqarish
samaradorligini aniglash uchun 9 ta yo‘nalish bo‘yicha amalga oshiriladigan
faoliyatlar, har bir faoliyat yo‘nalishi bo‘yicha 5 ta operatsion faoliyatlar ro‘yxati
tizimlashtirildi. So‘rovnoma usulidan foydalanish asosida korxonalarning marketing
bo‘limlari tomonidan amalga oshirilayotgan 9 ta yo‘nalish bo‘yicha operatsion
faoliyatlariga baho berish uchun anketa so‘rovnomalari o‘tkazilgan. So‘rovnoma
ma’lumotlarini tahlil qilishda SmartPLS paket dasturiy vositasi PSL algoritmiga
asoslangan usuldan foydalanilgan. Asosiy o‘zgaruvchilar sifatida marketing
faoliyatini baholash bo‘yicha tanlangan 9 ta mustagqil o‘zgaruvchilar hamda marketing
faoliyatining samaradorlik mezonlari sifatida 3 ta yo‘nalish: korxonalarning bozor
ulushi o‘zgarishi, rentabellik darajasi hamda raqobatbardoshlik darajasi bog‘liq
o‘zgaruvchilar sifatida tanlangan.

Ipakchilik korxonalarida marketing faoliyatini boshqarish jarayonlari va faoliyat
samaradorligi tahlilini amalga oshirishning metodologik yondashuvi 3-rasmga ko‘ra
ishlab chiqilgan.

Har bir yo‘nalish bo‘yicha korxonalardan anketa so‘rovlari bo‘yicha
ma’lumotlar yig‘ish uchun docs.google.com platformasidan foydalaniladi. Mazkur
platforma orqali shakllantirilgan anketa so‘rovnomalari https://uzbekipaksanoat.uz/
rasmiy veb-sayti orqali amalga oshirilgan. Anketa https://forms.gle/MMyEVoKjd
RqnskFSA havolasi orqali yig‘ilgan. Anketada jami 112 ta urug‘chilik, pillachilik,
tutchilik, to‘qimachilik va gilamchilik korxonalari ishtirok etgan. Anketa bo‘yicha
umumiy natijalar SPSS statistical paket dasturidan foydalangan holda shkalaga
o‘tkaziladi va SmartPLS paket dasturiy vositasi PSL algoritmiga asoslangan usul
bo‘yicha tahlillarni amalga oshirishga moslashtirilgan. Marketingni boshgarish
samaradorligini aniglash uchun SmartPLS paket dasturiy vositasi PSL algoritmiga
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asoslangan usuldan foydalanilgan. PSL algoritmiga asoslangan usul SmartPLS paket
dasturiy vositasining “Bootstrapping” moduli asosida amalga oshirilgan.

F1.1...F1.5 F1. Marketing tadqiqotini o‘tkazish
F2.1 ...F25 F2. Marketing tadqiqotlari ma’lumotlarini
tahlil qilish
F3.1...F35 F3. Marketing strategiyasini ishlab
chigish va amalga oshirish
. I L R1-b lushi
FA1l .. F45 F4. Tovar siyosatini ishlab chiqish va 0zor wiusht
amalga oshirish

F5. Korxonaning sotish va logistika

FS.1...F5.5 siyosatini ishlab chiqish va amalga F. Marketing . R2-Rentabellik
boshqarish g
F6.1... F6.5 F6. Kommunikatsiya siyosatini ishlab
chigish va amalga oshirish R3-Ragobatbardoshlik

F7. Narx siyosatini ishlab chigish va f
F7.1...F75 amalga oshirish ,w‘

F8. Korxonaning raqamli marketing
F8.1...F8.5 siyosatini ishlab chiqish va amalga

oshirish

F9.1...F9.5 F9. Korxonaning strategik marketing

faoliyati nazorati va monitoringi

3-rasm. Ipakchilik korxonalarida marketing faoliyatini boshqarish
samaradorligini baholash modeli'®

“Bootstrapping” asosida olingan modelning vizual ko‘rinishi 4-rasmda aks
etgan. Tahlillardan ma’lum bo‘ladiki, korxonalarning bozor faoliyati samaradorligi
korxonalarning marketing faoliyatini boshqarish bo‘yicha amalga oshirilayotgan
yo‘nalishlarining kuchli bog‘liq ekanligini kuzatish imkonini bergan. Korxonalarning
bozordagi faoliyat samaradorligi ularning marketing faoliyatini boshqarish darajasi
o‘rtasidagi umumiy korrelyatsiya B=0,829 (Pvanes=0,0005)n1 tashkil etdi. Demak,
ipakchilik korxonalarining bozorga moslashuvi, rentabelligi va raqobatbardoshlik
darajasi korxonalarning marketing faoliyatini boshqarishga yuqori darajada bog‘liq
(4-rasm).

15 Muallif tomonidan tuzilgan.
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F8

Fo

4-rasm. Ipakchilik korxonalarida marketing faoliyatini boshqarish
samaradorligini baholash modeli qgiymatlari '°

Ipakchilik korxonalarining marketing faoliyatini baholash bo‘yicha tanlangan
jami 9 ta mezonga ko‘ra, umumiy samaralar statistikasi 5-jadvalda aks etgan.
5-jadval
Ipakchilik korxonalarining marketing faoliyatini boshqarish
samaradorligini baholash!” (Mean, STDEV, T-values, p-values)

P koeffitsiyentlar Devi:ttiz?\d(;?DEV) (T|os/tsaTtI|§23|s) P Values
F1<-F 0,484 0,070 6,922 0,000
F2<-F 0,663 0,071 9,341 0,000
F3<F 0,706 0,060 11,799 0,000
F4<-F 0,518 0,099 5,224 0,000
F5<-F 0,549 0,090 6,121 0,000
F6 < F 0,796 0,035 22,806 0,000
F7<-F 0,734 0,050 14,601 0,000
F8 <-F 0,731 0,052 14,096 0,000
F9 <-F 0,829 0,022 37,278 0,000
R1 <R 0,868 0,035 24,605 0,000
R2 <-R 0,887 0,020 43,546 0,000
R3 <-R 20,465 0,111 4,185 0,000

Natijalarga ko‘ra, ipakchilik korxonalari tomonidan amalga oshirilayotgan
marketing faoliyatini boshqarish holati barcha korxonalarda ijobiy samaralar
bermoqda. Biroq korxonalarning marketing faoliyatini boshqgarish ularning
raqobatbardoshligini oshirishga aks ta’sir etgan.

Yugoridagilardan ma’lum bo‘ladiki, korxonalar o‘zining marketing faoliyatidagi
asosiy e’tiborini bozor ulushini oshirish va rentabellikni ta’minlashga qaratadi. Tahlil
natijalarida korxonalarda raqobatda ustunlikni ta’minlashga yetarlicha e’tibor
qaratmayotganligi aniqlandi. Ipakchilik korxonalarining marketing faoliyatini
boshqarish darajasini o‘rnatilgan samaradorlik mezonlari asosida baholash natijasida
korxonalarning marketing tadqiqotlarini olib borish, tovar siyosati, tagsimot

16 SmartPLS dasturi asosida olingan natijalar
17 SmartPLS dasturi asosida olingan natijalar
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kanallarini tanlash va sotish siyosati bo‘yicha past ijobiy ta’sirga ega ekanligi
aniqlandi. Ushbu holatlarni nazarda tutgan holda, aytish mumkinki, ipakchilik
korxonalarida marketing MIKS kompleksini samarali tashkil etish bo‘yicha strategik
yo‘nalishlar belgilash ustuvor yo‘nalishdir.

Marketing bo‘limi diqqat-markaziga mahsulotning yakuniy iste’molchilari
bilan bog‘liq barcha muammolar tushadi, bu paytda boshqa bo‘linmalar o‘z e’tiborini
boshqa turli vazifalarga garatgan bo‘ladi. Marketing bo‘limining tashkiliy tuzilishi har
bir korxona faoliyatiga uning ishlab chigarishi (xizmat ko‘rsatish) hamda bozorining
hajmiga mos kelishi kerak.

Ipakchilik korxonalarining marketing bo‘limlari faoliyati ham aynan korxonaning
bozor faoliyatida barcha funksiyalarni tezkor va samarali boshqarishga qaratilishi lozim.
[Imiy-nazariy qarashlarga tayangan holda, ipakchilik korxonalarining marketing
bo‘limlari o‘ziga xos tarzda tuzilishi zarur.  “O‘zbekipaksanoat” uyushmasi
tarkibidagi tarmoq korxonalarda marketing faoliyatini tashkil etish va boshgarish
funksiyalarini amalga oshiruvchi tashkiliy bo‘limlar faoliyatini “tarmoq+korxona”
parallel marketing siyosati asosida takomillashtirish taklif etiladi (5-rasm). Mazkur
yondashuv ipakchilik korxonalarining marketing bo‘limlari faoliyati
“O‘zbekipaksanoat” uyushmasining ijro apparati tuzilmalariga mos keluvchi bo‘limlar
faoliyatiga mutanosiblikni ta’minlashga erishishga garatilgan.

Aksariyat korxonalar amaliyotida marketing bo‘limlari, tashqi savdo bo‘limi va
ishlab chigarish bo‘limi faoliyati alohida ajratilgan. Ipakchilik korxonalarining
dizaynerlik bo‘limlari mahsulotlarni bozorga moslashtirish vazifasini bajaradi.
Fikrimizcha, dizaynerlik bo‘limlari faoliyati to‘qimachilik va tikuvchilik sanoati
uchun mos keluvchi bozor segmentlari asosida tashkil etilishi nazarda tutilishi lozim.
6-rasmda tavsiya etilgan shakllar bo‘yicha marketing bo‘limlari faoliyatini tashkil
etish “tarmogtkorxona” parallel marketing siyosatini amalga oshirishda ijobiy
natijaga erishish imkonini beradi.

Ipakchilik mahsulotlarining assortimenti keng va mahsulot turlari ko‘p
bo‘lganligi sababli korxonalarda marketing bo‘limlari assortimentli va nisbatan bir xil
bozorlarda faoliyat ko‘rsatayotgan korxonalar marketing bo‘limlari tovarga
yo‘naltirilgan shaklda tashkil etilishi magsadga muvofiq. Sanoat korxonalarida
marketing bo‘limlari faoliyatining integratsiyalashuvi tashkiliy magsadlarga
erishishda yaxlit va samarali yondashuvni ta’minlash uchun juda muhimdir.

“Tarmoqg+korxona” parallel marketing siyosati asosida amalga oshiriladigan
marketingni boshqgarish quyidagi sohalarda iqgtisodiy samaradorlikka erishishga olib
keladi: funksional hamkorlik, umumiy maqsadlarga erishish, integratsiyalashgan
aloqa kanallari orqali sinergiyaga erishish, ma’lumotlarni almashish va tahlil qilishga
asoslangan CRM tizimlarini faol joriy etish, mijozlarga yo‘naltirilgan yondashuv
asosida faoliyat yuritish, umumiy brending va milliy brend identifikatsiyalarini
yaratish, ta’lim va ko‘nikmalarni rivojlantirish, innovatsiyalar diffuziyasi hamda
texnologiya integratsiyasiga asoslangan sinergiya samarasi.
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5-rasm. Ipakchilik korxonalarida marketing bo‘limini tashkil etishning “tarmoq+korxona” parallel yo‘nalishlari'

18 Muallif ishlanmasi.
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Tadqiqot ishining to‘rtinchi bobi “Ipakchilik korxonalarida marketing
faoliyatini boshqarish metodologiyasini takomillashtirish va samaradorligini
oshirish” deb nomlangan bo‘lib, unda ipakchilik korxonalarining tovar strategiyasini
takomillashtirish va eksport imkoniyatlarini oshirish, ipakchilik korxonalarining
savdo marketingi tizimining samarali arxitekturasini yaratish hamda marketing
kommunikatsiyasi kompleksini samarali boshqarish bo‘yicha taklif va tavsiyalar
ilgari surilgan.

O‘zbekistonda ipakchilik korxonalari marketing faoliyatining asosiy maqgsadi
eng yuqori foyda olish asosida kishilar ehtiyojini qondirishga qaratilgan. Lekin bu
tanlov zamonaviy marketing konsepsiyalariga mos emas. Agar korxona uzoq
kelajakni ko‘zlab ish yuritayotgan bo‘lsa, bu holda u mijozlarga qiymat yaratishga
qaratilgan faoliyatni kengroq amalga oshirishi, marketing innovatsiyalariga ko‘proq
sarmoyalar jalb qilishi va bozorda keng tadqiqotlar olib borishi zarur. Bu tadbirlarning
hammasi ishlab chiqarish xarajatlarini ko‘paytiradi va foydaning kamayishiga olib
keladi. Katta foyda olish har gqanday korxonaning asosiy maqsadi, biroq uzoq
muddatli istigbolda samarali faoliyatni ta’minlash uchun an’anaviy “4P”
konsepsiyalari doirasini “4C” konsepsiyalari bilan uyg‘un holda olib borishi va
qo‘shilgan qiymat zanjirini yaratishning mijozlarga yo‘naltirilgan konsepsiyalaridan
foydalanishi lozim.

Korxonalar marketing faoliyatini bozor muhitiga moslashtirish hozirgi vaqtda
eng dolzarb muammolardan biridir. Ipakchilik korxonalarining moslashuvchan savdo
marketingi arxitekturasini shakllantirish, bir tomondan, boshqarish sohasida
marketing vakolatlarining mavjudligi va faoliyat yo‘nalishlarining o‘zgaruvchan
sharoitlariga munosabati bilan bog‘liq bo‘lgan strategik aktivlar to‘plami orqali
amalga oshiriladi. Boshga tomondan, noyob iste’mol qiymatini yaratishni
ta’minlaydigan va barqaror raqobatdosh ustunliklarni shakllantiradigan strategik
resurslar hamda salohiyatdan samarali foydalanish talab etiladi.

Dissertatsiyada savdo tizimidagi marketing elementlari, vositalari hamda savdo
marketingi tizimining salohiyati (ko‘nikma va kompetensiyalar) to‘plami kabi 3 ta
omilning o°‘zaro ta’sir mexanizmlarini o‘rganish asosida strategik yo‘nalishlar
belgilangan. Mazkur amaliyot O‘zbekistondagi yetakchi ipakchilik korxonalarining
vertikal marketing tizimini yaratgan hamda eng yirik ishlab chiqaruvchilardan biri
bo‘lgan “Andijan Silk Co” QKda sinovdan o‘tkazilgan. Korxonalarning savdo
marketingi tizimi, vositalari va salohiyatini 3 ta to‘plamdan iborat omillar majmuyi
tashkil etadi, ular: savdo marketingi tizimining asosiy elementlari to‘plami (F =
fi, f2, f3, - fn), savdo marketingidagi asosiy vositalar to‘plami (A =
a,, ay, as, ... 4, ), savdo marketingi salohiyati to‘plami (K = k4, k,, k3, ... k).

Ushbu to‘plamlar o‘rtasidagi munosabatlarning ichki tuzilishini modellashtirish
quyidagi matritsalarni tuzish yo‘li bilan ekspert baholash usuli asosida amalga
oshirilgan:

1. Savdo marketingidagi asosiy vositalar va savdo marketingi salohiyati
o‘rtasidagi munosabatlar matritsasi {KA} marketing vositalarini shakllantirishda
marketing salohiyatidan foydalanish darajasini belgilaydi:

mlzﬁ=1kai,-

P —— 4.1)

9 m
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bu yerda:

ka;; — j — marketing vositalarini shakllantirishda i — marketing salohiyati
(ko‘nikma va kompetensiyalar)dan foydalanish darajasi;

n — marketing vositalari soni,

m — marketing salohiyatini belgilovchi omillar soni.

2. Savdo marketingi salohiyati (ko‘nikma va kompetensiyalar) to‘plami va
asosily elementlari to‘plami o‘rtasidagi munosabatlar matritsasi {KF} marketing
salohiyatining savdo marketingi tizimini shakllantirishga ta’sir qilish darajasini
belgilaydi:

KE wpn, Sty
g = Tra (42)
bu yerda:

kfi; — savdo marketingi tizimining j — elementini shakllantirishda i — marketing
salohiyatining ta’siri;

r — savdo marketingi tizimining elementlari soni;

m — marketing salohiyatini belgilovchi omillar soni.

3. Savdo marketingi tizimining asosiy elementlari va vositalar to‘plami
o‘rtasidagi munosabatlar matritsasi {FA} savdo marketingi tizimini shakllantirishda
marketing vositalarining ta’sir qilish darajasini aniqlaydi:

sm 12%=1f %ig

FAg == —; 4.3)

m

bu yerda:

faig — savdo marketingi tizimining g — elementini shakllantirishida i —
marketing vositalarining ishtiroki;

n — savdo marketingi tizimi elementlari soni;

m — marketing vositalari soni.

Savdo marketingi tizimi moslashuvchanlik darajasining yakuniy ko‘rsatkichi
quyidagi formula bo‘yicha hisoblanadi:

_ KageEmeRA
Yd - (KiAg)™a%+ (K F )% +(F;Ag)Max *100 (44)

(KiAg )™ + (K F)™* + (FAg)™% - hisoblangan  koeffisiyentlarning
maksimal qiymatlari.

Baholash natijalariga Y; qiymatlari asosida insorsing, autsorsing, autstaffing
strategiyalaridan foydalanish imkoniyatlari belgilab beriladi. Bunda quyidagi shartlar
kiritiladi: logistika xizmatlarining avtonom tizimida insorsing (0<Y;<0,15); qisman
logistika xizmatlarida autsorsing (0,16<Y;<0,31); murakkab logistik xizmatlarda
autsorsing (0,32< Y; < 0,65); malakaga erishish uchun tashqi ishchi kuchidan
foydalanishda autstraffing (0,66<Y;<I) strategiyalaridan foydalanish.

Toplamlar o‘rtasidagi munosabatlarning ichki tuzilishini modellashtirish uchun
birinchi bosqichda 3 ta komponent bo‘yicha matritsalar tuziladi. Mazkur matritsalar
asosida har bir to‘plamga umumiy baho beriladi. Keltirib o‘tilgan baholash usuliga
ko‘ra hisoblangan natijalar quyidagicha:

KA, + KF, + F4, 51+ 5,8 + 8,4

- 100 = = 62,42
(KiAg)™ + (K;F})™ + (FAg)mex 84+11,2+ 11,3

Yq
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1

|

|

|

|

|

[ Sintensiv savdo; | [ Tintensiv savdo; | | | - yarmarka savdolart;

| - eksklyuziv savdo; | - eksklyuziv savdo; : | | - supermarketlar;

i | | - ixtisoslashgan do‘konlar;
]

| - arzonlashtirilgan do‘konlar;
| - boshqa turli shakllar;

I' _inklyuziv savdo; | - inklyuziv savdo;
\ \

< Magbul tagsimot tizimlari > ( Magbul tagsimot tizimlari )
2 S S

S1 — mustaqil tarqatish tizimidan foydalanish — tovarlarni

mustaqil yirik ulgurji vositachi ish; ; AT T oo ST .
il bl ullzath @Sl saikdhy Bir darajali kanal — logistika xizmatlarining avtonom tizimi — “insorsing”;

Ikki darajali kanal — qisman logistika autsorsingi;

Uch darajali kanal — murakkab logistika autsorsingi;

To‘rt darajali kanal — integratsiyalashgan logistika autsorsingi;

Besh darajali kanal — “virtual” logistika;

Xodimlarni buyurtmachi kompaniyaning xodimlaridan jalb qilish va ularni
pudratchi kompaniyaning shtatlarida ro‘yxatdan o‘tkazish — autstaffing

|
|
I S2 — cheklangan miqdordagi vositachilarni 0z ichiga olgan
| dilerlik tarmog‘ini rivojlantirish;

| S3 — maksimal miqdordagi vositachilarni jalb qilgan holda,
|

|

|

|

A A

dilerlik tarmog‘ini rivojlantirish;

S4 — bir vaqtning o°zida mustaqil distribyutorlarni jalb qilgan
holda, o°z tarqatish tarmog‘i orqali tovarlarni sotish;

S5 — ko‘p kanalli tarqatish tizimlaridan foydalanish

|
|
|
|
I Mijozlar bazasini shakllantirish
|
|
|
|

6-rasm. Ipakchilik korxonalarining tagsimot kanallarida qo‘shilgan qiymat yaratishga asoslangan savdo marketingi
arxitekturasi'®

19 Muallif ishlanmasi.
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Baholash natijalari “Andijan silk co” QKning savdo marketingi arxitekturasini
samarali qurish uchun tahlil natijalaridan kelib chigqanda, murakkab logistik
xizmatlarda autsorsing (0,32<Y d< 0,65) strategiyasidan foydalanish orqali samarali
savdoni amalga oshirish taklif etiladi.

Muallif tomonidan korxona rahbariyatining maqgsadli bozor to‘g‘risidagi
bilimlar tizimini shakllantirish, axborot texnologiyalarini o‘zlashtirish, tarkibiy
bo‘linmalarning marketing harakatlarini rivojlantirishga alohida e’tibor qaratishi
kerak, degan xulosaga kelingan. O‘zaro hamkorlik strategiyasini ishlab chiqishning
biznes darajasi ikki sohani qamrab oladi: biznesda o‘zaro munosabatlar strategiyasi
va raqobat strategiyasi.

O‘zaro munosabatlar strategiyasi ishlab chiqaruvchi, distribyutor va chakana
sotuvchining bozorni tanlash, sotish shakli, tarqatish tizimi va sotish kanallari,
logistika xizmati tizimi va mijozlar bazasini shakllantirish sohasidagi yo‘nalishini
belgilaydi (6-rasm)

Ma’lumki, ipak mahsulotlariga bo‘lgan talab jahon bozorlarida yuqori
hisoblanadi. Ipakchilik mahsulotlarini ishlab chigarishning rivojlanishi asosida
eksport ko‘lamining kengayib borishini ham prognoz modellar orqali aniqlash
imkoniyati mavjud. Ipakchilik mahsulotlari o‘zining tabiiyligi va shaffofligi, ekologik
va biologik jihatdan inson tanasiga ta’sirining kamligi mazkur mahsulotlarga bo‘lgan
talabning shakllanishidagi asosiy xususiyatlardir. Ayniqgsa, ipak matolardan tikilgan
kiyimlar yuqori narx toifasiga mansub bozor segmentlari uchun mos mahsulotlar
hisoblanadi. Shuning uchun mahsulot assortimentini kengaytirish va segmentlar
bo‘yicha differensiatsiyalash kabi strategiyalarning o‘zi eksportni rivojlantirishning
asosiy yo‘nalishidir.

Regressiya modeli asosida ipakchilik mahsulotlari eksportining ishlab
chigarishga bog‘liq ravishda rivojlanishining istigbolli parametrlarini prognozlash
imkoniyati mavjud. P-qiymati 0,05 dan kichik bo‘lgan ishonchlilik darajasi bilan ipak
mahsulotlari ishlab chiqarishni bir-birlikka oshirish natijasida eksport 0,4 foizga
o‘sishi aniqlandi. Statistik ma’lumotlar asosida aniqlangan logarifmik funksiya
quyidagicha:

Doy = €507  [CHO405 (4.5)

R% = 0,879 ; p(ex) = 0,00005; p(ICH) = 0,00000

Olingan logarifmik funksiya asosida eksportning rivojlanishini prognozlash
uchun mahsulot ishlab chiqgarish hajmining davriy rivojlanishini prognozlash amalga
oshirilgan. Bunda ishlab chiqarilgan mahsulot turlari va assortimentiga ko‘ra, prognoz
qiymatlar asos qilib olinadi. Har bir mahsulot turlari bo‘yicha 2023-2027-yillarda
o‘rtacha o‘sish darajasi 1,8-martani tashkil etgan. Qiymat ko‘rinishida rivojlanish
dinamikasini prognozlash uchun quyidagi chiziqli funksiyadan foydalanilgan:

ICH, = 33,252t% — 322,81t + 631,48 ; R* = 0,9309; (4.6)

(3.3) funksiya asosida ‘“O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida
ipakchilik faoliyati jarayonlari dinamikasiga ta’sir etuvchi omillarning davriy
rivojlanishiga ko‘ra, ekonometrik modellashtirish asosida 2027-yilga qadar mahsulot



ishlab chiqarish va eksport hajmining prognoz ko‘rsatkichlari natijalari 7-rasmda
keltirilgan.
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0 0
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mmmm Mahsulot ishlab chigarish, mlrd so‘m === Ipak mahsulotlarining eksport hajmi, mln AQSh dollari

7-rasm. “O‘zbekipaksanoat” uyushmasi tarmoq korxonalarida mahsulot
ishlab chiqarish va eksport hajmining 2027-yilgacha bo‘lgan prognoz
ko‘rsatkichlari?

Prognoz natijalariga ko‘ra, “O‘zbekipaksanoat” uyushmasi tarmoq
korxonalarida ipakchilik faoliyati jarayonlari dinamikasiga ta’sir etuvchi omillarga
ko‘ra hamda mahsulot ishlab chiqarishning natura qiymatlarini oshirish orqali 2027-
yilga qadar eksport hajmining yuqori darajada o‘sishi kuzatiladi. 2023-yilga nisbatan
2027-yilda ipakchilik mahsulotlari ishlab chiqarish hajmi 1,8-marta, eksport esa 1,9-
martaga o‘sadi. Eksport tarkibida yarimtayyor mahsulotlar ulushi 2023-yilga nisbatan
2027-yilda 22 foiz, tayyor mahsulotlar ulushi esa 36 foizga oshadi. Umuman olganda,
barcha turdagi mahsulot ishlab chiqarishni kengaytirish orqali ipakchilik
korxonalarining jami eksporti 2027-yilda 184,8 mln AQSh dollarini tashkil etadi.

XULOSA

Olib borilgan tadqiqot natijalari asosida quyidagi xulosalarga kelindi:

1. Tovarga yo‘naltirilgan marketingdan (1.0.) mijozga yo‘naltirilgan
marketingga (2.0.), keyingi tendensiya insonga yo‘naltirilgan marketingga (3.0.),
marketing (4.0.) esa ragamli texnologiyalardan foydalanish asosiy mijozlar bilan
samarali kommunikatsiya imkoniyatini oshirishga qaratilgan bo‘lsa, marketing (5.0.)
jismoniy va ragamli kommunikatsiya nuqtalarini umumiy marketing konsepsiyalariga
biriktirish va ragamli transformatsiyaga qaratilgan. Marketingning mijozlar va
texnologiyalar taraqqiyoti darajasida turli konsepsiyalari shakllandi va rivojlandi.
Biroq barcha konsepsiyalarda ma’lum bir umumiylik bor: u ham bo‘lsa, “cheksiz
ehtiyojlarni eng samarali usullarda qondirish” muammosini aynan marketing hal eta
olishidir. Mijozlarga qiymat yaratishga qaratilgan marketing faoliyatini
boshqarishning ilmiy-uslubiy asoslarini sanoat tovarlari, jumladan, ipakchilik sanoati
uchun ham shakllantirish ustuvor yo‘nalish sifatida qaralishi lozim.

20 Muallif ishlanmasi.
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2. Marketingni boshqarish funksiyalari zamonaviy sharoitda korxonalarning
innovatsion faoliyatini rivojlantiradigan, innovatsion sikl davomida mijoz bilan
o‘zaro hamkorlikni amalga oshiradigan boshqaruvini tashkil etishdan iborat. Shu
bilan birga, tarmoq va sohalar marketing tizimlari subyektlari bilan o‘zaro
munosabatlarning ko‘p formatli modelining integratsiyalashgan marketing
imkoniyatlaridan foydalanish zamonaviy marketing boshqaruvining asosiy
metodologik yondashuvi bo‘lishini talab etdi.

3. Marketingni tashkil etishda ishlab chiqarish tuzilmasi marketing vazifalariga
bo‘ysunuvchan holatda bo‘ladi: asosiy hisoblangan “qo‘shimcha qiymat’ning
olinishini esa ishlab chiqarish emas, aynan marketing ta’minlab beradi. Nomoddiy
aktivlar biznesi qiymatlari (brendlar, tovar harakati zanjiri, servisi, texnologiyasi, nou-
xau), ishlab chiqgarish ustidan hukmronlikni fagat marketing boshgara oladi.

4. Marketing faoliyatini boshqarish esa marketing magqsadlarini belgilash,
marketing rejalarini ishlab chiqish, marketing usullari va vositalarini tahlil qilish,
marketing xizmatining tashkiliy tuzilmasini loyihalash va ishlab chiqish, shu
jumladan, ularning faoliyatini tartibga soluvchi hujjatlarni (buyruqlar, ko‘rsatmalar)
ishlab chiqish, harakatlarni muvofiglashtirish kabi tartiblarni o‘z ichiga oladi.
Marketing muammolarini hal qilishda resurslar va marketing natijalarini nazorat
qilish marketing bo‘lmagan bo‘linmalarning asosiy vazifasi hisoblanadi.

5. O‘zbekistonda pillachilik klasterini tashkil etishda korxonalarning hududdagi
asosly, an’anaviy (masalan, tut niholi va ko‘chati yetishtirish, ipak qurtini ko*paytirish
va boshqalar) iqtisodiy faoliyat turlari bilan bir qatorda, yangi — tut choyi, gilam va
gilam mahsulotlari ishlab chiqarish kabi noan’anaviy faoliyat turlariga ham e’tibor
qaratilmoqda. Bulardan ipak qurti yetishtirish va ipakni gayta ishlashni o‘z ichiga
oluvchi sanoat o‘ziga xos tarmoq bo‘lib, butun dunyo bo‘ylab keng tarqalgan va 60
dan ortig mamlakatlarda mavjud bo‘lgan, yuqori bandlik salohiyatiga ega hamda eng
daromadli tarmoq hisoblanadi. Ipak o‘zining nafisligi, nozikligi va ekologik tabiati
tufayli bozorda ehtiyoji yuqori bo‘lgan mahsulotdir.

6. “O‘zbekipaksanoat” uyushmasi tashkil etilgan 2017-yilda mamlakatimizda
pillani gayta ishlovchi korxonalar soni 19 ta bo‘lgan. Bugun ularning soni 75 taga yetdi.
Korxonalarning birortasi ham past rentabellilar ro‘yxatiga kirmaydi, nolikvid ham emas.
Aksincha, ular to‘lov qobiliyatiga ega ishlab chiqarish subyektlari hisoblanadi. Ipakchilik
korxonalarining rentabellik ko‘rsatkichlari 1826 foizni tashkil etadi.

7. Korxonaning kommunikatsiya siyosati uning magsadli bozorga yo‘naltirilgan
marketing strategiyasining tarkibiy qismi sifatida garalishi va aniq magsadli
auditoriyaga yo‘naltirilishi lozim. Korxonaning kommunikatsiya siyosatini ishlab
chiqishda tanlagan maqgsadi bozor doirasida mahsulotning integrallashgan marketing
kommunikatsiyasi magqsadlarini aniq belgilashi lozim. Ipakchilik korxonalarining
murakkab va raqobat muhitining kuchayishi, mijozlar istaklari va ehtiyojlarini
qondirish va ular bilan uzoq muddatli munosabatlarni rivojlantirish uchun aynan
integrallashgan marketing kommunikatsiyalaridan foydalanish zarur.

8. Korxona kommunikatsiya magqsadiga erishish uchun nafaqat real
kommunikatsiya kanallari, balki virtual bozorlarda ishlashi kerak. Internet-marketing
imkoniyatlaridan keng foydalanish (onlayn do‘konlar, tematik portallar, forumlar,
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jjtimoly tarmoqlarda reklama, o‘quv vebinarlari tashkil etish, masofaviy qo‘llab-
quvvatlash xizmatlaridan foydalanish) sinergiyaga erishishning asosiy vositalaridir.

9. Korxona bozorda nafaqat o‘z tovarlari imijini oshirish, balki integrallashgan
marketing kommunikatsiyasi vositalarini korxona imiji bilan mutanosib ko‘rishni
ham nazarda tutishi lozim. Unga, asosan, real bozorda ishlaydigan ma’lum
kommunikatsiyalar majmuasini birlashtirish orqali erishiladi.

10. Ipakchilik mahsulotlarining assortimenti keng va mahsulot turlari ko‘p
bo‘lganligi sababli korxonalarda marketing bo‘limlari assortimentli va nisbatan bir xil
bozorlarda faoliyat ko‘rsatayotgan korxonalar marketing bo‘limlari tovarga
yo‘naltirilgan shaklda tashkil etilishi magsadga muvofiq.

11. Marketing MIKSning zamonaviy yondashuvlari asosida ipakchilik
korxonalarining marketing faoliyatini takomillashtirish bo‘yicha marketing MIKS
strategiyalarini ishlab chiqishni asosiy yondashuv sifatida gabul qilish talab etiladi.

12. O‘zbekistonda ipakchilik korxonalari marketing faoliyatining asosiy
magqsadi eng yuqori foyda olish asosida kishilar ehtiyojini qondirishga qaratilgan.
Agar korxona uzoq kelajakni ko‘zlab ish yuritayotgan bo‘lsa, bu holda u mijozlarga
qiymat yaratishga qaratilgan faoliyatni kengroq amalga oshirishi, marketing
innovatsiyalariga ko‘proq sarmoyalar jalb qilishi va bozorda keng qamrovli
tadqiqotlar o‘tkazishi lozim. Uzoq muddatli istigbolda korxona samarali faoliyatni
ta’minlash uchun marketing faoliyatining an’anaviy “4R” konsepsiyalari doirasini
“4S” konsepsiyalari bilan uyg‘un holda olib borishi zarur.

13. Ipakchilik korxonalarining tovar strategiyasini takomillashtirishning asosiy
yo‘nalishi maqsadli assortimentni shakllantirish va uning optimal to‘plamini
yaratishdir.
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BBE/IEHUE (AHHOTamus AuccepTanum JOKTOpa HayK (DSc))

AKTYaJIbHOCTh M BOCTPe0OOBAaHHOCTH TeMbl auccepranuu. CroxHas
reonoJUTUYECKass CHUTyalluss B CTpaHaxX MHUpAa HE IO3BOJSET IPOU3BOAUTEISIM
MPOMBIIIIEHHON MPOIYyKIIMKU CBOOOIHO JIEMCTBOBATH Ha LI€JIeBOM phIHKE. Bee Oonee
00OCTpsIONIMECs MEXKIyHapOAHblE M HAIMOHAJbHbIE KOHKYPEHTHBIE YCIIOBUS
TpeOyI0T OT TMPOU3BOAUTENICH MPUMEHEHUS HOBBIX U COBPEMEHHBIX CPEICTB
KOHKYPEHTHOU 00phObl. B mpon3BOJCTBE KPYMHBIX OPEHIIOBBIX KOMIIAHUN JIETKOMN
MPOMBINIJIEHHOCTH ~ MCHOJB3YIOTCS  d(PGhEKTUBHBIE  KIMEHTOOPUCHTUPOBAHHBIC
MAapKETUHTOBBIE CTPATETUH KAK UCTOYHUK SKOHOMUYECKOT0 pocTa. Oxugaercs poct
o0beMa MPOU3BOJICTBA MUPOBOTO phIHKa mienka 1m0 22,1 mapa. gomnapo CIIA k
2027 rony, kotopsiil B 2020 roay onenusaics B 14,1 mupa. nomnapos CIIA, TeMmnb
pocta B 2020-2027 rogax IporHO3UpyIOTCs Ha ypoBHE 6,6 mpouenTos.?! Tenaenuun
pa3BUTHs IIEJTKOBOM OTpaciy YKa3bIBAalOT Ha HEOOXOJUMOCTh HEMPEPHIBHOTO
COBEPIIECHCTBOBAHUS METOJOJIOTUM YIPABIEHUS MApPKETUHIOBOM JEATEIBbHOCTHIO
MPEINPUITUN.

B MupoBoil TEKCTHIBLHOW MNPOMBIIUICHHOCTH TPOBOMASTCS PsAJl HAYYHBIX
MCCIIEJOBAHUM IO U3YUYEHHIO OCHOBHBIX TEHACHUMN YBEJIIMYEHHMS CIIPOCAa HA WIEJIK,
W3MEHEHUsI TEHJEHIMM MOJABl M YBEJIUYCHHUS IOKYIATeIbHOM CIOCOOHOCTH B
pa3BHBalolMXCcs cTpaHax. MccienoBanue oTpacieBbiX 0COOEHHOCTENW U MPUHIIUIIOB
pa3BUTHSA  INICJIKOBOM  TMPOMBIIUICHHOCTH,  pa3pab0Tka  WHHOBAIIMOHHBIX
KJIMEHTOOPUEHTUPOBAHHBIX MapKETUHTOBBIX CTpaTerui, BHEJIPCHHE
WHHOBAIITMOHHOTO MapKETUHIOBOTO YIpaBIeHUs, (OPMUPOBAHNE MUPOBBIX OPEHIOB
B MHAYCTPUM IIEIKOBOM MOJbI, yINpaBlieHHe OW3HEC-MpOIecCaMd Ha OCHOBE
koHuenuui «Mapketusr 4.0.» u «Mapketusr 5.0.», UICTIOIB30BaHUE MAPKETUHTOBBIX
crtpareruii «4C» mpu OpraHu3alvi B3aMMOOTHOUIEHWW C KIHWEHTAMH SBISIOTCS
MIPUOPUTETHBIMU HAIPABICHUSIMUA HAy4YHBIX HCCIICIOBAaHHM, MPOBOJUMBIX B ITOMU
00JacTH.

B V306ekucrane npoBoAsTCS MaciITaOHbIe MEPHI, HallpaBJICHHbIEC HA yTiyOieHue
HKOHOMHYECKUX PedopM B IIETKOBOM OTpaCiH, CO3JaHUE OJaronpHusTHBIX YCIOBHMA
JUISL  TIPUBJICUYEHUS] WHOCTPAHHBIX HWHBECTHIIUN, CTPOUTEIbCTBA HOBBIX U
MOJIEpPHU3AINH CYIIECTBYIOIIUX NPEANPUATUN, YBEIUUYEHHS] 00EMOB MTPOU3BOICTBA
U nuBepcudukanuy BoCcTpeOOBaHHON U KOHKYPEHTOCIIOCOOHON Ha MUPOBOM PBIHKE
roroBoil npoaykiuu. YkazoMm [Ipesunenra Pecniyonuku Y36exkucran NeVII-60 ot 28
auBaps 2022 roga «O crpateruun pasutus HoBoro Y3bekucrana na 2022-2026
roJlbl» B KayeCTBE CTPATErMYECKON 3aJadyd OMNPENENICHO «YBEIMYEHHUE DKCIIOPTa
HIETTKOBOM MPOAYKIUU 10 95 MiH. nos1apoB CILIA»?>. B 3T10ii CcBSI3M TpedyeTcs
MIPOBEJECHNUE HAYYHBIX HCCIEIOBAHUN IO MO3TAITHOMY IMEPEXOAY K KIACTEPHOMY
METO/y OpraHu3aly [POU3BOACTBA WIEIKOBOM MPOAYKIMU B Y30€KUCTaHe,
CO37aHUI0 COOCTBEHHON KOPMOBOW 0a3bl MPEANpHUsATHI MO nepepaboTke KOKOHOB,
ITUPOKOMY BHEAPECHHUIO WHHOBAIIMOHHBIX TEXHOJOTHH BBIpAIIUBAHUS KOKOHOBOTO

2 Lian, R. T., & Chen, C. (2019, July). Analysis of the Status Quo and Problems of Sichuan Silk Export. In 5th Annual
International Conference on Management, Economics and Social Development (ICMESD 2019) (pp. 284-288). Atlantis
Press

2P ndopmanua MexgyHapogHoro corosza snektpocssasu (ITU) — www.itu.int
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CBIpbSl U TIIyOOKOW mepepadoTKe M0 IKCHOPTHOM TOTOBOM MPOIYKUIHUU C BBICOKOM
100aBJIEHHON CTOMMOCTBIO, pa3pabOTKe CTpaTeruil MHHOBALIMOHHOTO Pa3BUTUS U
COBEpILIECHCTBOBAHUS YINPABICHUS MapKETHUHIOBOM JIESITENIbHOCTHIO IIEITKOBBIX
NPEeANPUATANA MyTeM MPOBEACHUS YITyOJIeHHBIX MAapKETUHTOBBIX MCCIIECOBAaHUN Ha
MEXIYHApPOIHBIX PhIHKAX.

JlaHHOE NMCCEePTALMOHHOE HCCIIEIOBAaHUE B OIPENCICHHON Mepe CIOCOOCTBYET
BBITIOJIHEHHIO 3a/1a4, HaMeueHHbIX B Ykazax [Ipesunenta PecnyOnuku Y30exuctan
NeVTII-60 ot 28 siuBaps 2022 roga «O ctpareruu pazsutus HoBoro Y30ekucrana Ha
2022-2026 rogp», NeVII-85 ot 1 utonsa 2023 roga «O IONOJHUTEIBHBIX MEpax MO
NoJJIepKKe HaJIOMHUYECTBA B c(epe MIETKOBOACTBA U JIaJbHEHIIIEMY PacIIMPEHUIO
KOPMOBOM 0a3bl 15 BeIpaluBaHus menakonpsaay, NeYII-6059 ot 2 centadps 2020
roga «O mepax Mo JajapHEHIIeMy Pa3BUTHIO IIEIKOBOJCTBA M KapaKyJeBOJICTBA B
PecniyOnuke Y36ekucran», B mocraHoBieHusx Nelll1-4567 ot 17 suBaps 2020 rona
«O [OMONHUTENBHBIX MEPAX MO PA3BUTHIO KOPMOBOM 0a3bl TYTOBOTO HIEJIKOMNPS/IA B
menkopogueckorn — orpacim», NelllI-4411 or 31 wronma 2019 roma «O
JOTIOHUTENIBHBIX Mepax [0 pa3BUTHIO TIyOOKOW mepepabOTKH B IIEIKOBOU
orpacnm», NelllI-4047 ot 4 nexadps 2018 roga «O MONMOTHUTEIBHBIX MeEpax IO
MOJJIEPKKE YCKOPEHHOT'O Pa3BUTHS HIEIKOBOM oTpaciiu B pecmyonukey, NeI1I1-3910
or 20 amrycra 2018 roma “O mepax no panpHeHieMy 3Gh(EKTUBHOMY HCIOJb-
30BaHHUI0 HMEIOIIMUXCSA BO3MOXKHOCTEH IIEJIKOBOM OTpaciu B peECIyOsHKe», B
[I'ocynapctBenHOM cTpaTteruueckord rmnporpamme CTparerusi pa3BUTHS HOBOIO
V36ekucrana (2022-2026 ronapl) ¥ APYruX HOPMATHUBHO-NIPABOBBIX aKTaxX 3TOH
cthepsl.

CooTBeTcTBHE HCCJIEOBAHUS TPHOPUTETHBIM HANPABJIECHHUSIM PA3BUTHA
HAYKH W TEeXHOJIOrui pecmy0JuKHu. J[aHHOE HAayyHOE HCCJIEIOBAHUE BBINOJHEHO B
COOTBETCTBUM C TIPUOPUTETHHIM HAMpaBlICHUEM pa3BUTHA HAYKM W TEXHOJOI'MA
pecyOnuku I. «JlyXOBHO-HPaBCTBEHHOE U KYJIBTYPHOE Pa3BUTHE JEMOKPATUYECKOTO U
MPaBOBOr0O 00IIECTBA, (POPMUPOBAHNE MHHOBALIMOHHOM SKOHOMUKI.

O030p 3apy0eXHBIX HAYYHBIX HCCJEIOBAHMII MO TeMme AHMCCepTAlMH>,
HccnenoBanus Mo COBEPIIEHCTBOBAHUIO METOAOJIOTUN YIIPaBICHUSI MAPKETUHTOBOM
JESTENbHOCTPIO Ha WIEJKOBOJYECKUX MPEANPUATHUAX TPOBOASATCS B BEAYLIUX
HAyYHBIX IEHTPaX U BBICIIUX 00pa30BaTENbHBIX YUPEKICHUAX MHUPA, B YaCTHOCTH
Johns Hopkins University, Harvard University, Framingham State University
(CIIIA), Cambridge University (BenukoOpuranus), Beijing Institute of Fashion
Technology (Kwuraiif), Vikram University (Muaus), Tamil Nadu Agricultural
University (Manust), Kyoto University (Anonus), Comilla University (banrnaaenr),
Yildiz Technical University (Typuust).

Ha ocHOBe mpoBeNEeHHBIX B MHpPE HAYYHBIX HCCJEJIOBAHUNA MPOBOJUINCH
MCCJIeI0BaHUSI, HAITPABJICHHbIEC HA PA3BUTHE LIEITKOBOM MPOMBILIIEHHOCTH, CO31aHHE

23 Dissertatsiya ishida quyidagi bir qator xorijiy ilmiy tadqiqotlar va iqgtisodchi olimlarning ilmiy tadqiqotlaridan
foydalanilgan: The Digitalization of the World: From Edge to Core. An IDC White Paper-#US44413318. International
Data Corporation; Nov 2018, www.itu.int, www.forrester.com, www.capgemini.com, mitsloan.mit.edu, eng.kist.re.kr,
www.cnet.com, www.nielsen.com, www.kantar.com, accenture.com, www.mckinsey.com, WWww.ipsos.com,
www.gfk.com, www.bcg.com, www.icee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com,
www.oracle.com
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BEPTUKAJIBHBIX HHTETPAIIMOHHBIX CUCTEM, HCIIOJb30BAHUE COBPEMEHHBIX METOOB
npojax M 3(PQPEeKTUBHOrO YNpaBIEHUS IEMOYKONW TOCTABOK IIETKOBOJYECKUX
NPEeANpUATANA, YIOPABICHUE MAPKETUHTOBOW JIE€SATENbHOCTBIO TMPEANPUITHI U
co3JaHue CTOMMOCTH B IlelOYke J00aBleHHOM croumocTH. B wyacTHOCTH, B
pe3ynbTaTe IMPOBEACHHBIX B MHUPE HCCIEIOBAHUNA IO COBEPILIEHCTBOBAHUIO
METO/IOJOTUU YIPABICHUS] MApPKETUHIOBOM JIESITEIbHOCTHIO HA IIEITKOBOJYECKUX
NPEeANpUATUAX ObUTH UCCIE0BaHbl HAYYHO-METOJ0JIOTMYECKIE OCHOBBI YIIPABIICHHUS
MapKETUHTOBOW JI€ATEIbHOCTHIO HAa TPOMBIIIIEHHBIX npeanpustusix (Johns Hopkins
University, CIHIA); pa3paGoTanbl HHHOBallMOHHBIE CpeAcTBa  LU(PPOBOH
TpaHchopMalMi MapKeTUHTOBOM nearensHocTH npeanpustuil (Harvard University,
CIIA), ycoBepHIeHCTBOBAaHbI ~ METOAOJOTUYECKHE  OCHOBBI  3(PPEKTUBHOTO
UCIIOJIb30BaHUSI MAPKETHMHIOBBIX MCCIIEIOBAHUM Ha PBIHKE IIETKOBBIX W3IEIHi
(Framingham State University, CIIIA), u3yueHbl Hay4YHO-TEOPETHUUYECKHUE OCHOBBI
MapKETUHIOBOTO MEHEKMEHTa MO MPOMBIIUIEHHOMY MapKeTUHTY W pbiHKY B2B
(Cambridge  University, = BenukoOpuTanusi),  TpOBEACHBI  HCCIEIOBaHMUS,
HaIpaBJICHHbIE HA OCYLIECTBJICHHE MPOM3BOJCTBA IIECJIKOBBIX HM3ICIHUA C y4ETOM
MupoBbIx TeHaeHuud monbl (Beijing Institute of Fashion Technology, Kwurait),
MPOBEJICHbl KCCIIEOBAaHUS IO COBEPIIEHCTBOBAHUIO TOPrOBO-MAPKETHUHIOBOM
uHppacTpykTypsl 1menkoBod npoxaykuuu (Vikram University, Muaaus), npoBeaeHbl
UCCJIEeIOBaHUS MO pa3pabOTKe MEXaHU3MOB CO3JaHUsl BBICOKOW J100aBICHHOM
CTOMMOCTH Ha OCHOBE 3(P(HEKTHUBHOM mepepadOTKu MmeaKOBUYHOTO chipbd (Tamil
Nadu Agricultural University, Uuaus), u3yueHbl MeXIyHaApOJHBIM PHIHOK ILIETKa U
tengeHuu ero pazsutus (Kyoto University, SAnonus ), BbIsIBI€HBI 001IME TPOOIEMbI
cTpaH Mupa Ha pbiHKe MmenkoBeix m3Aenuil (Comilla University, banrmanermn),
OTpeJIeieHbl METOJbl W KOHKPETHBbIE HalpaBieHUs (QOpMUpOBaHUS cHpoca Ha
1IeJIKoBbIe u3nenus B 3apyoexxubix crpanax (Yildiz Technical University, Typuus).

B pa3nuyHBIX = HAy4YHO-UCCIENOBATEIbCKUX  LEHTpaX U BBICIIUX
00pa30BaTeIbHBIX YUYPEKICHUSX MHUpaA IMPOBOJATCS HUCCIEIOBAHUS MO PEIICHUIO
npo0seM, CBSI3aHHBIX C YNpPaBIEHUEM MApPKETUHIOM B MIEJIKOBOM OTpaciu, B
YaCTHOCTU TMPOBOJSATCS HCCIEAOBAHMS 10 COBEPIICHCTBOBAHUIO METOJIOJIOTHH
pa3pabOTKM MAapKeTUHTOBOM CTpAaTEeTMX ULIEJIKOBOM MPOAYKIMH, TOBBIIICHUIO
(G ()EKTUBHOCTH yIpPaBICHUS PHIHOYHON NEATEIbHOCTBHIO MPENNPUSTUH, CO3/IaHUIO
LEMOYKH JO0OaBIEHHOW CTOMMOCTH B IIEJIKOBOW MPOMBIILIEHHOCTH, YBEIHMYEHUIO
HKCIOPTHBIX BO3MOXHOCTEW, JMBEpCU(DHUKAIMU MPOAYKIMH MYTEM NPUMEHEHHUS
WHHOBAIMOHHBIX TEXHOJOTUN B IIEIKOBOJCTBE, MCIOJIH30BAHUIO MHHOBAIIMOHHBIX
METO/IOB TMPOU3BOJCTBA M COBITA IIEJIKA M IIEJTKOBBIX H3ENHUMA, BHEAPEHUIO
koHuenui «Mapketusr 4.0.» u «Mapketunr 5.0.» B ynpaBlIeHMH MapKETUHIOBON
JESTENbHOCTBIO HA TMPEANpUITHSX U pa3pabOoTKe WHHOBAIMOHHOW CHUCTEMBI
yHpaBiieHUs MPOOJIEMHBIMU PHIHKAMH.

Crenenb u3ydyeHHOCTH mpodjembl. HayuHo-TeopeTHueckue acneKThl
METO/IOJIOTUU YNPABICHUS MApKETHMHTOBOM AESTENbHOCTHIO MPEANPUITHI ObLIH
noipoOHO OCBENIEHBI B pad0TaX MHOTUX 3apyOeKHBIX YUEHbIX, Takux kKak Ansoff I.,
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Day G.S., Shoker A.D., Srivastava R.K., Kotler P., Kartajaya H., Setiawan I., Porter
M.E., Kumar N., Robertson T.S., Gatingon H., Uebster F. u npyrux yuensx>*,

Bormnpocs! ynipaBieHUss MApKETHHTOBOM JIESITEILHOCTHIO HA IPEATPUITUSAX ObLITH
HCCIIeIOBaHbl B Hay4yHBIX paborax ydeHblx cTpaH CoapyxkectBa HezaBucuMBIX
I'ocynapcts, Takux kak barues I'.JI., I'alinaenko T.A., becnanbko B.A., beikoBckas
N.B., Ilnotaukos C.b., Ilonuepun B.M., I'yceB A.B., UcaeBa E.B., KonecHukos
A.M., Tonotosa H.JI., Mouceesa H.K., Konsimesa M.B., [Tankpyxun A.Il., TpeTpsik
O.A., Pe6sizuna B.A., Betposa T.B.?°

Bomnpockr COBEPIICHCTBOBAHUS Hay4YHO-METOJI0JIOTUUECKUX OCHOB
OpraHu3alliy, YOpaBICHUS MApPKETUHTOBOW JEATEIBHOCTHIO M HCIOJIB30BaHUS
MapKETHHTOBBIX CTPATETHi Ha MPEANPUATUSIX Ha OCHOBE COBPEMEHHBIX KOHIICTIITUI
ObUTM M3y4YeHbl B HAYyYHO-HCCIEIOBATEIBCKUX paboTax YYEeHBIX 3KOHOMHCTOB
V30ekucrana, takux kak AkpamoB T.A., bexmypomo A.Ill., bonrabaes M.P.,
HNkpamo M.A., CanumoB C., ConueB A., XakumoB 3.A., Dpramxomkaesa 1. /Ix.,
Ilapudxomxaes V.V., IOcynos M. u apyrux?®. OnHako B 5TUX MCCIEJOBAHUAX HE
yACJIEHO JOCTATOYHOTO BHUMAaHUS BOIMPOCaM pa3pabOTKH CTpaTeTWil yMNpaBJICHUS,

2 Ancog¢ 1. Hosas xopriopatusHas crpaterus. Horo-Hopk, Jixon Yaiinu u ceiHosss, 1988 r.; JIsii I'.C., Illokep A.JL.,
HIpusacraa P.K. KimmeHntooprueHTHpOBaHHBIE MTOIXO/IBI K ONPENIENICHUIO0 TOBAPHBIX PHIHKOB // JKypHan mMapKeTHHTa.
1979. Ne 43. Crp. 8-19.; Kotnep, ®unun, XepmaBan Kapramkas u san CetnaBan. Mapketunr 5.0: Texnomorus st
yenoseuectBa. LID Editorial, 2021. Kornep Il., Kapramxas X., CermaBan M. Mapkerunr 4.0: mepexox ot
TpaauIMoHHOTO K I posomy. — John Wiley & Sons, 2016 r., Porter ME Crparerust u Unteprer // Harvard Business
Review, mapt 2001 r., crtp. 62-78.; Iloprep M. Kak KoHKypeHTHble cuibl (opmupytor ctpareruto. URL:
https://hbr.org/1979/03/how-competitive-forces-shape-strategy.; Kymap H. Mapketunr kak crparerus //M3naTeancTBo
TapBapackoii mkonel 6usHeca, bocton. - 2004. - C. 7-9.; Pobeprcon T.C., ['eiitunron X. BiusHue KOHKYpSHIIMU Ha
pacnpoctpaneHue TexHonoruii // XKypHam mapketunra. 1986. Ne50. Ctp. 1-12.; Pomxepc O.M. Baeapenue u
pacrpocTpaHeHre HOBBIX MPOoAyKToB // JKypHan moTpeOutenbckux uccieaopanmii. 1976. Ne 2.; Beoctep @. CoHOBBIN
MIPOMBINIUIEHHBI MapkeTuHra. [lepeBon ¢ anri. - M.: u3z. Jlom ['pedennuxoBa, 2005. — 446 c;;

25 barues I'.JI. u ap. MapkeTuHnr yueOHuk. M. « DxoHoMmuKa», 2001, 73.; Taiinaenko T.A. MapkeTHMHIOBOE yIIpaBJeHHE.
—M., Dkemo, 2008. — 512 c.; Barues, I'.JI. Mapketunr. YueOHuk i By30B. 3-¢ usn. — CII6.: ITutep, 2008. — 736 c.;
becnanpko B.A. Crparerun, ¢opmMbl U MeTOIbl IIEHOBOH M HEICHOBOH KOHKYPEHIMM B TEOPHU U METOMOJIOTHH
npomelnuieHHoro mapketunra. Kpacuomap, KK, 2017. — 240 c.; beixosckas U.B., [Inotauxos C.B., IToguepun B.M.
«K Bompocy ¢dopMupoBaHusi MapKkeTHHTOBOTO Oroyketa» //Mapketunr B Poccuu u 3a py6exxom Ne6 2001 r.; 'yces
A.B., PazButne MeTOIOB BHYTPU(HPMEHHOI'O YIIPaBJICHUSI 3aTpaTaMH Ha MAapKETHHT, JIUC. ... KaHJ. 9KOH. HayK:
08.00.05 / Annpeii Bukroposuu I'yceB. — CII6., 2004. — 152 c.; Hcaesa E.B. Opranuzanus ynpaBieHYeCKOro ydera
MapKETHHTOBOM JeaTeNIbHOCTH Ha npearnpusitan //IIpodnemsl coBpemeHHo# skoHOMuKH. 2006. Ne 1-2. C. 15-22;
Konecuukos A.M., HHonotoBa H.JI., Meronsl ompeneneHus M KOHTPOJSA 3aTpaT B MApKETHUHIOBOM AEATENBHOCTH
npennpusitust// Texuomorust nerkod npomsbiieHHoctd. 2014, Ne 3. C. 16-19; MouceeBa H.K., Konrsimesa M.B.
VYrpaBieHre MapKeTUHIOM: TEOpHsl, MPaKTHKa, WHQOpMalMOHHbIe TexHonoruu: Yued. mocodue / Ilox pen. H.K.
MouceeBoit. — M.: @unaHchl 1 ctatuctka, 2002. — 304 c.; [Tankpyxun A.Il. MapkeTHHT TeppHUTOpUii: COCTOSHUE U
nepcrektuBsl B Poccun /A.I1. Tlankpyxun //Mapkerunr B Poccum u 3a pydexxom. — 1997. — Ne. 2. — C. 83-96.;
Tepemenko B.M. Mapkerunr-tepammsi. CII6., [Tutep, 2004. — 288 c.; Tpetbsk O.A., Pebsizuna B.A., Berposa T.B.
CoBpeMeHHbIE MapKETHHTOBBIE NMPAaKTUKH B Poccum: pe3ynbTaThl SMIHMpHYECKOro uccienoBanusi // Poccuiickuit
KypHan meHemkmenTa. 2015. Tom 13. Ne 1. 2015. C. 3-26;

26 AkpamoB T.A. ABTOMOOWJIb CAaHOATH KOPXOHAJIAPHIa MAPKETHUHT CTPATerusIapuHy TakoMuiamrupun 08.00.11 —
Mapxketunr (ukrucoguér ¢anapu). Ukrucomuér dgannapu noxropu (DSc) muccepranmsicu. TANY, Tomkent, 2018
nun.; bexmypomoB A.Il., Sar Com bBa. Crpateruss pa3BUTHSI TEKCTHJIBHOH TNPOMBIIIIEHHOCTH Y30€KUCTaHa:
Knactepusiit moaxox. Mouorpadus. — T.: TTDY, 2006. — 112 c.; Bonrabaee M.P. V36ekucron Pecny6iukacu
TYKMMAYMINK CAHOATH SKCIIOPT UMKOHUSTIIAPUHH PUBOXIAHTHPHIIIA MapKeTUHT cTpaTteruscy: W.¢.a. mucc. aBroped.
— Towmkent: TJANUY, 2005.-35 6.; CommeB A. by3pykxano C. Mapketunr. bozopurynociuk. —T.: Mkrrcon-momus,
2010. 106 -576 6.; XakumoB 3.A. EHIMi caHOAaT KOpXOHAIApHd Pako0aTOapAOILIUTHHHU OIIMPHII OMHILIApH. —1:,
Hxrucon-momus, 2016 #imr. 216 6.; Dpramxomkaesa 111, Hlapudxyxaes Y. Mapketunrau oomikapunr. Jlapciuk. —
T.:Uxtucomuér, 2019 . 462 6et; FOcynor M., AbaypaxmanoBa M.M. MapkeTunr (kyprasmaiu yKyB Kyuiaama) —T.:
Hxkrucomuér, —2007 — 157 6.
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aJalTUPOBAaHHBIX K COBPEMEHHBIM MapKETHUHIOBBIM KOHILENUUAM NPEANPUITHH,
COBEPIIECHCTBOBAHUS METOJIOJIOTUH YIPABIEHUS MAPKETUHIOBOM JIESITENBHOCTHIO Ha
MPEANPUATHUSAX.

CBs3b TeMbI JUCCEPTALUM ¢ HAYYHO-UCCJICA0BATENbCKON padoToii BbICIIETO
00pa30BaTEJILHOTO Y4YPEXKICHHSA, I/e BbINOJHeHa auccepramus. J[lanHoe
HCCIIEIOBAHUE BBINOJIHEHO B paMKax mnpaktudyeckoro mpoekra Ne OT-®2-050 no
teMe: «lloBbiieHne >()@PEKTUBHOCTH HCMONB30BAHUS METOAOB MOTHUBAIMM B
MAapKETUHTOBOM  JEATENbHOCTH NPEANPUATUN JIETKOM MPOMBILIEHHOCTH» B
COOTBETCTBHUM C TIUJIAHOM HAyYHO-UCCIEA0BATEIbCKUX padboT TalIkeHTCKOro
roCyJJapCTBEHHOTO Y3KOHOMUYECKOT0 YHUBEPCUTETA.

Heab wucciaenoBaHusi — pa3paboTka MPEIJIOKEHUN W PEKOMEHAAIUMN 110
COBEPIIEHCTBOBAHUIO METOJOJIOTUH YIIPABIEHUS MAPKETUHTOBOU JEATEIBHOCTHIO Ha
MPEANPUATUSAX HIETKOBOJCTBA.

3agaum ucciae 0BaHNS:

UCCJIEIOBAHUE CYIIHOCTH, (YHKIMH W HAyYHO-TEOPETUYECKHX AacleKTOB
OpraHM3aluy yIpaBJICHUsS MAPKETUHIOBOW JEATEIIBHOCTBIO IPEATIPUATUL;

M3YYEHHE HAyYHO-METOJOJOTMYECKUX OCHOB  CTpaTerud  yIpaBIICHUS,
aJJalITUBHBIX K COBPEMEHHBIM MAapKETUHIOBBIM KOHLETILIUAM MPEAPUATHH;

CUCTEMATH3allhsl COBPEMEHHBIX MOJENEN  yIpaBlI€HUS MApPKETUHIOBOM
NEATEIbHOCTHIO PEANPUSITHIH;

UCCJIEeIOBaHUE CNEeUM(UKU YNpaBIEHUS MAPKETUHTOBOW JESATEIbHOCTHIO
HIETKOBOAYECKUX MPEANPUATHN;

MIPOBEJCHNE aHAJIN3a TEHACHIUN pa3BUTHSI MUPOBOTO PhIHKA ILETIKA;

pa3paboTKa METOAOJOTMYECKUX MOIXOJ0B K YIPABICHUIO MapKETHHTOBOU
NEATENbHOCTHIO IPEANPUITUI HIETKOBON MTPOMBIIUICHHOCTH;

OLICHKAa TEHJEHLUHW W OIpEeJeJCHUE NEPCINEKTUBHBIX HAINpPaBICHUN pPa3BUTHS
IIEJIKOBOW MPOMBILIUIEHHOCTH Y30€eKucTaHa;

COBEPIIEHCTBOBAHUE METOA0J0TUU 3P(HEKTUBHON OpraHu3alii U yIpaBJICHUs
NEATENbHOCThIO MAPKETUHTOBBIX OT/IEJIOB IIEJIKOBOIYECKUX MPEATNPUSITHIA;

pa3paboTKa NPEIJIOKEHUN IO COBEPIICHCTBOBAHUIO TOBAPHOW CTpaTeruu u
YBEJIMYEHUIO KCIIOPTHBIX BO3MOKHOCTEN MIETKOBOAYECKUX MPEAPUATHN;

co3ganue SPGEKTUBHOW aAPXUTEKTYpbl CHUCTEMBI TOPrOBOTO MAapKETHUHIa
HIETKOBOAYECKUX MPEANPUATHN;

ornpejieieHre MyTed MOBBIIEHUS ()PPEKTUBHOCTU YMHPABICHUS KOMILIEKCOM
MAapKETUHTOBBIX KOMMYHUKAIUI MIEJTKOBOIYECKUX MPEAPUATHN;

pa3paboTka MpeIIOKEHUH U peKOMEHAAIMil 10 COBEPIICHCTBOBAHUIO
METOJOJIOTUM  YIIPABICHUS MAapKETHUHTOBOM JEATEIbHOCTBHIO IIEIKOBOAYECKHUX
MPEINPUITUN.

O0bexkTOM  HMCCIeI0BAHUSl  SBISIETCS  MApKETUHIOBAas  JIESITENBHOCTH
NPEANPUATUN, BXOJAIIMX B  ACCOLUMALMIO  IIEJIKOBOW  IPOMBINUIEHHOCTH
VY30ekucrana.

IIpeameTom ncciie10BaAHUA SBIISIETCS COLMAIBHO-YKOHOMUYECKHE OTHOILLICHHS,
BO3HMKAIOIIME B MPOLECCE COBEPLICHCTBOBAHUS METOHOJIOTUM  YIIPABICHUS
MAapKETUHTOBOM JI€SITENBHOCTBIO MIEIKOBOIUECKUX MPEATNPUITHH.

MeTtoabl ucciaenoBanms. B uccnegoBaTenbckoli paboTe ObUIM MCTIOJIB30BAHbI
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METOJI TPYIIUPOBKU, CTPYKTYPHBIE MOAXOMAbI, CPABHUTEIbHBINA aHAIU3, KOJIUYECT-
BEHHBII aHan3, SKOHOMHUKO-MaTeMaTHYeCKOe MOJEIMpPOBaHUE, MOHOTpaduueckue
UCCJIEIOBAHUSI, PErPECCHOHHBI M KOPPENSLUMOHHBIA aHaln3, CTaTHUCTUYECKHE
HAONIOICHUS,, METOJAbl PEUTUHIOBOW OIEHKM, HAOIIOJEHUs, AaHKETUPOBAHMUS,
HKCIIEPTHOM OLIEHKH, CETMEHTAIUU.

Hayuynasi HoBHU3HA Hcc/ieJ0BAHMSA 3aKII0YAETCA B CIIEIYIOIIEM:

YCOBEPIUICHCTBOBAHO MOHITHE «YIpaBICHUE MAPKETUHIOBOU JIE€STEIbHOCTHION
COTJIaCHO METO/I0JIOTHYECKOMY MOAXOAY KaK “‘COBOKYIHOCTb METOJIOB, MPOLEAYP U
JENUCTBUM, METOI0JIOTUH BBITIOTHEHUS yIIpaBiIeHUECKUX (DYHKUIMN, HAPABICHHbBIX Ha
yIOBJIETBOPEHUE 3aMPOCOB MOTPEOUTENEH Ha OCHOBE ONTUMATIBLHOTO UCTIOIB30BAHMS
PECYpPCOB U BO3MOXHOCTEH MapKETHHTOBOW NEATEILHOCTH ISl JOCTHXKEHUS Liesiel
NPEANPUATHS, CBS3aHHBIX C YCTOMYMBBIM JOKOHOMUYECKHUM pa3BUTHEM U
JOJITOCPOYHON YCHIENTHON A TENbHOCTHIO, TOBBIIIEHUEM PHIHOYHOM JI0JIH U UMUJIKA
COOCTBEHHOTO OpeH/Ia Ha PHIHKEY;

00OCHOBaH  ONTUMAJbHBIM  BBHIOOP  CTpATErMUYECKUX  PEIICHHH 1O
MOJIOKUTEIILHOMY BO3JAeHCTBHIO Ha noito peiHKa (B=0,868) u peHTabenbHOCTH
(B=0,829) u oTpunaTeILHOMY BIUSHUIO HA KOHKYPEHTOCIIOCOOHOCTH (=-0,465) pu
peanuzanuu byHKUMMA yHpaBieHUs MapKETUHTOBOM JESITENbHOCTHIO
HIEJIKOBOJYECKUX MPEANPUITHI 110 METOy, OCHOBAHHOMY Ha MOCJIEI0BATEILHOCTH
oTpeeeHHs] IPOYHOCTHU OTHOLIEHUHN CIOKHBIX CUCTEM;

MPEIJIOKEHO COBEPIICHCTBOBAHUE JIESITEIbBHOCTH OPraHU3allMOHHBIX OT/EJOB,
OCYUIECTBIISIIOIIMX ~ (YHKIUM OpraHu3allMd UM YOpPaBICHHUS MapKETUHIOBOM
JESTENbHOCTBIO MPEaNpusiTUd  Accoluanuu «Y30eKUIakcaHoaT», Ha OCHOBE
napajjieIbHOM  MAapKETHHTOBOM TOJUTUKH  «OTPACIHbTIPEANPUITHEY, 3aKIIO-
Yaronieiicss B JTOCTUKEHUH BBICOKUX MOJIOKUTENbHBIX PE3yJIbTaTOB, ONPEIEICHHBIX
NyTeM CPAaBHUTEIBHON OLEHKH METOAOJOTMYECKMX M MPAKTUYECKUX acCIEeKTOB
JAHHOTO HAMNpPaBJICHUS;

00OCHOBaHbl ~ ONTUMAJbHBIE  MpEJEibl  KCIOJb30BAHUS  OTPACIEBBIX
npeanpusaTusax Accouuanuu «Y30eKurmakcaHoaT», CTpaTeruii HMHCOpPCUHTAa B
aBTOHOMHOM CUCTEME JIOTUCTUYECKUX ycnyT (0<IS<0,15), ayTcOpcUHTa B YaCTUYHbIX
(0,16<450<0,31) n xomiuekcHbiX (0,32<ASy<0,65) NOTUCTUYECKUX CHUCTEMaX,
CUMTAIOIIMXCA  ONTUMAJIbHBIMM  CHCTEMaMH  paclpeliesieHuss B CO3JaHHUU
100aBJIEHHON CTOMMOCTH B apXUTEKTYypE TOPrOBOr0 MapKETHHTA, & TAKXKE CTPATEruu
aytctpaddunra (0,66<ASt<I) npu HCHOJb30BAHUM BHEIIHEH pabouel CUIbl IS
JOCTUXKEHHUSI KOMIIETEHTHOCTH;

MPOBEJICHA OLIEHKA ITPOTHO3HBIX MOKa3aTeseil 00beMa Mpou3BOACTBA U SIKCIIOPTA
npoaykiuuu 10 2027 roma Ha OCHOBE 3KOHOMETPHYECKOTO MOJEIMPOBAHUS
B3aMMOCBSI3U (AKTOPOB, BIUSIOIIMX HA JMHAMHUKY MPOLIECCOB IIETKOBOAYECKOM
JESTEIHHOCTU C MAPKETUHIOBBIM YIIPABICHUEM.

IIpakTnyeckuii pe3yJbTaT MCCAEI0BAHUS 3aKITI0YAETCS B CICAYIOIIEM:

BBISIBJICHBI BHELTHUE U BHYTPEHHUE (PAKTOPBI, BIUAIOIINE HA pa3BUTHE MpoIecca
yIPaBJIECHUS MAPKETUHIOM B JESTEIbHOCTU IIETKOBOIYECKUX MPEATPUATUN;

pa3paboTaH  METOJOJOTMYECKUA  MOAXOA K  HIpoLeccy  YIpaBieHUs
MapKETUHIOBOM  JICSITEIbHOCTHIO  IIEJIKOBOAYECKUX  MPEANPUATAA U €ro

COBCPIHICHCTBOBAHHNIO HA OCHOBC NHTCTPHUPOBAHHBIX MAPKCTHHI'OBBIX MHCTPYMCHTOB;
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MPEII0KEHA KOHIIEMIMS B3aMMOOTHOIICHUNH HA OCHOBE OIEHKHM KOHKYPEH-
TOCIIOCOOHOCTH TPOJIYKIIUU IIETKOBOJUECKUX TMPEANPUATANA M HUCIOJIb30BaHUS
METOJI0JIOTUH YIIPABICHUS MAPKETUHTOM;

MPEIJIOKEHBl  pPhIYar  MHTETPUPOBAHHOIO  KOMIUIEKCA  MApPKETHHIOBBIX
KOMMYHHUKALMN 11 KOOPAMHALIMU PECYpPCOB, MOTHMBAIMOHHBIX HMHCTPYMEHTOB H
KOMMYHHUKAIIMOHHBIX KaHAJIOB CUCTEeMbl A((PEKTUBHBIX CBSI3€H IIEITKOBOIYCCKUX
NPEINPUITUI C KIIUCHTaAMU;

MOKa3aHbl IMyTH TOBBIMIEHUS S()PEKTUBHOCTH YIPABICHUS MAapKETUHTOBOM
NEATEIbHOCTBIO MIETKOBOAYECKUX TTPEATPUSITUH.

JloCTOBEpPHOCTH Pe3yJIbTATOB MCCJIe0BaHMsl. J[OCTOBEpPHOCTh pPE3yNbTaTOB
UCCJIeIOBAHUS ONPENESETC BBIMOJHEHUEM pPAaOOThl HAa OCHOBE HCIOJIb30BAHMS
MOAXOJI0B, METOJOB U TEOPETUYECKUX JAHHBIX, IMOJIYUYCHHBIX U3 OQUIMAIBHBIX
HMCTOYHUKOB, OOOCHOBaHMEM d(PGHEKTUBHOCTH TNPEACTABICHHBIX AaHAIU30B U
AKCTIIEPUMEHTAIBHBIX pa0OT MaTEMaTUKO-CTATUCTUICCKUMHU METOJIaMU, BHEJPECHUEM
BBIBOJIOB, TMPEIJIOKEHUH W PEKOMEHAALMI B MPaKTUKY, MOATBEPKICHUEM
MOJTYYEHHBIX PE3YJIbTATOB KOMIIETEHTHBIMHU OpTraHaMU.

Hayuynass v mnpakTuyeckass 3HAYHUMOCTH Pe3yJbTATOB HCCJIeT0BAHMS.
HayyHnass 3Ha4YuMOCTh pe€3yJIbTaTOB MCCIENOBAHUSA OIPEAEIACTCS BO3MOKHOCTBIO
WCTOJIb30BAHUS TOJYYEHHBIX PE3yJIbTaTOB KAaK Ba)KHOTO MCTOYHUKA JJISl Pa3BUTHUA
OTpaciieBOro 3aKOHOAATEILCTBA, MOJATOTOBKH YYEOHBIX MOCOOUH, YYCOHUKOB IO
npeameraMm «MapkeTuHr», «YTpaBieHHWE MapKeTMHTOM» B BBICHIUX YYE€OHBIX
3aBEJICHUSAX SKOHOMHYECKOIO HAIpaBJICHUs, a TaKXKEe IPOBEICHUS HayUYHBIX
WCCJICIOBAHUM IO YIPABICHUIO MAPKETUHTOM.

[IpakTrueckass 3HAYMMOCTb PE3YJbTATOB HUCCIEHOBAaHUA  OMNPEAEIACTCS
BO3MOXHOCTBIO HX HCMOJb30BAHUSA B MPAKTUKE OpraHU3alUM JI€SITEIbHOCTH
ArenrctBa cratuctuku npu  [Ipesupente PecnyOnuku — Y30ekuctan s
3 PEeKTUBHOTO  UCIOJNB30BaHUS W YIPaBIEHUS  TPYAOBBIMH  pecypcamu,
WCIOJIb30BAHUSI MHCTPYMEHTOB HCCJIEAOBAaHMS, OCHOBAHHBIX Ha COBPEMEHHBIX
MPOTPAMMHBIX MAKETAX U CTATUCTUYECKUX JAHHBIX C UCIIOJIB30BAHUEM COBPEMEHHBIX
TEXHOJIOTU Ha 0pULIMATILHOM BeO-caiiTe.

Buenpenue pe3syabTratoB ucciaegoBanmil. Ha ocHoBe pa3paOoTaHHBIX
MPETIOKEHUN IO COBEPIICHCTBOBAHUIO METO0JIOTUN YIIPABJIEHUS MAapPKETUHI OBOM
NEATENBbHOCTBIO IPEANPUSITUN 1IEIKOBOJICTBA!

TEOPETUKO-METOI0OTMYECKUE MATEPHAJIbI IO YCOBEPIICHCTBOBAHUIO TTOHATHS
«YIpPaBICHUE MapPKETUHIOBOM JEATEIbHOCTBIO» COIJIACHO METOJO0JIOTHYECKOMY
MOAXOAY Kak ‘“‘COBOKYIHOCTh METOJIOB, MPOUEAYpP W JCUCTBUM, METOI0JOTHUH
BBITIOJTHCHUS YMPaBICHYCCKUX (YHKIMIM, HaNpaBICHHBIX Ha YIOBJICTBOPEHHUE
3aMpocoB MOTpeOUTENe Ha OCHOBE ONTHUMAJIBHOTO HCIIOJIB30BAHUS PECYPCOB U
BO3MOXHOCTE  MApKETMHIOBOM  JNESATENBbHOCTH Uil  JOCTHXKEHHS  LieJieH
NPEANPUITUS, CBS3aHHBIX C YCTOMYMBBIM JIKOHOMHUYECKHM Pa3BUTUEM W
JOJITOCPOYHOM YCIIEITHOM AEATEIbHOCTBIO, MOBBIIIIEHUEM PHIHOYHOM JOJIM U UMUIKA
COOCTBEHHOI'0 OpeH/1a Ha PhIHKE» ObUIM UCTIONB30BaHbI MPU MOATOTOBKE yueOHUKA
«MapkeTuHr», peKOMEHJOBAHHOTO JI CTYJCHTOB BBICIINX Y4YEOHBIX 3aBeJICHUIN
(pa3pemenue Ha uzganue yueOHoit nurepatypsl Ne387-02, yrBepx’AEHHOE IPUKA30M

pekropa TalmkeHTCKOro rocyaapCTBEHHOIO SKOHOMHUYECKOTO yHHBepcutera Ne3 87
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or 21 npexabps 2023 ronma). B pesynbrare BHEIpPEHUS JAHHOTO HAay4YHOIO
NPEeIJIOKEHUsI B NPaKTUKY CTajlo BO3MOXHBIM JajibHelllee pacuImpeHue
TEOPETUYECKUX 3HAHUM U MPAKTUYECKUX HABBIKOB CTYACHTOB IO YIPaBICHHUIO
MapKETHUHIOM;

Npeasio)keHne 00 ONTUMaJbHOM BBIOOpPE CTPATErHMUECKUX PEIICHUH 110
MOJIOKUTEIbHOMY BO3JEHCTBUIO Ha noito pbiHKAa (f=0,868) u peHTabenbHOCTh
(B=0,829) u oTpunaTeILHOMY BIUSHUIO HA KOHKYPEHTOCITOCOOHOCTH (=-0,465) pu
peanuzanuu byHKUMMA yHpaBieHUs MapKETUHTOBOM JESITENbHOCTHIO
HIEJIKOBOJYECKUX MPEINPUATHI 110 METOy, OCHOBAHHOMY Ha MOCJIEI0BATEILHOCTH
OTIpEeJICJICHHs IPOYHOCTU OTHOIICHHUM CIIOKHBIX CHUCTEM, BHEJPEHO B JESATEIBHOCTD
OTpacieBbIX MNPEANPUATUN Accouuanuu «Y30€KUIaKCaHOAT» COIJIACHO MPHUKa3y
accommanuu «Y3zoekunakcanoar» Ne30-23 ¢/o ot 26 urons 2023 roga (crmpaBka
Accommaruu «Y36ekunakcanoat» Ne4/1-993 or 26 utons 2023 rona). B pesynbrate
BHEJIPEHUS JAHHOTO MPEAJIOKEHHS B MPAKTUKY ObUIN pa3pabOoTaHbl MAPKETUHI OBbIE
CTpaTeTuu OTPACJIEBBIX MPEANPHUATHH Accouualuy, OpPHEHTUPOBAaHHBIE Ha
MEXIYHapOJHbIE PBIHKKM. B wuTOre ynaaoch YBEIUYUTh SKCHOPT OTPACIEBBIX
npeanpusatuil Accoumanuu «YszoekunakcaHoat» Ha 9,9% U COKpaTUTh HUMIIOPT
LIEIKOBOM MPOAYKIIMU HA BHYTpEHHEM pbIHKE Ha 4,1% B 2023 roay no cpaBHEHHIO C
2022 rogom;

NPEeAJIOKEHHE O COBEPIICHCTBOBAHUHU  JICSITEIbBHOCTH  OPraHU3al[MOHHBIX
OTJIEJIOB, OCYLIECTBISIOMUX (DYHKIIMN OpraHU3alUU U YIPABICHUS MAapKETUHTOBOM
JESTENbHOCTBIO MPEANpusATUd  Accolanuu «Y30eKHUIakcaHoaT», Ha OCHOBE
napauieabHOM MapKETUHTOBOM MOJINTUKHU «OTpACIb+TIPEIPUITUE,
3aKJIOYAlONIeiicss B pealu3allMd  BBICOKMX  TOJOXHUTEIbHBIX  pPE3yJbTaTOB,
OTIPEJICICHHBIX MTyTEM CPABHUTEIBHONU OLIEHKU METOJO0JOTUYECKUX U MPAKTHUYECKUX
aCIeKTOB JIaHHOTO HAaNpaBJICHMs, BHEJIPEHO B MAPKETUHTOBYIO JEATEIbHOCTD
OTpacieBbIX NPeaNpUATUI Accolnannu «Y30eKkurnakcanoar» (crnpaBka Accolualnuu
«Y36ekunakcanoat» Ne4/1-993 ot 26 urtons 2023 roga). B pesynbrare BHEApEeHMUS
JAHHOTO TPEJIJIOKEHUS B IPAKTUKY yAAJIOCh YCOBEPIIEHCTBOBATh (DYHKIIMOHAIbHBIE
OpraHu3allMOHHBIE CTPYKTYpbl M  ONTUMHU3HUPOBATH JICSITENIBHOCTh  OT/IEJIOB
MapKeTUHIa OTPAClIEeBBIX MNPEANPUATHN AccolMalMHi, CHU3UTh MAapKETHHIOBbIE
3atpatbl Ha npeanpusTusx: OO0 «Khiva Silk Fabric» na 5,6%, OOO «Nurll Tong
Silk» - Ha 9,8%, OO0 «Andijan Silk SO» - Ha 24%);

NpeasioKeHne 00 ONTUMAaIbHBIX Mpeaerax HCIOJb30BaHUS Ha OTPaCiEeBBIX
OpeanpusaTusax Acconuanuu «Y30eKUIakcaHoaT» CTpAaTerdidl WHCOPCHHTa B
aBTOHOMHOM CUCTEME JIOTUCTUYECKUX ycnyT (0<IS<0,15), ayTcOpcUHTa B YaCTUYHbIX
(0,16<450<0,31) n xomiuekcHbiX (0,32<ASy<0,65) NOTUCTUYECKUX CHUCTEMaX,
CUMTAIOIIMXCA  ONTUMAJIbHBIMM  CHCTEMaMH  paclpefiesieHuss B CO3JaHHUU
100aBJIEHHON CTOMMOCTH B apXUTEKTYype TOPrOBOTO MapKETUHTA, & TAKKE CTPATEruu
ayrctpaddunra (0,66<ASt<I) npu HCHOJb30BAHUM BHEIIHEH pabouel CUIIbI IS
JOCTUXKEHUSI KOMIIETEHTHOCTH, BHEAPEHO B COBITOBYIO JEATEIBHOCTH OTPACIIEBBIX
npeanpusatuii  Acconuanumud  «Y30ekunakcaHoaT» — (cmpaBka — Accolanuu
«Y36ekunakcanoat» Ne4/1-993 ot 26 wurons 2023 roxa). BHenpeHue maHHOTO
MPEIJIOKEHHUSI B MPAKTUKY MO3BOJWIO YBEJIMYUTH OOBEM peau3alMM IIEIKOBOM

MPOAYKIIMU OTPACIIEBBIX MpeanpusasTuid Accoruanuu Ha 13,7%;
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MIPOTHO3HBIE MOKa3aTeau 00beMa MPOU3BOACTBA U SKCIIOPTA MPOAYKIHH 10 2027
roja Ha OCHOBE JKOHOMETPHMYECKOrO MOJEIUPOBAHMS B3aUMOCBS3H (DAKTOPOB,
BIUSIOIIMX Ha JIMHAMHUKY I[POLIECCOB  IIEIKOBOJYECKOM JESTENbHOCTU C
MapKETUHIOBBIM  YIIpaBJI€HUEM  ObUIM  HCIOJIB30BaHBI B  MapKETHHTOBOM
JESTENbHOCTH  OTPACIEBBIX NpeAnpusatTuid  Accouuanuu «Y30eKuIakcaHoaT»
(cipaBka Accoumanuu «¥Y30ekunakcanoat» Ne4/1-993 ot 26 urons 2023 rona). B
pe3ynbTaTe BHEAPEHUs JAaHHOTO TPEIJIOKEHUs B TMPAKTUKYy Oblla BbISBICHA
BO3MOXHOCTb YBEJIMUEHUSI PHIHOYHOW JTOJIM OTPACIEBBIX MPEANPUATUN Accolauu
Ha 12,6%, a Takxe ObUla co3gaHa BO3MOXKHOCTb JaJIbHEHIIEr0 YTOUYHEHHS U
COTrJIacOBaHMs MEPCIEeKTUBHBIX MOKa3zaTesle oO0beMa MPOM3BOACTBA M OIKCIOPTa
IIEJIKOBOW MPOIYKIHUU MPEATPUITHI OTPACIIH.

AnpoGanus pe3yJbTaTOB HCCJIeI0BAHUA. Pe3ynbTaThl McCiien0BaHUN ObLIN
00CYX/IeHbl Ha 8§ MEXIYHapOJIHbIX U 4 pecnyOJMKAHCKUX HAyYHO-MPAKTHUYECKUX
KOH(epeHUHUsX.

[Myoaukauus pe3yabTaroB wucciaegoBanusi. [lo Teme wuccienoBanus,
OmyOJUKOBaHO BCEro 26 Hay4yHbIX pabot, B ToM umcie 1 moHorpadwus, 13 crareit B
HAy4YHBIX )ypHajax, pekoMeHA0BaHHbIX Bricuieit AtrectanmonHoit Komuccueit npu
MuHnuctepcTBe BBICHIETO 00pa3oBaHMs, HAayKd U HHHOBauMi PecnyOnuku
V30ekucrtan (M3 HUX 11 — B OT€YECTBEHHBIX U 2 — B 3apyOeKHBIX *KypHajax), 12
TE3UCOB JIOKJIAJ0B B COOPHUKAX MEXKIYHAPOAHBIX M PECIyOJMKAHCKUX HAYy4YHO-
MPaKTUYECKUX KOH(PEpPEHIIUH.

Crpykrypa M 00bém aucceprammu. CTpyKTypa TUCCEPTALlMM COCTOUT U3
BBEJICHUS, YETBHIPEX IJIaB, 3aKIIOYEHUS, CIHMCKAa HCIOJIb30BAHHOW JIMTEpaTyphI,
npuioxeHnit. O6beM nuccepTanuu coctasiser 212 cTpaHuil.

OCHOBHOE COIEPKAHUE JUCCEPTAIIUN

Bo BBeneHuMm 000CHOBaHbI aKTYaJbHOCTh U BOCTPEOOBAaHHOCTH TEMBI
AUccepTaliy, MPOBENEH 0030p Hay4HBIX MCCIENOBAHUN IO TEME IHUCCEPTalluu,
c(hOpMyIMpPOBaHbI 1I€JIb U OCHOBHBIE 33J]aul, OOBEKT U MPEIMET HCCIEeI0BaHMUS,
[I0Ka3aHO COOTBETCTBHUE HCCIICAOBAHMS [PUOPUTETHBIM HAIIPABICHUSIM PA3BUTHUS
HAyKW U TEXHOJIOTUH B pecrlyOinKe, N3J0KeHbl HayuyHas HOBU3HA M MPAKTUYECKHE
pe3ynbTaThl paboThl, PACKPHITO HAYYHOE M MPAKTHUYECKOE 3HAYEHHE MOJYyUYECHHBIX
pe3yNbTaToOB, MPHUBEACHBI CBEIEHUS O BHEAPEHWU B TMPAKTUKY, amnpodaruu
PE3yNbTATOB UCCIEIOBaHUS, OMMyOIMKOBAHHBIX paboTax U CTPYKTYpe AUCCEPTALIUU.

IlepBas rnaBa nucceprauuu HasbiBaeTcsl «Hay4Ho-TeopeTnyecKue 0CHOBBI
VIPABJICEHUS] MAPKETHHIOBOM [eATEJbHOCTHI0 MNPEeANPUATHI», B KOTOPOU
TEOPETUYECKH PACKPBITHI CYLIHOCTh OPraHU3alUU U YIPABICHUS MapKETUHIOBOU
NEATENIbHOCTBIO  IPEANPUATUN, CTpaTeruu YHPABJICHHUs, AaJallTUPOBAaHHBIE K
COBPEMEHHBIM KOHLIENIUSIM MapKETUHIa, U COBPEMEHHBIE MOJEIU YyIPaBICHUS
MAapKETUHTOBOM AEATEIILHOCTHIO IIPEAIIPUSITHUSA.

[Ipennpusitue sBiseTcsi CyObEKTOM PBIHKA, LEIH KOTOPOTO peaju3yroTcs Ha
PBIHKE, CJIEOBATEIBbHO €r0 AEATEIbHOCTh HAIPABJICHA HA PHIHOK. MapKETUHI — 3TO
OCHOBHOM HWHCTPYMEHT aJanTalUd MPEINPUITAA K PBIHOYHBIM  YCIIOBUSAM,
oOecrnieueHus: uX 3PGHEeKTUBHON padOThl, OPUEHTAIIMM HA BHEIPEHHE WHHOBALUNA U
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HAyYHO-TCXHUYECKHX JIOCTYDKCHHM, YBCIIMUYCHUS MAacIITa0OB IPOM3BOJICTRA,
pacIIMpeHUsT acCOPTHMEHTA TOBAapOB, YBEIWYCHUS IOJIydaecMOW MpUOBLIH. A
yIpaBlICHUE MapPKETUHTOBOW JACATEIBHOCTHIO — 3TO IOAXOJ, HAINpaBJICHHBIA Ha
3G ()EKTUBHYIO OpraHU3AlMIO JICSITCIBHOCTH OJHOTO M3  (DYHKIIMOHAIBHBIX
noJIpa3esieHuii OpraHn3alny, HampuMep, OTIe]Ia MapKEeTHHTA.

YrpaBineHrue MapKeTHHTOM (DOKycHpyeTcs Ha ONpeeiICHUH HEOOXOIUMBIX
paMOK ¥ HHCTPYMEHTOB YIPABJICHHs, YTOOBI TPEINPHUSATHE COOTBETCTBOBAIIO
OpPraHU3allMOHHBIM IIEJISIM U CTaHJIapTaM. DTO B OCHOBHOM BKJIIOUYAET YIIPABJICHHEC
(BHYTpeHHEH) IeATeIbHOCTBhIO, HAIpaBICHHOW Ha aJanTalfio JIeATeIbHOCTH
MPEANPUATHS K PBIHKY. [I03TOMY yrpaBlieHHEe MapKETUHTOM B OOJIIITUHCTBE CITyYacB
UCIIOJIB3YETCSI KaK YIPABICHUE MapKETHHTOBOH JACATEIBHOCTHIO.

Hcxomst ®3  pe3ynbTaToB  MPOBEJACHHOTO  WCCIIENOBaHUS,  COTJIACHO
METOJIOJIOTHYCCKOMY  TOAXOAY  TOHATHE  «YNpaBlIeHWE  MapKETUHTOBOM
JESTeNLHOCTBIO» HEOOXOJUMO paccMaTpuBaTh KakK ‘“‘COBOKYITHOCTH METOJIOB,
NpOLEayp W JCHCTBHM, METOJOJIOTMM BBIMOJHCHUS YIPABICHUYCCKUX (QYHKITUH,
HANpaBICHHBIX HA YAOBICTBOPEHHE 3alpOCOB IMOTpPEOUTENIed Ha OCHOBE
ONTHUMAJIBHOTO HCIIOJIb30BaHUS PECYpCOB M  BO3MOXKHOCTEH MapKETHHIOBOM
JCATENBHOCTH JIUI JOCTYIKEHUS IEJCH MPEINpHITHS, CBSI3aHHBIX C YCTOHYHBBIM
DKOHOMHYECKUM Pa3BUTHEM W JOJTOCPOYHOM  YCIENTHOW JeATEIbHOCTHIO,
MOBBIIICHUEM PBIHOYHOW JIOJIM W HMMHUPKa COOCTBEHHOTO OpEHJa Ha PBIHKEY.
CornacHo mpeajaraeMoMy IMOAXOAY YTpaBICHHE MapKETHHTOBOW JNEATEIHHOCTHIO
NPEANPUATHN HY)KHO paccMaTpHUBaTh KaK MHIWKATOP, IMOKA3bIBAIOIIUN HACKOJBKO
MPEANPUATHE CIIOCOOHO pa3BHBaTh BHYTPCHHIO JIEATEILHOCTH OTHOCHUTEIHHO
BHEIITHEH Cpe/Ibl U B KAKOW Mepe OHO JIBUKETCS K CBOUM IICTISIM.

KoHnenmust  ympaBiaeHUsT MapKeTHHTOBOW JCATEIBHOCTHIO TPEIMPUATHS
BKJIFOYACT B ceOs aHAIN3, INIAHUPOBAHKE, PCATU3AIMIO U KOHTPOJIh MAPKETHHT OBOM
AESTeLHOCTH OpTaHU3aIUH C IIeJIbI0 YAOBICTBOPSHUS 3alIPOCOB OTPeOUTENeH Mpu
JTOCTIKEHUW OOMUX IeJield MPEeANnpUATHs. DTO JACATEIBHOCTh, HaIlpaBiICHHas Ha
oOecrieueHre NEATeILHOCTH HAa OCHOBE CHUCTEMHBIX ITOAXOIOB K HCITOJIB30BAaHHUIO
PBIHOYHBIX PECYPCOB M BO3MOYKHOCTEH I JOJTOCPOYHOTO yCreXa, YCTOWYHMBOTO
pa3BHTHSI, TIOBBIIIICHUSI PHIHOYHOU JIOJIM M OOSCIICUCHUS TMOJIOKHUTEILHOTO UMHJIKA
Openna.

YrpasieHrue MapKEeTHHTOBOU NeATEILHOCTHIO — 3TO COBOKYITHOCTH IPOIIECCOB U
CUCTEM, 00€CIICUNBAOIINX PA3BUTHE JIOJTOCPOYHBIX PETYIISPHBIX B3aMMOBBITOTHBIX
OTHOIIICHUH C YY4ETOM KOPITIOPATHBHOTO HAIPABJICHHS M ICJIOCTHBIX COIMAIBHBIX U
HPABCTBEHHBIX OTHOIICHUH C IMOTPEOUTEISIMHU, TOBBIIICHUS M 0Opa30BaHUS sIpa
KOHKYPEHTOCIIOCOOHOCTH CYOBCKTOB PBIHKA B M3MCHYUBBIX PBHIHOYHBIX YCIOBHUSIX
Makpo- W MuKpocpeabl. llenmn mpeanpusatus (GopMUPYIOTCS B 3aBUCHMOCTH OT
MapKETUHTOBOTO YIpaBieHUsA. DPPEKTUBHOC MAPKETUHTOBOE YIIPABICHUE CO37acT
JUTS TIPEITPHUATHS BO3MOXKHOCTh 00ecTieunTh () PEKTUBHBIC PHIHOYHBIC JCHCTBUS 110
OTHOIIICHUIO K KOHKYPCHTaM.

Brenpenne — Momenu  ympaBiICHHS ~— MAapKCTHHTOBOM  JEATEIbHOCTHIO
IpernoaraeT IIaHUPOBAaHUE, OPTaHM3AINIO, YMPABICHHUE ACSITEIbHOCTH OTHAeTa
MapKeTHHTa TPEINPHUATHS W KOOPJAHHAIMIO JACHCTBUH IO COBEPIICHCTBOBAHUIO

MapKCTI/IHFOBOﬁ ACATCIIBHOCTH. OCYH_ICCTBHCHI/IC q)YHKLII/Iﬁ KOHTPOJISI  OOJIDKHO
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OCYILIECTBIIAITBCA ~ OTHEIOM,  CIEHUAIbHO  CO3JAHHBIM  JUIA  YINPABICHUS
MAapKETUHTOBOM JEATENBHOCTBIO IpeanpusaTusa. OTaen ynpaBieHUs] MAPKETUHTOBOM
JESTENbHOCTBIO MPEANPUITHS JOJKEH OCYIIECTBIATH 00Ilee pPYKOBOJACTBO H
KOOPAMHALUIO IESTEIbHOCTH BCEX OTAEIIOB NPEANPUSTHS.

Ha wnam B3misia, (QyHKOUMM YOPaBICHUS MApPKETHMHIOM 3aKIIOYaloTcs B
OpraHv3alMy  yIOpPaBJIEHHUs, PpPa3BUBAIOLIETO HWHHOBALHMOHHYIO  JIESTEIBHOCTH
NPEeANPUATUNA B YCIOBUSIX CBOOOAHOW PhIHOYHOM KOHKYPEHIIMM Ha OCHOBE aHaJIM3a,
IJJAHUPOBAHUSI U KOHTPOJS, U OCYLIECTBIIIOUIETO B3aMMHOE COTPYIHHYECTBO C
noTpeduTesneM B XOJ€ WHHOBALIMOHHOTO IHKJIa. B TO ke Bpemsi HCHOJb30BaHHE
WHTEIPUPOBAHHBIX MApKETHUHITOBBIX BO3MOXHOCTEH MYJIbTU(OPMATHOM MOJENTH
B3aMMOJIEUCTBUS C CyOBEKTaMU MapKETUHIOBBIX CUCTEM oTpacieil u chep tpedyet
HaJJMYUE OCHOBHOT'O METOJOJIOTMYECKOrO MOJIX0/1a COBPEMEHHOTO MAPKETUHIOBOTO
yIPaBIEHUS.

Jlist 5ppeKkTUBHON OpraHu3alii MapKETUHIOBOU JIEATEILHOCTH HPEIPUSTUS
HE00X0AMMO c03/1aTh 3PHEKTUBHYIO MOJAEIb BHEIPEHUSI MAPKETUHTOBOM CHUCTEMBI
yIPaBIEHUS.

BaxxHast 0cOO€HHOCTh COBPEMEHHOW METO10JIOTUN YIPABIICHUS MAPKETUHIOM B
NPEeANpUATUAX, Hapsay c ee AuddepeHIanuel Mo HampaBICHUSIM MapKETUHTa
KOMMEPUYECKUX M HEKOMMEPYECKUX OPraHU3allMii, XapaKTepU3yeTCs pa3IudHbIMU
dbakTopamu: MHUCCHS, LI€TH, 331a4d 1 MOTUBAaMU OpraHM3alui, a Takxke GopMaMu U
CpPEACTBAMH MapKETUHIOBOM JAEATEIBbHOCTH.

K ducny Hanbonee akTyanbHBIX METOIO0IOTUYECKUX MOJIXO0/I0B, ONMUCHIBAIOLIUX
colepKaHMe U OCOOEHHOCTH YMpPABICHUS MAPKETHMHIOM B JI€ATE€IbHOCTH
COBPEMEHHBIX NPEINPUSATANA U OpraHu3aliii, OTHOCSATCS TEOpUHu «UUGPOBOIL
MapkeTUHTI U MeHekMeHT» . Kotnepa, «1oMUHHpYIOIAsd JOTHUKAa MapKETHHIAY,
«mapaJurmMa MapKeTWHra B3aUMOJACHCTBHS», «COBPEMEHHAs MapKETHHIOBas
npaktuka» O.A. Tperpsaka, «vapkeTtuHroas tepanusi» B.M. TepemeHko,
«KOHKYPEHTOCIIOCOOHOCTh u KOHKYpPEHTOCTIOCOOHAas YCTOMYUBOCTB»
B.A.becnansko.

B coBpemeHHBIX  ycIOBHSX  IlenecooOpa3sHO  (GOpPMHpPOBaTH  HOBbBIE
METO/IOJOTHYECKUE TMOAXOAbl C TOYKU 3pEHUS TPAJUIUOHHBIX M IU(GPOBBIX
XapaKTEPUCTUK MAPKETHUHI-MEHEI)KMEHTA U IPUOPUTETHBIX CTPATETMUYECKUX LEIEH
NpeanpusaTusa. B 4acTHOCTH, yYEHBIMM MHpPa MAPKETUHI PACCMATPUBAETCS Kak
HanOosee H(P(EeKTUBHBIA MPOILIECC YCTAaHOBJICHUS, MOAAEPKAHUS, PaA3BUTHS U
JNOCTHKEHUS LeNed B3aMMOJIEUCTBUA ¢ moKynarensiMu. Ha ocHoBe 3Toro moaxona
TEXHOJIOTUYECKHE PEBOJIOLMU B cUCTEME (POPMUPOBAHUS U PA3BUTHUS OTHOIICHUH,
CBS3aHHBIX C ULU(]poBU3aIMEll MapKETUHTOBOM NESITENbHOCTH U MOBBIIICHUEM
(G ()EKTUBHOCTH yCTAHOBJICHUS B3aUMOOTHOILICHUN C TIOTPEOUTENIMH, COCTABISIOT
OCHOBY MApKETMHIOBOM  JEATEIBbHOCTM mpeanpustuid. Hexomss U3 3TUX
OOCTOSITENCTB,  BO3HUKAET  HEOOXOAMMOCTb  OOBEAMHEHHUS  JOJTOCPOYHBIX
YCTOMYMBBIX OTHOILLIEHUH B3aUMOCOTPYIHUYECTBA C TPAJAUIIMOHHBIMU U ITU(POBBIMU
WHCTPYMEHTAMH YIIPABICHUS KIMEHTOOPUEHTUPOBAHHBIM MApKETUHIOM 4YeEpe3
0000111eHHEe KIIACCUYECKUX MOJIeNIel TTOBEICHHsI U TTPUBJICUEeHUs ToTpedureneit (puc.

).
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Henu ynpaBneHus: B3aMMOOTHOIICHHH C MOTPEOUTEISIMU

Puc 1. O0beaunenre TPAAUIHOHHBIX M HH(POBLIX HHCTPYMEHTOB YIPABJICHHUS
KJIMEHTOOPHEHTHPOBAHHLIM MAapKeTHHI oM’

[lonxon, mpenokeHHbIH Ha puc 1, 3aKianbIBaeT OCHOBY UJEU OOBEAMHEHUS
TPaJAMIIMOHHBIX W HUPPOBBIX HHCTPYMEHTOB B KayeCTBE MPUOPUTETHBIX
HaIpaBJICHUI MapKETUHT-MEHEXKMEHTa. TakuMm o0pa3oM, NpeIMeT MapKEeTHHT-
MEHE/KMEHTa BBIXOAUT 3a pamMku (opmupoBanus 3PGEKTUBHOTO CIpoca,
COCPEIOTOYMBAETCSl HA KOHIIEHTPALUKM Pa3pO3HEHHBIX MAapPKETUHTOBBIX 3P(HEKTOB B
ONPENEICHHOW TOYKE, IIO3BOJIIET OpraHu3aluyd IPEONOJETh OTPAHUYCHUS
(YHKIIMOHAIBHOIO MOAXO0/A, ONPEEISATh CTPATETHYECKUE 3a1auM, ONPEIEISIONINe
CYILIECTBOBAaHUE W HEOOXOJMMOCTb JEATEIBHOCTH KOHKPETHOIO MPEeANpUATHS Ha
PBIHKE, OCYIIECTBIATh U OLIEHUBATh ONIEPATUBHBIC TEUCTBUSI.

Bropas rmaBa npuccepranuu HasbiBaeTcs «MeTom0/I0THYecKHe OCHOBBI
yIpaBJIeHUA MapKeTHHIOBOM AEATEJbHOCTHIO IIEeJKOBOAYECKHUX
NpeaNnpUATHII», B KOTOPOH IIMPOKO OCBEIIEHbl OCOOCHHOCTH Pa3BUTHUS MUPOBOTO
pBIHKA III€JIKA, YIPABICHHS MAapKETUHIOBOM JEATEIBHOCTBIO IIEIKOBOAYECKHUX
MPEANPUATUNA, METONOJIOTMYECKUE TTOAXOABI K UX aHAIU3Y.

[IleaxoBOACTBO KaK BhICOKOpEHTa0EIbHAS MPOMBILIUICHHAS! OTPACIb OTHOCUTCS
K JIpeBHEPa3BUTHIM OoTpaciisM. [llenkoBas NpOMBIIIIIEHHOCTh — YHUKAIbHAsA OTPACib
C IOCTOSSHHBIM CIIPOCOM, IIPEACTaBIAIOIIAs COOOM IIMPOKYHO OTpacib OT
BBIPAIIMBAaHKS TYTOBOTO IIEJIKONPsAA A0 MPOU3BOICTBA IPOIYKIIMH.

[IlenkoBOE€ BOJOKHO HCHOJIB3YETCS B NPOMBIIIJIEHHOCTH B Pa3IMYHBIX
HaIpaBJICHUSIX, B BOGHHOUN 00JIaCTH MPUMEHSAETCA JJI CO3/IaHMsI 3aIUTHBIX CPEJCTB
(OpoHexueToB), napamtoroB. CeroHs MIEIKOBOE BOJIOKHO HAILJIO CBOE HIMPOKOE
IIPUMEHEHUE NPEUMYIIECTBEHHO B MPOU3BOACTBE OACKAbl. [[OMHUMO TEKCTHUIBLHOMN

27 ABTopckas pa3paboTka

48



MIPOMBIIIJIEHHOCTH, WIENK TaKK€ IIMPOKO HCIOJB3YETCSI B KOCMETUYECKOW U
(bapmaneBTHYECKON OTpacisX.

[enk cocTaBisieT HEOONBIIYIO YACTh, T.€. MeHee (0,2 TpoleHTa MUPOBOTO PhIHKA
TEKCTUIBHBIX BOJNOKOH.”® OnHako, (akTudeckas TOPropas IEHHOCTh INEJKA H
LIETKOBBIX H3AENUI 3HAYMTEIBHO BBIIIE. DTO HMHAYCTPHUS CTOMMOCTBIO MHOTO
MUJITMAPAOB A0JIIAPOB, HIETKOBUYHOE CHIPBE KOTOPOM OILIEHUBAETCS B ABAALATh pa3
JOpOoXe, dYeM XJIOMOK-chipelnl. B dactHocTH, TromoBoit oOopotr Kwuralickoi
HAallMOHAJILHOW KOPHOPALHH MO UMIIOPTY U IKCIIOPTY IIEJIKA COCTABIAET 2-2,5 MIpI
nosaapoB.”’ B cpesHeM B MHpE €KErogHO MPOU3BOAUTCA Oonee 609 ThIC. TOHH
HIETKOBOTO BOJIOKHA, BBICOKYIO JOJIFO — OKOJIO 60 IMPOLIEHTOB B KOTOPOM 3aHMMAET
Kuraii kak Benymas crpana, gois Uuauu cocrasnser 15 nporieHTos (Tadim. 1).

Taoauna 1
OcHOBHBIE CTPAHBI-NIPOU3BOANTE/IN MIEJIKOBOI0 BOJIOKHA HA MUPOBOM
poinke’’
IIpou3BOACTBO HIEJTKOBOI0 BOJIOKHA,

Ne Ctpanbl TOHH

1 Kurait 146 000

2 %0z 05058 28 708

3 V30ekucran 1100

4 Tanmann 692

5 bpazunus 560

6 Bretrnam 420

7 Oxnas Kopest 320

8 Typuust 32

NHana otnryaercst BBICOKMM CIPOCOM Ha 3Ty TKaHb, IZI€ MECTHBIM CIPOC
MIPEBBIIAET NpeaIoKEHNE. B HacTosIIee BpeMsl OHa BBICTYIIAET OJHUM U3 OCHOBHBIX
MMIIOPTEPOB MIEJIKOBOTO BOJOKHA, XOTS SIBJSETCS BTOPBIM IO BEJIMYMHE MUPOBBIM
MIPOU3BOJUTEIIEM LIETIKA.

[IIenKOBOACTBO SABISETCA OAHOM M3 CaMbIX Pa3BUTBIX OTPACIEH TaKke BO
@pannuu u CIHIA. KpynHeldnmmM eBponeiicKUM PhIHKOM B CTPYKTYPE TEKCTHUIIbHBIX
U IIBEHHBIX W3JEJIHA, B TOM YHUCJE ILIECIKOBOW NPOAYKIMH, ABIseTcA ['epmaHus.
HarypanbHble BOJOKHA SBISIOTCS OJHUM U3 TNPEANOYUTAEMBIX HEMELUKHUMHU
NOTpeOUTENSIMU TOBapoB, a ['epMaHus — UMIOPTEPOM pa3zHOOOpa3HOM IIEITKOBOM
OJIeXKIbl, akceccyapoB (OCOOEHHO, IIEJIKOBBIX HAaBOJIOYEK) M BHYTPEHHHUX
OTIEJIOYHBIX MarepuanoB. WHAWKCKWE W TalWCKUe MPOU3BOAUTENN UIIEITKOBON
MPOAYKIMU MPEYCHENN B MPOU3BOJICTBE IIEIKOBBIX TEKCTHUIBHBIX M3EIUN PYyYHOU
paboThI 7151 JOMAIIHUX TPUHATIEAKHOCTEH.

[IlenkoBass NPOMBINUIEHHOCTh pAa3BUBAETCA KaK BaKHEHIIAs OTpacib,
oOecreynBaromias HE TOJBKO YAOBIETBOPEHUE MOTPEOUTENHCKOTO CIlpoca Ha
LIEIKOBBIE W3JENHS, HO M OCHOBHBIE BAJIFOTHBIE JOXOAbl CTpPaHbl, Hapsly C
MOBBIIIEHUEM YPOBHS KU3HU U KyJIbTYPbl HACECIICHHUS.

28 https://www.maximizemarketresearch.com/

29 https://www.maximizemarketresearch.com/market-report/global-silk-
market/26259/#:~:text=Silk%20Market%20size%20was%20valued,reaching%20nearly%620US%24%2030.29%20Bn.
30 https://stranatur.ru/world-leaders-in-silk-production.html
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[IlenkoBast oTpacyib Y30€KHCTaHa, CIOKUBINASCA KaK LEJIOCTHAS KOMIUICKCHAS
cucrtema, mnpousBoaut Oosnee 1,0 mpoleHTa BCel MPOMBINIJIEHHONW MPOAYKIIUU
pecnyonuku. OHaKo, CyIIecTBYeT psijl (akTOpOB, MPSMO U KOCBEHHO BIUSIOIINX Ha
3aBOCBAHME MPOMYKIIMECH OTPACIEBBIX MPEANPUITHA MEeCTa Ha MUPOBOM PBIHKE, W3-
32 KOTOPBIX COXPAHSIOTCSI CUCTEMHBIE OTpacieBbIe MPOOIESMBI.

[IleaxoBass TPOMBIIIICHHOCTh ITOCTaBIsAET OCHOBHBIC M JOIOJHHTCIIbHBIC
TOBaphBl IS JIPYTUX OTpaciied crpaHbl. [T0CKOIBKY PHIHOK MICIKOBON MPOAYKITUU
OTJIUYACTCS OT PHIHKOB APYTHX MOTPEOUTEIBCKUX U3CITHMA, YCITYT ¥ IPOMBIILICHHBIX
TOBapOB IO DSy XapaKTEPUCTUK, TO Pa3INYAOTCA TaK)KEe W MX MapKCTHHTOBas
JeSATENBHOCTD, c(hepa X MPUMCHEHHUS, CTPATETHH U METOJAMKH PaOOTHI.

MapkeTuHroBasi JCSITCIIBHOCTh NPEINPUATAN IICIKOBOW MPOMBIIUICHHOCTH
MpeACTaBisieT CcoOOM HAy4YHO-METOJOJIOTHYECKYI0 W TMPAKTHYECKYI0 OCHOBY
B3aMMHBIX PBIHOYHBIX IPOIIECCOB MEXKIY IOCTABIIMKAMHU CBHIPbS M TEXHOJIOTHH |
MOKYHaTEJIIMA TOTOBOM MPOTYKIIHH.

MapKeTHHTOBYIO JIEITCIbHOCTh MPEINPHUATHN IICIKOBOW MPOMBIIUICHHOCTH
1enecooOpa3sHo  OMpeNeNaTh TakKe M 10 JEATCIIBHOCTH €€ CTPYKTYpPHBIX
cyborpacieit. IloroMy uTo, ecid TPOLECCH TMEPBUUYHON MepepapabOTKHU ChIPhHS,
HarpuMep «rmepepadboTKa IIEJIKOBUYHOTO CBIPbS», «IPSJACHUE», «TKAueCTBO»
MIPEICTABIIIOT COO0OH XapaKTepUCTUKHU PBIHKA IPOMBIIIIIEHHOTO MapkeTuHra (B2B),
TO «IIBEWHAs OJICKIa», KTKAHW» U «KOBPBDY OTHOCITCS K XapaKTEPUCTHUKAM PBIHKA
notpebutenpckux ToBapoB (B2C).

B kadecTBe MOJEIN MapKETHHTOBOHM JCATEIBPHOCTH MPEANPUITHHA IISITKOBON
MIPOMBIIINICHHOCTH, Ha pUC 2 MPEJCTaBICHBI KOMIUIEKC M B3aWMOCBS3b JICHCTBUH,
KOTOpPBIC OTPa)KarOT €€ MPOIIECChl, HalpaBJieHHbIE Ha PBIHOK. [IpeacTaBiieHHbIC Ha
PUCYHKE B3aUMOCBSI3H TEOPETUUECKH 0OOCHOBBIBAIOT MAPKETUHTOBYIO JAEATEILHOCTD
NPEANPUATHS, YKa3bIBAlOT Ha TMOCIEI0BATEIbHOE U TECHOE B3aUMOJEHCTBHUE
oOpazyromiux ee (GakTopoB.

MapkeTuHTOBas JCSITCIBHOCTh SIBISETCS BaXKHBIM acCICKTOM JICSITCIBHOCTH
moboro mnpeanpustus. OHa BKIIOYAIOT B Cce0S psAd CTpaTeTWMid W TaKTHK,
HaIPaBJICHHBIX Ha IMPOJBIIKCHHWE TOBAPOB WM YCIYr KOMITAHHWH, MPUBJICUYCHHUE U
yJAep>KaHUe KIMEHTOB, a TaKXKe JIOCTHKEHHE OM3Hec-1iesie. B kauecTBe OCHOBHBIX
MapKETUHTOBBIX MEPOINPHUATHN, ITOCTOSIHHO MPOBOJAMMBIX B MapKETHHTOBOM
NEATEeIIbHOCTU MIETKOBOTYECKUX MPEANPUITHH, YMECTHO HA3BaTh CICAYIOIIHUE:

PBIHOYHOE HCCIICIOBAHME: CIY>KUT OCHOBOW IMOHHMMAHUS IIEJICBOTO PBIHKA.
[IpennpusTuss TPOBOIAT PBIHOYHBIC HCCIECIOBAaHUSA A cOopa HHpOpMAIUU O
MOTPEOHOCTSX, MPEAMOYTCHHUSX U IIOBEICHUH KJIUEHTOB. DTa HH(OPMAITUSI ITOMOTaeT
MPUHUMATh MAPKETUHTOBBIC PEIICHHUS,

MPOM3BOJICTBO TOBapa M WHHOBAIIMHM: MAapKETUHT 3a4acTyl0 HAYMHAETCA C
MIPOU3BOJICTBA TOBAPOB WU YCIYT, KOTOPbIE OTBEYAIOT TPEOOBAHMIM MOTpeOuTENeH
WM PEIIArOT UX mpoOieMbl. HempeprIBHBIC MHHOBAITUN HMEIOT pelIarolee 3HaUCHHUE
B 00€CIIeUeHUN KOHKYPEHTOCIIOCOOHOCTH;
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Hal'[paB.]'leHI/lﬂ OpraHmsalvi U yrnpaBJdCHUSA MapKeTl/IHFOBOﬁ JACHATCJIBbHOCTHIO HNICJIKOBOAYCCKHUX leE}IHpI/IﬂTI/Iﬁ

W3yuenue priHKa
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2B —
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ToBapHast acCOpTUMEHTHas
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,)< Crpareruu 11eH006pa3oBaHuUs! )
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N3ydeHue KOHBIOHKTYPBI N B2C MUC
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Ynpasiienne MapKeTHHIoBbIM KoMILIekcoM (Mapkerunr MUKC)
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bpenunr || g & JIUATEIBHbIH KazpoBoe obecrieueHme TOproBIA —>
g g MapKETUHT
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= A " C 5 Ld DJIeKTpOHHAS B2B, B2C, G2B,
g UIHATHBIIA aTeruy LeHoo0Pa30BaHUs —>
Peknama (S L, Add P I P TOProBIIs G2C
MAapKETUHT

— Ynpagienue B3aumMooTHomeHussMu ¢ kauenramu (CRM)

Puc 2. Mozeab ynpasjieHHsi MAPKETHHIOBOI 1eITeIbHOCTLIO MIEJIKOBOAYECKUX NpeanpusTHii’!
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OpeHAMHI: CO3JaHHE CHJIBHOTO OpeHAOBOro uAeHTUPUKATOpa U
o0OecrnieyeHue nociae0BaTeIbHOCTH OpeHia BO BCEX MAPKETUHTOBBIX MaTepHuaiax
M KaHajaxX CHOCOOCTBYET MOBBIMICHUIO Y3HABAEMOCTH OpeHIa U YKPEIUICHHUIO
JOBEpUS K HEMY;

MapKEeTUHTOBas KOMMYHUKALIMOHHAS JEATEJIbHOCTh: BKJIIOYAaeT B ceOs
pPa3IMYHbIE KaHAJIbl, TAKAE KAaK OHJIAMH-PEKIIaMa, MEYaTHBIE CPEJICTBA MAaCCOBOM
uH(popMaluu, TENEBUICHUE, paauo0 W HapyxkHas pekiama. [Ipeanpusitus
BbIOMpatOT Hanbosee dPPEeKTUBHBIE METOAbl PEKJIAMbl JJISi JOCTHUKEHUSI CBOEH
ueneBor ayautopuu. KoHTEHT-MapkeTHUHr, mnouckoBas ontuMuzauus (SEO),
MapKeTHUHT B coluaibHbIX ceTsix (SMM), cBa3u c¢ obmectBeHHOCThIO (PR),
CTUMYJIMPOBaHUE CObITA, TAPTHEPCKUN MAPKETHUHT;

CErMEHTAlMsl PBIHKA: pA3JICJICHUE pPBIHKA HA CErMEHTBl CO CXOXHUMH
XapakTepUCTUKaMH M pa3pab0OTKa MapKETUHTOBOM CTpaTeruu JUisl KaKIoro
CErMEHTa;

AHAJINTUKA W AHAJIN3 JAHHBIX: MCIIOJb30BAHUE JAHHBIX JJISI MOHUTOPHWHIA
3 PEKTUBHOCTH MAapKETUHTOBBIX KaMMaHUN W KOPPEKTHUPOBKU W ONTUMH3ALUU
CTpaTerui;

KOHKYPEHTHBI aHalii3: HW3y4YeHUE KOHKYPEHTOB [JIsl BBISIBICHUS UX
CUJIBHBIX U CJIa0bIX CTOPOH, a TAK)Ke BO3MOXKHOCTEN nuddepeHmanmu;

OT3bIBbI U ONPOCHI KJIUEHTOB: COOP M aHAIU3 OT3BIBOB MOTpPEOUTENEH 15
YJIYUILIEHUS TOBAPOB U YCIIYT, @ TAKKE YIYUIICHUS MAPKETUHTOBBIX YCHIIHAM.

MapkeTuHroBasi J€AT€JIbHOCTh JOJDKHA OBITh  CKOOPJWHHUPOBAHHOM,
MOCJIe/IOBaTEILHOW M COOTBETCTBOBAThH OOIEH OW3HEC-CTpaTEeruu KOMIIAHUH.
VYcenemHslii MapKeTUHI TOMOTAeT MPEAINPUATUSIM NPUBIEKATh U YIEPKUBATH
noTpeduTeNnel, yBelInuuBaTh MPOJIaKU U, B KOHEUHOM HUTOT€, JOCTUTaTh CBOUX
(PMHAHCOBBIX U CTpATETHUECKUX 1eseil. COOTBETCTBEHHO, MPEANPUATHUIM CJIEAYET
MPOBOJAUTh  TMOCTOSHHBIM ~ KOHTPOJIb  3(PPEKTUBHOCTH  MApPKETHHTOBOM
nesrenbHocTU. [Ipu perieHnn MapKeTUHT OBBIX MTPOOJIEM, KOHTPOJIb 3a pecypcamMmu
M MapKeTUHTOBBIMU  pPE3yJibTaTaMM  SBIAETCA  OCHOBHOM  3aaaden
HEMapKeTUHIOBBIX  OTHeNoB.  llpennpustusa,  nogdyepkuBas  3HAYEHHE
SKOHOMHYECKOIO0 AaHajiu3a MW ayJdTa B  VYIPABICHUH MApPKETUHTOBOM
JEeATENIbHOCThIO, YKa3aJli Ha HEOOXOJMMOCTh IMPOBEJICHUS aHAIM3a HE TOJBKO
(MHAHCOBBIX MOKa3aTelieid, HO U PadOTHI MO B3aUMOJIEUCTBUIO C TOTPEOUTEIISIMHU.

B Tperbeil rnaBe auccepTralMu MOJ HAa3BAHUEM «AHAJM3 COCTOSIHHUS
YIIpaBJICHUA MApPKETUHIOBOM AeATeJIbHOCTHIO IeJIKOBOAYECKHUX
NpeanpusATHd Y30eKUCTAHA)» IPOBE/ICH aHAIN3 TCHACHIIUN Pa3BUTHS IECIKOBOM
MPOMBIIIJIEHHOCTH Y30€KHUCTaHa, JaHa OLEHKA YIMPAaBICHUI0 MapKETHUHTOBOM
JNEATENBbHOCThIO MPEANPUATHHA HA OCHOBE METOJOJOTMU C HCIIOJIb30BAHUEM
METOJIOB KOMIUIEKCHOIO 3KOHOMHWYECKOIO0 aHajlv3a M MPOaHAJIU3UPOBAHO
COCTOSIHUE YIPAaBICHUS MAapKETUHIOBOW JIESTEIBHOCTBIO IIEJIKOBOJIYECKHUX
npeanpustuii  Yzoekucrtana. [lo pe3ynpTraTaM aHalin3a yCOBEPUIEHCTBOBAHBI
METOJ0JIOTUYECKHE OCHOBBI A3(DPEKTUBHONW OpraHU3aluu JIESITEIbHOCTH OTAEIIOB
MApKETHHTA METKOBOAYECKUX MPEATPUATUH.
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Otpacnpb, BKJIIOYAKOIIAsi MPOM3BOACTBO KOKOHOB W IMEPEepadOTKy IIIeJKa,
MpUCYTCTBYET OoJiee yeM B 60 cTpaHax MUpa U OTHOCUTCS K YHUCITY NPUOBUIBHBIX
OTpaciel ¢ BHICOKMM MOTEHIMAIOM 3aHATOCTH. [1leTkoBOE BOJIOKHO M U3/ICIIHS U3
HETO SABJISIOTCS OJTHUMU M3 CaMbIX BOCTPEOOBAHHBIX TOBAPOB Ha PHIHKE Oaroaaps
CBOEM TOHKOCTH, U3SITHOCTH U IKOJOTHYHOCTU. [IpoMbINIIIEeHHO 00paboTaHHbBIE
IIIEJIKOBBIE BOJIOKHA IIMPOKO HCIOJB3YIOTCS B TaKUX CIIOKHBIX OOJIACTAX, Kak
TEeKCTUJIbHAS MTPOMBIIIJICHHOCTh, MEeIUITMHA U nHGopMaTuKa. [loaTomy, HECMOTpSI
Ha ITOCTOSIHHO BBICOKHM CITPOC Ha IIEIK Ha PhIHKE, BO3MOXKHOCTH YIOBJIETBOPEHUS
CYIIECTBYIOIIETO  CIIpOCa  OrPAaHUYMBAIOTCS  TMOCTOSIHHBIM  BO3JICHCTBUEM
pa3IMYHBIX OaphbepoOB Ha YpOBHE MPOU3BOJCTBA WIM IKOHOMHUYECKOMN
KOHKYPEHTOCTIOCOOHOCTH.

[IIek0BOICTBO — 3TO OTpacib ¥Y30eKucTaHa, KOTOpas MpoIiljia UCTOPUUECKUE
ATaIlbl, COXpaHWJIACh U pa3BUBAETCS Oyaroaapsi MHOTOJICTHUM U TIEPEXOISAIINUM U3
MOKOJICHUSI B TIOKOJICHHWE HAIMOHAJIbHBIMU Tpanumnusamu. lllenkoBas orpacib
V306ekucrtaHa Hapsgy €O CBOE MHOIOJIETHEM HCTOpUEed 3HaMeHaTeslbHAa |
opennom “Atlas”, “Adras” KOTOpbIA JOCTUT YPOBHSI MEXKIYHApOAHOrO OpeHaa u
CTOHUT B OJTHOM Py ¢ OpeHaamu “Prette-porte” mBelHOM oTpaciu.

CokpalieHe TYTOBHMKOB M HEJIOCTATOYHOE (HOPMHUPOBAHHE TYTOBBIX
IJIAHTAIMM, YIYIIEHUs B yXOJi€ 32 TyYTOBHMKAMH, HEMPABUIIBbHBIN BBIOOP (popm
BEJICHUS XO35UCTBa, pa3rpaHUUYCHUE HANpPaBJICHUW JTOCTaBKUM W IMEpPepadOTKU
MPOAYKIIMU MPUBEIIM K CHHKEHUIO ITPOU3BOACTBA MICIKOBOW MPOMBIIUICHHOCTH
VY306ekucrana u yJI0pOoKaHUIO IIECTKOBUYHOTO ChIPhS, U KaK Pe3yJIbTaT, HEIIOJTHOMY
yAOBJIETBOPEHUIO PHIHOYHOTO CIIpOCa.

V30ekucTtaH u3-3a IEJIOr0 psja CUCTEMHBIX IIPOOJIEM CTOJIKHYJICS C
TPYJAHOCTSIMHU BbIXOJa Ha PbIHKK pa3BUThIX cTpaH EBponbl u CIIIA, u cObiTa
OTEYECTBEHHOW IIEJIKOBOM TpOAYKHIHMHU. I[lOCKONBKY HMMIIOPT  IIEIKOBOM
MPOAYKIIMU PAa3BUTHIX CTPAaH OCYIIECTBIACTCS B OCHOBHOM M3 Kutas u MHauw,
7oyl Y30eKucTaHa B AKCIOPTE IIEIKOBOM MPOAYKIIMU B HanOosee NpuObLIbHBIC
cTpaHbl ocTaetcst Hu3koi. [1o coctosinuto Ha 2022 roa B PecniyOvke Y306ekuctan
HMEIOTCSl IIEJKOBUYHBIE TYTOBBIC IIJIAHTAIlUM, PACIOJIOKEHHbIE Ha o0O0IIei
romaay 54,8 ThIC. Ta, KOTOPBIE COTJIACHO JaHHBIM TAOJMILI 5 YBEJIMYMIUCH HA
11,1 teiC. Ta nnu 125,5 npoueHtoB no cpaBHeHuto ¢ 2017 romom.

Knumatudeckue ycimoBusi Y30€KUCTaHa MO3BOJISIIOT MCHOJIB30BaTh TYTOBBIE
nepeBbs ABaxbl. CooTBeTCTBEHHO, eciiv B 2017 roay ObLio mpousBeacHo 12,5
THIC. TOHH IIEJIKOBUYHOTO CBIPbs (3a 1-2 ce30Ha), TO ATOT MOKa3aTesb 10 UTOTaM
2022 ropa ynanoch yBeIW4UTh A0 11,8 ThIC. TOHH, WM MOYTH B JABa pasa.
Habnronaercss yBenuueHue w3 roja B TOJ U KOJUYECTBA OJHOPSIHBIX TYTOBBIX
JIEpEBBLEB Ha MOJIEBBIX U MTyTEBbIX 000unHaX. CienyeT OTMETUTb, uTo eciik B 2017
rojJy KOJIUYECTBO OJHOPSIHBIX TYTOBBIX JIEPEBbEB COCTABIISLIO 45,5 MIIH. KYCTOB,
To B 2022 roay ux uuciio npeBbicuio 217,4 MIH. KyCTOB, OCOOCHHO OOJIbIIOE
BHUMAHHUE B IOCJEIHUE TOAbl YACIAJIOCHh MOCAJKE TYTOBBIX JEPEBBHEB B CBETE
peanu3alu  rocyJapCTBOM  OOIIEHAIIMOHAIBHON  MpOrpaMMbl  «3eJeHOe
MIPOCTPAHCTBO», YTO CIIOCOOCTBOBAJIO YBEJIMUCHHUIO UX KOoJu4uecTBa (TadII. 2).
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Taoauna 2
CylecTBYIOIME TYTOBHHKH M OJIHOPS/IHbIE TYTOBbIE 1ePeBbs,
BBICAKEHHBIE CAKEHIbI MIeJKOBHILI H BLIPALIEHHOE MIETKOBHYHOE ChIPhe B
2017-2022 roaax B Pecny6auke Y3oexucran™’

2022 rox mo
No MokasaTenn Eaunuma | 2017 | 2018 | 2019 | 2020 | 2021 | 2022 | cpaBHEHMIO ¢
- U3MepeHMsi | TOX | TOA | Tox | roj | rox roj 2017 roaom
+/- %
CymiecTBytomue TBIC.
I | ryrossmen rexnapon | 437 | 463 | 487 | 503 | 548 | 548 | 111 | 1255
CymiecTBytomme
2 | omHOpsATHBIC MUTH. 45,5 | 61,1 | 79,7 | 85,5 | 149,7 | 217,5 | 172,0 | 478
TYTOBBIE JIEPEBbS KyCcTOB
BricaxxeHHbIE MULH
3 | caxxeHlbl < CT(;B 2,9 1329 | 63,1 | 82,1 | 120,4 | 123,0 | 120,1 | 4249.9
I CJIKOBHIIBI y
Beipaniennoe
4 ﬁfﬁfg‘g?‘g{oe Teic. TorH | 12,5 | 15,7 | 19,6 | 20,9 | 22,8 | 24.2 | 11,8 | 194.2
C€30Ha)

Ecnu B 2017 roaxy KOIM4eCTBO TYTOBBIX JI€PEBBEB, BHICAKEHHBIX B OJIMHOYHBIE
PAIBl M TYTOBBIX IUIAHTALMAX JJI1 TIOCTPOEHUSI BHOBb M PEKOHCTPYKIIMU, COCTABUIIO
2,9 muH. en., o B 2018 roay BeicaxkeHo 32,9 miH. en., B 2022 roay — okono 123 muH.
en. caxeHueB menkoBuubl. B 2017-2022 romax pekoHctpyupoBaHo 14,3 TbIc. ra
HETPUTOJTHBIX TYTOBBIX CaJIOB.

Cornacno nocranosieHuto IIpesunenta Pecnyonuku Y30exucran Nellll1-4567
ot 17 sauBapsa 2020 rojga B UensAxX yBEIWUYEHUS TOXOJ0B HACEIECHUS, TO €CTh B LIEIAX
OCTaBJICHUSI Y HACEJICHUS JI0XOJ0B, MOJYUYEHHBIX MYyTEM MOCAAKU JOMOJTHUTEIBHBIX
KYJBTYp B MEXIYPAIbSIX TYTOBBIX IUIAHTALIMH, MOMUMO TOJYUYEHHBIX OT MPOJAKU
ypO’kasi KOKOHOB HIEIKOMPSIAa, BHIPAIIEHHOTO UM, 54,8 ThIC. ra TYTOBBIX IUIAHTAIAM
OBLIO 3aKpETUICHO 3a HacelieHueM 64,8 Thic. yell. B paMkax JaHHOTO MOCTaHOBJICHUS
B MEXIypsaabsix 43,2 ThIC. Ta TYTOBBIX IUIAHTAMK  OBLIM  TTOCESHBI
CEIIbCKOXO03MCTBEHHBIE KYJIBTYPbI, B TOM YHCJIE: MIIIEHUIIA Ha 8,6 THIC. I'a, KyKypy3a
— 6,8 ThIC. Ta, s;tuMeHb — 3,1 ThIC. Ta, kapTodenb — 2,8 ThIC. Ta, JyK — 1,7 THIC. Ta,
MOpPKOBb — 1,7 ThIC. ra, Kamycrta — 1,4 ThIC. Ta, 4eCcHOK — 1,1 ThIC. Ta, pena u peapka —
0,9 TeIC. Ta, MTOMUAOPBI — 2,5 THIC. T4, 3€JIEHb - | ThIC. ra, Npoyue KyiabTypbl — 11,5
THIC. Ta.

B cucreme Accommanuu «Y30€KUIMaKcaHOAT» BBIPAIIMBAHUEM Ca)KEHIICB
HIECTKOBUIIBI 3aHUMAIOTCS 22 TYTOBBIX XO3SMCTBA, a TaKX€ HAJOMHHUKH IpH
HIETKOBOJAYECKHUX KIIacTepax, 3aHUMAIOLIMECS BhIPAIIMBAHUEM JaHHOW KYJIbTYphl. B
2022 roay opraHu3alUsMH CUCTEMBI OBLIO BBIpAIICHO MO peciyonuke Bcero 143,7
MJIH. KYCTOB Ca)XCHIIEB IIEJIKOBHUIIbI, W3 HUX 64 MIH. KYCTOB — B

32 IloaroroBieHo Ha OCHOBE I/IH(l)OpMaHI/II/I acCOIMAaNNU «Y30eKHUIIaKCaHoaT.
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CHEIUATM3UPOBAHHBIX TYTOBBIX X035HUCTBAX, 22,9 MJTH. KyCTOB — B IIEJIKOBOAYECKUX
Kjacrepax, 51,6 MIIH. KyCTOB — B IOMOXO3MiCTBax U 5,2 MIJIH. KyCTOB — B JIECHBIX
XO35IMCTBAX.

BnepBbie B uHCTOpUM WIENKOBOJCTBa Y30€KHCTaHa HajakeHa MpaKTUKa
AKCIOpPTA cakeHleB 1menkoBuilbl. Eciu B 2017 roay 6pU10 UMIOPTUPOBAHO 7,5 MIIH.
kyctoB U 13,4 muH. kyctoB B 2019 roay, T.e. Bcero 20,9 MIIH. KyCTOB Ca)EHLEB
menkoBuilbl B oOMeH Ha 1,1 muH. nomn. CIIA, To Ha CerogHSAIIHUN J€Hb MEXIY
npeanpusitueM TOO «ASVS Oyl» Pecniyonuku Kazaxcran u cenuaau3upoBaHHBIM
TyTOBbIM X03iicTBOM «Mmak» AHIMXaHCKOW 00JacTH TOJNUCAH SKCHOPTHBIN
KOHTpakT Ha 2,4 miuH. nout. CIIA mo mocTaBke M arpOTEXHUKE BbIpaluBaHus 27
MJIH. KYCTOB Ca)K€HIIEB mIenKoBUIbI B 2021-2025 ronax.

BuumaHue K pa3BUTHIO KOKOHOBOJCTBA, PSJl CO3/IAHHBIX JIBFOT U BO3MOKHOCTEN
B VY30ekucraHe camo cOOOM cTaqu OCHOBOWM JJig YBEJIMYEHHUS KOJIMYECTBA
NpEeANpUsATUN, >KeNalllux padoTaTh B 3TOM HamnpasieHuu. [locie Toro kak B
cenTsi0pe 2017 roga Y30ekuctan cran wieHoM Mexaynapoanoro CoBeTa 1o meIKy
(ISC) xak pnBanuaroe TroOCylapCcTBO Cpead CTpaH Mupa, NOpu AccolHaiuu
«Y30ekunakcaHoaT» ObUla HaJTaKeHa AEITEIBHOCTh 13 peruoHalbHBIX, 144
paiionasix OOO «Arponuimna». Ha ngaHHbIA MOMEHT B cucTteme JeucTBYIOT 11
NPEeANpPUATANA IO TPOU3BOACTBY T'PEHbI TYTOBOIO HIENKONpAna, 71 nmpeanpusTiue mo
MPOU3BOJICTBY IIEIKOBOM MPOIYKIIMHU B XO/I€ BHIPAIIUBAHUS U IEPEPAOOTKH KOKOHOB
KJIacCTepHBIM MeTo/1oM. Beero cozmano 761 Teic. pabounx mecT, u3 Hux 24,440 Thic.
MOCTOSTHHBIX U 736,567 ThIC. CE30HHBIX Pa0OYNX MECT.

B nensix oGecneyeHnss KOMIUIEKCHOTO Pa3BUTHSI IIEIIKOBOM OTPACIN HA OCHOBE
CO3JaHHSI E€OUHOM TMOJHOLIEHHON OpPraHu3allMOHHO-TEXHOJIOTMYECKOW IEMOYKH,
HalpaBJICHHOW Ha MHTEHCHMBHOE pAa3BUTHE KOPMOBOW 0a3bl, MOCTOSHHOE
COBEpILIEHCTBOBAHUE TMPOLIECCOB BBIKOPMKM M 3arOTOBKM KOKOHOB TYTOBOI'O
HISJIKOTIPSAJAa, ILIMPOKOe BHeApeHue 3(PQPEeKTUBHBIX METOAOB MPOU3BOJCTBA U
yrayOneHHOM mepepaboTKM KOKOHOB TYTOBOTO —IIEJIKONPSiA, LIENKa-ChIPIA,
HIEJIKOBOM MPSIKU, HAJTAXKMBAHKUE BBIITYCKA TOTOBBIX M3 U3 IIENIKA, YBEJIUUYCHHE
HKCIIOPTHOIO MOTEHIMaJla OTPACid, a TaKXKe TMOBBIIIEHUS YPOBHS 3aHATOCTU U
JOXOJOB HAaCEJEHUs B CEIIbCKOM MECTHOCTH mnocTtaHoBieHueM lIpe3maenta
PecnyOnuku VY306exuctan NellI[1-2856 ot 29 mapra 2017 roma Oblia cosnaHa
Acconmanus «Y30eKurnakcaHoaT.

Camapkanjckasi 00JacTh CUUTAETCS BEAYLIMM PETHOHOM Y30€KHCTaHa IO
MPOU3BOJACTBY IIEJIKA U IICIKOBBIX M3AEIUN, 10 KOTOporo cocrasiser 13,1% ot
obmero o6bema mpousBeAeHHOW mnpoaykiuu. Creayromue MecTa 3aHUMAIOT
AHnmxaHnckas oonacts — 12,6 mpouieHTa, byxapckas o6macts — 10,3 ipouierta. Ecnu
B 2022 rony no peciy6Juke ObIJI0 TPOU3BEAEHO MISIKOBBIX U3/IEIUN Ha CyMMY Oosiee
2 TpJIH. CYMOB, TO IO MIPOTHO3aM 3TOT NOKAa3aTeNb JOCTUTHET MOYTH 3 TPJIH.CYMOB B
2023 roay (tabm. 3).
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Tadamnna 3
O0beM NpPou3BOACTBA HIEJTKOBON NMPOMBILNIICHHON NPOAYKIUH 110 periOHaM
Pecny0siuku Y30ekucTans>, Map. cym

Toawl Temm pocta
/u Peruonnt
2019 rox | 2020 rox 2021 rox 2022 rox 2023 rox %
o0nIumii: 592.4 861,1 1 140,50 2 014,9 2 997,0 505,9
Pecny0imka
! Kapakanmakcran 18,5 28,6 38,0 69.9 103,0 556,8
Ob6nacTu
2 Anmmxanckas 82,3 110,6 147,5 254,6 381,0 462,9
3 | byxapckas 61,3 71,1 119,5 208,2 310,7 506,9
4 Jxu3akckas 17,8 29,5 38,0 71,7 105,0 589,9
5 | HaBowutickas 59,6 81,7 108,6 87,1 128,8 216,1
6 | Hamanranckas 26,4 37,8 48,3 168,6 250,9 950,4
7 | KamkamgappuHcKas 49,8 73,3 95,6 190,2 283,6 569,5
8 Camapkanjackas 79,6 130,7 147,4 263,2 390,4 490,5
9 CypxaHJIapbUHCKast 45,0 67,0 86,9 152,5 2272 504,9
10 | CeippapbuHcKas 12,9 18,6 31,5 53,8 80,8 626,4
11 | TamxkeHTCcKas 34,2 58,8 77,6 140,7 207,8 607,6
12 | depranckas 55,1 81,6 105,9 189,3 280,7 509,4
13 | XopesMmckas 50,2 71,7 95,6 165,1 247,0 492,0

Ecom B 2017 romy  mpennmpusTHsMU — CHUCTEMBI  Accouuanuu
«Y30eKkumnakcaHoat» Ha MepepaboTKy B OTEYECTBEHHBIX MNPEANPHUATHSIX OBLIO
otnpasyieHO 56,0 MPOLIEHTOB OT OOIIEro KOJIMYeCTBa BOJIOKHA, TO B 2022 roy 3TOT
nmokaszarenap coctaBuil 85,8 mpoueHToB. B 2022 romy mouru 77,23 TpOLIEHTOB
IIIEJIKOBOM BaThl OBLIO HAINPaBJICHO Ha BHYTPEHHEE TPOU3BOACTBO (Tad. 4).

Taoauua 4
HanpasJ/jienne npoayKuun ACCOUMANUN «Y30€KUMAKCAHOAT» HA
norpedaenne’?
Bun CAMHMIA | 5017 ron | 2018 ron | 2019 rox | 2020 rox | 2021 rox | 2022 roa
l'[pO[[yKIII/II/I I/I3Mepe]-ll/lﬂ
IIpou3BoaCTBO NPOAYKIIHH
IHenxosoe TOHHA 526,3 785.0 1000,0 | 12000 | 1570,0 | 2500,0
BOJIOKHO
gﬁf‘o‘*a" TOHHA 4555 5113 700,0 800,0 | 1100,0 | 1200,0
[Henxospie ThIC. M2 811,0 870,0 | 2150,0 | 2557,0 | 36514 | 123418
TKAHU
Jkcnopt
IMexx- TOHHA
ChIpeI 231.8 597.9 782.0 519.8 | 4535 | 4290
HlenxkoBas
BaTa TOHHA 102.6 552.9 608,7 8144 | 7021 | 2732
HlenkoBas )
TKAHb ThIC. M 231,8 1001,1 | 29557 | 788,1 4470 | 7544

33 Ha ocHoBe JMaHHBIX Accouuanuu «Y30eKHImaKkcaHoaT
34 Ha ocHoBe JMaHHBIX Accouuanuu «Y30eKHImaKkcaHoaT
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Bun CAMHMUA | 5017 ron | 2018Tox | 2019 rox | 2020 rox | 2021 rox | 2022 ron
NPOAYKUHHN | W3MepeHHusi
HanpagJ/jieHue HA BHYTpPeHHee noTpedieHne (MPOU3BOACTBO M MOTPedIeHne)

[IenkoBoe TOHHA 294,5 187,1 218,0 680,2 1116,5 | 2071,0
BOJIOKHO % 56,0 23.8 21,8 56,7 71,1 82,8
[IenkoBast TOHHA 352,9 -41,6 91,3 -14.4 397.9 926,8
Bara % 77,48 108,14 13,04 101,80 36,17 77,23

[IenkoBbie TBIC. M2 579,2 -131,1 -805,7 17689 | 3204,5 | 115874
TKaHU % 71,4 115,1 137,5 69,2 87,8 93,9

B 2017-2022 romax o0beM MpOU3BOJCTBA IICIKOBBIX TKAHEW yBEIMUMIICA Ha
15,2 nponenTtos. B 2017 roxy 71,4 nponieHTa BhITYLIEHHBIX IETKOBBIX TKaHEH, 579,2
ThIC. M? TKaHU ObUIM HAIIPABIEHBI HA BHYTPEHHEE MPOM3BOJCTBO U PEANU30BaHEbI B
BU/JIE TOTOBOM MPOAYKIIMU Ha BHYTPEHHEM pblHKe. HampaBieHue 1menkoBbIX TKaHeH
NPEeUMYIECTBEHHO HAa MECTHbIE€ PBIHKM YKa3blBa€T Ha HUX HEBBICOKYIO
KOHKYPEHTOCTIOCOOHOCTh Ha MUPOBBIX PbIHKaX. Takasl cuTyauus HaOdroAanach U B
2022 romy, xkorga okojio 93,9 mporeHTOB OT 001ero oobeMa MPOU3BEICHHBIX
IIEJIKOBBIX TKaHEW OBbLIO HAMPaBIEHO HA BHYTPEHHEE MOTpeOIeHHe.

Ouenuth >PGHEeKTUBHOCTD MIETKOBOIYECKUX NPEANPUSATUN MO CTPYKTYpe HX
MapKETUHIOBBIX 3aTpaT B paMKax JAMCCEpTAallMd HE MPEJCTaBISETCS BO3MOKHBIM.
OcHOBHast IPUYKHA ATOTO KPOETCS B TOM, YTO HA MPOMBIIIJIEHHBIX TPEANPUATUAX HE
BeJieTcsl cOop 00IIel CTaTUCTUKH CUCTEeMAaTHU3UPOBAaHHBIX B paMKax JHUCCEpPTaluU
3aTpaT Ha MApPKETHHIOBYIO JAESTENbHOCTb. B CBSI3W C 3TUM, AJid ompeneiaeHus
(G ()EKTUBHOCTH yIpaBICHUS MApKETHHTOBOM JIESITENbHOCTHIO MIEIIKOBOIYECKUX
OpeanpusiTuid  ObUI  CHCTEMAaTH3UpOBaH TMEpedYeHb U3 9-TM  HampaBiIeHUH
JESTENbHOCTH U 5-TM BHUJOB OMNEPATHBHBIX pPabOT MO KaKIOMY HampaBlICHUIO
JesTeNbHOCTU. BbIIN MpOBeIeHBI AHKETHBIE OMPOCHI 1J151 OLIEHKH OTIEPAaTUBHBIX padOT
no 9 HamnpaBleHUAM JAESTENbHOCTH, KOTOpPbIE OCYLIECTBISIOTCS OTIEIaMu
MapKeTUHTa MpEeANpUsITHI, ¢ UCIOJb30BaHHEM aHKeTHoro Meroaa. [lpu ananuze
JaHHBIX OMPOCA MUCIOJB30BAJICS METOJI, OCHOBaHHBIN Ha anroputme PSL makeTHOro
nporpaMMHoro cpenacrsa SmartPLS. B kauecTBe OCHOBHBIX MEPEMEHHBIX OBLIO
BbIOpaHO 9 HE3aBUCHUMBIX NEPEMEHHBIX, OTOOPAHHBIX JIJISi OLEHKH MapKETUHTOBOU
NEeSTENbHOCTH, a B KauecTBe KpuTepueB IPHEKTUBHOCTH MapKETHHIOBOM
JESTENbHOCTH — 3 HampaBJeHUS: W3MEHEHHE pPBIHOYHOW JOJH, YPOBEHb
peHTa0EIbHOCTU ¥ YPOBEHb KOHKYPEHTOCTIOCOOHOCTH NMPEANPUITHI KaK 3aBUCUMBbIE
nepeMeHHbIE.

MeTo010rn4ecKuil MoAX0 ] K aHAIU3y IMPOLIECCOB YIIPaBICHUS MAPKETHHT OBOM
JESATENbHOCThIO U A((PEKTUBHOCTU NESITEIBHOCTH MNPEANPHUSATHI IIETKOBOACTBA
pa3paboTaH COTJIACHO PUCYHKY 3.

[Tnardpopma docs.google.com wucnons3yercss s cObopa uHOpPMALUMU 10
AHKETHBIM OIpOcaM OT NPENPHUATUHN N0 KaK10My HanpasieHuto. ChopMHUpOBaHHOE
MOCPEJICTBOM  JaHHOM  mIarGopMbl  AHKETUPOBAHHME  MPOBOAMIOCH  Yepes
oduimanbHbIi BeO-calT https://uzbekipaksanoat.uz/. AHKeTbI COOMPATUCH 110 CCHUIKE
https://forms.gle/MMyEVoKjdRqnskFSA. Bcero B ompoce npunsiiu ydactue 112
NPEeANPUATANA TIO MPOU3BOJCTBY I'PEH, KOKOHOB, HIEJIKOBHIIbI, TEKCTUIS U KOBPOB.
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OOmue pe3yibTaThl AHKETUPOBAHUS OBUIM TMEPEBEACHbI B IIKATy C IOMOIIBIO
nakeTHOM mporpammbl SPSS statistical u aganTupoBaHbI 711 MPOBEICHUS aHAIN3a
METOJIOM, OCHOBaHHbIM Ha ayjroputMe PSL makeTHOro mporpaMMHOrO CpeacTBa
SmartPLS. Jlna omnpenenenuss 3(pPEeKTUBHOCTH yHpPABICHUS MapKETHHIOM ObLI
HCIIOJIb30BaH METOJI, OCHOBaHHBIM Ha anroputme PSL makeTHoro mporpamMmHOTro
cpeactBa SmartPLS.

F1. IIpoBenenne MapKETMHTOBOTO
HCCIIE/I0BAHUS

F1.1...F1.5

F2. Aranu3 nadopmanmn
MapKETHHIOBOTO MCCIICIOBAHHS

F2.1...F2.5

F3. PaspaboTka u peanusarus
MapKCTHHFOBOﬁ CTpaTeruu

F3.1...F3.5

R1-pbIHOYHAs 10T

F4.1 ... F45 F4. PazpaboTka n peannsamys TOBapHO#
TIONTUTUKH

O

F5. PaspaboTka 1 peanusarys MoJHTHKH

F5.1...F55
cOBITa M TOTHCTHKH TPEATNPHATHS

R2-PenTtabenpHOCTh

F. Ynpasnenue
MAapKeTHHIOBOH
JEATCIIbHOCTBIO
R. DddexruBHOCTE
JEATECIILHOCTH

F6. PaszpaboTka u peanusars
KOMMyHHKau"OHHOﬁ TIOJIUTHKH

F6.1 ... F6.5

(

R3-KOHKypeHTOCTIOCOOHOCTh

F7. Pa3paboTka 1 peannsaiys HEHOBOH
TIOJIUTHKH

F7.1...F71.5

F8. PaspaboTka 1 peanusarys MOJUTHKH

F8.1...F8.5
1HUdPOBOro MApPKETHUHTa MIPEATPUATHS

F9. KoHTpos1b 1 MOHHTOPHHT
CTPaTErMuecKoil MapKETHHIOBO#
JICATETBHOCTH TIPEIMPUATHS

F9.1 ... F9.5

Puc 3. Moaeab oueHk# 3p(peKkTHBHOCTH yIIpaBJIeHUS MAPKETHHI0BOI
535

NAeSITeJIbHOCTHIO MIEJIKOBOIYECKUX NMPeANnPUsATH I

Meton, ocHoBaHHbIi Ha anroputme PSL, peanuszoBan Ha 06a3ze Momyss
«Bootstrapping» makeTHOro mnporpammHoro cpencrsa SmartPLS. Busyanshoe
npejcTaBieHue Mojaenu ‘“‘Bootstrapping” moka3zano Ha pucyHke 4. B pesynbraTte
aHajgu3a BBISIBICHO, 4YTO 3(()EKTUBHOCTh PHIHOYHOM NESITEIHHOCTH MPEINPUITHI
MO3BOJIMJIA 3aMETUTh BBICOKYIO 3aBUCHUMOCTh HAMNpPABJICHUH, pEalnu3yeMbIX B
YIpaBICHUU MapKETUHTOBOW JEATEIBHOCTHIO Mpeanpusatuil. OOImmas Koppesius
MEXIy S(PGhEeKTUBHOCTbIO PHIHOYHOW JACSATEIRHOCTH MPEANPUIATHH U ypPOBHEM

35 CocTaBiieHO aBTOPOM
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yIpaBlIEHUS X MAPKETUHTOBOM JieaTenbHOCThI0 cocTaBuia $=0,829 (Pvaies=0,0005).
CrnemoBaTenbHO,  ypOBEHb  PBHIHOYHOW  aJanTalid,  PEHTA0CIbHOCTH |
KOHKYPEHTOCTIOCOOHOCTH TPEATNPHUATHN IIEIKOBOACTBA 3HAYUTEIHHO 3aBUCAT OT
yIpaBJICHUS MAPKETUHTOBOH EATEIHHOCTHIO MIPEeANpHUATHIA (pHC 4).

F1

— NS

F3 43; (0.000)
0663 (0.000)

F4 ¢ 0706 0000] R1
i W DCC(}]\‘R 0.868 {0.000)

5  #——oqs4 CGOG]——— 0,829 (0.000) — b i nss7(0000)—F  R2
0.796 {0.000 0.455 (

6 & o713 ooco]f =l R3

& 0737 0 R

) /0329 (0.000)
E /

F9

Puc 4. 3navenust Mmoaeu OeHKH 3(P(PeKTUBHOCTH YIIPABJICHUSA
MAaPKETHHIOBOM JIeATEILHOCTLIO MIEIKOBOAYECKUX NPenpHATHii>

B tabnune 5 nmpencraieHa cratuctuka oOmmx 3@¢eKkToB 1no 9 kpurepusiM,
BBIOpAHHBIM  JUISI OLEHKM MApKETUHIOBOM  JIEATENbHOCTH  IIEIIKOBOJYECKUX
MIPEANPUITUN.

Tabauna 5
Ounenka 3¢ peKTHBHOCTH YIIPABJIEHNSI MAPKETUHIOBOM 1€ATEJIbHOCTHIO
meaxoBoaueckux npeanpusruii 3’(Mean, STDEV, T-values, p-values)

b g::\llril:t?cr:\ T Statistics | 5\ es
B-koad pureHTH! el (IO/STDEV))

F1<-F 0,484 0,070 6,922 0,000
F2<-F 0,663 0,071 9,341 0,000
F3<-F 0,706 0,060 11,799 0,000
F4<-F 0,518 0,099 5,224 0,000
F5<-F 0,549 0,090 6,121 0,000
F6 <-F 0,796 0,035 22,806 0,000
F7 <-F 0,734 0,050 14,601 0,000
F8 <-F 0,731 0,052 14,096 0,000
F9<-F 0,829 0,022 37,278 0,000
R1<-R 0,868 0,035 24,605 0,000
R2<-R 0,887 0,020 43,546 0,000
R3<-R -0,465 0,111 4,185 0,000

Ilo pesynpratam yIpaBi€HHE MAapKETUHIOBOW JEATEIBbHOCTHIO, OCYIIECTBII-
SAeMOU MPENNPUATUSIMU IIETKOBOACTBA, MMOKA3bIBAECT MOJOXKUTENbHbIE d(DPEKTh Ha
Bcex npeanpusaTusax. OaHAKO YNOpPaBIEHUE MAPKETHUHIOBOW JAEATEIBbHOCTHIO

36 Pe3ynbTaThl, MONYYEHHBIE ¢ TOMOIIBIO TPorpaMMbl SmartPLS
37 Pe3ynbTaThl, MONYYEHHBIE ¢ TOMOIIBIO TPporpaMMbl SmartPLS
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OpEeINpusITHA ~ OKa3biBaeT  oOpaTHBIA  3p¢deKT Ha  MOBBIIICHHE  UX
KOHKYPEHTOCIIOCOOHOCTH.

V3 BBIIEH3IOKEHHOTO SICHO, 4YTO TPEANPUATHS BEIyT MapKETUHTOBYIO
AeSTeNbHOCTh, HANPABICHHYIO TPEX/IE BCETO, Ha YBEIMUYCHHE PHIHOYHOW JOIU U
obecrieyeHne pPEHTA0ETBHOCTH. YCTAHOBJIEHO, YTO TIOJMTHKA, peanusyemas
OpEeanpusATUAMA B O0JMacTH  yHpaBlIeHWs  MAapKETHHTOM,  HEIOCTaTOYHO
OpHUEHTHpPOBaHA Ha OOECNEeYeHHe CBOMX KOHKYPEHTHBIX mpeumymiectB. I[lo
pe3yibTaTaM OIICHKH ypPOBHS YIPaBICHUS MAapKETUHTOBOH  JEATEIBHOCTHIO
MPEIPHUSITUN IETKOBOCTBA HA OCHOBE YCTAHOBIIEHHBIX KpUTEPHEB Y (HEKTUBHOCTH
YCTaHOBJICHO, YTO ACSATEIHLHOCTh MPEINPHUATHA MO MPOBEICHUI0 MapKETHHTOBBIX
WCCJICIOBaHMIA, TOBAPHOW TOJUTHKH, BHIOOpA KAHAIOB PACTIPEICICHUS U TOJTUTHKH
cObITa OKa3blBaeT HU3KUA TOJMOKUTENBbHBIN dpdekr. C ydeToM TaHHBIX
OOCTOSITENILCTB YCTAHOBJIEHO, YTO ONpEJENIEHHE CTPATErHMYecKUX HarpaBlIeHUH
s dekTuBHON opraHum3zanuu Komiuiekca MmapketuHr MUKC B mpeanpusatusx
HIETKOBOJICTBA SIBIISIETCS] IPUOPUTETHHIM HAIIPABIICHUEM.

Bce mpobnembl, CBs3aHHbIE C KOHEYHBIMH TIOTPEOUTENSIMH TPOMYKIIHH
HAXOMATCS TMOJ TPUCTAIBHBIM BHHUMaHHEM OTJella MapKeTHHTa, B TO BpeMs Kak
ApyTHUE OTACNbI 3aHUMAIOTCS PA3NIUYHBIMU JAPYTUMHU 3amadamMu. OpraHu3anuoHHAas
CTPYKTypa OT/eNia MapKETUHTa JJOJKHA COOTBETCTBOBATH JIEATEIBHOCTH, TPOIYKITHH
(ycmyr) u pa3mepy phIHKa KaKIOTO MPEATPHUSATHSI.

JlesITenbHOCTh OTJIEIOB MapKETHHTA IIETKOBOTISCKUX MPEINPHUITHIA JOKHA
ObITh OpPHUEHTHpOBaHa Ha omepaTuBHOE W J((EKTUBHOE YNpaBICHHE BCEMH
GYHKIMSIME ~ PBIHOYHOM — JEATENbHOCTH  mpeAnpustusi. CorjacHo  Hay4HO-
TEOPETHUYECKUM B3TJISIIaM OTIENBl MapKETHHra IIEIKOBOAYECKUX TMPEANPUATHI
JOJDKHBI UMETh CBO€0Opa3Hyto cTpyKTypy. lIpennaraercs YCOBEPILICHCTBOBATh
ACSATENFHOCTh ~ OPTaHM3AI[MOHHBIX  OTIEJNOB, BBINOJHSIOMNUX  (QYHKIHH IO
OpTaHM3allMd W YTMPABICHUIO MAapKETUHTOBOM JEATEIHHOCTHIO HA OTPaCIIEeBBIX
NPEINPHUITHAX, BXOASIINX B COCTaB AcCOIMaNU «Y30€KUIMaKkcaHOAT» Ha OCHOBE
napajuieTbHOW MapKETHHTOBOW TOJNUTHKUA «OTpacib + Mpeanpustue» (puc. 5).
JIaHHBII TONXOJ HAMpaBJICH Ha JOCTH)KEHHE COPa3MEPHOCTH MEXIy paboToi
OTICIIOB MapKeTHHra MISITKOBOMYECKUX TPEANPHUATAH W JCSITEIbHOCTHIO
COOTBETCTBYIOIIUX  TOJPA3ACICHUN CTPYKTYpPHl HCIIOJHHUTEIHHOTO  ammapaTta
Accoranuu «Y30eKumakcaHoary.

Ha npaktuke B OOJBIIMHCTBE MPEANPHUATHA OTAETBl MAapKETHHTa, OTICIbI
BHEIIHEW TOPrOBIM © TPOU3BOJCTBEHHBIC OTIEHBl BEAYT O0OCOOJICHHYIO
AeSTeNbHOCTh. J{M3aifHepCKre OTIENbI METKOBOAYCCKUX MPEANPUATAN BBIMOITHIIOT
GYHKIMM aJanTHpPOBAHUS W3AETUH K pPBIHKY. Ha Ham B3riasa, AesTenbHOCTH
IN3alHEPCKUX OTIENOB JOJKHA OBITh OPTaHM30BaHA UCXOMS M3 CETMEHTOB PHIHKA,
MNOIXOIAIINX JJII TEeKCTWIBHOW W MIBEHHOW MPOMBINUICHHOCTH. Opranu3arus
ACSTELHOCTH OTEIIOB MapKETHHTa TI0 PEKOMEHIOBAaHHBIM (popMaM Ha PUCYHKE O,
MO3BOJISIET TOOUTHCS TOJOKUTEIIBHOTO Pe3yiIbTaTa MpU pealin3aluyl NapauieabHO
MapKETHHTOBOW MOTUTUKH «OTPACTh + MPEIPHUITHEC.
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Puc 5. Ilapa/uie/ibHbIe HANIPABJIEHHS OPTAHM3AIMH OT/IeJa MAPKETHHIA B IIEJIKOBOYECKHX NpeInpHATHIX
«OTpac/b+IpeanpusATHE» 38

38 Pa3paboTaHO aBTOPOM

61



OcHOBHOM  3ajmaueid  OTHENOB MapKeTUHra MpUHUMAJAch COBITOBAs
NeSATEeNIbHOCTh, K YeMY MPUBBIKIN clieoBaTh. OTAeIbl MapKETUHTA 11€JIECO00Pa3HO
OpraHU30BBIBATh B aCCOPTHUMEHTHOW (opMe H3-3a IMIHMPOKOr0 M PpazHOOOpa3HOTO
aCCOPTHMEHTA IIICJIKOBBIX W3JACIMM U TOBapPHO-OPUEHTHPOBAHHOW (opMe Ha
MPEANPUATUAX, PAOOTAIOIMIMX HAa OTHOCUTEIBLHO CXOXXKHUX pBIHKax. MHTerpamms
NeATeIbHOCTH OT/eJla MapKETHUHTa Ha MPOMBIIUICHHBIX MPEANPHUATHAX OYEHb BakKHA
U1 o0ecredeHusl MeJocTHOro W 3¢G(EKTUBHOrO MOaXoAa K JIOCTHIKEHUIO
OpraHU3aIMOHHBIX IIEJICH.

VYrpaBieHrne MAapKETHHIOM Ha OCHOBE IMapajuleIbHOM MapKETHHTOBOM
MOJIUTUKUA «OTPaAcib + TPEANPUITHE)» MPUBOAUT K JTOCTUNKEHUIO SKOHOMHYECKOU
adpdekTuBHOCTH B Takux cdepax, Kak (YHKIHMOHAIBHOE COTPYIHUYECTBO,
peanuzamus OOUIUX MeJiel, JOCTWKEHHE CHUHEPTrUU 3a CUeT HWHTEIPUPOBAHHBIX
KaHaJIOB CBS3U, akTHBHOE BHeapeHne CRM-cucrtem, OCHOBAaHHBIX Ha OOMEHE U
aHaJu3e JaHHBIX, JCSITEIHLHOCTh Ha OCHOBE KIMEHTOOPHUEHTUPOBAHHOTO TMOAXOA,
oOmuii OpeHIWHT W CO3JaHWe WACHTHU(UKAIMA HAIMOHAIBHBIX OPEHOB,
oOpa3oBaHWE M pa3BUTHUE HABHIKOB, CHHepreThyeckuil 3P¢heKkT, OCHOBaHHBIA Ha
mudy3un UHHOBAITUN U TEXHOJIOTHYECKOW MHTETPAIIUH.

B uerBeproii TyIaBe HCCIEAOBATENbCKOW pabOThl TOJA  Ha3BaHHEM
«CoBeplieHCTBOBAaHHE W  NOBbIIIeHHE JI(PPEeKTHBHOCTH  METOH0JIOTUH
yIpaBJeHUsI MAPKETHUHIOBOI 1eSITeJIbHOCTHIO HIEJIKOBOAYECKUX NPeANPUATHID
ObUTM BBIABUHYTHI TMPEIJIOKEHUS W PEKOMEHIAIMU TI0 COBEPIICHCTBOBAHUIO
TOBApHOM CTpAaTErMM M YBEJIUYCHHUIO SKCIOPTHBIX BO3MOXHOCTEH MpeANpUsITUI
IIEJIKOBOJICTBA, CO3AaHUI0 3(P(HEKTUBHON apXUTEKTYphl TOPrOBO-MapKETUHTOBOM
CHUCTEMBbl  IICJIKOBOJUECKUX  MPeanpuatuii, AHPEeKTUBHOMY  yIPaBICHUIO
KOMILIEKCOM MapKETHHTOBBIX KOMMYHUKAITUH.

OcHoBHOM LEIBIO MapKEeTHUHTOBOM NEeSITEIILHOCTH MpEeANPUATUM
IIIEJIKOBOJICTBAa Y30€KHCTaHa SBJISETCS YJIOBIETBOPEHHE MOTPEOHOCTEN JItoei Ha
OCHOBE M3BJICYCHUS MaKCUMalbHON MpuObLIU. OIHAKO, STOT BEIOOP HECOBMECTHUM C
COBPEMEHHBIMU KOHIEMIMSIMU MapkeTuHra. Ecim npenanpustue paboTaer ¢
MPUIEJIOM Ha JOJrOoCpoyHOe Oyayiiee, TO €My CIeayeT pacHIupuTh CBOIO
NEATeNIbHOCTh TI0 CO3/IaHMI0 IIEHHOCTH [IJI1 KJIMEHTOB, IPHUBIEKATh OOJbIIE
WHBECTUIIMNA B MapKETHHTOBBIE MHHOBAIIUM, NMPOBOJAUTH OOUIMPHBIC MCCIICIOBAHUS
peIHKA. Bee 3T MeponpusTusi IPUBOIAT K YBEIMYCHUIO TPOU3BOJICTBEHHBIX 3aTpat
U yMeHbllleHno npuObUIu. [losyyeHue BBHICOKOW MPUOBUIA SIBJISIETCS OCHOBHOM
Hebl0 JTH000r0 MpeanpHusaTUs, OJAHAKO Al obecrneueHus 3QPexkTuBHON pabOThHl B
JOJITOCPOYHOM TEPCIEKTUBE UM HEOOXOJAMMO COUYeTaTh TPAIUIIMOHHBIE KOHIICTIUU
«4P» ¢ xonnenmusamMu «4C» U co3laBaTh ILEMOYKY J00ABICHHOW CTOMMOCTH Ha
OCHOBE KJIMEHTOOPUEHTUPOBAHHBIX KOHIICTIITUH.

[Ipobnema amanTanui MAapKETUHTOBOM  JEATENBHOCTH TMPEANPHUSATHH K
PBIHOYHOM  cpefie  sIBISeTCS OJHOM M3 Haumboyiee aKTyalbHBIX IPOOJIeM
coBpemeHHocTu. DopmMupoBaHHe THOKOW TOPrOBO-MapKETUHITOBOW apXUTEKTYPhI
IIEJIKOBOAYECKUX TPEANPUITUN OCYIIECTBIISIETCS, C OJHON CTOPOHBI, KOMILIEKCOM
CTpPATeTMUYECKUX aKTUBOB, CBS3aHHBIX C HAJTUYMEM MApPKETHUHTOBBIX KOMIICTCHIIUN B
obOjlacTi yIpaBlieHUs] U WX peakluedl Ha MEHSIOIMECS YCJIOBHUS HalpaBJICHUIN

nestenbHocTH. C  Apyroi cTopoHsl, TpeOyeTrcss 3(PQPeKTUBHOE HCIOJIb30BaHUE
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CTpAaTETUYECKUX PECYPCOB M IMOTEHLIMANA, KOTOpble OOECHEYMBAIOT CO3AAHME
YHUKAJIbHOM  TOTPEOUTENCKOM  HEHHOCTH W (OPMUPYIOT  YyCTOWYUBBIC
KOHKYPEHTHbIE ITPEUMYILECTBA.

B nMccepranum Ha OCHOBE H3YyYE€HHMS] MEXAHM3MOB B3aUMOJEUCTBHS 3-X
(aKTOpOB: 3JIEMEHTbI, HHCTPYMEHThl MapKETHUHTa TOPTrOBOM CUCTEMBI U MOTEHIMAT
(COBOKYITHOCTh HaBBIKOB M KOMIETEHIIMI) TOPrOBO-MapKETUHIOBOM CHCTEMbI ObLIH
OTIpeJIeNIeHbl cTpaTernueckue HarpanieHus. [JanHas npakTuka Obuta anpoOupoBaHa
Ha CII “Andijjan Silk Co”, co3gaBiieM BEpTUKAIbHYIO MapKETUHTOBYIO CHUCTEMY
BEJYIIHUX MIEIKOBOJYECKUX MPEAnpUsITHl Y30eKucTaHa U SBISIONIMMCS OJHUM W3
KpynHelmux npousBoguteneil. Cucrema, MHCTPYMEHTHI U MOTEHIMAT TOPrOBOTO
MapKeTUHIra MpeanpusTuil (HOpMHUPYETCS COBOKYMHOCTbIO (AKTOPOB M3  3-X
MHOXXECTB: MHOXXECTBO 3JIEMEHTOB CHCTEMbl TOProBoro Mapkerunra (F =
f1, f2, f35 -+ fn), MHOXKECTBO OCHOBHBIX MHCTPYMEHTOB TOPrOBOr0 MapkeTuHra (A =
a,,a,, as, ..., ), MHOXKECTBO  MOTEHLMaga  TOproBoro  Mapkerunra (K =
ki, ky ks, ... ky).

MopenupoBaHre BHYTPEHHEH CTPYKTYpbl OTHOLIEHUN MEXAY ATUMHU
MHOKECTBAaMHU OBLJIO OCYIIECTBIEHO HA OCHOBE METO/AA OJKCIEPTHBIX OLEHOK
IIOCPEACTBOM CO3/IaHHUS CIEAYIOIINX MaTPULL:

1. Marpuna OTHOIIEHUH MEXIy OCHOBHBIMM HMHCTPYMEHTaMHU TOPrOBOTO
MapKeTUHIa U MOTEHIIMAIOM TOproBoro Mapketunra {KA} — ompenenser ypoBeHb
MCIOJIb30BaHUSI MApPKETUHTOBOI'O MOTEHIMANIA IpU (POPMUPOBAHUN MAPKETHUHTOBBIX
UHCTPYMEHTOB:

n
m Zn=1ka;j

KA, == 4.1)

9 m

3]1ECH,

ka;; — ypOBEHb UCTOIB30BAHUSA { - MAPKETMHTOBOTO MOTEHIHAA (HABBIKOB U
KOMIIETEHIIUI) TpU (POPMUPOBAHUH j - MAPKETUHTOBBIX HHCTPYMEHTOB;

N- KOJINYECTBO MApPKETUHIOBBIX HUHCTPYMEHTOB;

M- KOJIMYECTBO (PAKTOPOB, OMPEEISIOMUX MAPKETUHTOBBIN MOTEHITHAIL.

2. Marpuiia OTHOUIEHUH MEXJIy MHOXECTBOM IOTeHIMada (HAaBBIKOB U
KOMIIETEHIIUI) TOProBOro MAapKETHHra M MHOXECTBOM OCHOBHBIX 3JIEMEHTOB
toproBoro mapketunra {K®d} — ompexnenser creneHb BIUSHUS MapKETHHTOBOTO

IIOTCHOHUAJIa HA (i)OpMI/IpOBaHI/IC CUCTCMBI TOProBOTr0 MapKETHUHIA:
Sr=1kfij
m J

KF=""2—1—; 4.2)

m

3]1ECh,
kfij — BiusHUE [ - MADKETMHIOBOTO TIOTEHIIMANIA HA (POPMUPOBAHKE j -3IEMEHTA
CUCTEMBI TOPTOBOTO MapKETUHTa;

7 — KOJMYECTBO AJIEMEHTOB CUCTEMbI TOPIOBOTO MapKETHHTa;

M - KOJIMYECTBO (PaKTOPOB, OMPEAEIIAIOMNX MAPKETUHIOBBIM MOTEHIIUA.

3. Marpuiia OTHOIIEHHH MEXIy MHOXECTBOM OCHOBHBIX JJEMEHTOB H
MHO>KECTBOM MHCTPYMEHTOB CHUCTEMBbI TOproBoro mapkerunra {FA} - ompenenser
CTeNeHb BIUSHUA WHCTPYMEHTOB MapKETHHra Mpu (QOPMUPOBAHUH CHUCTEMBI
TOProBOT0 MapKETHHTa;
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m In=1faig

EAg — i=1—n; (43)

m

3]1ECH,

fajg —ydyactue i - MHCTPYMEHTOB MapKeTHHra Mpu (HOPMUPOBAHUM | -
AJIEMEHTa CUCTEMBI TOPIOBOTO MAapPKETHHIA;

N- KOJIMYECTBO 3JIEMEHTOB CUCTEMBI TOPTOBOIO MAapKETHUHIA;

M- KOJIMYECTBO MAaPKETHUHI OBBIX HUHCTPYMEHTOB.

HrtoroBelii moka3zaTenb ypOBHA aJalNTUBHOCTA CHUCTEMBI TOPTrOBOTO
MapKEeTHHTa PACCUUTHIBACTCS MO CIEAYIONIEN popmyiie:

B RiAg+K.F,+F A,
Yo = (KA g)MaX+(KF ;)M +(F ;A 5 )max * 100 (44)
(KiAg)™™ + (K Fj)™** + (F;Ag)™%- MaKCHMAaJIbHBIC SHAYCHS

pacCUMTaHHBIX KOA(PPULIMEHTOB;

[lo pe3ynapTaram OLIEHKM MCXOJs W3 3HAYEHUU Y; oOmnpenensroTcs
BO3MOXKHOCTH  HWCIIOJIB30BaHUS CTpaTEeTMid HMHCOPCUHTA, ayTCOpPCUHTa U
ayrctadpuura. Ilpm >TOM BBOAATCS CIEAYIOLIME YCIOBHUS: HCIOJIb30BaHUS
CTpaTeruii HWHCOPCHMHTa B ABTOHOMHON CHUCTEME€ JIOTUCTUYECKUX YCIyT
(0<Y;<0,15); ayrcopcuHra B 4aCTU4HBIX JIorucTUueckux ycayrax (0,16<Y;<0,31);
ayTCOPCUHIa B KOMIUIEKCHBIX Joructudeckux ycayrax (0,32< Y; < 0,65);
ayrctpaddunra (0,66<4S5t<I) npu UCIOJIb30BAHNU BHEIIHEH paboueil CUIbI IS
IOCTHXEeHUs komneTeHTHOCTH (0,66<Y;<]).

Jist  MopenupoBaHUsS ~BHYTPEHHEW CTPYKTYpbl OTHOIIEHUW  MEXIY
MHOXECTBaMHU Ha MEPBOM 3TAIl€ COCTABIISAIOTCS MAaTpullbl o 3 koMrnoHeHTam. Ha
OCHOBE ATHX MaTpHll AaeTcs oOlas OLUEHKA Ka)KJ0ro MHOXECTBa. Pe3ynbTaThl,
pacCcUMTaHHbIE HA OCHOBE YIIOMSIHYTOTO METO/Ia OIIEHKH, CJIEAYIOIIHE:

KA, + KF, + F4, 51+ 5,8 + 8,4

= 100 = = 62,42
(KiAg)™ + (K;F})™ % + (FAg)mex 84+11,2 + 11,3

Yq

Jlist 3pdheKTUBHOrO MOCTPOEHUSI apXUTEKTYpbl ToproBoro mapkerunra CII
“ANDIJAN SILK CO” mo pe3yiabTaTaMm OLEHKH MNPEIJIAracTcs OCYILIECTBICHHUE
3 PeKTUBHON TOPTOBIHU 3a CUET MCIOJIb30BaHUS cTpaTeruu ayrcopcunra (0,32<
Y d<0,65) B ClIO)KHBIX TOTUCTUYECKUX YCIYTraxX UCXO/s U3 PE3yIbTATOB aHAIN3A.

JlanHbie 0OCTOSTENBCTBA MPUBEIN K BBIBOJY O HEOOXOAMMOCTH YAEICHUS
0cOo00Oro BHHMAaHUS PYKOBOJCTBA MPEANPUATHS HA (HOPMUPOBAHHE CHUCTEMBI
3HAaHUN O 1IEJIEBOM PBIHKE, OCBOCHUE MH(OPMALMOHHBIX TEXHOJIOTU, pa3BUTHE
MapKETUHTOBOM NESATENIbHOCTH CTPYKTYPHBIX MOJpa3nesieHuil. buznec-ypoBeHb
pa3pabOTKU CTpaTEeruyd B3aUMOACHCTBHUSI OXBATHIBAET JIBE O0JIACTH: CTPATETUIO
B3aUMOOTHOIIIEHUI B OM3HECE U KOHKYPEHTHYIO CTPATETHUIO.

Crparerus B3aMMOOTHOUIIEHUW OMPENENSeT HaNpaBICHUsl AESTEIbHOCTH
MIPOU3BOJIUTENIS, TUCTPUOBIOTOPA U pUTENIIepa B 00JaCTH BbIOOpA pbIHKA, (DOPMBI
MPOJIaK, CUCTEMBbI paclpe/ieICeHUs] U KaHAJIOB COBITA, CUCTEMBI JIOTUCTUYECKUX
yciyr u (OpMUPOBaHMS KIIMEHTCKON 0a3sl (puc. 6).
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h
( pus

Crparerus npou3BoUTEICH

) (

)

Crparerny AUCTPHOBIOTOPOB

Crpateruu pureinepos

A pull

) A push

Crparerus BIOOpa pbIHKA

B2B (business to business)
B2C (business to consumer)
B2G (business to government)

_l

Crpareruu o hopme TOProBiIn

- oflayn Toprosus;
- onlayn Topross;
- MHOTOKaHaJIbHasl TOPTOBIIS

o

CTpaTeFI/II/I BLIGOpa CUCTEMBI paCIIpeaCIICHUA

- nTeHcuBHas TOPIrOBJIA;
- DKCKITFO3UBHAS TOPIrOBJIA;
- UHKITFO3UBHAs TOPTrOBJIA;

=l ]

 (

—

|:(> Crparerust BHIOOpa CHCTEMBI pacIpeielIeHHs
- HTeHCHBHAS TOPTOBIIS;
- DKCKJII03UBHAs TOPTOBJIS;

- HHKJIIO3UBHAs TOPTOBILS;

J/

.

Y

OnTuManbHbIe CUCTEMBI PaCIIpeIeIeHUs > C OnTHMabHbIC CHCTEMbI PACIIPEACIICHUS >

N e

b

Crpareruu BBIOOpa pbIHKA

’

Crpareruy BBIOOpa pbIHKA

—

3
A
A—

B2C (business to consumnjer)

B2B (business to businesls)
B2G (business to government)

B2B (business to business)
B2C (business to consumer)
B2G (business to government)

Crpareruu o hopme TOProBiIn

Crpareruu o hopme TOProBiIn

- oflayn Toprosus;
- onlayn Topross;

- MHOTOKaHaJIbHast TOPTOBJIA

- oflayn Toprosus;
- onlayn Topross;

- MHOTOKaHaJIbHast TOPTOBIISL
|

Y

CTpaTeFI/II/I BLIGOpa CUCTEMBI paCIIpeaCIICHUA

- SspMapKU-TIPOAXKH;
- CylepMapKeTsl;

- CHeLMAIN3UPOBAHHbBIE Mara3yuHbl;
- MarasuHbl CKUIOK;

- ApyTHUe pa3IuiHble GOopMBI

J

(' S1 - ncroE30BAHTIE HE3ABHCHMOIH CHCTEMET pacrpesieneHus —
COBIT TOBAPOB HE3aBUCUMOMY KPYITHOOIITOBOMY TIOCPEIHHUKY;
S2 — pa3BuTHE TWIEPCKON CETH, BKIIOYAIONIEH OrpaHIYeHHOE
KOJIMYECTBO MOCPETHUKOB;

S3 — pa3BUTHE TUIEPCKON CETH C MPUBJICUYCHUEM
MaKCHMAaJIbHOTO KOJIMYECTBA MOCPEAHUKOB;

S4 — cOBIT TOBapOB Yepe3 COOCTBEHHYIO CETh PACTIPEICIICHHS C
MIPUBJICYCHHEM HE3aBUCHMBIX TUCTPUOBIOTOPOB;

S5 — BCTOIB30BaHNE MHOTOKAHAIBHBIX CHCTEM PACIPEICTICHUS

OnHOYpOBHEBEIH KaHa — aBTOHOMHAs CHCTEMa JIOTHCTHIECKHX YCIyT —
«MHCOPCHHI»;

JIByXypOBHEBBIi KaHaJl — YaCTUYHBIH JIOTUCTHYECKHI ayTCOPCHHT;
TpexypoBHEBBIH KaHaJ — KOMIIIEKCHBIH JJOTMCTHYECKUH ayTCOPCHHT;
YeThIpeXypOBHEBbIH KaHAJ — HHTETPHPOBAHHBIH JIOTMCTHYECKUH ayTCOPCHHT;
IaTuypoBHEBBIH KaHAT — «BUPTYyaNIbHASD JIOTHCTUKA;

HckmoueHne CoTpyHUKOB U3 YHCIIa COTPYAHUKOB KOMIIAHHU-3aKa34NKa 1
odopmIeHHE UX B IITAT KOMIIAHUU-NOAPSAIUHKA - ayTcTadhduHr

\. J

CC)HTI/IMaJ'IBHLIe CHUCTEMBI pacnpez{ene}msﬂ

DopMupoBaHe KITHEHTCKON 6a3bl

Puc 6. ApxuTeKkTypa TOProBoro MapKeTMHIa, OCHOBAHHAS HA CO3IaHUM J100aBJIEHHOI CTOUMOCTH B KaHAJIaX

pacnpeacJicHuda MeJIKOBOAYECCKUX l'[pe)Il'lpl/lﬂTl/Iﬁ

39 Pa3paboTaHO aBTOPOM
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Kak wu3BecTHO, IIETKOBBIE H3JICNIUS IOJIB3YIOTCS BBICOKMM CIIPOCOM Ha
MHUPOBBIX pbIHKaX. Ha OCHOBE pa3BUTHS MNPOU3BOJCTBA IICIKOBBIX H3JCIUM
MOYKHO OIPEACIUTh PACIIMPEHUE MACIITA00B SKCIIOPTA C TOMOIIBIO MPOTHO3HBIX
Mojiesiei. OCHOBHBIMU CBOMCTBAMM M3JICJIMH U3 IIEJKA, (POPMUPYIOMIMMU CIPOC
Ha HHUX SIBJISIOTCS MX HATYPaJbHOCTh M MPO3PAYHOCTH, HU3KOE IKOJIOTHYECKOE U
OMoJIOTHYeCKOe BO3JICHCTBUE HA OpPraHU3M uesioBeKa. B dacTHOCTH, oaexkaa u3
IIEJTKOBBIX TKaHEH — MOAXOASIIAs TPOAYKIIUS ISl PhIHOYHBIX CETMEHTOB BBICOKOM
IIEHOBOM KaTeropuu. [ToaToMy Takue cTpaTteruu, Kak paciidpeHre acCOpTUMEHTa
NPOAYKIIMU W cerMeHTHas jauddepeHumanus yxKe SBISIOTCI OCHOBHBIM
HanpaBJIECHUEM Pa3BUTHS IKCIIOPTA.

Ha ocHOBe  perpeccCMOHHOM  MOJEIU  MOXHO  CIPOTHO3UPOBATH
MEePCIEKTUBHBIC IMapaMeTPbl Pa3BUTHUS OSKCIOpPTAa IIEIKOBONW MPOAYKIUH B
3aBUCUMOCTH OT IPOM3BOJICTBA. BBIABIEHO, YTO B pe3yJIbTaTe€ YBEIUYCHUS
MIPOM3BOJICTBA IICJIIKOBBIX U3/ICJINI HA OJIHY €IMHUILY MIPH IOBEPUTEIHHOM YPOBHE
p-3Hauenus wmeHee 0,05, skcmopt yBenuuutcs Ha 0,4%. CraTtuctuueckas,
norapudmuyeckas (yHKIHSA, OIpeJesieHHAas Ha OCHOBE JIaHHBIX, HMEET
CIEIYIOLINN BUL;

Yex = %7 « ICHO*03; (4.5)
R? = 0,879; p(ex) = 0,00005;p(ICH) = 0,00000

Ha ocHoBe mnosnyueHHOW JorapupMuU4eckol (QyHKIUU OBbUIO MPOBEIECHO
MIPOTHO3UPOBAHUE TEPUOJUUYECKOTO H3MEHEHHsT 00bemMa MpPOU3BOJCTBA IS
MIPOTHO3UPOBAHUS pa3BUTUs 3KcnopTa. [Ipu 3ToM kak oCHOBa ObLIM MPUHSITHI
MIPOTHO3HBbIE 3HAYEHHUS IO BUJAM W aCCOPTUMEHTY BBIITYCKAEMOW MNPOIYKIIUH.
Cpennuii TeMn pocTa o KaxxJaomy Buay npoaykuuu B 2023-2027 rogax cocTaBHII
1,8 paza.

184,8
6000 17370 > 200
161,0
5000 148,7

150
4000

96,2 96,7
3000 100
2000
50
1000

2025. 2026r. 2027 .

2023 r.

s [ [pou3BOJICTBO MPOAYKIUH, MIPJ CyM === (0heM 3KCIOPTA IIEITKOBBIX U3aeuit, MitH. jgout. CIIIA

Puc 7. IIporno3nbie nokasarejan 00beMOB IPOU3BOJACTBA M IKCIIOPTA
NPOAYKIUHU B NPEANPUATHAX ACCONMAUN «Y30eKunmaKkcanoar» a0 2027
40
roaa

40 Pa3zpaboTaHo aBTOPOM
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Jlis TpOTHO3WPOBAaHUSA JWHAMHUKUA Pa3BUTHUS B CTOMMOCTHOM OIIGHKE Oblia
UCIOJIb30BaHa cienyomnas JuHeHas QyHKius:

ICH, = 33,252t%* — 322,81t + 631,48; R? = 0,9309;, (4.6)

Pe3ynbTaThl IPOTHO3HBIX MMOKa3aTesiel 00bEMOB MPOU3BOACTBA U IKCIIOPTA
npoaykuuu 10 2027 roma Ha OCHOBE KOHOMETPUYECKOTO MOAEIUPOBAHUS IO
MEPUOIMUYECKOMY Pa3BUTHIO (PAKTOPOB, BIUSAIOIIUX Ha JUHAMUKY ITPOIIECCOB
IIEJTKOBOAYECKON JEATEIILHOCTH B OTPACIEBBIX NPEANPUITUAX AccouHaluu
«Y30ekunakcaHoat» Ha ocHOBe GyHKIMHU (3.3) mpeacTaBiIeHbl Ha puc 7.

[To pesynbTaTaM NpOTHO3a, B OTPACIEBBIX HNPEANPUATHAX AcCCOHUALINT
«Y30ekunakcaHoat» OyaeT HaOJI0aThCs BBICOKUM POCT 0OBEMOB IKCIIOPTA 0
2027 roma, Kak 3a cyeT (PaKTOpOB, BIUAIOIIMX HA JMHAMHKY TIPOIIECCOB
MPOU3BOJICTBA III€JIKA, TaK W 3a CYET YBEJIWYEHHS HATypajdbHBIX 3HAYCHUM
npous3BojicTBa npoaykuuu. [lo cpaBuenuto ¢ 2023 rogom B 2027 rogy oO0bem
MPOU3BOACTBA MIEJTKOBBIX U3/IeJINN yBennuuTcs B 1,8 pa3a, a skcnopT — B 1,9 pa3a.
J1oJ1s1 OIYyrOTOBOM MPOAYKUHUH B CTPYKTYype 3Kkcnopra B 2027 rony yBEIUUUTCA
Ha 22% 1o cpaBHeHuto ¢ 2023 romom, a g0y TOTOBOW mpoaykiuu — Ha 36%. B
IIEJIOM 3a CYeT PACHIMPEHHsS MPOU3BOJICTBA BCEX BHUIOB MPOIYKIIMU OOIIMI
AKCIOPT MENKOBOAYECKUX npennpustuii B 2027 rony cocraBut 184,88 miH
nomnapos CIIA.

3AKJITIOYEHHUE

Ha ocHoBe pe3ynbTaToB MNPOBEICHHBIX HCCIEIOBAHUN TPE/ICTaBICHBI
CIEAYIOUIUE 3aAKITIOUCHUS:

1. B 1o Bpemsi kak TpaHcopmarusi npoaykroBoro Mapketunra (1.0) B
KJIMEHTOOPUEHTUPOBAHHBIN MapKETUHT (2.0), a 3aTeM - B
YeJIOBEKOOPUEHTUPOBAHHBIM  MapkeTUHr (3.0), W MapKeTUHr IUGPOBBIX
TexHosoru# (4.0) Obl1a HarpaBJieHA Ha MOBBIIIIEHUE BO3MOKHOCTEN 3 (PEKTUBHOM
KOMMYHHUKAIIUM C KJIIOYEBbIMH KJIMEHTaMu, MapkeTuHr (5.0) HaieineH Ha
oObenuHeHue (U3NYECKUX U LHUEPPOBBIX TOYEK KOMMYHHUKALMM C OOLIUMHU
KOHLIENIMAMM MapkeTuHra, 1udpoByro Tpancpopmanuio. [lo mepe pas3Butus
YPOBHSI MNOTpeOUTENIed W TEXHOJOTMH BO3HMKAIW M Pa3BUBAIUCH PA3JIUUYHBIC
KOHILIENIIMM MapkeTuHra. OJHako y BceX KOHIEMUMM ecTh Koe-4To olliee, a
MMEHHO, CIIOCOOHOCTh MApPKETHHra peuarbh MNpodsieMy «yIOBIECTBOPEHUS
HEOTPAHUYEHHBIX TOTpeOHOcTe Haubonee HSPPEKTUBHBIMH CIOCOOAMUIY.
@opMHUpPOBaHUE HAYYHO-METOAOJOTMYECKUX OCHOB YNPABJICHUS MapKETUHIOBOU
JeATEIbHOCTHIO, HAPABJICHHBIX HA CO3/IaHUE LIEHHOCTH ISl TIOTPEOUTENEH, TaKKe

n i1 IIPOMBIIUIICHHBIX TOBApPOB, B TOM YHCIIC IICJIKOBOM oTpaciivi, CICAycT
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paccMaTpuBaTh Kak MIPUOPUTETHOE HAIMpPaBJICHHUE.

2. OyHKIMM YIIPABJICHUS MAPKETHMHIOM 3aKJIIOYalOTCs B OpraHU3alMu
yIIpaBJICHUS, KOTOPOE Pa3BUBACT MHHOBALIMOHHYIO JECSATEIHLHOCTD MPEANPUATHS U
B3aMMOJICCTBYET C TIIOTPEOMTEIEeM B XOJ€ HWHHOBAIIMOHHOTO IMKJIa B
COBPEMEHHBIX YCIIOBUSAX. B TO XK€ BpeMsl HCIOJIb30BAaHUE HHTETPUPOBAHHBIX
MapKETUHTOBBIX BO3MOXKHOCTEH MYJIbTH(POPMATHONW MOJICIM B3aUMOJCUCTBUS C
CyOBEeKTaMH MApPKETUHTOBBIX CHCTEM oOTpacied u cdep TpUBEIO K
HEOOXOAUMOCTH CYIIIECTBOBAHUS OCHOBHOTO METOJIOJIOTHYECKOTO IOJX0/1a
COBPEMEHHOI'0 MAPKETUHTOBOTO YIIPABJICHUS.

3. Ilpu opranu3zanuy MapKeTHHra MPOU3BOJACTBEHHAS CTPYKTYpa MOAYMHEHA
MapKETUHTOBBIM 33j/[adyaM: UMEHHO MapKETHHT, a HE MPOU3BOJICTBO 00OECIIEUNBACT
OCHOBHYIO II€JIb - MOJy4YeHue “modaBieHHON cTouMOoCcTH . TOJBKO MapKETUHT B
COCTOSIHUM KOHTPOJIMPOBATh OW3HEC-IICHHOCTH, HEMaTepUaJIbHbIE aKTHBBI
(6peHbI, IIEMOYKH TOBAPOABMIKEHUS, CEPBUC, TEXHOJIOTHH, HOY-Xay ), BIaCTh HAJ
MIPOU3BOJICTBOM.

4. A ympaBiieHHE€ MapKETHMHTOBON JEATEIILHOCTHIO BKIIFOYAET MMOCTAaHOBKY
MapKETUHTOBBIX II€JIeH, pa3paO0TKy MapKETHHTOBBIX IJIaHOB, aHAJIM3 METOJIOB U
MHCTPYMEHTOB MapKeTUHTa, MPOEKTUPOBAHUE U Pa3pabOTKy OpraHU3allMOHHOMN
CTPYKTYPbl MAPKETHHTOBBIX CITyKO, BKJIFOUasl TaKUE MPOLEAYPHl KaK pa3padboTka
JIOKYMEHTOB (IPUKA30B, MHCTPYKIIHUII), PETJIaMEHTUPYIOIIUX HX JESITEIbHOCTD,
KOOpJMHAIMS JeUCTBUM U T.11. [Ipu perieHun MapKeTUHTOBBIX MPO0JIEM KOHTPOJIh
3a pecypcaMu U MapKETHHIOBBIMHU pe3yJibTaTaMH SIBJISETCS OCHOBHOW 3ajiavdeit
HEMapKETUHIOBBIX OTIEJIOB.

5. Ilpu co3maHuy KOKOHOBOJYECKOTO KiIacTepa B Y30€KHUCTaHE YeNsIeTCS
BHUMAaHHE KaK OCHOBHBIM, TPAJAUIIMOHHBIM (HallpUMED, BhIpAIIIUBAHNE CAKCHIICB
M paccaabl IIEIKOBHUIIBI, INEIKOBOJACTBY U Jp.) BHIAM OSKOHOMHYECKOM
NeSTEILHOCTU TPEANPUITUI PETHOHA, TaK U HOBBIM, HETPAIUIIMOHHBIM BHJIaM
JeSITEIbHOCTU, KaK MPOU3BOJACTBO TyTOBOI'O 4asi, KOBPOB M KOBPOBBIX H3JICIIHIA.
Cpenn HHMX TMPOMBIIIJICHHOCTh, BKJIIOYAIOIIAs BBIpAIIMBAHUE IIEIKONpsaa U
nepepabOTKy  IIEJIKa,  SBJISIETCS  YHUKQJIBHOM  OTpaciblo,  IIUPOKO
pacnpoCTpaHEHHOM BO BCEM MHUPE U NMPUCYTCTBYIOIIEH OoJiee uem B 60 cTpaHax, C
BBICOKHUM TMOTEHIMAIOM 3aHSATOCTH M HauOoJblIed noxoaHocThio. Ilenk — 3To
TOBAp, MOJIB3YIOIIUNACS OOJIBIITUM CIIPOCOM Ha PhIHKE Oj1aroaapsi CBO€ TOHKOCTH,
M3SIIHOCTH U DKOJIOTUYHOCTH.

6. B 2017 roay, korjga Obl1a co3/aHa accoluanus «Y30€KUIaKkcaHoaT», B
Hallleld CTpaHe HACUUTHIBAIIOCH 19 mnpeanpusTuii mo nepepadboTKe KOKOHOB.
CerojiHs uX 4uCJI0 JOCTUTIIO 75. HU 0J1HO W3 mpeAnpusTHil He YUCTUTCS B CITMCKE
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HU3KOPEHTAOENbHBIX MM HEIUKBUAHBIX. HanmpoTHB, OHU CUMTAIOTCS TIATEkKEC-
MOCOOHBIMU TPOU3BOJCTBEHHBIMU CyObekTamu. Ilokazarenu peHTabeNnbHOCTH
MPEINPUITUNA ISIIKOBOJICTBA COCTABIAIOT 18-26 MpOLIEHTOB.

7. KOMMyHUKallMOHHAs TOJUTUKA MPEANPUATHS JTOJDKHA paccMaTpUBaThCS
KaK COCTaBHAas 4YacTh €€ MAapKETUHIOBOW CTpaTeruv, OPUEHTUPOBAHHON Ha
LEJIEBOM pBIHOK M JOJKHA OBITh HalpaBjieHa Ha KOHKPETHYIO IIEJIEBYIO
ayautoputo. I[Ipeanpustuio ciienyer 4eTKO ONpeaeauTh LEId UHTETPUPOBAHHON
MapKeTUHIOBOM KOMMYHHUKAllMM TPOAYKTa B paMKax LI€JIEBOr0 phIHKA,
BBIOPAHHOTO TMpHU pa3pabOTKe KOMMYHUKAIIMOHHON moauTuKHU. lllenkoBbiM
OpEANPUSATASAM  HEOOXOJMMO  HCMOJIb30BaTh ~MMEHHO  HMHTEIPUPOBAHHBIC
MapKETUHTOBbIE KOMMYHHUKAIIUU, YTOOBI YJIOBJIETBOPUTH MOKEIAHUS U 3aMPOCHI
noTpeduTeneil U pa3BUBaTh JOJTOCPOUYHBIE OTHOLIEHHUS C HUMU B CIIOKHOW U
KOHKYPEHTHOM CpeJe.

8. Hus mocTukeHusT KOMMYHHMKAIIMOHHBIX II€JIed MNPEeNNnpUATHIO CIeAYyeT
paboTaTh HE TOJBKO B pEalbHbIX KOMMYHHMKAIIMOHHBIX KaHajdaX, HO M Ha
BUPTYyalbHbIX pbIHKaX. [lHpokoe wHcnosib30BaHHE BO3MOXKHOCTEH HWHTEPHET-
MapKeTuHTa (OHJIailH-Mara3uHbl, TEMAaTUYECKUE MOPTajbl, (OpPyMbl, peKiama B
COIIMAJIbHBIX CETSAX, OpraHu3alus Yy4YeOHbIX BEOMHAPOB, HCIIOJIb30BaHUE
YAQICHHBIX CIYXO0 MOIIEPKKHU) ABISETCS OCHOBHBIM CPEACTBOM JOCTHUKEHUS
CUHEPIUH.

9. [lpennpuaTuio ciaeayeT YYUThIBATh HE TOJBKO MOBBIIICHUE UMUK CBOUX
TOBapOB Ha pbIHKE, HO U COPa3MEPHOCTb CPEICTB HMHTErPUPOBAHHOMN
MapKETUHIOBOM KOMMYHHUKAIMU C UMHJKEM MPEANpUsATHs. DTO JOCTUTaeTcs
MPEUMYILIECTBEHHO  4Yepe3  OObEeJAMHEHHWE  KOMIUIEKCAa  OMNpeJeTICHHbIX
KOMMYHUKAIIUH, pabOTaloIMX Ha peaibHOM PBIHKE.

10. Otnensl MapKETHUHTa 1esiecoo0pa3Ho OPraHU30BBIBATH B
acCCOPTUMEHTHOW (opMe H3-3a ILIKMPOKOr0 W PazHOOOpPa3HOro acCOPTUMEHTA
IIEJIKOBBIX M3JIeJIU, U TOBAapHO-OPUEHTUPOBAHHOW (opMe Ha MPEANpUATHUSIX,
paboTarolMX HA OTHOCUTEIBHO CXO0KHUX PhIHKAX.

11. Pa3paboTka cTpaTeru MapKETHHI-MUKCAa IO COBEPIIECHCTBOBAHMIO
MapKETUHTOBOM  JEATENIbHOCTH MPEANPUSATANA IIEJIKOBOJACTBA HA OCHOBE
COBPEMEHHBIX MOIX0J0B MAPKETUHT-MHUKCA JOJKHA ObITh MPUHSATA KAaK OCHOBHOM
MOAXO/.

12. OCHOBHOM  LENBbI0 MAapKETUHIOBOW  JIESTEIBHOCTH  MNPEANPUATHI
IIEJIKOBOJICTBA Y30€KUCTaHa ABISETCA YIOBIETBOPEHUE NOTPEOHOCTEM t0Iei Ha
OCHOBE H3BJIEUECHMS] MAaKCUMaIbHOUN mNpuObuiM. Eciau mpennpusTtue paboTaer ¢
MPULEIOM Ha JOJTOCpOYHOE Oyayliee, TO €My CIEAyeT pPAaCIIUPUTh CBOIO
JEATEIbHOCTh MO0 CO3/IaHUI0 LIEHHOCTH JIJI MOTpeOuTeNei, MpUBIeKaTh OOJbIIe

I/IHBeCTI/II_II/Iﬁ B MApKCTUHI'OBBIC MHHOBAIIUHU, IIPOBOAUTDH O6IJ_II/IpHBIe HCCIICOJOBAHUA
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peiaka. [l obecnieueHus 3¢gpHEKTUBHON pabOThl NPEANPHUATHS B JTOJTOCPOYHOMN
MEePCIEKTUBE HEOO0XOJAMMO COYeTaHWE TPAJUIMOHHBIX KOHIENIUH «4P» ¢
KoHOenuIMHu «4C».

13. OCHOBHBIM HamIpaBJICHUEM COBEPILICHCTBOBAHUS TOBAPHOM CTpaTeTruu
MIPENPUITUHH IIETKOBOACTBA SIBIAETCS (DOPMUPOBAHKE 1IEJIEBOI0 ACCOPTUMEHTA U
CO3JIaHKE €ro ONTHUMAaIbHOI0 Hadopa.
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INTRODUCTION (Doctor of Science (DSc) dissertation annotation

The purpose of the research is to proposals and recommendations for
improving the methodology of marketing activity management in silk enterprises.

Objectives of the research:

researching the nature, functions and scientific-theoretical aspects of
organization of marketing activity management in enterprises;

study of scientific and methodological bases of management strategies adapted
to modern marketing concepts of enterprises;

systematization of modern models of management of marketing activities in
enterprises;

researching specific aspects of marketing activity management in silk
enterprises;

analysis of development trends of the world silk market;

development of methodological approaches for managing marketing activities in
silk enterprises;

assessing trends in the development of the silk industry in Uzbekistan and
identifying prospective directions;

improvement of the methodology of effective organization and management of
activities of marketing departments in silk enterprises;

develop proposals for improving the product strategy of silk enterprises and
increasing export opportunities;

creation of effective architecture of trade marketing system in silk enterprises;

to show ways to increase the efficiency of management of the marketing
communication complex in silk enterprises;

development of proposals and recommendations on improving the methodology
of marketing activity management in silk enterprises.

The object of the research was chosen the activities of network enterprises of
the silk industry association of Uzbekistan

The subject of the research is socio-economic relations that arise in the process
of improving the methodology of marketing activity management in silk enterprises.

The scientific novelty of the research consists of:

according to the methodological approach, the concept of "marketing activity
management" is the methodology of performing management functions aimed at
satisfying the needs of consumers based on the optimal use of resources and
opportunities of marketing activities in order to achieve the goals related to the long-
term successful operation of the enterprise in the market and sustainable economic
development, market share and increasing the image of its brand. , improved as a set
of methods, procedures and actions";

The method based on the sequence of determining the connection strength of
complex systems is based on the optimal selection of strategic decisions according to
the positive and negative effects on the market share (B =0.868) and profitability
(B=0.829) and competitiveness (f=-0.465) of the implementation of the management
functions of the marketing activities of silk enterprises;
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It is proposed to improve the activities of the organizational departments that
perform the functions of organizing and managing marketing activities in the
enterprises of the "Uzbekipaksanoat" association, based on the "network + enterprise"
parallel marketing policy, which consists in implementing the highly positive results
determined by the comparative evaluation of methodological and practical aspects in
this direction;

Insourcing (0<IS<0,15), partial (0,16<ASQ<0,31) and complex (0,32<
ASM<0,65) are based on the optimal limits of using outsourcing (0,66<ASt<1)
strategies in logistics systems outsourcing and the use of external workforce to
achieve qualifications;

Based on econometric modeling of factors affecting the dynamics of silk
production processes in branch enterprises of "Uzbekipaksanoat" association, forecast
indicators of production and export volume until 2027 were estimated.

The practical results of the research include the following:

external and internal factors affecting the development of the marketing
management process in the activities of silk enterprises are identified,

a methodical approach was developed to improve the process of managing the
marketing activity of silk enterprises and its integrated marketing tools;

the concept of mutual relations is proposed based on the evaluation of the
competitiveness of the products of silk enterprises and the use of the marketing
management methodology;

the levers of the integrated marketing communication complex were proposed in
the coordination of resources, motivational tools and communication channels of the
effective communication system of silk enterprises with customers;

ways to increase the effectiveness of marketing management in the activities of
silk enterprises are shown.

Implementation of research results. On the basis of proposals developed to
improve the methodology of marketing activity management in silk enterprises:

according to the methodological approach, the concept of "marketing activity
management" is defined as the methodology of performing management functions
aimed at satisfying the needs of consumers based on the optimal use of resources and
opportunities of marketing activities in order to achieve the goals of the enterprise
related to long-term successful operation in the market and sustainable economic
development, market share and increasing the image of its brand , theoretical and
methodological information on improving the set of methods, procedures and actions
was used in the preparation of the textbook "Marketing Management" recommended
for students of the higher educational institution (approved by the order of the rector
of the Tashkent State University of Economics No. 387 of December 21, 2023 No.
387-02 publication permit of educational literature No. As a result of the
implementation of this scientific proposal in practice, students have the opportunity
to further expand their theoretical knowledge and practical skills in marketing
management;

suggestions based on the optimal selection of strategic decisions based on the
positive and negative effects on market share (f=0.868) and profitability (=0.829)

and competitiveness (f=-0.465) of the implementation of management functions of
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marketing activities of silk enterprises in the method based on the sequence of
determining the connection strength of complex systems the proposal to use
"Uzbekipaksanoat" was introduced to the activities of branch enterprises based on (the
reference No. 4/1-993 issued by the "Uzbekipaksanoat" association on June 26, 2023).
As a result of the implementation of this proposal, the marketing strategies of the joint
network enterprises focused on international markets have been developed. As a
result, it was achieved to increase the export of branch enterprises of the
"Uzbekipaksanoat" association by 9.9% in 2023 compared to 2022 and to reduce the
import of silk products in the domestic market by 4.1%;

A proposal for improvement based on the parallel marketing policy of
"network+enterprise", which consists in implementing the highly positive results
determined by the comparative evaluation of the methodological and practical aspects
of the activities of the organizational departments that perform the functions of
organizing and managing marketing activities in the enterprises of the
"Uzbekipaksanoat" association. "Uzbekipaksanoat" association network introduced
into the marketing activities of enterprises (Reference No. 4/1-993 issued by the
"Uzbekipaksanoat" association on June 26, 2023). As a result of the implementation
of this proposal, it will be possible to improve the functional organizational structures
of the joint network enterprises and optimize the activities of marketing departments,
the marketing costs of enterprises will increase by 5.6% in "Khiva Silk Fabric" LLC,
9.8% in "Nurll Tong Silk" LLC, and "Andijan Silk SO" LLC. A 24 percent reduction
was achieved;

Insourcing (0<IS<0,15), partial (0,16<ASQ<0,31) and complex (0,32<
ASM<0,65) proposal on the optimal limits of the use of outsourcing (0,66<ASt<1)
strategies in logistics systems and the use of external labor to achieve qualification
was introduced into the sales activities of network enterprises by the
"Uzbekipaksanoat" association (Reference No. 4/1-993 issued by the
"Uzbekipaksanoat" association on June 26, 2023). As a result of the implementation
of this proposal, it was possible to increase the volume of sales of silk products of the
joint branch enterprises by 13.7%;

"Uzbekipaksanoat" association, based on econometric modeling of the
relationship of the factors affecting the dynamics of silk production processes in the
network enterprises with marketing management, the forecast indicators of production
and export volume until 2027 were used in the marketing activities of the
"Uzbekipaksanoat" association network enterprises (Reference No. 4/1-993 by the
"Uzbekipaksanoat" association issued on June 26, 2023). As a result of the
implementation of this proposal, the possibility of increasing the market share of the
joint network enterprises by 12.6% was determined, and an opportunity was created
to further clarify and coordinate the future indicators of the production and export
volume of silk products by the network enterprises.

Aprobation of research results. The results of this study were discussed at 8
international and 4 national scientific-practical conferences.

The publication of the results of the study. On the topic of the dissertation, A
total of 26 scientific works on the research topic, including 1 monograph, 13 articles

in scientific journals recommended by the Higher Attestation Commission under the
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Ministry of Higher Education, Science and Innovation of the Republic of Uzbekistan
(11 of them in local and 2 in foreign journals), international and national abstracts of
12 lectures were published in the collections of the scientific and practical conference.

Structure and volume of the dissertation. The content of the dissertation
consists of an introduction, four chapters, a conclusion, a list of used literature and
appendices. The volume of the dissertation is 212 pages.
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