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KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zaruriyati. Jahon igtisodiyotida
vositachilik  xizmatlari bozorini rivojlantirishning  tashkiliy-igtisodiy
mexanizmlarini takomillashtirish, bozor subyektlari o‘rtasida samarali alogalarni
shakllantirish, axborot asimmetriyasini bartaraf etish va xaridorlar hamda yetkazib
beruvchilar o‘rtasidagi muvozanatni ta’minlash orqali tovar va xizmatlar
ayirboshini optimallashtirishga xizmat gqiladi. Shu bilan birga, vositachilik
xizmatlarining iqtisodiy multiplikativ ta’siri orqali turdosh sohalarda ham ish
o‘rinlari yaratilib, hududiy iqtisodiy rivojlanishga ijobiy ta’sir ko‘rsatiladi.
Vositachilik xizmatlari sohasining, tarmoglanuvchi marketing (MLM) ning eng
samarali biznes modellaridan biri distribyutorlik va dilerlik xizmatlari sanaladi.
Xalgaro Zion Market Research (ZMR) ma’lumotlariga ko‘ra, “global vositachilik
xizmatlari MLM sanoati yillik o‘rtacha o‘sish sur’ati (CAGR) 6,5% ni tashkil qilib,
2030-yilga borib 329 mird. AQSh dollariga yetadi”'. Bunday mexanizmlarni
takomillashtirish orgali vositachilarning funksiyalarini ragamlashtirish, kontrakt
munosabatlarini tartibga solish, standartlashtirish va klasterlashtirish kabi
yondashuvlar amalga oshirilib, bozor samaradorligi va ragobatbardoshligi
oshiriladi.

Jahonda vositachilik xizmatlari bozorini rivojlantirishning tashkiliy-igtisodiy
mexanizmlarini  takomillashtirish  bo‘yicha amalga oshirilayotgan ilmiy
tadqiqotlarning ustuvor yo‘nalishlari sifatida ragamli vositachilik platformalarini
yaratish va ularning huquqiy-iqtisodiy asoslarini ishlab chigish, logistika, savdo va
moliya sohalarida integratsiyalashgan vositachilik modellarini tatbiq etish,
vositachilarning xizmat sifatini baholash va sertifikatlash tizimini shakllantirish,
hamda axborot texnologiyalariga asoslangan vositachilikda avtomatlashtirilgan
baholash va kelishuv mexanizmlarini joriy etish kabi masalalar alohida o‘rin tutadi.
Shuningdek, xalgaro tajribalarni chuqur tahlil gilish va adaptatsiya gilish asosida
bozorni tartibga solishning institutsional mexanizmlarini takomillashtirish ham
tadqiqotlarda dolzarb yo‘nalish sifatida namoyon bo‘lmoqda.

Yangi O°‘zbekiston sharoitida ham xo‘jalik yurituvchi subyektlar tayyor
mahsulotlarni sotish va ishlab chiqarish (xizmatlar ko‘rsatish) ni tashkil qilish
uchun zarur resurslarni xarid gilishda magbul sheriklarni topish muammosiga duch
kelishmogda. Mazkur muammoni yechishda vositachilik xizmatlarining muhim
bo‘g‘ini sifatida B2B bozorida distribyutorlik hamda dilerlik tarmoqlari maydonga
chigadi. “O‘zbekiston-2030” Strategiyasining 59-maqgsadida ham “... hududlarda
xizmat ko‘rsatish va servis sohalarini rivojlantirish orqali xizmat ko‘rsatish hajmini
3 barobarga oshirish” ustuvor vazifalardan biri sifatida e’tirof etilgan. Shuningdek,
vositachilik xizmatlari bozorida internetda cheksiz imkoniyatlarni tagdim etuvchi
elektron tijoratning bir qismi bo‘lgan distribyutorlik hamda dilerlik tarmoqlari —
vaqtni tejash, vositachilik bo‘g‘inini samarali rivojlantirish orqali sheriklarga
optimal sharoitlar yaratib berish bo‘yicha olib borilayotgan tadgigotlarning kamligi,

! https:/flawlessmlm.com/blog/view/index/post/247
2 «O‘zbekiston - 2030 Strategiyasi to‘g‘risida O‘zbekiston Respublikasi Prezidentining Farmoni, 11.09.2023-yil.
PF-158-son. https://lex.uz/docs/-6600413



ilmiy-nazariy, uslubly va amaliy bilimlarning etishmasligi dissertatsiya
mavzusining dolzarbligidan dalolat beradi.

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”gi farmonlari, 2022-yil 27-yanvardagi PQ-104-son
“Xizmatlar sohasini rivojlantirishga oid qo‘shimcha chora-tadbirlar to‘g‘risida”,
2020-yil 16-iyundagi PQ-4752-son “Xizmatlar sohasini qo‘llab-quvvatlash chora-
tadbirlari to‘g‘risida”gi qarorlari va boshqa me’yoriy-huqugiy hujjatlardagi
vazifalarni amalga oshirishda ushbu dissertatsiya ishi muayyan darajada xizmat
giladi.

Tadgigotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Dissertatsiya ishi respublika fan va texnologiyalari
rivojlanishining 1. “Demokratik va huqugiy jamiyatni ma’naviy-axloqiy va
madaniy rivojlantirish, innovatsion igtisodiyotni shakllantirish” ustuvor yo‘nalishi
doirasida bajarilgan.

Muammoning o‘rganilganlik darajasi. Vositachilik xizmatlari, xususan,
distribyutorlik hamda dilerlik tarmoglari tasnifi, xususiyatlari, B2B, elektron
bozorda biznes wyuritishning nazariy-uslubiy masalalari xorijlik olimlardan
T.V.Aleksinskaya, B.A.Anikin, L.V.Balabanova, |.A.Gavrilov, T.A.Gaidaenko,
E.P.Golubkov, O.A.Kobelev, V.N.Naumov, N.A.Nagapetyans, L.V.Osipova,
F.G.Pankratov, E.V.Popov, [|.Razumov, Yu.A.Savinov, M.V.Svyatenko,
V.V.Stroganov, R.Tagiev, 1.V.Uspenskiy, S.Shlyaxtina asarlarida keng yoritilgan®.

O‘zbekiston Respublikasida xizmatlar sohasi, vositachilik xizmatlari, elektron
tijorat hamda marketing xizmatlarining nazariy-uslubiy masalalari S.G‘ulomov,
B.Begalov, Z.Hakimov, U.Sharifxo‘jayev, O.Umarov, Sh.Ergashxo‘jayeva,
L.Abduxalilova va boshgalarning ilmiy ishlarida tadgiq etilgan®.

% Anexcunckas T.B. OcHosbl joructiki. O6uiye BOTIPOCHI JlorucTuueckoro ympasieHust / T.B. Anekcunckas. —
Taranpor : M3n-Bo TPTY, 2005. — 121 c.; Auukun T.A., Tanyxun A.B. KomMmepueckast moructuka. Y4eOHUK.
Mockaa.: Ilpocmekrt, 2015. 432 C.; bana6anosa A.B. Mapketunr B XXI Beke. [lymesooumenv npeonpuHumamens.
2017;(35):67-73; TaBpumoB, M.A. OrmeHka ypoBHS MapTHEPCKUX CBA3CH Kak OFHOTO U3 (HakTOpoB
KOHKYpeHTOCIocoOHOCTH opraHu3aiuu /// Mapketunr B Poccuu u 3a pybexom. - 2009. - Ne 3(71). - C. 77-86;
laiinaeuko, T.A. Mapxerunrosoe ynpasnenue / T.A. T'alinaenko.— 3-e u3z., nepepad. u gom. -M.: Dxemo, 2008. -
512 c.; Tomy6xoB, E.I1. Kommnexe mapkerunra / E.II. TomyOkoB // Mapkerusr. - 1996. - Ne 1. - C. 111-120
KobGenes, O.A. DiekrpoHHas komMepiwst: yued. mocobue/ - M.: «/lamkoB u KO», 2008. - 684 c.; Haranetpsam, H.A.
MapkeTHHT B OTpacisix U cdepax AesrenbHOCTH: yded. mocobue /- M.: Bysosckmii yuebHuk, 2008. — 272 c;
OcurioBa, JI.B. OCHOBBI KOMMEPYECKOH NEATSIBHOCTH. - 2-¢ U3, nepepad. u mom. - M.: FOHUTU-JAHA, 2000. -
623 c.; [Tankparos, @.I. Kommepueckas nestenbHOCTh: yueOHuk / @.I.Ilankpatos. - 11-e u3x., mepepad. u jor. -
M." Uza.-topr. koprnoparus «/amkoB u KO», 2009. - 500 c.; ITonos, E.B. IIpoasmwkeHne TOBapoB U yCiyr: yueo.
nocobwue / E.B. ITomos. - M.: ®unance! u cratuctuka, 2002. - 320 c.; Pazymos, . OcobennocTu poccutickoro B2B
[Dnextponnsiii pecypce] / WU. Pasymos. - URL: http://rating.cnews.nj/reviews/ free/2004/part7/b2b.shtml7print.;
CaBuHoB, 0. A. Vcnonp30BaHue MOCPEIHUYECKHUX YCIIYT IPH OPTaHU3AIMN TPOIaK HHPOPMAITMOHHBIX TEXHOIOTHIA
/I Poccuiicknii BHEIIHEIKOHOMHYEeCKHH BecTHHK. - 2010. — Ne 9. - C. 14-26.; Cearenko M.B. K Bompocy
aBTOMAaTH3alMK OW3HEC-TIpoIieccoB mpeanpuatus Ha ocHoBe ERP-cuctem// VIHHOBaMOHHBI MEHETKMEHT.- M.:
Uzn-Bo «Dxoctapy, 2005. -240 c.; CrporanoB, B.B. DnekTpoHHBIH OW3HEC: WCIONB30BaHHUE MPEAIPUITHIMU
KOMITBIOTEPHBIX cereit B Om3Hec-Tporeccax [DneKTpOHHBIH pecypc]-URL:
http://emag.iis.ru/arc/infosoc/emag.nsf/BPA/ 3ca663e89bdld9eac32572a 7004e 76a4.; Tarumes, P. Murepuer B
Poccun eme Hemoomenen // Ta3. «Bammim»y. -2009.— 23 wumronHs [DnekrporHBI pecypc]. - URL:
http://vz.ni/economy/ 2009/6/23/299910.html.; Hlnsxtuna, C. Uutepuer B Poccun n B mupe / C. Ilnsaxruna //
Komnsrorep Ipecc. - 2007. - Ne 2. - C. 4-15.

* 7.A Xakimov, U.U.Sharifxodjaev. Interaktiv va ragamli marketing. O‘quv qo‘llanmasi. Toshkent. “Igtisodiyot”. 2019. 270 b.;
Abduxalilova L.T. Internet - marketing. O‘quv qo‘llanma. — T.: TDIU, 2011. -285 b
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Birog, ko‘plab tadgigotlar amalga oshirilganiga garamasdan, vositachalik
xizmatlarini rivojlantirishning zamonaviy tashkiliy-igtisodiy mexanizmlari, milliy
igtisodiyotda, xususan, Xorazm viloyatida vositachilik xizmatlari rivojlanganligini
sotsiologik anketa so‘rovnomalari yordamida baholash, distribyutorlik va dilerlik
tarmogqlarini rivojlanishining hozirgi holatini baholash, elektron makonda hududda
B2B bozorida mahsulotlarni sotish bo‘yicha distribyutorlik va dilerlik tarmoqlarini
rivojlantirish, distribyutorlik firmalarida vositachilik xizmatlarini rivojlantirishning
yo‘llari va istigbollari masalalari yetarlicha o‘rganilmaganligi tadgigotlar
yo‘nalishini belgilashda asos bo‘lib xizmat gildi.

Tadgiqotning ish bajarilgan oliy ta‘lim muassasasining ilmiy-tadqiqot
ishlari rejalari bilan bog‘liqligi. Dissertatsiya ishi Urganch davlat universiteti
IImiy-tadqiqot ishlari rejasiga muvofiq bajarilgan.

Tadgiqotning magsadi — vositachilik xizmatlarini rivojlantirishning
tashkiliy-igtisodiy mexanizmlarini takomillashtirish yuzasidan ilmiy asoslangan
tavsiya va takliflar ishlab chigishdan iborat.

Tadqgigotning vazifalari:

vositachalik xizmatlarini rivojlantirishning ijtimoiy-igtisodiy mohiyati va
obyektiv zarurligini asoslash;

Xorijiy davlatlarda vositachilik xizmatlarini rivojlantirishning ilg‘or tajribalari
va ularni respublikamizda go‘llash bo‘yicha takliflarni asoslash;

O<zbekiston Respublikasida vositachilik xizmatlari bozorini rivojlantirishning
tashkiliy-huquqiy asoslarini va tendensiyalarini aniglash;

O<zbekiston Respublikasida vositachilik xizmatlarini  rivojlantirishning
zamonaviy mexanizmlarini tahlil gilish;

milliy iqtisodiyotda distribyutorlik va dilerlik tarmoglarini rivojlanishining
hozirgi holatini baholash;

Xorazm viloyatida vositachilik xizmatlari rivojlanganligini sotsiologik anketa
so‘rovnomalari yordamida baholash;

Xorazm viloyatida vositachilik xizmatlarini rivojlantirishning yangi tashkiliy-
igtisodiy mexanizmlari va modellarini asoslash;

hududda distribyutorlik vositachilik firmalari misolida B2B bozorini
rivojlantirish va samaradorligini oshirish yo*nalishlarini ishlab chiqish;

Xorazm viloyatida distribyutorlik vositachilik xizmatlarini rivojlantirishning
istigbollari va prognoz giymatlarini hisoblab chigish.

Tadgigotning obyekti sifatida O°‘zbekiston Respublikasida, xususan,
Xorazm viloyatida vositachilik sohasida faoliyat yuritayotgan distribyutorlik va
dilerlik subyektlari tanlangan.

Tadgigotning predmeti bo‘lib vositachilik xizmatlari bozorida yuzaga
keladigan tashkiliy-igtisodiy munosabatlar hisoblanadi.

Tadgiqot usullari. Dissertatsiya ishida abstrakt-mantiqiy fikrlash, giyosiy,
igtisodiy, statistik, tizimli tahlil, induksiya va deduksiya, sotsiologik anketa
so‘rovnoma, ekonometrik modellashtirish, SWOT tahlil kabi usullardan
foydalanilgan.

Tadgqiqgotning ilmiy yangiligi quyidagilardan iborat:



uslubiy yondashuvga ko‘ra “distribyutor” tushunchasining iqtisodiy mazmuni
tovar (xizmat)larni ishlab chigaruvchidan yoki ulgurji yetkazib beruvchidan sotib
olib, ularni muayyan geografik hudud, magsadli bozor yoki mijozlar segmenti
doirasida belgilangan shartlar asosida gayta sotish, logistika, marketing va mijozlar
bilan aloqalarni ta’minlash kabi vazifalarni amalga oshiruvchi mustaqil xo‘jalik
subyektini bozor =zanjirida talab va taklifni muvofiglashtirish orqgali tovar
ayirboshlash samaradorligini oshirishning muhim iqtisodiy vositasi nugtayi
nazaridan takomillashtirilgan;

vositachilik xizmatlari bozorida ishtirok etuvchi subyektlarning tarkibiy
tuzilishi mezoni asosida biznes alogalarini alohida segmentlarga ko‘ra tasniflash
hamda distribyutorlik va dilerlik tarmoglarini rivojlantirish nugtalarini aniglash
imkonini beradigan innovatsion dilerlik tarmog‘i orgali har bir segmentda
ragobatbardoshlik darajasini (1,4 - 1,8 barobar), mijoz gamrovini (25 - 30%)
hamda tarmogning savdo konversiyasini elektron platformada (15% gacha)
oshirish salohiyati asoslangan;

sotuv faoliyatida distribyutorlik va dilerlik tarmoglarini samarali tashkil
etishda biznes jarayonlarini ichki aloga (68%), korporativ veb-sayt (53%), tematik
saytlar (47%), onlayn do‘konlar (38%), tashrif qog‘ozi veb-sayti va korporativ
portallar (35%) kabi ragamli kanallar orgali autsorsing gilish orgali samaradorlikni
oshirish taklifi asoslangan;

Xorazm viloyati xizmatlar, xususan, vositachilik xizmatlari bozorida
distribyutorlik firmalari rivojlanishining 2028-yilga gadar prognoz ko‘rsatkichlari
ishlab chigilgan.

Tadqigotning amaliy natijalari quyidagilardan iborat:

uslubiy yondashuvga ko‘ra “distribyutor” tushunchasining iqtisodiy mazmuni
tovar (xizmat)larni ishlab chigaruvchidan yoki ulgurji yetkazib beruvchidan sotib
olib, ularni muayyan geografik hudud, magsadli bozor yoki mijozlar segmenti
doirasida belgilangan shartlar asosida gayta sotish, logistika, marketing va mijozlar
bilan alogalarni ta’minlash kabi vazifalarni amalga oshiruvchi mustaqil xo‘jalik
subyektini bozor zanjirida talab va taklifni muvofiglashtirish orgali tovar
ayirboshlash samaradorligini oshirishi ilmiy asoslangan holda takomillashtirilgan;

milliy va hududiy darajalarda vositachilik xizmatlari bozorida bitim amalga
oshirilishida gatnashuvchi tomonlarning tarkibiy mezonidan kelib chiggan holda
vositachilik biznesining o‘zaro alogalari segmentlarini aniglash imkonini beruvchi
distribyutorlar va dilerlarni farglashning ko‘p variantli innovatsion tizimi
asoslangan;

Xorazm viloyatida vositachilik xizmatlari bozorining rivojlanishi holati
sotsiologik anketa so‘rovnomalari asosida baholangani holda ichki aloga, reklama,
tematik sayt, tashrif qog‘ozi veb-sayti, korporativ veb-sayt, onlayn do‘kon,
reklama sayti, korporativ portal kabi mugobil modellar asosida biznes jarayonlarini
autsorsing qgilish bo‘yicha vositachilik xizmatlari bozorida distribyutorlik va
dilerlik tarmoglarini rivojlantirishning integratsiyalashgan va samaradorlikni
baholashning usullari ilmiy jihatdan asoslangan;

Xorazm viloyati vositachilik xizmatlari bozorida faoliyat yurituvchi bir nechta
dilerlik, distribyutorlik subyektlarining asosiy moliyaviy-iqtisodiy ko‘rsatkichlari



tagqoslama tahlil gilingan holda distribyutorlik subyektlarini rivojlantirishning
ustuvor yo‘nalishlari asoslangan hamda prognoz gilingan.

Tadgiqot natijalarining ishonchliligi unda qo‘llanilgan Yyondashuv,
usullarning magsadga muvofigligi, ma’lumotlarning rasmiy manbalar orgali,
jumladan, O‘zbekiston Respublikasi Milliy statistika qo‘mitasi ma’lumotlari va
davriy hisobotlardan olinganligi, keltirilgan tahlillar sotsiologik so‘rovnomalar,
matematik-statistika usullari orgali asoslanganligi, xulosa, taklif va tavsiyalarning
amaliyotga joriy etilganligi, olingan natijalarning vakolatli tuzilmalar tomonidan
tasdiglanganligi bilan asoslanadi.

Tadgiqgot natijalarining ilmiy va amaliy ahamiyati. Tadgigot natijalarining
ilmiy ahamiyati unda keltirilgan ilmiy-uslubiy, nazariy ishlanmalar Xizmatlar
sohasi, xususan, vositachilik xizmatlari bozorining nazariy-uslubiy asoslarini
yanada kengaytirishga, B2B bozorida mahsulotlarni sotish, distribyutorlik va
dilerlik tarmoglarini rivojlantirish bo‘yicha keyingi ilmiy tadgiqot ishlari uchun
muhim manba asos bo‘lishi mumkin.

Tadqiqot natijalarining amaliy ahamiyati unda keltirilgan tahliliy ma’lumotlar
va tahlillardan joylarda mahalliy hokimiyatlar tomonidan xizmat ko‘rsatish
tarmogqlarini rivojlantirish bo‘yicha hududiy dasturlarni ishlab chigishda, xususan,
vositachilik xizmatlarini, distribyutorlik wva dilerlik tarmoglarini samarali
rivojlantirish strategiyalarini ishlab chigishda foydalanish mumkin. Shuningdek,
OTMlarida “Xizmat ko‘rsatish igtisodiyoti”, “Birja tadbirkorligi”, “Tadbirkorlik
asoslari”, “Elektron tijorat” kabi fanlarni o‘qitishda foydalanilishi mumkin.

Tadgiqotning natijalarining joriy etilishi. Vositachilik xizmatlarini
rivojlantirishning tashkiliy-igtisodiy mexanizmlarini takomillashtirish yuzasidan
ishlab chigilgan ilmiy tavsiya va takliflar asosida:

uslubiy yondashuvga ko‘ra “distribyutor” tushunchasining iqtisodiy
mazmunini tovarlar yoki xizmatlarni ishlab chigaruvchidan yoki ulgurji yetkazib
beruvchidan sotib olib, ularni muayyan geografik hudud, magsadli bozor yoki
mijozlar segmenti doirasida belgilangan shartlar asosida gayta sotish, logistika,
marketing va mijozlar bilan alogalarni ta’minlash kabi funksiyalarni amalga
oshiruvchi mustagil xo‘jalik subyektini bozor zanjirida talab va taklifni
muvofiglashtirish orgali tovar ayirboshlash samaradorligini oshirishning muhim
igtisodiy vositasi nugtayi nazaridan takomillashtirish bilan bog‘liq nazariy-uslubiy
ma’lumotlardan oliy o‘quv yurtlari talabalari uchun tavsiya etilgan “Tadbirkorlik
asoslari” nomli o‘quv qo‘llanmani tayyorlashda foydalanilgan (Urganch davlat
universiteti, 2023-yil 26-iyundagi 91-son buyruq). Ushbu taklifni amaliyotga
qo‘llash natijasida talabalarda vositachilik xizmatlari bozorida faoliyat yurituvchi
asosiy subyektlarning ta’riflarini yanada takomillashtirish imkoni yaratilgan;

vositachilik xizmatlari bozorida ishtirok etuvchi subyektlarning tarkibiy
tuzilishi mezoni asosida biznes alogalarini alohida segmentlarga ko‘ra tasniflash
hamda distribyutorlik va dilerlik tarmoglarini rivojlantirish nugtalarini aniglash
imkonini beradigan innovatsion dilerlik tarmog‘i orgali har bir segmentda
ragobatbardoshlik darajasini (1,4 - 1,8 barobar), mijoz gamrovini (25 - 30%)
hamda tarmogning savdo konversiyasini elektron platformada (15% gacha)
oshirish salohiyati bo‘yicha taklif O‘zbekiston Respublikasi Savdo-sanoat palatasi



faoliyatiga joriy etilgan (O‘zbekiston Respublikasi Savdo-sanoat palatasining
2025-yil 11-iyuldagi 06-05-33-7572-son ma’lumotnomasi). Ushbu taklifni
amaliyotga qo‘llash natijasida “biznes-distribyutor/diler, distribyutor/diler - biznes,
diler - oxirgi iste’molchi, distribyutor/diler - davlat, distribyutor/diler - ma’muriyat
va distribyutor - B2B bozorining elektron maydonida mahsulotlarni sotish
bo‘yicha distribyutorlik va dilerlik tarmoqglarini rivojlantirish joyini aniglash
magsadidagi dilerlik tarmog‘i” kabi politasnifli yangi tizimi asoslangan;

sotuv faoliyatida distribyutorlik va dilerlik tarmoglarini samarali tashkil
etishda biznes jarayonlarini ichki aloga (68%), korporativ veb-sayt (53%), tematik
saytlar (47%), onlayn do‘konlar (38%), tashrif qog‘ozi veb-sayti va korporativ
portallar (35%) kabi ragamli kanallar orgali autsorsing gilish orgali samaradorlikni
oshirish taklifi O‘zbekiston Respublikasi Savdo-sanoat palatasi faoliyatiga joriy
etilgan (O‘zbekiston Respublikasi Savdo-sanoat palatasining 2025-yil 11-iyuldagi
06-05-33-7572-son ma’lumotnomasi). Ushbu taklifni amaliyotga qo‘llash
natijasida vositachilik xizmatlari bozorida distribyutorlik va dilerlik tarmoglarini
rivojlantirishning bir gator integratsiyalashgan ichki aloga, reklama, tematik sayt,
tashrif qog‘ozi veb-sayti, korporativ veb-sayt, onlayn do‘kon, reklama sayti,
korporativ portal kabi biznes jarayonlarini autsorsing qilish va samaradorlikni
baholashning mugobil modellari taklif etilgan;

Xorazm viloyati xizmatlar, xususan, vositachilik xizmatlari bozorida
distribyutorlik firmalari rivojlanishining 2028-yilga gadar ishlab chigilgan prognoz
ko‘rsatkichlari O‘zbekiston Respublikasi Savdo-sanoat palatasi faoliyatiga joriy
etilgan (O‘zbekiston Respublikasi Savdo-sanoat palatasining 2025-yil 11-iyuldagi
06-05-33-7572-son ma’lumotnomasi). Ushbu prognoz ko‘rsatkichlarini amaliyotga
joriy qilish natijasida Xorazm viloyati vositachilik xizmatlari bozorida
distribyutorlik faoliyati rivojlanishining 2028-yilgacha bo‘lgan ustuvor sohalari
hamda istigbollari ilmiy jihatdan asoslanishiga erishilgan.

Tadqgigot natijalarining aprobatsiyasi. Tadgigotning asosiy natijalari 9 ta
ilmiy-amaliy anjumanlarda, jumladan, 4 ta xalgaro va 5 ta respublika ilmiy-amaliy
anjumanlarida ma‘ruza gilingan va ma‘qullangan.

Tadgiqot natijalarining e‘lon qilinganligi. Dissertatsiya mavzusi bo‘yicha
jami 16 ta ilmiy ish, shu jumladan, O‘zbekiston Respublikasi OAK tomonidan
chop etish tavsiya etilgan xorijiy ilmiy nashrlarda 2 ta, milliy ilmiy jurnallarda 5 ta
magola hamda 4 ta xalgaro va 5 ta respublika ilmiy-amaliy anjumanlarida tezislar
chop gilingan.

Dissertatsiya ishining tuzilishi va hajmi. Dissertatsiya kirish, uchta bob,
xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan tashkil topgan bo‘lib,
umumiy hajmi 144 ta betdan iborat.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish qgismida o‘tkazilgan tadgiqotlarning dolzarbligi asoslangan, maqsadi
va vazifalari, obyekti va predmeti tavsiflangan, respublika fan va texnologiyalari
rivojlanishining ustuvor yo‘nalishlariga mosligi keltirilgan, tadqgiqotning ilmiy
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yangiligi va amaliy natijalari bayon qilingan, olingan natijalarning ilmiy va amaliy
ahamiyati ochib berilgan, tadqiqot natijalarini amaliyotga joriy qilish, nashr etilgan
ishlar va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Vositachilik xizmatlari bozorini rivojlantirishning
nazariy-uslubiy aseslari” deb nomlangan birinchi bobida vositachalik xizmatlari
bozorini rivojlantirishning ijtimoiy-igtisodiy mohiyati va obyektiv zarurligi,
Xorijiy davlatlarda vositachilik xizmatlari bozorini rivojlantirishning ilgor
tajribalari, O‘zbekiston Respublikasida vositachilik xizmatlari  bozorini
rivojlantirishning tashkiliy-huquqiy asoslari masalalari garab chigiladi.

Barchamizga ma’lumki, ishlab chigaruvchi va iste’molchi o‘rtasidagi o‘zaro
alogalarni amalga oshirishda savdo vositachilik xizmatlari alohida ahamiyat kasb
etadi. Chunki, ishlab chigarish yoki xizmat ko‘rsatish savdosini tashkil gilishda
xom ashyo, yarim tayyor va tayyor mahsulotlar, mashina, asbob-uskuna va
texnologiyalar savdosida savdo-vositachilik xizmatlarining yugori samaraga ega
ekanligi amaliyotda isbotlangan.

Bugungi kunda tovar bozorida tijorat vositachiligining dolzarbligi ulguriji,
kichik ulgurji va chakana savdo va tovarlarni tagsimlash sohasidagi sezilarli
o‘zgarishlar bilan faol rivojlanmoqda. Ulgurji savdo doimiy o‘zgarib turadigan
bozor ehtiyojlari sharoitida ishlab chigarish va iste’moldagi doimiy o‘zgarishlarni
taxmin gilgan holda tovar (xizmat)larni katta miqdorda sotib olib gayta sotish
faoliyatidir.

Vositachilik xizmatlarining muhim bir yo‘nalishi sifatida ulgurji savdoni
rivojlantirishning asosiy maqsadlari tovar ogimlarining zarur intensivligini saqlab
turishga godir tovar tagsimlash kanallarining rivojlangan tuzilmasini yaratish,
mamlakatda tovar aylanmasining butun tizimining targatish xarajatlarini
kamaytirish va yuqori samaradorligini ta’minlash, tovarlarni tagsimlash jarayonini
moliyalashtirish uchun zarur bo‘lgan moliyaviy resurslarni safarbar gilishdan
iborat.

Vositachilik xizmatlarisiz sotish uchun nisbatan kichik hududda kam sondagi
iste’molchilar jamlanishi, ishlab chigaruvchi o°z mahsulotlarini sotadigan
bozorlarda o‘z omborlari tarmog‘ining mavjud bo‘lishi, kerakli kasbhiy
tayyorgarlikka ega kadrlar mavjudligi, mijoz uchun o‘rnatilgan uskunalarni
loyihalash yoki sozlash tizimiga o‘zgarishlar kiritishi kerak. Bu esa odatda doimo
bajarilmaydi va murakkab sanaladi. Chunki, mahsulotni sotish bozori keng
jug‘rofiy gamrovga ega va potensial iste’molchilar gat’iy belgilangan muddatda
yetkazib berishni talab giladi.

Ma’lumki, internet global kompyuter tarmog‘ining rivojlanishi bilan tovar va
xizmatlarning “virtual” sektori paydo bo‘ldi. Bugungi kunda global savdo
maydonini tovar va xizmatlarni sotish uchun bevosita jismoniy muhit bo‘lgan
“haqgiqiy” va “virtual bozor maydoni’ga bo‘lish mumkin. Shu bilan birga, tovarlar
va Xxizmatlarning an’anaviy bozori mavjud bo‘lib golmoqgda va real tovarlarni
yetkazib berish, ishlab chigarish va tagsimlashni tashkil etish bilan bog‘lig
muammolarni hal gilish imkonini beradi.

Vositachilar - tovarlarni o‘zi iste’mol gilishi uchun emas, balki gayta sotish
uchun sotib oladigan yoki muayyan haq, to‘lov evaziga sotuvchi va xaridor
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o‘rtasidagi bitimlarni tashkil etuvchi bo‘lgan subyektlardir. Boshgacha aytganda,
vositachi - ishlab chigaruvchi va iste’molchi, tovar va xizmatlarni sotuvchi va
xaridorlar o‘rtasida aloga o‘rnatishga, bitim va shartnomalar tuzishda yordam
beradigan shaxs — vositachi-tadbirkordir.

Vositachilik xizmatlarining rivojlanishiga jamiyat har bir a’zosini turmush
darajasi, qulayligi va yashash tarzi ma’lum ma’noda ta’sir ko‘rsatadi (uydan
chigmasdan savdo qilish, reklamani tashkil etish, tovarlarni uyga eltib berish,
tovarni pochta, telefon orgali buyurtma gilish va h.k).

Fikrimizcha, vositachilik xizmatlarining mavjudligi chuqur ixtisoslashtirish
asosida tovar ishlab chigaruvchilarning bevosita mehnat unumdorligini oshirishga,
kapitallarning aylanish sur’atlarini jadallashtirishga hamda tovar va Xizmatlar
bozorlarini obyektiv talab gilinuvchi hajmigacha to‘yinishiga imkon beradi.

Vositachi agentlarning ishlab chigaruvchilar vositachi agenti, sotish bo‘yicha
mas’ul vositachi agentlar, oldindan katta miqdorda tovarlar xarid gilish bo‘yicha
vositachi agentlar bir necha turi farglanadi®.

Shuningdek, vositachilarning quyidagi shakllari mavjud: broker, komissioner,
konsignatsiya, ulgurji savdogar, distribyutor, diler, savdo makleri, jobber,
Jjo ‘natma savdogar, savdo vakolatxonasi, kommivoyajer, birja tadbirkori, rieltor va
h.k. Biz asosan tadgigot obyekti sifatida diler va distribyutorlar faoliyatiga
to‘xtalib o‘tamiz.

Diler (inglizcha «dealer» dan - savdogar, agent) oddiy vositachi (broker)
sifatida emas, balki birja operatsiyalarini, gqimmatli gog‘ozlar, valyuta va
gimmatbaho metallarni mustaqil ravishda o‘z nomidan va o‘z mablag‘lari hisobiga
sotib oluvchi hamda sotuvchi jismoniy yoki huqugiy shaxs. Shuningdek, diler —
ishlab chigaruvchi firmalardan tovarlarni sotib olib, xaridorlarga sotuvchi vositachi,
balki u ehtiyot qismlar yetkazishni, mayda ta’mirlashni, servis xizmatlari
ko‘rsatishni ham ta’minlovchi vositachi®,

Distribyutor - (ingliz tilidan «distributey- tarqgatish) bu marketing da
mahsulot ishlab chigaruvchisi uchun tovarlarni targatishni tashkil etishda sotuvchi
sifatida ishlaydigan kompaniya bo‘lib, u ishlab chigaruvchining (ma’lum bir
mahsulot ishlab chigaruvchisi) sho‘ba korxonasi bo‘lishi mumkin.

MDHIik igtisodchi-marketolog V.N.Naumov’ “distribyutor mustaqil ulgurji
vositachi bo‘lib, u ishlab chigaruvchi bilan tuzgan shartnoma asosida ish olib
boradi. Shartnoma eng kam savdo hajmlarini, savdo kreditining hajmi va
shartlarini hamda distribyutorning maksimal savdo marjasi hajmini belgilaydi” deb
ta’kidlaydi.

Ye.A.Bondarenko esa distribyutor deb sanoat mahsulotlarini sotishga
ixtisoslashgan mustaqil ulgurji vositachilar guruhini ta’riflaydi. Uning fikricha®,

> Salayev S.K. va boshgalar. Tadbirkorlik asoslari. OO“Yulari talabalari uchun o‘quv qo‘llanma. Toshkent, “Fan va texnologiya”,
2012 yil. 340 bet

6 Yepbaes 1. A. [lnnepckrie ceTr MaIIMHOCTPOUTEIHBIX IPSPHUSTHIL: (POPMUPOBAHKE 1 HAIIpaBJIeHNE pasBUTHs ABTOpedepar.
URL: http:/imww-old.vstu.ru/research/avtoreferat/2008/cherbaev.pdf

" Haymos B.H. Mapxerunr cGbira /[lo Hayusoi peaximeit npoeccopa I'J1. Baruesa: Yuebroe mocobue. —CII6.: W3-80
CIIeI'YD®d, 1999. URL: http://studentam.net/content/view/508/58/

8 Bounapenko E.A. CoBepilieHCTBOBaHHE CUCTEMBI COBITA aBTOCOOPOYHOIO MPEATIPUSTHSY/ AKTYaIBHBIC BOIPOCHI COBPEMEHHOM
sroHOMuUeckor Hayku [Tekcr]: COopruk mokmanoB V-t MexmyHaponHol HaydHOHM 3a04HOM KoH(epeHimm (JIumerk, 26
despars 2011 r.). B 2-x 9. Y. | Jlvmenk: Mznarensckuii rieHTp «I pasrcy, 2011. C 11-14
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distribyutorlar - bu to‘liq xizmat ko‘rsatish siklini ta’minlovchi, ya’ni vositachilik
tizimining barcha vazifalarini bajaruvchi ulgurji vositachilardir.

Distribyutorlik  tizimi  ishlab  chigaruvchi  korxonaning  bozordagi
ragobatbardoshligini oshiruvchi strategik vosita sifatida xizmat giladi. Jumladan:

1. Geografik gamrov kengayadi— distribyutorlar orgali tovarlar mamlakatning
eng chekka hududlarigacha tez va tizimli yetkaziladi va bunday tarmoqga ega
bo‘lmagan mavjud raqobatchilarga nisbatan ustunlik beradi;

2. Mahsulot mavjudligi va tezkor yetkazib berish — distribyutorlar ombor
zaxiralari orgali xaridorlarga mahsulotni tez yetkaziladi va xaridor ehtiyojini tez va
to‘g‘ri qondirib, iste’molchi sodiqligini oshirish imkoniyati yuzaga keladi;

3. Moslashuvchan marketing va xizmat ko‘rsatish — mahalliy darajadagi
distributorlarga erkinlik berilgani uchun wular bozordagi o‘zgarishlarga
moslashuvchan strategiyalar qo‘llaydi (aksiyalar, reklama, chegirmalar) va ushbu
strategiyalar orgali kompaniyani raqobat maydonida faol saglaydi.

4. Xarajatlarni optimallashtirish — yirik ishlab chigaruvchilarga har bir
viloyatda ofis va logistika tashkil gilmasdan mahsulotlarini sotish imkoniyatini
yaratadi, xarajatlarni gisqartiradi va mahsulot narxining raqobatbardosh bo‘lishini
ta’minlaydi.

5. Mijoz bilan aloga samaradorligini oshirish — hududiy distribyutorlar
mijozlar bilan bevosita aloqada bo‘lib, muammolarni tezda hal giladi, Xizmat sifati
va brend obro‘sini oshiradi.

Fikrimizcha, distribyutorlik tizimi — bu nafagat sotuvni oshirish vositasi, balki
bozordagi pozitsiyani mustahkamlash, xaridorga yaginlashish va xarajatlarni
magbullashtirish ~ orqali ishlab  chigaruvchining ragobatbardoshligini
kuchaytiruvchi kompleks mexanizmdir (1-jadval).

1-jadval
Distribyutorlik tizimi elementlari asosida bozor zanjirida talab va taklifni
muvofiglashtirish orqali tovar ayirboshlash hajmi, igtisodiy samaradorligi va
korxonaning ragobatbardoshligini oshirish mexanizmlari®

T.r. | Distribyutorlik tizimi Amalga oshiriladigan Raqobatbardoshlikka ta’siri
elementi funksiyalar
1. Geografik hududiy | Mahsulotni chekka hududlargacha | Bozor ulushini oshiradi, ragiblar
gamrov yetkazish yetib bormagan hududni egallaydi
2. Logistika va tezkor | Mahsulotni ombordan mijozgacha | Xaridor ehtiyojini tez gondiradi,
yetkazib berish tez yetkazish raqobat ustunligini ta’minlaydi
3. Hududiy marketing Mahalliy aksiyalar, reklama Brend tan olinishini oshiradi,
va reklama kampaniyalari mijozni jalb gilish imkoniyatini
beradi
4. Sotuvdan keyingi Mahsulotga texnik xizmat, Mijoz sodigligini oshiradi,
Xizmat (service) kafolatli ta’mirlash brendga ishonchni
mustahkamlaydi
5. Mabhalliy bozor bilan Mijoz talablari va fikrlarini Moslashuvchanlikni kuchaytiradi,
aloga to‘g‘ridan-to‘g‘ri olish mahsulot va xizmatlarni
yaxshilaydi
6. Tashkiliy Markazlashtirilmagan boshgaruv, Narxni past saglash imkonini
xarajatlarni ofis xarajatlarisiz faoliyat beradi — bu narx bo‘yicha
kamaytirish ustunlik
7. Ulgurji xarid + Distribyutor mahsulotni arzonroq Mahsulot aylanishi tezlashadi,
chakana sotuv oladi va foyda bilan sotadi distribyutorlar manfaatdor bo‘ladi

® Muallif ishlanmasi.
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Distribyutorlik va dilerlik tarmoglari faoliyati igtisodiy faoliyat turlaridan biri
bo‘lib, shuning uchun ma’lum resurslardan foydalanishni talab qiladi. Ushbu
faoliyatni amalga oshirish uchun ma’lum shartlar va omillar zarur:

Birinchidan, asosiy vositalar: yer uchastkalari, binolar, inshootlar, binolar,
mahsulotlarni saqlash, gadoglash va gayta ishlash uskunalari, tovarlarni yetkazib
berish va xizmatlar ko ‘rsatish uchun turli xil transport turlari;

Ikkinchidan, asosiy va aylanma mablag‘larni sotib olish uchun zarur bo‘lgan
boshlang‘ich kapital;

Uchinchidan, ilmiy va axborot resurslari, ularsiz zamonaviy sharoitda
vositachilik gilish mumkin emas;

To ‘rtinchidan, vaqgt omili, chunki vositachilik operatsiyasining davomiyligi
uning samaradorligiga hal giluvchi ta’sir ko‘rsatishi mumkin.

2024-yilda ulgurji vositachilik xizmatlaridan distribyutorlikning rivojlanish
tendensiyalari quyidagi 8 ta yo‘nalishlardan iborat: . Yangi raqobat; 2. B2B
personallashtirish; 3. Global muammolarning ta’minot zanjirlariga taSir
ko ‘rsatishi; 4. Yakka holda ishlashga intilish; 5. Texnika va texnologiyalarning tez
rivojlanishi; 6. Kadrlar tanqisligini hal qilish, 7. Ustuvor tagsimot; 8. D2C va B2B
bozorlarining o ‘zaro raqobat darajasining oshishi.

Amazon va Alibaba kabi onlayn gigantlar tomonidan sezilarlicha qo‘llab-
quvvatlanayotgan B2B bozorlarining o‘sishi  ham ulgurji savdolarning
rivojlanishini buzdi. B2B bozorlarining o‘sish sur’ati jami B2B elektron
savdolarning o‘sish sur’atlariga nisbatan yetti barobarga oshdi. Bunday raqobat
sharoitlari esa kelasi yilda distribyutorlarga elektron savdo va ragamli
transformatsiyani rivojlantirishda 2 marta ko‘p harakat qilishni taqozo qiladi.
Gartner tadqiqotlariga ko‘ra, B2B sohasidagi xaridorlarning 83 foizi buyurtmalari
va to‘lovlarini amalga oshirish uchun elektron savdodan foydalanishni afzal
ko‘rishadi®.

2024-yilda transportni xizmat sifatida rivojlantirish va yangi fulfillment
modellarining paydo bo‘lishi bilan logistika modellarida o‘zgarishlar kutilmoqda,
bular orasida “ombor xizmat sifatida” va mikro fulfillment markazlari mavjud.
Shuningdek, MLM sanoati er sharining turli git’a va mamlakatlarida nomutanosib
rivojlanmoqgda. 2023-yildagi MLM bozorining hajmiga ko‘ra, Osiyoda bevosita
sotuvlar global aylanmasining 40,3 foizini yoki umumiy pul ko‘rinishida 67,6
mlrd.AQSh dollarini tashkil etdi. Shuningdek, Osiyo mamlakatlari ichida sohadan
eng ko‘p daromad Janubiy Koreya 16,3 mird. AQSh dollari oladi va Qozog*iston
ham MLM bozori uchun katta imkoniyatlar ochib bergani holda ushbu bozor 2023-
yilda 30,4 foizga, Hindistonda 11,8 va Yangi Zelandiyada 6,7 foizga osdi*".

Dissertatsiyaning “O¢zbekiston Respublikasida vositachilik xizmatlari
bozorini rivojlanishining zamonaviy mexanizmlari va hozirgi holatini
baholash” nomli ikkinchi bobida O‘zbekiston Respublikasida VXBni
rivojlantirishning zamonaviy mexanizmlari, igtisodiyotda distribyutorlik va dilerlik

19 https://flawlessmim.com/blog/view/index/post/317
1 Cerepoit mapkerurr B FOxmoit Kopee/ https:/flawlessmim.com/blog/view/index/post/143; CereBoii MapKeTHHT B
Kurae: ocobennoctu u nepcrnektusbl/ https:// flawlessmim.com/blog/view/index/post/72
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tarmoglarini va Xorazm viloyatida vositachilik xizmatlari bozori rivojlanganligini
sotsiologik tadgigotlar yordamida baholash masalalari ko‘rib chigiladi.

Ma’lumki, O‘zbekiston Respublikasida xizmatlar sohasining vositachilik
xizmatlari  ko‘rsatish  yo‘nalishi bugungi kunda eng ustuvor darajada
rivojlanayotgan sohalardan biri bo‘lib, bugungi kunda respublikamizda vositachilik
xizmatlari bir gancha strategiyalar asosida amalga oshirilib kelinmogda. Jumladan:

birinchi yo ‘nalishda, distribyutor — unchalik katta bo‘lmagan ishlab
chigaruvchilar kichik partiyadagi mahsulotlarini o‘z hududidan faol ish borgan
holda mijozlarga bevosita (o zining kichik yuk mashinalari) yetkazib berishadi.

Ushbu jarayon odatda ishlab chigaruvchi korxonalar uchun qo‘shimcha
resurslar talab etadi hamda ishlab chigarish jarayonlarini sustlashishiga olib keladi.

Ikkinchi yo ‘nalishda distribyutor — yirik ishlab chigaruvchilarda vositachi
korxonalar bilan shartnoma imzolagan holda mahsulotlarini bozorga olib
chigishadi. Ushbu jarayonda ishlab chigaruvchi ko‘proqg vaqtini ishlab chigarishga
ajrata oladi. Yetkazib berish bilan distribyutorlarning o‘zi shug‘ullanadi. Natijada,
distribyutorning ushbu zanjiri quyidagi tartibda ishlaydi: Distribyutorlik
korxonalarida menejerlar hududiy bozorlarda o‘z mahsulotini supervayzer hamda
savdo agentlari tomonidan savdoni oshirish uchun mintagaviy vakillar bilan
faoliyat olib borishadi. Korxona distribyutori ishlab chigaruvchi korxona
omboridagi zaxirani doimiy nazorat ostida olib boradi, hamkorlarni turli xil aksiya,
maxsus dastur va bonuslar orqali jalb qilib, yetkazib berish jarayonini tezlashtiradi.
Hamkorlar esa o‘z navbatida magomini oshirish uchun bonuslar va aksiyalardan
foydalanishadi. Shuningdek, hozirgi savdogarlar vositachilik xizmatining 4 xil

usulidan foydalandi (1-rasm).
Ishlab Ishlab Ishlab Ishlab
chiqaruvchi chigaruvchi chigaruvchi chiqaruvchi

Vositachilar

Ulguriji
savdogarlar

Ulgurji savdogarlar

Vositachilar

\ 4

Ulguriji

savdogarlar RHESMIIEE

1-rasm. Vositachilik xizmatlarining 4 xil modeli*®

Supermarket

Tadgigotlarimizga ko‘ra, hozirda O‘zbekistonda vositachilik xizmatlarining
odatda 2 xil shaklidan foydalaniladi: 1. Vanselling, yoki “mobil sotish”; 2.
Preselling - oldindan sotish bo‘lib, bu mahsulot yoki xizmatlar ommaga rasman

12 Muallif ishlanmasi
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tagdim etilishidan oldin yoki yetkazib berishga to‘lig tayyor bo‘lgunga gadar ilgari
suriladigan va sotiladigan marketing strategiyasidir.

Vositachilik xizmatlari bozorida mahsulot sotishning elektron tijorat biznesi
orgali xarid qilish, sotish, xizmat ko ‘rsatish, AKTIlarni go‘llab marketing
tadgiqgotlarini o ‘tkazish mumkin bo‘ladi. Shuningdek, elektron tijorat tizimi turli
savdo maydonchalarida amalga oshiriladi, jumladan, xaridorlar tomonidan tashkil
gilinadigan va go‘llab-quvvatlanadigan maydonchalar (buyer-driven), sotuvchilar
tomonidan tashkil etiladigan va go‘llab-quvvatlanadigan maydonchalar (supplier-
driven yoki seller-driven), uchinchi tomon tashkil etadigan va qo‘llab-
quvvatlaydigan maydonchalar (third-party-driven). Aynan “seller-driven” va
“third-party-driven”” platformalari distribyutor va dilerlar, ya’ni sotuvchilar va
uchinchi shaxslar tomonidan yaratiladi va qo‘llab-quvvatlanadi. Elektron savdo
maydonchasi bu tashkiliy, axborot va texnik garorlarning dasturiy-apparat majmui,
shu jumladan tovarlarni sotish uchun axborot tizimi orgali sotuvchi va xaridorning
(buyurtmachining) hamkorligini ta’minlovchi internet-do‘koni deb belgilangan.

Bizning mavjud segmentlar tahlili tadgigotlarimizga ko‘ra, bugungi kunda
vositachilik xizmatlari amalga oshiriluvchi elektron tijorat tizimi kim bilan kim
savdo qilishiga ko‘ra bir nechta segmentlarga ajratildi va go‘shimcha elektron
makonda mahsulotlarni sotish uchun distribyutorlik va dilerlik vositachilik
xizmatlari tarmoglarining 6 ta yangi segmenti aniglandi (2-jadvalga garang).

O<zbekiston Respublikasida amalda faoliyat ko‘rsatayotgan vositachilik va
onlayn elektron savdo maydonchalarining Istigbolli loyihalar bo‘yicha Milliy
Agentlik tomonidan reyting baholash natijalariga ko‘ra, Uzum Market (40 ball),
Wildberries (37ball) va Zoodmall (32 ball) elektron platformalari mos ravishda
dastlabki uchlikni egallab peshgadamlik gilayotgan bo‘lsa, Asaxiy.uz (19 ball),
Arzonapteka (13 ball) va Tovar.uz (12 ball) onlayn savdo tizimlari mos ravishda 5-
7 o‘rinlarni zabt qgilishdi. Reyting baholashda eng oxirgi o‘rinlarni esa Bookhara.uz
(5 ball), Shahar.Uz (4 ball), Store.faktura.uz (3 ball) va Lavochka.uz (1 ball) bilan
17-20- past o‘rinlarni egallashdi.

Statistik ma’lumotlarga ko‘ra, O°zbekistonda elektron tijorat va chakana
savdo hajmi barqgaror o‘sib bormogda. Xususan, 2023-yilda elektron tijorat
savdolari hajmi 2016-yilga nisbatan 22,1 martaga 13263,8 mird. so‘mdan ziyodni
tashkil etdi va bu esa umumiy chakana savdo hajmining 4,0 foizdan ortig‘iga
tengdir (3-jadvalga garang).

Tahlillarimizga ko‘ra, 2016-2023-yillar davomida respublikamizda chakana
savdoning umumiy hajmi gariyb 3,7 martaga oshib 330,5 trln. so‘mni tashkil
gilgan bo‘lsa, oz navbatida tahlil gilingan davrda elektron savdolar hajmi esa 6,0
trIn. so‘mdan 132,6 trin. so‘mgacha yoki gariyb 22 martagacha oshgan. Demak,
elektron savdolarning o‘sishi umumiy chakana savdoning o‘sishiga nisbatan gariyb
6 martaga ortig holda oshgan. Mamlakatdagi odamlarning 31,3 min. nafari
internetdan foydalanadi (dunyoda 40-o°rinda).

Aholi orasida bank xizmatlari gamrovi 49 foizni, internet gamrovi 77 foizni
tashkil etib™, 2027-yilda internet qamrovi darajasi 87 foizga yetishi kutilmogda.
Biroq, bizning tadqiqotlarimizga ko‘ra, O°‘zbekistonda elektron tijorat bozori

13 Stat.uz; https://uz.wikipedia.org/wiki/ Internet_foydalanuvchilari_soni
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o‘sishi uchun yuqori imkoniyatlar mavjud bo‘lib, 2018—2024-yillarda elektron
tijoratning umumiy chakana savdo bozoridagi ulushi 0,6 foizdan 4,0 foizgacha

0°sdi.

2-jadval

Vositachilik xizmatlari bozorida elektron tijorat segmentlari tarkibida mahsulot sotishning

distribyutorlik va dilerlik tarmoglari‘*

VXBda elektron Shart[“ O¢zaro alogador : P
. . | belgi- . Segmentning tavsiflari
tijorat segmentlari lanishi subyektlar tarkibi
: . Sotuvchisi korxona va xaridori xususiy
Biznes-mijozga/ Korxona va ) L
L, : B2C o . shaxslar bo‘lgan chakana elektron savdo tizimi
iste’molchiga iste’molchi .
(elektron do‘kon).
Xususiy shaxslar o‘rtasidagi elektron savdo
. .. Iste’molchi va tizimi (bir xususiy shaxslar savdoga qo‘yuvchi
Mijoz-mijozga c2c iste’molchi va boshqalar tovar va xizmatlarni sotib oluvchi
elektron auksion)
Ishtirokchilari korxona va davlat tashkilotlari
Biznes — davlatga | B2G Korxona va davlat |bo‘lgan, davlat xaridlari uchun go‘llaniladigan
elektron savdo tizimi
Davlat-biznesga G2B Davlat va korxona Tavsiflari B2G bilan bir xil
Biznes- Korxona va
, B2A ma’muriyat Tavsiflari G2B bilan bir xil
ma muriyatga .. .
administratsiya
Ma muriyat- Ag | Mamuryatva Tavsiflari B2G bilan bir il
biznesga korxona
Biznes -biznesga B2B  |Korxona va korxona quporatnz mlj_ozla_r bilan ishlovchi o
kompaniyalar o‘rtasidagi elektron savdo tizimi
Biznes- axborot Kompanl_yalar, Kompanlyad_agl xo_dlmlarnlng guruh |sh!n_|
i . B2E korporatsiyalar, muvofiglashtiruvchi, boshgaruv va tashkiliy
(korporativ) portali . . . . L
xoldinglar vazifalarni hal giluvchi tizim.
. - Birja subyektlari Tovar bilan ta’minlashgacha tovarga elektron
Birja - birja E2E tarkibi arizani uzatish tizimi
Sotuvchisi korxona, xaridori distribyutorlik
Biznes - vositachi B2D Korxona vositachi | yoki dilerlik tarmog‘i bo‘lgan elektron savdo
tizimi
Vositachi va Xaridori korxona va sotuvchisi distribyutorlik
Vositachi - biznes D2B K yoki dilerlik tarmog‘i bo‘lgan elektron savdo
orxona tizimi
Xaridori davlat va sotuvchisi distribyutorlik
Vositachi -davlat D2G | Vositachi va davlat | yoki dilerlik tarmog‘i bo‘lgan elektron savdo
tizimi
\ositachi- Xaridori ma’muriyat va sotuvchisi
. D2A | Vositachi vadavlat | distribyutorlik yoki dilerlik tarmog‘i bo‘lgan
ma ' muriyat S
elektron savdo tizimi
T Vositachi-yakuniy | Sotuvchisi dilerlik tarmog‘i, xaridori yakuniy
Vositachi-mijoz D2C iste’molchi iste’molchi bo‘lgan elektron savdo tizimi
Vositachi - Distribyutorlik yoki D'St”b.yum”'k va (.j'le.”'k _tamr_oqlar_l yoki
o D2D o e tagsimot kanali ichidagi vositachilar
vositachi dilerlik tarmog‘i

o‘rtasidagi elektron savdo tizimi

4 Muallif ishlanmasi.
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Lekin, shunday bo‘lsada, bu ko‘rsatkich boshqa davlatlar (Qozog‘iston — 9
foiz, Rossiya — 20 foiz), shuningdek, nisbatan rivojlangan mamlakatlardan (AQSh
— 26 foiz, Xitoy — 31 foiz, Janubiy Koreya 44 foiz) dan ancha orgada sanaladi”.

3-jadval
O¢zbekiston Respublikasida 2016-2023 yillarda elektron tijorat va chakana
savdo hajmi dinamikasi'®, mlrd. so‘mda

Yillar 2023-yil 2016-yilga

: 2016 | 2018 | 2020 | 2022 | 2023 nisbatan, % yoki
Ko‘rsatkichlar martada
E'ektr:;’j?;i”orat 60 | 409 | 10025 | 108868 | 132638 22 1 marta
Chakﬁ;j?nﬁa"do 88071,6 | 133195 | 199519 | 270687 | 330448,1 3.7 marta

O‘tkazgan tadgiqotlarimizga ko‘ra, respublikamizda elektron tijorat bozori
o‘sishiga internet qamrovi va tezligi, odamlarning smartfonlardan foydalanish
imkoniyati oshishi, xufiyona iqgtisodiyot bilan kurashning davom ettirilishi,
iqtisodiyotdagi naqd pulsiz to‘lovlar ulushining o ‘sishi uchun harakat gilinishi
kabi omillar ta’sir qgilishi kutilmoqda.

O‘zbekiston naqd pulsiz to‘lovlar ulushi bo‘yicha go‘shni va rivojlangan
mamlakatlardan orgada bo‘lib, AQShda nagd pulsiz to‘lovlarning umumiy
to‘lovlardagi ulushi 8,2 foiz, Qozog‘istonda 8,2 foiz, Janubiy Koreya va Rossiyada
7,8 foizni tashkil gilgani holda O¢zbekistonda esa 3,3 foizni tashkil gilmogda'’.

O°z navbatida, O zbekistonda elektron tijorat sanoatidagi taklif tomonidagi
to ‘siglardan biri sifatida logistika va infratuzilma muammolarini ta’kidlash lozim.
Chunki, elektron tijorat mahsulotlarni o‘z vaqtida yetkazib berish uchun samarali
logistika va transport tizimlariga muhtoj. Infratuzilmaning yetarlicha samarador
emasligi buyurtmalar kechikishiga va mijozlar qonigish darajasining pasayishiga
hamda buyurtmalarni yetkazib berish vaqti oshishiga olib keladi.

Keyingi to‘siglardan biri sifatida elektron tijorat infratuzilmasining
cheklanganligi, to‘lov tizimlariga integratsiya va moliyaviy xizmatlar, xaridorni
qo‘llab-quvvatlash va sotuvdan keyingi xizmat ko‘rsatish, to‘lov xavfsizligi
xavotirlarini aytish mumkin.

O‘tkazgan sotsiologik tadgiqotlarimiz natijalariga ko‘ra, respondentlarning
58,7 foizi “distribyutor (diler)”, 38,5 foizi “agent”, 10,4 foizi “kommivoyajer”
hamda 41 foizi “broker (makler)” kabi vositachilardir. Shuningdek, vositachi
firmalarning 33 foizi yakka tartibdagi tadbirkor, 32,7 foizi ma’suliyati cheklangan
jamiyat, 20,2 foizi xususiy korxona, 8,6 foizi oilaviy korxona hamda 5,5 foizi
aksiyadorlik jamiyati hisoblanadi.

So‘rovnomada ishtirok gilganlardan “VXBni rivojlantirishdagi kuchli
tomonlar gaysilar?” degan savolga ularning 144 nafari yoki 44 foizi “mijozlarni
tez topish”, 136 nafari yoki 41,6 foizi “qulay narxlar”, 119 nafari yoki 36,4 foizi

15 stat.uz; https://www.gazeta.uz/uz/2023/08/25/e-commerce/
1 hitps://api.siat.stat.uz/media/uploads/sdmx/sdmx_data_2833.pdf asosida muallif hisob-kitoblari
17 https:/fassets.kpmg.com/content/dam/kpmg/xx/pdf/2022/10/creating-a-leading-central-bank-october. pdf

18


https://www.gazeta.uz/uz/2023/08/25/e-commerce/
https://api.siat.stat.uz/media/uploads/sdmx/sdmx_data_2833.pdf

“ortiqcha xarajatlarning yo ‘gligi (marketing)” yoki 40 nafari yoki 12,2 foizi
“foydalanganlik muddati yangiligi ” deb javob berishgan.

Respondentlarning 31,8 foizi “g ‘irrom ragobatni bo ‘lish ehtimoli ”, 34,3 foizi
“ma’lum mijozga bog‘lanib qolish”, 42,5 foizi “sotuv zanjiri ko ‘pligi evaziga
baholarning oshib ketish ehtimoli ”, 30,3 foizi “sifatning bir xil bo ‘Imaslik xatari”
sabablarini VXBning zaif tomonlari deb hisoblashini bildirgan. Shuningdek,
respondentlarning 92 nafari yoki 28,1 foizi “yangi sotuvlarni topish”, 154 nafari
yoki 47,1 nafari “marketing ustamalarini kengaytirish (bonus)”, 125 nafari yoki
38,2 foizi “o ‘rnini to ‘ldiruvchi tovarlarni ham sotishni yo ‘Iga go ‘yish ”, 88 nafari
yoki 26,9 nafari “kadrlar malakasini oshirish evaziga sotuvlarni oshirish” VXBni
rivojlantirish imkoniyati deb hisoblashgan.

Albatta yagin vyillarda ushbu sotsiologik anketa so‘rovnomalari natijalaridan
kelib chiggan holda Xorazm viloyatida vositachilik xizmatlari bozorining kuchli
tomonlarni yanada kuchaytirish, imkoniyatlaridan samarali foydalanish hamda
mavjud zaif jihatlarni va tahdidlarni imkon gadar kamaytirib, oldini olib tegishli
yo‘l xaritasi ishlab chigib, mavjud muammolarni bartaraf gilish lozim.

Dissertatsiyaning  “Xorazm  viloyatida distribyutorlik  vositachilik
xizmatlarini bozorini rivojlantirishning ustuvor yo‘nalishlari va istigbollari”
deb nomlangan uchinchi bobida Xorazm viloyatida vositachilik xizmatlari
bozorini rivojlantirishning yangi tashkiliy-igtisodiy mexanizmlari va modellari,
prognoz ko‘rsatkichlari ishlab chigiladi.

Vositachilik xizmatlari bozorining ushbu rivojlanishi natijalari sifatida o‘zaro
aloga xarajatlarini kamaytirish, kiruvchi va chiquvchi hujjatlarini gayta ishlashda
ishtirok etadigan xodimlar sonini kamaytirish, mumkin bo‘lgan xato va
kamchiliklarni bartaraf etish, tranzaksiyani tashkil etish vaqtini gisqartirish orgali
ularning faoliyati rivojlanishining samaradorligini, axborot olish, moliyaviy hisob-
kitoblar anigligi va tezligini sezilarli darajada oshirishi mumkin. Elektron tijorat
esa vositachilik xizmatlari rivojlanishi asosida yirik va kichik kompaniyalar uchun
sifat, baho va mahsulot assortimenti bo‘yicha ragobatda teng imkoniyatlarni
ta’minlaydi.

VXBda mahsulotlarni  sotish  bo‘yicha distribyutorlik va dilerlik
tarmoglarining elektron makonida zamonaviy rivojlanish yo‘llarini 2-rasmdagi
modelga jamlaymiz.

Ushbu model, birinchi navbatda, barcha biznes ishtirokchilari o‘rtasida o‘zaro
fikr almashish bilan individual mulogot qgilish imkoniyatini beradi va har bir
mijozni o‘z ehtiyojlari hagida ma’lumot to‘plashga undaydi. Bunday holda,
tashkilotlar marketing faoliyati va vositalarini aniq biznes vakillariga yo*‘naltirish
uchun mahsulotlarni magsadli shakllantirish imkoniyatiga ega va bu esa tijorat
xavfini minimal darajaga tushiradi.

Vositachilik xizmatlari bozorini rivojlantirishda internetda kontekstli reklama
yaratish usulining roli ahamiyatli bo‘lib - bu foydalanuvchi zarurat yuzasidan
murojaat gilganida yoki u joylashtirilgan sahifaning mavzusi bo‘yicha
ko‘rsatiladigan gidiruv tizimi sahifalaridagi reklama. Kontekstli reklama saytga
magsadli foydalanuvchilarni - reklama gilinayotgan mahsulot yoki xizmatga
giziqgan tashrif buyuruvchilarni jalb giladi.
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Vositachilik xizmatlarini rivojlantirishning yana bir muhim shakli “Veb-sayt -
tashrif gog‘ozi” orgali rivojlanish modelining yo‘lida korxona, assortiment,
tovarlar bahosi, chegirma va imtiyozlar, mijozlar ma’lumotlar bazasi hagida
ma’lumotlar mavjud. Korxona nafagat iste’molchilarni o°‘z faoliyati va
mahsulotlari hagida xabardor qilish, balki “veb-server’da elektron pochta,
ro‘yxatdan o‘tish va obuna tartib-qoidalaridan foydalangan holda iste’molchilarga
fikr-mulohazalarini bildirish imkoniyatiga ega.

Rivojlanishning navbatdagi yo‘nalishi korporativ veb-saytni yaratish bo‘lib,
saytni yangilash imkoniyati mavjud - biznes kartani korporativ veb-saytga
aylantirishdan iborat. Bunday holda, Internet texnologiyalari yetkazib beruvchini,
ishlab chiqaruvchini, vositachini va iste’molchini yagona zanjirga bog‘lash
imkonini beradi.

Vositachilik xizmatlari bozorida
mahsulotni sotishning distribyutorlik va
dilerlik tarmogqlari rivojlanishi modeli

Intranet > s
—
v
* v
Ichki / .
kommunikat- Kontekstli + Y Korporalmv
siyalar reklama yoki s - Internet porta
tematik ayt-t‘as ri do‘kon
saytlarda qog ozi '
ro‘yxatdan
o v Biznes
jarayonlari
Korporativ Promo - autsorsingi
sayt sayt

2-rasm. Vositachilik xizmatlari bozorida mahsulotlarni sotishning distribyutorlik
va dilerlik tarmoglarini rivojlantirish yo*nalishlari modeli*®

“Onlayn do ‘kon” yaratish yo‘li distribyutor va dilerlik tarmoglariga fagat
oxirgi iste’molchilar bilan o‘zaro alogada bo‘lish imkonini beradi. Onlayn
do‘konning virtual maydoni haqgiqiy do‘kon uchun juda qgiyin bo‘lgan katta
miqdordagi tovarlarni joylashtirish imkonini beradi. Bundan tashgari, bu holda
yugori tezlikda yuklash va ma’lumotlar almashinuvi ta’minlanadi, qulay
navigatsiya rivojlanadi, past baholarni belgilash imkoniyati, rivojlangan tagsimlash
tizimi yaratiladi hamda hamkorlar uyushmalari (internet-do ‘konlar, provayderlar,
kuryerlik xizmatlari) yordamida tovarlarni yetkazib berish.

18 Muallif ishlanmasi

20



Bugungi kunda elektron makonda mahsulot sotishni rivojlantirish, mulkiy
baholash, iqtisodiy samaradorligini aniglashning jahon migyosida gabul gilingan
yagona va Yyetarlicha ishonchli usuli mavjud emas. Elektron tijoratda biznesni
rivojlantirish modellari saytni yaratish, mulkiy baholash, ishlatish samaradorligini
baholash uchun tavsiya etilishi mumkin bo‘lgan ko‘rsatkichlar tarkibi an’anaviy
tijorat shaklidagidan sezilarli darajada farg giladi. Bu internetga xos bo‘lgan turli
tashkiliy, igtisodiy, texnik va texnologik xususiyatlar bilan bog‘lig bo‘lib, unda
tovar (xizmat)larni sotish bo‘yicha distribyutorlik va dilerlik tarmoglarining savdo
va xarid faoliyati modellari rivojlanmoqda.

Hozirgi vaqtda elektron resursdan foydalangan holda Internetda mahsulotlarni
sotish bo‘yicha distribyutorlik va dilerlik tarmoglarini rivojlantirish modelining
samaradorligini aniglashda 3-rasmdagi bir gator usullardan foydalanish mumkin.

Distribyutorlik va dilerlik tarmoglari tomonidan Internetda ozig-ovgat
tovarlarini sotish bo‘yicha biznesni yuritish modeli bosqichlari

Elektron Elektron resursni . Elektron
. J\ : Ratebe J\ Elektron resursni J\ .
resursni faoliyat ko rsatishi va resursni

yaratish _V rivojlanishi sotish —V tugatish

\ 4

Biznesni yuritishni baholashga yondoshuvlar

A\ 4

Y A 4 v

Rivojlanish modeli igtisodiy Professional ekspertlar tomonidan
samaradorligini baholash usuli o baholash usuli
Rivojlanish
Investitsiya koRr;?r?::Jrr?i ] modeli sifatini Kelgusi Resurs Resurs
loyihasini catai i baholash usuli foydani | reytingini giymatini
atsiyasini
baholash baholash baholash baholash baholash

3-rasm. Tovarlarni sotish bo‘yicha vositachilik tarmoglarini rivojlanish
yo‘llarini baholashga yondoshuvlar®

Rivojlanishning birinchi va ikkinchi bosqgichlarini tavsiflovchi asosiy
ko‘rsatkichlar sifatida elektron resursni yaratishga sarflangan boshlang‘ich
investitsiyalar va uning uzluksiz ishlashini ta’minlash uchun operatsion xarajatlar
hamda investitsiya va operatsion xarajatlar nisbati.

Biznes-modelni rivojlantirishning uchinchi bosgichi — sotish bo‘lib, sotish
paytida veb-sayt giymatini baholash juda giyin ish hamda biron bir servis yoki
biron bir shaxs saytni to‘g‘ri baholay olmaydi.

Veb-saytning sotish bahosini aniglashga ta’sir giluvchi ko‘plab asosiy
ko‘rsatkichlar mavjud, ammo ulardan ko‘pincha quyidagilar qo‘llaniladi:
foydalanilgan brendning reytingi, toifasi, nomi, yoshi, vakolati, salohiyati,
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rentabelligi, sahifalar soni, trafik manbai, servis, dasturiy ta ’minot, saytni yaratish
va targ ‘ib gilish uchun umumiy xarajatlar.
Tadgigotda VXBni rivojlanishining SWOT tahlilini amalga oshirildi (4-

jadval).

4-jadval

Xorazm viloyati vositachilik xizmatlari bozorining SWOT tahlili®

S — Kuchli tomonlar (Strengths)

W — Zaif tomonlar (Weaknesses)

-Bozor bilimiga ega bo‘lish — Vositachilar
odatda mahsulot yoki xizmat hagida chuqur
tushunchaga ega bo‘lib, xaridorlar bilan
samarali mulogot gilishadi.

-Tarmoq va alogalar — Keng mijoz va
yetkazib beruvchilar tarmog‘i orqgali tezkor
savdo amalga oshiriladi.

-Risklarni kamaytirish — Ishlab chigaruvchilar
uchun bozordagi xavflarni kamaytirishga
yordam beradi (masalan, to‘lovni kechiktirish,
mahsulotni targ‘ib qilish).

-Bozorga kirish osonlashadi — Kichik va o‘rta
ishlab chigaruvchilar vositachilar orgali yangi

bozorlarga tezroq kirish imkoniga ega
bo‘lishadi.

-Moslashuvchanlik — Turli tovar va xizmatlar
bilan ishlash imkoniyati ularni

moslashuvchan va ko‘p yo‘nalishli giladi.

-Ishlab  chigaruvchiga to‘lig  bogliglik
Vositachining faoliyati ko‘p hollarda ishlab
chigaruvchi siyosatiga bog‘liq.

-Brend ustidan nazorat yo ‘qligi — Vositachi
brend yoki mahsulot sifatiga bevosita ta’sir
gila olmaydi.

-Raqobatning  kuchayishi - Har  xil
vositachilar sonining ko‘pligi bozorni sigib
chigaradi va foyda marjasini kamaytiradi.
-Shaffoflik yetishmasligi — Ba’zi vositachilar

ishonchsizlik  muhitini  yuzaga Kkeltirishi
mumkin.
-Yuqgori operatsion xarajatlar — Aynigsa

sayohat giluvchi savdogarlar (komivoyajerlar)
uchun.

O — Imkoniyatlar (Opportunities)

T — Tahdidlar (Threats)

-Ragamli  transformatsiya —  Onlayn
platformalar orqgali vositachilik xizmatlarini
kengaytirish.

-Yangi bozorlar va sektorlar — Igtisodiyotning
turli sohalarida vositachilik talabining ortishi.
-Xalgaro vositachilik — Eksport va import
yo‘nalishlarida  vositachilik ~ xizmatlariga
ehtiyoj ortib bormoqda.

-Ixtisoslashgan xizmatlar — Maxsus mahsulot
yoki  segmentlarga ixtisoslashish  orgali
ragobatdosh bo‘lish.

-Moliya va texnologiya vositachiligi -
Fintech, Proptech, Insurtech kabi sohalarda
vositachilik rollarining kengayishi

-Ragamli texnologiyalar sababli vositachisiz
savdolar — Marketpleyslar va e-commerce
vositachilarning rolini kamaytirishi mumkin.
-Yuridik cheklovlar — Ayrim mamlakatlardagi
litsenziyalash ~ va  qonuniy tartibotlar
vositachilikni murakkablashtiradi.
-Firibgarlik xavfi — Sifatsiz vositachilar butun
sohaning obro‘siga putur yetkazishi mumkin.
-Bozorning haddan tashqgari to ‘yinganligi —
Yangi kirayotgan vositachilar uchun joy
torayib boradi.

-lgtisodiy o ‘zgarishlar — Inflyatsiya, valyuta
kurslari, va siyosiy noanigliklar savdoni
sekinlashtiradi.

VXBning kuchli tomonlari sifatida bozor bilimiga ega bo ‘lish, tarmoq va
alogalar, risklarni kamaytirish, bozorga kirish osonlashish, moslashuvchanlik,
olingan bo‘lsa, VXBning zaif tomonlari sifatida ishlab chigaruvchiga toliq
bog liglik, brend ustidan nazorat yo‘gligi, raqobatning kuchayishi, shaffoflik
yetishmasligi, yuqori operatsion xarajatlar olindi.

VXBning imkoniyatlari sifatida esa ragamli transformatsiya, yangi bozorlar

va sektorlar, xalgaro vositachilik,

20 Muallif ishlanmasi.

22

ixtisoslashgan xizmatlar va moliya va




texnologiya vositachiligi ta’kidlangan bo‘lsa, VXBning tahdidlari sifatida ragamli
texnologiyalar  sababli  vositachisiz  savdolarning rivojlanishi,  yuridik
cheklovlarning joriy qilinishi, firibgarlik xavfining oshib borishi, bozorning
haddan tashqari to ‘yinganligi hamda iqgtisodiy o zgarishlar, ya’ni inflyatsiya,
valyuta kurslari va siyosiy noanigliklar savdoni sekinlashtirishi aniglandi.
Tadgiqgotlarimizga ko‘ra, iqtisodiy ko‘rsatkichlarni birlashtirgan holda baholash
modelining asosini tashkil etuvchi ko‘rsatkichlari va amaldagi elektron resurs
sifatini baholash axborotni tagdim etish jihatlarini va saytning imkoniyatlarini
tavsiflovchi baholash ko‘rsatkichlari har bir mezon bo‘yicha reytinglar 1-5 ball
oraligda mutaxassislar tomonidan baholanadi.

Demak, VXBda elektron resurslar va zamonaviy texnologiyalar
distribyutorlik va dilerlik tarmoglari namoyon bo‘ladi. Biz ozig-ovgat tovarlari
bozorida distribyutorlik va dilerlik tarmoglarini rivojlantirish yo‘llarini modelini
quyidagi yo‘nalishlarda qurdik: ichki kommunikatsiyalarni yaratish, kontekstli
reklama yoki tematik saytlarda ro ‘yxatdan o ‘tish, tashrif qog ‘ozi sifatida — saytni,
korporativ saytni yaratish, internet - do ‘kon, “promo” saytni, korporativ portal
yoki biznes-jarayonlari autsorsingi . Rivojlanish yo‘nalishini tanlash esa albatta
kompaniyaning boshgaruvi tomonidan go‘yilgan maqgsadlardan kelib chiggan
holda tanlanadi.

Tadgigotda Xorazm viloyatida vositachilik xizmatlari ko‘rsatuvchi “Umrbek
Amirbek Muslima” va “Mozodido” MchJlar faoliyati tahlil gilindi. Vositachilik
xizmatlarini ko‘rsatuvchi “Umrbek Amirbek Muslima” MChJ yangi mijozlarni
aniglash va unga mahsulot yetkazib berishda bir gator usullardan foydalanadi.
Korxona asosan yangi mijozlarni aniglashda yangi ish faoliyatini boshlagan ozig-
ovgat do‘konlariga o°‘z agentlarini yuborishga asoslanadi va u yerga o‘z
mahsulotlari ko‘rgazmasi bilan agentlar boradilar. Agentlar tomonidan yangi va
doimiy mijozlarga bir xil yondashilib, “SMARTAPP” ilovasi (CRM tizimi) orgali
olingan buyurtmalar ofisga (operatorga) yuboriladi.

“Umrbek Amirbek Muslima” MChJning vositachilik korxonasi 2018-yilda
mahsulotlarni sotishdan sof tushumi 1,368 mird. so‘mni, sotilgan mahsulotlarning
tannarxi 1,290 mlrd. so‘mni hamda yalpi foydasi 78,847 min. so‘mni tashkil
gilgan. Ushbu ko‘rsatkichlar 2020-yilda butun jahon bo‘yicha bo‘lgan COVID-19
pandemiyasi sababli mahsulotlarni sotishdan sof tushum 856,137 min. so‘mga,
sotilgan mahsulotlarning tannarxi 821,892 min. so‘mga hamda yalpi foyda 34,245
mlin. so‘mgacha kamaygan.

Pandemiyadan keyingi davrda “Umrbek Amirbek Muslima” MChJ vositachilik
korxonasining ko‘rsatkichlarida deyarli 30 barobarga o‘sish bo‘lganini kuzatish
mumkin. Xususan, 2024-yil yakunlari bo‘yicha mahsulotlarni sotishdan sof
tushumi 30,640 mlrd. so‘mni, sotilgan mahsulotlarning tannarxi 30,321 mird.
so‘mga yetgan. Shuningdek, yalpi foyda ham 10 barobarga o‘sib, 318,241 min.
so‘mni tashkil etgan.

Vositachilik korxonasining davr xarajatlari va moliyaviy faoliyat bo‘yicha
xarajatlaridan keyingi hisobot davridagi sof foydasi 2018-yilda 11,409 min.
so‘mni, 2020-yilda 10,723 min. so‘mni hamda 2024-yilda 83,029 min. so‘mni
tashkil etgan. Demak, 2024-yil 2018-yilga garaganda yugoridagi tahlillardan shuni
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aytish mumkinki, “Umrbek Amirbek Muslima” MChJ ning sof foydasi so‘nggi 6
yil davomida deyarli 8 barobarga o‘sgan.

Xorazm viloyatida xizmatlar sohasi, jumladan savdo xizmatlarini rivojlanish
tendensiyalarini hisobga olgan holda keyingi davr uchun prognoz ko‘rsatkichlarini
garab chigamiz. Viloyatda xizmatlar sohasini rivojlanishini prognoz giymatlarini
hisoblash uchun 2010-2024-yillar ma’lumotlaridan foydalanilgan bo‘lib, ushbu
ma’lumotlar 2010-yil bazis sifatida qgabul gilingan holda o‘zgarmas narxlarga
o‘tkazilgan.

Amalga oshirilgan regression tahlil natijalari asosida quyidagi model olindi.

X] = 559,7 + 254,7 « time + 342,7 * NT (1)

bu yerda, XJ — Xorazm viloyatida ko ‘rsatilgan jami xizmatlarning o zgarmas narxlardagi
(2010-yil) giymati (mlrd. so ‘m); Time — trendni ifodalaydi va 2010-yildan birdan boshlanadi. NT
— o ‘shimcha trend bo ‘lib, ushbu trend 2021-yildan boshlanadi.

Model bo‘yicha aniglanilgan barcha koeffitsiyentlar adekvat bo‘lib, ular
bo‘yicha aniglanilgan Styudent testni natijalari jadval giymatidan (tj,4=2,2) Kkatta
miqdorga farq giladi shunga mos ravishda ehtimollik ko‘rsatkichlari ham 0,0001
dan kichik giymatlarni gabul gilgan. Ushbu natijalar omillar to‘g‘ri tanlanganligi
va ularning natijaviy ko‘rsatkichga ta’siri mavjudligini asoslaydi.

Hisoblanilgan prognoz natijalari viloyatda jami ko‘rsatilgan xizmatlar
hajmining o‘zgarmas narxlardagi giymatini 2030-yilga borib 9336,4 milliard
so‘mga yetadi va bu 2024-yildagiga nisbatan 1,6 barobarga ko‘p demakdir (5-
jadvalga garang).

5-jadval
Xorazm viloyatida jami xizmatlar hajmining prognoz giymatlari*
For 95% confidence intervals, t(12, 0.025) = 2.179

Yillar XJ O¢sish sur’ati Standart xatolik 95 foiz interval

2025 | 6348,91 109,8 80,5734 (6173,36, 6524,47)
2026 | 6946,34 109,4 90,5446 (6749,06, 7143,62)
2027 7543,76 108,6 101,591 (7322,42, 7765,11)
2028 8141,19 107,9 113,399 (7894,11, 8388,26)
2029 | 8738,62 107,3 125,754 (8464,62, 9012,61)
2030 | 9336,04 106,8 138,51 (9034,26, 9637,83)

Savdo xizmatlarining tadqiq gilinayotgan davrda o‘sish sur’ati ancha beqaror
bo‘lib, 23,9 va -2,8 foiz atrofida o‘zgarib turganligi aniglandi. Ushbu ko‘rsatkich
beqarorligi bois mos modelni tanlash uchun gator variantlardan, ularning giyosiy
tahlili natijalariga ko‘ra ushbu modeldan foydalanish magsadga muvofiq deb
topildi.

2L Muallif ishlanmasi.
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SX, = 0,32 % SX,_, + 0,68 % SX,_5 + 0,99 x g,_, + 40,9 * ¢ ()

bu yerda, SX — Xorazm viloyatida savdo xizmatlarning o ‘zgarmas narxlardagi
(2010-yil) giymati (mird. so ‘m).

Taklif gilinayotgan modelning ishonchliligi va adekvatligini asoslash uchun
mezonlar natijalari keltirilgan bo‘lib, ularning me’yorlarga mos tushadi. Savdo
xizmati hajmini joriy giymatini o‘zidan 2-3 davr oldingi giymatlari bilan bog‘liq
bo‘lishi uning beqarorligini asoslaydi.

Shu bilan birga ushbu giymatlarning oshishida trend, ya’ni vaqt bo‘yicha
umumiy o‘sish tendensiyasi ham kuzatiladi.

Ushbu omillarni ta’sirini hisobga olgan holda keyingi davr uchun prognoz
giymatlarini ishlab chiqdik (6-jadval).

6-jadval
Xorazm viloyatida savdo xizmatlari hajmining prognoz giymatlari*?
For 95% confidence intervals, z(0.025) = 1.96
Yillar SX 0 S,ISh Standart xatolik 95 foiz interval
sur’ati
2025 845,1 101,7 15,7 (814,316, 875,967)
2026 875,8 103,6 22,2 (832,216, 919,403)
2027 944,1 107,8 22,8 (899,457, 988,831)
2028 963,7 102,1 27,7 (909,491, 1017,90)
2029 1006,4 104,4 30,2 (947,144, 1065,69)
2030 1059,1 105,2 31,4 (997,566, 1120,58)

Model asosida hisoblanilgan prognozlar keyingi yillarda ham viloyatda savdo
xizmatlari o°sish sur’atining begaror bo‘lishi kutilmoqda, ya’ni o°sish sur’ati 1,7 va
7,8 foiz atrofida o°zgarib turishi kutilmogda. O‘sish sur’atining pasayishi ikki
yildan takrorlanganligi va keyingi yillarda oshib, yana pasayganligini ko‘rish
mumkin. Asosiy pasayish 2025 va 2028-yillarga to‘g‘ri kelmogda. Umumiy
hisobda o‘rtacha o‘sish sur’atining 4,1 foizni tashkil etmoqda va bu jami xizmatlar
o‘rtacha o‘sish sur’atiga nibatan 2 martaga kamdir. Hisob-kitoblarning
ko‘rsatishicha, viloyatda savdo xizmatlarining o‘zgarmas narxlardagi hajmi 2030-
yilga borib 1059,1 mlrd. so‘mga yetib, 2024-yildagiga nisbatan 1,27 barobarga
oshishi ta’minlanadi.

Ushbu yo‘nalishda amalga oshirilayotgan chora-tadbirlar natijalarini tadgigot
ishimizda obyekt sifatida olingan Urganch shahrida vositachilik xizmatlari
ko‘rsatuvchi distribyutorlik faoliyati bilan shug‘ullanuvchi “MAZADIDO”
MChJning faoliyat natijalarini ifodalovchi ko‘rsatkichlaridagi o‘zgarishlarni
migdoriy baholash asosida garab chigamiz.

Obyekt bo‘yicha amalga oshirilgan tadgiqot natijalariga ko‘ra, vositachilik
korxonalarida yaratilayotgan giymatning shakllanishida ma’muriy xarajatlarning
roli ahamiyatli ekanligi kuzatilmogda. Ya’ni, boshgaruvni takomillashtirish va
boshqgaruv xarajatlarini samarali tashkil qilish korxonalarga tushum migdorini
oshirishga xizmat qiladi. Buni baholash bo‘yicha regression tahlil natijalari
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quyidagi ko‘rinishga ega bo‘ldi.
In(R) = 4,6 + 0,97 * In(MC) (3)

bu yerda, R — “MAZADIDO ” MChJda mahsulot (tovar, ish va xizmat)larni sotishdan sof tushum
(ming so ‘mda); MC - “MAZADIDO ” MChJda ma’muriy xarajatlar (ming so ‘mda).

Omilning ta’sirini ifodalovchi koeffitsiyent Styudent mezoni natijalariga
ko‘ra adekvat, ehtimollik ko‘rsatkichining 0,0001 dan kichik bo‘lishi ushbu
koeffitsiyent asosida xulosa chigarish mumkinligini asoslaydi. Shuningdek,
determinatsiya koeffitsiyentining deyarli birga tengligi ta’sir giluvchi omilning
natijaviy omildagi o‘zgarishlarni to‘liq gamrab olganligini ko‘rsatadi. Durbin-
Uatson mezoni natijalari ham talab darajasida, ya’ni ikkiga yagin (7-jadvalga
garang).

7-jadval
Vositachilik xizmatlari ko‘rsatuvchi “MAZADIDO” MChJda mahsulot (tovar,
ish va xizmat)larni sotishdan sof tushumga ma’muriy xarajatlar ta’sirini

baholash natijalari®®
Model 1: OLS, using observations 2018-2024 (T =7)
Dependent variable: | R

Coefficient Std. Error t-ratio p-value

const 4.61923 0.174982 26.40 <0.0001 el

| MC 0.968809 0.0138559 69.92 <0.0001 Fokk

Mean dependent var 16.79215 S.D. dependent var 1.328377
Sum squared resid 0.010817 S.E. of regression 0.046513
R-squared 0.998978 Adjusted R-squared 0.998774
F(1,5) 4888.884 P-value(F) 1.13e-08
Log-likelihood 12.72132 Akaike criterion —21.44263
Schwarz criterion —21.55081 Hannan-Quinn —22.77971
rho —0.173332 Durbin-Watson 2.227079

Tahlil natijalariga ko‘ra, savdo va vositachilik korxonalarida tushum
miqgdorini oshirish va iqgtisodiy o‘sishni ta’minlashda boshgaruvni to‘g‘ri tashkil
qgilish va boshgaruv jarayonlarini takomillashtirish muhim omil hisoblanadi. Ya’ni,
natijalar ko‘rsatishicha, ma’muriy Xarajatlarning 1 foizga oshishi sof tushum
miqgdorini 0,97 foizga oshiradi. Ma’muriy Xxarajatlarni korxonaning muhim
ko‘rsatkichlaridan bo‘lgan yalpi foydaga ta’sirini baholashni ham garab chigamiz.
Chunki, korxona-larda faoliyatni tashkil etishda asosiy e’tibor tushumga emas
balki foydaga garatiladi.

Regression tahlil natijalari quyidagi ko‘rinishga ega bo‘ldi.

In(P) = 2,4 + 0,95 * In(MC) (@)

bu yerda, P — “MAZADIDO” MChJda mahsulot (tovar, ish va xizmat) larni sotishning yalpi
foydasi (zarari) (ming so ‘mda).

Keltirib o‘tilgan natijalar modelning ishonchliligi yuqori va talab
darajasidaligini ko‘rsatadi va ma’muriy xarajatlarni foydaga ta’siri yuqoriligini
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asoslaydi. Ma’muriy xarajatlardagi bir foizlik o‘zgarish yalpi foydadagi 0,95 foiz
o°zgarishga sabab bo‘ladi. Koeffitsiyent musbat giymatga ega bo‘lib ular orasidagi
to‘g‘ri bog‘liglik mavjudligini asoslaydi.

Olingan natijalar viloyatda savdo xizmatlarini rivojlantirish lozimligi va
buning uchun korxonalar faoliyatini tashkil gilish bilan bog‘liq muammolarni
bartaraf etish, xususan boshgaruv tizimini bugungi kun talablariga moslashtirish,
bunda bozordagi o°zgarishlarni ham hisobga olish talab gilinadi.

XULOSA

Vositachilik  xizmatlari  bozorini  rivojlantirishning  tashkiliy-igtisodiy
mexanizmini takomillashtirish bo‘yicha olib borgan tadgiqotlarimiz quyidagi
xulosalarni olish imkonini berdi. Jumladan:

1. Fikrimizcha, “distribyutor” - o‘z faoliyatini O‘zbekiston Respublikasining
amaldagi gonunlariga muvofiq amalga oshiruvchi tovarlarni ulgurji sotib olib,
ishlab chigaruvchi bilan targatish shartnomasi asosida muayyan komissiya
to‘lovlari evaziga komissiya shartnomasi bo‘yicha, o‘zi yoki birovning nomidan va
0°z hisobidan go‘shimcha marketing xizmatlarini ko‘rsatgan holda sotuvchiga yoki
yakuniy iste’molchi-ishlab chigaruvchiga sotuvchi yuridik yoki jismoniy shaxs.

2. “Diler” - o‘z faoliyatini O‘zbekiston Respublikasining amaldagi
gonunlariga ko‘ra tegishli vositachilik shartnomasiga ko‘ra amalga oshiriluvchi
tovarlarni oz nomidan, oz mablag‘lari evaziga ulgurji xarid giluvchi va sotuvchi
vositachi-yuridik yoki jismoniy shaxs.

3. Tahlillarimizga ko‘ra, mahsulot sotish tizimi subyektlarining mavjud
tasniflash xususiyatlariga go‘shimcha ravishda omborxona binolarining mavjudligi,
xizmat Ko ‘rsatish predmeti, oz tarqgatish tarmog ‘ining mavjudligi, faoliyat uchun
bozor ko‘lami kabi ko‘rsatkichlarni kiritish magsadga muvofig. Demak,
distribyutorlar dilerlar bilan taqgoslaganda, brendni tanlashda maksimal
mustaqillikka, o‘zlarining ombor bazasiga ega, fagat tashkilotlarga xizmat giladi va
shuningdek, mahsulot sotishning rivojlangan tarmog‘ini yaratish, faoliyat
ko‘lamini va dilerlik do‘konlarini cheksiz yaratish imkoniyati mavjud.

4. Mahsulotni sotishda distribyutorlik hamda dilerlik tarmoglarini
rivojlantirish uchun barcha turdagi kanallarni tovar bozorlari turlariga garab tashkil
etish kerak. Ushbu tarmoglarni tashkil etishning nol, birinchi va ikki darajali
turlarining kanallari ozig-ovqgat tovarlari bozorlarida mahsulotlarni  sotishni
ta’minlaydi.

5. Fikrimizcha, savdo kanallarini quyidagi ko‘rsatkichlari bo‘yicha tizimlash
magsadga muvofig: mahsulotni sotish kanalining xususiyatlari, mahsulotni sotish
kanalining subyekt tarkibi, savdo tarmog‘, bozor maydonining turi, tovar
bozorining turini aniglashga imkon berdi. Birinchi va ikkinchi darajali kanallar
o7 predmeti tarkibiga ko ‘ra, biznes yuritishning virtual va real maydonida
mahsulotlarni sotish uchun distribyutorlik va dilerlik tarmoglarini tashkil etish va
rivojlantirish sohasi va kanalning yangi turini aniglash - o ‘zgaruvchan bozor
sharoitlariga garab moslashish, o ‘zgartirishga qodir.

6. Tadgigot natijalariga ko‘ra, distribyutorlik va dilerlik tarmoglarini
rivojlantirish strategiyasi shakllantirildi hamda mahsulot sotishda 7 ta mumkin
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bo‘lgan o‘zgarishlar aniglandi: “4” - tovarlarni to‘g‘ridan-to‘g‘ri ishlab
chigaruvchidan tagsimlash, “B’ - ishlab chigaruvchining vakili orgali tovarlarni
tagsimlash; “BI, B” - ishlab chigaruvchining vakili orgali tovarlarni sotish
tarmog ‘i orgali tagsimlash; “B” — tovarlarni targatish tarmog ‘i orgali sotish; “B2,
B, G” - tovarlarni ishlab chigaruvchining vakili yoki dilerlar tarmog‘i orgali
targatish tarmog‘i orgali sotish; “Bi, G” - tovarlarni dilerlik tarmog ‘ining
targatish kanali orgali sotish; “G” - dilerlik tarmog ‘i orgali tovarlarni tagsimlash.

7. Muallif fikricha, ozig-ovgat tovarlari bozorida mahsulotlarni sotish uchun
distribyutorlik va dilerlik tarmoglarini rivojlantirish modellari ichki alogalarni
yaratish, kontekstli reklama yoki tematik saytlarda ro ‘yxatdan o ‘tish, vizit kartasi
veb-saytini, korporativ veb-saytni, onlayn-do ‘konni, "reklama" veb-saytini,
korporativ portalni yaratish yoki biznes jarayonlarini autsorsing gilishdan tashkil
topadi va rivojlanish yo‘nalishini tanlash kompaniyaning boshgaruv apparati
tomonidan erishish lozim bo‘lgan magsadlardan kelib chiggan holda hal gilinadi.

8. Barcha tovar va xizmatlar uchun umumtavsiya etilgan ozig-ovgat yoki
ichimlik tovarlarini sotish bo‘yicha vositachilikning distribyutorlik va dilerlik
tarmogqlari modellari samaradorligini baholashning universal uslubiyati mavjud
emas. Shu sababli, dastlabki bosgichda distribyutorlik va dilerlik tarmoglarini
rivojlantirish tarmoq egalari tomonidan sifat va miqdoriy ko‘rsatkichlarda
belgilanishi kerak. Biroqg, elektron resurslarni rivojlantirish sohasida miqdoriy
ko‘rsatkichlarning o‘zaro bog‘ligligini aniglash juda qiyinligi sababli, sifatiy
baholash usulidan foydalanishni magsadga muvofiq deb hisoblaymiz.

9. Murakkab zamonaviy igtisodiy makonda B2B bozorlarida mahsulotlarni
sotish bo‘yicha distribyutorlik va dilerlik tarmogqlarini rivojlantirishning istigbolli
marketing vositasi bu elektron tijorat bo‘lib, u distribyutorlik va dilerlik
tarmogqlariga o‘zining tranzaksiyalar, mablag‘lar, tagsimlash sikllari uchun
sarflangan vaqtni qisgartirish, faoliyatni tezkor qayta Yo ‘naltirish, bozor,
mahsulotlar, biznes jarayonlari ishtirokchilari haqgida to‘liq ma’lumotga ega
bo ‘lish kabi keng ko‘lamli afzalliklaridan foydalanish imkonini beradi.

10. Internet-resurslarni yaratish, joriy etish, o‘zgartirish yoki Kkiritishning
magsadga muvofigligi va imkoniyatlari to‘g‘risida garor gabul qilish uchun
quyidagi yo‘nalishlarda o0zig-ovgat tovarlari bozorida mahsulotlarni sotish
bo‘yicha distribyutorlik va dilerlik tarmoglarini rivojlantirish yo‘nalishlari modeli
qurildi: ichki aloga, kontekstli reklama yoki tematik saytlarda ro ‘yxatdan o ‘tish,
veb-sayt - tashrif qog-‘ozi, korporativ veb-sayt, onlayn do kon, reklama sayti,
korporativ portal, biznes-jarayonlarning autsorsingi va h.k.

11. VXBning real va elektron makonda sotish uchun distribyutorlik va dilerlik
tarmogqlarini rivojlantirishning iqtisodiy samaradorligini oshirish metodologiyasi
shakllantirildi. Shuningdek, elektron ish maydonida sayt sifatini baholash uchun
ko‘rsatkichlarni individual tanlash, raqobatchilar bo‘yicha qiyosiy mezonlar
asosida baholash, mutaxassislar so‘rovnomasi asosida saytni tahliliy baholash,
firmaning elektron saytining kuchli va zaif tomonlarini, sifat ko‘rsatkichlarini
aniglash, avvalo firmani elektron makonda tagdim etish sifatini sozlash va
optimallashtirish bo‘yicha ishlash kerak bo‘lgan Internet-resurslarni aniglash lozim
bo‘ladi.
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AKTYaJIbHOCTH U BOCTPe0OOBAHHOCTD TeMBbI AUCCEPTALMH.
CoBeplIEHCTBOBAaHUE OPraHU3alMOHHO-I)KOHOMUYECKUX MEXAHU3MOB pa3BUTHUS
pBIHKA TOCPEIHUYECKUX YCIYr B MHPOBOM 3KOHOMHKE CIIOCOOCTBYET
ONTUMHU3AaLlMM OOMEHa TOBapaMH M yciayraMu nOyTéM  (HOpMHUpOBaHHUS
3¢ (EKTUBHBIX CBA3ECH MEXAy CyObEKTaMH PBIHKA, YyCTpaHEHHUS WH(OPMaLMOHHON
acCUMMETpUHU U obecriedeHusi OamaHca MEXIy MOKYIMATeNISIMH M TMOCTaBIIUKAMHU.
Hapsiny ¢ stum, Onarogaps 3KOHOMHYECKOMY MYJIbTUIUIMKATUBHOMY 3(deKkTy
MOCPETHUYECKUX YCIYT CO3JaloTcs pabodyue MecTa B CMEXKHBIX OTpPACIAX, UTO
OKa3bIBAET MOJIOKUTEIILHOE BIUSHUE HA PETHOHAIIBHOE SKOHOMUYECKOE pa3BUTHE.
Opnumu u3 Hamboiiee d3(PpPeKTUBHBIX OU3HEC-MoJIeNel B chepe MOCPEeTHUYECKUX
yCIIyT ¥ MHOTOYPOBHEBOTO MapkeTuHra (MLM) saBisitoTcs TUCTPUOBIOTOPCKUE U
nunepckue yenyru. CoriacHO JJaHHBIM MEXIYHapOJIHOTO areHTcTBa Zion Market
Research (ZMR), «rmobanbHasi MHIYCTPUS MOCPETHUYECKUX YCIYT B CErMEHTE
MLM exeronno pactétr B cpeaHeM Ha 6,5% (CAGR) u x 2030 roay J10CTUTHET
obobéma B 329 wmupn npomtapo CHIA» L CoBepIlIEHCTBOBAHHUE TOIOOHBIX
MEXaHU3MOB IO3BOJISIET pEaJu30BaTh TaKHE MOAXOAbI, Kak LU(PpoBU3AIMSA
byHKIUH MOCPEIHUKOB, YIOPSIAOUCHHE KOHTPAKTHBIX OTHOILICHUH,
CTaHJApTU3alMs M KJIacTepu3alus, 4YTO B COBOKYIHOCTH CIIOCOOCTBYET
MOBBIIIEHUIO 3PEKTUBHOCTH U KOHKYPEHTOCIIOCOOHOCTH PBHIHKA.

K d4ucily m0pUHOPUTETHBIX HAMNpaBICHUW HAYYHBIX HCCIEIOBAHUN T10
COBEPILIECHCTBOBAHUIO OPraHU3allMOHHO-3KOHOMHUYECKHX MEXaHU3MOB pa3BUTHSA
pbIHKa TIOCPEAHUYECKUX YCIAYyr B MHUpPE OTHOCSTCS CO3JaHHE IU(PPOBBIX
MOCPETHUYECKUX TIIATHOPM H pa3pabOTKa UX MPABOBBIX U IKOHOMUYECKHX OCHOB,
BHEJIPEHUE HMHTETPUPOBAHHBIX MOCPETHUYECKUX MOJENeH B cdepax JIOTHCTHUKH,
TOproBiau u (uHaHCOB, (OPMHUPOBAHME CHUCTEMBI OIEHKH KauecTBa YCIYyT
MOCPETHUKOB M HMX CepTU(UKAIIMU, a TaKXKE BHEIPEHHE aBTOMATHU3UPOBAHHBIX
MEXaHU3MOB OIIEHKM M COIJVIACOBAHMS, OCHOBAHHBIX Ha HWH(OPMAIMOHHBIX
TexHoJorusx. Kpome Toro, BaxkHOE 3HaU€HHE MPUOOPETAIOT COBEPLICHCTBOBAHUE
WHCTUTYLIMOHAJIbHBIX MEXaHU3MOB PETYJIMPOBAHMS PhIHKA HA OCHOBE TIyOOKOTO
aHaIKM3a v aJanTalui MEeXKIyHapOAHOTO OMbITA.

B ycnoBusix HoBoro Y30ekucrana xo3sicTBYIOIINE CYObEKThI CTATKUBAKOTCS
¢ Ipo0eMoii morcka HaAEKHbBIX NapTHEPOB MPH 3aKyIKE HEOOXOIUMBIX PECYPCOB
JUTSL OpTaHU3allK TTPOU3BOJICTBA (OKa3aHUs YCIIYT) U COBITa TOTOBOM MPOYKIIUU.
B pemenun nanHOM mpoOsieMbl BAXKHYIO POJIb KaK 3BEHO MOCPEIHUYECKUX YCITYT
UTpaeT pa3BUTHE NUCTPUOBIOTOPCKUX W NUIEPCKUX ceTeld Ha peiHKke B2B. B
Crparernn «Y36ekuctan—2030» Taxke MOAUYEPKUBACTCS TMPHOPUTETHOCTH 3TOM
3aauu: B 4yacTHOCTH, B Llenu 59 ykazaHO — «... yTpOUTb 0OBbEMBI OKa3aHUS yCIyT
3a cuér pasBUTHS chepbl CepBHCa M YCIyr B perHoHax» - . Kpome Toro,
aKTyaJIbHOCTb ~ TEMBl ~ JUCCEPTALIMOHHOTO  MCCIEJOBAaHUS  MOIATBEPHKIACTCS
OTPaHUYEHHOCTHIO MPOBOAMMBIX HCCJIENOBAHUM 1O JUCTPUOBIOTOPCKUM H
JTUJIEPCKUM CETSIM — KaK YacTH AJIEKTPOHHOM KOMMEPIIMH, MPEAO0CTaBIIAIONICH

! https:/flawlessmlm.com/blog/view/index/post/247
2 Vka3 Ilpesunenra PecniyGmunkn Y3oekucran ot 11.09.2023 . Ne IId-158 «O Crparerun «Y3Gekucran — 2030%.
https://lex.uz/docs/-6600413
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HEOTPAHUYEHHBIE BO3MOXHOCTH Ha PBIHKE MOCPEAHUYECKUX YCIYI B MHTEPHETE,
— B aCleKTaX SKOHOMHHU BpeMeHH, d(HPEKTUBHOTO Pa3BUTHS MOCPEITHUUECKOTO
3B€Ha M CO3/IaHMsl ONTHUMAJIBHBIX YCIOBUM st mapTHEpoB. Hemocrarounas
pa3pabOTaHHOCTh HAYYHO-TEOPETUUYECKUX, METOJOJIOTHYECKUX U TMPAKTUYECKUX
3HAHUM B JaHHOW 00JlacTh MOMYEPKUBACT 3HAYMMOCTH pPacCMaTPUBAEMOU
poOJIeMaTUKH.

JlanHast muccepTamyoHHass paboTa B OMPENeIEHHOW CTEIeHH CIIOCOOCTBYET
peanu3anuy 3aj1ad, 0003HAYEHHBIX B PsJie HOPMATHUBHO-NPABOBBIX JOKYMEHTOB
PecniyOnuku Y30ekuctan, Briatoyass Yka3 llpesunenta PecnyOnuku Y30ekucran
ot 11 centsopst 2023 romga Ne PF-158 «O Crpaterun “Y30ekuctan—2030"», Yka3
ot 28 suBaps 2022 roga Ne PF-60 «O Crpareruu pa3sutusi HoBoro Y306ekucrana
Ha 2022-2026 roae», IloctanoBnenue ot 27 siuBaps 2022 roga Ne PQ-104 «O
JIOTIOJTHUTENBHBIX MEpax Mo pa3BUTHIO cephl yCIyr», a Takxke [locTaHoBIeHHE OT
16 urons 2020 roma Ne PQ-4752 «O mepax mo mojjep:kke cdepbl yciIyr» u
JIPYTMMHU HOPMATHUBHO-TIPABOBBIMU aKTaMHU, OTHOCSIITUMHUCS K JJaHHOU cepe.

CooTBeTcTBHE UCC/IEA0BAHUS MPUOPUTETHBIM HANPABJIEHUSM PA3BUTHA
HAyKH U TexHosioruii PecnmyOuuku. J[aHHOE WHCCIEIOBAaHUE BBINOJHEHO B
COOTBETCTBUHM C NMPUOPUTETHBIM HAMPABICHUEM pPA3BUTHS HAYKH M TEXHOJIOTUHN
PecniyOnuku Y30ekucran |. «/[yXOBHO-HpPaBCTBEHHOE WU KYyJIbTYPHOE pPa3BUTHE
JEMOKPATHUYECKOTO M TPaBOBOro o0O0mIecTBa, (GOpMUPOBAHWE HMHHOBAIIMOHHOM
SKOHOMUKI.

Crenenpb U3y4eHHOCTH NPoOJiembl. [[poOiemaTuka mocpeqHUUECKUX YCIYT,
B YACTHOCTH KJacCU(pUKAIUs U OCOOCHHOCTH TUCTPUOBIOTOPCKUX MU JTUIEPCKUX
CeTeH, a TaK)Ke TEOPETUKO-METOI0JIOTHUSCKUE acIIeKThl BeIcHUs On3Heca Ha B2B-
PBIHKE U B 3JIEKTPOHHOW KOMMEPIIMH IIMPOKO OCBEIIECHBI B TPyAaX 3apyOeiHBIX
yaéHbIX, Takux kak T.B. Amnexcunckas, b.A. Anukun, JI.B. bamaGaHosa,
N.A. T'appunos, T.A. TI'aiinaeuko, E.Il. I'omyokos, O.A. Kobenes, B.H. Haymos,
H.A. Haranersunu, JI.B. Ocunosa, ®@.I'. Ilankparos, E.B. Ilonos, N. Pa3ymos,
I0.A. CaBunoB, M.B. Cssarenko, B.B. Ctporanos, P. Tarues, 1.B. Ycnenckuii,
C. Llnsxtuna’.

¥ Anexcunckas T.B. OcHoBbl norucTuky. O6me BOIIPOCHI JIoTUcTHUecKOoTO yrpaeieHusi / T.B. AnexcuHckas. —
Taranpor : Uzng-so TPTYVY, 2005. — 121 c.; Auukun T.A., Tanyxun A.B. KomMmepueckass joructuka. Y4eOHHK.
Mocksa.: IIpocmekrt, 2015. 432 C.; banabanoa A.B. Mapketunr B XXI Beke. [lymegooumens npeonpuHumamens.
2017;(35):67-73; T'aBpmiioB, M.A. OueHka ypoBHS TApTHEPCKMX CBA3eH Kak OAHOTO U3  (paKTOpOB
KOHKYpeHTOCIIOcoOHOCTH opraHm3auuu /// Mapketunr B Poccun u 3a pybdeskom. - 2009. - Ne 3(71). - C. 77-86;
laiimacuko, T.A. MapkerunroBoe ynpasnenue / T.A. Taiinacako.— 3-¢ u3f., mepepad. u gon. -M.: Dxemo, 2008. -
512 c.; Tomy6koB, E.Il. Kommueke mapkerunra / E.II. [omyOkoB // Mapketusr. - 1996. - Ne 1. - C. 111-120.;
KooOeneB, O.A. DnekTpoHHast KomMmepius: yued. mocoodue/ - M.: «JlamkoB u KO», 2008. - 684 c.; HaraneTsstai, H.A.
MapkeTHHT B OTpaciix M cdepax AeITenbHOCTH: yueb. mocodme /- M.: Bysosckmit yuebnmk, 2008. — 272 c;
Ocwumnogsa, JI.B. OcHOBBI KOMMEPYECKON NIEATENBHOCTH. - 2-€ U3M., epepad. u gom. - M.: JOHUTU-JTAHA, 2000. -
623 c.; ITankparos, @.I. Kommepueckas nestensHOCTh: yueOHHUK / @.I.[Tankparos. - 11-e u3z., mepepad. u mgorm. -
M.": U3n.-topr. koprioparus «JlamkoB 1 KO», 2009. - 500 c.; [Tomos, E.B. IIpoasmkenne ToBapoB u yciyr: yuel.
moco6ue / E.B. TTomos. - M.: ®unancs! u cratuctuka, 2002. - 320 c.; Pazymos, M. OcobennocTu poccuiickoro B2B
[Onexrponnsiii pecypc] / M. Pazymon. - URL: http:/rating.cnews.nj/reviews/ free/2004/part7/b2b.shtml7print.;
CaswuHoOB, I0.A. Vcnonp30BaHe NOCPEAHUUECKUX YCIYT TPH OPraHW3aMY PO HH(HOPMAIIMOHHBIX TEXHOIOTHH
/I Poccuiickuii BHemIHeIKOHOMHYecKkuid BecTHUK. - 2010. — Ne 9. - C. 14-26.; Cearenko M.B. K Bompocy
aBTOMAaTH3aluKk OM3HEC-TpoleccoB npeanpusTus Ha ocHoBe ERP-cucrem// MHHOBAalMOHHBIA MEHEKMEHT.- M.:
Uzn-Bo «Dxoctapy, 2005. -240 c.; CrporanoB, B.B. DnexTpoHHBIH OW3HEC: WCIONB30BAHHE MPEIIPUSTHIMA
KOMITBFOTEPHBIX cereit B Om3Hec-IpoIeccax [DneKTpOoHHBIH pecypc]-URL:
http://emag.iis.ru/arc/infosoc/emag.nsf/BPA/ 3ca663e89bdld9eac32572a 7004e 76a4.; Tarues, P. Murepuer B
Poccun  eme wmemoomenen // Ta3. «Bammam». -2009.— 23 wmions [DnextpoHubsii  pecypc]. - URL:
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B PecnyOnuke VY30€eKHUCTaH TEOPETHKO-METOA0JIOIMYECKHE BOMPOCHI,
Kacaroruecs: cepbl yCIyT, MOCPETHUUYECKUX YCIIYT, SJIEKTPOHHOM KOMMEPIIUU U
MapKETHUHTOBBIX YCIIYT, OBLIIM M3Y4YEHBI B HAYYHBIX TPYJaX TaKUX OTEUECTBEHHBIX
uccinenosareneii, kak C. I'ynomos, b. beranos, 3. Xakumos, VY. llapudxoxaes,
O. Ymapos, 11I. Dpraurxoxkaesa, JI. AGxyxanmiosa’ u apyrux.

OpHako, HECMOTpPS Ha HAJIMYME MHOTOYMCIIEHHBIX HCCIIEOBAaHUM,
COBPEMEHHbIE OpraHu3allMOHHO-3KOHOMHYECKHE MEXaHU3Mbl  pPa3BUTHUSA
HOCPEAHUYECKUX YCIIYT, BONPOCHl OLIEHKH YPOBHSI Pa3BUTHUS MOCPEAHUYECKHUX
yCIyr B HAllMOHAJIBHON SKOHOMMKE, B YAaCTHOCTH B XOpE3MCKOM 00yacTu, ¢
IPUMEHEHUEM COLMOJIOTUYECKMX AaHKETHBIX OIPOCOB, TEKYIIETO COCTOSHUS
pa3BUTHSA JAUCTPUOBIOTOPCKUX U JWIEPCKUX CETeH, a TakkKe IMPOABIKECHUS
OpOAYKIMM Yepe3 JaHHble ceTh Ha B2B-pbiHKE B 3J€KTPOHHOM IPOCTPAHCTBE
pPErvuoHa, OCTAKTCAd HENOCTATOYHO M3y4eHHbIMH. Kpome TOro, HampaBieHus U
NEPCIIEKTUBBI PA3BUTHUS MOCPETHUUECKHUX YCIYT B TUCTPUOBIOTOPCKUX KOMITAHUSAX
TpeOyIOT JajdbHEHIIero aHaiau3a. Bee BhllenepeurclIeHHbIE aCIEKThl OCITY KN
OCHOBAHMEM JIJIsl ONPEJICICHUS] HAYYHOTO HAaIIPaBJICHUs JAHHOTO UCCIEA0BaHUS.

CBsi3p HCC/IEIOBAHMSA C IUIAHAMM HAY4YHO-HCCJIEeJ0BaTeJbCKUX PpadoT
BbICIIEr0 00pa30BaTeJIbHOI0 Y4YpeKAeHHS, B KOTOPOM BbINOJHSACTCA
auccepraums. JluccepranuonHas pa0oTa BBIIOJHEHA B paMKax Hay4yHO-
MPAKTUYECKUX MPOEKTOB YPreHYCKOro rocyJapCTBEHHOTO YHUBEPCUTETA UMEHU
A0y Paiixona bepynu.

Heap wucciaenoBanusa sBisieTcss pa3paboTKa HaydyHO OOOCHOBaHHBIX
pPEKOMEHJAUMi U TPEUIOKEHUN [0 COBEPIICHCTBOBAHUIO OPraHU3alMOHHO-
HDKOHOMHYECKUX MEXAHU3MOB PAa3BUTHUS TOCPEIHUYECKHUX YCIIYT.

3agaum uccjie0BaHUS 3aKIIFOYAETCS B CIEYIOLIEM

— 000CHOBaTh COIMAIBHO-3KOHOMHUYECKYIO CYHIHOCTh M OOBEKTUBHYIO

HEOOXOMMOCTb Pa3BUTHUS IOCPETHUYECKUX YCIIYT;

— 000CHOBaTh MPEMJIOKEHUSI O MPUMEHEHHIO NEPEIOBOIr0 3apyOesKHOIo

OMbITAa PA3BUTHS MOCPEIHUYECKUX YCIAYr B MHOCTPAHHBIX TOCYJapCTBax B

ycinoBusix PecyOnuku Y30ekucras;

— ONpPEeNeNuTh OPraHU3aLMOHHO-TIPABOBbIE OCHOBBI M TEHACHIIMM Pa3BUTHS

pPBIHKA OCPETHUYECKUX YCayT B PecriyOnuke Y30ekucras;

— MPOAHAJIU3UPOBATh COBPEMEHHBIE MEXAHM3MbI PA3BUTHUS MOCPEAHUYECKUX

yciyr B PecniyOnuke Y306ekucraH;

— OLICHUTH TEKYILEE COCTOSHHUE Pa3BUTHs AUCTPUOBIOTOPCKUX U TUIEPCKUX

ceTel B HAIIMOHAJIbHON YKOHOMHUKE;

— IPOBECTU OLIEHKY YPOBHS Pa3BUTHUS IMOCPEIHUYECKUX YCIYT B XOPE3MCKOM

00J1acTH Ha OCHOBE COLMOJIOTUYECKUX aHKETHBIX OTPOCOB;

— O0O0OCHOBaTh HOBBIE OPraHU3AIMOHHO-3KOHOMHUYECKHE MEXaHU3Mbl U

MOJIEIHN Pa3BUTHUS MOCPEAHUUECKUX YCIYT B XOpEe3MCKOI 00acTu;

— pa3paboTaTh HampaBjieHus pa3BuTuUsi B2B-pblHka M TOBBILIEHUS €rO

73($()EKTUBHOCTH Ha MPUMEPE IUCTPUOBIOTOPCKUX MOCPEIHUYECKUX (UPM B

http://vz.ni/economy/ 2009/6/23/299910.html.; Illnsxtuna, C. Uureprer B Poccuu u B mupe / C. llmsaxruna //
Komnsrorep Ipecc. - 2007. - Ne 2. - C. 4-15.

* Z.A Xakimov, U.U.Sharifxodjaev. Interaktiv va ragamli marketing. O‘quv qo‘llanmasi. Toshkent. “Iqtisodiyot”. 2019. 270 b.;
Abduxalilova L.T. Internet - marketing. O‘quv qo‘llanma. — T.: TDIU, 2011. -285 b
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PETHOHE;

— paccuuTaTh MPOTHO3HBIE TOKA3ATENN U ONPEIETUTh NEPCIEKTUBBI PA3BUTHS

JTUCTPUOBIOTOPCKUX MOCPETHUUECKUX yCIyT B XOPE3MCKON 001acTH.

O0beKkTOM HMCCJIeJOBAaHUSI  SIBISIOTCA  CYOBEKTBI, OCYIIECTBIISIONINE
NEeATENbHOCTh B c(epe NOCPEIHUYECTBA, B YACTHOCTU JUCTPUOBIOTOPCKUE U
IWIEPCKUE CTPYKTYphl, (GyHKUMOHHMpyromue B Pecnybnmuke VY30ekucraw,
MPEUMYILECTBEHHO HA TEPPUTOPUH XOPE3MCKOU 00JIaCTH.

IIpenmeTroM mccieI0BaHusl SBISIOTCS OPraHU3alMOHHO-?KOHOMUYECKHE
OTHOILIEHUS, CKJIa/IbIBAIOLINECS Ha PHIHKE TOCPEAHUYECKUX YCIIYT.

Mertoabl wucciaenoBanusi. B mguccepraliMoHHON pa0oTe HCHOJIB30BaHBI
METO/bl a0CTPAKTHO-IOTMYECKOIO MBIIUIEHUS, CPABHUTEIbHBIA, SKOHOMUYECKUH,
CTaTUCTUYECKUI U CUCTEMHBIN aHaNU3, MHAYKIMS U JEAYKIHSI, COLUUOIOTUYECKUI
aHKETHBIN ompoc, a Takke SWOT-ananus.

HayuyHasi HOBH3HA MCCJIeI0BAHUS 3aKJII0UAETCS B CIETYIOIIEM:

C ToukM  3peHMs ~ METOAOJOTMYECKOro  MOAXOAa  yTOYHEHO |
YCOBEPILIEHCTBOBAHO 3KOHOMHUYECKOE COJIEPKAHUE MOHATUS «IUCTPUOBIOTOP» Kak
CaMOCTOSATENIHOTO XO3AWCTBYIOIIEr0 CyOBEKTa, MPUOOPETAIOIIEr0 TOBAPHI WM
YCIIYTH Y TPOU3BOAUTENS JIMOO ONTOBOTO MOCTABIIMKA M OCYIIECTBIIAIOMIETO MX
MOCJIETYIOUTYIO PEATTU3ALMIO B PaMKax ONPEAEIEHHOr0 reorpaduyeckoro peruoHa,
LIEJIEBOTO PHIHKA MM KJIMEHTCKOIO CETMEHTa Ha OCHOBE YCTAHOBJIEHHBIX YCIOBHI,
OpU 3TOM BBINOJHASA (YHKIMM JIOTMCTUKH, MAapKeTHMHra W B3aUMOJEUCTBUS C
KJIMEHTAMM, a TaKXe BBICTYMAIOLIET0 B KayeCTBE BAXKHOTO HSKOHOMUYECKOTO
WHCTPYMEHTA TMOBBIIIECHUSI d(PPEKTUBHOCTH TOBAPOOOMEHA MYTEM COTJIACOBAHMS
crIpoca U MpeaoKEeHUsI B PhIHOYHOM 1IEMIOUKE;

000CHOBaHAa BO3MOXKHOCTh KiacCU(UKAIMK OU3HEC-CBA3EH CYOBEKTOB,
YYacTBYIOIIMX Ha PbIHKE MOCPEAHMYECKUX YCIIYT, MO OTIACIbHBIM CErMEHTaM Ha
OCHOBE KpUTEpUsI CTPYKTYPHOW CTPYKTYpBbI, a TakKe ONpeiesieHbl TOYKU POCTa
TUCTPUOBIOTOPCKUX M JUIEPCKUX CETel € MCIOJb30BaHUEM HWHHOBAIIMOHHOW
TUJIEPCKOM MOJENH, YTO MO3BOJISIET MOBBICUTh YPOBEHb KOHKYPEHTOCIIOCOOHOCTH
B KaxaoM cermeHnte Ha 1,4—1,8 paza, oxBar xkimeHTOB — Ha 25-30%, a Takxke
YBEJIMYHUTH TOPTOBYIO KOHBEPCHIO CETH B 3JIEKTPOHHOM miiatdopme 10 15%;

MPEAJIOKEHO MOBBIIEHHE 3()PEKTUBHOCTA OPTaHU3ALMH TUCTPUOBIOTOPCKUX
U JIUJIEPCKUX CETed B TOProBOM JAESATENIbHOCTH 3a CYET ayTcOpCUHra Ou3Hec-
MpoIeccoB 4epe3 1u(dpoBble KaHAIBI: BHYTpeHHHE KoMMyHHKanuu (68%),
KopropaTuBHbIe BeO-caiTel (53%), Temaruueckwe calthl (47%), WHTEpHET-
Mara3ussbl (38%), callThI-BU3UTKHA M KOPIIOpaTUBHBIE MOpTaibl (35%);

pa3paboTaHbl IPOTHO3HBIE TIOKA3aTe€IM PAa3BUTHUS  JUCTPUOBIOTOPCKUX
KOMIaHuil B cdepe yciayr, B YaCTHOCTH MOCPEAHUYECKUX YCIYr, Ha pPbIHKE
Xopesmckoit oomactu 10 2028 roja.

IIpakTyeckue pe3yabTaThbl HCCAEI0BAHNS 3aKIIIOYACTCS B CICIYIOIIEM:

CornacHo METOAOJOTUYECKOMY TMOAXO0AY, ASKOHOMHUYECKOE COJEpKaHue
NOHATUS  “AUCTpUOBIOTOP”  HAy4yHO  OOOCHOBAHO  MYTEM  IOBBIIICHUS
3¢ pexkTUBHOCTH TOBapoOOOPOTa MyTEM KOOPAMHALIMM CIpOca U MPEAJIOKEHUS B
PBIHOYHOM ILIENOYKE HE3aBUCUMOIO XO34MCTBYIOUIETO CyOBEKTa, KOTOPBIi
npuodpeTaeT TOBaphl (YCIayru) y MPOU3BOAUTENS WJIM ONTOBOIO IMOCTAaBIIMKA U
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MEpPENpOAACT HMX Ha ONPEACICHHBIX YCIOBUSAX B IpeAenax OIMPEAEICHHOTO
reorpapuueckoro pernoHa, 1eJeBOro PhIHKA UM CErMEHTa KIIMEHTOB, JIOTUCTUKH,
MapKETHHTa U 00ECTIeUeHUs CBA3EH C KIMEHTaMU;

00OCHOBaHAa MHOTOYpOBHEBas HMHHOBAIMOHHAs CHUCTeMa pa3rpaHUYCHUs
JUCTPUOBIOTOPOB M JWJEPOB,  NO3BOJSIOIAS  BBLACIUTH  CEIrMEHTHI
B3aMMOJICUCTBUS MMOCPEIHUYECKOr0 OM3HECAa Ha HAMOHAIBHOM U PErMOHAIBHOM
YPOBHSIX C YYETOM CTPYKTYPHBIX KPUTEPUEB CTOPOH, YYACTBYIOIINX B 3aKJIFOUEHHUH
CHEJIOK Ha PBIHKE MTOCPEAHUYECKHUX YCIYT;

Ha OCHOBE COILIMOJIOTMYECKHX AHKETHBIX OINPOCOB JaHA OIIEHKA COCTOSHHS
pa3BUTHSL PbIHKA MOCPEAHUYECKUX YCIYr B XOpEe3MCKOW 00yacTh, MpU 3TOM
HAy4YHO OOOCHOBaHBl ~ MHTETPAllMOHHBIE TOAXOAbBI M  METOABl  OLIEHKH
3G ()EKTUBHOCTH pa3BUTHS JUCTPUOBIOTOPCKUX U JUJIEPCKUX CeTed uepe3
ayTCOPCUHI OM3HEC-TPOLIECCOB C MCIIOIb30BAHUEM aJIbTEPHATUBHBIX MOJEIIEH,
TaKMX KaK BHYTPEHHSA CBsI3b, PEKJIAMA, TEMATUYECKUE CANThl, CaUThI-BU3UTKH,
KOpPIIOpaTUBHbIC  BEO-CaiThl, OHJIAlH-MaraswHbl, pEKJIaMHbIE CAUTBI U
KOPIOpPaTUBHbBIE TOPTAJIbI;

NPOBENEH CPABHUTENbHBIA aHAIW3 KIHOYEBBIX (PMHAHCOBO-DPKOHOMHYECKHUX
nokKaszarelied  psjga  JWIEPCKUX U JHCTPUOBIOTOPCKUX  CYOBEKTOB,
(GYHKIIMOHUPYIOIIUX HAa PBIHKE MOCPEIHUYECKUX YCIyr XOope3McKoi o0yacTu, B
pe3ynbTare 4ero 00OCHOBAaHbI M CIIPOTHO3UPOBAHBI IPUOPUTETHBIE HAIPABICHUS
Pa3BUTHA JUCTPUOBIOTOPCKUX CTPYKTYP.

J10OCTOBEPHOCTH Pe3yJIbTATOB HMcCJIeI0BaHUA. [JOCTOBEPHOCTh PE3yIbTAaTOB
uccienoBanus  00OCHOBaHa  II€JECOO0Pa3HOCThIO TMPUMEHEHHBIX B pabote
MOJIXOJIOB U METOJIOB, UCIOJIb30BaHUEM O(PUIIMATIBHBIX HCTOYHUKOB MH(OpMaLIUH,
BKJItOYasi JaHHble AreHTcTBa Mo craructuke npu Ilpesunenre PecmyOnmku
VY30ekucrtaH U MEPUOJUYECKYIO OTUETHOCTh, @ TAKXKE TEM, YTO NPUBEIEHHBIC
aHaJIM3bl OCHOBAHbI HA COLIMOJIOTMYECKUX ONPOCaX U MaTEMAaTUKO-CTATHCTHYECKHUX
Meroaax. Kpome Toro, 000CHOBaHHOCTb BBIBOAOB, MPEVIOKEHUN U PEKOMEH Al
MOATBEPKIAETCS UX MPAKTUUYECKUM BHEIPEHUEM W NPHU3HAHUEM IMOJTYYEHHBIX
pPE3yNbTATOB YIOJIHOMOYEHHBIMU CTPYKTYPaAMHU.

HayyHasi M mnpakTu4yeckKas 3HAYUMOCTHb Pe3yJIbTATOB HMCCJICI0BAHMS.
Hay4ynasg 3Ha4uMMOCTBb peE3yJbTAaTOB HCCIEIOBAHMS 3aKIIOYAETCS B TOM, YTO
IPEICTABICHHBIE B HEM HAYYHO-METOJUYECKHE U TEOPETHYECKHE pa3padOTKu
MOT'YT ITOCIY’KUTh BaXHOM OCHOBOW Ui AAJBHEHIIErO0 PacCLIMPEHUs TEOPETUKO-
METOJIOJIOTUYECKUX OCHOB C(epbl yCIyr, B YaCTHOCTH, PbIHKA MOCPEIHUYECKHX
yCIIyI, a TaKXe€ CTaTh 3HAYMMbIM HMCTOYHUKOM [UIsl MOCJIEAYIOIIMX HAay4YHBIX
UCCIIEIOBAHUM MO peanu3alud MNpOAYKIMM Ha pbeiHKe B2B u pa3Burtuio
JTUCTPUOBIOTOPCKUX U JUIIEPCKUX CETEH.

[IpakTryeckas 3HaYMMOCTb PE3YyJIbTATOB MCCIEIOBAHUS 3aKIIFOYAETCA B TOM,
YTO MPEACTABICHHbIE B HEM AHAJUTHUYECKHE J@HHbIE U aHaJIU3bl MOTYT OBITh
UCIIOJIb30BaHbl MECTHBIMU OpraHamMH BIJIACTU TpH pa3pabOTKe pPErMoHaIbHBIX
nporpaMm pas3BuTusi chepbl yCIyr, B YacTHOCTH, MpPH pa3pabOTKe CTpaTeruit
3G ()EKTUBHOTO pa3BUTUS MOCPEAHUYECKUX YCIAYT, JUCTPUOBIOTOPCKUX U
nunepckux cereil. Kpome Toro, oHu Moryt OBITh HCIOJIB30BaHbl B BBICIIMX
y4eOHBIX 3aBEACHUSAX MpPHU MPENOJaBaHUM TAKUX JUCIUIUIMH, KaK «DKOHOMHKA
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cdepsl yCIIyT», «bupxeBoe peANPUHUMATETBCTBOY, «OCHOBBI
MIPEANMPUHUMATEIECTBAY, « IEKTPOHHASI KOMMEPITHS .

Buenpenue pe3yiabTaToB HcciaenoBanus. Ha ocHoBe pa3pabGoTaHHBIX
HAay4YHbIX  PEKOMEHJAIMH W  IPEUIOKEHHM 10  COBEPLICHCTBOBAHUIO
OpraHU3alMOHHO-3KOHOMHYECKHX MEXaHU3MOB Pa3BUTHUS OCPEIHUYECKUX YCIIYT:

CoriacHO METOAOJOTUYECKOMY TMOJIXO0MY, TEOPETUKO-METOJA0JIOTUYECKUE
JAHHBIE, CBA3AHHBIE C COBEPUICHCTBOBAHWEM HKOHOMHYECKOIO COJAECpPKAHUS
MNOHATUS  «IUCTPUOBIOTOP» € TOYKHA 3PEHUS BAXHOTO HSKOHOMHUYECKOTO
MHCTPYMEHTa NOBbIIEHUS 3((HEKTUBHOCTH TOBAPOOOOpPOTA MYyTEM COTIACOBAHMS
CIpoca M MpeAJIOKeHHs] B PHIHOYHOM 1€, OBLIIM UCTIOJIb30BaHbI MPHU MOJATOTOBKE
yueOHOro mnocobusi «OCHOBBI MPEANPUHUMATENBCTBA» PEKOMEHIOBAHHOTO JIJIs
CTYJICHTOB BBICIIUX  y4E€OHBIX  3aBEJICHUN (ITpukaz  YpreHuckoro
rocyaapctBeHHoro yHuBepcutera Ne 91 ot 26 utons 2023 roma). B pesynbraTe
NpUMEHEHUs JaHHOTO TMOJXO0Ja Ha TMPaKTUKE y CTYIACHTOB TOSBUJIACH
BO3MOKHOCTh  JAJIbHEMIIIEr0 COBEPUICHCTBOBAHUSA OIPEAEIECHUNH OCHOBHBIX
CyOBEKTOB, IEHCTBYIOIIUX HA PHIHKE MOCPEIHUYECKHUX YCIIYT;

[IpensioxkeHue Mo MOBBIIMIEHHIO YPOBHS KOHKYPEHTOCHOCOOHOCTH B KaXKJIOM
cermente (B 1,4 - 1,8 paza), oxBara kineHToB (Ha 25 - 30%) 1 KOHBEpCUU TIPOJIAXK
CeTU Ha 3JIeKTpoHHOU TaTdopme (10 15%) yepe3 MHHOBALMOHHYIO TUIIEPCKYIO
CEeTh, IMO3BOJSIONIYIO KIacCU(UIHUPOBATH JEJIOBbIE OTHOUIEHHUS IO OTAEIIbHBIM
CErMEeHTaM M OIPECNIATh TOUYKUA PA3BUTHS JUCTPUOBIOTOPCKUX U TUIIEPCKUX CETEH
HAa OCHOBE KPUTEPHS CTPYKTYpPHOW OpraHu3aluu CyOBEKTOB, y4acTBYIOIIMX Ha
pPBIHKE TOCPEIHUYECKHX YCIyr, BHEIPEHO B JIEATEIBHOCTH  TOproso-
npoMbIlJIeHHOW manatel  PecrmyOnukm  Y36ekuctan (CnpaBka  Toproso-
npoMblITuieHHoON nanatel Pecniyonuku Y30ekuctan Ne 06-05-33-7572 ot 11 utons
2025 rona). B pe3ynbTaTe NPUMEHEHHs] [TAaHHOTO MPEAJIOKEHUS Ha MPAKTHKE
o00OCHOBaHAa HOBas TMOJUKIACCU(UKAIMOHHAS CHCTeMa JUJIEPCKOM  CeTH,
BKJTFOYAIOIIAsl CETMEHTHI «OU3HEC-TUCTPUOBIOTOP/IUIIEP,» «IAUCTPUOBIOTOD/AUIIEP
- Ou3Hec,» «aWiep - KOHEYHbIH MOTPEOUTENb,» «IUCTPUOBIOTOP/AMIIED -
rocyAapcTBO,» «JIUCTPUOBIOTOP/AWIIED - AAMUHUCTPALMS) U «IUCTPUOBIOTOD -
ANEKTPOHHAs IUTOIIaAKa peiHKa B2B,» ¢ Lenbro ompenesieHuss MecTa pa3BUTHS
TUCTPUOBIOTOPCKUX U AUJIEPCKUX CETEH MO MpOoiaXke MPOIYKIUH;

NpEeAJIOKEHHE MO  MOBBIIEHUI0  3((PEKTUBHOCTH B OpraHuU3aluu
IUCTPUOBIOTOPCKUX M JIUJIEPCKUX CeTeil B cdepe Mmpojax 3a CU4€T ayTCOpPCHHIa
OM3HeC-TPOIIeCCOB uepe3 IU(POBbIC KaHANIbI, TAKHE KaK BHYTPEHHsS CBsI3b (68%),
KopriopaTtuBHbIA BeO-caiiT (53%), Temarnueckue caltel (47%), WHTEpHET-
Marasunbl (38%), BUBUTHBIA CaliT W KopriopaTuBHBIE TopTaibl (35%) ObuLIO
BHenpeHo B gestenbHOocTh  TOproBo-mpomblliuieHHONW mnanatel  PecmyOnuku
V36ekuctan  (CrmpaBka  ToproBo-mpoMbIliUIeHHONW — manaTel  PecmyOmmku
V36exkuctan Ne06-05-33-7572 ot 11 wurons 2025 roma). Peammsarus maHHOTO
OPEeAJIOKEHUs] Ha TNPaKTUKE [O3BOJWIA pa3paboTaTh psii albTEPHATUBHBIX
MOJIeJIell ayTCOpCUHTa OM3HEC-TIPOLECCOB U OUEHKH 3(PPEKTUBHOCTH Pa3BUTHUS
TUCTPUOBIOTOPCKUX W JWIEPCKUX CeTed Ha pPBIHKE MOCPEIHUYECKUX YCIIYT,
BKJIIOYAsl ~ MHTETPUPOBAHHBIE  MPOLIECCHl  BHYTPEHHEH  CBSI3U,  PEKIIaMbl,
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TEMaTUYECKUX CaWTOB, BHM3UTHBIX BEO-CaliTOB, KOPHNOPATUBHBIX BEO-pECypcCoOB,
MHTEPHET-Mara3uHoB, PeKJIaMHBIX CAaliTOB U KOPIIOPATUBHBIX MOPTAJIOB;

[IporHo3nuble MoOKa3aTeNu Pa3BUTHS IUCTPUOBIOTOPCKUX (UPM Ha PBHIHKE
yciyr  XOpe3MCKOW — 00JlacTM, B YacCTHOCTH, [MOCPEIHUYECKHX  YCIYT,
pa3pabotannbie 10 2028 roma, OBLIM BHEAPEHBI B JEATEIBHOCTH TOpromo-
npoMbIlsIeHHON manatel  Pecnyonmuku  Y36ekuctan (CopaBka  Toproso-
IpOMBIIIIeHHON nanatel PecnyOnuku Y36ekuctan Ne06-05-33-7572 ot 11 urons
2025 rona). B pe3ynbrare BHEIPEHUSI 3TUX IIPOTHO3HBIX MOKa3aTesIel TOCTUTHYTO
HayyHOE€ OOOCHOBaHHME IPUOPUTETHBIX HAINPABICHUNW U MEPCIEKTHB Pa3BUTHS
JUCTPUOBIOTOPCKOM IEATEIbHOCTH Ha PhIHKE NOCPEAHUUYECKUX YCIYT XOPE3MCKOM
oOnactu 10 2028 roa.

Anpodanusi pe3y/ibTaTOB HCCJIeA0BAaHUsA. Pe3ybTaThl uccieoBaHus ObUIN
IpPEJCTaBICHbl U OOCYXJE€Hbl Ha 4 MEXAYHapOAHBIX M S5 peciyOJIMKaHCKUX
HAYYHO-TIPAKTUUYECKUX KOH(PEPEHLIUAX.

Ily6amnkanus pe3yibTaToB UccaeaoBaHusl. Bcero mo Teme auccepTaiuu
onmyomukoBaHo 16 Hay4dHBIX paboT, B TOM YKcie 7/ CTaThU B HAYYHBIX KypHaiax (B
5 pecnyOnuKaHCKMX M 2 3apyOSKHBIX XypHajlaX), peKOMEHIOBAaHHBIX BrIciieit
aTTeCTallMOHHOM komuccued PecnyOnuku VY30ekucran s yOJUKaiuu
OCHOBHBIX HAYYHBIX PE3yJIbTaTOB AUCCEPTALMU T0KTOpa Puiiocopuu (PhD).

CTpykrypa u o0beM auccepranuu. /ucceprannonHas paboTa COCTOUT U3
BBEJICHUS, TPEX IJIaB, 3aKIFOYEHMSI, CIIUCKA UCIIOJIb30BAaHHON JIMTEPATYPHI a TaKKe
npuwioxeHuit. O0muit 00bEM nuccepTauu cocrapiset 144 ctpanuil.

OCHOBHOE COJEPXAHUE JUCCEPTALIUUA

Bo BBeleHMH O0OCHOBBIBAIOTCS aKTYallbHOCTh, II€JIb U 3a/Jaud, OOBEKT U
IpPEAMET  MCCIENOBaHUS,  IPUBOAMTCSI  COOTBETCTBHE  INPUOPHUTETHBIM
HaIpaBJICHUSIM Pa3BUTHS HAYKU M TEXHUKH PecmyOnuku, M3nararoTcs HaydHbIe
HOBUIECTBA, NPAKTUYECKUE PE3YJIbTAThl W PACKPBIBAETCS MX Hay4dHas U
IpaKTUYECKass 3HAYUMOCTb, MPUBOJATCA JIaHHBIE IO BHEIPEHUIO B MPAKTUKY
pE3yNbTaTOB MCCIEIOBAHUM, AaHHbIE 00 ampoOanuu, nyOJuKaluud, CTPYKType U
o0beMe pPe3ysIbTATOB UCCIEAOBAHUM.

B nmepBoii rmaBe guccepraumu nox  HasBaHueM — «Teopermuko-
METO0JIOTHYeCKHe OCHOBBI Pa3BUTHSI PbIHKA MOCPEJIHUYECKHX YCIYD»,
paccMaTpuBalOTCS  COLMAIBHO-DKOHOMHUYECKAasi CYUIHOCTb M OOBEKTUBHAS
HEOOXOJMMOCTh  Pa3BUTHsSI  PBIHKA  INOCPEAHUYECKUX  YCIYT, TEpeaoBOM
3apyOeXHBIN ONBIT B JAHHOU cepe, a TaKkKe OpraHu3allMOHHO-TIPABOBbIE OCHOBBI
pa3BUTHS PbIHKA MMOCPETHUYECKHUX yCIIyT B Pecrybnuke Y30ekucraH.

Kak BceM HaMm H3BECTHO, TOPTOBO-TIIOCPEIHUYECKHE YCIYI'H HUMEIOT 0co0oe
3Ha4yeHHe B 00€CIEeYCHUH B3aUMOCBSI3U MEXI1y ITPOU3BOJUTENIEM U MOTPEOUTENEM.
[TockonbKy B OpraHu3alMi TOPTOBJIM MNPOAYKUHEW MPOU3BOACTBEHHOIO WM
CEpBHUCHOTO Ha3HAU€HUsI — CBIPbEM, TONy(padpuKkaTaMu U TOTOBBIMU U3EIUSIMHU,
MalIgHaMu, OOOpYIOBaHHEM M TEXHOJOTUAMH — 3(P(HEKTUBHOCTH TOPrOBO-
MOCPETHUYECKUX YCIYT HA MPAKTUKE JI0Ka3aHa BHICOKOU Pe3yIbTaTUBHOCTBIO.

B Hacrosimiee BpeMs akTyaJbHOCTh KOMMEPYECKOTO IOCPEIHHUYECTBA Ha
TOBAapHOM DPBIHKE AKTHUBHO BO3pacTaeT Ha (JOHE CYIIECTBEHHBIX W3MEHEHUH B
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chepax ONTOBOM, MEIKOONTOBOW M PO3HUYHOW TOPTOBIM, a TAKXKE B CHCTEME
pacnpeneneHus ToBapoB. OnToBasi TOProBiIs MPEACTABIAET COOON AESITEIBHOCTD
[0 MPUOOPETEHUIO M TMOCJIEAYIONIeH mepenpoaaxke ToBapoB (YCIyr) B KPYMHBIX
00b€Max ¢ y4€TOM MOCTOSIHHBIX M3MEHEHUU B IPOU3BOJACTBE U MOTPEOJIEHUU, B
YCIIOBHSIX HENIPEPHIBHO MEHSAIOIIMXCS PHIHOYHBIX TOTPEOHOCTEN.

OnHuM 13 BaKHBIX HAPABJICHUN MOCPEIHUYECKUX YCIIYT SIBISETCS pa3BUTHE
ONTOBOM TOPTOBJIHM, OCHOBHBIMH LEJSIMU KOTOPOTO SIBJIAFOTCS CO3JaHUE Pa3BUTOU
CTPYKTYpBl TOBapOpacHpe/leTUTEIbHBIX KaHAJIOB, CIHOCOOHBIX MOJJIEPKUBAThH
HEOOXOUMYI0O MHTEHCHUBHOCTh TOBApHBIX IIOTOKOB, CHI)KEHHE H3JEPIKEK
pacrpeenieHus BO BCei cuctemMe ToBapooOOpOTa CTpaHbl U 0OECIICUeHHE BHICOKON
3 PeKTUBHOCTH, a TaKke MoOWIu3aIus (HUHAHCOBBIX PECYpPCOB, HEOOXOIUMBIX
JUTsl pUHAHCUPOBAHUS MPOIECCa paclpe/IeIeHUs] TOBApOB.

be3 mocpenHUYECKHUX YCIyr peanu3auus MNPOAYKLIHMH COIpPSDKEHA C PsIioM
CJIOKHOCTEH, TaKUX KaK OrPpaHUYE€HHOCTh TEPPUTOPUM COBITA U MAJIOUYUCICHHOCTb
noTpeduTeneil, HeoOXOIMMOCTh HaJIWYMs y NPOU3BOJUTENS COOCTBEHHOM CETU
CKJIaJIOB HA PbIHKaxX cObITA, HAJIMYUE KaIpOB ¢ HEOOXOAUMOHN NpodhecCHOHATBHOM
MOATOTOBKOM, a Takke HEOOXOJUMOCTh BHECEHHUS W3MEHEHUH B CHCTEMY
MIPOEKTUPOBAHMS WIIA HACTPOUKU 000PYI0BaHUs, YCTAHOBIEHHOTO Y KIMEHTA. JTH
YCIJIOBHSI, KaK MPABUJIO, HE BCETJ]a BHIMOJHUMBI U CUMTAIOTCS 3aTPYJHUTEIbHBIMH.
Kpome Toro, pelHOK cOBITa MPOAYKIMHU, KAK IMPABUIIO, OXBATHIBAET MIUPOKYIO
reorpaduio, a NOTEHUHUAIbHbIE MOTPEOUTENN TPEOYIOT JOCTaBKM B CTPOTO
YCTaHOBJICHHBIE CPOKH.

Kak wu3BecTHO, C pa3BuTtHeM ri00anbHON KOMIIbIOTEpHOW cetu MHTepHeT
chopMHUPOBAJICS «BUPTYATBHBIIN» CEKTOp TOBapoB U yciyr. Ha cerogusiauii 1eHb
rJ100aJbHOE TOPrOBOE MPOCTPAHCTBO MOKHO YCJIOBHO DPAa3l€IUTh Ha JIBE CPEAbl
cObITa TOBapOB M YCIYI: «pealibHyl0» — Kak (U3NYECKyI0 Ccpeay, u
«BUPTYaAJIbHYIO» — KaK IIU(PPOBYIO pbIHOYHYIO MIomaaky. [Ipu aTom coxpansercs
TPaJMLIMOHHBIN PBIHOK TOBApOB M YCIYI, KOTOPHIM MO3BOJIIET PEIIATh 3a/ayH,
CBSA3aHHBIE C OpPraHU3alMEN PEAIbHOTO MTPOU3BOACTBA, IOCTABKU U PACIPEACICHUS
TOBApOB.

[locpenHUkn — 3TO CYOBEKTBHI, HNPUOOpETAIOUIME TOBAphl HE A
COOCTBEHHOI0 MOTPEOJICHMs, & C LENbI0 MX MOCIEAYIOIIEH MEepenpoaaku JHO0
OpraHU3yIOLME CAEITKH MEXAY NpPOJAaBLOM M MOKyHaTeleM 3a ONpeles€HHOe
BO3HarpaxkjaeHne. VHBIMM cJOBamMH, MNOCPEAHUK — 3TO MPEANPUHUMATEID,
BBICTYNAIOUINI CBA3YIOIIMM 3BEHOM MEXAY MPOU3BOAUTEIEM U TOTPEOUTENIEM,
MEXIy NpOoJaBLAMHM UM TOKYyNaTelsIMH TOBAapOB U YCIYTr, OKa3bIBAIOLINAN
COJICCTBUE B YCTAHOBIEHHH JIEJOBBIX KOHTAKTOB, 3aKJIIOUYEHUU CHEIOK U
JIOTOBOPOB.

Pa3BuTre mNOCpPEIHUYECKHX YCIYyT B OINPEACIEHHOM CTENEHU OKa3bIBAET
BIIUSTHUE HA YPOBEHb KU3HU, KOMMDOPT U 00pa3 KU3HU KAXKJIOTO WieHa OOIeCcTRa.
DTO BBIPAXKAETCA B BO3MOKHOCTU OCYIIECTBJICHHUS! OKYMOK, HE BBIXOJS U3 JI0Ma,
OpraHu3alMK PEeKJIaMbl, TOCTAaBKH TOBAPOB HA JIOM, a TAKXKE 3aKa3e MPOAYKIUH IO
noure, TeiePoHy U IPYTUMH YIOOHBIMHU CITIOCOOaMU.

[To HamieMy MHEHUIO, HAIMYKE OCPEIHUYECKUX YCIYT Ha OCHOBE IITyOOKOM
crienuain3alnuu CIIOCOOCTBYET MOBBIIICHUIO HEIMOCPEICTBEHHOU
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MPOU3BOJAUTENILHOCTU TpyJa TOBApOMpPOU3BOAMUTENECH, YCKOpPEHHIO 000poTa
KallMTajla, a TakKK€ HACBILIEHUIO PBIHKOB TOBAapOB M YCIYr 10 OOBEKTUBHO
HE00X0IMMOro 00BbEMA.

BbIaenstoTcss HECKONIBKO THIIOB MOCPEJIHUYECKUX Ar€HTOB, B TOM YHCIIE:
areHThI-IOCPEHUKHA MPOU3BOAMUTEINICH, areHThI-IOCPEIHUKH, OTBETCTBEHHBIE 3a
COBIT, a TaKXe areHTBI-IOCPEIHUKH, OCYLIECTBISIOMINE MPEIBAPUTEIBHYIO
3aKyIIKy TOBAapOB B KPYIHBIX 00bEMAX .

Taxke cymiecTBYIOT clhenaywoomue (opMmbl  MHOcCpeaHUYecTBa:  Opokep,
KOMHUCCHUOHEP, KOHCHUTHATOp, ONTOBBIA TOProOBEl, JIUCTPUOBIOTOpP, IUIIED,
TOProBbIM  Makiep, JKoO0ep,  KOMHUCCHOHHBI  TOpProBel,  TOProBOE
MPEICTaBUTEIbCTBO, KOMMUBOSIKED, OMPKEBON TIPENPUHUMATENb, PUAIITOP U JIp.
B paMkax Hamero McciaeqoBaHWs OCHOBHOE BHUMAHHUE YACISIETCA ACATEIbHOCTU
JTUCTPUOBIOTOPOB U JUJIEPOB KaK OCHOBHBIM OOBEKTAM aHAJIM3a.

Hunep (ot anri. «dealer» — Toproseli, areHT) — 3TO HE MPOCTO MOCPEAHUK
(Opokep), a (u3Myeckoe WU HOPUAUYECKOE JUI0, OCYIIECTBIAIONIEE OUPKEBbIC
olnepanuu, a TaKKe CHEJIKU C LEHHbIMU Oymaramu, BaJlOTON U Jparol€HHBIMH
MeTaJuUIaMH OT CBOEr0 UMEHH M 3a CYET COOCTBEHHBIX cpencTB. Kpome Toro, nuiep
— 3TO MOCPEIHUK, MPUOOPETAIOIIUI TOBAPHI Y MPOU3BOJUTENECH U peaTu3yomui
UX MOKYIAaTEeIsIM, IPH 3TOM OH TakyKe 00€CIeYMBAET MOCTAaBKY 3allaCHbIX YacTeH,
BBIIOJTHSICT MEJIKH PEMOHT M OKA3bIBAET CEPBHCHBIC YCIyTH'.

Juctpubbtotop (o1 anri. «distribute» — pacnpocTpaHsiTh) — 3TO KOMITaHUS,
JEHCTBYIOIIAsl B KA4E€CTBE NIPOJABLA MPU OPraHU3aLUU PAaCIPOCTPAHEHUS] TOBAPOB
JUIsL IPOM3BOAMTENS B paMKaxX MapKeTHHra. J[MCTpuObIOTOP MOXKET BBICTYNATh B
KaueCcTBE  JOYEPHEr0  MPENNpUATUS  NPOU3BOAUTENSA  (ONpPEAEIIEHHOIO
IIPOU3BOAMTEIIS TPOLYKLIHH).

dkoHoMuCT-Mapkeronor u3 crpan CHI' B.H. Haymo ' momuépkuBaer, uTto
«IUCTPUOBIOTOP — OTO HE3aBUCHUMBIN  OMNTOBBIM TMOCPEAHHUK, KOTOPHIi
OCYUIECTBJISIET  CBOKO  JICSTENBHOCTh HAa  OCHOBAHMM  3aKIIOYEHHOTO C
MIPOU3BOAMTENIEM JIOTOBOpA. J[oroBop onpenensieT MUHUMAaJIbHbIE 00bEMBI MTPOJIAK,
00BEM UM YCIIOBUSI TOPrOBOTO KPEIUTA, a TAKKE MaKCUMAJIbHBII pa3Mep TOProBOM
HaIICHKU JTUCTPUOBIOTOPAY.

E.A. boHgapeHko ke onpenensieT TMCTPUObIOTOpa KaK IpyNy HE3aBUCUMBIX
ONTOBBIX TOCPEAHUKOB, CHEHUANTM3UPYIOIIMXCA Ha MPOAAXKE MPOMBIIUICHHON
npoxykiui. I10 e MHEHHI0®, TUCTPHOBIOTOPHI — 3TO ONTOBBIE MOCPEIHHKH,
o0ecreurBaoIIie MOJTHBIA LUK OOCTYXUBAaHUS, TO €CTh BBIMOJIHSIOIIME BCE
(GYHKIIUH TOCPETHUYECKON CUCTEMBI.

Cucrema AUCTPUOYIIMH CITY>KUT CTPATETHUYECKUM MHCTPYMEHTOM IOBBIIIEHUS
KOHKYPEHTOCTIOCOOHOCTH MPEANPUATHA-TIPON3BOAUTENS Ha phIHKe. B wacTHOCTH:

> Camae C.K. 11 ip. OCHOBBI IPE/IIPHHAMATEBCTBA. YUeOHHK [UTs1 ydalxcst IpodeccHoHanbHbIX yarmi. Tarmkent: «Hayka 1
TexHuKay, 2012. Tupax 340 3k3.

®Yepbaes /1. A. Jliepckiie CeTy MAIMHOCTPOUTETHBIX PETIPHSTHIA: (POPMHIPOBAHKE ¥ HATIPABIICHHE pasBUTHs/ ABTOpedepar.
URL: http:/imww-old.vstu.ru/research/avtoreferat/2008/cherbaev.pdf

"Haymo B.H. Mapkerumr cObrra /Ilox Hayuroii penaxiweii mpodeccopa IJ1. Barnesa: YueGroe mocobue. —CII6.: M3n-80
CIIeI'Yo®d, 1999. URL: http://studentam.net/content/view/508/58/

8 Bonnapenxo E.A. COBEpIICHCTBOBAHHE CHCTEMBI COBITA aBTOCGOPOUHOTO MpPEANpHATHS// AKTYalbHBIE BOIPOCHI
COBpeMeHHOU skoHOoMHuYeckoi Hayku [Tekct]: COopamk nmokiamoB IV-ii MexnyHapomHOW HaydHOW 3a04HOI
koH(pepenuu (Jlunenk, 26 gespans 2011 r.). B 2-x 4. Y. I Jlumeuk: M3marenbckuii nentp «Ipasucy, 2011. C 11-14
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1. Pacmupsiercst reorpaduieckuii oxBaT - uepe3 AUCTPUOBIOTOPOB TOBAPHI
OBICTPO M CUCTEMATHUYECKHU JOCTABIIAIOTCS B CaMbIe OT/IAJICHHBIC PAallOHBI CTPAHBI,
YTO JAET NPEUMYILIECTBO MEPE] CYIIECTBYIOIIMMHU KOHKYPEHTaMH, HE UMEIOIIUMU
TaKOM CETH;

2. Hanwmume mnpoaykra u ObICTpas JOCTaBKa - MPOAYKIUS OINEPATUBHO
JIOCTAaBIISICTCSl TOKYNATEIsIM Yepe3 CKJIaJACKHE 3arachl JUCTPUOBIOTOPOB, YTO
MO3BOJISIET OBICTPO W TOYHO YAOBJICTBOPUTH TMOTPEOHOCTH TIOKyMaTeilehd u
MTOBBICUTD JIOSTIBHOCTh TTOTPEOUTENECH;

3. T'uOkuii MapkeTHHI M OOCIY)KMBAaHHUE - IIOCKOJIbKY MECTHBIM
JTUCTPUOBIOTOPAM TIPEAOCTAaBISACTCS CBOOOJA EUCTBUM, OHM MPUMEHSIOT THOKHE
cTpaTeruu (aKuuM, peKJama, CKHIKH) B OTBET Ha W3MEHEHHS pBIHKA U
MOCPEJCTBOM 3THX CTPATErMil aKTUBHO IOJICPKUBAIOT KOHKYPEHTOCIIOCOOHOCTD
KOMITaHHH.

4. Ontumu3anus 3aTpaT - CO3/1aeT BO3MOXKHOCTh KPYIHBIM MPOW3BOIUTEIISIM
Mpo/JaBaTh CBOI MPOAYKIMIO 0€3 HEOOXOIUMOCTH OpraHu3anuv OQUCOB U

JOTUCTUKM B  KAXKIOM PErHOHE, CHIKAET pacxoAbl M 00eCleyuBaeT
KOHKYPEHTOCIIOCOOHOCTB LIEH Ha IPOAYKIIHIO.
5. IloBbimenne 3(PQPEKTUBHOCTH B3aUMOACHCTBUS C  KIMEHTAMU -

pETHOHANBHBIC JUCTPUOBIOTOPHI  HANPSIMYI) KOHTAKTHUPYIOT C KIHMCHTAMH,
OTIEPAaTUBHO PEMIAIOT MPOOJEMBbI, TOBBIIMIAIOT KA4YeCTBO OOCITYy)KMBAaHUS U
YKPEIUISIOT peryTanuio openaa (cM. Tabmuiry 1).

Tao6auma 1

MexaHu3Mbl OBBIIICHUSI 00beMa TOBap0000pOTa, IKOHOMHYECKOI
3¢ PeKTUBHOCTH U KOHKYPEHTOCIIOCOOHOCTH NMpeANPUITHSA MyTeM
COIJIACOBAHMS CIPOCA U NMPEAJIOKEHHUS B PHIHOYHOI LEeMOYKe HA OCHOBE
371eMEeHTOB CHCTeMbI JHCTPHOY LU

No JJIeMeHT CHCTeMBbI Peasmmzyembie GyHKIHMN BiusiHMe Ha KOHKYPEHTOCIOCOOHOCTh
AMCTPUOYUM
1. I'eorpadmnueckuii JlocTaBka MpoayKIMHK B YBenuuuBaeT A0II0 PHIHKA, 3aHUMAET
TeppUTOPHAIbHBII OTJQJICHHBIE PAlOHBI TEPPUTOPHIO, HEAOCTYITHYIO
0XBaT KOHKYpEHTaM
2. Jloructuka n BricTpas noctaBka ToBapa co BricTpo ynoBieTBopsieT moTpeOHOCTH
onepaTuBHAas CKJIa/1a KITUEHTY MOKyMaress, 00ecreunBaeT
AOCTABKA KOHKYPEHTHOE IPENMYIIECTBO
3. PeruonajbHbIit MecTHbIE aK1MU, pEKJIAMHBIE [oBrImaer y3HaBaeMoCTh OpeH/ia, 1aeT
MAapKeTHHT U KaMITaHU! BO3MO>KHOCTbH NPHUBIIEYH KINEHTOB
pekJaMa
4. Iocaenponaskuoe TexHnueckoe 00cIy)KUBaHHE [loBsImaeT J0ANBHOCTD KIIMEHTOB,
o0cy:XKuBaHue NPOAYKIMH, TapaHTHHHBINA YKpeIuseT 1oBepre K OpeHIy
(cepBuc) PEMOHT
5. CBSI3b ¢ MECTHBIM HenocpeactBeHHoe nmosyueHue VYcurBaeT aJanTUBHOCTB, yIIydlIaeT
PHIHKOM TpeOOBaHMI 1 MHEHUI NIPOAYKTHI U YCIIyTH
KIIUEHTOB
6. CHuKeHne HeuenTpanuzoBanHoe ITo3BOMsIET NOAAEPKUBATD HUZKYIO
OPTaHN3aUMOHHBIX yIpaBJeHHe, AeITeIHHOCTh 0e3 LIEHY - 3TO LIEHOBOE MPEUMYIIECTBO
pacxoaoB O(UCHBIX PACXOJIOB
7. OnToBast 3akynka + HuctpubsroTop npuodperaer ToBapooOopoT yckopsiercs,
PO3HHMYHAs MpojAaka | ToBap o OoJiee HU3KOH LieHe U JUCTPUOBIOTOPBI CTAHOBSITCS
MPOAAET €ro C MPUOBLIBIO 3aMHTEPECOBAHHBIMU

® PaspaGotka aBropa
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[lo Hamemy MHEHHUIO, CHCTEMa IUCTPUOYLHUHU - 3TO HE TOJBKO CPEACTBO
YBEIMYEHHUS MpPOAaX, HO M KOMIUIEKCHBIM  MEXaHW3M, YCUJIMBAOIINN
KOHKYPEHTOCIOCOOHOCTh MMPOU3BOAMTEIISA ITyTEM YKPEIUJICHUSI TO3ULMI Ha PHIHKE,
NPUOJIMKEHUS K MOKYNATEN0 U ONTUMHU3alKU 3aTpart (cM.tabiuua 1).

JlesTenbHOCTh TUCTPUOBIOTOPCKUX M JTHIEPCKUX CETEH SBIISIETCS OJHUM M3
BUJIOB 3KOHOMHMYECKOW JESATENBHOCTH M MO3TOMY TpeOyeT MCIOJIb30BaHUSA
ONpENENEHHbIX pecypcoB. JIisl  OCYWIECTBIEHUS JITaHHOM  JE€ATEIbHOCTH
HE0OXOMMBI OTIPEJICTICHHBIC YCIOBUS U (PaKTOPBHIL:

Bo-nepevix, OCHOBHbBIE CPEJICTBA: 3eMebHble YUaACMKU, 30aHUsL, COOPYHCEHUS,
nomeujeHus, 060pyoosanue 0 XpameHus, YNaKoeKu u nepepabomxu npooyKyuu,
pasnuunsie 8UObl MPAHCROPMA 01 00CMABKU MOBAPO8 U OKA3AHUSL YLy,

Bo-emopbix, HadanbHBIM KamnuTajd, HEOOXOJAUMBIA JUIsi TPUOOPETEHHUS
OCHOBHBIX 1 OOOPOTHBIX CPEJCTB;

B-mpemvux, wHaydynble U HWHPOPMAIMOHHBIE PECYpPChl, 0€3 KOTOPBIX
HEBO3MOKHO MOCPEAHUYECTBO B COBPEMEHHBIX YCIOBHSIX;

B-uemeepmuix,  (QakTop  BpPEMEHHM, IOCKOJbKY  IPOJOJIKUTEIBHOCTD
MOCPETHUYECKOM OIlepalud MOXKET OKa3aTh pEIIalollee BIHUSHUE Ha €€
3 PEKTUBHOCTE.

TenneHUnn pa3BUTHS TUCTPUOBIOTOPCKOM JEATEIBHOCTH B CPepe ONTOBOIO
nocpeannyectsa B 2024 roay BKIIOYAKOT caeayromue 8 HanpasineHui: [. Hoeas
Koukypenyusi;, 2. B2B nepconanuzayus, 3. Bausnue enobanvueix npobnem Ha
yenouku nocmasox, 4. Cmpemnenue k uHousuodyaivHou pabome, 5. bvicmpoe
passumue mexHuku u mexvonocut, 6. Pewenue npobnemvl nexeamku kaopos; 7.
Ilpuopumemmnoe pacnpeoenenue; 8. llosviwenue ypoeHs KOHKYPEHYUU MeNHCOY
poinkamu D2C u B2B.

Poct B2B-pblHKOB, 3HAYUTEJIbHO TMOIACPKUBAECMBIX OHJIAMH-TUTAHTAMHU,
TakuMu Kak Amazon u Alibaba, Takke Hapymuna pa3BUTHE ONTOBOM TOPTOBIIH.
Temnsl pocta B2B-phlHKOB B ce€Mb pa3 MPEBBICWIM OOILIME TEMIIbI POCTa
ANIEKTpOHHON ToproBiau B2B. Takue KOHKYpEHTHBIE YCIOBUS TpPeOYyIOT OT
JUCTPUOBIOTOPOB B CJENYIOLIEM Toly B 2 pa3za OoJblle yCWIMA B pa3BUTUHU
AJIEKTPOHHOUM TOproBiu U 1udpoBoi Tpanchopmaiuu. CoriacHO HCCIIEI0BAHUSIM
Gartner, 83% mnokynareneit B cdepe B2B mnpeamounTaroT UCHoNb30BaTh
AIIEKTPOHHYIO TOPTOBIIO i1 O(QOPMIIEHHS CBOMX 3aKa30B U OCYIIECTBICHUS
TLTATEHKEH

B 2024 rony 0o)kuaaroTcs U3MEHEHUS B JJOTUCTUUYECKUX MOJEISX C pa3BUTHEM
TpaHCIIOPTa KaK YCJIYT'M M TOSIBICHHEM HOBBIX Mojenell ¢yiguivenma, cpeau
KOTOPBIX «CKIa0 Kaxk ycayea» W Mukpo-gyaguimenm 1eHTpel. Kpome Toro,
nHayctpuss MLM pa3BuBaeTcsi HEpaBHOMEPHO B PAa3HBIX YaCTSIX CBETA M CTPaHaX
mupa. CornacHo o0bemy peiHka MLM B 2023 romy, mpsiMbie Mpoaaku B A3uu
cocraBmm 40,3% mupoBoro oboporta, win 67,6 mupa nomnapos CIIIA B o6mem
JEHEKHOM BbIpaxkeHMU. Cpeau a3uaTCKUX CTpaH CaMblid BBICOKMH JOXOHA OT
otpacnu nonyuwia FOxuas Kopes - 16,3 mapa goutapos CIIA. Ka3zaxcran takxke
OTKpBLI 00JIbIIME BO3MOXKHOCTU AJisi pbiHka MLM, koropsiii Beipoc Ha 30,4% B

19 https:/flawlessmim.com/blog/view/index/post/317
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2023 roay, B TO Bpems kak B Muauu poct coctraBui 11,8%, a B HoBoli 3enanauu -
6,7%".

Bo BTOpoi#i rnaBe auccepranuu noji Ha3BaHueMm «CoBpeMeHHbIe MeXaHU3MbI
Pa3BUTHA M OLEHKA TEeKYIIero COCTOSIHUSI PbIHKA MOCPeIHUYECKUX YCJIYT B
PecnyOsiuke Y30ekucTraH» paccMaTpuBaIOTCSI COBPEMEHHBIE MEXaHU3MBI
pa3BUTHUS pPBIHKA MOCPEeIHUYECKHX ycnayr B PecrnybOnuke Y30ekucTaH, BOIPOCHI
OLICHKH Pa3BUTHUS AUCTPUOBIOTOPCKUX U AMIEPCKUX CETEH B SKOHOMHKE, a TaKkKe
OLICHKA pPAa3BUTHUSI PBIHKA MOCPEIHUYECKUX YCIYyr B XOPE3MCKOM 005acTu C
[IOMOIIIbIO COLMOJIOTUYECKUX HUCCIIEIOBAHUIM.

N3BectHO, uTO B PecnyOmnuke Y30ekucrtan cdepa MOCpeIHUUECKUX YCIyT B
CEKTOpE YCIIYT Ha CETOAHSIIHUN JIEHb SBISETCS OJHOM U3 HanboJsiee MPUOPUTETHO
pa3BUBAIOIIUXCS OTpAciei, U B HACTOSIIEE BPEMs MOCPEIHUYECKUE YCIYyTU B
Hallel peciyOJIMKe peain3yloTcsl Ha OCHOBE psAja cTpaTeruid. B yactHocTu:

B NEpeOM HANpaeieHuu, JACTPUOBIOTOPbI - HEOOJbIINE MPOU3BOAUTEIU
aKTUBHO paboOTaloT Ha CBOEH TEPPUTOPHH, AOCTaBIsAs HEOONbIIME MapTUU
MPOIYKLIUH HETIOCPEICTBEHHO (C80UMU HEOONbUUMU 2PY308UKAMU) KITUEHTAM.

OtoT mpouecc OObIMHO TpeOyeT JOMOJHUTEIBHBIX PECYpCOB  OT
MIPOU3BOACTBEHHBIX MPEANPUITHI U MTPUBOANUT K 3aMEJICHUIO TTPOU3BOICTBEHHBIX
MIPOLIECCOB.

Bo emopom nanpaénenuu AUCTPUOBIOTOPHI BBIBOAST MPOAYKIHIO KPYITHBIX
MPOU3BOAMUTENIEH Ha PBIHOK, 3aKJIO4as JOTOBOPHI C TMOCPEAHUYECKUMU
npennpusaTusiMi. B 3TOM mporecce NpoOU3BOAMTENL MOMKET YIEIUTbh OoJblie
BpeMeHU Mpou3BojcTBY. [locTaBKoil 3aHMMArOTCS camMH JUCTPUOBIOTOPHI. B
pe3ysbTaTe 3Ta LIeroYka JUCTpUOBbIOTOpa paboTaeT B cienyrolleM mnopsake: B
JTUCTPUOBIOTOPCKUX KOMIIAHUAX MEHEKEpPhl paboTaloT ¢ PEerHOHAIBHBIMU
MPEACTABUTEISIMU JIJI YBETUYCHUS TIPOJIaXK CBOCH MPOIYKIIMU HA PETMOHATIBHBIX
PBIHKAX 4epe3 CynepBai3epoB U TOPTOBBIX areHTOB.

OnTtoBble MocpeaHUK
TOProBLbl
Onrtosble OnToBble
CynepmapkeTt Cynepmapket
TOProBLbl
Cynepmapker Cynepmapket

Pucynok 1. Yersipe Moae/ 1M MOCPEAHUIECKUX yc.11yr12

MNpoussoaurennb

MocpeaHUKN

JucTpuObIOTOP NPEANpUsATUS MOCTOSIHHO KOHTPOJMPYET 3amachl Ha CKIIAJe
MPEANPUATUS-U3TOTOBUTENS, YCKOPSET MPOLIECC TOCTAaBKH, MPUBJIEKash MapTHEPOB
C IOMOILBIO PA3JIUYHBIX aKUIUW, CTIEHIUATBHBIX porpaMM 1 OoHycoB. [lapTHepsl, B

' Cerepoit mapkerunr B FOxmuoit Kopee/ https://flawlessmim.com/blog/view/index/post/143; CereBoii MapkeTHHT B
Kurae: ocobennoctn u neperektussr/ https:// flawlessmim.com/blog/view/index/post/72
12 Pazpabotka aBTOpa
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CBOIO OuY€peilb, UCIOIb3YIOT OOHYCHI M aKIMU JJIS TMOBBIIICHUS] CBOETO CTaTyca.
Kpome TOro, coBpeMEHHbIE TOProBLbI HCIHOJB3YIOT 4 pa3Iu4yHbBIX METOJa
MOCPETHUYECKUX YCIYyT (CM. pUCYHOK 1).

CoryiacHO HalIMM HMCCIIEIOBAaHUSAM, B HACTOALIEE BpeMs B Y30E€KUCTaHE, KaKk
IIPaBUJIO, UCIIOJIB3YIOTCS JBA BUJIA IOCPETHUYECKUX YCIYT:

1. Vanselling unu «MOOUITBHBIE TPOJAKIY;

2. Preselling — mnpenBapuTenbHble TPOJAXKH, NPEACTABISIONMIAE COOOM
MapKEeTUHIOBYIO  CTpaTeruio, MpU KOTOpPOM TOBap WM  ycCiyra
NPOJBUTAIOTCST U TPOJAIOTCS 10 HUX O(PUIMAIBHOTO MPEICTaBICHUS
HIMPOKON MyOJIMKE UK 0 MOMEHTA TOJIHOM TOTOBHOCTHU K IMOCTaBKe.

Ha pblHKe TMOCpEeHUYECKMX YCIOyr Tpojaxa MNPOAYKIIMH  MOXKET
OCYHIIECTBIIATHCSA TOCPEJCTBOM DSJIEKTPOHHOM KOMMEpIMHU, BKIIOYas MOKYIKY,
NpOJIaXy, OKa3aHUE YCIyr M TMPOBEJIECHHWE MAPKETUHTOBBIX HCCIEIOBAHUMN C
UCIIOJIb30BaHUEM HMH(POPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX TexHosoruid. Cucrema
AIEKTPOHHON KOMMEPIMHU (GYHKIIMOHUPYET HA Pa3IMUHBIX TOPTOBBIX IUIOMIAJKAX,
B TOM YHCJIE€ HA Te€X, KOTOPBIE CO3JAIOTCA U MOJJAEPKUBAIOTCA MOKYyHATEISIMU
(buyer-driven), mnponmaBmamu (supplier-driven wim seller-driven), a Taxke
TpeTbuMu cTopoHamu (third-party-driven). MMenno miardgopmsl tumna “seller-
driven” u “third-party-driven” co3maroTcs U MOQAEPKUBAIOTCS TUCTPUOBIOTOPAMHU
U JWIepaMH, TO €CThb IMPOJAaBLHAMH W TPETBUMU CTOPOHAMH. OJIEKTPOHHAs
TOproBasi IUIONIAJIKA OIpEAeNiaeTcs Kak MpOrpaMMHO-aIMapaTHhIi KOMILIEKC
OpraHU3alMOHHBIX, THPOPMAIIMOHHBIX U TEXHUYECKUX PEIICHUH, BKIIOYAIOIINI B
cebsi WHTEepHEeT-Mara3uH, OOeCIeUnBAIONIMK B3aMMOJICUCTBHE TPOJABLIA |
noKymnaTenss (3aka3yuka) TOCPEICTBOM  HH(DOPMAIMOHHOM  CHUCTEMBI IS
peanu3aiuu TOBapoB.

CornacHoO aHanu3y CYLIECTBYIOIIMX CETMEHTOB, MPOBEIEHHOMY B paMKax
HAIlIEr0 UCCJIEI0BaHUs, Ha CETOAHAIHUN JIEHb CUCTEMA 3JIEKTPOHHOW KOMMEPIUH,
B KOTOPOM OCYHIECTBIISIIOTCA MOCPEIHUYECKHE YCIYTH, KIacCUPUIUpPyeTcs Ha
HECKOJIbKO CErMEHTOB B 3aBUCHMOCTH OT TOT'0, KTO C KEM OCYILECTBIIIET TOPTOBIIIO.
Kpome Toro, B AOMOTHUTEIBHOM 3JE€KTPOHHOM MPOCTPAHCTBE ObUIH BBISABICHBI 6
HOBBIX CEIrMEHTOB CETEW MOCPEIHUYECKHX YCIyT MO AUCTPUOYLIMH U AUIEPCTBY
JUISL peain3aivy IpoyKIuu (CM. Tabuiry 2).

CornacHo pe3yibTaTaM PEHTHHIOBOM OLICHKU JCMCTBYIOMUX B PecryOnuke
VY30ekucTtan TMOCPEIHUYECKUX W OHJIANWH-IJIEKTPOHHBIX TOPTOBBIX IUIOMIAOK,
npoBenéHHOW HarmoHaNIBHBIM areHTCTBOM IO TMEPCHEKTUBHBIM  IPOEKTaM,
JUANPYIONTHE TO3UIMU 3aHSUIM CIEAYIONNUE JJICKTpOHHBIE MaTdopmbl: Uzum
Market (40 ©Oammos), Wildberries (37 OammoB) u Zoodmall (32 ©Oamma),
COOTBETCTBEHHO 3aHSB IEpBbie Tpu MecTa. OHIAMH-TOPTOBBIE CHCTEMBI Asaxiy.uz
(19 oOamnos), Arzonapteka (13 ©OamnoB) um Tovar.uz (12 OGamioB) 3aHsIH
COOTBETCTBEHHO 5—7 mecrta. Ha mociienHux cTpodkax perTHHra pacrioioXKUIUCh
Bookhara.uz (5 ©Oamno), Shahar.uz (4 ©Oamna), Store.faktura.uz (3 Oamna) u
Lavochka.uz (1 6amn), 3ansiB 17—20 HU3ITHE TTO3UIIUH.

CoryiacHO CTaTUCTHUYECKUM JAaHHBIM, OOBEM AJIEKTPOHHOM KOMMEPIUHU U
PO3HMYHOM TOProBiM B Y30ekucTaHe cTaOuiabHO pactér. B uwactHoctu, B 2023
rojy 00bEM npojax B chepe dIEKTPOHHON KOMMEPIIMH TipeBbicki 13 263,8 mipa.
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CyMOB, 4TO B 22,1 pasa Gombliie o cpaBHeHuto ¢ 2016 rogom, u coctaBui Oosee
4,0% ot o01ero 06bEMa PO3HUYHOM TOPTOBIIH.

Tab6auua 2

I[I/ICTpl/IﬁblOTOpCKI/Ie U TWICPCKHUE CETH cObITa NMpoOAYKIUMA B COCTaBE
CEeIrMEHTOB 3.]'IeKTp0HHOI71 KOMMEPIMH HA PBIHKE MOCPEAHNICCKHUX YCIYT 13

CerMeHTBI JIEKTPOHHOI | Y CI0BHOE CocTaB
KOMMEpLMH Ha PbIHKe | 0003HA- |B3aMMOCBSI3aHHBIX XapaKTepuCTHKHU cerMeHTa
NMOCPeTHUYECKUX YCJIYT | 4YeHHe cy0OBbeKTOB
Cucrema po3HHUYHOM JIEKTPOHHOM TOPTOBIN
busnec- [Ipennpusrtue n .
B2C (2MeKTpOHHBIN MarasuH), T/ie MPOAABIIOM BBICTYIIaeT
KITUCHTY/TIOTPEOUTEIIO MOTpeOUTENb
IPENpHUsITHE, 8 IOKYNATeIeM - YACTHOE JIUIIO.
Cucrema 31€KTpOHHON TOProBIIM MEXTY YaCTHBIMU
[Morpebutens | JAuLAMH (AIEKTPOHHBIA ayKIHOH, I'7I€ OAHU YaCTHBIC
Kiuent-knuenrty c2C p H ( p YKIWOH, TAI€ O
oTpeOuTENb JMLA BBICTABIISIOT TOBAPHI HAa MPOJIAXKY, a IPYTUE UX
MIPHOOPETAIOT)
Cucrema 3JeKTpOHHOMN TOProBid, MPUMEHsIeMas s
[Ipeanpusitue u rOCyJapCTBEHHBIX 3aKyIOK, Y4aCTHUKaMU KOTOPOH
Busnec - rocynapcTy B2G pearp yaap YHOK, ¥ p
rocyaapcTBO SIBIISIIOTCSI IPEANPHUATHS U TOCYAaPCTBEHHBIE
OpraHu3alluu
T'ocynapcrso n
I'ocynapcTBo-0m3HECY G2B yAap XapakTepucTHKU UJIeHTHYHBI B2G
peanpusITHE
[Ipeanpusrue u
busnec-anMuHHCTpanuu B2A pearnp XapakTepucTHKU uaeHTHYHBI G2B
aJMUHHCTpALIUS
AMuHHCTpaIUs U
Anmunuctpanus-ousnecy| A2B A pall XapakTepucTHKH UJIeHTHYHBI B2G
peanpHUsITHE
IIpenmpuarne 1 |CucteMa 3JIEKTPOHHOW TOPTOBIHM MEXy KOMIIAHUSIMHI
busnec-6usnecy B2B pearp b p Y ’
TIpeANpUITHE paboTalONIMMHU C KOPIIOPATUBHBIMH KITHEHTAMH
busnec- Komnanuu, Cucrema, KOOPJUHHUPYIOIIAS TPYIIOBYIO padoTy
nHGOPMALMOHHBIN B2E KOPIIOpPALIUH, COTPYAHHMKOB B KOMIIAHUU, PELIAOLIAs
(KopriopaTHBHBIN) MOpTA XOJIAMHTH yHpaBJIeHuYECKHEe U OpraHu3aIioHHbIE 3a]auu.
CocraB cyObekToB | CHcTeMa mepeadun 3JeKTPOHHOH 3asiBKH Ha TOBAp JI0
Bbupsxa-oupxe E2E Y pex P pA
Ooupxu €ro NMOCTaBKU
CrcTeMa 3JeKTPOHHON TOPrOBIIH, A€ IPOJaBLIOM
IIpennpusarue u P p » A€ IPOAaBIL
buznec-nocpenHuky B2D TOCPETHIK BBICTYIIAET MPEINPUATHE, & IOKYTIATEJIEM -
P JMCTPHOBIOTOPCKAS WITH JIHJIEPCKAs CETh
Tocpe K i CucTemMa 3JeKTPOHHON TOPTrOBIIH, IA€ NOKYIaTeIeM
[ocpenHuk-6m3Hecy D2B I e,zlljn sTHe BBICTYIIAET IPEANPUATHE, A IPOAABLIOM -
peaip JIUCTPUOBIOTOPCKAS MJTU JTUJICPCKAs CETh
Tocpe ik 1 DneKTpOHHAas TOProBas CUCTEMa, B KOTOPOi
Ilocpennuk-rocymapcty | D2G roc pzxa cTBO MOKYTIAaTENIEM SABJISIETCSA FOCYJapCTBO, a IPOAABIIOM -
yaap JUCTPUOBIOTOPCKAS HITH JHJIEPCKAs CETh
DNeKTpOHHAas TOProBas CUCTEMa, B KOTOPOI
ITocpennuk- [locpenuuk n
D2A MOKYTaTeJeM SIBJIAETCSl aAMUHUACTPAIIMS, a IPOIaBILIOM
aJIMUHHACTPALINS roCyIapCcTBO
- AMCTPUOBIOTOPCKAS HIIM JUJIEPCKAs CETh
Ilocpennuk- OJNeKTpOHHAas TOPropas CUCTEMA, B KOTOPOH
ITocpenHuK-KIHEHT D2C KOHEYHBIH MPOJABIIOM SIBJISIETCA AHIIEPCKast CETh, a MOKYIATeNIeM -
OoTpeOUTENb KOHEYHBII MOTPeOUTEb
ONeKTpOHHAas TOProBas CUCTEMA MEXTY
HductpubproTopckas
ITocpenHuk - moCpeIHUK D2D JTUCTPUOBIOTOPCKUMHE U AWJIEPCKUMHU CETSIMH WITH

W JuJiepckasd CCThb

MMOCPETHUKAaMH BHYTPH KaHaja pacipeaeeHus

CornacHo HamuM aHaiau3am, B niepuoja ¢ 2016 mo 2023 roasl o61muii 00bEM
PO3HUYHOM TOProBiU B PecnyOnuke yBenuumiics mpuMepHo B 3,7 paza U COCTaBHII

330,5 TpaH.

13 PaspaGorka aBTopa
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aHAIM3UPYEMBIN Tiepuo1 Beipoc ¢ 6,0 TpiH. cymMoB 10 132,6 TpjH. CyMOB, TO €CTh
npuMepHo B 22,1 paza. CiaegoBaTeiabHO, POCT 3JIEKTPOHHONM TOPTOBIM MPEBBICHI
pocT 0OIel pPO3HUYHOM TOProBiAM NpUONM3UTEN HO B 6 pa3. B crpane
HacuuThiBaeTcs 31,3 MWIUIMOHA MMOJB30BATENEH WMHTEPHETA, YTO COOTBETCTBYET
40-my MecTy B Mupe (cM. TadmuIy 3).

OxBar 0OaHKOBCKHMX YCIYr cpeau HacelieHusi coctaBisier 49%, a oxBar
uHTepHETa — 77%™*. Onmaercst, uto k 2027 TOy ypOBEHb OXBATa HHTEPHETOM B
ctpaHe gocturHeT 87%. OpHako, COrJacHO HAIIUM — HUCCIECIOBAaHUSM, B
VY306ekucTane CymecTByI0T BHICOKHE BO3MOKHOCTH ISl pOCTa PhIHKA 3JIEKTPOHHOU
KOMMepIMU. B 4acTHOCTH, J0Ji1 3JIEKTPOHHON KOMMEpIHMH B 0OOlIEM 00BEME
po3HrYHOU Toprosin yeennuuiach ¢ 0,6% B 2018 roay no 4,0% B 2024 roxy. Tem
HE MEHEee, [JaHHbI [OKa3aTelb 3HAYUTEIBHO OTCTAET OT AHAJOTMYHBIX
noKasatelied B Ipyrux crpaHax, Takux kak Kazaxcran — 9%, Poccus — 20%, a
TaK)X€ B CPaBHUTEIILHO 00Jiee pa3BUTHIX cTpaHax, Takux kak CIIA — 26%, Kuraii
— 31%, FOsxuas Kopest — 44%" .

Tabauua 3
JInHamMuka o0beMa 3JIeKTPOHHON KOMMEPUMH U PO3HUYHOU TOPIrOBJIU B
Pecny6mke Y36exncran B 2016-2023 rogax ™", Miapa. cym

2023 rox mo cpaBHEHHIO

TI'onbr
2016 2018 2020 2022 2023 ¢ 2016 roxom, % uiau B
IToxa3saresn pasax
O0BeM 271EKTPOHHONI 6,0 40,9 1002,5 | 10886,8 | 13263,8 B 22,1 pa3za
KOMMEpIHN
OOnem posHIHOR | gan71 6 | 133105 | 109519 | 270687 | 3304481 B 3,7 pasa

TOPIroOBJIN

CorylacHO HaIlTUM HMCCIICIOBAHUSM, Ha POCT PHIHKA JIEKTPOHHOU KOMMEPITUH
B Hallel pecmyOiuKe, Kak OXuaaercs, OyAyT BIHATh Takue (aKTOpbl, Kak
pacliMpeHre oOXBaTa W TIOBBIIEHWE CKOPOCTH HWHTEPHETA, YBEJIUYCHUE
JOCTYITHOCTH CMapT(OHOB Il HACEJeHUsI, MPOJOJDKCHHE OOphObI C TEHEBOM
HYKOHOMHKOM, YCUITUSA 110 YBEJIMUYCHUIO JOJIU OC3HATUYHBIX TUIATeKENH B IKOHOMUKE.

Y30eKkucTan OTCTaeT OT COCEIHUX U PA3BUTHIX CTPAH MO J10JI€ OE3HATIMYHBIX
mnatexeid: B CIIIA mons Oe3HamWuyHBIX TIaTeXed B oOIeM oObeMe IiaTexein
coctasiser 8,2%, B Ka3zaxcrane - 8,2%, B IOxnoit Kopee u Poccun - 7,8%, a B
V36ekucrane - 3,3%"".

B cBow ouepenb, cpeou b6apbepos co cmopoHvl NPeoloNHCeHUs 8 Ompaciu
9NeKMPOHHOU KOoMMepyuu 6 Y30ekucmane CIEIyeT OTMETUTH IPOOJIEMBI
JIOTUCTUKH ¥ MHPPACTPYKTYphl. [I0CKOIBKY 3JEKTpOHHAS KOMMEPITUS HYKIaeTCs
B 3(D(PEKTUBHBIX JIOTUCTUYCCKUX M TPAHCIIOPTHBIX CHUCTEMaXx JJIi CBOCBPEMEHHOM
nocTaBkd — mOpoaykiuu. Hemocratounas »sd@exkTuBHOCT  HHPPACTPYKTYpPHI
MPUBOJUT K 33JIeP’KKAM 3aKa30B M CHIDKEHUIO YOBJIETBOPEHHOCTH KJIMEHTOB, a
TaK)Xe YBEJIMYCHUIO BPEMEHHU JOCTABKU 3aKa30B.

1 Stat.uz; https://uz.wikipedia.org/wiki/ Internet_foydalanuvchilari_soni

15 stat.uz; https://www.gazeta.uz/uz/2023/08/25/e-commerce/

1 hitps://api.siat.stat.uz/media/uploads/sdmx/sdmx_data_2833.pdf asosida muallif hisob-kitoblari

1 hitps://assets.kpmg.com/content/dam/kpmg/xx/pdf/2022/10/creating-a-leading-central-bank-october.pdf
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CrnenyroomuM MPEnSTCTBUEM SBISETCS OrpaHUYEeHHas HMHPPACTPYKTypa
AIIEKTPOHHON KOMMEPIINH, HHTETPAIHsI IIATSKHBIX CUCTEM W (PMHAHCOBBIX YCIIVT,
MO/JIEPKKA KIMEHTOB M TOCIEHPOJaXXHOE OOCITY)KHMBAHUE, a TAaKkKEe MPOOJIEMbI
0€30I1aCHOCTH IJIaTeXeH.

CommacHo ~ pe3yapTataM  OPOBEACHHBIX  HaMHU COIIMOJIOTUYECKUX
uccienoBanui, 58,7% pecrnoHJeHTOB yKa3au, YTO SBISIIOTCS «IUCTPUOBIOTOpaMU
(munepamn)», 38,5% — «arentamu», 10,4% — «komMmuBOsDKEpammu», a 41% —
«Opokepamu (Makisiepamu)». Kpome Toro, cpenu mnocpemuudeckux ¢upm 33%
COCTaBJISIOT MHIMBHAyalbHbIE NpeanpuHumarenu, 32,7% — obmectBa ¢
OTPaHUYECHHOW OTBETCTBEHHOCTHIO, 20,2% — wyacTHble npeanpusTtus, 8,6% —
ceMelHbIe npeanpusaTus u 5,5% — akImoHepHbIe O0IIECTRA.

Ha Bonpoc «KakoBsl cunbHbIe CTOpOHBI B pa3Butur BXb?» 144 pecnionaeHTa
i 44% OTBETHIIM «Oblcmpblil nouck Kiuenmosy, 136 pecnonaeHToB uim 41,6%
«yoobnble yeuvly, 119 pecnionienToB win 36,4% «omcymemeue tumHux pacxooos
(Ha mapkemune) «, a 40 pecrionsieHToB WK 12,2% «Hosuzna cpoka nonv3o8anusi»
(pucyHOK 2).

31,8%  pecrnoHJEHTOB  yKa3alu  «BEpOSAMHOCHb  HeOd0OPOCO8eCHHOl
konxypenyuuy, 34,3% «npussazannocmo Kk onpeoenenHomy Kiuenmyy, 42,5%
«8EpPOSIMHOCMb NOBBIUUEHUSL YeH U3-3d OONbUI020 KOIUYeCcmed 36eHbes 8 Uenu
npooadicy, 30,3% «puck HeoOHopoOHnocmu kKavecmeay Kak ciabeie ctoponsl BXb.
Taxke 92 pecnongenta wunu 28,1% cuuTaroT BO3MOXKHOCThIO pa3Butus BXb
«Nouck Hogvlx npooadxcy, 154 pecnonaenra wumu 47,1% - «pacuupenue
Mapkemuneosvlx Haobasox (bonycos) «, 125 pecnonaentoB wumu 38,2% -
«HANANCUBAHUE NPOOANC CONYMCMBYIOWUX M0o8aposy, 88 pecrioHaeHTOB min 26,9%
- «ygenuyeHue npooaic 3a cuem noGvluleHUs K8AIUpUKayuu Kaopos .

besycnoBHo, B Ommkalimme TOMbI, HMCXOAS W3 PE3YJNbTaTOB ITHX
COIIMOJIOTUYECKUX OIPOCOB, HEOOXOJIMMO YCHJIUTh CHUJIbHBIE CTOPOHBI PBIHKA
MOCPETHUYECKUX YCIYT B XOpe3MCKou 001acT, 3(p(PEKTUBHO HUCMOIB30BATH €TI0
BO3MOXXHOCTH U pa3paboTaTh COOTBETCTBYIOUIYIO JOPOXKHYIO KapTy st
YCTpaHEHUsI  CYIICCTBYIOIIMX MPoOJeM, MHUHUMHU3UPYS W  MOpeaoTBpalias
HMMEIOIIUECs CJIa0ble CTOPOHBI U YTPO3HbI.

B Ttperpeii rnaBe guccepraumu 1noa HaszaHueM «lIpuopurerHbie
HANpaBJIeHUsT W TNEePCNeKTHBBI Pa3BUTHSI PbIHKA JUCTPHUOBLIOTOPCKHX
NOCPEeTHNYECKHUX YCJYyr B Xope3McKOH 00JacTWw», pa3pabdaThIBalOTCS HOBBIC
OpPraHU3aIMOHHO-D)KOHOMUYECKHE MEXaHU3Mbl M MOJIEIM Pa3BUTHS PBIHKA
MOCPETHUYECKUX YyCIyr B XOpe3MCKol obiacth, a Takxke (OPMUPYIOTCS
MIPOTHO3HBIE TIOKA3aTEeIH.

B pesynabTaTe Takoro pa3BUTHA PBIHKA TOCPEIHUYECKUX YCIYT MOXKHO
3HAYUTETFHO TOBBICUTh 3(PPEKTUBHOCTh WX JEATEILHOCTH 3a CYET CHUIKEHUS
3aTpaT Ha  B3aUMOJICHCTBUE, YMCHBIICHHS  KOJIMYECTBA  COTPYIAHHKOB,
3a/ICICTBOBAaHHBIX B 00pabOTKE BXOMAIIUX M HUCXOMAIIMX JOKYMEHTOB,
yCTpaHEHHUsI BO3MOKHBIX OIIMOOK M HEJAOCTATKOB, & TAK)KE COKpAIlCHUs BPEMEHU
HAa OpraHu3alMi0 TpaH3akuWid. OTO, B CBOIO O4Yepelb, CIOCOOCTBYET
3HAUYUTEITLHOMY TOBBIIIEHUIO TOYHOCTU U CKOPOCTU MONy4YeHUs MHopManuu u
OCYUIECTBJICHUSI (PUHAHCOBBIX PACUETOB. OJEKTPOHHAsT KOMMEpLHUSA, B CBOIO
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ouepellb, Ha OCHOBE Pa3BUTHUS IOCPEIHUYECKUX YCIYr OOECIEUMBAaET paBHBIE
BO3MOXXHOCTH ISl KPYHHBIX M MajblX KOMITAHUW B KOHKYPEHTHOW OopnrbOe Mo
KAa4eCTBY, LIECHE U ACCOPTUMZEHTY ITPOAYKLUU.

Mogesb pa3BUTHS JUCTPUOBIOTOPCKHUX U THJIEPCKHX ceTell cObITa
NMPOAYKIUM HA PhIHKE MOCPEeIHNYECKUX YCIYT

v K}ﬁ

v

UHTPaHeT HHTEPHET |/
j
\4
y v
BuyTpeHHue KonrekcTHas Koproparu
A A\ 4 v
KOMMYHHUKAI[MN perama nim ” BHBIH
erUCTpaIHs 9 HTEpHET-
p pall CailT-Bu3nTKa P nopTan
Ha MarasmH v
TEMaTHYECKUX
caiitax AyTcopcHHT
KopnopatuHblii Onsnec-
caiir l«— [Ipomo-cailT IPOLIECCOB

Pucynok 2. Moaesib HanipaBJieHUl pa3BUTHS ceTeld TUCTPUOYINH U
JMJIEPCTBA M0 MPOiake MPOAYKIMHA HA PhIHKE MOCPeIHNYECKHX YCayr

CoBpeMeHHbIE ITyTH Pa3BUTHs CETEH TUCTPUOYLMU U JUIEPCTBA O MPOJAXKE
MPOAYKLIMUU B DIIEKTPOHHOM IIPOCTPAHCTBE HA PBIHKE MOCPEAHUYECKUX YCIYT
000011I€HbI B MOJIEJH, IPEJICTABIIEHHON Ha PUCYHKE 2.

JlanHass  Mogzenb,  IPEXIEe  BCEro,  NPEAOCTaBIICT  BO3MOXKHOCTH
WHIUBUYAIbHOTO B3aUMOJACUCTBUSL C OOMEHOM MHEHHSIMHU MEXAY BCEMH
yYacTHHKaMU Ou3Heca W MOOYXZAeT KaXXJOro KIMEHTa K MPEeIOCTaBICHUIO
uHpOpMallu O CBOMX MOTpeOHOCTsAX. B TakoM ciydyae opraHuzaluy HOJy4aroT
BO3MOXKHOCTh 1I€JIEHANpaBIeHHOro (HOPMUPOBAHMS MPOIYKIIUHM ISl KOHKPETHBIX
npejacTaBuTeNiell OM3Heca, HampaBisisi HA HUX CBOM MAapKETUHIOBBIE YCUJIHMS U
UHCTPYMEHTEHI, 4TO, B CBOIO O4Y€pElb, ITO3BOJAET CBECTU KOMMEPUYECKUE PUCKU K
MHUHUMYMY.

B pa3BuTuMM pBIHKA MOCPEIHUYECKUX YCIYI BAXKHYIO POJIb UIPAET METOX
CO3/1aHUsI KOHTEKCTHOM peKjaMbl B MHTEPHETE — ATO peKiiama, oToOpaxkaemas Ha
CTPaHMIAX ITOMCKOBBIX CHCTEM B 3aBUCUMOCTU OT 3ampoca II0Jb30BaTeNsl WU
TEMATUKH MPOCMATPUBAEMOMN CTpaHMIlbl. KOHTEKCTHAs pekiama NpPUBJIEKAET HA
CalT [LEJEBbIX IIOJIB30BATEIIEM — IIOCETUTENEH, 3aUHTEPECOBAHHBIX B
pEeKIIaMUPYEMOM TOBAPE WM YCIIYTE.

Emé omHoil BaxxHOW (opMON pa3BUTHS MOCPEIHUYECKUX YCIYT SIBISIETCS
MOJIeNIb TPOABMKEHHUSI Yepe3 «BeO-callT — BHU3UTHAsA KapTO4yka», HA KOTOPOM
pa3Mmeniaerca MHGOpMaLUsi O MPEANPHUSTHH, aCCOPTUMEHTE, LEHaX Ha TOBAapHI,
CKUJKaX W JIbIOTax, a Takke 0a3a JaHHBIX KIUEHTOB. [Ipeanpusrue mocpeacTBom
TaKoro BeO-caiiTa mMody4aeT BO3MOXKHOCTb HE TOJbKO HH(GOPMUPOBATH
notpedurteneil 0 CBoel AEATENbHOCTH W NPOAYKLIHMH, HO W TPEIOCTaBISTh UM

18 pazpaGorka aBTOpa
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BO3MOXHOCTh BBICKA3aTh CBOM MHEHHS M OT3BIBBI C UCIIOJIb30BAHUEM AJIEKTPOHHOMN
IIOYTHI, PETUCTPALIMH U MTOAIUCKH Yepe3 BeO-CepBep.

CrnenyromumM HarpaBiI€HUEM Pa3BUTHUS SIBISIETCS CO3/IaHUE KOPIOPATUBHOTO
BeO-caiiTa ¢ BO3MOXKHOCTBIO €r0 PErysipHOTO0 OOHOBJICHMS, YTO MPEIOJiaraet
npeoOpa3oBaHue OW3HEC-KAapThl B KOPIOPATUBHBIN MHTEpHET-pecypc. B manHOM
Cllydya€  HMHTEPHET-TEXHOJOTMHM  MO3BOJSIOT  OOBEOUHUTH  IOCTABIIMKA,
MIPOU3BOAUTEIIS, TOCPEIHUKA U IOTPEOUTENS B EAUHYIO IIETIOUKY.

Co3nanue «OHJIAH-Mara3uHay TMPEJOCTABISIET CEeTsIM JUCTPUOYyIUU U
JIMJIEPCTBA BO3MOXHOCTh B3aMMOJICMCTBOBATh HEMOCPEACTBEHHO C KOHEUYHBIMHU
notpedutensiMu.  BupTyalibHOE€ MPOCTPAHCTBO OHJIAMH-MarasuHa IO3BOJISIET
pa3Melarh 3HAYUTENbHO OOJBIINI 00BEM TOBApOB, YTO 3a4YaCTYI0 HEBO3MOXKHO
st pusmdyeckoro marasuHa. Kpome Toro, B JaHHOM ciy4yae oOecreyuBaercs
BBICOKAsl CKOpPOCTb 3arpy3ku U oOOMEHa JaHHbIMHM, pa3BUBaeTCs YyAOOHas
HaBUTAlUs, IMOSBISETCS  BO3MOXHOCTh  YCTAaHaBIMBAThb  HHU3KHE  LICHBI,
(dopmupyeTcss pa3BuUTas CHCTEMa paclpejiesieHus, a JOCTaBKa TOBapoB
OCYUIECTBJISIETCS C MOMOILBIO MApTHEPCKUX OpraHU3alMil (MHTEpHET-Mara3uHoB,
MPOBAlIEPOB, KYPHEPCKUX CITYKO).

B HacTodiiee BpeMs HE CYLIECTBYET €IMHOIO M JIOCTaTOYHO HAAEKHOTIO,
OOIIETIPUHATOTO B MHPOBOM MaciiTabe METOoJa OLEHKH COOCTBEHHOCTH,
OnpeaeneHus] SJKOHOMUYECKON 3((HEKTUBHOCTH U PA3BUTHUS MPOAAX MPOAYKIIHH B
AJIIEKTPOHHOM MpocTpaHCTBE. Mojenn pa3BuTusi Ou3Heca B AJIEKTPOHHOU
KOMMEpLMH, a TaKKE NOKA3aTeNId, PEKOMEHAYEMBIE Ul CO3/IaHUsI CaiiTa, OLEHKH
COOCTBEHHOCTHU U aHaNM3a dP(HEKTUBHOCTH €Tr0 (DYHKIIMOHUPOBAHUS, 3HAUUTEIHHO
OTJIMYAIOTCS OT TPAJUIMOHHBIX ()OPM TOPTOBJIM. DTO CBSI3aHO C PANUYHBIMU
OpraHU3allMOHHBIMU, SKOHOMUYECKUMH, TEXHUYECKHMMH M TEXHOJOTHYECKUMHU
OCOOEHHOCTSIMH, MPUCYIIMMH UHTEPHET-CPENle, B KOTOPOH pa3BUBAIOTCS MOENIU
TOPTOBOM M 3aKyMOYHOM JESITEIBHOCTU AUCTPUOBIOTOPCKUX U JUIIEPCKUX CETeH
10 TIPOJIa’ke TOBAPOB (YCIIyT).

B nacTosiiiee Bpemsi npu onpenencHuu 3(Q(PEKTUBHOCTU MOJIENIH pPa3BUTHUSA
TUCTPUOBIOTOPCKUX U TUIIEPCKUX CETeH Mo Mmpojaxe mpoaykuuu B MHTepHETE ¢
HCIIOJIb30BAHUEM DJIEKTPOHHBIX PECYPCOB MOXHO BOCIIOJIB30BaThCA  PSIIOM
METO/IOB, NIPEACTABICHHBIX HA PUCYHKE 3.

OCHOBHBIMM TIOKA3aTEISIMH, XapAKTEPHU3YIOIIUMHU NEPBBIA U BTOPOM ITaIbI
pPa3BUTHS, SIBISIOTCS NEPBOHAYAJIBHBIE MWHBECTULMH, 3aTPAuYCHHBIE HAa CO3/IaHUE
AJIEKTPOHHOI'O Pecypca, ONEepPallMOHHbIE pacXobl, HEOOXOAUMBIE /1711 00eCTIeUeHus
ero OecrepeOOWHOTO (PYHKIITMOHMPOBAHUSA, a TaKKE COOTHOIICHHE MEXIY
MHBECTHLIMOHHBIMU U ONIEPAlMOHHBIMU 3aTPATAMH.

Tperuit stan B pa3BUTUM OU3HEC-MOJENM - O3TO MNPOJAKHU, U OLICHUTH
LEHHOCTh BeO-caiiTa BO BpeMs MPOAaX OYEHb CIIOKHO, M HU OJAMH CEPBUC HIIU
YEJIOBEK HE MOKET IPABUIIBHO OLIEHUTH CaMT.
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JTanbl Mo/ieJIM BelleHUsl OM3Heca 10 NPoJake POJ0BOJIbCTBEHHBIX TOBAPOB B
HNHaTepHeTe 1MCTPHOBIOTOPCKUMH M JWJIEPCKUMH CETAMH

Cosnanue J\ DyHKIMOHUPOBAHHUE U J\ Iponaxa J\ 3aBepiueHue

ANIEKTPOHHOTO Pa3BUTHE JIEKTPOHHOTO AJIEKTPOHHOTO BIICKTPOHHOTO
pecypca —/ pecypca —/ pecypca —/ pecypca
IMoaxoas! Kk olleHKe BeleHNs OU3Heca
A 4
v \ 4 v
MeTon OTIeHKH 3KOHOMHYECKOM MeTto olleHKH PO eCcCHOHATLHBIMU
3 PEKTHUBHOCTH MOICTH 3KCHEepTaMu
pa3BUTHSL MeTO,H OLCHKHU
Owerika 0 KagqecTba MOACIH Ornenka Oruenka Ornenka
HK. CHKa N N
it 1 PasBHTIA Oyaymiei | peWTuHra CTOMMOCTH
WHBECTULIMOH | KOMMYHHKAIIH
MpUOBLTH pecypcoB pecypca
HOTO MPOEKTa U PECYpPCOB

Pucynok 3. Ilogxoasl K olleHKe MyTeil pa3BUTHSA NMOCPEIHUYECKHUX ceTel Mo
1
peajiu3anMu TOBapoB ’

Cy1liecTByeT MHOKECTBO KIIOYEBBIX IMOKA3aTENEH, BIMSIONMX Ha OLIEHKY
npoJaxk BeO-caiiTa, HO 4Yallle BCEro UCIHOJB3YIOTCS cieaywome: Peiumune,
Kamezopusl, HA36aHue, 603PACH, KOMHEMEHYUs, NOMEHYUuaul, peHmadenbHOCmb,
KOJIUYeCme0 CmMpanuy, UCMOYHUK mpaguka, cepeuc, npocpammHoe obecneyetue,
0bwUe pacxoodvl Ha co30aHue U NPoOsUdICeHUe BeO-calma.

B pamkax wuccrnenoBanusi 0bu1 mpoBenéH SWOT-ananus pa3BuUTHSA pBHIHKA
MOCPETHUYECKUX YCIyT (cM. Tabmuity 4).

B kadecTBe CHIBHBIX CTOPOH PBIHKA TOCPEIHUYECKUX YCIyT ObUIH
ONpEJENECHbl: HAJIWNYME 3HAHMM O pBIHKE, pa3BUTas CETh M JIEJIOBBIE CBA3M,
CHIDKEHUE PUCKOB, YIPOIIEHHBIH JOCTYN K PHIHKY, THOKOCTh. B TO ke Bpems, K
cJ1abbIM CTOPOHAM PBIHKA MMOCPETHUYECKUX YCIYT OTHECEHBI: MTOJIHAsA 3aBUCUMOCTh
OT MPOU3BOAUTENS, OTCYTCTBHE KOHTPOJISI HaJ OpEHIOM, YCUIEHUE KOHKYPEHIIUH,
HEJI0CTaTOYHAas MPO3PAYHOCTh, BHICOKUE ONEPALIMOHHBIE PACXOIBI.

B kaudectBe BO3MOXKHOCTEHl pbiHKa mnocpeaHudeckux yciayr (PITY) Obuim
OTMEUYEHbl LU(]poBasg TpaHcPopMalMs, BbIXOJ Ha HOBBIE PBIHKM M CEKTOpa,
MEXIYHAPOJHOE TMOCPEIHUYECTBO, CIEUUATU3UPOBAHHBIE YCIYyTH, a TaKke
MOCPETHUYECTBO B 00J1acTU (PUHAHCOB U TexHOJorui. B xauectBe yrpo3 mis PITY
OB BBISIBJICHBI PAa3BUTHE TOPIOBIM 0€3 TMOCPEIHUKOB BCIEACTBUE IU(PPOBBIX
TEXHOJIOTMM,  BBEJICHUE  IOPUAMYECKUX  OTPAHUYEHUN, PpPOCT  PHUCKOB
MOIIICHHUYECTBA, IEPEHACBIIIEHHOCTh PBIHKA, a TaKKe€ HKOHOMHYECKHUE
W3MEHEHUS, TaKhe KaKk UHQIAIUS, KoJieOaHUsI BATIOTHBIX KYPCOB U MOJTUTHYECKAs
HEONPEIEIEHHOCTb, 3aMEIJISIOIINE TOPTOBYIO AEATEIbHOCTD.

CoryiacHO HalllMM HCCIEIOBAaHUSAM, NTOKA3aTelH, JIEKaIue B OCHOBE MOJEIH
OLIEHKH, O0BEINHAIONIEH SKOHOMUYECKHE UHAUKATOPHI, a TAKXKE OILICHKA KauecTBa
JEUCTBYIOLIErO 3JEKTPOHHOIO pecypca — 3TO IOKa3aTelau, OIKCHIBAIOIINE
aCHeKThl MpeAcTaBiIeHus] HHGOpMAIMU U (PYHKIIMOHAJIbHBIE BO3MOKHOCTH CaWTa.

19 pazpaGorka aBTopa
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IIo KaXXI0MY KpPUTCPHUIO pCﬁTHHFH OLICHUBAIOTCA CIICHHAJIIMCTAMHU B JHAIIa30HE OT

1 1o 5 Gaynos.

Tadoauna 4

SWOT-anain3 pbIHKa HOCPeIHHYECKHX YCIyr Xope3McKoii 061acTu

S - CuabHble cTopoHbl (Strengths)

W - C1a0ble CTOpPOHBI

-3Hanue pvinka - 1locpeIHUKH, KaK MPaBUIIO,
001aat0T TIyOOKUM MMOHMMAaHUEM TPOJIYKTa

WJIH YCIIyTH u 3¢ pexTHBHO
B3aUMOJICUCTBYIOT C MOKYIATEISIMU.

-Cemv u xonmaxmul - bpICTpas mpopaxa
yepe3  OOIMPHYIO CETh  KJIMEHTOB U
MOCTaBIIUKOB.

-CHuoicenue PpUcKos - [Tomoraer
MPOU3BOJIUTENSAM CHU3UTH PUCKUA HA DPHIHKE
(manpumep, OTCpOYKa iarexa,

MPOJBUKECHHE MTPOJYKTA).

-Bx00 na pvinox cmanem npowe - Manbie u
CpeIHUE TPOU3BOAMTENN TMOJydar Oolee
OBICTPBI JTOCTYII K HOBBIM pBIHKaM dYepe3
MOCPEIHHUKOB.

-Aoanmuenocmsv - Bo3MOXXHOCTh paboTaTh C
pa3IMYHBIMM TOBapaMH W yCIyramu Jiejaer
UX THOKUMU U YHUBEPCAIHHBIMH.

-llonnas 3asucumocms om npou380OUMeNs
JlesTenbHOCTh  MOCPEJHUKA BO  MHOTOM
3aBHUCHUT OT MOJUTHKH ITPOU3BOIUTEIIS.
-Omcymcmeue KOHMpOsi HAO OpeHOOM -
[TocpemHUK HE MOXKET HampsSMYyIO BIUSATH Ha
Ka4ecTBO OpeH/a WK MPOAYKTa.

-Vcunenue  komkypemyuu -  bosbiioe
KOJIMYECTBO pa3IMYHbIX MOCPETHUKOB
BBITECHSET PBIHOK U  CHUXKAET MapxKy
pUObLIN.

-Heoocmamox npospaunocmu - Hekoropsie
MOCPETHUKM MOTYT CO37aBaTh aTMocdepy
HEJI0BEPHUSL.

-Bvicokue  onepayuonmvie  pacxoovr -
Oco0eHHO ISl MyTeNIeCTBYIOIUX TOPTOBIEB
(KOMMUBOSIKEPOB).

O - Bozmo:knoctu (Opportunities)

T - Yrpo3ssl

-lugpposas mpancghopmayus - Pacmmpenue
MOCPEAHUYECKUX  YCIyT 4Yepe3  OHJIaiH-
1aT(GOpPMBI.

-Hoevle pvinku u cexkmopul - PacTyiuii crpoc
Ha TIOCPETHUYECTBO B PA3JIMYHBIX CEKTOpPaX
HKOHOMUKH.

-Meocoynapoonoe nocpeonuuecmso - Pacrer
MOTPEOHOCTh B MOCPEIHUYECKUX YCIIyrax Ha
9KCIOPTHO-UMITOPTHBIX MapIIpyTax.
-Cneyuanusuposanuvie  yciyeu -  BbITh
KOHKYPEHTOCIIOCOOHBIM,  CIEIHATH3UPYSICh
Ha KOHKPETHBIX MPOJYKTaX WA CETMEHTaX.
-QuHnancosoe u MexHoI02UecKoe
nocpeonuuecmseo -  Pacmmpenue  ponu
MOCPETHUKA B TakuX obOnactsx, kak Fintech,
Proptech, Insurtech

-IIpooadicu 6e3 nocpedHuKo6 uz-3a Yu@dposvix
mexHono2uti - MapKeTIUIEHChl U 3JIEKTPOHHAS
KOMMEpPLMSIT ~ MOTYT  YMEHBIIUTH  pOJIb
MIOCPEIHUKOB.

-IOpuouueckue 02paHuyeHUs. -
JInnensupoBaHue M MpPaBOBbIE MPOLELYPHI B
HEKOTOPBIX CTpaHax YCIIOXKHSIIOT
IIOCPEAHUYECTBO.

-Puck mowennuuecmea -
MOCPEAHUKHA  MOTYT  HAaHECTH
pernyTanu BCe OTpaciu.
-Upesmepnas  macvluyeHHocmb — pbiHKA -
MPOCTPAHCTBO I BXOMASIIUX IOCPEIHUKOB
COKpAIAeTCs.

-Okonomuueckue usmenenus - WHnanus,
OOMEHHbIE  Kypchbl M HOJUTHYECKas
HEOIpPEAENEHHOCTh 3aMEJISIFOT TOPTOBIIIO.

HexauecTBeHHBIE
yiepo

Takum 00pa3oM, IIEKTPOHHBIE PECYPCHI U COBpEMEHHbIE TexHojoruu B PITY
IOPEICTABISIIOT CO00M AMCTPUOBIOTOPCKYIO U IUJIEPCKYIO CETH. MBI NMOCTpOUIIN
MOJIeNIb IMyTEH pa3BUTUS TUCTPUOBIOTOPCKUX M JWIEPCKUX CETe Ha pPBIHKE

IIPOAOBOJIbCTBCHHBIX TOBApOB 11O

CICAYIOIIUM HANPABJIICHUIM:

co30aHuUe

BHYMPEHHUX KOMMYHUKAYUU, pe2ucmpayus Ha caumax KOHMEKCMHOU peKlambl

uiu memamuku, co30aHue cauma 6 Kauecmee 6U3UMHbBIX Kapmouekx,
KOpPROpamueHO20 cauma, UHMEPHemM-Ma2a3una, «NPOMOY» cauma,
20 paspaGorka aBTopa
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KOpNOpAmueHo2o nopmand uiu  aymcopcuue  ousnec-npoyeccos. BbiOop
HAIpaBJICHUS pa3BUTHUS, OE3yCIOBHO, 3aBUCUT OT €€, MOCTaBICHHBIX
PYKOBOJICTBOM KOMITAHHH.

B uccnemoBannm Oblna mpoaHaim3upoBaHa aesaTenbHOCTE «OO0 « Vupobex
Amupoex Mycrumay n OO0 «Mo30au70,» OKa3BIBAIONINX TMOCPETHUICCKUE
ycayru B Xopesmckor obmactu. OO0  «Vwmpbex Amupbex Mycaumar
IPENOCTABIAONIEE MOCPEIHUYECKUE YCIYyTH, HUCHOJIB3YeT psAJd METOIOB s
BBISIBJICHUSI HOBBIX KJIMEHTOB W JOCTaBKU WM Tnpoaykuuu. [lpeanpusitue B
OCHOBHOM ONHPAETCS Ha OTIPABKY CBOMX areHTOB B HEIABHO OTKPBIBIIHUECS
NPOJAYKTOBbIE MarasuHbl Il  BBISIBIIGHHWS HOBBIX KJIMEHTOB, KyJla OHHU
OTMPABISIIOTCS CO CBOMMH BBICTABKAMHU MPOAYKIUU. ATEHTHl HCIOIb3YIOT
OJIMHAKOBBINA MOAXO0J K HOBBIM U MOCTOSHHBIM KJIMEHTaM, U 3aKa3bl, MOJTYyYEHHBIC
yepe3 npuioxkenne «SMARTAPP» (SRM cucmema), oTnpaBisitoTcs B oduc
(onepamopy).

«Ympoex Amupbex Mycnuma» B 2018 rony uucras BbIpydKa OT peau3allu
NpoAyKIMKU cocTaBuia 1,368 w™ipa. cyMm, ceO0eCTOMMOCTh pealu30BaHHOU
npoaykuuu - 1,290 mupa. cym, a BasoBas npuObuib - 78,847 muH. cym. B 2020
roay, B cBa3u ¢ mobansHoM manaemuern COVID-19, uucras Belpydka oOT
peanuzaiu NpoAYKIHUU CHU3WIach 10 856,137 MIiIH. CyMOB, ce0eCTOMMOCTH
peanu3oBaHHON mpoaykuuu - 10 821,892 miH. cymMOB, a BajioBasi MpUOBLIL - 0
34,245 MIIH. CyMOB.

B noctnangemudeckuil mepuoj; MOKHO HaOmonath moutu 30-KpaTHBIA poOCT
nokaszareneid  mocpeaHudeckoro mpeanpustas OO0  «Vupbex  Amupbek
Mycnaumay. B yactHocTH, 10 uTtoram 2024 rojga yucrtasi BeIpydKa OT pealn3aliu
npoaykiuu cocraBmia 30,640 miapa. cyMoB, a ce0€CTOMMOCTh pealn30BaHHOM
npoaykiuu gocturia 30,321 mupa. cymoB. Takoke BasioBasi IpUObLIL YBEIUUUIIACh
B 10 pa3 u cocraBuia 318,241 miiH. cyMOB.

Yucras npuObUIE MOCPEAHUYECKOTO MPEANPHUITHS OT PacXoJ0B Mepuoia M
pacxoJ0B MO (PUHAHCOBOW JEATEIBLHOCTH 3a OTUETHBIN nepuoA cocraBuia 11,409
MJIH. cyMOB B 2018 roay, 10,723 miuH. cymoB B 2020 roay u 83,029 MiH. CymMOB B
2024 rony. Takum oOpazoMm, B 2024 roay mo cpaBHeHuto ¢ 2018 romom wu3
NPUBEACHHOTO BBILIE aHalIM3a MOXKHO CKa3zaTh, 4To uyucTtas npuObuib OO0
«Ympbex Amupbex Mycaumay» 3a nociaeaHue 6 JIeT BeIpocia MOYTH B 8 pas.

PaccmoTpyM MpOrHO3HBIE TOKA3aTEIW Ha CIEAYIOMHMN MEepHOJl C YYETOM
TEHJEHIIMN pa3BuTUs cdepbl yCIyr B XOpe3MCKOW 005acTd, B TOM YHCIIC
TOPTOBBIX ychyr. JI7si pacuera MpOTHO3HBIX 3HAYCHUM pa3BUTHS CPepbl YCIYyT B
peruoHe Hcnojb3oBaauch gaHHbie 3a 2010-2024 rTombl, 3TH JaHHBIE OBUIH
MEepEBE/ICHBI B OCTOSHHBIC 1IEHBI, MPUHSTHIE 32 OCHOBY B 2010 roxy.

[Io pe3ynbTaTaM MPOBEJCHHOIO PETrPECCHMOHHOIO aHalu3a MOoJIydeHa
CJIeIyIoIast MOJEIIb.

XJ = 559,7 + 254,7 = time + 342,7 * NT (1)
30ecv, XJ - cmoumocmu 6cex ycnye, okazanHulx 6 Xope3McKol obiacmu 6 noCmosHHbIX

yenax (2010 200) (mapo. cym),; Time - npedcmagnsem mpeno u navunaemcs cpasy ¢ 2010 2ooa.
NT - dononnumenvrwiti mpeno, komopwiui hHaynemcs 6 2021 200y.
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Bce koadduimenTsl, onpeaenéHHble M0 MOJENH, SBISIOTCS aJeKBAaTHBIMH,
IpU 3TOM pe3yabpTaThl t-recta CThIOAEHTA JUIsl HUX CYLIECTBEHHO MPEBBIIIAIOT
tadyimyHoe 3HavyeHHue (i.5=2,2), @ COOTBETCTBYIOIIWE 3HAYCHHUS BEPOSTHOCTH
okazasmch Menpuie 0,0001. OTm pe3ynbraTsl MOATBEPAKAAIOT MPABUIBHOCTH
BbIOOpA (PAKTOPOB U HANTMYUE UX BIUSHUS HA PE3YIbTUPYIOLIUI TTOKA3aTENb.

PaccunTaHHble TPOrHO3HBIE PE3YJIbTAThl TOKA3bIBAIOT, UTO 00BEM OKa3aHHBIX
yCIYI B peruoHe B cornoctaBuMbIX LeHax K 2030 roxy mocturher 9336,4 miupn
CYMOB, uTO B 1,6 pa3a mpeBbiiiaet mokasarenb 2024 roga (cM. Tadmuiry 5).

Tao6auua 5

IIporuo3nbie 3HAYeHUs 001Ier0 00beMa yCJayr B X0ope3MCKoi 00J1acTi 2
For 95% confidence intervals, t(12, 0.025) = 2.179

T'oabl Obrem Temn pocra Crannaprias 95% wuHTepBaAJ
ycJayr ommodKa
2025 6348,91 109,8 80,5734 (6173,36, 6524,47)
2026 6946,34 109,4 90,5446 (6749,06, 7143,62)
2027 7543,76 108,6 101,591 (7322,42, 7765,11)
2028 8141,19 107,9 113,399 (7894,11, 8388,26)
2029 8738,62 107,3 125,754 (8464,62, 9012,61)
2030 9336,04 106,8 138,51 (9034,26, 9637,83)

VY CTaHOBJIEHO, UTO TEMIIbl POCTa TOPTOBBIX YCIYT B HUCCIEIYEMbIA MEPHUOT
OBLTM JOCTAaTOYHO HECTAOMIBLHBIMH U KoJieOamch B mipeaenax ot 23,9% mo -2,8%.
B cBs3u ¢ HeCTaOMIIBLHOCTBIO IAHHOTO TIOKAa3aTes, sl BHIOOpa COOTBETCTBYIOLIEH
MOJIeIM OBUIM PAaCCMOTPEHBl pa3IMYHbIE BAapUAHThl, M HAa OCHOBAaHMM HUX
CPaBHUTEIIPHOTO aHaln3a OBUIO TIPU3HAHO IIEJIECO00pa3HbIM  HCIOJIb30BaTh
MMEHHO JAHHYIO MOJIEIIb:

SX, = 0,32 %SX,_, + 0,68 % SX;_5 + 0,99 x &,_, + 40,9 * ¢ ()

30ecw, SX - cmoumocmes mopeosuvlx yciye 8 Xopeamckou ooracmu 8 noCmMosHHbIX
yenax (2010 200) (mapo. cym);

Jlist 000CHOBaHMSA HAJEKHOCTH M aJE€KBATHOCTH IMpPEAJIaraeMoll MOJenu
MIPUBEICHBI PE3YIbTAThl KPUTEPUEB, KOTOPHIE COOTBETCTBYIOT HOpMaM. ToT axr,
YTO TEKyllass CTOMMOCTh OO0beMa TOProBOTO OOCIYXMBaHHUS CBs3aHA CO
3HAUYECHUSAMH 32 2-3 mepuoja 10 Hero, 000CHOBBIBAET €r0 HECTAOUIILHOCTD.

B 1o xe Bpemsi HaOmOgaeTCs TEHACHIMS pPOCTa ITHX 3HAYCHHM, TO €CTh
oO111ast TEHACHITUS POCTa BO BPEMEHHU.

C yuerom BIusSHUA JTHX (PAKTOPOB HAMHU pa3padOTaHBl MPOTHO3ZHHBIE
3HAYCHHUS Ha CIACIYIOIIUI mepro (cM. Tabmuiry 6).

[IporHo3el, paccuMTaHHbIE HA OCHOBE MOJEIM, IIOKa3bIBAIOT, YTO B
MOCJEIYIONIME TOABl TEMIIBI pPOCTAa TOPTOBBIX YCIAYr B pEruoHe OyayT
HECTaOUJIbHBIMU, TO €CTh TEMIIbI pocTa OyAyT KojebaTbes B mpeaenax 1,7 u 7,8
IPOLICHTOB.

BuaHo, 4TO CHM)KEHHE TEMIIOB POCTa MOBTOPSUIOCH B TEUEHUE JIBYX JIET U B
MOCJIEYIOIINE TO/Ibl YBEIMUHUBAIOCH U CHOBA CHHXKAJIOCH.

2! paspaGorka aBropa
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OcHoBHol cniaa npuxoaurcst Ha 2025 u 2028 roael. B nenom cpenHuii TemMn
pocta cocrasisieT 4,1 mpoueHTa, 4To B 2 pa3a MEHbIIE CPEJHEro Temra pocTa
obmero oobema yciuyr. PacueTsl mokasbiBaioT, 4TO 00OBEM TOPIOBBIX YCIYT B
obnactu B Hem3MeHHbIX HeHax K 2030 romy mocturner 1059,1 mupa. cymoB u
yBenuuures B 1,27 pa3a o cpaBHeHuto ¢ 2024 romom.

Tab6auna 6

IIporuo3Hbie 3HaYeHHs: 00bEMA TOProBhIX YCJIYI B X0pe3MCKoii o01acTu
For 95% confidence intervals, z(0.025) = 1.96

o0nem Temn CranpaptHas

I'oabl | TOpProBBIX Aap 95% wHTepBaJ
pocra OIIHOKA

yCJIyT
2025 845,1 101,7 15,7 (814,316, 875,967)
2026 875,8 103,6 22,2 (832,216, 919,403)
2027 9441 107,8 22,8 (899,457, 988,831)
2028 963,7 102,1 21,7 (909,491, 1017,90)
2029 1006,4 104,4 30,2 (947,144, 1065,69)
2030 1059,1 105,2 31,4 (997,566, 1120,58)

Pe3ynpTarel Mep, OCYIIECTBISEMBIX B 3TOM HAIPABJICHUH, PACCMOTPUM Ha
OCHOBE€ KOJIMYECTBEHHOW OLECHKA HW3MEHEHHUM TOKa3aTelie, OTPa)karolnux
pe3yJIbTaThI NEATETbHOCTH 000 «MAZADIDO, 3aHUMAIOIIETOCS
JTUCTPUOBIOTOPCKOM EATEILHOCThIO, OKAa3bIBAIOIICH IMOCPETHUYECKUE YCIYTH B
ropojie YpreHue, B31TOM B KaueCTBE O0OBEKTa HAIlleH UCCIe0BATEILCKOM pabOTHI.

[To pe3ympTaTaM HCCIEIOBaHUS, MPOBEICHHOTO HAa O00BEKTE, HAOJOIaeTCs
3HAYMTENbHAS POJIb aIMUHUCTPATUBHBIX PAcX0JI0B B (JOPMHPOBAHUU CTOMMOCTH,
CO31aBa€MOM MOCPEIHUYECKUMHU TPECANPUATUIMUA. TO €CTh COBEPIIECHCTBOBAHHUE
ynpaBieHuss U d(pGheKTUBHAS OpraHU3alMsa YIPaBICHUYECKHUX PACXOJIOB CIIYXKHUT
YBEIIMYCHUIO BBIPYUKH TPEANPUITUNA. Pe3ynbTaThl perpeCCHOHHOrO aHaun3a Io
OIICHKE ATOr0 UMENHU CICIYIOIIUN BUL:

In(R) = 4,6 + 0,97 x In(MC) (3)

30ecw, R - yucmas evipyuka om peanuzayuu npodykyuu (mosapos, pabom u ycayz) ¢ OO0
«MAZADIDO» (mwic. cym); MC - aomunucmpamusnvie pacxoovt 6 OO0 « MAZADIDO» (mwic.

cym).

CornacHo pe3ynbTaTtaM kputepusi CTbroIeHTa, KOd(PPUIIUEHT, OTpaXKarOIINi
BIIUsHUE (DaKTOpa, SIBISETCS aJCKBAaTHBIM, a 3HAUYCHHE TOKa3aTessl BEPOSTHOCTU
meHee 0,0001 moaTBepkIaET BO3ZMOKHOCTH JI€JIaTh BBIBOJIbI HA OCHOBE JTAHHOTO
kodpdunmenta. Kpome Toro, Onu3koe K €IWHUIIC 3HAYEHUE KOd(PUIMEHTA
JeTepPMUHAIIMM  YKa3blBa€T HA TO, YTO BIUSIOMUNA (AKTOP MNPAKTUYECKU
MOJTHOCTBIO OXBAaThIBACT HW3MEHEHMS pe3yJbTHPYIOIIETO ToKa3aTens. Takke
pe3ynbTathl kKputepus JlapouHa — YoTcoHa HaXOJATCA HA MPUEMIIEMOM YPOBHE,
TO €CTh OJIU3KHU K JBYM.

CornacHo pe3yibTaTaM aHajiu3a, OJHUM U3 KIF0UEBHIX (PaKTOPOB YBEIUUYCHUS
00béMa BBIPYYKHM U OOECHEYCHHS] HKOHOMHYECKOTO pOCTa B TOPTrOBBIX H

22 Pa3paboTKa aBTOpa
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HOCPEHUYECKUX MPEANPUATHUAX SIBISIETCSA MIPaBUIbHAs OpraHU3alus yIpaBIeHUs

U COBEpPUICHCTBOBAHUE YIPABICHUYECKUX MPOLECCOB. Pe3ylbTarhl MOKA3bIBAIOT,

YTO YBEJIMYECHHUE aJMUHUCTPATUBHBIX pacxo10B Ha 1% MPUBOIUT K POCTY YMCTOU
BeIpyukHd Ha 0,97% (cM. Tabmuiy 7).

Tadoauua 7

Pe3yabTarhl OlIeHKH BJIMSIHUS 2IMUHUCTPATHBHBIX PACX0A0B HA YUCTYIO

BBIPYYKY OT peajiu3alMu NpoAyKUuM (ToBapos, pador u ycayr) 8 OO0
«MAZADIDO,» oka3pIBaOIIeM NOCPeAHUYECKHE YCIYTH

Model 1: OLS, using observations 2018-2024 (T =7)
Dependent variable: | R

Coefficient | Std. Error t-ratio p-value
const 4.61923 0.174982 26.40 <0.0001
**
I_MC 0.968809 | 0.0138559 69.92 <0.0001
**
Mean dependent var 16.79215 S.D. dependent var 1.328377
Sum squared resid 0.010817 S.E. of regression 0.046513
R-squared 0.998978 Adjusted R-squared 0.998774
F(1, 5) 4888.884 P-value(F) 1.13e-08
Log-likelihood 12.72132 Akaike criterion —21.44263
Schwarz criterion —21.55081 Hannan-Quinn —22.77971
rho —0.173332 Durbin-Watson 2.227079

Takxe paccMOTpUM BIIMSIHAE AJIMUHHUCTPATUBHBIX PAaCXOJOB HA BaJOBYIO
IpUOBLIb, KOTOpas SBISETCS OJHUM M3 BOKHEHIIMX IMOKa3aTelIeH NesATEIbHOCTH
NPEANpUsITUa. IDTO CBSI3aHO C TEM, YTO IIPH OpPraHU3aAllUM JCATEIbHOCTH B
MPEANPUATUIAX OCHOBHOE BHUMAHHUE YAECIIETCS HE CTOJBKO BBIPYYKE, CKOJIBKO
PUOBLIH.

PesynbTarhl perpeCCHOHHOrO aHaIu3a UMEKOT CICAYIOIINN BU/T:

In(P) = 2,4 + 0,95 * In(MC) 4)

30ecw, P — sanosas npubsiiv (yoblmok) om peanuzayuu npooykyuu (moeapos, pabom u yciye) 6
000 «MAZADIDO» (msic. cym).

[IpuBenéHubie pe3ynbTaThl CBUICTEIBCTBYIOT O BBICOKOM HaJEKHOCTU
MOJeTu U € COOTBETCTBUM YCTAaHOBJCHHBIM TpEOOBaHUSIM, a TaK¥ke
NOATBEPKAAIOT 3HAYMUTENILHOE BJIUSHHUE aJMUHHCTPATHBHBIX pPacxoJioB Ha
puObLTE. I3MEeHEeHHEe aIMHHUCTPATUBHBIX PACXOJ0B HAa OJWH IPOICHT IIPUBOIUT
K U3MEHEHUI0 BajoBoi nmpuosuty Ha 0,95%. KoaddummeHT nmeeT nonoxxurensHoe
3HAQYEHUE, YTO YKAa3bIBAE€T HA HAJIUYHME MPAMON 3aBUCUMOCTH MEXAY JaHHBIMU
MMOKa3aTeIsIMU.

[Tomy4yeHHBIE pe3yibTaThl CBUACTEIBCTBYIOT O HEOOXOIUMOCTH Pa3BUTHUS
TOPTOBBIX YCIYT B PETHOHE, YTO, B CBOIO OUYEpE/lh, TPEOYET yCTpaHEHUs MpooieM,
CBSI3aHHBIX C OpraHU3alUer JAEATEIbHOCTH MNpeAnpusThii. B  dacTHOCTH,
HEOOXO0JMMO aJlallTUPOBATh CUCTEMY YIIPaBJICHUSI K COBPEMEHHBIM TPEOOBAHUSIM,
IIPU 3TOM YUYUTHIBATh U3MEHEHUS, MPOUCXOISAIINE Ha PHIHKE.

%% PaspaGoTka aBTOpa
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3AK/IIOYEHUE

[IpoBenéunbie HaMU UCCJIEI0BAHHUS 1o COBEPILIEHCTBOBAHHIO
OpraHU3alMOHHO-3KOHOMHUYECKOI0 MEXaHU3Ma Pa3BUTHUS PhIHKA MOCPEIHUYECKUX
yCITyT TIO3BOJIUIIN CPOPMYITUPOBATH CIIEAYIONINE BBIBOABL. B yacTHOCTH:

1. Tlo HameMy MHEHUIO, « OUCMPUOLIOMOpP»— STO MOCPEIHUK (IOPUIAYECKOE
Wi (QU3NYECKOE JHI0), paboTaromMii B COOTBETCTBHH C 3aKOHOJATEIHCTBOM
Y36ekncTana, OCyIIECTBIAIOMINN ONTOBYIO 3aKyNKy WM paclpeesieHie TOBApOB
HAa OCHOBaHUU JIOTOBOpAa C TMPOU3BOJUTEIEM, a TaKKe OKAa3bIBAIOLIUI
MapKETUHIOBBIE YCIYTH OT CBOETO UJIU YbEero-JIM00 UMEHH, 33 CBOH CUeT.

2. «/lunep» — H5TO TNOCPEAHUK, B COOTBETCTBUU C 3aKOHOJATEIHLCTBOM
VY30ekucrana, MOCpeAHUK (FOPUAMYECKOE WM (PU3NYECKOE JIUIIO), KOTOPHIA Ha
OCHOBAaHMH JOTOBOpPAa KOMUCCUU MPUOOPETAET TOBAP ONTOM OT CBOETO MMEHHU U 3a
CBOMH CUET, a 3aTeM IIPOJIAET €ro.

3. CornacHo HaiieMy aHalu3y, NMpU KiIacCU(UKAIMU CYOBEKTOB TOPTOBOM
CUCTEMBI B KayecCTBE JOIOJHHUTEIbHBIX KPUTEPHUEB LIEJI€CO00Pa3HO YUYUTHIBAThH
HaJIM4ME CKJIaZa, OOBEKT 0OCIy>)KHMBaHHUSA, COOCTBEHHYIO CETh paCIpEAeNIeHUus U
pa3mep pbiHKa. J[ucTpuOBIOTOPHI HE3aBUCHUMBI B BBIOOpE OpeH/1a 1O CPABHEHUIO C
IUJepaMHi, UMEIOT COOCTBEHHBIA CKIaJ, pabOTaloT TOJBKO C IOPUIUYECKUMU
JUIAMH U HMEIOT BO3MOXKHOCTH CBOOOJAHO OTKpPBIBATH UIIMPOKYIO CETh
JTUCTPUOYITUU U JTUIEPCKUE TOUKHU.

4. Jlns pa3BuTHA JUCTPUOBIOTOPCKUX U JAWIEPCKUX CETeHl B Mpolecce
peanu3alnuyd TMPOAYKIIMM HEO0OXOJAMMO OpraHu30BaTh BCE BHUJBI KaHAJOB B
3aBUCUMOCTH OT THIIOB TOBapHBIX PbIHKOB. KaHasbl HyJ€BOTO, IEPBOTO U BTOPOTO
YPOBHEW OpraHu3aiuu AUCTPUOBIOTOPCKUX W JWIEPCKUX ceTel 00ecreunBaroT
COBIT IPOYKITMU HA PHIHKAX MPOIOBOJILCTBEHHBIX TOBAPOB.

5. [1o Hamemy MHEHHIO, 11€JIECO00PA3HO CUCTEMATU3UPOBATH KAaHAIBI TTPOJIAXK
HA OCHOBE TaKHWX KPHUTEPUEB, KAK OCOOCHHOCTH peau3aliy MPOIYKIIUHU, COCTAB
YYaCTHUKOB, TOProBasi CE€Th W pPbIHOYHAs IUIomaab. [Ipu 3TOM mnepBUYHBIE U
BTOPUYHBIE KaHaJbl CIOCOOHBI (POPMHUPOBATH NUIEPCKUE M TUCTPUOBIOTOPCKHUE
CETH B pEAJIbHOM U BUPTYaJIbHOM CpeJie, CO37aBasi HOBbIE TUIIbI TOPTOBBIX KAHAJIOB,
aTANTHPYIONTUXCS K PRIHOYHBIM YCIIOBHSIM.

6. Ilo pesynapTaram wuccnenaoBaHusi cHopMHpOBaHA CTpaTeTvs pa3BUTHUSA
JTUCTPUOBIOTOPCKOMN U JUIEPCKON CETU U OTpe/IeNIeHbl 7 BOBMOXKHBIX U3MEHEHUM B
pealM3aluy MPOAYKUUU: «A» - pacnpedenenue mosapos HenocpeoCmeeHHO Om
npouzeooumens, «By - pacnpedenenue mosapos uepes npeocmagumens
npouzeooumens,; «Bl, By - pacnpedenenue mosapog uepes mopzo8yio cems uepes
npeocmasumens — npousgooumens, «By -  peanuzayus moeapoe  uepes
pacnpedenumensuyro cems, «B2, B, Gy - peanuzayus moeapos uepe3
OUCMPUOLIOMOPCKYI0 cemb 4epe3 NpeoCcCmagumens npoussooumens Uil cems
ounepos, «Bl, Gy - peanuzayus mosapos no xaumany pacnpeoenenusi OuiepCcKoll
cemu, «Gy - pacnpedenenue mosapos uepes OUNEPCKYIO CeMb.

7. Ilo MHEHHIO aBTOpa, MOJCIHM Pa3BUTHSI TUCTPUOBIOTOPCKUX U JHICPCKUX
ceTell 11l MPOAOBOJIBLCTBEHHOIO PhIHKA (POPMHUPYIOTCS MOCPEACTBOM BHYTPEHHUX
KOHTaKTOB, KOHTEKCTHOW pEKJaMbl, PErucTpaluyd Ha CHEHHAIbHBIX CaiTax,
BU3UTHBIX KapTOUYEK, KOPIOPATUBHBIX CAWTOB, MHTEPHET-MAra3MHOB, PEKIAMHBIX
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CaliTOB, MOPTaJOB WJIM AyTCOPCUHIa OW3HEC-NIPOLECCOB, a BBIOOP 3TOTO
HaIIpaBJIEHUSl OINPEIEISIETCS OpPraHOM YIPABJIECHHS B COOTBETCTBHHM C LEISAMU
KOMITAHHH.

8. B Hacrosimiee BpeMsl HE CYIIECTBYET €JMHOTO YHHBEPCAIBHOTO METO/A
olleHKH 3((PEKTUBHOCTH NUCTPUOBIOTOPCKUX U JUJIEPCKUX CETe B TOPTOBIE
MPOJIYKTaMU MUTAHUS WIM HATUTKAMH, KOTOPBI MOKHO ObLIO OBl PEKOMEH0BATh
IUI1 BCEX TOBApOB U yciyr. IloaToMy Ha HavanbHOM 3Tane pa3BUTHS OLICHKA Ha
OCHOBE KAayeCTBEHHBIX M KOJMYECTBEHHBIX IIOKa3aTeled OCTaBIsETCS Ha
YCMOTPEHHE CaMHUX BIAJENbLEB CETH. BBHUIY CIOXHOCTH ONpEIECIECHUs
KOJINYECTBEHHOW  3aBUCUMOCTM B Pa3BUTUU  JJIEKTPOHHBIX  PECYpPCOB,
LeJIECO00Pa3HbIM CUUTAETCA METOJ OLEHKH, OCHOBAaHHBIM Ha KaueCTBEHHBIX
NOKa3aTesX.

9. IlepcrieKTUBHBIM MapKETUHTOBBIM UHCTPYMEHTOM pa3BUTHUSA
TUCTPUOBIOTOPCKUX U TUJIEPCKUX CETEH IO Mpojiaxe MPOAYKIMKM Ha peiHKax B2B
B CJIO)KHOM COBPEMEHHOM 3KOHOMHYECKOM MPOCTPAHCTBE SIBJIACTCS JIEKTPOHHAs
KOMMeEpLHUsA, KOTOpas IMO3BOJSET IUCTPUOBIOTOPCKUM U JIUJIEPCKUM CETSAM
WCIIOJIb30BaTh IIMPOKHM CHEKTP CBOUX IPEUMYIIECTB, MAKUX KAK COKpaujeHue
8peMeHuU, 3ampadueaemMo20 Ha MpPau3aKkyuu, cpeocmed, Yukivl pacnpeoeneHus,
ovicmpas nepeopuenmayusi OesmenrbHOCmu, NOAHAA UHGOpMayus O pblHKe,
NPOOYKMAx, yUacmuukax OusHec-npoyeccos.

10. Jlns mpuHATHS peleHus O LelIecoo0pa3HOCTH U BO3MOKHOCTH CO3/1aHus,
BHEAPEHUS, MOAU(PUKAIIMN WIM BHEAPEHUS MUHTEPHET-PECYPCOB ObLIA MOCTPOEHA
MOJIelb HANpaBJIEHUH pa3BUTHSA AUCTPUOBIOTOPCKUX M JTWIEPCKUX CeTel 1o
peav3aluy NTPOAYKIMH Ha PbIHKE MPOJAOBOJIBCTBEHHBIX TOBAPOB MO CIEAYIOIINM
HAIPABICHUAM: KOHMEKCMHAA PeKIama Ul pecucmpayus Ha memamuidecKux
catimax, 6eb-caim - GU3UMHAS KAPMOYKA, KOPNOPAMUEHbLU 6€0-caiim, UHMepHem-
Ma2a3um, peKiamublil Caim, aymcopcune buzHec-npoyeccos u T.J.

11. ChopmynupoBana METOIOJIOTUS ITOBBILIEHUS SKOHOMHUYECKOU
(¢ (PEKTUBHOCTU pa3BUTUS AUCTPUOBIOTOPCKOM u auiepckord cetu PIIY nmnsa
peanu3aluyd B peajbHOM M B3JEKTPOHHOM MPOCTpaHCTBE. Takke IS OLIEHKU
KauecTBa cailiTa B DJIEKTPOHHOM pa0o4yeM MpOCTPAaHCTBE HEOOXOAMMO
MHJUBUyaJIbHO BBIOUpATh MOKA3aTeNu, OLEHUBATH 110 KOHKYPEHTaM U Ha OCHOBE
CPaBHUTENBHBIX KPUTEPHUEB, ONMPEIEIATh CUIbHBIE U ClTa0bIe CTOPOHBI, OKA3aTeIn
KauyecTBa AJIGKTPOHHOTO caiiTa (pUPMBI, MPEXKAE BCETo, ONPENENSITb HHTEPHET-
pecypchl, HaJ KOTOPHIMH HEOOXOIUMO paboTaTh Ui HACTPOWKH M ONTUMHU3ALNU
KauyecTBa MPeJCTaBICHUs (PUPMBI B SJIEKTPOHHOM IPOCTPAHCTBE.
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INTRODUCTION (abstract of the dissertation of Doctor of Philosophy (PhD))

The purpose of the study is to develop scientifically grounded
recommendations and proposals for improving the organizational and economic
mechanisms for the development of intermediary services.

The object of the study is the entities engaged in intermediary activities, in
particular distributor and dealer structures operating in the Republic of Uzbekistan,
primarily within the territory of the Khorezm region.

The scientific novelty of the study is as follows:

From a methodological standpoint, the economic content of the term
"distributor” has been clarified and refined as an independent economic entity that
purchases goods or services from a manufacturer or wholesale supplier and
subsequently sells them within a specific geographic region, target market, or
customer segment under established conditions. In doing so, the distributor
performs logistics, marketing, and customer interaction functions and serves as an
important economic instrument for improving the efficiency of commodity
exchange by aligning supply and demand within the market chain;

The possibility of classifying business relationships among entities operating
in the intermediary services market by individual segments based on the criterion
of structural composition has been substantiated. Additionally, growth points for
distributor and dealer networks have been identified through the use of an
innovative dealer model, which allows for increasing competitiveness in each
segment by 1.4-1.8 times, expanding customer reach by 25-30%, and raising trade
conversion rates on digital platforms up to 15%;

An approach has been proposed to enhance the efficiency of organizing
distributor and dealer networks in commercial activities through the outsourcing of
business processes via digital channels: internal communications (68%), corporate
websites (53%), specialized websites (47%), online stores (38%), and business
card websites and corporate portals (35%);

Forecast indicators for the development of distributor companies in the
service sector, particularly in intermediary services, in the Khorezm region have
been developed up to 2028.

Implementation of research results. Based on the developed scientific
recommendations and proposals for improving the organizational and economic
mechanisms for the development of intermediary services:

According to the methodological approach, the theoretical and
methodological data related to refining the economic content of the term
"distributor” as an important economic instrument for increasing trade efficiency
through the alignment of supply and demand within the market chain were utilized
in the preparation of the textbook Fundamentals of Entrepreneurship,
recommended for students of higher educational institutions (Order No. 91 of
Urgench State University dated June 26, 2023). As a result of applying this
approach in practice, students gained the opportunity to further develop definitions
of the key entities operating in the intermediary services market;

The proposal to increase the level of competitiveness in each segment (by 1.4
to 1.8 times), expand customer reach (by 25-30%), and boost sales conversion
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rates on electronic platforms (up to 15%) through an innovative dealer network—
enabling the classification of business relationships by individual segments and the
identification of growth points for distributor and dealer networks based on the
structural organization of market participants in intermediary services—was
implemented in the activities of the Chamber of Commerce and Industry of the
Republic of Uzbekistan (Reference of the Chamber of Commerce and Industry of
the Republic of Uzbekistan No. 06-05-33-7572 dated July 11, 2025). As a result of
applying this proposal in practice, a new polyclassification system of the dealer
network was substantiated, which includes the segments: ‘“business-
distributor/dealer,”  “distributor/dealer—business,”  “dealer-end  consumer,”
“distributor/dealer—state,” “distributor/dealer—administration,” and ‘“distributor—
B2B electronic marketplace,” aimed at determining the development focus of
distributor and dealer networks in product sales;

The proposal to improve the efficiency of organizing distributor and dealer
networks in the sales sector through the outsourcing of business processes via
digital channels—such as internal communication (68%), corporate websites
(53%), specialized websites (47%), online stores (38%), business card websites,
and corporate portals (35%)—was implemented in the activities of the Chamber of
Commerce and Industry of the Republic of Uzbekistan (Reference of the Chamber
of Commerce and Industry of the Republic of Uzbekistan No. 06-05-33-7572 dated
July 11, 2025). The practical implementation of this proposal made it possible to
develop a set of alternative models for outsourcing business processes and
evaluating the effectiveness of distributor and dealer network development in the
intermediary services market, including integrated processes of internal
communication, advertising, specialized websites, business card websites,
corporate web resources, online stores, promotional websites, and corporate portals;

The forecast indicators for the development of distributor firms in the service
market of the Khorezm region, particularly in intermediary services, developed up
to 2028, were implemented in the activities of the Chamber of Commerce and
Industry of the Republic of Uzbekistan (Reference of the Chamber of Commerce
and Industry of the Republic of Uzbekistan No. 06-05-33-7572 dated July 11,
2025). As a result of the implementation of these forecast indicators, the priority
areas and development prospects of distributor activities in the intermediary
services market of the Khorezm region through 2028 were scientifically
substantiated.

The structure and scope of the dissertation. The dissertation consists of an
introduction, three chapters, a conclusion, a list of references and an appendix.
The total volume of the dissertation is 144 pages.
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