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KIRISH (fan doktori (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahondagi ragamli
iqtisodiyot va elektron savdo rivoji tahlili shuni ko‘rsatmoqdaki, bugungi bozorda
iste’molchilarning ongli va ongsiz (hissiy) garorlarini hisobga olgan marketing
yondashuvlari muhim ahamiyat kasb etmoqda. An’anaviy marketing usullari asosan
iste’molchilarning ongli fikrlariga tayanar ekan, xarid qarorlariga ta’sir etuvchi
ko‘plab omillar shuur osti hissiyotlar bilan bog‘liq ekani ilmiy tadqiqotlarda qayd
etiladi. Neyromarketing ana shu yashirin hissiy omillarni inobatga olib, ragamli
muhitda iste’molchi xatti-harakatlarini chuqurroq anglashga xizmat qiluvchi
zamonaviy Yyondashuvdir. Neyrobiometrik usullarni marketingga tatbig etish
natijasida kompaniyalar iste’molchi e’tiborini samarali jalb etish, ragobatbardosh
ustunlik yaratish hamda bozordagi pozitsiyalarini mustahkamlash imkoniyatiga ega
bo‘lmoqda. Ilg‘or neyromarketing texnologiyalari mahsulot dizayni va marketing
kommunikatsiyalarini iste’molchida 1jobiy emosiyalar uyg‘otadigan tarzda
optimallashtirishga yordam berib, brendga nisbatan hissiy bog‘liglik va mijoz
sadoqatini kuchaytirayotganligi kuzatilmoqda. Interaktiv kommunikatsiya kanallari,
raqamli tahlil va sun’1y intellekt asosidagi personalizatsiya kabi vositalar bilan birga
neyromarketing usullarini qo‘llash orqali korxonalar onlayn platformalarini global
raqobatda barqaror qiymatga ega aktivga aylantirish, iste’molchilar bilan uzoq
muddatli ishonchli munosabatlar qurish imkoniga ega bo‘lmoqda. Masalan,
2025-yilga borib global elektron savdo hajmi gariyb 7,5 trillion AQSh dollariga
yetib, umumiy chakana savdoning 24 foizini tashkil etishi kutilmogda, shuningdek,
iste’molchilarning 85 foizi onlayn xaridni afzal ko‘rayotgani qayd etilgan®. Bunday
sharoitda ragamli bozorda muvaffagiyat qozonish uchun kompaniyalar
neuromarketing imkoniyatlaridan foydalanib, iste’molchilar bilan chuqurroq
emotsional aloga o‘rnatishga intilmoqda.

Bugungi kunda elektron tijorat sohasida neyromarketing konsepsiyalarini
qo‘llash bo‘yicha jahon miqyosida keng ko‘lamli ilmiy izlanishlar olib borilmoqda.
Zamonaviy tadqiqotlar onlayn iste’molchilarning psixografik portretini va
neyrofiziologik reaksiyalarini chuqur tahlil qilish, xulg-atvor iqgtisodiyoti va
neyrofanning integratsiyasi orqali iste’molchilarning hissiy hamda irratsional xatti-
harakatlarini prognoz qilish, sun’iy intellekt yordamida marketing kontenti va
interfeyslarini individual ehtiyojlarga moslashtirish kabi masalalarga garatilmoqgda.
Ragamli platformalarda interaktiv va immersiv tajribalar orqali mijozlar bilan o‘zaro
alogani mustahkamlash, shuningdek marketing samaradorligini o‘lchash uchun ROI
va konversiya kabi ko‘rsatkichlarni takomillashtirish ham tadqiqotchilar diqqat
markazidadi.  Neuromarketing  sohasidagi izlanishlar  asnosida EEG
(elektroensefalografiya), ko‘z harakatini kuzatish, yuz ifodalarini aniglash kabi
biometrik texnologiyalar eng ko‘p qo‘llanilayotgani ma’lum bo‘lib, aynigsa Xitoy
va Yevropa davlatlarida e’tiborli natijalar kuzatilmoqda. Bu esa neuromarketing

! Ma’lumot https://capitaloneshopping.com/research/ecommerce-statistics, https://www.emarketer.com/
content/worldwide-retail-ecommerce-forecast-2025, https://www.yaguara.co/online-shopping-statistics,
https://www.digitalsilk.com/blog/ecommerce-statistics, E-commerce Industry Statistics 2025: https://bizplanr.ai/
Comprehensive Report on E-Commerce Trends and Developments with Focus on Central Asia
‘https://www.newscentralasia.net/ internet manbasidan olindi.
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yondashuvi elektron tijoratda iste’molchi xulqini o‘rganishda global miqyosda
dolzarb i1lmiy yo‘nalishga aylanganini tasdiqlaydi.

O‘zbekistonda ham ragamli savdo jarayonlariga neuromarketing tamoyillarini
tatbiq etish masalasi tobora dolzarb bo‘lib bormoqda. Mamlakatimizda elektron
tijoratni rivojlantirish va ragamli marketingni takomillashtirish yuzasidan muhim
vazifalar belgilangan bo‘lib, xususan mahalliy tovar va xizmatlarni onlayn
platformalarda faol targ‘ib qilish, zamonaviy raqamli marketing vositalarini (SMM,
SEO, kontent-marketing va h.k.) joriy etish, iste’molchilar bilan interaktiv ragamli
mulogotni yo‘lga qo‘yish hamda foydalanuvchi tajribasini baholovchi ragamli
metrikalarni amaliyotga tatbiq etish ustuvor yo‘nalishlar sifatida gayd etilgan.,
Ragamli O‘zbekiston — 2030 strategiyasi doirasida elektron tijorat infratuzilmasini
kengaytirish, tadbirkorlarni ragamli savdo ko‘nikmalariga o‘qitish, “Made in
Uzbekistan” brendini jahon bozorlarida ilgari surish kabi kompleks chora-tadbirlar
amalga oshirilmoqda. So‘nggi yillarda mamlakatimizda elektron savdoning jadal
o‘sishi kuzatilmoqgda: 2022-yilda O‘zbekistondagi elektron savdo hajmi gariyb
311 mIn. AQSh dollarini tashkil etgan bo‘lsa, 2027-yilda bu ko‘rsatkich
2 mird. dollardan oshishi prognoz gilingan. Shunday ekan, milliy kompaniyalar
ragamli bozorda ragobatbardosh bo‘lishi uchun iste’molchilarning onlayn xulg-
atvori va hissiy munosabatlarini chuqur tahlil qilishga, ya’ni neuromarketing
yondashuvlariga e’tibor qaratishi zarur. Jumladan, xorijiy nufuzli brendlarni
igtisodiyotimizga jalb qilish, ichki va tashgi bozorlarda milliy brendlar
raqobatdoshligini oshirish borasidagi davlat dasturlari marketing jarayonlariga
innovatsion yondashuvni talab etmoqda. Ko‘rilayotgan ushbu chora-tadbirlar
neuromarketing kabi ilmiy asoslangan zamonaviy marketing vositalarini qo‘llash
nagadar muhimligini tasdiglab bermoqda.

O‘zbekiston Respublikasiga sanoat sohasidagi nufuzli xalgaro brendlarni jalb
qilish bo‘yicha yangicha yondashuvlarni joriy qilish, xalqaro brendlar ostidagi
sanoat mahsulotlarini ishlab chigarish hajmini kengaytirish, ichki va tashqi
bozorlarda raqobatbardosh milliy brendlar yaratishni yanada rag‘batlantirish ham
dolzarb ahamiyat kasb etmogda. Brend menejmentni rivojlantirish, xalgaro savdo
platformalarida faoliyat yurituvchi korxonalarni qo‘llab-quvvatlash va milliy
mahsulotlarni ilgari suruvchi ragamli yechimlarni joriy etish bo‘yicha belgilangan
vazifalarni amalga oshirish bu boradagi ilmiy tadgiqotlarning dolzarbligini namoyon
etadi’.

O<zbekiston Respublikasi Prezidentining 2023-yil 11-sentyabrdagi PF-158-son
“O‘zbekiston-2030” strategiyasi” to‘g‘risida, 2022-yil 28-yanvardagi PF-60-son
“2022-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi
to‘grisida”, 2020-yil 5-oktyabrdagi PF-6079-son “Ragamli O‘zbekiston — 2030”
strategiyasini tasdiglash va uni samarali amalga oshirish chora-tadbirlari
to‘g‘risida”gi farmonlari, shuningdek, 2024-yil 7-avgustdagi PQ-286-son “Sanoat
sohasida nufuzli xalgaro brendlar bilan hamkorlikni rivojlantirish va milliy

2 O¢zbekiston Respublikasi Vazirlar Mahkamasining 2024-yil 26-dekabrdagi 885-sonli “O‘zbekiston Respublikasida
elektron tijorat sohasini yanada rivojlantirish chora-tadbirlari to‘g‘risida”gi qarori. 2025-yil 1-iyuldan boshlab
elektron tijorat operatorlari uchun xabarnoma asosida ro‘yxatdan o‘tish tartibi joriy etiladi. Bu qaror operatorlarga
qo‘yiladigan talablar, hisobdorlik, reyestr yuritilishi va to‘lov tizimlariga oid tartiblarni belgilaydi //
lex.uz/uz/docs/7284840; “Elektron tijorat to‘g‘risida”gi Qonuni (ZRU-792, 2022-yil 29-sentabr).
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brendlarni qo‘llab-quvvatlash chora-tadbirlari to‘g‘risida”, 2023-yil 24-maydagi
PQ-162-son “Ragamli xizmatlar gamrovi va sifatini oshirish hamda soha, tarmoq va
hududlarni ragamli transformatsiya gilish chora-tadbirlari to‘g‘risidagi garorlari,
O‘zbekiston Respublikasi Vazirlar Mahkamasining 2024-yil 8-noyabrdagi
VMQ-748-son “Sanoat sohasida milliy brend egalari hamda nufuzli xalgaro brendlar
hamkorlarini savdoga ko‘maklashish jamg‘armasi mablag‘lari hisobidan qo‘llab-
quvvatlash chora-tadbirlari to‘g‘risida”gi qarori hamda mazkur faoliyatga tegishli
boshga me’yoriy-huquqiy hujjatlarda belgilangan vazifalarni amalga oshirishda
mazkur dissertatsiya tadgigqoti muayyan darajada xizmat giladi.

Tadgiqotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga bog‘ligligi. Dissertatsiya tadgiqoti respublika fan va
texnologiyalarni rivojlantirishning I. “Demokratik va huquqiy jamiyatni ma’naviy-
axlogiy hamda madaniy-ma’rifiy rivojlantirish, innovatsion iqtisodiyotni
shakllantirish” ustuvor yo‘nalishlariga muvofiq bajarilgan.

Dissertatsiya mavzusi bo‘yicha xorijiy-ilmiy tadqiqotlar sharhi. Ragamli
igtisodiyot sharoitida elektron savdoni neyromarketing konsepsiyalari asosida
takomillashtirish metodologiyasiga oid tadgiqotlar bugungi kunda dunyoning
yetakchi ilmiy markazlari va universitetlarida o‘z takomilini topib bormogqda®.
Xususan, ushbu yo‘nalishda quyidagi nufuzli oliy ta’lim muassasalari va ilmiy
tashkilotlar haqida to‘xtalib o‘tishimiz magsadga muvofiq: Harvard Business School
(AQSh), Massachusetts Institute of Technology — MIT (AQSh), Stanford University
(AQSh), University of Oxford (Buyuk Britaniya), University of Cambridge (Buyuk
Britaniya), Imperial College London (Buyuk Britaniya), INSEAD (Fransiya),
Copenhagen Business School (Daniya), Rotterdam School of Management
(Niderlandiya), ESSEC Business School (Fransiya), University of Tokyo
(Yaponiya), National University of Singapore (Singapur), University of Toronto
(Kanada) va Australian National University (Avstraliya). Ushbu markaz va
universitetlarda ragamli savdo va marketing integratsiyasi, iste’molchilar xatti-
harakatiga asoslangan marketing strategiyalari, sun’iy intellekt vositasida
neyromarketing tasiri jarayonlarini urganish buyicha o‘tkazilgan tadqgiqotlarning
samarali natijalari mavjud.

Harvard Business School tomonidan olib borilgan izlanishlar davomida
foydalanuvchi tajribasi (UX) va omnichannel marketing strategiyalarining ragamli
muhitda brendni shakllantirishdagi o‘rni chuqur o‘rganilgan. MIT Sloan School of
Management tomonidan esa brendlar ragamli savdo platformalarida ganday qilib
raqobatbardosh ustunlikka erishayotgani, shuningdek, algoritmik marketing
qarorlarining brend sadoqatiga ta’siri tahlil gilingan. AQShda neuromarketing va
iste’molchi neyrofani bo‘yicha tadqiqotlar faol rivojlanib, bu yerda mijoz
miyasining marketing stimullariga javobini o‘rganish orqali xarid xulqini
prognozlash va hatto unga ta’sir qilishga intilishadi. So‘nggi yillarda AQShda
Nielsen kabi yirik kompaniyalar neuromarketing texnologiyalariga sezilarli sarmoya
Kiritib, ushbu yondashuvni amaliy marketing tadqiqotlarida qo‘llamoqda. Natijada

3 Dissertatsiya mavzusi  bo‘yicha  xorijiy  ilmiy  tadqiqotlar ~ sharhi //  https://www.hbs.edu,

https://www.gsb.stanford.edu, https://www.london.edu, https://www.insead.edu, https://www.gsb.columbia.edu,
https://www.wharton.upenn.edu,  https://www.ama.org/, https://www.worldbank.org, https://mitsloan.mit.edu,
https://www.oecd.org, https://www.instituteofmarketing.org.uk, https://www.unido.org http://tsue.uz; https://ifmr.uz
va boshga manbalar asosida tayyorlangan.
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neuromarketing usullari AQShda reklama, brending va mahsulot dizaynini
takomillashtirish magsadida keng qo‘llanilayotgan ilg‘or sohaga aylandi.

University of Cambridge tadgigotlarida ragamli savdo muhitida
neyromarketing va brend ekotizim tushunchalari orqali iste’molchilarga
yetkaziladigan brend gadriyatlarini baholash metodologiyalari ishlab chiqilgan.
Stanford Universityda esa sun’iy intellektga asoslanib, brend monitoringi, brend
sodigligini tahlil gilish hamda ragamli ommaviy axborot vositalari orgali brend
reputatsiyasini boshqarish ustida izlanishlar olib borilgan. Shuningdek, University
of Oxford tadqgiqotlarida ragamli bozorlar uchun Elektron tijoratda neuromarketing
yondashuvlari mijozlarning xarid jarayonidagi ongosti reaksiyalarini o‘lchash uchun
turli texnologiyalardan foydalanadi. Tadqiqotlarga ko‘ra, EEG orqali miya faoliyati
signallarini tahlil qilish eng ko‘p qo‘llaniladigan usul bo‘lib, e-tijorat bo‘yicha
neuromarketing tadqiqotlarining qariyb 41% ida EEG ishlatilgan; shuningdek, ko‘z
harakatini kuzatish (25%) va fMRI (19%) texnikalari ham keng qo‘llanilmoqda.
Bundan tashgari, yurak urish tezligi va teri konduktansi (EDA/GSR) kabi biometrik
ko‘rsatkichlarni kuzatish, shuningdek, yuz ifodalarini avtomatik tahlil gilish orgali
mijozlarning emotsional holatini baholash amaliyoti yo‘lga qo‘yilgan. Shu bilan bir
qatorda, sun’iy intellekt vositalari neuromarketingda tobora integratsiyalashib,
ulkan neyrofiziologik ma’lumotlarni gayta ishlash hamda individual xarid tajribasini
shaxsiylashtirish imkoniyatlarini kengaytirmoqda. Ushbu xorijiy tadgiqgotlar ragamli
savdo muhiti uchun samarali marketing strategiyalarini yaratish, ularni innovatsion
texnologiyalar yordamida rivojlantirish hamda brend giymatini aniglovchi yangi
metodologik yondashuvlarni ishlab chigishga xizmat gilmogda. Umumjahon
e’tiboridagi mazkur ilmiy ishlanmalar O‘zbekiston sharoitida ham qo‘llanilishi
mumkin bo‘lgan konseptual manba hisoblanib, mazkur dissertatsiya mavzusining
ilmiy asosliligini kuchaytiradi.

Muammoning o‘rganilganlik darajasi. Neuromarketingni an’anaviy
marketing va savdoda qullanishi bo‘yicha ilmiy tadqiqotlar D.A.Aaker, K.L.Keller,
J.N.Kapferer, F.Kotler, S.Godin, V.Olins, A.Ries, J.Trout, U.Sharp, M.Gobe,
F.Gilmore kabi yetakchi xorijiy olimlar tomonidan olib borilgan*. Mazkur olimlar
brendni shakllantirish, uning identiteti, kapitali, qiymati va iste’molchiga ta’siri
bo‘yicha nazariy va amaliy asoslar yaratgan. Ularning yondashuvlari, modellari,
tavsiya etgan tushunchalari hozirgi zamonaviy neyromarketing metodologiyasining
poydevorini tashkil etadi.

Mustaqil davlatlar hamdo‘stligi mamlakatlari ragamli iqtisodiyot sharoitida
neyromarketing usularini shakllantirish va brend kapitalini yaratish masalalari
G.Bagiyev, G.Azoyev, Y.Luxmeneva, Y.Matuzenko, L.Kovineva, Y.Stepanicheva,

4 Aaker D.A. Managing Brand Equity: Capitalizing on the Value of a Brand Name. Free Press, 1991; Keller K.L.
Conceptualizing, Measuring, and Managing Customer-Based Brand Equity // Journal of Marketing, 1993. — Ne 57 (1).
—P.1-22; Kapferer J.-N. The New Strategic Brand Management: Advanced Insights and Strategic Thinking (5th ed.).
Kogan Page, 2012; Kotler P. & Keller K.L. Marketing Management (15th ed.). Pearson, 2016; Godin S. Purple Cow:
Transform Your Business by Being Remarkable. Portfolio, 2003; Olins W. On Brand. Thames & Hudson, 2008; Ries
A. & Trout J. Positioning: The Battle for Your Mind. McGraw-Hill, 1986; Sharp B. How Brands Grow: What
Marketers Don’t Know. Oxford University Press, 2010; Gobe M. Emotional Branding: The New Paradigm for
Connecting Brands to People. Allworth Press, 2001; Gilmore F. Strategic Brand Development: Building Brand
Capability in Professional Services. Kogan Page, 2018.
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G.Gudimenko, V.Aleshnikova, A.Karikova kabi olimlarning ilmiy tadgiqotlarida
o‘rganilgan®.

O‘zbekistonda brendni boshqarish va marketing innovatsiyalari bo‘yicha ilmiy
tadgigotlar ~ A.Askarov, B.A.Begalov, S.S.Gulyamoyv, M.A.lkramov,
Sh.D.Ergashxodjayeva, K.M.Baxritdinova, = A.Xamrakulov, N.Zufarova,
N.Shamshiyeva kabi olimlar tomonidan nazariy va metodologik jihatdan
o‘rganilgan®.

Biroq Oc‘zbekistonda ragqamli savdo muhiti sharoitida neyromarketing
konsepsiyalaridan foydalanishning shakllantirish nazariy va metodologik asoslari,
xususan, sun’ly intellekt aralashuvidagi jarayonlar, marketing innovatsiyalari,
platforma strategiyalari kabi dolzarb yo‘nalishlarda hali yetarli ilmiy ishlanmalar
mavjud emas. Shu sababdan mazkur dissertatsiya mavzusi bo‘yicha chuqur tahliliy
tadqgigotlar olib borish, ilmiy va amaliy jihatdan asoslangan metodologiyani ishlab
chigishda o‘ziga xos dolzarblik kasb etadi.

Dissertatsiya tadqiqotining dissertatsiya bajarilgan oliy ta’lim
muassasasining ilmiy-tadqiqot ishlari rejasi bilan bog‘ligligi. Dissertatsiya
mavzusi Toshkent davlat iqgtisodiyot universitetining ilmiy tadgigot ishlari
rejasiga muvofiq “Ragamli savdo sharoitida electron savdoni neyromarketing
konsepsiyalari asosida tokpmilashtirish” mavzusidagi ilmiy-amaliy loyiha doirasida
bajarilgan.

Tadqgigotning magsadi elektron savdo tizimida iste’molchilarning emotsional
reaksiyalari va xulg-atvorini chuqur tahlil qilish orgali neyromarketing
konsepsiyalarini qo‘llash va bu orqali savdo samaradorligini oshirish hamda
mijozlar tajribasini ragamli muhitda takomillashtirishga qaratilgan taklif va
tavsiyalar ishlab chigishdan iborat.

®> Barues I'. JI, Koseituyx JI. A. K Bompocy (hpopMHpOBaHMS CHCTEMHBIX CBOMCTB HopTdens 6pennos /Mspectus CaHKT-
[NetepOyprckoro rocyaapcTBEHHOTO 3KOHOMHYeckoro yHuBepcurera. — 2012. — No. 6. — C. 65-68.; AsoeB I'. JL
@dopMIpOBaHUE HOBBIX BOCTPEOOBAHHBIX KOMIICTCHIIMI B 00JIACTH LM(POBOr0 MapKeTHHIA Ui YKPEIUICHUS KaJpOBOrO
TIOTEHIIHANIA ¥ YCKOPEHUS TBepCcU(HKAIiy 000pOHHO-TIPOMBIIITICHHOTO KoMIuiekea //E-Management. — 2021. — T. 4. — Ne.
4. — C. 66-76., Jlyxmenesa E. I1., KammeBa O. M. OcobeHHOCTH (hOpMUPOBAHKS U MPOIBIKEHUS OpeHza By3a //BecTHrk
OpenOyprekoro rocyaapctsenHoro yuusepeutera, — 2012, — Ne, 13 (149). — C. 228-231.; Marysenko E. B., Hwrenko C. 1.,
@enoposa 5. O. dopmupoBanue OpeHA-KOMMYHHUKAIMA Kak 3(QeKTUBHOW (OPMBI MAacCOBBIX KOMMYHHKAILIHI
//DynnamenTanbHble uccnenosanus. — 2016. — Ne. 4-3. — C. 629-634., Kosbinesa J1. B. @opmupoBaHue TeppHTOPHATIEHOTO
Operma B peruoHax Poccum //M3Bectust baiikanbckoro rocymapcreennoro yHusepcurera. — 2014. — Ne, 5. — C. 61-68,;
Crenanbiuesa E. B. KonuenTyanbHblii oxo[ K popMupoBaHuio OpeHia Tepputopru //ColraibHO-3KOHOMIYECKHE SBIICHHS
n nponecchl. — 2012. — Ne, 12. — C. 288-295.; I'ynumenxko I'. B. @opmupoBanne OpeHzia Kak 3JeMeHTa MapKEeTHHIOBOW
nomtiky opram3amyy //Bectank Openl UOT. — 2015. — Ne. 1. — C. 110-112.; Anemmnkosa B. 1. dopmupoBarne u
TIpoJIBI>KEHHE OpeHna TeppuTopuH //Ynpasnendeckue Hayku. — 2013. — Ne. 1 (6). — C. 54-59.; Kapukosa A. C. Crparerus
(opMupoBaH¥s OpeH/ia yHUBEPCHTETa B COBPEMEHHOM 00pa30BaTeIbHOM IPOCTPaHCTBE //CTpaTerniecKye peeHns 1 pUcK-
menemkMent. — 2020. — T. 11. — Ne. 4. — C. 420-429.;
6 Askarov A., Askarova A. Market price labor in agriculture // AIP Conference Proceedings. AIP Publishing, 2023.
T. 3011. — Ne. 1; Begalov B.A. Technology of information and communication market formation processes.
— Tashkent: Fan, 2000. — P.126. ; T'ymsamoB C.C. OcHOBHbIC TCHICHIWH DPa3BHTHS U(PPOBONW SKOHOMHKU B
V36ekuctane: 10 HOBBIX TexHOMOTHIT // COBpeMeHHbIE POGIeMsl paBa u ynpasierus, 2019. — C. 12-16; Bagiev G.,
Ikramov M. PasBuTne MapkeTWHra B YCIOBHAX ImdpoBuzaiuu skoHoMukH // Economics and Innovative
Technologies, 2023. T. 11. — Ne 3. — C. 287-292; Opramxomxkaesa I11./1., OpkaeBa b.K. LluppoBoii MapkeTHHT Kak
HHCTPYMEHT pa3BuTHs cepbl Typusma / Xalgaro ilmiy-amaliy anjuman tezislar to‘plami. — Toshkent, 2021. — B. 21;
Baxritdinovna K.M. Brend sodigligi va mijoz tajribasi: zamonaviy marketingning ustuvor yo‘nalishlari / Fan va
tadgiqot samaralari. — Toshkent, 2025. — Ne 2 (3). — B. 112-119; Xamrakulov A. Mahalliy brendlarni global bozorlarga
olib chigish: reklama xizmatlari hamda marketing strategiyalari // Hayka u unHOBauuu B cucteme oopazobanus, 2025.
— Ne 4 (5). — C. 75-81; Gulamiddinovna Z.N. Methodology for Brand Equity Assessment of Universities in
Transformation Period of the Educational System // Asian Journal of Technology & Management Research (AJTMR),
2022. ISSN 2249 (0892); Shamshiyeva N. Oliy ta’lim muassasalarida marketing faoliyatini tashkil etish
metodologiyasini takomillashtirish // Yashil igtisodiyot va taraqqgiyot, 2024. — Ne 2 (6).

9



Tadqgigotning vazifalari:

ragamli  igtisodiyot sharoitida elektron savdo va neuromarketing
konsepsiyalarining nazariy-metodologik asoslarini chuqur o‘rganish va ularning
o‘zaro uyg‘unligini asoslash.

O‘zbekiston elektron savdo bozorining rivojlanish tendensiyalarini tahlil qilish
va xalqaro tajribalar bilan qiyosiy o‘rganish.

raqamli savdo muhitida iste’molchilarning xulg-atvori va emotsional
reaksiyalarini neuromarketing vositalari asosida tadqiq etish.

elektron savdo platformalarida brendlarni shakllantirish va mustahkamlash
jarayonining o‘ziga xos xususiyatlarini aniqlash.

ragamli marketing innovatsiyalarining (Al, Big Data, Fintech, SMM) elektron
savdodagi samaradorlikka ta’sirini ilmiy asoslash.

O‘zbekiston ijtimoiy tarmoqlari va marketplace platformalarida sotuv
strategiyalarining evolyutsiyasini o‘rganish.

neuromarketing vositalaridan foydalangan holda iste’molchilarning garor
gabul gilish jarayonlarini prognozlash modelini ishlab chiqish.

“Gibrid neuromarketing” modelini ishlab chiqib, uni O‘zbekiston elektron
savdo platformalarida (masalan, Uzum Market) amaliy sinovdan o‘tkazish.

brendlarni shakllantirishda marketing innovatsiyalarining sinergiya effektini
baholash va optimal nisbatlarini aniglash.

O‘zbekiston iste’molchilari uchun personalizatsiya qilingan marketing
strategiyalarini ishlab chiqish bo‘yicha ilmiy tavsiyalar tayyorlash.

ragamli savdo platformalarida foydalanuvchi interfeysi va mijoz tajribasini
optimallashtirish uchun neuromarketing vositalarini qo‘llash 1mkoniyatlarini
asoslash.

elektron savdoda brendlarni rivojlantirishning iqgtisodiy samaradorligini
baholash uchun ekonometrik model ishlab chigish va 2030-yilgacha prognoz
ko‘rsatkichlarini aniqlash.

tadqiqot natijalariga asoslanib, O‘zbekiston sharoitida elektron savdo
platformalari va korxonalar uchun amaliy metodik tavsiyalar majmuasini ishlab
chigish.

Tadqgigotning obyekti sifatida O<zbekiston Respublikasida faoliyat
yuritayotgan elektron savdo platformalari tahlili va ularning iste’molchilar bilan
ragamli alogalar jarayonida neyromarketing konsepsiyalarini qo‘llash amaliyoti
tanlangan.

Tadgigotning predmetini elektron savdoni neyromarketing konsepsiyalari
asosida takomillashtirish jarayonida shakllanadigan ijtimoiy-psixologik va
marketing-innovatsion munosabatlar tizimi tashkil etadi.

Tadgigotning usullari. Tadgigot davomida tuzilmaviy-dinamik tahlil, omilli
tahlil, statistik metodlar, matematik va grafanalitik metodlar, tizimli tahlil, sintezlash
metodlari, ijtimoiy so‘rovnoma metodi, iqtisodiy tahlil va ilmiy prognozlash
eksperiment (A/B testlash) — foydalanuvchilarning turli reklama va vizual kontentga
emotsional  reaktsiyalarini  tekshirish,  Eye-tracking  texnologiyasi  —
foydalanuvchining diggat markazini aniglash va interfeys dizaynini
takomillashtirish, EEG va biometrik tahlillar — iste’molchilarning hissiy
reaktsiyalarini chuqur o‘rganish, sentiment-analiz — ijtimoiy tarmoqlarda brend
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haqidagi fikrlarni matn tahlili orgali baholash, machine Learning modellashtirish —
foydalanuvchilar segmentatsiyasini avtomatik amalga oshirish va prognoz
modellarini yaratish, kognitiv xaritalash (cognitive mapping) — iste’molchilarning
ongida brend hagidagi assotsiatsiyalarni vizual xarita orqali ko‘rsatish, Ekonometrik
regressiya va prognozlash — marketing innovatsiyalarining brendlar rivojlanishiga
ta’sirini 2030-yilgacha hisoblash. Benchmarking (giyosiy tahlil) — O‘zbekiston
elektron savdo bozorini xalgaro yetakchi amaliyotlar bilan solishtirish usullaridan
foydalanilgan.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra, “ragamli savdo tizimida brendni shakllantirish”
tushunchasining igtisodiy mazmuni, ragamli savdo kanallarida integratsiyalashgan
marketing jarayoni brendni yaratishga bog‘liq ekani bilan izohlanadi. Mazkur
tushuncha intellektual, kommunikativ va texnologik elementlar majmuini
ifodalovchi nomoddiy aktivlar tizimi nugtayi nazaridan takomillashtirilgan;

brendni shakllantirishga xizmat giluvchi marketing innovatsiyalarida tarkibiy
elementlar mavjud bo‘lib, ularning funksional integratsiyasini shakllantiruvchi
“marketing innovatsiyalari sinergiyasi” konsepsiyasi asosida neyromarketing
(NM=0,48), “katta ma’lumotlar” (BD=0,24), moliyaviy texnologiyalar (FT=0,17),
ijtimoiy tarmoglar orgali marketing (SMM=0,11) elementlari o‘rtasidagi magbul
nisbatni ta’minlash asoslangan;

ragamli savdo mubhitida iste’molchilarning xatti-harakatlari, emotsional
reaksiyalari va qaror gabul qilish jarayonlarini tahlil qilishda sun’iy intellekt,
biometrik ma’lumotlar va kognitiv psixologiya yutuqlarini integratsiya qiluvchi
“gibrid neyromarketing” modeli asosida iste’molchilarda kuzatiladigan savdoga oid
xatti-harakatlarni belgilab beruvchi, omillarning faol ta’siri natijasidagi diapazoni
(85-90%) aniglangan;

ragamli savdo sharoitida brendlarni shakllantirishning neyromarketing
prognozlash modeli iste’molchilarning hissiy va fiziologik ta’sirlarini chuqur tahlil
qgilish, xatti-harakatlarini oldindan bashorat qilish hamda brendga bo‘lgan
emotsional munosabatini tekshirish besh bosgichli algoritmik yondashuvga
asoslangan baholash usuli orgali takomillashtirilgan;

O‘zbekistonda raqamli savdo sharoitida brendlar rivojlanishiga ta’sir etuvchi
omillar o‘rtasidagi o‘zaro bog‘liglikni tavsiflovchi ekonometrik modellashtirish
asosida marketing innovatsiyalarini brendlarga ta’sirining 2030-yilga gadar prognoz
ko‘rsatkichlari ishlab chiqgilgan.

Tadgigotning amaliy natijalari quyidagilardan iborat:

«Elektron savdo tizimida iste’molchilarning ongsiz va hissiy qarorlariga
bevosita ta’sir ko‘rsatuvchi neuromarketing konsepsiyalariga Xxo0s elementlar
(biometrik o‘Ichovlar, EEG va eye-tracking texnologiyalari, emotsional marketing,
sun’ty intellekt asosidagi personalizatsiya) tizimli ravishda aniqlanib, ularning
o‘zaro uyg‘unlashuvi va sinergiyasiga asoslangan konseptual yondashuv ishlab
chiqildi.»

foydalanuvchi  hissiyoti va  xatti-harakatlariga  asoslangan  gibrid
neyromarketing modeli ishlab chiqilib, uni ragamli platformalarda (“Uzum” ilovasi
misolida) tatbiq etish bo‘yicha tavsiyalar taqdim etilgan;
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neyromarketingni prognozlash modeli asosida iste’molchilarning xaridga
tayyorligi, brendga sodiqgligi va emotsional alogasini bashorat gilish imkonini
beruvchi besh bosgichli algoritm ishlab chigilgan;

marketing innovatsiyalarining brendlar rivojlanishiga ta’sirini baholovchi
ekonometrik regressiya modeli asosida prognoz ko‘rsatkichlari shakllantirilgan;

mahalliy auditoriyaga moslashtirilgan personalizatsiyalashgan marketing
kampaniyalari yaratish uchun data-driven yondashuvlar asosida foydalanuvchilar
segmentatsiyasi takomillashtirilgan;

ragamli savdoda marketing budjetining samaradorligini oshirishga garatilgan
vizual kontent testlash, optimallashtirish va mikrotargetlash strategiyalari ishlab
chigilgan;

tadqiqot natijalariga asoslangan holda oliy ta’lim muassasalari, marketing
agentliklari va elektron savdo platformalari uchun amaliy qo‘llanmalar va tavsiyalar
to‘plami tayyorlangan.

Tadqgiqot natijalarining ishonchliligi foydalanilgan yondashuvlar va
metodlarning magsadga muvofigligi, rasmiy manbalardan, shu jumladan,
O‘zbekiston Respublikasining me’yoriy-huquqity hujjatlaridan, O°‘zbekiston
Rsepublikasi Milliy statistika qo‘mitasi, O°zbekiston Respublikasi savdo-sanoat
palatasi ma’lumotlaridan foydalanilganligi, shuningdek, xulosa va takliflarning
vakolatli tuzilmalar tomonidan tasdiglanganligi, amaliyotga joriy gilinganligi bilan
belgilanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgigot natijalarining
ilmiy ahamiyati shundaki, ulardan O°‘zbekiston Respublikasida elektron tijorat
maydonchalarida marketing tadqiqotlarini samarali tashkil etish va barcha tadqiqot
jarayonlarida ragamli texnologiyalardan samarali foydalanishni rivojlantirish
bo‘yicha ilmiy izlanishlarni amalga oshirishda, reklama samaradorligini ta’minlash
va 1jtimoiy tarmoqlarda marketing tadqiqot jarayonlarini takomillashtirish bo‘yicha
strategik garorlar gabul gilishda foydalanish mumkinligi bilan izohlanadi.

Tadgiqgot natijalarining amaliy ahamiyati ishlab chigilgan ilmiy takliflar va
amaliy tavsiyalardan respublikada ragamli marketing vositalari bilan samarali
integrallashgan marketing tadgigotlari metodologiyasidan foydalanish, shuningdek,
igtisodiyot yo‘nalishidagi oliy o‘quv yurtlarida “Marketing”, “Qaror gabul gilishda
marketing tadqgiqotlari”, “Neyromarketing”, “Raqamli marketing”, “Strategik
marketing” fanlari bo‘yicha keys-stadi, ma’ruzalar matni, o‘quv dasturlari, darslik
va o‘quv qo‘llanmalar tayyorlashda ilmiy manba sifatida foydalanish mumkinligi
bilan izohlanadi.

Tadgqiqgot natijalarining joriy gilinishi. Ragamli savdo sharoitida brendlarni
shakllantirishga oid metodologiyani takomillashtirish bo‘yicha olingan ilmiy
natijalar asosida neuromarketing konsepsiyalarini qo‘llash bo‘yicha olingan ilmiy
natijalar asosida:

uslubiy yondashuvga ko‘ra, “ragamli savdo tizimida neuromarketing
konsepsiyalarini qo‘llash” tushunchasining iqtisodiy mazmuni raqamli savdo
kanallarida integratsiyalashgan marketing jarayonini brendni yaratishga bog‘ligligi
bilan izohlanadi. Mazkur izohda intellektual, kommunikativ va texnologik
elementlar majmuini ifodalovchi nomoddiy aktivlar tizimi nuqtayi nazaridan
takomillashtirishga oid nazariy va uslubiy materiallardan oliy o‘quv yurtlari
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talabalari uchun tavsiya etilgan “Marketing” darsligini tayyorlashda foydalanilgan
(Toshkent davlat igtisodiyot universiteti rektorining 2023-yil 21-dekabrdagi 387-
son buyrug‘i). Mazkur ilmiy yangilikning amaliyotga joriy qilinishi natijasida,
marketing yo‘nalishidagi talabalarda va boshqa manfaatdor tomonlar uchun nazariy
bilimlarni yanada chuqurlashtirish imkoni yaratilgan;

brendni shakllantirishga xizmat giluvchi marketing innovatsiyalari tarkibiy
elementlarining  funksional integratsiyasini  shakllantiruvchi  “marketing
innovatsiyalari sinergiyasi” konsepsiyasi asosida neyromarketing (NM=0,48),
“katta ma’lumotlar” (BD=0,24), moliyaviy texnologiyalar (FT=0,17), ijtimoiy
tarmoglar orgali marketing (SMM=0,11) elementlari o‘rtasidagi maqgbul nisbatni
ta’minlash taklifi O‘zbekiston Respublikasi savdo-sanoat palatasi amaliyotiga joriy
etilgan (O‘zbekiston Respublikasi savdo-sanoat palatasining 2025-yil 22-maydagi
Ne(04-07-27-5409-son ma’lumotnomasi). Mazkur taklifning amaliyotga joriy etilishi
natijasida marketing kompaniyalarini mijozlarning hissiy holatiga moslashtirish
orgali sotuvlarni 20-30% ga oshirishga, reklama berishda aniq segmentatsiya qilish
hisobiga marketing budjeti samaradorligini 25-30% ga oshirishga, korxonalar o‘z
mijozlar bazasini 20-30 foizga kengaytirishga erishilgan;

ragamli savdo mubhitida iste’molchilarning xatti-harakatlari, emotsional
reaksiyalari va qaror gabul qilish jarayonlarini tahlil qilishda sun’iy intellekt,
biometrik ma’lumotlar va kognitiv psixologiya yutuqlarini integratsiya qiluvchi
“gibrid neyromarketing” modeli asosida iste’molchilarning savdoga oid xatti-
harakatlarini belgilab beruvchi omillarning faol ta’siri diapazoni (85-90%)ni
aniglash taklifi O‘zbekiston Respublikasi savdo-sanoat palatasi amaliyotiga joriy
etilgan (O°zbekiston Respublikasi savdo-sanoat palatasining 2025-yil 22-maydagi
04-07-27-5409-son ma’lumotnomasi). Mazkur ilmiy taklifni amaliyotga joriy
etilishi natijasida, omnikanal strategiyani joriy etgan korxonalarda mijozlarning
gayta xarid qilishi 15-25 foizga, shuningdek, onlayn va oflayn savdoni uyg‘un
yuritish natijasida yillik umumiy daromad 20-25 foizga oshgan;

ragamli savdo sharoitida brendlarni shakllantirishning neyromarketing
prognozlash modeli iste’molchilarning hissiy va fiziologik reaksiyalarini chuqur
tahlil gilish, xatti-harakatlarini oldindan bashorat qilish hamda brendga bo‘lgan
emotsional munosabatini besh bosqgichli algoritmik yondashuvga asoslangan
baholash orqgali takomillashtirish taklifi O‘zbekiston Respublikasi savdo-sanoat
palatasi amaliyotiga joriy etilgan (O‘zbekiston Respublikasi savdo-sanoat
palatasining 2025-yil 22-maydagi 04-07-27-5409-son ma’lumotnomasi). Mazkur
takliflarni amaliyotga joriy etilishi natijasida, mijozlarning qayta sotib olish
ko‘rsatkichlari 10-15% ga oshgan, onlayndagi ijobiy fikrlar ulushi esa 80%
oshishiga erishilgan;

O‘zbekistondagi ragamli savdo sharoitida brendlar rivojlanishiga ta’sir etuvchi
omillar o‘rtasidagi o‘zaro bog‘liglikni tavsiflovchi ekonometrik modellashtirish
tizimi mavjud bo‘lib, ushbu modellashtirish asosida marketing innovatsiyalarini
brendlarga nisbatan ta’sirining prognoz ko‘rsatkichlari ishlab chiqgilgan. Ishlanma
2030-yilga gadar bo‘lgan muddatda O°‘zbekiston Respublikasi savdo-sanoat
palatasida amaliyotga joriy etilishi ko‘zda tutilgan (O°zbekiston Respublikasi savdo-
sanoat palatasining 2025-yil 22-maydagi 04-07-27-5409-son ma’lumotnomasi).
Mazkur ilmiy yangilikni amaliyotga joriy etish natijasida, korxonalarda mijozlarni
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ushlab golish 45 foizga, samaradorlik 30 foizga, sotish hajmini 40 foizga oshirishga
erishilishi aniglangan.

Tadqiqgot natijalarining aprobatsiyasi. Tadgigot natijalari 4 ta xalgaro va
4 ta respublika migyosidagi ilmiy-amaliy anjumanlarda muhokamadan o‘tkazilgan.

Tadqiqot natijalarining e’lon qilinganligi. Dissertatsiya mavzusi bo‘yicha 1
ta monografiya, 18 ta maqola, shundan Oliy attestatsiya komissiyasining doktorlik
dissertatsiyalari asosiy natijalarini chop etishga tavsiya etilgan ilmiy jurnallarda
12 ta va xorijiy ilmiy jurnallarda 6 ta maqola nashr gilingan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiyaning tuzilishi kirish, to‘rtta
bob, 12 ta fasl, xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat
bo‘lib, tadqiqotning umumiy hajmi 250 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiyaning Kkirish gismida dissertatsiya mavzusining dolzarbligi
asoslangan, tadgigotning maqsadi, vazifalari, obyekti va predmeti tavsiflangan,
muamoning o‘rganilganlik darajasi, dissertatsiya mavzusi bo‘yicha xorijiy ilmiy
tadgiqgotlar sharhi, dissertatsiya mavzusining respublika fan va texnologiyalari
rivojlanishining ustuvor yo‘nalishlariga ko ‘rsatilgan, tadqiqotning ilmiy yangiligi
va amaliy natijalari bayon gilingan, olingan natijalarning ilmiy va amaliy
ahamiyati izohlab berilgan, tadgigot natijalarining amaliyotga joriy etilishi, nashr
qilingan ishlar va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Neyromarketing konsepsiyalarining nazariy asoslari
va raqamli iqtisodiyotdagi evolyusiyasi” deb nomlangan birinchi bobida
marketingda ragamli transformatsiyaga konseptual yondashuvlar ragamli savdoni
shakllanishi va rivojlanishiga ragamli texnologiyalar ta’sirining xususiyatlari,
shuningdek, ragamli transformatsiya sharoitida marketing innovatsiyalarini
amalga oshirishning metodologik va nazariy jihatlari aniglangan.

Marketingning raqamli transformatsiyasi iste’molchilar bilan yanada
aniqroq mulogot gilish uchun avtomatlashtirish, shaxsga yo‘naltirish va katta
ma’lumotlar tahlilini o‘z ichiga olgan murakkab jarayondir. Zamonaviy
marketing strategiyalari ko‘p kanalli, ragamli platformalar integratsiyasi va
auditoriya xatti-harakatlarini prognoz qilish uchun sun’iy intellektdan
foydalanishga  qaratilgan.  Innovatsion  texnologiyalarni  joriy  etish
kompaniyalarga kommunikatsiyalar samaradorligini  oshirish, marketing
xarajatlarini kamaytirish va mijozlarni yuqori darajada jalb gilish imkonini
beradi. Shunday qilib, ragamli transformatsiya doimiy moslashishni va tahliliy
vositalardan foydalanishni talab qiladi, bu esa marketing strategiyalarini
moslashuvchan va joriy bozor ehtiyojlariga yo‘naltirilgan qiladi.

Ragamli texnologiyalar brendni shakllantirish va rivojlantirishga
yondashuvlarni tubdan o‘zgartirib, auditoriya bilan muloqotni yanada interaktiv
va shaxsiylashtirilgan holga keltirdi. Ijtimoiy tarmoqlar, onlayn platformalar va
tahliliy vositalardan foydalanish kompaniyalarga o‘z obro‘sini boshqarish, fikr-
mulohazalarga tezda javob berish va mijozlarning sodigligini oshirish imkonini
beradi. Sun’ty intellekt va avtomatlashtirilgan marketing yechimlari
shaxsiylashtirilgan takliflarni yaratishga, auditoriyaning faolligini oshirishga va
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bargaror brend imidjini yaratishga yordam beradi. Natijada, ragamli muhit
mijozlar bilan uzoq muddatli munosabatlarni o‘rnatish va raqobatdosh
ustunliklarni yaratish uchun asosiy vositaga aylanmoqda.

Ragamli transformatsiya sharoitida marketingning muhim gismiga aylangan
«neyromarketing» tushunchasi iqtisodiy kategoriya sifatida insonning asab
hujayralari faoliyatidan foydalangan holda ishlaydigan marketingning yangi
yo‘nalishi sifatida iste’molchilarning maqgsadli auditoriyasi reaksiyalarini
o‘rganish asosida mahsulotlarni  yaratish va wularni ilgari  surish,
neyromarketingning maqsadi neyronlar faolligini o‘rganish va ularning
natijalarini kompaniyalarning marketing magqgsadlarida qo‘llashga qaratilgan
iqtisodiy faoliyatlar majmuasi sifatida takomillashtirilgan, undan oliy o‘quv yurti
talabalari uchun mo‘ljallangan «Marketing» nomli darslikni tayyorlashda
foydalanilgan. Natijada oliy o‘quv yurti talabalari va bo‘lg‘usi mutaxassislarda
ragamli transformatsiya davrida marketing innovatsiyalarining brendlar
rivojlanishiga ta’sirini tahlil qilish, marketing strategiyalarini ishlab chigishda
nazariy hamda amaliy bilimlarni yanada chuqurlashtirishga yangi bilimlar va
ko‘nikmalarning shakllanishiga imkon yaratilgan.

Brend konsepsiyasi marketing fanida mustahkam nazariy asosga ega bo‘lib,
uning shakllanishi, rivojlanishi va boshqarilishi bo‘yicha ko‘plab mashhur
olimlar tomonidan tadgiqgotlar olib borilgan. Aynigsa, ragamli transformatsiya
jarayonlari brendning mazmuni, giymati va shakllanish mexanizmlarini gayta
ko‘rib chigishga sabab bo‘ldi. Brendning iqtisodiy va psixologik mohiyati
bo‘yicha dastlabki nazariyalar D.Aaker, K.Keller, J.N.Kapferer tomonidan ishlab
chigilgan. D.A.Aaker brend kapitali tushunchasini tavsiflar ekan, uni iste’molchi
ongida shakllanuvchi gadriyatlar majmuasi sifatida talqin etadi. U brend
kapitalining to‘rt asosiy komponentini ajratadi: brend xabardorligi, sodiqlik, sifat
hagidagi tasavvur va brend assotsiatsiyalari’. K.Keller esa brendni boshqarish
jarayonida iste’molchiga asosli yondashuvni taklif etadi va brend imidji, identiteti
hamda brend assotsiatsiyalarini bargaror ragobat ustunligiga aylantirish modelini
ishlab chigadi®.

Brendning mazmunini chuqur talqin qilgan J.N.Kapferer o‘zining “Brend
identitet piramidasi” modelida brendni vizual elementlardan tashqari, qadriyatlar,
madaniy asoslar va iste’molchining emotsional munosabati bilan uzviy bog‘liq,
deb hisoblaydi®. U brend identitetini tashkil etuvchi komponentlar orqali
kompaniya va mijoz o‘rtasida muloqot shakllanishini asoslab beradi. Raqamli
savdo mubhitida brend konsepsiyasining yangi talginlari Mosarrat Farhana, Azita
Pourkabirian, Banerjee va Dash kabi zamonaviy olimlar tadqiqotlarida o‘z
ifodasini topgan. Jumladan, M.Farhana raqamli brend elementlari — logotip, nom,
dizayn va brend ovozi — orqali iste’molchilarning hissiy alogasi shakllanishini
ta’kidlaydi'®. Pourkabirian va uning jamoasi esa ijtimoiy tarmogqlardagi og‘zaki

" Aaker D.A. Building strong brands. Simon and schuster, 2012.
8 Keller K.L., Parameswaran, M.G. & Jacob I. Strategic brand management: Building, measuring, and managing brand
equity. — India, 2010.
9 Kapferer J.N. The new strategic brand management: Creating and sustaining brand equity long term. Kogan Page
Publishers, 2008.
10 Farhana M. Implication of brand identity facets on marketing communication // Journal of Applied Economics and
Business Research, 2012. — Ne 2 (2). — P. 69-80.
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tavsiyalar (e-WOM) va interaktiv kontent vositalari orqgali brend sodigligi va
brend xabardorligi sezilarli darajada oshishini statistik jihatdan asoslaydi®!,
T.Banerjee va S.Dash tomonidan olib borilgan izlanishlarda, asosan, ragamli
marketing vositalarining an’anaviy reklama vositalariga nisbatan yuqori
samaradorligi brendni shakllantirishning zamonaviy usuli sifatida ko‘rsatilgan?*?,
Tadgigotchilar fikricha, aynan interaktivlik, shaxsiylashtirish va real vaqtli tahlil
imkoniyatlari ragamli brendlarni samarali boshqgarishga zamin yaratadi.

Bundan tashqari, tanigli olim F.Kotler tomonidan ilgari surilgan ragamli
marketing 5.0 konsepsiyasida sun’iy intellekt, neyromarketing va ma’lumotlar
tahlili orqali brendlar va mijozlar o‘rtasidagi aloga yangi bosqichga ko‘tarilishi
ta’kidlangan®®. F.Kotlerning fikrlariga ko‘ra, ragamli savdo maydonlarida brend
faqat mahsulot identifikatori emas, balki mijozning ragamli tajribasini
ifodalovchi asosiy omilga aylanmoqda.

Rossiya marketing maktabi olimlari ham brendni shakllantirish muammosini
tizimli yondashuv asosida tahlil qilganlar. G.L.Bagiyev tomonidan taklif etilgan
“brend g‘ildiragi” modeli hamda marketingda tizimlashtirilgan yondashuvlar
brend identitetining doimiy ravishda rivojlanib borishini ko‘rsatadil‘.
G.L.Azoyev esa brend menejmentining ragamli transformatsiya sharoitidagi
yo‘nalishlarini ishlab chigqan bo‘lib, xizmatlar sohasi va elektron savdo tizimida
brend kapitalining o‘ziga xos xususiyatlarini aniglagan®®.

Keyingi yillarda, Oc‘zbekistonning ilmiy-ijtimoiy doiralariga nazar
tashlasak, ragamli savdo hamda marketing innovatsiyalarida brendni
shakllantirishga oid tadgiqotlar faol rivojlanib bormogda. Ayni paytda bu
yo‘nalishda olib borilgan ilmiy izlanishlar milliy iqtisodiyotning ragamli
transformatsiyasi bilan uyg‘unlashib, amaliy ehtiyojlar asosida shakllanmoqda.
Sh.D.Ergashxo‘jayeva, M.A.lkramov va L.T.Abduxalilova tomonidan
tayyorlangan marketing tadqiqotlariga oid fundamental qo‘llanmalarda
mahsulotlar va xizmatlarning bozordagi o‘rnini aniqlash, iste’molchilar ehtiyojini
aniglash va ularning xulg-atvorini o‘rganishga doir metodologik yondashuvlar
batafsil tahlil gilinadi‘®. Mazkur yondashuvlar ragamli savdo platformalarida
brendlarni shakllantirishning muhim nazariy-metodologik tomonlarini belgilab
beradi.

N.G.Zufarova o‘z tadqiqotida, xorijiy mamlakatlar tajribasini o‘rganish
orqali O°‘zbekiston sharoitida milliy brend kapitalini shakllantirishga oid
tavsiyalarni ilgari suradi'’. U brend kapitalining strukturasini shakllantirishda

11 Pourkabirian A. & et al. Impact of social media e-WOM on brand loyalty: Evidence from consumer behaviour //
Journal of Marketing Communications, 2021. — Ne 27 (5). — P. 523-540.

12 Banerjee T. & Dash S. Digital vs traditional advertising: a comparative study of brand recall and loyalty //
International Journal of Digital Marketing, 2024. — Ne 15 (1). — P. 34-50.

13 Kartajaya H., Setiawan I., & Kotler P. Marketing 5.0: Technology for humanity. Ascent Audio, 2021.

14 Barues TI'.JI., Kozeituyk J[.A. OueHka cromMocTH OpeHjia B KOHTEKCTE JIOSJIBHOCTH motpebureneii / bpenn-
menerMenT, 2006. — Ne 3. — C. 146-154.

15 MapkeruHr, GpeHI-MEHEPKMEHT U peKJiaMa B COBPEMEHHOM Mupe: Matepuansl 1-if Beepoccuiickoii Hay4Ho-
npakTHYeckoi koHpepenuun. — Mocksa, 2023. 7 nexabps. — Mocksa: ['ocyiapCTBEHHbIH YHUBEPCUTET YIPaBICHNUS,
C. 2024. — 250.

16 Ergashxo‘jayeva Sh.Dj., Ikramov M.A. va Abduxalilova L.T. Marketing tadqiqotlari: nazariy va amaliy asoslari. —
Toshkent: Iqtisodiyot va ta’lim, 2019.

17 Zufarova N.G. Brend kapitalini boshqarishning ilg‘or xorijiy davlatlar tajribalari va ularning milliy yondashuvga
asoslangan transformatsiyasi // Marketing va raqobat, 2022. — Ne 4 (3). — B. 55-62.
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ishonch, emotsional aloqa, identitet va reputatsiya kabi mezonlarga alohida
e’tibor qaratadi. Mazkur tadqiqot natijalari ragamli muhitda brendni yaratish
jarayonini mahalliy mentalitetga moslashtirish imkoniyatlarini ochib beradi.
Bank sektoriga oid tahliliy maqolalarda, jumladan, AVO bank ekspertlari
tomonidan tayyorlangan “Brend nima va qanday qilib uni kuchli qilish mumkin?”
sarlavhali maqolada brendning vizual, psixologik va sotsiomadaniy jihatlari
yoritilgan. Unda korxona brendining asosiy komponentlari sifatida logotip,
dizayn, missiya va qadriyatlarning nagadar muhim ekani dalillanadi. Bunda esa
foydalanuvchining ongida barqaror assotsiatsiya hosil bo‘lishiga xizmat qilishi
qayd etiladi®®,

Umuman olganda, zamonaviy ilmiy garashlar brend shakllanishi jarayonida
ragamli texnologiyalar va marketing innovatsiyalarining o‘rni ortib borayotganini
tasdiglaydi. Biroq, mavjud tadqiqotlar ko‘pincha rivojlangan mamlakatlar
misolida olib borilgan bo‘lib, raqamli savdo tizimi endi shakllanayotgan
mamlakatlar — xususan, O‘zbekiston uchun maxsus modellar va metodologik
yondashuvlar hali yetarlicha ishlab chiqilmagan.

Zamonaviy marketing amaliyotida brend konsepsiyasini shakllantirish bir
martalik ijodiy harakat emas, balki kompleks yondashuvga asoslangan
bosgichma-bosqich strategik jarayon sifatida garaladi. Brendning bargaror va
uzoq muddatli qiymatini yaratish, u bilan iste’molchining emotsional va
funksional bog‘ligligini shakllantirish, ushbu bosgichlarning izchil va ilmiy
asoslangan holda amalga oshirilishini talab etadi. Amaliyotda keng
go‘llanilayotgan model yettita asosiy tarkibiy bosqichdan iborat bo‘lib, ular bir-
biri bilan uzviy bog‘langan holda, brendning rivojlanish siklini tashkil etadi
(1-rasm).

Joriy etish va audit

Moslashtirish, reglamentlar, kommunikatsiya
vositalari, hamrohlik va nazorat

Biznes
Mahsulot va xizmatlar, resurslar,
marketing, moliya, menejment

Tadgqiqotlar
Bozor, raqobatchilar, iste'molchilar,
Hujjatlash va  pasportizatsiya trendlar. Tahlil va xulosalar
Uslubni joriy etish go’llanmasi
(standartlar pasporti, stayl-gayd,
brendbuk va boshga) O Strategiya
BRAN D Segmentlash, insaytlar, gipotezalar,

pozitsiyalash, brend platformasi, brend

. - g . metaforasi
Vizual identifikatsiya
Kontseptsiya, dizayn tizimi, logotip, brend
tashuvchilar dizayni, korporativ uslub.
j‘ﬁ Verbal identifikatsiya
Savdo belgisining nomi, neyming, shior. Muloqot

toni, uslubiy kommunikatsiya
1-rasm. Brendni shakllantirishning kompleks bosgichli modelit®

Brendni shakllantirish modeli — bu kompaniya faoliyati, bozor tahlili, strategik
pozitsiyalash, verbal va vizual identifikatsiya, hujjatlashtirish hamda joriy etish

8 AVO Bank. (2022). Brend nima va ganday gilib uni kuchli gilish mumkin? AVO Bank blogi //
https://avobank.uz/blog/brend-hagida
19 Adabiyotlar tahlili asosida muallif ishlamasi.
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jarayonlarini izchil va tizimli tarzda birlashtiruvchi kompleks yondashuvdir.
1-rasmda ahamiyat berishimiz mumkin, 5 ta bosqichda vizual identifikatsiya, ya’ni
brendning estetik konstruksiyasi taqdim etilgan. Brendni iste’molchining ongida tez va
aniqg gavdalantiradigan, bargaror assotsiatsiyalarni vujudga keltiradigan obyekt sifatida
shakllantirishda vizual identifikatsiyaning o‘rni beqiyosdir. Ushbu bosqichda
brendning tashqi ifodasi — logotip, rang sxemasi, shriftlar, grafik elementlar, dizayn
tizimi, gadoglash va boshqga vizual atributlar ishlab chigiladi. Vizual identifikatsiya
nafagat estetik gadriyatni yaratadi, balki kommunikatsion funksiya ham bajaradi: u
iste’molchiga brend qadriyatlari, shaxsiyati va stili haqidagi tasavvurni ongli ravishda
yetkazadi. Mahalliy amaliyotda, korxona va tashkilotlar vizual identitetni
shakllantirishda ko‘pincha individual garashlarga tayanadi. Ushbu bosgichni
tizimlashtirish, dizayn tizimini (design system) ishlab chigish va turli platformalarda
(sahifa, reklama, mahsulot, mobil ilova va h.k.) bir xil uslubda namoyon qgilish brendni
mustahkamlashda muhim rol o‘ynaydi.

6-bosqgichda esa hujjatlashtirish va pasportizatsiya, ya’ni brend standartlarini
me’yorlashtirishga e’tibor beriladi. Bunda brend konsepsiyasi va identifikatsion
elementlarning samarali ishlashi hamda ularning yagona, aniq va amaliy hujjatlar
asosida belgilanishga bog‘liq ekani ko‘rsatiladi. Shu sababli, brendning barcha verbal
va vizual atributlari  hujjatlashtirilishi, ya’ni  standartlashtirilgan  shaklda
rasmiylashtirilishi lozim. Hujjatlashtirish kompaniya ichidagi barcha bo‘limlar,
hamkorlar va tashqi ijodiy agentliklar o‘rtasida yagona standart asosida brendni tagdim
etishni ta’minlaydi. Shuningdek, bu audit va yangilanish jarayonlarini osonlashtiradi.

Tadqigotimiz doirasida tahlil gilingan mavzuga oid ilmiy adabiyotlar asosida
mavjud yondashuvlar tahlil qgilinib, “ragamli savdo tizimida brendni shakllantirish”
atamasiga yangicha va kompleks yondashuv asosida quyidagi ilmiy-tizimli ta’rif taklif
etildi: “““Raqamli savdo tizimida brendni shakllantirish” — bu ragamli platformalar va
onlayn savdo kanallarida iste’molchining ongida barqaror va qadriyatli brend
konsepsiyasini yaratishga qaratilgan, integratsiyalashgan marketing jarayoni bo‘lib,
brendni yaratishga bog‘liq intellektual, kommunikativ va texnologik elementlarni
majmuini ifodalovchi nomoddiy aktivlar tizimi”. Mazkur ta’rif orqali ragamli muhitda
brend yaratish jarayoni nafagat kommunikatsion faoliyat, balki igtisodiy resurslar va
intellektual aktivlar tizimi bilan bog‘langan kompleks hodisa sifatida izohlangan bo‘lib,
bu yondashuv brendni shakllantirishda ko‘p tarmoqli (multidisiplinar) tamoyillarning
integratsiyasini 0z ichiga oladi.

Ragamli savdo sharoitida brend shakllanishi nafagat klassik marketing
tushunchalari doirasida, balki yangi iqgtisodiy va texnologik kontekstda gayta ko‘rib
chigilishi zarur bo‘lgan murakkab jarayondir. Brendni shakllantirish bugungi ragamli
muhitda multidisiplinar yondashuvni talab etadi: bu jarayonda marketing
innovatsiyalari, iste’molchilar xulg-atvorini tahlil qilish, ragamli platformalarning
texnologik imkoniyatlaridan foydalanish va brend identitetining vizual-verbal
komponentlarini integratsiyalash muhim ahamiyat kasb etadi.

Dissertatsiyaning “Elektron savdo tizimining neyromarketing imkoniyatlari:
O¢zbekiston tajribasi va platformalar tahlili” deb nomlangan ikkinchi bobida
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elektron savdo platformalarining o‘rni va o‘ziga xos xususiyatlari, elektron savdo
maydonchalari orqali sotish strategiyalari evolyutsiyasi, raqamli elektron savdo
platformalarining O‘zbekistonda elektron savdoda neyromarketing ta’siri uslubiyati
ishlab chigilgan.

Ragamli iqtisodiyot sharoitida elektron savdo platformalari nafagat savdo
operatsiyalarining markaziga, balki brendlar shakllanishi va rivojlanishining asosiy
strategik maydoniga aylanmoqda. ljtimoiy tarmoglar va elektron savdo maydonchalari
faoliyati kengayishi yangi ob’ektlarning bozorda epizodik paydo bo‘lishi va savdo
modelining sinovdan o‘tkazilishi emas, balki tegishli ekotizim yaratilishi va rivojlanishi
hagida gapirish imkonini beradi. Bu ekotizim elektron savdo sohasidagi bozor
xizmatlari va ushbu bozorning eng muhim sub’ektlari majmuasidan iborat. Elektron
savdo ekotizimida bir necha toifadagi marketpleyslar mavjud: umumiy yo‘nalishdagi;
xalgaro; ixtisoslashgan; C2C; B2B.

So‘nggi yillarda O‘zbekistonda ijtimoiy tarmoglar orgali ham, elektron savdo
maydonchalari orgali ham savdo jadal rivojlandi. Instagram eng ommabop ijtimoiy
tarmoq bo‘lib golmoqda - uning auditoriyasi 8 millionga yagin foydalanuvchini tashkil
etadi (2023 yil avgust holatiga ko‘ra). Taqqoslash uchun, Facebook-da ~2,2 million,
VKontakte va Odnoklassniki-da esa 2 millionga yaqin foydalanuvchi bor. Telegram
messenjeri asosiy rol o‘ynaydi —undan ~18 million o‘zbekistonlik foydalanadi (Internet
auditoriyasining ~78%) va ko‘plab tadbirkorlar uning asosida savdo giladilar. YouTube
shuningdek, auditoriyaga kirish bo‘yicha eng yaxshi 3 raqamli platformalar gatoriga
kiradi. 20212022 yillarda ko‘plab kichik sotuvchilar asosan Instagram va Telegram
orgali savdo gilishgan, chunki bozorda yirik elektron savdo maydonchalari endigina
paydo bo‘lgan edi.

Ko‘rib chiqilayotgan davrda elektron savdo maydonchalari orasida yetakchilar
doirasi paydo bo‘ldi. Rossiyaning Wildberries kompaniyasi bozorga kirgan yirik
gatnashchilardan birinchi bo‘ldi - ishga tushirish 2022 yil fevral oyida bo‘lib o‘tdi.
Xuddi shu yili Uzum ragamli ekotizimiga (fintech, to‘lovlar, yetkazib berish va
boshqgalar) bir qismi bo‘lgan Uzum Market milliy bozori ish boshladi.Ushbu
yondashuvlarning har biri brendning shakllanishiga turlicha yondashadi, ammo
ularning sinergetik qo‘llanilishi bargaror va raqobatbardosh brend yaratish uchun
muhim metodologik asos bo‘lib xizmat giladi.

O‘zbekistonda elektron savdo platformalari bozori jadal rivojlanmoqda, bu
savdoni ragamlashtirishning global tendensiyasi va iste’molchi odatlarining
o‘zgarishini aks ettiradi. So‘nggi yillarda xaridor va sotuvchilar e’tiborini tortish uchun
raqobatlashuvchi “Uzum Market”, “Wildberries”, “Ozon”, “AliExpress” kabi mahalliy
va xalgaro elektron savdo platformalarining faol o‘sishi kuzatilmoqda. Elektron savdo
platformalarining rivojlanishi logistika infratuzilmasining yaxshilanishi, onlayn savdo
hajmining o‘sishi va kompaniyalarda marketing strategiyalarining o‘zgarishi bilan
birga keladi. (1-jadval)

O‘zbekistonda elektron savdo 2021-2023 yillarda mahsulot ayirboshlashning
jadal o‘sishini ko‘rsatdi. 2021-yilda umumiy hajmi gariyb 201 million dollar bo‘lgan
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bozor 2023-yilda 543 million dollargacha o°sdi (ikki yil ichida deyarli
2,7 baravarga o‘sdi). Umumiy chakana savdo aylanmasida onlayn savdoning ulushi
hali ham kam (2023-yil oxirida taxminan 4%), biroq bargaror ravishda o°sib bormoqda.
Onlayn xaridorlar soni ~ 5 million kishigacha ko‘paydi, bu ~ 36 million aholidan,
onlayn xaridlar aholining ~ 14 foizini gamrab olishini anglatadi. Kuzatishlar shuni
ko‘rsatadiki, ko‘plab oilalar guruhli buyurtmalar beradi, bu esa o‘rtacha hisobni
oshiradi. Pandemiya davridagi ijtimoiy hayot tarzi ragamlashtirish katalizatorini
jadallashtiruvchi bo‘lib xizmat qildi, biroq asosiy omil mahalliy yetakchilarning,
birinchi navbatda, “Uzum”ning paydo bo‘lishi bo‘ldi. Bugungi kunda ular ommaviy
ravishda elektron savdoga auditoriyani jalb gqilmoqda. E’tirofga loyiq tomoni shundaki,
“Uzum” brendi atigi bir yarim-ikki yil ichida foydalanuvchilar orasida
91 foizlik o‘sish reytingiga erishdi va tanish “savdo nuqtasi’ga aylandi. Bozorda hali
ham kamchiliklar mavjud: masalan, barcha tadbirkorlar hali ham onlayn rejimga
o‘tgani yo‘q (biznesni ragamlashtirishning past darajasi). Lekin ro‘yxatdan o‘tish
soddalashtirilgani va savdo infratuzilmasidan foydalanish imkoniyatlarining
kengaytirilgani bozorlardagi sotuvchilar sonini tez sur’atda oshib borishini
ta’minlamoqda. Rasmiylarga ko‘ra, 2023-yilda mamlakatdagi barcha bozorlarning
umumiy yillik aylanmasi taxminan 300 million dollarga baholangan.

Istigbolli  loyihalar milliy agentligi ta’kidlashicha, bugungi kunda
mamlakatimizda 50 dan ortiq elektron savdo bozorlar ro‘yxatga olingan. Ularning yillik
tovar aylanmasi 543 million dollarni tashkil etadi va 2027-yilga kelib bu ko‘rsatkich 1
milliard dollargacha o‘sishi kutilmogda. KPMG xalqaro auditorlik va konsalting
korporatsiyasi yanada dadilroq prognozlar bermoqda. Bunga ko‘ra, 2027-yilga kelib 2
milliard dollargacha, bu yillik o‘sish 40%+ ni tashkil giladi. 2024-yilda allagachon
bozor dinamik o‘sishda davom etmoqda: yangi platformalar ishga tushirildi (“Humans
Market” va boshqalar), xorijiy investorlar sarmoyalarni kengaytirmoqda va aholi
orasida onlayn xarid qilish odat tusiga aylanmoqda. O‘sish tendensiyasi 2025-yilda
ham davom etishiga ishonch bor — bozor eksponensial rivojlanish bosqichiga kirmoqda,
bu vaqgtda savdo ko‘lami va ishtirokchilar soni juda yuqori sur’atlarda oshib bormoqda.

Bozorning jadal o‘sishi zaminida onlayn platformalarning mashhurlikka erishish
usullari ham o‘zgardi. Davr boshida (2021-yilda) o‘zbekistonlik iste’molchilar xorijiy
platformalardan ko‘proq xabardor bo‘lgan va undan foydalanar edi — masalan,
“AliExpress”da Xitoydan mahsulotlarga buyurtma berish yoki jahon bozorlarida
ro‘yxatdan o‘tmasdan (o‘sha paytda yetkazib berish va to‘lash qiyinligi tufayli)
oddiygina mahsulotlarni ko‘rish mumkin edi. Mahalliy onlayn do‘konlarda
mijozlarning cheklangan auditoriyasi bor edi. Biroq, taxminan 2022-yildan boshlab
vaziyat o‘zgardi: o‘zbek/rus tillarida mahalliy yetkazib berish va so‘mda to‘lash bilan
qulay mahalliy ilovalar paydo bo‘lishi bilan foydalanuvchilarning savdo-sotiq
munosabatlarida “portlash” yuz berdi.
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1-jadval

Platformalarning xaridorlar orasida mashhurligi®

Ommaboplik 2021-2024 yillardagi 2025-yil boshida yetakchilar
ko‘rsatkichi tendensiyalar
Brend hagida | Mahalliy  ekotizimlar paydo | “Uzum Market” - eng tanigli savdo brendi: ishga
xabardorlik bo‘lishidan oldin global | tushirilgandan so‘ng, olti oy ichida respondentlarning 91
mahsulotlar onlayn xizmatlar | foizi uning nomini tanigan, ularning yarmidan ko‘pi hech
orasida  yetakchi  bo‘lgan: | qanday yordamsiz faoliyat ko‘rsatgan. Boshqa elektron
ijtimoiy tarmoglar, messenjerlar | savdo platformalari gatorida aholi “OLX” (reklama sayti
(Telegram) va “OLX”. Elektron | sifatida), “AliExpress” hamda mabhalliy do‘konlar —
savdo segmentida “AliExpress” | “Mediapark”, “Asaxiy”, “Olcha” xizmatlaridan keng
(Xitoydan arzon onlayn | xabardor.  “Telegram”  messenjeri ham  savdo
xaridning  sinonimi  sifatida) | maydonchasi sifatida qaraladi (ko‘plab tadbirkorlar
2020-21 vyillarda yuqori o‘z- | “Telegram” kanallari orqali sotadi).
o‘zidan tan olindi.
Mobil ilovalar | Mobil kanal asosiy kanalga | “Uzum” 2023-yilda eng ko‘p yuklab olingan mahalliy
(yuklab olish) aylandi: smartfon | ilova (>13,5 million o‘rnatish) bo‘lib, foydalanuvchilar
foydalanuvchilarining  o‘sishi | soni bo‘yicha O‘zbekistondagi eng yaxshi 3 ta ilova

(4G gamrovining 83 foizi)
millionlab xarid qgilish
dasturlarini yuklab olishiga olib
keldi. 2021-22 vyillarda yuklab
olishlar bo‘yicha universal xarid
ilovalari (“AliExpress”, “OLX")
yetakchi bo‘ldi.

gatoridan (messenjerlar va ijtimoiy tarmoglardan keyin
ikkinchi o‘rinda) joy oldi. “Uzum” ilovasining oylik faol
auditoriyasi 10 million kishidan oshadi. Tagqoslash
uchun, “OLX” va “Telegram” ilovalarida ham millionlab
o‘rnatishlar mavjud va onlayn-do‘konlar orasida
“Asaxiy” va “Wildberries” e’tiborga molik (ikkinchisi
mabhalliylashtirilgan kontent bilan targ‘ib gilinadi).

Veb-saytga
tashriflar va trafik

2021-22 yillarda trafik bo‘yicha
xorijiy saytlar ustunlik qildi:

“AliExpress”, “OLX”,
shuningdek, mahalliy onlayn-
do‘konlar.  Asta-sekin, trafik

ilovalarga o‘tdi.

2024-yil yakuni veb-trafik bo‘yicha: “Asaxiy.uz” va
“Uzum.uz” mamlakatimizdagi eng ko‘p tashrif
buyuriladigan e-com saytlari qatoriga Kkiradi, ular oylik
tashriflar bo‘yicha solishtirish mumkin. “Zoodmall.uz” va
“Olcha.uz” ham eng yaxshi beshlikdan joy oldi,
shuningdek, trafikning bir qismi “Telegram” (t.me)
do‘konlariga to‘g‘ri keladi. Biroq asosiy iste’mol mobil
ilovalar ichida bo‘lib, ular to‘g‘ridan-to‘g‘ri veb-trafikga
kiritilmagan.

Qonigish va
ishtirok etish

Xizmatlar  yaxshilangani  sari
sodiglik oshadi: 2021-22 yillarda
xaridorlar bozorlarga endigina
ishonishni boshlagan edi. 2023-
yilga kelib, aksariyat insonlar har
oy buyurtma berib, doimiy
mijozlarga aylandi.

Tadqiqotlar shuni ko‘rsatadiki, xaridlar chastotasi va
ilovalarda o‘tkaziladigan vaqt masalasida “Uzum” yuqori
faollikni qayd etadi — foydalanuvchilar nafagat xarid
giladilar, balki moliyaviy operatsiyalar uchun super
ilovadan ham foydalanadilar. “Wildberries” va “Ozon”
mahalliy mijozlar gatlamini shakllantirdilar, ammo ular
hali ham jalb qilish bo‘yicha mahalliy peshqadamlarga
tenglashganlari yo‘q.

So‘nggi yillarda O‘zbekistonda savdo ijtimoiy tarmoqlar orqali ham, elektron
savdo maydonchalari orgali ham jadal rivojlandi. O‘rganishlar shuni ko‘rsatyaptiki,
“Instagram” eng ommabop ijtimoiy tarmoq bo‘lib qolmoqda - uning auditoriyasi 8
millionga yaqin foydalanuvchini tashkil etadi (2023-yil avgust holatiga ko‘ra).
Taqqoslash uchun, “Facebook”da ~2,2 million, “Vkontakte” va “Odnoklassniki”’da
esa 2 millionga yaqin foydalanuvchi bor. Foydalanuvchilar gamrovi bo‘yicha esa
“Telegram” messenjeri asosiy rol o‘ynaydi — undan ~
18 million o‘zbekistonlik foydalanadi (Internet auditoriyasining ~78%) va ko‘plab
tadbirkorlar onlayn savdo gqiladilar. Shuningdek, “YouTube” ijtimoiy media
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platformasi ham sotuv auditoriyasiga kirish bo‘yicha, eng yaxshi uchtalik
platformalar qatoridan o‘rin egalladi. Sotsiologik tahlillar sotuv gamrovining onlayn
kengayishiga pandemiya sharoitidagi aholining tijoriy ehtiyojlari turtki bo‘lgan, deb
hisoblaydi. 2021-2022 yillarda ko‘plab kichik sotuvchilar, asosan, “Instagram” va
“Telegram” orqali tijorat gilishgan, chunki bu davr bozorda yirik elektron savdo
maydonchalari endigina vujudga kelishi bilan belgilanadi (2-jadval).

2-jadval
O‘zbekistondagi elektron savdo maydonchalari mashhurligi (2022-2024)%
Elektron savdo 2022-y. (oyiga 2023-y.(oyiga 2024-y.(oyiga O‘sish 2022-
maydonchasi million tashrif) million tashrif) million tashrif) 2024yy. (%0)
Uzum Market 0,5 2,36 54 +1080%
Wildberries 1.2 2,5 3,8 +316,7%
Ozon 0 15 3,5 M/Yo‘q
AliExpress 3,0 3,2 3,5 +116,7%
OLX 2,0 2,2 2,4 +120%

Ko‘rib chiqgilayotgan davrda elektron savdo maydonchalari orasida yetakchilar
doirasi paydo bo‘ldi. Rossiyaning “Wildberries” kompaniyasi bozorga kirgan yirik
o‘yinchilardan birinchi bo‘ldi. O°zbekistonda ilk bor 2022-yil fevral oyida ishga
tushirildi. Xuddi shu yili “Uzum” ragamli ekotizimiga (fintech, to‘lovlar, yetkazib
berish va boshqgalar) bir qismi bo‘lgan “Uzum Market” milliy bozori ham ish
boshladi (3-jadval).

3-jadval

“Uzum Market”ning iste’molchilarga mahsulot yetkazib berish dinamikasi
(2022-2024)%*

Mahsulot turlari 2022-y. 2023-y. 2024-y. O‘sish
(ulush, %) | (ulush, %) (ulush, %) | 2022-2024yy (%)

Elektronika mahsulotlari 28 31 35 +125%
Kiyim-kechak mahsulotlari 22 26 28 +127,3%
Mebel jihozlari 15 17 18 +120%
Go‘zallik va salomatlik mahsulotlari 5 7 8 +160%
Ozig-ovgat mahsulotlarini yetkazib 2 4 6 +300%
berish

Ijtimoiy tarmoglardan tashqari, bozorlar va super ilovalar reklama uchun qulay
imkoniyatga aylandi. 2022-yildan boshlab O°‘zbekistonda ham mahalliy, ham
xalgaro elektron savdo platformalari jadal rivojlanmoqgda: “Uzum”, “Wildberries”,
“Ozon”, shuningdek, “Alibaba” kabi global platformalar bilan integratsiyalarni
ko‘rishimiz mumkin. Ushbu platformalar brendlarni yangi bosqichga chiqishini
ta’minlaydi (4-jadval).
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4-jadval
O‘zbekistonda elektron savdo platformalarining asosiy ko‘rsatkichlari®

Platformalar Asosiy yutuglari 2022-2024 yilar

Uzum 2022-yilda ishga tushirildi; super ilova (elektron savdo maydonchasi, yetkazib berish,
fintech).

2023: Eng mashhur mahalliy ilova (13,5 million yuklab olingan).

2024: ~10,6 million MAU (aholining 30%); GMV o‘sishi 3,5 x y/y; yilning birinchi
yarmida >8 million buyurtma.

Wildberries Bozorga kirishi: 2022-yil fevral. O°zbekiston mahsulotlari eksporti hisobiga tez o‘sdi.
2023-yil: “Wildberries”da o‘zbek mahsulotlari savdosi ~311 million dollar (yanvar-
oktyabr), bu 2022-yilga nisbatan +84% ga ko‘p. 2024-yil: 9 oyda mahalliy
tadbirkorlarning savdosi 2023-yilning 9 oyi bilan solishtirganda 87 barobarga oshdi.
“Wildberriesning O‘zbekistonga kiritgan investitsiyalar 412,5 million dollarga etdi va
22,5 ming ish o‘rni yaratildi. 2024-yilga omborlarni 350 000 m? ga kengaytirdi va
sotuvchilar sonini 15 000 tagacha oshirishga erishdi.

Ozon Bozorning ishga tushirilishi ~ 2022. O‘zbekistonlik sotuvchilarni jalb qilish uchun
mahalliy ofis va omborlar tashkil qildi (“Wildberries”’ga o‘xshash). Hajm reytingi
bo‘yicha u “Wildberries”dan past bo‘lsa-da, faol rivojlanmoqda.

Alibaba.com Hukumat bilan hamkorlik: 2020-yildan boshlab “Alibaba”da o‘zbek mahsulotlarini
eksport qilish uchun “O‘zbekistonda ishlab chiqarilgan” nomi ostida maxsus bo‘lim
ishga tushirildi. Davlat tomonidan 300 dan ortiq mahalliy kompaniyalarning global
platformaga kirishi subsidiyalanadi, bu esa milliy brendlar uchun jahon bozorlariga
chigish imkonini beradi.

Alif Nasiya O‘zbekiston bozoriga 2021-yilda kirgan. 2022-2024 yillarda mijozlarga mahsulotlarni
bo‘lib to‘lash xizmatlarini ko‘rsata boshladi. Shuningdek, to‘lov va pul o‘tkazmalarini
amalga oshirish imkonini beruvchi “Alif Mobi” ilovasi bilan integratsiyani yo‘lga
qo‘ydi. Elektron savdo tizimida elektronika, maishiy texnika va boshga mahsulotlarning
keng assortimenti mavjud.

Sello Platforma 2021-yil sentyabr oyida ishga tushirildi. 2022-2024 yillarda O‘zbekiston
davlat reyestrida birinchi rasmiy ro‘yxatga olingan elektron savdo maydonchasi
hisoblanadi. Xarid qilishdan oldin mahsulotlarni sinab ko‘rish imkonini beruvchi
buyurtmani gabul qilish punktlariga ega. Platformada shaxsiy logistika tizimi ham
mavjud. “Sello Pay” to‘lov xizmati mijozlarga qulay to‘lov usullarini, jumladan, bo‘lib
to‘lash imkoniyatini taqdim etadi.

Humans 2024-yil mart oyida “Humans” ekotizimidan (telecom/fintech) universal bozori ishga
Market tushirilgan. Ikki toifadagi mahsulotlarni taklif etadi: elektronika do‘koni (“Artel”
kompaniyasi bilan sherikchilikda) va ozig-ovqat. Yetkazib berish xizmati uchun
“Humans Yaxshi”’dan foydalaniladi. Dastlab 5000 ga yaqin mahsulot (shundan 3000
tasini ozig-ovgat mahsulotlari tashkil etgan). Yagin kelajakda uchinchi tomon
sotuvchilari uchun yangiliklar taqdim etishi kutilmoqda (masalan, ro‘yxatdan o‘tish
bepul, komissiya taxminan 10%, xaridor uchun taxminan 5% keshbek). Xaridorlar
buyurtmani olishda “Humans” va “Yandex Go” kuryerlaridan foydalanishi yoki o‘zi
olib ketishi mumkin.

Alif Savdo “Alif fintech” kompaniyasiga tegishli e-savdo platformasi bo‘lib, to‘lovlar va kreditlar
uchun qulay shartlarda iste’mol mahsulotlarini sotishga qaratilgan.

2022-2024 yillarda faol rivojlantirgan, shu jumladan mahsulot turlari va yetkazib berish
manzillarini kengaytirgan. Mijozga “Alif Mobi” raqamli ilovasi orqali integratsiya,
qulay to‘lovlar, pul o‘tkazmalari va onlayn xaridlarni boshqarish imkoniyatini beradi.

Elektron savdo maydonchalari sotuvchilar uchun samarali strategiyalar bir
nechta asosiy yo‘nalishlarni gamrab oladi: mahsulot tanlash, narxlash, logistika,
marketing, mijozlarga xizmat ko‘rsatish va moliyaviy menejment. Trendni tahlil
qgilish va noyob mahsulotlarni sotish ragobatni kamaytirishga va marjani oshirishga
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yordam beradi. Savdodagi dinamik narxlash va paketli takliflarni joriy qilish esa
mijozlar talabini rag‘batlantiradi. Logistikani optimallashtirish, jumladan, bozor
omborlaridan foydalanish va yetkazib berish tarmog‘ini kengaytirish buyurtmani
gayta ishlash vaqtini gisqartiradi va sotuvchilar reytingini yaxshilaydi. Xaridorga
mahsulot kartasining afzalliklari haqida ma’lumot berish, reklama ustida jiddiy
ishlash va bloggerlar bilan hamkorlik kabi marketing vositalari mahsulot sotuvini va
mijozlar ishonchini oshiradi. Tez yetkazib berish, moslashuvchan qaytarish shartlari
va sifatli gadoglash kabi yuqori darajadagi xizmat mijozlarning sodigligini
ta’minlaydi. Buxgalteriya hisobini avtomatlashtirish, xarajatlarni optimallashtirish
va sodiqlik dasturlari sof foydaning o‘sishiga va takroriy xaridlarga yordam beradi.
Ushbu strategiyalarga kompleks yondashuv sotuvchilarga nafagat muvaffagiyatli
raqobatlashishga, balki mijozlar bilan uzoq muddatli munosabatlarni o‘rnatishga,
bozorlarda biznes barqarorligini ta’minlashga hissa qo‘shadi.

Olib borilgan tadgiqot natijalaridan kelib chiqib, elektron savdo maydonchalari
bozoriga ta’sir qiluvchi asosiy omillar sifatida quyidagilarni ko‘rsatish mumdkin,
jumladan: raqobatning o°‘sishi (bozor ishtirokchilari sonini o‘Ichash), jarayonning
davlat tomonidan tartibga solinishi (daromad solig‘i stavkasini, subsidiyalar va
grantlar hajmini o‘lchash), ekotizimlar, infratuzilma va yangi texnologiyalarni
rivojlantirish (o‘Ichov - innovatsion rivojlanishga investitsiyalar hajmi) kabilar
(5-jadval).

5-jadval
Bozor aylanmasining Spearman korrelyatsiya koeffitsiyentini asosiy

omillar bilan hisoblash natijalari

(X) omil Bozor_ aylanmqsi _bilan_
korrelyatsiya koeffitsiyenti (YY)

Elektron savdo bozoridagi ishtirokchilar soni 0,979

Elektron savdoni rivojlantirishga qaratilgan davlat 0.849

dasturlari va tashabbuslari soni ’

Elektron savdo bozorini rivojlantirishga yo‘naltirilgan

investitsiyalar hajmi

0,999

Tushuntirilgan dispersiyaning nisbati (2.3) formula bilan aniglanadi va
natijalar 6-jadvalda qayd etiladi:

N

EV = 2£+100 (2.3)

Bunda »— asosiy komponent uchun xos giymat;
6-jadval
Tushuntirilgan dispersiyaning nisbatini hisoblash natijalari
Asosiy tarkibiy gism Tushuntirilgan dispersiyaning nisbati
Birinchi komponent (asosiy) 98,58
Ikkinchi komponent 1,42

O‘zbekistonda elektron tijoratning rivojlanish dinamikasi bo‘yicha olib
borilgan giyosiy tahlil natijalari bozor aylanmasiga institutsional va moliyaviy omil
sifatida ta’sir etishi ko‘rsatilmoqda. Korrelyatsiya koeffitsiyenti (r = 0,9999)

elektron tijorat aylanmasining o‘sishi investitsiyalar hajmi bilan deyarli to‘liq
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bog‘ligligini tasdiqlaydi. Investitsiyalar texnologiya va infratuzilmaning o‘sishiga
yordam beradi. Bu bozorda foydalanuvchilar yoki tadbirkorlar sonining ortib
borishida namoyon bo‘ladi. Boshqa muammoli masalalar singari investitsiyalarning
muhim gismi uzoq muddatli loyihalarga (masalan, bozorlar uchun Sl algoritmlarini
ishlab chiqilishi) yo‘naltirilishi mumkin, bu esa kelgusida albatta, o‘z ta’sirini
ko‘rsatadi. Bozor ishtirokchilarining soni va aylanmasi o‘rtasidagi yuqori darajadagi
korrelyatsiya (r = 0,979) elektron tijorat ekotizimining kengayishi, shuningdek,
savdo hajmining ko‘tarilishini bildiradi.

Ijtimoiy tarmoglar va elektron savdo platformalari orgali sotish strategiyalari
an’anaviy onlayn-do‘konlardan fintech, logistika va onlayn tijoratni birlashtirgan
integratsiyalashgan ekotizimlarga aylandi. Instagram va Telegram tadbirkorlarga
auditoriyaga to‘g‘ridan-to‘g‘ri kirish va samarali reklama vositalarini taqdim
etuvchi ragamli savdoning asosiy platformalari bo‘lib qolmoqda. Biroq, sotuvchilar
uchun qulay sharoitlar, kompleks xizmatlar va sodiglik dasturlari va reklama
kampaniyalari orgali yangi mijozlarni faol jalb qilish tufayli elektron savdo
maydonchalari asta-sekin bozor ulushini egallab bormoqda. Naqd pulsiz to‘lovlar va
raqamli moliyaviy xizmatlarning o‘sishi ham onlayn tijoratga ishonchni oshirishga
yordam beradi.

Dissertatsiyaning “Elektron savdoda neyromarketing yondashuvlarining
modellashtirilishi va sinergetik ta'siri” deb nomlangan uchinchi bobida
Tadqgiqotning nazariy asosi ragamli marketing texnologiyalari, iste’molchilarning
xatti-harakatlari parametrlari va milliy bozorning institutsional cheklovlari yagona
adaptiv tizim sifatida o‘zaro ta’sir giladigan ijtimoiy-texnik sintez kontseptsiyasiga
asoslanadi. Bunday tizimda brend rivojlanishi nafagat moliyaviy ko‘rsatkichlarning
o‘sishi, balki nomoddiy aktivlarning to‘planishi sifatida ham talqin etiladi - sodiglik,
ishonch, e’tirof, bu giymatga asoslangan brendingning zamonaviy paradigmasiga
mos keladi. Uslubiy jihatdan ish (mixed methods) aralash usullar strategiyasining
gonuniyatlariga amal giladi: migdoriy tahlil munosabatlarni statistik tekshirishni
ta’minlaydi, sifat komponenti esa aniqlangan bog’ligliklarning barqarorligini
belgilaydigan sabab-ta’sir mexanizmlarini ochib beradi.

O‘zbekistonda raqamli texnologiyalarning jadal rivojlanishi  bilan
kompaniyalar yangi bozor sharoitlariga moslashish bosimiga duch kelishmoqgda.
Ragamli savdo iste’molchilarning xatti-harakatlarini o‘rganadi, mijozlarni jalb
qilish usullarini yangilaydi va biznes modellarini o‘zgartiradi. Zamonaviy brendlar
ilg‘or texnologiyalarni o‘zlashtirish va ragamli ekotizim bo‘yicha chuqur tadqiqotlar
olib borishni taqozo etadi.

O‘zbekistondagi 2023- va 2024-yillarga mo‘ljallangan ragamli mubhit tahlili
internetdan foydalanuvchilar sonining 24,5 milliondan 27,8 millionga oshganini
ko‘rsatmoqda. Bu esa 113,5 foiz o‘sishga to‘g‘ri keladi. Bunday natijaning qayd
etilishi infratuzilmani qo‘llab-quvvatlash, chekka hududlarda internetdan
foydalanish imkoniyatlarining kengaytirilgani va mobil gadjetlar ommabopligi
evaziga vujudga keladi (7-jadval).
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7-jadval
O‘zbekiston ragamli muhitning hozirgi holat tahlili (2023-2024)*

Ko‘rsatkichlar 2023y. 2024 y. O‘sish (%)
Internet foydalanuvchilari (million Kishi) 24,5 27,8 +113,5%
Mobil internet trafik ulushi (%) 76 82 +107,9%
Ijtimoiy tarmoglarning kirib borishi (%) 62 68 +109,7%
Elektron tijorat aylanmasi (million dollar) 2130 2745 +128,9%
Chakana savdoda onlayn to‘lovlar ulushi (%) 19 27 +142,1%

Elektron tijorat sektori kuchli mavqgega ega bo‘lib, sezilarli darajadagi ijobiy
natijalarni ko‘rsatmoqda. Oxirgi davr mobaynida elektron tijoratning umumiy hajmi
2,13 milliard dollardan 2,74 milliard dollargacha oshdi, bu esa 128,9 foizga o‘sishni
bildiradi. Onlayn tranzaksiyalar chakana savdo bozoridagi ulushini tasdigladi va
19% dan 27% gacha ko‘tarildi. Natijada esa 142,1 foizga o‘sishga to‘g‘ri keladi.
Bu ragamlar aholining onlayn-do‘konlarga bo‘lgan qiziqishi ortib borayotganini va
ishonchli to‘lov yechimlari, shuningdek, samarali logistika tizimlarini ishlab chigish
uchun yana yangi brendlar zaruriyatini bildiradi. Bunday chora-tadbirlar
kompaniyalarning yangi ragamli davrda raqobatbardoshligini saglab qolishga
yordam beradi.

Ragamli transformatsiya va global marketing makonining kengayishi fonida,
iste’molchi xatti-harakatlariga ta’sir ko‘rsatish vositalarining mahalliy kontekstga
moslashtirilgan shakllarini ishlab chigish, ayni damdagi dolzarb metodologik
vazifaga aylandi. Xususan, brend kommunikatsiyasida qo‘llaniladigan psixologik
triggerlarning madaniy jihatdan anglangan modifikatsiyasi brendning magsadli
auditoriyaga moslashgan holda qabul qilinishini ta’minlaydi. Ushbu yo‘nalishda
ishlab chiqilgan “Madaniy yo‘naltirilgan triggerlar matritsasi” deb nomlanadigan
marketing stimullarining universal (standart) shakllarini o‘zbek mentaliteti,
gadriyatlari va ijtimoiy identiteti asosida mahalliylashtirish ehtiyojini ilmiy-nazariy
jihatdan asoslaydi (8-jadval).

8-jadval
Madaniy yo‘naltirilgan triggerlar matritsasi®®
Standart triger Tavsif Moslashtirilgan Tavsif
trigger

Shoshilinchlik/ “Faqat 1 kun qoldi!” Oilaviy foyda “Butun oila uchun eng yaxshi narx”,
Shoshilinch shiorlar “Chegirma bilan 3 ta chipta sotib oling”
FOMO (o‘tkazib “Oxirgi imkoniyatni An’anaviy birlik | “Butun oila bilan tashrif buyuring”,
yuborishdan qo‘rqish) | qo‘ldan boy “Yaqinlaringizga quvonch baxsh eting”

bermang!”
Ijtimoiy dalil “10 000 ta xarid Mabhalliy g‘urur “Mahalliy hunarmandlarni qo‘llab-

qilingan!” quvvatlaymiz”, “O‘zbekistonda ishlab

chiqarilgan”

Cheklangan takliflar “Omborda faqat 50 Milliy ramzlar “O‘zbek ornamentlari bilan noyob

dona qoldi!” kolleksiya”

Bu misollar shuni ko‘rsatadiki, standart psixologik stimullarni madaniy
jtimoiy kontekstda qayta talqin qilish orqali auditoriya e’tiborini tortish, nafaqat
samaraliroq, balki xaridordagi brendga bo‘lgan hissiy sodiqlikni shakllantirishga

24 Mualllif ishlanmasi.
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xizmat qiladi. Triggerlarni madaniy jihatdan yo‘naltirish — bu fagat kopirayterlik
san’ati yoki reklama wuslubi emas, balki marketing strategiyasining muhim
metodologik komponentidir. Mahalliylashtirilgan triggerlar iste’molchida faqatgina
harakatga undov emas, balki ijtimoiy qadriyatlar bilan uyg‘un alogani ta’minlashga
ham hissa qo‘shadi.

Zamonaviy ragamli marketing muhitida samarali brend strategiyasini ishlab chigish
alohida texnologik vositalarning qo‘llanilishidan tashqari, ularning o°zaro integratsiyasi
va sinergetik qo‘llanilishiga bog‘ligdir. 9-jadvalda taqdim etilgan “Matritsaning
soddalashtirilgan versiyasi” aynan shunday yondashuvni nazariy asosda ifodalaydi.
Ushbu model marketing innovatsiyalarining to‘rtta asosiy yo‘nalishi: neyromarketing
(N), katta ma’lumotlar (Big Data, B), fintech (F) va ijtimoiy media marketing (SMM, S)
o‘rtasidagi kombinatsion bog‘ligliklarni ko‘rsatadi.

Mazkur matritsa marketing innovatsiyalarining turli texnologik klasterlari
o‘rtasidagi ko‘p funksiyali sinergetik alogalarni ochib beradi. Har bir kombinatsiya
mazkur ikki yo‘nalishning arifmetik yig‘indisi bo‘la olishdan tashqari, alohida yangi
innovatsion qiymat yaratish mexanizmi sifatida talgin etiladi. Masalan,
Neyromarketing va Big Data yondashuvlarining kombinatsiyasi natijasida reklama
interfeyslarining hissiy sezgirligi oshadi, ya’ni “kognitiv sezuvchan interfeyslar”
shakllanadi. Bu esa foydalanuvchi xatti-harakatini faqat demografik emas, balki
nevropsixologik mezonlar asosida ham segmentatsiya qilish imkonini beradi.

9-jadval
Marketing innovatsiyalari sinergiyasi matritsasi®®
Neyromarketing Big Data (B) Fintech (F) SMM (S)
(N)
Neyromarketing | - N+B= N+ F=to‘lov N + S = hissiy
(N) interfeyslarni, shakllarining jihatdan
reklama xabarlarini yaxshilangan UX yo‘naltirilgan
aniqg shaxsiylashtirish | (to‘lov sahifalarini | tarkib (mikro
kuzatish) ifoda tahlili)
Big Data (B) B + N = his- - B + F = tranzaksiya | B + S = katta
tuyg‘ularga ma’lumotlariga ma’lumotlar
asoslangan asoslangan bilan ijtimoiy
segmentatsiya chegirmalar va media magsadli
takliflarning
moslashuvchan
tizimi
Fintech (F) F+N=to‘lov F + B = xatarlarni - F + S = tezkor
yo‘lini boshgarish uchun to‘lovlar bilan
soddalashtirish xatti-harakatlar ijtimoiy media
ma’lumotlarini tahlil reklama
qilish aksiyalari
SMM (S) S+ N =triggerlar | S+B= S+ F=to‘g‘ridan- | -
asosida virusli ma’lumotlarga to‘g‘ri ijtimoiy
videolarni asoslangan tarmoglardan
yaratish shaxsiylashtirilgan tezkor
ijtimoiy media to‘lovlarning
kontenti integratsiyasi
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Ushbu matritsa marketing strateglarini brend kommunikatsiyasining
har bir elementi uchun texnologik yechim sifatida baholanib, standart
yondashuvlar bilan chegaralanmaydi. Aksincha, sinergetik konfiguratsiyalar
orgali topishga undaydi. Bu esa dissertatsiya doirasida innovatsion marketing
boshqaruvining tizimli modelini ishlab chiqishda zaruriy metodologik asos bo‘lib
Xizmat giladi.

Tadgigotda ishlab chigilgan marketing strategiyalari va innovatsion
yondashuvlarda (neyromarketing va ragamli transformatsiya, gibrid
neyromarketing, raqamli yetuklik indeksi, madaniy yo‘naltirilgan triggerlar va
sinergiya asoslari integratsiyasining mualliflik modeli) O‘zbekistondagi muayyan
brend — “Uzum” bozoriga ganday tatbiq etilishiga misol keltirilgan. Alohida
bosgichlar va vositalardan misol tarigasida foydalanib, bu tushunchalarning
amalda qanday ishlashi, ganday qiyinchiliklar paydo bo‘lishi va ularni samarali
yengish yo‘llart1 ko‘rsatilgan. Neyromarketing va raqamli transformatsiya
integratsiyasining taklif etilayotgan modeli mahalliy bozor kontekstida marketing
strategiyalari samaradorligini oshirish uchun yuqori salohiyatga ega. “Uzum”
misolida o‘tkazilgan test natijalari shuni ko‘rsatadiki, brend rivojlanishining turli
bosqichlarida psixofiziologik usullarni (mikroekspressiya tahlili, ko‘zni kuzatish,
biometrika bilan A/B testlari) izchil tatbiq etish buyurtma berishda rad etishlar
foizini kamaytirishi, xizmatga nisbatan ishonch darajasini ko‘tarishi va
konversiyani oshirishi mumkin.

Modeldagi soddalashtirilgan va arzon vositalarning mavjudligi uning yirik
korxonalar uchun ham, investitsiyalarning tez gaytarilishini gadrlaydigan kichik
va o‘rta biznes uchun ham joriy etilishini ta’minlaydi. Natijada, neyromarketing
usullarining moslashuvchan kombinatsiyasi tufayli model bizga keng ko‘lamli
muammolarni hal qilish imkonini beradi. Bunda salbiy iste’molchi his-
tuyg‘ularini aniqlashdan tortib, to to‘lov yo‘lini optimallashtirishgacha bo‘lgan
jarayonlarni gamrab olishi kutilmoqgda.

“Uzum” uchun taklif etilayotgan “gibrid neyromarketing” konsepsiyasining
samaradorligi nisbatan arzon narxlarda joriy etilishi ko‘zda tutilgan bo‘lib, asosiy
ko‘rsatkichlarning (konversiya, saytdagi vaqt, umumiy savdo) sezilarli o‘sishiga
¢’tibor garatilmoqgda (10-jadval).

Gibrid neyromarketing modeli — klassik neyromarketing usullarini ragamli
analitika,  foydalanuvchi  tajribasi  (UX) va  personalizatsiyalangan
kommunikatsiyalar bilan integratsiyalashgan holda qo‘llash usuli marketing
garorlarini takomillashtirishga xizmat qiladi. Ushbu yondashuv yordamida
marketing budjeti samaradorligini oshirish, foydalanuvchi xatti-harakatini aniq
prognoz qilish, brend va mijoz o‘rtasida chuqur hissiy alogani shakllantirish
imkoniyati yaratiladi. Sinergetik yondashuv foydalanuvchi  sayohatini
optimallashtirishni tezlashtirishga yordam beradi, bu savatchadan voz kechish
stavkalarining pasayishi, ijtimoiy media ishtirokining ortishi va umumiy
konvertatsiyaning o‘sishida namoyon bo‘ladi.
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10-jadval

o‘tkazuvchanligi)

tadgiqot gilish.

“Gibrid neyromarketing” tushunchasi (“Uzum” misolida)?’
Vosita Tavsif / “Uzum”da Qiyinchiliklar Mumkin bo‘lgan Kutilgan effekt
joriy etish yechim
Google - kliklar, yo‘llar, - barcha - so‘rovda - tezkor fikr;
Analytics + trafik manbalarini | foydalanuvchilar gatnashish -mulohazalarni
so‘rovnomalar | kuzatish; so‘rovnomalarni uchun yig‘ish;
- his-tuyg‘ularni to‘ldirishmaydi; bonus/promo- - UI/UX
baholash uchun - mahsulotga kod taklif gilish; | muammolarini
so‘rovlar (ba’zi munosabatini og‘zak| - telegram aniglashtirish;
ssenariylarda yoki yozma botidan - konversiyaning ~5—
gimmat mikroifoda | ifodalashdagi foydalanish 10% ga o°sishi.
tahlilini giyinchilik; (tanish
almashtirish). - tuyg‘ularni tarmogqlar
izohlashdagi orqali).
giyinchilik.
Ko‘zni - oyiga 1-2 kun - tashkilotning - universitetlar / | - ko‘zni tortadigan
kuzatish (bir o‘tkazish; murakkabligi tahlil markazlari | narsalarni chuqur
martalik - mobil sahifalar (respondentlarni bilan tushunish;
sessiyalar) prototiplarini tanlash); hamkorlik; - asosiy interfeys
sinovdan o‘tkazish | - Kichik tanlov. - respondentlar | elementlarini
(“Uzum” ilovasi uchun optimallashtirish.
misolida). mukofotlar /
kuponlar.
Mikroifodalar | - respondentlarning | - qo°lda tahlil qilish | - “Uzum” - salbiy reaksiyalarni
(veb-kamera) yangi aksiyalar/ uchun operator jamoasi uchun darhol aniglash;
reklamalarga xodimlar sonining | mini-trening; - ishga tushirishdan
munosabatini yozib | kamligi; - asosiy SaaS oldin reklama
olish; - mumkin bo‘lgan | yuzni tanish materiallarini
- hissiyotlarni buzilishlar. Xizmatlaridan tayyorlash va
qo‘lda belgilash foydalanish. tuzatish Kiritish.
(tabassum,
skeptitsizm,
ajablanish).
EEG - muhim - yugori narx; - universitetlar - tashlab ketilgan
(hamkorlik tadgiqotlarda - neyrofiziologlar bilan qo‘shma savatchalarni
bilan) qo‘llash (masalan, | talab gilinadi. loyiha (gisga kamaytirish;
yangi to‘lov tizimi, muddatli - hisob-kitob paytida
xarid gilish savatini uskunalar stress omillarini
gayta loyihalash). ijarasi). tushunish (tashvish,
ishonchsizlik).
AJB testi + - 2 sahifali - kichkina xona - “Uzum” - kichik kuch
budjet versiyani parallel kerak (mini- idorasi negizida | sarflagan tezkor
sensorlari ravishda ishga laboratoriya); tajribaviy “sinov | tajribalar;
tushiring; - go‘shimcha markazi”ni - muvaffagiyatli
- asosiy fiziologik | xarajatlar. tashkil etish; gayta dizayn bilan
ko‘rsatkichlarni - mahalliy konvertatsiya gilish
kuzatib borish startap bilan uchun +10-30% ga
(puls, terining hamkorlikda erishish imkoniyati.

SMM va fintech texnologiyalari o‘rtasidagi harakatlarni muvofiqlashtirish
xaridorlarga to‘g‘ridan-to‘g‘ri aloga kanalida (masalan, Telegram boti orqali)
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to‘lashni osonlashtiradi va neyromarketingdan foydalanish reklama materiallarini
auditoriyaning emotsional reaksiyalarini hisobga olgan holda, tezroq moslashtirish
imkonini beradi.

Dissertatsiyaning “O‘zbekistonda elektron savdoni takomillashtirish uchun
neyromarketing asosidagi strategik takliflar va prognozlar” deb nomlangan
to‘rtinchi bobida neyromarketing vositalaridan foydalangan holda tadqiq etilgan
prognozli modellar, O‘zbekistonda iste’molchilar xulg-atvorining o‘ziga xos
xususiyatlari hamda prognozli modellar samaradorligini baholash usullari ishlab
chigilgan.

Yildan yilga zamonaviy marketing neyromarketing yo‘nalishiga katta e’tibor
garatmogda. Neyromarketing — bu nevrologiya, psixologiya va marketingni
birlashtirgan fanlararo yondashuvdir. O‘zbekistonda elektron tijoratning o‘sish
sharoitida (“Wildberries”, “Alibaba”, “Ozon”, “Uzum” va boshqalar elektron tijorat
maydonchalari) bunday yondashuvlar xaridorlarning ragamli xulg-atvorini
chuqurroq tushunish va onlayn savdo samaradorligini oshirish imkonini bergani
bilan alohida ahamiyat kasb etadi. Ushbu yangi yo‘nalishning maqgsadi — iste’molchi
xatti-harakatlarining ongsiz tomonlarini miya tadgigot usullaridan foydalangan
holda o‘rganish. An’anaviy usullar (so‘rovlar, intervyular, fokus-guruhlar) har doim
ham hagigiy motivlarni ochib berolmaydi, chunki ular fagat ongli javoblarga
tayanadi. Neyromarketing bizga “yuza ostiga™ qarash va iste’molchining ixtiyorsiz,
psixofiziologik darajada marketing stimullariga gqanday munosabatda bo‘lishini
aniglash imkonini beradi. Zamonaviy texnologiyalar tufayli tadgigotchilar
neyrofiziologik ma’lumotlarni, jumladan, miya faoliyati, ko‘z harakati, terining
galvanik reaksiyasi va boshgalarni kuzatadilar. Insonning reklama, mahsulot yoki
narx taklifi haqidagi emotsional holatlari muloqot vaqtida qayd etiladi.

Neyromarketing  vositalari  iste’molchi  reaksiyalari  bilan  bog‘liq
neyrofiziologik ko‘rsatkichlarni to‘plash uchun ishlatiladigan texnik vositalar va
usullardir. Prognozli modellarni ishlab chigishda, xom neyron ma’lumotlaridan
qaysi o‘zgaruvchilarni (xususiyatlarni) olish haqidagi ongli tanlov juda muhimdir.
Iste’molchidagi psixofiziologik holatning turli jithatdan o‘rganilishini har xil
vositalar bilan ta’minlash mumkin. Tadqiqotchi tomonidan ishlab chiqgilgan
neyromarketingni  prognozlash modeli esa muayyan bosgichlarni yanada
takomillashgan shaklda taqdim etadi. (Model 11-jadvalga gayd etilgan).

Jadvaldan ko‘rinib turibdiki, neyromarketing modellari bugungi kunga kelib,
muayyan bir aniqlikni namoyish etmoqda. Masalan, M.Mashrur va uning
hamkasblari tomonidan ishlab chiqgilgan EEG+SVM modeli iste’molchining onlayn
katalogdan gaysi mahsulotni yoqtirishini >90% aniglik bilan prognoz gila oldi. D.
Hakim va boshqalarning modeli esa chuqur neyron tarmog‘i bilan miya signallari
yordamida tovarlarning subyektiv giymatini (WTP) muvaffaqgiyatli regressiya gildi.
Bu narx belgilashning asosiy ko‘rsatkichi bo‘lgan to‘lashga tayyorlikni migdoriy
prognoz qilish yo‘lini ochdi. Ko‘z yo‘nalishi ma’lumotlarni EEG bilan
integratsiyalash (misol J.Slanzi va boshqgalar) bizga diggat va hissiyotlarni hisobga
olish imkonini beradi. Saytdagi xatti-harakatni tushunishimiz osonlashadi va
foydalanuvchi harakatlarini prognoz gilishda ~ 70% aniglikka erishiladi.
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Neyromarketingni prognozlashning mualliflik modeli®

11-jadval

Model bosgichi

Jarayonning tavsifi

Asosiy ma’lumotlar

Usul va vositalar

Asosiy ko‘rsatkichlar va

O‘zbekistonda qo‘llash

natijalar
1. Ma’lumotlar | Marketing stimullarini taqdim etish bilan | Xom EEG signallari, | Emotiv EEG, Tobii EE | 15+ ma’lumot kanallari | Rag‘batlantiruvchilarni
yig‘ish tajriba  o‘tkazish  (bannerlar, videolar, | GSR, ko‘zni kuzatish, | Tracker, GSR Biopac, | ro‘yxatga olingan; yorliglar o‘z- | mahalliy vogelikka
gadoglash); xatti-harakat teglari, | so‘rovlar, Qualtrics. o‘zidan hisobotlar va harakatlar | moslashtirish  (til, uslub,
EEG, fMRI, GSR, EE-trackingni ro‘yxatdan | anketalar, video asosida yaratiladi. mavzular).
o‘tkazish; reaksiyalar.
o‘rganish uchun yorliglarni yig‘ish.
2. Oldindan | Signallarni shovgindan tozalash. | Vaqt seriyalari | Python (MNE, SciPy), | Shovginni 10-15%  gacha | Aniq ko‘rsatkichlarga e’tibor

ishlov berish va

Xususiyatlarni ajratib olish: EEG spektrlari,

massivlari, amplitudalar,

filtrlash,

PCA,

kamaytirish, har bir stimul uchun

qaratish: brend e’tibori,

xususiyatlarni ERP, GSR cho‘qqilari, qarash issiglik | chastotalar, garash | normallashtirish. 100 ta xususiyat olinadi. ishonch, jalb qilish.
ajratib olish xaritalari. X (xususiyatlar), Y (magsadli | koordinatalari.
o‘zgaruvchilar) shakllanishi.
3. Prognozli | Y=f (X) bog‘ligliklarini aniglash uchun ML | X matritsa X | Scikit-learn, XGBoost, | R* = 0,78; Aniqlik = 83%; | Modellar o‘zbek segmentlari
modelni algoritmlarini qo‘llash. Ishlatilgan: logistik | xususiyatlari va vektor Y | PyTorch (DLN), | Asosiy  xususiyatlar:  FAA, | orasida mahsulot
o‘rgatish regressiya,  daraxtlar, SVM, neyron | (sinflar, regressiya). GridSearchCV. narxni belgilash. muvaffaqgiyatini prognoz
tarmoglar. Model xaridni, sodiglikni, WTPni giladi.
prognoz giladi.
4. Tasdiglash va | Yangi ma’lumotlar bo‘yicha namunaviy | Boshqa  respondentlar | Train/test  bo‘linishi, | Aniglik = guruhlar bo‘yicha 75- | Yosh va keksa, shahar va
sinovdan baholash: Aniglik, ROC-AUC, RMSE. | yoki stimullar hagida | o‘zaro tekshirish, ROC | 85%; RMSE = 0,27; AUC = | qishlog iste’molchilari
o‘tkazish Tomoshabinlar va rag‘batlantirishlar | yangi ma’lumotlar. egri chiziglari, RMSE. | 0,82. o‘rtasida test.

tomonidan tasdiglash. DLN 75% aniglikka
erishdi va RMSE=0,276.

5. Sharhlash va
qo‘llash

Xususiyatning ahamiyatini baholash,
javoblarni vizualizatsiya qilish;
variantlarning  samaradorligini  prognoz

gilish; A/B tanlash va sotuvchilar uchun
tavsiyalar yaratish uchun foydalaniladi.

Og‘irlik koeffitsiyentlari,

tanlov ehtimoli,
diggatning vizual
zonalari.

WAP, LIME, issiglik

xaritalari, Posher

Tableau.

BI,

Strategiyani optimallashtirish: A
varianti — 0,8 muvaffaqiyat;
variant B — 0,5.

Kompaniyani  boshlashdan
oldin “Uzum”, “WB” va
boshgalardagi  kreativlarni
baholash.
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Ushbu misollar turli kanallarni (onlayn, video, UX) va turli xil
algoritmlarni gamrab oladi, ammo ularning umumiy tomoni shundaki,
neyrofiziologik xususiyatlar xatti-harakatni statistik jihatdan sezilarli darajada
prognoz giladi. Taqgqoslaydigan bo‘lsak, an’anaviy so‘rov usullari
o‘tkazilganda, odatda, iste’molchilar o‘z taassurotlarini va mahsulotga bo‘lgan
munosabatlarini aniq biror gap bilan ifodalashga giynaladilar. Natijada esa,
so‘rovning haqiqiy javoblari kam chiqadi. Neyromarketing vositalari yordamida
iste’molchilarning haqiqiy harakatlari kuzatiladi, shundan kelib chiqib gilingan
xulosalar anigrog natijalarni keltirib chigarishi mumkin. Neyromarketing
modellari bu miya va tana “signallari”ni to‘g‘ridan-to‘g‘ri o‘qish vositasida,
mavjud muammoga yechim izlash usuli sanaladi.

O‘zbekiston bozori — zamonaviy texnologiyalar davrida jadal rivojlanib
borayotgan bozordir. Bir so‘z bilan aytganda, O‘zbekistondagi iqtisodiy sharoit
milliy gadriyat va ijtimoiy-iqtisodiy yangiliklarni o‘zida uyg‘unlashtira olgan,
deyish mumkin. Ushbu mamlakatda iste’molchilar xatti-harakatlarining o‘ziga
x0s xususiyatlarini tushunish mahalliy iste’molchilar bilan muzokara olib
borishni istagan kompaniyalar uchun juda muhimdir. O‘zbekistonda oilaviy
gadriyatlar, an’analar va ijtimoiy me’yorlar nihoyatda muhim o‘rin tutadi. Oila
jamiyatning asosiy bo‘g‘ini sifatida qaraladi va xarid qilish qarorlari ko‘pincha
oila manfaatlariga asoslanadi. Shu bilan birga, yosh aholi (aholining gariyb 60
foizi 30 yoshgacha bo‘lgan yoshlar) ragamli texnologiyalarni faol tarzda
o‘zlashtirmoqda, bu esa iste’mol odatlarining o‘zgarishiga olib keladi.
Aholining 76 foizdan ortig‘i internetdan, qariyb 75 foizi esa smartfonlardan
foydalanish imkoniga ega bo‘lgan bir sharoitda elektron tijorat, mobil xaridlar
va bozorlar birinchi o‘ringa chiqadi.

Iste’molchilarning xulg-atvorini prognoz gilishga garatilgan zamonaviy
amaliy tadgiqotlar, ayniqgsa fanlararo yondashuvlar (xususan, neyromarketing)
yordamida tuzilgan modellarni ko‘p qirrali, deb baholash zarur. Fagat migdoriy
yoki aksincha, fagat sifatli usullardan foydalanish natijalarning buzilgan
talginiga olib kelishi mumkin. Shu sababli, ushbu tadgigot doirasida modellarni
har tomonlama tekshirish va ularning amaliy ahamiyatini aniglash imkonini
beradigan; miqdoriy va sifat jihatidan baholash usullarini o‘z ichiga olgan
kompleks yondashuvdan foydalanish magsadga muvofiqdir.

Bir tomondan, miqdoriy usullar baholashning obyektivligi, o‘Ichanishi va
statistik asosliligini ta’minlaydi. Ular bizga modellarning aniqligi, bargarorligi
va prognoz qilish kuchini o‘lchashda katta ahamiyatga ega. Boshqa tomondan,
yechimli usullarni tushunish ko‘nikmasi va kontekstli talqin masalasini ha etadi,
shuningdek, neyromarketingning hissiy va empirik ko‘rsatkichlari bilan
ishlashda g‘oyatda muhim bo‘lgan magsadli guruhlarning idroki, xatti-harakati
va motivatsiyasi xususiyatlarini hisobga olish imkon beradi.

1. Sotib olish ehtimolini prognoz qilish modeli. Model EEG va fMRI
ma’lumotlari asosiga qurilgan: FAA ko‘rsatkichlari va mukofot markazini
faollashtirish ishlatilgan. Vazifa — iste’molchi xaridni amalga oshiradimi yoki
yo‘qligini taxmin qilishdir (12-jadval).
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12-jadval
Sotib olish ehtimolini prognozlash modeli samaradorligini miqdoriy

baholash natijalari®®

Ko‘rsatkichlar Hisob-kitob Natija %
Accuracy (TP+TN)/(TP+FP+ TN+ FN) = (46 + 38)/100 = 0.84 84%
Precision TP /(TP +FP)=46/ (46 + 6) = 0.88 88%

Recall TP/ (TP+FN)=46/(46 + 10) = 0.82 82%
Fl1-score 2 x(0.88 x 0.82) / (0.88 + 0.82) ~ 0.85 85%

Model natijalari bir xil namunada o‘tkazilgan so‘rov ma’lumotlari bilan
taqqoslandi. So‘rov natijalariga ko‘ra, ishtirokchilarning 79 foizi mahsulotni sotib olishga
tayyorligini bildirgan, model esa 82 foiz ijobiy niyatlarni prognoz gilgan. Bu natijalarning
yugori izchilligini ko‘rsatadi va modelning respondentlar tomonidan har doim ham tan
olinmaydigan yashirin xatti-harakatlar motivlarini aniglash xususiyatini ko‘rsatadi.

2. Brendning esda qolishini prognoz qilish modeli. Samaradorlikni migdoriy
baholash uchun EEG komponentlari (P300, LPP) va logotipga garashni aniglash
(ko‘zni kuzatish) ishlatilgan (13-jadval).

13-jadval
Brendning esda qolishini prognoz qilish modeli samaradorligini miqdoriy
baholash natijalari

Ko‘rsatkichlar Hisob-kitob Natija %
Accuracy (TP +TN) /(TP + FP + TN + FN) = (42 + 40)/100 = 0.82 82%
Precision TP/ (TP +FP)=42/(42 +8)=0.84 84%

Recall TP /(TP +FN) =42/ (42 + 10) =0.81 81%
F1-score 2 %x(0.84 x 0.81)/(0.84 +0.81) ~ 0.825 82,5%

Fokus-guruhlar muhokamasiga ko‘ra, brend logotipi respondentlarning 78
foizining esda qolgan. Modelni prognoz qilish 81% ni tashkil etdi, bu uning aniqlik
darajasini tasdiglaydi. Bundan tashqari, model respondentlar og‘zaki javoblarida
ko‘rsatmagan, ammo keyingi tanib olish testida tasdiglagan eslab qolish holatlarini
aniqladi. Bunga yashirin xotira izlarini ochish misolbo‘ladi.

3. Emotsional javobni baholash modeli. Miqgdoriy baholash uchun GSR
ko‘rsatkichlari, EEG komponentlari (LPP) va yuz kodlash ma’lumotlari ishlatilgan
(13-jadval). An’anaviy baholashlarga ko‘ra, (Samanta-Osgud usulidan foydalangan
holda hissiy tarozi so‘rovlari), ishtirokchilarning 76 foizida reklamaga hissiy
munosabat qayd etilgan. Neyron modeli ijobiy qo‘zg‘alishning 81foizini prognoz
qgildi, xususan, ishtirokchilar tomonidan ongli ravishda tan olinmagan fiziologik
reaksiyalarni ochib berdi. Masalan, bahsli tarkibga zavglanishning yashirin
reaksiyasini kiritish mumkin (Tahlillar 14-jadvalda gayd etilgan).

2 Mualllif ishlanmasi.
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14-jadval
Emotsional javobni migdoriy baholash natijalari®

Ko‘rsatkichlar Hisob-kitob Natija%
Accuracy (TP+TN) /(TP +FP + TN + FN) = (44+ 39)/100 = 0.83 83%
Precision TP/ (TP +FP)=44/ (44 +7) =0.86 86%

Recall TP/(TP+FN)=44/(44+10)=0.81 81%
Fl1-score 2 x(0.86 x 0.81) /(0.86 + 0.81) ~ 0.835 83,5%

4. Brendga sodiqlikni prognoz gilish modeli. Migdoriy baholash uchun FAA
barqarorligi, prefrontal korteks va limbik tuzilmalarning faollashuvi, shuningdek,
brendni takroriy tan olish ko‘rsatkichlari ishlatilgan (15-jadval).

15-jadval
Brendga sodiqlikni prognoz gilish modelini migdoriy baholash natijalari®!
Ko‘rsatkichlar Hisob-kitob Natija%
Accuracy | (TP + TN) /100 = (43+ 39)/100 = 0.82 82%
Precision | TP /(TP + FP) =43/ (43 +9) = 0.827 82,7%
Recall TP /(TP + FN) = 43/ (43 + 8) = 0.843 84,3%
F1-score 2 % (0.827 x 0.843) / (0.827 + 0.843) = 0.835 83,5%

So‘rov natijalariga ko‘ra, ishtirokchilarning atigi 75 foizi ongli ravishda brend
bilan qolishga tayyorligini bildirgan. Biroq, neyron model ijobiy munosabat
bildirmagan respondentlar orasida sodiqlik tendensiyasining 84,3 foizini qayd etdi.
Bu ko‘r-ko‘rona tanlov vazifasida bir xil tovarni gayta-gayta tanlash bilan
tasdiglanadi.

Ragamli transformatsiya sharoitida marketing innovatsiyalari
kompaniyalarning raqobat ustunligini shakllantirishda, aynigsa, brend kapitalini
rivojlantirishda muhim rol o‘ynamoqda. So‘nggi yillarda O‘zbekistonda ham
ragamli savdo platformalari tez sur’atlar bilan kengaymoqda, bu esa marketing
yondashuvlarining samaradorligini tahlil qilish va ularning istigboldagi ta’sirini
baholashni talab etmoqda.

Neyromarketing, ijtimoiy media marketing (SMM), Big Data texnologiyalari
va Fintech yechimlari asosida, 2024-2030 yillar davri uchun brend rivojlanishiga
ko‘rsatadigan ta’siri prognozli model asosida tahlil qilinadi. Tahlil natijalari
quyidagi 2-rasmda grafik ko‘rinishida tasvirlangan bo‘lib, har bir yo‘nalish bo‘yicha
o‘sish dinamikasi va ularning brend shakllanishiga qo‘shayotgan hissasi individual
baholandi.

30 Mualllif ishlanmasi.
31 Mualllif ishlanmasi.
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SMM - 2024-yildagi 8 foizdan boshlab, 2030-yilda 20 foizgacha yetishi
kutilmogda. Bu uning interaktivlik va auditoriyani jalb gilishdagi ustunliklarini
bildiradi. Neyromarketing hissiy stimullar va foydalanuvchi xatti-harakatiga
asoslangan yondashuvlar orgali 6 yilda 3 baravarga yaqin o‘sishni namoyon
etmoqda (5% — 15%). Big Data texnologiyalari ma’lumotga asoslangan
shaxsiylashtirilgan marketing orqali 6% dan 15% gacha o‘sish salohiyatiga ega.
Fintech esa to‘lov tajribasini soddalashtirish va platformaviy integratsiyalar orgali
bargarorlikni, lekin nisbatan sustroq o‘sishni ko‘rsatmoqda (4% — 12%).

Bu prognoz ko‘rsatkichlari bir tomondan, har bir innovatsion yondashuvning
mustaqil ahamiyatini ko‘rsatsa-da, boshga tomondan ularning sinergetik
integratsiyasi orgali bargaror brend qurilishi uchun yangi metodologik asos
yaratilishini anglatadi. An’anaviy tadqiqotlar bilan taqqoslashning sifatli usulidan
foydalanish, shu jumladan, so‘rovlar va fokus-guruhlarning natijalari neyron
modellar ma’lumoti va iste’molchilarning subyektiv  bahosi o‘rtasidagi
muvofiglikning yuqori darajasini ko‘rsatadi. Bundan tashqari, neyromarketing
yondashuvlari ishtirokchilar tomonidan yashirin, ongsiz javoblarni aniglash
qobiliyatini namoyish etdi, bu ularni marketing noaniqligi va kognitiv shovgin
sharoitida alohida dolzarblik kasb etadi.

Har bir usulni to‘rtta xulg-atvor modeli kontekstida tizimli baholash shuni
ko‘rsatdiki, neyrofiziologik ko‘rsatkichlarni klassik marketing vazifalari bilan
integratsiyalashuvi, nafagat prognozlashning aniqligini oshirish, balki iste’molchi
garorlarining hissiy va kognitiv tabiatini chuqurroq tushunish imkonini beradi.
Aynigsa, emotsional javob va xarid ehtimoliga yo‘naltirilgan modellarda yuqori
ko‘rsatkichlar qayd etildi, bu hissiy brendni joylashtirish va impulsiv xatti-
harakatlarni boshqarish vazifalarida neyromarketing samaradorligini tasdiglaydi.

Shunday qilib, olingan natijalar prognozli modellarni  qurishda
neyromarketing ma’lumotlaridan foydalanish uslubiy jihatdan asosli bo‘libgina
golmay, marketing tahlilini rivojlantirishning istigbolli yo‘nalishi ekanini ham
ta’kidlash zarur. Ishlab chiqilgan modellar turli xil mahsulot toifalari va aloga

32 Mualllif ishlanmasi.
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kanallariga muvaffaqiyatli moslashtirilishi mumkin. Bu esa marketing ta’sirini ilmiy
asoslangan shaklda shaxsiylashtirishi va buning natijasida korxonalardagi bargaror
ragobat ustunligi ta’minlashini bildiradi.

XULOSA

O‘zbekistonda brendlar uchun ragamli transformatsiya strategiyalarini
takomillashtirish ilg‘or texnologiyalarni joriy etish, o‘zgaruvchan iste’molchi xatti-
harakatlariga moslashish va neyromarketing yechimlaridan faol foydalanishga
asoslangan kompleks va tizimli yondashuvni talab qiladi. Elektron tijoratda
psixofiziologik usullardan muvaffagiyatli foydalanish holatlarining tahlili (masalan,
Eye-tracking, EEG tahlili va xatti-harakatlar modellari) onlayn-do‘konlarning
konversiyasini oshirish, foydalanuvchi tajribasini yaxshilash va interfeyslarni
shaxsga yo‘naltirishda ularning yuqori samaradorligini ko‘rsatdi. Ushbu usullardan
foydalanadigan kompaniyalar ulushining barqgaror o‘sishi, 2027 yilga borib
investitsiyalar va qo‘shimcha sotuvlar hajmining prognoz qilinayotgan o°‘sishi
ragamli igtisodiyotda  brendlarni mustahkamlash  vositasi sifatida
neyromarketingning strategik ahamiyatini tasdiglaydi.

O‘zbekistonning ragamli mubhiti barqaror o‘sishni ko‘rsatmoqda: internetdan
foydalanuvchilar soni, mobil trafik va elektron tijorat hajmi ortib bormoqgda. Bu
brendlarni yangi vogelikka faol moslashishga majbur giladi: kontent marketingini
kuchaytirish, omnikanal aloqalardan foydalanish, ta’sir qiluvchi marketing
imkoniyatlaridan foydalanish, shuningdek, mobil optimallashtirish va ma’lumotlar
bilan ishlashga e’tibor garatish (ma’lumotlarga asoslangan yondashuv). Biznes
jarayonlarida zamonaviy ragamli yechimlarni tatbig etish - CRM va logistikadan
tortib BI platformalari va elektron to‘lovlargacha - operatsion samaradorlikni
sezilarli darajada oshirish, mijozlar ishonchini mustahkamlash va bozorda
ragobatdosh pozitsiyalarni oshirish imkonini beradi.

Tadqiqot  birinchi  bo‘lib  marketing  innovatsiyalarini,  jumladan
neyromarketing, Big Data va fintech yechimlarini ishlab chigish va joriy etishda
rivojlanayotgan bozorlarning (O‘zbekiston, Qozog‘iston, Vetnam) asosiy
xususiyatlarini har tomonlama hisobga olgan. Taklif etilayotgan yondashuvlar
(ragamli yetuklik indeksi, gibrid neyromarketing, madaniy yo‘naltirilgan triggerlar,
innovatsion sinergiya asoslari) mahalliy kontekstni va empirik ma’lumotlarni
batafsil o‘rganishga asoslangan bo‘lib, bu standart "G arbiy" usullardan
foydalanishga garaganda yugori konversiya va ROl imkonini beradi. Shunday qilib,
odatda ragamli transformatsiyaning texnologik yoki tashkiliy tomoniga garatilgan
mavjud tadqiqotlardan farqli o‘laroq, taqdim etilgan model rivojlanayotgan
mamlakatlarga xos bo‘lgan iqtisodiy, madaniy va xulg-atvor jihatlarini hisobga
oladi.

Birinchi marta O‘zbekistonning boshga bozorlar bilan tizimli qiyosiy tahlili
o‘tkazilib, har bir davlatga xos omillarni aniglash imkonini berdi. Ushbu tahlil
mahalliy kompaniyalarga (KO‘B, yirik brendlar) va mintagaga kengayishni
rejalashtirayotgan xalgaro qgatnashchilarga neyromarketing vositalarini, ragamli
transformatsiya strategiyalarini va tadgigotni moliyalashtirishni  samarali
moslashtirishga imkon beradi.
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1. Ma’lumki, ragamli transformatsiya marketing strategiyalarida tub burilish
yasamogda. Ragamli texnologiyalar rivojlanayotgan kompaniyalarga maqgsadli
auditoriya bilan bog‘lanish uchun ajoyib imkoniyatlarni tagdim etadi. Zamonaviy
vositalardan foydalangan holda, neyromarketingdan tortib katta ma’lumotlarni
tahlil qilishgacha bo‘lgan jarayonda kompaniyalar shaxsiylashtirishga intilishadi:
0‘z strategiyalarini iste’molchilarning xohishlariga ko‘ra moslashtiradilar. Biroq
iste’molchining talabi ham doimiy ravishda o‘zgarib turadi. Innovatsion igtisodiy
yondashuvlar har qanday brendlarga tez rivojlanayotgan bozor sharoitida
raqobatbardosh bo‘lishga yordam beradi.

2. Raqamlashtirilgan texnologiyalar asrida muvaffaqiyatga erishish uchun
brendlar, nafagat zamonaviy usullarni o°zlashtirishlari, balki iste’molchilarning
mahsulotga nisbatan o‘zgaruvchan munosabatlarini ham hisobga olishlari zarur.
Misol uchun, neyromarketing elektroensefalografiya (EEG) va ko‘zni kuzatish kabi
psixofiziologik tadqiqotlar iste’molchilarning tijoriy jarayonlardagi munosabatini
o‘rganish uchun noyob imkoniyatlarni taqdim etadi. Ushbu usullar reklama
kompaniyalarini optimallashtiradi. Natijada, mijozlarning ishtiroki va sodiglik
darajasi oshib boradi.

3. “Uzum Market” va “Ozon” kabi saytlarning ommalashib borishi bilan biznes
yuritish tamoyillari jiddiy o‘zgarishlarga duch kelmoqda. Yangi o‘yinchilar soni
ortib borayotgani logistika tarmoglari va fintech sohalarini faol rivojlantirib,
reklama strategiyalarini optimallashtirmoqda. Yangi iste’molchilarni jalb gilish va
biznesni kengaytirishga katta yordam bermogda. Bunday veb-platformalarning
samaradorligi umumiy olib qaraganda, interfeysning qulayligi, yetkazib berish
tezligi va yetkazib beruvchilar bilan hamkorlikning qulay shartlari bilan belgilanadi.

4. ljtimoiy tarmoglar va onlayn bozorlar orgali savdo-sotiq turlari ko‘paydi.
“Instagram” va “Telegram” tadbirkorlar hamda mijozlar o‘rtasida bevosita muloqot
vositasi  bo‘lib xizmat qiladi. Biroq integratsiyalashgan xizmatlar va
rag ‘batlantiruvchi dasturlarga ega bozorlar endi an’anaviy savdoga muqobil emas.
Aksincha, sotuvchilar va xaridorlar uchun eng magbul variantga aylanib bormoqda.
Naqgd pulsiz operatsiyalarning ommalashishi tufayli mijozning onlayn xaridlarga
bo‘lgan ishonchi o‘sishda davom etmoqda.

5. Yangi mijozlar sonini ko‘paytirish va takroriy xaridlar chastotasini oshishi,
bozorlarda brendning ommaga tavsiya orgali tagdim etilishi evaziga yuzaga keladi.
Aksariyat  O‘zbekiston  platformalari  xalgaro  o‘yinchilarga  nisbatan
ragobatbardoshligini kuchaytirish uchun yangi reklama strategiyalarini taklif
etmoqda. Jumladan keshbek, moslashtirilgan takliflar va bepul yetkazib berish
xizmati kabilar. Savdo platformalari mazkur jarayonlarda faol ishtirok etmoqda.
Olib borilgan izlanishlardan kelib chigib, bozor platformalar bilan birlashgandan
so‘ng, brend haqida xabardorlik darajasida oshadi, bu esa o‘z navbatida savdo-
sotigning ham ortishiga sabab bo‘ladi, deyishimiz mumkin.

6. Olimlar tahlili shuni ko‘rsatadiki, raqamli infratuzilma, logistika va
marketingdagi investitsiyalar platformalar muvaffaqiyatini ta’minlaydi. Xususan,
“Uzum Market” O°zbekiston bozorida o‘zining foydalanuvchi interfeysini faol
ravishda yangilab turadi. Shu bilan birga, “Wildberries” va “Ozon” kabi xorijiy
kompaniyalar o‘z xizmatlarini mintagaviy xususiyatlarga moslashtirib, logistika
ta’minotini yaxshilash va gamrov doirasini kengaytirmoqda.
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7. O‘zbekistonning raqamli infratuzilmasining faol rivojlanishi internetga
ulanishning ommalashishi va mobil trafik hajmining oshishi bilan bog‘liq. Ushbu
holat brendlarni reklamaga bo‘lgan yondashuvlarini o‘zgartirishga undamoqda.
Kontent marketingi va omnichannel kommunikatsiyalarini amalga oshirish
kompaniyalarga o‘z auditoriyalari bilan bog‘lanishga va yangi mijozlarni jalb
gilishga yordam beradi. Bunday chora-tadbirlarning faol qo‘llab-quvvatlanishi bilan
marketing muvaffaqiyati sezilarli darajada oshadi. Mobil optimallashtirish usullari
iste’molchilar uchun mahsulot yoki xizmatlarni tanlash va sotib olishni
osonlashtiradi. Ma’lumotlarga asoslangan yondashuv — CRM tizimlari Kkatta
ma’lumotlar tahlili va elektron to‘lovlargacha bo‘lgan operatsiyalarni o‘z ichiga
oladi. Ushbu yondashuv nafaqgat ma’lumotlarni qayta ishlashni sezilarli darajada
tezlashtiradi, balki tashkiliy jarayonlarni ham yaxshilaydi: mijozlar bilan o‘zaro
munosabatlardan inventarizatsiyani boshgarishda ishtirok etadi. Natijada, bunday
harakatlar iste’molchilarning ishonchini chuqurlashtirib, kompaniyalarning
bozordagi mavgeyini mustahkamlamoqda.

8. Innovatsion marketing strategiyalari brendlarning imidji va o‘ziga xosligini
o‘zgartiradi. Sun’iy intellekt va katta ma’lumotlarni gayta ishlashga moslashtirilgan
o‘zaro ta’sir ssenariylari uchun imkoniyatlar beradi. Ushbu yondashuvlar mijozlarni
jalb qilishni rag‘batlantiradi va brendning hissiy xususiyatini oshiradi. Ushbu
g‘oyalarni muvaffaqiyatli amalga oshirish uchun axborotni tahlil qilish va ragamli
tashabbuslarni nazorat qilish ko‘nikmasiga ega mutaxassislarni jalb qilish kerak.

9. Uch usulni birlashtirishda tizimli yondashuvga ega bo‘lgan marketing
strategiyalari muhim sanaladi. Strategiyalar muayyan natijalarni migdoriy va sifat
jihatidan tahlil qilish orgali baholash imkonini beradi. Ekonometrik
modellashtirishda tanlangan taktikalar (neyromarketing, ragamli moslashuv va
innovatsion yechimlarning integratsiyasi) asosiy ko‘rsatkichlarning o‘sishiga
yordam berishini tasdiqlaydi. Innovatsiyalar uchun yo‘naltirilgan investitsiyalar
raqamli brendni ilgari surishning asosiy omili bo‘lib, daromad, auditoriyani gamrab
olish va mijozlarning sodiqligini ta’minlaydi. DEA usuliga ko‘ra, resurslardan
foydalanish samaradorligi yuqori: muvaffaqiyatli kompaniyalar (“Wildberries”,
“Alibaba”) mavjud resurslardan maksimal darajada foydalanadilar, boshqa
o‘yinchilar esa (“Ozon”, “Uzum”) qo‘shimcha mablag‘larsiz samaradorlikni
oshirishi mumkin.

10. Kognitiv xaritalash ma’lumotlarni ta’sir tamoyillari bilan bog‘laydi,
innovatsiyalar ~ mijozlar  tajribasini  ganday boyitishini  va ishonchni
mustahkamlashini ko‘rsatadi. Strategiyalar turli sohalarni gamrab oladi - SMM va
kontent marketingidan tortib, fintechgacha sinergik effekt ko‘rsatadi.
Muvaffaqiyatli marketing innovatsiyalari ham miqdoriy o‘sish ko‘rsatkichlarida,
ham yondashuvlar samaradorligini tasdiqlovchi sifat tahlilida aks etadi.
Psixofiziologik usullardan foydalanadigan neyromarketing iste’molchilarning
xohish-istaklarini o‘rganishda yangi qirralarni ochadi. Funksional magnit-rezonans
tomografiya (fMRI) va elektroensefalografiya (EEG) kabi texnologiyalar tanlovni
belgilaydigan o‘ziga xos his-tuyg‘ular va reaksiyalarni aniglashga imkon beradi. Bu
bilim  reklama  strategiyalarini  moslashtirishga, = mijozlar  tajribasini
chuqurlashtirishga hissa qo‘shadi.
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r. Tamkent, yn. Hcmama Kapumosa, 49. Tem.: (99871) 239-28-72, dakc: (99871) 239-43-51,
e-mail: info@sue.uz

ABtopedepar quccepranuu pasociad " " 2025 r.

(Perucrpannonssrii mpotokos No or" " 2025 1.).

I''K. AdnypaxmanoBa
Ipencenaresnp HAYYHOTO COBETA MO
IIPUCYKIEHUIO YYEHBIX CTEICHEH,
JOKTOp ~ SKOHOMHYECKHX  Hayk,
npodeccop.

O./:x. xxypadaeB
VYuenslii  cexperapp  HayuHoro
COBETa IO MPUCYKJIEHUIO YUEHBIX
CTENEHEN, TOKTOP YKOHOMHUYECKHUX
HayK, JIOLIECHT.

I Ik JpramxaakaeBa
WN.o. nmnpencemarens  Hay4yHOTO
CEMUHAapa IpU HAYYHOM COBETE 110
MPUCYKJEHUIO YYEHBIX CTEIEHEH,
JIOKTOpP  OKOHOMHMYECKMX  HAYK,
poeccop
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BBEJEHUE (anHoTamusi Auccepranuu JokTopa Hayk (DSc) )

AKTYaJILHOCTb M HE00XOAMMOCTh TeMbl JAWCCePTANMM. AHAIM3 pPa3BUTHS
U(QPOBON SKOHOMHUKU M SJIEKTPOHHOW KOMMEPLMH B MHpPE IOKa3bIBA€T, YTO Ha
COBPEMEHHOM pPBIHKE BAXKHOE 3HAYCHUE MPHOOPETAIOT MApKETUHTOBBIE MOXOJBbI,
YUUTHIBAIOIIME OCO3HAHHbIE M  HEOCO3HAHHbIE (IMOILIMOHATBHBIE)  PELICHUS
notpedureneil. IlockolbKy TpaaUIIMOHHBIE METOAbI MapKeTUHTa B OCHOBHOM
OIMPAIOTCS HA OCO3HAHHBIE MHEHMS ITOTPEOUTENIeH, HAyUHbIE UCCIIEIOBAHUS OTMEYAIOT,
9r0 MHOTHE (aKTOpbl, BIUSIONIME HA pEIIeHUs O TOKYIKe, CBA3aHBI C
MOJICO3HATENBHBIMU  SMOLMSAMHU. HeWpoMapKeTUHr - 3TO COBPEMEHHBIM IOJXOJ,
KOTOPBIA CIYXHUT JJs1 Oojee TIyOOKOro MOHMMAaHUWS TOBEACHUS MOTpeOuTeneld B
(POBOI Cpejie C YUETOM ITUX CKPBITHIX IMOLMOHAIBHBIX (pakTopoB. B pesynbrate
BHEJIPEHUSI HEUPOOMOMETPUYECKUX METOJO0B B MAPKETHHI KOMIIAHUHM IOJYYaroT
BO3MOXHOCTh  3()()EKTUBHO TNPUBJIEKATh BHUMAHUE MOTpeOUTENCH, CO3/1aBaTh
KOHKYPEHTHOE MPEUMYILECTBO U YKPEIUISTh CBOM MO3UIMK HA pbiHKe. Habmonaercs,
YTO MEPEAOBbIE TEXHOJIOTMU HEHPOMAPKETHHIA TIOMOTral0T ONTUMH3HPOBATh TU3aiH
MPOAYKTA M MAapKETUHIOBbIE KOMMYHHMKAIIMM TakUM O0pa3oM, 4TOObI BbI3bIBATH
MOJIOXKUTEbHBIE SMOIMU Y IOTPEOUTEIIS, YKPEIUISAsA SMOLMOHATIBHYIO PUBA3aHHOCTD K
OpeHIy M JIOSUIBHOCTh KJHMeHTa. lcnosb3ysh MeToibl HEMpOMapKETHHIA Hapsiiy ¢
TaKUMU HMHCTPYMEHTaMH, KaK MHTEPAKTUBHbIE KaHAJIbl KOMMYHHKALUH, LU(PPOBOIL
aHAIM3 U NEPCOHAIM3ALMs HAa OCHOBE MCKYCCTBEHHOI'O HMHTEIUIEKTA, MPEIIPUATHS
MOT'YT MPEBPATUTh CBOM OHJIAWH-IIAT(POPMBI B aKTHUB C YCTOMYMBOW CTOMMOCTBIO B
r7100a71bHON KOHKYPEHLIMH U TIOCTPOUTD JI0JITOCPOYHBIE TIOBEPUTEIILHBIE OTHOLIECHUS C
norpedutessima. Hampumep, k 2025 romy OXKHIAeTCs, UTO TJIOOAIBHBIA O00BEM
AIIEKTPOHHOW KOMMEPLIMM JOCTUTHET IouTu 7,5 Tpwumona pomnapoB CIIA, 4ro
COCTAaBUT 24 mMpolEeHTa OT OO0IIero oObeMa pO3HUYHON TOPTrOBIM, M 85 MPOLIEHTOB
NIOTpeOUTENEl MPEATIOUMTAIOT OHIAHH-TIOKYIIKH'. B 3THX yCIIOBUAX, 9TOOBI JOOUTHCS
ycrexa Ha IU(POBOM PBHIHKE, KOMIIAHUM CTPEMATCS YCTAaHOBUTH Oosiee TITyOOKHit
AMOLMOHAIBHBIA ~ KOHTAKT C  MOTPEOMTENSAMH,  HUCHOJNB3YS  BO3MOXKHOCTH
HEUPOMApKETUHTA.

B Hacrosiiee BpeMss B MHpE MPOBOASTCS INMPOKOMACHITaOHble Hay4HbIE
WCCIICIOBAHUS 110 TIPUMEHEHHUIO KOHIICTIIINI HEHpOMapKeTHHTa B chepe AIEKTPOHHOM
kommeprmy. CoBpeMEHHBIE MCCIIEN0BAaHUS COCPENOTOUYEHBI HA TaKUX BOIPOCAX, KaK
rTyOOKUM aHAIN3 TICUXOTPaUUECKOro MOpTpeTa U HEHPOPHU3HOIOTUISCKUX PEAKITHIA
OHJIAlH-TIOTpeOHnTENEel, MPOrHO3UPOBAHME HMOIMOHAIGHOIO U  HPPALMOHAIBLHOTO
MOBE/ICHHUsI MOTpeOuTeNe MOCPEICTBOM HMHTErpallii MOBEJCHYECKOW SKOHOMHUKH U
Heilpodana, amanTanuss =~ MapKETUHTOBOIO  KOHTEHTa M MHTEpErcoB K
WHIMBUAYAIbHBIM  MOTPEOHOCTSIM € MOMOIIBIO  MCKYCCTBEHHOIO  MHTEJUIEKTA.
VYkperieHue B3aMMOJEHCTBUSL C KIMEHTaMH IIOCPEICTBOM HWHTEPAKTUBHBIX U
MMMEPCHBHBIX  OKCIEPUMEHTOB  Ha  IMQPOBBIX  IUAaTpopMmax, a  TaKkKe

! Wndopmarms B3sTa u3 https://capitaloneshopping.com/research/ecommerce-statistics,

https://www.emarketer.com/content/worldwide-retail-ecommerce-forecast-2025, https://www.yaguara.co/online-
shopping-statistics, https://www.digitalsilk.com/blog/ecommerce-statistics, E-commerce Industry Statistics 2025:
https://bizplanr.ai/ Comprehensive Report on E-Commerce Trends and Developments with Focus on Central
Asia:https://www.newscentralasia.net/.
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COBEpILECHCTBOBAHME TakMX Iokazartened, kak ROI u koHBepcust [uid HU3MepeHHs
3 PeKTUBHOCTH MapKETHHIa, TAKXKE HAXOIUTCS B IICHTPE BHUMAHUS UCCIIEAOBATEIICH.
M3BeCTHO, 4TO B HCCIICAOBAaHMUAX B OOJIACTH HEWPOMApPKETHHIAa HAWOOJee MIMPOKO
WCITOJIb3YFOTCS TaKue OMOMETPUYECKHE TEXHOJIOTUH, KaK 20I
(anexTposHIiedanorpadusi), OTCICKUBAHNE IBIKCHUN TJa3, OMPENSICHNE MHIMUKH,
ocobenHo B Kurtae u ctpanax EBpombl HaOmMOAaloTCsl 3aMETHBIE Pe3yNbTaThl. JTO
NOATBEP)KIAET, YTO TOAXOJ HEMpOMapKEeTMHra CTal aKTyaJbHbIM HAyYHBIM
HAaIpaBJIeHUEM B NU3yUEHUH NOTPEOUTEIHCKOTO MOBEICHNUS B AJIEKTPOHHON KOMMEPLIH
B I1100a7IbHOM MaciiTade.

B V36ekucrane Bonpoc BHEIPEHHs MPUHIMIIOB HEHPOMApKETUHIA B IIPOLIECCHI
11 (ppOBOY TOPrOBIIM CTAHOBUTCS BCE 001 aKkTyalIbHBIM. B Halleli ctpane orpeaeieHbl
BOKHBIE 337a4d [0 PA3BUTHIO SJIEKTPOHHOM KOMMEPIMHM U COBEPILLEHCTBOBAHHUIO
(pPOBOrO0 MapKETUHra, B YaCTHOCTH, B KaueCTBE NPHOPUTETHBIX HAIpaBICHUH
OTMEUYEHBbl AKTUBHOE MPOJBMKEHUE OTEYECTBEHHBIX TOBAapOB M YCIYI HA OHJIAIH-
aTpopmax, BHEIPEHUE COBPEMEHHBIX WHCTPYMEHTOB LU(PPOBOIO MAPKETHUHIA
(SMM, SEO, KOHTEHT-MapKEeTUHT U T.1.), HAUIAKUBAHUE UHTEPAKTUBHOTO IU(PPOBOTO
JIAJIora ¢ MOTPEOUTEISIMU U BHEAPEHHE B TPAKTUKY LIU(POBBIX METPHK, OLIEHUBAIOIIINX
N0JIb30BATENILCKUI OMBIT. B mocie e ropl B Hallel cTpaHe HaOMoaaeTcs ObICTPhIN
pPOCT 3JIEKTPOHHON KomMmepiuu: B 2022 romy 0oOBEM 3JIEKTPOHHONM KOMMEPILUHM B
V306ekucrane cocraBui okoio 311 mmn. gommapo CIIA. CIIA, a B 2027 roay
IPOTHO3UPYETCS, YTO 3TOT IOKA3aTelb IPEBBICUT 2 MIpA. A0Ju1apoB. Ilostomy
HAllMOHAJIbHBIM KOMITAaHUSM HEOOXOJMMO COCPEAOTOUUTHCS Ha TIIyOOKOM aHaIM3e
OHJIAIH-TIOBEJICHUS U SMOLMOHAIBHBIX PEaKIUi MOTPeOUTENEeH, TO €CTh Ha MOJIX0/1aX
HEMPOMapKETUHTa, YTOOBI OBITh KOHKYPEHTOCIIOCOOHBIMM Ha IU(GPOBOM phIHKE. B
YaCTHOCTH, T'OCYIAPCTBEHHBIE IPOrPaMMbl IO IPHUBJICYEHUIO B HAlly 3KOHOMHKY
NPECTIKHBIX  3apYOCKHBIX  OpEH/IOB, TOBBIIICHUIO  KOHKYPEHTOCHOCOOHOCTH
HAallMOHAJBHBIX OpPEHIOB Ha BHYTPEHHEM M BHEIIHEM pbIHKaX TpeOyroT
VMHHOBAIIMOHHOT'O MOJX0/1a K MAapKETUHIOBBIM IpOIleccaM. JTH Mepbl OATBEPKAAIOT
BRXHOCTb MPHUMEHEHHS Hay4yHO OOOCHOBAaHHBIX COBPEMEHHBIX MapKETUHIOBBIX
WHCTPYMEHTOB, TAKUX KaK HEPOMapKETHHT.

Taxke akTyalbHOE 3HAu€HHE NPUOOPETaeT BHEPEHUE HOBBIX MOIXOAOB K
npuBJeYeHUIO B PecryOnuKy Y30€KHUCTaH MPECTHKHBIX MEXTyHApOAHbIX OPEHIIOB B
cepe TPOMBIIIEHHOCTH, pPACIIUpeHUE OOBEMOB MPOU3BOJICTBA MPOMBIIIIEHHON
OPOAYKLUMH TOJ MEXKIYHApOAHbIMUA OpeHAaMH, JalbHeWIlee CTUMYJIUPOBAHUE
CO3/1aHMsI KOHKYPEHTOCTIOCOOHBIX HAIIMOHATIBHBIX OPEH/I0B HA BHYTPEHHEM U BHEIITHEM
pbiHKax. Peanmm3aiusi MmoCTaBIEHHBIX 3afad IO Pa3BUTHIO OpeH/-MEHEHKMEHTa,
HOJIEPIKKE MPEANPUATHIA, pabOTaIOMIMX HAa MEXKITYHAPOIHBIX TOPTrOBBIX IUIAaT(hopmax,
¥ BHEIPEHUIO IM(POBBIX pPEUICHUM, MPOABUTAIONIMX HAMOHAIbHBIE MPOIYKTHI,
JIEMOHCTPHPYET aKTyaIbHOCTh HAYYHBIX MCCIIEI0BAHMM B 3TOM 061acT.?

2 [Mocranosnenue Kabunera Munuctpos Pecriybmuku Y3bekucran o 26 nekabps 2024 roga No 885 "O mepax o
JabHEeHIIeMy pa3BUTHIO c(epbl IeKTPOHHOH KomMmepin B Pecybmmke Y36exucran." C 1 mrons 2025 roxa ms
OTIEpaTOPOB DJCKTPOHHOW KOMMEPIIMM BHEAPSETCS TOPSJAOK PETUCTPAlMA Ha OCHOBE VYBEAOMJICHHs. OITO
MIOCTaHOBJICHHE OMpeessieT TpeOOBaHus K OIepaTopaM, MOPSIOK OTYETHOCTH, BEICHUSI PEEeCTpa M IUIATEKHBIX
cucreM // lex.uz/uz/docs/7284840; 3akon "OG sextporHoii kommepuuu" (3PY-792, 29 centsiops 2022 roga).
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[Tpesunenta PecnyOmuku Y36ekuctan ot 11 centsiops 2023 roga No YII-158
"O Crparerun "Y30ekuctan-2030,"" or 28 smBaps 2022 roma No VYII-60
JlaHHOE JICCEpTAllMOHHOE MCCIEOBAaHUE B  OIPEICIICHHONM CTENEHH CIYXKHT
peanu3aimuy 3a1a4, onpeAeneHHbX B Ykazax [Ipesugenta PecnyOnmuku Y30ekucran
No VII-6079 ot 5 okts10ps 2020 roaa "O Crpareruu pazsutus HoBoro Y30ekucrtana Ha
2022-2026 roapL," No YII-6079 ot 5 oktsa6ps 2020 rona "O6 yrBepxnenuu Ctpateruu
"TTudpooit Y3oekucran - 2030" u Mepax 1o ee 3ppekTrBHOM peanm3aryy,” a TaKkKe B
[Tocranopnenusix Ilpesunenra PecriyOmuku Y36ekuctan No [II1-286 ot 7 aBrycra
2024 roma "O wMepax 1O PpAa3BUTHIO COTPYJHUYECTBA C MPECTHKHBIMH
MEKTyHapOTHBIMU OpeHaMu B chepe MPOMBIIIIIIEHHOCTH U MOIIEPIKKE HAIIMOHATIBHBIX
openyio," No III1-162 ot 24 mas 2023 roga "O mepax IO MOBBIIMICHUIO OXBaTa U
KadyecTBa IU(PPOBBIX YCIYT, a Takke udpoBoi TpaHchopmaimu chep, oTpacieit u
peruoHoB," IloctanoBnennu Kabunera MunuctpoB PecnyOnmuku —VY30ekucran
No IIKM-748 ot 8 Hos0ps 2024 roma "O wmepax Mo MOAJEPKKE BIaJICbIICB
HAIIMOHAIBHBIX OpeHJOB B cdepe NPOMBIIUIEHHOCTH W TApTHEPOB MPECTHUKHBIX
MEXYHapOIHBIX OpeHIOB 3a cyeT cpeacTB PoHa CONEHCTBUS TOPTOBIIE," a TAKKE B
JPYTUX HOPMaTHBHO-

CooTBeTcTBHE HCCIICIOBAHUS TPUOPUTETHLIM HANPABJEHUSIM Pa3BUTHS
HAYKHM M TeXHOJIOTM# pecimy0JMKH. /[uccepTallioHHOE UCCIIEA0BAHHUE BBITOJHEHO B
COOTBETCTBUU C TMPUOPUTETHHIM HANpPABJICHUEM PAa3BUTHS HAYKHM W TEXHOJIOTUN
peciiyonmuku 1. "J[yXOBHO-HPaBCTBEHHOE U KYJIBTYpPHO-TIPOCBETUTEIBCKOE Pa3BUTHE
JIEMOKPAaTHYECKOTO ¥ TMPaBOBOro 0O0IIecTBa, (HOpMUpOBaHHE WHHOBAIIMOHHOM
SDKOHOMHUKH."

O030p 3apy0e:KHBIX HAYYHBIX HCCJICIOBAHUN 10 TeMe JAUCCePTALIUH.
HccnenoBanusi Mo METOJOJOTMM COBEPLICHCTBOBAHUS 3JIEKTPOHHOM TOProBIIM Ha
OCHOBE KOHIICTIIMII HEHPOMAPKETHUHTA B YCIOBUSX IU(POBOM SKOHOMHUKH HaXOST CBOE
COBEPILEHCTBOBAHME B BEIyIIMX HAYYHBIX ILIEHTpaX M YHUBEPCHTETaX Mupa’.
B uactHOCTH, B 3TOM HampaBJIEHHH LIEJIECO00pa3HO OCTAHOBUTHCS HA CIIETYHOIIMX
MIPECTIKHBIX BBICIIMX YYEOHBIX 3aBEJICHUAX W HayuyHbIX opranmzamusx: Harvard
Business School (CIIIA), Massachusetts Institute of Technology - MIT (CILIA), Stanford
University (CIIA), University of Oxford (BenukoOpuranusi), University of Cambridge
(BemukoOputanusi), Imperial College London (BemukoOputanusi), INSEAD
(®panius), Copenhagen Business School (anust), Rotterdam School of Management
(Hunepnanner), ESSEC Business School (®panmwst), University of Tokyo (Snonus),
National University of Singapore (Cunramyp), University of Toronto (Kanama) u
Australian National University (ABcTpanusi). B 3THX 1leHTpax U yHUBEpCUTETaX €CTh
(P peKTUBHBIE Pe3yJbTaThl UCCIEIOBAHMN MO WHTErpalyyd LUU(PpPOBOM TOProBIM U
MapKETHHTa, MAPKETUHTOBBIX CTpaTeruii, OCHOBAHHBIX Ha MOBEJICHUH MOTPEOUTEINEH,
MIPOIIECCOB BIMSHUS HEHPOMAPKETHHTA C IOMOILBIO0 HCKYCCTBEHHOI'O MHTEIUIEKTA.

3 O630p 3apybexHBIX HaydHBIX MCCIENOBAHME 10 Teme nuccepTanuu // IlOATOTOBIEHO HAa OCHOBE
https://www.hbs.edu, https://www.gsb.stanford.edu, https://www.london.edu, https://www.insead.edu,
https://www.gsh.columbia.edu, https://www.wharton.upenn.edu, https://www.ama.org/, https://www.worldbank.org,
https://mitsloan.mit.edu, https://www.oecd.org, https://www.instituteofmarketing.org.uk, https://www.unido.org
http://tsue.uz; https://ifmr.uz u npyrux HCTOYHUKOB.
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B xoxe uccrnemoBanusi, mpoBeaeHHOTO ['apBapiackoil mikoson OwsHeca, Oblia
NTyOOKO M3ydeHa poib ombita nonb3oBarens (UX) U crparernii OMHMKAHAIBHOTO
MapKeTHuHTa B popmMupoBaHuK OpeHa B udpoBoii cpene. [lkona menemxmenta MIT
Sloan nmpoananm3upoBaia, Kak OpeHIbl MOMYYal0T KOHKYPEHTHOE MPEUMYIIECTBO Ha
wiatpopmax 1UGPOBOM  TOPrOBIHM, a TaKKe BIMSHUEC  AITOPUTMHUYECKUX
MapKETHUHIOBBIX pelieHud Ha JosuibHOCTh Openaa. B CIIIA aktuBHO pa3BuBaroTcs
UCCIIE/IOBAHUSI B 00JIACTU HEHPOMAPKETUHTA U MOTPEOUTEIILCKOW HEUPODU3UKH, TIE
NPEANPUHUMAIOTCS MTOMNBITKH CIIPOIHO3UPOBATH U JAXKE MOBIMATH Ha MOKYNATEILCKOE
MOBEJICHUE, HW3yyas pEeakIMi0 MO3ra KIMEHTa Ha MAapKETHHIOBbIE CTUMYJIbL. B
nocieauue roabl kpynHele kommnanud B CIIIA, takme kak Nielsen, 3HaunMTeNnbHO
VWHBECTUPOBAJIM B TEXHOJOTMM HEHMPOMApKETWHTa M IMPUMEHSIOT 3TOT MOJAXOHA B
NPAaKTUYECKUX  MApKETMHTOBBIX  MCCIENOBaHMSIX. B pesynbrare  MeTO[bl
HEMPOMapKETUHIa CTaJIM MEPEIOBOIM OTpacibio, IMPOKO uctonb3yemoit B CIIIA i
COBEpPUICHCTBOBAHUS PEKJIaMbl, OpEH/IMHTa U AU3aiiHA TPOLYKIHH.

B uccrnenoBanusax KeMOpHIDKCKOrO yYHUBEpCUTETa pa3pabOTaHbl METOIOJIOTUH
OLEHKHU LIEHHOCTeH OpeHaa, JOHOCHMBIX JO MOTpeOuTeneld uepe3 MOHATHS
HEMpOMapKeTUHra M HKOCUCTEMBbI OpeHzna B cpene wudpoBoil ToproBmu. B
CT3H(DOpPACKOM YHUBEPCUTETE HA OCHOBE MCKYCCTBEHHOI'O MHTEIUIEKTa MPOBOAMIHCH
UCCIIE0BaHUS TI0 MOHUTOPUHTY OpEHIa, aHAIN3Y JIOSIIbHOCTH OpeH/ia ¥ YIPaBJICHUIO
penyTaiuen Openaa yepes mudponsie CMU. Taxke B CCIeIOBaHUSIX YHUBEpPCUTETA
Oxcdopra moaxoapl HEUPOMAPKETUHTA B 3JIEKTPOHHOM KOMMEPLUH Ui [U(PPOBBIX
PBIHKOB HCITOJIB3YIOT PA3JIM4HbIE TEXHOJOIMH JUII W3MEPEHUs I0JCO3HATEIBHBIX
peaKLrii KIIMEHTOB B Ipouecce MOKyNnku. COrIaCHO UCCIIEA0BAaHUSM, aHAIU3 CUTHAJIOB
MO3TOBOIl aKTUBHOCTH C momolibio D3I sBisieTcs Haubosee 4acTo UCHOJIb3yEMbIM
MetonoM, mnpudyem OOl wucnonbp3oBasiack mnpumepHo B 41% wuccnemoBaHwMii
HEMpPOMapKETUHTa 3JIEKTPOHHONM KOMMEPLIMH; TaKKe HMIMPOKO UCIOIb3YIOTCS METO/IbI
MOHUTOpUHTA ABMKeHUd 171a3 (25%) u fMRI (19%). Kpome Toro, HanakeHa MpakTruka
OLUEHKH SMOLMOHAIBHOIO  COCTOSIHMSL ~ KJIMEHTOB IIyTeM  HaOJIoleHus  3a
OMOMETPUYECKUMH TOKA3aTeNsIMUA, TAKUMHU KaK 4acTOTa CEpJICUHBIX COKpAIEHUH U
koxkHas npoBouMocTh (EDA/GSR), a Takoke aBTOMaTH4eCKOTO aHAIM3a BhIPAXKEHHIMA
muua. Kpome Toro, cpezictBa HCKyCCTBEHHOI'O MHTEILIEKTa BCE OOJIbLIE MHTETPUPYIOTCS
B HEHPOMApKeTWHI,  pacIupsis  BO3MOXXHOCTHM  00pabOTKM  OTPOMHBIX
HEMpO(DU3MONOTMYECKMX  JAHHbIX WM MEPCOHANM3AMM  HMHAWBUIYAJIbHOTO
MOKYTIATEeJIbCKOTO  OMbITAa. OTHU 3apyOeXHbIe HCCIENOBAaHUS CIIy>KaT CO3JIaHUIO
(P PEKTUBHBIX MApPKETUHTOBBIX CTpaTerHii Al 1U(POBOM TOProBOM Cpefpl, WX
pPasBUTHIO C TOMOUIbI0 HMHHOBALIMOHHBIX TEXHOJIOTMH U pa3pabOTKe HOBBIX
METOJIOJIOTMUECKUX MOJXOJI0B K ONpENENECHUI0 IIEHHOCTH OpeHaa. OTH HaydHbIe
pa3pabOTKH, TOJMYyYMBIIME BCEMHPHOE MPHU3HAHHUE, CUYHUTAIOTCS KOHIIECTITYaJIbHBIM
MCTOYHUKOM, KOTOPBIA MOXKET OBITh MCIOJB30BaH M B YCIOBHSX Y30€KUCTaHa, 4ToO
YCUJIMBAET HAYYHYIO0 OOOCHOBAaHHOCTb TEMbI JJAHHOU JAUCCEPTALIUU.

Crenenb M3y4eHHOCTH MpodJeMbl. HayuHble vcciaenoBaHus Mo MPUMEHEHUIO
HEMpOMapKEeTUHra B TPAJUIIMOHHOM MapKETWHTE M TOProBJI€ MPOBOAWIMCH TaKHUMU
BeAyIIMMHU 3apyOexHbiMU  yueHbiMH, Kak D.A.Aaker, K.L.Keller, J.N.Kapferer,
F.Kotler, S.Godin, V.Olins, A.Ries, J.Trout, U.Sharp, M.Gobe, F.Gilmore*. O1u yuensie

4 Aaker D.A. Managing Brand Equity: Capitalizing on the Value of a Brand Name. Free Press, 1991; Keller K.L.
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CO3JAJT TEOPETUYECKHE U TPAKTUUECKHMEe OCHOBBI (POopMUpOBaHUs OpeHna, €ro
UJCHTUYHOCTH, KaluTalla, CTOMMOCTH M BIMAHUSA Ha mnotpedutend. X moaxomsl,
MO/JIEJH U TIpeJiaraeMble KOHIENIIUYA COCTaBIISIFOT OCHOBY COBPEMEHHOM METOI0JIOTHH
HEUPOMApKETUHTA.

Bonpockl ¢dopmupoBaHusT METOAOB HEHPOMApKETWHTAa W CO3JaHUS OpeHII-
KanuTajga B YCIOBUSX Iu(poBoii skoHOMUKH cTpaH CompyskectBa HeszaBucmmbIx
l'ocynapcTB u3ydeHbl B HAy4YHBIX MCCICAOBAHMSIX TaKWX YYEHbIX, Kak [ .barues,
I'.Azoes, 10.JIyxmeneBa, FO.Martysenko, JI. KoBunesa, FO.Crenanuyena, I'.I'ynumeHko,
B.Anemnukosa, A.Kapukosa®,

Hayunble wuccrnenoBaHus 1O YIPaBICHUIO OpEHIOM W MapKETHHIOBBIM
MHHOBAIUSM B Y30eKucCTaHe ObUTM TEOPETUYECKH U METOJOJIOTHUYECKH H3YyYEHbI
TakMMHM Yy4yeHbIMHM, Kak A.AckapoB, b.A.berasioB, C.C.I'ymsimoB, M.A.Mkpamos,
1. JI.9pramxomxaesa, K.M.baxputnuHoBa, A.Xampakyos, H.3ydapoga,
H.Iammmesa®.

OpmHako B VY30€KHCTaHE TEOPETUYECKHE M METOJ0JIOIMYECKHE OCHOBBI
(hopMHpOBaHUS KOHLENIMIA HEHPOMApKETUHTa B yCIOBUSX LHU(POBOM TOPrOBOM CPE/IbI,

Conceptualizing, Measuring, and Managing Customer-Based Brand Equity // Journal of Marketing, 1993. — Ne 57
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B YaCTHOCTH, B TaKUX aKTyaJbHbIX O0O0JAcTAX, KaK IPOLECChl BMEILATEIbCTBA
UCKYCCTBEHHOTO  WHTEIUJICKTA, MAapKETUHIOBBICE WHHOBALIMHM, IUIaT(GOPMEHHBIC
CTpaTeruu, oka HeI0CTaTOYHO HAaYYHBIX pa3padoTok. [1o 3Toi npuurHe npoBeaeHue
NTyOOKUX aHATUTUYECKUX MCCIIEIOBAHUM MO TeME JaHHOW JuccepTaluu, pa3padoTka
HAYYHO W TIPAaKTUYECKH OOOCHOBAHHOM METOJOJIOTUM TMPHOOpPETaeT OCOOYI0
aKTyaJIbHOCTb.

CeBsi3p  IHMCCEPTALIMOHHOIO  HCCICIOBAHMS €  IUIAHAMH  HAy4HO-
HCCJIEIOBATEILCKUX PaloT BbICHIEr0 00pa30BaTeJbHOIO Y4YpeKICHHs, IJie
BBINOJIHEHA JuccepTanust. Tema JuccepTaluy - HayYHO-UCCIIE0BAaTENbCKUE padOThI
TamKeHTCKOro rocyJapCTBEHHOTO SKOHOMUYECKOIO YHUBEPCUTETA B paMKax Hay4yHO-
NPaKTUYECKOro NpoekTa "OnTuMu3aiyis IEKTPOHHON TOPrOBIIU B YCJIOBUSIX IU(PPOBOH
TOPrOBJIM Ha OCHOBE KOHLETILINI HEHpOMapKeTHHra."

Leabio uccaenoBanus sBIsieTCs pa3paboTKa MPEVIOKEHUN U PEKOMEHAALHH,
HalpaBJICHHbIX HA [PUMEHEHHWE KOHLEMIMA HEHPOMApKETHHIA IOCPEICTBOM
[TyOOKOro aHajn3a 3MOIMOHATIBHBIX PEAKIIMIA U MOBEICHUS MOTPEOUTENE B CCTEME
AIIEKTPOHHOW KOMMEPIIMH, TEM CAMBIM MOBBIIIAs 3()(PEKTUBHOCTh NPOJAK U YITyUIlIas
KJIMEHTCKHI OIBIT B IU(POBOIA cperie.

3agaum uccieroBaHus:

NIyOOKOE  M3Y4YE€HUE  TEOPETUKO-METOAOJIOTUYECKUX  OCHOB  KOHUEMIUHI
AIIEKTPOHHOW KOMMEPILMH U HEMPOMAapKETUHTa B YCIOBUSAX LUM(PPOBOM SIKOHOMUKU U
00OCHOBAHHUE MX B3aUMOCBSI3H.

AHanu3 TEeHJICHUUIN pa3BUTHsI PbIHKA 2JIEKTPOHHONW KOMMEpIMK Y30eKuCcTaHa U
CPaBHUTEJIBHOE U3YUYEHHE C MEKIYHAPOIHBIM OIIBITOM.

UCCIIEZOBAHME TMOBEACHUS W SMOLMOHAJBHBIX peakuuil mnotpeduTenell B
1 (ppoBOIi TOPTrOBOIL Cpeie Ha OCHOBE MHCTPYMEHTOB HEHPOMapKETHHIA.

OIpeEUTh OCOOEHHOCTH Tpoliecca (POPMUPOBAHUS U YKpEIJICHUs] OpEeH/I0B Ha
aTPopMax AEKTPOHHON KOMMEPLIHH.

Hay4YHOE 00OCHOBAHHUE BIMSHUS U(PPOBBIX MAPKETHHTOBLIX MHHOBaIwmi (Al, Big
Data, Fintech, SMM) Ha 3(h(eKTHBHOCTD 2JIEKTPOHHOH KOMMEPIIUH.

N3yueHne 3BOIOIMH CTPATETHH MPOJAaK B COLMAIBHBIX CETSAX U Ha IUaTGopmax
marketplace V30ekucrana.

Pa3zpaboTka MoOAENM MPOrHO3MPOBAHUS MPOLECCOB MPHUHATUS  PEIICHUI
MOTPEOUTENSIMU € UCTIOJIb30BAHUEM MHCTPYMEHTOB HEHPOMAPKETHHTA.

Pa3pabotka Momenu 'THOpWAHOTO HEMpPOMAapKEeTHMHra" M €€ TpaKTHYecKas
armpo0arvsi Ha JIeKTPOHHBIX TOPTOBBIX IIaTdopmax Y30ekucrana (Hampumep, Uzum
Market).

Onenka cuHepretndeckoro d¢@dexkrta MapKeTUHTOBBIX  WHHOBAIMA B
(bopmupoBaHUK OPEHAOB U ONPEIENICHUE ONTUMAIBHBIX COOTHOIIEHHUH.

[ToaroroBka Hay4yHBIX PEKOMEHAAIMI MO Pa3padOTKe MEPCOHATM3UPOBAHHBIX
MapKETHUHIOBBIX CTpPATErui /i moTpeduTeneit Y30ekucraHa.

ObocHOBaHKE BO3MOXKHOCTH NMPUMEHEHNSI HHCTPYMEHTOB HEHPOMApKETHUHTA JIs
ONTUMHU3ALIUH TT0JIL30BATEIBCKOT0 MHTEpdeiica U KIIMEHTCKOTO OMbITa Ha miatdopmax
U(pPOBOI TOPTOBIIM.
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pa3paboTKa SKOHOMETPUYECKOHM MOJENM ISl OLIEHKM SKOHOMHYECKOW
A PEKTUBHOCTH pa3BUTHA OPEHIOB B 3JICKTPOHHOW TOPTOBJIC W OIpPEICIICHHE
IIPOrHO3HBIX nokasarenen 10 2030 roxa.

Ha OCHOBE DPE3yJIbTATOB HCCIICAOBAHUS Pa3pabOTaTh KOMILIEKC MPAKTUYECKUX
METOIMUECKUX PEKOMEH/IAIUI JIS SJIEKTPOHHBIX TOPTOBBIX IIaTGOPM U MPEIIPHUSITHIA
B YCJIOBUSIX Y30€KUCTaHa.

O0beKkTOM HCC/Ie0BaHMsI  SBISICTCS  aHANM3  IUIATGOpM  ANIEKTPOHHOM
KOMMEpIIMY, JEUCTBYIOIIMX B PecnyOmmke Y30eKkuCTaH, M NMpaKTUKa MPUMEHEHHS
KOHLIETIMM HEWpOMapKeTUHra B Mpolecce UX IM(POBOrO B3aUMOJICUCTBUS C
MOTPEOUTEIISIMHU.

IIpexmeroM ucciie0BaHMsl SBIISIETCS CUCTEMA COLUAIBHO-TICUXOJIOTHYECKUX U
MApKETUHIOBO-UHHOBALMOHHBIX ~ OTHOIIEHMHM, (OPMUPYIOIIMXCS B  IpoLEcce
COBEPILIEHCTBOBAHUS AJIEKTPOHHOM TOPTOBIIM HA OCHOBE KOHIIETIIIUI HEUPOMAPKETUHTA.

Metoasbl uccienoBanus. B xoze uccnenoBaHusl UCHONIb30BAIMCH CTPYKTYPHO-
JUHAMUYECKUM ~ aHaimm3,  (aKTOpHbIM  aHaM3,  CTATUCTHYECKHE  METOPbI,
MaTeMaTH4ecKnue M rpadOaHATUTHYECKHE METO/bl, CUCTEMHBIA aHAJIM3, METOJbI
CHHTE3a, METOJ COLMAIBHOIO OIpOca, 3KOHOMWUYECKMH aHalu3 W HAy4HOE
MIPOrHO3UPOBAaHUE AKcrepuMeHT (A/B TecTupoBaHHEe) - MPOBEpKA AMOLMOHAIBHBIX
pEeaKUri MOJIb30BATENEN HA PA3IMYHYIO PEKIIaMy M BU3YaJIbHBIA KOHTEHT, TEXHOJIOTUS
Eye-tracking - onpenencuue (hokyca BHUIMaHUS MOJIB30BATEIS M YITyUIICHHES JTU3aiiHa
uHTepgeiica, OO u OuoMerpuueckuil aHaim3 - YNIyOJIEHHOE U3Y4YEHUE
AMOLIMOHANIBHBIX peaKIUi MOTpeOUTeNel, CCHTUMEHTAIBHBIN aHAIU3 - OLICHKA MHEHUI
0 OpeH/Ie B COLMATIBHBIX CETSIX OCPEICTBOM TEKCTOBOI'O aHAIN3a, MAILIMHHOE 00y4eHHE
MOJIETTMPOBAHUE - aBTOMATUUECKasl CETMEHTALIUS M0JIb30BaTeNel U CO3laHle MoJIeNien
MPOTHO3UPOBAHMS, KOTHUTUBHOE KapTUPOBAHUE - OTOOpa’KEHHE aCCOLMALNM 0 OpeHe
B CO3HAaHUHU TOTPEOUTENICH MOCPEACTBOM BHU3YaJbHOM KapThl, 3KOHOMETpUYECKAs
perpeccus ¥ MPOTHO3MPOBAHUE - PACUET BIMSHHUA MApPKETHMHIOBBIX MHHOBALMM Ha
passute OpeHmoB 1o 2030 rona. Benchmarking (cpaBHuTEnBHBIN aHAU3) -
MCMOJIb3YIOTCS METOJIbl CPABHEHUS PhIHKA 3JIEKTPOHHOM KOMMEPLMH Y30€KUCTaHa C
BEIYIIIMHU MEXTyHAPOJHBIMU MPAKTUKAMHU.

Hay4yHnasi HOBH3HA HCC/I€IOBAHUS BKITIOUAET:

CornacHo METOJ0JI0IrMYECKOMY MOAXOY, SJKOHOMHUYECKOE COJECPKAHUE TTOHSATHS
"(hopmupoBanue OpeHaa B cucTeMe LUPPOBBIX MPOAax" OOBICHAETCA TEM, 4YTO
MHTETrpUPOBAHHBINA MAPKETHHIOBBIH MPOLIECC B LIU(POBBIX TOPrOBBIX KaHATIAX CBSI3aH C
co3ganreM Openza. JlaHHOe MOHSITHE YCOBEPIIEHCTBOBAHO C TOYKH 3PEHHUSI CUCTEMBI
HeMaTepHUAIbHBIX aKTHBOB, NPEICTaBISIOINX coboit COBOKYITHOCTb
MHTEIIEKTYaIbHBIX, KOMMYHUKATUBHBIX U TEXHOJIOTUUECKHUX AJIEMEHTOB,

MapKETUHTOBbIE WHHOBALIMM, CIyXalwe s (opMUpoBaHUsS OpeHja, UMEIOT
CTPYKTYpHBIE 3J€MEHThl, U Ha OCHOBE KOHLEMUMH "CHHEPTUH MAapKETHHIOBBIX
MHHOBaIMi," (popMupytomieil ux (yHKIMOHAIBHYIO MHTErpalyio, HEHpOMapKETUHT
(NM=0,48) , "6osbime nanneie” (BD=0,24) , ¢unancossie Texunonorun (FT=0,17) ,
MapKeTHHI uepe3 coipanbHpie cetn  (SMM=0,11) oOocHOBaHO oOecIieueHue
ONTUMAJILHOTO COOTHOILIEHHUS MEXKIY 3JIEMEHTAMMU;

NpY aHAJIM3E TOBEJICHUS TOTPEOUTENEH, SMOILIMOHATIBHBIX PEAKIMA U TPOLIECCOB

NPUHATHSL pElIeHU B IU(PPOBOM TOProBOW Cpesie Ha OCHOBE MOJENH "THOPUIHOTO
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HEWPOMAPKETUHTa," HWHTETPUPYIOIEH JOCTHM)KEHHMS MCKYCCTBEHHOI'O WHTEIIEKTA,
OMOMETPHYECKUX JAHHBIX ¥ KOTHUTUBHOM ITCHXOJIOTHH, OTTpeiesicH auara3oH (85-90%)
(akTopoB, ONPEENIOMUX HAOII0IaeMOe Yy TIOTpeOUTENeil TOProBOE MOBEICHHUE;

YCOBEPIICHCTBOBAaHA  MOJEIb  HEHPOMAPKETHHIOBOIO  IPOrHO3HMPOBAHUS
dbopmupoBaHust OpEHAOB B YCIOBUSIX HU(POBOI TOPrOBIM MyTEM TITyOOKOTO aHain3a
AMOLMOHAIIBHBIX U (PU3HOJIOTUUECKUX BO3ACUCTBUN MOTPEOUTENEN, MPOrHO3UPOBAHNUS
UX TOBEICHUS W NPOBEPKM MX SMOLMOHAIBLHOIO OTHOUIEHHS K OpeHIy METOJIOM
OLIEHKH, OCHOBAaHHBIM Ha MSTU3TAIIHOM aJITOPUTMHUYECKOM TIOAXO/E;

Ha ocHOBE 3KOHOMETPUYECKOI0 MOJAEIMPOBAHUS, ONKCHIBAIOILETO B3aUMOCBS3b
MeXay (akropamu, BIMSAIOUMMU Ha pPa3BUTHE OpEHAOB B YCIOBUSAX LU(POBOH
TOProBIM B Y30eKuCTaHe, pa3paboTaHbl MPOTHO3HBIE IIOKA3aTeNU  BIMSHUS
MapKETUHTOBLIX MHHOBaIMi Ha 6peH bl 10 2030 rona.

IIpakTH4eckue pe3yabTaThl HCCIEAOBAHUS BKJIIOYAIOT:

"B cucreme 3IEKTpOHHOM KOMMEPLHN CHUCTEMATUYECKH BBIBIICHBI DJIEMEHTHI,
XapakTepHble Uil KOHLENIMKA HeWpoMapkeTHHra (OMOMETpUYECKUE W3MEPEHUs,
texnosioruu D3OI u eye-tracking, SMOIMOHAIBHBIN MApKETUHT, MEPCOHAIM3AIIMS Ha
OCHOBE HCKYCCTBEHHOIO MHTEJUIEKTa), KOTOPbIE HEMNOCPEACTBEHHO BIMSIOT Ha
Oecco3HaTeNbHbIE W HAMOLMOHAJIBHBIE pEIICHUs TOTpeOuTeNnel, W pa3padoTaH
KOHIIENITYAJIbHBIN TIOJXO/, OCHOBAHHBIN HA UX B3AaUMHOM FapMOHUM U CHHEPTUU."

pa3paboTaHa ruOpuaHasE MOJEIb, HEMPOMApKETUHTa, OCHOBAHHASI HA AMOIUSIX U
IIOBEJICHUH I10JIb30BATENs, M IPEICTABICHbI PEKOMEHIAMH 110 €€ BHEAPEHUIO Ha
QpoBbIX TaTGopmax (Ha npumepe npusiokenus "Uzum'");

pa3paloTaH MATUITAITHBII aAJITOPUTM, ITO3BOJISIOIINI IPOTHO3UPOBATh FTOTOBHOCTh
noTpeOuTenel K MOKYIIKE, JIOSJIbHOCTh K OpeHIy M SMOLMOHAJIBHYIO PEaKIHI0 Ha
OCHOBE MOJIEIH IPOTHO3UPOBAaHKsI HEUPOMAapKETHHT a;

cpopMUpOBaHbI IPOTHO3HBIE MTOKA3ATEN HA OCHOBE MO SKOHOMETPHUYECKOI
perpeccuu, OLIEHUBAIOLIEH BIUSIHUE MApPKETUHIOBBIX MHHOBAIIMIA Ha pa3BUTHE OpEH/IOB,

YCOBEPIICHCTBOBAHA CETMEHTAIMsl T0Jb30BaTeliel Ha OCHOBE IOAXOJOB,
OCHOBaHHBIX Ha JAHHBIX, JUIS CO3/aHUS TNEPCOHATM3UPOBAHHBIX MAapPKETHHIOBBIX
KaMITaHUi, aJaliTAPOBAaHHBIX K MECTHOM ayIUTOPUH;

pa3paboTaHbl CTpATErMM TECTUPOBAHUS, ONTHUMHU3ALUN U MUKPOTAPT€THPOBAHUS
BU3yaJbHOTO  KOHTEHTa, HalpaBlIeHHble Ha  MOBbILEHHE  A(P(EKTUBHOCTU
MapKETUHIOBOr0 Oro/IKeTa B LM(POBOM TOPrOBJIE;

Ha ocHoBe pe3ynbTaTOB HCCIEIOBAaHMS TOArOTOBJICH HAa0Op MPAKTUUYECKHX
NOCOOUH ¥ peKOMEHAALIMH JUTs BBICIIMX YYEOHbBIX 3aBe/ICHUIN, MAPKETUHTOBBIX ar€HTCTB
¥ T1aTQOPM 3JIEKTPOHHONU KOMMEPIIMH.

JloCcTOBEpHOCTH pe3yJIbTATOB HCCIICOBAHUS OIpeneNnsieTcs
1EeJIeCO00PAa3HOCTHIO  MCIOJBb30BAaHHBIX TOAXOAO0B M METOZOB, HCIOJIb30BaHUEM
o(uIMANBHBIX UCTOYHUKOB, B TOM YKCJI€ HOPMAaTHBHO-TIPABOBBIX akTOB PecryOmmku
V36ekucrtan, maHHbix HanmonambHOro komutera PecryOmmku VY30ekucTaH 110
CTaTUCTUKE, TOpProBO-MPOMBIIIICHHOW mNanaTel PecryOmmku Y30ekucTaH, a Takoke
MOJTBEPKICHUEM BBIBOJIOB M MPEIOKEHUI KOMIIETEHTHBIMU OpraHaMu, BHEJPEHUEM
UX B [IPAKTUKY.

Hayynas u npakruyeckass 3HAYUMOCTH Pe3yJIbTATOB MCCJIEI0OBAHMS.

Haqua.ﬂ 3HAYMMOCTDb PE3YJIbTATOB NCCICAOBAHUA 3aKITHOYACTCA B TOM, YTO OHU MOI'YT
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OBbITh HCHOJIB30BaHbI IMPU IMPOBEACHUM HAYUHBIX HCCIENOBAaHUM MO 3(deKkTrBHON
OpraHU3alyy MApKETUHIOBBIX UCCIIEIOBAHNI HA TUIOIIA/IKAX SJIEKTPOHHON KOMMEPLIUH
B PecnyOrmuke Y36ekuctan u pa3BUTHIO 3()(HEKTUBHOTO HCIOIb30BaHUS ITH(POBBIX
TEXHOJIOTHI BO BCEX HMCCIIEAOBATEIbCKHUX MPOLECCAX, MPU NPUHATHNA CTPATETMYECKUX
pemieHuii mo obecrieueHU0 3(PPEKTUBHOCTH peKJIaMbl U COBEPIICHCTBOBAHHIO
MIPOLIECCOB MAPKETHHIOBBIX UCCIIEIOBAHUI B COLIMAIIBHBIX CETSX.

[IpakTryeckas 3HAYMMOCTh PE3YJIBTATOB MCCIEIOBAHUS OOBACHIETCA TEM, UTO
pa3paboTaHHbIC HAYYHbBIE MTPEUIOKEHHS U MPAKTUIECKUE PEKOMEHIAIIMA MOTYT OBbITh
UCTIOJIb30BAHbl B KAUeCTBE HAYYHOTO MCTOYHHMKA IMPH UCMOJBb30BaHUUA METOJIOJIOTHU
MapKETUHIOBBIX HCCIIENOBaHUM, (PPEKTUBHO MHTErPUPOBAHHBIX C MHCTPYMEHTAMU
M(PPOBOr0 MAPKETUHTA B PECITYyOIIMKE, a TAKXKE MPH MOATOTOBKE KeHC-CTa/lu, TEKCTOB
JICKIMM, y4YeOHBIX IIporpamMM, YYE€OHHMKOB M Y4YEOHBIX ITOCOOMM IO MpeaMeTam
"Mapketunr," "MapKEeTHUHIOBbIE HWCCIEIOBAHWS MpPU MNPUHITAA  PEIICHUM,"
"He#ipomapketunr," "lludpoBoit wmapkerunr," "Crparermueckuii MapKeTHHT" B
BBICIIMX YYE€OHBIX 3aBEICHUSIX 3KOHOMUYECKOTO HAITPABIICHHUSI.

Bueapenue pe3yabratoB mMcciaenoBanusi. Ha ocHOBe HaydHBIX pe3ysbTaToB,
MOJYYEHHBIX 0 COBEPILIEHCTBOBAHMIO METOJOJOIMU (POPMHUPOBAHUS OpEHIIOB B
YCIIOBUSIX TU(PPOBOI TOPTrOBIIM, IO IPUMEHEHUIO KOHIIECTILIMI HEHpOMapKeTUHTa:

CornacHo METOJ0JIOIMYECKOMY MOIXOY, SJKOHOMHYECKOE COAECPKAHUE TTOHATHS
"IpUMEHEHNE KOHLENUMHA HEeWpOMapKeTHHra B CUCTeME MHM(POBBIX mpoaax"
OOBSICHSIETCSL TEM, YTO HMHTETPUPOBAHHBIM MAapKETHHTOBBINA IPOIECC B IM(PPOBHIX
KaHaJlaX MpOJIaK CBA3aH C CO37[aHueM OpeHa. B jaHHOM npyuMedaHny TEOPETUUECKUE
U METOAMYECKHE MaTepualibl M0 COBEPIICHCTBOBAHMUIO C TOYKH 3PEHUS CHUCTEMBI
HEMaTepUAIIbHBIX aKTHBOB, MIPEICTABIISIOLINX coboit COBOKYITHOCTh
WHTEJUICKTYIbHBIX, KOMMYHUKATUBHBIX U TEXHOJIOTUYECKUX JJIEMEHTOB, OBLIM
WCTOJIb30BaHbl TIPY TOJrOTOBKE yueOHWKa "MapKeTuHr," peKOMEHIOBAHHOTO IS
CTyIEHTOB BbICIIMX yueOHbIX 3aBeneHuid ([Ipuka3 pekrtopa TamkeHTCKOro
roCyJIapCTBEHHOTO SKOHOMUYecKoro yHuBepcutera No 387 ot 21 nekadps 2023 r.). B
pe3ynbTaTe BHEAPEHUs JaHHOM HAyYHON HOBU3HBI B MIPAKTUKY CO3/IaHAa BO3MOKHOCTb
JaTbHEUIIEro YrTyOJIeHUs TEOPEeTHUYECKUX 3HAHWM Yy CTYACHTOB-MAapKETOJIOrOB H
JPYTUX 3aMHTEPECOBAHHBIX CTOPOH;

[Ipeyioc)keHre 1O  OOECNEUEHHIO ONTUMAIILHOTO  COOTHOLICHUS  MEXKITY
anemenTamu  Helipomapketnara (NM=0,48) , "Gonpmmx nmansbeix" (BD=0,24) ,
¢unancoseix TexHomormii (FT=0,17) , MapkeTnHra uepe3 COLHUAIbHBIC CETH
(SMM=0,11) Ha oOCHOBE KOHUEIIMK "CHHEPIHH MAPKCTUHIOBLIX HMHHOBALMIA,"
dopmupyromiet  QYHKIMOHATBHYI0 ~ WMHTETPAIMI0  CTPYKTYPHBIX  DJIEMEHTOB
MapKETHHTOBBIX WHHOBAIMA, CITy>Karmx (OPMHUPOBAHUIO OpeH/ia, ObUIO BHEAPEHO B
MPaKkTUKy TOpProBoO-MpOMBIIUIEHHON manatel PecryOmukum Y30ekucran (CripaBka
ToproBo-tipombinieHHON nanatel Pecyonuku Y36ekuctan No 04-07-27-5409 ot 22
Mast 2025 1.). B pesynbrate BHEApPEHUS TAHHOTO MPEAJIOKEHUS YAaIOCh YBEIUYUTh
npogaxu Ha 20-30% 3a cder amanTalMM  MapKETUHTOBBIX KOMITAHMMA K
AMOLMOHAILHOMY COCTOSTHHIO KJIMEHTOB, MOBBICUTH 3(h(HEKTUBHOCTh MAPKETUHIOBOTO
oromxera Ha 25-30% 3a cueT 4eTKOW CErMEHTALIMU B PEKJIaMe, PaCILIUPUTh KITUEHTCKYIO
0a3y npennpustuii Ha 20-30%;
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npeIoKeHHe TI0 ONpEICICHHIO rana3oHa akTUBHOro Bo3uercTBHs (85-90%)
(bakTopoB, OMpEeNIIOIMUX TOProBOE MOBEACHUE MOTPeOUTENeH, Ha OCHOBE MOAEIH
"TUOpUAHOTO HEMpPOMApKETHHTa," HMHTETPUPYIOLIEH JOCTHKEHUS HCKYCCTBEHHOI'O
MHTEIUICKTa, OMOMETPUYECKUX JAHHBIX M KOTHUTHUBHOW TICUXOJIOTWH TIPH aHAJIN3e
MOBEICHUS TTOTPEOUTENEH, SMOIIMOHATIBHBIX PEAKIIUI U MPOLECCOB MPUHSATUS PEILICHUNA
B IM(POBOIT TOPrOBOM Cpe/ie, BHEAPEHO B MPAKTUKY TOProBO-IIPOMBIIILICHHON MaaThl
PecriyObrmiku Y36ekuctan (cnpaBka ToproBo-mpoMbIIIICHHONW TanaTtel PecrryOnuku
VY36ekuctan No 04-07-27-5409 ot 22 mas 2025 r.). B pe3ynbrare BHEAPEHUS TaHHOTO
HAYYHOTO MPEIJIOKEHUS Ha MPEANPUATHSIX, BHEAPUBIINX OMHUKAHAIBHYIO CTPATETHIO,
ITOBTOPHBIE TOKYNKH KJIWEHTOB YBEIMYWIMCh HA 15-25 mpoueHToB, a B pe3ysbTaTe
TFapMOHUYHOTO BEACHUA OHJIAH-U OQUIaiH-TOPrOBIM OOIIMIA TOJOBOM J10XOJ
yBermuwiIcs Ha 20-25 IpOLEHTOB;

MPEUIOKEHUE MO  COBEPIICHCTBOBAHUIO MOJIENA  HEMPOMApKETUHTOBOIO
MPOTrHO3UPOBaHUs (POPMHUPOBAHUS OPEHIIOB B YCIOBUSAX LHM(PPOBOIl TOProBIM ITyTEM
IITyOOKOTO aHajM3a 3MOIMOHAIBHBIX M (DU3UOJOTMYECKUX DPEaKIUil MoTpeOuTerneH,
MIPOrHO3UPOBAHUS UX TOBEJCHUS U OLIEHKU UX AYMOLMOHATIBHOTO OTHOIIIEHUS K OpEeH Ty
Ha OCHOBE MSTUATAIHOIO aJITOPUTMUYECKOT0 MOIX0/1a BHEAPEHO B PAKTUKY TOpProBo-
MPOMBIIIUICHHOM naniaThl PectryOmuku ¥Y30ekucTaH (crpaBka ToproBo-mpoMbBIILICHHOM
nayatel Pecniyomuku Y306ekuctan No 04-07-27-5409 ot 22 mas 2025 r.). B pesynbrare
BHEIPEHUSI 3TUX MPEJIOKEHUH TToKa3aTeI 0OPaTHOM CBSI3U KJIMEHTOB YBEJTMUMUIINCH HA
10-15%, a no71st MOJOKUTENBHBIX OT3bIBOB B MIHTEpHETE yBemumiach Ha 80%;

CyiiecTByeT cHucTEMa 3KOHOMETPHYECKOTO MOJEIMPOBAHUS, OIMCHIBAIOIIAS
B3aMMOCBSI3b MEXKIY (PakTOpaMu, BIUSIOIMIMMU Ha Pa3BUTHE OPEHIOB B YCIIOBHSIX
U(POBOI TOPTOBIIM B Y30E€KHUCTaHEe, U HA OCHOBE 3TOr0 MOJICITMPOBAHUS Pa3pabOTaHbI
MIPOrHO3HBIE MOKA3aTENN BIUSHUSI MApPKETUHTOBBIX MHHOBAIIMH Ha OpeH ibl. PazpaboTka
TUIAHUPYETCSl BHEAPUTHh B MPAKTUKY TOProBO-MPOMBIIIICHHONW TanaTtel PecryOnuku
V36ekuctan 10 2030 roma (crpaBka ToproBo-MPOMBIIIICHHON Nanatel PecrmyOnuku
V36ekucran ot 22 mast 2025 roga No 04-07-27-5409). B pe3ynbrate BHEAPEHUS TAaHHOM
HAyYHOM HOBW3HBI, yACPKAHUE KIMEHTOB HA MPEIIPUATUAX YBEIMUMIOCh Ha 45%,
sapdextuBHOCT, bbUTO oOmpeneneHo, yto Oyaer MOCTUTHYTO yBenmueHue Ha 30
MIPOIIEHTOB, a 00beM MPoAaXK - Ha 40 TIPOIICHTOB.

AnpoOanust  pe3yJibTaTOB  MCCJeI0BAaHMA. Pe3ynbrarel  HCCIIEIOBAHUS
oIyOJIMKOBaHbI B 4 MeXayHapoIHbIX U OOCYXJIeHbl Ha 4 peciyOIMKaHCKUX HAy4YHO-
MPAKTUYECKUX KOH(DEPEHIHSIX.

IIyosmmkanus  pe3yabTratoB  ucciaenoBanusi. [lo Teme  nauccepranmu
ormyonmukoBaHo 1 Monorpadus, 18 crartell, B TOM 4Ymcie B Hay4yHBIX >KypHAJIaX,
PEKOMEHIOBaHHBIX Bhiciiei arrectanioHHoON komuccued PecnyOmuku Y30ekucTaHn
JUTs Ty OJTMKAITH OCHOBHBIX PE3YJIbTaTOB IOKTOPCKUX ucceprarii. OmyommkoBaHo 12
crareil u 6 crarelt B 3apyOeKHBIX HAYUHBIX JKypHaJIax.

Crpykrypa u 00beM aucceprammu. CTpyKTypa OMCCEpTallMM COCTOUT U3
BBE/ICHUS, YeThIpex I1aB, 12 maparpadoB, 3aKIrOUEHMs], CIUCKA HMCIOJIb30BAHHOU
JIMTEPATYPbI U MPUIIOKEHUM, 001N 00beM rccienoBanus cocTaBisieT 250 cTpaHul.
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COJIEP)KAHME IMCCEPTALIUU

B BBeaeHuu nuccepranii 00OCHOBaHA aKTyaJdbHOCTh TEMBI JHCCEpPTAIUU,
OMMCaHBI 1[EJb, 3a/1a4l, OOBEKT U MPEAMET UCCICIOBAHUS, CTENIEHb U3YYE€HHOCTH
po0JIeMBbI, 0030p 3apyOSKHBIX HAYYHBIX HCCICIOBAHUN IO TEME IUCCEPTAIINH,
yKa3aHbl IPUOPUTETHBIC HATIPABJICHHS PA3BUTHS HAYKHA U TEXHOJIOTHH PECITYOJTMKH,
M3JIOKEHbl Hay4Hasi HOBHM3HA M TNIPAKTUYECKUE PE3yIbTaThl HCCIEAOBaHUSA,
packpblTa HaydHas U NpaKkTUUeCKas 3HAUYUMOCTh IMOJIYUYEHHBIX pPE3YyJbTATOB,
IPUBEIICHBl CBEACHUS O BHEAPEHUU PE3YJbTATOB HCCIEAOBAaHUS B IPAKTHUKY,
OIMyOJIMKOBAaHHBIX Pab0Tax U CTPYKTYpE JTUCCEPTALIMH.

B mnepBoil rnaBe aucceprauuu noj HasBaHuem ''Teopermyeckne OCHOBBI
KOHIeNUMH HEeMPOMAPKETHMHIa M HUX JIBOJIOIHMS B HUPPOBO IKOHOMMKE'
ompeseneHbl KOHILENTyalbHble TOAXOAbl K 1udpoBoil TpaHchopManuu B
MapKeTUHIe, OCOOCHHOCTH BIIUSAHUS HU(PPOBBIX TEXHOJOTHI Ha (OpPMUPOBAHUE U
pa3BuTHE IU(POBON TOPrOBJIM, a TAKXKE METOJIOJIOTUYECKHUE U TEOPETHUECKHUE
aCIeKThl peaiu3allud MapPKETUHTOBBIX HWHHOBAIMM B YCIOBHSIX IU(POBOMH
Tpancopmarmu.

Hudposas Tpanchopmaldsi MApKETUHTA - 3TO CIOXHBIN MPOIECC, KOTOPHIN
BKJIIOYAET B c€0sl aBTOMATU3aLMIO, MEPCOHANIM3ALMIO U aHAJIN3 OONBIINX JAHHBIX
st Oonee TOYHOrO B3auMOJEHCTBHS ¢ norpeoutenssmMu. CoBpeMEHHbIE
MapKETUHTOBBIE CTPATETMH HAINpaBJICHbl HAa HWHTETPAllMI0 MHOTOKAHAJIbHBIX,
u@poBbIX TIATPOPM U HCMHOJIB30BAHME HMCKYCCTBEHHOTO MHTEIUICKTa IS
MPOTHO3UPOBAHUSA  IOBEJICHHUS  AyJUTOPUU. BHeIpeHWe  WHHOBAIIMOHHBIX
TEXHOJIOTHI TIO3BOJISIET KOMITAHUSIM TOBBICUTH 3()PEKTUBHOCTh KOMMYHHUKAIIUM,
CHU3UTh MapKETUHIOBbIE PACXOAbl U MPHUBIICYb KIMEHTOB Ha BBICOKOM YPOBHE.
Takum o6pazom, nudposas Tpanchopmaiuss TpeOyeT MOCTOSHHOW afamnTaruu |
WCIIOJb30BaHUSA AHAIMTUYECKUX HMHCTPYMEHTOB, 4YTO JE€IAET MapKETHHIOBbIC
CTpaTeruy THOKMMH U OPUEHTUPOBAHHBIMU Ha TEKYIIME MOTPEOHOCTH PhIHKA.

[udpoBbie TEXHOJOTUU KOPEHHBIM 00pa3oM U3MEHWIM MOAXOAbl K
(GOpMHUpPOBAHHUIO M pa3BUTUIO OpeHAa, CAeNaB AHAJIOr € ayAuTopueil Oosee
MHTEPAKTUBHBIM U MEPCOHATU3UPOBAHHBIM. M CMONB30BaHNE COLUAJIBHBIX CETEH,
OHJIAMH-TUIATGOPM W AHAIMTHUYECKUX HWHCTPYMEHTOB TIO3BOJISIET KOMITAHUSM
VIPaBIATh CBOCU pemyTaluel, ObICTPO pearupoBaTh Ha OT3bIBBI M IOBBIIIATH
JOSTBHOCTh  KIMEHTOB. VICKYCCTBEHHBI WHTEIJIEKT M aBTOMAaTU3UPOBAHHBIC
MapKETUHTOBBIE  PELICHUS]  I[OMOTalT  CO3/1aBaTh  NEPCOHAIM3UPOBAHHBIC
MPEUIOKEHMS], TOBBIIATh AKTUBHOCTh AYJUTOPUU U CO3/1aBaTh YCTOMYUBBIN
uMuK  Opernma. B pesynbrate, 1umdpoBas cpega CTaHOBUTCS OCHOBHBIM
MHCTPYMEHTOM [IJI YCTAHOBJICHUS JOJITOCPOYHBIX OTHOIIEHUM C KIMEHTaMU U
CO3/IaHUSI KOHKYPEHTHBIX TPEUMYIIECTB.

[Tousatre "HellpoMapKeTHHT," CTaBIlle€ BaXHOM YacThIO MapKETHHTa B
yciaoBusax  1udpoBod  TpaHchopmaiuu, OBLIO  YCOBEPIIEHCTBOBAHO  Kak
HPKOHOMHUYECKasl KaTeropus Kak HOBOE HaIlpaBlIEHWE MapKeTUHra, padoTarollee ¢
WCIIOJB30BaHUEM JICSTEILHOCTH HEPBHBIX KJIETOK YEJOBEKa, CO3JaHuEe U
MPOJIBMKEHUE TMPOAYKTOB HA OCHOBE H3YUYEHHUs pPEaKIUui IIeJIeBOM ayauTOpUU
noTpeOuTeNe, Menpl0 HeHUpOMapKeTUHra SBISETCA M3yUYE€HHUE AaKTUBHOCTH

51



HEWPOHOB M MCHOJIb30BAHUE X PE3YJIHTATOB B MAPKETUHIOBBIX LENSAX KOMIAHUM,
9TO0 OBUIO  HCMONB30BAHO TPU  TOATOTOBKE y4yeOHuMka "Mapketunr,"
IpeIHa3HaYeHHOTO JJIsl CTYJCHTOB BBICIIUX yUeOHBIX 3aBeieHui. B pesynbrare y
CTYJCHTOB BBICIIUX YYEOHBIX 3aBeleHUH W OyAyHIMX CHEIHATIUCTOB CO3JaHa
BO3MOXXHOCTh I JajdbHEHIIero yriyOJeHHs TEOPETHUECKUX U MPaKTUYECKHX
3HAHUU MIPU aHAJIU3€ BJIMSHUS MApPKETUHTOBBIX MHHOBAIIUM HAa pa3BUTHE OPEHIOB B
moxy uu(poBoil TpaHChOpMaAIUH, pa3padOTKE MAapKETUHTOBBIX CTpaTEeTuH,
(GbOopMHUPOBAHUIO HOBBIX 3HAHUW U HABBIKOB.

KoHnuenuust OpeHlla MMEET MPOYHYIO TEOPETUYECKYIO OCHOBY B HayKe O
MapKeTUHIe, 1 MHOTUMHU W3BECTHBIMH YUYEHBIMH ObUIM MPOBEACHBI UCCIEAOBAHUS
no ee (GOpPMHPOBAHWIO, PA3BUTHIO M YMpaBieHHIO. B yacTHOCTH, mpoLECcChI
uudpoBoil TpaHchopMalMK MPUBETU K TMEPECMOTPY COACpIKAHUS, LIEHHOCTH U
MexaHu3MoB (¢opmupoBaHus Openpa. IlepBble Teopun 00 SKOHOMHUYECKON U
MICUXOJIOTUYECKOU CyIHOCTH OpeHnaa Oblu paspadortansl [[.Aakep, K.Kemiepowm,
K.H.Kandepepom. JI.A.Aakep, onuckiBasi NOHATHE OpEH/-KauTaia, TPaKTyeT €ro
KAaK COBOKYMHOCTb LIEHHOCTEH, (POPMHUPYIOIIUXCS B CO3HaHUU noTpedurtens. OH
BBIJICJISICT YEThIPE OCHOBHBIX KOMIIOHEHTA KanuTaia OpeHaa: y3HaBaeMoCTh OpeH/ia,
JNIOANBHOCTD, NPEJCTaBICHHE O KadyecTBe M accoumuanuu Openpa’. K. Kemep
npemjiaraeT OOOCHOBAHHBIM MOAXOJ K IOTPEOUTENI0 B MPOILECCE YIpaBICHUS
OpeHI0M U pa3pabaTbiBaeT MOJEIb IPEBPAILICHHS UMUIKa OpeHa, UACHTUYHOCTH
¥ acCOlMaNMii OpeH/ia B yCTOHYMBOE KOHKYPEHTHOE IPEUMYINECTBOS.,

['my6oko wmuTepnperupys coaepxkanue Openna, Jx.H.Kandepep B cBoeit
mozaenu "l[lupamuna waeHTuuUKauu OpeHna" CUYUTAET, YTO OpEHI, MOMHUMO
BU3yaJbHBIX 3JIEMEHTOB, HEPA3pbIBHO CBSI3aH C IEHHOCTAMH, KYJIbTYPHBIMU
OCHOBAMH M DMOIMOHAIBHBIM OTHOIIEHHEM ToTpebuTens’. OH 060CHOBLIBAET
dbopMHpOBaHHE KOMMYHHKAIMA MEXJIy KOMIIAaHMEW ¢ KIUEHTOM 4Yepes
KOMITOHEHTBI, COCTaBJISIIOLIME HACHTHYHOCTh OpeHaa. HoBble wuHTeprpeTanuu
KOHIIENIMKU OpeHaa B HUGPOBOW TOProBOM Cpeie HAIUIM CBOE OTpPaXKEHUE B
UCCJIEIOBAHUSIX COBPEMEHHBIX YYEHBIX, Takux Kak Mosarrat Farhana, Azita
Pourkabirian, Banerjee u Dash. B ugactHoctn, M.DapxaHa nogyepkuBaeT, 4TO
AJIEMEHTBI LIM(PpoBOro OpeHaa - JOTOTHI, Ha3BaHME, NHU3ailH W rojioc OpeHna -
(GOpMHUPYIOT SMOLMOHAIEHYIO cBs3b noTpeduTeneiil’. Pourkabirian u ero xomanna
CTaTUCTUYECKH OOOCHOBBIBAIOT 3HAYMUTENIbHBIA POCT JIOSUIBHOCTH OpeHaa M
y3HABa€MOCTH OpeHJa MOCPEACTBOM YCTHBIX PEKOMEHAALNN B COIUAIBHBIX CETSIX
(e-WOM) M HHTepaKkTHBHBIX HHCTPYMEHTOB KoHTeHTal!. B wuccnenoBanmsx,
npoBeneHHblx T.Banerjee u S.Dash, Bbpicokas 3¢dekTuBHOCTh ITUGPOBBIX
MapKETUHTOBBIX MHCTPYMEHTOB IO CPAaBHEHUIO C TPAJAUIIMOHHBIMU PEKIAMHBIMU

" Aaker D.A. Building strong brands. Simon and schuster, 2012,

8 Keller K.L., Parameswaran, M.G. & Jacob I. Strategic brand management: Building, measuring, and managing brand
equity. — India, 2010.

% Kapferer J.N. The new strategic brand management: Creating and sustaining brand equity long term. Kogan Page
Publishers, 2008.

10 Farhana M. Implication of brand identity facets on marketing communication // Journal of Applied Economics and
Business Research, 2012, — Ne 2 (2). — P. 69-80.

11 Pourkabirian A. & et al. Impact of social media e-WOM on brand loyalty: Evidence from consumer behaviour //
Journal of Marketing Communications, 2021. — Ne 27 (5). — P. 523-540.
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MHCTPYMEHTAMH MOKa3aHa KaK COBPEMEHHBIH cr1oco6 Gpopmuposanus 6penaa’?. Ilo
MHEHHIO HCCIE[0BaTelield, HMEHHO WHTEPaKTHUBHOCTb, NEPCOHANM3ALMI U
BO3MOXXKHOCTH aHajn3a B PeaJbHOM BPEMEHH CO3Aal0T OCHOBY Ui 3((HEKTUBHOTO
yHIpaBieHUs HUPPOBLIMHU OpEeHIaMHU.

Kpome Toro, B kouuenmuu uuppoBoro mapkerunra 5.0, BBLABHHYTOU
M3BECTHBIM yueHbIM @. KoTaepoM, moJuepKuBaeTcs, 4To CBsA3b MKy OpeHIaMU U
KJIIMEHTaMH IIOJHMMETCSI HAa HOBBIA YPOBEHb IMOCPEACTBOM HCKYCCTBEHHOIO
MHTEJUIEKTA, HEWpOMapKeTHHTa M aHaimm3a aanHbix 3, Tlo muennio ®.Kotnepa, B
U(PPOBBIX TOPTOBBIX IUIOIIAJKAaX OPEH]I CTAHOBUTCS HE TOJIBKO UJIEHTU(PUKATOPOM
IPOAYKTa, HO U KIIOYEBBIM (PAKTOPOM, OTpaKaroIUM HU(POBOM OIBIT KIUEHTA.

VY4eHble PpOCCHMICKOM INKOJBI MAapKETHUHIA TakXke IPOAHAIN3UPOBAIN
npobseMy QopmupoBaHus OpeHJa Ha OCHOBE CHCTEMHOro noaxona. Monenb
"koneco Openna," npeninoxeHHas ['.JI.barueBbiM, a Takxke cucTeMaTU3UPOBAHHBIE
MOAXOAbl B MApPKETHHIE MOKAa3bIBAIOT, YTO HAEHTUYHOCTHh OpEH/la MOCTOSIHHO
passuBaerca®. T.JI.LA30oeB pa3paboTan HaIpaBIeHUS OpPEHI-MEHEIKMEHTA B
YCIOBHSIX HU(PPOBOH TpaHCPOpMaALIUU U ONPENETUIT OCOOCHHOCTU OpeH I-KanuTana
B chepe yCIyT U CUCTEME IEKTPOHHON KOMMEPIHHU™Y.

B nocnegnue roapl, €civ Mbl MOCMOTPUM Ha Hay4YHO-COI[MAJIbHBIE KPYIH
VY30ekucrana, ucciaeaoBanus 1o (popmupoBaHuto OpeHaa B HU(POBOIl TOProBie U
MapKETUHIOBBIX THHOBAIMSAX aKTUBHO pa3BUBAIOTCA. B HacTosdlee BpeMs Hay4dHbIe
UCCJIEIOBaHMsI, TIPOBOIMMBIE B 3TOM HAalpaBJICHUH, UHTETPUPYIOTCS ¢ HU(PPOBOI
TpaHcopmalel HalMOHAIBHOM SKOHOMHMKM M (OPMHPYIOTCSI HAa OCHOBE
NpakTUUECKUX NoTpeOHocTe. B (yHgamMeHTanpHBIX  pPyKOBOJACTBAaX IO
MapKETUHTOBBIM  MCCJE0BaHUsAM, TnoArotoBieHHbx III.J[.9pramxomxaeBoi,
M.A.UkpamoBeiM u  JL.T.AOmyxanuiaoBoi,  mOAPOOHO  aHAIM3UPYIOTCS
METO0JOTMYECKHE TTOAXO0/IBI K ONPEIEIICHHUIO 03NN TOBAPOB U YCIIYT HA PBIHKE,
BBIABJICHUIO MOTPEOHOCTEH MOTpPeOHMTENE M M3ydEeHHIO HMX IOBEAeHHA®. DTm
MOAXOAbl  OMPEACNSAIOT  BAXHBIE  TEOPETHKO-METOJOJIOTMYECKHE  aCHEKThl
(dbopmupoBanus OpeHa0B Ha mIaThopmax HU(POBOI TOPTOBIIH.

H.I'.3ydpapoBa B cBOEM HCCIEIOBAHMM, M3y4as OMNBIT 3apyOEKHBIX CTpaH,
BBIJIBUTAET PEKOMEHAAIMH 110 (POPMUPOBAHUIO HALIMOHAIBLHOTO OpeHa-KanuTasia B
ycnopusix Y3bekucranal’. Ilpu (opMuUpOBaHMU CTPYKTYyphl KamuTaja OpeHia
0co00€ BHHMAHHE YJIEISETCS TAKUM KPUTEpHUSM, KaK JOBEpUE, dMOLMOHAIbHAS
CBA3b, WAECHTHUYHOCTb M pemyTauus. Pe3ynpTaTel [aHHOTO HCCIEAOBAHMS
PacKpbIBalOT BO3MOXKHOCTH aJalTallMy Ipolecca co3qaHus OpeHjaa B nudpoBoi

12 Banerjee T. & Dash S. Digital vs traditional advertising: a comparative study of brand recall and loyalty //
International Journal of Digital Marketing, 2024. — Ne 15 (1). — P. 34-50.
13 Kartajaya H., Setiawan I., & Kotler P. Marketing 5.0: Technology for humanity. Ascent Audio, 2021.
14 Barues I'.JI., Koseituyk J.A. OueHka cTonMocTH OpeHjia B KOHTEKCTE JIOSIILHOCTH motpeGuteneit / Bpewn-
menemkMenT, 2006. — Ne 3. — C. 146-154.
15 Mapkerunr, 6GpeHI-MEHEPKMEHT U pEKJIaMa B COBPEMEHHOM Mupe: Martepuanbl 1-it Beepocceuiickol HaydHo-
npakTH4Yeckoii koHpepenuun. — Mocksa, 2023. 7 nexadps. — Mocksa: ['ocy1apCcTBeHHbII YHUBEPCUTET YIPaBIICHHS,
C. 2024. — 250.
16 16 Ergashxo‘jayeva Sh.Dj., Ikramov M.A. va Abduxalilova L.T. Marketing tadgiqotlari: nazariy va amaliy asoslari.
— Toshkent: Igtisodiyot va ta’lim, 2019.
17 Zufarova N.G. Brend kapitalini boshqarishning ilg‘or xorijiy davlatlar tajribalari va ularning milliy yondashuvga
asoslangan transformatsiyasi // Marketing va raqobat, 2022. — Ne 4 (3). — B. 55-62.
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cpelle K MECTHOMY MEHTaJuTeTy. B aHamuTHYecKux CTaThbix O OaHKOBCKOM
CEKTOpe, BKJIIOYasi CTaThio MO Ha3BaHueM "UTo Takoe OpeHI W KaK CHeNiaTh €ro
CHJIbHBIM?," TOATOTOBICHHYIO OaHKOBCKUMH dkcrepTamu AVO, ocsemaroTcs
BU3YyaJIbHBIE, TICHXOJIOTUYECKHE M COIMOKYJIbTYPHBIC acIeKThl OpeHaa. B Hem
JIOKA3bIBACTCS, HACKOJIBKO Ba)XHBI JIOTOTHII, HU3alH, MUCCUS U IIEHHOCTH Kak
OCHOBHBIE KOMIIOHEHTHI OpeHja mpeanpusitus. [Ipm 3ToM oTmedaeTcsi, 4TO 3TO
CrocoOCTBYeT  (OPMHUPOBAHHMIO  YCTOWYWBBIX  aCCONMAMi B CO3HAHUH
noJb30BaTens s,

B nenom, coBpeMeHHbIE HayuyHbI€ B3IJISIIBI TOJITBEPKAAIOT BO3PACTAIOLLYIO
poJib  IU@PPOBBIX TEXHOJOTM ¥ MapKETUHTOBBIX HWHHOBAIlMH B Ipoliecce
dbopmupoBanus OpeHpa. OJHAKO CYIIECTBYIOIIME HCCIEAOBAHHUS  4YacToO
MPOBOJIMIIMCH HAa MPUMEPE Pa3BUTHIX CTPaH, a IJisi CTPaH, I/ie cucTeMa udpoBoit
TOPTOBJIM TOJIBKO (POPMHUPYETCS - B YACTHOCTH, /Il Y30EKHUCTaHa - CIICIUaIbHbIC
MOJIETN U METOA0JIOTHYECKUE MOIX0/IbI €IIe HEAOCTATOUHO pa3padoTaHbI.

B coBpeMeHHON MapKETHMHIOBOM NPAKTUKE (QOPMUPOBAHUE KOHUEMUUU
OpeHIa paccMaTpUBaeTCs HE KakK OJIHOKPATHOE TBOPUECKOE JACHCTBHE, a Kak
MOATAMHBIN CTPATETMYECKUAN TPOLIECC, OCHOBAHHBIM HAa KOMIUIEKCHOM IOIXOJIE.
Co3naHne yCTOMYMBOM M JOJATOCPOYHOM LIEHHOCTH OpeHaa, (opMUpOBaHHE
AMOIMOHAJILHON U (YHKIIMOHAIBHOW 3aBUCUMOCTH MOTPEOUTENSE OT HETO TpeOyeT
MOCJIEAOBATEILHOTO M HAay4YHO OOOCHOBAaHHOIO OCYILECTBICHHUS JTHUX JTaIlOB.
[[Ilupoko mpuMeHsieMas Ha NPAKTUKE MOJENb COCTOMT W3 CEMU OCHOBHBIX
CTPYKTYPHBIX 3TAIoOB, KOTOPHIE B TECHOM B3aUMOCBSI3M COCTABIISIOT LUK PA3BUTHS
openna (puc. 1).

7. BHegpeHwne n ayauT

AjanTayus, pernameHTbl, KOMMYyHUKAUVNOHHbIe
CpeAcCTBa, CONpoBOXAeHMEe U KOHTPONb 1 EVIBHGC
MpoAyKTbI 1N yCnyru, pecypcbl,

MapKeTUHT, pUHAHCBI,

(nacnopT CTaHAapTOB, CTaun-raing, @ MeHeaXMeHT
6peHabyk v ap.) \

6. [loKyMeHTUpoBaHue 1
nacrnopTusayus
PyKOBOACTBO M0 BHEAPEHUIO CTUAS

@ 2. UccnepoBaHus
5. BusyanbHas naeHTnduKayms PLIHOK. KOHKVDEHTbI
KoHuenumsa, cnctema gusaiiHa, ! yp 4

norotun, An3aiH HocuTenen bpeHaa, BPEHA L2 )noTpebuTeny, TpeHabl. AHanus

KOpnopaTuBHbIA CTUNb @ — 1 BbIBO/blI
K 3. Ctpaterus
4. BepGanuian : : CermeHTauus, UHCaNTLI, FTMNOTE3bI,

no3nLUVoHVpoBaHWe, 6peHa-nnatpopma,

naeHTupmnKauma
bpeHa-meTadopa

HasBaHWe TOproeoii Mapku,
HeMMUHT, cnoraH. ToH obLLeHus,
CTUAb KOMMYHUKaLUn

Pucynoxk 1. Kommiekcnas nodrannas Mmojaeab (popMupoBanus openga’®

18 AVO Bank. (2022). Brend nima va ganday gilib uni kuchli gilish mumkin? AVO Bank blogi //
https://avobank.uz/blog/brend-hagida
19 ApTopckas pa3paboTka Ha OCHOBE aHAJIM3a JIUTEPATYPBL.
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Monens popmupoBanus OpeH/Ia - 3TO KOMIUIEKCHBIN MOIXO0/, NOCIEA0BATEIbHO
U CHUCTEMHO OOBEIMHSIOMINN MPOIECCHl IEATETPHOCTH KOMIIAHWH, aHaln3a PhIHKA,
CTPAaTEernyecKoro MO3UIIMOHMPOBAHUS, BepOAIbHONW 1 BU3yalbHON MIECHTU(DUKAIUH,
JOKYMEHTHpOBaHUs 1 BHenpeHus.Ha pucynke 1 MOXXHO OTMETHTb, YTO BU3yasIbHas
UACHTH(UKALKSA, TO €CThb ICTETUYECKas KOHCTPYKIMsA OpeHia, MpeacTaBieHa B 5
sTanoB. Poib Bu3yanbHOM nACHTH(PHUKALIMK HeolleHMMa B popMupoBaHUr OpeHa Kak
00BbEKTa, KOTOPBIN OBICTPO M TOUHO BOILIOLIAETCS B COZHAHUU MOTPEOUTENS, CO3aeT
ycroiuuBble accoranuu. Ha 3Tom stane pa3pabaTbiBacTCsl BHELIHEE IIPE/ICTABICHHUE
OpeHJa - JIOrOTHUII, L[BETOBAasl cXeMa, WIPUPTHI, rpa)uuecKue 3JIEMEHTHI, CUCTEMA
Ju3aliHa, yIakoBKa U IpyTrye BU3yasabHble aTpuOyThl. BusyanpHas ujieHTU(UKALMS HE
TOJIBKO CO3JA€T JCTETUYECKYIO LEHHOCTb, HO U BBINOJHAET KOMMYHHKATUBHYIO
(YHKILMIO: OHA CO3HATENBHO MEpENacT MOTPEOUTETIO MPEICTABICHUE O LIEHHOCTSIX
OpeHja, ero JIMYHOCTU U cTuie. B MeCTHOH mpakTuke npeanpusThs U OpraHu3aluu
YacTO OINMUPAIOTCS HA MHIUBHIyalbHbIC B3MVIABI MPH (POPMUPOBAHUN BHU3YAIbHON
uaeHTHYHOCTH. CrcTeMaTr3anus 3TOro 3Tana, pa3padoTka cucTemsl Au3aiiHa (design
system) U AEMOHCTpAaLMs B OJJHOM CTUJIE Ha Pa3HbIX IIaTPopMax (CTpaHUILA, peKIaMma,
MPOAYKT, MOOMIBHOE TPHIOKEHHE W T.J.) UTPACT BAXHYIO POJIb B YKPEIUICHUU
OpeHpa.

Ha 6-M sTane BHUMaHuE ynenseTcs JOKyMEHTHPOBAHHUIO U MAaCTOPTU3AINH, TO
€CTh CTaHAApPTH3aLMU cTaHAapToB OpeHaa. Ilpu sToM mokaszano, uto 3ddexTrBHOE
(YHKIMOHMPOBaHNUE KOHIETILMHN OpeH/1a U UIEHTU(PUKAIMOHHBIX JIEMEHTOB 3aBUCUT
OT MX OIPENENICHUs Ha OCHOBE €IUHBIX, TOUHBIX M MPAKTUYECKUX JOKYMEHTOB.
[TosToMy Bce BepOasibHbIE W BHU3yalbHble aTpuOyThl OpeHIa JOKHBI OBITh
3aJJ0KyMEHTHPOBaHbl, TO €CThb OGOpPMIIEHbl B CTaHAAPTU3UPOBAHHON (opme.
JlokymeHTalusi o0ecrieunBaeT npecTaBieHre OpeHia Ha OCHOBE €MHOTO CTaHIapTa
MEXy BCEMU OTJeNIaMi BHYTPU KOMIIAHUH, TApTHEPaAMU U BHELTHUMHU TBOPYECKUMU
areHTCTBaMU. DTO TaKXkKe YMPOIIAeT MPOIECChI ayAUTa U OOHOBJICHUSI.

Ha ocHoBe aHaim3a CyniecTBYIOIIMX MOAXO0I0B Ha OCHOBE HAYYHOU JTUTEPATYPHI
0 TeMe, IPOAHATM3UPOBAHHON B paMKax HAIIIETO UCCIIeI0OBaHUs, HA OCHOBE HOBOTO U
KOMIUIEKCHOTO TOJX0/a K TepMUHY "(opmupoBaHue OpeHaa B cucteme Hu(poBon
TOProBiau" OBUIO TPEUIOKEHO CIEAYIONIee HAyYHO-CUCTEMHOE OIpEIeIICHUE:
"®opmupoBanue OpeHaa B cucreMe HU(ppPOBOM TOProBin" - 3TO UHTEIPUPOBAHHBIN
MAapKETUHTOBBIM IIPOLIECC, HANPABJICHHBIM Ha CO3JAHME YCTOMYMBOW M IICHHOU
KOHIIETIIUY OpeH/Ia B CO3HAHUU TOTPeOUTENs Ha IU(PPOBBIX T1aThopMax M OHJIAH-
KaHaJlaX MpOJaX, IMPEICTaBISIONMI co0Ol CHUCTEMy HeMaTepHalbHBIX AaKTHUBOB,
NPEACTABISIIONIYI0 COOOM KOMIUIEKC HHTEIIEKTYyaldbHbIX, KOMMYHHUKATUBHBIX U
TEXHOJIOTMYECKUX JJIEMEHTOB, CBSI3aHHBIX C co3fgaHueM OpeHpa." [lanHoe
ornpeeieHne 00bICHSIST IIpoliece co3aanus OpeHaa B UPOBOI cpejie KaK CI0KHOE
SBJICHUE, CBS3aHHOE HE TOJBKO C KOMMYHHUKAIIMOHHOM NEATEIbHOCTBbIO, HO H C
CHCTEMOI SKOHOMHUYECKHX PECYPCOB M MHTEIUICKTYAIbHBIX aKTUBOB, M ATOT TOJXO]
BKIIFOYAaeT B ce0sl WHTErpayi0 MHOTOOTPACIEBBIX (MYJIbTHANCIUILIMHAPHBIX )
IPUHIUIOB B (GopMUpoBaHuH OpeHna’,

20 Heding T., Knudtzen C., Bjerre M. Brand management: Mastering research, theory and practice. — Routledge, 2020.
—P. 267.
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dopmupoBanre OpeHia B yCIOBUSIX LIM(PPOBON TOProBIIU - CIIOXKHBIN Mpolecc,
KOTOpPBIi HEOOXOAUMO TIEPECMOTPETh HE TOJNBKO B pPaMKax KJIACCHUECKUX
MapKETUHIOBbIX KOHLEMNLHHA, HO U B HOBOM 3KOHOMHYECKOM M TEXHOJIOTMYECKOM
KoHTeKkcTe. DopmupoBaHue OpeHaa B CoBpeMeHHOW mmdpoBol cpeme TpeOyer
MYJBTHIMCHUIUIMHAPHOTO  MOJAXOAA: B 3TOM  MPOLECCE BaXXKHOE 3HAYCHHE
NpUOOPETAIOT MAPKETHHIOBBIE HMHHOBALMM, AaHAJTU3 IOBEJIEHUS MOTPEOUTENEH,
UCTIOJIb30BAHME  TEXHOJOTMYECKUX BO3MOXKHOCTEH HU(MPOBBIX IUIATPOpM U
MHTErpalus BU3yaabHO-BEpOAIbHBIX KOMIIOHEHTOB UICHTU(DUKALIMY OpeH ia.

Bo BTOpOIii rase auccepranyu ''Bo3MOKHOCTH HEHPOMAPKETHHIA CHCTEMbI
3JIeKTPOHHOM TOPIroOBJIM: ONBIT Y30eKucTaHA U aHAIU3 IJ1aTdgopM'’ pa3paboTaHbI
poJib M OCOOEHHOCTH TIATPOPM DIEKTPOHHOW TOPTOBIM, 3BOJIOIMS CTpPATErHid
MPOAAXK Yepe3 AEKTPOHHBIE TOPTOBBIC TUIOIIAAKH, METOAOIOTHSI BIUSHUS IU(POBBIX
WIATQOPM IEKTPOHHON TOProOBIM Ha HEHPOMAPKETUHI B JIEKTPOHHOM TOProOBJE B
VY30ekucrane.

B ycnoBusix 1mM@ppoBOi 3KOHOMHKH 3JIEKTPOHHBIE TOPIOBbIE IUIATPOPMBI
CTaHOBSITCSI HE TOJIBKO LIEHTPOM TOPTOBBIX OMEPALIHiA, HO U OCHOBHOM CTPATErMUECKOM
TUIOMIAAKON /s (GOPMHUpPOBAHUSI M pa3BUTHA OpeHIOB. Pacimpenue AesTebHOCTH
COLMAIBHBIX CETEW M 3JIEKTPOHHBIX TOPrOBBIX IUIOLIAI0K [TO3BOJISIET TOBOPUTH HE 00
AMHU30JUYECKOM TOSABJIEHUH HOBBIX OOBEKTOB HAa PHIHKE M TECTUPOBAHUU TOPTrOBOM
MOJIENH, & O CO3JJaHUH U Pa3BUTUU COOTBETCTBYIOIIEH 3KOCUCTEMBI. DTa SKOCUCTEMA
COCTOMT M3 PBIHOYHBIX YCIYI B CQepe SJIEKTPOHHOW KOMMEPLUHM M KOMIUIEKCA
HanOoJiee BaXKHBIX CyOBEKTOB 3TOrO pbIHKAa. B akocucTeMe 351eKTpOHHOI TOProBiIx
CYIIECTBYET HECKOJbKO KAaTEropuil MapKeTIUIEHCOB: OOIIEro  Ha3HAYEHUS;
MEXIyHapOIHbIN; cenuann3npoBanHblii; C2C; B2B.

B nocnennue roasl Topro.iisi B Y30€KUCTaHE CTPEMUTENIFHO pa3BUBaJiach Kak
4yepe3 COLMATIBHBIE CETH, TAK U Yepe3 AIIEKTPOHHBIE TOProBble IuIonaaky. Instagram
OCTaETCs CaMOM MOITYJISIPHOM COLMAIIBHOM CETBIO - €€ ayIUTOPHUS COCTABIISIET OKOJIO 8
MUJIJTMOHOB MOJIb30BatTenel (Mo coctosHuto Ha aBryct 2023 rona). s cpaBHeHuUs, y
Facebook ~2,2 munnmona noss3oBareneit, a y BKonrakre u OHOKJIaCCHUKOB - OKOJIO
2 MuunoHOB. OCHOBHYIO poJib UrpaeT MecceHpkep Telegram - um nonb3yrores ~18
MWUIMOHOB  y30ekuctaHueB  (<78%  WHTEpHET-ayJIUTOpUH), U  MHOTHE
IpeANPUHAMATEN BEIYT Ha €r0 OCHOBE TOProBiI0. YouTube Takke BXOJUT B TOM-3
U poBbIX IaTGopM Mo JoCTyMy K ayautopud. B 2021-2022 ronax MHOTHUE MEJIKHE
NpOJaBIbl TOProBajd B OCHOBHOM uepe3 Instagram u Telegram, Tak xak Ha pbIHKE
TOJIBKO MOSIBUJIMCH KPYITHBIE 3JIEKTPOHHBIE TOPTOBBIE TUIOIIAIKH.

B paccmarprBaemblii TIEpHOJA CPEOU SJEKTPOHHBIX TOPIOBBIX IUIOIIAJ0K
NOSIBIJICS KpyT JiuaepoB. Poccutickas kommanus Wildberries epBoit 3 KpymHEUITIX
YYaCTHHII BBIIIUTA HA PHIHOK - 3aITyCK cocTosiics B ¢eBpaie 2022 roma. B Tom xe roay
Hadan paboTy HammoHaTbHBIA phIHOK Uzum Market, KOoTOpbIii sSBISICTCS YacThIO
uudposoit sxocuctemsl Uzum (fintech, mnarexxu, nocraBka u T.4.).Kaxkasiit u3 arx
MOJIXO0B MO-Pa3HOMY MOAXOIUT K POPMHUPOBAHUIO OpEH/a, HO UX CUHEPTeTHYECKOE
IPUMEHEHUE CIIY)KUT BAXXHOM METOJOJIOTUYECKOM OCHOBOM ISl CO3JIAHMS
YCTONYMBOTO U KOHKYPEHTOCIIOCOOHOTO OpeH/a.

PbIHOK 5JEKTPOHHBIX TOProBbIX IIaTGOpM B Y30€KHUCTaHE CTPEMUTEITHHO

PAa3BHUBACTCA, YTO OTpPaAXacT FJ'IO68,JIBHYI-O TEHACHIIUIO III/I(prBI/IBaLII/II/I TOProBJIN U
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MU3MEHEHUS TOTPEOUTENbCKUX MPUBBIYEK. B mocneanue ropl HAOMI01aeTCsl aK TUBHBIN
POCT MECTHBIX U MEXIYHAPOJIHBIX IIAT(HOPM IEKTPOHHON KOMMEPIIMH, TAKUX Kak
Uzum Market, Wildberries, Ozon, AliExpress, KoTopbleé KOHKYpPHUPYIOT 3a
NpUBJICYCHNE BHUMAHUS TIOKymareneil u mpojaBuoB. Passutue mmardopm
AJIEKTPOHHOW ~ KOMMEPLMH  CONPOBOXKIACTCA  YJAYYIIEHHWEM  JIOTUCTUYECKOU
UHPPACTPYKTYpbI, POCTOM 00BEMOB OHJIAHH-TIPOAAXK 1 N3MEHEHUEM MapKETUHTOBBIX
cTpareruii B kommnanusix. (Tabmmia 1)

DJIeKTpOHHAsI TOPTOBJIsl B Y30€KUCTaHE MOKa3aia ObICTPBIM pOCT TOBApOOOOpOTa

B 2021-2023 rogax. PeiHOK, 0011Mii 006eM kKoToporo B 2021 romy coctaBuit okosno 201
MJIH AojutapoB, B 2023 romy BeIpoc 10 543 MIH J0JU1apoB (3a JiBa Toja IOYTH
2,7 paza). [ons OHIAMH-TOPTOBIM B OOIIEM O0OpPOTE PO3HWYHOW TOPTOBIIM IIO-
npexHeMy HeBenuka (okoiio 4% nHa xonen 2023 roja), HO cTabWILHO pacTeT. Yucio
OHJIAaH-TIOKYTIATENEN YBEIUYUIIOCH 10 ~5 MUJUIMOHOB YEJIOBEK, YTO COCTaBISET ~36
MWJUIMOHOB YEJIOBEK, 4YTO O3HAYAET, YTO OHJIAMH-TIOKYIIKM OXBaTbIBalOT ~14%
HaceneHus. HaOmoieHust mokas3blBaroT, YTO0 MHOTHE CEMBU Pa3MEIIAOT TPYIIIOBbIE
3aKa3bl, YTO YBEJIMYMBACT CpeaHUM CYET. COLMAIBHBIA YKIIAJ XKWU3HU BO BpeMs
MaHJAEMUU TOCIYXWJI KaTaau3aTopoM YCKOPEHHUs LU(PPOBU3ALMH, HO TIJIABHBIM
(bakTOpOM CTaJIO0 MOSBJIEHHE MECTHBIX JIMAEPOB, B NepByro ouepear Uzum. Ceronns
OHU MAaCCOBO TMPUBJIEKAIOT AyAUTOPUIO K 3JIEKTPOHHOU Topromie. [IprumeuarensHo,
yto Openn "Uzum" ctan nomyJsipHbIM Cped IMOJIb30BaTEIeH BCEro 3a MOJITOpa-iBa
roja.
Onu pocturinu 91-mpoLEeHTHOro pocTa U CTalld 3HAKOMOU "ToproBoil Toukon." Ha
pPBIHKE BCE €IIE€ €CTh HEIOCTAaTKW: HAalpUMEp, HE BCE NMPEANPUHMMATENIN BCE €Il
Mepenuid B OHJIAWH-PEeXUM (HU3KHI ypoBeHb mudpoBmzanmu OuzHeca). OmgHaKO
VIOPOIIEHUE PETUCTpAIlMd U PACHIUPEHHE JIOCTyMa K TOPrOBOM HH(PPACTPYKTYpE
o0ecreunBaroT OBICTPBIM POCT YKCIa MPOAABIOB Ha phIHKaX. [1o maHHBIM BiacTew,
oO1IMiA TOZJ0BOI 00OPOT BCEX PHIHKOB cTpaHbl B 2023 roy OLIEHUBAEeTCs MPUMEPHO B
300 MuIH 1OJTApOB.

HanmoHanbHOe areHTCTBO MEPCIEKTUBHBIX IMPOEKTOB OTMEYAaeT, YTO Ha
CErOJIHAIIHUNA JIEHb B CTpaHe 3aperucTpupoBaHO Oosiee 50 pHIHKOB 3JIEKTPOHHOM
KoMMepiu. X romoBoil ToBapooOOpOT cocTaBUT 543 MWUIMOHA J0JIIApOB, U
oxkupaercd, uro K 2027 romy 3TOT MOKA3aTeNb BRIPACTET A0 | MUUIMApaa JOJUIAPOB.
MexayHapoaHas ayauTopcko-KoHcanTuHroBasi kopropamuss KPMG nemaer Gonee
yBEpEeHHbIE TTPOrHO3bl. COOTBETCTBEHHO, K 2027 TOAYy OH JAOCTUTHET 2 MUJUIMAPIOB
JI0JUTAPOB, YTO O3Ha4yaeT exerofHbli poct Ha 40%+. Yxke B 2024 romy pBIHOK
NPOJIOJDKAET TMHAMUYHO PACTH: 3amyIleHbl HOBbIe matdopmsl ("Humans Market" u
JpYTrH€), UHOCTPAHHBIE WHBECTOPHI PACHIUPAIOT WHBECTUIIMU, & OHJIAWH-IIOMUHT
CTAaHOBUTCS MPUBBIUKON cpeau HacesieHus. ECTh yBEpEHHOCTb, UTO TEHJICHIIUS POCTa
npoAoKuUTess U B 2025 roxy - phIHOK BCTYIAET B CTAJUI0 AKCHOHEHIUAIBLHOTO
pPa3BUTHS, B TO BpeMs KaK 0ObEMBI MTPOJIaXK U KOJUYECTBO YUaCTHUKOB PACTYT OUYCHb
BBICOKUMHM TeMIiamH. (Tad 1.)

Ha ¢one crpemutenbHOro pocta pblHKa U3MEHWIKCH U CITOCOOBI MOIMYJIAPU3aIIH
onnanH-tatghopm. B Hauvane mepuoga (2021 roa) y30€KHUCTaHCKHE MOTPEeOUTENN
ObLTH O0JIEe OCBEIOMIICHBI U MOJIB30BATHUCH 3apyO0eKHBIMU TUIATHOPMAMHU - HAIPUMED,

Ha "ANEXpress" MoxkHO ObLIO 3aKa3aTh TOBAPhI U3 Kutas nim npocTo yBHACTh TOBAPHI
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HA MHUPOBBIX PhIHKaX 0€3 perucrpanuu (M3-3a CIOMKHOCTH JIOCTaBKH U OIUIAThl B TO
BpeMsi). B MecTHBIX HHTEepHET-MarazuHax ObUla OrpaHUYCHHAS ayAUTOPHSI KIIUCHTOB.
Opnaxo mpumepHo ¢ 2022 rojga cuTyalusi U3MEHUJIACh: C TMOSBIEHUEM YAOOHBIX
JIOKQJIBHBIX TPWIOKEHUM C JIOKAIbHOW [JOCTaBKOM M OIUIATOM B CymMax Ha
y30€KCKOM/PYCCKOM  SI3bIKaX Mpom3oIies "B3pbIB" B TOPTOBBIX OTHOIICHUSX
II0JIb30BATENEH.

Taoauna 1

IonyaspHOCTD IIAT(OPM CPeH NOKynaTesei’

MOKYNATEIbCKUX TPHIOKCHUH.
B 2021-22 ropgax nuaepaMu 1o

3arpysKam cTanm
YHUBEPCANbHBIC  MPHIOKECHHS
st nokynok  ("AliExpress,"

"OLX").

Iloka3zarenn Tennennu Ha 2021-2024 roasl Jluneps! B Havane 2025 roga
TIOMYJIAPHOCTH

Ocenomniennoct | Jlo  mosiBiaenust — jokambHbeix | "Uzum Market" - cambliii y3HaBaeMblii TOPTOBBIH OpeH:

b 0 OpeHze 3KOCHCTEM rio0abHBIE | 3a IIECTh MecsleB nocie 3amycka 91% pecnoHIeHTOB
NPOAYKTHl  OBUIM  JIMAEpPaMHu | 3HAIM €ro Ha3BaHWe, OoJiee IMOJIOBUHBI U3 HUX padoTau
cpean OHJIalfH-CEpBHUCOB: | 0e3 Kakoil-mmbo moxanepxku. Hapsngy c  apyrumm
COIMAbHBIC CeTH, | YIEKTPOHHBIMH TOPTOBBIMHU IUIATGOpMaMu HaceleHHe
MecceHmkepel  (Telegram) wu | xopomo 3HakomMo ¢ ycimyramu OLX (kak peximaMHBIN
OLX. B cermenre amekTpoHHO# | caiir), AliExpress u mectHbix MarazunoB - Mediapark,
kommeprmn "AliExpress" (kxak | Asaxiy, Olcha. Meccermkep Telegram  Taroke
CHHOHMM JICUIEBOW OHJIAMH- | pacCMaTpHUBaeTCsl KaK TOProBas IuIONmIagka (MHOTHE
NOKynkd u3 Kwuras) momy4un | mpearnpuHUMaTe u npojatot uepe3 Telegram-kaHaib).
BBICOKOE€  CAMOIpU3HaHHE B
2020-21 ropax.

MoO6unbpHbIE Mo6unbHbII KaHall cran | "Uzum" crajo caMbIM 3arpy>kKeHHbIM JIOKQJIbHBIM

IIPUIIOKEHUS OCHOBHBIM: poct yucna | npuiaoxenueM B 2023 romy (>13,5 MIH ycTaHOBOK) M

(3arpy3ka) MOJIb30BaTeN e cMapTHOHOB | BOILIO B TPOUKY JIYUIIMX IPUIOKEHUH B Y 30CKUCTaHE IO
(83% oxBara 4G) mnpuBen K | KOJMYECTBY TOJb30BaTesneld (BTOpOe MECTO IMoOcCie
3arpysKe MHJUIHOHOB | MECCEHKEPOB M COLMANBHBIX ceTel). Exemecsuanas

aKTHUBHas ayquTopus npuioxkeHus "Uzum" npeBbllaeT
10 MunnuoHoB 4venoBek. i CpaBHEHMS, MPUIOKEHUS
OLX u Telegram Tak:ke IMEIOT MIJUTHOHBI YCTAHOBOK, a
Cpenn WHTEpHET-Mara3uHoOB 3aclly)XMBAlOT BHHUMAaHUS
Asaxiy u Wildberries (mocnmemHuii mpoaBUracTcs
JIOKAJIN30BAHHBIM KOHTEHTOM).

[Tocemenus BeO-
caiita u Tpaduk

B 2021-22 romax mo Tpaduxy
JIOMUHHUPOBAIN 3apyOeKHbIe
caitter: "AliExpress," "OLX," a
TaKKe JIOKaJbHbIE WHTEPHET-
marasussl. [locrenenHo Tpaduk
MIEPEMECTIIICS B TIPUIIOKEHHS.

Ilo BeO-tpaduky wutoroB 2024 roma: "Asaxiy.uz" u
"Uzum.uz" BXOOST B YKMCJIO CAMBIX IOCEIIAEMBIX €-KOM-
CaliTOB B Halled CTpaHE, UX MOXKHO CpPaBHUThb IO
MecSUHBEIM TocemenusM. "Zoodmall.uz" u "Olcha.uz"
TaK)Ke BOIUIM B ISTEPKY JIYYIIHX, & 4acTh Tpaduka
npuxoautcs Ha marasuHel "Telegram" (t.me). Omnako
OCHOBHOE TIOTpEOJICHHE TMPUXOTUTCS HAa MOOWIBHBIC
TIPHUJIOKCHUS, KOTOpEIE HE BKJIFOYAIOTCS
HETIOCPEICTBEHHO B BeO-TpaduK.

YI[()BJ'ICTBOPGHHO
CTb U y4aCTHC

JIOSTIBHOCTE  pacTeT IO Mepe
yiny4ymenus: ycuyr: B 2021-22
rogax  IOKyHarelud  TOJBbKO
HAYMHAIN J0BepsTh pbiHKaM. K
2023 roxy OOJBIIMHCTBO JFOIEH
CTau MOCTOSIHHBIMHU
KIIMEHTaMH, nenas
eXKEeMeCsUHbIE 3aKa3bl.

HUccrenoBanusi TOKa3bIBAIOT, YTO B BOIPOCE YaCTOTHI
MOKYNOK ¥ BPEMEHH, NMPOBEACHHOTO B NPUIOKEHHSX,
"Uzum" oTMe4aeT BBICOKYIO aKTUBHOCTD - MOJIb30BATEIN
HE TOJIbKO COBEpIIAOT TOKYNKH, HO ¥ HCIOJB3YIOT
CymepnpuioxkeHue i (UHAHCOBBIX  OMEpaIni.
Wildberries m Ozon chopmupoBamu CiIoi MECTHBIX
KIIMEHTOB, HO J0 CHX TOP HE CPaBHSIUCH C MECTHBIMHU
JTUAepaMu 10 IPHUBJICYCHHIO.

B nocnennue roasl TOprois B Y30eKHCTaHE CTPEMUTEIBHO Pa3BUBANIaCh Kak
yepe3 COLMAIbHBIE CETH, TaK M 4Yepe3 DIJIEKTPOHHBIE TOPrOBBIE ILIOLIAIKH.
HccenenoBanus IOKa3bIBAalOT, 4YTO Instagram ocraeTcs camMou NOMYJIAPHOU
COLIMAJIBHOM CETHIO - €€ Ay JUTOPUS COCTABIISIET OKOJIO 8 MUJIMOHOB ITOJIb30BATENEH
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(o coctosiauto Ha aBryct 2023 rona). [Jns cpaBuenus, y Facebook ~2,2 muminona
nonb3oBateneii, a y BKonrakte u OJIHOKIACCHUKOB - OKOJIO 2 MWUIMOHOB. [lo
OXBaTy IMOJb30BaTeNeH KIIOYEBYIO poJib UrpaeT MecceHmkep "Telegram" - ot Hero
~[Tonw3ytorcs 18 mwummonamu y30ekuctanieB (<78% WHTEpHET-ayJAUTOPHH), U
MHOTHE TpPEINpPUHUMATEIN BEAyT OHJaMH-ToproBmo. Takke Iuiatdopma
counanbHbIX ceTei "YouTube" Bomia B TpOHKY JydIIux miatdopm Mo J0CTymy K
aynuropun mpojax. COLMOJOTMYECKHA aHalIW3 CUHUTAET, YTO KOMMEPUYECKHE
NOTPEOHOCTH HACEJICHHs B YCIOBUSAX TMAaHAEMUU TOCITY>KUIU TOJYKOM K
paclIMpeHu0 oxBarta onHianH-npojax. B 2021-2022 romax MHOrME MEJIKHUE
IIPOJIaBIIEI KOMMEPIHMAIM3UPOBAI B OCHOBHOM dYepe3 "Instagram" u "Telegram,"
TaK KakK 3TOT MEpPUOJl ONpeNeNsieTcs TEeM, YTO Ha PHIHKE TOJIbKO HAYMHAIOT
HOSIBJISTHCS KPYITHBIE AJIEKTPOHHBIE TOProBhIe miomaaku.(Tadmumna 2).

Taoauna 2

IHonyJApHOCTH 3JIEKTPOHHBIX TOPrOBbIX IJIOMIA/IOK B Y30eKHCTaHe

(2022-2024)%

JJIeKTPOHHAas 2022 r. (MuH 2023 (ManH 2024 (maH Poct 2022-
TOprosast noceuieHui B NnoceleHuii B nocemeHuii B 2024rr. (%)
IUIONIAKA Mecs) MecsI) Mecsill)

Uzum Market 0,5 2,36 5,4 +1080%
Jlukue arogsl 1,2 2,5 3,8 +316,7%
O30H 0 15 3,5 M/Her
AliExpress 3,0 3,2 3,5 +116,7%
OJIX 2,0 2,2 2,4 +120%

B paccmaTtpuBaemblii mepuoJ Cpeau 3IEKTPOHHBIX TOPTOBBIX ILIOIIAIOK
nosiBWICS Kpyr swmaepoB. Poccuiickas kommnanms Wildberries mnepsoit w3
KpyIHEHIINX UTPOKOB BhIIIUIA Ha PbIHOK. B Y30ekucTane oH ObLI BIIEpBbIE 3ay1LEH
B eBpanie 2022 rona. B Tom ke rogy Hadan paboTy U HalMOHANBHBIN pbIHOK "Uzum
Market," sinstrormiicst yactbro mudposoii skocuctemsl "Uzum™ (fintech, miarexnw,
JIOCTaBKa u Ap.)

Taoauna 3

JInHamMuka nocraBok npoaykuuu ""Uzum Market'" nmorpedouressim
(2022-2024 rr.)*

THuns! IPOAYKTOB 2022 . 2023 1. 2024 1. YBennueHue
(o1, %) (moms1, %) (momst, %) | 2022-2024 1r. (%)

DIIEKTPOHNIECKUE N3CIHSI 28. 31. 35. +125%

W3 nenus mrst oe bl 22. 26. 28. +127,3%

Mebenb 15. 17. 18. +120%

ITpoAyKTBI KpacoThl U 3/I0POBbsI 5. 7. 8. +160%

IlocTtaBKka NPOAYKTOB MUTAHUS 2. 4. 6. +300%

[ToMmuMoO conuanbHBIX CETed, PHIHKM U CYNEPIPUIOKEHUS CTald yI0OHOH
BO3MOXXHOCTBIO 711 pekyiambl. C 2022 roma B Y30€KHCTaHE CTPEMUTEIIHHO
pa3BUBAIOTCSI KaK MECTHbIE, TaK U MEXIyHApOJHbIE IIATPOPMbI 3JIEKTPOHHOU
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KOMMEPIIUU: Mbl BUJIUM HMHTErpaIliy ¢ TAKMMHU TJI00aJbHBIMU IIaTGopMaMu, Kak
Uzum, Wildberries, Ozon, a Taxxke Alibaba. Dtu miatdopmbel obecrnieunBaroT
OpeH/1aM BBIXOJl Ha HOBBIM ypOBEHB (Tabnu1a 4).

Tao6auna 4
OcHoBHBIE MOKA3ATEIH l'[.]'laT(l)OpM 3.]'leKTpOHH0171 KOMMEPIINA B
V36ekucrane®
[Tnardopma OcHoBHBIe qocTikenus 2022-2024
Bunorpan 3anymeno B 2022 roxy; cymnep npuiokeHue (IuardopMa 3JIeKTPOHHOH KOMMEPIHUH,

JIOCTaBKa, GPUHTEX).

2023: Camoe momyJIsipHOE JIOKalIbHOE Tipriiokernue (13,5 MITH 3arpy3ok).

2024: ~10,6 v MAY (30% nacenenwns); Poct GMV 3,5 x y/y; B mepBoii OJOBHHE rojia
>8 MIJJIMOHOB 33aKa30B.

Jukue sroasr Breixon Ha peiHOK: (eBpanb 2022 roga. BEICTpBIH pocT 3a cYeT 3KCmopra y30eKCKoi
MPOIYKIINH.

2023: mponaxu y36exckoil npoxykuuu B Wildberries coctapisitor ~311 MiH momnapos
(stHBapB-OKTAOPE), uTO HA +84% Oombiie, uem B 2022 roxy. 2024: 3a 9 MecsIeB MpoxaxXu
MECTHBIX MpeAIpUHIMAaTENeH BEIPOCIH B 87 pa3 1o cpaBHEHUIo ¢ 9 mecsanamu 2023 roza.
MNuBectunimu Wildberries B Y306ekuctan gocturiu 412,5 MiiH gonnapos, co3fgano 22,5
ThIC. pabounx MecT. K 2024 roay oHHM pacimpwiId cKiiaackue noMerienus 1o 350 000 m2
Y YBEJIMYWIJIM KOJTMYECTBO TIpoaaBIioB o 15 000.

O3o0H 3amyck pbeiaka ~ 2022. 1y npuBJedeHus MPoJaBIoB U3 Y30eKucTaHa co34alld MECTHBIE
odpucel u ckianel (aHanormuHo Wildberries). HecMotps Ha TO, 94TO 1O O0OBEMHOMY
peiitunry oHa ycrynaeT Wildberries, oHa aKTUBHO pa3BUBaeTCsl.

Alibaba.com [aptHepctBo ¢ mpaButensctBoM: Haumnas c 2020 roma, Alibaba 3amycruna
CHeIMATIbHBIN OT/IEN 1101 Ha3BaHueM "Cenano B Y30ekucTane" i1 dKcropTa y30eKcKoi
npoaykuuu. ['ocymapctBo cybcuampyer nmoctyn Oosee 300 MECTHBIX KOMIIAHHUH K
mobaneHON TwIaTGopMe, YTO TMO3BOJSET HAIIMOHAIBHBIM OpEeHIaM BBIXOIHWTH Ha
MHUPOBBIEC PHIHKH.

Amud Hacus Brimren Ha peiHok Y36ekuctana B 2021 rogy. B 2022-2024 rogax kOMmaHus Hadania
NPENOCTaBIATh KIMEHTaM YCIYTH pacCpOUKH IiaTexxei. Takke 3amyleHa HHTETrparys ¢
npuioxerreM "Alif Mobi," koTopoe MO3BOJISIET OCYIIECTBIATh IUIATSKH U JCHEKHBIE
nepeBoabl. B cucteMe aNEeKTpOHHON TOPTOBIM MPEACTABICH IIUPOKUN aCCOPTHUMEHT
3NEKTPOHUKH, OBITOBOM TEXHUKH M JPYTHX TOBAPOB.

Hemmo ITnardopma Obina 3amynieHa B ceHTs10pe 2021 roma. 3To mepBast 3JeKTPOHHAS TOProBast
IUIOMAIKa, O(QHUIMATBFHO 3apETUCTPUpPOBAaHHAS B [ OCymapCTBEHHOM — peecTpe
V36ekucrana B 2022-2024 romax. MMeroTcs IyHKTHI IpHeMa 3aKa30B, KOTOpHIE
MO3BOJBTIOT TPOTECTHPOBATh TOBapHl Tepen MOoKymkoil. Ha mmatdopme Takxke ecth
coOCTBeHHas JIoTHCTHYecKas cuctema. [Tmarexxubiit ceppuc "Sello Pay" npenocrasiser
KJIMEHTaM yZ00HbIe CIIOCOOBI OIJIATHI, BKIIOYAsi paCCPOUKY.

Humans Market | B mapre 2024 roma ObLI 3amylieH yHHBEPCAIbHBIA PBIHOK OT 3KOCHMCTeMBI Humans
(tenexom/dunTex). Ilpemiaraer aBe KaTeropud TOBApOB: Mara3uH JJICKTPOHUKH (B
napTHepcTBe ¢ KoMmmnanueit "Artel") u npoaykTel nuTaHus. [y JOCTaBKU HCIIOJIB3YETC
"Humans Y axshi." [lepBoHauansHO HACUUTHIBAIOCH 0K0JI0 5000 MPoayKTOB (M3 KOTOPBIX
3000 cocraBmsuid MPOAYKTH muTaHus). OXKUmaeTcs, 4YTo B ONIpKaimeM OymymeM OH
MMpEeACTAaBUT HOBOCTU I CTOPOHHUX MIPOJaBIOB (HaHpI/IMep, perucTpanus 6GCHHaTHaH,
komuccus okomo 10%, xemOdk s mokymartenss okoio 5%). Ilokymaremu MoryT
BOCTIOJIB30BaThesl KypbepoM "Humans" m "Yandex Go" mpu momydeHHM 3akaza MU
3a0paTh €ro caMOCTOSITEIBHO.

Alif Toprosmus OTO 3NeKTpoHHas ToproBas Iiardopma, npuHamiekamas kommanun "Alif fintech,"
HaIpaBlICHHAs HA TPOJAXy MOTPEOUTENECKUX TOBAPOB HA BBITOIHBIX YCIOBHUSX IS
IJIaTexel U KpeauTOoB.

AxTtuBHO paszBuBain B 2022-2024 ronmax, B TOM 4YHCJIE€ PACIIMPUIM ACCOPTHUMEHT
OPONYKIMKA M ajpeca IMOCTaBOK. I[l03BOJSIET KIHMEHTY YHPAaBISATh HHTETPAaIUeH,
yI0OHBIMH ITaTEXaMH, JICHESKHBIMH TIEPEBOIAMH U OHJIAWH-TIOKYITKaMH yepes IudpoBoe
npunoxerne "Alif Mobi."
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D¢ dexTuBHBIE CTPATErMH [ POIABLIOB AJIEKTPOHHBIX TOPrOBBIX MJIOLIA0K
OXBAaTBIBAIOT HECKOJIBKO KIIFOUEBBIX 00J1acTel: BEIOOP MPOAYKTa, IEHOOOpa30BaHUE,
JIOTUCTHKA, MApKETHHT, OOCITyXHBaHHE KIHMEHTOB W (DMHAHCOBBIA MEHEIKMEHT.
AHanmu3 TpeHAa M TMPOJAaXW YHHUKAIbHBIX HPOAYKTOB IOMOIalOT CHHU3UTH
KOHKYPEHIIMIO M YBETUYUTh Mapxky. JluHaMuuHOE 1IeH000pa3oBaHUe B TOPTOBIIE U
BHEJIDEHUE  MMAKETHBIX  MPEIJIOKEHUH  CTUMYJHUPYIOT  CIOPOC  KJIHMEHTOB.
OnTuMusanusl JOTUCTUKH, BKJIKOYAs HCIOJb30BAHUE PBIHOYHBIX CKJIAJOB M
pacIlipeHHe CETU IOCTAaBOK, COKPAaTUT BpeMs OOpabOTKM 3aKa30B M YIYUIIUT
peUTHHT IpoAaBLOB. Takue MapKETUHTOBblE MHCTPYMEHTHI, Kak HUH(QOPMUPOBAHKE
MOKYIIaTeNsl O MPEUMYIIECTBAaX TOBAPHOM KapThl, cepbE3Has paboTa HaJl peKiIaMon
U COTPYAHMYECTBO C OJorepamu, MOBBIIIAIOT MPOJAXKH MPOAYKTa U JOBEpHE
KJIMEHTOB. BBICOKMII ypoBEeHb 0OCIyXKMBaHUS, TakOil Kak ObIcTpas IOCTaBKa,
ruOKue yCJIOBHs BO3BpaTa M KaueCTBEHHAs YIAKOBKa, 0OECIIEUMBAET JOSIbHOCTD
KJIMEHTOB. [Iporpammel aBTOMaTM3alMU OyXraiaTepCKOro y4yera, ONTHMHU3aluu
3aTpaT M JOSUIBHOCTH CHOCOOCTBYIOT POCTY YHCTOW MNPUOBUIM W MOBTOPHBIM
nokynkaMm. KoMIUIEeKCHBIA MOAXO0A K 3TUM CTPATETUsIM MOMOTaeT MpoAaBLaM He
TOJIBKO YCIIEITHO KOHKYPHPOBATh, HO M YCTAHABIMBATH JIOJITOCPOYHBIE OTHOLLICHHUS
C KJIMEHTaMH, 00eclieuynBaTh CTA0OMIBLHOCTh OM3HECA HA PHIHKAX.

Hcxonsd u3 pe3yabTaToB IPOBEICHHOIO HCCIEIOBaHUS, B KAYECTBE OCHOBHBIX
(aKkTOpOB, BIMAIOIIMX HA PBIHOK 3JEKTPOHHBIX TOPTOBBIX IUIOMIAJOK, MOYHO
BBIICJIUTH CIEIYIOIIME: POCT KOHKYPEHUUHU (M3MEpPEHHE KOJINYECTBA YUACTHUKOB
pBIHKA), TOCYJAapCTBEHHOE peryjupoBaHUE Ipolecca (U3MEpEeHHe CTaBKU
MOJIOXOJHOTO Hayiora, o0bemMa CyOCHAMH U TPAHTOB), PA3BUTUE DKOCHUCTEM,
UHDPACTPYKTYpPhl M HOBBIX TEXHOJOTUH (M3MepeHHue - 00bEeM HHBECTUIIMH B
MHHOBAITMOHHOE pa3BUTHE) (TA0M 5).

Tadoauua S
Pe3zyabTarsl pacuera kodgguumnenra koppeasunu CnupmeHa ¢
OCHOBHBLIMH ()AKTOPAMH PHIHOYHOIO 060poTa>

Koadpdunuent xoppensunu ¢
Paxtop (X) o0opotom psiHKa (Y)

KomngectBo Y4YaCTHUKOB pBIHKA JJIEKTPOHHON

KOMMEpPLUH 0.979
KonudecTBO rocynapcTBEHHBIX TPOTrpaMM U UHUIIMATHB, 0.849
HallpaBJIEHHBIX HAa Pa3BUTHE 3JIEKTPOHHON TOPTrOBIU '

OO0BeM MHBECTHUIIHM, HAMPABIEHHBIX HA PAa3BUTHE PHIHKA 0,999

3J1€KTpOHHOfI KOMMCpIHHN

OTtHomieHne OOBSICHEHHOM JucIiepcuu ompezensiercs no gopmyne (2.3) u
pe3yabTaThl GUKCUPYIOTCS B Tabnuiie 6:

N
EV = 5-+100(2.3)

>\HpI/I 9TOM - COOCTBEHHOE 3HAUECHHE JJI1 OCHOBHOI'O KOMIIOHCHTA,
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Taoauma 6
Pe3ysibTaThl pacuera OTHOIIEHUS 00bSICHEHHOM I[I/ICIIepCl/II/IZG

OCHOBHOM KOMIIOHEHT OTtHoueHne 00bSICHEHHOM Tucnepcuu
ITepBbIii KOMITOHEHT (OCHOBHOM) 98,58
Bropoii KoMIOHEHT 1,42

Pe3ynbTaThl CpaBHUTENIBHOIO aHAIM3a JAWHAMUKHA Pa3BUTHS AJIEKTPOHHON
KOMMEPIIMU B Y30€KHCTaHE MOKa3bIBAIOT, YTO OHA BJIMAET HA PHIHOYHBIA 000POT
KaK MHCTUTYIMOHAJIbHBIA W (uHaHCOBBIA (akTop. Kosadduument koppensiuu
(r = 0,9999) nonreepkaaet, 4To pocT 000POTa FAECKTPOHHOW KOMMEPIIMU MOUTH
MOJIHOCTBIO CBSI3aH ¢ 00bEMOM MHBECTHLMM. VHBECTHIIMU CIOCOOCTBYIOT POCTY
TEXHOJIOTHUH W WHQPACTPYKTYphl. ITO TMPOSBISETCS B YBEIMYECHUU YHUCIA
N0JIb30BAaTENIeW WM IpeanpuHuMarenei Ha peiHke. Kak m apyrue mpoOiieMHbIe
BOTIPOCHI, 3HAYMTENbHASI YacTh HMHBECTHIIMM MOXKET OBITH HampaBlieHa Ha
JIOJICOCPOYHBIE MPOEKTHI (Harpumep, pazpaboTky airoputMoB MU nast peIHKOB),
4yTO, O€3yCIOBHO, MOBIMsAET Ha Oyaymiee. BbICOKHMH ypOBEHb KOppeEsLuU
(r = 0,979) mexay KOIMYECTBOM YYaCTHHUKOB PBIHKA M OOOPOTOM O3HAYaeT
pacHIMpEeHrEe SKOCUCTEMBI AIEKTPOHHONM KOMMEPLIMH, a TAK)KE YBEITUYEHHE 00beMa
POJAXK.

CrpaTernu mnpojax 4Yepe3 COUUAIBHBIE CETH W IIAT(OPMBI AIEKTPOHHON
KOMMEPLIMA  NPEBPAaTWIMCh U3  TPAJULUUOHHBIX HHTEPHET-MarasuHoB B
UHTETPUPOBAHHBIE HKOCUCTEMBI, OOBEANHSIIONINE (DUHTEX, JOTMCTUKY U OHJIAiH-
komMmepuuio. Instagram u Telegram ocrtaioTcsi OCHOBHBIMM — IIaThOopMaMu
(G pPOBOM TOPTOBIIH, MPEAOCTABISIOIIMMU TPEIIPUHUMATEISIM MPSIMON TOCTYII K
aynuropun W 3(GGEeKTHUBHBIE peKJIaMHble HMHCTpYMeHTHl. OpHako Ornaromaps
KOM(pOPTHBIM YCIIOBUSIM JUIsl TPOAABIIOB, KOMIUIEKCHOMY OOCIIYyXHBaHUIO W
aKTUBHOMY IPUBJICUYECHUIO HOBBIX KJIMEHTOB U€pe3 IMPOrpaMMbl JIOSJIBHOCTH H
peKIaMHbIE KaMIIAaHUU 3JIEKTPOHHBIE TOPTOBbIE TUIONIA/IKK MOCTENIEHHO 3aHUMAIOT
JIOJTIO phIHKA. POoCT Oe3HaAIMUHBIX IU1aTex)ei U U(PPOBBIX (PUHAHCOBBIX YCIYT TAKKE
CHOCOOCTBYET MOBBIILIEHUIO JOBEPHUS K OHJIAHH-KOMMEPLIUH.

B Tperbeil rnaBe aucceprauuu, o3ariaBieHHOM ''MoaenupoBaHue H
CHHepreTu4ecKoe BJIMSIHME IOAX0J0B HeHPOMApPKeTHHra B 3JIEKTPOHHOI
KOMMepUMH'', TEOpeTHUECKass OCHOBA HCCIIEIOBAaHUS OCHOBaHAa HAa KOHLEHIUU
COLIMAJIbHO-TEXHUYECKOTO CHHTE3a, TJE€ TEXHOJOTMH LHU(POBOrO MapKETHHTIa,
napaMeTpbl TMOBEACHUSA MOTpeOUTeNed M HWHCTUTYIMOHAJIbHBIE OTpPaHUYCHUS
HAIlMOHAJIBHOTO PbIHKA B3aUMOJCHCTBYIOT KakK €JMHas aJanTUBHas cuctema. B
TaKOW CHUCTEME pa3BuUTHE OpeHJa HHTEPHPETHPYETCS HE TOJBKO Kak pOCT
(UHaHCOBBIX MOKa3aTelield, HO M KaK HAKOIUIEHWE HEMaTepUaIbHbIX AKTHUBOB -
JIOSUTBHOCTh, JOBEpUE, MPU3HAHHUE, YTO COOTBETCTBYET COBPEMEHHOM Mapajurme
OpeHIuHTra, OCHOBAHHOIO Ha IEeHHOCTU. Merogonoruuecku pabdora (mixed
methods) cienyer 3aKOHOMEPHOCTSIM  CTpaTEerdd  CMEIIAHHBIX  METOOB:
KOJIMYECTBEHHBIN aHAIN3 00ECIIeYNBAET CTATUCTUUECKYIO TPOBEPKY OTHOILIECHUH, a
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KAUECTBEHHbI KOMIIOHEHT BBIABJISIET IPUYMHHO-CJIEACTBEHHBIE MEXAHU3MBI,
ONPEAEISAIOIINE YCTOUUNBOCTD BBISIBICHHBIX CBSI3EH.

C OypHBIM pa3BUTHEM MHU(PPOBBIX TEXHOJOTHH B Y30€KHCTaHE KOMIIAHUHU
CTAJIKMBAIOTCS C IaBJICHUEM aJanTallii K HOBBIM PBIHOYHBIM ycioBusM. Lludposas
KOMMEpLHUS U3Y4aeT MOBEJICHUE OTpEOUTENEH, OOHOBISET METOIbI IPUBICYEHUS
KIIMEHTOB W MeHseT Ou3Hec-monenu. CoBpeMeHHbIe OpeHAbl TPeOYIOT OCBOCHUS
NEPEIOBBIX TEXHOJOTMA M TMPOBEACHUSA TIyOOKHX HCCIeNOBaHUN IUBPOBOI
HKOCHUCTEMBI.

Ananus mudpoBoii cpensl B Y3oekuctane Ha 2023 u 2024 ToapI TOKA3hIBACT,
YTO KOJIMYECTBO MOJIb30BATENEH HHTEPHETA YBEIUYWIOCH ¢ 24,5 MiH 10 27,8 MIIH.
D10 cooTBeTcTBYET pocTy Ha 113,5 mpouenrta. Takoil pe3ynbTaT JOCTUTAETCS
Omarozaps moanepKke MHGPACTPYKTYPhl, PACHIMPEHHUIO AOCTYNa K WUHTEPHETY B
OTJAJICHHBIX palioHaX W MOIYJISIPU3aIMA MOOMIBHBIX Ta/pPKEeTOB (Ta0. 7).

Tabauna 7
AHAJIM3 TEKYIIEro cocTosinus uudppoBoii cpeanl Yioexkucrana (2023-2024)%'
[Tokazarenu 2023 r. 2024 r. Poct (%)
WuTepHeT-nonap3oBaTenu (MJIH YeJIOBEK) 24,5 27,8 +113,5%
Jlomnst MOOMNIBHBIX JTaHHBIX (%) 76. 82. +107,9%
[TpoHuKHOBeHHUE colManbHbIX ceTelt (%) 62. 68. +109,7%
O060OpOT HNEKTPOHHON KOMMEPLUH (MJITH. JTOJIJ.) 21.30 2.745. +128,9%
Joiist onnaiiH-miatexeil B po3HuaHOH Toprosiie (%) 19. 217. +142,1%

CekTop 2JIEKTPOHHONW KOMMEPIIMM MUMEET CHIbHYIO MO3UIMIO0 U MOKa3bIBAET
3HAYUTETBHBIC MOJOKUTEIbHBIE PE3YyJIbTaThl. 3a MOCIEIHUN TIepro] o0t 00beM
ANEKTPOHHOM KOMMeEpUHH yBenuuuiica ¢ 2,13 mupa nomtapo go 2,74 mipn
JOJUIapoB, 4YTO O3HayaeT pocT Ha 1289 mponenrta. OHmaiH-TpaH3aKUIUH
MMOATBEPAUIN CBOKO JOJIKO HAa PBIHKE PO3HUYHOM TOPTOBIM M BbIpociu ¢ 19% no
27%. B pe3ynbrare poct coctaBuT 142,1 npouenta. OTv HUPpbl CBUAETEIBCTBYIOT
O pacTyIleM UHTEpECE HaCEIeHUs K OHJIalH-Mara3uHaM U 0 HE0OXOAMMOCTH HOBBIX
OpeHI0B JIJIs1 pa3padOTKU HAJICKHBIX IUIATSKHBIX PEIICHUH, a Takxke 3P (HEKTUBHBIX
JOTUCTUYECKUX CHUCTEeM. Takue Mepbl TMOMOTYT KOMIIAHHUSIM COXPaHUThb
KOHKYPEHTOCIIOCOOHOCTh B HOBYIO LIU(PPOBYIO AMOXY.

Ha ¢one nudpoBoii TpaHnchopManuu W paclidpeHUs TiI00aabHOTO
MapKETUHTOBOTO MPOCTPAHCTBA pa3paboTKa CPEACTB BO3JACHCTBHUS HA MOBEICHUE
noTpeOuTeNel, aganTUPOBAHHBIX K MECTHOMY KOHTEKCTY, CTajla aKTyaJIbHOU
METOOJIOTUYECKOH 3a1aueii. B wacTHOCTH, KyIbTYpHO OCO3HaHHAsI MOIU(DUKAIINS
MICUXOJIOTUYECKUX TPUTTEPOB, HCIIOJIB3yEeMbIX B KOMMYHUKAIMK OpeHna,
oOecrieunBaeT aganTaiuio OpeHaa K 1eneBoil ayauropun. PazpaboranHas B 3ToM
HanpapieHuu "Marpuiia KyJIbTYpHO-OPHUEHTUPOBAHHBIX TPUITEPOB" HaAy4HO-
TEOPETUYECKH OOOCHOBBIBAET HEOOXOAUMOCTh JIOKAJIM3AIMK YHUBEPCATbHBIX
(ctangapTHhIX) (GOpM MaApPKETHUHTOBBIX CTUMYJIOB Ha OCHOBE Y30EKCKOTO
MEHTAJIUTETA, [ICHHOCTEH 1 COIMaIbHON MIEHTUYHOCTH (Tadm 8).
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Taoauna 8

Marpuua KyJbTYPHO-OPHEHTHPOBAHHBIX TPUITEPOB

CrannapTHbIN
TPHUITED

Onucanue

ITepconanu3upoBaHHbII
TPULTED

Ornucanue

CpodHOCTB/
CpouHbl€ T03yHT 1

"Tonbko 1 meHb
ocrtancs!"

CeMeNHbBIA JOX0d

"Jlyumras rieHa TS Becer
cemby," "Kynure 3 Ounera
CO CKHIKOM"

FOMO (ctpax "He ymycture Tpamunmonnas equauma | "l[lpuxonurte Beel ceMbel,"
MIPOITyCKa) rocineTHui manc!” " JlatiTe pamocTh OaU3KUM"
CounansHoe "10 000 MecTHasi rOpIOCTh "MB5I oAIep>KUBaeM
JI0KA3aTeJIbCTBO npuoOpeTeHo!" MECTHBIX PEMECIICHHUKOB,"

"Cnenano B Y3b6ekucrane"
OrpaHnyeHHOE "Ha ckmane Hanmonansabie cCHMBOJIBI | "YHUKaIbHAS KOJUICKITHS
KOJINYECTBO 0CTaJIOCh TOJBKO y30€KCKHX OpHAMEHTOB"
NpEeIIOKEHUI 50 mryk!"

OTU NpUMEpPBl IOKAa3bIBAIOT, YTO IPHUBJICUYCHUE BHHUMAHHUA ayJaUTOPUHU
IyTEM ITEPEOCMBICIEHHUS CTAHAAPTHBIX IICUXOJIOTUYECKUX CTHUMYJIOB B
KYJbTYPHO-COLMAJIBHOM KOHTEKCTE HE TOJIbKO 0oJiee 3()PEKTUBHO, HO U CILYKUT
GOpMUPOBAHUIO HMOIMOHAIBHONW JIOSUIBHOCTH K OpeHAy Yy TMOKyHaTens.
KynbTypHas opyeHTalus TPUTTEPOB - 3TO HE TOJIBKO MUCKYCCTBO KONMHUPANUTHUHTA
UM CTWJb pPEKJIaMbl, HO W BaXHBIM METOAOJOTHYECKHUHA KOMIIOHEHT
MapKETUHTOBOW cTpaTeruu. JIokaau30BaHHbBIE TPUTTEPHI HE TOIBKO MOOYKIA0T
noTpeOuTeNss K JEMCTBUIO, HO U CIHOCOOCTBYIOT 00ECIEYEHUI0 TapMOHUYHOU
CBSI3M C COLIMAJIbHBIMU LIEHHOCTSIMH.

Pa3zpabotka 3¢@ekTuBHON cTpaTeruu OpeHIa B COBPEMEHHOUN cpene
HU(PPOBOr0 MAPKETHUHTa 3aBUCHUT HE TOJIBKO OT MCIOJb30BaHUS OTAEIbHBIX
TEXHOJIOTUYECKHUX HMHCTPYMEHTOB, HO WU OT HUX B3aMMHOW HMHTETpALUU H
cuHepreTuyeckoro npuMmeHenus. [Ipeacrasiennas B tabnuue 9 "YnpouieHnas
BEpCUS MATPUIIbI" TEOPETUYECKU OTPAKAET UMEHHO TaKOM MOJAXO0J. DTa MOJEIb
MOKa3blBa€T KOMOMHAUIMOHHBIE CBSI3M  MEXJY 4YEThIpbMS  OCHOBHBIMU
HanpaBJICHUSIMU MApKETUHTOBBIX MHHOBAIMW: HelpomapkeTuHr (N), Oonbiiue
nanubie (Big Data, B), ¢untex (F) M MapkeTHHr B COLMaJbHBIX CETIX
(SMM, S).

JlaHHasg MaTpuLa pacKpbIBa€T MHOTO(DYHKIIMOHAJIbHBIE CUHEPTETUUYECKHE
CBSI3M MEXIY Pa3JWYHBIMM TEXHOJIOTHMYECKMMM KJIAacTe€paMH MAPKETHHTOBBIX
uHHOBanui. Kaxnas komMOMHAUMs, TOMHMO TOTrOo, YTO MOXET OBbITh
apumMeTHdIecKkoil CyMMO# 3THUX JBYX HampaBlICHUN, UHTEPIPETUPYETCS Kak
OTJICJIbHBIA MEXaHU3M CO3JaHHsI HOBOWM MHHOBAIMOHHOW IIeHHOCTH. Hampumep,
B pe3yJIbTaTe COYETaHUs MOAX0J0B HelipomapkeTuHra u Big Data moBeimaercs
HMOIMOHAJIbHAS YYBCTBUTEIBbHOCTh pPEKJIaMHBIX HHTEpPENHcoB, TO €CThb
dbopMupyrOTCS "KOTHUTUBHO YYBCTBUTEIbHBIE MHTEP(DEHCHL." DTO MO3BOJIAET
CErMEHTHPOBATh MOBEJECHUE MOIb30BaTENS HE TOJIBKO MO IeMorpaduueckum, HO
Y 110 HEHPOIICUXOJIOTHYECKUM KPUTEPHSIM.

28 ABTOpCKas pa3paboTka
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Tadoaunma 9

MaTpuua CHHEPIHH MAPKETHHIOBBIX HHHOBALUiT>

(B)

cerMeHTaIus Ha
OCHOBE dMOIIHI

HetipomapkeTHHT Bounsinue nannsie (B) ®unrex (F) SMM (S)
(N)
HefipomapkeTusr | - N + B = gerkas N+F= N+S=
(N) [ePCOHAIU3ALHSA yayuweHHsii UX SMOLMOHAIBHO
uHTepeicoB, (opM orutaThl OpPHEHTHPOBaHHOE
PEeKJIaMHBIX COOOIIEHUH | (OTCIIeXHBaHHE coJiepxKaHue
TUTATEKHBIX (anann3
CTpaHMIL) MUKPOBBIPa)KEHUSI)
Bonpmue nangsie | B+ N = - B + F = rubkas B + S = conmnanbHbie

cucTeMa CKHJIOK U
[IpEAJIOKEHUI Ha

CETH C OOJIBILIUM
00BEMOM JaHHBIX

OCHOBEC OTaHHBIX O

TPaH3aKIHAX
®dunrex (F) F+N-= F + B = anmanu3 ganapIx | - F + S = akunu B
YOpoIIeHHe 0 TIOBENICHUH ISt COLMANTEHBIX CETSIX C
croco0a OruIaThI YIpaBICHUSI PUCKAMH OBICTPBIMU
BEIIIATAMHA
SMM (S) Coznanue S+B= S+F= -
BUPYCHBIX BUJICO MEePCOHAIM3UPOBAHHBIN | MHTErpauus
Ha OCHOBE KOHTEHT COLIMAIbHBIX OBICTPBIX
Tpurrepo S + N CeTel, OCHOBAHHBIH Ha miaTexen
= JTAaHHBIX HENoCPEICTBEHHO
U3 COLMAIIBHBIX
cereit
HaHHaﬂ MaTpuna paccMaTpuBacT MapKECTUHI'OBBIX CTpaTcroB KakK

TEXHOJIOTMYECKOE PEIICHUE Ul KaKIOro 3JIEMEHTa KOMMYHMKALMU OpeHja U He
OTPaHWYMBACTCS CTAaHAAPTHHIMU moaxonamu. HaobGopoT, 3T0 moOyx)maer K
HaXOXKJACHUIO Yepe3 CHHEepPreTHYecKre KOH(PUrypauuu. ITO CIyKUT HEOOXOIMMOM
METOJIOJIOTHYECKOM OCHOBOM Ui Pa3pa0OTKA CHUCTEMHOW MOJIEIM YTpPaBJICHUS
MHHOBAIIMOHHBIM MapKETHUHIOM B PaMKax JIMCCEPTALIUU.

[IpuBeneH npumep TOro, Kak pa3padOTaHHbBIE B UCCIEIOBAaHUH MapKETUHIOBbIE
CTpaTeTMM W WHHOBALMOHHBIE TOAXOAbI (HeWpoMmapkeTMHr U  uudpoBas
TpaHchopmanusi, THOPUIHBIM HEHPOMApKETUHI, HHIAEKC LHU(PPOBOK 3penocTw,
KyJIbTYpPHO OPHUEHTUPOBAaHHBIE TPUITEPHl U ABTOPCKAs MOENb WHTErpaldyd OCHOB
CHUHEPIur) MPUMEHSIOTCS K KOHKpETHOMY OpeHay B Y30ekucrtane - peiHKy "Uzum."
Hcnonb3yst OTAEIbHBIE Talbl U NHCTPYMEHTHI B KAYECTBE IPUMEPOB, MIOKA3aHO, KaK
ATU MIOHATHSI padOTAIOT Ha IPAKTUKE, KAKKME TPYTHOCTH BO3HUKAIOT U KaK A3PHEKTUBHO
ux npeonaosieth. [Ipemiaraemas Mojiens MHTErpali HeMpoOMapKeTHHTa U [U(PpoBOH
TpanchopMaluu 001agaeT BBICOKUM MOTEHIIUAIOM ISl TOBBIILIEHUS 3(PPEKTUBHOCTH
MapKETUHTOBBIX CTPATEruii B KOHTEKCTE MECTHOTO phIHKA. Pe3ysIbTaThl TECTUPOBAHMS,
npoBeAeHHoro Ha mpumepe "Uzum," TNOKa3bIBalOT, YTO MOCIEA0BATEILHOE
MPUMEHEHUE TCUXO(PHU3UOJIOTMUECKUX METOA0B  (AaHAIM3  MHKPOIKCIPECCHH,
3pUTETHHBIA MOHUTOPHHT, A/B TecTbl ¢ OMOMETPUKOI) HAa Pa3HBIX ATANaxX Pa3BUTHUSA
OpeHIa MOXXET CHHM3UTh MPOLEHT OTKAa30B IMpPU Pa3MELICHWH 3aKa3oB, MOBBICUTH
YPOBEHB JOBEPHS K YCIIyTe U YBEIIMYUTH KOHBEPCHIO.

Hannaure ynpoieHHbIX U JOCTYITHBIX HHCTPYMEHTOB B MOJIENIN 00ECTIEYMBAET €€
BHEPEHHUE KaK JJIsl KPYMHbBIX NPEANPUSTHA, TaK U JJIs1 MaJoro U cpeAHero Ou3Heca,
KOTOPBIA ILIEHUT OBICTPYIO OKYMaeMOCTh HWHBECTUIMA. B pesynbrare, Onaromaps

2% ABTOpCKas pa3paboTka
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rHOKOMY COYETaHHWIO METOJIOB HEMpPOMApKETHHTa, MOJETh TMO3BOJISIET HAM peliaTh
HIMPOKUM crekTp 3aaay. OKHIAeTcs, YTO 3TO OXBATUT IMPOLECCHl OT BBISBICHUS
HETraTUBHBIX MOTPEOUTEIIBCKUX SMOIIMI 10 ONITUMH3AIMU CII0CO0a OIUIATHI.

[Ipennonaraercs,  4T0  3((EKTUBHOCTb  KOHLEHIUH "TUOpUHOTO
HellpomapkeTunra," npeanaraemoit A "Uzum," Oyaer BHEApEHa MO0 OTHOCUTEIHHO
HU3KMM 1I€HAM, M BHHUMaHUE VYJCISCTCS 3HAUUTEIBbHOMY POCTY KITFOUEBBIX
ToKasaresnei (KOHBepCHs, BpeMs Ha caiite, oOrias nmpojaxa) (tads.10).

Taoauna 10
Konuennus "ruépuanoro neiipomapkernnra" (ma npumepe ""Uzum")>
Cpeactso Onwucanue / TpynHoctu BosmoxHoe OxuaeMblit
Buenpenue B "Uzum" pelieHue s ekt
Google - OTCIIC)KUBAHHE - HE Bce - IPEJIOKUTh - MTHOBCHHAS
Analytics + KJIMKOB, IOPOT, TOJTE30BATEITN GOHYC/TIPOMO-KOT MBICITb;
OTIPOCHI HCTOYHUKOB TpauKa; | 3aIOJHSIIOT JUTA y9acTHs B -cbop
- 3aMpOCHI AJIs OICHKH | aHKETHI; ompoce; BBICKa3bIBaHUIA;
sMonuii (3aMeHa - CJIO)KHOCTB B YCTHO| - UCIIOJIb30BaHHE - YTouHeHne
JOPOTOCTOSIIIETO WA TUCEMEHHOM Tenerpam-0ora mpobnem UI/UX;
aHan3a BEIpQXCHUH OTHOIIE] (Yepe3 3HaKOMBIS - YBEIIMYCHUE
MUKPOBBIPaKCHHUS B K NIPOLLYKTY; CeTH). KOHBEPCHHU Ha ~5-
HEKOTOPBIX - CJIO’)KHOCTD B 10%.
CIICHAPHSIX). HUHTEPIIPETALUU
SMOLMM.
HaGmonenue 3a | - meperoc 1-2 nHeit B - CJIO’)KHOCTD - COTPYAHUYECTBO C - nIy0oKoe
ry1a3aMu MeCHIII; OpraHu3aIuu YHHBEpCUTETaMH / MOHUMAaHHE TOTO,
(omHOpa30OBEIE - TECTUPOBaHUE (otO0p AHATUTUYECKUMU YTO MPUBJICKAET
CeccHn) MIPOTOTHUIIOB PECTIOHIICHTOB); LCHTPaMH; BHUMAaHHE;
MOOWIIBHBIX CTPAHHUIT - TOIBBIOOpKA. - Harpaasl / KyIOHBI - ONTHMU3AIIHS
(ma mpumepe IUTS PECTIOHICHTOB. OCHOBHBIX
npuwioxernns "Uzum"). 3JIEMEHTOB
HHTEpdeiica.
Muxpo- - 3aIHCH PEaKIIH - HeOOoIIBIIOe - MUHH-TPEHUHT U1 | - HEMEJICHHOE
BBIPAKEHUS PECIIOHJIEHTOB Ha KOJIMYECTBO koMauzasl "Uzum"; BBISIBJICHUE
(BeO-kamepa) HOBBIE aKIMW/PEKIIaMy; | OIEpPaTOPOB LIS - HCTIOJIb30BaHUe OTpHUIATENHHBIX
- py4yHas MapKHUpOBKa pPYYHOTO aHaJIM3a; | OCHOBHBIX SaaS- PpeaxIuii;
aMo1ui (ynasiOKka, - BO3MOYKHbIE CEpBUCOB - IOAITOTOBKA U
CKETITUIIN3M, HEHCIIPaBHOCTH. pacro3HaBaHUsA JUI. | KOPPEKTHPOBKA
yIUBJIEHUE). peKIIaMHBbIX
MaTepHajoB Iepes
3aITyCKOM
39T (B - IPUMEHEHHE B - BBICOKAsI LIEHA; - COBMECTHBIN - YMEHbLICHHE
COaBTOPCTBE) Ba)KHBIX - TpeOyroTCs MIPOCKT C KOJIMYeCTBA
HCCIICIOBAHISIX HEHPOPHU3NONOTH. | YHHBEPCUTETaMU MIPOMYIIEHHBIX
(HampuMmep, HOBast (kpaTkocpoyHas KOP3MHOK;
IUTaTS)KHAS CHCTEMA, apeHaa - IOHUMAaHWe
MIePeNpPOEKTHPOBAHHUE 000pyIOBaHNUA). CTPECCOBBIX
KOP3HUHBI ITOKYTIOK). (haxTOpPOB BO BpeMs
pacuera (TpeBora,
HEYBEPEHHOCTB).
A/B tect + - [TapannensHo - HyKHa - Co3nanue - DKCIIpECC-
OIOJKETHBIC 3ammycTuTe 2- MaJeHbKas IKCIIEPUMEHTAIHLHOTO | 3KCTIEPUMEHTHI C
JATYNKA CTPAaHUYHYIO BEPCHIO; KOMHaTa (MMHHU- "HCTIBITATETLHOTO HEOONMBIINMH
- HaOmoIeHue 3a nabopaTopus); neHTpa" Ha 6ase YCHITHSIMU;
OCHOBHBIMHU - IONOJHUTENbHBIE | KOHTOPHI "Uzum"; - BEPOSITHOCTD
(U3NOTOTHYECKIMU PacXobL. - ACCIIC/IOBaHKC B nocTokeHus +10-
NoKazaTessiMu (ITyJIbC, COTpYIHUYECTBE C 30% nns
MIPOBOJIUMOCTH KOXKH) MECTHBIM CTapTallOM. | KOHBEPTAIIUH C
YCIICIIHBIM
peau3aiiHOM.
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I'mOpuaHas Mojenb HEWPOMAapKeTWHra - METOI HPUMEHEHHS KJIACCUUECKUX
METOJIOB HEHPOMAaPKETHHTA B MHTEPAITUH C I(PPOBON aHATUTHKOM, TIOJIH30BATEIIECKIM
ompitoM (UX) W NEepCOHAIM3UPOBAHHBIMA ~ KOMMYHUKAIMAMHU — CIY>KUT — JUIS
COBEPIIEHCTBOBAHUSI MAPKETUHTOBBIX pelieHui. C MOMOLIBIO JAHHOTO MOIX0/1a MOYKHO
MOBBICUTH  3(P(HEKTUBHOCTE MApPKETHHIOBOTO OIOKETa, TOYHO MPOTHO3UPOBATH
MOBEJICHUE TOJIh30BaTeNsl, C(OPMUPOBATh TITYOOKYIO SMOILMOHAJBHYIO CBSI3b MEXITY
OpennmoM u KiMeHTOM. CHHEPreTH4ecKuid TMOJXOJ CIOCOOCTBYET —YCKOPEHHIO
ONTMMM3ALMM ITyTEIIECTBUI II0JIb30BATENEH, YTO MPOSBISIETCS B CHW)KEHHU CTaBOK
OTKa3a OT KOpP3UHBI, YBEIMUEHUH BOBJICYEHHOCTH B COLMAIBHBIE CETU U POCTE OOLIEH
koHBepcun. Kooprunanus nevictuil Mexxny SMM 1 (pUHTEX-TEXHONIOTMSAMU YIIPOIIAET
OIUIaTy MOKyIaTessIM HapsIMYIo 10 KaHaly cBs3u (Hampumep, depe3 Telegram-60t), a
UCIIOJIb30BaHUE HEHpPOMApKETHHIa IO3BOJISIET OBbICTpEE aJalTHPOBAaTh PEKIAMHBIC
MaTepralIbl C y4€TOM SMOLMOHAIIBHON pEaKliy ay JUTOPHH.

B uyerBeproii TmaBe gmccepranmy oA Ha3BaHueM ''Crparermyeckue
NpeIJI0KeHHs] M POrHO3bI HA OCHOBE HePOMAPKETHHI A [IJISl COBEPIIEHCTBOBAHMS
JJIeKTPOHHON KOMMepHUH B Y30ekucraHe' pa3paOoTaHbl MPOTHO3HBIE MOJIEINH,
WCCJIEIOBAaHHbIE C WCIIOJIb30BAHUEM WHCTPYMEHTOB HEHPOMApPKETHHIA, OCOOCHHOCTH
MOTPEOUTENHCKOrO MOBEACHUS B Y30€KHCTaHE, a TAK)KE METOIbI OLIEHKH 3(D(hEKTHBHOCTH

MIPOTHO3HBIX MOJIEIIEH.
N3 roma B 1o COBpPEMEHHBIM MAapKETUHT YACNSeT OOJbIIOE BHUMAHHUE
HelipoMapkeTuHry.  HelpomMapkeTHHT - 93T0  MEXKIUCHMIUIMHAPHBIA — TOJXOJ,

OOBEIMHSIONINIT HEBPOJIOTHIO, IICUXOJIOTMI0 M MapKeTWHr. B ycrmoBusx pocta
ANIEKTPOHHOM KOMMEpUMH B Y30ekucraHe (IiaTdopmbl 3IEKTPOHHOW KOMMEPLIUH
Wildberries, Alibaba, Ozon, Uzum u apyrue) Takue Moxo bl UMEIOT 0C000€ 3HAUSHHE,
MOCKOJIBKY TIO3BOJISIFOT IITy0xKe MOHATH LIU(POBOE NOBEICHUE TIOKYTaTesield U IOBBICUTb
3 deKTUBHOCTh OHJIAMH-TOProBiM. Lledb 3TOro HOBOrO HampaBieHUS - H3yUCHHUE
0ecco3HaTeNIbHBIX aCMIEKTOB MOTPEOUTENTLCKOTO MOBEAECHUSI C HCIIOIb30BAHUEM METOJIOB
MO3TOBOTO HCCJEAOBaHUs. TpaaulMOHHbIE METONbl (ONpOChl, MHTEPBBIO, (DOKyC-
IPYIIbI) HE BCEra MOTYT BbISIBUTh MCTUHHBIE MOTHBBI, TOCKOJBbKY OHH OIMPAIOTCS
TOJIbKO Ha OCO3HAaHHbIE OTBETHI. HEMpOMapKEeTWHT MO3BOJAET HaM B3MIIHYThH 'TIOZ
MOBEPXHOCTH" M OIPEAEIUTD, KaK MOTPEOUTENh pearupyeT Ha MAPKETUHIOBbIE CTUMYJIBI
Ha HENPOU3BOJIBHOM, TMCHUXO(pHU3HOJIIOTHYECKOM YpoBHE. brarogapsi coBpeMEHHBIM
TEXHOJIOTUSIM UCCIEA0BATENM OTCIEKHUBAIOT HEMPO(U3NOIOTMUECKHE TAaHHBIE, BKITFOUast
JEATENIbHOCTh MO3Ia, JIBWDKEHHE TIJ1a3, TaJbBAHUYECKYIO PEAKUMIO KOXH WU JpYIHe.
OMOLMOHAIIBHOE COCTOSIHUE YEJIOBEKA OTHOCHTENIBHO PEKIIaMBI, IPOYKTa HITH LIEHOBOTO
npeuIoKeHus GUKCUpyeTCst BO BpeMst OOIIEHMSI.

MHCTpyMEHTBl HEUPOMApKETWHra - 3TO TEXHUYECKUE CpEICTBA W METOJBI,
UCTIONb3yeMble i1 cOopa HEHpO(U3MOJIOTMUECKUX IOKa3aTeNiei, CBS3aHHBIX C
peakmusiMu  TiotpeduTeneld. Ilpu pa3paboTke NPOTHO3HBIX MojeNel OdYeHb BaykKeH
OCO3HaHHBII BBIOOP TOTO, KaKKe MepeMEHHbIE (CBOMCTBA) OpaTh U3 ChIPHIX HEHPOHHBIX
JaHHbIX. M3yueHne ncuxou3noIormyeckoro COCTOSIHUS IOTPEOUTENS C pa3HbIX CTOPOH
MOXET OBITh OOECIIEUEHO PA3IMYHBIMU cpefcTBamMu. Pa3paboTaHHas ucciienoBaresem
MO/JIeSTb TIPOTHO3UPOBAHMS HEHPOMApKETHHIA IMPEACTABIISIET OMNPEESICHHbIE 3Tarbl B
6onee coeprienHoM Buie. (Monenb 3adukcupoBana B Tadimiie 11).
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ABTOpCKasi MOJeJIb IPOrHO3HPOBAHMS HelipoMapKeTuHra®

Taoauna 11

OTtan
MOICITHPOBAHHSI

Omnmcanue mporecca

OCHOBHEBIE TaHHBIE

MeTtonsl U cpencTBa

OCHOBHBIE ITOKA3aTEIN U
PE3yIbTATHI

IIpumenenue B
Y36exucrane

1. Coop maHHBIX OKCIIepUMEHT c npenocrasneHueM | Ceippie curHansl OO, | Omortusraas 33T, Tobii | 3apeructpupoBano Oomee 15 | AmanTanus CTUMYJIOB K
MapKeTHHTOBBIX ~ cTUMyJoB  (OamHepsr, | ['CP, sputenpHoe | EE  Tracker, GSR | xaHamoB  MaHHBIX;  SAPJIBIKA | MECTHBIM peanusiM  (S3BIK,
BUJIE0, YIIAKOBKA); Ha0oieHue, MeTkH | Biopac, OIIPOCHI, | aBTOMaTHYECKU CO3JAIOTCS Ha | CTHJIb, TEMBI).
Peructpamus 99T, ¢MPT, I'CP, EE- | nmoBencHus, anketsl, | Qualtrics. OCHOBE OTUETOB U JACHCTBUM.
tracking; BUJICOPCAKITUH.
CoOpaTp SIPIBIKH IJISl U3YUCHHUSI.
2. OurncTKa CUrHalIoB OT Imyma. Beimenenue | MaccuBsl  Bpemennbix | Python (MNE, SciPy), | Cumxkenne myma mo 10-15%, | CocpemoToustech Ha
IIpenBaputensHast | xapakTepucTuk: crekTpsl D91, muku OPII, | cepuii, aMIUIUTYBI, | GUIbTpaLus, PCA, | nna Ka)KJ0ro CTUMYJIAa | KOHKPETHBIX IIOKa3aTessX:
obpaboTtka u | I'CP, xapTel  3pUTEJBHOW  TEIUIOTHI. | YAaCTOTHI, KOOPIHMHATHI | HOPMAaJIHM3alLUs. nony4aroT 100 xapakTepucTUK. | BHUMaHUe OpeHna, AoBepue,
BBIJICTICHUE ®opmuposanue X (cBoiicTB), Y (I€TEBBIX | MPOCMOTpA. BOBJICUCHHOCTb.
CBOHCTB HIEepEMEHHBIX).
3. Oo0yuenue | [lpumenenne  amroputmoB ML mms | CoiictBa matpuusl X u | Scikit-learn, XGBoost, | R2 = 0,78; Tounocts = 83%; | Monenn IIPOTHO3UPYIOT
MIPOTHO3HOH ompezenenust 3aBucumocteir  Y=f (X). | Bekropa Y (kmaccel, | PyTorch (DLN), | OcHOBHBIE  XapaKTEPUCTUKH: | ycreX  MOpPOAYKTa  Cpeau
MOJIeIH Hcnonp30BaHbL: JTOTHCTUYECKAsT PETPECCHs, | PETPEcCHs). GridSearchCV. FAA, nenoobpasoBanmue. Y30EKCKIX CETMEHTOB.

nepeBbsi, SVM, HeilpoHHble ceTd. Mojenb
IPOrHO3UPYET NOKYIIKY, J0sabHOCTh, WTP.

4. YTBepKACHUE U

Tunosas OICHKAa TII0 HOBBIM JaHHBIM:

Hogsble nannbie 0 gpyrux

Paznenenue Train/TecT,

Tounocte =  75-85% 1o

Tect Mexay MOJOABIMU H

TECTUPOBAHUE TouHOCTS, ROC-AUC, RMSE. | pecionnenTax WK | B3auMHast ~ mpoBepka, | rpynmaM; RMSE = 0,27; AUC = | moXuibIMH, TOPOACKUMH U
ITonTBepxeHme 3pUTEISIMH U | CTUMYyJax. ROC-kpussie, RMSE. | 0,82. CEJIbCKUMH NTOTPEOUTENIMH.
npomoakimsiMu.  DLN  moctur  75%

TouHoctH 1 RMSE=0,276.

5. Orenka 3HAYMMOCTHU npu3Haka, | BecoBbie WAP, LIME, | OntuMmu3sanus crpareruu: | OneHKka KpeaTUBHOCTH B

WuTepnperanys ¥ | BU3yaln3allusi OTBETOB; NPOTHO3MPOBAHHE | KO3(PPHUIIUEHTSHI, TEIJIOBbIE KapTel, | Bapuant A — 0,8 ycmexa; | "Uzum," "WB" u npyrux

IIPUMEHEHHE s¢dexTrBHOCTH BapuaHTOB; Vcmosnb3yercs | BeposTHOCTh  BbIOOpa, | Posher B, Tableau. BapuasTt B — 0,5. KOMITAaHHSX TIEPet 3aITyCKOM
Jutst BEIOOpa A/B 1 co3nannst peKOMeHAAH | 3puTeIbHbIe 30HBI KOMITaHHH.

JUISL TIPO/IABIIOB. BHUMAaHHSI.

83 Arropckas paspaboTka

68




Kak BugHO M3 TaOiMIBl, MOAETH HEHPOMApKETUHra Ha CETOMHSIIHUNA JEHb
JEMOHCTPUPYIOT OIpPEACIICHHYI0 TOYHOCTh. Hampumep, mozenmr EEG+SVM,
pa3zpabotanHas M. MampypoM M €ro Kojuieramu, cMorja NpeiacKa3aTh, KaKou
MPOIYKT TMOTPEOUTENSI MPEANOUYNTACT U3 OHJIAWH-KaTaiora, ¢ To9HocThio >90%.
Mopens J[. Xakuma U Ap. yCHENIHO perpeccupoBaia CyObEKTUBHYIO IIEHHOCTH
toBapoB (WTP) ¢ moMonipto curaanoB Mo3ra ¢ riryOOKoil HEMPOHHOM CEThI0. DTO
OTKPBUJIO MYTh K KOJHWYECTBEHHOMY HPOTHO3UPOBAHUIO TOTOBHOCTH IUIATHUTB,
KOTOPBIN SIBJISIETCS KJIIOYEBBIM IIOKa3aTeleM IeHooOpa3oBaHus. MuTerpanus
JAHHBIX O HampasiieHuu riaza ¢ IO (manpumep, k. Cnan3u u ap.) MO3BOJISET
HaM yYHUTbIBaTh BHUMAaHHUE U YMOLMU. [[oHMMaHNe TOBEIEHNS Ha CaliTe CTAaHOBUTCS
npome, u pocruraerca ~70% TOYHOCTM B MIPOTHO3UPOBAHUU JEHCTBUHI
M0JIb30BaTeNsl. DTH MPUMEPHI OXBATHIBAIOT Pa3jMYHbIC KaHANbl (OHJIAMH, BHUIEO,
UX) u pa3nuyHble aJirOPUTMbI, HO UX OOIas yepTa 3aKIo4yaeTcs B TOM, YTO
HEUPOPU3NOIOTrHUECKUE XAPAKTEPUCTUKHN CTATUHCTUYECKH 3HAYMMO MPOTHOZUPYIOT
nopeneHue. [l cpaBHEHUWs, IIpU IPOBEACHUH TPAJULHOHHBIX OIPOCOB
MOTPEOUTETN 0OBIYHO UCTIBITHIBAIOT TPYAHOCTH C BBIPAXKEHUEM CBOUX BIIEYATICHUMN
M OTHOUIEHUS K TMPOAYKTY KOHKPETHBIMU NpeIOKEHUIMU. B pesynbrare
MOJIy4aeTcsl MEHbIIIE (DAKTUYECKUX OTBETOB Ha 3anpoc. C MOMOIIbI0 HHCTPYMEHTOB
HEWPOMAapKETUHIa OTCIEKUBAIOTCS peaJIbHbIE AEHCTBUS MOTPEOUTENEH, HCXOIS U3
KOTOPBIX CI€JIaHHbIE BBIBOABI MOTYT NPUBECTH K 00JIE€ TOYHBIM PE3yJIbTaTaM.
Monenn HeWpoMapKeTHHIa - 3TO CIOCO0 IOWCKAa PEIICHUs CYIIECTBYIOIIEH
MpOOJIEMBI IyTEM HEMOCPEICTBEHHOTO CYMTHIBAHUS ""CUTHAIOB" MO3ra U Tela.

PoiHok VY30ekucraHa - JAMHAMUYHO pa3BUBAIOIIMICS PBIHOK B 3IOXY
COBPEMEHHBIX TEXHOJOTHI. OTHUM CIIOBOM, MOYXHO CKa3aTh, YTO YKOHOMUYECKHUE
yCIIOBHS B Y30€KMCTaHE CMOTJIM TapMOHH3WPOBATh HAIMOHAIbHBIC IIEHHOCTU U
COLIMAJIbHO-D)KOHOMUYECKHUE VHHOBALWH. [Tonumanue 0COOEHHOCTEH
MOTPEOUTENBCKOTO TOBEACHHUS B ATOM CTpaHE KpallHE BaXHO i1 KOMIIaHUM,
KEJAIOIIMX BECTU IEPEroBOpPbl C MECTHBIMU moTpedurensMu. B Y30exkucrane
CEMENHbIC LIEHHOCTH, TPAJIUILIMU U COLUUAIBHBIE HOPMBI 3aHUMAIOT YPE3BBIYANHO
BaykHOE MecTo. CeMbsl paccMaTpUBaeTCsl KaK OCHOBHOE 3B€HO 00ILECTBA, U pELICHUS
O IOKYIIKE 4YacTO OCHOBAaHbl Ha MHTEpPECax ceMbU. B TO ke BpeMs Mononoe
HacesneHue (okosao 60% Hacenenust Mojoxe 30 JeT) aKTUBHO OCBaMBAET LIU(PPOBbBIE
TEXHOJOTUU, YTO TPUBOIUT K H3MEHEHUIO MOTPEOUTEIBCKUX IpPUBBIYEK. B
yCIIOBUSIX, Korja Oosee 76 NMPOLEHTOB HACEIEHHUS UMEET JOCTYIl K MHTEpHETY, a
MOYTH 75 TIPOIIEHTOB - K cMapThOHAM, HA MEPBbIN MJIaH BBIXOJAT AJICKTPOHHAS
KOMMEPIIHs, MOOMIIbHBIE TIOKYTIKY U PHIHKH.

CoBpeMeHHbIE MPUKJIATHbIE HCCIIEIOBaHUS, HaIlpaBJICHHbIC Ha
MIPOrHO3UPOBAHKE MOBEACHUS MOTpedUTesneil, 0COOEHHO MOJENH, TOCTPOCHHBIE C
MOMOIIBI0 MEXKIUCIUIUIMHAPHBIX MOAXOJ0B (B YAaCTHOCTH, HEMPOMApPKETHHTA),
HEOOXOJMMO  OLEHHMBAaTh KaKk  MHOrorpaHsHble. Mcnonab3oBaHHE  TOJBKO
KOJIMYECTBEHHBIX HJIM, HA00OPOT, TOJIBKO KaU€CTBEHHBIX METOJOB MOKET MIPUBECTU
K HCKa&XECHHOW WHTEPHpPETAlMU pe3ynbTaToB. [loaToMy B pamkax JaHHOTO
UCCJEOBaHMUS  1eJ1ecO00pa3HO  MCHOJb30BATh  KOMIUIEKCHBIA  TMOJAXO,
BKJIFOUYAKOIIUK METOJIbl KOJIMYECTBEHHOM U KAUYECTBEHHOW OLICHKH, ITO3BOJISIIOIIUE

BCCCTOPOHHE UCCIICAOBATE MOACIIN U OIIPCACIINTD UX MPAKTUYCCKYIO 3HAYUMOCTD.
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C oaHOI CTOPOHBI, KOTMYECTBEHHbIE METObI 00ECIIEUNBAIOT OObEKTUBHOCTD,
U3MEPUMOCTh U CTATUCTUUYECKYI0 OOOCHOBAHHOCTH OLICHKH. OHU MMEIOT JJis Hac
00JIbIIIOE 3HAYEHUE NMPU U3MEPEHUHN TOYHOCTH, YCTOMUYHMBOCTH U MTPOTHOCTUYECKOMN
cuibl Mozened. C Ipyroil CTOPOHBI, HaBBIK MOHUMAHUS W KOHTEKCTYyaJbHOU
UHTEpIIpETallu  METOAOB PEIICHUS TO3BOJSET YUYUTHIBATH OCOOCHHOCTU
BOCIIPUATHS, TIOBEJCHUS U MOTHUBAIMU LIEJEBBIX TPYII, YTO KpallHE BAXKHO MpHU
paboTe C HIMOLMOHAIBHBIMU U AIMIUPUYECKUMU MTOKA3ATEIIMU HEHPOMapKETHUHTA.

1. Mozenb nporHo3upoBaHus BEPOSITHOCTH NOKYIKH. MoOJIenb MOCTpOeHa Ha
nanabix OO0 u GMPT: ucnons3oBanucek nokazarenn ®AA u akTUBALMS LIEHTPA
BO3HArpaxjaeHus. 3ajayda - MpearnoaoKuTh, CACIAET U NOTPEOUTENb MOKYIIKY UITN
Het (Tabmuma 12).

Taoaunma 12
Pe3yabTaThl KOJIMYECTBEHHOW OLEHKHU 3(P(PEKTUBHOCTH MOAEIH
IPOrHO3MPOBAHHS BEPOATHOCTH Npuodperenns’®

IToka3arenn Pacuér Pe3};25TaT
TounocTts (TP+TN)/ (TP +FP + TN + FN) = (46 + 38) /100 = 0,84. 84%
To4yHOCTH TP /(TP + FP) =46/ (46 + 6) = 0.88 88%

OT36IB TP/ (TP +FN) =46/ (46 + 10) = 0.82 82%
F1-6am 2 x(0.88 x0.82)/(0.88 + 0.82) = (.85 85%

Pe3ynbpraThl MOJENH CPaBHUBAIIMCH C TAHHBIMU OIIPOCA, IIPOBEJAEHHOIO B TOM
ke BblOOpke. CormacHo pesynbraTaM omnpoca, 79% ydyacTHHKOB BbIpa3uwiu
TOTOBHOCTb ITPUOOPECTH MPOAYKT, B TO BpeMsl Kak 82% Mojesneil mporHo3upoBain
MIOJIOXKUTENIBHBIE HAaMEpPEHUs. JTO YKa3blBa€T Ha BBICOKYHO COIIACOBAHHOCTH
pe3yJIbTaTOB U JEMOHCTPUPYET CIOCOOHOCTh MOJEIH BBISBIISATH CKPHIThIE MOTHBBI
NOBEJEHUS, KOTOPBIE HE BCET1a IPU3HAIOTCS PECIIOHACHTaAMHU.

2.  Mogens  OporHO3UpPOBaHMS ~ 3allOMUHAeMOCTH  Openpa.  Jlus
KOJIMYECTBEHHOM OLEHKH 3(P(GEKTUBHOCTH MCHOJIB30BAIMCh KOMIOHEHTHl D3I
(P300, LPP) u onpenencHue B3riisaa Ha JIOTOTUI (HaOJIrOIeHUE 3a ri1a3amu) (TalJr.

Taduamnuna 13
Pe3yabTarhl KOJINYECTBEHHON OLeHKHU 3P PEeKTHBHOCTH MOJEC/IU
IPOrHO3MPOBAHHS 3aNI0MUHAEMOCTH Openga®

ITokazarenu Pacuér Pe3};ZBTaT
TounocTh (TP+TN)/(TP+FP+ TN+ FN) = (42 + 40) /100 = 0,82. 82%
TouHOCTB TP/(TP+FP)=42/(42 +8) =0.84 84%

OT36IB TP/ (TP +FN) =42/ (42 + 10) = 0.81 81%
F1-6amn 2 x(0.84%x0.81)/(0.84 +0.81)=0.825 82,5%

CornacHo oOcyxaeHuto GoKyc-rpymm, JIOToTHN OpeHaa 3arnoMHwiIcs 78%
pecnonaeHToB. [IpornosupoBanue mMoaenu coctaBuio 81%, 4To moOATBEpKAAET
ypOBEHb €€ TOYHOCTH. Kpome Toro, Mojenb BBbISIBIJIA ClIydaud 3allOMUHAHUS,
KOTOPBIE PECHIOH/ICHTHI HE YKa3aJl B CBOMX YCTHBIX OTBETax, HO MOATBEPIUIU B
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CIIeIyIOLEM TecTe pacro3HaBaHus. [IpuMepoM MOXET CIyKUTh OOHapyX eHUE
CJIE0B CKPBITON NaMSITH.

3. Mopenb OLIEHKH 3MOLMOHAIBHOIO OTKJIWKA. /(71 KOMTMYEeCTBEHHOM OLIEHKHU
ucnons3oBanuck mnokazarenn ['CP, xommonentst 330" (JIIIII) wu naHHble
koaupoBaHus juma (1a6m.13) . CorracHo TpPaaUIMOHHBIM OIEHKaM (OIPOCHI
SMOIIMOHAJILHBIX BECOB C HCHoyib3oBaHMeM Metojga Camantel-Ocryn), y 76%
YYaCTHHKOB 3a(pMKCHPOBAHO SMOITMOHAIBHOE OTHOIIEHUE K pekiame. HeltpoHnHas
MOJIeNb TpeackaspiBasia 81% TOM0XKUTENEHOTO BO30YXKIACHHUS, B YaCTHOCTH,
BBISIBIISIIAa (DU3MOJIOTUYECKUE PEAKIUU, KOTOpble HE ObUIM OCO3HAHHO MPHU3HAHBI
ydacTHUKaMu. Hamnpumep, B CHOpPHBIM KOHTEHT MOKHO BKJIIOUHTH CKPBITYIO
PEaKIIMIO YIOBOJIbCTBUS (aHAIM3BI IPEACTABIICHBI B Ta0uie 14).

Taoauna 14
Pe3yabTaThl KOJIMYECTBEHHOH OLIEHKH YIMOLMOHAJIBHOIQ orBeTa®®
[TokazaTenu Pacuér Pesynbrar%o
To4HOCTH (TP+TN)/(TP+FP+ TN+ FN) = (44 + 39) /100 = 0,83. 83%
To4yHOCTH TP/(TP+FP)=44/(44 +7) =0.86 86%
OT3bIB TP/(TP+FN)=44/(44+10)=0.81 81%
F1-6amn 2 x (0,86 x 0,81) /(0,86 + 0,81) = 0,835 83,5%

4. Monenb MpOrHo3WpOBaHUs JIOSJILHOCTU K Openay. [l KonrmdecTBEeHHOU
OIICHKM  HCIIOJB30BAJIMCh TMOKa3zaTeau crabmiabHOCTH FAA, akTuBamuu
npedpoHTATLHON KOPHl M JUMOWYECKHX CTPYKTYyp, a TakXke I[oKa3aTelu
MMOBTOPHOI'O y3HaBaHUs OpeHaa (Tadi.

Taoauna 15
Pe3ynbTaThl KOJNYECTBEHHON OLIEHKH MO/1€/IM MPOTrHO3UPOBAHUSA
J0sIbHOCTH Openna®’

[Tokazarenu Pacuér Pesynbrar%
To4HOCTH (TP+TN)/100=(43+39)/100=0.82 82%
TouHOCTH TP /(TP +FP)=43/(43 +9) = 0.827 82,7%

OT36IB TP /(TP + FN) =43/ (43 + 8) =0.843 84,3%
F1-6amn 2 x(0.827 x 0.843) / (0.827 + 0.843) = 0.835 83,5%

CornacHo pesyjbTataM oOMNpoca, TOJBKO 75 TPOIEHTOB YYaCTHUKOB
CO3HATEIBHO BBIPA3WIA TOTOBHOCTH OCTaTbcs C OpeHmoMm. OpHako HeWpoHHas
Mozenb 3adukcuponana 84,3% TEHIEHIIUU JIOSUTBHOCTU CPEIU PECIOHICHTOB, HE
BBIPA3UBIINX MOJOKUTEIBHOTO OTHOLIEHUS. DTO NOATBEPKIAETCS HEOJJHOKPATHBIM
BBIOOPOM OJTHOTO M TOTO YK€ TOBapa B 3a7ade CIENOro BhIOOpA.

B ycnoBusix mudpoBoit TpanchopMany MapKETUHTOBbIE MHHOBAIIMH UTPAIOT
BOXHYIO pOJIb B (OPMHUPOBAHUM KOHKYPEHTHOTO MPEUMYIIIECTBA KOMITAHHM,
0COOEHHO B pa3BUTUU OpeHa-KanuTaia. B mocnegnue rojpl B Y30€KUCTaHE TaKxKe
OBICTPBIMH TEMITAMH PACHIUPSIOTCS TIATPOPMBI HIUPPOBOM TOPTOBIIU, YTO TPEOYET
aHanu3a 9(pGeKTUBHOCTU MaPKETUHTOBBIX MTOAXO/I0B M OLIEHKH UX MEPCIIEKTUBHOTO
BIIASTHUSL.

% ABTopckas paspaboTka
87 ABTOpcKas pa3paboTka

71



Ha ocHoBe HelipomapKkeTWHra, MapKeTHHra B COLMAIBHBIX ceTsx (SMM),
texHonoruit Big Data u gunTex-pemieHnii aHanmu3upyeTcs BIUSHUE HA Pa3BUTHE
Openna Ha nepuoj 2024-2030 rogoB Ha OCHOBE MPOTHO3HOW Mojenu. Pe3ynbrarel
aHalln3a TpPEeJCTaBICHbl TpaUyYeCKu HAa PUCYHKE 2 HIXKE, TJI€ WHAMBHUIYaIbHO
OLICHMBAJIACh JUHAMUKA POCTAa MO KaXKIAOMY HANpaBICHUI0 W HMX BKIAJ B
dbopmupoBaHue OpeH A.

Oxwunaercs, yto SMM yBenuuutcs ¢ 8% B 2024 rogy no 20% B 2030 ronay.
OTO YKa3blBa€T HAa €ro NPEUMYIIECTBA B MHTEPAKTHUBHOCTH U BOBJICYEHHOCTU
aynutopun. HelipoMapKeTUHT JEMOHCTPUPYET MOUYTU TPEXKPATHBIM pOCT 3a 6 JeT
(5% — 15%) Gnarogaps moaxoaM, OCHOBAHHBIM Ha SMOIIMOHAIIBHBIX CTUMYJIAX U
NOBEJCHUU Toyb3oBaTens. TexHonoruu Big Data umeror nmoreHuuan st pocra ot
6% 1o 15% Onarogapsi mepCOHATU3UPOBAHHOMY MAapKETHUHTY, OCHOBAaHHOMY Ha
nanHblXx. Fintech nemoHcTpupyeT ycTOHYMBOCTH, HO OTHOCHTEIBHO MEAJICHHBIN
pocT (4% — 12%) Gnaromapst yrnpoIeHuIo IIaTeKHOrO OMbITa U MIaT(HOPMEHHBIM
WHTErPaLUSIM.

ﬂMHaMMKaBHMHHMHCOBpEMEHHbMIwapKETMHFOBHXTEXHOHOFMﬁ

20F HelpomapKeTuHr
SMM

—e— Big Data
PUHTEX

16

14}

12

10

YpoBeHb BANAHUA, Y%

2024 2025 2026 2027 2028 2029 2030
[oabl

Pucynok 2. Iporunos pazsurusi peH1a MapKeTHHIOBLIX HHHOBALUIi®

XOT A3TU TIPOTHO3HBIE IIOKA3aTENIM, C OJHOU CTOPOHBI, MOKA3bIBAOT
CaMOCTOSITEJIbHOE 3HAUYEHUE KaXXJOr0 HMHHOBAIMOHHOTO TMOAXO0Aa, C APYrom
CTOPOHBI, 3TO O3HAYaET, 4TO OyJET co3/aHa HOBasi METOI0JIOTUYECKasi OCHOBA JIJIs
MOCTPOEHUSI YCTOWYMBOTO OpeHJa 3a CYeT HUX CHUHEPreTUYECKON HHTETpaIuu.
Hcnonp3oBaHWEe KadyeCTBEHHOTO METOJA CPaBHEHHS C  TPAAULMOHHBIMU
WCCJICIOBAHUSIMH, BKJIIOYAsi Pe3yJIbTaThl OMPOCOB U (POKYC-TPYMI, yKa3bIBacT Ha
BBICOKAW YPOBEHb COOTBETCTBHS MEXKIYy JaHHBIMHU HEWPOHHBIX MOJEIEU W

%8 ABTOpCKas pa3paboTka

72



CyOBEKTUBHOM OlLIEHKON moTpeduteneir. Kpome Toro, moaxoasl HeMpoMapKeTHHTa
MIPOJIEMOHCTPHUPOBAIIN CIIOCOOHOCTD BBISBIIATH CKPBITHIE, OECCO3HATEIHLHBIC OTBETHI
YYaCTHUKOB, UTO JEJNAeT UX OCOOCHHO aKTyaJbHBIMU B YCJIOBHUSIX MapKETHUHTOBOM
HEOIPEAEICHHOCTH U KOTHUTUBHOTO IIyMa.

CucTteMHasl OLIEHKA KaXKJIOr0 METOJIa B KOHTEKCTE YEThIPEX MOBEICHUECKUX
MOJIeNIel TIOKasaja, 4YTO HWHTETpamusi HEUPO(PU3HOIOTHYECKUX IOKa3aTeIe ¢
KJIACCUYECKUMH MAapKETUHTOBBIMHU 3a/lauaMH TO3BOJIIET HE TOJIBKO MOBBICUTH
TOYHOCTb TMPOTHO3UPOBAHMS, HO U TIyOXe TMOHATH HSMOLUOHAIBHYIO U
KOTHUTUBHYIO MPUPOAY TMOTPEOUTENbCKUX pemeHuil. OcoOEHHO BBICOKHE
NOKa3aTeIM OTMEUYEHbl B MOJEISIX, OPUEHTUPOBAHHBIX HA SMOLMOHAIBHYIO
pEaklMi0 M BEPOSTHOCTb IMOKYIKH, 4YTO MOATBepkaaeT 3(PEeKTUBHOCTH
HEHPOMAapKeTHHra B 3ajadyax IO3UIIMOHUPOBAHUS SMOIMOHAILHOTO OpeHaa u
yIpaBJIECHUs] UMITYJIbCUBHBIM ITOBEICHUEM.

Takum o0pa3zom, CiaeAyeT OTMETUTD, YTO MOJTYUYCHHBIE PE3YJIbTaThl HE TOJILKO
METOJUYECKH OOOCHOBAHBI MCIIOJIh30BAaHUEM HEUPOMAPKETHUHTOBBIX JAHHBIX MPU
MOCTPOCHUU TMPOTHO3HBIX MOJEJEH, HO U  SBISIIOTCA MEPCHEKTUBHBIM
HaIpaBJICHUEM Pa3BUTHSI MAPKETUHIOBOTO aHau3a. Pa3paboTaHHble MOICIIH MOTYT
OBITh YCHEUIHO aJallITUPOBAHBI K PA3IUYHBIM KAaTErOpUSIM MPOAYKTOB M KaHajIaM
CBA3U. DTO O3HAYAET MEPCOHAIU3ALMUI0 MAPKETUHTOBOI'O BO3JIECUCTBUS B HAYYHO
o0ocHOBaHHOW ¢dopmMe U, Kak CIEJICTBUE, OOECIeUYeHUE YCTOMYUBOTO
KOHKYPEHTHOTO MTPEUMYIIECTBA HA NPEANPUSITUSX.

BBIBO/I

CoBepiiieHCTBOBaHUE cTpaTeruii 1upoBoil TpanchopMmaiuu st OpeHI0B B
V36ekucrane TpeOyeT KOMIUIEKCHOTO M CHUCTEMHOIO MOAXO0/a, OCHOBAHHOTO Ha
BHEJIPEHUU TIEPEIOBbIX TEXHOJOTHUM, ajanTaluyd K U3MEHSIOLIEMYCS MOBEICHHIO
MoTpeOuTENe 1 aKTUBHOM HCIIOJIH30BAaHWU PEIICHUN HeMpoMapKeTuHra. AHaiumu3
CIyyaeB yCHEIIHOIO HCIOJIb30BaHUS TCUXO(DHU3MOIOTMUYECKUX METOAOB B
ANEKTPOHHOM KomMmepiuu (Hampumep, Eye-tracking, anamuz 231 u moxaenu
MOBEJEHUS) MOKa3ajdl HUX BBICOKYIO A(PPEKTHBHOCTh B TOBBILIEHUHW KOHBEPCUU
MHTEPHET-MarasuHoB, YJIYUYIIEHUHU IOJIb30BATEIBCKOIO OMBbITA M MEPCOHATU3ALNN
uHTEephEeNCcoB. YCTONUMBBIA POCT J0JIM KOMIAHUMN, UCIONB3YIOUUX 3TH METO/BI,
IIPOTHO3UPYEMBI POCT MHBECTUIMM W AONOJHHUTEIBHBIX Npojax kK 2027 ronmy
MOATBEPKIAAET CTPATErMYECKYI0 3HAYMMOCTh HEHPOMAPKETHUHIA KAK MHCTPYMEHTA
YKperieHus: OpeHI0B B ITU(POBOIT SKOHOMUKE.

[Mudposas cpema Y30ekucraHa IEMOHCTPHPYET YCTOWYUBBIA POCT: PACTET
KOJTMYECTBO TIOJIb30BATEIC HWHTEpHETa, O00bEeM MOOWIBHOTO Tpaduka U
AIIEKTPOHHOM KOMMEpPIMH. DTO 3acTaBiisieT OpeHIbl aKTUBHO aJalTHUPOBATHCS K
HOBOI peajbHOCTH: YCWJIMTh KOHTEHT-MAPKETHHI, UCIIOJb30BaTh OMHUKAHAIbHbBIE
CBSA3M, HCIIOJB30BATh BO3MOYKHOCTH BIMSTEIBHOIO MApPKETHHIa, a TaKXKe
OpUEHTHUPOBATHCS HAa MOOWJIBHYIO ONTHUMH3ALHMIO U padoTy ¢ AaHHBIMH (MOIXO/,
OCHOBAaHHBI Ha JaHHBIX). BHenpeHue coBpeMeHHbIX UU(POBBIX pELUICHUN B
ouznec-tipoueccel - o CRM u noructuku no mnatrdopm Bl u 31ekTpoHHBIX
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IJIaTeXeW - MO3BOJIMT 3HAYUTEIBHO MOBBICUTH OINEPAMOHHYIO 3(()EKTUBHOCTD,
YKPENUTh JOBEPUE KIIMEHTOB U YBEJIIMUUTh KOHKYPEHTHBIE ITO3UIIMH HA PHIHKE.

HccnenoBanre BIEPBbIE BCECTOPOHHE YUYUTHIBAET OCHOBHBIE XapAKTEPUCTHKHU
pa3BuBaromuxcsi pelHkoB (Y30ekucran, Kazaxcran, BeetHam) npu paspaboTke u
BHEJJPEHUN MapKETWHTOBBIX MHHOBAlLIMH, BKJIIOUas HeilpomapkeTunr, Big Data u
dbunTex-pemenus. [Ipemmaraempie moaxoasl (MHACKC MHQPPOBON 3PEIOCTH,
THOPUAHBIN HEHPOMApKETHHT, KYJIbTYPHO-OPUEHTHPOBAHHBIE TPHUITEPHI, OCHOBBI
WHHOBAIlMOHHOM CHHEPIrUHM) OCHOBAHbI HA JETAIbHOM M3YYEHHH MECTHOTO
KOHTEKCTa U IMIUPUUECKUX JAHHBIX, YTO IMO3BOJIIET MOJYYUTh 00Jiee BBICOKYIO
koHBepcuto 1 ROI, ueM ucnosib30BaHue CTaHIapTHHIX "3anaaHbiX' MeTo10B. Takum
o0pa3oM, B OTJIMYME OT CYIICCTBYIONIMX HCCIEIOBAHUM, KOTOpPbHIE OOBIYHO
COCpPEIOTOYEHBI Ha TEXHOJIOTMUYECKOW WM OpTraHU3allMOHHON CTOpOHE IU(POBOI
TpaHcopMmalMy, MPEACTABICHHAs  MOJENIb  YUYUTHIBAET  SKOHOMHYECKHE,
KYJIbTYpPHBIE U TOBEJEHUYECKUE aCIIEKThI, XapaKTEPHbIE I PA3BUBAIOILIUXCS CTPaH.

BrniepBbie ObLI TPOBENEH CUCTEMHBII CPAaBHUTENBHBIN aHanu3 ¥Y30eKucTaHa ¢
JPYTUMU PbIHKaMH, YTO MO3BOJIMJIO BBISIBUTH (PAKTOPBI, CHEU(UUHBIE IS KaXA0U
CTpaHbl. DTOT aHAJU3 NO3BOJUT MeCTHBIM KoMmnaHusM (MCB, kpynHbiM OpeHgam)
U MEXKIyHapOAHbIM Yy4YaCTHHUKAaM, IUIAHUPYIOIIMM PpACIIMPEHUE B PETHUOH,
3¢ ()EeKTUBHO  aganTUpPOBaTh HMHCTPYMEHTHl HEWPOMApPKETHUHIA, CTpaTeruu
urppoBoil TpaHchopmanuu U GUHAHCUPOBAHUE UCCIIEIOBAHUA.

1. U3BecTHO, uTO 1IMPpoBas TpaHchOpMalus COBEPIIAET KOPEHHOM MOBOPOT B
MapKeTHUHIOBBIX  cTparerusx. LludpoBble  TEXHOJIOTMM  MHPEIOCTABISAIOT
Pa3BUBAIOIIMMCS KOMIIAHUAM MPEKPACHBIE BO3MOXKHOCTH IS B3aUMOJCHCTBUS C
ueneBoil aynuropueil. Mcnosb3ysi COBpEMEHHBIE HMHCTPYMEHTBI, KOMIIAHWUHU
CTPEMSTCS K NEPCOHAIM3ALMK B IMPOLECCE OT HEWPOMApKETHUHIa [0 aHaJIn3a
OONBIIMX JaHHBIX: OHM AaJalTUPYIOT CBOM CTpPAaTerMd K MPEAIOYTEHHSIM
notpeduteneil. OaHaKko MOTPEOUTETBCKUA CHPOC TAKKE IMOCTOSIHHO MEHSETCH.
NHHOBAalIMOHHBIE 3IKOHOMMYECKHE TMOAXOAbl IOMOTalT JObIM  OpeHaam
OCTaBaThCsl KOHKYPEHTOCIIOCOOHBIMH B YCIIOBUAX OBICTPO PAa3BUBAIOILIETOCS PHIHKA.

2. Yrobel noOutbcs ycmexa B BeK LU(MPOBBIX TEXHOJIOTUH, OpeHaam
HEOOXOJAMMO HE TOJIbBKO OCBOUTH COBPEMEHHBIE METOJbl, HO M YYHUTHIBATH
MEHSIOIeeCs]  OTHOIIGHME  moTpedureneid K Opoaykry.  Hampuwmep,
NCUXO(QU3MUONOTMYECKUE  UCCIAEAOBaHUsS,  Takhue  KaKk  HEHPOMApPKETHHT,
anexTpodHiedanorpadus (O3I) m HaOmMomeHHE 3a Tja3amMH, MPEIOCTaBIISIOT
YHHUKaJIbHbIE BOBMOKHOCTH I U3yUEHUS PEaKkuy MOTpeOuTeNel B KOMMEPUYECKUX
nporeccax. OTH METOAbl ONTHMHU3UPYIOT PEKJIAMHBIE KamMInaHuu. B pesynbpraTe
MOBBIIIAETCSA BOBJIEYEHHOCTh M YPOBEHB JIOSIIBHOCTH KJIIMEHTOB.

3. C poctoMm momynsipHOocTH Takux caiitoB, kak "Uzum Market" u "Ozon,"
OPUHLIMIBI BeACHUS OM3HEca MpeTepHeBaloT cepbe3Hble M3MeHeHus. Pacrtyiee
YHUCJIO HOBBIX HWIPOKOB AaKTUBHO pPAa3BUBAET JIOTUCTHYECKUE CETHU U (PUHTEX-
WHIYCTPUHU, ONTUMHU3UPYS PEKJIAMHBbIE CTpaTErMu. DTO OKa3bIBAET OOJIBLIYIO
NOMOILlb B TMPHUBICYEHUU HOBBIX MOTpeOUTENe | paclupeHun OusHeca.
O (deKTUBHOCTh Takux BeO-IIaTGopM B 1IEJIOM OMNPEAETAeTCsS YJI00CTBOM
uHTepdeiica, CKOPOCTbIO  JOCTaBKM W OJAronpuUsTHBIMA  YCJIOBHUSIMHU

COTPYAHHYCCTBA C IIOCTaBIIMKaMHU.
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4. YBenuuuiaoch KOJIUMYECTBO BHUJIOB TOPIOBJIM 4YEpPE3 COLIMAIBHBIE CETH U
oHJIaiH-pbIHKU. "Instagram” u "Telegram" cimyxat npssMbIM CpeaCcTBOM OOLIECHUS
MEXIy NPEeIPUHUMATEISIMU U KHeHTaMu. OAHAKO PHIHKU C HHTETPUPOBAHHBIMU
ycIyraMM M CTUMYJHPYIOIIMMH MporpaMMamMu  OoJibIlIE€ HE  SBIJISIOTCA
albTEpHATUBOM  TpaauUUOHHOW  Topromie. HaoOopor, oOH  cTaHOBUTCS
ONTUMAJIBHBIM BApUAHTOM [ NPOJABLIOB M TIOKynareneu. bmaromaps
MONYJIIpU3aLMK O€3HAIMYHBIX ONEpalnid JOBEpHE KIMEHTA K OHJIANH-TIOKyIKaM
POJIOJKAET PACTH.

5. VYBelMueHHE KOJIMYECTBA HOBBIX KIHEHTOB M YBEIMYEHHE 4YaCTOTHI
MOBTOPHBIX MOKYIOK MPOUCXOJIUT 3a CYET Npe/CTaBlieHUus OpeHpa IyOIuKe
MOCPEJICTBOM PEKOMEHJAIMM Ha pbhIHKaX. BOJIBIIMHCTBO y30€KCKUX ILUIaTGopMm
OpEAJIaraloT  HOBBIE  PEKIAMHBIE  CTPAaTE€TMHM Uil TOBBIIICHHS  CBOEH
KOHKYPEHTOCIIOCOOHOCTH IO OTHOIICHUIO K MEXIyHapOAHBIM UTrpoKaM. Bkitouas
K3103K, IEPCOHAIM3UPOBAHHBIE MTPEAJIOKEHUS U OECIIaTHYIO JOCTaBKY. ToproBbie
maTpopMbl NPUHUMAIOT AKTMBHOE Yy4yacTWe B 3THX mporeccax. Mcxons us
MIPOBEICHHBIX HMCCJIEIOBAHUN, MOXHO CKa3aTh, YTO MOCJE MHTErPallid PBhIHKA C
m1aTpopMaMy YpOBEHb Y3HABAEMOCTU OpEH 1A MOBBIIIAETCS, UTO, B CBOIO OUYEPEb,
MIPUBOJMT K YBEJIIMYEHUIO MPOJIAK.

6. AHanu3 Y4YEHbIX [IOKA3bIBA€T, YTO HHBECTHUIMH B MHUPPOBYIO
MH(DPACTPYKTYpy, JOTUCTUKY U MApKETUHI OO€CleumBarOT ycnex miargopMm. B
yacTHocTH, UZum Market akTHBHO OOHOBJISIET CBOM MOJI30BATEIBCKUM HHTEpdEiC
Ha pbIHKE Y30ekucrtaHa. B To ’xe BpeMmsi Takue 3apyOekHble KOMIAHHUM, Kak
Wildberries u Ozon, aganTupyroT CBOM yCIYT'HM K PETHOHAIBHBIM OCOOCHHOCTSIM,
yJIy4iiasi JOrUCTUYECKOe 00eCTIeYeHHE U PACIIUpsIsl OXBaT.

7. AxtuBHOE pa3BuTHEe HUPPOBON MHGPACTPYKTYPHl Y30EKHCTaHA CBSI3aHO C
nomyJsipuzanuend goctyna B VIHTepHET M yBelMueHUEM O0beMa MOOHMIIBHOTO
Tpaduka. JTa cutyanus nodykaaeT OpeHIbl U3MEHUTh CBOM MOJXOJ K peKiIame.
Peanuzanusi KOHTEHT-MApKETUHIa U OMHHM-KaHAJIbHBIX KOMMYHUKAIIMA [MOMOTAeT
KOMIIAHUSIM CBSI3aThCSl CO CBOEW ayIMTOPUEN W NPUBJIIEYb HOBBIX KIMEHTOB. [lpn
AKTUBHOW TOJJIEPKKE TaKUX MEp yCHeX MapKEeTHHra 3HAYUTEJIbHO BO3PACTaerT.
MoOuibHbIE METOJIbI ONITUMM3ALMU 00JIETYAa0T MOTPEOUTENSIM BBIOOP U MOKYIKY
npoAyKTOB Wi ycnyr. Jlanusiii noaxos - CRM-cuctemsl BKITIOUatoT B ce0s aHATN3
OOJBIINX IAHHBIX U OTEPALIUU BIUIOTh JI0 AJIEKTPOHHBIX Mu1aTexel. JJanHblil noaxon
HE TOJBKO 3HAUUTENBHO YCKOpSieT 0O0pabOTKy J[AaHHBIX, HO U YyJydYllaeT
OpraHU3allMOHHBIE MPOLECCHl: YYaCTBYET B YIPABICHUWM WHBEHTApU3ALMEN OT
B3aUMOJICUCTBUS C KJIMEHTaMu. B pe3ynbrare Takue NelCTBHs YIIIyOJISIFOT JOBEpHe
MOTpeOUTENeH M YKPEIUISIOT MO3UIINKI KOMIIAaHUI Ha PhIHKE.

8. IHHOBaMOHHBIE MAapKETHHIOBbIE CTPATErMM MEHSIOT UMUK H
YHHUKaIbHOCTh OpeH10B. VICKyCCTBEHHBIN MHTEIUIEKT MPEI0CTABIIET BO3SMOKHOCTH
JUTS CLICHApHUEB B3aMMOICHCTBUSI, aJallTUPOBAHHBIX K 00pa00TKe OOJIBIINX TAHHBIX.
OTH  TNOAXOAbl  CTUMYJMPYIOT  NPUBJICYEHUE  KIMEHTOB U  IOBBIIIAIOT
AMOIIMOHAJIBHYIO MPUBJIEKATEIbHOCTh OpeHaa. s ycnemHon peain3anuu 3THX
ujel HeoOXOJMMO MPUBJIEYb CHEUATMCTOB, OO0JAAIOIIUX HABBIKAMHM aHaJIM3a
uH(pOpMaAIUU U KOHTPOJIS HUGPOBBIX HHUI[UATHUB.

75



9. MapKkeTUHIOBbI€ CTPATErMHU C CUCTEMHBIM MOX0JI0OM CUMTAIOTCS BaXKHBIMU
pu 00bETUHEHUH TPeX MeTom0B. CTpaTeruu MO3BOJISIOT OIICHUBATH KOHKPETHBIC
pe3yNbTaThl IIyTEM KOJMYECTBEHHOTO M KayeCTBEHHOTO0 aHanu3a. [loareepxxaaercs,
YTO BEIOpAHHBIC B 9KOHOMETPUIECKOM MOJICITUPOBAHUH TAKTUKY (HEHPOMAPKETHHT,
uHTerpanus nu(poBo amanTanuu WU WHHOBAIMOHHBIX PEMIEHUN) CTIOCOOCTBYIOT
pPOCTYy KIIOYEBBIX TOKa3zarened. VHBECTHIMHM, HampaBlieHHbIC HAa WHHOBAIIHH,
SBIISIOTCS KIIFOUEBBIM (DAKTOPOM TMPOJBMKEHUS UPPOBOro OpeHnaa, odecrneunBas
npUObLIb, OXBAT AyJIUTOPUHM U JIOSUIBHOCTH KiIMeHTOB. CormacHo metony DEA,
7 ()EKTUBHOCTh HUCIOIB30BAHUS PECYPCOB BBICOKA: YCIENIHbIE KOMIIAHUU
("Wildberries," "Alibaba") MakcuManbHO UCMONB3YIOT UMEIOLITUECS PECYPCHI, B TO
BpeMs Kak apyrue urpoku ("Ozon," "Uzum") MoryT noBeicuTh 3¢ (PeKTUBHOCTH O€3
JOTIOJTHUTENBHOTO (PUHAHCUPOBAHMS.

10. KorHMTHBHOE KapTUPOBAHHE CBS3bIBAET JIaHHBIE C NPHUHIMIIAMU
BO3JICHCTBHSI, ITOKA3bIBasi, KaK HWHHOBAIIMM OOOTAIMAIOT KIUCHTCKUM OMBIT H
YKpemisaioT oBepue. CTparerun OXBaThIBAlOT pasinuyHbie cepsl - oT SMM u
KOHTEHT-MapKeTUHIra 10 (QuHTEXa, JEMOHCTPUPYS CHUHEpreTudeckuid 3(dexT.
YcnenHple MapKETHHTOBBIE WHHOBAIIMH OTPAXKAIOTCS KaK B KOJMYECTBEHHBIX
MoKa3aTelsiX pocTa, TaK M B KAYECTBEHHOM AaHAIM3€, IOATBEPKAAIOIIEM
3 PeKTUBHOCTH MIOJIXOIOB. HeitpomapkeTuHr, WCTIOJIb3Y IO
NICUXO(PU3NOIOTHIECKUE METObI, OTKPBHIBAET HOBBIC TpPaHHM B HW3YYCHUHU
npeanoyTeHuii morpedureneit. Takue TEXHOJNOTMH, Kak (yHKIHOHAIbHAS
MarHuTHo-pe3oHaHcHas Tomorpadus (PMPT) u snexrposnnedanorpadus (33I),
MO3BOJISIIOT BBISIBUTH CHEIU(DUUECKHE SMOIMU U PEAKIUU, KOTOPBIE OMPEIEIISIOT
BBIOOp. DTH 3HAHUS TIOMOTYT aJalTUPOBATh PEKIAMHBIC CTPATETHMH U YIIIyOUTh
KJIMEHTCKUU OTIBIT.
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INTRODUCTION (annotation of the doctoral dissertation (DSc) )

The purpose of the study is to develop proposals and recommendations aimed at
applying neuromarketing concepts through in-depth analysis of consumer emotional
reactions and behavior in the e-commerce system, thereby increasing sales efficiency and
Improving customer experience in the digital environment.

Research objectives:

in-depth study of the theoretical and methodological foundations of the concepts of
e-commerce and neuromarketing in the context of the digital economy and substantiation
of their mutual compatibility.

Analysis of trends in the development of the e-commerce market of Uzbekistan and
a comparative study with international experience.

study of consumer behavior and emotional reactions in the digital trading
environment based on neuromarketing tools.

Identify the specific features of the process of forming and strengthening brands on
e-commerce platforms.

scientific substantiation of the influence of digital marketing innovations (Al, Big
Data, Fintech, SMM) on the effectiveness of e-commerce.

Study of the evolution of sales strategies on social networks and marketplace
platforms of Uzbekistan.

Development of a model for forecasting consumer decision-making processes using
neuromarketing tools.

Development of a "hybrid neuromarketing” model and its practical testing on e-
commerce platforms of Uzbekistan (for example, Uzum Market).

Assessing the synergy effect of marketing innovations in brand formation and
determining optimal ratios.

Preparation of scientific recommendations for the development of personalized
marketing strategies for consumers of Uzbekistan.

Justification of the possibilities of using neuromarketing tools to optimize the user
interface and customer experience on digital trading platforms.

development of an econometric model for assessing the economic efficiency of
brand development in e-commerce and determination of forecast indicators until 2030.

Based on the research results, the development of a set of practical methodological
recommendations for e-commerce platforms and enterprises in the conditions of
Uzbekistan.

The object of the research is the analysis of e-commerce platforms operating in
the Republic of Uzbekistan and the practice of applying neuromarketing concepts in the
process of their digital communication with consumers.

The subject of the research is the system of socio-psychological and marketing-
innovative relations formed in the process of improving e-commerce based on
neuromarketing concepts.

Research Methods. During the study, structural-dynamic analysis, factor analysis,
statistical methods, mathematical and graph-analytical methods, system analysis,
synthesis methods, social survey method, economic analysis and scientific forecasting
experiment (A/B testing) - checking users' emotional reactions to various advertising and
visual content, Eye-tracking technology - determining user focus and improving interface
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design, EEG and biometric analysis - in-depth study of consumers' emotional reactions,
sentiment analysis - evaluating brand opinions on social networks through text analysis,
machine learning modeling - automatic implementation of user segmentation and
creation of forecasting models, cognitive mapping - displaying brand associations in
consumers' minds through a visual map, Econometric regression and forecasting -
calculating the impact of marketing innovations on brand development until 2030.
Benchmarking (comparative analysis) - methods used to compare the e-commerce
market of Uzbekistan with leading international practices.

The scientific novelty of the research is as follows:

According to the methodological approach, the economic content of the concept of
"prand formation in the digital sales system™ is explained by the fact that the integrated
marketing process in digital sales channels depends on brand creation. This concept has
been improved from the point of view of a system of intangible assets representing a
complex of intellectual, communicative, and technological elements;

Based on the concept of "synergy of marketing innovations,” which forms their
functional integration, it is substantiated that there are structural elements in marketing
innovations that serve the formation of a brand, ensuring an optimal ratio between
elements of neuromarketing (NM=0.48) , "big data" (BD=0.24) , financial technologies
(FT=0.17) , marketing through social networks (SMM=0.11) ;

Based on the "hybrid neuromarketing” model, which integrates the achievements
of artificial intelligence, biometric data, and cognitive psychology in the analysis of
consumer behavior, emotional reactions, and decision-making processes in the digital
trading environment, the range of active influence of factors (85-90%) was determined,
which determines the sales behavior observed in consumers;

the neuromarketing forecasting model for brand formation in the context of digital
trade has been improved through an in-depth analysis of the emotional and physiological
impacts of consumers, predicting their behavior, and checking their emotional attitude
towards the brand based on a five-step algorithmic approach;

Based on econometric modeling, characterizing the relationship between factors
influencing the development of brands in the context of digital trade in Uzbekistan,
forecast indicators of the impact of marketing innovations on brands until 2030 have been
developed.

The practical results of the study are as follows:

"Elements specific to neuromarketing concepts (biometric measurements, EEG and
eye-tracking technologies, emotional marketing, personalization based on artificial
intelligence) that directly affect the unconscious and emotional decisions of consumers
in the e-commerce system have been systematically identified, and a conceptual
approach based on their mutual harmony and synergy has been developed."

a hybrid neuromarketing model based on user emotions and behavior has been
developed, and recommendations for its implementation on digital platforms (using the
example of the "Uzum" application) have been presented;

Based on the neuromarketing forecasting model, a five-step algorithm has been
developed that allows predicting consumer readiness for purchase, brand loyalty, and
emotional connection;

forecast indicators were formed based on an econometric regression model that
assesses the impact of marketing innovations on brand development;
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improved user segmentation based on data-driven approaches to create personalized
marketing campaigns tailored to the local audience;

strategies for visual content testing, optimization, and micro-targeting have been
developed, aimed at increasing the effectiveness of the marketing budget in digital trade;

Based on the research results, a set of practical manuals and recommendations for
higher educational institutions, marketing agencies, and e-commerce platforms was
prepared.

The reliability of the research results is determined by the expediency of the
approaches and methods used, the use of official sources, including regulatory legal acts
of the Republic of Uzbekistan, data from the National Statistical Committee of the
Republic of Uzbekistan, the Chamber of Commerce and Industry of the Republic of
Uzbekistan, as well as confirmation of the conclusions and proposals by authorized
structures and their implementation into practice.

Scientific and practical significance of the research results. The scientific
significance of the research results lies in the fact that they can be used in conducting
scientific research on the effective organization of marketing research on e-commerce
platforms in the Republic of Uzbekistan and the development of the effective use of
digital technologies in all research processes, in making strategic decisions to ensure the
effectiveness of advertising and improve marketing research processes on social
networks.

The practical significance of the research results is explained by the use of the
developed scientific proposals and practical recommendations in the methodology of
marketing research, effectively integrated with digital marketing tools in the republic, as
well as the possibility of using them as a scientific source in the preparation of case
studies, lecture texts, curricula, textbooks and teaching aids in the disciplines
"Marketing," "Marketing Research in Decision Making," "Neuromarketing,” "Digital
Marketing," "Strategic Marketing™ in higher educational institutions of the economic
direction.

Implementation of the research results. Based on the scientific results obtained
on improving the methodology for brand formation in the context of digital trade, based
on the scientific results obtained on the application of neuromarketing concepts:

According to the methodological approach, the economic content of the concept of
"applying neuromarketing concepts in the digital sales system™ is explained by the
connection of the integrated marketing process in digital sales channels with brand
creation. In this note, theoretical and methodological materials on improving the system
of intangible assets, representing a complex of intellectual, communicative and
technological elements, were used in the preparation of the textbook "Marketing"
recommended for students of higher educational institutions (order of the rector of the
Tashkent State University of Economics No. 387 dated December 21, 2023). As a result
of the introduction of this scientific innovation into practice, an opportunity has been
created to further deepen theoretical knowledge among marketing students and other
interested parties;

Based on the concept of "synergy of marketing innovations,”" which forms the
functional integration of structural elements of marketing innovations that serve to form
a brand, the proposal to ensure an optimal ratio between elements of neuromarketing
(NM=0.48) , "big data" (BD=0.24) , financial technologies (FT=0.17) , marketing
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through social networks (SMM=0.11) was introduced into the practice of the Chamber
of Commerce and Industry of the Republic of Uzbekistan (certificate of the Chamber of
Commerce and Industry of the Republic of Uzbekistan No. 04-07-27-5409 dated May
22, 2025). As a result of the implementation of this proposal, sales were increased by 20-
30% by adapting marketing companies to the emotional state of clients, the effectiveness
of the marketing budget was increased by 25-30% due to clear segmentation in
advertising, and enterprises expanded their client base by 20-30%;

the proposal to determine the range of active influence (85-90%) of factors
determining consumer trade behavior based on the "hybrid neuromarketing"” model,
which integrates the achievements of artificial intelligence, biometric data and cognitive
psychology in the analysis of consumer behavior, emotional reactions and decision-
making processes in the digital trading environment, has been introduced into the practice
of the Chamber of Commerce and Industry of the Republic of Uzbekistan (Reference
No. 04-07-27-5409 of the Chamber of Commerce and Industry of the Republic of
Uzbekistan dated May 22, 2025). As a result of the implementation of this scientific
proposal, in enterprises that have implemented the omnichannel strategy, customer
repurchase increased by 15-25 percent, and as a result of coordinated online and offline
sales, the annual total income increased by 20-25 percent;

the proposal to improve the neuromarketing forecasting model of brand formation
in the context of digital trade by deeply analyzing the emotional and physiological
reactions of consumers, predicting their behavior, and assessing their emotional attitude
to the brand based on a five-stage algorithmic approach has been introduced into the
practice of the Chamber of Commerce and Industry of the Republic of Uzbekistan
(certificate of the Chamber of Commerce and Industry of the Republic of Uzbekistan No.
04-07-27-5409 dated May 22, 2025). As a result of the implementation of these
proposals, customer repurchase rates increased by 10-15%, and the share of positive
reviews online increased by 80%;

In the context of digital trade in Uzbekistan, there is an econometric modeling
system that describes the relationship between factors influencing brand development,
and based on this modeling, forecast indicators of the impact of marketing innovations
on brands have been developed. The development is planned to be put into practice by
2030 in the Chamber of Commerce and Industry of the Republic of Uzbekistan
(certificate of the Chamber of Commerce and Industry of the Republic of Uzbekistan
dated May 22, 2025 No. 04-07-27-5409). As a result of the introduction of this scientific
innovation into practice, customer retention at enterprises increased by 45%, efficiency
It has been determined that an increase in sales volume will be achieved by 40 percent.

Approbation of the research results. The research results are presented in 4
international and Discussed at 4 republican scientific and practical conferences.

Publication of research results. On the topic of the dissertation, 1 monograph, 18
articles, including in scientific journals recommended by the Higher Attestation
Commission for the publication of the main results of doctoral dissertations. 12 articles
and 6 articles in foreign scientific journals.

The structure and volume of the dissertation. The structure of the dissertation
consists of an introduction, four chapters, 12 sections, a conclusion, a list of references
and appendices, the total volume of the research is 250 pages.
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