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KIRISh (fan doktori (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahonda Covid-19
pandemiyasi ogibatida yuzaga kelgan iqtisodiy muhit axborot mahsuloti va
xizmatlarini taqdim etuvchi kompaniyalarning mamlakatlar iqtisodiy o°‘sish
jarayonlarini tezlashtirish, fugarolarning yangi xizmatlar hamda ish joylari bilan
ta’minlashga yuqori ijobiy ta’sir ko‘rsatmoqda. Rivojlangan davlatlarda igtisodiy
o‘sishining manbai sifatida axborot mahsuloti va xizmatlarini (AMX) ishlab chiqish
hamda ulardan iste’molchilarni samarali foydalanishga yo‘naltirilgan marketing
strategiyalariga jiddiy e’tibor garatilmoqgda. 2022 yilda AMX bozorida yetakchi
mamlakatlar, xususan, Hindistonda bu sohadan olingan daromadlar 227 mird. AQSh
dollari, Janubiy Koreyada 42,01 mird. AQSh dollari, Xitoyda esa 64,78 mird. AQSh
dollarini tashkil etgan!. Bunday holatlar jahon mamlakatlarida zarur qurilmalar,
dasturiy ta’minot, telekommunikatsiya mahsulotlari va axborot xizmatlari marketingi
sohalariga yo‘naltirilayotgan sarmoyalarning yuqori o‘sish tendensiyalari kuzatilishiga
sabab bo‘lmoqda.

Jahon bankining 2022 vyilgi tadqgiqotlariga ko‘ra, raqamli iqtisodiyot global
YalMning 15 foizidan ortig‘ini tashkil etib, so‘nggi o‘n yil ichida 2,5 marta tezroq
o‘sib bormoqda. Shuningdek, tezkor Internet—foydalanuvchilar sonini 10 foizga
oshirish orgali mamlakat YalMni 1,3-2 foizgacha, aholi jon boshiga to‘g‘ri keladigan
daromadlarni esa 0,8-2,5 foizgacha oshirishga erishish mumkin?. Shunga ko‘ra
igtisodiyotda giperkonnektivlik (ing. hyperconnectivity) ragamli iqgtisodiyotning
asosini tashkil gilib, Internet, mobil texnologiyalar va buyumlar interneti, blokcheyn,
sun’1y intellekt asosida insonlar, tashkilotlar va mashinalarning o‘zaro bog‘ligligiga
asoslangan ragamli transfor-matsiyalashuv jarayonlari kuchayib bormoqda3.

Jahonning AKT sohasidagi yirik ilmiy tadgigot institutlari (ITU, Gartner
Research, 1ICD, JB infoDev dasturi, UNESCAP) tomonidan ragamli igtisodiyotni
shakllantirish, iqtisodiy taraqqiyot va AKT iste’mol indeksi, bilim va innovatsiyalar
ta’sirini  o‘lchash, AMXdan foydalanish samaradorligini oshirish borasidagi
yo‘nalishlarda ilmiy tadqiqotlar olib borilmoqda. Bugungi kunda dasturiy mahsulot
ishlab chiqarish, sotish va xizmat ko‘rsatish jarayonlarida mijozlarga moslashuvchan
marketing strategiyalari hamda zamonaviy vositalardan keng foydalanish, Sanoat 4.0
konsepsiyasiga asoslangan ragamli marketing va biznes-jarayonlarini boshqgarish,
mijozlar bilan o‘zaro munosabatlarni tashkil etishda integratsiyalashgan marketing
kommunikatsiya strategiyalaridan foydalanish bu boradagi tadgigotlarning ustuvor
yo‘nalishlaridan hisoblanadi.

O‘zbekistonda axborot mahsuloti va xizmatlarini marketing Strategiyalaridan
keng foydalanish asosida rivojlantirish va uning ilmiy-metodologik asoslarini yaratish
borasida keng qgamrovli chora-tadbirlar amalga oshirilmoqda. O°‘zbekiston
Respublikasi Prezidentining 2022 yil 28 yanvardagi PF-60-son «2022-2026 yillarga
mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi to‘g‘risida»gi farmoni

! http://www.nasscom.in — Hindistonning AKT bo‘yicha agentligi veb-sayti.

2 https://www.weforum.org/agenda/2022/08/digital-trust-how-to-unleash-the-trillion-dollar-opportunity-for-our-global-
economy (murojat sanasi: 15.08.2023); World Development Report 2016: Digital Dividends. Exploring the Relationship
Between Broadband and Economic Growth.

3 Global Connectivity Report 2022. International Telecommunication Union, 2022, 186p.,



bilan «Ragamli O‘zbekistonni asosiy «drayver» sohaga aylantirib, uning hajmini
kamida 2,5 barobar oshirishga garatilgan ishlarni olib borish, 500 min. AQSh dollariga
etkazish» vazifalari belgilab berilgan. O‘zbekistonda 2022 yilda AMX va aloga
sohasidagi ko‘rsatilgan xizmatlar hajmi 2 mapa. AQSh dollarini tashkil etib, axborot
iqtisodiyoti va elektron tijorat sohalarida yaratilgan yalpi qo‘shilgan qiymatning
YalMdagi ulushi 2,5 %dan oshgani gayd etilgan®. Mamlakatda axborot-
kommunikatsiya texnologiyalarining (AKT) YalMdagi hissasi 1,7 foizni tashkil etgan.
Igtisodiyotning mazkur tarmog‘i jadal sur’atlar bilan rivojlanib borayotganiga
garamay, AMXning yangi turlari rivojlanishi, milliy xususiyatlarni hisobga olgan
holda dasturiy mahsulotlarni yaratish va ularni igtisodiyotning turli sohalariga joriy
etish, mahalliy AMXni bozorini rivojlantirishning innovatsion marketing yechimlarini
topish, elektron hukumat, elektron tijorat, axborotlashgan jamiyatni yaratish muhim
yo‘nalishlardan hisoblanadi. Shu jihatdan, O‘zbekistonda AMX marketing
strategiyasini ishlab chigish metodologiyasini takomillashtirish borasida ilmiy
tadgigotlar amalga oshirilish tagozo etilmoqda.

Dissertatsiya ~ O‘zbekiston =~ Respublikasi ~ Prezidentining 2022 il
28 yanvardagi PF-60-son «2022-2026 yillarga mo‘ljallangan Yangi O‘zbekistonning
taraqqiyot strategiyasi to‘g‘risida»gi, 2020 yil 5 oktyabrdagi PF-6079-son ««Raqamli
O‘zbekiston—2030» strategiyasini tasdiglash va uni samarali amalga oshirish chora-
tadbirlari to‘g‘risida”gi farmonlari, 2019 yil 21 maydagi PQ-4328-son ««Elektron
hukumat» tizimi doirasida axborot-kommunikatsiya texnologiyalari sohasidagi
loyihalarni ishlab chigish va amalga oshirish sifatini yaxshilash chora-tadbirlari
to‘g‘risidangi, 2020 yil 28 apreldagi PQ-4699-son «Raqamli iqgtisodiyot va elektron
hukumatni keng joriy etish chora-tadbirlari to‘g‘risida»gi, 2021 yil 17 fevraldagi
PQ-4996- son «Sun’iy intellekt texnologiyalarini jadal joriy etish uchun shart-
sharoitlar yaratish chora-tadbirlari to‘g‘risidangi qarorlari, Yangi O‘zbekistonning
taraqgiyot strategiyasi davlat dasturida (2022-2026 yillar) hamda sohaga oid boshqga
me’yoriy-huquqiy hujjatlarda belgilangan vazifalarni amalga oshirishda muayyan
darajada xizmat giladi.

Tadgiqgotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Mazkur dissertatsiya tadgigoti respublika fan va
texnologiyalari rivojlanishining I. «Demokratik va huquqiy jamiyatni ma’naviy-
axloqiy va madaniy rivojlantirish, innovatsion iqtisodiyotni shakllantirish» ustuvor
yo‘nalishiga muvofiq ITD-2-«Demokratik islohotlarni yanada chuqurlashtirish,
fugarolik jamiyatini shakllantirish, milliy iqgtisodiyotni modernizatsiyalash va
erkinlashtirishning ilmiy asoslarini ishlab chigish» loyihasi (2018-2021 yy.) doirasida
bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy ilmiy tadqiqotlar sharhi®>. Axborot
mahsulotlari va xizmatlari biznesining turli masalalari bo‘yicha tadqiqotlar jahondagi

# O‘zbekiston Respublikasi Prezidenti xuzuridagi Statistika agentligi ma’lumotlari.

> Dissertatsiya ishida quyidagi bir gator xorijiy ilmiy tadgigotlar va igtisodchi olimlarning ilmiy tadgigotlaridan
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, www.ipsos.com,
www.gfk.com, www.bcg.com, www.ieee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com,
www.oracle.com.
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bir gator yetakchi ilmiy markazlar va oliy ta’lim muassasalarida, jumladan, IDC
(AQSh), International Telecommunication Union (Shvesariya), Forrester
Research(AQSh), Capgemini Research Institute(Fransiya), MIT Sloan School of
Management (AQSh), The Korea Institute of Science and Technology (Koreya),
McKinsey & Company(AQSh), Kantar(Angliya), Accenture(lrlandiya), IPSOS
(Fransiya), CNET(AQSh), GfK research institute(Germaniya), Boston Consulting
Group (AQSh), Institute of Electrical and Electronics Engineers (IEEE), IBM(AQSh),
Microsoft(AQSh), SAP(Germaniya), Oracle, A.C. Nielsen Co. (AQSh),
BearingPoint(Niderlandiya), Cisco (AQSh) World Bank (AQSh), Deloitte(Angliya),
Project Management Institute (PMI), American Society for Information Science and
Technology (ASIS&T), Gartner Research(AQSh), Organisation for Economic
Cooperation and Development (Fransiya) Harvard University (AQSh), London
Business School (Buyuk Britaniya), The University of Tokyo (Yaponiya), Hanyang
University (Janubiy Koreya), Sankt-Peterburg davlat igtisodiyot va moliya universiteti
(Rossiya) singari muassasalarda olib borilmoqgda.

Bugungi kunda rivojlanayotgan mamlakatlarning ilmiy tadgigot markazlari va
oliy ta’lim muassasalarida AMXning marketing strategiya-sini ishlab chiqgish
metodologiyasini takomillashtirish borasida gator ustuvor yo‘nalishlarda tadqiqotlar
olib borilmoqgda, ya’ni ragamli iqtisodiyot sharoitida marketingning innovatsion
dasturiy ta’minoti va maxsus platformalar xizmatlarini keng joriy etish, axborot
mahsulotlari biznesida marketingni shakllantirish majmuini yaratish, innovatsion
xizmat turlarini shakllantirishda mijozlarni jalb etishning zamonaviy strategiyasini
o‘zlashtirish, innovatsion marketing yuritish usullarini joriy etish va muammoli
bozorlarni boshqarishning innovatsion tizimini ishlab chiqish bo‘yicha izlanishlar
amalga oshirilmoqda.

Muammoning o‘rganilganlik darajasi. Axborot mahsulotlari va xizmatlari
marketing strategiyasini ishlab chigish metodologiyasini takomillashtirishning ilmiy-
nazariy jihatlari, kompaniyalarning ragamli marketing strategiyasini ishlab chigish,
sotish jarayonlarini samarali tashkil etish va ragamli instrumentlarni keng qo‘llash
bo‘yicha ko‘plab xorijiy olimlar tomonidan ilmiy tadqiqot ishlari olib borilgan.
Ulardan F.Kotler, M.Porter, P.Kannan, D. Chaffey, R.V. Belk, E. Stiven, K. Murman,
D. Xoffman, T. Novak, G. L. Urban, Sh. Okazaki, V. Shankar, M. Kerrigan,
V. Kumar, K.S.Laudon,® va boshqa olimlarning ishlarini ko‘rsatib o‘tish mumkin.

& Kotler, Philip, Hermawan Kartajaya, and Iwan Setiawan. Marketing 5.0: Tecnologia para la humanidad. LID Editorial,
2021; Porter M. E. Strategy and the Internet // Harvard Business Review, March 2001, pp. 62-78.; Kannan, P.K. Digital
marketing: A framework, review and research agenda. International journal of research in marketing, 2017, 34(1), pp.22-
45.; Chaffey, D., & Ellis-Chadwick, F. (2019). Digital Marketing. Harlow, England: Pearson. Belk, R. W. (2020). Sharing
without caring. Marketing Theory, 20(1), 85-100.; Libai, B., Bart, Y., Stephen, A. T., & Pauwels, K. (2020). The long-
term impact of social media on sales. Journal of Marketing, 84(5), 25-41.; Moorman, C., & Day, G. S. (2016). Organizing
for marketing excellence. Journal of Marketing, 80(6), 6-35.; Hoffman, D. L., & Novak, T. P. (2018). Consumer and
object experience in the internet of things: An assemblage theory approach. Journal of Consumer Research, 44(6), 1178-
1204.; Urban, G. L., & Liberali, G. (2018). Morph the web to build empathy, trust and sales. Journal of Interactive
Marketing, 43, 241-259.; Sh. Okazaki & Rubio, N. (2017). Digital advertising theory and research.; In D. W. Dahl, P. V.
Joule, & C. Heath (Eds.), Consumer psychology in a social media world (pp. 146-163). New York, NY: Routledge.;
Carrigan, M., Moraes, C., & Leek, S. (2011). Fostering responsible communities: A community social marketing
approach to sustainable living. Journal of Business Ethics, 100(3), 515-534.; Reinartz, W., & Shankar, V. (2019). The
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Mustaqil davlatlar hamdo‘stligi mamlakatlarida V.Fomin, V.Lipaev,
E.E.Tarasova, N.A.Boychenko, N.P.Radkovskaya, O.V.lvanchenko,
L.Yu.Aleksandrova, N.I.Shishkina, M.V.Nazarov’ singari olimlarning ishlari diggatga
sazovor.

O‘zbekistonda AKTni milliy iqtisodiyot tarmoqlariga joriy etish, innovatsion
marketing strategiyalarini ishlab chigish hamda axborot biznesi sohasining turli
muammolari ustida mamlakatimiz igtisodchi olimlaridan S.S.G‘ulomov, B.A.Begalov,
A A Fattaxov, Sh.Dj.Ergashxodjaeva, M.A.lkramov, T.A.Akramov, M.A.Yusupov,
R.X.Alimov, A.Bekmurodov, M.Boltabaev, A.N.Aripov, A.T.Kenjabaev, T.K.Iminov,
I.E.Jukovskaya, A.A.Musaliev® tomonidan ilmiy tadgigot ishlari olib borilgan.
Mazkur tadgiqotlarda axborot tizimlari va texnologiyalarini iqtisodiyotning turli
tarmoq va sohalariga tatbiq etish jarayonlariga asosiy e’tibor garatilgan.

Ammo bu tadgigotlar AMX marketing strategiyasining metodologik asoslarini
ishlab chigishga garatilmagan. Shuningdek, AMX biznesi rivojlanishini tahlil gilish
hamda ularni ishlab chigarish va zamonaviy marketing strategiya va modellari asosida
yo‘lga qo‘yish masalalari yetarlicha to‘liq o‘rganilmagan. Mamlakatimizni iqtisodiy
rivojlantirishning hozirgi bosgichida AMX biznesini kompleks tahlil gilish, ulardan
olinadigan ijtimoiy-iqtisodiy samaradorlikni hisoblash hamda Internetda ushbu
biznesni shakllantirish, monetizatsiya qilish, ularning samarali marketing strategiyasi
va modellar yordamida yuritish tadgigotning dolzarbligini belgilaydi.

Dissertatsiya mavzusining dissertatsiya bajarilayotgan oliy ta’lim

future of marketing. International Journal of Research in Marketing, 36(1), 1-12. K. C. Laudon, J. P. Laudon. Management
in information systems. Organization and Technology. New York. 2017. — 815 p.,

" ®omun, B. . Unpopmanuonnslii 6usHec. — Mocksa: Usnarensctso IOpaiit, 2023. — 251 c.; Jlumaes B. B. (2015).
[IporpammHas: HHXXEHEpHS: METOAOJIOTHIeCKHe OCHOBBL Directmedia.; TapacoBa E. E., Boiiuenko H. A. OcHoBHEIC
HanpaBJCHUs peaM3allid MapKeTHHTOBOM CTpaTerMd WHTEPHET-TIPOABIKEHHUsT TOBapoB M yciuyr //BectHux
Benroponckoro yHHBepcHUTeTa KOOMEpaIy, 3KOHOMUKHA U mpaBa. — 2011, — Ne. 2. — C. 14-22.; Panmkosckas H. II.
WHdopmannoHHbIe TEXHOIOTHUH B TIPOJBIKEHUH 0aHKOBCKHX ITPOAYKTOB. //Mononoit yuensiit. — 2020. — T. 9. — C. 60.;
WBanyenko O. B. MHdopmannoHHO-KOMMYHHKaIIMOHHAs UH(PacTpyKTypa B 000CHOBAaHWM MapKETHHIOBOW CTpaTeruu
KOMIIAaHWU B YCJIOBHUSIX HeCTaOWIBbHOTO pbiHKa //@unaHcoBbie uccnepoBanus. — 2017. — Ne. 2 (55). — C. 141-146.;
Anexcanaposa JI. FO. [Torennman naHOpMAIMOHHOTO MapKeTHHTa B IU(GPOBO# skoHOMEKe //CollnaibHasi peabHOCTh
BupTyasnsHoro mpocrpancrea. — 2021. — C. 244-249.; benokonb lO. O. TloHATHE MapKETHHIOBOH JESTENLHOCTH
npeanpusitTus B chepe UT-ycuyr //AxryanbHble Bonpockl Hayku u mpaktuku. — 2021. — C. 13-17.; Iumkuna H. W.
MapkeTHHroBast CTpaTeTHs CPEICTB MACCOBOW MHPOpMAanuu: TeKcThl Jekiuit. — 2021.; Hazapos M. B. [Ipoxemxenne
nH(OpPMALMOHHBIX MPOAYKTOB U YCIIYT CIIEHaIbHBIX ONOIHOTEK 11 cienblx. //budianorexkosenenue. — 2021. — T. 70. —
Ne. 3. - C. 266-277.

8 G‘ulomov S.S., Begalov B.A. Igtisodiy informatika. Darslik. — T.: O‘zbekiston, 2010. — 722 b.; Begalov B.A. Axborot-
kommunikatsiyalar bozorining shakllanish va rivojlanish tendensiyalarini ekonometrik modellashtirish: dis. avtoref. i.f.d.
— T.: TDIU, 2001. — 36 b.; ®arraxoB A.A. YArypxu caBIofa MapKeTHHI CTpPAaTErusiCH Ba YHUHI camMapaJlopJIUrHHA
OIIUPUII WYIIapu: MKT. GaH. JOK. WIM. Aap. oiauml ydayH &3mnrad gucc. T., 2006. — 250 6.; Ergashxodjaeva Sh.Dj.,
Qosimova M.S., Yusupov M.A. Marketing. Darslik. — T., 2019.; Hkpamos M.A., CamumoB C.A. MexayHapOHBIN
MapkeTunr: yueb. [Tocobue ans BY3oB. — T.: U3n-Bo Ham. bu6in. V36ekuctana uM. A. HaBowu, 2010. — 276 c.; AkpamoB
T.A. KopxoHajap HHHOBAIlMOH MAapKETHHI CTPATETHMSICHHUHI KOHIENTYal acoCIapHHH TaKOMWJUIALITHPHIL.
Mouorpadus. — T.: Momusi, 2017 #. 3-141 6.; Alimov R.X. va boshgalar. Milliy igtisodda axborot tizimlari va
texnologiyalari. O‘quv qo‘llanma. — T.: Sharq, 2004. — 320 b.; Bonra6oes M.P. TYKMMauMIMK CaHOATHIa MapKETHHT
crparerusicu. MoHorpapus —T.: ®an, 2004; Aripov AN., Iminov T.K.. O‘zbekiston axborot-kommunikatsiya
texnologiyalari sohasi menejmenti masalalari. Monografiya. — T.: Fan va texnologiya, 2005. — 300 b.; Kenjabayev A.T.
Tadbirkorlik faoliyatida axborotlashtirish milliy tizimini shakllantirish muammolari. igt.fan.dok. Dis.. — T.: TDIU, 2005.
—321 b.; bekmyponos A.b., Mycannes A.A. UadpopmaunonHslii 6nznec. Yuebnoe nocobue. — T.: TTIVY, 2006. — 288 c.;
Kyxosckas W.E. CoepriieHCTBOBaHHE METOJI0JIOTUH IPUMEHEHUSI HHPOPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX TEXHOJIOTHIA
B CTaTHCTHUUYECKOM JESITEILHOCTH B YCIOBHUAX (DOPMHUPOBaHMS U(YPOBON 3KOHOMHUKH: MOHOTP. TalIKeHT, H34aTEIbCTBO
«Fan va texnologiya», 2020.
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muassasasi ilmiy tadqiqot ishlari bilan bog‘ligligi. Mazkur tadgigot Toshkent davlat
igtisodiyot universiteti ilmiy  tadgiqot ishlari rejasiga muvofiq
FZ-2019081645-sonli «Iqtisodiy xavfsizlikni baholovchi indikatorlarning chegaraviy
miqdorini va ularning dasturiy ta’minotini yaratish» loyihasi doirasida bajarilgan.

Tadgiqotning magqgsadi axborot mahsuloti va xizmatlari marketing
Strategiyasining nazariy va uslubiy asoslarini yanada takomillashtirish bo‘yicha taklif
va tavsiyalar ishlab chigishdan iborat.

Tadgiqotning vazifalari quyidagilardan iborat:

axborot mahsuloti va Xxizmatlari biznesining shakllanishi va rivojlanishining
Ilmiy-nazariy jihatlari va o°ziga xos xususiyatlarini aniqlash hamda tasniflash;

axborot biznesini rivojlantirish tendensiyalari va marketingi bo‘yicha empirik
tadgiqotlarni sharhlash;

dasturiy mahsulotlarni yaratishga talablar va unga ta’sir qiluvchi omillarni
aniqlash;

dasturiy mahsulot ishlab chiqarish, sotish va xizmat ko‘rsatishning iqtisodiy
rivojlanish tendensiyalarini aniglash va dasturiy ta’minot marketingini amalga oshirish
usullarini tizimlashtirish;

axborot mahsuloti marketingining zamonaviy instrumentlari va samaradorligini
baholash usullarini aniglash;

axborot mahsuloti elektron tijoratda ragamli marketingning an’anaviy biznes
yuritish yo‘nalishlari va turlariga ta’sirini tahlil qilish;

sanoat 4.0 konsepsiyasiga asoslangan ragamli marketing va biznes-jarayonlar
boshqarish bo‘yicha takliflar ishlab chiqish;

axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning marketing
faoliyatini tashkil etish va boshqgarish bo‘yicha tavsiyalar tayyorlash;

axborot mahsuloti va xizmatlarini taqdim etuvchi kompaniyalarning mijozlarga
yo‘naltirilgan ragamli marketing faoliyatini takomillashtirish;

axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning strategik
marketing garorlarini gabul qgilish jarayonlarini modellashtirish;

axborot mahsuloti va xizmatlari bozori sub’ektlarining marketing strategiyasini
ishlab chiqish va uni amalga oshirish bo‘yicha talablar ishlab chiqish;

mahalliy AMX bozori sub’ektlarining brendini shakllantirish va rivojlantirishda
geymifikatsiya(gamefication) marketing strategiyasidan keng foydalanish bo‘yicha
ilmiy-uslubiy va amaliy takliflar tayyorlash;

axborot mahsuloti va xizmatlari bozorida mijozlar bilan o‘zaro munosabatlarni
tashkil etishda ragamli marketing ekotizimini yaratish metodologiyasi taklif etish;

axborot mahsuloti va xizmatlari bozori sub’ektlarining ragamli integratsiyalashuv
modelini yaratish va bozorining rivojlanish istigbollarini belgilash.

Tadqiqotning ob’ekti axborot mahsuloti va xizmatlarini ko‘rsatayotgan
kompaniyalarning marketing faoliyati hisoblanadi.

Tadgiqotning predmeti axborot mahsuloti va xizmatlari marketing
strategiyasini ishlab chigish jarayonlarida yuzaga keluvchi ijtimoiy-igtisodiy
munosabatlar hisoblanadi.

Tadgiqotning usullari. Dissertatsiya ishida guruhlash, tarkibiy yondashuv,

giyosiy tahlil, miqdoriy tahlil, iqtisodiy-matematik modellashtirish, monografik
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tadqiqot, so‘rovnoma, PLS-SEM, ekspert tahlil, regressiya va korrelyatsiya tahlili,
statistik kuzatish, reyting baholash usullaridan foydalanildi.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning marketing
faoliyatini boshqarishning tashkiliy-igtisodiy mexanizmlari virtual muhitda ijtimoiy
tan olinishi va shaxsiy salohiyatni rivojlantiruvchi motivatsion funksiyalarga
asoslangan holda takomillashtirilgan;

dasturiy mahsulotlarni ishlab chigish, marketingini amalga oshirish va
ragobatbardoshligini  oshirishning Agile konsepsiyasiga asoslangan SCRUM
metodologiyasini qo‘llash asosida hayotiy yo‘lini uzaytirish taklif etilgan;

axborot mahsuloti va xizmatlari ko‘rsatuvchi Internet-do‘konlardan
iste’molchilarning qoniqishini mahsulot xususiyatlari (W=0,208; 24,8%), texnologik
xususiyatlari (W=0,137; 16,3%), axborot xususiyatlari (W=0,274; 32,7%), logistika va
marketing xususiyatlari (W=0,221; 26,3%) vazn koeffitsiyentlarini aniglash orgali
marketing kanallarida mijozlarga qo‘shilgan qiymat yaratish asoslangan;

mahalliy AMX bozori sub’ektlari brendini shakllantirishning dastlabki davrida
mijozlarning brenddan goniqishiga ratsional omillar (H1=-0,056), salbiy va emotsional
omillarning ta’siri  (H2=0,054) 1ijobiy ekanligi asoslanib, muvofiq holda
geymifikatsiya marketing strategiyasidan keng foydalanish bo‘yicha PLS-SEM modeli
taklif etilgan;

axborot mahsuloti va xizmatlari bozorida mijozlarga qo‘shilgan qiymat yaratish
va raqobatda ustunlikni ta’minlashga yo‘naltirilgan komponentlar asosida marketing
xizmatlari ekotizimini yaratish arxitekturasi taklif etilgan.

Tadgigotning amaliy natijasi quyidagilardan iborat:

zamonaviy axborot mahsuloti va xizmatlarining o‘ziga xos jihatlari yoritib
berilgan va ularni tasniflash usuli taklif gilingan;

bozor munosabatlari sharoitida axborot biznesi kompaniyalari ishlab chigarish va
xizmat ko‘rsatish jarayonlarining rivojlanishiga ta’sir etuvchi tashqi va ichki omillar
izohlab berilgan;

kompaniyaning axborot biznesi faoliyati jarayonlari va uni Internet-marketing
vositalari  asosida takomillashtirish bo‘yicha yangi uslubiy yondashuvlar
shakllantirilgan;

AXM  mahsulotlari  raqobatbardoshligini  baholashda  “SE  ranking”
metodologiyasidan keng foydalanish orgali buyurtmalar portfelini optimallashtirish
taklif etilgan;

turli bozor sharoitlarida axborot biznesi kompaniyalarining axborot mahsuloti va
xizmatlarini ragamli marketing strategiyalaridan foydalanish usullari taklif gilingan.

Olingan natijalarining ishonchliligi 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 tasdiglanganligi bilan izohlanadi.

Tadgigot natijalarining ilmiy va amaliy ahamiyati. Tadgiqot natijalarini ilmiy
ahamiyati erishilgan natijalardan soha qonunchiligini rivojlantirish, iqtisodiyot
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yo‘nalishidagi oliy o‘quv yurtlarida marketing va AKT faoliyati bilan bog‘liq fanlarni
talabalarga o‘qitish, o‘quv dasturlari, qo‘llanmalari, darsliklarni tayyorlash, shu bilan
birga, ragamlashtirish bo‘yicha ilmiy izlanishlar olib borayotgan tadqigotchilar uchun
muhim manba sifatida foydalanish mumkinligi bilan belgilanadi. Tadgigotning ilmiy
ahamiyati, axborotlashtirilgan jamiyatni barpo etish hamda AMXni loyihalashtirish,
AMXni ishlab chiqarish va tarqatish bilan shug‘ullanuvchi milliy iqtisodiyot tarkibida
makro va mikro darajada tadbirkorlik faoliyatini shakllantirish muammolarini hal etish
va uni yanada takomillashtirishga xizmat giladi.

Tadgiqgot natijalarining amaliy ahamiyati dissertatsiya tadgigotida olingan ilmiy
natijalardan O‘zbekiston Respublikasi Prezidenti huzuridagi Statistika agentligi
faoliyatini tashkil etish amaliyotida mehnat resurslaridan samarali foydalanish va
ularni boshqgarish, rasmiy veb-saytda zamonaviy texnologiyalardan foydalangan holda
statistik ma’lumotlarni vizual ko‘rinishida taqdim etuvchi platforma va statistik
to‘plamlarni on-line sotib olish jarayonlari, statistik hisobotlarni gabul gilishning eStat
4.0 avtomatlashtirilgan axborot tizimi ishlab chiqish va loyihalarni boshqarish, hisobot
gabul giluvchi xodimlarni mehnat unumdorligini oshirish, “stat.uz” platformasi va
siat.stat.uz Statistika integrallashgan axborot tizimining mijozlar bilan munosabatlarini
yaxshilash hamda ularning marketingini yuritish tamoyillarini ishlab chigish bilan
belgilanadi.

Tadgiqot natijalarining joriy qilinishi. Axborot mahsuloti va Xxizmatlari
biznesining marketing strategiyasini tayyorlash yuzasidan ishlab chigilgan uslubiy va
amaliy takliflar asosida:

axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning marketing
faoliyatini boshqarishning tashkiliy-iqtisodiy mexanizmlari virtual muhitda ijtimoiy
tan olinishi va shaxsiy salohiyatni rivojlantiruvchi motivatsion funksiyalarga
asoslangan holda takomillashtirish bo‘yicha takliflar Statistika agentligining Xizmatlar
sohasi statistikasi boshgarmasi faoliyatiga joriy etilgan. (Statistika agentligining 2023-
yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi). lImiy yangilikni amaliyotga joriy
etish natijasida Statistika agentligining mehnat resurslaridan samarali foydalanish va
ularni boshgarish samaradorligi 11,7 foizga oshgan;

dasturiy mahsulotlarni ishlab chigish, marketingini amalga oshirish va
ragobatbardoshligini oshirishning Agile konsepsiyasiga asoslangan ~ SCRUM
metodologiyasini qo‘llash asosida hayotiy yo‘lini uzaytirish taklifi Statistika
agentligining Axborot-kommunikatsiya texnologiyalarini rivojlantirish va interaktiv
davlat xizmatlari boshgarmasi faoliyatiga joriy etilgan. (Statistika agentligining 2023-
yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi). Mazkur ilmiy yangilikni
amaliyotga joriy etish natijasida statistik hisobotlarni gabul gilishning eStat 4.0
avtomatlashtirilgan axborot tizimi ishlab chigishda va loyihalarni boshgarishda
shuningdek, hisobot gabul giluvchi xodimlarni mehnat unumdorligini 71 foizga
oshishiga erishilgan;

axborot mahsuloti va xizmatlarini ko‘rsatuvchi internet-do‘konlardan
iste’molchilarning qoniqishini mahsulot xususiyatlari (W=0,208; 24,8 %), texnologik
xususiyatlari (W=0,137; 16,3 %), axborot xususiyatlari (W=0,274; 32,7%), logistika
va marketing xususiyatlari (W= 0,221 (26,3%) bo‘yicha vazn koeffitsiyentlarining

yugori va quyi chegaralarini belgilash orgali marketing kanallarida mijozlarga qiymat
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yaratish bo‘yicha takliflardan Statistika agentligining Statistik registrlarni yuritish va
tizimli xizmat ko‘rsatish boshgarmasi faoliyatida foydalanilgan .  (Statistika
agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi). Mazkur ilmiy
yangilikni joriy etish natijasida korxona va tashkilotlarning statistik ma’lumotlarni
shakllantirish hamda statistik to‘plamlarni on-line xarid giluvchi doimiy mijozlari soni
2022 yilda 2021 yilga nisbatan 19,6 foizga oshgan;

mahalliy AMX bozori sub’ektlari brendni shakllantirishining dastlabki davrida
mijozlarning brenddan qoniqishiga ta’sir etuvchi ratsional omillar (H;=-0,056), salbiy
va emotsional omillarning ta’siri (H,=0,054) ijobiy ekanligiga asoslanib, muvofiq
holda geymifikatsiya marketing strategiyasidan foydalanishning PLS-SEM modeli
Statistika agentligining Yig‘ma-axborot ishlari boshgarmasi faoliyatida foydalanilgan.
(Statistika agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi).
Mazkur ilmiy yangilik “statuz” platformasida geymifikatsiyalash strategiyalari
qo‘llanilgan va natijada onlayn statistika axborot mahsulotlarini doimiy mijozlar
salmog‘1 2021 yilga nisbatan 2022 yilda 28 foizga oshgan;

taklif etilgan axborot mahsuloti va xizmatlari bozorida mijozlarga qiymat yaratish
va raqobatda ustunlikni ta’minlashga yo‘naltirilgan komponentlar asosida marketing
xizmatlari ekotizimini yaratish arxitekturasi Statistika agentligi faoliyatiga joriy etilgan
(Statistika agentligining 2023-yil 7-aprel 01/3-16-10/2-19-sonli ma’lumotnomasi).
Mazkur ilmiy yangilik Statistika integrallashgan axborot tizimining(siat.stat.uz)
hududlar va yillar bo‘yicha solishtirish hamda munosabat menyularida foydalanish
uchun yo‘lga qo‘yildi.

Tadqgigot natijalarining aprobatsiyasi. Tadgiqgot natijalari 4 ta xalgaro va 10 ta
respublika miqyosida o‘tkazilgan jami 14 dan ortiq ilmiy-amaliy konferensiyalarda
muhokama gilingan.

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 innotvasiyalar vazirligi huzuridagi Oliy attestatsiya komissiyasi tomonidan tavsiya
etilgan ilmiy jurnallarda 14 ta magola, jumladan, 10 ta mahalliy va 4 ta xorijiy
jurnallarda nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi Kirish, 5 ta bob, xulosa
va foydalanilgan adabiyotlar ro‘yxati hamda ilovalardan iborat. Dissertatsiyaning
hajmi 260 betni tashkil etgan.

DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiya ishining kirish gismida ilmiy tadgigotning dolzarbligi va zarurati
asoslangan, tadqgiqotning maqgsadi va asosiy vazifalari, ob’ekti va predmeti
tavsiflangan, respublika fan va texnologiyalari rivojlanishining ustuvor yo‘nalishlariga
mosligi ko‘rsatilgan, ilmiy yangiligi va amaliy natijalari bayon gqilinib, olingan
natijalarning ilmiy va amaliy ahamiyati yoritib berilgan. Shuningdek, tadgigot
natijalarining amaliyotga joriy etilishi, nashr gilingan ishlar va dissertatsiya tuzilishi
bo‘yicha ma’lumotlar keltirilgan.

Dissertatsion tadgiqotning «Axborot mahsuloti va xizmatlari marketing
strategiyasini ishlab chiqishning ilmiy-nazariy jihatlari» deb nomlangan birinchi
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bobida axborot mahsuloti va xizmatlari biznesining shakllanishi va rivojlanishi, o‘ziga
X0s xususiyatlari o‘rganilgan hamda bozor tasnifi keltirilgan, axborot biznesini
rivojlantirish tendensiyalari va marketingining rivojlanish, zamonaviy biznes-modellari
aniglangan.

Axborot mahsuloti va xizmatlari bozorining asosiy sub’ektlari mulkchilik
shakllari va tarmoq xususiyatlaridan qat’iy nazar barcha tashkilotlar, davlat va notijorat
tashkilotlari, savdo assotsiatsiyalari va ijtimoiy xizmatlarni taqdim etuvchilardir.

2023 yilda global axborot-kommunikatsiya texnologiyalari bozorining hajmi 4,72
trin. AQSh dollarini tashkil etishi kutilmoqgda, bu 2022 yilga nisbatan 4,3 foizga ko‘p
bo‘lib, 2021 va 2022 vyillarda mos ravishda 10,2 va 2,8 foizga o‘sish sur’atlar
kuzatilgan®. Mutaxassislarning fikricha, AT-xarajatlari bo‘yicha umumiy prognoz
jjobiy bo‘lsa-da, inflyatsiyaning iste’molchining xarid qobiliyatiga ta’siri tufayli
qurilmalarga va data-markaz tizimlariga xarajatlar 2023 yilda 8,6 va 1,5 foizga
kamayishi kutilmogda (1-jadval).

1-jadval
Jahonda axborot biznesi xarajatlari dinamikasi,
mlrd. AQSh dollari*®
Ko‘rsatkichlar 2022 y. 2023 y.* 2024 y.*
xarajat | o‘zgarish | xarajat | o‘zgarish | xarajat | o‘zgarish

sur’ati sur’ati sur’ati
Data-markaz tizimlar 221,2 16.6% 217,8 -1.5% 235,5 8.1%
Texnik vositalar 766,2 -6.3% 700,0 -8.6% 748,1 6.9%
Dasturiy mahsulotlar 8114 10.7% 922,7 13.7% 1052,9 14.1%
AT xizmatlari 1305,6 7.5% 1420,9 8.8% 1585,3 11.6%
Aloga xizmatlari 1423,0 -1.9% 1461,6 2.7% 1517,8 3.8%
Umumiy AT 45277 2.8% 47232 4.3% 5139,8 8.8%

Izoh: 2023 va 2024 yillar uchun prognoz ko ‘rsatkichlar.

Shuni e’tiborga olish kerakki, 2023 va 2024 yillarda dasturiy mahsulotlar
segmenti 13,7 va 14,1 foizga o‘sishi baholanmoqda, bu barcha AKT segmentlari
orasida eng yaxshi dinamika deyishimiz mumkin. Garchi, so‘nngi yillarda AKT
xarajatlarining o°sishi sun’iy intellekt hisobiga bo‘lishi kutilayotgan bo‘lsa-da,
xarajatlarning asosiy qismini bulutli xizmatlar bilan bog‘liq dasturiy yechimlar
egallamoqda?!.

Muallifning fikricha, ragamli igtisodiyot muhiti ish joylarini zamonaviy bulutli
texnologiyalar bilan jihozlash va tadbirkorlik muhitidagi iste’molchilarga aloga
xizmatlaridan yuqori darajada foydalanishga imkoniyat yaratib berishi lozim:

a) har bir inson yer sharining xohlagan nugtasidan ishda, uy sharoitida yoki
transportdan turib boshqa kishi bilan bog‘lanish imkoniyatiga ega bo‘lishi;

b) uzatilayotgan axborot turining ganday bo‘lishidan gat’i nazar «birga bir»
xavfsiz alogasining amalga oshishi;

d) ishbilarmon doiralar va biznes vakillari xohlagan shahar yoki mamlakatda

® Gartner va Statistica ma’lumotlari asosida muallif tahlillari (Murojat sanasi: 15.08.2023 va 18.08.2023)
10 https://www.gartner.com/en/newsroom/press-releases/2023-07-19-gartner-forecasts-worldwide-it-spending-to-grow-
4-percent-in-2023
11 Gartner ma’lumotlari asosida muallif tahlillari (Murojat sanasi: 19.04.2023,19.07.2023)
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tadbirlar, konferensiya, ishbilarmonlik kengashlarini o‘tkazishi, turlicha axborotlarga
kirish, konsalting yordamlarini ko‘rsatish mumkinligi.

Axborot mahsuloti va xizmatlari, ularning xususiyatlari shu bilan ifodalanadiki,
axborot resurslari axborot mahsulotlarini yaratish uchun asos sifatida xizmat giladi.
Har ganday axborot mahsuloti uni ishlab chigaruvchining axborot modelini ifodalaydi
va uning aniq predmet sohasi to‘g‘risidagi tasavvurlarini aks ettiradi. Insonning
intellektual faoliyati bo‘lgan axborot mahsuloti, hujjatlar, magqolalar, hisobotlar,
dasturlar, kitoblar ko‘rinishida istalgan jismoniy hususiyatli moddiy tashuvchida aks
ettirilgan bo‘lishi kerak.

Muallifning fikricha, axborot mahsuloti — buyum yoki buyum bo‘lmagan shaklda
keyinchalik targatish uchun ishlab chigaruvchi tomonidan shakllantirilgan,
algoritmlangan, intellektual qiymatga ega ma’lumotlar to‘plami hisoblanadi.

Bu kabi innovatsiyalarga asoslangan axborot biznesi muhitini yaratishda
quyidagilarga alohida ahamiyat garatilishi lozim:

1. Milliy iqtisodiyotning mazkur tarmog‘iga xususiy investitsiyalarni keng jalb
qilishni rag‘batlantirish;

2. Barcha axborotlardan foydalanuvchi va ularni yetkazib beruvchilarga global
kompyuter tarmoqlariga integratsiyalashuv imkoniyatlarini yaratish;

3. Axborot-kommunikatsiyalar bozoridagi dinamik o°zgarishlarga moslashadigan
me’yoriy-huquqiy bazani doimiy va uzluksiz takomillashtirib borish;

4. Taqdim etilayotgan AKT xizmatlarining xilma-xilligini ta’minlash;

5. Intellektual mulk huqugini himoya qilish.

Axborot mahsulotlari va xizmatlari bozori — bu ma’lumotlarga asoslangan
tovarlar va xizmatlar almashinuvi bilan shug‘ullanuvchi xaridorlar va sotuvchilar,
ularning tashkiliy, huquqiy va igtisodiy munosabatlarini gamrab olgan hamda ragamli
platformalar va AT vositalar yordamida birlashtiradigan ekotizimdir.

Tadqiqotimiz natijalariga ko‘ra, axborot mahsulotlari va xizmatlari marketingini
amalga oshirishda uning boshqa tovarlardan farqli quyidagi jihatlariga e’tibor berish
zarur deb hisoblaymiz:

nomoddiylik va minimal zaxira boshgaruvi;

raqamlashtirish va bilimga bog‘liglik;

arzon ishlab chigarish va yetkazish xarajatlari;

yangilanish va takrorlash imkoniyati;

istalgan joyga yetkazish, foydalanish va uzoq vaqt foyda keltirishi.

Bundan tashqari, Individual moslashtirishning tarmogqlararo ta’sir, innovatsiyaga
yo‘naltirilganlik, ma’lumotlarning maxfiyligi va xavfsizligi, iqtisodiy qiymat yaratishi,
o‘zaro bog‘liglik yaratishi, masshtablashtirish osonligi, moslashuvchanligi, texnologik
garamligi, ekologik bargarorligiga xizmat qilish kabi bir qator o‘ziga xos xususiyatlari
mavjud.

Tadqiqotda AMX eksporti borasida O‘zbekiston kompaniyalari xizmatlaridan
foydalanishga oid xorijiy mijozlarning qarorlariga ta’sir ko‘rsatuvchi asosiy omillar
o‘rganib chiqilgan. Bu sektordagi katta ulushni AMXni eksport uchun ishlab chiqish,
ya’ni AMX autsorsingi egallaydi. Bu tushuncha AMXni buyurtmaga va tayyor
«gadoglamgan» mahsulotlarni eksport qilish uchun ishlab chiqishni 0z ichiga oladi.

Dissertatsiyaning «Axborot mahsuloti va xizmatlarini yaratish va sotishning
uslubiy jihatlari» deb nomlangan ikkinchi bobida dasturiy mahsulotlarni yaratishga
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mijozlar talabi va unga ta’sir etuvchi omillar marketing tadqiqotlari asosida
o‘rganilgan, dasturiy mahsulot ishlab chigarish, sotish va xizmat ko‘rsatishning
iqtisodiy ko‘rsatkichlari tahlil gilingan va dasturiy ta’minot marketingini amalga
oshirish usullari taklif etilgan.

O‘zbekiston Respublikasida yalpi ichki mahsulotdagi (YalM) AKT sohasining
ulushi quyidagi 2-jadvalda aks etgan. Unga ko‘ra 2017 yilda YaIMda AKT sohasining
igtisodiyot bo‘yicha yalpi qo‘shilgan giymatga nisbatan ulushi 2,2 foizni, YalMga
nisbatan ulushi 1,9 foizn tashkil etgan bo‘lsa, 2022 yil yakuniga ko‘ra mos ravishda
1,9 hamda 1,8 %foizlarni tashkil etgan (2-jadval). Buni AKT sektorini YalM bilan
mutanosib tarzda o’smayotgani bilan izohlash mumkin.

2-jadval
O‘zbekiston Respublikasida AKT sektorining yalpi qo‘shilgan giymati'?
Ko‘rsatkichlar nomi 2017y.| 2018y.| 2019y.| 2020y.| 2021y.| 2022y.*
Yalpi go‘shilgan giymat —
jami, mird.so‘m
AKT sektori joriy
narxlarda, mird.so‘'m
Igtisodiyot bo‘yicha yalpi
qo‘shilgan qiymatga 2,2 1,9 1,6 2,0 2,1 1,9
nisbatan, %
Yalpi ichki mahsulotga
nisbatan, %da
AKT sektoridan: AT
tarmog‘i joriy narxlarda, 391,1 703,8 1006,40 | 1 006,40 | 1 006,40 | 4892,8
mlrd.so‘m
igtisodiyot bo‘yicha yalpi
qo‘shilgan giymatga 0,1 0,2 0,2 0,2 0,3 0,6
nisbatan, %
yalpi ichki mahsulotga
nisbatan, %
Kontent sektori va OAV
joriy narxlarda,
igtisodiyot bo‘yicha yalpi
qo‘shilgan qiymatga 0,2 0,2 0,2 0,3 0,3 0,2
nisbatan, %
yalpi ichki mahsulotga
nisbatan, %
* Dastlabki ma’lumotlar

267744,8 | 361072,7 | 465357,4 | 532753,3 | 621258,8 | 828054,2

5849,00 | 7023,90 | 7634,90 | 8432,10 | 9218,30 | 16089,9

1,9 1,7 1,5 2,1 2,2 1,8

0,1 0,2 0,2 0,2 0,3 0,6

518,7 740,3 882 942,5 1017,1 | 19449

0,2 0,2 0,2 0,23 0,27 0,2

O‘zbekistonda axborot texnologiyalari sohasi va dasturiy mahsulotlar ishlab
chiqgarishni yanada rivojlantirish borasida bir gator islohotlar amalga oshirilmoqda va
qulay shart-sharoitlar yaratilmoqda. Natijada so‘nggi Yyillarda mazkur sohani
innovatsion rivojlantirishga o‘tkazish, startap-loyihalarni amalga oshirish ko‘lami
kengayib, ichki va tashqgi bozorlarda dasturiy va yuqori texnologik mahsulot va
xizmatlarning salmog‘i oshib bormoqda.

Tadqiqotlarga ko‘ra, ko‘plab menejerlarning fikricha, eng muvaffaqiyatli ishlab
chiquvchilar tajribasini to‘plash va undan samarali foydalanish dasturiy mahsulotlar

12 O¢zbekiston Respublikasi Prezidenti huzuridagi Statistika agentligi ma’lumotlari asosida tuzilgan.
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ishlab chiqgarishni takomillashtirish va mazkur sohadagi mutaxassislar malakasini
oshirishning asosiy usuli hisoblanadi.

Birog fagat individual ishlab chiquvchilar malakasini oshirib, murakkab dasturiy
mahsulotlar ishlab chigarishning zamonaviy muammolarini hal etish mumkin emas.
Eng malakali va samarali ishlab chigaruvchilarning individual mehnati unumdorligi
gobiliyatsiz bo‘lganlarga nisbatan birmuncha yaxshi bo‘lishi mumkin, ikkinchi holatda
esa bir xil bo‘lishini kuzatish mumkin.

An’anaviy ishlab chiqarishdan farqli o‘laroq, har bir dasturiy mahsulot o‘ziga xos
xususiyatlar ega. Bunda loyiha rahbari iste’dod va malakaga ega bo‘lishi hamda
quyidagi vazifalarni hal gilishi lozim:

xaridorning mahsulotga talablarini aniglash, belgilash wva shakllantirish
jarayonlarini boshqarish;

dasturiy ta’minot talablarining tavsiflari mijozning haqiqiy konsepsiyasiga
muvofiqgligini tekshirish;

buyurtmachi, foydalanuvchilar va ishlab chiquvchilar bilan muzokaralar olib
borish, mijoz nimani xohlashi va ishlab chiquvchilar guruhi mahsulotni amalga
oshirish uchun ajratilgan byudjet, resurslar va vaqt uchun nimalar yaratishi mumkinligi
o‘rtasidagi muvozanatni aniglash va saqglash.

Dasturiy mahsulot to‘plami loyihani yaratish jarayonlarini samarali boshqarish
uchun asos sifatida, undagi xususiy ishlar ijrochilarining vazifalari, ular uchun
ajratilgan resurslar bilan, shuningdek, natijalar va ajratilgan muddatga ko‘ra o‘zaro
muvofiglashtirilishi kerak. Dasturiy mahsulot loyihalarini rejalashtirish, yaratilgan
axborot tizimining talab gilinadigan xususiyatlari, uni ishlab chiqish va qo‘llash uchun
zarur cheklangan resurslar o‘rtasida muvofiqlikni ta’minlashi kerak. Ishlab chigarish
ob’ektiga qo‘yiladigan dastlabki talablar sifatida resurslar aniqlanadi, tizimni tahlil
gilish va loyihalash jarayonlarida rejalashtirishning ishonchliligi oshadi, shuning
uchun ham ular quyidagi bosqichlardan o‘tishi kerak:

loyihaning maqsad va vazifalarini oldindan rasmiylashtirish uchun ob’ekt va
dizaynni o‘rganish;

ilgari amalga oshirilgan o‘xshash prototiplardan olingan ma’lumotlarni
umumlashtirish va loyiha arxitekturasini yaratish asosida dasturiy mahsulot uchun
mumkin bo‘lgan xususiyatlar va talablarni birlamchi prognozlash;

bosgichlar va amaliy dasturiy paketlardagi ishlarni amalga oshirish uchun resurs
xarajatlarini hisobga olish;

ishlab chigarish rejasini detallashtirish va amalga oshirishni boshgarish, uni
operatsion sozlash va dasturiy mahsulot to‘plamining tarkibiy qismlarini ishlab chiqish
xususiyatlariga muvofiq resurslarni gayta tagsimlash;

dasturiy mahsulotlarni ishlab chigarishda bu ma’lumotlardan prototip sifatida
foydalanish uchun ma’lum bir loyihani rejalashtirish va boshgarish natijalarini
umumlashtirish va to‘plash.

Mijozlar dasturiy mahsulotni sifatli va o‘z vaqtida bo‘lishi bilan birga uning
foydalanish davri ham muhim hisoblanadi. Har ganday dasturiy mahsulotning ma’lum
darajada o‘zgarishi mijozlarni foydalanish darajasini pasayib borishiga olib keladi.
Shuning uchun loyihalashda dasturiy mahsulotlarning hayotiylik davriga ham e’tibor
qaratilishi lozim. Dasturiy mahsulotlarni hayotiylik yo‘lini uzaytirish esa loyiha
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boshgaruvidagi asosiy vazifalar hisoblanadi. Shunga ko‘ra, 1-rasmda ragamli
mahsulotlar marketingini amalga oshirishning hayotiylik davrida qo‘llaniladigan
texnologiyalar tizimlashtirilgan. Taklif etilgan texnologiyalardan foydalanish dasturiy
mahsulotlarning hayotiylik davrini uzaytirish imkonini beradi va mazkur o‘zgarishlar
mijozlarning javob reaksiyalariga mos bo‘lishi talab etiladi. Bozorda maksimal
gamrovni amalga oshirish uchun hayotiylik davrini uzaytirish bo‘yicha choralar
belgilashda tavsiya etilgan ko‘rsatkichlardan foydalanishni nazarda tutish lozim.

Progressiv veb-ilovalar
Ragamli tajriba platformalari
Video chat
APIga asoslangan ragamli
tijorat ”. ljtomoiy media hamjamiyatlari
Mijoz harakatlari ®
analitikasi R li
. . @ Vebda real vagt kommunikasiyasi aqam.|
A/B test vositalari G O marketing
Mijozlar intellekual analitikasi ekotizimi
Antalitik f k ) .
ntalitika va feedbac % Tejamkor hosting, LEAN harakatlar Virtual muhitda
ijtimoiy tan
Konteynerlar va Avtomat.-n marketing xizmatlari olinish
mikroservislar % Virtual assistent Sun’iy i'\r;ltoelllect OO
. va o0 .
Uzluksiz Mijozlarni go‘llab-quvvatlash Interaktiv kontent
integratsiya/uzluksiz Q vositalari o '®)] Ragamli tijorat Saa$
yangilanish & Kengaytiriladigan ] _ )
- APl va Backend xizmatlari O CPQ (Konfiguratsiya, narx, taklif)
® | integratsiva O Geymifikatsiya, Chatbotlar
£ italari o )
= vositalari o Shaxmiylashtirish % '®) O . Nal.'x optimizasiya va boshqgaruvi B2B
3 Bulutli mexanzmlari Dinamik narxlash
platformalar va Mobile, Thing Sodiglikni boshqarish tizimi
infratuzilma tijorat Tezkor javob beruvchi dizayn
Korporativ teskari alogani boshqgarish Vaqt
Tashgi va ichki marketing motivatsiyasi
Innovatsion nugta Eng yuqori Quyi nugta Yulfsglls.h Samarado_rllk
nuqta chizig‘i nuqtasi

1-rasm. Ragamli mahsulotlar marketingini amalga oshirishning
hayotiy davri

Dasturiy mahsulotlarni ishlab chigish va marketingini amalga oshirishda Agile
yondashuvi asosida SCRUM metodologiyasidan foydalanish bo‘yicha tavsiyalar ishlab
chiqilgan bo‘lib, unda dasturiy mahsulotlar marketing strategiyasini amalga oshirishda
SCRUM marketingini amalga oshirish taklif etilgan. 2-rasmda SCRUM
metodologiyasi bo‘yicha dasturiy mahsulot hayotiy sikli va uning marketingini amalga
oshirish yondashuvi keltirilgan.

Taklif qgilingan marketingda SCRUMdan foydalanish axborot biznesi
kompaniyasi uchun quyidagi muhim afzalliklarni beradi: turli xil ustuvorliklar anig va
qisqacha ko‘rib chiqiladi, muntazam tekshiruvlar manfaatdor tomonlarni birlashtiradi,
turli xil manfaatdor tomonlar bo‘lsa ham, garorlarni mahsulot egasi gabul giladi,
yaxshilangan marketing tahlili kompaniyaning rejalashtirish uslubini o°zgartirishiga
xizmat qiladi.

Tadqiqotlarimiz shuni ko‘rsatadiki, axborot biznesi ekotizimini muvafaqgiyatli
qurish uchun mintagaviy bozor talablarini tushunish va global tendentsiyalarga

13 Muallif tadgiqotlari natijasida tuzilgan.
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ergashish muhim hisoblanadi. Shuning uchun murakkab dasturiy ta’minot tizimlarini
ishlab chiqarish sohasidagi malakali mutaxassislarni tayyorlash va o‘qitish, ularni
zamonaviy yugori sifatli dasturiy mahsulotlarni ishlab chigarish usullari va zamonaviy
dasturlash madaniyatiga o‘rgatish zaruriyati tug‘iladi.

— X bSPtRIINT BEIfILQtSiI. . Kunlik
arketin abar turlari va vaqtlari bir oyli
g. kontent taqvimini loyihalash; uchrashuv:
magsadlari Xabarlarning birinchi haftasi uchun Kecha nimaga
.Q. vizual va sarlavhalar yaratish; erishildi?
KPI belgilash; Bugun nima ustida
I I I I I I I I Eng yaxshi 19 ta influencerni > ishlanadi?
aniglash; 24 soat To'siglar bormi?
\l Influencer bilan hamkorlik uchun e-
pochta xabar/takliflarni ishlab YANGI
H T chiqish.
Foydalanuychl gaydlari:| L________chaish. ____| 0‘ZGARTIRISHLAR:
-XOXIS/hIa;I;‘I‘k Z;:&T&";K Blog kontentini yaratish
- qiymat/naflilik; va nashr etish.
- qulaylik/osonlashtirish. Influenserlar bilan ishlash
va hamkorlik
x x = shartnomalarini
Iy % yakunlash.
v
Mahsulot bekloglari: £
Blog uchun kontent yaratish; :I,.
ljtimoiy media kampaniyasi ‘
yaratish; Tanlangan — -
Influencer bilan hamkorlik; mahsulot bek|°g|ar: Sprlnt Jarayoni SPRINT TAHLILI:
A Ilovalar fio‘konini o ljtimoiy media tahlili: Qaysi magsadlarga
optimallashtirish strateglyasu »| kampaniyasi yaratish; ‘L Nima jarayon yaxshi erishildi? v
Elektron p'och'ta' marﬁetmg Influencer bilan bo'ldi? llova sotish, yuklab olish
kampaniyasini yuritish. hamkorlik. Keyingi safar gaysi ‘ y.OkI f.oydalanuvchll -
jihatlarni yaxshilash ishtirokiga ganday ta’sir
- H mumkin? qildi?
[ ( I ttet
— Sprint rejalari

2-rasm. SCRUM metodologiyasi bo‘yicha dasturiy mahsulot xayotiy sikli va
uning marketingini amalga oshirish4

Yuqoridagilardan kelib chiqib, dasturiy ta’minot ishlab chiqaruvchisi quyidagi
asosiy vazifalarni amalga oshirishi lozim: 1) dasturiy mahsulot tayyor bo‘lmasdan
oldin uning mumkin bo‘lgan mijozlari bilan aloqaga kirishish 2) dastlabki test
holatidayoq kelishilgan mijozlarga tagdim etish 3) dastlabki 5-10-100 sotuvlarga
erishish 4) mahsulotni sotish tizimini yaratish 5) dasturiy ta’minotni sotish tizimini
boshgarish bosqgichlarining samarali ketma-ketligini shakllantirish.

Dissertatsiyaning «Axborot mahsulotlari elektron tijoratida ragamli
marketing vositalaridan foydalanish» deb nomlangan uchinchi bobida Sanoat 4.0
konsepsiyasida ragamli marketing va biznes-jarayonlarni boshqgarishning zamonaviy
usul va modellari tasniflangan. Axborot mahsuloti va xizmatlarini taqdim etuvchi
kompaniyalarning raqamli marketing faoliyatini boshqarish bo‘yicha uslubiy
yondashuvlar taklif etilgan. Axborot mahsuloti va xizmatlarini taqdim etuvchi
platformalar faoliyatini samarali tashkil etish usullari aniglangan.

14 Muallif ishlanmasi.
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Sanoat 4.0 — narsalar Interneti (NI), sun’iy intellekt (SI) va robototexnika singari
ilg‘or texnologiyalarning ishlab chigarish va boshqa sohalarga integratsiyalashuvi
bilan tavsiflangan to‘rtinchi sanoat inqilobini tavsiflaydi.

Ragamli marketing vositalaridan samarali foydalanish Sanoat 4.0 marketingida
sezilarli o‘zgarishlarga olib keldi, kompaniyalarni mijozlarga erishish uchun ragamli
marketing usullaridan ko‘proq foydalanishga undaydi.

Biznes-jarayonlarni boshqarish: Sanoat 4.0, shuningdek, korxonalar o‘z
jarayonlarini boshqgarish usullarini o°zgartiradi. Kompaniyalar o°‘z jarayonlarini
soddalashtirish va avtomatlashtirish uchun raqamli texnologiyalardan tobora ko‘proq
foydalanmoqda, bu esa samaradorlikni yuksaltirish va xarajatlarni tejashga olib keladi.
Biznes-jarayonlarni boshqgarishning zamonaviy modellari quyidagilarda aks etmoqda:
biznes-jarayonlarini avtomatlashtirish (BPA); biznes-jarayonlarini gayta qurish (BPR);
6 Sigma metodologiyasi (Lean Six Sigma); g) Agile metodologiyasi.

Muallif fikricha, kompaniyalarning AXM vyetkazib beruvchilar uchun aniq
moslashtirilgan ragamli marketingning murakkab mubhitini o‘rganishlari talab etiladi.
Bugungi jadal rivojlanayotgan ragamli landshaftda AXM tagdim etuvchi
kompaniyalarning marketing faoliyatini boshqgarishning tashkiliy va iqgtisodiy
mexanizmlarning uyg‘unligini ta’minlash ustuvor yo‘nalishdir. Ushbu mexanizmlar
marketing samarasi, samaradorligi va moslashuvchanligini ta’minlashga imkoniyat
beradi.

Virtual muhitda marketing faoliyatini boshqgarishning tashkiliy va iqtisodiy
mexanizmlari igtisodiy va tashkiliy tasnif bo’yicha ajratiladi. Tashkiliy mexanizmlar
kompaniyalar marketing bo‘limlarining funksional vazifalari, strategik garorlar gabul
qilishi va ulardan foydalanish ko‘rsatkichlari bilan ifodalanadi. Iqtisodiy mexanizmlar
kompaniyaning moliyaviy faoliyati va narx strategiyalari bilan bog‘liq faoliyatini aks
ettiradi. AT landshaftida kompaniyalar o‘zlarini ajratib ko‘rsatish va bozor
yetakchilikka erishish uchun ko‘plab yangi yondashuvlardan foydalanishga o‘tmoqda.
Bunday yondashuvlardan biri motivatsion funksiyalarga asoslangan marketing
faoliyatini boshqgarishdir. Axborot mahsuloti va Xxizmatlarini taqdim etuvchi
kompaniyalarning  marketing  faoliyatini  boshgarishning  tashkiliy-igtisodiy
mexanizmlari virtual muhitda ijtimoiy tan olinishi va shaxsiy salohiyatni
rivojlantiruvchi motivatsion funksiyalardan foydalanish muhim yo‘nalish sifatida
garaladi.

Kompaniyaning tashkiliy boshgaruvini motivatsion funksiyalar asosida tashkil
etish IT-biznesi yanada ishonchli, jozibador va samarali biznes sifatida tan olinishini
ta’minlaydi. 3-rasmda axborot mahsuloti va xizmatlarini tagdim etuvchi
kompaniyalarning motivatsion funksiyalarga asoslangan marketing faoliyatini
boshqgarish modeli taklif etiladi.

Taklif etilgan konsepsiya asosida AXM bozorining boshgarilishi mijozlarga
yo‘naltirilgan va unga yuqori naf yaratishga qaratilgan virtual biznes shakllarini yuzaga
chigarish imkoniyatini va "Korxona 4.0" konsepsiyasini shakllantirishga, virtual
korxonalarni tashkil gilishga va boshgarishda yangi tamoyillar va yondashuvlar joriy
etishga olib keladi.
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AXM kompaniyalari marketing faoliyatini boshqgarish

v | l l v

Rejlashtirish Muvofiglashtirish Nazorat
Internet orqali
marketing Strategik rejalarni
tadQIqoggQ:-l tshakil el Boshgarish h/i):!lzil:::jg:ri
Mijozlarning onlayn| | Ragamli .m'ark(‘eting Motivatsiyalash AT infratuzilmasini xavfsizligi; Mijoz
mavjudligi va ularni fgg{zzgfl;}i’aﬁf samarali tashkil prgf!llqmg Xan_SIZ
internet 180, . ) etish: tizimi nazorati;
platformalaridan muxitda ishlash _ Virtual muxitda CRM tizimlaridan Shaffoflikni
foydalanish tizimini yo‘lga ijtimoiy tan olinish; foydalanish; ta’minlash;
darajasini aniglash; qo‘yish; Shaxmiy sal_ohly‘atm ljtimoiy medi'ya IT auditi; Biznes
Ragamli vositalardan| | Korxona 4.0ni joriy rivojlantirish; 4 - jarayonlarini
q ) etish: Mukofotlash tizimlarini menejmenti; o
_ foyd_alanlsh _ Masofa’fi joriy etish: ljtimoiy PR muvofigligi
imkIniyatlarini texnologi aleilrdan Geymifikatsiya; menejmenti;
belgilash foydglznish Agile va Scrum
Google Analytics CRM CRM systems Tableau
SEMrush/Ahrefs Monday.com Kahoot! Praise Sprout Kissmetrics/Hotjar
HubSpot Slack Social media Social/Buffer Moz
Trello/Asana Dropbox/Google 15Five Mailchimp/Const Hootsuite
Google Trends Drive GamEffective ant Contact DashThis
Basecamp Marketo

Marketing faoliyatini boshqarish bo‘yicha dasturiy vositalar

3-rasm. Axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning
motivatsion funksiyalarga asoslangan marketing faoliyatini boshgarish model®®

Zamonaviy elektron tijoratda ixtisoslashgan sanoat standartlari va xizmat
ko‘rsatish me’yorlari etishmasligi sababli ro‘yxatdagi turlarning aniq belgilari mavjud
emas. Do‘kon turini ko‘rsatish uchun bunday nomlardan foydalanish xato bo‘lmaydi.
Ushbu kichik toifalar “taklif qgilinadigan tovarlar assortimenti’ni tasniflash mezoniga
muvofiq ko‘rib chiqilishi lozim. Asosiy qiymat iste’molchining mahsulot sotib olish
bilan gondirishni istagan asosiy ehtiyojda ifodalanadi. Ikkinchi daraja savdo
xizmatlarining asosiy xususiyatlaridir. Bu savdo xizmatining majburiy elementlari,
mahsulotning o°zi va asosiy savdo xizmati bo‘lib, ularsiz asosiy funksiyalarni amalga
oshirish mumkin emas. Majburiy elementlar savdoning usul va shakllari, talab
qilinadigan xizmat ko‘rsatish amaliyoti bilan belgilanadi. Elektron tijoratda mahsulot
sotib olish standarti 4-rasmdagi algoritmga asoslanadi.

15 Muallif ishlanmasi
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< Do‘konga kirish >

‘ AMX turi, platformasi,

/ Talablaringizni /” narx oralig i va
/ kiriting - boshqalar.

|
mos AMXni gidirish

Yo‘q
Mos AMX
topildimi?

Mugobil AMXni taklifi

Xaridorlarning fikrlari

. tahlili va baholarini

Sharh va reytingini ,// tagim etish
baholarini
\

AMX xususiyatlarini

mugobil
topildimi?

taggoslash
[
Narx va giziqarli Qisqa tavsiflari, ijobiy va
S| maslhatini berish takliflar shakllantirish salbiy tomonlari bilan

,/ tavsiya etilgan 3 ta eng
3taeng . yaxshi AMXga o ‘tish
yaxshi

takliflar

Yo‘q

Maslahat
maqulmi?

Yo‘q

Tavsiylar
gonigarlimi?

Saglash

Tranzaksiyangiz xavfsiz
Sotuv savatchasiga , ekanligiga ishonch hosil
o‘tish ,~* gilish. HTTPS-ni
| /,' tekshirish, sotuvchi
Xavfsizlik va ‘. shartlarini o ‘qish
shartlarni tekshirish |~ !

Xarid
gonigarlimi?

Yaxshilash uchun fikr-
,mulohaza bildiris.
‘ Barmoq yoki smaylik
’, ko rinishidagi

Boshga AMX
tanlab ko‘ring

Fikr-mulohazangiz .

Xaridingiz
uchun rahmat!

C Do‘kondan chigish >

4-rasm. Internet-do‘konlarda AMXni tanlash va sotib olish algoritmi’®

16 Muallif ishlanmasi.



Elektron tijorat mahsulotlarini sotib olishning standart algoritmi mijozlar
ehtiyojlarini aniglash, mahsulotlarni qidirish, variantlarni baholash, sotib olish
to‘g‘risida garor gabul qilish, xaridni amalga oshirish va xariddan keyingi baholashni
o‘z ichiga oladi. Ushbu algoritmni bir nechta raqamli texnologiyalar bilan boyitish
mumkin. Sun’iy intellekt va Mashina o‘rganishi mijozlarga xizmat ko‘rsatish va ularga
moslashtirilgan tavsiyalar taklif giladi, Big Data esa iste’molchiga oid qo‘shimcha
tahlillarni tagdim etadi. Kengaytirilgan va virtual reallik ajoyib xarid gilish tajribasini
yaratishga va Blockcheyn texnologiyasi xavfsiz tranzaksiyalarni ta’minlashga Xizmat
kuaaau. Narsalar interneti mahsulotlarni kuzatishni yaxshilaydi, mobil texnologiyalar
esa tezkor foydalanuvchilar uchun xarid qilish tajribasini optimallashtiradi. Ijtimoiy
media integratsiyasi ijtimoiy xaridlar va mahsulotning ko‘rinishini targ‘ib qiladi,
ovozli gidiruv va xarid qilish texnologiyalari esa ragamli yordamchilardan ko‘proq
foydalanishga xizmat giladi. Ushbu texnologiyalar, strategik jihatdan birlashtirilganda,
mijozlar xaritasini va elektron tijorat biznesining umumiy muvaffagiyatini keskin
yaxshilashga xizmat giladi.

Doimiy mijozlar va on-layn savdo sohasidagi mutaxassislar o‘rtasida o‘tkazilgan
so‘rovnoma natijalariga ko‘ra turli ixtisoslikdagi on-layn do‘konlarda qoniqish
omillarining ahamiyati va darajasi baholab borilishi talab etiladi. Baholash 4 ta asosiy
omilga bog‘liq, bular: mahsulot bilan bog‘liq omillari, saytning qulayligi bilan bog‘liq
omillar, internet do‘konning axborot xizmatlari bilan bog‘liq omillar va mahsulotni
sotish va logistik tizim bilan bog‘liq omillar. Mazkur omillar asosida mijozlarning
do‘kondan qoniqish indeksini 4 ta yo‘nalish bo‘yicha baholash quyidagi omillar
asosda amalga oshiriladi:

1. Internet-do‘kondagi mahsulotlardan mijozlarning gonigishi omillari (X}'):

xi — mahsulot assortimentining to‘ligligi;

x5 — mahsulot assortimentining kengligi;

x3 — mahsulot bo‘yicha axborotlar (rasmi, foydalanish yo‘rignomasi, ishlab
chiqaruvchisi, sifat va sertifikatlar va h.k.) to‘ligligi;

2. Internet-do‘kon saytining mijozlar uchun qulayligi bilan bog‘liq omillar (X7?):

x? — saytda mahsulotlarni gidirish va tanlash qulayligi;

x2 — mahsulotni xarid gilish jarayonining qulayligi;

3. Internet-do‘kondagi axborot xizmatlaridan mijozning qonigish omillar (X;):

x3 — saytda ishlash bo‘yicha yo‘rignomalar mavjudligi;

x5 — mahsulotlar bo‘yicha ma’lumotlar taqdim etish darajasi;

x3 — onlayn gayta aloga gilish imkoniyatlarining mavjudligi;

x; — saytda ishlash bo‘yicha ko‘rsatmalarning mavjudligi;

4. Internet do‘konning mahsulotni sotish va logistik tizim bilan bog‘liq omillar
(X7):

x{ — mahsulotlarni yetkazib berish bo‘yicha xizmatlarning mavjudligi;

x; — mahsulotlar bo‘yicha sotishni rag‘batlantirish tizimlarining mavjudligi;

x3 — saytni gidiruv tizimlarida va ijtimoiy tarmoglarda topish qulayligi;

x4 —lokatsiya xizmatlarining mavjudligi;

xs — mahsulotlarni yetkazib berish bo‘yicha ta’riflarning moslashuvchanligi;

x¢ — mahsulotlar uchun turli to‘lov tizimlarining mavjudligi;

Internet-do‘konlarda mijozlar goniqishining vazn koeffitsiyentlarini (W) belgilab
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olingan omillar bo‘yicha tanlangan mezonlarga respondentlarning umumiy sonidan
kelib chiqib, har bir me’zon bo‘yicha bergan ballarining o‘rtacha migdorini jami olish
mumkin bo‘lgan maksimal ballga nisbati orqali hisoblanadi. Internet-do‘konlarga
nisbatan mijozlarning qoniqish darajasi mijozlar bilan o‘tkazilgan so‘rov (5 ballik
Likert shkalasi) asosida baholanadi.

Taklif etilgan yondashuv asosida O°zbekiston Respublikasi Prezidenti
huzuridagi  Statistika agentligining elektron do‘kon (https://module.stat.uz/)
xizmatlaridan mijozlar qoniqishini baholash metodologiyasi sinab ko‘rilgan. Tadqiqot
onlayn anketa shaklida o‘tkazilib, unda jami 400 nafar respondentlar ishtirok etgan.
Ishtirok etgan respondentlarning Statistika agentligining elektron do‘kon xizmatlaridan
foydalanishi uchun qoniqishiga yuqori ta’sir etuvchi omillarning ahamiyatliligi
bo‘yicha olingan natijalar 3-jadvalda aks etgan.

3-jadval

Statistika agentligining elektron do‘kon xizmatlaridan foydalanishi uchun

mijozlarning goniqish darajasini vazn koeffisientlari asosida baholash natijalari

O¢zga- | Ko‘rsatkichlar Respon- | Jami % o .
ruvchilar dentlar ball da w Yo da | fargi
Xt mahsulot assortimentining to‘liqligi; 20 84 50 0,042 472 0,8
X3 mahsulot assortimentining kengligi; 35 148 8,8 0,074 7,4 1,4
mahsulot bo‘yicha axborotlar (rasmi,
x3 foydalanish yo‘rignomasi, ishlab chiqaruv- 44 184 11,0 0,092 9,2 1,8
chisi, sifat va sertifikatlar va h.k.) to‘ligligi;
- y -
Jami Internet do*kondagi mahsulotlardan 99 i 248 | 0208 | 208 | 40
mijozlarning goniqishi omillari
x4 saytda.mghsulotlarnl gidirish va tanlash 25 106 6.3 0,053 53 10
qulayligi;
x5 mahsullo_t'nl xarid gilish jarayonining 40 168 100 | 0,084 8.4 16
qulayligi;
Jami Internet do‘kon saytining mijozlar uchun 65 ) 163 0,137 13.7 26

qulayligi bilan bog‘liq omillar
X6 saytda ishlash bo‘yicha yo‘rignomalar

— 43 180 10,8 0,09 9 1,8
mavjudligi;
X7 m_ahsulotl_ar l_a.o‘ylcha ma’lumotlar taqgdim 30 134 8,0 0,067 6.7 13
etish darajasi;
x8 onlayn q_a;_/.ta aloga gilish imkoniyatlarining 31 129 78 00645 | 6.45 | 1.35
mavjudligi;
X9 saytc_ia 1s_h1_a.15h bo‘yicha ko‘rsatmalarning o5 105 6.3 00525 | 525 | 1,05
mavjudligi;
Jami Internet do‘kondagi axborot _ 131 ) 328 | 0274 | 274 | 52
xizmatlaridan mijozning gonigish omillar
x10 Mahsulothrm yetk_amb_ b_erlsh bo‘yicha 12 51 3.0 0,0255 | 255 | 045
xizmatlarning mavjudligi
x11 Mghsul(.)tl_ar bo‘yl.cha .so.tlshm rag‘batlantirish o5 105 6.3 00525 | 525 | 1,05
tizimlarining mavjudligi
x12 Saytni gidiruv t|_2|mlar|da_v§1 ijtimoiy 29 93 55 | 00465 | 465 | 085
tarmoglarda topish qulayligi
x13 Lokatsiya xizmatlarining mavjudligi 18 75 45 | 00375 | 3,75 | 0,75
x14 M’al.lsulot'larm yetkazib berlsk_l l_)o yicha 13 55 33 00275 | 2.75 | 0,65
ta’riflarning moslashuvchanligi
x15 Mah_sulo_tller uchun turli to‘lov tizimlarining 15 63 38 00315 | 315 | 0,65
mavjudligi
Jami Intfarl.let ‘d(‘)‘kor‘mlng mal.lsulot‘m sotish va 105 ) 263 0221 221 42
logistik tizim bilan bog‘liq omillar
Jami respondentlar soni 400,00 100 0,84 84,4 | 156

O’tkazilgan tadqgiqot natijalaridan ma’lum bo‘ 1ad1k1 Statistika agentligining
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elektron do‘kon xizmatlaridan mijozlarning umumiy qoniqish darajasi koeffitsiyent
0,84ni tashkil etdi. Jami natijalarga nisbatan 15,6 foizga past bo‘lib, bunda internet
do‘kondagi mahsulotlardan mijozlarning qoniqishi omillarining farqi 4,0 foizga,
internet do‘kon saytining mijozlar uchun qulayligi bilan bog‘liq omillar 2,6 foizga,
internet do‘kondagi axborot xizmatlaridan mijozning qoniqish omillardan gonigishi
eng past 5,2 foizga, internet do‘konning mahsulotni sotish va logistik tizim bilan
bog‘liq omillar bo‘yicha 4,2 foizga past ekanligi aniqlangan. Statistika agentligi
internet-do‘kon xizmatlarida axborot mahsulotlari bo‘yicha mijozlarga ma’lumotlarni
tagdim etish bo‘yicha faoliyatini yanada samarali tashkil etishi lozim.

Mijozlarning qoniqish darajasini aniqlash bo‘yicha tadqiqot o‘tkazilganda
taqdim etilgan ma’lumotlardan ko‘rinib turibdiki, Uzum.uz 500 respondentdan iborat
tanlov asosida 92 foizga teng gonigish koeffitsiyenti bilan eng yaxshi natijalarga
erishgan veb-sayt sifatida ajralib turadi. Bu boshqga veb-saytlarga nisbatan mijozlarning
qoniqish darajasi yuqori ekanligini ko‘rsatadi. Aksincha, Texnolux.uz eng past
gonigish darajasiga ega — 72%, garchi unda respondentlar soni nisbatan yugqori bo‘lsa-
da (380), bu veb-saytni yaxshilash uchun sohalar bo‘lishi mumkinligini ko‘rsatadi. (4-
jadval) On-layn savdo xizmatlari, iste’molchilarining umumiy qoniqishi axborot
xizmati tarkibiga kiruvchi xizmatlar turini idrok etish asosida shakllanadi. Bundan
tashqari, axborot xizmatlari asosan ikkilamchi bo‘lib, savdo xizmatlarizan koHuKuIIITa
HUCOATaH aXaMUSTIUIND.

4-jadval
O‘zbekiston Respublikasida faoliyat yurituvchi Internet do‘konlar
xizmatlaridan mijozlarning goniqgish darajasini baholash natijalari

Penonaentaap Axborot xizmati Qonigish
Ne Internet do‘kon COHM omillarini baholash
uchun o‘rtacha ball Aapamacu
1. [ Uzum.uz 500 4.6/5 92%
2. | Express24 250 4.3/5 86%
3. | Zoodmall 350 4.5/5 90%
4. | Olcha.uz 400 4.1/5 82%
5. | Texnomart.uz 270 4.0/5 80%
6. | Mediapark.uz 320 4.2/5 84%
7. | Asaxiy.uz 290 3.9/5 78%
8. | KorzinkaGo 190 3.7/5 74%
9. | Shopme.uz 310 4.4/5 88%
10. | Texnolux.uz 380 3.6/5 72%

Barcha platformalar bo‘yicha umumiy o‘rtacha gonigish darajasi 80 foizni tashkil
etadi, bu maqtovga sazovor. Birog, har bir veb-sayt uchun respondentlar sonidagi
o‘zgarishlarni tan olish kerak. Express24 va Goodzone.uz kabi ba’zi veb-saytlarda
respondentlar kamroq bo‘lsa-da, qoniqish darajasi yuqoriligicha qolmoqgda. Bu shuni
anglatadiki, hatto kichikrog foydalanuvchi bazasi bo‘lsa ham, ular foydalanuvchining
gonigishi nugtai nazaridan yaxshi ishlamoqgda.

Korxonalar va manfaatdor tomonlar uchun bunday qoniqish ko‘rsatkichlarini
tushunish juda muhimdir. U foydalanuvchi tajribasini yaxshilash, mijozlarga xizmat
ko‘rsatish sifatini oshirish yoki marketing strategiyalari bo‘yicha qarorlarni gabul
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gilishga xizmat qilishi mumkin. Har doimgidek, har tomonlama tushunish uchun
foydalanuvchilarning individual fikr-mulohazalari va o‘ziga xos tashvishlariga
chuqurroq kirib borish zarur.

Dissertatsiyaning  «Axborot mahsuloti va xizmatlari marketing
strategiyalaridan foydalanish yo‘llari» deb nomlangan to‘rtinchi bobida axborot
mahsuloti va xizmatlari marketing strategiyalariga talablar ishlab chigilgan, dasturiy
mahsulotlarni sotuvchi platformalarning ragobatbardoshligi baholangan va strategik
yo‘nalishlar belgilab berilgan. Axborot mahsuloti va xizmatlarining geymifikatsiya
marketing strategiyasidan foydalanish bo‘yicha takliflar berilgan.

Axborot mahsulotlari va xizmatlarini tagdim etuvchi xalgaro platformalar
tomonidan eng keng qo‘llaniladigan marketing strategiyalaridan biri sifatida
“geymifikatsiya ” alohida ahamiyatga ega. Geymifikatsiya deganda “o‘yinlashtirish”
nazarda tutiladi — bu marketingda sodiglik dasturlari va o‘yin mexanikasidan
foydalanish asosida maqgsadli auditoriyani jalb gilishga garatilgan strategiya sifatida
garaladi.

Geymifikatsiyaning mijozlar xulg-atvoriga ikki xil ta’siri asosida qgiymatni
shakllantirishga qaratiladi, bular: ratsional motivatsiyalar va emotsional
motivatsiyalar. Ratsional motivatsiyalar sifatida mahsulot sifati, xizmat ko‘rsatish
sifati, tagsimot kanallari va sotish tizimi sifati kabi asosiy omillar nazarda tutiladi.
Emotsional (hissiy) motivatsiyalar deganda mijozni sotib olishiga motiv beruvchi
hissiy omillar hisoblangan brendga iste’molchining ishonchini oshirishga yordam
beruvchi omillar nazarda tutiladi.

Shunga ko‘ra, ratsional va emotsional qiymatni onlayn bozorda aynigsa, AMX
bozorida tushuntirish uchun asosiy qiymat o‘lchovlari sifatida ko‘rib chiqilishi
magsadga muvofiq. Geymifikatsiya marketing strategiyasini  mahalliy AXM
kompaniyalari faoliyatida foydalanish va joriy etish bo‘yicha marketing tadqiqotlar
amalga oshirilgan. Tadgigotning magsadi mijozlar ehtiyojini gondirish va
iste’molchining onlayn bozordagi ijobiy xulg-atvorini shakllantirishga xizmat
giladigan ratsional va emotsional giymatni shakllantirishda geymifikatsiya marketing
strategiyasining ahamiyatini aniglashdan iborat. Mazkur muammoni hal etishga
garatilgan tadgiqotda 9 ta gipoteza Kkiritilgan. Ishlab chigilgan metodologik
yondashuvga asoslangan holda AMX tagdim etuvchi platformalarni baholash uchun
tadgigotning konseptual asoslari ishlab chigilgan.

Tadqiqot ob’ekti sifatida “asaxiy.uz” platformasi tanlandi. Anketa asaxiy.uz
platformasiga joylashtirildi va 2 oy davomida saytga tashrif buyuruvchilarga va
telegramm kanallariga a’zo bo‘lganlarga tarqatildi. Onlayn o‘tkazilgan so‘rovnomada
jami 2800 ta respondent ishtirok etdi. Ushbu so‘rovnoma natijalari SPSS statistics-22
hamda “SmartPLS 3” dasturiy paketlarda qayta ishlandi va PLS algoritmiga
asoslangan usul bo’yicha tahlil gilindi.

Yugorida taklif etilgan metodologik yondashuv asosida “SmartPLS 3” dasturiy
paketidan foydalanilgan holda PLS yo‘l koeffitsentlarini aniglash asosida
Geymifikatsiya marketing strategiyalaridan foydalanishning boshqa turli omillarga
munosabati samarasi hisoblangan. “SmartPLS 3 dasturiy paket “Bootstrapping
Algorithm” usuli asosida barcha omillarning yo‘l koeffitsiyentlari hisoblanadi. Model
natijalari bo‘yicha aniglangan yo‘l koeffitsiyentlari 5-jadvalda aks etgan.
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5-jadval
Yashirin o‘zgaruvchilarning yo‘l koeffitsiyentlarini (Path Coefficients)

hisoblash'’
Original | Sample | Standard .

Borauk omuinap Sample | Mean | Deviation (F;)lsst?l'tll)sltzlfli) P Values

(O) (M) (STDEV)
Brendni yogqtirish -> WOM 0,657 0,658 0,010 66,711 0,000
Brendni yoqtirish -> Brendga sodiqlik -0,656 -0,657 0,010 67,580 0,000
OGr;a])i/lrE;rflkatswa marketing -> Ratsional 0,056 0,061 0,019 2.908 0,004
Geymifikatsiya marketing ->
Emotsional omillar 0,054 0,060 0,020 2,707 0,007
Platf_o_rmadan gonigish -> Brendni 0,275 0,274 0,019 14,506 0,000
yoqtirish
Ratsional omillar -> Brendni yoqtirish 0,285 0,285 0,018 16,119 0,000
Ratglqnal omillar -> Platformadan 0,376 0,376 0,017 21712 0,000
gonigish
Emotsional omillar -> Brendni yoqtirish -0,301 -0,302 0,018 16,753 0,000
Emotsional omillar -> Platformadan 0389 | -0.390 0,017 23,153 0,000
gonigish

Olingan natijalari bo‘yicha regressiya yuklanishining standartlashgan
koeffitsiyenti B (Path Coefficients)  SmartPLS 3. dasturiy paketi bo‘yicha
o‘zgaruvchilar orasidagi sabab-oqibat bog‘lanishlar kuchini o‘Ichash uchun
foydalanilgan.

Yol koeffitsiyentlari bo‘yicha hisoblangan qiymatlar va statistik ahamiyatliligi
bo‘yicha yuqorida keltirilgan gipotezalarga mos bo‘lgan SmartPLS paket dasturi
asosida olingan model 5-rasmda keltirilgan.

5-rasm. AMX tagdim etuvchi platformalarda geymifikatsiya marketing
strategiyalarini brendingga ta’sirini baholashning PLS modeli*®

17 Muallif tomonidan SmartPLS paket dasturi asosida olingan natijalar
18 Muallif tomonidan SmartPLS paket dasturi asosida olingan natijalar
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“Path Coefficients” koeffitsiyent -1 va + 1 o‘rtasidagi standartlash-tirilgan
koeffitsiyentlar hisoblanib, + 1 ga yaqin bo‘lgan koeffitsiyentlar kuchli ijobiy ta’sirni
ko‘rsatadi va aksincha. Olingan natijalardan ma’lum bo‘lmoqdaki, platformadan
foydalanuvchilar geymifikatsiya marketing strategiyalaridan foydalanish orgali
mijozlardagi emotsional hissiyotlarni shaklantirishga harakat gilishmoqda.

4-rasmda keltirilgan ma’lumotlarga asosida gipotezalarning asoslanishini
samaralarni aniglash statistikasi bo’yicha quyidagicha talgin gilish mumkin:

H1. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanishi
ratsional omillar ta’sirini oshirishi bo‘yicha gipotezalarni rad etadi. Yashirin omillar
hisoblangan Geymifikatsiya marketing -> Ratsional omillarning regressiyaning
yuklanish koefiitsienti (Path Coef.=-0,056, p(value)= =0,005) teskari ta’sirga ega
ekanligini aniglandi. Gipoteza rad etiladi.

H2. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanish
tajribasi  emotsional giymatga ijobiy ta’sir qgiladi. Yashirin omillar hisoblanganda
Geymifikatsiya marketing -> Emotsional omillarning regressiyaning yuklanish
koefiitsienti (Path Coefficients= 0,054, p(value)=0,006) ijobiy va kuchli ta’sirga ega
ekanligini aniglandi. Gipoteza asosli.

H3. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanish
mijozlarning brendga ishonchni mustahkamlaydi va mijozlarning ishonchiga ijobiy
ta’sir qiladi. Ratsional omillarning salbiy ta’siri tufayli Geymifikatsiya marketing ->
Platformadan gonigish bo‘yicha jami samaralar qiymati (Total Effects) koeffitsiyentni
-0,042 ni tashkil etdi. Natijadan ma’lumki, Geymifikatsiya marketing strategiyalaridan
foydalanish iste’molchilarning platformadan gonigishi darajasiga teskari ta’sirga ega.
Gipoteza rad etiladi;

H4. Korxonalarning geymifikatsiya marketing strategiyasidan foydalanishning
mijozlarda brendni yoqtirish hisasini shakllantirishga ham salbiy ta’siri aniqlandi. Jami
samaralar statistikasi bo‘yicha Geymifikatsiya marketing -> Brendni yoqtirish
bo‘yicha jami samaralar giymati (Total Effects) koeffitsiyentni -0,044 ni tashkil etdi.
Bundan kelib chigganda mazkur gipoteza ham rad etiladi.

HS. Ratsional omillar platformadan qoniqishni oshirishga ijobiy ta’sir ko‘rsatadi.
Ratsional omillar -> Platformadan qonigish hisasining shakllanishiga ijobiy ta’sirga
ega (Total Effects=0,376). Gipoteza gabul gilinadi.

H6. Emotsional giymatning ham platformadan qoniqishni oshirishga salbiy ta’siri
aniglandi. Emotsional omillar -> Platformadan qoniqish bo‘yicha jami samaralar
(Total Effects) -0,389 koeffitsiyentini tashkil etdi va gipoteza rad etiladi.

H7. Brendni yoqtirish brendga sodiqlikka teskari ta’sirga ega. Brendni yoqtirish
va brendga sodiqlik o‘rtasida salbiy ta’siri mavjud. Brendni yoqtirish -> Brendga
sodiqlik (Total Effects) -0,656 koeffitsiyentini tashkil etdi.

H8. Brendni yoqtirish korxonalarda WOM marketingga ijobiy ta’sir ko‘rsatishi
aniglandi Brendni yoqtirish -> WOM (Total Effects= 0,657). Gipoteza asosli.

H9. Brendga yoqtirish va brendga sodiqlik o‘rtasida esa teskari munosabatlar
mavjudligi aniglandi Brendni yoqtirish -> Brendga sodiglik (Total Effects = -0,656)
gipoteza rad etiladi.
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Amalga oshirilgan marketing tadqiqotlari natijalaridan ma’lum bo‘ladiki,
O‘zbekistonning bugungi mahalliy AMX bozori sub’ektlari tomonidan geymifikatsiya
marketing strategiyalaridan foydalanishda quyidagi eng muhim yo‘nalishlarga e’tibor
garatilishi lozim. Jumladan:

mijozlarni ratsional omillar ta’siridan xalos qilish uchun zamonaviy
marketingning mijozlar bilan munosabatlarni samarali yo‘lga qo‘yish;

iste’molchilarda onlayn mahsulotlarga bo‘lgan ishonchni oshirishga va
platformani ishonchli gilishga intilish;

geymifikatsiya marketing strategiyalaridan foydalanish bo‘yicha iste’molchilar
tajribasini o‘rganish bo‘yicha doimiy tadqgiqgotlar olib borish.

Umuman olganda nazariy va empirik jihatdan geymifikatsiya marketing
strategiyalari platformalarini shakllanish bosgichlarida emas, balki, platformalarning
hayotiylik yo‘lini uzaytirishda va iste’molchi xatti-harakatlarida brendga sodiglikni
shakllantirib borishda samarali ekanligini ko‘rish mumkin.

Dissertatsiyaning “Axborot mahsulotlari va xizmatlari marketingida
mijozlarga yo‘naltirilgan ekotizim yaratish” deb nomlangan beshinchi bobida
axborot mahsuloti va xizmatlari bozorida mijozlar bilan o‘zaro munosabatlarni tashkil
etishning marketing ekotizimini shakllantirish uslubiyoti taklif etilgan, axborot
mahsuloti va xizmatlari bozori subyektlarining avtomatlashtirilgan marketing xizmati
modeli hamda konseptual axborot va analitik tizimini yaratish bo‘yicha taklif va
tavsiyalar berilgan.

Ragamli iqtisodiy muhitda iste’molchiga yuqori e’tibor qaratish, uning
ehtiyojlarini aniglash, oldindan bilish va samarali gondirish orgali ragobatdosh
ustunliklar yaratish  asosiy strategik yo‘nalishdir. Texnologik innovatsiyalar,
globallashuv, iqgtisodiyot rivojlanishining ragamli transformatsiyalashuvi sharoitida
AXM mahsulotlari bozorini samarali boshgarish tizimlarini yaratish barcha
mamlakatlar uchun ustuvor yo‘nalishga aylangan. Iqtisodiy munosabatlar
rivojlanishining hozirgi bosgichida an’anaviy marketing tagsimot kanallarining yanada
yaxlit tuzilmalarini shakllantirish bo‘yicha ragamli ekotizimlar yaratish keltirib
o‘tilgan muammolarning asosiy yechimidir. Shunga ko‘ra muallif tomonidan “raqamli
marketing ekotizimi”ni yaratish eng muhim strategik yondashuv sifatida garalgan.
Mazkur metodologik yondashuv marketing tagsimot kanallarining barcha
ishtirokchilari, ishlab chigaruvchilar va sotuvchilar, boshga gabul giluvchilar va
iste’molchilar o‘rtasidagi munosabatlarning integratsiyasi sifatida ifodalash mumkin.
Bunda ragamli infratuzilma va marketing faoliyatini muvozanatlash orgali
ekotizimning barcha ishtirokchilari uchun magbul giymatni yaratadigan platforma
shakllanishiga erishish mumkin deb hisoblaymiz. AMX kompaniyalari uchun
mijozlarga yo‘naltirilgan  raqamli marketing ekotizimining asosiy komponentlari
6-rasmda tavsiya etiladi.
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6-rasm. AMX kompaniyalari uchun mijozlarga yo‘naltirilgan raqamli
marketing ekotizimining asosiy komponentlari *°

Ragamli marketing ekotizimining birinchi elementi ergonomika va qulaylik orgali
mijozlarni jalb qilishga e’tibor qaratishni nazarda tutadi. Ikkinchisi ishlab chigaruvchi
segment uchun mumkin bo‘lgan to‘siqlarni tekislashni o‘z ichiga oladi. Ragamli
ekotizimning shartli “yadrosi” marketing va kommunikatsiya komponentini,
infratuzilma ehtiyojlari va zarur texnologik bazani, iste’molchilar va ishlab
chigaruvchilar o‘rtasidagi o‘zaro aloqa funksionalligini ham amalga oshiradigan
korxonalarning innovatsion salohiyatini ta’minlaydi.

AMX kompaniyalari uchun mijozlarga yo‘naltirilgan ragamli marketing
ekotizimi quyidagilarga imkoniyat yaratadi:

1. Tagsimot kanallari ekotizimini rivojlantirish orgali ragobatda ustunlikni
ta’minlash;
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2. Iste’molchi ekotizimini rivojlantirish orgali mijozlarga giymat (naf yaratish)
yaratish;

3. Samarali marketing kommunikatsiyasi tuzilmasi orgali ragamli ekotizim
ishtirokchilarining samarali integratsiyasiga asoslangan sinergiyani yuzaga chigarish;

Ragamli marketing ekotizimi ragamli biznes ekotizimining ajralmas elementi
sifatida marketingning tagsimot kanallaridagi jarayon ishtirokchilarining samarali
integratsiyasini ta’minlashga qaratilgandir. Tizimning barcha ishtirokchilarining
birgalikdagi sa’y-harakatlari natijasida raqobat ustunliklariga erishish imkonini
beradigan barcha jalb qilingan sub’ektlarning o‘zaro ta’siri mexanizmini shakllantirish
uchun rag‘batlantirish tizimini topish muhimdir.

Taklif etilayotgan marketing tagsimot kanallari bo‘yicha ekotizimni yaratish
orgali virtual AMX bozorlarida ragobatbardoshlikni ta’minlash ko‘p jihatdan
kommunikatsion jarayonlarni optimallashtirish va operatsion samaradorlikni
ta’minlshga bog‘liq. Shu munosabat bilan raqamli ekotizimga integratsiyalashuv
uchun hamkorlarni tanlash bo‘yicha garor gabul gilish muhim ahamiyat kasb etadi.
Ushbu sohadagi tadqiqotning eng istigbolli yo‘nalishlaridan biri bu munosabatlar
sifatini baholaydigan, ma’lum darajada sinovdan o‘tgan xorijiy modellarni tahlil qilish
va ushbu modellarni sinovdan o‘tkazishdir.

Xalqaro tadqiqotlarda marketing keng ma’noda tashkilotning atrof-muhit bilan
o‘zaro ta’sirlashuvi strategiyasi va siyosatini shakllantirishga garatilgan. Bunda
marketingning vazifasi muayyan tovarning iste’molchilari guruhini o‘rganish bilan
cheklanib golmay, balki talab va taklif dinamikasini tahlil gilish, bozor rivojlanishi
prognozlarini tuzish, ular asosida strategik mahsulot guruhini tanlash orqali iste’mol
ko‘lamini oshirishni ham o0’z ichiga oladi. Shunga ko‘ra marketing ekotizimi
doirasidagi strategik sheriklar va o‘zaro munosabatlar doirasidagi xatti-harakatlarni
tartibga solish, narx siyosatini ishlab chigish va tanlangan strategiyani amalga oshirish
uchun tashkilot ichida ragamli muhim vyaratilishi lozim. Mazkur ragamli muhit
avtomatlashtirilgan marketing xizmatlari modeli (AMXM) asosida amalga oshiriladi.
AMXM modelini hisobga olgan holda, tizimning nafagat mijozlar ehtiyojlariga javob
berishini kuchaytirish zarurligiga, balki iste’molchilardan tashqari, hamkor tashkilotlar
(distribyutorlar, ragobatchilar va biznes-jarayonlari ogimiga kuchli ta’sir ko‘rsatadigan
shaxslar)ga ham e’tibor qaratish zarurligiga e’tibor qaratish lozim.

AMXM uchun marketing analitik modeli o‘z funksionalligida turli sohalarda
hisobotlarni tuzish imkoniyatiga ega bo‘ladi, ammo ma’lumotlarni to‘plash va qayta
ishlashning ilg‘or usullaridan, shuningdek samarali vizualizatsiya vositalaridan
foydalanish bo‘yicha qarorlar qabul qilishning murakkab modellarini yaratishni talab
etadi.

AMXM marketingining konseptual axborot va analitik modeli 6-rasmda
ko‘rsatilgan. AMXMni axborot-tahliliy qo‘llab-quvvatlash tizimida quyidagi vazifalar
hal etiladi:

ekotizim ishtirokchilari faoliyatini axborot bilan ta’minlash;

ekotizimning kichik ishtirokchilari faoliyatini tahliliy qo‘llab-quvvatlash, shu
jumladan har xil turdagi tahlillarni mustaqil ravishda o‘tkazish uchun vositalarni
tagdim etish;

30



ekotizim ishtirokchilarining bir-biri bilan samarali hamkorligini tashkil etish va
yagona g‘oyaga asoslangan biznes axborot muhitini yaratish.
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7-rasm. Avtomatlashtirilgan marketing xizmatlari modeli (AMXM)ning
axborot va analitik tizimi 2°

Marketingni axborot va tahliliy qo‘llab-quvvatlashning asosiy funksiyalariga
quyidagilar kiradi:

1) tashgi marketing muhitining ekotizimi ishtirokchilarining marketing
strategiyalarini ishlab chigish uchun analitik tahlillar va prognozlarni amalga oshiradi;

2) marketing ekotizimining ishtirokchilari uchun zarur bo‘lgan turli manbalardan
ma’lumotlarni tanlash, tahlil qilish, taqqoslashni soddalashtiradi

3) marketing strategiyalarini amalga oshirish va rejalarni amalga oshirish
darajasini, marketing faoliyati ko‘rsatkichlarini tahliliy qayta ishlashga asoslangan
baholashlarni amalga oshiradi;
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4) menejerga axborotlarni vizual taqdim etish va ulardan foydalanish
samaradorligini oshiradi hamda eng zarur axborotlarni o‘z vaqtida olish imkonini
beradi;

5) mugobil garorlar gabul gilishga yordam beruvchi sun’iy intellekt va mashina
o’rganishi asosida tahlililar qilish imkoniyatini beradi.

Ushbu analitik marketing modelining o‘ziga xos xususiyati shundaki, u ushbu
ckotizimlarni to‘liq integratsiyalashtirgan holda, ularni, bir tomondan, korxona
boshqaruv tizimida mijozlarga yo‘naltirilgan madaniyatga aylantirishga, ikkinchi
tomondan, tizim ichidagi ragobat muhitini shakllanishga yordam beradi.

Ekotizim doirasidagi axborotlarni yagona axborot makoniga aylantirish asosida
AMX korxonalari quyidagi samaradorlikka erishish imkoniyatlari yaratiladi:

1) Kengaytirilgan bashorat gilish imkoniyatlarini tagdim etish uchun sun’iy
intellekt va mashina o’rganishini qo'llash, iste’molchilar xulg-atvorini va talab
hajmlarini ishonchli bashorat gilish asosida optimal mahsulot portfelini yaratish;

2) Avtomatlashtirilgan marketing tahlili modeli strategik tushunchalarni ragamli
marketingda amaliy qo'llash bilan uyg'unlashtirgan keng gamrovli tuzilma va
yechimlarni taklif etadi. Kontent va ijtimoily media boshgaruv vositalaridan
foydalanish, ma'lumotlarni tahlil gilish va vizuallashtirish vositalarini go'llash imkoni;

3) Optimal reklama strategiyasi variantini tanlash: potensial mijozlar doirasi va
ularning tovarlar va xizmatlarga bo’lgan qiziqishlari, Internetdagi xatti-harakatlari,
raqamli izlari asosida o‘zaro ta’sir modellari to‘g‘risida qaror qabul qilishni
osonlashtirish;

4) Hamkorlik aloqalarini o‘rnatish: tizimni rivojlantirish, tagsimlash tizimi
ishtirokchilari bilan birlashganda tavakkalchilikni boshgarish bo‘yicha samaradorlik
ko‘rsatkichlarini oshirish imkoniyati yaratiladi;

5) Marketing strategiyalarini samarali boshqarish: tizimning asosiy biznes-
jarayonlarini aniglash hamda uni qo‘shimcha ragamli texnologiya va vositlaarni
qo’llash orqali marketing magsadlariga erishiladi;

6) Taklif etilgan ko'p modulli yondashuv korxonalarning avtomatlashtirilgan
marketing harakatlarini optimallashtirish bilan birga bozor ma'lumotlariga tezkorlik
bilan javob berishni ta'minlaydi;

7) Tarqatish tarmog‘ini optimallashtirish: potensial mijozlarining keng doirasiga
kirish 1imkoniyati tufayli tovarlar oqimini maqgsadli va maqgsadli bo‘lmagan
segmentlarga optimallashtirish imkoniyati yuzaga keladi;

8) Ekotizimda ishtirok etuvchi korxonalarning o‘zaro hamkorligi doirasida
biznes yechimlarini ishlab chiqgish, nafagat dasturiy vositlar va xizmatlar sohasida,
balki ragamli transformatsiya jarayonlarini samarali amalga oshirish bo‘yicha ham
biznes loyihalarni amalga oshirishga imkoniyat yaratiladi;

Umuman olganda AMX kompaniyalari uchun mijozlarga yo‘naltirilgan raqamli
marketing ekotizimini yaratish orgali mamlakatda barcha biznes jarayonlarini ragamli
marketing faoliyatini samarali boshgarishga, ragamli marketing infratuzilmasini
yaratishga, biznesning yangi modellarini amaliyotga Kkiritishga erishiladi va
igtisodiyotning ragamli transformatsiyasi jarayonlarini tezlashtirishga imkoniyat
yaratiladi.
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XULOSA

Olib borilgan tadqgiqot natijalari asosida quyidagi xulosalarga kelingan:

1. Jahon amaliyoti tahlili shuni ko‘rsatmoqdaki, ishlab chigarish sohasida mehnat
resurslarining axborot tarmog‘iga va virtual bozorga ko‘chib o‘tish tendensiyasi ortib
bormoqda. Ragamli iqtisodiyot muhitida biznes sub’ektlari o‘z  ish joylarini
zamonaviy texnologiyalar bilan jihozlashi va iste’molchilarga yuqori darajada
interaktiv va on-layn xizmat giladigan sharoitlar yaratib berishi lozim.,

2. Axborot-kommunikatsiya texnologiyalari sohasida biznesni shakllantirish,
rivojlantirish va ulardan samarali foydalanish milliy igtisodiyotni modernizatsiya
gilish va innovatsion iqtisodiyotni shakllantirishning asosiy omillaridan biri
hisoblanmoqgda. Rivojlangan davlatlarning tajribasi shuni ko‘rsatmoqdaki, ular har
birining dunyodagi ijtimoiy, iqtisodiy va siyosiy mavgeini, avvalo, uning intellektual
boyligi ta’minlamoqda va milliy igtisodiyot bilimlarga asoslanib taragqqiy etmoqda.

3. Mamlakatlarda ragamli transformatsiyalashuv mijozlar bilan munosabatlarda
virtual bozorga xos yondashuvlardan imkon gadar samarali foydalanishni tagozo
etmoqgda. Mijozlar bilan samarali kommunikatsiyalar eng so‘nggi buyumlar Interneti,
robototexnika, sun’iy intellekt va AR/VR singari yangi texnologiyalarga ko‘proq
investitsiyalar yo‘naltirilishini taqozo etmoqda. Mazkur texnologiyalardan keng
foydalanish bulut va biznes faoliyatida iste’molchilar bilan kommunikatsiya qilish
xarajatlarini yuqori darajada tejash imkoniyatini beradi.

4. Igtisodiy taragqiyotda axborot va bilimlar, xususan, inson intellektual tafakkuri
bo‘lgan AMX bozori va uning marketingini rivojlantirish orgali siyosat, biznes va
jamiyatning raqobatbardoshligi ta’minlanadi va mamlakatda innovatsion iqtisodiyotni
shakllantirishga asos sifatida xizmat giladi. Ilmiy yondashuvlarni umumlashtirgan
holda axborot mahsuloti va xizmatlari bozori deganda «tijorat asosida axborot
mahsuloti va xizmatlariga talabni qondirish bo‘yicha iqtisodiy, huquqiy va tashkiliy
munosabatlar, mahsulot va xizmatlar nomenklaturasi, ularni taqdim etish shartlari va
mexanizmlarining amal gilishi jarayonlaridagi munosabatlar majmui» sifatida qaralishi
magsadga muvofig.

5. Tadqigot natijalaridan aniglanadiki, davlat idoralarida foydalaniluvchi amaliy
dasturiy mahsulotlarning asosiy gismi (70 %) xorijda ishlab chigarilgan, 26 foiz esa
mamlakatimiz ishlab chiqaruvchilari hissasiga to‘g‘ri kelmoqda. Xorijiy mijozlarning
O‘zbekiston kompaniyalari xizmatlaridan keng foydalanish hagidagi garorlariga
tannarx, mutaxassisning  texnik  malakasi, sifat, unumdorlik, mijozga
moslashuvchanlik, vaqt sarfi, dasturiy tillarga moslashuvchanlik, mualliflik huqugini
himoya qilish tezligi singari omillar ta’sirining baholash orqali dasturiy mahsulotlar
eksport strategiyalarini ishlab chigarish imkoni yaratiladi.

6. Dasturiy mahsulotlarni ishlab chiqarish bilan shug‘ullanuvchi ko‘plab
kompaniyalar dasturiy mahsulot tizimlarining butun hayot davrini tashkil qilish,
avtomatlashtirish va qo‘llab-quvvatlash bo‘yicha zamonaviy usullardan samarali va
keng foydalanishga ahamiyat bergandagina ragobatbardoshlikka erishiladi. Shu
sababli, dasturiy mahsulotlarning hayotiy davrini tahlil gilish va igtisodiy asoslash
bilan birga va tavsiya etilgan dasturiy mahsulotdan keng foydalanish samaradorligi
bo‘yicha doimiy ravishda marketing tadqiqotlari olib borilishi talab etiladi.
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7. «<SCRUM» metodologiyasi bo‘yicha dasturiy mahsulotlarning hayotiy davrini
baholash bo‘yicha taklif etilgan metodologik yondashuvdan keng foydalanish asosida
ishlab chigadigan dasturiy va axborot mahsulotlarining mijozlar talabiga doimiy
moslashuvchanligini ta’minlash hamda mahsulotlardan foydalanish davriyligini
oshirish imkoniyati yaratiladi.

8. Dasturiy mahsulotlarni media marketing vositalari yordamida targ‘ib etish
ragamli mahsulotlar marketingini amalga oshirishning hayotiy davri bosgichlariga
mutanosiblikni ta’minlash orqali axborot mahsuloti va xizmatlari iste’molchilar bilan
uzoq muddatli munosabatlarni o‘rnatish va dasturiy mahsulotlarning hayotiylik davrini
uzaytirishga erishiladi.

9. Axborot mahsuloti va xizmatlarini tagdim etuvchi kompaniyalarning
motivatsion funksiyalarga asoslangan marketing faoliyatini boshgarish modelidan
keng foydalanish kampaniyalar uchun virtual muhitda tan olinishini ta’minlash
imkonini beradi.

10. Internet-do‘kon mijozlari ehtiyojini qondirish omillarining ahamiyati va
darajalarini axborot vositalari, dasturiy vositalar va ilova dasturlar asosida alohida
baholash talab etiladi. Virtual aloga maydoni sharoitida kompyuter interfeysi orqgali
sotuvchi va xaridor o‘rtasidagi o‘zaro ta’sir jarayonlarini amalga oshirish, virtual
sotuvchi faolligi, dasturlarni vizuallash vositalari, ma’lumotlarning ishonchliligi va
idrok etish qulayligi AMX uchun eng muhim atributlar hisoblanadi. Biz taklif etgan
ixtisoslashtirilgan  axborot mahsuloti va xizmatlarini tagdim etuvchilar uchun
mijozlarning xizmatlardan qonigish darajasini aniglash va baholash, ularga yanada
moslashuvchanlik imkoniyatlarini oshirishga yordam beradi.

11. Texnologik innovatsiyalar, globallashuv, igtisodiyot rivojlanishining virtual
va ragamli ekotizim sharoitida tovar aylanmasi jarayonlarini o‘zgartirish uchun
korxonalar faoliyatini fagatgina uning tashkiliy wva iqtisodiy vositalarini
axborotlashtirishda hamda biznes ekotizimlarida funksiyalarni ajratish, shu bilan birga
ragobatbardosh ragamli muhitni shakllantirish orgali amalga oshirish zarur. Igtisodiy
munosabatlar rivojlanishining hozirgi bosqichi an’anaviy tagsimot tizimlarini yanada
yaxlit tuzilmalarga — ragamli ekotizimlarga aylantirish AXM bozori va marketingini
rivojlantirishning metodologik yondashuvi sifatida o‘rganilishi lozim.

12. «Ragamli marketing ekotizimi» — marketingning tagsimot kanallarining
barcha ishtirokchilari, ishlab chigaruvchilar va sotuvchilar, boshga gabul giluvchi va
iste’molchilar o‘rtasidagi munosabatlar integratsiyasini ifodalaydi. Shuningdek,
ragamli infratuzilma va marketing giymatini muvozanatlash orgali ekotizimning
barcha ishtirokchilari uchun magbul qiymatni yaratuvchi platformalarning
integratsiyalashgan shakllariga asoslanadi. AMX taqdim etuvchilarning ragobat
ustunligini ta’minlovchi mijozlarga yo‘naltirilgan ragamli marketing ekotizimini
yaratish orgali virtual bozorda an’naviy marketingning ishlab chigarishga
yo‘naltirilgan konsepsiyalaridan mijozlar uchun gqiymat yaratishga qaratilgan
zamonaviy marketing yo‘nalishlariga o‘tish tezlashadi.
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BBEJAEHUE (AHHOoTanms quccepTamuu 10KTopa Hayk (DSC))

AKTYaJIbHOCTh U BOCTPEOOBAHHOCTH TeMbI JMCCEPTAlMM. DKOHOMHYECKAs
CUTYyalus, BeI3BaHHas B Mupe nanaemueit Covid-19, nmpusena kK ToMy, 4TO KOMIIaHHUH,
MPEOCTABIAIOMINE HMHPOPMAIIMOHHBIE TPOAYKTHI M YCIYTH, OKa3ald BechbMa
MTOJIOKUTENBHOE BIMSHUE HA YCKOPEHHE MPOLIECCOB IKOHOMHYECKOT0 pOCTa B CBOMX
CTpaHax, a TAK)Ke Ha 00ecrieYeHe rpak/iaH HOBBIMU yCIyTaMH U pa0OYMMHU MECTAMH.
B  pa3BuTBIX CTpaHax  CEpbE3HOE BHUMAHHUE  YIEISAETCS  MPOU3BOACTBY
MHPOPMAIMOHHBIX MpoAyKToB W yciayr (MIIY) kak MCTOYHMKY 3KOHOMHYECKOTO
pocTa, a Takke pa3pad0TKe MApPKETUHIOBBIX CTpaTErHii, HAMpPaBIICHHBIX Ha WX
s dexTuBHOE HcnoNb30BaHue norpedurtensiMu. B 2022 romy B BeaylmUx cTpaHax
peiaka UITY, B yactHocTH, B IHAMY MOJTydeHHBIE B JaHHOM cdepe T10X01bl COCTAaBUIIN
227 mupa. nosn. CIIA, B FOxnoit Kopee - 42,01 mupa. nomn. CILA, a B Kutae - 64,78
mapa. powr. CIHIAL B cBasu ¢ 5TuM B cTpaHax Mupa HaOIIOZAETCS yCTONUMBAS
TEHJEHIUSI POCTa MHBECTUIMN B Takhe cepbl KaKk MPUOOpEeTeHHE HEOOXOJMMBIX
YCTPOMCTB, NPOrpaMMHOrO0 OOECIEUEHUs, TEICKOMMYHUKAMU M MapKETUHT
MH()OPMAIIMOHHBIX YCIYT.

Kak noxazanu ucciaenoBanus BcemuphHoro Oanka 3a 2022 rox, 6onee 15%
riobanbHoro BBII mpuxogurcs Ha UHUQPPOBYIO SKOHOMHKY, a B IIOCJIEIHUE
JEeCSATUJIETHs] OHa MoKazaja pocT B 2,5 pasza Obictpee. Kpome 3TOro, KoiamuecTBo
noJib3oBareneit Opictporo MurepHera yBenuuuiock Ha 10%, 3a c4eT 4ero MOXHO
ob10 o6uthes ysenuuenus BBII ctpanst Ha 1,3-2 %, a 10X0A0B Ha Iylly HAaCEJIEHUs
— Ha 0,8-2,5 %% COOTBETCTBEHHO, TUIIEPKOHHEKTUBHOCTh B JKOHOMHUKE (aHI.
hyperconnectivity)  cocrtaBiseTr OCHOBY IM(POBOW 3KOHOMHUKH, W YCHINBACT
npoueccsl HUPPoBoi TpaHchopMalli, OCHOBaHHbIE Ha B3aMMO3aBUCUMOCTH JIFO/IEH,
opraHu3aluii 1 MamuH Ha O0a3e MHTepHeTa, MOOMIIbHBIX TexHOJorui u MHTepHeTa
Bemlel, OI0KuYeliHa ¥ MCKYCCTBEHHOTO UHTEIIEKTa.

B kpyIHBIX Hay4HO-HCCIIEI0BATEILCKUX HHCTUTYTaX Mupa B ooaactu KT (ITU,
Gartner Research, 1ICD, nporpamma JB infoDev, UNESCAP) npoBoasTcss HaydHBIC
MCCJIEIOBaHMS B TaKUX HaANpaBICHUSIX Kak (GopMupoBaHue HUPPOBOM SKOHOMHUKH,
SKOHOMHUYECKUI mporpecc u norpedburenbckuil ungaexc UKT, usmepenue BausHus
3HAHUM W WHHOBALMK, NOBBILIEHWE 3(dekTuBHOCTH ucnoiab3oBanus HWIIY. B
HACTOSAIIEE BpeMs LIMPOKOE HCIOJIb30BAHWE TMOKUX MApKETHUHIOBBIX CTpaTeruil U
COBPEMEHHBIX HMHCTPYMEHTOB TIpU pa3pabOTKe M pealin3alud MPOrpaMMHBIX
OPOAYKTOB M OKa3aHWU KJIMEHTaM YCIyT, HU(PPOBOMl MapKETUHI, OCHOBaHHBIA Ha
koHuenuuu  «IIpompinienHocts  4.0» ©  ympaBieHue — OU3HeEcC-MpoLiecCaMH,
MCIIOJIb30BAaHNE UHTETPUPOBAHHBIX MAPKETUHIOBBIX KOMMYHUKAIIMOHHBIX CTPATErHid
IIPM OpraHu3alyy B3aUMOJEUCTBUS C KIMEHTAMU  SBISIOTCS NPUOPUTETHBIMU
HaIpaBJICHUSIMU U3bICKAHUH B 3TUX HAINPABICHUSX.

B V30ekucrane ocymecTBISIIOTCS MaclITaOHbIE MEPONPUATUS MO Pa3BUTHIO B

! http://www.nasscom.in — Be6-caiit Arenrctsa no UKT Unpun.

2 https://www.weforum.org/agenda/2022/08/digital-trust-how-to-unleash-the-trillion-dollar-opportunity-for-our-global-
economy (murojat sanasi: 15.08.2023); World Development Report 2016: Digital Dividends. Exploring the Relationship
Between Broadband and Economic Growth.

3 Global Connectivity Report 2022. International Telecommunication Union, 2022, 186p.,
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CTpaHe MH(POPMAIMOHHBIX MPOAYKTOB U YCIYI Ha OCHOBE LIMPOKOTO MPUMEHEHUS
MAapKETUHTOBBIX CTPAaTE€TUd W CO3JAaHHUI0 €ro HAay4YHO-METOJOJOTHUYECKHUX OCHOB.
VYkazom [Ipesuaenta Pecniyonuku ¥Y30ekuctan ot 28 ssuBaps 2022 roga Ne VII-60 «O
Crpateruu pazsutus HoBoro Y36ekucrana Ha 2022-2026 roJibl» yCTaHOBJICHBI 33]]a4H
«OTpeieNIeHUst pa3BUTHUS IU(POBOI SKOHOMUKH B KaU€CTBE OCHOBHOTO «JIpaiiBepay ¢
oOecrieueHrnEeM yBEJIMYEHUS €€ 00beMa Kak MUHUMYM B 2,5 pa3za, u posenenus ;10 500
miH aosuiapoB CIHIA». B V306ekuctane B 2022 roay o6sem ycnyr B chepe UITY u
cBsi3u coctaBui 2 miapa gosuapoB CIIIA, nons B BBII BanmoBoit mo0aBiieHHOM
CTOMMOCTH, CO3JaHHON B cdepe HH(POPMALMOHHOW HSKOHOMUKH U AIEKTPOHHON
KoMMepuud,  npeBbicuma  2,5%% B crpame  goms  mH(OPMAIHMOHHO-
koMmyHUKaMoHHbIX TexHosioruit (MKT) B BBII coctaBuia 1,7 %. Mexny Ttewm,
HECMOTpPsSI Ha CTPEMHUTENIBHOE pPA3BUTHE AAHHOW OTPAacid 3KOHOMHUKH, BaKHBIMU
HaIIpaBJIICHUSIMHA OCTAIOTCS pa3BUTHME HOBBIX BuAOB UIIY, co3manne mporpamMMHBIX
IPOAYKTOB C YYETOM HAllMOHAIbHBIX OCOOEHHOCTEH M MX BHEIPEHUE B Pa3IUYHBIC
OTpAaclii SKOHOMHUKH, MOUCK WHHOBALIMOHHBIX MApPKETHHTOBBIX PEIICHUN  pa3BUUS
MmecTtHoro peiHka UITY, ¢popMupoBaHne 31eKTpOHHOIO MPaBUTENIbCTBA, IIEKTPOHHON
KOMMepUMH M HH(pOpMalnnoHHOro obmiectBa. Bcece 310 TpeOyer mnpoBeneHHUs B
V30eknucraHe HayuyHbIX MCCIEAOBAHUN 110 COBEPILIEHCTBOBAHUIO METO/I0JIOIHU
pa3paboTku MapkeTuHTroBOM cTparerun UITY.

JlaHHOE IHCCEPTAMOHHOE UCCIIEAOBAaHUE B ONPEAEIEHHON CTENEHHU MOCIYKHUT
pELIeHUIO 3a7a4, OCTaBIeHHbIX B YKa3ax [Ipesuaenta PecnyOnuku Y30ekucran ot
28 suBapsa 2022 rona NeVII-60 «O Crparterun paszsutusi HoBoro Y30ekucrtana Ha
20222026 rogs», ot 5 okTs10ps 2020 roga NeYII-6079 «O6 yrBepxnenun Ctpateruu
«Iqudposoit  Y30ekuctan-2030» u wmepax mno ee SPPeKTUBHON peamusarun,
ITocranoBnennsx ot 21 mas 2019 roma Ne III1-4328 «O mepax mo MOBBIIICHHUIO
KauecTBa pa3pabOTKM W peanu3alMd TPOeKTOB B cdepe HHPOPMaLUOHHO-
KOMMYHUKAIIMOHHBIX ~ TEXHOJIOTMM B  paMKaxX  CHUCTEMBl  «DJIEKTPOHHOE
npaBUTENBLCTBOMY, OT 28 ampeinst 2020 roga NelIlI-4699 «O mepax mo HIUPOKOMY
BHEJPEHUIO LIUPPOBOM S5KOHOMUKHU U 3JIEKTPOHHOTO MPABUTEILCTBaAY, OT 17 (deBpais
2021 roga NeIII1-4996 «O Mepax 1o co3gaHuI0 yCIOBH 711 YCKOPEHHOTO BHEAPEHHUS
TEXHOJIOTMH UCKYCCTBEHHOI'O MHTEIUIEKTa», a TaKKe B | 0OCy1TapCTBEHHOM MporpaMme
o peaym3anuu Ctparteruu pa3utus HoBoro Y3oOekucrana Ha 2022-2026 roasl u
JIPYTUX HOPMATUBHO-TIPABOBBIX aKTaX, KACAIOIIMXCS 3TOW OTPACIIH.

CooTBeTcTBHE HMCCJIEAOBAHUS OCHOBHBIM NPHOPUTETHHIM HANPABJIEHUAM
Pa3BUTHSI HAYKH U TEXHOJIOTUI pecny0auKHu. /[aHHOE uccie10BaHNe BBIIIOJIHEHO B
COOTBETCTBUM C MPHUOPUTETHBIM HAMPABICHUEM pPa3BUTHS HAYKH U TEXHOJOTUHU
PecniyOnuku VY36ekuctran: 1. «/[yXOBHO-HpPaBCTBEHHOE M KYyJIbTYpHOE pPa3BUTHE
JEMOKpPaTUYECKOT0 W MPaBOBOrO oO0mIecTBa, (HOpMUPOBAHHE WHHOBALMOHHOM
SKOHOMUKW» B pamkax npoekta UT/-2 «/lanbHelimee yriayOiaeHue 3KOHOMHUYECKUX
pedopm, (GopMupOBaHHE TPAKIAHCKOTO OOIIECTBA, pa3pabOTKa HAYYHBIX OCHOB
MOJICPHU3AIIMY U THOepaIn3auyd HalMOHaIbHON 3koHOMuUKmM» (2018-2021rT.).

4 Jlanuble AreHTCTBA 10 cTaTUCTHKE TpH Ilpesnnente Pecry6bmuku Y36ekucTaH.
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O030p 3apy0e:KHBIX HAYYHBIX HCCIEIOBAHMI 10 TeMe IUCCEPTALMH®.
HCCJIGI[OB&HHH 10 pas3IM4HbIM  BOIIpOCaM IIPCAIIPHUHUMATCIILCTBA B c@epe
I/IH(i)OpMaHI/IOHHBIX INpOAYKTOB M YCIYI' IIPOBOAWINCH B HCCKOJIBKHX BCAYIIHNX
HAYYHBIX IICHTpaX M BBICIIMX y4eOHBIX 3aBeleHHAX, B ToMm uucie B IDC (CILA),
International Telecommunication Union (IlIeeitapust), Forrester Research (CIIIA),
Capgemini Research Institute (®panmust), MIT Sloan School of Management (CILA),
The Korea Institute of Science and Technology (Kopes), McKinsey & Company
(CIA), Kantar (Aarmus), Accenture (Upnaaaus), IPSOS (®panmus), CNET (CILA),
GfK research institute (I'epmanus), Boston Consulting Group (CILIA), Institute of
Electrical and Electronics Engineers (IEEE), IBM (CILA), Microsoft (CILIA), SAP
(I'epmanus), Oracle, A.C. Nielsen Co. (CIIIA), BearingPoint (Huxepianmsr), Cisco
(CHIA), World Bank (CIIIA), Deloitte (Aarmus), Project Management Institute (PMI),
American Society for Information Science and Technology (ASIS&T), Gartner
Research (CIIIA), Organisation for Economic Cooperation and Development
(dpanmms) Harvard University (CILA), London Business School (BenmukoOputanus),
The University of Tokyo (Yaponiya), Hanyang University (FOxxuas Kopes), Cankr-
[TeTepOyprckoM rocyapCTBEHHOM YHUBEPCUTETE SKOHOMUKH U pruHaHcoB (Poccus).

B HaCTOoAMICC BPCMSA HAYYHO-HCCICOAOBATCIIBCKHUC HOCHTPBI WU BBICHINC yIIC6HI>I€
3aBCACHHUA PA3BUBAIOIIUXCA CTpaH TaKKC IIPOBOIAT PO I/ICCJIGI[OBaHI/Iﬁ Ino
COBCPIICHCTBOBAHUIO MCTOJOJIOT U p33pa6OTKI/I MapKeTI/IHFOBOﬁ CTpaTCruun HHV, B
TOM 4YHCJIC 110 TaKUM IPHUOPUTCTHBIM HAIIPABJIICHUAM, KaK HIMPOKOC BHCAPCHUC
HHHOBAIIMOHHOI'O MAapKCTHUHIOBOI'O0 IIPOTPaAMMHOIO olecrieueHuss u CIICIIUAJIBHBIX
CEpPBUCHBIX IUIATPOPM B YCIOBUSIX HU(PPOBONM IKOHOMHUKH, CO3JaHHE KOMILIEKCA
dbopmupoBaHusi MapkeTuHra B cdepe HHPOPMAIMOHHOTO OW3HECa, OCBOCHHE
COBpeMeHHOfI CTPAaTCT IIPHUBJICUYCHHUA KIIMCHTOB, BHCAPCHHUC HMHHOBAIIMOHHBIX
MCTOJO0B MApKCTHUHIa H pa3pa60TKa I/IHHOBaI_II/IOHHOf/'I CUCTCMBbI YIPABJIICHUA
MPOOJIEMHBIMHU PHIHKAMH.

CreneHb HM3y4YeHHOCTH mpodJiembl. HayudHO-TeOpeTHUYECKHE  ACIIEKTHI
COBEPIIICHCTBOBAHMS ~ METOJOJIOTUM  Pa3pabOTKM  MapKETUHIOBOM  CTpaTeruu
WH(DOPMAIIMOHHBIX TMPOAYKTOB U YCIyT, BOMPOCH S(DPEKTUBHON OpraHU3aINH
MpOIIECCOB Pa3pabOTKM W peanu3anuu IU@POBOM MapKETUHTOBOM CTpaTeruu
KOMITAHUHA Y TIMPOKOTO MPUMEHEHUS ITU(POBBIX HHCTPYMEHTOB pacCMaTpUBAINUCH B
Hay4HBIX pab0TaX MHOTUX 3apyOeKHBIX YYEHBIX, CPEIM KOTOPBIX MOXHO YyKa3aTb
paboThl Takux Kak yueHbIX kKak D.Kotnep, M.Iloptep, I1.Kannan, J[. Yaddeii, P.B.
benk, O. Ctusen, K. Mypman, JI. Xopdman, T. Horak, I'. JI. Yp6an, I1I. Oxazaku, B.
llankap, M. Keppuran, B. Kymap, K.C.Jlaynon,® u np.

5 B auccepTallMOHHOM paboTe HCMOIb30BaHbI 3apYOeKHbIE HAYUHBIE HCCIIE0OBAHMUS CIEAYIOIINX YHEHBIX -39KOHOMUCTOB!
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, www.ipsos.com, www.gfk.com,
www.bcg.com, www.ieee.org, www.ibm.com/consulting, www.microsoft.com, www.sap.com, www.oracle.com.
& Kotler, Philip, Hermawan Kartajaya, and Iwan Setiawan. Marketing 5.0: Tecnologia para la humanidad. LID Editorial,
2021; Porter M. E. Strategy and the Internet // Harvard Business Review, March 2001, pp. 62-78.; Kannan, P.K. Digital
marketing: A framework, review and research agenda. International journal of research in marketing, 2017, 34(1), pp.22-
45.; Chaffey, D., & Ellis-Chadwick, F. (2019). Digital Marketing. Harlow, England: Pearson. Belk, R. W. (2020). Sharing
without caring. Marketing Theory, 20(1), 85-100.; Libai, B., Bart, Y., Stephen, A. T., & Pauwels, K. (2020). The long-
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https://www.cnet.com/
https://www.consultancy.uk/firms/bearingpoint
https://www.consultancy.uk/firms/deloitte
http://www.capgemini.com/
https://mitsloan.mit.edu/
http://www.kantar.com/

B crtpanax CoapyxectBa He3aBUCHMBIX TrOCYIapCTB 3aCily>KMBAalOT BHUMAaHUS
pabotel B.®omuna, B.JIumaesa, 2.9.Tapacosoit, H.A.boituenko, H.I1.PagkoBckoii,
O.B.MBanuenko, JI.FO.Anexcanaposoii, H.U.Iumxkunoi, M.B. Hazaposa'.

B V30ekucrane Bompocamu BHenapenus WMKT B orpaciu HamuoHaIbHOM
SKOHOMMKH, Pa3pabOTKU HMHOBAIMOHHBIX MAapKETHHTOBBIX CTPATETUH U JIPYTUMH
npoOjieMaMu pa3BUTHUS WH(POPMAITMOHHOTO OW3HEca, 3aHUMAINCh OTEUYECTBEHHBIC
skoHoMmuCThl C.C.I'yinsimoB, b.A.beranos, A.A.®arraxos, II./[>.2pramxomkaena,
M.A.UxpamoB, T.A.AxkpamoB, M.A.lOcynoB, P.X.AmumoB, A.bekMyponos,
M.bontabaes, A.H.ApumoB, A.T.Kemxabae, T.K.Mmunos, W.3.KykoBckas,
A.A Mycamuies®. B ux Hay4HBIX pab0Tax OCHOBHOE BHUMAHME YEIAETCA IPOLECCAM
BHEJIpEHUST NH(OOPMAITMOHHBIX CUCTEM U TEXHOJIOTUN B Pa3IMUHBIC OTPACITH U CHEPHI
SKOHOMHUKH.

Onnako, 2TH  HUCCIENOBaHMS  HE  ObUIM  MOCBSIIEHBI  pa3pabOTKe
METOJIOJIOTHYECKUX OCHOB (hopMHUpOBaHUs MapkeTuHroBo crparerun UITY. Kpome
ATOTO, B UX HE MPOBEJCH aHAIM3 Pa3BUTHUsS IpeanpuHuMareinbcTBa B chepe UITY,

term impact of social media on sales. Journal of Marketing, 84(5), 25-41.; Moorman, C., & Day, G. S. (2016). Organizing
for marketing excellence. Journal of Marketing, 80(6), 6-35.; Hoffman, D. L., & Novak, T. P. (2018). Consumer and
object experience in the internet of things: An assemblage theory approach. Journal of Consumer Research, 44(6), 1178-
1204.; Urban, G. L., & Liberali, G. (2018). Morph the web to build empathy, trust and sales. Journal of Interactive
Marketing, 43, 241-259.; Sh. Okazaki & Rubio, N. (2017). Digital advertising theory and research.; In D. W. Dahl, P. V.
Joule, & C. Heath (Eds.), Consumer psychology in a social media world (pp. 146-163). New York, NY: Routledge.;
Carrigan, M., Moraes, C., & Leek, S. (2011). Fostering responsible communities: A community social marketing
approach to sustainable living. Journal of Business Ethics, 100(3), 515-534.; Reinartz, W., & Shankar, V. (2019). The
future of marketing. International Journal of Research in Marketing, 36(1), 1-12. K. C. Laudon, J. P. Laudon. Management
in information systems. Organization and Technology. New York. 2017. — 815 p.,

" ®omun, B. . Unpopmanuonnslii 6usHec. — Mocksa: Msnarensctso IOpaiit, 2023. — 251 c.; Jlumaes B. B. (2015).
[IporpammHas WHXEHEpHS: MeToaoiiorudeckue ocHOBBL Directmedia.; Tapacosa E. E., Boituerko H. A. OcHoBHEIE
HanpaBJCHUs peaM3allid MapKeTHHTOBOM CTpaTerMd WHTEPHET-TIPOABIXKEHHUsI TOBapoB M ycuyr //BectHux
Benroponckoro yHHBepcHUTeTa KOOMEpaIy, 3KOHOMUKHA U mpaBa. — 2011, — Ne. 2. — C. 14-22.; Panmkosckas H. II.
WHdopmannoHHbIe TEXHOIOTHH B IPOBIKEHUH OAHKOBCKHX MPOAYyKTOB. //Monono# yuensrit. — 2020. — T. 9. — C. 60.;
WBanyenko O. B. MHdopmannoHHO-KOMMYHHKAIIMOHHAs UH(pacTpyKTypa B 000CHOBAaHWM MapKETHHIOBOW CTpaTeruu
KOMIIAaHWU B YCJIOBHUSIX HecTaOWIbHOTO pbiHKa //@unaHcoBbie uccnenoBanus. — 2017. — Ne. 2 (55). — C. 141-146.;
Anexkcanaposa JI. 1O. IToreHiman nHGOPMAITMOHHOTO MapKETHHTA B IUPPOBOI 3KOHOMHEKE //ColnasbHas peaqbHOCTh
BupTyasnsHoro mpocrpancrea. — 2021. — C. 244-249.; benokonb lO. O. TloHATHE MapKETHHIOBOH JESTENLHOCTH
npeanpusitus B chepe UT-ycuyr //AxryanbHble Bonpockl Hayku u mpaktuku. — 2021. — C. 13-17.; Iumkuna H. W.
MapkeTHHroBasi CTpaTerus CPeCTB MaccoBoi MH(popMaruu: TekcTol Jekmuit. — 2021.; Hazapos M. B. [Ipoxemxenne
nH(OPMALMOHHBIX MPOAYKTOB U YCIIYT CIIEHaIbHBIX ONOIHOTEK 11 cienbix. //budinorekosenenune. — 2021. — T. 70. —
Ne. 3. - C. 266-277.

8 G‘ulomov S.S., Begalov B.A. Igtisodiy informatika. Darslik. — T.: O‘zbekiston, 2010. — 722 b.; Begalov B.A. Axborot-
kommunikatsiyalar bozorining shakllanish va rivojlanish tendensiyalarini ekonometrik modellashtirish: dis. avtoref. i.f.d.
— T.: TDIU, 2001. — 36 b.; ®arraxoB A.A. YArypxu caBlo/a MapKeTHHI CTPATETHsICH Ba YHHHI camMapaJopiuIHHU
OIIUPUII WYIIapu: MKT. GaH. JOK. WIM. Aap. oiauml ydayH &3mnrad gucc. T., 2006. — 250 6.; Ergashxodjaeva Sh.Dj.,
Qosimova M.S., Yusupov M.A. Marketing. Darslik. — T., 2019.; Ukpamos M.A., Canumos C.A. MexayHapOJHbIH
MapkeTunr: yueb. [Tocobue ans BY3oB. — T.: U3n-Bo Ham. bu6in. V36ekuctana uM. A. HaBowu, 2010. — 276 c.; AkpamoB
T.A. KopXOHanap WHHOBAIIMOH MAPKETHUHI CTPATCTUACHHUHI KOHLECITYall acCOCJIapMHHU TaKOMHWJLIIAIOITHPHUIIL.
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«Fan va texnologiya», 2020.
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HEJOCTATOYHO M3YyYEHbl BOINPOCHl HAJIAKUBAHMS HX IPOU3BOACTBA HAa OCHOBE
COBPEMEHHBIX MAPKETUHIOBBIX CTpAaTErui U MoJiesell. B Halllell cTpaHe Ha HBIHEITHEM
ATane SKOHOMUYECKOTO Pa3BUTH HEOOXOAUMOCTh KOMIUIEKCHOTO aHaJIn3a TeKYIEro
coctrosinusg 6usneca UITY, pacyera oxxugaeMoit OT HUX COLUATBLHO-IKOHOMHYECKON
3¢ (PEKTUBHOCTU U HAJIAXKUBAHUS ATOr0 OM3HECa B OHJIaH-(POpME MOCPEICTBOM CETH
WNHTepHeT, ero MOHETH3allMh, a TaKXKe €ro BEACHHS C MOMOUIbI0 3(PdEKTUBHOM
MapKETUHTOBOM CTPATETUH U MOJIETIEH U ONIPEAEIISIET aKTyalIbHOCTh UCCIICIOBAHMS.

CBsI3b TEeMbl JUCCEPTALMH C HANPABJICHUSMHU HAYYHO- MCCJIEI0BATEbCKUX
padoT BbICHIEr0 00pa30BATENbHOI0  YYPEXKICHHUSl, I/e BbINOJHIIOTCA
uccaenoBanms. Hacrosmas aqucceprannonHas padoTa BbIIOJHEHA B COOTBETCTBUH C
IJIAHOM HAay4YHO-HCCJIEAO0BATENIbCKUX padoT TallKeHTCKOro TrocyAapCTBEHHOTO
skoHOMHUYecKoro yHusepcurera Ne @3-2019081645 B pamkax npoekrta «Co3gaHue
MIOPOTOBBIX 3HAYEHUN MHANKATOPOB OIIEHKH SKOHOMHUYECKON O€30MacHOCTH U MX
IIPOrPaMMHOTO OOECTIEUEHUS».

Heabio uccaegoBaHus sBISETCS pa3pabOTKa MPEUIOKEHUH U PEKOMEHIalui
[0 JAJBHEUIIEMY COBEPIICHCTBOBAHUIO TEOPETHYECKMX W METOAUYECKUX OCHOB
MapKETUHTOBOM CTpaTeruy MHPOPMAIIMOHHBIX MTPOIYKTOB U YCIIVT.

3agaum uccje0BaHUs COCTOST U3 CIEAYIOIINX !

BBISIBJICHHE UM KjJacCUUKAIMS  HAYYHO-TEOPETHUYECKUX  aCIEKTOB U
cnenuduueckux  ocobeHHocTel  ¢GopMHpOBaHMA M pa3BUTHS ~ OW3Heca
MH()OPMAIMOHHBIX POLYKTOB U YCIYT;

0030p TEHJEHUUW pa3BUTHUA HUH(GOPMAILMOHHOTO OHM3HECA U SMIUPHYECKUX
HCCIIEIOBAHNUM IO MAapKETHHTY;

onpeneneHrue TpeOOBaHUN K CO3/IaHHUI0 MPOrPAMMHBIX MPOAYKTOB U (PaKTOPOB,
BIIMSIFOLIMX HA HUX;

BBISIBJICHUE TEHIEHUMN pPa3BUTHs NPOU3BOJICTBA, MPOAAK U OOCITYKUBAHUS
MPOTPAMMHBIX MHPOJIYKTOB, CUCTEMATH3aLUsI METOJOB OCYIIECTBICHUS MapKETHUHIa
MIPOTPAMMHBIX MMPOAYKTOB;

BBISIBJICHUE COBPEMEHHBIX WHCTPYMEHTOB MapKETHHra WHGOPMAIIMOHHBIX
MPOJTYKTOB U METOJI0B OIIeHKU 3(h(PEKTUBHOCTH;

IPOBEJICHUE aHaIM3a BIUSHUS IM(POBOTO MApPKETHHTa Ha TPATUIIMOHHBIC
HarpaBJeHUS BeJCHUS OuW3HECa W €ro BHABl B DJJIEKTPOHHOM KOMMEpIUU
WH()OPMAITMOHHBIX TPOYKTOB;

pa3paboTka npeayiokeHui Mo HUGpPOBOMY MApPKETHHTY U YIPABJICHUIO OU3HEC-
rpoleccaMu Ha OCHOBe koHuenuuu Muaycrpus 4.0;

NOJrOTOBKAa PEKOMEHJAlMi MO OpraHu3allMd U YIPaBICHUIO MapKETUHTOBOU
NEeSATENBHOCThIO KOMITAHUM, MPEAOCTaBISIONMX HH(POPMAMOHHBIE NPOAYKTHl U
YCIIyTH;

COBEPILIEHCTBOBAHUE KJIMEHTOOPUEHTUPOBAHHOW LHU(PPOBOM MApPKETUHIOBOM
NESATETPHOCTH KOMITAHWM, TPEIOCTABISIONUX HWH(POPMAIMOHHBIE TMPOIYKTHI H
YCIYTH;

MOJICTUPOBAaHUE TMPOLIECCOB TMPHUHSITHS  CTPATETUUYECKUX MAPKETUHTOBBIX
pEIICHNI KOMITAHUSIMH, TTPEIOCTABIISIONIMME HH()OPMAITMOHHBIC POAYKTHI M YCIIYTH;

pa3paboTKa MapKETUHTOBOW CTpaTernu CyOBEKTOB pPhIHKA HH(YOPMAIIMOHHBIX

MPOAYKTOB U YCIIYT U TpeOOBaHUH K €€ peanu3aluu;
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MOArOTOBKA HAYYHO-METOJAMYECKUX U KOHCTPYKTHUBHBIX MPEJIOKEHUN IO
MIUPOKOMY  HCIIOJIb30BAHUIO  MApPKETUHIOBOM  CTpareruu  redMuduxanuu
(gamefication) B dopMupoBaHMH W Pa3BUTHH OpeHIa CYOBEKTOB MECTHOTO pBHIHKA
HIIY;

PEII0KEHNE METOI0JI0OTUN CO3AaHMS SKOCUCTEMBI ITU(GPOBOTO MAPKETUHTA TIPU
OpraHu3alluy B3aUMOJICUCTBUS C KIIMEHTaMU Ha phIHKE HH(OPMAIIMOHHBIX MTPOIYKTOB
1 yCIIyr,

CO3/1aHre MoAeNu NU(POBON UHTErpalluu CyOBEKTOB PhIHKA WH(GOPMAIITMOHHBIX
MIPOJIYKTOB U YCIIYT U ONPEIETIECHUE NEPCIEKTUB PA3BUTHSI PhIHKA.

O0beKTOM HCCIeI0BAHMS SBISIETCA MAPKETHHIOBasl JEATEIHOCTh KOMITAHHIA,
MPEIOCTABIIAIOMNX UH(POPMAIIMOHHBIE TPOAYKTHI U YCIYTH.

IIpeaMeTom ucciIe10BaHMS SIBISIETCS COUMATIBHO-3KOHOMUYECKHE OTHOLIEHUS,
BO3HMKAIOIIIKE B IMPOIIECCE PAa3padOTKN MAPKETUHIOBOM cTpaTeruu MHGOPMAaIIMOHHbBIX
MIPOAYKTOB U YCIIYT.

Metoabl ucciaenoBanmus. B aucceprainoHHON paboTe UCHOJIb30BAHBI TaKHE
METOJbl KaK TpYNIUPOBKA, CTPYKTYPHBIA TMOAXOJ, CPaBHUTEIIbHBIM aHAIIN3,
KOJINYECTBEHHBII aHamus, AKOHOMHKO-MaTeMaTH4YECKOE MOJIEJIMPOBAHUE,
MoOHOTpaduyeckoe uccienoBanue, anketuporanue, PLS-SEM, skcriepTHBIN aHAIIN3,
PETPECCHOHHBIM M KOPPEJSIIMOHHBIA ~ aHalu3, CTATUCTHUYECKOE HaOJI0JIEHUE,
PEUTHUHIOBasI OLICHKA.

HayuyHasi HOBU3HA HCCJIEIOBAHMS 3aKIIOYAETCS B CIEIYIOLIEM:

YCOBEPILIEHCTBOBAHBI OpraHU3alHMOHHO-3KOHOMHYECKHE MEXaHU3MbI
VOPABJIECHUS] MApPKETHMHTOBOM  JIEATEIbHOCTBIO KOMIIAHUM, MPEIOCTABISIOLINX
MH(}OpPMaAIMOHHBIE TPOIYKTHI U YCIYTH, OCHOBBIBASICh HA COLMATIBHOM MPU3HAHUH B
BUPTYaJbHON Cpelie M MOTUBAIMOHHBIX (YHKIUSAX, Pa3BUBAIONIUX JTUYHOCTHBIN
MOTEHIMAT;

NPEAJIOKEHO MPOJJICHUE >KU3HEHHOTO IHKJIa MPOTPAaMMHBIX MPOIYKTOB Ha
OCHOBE peanuzanuu MapKETUHTOBOM CTpaTeruu u MOBBIIECHUS
KOHKYpPEHTOCTIOCOOHOCTH ¢ mpuMmeHeHueMm meroposiorun SCRUM, ocHoBaHHOW Ha
KOHIISIINU ATHJIE;

000CHOBaHO CcO37aHHe J00aBJIEHHON CTOMMOCTH B MAapKETUHTOBBIX KaHaax
NyTeM ONpEIENICHUs YIOBJIETBOPEHHOCTH TNoTpedureneit ycmyramu HWHTepHeT-
Mara3uHOB, MPEIOCTABISIONINX WH(OPMAIIMOHHBIE TPOAYKTHI U YCIYTH, C TIOMOIILIO
onpenenenuss  cpoictB  mpoxaykumu  (W=0,208; 24,8%), TEXHOJOTUUECKUX
xapaktepuctuk (W=0,137; 16,3%), undopmanumonnsix xapakrepuctuk (W=0,274;
32,7%), norucTUYEeCKMX W MapKeTHHroBbIX xapakrtepuctuk (W=0,221; 26,3%),
BECOBBIX KOE(P(UILIUECHTOB;

000CHOBAHO BIIMSIHME palUMOHAIbHBIX (PakTopoB (X1=-0,056), HEeraTuBHBIX U
AMOIMOHANIBHBIX (akTopoB (X2=0,054) Ha yAOBIETBOPEHHOCTh KJIMEHTOB OpEeHIOM
Ha HadaJIbHOM JTane ¢opMHupoBaHus OpeHma cyOobekToB mecTHoro peiHka UITY u
UCXO/As U3 ATOro mpemyoxkeHa mojnenb PLS-SEM no mmpokoMy HOpUMEHEHHIO
MapKETUHTOBOM CTpaTeruu reiMuQpuKaIuu;

MPEIJIOKEHA APXUTEKTYpa CO3JIaHUSI IKOCHUCTEMbl MApKETUHIOBBIX YCIYr Ha
OCHOBE KOMIIOHEHTOB, HAIIPABJICHHBIX Ha CO3/IlaHUE JI00ABIIEHHOM CTOMMOCTH H
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o0ecrieueHre KOHKYPEHTHBIX MPEUMYIIECTB Ha PhIHKE MH()OPMAIIMOHHBIX TOBAPOB U
YCIIYT.

IIpakTHYeckne pe3yJIbTaThI HCCIAEAOBAHNUS 3AKIIOYAIOTCA B CIEAYIOMIEM:

packpbiTa creudduka COBPEMEHHBIX WH(POPMAIMOHHBIX MPOAYKTOB M YCIYT,
MPEIOKEH CIOCco0 UX KiIaccupuKaIuy,

JIaHbI MOSICHEHUS 110 BHEIIIHUM U BHYTPEHHUM (DaKTOpam, OKa3bIBAIOIIIM BIUSHUE
Ha TMPOU3BOJCTBEHHYIO M CEPBUCHYIO JIEATEIbHOCTh KOMMAHUM HMH(OPMAIIMOHHOTO
Ou3Heca;

chopMUPOBaHbl HOBBIE METOJAMYECKUE IMOAXOMAbI K JEATEIbHOCTH KOMIIaHHMA
MH(GOPMALIMOHHOTO OM3HECA U TI0 €€ COBEPIICHCTBOBAHUIO C TIOMOIIbIO HHCTPYMEHTOB
WHTEPHET-MapKETHHIa;

peyIoKeHa ONTUMU3ALKs MOPTHETH 3aKa30B MyTeM IMHUPOKOIO MPUMEHEHHMS
mertonoiorun «SE ranking» mpu orieHke KOHKypeHTococoOHoCcTH mpoaykuuu UITY;

MPENJIOKEHbl METO/bl HCIIONb30BaHUS CTpaTeruid IU(PPOBOr0 MapKETHHIa
MH(OPMALIMOHHBIX MPOAYKTOB M YCIyr KOMIAHWM HH(OpMalMOHHOrO Ou3Heca B
Pa3IIMYHBIX PHIHOYHBIX YCIOBUSX.

JloCTOBEPHOCTh TMOJYYEHHBIX Pe3yJIbTaToOB. Jl0OCTOBEPHOCTh MOIYyYEHHBIX
PE3YJIbTaTOB OINpPEACNSAETCS MPUMEHIEMbIMU MOAXOJaMH, METOJIaMH, MOJyYEHUEM
TEOPETUYECKUX JAHHBIX W3 O(QUIHUAIBHBIX HCTOYHHUKOB, OOOCHOBAaHHOCTbHIO
pPE3yJIbTaTOB MPEACTABICHHBIX AHAJIU30B M ONBITHO-3KCIIEPUMEHTAIBHBIX padoT,
MaTEMaTUYECKUMH M CTaTUCTUYECKUMH METOJaMH, BHEIPEHUEM C(POPMUPOBAHHBIX B
paboTe BBIBOJOB, MPEIJIOKEHUN M PEKOMEHTAIMA B MPAKTHUKY, & TaKXKe TEM, 4TO
MOJIyYE€HHBIE PE3YJIbTAThl YTBEPKAEHBI KOMIETEHTHBIMU OPIaHAMHU.

Hayuynasi u npakTH4YecKasi 3HAUMMOCTB Pe3yJIbTaTOB uccaegoBanus. Hayunas
3HAYUMOCTh PE3YJbTAaTOB HCCIEIOBAHUS OIEPENESIeTCS] TEM, YTO IOJIyYEHHBIE
pe3yJIbTaThl MOTYT OBITh MCIIOJIB30BAHBI JJISi PAa3BUTHS 3aKOHOJATENIbCTBA B JAHHOU
OTpAacCIiv, MPENOAABAHNS CTYJICHTAM MPEIMETOB, CBsi3aHHbIX ¢ MapkeTuHrom u KT B
BBICIIUX y4EOHBIX 3aBEACHUAX SKOHOMUYECKOIO HAINPaBJICHUS, TOJTOTOBKH YUEOHbBIX
nporpamm, Mnocoouii U y4eOHHKOB, BMECTE C TE€M, OHU MOTYT CIYXHUTb Ba)KHBIM
MCTOYHUKOM [UIsl MCCIIEOBaTeNeil, 3aHMMAIOIIUXCSl HAYYHBIMH HM3bICKAHUSIMU 1O
nudpoBuzanuu. HaydHas 3HAYMMOCTb PE3yJITATOB MCCIICOBAHUS BBIPAXKACTCS
BO3MOXXHOCTBIO PEIICHHS U JAIBbHEWIIEro COBEPIIEHCTBOBAHMS BOIIPOCOB CO3AHMS
MH(OPMALIMOHHOTO OOIIECTBA, PAa3BUTHUS B CTPYKTYpE HALIMOHAIBHOM SKOHOMMKH Ha
MUKPO- Y MakpOYpOBHE MPEANPUHUMATEIbCKUX CTPYKTYp, 3aHUMAIOLIUXCS
MIPOEKTUPOBAHUEM, ITIPOU3BOICTBOM U IpoBrxkeHneM MUITY.

[IpakTuyeckass 3HAYUMOCTh  PE3YJbTATOB  MCCIEAOBAHUS  OINpPEACISAETCS
BHEJPEHUEM HAy4YHBIX pE3yJIbTaTOB, MOJYYEHHBIX B XOJE€ AMCCEPTALMOHHOIO
HCCIIEI0BaHMS, B IPAKTUKY OPTraHU3aluK IEITeIbHOCTH AT€HTCTBA MO CTATUCTUKE MPU
IIpesunente PecnyOnuku VY306ekuctan st 3(O(PEKTUBHOTO HCIOIL30BaHUS U
VIOpaBIEHUS TPYAOBBIMH PECYpCaMH, npuoOpeTeHnss B OH-JIAWH  pEKuMe
CTaTUCTHYECKUX COOPHUKOB U MJIaT(HOpPM, MPEACTABIAIONIUX CTATUCTUYECKUE JAHHBIE
BU3YaJbHO HAa O(HIMATBEHOM CaiiTeé C MCHOJb30BAHUEM COBPEMEHHBIX TEXHOJIOTHUH,
pa3pabOTKW M yOpaBJIEHUS MPOEKTaMU ABTOMATU3UPOBAHHOW WH(POPMAIMOHHON
cuctembl eStat 4.0 I MNOJYYEHUS] CTATUCTUYECKOW OTYETHOCTH, IOBBILICHHMS
IPOU3BOAUTEIIBHOCTH TpPyAd COTPYJHUKOB, MPUHUMAIOMIMX OTYETHI, YIIYUILICHHS
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B3aUMOJCUCTBUS HMHTETPUPOBAHHOU UHPOPMAIIMOHHONM CHCTEMBl CTATUCTHKH
siat.stat.uz v mIaTPopMbl «stat.uz» ¢ KIMEHTaMH U pa3pabOTKH MIPUHILIMIIOB BEACHUS UX
MapKETHHTA.

BHenpenue pe3yJabTaroB mucciaenoBaHusi. Ha OCHOBE ~ METOOUYECKHX U
MPAKTUYECKUX PE3yIbTAaTOB, NOJYYSHHBIX MPU MOJTOTOBKE MAPKETHHIOBOM CTPaTErHH
11 Ou3Heca B cepe nHHOPMAIIMOHHBIX MPOJTYKTOB U YCIIYT:

OpeyIoKEHUsT 00  YCOBEPIIEHCTBOBAHUU  OPTaHU3AIMOHHO-3KOHOMHYECKUX
MEXaHU3MOB VOpaBICHUS  MApKETUHTOBOM  JESATETBHOCTHIO  KOMIIAHUM,
NPEIOCTABISIOMINX HH(POPMAIMOHHBIE TMPOAYKTHI M YCIYT'M, OCHOBBIBASCh Ha
COLIMAJILHOM TIPU3HAHUM B BHUPTYaAJIbHOM Cpellé U MOTHUBALMOHHBIX (DYHKIHUSAX,
Pa3BUBAIONINX JMYHOCTHBIA TOTEHIMAN, BHEIPEHbI B JAEATEIbHOCTb YIIPaBICHUS
CTaTUCTUKH cdepbl ycnyr AreHtctBa mno cratuctuke (CrpaBka AreHTCTBa IO
cratiuctuke ot 7 ampens 2023 romga Ne01/3-16-10/2-19). B pesynbrare BHEApEHHS
HAYYHOTO HOBOBBeJCHHUA J(PGEKTUBHOCTh HCIIOIB30BAaHUS TPYAOBBIX PECYpPCOB
ATEHTCTBA IO CTATUCTUKE M YIPABJIEHUS UMH MOBbICUIach Ha 11,7%.

NPEUIOKEHUE O MPOJICHUM >KU3HEHHOTO LIMKJA MPOTPaMMHBIX MPOAYKTOB Ha
OCHOBE peanu3anuu MapKETHHTOBOU CTpaTeruu u TTOBBIIIICHUS
KOHKYPEHTOCIIOCOOHOCTH ¢ mpuMmeHeHueM merogoioruun SCRUM, ocHoBaHHOW Ha
KOHIENIMKM  Aruie, BHEAPEHO B  JIEATENIBHOCTh  YIPABICHUS  Pa3BUTHS
uHGOPMAIIMOHHO-KOMMYHHUKAITHOHHBIX TEXHOJIOTUH u WHTEPAKTHUBHBIX
roCyJapCTBEHHBIX yciayr AreHTcTBa 1o cratuctuke (CrnpaBka ATEHTCTBA 10
cratiuctuke ot 7 ampens 2023 roga Ne01/3-16-10/2-19). B pesynbrate BHEApPEHHS
JAHHOTO HAYYHOTO HOBOBBEACHHUS TMPH  pa3pabdOTKEe  aBTOMATU3MPOBAHHOM
MH()OPMALIMOHHOM CUCTEMBI MPUEMa CTaTUCTUYECKUX 0T4eTOB eStat 4.0 u ynpapieHuu
MPOEKTaMH JOCTUTHYTO MOBBILIEHUE POU3BOIUTENILHOCTH Tpyaa Ha 71%;

MPEIOKEHNE O CO3/IaHUU T0OABICHHON CTOMMOCTH B MapKETHHTOBBIX KaHaax
MyTeM OIpeNeNeHUs] YIOBJIETBOPEHHOCTH ToTpedureneil ycnyramu HHTepHET-
Mara3uHOB, NMPEAOCTABISAIONINX UHPOPMALMOHHBIE MPOIYKTHl U YCIYTH, C TIOMOILBIO
onpenencHuss  cpoiicte  mpoaykumm  (W=0,208; 24,8%), TEXHOJOTUYECKHX
xapakrepuctuk (W=0,137; 16,3%), undopmarmonnsix xapakrepuctuk (W=0,274,
32,7%), JOTUCTUYECKUX W MapKeTHHTOBBIX xapaktepuctuk (W=0,221; 26,3%) wu
BECOBBIX KOE(P(UIIMEHTOB HCIIOIB30BAaHO B JEATEILHOCTU YIIPaBJICHUS BEJICHUS
CTaTUCTHYECKUX PETUCTPOB M OKA3aHMS CUCTEMHBIX YCIYT ATEHTCTBA MO CTATHUCTUKE
(CripaBka ArenrtctBa mo cratuctuke ot 7 ampens 2023 roma Ne01/3-16-10/2-19).
B pesynbrare BHeEApeHHS [JAaHHOTO HAy4YHOTO HOBOBBEICHHUA CHOPMHPOBAHBI
CTaTUCTHUYECKHUE JAHHBIC TI0 MPEANPUITHSIM U OpTaHU3AIMIM, KOJTHYECTBO MMOCTOSHHBIX
KJIUCHTOB, PHOOPETAIONTUX CTaTUCTUYECKHUE COOpHUKH OH-JIaiiH,
B 2022 roxy mo cpaBHenuto ¢ 2021 rogom yBenmumiocsk Ha 19,6%;

npemioxkeHHas mojens PLS-SEM no mmpokoMy NpyUMEHEHUIO MapKETUHIOBOM
CTpaTeruu reliMupuKauy ¢ 000CHOBaHUEM TIOJIOKUTEITHHOTO BIUSHUS PAlMOHATHHBIX
¢dakropoB (X1=-0,056), HETaTUBHBIX W AMONMUOHAIBHBIX (hakTopoB (X2=0,054) Ha
YIOBJIETBOPEHHOCTh KJIMEHTOB OPEHAOM Ha HAa4aJlbHOM 3Tare (opMHUpOBaHUs OpeHa
cyObekToB MecTtHOro pobiHka WIIY  wucnonb3oBaHa YmpaBieHHEM  CBOJIHO-
uHpopMaIMOHHBIX paboT ArentcTBa mo cratuctuke (CrpaBka AreHTCTBa IO
cratuctuke ot 7 ampenst 2023 roma Ne01/3-16-10/2-19). B pesynbTare BHEIpeHHs
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JAHHOTO HAYYHOTO HOBOBBEJCHMsI B IuUIaTopMe «stat.uz» NPUMEHEHBI CTpaTEeTrHH
rediMuuKkaluy U B UTOTe YACIBbHBIA BEC IIOCTOSIHHBIX OHJIAWH-KIINEHTOB
cratuctTudeckoit madopmaruu B 2022 roay 1o cpaBHeHHIo ¢ 2021 rogoM yBeTUIHIICS
Ha 28%.

MIPEVIOKEHHAS APXUTEKTYPA CO3AAHUS DKOCHCTEMBI MApKETHUHIOBBIX YCIIYI Ha
OCHOBE KOMIIOHEHTOB, HAIIPABJICHHBIX Ha CO3JIaHUE JI00ABIEHHOM CTOMMOCTH H
oOecreyeHsT KOHKYPEHTHBIX MPEUMYIIECTB Ha PbIHKE MH(POPMAIIMOHHBIX TOBAPOB U
YCIIYT BHEZpPEHA B JEATEIIbHOCTh AreHTcTBa mo craructuke (CrpaBka ATEHTCTBA IO
cratuctuke ot 7 ampens 2023 roma Ne01/3-16-10/2-19). bnaromaps HaydHOMY
HOBOBBEJICHUIO HaJIa)KEHBI PETHOHAIBHOE U MOr0JI0BOE CpaBHEHNE B CTaTUCTUYECKOMN
MHTETPUPOBaHHON MH(OpMAIIMOHHOW cucTeme (Siat.stat.uz) m wmcrmonp3oBaHUE MEHIO
B3aMMOOTHOUIIEHUH.

AnpoOauusi  pe3yJbTaTOB  HMCCIEAOBAHMUA. Pe3ynbraTel  MCCIEIOBaHUSA
oOcyxJeHpl B 14 Hay4HO-IPAKTHYECKUX KOH(pepeHIusX, B TOM uyucie 4
MeXIyHapoaHbIX U 10 pecimyOIMKaHCKUX.

Iy0imkanusi pe3yabTaTOB HCCJaea0BaHusl. Bcero mo TteMme auccepranuu
OITyOJIMKOBAHO 26 Hay4YHbIX padoT, B TOM yuciie | MoHorpadus, 14 craTteil B HAy4HbIX
KypHanax, B ToM uucie 10 pecnyOnukaHckux u 4 3apyOeKHBIX >KypHasax,
peKOMEHJI0BaHHBIX Bpiciieil arrectanimoHHOM kKomuccued PecnyOnuku Y30ekucran
npu MuHucTepcTBE BbICHIEr0 00pa3oBaHUs, HAyKM W HMHHOBauui PecmyOimku
V30ekucran s MyOJIMKAalMK OCHOBHBIX HAyUHBIX PE3YJbTAaTOB JUCCEPTALIUM.

Crpykrypa u 00beM guccepranuu. O0beM IUCCEPTAIIMM COCTOUT U3 BBEICHUS,
IISITH IJ1aB, 3aKII0YEHHSI, CIMCKA UCIOJIb30BaHHOM JIUTEPATyphl U NpuiiokeHuil. O0bem
auccepTanuu coctaBui 260 cTpaHull.

OCHOBHOE COAEP XAHHUE JUCCEPTALIMHU

Bo BBegeHuM O0O0OCHOBaHbI aKTyaJIbHOCTh U BOCTPEOOBAHHOCTH TEMBI
JIUCCEPTAIIMH, OTMCAHBI 1[eJIM OCHOBHBIC 33/1aud, OOBEKT U MPEAMET UCCIIEeI0OBAHNUS,
000CHOBAHO COOTBETCTBUE MCCJICAOBAHUS NMPUOPUTETHBIM HAMPABJICHUSM Pa3BUTHUS
HayKH W TEXHOJIOTHM B pecnyOJiuKe, U3JI0KeHbl HaydyHasi HOBU3HA U MPAKTUYECKHUE
pe3yabTaThl M PACKPBITO MX HAyYHOE U MPAKTHUYECKOE 3HAYCHHE IMOJYyUYECHHBIX
pe3yabTatoB. KpoMe Toro, npuBeeHbl CBeIeHUS 00 anpoOaiuu U omy0IuKOBaHHOCTH
PE3yNbTaTOB UCCIEIOBAHUS, O CTPYKTYpE U 00BbEME AUCCEPTALIUH.

B nepBoi rnase aucceprauroOHHOrO uccienoanus «HaydHo-Teopernueckue
acneKThl pa3padoTKu MAPKETHHIOBOI CcTpaTerud MH(MPOPMAIMOHHBIX POAYKTOB
U yCJIYI» U3JI0KEHBI dTanbl (OPMUPOBAHUS U pa3BUTUs Ou3Heca MH(OOPMAIIMOHHBIX
MPOIYKTOB W YCIYT, W3y4eHa WX crHernupuKa W TPEJCTaBICHA WX PBIHOYHAS
Kiaccu(ukanys, BBISIBICHBI TEHICHIIUHM Pa3BUTHA HHGOPMAIIMOHHOTO OW3HEca U
MapKETHHTa, COBPEMEHHbIE OU3HEC-MOJICIIH.

OCHOBHBIMH CYOBEKTaMU pBIHKAa WH(POPMAIMOHHBIX MPOAYKTOB H YCIYT,
HE3aBHCUMO OT ()OopM COOCTBEHHOCTH M OTPACIEBBIX OCOOCHHOCTEH, SIBIISIOTCS BCE
OpraHu3allid, TOCYJapCTBEHHbIE U HEKOMMEpPUYECKHE CTPYKTYphl, TOPIOBBIC
aCCOIMAINH B CYOBEKTHI, MPEAOCTABIISIONINE COIUATBHBIC YCIYTH.

B 2023 romy oxunmaemblii 0o0beM MHPOBOTO pPbIHKa HH(POPMAIIMOHHBIX H
KOMMYHHMKAIIMOHHBIX TEXHOJIOTMM cocTaBisieT 4,72 tpaH. poinapo CIIA, yto Ha
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4,3% Bolie 1o cpaBHeHuto ¢ 2022 rogom, npu temnax pocra 10,2% u 2,8% B 2021 n
2022 romax cootBeTcTBeHHO®. [0 MHEHHIO CIIENUAIUCTOB, XOTS OOIIHMI IPOTHO3 TI0
3arpataMm Ha | T ObLI MONOKUTENBHBIM, U3-3a BIUSIHUS UHQIIALNUN HA TOKYNAaTEIbHYIO
criocoObHocTh motpedureneil B 2023 roxy OXKUAAIOTCS CHIKEHHE pPacxXxo/loB Ha
YCTPOMCTBA U CUCTEMBI «/JlaTa-mieHTpel» cooTBeTcTBeHHO Ha 8,6% 1 1,5% (Taodu.l).

Taoauna 1
JIlnHAMHMKA Pacxol0B B MH(GOPpManHOHHOM Gu3Hece B Mupe, Mipa. 101 CIIIA
IToxa3arenn 2022 r. 2023 r.* 2024 r.*
pacxoabl | Temmbl | pacxoabl Temnbl | pacxoasl | Temmbl
pocra pocra pocra
Cucremsl Jlata- | 221,2 16.6% 217,8 -1.5% 235,5 8.1%
LIEHTP
Texunueckue 766,2 -6.3% 700,0 -8.6% 748,1 6.9%
CpezcTBa
[Iporpammubie 811,4 10.7% 922,7 13.7% 1052,9 14.1%
IPOJYKTHI
IT-ycnyru 1305,6 7.5% 1420,9 8.8% 1585,3 11.6%
Vciyru cBs3u 1423,0 -1.9% 1461,6 2.7% 1517,8 3.8%
O6ume IT 4527,7 2.8% 47232 4.3% 5139,8 8.8%

Tlpumeuanue: npoenosuvie noxazamenu na 2023 u 2024 200wi.

Cnenyer ormetuth, uto B 2023 u 2024 romax B CErMEHTE MNPOrPAMMHBIX
MPOAYKTOB mporHo3upyercss poct Ha 13,7% wu 14,1%, 4ro sBnsercs mydmen
nuHamukod cpenu Bcex cermeHToB WMKT. Ilo mporHozam, B Onwmkaiiiiee BpeMms
yBennuenue pacxonoB Ha UKT Oyaer o0ycioBiIeHO MCKYCCTBEHHBIM WHTEIIEKTOM,
MEXIy TEM, OCHOBHYIO YaCTh pPAacXOJOB COCTABIISIIOT NPOrPAMMHBIE PEIICHMS,
CBS3AHHBIE C 00JJAYHBIMHU yCITyramu. !

[lo MHeHuto aBTOpa, HM(pPOBas SKOHOMHUKA MAOJKHA CO3/1aTh YCIOBHS IS
OCHAILIEHUsSI pabOYuX MECT COBPEMEHHBIMM OOJIAYHBIMU TEXHOJIOTMSIMU M J1aTh
BO3MOKHOCTh TMOTPEOUTENSIM TOJIb30BaThCS B OWU3HEC-Cpelle YCIyraMHu CBSI3U Ha
BBICOKOM YPOBHE, @ HIMEHHO:

a) KaXIbld YEJIOBEK JOJDKEHb HMETh BO3MOXXHOCTH CBSI3aTbCS C JPYTUM
YeJI0BEKOM M3 JIF0OOW TOUKU MUpa, Oy/ib OH Ha paboTe, 1oMa WK B TPAHCIIOPTE;

0) He3aBUCMMO OT XapakTepa IMepefaBaeMoil HMHQpOpMalUU, HOHKHA OBITH
oOecniedeHa ee 0€30MacCHOCTD MO MPUHIIUITY «TET-a-TET»;

B) JIEJIOBbIE KPYTM WM MPEJACTAaBUTENN OW3HECAa JODKHBI UMETh BO3MOXHOCTD
MIPOBOJIUTH MEPOTIPUATHS, KOHPEPEHITNU, OM3HEC-COBEIaHUs B JTIOOOM TOpPOJE U B
a000W  cTpaHe, TNOJMy4YaTh JOCTYNl K pa3iIuyHOM uHGOpMaluM, OKa3bIBaTh
KOHCAJITUHTOBYIO TOMOIIIb.

Crnennduka nHPOPMAITMOHHBIX MMPOAYKTOB U YCIYT BBIPAKACTCSI B TOM, UTO JJIS
co3aaHusi H(OPMAIIMOHHBIX YCIYT OCHOBOM CITyaT HH(POPMALMOHHBIE PECYpPChl

JIt060¥1 MHPOPMALMOHHBIM MPOAYKT MPEACTABISIET COO0W MH(OPMAIMOHHYIO
MOJEJIb CBOEr0 IMPOMU3BOAMUTENS W OTPAXAET €ro MPEJICTaBICHUS O KOHKPETHOU

% ABTOpCKas MHTEpIIpETalns Ha OCHOBe NanHbix Gartner u cratuctuku (Jata o6pamenus: 15.08.2023 u 18.08.2023)

10 https://www.gartner.com/en/newsroom/press-releases/2023-07-19-gartner-forecasts-worldwide-it-spending-to-grow-
4-percent-in-2023

11 ABTOpCKas aHanMTHKA HAa OCHOBE JaHHBIX Gartner u cratuctuky (Jarta obpamenns: 19.04.2023,19.07.2023)
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npenMeTHoit oOnactu. MHboOpMalnMOHHBIA MPOAYKT, MNPEACTABIAIOMUNA COOOM
pe3yNbTaT MHTEIUICKTYAIbHOU JESITETbHOCTH YENIOBEKa, JOJDKEH OBITh OTpaXKeH Ha
mo000M (PU3NYECKOM MaTepualbHOM HOCUTENIE B BUJE JOKYMEHTOB, CTaTEH, OTYETOB,
IpOrpaMm, KHUT.

[lo MHeHuio aBTOpa, HHPOPMAIMOHHBIM TPOAYKT — 3TO COBOKYIHOCTH
uHbopMaIi, KOTOpas HMMEET HWHTEUIEKTYaJbHYI0 ILIEHHOCTh M C(hHOpPMHpPOBaHA
POU3BOJUTEIIEM JJISI JATbHEUILIETO PACIIPOCTPAHEHUS B BUAE MMPOAYKTA WIIH B APYTOM
dopme.

[Ipu co3ganuu WHGOPMAIMOHHON OW3HEC-Cpelbl HAa OCHOBE TAaKOro poja
MHHOBAIMN 0cO00€ 3HAUCHHE CIEYET YACIUTh CACAYIOIUM ACTIEKTaM:

6. CTuMynupoBaHHEe IIUPOKOTO MPHUBJICUEHHUS YaCTHBIX WHBECTUIUI B JaHHYIO
OTpaCIIb HAIMOHATBbHON YKOHOMUKH.

7. Cozntanue BO3MOXKHOCTEHM BCEM IOJIb30BATENSM U [TOCTABILMKAM HH(POpMALUH
JUTSL KHTETPAIMK B TJI00AJIbHBIE KOMIIBIOTEPHBIE CETH.

8. [locTosiHHOE W HEMPEepPHIBHOE YCOBEPIICHCTBOBAHME HOPMATHBHO-TIPABOBOM
0a3pl, ajanTUpyrOUIEHCs K JUHAMUYHBIM HM3MEHEHUSIM Ha HWH(OpMaMOHHO-
KOMMYHUKAIIMIOHHOM pPBIHKE.

9. OGecmnieuenue paznooOpaszus mpeaocraBieMbrx MKT-ycmyr.

10. 3amuTa nmpaBa Ha UHTEIJIEKTYaIbHYI0 COOCTBEHHOCTb.

PbiHOK  MH(GOPMALIMOHHBIX MPOAYKTOB M YCIYr — 3TO JKOCUCTEMA,
oOBeqUHSAIONIAsA MMOKyNaTelel U NpOJaBLOB, OCYLIECTBISIOMNX WH(OPMAIIMOHHBIN
0OMEH TOBapaMU U yCIIyraMH, KOTOpasi 0XBaThIBACT UX OPTraHU3AIIIOHHBIE, TIPABOBBIC
Y SKOHOMHYECKHE OTHOIIECHUS ¥ MUCIIOJIb3YET JJIsl 3TOro uu@posblie miardopmel u UT-
WHCTPYMEHTHL.

Hcxons u3 pe3yapTaToOB HAILLIETO MCCIIEIOBAHUSA, CYUTAEM, YTO IIPU ITPOBEACHUH
MapKeTUHra WH(QOPMALMOHHBIX MPOAYKTOB M YCIyr  CleAyeT 0co00 yAeIuThb
BHHMAaHHUE TAKUM aCIEKTaM KakK:

- HEMaTepUaIbHOCTh U MUHUMAJIbHOE YIPABJICHUE 3allacaMy;

- U poBU3AIHS U 3aBUCUMOCTh OT 3HAHMUIA;

- IEIIEBOE MPOU3BOACTBO U PACXObI HA IOCTABKY;

- BO3MOXHOCTh OOHOBJICHHUSI U BOCTIPOU3BOJICTBA;

- JIOCTaBKa Ha JII000€ MECTO, AJUTENIbHOE HCIOJIb30BAaHUE U JOJITOCPOYHAs
TOXOJHOCTb.

Kpome Toro, MuauBuayanpHas aganranus HMEET Pl YHUKAIBHBIX CBOMCTB,
CHOCOOCTBYIOLIUX MEXOTPACIEBOMY BO3ACHCTBUIO, OPUEHTAIMM Ha HWHHOBAIIHH,
obecrieyeHU0 KOH(PUIACHIUAIBHOCTH U  0€30MacHOCTH  JIaHHBIX, CO3JaHUIO
HKOHOMUYECKON IEHHOCTH, B3aMMO3aBUCHUMOCTH, JIETKOCTH MaclITaOWpOBAHMUSA,
ruOKOCTH, TEXHOJIOTHYECKON 3aBUCUMOCTH U SKOJIOTMYECKON YCTOMYUBOCTH.

B wuccnenoBaHuM wu3ydeHbl OCHOBHBIE (DAKTOPHI, BIIMSIONIME HA pEIICHHE
MHOCTPAHHBIX KIJIMEHTOB BOCIOJb30BAThCA YCIyraMu Y30€KCKUX KOMITAHMM TI0
skcriopty UITY. Bonbmiyio 1ot B 3TOM cekTope 3aHuMaroT paspadotku MIIY nHa
AKCTOPT, TO ecTh ayrcopcunr MITY. Takoe monsiTue BKiIO4YaeT B cedsi pa3pabOTKy
NITY Ha 3aka3 1 111 HKCHOpTa TOTOBOM «YIIAKOBAaHHOW MPOAYKIIUU.

Bo BTOpOIl rnaBe auccepranuu «MeTogudecKkue acneKThbl CO3IaHUA U COBITA
HHGPOPMALMOHHBIX MPOAYKTOB U YCJIYI» HA OCHOBE MAPKETUHIBBIX MCCIECIOBAHUM
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M3Yy4eHBI TPEOOBAHUS KIIMEHTOB K CO3JJaHUIO MPOTPAMMHBIX MTPOTYKTOB W BIIUSIOIIHEC
Ha 3TO (haKTOPBI, MPOBEACH aHATN3 YKOHOMUYECKUX MOKa3aTeneil pa3paboTku, cObITa
IPOrpaMMHOTO MPOJYKTa U €ro OOCITYXUBaHUSI, TIPETIOKEHbI METObI MPOBEICHUS
MapKETHUHTa MPOrpPaMMHOI0 00ECTICUECHHSI.

Honsa cexktopa UKT B BamoBom BHyTpenHem mnpoaykre (BBII) PecrnyOnnku
VY30ekucTaH noka3ana B Tabnuue 2 Huke. [1o ero nanueiM, B 2017 roay poms cekropa
HUKT B BBII cocraBuna 2,2% 0 OTHOIIIEHHUIO K BaJIOBOM J0OOaBJIEHHON CTOMMOCTHU
AKOHOMHMKH, €ro 1108 1no otHoueHuo Kk BBII - 1,9%, a k koniy 2022 roga - 1,9% u
1,8% (2-tabmn.). Oto MOxHO OOBsCHHTH TeM, uto cektop HMKT He pacrer
nponopuuoHanisHo BBII.

Taoauna 2
BasioBasi no6asiennas croumocth MKT-cexTopa B Pecnybiinke Y306ekucran’?

Haumenosanue 2015r. | 2016r.|2017r. |2018r. | 2019r.| 2020r.| 2021r.
nmorkasarteJjis

Bainosas no0aBieHHas

190036,2| 220064,0 | 267744,8 | 361072,7 | 465357,4 | 532753,3 | 621258,8
CTOUMOCTb — BCET0J.CObM

UKT-cexkTop B TEKyIIHX

3579,90 | 4575,20 | 5849,00 | 7023,90 | 7634,90 | 8432,10 | 9218,30
LEHAX, MJIPA.CYM

ITo cpaBHEHUIO € BanoOBOM

00aBIIEHHON CTOMMOCTBIO 1,9 2,1 2,2 1,9 1,6 2,0 2,1
10 DKOHOMHKE
[To cpaBuenwnro ¢ BBIIL, B % 1,7 1,9 1,9 1,7 15 2,1 2,2

UKT-cexrop: UT-cdepa B

148,2 278,7 391,1 703,8 1006,40 | 1 006,40 | 1 006,40
TEeKYIIUX IIeHaX, MIPI.CYM

ITo cpaBHEeHMIO C BaoOBOU

JI00aBJIIEHHOW CTOMMOCTBIO 0,1 0,1 0,1 0,2 0,2 0,2 0,3
10 PKOHOMHMKE, %
ITo cpasnenuto ¢ BBII, % 0,1 0,1 0,1 0,2 0,2 0,2 0,3

Konrent-cextop u CMU B

294,7 392,4 518,7 740,3 882 942,5 1017,1
TEKYLIUX [EeHaX, MIPA.CyM

ITo cpaBHEHUIO € BaOBOM

JI00ABIEHHONH CTOMMOCTELIO 0,2 0,2 0,2 0,2 0,2 0,3 0,3
10 SKOHOMHKE, %o
ITo cpasnenuto ¢ BBII, % 0,1 0,2 0,2 0,2 0,2 0,23 0,27

B V36ekucrane peanusyrorcs peopmbl U co3Aat0TCs 01aronpusiTHbIE YCIOBHS
IUIA IanpHeiero pa3BuTus cepbl HHPOPMAIIMOHHBIX TEXHOJIOTUH U MPOU3BOICTBA
IPOrpaMMHBIX MPOAYKTOB. B pe3ynpTaTe B mocieqHue roabl IPUHUMAIOTCS MEPHI 1O
nepexoly AaHHOM cdepbl HA MHHOBAIIMOHHOE PAa3BUTHE, DPACIIUPSIIOTCS MacCIITa0bl
pealln3aly CTapTan-MpoeKTOB, YBEININBACTCS CPaBHUTEIBHAS OIS IPOTPAMMHOTO
o0OecrieueHruss U BBICOKOTEXHOJOTHYHBIX MPOAYKTOB M YCIYT Ha BHYTPEHHEM U
BHEIITHEM pPBhIHKAX.

CornacHO WCCIEIOBaHUSAM, 1O MHEHHIO MHOTHX MEHEIKEPOB  OCHOBHBIM
CHOCOOOM  YCOBEpPILIEHCTBOBAHMS TMPOM3BOJACTBA MPOrPaMMHBIX NPOAYKTOB U
MOBBIIICHUS KBATU(PUKAIIMHN CIIEHUATUCTOB B 3TOM 00JIACTH ABJISETCS HAKOIUICHUE U
3¢ (eKTUBHOE UCTIOIB30BAHUE OMBbITa HANOO0JIEE YCIEIIHBIX Pa3padOTIYMKOB.

12 CocTaBnena Ha OCHOBE JAHHBIX ATeHTCTBA MO cratucTHke npu [Ipesunente Pecrybnuku Y36exucraH.
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OpHako  pemuTh COBPEMEHHBIE MPOOJIEMBI  TPOU3BOJICTBA  CIIOMKHBIX
MIPOTPAMMHBIX TPOIYKTOB TOJBKO 3a CUET TMOBBIMICHUS KBATH(PUKAINHA OTACITHHBIX
pa3pabOTUYNKOB HEBO3MOXKHO. VHmuBHayandpbHas TPOU3BOAUTEIBLHOCTH TpyHa
HanOosee KBATH(PUIIUPOBAHHBIX U I(M(EKTUBHBIX MPOU3BOIUTEIICH MOXKET OBITH
HECKOJILKO BHIIIE, YeM y MEHee KBaTU(UIIMPOBAHHBIX, B APYTOM CIydae OHH MOTYT
OKa3aThCsl OJTUHAKOBBIMH.

B otnudme oT TpaAMIIMOHHOTO TIPOU3BOACTBA, KaXIbIH MPOTPAMMHBIN MPOTYKT
MMEET CBOM OTIUIHTEIbHBIC 0cOOeHHOCTH. [IpH 3TOM pyKOBOAHMTEIH MPOCKTA TOTKEH
MPOSIBUTH XOPOIITUE CIIOCOOHOCTH U BBHICOKYIO KBATU(UKAIIMIO U PEIINTh CICTYIOIINE
3a/1auu:

VIPABJISITH TPOIIECCAMHU BBISBIICHUS, ONIPeeTIeHUS U (POPMUPOBAHUS TPEOOBAHUI
MOTpeOUTENS K MPOYKINU;

MIPOBEPHUTH, HACKOJIBKO XapaKTep TpeOOBaHUU K MPOTPAMMHOMY 00ECIICUCHHUIO
COOTBETCTBYET PEAIbHON KOHIICTIIIUU KIIUEHTA;

BECTH TIEPETOBOPHI C 3aKa34uMKOM, I[OJIb30BATEISIMU M pa3padOTUYMKaMHU,
YCTAaHOBUTh, YTO XOYET KIMEHT, OMNPEACIUTh W TMOJJCPKUBATH OalaHC MEXKIY
KEJTaHHEeM KJIMEeHTa U OIOJUKETOM, BBIJICIICHHBIM KOMaHJE pa3pabOTUYMKOB Ha
pealn3airio MPOIYKTa C YIETOM UMEIOIINXCS PECYPCOB U BPEMEHHU.

B xauectBe OCHOBBI A1 3PPEKTUBHOrO YMNPABICHUS MPOLECCOM pPa3pabOTKH
MIPOEKTa KOMILUIEKC TIPOTPAMMHBIX MPOIYKTOB JIOJDKEH OBITH CPOPMUPOBAH C YICTOM
3a/1ady  OTJEIBHBIX HCIOJHHUTENEH paldoT, BBIACICHHBIX MM PECYpPCOB, a TaKKe
OKUJIAEMBbIX pEe3yJbTaTOB W OTBEJAEHHOrO cpoka. I[lmaHupoBaHue MPOEKTOB
MIPOTPaMMHOTO MPOJIYKTa, TpeOyeMbie XapaKTePUCTUKHU cO371aBaeMoi
WHOOPMAITMOHHOW  CHCTEMBI  JIOJDKHBI ~ COOTBETCTBOBATH  BO3MOXKHOCTSAM
OTPaHUUYCHHBIX PECYPCOB, HEOOXOAMMBIX IS UX pa3paboTku u mpuMeHeHus. O0beM
PECYpCOB YCTAaHABJIMBAETCS HCXOAS W3 HAYaJbHBIX TPEeOOBaHMI K OOBEKTY
MPOM3BOJACTBA, a HAACKHOCTh IUIAHUPOBAHUS TIOBBIIMIACTCS YXKE B IMpoIecce
CHUCTEMHOTO aHaJlu3a W TPOSKTHPOBAHWSA, B CBS3M C YE€M OHM JOJKHBI TIPOUTH
CJIEYIOIINE ATAIbI:

U3y4YeHHe 00bEeKTa U AU3aiiHa I MPEBAPUTEIHLHOTO OMTUCAHUS TIeJIel U 3a1a4
MPOCKTA;

peIBapUTEIHLHOE IPOTHO3UPOBAHUE BO3MOYHBIX XapaKTEPUCTHK
MPOTrPaMMHOTO MPOAYKTA U TpeOOBaHUI K HEMY Ha OCHOBE 00001IeHUsI HH(GOpMAITIH,
MOJIYYCHHOM OT paHee pEaM30BAaHHBIX AHAJOTHYHBIX IPOTOTUIIOB, W CO3JIaHUS
aApPXUTEKTYPHI MPOCKTA;

ydeT PEeCypCHBIX 3aTpaT Ha BBIMOJHCHHE PA0OT MO 3TamaM W TPUKIIATHBIM
MakeTaM MPOTPaMMHOT0 00ECIICUCHHS,

JeTaNnu3aIus MPOU3BOACTBEHHOTO ITUTaHA, YIPABJICHHE €T0 BBHITIOJHEHUS, €ro
omepaTMBHAs HACTpPOWKA M TEpPepaclpesieieHHe pPeCcCypcoB B COOTBETCTBUU C
OCOOEHHOCTSIMU  pa3pabOTKM COCTaBHBIX YacTe KOMILIEKCA MPOTPaMMHBIX
MPOTYKTOB;

00001menne u cOop pe3ylbTaTOB TUIAHUPOBAHUS U YIPABJICHUS KOHKPETHBIM
MIPOCKTOM C IIEJIbIO MCITOJIB30BAHUS 3TOH MH(POPMAIIMHM B KA4ECTBE MPOTOTHUIIA TIPU
MIPOU3BOJICTBE MPOTPAMMHBIX TPOAYKTOB.

JlJis KJIIMEHTOB BaKHO HE TOJBKO KAayeCTBO M aKTYaJIbHOCTh MPOTPAMMHOTO
NpOAYyKTa, HO U CPOK €ro Hcroib3oBaHus. OmpeeneHHOe H3MEHEHHE JH00ro
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IPOrpaMMHOTO MPOJYKTa MPUBOJUT K CHUKEHHUIO €ro MOTPEOUTENbCKUX CBOWCTB.
[ToaTOMY TIpH TIPOCKTUPOBAHKH CJICTyET OOPAaTUTh BHUMAHHUE U HA KU3HCHHBIN ITHKIT
MPOrpaMMHBIX MPOAYKTOB. Mexay TEeM OJHOM W3 OCHOBHBIX 33/1a4 YIIPaBJICHUS
MPOEKTAMH SIBIIIETCA MPOJJICHUE >XKU3HEHHOTO IMKJA MPOTPAMMHBIX MPOAYKTOB. B
CBSI3U C 3THM, Ha PUCYHKE | CHCTEMATHU3MPOBAHBI TEXHOJOTHH, HCIOJb3YEMBIE B
KU3HEHHOM  IIMKJIE€ MapKeTuHra 1u@poBBIX MNpoaykToB. Mcmonb3oBaHue
IIpEJIaracMblX TEXHOJOTUM IT03BOJISAET NMPOJJIUTh KU3HEHHBIM LIMKJII [POrPaMMHBIX
IIPOAYKTOB, IPUYEM 3T U3MEHEHHUS JIOJKHBI COOTBETCTBOBATH 0KUIAHUSAM KIIMEHTOB.

Mnatdopmbl undposoro onbiTa
MporpeccusHble BEG-NPUNOKEHNUA
OcHoBaHHas Ha API
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TO4Ka TOYKA Has TOYKa moabeEMaA 3¢ eKTHBHOCTH

Puc.l. /Ku3HeHHbIH MK MapKeTHHra Hu¢pPoBLIX npogykross

JUis JOCTHKEHHsSI MAaKCUMAJIbHOTO 0XBaTa Ha PhIHKE HEOOXOIUMO PacCMOTPETh
BO3MOKHOCTb MCIOJIb30BAHNSI PEKOMEHIYEMBIX NOKa3aTesiel IPH ONPEIEICHUN MEP
0 MPOAJICHUIO CPOKA KU3ZHHU.

B xome uccnenoBanus ObuiM pa3paOoOTaHbl PEKOMEHJALMU IO MPUMEHEHUIO
Metonosiorun SCRUM, oCHOBaHHON Ha KOHUENUMU ATWIE, TI€ Npeaiaraercs
peanusanus mMapketuHra no merogonorun SCRUM mpu npoBeneHurM MapKETHHIa
MpPOrpaMMHBIX MPOAYKTOB. Ha pucyHke moka3aH >KU3HEHHBIA LMK MPOrPaMMHOIO
MPOAYKTA U €r0 MapKETUHIOBbIN noaxox no metononorun SCRUM.

B npemmaraemom wmapketunre mnpumeHenne werogosiorun SCRUM  npaer
KoMIanusiMm B cdepe uHOpMaAIMOHHOrO0 OW3HEcCa CIEIyIONUe MPEUMYINecTBa:
KOHKPETHO U KpaTKO pPAacCMaTpPUBAIOTCA PA3JIUYHBIE MPUOPUTETHI, PETYISIPHBIC
MPOBEPKU OOBEAUHSAIOT 3aMHTEPECOBAHHBIE CTOPOHBI, AK€ €CIM OHU MPECIEAYIOT
pa3Hble UWHTEPECHI, PEUICHUs NOpPUHUMAET BIaAeNiel] MPOAYKTa, YIYUYIICHHBIN

13 CocraBnen o pesynbpraTaM MCCIeOBaHHS aBTOPA.
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MapKETUHIOBBIM aHalu3 CIYKUT JI1 KOPPEKTUPOBKH cCrocoda IUIaHUPOBAaHUS
KOMITaHUU.

Hamm wuccnenoBaHus IOKa3bIBAlOT, YTO JUIA YCIEIIHOIO IOCTPOEHHUS
HKOCUCTEMBl ~ MH(POPMAIIMOHHOTO OW3HECa BaXKHO IOHUMaThb TpeOOBaHUs
PETHOHAJIBHOTO pPBIHKA U CJIEI0BaTh IJI00ANbHBIM TEHACHUUSAM. B cBs3u ¢ 3TUM
BO3HUKAET HEOOXOAMMOCTh IOJATOTOBKM M IepeoOydeHus KBaIM(ULIMPOBAHHBIX
CHELMAIMCTOB B 00JIaCTH pa3pabOTKHU CIIOKHBIX CUCTEM IIPOIPaMMHOTO 00€CIIEUEeHHUS,
UX OOy4YeHHs COBPEMEHHBIM METOJAM BBIIYCKA AaKTaJIbHBIX M KaYECTBEHHBIX
IIPOTPAMMHBIX IMPOAYKTOB ¥ COBPEMEHHOU KYJIbTYpPE IPOTPAMMHUPOBAHUS.

BEKLOG SPRINT: ExxepHeBHan
Heﬂl/l Co3paHue exxeMeCcAYHOro KaseHaapa BCTpeya:
MapKETHHTa KOHTEHTa STMHaMM " BREMEHEM Yto 6110 CAeNnaHo
'_ coobueHmit; Co3paHue BMU3yana u Buepa?
3aro/I0BKOB 1A NepBO HeAen NOCTOB; )

Hag uyem Bbl paboTtaeTe
cerogHa?
EcTb nn npenatctaua?

I I I I I I I I HacTpoiika KPI;
\x OnpeaeneHue 10 cambIX NyyLnxX

MHAOHCEPOB; Pa3paboTKa 3NEKTPOHHbIX

3anucu nonb3oBartena: ””CEMV/HPGAHO)KZH”M ana HOBbIE USMEHEHUA:
: . B3aMMOAENCTBUA C MHIIOHCEpamM.
noxenaHus; A b 24- Co3paaHue 1 M3aaHue
- LLEHHOCTb/MNONE3HOCTb; —— HegenbHble KOHTeHTa 610ra.
- yaobcrso/obneryenne.. = CRPUHTLI PaboTa ¢ UHPIIOHCEPaMK
— n 3aBepuleHune
8 : T 3 NapTHEePCKMX KOHTPAKTOB,
=
[ 4 22
Qo CE
beknoru npoaykra:
CosfaHue KoHTeHTa ans 6ora; ‘
Co3paaHue KamnaHum B BexJjiorn B],]ﬁpa]-[- AHaan3 npoiuecca AHaJIM3 CIIPUHTA?
CoUManbHbIX ceTax; HOIi NPOLYKIHH: CHpHHTA: Kaxkue nenu Ob1am
COTPYAHWUYECTBO C UHPIOEH- - OCTUTHYTBHI?
CosJiaHne KaMIaHuu B Kaxoit mponecc npouen A YTBI:
cepamu; CTpaTerus onTMMmU3aLmm o Kak mpunokenne
MarasuHa NpuAOXKeHUi; 3anyck COLUMATBHBIX CETAX; < Xopormo: HOBIHANO HA MPOIAKY
MapKeTUHroBOM KamMnaH1m no Corpynnuyectso ¢ Kaxne acriexrer MOXKHO P ’
5N1eKTPOHHOM nouTe MH(IIOCHCEpaMH; YIYHIIATH B CIIEIYIOMIHI 3aTpYysKit win
— pas? BOBJICYUEHHOCTh
- - I10JIb30BaTENIeH?
Lo ] -
————— I URURURC
- MnaHbl CNPUHT

Puc. 2. Peann3anuy sKH3HEHHOT0 IIMKJIA IIPOrPAMMHOTO NPOAYKTA H €ro
MapKeTHHra 1o merogoaorun SCRUM

Hcxonss u3 W3JI0XKEHHOTO BbIIIE, pa3pabdOTUHMK MPOrPAaMMHOIO OOeCreUYeHUs
JOJKEH BBIMIOJIHUTG CIEAYIOLIME OCHOBHBIE 3a/aud: 1) yCTaHOBJIEHUE KOHTAKTa C
MOTEHUHAIBbHBIMU KIIMEHTAMHU MPOTPAMMHOTO MPOAYKTa €lie JO €ro FOTOBHOCTH;
2) mpe3eHTalMs €ro yTBEPKIESHHBIM KJIMEHTaM B PEKUME HAa4aJIbHOTO TECTUPOBAHUS,
3) noctmwxkenue nepBbix 5-10-100 npoxaxk; 4) co3maHre CUCTEMbI COBITA TTPOTYKTA; 5)
dbopmupoBanne >PPEKTUBHON TMOCIECIOBATEILHOCTH JTAINOB YIPABJICHUS CUCTEMOM
MPOIaK MPOTPAMMHOI0 00ECIICUEHUS.

B tpertsent riiaBe auccepranun «Mcnonb3oBaHue HU(pPPOBLIX HHCTPYMEHTOB
MapKeTHMHIa B JJIEKTPOHHOM KOMMepUUHM HHPOPMALNMOHHBIX NPOLYKTOB»
OTMCaHbl COBPEMEHHBIE METObl U MOJICNU IU(PPOBOro MapKETUHTa U yIpaBJICHUS
ousHec-niporieccamu no koHmenuuu Wuamyctpus 4.0. IpemaioxxkeHbl METOAMYECKUE
MOAXO/Abl K YIMPaBIEHUIO NU(PPOBON MApKETHHTOBON NEATEILHOCTHIO KOMITAHUMA,

14 Paspa6otka aBTOpa.
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MPEIOCTABISIONNX WH(OPMAITMOHHBIE TPOIYKTHI W YCIYTH. BBISBIECHBI METOIBI
3¢ (deKTUBHON oOpraHu3alii (YHKIHMOHUPOBAHUS IIATPOPM, MPEAOCTABISIONINX
UH(GOPMAIIMOHHbBIE TTPOYKTHI U YCIYTH.

Nunyctpus 4.0 onmceiBaeT YETBEPTYH MPOMBIIUIEHHYK) PEBOJIIOLUIO,
XapaKTEPU3YIOUIYIOCS UHTErpaueil B MPOU3BOACTBO U JAPYTHE OTPACIU MEPEIOBBIX
TexHosorui, Takux kak MateprHet Bemielt (IoT), uckyccrBennsiit uatemwiekt (MN) u
pOOOTOTEXHUKA.

O¢ddexTuBHOE UCHOIB30BAHUE HHCTPYMEHTOB IU(GPOBOrO  MapKETHHTa
Nunyctpus 4.0 BHECIIO 3HAYUTENIbHBIE U3MEHEHHUS B MAPKETUHT, MO0y K 1asi KOMITaHUU
0oJiee MUPOKO MCIOIB30BATh METOJO0B IU(PPOBOrO0 MAPKETUHTA JJIsi IPUBJICUYCHUS U
yAEpKaHUs KIHEHTOB.

VYmpasienue OusHec-mipoueccamu: Uunyctpus 4.0 Takke HW3MEHUT CIOCOOBI
yOpaBJIEHUS NPEANPUITUIMHA CBOMX THpoleccoB. KoMmaHuum Bce daile CTaiu
MCIIOJIb30BaTh LUU(POBBIE TEXHOJOTUU JJI1 ONTUMHU3ALMU U aBTOMATU3ALMH CBOMX
MPOLIECCOB, YTO MPUBOAMUT K TMOBBIIIEHUIO 3(P(HEKTUBHOCTH W SKOHOMHUHU 3aTpar.
CoBpeMeHHbIE MOJIETH YNPaBJICHUsI OM3HEC-NPOLIECCAMU HAIIUIM CBOE OTPA’KEHUE B
aBromaTuzanuu OusHec-mpoueccoB (ABII); pecTpykTypuzauuu OH3HEC-TIPOLIECCOB
(BPR); B meTononoruu 6 Curm (Lean Six Sigma) u B MeTog0JI0THUH ATHIIE.

[To MHEHMIO aBTOpa, KOMIAHUSM HEOOXOJUMO HAyYUTHCS OPUEHTHUPOBATHCS B
CIIOXHOM cpele UU(pPOBOrO0 MapKETUHIra, CHEUUAIbHO AaJalTUPOBAHHOM MJis
noctaBumkoB HMIIY. B coBpeMeHHOM OBICTpO pa3BHBarolmieMcs LU(POBOM
nanamwadTe MNPUOPUTETHOM 3ajayeil ABIsAETCS OOECHeueHUEe COTJIaCOBAHHOCTH
OpraHU3allMOHHO-?KOHOMHYECKHX MEXaHU3MOB YIPABICHHUS C MapPKETUHIOBOM
NEATENbHOCTBIO  KOMMaHui, npenoctasistommx  HITY. DOtu mMexaHusmbl
obecrieunBalOT 3PHEKTUBHOCTD, PE3YIHTATUBHOCTh M THOKOCTh MAPKETHHTA.

B  BupTyanbHOW cpene  OpPraHM3alMOHHO-3KOHOMUYECKHE  MEXaHU3MBbI
VOPABJICHUS] MAPKETHUHTOBOM JI€ATEIBbHOCTBIO PA3IEJIC€Hbl HA SKOHOMUYECKYIO U
OpraHU3allMOHHYIO0 CcOCTaBisAronme. OpraHu3alMOHHBIE MEXAHU3MbI MPEICTABICHBI
(GYyHKIMOHATBHBIMHM  337]a4aMH  MApKETHHTOBBIX OTJEJIIOB KOMITAHHM, NPUHATHEM
CTPATETMYECKUX PEUICHUH M TOKa3aTeNsIMH HMX HCIOJb30BaHUA. DKOHOMUYECKHE
MEXaHU3Mbl OTPAXKAIOT JACATEIHHOCTh KOMIIAHWHU, CBSI3aHHYIO ¢ (UHAHCAMU H
1IeHOBbIMU cTpaterusiMu. B nmanamadte UT komnanum nepexoasT Ha UCTIOIb30BaHUE
MHOKECTBA HOBBIX MOJIXO00B JJIsl TOTO, YTOOBI BBIAEIUTHCS U JOOUTHCS JTUAEPCTBA HA
pbiHKe. OAHUM M3 TaKuUX TMOAXOJOB SBJISETCA YNPABICHUE MApPKETUHIOBOM
NESTETPHOCThI0O Ha OCHOBE MOTHBAIMOHHBIX  GyHKIUNA. OpraHu3aluoHHO-
HKOHOMHUYECKNE MEXAHU3MbI YIIPABIECHUS MAPKETUHT OBOM €A TEIbHOCTHIO KOMIIaHUH,
MPEIOCTABISIONINX WH(DOPMAIMOHHBIC MPOAYKTHl U YCIYTH, B BHUPTYaIbHOM MHPE
paccMaTpUBAIOTCSl KaK Ba)XHOE HAIMPABICHUE WCIOJIb30BAHUS MOTHUBALIMOHHBIX
(GyHKLMIA, pa3BUBAIOIIMX COLUATBHOE MPU3HAHUE U JINYHOCTHBINA MOTEHIIHAIL.

UYepes opraHu3alliOHHOE yIpaBieHUE KOMIIAHHEW HAa OCHOBE MOTHBALIMOHHBIX
¢bynkumii, UT-O6m3nec Oyner mnpuszHaH Ooyiee HAJASKHBIM, MPHUBJICKATEIBHBIM U
s dexkTuBHBIM Ou3HecoM. Ha pucyHke 3 mpeacraBieHa MOJEHb YNPaBICHUS
MapKETUHTOBOM JIESITEIbHOCTHIO KOMIAHUM, MPEAOCTaBISIOMNUX HH(DOpPMALMOHHBIE
MPOIYKTHI M YCIIYTH, OHa OCHOBaHA HA MOTUBAIIMOHHBIX (DYHKITHSX.
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VYnpasnenne peiHKkoM MWIIY Ha oCHOBE NpEeanoKEHHOW KOHLENIHUW HACT
BO3MOYKHOCTh TPOSIBIATh BHUPTyaldbHbIE (OpPMBI OW3HECAa, OPUCHTHUPOBAHHBIC HA
KJIMEHTOB W HAIlCJICHHbIE Ha CO3/aHME JUIsi HUX OOJBIIOW BBITOJIBI, a TaKXKe
dbopmupoBats koHuenuio «llpeanpustre 4.0», BHEAPSATh HOBBIC MPUHIIMIBI U
MOJXOAbI K OPTAHU3ALWH U YIIPABICHUIO BUPTYAIbHBIMU IPEAITPUATUIMU.

YnpasjieHue MAapKeTHHIOBOM 1eTeJIbHOCTHIO npeanpusituii UITY

l

|
Opranuzanus , Beinonaenue
MapKETHHTOBBIX $ ' CTpaTEerHYeCcKHX
HCCIIEeI0OBaHUHN Yyepe3 _ TUIAHOB;
WurepHer; 0€e30I1aCHOCTh
Onpenenenue nHpOopMaIyy,;
HaJTM4¥s OH-TIAiH Hanaxxusanue Db dekxTrBHAS 0e30macHbIi
HPHUCYTCTBUSI (YHKIMOHHPOBAHUS OpraHu3anus CHCTEMHBII
KITHEHTOB 1 mudposoro CounansHoe UHQPACTPYKTYpHI KOHTPOJIb TIPO(HIIS
BBISIBJICHHC CTCIICHU MapKeTHHIa,; IpU3HAHKE B UT,; KJIMCHTA,;
UX JOCTYIIA K OpraHM3alys CUCTEMEl| | BUPTYasbHOM Cpee; Vcnonb3oBaHue obecrieueHue
UHTEpHET- paboThI B BUPTYaJbHOMH| |PasBHTHE THYHOCTHOTO CRM-cucrem; MPO3pauHOCTH,;
utathopmam; cpene; HOTCHYyHAIa; CounanbHbIH Meaua- IT-aymur;
OTIpEIeIICHUS BHenpeHne KOHICIIHY] BHE/PCHUE CUCTEM MEHEKMCHT, KOOPAVMHUPOBAHHOCT
JIOCTYTa K «[Ipennpusitue 4.0»; TIOOMpCHIAE, Coupansusiii PR b OM3HEC-TIPOIIECCOB
Teitmuduxarms .
H(GPOBBIM Hcnonb3oBaHue MEHE/IKMCHT;
HHCTPYMCHTaM JIMCTaHIIMOHHBIX Agile u Scrum
TEXHOJIOI'Ui
Google Analytics\ CRM A\ CRM systems A
SEMrush/Ahrefs M i Sprout Tableau
onday.com Kahoot! Praise P Kissmetrics/Hotjar
HubSpot Slack Social media Social/Buffer Moz
Trello/Asana Dropbox/Google 15Five Mailchimp/Const Hootsuit
Google Trends Dri i ant Contact ue
rive GamEffective DashThis
Basecamp ) Marketo

1

T

A
/|\

T

Puc.3. Moaennb ynpaBjieHUsi MAPKETUHTOBOM 1eSITeJIbHOCTHI0O KOMIIAHUH,
NPeIoCTABJIAININX MH(POPMAIIUOHHBIE MPOAYKTHI U YCJIYT'H, OCHOBAHHAS HA

MOTHBALMOHHBIX (PYHKIUAX

15 Paspa6otka aBTOpa
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Bxon B Marasun
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IIpenn. anpTep.-HOrO
120004

Hamnn
albpTeP.-BY

Coser U

Her

COBET
npuemiaem?

CoxpaHuTh

Bribepure
npyroi UITY

coot. UITY?

OLICHKY ‘
|
CpaBHEHHE CBOWCTB

HITy
|

®DopM. IICHBI U HHTEpPEC.
P e IT0KESHHII

3 caMbIX .
JIYUIITHX
MNDEII.-HUI

Her
Pexomenmanuy
y0B.-JI1 Bac?

Ilepexon Ha KOp3UHY
DO MANK

[Iposepxka 6e3omac.-tu | .
U yCIIOBUM

Y 10B.-HBI TH
TMOKVITKOH?

Bam oT3n1B ’

Cnacu6o 3a
MOKYIKY!
( Brixon U3 MarasuHa >

O030p U peHTHHTOBYIO .

Tun UITY, niamgpopma,
YEHOBOIL NPOMEICYMOK U
op.

IIpedcmasnenue oms3u1606
U OYeHOK noKynameinetl

Kpamxoe onucanue,
nepexoo Ha camvie
ayuwue 3 UITY,
npeoiodCceHHbLe C
yKasanuem
NONOAHCUMENBHBIX U
OMPUYAMETLHBIX CIOPOH

Yéeoumecw, umo sawa
mpaH3axyus 6e30nacHa.
Ilposepvme HTTPS,
npoumume yciosus
npooasua

Ocmagvme om3vi8ul 0l
ynyuuenus. Mooxcrno
B0CHOIL3068AMBCS
Queypamu 6 sude nanvya

Puc. 4. Aaroputm Bbioopa u nokynku UITY B unTepHer-marasunax:®

16 PazpaboTka aBTOpA.
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N3-3a OTCYTCTBUS B COBPEMEHHOMU AIEKTPOHHOMN KOMMEpIUU
CHEIUATN3UPOBAHHBIX OTPACTEBBIX CTAHIAPTOB M HOPM OOCTY>KMBAHUS HET M YETKUX
MPU3HAKOB TIEPEUYHCICHHBIX BHIOB. He OymerT omuOKON HCIOIh30BaTh TaKHE
Ha3BaHUS i1 OOO3HAYCHHMS THUIA Mara3wHa. OTH TOJKATCTOPUU  CIICTyeT
paccMaTpuBaTh 10 KPHUTEPUIO KIACCU(UKAIIUM «ACCOPTUMEHT MpeJiaraeMbIX
TOBapoB». ['JlaBHas IIEHHOCTh BBIPAXKAETCS B OCHOBHOW MOTPEOHOCTH, KOTOPYIO
NOTPEOUTENb XOUET yIOBIETBOPUTH, TPUOOpPETast ToBap. BTopoit ypoBeHb — OCHOBHBIE
BO3MOXHOCTH TOPTOBBIX YCIYT. DTO BCETO JIUIb 0053aTeIbHBIC 3JIEMEHTHI CITYXKObI
npojax, 6e3 caMoro ToBapa MU OCHOBHOM CIIy»KObl IIPOJIa’K HEBO3MOXKHA peau3alius
ee OCHOBHBIX (yHKIUN. OOs3aTelbHBIE 3JIEMEHTHI OMNPEACISAIOTCS METOJAMHU U
dbopmMamMu TOPrOBIHM, TpeOyeMoW NpakTUKOW oOcmykuBaHusa. CTaHAAPT TOKYMKH
TOBapa B 3JIEKTPOHHOM KOMMEPIIMM OCHOBaH Ha aJrOpPUTME, MPEICTaBICHHOM Ha
pUCYHKe 4.

CraHmapTHBIA aNTOPUTM NPHOOPETEHHS MPOAYKTOB DJIEKTPOHHOM KOMMEPIIMH
BKJIFOYAET B ce0sl BBISIBIICHHE MOTPEOHOCTEH KIMEHTOB, MOUCK MPOIYKTOB, OLIEHKY
BAPUAHTOB, MIPUHATHE PEIICHUS O MOKYIKE, COBEPIICHUE MOKYIKH U OLEHKY IOCIE
MOKYNKU. OTOT aJIrOPUTM MOXHO JOTIOJHUTh HECKOJBKUMHU IH(PPOBBIMU
TEXHOJOTUSAMHU. MCKYCCTBEHHBIM MHTEUIEKT M MAalIMHHOE OOYy4YeHHE MOTYT
MPEUIOKUTh OOCTY>KMBAHUE KJIMEHTOB U MEPCOHAIM3UPOBAHHBIC PEKOMEHIAINH, a
«bur [lata» npenocTaBiseT JOMOJHUTEIbHYIO aHAIUTUKY JJIs1 KOHKPETHBIX KIIMEHTOB.

Pacmmmpennas u BUpTyalibHasi peajibHOCTb CO3JayT YHUKAIbHBIN OIBIT MOKYTIOK,
a texnonorus Blockchain moMmoxeT ob6ecrieunTh 6e30macHbie TpaH3akiuu. HTepHeT
BellleH yJydIlaeT OTCIEKUBAHUE TOBAPOB, & MOOMIIbHBIE TEXHOJIOTHUH ONITUMUZUPYIOT
MPOILIECC MOKYIIOK JJIsl ONIEPATUBHBIX MOJIb30BaTeNe. IHTerpanus conraibHbIX CETEN
CIIOCOOCTBYET COLIMATBLHBIM TMOKYIKaM U MpOMaraHaupyeT BUAUMOCTh MPOJAYKTOB, a
TEXHOJIOTUU TOJOCOBOTO IOMCKAa W TMOKYIOK CIOCOOCTBYIOT 0oJjiee HIUPOKOMY
HCIIOJB30BAaHUI0 IUGPOBBIX MOMOITHUKOB. DT TEXHOJIOTHU TPHU CTPATETHUYECKOM
00BbEIMHEHUU MOTYT CIYXUTh KapJWHAJILHOMY YJIYUIIEHHIO KapTorpadupoBaHUS
KJIMEHTOB U 00IleMYy ycriexy Ou3Heca dJIEKTPOHHOW KOMMEPIIUH.

[To pesynpraram ompoca, MPOBEICHHOTO CPEAN IOCTOSIHHBIX KIUEHTOB H
AKCIIEPTOB B c(hepe MHTEPHET-TOPTOBIH, TPEOYETCS OILIEHUTh 3HAYUMOCTh U YPOBEHb
(haKTOpPOB YJOBJIETBOPEHHOCTH B MHTEPHET-Mara3vHax pas3InyHOM CIielUaTUu3aIliH.
Onenka ctpoutcs Ha 4 OCHOBHBIX (akTopax: (haKTOPBI, CBS3aHHBICE C TOBAPOM,
(bakTOophI, CBI3aHHBIE C YA0OCTBOM CaiiTa, PaKTOpbl, CBI3aHHBIE C UH(OPMAIITMOHHBIMU
yCIIyramMmu WHTEpHET-Mara3uHa, U (haxTopHl, CBSI3aHHBIC
C CHUCTEMOW peaju3aliu MPOIYKIMU U JOTMCTUKU. Ha ocHOBaHMM 3TUX (DAaKTOPOB
WHJEKC  YJAOBJIETBOPEHHOCTH  TIOKyIaTejled  Mara3uHoM  OILICHUBaeTcs 110
4 HampaBJIEHUSIM Ha OCHOBE CJIEAYIONIUX (haKTOPOB:

5. ®aKTOph! yI0BIETBOPEHHOCTH KIIMEHTOB MPOAyKIUeH Marazuna (X;):

Xi — M0JHOTa aCCOPTUMEHTA MPOAYKIIHH;

X3 — mMupoTa (CIEKTP) aCCOPTUMEHTA NPOTYKLIUH;

X3 — nonHoTa HHGOPMALMH O MPOAYKIUHK (POTO, MHCTPYKIHUS 10 TIPUMEHEHHIO,
MIPOU3BOIUTEIb, KAUECTBO U CEPTUDHUKATHI U T.1.);

6. @akTOpHI, CBA3aHHBIE C YIOOCTBOM caiiTa MHTEpHET-Mara3uHa Jisi KJIMEHTOB
(X7):

x? — yno6CTBO TOKMCKA M BBIOOpA TOBapa Ha CaiiTe;
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X% — y1no0CTBO Ipolecca NOKYIKU TOBApa;

7. @aKkTOphl YIOBIETBOPEHHOCTH KJIMEHTOB WH(OPMAIMOHHBIMU yCIyraMu B
WHTepHeT-Marasune. (X;):

x3 — Hamuuue UHCTPYKUMIA O paboTe Ha caiire;

X3 — ypoBeHb HpelocTaBIeHs HHPOPMALUI O HPOAYKIIUH;

X3 — Hamuuue OHIAKH-BO3MOXKHOCTEH OOPATHOM CBA3M;

X3 — Haluuue PyKOBOJCTB II0 paboTe Ha caiite;

8. @akTophbl, CBA3aHHBIE C MPOJAXKaMH MPOTYKIUU U JOTUCTUUECKON CHUCTEMOI
MHTepHeT-Marasuna (X;):

X} — HaJMYME YCIYT IO JOCTABKE TOBAPOB;

X3 — HAJHYME CHCTEM CTHMYJIMPOBAHUS IIPOAAXK IPOLYKIIHHY;

X3 — yn0OCTBO HAXOKECHHUS CAliTa B IOMCKOBBIX CUCTEMAX M COLMAIBHBIX CETAX;

X4 —HAJIM4Ue YCIYT MO JOKALKAM;

X§ — rUOKOCTH TApH(OB JOCTABKH TOBAPOB;

X¢ — HAJHMYME PA3IUYHBIX [UIATEKHBIX CHCTEM I TOBApOB.

BecoBble ko03pdunuentsl (W) yIaOBIETBOPEHHOCTH KIWEHTOB B WHTEPHET-
Mara3uHax pacCYUTHIBAIOTCS UCXO/SI U3 OOIIETO YHCIia PECIIOHIEHTOB MO BEHIOPAaHHBIM
KpUTEpUSAM Ha OCHOBE 3a/JIaHHBIX (PAKTOPOB, a TAaKXKE KaK OTHOIICHHE CPEIHETO
KOJMYECTBa OayioB, BBICTABICHHBIX MO KAXKIOMY KPHUTEPHIO, K MAaKCUMAIbHOMY
0ayuly, KOTOpPBIH MOXHO THOJYYUTh B OOILIEH CIOKHOCTH. Y JIOBJIETBOPEHHOCTH
KJIMEHTOB MHTEpHET-MarasuHaMH OLICHHBAETCS [0 OIpocaM KIMEHTOB (5-OayibHast
mikana JlaiikepTa).

Ha ocHoBe mnpennokeHHOro moaxoaa Obula anmpoOUMpOBaHAa METOJIMKA OLEHKU
YIOBJIETBOPEHHOCTH KIMEHTOB YCIyraMH 3JIEKTPOHHOTO Mara3uHa ATEHTCTBa IO
cratuctuke mipu Ilpesmaente PecnyOnuku VY30exucran (https://module.stat.uz/).
Omnpoc npoBoauics B popMe OHJIAH-aHKEThI, B HEM Bcero npuHsum ydactue 400
pPECTIOHACHTOB. Pe3ynbTaThl, MOTyYeHHBIE MO CTETIEHU CYIIECTBEHHOCTH (PaKTOPOB,
OKa3bIBAIOIINX OOJIBIIOE BJIMSHUE Ha YIOBJIETBOPEHHOCTh PECIOHJIEHTOB yCIyraMu
AJIEKTPOHHOI'O Mara3uHa ATreHTCTBa [0 CTaTUCTUKE, IPEACTAaBIEHbI B TabuuLe 3.

Pe3ynbTaThl MpoBEAEHHOTO UCCIEA0BAHMS MTOKA3aIH, YTO KO3PPULIUEHT 00IIEero
YPOBHS YIOBJIETBOPEHHOCTH KJIMEHTOB YCIyraMu JIEKTPOHHOTO Mara3uHa ATEeHTCTBA
o cratuctuke cocrasui 0,84. 91o Ha 15,6 mpoLieHTa HM)KE CyMMapHbBIX pPe3yJIbTaTOB,
IIPU STOM pa3HUIIA B KOAPPUIIMEHTAX YAOBIECTBOPEHHOCTH MOKYTaTENeH MPOAYKIIMEH
MHTEpHET-Mara3uHa cocrtasisgeT 4,0 MpoleHTa, YCTAaHOBJIEHO, YTO KO3(PQPHUIMEHT
(haKTOpOB, CBSI3aHHBIX C yI00OCTBOM CaiiTa MHTEPHET-Mara3uHa it OKymnaTeseu, Obut
MeHbIle Ha 2,6 %, yIOBIETBOPEHHOCTH KIMEHTOB MH(GOPMAIIMOHHBIMU YCIyTaMu B
MHTEpHET-Mara3uHe — MUHUMYM
Ha 5,2 mporeHTa, o (akTopam, CBSI3aHHBIM C CHUCTEMOW NPOAaX MPOAYKIHH U
JIOTUCTUKOW WHTEpHET-MmarasuHa - Ha 4,2 %. Takum oOpa3om, HEoOXxoaumo Oosee
2¢(hHEeKTUBHO OpraHW30BaTh JIEATEIBHOCTh ATEHTCTBA IO CTATUCTHKE TIO
MPEAOCTABICHUIO MH(OPMAIMU MOKYNaTeasiM 00 MHPOPMALMOHHBIX MPOAYKTaX U
ycayrax MHTepHer-mara3usa.
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Taoauna 3
Pe3yabTarhl OlIeHKH ATEHTCTBOM 110 CTATHCTHKE YPOBHSI Y/I0BJIETBOPEHHOCTH
KJINEHTOB yCJIYTaMH 3JIEKTPOHHOTO Mara3mHa Ha OCHOBE BECOBBIX

K03 huumeHToB
Ilepe- Iloka3arenu Pecnion- | Bcero B % w B % | Pasmuma
MEHHbIE JEHTBI | 0a/L10B
x% MOJIHOTA aCCOPTUMEHTA MPOILYKIUU 20 84 5,0 0,042 42 0,8
le [upora accopTUMEHTa IPOAYKLINH 35 148 8,8 0,074 7,4 1,4
oJTHOTa MH(popMaImu o npoaykimu (GoTo,
x! WHCTPYKIUA O TPHMEHCHHIO, 44 184 | 11,0 | 0,092 | 9,2 18
MPOU3BOIUTEINb, KAYECTBO M CEPTH(OUKATHI
M T.J.)
Bcero DakTopsbl YAOBJIETBOPEHHOCTH K/IHEHTOB 99 ) 24.8 0,208 20,8 40
NPOAYKIHEH HHTePHET-Mara3uHa
x4 Zggfgmo MOMCKa U BbIOOpa TOBapa Ha 25 106 6.3 0,053 5.3 10
x5 yHoOCTBO MpoIiecca MOKYIKH ToBapa 40 168 10,0 0,084 8,4 1,6
Bcero 2. @aKTOPHI, CBSI3AHHBIE C YI00CTBOM
caiiTa HHTepHeT-Mara3uHa JJis 65 - 16,3 0,137 13,7 2,6
KJIHEHTOB
X6 HaJIMYMe UHCTPYKIUH 1o paboTe Ha caiTe 43 180 10,8 0,09 9 1,8
x7 YPOBEHB IPEAOCTABICHUS HHPOPMALIAU O 3 134 8,0 0,067 6.7 13
MIPOAYKITUH
x8 ?:;1;4;1463 OHJIAIH-BO3MOXKHOCTEH 00paTHOMH 31 129 78 0,0645 | 6.45 135
x9 HaJIMYMe PYKOBOJICTB 110 paboTe Ha caiite 25 105 6,3 | 0,0525 | 5,25 1,05
Kamu 3. @aKTOpPHI YIOBJIETBOPEHHOCTH
KJIHEHTOB HHPOPMAIMOHHBIMHI 131 - 32,8 0,274 27,4 5,2
yCJIyraMu B MHTEPHET-Mara3nHe
x10 HAJIMYKE YCIIYT MO JOCTaBKE TOBAPOB 12 51 3,0 0,0255 | 2,55 0,45
x11 HaJIM4YUE CUCTEM CTUMYJIUPOBAHUS IPOJAXK 25 105 6.3 0,0525 | 5.25 1,05
MIPOAYKITUH
x12 yI00CTBO HAXOXKICHHUS CaiiTa B IOMCKOBBIX 22 93 5.5 0,0465 | 4.65 0,85
CHCTEMAX U COLUAIbHBIX CETIX
x13 HAJIMYHE YCIYT 0 JOKAIUSIM 18 75 4.5 0,0375 | 3,75 0,75
x14 THOKOCTH TapU(OB JOCTABKH TOBAPOB 13 55 3,3 0,0275 | 2,75 0,65
x15 HAITMYUE PA3IMIHBIX [UIATEKHBIX CUCTEM 15 63 3.8 00315 | 3.15 0,65
JISl TOBAPOB
Kamu 4. ®aKTOpHI, CBSI3AHHBIE C MPOTAKAMH
NPOAYKIMH H JIOTHCTHYECKON CHCTEMOMH 105 - 26,3 | 0,221 | 22,1 4,2
HHTEepPHET-Mara3uHa
O01ee YrcIo pecnoHACHTOB 400,00 - 100 0,84 84,4 15,6

[Ipu npoBeAeHUN UCCIEAOBAHMS MO BBISIBICHUIO CTENEHU YAOBIETBOPEHHOCTH
KJIMEHTOB, KaK BHJHO U3 TMPEIOCTaBICHHBIX JaHHBIX, HAa OCHOBE BBIOOPKHU
3 500 pecnonaeHToB Uzum.uz BblAeNseTCA Kak camblii 3((EeKTUBHBIN BeO-CalT C
YPOBHEM YIOBJIETBOPEHHOCTH 92%. OH MOKa3bIBA€T BBICOKYIO YAOBIECTBOPEHHOCTH
KJIMEHTOB TI0 CPaBHEHUIO C JApyrumu BeO-caiitamu. Hamportus, Technolux.uz umeer
CaMblii HU3KUU YpPOBEHb YIOBJIETBOPEHHOCTU — 72%, XOTA Yy HEr0 OTHOCUTEIBHO
BBICOKOE KOJIMYECTBO pecnoHAeHTOB (380), 4TO yKa3blBaeT Ha TO, YTO HUMEIOTCS
obnmacTu nsi yiydineHust caiita (Tabn.6). Yciayram OHIAMH TOPTOBIH, oOIIas
YIOBIETBOPEHHOCTh TOTPEOUTENICH (POPMUPYIOTCS HAa OCHOBE BOCIPHUATHS BHUAA
yCIIyT, BXOASIUX B WH(OpMarmoHHbd cepBuc. Kpome Ttoro, wmHpOpMaIMOHHBIE
YCIIyT'H B OCHOBHOM BTOPHYHBI M BaXKHBI U1 YAOBJIETBOPEHHOCTH YCIyraMu MpoOJIax.
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Tao6auua 4
Pe3yibTaThbl OLICHKH Y/I0BJIETBOPEHHOCTH KJIHEHTOB ycayramu HTepHer-
MAara3mHoB, pyHkuuoHupywuux B Pecny0auke Y30eKucran

KounyecTBO . YpoBeHb
e NurepHuer- ION——— Cpennunii 6a/u1 1ist OLEHKH dakTopos VEOBICTBODEH-
Mara3mH I/IH(l)OpMaIII/IOHHOI/I C.]Iy)l(ﬁbl HOCTH
1. | Uzum.uz 500 4.6/5 92%
2. | Express24 250 4.3/5 86%
3. | Zoodmall 350 4.5/5 90%
4. | Olcha.uz 400 4.1/5 82%
5. | Texnomart.uz 270 4.0/5 80%
6. | Mediapark.uz 320 4.2/5 84%
7. | Asaxiy.uz 290 3.9/5 78%
8. | KorzinkaGo 190 3.7/5 74%
9. | Shopme.uz 310 4.4/5 88%
10. | Texnolux.uz 380 3.6/5 72%

OOmwmit cpenHuil ypoBeHb YJIOBJIETBOPEHHOCTH IO BCeX MIaTopMaM COCTABISET
80%, uto 3acmyxkuBaer mnoxBaibl. OIHAKO HEOOXOAWMO YYMTBHIBATH PA3IUUUS B
KOJIMYECTBE PECIIOHJIEHTOB JUIi KaXIOro BeO-caiiTa. XOTS Ha HEKOTOPBIX CalTax,
Harpumep, Ha Express24 u Goodzone.uz, pecroOHAEHTOB MEHbIIE, YpPOBEHb
YJOBJIETBOPEHHOCTH OCTA€TCsl BBICOKUM. JTO 03HAYAET, YTO JaKe Mpu HeOOoJbILION Oa3ze
ITOJIb30BATENIEN, C TOYKHM 3PEHUS YIOBJIETBOPEHHOCTH ITOJIB30BATEIEN OHM XOPOLIO
paboTaroT.

IlonrmaHue TakuXx IoKa3aTesien y10BJIETBOPEHHOCTH UMEET OUYEHB Ba)KHOE 3HAYECHUE
KaK JUIsl TIPEANIPUSTAN, TaK U JUI1 3aMHTEPECOBAHHBIX CTOPOH. JTO MOKET YIYYIIWTh
MOJIb30BATENILCKUI  OIBIT, OOCITYKMBAaHWE KIMEHTOB WM MPUHATHE  PEHICHUS O
MapKeTUHIOBBbIX cTparerusix. Kak oObIYHO, BCECTOPOHHEE MOHMMaHHUE TpeOyeT Oosee
ITTyOOKOTO TMOIPYXEHUS B OT3bIBbI OTJENBHBIX IIOJIb30BaTeled M MX KOHKPETHBIC
MpOOJIEMBI.

B wuyerBeproii wactm nmucceprammu «IlyTtm Mcnosib3oBaHMsT MapKETHHIOBBIX
crpareruii MH(MOPMALMOHHBIX NMPOAYKTOB M YCJIYD» pa3paboTaHbl TpeOOBaHUS K
MapKETUHIOBbIM CTpaTerusiM HMH(POPMAIMOHHBIX MPOIYKTOB W YCIYT, JaHa OLIEHKa
KOHKYPEHTOCHOCOOHOCTH  IIar(opM,  MPOJAIOIIMX  MPOrpaMMHBIE  MPOAYKTHI,
OIIPENENICHbl CTPATErMUYECKUE HAIPaBJICHUs. JlaHBI NMPENIOKEHUS II0 MCIIOJIB30BAHUIO
rediMU(UKAITMOHHBIX MAPKETUHIOBBIX CTpaTeruii HH(POPMAIIMOHHBIX MPOIYKTOB U YCIIYT.

[elimudukanyis, Kak OJHA W3 MApKETUHIOBBIX CTpATErvWi, HauOoJee IIMPOKO
HCTIOJIb3yEMBIX MEXTyHAPOIHBIMU aTpopmamu, MIPEIOCTABIISIOIIMA
MH(OPMAIIMOHHBIE TIPOIYKTHI U YCIyTH, UMeeT ocoboe 3HaueHue. [loa reiimudukarmeit
IIOJIPA3yMEBACTCsl «MIPAa» — CTPAaTeTUsl B MApKETUHIE, LEIbI0 KOTOPOW SBISIETCA
IIPUBJICYCHUE 1IEJIEBOM ayIUTOPUU HA OCHOBE MCHOJB30BAHUS MTPOrPaMM JIOSUIBHOCTU U
UI'POBBIX MEXAHUK.

[efimudukaims Gokycupyercss Ha CO3AaHUM LEHHOCTH, OCHOBAaHHOW Ha JBYX
pa3NUYHBIX BO3JCHCTBHAX HA ITOBEICHUE KIMEHTOB: PAalMOHAJIBHONM MOTHBALMM U
AMOLMOHAIBHOW MOTUBALMHU. 110 palMOHAIBHOW MOTUBALIMEW TTOAPA3yMEBAIOTCS TAKHUE
KJTIOUeBbIe (PaKTOPhI, KaK KaueCTBO MPOIYKIIMH, KaueCTBO OOCTY)KHMBaHHS, KaueCTBO
KaHAJIOB pacipeieNieHHs U CUCTEM MPOIaxK. IMOIMOHATIbHAS (1yBCTBEHHAs1) MOTHUBALIUS —
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9T0 (haKTOpbl, TOBBIIAIONIME JOBEpUE MOTPEOUTENs K OpeHIy M MOTHUBHUPYIOIIUE
MOKYTIATEJIS Ha TTOKYTIKY.

Takum o6pazoM, AJ1s1 00BSICHEHHS pAIHOHATBHON U AMOIIMOHAILHOM CTOUMOCTH JIJIS
OHJIaH-pBIHKA, 0cOOeHHO phiHka UITY, nenecodbpa3Ho paccMaTpuBaTh UX Kak KITFOUYEBbIE
Mepbl CTOUMOCTH. [IpOBOIMIIMCH, MAapKETHUHIOBBIE MCCIIEAOBAHUS 10 HUCIOIB30BAHUIO U

BHEJIPEHUIO MapKETUHIOBOM CTpaTeruu reimudukamm
B JICATCIILHOCTH oOTeuecTBeHHbIX KommaHui WMIIY. MWMccnemoBanust craBuid 1elb
ONPEICIIUTh 3HAUYECHUE rediMuUKarMoHHON MapKETUHTOBOM CTpaTeruu

B (hOpMUPOBAHUN PANMOHATGHOW W AMOITMOHAILHOW IIEHHOCTEH, CITOCOOCTBYIOITHX
yJIOBJIETBOPEHUIO TOTPEOHOCTEN KIMEHTOB U (POPMHUPOBAHUIO TIO3UTHUBHOTO MOBEICHUS
NOTpeOUTENIsl HAa OHJIAWH-pBIHKE. B HccrienoBanue, HAMpaBJIeHHOE Ha pelleHUe JaHHOU
npoOsembl, BKIOYeHO 9 rumnote3. Ha ocHoBe pa3paboTaHHOTO METOJO0JIOTHYECKOTO
noxosa ObM c(hOPMYIUPOBAHBI KOHLIENTYAbHBIE OCHOBBI UCCIEI0OBAHUS U1l OLEHKH
riatdopm, npenocranisonmx UITY.

OOBekTOM uccnenoBanusi ObUia BhIOpaHa IiatdopMma «asaxiy.uz». AHkeTa ObLia
pa3MelleHa Ha IaTgopMe «asaxiy.uz », e pacrpoCTPaHUIIN CPEAH TIOCETUTENEN caifTa 1
y4yacTHUKOB Telegram-kaHasioB B TeueHue 2 mMecsleB. Beero B oHnaitH-onpoce npuHsUIHN
yyacte 2800 pecnonHaeHTOB. Pe3ynbrarhl JaHHOro omnpoca Obui 00paboTaHbI B
nporpaMMHbIX Takerax SPSS-statistics-22 u «SmartPLS 3» u mpoaHanm3upoBaHbI
METOZIOM, OCHOBaHHBIM Ha anropurme PLS.

o npeuI0’keHHOMY BBILIE METOAMYECKOMY IIOJXOLY Y C ITOMOILBIO IPOrPAMMHOTO
komriekca «SmartPLS 3», Ha ocHoBe ompeznenenust kodpduumenroB mytu PLS Obin
paccuntad (PQPEKT CBA3M NMPUMEHEHHsS MApKETUHIOBBIX CTpaTeruil reiMudukanuu c
IpyruMu paznuaHbiMu paktopamu. [Iporpammuslii naker «SmartPLS 3» paccuntsiBaet
kod(pduimentel myTH Bcex ¢akTopoB To Metoxy «Bootstrapping  Algorithmy.
KoaddurmenTts! mytu, onpeesieHHbIE MO pe3yJibTaTaM MOJEIH, IPUBEICHBI B TAOIHULIE 5.

Taoauna 5

Pacuer kodppunmenton nyru (Path Coefficients) CKpbITBIX mepeMeHHBIX '

Original | Sample | Standard T Statistics

3aBucumble GpaKTOPbI Sample Mean | Deviation (IO/STDEV]) P Values
(O (M) (STDEV)

Cumnatus k Operny -~ WOM 0,657 0,658 0,010 66,711 0,000
Cumnarus k 6penay - JIosaapHOCTD K -0,656 0,657 0,010 67,580 0,000
OpeHay
MapkeTusr refiuduiaru -> 0,056 | 0,061 0,019 2,008 | 0,004
PannoHanbHbie (GaKTopsl
Maperuar refivupurarnm -> 0,054 | 0,060 0,020 2,707 0,007
OMoIOHaNbHBIE (DaKTOPHI
Y 10BNETBOPEHHOCTH MIaTGopmMon -> 0,275 0,274 0,019 14506 0,000
CuMrnarus K OpeHay
PammonaneHbie pakrops! -> Cumnarus 0,285 0,285 0,018 16,119 0,000
K OpeHgy
Pauponanbrbie paxroper -> 0376 | 0,376 0,017 21,712 | 0,000
YJOBJIETBOPEHHOCTH IIATPOPMO¥t
OMOLUOHATLHbIE PaKTOpbI - 0,301 | -0,302 0,018 16,753 | 0,000
CumnaTtust K OpeHzy
IMOUHORAIBHEIC (PAKTOPE > 0,389 | -0,390 0,017 23,153 | 0,000
YJIOBJIETBOPEHHOCTH IIATGOPMOF

17 PesynpTaThl MoNydeHBl aBTOPOM HA OCHOBE MPOTPAMMHOTO Tlaketa SmartPLS .
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[To momydeHHBIM  pe3ynbTaTaM  CTaHIAPTU3UPOBAHHBIA  KOA(hHUIMEHT
perpeccuonnoit Harpy3ku 3 (Path Coefficients) ucnonb3oBancs 1ist U3BMEpPEHUsT CUITbI
MPUYMHHO-CJIEJCTBEHHBIX CBSI3€H MEXIy TMEPEMEHHBIMU C HCIOJIb30BAHUEM
nporpaMmHoro nakera SmartPLS 3.

Mopenb, TOJNlydeHHass Ha OCHOBE MporpaMMHoro mnakera SmartPLS,
COOTBETCTBYIOIIAsE NMPUBEACHHBIM BBIIIE THUIIOTE3aM MO PACCUUTAHHBIM 3HAYCHUSIM
KO3 PUIIMEHTOB MyTH U CTATUCTUYECKON 3HAYMMOCTH, MPEACTABICHA HA PUCYHKE O.
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Puc. 5. Moaeas PLS 111 OleHKHM BJIMSIHUA MAPKETHHIOBBIX CTPaTeruii
reiiMmuuKanuu Ha OpeHIuHr Ha miaTdopmax, nperaaraomux UITY., 8

Koapdpumuentr «Path  Coefficients» - 3To  cTaHIapTU3MPOBAHHBIE
KO3 duIMeHTs B NpoMexyTke oT -1 go +1, mpuueM Ko3PPUIMEHTH MO Mepe
npubauxeHus: K +1 yKa3pIBalOT Ha YCUJIEHHUE IMOJOXUTEIbHOTO BIUSHUSA, M
Hao0o0poT. Pe3ynpTarsl CBUAETENBCTBYIOT O TOM, YTO MOJIb30BAaTEIU MIaT(HOPMBI
NBITAIOTCS  BBI3BATh y KJIMEHTOB SMOLMOHAIBHBIE UYYBCTBA, HCIOJb3Ys
MapKETHHTOBbIE€ CTPATETUU FreiMU(UKaLINH.

Ha ocHoBaHMM JaHHBIX, MPEACTABICHHBIX Ha pPUCYHKE 4, HCX0sd U3
CTaTUCTUKH  BBISIBICHUS  D3(P(HEKTOB  OOOCHOBAHHOCTH  THUIOTE3  MOXKHO
MHTEPIPETUPOBATH CIACAYIOMINM 00pa30M:

X1.  Hcnonp3oBaHue  MNPEANPUATHUSIMU  MAPKETUHTOBOW  CTpATEeruu
rediMupuKalu OTBEpPraeT TUMoTe3y OO0 YBEJIMYEHUU BIMSHUS PalUOHAIBHBIX
(daxtopos. I[Ipu pacueTe CKpBITHIX (H)AKTOPOB OBLIIO YCTAHOBJIEHO, UTO KOA(PPUITUEHT
3arpy3Kd PErpeccuy paluOHAIbHBIX (DaKTOPOB MapKeTHHra reimMuduxanum ->
(Path Coef.=-0,056, p(value)= =0,005) umeer oOpartubiii 3¢pdekr. ['mmoresa
OTBepraercs.

X2. OnslT nOpeanpusTHd, MCHOJb3YIOIMX MApPKETUHIOBYI) CTPAaTErui0

18 PesybTaThl MOMydYEHBI ABTOPOM HA OCHOBE MPOTrPAMMHOTO NakeTa SmartPLS
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reiiMuukanuy, MOATBEP)KIAET MOJOKUTEIbHOE BIUSHUE HA HMOIMOHAIBHYIO
1eHHOCTh. [Ipu pacuere cKkphITHIX (PaKTOPOB OBLIIO YCTAHOBJIEHO, YTO KO PUIIUEHT
3arpy3KH PErpeccuy paldoHANIbHBIX (DaKTOPOB MapKEeTHHra redMudukanum ->
(Path Coef.=-0,056, p(value)= =0,005) uMeeT CHIbHOE MOJOKHUTCIHHOE BIHSIHUE.
['mnoTe3a o6ocHOBaHHAs.

X3.  Hcnonb3oBaHue  OPEANPUATHSIMH  MApKETHHTOBOW  CTpaTeruu
rediMupUKalUl YKperuisieT JOBepUe KIMEHTOB K OpEHAY U MOJOXKHUTEIbHO BIUSET
Ha JIOSJIBHOCTh KIHMEHTOB. M3-3a HEraTMBHOIO BO3JECHCTBHS pPalMOHAIBHBIX
¢dakTopoB 3HaueHue kodddumuenta coBokymHoro 3d¢exra (Total Effects) or
«MapkeTuHr reimMudukanuu «Y I0BIETBOPEHHOCTh MIATPOPMON» COCTABHIO -
0,042. Pe3ynbTaThl MOKa3ajd, 4YTO HCIOJB30BAHUE MAPKETHUHIOBBIX CTpaTErui
reiiMuukanuu  OKa3pIBaeT  MPOTHUBOIOJIOKHOE  BJIMSHHE HAa  yYPOBEHb
YAOBJIETBOPEHHOCTH NOTpeduTenen miardpopmoil. ['mnoresa orBepraercs.

X4. Taxxe ObUIO OOHAPYXKEHO, YTO MCHOJIB30BAHUE NPEANPUITUIMU
MapKETHHIOBOW CTpaTeruu reMMu(uKanuyu OKa3bplBa€T HEraTUBHOE BIIMSHHME Ha
dbopmupoBaHue cuMnaTuii K OpeHny kineHToB. COrjgacHO CTaTUCTUKE CYMMApHBIX
s dekToB, 3HaueHue koddduuuenta cookynHoro sddexra (Total Effects) ot
«Mapketunr reiimudukanuu -> cuMmnatad k OpeHay» cocraBuiio -0,044. Ha
OCHOBAHUU 3TOTO JaHHas TUIIOTE3a TAKKE OTBEPraeTcs.

XS5. PanuonanpHble (akTOphl OKa3bIBAIOT IMOJOKUTEIBHOE BIUSHHUE HA
YIOBJIETBOPEHHOCTh  maT@opmoi. PamuonanbHbie  QakTOphl ->  HUMEIOT
MOJIOKUTENBHBIA 3(PPeKT Ha (OpMUPOBAHHE YYBCTBA YAOBJIETBOPEHHOCTH
[Tnardopmoii (Total Effects =0,376). 'unoresa npuHumMaeTcs.

X6. Taxxe ObLI0 00HAPYXKEHO, YTO AMOILMOHAJIbHASI IIEHHOCTh OKa3bIBAET
HEraTUBHOE BJIMSHUE Ha TOBBIIIEHHWE YJIOBJIETBOPEHHOCTU IUIATHOPMOIL.
Koadpuuunent obmero sadpdexra (Total Effects) ot «Omonnonansubie pakTopsl ->
OO6miee BIUSHUE HA YJIOBJIETBOPEHHOCTH Miatrgopmoit» numeet 3nauenue -0,389, u
TUI0TE3a OTKJIOHSAETCS.

X7. Cumnatuu K OpeHay OKa3bIBAalOT OOpaTHOE BIUSHHE Ha JIOSUIBHOCTH K
Openny. CyliecTByeT OTpHULIATeIbHAs CBSI3b MEXIYy cuUMMaThuedl k OpeHay u
nosimpHOCTRIO K Openay. Koadduument obmero sdpdexra (Total Effects) ot
«Cumnarus x Openny -> JlosuibHOCTD K OpeHy» coctaBui -0,656.

X8. YcraHOBIEHO, YTO HAa MPEANPUATHUIAX CUMIATUU K OpEHIYy OKa3bIBalOT
nojoxuTenbHoe BiausHue Ha WOM mapketunr. Kosddumuent obmero a¢dekra
(Total Effects) ot «Cumnatusa k O6penay -> WOM» coctaBun 0,657. I'mnoresa
NpUHUMAETCS.

X9. BoisiBneHo oOpaTHasi CBSI3b MEXIY CUMIIATHEN K OPEHY U JIOSUIbHOCTBIO K
openny. Koaddunuent obmero a¢dexra (Total Effects) ot «Cumnatus k OpeHay
-> JlosibHOCTH K OpeHay» coctaBui -0,656. ['unmotesa oTBepraercs.

Pe3ynbraThl ~ MapKeTUHTOBBIX  HMCCIEIOBAHMN  MOKa3aid, 4YTO MpHU
HCII0JIb30BAHUHU MapKETUHTOBBIX CTpaTEruil reiMupukanuu cyobeKTaMu MECTHOTO
peiaka UITY VY30ekucrana B HacTosiee BpeMs clenyeT OOpaTUTh BHUMaHHE Ha
cienyrolre Hanbosee BaKHbIE HAIPaBICHUS:
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3¢ (pexTHUBHOE YCTAHOBJIEHME OTHOLIEHUH C KIMEHTaMU C [OMOIIBIO
MHCTPYMEHTOB COBPEMEHHOI'0 MAPKETUHTa, YTOOBI N30aBUTh KJIIMEHTOB OT BIUSHHUS
panuoHaIbHBIX (PAKTOPOB;

JanbHEHIIee MOBBIIICHUE JI0BEpUs NOTpeOUTeNed K OHJIAWH-TIPOAYKTaM M
YKpEIJIECHUE HaJIeKHOCTH IIaTPOPMBI;

HaJa)XMBaHUE IMOCTOSHHBIX MCCIEI0BAHUI MO U3yUYEHUIO NOTPEOUTEIHCKOTO
OIbITA [10 IPUMEHEHHUIO MAPKETUHTOBBIX CTPATEruil reMMupuKanuu.

B nenom, Kak TEOPETUYECKH, TaK U SIMIUPUUECKU, MAPKETUHTOBbIE CTPATErUU
reiimuukanuu 3¢pPeKTUBHBI HE TOJBKO HA dTanax GOpMHUPOBAHHS MIATPOPM, HO
Y B IPOJJICHUU UX KU3HEHHOTO LIMKJIA, a TAaKKe B (OPMUPOBAHUM JIOSUIBHOCTU K
OpeHay B TOBEICHUH MMOTPEOUTEIICH.

B nsaroit rnase nuccepranuu «Co3aqanue B MapKeTHHIe HHGOPMAIHOHHBIX
NPOAYKTOB H YCJYI KJIHNEHTOOPHEHTHPOBAHHYK JIKOCHCTEMY» MPEIJIOKEHA
MeToauka  (GOPMHUpPOBAHUS  MApKETUHIOBOM  SKOCHCTEMBI  OpraHU3aluu
B3aUMOJICHCTBHS C KJIIMEHTaMHU Ha pbIHKE MH(OPMALMOHHBIX MPOIYKTOB U YCIYT,
MPE3EHTUPOBAHA MOJIENIb aBTOMAaTU3UPOBAHHBIX MAPKETUHIOBBIX YCIYT CYOBEKTaM
pBhIHKA MHOPMALMOHHBIX IPOAYKTOB U YCIYT, CPOPMYIUPOBAHBI IPEIJIOKEHUS U
PEKOMEHIAlMKM 10 CO3JaHHUI0 KOHUENTyalbHOU HHGOpPMAalMU U aHAIUTHYECKOMN
CHUCTEMBI.

B ycnoBusx uu@poBOol SKOHOMHUKHM TMOBBIIIEHHAs OpHEHTAlus Ha
oTpeOuTEN s, BBISBICHHUE, TPOTHO3UPOBaHUE U 3D PEKTUBHOE YIOBJICTBOPEHUE €TO
MOTPEOHOCTEN, CO3JaHUE KOHKYPEHTHBIX IMPEUMYIIECTB SBISIOTCS OCHOBHBIMU
CTpaTerMuyeckuMH HampasieHusMu. Ha ¢GoHe TexHoNornyeckux HMHHOBALMM,
rinobanuzanuu u U@ poBoi TpaHchopMaIi SIKOHOMUYECKOTO Pa3BUTHS CO3/IaHUE
3(PEeKTUBHBIX CUCTEM ymOpaBlieHHss pblHKOM npoaykuuu HUIIY  crano
MPUOPUTETHBIM HANpaBICHUEM [JI1 BCeX cTpaH. Ha HbIHEmHeM 3Tane pa3BUTHS
HSKOHOMUYECKUX OTHOIIEHUH CO3JaHKe LHU(PPOBBIX IKOCUCTEM IO (HOPMUPOBAHUIO
TPAAUIMOHHBIX MAapKETHHTOBBIX KaHAJOB pachpeleseHus U 0oJiee LEeIOCTHBIX
CTPYKTYp SIBISIETCS BaXKHBIM pPEIICHHEM YKa3aHHBIX Bbllle mpobiem. B cBs3u ¢
ATUM, CO3JaHUE «IKOCUCTEMBI IU(PPOBOr0 MAPKETHUHIA» pacCMaTPUBAETCSI aBTOPOM
KaK BXXHEUIIUK CTPATETMYECKUM MOAX0A. JJaHHBI METOAMYECKUN OAXO0J MOXKHO
BBIPA3UTh KAK MHTErpalldl0 OTHOLIEHMI MEXAYy BCEMH Y4YaCTHUKaMU
MapKETHHIOBBIX KAaHAJIOB pPacHpeIeSieHHs, MPOU3BOAUTEIAMU W NPOJABLAMH,
APYTUMH TOJydaTedsiMU UM 1oTpedutensMu. Mbl cuMTaeM, 4YTO MYTeEM
OanaHcupoBaHusl LUUPPOBONM HMHPPACTPYKTYpPbl U MApPKETHUHTOBOM JEATEIbHOCTH
MOXHO J00uTbcs (opMHpoBaHUS TIAT(GOPMBI, CO3AAIOMIEH ONTUMAIBHYIO
LEHHOCTh JJI1 BCEX YYACTHUKOB dKocucTeMbl. KitoueBble KOMIOHEHTHI
KJIMEHTOOPUEHTUPOBAHHON 3KOCUCTEMBI LU(PPOBOIO0 MapKETHUHIa sl KOMITAHUH
NITY npencrtaBieHbl Ha pUCYHKE 6.
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Y4acTHHKH 3KOCHCTEMBI
[ MapKeTI/IHFOBI)Ie j ( K()HTp()J]pr}()]_uHe j

arcHTCTBa OpraHbl
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( OMHUKaHATBHOE PHCYTCTBHE ) ( Bo3moxxHOCTH napTHEpCTBA:
[TapTHEpcTBO
) ( 3aUHTEPEC. CTOPOH j (
) ( OnepTHBHOCTH U ) (

[Ipo3paynocTs u goBepue
pacuMpenue

3/10poBast KOHKYpPEHIIHS )

( Tomoms MU ) ( WEB 4.0 j ( Cross-Promotion

Puc. 6. OcHOBHbIE KOMIIOHEHTHI KJIHEHTOOPHEHTHPOBAHHOM YKOCHCTEMBI
nu(ppoBOro MapKeTuHra ajas kommanuii UITY

[lepBbIii  37MEMEHT  SKOCHCTEMBI  LU(PPOBOIO  MApKETWHIA  MPEAIoJiaraet
COCPEOTOYEHUE BHUMAaHUS Ha MPUBJICUEHUN KJIMEHTOB MOCPEACTBOM 3PIOHOMHUKH U
ynoOctBa. Ilocnennee mpeamonaraeT yCTpaHEHHS BO3MOXKHBIX OapbepoB Ha IyTH
MIPOM3BOJICTBEHHOI'O CETMEHTA. Y CIIOBHOE «SAPO» IIM(PPOBOI1 3KOCUCTEMBI 00ECTICUNBACT
VMHHOBALIMOHHBIM MOTEHLMA MPEAIPUATHN, PEAIN3YIOIIEr0 TaK)K€ MAapKETUHTOBYIO U
KOMMYHHMKALIMOHHYIO ~ COCTaBJSIIOILYI0,  HMH(PACTPYKTypHBIE  MOTPEOHOCTH U
HEOOXOUMYIO TEXHOJIOTMYECKYIO 0a3y, (yHKUIHMOHAIHOCTh B3aUMOACUCTBHUA MEXITY
NOTPEOUTENSAMU U TIPOU3BOAUTEIISIMHU.

KnuentoopuentupoBanHas skocuctema mudposoro mapkerunra WUITY mospossier
KOMIIaHMSIM:

4. OGecrieunTh KOHKYPEHTHOE NPEUMYIIECTBO YEpe3 pa3BUTHUE 3KOCHCTEMBbI
KaHaJIOB PAaCIpeACIICHNUS;

19 Pazpa6otka aBTOpa
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5. Co3naBaTh CTOMMOCTH (BBITONY) Ul KJIMEHTOB 4Y€pe3 Pa3BUTHE 3KOCHCTEMBbI
MOTPEOUTEIS;

6. Co3naTh CHUHEPIUIO, OCHOBAaHHOM Ha A((PEKTUBHOW HMHTErpalliy YYaCTHUKOB
U(PPOBOIl  IKOCUCTEMBI TMOCPEACTBOM 3(P(PEKTUBHOM CTPYKTYphl MapKETHHIOBBIX
KOMMYHHKAIUH.

OkocuctemMa IUPPOBOrO MapKETUHTa KaK HEOTHEMIIEMBIH 3JIEMEHT SKOCHUCTEMBI
mugpoBoro Ou3Heca HampaBieHa Ha obOecriedeHre dGOEKTUBHOM HWHTErpaIruu
YYaCTHUKOB IIPOLIECCOB B KaHAJaX paclpesieieHUs] MapKeTuHra. BaxxHo HaiiTu cucremy
CTUMYJIMPOBaHUS T (POPMUPOBAHUS MEXaHU3Ma B3aUMOCHUCTBHSI BCEX YYaCTBYIOIINX
CYOBEKTOB, KOTOPBIN MO3BOJMUT JOOUTHCS KOHKYPEHTHBIX IIPEUMYIIECTB B PE3yJbTaTe
COBMECTHBIX YCUJIMIA BCEX YUaCTHUKOB CUCTEMBI.

ObecnieueHrne KOHKYPEHTOCIIOCOOHOCTH Ha BUPTyalbHBIX pbiHKax UIIY 3a cuer
CO3JIaHUSl DKOCHUCTEMBl KAHAJIOB paclpeieNieHHs B MpeajgaraéMoM MapKETHHIE BO
MHOT'OM 3aBUCHT OT ONTUMH3AIMM KOMMYHHUKAIIMOHHBIX IPOLIECCOB U OOECHEUEHHUs
OIEPaMOHHON A(PPEKTUBHOCTU. B CBSA3M € 3THUM BaXKHO ONPEAEIMUTHCS C BHIOOPOM
MapTHEPOB Ui MHTErpaluud B IUPpPoBYyH0 »sKocucteMy. OnHuM U3 Hauboee
NEPCHEKTUBHBIX HAINPABJICHUH HCCIEJOBaHUI B 3TOW 00JacTH SBISETCA AaHAIU3
CYIIECTBYIOUIMX W B HEKOTOPOH CTENEHH arpoOMPOBAaHHBIX 3apyOEKHBIX MOZeen
OLIEHKU Ka4eCTBa B3aMMOOTHOIICHUH 1 anpo0alus 3TUX MOJIENEH.

B MexyHapoIHBIX HCCIEIOBAaHUAX MAPKETUHT B IIMPOKOM CMBICIIE HAIIPaBJIEH Ha
(dbopMHpOBaHUE CTPATETUM U MOJUTUKUA OPraHU3alM{ BO B3aMMOJEHCTBUU C BHELIHEH
cpenoi. IIpm 3TOM 3a7aya MapKeTHHra HE OIPAaHWYMBACTCS W3YYEHUEM TPYIIIBI
noTpeOuTeNiell KOHKPETHOTO TOBapa, HO W aHAIM3HPYET [WHAMHUKY CIpoca H
NPEJIOKEHHUS, JIeNIaeT MPOTHO3bl Pa3BUTHSI PhIHKA U HA UX OCHOBE YBEJIMYHUBAET OOHEMBI
noTpedsieHHsT 3a CYeT BBIOOpa CTpAaTErMuecKuX TpyHN HpoaAyKToB. B 3Toil cBs3wm,
HEe00X0IMMO cO3/1aTh IU(PPOBYIO aTMOC(epy BHYTPU OpraHU3aAIUU I PErYIUPOBAHUS
MOBEJICHUS] M B3aUMOJICHCTBUS CTPATErMYECKUX MApPTHEPOB BHYTPU MAapKETUHTOBOU
HKOCUCTEMBI, pa3pabOTKH [ICHOBOM MOJUTHUKU U peau3aliiy BHIOPAaHHOW cTpaTeruu. Jta
nuQppoBas cpeqa peau3yercsi Ha OCHOBE MO/IEIN aBTOMAaTHU3UPOBAHHBIX MAPKETHHIOBBIX
yciyr/cepBucoB (MAMC). Ucxoas uz moaenu MAMC, HE0OXOAMMO aKIIEHTUPOBAThH
BHUMaHUE HE TOJBKO Ha HEOOXOJUMOCTh YCHJIEHUSI CHCTEMbl PEarupoBaHHs Ha
NOTPEOHOCTH KIIMEHTOB, HO M, KpPOME MOTpeOuTeNel, MapTHEPCKUX OpraHu3aluil
(IMCTpUOBIOTOPOB, KOHKYPEHTOB U JIMLI, UMEIOIINX JOMUHUPYIOIIEE BIUSHIE Ha Ou3HeC-
MIPOLIECCHI).

Mogens mapkeTrHroBod aHanmuThku it MAMC B cBoeM (yHKIMOHAJE JaeT
BO3MOKHOCTh pa3pa0oTaTh OTYEThl IO Pa3IMYHbIM HaMpaBICHUSIM, HO MOTpedyer
CO3JIaHUS CJIOKHBIX MOJIENEeNd TPUHATUS PELICHUH C HCHOJIb30BAHUEM MEPEIOBbIX
METOJIOB cOOpa W OOpabOTKM JaHHBIX, a Takke 3(P(PEKTUBHBIX WHCTPYMEHTOB
BU3yaJIM3alUH.

KonnenryansHast uHpopMalvonHass ¢ aHanuthyeckas Monaenb MAMC
MpeJcTaBiieHa Ha pucyHke /. B cucreme nH(OpMaMOHHO-aHAIUTUYECKON MOIICPHKKU
MAMC pemiarores cleayromue 3a1a4u:

MH(POPMALMOHHOE 00ecTieYeHHE I TEIbHOCTH YYaCTHUKOB 3KOCUCTEMBI,

AHAJTUTUYECKOE COMPOBOXKICHHUE NEATETLHOCTH MAJIBIX YYaCTHUKOB 3KOCHUCTEMBI,
BKJIFOYAsl TPENIOCTABIEHUE MHCTPYMEHTOB ISl CaMOCTOSATENILHOIO —IPOBEICHHUS
pa3IMYHbIX BUJOB aHAIIN3A;
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MOMOIIb B OpraHu3anuu 3(Q(PEKTUBHOTO COTPYIHUYECTBA W B3aUMOJCHCTBHUS
YYaCTHUKOB DKOCUCTEMBI M CO3/TaHNHU On3HEC-MH()OPMAIIMOHHON Cpe/ibl, OCHOBAHHOM Ha
eIMHOU HJIceE.

Monayne cTpareruu:

Muccus u 6udenue, mpe6osanus, nPeovAGIAEMbIE K 3AUHMEDPECOBAHHBIM CIMOPOHAM, DbIHOYHbIL KOMNILEKC,
uoenmugukamop 6penoa, dmuyecKue Hopmbl

‘ AHanua notpebutenen ‘ KapTa knueHToB

Mogynb aBTOMaTM3aunn U NPUHATUA peLUeHnI WHCTpyMeHTLI
aBTOMaTU3auu

g

(]
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| |
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LiMkn obpaTHOM CBA3M:
HenpepbiBHOE 06yYeHue
CoBeplUeHCTBOBaHME MOAEeN

ObpaTHas cBA3b

lNocTaBka gMHaMun4yeckoro

BbiaBneHue ge

‘ PekoMeHaaLMOHHbI aHanu3 ‘ MpeanoxeHne CTOUMOCTU

PesynbTaTtbl 1 npe3eHTauums:
OmyemHocmb U eusyanusayusi
MexaHu3m pekomeHOayuli Ha OCHO8E UCKYCCMBEHHO20 UHMesekma
PekomeHOayuu ro ymy4uweHuto rnpakmu4yeckol cmpameauu Ha 0OCHo8e QaHHbIX

LincppoBble MHCTPYMEHTbI, peLleHUs U TEXHOSOrnmn

1 1 | |

% UHTerpaumsa AaHHbIX

= =7 ——

MarTech,
MCKYCCTBEHHbIN

WHTEeNNeKT, < =B
DunbTpauusa gaHHbIX: O4YNCTKA, P —
pHIenpatina NcTounnkun ==

UHCTpyMeHTBbI peknambl Basa AaHHbIX

yAaneHue, AONOJAHEHNE BHewHmne
o aHHbIX O

HeJOoCTatoLLMX NMoKasaTenen u np. o VNCTOUHMUKM Lingpossie

K/IneHTax
< - CRM AaHHbIX cneael

TpaHcdopmMaumsa fgaHHbIX: (CRM, AaHHI;le (reHaeHLN (nocewieHus Be6-
O nNpojaxax 2

sTpaHcpopmaLmsa n pLIHKa, AaHHbIe caiiTa, 5

HOpManmM3auus. TS TIE) B3aMmopelicTBue

Puc. 7. UudopManuoHHasi M1 aHAJIUTHYECKAsi cucTeMa Mojaeau

aBTOMATH3HPOBAHHBIX MAPKETHHIOBBIX ycayr/cepsucos (MAMC) 2°

K ocHOBHBIM (QyHKIIMSIM  HHPOPMAIMOHHO-AaHATTUTUYECKOTO  0OecreueHus
MapKETUHIa OTHOCSITCSI:

1) BBIMONHEHWE AHAIUTUYECKOTO aHaldM3a W TPOTHO30B [UISI Pa3pabOTKH
MAapKETHUHI'OBBIX CTPATETUi Y4ACTHUKOB SKOCHCTEMBI BHELTHEN MAaPKETUHIOBOU CPEIbI;

2) ymoporieHue oToopa, aHain3a, CpaBHEHUS JaHHBIX U3 PA3IMYHBIX UCTOYHUKOB,
HEO0OXOJIMMBIX YYaCTHUKAM MapKETUHTOBOM SKOCUCTEMBI;

3) oOlleHKa Ha OCHOBE AaHAJIUTHYECKOW OOpabOTKH YpOBHS pealu3aliu
MApKETUHI'OBBIX CTPATETUM U IUIAHOB, MIOKA3aTEIEN MAPKETUHTOBON aKTUBHOCTH,

4) Bu3yallbHOE TIPEICTaBICHHE WHGOPMAIIMM MEHEKEpaM U TIOBBIIICHUE

2 PazpaboTka aBTOpa
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3¢ (EKTUBHOCHH €€ UCIIOJIb30BaHMs], & TAKKE CBOEBPEMEHHOE BBISIBIICHUE aKTyalIbHOU U
HeoOXxoanMoi nHpopMaIuy,

5) mpoBeneHUE aHaIM3a HA OCHOBE MCKYCCTBEHHOI'O MHTEJUIEKTa M MAIIMHHOTO
00y4YeHMsI, KOTOPbII IOMOTraeT NPUHUMATh ATbTEPHATUBHBIEC PELICHHUSI.

Crneruika 3Toil MOZIENM aHATMTUYECKOTO MAapKETUHTa 3aKJIF0YAeTCsl B TOM, YTO
OHa TOJIHOCTBIO MHTETPUPYSI 3TU SKOCUCTEMBI, CIOCOOCTBYET C OJHON CTOPOHBI, HUX
TpaHchopMalui B KIMEHTOOPUEHTUPOBAHHYIO KYJIbTYPY B CHUCTEME YIPaBICHHUS
OPENpPUSATHEM, a C JPYroll CTOPOHBI, (OPMUPOBAHUIO KOHKYPEHTOCIIOCOOHOM Cpeibl
BHYTPH CUCTEMBI.

Ha ocHoBe mpeoOpaszoBanusi uWHMOpPMAIMU BHYTPH OKOCHCTEMBI B E€IMHOEC
uHpOpMaMoHHOe TpocTpancTBO mpeanpustus UIIY cmoryT moctudb criemyromieit
3¢ hEeKTUBHOCTH:

1) npuMeHeHHE MCKYCCTBEHHOI'O MHTEUIEKTa M MAIIMHHOE OOydYeHue Ui
IIPEIOCTABJICHUSI ~ PACIIMPEHHBIX  BO3MOXHOCTEM  IIPOrHO3UPOBAHUS,  CO3JIAHUE
ONTUMAJIBHOTO MOPTQENs MPOAYKIUH HAa OCHOBE JOCTOBEPHOIO MPOTHO3UPOBAHHUS
MOBEJICHUS TOTpeOuTeNel 1 00BEMOB CIIPOCa;

2) Mogens aBTOMATU3MPOBAHHON MApPKETHMHIOBOM aHAIUTUKUA Tpeisiaraet
MacIITaOHYI0 CTPYKTYPY M PELIEHHs, KOTOPbIE COYETAITCA C MPAKTUYECKUM
MPUMEHEHUEM CTPAaTErnYecKUX MOHATHI B LM(poBOM MapkeTuHre. lMcnomp3oBaHue
COLMAJIbHBIX UHCTPYMEHTOB YIIPAaBJICHUSI KOHTEHTOM U ME/INa, MHCTPYMEHThI aHaIN3a U
BU3YaJIN3aI[UU TaHHBIX;

3) BBIOOp ONTUMAILHOTO BapUaHTa PEKJIAMHOM CTpATEruu: KPYyr MOTEHIIMAIbHBIX
KJIMCHOB M X MHTEPEC K TOBapaM M yclIyraM, UX akKTUBHOCTbh B IHTepHeTe, obsieryeHue
NPUHATHS PEeLLICHHs 110 BBIOOPY MOJIeNel B3aUMOAEHCTBHS HA OCHOBE LIM()POBBIX CIIENIOB,;

4) VYcraHOBIIEHHME MAPTHEPCKUX CBA3CH: TMPH OOBEAMHEHUU C YYACTHUKAMHU
CUCTEMBI pacHpeAesieHHUs] CO3JaeTCs BO3MOXKHOCTb Pa3BUTHUSI CUCTEMBI, MOBBIIICHUS
nokaszaresnei 3(p(h)eKTUBHOCTH MO YIPABJIECHUIO PUCKAMU;

5) apdexTrBHOE yIpaBICHHE MAPKETUHTOBBIMU CTPATETUSIMU: MOYKHO OIPEIEIUTh
OCHOBHBIE OM3HEC-TIPOLIECCHl CUCTEMbl M TyTEM NPHUMEHEHHUsS JONOJHUTEIbHBIX
1M (POBBIX TEXHOJIOTHA ¥ HHCTPYMEHTOB JIOCTUYh UX MAPKETHUHIOBBIX IIEJICH;

6) IIpemnmaraemplii MHOTOMOIYJBHBIA TIOJIXO/ MTO3BOJISIET MPEANIPUITHSIM OBICTPO
pearupoBarb Ha  PBIHOYHBIE JaHHbIE, OJHOBPEMEHHO ONTUMHU3HUPYS  CBOU
aBTOMATU3UPOBAHHBIE MAPKETUHTOBBIE YCUIIHS;

7) OnTumusaiiysi ceT cObITa: 3a CUET JOCTYIA K IIMPOKOMY KPYTy MOTEHIMATBHBIX
KJIMEHTOB MOKHO Oy/1€Th ONTHUMU3UPOBATH MOTOK TOBAPOB pa3zeiiuB UX Ha IIEJIEBbIC U
HeleJIEBbIE CETMEHTHI;

8) B pamkax coTpyaHHYECTBa MPEANPUATUI-YIaCTHUKOB SKOCUCTEMBI MOSIBUTCS
BO3MOKHOCTh Uil pa3pabOTKu OW3HEC-pEelIeHUi, He TOJIBKO peau3aluu OusHec-
MIPOEKTOB B c(hepe mporpaMMHBIX MHCTPYMEHTOB M YCIYT, HO U JJsi 3(h(HEKTUBHOM
peanu3zary udpoBoit TpaHcHopMaIy MPOIIECCOB.

B wnemom, myrem co3manus js komnanuid MITY  kimeHTOOpHEHTHPOBaHHOU
AKOCHUCTEMBI ITU(POBOTO MAPKETUHTA, MOKHO (PPEKTHUBHO YIPaBISITh BCEMU OU3HEC-
MPOLIECCAMH, a TaKke IUPPOBOM MAPKETUHTOBOM JESATEIBHOCTHIO B CTpaHE, CO31aTh
UHPPACTPYKTYPY LU(PPOBOrO MAPKETUHI A, BHEPUTH HOBbIE OM3HEC-MOJIENH B IIPAKTUKY
U YCKOPHUTB MPOLIECCHI IUPPOBONA TpaHCHOPMALIMA IKOHOMUKH.
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3AKJIIOYEHUE

[lo pe3ynbpraTam NMPOBEAECHHOTO HCCIENOBaHUSA C(HOPMYIUPOBAHBI CIEAYIOIINE
BBIBOJIbI:

1. AHanu3 MHUpOBOM MPAKTHKH TOKA3bIBAET, YTO TEHJICHIUS MEpEeMELICHHS
TPYAOBBIX pecypcoB B UWHGOPMAIMOHHYIO CE€Tb M BUPTYyaJbHBIA pBIHOK B
MIPOM3BOJICTBEHHOM CEKTOpE BO3pacTaeT. B ycinoBusx nmudpoBoil SKOHOMUKU CyObEKTHI
MIPEIIPUHAMATENBCTBA JODKHBI OCHACTUTh CBOM PA0OYME MeECTa COBPEMEHHBIMH
TEXHOJIOTUSIMU W CO3/1aTh yCJOBUSA JUIsl BBICOKOMHTEPAKTHUBHOTO U  OHJIAMH-
00CITy)KMBaHUS TOTPEOUTENEH.

2. ®opmupoBaHue, pa3BuTHe U d3PPEKTUBHOE UCIOIb30BaHHE OM3Heca B cdepe
UH(POPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX TEXHOJOTMM CYMTAETCS OJHUM M3 OCHOBHBIX
(baxTOpOB MOJIEPHU3ALINY HALIMOHAIBHOW SKOHOMUKH U (DOPMUPOBAHUS THHOBAILIMOHHOM
HSKOHOMUKHU. ONBIT pa3BUTBHIX CTPaH MOKA3bIBAET, YTO COLMAIBHOE, S3KOHOMUYECKOE M
MOJIUTHYECKOE TIOJIOKEHHUE KaXI0M U3 HUX B MHUPE 00ECIIEUNBAETCS, IPEXKIE BCETO, €€
MHTEJJIEKTYaJIbHbIM OOTraTCTBOM, a HAllMOHAJIbHAsI SKOHOMHKA Pa3BUBACTCSI HA OCHOBE
3HAHHU.

3. Ludposas tpancopmanysa B cTpaHax TpeOyeT MAKCUMAIBHO 3(PHEKTUBHOTO
UCIIOJIb30BaHUS CHEIM(UYHBIX U BUPTYaJbHOTO PhIHKA MOAXOJOB B OTHOUICHUSIX C
KIueHTaMu. D¢pheKTuBHOE OOIICHUE C KIMEHTaMH TpeOyeT OOJbIIUX WHBECTHIIMNA B
HOBBIE TEXHOJIOTMM, Takue KakK HoBeWluil HWHTepHeT Bewieid, poOOTOTEXHUKA,
ucKkyccTBeHHbIM uHTEUIEKT U1 AR/VR. Ilupokoe HCIoNb30BaHUE ATHX TEXHOJOTHMA
o0ecrieurBaeT BO3MOXHOCTh BBICOKOW SKOHOMUU 3aTpaTr Ha OOILIEHUE C MOTPEOUTEISIMU
B 00JIaUHOM U OU3HEC-AEITEILHOCTH.

4. B >KOHOMHMYECKOM pa3BUTUU MH(POpMALMSg U 3HAHUS, B YACTHOCTH, PHIHOK
UITY, npexacrasisionumii co00i MHTEIEKTYaIbHOE MBIIUICHHUE YEJIOBEKa, U Pa3BUTHE
€ro MapKeTHHra OO0ECIEYMBAIOT KOHKYPEHTOCIIOCOOHOCTh TIIOJIUTUKH, OW3HEca W
oO1iecTBa M CIy>)KaT OCHOBOM JjIs1 ()OPMHUPOBAHMSI WHHOBAIIMOHHOTO SKOHOMHUKU B
crpane. O000LIasi HAyYHbIE MOAXOJbI, PHIHOK MH()OPMAIIMOHHBIX MPOIYKTOB U YCIIYT
1eJIeCO00pa3HO paccMaTpuBaTh KaK «COBOKYMHOCTb SKOHOMMYECKHX, IPABOBBIX U
OpPraHM3allMOHHBIX OTHOUIEHWH, O00ECNeurBaloOIMX YJOBIETBOPEHHE CIpoca Ha
MH(GOPMAIIMOHHBIE TPOAYKTHI M YCIYTM Ha KOMMEPUYECKOW OCHOBE, HOMEHKIATYpY
IIPOAYKTOB M YCIIYT, YCJIOBUS M MEXAHU3Mbl HX IPEIOCTABIEHUS M IPOLECCOB X
JNENUCTBUSD.

5. Tlo pe3ynbraTaM HCCIIEOBaHMS YCTaHOBJIEHO, YTO OCHOBHas 4actb (70%)
MPUKJIAAHBIX IPOrPAMMHBIX MPOIYKTOB, UCIOJIb3YEMBIX B TOCYJapCTBEHHBIX OpraHax,
MIPOU3BOUTCS 32 pyOexkoM, a 26% TPUXOAUTCS HA JIOJIO0 MECTHBIX MPOU3BOJIUTENICH.
Pa3pabatbiBaTe cTpaTernd SKCHOpTa MPOTPaMMHBIX MPOAYKTOB MOKHO, OLIEHHMBAs
BJIMSIHME HA PEILICHUS] MHOCTPAHHBIX KJIIMEHTOB OTHOCUTEIBHO HIMPOKOTO UCTIOIb30BAHMS
YCIyTr KOMMAaHUK Y30eKuCTaHa TakuX (DaKTOpOB, KaK CEOECTOMMOCTh, TEXHHUYECKAs
KOMIIETEHTHOCTh ~ CHEIMAINCTA, KauecTBO, MPOU3BOJAUTEIBHOCTh, THOKOCTh IO
OTHOILIEHUIO K KJIMEHTY, 3aTpaTbl BPEMEHH, THOKOCTh K SI3bIKaM MPOrpaMMHUpPOBAHUS,
CKOpOCTb 3aIUThI aBTOPCKUX IPaB.

6. MHorre KOMITaHUH, 3aHUMAIOIIMECs Pa3pabOTKON MPOrpPaMMHBIX MPOTYKTOB,
MOTYT JOCTHYh KOHKYPEHTOCIIOCOOHOCTH TOJIBKO, €Cli Ooblie OyAayT oOpaimarh
BHUMaHHE H(P(PEKTUBHOMY M I[IUPOKOMY NPUMEHEHHI0 COBPEMEHHBIX METOOB
OpraHu3allii, aBTOMATU3aluU U TOJJIEPKKN KU3HEHHOIO LHMKJIA LEIOCTHBIX CHUCTEM
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OPOrpaMMHBIX TMPOAYKTOB. A 3TOM CBA3M  HEOOXOAMMO IPOBOJIUTH MOCTOSHHBIE
MAapKETUHIOBbIE HCCIICJOBAHMS C QHAIM30M JKM3HEHHOIO IMKJIA MPOrPaMMHOIO
IPOJIYKTa U €ro A3KOHOMUYECKOr0 0OOCHOBaHUs, a Takke 3()P(HEKTUBHOCTU IIMPOKOTO
UCIIOJIB30BaHUs MPEAIAracMoro IporpaMMHOIO IPOTYKTA.

7. Ha ocHOBE HMPOKOro INPUMEHEHUS NPEUIOKEHHOIO METOJ0JIOTMYECKOrO
IIOX0/1a K OLIEHKE KM3HEHHOI'O IMKJIA MPOTrPAMMHBIX IPOIYKTOB II0 METOHOJOTHHU
«Scrumy» o0ecrieunBaeTcs IOCTOSIHHAs THUOKOCTh K TpeOOBaHUSIM KIIMEHTOB,
HpEABSABIAEMBIM K pa3padaThlBa€MbIM IPOIPAMMHBIM U HHPOPMALIMOHHBIM MPOIYKTaM,
a TaKK€ BO3MOKHOCTB YBEJIMYEHHsI CPOKA UCTIOIBb30BAHMS IIPOTYKTA.

8. [lyreMm obecrieueHust cornacoBaHHOCTH MEXy IPOIBUKEHUEM ITPOrPAMMHOTO
IPOAYKTa C IOMOLIBIO CPEACTB MEAUA-MAapKETHHra M dTallaMH XKU3HEHHOI'O IMKIIA
peaM3aluy MapKeTUHTra HU(PPOBBIX MPOAYKTOB MOXKHO YCTAHOBUTH JIOJTOCPOYHBIC
OTHOILIEHUSI C TOTPEOUTENIMU HWH(POPMAIIMOHHOTO MPOAYKTa W YCIYr, a TaKxKe
YBEJIMYUTD KU3HEHHBIN UK IPOrPAMMHBIX ITPOYKTOB.

9. Illnpokoe NpUMEHEHNE MOJIEH YIIPABJICHUSI MAPKETHHIOBOM JESTENBHOCTHIO,
OCHOBAaHHOM Ha MOTHBALMOHHBIX (YHKIMAX KOMIIAHWM, MpPEAOCTABIISIOLINX
MH(POPMALMOHHBIE TPOAYKTHl M YCIYrH, OOECIEYUT KOMIAHUSAM HX IpHU3HAHUE B
BUPTYaJIILHOU CpEIE.

10. 3Ha4UMOCTh U YPOBEHb (PAKTOPOB YJOBIETBOPEHHOCTH KIIMEHTOB MHTEPHET-
MarasuHa HeoOXOJUMO CIEUUAIbHO OLEHUBaTh HAa OCHOBE HWH(POPMALIMOHHBIX
MHCTPYMEHTOB, IPOTPaMMHBIX CPEACTB M MpWIOkKeHUH. Baxuelmmmu arpuOyramu
NITY aBnsroTCs peanu3anus IPOLECCOB B3aMMOACHCTBUSA ITPOJAaBLA U ITOKYIIATEIS Yepe3
KOMIIBIOTEPHBIA MHTEPQPEIC B YCIOBUSX BUPTYAJIBHOTO TOJS OOLIEHHS, AKTHBHOCTb
BUPTYaJILHOTO MPOJIABLA, [IPOTPAMMHBIE CPEJICTBA BU3YAIIM3aLlUH, HAJIC)KHOCTD TAHHBIX
Y MPOCTOTA BOCIIPUATHA. BhIABICHNE M OLIEHKA YPOBHS YIOBJIETBOPEHHOCTH KJIMEHTOB
yCIIyraMH TOCTABIIMKOB CHELUATU3UPOBAHHBIX MH(OPMAIIMOHHBIX MPOYKTOB U YCIYT
MOMOT'alOT UM TOBBICUTH THOKOCTb.

11. s Tpancdopmariyiu mporeccoB TOBapooOOpoTa B BUPTYaTbHOM U ITUGPOBOI
HKOCUCTEME B YCIOBUSIX TEXHOJIOIMYECKUX MHHOBALIMH, INT00ATN3aIM1, 5KOHOMUYECKOTO
pa3BUTHSI, KOMIAHUSAM HEOOXOAMMO OCYIIECTBIISATH CBOIO JESATEIBHOCTh HE TOJBKO B
HamnpaBiIeHUM HMHPOpPMATHU3ALMU €€ OPraHW3alMOHHO-3KOHOMUYECKHX (GopM U
pazaeneHus GyHKIUN B OM3HEC-9KOCUCTEMAX, HO U Yepe3 (popMHupoBaHre KOHKYPEHTHOMN
uupoBoil cpeabl. HelHEMHMIA 3Tan pa3BUTHS 3KOHOMHUYECKMX OTHOILUEHHWH CIIEAyeT
M3y4aTh KaK METOJOJIOTMYECKMN MOAXOX K pa3Burhio peiHKa MIIY m mapkertuHra,
MPEBPALIAIONINN TPaJUIIMOHHBIE CUCTEMBI paclipe/iesieHus B 0ojiee WHTETPUPOBAHHBIC
CTPYKTYpPBI — IIU(PPOBBIE IKOCUCTEMBI.

12. «DOkocuctema MUppoOBOro MapKETUHTa» OTPAkKACT UHTETPALIMIO OTHOIICHUIMA
MEXK]ly BCEMU YYaCTHUKAMU KaHAJIOB CObITA, MPOU3BOIUTEINSIMU, IPOJAABIIAMHU, IPYTUMHU
NPUHUMAIOIIMMUA ~ CTOpOHaMH ©  motpeburensmMu. OH  Takke OCHOBaH Ha
MHTETPUPOBAHHBIX (hopMax mIaTGopm, KOTOPbIE CO3JAI0T ONTUMAIbHYIO IIEHHOCTb IS
BCEX YYaCTHUKOB 3KOCHUCTEMbI 3a cueT OanaHca UUppoBoil HHOPACTPYKTYyphl U
MapKeTUHroBoil  1eHHocTH. (Co3maBas  KIMEHTOOPUEHTHPOBAHHYKD — SKOCHCTEMY
1 pPOBOr0 MapKETUHTa, KOTOpasi mpeaocTapisieT nocraBimkam UITY koHKypeHTHOE
MIPEUMYILECTBO, BUPTYAIbHBIM PHIHOK YCKOPUT MEPEX0/1 OT TPAAULIMOHHBIX KOHLICTIIIUIA
MapKETUHIa, OPUEHTUPOBAHHBIX HA IPOU3BOJCTBO, K COBPEMEHHBIM MAapPKETUHIOBBIM
IIO/1X0/1aM, OPUEHTUPOBAHHBIM Ha CO3/IaHUE LICHHOCTH JJIs1 KJIMEHTOB.

68



SCIENTIFIC COUNCIL DSc.03/30.12.2020.1.16.02
ON AWARDING SCIENTIFIC DEGREES AT THE
TASHKENT STATE UNIVERSITY OF ECONOMICS

TASHKENT STATE UNIVERSITY OF ECONOMICS

BOBOJONOV AZ1ZJON BABAKHANOVICH

IMPROVEMENT OF THE METHODOLOGY OF DEVELOPMENT
OF MARKETING STRATEGY OF INFORMATION
PRODUCTS AND SERVICES

08.00.11-Marketing

ABSTRACT
of doctoral (DSc) dissertation in economic sciences

Tashkent — 2023



The theme of the dissertation of Doctor of Economic Sciences (DSc) is registered by the Higher
Supreme Attestation Commission of the Republic of Uzbekistan under number B2020.04.DS¢/1q1282.

The dissertation was completed at the Tashkent State Umiversity of Economics

The abstract of the dissertation 1s written in three languages (Uzbek, Russian, English (resume))
posted on the web page of the Scientific Council at ( www tsue uz ) and in the informatio-educational portal
"ZiyoNet" (www ziyonet uz)

Scientific adviser: Begalov Bakhodir Abdusalomovich
Doctor of Economic Sciences. Professor

Official opponents: Ikramov Murat Akramovich
Doctor of Economic Sciences, Academic

Akrom Abdievich Hoshimov
Dactor of Economic Sciences, Professor

Makhkamov Bakhtiyor Shukhratovich
Doctor of Economic Sciences. Professor

Leading organization: Tashken State Technical University
2 N 0o
The defense of the dissertation will take place on & {) _0_‘/ , 2023 at / f; at the

meeting of the Scientific Council DSc.03/30.12.2020.116.02 on awarding of academic degrees
at the Tashkent State University of Economics (Address 100066, Tashkent, Islam Karimov street, 49)
Phone ' (99871) 239-28-72; fax: (99871) 239-43-51; email tdiv@tdiu uz

The dissertation can be found at the Inl'orwon and resource center of the Tashkent State Unmiversity
of Economics (registered under the number/j Address. 100066, Tashkent, Islam Kanmov street, 49.
Phone  (99871) 239-28-74, fax (99871) 239-41-21, e- mail ' tdi@tdin uz

The abstract of the dissertation was sent on " / & 09 2023
(Registry of the mailing protocol &3 09 2023 )

G.K. Apdurakhmonova
3 fic Council for
egrees, Doctor of
rofessor

0.Dj. Djurabaev

Council for [Awarding scientific degrees,
Doctor of/ Science 1n Economics,
Professor .~

R.Kh. Karlibaeva
Chairman of the Scientific seminar at the
Scientific  Council  for awarding of
scientific degrees, Doctor of Science in
Economics, Professor



RESUME (abstract of DSc dissertation)

The purpose of research work is to develop proposals and recommendations for
further improvement of the theoretical and methodological foundations of the
marketing strategy of information products and services.

The object of research work is the marketing activities of companies providing
information products and services.

The scientific novelty of the study is as follows:

organizational and economic mechanisms for managing the marketing activities
of companies providing information products and services have been improved, based
on social recognition in the virtual environment and motivational functions that
develop personal potential;

it was proposed to extend the life cycle of software products based on the
implementation of a marketing strategy and increasing competitiveness using the
SCRUM methodology based on the Agile concept;

the creation of added value in marketing channels is justified by determining
consumer satisfaction with the services of online stores providing information products
and services by determining product properties (W = 0.208; 24.8%), technological
characteristics (W = 0.137; 16.3%), information characteristics (W=0.274; 32.7%),
logistics and marketing characteristics (W=0.221; 26.3%), weighting coefficients;

the influence of rational factors (X1=-0.056), negative and emotional factors
(X2=0.054) on customer satisfaction with the brand at the initial stage of brand
formation for subjects of the local IPS market was substantiated, and based on this, a
PLS-SEM model was proposed for the widespread use of the gamification marketing
strategy;

an architecture for creating an ecosystem of marketing services based on
components aimed at creating added value and ensuring competitive advantages in the
market of information goods and services is proposed.

Implementation of research results. Based on the methodological and practical
results obtained in preparing a marketing strategy for business in the field of
information products and services:

proposals to improve the organizational and economic mechanisms for managing
the marketing activities of companies providing information products and services,
based on social recognition in the virtual environment and motivational functions that
develop personal potential, have been introduced into the activities of the Service
Sector Statistics Department of the Statistics Agency (Statistics Agency Certificate
dated 7 April 2023 No. 01/3-16-10/2-19). As a result of the introduction of scientific
innovation, the efficiency of using and managing the Agency's labor resources
increased by 11.7%.

a proposal to extend the life cycle of software products based on the
implementation of a marketing strategy and increasing competitiveness using the
SCRUM methodology based on the Agile concept has been introduced into the
activities of the Directorate for the Development of Information and Communication
Technologies and Interactive Government Services of the Statistics Agency (Reference

from the Statistics Agency dated April 7, 2023 year No. 01/3-16-10/2-19). As a result
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of the implementation of this scientific innovation in the development of an automated
information system for receiving statistical reports eStat 4.0 and project management,
an increase in labor productivity was achieved by 71%;

proposal to create added value in marketing channels by determining consumer
satisfaction with the services of online stores providing information products and
services by determining product properties (W=0.208; 24.8%), technological
characteristics (W=0.137; 16.3% ), information characteristics (W=0.274; 32.7%),
logistics and marketing characteristics (W=0.221; 26.3%) and weighting coefficients
were used in the activities of the Department for maintaining statistical registers and
providing system services of the Agency for Statistics (Agency Help statistics dated
April 7, 2023 No. 01/3-16-10/2-19). As a result of the introduction of this scientific
innovation, statistical data on enterprises and organizations was generated, the number
of regular customers purchasing statistical collections online increased by 19.6% in
2022 compared to 2021;

the proposed PLS-SEM model for the widespread use of the gamification
marketing strategy with substantiation of the positive influence of rational factors
(X1=-0.056), negative and emotional factors (X2=0.054) on customer satisfaction with
the brand at the initial stage of brand formation of local market entities of the IPU was
used by the Department of Consolidated information works of the Agency for Statistics
(Certificate of the Agency for Statistics dated April 7, 2023 No. 01/3-16-10/2-19). As
a result of the introduction of this scientific innovation, gamification strategies were
applied in the “stat.uz” platform and, as a result, the share of regular online clients of
statistical information in 2022 increased by 28% compared to 2021;

the proposed architecture for creating an ecosystem of marketing services based
on components aimed at creating added value and ensuring competitive advantages in
the market of information goods and services has been introduced into the activities of
the Agency for Statistics (Reference of the Agency for Statistics dated April 7, 2023
No. 01/3-16-10/ 2-19). Thanks to scientific innovation, regional and annual
comparisons have been established in the Statistical Integrated Information System
(siat.stat.uz) and the use of the relationship menu.

The structure and scope of the dissertation. The volume of the dissertation
consists of an introduction, five chapters, a conclusion, a list of references and
applications. The volume of the dissertation was 260 pages.
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