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KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahonda vinochilik
mahsulotlari bozorini rivojlantirishning ustuvor yo‘nalishlari sifatida ijtimoiy
yo‘naltirilgan marketing konsepsiyalari asosida mijozlar xulg-atvor xususiyatlariga
moslashuvchan ta’sir mexanizmlaridan foydalanish, bargaror rivojlanish tamoyillarini
qo‘llash va iste’molchilar segmentining o‘ziga xos xususiyatlaridan kelib chiqgan
holda axloqiy tamoyillardan foydalanish va xalgaro bozorlarda yuqgori iste’mol
qiymatiga ega mahsulotlar bilan eksportni oshirishga e’tibor qaratilmoqda. “2023-
yilda 385 milliard dollarga baholangan global vino mahsulotlari bozori 2030-yilga
kelib 528,3 milliard AQSH dollarini tashkil etib, 2023-2030 yillardagi o‘rtacha o‘sish
sur’ati 4,6 foizni tashkil etishi kutilmoqda™'. Bozor o‘sishining asosiy omili katta
yoshli iste’molchilarning orasida past kaloriyali alkogolli ichimliklar iste’molining
o‘sishi, turizm obyektlari, restoranlar, ko‘ngilochar klublar, dam olish maskanlarining
ko‘payishi bilan birga talabni yanada oshirmogda. Vino mahsulotlari bozorining
barqgaror o°sib borishi korxonalar uchun raqobatda ustunlik va bargarorlik tamoyillari
asosida marketing strategiyalarini shakllantirishni taqozo etadi.

Jahonda global ragobat kuchayib borishi hamda raqobat muhitini keskinlashuvi
sharoitida  vino  mahsulotlari  bozorida marketingning turli  zamonaviy
strategiyalaridan foydalanish muammolari tadqiqiga oid ko‘plab izlanishlar olib
borilmoqda. Jumladan, vinochilik korxonalari tomonidan mijozlar bilan o‘zaro
munosabatlarga asoslangan strategik marketing vositalaridan foydalanish, ragobatda
ustunlikni  ta’minlashning innovatsion yondashuvlarni qo‘llash, mahsulotlar
raqobatbardoshligini baholashning wuslubiy asoslarini takomillashtirish, raqamli
marketing strategiyalaridan foydalanish, global brendingda axloqiylik prinsiplaridan
foydalanish, yashil marketing innovatsiyalari asosida qo‘shilgan qiymat yaratish
masalalari bu boradagi tadqiqotlarning ustuvor yo‘nalishlaridan hisoblanadi.

O‘zbekistonda vinochilik industriyasini xalqaro bozorlarda bargaror ustunligini
ta’minlay oladigan marketing strategiyalarini ishlab chiqish, yuqori sifatli va
qo‘shilgan qiymatli vinochilik mahsulotlarini xalqaro bozorlarda erkin raqobatlasha
oladigan mahsulot turlarini yaratishga alohida e’tibor garatilmoqda. Jumladan,
mamlakatda yuqori sifatli o‘zbek milliy vino brendlarini turoperatorlar orasida keng
targ‘ib qilish va yangi turizm yo‘nalishlariga kiritish choralarini ko‘rish, “VINE
Uzbekistan” brendi ostida Rossiya, Xitoy va Qozog‘istonda vino mahsulotlari
eksportini rivojlantirish, kam quvvatli va tabiiy vino ichimliklariga jamoatchilikning
qiziqishini oshirish vazifalari belgilab berilgan?>. Mazkur vazifalarning samarali
bajarilishi onlayn savdo faoliyatida qo‘llaniladigan SMM, SEO strategiyalarining
ustuvor g‘oyaviy magqsadlarini korxonalarning kam quvvatli va tabily vino
ichimliklariga jamoatchilikning qiziqishini oshirishga qaratilishi, vino mahsulotlari
korxonalarining mahalliy va xorijiy bozorlarga chuqur kirib borish va egallashga
qaratilgan brendingning tarkibiy elementlari bo‘lgan qadoqlash, savdo markasini
ilgari surish va assortiment siyosatini yuritish borasida o‘zaro munosabatlar yaratish

! https://www.marknteladvisors.com/research-library/wine-market.html
2 O‘zbekiston Respublikasi Prezidentining 2023-yil 3-avgustdagi PQ-260-son “2023-2026-yillarda uzumchilik va
vinochilik sohasini yanada rivojlantirishga qaratilgan chora-tadbirlar to‘g‘risida”gi qarori. https://lex.uz/docs/6555121




orqali takomillashtirish, tagqoslama baholash orqali vinochilik korxonalarining
iste’mol xususiyatlariga moslashuvchan bargaror rivojlanishning ijtimoiy-axloqiy
marketing dastaklarini taklif etish, import qiluvchi mamlakatlarning ichki standart
talablariga moslashuvchan mahsulot diversifikatsiyasini nisbiy raqobatda ustunlik
nuqtayi-nazaridan aniqlab, intensiv va ekstensiv o‘sish strategiyalari o‘rtasidagi
optimal nisbatni asoslash, vinochilik mahsulotlari sifati va raqobatbardoshligini
oshirish orqali eksport hajmini ko‘paytirish, vinochilik korxonalari faoliyatida
marketing strategiyalaridan foydalanishni takomillashtirishga yo‘naltirilgan ilmiy
tadqiqotlarning amalga oshirilishini taqozo etadi.

O‘zbekiston Respublikasi Prezidentining 2023-yil 11-sentyabrdagi PF-158-son
““O‘zbekiston — 2030” strategiyasi to‘g‘risida”, 2022-yil 28-yanvardagi PF-60-son
“2022-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi
to‘g‘risida”, 2023-yil 28-dekabrdagi PF-217-son “Iste’mol bozorlarida asosiy turdagi
oziq-ovqat mahsulotlari narxlarining barqarorligini ta’minlash chora-tadbirlari
to‘g‘risida”, 2019-yil 23-oktyabrdagi PF-5853-son “O‘zbekiston Respublikasi
qishloq xo‘jaligini rivojlantirishning 2020-2030 yillarga mo‘ljallangan strategiyasini
tasdiglash to‘g‘risida”, 2019-yil S5-fevraldagi PF-5656-son “Alkogol va tamaki
mahsulotlarini ishlab chigarish va ularning aylanmasini davlat tomonidan tartibga
solishni takomillashtirish hamda uzumchilik va vinochilikni rivojlantirishga doir
chora-tadbirlar to‘g‘risida”gi farmonlari, 2023-yil 3-avgustdagi PQ-260-son “2023-
2026 yillarda uzumchilik va vinochilik sohasini yanada rivojlantirishga qaratilgan
chora-tadbirlar to‘g‘risida”, 2019-yil 5-fevraldagi PQ-4161-son “O°‘zbekiston
Respublikasi Qishloq xo‘jaligi vazirligi huzuridagi Uzumchilik va vinochilikni
rivojlantirish agentligi faoliyatini tashkil etish to‘g‘risida”gi qarorlari hamda sohaga
oid boshga me’yoriy-huquqiy hujjatlarda belgilangan vazifalarni amalga oshirishda
mazkur dissertatsiya tadqiqoti muayyan darajada xizmat qiladi.

Tadqiqotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘ligligi. Dissertatsiya ishi respublika fan va texnologiyalari
rivojlanishining [. «Demokratik va huquqiy jamiyatni ma’naviy-axloqiy hamda
madaniy-ma’rifiy rivojlantirish, innovatsion iqtisodiyotni shakllantirish» ustuvor
yo‘nalishiga muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Vinochilik korxonalari faoliyatida
marketing strategiyalaridan foydalanishni takomillashtirishning ilmiy-nazariy jihatlari
ko‘plab xorijlik olimlarning ilmiy ishlanmalarida o‘z aksini topgan. Bu borada
Levitskaia A., lanioglo N., Curaxina S., Costa A.M., Monteiro B., Silva S., Finotto
V., Mauracher C., Begalli D., Codurri S., Gaeta D., Viana N.A., Cerquetti M.,
Romagnoli A., Fait M., lazzi A., Trio O., laia L., Martinho V.J. va boshqalar ilmiy
tadgiqotlar olib borganlar’. Ushbu uzoq xorijiy mamlakatlar olimlari tomonidan vino

3 Levitskaia, A., lanioglo, N., & Curaxina, S. (2020). Marketing Strategy in Wine Tourism: Tradition Versus
Innovation. Marketing and Digital Technologies, 4(3), 6—12.; Costa, A. M., Monteiro, B., & Silva, S. (2021). Wine
tourism and digital marketing strategies in the vinho verde region. In Proceedings of the International Conference on
Tourism Research (pp- 119-126). Academic Conferences and Publishing International Limited.
https://doi.org/10.34190/IRT.21.034; Finotto, V., & Mauracher, C. (2020). Digital marketing strategies in the Italian
wine sector. International Journal of Globalisation and Small Business, 11(4), 373-390.; Begalli, D., Codurri, S., &
Gaeta, D. (2009). Wine and web marketing strategies: The case study of Italian speciality wineries. British Food
Journal, 111(6), 598-619.; Viana, N. A. (2016). Digital wine marketing: Social media marketing for the
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mahsulotlari bozorida marketing miks strategiyalaridan foydalanish, raqamli
marketing orqali mijozlar bilan munosabatlar o‘rnatish borasida yuqori ilmiy
natijalarga erishilgan bo‘lsada, mahalliy vino mahsulotlari bozorida mijozlar xulg-
atvorini tadqiq qilish va mahsulotlar eksportini oshirishga qaratilgan marketing
strategiyalarini ishlab chiqish masalalari yetarlicha o‘rganilmagan.

Mustaqil davlatlar hamdo‘stligi mamlakatlarida bu borada Romanova M.,
Zvyagin S., Nazarenko V., Kaufman A., Lujanova V., Akulich L., Arutyunova V. va
boshqalarning ilmiy ishlarida uzum-vinochiligi sanoatida marketingga doir masalalar
o‘rganilgan*. Mazkur tadqiqotlarda vinochilik va alkogolli mahsulotlarni ichki va
tashqi bozorlarda samarali ilgari surishga qaratilgan marketing strategiyalari ishlab
chigilgan bo‘lsa-da, iste’molchilarning vino iste’moli va xarid jarayonlaridagi xulg-
atvor xususiyatlari, jumladan, iste’molchilarning turli segmentlariga xos bo‘lgan
marketing strategiyalarini ishlab chiqish masalalari o‘rganilmagan.

O‘zbekistonning  iqtisodchi  olimlaridan  Y.K.Karriyeva, = A.S.Soliyev,
M.A.Ikramov, M.K.Pardayev, L.T.Abduxalilova, Sh.Dj.Ergashxodjayeva,
M.Qosimova, Z.A.Xakimov, T.A.Akramov va boshqgalar marketing fanini
rivojlantirishga katta hissa qo‘shganlar’. Bu mualliflar asosan iste’mol tovarlarini
bozorlarda ilgari surishning marketing strategiyalarini ishlab chiqish bo‘yicha keng
tadqiqotlar olib borilgan bo‘lsada, vinochilik mahsulotlari bozorini rivojlantirishga
qaratilgan tadqiqotlar deyarli amalga oshirilmagan. Vinochilik mahsulotlari bozorida
marketing  strategiyalaridan = foydalanishning ayrim jihatlari D.X.Sapayev,
D.M.Usmonova, S.S.Odilova va boshqa olimlarning tadqiqotlarida oz aksini topgan®.

wine industry. BIO Web of Conferences, 7, 03011. https://doi.org/10.1051/bioconf/20160703011; Cerquetti, M., &
Romagnoli, A. (2023). Milieu and cultural heritage as a resource for digital marketing: exploring web marketing
strategies in the wine industry. Corporate Governance and Organizational Behavior Review, 7(3 Special Issue), 347—
364.; Fait, M., lazzi, A., Trio, O., & laia, L. (2013). Social web communication and CRM in the marketing strategies of
wine enterprises. Journal of Economic Behavior, 3, 103-116.; Martinho, V.J.P.D. (2021). Contributions from literature
for understanding wine marketing. Sustainability (Switzerland), 13(13). https://doi.org/10.3390/sul3137468

4 PomanoBa K.M. CpennseMHOMOPCKHE CyOpETHOHATBHBIE PEANTUH JMHTBOKYIBTYpHOU cdepbl «BuHomenne»: Ha
Marepualie UTaJbSHCKOTO, MCIAHCKOTO M ()PaHIy3CKOrO SI3BIKOB: JHC. KaHA. (uionornmdyeckux Hayk.: 10.02.20/
PomanoBa Kcenuss MuxaitioBHa;, Ypanbckuii Toc. men. yH-T. — ExatepunOypr, 2008. 222 c.; 3earua A.C. O
MPOHUCXOXKACHUH JUKOro M KynbrypHoro BuHorpaza / A.C. 3msrun, JLII. Tpomwmn // Tpyast KybGanckoro
rocyaapcTBeHHoro arpapHoro yausepcurera. — 2010. - Ne 25. Hazapenko A.B. ®yHKIHOHHUPOBAaHUE U Pa3BUTHE PHIHKA
BHHOTpajio-BuHOebueckor mpoaykuuu AIIK Poccum. JluccepTanusi Ha COUCKAHUE YYEHOH CTENEHH JOKTOpa
HSKOHOMHUYECKHX HayK. CTaBpOIOJIbCKUI TOCYyIapCTBEHHBII arpapubiii yausepcureT. 2019 r. — C. 26.; Kaypman M.A.
“CouuanbHO-3KOHOMUYECKasl CTpaTerusl peryJupoBaHus pbIHKA aJKOroJdbHOM npoaykuuu B Poccun™ Jlucceprauus Ha
COWCKAaHNE YYCHOW CTETeHH MOKTOpa SKOHOMHYECKMX HayK. Poccuiickas Axanemusi HaykK, VIHCTUTYT 3KOHOMHKH.
Mocksa, 2006 r. — C. 133-134.; JlyxanoBa H.B. “Crparermueckoe MapKeTHHTOBOC VIpaBIeHHE : YICOHHK.
MunnctepcTBO 00pa3oBanus u Hayku Poccuiickoit Denepanmn, OpenOyprckuii ['ocynapcTBeHHBIH YHHUBEPCUTET. —
OperrOypr: OI'Y, 2017. C. 189.; Apytiorosa, JI. B. CtpaTerndeckuii MeHeKMeHT: yueb. mocobue / [I. B. ApyTioHOBa
— Taranpor: UznarensctBo TTU IO®Y, 2010. — 122 c. — ISBN 5-16-000487 — 4.; Akynuu WN.JI. Mapketunr. — M.:
“Bricmas mxomna”, 2010.

5 Karriyeva Y.K. Xalqaro marketing. O‘quv qo‘llanma. “Fan” nashriyoti. 2005. A.C. CommeB. MapKeTHHT.
bozopmrynoc-muk.  Japciuk. — 2010 #mn.; M.A. Hxpamos, M.K. Ilapmaes, JI.T. AGmyxamuioBa. MapKeTUHT
TaJIKUKOTIapUIa CTaTHCTUK Taximi. — T.: «Sano-standarty, 2019; Ergashxodjayeva Sh.DJ. Strategik marketing.
Darslik. — T.: «Sano-standarty, 2019. — 232 b.; Qosimova M. Ba 6omik. Strategik marketing. O‘quv qo‘llanma. — T.
O‘qituvchi — 2004. — 215 b.; 3.A. XakumoB. EHrmn caHoar KoOpxoHaJapu pakoOaTOapIOLUTUTHHM MapKETHHT
crpaterusuiapu acocupa ommpum. TAUY, u.¢.¢p.n. (PhD) mucceprammscu. 2018 #mn. — 149 Ger.; T.A. Akramov.
Marketing Ijtimoiy-iqtisodiy tadbirkorlik — biznesga ixtisoslashgan ilmiy, amaliy va ommabop jurnal. “Avtomobil
sanoati korxonalarida marketing strategiyasini ishlab chiqishning metodologiyasi”. 2024-yil Aprel, 2-son.

¢ Camaep /I.X. “Pomp MapKETHMHTa B MOJEIMPOBAHHU Pa3BHTHH BHHOIDAJHO-BHHOIENBUECKOro Kiaactepa” TOMU.
Oriental Renaissance: Innovative, educational, natural and social sciences VOLUME 1 | ISSUE 4 ISSN 2181-1784
Scientific Journal Impact Factor 2020 r. — C. 451.; Usmonova D.M. Uzumchilik korxonalarining eksport salohiyatini
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Shuningdek, vinochilik sohasini kelgusida yanada barqaror rivojlantirish, vinochilik
mahsulotlari eksporti hajmlarini oshirish va ichki bozorda samarali ilgari surishga
qaratilgan hamda iste’molda axloqiy marketing tamoyillaridan va strategiyalaridan
foydalanishga qaratilgan tadqiqotlar tizimli ravishda amalga oshirilmagan.
Dissertatsiya  vinochilik  korxonalari faoliyatida marketingning zamonaviy
strategiyalari hisoblangan, axloqiy marketing, eksportni diversifikatsiyalash va
raqamli marketing strategiyalaridan foydalanishni takomillashtirishga garatilganligi
bilan ahamiyatlidir.

Tadqiqotning dissertatsiya bajarilgan oliy ta’lim yoki ilmiy tadqiqot
muassasasining ilmiy tadqiqot ishlari rejasi bilan bog‘ligligi. Dissertatsiya ishi
Toshkent davlat igtisodiyot universitetining ilmiy-tadqiqot ishlari rejalariga muvofiq
ilmiy loyiha doirasida bajarilgan.

Tadqiqotning magqsadi bo‘lib vinochilik korxonalari faoliyatida marketing
strategiyalaridan foydalanishni takomillashtirishga qaratilgan ilmiy taklif va
tavsiyalar ishlab chiqish hisoblanadi.

Tadqiqotning vazifalari:

vinochilik  korxonalarining bozor faoliyatini rivojlantirishda marketing
strategiyalaridan foydalanishning ahamiyati va zaruratini asoslash;

vinochilik korxonalarida marketing strategiyalaridan foydalanishning ilmiy-
nazariy jihatdan asoslash va ustuvor strategik yo‘nalishlarni aniglash;

vinochilik mahsulotlari bozorida zamonaviy marketing strategiyalaridan
foydalanishning uslubiy jihatlarini tasniflash;

jahon vino mahsulotlari bozorida yetakchi mamlakatlarning marketing
strategiyalaridan foydalanish tajribalaridan O‘zbekiston sharoitida foydalanish
imkoniyatlarini aniqlash;

O‘zbekiston vinochilik mahsulotlari bozoridagi raqobat muhiti va bozor
subyektlari faoliyatini tahlil qilish;

vinochilik mahsulotlari bozorida mijozlar xulg-atvori tadqiq qilish va axloqiy
marketing vositalaridan foydalanish imkoniyatlarini aniqlash;

vinochilik sohasini rivojlantirishda raqamli marketing strategiyalaridan
foydalanish orqali kam quvvatli va tabily vino ichimliklariga jamoatchilikning
qiziqishini oshirishga yo‘naltirilgan takliflar ishlab chiqish;

O‘zbekiston  vinochilik  mahsulotlari  eksportni  diversifikatsiyalash
strategiyalaridan foydalanish bo‘yicha tavsiyalar tayyorlash.

Tadqiqotning obyekti sifatida “O‘zbekiston shampani” aksiyadorlik
jamiyatining marketing faoliyati tanlangan.

Tadqiqotning predmeti vinochilik korxonalari faoliyatida marketing
strategiyalaridan foydalanishni takomillashtirish jarayonida yuzaga keladigan
ijtimoiy-iqtisodiy munosabatlar hisoblanadi.

oshirishda marketing strategiyalaridan foydalanish. Iqt. fan.nomzodi ilmiy darajasini olish uchun yozilgan
diss.avtoreferat. — T.: — 2021. Odilova S.S. Meva sharbatlari brendinishakllantirishning marketing strategiyalarini
ishlab chiqish. Iqt. fan.nomzodi ilmiy darajasini olish uchun yozilgan diss.avtoreferat. —T.: 2022.



Tadqiqotning usullari. Tadqiqot jarayonida induksiya, deduksiya, statistik
tahlil, omilli tahlil, so‘rov, tanlanma kuzatuv, indeksli va balans tahlil, diskriminant
usullaridan foydalanilgan.

Tadqiqotning ilmiy yangiligi quyidagilardan iborat:

vino mahsulotlari korxonalarining mahalliy va xorijiy bozorlarga chuqur kirib
borish va egallashga garatilgan brendingning tarkibiy elementlari bo‘lgan qadoglash
(B; = 0,37), savdo markasini ilgari surish (Bgn = 0,41) va assortiment siyosatini
yuritish (Bss = 0,22) mizojlarning mahsulot ingrediyentlari haqida tushunchalarni
to‘liq olish imkonini beradigan tarzda o‘zaro munosabatlar yaratish orqali
takomillashtirilgan;

O‘zbekistonning vino mahsulotlari eksporti uchun eng qulay mamlakatlar
sifatida belgilangan eksport faoliyatini diversifikatsiyalash bo‘yicha tavsiya etilgan
(5B —97,5%; 4B — 0,60%; 3B — 0,80%; 2B — 0,90%, 1B — 0,18%) guruhlar bo‘yicha
eksportning ekstensiv o‘sishga yo‘naltirilgan diversifikatsiya strategiyalaridan
foydalanish orqali yuqori iqtisodiy samaradorlikni ta’minlash taklifi asoslangan;

O‘zbekiston vinochilik mahsulotlari tovarlari assortimentining ayrim guruhlari
uchun nisbiy ustunliklarni aniqlashda vinochilik korxonalari uchun °2208 -
alkogollilik darajasi <80% bo‘lgan denaturatsiyalanmagan etil spirti; spirtli
ichimliklar, likyorlar va boshqa spirtli ichimliklar; *2202 — suvlar, shu jumladan,
shakar yoki boshqa ingrediyentlar qo‘shilgan mineral suvlar va gazlangan suvlar;
’2201 — suvlar, shu jumladan, tabiiy yoki sun’iy mineral suvlar va gazlangan suvlar,
tarkibida qo‘shimchalar bo‘lmagan suvlar turlari asosida diversifikatsiyalash
imkoniyati mavjudligi asoslangan;

O‘zbekistonda uzumzorlardan olinayotgan yalpi hosil hajmining ko‘p omilli
ekonometrik modeli asosida 2030-yilga qadar prognoz ko‘rsatkichlari ishlab chiqgilgan.

Tadqiqotning amaliy natijasi quyidagilardan iborat:

vino mahsulotlari bozorida qo‘llaniladigan marketingining eng samarali
taktikalarining tizimlashtirilgan klasteri taklif etilgan;

iste’molchilarning vino mahsulotlari brendiga ishonchini oshirishda raqamli
marketingning SMM va SEO strategiyalarining optimal usullaridan foydalanish
taklifi asoslangan;

vinochilik mahsulotlari bozorida qo‘llaniladigan ijtimoiy media marketingining
targetlash jarayoni iste’molchilarning yosh, jins, joylashuv, daromad va xulg-atvor
xususiyatlariga ko‘ra amalga oshirish muqobil yondashuv ekanligi asoslangan;

vino mahsulotlari iste’molchilarining iste’mol darajalariga ko‘ra guruhlari
aniglanib, barcha guruhlar uchun marketing kommunikatsiyalari va ijtimoiy ta’sir
vositalari aniqlangan;

Tadqiqot natijalarining ishonchliligi. Tadqiqot natijalari ishonchliligi ilg‘or
xorij tajribalarini o‘rganish va umumlashtirish, vinochilik mahsulotlari ishlab
chigaruvchi korxonalarning brendlar ragobatbardoshligini oshirish borasidagi mavjud
ilmiy tadqiqot ishlarini qiyosiy va tanqidiy nuqtayi nazardan tahlil qilish, axborotlar
bazasi O°‘zbekiston Respublikasi Prezidenti huzuridagi statistika agentligi,
O‘zbekiston ozig-ovgat sanoati korxonalari uyushmasi va xalqaro nufuzli
tashkilotlarning rasmiy manbalari asosida shakllanganligi va ularning samarali tahlili,



jumladan, “SPSS statistics” dasturlash tizimidan foydalanish orqali qgayta
ishlanganligi bilan belgilanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqot natijalarining
ilmiy ahamiyati unda ilgari surilgan nazariy-uslubiy tavsifdagi xulosa va takliflardan
vinochilik korxonalarida marketing strategiyasidan foydalanishni o‘ziga xos
jihatlarini aniqlash, korxonalarning ragamli marketing strategiyalarini ishlab chiqish
va bu borada maxsus strategik dasturlarni shakllantirish hamda “O‘zbekiston
shampani” AJ korxonasining raqobatbardoshligini oshirishga qaratilgan magsadlarni
shakllantirishda foydalanish mumkinligi bilan belgilandi.

Tadqiqot natijalarining amaliy ahamiyati unda ishlab chiqilgan amaliy
tavsiyalardan O‘zbekiston vinochilik korxonalari uchun marketing strategiyalarini
ishlab chiqish va raqobatbardoshligini oshirishda, shuningdek, “Strategik marketing”,
“Innovatsion marketing” fanlaridan darslik va o‘quv qo‘llanmalar tayyorlashda
foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining joriy qilinishi. Vinochilik korxonalari faoliyatida
marketing strategiyalaridan foydalanishni takomillashtirishga qaratilgan ilmiy taklif
va tavsiyalar asosida:

vino mahsulotlari korxonalarining mahalliy va xorijiy bozorlarga chuqur kirib
borish va egallashga garatilgan brendingning tarkibiy elementlari bo‘lgan gqadoglash
(B; = 0,37), savdo markasini ilgari surish (Bsn = 0,41) va assortiment siyosatini
yuritish (Bss = 0,22) mizojlarning mahsulot ingrediyentlari haqida tushunchalarni
to‘liq olish imkonini beradigan tarzda o‘zaro munosabatlar yaratish orqali
takomillashtirish taklifi “O‘zbekiston shampani” AJ faoliyatida foydalanilgan
(“O‘zbekiston  shampani”  AlJning  2024-yil  7-fevraldagi  1-2/213-son
ma’lumotnomasi). Mazkur ilmiy taklifning amaliyotga joriy etilishi natijasida
“O‘zbekiston shampani” AJning 2023-yildagi savdolari hajmini 2022-yilga nisbatan
2,3 %ga oshirishga erishilgan;

O‘zbekistonning vino mahsulotlari eksporti uchun eng qulay mamlakatlar
sifatida belgilangan eksport faoliyatini diversifikatsiyalash bo‘yicha tavsiya etilgan
(5B - 97,5 %; 4B — 0,60 %; 3B — 0,80 %; 2B — 0,90 %, 1B — 0,18 %) guruhlar
bo‘yicha  eksportning ekstensiv  o‘sishga  yo‘naltirilgan  diversifikatsiya
strategiyalaridan foydalanish orqali yuqori iqtisodiy samaradorlikni ta’minlash taklifi
“O‘zbekiston shampani” AJ faoliyatida foydalanilgan (“O°zbekiston shampani”
Alning 2024-yil 7-fevraldagi 1-2/213-son ma’lumotnomasi). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida 2023-yilda “O‘zbekiston shampani” AJ brendining
tanilganligi 12 %ga oshgan;

O‘zbekiston vinochilik mahsulotlari tovarlari assortimentining ayrim guruhlari
uchun nisbiy ustunliklarni aniqlashda vinochilik korxonalari uchun ’2208 -
alkogollilik darajasi <80% bo‘lgan denaturatsiyalanmagan etil spirti; spirtli
ichimliklar, likyorlar va boshqa spirtli ichimliklar; 2202 — suvlar, shu jumladan,
shakar yoki boshqa ingrediyentlar qo‘shilgan mineral suvlar va gazlangan suvlar;
’2201 — suvlar, shu jumladan, tabiiy yoki sun’iy mineral suvlar va gazlangan suvlar,
tarkibida qo‘shimchalar bo‘lmagan suvlar turlari asosida diversifikatsiyalash
imkoniyatidan foydalanish taklifi “O°zbekiston shampani” AJ faoliyatiga joriy
etilgan (“O‘zbekiston shampani” AlJning 2024-yil 7-fevraldagi 1-2/213-son
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ma’lumotnomasi). Ushbu taklifning amaliyotga joriy etilishi natijasida O‘zbekiston
vino ishlab chiqaruvchilari global sharoit va iste’mol tendensiyalariga moslashgan
holda eksport bozorlari uchun mos keladigan 10 dan ortiq vino mahsulotlari
assortimenti shakllantirilgan va ularni 2023-yildagi eksporti amalga oshirilib,
“O‘zbekiston shampani” AJning mahsulot eksporti 2022-yilga nisbatan 2023-yilda
5,9 foizga oshirishga erishilgan;

O‘zbekistonda uzumzorlardan olinayotgan yalpi hosil hajmining ko‘p omilli
ekonometrik modeli asosida 2030-yilga qadar ishlab chiqgilgan prognoz
ko‘rsatkichlaridan ~ “O‘zbekiston = shampani” AJ faoliyatida foydalanilgan
(“O‘zbekiston  shampani”  AlJning  2024-yil  7-fevraldagi  1-2/213-son
ma’lumotnomasi). Mazkur ilmiy taklifning amaliyotga joriy etilishi natijasida yalpi
hosil hajmining ko‘p omilli ekonometrik modeli asosida mamlakatda uzum
yetishtirishning uzoq muddatli istigboldagi faoliyat ko‘rsatkichlarini aniqlashtirish
hamda asosiy parametrlar o‘rtasidagi bog‘liglikni o‘zaro muvofiglashtirish imkoni
yaratilgan.

Tadqiqot natijalarining aprobatsiyasi. Dissertatsiyaning asosiy ilmiy va
amaliy natijalari 5 ta xalgaro ilmiy-amaliy anjumanlarda ma’ruza qilingan va
muhokamadan o‘tkazilgan.

Tadqiqot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo‘yicha jami
13 ta ilmiy ish, shu jumladan, O‘zbekiston Respublikasi Oliy attestasiya
komissiyasining doktorlik dissertatsiyalari asosiy ilmiy natijalarini chop etish
bo‘yicha tavsiya etilgan ilmiy nashrlarda 8 ta ilmiy maqola, jumladan, 6 tasi
respublika va 2 tasi xorijiy jurnallarda, ilmiy-amaliy konferensiyalarda 5 ta ma’ruza
tezislari nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya kirish, 3 ta bob, § ta
paragraf, xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan tarkib topgan.
Dissertatsiyaning hajmi 134 betni tashkil etadi.
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DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiyaning kirish qismida dissertatsiya mavzusining dolzarbligi va
zaruriyati asoslangan, tadqiqotning maqsadi va vazifalari, obyekti va predmeti
shakllantirilgan, respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘ligligi ko‘rsatilgan. Tadqiqotning ilmiy yangiligi va amaliy
natijalari bayon qilingan, olingan natijalarning ilmiy va amaliy ahamiyati yoritib
berilgan, tadqiqot natijalarining amaliyotga joriy etilishi, aprobatsiyasi, nashr etilgan
ishlar va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Vinochilik korxonalarida marketing strategiyalaridan
foydalanishning ilmiy nazariy asoslari” deb nomlangan birinchi bobida, vinochilik
korxonalari faoliyatini rivojlantirishda marketing strategiyalaridan foydalanishning
ahamiyati va zarurati yoritilgan. Vinochilik korxonalarida marketing strategiyalaridan
foydalanishning ilmiy-nazariy jihatlari o‘rganilgan. Vinochilik mahsulotlari bozorida
zamonavily marketing strategiyalaridan foydalanish imkoniyatlari aniqlanib ular
tasniflangan.

Vinochilik tarmog*‘i jahon iqtisodiyotining muhim tarkibiy qismi sifatida mazkur
sohaga ixtisoslashgan mamlakatlarning iqtisodiy o°‘sishga, bandlikka, xalgaro
savdoga va turizmga hissa qo‘shadi, shu bilan birga turli mintaqalarda madaniy va
ijtimoiy jihatdan yuqori ahamiyatga egadir. Biroq, ko‘plab sohalar singari, vinochilik
ham global bozorda rivojlanish uchun moslashish va innovatsiyalarni talab qiladi va
bu borada aniq strategik yondashuvlarni ishlab chigishga qaratilgan ko‘plab strategik
yondashuvlar mavjud. Vinochilik bozori global ozig-ovqat tizimining ajralmas qismi
hisoblanib, ko‘plab mamlakatlar ushbu tarmoqqa keng ixtisoslashgan. Jumladan,

O‘zbekistonda ham mazkur sohani rivojlantirishda boshqa mamlakatlar kabi
keng bozor imkoniyatlari mavjud bo‘lib, jahon bozorlarida raqobatdosh ustunliklarni
ta’minlash uchun samarali marketing strategiyalari zarurdir.

Vinochilikni rivojlantirishda marketing strategiyalarini qo‘llashdan asosiy
maqgsad mavjud bo‘lgan xaridorlarni ushlab qolish, iste’molchilar sonini kengaytirish,
sotuv hajmini oshirish, xorijiy mamlakatlarga qilinayotgan eksportni kengaytirishni
nazarda tutadi.

Vinochilik sanoati agrar iqtisodiyotning tarmoq tarkibiy qismi bo‘lgan holda,
umumiy iqtisodiy tizimning organik qismi hisoblanadi. Vinochilikni kompleks
sifatida davlat va biznes manfaatlari muvozanatlashgan holda yanada samarali
rivojlantirish mumkin. Vinochilik faoliyatini tahlil qilish borasida rivojlangan
mamlakatlar tajribasi rejalashtirish va modellashtirishni amalga oshirish
samaradorligini ko‘rsatdi. Vinochilikni rivojlanishi mintaganing iglim sharoitiga,
mintaganing salohiyatiga, shu jumladan, raqobatbardosh uzum navlarini yetishtirish
qobiliyatiga, mehnatga, innovatsion daraja va boshqalarga bog‘liq.

Vinochilik sanoatida marketing strategiyalari muhim ahamiyat kasb etadi. [lmiy
tadqiqotlar asosida zamonaviy vinochilik bozorida keng qo‘llanilayotgan marketing
strategiyalari tasniflangan va bu 1-rasmda aks etgan.
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Marketing strategiyasini qo‘llash tarmoq va sohalarning yo‘nalishlariga qarab
turlicha bo‘ladi. Jumladan, vino biznesi onlayn savdoning afzalliklaridan sezilarli
darajada foydalanish imkoniyati mavjudligi va ijtimoiy tarmoqlarda ham bularni
tatbiq etish orqali mijozlarda mahsulotga nisbatan afzalliklar yaratish imkoniyati
mavjud. Xorijda vino mahsulotlarini onlayn do‘konlar orqali sotish amaliyoti mavjud.
Vengriya davlatida vino mahsulotlarini sotish tizimi onlayn sotuv orqali amalga
oshirish amaliyoti yo‘lga qo‘yilgan.

Samarali bo‘lmagan marketing strategiyalari biznesning raqobatdosh ustunligiga
salbiy ta’sir ko‘rsatishi mumkin. Bunday bo‘lmasligining asosiy sabablaridan bir
kichik biznes rahbarlari ijtimoiy media marketing strategiyalarini o‘rganishi zarur.
Vino sanoati brend xabardorligini oshirish va raqobatdosh ustunlikni oshirish uchun
bu strategiyadan foydalanadi. Ushbu strategiyadan foydalanganlardan biri
Michigandagi sanoat korxonasi ijtimoiy media marketing strategiyalaridan samarali
foydalangan.

Jahon vino sanoati (AQSH, Avstraliya, Chili, Argentina, Janubiy Afrika)
yetakchilari hisoblanmagan mamlakatlarning vino mahsulotlari dunyosi deb
ataladigan global bozorlarga tez kirib borish tajribasi mavjud. Ular jahon bozorining
katta ulushini muvaffaqiyatli egallashi, asosan, o‘z mamlakati hududida sanoatni
tashkil etishga yondashuvi, shuningdek, vinochilik sohasining faol yagona marketing
siyosati yordamida ta’minlanadi. Vinochilik sohasini shakllantirishning eng muhim
mezoni uning mintaqaviy ishlab chigarish samaradorligiga ta’sir darajasi hisoblanadi.

Xalgaro tajribalarga asoslanganda vinochilik mahsulotlarini ishlab chigarishini
tashkil etishda quyidagilarni e’tiborga olish lozim, ya’ni:

- raqobatbardosh uzum navlarini yetishtirishning mintagaviy xususiyatlari;

- bozor navlari va uzum turlariga talab hajmini prognoz qilish modelini yaratish;

- sohani strategik rivojlantirish modelini yaratish;

- korxona rivojlanishining marketing strategik modelini yaratish;

- tayyor mahsulot sifatini baholash tizimini takomillashtirish.

Marketing strategiyasi vinochilik sanoatida hal giluvchi rol o‘ynaydi. Vinolarni,
vinochilik va uzumzorlarni samarali targ‘ib qilish va sotish uchun turli marketing
usullari va strategiyalarini qo‘llash kerak. Asosan, marketing strategiyasi — bu
korxonalar ko‘rinishni va natijada daromadlarini oshirish uchun foydalaniladigan
umumiy rejadir. Bu kuchli brend identifikatorini yaratishdan tortib innovatsion
mahsulot va xizmatlarni ishlab chiqishgacha bo‘lgan hamma narsani o‘z ichiga olishi
mumkin. Muvaffaqiyatli marketing strategiyalari aniq maqsad va vazifalarga
moslashtirilgan bo‘lishi kerak. Yuqoridagilar inobatga olinib, quyidagi zamonaviy
marketing strategiyalaridan foydalanish talab etiladi: kontent marketingi, ijtimoiy
media marketingi, qidiruv tizimini optimallashtirish (SEO), elektron pochta
marketingi va axborot byulletenlari, ommaviy axborot vositalari va PR bilan
shug‘ullangan, ochilish sahifalari, onlayn reklama, hamkorlik marketingi, retargeting.

Qidiruv tizimini optimallashtirish (SEO) vino zavodlari uchun ularning onlayn
mavjudligini Google kabi gidiruv tizimlari uchun optimallashtirilganligini ta’minlash
uchun juda muhimdir. SEO strategiyalarini amalga oshirish orqali vinochilik
korxonalari o‘zlarining onlayn ko‘rinishini yaxshilashlari, ko‘proq organik trafikni
jalb qgilishlari va oxir-oqibat savdo va brend xabardorligini oshirishlari mumkin.



[jtimoiy media marketingi orqali vinochilik korxonalari o‘z mahsulotlarini
targ‘ib qilish va savdo va brendga sodiqlikni oshirish imkoniyatlari mavjud. Bu
odamlarni brend haqida gapirishga undash, brend yaratish, brendni ijobiy tarzda
ifodalashga, shaxsiyat, falsafa, qadriyatlar va mahsulotlarni targ‘ib qilishga, brend
xabardorligini yaratish va sotishni oshirishga yordam beradi. Aloga vositasi orqali
vino sotadi, ragamli vino marketingi yo‘lga qo‘yiladi va brendga sodiqlikni oshirish
san’ati paydo bo‘ladi.

Dissertatsiyaning “O‘zbekistonda vinochilik korxonalarining marketing
strategiyalaridan foydalanish holati tahlili” deb nomlangan ikkinchi bobida jahon
vinochilik bozorining rivojlanishi va unda O‘zbekistonning o‘rni ishtiroki tahlil
qilingan. Xorijiy mamlakatlar vinochilik korxonalarining marketing strategiyalaridan
foydalanish  bo‘yicha tajribalaridan  O°‘zbekiston amaliyotida foydalanish
imkoniyatlari aniglangan. O‘zbekiston vinochilik bozorining rivojlanishi va undagi
raqobat muhiti tahlil gilingan. Vinochilik mahsulotlari bozorida mijozlar xulg-atvori
tadqiq qilinib, axloqiy marketing vositalaridan foydalanish bo‘yicha taklif va
tavsiyalar ishlab chiqilgan.

Vinochilik sohasi dunyo mamlakatlari iqtisodiyotida katta o‘ringa ega. Amerika
vino sanoati AQSH iqtisodiyotining dinamik qismi bo‘lib, mahsulot hajmi taxminan
276,07 milliard dollarni yoki YAIMning 1,28 foizini tashkil giladi. Unda taxminan
95,50 milliard dollarlik ish haqi va nafaqa oladigan 1,84 million amerikalik ishlaydi®.
Xalgaro uzum va vino tashkiloti (OIV) tomonidan e’lon gilingan so‘nggi hisob-
kitoblarga ko‘ra, 2022-yilda jahon vino ishlab chiqarish 259,9 million gektolitrni
tashkil giladi. Unga ko‘ra hajmi 2021-yil bilan deyarli teng, so‘nggi prognozlarga
ko‘ra 262 million dollarni tashkil etgan’.

Iste’moldagi vinoning har xil turlari mavjud, jumladan, kolleksion maxsus vino,
qaynar vino, yetishtirilgan tabiiy vino, gazlangan vino, mevali vino, brendi va
boshqgalar. O‘zbekiston Respublikasida 42 ta alkogol mahsulotlari ishlab chigaruvchi
korxonalarda 72 ta uzum xomashyosini qayta ishlash punktlari mavjud, shuningdek,
ushbu korxonalardan 16 tasi tabily vino ishlab chiqarish bilan shug‘ullanuvchi
korxonalar faoliyat yuritadi. Vino, meva vinolari va konyak mahsulotlarining eksport
geografiyasi Kongo, Litva, Italiya, Chexiya, Turkiya, Armaniston, Gruziya,
Hindiston, Mo‘g‘uliston, Isroil va Ispaniya kabi davlatlar hisobiga kengayib
bormoqda. So‘nggi yillarda vino ishlab chiqaruvchi kompaniyalarda uskuna va
texnologiyalarni yangilash, marketing va assortiment siyosati, logistika hamda
qadoqlashga jiddiy e’tibor garatilgan.

Jahonda va O‘zbekistonda vinochilik sohasidagi qonunchilik hujjatlari va
strategik hujjatlar to‘plamlarida va xalgaro strategik rivojlantirish dasturida asosiy
e’tibor  quyidagilarga qaratilgan: ekologik toza uzumchilikni targ‘ib qilish;
uzumchilik orqali ijtimoiy taraqqiyotga ko‘maklashish; uzumchilik sektorida
tengsizlikni kamaytirish; ilmiy tadqiqot laboratoriyalarining o‘zaro tagqoslanadigan
uslublarini ta’minlash; mavjud standartlar va amaliyotlarni xalgaro darajada kelishib
olish; uzum xom ashyosi va vino materiallarini ishlab chigarish va sotish

8 https://www.bkwine.com/features/more/important-wine-country-economy/
9 https://www.vitisphere.com/news-97949-france-ranks-world-champion-for-growth-in-wine-production-in-2022-.html
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jarayonlarini modernizatsiya qilish maqgsadida yangi standartlarni ishlab chiqish; vino
mahsulotlarini tamg‘alash va taqdim etish bo‘yicha tavsiyalarni ishlab chiqish.

4( Vinochilikda brend strategiyasi )
2
»C Vino sifati (eng sifatli uzum navlari)
v

Cabernet Souevignon Chardonnay Tempromello

‘P( Brend identifikatori )

Turli xil shaklga ega
bo‘lgan qadoqlash
usullaridan foydalanish

Shisha yorliglar
gallereyasi

Qadoqlash dizayni Xabarlar

Magsadli auditoriya )
v v

Tarqatish kanallari Xulg-atvor segmentatsiyasi

Iste’molchi hohish-istagi

4,( Turli xil mahsulot portfelini ishlab chiqish )

v

Ingridientlar haqida tushuncha ]

—P( Tarqatish strategiyasi )

v
—b( Marketing va reklama )

O

Wino blogini aktiv
yurgizish

Tadbirlar

A’anaviy reklama

Mijozlar ma’lumotlarini olish

l Moslashtirish va rivojlantirish )

Brendni doimiy ravishda yangilash

Fikr-mulohazalarga moslashuvchanlik

L{ Mabhsulot assortimentini ko‘paytirish )

( Kichik hajmdagi shishalarda bir qancha sharob turlarining kolleksiyasi )

2-rasm. Vinochilik mahsulotlari bozorida brend strategiyasini amalga oshirish bosqichlari'®

19 Jlmiy adabiyotlarni umumlashtirish orqali muallif tomonidan ishlab chigilgan.
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Yugqoridagilar bilan birga, mahalliy bozorda faoliyat yurituvchi kompaniyalar
vino mahsulotlari sifati va assortimenti bo‘yicha va ularning alkogollik tarkibi
bo‘yicha faqat vino qadoqglaridagina mijozlar bilan kommunikatsiya qilinadi. Buning
asosiy sababi alkogolli mahsulotlar hisoblangan vinoda ham reklama qilish
imkoniyatlari cheklangan.

Jahon mamlakatlarining tajribalarida vinochilik mahsulotlari korxonalarining
mahalliy va xorijiy bozorlarga chuqur kirib borish va egallashga qaratilgan brending
strategiyalariga yuqori e’tibor qaratilmoqda. Uning asosiy tarkibiy elementlari
sifatida mijozlar bilan munosabatlarda qgadoqlashga ahamiyat qaratish, savdo
markasini ilgari surish va kam quvvatli vino assortimentini yaratish, mijozlarga
mahsulot ingrediyentlari haqida yanada to‘liqroq tushunchalar berishga ahamiyat
qaratilmoqgda. Ushbu vositalar orqali vinochilik mahsulotlari bozorida mijozlar bilan
o‘zaro munosabatlar yaratishning ommaviy reklamalarsiz, shaxsiylashtirilgan
tajribalarni  oshirishga qaratilgan marketing strategiyalariga alohida ahamiyat
qaratilmoqda.

Ushbu holatlardan kelib chiggan holda mabhalliy korxonalar uchun keng
qamrovli marketing strategiyasini ishlab chiqish vino brendini samarali targ‘ib qilish
va uning bozorda o‘sishini ta’minlash uchun brending strategiyalariga ahamiyat
qaratilishi lozim.

Vino mahsulotlari bozorida mahalliy brendlarni shakllantirishning asosiy
shartlaridan biri ularning boshqa brendlardan farqlovchi xususiyatlarini mijozlar
ongida shakllantirishga erishishidir. Brend strategiyasining ushbu asosiy
elementlariga e’tibor qaratgan holda, vinochilik korxonalari o‘zlarini bozorda
samarali joylashtirishlari, kuchli brend kapitalini yaratishlari va vino sanoatida uzoq
muddatli muvaffaqiyatlarga erishishlari mumkin. Shunga ko‘ra vinochilik
mahsulotlarining qadoqlarida mahsulot ingrediyentlari, tabiiyligi va boshqa o‘ziga
xos jihatlarni onlayn kuzatish imkonini beradigan tizim yaratish lozim. Buning uchun
marketingda mijozlar bilan munosabatlarni tashkil etishda keng qo‘llaniladigan mobil
marketingning asosiy strategiyasi hisoblangan QR kodlashtirish texnologiyalaridan
foydalanish magsadga muvofiqdir.

O‘zbekiston Respublikasida spirt qo‘shilmagan tabiiy uzum vinolari ishlab
chigarish hajmi 2019-2023-yillarda 1,32 barobarga, giymat hajmida esa 3,37
barobarga oshgan. O‘zbekiston Respublikasida spirt qo‘shilmagan tabily uzum
vinolari ishlab chigarish hajmi 2019-2023-yillarda 1,32 barobarga, qiymat hajmida
esa 3,37 barobarga oshgan. Eng yuqori o‘sish Buxoro viloyatida kuzatilgan bo‘lib,
2019-2023-yillarda tabiiy uzum vinolari ishlab chiqarish hajmi 6,0 barobarga oshgan,
qiymat hajmida esa 21,47 marttaga oshgan. Toshkent viloyatida mazkur 2019-2023-
yillarda tabiily uzum vinolari ishlab chiqarish hajmi 4,04 barobarga, qiymat jihatdan
esa 1,6 barobarga kamaygan (1-jadval).

Bozor mexanizmini shakllantirish muammolari ichki bozorni yuqori iste’mol
sifatiga ega tovarlar va xizmatlar bilan to‘yintirish, talab va taklif o‘rtasidagi tarkibiy
va assortimentdagi nomutanosiblikni bartaraf etish bilan chambarchas bog‘liq.
Vinochilik kompleksi ozig-ovqat bozori tarkibida salmoqli ulushga ega. Bu
xaridorning iste’mol mahsulotlari tarkibida uzum yoki yuqori iste’mol qiymatiga ega
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vino ekanligi bilan bog‘lig. Shu o‘rinda O‘zbekistonda ham vino ishlab chigaradigan
bir qancha ragqobatdosh korxonalar mavjud.

O‘zbekiston hududida sharob savdolari bilan shug‘ullanadigan korxonalar soni
100 dan ortigni tashkil etadi. Toshkent shahrida eng ko‘p ommalashgan va ko‘plab
savdo shahobchalardagi rastalardan o‘rin olgan “Chardonnay”, ‘“Zulhumor”,
“Lagune”, “L’amore”, “Sonata”, “Chateau Hamkor”, “Rundweis”, “Shirinchente”,
“Cabernet Sauvignon MSA” kabi vino turlari ommalashmoqda.

1-jadval
O‘zbekiston Respublikasida vino mahsulotlari ishlab chigarish!!

Tabiiv oa va qizil desert Tarkibida 15 %dan ko‘p spirt
Yillar O‘Ichov birligi yoq va qizt ¢ bo‘lgan boshqa tabiiy uzum
uzum vinolari . .
vinolari
.| Hajmi, ming dal 3972.8 20502,7
2019-yil ming so‘m 19230561 71667296
.| Hajmi, ming dal 4131,9 19812,8
2020-yil ming so‘m 26270120 82558130
. Hajmi, ming dal 4188,2 17868,8
2021-yil ming so‘m 32721482 933296275
. Hajmi, ming dal 2479,1 17566,9
2022-yil ming so‘m 30334078 108819887
. Hajmi, ming dal 1504,2 17133,5
2023-yil ming so‘m 22635079 123588684
2023-yilda Hajmi {+/-} 37,86 83,57
2019-yilga | oh (%) 117,7 172,45
nisbatan

Bundan tashqgari, Bagizagan va Hamkor brendining boshqa ko‘plab vinolari ham
raqobatdosh vinolar hisoblanadi. Bular qatoriga “Peri”, “Bella”, “Oreanda” vinolari
keng tarqalgan. Bu vinolar eksportbop vinolar hisoblanadi. Jamiki vino
iste’molchilarining 70 foizi asosan ushbu vinolarni xarid qilishadi (2-jadval).

2008-2023-yillarda alkogolning chakana savdosi 60 foizga oshdi, 18 va undan
katta yoshdagilar uchun aholi jon boshiga 1,6 litrdan 2,6 litrgacha sof alkogol to‘g‘ri
kelgan. Shu bilan birga, alkogolli ichimliklarning umumiy savdosidagi kuchli spirtli
ichimliklarning nisbiy ulushi 2008-yildan 2023-yilgacha 74% dan 89% gacha o‘sdi,
shu bilan birga, kam alkogolli ichimliklar ulushi xuddi shu davrda kamaydi: vino
uchun 15% dan 3% gacha. Pivo uchun 11% dan 8% gacha. Bu JSSTning Yevropa
mintagasida kuzatilgan umumiy manzaradan farq qiladi, bu yerda spirtli ichimliklarni
iste’'mol qilishning pasayishida teskari tendensiya kuzatilgan. Shunga ko‘ra
O‘zbekistonda kuzatilayotgan so‘ngi tendensiya kuchli alkogolli ichimliklar iste’mol
qilishning aholiga ko‘proq zarar keltiruvchi xavfli ichimlik turi bilan bog‘liqdir.
O‘zbekiston uchun alkogol mahsulotlari bo‘yicha kiritilgan asosiy cheklovlar sifatida
quyidagilarni keltirib o‘tish mumkin:

spirtli ichimliklarni sotib olishning minimal yoshi 20 yil;

spirtli ichimliklarni reklama qilish qisman taqiglangan;

1 O¢zbekiston Respublikasi Milliy statistika qo‘mitasi ma’lumotlari asosida muallif tomonidan tuzilgan.
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alkogolli mahsulotlarning iste’mol qadoqglarida sog‘liq uchun aniq

ogohlantirishlar bo‘lgan yorliglar bo‘lishi kerak.

2-jadval
O‘zbekiston Respublikasida raqobatdosh uzum vino turlari
va ularing o‘rtacha bozor narxlari'?
. . . . . |Vino narxlari| Uzum Sharob
Brend vinolar | Vino markalari| Vino turlari (2023-y.) navi kolleksiyasi
Chardonay Oq quruq 49500 Soyaki
“Bagizagan” Oq nimshirin | 50000
AJ Zulhumor Qizil nimshirin | 50000 Saperavi 20 dan ortiq
Lagune Qizil shirin 104000 Merlot
Oq quruq 87000 Soyaki
L’amore Oq quruq 100000 Soyaki
« ” Qizil quruq 100000 Pinot noir
Hamkor™ XK Sonata Oq quruq 63000 Cabernet 26
Chateau Hamkor | Qizil quruq 78000 Saperavi
Rundweis Oq quruq 120000 Soyaki
“Uzumfermer” | Shirinchente Pushti shirin 175000 Merlot 31
XK Cabernet Qizil quruq 160000 Cabernet
Sauvignon MSA Sauvignon
) Zarkent durdonasi| Qizil nimshirin | 85000 Saperavi 30 dan ortiq
“O¢‘zbekiston — :
shampani” AJ Rkatsr[eh‘ Qq quruq 92000 R‘katselh‘
Dolche Vita Qizil quruq 78000 Pinot noir
O‘zbekistonda alkogolli ichimliklar ustidan nazoratning qonunchilik

mexanizmlarini samarali amalga oshirilishi natijasida ichki iste’mol qisqarib borish
tendensiyasi kuzatilmoqda. Jumladan, 2016-yilda jami tovarlar chakana savdo
aylanmasida alkogolli mahsulotlar ulushi 3,3 foizni tashkil etgan bo‘lsa, 2023-yilda
bu ko‘rsatkich 2,1 foizni tashkil etgan (3-jadval).

3-jadv

O‘zbekistonda alkogolli mahsulotlar chakana savdo aylanmasi ulushi'

al

Chakana savdo aylanmasi,

Jami tovarlar chakana savdo

Yillar mlrd. so‘m aylanmasidagi ulushi, %
2016 2349,2 3,3
2016 2667,2 3,1
2017 3134,8 3,1
2018 3818,1 3,0
2018 40943 2,9
2020 4286.4 2,5
2021 5028,5 2,2
2023 5604,2 2,1

12 Muallif tomonidan o‘tkazilgan so‘rovnoma tahlilidan olingan natija.

13 Muallif ishlanmasi
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Yugoridagi statistik ma’lumotlardan xulosa qilish mumkinki, vinochilikda
1jtimoiy-axloqiy marketing vositalaridan foydalanish orqali korxonalarning bozordagi
samarali harakatlarini tashabbuskor loyihalarga aylantirish imkoniyati mavjud bo‘lib,
bu borada ilmiy uslubiy asoslar yaratish talab etiladi.

[jtimoiy va axloqiy marketing konsepsiyasining asosiy yondashuvi magsadli
bozorlarning ehtiyojlari, istaklari va manfaatlarini aniqlash, iste’molchi va butun
jamiyat farovonligini saqlab qolish hamda oshirishga garatilgan samarali usullar bilan
kerakli darajada qoniqishni ta’minlashdir. [jtimoiy va axloqily marketing
konsepsiyasini amalga oshirish uchta omilning muvozanatini talab qiladi: ishlab
chiqaruvchi tashkilotning foydasi (sanoat, davlat), sotib olish ehtiyojlari va jamiyat
manfaatlari. Shuningdek, axloqiy marketingni beshta asosiy tamoyili mavjud, ular:
shaffoflik, ijtimoily mas’uliyat, mijoz ma’lumotlarini himoya qilish, inson
huquglariga rioya qilish, barqarorlik, mijoz qiymati.

Axloqiy marketing bo‘yicha keltirib o‘tilgan asosiy prinsiplarga moslik holatini
barcha korxonalar amaliyotida foydalanish holatini tahlil qilish uchun baholash
metrikalarini tuzish talab etiladi. Baholash uchun korxonalarning marketing MIKS
amaliyoti bugungi mijozlar kutgan ijtimoiy samaralarga qay darajada javob berishini
kuzatish orqali hal gilish mumkin.

Spirtli ichimliklar iste’molchilarini bir qator xususiyatlariga ko‘ra, jumladan,
vino mabhsulotlarini afzal ko‘rishlari, iste’mol qilish xatti-harakatlari va ichishga
bo‘lgan munosabatiga qarab turli toifalarga bo‘lish mumkin. Bunday iste’molchilar
guruhlari sifatida quyidagilarni keltirib o‘tish mumkin: Gurmanlar/Bilag‘onlar,
ichimliklarni ijtimoiy iste’mol qiluvchilar, o‘rtacha ichuvchilar, og‘ir ichuvchilar,
tasodifiy ichuvchilar, sog‘lik uchun ongli ichuvchilar, sarguzashtli ichuvchilar, spirtli
ichimliklarni iste’mol qilmaydiganlar. Olib borilgan marketing tadqiqotlari natijalari
shundan dalolat beradiki, barcha guruh iste’molchilar vino mahsulotlari iste’moliga
nisbatan o°‘ziga xos axloqiy qoidalarni nazarda tutadi. Mazkur xulg-atvor
xususiyatlarini yanada kengroq tushunish uchun dissertatsiya doirasida marketing
tadqiqotlari amalga oshirilgan. Tadqiqotda anketa so‘rovnomalaridan foydalanilgan
va olingan statistik natijalar vino mahsulotlari iste’molchilari guruhlarning turli
segmentlariga turlicha marketing strategiyalarini taklif etish uchun diskriminant tahlil
usulidan foydalanilgan. Anketa quyidagi havola orqali onlayn yig‘ilgan:
https://docs.google.com/forms/u/0/-?tgif=d&ec=asw-forms-hero-goto. Anketa
so‘rovnomalari qariyb bir yil davomida onlayn yig‘ilgan. Jami ishtirok etganlar 2000
nafardan ortigni tashkil etgan. Respondentlarning eng kichik yoshi 21 yoshni, eng
katta yosh esa 65 yoshni tashkil etgan. Ularning qariyb 25 foizini 27 yoshgacha
bo‘lganlar, 50 foizini 36 yoshgacha bo‘lganlar, 75 foizini esa 46 yoshgacha
bo‘lganlar tashkil etgan. Tahlilni amalga oshirish uchun tanlangan o‘zgaruvchilar
bo‘yicha olingan umumiy ahamiyatli statistika natijalaridan ma’lumki, barcha
o‘zgaruvchilar statistikasi yuqori ahamiyatli P (volue) giymatlari 0,05 ehtimollik
bilan aniqlangan.

Diskriminant tahlilda Wilks> Lambda statistikasi qiymati [0,1] oralig‘ida
o‘zgaradi. Agar Wilkes statistikasi qiymati 0 ga yaqin bo‘lsa demak, bu yaxshi
diskriminatsiya mavjud degani, agar 1 bo‘lsa ajralish xususiyati past degani. P ning
qiymati 0,05 darajada xatolikning yuzaga kelishi kam ekanligini tasdiglaydi. Bizning
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misolimizda Wilks’ Lambda testi birga yaqin qiymatni gabul qildi, bu esa
mijozlarning barcha turi spirtli ichimliklar iste’moli uchun deyarli bir xil yondashadi
degan xulosani berishi mumkin. F kriteriya dfl = 1 va df2 = 118 da r ning 0,10
qiymatida 2,7 minimum va 5,4 maksimal jadval qiymatini qabul giladi va F (haqiqiy)
> F (jadval) bo‘lishi o‘rganilayotgan omil belgilarining natijaviy belgiga bo‘lgan
ta’siri kuchli F (haqiqiy) < F (jadval) bo‘lsa, kuzatilayotgan o‘zgaruvchi natijaviy
omillarga bog‘liq degan xulosaga kelinadi. Bizning misolimizda barcha
o‘zgaruvchilar giymatlari bo‘yicha mos korrelyatsiya mavjud degan xulosalarga
kelingan.

Diskriminant tahlil uchun olingan asosiy natijalar esa Fisher mezoniga ko‘ra
olingan chiziqli diskriminant funksiyada ifodalanadi. Mazkur chizigli regressiya
funksiyalari bo‘yicha olingan  giymatlari 4-jadvalda ifodalangan.

4-jadval
Hisoblangan diskriminant funksiya koeffitsiyentlari'*
Mijozlar guruhi
= = —_ = = s =
Xulg-atvor xususiyatlari § %E ?§§ g £z - g = Z§._E
’ ' S| EssiE% |3E-|3E-1EEipEE
g = e = =
2152 B2 & |32 °F 552
Me’yorida iste’mol qilish op3 | 3,274 | 2,593 | 2,780 | 3,087 | 2,675 | 2,642 | 3,141
Iste’molini kamaytirish op6 | 3,484 | 3,087 | 3,541 | 3,579 | 3,088 | 3,636 | 3,195

usuli
Istamaganda ichishga majbur qilish |pnl0| 0,838 1,078 | 0,824 | 0972 | 1,311 | 1,567 | 1,506
Ichimlik taklifini rad gila olish pnl3| 2,009 | 2,382 | 2,270 | 2,169 | 2,266 | 1,497 | 2,537

Tadbirlarda vino iste’moli pnl4| 1,410 1,638 1,050 1,216 | 1,371 1,423 | 1,304
Tadbirlarda mast bo‘lib golish pn20| 0,851 0,965 0,940 | 0,772 | 0,635 | 0,784 | 0,542
Atrof-muhitga -~ va - tabiatgd e g1y | 0,167 | 0343 | 0275 | 0214 | 0,616 | -0,066
zarar yetkazish

Boshgalarning xabardorligi lifsat2| 0,499 | 0,391 0,204 | 0,041 | -0,072 | -0,047 | -0,225

Iste’'mol  qilishning  foydaliligi
go‘shiluvchilar

Iste'mol gilish madaniy me"yorlar,e il 0 414 | 0,664 | 0.829 | 0.866 | 0,840 | 1,683 | 0,544
va an’analarni mos bo‘lishi

Madaniy jihatlarga alogadorlik pss2 | 5,955 6,089 | 5494 | 5,817 | 6,176 | 6,548 | 5,934
Sog‘ligni birinchi o‘ringa qo‘yish pss8 | 7,175 7,300 | 7,016 | 7,441 | 7,378 | 8,776 | 7,672

Boshqalaming  sogligi  uchunic 1 1 201 | 1813 | 2,118 | 1,567 | 1233 | 2269 | 1307

gayg‘urish
(Konstanta) -45,675 | -46,215 | -44,676 | -46,763 | -47,282 | -50,818 |-45,194
Fisherning chizigli regressiya funksiyasi

lifsat3| 0,984 | 0,958 | 0,741 | 0,816 | 1,224 | 0,343 | 1,106

Ushbu jadval ma’lumotlariga ko‘ra tanlangan mustaqil toifali iste’molchilar
xulg-atvorida iste’molchilarning turi bo‘yicha aniq farqlarning mavjud ekanligining
guvohi bo‘lish mumkin. Yugqoridagi tahlil natijalaridan ma’lum bo‘ladiki, vinochilik
mahsulotlari bozorida 1ijtimoiy-axloqiy iste’molchilar guruhi shakllanmoqda.
Shuningdek, deyarli barcha guruh iste’molchilarining fikri vino mahsulotlari
iste’molining salbiy ekanligini va iste’molni kamaytirish lozimligi haqidagi

14 Muallif ishlanmasi

21



tasavvurlari shakllanmoqda. Ushbu holatlardan kelib chiqgan holda, vino
mahsulotlari ishlab chiqaruvchi korxonalar mijozlarning yuqorida aniglangan
xususiyatlariga mos keluvchi ijtimoiy marketing tamoyillari asosida bozorda harakat
qilishlari va ijtimoily marketing konsepsiyalari asosida biznes faoliyatini amalga
oshirishlari talab etiladi.

Dissertatsiyaning ~ “Vinochilik  korxonalari  faoliyatida  marketing
strategiyalaridan foydalanishni takomillashtirish yo‘llari” deb nomlangan
uchinchi bobida, vinochilik mahsulotlari bozorini tartibga solish mexanizmlari ishlab
chiqilib, intensiv, integratsion va diversifikatsion o‘sishning strategik yondashuvlari
taklif etilgan, uzum-vinochilik mahsulotlari bozorida eksportni diversifikatsiyalash
strategiyalaridan foydalanish imkoniyatlari aniglangan. O‘zbekiston vinochilik
klasteri faoliyatini rivojlantirishning tashkiliy-iqtisodiy mexanizmi taklif etilgan.
Vinochilik mahsulotlarining xorijiy bozorlarga eksportni amalga oshirishning
mahsulot diversifikatsiyasiga asoslangan intensiv va ekstensiv o‘sish strategiyalari
taklif etilgan.

Vinochilikning samarali jahon tajribasi vino ishlab chiqaruvchilar, import
qiluvchilar, distribyutorlarning yuqori darajadagi birlashuviga va qiymat zanjiri
ishtirokchilarining sa’y harakatlarini birlashtirishga asoslangan. O°‘zbekiston
vinochilik korxonalari raqobatbardoshligining asosiy muammolari ichki bozordagi
nisbatdan o‘rtacha ulush, mahsulotlarning xorijda tan olinishining pastligi, bozorga
kirishda yugqori to‘siq tufayli O‘zbekiston vino mahsulotlarining yirik chakana savdo
tarmoglarida raqobatdosh bo‘lmagan xarajatlar tarkibi (logistika, xomashyo uchun)
va boshqgalarning kam mavjudligi hisoblanadi.

O‘zbekiston vinochiligining raqobatbardoshligini oshirish magsadida bir necha
usullardan foydalaniladi. Shunday usullardan biri bo‘lgan intensiv o‘sish usuli
mavjud. Vinochilikning intensiv o‘sishi turli usullar bilan uzum ishlab chiqarish va
vino hosilini maksimal darajada oshirishga qaratilgan amaliyotlar to‘plamini
anglatadi. Bunday yondashuv ko‘pincha vinoga talab yuqori bo‘lgan va ishlab
chiqaruvchilar o0°‘z mahsulotlarini  optimallashtirishga intiladigan hududlarda
go‘llaniladi.

Xalgaro amaliyotni o‘rganish asosida vinochilik sohasini rivojlantirish
magqsadida uch xil va alohida vazifalarga ega bo‘lgan intensiv, integratsion va
diversifikatsion strategiyalar taklif etiladi. Intensiv o‘sish strategiyasining asosiy
maqgsadi mavjud biznes yoki sanoatda maksimal o‘sishga qaratiladi. Bu
vinochilikning joriy bozori yoki mintaqa doirasida kengaytirishga qaratilgan
vazifalarni o‘z ichiga oladi. Integratsion o°‘sish strategiyasi esa vinochilik
korxonalarining bozordagi operatsiyalarni kengaytirish va optimallashtirishni o‘z
ichiga oladi. Diversifikatsion o‘sish strategiyasi ko‘pincha joriy biznes bilan bog‘liq
bo‘lmagan yangi tarmogqlar, bozorlar yoki mahsulotlarni kengaytirishni o‘z ichiga
oladi. Mavjud biznes bilan potensial alogasi bo‘lmagan yangi sanoat, bozorlar yoki
mahsulotlarga kengayadi. Har bir strategiyaning o‘ziga xos afzalliklari, risklari va
mulohazalari mavjud va tanlov kompaniyaning maqsadlari, imkoniyatlari va raqobat
muhitiga bog‘liq. Vinochilik kompaniyalari o‘zlarining o‘ziga xos sharoitlaridan
kelib chigqan holda ushbu strategiyalarning kombinatsiyasini ham qo‘llashlari
mumkin.
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Diversifikatsion o‘sishga qaratilgan strategik maqsadlar  O‘zbekiston
Respublikasi Prezidentining “2023-2026-yillarda uzumchilik va vinochilik sohasini
yanada rivojlantirishga qaratilgan chora-tadbirlar to‘g‘risida” 2023-yil 3-avgustdagi
260-son garori bilan uzumchilik va vinochilik sohasini barqaror rivojlantirish, qayta
ishlash korxonalarini infratuzilmaviy va moliyaviy qo‘llab-quvvatlash, shuningdek,
uzum va vinochilik mahsulotlari eksporti hajmlarini oshirish bo‘yicha belgilab
berilgan vazifalarni samarali 1jrosi uchun zarurdir.

Mamlakatlar bo‘yicha vinochilik mahsulotlari eksportida ham yuqori o‘sish va
diversifikatsiya holatlarini kuzatish mumkin. 2018-yilda O‘zbekiston jami 17 ta
mamlakatga vino mahsulotlari eksport qilib, ularning qiymati 18267 ming AQSH
dollarini tashkil etgan. 2023-yilda esa eksport qilingan mamlakatlar soni 22 tani
tashkil etgan. 2023-yilda bazaviy yilga nisbatan o‘sish 2,4 marttani tashkil etib, yillik
o‘sish sur’ati o‘rtacha 6,5 foizni tashkil etgan. Eksportning gariyb 65 foizi Rossiya
Federatsiyasi, 14,6 foizi Qirg‘iziston va 8,3 foizi esa Qozog‘iston hissasiga to‘g‘ri
kelgan.

O‘zbekiston vinochilik mahsulotlari eksportni diversifikatsiya qilish uchun bitta
bozor yoki mahsulotga bog‘liglikni kamaytirishga qaratilgan harakatlar zarurdir. Bu
yangi bozorlarni kengaytirish, yangi mahsulotlarni yoki ikkalasini ham joriy etishni
o°‘z ichiga oladi.

Eksport geografiyasini kengaytirish uchun mos bo‘lgan mamlakatlarni aniglash
uchun guruhlash magsadga muvofigq. Bunda, O‘zbekiston eksport uchun mos
mamlakatlar guruhlarini aniqlab olish imkoniyati mavjud. Mazkur tahlilni amalga
oshirish uchun quyidagi ma’lumotlardan foydalanish talab etiladi:

X1 — vinochilik mahsulotlari import qiluvchi mamlakatlarning jahon importidagi
ulushi, %. Maksimal giymatlar bo‘yicha tanlanadi;

X2 — ma’lum davr mobaynida (2019-2023-yillarda) vino mahsulotlari import
qiluvchi mamlakatlarda import o°‘sishi, maksimal qiymatlar bo‘yicha tanlanadi;

X3 — vinochilik mahsulotlari import qiluvchi davlatlar va ularning barcha
yetkazib beruvchi bozorlari o‘rasidagi o‘rtacha masofa (km); minimal qiymatlar
bo‘yicha tanlanadi;

X4 — hamkor mamlakatlarning barcha yetkazib beruvchi mamlakatlari
konsentratsiyasi. Minimal giymatlar bo‘yicha tanlanadi;

X5 — vinochilik mahsulotlari import qiluvchi davlatlarda O‘zbekiston duch
keladigan o‘rtacha import ta’riflari, minimal giymatlar bo‘yicha tanlanadi.

Konsentratsiya Herfindal indeksiga asoslanadi. Herfindal indeksi quyidagi
formula asosida hisoblanadi:

= 4 (1)
bu yerda,
— Herfindal indeksi;
— mamlakatning bozordagi ulushi;
— mamlakatlar soni.
< 0,01 (yoki foizlar butun son sifatida ishlatilsa, 100) yuqori ichki
raqobatbardosh konsentratsiyani ko‘rsatadi, bozorga kirish qulay.
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< 0,15 (yoki 1500) konsentratsiyalanmagan holatni ifodalaydi, bozor
raqobatbardoshdir, bozorga kirishda to‘siglar mavjud.

0,15 dan 0,25 gacha bo‘lsa (yoki 1500 dan 2500 gacha), o‘rtacha
konsentratsiyani ko‘rsatadi, bozorga kirish xavotirli;

> 0,25 (yoki 2500) yuqori konsentratsiyani ko‘rsatadi. Bozorga kirish
imkonsiz, chunki yuqori monopol mavqgedagi korxonalar mavjud.

Tanlab olingan mezonlar bo‘yicha Jahon savdo tashkilotining tashqi savdo
statistikasi ma’lumotlarida keltirib o‘tilgan mezonlar bo‘yicha statistika yig‘ib
boriladi. Shunga muvofiq vino bozorida O‘zbekiston uchun mos keluvchi
mamlakatlar guruhini aniqlash eksport va import ma’lumotlari bo‘yicha xalqgaro
ma’lumotlar bazalaridan mahsulot turlari bo‘yicha eksport ko‘rsatkichlaridan
foydalanilgan.

Mamlakatlarni guruhlashda asosiy mezonlar sifatida 2023-yilda O‘zbekistondan
vino mahsulotlari eksporti eng yuqori bo‘lgan mamlakatlarning tanlangan
indikatorlar bo‘yicha minimal va maksimal giymatlariga mos kuluvchanlik nuqtayi
nazaridan ko‘rib chiqiladi. Guruhlash tanlangan mamlakatlar bo‘yicha minimal va
maksimal qiymatlarga mos kelishi nuqtayi nazaridan barcha mamlakatlar guruhlanadi:

X1 va X2 o‘zgaruvchilar bo‘yicha:

“A” — minimal qiymatgacha bo‘lgan mamlakatlar;

“B” — minimal va maksimal gqiymatgacha bo‘lgan mamlakatlar;

“S” — maksimal qiymatdan yuqori bo‘lgan mamlakatlar.

X3, X4 va X5 o‘zgaruvchilar bo‘yicha:

“A” — maksimal qiymatdan yuqori bo‘lgan mamlakatlar;

“B” — minimal va maksimal qiymatgacha bo‘lgan mamlakatlar;

“S” — minimal qiymatgacha bo‘lgan mamlakatlar.

Tahlil natijalariga ko‘ra O‘zbekiston uchun eng maqgsadga muvofiq bo‘lgan
mamlakatlar har bir mezon bo‘yicha “B” guruhiga mos keluvchi mamlakatlar
hisoblanadi. 5 ta ko‘rsatkich asosida olingan guruhlash amalga oshirilgan. Mazkur
jadval ma’lumotlariga ko‘ra jami 35 ta mamlakat O‘zbekistonning vino mahsulotlari
eksporti uchun eng qulay mamlakatlar sifatida aniglangan. Mazkur mamlakatlarning
belgilab olingan Xn mezonlarning barchasiga mos keluvchi mamlakatlardir.
O‘zbekistoning eksport faoliyatini diversifikatsiyalash bo‘yicha tavsiya etilgan
mamlakatlar sifatida aniglangan “5B” guruhi mamlakatlariga 2023-yilda jami
eksportning 97,5 foizi to‘g‘ri kelgan. Qolgan 3 foizlik ulush esa “4B”, “3B”, “2B”,
“1B” mamlakatlari hissasiga to‘g‘ri kelgan (5-jadval).

O‘zbekistonda vinochilik mahsulotlari eksportini diversifikatsiyalash uchun
tavsiya etilgan “5B” guruhi mamlakatlarida yuqori ekstensiv o‘sishga erishish
imkoniyatlarini oshiradi. Ushbu holatlardan kelib chiqqanda eksportning ekstensiv
o‘sishga yo‘naltirilgan diversifikatsiya strategiyalaridan foydalanish orqali yuqori
iqtisodiy samaradorlikni ta’minlash mumkin.

5-jadval
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O‘zbekistonning vino mahsulotlari eksport imkoniyatlari mavjud bo‘lgan
mamlakatlar soni'

Guruhlar Soni Ulushi, foizda :lJ{ssl;l(): tiu;?ll:;a;gélslﬁagzﬁ;ﬁ Ulushi, foizda
5B 35 15,8 43205 97,51
4B 73 32,9 267 0,60
3B 84 37,8 355 0,80
2B 19 8,6 400 0,90
1B 11 5,0 81 0,18

Mamlakat uchun mahsulotni diversifikatsiya strategiyasini ishlab chiqish uchun
vino mahsulotlari turlarini nisbiy raqobat ustunliklarini aniqlash talab etiladi.
Mahsulot bo‘yicha diversifikatsiya esa tarmoqni intensiv o‘sishiga olib keladi.
Buning uchun O°‘zbekiston vinochilik mahsulotlari tovarlari assortimentining ayrim
guruhlari uchun nisbiy ustunliklarni aniqlash talab etiladi. Mahsulot turlari bo‘yicha
nisbiy ustunlikni aniglashda Balassa indeksi (BI) dan foydalanish eng magsadga
muvofiq usuldir. Balassa indeksi (BI) quyidagicha aniglanadi:

=7 yc 7 ) 2
bu yerda,
— tanlangan mahsulot turi bo‘yicha O‘zbekistonning eksport hajmi;
— tanlangan mahsulot turi bo‘yicha jahonga eksport hajmi;
— O‘zbekistonning jami mahsulot eksporti hajmi;
— jahon eksporti.

Qiyosiy tahlil uchun 2019-2023-yillardagi vinochilik mahsulotlari TIF TN
turlari bo‘yicha eksport bozoridagi umumiy ma’lumotlardan foydalanish tavsiya
etiladi. Amalga oshirilgan tahlil natijalariga ko‘ra korxonalar uchun quyidagi
mahsulot turlari asosida diversifikatsiyalash imkoniyati mavjud:

’2208 — alkogollilik darajasi <80% bo‘lgan denaturatsiyalanmagan etil spirti;
spirtli ichimliklar, likyorlar va boshqga spirtli ichimliklar;

’2202 — suvlar, shu jumladan, shakar yoki boshqa ingrediyentlar qo‘shilgan
mineral suvlar va gazlangan suvlar;

’2201 — suvlar, shu jumladan, tabily yoki sun’iy mineral suvlar va gazlangan
suvlar, tarkibida qo‘shimchalar bo‘lmaganlar.

Ushbu strategiyalarni amalga oshirish orqali O‘zbekiston vino ishlab
chiqaruvchilari global sharoit va iste’mol tendensiyalariga moslashgan holda eksport
bozorlarida yanada intensiv va diversifikatsiyalangan o‘sishni maqsad qilishlari
mumkin.

15 Muallif tomonidan o‘tkazilgan so‘rovnoma tahlilidan olingan natija
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XULOSA

Vinochilik korxonalari faoliyatida marketing strategiyalaridan foydalanishni
takomillashtirish borasida olib borilgan tadqiqotlar natijasida quyidagi xulosalarga
kelingan:

1. Korxonalar vinoni bozor talabi ortib borayotgan hududlarga jalb qilinadi.
Iste’molchilarning xohish-istaklari va tendensiyalarini tushunish kompaniyalarga o‘z
mahsulotlarini bozor talablariga javob beradigan tarzda moslashtirishga yordam
beriladi. Bundan tashqgari, yuqori sifatli vinolarni ishlab chigarish bilan mashhur
bo‘lgan hududlar ko‘pincha e’tiborni tortadi. Vino ishlab chiqaruvchi kompaniyalar
o‘zlarining ajoyib vinolarining sifati bilan mashhur bo‘lgan hududlarda faoliyat
yuritishga intilishlari mumkin.

2. Shunday qilib, vino sohasida ijtimoiy media marketingining asosiy maqgsadi
sharob brendining o‘ziga xos qiymatini mijozlarga ifodalashdir va ishlab
chiqaruvchilar ular bilan shaxsan alogada bo‘lmaganda uning ragamli mavjudligi
bilan buni amalga oshiradi. Vinochilikda yaxshi amalga oshirilgan SMM strategiyasi
brend yaratish, iste’molchilarni jalb qilish va biznes o‘sishiga erishish imkoniyati
mavjud.

3.Jahon mamlakatlari o0°‘z tajribalarida vinochilik korxonalarini yangi
bozorlarga kirishda qo‘llab-quvvatlash uchun eksportni rag‘batlantirish dasturlarini
amalga oshirishi mumkin. Bunga moliyaviy yordam, bozor tadgiqotlari va xalqgaro
savdo missiyalarida ishtirok etish kiradi. Ushbu marketing strategiyalari ko‘pincha
har bir mamlakatning vinochilik sanoatining o‘ziga xos xususiyatlari va kuchli
tomonlariga moslashtiriladi.

4. Bugungi kunda O‘zbekistonda uzum 90 ming gektar maydonda yetishtiriladi.
Bu sohada 900 ming kishi doimiy va mavsumiy ish bilan band. So‘nggi besh yil
ichida 52 ming gektar maydonda yangi tokzorlar barpo etildi, bu sohaga 210 mlrd.
so‘m subsidiya ajratilishi uzumchilik-vinochilik sohasini keng rivojlantirish imkonini
beradi'®.

5. O‘zbekistonlik vino iste’molchilari o‘rtasida o‘tkazilgan so‘rovnoma natijalari
shuni ko‘rsatadiki, vino iste’molchilari asosan vinoning brend obro‘siga, narxiga,
qadog‘iga va yorliq dizayniga e’tibor berish talab etiladi.

6. Vinochilik korxonalari faoliyatida bir qancha marketing strategiyalarini
tashkil qilish va ularni amaliyotga joriy qilish orqali vino korxonalari faoliyati
natijalari o‘sganligini ko‘rishimiz mumkin. Ushbu strategiyalar asosan foydaning
o‘sishiga va sotuv hajmining oshishiga yordam beradi.

7. O‘zbekistonda uzumzorlardan olinayotgan yalpi hosil 2024-yilga kelib 48112,9
tonnaga teng bo‘ladi. Prognoz qilinishicha 2030-yilga kelib bu ko‘rsatkich 63682,2
tonnani tashkil etishi mumkin. Hisoblangan ko‘p omilli ekonometrik model barcha
mezonlar bo‘yicha tekshirilganda statistik ahamiyatli va parametrlari ishonchli ekanligi
tasdiglandi.

8. Vinochilik korxonalarining sa’y-harakatlari, bir tomondan, an’anaviy savdo
bozorlarini saqlab qolishga, ikkinchi tomondan, yangi istigbolli bozorlarni maqgsadli

16 https://www.goldenpages.uz/uz/rubrics/?1d=4681
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izlashga qaratilishi kerak. Ushbu pozitsiya turli mintaqaviy bozorlarga chiqish uchun
keng imkoniyatlarni kafolatlaydi, savdo va investitsiyalarni diversifikatsiya qilishni
ta’minlaydi. Vino va vino mahsulotlari bozorlarini topish masalalarini hal qilishda
sotiladigan hududlar, potensial xaridorlar, ularning to‘lov qobiliyati, raqobatchilar,
vositachilar, reklama agentliklari, jamoatchilik fikrini va talabini o‘rganish bo‘yicha
ixtisoslashtirilgan institutlar hagida ma’lumot to‘plash kerak.
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BBEJIEHUE (anHoTauusi nuccepranuu 1okropa puinocodpun (PhD))

AKTYaJlbHOCTh M HEO0XOAUMOCTH TeMbl auccepramuu. I[IpuopureTHbIMU
HAIPaBJICHUSIMU Pa3BUTHUSI BUHHOTO PbIHKA B MUPE SIBJISIFOTCS] HCIIOIb30BaHUE THOKUX
MEXaHM3MOB BO3/ICICTBUS Ha MOBEACHHUE MOTPEOUTENENH, OCHOBAaHHBIX Ha COLIMAJIBLHO
OPUEHTHPOBAHHBIX KOHLENIMIX MAPKETUHIA, IPUMEHEHNHN IIPUHIUIIOB YCTOWYNBOIO
pa3BUTHUS U 3TUYECKUX MPHUHIIUIIOB, OCHOBAaHHBIX HA CHEUU(PUIECKUX OCOOCHHOCTSIX
BUHOJENUS, MOTPEOUTENbCKUI CErMEHT M YBEJIMUYEHUE OKCIOpPTa MPOLYKIHUH
BBICOKOW MOTPEOUTENHCKOM IIEHHOCTH Ha MEKIYHAPOHbIC PHIHKU. «OKHUIAETCs, YTO
MHPOBOM PBIHOK BHHA, OLEHMBAaeMbIil B 385 mwmumapaoB nosuiapoB B 2023 rony,
nocturder 528,3 muumapaa goyuapos kK 2030 roxy co cpeaHUMH TEMITAMH POCTa
4,6 mporenta B 2023 — 2030 rogax»!’. OCHOBHBIM (haKTOPOM POCTA PHIHKA SBIISICTCS
YBEIMUEHUE TOTPEONICHUSI HUBKOKAIOPUWHBIX aJKOTOJNIbHBIX HAMMUTKOB CpEIu
NOTpeOUTENEH CTapIIero BO3pacTa, a TakKe YBEIHUEHUE TYPUCTHUECKUX OOBEKTOB,
PECTOPAaHOB, pa3BJIEKATEIbHBIX KIIyOOB U 0a3 OT/AbIXA, YTO elle OOJbllIe YBEINYUBAET
CHpocC. Y CTOMYMBBIA POCT BUHHOTO PbIHKA TPEOYET OT MpeanpUsaTHI (OpMUPOBAHUS
MapKEeTHHIOBOM  CTpaTerud, OCHOBAaHHOM Ha MNPHUHLOMNAX KOHKYPEHTHOIO
NPEUMYIIECTBA U CTAOUIIBHOCTH.

B ycnoBusix  ycuiieHuss riao00anbHOM — KOHKYPEHIMM U Y>KECTOUYEHUS
KOHKYPEHTHOM cpeibl B MUPE MPOBOJAUTCS MHOYKECTBO MCCIIEIOBAHUN 10 U3YyYEHHUIO
npo0sieM HCHONB30BaHUSl PA3NUYHBIX COBPEMEHHBIX CTpaTeTMii MapKEeTHHra Ha
pPBIHKE BHHOJEIBYECKOW MPOAYKUMH. B TOM umciie BOMPOCH HMCHOJb30BaHUS
BUHOJIENIBYECKUMU TPEANPUATUIMUA HHCTPYMEHTOB CTPATErMYECKOr0 MapKETHHTa,
OCHOBAHHBIX HAa B3aMMOJEHCTBUM C KIUEHTAMH, MPUMEHEHUS WHHOBALIMOHHBIX
MOAXO/A0B Il 00€CleueHrss KOHKYPEHTHBIX IPEUMYIIECTB, COBEPIIEHCTBOBAHUS
METO/JO0JOTUYECKOH  OCHOBBI  OLIEHKM  KOHKYPEHTOCIIOCOOHOCTH  MPOAYKIIUH,
UCIIOJIb30BAaHUsl CTpaTeruid IU(PPOBOTO MAPKETUHIA, HPUMEHEHUS HSTUYECKUX
OpuHUMIIOB B [7oOambHOM OpeHAMHre, co3laHus J00aBJIECHHOW CTOMMOCTH,
OCHOBAHHOW HA MHHOBALMAX 3€JICHON0 MApPKETHHIA SBIAIOTCS OJHHUMH U3
IIPUOPUTETHBIX HAIIPaBJICHUI UCCIIEIOBAHNN B 3TOM OTHOLICHUH.

Ocoboe BHHMMaHuEe yJaenserca pa3palOTKe MAapKETHHIOBBIX CTpaTerui,
CHOCOOHBIX OOECHEeYNTh CTA0MJIBHOE JOMUHUPOBAHHWE BHHOJEIIBUYECKON oOTpaciu
V30ekucrtaHa Ha MEXKIYHAPOAHBIX PBIHKAX, CO3/JaHUI0 BBICOKOKAYECTBEHHOM
BUHO/IETTFYECKON MPOAYKIIMH C BBICOKOW JOOABICHHON CTOMMOCTBIO, CIIOCOOHOM
cBOOOIHO KOHKYpHpPOBAaTh Ha MEXIYHAPOAHBIX pPBIHKaX. B dWacTHOCTH, Ciexyer
OPUHATH MEPbl 1O MUPOKOMY HPOJBHKEHUIO KAaYeCTBEHHBIX HAIMOHAIBHBIX
y30€KCKMX BHHHBIX OpPEHIOB CpPEAM TYpOIEpaTopoB M BKIIOYEHHIO WX B HOBBIC
TYpPUCTHYECKHE HAMNpAaBJICHUSA, Pa3BUBATh 3KCIOPT BHHOJEIBYECKON MPOAYKIHH B
Poccuto, Kurait u Kazaxcran monm Openmom «VINE V30ekncran», ompemencHbI
MOIIIHOCTH W 3aJlayd TOBBIIIEHUS WHTEpeca HacelIeHHs K HaTypalbHbIM BUHHBIM
HamuTkaM ',  DddekTuBHas peanqmM3ais 3THX  3a4ad  SABISAETCS  OCHOBHOM

17" https://www.marknteladvisors.com/research-library/wine-market.html

18 Tloctanosnenme Ilpesmmenta PecnyGmmkxm Y36ekuctan or 3 asrycra 2023 roma Ne III-260 «O Mepax,
HalpaBJICHHBIX Ha JajbHElllee pa3BUTHE BHHOIPajapcTBa M BUHOJENbYeCKOM oTpacaun B 2023 — 2026 romax».
https://lex.uz/docs/6555121
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uaeonornyeckol nenpro SMM, SEO-cTpaTteruii, UCHoONb3yeMbIX B AESATEIbHOCTU
OHJIAWH-TIPOJIaXK, OPUEHTUPOBAHHBIX HA TOBBIINICHUE OOIIECTBEHHOTO HWHTEpeca K
ca00alKOTONBHBIM U HATypaJIbHBIM  BHUHHBIM  HAlUTKaM  MPEIIPUSITHH,
COBEPIIICHCTBOBAHUE CTPYKTYPHBIX DJEMEHTOB OpEHJMHIa, HAMpaBICHHbIX Ha
ryOOKO€ TMPOHUKHOBEHHE M 3aBOEBAHME MPEANPUATHUSIMU  BHHOJCIHUYECKOM
MPOAYKIMHA MECTHOTO M BHEIIHETO PHIHKOB MYTEM CO3JaHUSI B3aMMOOTHOILICHHI B
o0nacTH  ymakoOBKHM, TMPOABMKEHUS OpeHJa ¢ aCCOPTUMEHTHOM MOJIUTUKH,
MPEJUIOKEHUE TOCPEICTBOM CPABHUTEIBHON OIICHKH COLUAIBHBIX M 3THYECKUX
MapKETUHTOBBIX PBIYAroB YCTOWYMBOTO Pa3BUTHS, THOKHX K MOTPEOUTEITHCKAM
XapaKTepUCTUKAM BUHOJCIBUECKUX MNPEANPUITHH, ONpeeseHue IuBepcUpUKaIun
MIPOTYKIINH, THOKON K TPeOOBaHMSIM BHYTPEHHHX CTAHIAPTOB CTPAH-UMITOPTEPOB, C
TOYKM 3pPEHUSI TPEUMYIIECTBA B OTHOCHUTEIIBHOM KOHKYPEHIIMH, OOOCHOBaHUE
ONTUMAJILHOTO  COOTHOIIEHUS  MEXAY MHTCHCUBHBIMU W  SKCTECHCHUBHBIMHU
CTpATETUsIMU POCTA, YBEIMUYCHHE 00bEMA IKCIIOPTA 32 CUET MOBBIICHUS KaueCcTBa U
KOHKYPEHTOCTIOCOOHOCTH BUHOJIEJIbYECKOMN MPOAYKIHUH, 4TO Tpedyer
OCYILIECTBJIICHUSI HAYYHBIX HMCCJIEJIOBAaHUN, HAMPABICHHBIX HA COBEPIICHCTBOBAHUE
WCIIOJB30BaHUA MAapKETUHIOBBIX CTPATErHMil B JEATEIbHOCTH BUHOJAEIBUYECKUX
MPEANPUATUN.

Hacrosiee auccepraliliOHHOE UCCIIEIOBAHUE B ONPEIECIEHHON CTENIEHU CITYKUT
peanuzaiuu 3aj7a4, onpeaenaeHHbix B Ykazax [Ipesunenra Pecniyonuku Y30ekuctan
oT 11 centsi6pst 2023 roga Ne VII-158 «O Crpaterun “Y36ekuctan — 2030”», ot 28
suBaps 2022 roga Ne VII-60 «O Crparerun pa3sutus HoBoro Y3b6ekucrana na 2022
— 2026 romw», ot 28 nmexabps 2023 roma Ne VII-217 «O mepax 1no oOecrnieueHUIo
CTaOMJIBHOCTH II€H Ha OCHOBHBIE BHUJbI MPOJOBOJILCTBEHHOW MPOAYKIIMU Ha
NOTPEOUTENBCKUX pBIHKAX», OoT 23 okTa0pst 2019 roma Ne VII-5853 «O6
yTBepkieHnu CTpaTeruu pa3BUTHUS CEIIbCKOro xo3siicTBa PecnyOnmuku Y30ekuctan
Ha 2020 — 2030 roas», oT 5 ¢epans 2019 roma Ne VII-5656 «O mepax mo
COBEPIIIEHCTBOBAHUIO TOCYJIAPCTBEHHOI'O PEryJIMPOBAHMS MPOU3BOJICTBA U 000pOTa
QIKOTOJILHOM M Tab0ayHOW MPOJIYKIHMHM, a TakKe pPa3BUTHIO BUHOTPAJapcTBa H
BuHOenus», [loctanoBnenus llpesunenta ot 3 asrycra 2023 r. Ne IIII-260 «O
Mepax Mo JajbHelIeMy pa3BUTHUIO chepbl BUHOTpagapcTBa U BUHOAEuS B 2023 —
2026 rogax», ot 5 dpepans 2019 roma No [1I1-4161 «O6 oprarm3anuu aeTeIbHOCTH
AreHTCTBa MO pa3BUTUI0 BHUHOTPAJAPCTBA M BHHOAEIUS Tpu MHUHHUCTEPCTBE
CelbCKOro  xo3sKcTBa PecmyOnmuku  Y30ekucTaH» M JAPYTUX — OTPaCieBBIX
HOPMAaTHUBHO-IIPABOBBIX TOKYMEHTAX.

CooTBeTCcTBHE HCCJIEIOBAHUSA NPUOPUTETHBIM HANPABJIEHUSAM Pa3BUTHUS
HAYKH W TeXHOJIOTHii B pecny0Oiuke. JlucceprannonHas padoTa BBIMOIHATIACH B
COOTBETCTBUM C TIPUOPUTETHBIM HAIMPABJICHUEM pAa3BUTHS HAYKH UM TEXHUKHU
pecnyomukn [, «JlyXxoBHO-3THYECKOE U KyJIbTYpHO-O00pa30BaTEIhHOE Pa3BUTHE
JEMOKPATUYECKOTO U TMPABOBOTO 00IIecTBa, (HOPMHUPOBAHUE HMHHOBAIIMOHHOM
SKOHOMUKI.

Crenenb u3y4yeHHOCTH mpoOjembl. HaydHO-TEOpeTMUYECKHE  ACIEKThI
COBEPIICHCTBOBAHUS MCIIOJIb30BAHUSI MApPKETHUHIOBBIX CTPATE€TUN B JIESITEIBHOCTH
BUHOJICIBUECKUX TMPEANPUITUN OTPpaKEHbI B HAay4YHBIX pa3paboTKaXx MHOTHUX
3apyOexHbix yuéHbix. JleBunkas A., SAnworno H., Kypaxuna C., Kocra A.M.,
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Mownrteiipo b., Cunsa C., ®unotto B., Maypauep K., beramnu /., Konyppu C., I'asTa
., Buana H.A., Yepkertu M., Pomansonu A., ®aiit M., Maz3u A., Tpuo O., Naiisa
JI., Maptuaso B.JIK. 1 qpyrie IpoBOIMIN HAyYHBIE HCCIEI0BAHMS .

XoTsi 9T Yy4€HBIE JAIbHETO 3apyOeXbsl JOCTUIIIM BBICOKMX HAy4YHBIX
pPE3yJbTAaTOB B YACTHU MCIIOJIb30BaHUS CTPATETU MAPKETUHI-MHUKC HA BUHHOM PBIHKE,
HaJaXHBaHUSI OTHOUICHUHM C MOKyNaTEIsIMU MOCPEACTBOM HHU(PPOBOr0 MapKETHHTA,
BOIPOCHI Pa3pabOTKN MapKETUHTOBBIX CTPATETUi, HAMPABICHHBIX HA MCCJICIOBAHHE
MOBEJICHUS] KJIMEHTOB HAa MECTHOM pPBIHKE MNPOIYKIIMU BUHOJENIWS W TOBBLIIICHUE
AKCIOPTa NPOAYKIIUU HEAOCTATOYHO U3YUEHBI.

B crpanax CoapyxectBa HezaBucumsbix I'ocynapcts Pomanosa M., 3esirun C.,
Hazapenko B., Kaypman A., Jlyxanosa H., Akymuy JI., Apytionosa B. u npyrue®
M3y4aJld BONPOCHI MapKETUHTa B BUHOJIEIBLYECKON OTpaciu. XOTS B pe3yJbTaTe 3TUX
UCCIEIOBAHUM  pa3padOTaHbl MapKETUHIOBBIE CTPATETWMH, HAlNpaBICHHbIE Ha
ah(pexTUBHOE TPOJBIKEHUE BHUHOJICTBYECKON U aJKOTOJBHOM MPOAYKIIMH Ha
BHYTPEHHEM M BHEIIHEM pbIHKAX, MOBEJEHUYECKHE OCOOCHHOCTH MOTpeOuTeNnei B
npoueccax MOTpeOeHus BHUHA M 3aKylOK, B TOM YHCIE BOIIPOCHI pa3pabOTKU
MapKEeTUHTOBBIX  CTpaTeruii, cHernuUYHBIX I  Pa3Iu4HbIX  CErMEHTOB
noTpeduTeNe, He BXOJAT B KPYT' UCCIIEI0BaHUM.

Cpenu 5KOHOMHCTOB Y30€KucTaHa OOJIbIION BKJIaJ B Pa3BUTHUE MApPKETUHTOBOM
Hayku BHeciu FO.K. Kappuesa, A.C. ConueB, M.A. Ilapnaes, JI.T. AOxyxanumnosa,
III.J1x. Kacumosa, 3.A. XakumoB u japyrue’!. XoTs yka3aHHbIE aBTOPHI HPOBEIH

19 1 evitskaia, A., Ianioglo, N., & Curaxina, S. (2020). Marketing Strategy in Wine Tourism: Tradition Versus
Innovation. Marketing and Digital Technologies, 4(3), 6—12.; Costa, A. M., Monteiro, B., & Silva, S. (2021). Wine
tourism and digital marketing strategies in the vinho verde region. In Proceedings of the International Conference on
Tourism  Research (pp- 119-126). Academic Conferences and Publishing International Limited.
https://doi.org/10.34190/IRT.21.034; Finotto, V., & Mauracher, C. (2020). Digital marketing strategies in the Italian
wine sector. International Journal of Globalisation and Small Business, 11(4), 373-390.; Begalli, D., Codurri, S., &
Gaeta, D. (2009). Wine and web marketing strategies: The case study of Italian speciality wineries. British Food
Journal, 111(6), 598-619.; Viana, N. A. (2016). Digital wine marketing: Social media marketing for the
wine industry. BIO Web of Conferences, 7, 03011. https://doi.org/10.1051/bioconf/20160703011; Cerquetti, M., &
Romagnoli, A. (2023). Milieu and cultural heritage as a resource for digital marketing: exploring web marketing
strategies in the wine industry. Corporate Governance and Organizational Behavior Review, 7(3 Special Issue), 347—
364.; Fait, M., lazzi, A., Trio, O., & laia, L. (2013). Social web communication and CRM in the marketing strategies of
wine enterprises. Journal of Economic Behavior, 3, 103-116.; Martinho, V.J.P.D. (2021). Contributions from literature
for understanding wine marketing. Sustainability (Switzerland), 13(13). https://doi.org/10.3390/sul3137468

20 pomarosa K.M. Cpeau3eMHOMOPCKHIE CyOpErHOHATBHEIC PEanH JTHHIBOKYIBTYpHOH chepsl «BuHOIEmHE»: Ha
Marepualie UTaJbSHCKOTO, MCIAHCKOTO M ()PaHIy3CKOrO SI3BIKOB: JHC. KaHA. (uionorndyeckux Hayk.: 10.02.20/
PomanoBa Kcenuss MuxaitioBHa;, Ypanbckuil Toc. men. yH-T. — ExatepunOypr, 2008. 222 c.; 3parua A.C. O
MPOHUCXOXKACHUH JUKOro W KynbrTypHoro BuHorpaza / A.C. 3msrun, JLII. Tpomwmn // Tpyast Kybanckoro
rocyaapcTBeHHoro arpapHoro yausepcurera. — 2010. - Ne 25. Hazapenko A.B. ®yHKIIMOHHUPOBAaHUE U Pa3BUTHE PHIHKA
BUHOTpaZo-BuHOAeabueckol mnpoaykuuu AIIK Poccun. Jluccepranuss Ha COUCKAHUE YYEHOM CTENEHH JOKTOpa
SKOHOMHYECKIX HayK. CTaBpOIOIBCKUI TOCYJapCTBeHHBINH arpapHbiil yauBepcuteT. 2019 r. — C. 26.; Kaydpman M.A.
“CouunanbHO-3KOHOMUYECKasl CTpaTerusl peryJupoBaHus pbIHKA aJIKOroJbHOM npoaykuuu B Poccun™ Jlucceprauus Ha
COWCKAaHNE YYCHOW CTEIeHW MOKTOpa SKOHOMHYECKMX HayK. Poccuiickas Axanemusi HaykK, VHCTUTYT 3KOHOMHKH.
Mocksa, 2006 r. — C. 133-134.; JlyxanoBa H.B. “Crparermueckoe MapKeTHHTOBOC VIpaBICeHHE : YICOHHK.
MunnctepcTBO 00pa3oBaHus u Hayku Poccuiickoit Denepannn, OpenOyprckuii ['ocynapcTBeHHBIH YHHUBEPCUTET. —
Openroypr: OI'Y, 2017. C. 189.; Apytionosa, JI. B. Ctpateruueckuii MeHeKMEHT: yueb. mocodue / [I. B. ApyTioHoBa
— Taranpor: M3parensctBo TTU IODY, 2010. — 122 ¢. — ISBN 5-16-000487 — 4.; Axynuu HW.JI. Mapketunr. — M.:
“Brpicmag mkona”, 2010.

2l Y K. Karriyeva. Xalgaro marketing. O‘quv qo‘llanma. “Fan” nashriyoti. 2005. A.C. ConmeB. MapKeTHHT.
Bozopmynoc-muk.  Japcmmk. — 2010 #mn.; M.A. HUkpamos, M.K. IlapmaeB, JI.T. AGmyxamnioBa. MapKeTHHT
TaAKUKOTIApUIA CTaTUCTHK Taximi. — T.: «Sano-standarty, 2019; Ergashxodjayeva Sh.DJ. Strategik marketing.
Darslik. — T.: «Sano-standart», 2019. — 232 b.; Qosimova M. Ba 6omxk. Strategik marketing. O‘quv qo‘llanma. — T.
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oOIIMpPHBIE UCCIIEAOBAHMS 110 pa3pabOTKe MAPKETUHTOBBIX CTPATeTUidl MPOIBHXKECHUS
MOTPEeOUTEIHCKUX TOBAPOB HA PHIHKAX, MCCIICIOBAHUN, HANIPABJICHHBIX HA Pa3BUTHE
pPhIHKA BHUHOJIETBYECKOW MPOAYKIMHU, MPAKTUYECKH HE MNpOoBOJMIIOCh. HekoTopsle
aCIIEKThl HCIIOJb30BaHUS MApPKETHUHIOBBIX CTpPAaTErMii Ha PBIHKE BHHOJEIBUYECKOMN
npoaykuuu oTpaxeHsl B ucciaegoBaHusx J[.X. CamaeBa, .M. Ycmonosa, C.C.
OmuinoBoii ®  Apyrux yuéHbix??. TakkKe CHCTEMAaTHYECKH HE IPOBOIATCS
MCCJIeIOBaHMsI, HaIlpaBieHHbIE Ha 0o0Jiee YCTOWYMBOE Pa3BUTHE BHUHOJCIHUECKOU
oTpaciu B OyayIieM, yBeIHUYCHUE 00hEMOB IKCITOPTA BUHOACTHLUYSCKON MTPOTYKIINHA U
e€ 3¢ deKkTUBHOE MPOABMKEHUE HAa BHYTPEHHEM DPBIHKE, a TAaKXKE HCIIOJIb30BAHHE
TUYECKUX TPUHIAIIOB W CTPATeTUH MapKeTWHTa B moTpediieHnu. Jluccepramus
Ba)XKHAa TEM, YTO B HEH OCHOBHOE BHUMAHHME YJCISIETCS COBEPILICHCTBOBAHUIO
WCIIOJb30BaHUs COBPEMEHHBIX MAPKETUHTOBBIX CTPATErui, I TUYECKOI0 MAPKETHHTa,
TUBepCU(UKAIIIN DKCIIOPTA M CTpaTeruil 1u(pPOBOT0 MapKETUHTA B JEATEIHLHOCTH
BUHOJIEJIBYECKUX TTPEATPUATUN.

CBsi3b  JHCCEPTAIIMOHHOIO  MCCJEIOBAHUSL €  IUIAHOM  HAYYHO-
HCCJIEA0BATEIbCKIX PadoT BbICHIEr0 00Pa30BaTEIbOr0 YUpPeKIAeHNsI, B KOTOPOM
BbINIOJIHEHA JuccepTanuda. [luccepranyonHas paboTa BBINONHAIACH B paMKax
HAay4yHOTO IMPOEKTa B COOTBETCTBMM C IUIAHAMU HAy4YHBIX HCCJIEIOBaHUN
TamkeHTCKOro rocy 1apCTBEHHOI'0 S KOHOMUYECKOTO YHUBEPCUTETA.

Heanb uccsenoBanust pa3pabOTKa HAYUYHBIX MPEITIOKEHUN U PEKOMEHIAIN,
HaIpaBJICHHBIX Ha COBEPIICHCTBOBAHUE HCIIOJIb30BAHUSI MapPKETUHTOBBIX CTpaTErui
B JICSITEIbHOCTH BUHOJIEIBLYECKUX MPEITPUITUM.

3agaum nccjie10BaHUA:

000CHOBaTh BaXHOCTb M HEOOXOAMMOCTHh WCITOJIb30BAHUS MAapKETHHTOBBIX
CTpaTeruii B pa3BUTUU PHIHOYHOMN JEATEIbHOCTH BUHOACIBUYECCKUX MIPEATPUSATHUIH;

HAyYHO-TEOPETUYECKOE  OOOCHOBAHHWE  MCIOJB30BaHUS  MApPKETHUHTOBBIX
CTpaTeruii Ha BHUHOJEIBYECKUX MPEANPUATHSIX U OINPEHACICHUE NPHOPUTETHBIX
CTpPaTErM4eCcKUX HaIrpaBIICHUII;

KiIaccu(ukanus METOJAMYECKHMX aClEeKTOB MCIOJIb30BAHMS  COBPEMEHHBIX
MAapKETUHTOBBIX CTPATETUN HA PhIHKE BUHOACIBUYECKON MPOAYKIIUU;

ONPENCIIUTh BO3MOXKHOCTHM  HMCIIOJB30BaHUA  MApPKETUHIOBBIX  CTPATETHi
BEIIINX CTPaH MHUPOBOTO BUHHOTO PHIHKA B YCIOBUAX Y30EKHCTaHA,

aHaJIU3 KOHKYPEHTHOW Cpelbl M ACSATEIbHOCTH CYOBEKTOB pPbIHKA HA PBHIHKE
BUHO/IEJIbYECKOM MPOTYKIIMHU Y30€KUCTaHa;

O‘qituvchi — 2004. — 215 b.; 3.A. XakumoB. EHrmnm caHoat KopxoHajlapy paKoOaTOAPMONUIMTHHH MapKETHHT
ctparerusuiapu acocuza omupum. TJUY, n.d.d.n.  (PhD) nuccepraumsicn. 2018 iimn. — 149 oer.; T.A. Akramov.
Marketing Ijtimoiy-iqtisodiy tadbirkorlik — biznesga ixtisoslashgan ilmiy, amaliy va ommabop jurnal. “Avtomobil
sanoati korxonalarida marketing strategiyasini ishlab chiqishning metodologiyasi”. 2024-yil Aprel, 2-son.

22 Camae J.X. “Ponb MapKeTMHTa B MOJCIMPOBAHUM DPa3sBUTHU BUHOTPAIHO-BUHOIENBUECKOro Kiactepa” TOU.
Oriental Renaissance: Innovative, educational, natural and social sciences VOLUME 1 | ISSUE 4 ISSN 2181-1784
Scientific Journal Impact Factor 2020 r. — C. 451.; Usmonova D.M. Uzumchilik korxonalarining eksport salohiyatini
oshirishda marketing strategiyalaridan foydalanish. Iqt. fan.nomzodi ilmiy darajasini olish uchun yozilgan
diss.avtoreferat. — T.: — 2021. Odilova S.S. Meva sharbatlari brendinishakllantirishning marketing strategiyalarini
ishlab chiqish. Iqt. fan.nomzodi ilmiy darajasini olish uchun yozilgan diss.avtoreferat. — T.: —2022.

33



VICCJIEIOBAHNE MOBEICHUS TIOKYNATENIEd Ha PhIHKE BUHOAEIBYECKON MTPOLYKIINH
U OIpEACICHHE BO3MOXXHOCTEH HCIOJB30BAHUS HHCTPYMEHTOB  3THYECKOIO
MapKETHHIa;

pa3paboTKa MpeaoKEHUM, HaNpaBJIECHHBIX Ha MOBBIIIEHHUE OOLIECTBEHHOI'O
MHTEpeca K CJa00aJKOTOJIbHBIM U HATypaJbHbIM BUHHBIM HalHUTKaM 3a CYET
WCIIOJIb30BaHUsl CTpaTeruil U(PpPOBOrO0 MapKETHUHIa B Pa3BUTUU BHHOEIBYECKOM
OTpaciu;

NOJATOTOBKA PEKOMEHJALMM IO HCIOJIB30BAHUIO CTPATETUU JAUBEPCHUPUKALIMH
AKCIIOPTA BUHO/ICJIBUECKON MPOAYKIIUU ¥Y30€KHUCTaHA.

O0bexTOM HCcaeaoBaHUs ObUla BbIOpaHAa MapPKETUHIOBAas JAESATENbHOCTD
AKIIMOHEPHOTO 00I1IecTBa «Y30€KUCTOH MIaMIaH.

IIpeamer ucciaen0BaHMs SIBISIIOTCS COLIMAIbBHO-3KOHOMHUYECKHE OTHOIICHMS,
BO3HMKAIOIIME B MPOLIECCE COBEPIICHCTBOBAHUS HCIOJIb30BAHUS MapKETHHTOBBIX
CTpaTerui B AeATEIbHOCTH BUHOIEIBYECKUX MPEIITPUATUH.

Mertoasbl uccaenoBanus. B mpouecce nccineoBaHus UCIIOJIB30BAINCH METO/BI
MHAYKLIHMH, JEOYKIMH, CTaTUCTUYECKOro aHanu3a, (PaKTOPHOIO aHajau3a, OIpoca,
BBIOOPOYHOTO HaOJII0/1eHu S, UHJEKCHOTO " 0aaHCOBOIO aHaJIN3a,
JUCKPUMUHAHTHOTO.

HayuyHnasi HOBH3HA HCCJIE0BAHUA 3aKIIIOYACTCA B CIEAYIOIIEM:

VYnakoBka (B, = 0,37), npoasmxenue operna (Bs» = 0,41) u accopTUMeHTHas
nonuTuka (Bes = 0,22), KOTOpBIE ABISIFOTCA CTPYKTYPHBIMH 3JIEMEHTaMU OpEHIMHTA,
HaIlpaBJIE€HHOr0 Ha TIyOOKOE€ NPOHUKHOBEHHE W 3aBOEBAHHE BUHOJAEIIBYECKUMU
OPEINPUATHSIMA MECTHBIX W 3apyOeXHBIX PBHIHKOB, OBUTHM YIYYIIEHBI 3a CYET
CO3/IaHUS B3aUMOCBSI3EH, MO3BOJIAIOIIMX TOKYIATEIsIM TOIYyYUTh OoJee MOTHOE
Mpe/ICTaBICHUE 00 MHTPEUCHTAX MPOLYKIINH;

PekoMeHZI0BaHO UBEPCUPHUIIMPOBATh SKCIOPTHYIO JEATENbHOCTh Haubosee
OJIarONpPUATHBIX CTPaH JAJIs SKCIIOPTa BUHOAEIBUYECKON MPOoayKIuHu Y30ekucTtana (5B
- 97,5%; 4B — 0,60%; 3B — 0,80%; 2B — 0,90%, 1B — 0,18%). O6GocHoBaHO
IpeyIoKEeHNEe MO0 00ECHEUYEHNI0 BBICOKONH SKOHOMMUYECKON 3()()EKTUBHOCTH 3a CUET
MCIIOJIb30BaHUs CTpaTEeTuu AUBEpcU(UKaIK, HAIPaBICHHON HA SKCTEHCUBHBIA pOCT
AKCIIOPTA MO IpyIIaM;

JInsi BUHOAENBYECKUX NPEANPUATANA TPU  ONPEACICHHH OTHOCHUTEIIBHBIX
MPEUMYILECTB MO0 HEKOTOPBIM I'PYIIAM ACCOPTUMEHTA BUHOEIbUECKOW MPOAYKIINH
V36ekucrana: *2208 — cnupT ATUIOBBIM HEJAEHATYPUPOBaHHBIN KpenocThio <80%;
’2208 — ankorousb, JUKEPHI U IPYTUE AJKOTOJIbHbIE HANUTKY; *2202 — BOABI, B TOM
YUCII€ MUHEpaJbHbIE M Ta3upPOBaHHbIE C JOOABIEHHWEM caxapa WU JpYTux
UHrpeaueHToB; 2201 — BoAbl, B TOM YHUCJIE NPUPOAHBIE WM HCKYCCTBEHHBIE
MUHEpaIbHBIE M Ta3UpOBaHHBIC, 0OOCHOBaHa BO3MOXKHOCTH IUBEPCU(PHUKAIIMHN IO
BHJIaM BoJ1 O0e3 100aBOK;

Ha ocHoBe MHOTro()akTOpHOW SKOHOMETPHUYECKOW MOJENH BaJIOBOTO cOopa
BUHOTPAJHUKOB ¥Y30€eKucTaHa pa3paboTaHbl MPOorHo3Heie nmokasarenu 10 2030 rona.

IIpakTH4yeckuii pe3yJabTaT HCCIACAOBAHUS 3aKII0YACTCS B CIEAYIOIIEM:

Ope/laraéMbplii  CUCTEMAaTH3UpPOBAaHHBIM  KjacTep  sBIsETCs  Haubosee
3¢ (PEeKTUBHON MAPKETUHTOBON TAKTHKOM, UCIIOJIb3yeMOW Ha PHIHKE BUHOJIEIHUECKOM

MIPOAYKITUH;
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000CHOBAHO TMPEJIOKEHUE UCTIONB30BaTh oNnTUMalIbHbIe MeTOIbl SMM u SEO-
cTparerud 1UGPOBOr0 MapKETUHra JJisi TOBBIIIEHUS JOBEpUsS MOTpeOUTENne K
BUHHBIM OpeHJIaM;

000CHOBAHO, YTO MPOIECC TapreTUPOBAHUSI COIMAIBLHOTO MEIua-MapKETHHTa,
HCIIOJIB3YEMbIM HA PBIHKE BUHOJEIBYECKOW MPOIYKINH, SIBISIETCS AJIbTEPHATUBHBIM
MOAXO0JIOM PEATU3ALMU B 3aBUCUMOCTH OT BO3pAacCTa, 10J1a, MECTOIOJI0KEHUS, JOX0Aa
1 TIOBEJICHUYECKHUX 0COOCHHOCTEH MOTpeOUTEIeH;

OTIpe/IeICHBI TPYMIBI TIOTPEOUTENICH BUHA MO YPOBHSM TOTPEOJICHHS, a TAKKe
OTPENCIICHbl HWHCTPYMEHTHl MAapKETHUHTOBBIX KOMMYHHMKAIIM M  COLUAJIBbHBIX
NEUCTBUM JJIsI BCEX TPYIIL;

JloCTOBEpHOCTHh Ppe3yJbTATOB HCCJEJI0BAHMA ONPEAECIAETCS H3yYCHUEM U
00001IeHHEeM TIEPEIOBOTO 3apyOEKHOTO ONBITa, CPABHUTEIBHBIM U KPUTHYECKUM
aHAIM30M  HAYYHO-HMCCIEJOBATENbCKUX  paboT B 00JIaCTU  MOBBIIICHUS
KOHKYPEHTOCIIOCOOHOCTH OpEeHJ0OB BHUHOJIETBYECKUX MPEANPUSATUH, TEM, UTO
uHdopmanmonHass 0aza chopMuUpoBaHa Ha OCHOBE OQUIMAIBHBIX HCTOYHUKOB
ArentctBa no craructuke npu Ilpesunenre PecnyOnuku Y30ekucrtan, Accolnuanuu
NPEANPUATUA THUIIEBOM MPOMBIIUICHHOCTH Y30€KHCTaHa U MEXIYHapOIHbBIX
ABTOPUTETHBIX OpraHu3anuii u ux 3(HEKTUBHOTO aHATIN3a, B TOM YHUCIEe 00pabOTKH C
MCII0JIb30BAaHUEM CHUCTEMBI MporpaMMmupoBanus «SPSS statisticsy.

Hayynass u mnpakTHyeckass 3HAYUMOCTb Pe3yJbTATOB HCCJEI0BAHMS.
Hayunas 3Ha4MMOCTb pe3yJIbTaTOB MCCIIECIOBAHUS 3aKIHOYAETCS B TOM, YTO BBIBOJIBI
U MPEJIOKEHUs, U3JI0KEHHBIE B TEOPETUKO-METOAOJOTMYECKOM OINHUCAHUH, MOTYT
OBITh HWCIIONB30BAHBI I ONpPENENICHUS KOHKPETHBIX AaCTEKTOB MapKETHHTOBOM
CTpaTeTUH Ha BHHOJEIBYCCKUX TPEANPHUATHUIX, pPa3pabOTKHA CTpaTerwid MUQPPOBOTO
MapKeTHHTa TPEANPUATHNH ©  (OPMHUPOBAHUS CIEIUATBHBIX CTPATETHICCKUX
MporpamMM B 3TOM HaIpaBJICHUH, a TAKKE IPU POPMUPOBAHUY 1IEJICH, HATIPABICHHBIX
Ha TMOBBINIEHUWE KOHKypeHTocmocoOoHoctn mnpeanpustuss AO  «Y30eKucToH
mamnanmy. [lpakThyeckas 3HAUUMOCTh PE3YyJbTATOB HCCIIENOBAHUS OOBSCHACTCS
TeM, 4YTO pa3paboTaHHbIe B HEM MPAKTHUYECKHUE PEKOMEHIAIMM MOTYT OBITh
WCIIOJIb30BaHbl TPU  pa3pabOTKe MAaPKETUHIOBBIX CTpPATErMil BUHOJCIBUECKUX
npeanpuaTuii Y30eKucTaHa U TOBBIIIEHUH UX KOHKYPEHTOCIOCOOHOCTH, a TaKXKe
Py TOATOTOBKE YyYEOHWKOB W  y4eOHBIX TIOCOOMH MO  JAWCIUIUIMHAM
«CTparernyeckui MapKeTUHI», «/IHHOBAIITMOHHBIN MapKETHHI.

BHenpenue pe3yjbraToB McciaeaoBaHuil. Ha oCHOBE Hay4YHBIX MPEITTOKECHHUIN
U PEKOMEHJAalui, HaNpaBICHHBIX HAa COBEPIIEHCTBOBAHHUE HCIIOIb30BAHUS
MapKETHUHTOBBIX CTPATETUN B I€SITEILHOCTH BUHOICTbYECKUX MPENPUSITHI:

[Ipennoxenne 00 ynydiieHuu ynakoBku (B, = 0,37), mpoaBuxeHuu OpeHaa
(Bsw = 0,41) u accoptumenTHoi mnonutuke (Bs,s = 0,22), KOTOpbIE SBISIOTCS
CTPYKTYpHBIMH  JJIEMEHTAaMH  OpeHIWHra, HaMpaBICHHOTO Ha  TJIyOOKoe
MIPOHUKHOBEHHWE M 3aBOCBAHME BHUHOJEIBUYCCKUMU MPEANPUITUIMU MECTHBIX U
3apyOEKHBIX PHIHKOB, 32 CUET CO3J]aHUSI B3aUMOCBS3EH, TTO3BOJISIONIUX TOKYTATENIIM
MOJIyYUTh OoJiee TOJHOE TpPEACTaBlieHHEe 00 HHIPEAMEHTaX MPOAYKIIUH,
UCIIOJIB30BAHO B IeITENbHOCTH AO «Y30€KUCTOH IIaMIIaHW.

(CmpaBka AO «Y306ekuctoH mammnanm» ot 7 ¢espans 2024 r. Ne 1-2/213). B
pe3yibTaTe pealu3alydyd JaHHOTO HAy4YHOTO MpejuioxkeHuss o0néM mpogax AO
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«Y306ekucton mamnanu» B 2023 roay yBenuueH Ha 2,3% 1o cpaBHeHuio ¢ 2022
rOJIOM;

PekoMeHZI0BaHO JUBEPCUPHUIIMPOBATh SKCIOPTHYIO JEATENbHOCTh Haubosee
0JIarOMpPUATHBIX CTPAH JIJIsl SKCIIOPTa BUHOCIbUECKON MPOAYKIMHU Y30ekucrana (5B
- 97,5%; 4B — 0,60%; 3B — 0,80%; 2B — 0,90%, 1B — 0,18%). B aesrensHoctu AO
«Y30€KHCTOH LIaMIIaHW» HUCIOJIb30BAHO MpPEAJOKEHUE 00 00ecreyeHUH BBICOKOU
HKOHOMHUYECKOHN d(PPEKTUBHOCTH 3a CUET MPUMEHEHHUS CTpaTeruu AuBepcudUKaIiy,
HaIlpaBJIE€HHOM Ha 53KCTEHCUBHBIM pocT 3kcnopra no rpymnnam. (CopaBka AO
«Y30ekucton mammnanu» ot 7 ¢eBpans 2024 roma Ne 1-2/213). B pesynbrare
peanu3alyy JaHHOTO Hay4dHOro mnpemyioxkeHus B 2023 roay y3HaBaeMOCTh OpeHa
AO «Y30eKUCTOH maMIann» Beipocia Ha 12%;

Baenpeno mpennokeHue 00 MCHOIB30BAHUU BO3MOXKHOCTH JTUBEPCH(PHUKAIINU
M0 BHJAM BOJ, BOJX 0e3 J00aBOK I BHHOJACITHUYCCKUX MPEANPHUITHA TIPH
ONPEIECIICHUN OTHOCUTEIBHBIX IPEUMYIIECTB 110 HEKOTOPBIM IPyMHIIaM aCCOPTUMEHTA
BUHOJICJIbUECKON  mpoayKuuu  Y30ekucrtana: 2208 — CoupT  STUIOBBIA
HEJICHATYpUPOBAHHbBIN KPenocThio <80%; aKoroib, JUKEPBI U APYTUE AIKOTOJIbHbBIE
HanuTKky;, 2202 — BOABI, B TOM YHUCJIE MHHEPAIbHBIE W TAa3UPOBAHHBIE BOIBI C
no0aBlieHUEM caxapa WIM Apyrux uHrpeaueHtoB; '2201 — Boabl, B TOM 4YHUCIE
MPUPOJIHBIE WM HMCKYCCTBEHHBIE MHUHEPAJIbHBIE BOJIBI M Ta3MPOBAHHBIE BOJBI — B
aestenbHOCTh AO «Y30ekucton mammanmy. (CropaBka AO «Y30€KUCTOH MIaMITaHN
ot 7 ¢eBpansg 2024 r. Ne 1-2/213). B pesynbrate peanuzanuu JaHHOTO MPEATOKEHUS
BUHOJIETBIBI Y30€KHCTaHa aJalTHPOBAIUCH K MHUPOBBIM YCJIOBHSM M TEHIACHIIHSIM
noTpebaeHus, chopMHUpOBaIM JUHEHKY u3 Oonee dvem 10 BHHOIAETHUYECKUX
ITPOAYKTOB, IPUTOJHBIX JJIS1 SKCIOPTHBIX PHIHKOB, U B 2023 roay OCymIECTBIEH UX
AKCIIOPT, B PE3YJIbTATE€ NOCTUTHYT pocT 3Kkcnopra AO «Y30€KUCTOH IIaMIIaHW Ha
5,9% B 2023 rogy no cpaBHeHuto ¢ 2022 roaom;

Ha ocHoBe MHOroQakTOpHOM 3KOHOMETPHUYECKON MOJEIN BajioBOro cbopa
BUHOTPAJIHUKOB Y30€KucTaHa pa3paboTaHHBIE MPOTHO3HBIE Mokazatenu g0 2030
roJila MCIoJIb30BaHbl B jAesaTenbHOCTH AO «¥Y30ekucton mammnanm». (CropaBka AO
«Y30ekucTtoH mammanuw» ot 7 ¢eBpans 2024 roma Ne 1-2/213). B pesynbrare
peanu3alMy JTaHHOTO HAay4YHOTO MPEIJIOKEHUS YJajJoCh YTOYHUTh MHOTOJIETHHUE
nokaszatend 3(PQPEeKTUBHOCTH BHUHOTPAJapCTBA B CTPaHE M CKOOPAUHUPOBATH
B3aUMOCBSI3b MEXJIYy OCHOBHBIMHM IapaMETpaMH Ha OCHOBE MHOr0O(paKTOPHOM
HKOHOMETPHUECKONU MO 00bEMa BAIIOBOTO cOOpa.

Anpobauus pe3yJibTaToB HCCJICIOBAHMUS. OCHOBHBIE HAy4YHbIC
U TPaKTHYECKHE Pe3yJabTaThl AMCCEPTAIMHM OBLTH MPEICTABICHBI M OOCYXICHBI Ha
5 MEXIyHapOIHBIX HAYUYHO-TIPAKTUUECKUX KOH(PEPEHITUSX.

I[Iyomkanus pe3yabTaToB HccaeaoBaHMs. Bcero mo teme auccepranuu
onmyOnIMKOBaHO 13 Hay4yHBIX pabOT, B TOM YHCIE & HAYYHBIX CTaTe€ll B HAyYHBIX
U3JIaHUSIX, PEKOMEHJIOBaHHBIX BpIcieilt aTTecTallmoHHOW Kommuccueil PecryOmuku
V30ekuctan I MyOJIMKAIMM OCHOBHBIX HAy4HBIX pPE3YJIbTaTOB JTOKTOPCKHUX
JUCCEepTaIii, B TOM 4uciie 6 — B PECIyOJIMKaHCKUX U 2 — B 3apyOEKHOM KypHaIax,
5 Te3uca AOKIAJ0B HAa HAYYHO-TTPAKTHUECKUX KOH(PEPEHIINSIX.
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Ctpykrypa M 00bém auccepramum. [luccepranmsi COCTOMT W3 BBEICHUS,
3 rnaB, 8 maparpadoB, 3aKJIIOUEHHUS, CIHUCKA HCIOJb30BAaHHOW JUTEpaTyphl H
npwioxkeHuH, e€ 00bEM cocrapiser 134 ctpanuil.

OCHOBHOE COJEPXAHUE JUCCEPTALIUU

Bo BBOAHOH 4YacTu OOOCHOBBIBACTCS AKTYalIbHOCTh M HEOOXOAMMOCTH TEMBbI
auccepTanu, QOpMHUPYIOTCS 1eidb M 3a7aud, OOBEKT W MpeAMET HCCIeI0BaHUS,
MoKa3aHa €€ CBSI3b C NMPUOPUTETHBIMHU HAIIPABICHUSMU Pa3BUTUS HAYKH U TEXHUKH
peciyOnuku. M3nokeHa HaydHas HOBM3HA W TPAKTHYECKHE  PE3YNIbTAThI
MCCJIEI0BAHMS, OCBELIEHA €ro Hay4yHas M IMpaKTHYecKash 3HAYMMOCTb, MPUBEICHBI
CBEIICHHSI O BHEJPEHUU PE3yJIbTaTOB MCCIECAOBAaHMUs, anpoOalluu, OMyOJIMKOBAHHBIX
paborax u CTPYKTYpE AUCCEPTALIUH.

B nepBoii rnmaBe nucceprauuu moa HaszBanueMm «HaydHo-Teopernueckme
OCHOBBI HCHOJIb30BAHMS MAPKETHHIOBBIX CTpPaTeruii Ha BHHOJEJBbYECKHX
NpeANpPUATHAX» OIUCBIBACTCA BaXXHOCTh M HEOOXOIMMOCTb HCIHOJIb30BaHUS
MAapKETHHIOBBIX CTPAaTE€ruil B Pa3BUTHUU BUHOJEIBYECKUX MNpeAnpUsITHil. M3ydeHsl
Hay4YHO-TEOPETUYECKHUE aCIIEKThl HMCIIOJIb30BAaHUS MApPKETUHIOBBIX CTPaTE€ruil Ha
BUHOJIETBYECKUX NPEINpUIATUSIX. BBIABIEHB U KIacCUPHUIMPOBAHBI BO3MOKHOCTH
UCIIOJIb30BAHUSI ~ COBPEMEHHBIX  MApKETUHIOBBIX  CTpaTerMidi  Ha  pPBIHKE
BUHOJIEIBYECKOUN MPOTYKIIHMH.

SABnssAch Ba)XHBIM KOMIIOHEHTOM MHPOBOM 53KOHOMHKH, BHUHOZEIIbYECKAs
MPOMBIIUIEHHOCTh  CIIOCOOCTBYET ~ SKOHOMHUYECKOMY  POCTY,  3aHSATOCTH,
MEXIyHapOAHON TOPTOBIIE M TYPU3MY CTPaH, CIEIUAIM3UPYIOMINXCS B 3TON 007acTH,
U B TO K€ BpPEMsI UMEET BbICOKOE KYJIbTYPHOE U COLIMAIbHOE 3HAYEHHUE B Pa3IUUYHBIX
pernoHax. OJHaKoO, KaKk ¥ BO MHOTHMX OTpaciisix, BUHOJAEINE TpeOyeT ajanTaluud M
WHHOBAallM{ Ul NPOLBETaHHWS HAa MHPOBOM PBIHKE, W CYLIECTBYET MHOXKECTBO
CTpaTEerMyeCcKux MOJIXOJO0B K pa3paboTKe KOHKPETHBIX CTPAaTErMUECKHUX IOJIXOJOB.
PbIHOK BHMHA SBISETCA HEOTHEMIIEMOM 4YacThIO MHMPOBOM ITPOJOBOJIBCTBEHHOM
CUCTEMBI, I MHOT'ME CTpaHbl CHELUAIM3UPYIOTCS HAa 3TOM OTpacid. B yacTHOCTH,
V36eknucTtaH UMeeT MIMPOKUE PHIHOYHBIE BO3MOKHOCTH B Pa3BUTUU 3TOH OTpaCiy,
KaK ¥ JApyrue CTpaHbl, 1 He0OX0oAuMbI 3 (HEKTUBHBIE MAPKETUHTOBBIE CTPATETUN IS
oOecreyeHns KOHKYPEHTHBIX TPEUMYILECTB HA MUPOBBIX PhIHKAX.

OcHOBHasi 1eJIb MCIOJB30BaHUSI MAPKETHHIOBBIX CTPATETMH B Pa3BUTHH

BUHOJENMS — yJEpXKaHUE CYIIECTBYIOIIMX KJIMEHTOB, PpACIIUPEHUE 4YuCia
norpeduTeneil, yBenndeHne o0bEMOB MPOAAXK, PaCIIMPEHNE IKCIIOPTA B 3apyOeKHbIe
CTpaHBI.

SABnssACh OTpaciIeBOM COCTABISIOLICH arpapHO SKOHOMHUKH, BHUHOJEJIbUECKas
MPOMBILIUIEHHOCTD SBJISIETCSI OPraHUYHOW YaCThIO OOIIEH 3KOHOMHUYECKOW CHUCTEMBI.
BuHomenme kak KOMIUIEKC MOXXHO pa3BUBaTh Oosee 3(h(PEeKTUBHO, eciaum OyayT
cOaaHCUpOBaHbl MHTEPECHI rocyAapcTBa U OusHeca. [Ipu aHamuze BUHOAEIBUYECKON
JESTEIbHOCTH OMBIT Pa3BUTHIX CTpaH MokKa3aid 3((EKTUBHOCTh IUIAHUPOBAHUS U
MOJEJINpOBaHusl. Pa3BuTHe BUHOAEINS 3aBUCHT OT KIIMMAaTUYECKUX YCIOBUI pETHOHA,
[IOTEHI[MaJIa  PErMoHa, B TOM  4YHUCJIE€  BO3MOXHOCTM  BBIPAlllMBaHHUS
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KOHKYPEHTOCIIOCOOHBIX COPTOB BUHOIpajia, paboyeil CUiibl, YpOBHSI MHHOBAIIUN U T.
1.

MapKeTUHTOBbIE CTpaTerMd Ba)KHBI B BUHOJIETHLYECKON MPOMBIIIIICHHOCTH.
Ha ocHOBe Hay4yHBIX WHCCIEOBAaHUNW MApPKETHHTOBBIE CTpPATErWH, IIUPOKO
HCIIOJIb3yeMbl€ Ha COBPEMEHHOM BHHHOM DBIHKE, KJIACCU(DUIIMPOBAHBI U MOKA3aHBI
Ha pUCYyHKe 1.
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[IpyumeHeHne MapKETUHIOBOM CTPAaTE€rMd BAapbUPYETCS B 3aBUCUMOCTH OT
HaIpaBJICHUSI CETU M OTpaciu. B yacTHOCTH, BUHHBIN OM3HEC MMEET BO3MOKHOCTb
CYLIECTBEHHO HCIOJb30BAaTh IPEUMYILIECTBA OHJIAWH-NIPOJAX, a pealn3ys HUX B
COLIMAJIbHBIX CETSX, €CTh BO3MOXHOCTh (DOPMHUPOBATh MPEANOYTEHUS K TOBAPY Cpenu
nokynaresnei. CyliecTByeT INpaKTHKa IPOJAaKM BHHOJEIBYECKOM NPOLYKLUMHU 3a
IPaHMIly 4Yepe3 HMHTEepHET-MarasuHbl. B BeHrpuum HamakeHa cuUCTEMa peau3alyu
BHHOJENBYECKON NMPOAYKIIMH IOCPEACTBOM OHJIANH-TIPOJAXK.

Heas(ddexTuBHbBIE MapKETUHIOBBIE CTPATErMM MOTYT HETaTUBHO MOBIMATH Ha
KOHKYPEHTHBIE TTpenMyIecTBa ou3neca. OHa U3 OCHOBHBIX MPUYNH, TOUYEMY HTOTO
HE TPOUCXOIUT, 3aKII0YACTCA B TOM, YTO JHAEpaM Majoro Om3Heca HEOOXOIUMO
W3YYUTh CTPATETUN MAPKETHUHTA B COLIMAIBHBIX CETSIX.

BunHas mOpOMBINUIEHHOCTh HMCHOJB3YET ATy CTPATETUIO [Jis TOBBIIICHUS
y3HABaeMOCTH OpeH/a M MOMyuYeHUs KOHKYPEHTHOTO npeumyiecTsa. OQHUM U3 TeX,
KTO HCIIOJIb30BaJl 3Ty CTPAaTETHIO, SIBISETCA IPOMBILUIEHHOE MPEANPUATHE B
Muunrane, koTopoe 3(PPEKTUBHO HCHONB30OBAIO CTPATETMM MAapKETHHra B
COLIMAJIBHBIX CETSIX.

CrpaHbl, HE CUMTANOIIKECS JTUAECPAMH MHUPOBOM BHHOJEIBYECKON HHIYCTPHUH
(CIIA, Asctpanusi, Yunu, AprentuHa, FIOAP), umeroT ombIT CTPEMHUTEIBHOIO
BbIXO/Ia HA INI00AJIbHBIE PHIHKU TaK HAa3bIBAEMOT'O MUPA BUHOEIbYECKON MPOIYKIIUH.
Nx ycnemHslii 3axBaT 3HAYMTEIBHOW JOJM MHPOBOIO pPBIHKA BO MHOIOM
o0ecreynBaeTcs MOJX0J0M K OpraHu3alii OTPaciu Ha TEPPUTOPUN CBOEU CTPaHBI, a
TaK)K€ AKTHUBHOM €IMHOW MAapKETMHIOBOM IOJWUTHKOM BUHOAEIBYECKOM OTPACIIH.
BaxneiimmM kputepueM (GOpPMUPOBAHUS BHUHOACIHYCCKOM OTPACIH  SBISETCS
ypOBeHb € BIUAHUA Ha 3PPEKTUBHOCTh PErMOHAIBHOTO TIPOU3BOICTBA.

Hcxonda w3 MEXIYHApOAHOIO ONbITa, MPHU OpPraHU3ALMH POU3BOJICTBA
BHHOJIENBYECKON IMPOAYKIIMH CIEYET YUUTBIBATH CICAYIOIIEE, 3 UMEHHO:

- PEruoHaJbHblE OCOOCHHOCTH BBIPALIMBAaHUSI KOHKYPEHTOCIHOCOOHBIX COPTOB
BUHOIPAJIA;

- CO3[JaHHME MOJENW MPOTHO3MPOBAHMS CIIPOCAa HA PBIHOYHBIE COPTA U BUJBI
BUHOIPAJIA;

- CO3JITaHHE MOJEIIN CTPATETMYECKOr0 Pa3BUTHS OTPACIIH;

- CO3JIaHWE MAPKETUHIOBOM CTPATErM4eCKO MOJIEIN pa3BUTHUS IPEANPUATHS;

- COBEPIICHCTBOBAHUE CUCTEMBI OLIEHKH KaueCTBA TOTOBOM MPOAYKIIUH.

MapkeTuHroBasi CTpaTerusi WIrpaeT pEIIAIIyI0 poJib B BHUHOIEIbYECKOU
orpaciu. s >(p¢eKTHBHOTO TPOABMKEHHA W TPOAAKA BUH, BUHOJNECICH U
BUHOTPAIHUKOB HEOOXOAUMBI pa3InyHble MAPKETUHIOBBIE METO/ABI U cTpaTeruu. 1o
CyTH, MAapKETHHIOBas CTpaTeruss — OTO OOMMI IUIaH, KOTOPbIA KOMITAHHH
WCIIOJIB3YIOT ISl TOBBINIEHUS BUAMMOCTA M, B KOHEYHOM MTOrE, JOXOAOB. OJTO
MOXET BKJIIOYaThb B ce0s BCE: OT CO3AAaHMS CUJIIBHOTO OpeHna 10 pa3paboTKu
MHHOBAallMOHHBIX MPOAYKTOB W YCIYr. YCHEIIHbIE MapKETUHIOBBIE CTPATErHH
JOJDKHBI OBITH aalTUPOBaHbl K KOHKPETHBIM LEIsIM U 3anadam. llpuHumas Bo
BHUMAaHUE BBIIIEU3JI0KEHHOE, HEOOX0JUMO HCIIOJIb30BaTh CIEIYIOIINE COBPEMEHHBIE
MapKETHHIOBBbIE CTPATErMM: KOHTEHT-MAPKETHHI, MAPKETUHI B COLMAJIBHBIX CETSX,
nouckoByro ontumusanuio (SEO), 3neKTpoHHBIH MApKETUHT U MH(POPMAIMOHHBIE



oromterenu, CMU u PR, meneBble CTpaHMIIbl, UHTEPHET-PEKIAMy, MapTHEPCKUI
MAapKETHUHT, pETAPTETUHT.

[TouckoBas ontumuzanuss (SEO) HeoOXoguma BUHOMAEIBHSM, YTOOBI
rapaHTUPOBaTh, YTO UX NPUCYTCTBUE B IHTEpHETE ONTUMU3UPOBAHO ISl TOMCKOBBIX
cucteM, Takux kak Google. Buenpss ctpareruun SEO, BUHOAEIBHU MOTYT yIIYYIIIUTh
CBOIO BUJIUMOCTh B VHTepHeTre, mpuBiieyb OOJbIIE OpraHUYECKOro Tpaduka u, B
KOHEYHOM HUTOIe, YBEJIIMYUTh IPOJIAKH U Y3HABAEMOCTh OpeH/Ia.

Y BHHOJENEH €CTh BO3MOKHOCTH MPOJBUTATh CBOIO MPOAYKIIUIO, YBEIUYUBATh
MPOJIAYKH M JIOSIILHOCTh K OPEHIY MOCPEJACTBOM MApKETHHTA B COITMAIBHBIX CETSX.
DTO MOMOTAET 3aCTaBUTh JIIOJICH TOBOPUTH O OpeHpe, pa3BHBaTh OpEH, BBHIPAKATH
OpeHIT B TO3WUTHUBHOM KJIOYE, MPOJBUTATH JUYHOCTH, (PUIOCO(UI0, NEHHOCTH H
MPOMYKTHI, TIOBBIIIATh Y3HABAEMOCTh OpeHIa ¥  YBEIWYUBATH  IPOJIAXKH.
KoMmmyHuKammss npofgaét BHHO, pa3BHBAeTCs LHU(PPOBOW BHHHBIA MApPKETUHT H
MOSIBIISIETCSL UCKYCCTBO (DOPMUPOBAHMS JIOSIIBHOCTH K OpeH/Ty.

Bo BTOpoll TnaBe auccepTauuMu I0J Ha3BaHUEM «AHAJIH3 COCTOSTHHUS
HCIMOJIb30BAHUS MAPKETHHIOBBIX CTPATeruii BHHOAEIbYECKHX HNpeANPHATHH
Y30ekucrana» aHaIM3UPYETCS PA3BUTUE MUPOBOTO BUHOJAEIBUYECKOIO PHIHKA U
ydyactue B HEM Y30ekucrtana. OmpeneneHbl BO3MOXKHOCTH HMCIOJIB30BAHMS OIbITA
BUHOJICIBUECKUX  TMPEANPUATUA  3apyOeKHBIX CTpaH MO0  HCIOJIb30BAHUIO
MapKETHUHTOBBIX CTpaTeTUi B MpakTuke Y30ekucTtana. [IpoaHanu3upoBaHoO pa3BUTHE
BHHOJIETHPYECKOTO PhIHKA Y30C€KHCTaHa M KOHKYpEHTHas cpefa Ha HEM. McciemoBano
MOBEJICHUE TIOKyIaTeJIei Ha pBIHKE BUHOACIBYECKOW MPOAYKIIMH, pa3pabOTaHbI
MPETIOKEHUST U PEKOMEHJAIMUA 110 KCIIOJb30BAHUI0 WHCTPYMEHTOB ATHYECKOIO
MApKETHUHTA.

Bunonenbueckas oTpaciib 3aHUMAET OOJIBIIIOE MECTO B SKOHOMHUKE CTpaH MUpa.
AMEpHKaHCKass BUHOJAEIbYECKAs MPOMBIIUIEHHOCTh SIBIISIETCS JUHAMHYHOW YaCThEO
skoHoMuKku CIIIA, Ha €€ momro mpuxoaurtcs okojo 276,07 MipAd. AOJIapoB, WIU
1,28% BBII. B Hem pabotaror 1,84 MUUIMOHA aMEPUKAHIIEB, KOTOPBIC MOJIYYarOT
npuMepHo 95,5 MIpA. J0/UIapoB B BHIE 3apaboTHOM IuaThl W mocobmii?t. Ilo
MOCJIETHUM OIIEHKaM, OIyOJIMKOBAaHHBIM MeXIyHapOIHOM OpraHu3alie BUHOTpaIa
u BuHa (OIV), mupoBoe mpou3BojaAcTBO BUHA B 2022 roay AOCTUTHET 259,9 MIH.
reKTOJIMTPOB. Pa3zmep moutu Takou ke, kak B 2021 roay, mo mocieiHuM IporHO3aM,
$262 min.>,

JlocTymmHO MHOKECTBO BUJIOB BUHA, B TOM uHnciie (PUPMEHHOE BUHO, TJIMHTBEIH,
KyJbTUBUPOBAHHOE HATYPAJbHOE BUHO, UTPUCTOE BUHO, (DPYKTOBOE BHHO, OpPESHIN H
MHOroe apyroe. B Pecmybnuke VY30ekucran wMeroTcst 72 MyHKTa MepepadOTKH
BHUHOTPAJHOTO ChIpbs Ha 42 NPEaNpUATHIX IO IPOU3BOJACTBY CIIMPTA, U3 HHUX 16
NPEANPUATAN 3aHUMAIOTCS TMPOU3BOJCTBOM HaTypajdbHOro BuHA. [eorpadus
AKCIIOpTAa BUH, (PPYKTOBBIX BUH U KOHBSYHOW MPOAYKIMH PACIIMPSIETCS 3a CUYET
Takux cTpaH, kak Konro, Jlutea, Utanus, Yexusa, Typuus, Apmenus, [ py3us, Uanus,
Mowuronus, U3pawne u Ucnanusa. B nmocnennue rogpl BUHOJEIBYECKUE KOMIAHUU
YACNSAIOT CephE3HOEC BHUMaHHE OOHOBIEHHIO OOOPYIOBaHUA U TEXHOJIOTHH,
MAapKETUHTOBOI U aCCOPTUMEHTHOM MOJUTUKH, TIOTUCTUKH U YITAKOBKH.

24 https://www .bkwine.com/features/more/important-wine-country-economy/
25 https://www.vitisphere.com/news-97949-france-ranks-world-champion-for-growth-in-wine-production-in-2022- . html
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B makerax 3akOHOJATENBHBIX W CTPATETMUYECKUX JOKYMEHTOB B 00JIacTH
BUHOTPAJAapCTBa B MUpPE U B Y30€KHCTaHE, a TakKe B MEKIYHApPOJHOU Mporpamme
CTPATETMYECKOIO Pa3BUTHS OCHOBHOE BHHMMAaHHUE HALEJICHO HA: MOIYJISIPU3ALUIO
DKOJOTMYECKA YHUCTOTO BHUHOIPAJapCTBa; COAECUCTBUE COLMAIBHOMY PAa3BUTHIO
IIOCPEJICTBOM  BHHOIPAAAapCTBA;  COKpAIlCHHE  HEPABEHCTBA B CEKTOPE
BUHOI'PAJIapCTBA; IIPEIOCTABICHUE COIIOCTaBUMBIX METOJI0B HAy4HO-
HCCIIEIOBATENIbCKUX J1a00paTOpUii; 3aKJIOUYEHUE MEXIYHApOAHOIO COIJIAIICHHS O
CYIIECTBYIOIIUX CTaHAApTaX U MPAKTUKE; pa3pabOTKy HOBBIX CTAHAAPTOB C IIEIBIO
MOJICpHU3AIMU TPOLIECCOB MPOU3BOJACTBA W pEANIM3alMU BUHOTPAJHOIO CHIPhS H
BUHOMATEpPHUAJIOB; pPa3pabOTKy pPEKOMEHJALMA MO0 MapKUPOBKE U MPE3CHTALMH
BUHOJIEIHYECKOUN MPOTYKIIMH.
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Crparerus OpeHIia B BHHOICIHA )
J.

KauectBo BHHA (BLICH.II/IG COpTa BUHOTpa/a)

q)I/IpMCHHLII/I CTUJIb

<Cabernet Souevignon

Hcnone3oBanue
i afepest CTCKIITHHB
Haspanue Gpenza Jluzaiin ynakoBku Coo0mmeHus
’ o B ITHKETOK pa3HbIX HopM
YIaKOBKU

T

Lenesas ayauropust

v
<] OTPCGHTCJH:CKOE JKETaHNE Kanajbl cObITa <1loBeneHueckas cerMeHTaIUs

PazpaboTats pazHOOOpa3HBIN IPOIYKTOBBINA OPThETh

T

v

[ [onsiTne 06 HHTpenNeHTaX

Crpaterus pacpocTpaHeHHUs
v
MapKeTHHT 1 pekinama

\A

O11eHKa OTHOIIIEHNWH ¢ KIIMEHTaMHU

Fara

TpanuumonHasi
pekiama

AgnanTanuus 1 pa3BuTHE

I'nbxocTs 06paTHOI/I CBSI3H IloctosiHHOE OOHOBNEHUE OpeHa

VBeauuuTh ACCOPTUMCHT MPOAYKINHN J

v
(KOJ’IJ’IGKHI/IX HCCKOJIBKHMX BHJI0B BUHA B MAJICHBKHUX 6yTBIJIKaX)

Puc 2. DTansl peajM3aluy CTPaTeruu Open/a Ha BUHHOM pPbIHKe?

[ToMurMoO BBIIIENIEPEYUCIICHHOTO, KOMIIAHUU, pa0OTaIOIINEe HA MECTHOM PBIHKE,
HHOOPMUPYIOT TIOKyIHaTele O KadecTBE H aCCOPTHUMEHTE BHHOJCITHUYCCKOM
MPOAYKIIMU U €€ CIUPTOCOJICPKAHUU TOJIKO Ha yrmakoBke BUHA. OCHOBHAs MpUYMHA
3TOr0 — OIPAaHUYCHHBIE BO3MOXHOCTH pEKJIaMbl BHHA, KOTOPOE CUUTAECTCA
AJIKOTOJIbHOW MPOYKLHEH.

B ombiTe cTpan mMupa 0oJibllioe BHUMAHUE YAENSETCS CTpATErvsiM OpeHIuHTa
MPEANPUATUA BUHOCINS, HATIPABJICHHBIM Ha TIyOOKOE€ MPOHUKHOBEHUE U OCBOCHHE
MECTHOTO M 3apyOeXHOro pPBIHKOB. Ero OCHOBHBIE KOMIOHEHTHI BKIIIOUAIOT
OpHEHTAIIUIO HA YIAKOBKY B OTHONICHHSIX C KIMEHTaMHU, MPOJABUKEHUE OpeHla U

26 Pa3paboTaHO aBTOPOM ITyTEM 06OOIIEHUS HAYIHOI THTEPATYPEL.
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CO3/1aHHE JIMHEUKH CJIa00aKOrObHBIX BHUH, JAlOLIUX KJIMEHTaM 0ojee IOJHOE
IpeJcTaBlIeHUE 0 cocTaBe Mpoaykra. Ocoboe BHUMaHUE yJIEISETCSI MAaPKETUHTOBBIM
CTpaTerusiM, HAIpaBJICHHbIM Ha IOBBIIICHHE IEPCOHAIM3UPOBAHHOIO OMNbITa 0€3
MacCOBOM pEKIambl JUIsl CO3JaHUsl OTHOLIECHHH C KJIMEHTAMU Ha BUHHOM DPBIHKE C
ITOMOILBIO 3TUX UHCTPYMEHTOB.

VYuurteiBas 3TU 00CTOSATENBCTBA, IIPU Pa3pabOTKe KOMIUIEKCHOW MAapKETUHIOBOM
CTpAaTEeruu JUIsi MECTHBIX NPEIIPHUATUN CIEIYET COCPEAOTOUYMTHCS Ha CTPATErusix
OpenauHTa, MO3BOJISIOMUX () PEKTUBHO MPOIBUTATh BUHHBIA OpEeH] M 00eCIieunBaTh
€ro POCT Ha PbIHKE.

OaHUM U3 TJIaBHBIX YCIOBHHI ()OPMHPOBAaHUS JIOKAJIBHBIX OPEHAOB Ha pPBIHKE
BUHOJIETHFYECKON MTPOAYKIIMH SBISIETCS JOCTHXKEHHE (HOPMHUPOBAHHS B CO3HAHHUH
MOKyHaTeIe UX OTIMYUTENBHBIX 0COOEHHOCTEN OT Apyrux OpenaoB. CocpenoTours
BHHMAaHHWE Ha 3THX KJIKOYEBBIX 3JIEMEHTAX CTpPAaTEruv OpeHna, BUHOAEIbHU MOTYT
3¢(HEeKTUBHO MO3UIMOHUPOBATH Ce0s Ha PBHIHKE, YKPEIULATh KamuTal OpeHaa |
JOCTUraTh JOJTOCPOYHOTO yclieXxa B BHHOJAENbYECKOW oTpacii. COOTBETCTBEHHO,
HEO0OXOJUMO CO3/1aTh CHUCTEMY, MO3BOJSIOLIYI0 B PEXKHUME OHJIAiH KOHTPOJIUPOBATH
COCTaB MMPOJIyKTa, HATYPAJIbHOCTh U JPYrHe OCOOEHHOCTH yIaKOBKU BUHA. J{Jis 3TOrO
YMECTHO MCIOJB30BaTh TEXHOJNOIMU QR-KOIMpOBaHUS, CUMTAIOIMECS OCHOBHOM
CTpaTerueid MOOWJIBHOTO MapKEeTHHIa, MIMPOKO MCIOJIb3yeMble NMPHU OpraHu3aluu
OTHOLIEHUH C KJIMEHTAaMU B MApKETHUHTE.

B 2019-2023 rogax o0bEM NpOU3BOJICTBA HATYPAJIbHBIX BUHOTPAJHBIX BUH 0O€3
nobaBienust cnuprta B PecmyOmmke VY30ekuctan ysemuumics B 1,32 pasa, a
ctouMocTh — B 3,37 paza. Haubonpmmii poct Habmonancs B byxapckoii obmacTtu, B
2019-2023 rogax 00bEM NPOU3BOICTBA HATYPAIbHBIX BUHOTPAHBIX BUH YBEIUUHIICA
B 6,0 pa3a, a crommocTh yBenuumiach B 21,47 pasa. B TamkeHTckoil oOmactu 3a
2019-2023 roasl 00bEM MPOU3BOJCTBA HATYpPaIbHBIX BUHOTPAIHBIX BUH CHU3WIICS B
4,04 paza, a B HaTypaJIbHOM BbIpakeHUH — B 1,6 pa3za (Tadi. 1).

[TpoGsneMbl  popMHupOBaHUS PBIHOYHOTO MEXaHM3Ma TECHO CBSI3aHBl C
HACBIIICHUEM  BHYTPEHHETO  pbIHKA TOBapaMM M YCIyraMH  BBICOKOIO
NOTPEOUTENBCKOTO KAdyeCTBa, YCTPAHEHHEM CTPYKTYPHBIX M aCCOPTUMEHTHBIX
aucOaJaHCOB MEXIy CIPOCOM U MpeAJIoKeHHEM. BuHOJenbueckuil KOMILIEKC
3aHUMAET 3HAYUTENIbHYIO JIOJIF0 Ha MPOJOBOJBCTBEHHOM PBIHKE. DTO CBA3aHO C TEM,
YTO MOTPEOUTENTHCKHE TOBAPHI MOKYIATENs COAEPKAaT BUHOIPAJl UM BUHO BBICOKOM
MOTPEeOUTEIBCKON IMEHHOCTH. Ha jaHHBII MOMEHT B Y30EKHCTaHE CYIIECTBYET
HECKOJIbKO KOHKYPHUPYIOIIUX MPEANPUATHNA, TPOU3BOASIINX BUHO.
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Taoauma 1

ITpou3BOACTBO BHHOAEIbYECKOI Mpoaykuuu B Pecnybiuke Y3oekucran?’

Eumima HarypanbHble Oenblie U BuHa BUHOTPaJHBbIE IPOYHE
Toawl KpacHbIe JecepTHbIE HATypaJibHbIE € COJeP:KAHUEM
H3MepeHust
BHHOI'PA/IHbIe BUHA aJKoroJjsa 0osee 15%
2019 . OO0BEéM, THIC. Ja 3972,8 20502,7
TBIC. CYM 19230561 71667296
2020 L. O0BEM, THIC. AaT 4131,9 19812.,8
THIC. CYM 26270120 82558130
2021 . O0BEM, TBIC. AT 41882 17868.8
THIC. CYM 32721482 93329627,5
2022 1. OO0BéM, THIC. Ja 2479,1 17566,9
TBIC. CYM 30334078 108819887
2023 1. OO0BEéM, THIC. Ja 1504,2 17133,5
TBIC. CYM 22635079 123588684
B 2023 r. mo O0BeM {+/-} 37,86 83,57
P olo Poct (%) 117,7 172,45

KonnuecTBo npeanpusTui, 3aHUMAOIIMXCSA TOPrOBIEH BUHOM HAa TEPPUTOPHUH
V36ekucrana, npessbimiaet 100.

HaunbGomee pacmpoctpanéHHbie B ropoje TamkeHTe W 3aHMMAIONIUE TIOJIKH
MHOTMX TOProBeIX LEHTpoB copra BuUH «lllapmone», «3ynxymop», «Jlartony,
«Jlamope», «Conaray, «lllato Xamkop», «Pynasaiic», «lllupunuenre», «Kabepne
CoBunboH MSA» craHoBsiTCS Bc€ Oosnee mnomynsapHeiMH. Kpome TOro, Muorue
Ipyrue BUHA Mapok baruzaran u Xamkop SIBISIOTCS KOHKYPUPYIOUIMMH BHHAaMHU.
Cpenu HUX MIUPOKO pacrpocTpaHeHbl BuHA «llepn», «bemnay, «Opeangay». T BUHA
ABIISIIOTCA AKCHMOPTHBIMU. 70% oOmero uucna noTpeduTenell BMHA B OCHOBHOM
MOKYNalT UMEHHO 3TH BUHA (TadI. 2).

B nepuoa ¢ 2008 o 2023 roa po3HUUYHbBIE MPOAAKHU ATKOT0JIsl BeIpocsn Ha 60%,
¢ 1,6 10 2,6 AMTPOB YHUCTOTO AJIKOTOJSA Ha AYIIy HACEIEHUs B BO3pacTe oT 18 jer u
crapuie. I[lpu 3TOM OTHOCHTENbHAs OOJS KPEMKOTO aJKOroyigs B 00meM o0béme
MPOJaX aJKOroJIbHOW MpoAyKIuu yBenuumiachk ¢ 74% o 89% c 2008 o 2023 rog,
a J1ojs c1ab0aIKOroJIbHBIX HAMUTKOB 3a TOT € Mepuoj] cHu3zmwiack: ¢ 15% no 3%
st BuHa, ¢ 11% no 8% nns muBa. DTO KOHTpACcTUPYET € OOILIeld KapTUHOM,
HaOmoaemoil B EBpomneiickom pernone BO3, rae Habmonanach mpoOTHBOIIOIOKHAS
TEHACHLIMS CHIKEHUS mnoTpeOnaeHust ankorois. COOTBETCTBEHHO, MOCIEAHSIS
TEeHJCHLMs, HaOionaeMas B Y30€KHUCTaHE, CBs3aHA C YHNOTPEOJIEHHEM KPEMKUX
QJIKOTOJIbHBIX HAMMTKOB — BHJIa OMACHBIX HAMMUTKOB, HAHOCAIIUX OOJBIINN Bpen
HaceneHuto. K OCHOBHBIM OrpaHMYEHHSM Ha aAJKOTOJIBHYHO IPOXYKLIHIO JUIS
VY36eknucrana OTHOCSTCS:

MUHUMAJIBHBIN BO3pacT JJist mpruoOpeTeHus ankorous — 20 jer;

peKIIaMa aJaKoroJjsl YaCTUYHO 3alpEIICHa;

NOTpeOUTENbCKAsA yIaKOBKa aJKOTOJbHON MPOAYKIIMHU JTOJKHA UMETh 3THKETKH
C YETKUMU IPEAYIPEXKICHUSIMHI O BPEIE IS 310POBbSI.

27 CocTaBnieHo aBTOPOM Ha 0OCHOBe nH(popmanuu [ ockomcrara PecyGnvku Y36exucran.
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Taoauma 2

KonkypeHTHBIe BHAbl BHHOTPaAHBIX BUH B Pecny0/inke Y30eKHCTaH U UX

CpeaHepPLIHOYHbIE HEeHbI?
bpenaoBbie Bunnbie Lenb! Ha Copt Kounexkuus
Bujani BuHa
BHHA OpeHabl puHO (2023 r.| BUHOrpaga BUH
Chardonay benoe cyxoe 49500 Soyaki bonee 20
benoe neceprroe | 50000
AO Zulhumor Kpacnoe 50000 Saperavi
«baruzaran» JIECEPTHOE
Lagune Kpacnoe cnankoe | 104000 Merlot
Benoe cyxoe 87000 Soyaki
L’amore benoe cyxoe 100000 Soyaki 26
Kpacnoe cyxoe 100000 Pinot noir
AO «Xamkop» | Sonata benoe cyxoe 63000 Cabernet
Chateau KpacnHoe cyxoe 78000 Saperavi
Hamkor
Rundweis benoe cyxoe 120000 Soyaki 31
AO Shirinchente PozoBoe caagkoe | 175000 Merlot
«¥Y3ympepmep» | Cabernet Kpacnoe cyxoe 160000 Cabernet
Sauvignon MSA Sauvignon
AO Zarkent Kpacnoe 85000 Saperavi Bonee 30
«VI6eKHCTOMN durdonasi JIECEPTHOE
Rkatselli Bbenoe cyxoe 92000 Rkatselli
aAMIAHW» -
Dolche Vita Kpacnoe cyxoe 78000 Pinot noir

B pPE3YJIbTAaTC B(b(beKTHBHOﬁ pealin3aliil 3aKOHOAATCIBbHBIX MCXAHU3MOB

KOHTPOJISI aJIKOTOJIbBHOM TpPOAYKIMH B Y30ekucraHe HaOMOdaeTcss TEHICHIIMS
CHIDKEHHUSI BHyTpeHHero norpebienus. Hanpumep, B 2016 roay nons aakorojabHOU
OPOYKIMH B OOIIEM PO3ZHHMYHOM TOBapoobopore coctasisa 3,3%, a B 2023 roay
3TOT MOKa3aTelb cocTaBui 2,1% (tadi. 3).

W3 npuBen€HHBIX CTATUCTUYECKUX JAHHBIX MOXKHO C/ENaTh BBIBOJ, YTO 3a CUET
UCIIOJIb30BAaHUSI ~ WHCTPYMEHTOB COIIMAJIBHO-3THYECKOTO MapKeTHHTa B
BUHOJICTTLYECKOM OTPAaCiIu CYIIECTBYET BO3MOXKHOCTH MPEBPATHTh 3(PPEKTUBHBIC
JACUCTBUSI TPEANPUITUN HAa PHIHKE B MHUIIMATUBHBIC TPOEKTHI, U B CBA3H C ITHM
HEO0OXO0IUMO CO37]aTh HaAyUYHbIE U METOINYECKUE OCHOBBI.

OCHOBHOM TMOAXOJl KOHLEMIUU COIMAIBHOTO W 3THYECKOIO0 MAapKETHHIa
3aKJIFOYAETCs B ONPEJCIICHUM NOTPEOHOCTEH, JKEMaHUW W HHTEPECOB LEJEBBIX
PBIHKOB, OOECHEYEHHUU JKEJAeMOr0 YpPOBHS YIOBJIETBOPEHUS 3(PPEKTUBHBIMU
criocobaMy, HamnpaBiICHHBIMU Ha MOJAJEPKAaHUE M MOBBILIEHHE 0JIar0COCTOSHUS
norpedburenss M oOmectBa Kak 1enoe. Peanuzanus KOHLENIMH COLUAIBHO-
ATUYECKOT0 MapKEeTHHra Tpedyer OanmaHca TpEX (haKTOpPOB: NMPUOBLIM OpPraHU3aLUU-

28 AHanus ompoca, IPOBEIEHHOTO aBTOPOM.
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pOU3BOIUTENS (IIPOMBIIIEHHOCTH, TOCYAapCTBa), 3aKyMOYHBIX IOTPeOHOCTEH H
HUHTEPECOB OOIIECTBA.
Taoanuna 3
J10J151 pO3HHYHOT0 000POTA AJKOr0JIbHON MPOAYKINHK B Y30ekucrane?

. Jloss o0uiero o0 béma
O6opoT po3HN4YHOM
Toawl TOPIOBIIH, AP, CYM TOBApPOB B PO3HUYHOM
ToBapoobopore, %
2016 2349,2 33
2016 2667,2 3,1
2017 3134,8 3.1
2018 3818,1 3,0
2018 4094,3 2,9
2020 4286.4 2,5
2021 5028,5 2,2
2023 5604,2 2,1

CymiecTByeT TakKe TISITh OCHOBHBIX TPUHIIMIIOB 3TUYECKOTO MAapKETHHTA:
MIPO3PAYHOCTh, COITMAIbHAS OTBETCTBEHHOCTD, 3aIlIUTA TAHHBIX KIIMCHTOB, YBAKCHHE
MpaB YeJIOBEKa, YCTOMYMBOE Pa3BUTHE, IICHHOCTD JIsI KJIMEHTOB.

HeoOxoammo co3maTh OIECHOYHBIE METPUKWA 1T aHAM3a  COCTOSHHUS
COOJIIO/IEHNST OCHOBHBIX MPHUHIIMIIOB 3THUYECKOTO MAapKETUHra B MPAKTHKE BCEX
npeanpuatuif. OLEHKY MOXHO IPOBECTH, HAOMIOMas 3a TE€M, B KAaKOW CTENEeHH
MapkeTuHroBasi mnpaktuka kommnanuit MIKS  cooTBercTByeT coruaibHbIM
pe3ysbTaTaM, OKUJAEMbIM CETOMHSIIIHUMU KIMEHTaAMH.

[ToTpeOuTeneil aaKkoroass MOXKHO KJIACCU(PUIIMPOBATH IO Py XapaKTEPUCTUK,
BKJIIOYAsl TPEANOYTCHUS BHHA, MOTPEOUTENHCKOE TIOBEJICHUE U OTHOIICHHE K
BBIMIMBKE. K TakuM rpynmam moTpeOuTeNe OTHOCITCS: TYPMaHbI/3HATOKH, THIOIIHE
B OOIIIECTBE, YMEPEHHO MBIOININE, CHUJIHHO TBIONINE, MBIOIINE CIIYYaiHO, MHIOIIHE,
3a00TSIIMECS O CBOEM 37I0POBbE, JIIOOUTENN MPUKIIOUEHUH, HENbIOIIHe. Pe3ynbTaTe
MPOBEAEHHOTO MAapPKETHHTOBOTO HWCCIICIOBAHUS TIOKA3bIBAIOT, YTO BCE TPYIIIBI
MOTpeOUTEICH HWMEIOT CBOM JOTHYCCKHE TIPaBWJIa OTHOCUTEIBHO TOTPEOICHUS
BUHOJIEIBUCCKON TPOAYKIMUA. UTOOBI JIydile TIOHATH OTH TOBEICHUYECKHE
XapaKTEepPUCTUKH, B paMKax JUCCEPTAMM OBUIO TMPOBEJECHO MAapPKETHUHIOBOE
uccienoBanre. B uccneoBaHMM  MCHONMB30BAIMCH  AHKETH, a IOJYYCHHBIC
CTATUCTUYECKUE pEe3YyJbTaThl HCIOJB30BAIUCH [UJISI MPEUIOKEHUS Pa3ITMUHBIX
MapKETUHTOBBIX CTpPATErMil pa3jIMUHbBIM CErMEHTaM TIpPYII MOTpeduTeneil BUHA C
MCIIOJIb30BAaHUEM METOJa JTUCKPUMHUHAHTHOTO aHalin3a. AHKETa cOOMpaeTcs OHJIAMH
mo ciedyroiel ccbuike: http://docs.google.com/forms/u/0/?tgif=-d&ec=asw-forms-
hero-goto. AHKeTBI coOMpaiCh OHIalH mo4TH roja. OO0IIee KOJINYeCTBO YYaCTHUKOB
coctraBmwio 6omnee 2000 yenoBek. CaMblii MOJIOAON BO3PACT PECHIOHIEHTOB COCTABUII
21 rox, a camplii ctapmuid — 65 set. Okomno 25% w3 HuX Obl1H MoJoxe 27 net, 50%
— moJoxke 36 et u 75% — monoxe 46 ner. U3 pe3ynbTaToB OOIIEH CTaTHUCTUKU
3HAYUMOCTH, TIOJTYICHHOMU JIJIs1 BRIOPAHHBIX JIJISl aHAJIN3a MMePEMEHHBIX, U3BECTHO, UTO
CTaTUCTHKA BCEX MEPEMEHHBIX MPEICTaBIACT COOOM BHICOKO 3HAUMMBIC 3HAUYCHUS P
(o6BEMa) ¢ BeposiTHOCTHIO 0,05.

29 ABTOpCKas pa3paboTKa.
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B auckpuMHMHaHTHOM aHaiM3e 3HaYeHue JsaMOna-ctatuctuku — Wilkes
Bapeupyetcs B nipeaenax [0,1]. Ecau 3nauenue cratuctuku Wilkes 61m3ko k 0, 310
O3Hay4aeT, YTO UMEETCs XOpollas AUCKPUMUHALMSA, €CJIM OHO PaBHO 1, 3TO O3Hayaer,
4YTO CBOWCTBO pazieneHus Hu3koe. 3HaueHue P Ha ypoBHe 0,05 moarBepxaaer, uyTo
BO3HUKHOBEHUE OLIMOKHU HeBenuko. B Hamem npumepe namOaa-rect Wilkes mpuHsii
3HaYeHue, OJU3KOe K €UHUIIE, 1 MOKHO CHENaTh BBIBOJ, YTO BCE THUIIbI KIMEHTOB
NPAKTUYECKH OJMHAKOBO TMOAXOAAT K mnorpebneHuto ankoroys. Kpurepuit F
NPUHUMAEeT MUHUMAJIbHOE TaOIMYHOE 3HAaYeHUE 2,7 U MaKCUMaIbHOE TaOIMYHOE
3Hauenue 5,4 mpu 3Hauenuu r 0,10 mpu dfl = 1 u df2 = 118, a Taxxe F(true) >
F(table), BiusHne m3ydyaeMbIX MpPU3HAKOB (DaKTOpa Ha MOTYYCHHBIH 3HAK CHIIBHBIN
F(uctnna) < F(rabnuma), ngemaeTcs BBIBOA O 3aBUCHUMOCTH  HaOIIOAaeMOM
MEPEMEHHOM OT pe3yabTHPYIONINX (hakTopoB. B Hamem npumepe ObLT caenaH BHIBOJ,
YTO CYIIECTBYET MOJIXOSIIAsi KOPPEISAIUS 3HAYCHUI BCEX TIEPEMEHHBIX.

OCHOBHBIE pe3yJbTaThl, IMOJYYEHHbIE IPU JUCKPUMUHAHTHOM aHaJM3E,
BBIPQXKAIOTCS B BHJIE JMHEHHOW NMCKPUMUHAHTHOW (YHKIMHM, MOJYyYEHHOW IO
kputeputo @Pumiepa. 3HaueHUs , TIOJIyY€HHBIE C TOMOILBIO 3TUX (YHKIUN
JMHENHOMN perpeccuu, NpeCTaBlIeHbl B Ta0nuLeE 4.

Taoauna 4
Paccunrannbie K03GUIHEHTH TUCKPUMHUHAHTHOMH GyHKInn>’
I'pynna kiueHTOB
IMoBeneHueckune O6o3Ha- HLiompue, JouTenu
YMmepenHo (IIsromue B IIsromue | CunabHo [3a0oTsIIIMe
XapaKTePUCTHKHU YyeHHe I'ypmansbl . . NPUKJIIO-
INbIOIIHUE OﬁﬂleCTBe CJIyYauHO| NbIOIIHE |CHA 0 CBOEM qenmi
310pPOBbe
[Totpebiaenue B
yYMEpEHHBIX op3 3,274 2,593 2,780 | 3,087 2,675 2,642 3,141
KOJIMYECCTBAX
Meron cokpaterus | ¢ 3,484 3,087 3,541 | 3,579 3,088 3,636 3,195
oTpedIeHus
3acrasmats mopei - 0,838 1,078 0,824 | 0972 1,311 1,567 1,506
IIUTH HpOTI/IB HUX BOJIN
Bo3moskHOCTE
0TKa3aThCs OT pnl3 2,009 2,382 2270 | 2,169 2,266 1,497 2,537
HpeI[J'IO)KeHI/IH BBIIIUTH
Vnorpebienne Buna |- 4 1,410 1,638 1,050 | 1216 1,371 1,423 1,304
Ha MepOHpI/IHTI/IHX
Hanutees Ha pn20 0,851 0,965 0,940 | 0,772 0,635 0,784 0,542
MEPONPUATHAX
Hanecrtu ymep6
OKpYIKaIoIIeH cpesie lifsatl -111 0,167 0,343 0,275 0,214 -0,616 -0,066
U IPUPOJIE
OCBEIOMIBHHOCTS | ypn | 499 0391 | 0204 | 0041 | -0072 | -0,047 -0,225
OKPYXaIOUINX
CyMMaTopsl
I10JIE3HOCTH lifsat3 0,984 0,958 0,741 0,816 1,224 0,343 1,106
TOTpeOJICHUS
[oTpedneHne TOMMKHO
OBITE COBMECTHMO C | popip | 414 0,664 0,829 | 0,866 0,840 1,683 0,544
KyJIbTYPHBIMA HOPMaMH
u TpaZ[I/II_[I/IHMI/I
CBash C KyIBTYPHBIMH | 5,955 6,089 5494 | 5817 6,176 6,548 5,934
aCIICKTaMUu

30 ABTOpCcKas paspaboTKa.
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CTaBuT 310poBLe pss8 7,175 7,300 7016 | 7441 7,378 8,776 7,672
Ha IIEPBOC MECTO
3aboraosnoposbe | (10 1,721 1,813 2,118 1,567 1,233 2,269 1,307
JIPYTHX
(TToCTOAHMHBIH) 45675 | -46215 | -44.676 | 46,763 | -47.282 | -50.818 | -45,194

DyHKUMs TuHEHHOU perpeccun Puriepa

[To gaHHBIM 3TOW TAaOIULBI BUJTHO, YTO UMEIOTCS SIBHBIE Pa3JIU4Msl B IOBEJACHHUU
OTJICbHBIX HE3aBUCHMBIX KaTETOpUi IOTpeOUTENeH 10 TUIIaM MOTpeOuTENeHt.

W3 pe3ynpTaToB NPUBEAEHHOIO aHAIN3a BUIHO, YTO HA PBIHKE BUHOIEIBYECKOU
OpOAYKIMH (opMHpyeTcs Tpynna COLMAIBbHO-3THYECKMX morpedureneit. Taxxke
MPAKTUYECKH y BCEX IPYIII NoTpeduteneit GopMupyercs MHEHUE, YTO NOTpeOIeHe
BHUHO/IETIbYECKON MPOTYKIIUU OTPULIATENIBHO U YTO MOTPEOJIEHUE CIIETyET COKPATUTh.
Hcxonas u3 3THUX OOCTOSITENBCTB, MPEANPHUATHS, MPOU3BOASIIUE BUHOJEIBUECKYIO
OPOAYKIMIO, OOs3aHbl JEHCTBOBATh HA pBIHKE, OCHOBBIBASCh Ha MPUHLIHKIAX
COLIMAJIPHOTO MAapKETHHTa, COBMECTUMBIX C XapaKTepUCTUKaMU TOTpeOuTese,
ONPENEIICHHBIX BBIIIE, W OCYLIECTBILTh NPEANPUHUMATEIBCKYIO JESITEIbHOCTD,
OCHOBBIBAsICh HA KOHLIEIUAX COL[UATBHOTO MAPKETHHTA.

B Tperbeil riiaBe guccepraunu noja HasBaHueMm «llyTu coBeplIeHCTBOBaHMS
WCIIOJB30BaHNs MAapKETUHIOBBIX CTPATETHMM B JEATEIBHOCTH BHHOJACIBYECKUX
OPEINpUATHIDY pa3paboTaHbl MEXaHU3MbI PETYIUPOBAHUSA PHIHKA BHHOICIHYECKOM
IIPOAYKIUH, IIPEIOKEHBI CTpPaTEru4ecKue IIOJXO/IbI MHTEHCUBHOTO,
MHTETPALMOHHOTO M JAMBEPCU(UKALIMOHHOTO POCTa, ONPEIEICHbl BO3MOKHOCTH
MCIIOJIb30BaHUsl CTpAaTeruii AUBEpCcU(UKAIIMM SKCIIOPTa Ha PhIHKE BHHOEIBYECKOM
npoaykuuu. lIpemioxkeH OpraHu3allMOHHO-D)KOHOMMYECKHM MEXaHU3M pPa3BUTHSA
BUHOJIENIBYECKOTO  KJlacTepa Y30ekuctana. Ilpennaraiorcs UHTEHCHBHBIE WU
HKCTEHCUBHBIE CTPATErMM POCTa, OCHOBAaHHBbIE Ha MPOAYKTOBOW AUBEpCUPUKAIIU
AKCHIOPTA BUHOJAEIIBUYECKON TPOTYKIIMY HA BHEIITHUE PBHIHKU.

O} dexTuBHBII MHUPOBOW OMBIT BUHOJECIHS OCHOBAaH Ha BBICOKOM YpPOBHE
MHTErpallii MMPOU3BOJAUTENECH BHMHA, UMIOPTEPOB, TUCTPUOBIOTOPOB W MHTErPALIMH
YCUJIMHA YYaCTHHKOB IIETIOYKH CO3JaHUSI CTOMMOCTA. OCHOBHBIMH TpoOIeMaMu
KOHKYPEHTOCTIOCOOHOCTH BHMHOJAEIBYECKUX MTPEINPHUITHIA Y30eKnucTaHa SBISIOTCS
OTHOCUTENBHO CpEOHSAsl [JOJIsI HAa BHYTPEHHEM pBIHKE, HH3Kas Y3HABAEMOCThb
IPOIYKIMH 32 pyOe:KOM, HEKOHKYPEHTOCIIOCOOHAs CTPYKTYpa 3aTpar (Ha JIOTUCTHUKY,
CBIPBE) BCIIEJICTBUE BBICOKOTO Oaphepa BXOJa Ha PHIHOK B KPYITHBIE CETH PO3ZHUYHOU
TOPrOBJIM BUHO/IETBYECKON NIPOAYKIMH ¥Y30€KHCTaHa U T. 1.

JUis  TOBBIIEHUS  KOHKYPEHTOCIIOCOOHOCTM  BUHOJIEIBUECKOM  OTpaciu
V30eknucraHa HCMIONb3YeTCSd HECKONIbKO MeTonoB. OIHHMM U3 TakUX METOOB
ABJISIETCA METOJ UHTEHCUBHOI'O pocTa. MIHTEeHCHBHOE BUHOIPAapCTBO IPEACTABIAET
co00l KOMIUIEKC MEpONPUATHIA, HANPABICHHBIX HA MAKCUMHU3AIUIO MPOU3BOJICTBA
BUHOI'PAJIa ¥ BBIXOJA BHHA C NOMOILIBIO PA3JIMYHBIX METOMOB. JTOT IMOAXOJ 4YacTo
UCIIONB3YETCsl B PEruoHax, € CYLIECTBYET BBICOKHMM CIPOC Ha BHHO W TJI€
ITPOU3BOJIUTENIA CTPEMSTCS ONITUMHU3UPOBATH CBOKO ITPOAYKIIHUIO.

Ha ocHoBe m3yueHus1 MEKIyHApOAHON MPAKTUKHU MPEIIAratoTCsi UHTEHCUBHBIE,
KOMIUIEKCHBIE W JUBEPCU(DHUIIMPOBAHHBIE CTPATETMH PA3BUTHUS BHHOICIHYECKOM
OTpaCIIA C TPeMsS Pa3sHbIMU WU OTIAEIbHBIMH 3atadaMd. CTpaTeruss MHTEHCUBHOIO
pocTa HarmpapJieHa Ha MAaKCUMHU3ALMIO POCTa CYIIECTBYIONIEro OM3Heca Wik OTPACIIH.
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Croma BXOAAT 3aJaud, HANpPABJICHHBIE HA pAaCIIMPEHUE BUHOJEIBHU B paMKax
TEKYLIEro pblHKA WM peruoHa. KoMIUIeKCHas CTparerus pocTa BKIIOYAET
paclIMpeHHe W  ONTHUMM3aLMI0 PBIHOYHOM  JEATEIBHOCTH  BUHOJEIBYECKUX
npennpustuil. Ctparerust AMBepcu(PUKAIMOHHOTO POCTA YACTO MPEANOIaraeT BbIXOA
Ha HOBBIE OTPACIH, PbIHKM WM MPOAYKTHI, HE CBSI3aHHBIE C TEKYIIUM OH3HECOM.
Pacmmpsiercss B HOBbIE OTpacii, PhIHKU WIH MPOAYKTHI, KOTOPBIE MOTEHIUAIBHO HE
CBS3aHBl C cyulecTByromuM OuszHecoM. Kaxnmas crpareruss wuMmeer CcBOU
MPEUMYIIECTBA, PUCKH U COOOpaXEHUS, U BBIOOP 3aBUCHUT OT I€JeH, BOZMOXKHOCTEH
¥ KOHKYPEHTHOH cpelbl KOMIaHUH. BUHOIETBHE MOTYT HCTIONB30BaTh KOMOMHAIINIO
ATUX CTPATErHii B 3aBUCUMOCTU OT CBOMX YHUKAJIbHBIX YCIOBUM.

Crparernueckue UEIM, HANpaBICHHbIE HA JIMBEPCHU(PUKALMOHHBIA POCT B
[TocranoBnennu [Ipesnaenta Pecybnuku ¥Y30ekucran «O Mepax, HampaBICHHBIX HA
JAJbHEWIIEe Pa3BUTHE BUHOTPAJAPCKOW U BUHOAENbUYECKOM oTpaciu B 2023 — 2026
rogax» ot 3 aBrycra 2023 roma Ne IIII-260, umerOT BaXHOE 3HAYEHUE JIJIA
5((HEKTUBHOTO  HCIOJHEHUS TIOCTABJICHHBIX 3a/Jay yCTOMYMBOIO  Pa3BUTHS
BUHOTPAJAPCKON M BUHOJEJIBYECKON OTpaciu, UHPPacTpyKTypHOH M (PUHAHCOBOM
HNOJJEPKKU TepepadaThIBAIOIINX MPEANPUITHH, YyBEIMYEHUs OOBEMOB SKCIOPTA
BHHOI'PA/J1a U BUHOJEJIBYECKOU MMPOLYKIIHMH.

HaGumroaercst BBICOKMI poCT U JUBEpPCU(PHUKALUS IKCIIOPTA BUHA IO cTpaHam. B
2018 romy ¥Y30ekucTaH >KCHOPTUPOBAJ BHUHOJEIBUECKYIO MPOAYKIHUIO B 17 cTpaH
Mupa Ha cymmy 18 267 Teicsu gosmapoB CIHA. B 2023 romy uwucino crpas-
aKCIOpTEPOB coctaBuiio 22. B 2023 rogy pocT mo cpaBHEHHIO C 0a30BBIM TOIOM
coctaBus 2,4 pasza, a CpeIHEroJoBoil Temmn pocta coctaBui 6,5%. Oxono 65%
AKcTopTa npuinuiock Ha Poccutickyro @enepanuto, 14,6% Ha Keipreizcran u 8,3% Ha
Kazaxcras.

Jna puBepcuUKalMM 3KCHIOPTAa BUHOAEIBYECKOM MPOAyKIUH Y30ekucraHa
HEOOXOUMBl yCUJINS, HAPABJICHHbIC HA CHW)KEHUE 3aBUCUMOCTH OT OJHOIO PbIHKA
WIM TPOAYKTa. DTO BKIIOYACT B ceOs BbIXOJ Ha HOBBIE PHIHKH, BHEJIPEHHE HOBBIX
IIPOJIYKTOB WJIHU U TO, U IPYTOE.

['pynnupoBKa yMecTHa JUI BBISBICHUS CTPaH, MOAXOIAIIUX JUIsl PACIIMPEHHUS
reorpaguu skcrnopra. B aTom cinyyae y Y30ekucrana ecTb BO3MOKHOCTb OIIPEIEIUTh
IpyNIbl CTpaH, NPUTOAHBIX IS 3Kcmopra. s mpoBeaeHUss JaHHOIO aHalu3a
HeoOxoauMa ciieayromnas THpopMarus:

X1 — mons CTpaH-UMIOPTEPOB BUHA B MUPOBOM mmropte, %. [logbupaercs mo
MaKCUMaJbHbIM 3HAYCHHUSIM;

X2 — B Teuenue onpenenéHHoro nepuoaa (B 2019-2023 romax) BUHOAEIbUECKAs
MPOJIYKLHS OTOMpaeTca ¢ y4€TOM pOCTa MMIOPTa U MAKCHUMAJIbHBIX 3HAYCHUI B
CTpaHaX-UMIIOPTEPAX;

X3 — cpenHee paccTosiHUE (KM) MEXy CTPaHaMHU-UMIIOPTEPAMH BUHA M BCEMU
PBIHKAMH-TIOCTABIIUKAMH BHHA. BbhIOMpaeTcs o MUHUMAaIbHBIM 3HAUCHUSIM;

X4 — KOHIIEHTpaIMs BCEX CTPaH-NOCTABIIMKOB cTpaH-napTHEPoB. [londoupaercs
10 MUHUMAaJIbHBIM 3HAYCHUSM;

X5 — BUHOJENbYECKAS] MPOIYKIUS OTOMPAETCS B COOTBETCTBUU CO CPEIHUMU
OTpeIeNICHUSIMU UMIIOPTa U MUHUMAJIbHBIMU 3HAUEHUSIMU, C KOTOPBIMU Y30€KHCTaH
CTAJIKMBAETCS B CTPAHAX-UMIIOPTEPAX;
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Konnenrpamusi ocHoBana Ha wuHjekce ['epbunnans. Wunexc [epdunmans
paccuuThIBaeTCs M0 CleAyrouel popmyie:
= o (1),

rnae

—unpaekc ['eppunnans;
— JI0JIS pbIHKA CTPaHBbI;
— KOJIMYECTBO CTPaH.
< 0,01 (mm 100, ecnu TPOLEHTHI MCIOJIB3YIOTCS KaK IIEJIbIe YHUCTa)
YKa3bIBA€T Ha BBHICOKYIO KOHIICHTPAIMIO BHYTPEHHEN KOHKYPEHIIMH U JIETKUN BBIXO/T
Ha PBIHOK;
< 0,15 (wmu 1500) npencrasisieT co00if HEKOHIIEHTPUPOBAHHOE COCTOSTHUE,
PBIHOK KOHKYPEHTEH U CYIIECTBYIOT Oapbephl JIsl BXO/Ia;
or 0,15 go 0,25 (wmm ot 1500 mo 2500) yka3piBaeT Ha CPEAHIOIO
KOHIIeHTpaluto. [[pOHUKHOBEHNE HA PHIHOK PHUCKOBAHHO;
> 0,25 (mmm 2500) yka3plBaeT Ha BBICOKYIO KOHIIEHTpaluio. Beixon Ha
PBIHOK  HEBO3MOXKEH, TIOCKOJBKY CYIICCTBYIOT MPEANPUSTUS C  BBICOKOU
MOHOTIOJIbHOM TTO3UIAEH.

[To BEIOpaHHBIM KPUTEPHSIM COOUPAETCS CTATUCTHKA IO KPUTEPHUSIM, YKa3aHHBIM
B JIAaHHBIX CTAaTUCTHKM BHEIIHENM TOProBiIM BceMUpPHOM TOProBOM OpraHU3alUU.
COOTBETCTBEHHO, AJIA ONpPEACNICHUs TPYNIbl CTPaH, NOAXOAAIIUX sl Y30eKucTana
Ha BUHHOM PBIHKE, OBIITM MCITOJIb30BaHBI MTOKA3aTEIN KCITOPTA 110 BUJIAM PO TYKITHH
U3 MEXKIyHapOIHBIX 0a3 JaHHBIX MO SKCIOPTY U UMIIOPTY.

B kadyecTBe OCHOBHOIO KpUTEpUsI TPYNIUPOBKH CTPAH PACCMaTPUBAOTCS
CTpaHbl ¢ HAaUOOJBIINM SKCIIOPTOM BHHOJEIBUECKON MPOAYKIMH U3 Y30E€KHUCTaHa B
2023 rOomy C TOYKH 3PEHUS COOTBETCTBUS MHUHHMAIbHBIM M MaKCUMAaJbHBIM
3HAUYCHUSIM BHIOPAHHBIX MTOKa3aTeNeH.

Jns nepemennbix X1 u X2:

“A” — cTpaHbl 10 MUHUMAJILHOTO 3HAYEHUSI;

B” — cTpaHbl OT MUHUMAJIBHOTO 10 MAKCUMAJIbHOTO 3HAYCHUS;

“S” — cTpaHbl BbIIIE MAKCUMAJIBHOTO 3HAYCHMS.

Jns nepemennsix X3, X4 n XS5:

“A”— cTpaHBbI BbIIIE MAKCUMAJIbHOIO 3HAYEHNS,

“B” — cTpaHbl ¢ MUHUMAJIbHBIM U MaKCUMAJIbHBIM 3HAYEHUSMU;

“S” — cTpaHbl 4O MUHUMAJIBbHOTO 3HAYEHHS.

Pe3ynpTaThl aHanKM3a MOKa3bIBAIOT, YTO HAUOO0JIE€ NOAXOASIIMMA CTPAHAMHU IS
V30ekucTtaHa SIBISIIOTCS CTpPaHbl, COOTBETCTByOIIME rpynne «b» 1Mo KaxaoMmy
Kputepuio. beuta mpoBelieHa rpynnupoBka mo S5 mokazatensM. CoryiacHo JaHHOU
Tabnuile, Bcero 35 cTpaH ompeseseHbl Kak Hambojee OJaronpusiTHbIe CTPaHbI IS
AKCIIOPTa BHUHOJEIBUYECKON MPOMYyKIUM Y30eKucTaHa. Xn U3 OTHUX CTpaH
COOTBETCTBYIOT BceM kpurepusiMm. 97,5% obmiero oonéma skcnopra B 2023 romy
MPUIIOCH HA CTpaHbl rpynnsl «5by, onpenenéHHble KaK PEKOMEHAYEMbIE CTPaHbI
JUIsl TUBEepcU(UKAIMM AKCIIOPTHOU JesitenbHOCTH Y30ekucrtana. OcrtanbHbie 3%
MPUILIOCH Ha 00 cTpad rpymil «4by, «3B», «2B», «1B» (Tad:x. 5).
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Pekomenayemas auBepcuMKalMs SKCIOPTa BUHOAEILUECKOM NPOMYKIIUU
V36eKHuCTaHa yBEIUYUT BO3MOKHOCTH JOCTHKEHHS BBICOKMX SKCTEHCHBHBIX TEMIIOB
pocTa B cTpaHax rpynmnbsl «5B». Mcxoas U3 9TUX 00CTOATENLCTB, MOKHO OOECIICUHTE
BBICOKYIO SKOHOMUYECKYIO 3P (PEKTUBHOCTD, MCIIONL3Ys CTPATErHU JUBEPCU(DUKALINY,
HalpaBleHHbIE Ha DKCTEHCHBHBIA pOCT 3Kcmopra. [l pa3pabOTKH CTpaTeruu
nuBepcuUKAMU MPOAYKIHMU CTPAHBl HEOOXOAUMO OIPEIEIUTh OTHOCHTEIBHBIE
KOHKYPEHTHBIE IPEUMYILECTBA  BHUJIOB BHHOJEILYECKON  MPOLYKIMH.
JluBepcuduKanys mpoIyKIMH IPUBOANT K KHTEHCHBHOMY POCTY OTPACIIH.

Tadaunna 5
Kosm4ecTBo cTpaH, KyJaa Mo3KeT ObITh JKCIOPTHPOBAHA BHHOAE/ILYECKAs!
npoaykuus Yzoekucrana’!

IKCNOPT NPOAYKIUH B
I'pynner | Yucio Joas, B 3TH IPYINIbI, THIC. 10/UIAPOB Aoast, B
MpOoIEeHTaX CILIA MpPOoLEeHTaX
5B 35 15,8 43205 97,51
4B 73 32,9 267 0,60
3B 84 37,8 355 0,80
2B 19 8,0 400 0,90
1B 11 5,0 81 0,18

Jlmst  3TOro  HEOOXOIWMO  ONPENEITUTh OTHOCHTEIBHBIE IPEUMYIIECTBA
OTHIENBHBIX TPYIT acCOPTUMEHTAa BHHOJCIBUCCKOW TMPOAYKIMH Y30eKucTaHa.
Nunexc bamaccer (BI) sBisiercs Hambosiee MOAXOMSIIAM METOJOM OIPEACIICHUS
OTHOCHUTEJILHOTO TMpeuMyllnecTBa TUIMOB TmpoaykroB. Wuaexc bamaccer (BI)
OTIpEIEISCTCS CIIEIYIONTUM 00pa3oM:

=C /7 o 7/ ) 2,
rae
— 00bEM dKcTIopTa Y30€eKuCcTaHa Mo BEIOpAaHHOMY BHJY MPOAYKIIHH;
— 00BEM PKCIIOPTa B MUP IO BHIOPAHHOMY BUY IPOAYKIIMH;
— 00BEM 00111eT0 PKCIOPTA MPOAYKIIMU ¥Y30€KNCTaHa;
— MHUPOBOH JKCIOPT.

JI71s1 CpaBHUTENIBHOTO aHAIN3a PEKOMEHTyeTC s MCTIIOJIb30BaTh OOITUE TaHHBIC TTI0
DKCIOPTHOMY PBIHKY BHHOAeNbUecKoM mnpoxykumu tuna THU® TH B 2019-2023
rogax. Ilo pesynpTaTaM  aHanuM3a  OPEANPUSATAS  UMEIOT  BO3MOXKHOCTh
TUBEPCUDUIIUPOBATHLCS IO CIICTYIONTIM BHIAM TIPOTYKITHH:

’2208 — cnupT 3TUIIOBBIA HEJAEHATYPUPOBAHHBIN € coaepkanueM cnupta <80%;
QJIKOTOJIb, JIMKEPHI U APYTHUE AJIKOTOJIHBLIE HAITUTKH;

2202 — BOABI, BKJIIOYAs MUHEpAIbHBbIE M Ta3UpPOBaHHBIC, C J100aBICHUEM
caxapa WIH JIpyTUX UHTPEJUECHTOB;

’2201 — BOApI, BKJIIOYas MNPUPOAHBIE WM HCKYCCTBEHHBIE MUHEpAJbHBIE U
ra3upoBaHHBIC BOJIbI, HE COEpIKaIIUe T100aBOK.

Peanusys atu cTpareruu, y30€KCKrue MPOU3BOJUTENN BUHA MOTYT CTPEMHTHCS K
0oJiee MHTCHCHMBHOMY W JUBEPCUPHUIIMPOBAHHOMY POCTY Ha IKCIIOPTHBIX PBHIHKAX,
aanTHPYSICh K TI100aTbHBIM YCIOBUSAM U TOTPEOUTETHCKAM TEHICHITHSIM.

31 PesynbTarel pacyéTOB aBTOpA.
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3AK/IIOYEHUE

B pesynpraTe wHccienoBaHus 1O COBEPIICHCTBOBAHHMIO — HCIOJIb30BAHMS
MapKETUHTOBBIX CTPATETUil B JEATEIBHOCTH BUHOJCIBUECKUX MPEANPUSATAN ObUIH
CHEJIaHBbI CJIETYIOLINE BbIBOJBL:

1. IIpennpusiTusi NPUBIEKAIOTCS B PETHOHBI, TJI€ PHIHOYHBIA CIOPOC HA BHHO
Bo3pacrtaeT. [loHnmMaHue MOTPEOUTENbCKUX MPEANOUYTCHUNA W TEHACHIIUN MOMOTaeT
KOMITAHHSIM aJIallTUPOBATh CBOIO MPOAYKIMIO K TpeOOoBaHUAM phIHKA. Kpome Toro,
4acTO MPHUBJICKAIOT BHUMAHUE PETHOHBI, U3BECTHBIC MPOU3BOJICTBOM Ka4€CTBEHHBIX
BUH. BWHOENbUECKHME KOMITAHMM MOTYT CTPEMHUTbCS paboTaTh B PETHOHAX,
M3BECTHBIX KAU€CTBOM CBOMX MCKIIFOUUTEIBHBIX BUH.

2. Takum 0Opa3om, OCHOBHAS II€JTb MAPKETHHTA B COIMATIBHBIX CETSIX B BAUHHOM
CEKTOpE — BBIPA3UTh YHUKAJIBHYIO IIEHHOCTh BUHHOTO OpeHJa JJisi KIIMEHTOB, U 3TO
JOCTUTaeTcs 3a Ccu€T UUPPOBOrOo TMPUCYTCTBHUS, KOIJAa MPOU3BOJUTEIN HE
KOHTAaKTUPYIOT C HHUMH JHMYHO. XOpOWIO peann3oBaHHass crparerus SMM Ha
BUHOJIEJIbHE MOXKET CO3/aTh OPEH/I, IPUBJICYb OTPEOUTENCH U CTUMYJIHPOBATH POCT
OusHeca.

3. Ilo cBoeMy oOmBITY CTpaHbl MHUpPa MOTLYT PEAIU30BATh MPOTPAMMBI
MPOABUKEHHUS SKCIIOPTA AJIsl HOAJIEPAKKH BUHOIEJEH B BBIXO/IE HA HOBBIE PHIHKU. JTO
BKJIIOYAaeT (PUHAHCOBYIO TOAJEPKKY, MHCCIECIOBaHUS pbIHKA M ydyacTHE B
MEXIYHAPOJHBIX TOPrOBBIX MHUCCHUSIX. OTH MAapKETUHTOBBIE CTPATErMd YacTo
YUYUTBHIBAIOT YHUKAJIbHBIE XApPAKTEPUCTUKU U CHUJIBHBIE CTOPOHBI BUHOCIHYECKON
OTPACIIA KaXkJOW CTPAHBI.

4. CeromHs BUHOTpaa B Y30€KHCTaHE BBIpaniuBaeTcs Ha riomand 90 Teicsd
rektapoB. B aTolt cdepe moctosHHO m ce3oHHO 3aHATO 900 000 yemomek. 3a
MOCJICIHAE TMATh JIET HOBBIE BUHOTPAAHUKKA ObUTM mocaxkeHsl Ha 52 000 ra.
Boinenenune cybcumuu B pasmepe 210 mipa. cyM MO3BOJUT IMUPOKO pPa3BUBATH
CEKTOp BUHOIPAAapCTBa U BUHOIEIHS 2.

5. Pe3ynpTaThl ompoca, MpOBEACHHOTO cpeau Y30€KCKUX MOTpeOuTeneil BUHA,
MOKa3bIBAIOT, YTO OT IMOTpeOuTeneii BUHA B OCHOBHOM Tpebyercs oOpamiaTh
BHHMAaHHE Ha peIyTaIuio OpeHia, 1eHy, YIaKOBKY U TU3ailH 3TUKETKUA BUHA.

6. MBI BUIUM, YTO PE3yJIbTaThl ACSATEIBHOCTH BUHOJEIHLYECKUX MPEANPUATUM
YBEJIMUUIIUCH 32 CUET OpraHU3alluu U peajin3aluy psjla MapKeTUHTOBBIX CTpaTeruil B
NEATeIbHOCT BUHOJACIBUECKUX MPEANPUATHNA. OTH CTpaTerid B OCHOBHOM
MTOMOTAIOT YBEITUIUTh MPUOBUTb U YBEIUIHUTH ITPOTAKH.

7. K 2024 romy BamoBoit cOOp BUHOTPAAHUKOB Y30ekncTana coctaBut 48 112,9
ToHHBIL. [Ipornosupyercsa, yto k 2030 rogy STOT MOKa3aTenb MOMKET JOCTUYL 63
682,2 ToHHbL. PaccuuTaHHas MHOrogakTopHasi >KOHOMETpUYECKas MOJEIb
MOATBEpUIa CTAaTUCTUYECKYIO 3HAYUMOCTh U HAASKHOCTh €€ MmapameTpoB IMpHU
MPOBEPKE MO BCEM KPUTEPUSIM.

8. Ycunust BUHOJIEIBUYECKUX TIPEANPUATUN TOJDKHBI OBITh HAPaBIICHbI, C OJHOU
CTOpPOHBI, HA COXpPAaHEHUE TPATUIIMOHHBIX PHIHKOB CObITa, a C JAPYrod CTOPOHBI, HA
LIEJICHANPABICHHBII TMOWCK HOBBIX IE€PCHEKTUBHBIX PBIHKOB. JTa IO3UIUSA

32 https://www.goldenpages.uz/uz/rubrics/?1d=4681
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rapaHTHPYET MIMPOKUE BO3MOXKHOCTH BBIXOJa Ha pa3IUYHbIC PErHOHAIBHBIC PHIHKH,
oOecIieynBaeT JUBCPCH(PHUKALIMIO TOPTOBIM W WHBECTHIMH. Ilpu pemreHnm 3amad
ITOMCKa PHIHKOB COBITA BHHA M BHHOJEIBLYCCKON IMPOIYKIIMA HEOOXOAUMO COOMPATH
uHpopmalMo 0  palioHaX ~ CcOBITa, TOTCHIMAJIBHBIX  IOKyHATeIsAX,  HX
IJIATSIKECIIOCOOHOCTH, KOHKYPEHTaX, IIOCPEIHUKAX, pEKIaMHBIX arcHTCTBaXx,
CHEIUATN3UPOBAHHBIX YUPSKACHUAX JIJI1 H3Y4YCHHS OOIISCTBEHHOIO MHCHHS M
crpoca.
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INTRODUCTION

The aim of the research. The priority areas for the development of the wine
market in the world are the use of mechanisms of influence that are adaptive to
customer behavior based on socially oriented marketing concepts, the application of
sustainable development principles and ethical principles based on the specific
characteristics of the consumer segment, and the use of high-value products in
international markets. The global wine market, valued at $385 billion in 2023, is
projected to reach $528.3 billion by 2030, with an average annual growth rate of
4.6% during the period from 2023 to 2030.3

The tasks of the research work are:

to substantiate the importance and necessity of implementing wine marketing
strategies for increasing market potential;

to provide a scientific and theoretical justification for the implementation of
marketing strategies in winemaking and to identify sustainable strategic directions;

to classify the methods of modern marketing strategies in the winemaking
market;

to develop the Uzbek production market based on the experience of marketing
strategies of world winemaking enterprises;

to analyze the environment and formation of market entities in the Uzbek
winemaking market;

to develop behavioral and ethical marketing in the winemaking market;

to develop proposals aimed at improving the health of the winemaking industry
by moving beyond the remarketing strategy;

to prepare recommendations for the implementation of export diversification
strategies for Uzbek winemaking products;

The object of the research was the marketing activities of the "O'zbekiston
Champagne" joint-stock company.

The subject of the research: are socio-economic relationships that arise in the
process of enhancing the use of marketing strategies in the activities of winemaking
enterprises.

Research methods. The research process used induction, deduction, statistical
analysis, factor analysis, survey, sample observation, index and balance analysis,
discriminant and SWOT analysis methods.

The scientific novelty of the research is as follows:

The structural elements of branding of wine enterprises aimed at deep
penetration and occupation of domestic and foreign markets, namely packaging (B, =
0.37), brand promotion (B, = 0.41) and assortment policy (B = 0.22), are improved
by creating relationships that allow customers to fully understand the product
ingredients;

The proposal to ensure high economic efficiency through the use of
diversification strategies aimed at extensive growth of exports in the recommended
groups (5B — 97.5%; 4B — 0.60%; 3B —0.80%; 2B — 0.90%, 1B — 0.18%) for

33 https://www.marknteladvisors.com/research-library/wine-market.html

58



diversifying export activities, identified as the most favorable countries for the export
of wine products of Uzbekistan, is based on;

When determining the relative advantages for certain groups within the
assortment of Uzbek wine products, the analysis is based on the potential for
diversification by product type for winemaking enterprises. These product types
include: °2208 - undenatured ethyl alcohol with an alcohol content of <80%;
alcoholic beverages, liqueurs and other alcoholic beverages; *2202 - waters, including
mineral waters and carbonated waters with added sugar or other ingredients; *2201 -
waters, including natural or artificial mineral waters and carbonated waters, waters
without additives;

Forecast indicators for the gross harvest volume of vineyards in Uzbekistan until
2030 have been developed using a multifactor econometric model.

The scientific and practical significance of the research results.

The scientific significance of the research results is determined by the fact that
the conclusions and proposals put forward in the theoretical and methodological
description can be used to identify the specific aspects of using marketing strategies
in winemaking enterprises, develop digital marketing strategies of enterprises and
form special strategic programs in this regard, and formulate goals aimed at
increasing the competitiveness of the “Uzbekistan Champagne” JSC enterprise.

The practical significance of the research results is explained by the fact that the
practical recommendations developed in it can be used in developing marketing
strategies for Uzbek winemaking enterprises and increasing their competitiveness, as
well as in preparing textbooks and manuals on the subjects of “Strategic Marketing”
and “Innovation Marketing”.

Implementation of the research results:

Based on scientific proposals and recommendations aimed at improving the use
of marketing strategies in the activities of winemaking enterprises:

The proposal to improve the packaging (B, = 0.37), brand promotion (B, = 0.41)
and assortment policy (B.s = 0.22), which are structural elements of branding aimed
at deep penetration and occupation of domestic and foreign markets, by creating
relationships that allow customers to fully understand the ingredients of the product,
was used in the activities of “Uzbekistan Champagne” JSC (Reference No. 1-2/213 of
“Uzbekistan Champagne” JSC dated February 7, 2024). As a result of the
implementation of this scientific proposal, an increase in the sales volume of
“Uzbekistan Champagne” JSC in 2023 compared to 2022 was achieved by 2.3%;

The proposal to ensure high economic efficiency through the use of
diversification strategies aimed at extensive growth of exports by groups (5B — 97.5%;
4B — 0.60%; 3B —0.80%; 2B — 0.90%, 1B — 0.18%) recommended for diversifying
export activities, identified as the most favorable countries for the export of wine
products of Uzbekistan, was used in the activities of “Uzbekistan Champagne” JSC
(Reference No. 1-2/213 of “Uzbekistan Champagne” JSC dated February 7, 2024).
As a result of the implementation of this scientific proposal, in 2023 the brand
awareness of “Uzbekistan Champagne” JSC increased by 12%;

When determining the relative advantages for certain groups of the assortment
of Uzbek wine products, for winemaking enterprises 2208 - undenatured ethyl
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alcohol with an alcohol content of <80%; alcoholic beverages, liqueurs and other
alcoholic beverages; 2202 - waters, including mineral waters and carbonated waters
with added sugar or other ingredients; *2201 - waters, including natural or artificial
mineral waters and carbonated waters, not containing additives The proposal to use
the opportunity to diversify based on the types of waters has been introduced into the
activities of “Uzbekistan Champagne” JSC (Reference No. 1-2/213 of “Uzbekistan
Champagne” JSC dated February 7, 2024). As a result of the implementation of this
proposal, Uzbek wine producers, adapting to global conditions and consumer trends,
have formed an assortment of more than 10 wine products suitable for export markets
and will be exported in 2023, achieving an increase in the export of products of
“Uzbekistan Champagne” JSC by 5.9% in 2023 compared to 2022;

Forecast indicators developed until 2030 based on a multifactor econometric
model of the gross yield of grapes from vineyards in Uzbekistan were used in the
activities of "Uzbekistan Champagne" JSC (Reference No. 1-2/213 of "Uzbekistan
Champagne" JSC dated February 7, 2024). As a result of the implementation of this
scientific proposal in practice, it was possible to clarify the long-term performance
indicators of grape growing in the country based on a multifactor econometric model
of the gross yield and to harmonize the relationship between the main parameters.

Approval of research results. The main scientific and practical results of the
dissertation were presented and discussed at 5 international scientific and practical
conferences.

Publication of the research results. A total of 13 scientific works on the topic
of the dissertation, including 5 articles in scientific publications recommended for
publication of the main scientific results of doctoral dissertations of the Academy of
Sciences of the Republic of Uzbekistan, including 4 in republican and 1 in foreign
scientific journals.

The structure and scope of the dissertation: The dissertation consists of an
introduction, three chapters, a conclusion, a list of references, and appendices. The
total volume of the dissertation is 134 pages.

60



E’LON QILINGAN ISHLAR RO‘YXATI
CIIMCOK OITYBJIMKOBAHHBIX PABOT
LIST OF PUBLISHED WORKS

I bo‘lim (I yact, I part)

1. Azadova B.A. Competitive Analysis of Uzbekistan's Winemaking Market:
Economics and strategic insights. International Journal of Human Capital and
Innovative Management, 2024, 1-11. Volume:1 Number: 3 (2024) July

2. Azadova B.A. Vino mahsulotlari bozorida mijozlar xulg-atvori tadqiqoti va
axlogiy marketing vositalaridan foydalanishni takomillashtirish. “Iqtisodiy taraqqiyot
va tahlil” ilmiy electron jurnal. V son-may, 2024.

3. Azadova B.A. Uzum-vinochilik = mahsulotlari bozorida eksportni
diversifikatsiyalash strategiyalaridan foydalanish. “Yashil igtisodiyot va taraqqiyot”
ijtimoiy, iqtisodiy, siyosiy, ilmiy, ommabop jurnal. Ne4. 2024 74-91 xalqaro Daraja.
ISSN: 2992-8982.

4. Azadova B.A. Uzumchilik-vinochilik klasterlarini shakllantirish va
rivojlantirish bo yicha xorij tajribasi. “Biznes-ekspert” ilmiy jurnal. Ne6 2022.

5. Azadova B.A. O’zbekistonda uzumchilik-vinochilik klasterlari bo'yicha
raqobatbardoshlikni oshirish yo'llari. “Iqtisodiyot va ta'lim” jurnali. Ne2 2023
https://doi.org/10.55439/ECED/vol24 iss2/

6. Azadova B.A. Ways to increase the competitiveness of viticulture and wine
clusters in Uzbekistan. Word economics & Finane Bulletion. Germany. Vol. 17,
December 2022. ISSN:2749-3628 Hausarztzentrum Aachen-Forst Trierer Str. 67,
52078 Aachener, Germany.

7. Azadova B.A. Iste'molchi  xulg-atvorini  o'rganishda  marketing
tadqiqotlaridan foydalanish. “Iqtisodiyot va innovatsion texnologiyalar” ilmiy
elektron jurnali. Ne 4, iyul-avgust, 2021 yil.

8. Azadova B.A. Alkagol mahsulotlari bozorida mijozlar xulg-atvori tadqiqi va
axloqly marketing vositalaridan foydalanishni takomillashtirish. Marketing. Ilmiy,
amaliy va ommabop jurnal. 2024 yil may. Ne3 son./

II bo‘lim; (II yact; II part)

9. Azadova B.A. Uzumchilik-vinochilikda marketing tadqiqotlarining o'rni.
European journal of science archives conferences series/ Konferenzreihe der
europdischen Zeitschrift fiir Wissenschaftsarchive 2022.

10. Azadova B.A. Xorijiy mamlakatlarning uzumchilik-vinochilik klasterlarini
shakllantirish va rivojlantirish tajribasi. International Scientific and Practical
Conference: “ACTUAL TASKS OF THE EFFECTIVE USE OF MODERN
MARKETING CONCEPTS IN THEDEVELOPMENT OF THE NATIONAL
ECONOMY" Nel 2022. Collection of scientific articles and abstracts of the
International Scientific Practical Conference. (October 25, 2022). - T .: TSUE, 2022.
(Volume 1) - 797 pages.

61



11. Azadova B.A. O’zbekiston Respublikasida uzumchilik-vinochilik
klasterlarini rivojlantirishning marketing strategiyalari. Mahalliy mahsulotlar
eksportini xalqaro marketing strategiyalari asosida rivojlantirish. Xalgaro ilmiy
amaliy anjuman. 2021.

12. Azadova B.A. Problems in the viticulture-winemaking system. International
scientific and practical conference CUTTING EDGE-SCIENCE 2022 Shawnee, USA
Conference Proceedings Primedia E-launch Shawnee, USA November 2022. ISBN
978-1-64945-234-4. Primedia E-launch LLC, 5518 Flint St, Shawnee, 66203, USA.

13. Azadova B.A. The leading role of marketing in the formation of a business
strategy. Kimyo, neft-gazi gayta ishlash hamda oig-ovgat sanoatlari innovatsion
texnologiyalarining dolzarb muammolari. Xalqaro ilmiy-texnikaviy konferensiya
tezislar to plami. 25-26-may 2021 yil.

62



Avtoreferat “Iqtisodiy taraqqiyot va tahlil” ilmiy jurnali tahririyatida
tahrirdan o‘tkazildi.

Bosishga ruxsat etildi: 24.01.2025.
Adadi 60 nusxa. Hajmi 4,25 b/t. Qog‘oz bichimi 60x84 1/16
«Times New Roman» garniturasi. Ofset usulida bosildi.
Toshkent to‘qimachilik va yengil sanoat instituti

bosmaxonasida chop etildi.
100100, Toshkent sh., Shohjahon ko‘chasi 5-uy.



