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KIRISh (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon miqyosida
to‘qimachilik sanoati global qiymat zanjirlarining muhim bo‘g‘ini sifatida yuqori
ragobat, tezkor moda (“fast fashion™) tendensiyalari, ragamlashtirish jarayonlari va
iste’molchilar xulg-atvorining dinamik o‘zgarishi bilan tavsiflanadi. Bunday
sharoitda to‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida
takomillashtirish ilmiy va amaliy jihatdan dolzarb hisoblanadi, chunki mazkur
yondashuv bozor kon’yunkturasini aniqlash, talabni prognozlash, mahsulotni
differensiallash va samarali pozitsiyalash imkonini beradi. “Jahonda to‘qimachilik
mahsulotlari iste’moli hajmi ozig-ovqat sanoatidan keyin ikkinchi o‘rinda turadi,
jahon yalpi ichki mahsulotidagi ulushi qariyb 3 %ni tashkil etadi, eng yirik ishlab
chigaruvchi mamlakatlarda esa uning giymati 10 %dan oshadi”!. Hozirgi kunda
dunyoning taraqqiy etgan davlatlari ishlab chigarishni innovatsion rivojlantirish va
diversifikatsiyalash asosida milliy iqtisodiyot barqarorligini ta’minlash, eksportbop
mahsulotlar ishlab chiqarish orqali jahon bozoridagi raqobatdoshligini
kuchaytirishga erishmoqda. “2021-yilda jahon to‘qimachilik bozorining hajmi 993,6
milliard AQSh dollariga baholandi. 2022-2030-yillar oralig‘ida yillik o‘sish sur’ati
4,0 foiz bo‘lishi kutilmogda™. Dunyo miqyosida to‘qimachilik korxonalari
faoliyatini marketing tadqiqotlari asosida takomillashtirish va to‘qimachilik
mahsulotlarini ishlab chigarishni innovatsion rivojlantirish ustuvor vazifalar sifatida
belgilangan.

Jahonda to‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida
takomillashtirish mavzusi doirasida bir qator ilmiy-tadqiqotlar olib borilmoqda.
To‘qimachilik  korxonalarini rivojlantirish va axborot bazasini yaratish;
to‘qimachilik korxonalari faoliyatini innovatsion asosda samarali tashkil etishda
marketing tadqiqotlaridan foydalanishning metodologik asoslarini ishlab chiqish;
to‘qimachilik korxonalarida marketing strategiyalarini ishlab chiqish; to‘qimachilik
tarmog‘ida mahsulotlar ishlab chiqarishning uslubiy jihatlarini tadqiq qilish
bo‘yicha ilmiy tadqgiqotlar ustuvor yo‘nalishlardan hisoblanadi.

O‘zbekistonda to‘qimachilik sanoati iqtisodiyotning ustuvor tarmoqlaridan biri
hisoblanib, mamlakatning eksport salohiyatini oshirish va qo‘shilgan qiymatli
mahsulotlar ulushini kengaytirishda muhim o‘rin tutadi. So‘nggi yillarda ushbu
sohada chuqur tarkibiy islohotlar amalga oshirilayotgan bo‘lsa-da, global bozor
talablarining keskin o‘zgarishi, raqobatning kuchayishi hamda iste’molchilar
ehtiyojlarining diversifikatsiyalashuvi korxonalar faoliyatini zamonaviy marketing
yondashuvlari asosida takomillashtirishni taqozo etmoqda. Marketing tadqiqotlari
asosida boshgaruv qarorlarini gabul qilish to‘qimachilik korxonalariga bozor
kon’yunkturasini chuqur tahlil qilish, istigbolli segmentlarni aniqlash va
mahsulotlarni talabga moslashtirish imkonini beradi. Bu esa ishlab chiqarish
samaradorligini  oshirish, eksport geografiyasini kengaytirish va milliy
mahsulotlarning xalgaro bozordagi raqobatbardoshligini mustahkamlashga xizmat
qiladi. Shu bois, to‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida

! https://qaztrade.org.kz/eng/trends-in-the-development-of-light-industry
2 https://www.grandviewresearch.com/industry-analysis/textile-market



takomillashtirish O¢zbekistonda iqtisodiy barqarorlikni ta’minlash, sanoatni
modernizatsiya qilish va global qiymat =zanjirlariga integratsiyalashuvni
jadallashtirish nuqtai nazaridan dolzarb va zarur ilmiy-amaliy yo‘nalish hisoblanadi.

O‘zbekiston ~ Respublikasi  Prezidentining  2022-yil  28-yanvardagi
“2022-2026-yillarga mo‘ljallangan Yangi O‘zbekistonning taraqqiyot strategiyasi
to‘g‘risida” gi PF-60-son®, 2023-yil 10-yanvardagi “Paxta-to‘qimachilik klasterlari
faoliyatini qo‘llab-quvvatlash, to‘qimachilik va tikuv-trikotaj sanoatini tubdan isloh
qilish hamda sohaning eksport salohiyatini yanada oshirish chora-tadbirlari
to‘g‘risida”gi PF-2-son*, 2024-yil 1-maydagi “To‘qimachilik va tikuv-trikotaj
sanoatini rivojlantirishni yangi bosqichga olib chiqish chora-tadbirlari to‘g‘risida”gi
PF-71-son’ farmonlari, 2019-yil 12-fevraldagi “To‘qimachilik va tikuv-trikotaj
sanoatini isloh qilishni yanada chuqurlashtirish va uning eksport salohiyatini
kengaytirish  chora-tadbirlari  to‘g‘risida”gi  PQ-4186-son®,  O‘zbekiston
Respublikasi Vazirlar Mahkamasining 2021-yil 23-fevraldagi
““O‘zto‘qimachiliksanoat” uyushmasining to‘qimachilik va tikuv-trikotaj sohasini
rivojlantirish jamg‘armasi mablag‘larini shakllantirish va undan foydalanish tartibi
to‘g‘risidagi nizomni tasdiglash haqida”gi 93-son’ garorida belgilangan vazifalarni
amalga oshirishda mazkur dissertatsiya ishi muayyan darajada xizmat qiladi.

Tadqiqotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Ushbu tadqiqot respublika fan va texnologiyalari
rivojlanishining 1. «Demokratik va huquqiy jamiyatni ma’naviy-axloqiy va
madaniy-marifiy rivojlantirish, innovatsion iqtisodiyotni shakllantirish» ustuvor
yo‘nalishiga muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Marketing tadqiqotlarining ilmiy-
nazariy va uslubiy jihatlari juda ko*plab iqtisodchi olimlarning ilmiy ishlarida tadqiq
qilingan. Xorijjlik igtisodchi olimlardan Aaker, J.Armstrong, F.Kotler, Leyn Keller
K, Neresh K.Malxotra, J.Landveri, J.Levi, D.Lindon, D.Rosa, O.L.Rua, E.E.Wonah,
C.U.Sonye, R.Abdul Majeed, K.V.Sriram, P.Verma, S.A.Kharma, M.Porter,
Ikonen, lina-Maija Hannele, Yating Tian, X.Yu, B.Hopping, E.L Ratliff ¥, mustaqil

3 O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi “2022-2026 yillarga mo‘ljallangan Yangi
O‘zbekistonning taraqqiyot strategiyasi to‘g‘risida»gi PF-60 Farmoni. https://lex.uz/docs/5841063.

4 O‘zbekiston Respublikasi Prezidentining 2023-yil 10-yanvardagi “Paxta-to‘qimachilik klasterlari faoliyatini qo‘llab-
quvvatlash, to‘qimachilik va tikuv-trikotaj sanoatini tubdan isloh qilish hamda sohaning eksport salohiyatini yanada
oshirish chora-tadbirlari to‘g risida’gi PF-2-son Farmoni. https://lex.uz/docs/-
635133170ONDATE=13.01.2023%2000.

> Oc‘zbekiston Respublikasi Prezidentining 2024-yil 1-maydagi “To‘gimachilik va tikuv-trikotaj sanoatini
rivojlantirishni ~ yangi  bosqichga olib chiqish chora-tadbirlari to‘g‘risida”gi PF-71-son  Farmoni.
https://lex.uz/uz/docs/-6908347.

6 O‘zbekiston Respublikasi Prezidentining 2019-yil 12-fevraldagi “To‘gimachilik va tikuv-trikotaj sanoatini isloh
qilishni yanada chuqurlashtirish va uning eksport salohiyatini kengaytirish chora-tadbirlari to‘g‘risida”gi PQ-4186-
son Qarori. https://lex.uz/docs/-4199421.

7 O‘zbekiston Respublikasi Vazirlar Mahkamasining 2021-yil 23-fevraldagi ““O‘zto‘qimachiliksanoat”
uyushmasining to‘qimachilik va tikuv-trikotaj sohasini rivojlantirish jamg‘armasi mablag‘larini shakllantirish va
undan foydalanish tartibi to‘g risidagi nizomni tasdiglash haqida”gi 93-son qarori. https://lex.uz/uz/docs/-5303916.

8 Aaxep JI.A.Crparerus ynpasienus noprdenem Openjio: [nep. ¢ anri.] / Jlpeun A Aakep. - M.: Dkemo, 2009, —
318 c.; Kotler P., Armstrong G., Marc Oliver Opresnik. Principles of marketing. Pearson Education Limited 2018;
Kotnep ®. Mapketunr 5.0. Texnonoruu cnenyrouiero nokosenus / ®@unun Korep, CetnaBan Aiisen, Kapramxkaiia
XepmagaHn; [mepeBon ¢ anrmickoro A. 'opmas]. - Mocksa: Dkemo, 2023. -272 c.; Kotler, P., Lane Keller K., Brady,
M., Goodman, M., Hansen, T. (2024). Marketing Management. (5. ed.) Pearson Education.; Hapem K.Manxotpa.
MapKeTHHTOBBIE HCCIIEAOBAHIS: TIPaKTHIECKoe pykoBoacTo. —M.: Bumesamc, 2016. -1156 c.; Jlangsepu K., JIen K.,
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davlatlar hamdo‘stligi iqtisodchi olimlari S.G.Bojuk, K.S.lorina, A.P.Karasev,
D.Ye.Klimanov, A.V.Korotkov, L.V.Krilova, A.V.Kulikova, N.B.Safronova,
S.V.Polevoda, E.Tyan, N.P.Shaligina’ va boshgalar ilmiy izlanishlar olib borganlar.

Respublikamizda marketing tadqiqotlari ilmiy-nazariy va uslubiy masalalari
A.Sh.Bekmurodov, M.A.lkramov, L.T.Abduxalilova, Sh.J.Ergashxodjaeva,
A .N.Samadov, M.A.Yusupov, I.Ivatov, A.Soliev, B.N.Mamaeyv,
T.A.Mamadjanova, F.T.Kasimova, Sh.X.Xamdamov, X.Xakimov,
A.A.Abdug‘aniyev, B.B.Xudoyberdiyev, U.Saidov, M.R.Bozorov,
S.Sh.Qo‘chqorov, Sh.Mirzayev, N.N.Rasulov, M.M.Azlarova, A.A.Valiyeva'® va
boshqgalarning ilmiy-tadqiqot ishlarida o‘rganilgan.

Jlunpon [I. Mepkarop. Teopust u npakruka mapkerunra. /Ilep ¢ ¢ppanu., 2 1. -M.: MLI®IP, 2006. -1176 c., Rosa, D.,
Rua, O.L. Relationship marketing and intangible resources: The mediating effect of loyalty. Review of Marketing
Science. 2020 18(1), c. 117-143.; Wonah, E.E., Sonye, C.U. Footwear merchandizing skills needed by graduates of
colleges of education for self-reliance in delta state. 2020 Journal of Home Economics Research. 27(1), c. 79-88;
Abdul Majeed, R., Sriram, K.V. Determining the best advertising medium for a footwear company: A case study.
2019. Indian Journal of Marketing. 49(5), c. 21-32; Verma, P., Sharma, A K. Assortment satisfaction: The tale of
online footwear sales. 2018 Technology in Society. 54, ¢. 57-65.; Iloptep, M. KonkypenrtHas ctparerus: MeToauka
aHanM3a otpaciei U koHKypeHToB / M. IToprep; Ilep. ¢ annr. — 4-e u3a. - M.: AnsnnHa busnec byke, 2013. — 463 c;
Ikonen, lina-Maija Hannele (2021) - Influencing Consumer Choice for Healthy Foods at the Point of Purchase: The
role of marketing communication and food pricing strategies. PhD, Vrije Universiteit Amsterdam.; Yating Tian (2024)
- Integrating sustainability into food marketing: A design-based extension of the food well-being paradigm. PhD,
University of Twente.; X. Yu (2021) — Marketing Strategies and Consumers’ Food Decision-making.; B.Hopping
(2016) - Local Food Perceptions and Shopping Behavior among frequent shoppers of rural grocery stores.; E.L.Ratliff
(2021) - Consumer Preferences for Value Added Products.

% Boxyk C. I'. MapKeTHHIOBBIE HCCleI0BaHus: yaeOHuK 1 By30B / C. I'. Boxyk. - 2-€ u3J., ucIp. U 1011 - MOCKBa:
M3narensctBo IOpaiit, 2025.-304 c.; Nopuna K.C. IIporHo3upoBaHWe TMOBEJACHMsI MOTpPEOUTENEeH Ha pHIHKE
MPOIYKTOB NMUTAHUS (SKOHOMETPHUYECKOE MOJEIMPOBAaHME HAa AAHHBIX ONPOCOB): BBIMYCKHAS KBATU(DHUKAIIMOHHAS
pabota/aucc. matepuansl. — COY, 2023; Kapace A.Il. MapKkeTHHTOBBIE HCCIICIOBAHUS U CHUTYallMOHHBIA aHAIH3:
yu4eOHHK W TPaKTHKyM U NpuKiIagHoro Oakamaspuara / A. II. Kapaces. - 2-e u3a., nepepab. u mom. - M.:
WznarensctBo FOpaiit, 2017. - 315 c.; Knumanos [I.E. MapkeTHHroOBBIH OAXOA K aHANU3y OusHec-monenen. 2017;
Kopotkos, A.B. MapkeTuHrosbie uccienoBanus: yueo. nmocooue aius By3os. — M.: KOHUTU-JTAHA, 2015. — 303 c;
Kpsutosa JI. B. ArpoMapKeTHHT Ha 3Tare aJanTaliy K K3MEHSIOIUMCSI PHIHOYHBIM yCIOBUSIM: JHC. ... KaHJI. 9KOH.
Hayk (08.00.05 — mapkeTuHr). — JloHeKui Hall. YH-T SKOHOMHUKHU U ToproBiu uM. M. Tyran-bapanosckoro, 2021. —
180 c.; KynukoBa A.B. Mapketunrossie uccieoBanus. CoctaButeb: YueOHO-MeToauueckoe nocooue. — Huwkauit
Hosropon: Hmkeroponackuit rocynmeepcurer mMm. H.M. Jlobaweckoro, 2017. — 70 c.; Cadponora, H.b.
MapxkeTtunrossle uccnenosanus. — M.: U3natenscko-Toprosas kopnopanus «Jamxos u K», 2017. —296 c.; IloneBona
C.B. Pa3zBuTre METOOVKHN MapKETHHTOBOTO aHalN3a KOMMEPUECKHX OpraHusanuii. ABTopedepar auccepTranuy Ha
COMCKaHMe Yy4eHOH cremeHu K.3.H. PocroB-nHa-/lony — 2016.; Tsaup E. dopmupoBaHHEe HHTETPUPOBAHHOTO
MapKETHHTOBOT'O NPE/UIOKCHHS Ha PHIHKE NMPOAYKTOB IMUTaHMA: JHC. ... KaHI. 3KOH. HayK. — KyOaHckuii roc. yH-T,
Kpacuomap, 2014. — 180 c.; Illameiruna H.II. Pa3Butme MapKeTHHTOBBIX HCCIEOBAaHHM B OpraHU3alMAX
NOTPEOUTENbCKOM Koomepauuu. ABropedepaT auccepTallii Ha COUCKaHWE yueHoi cremenn k.9.H. 08.00.05.
benropoa-2006.

10" Bexmypanos A.IIl. Ba 6Gomkanap. Crpareruk mapkerunr. —T.. TAUY, 2010. -161 6.; Ukpamos M.A.,
AbnyxamminoBa JI.T. MapkeTuHr TaaKMKOTIapuaa CTaTUCTUK Taxiawi. -T.. Hkrucommér, 2017. — 345 6.
Opramxopkaesa 111.XK., Kocumosa M.C., OcynoB M.A. Mapketunr: napciuk. — T.: Ukrucoauér, 2018. — 232 6.;
Opramxomkaesa [11.J[x., Camano A.H., llapunos N.b. Mapketunr: gapciuk. —T.: Ukrucomuér, 2013. -346 6.;
KacumoBa @.T. TeHmeHIMM W TEPCHEKUBHl Pa3BUTHSA HU(POBOTO MapKEeTHHTa B MaJoM OH3HECEe Ha IpuMepe
KOHIUTEPCKUX wm3nenuid. ABTopedepar IuccepTalliii Ha COMCKaHHE. Y4eHOH cremerm nokropa (DSc) mo
skoHOoMHUYeckuM Haykam. —T.: TTOV, 2022; Abdug‘aniyev A.A. Ozig-ovqat sanoatida marketing tadqiqotlarini
rivojlantirish yo‘nalishlari: PhD dissertatsiya. — Toshkent: TDIU, 2018. — 145 b.; Xudoyberdiyev B.B. O‘zbekiston
o0zig-ovqat bozorida marketing strategiyalarini takomillashtirish: PhD dissertatsiya. — Toshkent: TDIU, 2019. — 160
b.; Saidov U. Qishloq xo‘jaligi va ozig-ovqat mahsulotlarida marketing faoliyati samaradorligini oshirish: DSc
dissertatsiya. — Samarqand: SamDU, 2020. — 245 b.; Bozorov M.R. Ozig-ovqat bozorida iste’molchilar xulg-atvori va
marketing tadqiqotlari: PhD dissertatsiya. — Toshkent: TMI, 2017. — 180 b.; Qo‘chqorov S.Sh. Ozig-ovqat tarmog‘ida
raqobatbardoshlikni ta’minlashda marketing tahlilining o‘rni: DSc dissertatsiya. — Toshkent: TDIU, 2021. — 210 b.;
Mirzayev Sh. Qishloq xo‘jaligi mahsulotlarini qayta ishlash korxonalarida marketing tadqiqotlari tizimini
rivojlantirish: PhD dissertatsiya. — Andijon: AndMI, 2019. — 165 b.; Rasulov N.N. Agrosanoat majmuida marketing
tadqiqotlari tizimini rivojlantirish: DSc dissertatsiya. — Toshkent: TDIU, 2018. — 225 b.; Yo‘ldoshev A., Xolmurodov
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Dissertatsiya mavzusining dissertatsiya bajarilgan oliy ta’lim
muassasasining ilmiy-tadqiqot ishlari rejalari bilan bog‘ligligi. Mazkur tadqiqot
Toshkent davlat iqtisodiyot universitetining ilmiy tadqiqot ishlari rejasiga muvofiq
bajarilgan.

Tadqiqotning maqsadi to‘gimachilik korxonalari faoliyatini marketing
tadqiqotlari asosida takomillashtirish bo‘yicha ilmiy taklif va amaliy tavsiyalar
ishlab chiqishdan iborat.

Tadqiqotning vazifalari:

to‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida tashkil
etishning nazariy va normativ-huquqiy asoslarini o‘rganish;

to‘qumachilik korxonalari faoliyatini marketing tadqiqotlari asosida tashkil
etishning uslubiy jihatlarini tadqiq qilish;

to‘qimachilik korxonalari faoliyat yuritishida marketing tadqiqotlaridan
foydalanishning amaldagi holatini tahlil qilish va xulosalar shakllantirish;

to‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida tashkil
etish bo‘yicha xorijiy tajribalar va wulardan respublikamizda foydalanish
imkoniyatlarini ko‘rsatib berish;

to‘qimachilik korxonalari faoliyatining tashkiliy jihatlarini marketing
tadqiqotlari asosida takomillashtirish bo‘yicha ilmiy taklif va amaliy tavsiyalar
ishlab chiqish;

to‘qumachilik  korxonalari faoliyatining uslubiy jihatlarini marketing
tadqiqotlari asosida takomillashtirish bo‘yicha ilmiy taklif va amaliy tavsiyalar
ishlab chiqish;

to‘qumachilik ~ mahsulotlari ~ ishlab  chiqarish  hajmining  prognoz
ko‘rsatkichlarini ishlab chiqish.

Tadqiqotning obyekti sifatida “O‘zto‘qimachiliksanoat” uyushmasi
tarkibidagi mas’uliyati cheklangan jamiyatlar faoliyati tanlab olingan.

Tadqiqotning predmeti to‘qimachilik korxonalari faoliyatini marketing
tadqiqotlari asosida tashkil etish jarayonida vujudga keladigan iqtisodiy
munosabatlar majmui hisoblanadi.

Tadqiqotning wusullari. Tadqiqot jarayonida nazariy tafakkur, ilmiy
abstraksiya, mantiqiy va taqqoslama tahlil, monografik kuzatish, statistik guruhlash,
prognozlash va ekonometrik tahlil kabi usullardan foydalanilgan.

Tadqiqotning ilmiy yangiligi quyidagilardan iborat:

to‘qimachilik  korxonalarida xaridorlarni  ekologik toza mahsulotga
yo‘naltirish, global eko-sertifikatsiyalarni olishni osonlashtirish, brendning
raqobatbardoshligini oshirish uchun ekologik talablarni marketing tadqiqotlari bilan
birlashtiruvchi “green consumer behavior models ” modelini qo‘llash taklif etilgan;

O. Marketing tadqiqotlari. — Toshkent: TDIU nashriyoti, 2017. — 240 b. (ozig-ovqat marketingi bo‘yicha nazariy asos
sifatida qo‘llanilgan); Aznaposa M.M. Mcrebsmon 6030puHN 03UK-OBKAT TOBapJiapy OWIaH TYJIAMPHILIA MapPKETHHT
cTparerusulapuiad QoialaHUIIHY TAKOMIWIIAIITHPUI (KaHJoMaT Maxcylomiapu muconuna). Mkrucon dannapu
HOM30/1 WIMHH Japa’kaciHH OJIMII Y4yH auccepranus aBropedeparn — T.: TAWNY, 2023.; Valiyeva A.A. Moyli
ekinlar yetishtiruvchi fermer xo‘jaliklarida marketing tadqiqotlaridan foydalanish. Iqtisod fanlari nomzodi ilmiy
darajasini olish uchun disssertatsiya avtoreferati. — T.: TDIU, 2025.
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to‘gqimachilik korxonalari faoliyatida marketing tadqiqotlarini sun’iy intellekt
va real vaqt bozori ma’lumotlari asosida avtomatik moslashtirish imkonini beruvchi
amaliy model taklif etilgan;

to‘qimachilik korxonalarini hududlar, bozor segmentlari va demografik
guruhlar bo‘yicha: talab, mavsumiylik, moda trendlarini bilan aniqlash hamda
logistika, distribyutsiya va marketing rejasini optimallashtirish uchun GeoAl
Marketing - hudud bo‘yicha talabni Al orqali tahlil qilish taklif qilingan;

respublikada to‘qimachilik mahsulotlari ishlab chiqarish hajmiga mahsulot
ishlab chiqaruvchi korxonalar va xodimlar soni, ajratilgan investitsiyalar kabi
omillarning ta’sirini hisobga olgan holda 2035-yilgacha prognoz ko‘rsatkichlari
ishlab chiqilgan.

Tadqiqotning amaliy natijalari quyidagilardan iborat:

to‘qumachilik korxonalarida CRM tizimlari, onlayn savdo platformalari,
1jtimoiy tarmoq monitoringi, xaridor so‘rovnomalari ma’lumotlarini bitta markaziy
data lakega jamlash hamda xaridorlarning xarid profilini turkumlash, shaxsiy
segmentlar yaratish; har bir segment uchun noyob xarid parametrlarini aniglash
segmentlarini hisobga olgan holda sun’iy intellekt asosida xaridorlarni chuqur
segmentlash tavsiya etilgan;

to‘gqimachilik korxonalarida ekologik talablarni marketing tadqiqotlari bilan
birlashtiruvchi “green consumer behavior models” modelini qo‘llash tavsiya
etilgan;

to‘qumachilik korxonalarida ragamli marketingni bozor talabi bilan ishlab
chiqarish tizimiga real vaqt rejimida bog‘lash magsadida DMC (Digital
Manufacturing & Consumption) modelini qo‘llash tavsiya qilingan;

to‘qimachilik korxonalarini hududlar, bozor segmentlari va demografik
guruhlar bo‘yicha: talab, mavsumiylik, moda trendlarini Al bilan aniqlash hamda
logistika, distribyutsiya va marketing rejasini optimallashtirish uchun GeoAl
Marketing - hudud bo‘yicha talabni Al orqali tahlil qilish tavsiya etilgan;

respublikada  to‘qimachilik  mahsulotlari ishlab chiqarish hajmining
2035-yilgacha prognoz ko‘rsatkichlari ishlab chiqgilgan.

Tadqiqot natijalarining ishonchliligi qo‘llanilgan yondashuv va usullarning
magsadga muvofiqligi, nazariy ma’lumotlar rasmiy manbalardan olinganligi,
berilgan ilmiy-nazariy taklif va tavsiyalar amalda sinovdan o‘tkazilganligi,
marketing tadqiqotlaridan qo‘llash bo‘yicha ishlab chiqilgan ilmiy takliflarning
amaliyotga joriy etilganligi va natijalarning to‘qimachilik korxonalari hamda
“O‘zto‘qimachiliksanoat” uyushmasi tomonidan tasdiglanganligi bilan izohlanadi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadqiqotning ilmiy
ahamiyati to‘qimachilik korxonalarida ekologik talablarni marketing tadqiqotlari
bilan birlashtiruvchi green consumer behavior models modelini qo‘llnilganligi,
marketing tadqiqotlarini sun’iy intellekt va real vaqt bozori ma’lumotlari asosida
avtomatik moslashtirish imkonini beruvchi amaliy model ishlab chiqishda,
to‘gqimachilik korxonalarini hududlar, bozor segmentlari va demografik guruhlar
bo‘yicha: talab, mavsumiylik, moda trendlarini Al bilan aniglash hamda logistika,
distribyutsiya va marketing rejasini optimallashtirish uchun GeoAl Marketing -
hudud bo‘yicha talabni Al orqali tahlil qilishda foydalanilganligi bilan izohlanadi.
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Tadqiqot natijalarining amaliy ahamiyati to‘qimachilik korxonalarida ragamli
marketing bozor talabi bilan ishlab chiqarish tizimini real vaqt rejimida bog‘lash
maqsadida DMC modelini qo‘llashda, CRM tizimlari, onlayn savdo platformalari,
1jtimoiy tarmoq monitoringi, xaridor so‘rovnomalari ma’lumotlarini bitta markaziy
data lakega jamlash hamda xaridorlarning xarid profilini turkumlash, shaxsiy
segmentlar yaratishda; har bir segment uchun noyob xarid parametrlarini aniqlash
segmentlarini hisobga olgan holda sun’iy intellekt asosida xaridorlarni chuqur
segmentlashni qo‘llashda foydalanish mumkinligi bilan belgilanadi. Shuningdek,
amaliy natijalardan «Marketing» fanini o‘qitish jarayonida ma’ruza va keys-stadilar
tayyorlashda foydalanish mumkin.

Tadqiqot natijalarining joriy qilinishi. To‘qimachilik korxonalari faoliyatini
marketing tadqiqotlari asosida takomillashtirish bo‘yicha olib borilgan ilmiy
tadqiqotlar asosida:

to‘qimachilik  korxonalarida xaridorlarni ekologik toza mahsulotga
yo‘naltirish, global eko-sertifikatsiyalarni olishni osonlashtirish, brendning
raqobatbardoshligini oshirish uchun ekologik talablarni marketing tadqiqotlari bilan
birlashtiruvchi “green consumer behavior models” modelini qo‘llash taklifi
“O‘zto‘gimachiliksanoat” uyushmasi, “Betlis Tekstil” va “Osiyo Grand” MChlJlar
tomonidan amaliyotga joriy etilgan (“O‘zto‘qimachiliksanoat” uyushmasining
2026-yil 04-fevraldagi 02/06-178-sonli, “Betlis Tekstil” MChJning 2026-yil 16-
yanvardagi 6/1-sonli, “Osiyo Grand” MChJning 2025-yil 12-yanvardagi 2-sonli
ma’lumotnomalari). Mazkur ilmiy yangilikning amaliyotga joriy etilishi,
to‘qimachilik korxonalarida xaridorlarni ekologik toza mahsulotga yo‘naltirish,
global eko-sertifikatsiyalarni olishni osonlashtirish, brendning raqobatbardoshligini
oshirish uchun ekologik talablarni marketing tadqiqotlari bilan birlashtiruvchi
“green consumer behavior models”” modelini qo‘llash imkoniyati yaratilgan;

to‘qimachilik korxonalari faoliyati uchun ishlab chiqilgan marketing
tadqiqotlarini sun’iy intellekt va real vaqt bozori ma’lumotlari asosida avtomatik
moslashtirish imkonini beruvchi amaliy model taklifi “O‘zto‘qimachiliksanoat”
uyushmasi, “Betlis Tekstil” va “Osiyo Grand” MChlJlar tomonidan amaliyotga joriy
etilgan (“O‘zto‘qimachiliksanoat” uyushmasining 2026-yil 04-fevraldagi 02/06-
178-sonli, “Betlis Tekstil” MChJning 2026-yil 16-yanvardagi 6/1-sonli, “Osiyo
Grand” MChlning 2025-yil 12-yanvardagi 2-sonli ma’lumotnomalari). Mazkur
ilmiy yangilikning amaliyotga joriy etilishi, to‘qimachilik korxonalari faoliyatida
marketing tadqiqotlarini sun’iy intellekt va real vaqt bozori ma’lumotlari asosida
avtomatik moslashtirish imkonini beruvchi amaliy modeldan foydalanish va uning
iqtisodiy samaradorligini oshirish imkonini bergan;

to‘qimachilik korxonalarini hududlar, bozor segmentlari va demografik
guruhlar bo‘yicha: talab, mavsumiylik, moda trendlarini Al bilan aniglash hamda
logistika, distribyutsiya va marketing rejasini optimallashtirish uchun GeoAl
Marketing - hudud bo‘yicha talabni Al orqali tahlil qilish taklifi “O‘zto‘qimachilik”
uyushmasi, “Betlis Tekstil” va “Osiyo Grand” MChJlar tomonidan amaliyotga joriy
etilgan (“O°‘zto‘qimachiliksanoat” uyushmasining 2026-yil 04-fevraldagi 02/06-
178-sonli, “Betlis Tekstil” MChlJning 2026-yil 16-yanvardagi 6/1-sonli, “Osiyo
Grand” MChlJning 2025-yil 12-yanvardagi 2-sonli ma’lumotnomalari). Ushbu ilmiy
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yangilikning amaliyotga joriy etilishi natijasida, hududlar, bozor segmentlari va
demografik guruhlar bo‘yicha: talab, mavsumiylik, moda trendlari AI bilan
aniqlanishi, bu esa logistika, distribyutsiya va marketing rejasini optimallashtirish
imkonini bergan;

respublikada to‘qimachilik mahsulotlari ishlab chiqarish hajmiga mahsulot
ishlab chiqaruvchi korxonalar va xodimlar soni, ajratilgan investitsiyalar kabi
omillarning ta’sirini hisobga olgan holda ishlab chiqilgan 2035-yilgacha prognoz
ko‘rsatkichlari taklifi “O‘zto‘qimachiliksanoat” uyushmasi tomonidan amaliyotga
joriy etilgan (“O‘zto‘qimachiliksanoat” uyushmasining 2026-yil 04-fevraldagi
02/06-178-sonli ma’lumotnomasi). Ushbu ilmiy yangilikning amaliyotga joriy
etilishi, respublikada to‘qimachilik mahsulotlari ishlab chigarish hajmining 2035-
yilgacha prognoz ko‘rsatkichlarini ishlab chiqish imkonini bergan.

Tadqiqot natijalarining aprobatsiyasi. Mazkur tadqiqot natijalari, jami
ma’ruza tezislari 6 ta, shundan 2 ta respublika va 4 ta xalqaro ilmiy-amaliy
anjumanlarida muhokamadan o‘tkazilgan va ijobiy baholangan.

Tadqiqot natijalarining e’lon qilinganligi. Tadqiqot mavzusi bo‘yicha jami
9 ta ilmiy ish, jumladan, O‘zbekiston Respublikasi Oliy ta’lim, fan va innovatsiyalar
vazirligi huzuridagi Oliy attestatsiya komissiyasi tomonidan tavsiya etilgan ilmiy
jurnallarda 3 ta ilmiy maqola, shundan 2 ta respublika va 1 ta xorijiy jurnallarda
nashr etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish, uchta bob,
xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan tashkil topgan bo‘lib,
umumiy haymi 117 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida o‘tkazilgan tadqiqotlarning dolzarbligi va zarurati asoslangan,
respublika fan va texnologiyalari rivojlanishining ustuvor yo‘nalishlariga mosligi
ko‘rsatib o‘tilgan, muammoning o‘rganilganlik darajasi va dissertatsiya bajarilgan oliy
ta’lim muassasasining ilmiy-tadqiqot 1ishlari bilan bog‘ligligi bayon etilgan,
tadqiqotning magqgsadi va vazifalari hamda ob’ekti, predmeti va usullariga tavsif
berilgan, tadqiqotning ilmiy yangiligi va amaliy natijalari yoritilgan, tadqgiqot
natijalarining ishonchliligi va joriy qilinishi izohlab berilgan, tadqiqot natijalarining
aprobatsiyasi, €’lon qilinganligi, tuzilishi va hajmi to‘g‘risida ma’lumotlar keltirilgan.

Dissertatsiyaning “To‘qimachilik korxonalari faoliyatini rivojlantirishda
marketing tadqiqotlaridan foydalanishning nazariy va uslubiy asoslari” deb
nomlangan birinchi bobi to‘qimachilik korxonalari faoliyatida marketing
tadqiqotlaridan foydalanishning nazariy va normativ-huquqiy asoslari o‘rganilgan,
marketing  tadqiqotlari  asosida  to‘qimachilik  korxonalari  faoliyatini
rivojlantirishning uslubiy jihatlari yoritilgan, xulosalar shakllantirilgan va ilmiy
takliflar tayyorlangan.

To‘qimachilik sanoati O‘zbekiston iqtisodiyotining yetakchi tarmogqlaridan biri
hisoblanadi. Raqobat kuchayishi, iste’molchilar ehtiyojlarining tez o‘zgarishi va
global tendensiyalar to‘qimachilik korxonalaridan marketing tadqiqotlariga
asoslangan boshqaruvni talab etadi.
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Marketing tadqiqotlari quyidagi yo‘nalishlarni gamrab oladi: bozor hajmini
aniglash (bozor sig‘imi) va talab prognozi. Bozor sigimi - ma’lum bozorda ma’lum
muddatda to‘lovga qodir mol taklifi va chakana narx darajasi hisobga olingan holda
sotilishi mumkin bo‘lgan mol miqdori. Bozor sig‘imini aniqlashda biror tovarga
mo‘ljallangan aholining xarid quvvati, korxonalarning aynan shu molni sotib olish
ehtiyoji hisobga olinadi. To‘qimachilik sanoatida marketing tadqiqotlarining
ahamiyatiga to‘xtaladigan bo‘lsak, bunda iste 'molchi segmentatsiyasi va raqobat
tahliliga e’tibor garatiladi. Porterning “beshta kuchi: ichki raqobat; kirish to ‘siglari;
xaridorlar kuchi; yetkazib beruvchilar kuchi; o ‘rinbosar mahsulotlar xavfidan
to‘qimachilik korxonalarida foydalanish magsadga muvofiq bo‘ladi (1-rasm).

Ichki ragobat
| |
1 1
Kirish to‘siqlari ' ' Xaridorlar kuchi
: ! ASOSIY RAQOBAT !
. (to‘qimachilik sanoati !
Yetkazib beruvchilar : ichidagi raqobat) 'l Ofrinbosar mahsulotlar
kuchi ] : xavfi

1-rasm. Porterning “besh kuch” modeli (to‘qimachilik sanoati uchun)'!

Marketing tadqiqotlarida raqobatchilarni aniqlash va baholash muhim
hisoblanadi. Raqobat ustunligiga erishish uchun kalit: korxonaning takliflarini
uning asosiy raqobatchilarining takliflariga nisbatan taqqoslab tekshirish
hisoblanadi. Korxona raqobatchilari qila olmaydigan yo‘l bilan mijozlar ehtiyojini
gondiradigan bozorda o‘z o‘rnini topishni xohlaydi. Agar korxona xaridor uchun
raqobatchilariga nisbatan yaxshiroq taklif kiritsa, u bunda baland narx va yuqori
darajadagi foydaga erishishi mumkin, yoki u o‘zining hozirgi vaqtdagi narxini
saglagan holda bozorda ko‘proq ulushga egalik qilishi mumkin. Aksincha, korxona
o‘zining raqobatchilariga nisbatan kamroq hajmda ish bajarayotgan bo‘lsa, demak,
o‘sha yo‘nalishdagi ishlari uchun yanada kuchliroq reja ishlab chiqishi kerak va uni
muhim amalga aylantirishi zarur. To‘qimachilik sanoatida asosiy xavflar - arzon
import, sintetik to‘qimalar, brendlangan raqobatchilar, MOQ (minimum order)
talablaridagi bosim va yetkazib beruvchilar monopoliyasi hisoblanadi.

Marketing tadqiqotlari asosida to‘qimachilik ishlab chiqarishini tashkil etish
modelini ko‘rib chiqamiz. Quyida korxonada “marketingdan - ishlab chigarish”ga
oqimining konseptual algoritmi keltirilgan (2-rasm).

Iqtisodchi olimlar, soha mutaxassislari tomonidan va boshga ilmiy manbalarda
“marketing tadqiqotlari” tushunchasiga har xil ta’rif va yondashuvlar bildirilgan.
Xususan, chet ellik igtisodchi olim F.Kotler marketing tadqiqotlari tushunchasini
quyidagicha ta’riflagan: “Marketing tadqiqotlari deb, turli yo‘nalishlarni tizimli
ravishda tayyorlash va o‘tkazish, korxona oldiga qo‘yilgan konkret marketing
vazifasiga mos bo‘lgan natija va xulosalarga ega bo‘lish uchun olingan
ma’lumotlarni tahlil etish jarayoni”!2,

' Muallif tomonidan tuzilgan.
12 Kotnep @. Mapketunr Menemxment. 11-u3a. CII6.: ITurep, 2015. -155 6.
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Xorijlik soha mutaxassislari Naresh K. Malhotra, Imad B. Balbaakilar
tomonidan marketing tadqiqotlari tushunchasiga quyidagi yondashuv keltirilgan:
“marketing tadqiqotlari (ingl. marketing research) deb axborot to‘plash, uni
izohlash, marketing xizmatlari va firma rahbariyati uchun ularning buyurtmalari
bo‘yicha bajariladigan baholash va bashorat hisob-kitoblariga aytiladi”!'®. Xorijlik
iqtisodchi olim A.V.Kataev fikricha, “marketing tadqiqotlari - bu marketingning
axborot va tahliliy ehtiyojlarini qondirishga qaratilgan har qanday tadqiqot
faoliyati”!*.

| Bozormi g rganish |

v
Talabni segmentlashtirish
v
Talab hajmi va trend

v

Ishlab chigarish quvvatini rejalashtirish
v

Mahsulot dizavni va assortiment

+

Ishlab chigarish jarayonim tashkil etish
v

Tayvor mahsulotni bozorga chigarish

2-rasm. “Marketingdan - ishlab chiqarish”ga oqimining konseptual
algoritmi'>

Xorijlik soha mutaxassislari O.Kalieva, O.Mixaylova va V.Kovalevskiylar
quyidagi yondashuvni bildirganlar: “Marketing tadqiqotlari - bu biznes tadqiqotlari
shakli va amaliy sotsiologiyaning bo‘limi bo‘lib, u bozor tomonidan belgilab
qgo‘yilgan iqtisodiyotdagi iste’molchilar, raqobatchilar va bozorlarning xatti-
harakatlari, istaklari va afzalliklarini, shuningdek, korxonaning bozordagi o‘rnini
tushunishga qaratilgan”!®. Respublikamizdan iqtisodchi olima A.A.Valiyeva
fikricha, “Marketing tadqiqotlari - bu bozor kon’yunkturasi: narxlar, raqobatchilar,
foydalanuvchilar va boshqalar hagidagi ma’lumotlarni to‘plash, tasniflash va tahlil
qilish. Marketing tadqiqotlari - bu bozor, mahsulot haqidagi ma’lumotlarni yig‘ish,
tahlil gilish va sharhlash uchun vositalar to‘plamidir”!”.

Iqtisodchi olimlar va soha mutaxassislarining marketing tadqiqotlari
tushunchasiga bergan ta’rif va yondashuvlari e’tiborga loyiq bolib, nazariy-amaliy
tadbirlar majmuasi nuqtai nazaridan kelib chiqib quyidagi mualliflik yondashuvi

13 Naresh K. Malhotra, Imad B. Balbaaki. Marketing Research. 6 Edition. Published by Pearson Education LTD. ©
2013.

14 Karaes A.B. MapKeTHHTOBBIE HCCIEA0BaHUA. Moayb «Teopusl MapKETHHIOBBIX MCCIEN0BaHUNE»: XapbKOBCKUIH
TOProBO-9KOHOMHYECKHH HMHCTUTYT KHEBCKOro HaIMOHAJIBHOTO TOPTrOBO-DKOHOMHYECKOTO yHUBepcHTeTa. — X.!
XTOU KHT3Y, 2014. — 46 c.

15 Muallif tomonidan tuzilgan.

16 Kanuesa O., Muxaiinosa O., KoBanesckuii B. MapkeTunrossle ncciaemoBanus. - Litres, 2022-05-15. — 258 c. -
ISBN 978-5-04-004673-7.

17 Valiyeva A.A. Moyli ekinlar yetishtiruvchi fermer xo‘jaliklarida marketing tadqgiqotlaridan foydalanish. Iqtisod
fanlari nomzodi ilmiy darajasini olish uchun disssertatsiya avtoreferati. — T.: TDIU, 2025.
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shakllantirildi: “Marketing tadqiqotlari ma’lum bir bozor, iste’molchi, raqobatchilar
va marketing strategiyalari haqida tizimli ma’lumot to'plash, tahlil qilish va talqin
qilish jarayonidir. Marketing tadqiqotlari bozor ishtirokchilarining (ishlab
chigaruvchi, iste’molchi, vositachi) talab va ehtiyojlarini aniqlash, mahsulotlar va
xizmatlarning raqobatbardoshligi, bozor sig‘imi va tendensiyalarini baholash,
marketing qarorlari va strategiyalarini ishlab chiqish uchun zarur bo‘lgan ishonchli,
obyektiv hamda tizimli ravishda yig‘ilgan ma’lumotlarni tahlil qilish orqali iqtisodiy
samaradorlikni  oshirishga qaratilgan tadqiqotlardir”'8. Mazkur mualliflik
yondashuvining boshqa ta’rif va talqinlardan farqli jihati shundaki, “marketing
tadqiqotlari” tushunchasining iqtisodiy mazmuni bozor ishtirokchilarining talab va
ehtiyojlarini aniqlash, mahsulotlar va xizmatlarning raqobatbardoshligi, bozor
sig‘imi va tendensiyalarini baholash, marketing qarorlari va strategiyalarini ishlab
chiqish uchun zarur bo‘lgan ishonchli, obyektiv hamda tizimli ravishda yig‘ilgan
ma’lumotlarni tahlil qilish orqali iqtisodiy samaradorlikni oshirishga garatilgan
nazariy-amaliy tadbirlar majmuasi nuqtai nazaridan yondashilganligi va
takomillashtirilganligidir.

O‘zbekistonda marketing tadqiqotlari va to‘qimachilik ishlab chiqgarish
quyidagi asosiy normativ-huquqiy hujjatlar bilan tartibga solinadi: O‘zbekiston
Respublikasining “Raqobat to‘g‘risida”gi Qonuni bozor sharoitida ragobatning
erkinligini ta’minlaydi, kartel kelishuvlar, narxni sun’iy oshirish yoki pasaytirish
kabi holatlarning oldini oladi. Marketing tadqiqotlarida bu qonun bozor ulushini
tahlil gilishda muhim ahamiyatga ega. “Ushbu Qonunning magsadi tovar yoki
moliya bozorlarida raqobatning cheklanishiga, shuningdek raqobat yoki tabiiy
monopoliya sharoitlarida iste’molchilarning huquqglari va qonuniy manfaatlari
kamsitilishiga olib keladigan yoki olib kelishi mumkin bo‘lgan harakatlarni nazorat
qilishni amalga oshirish hamda ularga chek qo‘yish bilan bog‘liq bo‘lgan, raqobat
sohasidagi munosabatlarni tartibga solishdan iborat™ '°.

O‘zbekiston Respublikasining “Iste’molchilar huquqlarini himoya qilish
to‘g‘risida”gi  Qonuni to‘qimachilik  mahsulotlarining sifati, xavfsizligi,
markirovkasi va sertifikatsiyasiga bo‘lgan talablarni belgilaydi. Marketing
tadqiqotlarida iste’molchi fikri va ehtiyojlarini tahlil qilish aynan ushbu qonun
talablari asosida amalga oshiriladi. “O‘zbekistonda “Iste’molchilar huquqlarini
himoya qilish to‘g‘risida”gi Qonun iste’molchilar (fugarolar)ning tovar (ish, xizmat)
sotib olish va undan foydalanishda manfaatlarini himoya qilish, ularning huquq va
erkinliklarini ta’minlash, sifatli va xavfsiz mahsulotlar olishini nazorat qilish,
noqonuniy harakatlar (noto‘g‘ri reklama, firibgarlik)dan himoya qilishni
ta’minlaydigan asosiy huquqiy hujjatdir”?°. O‘zbekiston Respublikasining “Davlat
statistikasi to‘g‘risida”gi Qonuni marketing jarayonida ishlatiladigan statistik
ma’lumotlar shakllanishi va ulardan foydalanish tartibini belgilaydi. “Ushbu Qonun
davlat statistikasini tashkil etish sohasidagi munosabatlarni tartibga soladi, davlat
statistikasi organlarining vakolatlarini belgilaydi hamda yagona statistika axboroti

18 Muallif tomonidan shakllantirilgan.

19 O¢zbekiston Respublikasining “Raqobat to‘g‘risida”gi Qonuni. https://lex.uz/docs/-6518381
20 https://uz.wikipedia.org/wiki/Iste%27molchilar_huquglarini_himoya gilish_agentligi.
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tizimi yuritilishi uchun normativ asos yaratadi”?!. 1-jadvalda marketing

tadqgiqotlarida qo‘llaniladigan usullar va ularning mazmun-mohiyati keltirilgan.

O‘zbekiston Respublikasi Prezidentining 2020-yil 5-maydagi “To‘qimachilik
va tikuv-trikotaj sanoatini qo‘llab-quvvatlashga doir kechiktirib bo‘lmaydigan
chora-tadbirlar to‘g‘risida”gi PF-5989-son farmonida “Koronavirus pandemiyasi
bilan bog‘liq jahon iqtisodiy inqirozining to‘qimachilik va tikuv-trikotaj sanoatini
rivojlantirishdagi salbiy ta’sirini yumshatish maqsadida: mahalliy ishlab chiqarilgan
bazaviy sifatdagi paxta tolasi Nyu-York tovar birjasining eng yaqin yetkazib berish
oyi uchun fyuchers kotirovkasi qiymatidan oshmaydigan boshlang‘ich narxda birja
savdolariga chiqariladi; mahalliy to‘qimachilik korxonalariga birja savdolarida
2020-yil 1-aprelga qadar milliy valyutada sotilgan paxta tolasi uchun yakuniy hisob-
kitoblarni amalga oshirish muddati 90 kundan 150 kungacha uzaytiriladi”?* deb
belgilangan.

1-jadval
Marketing tadqiqotlarida qo‘llaniladigan usullar va ularning mazmun-
mohiyati*
Marketing
tadqiqotlarida Marketing tadqiqotlarida qo‘llaniladigan usullarning mazmun-mohiyati
qo‘llaniladigan usullar
So‘rovlar “Uyma-uy, ko‘cha, telefon orqali va onlayn bo‘lishi mumkin. Ulardan magsadli auditoriya motivlarini

tushunish uchun ham, miqdoriy ma’lumotlarni olish uchun ham foydalanish mumkin - masalan, har
kuni gancha odam gahva ichadi

Fokus guruhlari Bu sifat tadqiqoti - guruh suhbati bo‘lib, unga muhim parametrlar bo‘yicha tanlangan odamlar jalb
qilinadi. Masalan, bir xil yoshdagi yoki bir xil kasbdagi odamlar. Tadqiqotchi ularga savollar beradi va
ularning reaksiyalari va javoblarini baholaydi

CustDev Bu bitta usul emas, balki ko‘plab usullarni o°z ichiga olgan tushunchadir. CustDev mijozlarni
rivojlantirish - mijozlar bilan munosabatlarni rivojlantirishni anglatadi. CustDev yosh korxonalar o‘z
mahsulotlarini tezda bozorga olib chigishlari uchun yaratilgan, shuning uchun ham konsepsiya
startaplar orasida mashhurdir. CustDev so‘rovlar, A/B testlari, chuqurlashtirilgan intervyular va
boshga vositalardan foydalanadi

Chuqur intervyular Chuqur suhbat - bu bir kishi bilan suhbat bo‘lib, uning asl niyatlari, ehtiyojlari va qo‘rquvlari ochib
beriladi
Jobs to be done Usul nomi “bajarilishi kerak bo‘lgan ish” deb tarjima qilinadi. Usulning magsadi mahsulot xaridor

uchun ganday ishni bajarishi kerakligini tushunishdir. Ba’zilar gullarni xotinini rozi qilish uchun sotib
olishsa, boshqalari ofisini bezash uchun sotib olishadi. Iste’molchilarning ushbu ikki guruhi mahsulot
va xizmatdan turli xil kutishlarga ega bo‘ladi

Sirli xaridor. Usul shunday ishlaydi: mijoz sifatida niqoblangan odam xarid qiladi va xodimlarning ish sifatini
baholaydi. Bu sizga mijozlarga xizmat ko‘rsatishni tekshirish va kamchiliklarni topish imkonini
beradi.
R&D (Research and tadqiqot va ishlanmalar. Usul korxona mahsulot yaratish va rivojlantirish uchun ilmiy-tadqiqot va
Development) ishlanmalardan foydalanishini nazarda tutadi. Korxona tendensiyalarni o‘rganadi, mumkin bo‘lgan
tahdidlarni gidiradi va kelajakdagi muammolarga javoblarni tayyorlaydi.
SWOT tahlili Korxonaga ta’sir qiluvchi omillarning to‘rtta guruhini tahlil qilish: kuchli tomonlar, zaif tomonlar,
imkoniyatlar va tahdidlar.
PEST tahlili. Korxonaning tashqi muhitini to‘rtta guruh omillari bo‘yicha o‘rganish: siyosiy, iqtisodiy, ijtimoiy,
texnologik.
Porterning beshta kuchi Tashqi muhitni tahlil gilishning klassik usuli. U biznes istigbollarini baholash uchun ishlatiladi.
Boston Consulting Biznes yo‘nalishlarini tahlil gilish: qaysi biri asosiy foyda beradi, qaysilari kelajakda uni ta’minlaydi
Group (BCG) matritsasi va qaysilari faqat zarar keltiradi
CIM (Customer journey (ingliz tilidan mijozlar sayohati xaritasi sifatida tarjima qilingan) mijozlarning xatti-harakatlarini
map) o‘rganish usulidir

21 O‘zbekiston Respublikasining “Davlat statistikasi to‘g‘risida”gi Qonuni.

22 O‘zbekiston Respublikasi Prezidentining 2020-yil 5-maydagi “To‘gimachilik va tikuv-trikotaj sanoatini qo‘llab-
quvvatlashga doir kechiktirib bo‘lmaydigan chora-tadbirlar to‘g‘risida”gi PF-5989-son farmoni. https://lex.uz/docs/-
4805518

23 Muallif tomonidan tuzilgan.
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O‘zbekiston ~ Respublikasi ~ Prezidentining  2019-yil 12-fevraldagi
“To‘qimachilik va tikuv-trikotaj sanoatini isloh qilishni yanada chuqurlashtirish va
uning eksport salohiyatini kengaytirish chora-tadbirlari to‘g‘risida”gi PQ-4186-son
qarorida “To‘gimachilik wva tikuv-trikotaj sanoatida amalga oshirilayotgan
islohotlarni yanada chuqurlashtirish, sohani jadal rivojlantirish va diversifikatsiya
qilish uchun qulay shart-sharoitlar yaratish, to‘qimachilikda yarim tayyor
mahsulotlarni chuqur qayta ishlashga investitsiyalar hajmini va tayyor mahsulotlar
eksportini oshirish magsadlari belgilangan™?*.

To‘qimachilik korxonalarida xaridorlar segmentatsiyasidan foydalanishga
to‘xtaladigan bo‘lsak, Oddiy demografik segmentlarga (yosh, jinsi, daromad)
tayanish o‘rniga: xaridlar tarixi, onlayn xulg-atvor (veb-sayt, ijtimoiy tarmoqlar),
mahsulot prefensiyalari, narx sezgirligi, sotib olish kontekstlari kabi ko‘p o‘lchovli
ma’lumotlar asosida real vaqt rejimida segmentlar muhimligi aniqlandi. Bu
yondashuv ancha chuqur va shaxsiylashtirilgan marketing strategiyalarni ishlab
chigishga imkon beradi (3-rasm).

xaridlar tarixi

v

onlayn xulg-atvor (veb-sayt, ijtimoiy tarmogqlar)

mahsulot’prefensiyalari
!

narx sezgirligi

v

sotib olish kontekstlari

3-rasm. To‘qimachilik korxonalarida xaridorlar segmentatsiyasi®

Iqtisodchi olimlar, soha mutaxassislari tomonidan va boshqa ilmiy manbalarda
“marketing tadqiqotlari” tushunchasiga har xil ta’rif va yondashuvlar bildirilgan.

Mazkur masalada ma’lumot yig‘ish va integratsiya nuqtai-nazaridan
to‘gqimachilik korxonalari quyidagilarni bitta markaziy data lakega jamlaydi (4-
rasm):

CRM tizimlari onlayn savdo platformalari

ijtimoiy tarmoq
monitoringi

mijoz so‘rovnomalari
ma’lumotlari

S
Q
S
Q

4-rasm. Ma’lumot yig‘ish va integratsiya nuqtai-nazaridan to‘qimachilik
korxonalarida axborot to‘planishi®

24 O‘zbekiston Respublikasi Prezidentining 2019-yil 12-fevraldagi “To‘qimachilik va tikuv-trikotaj sanoatini isloh
qilishni yanada chuqurlashtirish va uning eksport salohiyatini kengaytirish chora-tadbirlari to‘g‘risida”gi PQ-4186-
son qarori. https://lex.uz/docs/-4199421

25 Muallif tomonidan tuzilgan.

26 Muallif tomonidan tuzilgan.
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SI yordamida segmentatsiya Unsupervised learning (K-Means, DBSCAN)
algoritmlari asosida: xaridorlarning xarid profilini turkumlash; shaxsiy segmentlar
yaratish; har bir segment uchun noyob xarid parametrlarini aniglash imkoniyati
yaratiladi. Prognozlash modellariga to‘xtalib o‘tamiz. Supervised learning modellar:
xaridorni qayta sotib olish ehtimoli; mahsulotga bo‘lgan talab; narx sezgirligi kabi
ko‘rsatkichlarni oldindan bashorat qiladi.

Avtomatlashtirilgan marketing taktikasi bo‘yicha har bir segment uchun
avtomatik tarzda quyidagilarni shakllantiradi: optimimallashgan narx takliflari;
shaxsiylashtirilgan reklama kampaniyalari; mijozni ushlab qolish strategiyalari;
quyidagi kanallar bo‘yicha individual kommunikatsiya (SMS, email, ijtimoiy
tarmoq reklamasi). Shaxsiylashtirilgan takliflar orqali konversiya ko‘rsatkichlari
yuqorilaydi va sotish hajmi oshadi. Xaridor sodiqgligini mustahkamlash to‘g‘ri
segmentlangan auditoriyaga moslashtirilgan kommunikatsiya - sodiq mijozlar
bazasini yaratadi. Marketing resurslarini tejash asosida reklama kampaniyalari
ishonchli segmentlarga yo‘naltiriladi va sarf-xarajat samaradorligi oshadi.
Innovatsion ilmiy hissa natijasida bu model - klassik marketing tadqiqotlari bilan SI-
texnologiyalarini integratsiya qilgan holda korxonalar uchun real vaqtli, raqamli va
prognozli yondashuvni ta’minlaydi. Xulosa qilib aytganda, mazkur ilmiy
yangiliknin amaliyotga joriy etilishi, marketing tadqiqotlaridagi an’anaviy
segmentatsiyani yangilaydi; SI va ML orqali real vaqtli xaridor segmentatsiyasi va
prognozlashni joriy etadi; to‘qimachilik korxonalarining samaradorligini sezilarli
oshiradi; ilg‘or ilmiy-tadqiqot mexanizmini amaliy biznes jarayonlariga
muvaffaqiyatli tatbiq etadi.

To‘qimachilik  mahsulotlari  bozorida talab: moda tendensiyalariga,
mavsumiylikka, narx sezgirligiga, hududiy did va madaniyatga kuchli bog‘ligdir.
Shu sababli marketing tadqiqotlari doimiy va moslashuvchan bo‘lishi lozim.
To‘qimachilik korxonalari uchun sun’ity intellektga asoslangan marketing
tadqiqotlari modeli taklif etiladi. Modelning konseptual tuzilmasi quyidagicha
bo‘ladi (5-rasm).

Ma lumotlar manbalari (CEM, onlayn savdo, ijtimoiy tarmoqglar)

¥
Ma lumotlarni tozalash va integratsiva

+
Sun’1y intellekt asosida tahlil (Segmentatsiva, prognoz)

+
Marketing strategiyvalarini 1shlab chigish

k J

Boshgaruv garorlarini gabul gilish

S-rasm. To‘qimachilik korxonalari uchun innovatsion marketing tadqiqotlari
modeli?’
To‘gqimachilik korxonalari xaridorlarni SI asosida segmentatsiya qilish
quyidagi mezonlar asosida amalga oshiriladi: xarid chastotasi, o‘rtacha chek
miqdori, mahsulot turi bo‘yicha qiziqish, narxga sezgirlik (2-jadval).

27 Muallif tomonidan tuzilgan.
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2-jadval
To‘qimachilik korxonalarida xaridor segmentlari tavsifi*®

Segment Xususiyati Marketing strategiyasi

Premium Yugori sifatga talab Brending, individual taklif
O‘rta segment Narx-sifat muvozanati Aksiyalar, paketlash

Tejamkor Past narx Chegirmalar, ommaviy savdo

Modelning amaliy ahamiyati quyidagilarda namoyon bo‘ladi: sotuv hajmini
oshiradi; marketing xarajatlarini optimallashtiradi; xaridor sodigligini kuchaytiradi;
raqobatbardoshlikni ta’minlaydi. Tadqiqot natijasida aniglanishicha, marketing
tadqiqotlarini sun’iy intellekt va raqamli texnologiyalar asosida tashkil etish
to‘gqimachilik korxonalarining bozor sharoitlariga moslashuvchanligini sezilarli
darajada oshiradi. Taklif etilgan model ilmiy jihatdan asoslangan bo‘lib, amaliyotga
joriy etish uchun tavsiya etiladi.

Dissertatsiyaning ikkinchi bobi “To‘qimachilik korxonalari faoliyatida
marketing tadqiqotlaridan foydalanish holati tahlili” deb nomlanib, ushbu bobda
to‘qimachilik korxonalarida marketing faoliyatini tashkil etish holati tahlil qilingan,
to‘qimachilik korxonalarida marketing tadqiqotlaridan foydalanish samaradorligini
baholangan, to‘qimachilik korxonalarida marketing tadqiqotlarini tashkil etish
bo‘yicha xorijiy tajribalar va ulardan O‘zbekistonda foydalanish imkoniyatlari
ko‘rsatib berilgan, xulosalar shakllantirilgan, taklif va tavsiyalar ishlab chiqilgan.

Chet mamlakatlarda to‘qimachilik sanoati Xitoy, AQSH, Yaponiya,
Germaniya, Hindiston, Janubiy Koreya, Rossiya, Italiya, Fransiya, Buyuk
Britaniya, Meksika, Misrda aynigsa taraqqiy etgan. Rivojlangan mamlakatlar
to‘gimachilik sanoatida birinchi o‘rinni paxta tolasidan ip gazlama ishlab chigarish
egallaydi, jun va shoyi gazlamalar ishlab chiqarish keyingi o‘rinlarda turadi.

3-jadvalda “Nil-Granit” MChJ, “Betlis Tekstil” MChJ, “Osiyo Grand”
MChlJlarda 2020-2024-yillar davomida ishlab chigarishni tashkil etishda xarajatlar
tarkibida katta ulushga ega bo‘lgan tovar-moddiy zaxiralar va ular tarkibi o‘zgarishi
keltirilgan.

3-jadvalda ma’lumotlaridan ko‘rinadiki, ishlab chiqarish zaxiralarining
o‘zgarishi “Nil-Granit” MChJda sezilarli, ya’ni 2020-yilda 30234402,0 ming
so‘mni, 2024-yilda 117446721,0 ming so‘mni tashkil etgan. Mazkur ko‘rsatkich
“Betlis Tekstil” MChJda 2020-yilda 4572270,0 ming so‘mni, 2024-yilda 2562919,0
ming so‘mni tashkil etganligini ko‘rishimiz mumkin bo‘ladi. Mazkur tahliliy amal
orqali ishlab chiqarish bo‘yicha yetarlicha xulosa shakllantirish imkoniyatini
bermaganligi sababli qo‘shimcha tahliliy amallar bajarilishi talab etiladi. Xulosa
qilib aytganda, “Nil-Granit” MChJ, “Betlis Tekstil” MChJ va “Osiyo Grand”
MChlJlarning tovar-moddiy zaxiralari tarkibi tahlil etilayotgan yillar kesimida
sezilarli o‘sishni qayd etgan. Aktivlarning ixtiyoriy o‘sishi korxona uchun ijobiy
holat bo‘lib, biroq tayyor mahsulotlar qoldig‘ining sezilarli o‘sishi korxonaning
ishlab chiqarish sikli uchun salbiy holat hisoblanadi.

28 Muallif tomonidan tuzilgan.
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https://uz.wikipedia.org/wiki/Italiya
https://uz.wikipedia.org/wiki/Fransiya
https://uniquefabric.ru/materials/hlopok

3-jadval

“Nil-Granit” MChJ, “Betlis Tekstil” MChJ, “Osiyo Grand” MChJlarda
2021-2025-yillar davomida tovar-moddiy zaxiralar va ular tarkibi
o‘zgarishi*, ming so‘mda

2025-yilda
2021-yilga
Ko‘rsatkichlar 2021-yil 2022 yil 2023-yil 2024-yil 2025-yil nisbatan
o‘zgarishi,
%
“Nil-Granit” MChJ
Tovar-moddiy 31.499.464 | 78.323.323 | 72.940.215 | 113.069.714 | 149.343.075 | 4741
zaxiralar, jami
shu jumladan:
Ishlab chiqgarish
ab ey 30.234.402 | 72.042.431 | 61.812.463 | 96.052.136 | 117.446.721 388.5
zaxiralari
Tugallanmagan ishlab 472288 | 5.437.237 | 2252377 | 8.856.212 | 18.883.031 3998,2
chiqarish
Tayyor mahsulot 792.774 | 843.655 | 8.875.340 | 8.119.993 | 12.971.951 16363
Tovarlar 0 0 35.000 41371 41372 41372
“Betlis Tekstil” MChJ
Tovar-moddiy 4572270 | 6.449.088 | 5.492.124 | 5.062.047 | 4.503.842 2
zaxiralar, jami
shu jumladan:
Ishlab chiqarish 1.954.671 | 2.673.637 | 1272.047 | 2233425 | 2.562.919 131,1
zaxiralari
quallgnmagan ishlab 0 0 0 0 0 0
chigarish
Tayyor mahsulot 1.134.068 | 2.655.953 | 3.471.377 | 1.998.658 1.028.098 -10
Tovarlar 1.483.531 | 1.119.498 | 748.700 829.964 912.825 -38,5
“Osiyo Grand” MChJ
Tovar-moddiy 350.800 | 388.619 | 338.776 160.430 501.663 143
zaxiralar, jami
shu jumladan:
Ishlab chigarish 350.800 | 353.429 338.776 160.430 501.663 143
zaxiralari
quallgnmagan ishlab 0 0 0 0 0 0
chigarish
Tayyor mahsulot 0 35.190 0 0 0 0
Tovarlar 0 0 0 0 0 0

Jahon to‘qimachilik sanoati dunyodagi moda bozori bilan mutanosib ravishda
tez o‘zgaruvchan bo‘lishi bilan, to‘qimachilik mahsulotlari ishlab chigaruvchi va
eksport qiluvchi mamlakatlar iqtisodiyotida yanada rivojlanish imkoniyatlari
mavjud. Qo‘shma Shtatlar paxta xom-ashyosining yetakchi ishlab chiqaruvchisi va
eksportchisi, shu bilan birga, to‘qimachilik mahsulotlari va kiyim-kechaklarning
eng yaxshi importchisi hisoblanadi. Yevropa Ittifoqining to‘qimachilik sanoati
Germaniya, Ispaniya, Fransiya, Italiya va Portugaliyani o‘z ichiga oladi va jahon
to‘qimachilik sanoatining 1/5 qismidan ko‘prog‘ini tashkil giladi. Hindiston ham
dunyodagi eng yirik to‘qimachilik ishlab chigaruvchi mamlakatlar va eng yirik
to‘qimachilik eksportchilaridan biridir. Yiliga 30 milliard AQSH dollaridan ortiq
eksport qiymatiga ega. Hindiston dunyodagi umumiy to‘qimachilik ishlab

2 “Nil-Granit” MChlJ, “Betlis Tekstil” MChJ, “Osiyo Grand” MChJ buxgalteriya balansi ma’lumotlari asosida muallif

tomonidan tuzilgan.
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chiqarishining 6,9 % dan ortig‘iga ega va uning to‘qimachilik sanoati taxminan 150
milliard AQSH dollariga teng.

Xalgaro amaliyotda marketing tadqiqotlarini olib borish va tadqiqot
natijalaridan foydalanishda marketing bo‘yicha kengashlar roli katta hisoblanadi.
Marketing kengashlari XX asrda rivojlangan va rivojlanayotgan mamlakatlarda
keng tarqaldi. Kengashning marketing baholash tizimidan o‘tgan to‘gqimachilik
mahsulotlari uchun xom-ashyo yuqori sifatli bo‘lishi kafolatlanadi. Buyuk
Britaniyadagi ushbu kengash ham biznes strategiyasini ishlab chiqishda marketing
tadqgiqotlaridan o‘rinli foydalanishni yo‘lga qo‘ygan. Xitoy to‘qimachilik va tikuv-
trikotaj sanoati mahsulotlarni ishlab chigarishda va sotuv tizimini tashkil qilishda
“tez moda” (Fast fashion) sotuv rejimidan foydalaniladi.

To‘qimachilik mahsulotlariga bo‘lgan talabini to‘laroq qondirishini tadqiq
etish, xaridorlarning daromadini hisobga olgan holda sifatli va arzon mabhalliy
mahsulotlar bilan bozorni to‘ldirish, xaridorlar segmentlarini aniqglash, ularning
to‘gimachilik mahsulotlariga bo‘lgan xohish va istaklarini baholash uchun
marketing tadqiqotlari asosida so‘rovnoma o‘tkazildi. Marketing tadqiqotlarini
amalga oshirish magsadida mazkur so‘rovnoma-anketasi (erkaklar ko‘ylagiga
ehtiyojni o‘rganish bo‘yicha) ishlab chiqildi. Anketa-so‘rovnoma quyidagi
savollarni o‘z ichiga oldi: yoshingiz, ma’lumotingiz, farzandlaringiz, Sizning
oilangizning daromadi bir yilda qanchani tashkil qiladi?, Siz qaysi ijtimoiy-kasbiy
guruhga mansubsiz?, Yashash joyingiz?, Siz o‘zingizni milliy to‘gimachilik
mahsulotlarining doimiy xaridori deb hisoblaysizmi?, Siz to‘qimachilik
mahsulotlarini qanchalik tez xarid qilasiz?, Siz qaysi milliy to‘qimachilik
korxonalarining mahsulotlarini yoqtirasiz?, Siz qaysi xorijiy to‘qimachilik
korxonalarining mahsulotlarini yoqtirasiz?, Siz milliy to‘qimachilik mahsulotlarni
xorijiy mahsulotlar bilan tagqoslaganda qay birini tanlaysiz?, Yangi nomdagi
to‘qimachilik mahsulotlarini tanlashda nimalarga etibor berasiz?, Siz qaerdan
to‘qimachilik mahsulotlarini xarid qilasiz?, To‘qimachilik mahsulotlarining qanday
iste’mol xususiyatlari Siz uchun muhim hisoblanadi?, Agar siz to‘gqimachilik
mahsulotlari sotib olmaydigan bo‘lsangiz, buning sababi nimalarda?, Sotib olishda
to‘qimachilik mahsulotmning gaysi xususiyatlari hal qiluvchi ahamiyatga ega
bo‘ladi? (ahamiyati bo‘yicha tartiblang), Siz bir yilda to‘qimachilik mahsulotlari
sotib olishga gancha mablag‘ sarflaysiz?, To‘qimachilik mahsulotlarining xarid
xususiyatlarini yaxshilash bo‘yicha Sizning istaklaringiz... nimalardan iborat?,
Respublikamizda ishlab chiqariliyotgan to‘qimachilik mahsulotlari sifati va narxi
sizning talabingizni (ehtiyojingizni) qanoatlantiradimi? So‘rovnomada 246 nafar
respondent (xaridor)lar qatnashdi. Respondentlarning 67%i1 milliy to‘qimachilik
mahsulotlarining doimiy xaridori deb hisoblashar ekan. 31% respondent milliy va
69%i xorijiy to‘qimachilik korxonalarining mahsulotlarini yoqtirishini ta’kidlagan,
lekin daromadi kam bolganligi uchun milliy mahsulotlarning doimiy xaridori
ekanligini bildirgan. Yangi nomdagi to‘qimachilik mahsulotlarini tanlashda
nimalarga etibor berasiz? degan savolga 73% respondentlar brendi va sifatiga deb
javob berishgan. Respublikamizda ishlab chigariliyotgan to‘qimachilik mahsulotlari
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sifati va narxi sizning talabingizni (ehtiyojingizni) qanoatlantiradimi? degan savolga
76% respondentlar qanoatlantirmaydi, deb javob berishgan.

Chet el tajribasidan kelib chiqib, marketing tadqiqotlari jarayonini
boshqarishda marketing tadqiqotlarining asosiy bosqichlarini aniglaydigan tadqiqot
rejasini malakali ravishda tuzilishi talab etiladi. Har ganday marketing tadqiqotlari
iqtisodiy asoslash va magbul yechimni tanlashga, mahsulot uchun yangi bozorlarni
o‘zlashtirishga, mijozlarga xizmat ko‘rsatish shakllarini takomillashtirishga
qaratilgan bo‘lishi kerak. Xorijiy tajribalar shuni ko‘rsatadiki, to‘qimachilik
korxonalarida marketing tadqiqotlarining tizimli tashkil etilishi raqobatbardoshlikni
oshirish, eksport salohiyatini kengaytirish va iste’molchi ehtiyojlarini to‘liq
gondirishda muhim omil hisoblanadi. O‘zbekiston korxonalari uchun bu sohada eng
samarali yo‘nalishlar - marketingni raqamlashtirish, eksport yo‘naltirilgan
strategiyalarni ishlab chiqish hamda iste’molchi tahlilini chuqurlashtirishdir.

Tadqiqot ishining “To‘qimachilik korxonalari faoliyatida marketing
tadqgiqotlaridan foydalanishni takomillashtirish va samaradorligini oshirish”
deb nomlangan uchinchi bobida marketing tadqiqotlari asosida to‘qimachilik
korxonalarining tashkiliy va uslubiy asoslarini takomillashtirish bo‘yicha xulosalar
shakllantirilgan, ilmiy taklif va amaliy tavsiyalar ishlab chiqilgan. Respublikada
to‘qimachilik mahsulotlari ishlab chigarish hajmining prognoz ko‘rsatkichlarini
ishlab chiqilgan.

To‘qimachilik sanoatida bozor talabi juda o‘zgaruvchan: moda trendlari,
fasllar, iqlim, global xatti-harakatlar, ijtimoiy tarmogqlar va fast-fashion modeli
talabni kunlik o‘zgartiradi. An’anaviy ishlab chiqarish tizimlari esa: talabni
kechikkan holda qabul qiladi; omborda katta zaxiralar to‘planishiga olib keladi;
ishlab chiqarish va marketing o‘rtasida axborot uzilishlari mavjud bo‘ladi; potensial
savdo yo‘qotishlari (lost sales) yuqori boladi. Shuning uchun ishlab chigarishni real
vaqt bozor signallari asosida boshqarish - strategik zaruriyat. Buni amalga oshirishda
DMC va CPFR modellarining birgalikda qo‘llanishi eng samarali hisoblanadi. DMC
(Digital Manufacturing & Consumption) modelining ilmiy asoslanishiga to‘xtalib
o‘tamiz. DMC - marketing va iste’molchilar tomonidan yaratilgan talab signallarini
to‘g‘ridan-to‘g‘ri raqamli ishlab chiqarish tizimiga uzatish orqali: ishlab chiqarishni
moslashtiradi, real vaqt talabi bilan bog‘laydi, personalizatsiyani kuchaytiradi.
DMChning to‘qimachilikka ilmiy asoslangan ta’sirini ko‘rib chigamiz. DMC kiber-
fizik ishlab chiqgarish tizimlari (CPPS) tamoyillariga mos keladi va quyidagi ilmiy
asosga ega boladi (4-jadval):

4-jadval
Prinsiplar va ularning DMCda ganday namoyon bo‘lishi*’
Prinsip DMCda qanday namoyon bo‘ladi
o Onlayn savdo, trend, klikstream ma’lumotlari tikuv sexlariga

Real vaqt monitoring oo

uzatiladi
Moslashuvchanlik Modellar, ranglar, assortimentni bir kunda o‘zgartirish imkoniyati
Integratsiya ERP + MES + CRM + e-commerce integratsiyasi
Avtonomiya Avtomatik rejalashtirish va buyurtmaga ishlov berish

30 Muallif tomonidan tuzilgan.
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Marketing tadqiqotlari asosida to‘qimachilik ishlab chiqarishini real vaqt bozor
signallari asosida boshqarish modellarini ko‘rib chiqamiz. 6-rasmda to‘qimachilikda
ishlab chiqgarishni boshgarish uchun DMC modeli keltirilgan.

IS°TEMOLCHI (onlayn xatti-harakat)

¢ | real vagt ma’lumot1

| MARKETING ANALITIKAST (AT trend tahlili. talab prognozi)
¢ | talab signali

¢ | tayyor mahsulot

|
|
|
| FRAQAMLI ISHLAB CHIQARISH (3D dizayn, avtomat kesish) |
|
|

| DISTRIBUTSIYA-EETATL

6-rasm. To‘qimachilikda ishlab chiqarishni boshqarish uchun
DMC modeli?'

CPFR jarayoni bosqichlari quydagi ketma-ket bosqichlarni o‘z ichiga oladi
(7-rasm).

Brend (marketing) Ishlab chiaarish [ Chakana savdo ]
Birgalikda )
rejalashtirish prognoz zaxira
Yagona CPFR platformasi

7-rasm. CPFR jarayoni bosqichlari*

CPFR modelining ilmiy asoslanishini ko‘rib chigamiz. CPFR - brendlar, ishlab
chiqaruvchilar va distribyutorlar o‘rtasida hamkorlikdagi rejalashtirish, prognozlash
va zaxiralarni boshqarish modeli hisoblanadi. CPFRning ilmiy asoslangan foydalari
quyidagilardir (5-jadval).

5-jadval
To‘qimachilik korxonalari uchun CPFRning ilmiy asoslangan foydalaJri33
Kooperativ prognozlash Marketing + ishlab chiqarish + sotish (retail)
nazariyasi prognozlari yagona bo‘ladi
Bullwhip effectni kamaytirish Keraksiz zaxira 30-50% kamayadi
Sinxron rejalashtirish Ishlab chigarish yuklanishi optimal bo‘ladi
Tizimli qaror qabul qilish Al asosida birgalikdagi garorlar

DMCH+CPFR integratsiyasining ilmiy asoslangan samaradorligini ko‘rib
chigamiz. Integratsion modelning umumiy sxemasi quyidagi ko‘rinishda bo‘ladi
(8-rasm).

31 Muallif tomonidan tuzilgan.
32 Muallif tomonidan tuzilgan.
33 Muallif tomonidan tuzilgan.
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ISTEMOLCHI TALABI (onlayn savdo, trendlar)

v
DMC Analitika

| CPFR Y ADROSI (Prognoz + Reja + Zaxira) |

v

| ISHLAB CHIQARISH (avtomatlashtirilgan linivalar) |

+

DISTRIBUTSIY A

8-rasm. DMC+CPFR integratsion modelning umumiy sxemasi>*

DMC+CPFR integratsiyasining an’anaviy tizim bilan taqqoslaganimizda
quyidagi ilmiy asoslangan natijalarga erishildi (6-jadval).

DMC modeli marketingdan kelayotgan real vaqt ma’lumotlarini ragamli ishlab
chiqarishga to‘g‘ridan-to‘g‘ri uzatib, to‘qimachilik korxonalarida: trendlarga javob
tezligi, assortimentni moslashtirish, ortiqcha zaxiralarni kamaytirish, ishlab chiqarish
samaradorligini oshirish imkonini beradi.

6-jadval
DMC+CPFR integratsiyasining an’anaviy tizim bilan tagqoslama tahlili*®

5 :
Ko‘rsatkich An anavly D MC+C!)FR. Ilmiy asos
tizim integratsiyasi
Prognoz xatosi 25-40% 10-15% Kooperativ prognozlash (CPFR)
Zaxiralar hajmi Yugori 30-55% kam Bullwhip effect pasayishi
Ueyo mahsplot Sekin 2-3 baravar tez DMC real vaqt signallari
rotatsiyasi
Trendga moslashish 2-3 oy 3-10 kun Ragamli ishlab chiqgarish
Personalizatsiya Past Juda yuqori DMC + 3D dizayn

CPFR esa brend, ishlab chigaruvchi va retail o‘rtasida izchil prognozlash va
rejalashtirish  tizimini yaratib, butun ta’minot zanjiri bo‘yicha: zaxiralarni
optimallashtiradi, talab prognozini yaxshilaydi, xatolarni kamaytiradi, “bullwhip
effect’ni bartaraf qiladi. /lmiy asoslangan yakuniy natija esa quyidagicha: DMC +
CPFR integratsiyasi to‘qimachilik sanoatida marketing-ishlab chiqarish o‘rtasidagi
ragamli bog‘liglikni yaratadi, bu esa: real vaqt talabi bilan ishlash, moslashtirilgan
kolleksiyalar, yuqori rentabellik, zahiralar va yo‘qotishlarni keskin kamaytirish kabi
natijalarga olib keladi.

Jahon to‘qimachilik bozori quyidagi tendensiyalar bilan ajralib turadi: ekologik
toza mahsulotlarga talab 2020-2025 yillarda 2,5 baravar oshgan; Yevropa Ittifoqi,
AQSH va Osiyoda Green Deal, ESG, Eco-label talablari kuchaymoqda; foydalanuvchi
xatti-harakati ekologik ongga bog‘liq segmentlarga bo‘linmoqda; gayta ishlangan
tolalar bozorining yillik o‘sish sur’ati 12-15% gacha yetgan; Shu bois to‘qimachilik
korxonalari marketing va ekologiyani integratsiya qilgan modellardan unumli
foydalanishi zarur. Shu bois to‘qimachilik korxonalari marketing va ekologiyani
integratsiya qilgan modellardan unumli foydalanishi zarur.

34 Muallif tomonidan tuzilgan.
35 Muallif tomonidan tuzilgan.
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Green Consumer Behavior Models modelini gqo‘llashning ilmiy asoslanishiga
to‘xtalib o‘tamiz. Modelning asosiy mohiyati va ilmiy asoslari quyidagilar
hisoblanadi: TPB (Theory of Planned Behavior); Value-Belief-Norm Theory; Green
Attitude — Intention — Behavior zanjiri; Eco-conscious segmentation. Bu
nazariyalar ekologik motivatsiyalar, xulg-atvor niyati va real xarid xatti-harakatini
aniglashga imkon beradi.

To‘qimachilik sanoati uchun ilmiy jihatdan foydali jihatlar va amaliy samara
quyidagilar hisoblanadi (7-jadval).

7-jadval
To‘qimachilik sanoati uchun ilmiy model prinsipi va amaliy samara>°
Ilmiy model prinsipi To‘qimachilik korxonalaridagi amaliy samara
Ekologik qadriyatlar Ekologik toza ip, bo‘yoq, dizayn bo‘yicha talab segmentatsiyasi
o°‘zgarishi yaxshilanadi
Green Attitude = Purchase Eko-brendlar uchun aniq marketing strategiyasi ishlab chiqiladi
Intention
Normativ bosim (ijtimoiy Yevropa import bozoriga mos sertifikat talablarini aniglash
me’yorlar) mumkin
Eko-xabardorlik Eko-yorliglar, gayta tiklangan tolalar ulushini oshirish imkoniyati

Green Consumer Behavior Models modelini ilmiy asoslangan samaradorligini
ko‘rib chigamiz. Integratsion modelning umumiy sxemasi quyidagi ko‘rinishda
bo‘ladi (9-rasm).

To‘qimachilik korxonalarida Green Consumer Behavior Models: ekologik ong
asosida segmentatsiya yaratadi, bozor talabi ganday o‘zgarayotganini aniqlaydi,
xaridorlarning ekologik xarid niyatlari va real xatti-harakatlari o‘rtasidagi
bog‘lanishni tahlil qiladi, marketing-ni ishlab chiqarish bilan bog‘lab beradi.

GeoAl Marketing - ilmiy asoslanishi quyidagich bo‘ladi. GeoAl (Geospatial
Al) - geografik ma’lumotlar (GIS) bilan sun’iy intellektni birlashtiruvchi ilmiy
yo‘nalish bo‘lib: hudud bo‘yicha xarid kuchi, demografiya, moda trendlari, iqlim
sharoiti, transport infratuzilmasi, kabi omillarni Al yordamida segmentatsiya qilish
imkonini beradi.

4 GREEN CONSUMER BEHAVIOR MODEL )
‘ EKO QADRIYATLAR - EKO NIYAT ----- XARID XATTI-HARAKATI ‘

' v

Marketing tadgiqotlari Mahsulot dizayni va ishlab chigarish

' ' '

L——> EKO MAHSULOT STRATEGIYASI <——

N ,
9-rasm. GREEN CONSUMER BEHAVIOR MODELining integratsion sxemasi*’

GeoAl Marketingning to‘qimachilikka tatbiqi quyidagilarda namoyon bo‘ladi,
GeoAl quyidagilarni bashoratlaydi: qaysi hududda qaysi mato ko‘proq sotiladi,

36 Muallif tomonidan tuzilgan.
37 Muallif tomonidan tuzilgan.
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gaysi yosh guruhlari qanday fasonlarga qiziqadi, mavsumiy talab qayerda gachon
oshadi, reklama va distribyutsiya xaritalarini optimallashtiradi. Bu esa: ishlab
chigarish rejasi + logistika + marketing kampaniyalarini hudud bo‘yicha
optimallashtiradi.

GeoAl modelining sxemasi quyidagi ko‘rinishda bo‘ladi (10-rasm).

GeoAl Marketing - hudud bo‘yicha Al analitika asosida hududlar, bozor
segmentlari va demografik guruhlar bo‘yicha: talab, mavsumiylik, moda trendlari Al
bilan aniqglanadi, bu logistika, distribyutsiya va marketing rejasini optimallashtiradi.

/ HUDUDIY MA’LUMOTLAR (GIS) \
(demografiya, xarid kuchi, moda trendi, iglim)
I

v
GEOAT ANALYTICS PLATFORNM

| ML forecast, clustering, hot spot detection, seasonal modeling

v

MARKETING — ISHLAB CHIQARISH

\ (segmentatsiva, reja, logistika) /

10-rasm. To‘qimachilik korxonalari uchun GeoAl modelining sxemasi*®

Respublikada to‘qimachilik mahsulotlari ishlab chiqarish va unga ta’sir etuvchi
omillar bo‘yicha ko‘p omilli ekonometrik model tuzishdan avval omillar bo‘yicha
tavsifiy statistik hisob ishlari o‘tkazaldi (8-jadval).

Bunda, har bir omilning o‘rtacha qiymati (mean), medianasi (median),
maksimal va minimal qiymatlari (maximum, minimum), shuningdek har bir omilning
standart chetlanishi (std. dev.) qiymatlari keltirilgan. Skewness — asimmetriya
koeffitsienti bo‘lib, u nolga teng bo‘lsa normal tagsimot ekanligi hamda
tagsimotning simmetrikligini bildiradi.

8-jadval
To‘qimachilik mahsuloti ishlab chiqarish hajmi va unga ta’sir etuvchi omillar
bo‘yicha tavsifiy statistik hisob natijalari®

LNY LNX1 LNX2 LNX3

Mean 12.73772 8.241892 9.801440 12.67256
Median 12.61442 8.104979 9.798876 12.74693
Maximum 14.36163 9.143880 10.34268 15.65993
Minimum 11.12571 7.758333 9.310819 9.835048
Std. Dev. 1.188844 0.380626 0.274967 1.807885
Skewness 0.097023 0.995506 0.340699 0.105068
Kurtosis 1.528004 3.085944 3.796745 1.877074
Jarque-Bera 8.020723 6.640554 10.463480 11.196360
Probability 0.004087 0.001981 0.007931 0.0004981
Sum 280.2299 181.3216 215.6317 278.7962
Sum Sq. Dev. 29.68036 3.042406 1.587744 68.63739
Observations 22 22 22 22

38 Muallif tomonidan tuzilgan.
39 Muallif tomonidan tuzilgan.
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Agar bu koeffitsient 0 dan ancha farq qilsa, u holda tagsimot asimmetrik
hisoblanadi (ya’ni, simmetrik emas). Agar asimmetriya koeffitsienti 0 dan katta,
ya’ni musbat bo‘lsa, u holda o‘rganilayotgan omil bo‘yicha normal taqsimot grafigi
o‘ng tomonga surilgan bo‘ladi. 0 dan kichik, ya’ni manfiy bo‘lsa, u o‘rganilayotgan
omil bo‘yicha normal tagsimot grafigi chap tomonga surilgan bo‘ladi. Hisob-
kitoblar natijasida respublikada to‘qimachilik mahsulotlari ishlab chiqarishning
ko‘p omilli ekonometrik modelga kiritilgan o‘zgaruvchilarining prognoz davridagi
giymatlariga ega bo‘lamiz (9-jadval).

9-jadval
Respublikada to‘qimachilik mahsulotlari ishlab chiqarish hajmi va unga
ta’sir etuvchi omillarning 2035-yilgacha prognoz qiymatlari*

. e To‘qimachilik To‘qimachilik To‘qimachilik
To‘qimachilik .. .. ..
mahsulotlari ishlab mahsulotlari ishlab mahsulotlari ishlab sanoatiga jalb
Yillar . . chigaruvchi chiqgaruvchi korxona- | qilinadigan xorijiy
chiqarish, trln. so‘m, . . . . rs
% korxonalar soni, ta, larda xodimlar soni, inves-titsiyalar,
X1 nafar, X2 mlird. dollar, X3
2026 147,0 10420 650000 2,2
2027 154,0 10650 672000 2,5
2028 161,0 10810 685000 2,8
2029 169,0 10960 702000 3,2
2030 178,0 11080 718000 3,6
2031 188,0 11190 735000 4,1
2032 199,0 11305 750000 4,6
2033 211,0 11420 767000 5,1
2034 223,0 11540 783000 5,6
2035 236,0 11670 799000 6,2

9-jadval ma’lumotlaridan shuni ko‘rishimiz mumkinki, respublikamizda
to‘qimachilik mahsulotlari ishlab chiqarish hajmi yildan yilga ortib bormoqda, ya’ni
o‘sish tendensiyasi kuzatilmoqda.

Buning asosiy sababi to‘qimachilik mahsulotlari bozorining tez sur’atlarda
kengayishi, mamlakatimizdan to‘qimachilik mahsulotlari eksport qilish
geografiyasining ortib borishi bilan xarakterlanadi. Hisob-kitob qilingan
prognozlarga ko‘ra 2035-yilda respublikamizda to‘qimachilik mahsulotlarini ishlab
chiqarish hajmi 2020-yilga nisbatan 6,5 barobarga ortishi kutilmogda. Bu esa o°z
navbatida to‘qimachilik sanoati korxonalariga investitsiyalarni ko‘proq jalb qilish
va ulardan samarali foydlanishni taqozo etadi.

Xulosa qilib aytganda, respublikamizda to‘qimachilik mahsulotlarining
hajmini oshirish uchun korxonalar sonini oshirish, malakali mutaxassislarni ishlab
chigarishga jalb qilish, yangi texnologiyalardan foydalanish, sotish bozorlari
geografiyasini kengaytirish lozim.

XULOSA

To‘gqimachilik korxonalari faoliyatini marketing tadqiqotlari asosida
takomillashtirish bo‘yicha olib borilgan ilmiy-nazariy va amaliy tadqiqotlar
natijasida quyidagi xulosalar shakllantirildi:

40 Muallif tomonidan tuzilgan.
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1. Marketing tadqiqotlari tushunchasiga quyidagi mualliflik yondashuvi
shakllantirildi: “Marketing tadqiqotlari ma’lum bir bozor, xaridor, raqobatchilar va
marketing strategiyalari haqida tizimli ma’lumot to‘plash, tahlil qilish va talqin
qilish jarayonidir. Marketing tadqiqotlari bozor ishtirokchilarining (ishlab
chigaruvchi, xaridor, vositachi) talab va ehtiyojlarini aniglash, mahsulotlar va
xizmatlarning raqobatbardoshligi, bozor sig‘imi va tendensiyalarini baholash,
marketing qarorlari va strategiyalarini ishlab chiqish uchun zarur bo‘lgan ishonchli,
obyektiv hamda tizimli ravishda yig‘ilgan ma’lumotlarni tahlil qilish orqali igtisodiy
samaradorlikni oshirishga qaratilgan tadqiqotlardir™.

2. To‘gqimachilik korxonalari faoliyatini marketing tadqiqotlari asosida tashkil
etishda normativ-huquqiy hujjatlarda keltirilgan qoida va talablarga rioya qilish
hamda belgilangan vazifalarni bajarish lozim. Bunda, milliy normativ hujjatlar va
ularning mazmunini bilish muhim ahamiyatga ega.

3. To‘qimachilik korxonalari faoliyatini marketing tadqiqotlari asosida tashkil
etishda metodik yondashuvlarni, bozor konyunkturasini tahlil qilish usullarini,
to‘qimachilik korxonalarida marketing bo‘limi faoliyatini takomillashtirish
yo‘nalishlarini hamda xaridorlar talabi asosida mahsulot strategiyasini
shakllantirishning ilmiy asoslarini bilish talab etiladi.

4. To‘qimachilik korxonalarida 2020-2024-yillar davomida ishlab chigarishni
tashkil etishda xarajatlar tarkibida katta ulushga ega bo‘lgan tovar-moddiy zaxiralar
va ular tarkibi o‘zgarishi o‘rganilganda, «Nil Granit* Mchlda sezilarli, ya’ni 2020-
yilda 30234402,0 ming so‘mni, 2024-yilda 117446721,0 ming so‘mni tashkil etgan.
Mazkur ko‘rsatkich “Betlis Tekstil” MChJda 2020-yilda 4572270,0 ming so‘mni,
2024-yilda 2562919,0 ming so‘mni tashkil etganligini ko ‘rishimiz mumkin bo‘ladi.
«Nil Granit* Mchl, “Betlis Tekstil” MChJ va “Osiyo Grand” MChllarning tovar-
moddiy zaxiralari tarkibi tahlil etilayotgan yillar kesimida sezilarli o‘sishni qayd
etgan. Aktivlarning ixtiyoriy o‘sishi korxona uchun ijobiy holat bo‘lib, biroq tayyor
mahsulotlar qoldig‘ining sezilarli o‘sishi korxonaning ishlab chiqarish sikli uchun
salbiy holat hisoblanadi.

4. Manbalar tahlili shuni ko‘rsatdiki, to‘qimachilik sanoati Xitoy, AQSH,
Yaponiya, Germaniya, Hindiston, Janubiy Koreya, Rossiya, Italiya, Fransiya,
Buyuk Britaniya, Meksika, Misrda kabi xorijiy mamlakatlarda taraqqiy etgan.
Rivojlangan mamlakatlar to‘qimachilik sanoatida birinchi o‘rinni paxta tolasidan
ip gazlama ishlab chiqarish egallaydi.

6. Ekologik talablarni marketing tadqiqotlari bilan birlashtiruvchi green
consumer behavior models hamda qayta ishlangan tolalar bozorini tahlil qiluvchi
circular economy analytics modelini to‘qimachilik korxonalarida qo‘llash lozim.

7. To‘gqimachilik korxonalarida CRM tizimlari, onlayn savdo platformalari,
1jtimoiy tarmoq monitoringi, xaridor so‘rovnomalari ma’lumotlarini bitta markaziy
data lakega jamlash hamda xaridorlarning xarid profilini turkumlash, shaxsiy
segmentlar yaratish; har bir segment uchun noyob xarid parametrlarini aniqlash
segmentlarini hisobga olgan holda sun’iy intellekt (SI) asosida xaridorlarni chuqur
segmentlash magsadga muvofiq bo‘ladi.
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https://uz.wikipedia.org/wiki/Xitoy
https://uz.wikipedia.org/wiki/Amerika_Qo%CA%BBshma_Shtatlari
https://uz.wikipedia.org/wiki/Yaponiya
https://uz.wikipedia.org/wiki/Hindiston
https://uz.wikipedia.org/wiki/Italiya
https://uz.wikipedia.org/wiki/Fransiya
https://uniquefabric.ru/materials/hlopok

8. To‘qimachilik korxonalari faoliyatida marketing tadqiqotlarini sun’iy
intellekt va real vaqt bozori ma’lumotlari asosida avtomatik moslashtirish imkonini
beruvchi amaliy modelni ishlab chiqish zarur hisoblanadi.

9. To‘qimachilik korxonalarini hududlar, bozor segmentlari va demografik
guruhlar bo‘yicha: talab, mavsumiylik, moda trendlarini Al bilan aniglash hamda
logistika, distribyutsiya va marketing rejasini optimallashtirish uchun GeoAl
Marketing - hudud bo‘yicha talabni Al orqali tahlil gilish magsadga muvofiq
bo‘ladi.

10. To‘qimachilikda raqamli “marketing-ishlab chiqarish-sotish” integratsiyasi
nuqtai nazaridan marketingni bozor talabi bilan ishlab chiqarish tizimini real vaqt
rejimida bog‘lash maqgsadida DMC (Digital Manufacturing & Consumption)
modelini qo‘llash magsadga muvofiq hisoblanadi.

11. Respublikada to‘qimachilik mahsulotlari ishlab chiqarish va unga ta’sir
etuvchi omillarning 2035-yilgacha prognoz ko‘rsatkichlaridan foydalanish
madsadga muvofiq hisoblanadi.
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BBEJIEHUE (anHoTamus auccepranuu 1oxkropa ¢pusocodpuu (PhD))

AKTYaJlbHOCTh M BOCTPEOOBAHHOCTH TeMbl auccepTannu. B mupoBom
MacIITabe TeKCTUIIbHAS POMBIIUIEHHOCTh KaK BaKHOE 3BEHO TNI00ATBHBIX [IEMOYEK
CO3/IaHUS CTOMMOCTH XapaKTEPHU3yeTCS BBICOKOW KOHKYPEHIIMEH, TeHACHLUSIMU
obicTpoit Monbl («fast fashiony»), mpomeccamu mM@poBU3aLKMKM U JAUHAMUYHBIM
U3MEHEHUEM NOTPEOUTETHCKOTO MOBEJICHUSI. B ITUX YCIIOBUSIX
COBEpIICHCTBOBAHNUE JCATEIBHOCTH TEKCTHIBHBIX NPEINPHUITHA Ha OCHOBE
MapKETUHTOBBIX MCCJICTOBAHMM SIBISCTCS aKTyaJIbHBIM C HAYYHOU M MPAKTHUCCKOU
TOYEK 3pEHUs, TOCKOJIBKY NaHHBIA MOAXO] TMO3BOJIECT ONMPEACTUTh KOHBIOHKTYPY
PBIHKA, MPOTHO3UPOBATH CIpoC, AU depeHIrnpoBaTh NPOAYKIUIO U 3PPEKTUBHO
NO3ULIMOHUPOBaTh €e. «B Mupe o0beM MOTPeOJICHHUs] TEKCTUIBLHON MPOIYyKLIHUU
3aHMMaeT BTOPOE MECTO MOCIIE MUIIEBOM MPOMBIIUICHHOCTH, €T0 J0JS B MHPOBOM
BaJIOBOM BHYTPEHHEM MPOAYKTE COCTAaBIISIET OKOJIO 3%, a B KPYIHEHIINX CTpaHax-
IPOU3BOAUTENAX €ro CTOMMOCTL mpesbimaer 10%»*. B Hactosmee BpeMs
pa3BUTHIE CTPaHbl MUpPa TOOUBAIOTCS CTAOMIBHOCTH HAIIMOHAIBHON YKOHOMHUKH Ha
OCHOBE MHHOBAIIMOHHOTO Pa3BUTHUA U AUBEpCU(UKAIIMKM MPOU3BOJCTBA, a TAKXKE
YCHJIMBAIOT CBOIO KOHKYPEHTOCIIOCOOHOCTh Ha MHUPOBOM DPBIHKE MYTEM BBIITYyCKa
AKCIIOPTOOPUEHTUPOBAHHON MPOAYKIMU. OOBEM MHUPOBOTO PHIHKA TEKCTHIIS B
2021 rony ouenuBaincs B 993,6 mapa nosuapoB CIIA. Oxunaercs, 4To B IEPUOJ C
2022 mo 2030 rom cpemHeromoBoi Temm pocta coctaBur 4,0 mponenra®?,
B wMupoBoM MacmTabe COBEpIIEHCTBOBAHUE JE€ATEIBHOCTH TEKCTUIIbHBIX
NPEeANpUATAA Ha OCHOBE MAPKETUHIOBBIX MCCIEOBAHUA M WHHOBAIMOHHOE
pa3BUTHE TPOM3BOJCTBA TEKCTHUJIHLHOW MPOAYKIMH OIpEACIeHbl B KauecTBe
MPUOPUTETHBIX 3a/1a4.

B wMwmpe mpoBoaMTCS PAA HAYYHBIX HCCIACAOBAaHWMH B paMKax TEMbI
COBEPIIICHCTBOBAHUS JCATEIHPHOCTH TEKCTHWIBHBIX TMPEANPUATHIA HA OCHOBE
MapKETUHTOBBIX UCCIEAOBaHMM. Pa3BUTHE TEKCTUIBHBIX IPEANPUATUN U CO3/IaHNE
uH(OpMAITMOHHOW 0a3bl; pa3paboTKa METOMO0JIOTHYECKUX OCHOB HCIOJIH30BAHUS
MapKETUHTOBBIX HCCIIEIOBaHUNA B 3(PQPEKTUBHON OpraHU3ANUKA ACATEIHHOCTU
TEKCTHJIbHBIX ~ TMPEANPUSITHN HAa  WHHOBAllMOHHOW  OCHOBE;  pa3paboTka
MapKETUHTOBBIX  CTpAaT€TMil HAa  TEKCTWJIBHBIX  MPEANPHUSATUSAXK; HAyIHBIC
UCCIIEIOBAHMS 10 MCCIEAOBAHUIO METOAOJOTMYECKHX AacleKTOB IMPOHU3BOJICTBA
MPOIYKIIMU B TEKCTHIIBHOW OTPACIH SBJISIOTCS IPUOPUTETHBIMU HAIIPaBICHUSIMU.

TekcTuibHasg TMPOMBIIUICHHOCTh B Y30€KHUCTAaHE CYUTACTCS OJHOU U3
MIPUOPUTETHBIX OTPACICH SKOHOMHUKH WM WIPAcT BAKHYIO POJb B TOBBIMICHUN
AKCIIOPTHOTO MOTEHIINAJA CTPAHbI M PACITUPEHUH IO IPOAYKIIMH C T0OaBIEHHON
cToUMOCThIO. HecMoTpss Ha TO, 4YTO B TOCIEOHHE TOABI B JTOW cdepe
OCYIIECTBISIIOTCA  TIyOOKHME CTPYKTYpHBbIE pedopMbl, pe3Koe H3MEHEHHE
TpeOOBaHMI TI00aTBFHOTO PBIHKA, YCUJIEHWE KOHKYPEHIIMHM U JuBepcudUKaIus
noTpeOHOCTeM moTpeduTeneld TPeOYIOT COBEPIICHCTBOBAHUS JACATEILHOCTU
NPEANPUATUA Ha OCHOBE COBPEMEHHBIX MApKETHMHIOBBIX MOJX0/0B. [lpuHstue

4 https://qaztrade.org.kz/eng/trends-in-the-development-of-light-industry
2 https://www.grandviewresearch.com/industry-analysis/textile-market
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YIIPaBJICHYECKUX PEIIEHUNA HAa OCHOBE MApKETUHIOBBIX MCCIIECIOBAHMI IO3BOJISIET
TEKCTUJIBHBIM TPEINPHUIATHSIM TJIyOOKO aHAIM3UPOBAaTh KOHBIOHKTYPY pPBIHKA,
BBISIBJISITH NIEPCIEKTUBHBIE CETMEHTHI M aIAITHPOBATh NPOAYKLHUIO K CIPOCY. DTO
CHOCOOCTBYET TMOBBIMIEHHIO 3((EKTUBHOCTH MPOU3BOJACTBA, PACUIMPEHUIO
reorpauu 3KCHOpPTa U YKPEIUICHHIO KOHKYPEHTOCHOCOOHOCTH OTEUYECTBEHHOM
OPOAYKIMHA Ha MEXAyHapolgHOM pbiHKe. [lo3ToMy  coBepIIEHCTBOBaHHE
NEATEIbHOCTH  TEKCTWJIBHBIX  NPEANPHUATHNA HAa  OCHOBE  MApPKETHHI'OBBIX
UCCJIEIOBAHUM SIBJIETCS AKTyaJbHBIM U HEOOXOJMMBIM HAyYHO-TPAKTHYECKUM
HaIpaBJICHUEM C TOYKHM 3pEHUsI O00ECleyYeHUs: IKOHOMHYECKOW CTaOMIBHOCTH B
VY30ekucrane, MOJAEpHU3AIMU MPOMBIIUICHHOCTH U YCKOPEHUSI HMHTErpaluu B
rJ100anbHbIE HEMOYKH J00aBIEHHON CTOMMOCTH.

JlaHHast pauccepTalMoHHas paboTa B ONPEAEIEHHON CTENEeHH CIIYXKUT
peanuzanuu 3aja4, onpeaencHubix B Ykazax [Ipesunenta PecyOnuku Y306ekuctan
ot 28 suBaps 2022 roga No YII-60 «O Crpareruu pa3zsutust HoBoro Y306ekucrana
Ha 2022-2026 roasi»*®, ot 10 suBaps 2023 roga No YII-2 «O mMepax 10 HOIAEPKKE
JESITEIIbHOCTH XJIOMKOBO-TEKCTUJIBHBIX KJIACTEPOB, KOPEHHOMY PePOPMUPOBAHUIO
TEKCTUJIBHOM M IIBEMHO-TPUKOTAXKHOM IMPOMBIIUIEHHOCTH, & TAKXKE JaJIbHEUIIEMY
TIOBBILIEHUIO SKCIIOPTHOIO TIOTEHIMana orpacim»*, ot 1 mas 2024 roga No YII-71
«O Mepax MO BBIBEJCHUIO pa3BUTUS TEKCTWJIBHOM W IIBEWHO-TPUKOTAKHON
IPOMBIILIEHHOCTH Ha HOBBIN oTam»*’, B [Tocranosiennu [pesunenta PecyOnuku
V36ekuctan ot 12 ¢epans 2019 roga No I1I1-4186 «O mepax mo manbHeHIemMy
yriyosieHno  peopMuUpoBaHUS ~ TEKCTUIBHOM M IIBEHHO-TPUKOTAKHOU
IPOMBIIIIEHHOCTY M PACIIMPEHUIO €€ DKCIIOPTHOrO MOTEHIHana»*, a Takxke B
[ToctanoBnennn Kabunera MunuctpoB PecnyOnuku Y36ekuctan ot 23 ¢eBpans
2021 roma No 93 «O6 ytBepxaeHuu [lomoxxeHus o mopsiake GpopMUpOBaHUS U
HCTIOb30BaHus cpeactB MoHaa pa3BUTUS TEKCTUIIBHOM M IIBEUHO-TPUKOTAXKHOU
oTpaciu Accouranuu «Y3TeKCTHIBIPOM» .+

CooTBercTBHE HCCIEI0BAHUS NPHOPUTETHHIM HANPABJICHUSM Pa3BUTHS
HAYKM M TeXHOJOrui pecny0auku. J[aHHOE HCCIIENOBAaHUE BBINOJIHEHO B
COOTBETCTBUM C NPUOPUTETHBIM HANPABICHHEM DPAa3BUTHsS HAYKU M TEXHOJOTUMI
peciyOnuku I «/lyXOBHO-HPaBCTBEHHOE U  KYJBTYPHO-IIPOCBETUTEIHCKOE
pa3BUTHE  JIEMOKPATUYECKOTO W  MPaBOBOro  oOmiecTBa, (HOpPMUPOBAHHE
VHHOBALIMOHHON SKOHOMUKW.

43 Vkas Ipesunenta Pecny6inkn V36exucrtan «O Crparerun passurus Hosoro V3oekucrana na 2022-2026 rogns»
ot 28 suBaps 2022 rona. https://lex.uz/docs/5841063.

4 Vka3 Ilpesunenra PecriyOnuku V36exuctan ot 10 smBaps 2023 roga No YII-2 «O Mepax IO MOINEPKKE
JEATEIIBHOCTH XJIOMKOBO-TEKCTHIIBHBIX KJIaCTEPOB, KOPEHHOMY pe(GOpPMUPOBAHMIO TEKCTWJIBHOW M IIBEHHO-
TPUKOTa)XHOH TIPOMBIIIIEHHOCTH, a TAaKKe [aJbHEHIIEMY MOBBIIICHHIO AKCIIOPTHOTO MOTEHIMAIa OTPACIN.
https://lex.uz/docs/-6351331?70NDATE=13.01.2023%2000.

4 Vkas IpesunenTa Pecny6nukn V36ekuctan ot 1 mas 2024 roga No YII-71 «O Mepax 10 MOJHATUIO HA HOBHIIA
YPOBEHb Pa3BUTHS TEKCTHIILHOM W MBEHHO-TPUKOTAXKHOW NPOMBILIIIEHHOCTHY. https:/lex.uz/ru/docs/-6908347.

4 Tlocranosnenue Ilpesujenta PecryGnuku V3oexucran ot 12 ¢espans 2019 roma No II1-4186 «O mepax 1o
JanbHedmeMy yriyOlieHHIo pedopM M PacIIMPEHHIO SKCIIOPTHOTO IOTEHNHANa TEKCTHIBHOM M  IIBEHHO-
TPUKOTaXHOHU NMpOMBIIIEHHOCTHY. https://lex.uz/docs/-4199421.

47 Tlocranosnenne Kabunera MunuctpoB PecnyGnukn V3Gekucran ot 23 ¢espans 2021 roma No 93 «06
yrBepxkaeHnu [lonoxeHus o nopsake GopMUpPOBaHUS M UCIIOIb30BaHMs cpeacTB DoHaa pa3BUTHS TEKCTUIILHON U
MIBEHHO-TPUKOTAXHOU OTpacii Accommanuy «Y3TeKCTHIBIIpoM»». https://lex.uz/ru/docs/-5303916.
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Crenenbp  u3y4YeHHOCTHM  mpoOJjembl.  HayuHo-Teopernueckue  u
METOIOJIOTUIECKUE aCTIEKThl MAPKETUHTOBBIX MCCIICIOBAHN OBLITM PACCMOTPEHBI B
HAyYHBIX TPyJAaX MHOTHX YYCHBIX-DKOHOMHUCTOB. Cpenu 3apyOeKHBIX yUCHBIX-
HPKOHOMHUCTOB MOKHO OTMETHTH Aakepa, J[x. Apmcrtponra, ®. Kotnepa, Jlelina
Kemnepa K., Hepema K. Manxorpy, k. Jlannsepu, [Ix. Jlesn, . JIuanona, /1.
Pocy, O. JI. Pya, 3. 2. Bona, K. V. Conse, P. Aogyn Mamxuaa, K. B. lllpupama, I1.
Bepmy, C. A. Kxapmy, M. Iloprepa, Ukonen, Uuny-Maiito Xanuene, Atun TsHb,
C. IO, B. Xonmuura, D. JI. Patnudda*®, nayunsle uspickanus B 1aHHON 06nacTu
TaK)Ke IMPOBOJIUIN Y4YEHbIE-3KOHOMUCTHI U3 cTpaH CoapyxectBa HezaBucumbix
['ocynmapcts, takue kak C. I'. boxyk, K. C. Hopuna, A. II. Kapaces, /. E.
Kmumanos, A. B. Kopotkos, JI. B. Kprsutosa, A. B. Kynukosa, H. b. Cadponosa, C.
B. [Tonesona, D. Tan, H. I1. Illansruna* u apyrue.

HayuHo-TeopeTnyeckue © METOAOJOTMYECKHE BOIPOCHl MApPKETUHIOBBIX
WCCJICIOBAHUI B HAIlleW pECIMyOJMKe H3yYeHbl B HAyYHO-UCCIIEI0BATEIHCKHUX
paborax A.Ill.bekmypoioBa, M.A .HxpamoBa, JL.T.AGmyxanuaoBoid,
[I.2K.Opramxomxaesoid, A.H.Camanosa, M.A.lOcynoBa, .NBaToBa, A.Conuena,
b.H.Mawmaega, T.A .MamapkaHOBOM, ®.T.KacumoBoi, II.X.XammamoBa,

48 Aakep JI.A.Ctparerus ynpasnenus noprdenem 6pennos: [nep. ¢ anrn.] / Isun A Aaxep. - M.: Dkemo, 2009, —
318 c.; Kotler P., Armstrong G., Marc Oliver Opresnik. Principles of marketing. Pearson Education Limited 2018;
Kotnep ®@. Mapkerunr 5.0. Texnonoruu cienyromiero nmokojienns / @unun Kotnep, CetnaBan AiiBen, Kapramkaiia
XepmagaHn; [epeBo ¢ anrmickoro A. 'opmas]. - MockBa: Dkemo, 2023. -272 c.; Kotler, P., Lane Keller K., Brady,
M., Goodman, M., Hansen, T. (2024). Marketing Management. (5. ed.) Pearson Education.; Hapem K.ManxoTtpa.
MapKeTHHTOBBIE HCCIIEAOBAHIS: TIPAaKTHIECKoe pyKoBoacTo. —M.: Buesmc, 2016. -1156 c.; Jlanasepu K., JIen K.,
Jlmanon 1. Mepxkatop. Teopus u npaktuka Mapketunra. /Ilep ¢ ppamni., 2 T. —M.: MII®DP, 2006. -1176 c., Rosa, D.,
Rua, O.L. Relationship marketing and intangible resources: The mediating effect of loyalty. Review of Marketing
Science. 2020 18(1), c. 117-143.; Wonah, E.E., Sonye, C.U. Footwear merchandizing skills needed by graduates of
colleges of education for self-reliance in delta state. 2020 Journal of Home Economics Research. 27(1), c. 79-88;
Abdul Majeed, R., Sriram, K.V. Determining the best advertising medium for a footwear company: A case study.
2019. Indian Journal of Marketing. 49(5), c¢. 21-32; Verma, P., Sharma, A.K. Assortment satisfaction: The tale of
online footwear sales. 2018 Technology in Society. 54, c. 57-65.; Iloptep, M. KonkypenrtHas ctparerus: MeToauka
aHaiM3a otpaciieit u koHkypenToB / M. IToprep; Ilep. ¢ annr. — 4-e u3a. - M.: Ansrninna busnec byke, 2013. — 463 c;
Ikonen, lina-Maija Hannele (2021) - Influencing Consumer Choice for Healthy Foods at the Point of Purchase: The
role of marketing communication and food pricing strategies. PhD, Vrije Universiteit Amsterdam.; Yating Tian (2024)
- Integrating sustainability into food marketing: A design-based extension of the food well-being paradigm. PhD,
University of Twente.; X. Yu (2021) — Marketing Strategies and Consumers’ Food Decision-making.; B.Hopping
(2016) - Local Food Perceptions and Shopping Behavior among frequent shoppers of rural grocery stores.; E.L.Ratliff
(2021) - Consumer Preferences for Value Added Products.

4 Boxyk C. I'. MapkeTHHIroBbIe Ucciie0Banus: yueOHuk 1yist By308 / C. I'. Boxkyk. - 2-€ u3jt., ucrp. u 1011 - MockBa:
UznarensctBo IOpaiit, 2025.-304 c.; Hopuna K.C. IlporHo3upoBaHue NOBEIECHUS INOTPEOMTENICH Ha pBIHKE
NPOJYKTOB NMUTaHUs (IKOHOMETPUYECKOE MOJIEIMPOBAaHKME Ha JAaHHBIX OIPOCOB): BBITYCKHAs KBaJU(PHUKAIMOHHASI
pabora/nucc. matepuansl. — COY, 2023; KapaceB A.Il. MapkeTHHroBbIe HCCIIEA0BaHUS U CUTYallMOHHBIN aHAIN3:
yu4eOHMK M TPaKTHKyM JUIS NpHKIagHoro Oakamaspuara / A. II. Kapaces. - 2-e u3a., nepepab. u jgom. - M.:
WznmatensctBo FOpaiit, 2017. - 315 c.; Kimumanos /I.E. MapkeTHHTOBEIH TOAX0[ K aHANMU3y Omu3Hec-moxaenen. 2017;
KopoTtkos, A.B. MapkeTHHTOBBIC UCCIIeAOBaHHA: yue0. mocobue s By3oB. — M.: FOHUTU-JAHA, 2015. — 303 c;
Kpsuiosa JI. B. ArpoMapKeTHHI Ha 3Tane aanTaluy K U3MEHSIIOMMMCS PbIHOYHBIM YCJIOBUSM: JUC. ... KaHJ. 9KOH.
Hayk (08.00.05 — mapketunr). — JloHenKnit Hall. YH-T SKOHOMUKH U ToproBiu uM. M. Tyran-bapanosckoro, 2021. —
180 c.; KymmkoBa A.B. MapketnHroBsie ncciegoBanus. CocTaBuTeNs: YueOHO-MeToqmaecKoe mocoodue. — HmkHMiA
Hosropon: Hmxkeroponackuit rocynmeepcurer mMm. H.M. Jlobaweckoro, 2017. — 70 c.; Cadponora, H.b.
MapxketuHrossle uccienoBanus. — M.: M3narenscko-Toprosas koproparust «Jlammkos u K», 2017. —296 c.; [ToneBona
C.B. Pa3zBuTHe MeTOIMKH MapKETHMHIOBOTO aHallM3a KOMMEPUYECKHX opraHuzauuii. ABTopedepar auccepranuu Ha
COHCKaHHE Y4YeHOH cremeHu K.3.H. Pocros-Ha-/lony — 2016.; Tsaup E. dopMmupoBaHMe HHTEIPHPOBAHHOTO
MapKETHHTOBOI'O NPE/UIOKEHHSI Ha PBIHKE MTPOAYKTOB IUTaHUS: JHC. ... KaHJ. 3KOH. Hayk. — KybaHckuii roc. yH-T,
Kpacuomap, 2014. — 180 c.; Illameiruna H.II. Pa3BuTme MapKeTHHTOBBIX HCCIIEAOBAaHHM B OpraHU3alMAX
NOTPEOUTENbCKOW Koomepaunu. ABropedepaT guccepTallMii Ha COUCKaHWE yueHo# cremenn k.9.H. 08.00.05.
Bbenropon-2006.
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X.XakumoBa, A.A.A6ayranueBa, b.b. Xynoi6epauena, ¥Y.Caunosa, M.P.bo3oposa,
C.II1.Kyukaposa, III. Mup3zaesa, H.H.Pacynosa, M.M.A3napoBoii, A.A.Banuesoir>
U IPYTHX.

CBsi3b TeMBbI AUCCEPTALMH € MJIAHAMHU HAYYHO-HCCIEA0BATENbCKUX PadoT
BbICIIIET0 00pPa30BATEJbLHOI0 Y4Ype:KIeHHs, IJe BbINOJHEHA IHCCEPTALUS.
JlanHO€ WCClieJOBaHUE BBITIOJHEHO B COOTBETCTBHHM C IIJIJAHOM HAY4YHO-
UCCIIeNOBaTeNbCKUX PaboT TamKkeHTCKOro TOoCyAapCTBEHHOTO SKOHOMHUYECKOTO
YHUBEPCHUTETA.

Heabo wuccaeaoBaHus sBISIETCS pa3pabOTKa HAYUYHBIX TMPEIOKEHUN U
MPAKTUYECKUX  PEKOMEHJAIMH 10  COBEPIIEHCTBOBAHHUIO  JICATEIBHOCTH
TEKCTHJIBHBIX MPEIIPHUATHH Ha OCHOBE MAPKETHUHTOBBIX NCCIICTOBAHHM.

3agaum uccJjie0BaHUsA:

U3YUYCHUE TEOPETHYECKUX M HOPMATHBHO-TIPABOBBIX OCHOB OpTraHW3aIlUA
JNEATCIbHOCTH  TeKCTHJIBHBIX  IPEANPHATAA HAa  OCHOBE  MAapKETHHTOBBIX
HCCIICIOBAHUN;

HCCIICIOBAHUE METOOJIOTHYCCKUX AaCIEKTOB OpPraHM3alliH ACSATEIbHOCTH
TEKCTUJIBHBIX MPEANPUITHI Ha OCHOBE MaPKETHHTOBBIX HCCIICIOBAHMIA;

aHanu3  (PaKTHYECKOTO  COCTOSHHUSI  MCIIOJIB30BaHHMS ~ MapKETHHTOBBIX
WCCIICIOBAHUM B JACATEILHOCTH TEKCTHUIBHBIX MNPEINPUATHH u (HOPMUPOBAHUE
BBIBOJIOB;

MOKa3aTh 3apyOSKHBIM OMBIT OPraHU3alUUA ACATEIHPHOCTH TEKCTHIBHBIX
MPEANPUATAA HAa OCHOBE MAapKETHHTOBBIX HCCIEIOBAaHUN M BO3MOXXHOCTH €TO
UCIIOJIL30BaHUA B HAIIEH peciyOIIuKe;

pa3paboTKa HAyYHBIX TPEIJIOKECHHA W TPAKTUICCKUX PEKOMEHIAIUN 110
COBEPIIICHCTBOBAHUIO OPTAHU3AIMOHHBIX ACIIEKTOB JCATEIHPHOCTH TEKCTHUIBHBIX
MPEANPUATANA Ha OCHOBE MapKETHHTOBBIX MCCIICIOBAHU;

0 Bexmypamo A.Ill. Ba Gomkanap. Crparermk Mapketwnr. —1T.: TJUY, 2010. -161 6.; Wkpamos M.A.,
AbGnyxammnoBa JI.T. MapkeTHHr TaaKWKOTIAapHa CTaTHCTHK Taxuwi. -1.. Wkrucommér, 2017. — 345 6
Opramxomkaesa [11.0K., Kocumosa M.C., IOcyno M.A. Mapxketunr: aapcimuk. — T.: Uktucoauér, 2018. — 232 6.;
Opramxopkaesa L.J[x., Camanos A.H., lapunos U.b. Mapkerunr: napcinuk. —T.: Uxrucoguér, 2013. -346 6.;
KacumoBa ®.T. TengeHUMM M HEpCIEKUBH Pa3BUTHA IHM(POBOrO MapKETHHIa B MajloM OHM3HECE Ha IpUMepe
KOHIUTEPCKUX u3/enuil. ABTopedepar IuccepTalMM Ha COHMCKaHHWE. y4eHOoH cremeHu npokropa (DSc) mo
sKoHOMHMuecknM Haykam. —T.. TI'DY, 2022; Abdug‘aniyev A.A. Ozig-ovqat sanoatida marketing tadqiqotlarini
rivojlantirish yo‘nalishlari: PhD dissertatsiya. — Toshkent: TDIU, 2018. — 145 b.; Xudoyberdiyev B.B. O‘zbekiston
ozig-ovqat bozorida marketing strategiyalarini takomillashtirish: PhD dissertatsiya. — Toshkent: TDIU, 2019. — 160
b.; Saidov U. Qishloq xo‘jaligi va oziq-ovqat mahsulotlarida marketing faoliyati samaradorligini oshirish: DSc
dissertatsiya. — Samarqand: SamDU, 2020. — 245 b.; Bozorov M.R. Ozig-ovqat bozorida iste’molchilar xulg-atvori va
marketing tadqiqotlari: PhD dissertatsiya. — Toshkent: TMI, 2017. — 180 b.; Qo‘chqorov S.Sh. Ozig-ovqgat tarmog‘ida
raqobatbardoshlikni ta’minlashda marketing tahlilining o‘rni: DSc dissertatsiya. — Toshkent: TDIU, 2021. — 210 b.;
Mirzayev Sh. Qishloq xo‘jaligi mahsulotlarini qayta ishlash korxonalarida marketing tadqiqotlari tizimini
rivojlantirish: PhD dissertatsiya. — Andijon: AndMI, 2019. — 165 b.; Rasulov N.N. Agrosanoat majmuida marketing
tadqiqotlari tizimini rivojlantirish: DSc dissertatsiya. — Toshkent: TDIU, 2018. — 225 b.; Yo ldoshev A., Xolmurodov
O. Marketing tadqiqotlari. — Toshkent: TDIU nashriyoti, 2017. — 240 b. (0zig-ovqat marketingi bo‘yicha nazariy asos
sifatida qo‘llanilgan); Aznapoa M.M. HcrebMmoi 6030puHM 03MK-OBKAT TOBAapJiapu OWJIaH TYJIAMPHILIA MAPKETHHT
cTparerusuiapuiad QoiialaHUIIHE TAKOMWLIAIITUPUIN (KaHJoNaT MaxcyJomiapu muconuna). Mkrucon dannapu
HOM30/J1 WIMHUI JapakaciHH OJIMII Y4yH Jucceprauus aBropedepatn — T.: TAWUY, 2023.; Valiyeva A.A. Moyli
ekinlar yetishtiruvchi fermer xo‘jaliklarida marketing tadqiqotlaridan foydalanish. Iqtisod fanlari nomzodi ilmiy
darajasini olish uchun disssertatsiya avtoreferati. — T.: TDIU, 2025.
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pa3paboTKa HAy4HBIX NPEAJIOKEHUM M TNPAKTUYECKUX PEKOMEHIAIUN I10
COBEPILIECHCTBOBAHUIO METOJIOJIOTMYECKUX ACIEKTOB AEATENBHOCTH TEKCTUIIBHBIX
IPEANPUATANA HA OCHOBE MapKETUHIOBBIX UCCIIENOBAHUN;

pa3paboTKa MPOTHO3HBIX TOKa3aTeaeii 00beMOB MPOU3BOJICTBA TEKCTUILHOM
IPOAYKIIHH.

O0beKTOM Hcc/Ie0BaHus BEIOpaHa JesTeIbHOCTh OOIIECTB C OrPaHUUYECHHOM
OTBETCTBEHHOCTBIO B COCTABE aCCOLMALUU « Y 3TEKCTHIIBIIPOM).

IIpeameTroMm wucciIeI0BAHMSA SIBISETCS COBOKYIMHOCTh 3KOHOMHYECKHUX
OTHOLUEHUH, BOBHUKAIOIIMX B MPOILIECCE OPraHU3aALUU IEATEIbHOCTH TEKCTUIBHBIX
NOPEINPHUITHIA HA OCHOBE MapKETHHTOBBIX HCCIIETOBAHUH.

Metoasbl ucciaenoBanms. B npoiecce nccneqoBaHusi UCHOIb30BAIUCH TaKHUE
METO/Ibl, KaK TEOPETUYECKOE MBIIUICHUE, Hay4yHas aOCTpakuus, JOTHYECKUUA U
CpPaBHUTEJIbHBIA aHaIW3, MOHOrpauyecKoe HaOMIOJAEHUE, CTaTUCTUYECKas
IpyNIUPOBKA, IPOrHO3UPOBAHUE U SKOHOMETPHUUECKHUIA aHAIIN3.

HayuyHasi HOBU3HA MCCJIeIOBAHUSI COCTOUT B CIEAYIOLIEM:

IPEJIOAKEHO HCIIONIb30BaTh MOJENb «3€JIEHBIX MOjeNeil MOoTpeOUTEIbCKOro
NOBE/ICHU», OOBEIUHSIONLYI0 IKOJIOTHYECKHE TPeOOBaHUS C MapKETHHTOBBIMU
UCCIIEIOBAaHUSIMM JUIsI OPHUEHTAllMU [OKyHaTesled Ha SKOJIOTMYECKH YHCTYIO
IPOAYKIMIO Ha TEKCTUIIBHBIX IPEANPUITUAX, O0JIETYeHUs TOIYYeHUS TI100aIbHbBIX
HKOJIOTHYECKUX CepTU(PHUKAIMN U TTOBBIIICHUS] KOHKYPEHTOCIIOCOOHOCTH OpeH/Ia;

OpeaJIoKeHa  MpakTUYecKass MOJENb, I[O3BOJSIOIIAs  aBTOMAaTUYECKU
aJanTUPOBaTh MApPKETHHTOBBIE MCCIEAOBAHUS B JACSITEIBHOCTH TEKCTHIIBHBIX
NPEeINpUsITHA HAa OCHOBE MCKYCCTBEHHOTO HHTEIUIEKTa W PHIHOYHBIX TaHHBIX B
peXKUME peATbHOTO BPEMEHU;

GeoAl Marketing - ans onpeneneHuss TEKCTUIIBHBIX NPEINPUATHN IO
peruoHam, CerMEHTaM PhIHKA U JeMOorpauuecKuM rpyImnam: Crpoca, CE30HHOCTH,
MOJIHBIX TPEHJOB M ONTUMHU3ALUU JIOTUCTUYECKOTO, AUCTPUOBIOTOPCKOTO U
MapKETUHIOBOTO TUIaHA MPEJIOKEH aHAIM3 CIIpOca MO peruoHam ¢ nomoiiso NU;

pa3zpaboTaHbl MPOrHO3HBIE TTOKa3zaTenu 10 2035 roja ¢ yueToM BIMSHUS TaKUX
(bakTopoB, KaK KOJMYECTBO MPEANPUATUN-TIPOU3BOAUTENEH U PabOTHHUKOB,
BBIICJIIEMBIX MHBECTUIIUM, Ha 00bEM MPOM3BOJICTBA TEKCTUIHHOW MPOAYKIIMU B
peciyOauke.

IIpakTH4yeckue pe3yabTaThbl HCCJIAEI0OBAHUA COCTOST B CIICTYIOLIEM:

coop manHHeix CRM-cucreM, OHJIAMH-TOPrOBBIX IJIAT(HOPM, MOHHUTOPHUHIA
COLIMAJIBHBIX CETEH, OIPOCOB NOKYyNaTeNIe B OJHOM LIEHTPAIbHOM JIAaKE JAHHBIX Ha
TEKCTUJIBHBIX MPEANPUATUAX, a TaKKe KaTeropusauus mpoduis mokymareier u
CO3/IaHHE€ TEPCOHAIBHBIX CETMEHTOB; PEKOMEHJIOBaHA TIIyOOKas CerMeHTalus
NOKyHaTeJed Ha OCHOBE HCKYCCTBEHHOIO MHTEJUIEKTa C YYETOM CETMEHTOB
OTpe/ieNieHUs] YHUKAJIbHBIX TapaMeTPOB MOKYMOK ISl KaKJIOTO CETMEHTA;

PEKOMEHI0OBAaHO NMPUMEHEHHUE MOJEIM «green consumer behavior modelsy,
00BEIUHSIONIEH FKOJOTHYECKHUE TPEOOBAHUS C MAPKETUHIOBBIMH MCCIICIOBAHUSIMU
Ha TEKCTUIIbHBIX MPEANPUATHSX;

peKoMeHoBaHO ucrosb3oBaTh Mojaenb DMC (Digital Manufacturing &
Consumption) asst ¢Bsi3u U(PPOBOTO MAPKETHHTa HA TEKCTUIBHBIX MPEATPHUATHIX
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C PBIHOYHBIM CIIPOCOM M IPOM3BOJICTBEHHONW CHUCTEMOW B PEKHUME PEATIBHOIO
BPEMEHU;

TEKCTUJIbHBIE  MPEANPUSITUS 1O PErdoHaM, CErMEHTaM pbIHKA U
nemMorpauueckuM TpymmaM: JUis ONpeAesieHUs] CIpoca, CE30HHOCTH, MOJHBIX
TpEeH10B ¢ nomoisio MW 1 onTUMHU3a1iuu TOTHCTUYECKOT0, AUCTPUOBIOTOPCKOTO U
MapKETUHTOBOTO IJIaHA PEKOMEHyeTcs ucronb3oBath GeoAl Marketing - ananus
crpoca 1o peruoHam ¢ rmomoiero NH;

pa3paboTaHbl MPOTHO3HBIE MOKa3aTeau o0beMa MPOU3BOACTBA TEKCTUIHLHOM
NpOAYKIUHU B peciyonuke 10 2035 roza.

JlocToBepHOCTH pe3yJibTAaTOB HCCJIeI0BAHUS 00BsACHSIETCS
LEJIeCO00Pa3HOCThI0 MPUMEHSEMbBIX MOAXOJO0B W  METOJOB, IOJIYyYEHUEM
TEOPETUYECKUX JAHHBIX U3 OPUIIMATIBHBIX UCTOUYHUKOB, alpoOalreil Ha MpaKTUKe
NPEACTABICHHBIX HAYYHO-TEOPETUUYECKUX MPEJIOKEHUA U  PEKOMEHJAlUM,
BHEJIPEHUEM B MPAKTUKY pa3pab0OTaHHBIX HAYYHBIX MPEAJIOKEHHUH 110 TPUMEHEHUIO
MapKETUHTOBBIX MCCIEJOBAHUN U MOATBEPKICHUEM PE3YJIbTATOB TEKCTUILHBIMU
NPEANPUATUIMHU U Accolranneil «Y3TeKCTUIBIIPOM.

Hayynass U mpakTH4ecKass 3HAYUMOCTb pPe3yJbTATOB HCCJEI0BAHUS.
Hayunas 3HaUMMOCTb HCCIIeI0BaHUS O0BICHIECTCS TPUMEHEHUEM MO/IECITH 3€JICHOTO
MOTPEOUTENHCKOTO TOBEAEHUS, OOBEIUHSAIONICH 3KOJIOTUYECKHE TpeOOBaHUS C
MapKETUHTOBBIMH MCCJICIOBAHUSAMH Ha TEKCTUIIBHBIX MPEANPUATUSIX, Pa3paboTKOn
OPaKTUYECKOM  MOJENM,  TO3BOJISIIONIEH ~ aBTOMAaTUYECKHM  aJanTHpPOBATh
MapKETUHIOBBIE HCCIEJOBAaHUSI HA OCHOBE MCKYCCTBEHHOIO MHTEIUIEKTa U
PBIHOYHBIX JJAHHBIX B PEKUME PEATbHOTO BPEMEHU, ONMPEACICHUEM TEKCTUIIbHBIX
OpEANPUSTANA 0 PETHMOHaM, CETMEHTaM pPbIHKA M JeMorpadUuuecKuM rpynmnam:
CIpoca, CE30HHOCTH, MOJIHBIX TPEHJ0B ¢ omouieio MU, a Takxke ucnonb3oBaHuEM
GeoAl Marketing mis amanm3a crpoca mo peruoHam ¢ momombio WU mms
ONTUMU3ALIUN JIOTUCTUKH, TUCTPUOYIIMK U MAPKETUHIOBOTO TIJIaHA.

[IpakTnyeckass 3HAYMMOCTH PE3YJIbTATOB UCCICAOBAHUS ONPENECIISIETCS TEM,
YTO OHU MOTYT OBITh UCTIOJIb30BaHbl Mpu npuMeHeHnu moaenu DMC c 1ienbio cBsi3u
MIPOU3BOJICTBEHHOM CHCTEMBI C CIPOCOM pbIHKA MHU(PPOBOrO MAapKETHHIa Ha
TEKCTHJIBHBIX MPEANPUATHUIX B PEKUME PEeaIbHOTO BpeMeHu, cOop AaHHbix CRM-
CUCTEM, OHJIAMH-TOPTOBBIX MIATPOPM, MOHUTOPUHTA COIUATBHBIX CETEH, OIPOCOB
MOKYyIaTeJIed B OJHOM LIEHTPAJIbHOM JIAKE [AHHBIX, a TaKXKe KaTeropusanus
npoduias MmoKymaTeneil, co3JaHHe TEPCOHAIBHBIX CETMEHTOB; OMpECICHUE
YHUKaAJIbHBIX MapaMeTpPOB MOKYIMOK JJIsl KaXJOr0 CETMEHTa C YYETOM CETMEHTOB,
IpUMEHEHHE TIyOOKOW CerMeHTalluy MOKynaTesled Ha OCHOBE HCKYCCTBEHHOTO
WHTEJUIeKTa. TaKkkKe MPaKTUYECKUE PE3yJIbTaThl MOTYT OBITh WCIIOB30BAHbI MPU
NOJATOTOBKE JEKUMHA W KeWc-cTagu B IPOLECCE MPErnoAaBaHus AUCLUIUIMHBI
«MapkeTnH.

BHeapenue pe3yJbTaToB HCCaea0BaHusl. Ha 0CHOBE IpOBEAEHHBIX HAYYHBIX
MCCIIEOBAHUM 110 COBEPIIIEHCTBOBAHUIO AEATEIbHOCTH TEKCTUIIBHBIX MTPEAIPUATUN
Ha OCHOBE MAPKETUHIOBBIX MCCIIEIOBAHUM:

NpeIOKeHHE M0 MPUMEHEHUIO MOJICNIN «green consumer behavior modelsy,
00BEIUMHSAIONIEH FKOJIOTUYECKHE TPEOOBAHUS C MAPKETUHTOBBIMH MCCIICIOBAHUSIMU
JUISL OpUEHTALlMM TOKyNaTeJed Ha S3KOJOTMYECKHM YHUCTYI0 MPOAYKIMIO Ha
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TEKCTHJIbHBIX OpeanpUsTUsX, oOJeryeHus NOJIyYeHUS rJ100aJIbHBIX
3KOCepTU(UKALNNA U TOBBIIICHNUS KOHKYPEHTOCIOCOOHOCTH OpeH[a, BHEIAPEHO B
npakTuKy Accouumanuei «Y3tekctuibiipom», OO0 «Betlis Tekstil» u «Osiyo
Grand» (cmpaBku Accouunanuu «Y3rekctuiabnpom» No 02/06-178 ot 4 ¢epans
2026 roma, OO0 «Betlis Tekstil» No 6/1 ot 16 sHBaps 2026 roma, OO0 «Osiyo
Grand» No 2 ot 12 suBaps 2025 rona). Bueapenue nanHoil Hay4HONH HOBH3HBI B
MPAKTUKY TO3BOJIMJIO OPUEHTHUPOBATH MOKYyMATEIeH Ha IKOJIOTHYECKH UYHUCTYIO
MPOIYKIIMIO Ha TEKCTUIBHBIX MPEANPHITHIX, 00JICTYUTh TOJyYCHHE II100aTbHbIX
AKO-CEePTU(PUKALIMMA, UCTIOIB30BaTh MOJIEIb «3€JIEHBIX MOJIeNIel MOTPEOUTENHCKOTO
MIOBENICHUS», OOBEIMHSIONIYI0 JKOJIOTUYECKHE TPEeOOBaHUS C MapKETHHTOBBIMU
MCCJICIOBAaHUSIMH JIJTsI TOBBIMIEHUSI KOHKYPEHTOCTIOCOOHOCTH OpeH/Ia;

MPEIOKEHUE TPAKTUYECKOM MOJEIH, ITO3BOJIIONMIEM ABTOMATUYECKHU
aIanTHPOBAaTh MAPKETHHTOBBIC MCCIICIOBAHMS, pa3paOOTaHHbIC I ACSITEIbHOCTU
TEKCTHJIHBIX TIPEIPUSATHN, HA OCHOBE MCKYCCTBEHHOTO MHTEIJIEKTa U PHIHOYHBIX
JAHHBIX B pEAJIbHOM BpPEMEHH, BHEJIPEHO B TMPAKTUKy Accoluanuen
«¥Y3rekctunbiipom», OO0 «Betlis Tekstil» u  «Osiyo Grand» (cnpaBku
Accommarun «Y3rekctuiasiipom» No 02/06-178 ot 4 despans 2026 roga, OO0
«Betlis Tekstil» No 6/1 ot 16 suBaps 2026 roma, OOO «Osiyo Grand» No 2 ot 12
saBaps 2025 rona). Buenpenue qaHHOM HAyYHON HOBU3HBI B MIPAKTUKY TTO3BOJIAIIO
UCIIOJIb30BAaTh  NPAKTUYECKYI0  MOJENb,  MO3BOJSIONIYI0  ABTOMAaTUYECKU
aJanTUPOBaTh MAPKETHUHTOBBIE WCCIIEIOBAaHUS Ha OCHOBE HCKYyCCTBEHHOTO
WHTEJUICKTa U PBIHOYHBIX JAaHHBIX B PEKUME PEaTbHOTO BPEMEHH B JACATEIHHOCTH
TEKCTHJIBHBIX MPEANPHUITHI, W TIOBBICUTH €€ SKOHOMHYECKYIO 3(PPEKTHBHOCTD;

npemioxxenne GeoAl Marketing - aHanu3 crnpoca o0 perioHaM ¢ MOMOUIBIO
NW nnsa onpeneneHus crpoca, CE30HHOCTH, MOJHBIX TPEHA0B ¢ oMo MU u
ONTHMHU3AIMHA JIOTUCTHYECKOTO, AUCTPHUOBIOTOPCKOTO M MAapKETHHTOBOTO IUIaHA
TEKCTHJIbHBIX MPEINPUSATUHN IO pETHOHAM, CETMEHTaM PbIHKA U JIeMOrpaduyecKuM
rpymmnaM BHEIPEHO B MpakTuKy Accorumanuen «Y3rekctuwib», OO0 «Betlis
Tekstil» u «Osiyo Grand» (cnpaBku Acconmanuu «Y3tekcTuibipom» No 02/06-
178 ot 4 dpespas 2026 roga, OO0 «Betlis Tekstil» No 6/1 ot 16 ssuBapst 2026 rona,
00O «Osiyo Grand» No 2 ot 12 suBapst 2025 rona). B pesynbrate BHenpeHuUs
JAHHOW Hay4YHOM HOBM3HBI B TMPAKTUKY [0 PErHOHAM, CETMEHTaM pbIHKa U
neMorpaduyecKuM rpyIinaM: CIpoc, CE30HHOCTh, MOJHBIE TPEHABI ONPEEISIIOTCS
¢ nomoumpto MM, d4rO0 T1O3BONAET ONTUMU3UPOBATH  JIOTUCTUYECKHM,
JUCTPUOYTUBHBIN U MapKETUHTOBBIH I1J1aH;

MPEAJIOKEHUE NPOTHO3HBIX MokaszaTteneil 1o 2035 ropa, pa3paboTaHHOE C
YYETOM BIIUSIHHS TaKuX (aKTOPOB, KaK KOJIWYECTBO MPEANPUATAN U PAOOTHUKOB,
MPOU3BOASIINX TMPOAYKIIMIO, a TaKKe BBIJICICHHBIE WHBECTUIIMH, Ha OO0BEM
MPOU3BOJCTBA TEKCTWJILHON MPOIYKIIMA B PECHyOJIMKE, BHEIPEHO B MPAKTUKY
Acconmanuen «Y3TeKCTUIbIpoM» (crpaBka Accolanuu «Y3TeKCTUIbIpoM» No
02/06-178 ot 4 deBpans 2026 rona). BHeapenue naHHONW Hay4YHOW HOBHU3HBI B
PAKTUKY MO3BOJIWIIO pa3padoTaTh NPOrHO3HBIE MTOKa3aTen 00beMa MPOU3BOACTBA
TEKCTUJILHOM MPOAYKIMHU B peciyonuke 10 2035 roza.

Anpobauuss  pe3yJbTaToB  HMcCJIel0BaHusA. Pe3ynbTaTel  JAHHOTO
ucclieIoBaHusl ObLTU OOCYXKIEHbI M TOJIOKUTEIBHO OILICHEHb Ha 6 Hay4HO-

37



IPAKTUYECKUX KOH(epeHIUsX, B TOM 4YHCIE€ Ha 2 pecrnyOJuKaHCKuX u 4
MEKTyHapPOIHBIX.

IIyoimkanusi pe3yJibTaTOB HccJeqoBaHusA. Becero no teme uccienoBaHus
OIy0JINKOBaHO 9 Hay4HBIX paboT, B TOM uHciie 3 HaydHbIE CTaThH B HAy4YHBIX
KypHaJlaX, PEKOMEHIOBAHHBIX BpICHIEd aTTECTAlMOHHOW KOMHUCCHUEH IIPU
MunuctepcTBe BbIcIIero 00pa3oBaHUs, HAaykKd W UHHOBaumii PecrnyOmuku
VY30ekucraH, U3 HUX 2 B pecyOIMKaHCKUX U 1 B 3apyOexHBIX JKypHaJax.

Crpykrypa u 00beM guccepranuu. Juccepraius COCTOUT U3 BBEACHUS, TPEX
IJIaB, 3aKJIIOYEHUS, CIIUCKA MCIIOIb30BAHHOM JIUTEPATYPhl U MPUIIOKEHUM, 001N
00beM coctasisieT 117 crpanul.

OCHOBHOE COAEP XAHHUE JUCCEPTALIMHU

Bo BBeneHnu 000CHOBaHA aKTyaJlbHOCTh U BOCTPEOOBAHHOCTh MPOBEACHHOTO
UCCJIEIOBAHMS, IIOKAa3aHO  COOTBETCTBUE  HCCIEAOBaHUS  MPUOPHUTETHBIM
HaIpaBJICHUSIM PA3BUTHUS HAYKH M TEXHOJOTHH pecnyOiuKH, U3JI0XKEeHa CTENEHb
U3YYEHHOCTH TpOOJIeMbl M CBS3b C HAyYHO-HUCCJIENIOBATEIbCKUMHU pabOTaMu
BBICILIET0 00Pa30BaTEIbLHOTO YUPEKAEHUS, II€ BBIINOIHEHA JUCCEPTaIs, ONMCAHBI
LeNb W 3a7aud, a TakKe OOBEKT, MPEAMET U METOJAbl MCCIEAO0BAaHUS, OCBEIIEHbBI
HayyHasi HOBU3HA M NPAKTHUUECKHUE pe3yJbTaThl HCCIENOBaHUs, OOOCHOBaHA
JIOCTOBEPHOCTh U BHEJIPEHUE PE3YyJIbTaTOB UCCIIEI0BAHUS, TPUBEAECHBI CBEJIEHUS 00
arpoOariuu, ormy0JIMKOBaHHOCTH, CTPYKTYpe U 00beMe pe3yJIbTaTOB UCCIICI0BaHUS.

B  nmepBoii  rmaBe — gmccepranuu, — o3aryiaBieHHOM — «Teopermnko-
MeTO0/10JIOTHYeCKHe OCHOBBI MCII0JIb30BAHUSI MAPKETHHIOBBIX HCCJIEI0BAHNIA B
Pa3BUTHH  JEATEJBbHOCTHM  TEKCTWIBHBIX  NPeANpPUATHI»,  U3YUYECHBI
TEOPETUYECKHE U HOPMATUBHO-IPABOBbIE OCHOBBI UCIIOIb30BaHNS MAPKETHHI OBBIX
UCCIENOBAHUM B  JEATEIBHOCTM TEKCTUJIBHBIX MPEIIPHUATUH, OCBEUICHBI
METOJIOJIOTUYECKHE ACIIEKThl Pa3BUTHSI IE€ATEIBHOCTH TEKCTUIBHBIX NIPEANPUATAN
Ha OCHOBE MAapKETHHIOBBIX HCCIENOBaHUM, C(HOPMYIUPOBaHbI BBIBOABI U
IIOATOTOBJICHBI HAYYHBIE ITPEIOKEHUS.

TexcTunpHas NPOMBIIIIEHHOCTh SIBJIIETCS OJHOM W3 BEAyIIMX OTpacien
SKOHOMUKHM Y30eKkucraHa. YCWIEHHE KOHKYPEHIMHM, OBICTpOE HW3MEHEHUE
noTpeOHOCTEN noTpeduTene u riaodanbHble TEHAECHIUU TPEOYIOT OT TEKCTHIIBHBIX
NPEANPUATANA yIPABICHHS, OCHOBAHHOTO HA MAPKETUHIOBBIX UCCIIEI0BAHUSIX.

MapKkeTHHrOBbIE HCCIEAOBAaHUS OXBATHIBAIOT CIEAYIOIIME HAMPABICHUSA:
omnpeaereHrue pasMepa pblHKAa (EMKOCTHM pPbIHKA) M MPOTHO3UPOBAHUE CIPOCA.
EMKOCTh pbIHKa - 3TO 00BEM TOBapa, KOTOPBIM MOXET OBITh MpOJaH Ha
OTNpEACICHHOM PBIHKE C YYE€TOM MpPEIJIOKEHHs IUIaTeXEeCOoCOOHOTO ToBapa U
YPOBHSI PO3HHMYHBIX LIEH B ONpEIEICHHBIA Nepuoja BpemeHu. llpu omnpenenenunn
€MKOCTH PbIHKA YUUTBIBAETCS MOKYINaTeIbHasi CIIOCOOHOCTh HACEJIEHUS! Ha KaKOM-
a0 TOBap, MOTPEOHOCTh MPENNPUATHI B MOKYIKE MMEHHO 3TOro ToBapa. Yro
KacaeTrcss  BaXHOCTH  MAPKETHHIOBBIX  MCCIECJOBAaHMM B TEKCTWIBHOU
IIPOMBIIUICHHOCTH, TO 3JE€Ch OCHOBHOE€ BHHMMAaHHUE YHIEIACTCA CErMEHTalUn
noTpeduTenel U KoHKypeHTHOMYy aHanuzy. «llsate cun I[lopTtepa: BHyTpeHHssA
KOHKYpeHIUs; Oapbephbl Ha BXOJE; CUJia MOKYyIaTeseil; cuila MOCTaBIIMKOB; PUCK
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NPOAYKIUHU-3aMEHUTENST  11€JIeCO00pa3HO  HCIOJb30BaTh HAa  TEKCTHIIBHBIX
npeanpusatusax (puc. 1).

BHyTpeHHSsI KOHKYpEeHIIUS

i
| KIIOYEBAS !
| KOHKYPEHIIAS !
| (KOHKypeHUMsI BHYTpH !
‘ :
! ]
! ]

Puck 3amemaromumx Cwita mokymnaresnei

TEKCTHJILHOU
MIPOMBIIILIEHHOCTH )

Puc. 1. Moaeas «nsatu cui» Iloprepa (aist TEKCTHIBLHOR
NPOMBIILIEHHOCTH)"!

Puck 3amerarommx
MPOAYKTOB

CuJia mocTaBIIAKOB

B MapKeTHHTOBBIX MCCIIEIOBAHUSX BaXKHO BBISBIIATH U OLICHUBATH KOHKYPEHTOB.
KitouoM K JHOCTHXKEHHIO KOHKYPEHTHOTO MPEUMYIIECTBA SBIISIETCSI CPaBHUTEIbHAS
NpoOBEpKa MPEAJIOKEHUA MPEeINpUATUs TI0 CPAaBHEHUIO C MPEAJIOKEHUSIMH €ro
OCHOBHBIX KOHKYpeHTOB. IIpennpustue cTpeMuUTCs 3aHSITh MECTO Ha pBIHKE,
YIOBJICTBOPSIIONIEM MOTPEOHOCTH KIMEHTOB CIIOCOOOM, KOTOPBIM HE IO/ CHIIy €r0
KOHKypeHTaM. Ecnmu mpeanpusitie mpeiaraeT MOKYIaTeNlo JIydiliee, 4YeM €ro
KOHKYPEHTBI, OHO MOKET TOJTYYHTh 00JIee BHICOKYIO IIeHY U 00Jiee BHICOKUN YPOBEHb
NPUOBLIN, WIN K€ OHO MOXET TOJYYUTh OOJIBIIYIO JIOJIO PHIHKA, COXpaHss CBOIO
TEKyIIyio 1eHy. M HaoOopoT, eciau TpeanpusTHe BBITOTHSIET MEHBIIUNA O0BheM
paboThI, YeM €ro KOHKYPEHTBI, 3HAYUT, HEOOXOIUMO pa3padoTaTh 0OJIEE€ CHIIbHBIN
TUTaH JCHCTBUI B 3TOM HAIIPABJICHUH U TIPEBPATUTH €r0 B 3HAUUMOE J1e510. OCHOBHBIMU
pUCKaMH B TEKCTWIBHOH IPOMBINIICHHOCTH SIBIITIOTCSA  JICHICBBIA  MMIIOPT,
CHUHTETUYCCKHE TKaHW, OpEHIMPOBAaHHBIC KOHKYPEHTHI, JaBJICHHEC B TPEOOBaHMSIX
MOQ (MUHUMAaJIbHBIHN 3aKa3) 1 MOHOTMIOJIHS TIOCTABITUKOB.

PaccMoTpuM MoJienb OpraHu3aliuud TEKCTWJILHOTO TPOU3BOJICTBA HA OCHOBE
MapKETUHTOBBIX HCCIIeIOBaHUNA. Huke TpencTaBieH KOHIENTYAIbHBIA aTOPUTM
MIOTOKA «OT MapKETHUHTA K TIPOM3BOJICTBY» Ha PEANPUATHH (puC. 2).

Y4eHbIe-9KOHOMUCTHI, CIECIUAIMCTBI OTPACId W JAPyTUe HAyYHbIE MCTOYHHUKH
JAIOT pa3M4yHbIe OIpENeNIeHUsT M TMOIXOJbl K TIOHSATHIO «MapKETUHIOBBIC
uccienoBanus». B uacTHocTH, 3apyOexHbli  yueHbl-okoHOMHUCT . KoTnep
OTNpeNen TIOHSITHE MAPKETHHIOBBIX HCCICIOBAHMIA  CICAYIOUMM  00pa3oM:
«MapKeTHHIOBBIE HCCIIEJIOBAHUSI - 3TO MPOIECC CHUCTEMATHYECKOM IMOATOTOBKU U
MIPOBEICHHUS Pa3IMYHBIX HAMPABJICHUH, aHAJTN3a MTOTyYEHHBIX JAHHBIX JUIS MTOTY4YEeHUS
pe3yJIbTaTOB M BBIBOJIOB, COOTBETCTBYIOIIMX KOHKPETHON MapKETHHTOBOM 3ajade,
TIOCTABIEHHOM TIEpE]] IPEAPHATHEM» 2,

3apy6exnsie crienpanuctbl Naresh K. Malhotra, Imad B. Balbaaki npuBoast
CIEAYIOIIUI TOIX0 K MOHATHIO MapKETUHTOBBIX HUCCIIENOBAHUN: «MapKETUHTOBBIC
uccienoBanus (aHri1. marketing research) - 1o coop nndopmaryu, ee UHTEpIpeTaIys,
OIICHOYHBIC M TIPOTHO3HBIE PACUETHI, BHIMTOHIEMBIC 110 3aKa3y MApKETHHTOBBIX CITYKO

ST CocTaBieHo aBTOpPOM.
52 Kotnep ®@. Mapketunr meHekMenT. 11-usa. CII6.: ITutep, 2015. -155 6.
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¥ PYKoOBOACTBA (GUpMb»>. Ilo MHEHHIO 3apy0EKHOTO YYEHOIrO->KOHOMHMCTA
A.B.KaraeBa, «MapKeTHHIOBBIE MCCIIEIOBAHMA - 3TO JIH00As MCCIEN0BaTEbCKas
JEATENBHOCT, — HAlpaBlI€HHAas Ha  YJIOBJETBOPEHME  MH(DOPMALMOHHBIX |
aHAIMTHYECKHMX TOTPEOHOCTEN MapKeTHHIa» *,

| N3yueHune pbiHKa
v

CeFMeHTaiI,VIFl cnpoca
O6bem cnpoca un TpeHAa
[NnaHupoBaHne npomssonteHHoﬁ MOLLIHOCTH
[AnsanH u accothnmeHT npoayKummn
OpraHusaums npowss;,qc:TBeHHoro npouecca
BbiBOA rotosBou ngop,ymwm Ha PbIHOK

Puc.2. KonuenrtyanabHbIi aJITOPUTM MOTOKA «OT MAPKETHHIa K
NPOM3BOJACTBY»

3apyOexHbIe crieruairicTel B 31oM obmactu O. Kaymesa, O. MuxaiinoBa u B.
KoBaneBckuii BbICKa3aIM CIEAYIOUMI NOAX0A: «MapKeTUHIOBBIE UCCIIEAOBAHUS - 3TO
dbopma OU3HEC-UCCIIENOBAHUN U pa3iesl MPUKIAIHON COLMOJIOIUY, HAlPpaBICHHbIN Ha
MIOHUMAHWE TIOBEICHUS, JKEIAHUM W TPEINOYTEHU MOTPeOUTENe, KOHKYPEHTOB U
PBIHKOB B DKOHOMHKE, ONPENEIIIEMON PBIHKOM, a TAKKe MO3ULMM MPEANPUITHS Ha
peike»°S. Tlo MHEHMIO JKOHOMHMCTa M3 Hameill pecnyOmmkn A.A. Banuesoi,
«MapKeTHHIOBbIE HCCIIEIOBAaHUSI — 3TO COOp, KIACCH(PUKAIMA U aHAIU3 JAHHBIX O
KOHBIOHKTYpE pbIHKA: II€HAaX, KOHKYPEHTaX, MOTPeOUTENsIX U Tak Jaliee.
MapKeTHUHIOBbIE HCCIENOBAaHUSI — 3TO COBOKYIHOCTh MHCTPYMEHTOB HJisi cOopa,
aHaIM3a U MHTEPIPETALMU HHPOPMALIUK O PHIHKE M TIPOLYKTEN .

OnpeneneHust U MOAXObl YYEHBIX-DKOHOMHUCTOB M CIHEIMAIMCTOB OTPACIH K
MOHATUIO MAPKETUHIOBBIX UCCIICAOBAHUI 3aCITyKUBAIOT BHUMAHMUS, U C TOUKH 3PEHHUS
KOMILJIEKCA TEOPEeTHMYECKMX M TMPAKTUYECKUX MEPOINpPUITUil OblT  cHOpMUpPOBAH
CIIEAYIOIIMI aBTOPCKUN MOAXOM: «MapKEeTUHIOBbIE MCCIEIOBAHMS - 3TO IPOLECC
cOopa, aHaJM3a M HHTEPHPETAUN CHUCTEeMaTHYeCKOW HH(POpMAK O KOHKPETHOM
pBIHKE, TIOTpeOUTENle, KOHKYPEHTaX U MapKETUHIOBBIX CTpATErusix. MapKeTUHIOBbIE
UCCIICZIOBAHUS - OTO MCCIIENIOBAHUS, HAIPABICHHbIE HAa MOBBIIEHUE YKOHOMHYECKOU
9 (PEKTUBHOCTH TyTEM BBISBICHHUS CIIPOCa W TMOTPEOHOCTEH YYAaCTHUKOB PBIHKA

33 Naresh K. Malhotra, Imad B. Balbaaki. Marketing Research. 6% Edition. Published by Pearson Education LTD. ©
2013.

4 Karaep A.B. MapkeTHHroBble uccieoBanus. Monaynb « Teoprs MapKETHHTOBBIX HCCIIE0BAHHID: XapbKOBCKHUIA
TOProBO-9KOHOMHUYECKHH HMHCTUTYT KHEBCKOro HAaIMOHAJIBHOIO TOPTrOBO-OKOHOMHYECKOTO yHUBepcHTeTa. — X.!
XTOUN KHT3Y, 2014. — 46 c.

35 CocTaBiIeHo aBTOPOM.

56 Kanuesa O., Muxaiinosa O., Kosanesckuii B. MapkeTHHIoBEIe HccileqoBanus. - Litres, 2022-05-15. — 258 c. -
ISBN 978-5-04-004673-7.

7 Valiyeva A.A. Moyli ekinlar yetishtiruvchi fermer xo‘jaliklarida marketing tadqiqotlaridan foydalanish. Iqtisod
fanlari nomzodi ilmiy darajasini olish uchun disssertatsiya avtoreferati. — T.: TDIU, 2025.
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(mpousBOAMTENSI, TOTPEOUTENS, IOCPEIHUKA), OIEHKH KOHKYPEHTOCIOCOOHOCTH
NPOAYKTOB W YCIYr, €MKOCTH M TEHACHUMI pbIHKA, aHalu3a JOCTOBEPHBIX,
OOBEKTHBHBIX U CHCTEMAaTUYECKU COOpPaHHBIX IaHHBIX, HEOOXOAUMBIX JUIS pa3paboTKu
MapKETUHIOBBIX pEINEHH U  crpareruii™’. OIIMYMTENEHOM YEPTO  JAHHOTO
aBTOPCKOr0 IMOJX0Aa OT APYTUX OINpPENEICHUM W MHTEPHIPETauil SBISETCA TO, YTO
HSKOHOMUYECKOE COJIEPYKAHNE MOHITUS «MAaPKETUHIOBBIE UCCIIEA0BAHUS MOJXOANUT U
COBEPILUEHCTBYETCSI C TOYKM 3pPEHHS  KOMIUIEKCA  TEOPETUKO-TIPAKTUYECKUX
MEPOTIPUSITUH, HATIPABJICHHBIX HA MOBBIIIEHUE SKOHOMUYECKOHN 3((HEKTUBHOCTH ITyTEM
ONpeNieNiecHnss ~ Clpoca M MOTPEeOHOCTeM  YYaCTHUKOB  PbIHKA,  OICHKU
KOHKYPEHTOCHOCOOHOCTH MPOAYKIMH U YCIYT, EMKOCTH Y TEHICHLMI phIHKA, aHAIN32
JIOCTOBEPHBIX, OOBEKTUBHBIX U CUCTEMATUYECKU COOPAHHBIX JAHHBIX, HEOOXOUMBIX
JUIs1 pa3padOTKU MApPKETUHTOBBIX PELICHUH U CTpaTerui.

MapKkeTHHIOBbIE HCCIIEIOBAaHUS U TEKCTUJIBHOE MPOU3BOJICTBO B Y30EKUCTaHE
PETYIHUPYIOTCS CIEAYIOLMMHA OCHOBHBIMHA HOPMAaTHBHO-IIPABOBBIMU aKTaMH: 3aKOH
PecrryOmuku Y36ekuctan «O KOHKYPEHIIMIY 00eCcleurBaeT CBOOOAY KOHKYPEHIIUHU B
PBIHOYHBIX YCIIOBHSIX, NPEAOTBPAIIAET KapTeNbHbIE COITIAILCHHS, HCKYyCCTBEHHOE
3aBBIILIEHNE WM CHIKEHHE LIEH. B MapKETUHIOBBIX UCCIIEIOBAHUAX 3TOT 3aKOH UMEET
Ba)XKHOE 3HAYECHUE MPHU aHAIN3E J0IH pbIHKA. «llenpro HacTosAmero 3akoHa sIBISIETCS
pEryJIMpOBaHUE OTHOILLIEHUI B 00JIACTH KOHKYPEHIIMH, CBI3aHHBIX C OCYIIECTBICHUEM
KOHTPOJII M TPECEUEHHEM JICHCTBUI, KOTOpbIE MPUBOIAT WM MOTYT NPUBECTU K
OIpPaHMYEHUI0 KOHKYPEHILIMM Ha TOBAapHbBIX WM (PMHAHCOBBIX PBHIHKAX, & TAKXKE K
YILIEMJIEHUIO TIPAaB M 3aKOHHBIX MHTEPECOB MOTPEOUTENEN B YCIOBHUSIX KOHKYPEHLUH
WM €CTECTBEHHON MOHOIIOIUM» >,

3akoH PecnryOnmuku Y30ekucran «O 3aiure npaB MoTpeOUTeNei» yCTaHaBIMBaET
TpeOOBaHUs K KayecTBY, O€30MaCHOCTH, MAPKUPOBKE U CePTU(DUKAIINN TEKCTUIHHOMN
NPOAYKIIMK. AHaTM3 MHEHUM M TMOTpeOHOCTEeN MOTpeduTeNneld B MapKETHUHIOBBIX
UCCIIEOBAHUSAX OCYIIECTBIISIETCSI IMEHHO Ha OCHOBE TpPeOOBaHWI 3TOro 3akoHa. «B
V36ekucrane 3akoH «O 3amuTe MpaB NOTpeOUTENEH» SABISIETCS OCHOBHBIM IIPABOBBIM
JOKyMEHTOM, OOECIICUMBAIOLINM 3alIUTy HHTEPECOB MOTpeOHTeNeil (rpakaaH) Mpu
prOOPETEeHNH M UCTIOJIb30BaHUH TOBapa (PaboThI, YCIIYyTH), 0OECTIEYeHNE WX TMpaB U
cB000/1, KOHTPOJIb 3a MOTyYEHHUEM Ka4eCTBEHHOM 1 0€30MaCHOM MPOIYKIINH, 3ALIUTY OT
HE3aKOHHBIX JEHCTBUM (HEJOCTOBEpHAs peKIama, MOIIEHHMYeCTBO». 3aKkon
PecriyOmuku Y36ekuctan «O rocynapCTBEHHON CTAaTHCTHKE» OINPENEISIET MOPSIOK
(bopMHPOBaHUS ¥ UCTIOJIB30BAHUS CTATUCTUYECKUX JAHHBIX, UCIIOJIb3YEMbIX B IPOLIECCE
MapkeTuHra. «Hacrtosumii 3akoH peryiMpyer OTHOIIEHHsI B OOJIACTH OpraHU3aluu
TOCYJJApPCTBEHHOM CTATHCTUKH, OMPENENeT MOJHOMOYHUS OpPraHOB rOCyIapCTBEHHOM
CTaTUCTUKUA W CO3/1a€T HOPMATUBHYIO OCHOBY JUISl BEIEHHS €IUHONM CHCTEMbI
craTucTdeckoi uadopMaimm»’!. B tabmuie 1 npuBeneHbI METOMIBI, HCIIONB3YEMBIE B
MapKETHHIOBBIX UCCIIEIOBAHUSX, U UX COJCPKAHUE.

B Vkasze [Ipesunenta Pecniyonuku Y36ekucran ot 5 mast 2020 roga No YII-5989
«O HEOTJIOKHBIX Mepax MO TMOMJIEPKKE TEKCTWIBHOM M IIBEHHO-TPUKOTAKHOU

38 ChopMupOBaHO aBTOPOM.

%9 3akon Pecnybnnku V36exucran «O KoHKypeHmumy. https://lex.uz/docs/-6518381

% https://uz.wikipedia.org/wiki/Iste%27molchilar_huquglarini_himoya_gilish_agentligi.
61 3akon Pecrry6nukn Y36exucTan «O TOCYIapCTBEHHON CTATUCTHKEY.
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IPOMBIIIJIEHHOCTH» ONPENENIEHO, YTO «B LEJSAX CMAMYEHUs] HETATUBHOIO BO3/IECHCTBHS
MHUPOBOI'O SKOHOMMYECKOIO KPU3HUCA, CBA3aHHOIO C IIAHIAEMHEH KOPOHABHpPYCA, HA
pasBUTHE TEKCTWIBHOW M IIBEWHO-TPUKOTAKHOM IPOMBIILIICHHOCTH: XJIONKOBOE
BOJIOKHO ©0a30BOro KauyecTBa OTEYECTBEHHOIO IPOM3BOJACTBA BBHICTABISICTCS Ha
OupyKeBbIe TOPrH IO CTAPTOBOM II€HE, HE IMPEBBIIIAIONIEH CTOMMOCTh (PbIOYEPCHOM
koTHpoBKH Hpro-MopKcKoii ToBapHOi GHpM Ha GIVKANIIMIT MeCSI TIOCTABKH; CPOK
OCYILIECTBJICHUSI OKOHYATEJIHBIX PAcueTOB 32 XJIOIKOBOE BOJIOKHO, PEaIM30BAHHOE
OTE€YECTBEHHbIM TEKCTWJIBHBIM NPEANPUATHSAM 332 HAUUOHAIBHYIO BaJlOTy Ha

oupakeBbIX Toprax 10 1 anpens 2020 roxa, mpomesaercs ¢ 90 1o 150 mueiin®2.

Taoauna 1
MCTOHI)I, HCIIOJB3YEMbBIC B MAPDKETHHIOBBIX HCCJICA0BAHUAX, 1 UX
cogepxkanue®

MeTtonapbl,
HCIOJb3yeMbIe B C
MAPKETHHIOBBIX YIITHOCTH METOI0B, NCMOJIB3YE€MbIX B MAPKETHHI OBBIX HCCJIET0BAHUAX
HCCJIeI0BAHUSX

3anpocsr DTO MOXET OBITH IO TOMaM, Ha yJIHUIle, 1o TeledOHy U OHIaiH. X MOXHO UCTIONB30BaTh Kak

JJIA IIOHUMaHusA MOTHUBOB HGHGBOﬁ ayaAUTOPUH, TaK U JJId NOJYUYCHUS KOJTMYCCTBECHHBIX
JaHHBIX - HAIIPUMCP, CKOJIBKO Y€JIOBCK IbIOT KO(I)C Ka)K).'ILIﬁ JACHb.

DoKyc-TpynbI

OT0 KauecTBEHHOE MCCIEeI0BaHNE - TPYIIIIOBas 6ecea, B KOTOPYIO BOBIECKAIOTCS JIFOIH,
0TOOpaHHBIE IO BaYKHBIM IapaMeTpaM. Hanpumep, ioau 0THOTO BO3pacTa WIH OTHON
npodeccun. MccnenoBartens 3aaeT UM BOTIPOCH U OIEHUBAET MX PEAKIIUH U OTBETHI.

CustDev DTO0 HE OWH METOI, a MOHITHE, BKIIOUAIOIIEe B ce0s1 MHOXKeCTBO MeTon0B. CustDev
03HAYaeT Pa3BUTHE OTHOMEHUH ¢ kineHTamu. CustDev ObUT cO3/1aH ISl TOTO, YTOOBI
MOJIOZIbIC TIPEANPHUSITHSI MOTJIXA OBICTPO BBIBECTH CBOH MPOIYKTHI Ha PHIHOK, TIO3TOMY
KOHIIETITUS TOMyJIsipHa cpeau crapTamnoB. CustDev ucmonb3yet onpocsl, A/B-TecTsl,
YIIyOJICHHBIC HHTEPBBIO U IPYTHE HHCTPYMCHTBI.
I'myOunHBIC I'mybunHas Oecena - 3TO Oece/ia ¢ YSIIOBEKOM, B KOTOPOW PACKPBIBAIOTCS €r0 HCTUHHEIC
HUHTEPBBIO HaMEpEHHUS, TOTPSOHOCTH U CTPAXH.
Pa6oTsl peacTonuT Ha3zBanue MeTo1a mepeBOAUTCS KaK «paboTa, KOTOpast JOJDKHA OBITH BRITIOTHEHAY. Llenbio
BBIITOJIHUTH METOJIa SBISICTCS IOHUMAaHKUE TOTO, KAKYI0 Pa00Ty MPOAYKT NOJDKEH BBIMOIHSATD IS
mokymnatesisi. OJHH MOKYAOT IBETHI, YTOOBI YTOIHUTH KEHE, IPYTUE - YTOOBI YKPACUTH CBOM

oduc. DTH ABE IPYIILI MOTPEOUTENCH UMEIOT Pa3HBIC 0XKUIAHHS OT IPOIYKTA U YCIIyTH.

TauHCTBEHHBIN Meton paboTaeT Tak: 4elIOBEK, 3aMaCKHPOBAHHBIN MO/ KIIMCHTA, COBEPIIIACT MOKYIKY U
MOKYTIATEIb. OIICHUBACT Ka4eCTBO PabOTHI COTPYTHUKOB. DTO TO3BOJIUT BaM MIPOBEPUTH PabOTy C

06CHy)KI/IBaHI/IeM KJIMCHTOB Y HAWTH HCIOCTAaTKH.

R&D (Research and
Development)

WCCIIeI0BAaHMS U pa3paboTKu. MeTo/| peArnoaraeT HCoIb30BaHNe IPEANPUATHEM HAYTHO-
HCCIIeI0BATENbCKUX PA0OT U pa3paboTOK ISl CO3/IaHHS M PA3BUTHS PO YKIIUH.
[peanpusitie U3y4aeT TCHACHIMHU, UIIET BO3MOXKHBIE YTPO3bl U TOTOBHUT OTBETHI Ha OyayIiie
TIPOOJIEMEI.

SWOT-ananu3

AHanu3 9eTsIpex Tpymn (pakTopoB, BIUSIOMINX Ha MPEANPUATHE: CHIbHBIE CTOPOHEI, CI1a0bIe
CTOPOHBI, BO3MOYKHOCTH H yTPO3EI.

Amnanuz PEST.

I/I3y‘{€HI/Ie BHEIITHEH Cpeabl MPEANPUATHS 110 YCTHIPEM I'pyIlaM (baKTOpOBI IIOJIMTUYCCKUM,
9KOHOMHYCCKHUM, COIIMAIbHBIM, TCXHOJIOTHYCCKHUM.

[Tate cun [oprepa

Kiaccuueckuii MeTo1 aHanu3a BHeIIHeH cpeibl. OH HCHONb3YeTCs IS OLCHKU MEPCIICKTHUB
OusHeca.

Marpuua Boston
Consulting Group
(BCG)

Amnanu3 HanpaBiieHNH OM3HECA: KaKue MPUHOCIT OCHOBHYIO IPHOBLIb, KAKHE 00ECIIeYNBAIOT
ee B OyaymieM, a KaKue TOJIBKO MPUHOCAT YOBITKH.

CIM (kapta
KJIIMEHTCKOTO ITyTH)

(mepeBeIeHO ¢ aHTIMICKOTO KaK KapTa KIMEHTCKOTO IyTH) - METO N3Y9CHUS ITOBEICHUS
KITUCHTOB.

2 Va3 Ilpesunenta Pecrnybmuku Y36exucran or 5 mas 2020 roma No VII-5989 «O HeOTIOXKHBEIX Mepax MO
HOJJIEPI)KKE TEKCTHIIBHOM M IIBEHHO-TPUKOTAXXHOW MPOMBILIIIEHHOCTHY. https://lex.uz/docs/-4805518
63 CocrapieHo aBTOpOM.

42




B mnocranoBnenun Ilpe3unenta PecrnyOnuku Y30ekuctan ot 12 ¢eBpans
2019 roma No III1-4186 «O mepax mo manpHeiIeMy yriayolieHuio pegopm u
PACIIMPEHUIO SKCIIOPTHOIO IMOTEHUMAIA TEKCTWJIBHOM W IIBEMHO-TPUKOTAXKHOMN
MIPOMBITIUICHHOCTI» OTPEICTICHBI TSI TI0 «JIallbHeHIeMy yTiayOieHnuto pedopmM,
OCYUIECTBIISIEMBIX B TEKCTWJIBHOM W IIBEMHO-TPUKOTAXKHOW IPOMBIIIJIEHHOCTH,
CO3MaHUI0  ONArompusiTHBIX  YCIOBUH  JJI1  YCKOPEHHOTO  Pa3BUTHS U
nuBepcU(UKAIIUN OTPACTH, YBEIUYEHUI0O OOBEMOB HWHBECTUIIMHA B TIyOOKYIO
nepepaboTky mojyhaOpuKaTOB B TEKCTWJIBHOM MPOMBIIUICHHOCTH U JKCIOpTa
TOTOBOM MPOIYKIUK»**,

Uro kacaeTcsi UCMOJIb30BAHUSI CETMEHTALMM IOKYIATENIed Ha TEKCTUIIbHBIX
NPEANPUATUSIX, TO BMECTO ONOPbl Ha OOBIYHBIE JI€MOTrpapUUECKUe CErMEeHTHI
(Bo3pacT, 1o, A0XO0]1) BBISIBJI€HA BaXXKHOCTh CEIMEHTOB B PEaJlbHOM BPEMEHU Ha
OCHOBE MHOTOMEPHBIX JAHHBIX, TAKUX KaK UCTOPHS MOKYMOK, OHJIAH-TIOBEJICHUE
(BeO-cailT,  COLMAJIIBHBIE  CETH), MPEANOYTEHHs K  TOBapy, LIEHOBas
YyBCTBUTEIHLHOCTH, KOHTEKCTHI MOKYTIOK. Tako# moaxo/1 mo3BoiseT pa3pabaTbiBaTh
OoJiee rTy0OKHE M IEPCOHAIM3UPOBAHHBIC MAPKETUHIOBBIE CTpaTeruu (puc. 3).

HUCTOPUS ITOKYIIOK

!

OHJIaliH TOBeJIeHNE (BeO-CalT, COIIMAIbHbBIC CETH)
!

IpCANOYTCHHUA 11O TOBApaM

YYBCTBUTCIIbHOCTD K ICHAM

v

KOHTCKCTBI ITOKYTIKH

Puc.3. CermeHTanus NOKynaTejed Ha TEKCTHILHBIX MPeInpHATHsAX®

Y4eHble-3KOHOMUCTBI, CLIEHUAIMCTBI OTPACIH U JPYTUE HAYYHbBIE UCTOUHUKH JAFOT
pa3IMYHBIE ONPEEIICHUS U ITOIXOAbI K IOHATUIO «MApKETUHIOBBIE UCCIIEIOBAHUSD).

B nanHOM Bompoce ¢ TOYKH 3peHusi cOopa JTaHHBIX U MHTETPALUH TEKCTHIIbHBIC
NPEANPUIATHS KOHLICHTPUPYIOT CIEAYIOLIEE B OJHOM LIEHTPAIBHOM JIAKE JIAHHBIX

(puc. 4):

CRM-cucTeMsl OHJIAH TOPTOBBIE TIATHOPMBI

MOHUTOPHHT

o JAAaHHBIC OIIPOCOB KIIMCHTOB
COoMaJIbHBIX CCTCH

S
Q
S
N

Puc.4. Coop unopmanyu Ha TEKCTHIBbHBIX NPEANPUATHAX ¢ TOYKH 3PEHUS
cOopa JaHHBIX H HHTerpammu’®

64 Tocranosnenue Ipesunenta Peciybnuku Y3sbexucran ot 12 ¢espans 2019 roga No I1I1-4186 «O mepax mno
JanbHedmeMy yriyOlieHHio pedopM M PacIIMPEHHIO SKCIIOPTHOTO IOTEHNHANIa TEKCTHIBHOM M IIBEHHO-
TPUKOTaXHOHU NMpOMBIIIIEHHOCTHY. https://lex.uz/docs/-4199421

65 CocraBnieHo aBTOpOM.

8 CocTaBneHo aBTopom.
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CermenTanus ¢ momonisto MM Ha ocHoBe anroputmoB Unsupervised learning
(K-Means, DBSCAN) co3maeTcsi BO3MOXHOCTb: KaTeropu3aluu MpoQuiis
NOKyNaTeJe; CO3AaHUsl MEPCOHAIBHBIX CETMEHTOB; OIPEAECICHHS YHHKAJIbHBIX
napamMeTpoB MOKYNOK g Kaxaoro cermeHta. OcTaHOBUMCA Ha MOJEIAX
nporuo3upoBanus. Supervised learning Moy MpOrHO3UPYIOT TaKKUE MOKA3aTENH,
KAaK: BEpOSITHOCTh IIOBTOPHOM TIOKYIKM TIOKyHaTelsisd; COpOC Ha NPOAYKT;
YyBCTBUTEIBHOCTH K IICHE.

ABTOMAaTU3UPOBAHHASI MAPKETUHIOBAas TAaKTHKAa aBTOMAaTUYECKU (POpMUpYET
JUISL  KaXIOro CEerMEHTa: ONTUMHU3UPOBAHHBIE  IIEHOBBIE  MPEIJIOKEHUS;
NEPCOHAIM3UPOBAHHBIE PEKJIAMHBIE KAMIIAHUM; CTPATEruu YJEp>KaHUs KIMEHTOB;
WHIUBUYAIbHYI0 KOMMYHHMKAIMIO 1O CIAEAYIOMUM KaHanaMm (SMS, snekTpoHHas
1oura, pekiamMa B COLUMAIbHBIX ceTsAx). llepcoHanu3npoBaHHbIE MNPEIIOKEHUS
MOBBIIIAIOT MOKAa3aTeIM KOHBEPCUU U YBEIMYMBAIOT 00BEM MPOJaXK. YKpErieHue
JOAJIBHOCTU TOKYTaTene co3gaeT 6a3y JIOSUIbHBIX KIMEHTOB - KOMMYHHUKAIIHIO,
aJanTUPOBAHHYIO K NPAaBWIBHO CETMEHTHPOBAHHON aynutopuu. Ha ocHoBe
PKOHOMHHU  MAapKETUHTOBBIX  PECypCcOB  pEKJIaMHbIe  KaMIlaHUU  OyayT
OpPUEHTUPOBAHBI HA HAJIEKHBIE CETMEHTBI, UTO MOBBICUT 3(P(HEKTUBHOCTH PACXOOB.
B pesynbrare MHHOBALIMOHHOI'O HAy4yHOrO BKJaJa 3Ta MOJAENb OOeCHedHuBaeT
peanbHbIN, TUPPOBON U TPOTHOCTHUECKUI TOIXO0 JJIsl IPENPUSTUN, HHTETPUPYSI
NHM-TexHonornu ¢ KIACCUYECKUMU MApPKETUHIOBBIMHU HCCIIEIOBaHUsAMU. B
3aKJIIOYCHHE MOXXHO CKas3aTb, YTO BHEAPEHUE [JAaHHOW HAYYHOM HOBHM3HBI B
OPaKTUKy  OOHOBUT  TPAAULMOHHYID  CErMEHTAMI0 B  MApKETUHIOBBIX
Uccle0BaHusIX; BHeApsAeT cerMeHTanuio 1 IpOrHO3MPOBAaHUE KIMEHTOB B PEKUME
peasbHOTO BpeMeHu ¢ mnomomplo MM wm ML; 3HauuTEnbHO MOBBIIACT
3 ()EKTUBHOCTh TEKCTWIIBHBIX MNPEANPHUITHI; YCHEUNIHO BHEAPSET MepeaoBOU
HAYYHO-HCCIIEI0OBATEIbCKU MEXaHU3M B MPAKTHYECKHE OM3HEC-TIPOIIECCHI.

Crpoc Ha pBIHKE TEKCTWIBHOM NPOAYKLUMU CHJIBHO 3aBHCUT OT MOJHBIX
TEHJICHIINH, CE30HHOCTH, LIEHOBOW YYyBCTBUTEIBHOCTH, PETMOHAIBHOTO BKyca H
KyJbTYphl. [103TOMYy MapKeTHHTOBBIE UCCIEIOBAHUS JIOJKHBI OBITh TOCTOSTHHBIMU
u  rubkumu. [{ns  TEKCTWIBHBIX  MPEANPHUSATHN  mpeajaraerca  MOJEIb
MAapKETUHIOBBIX HMCCJIEAOBAaHMA HA OCHOBE MCKYCCTBEHHOI'O HWHTEIUJIEKTA.
KoHuenrtyanbHasi CTpyKTypa MOJEIHN BRITJISLAUT CIASAYIOMIMM 00pa3oMm (puc. S).

UCTOYHUKU OAHHbIX i
L (CRM, Bebar-cant, coucetu) |

-~

ObpaboTka 1 MHTerpaums AaHHbIX

v
i AHAJIN3 HA OCHOBE UCKYCCTBEHHOI'O MHTENNEKTA i
(CermeHTaumnsa, MoaenupoBaHue) !

K BHepoHME U MapKETUHIOBbIX CTpaTerui ]/

Puc. 5. Moaesb HHHOBAIIMOHHBIX MAPKETHHIOBBIX UCCJIEA0OBAHUHU JIJIA
TeKCTHJILHBIX Hpe npusaTHii®’

7 CocTaBieHo aBTOPOM.
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CermeHTtanusa NOKyNaTeled TEKCTWIBHBIX MNpeanpustuii Ha ocHoBe WU
OCYILIECTBJIAETCSA Ha OCHOBE CIEAYIOIIMX KPUTEPHUEB: YACTOTa MOKYIIOK, CPEAHSA
CyMMa 4YeKa, HHTEepPEC K BUAY MPOAYKIIMH, YyBCTBUTEIBHOCTD K IIeHe (Tabnuua 2).

Ta0auma 2
Onucanue CerMeHTOB MOKYNATe el HA TEKCTHILHBIX Npe npusaTusax®
Cerment OcobenHocTh MapkeTHHIoBasi CTpaTerus
[Ipemuym TpeboBaHue BHICOKOTO KauecTBa | bBpeHIuHT, HHIMBHyaTbHOE
IIPEIIIOKEHUE
Cpennuii cerMeHT bajianc ieHa-ka4ecTBo AK1MH, yakoBKa
OKOHOMHBIN Hu3zkas niena CKHJIKH, MAaCCOBBIEC MPOJIAXKHU

[IpakTr4eckast 3HAYMMOCTb MOJIEJIA TIPOSIBIISIETCS B CJICAYIOIIEM: YBEIMUUBAET
00bEeM MPOJIaX; ONTUMU3UPYET MAPKETUHTOBBIE PACXO/IbI; TOBBIMIACT JIOSILHOCTh
MOKYTIaTelIsl; 00eCreynBaeT KOHKYPEHTOCTIOCOOHOCTh. B pe3ynbTaTe uccieaoBaHus
OBLJIO YCTAHOBJIEHO, YTO OPTaHM3alldsl MAPKETUHTOBBIX MCCJIEAOBAaHUN HAa OCHOBE
HMCKYCCTBEHHOTO MHTEJUIEKTa U HU(GPOBBIX TEXHOJOTHM 3HAUYUTENIBHO TMOBBIIIACT
aJanTUBHOCTh  TEKCTWIBHBIX  TPEANPUSATAA K  PBIHOYHBIM  YCJIOBHSIM.
[IpenyioxxkeHHas MOJIeNIb HAYYHO OOOCHOBaHA W PEKOMEHYETCS JUIsl BHEIPCHUS B
MPaKTHUKY.

Bropas  rmaBa  auccepranuMyd  Ha3bIBA€TCA — «AHAJM3  COCTOSIHMSA
HCIOJIb30BAHMSI  MAPKETHMHIOBBIX  MCCJIEA0OBAHUI B JeATEJbHOCTH
TeKCTWJIbHBIX NPEeANPUATHIH», B ATOHW IJIaBe MPOAHAUIM3UPOBAHO COCTOSHUE
OpraHu3allid MapKETUHTOBOM JEATEIbHOCTH HAa TEKCTWIBHBIX MPEANPUATUSIX,
orlecHeHa A((PEKTUBHOCTH UCIIOIB30BAHUSI MAPKETHMHTOBBIX MCCIEAOBAHUNA Ha
TeKCTUJIBHBIX ~ TNPEANPUATUSAX, TIOKa3aH 3apyOeKHbI ONBIT OpraHU3aluu
MapKETHUHTOBBIX UCCJIE0OBAaHUN HA TEKCTUIIBHBIX MPEANPUITUIX U BOBMOKHOCTH UX
UCIIONIb30BaHUsI B Y30ekucrtane, CcGOpPMYJIUPOBAaHbl BBIBOJABI, pa3pabOTaHbI
MPEIOKEHUS M PEKOMEH AU,

B 3apy0exxHBIX CTpaHaX TEKCTHJIbHAS MPOMBIIUIEHHOCTh OCOOCHHO pa3BUTa B
Kutae, CILIA, fAnonun, I'epmanun, Muauu, KOxuoit Kopee, Poccuun, Uranum,
®pannuu, Beaukooputannn, Mekcuke, Erunte. B TeKCTHIIBHOM TPOMBIIIIICHHOCTH
Pa3BUTHIX CTPaH IIEPBOE MECTO 3aHUMAET IMPOU3BOICTBO XJIOMYATOOYMAaXKHBIX
TKaHEM U3 XJIOMKOBOI'0 BOJIOKHA, a TPOU3BOACTBO MIEPCTIHBIX U IIEIKOBBIX TKaHEH
3aHHMAaeT BTOPOE MECTO.

B Tabaume 3 mnpencraBiaeHb TOBapHO-MaTepHAIbHBIC 3aIlachl, HWMEIOIINE
OOJBITYIO AOJIO B CTPYKTYpPE 3aTpaT Ha opraHuzamuio nmpou3Boacta B OO0 «Nil-
Granit», OOO «Betlis Tekstil», OO0 «Osiyo Grand» B Teuenue 2020-2024 romos
1 N3MEHEHHE UX COCTaBa.

N3 nanHbIX TaOIUIIBI 3 BUHO, YTO U3MEHEHHE ITPOM3BOICTBEHHBIX 3a1acoB Ha
00O «Nil-Granit» 3HaunTenbHO, TO ecTh B 2020 roay oHo coctaBuio 30234402,0
TBHIC. CyM, a B 2024 roay - 117446721,0 tbIC. CyM. MBI BUZIUM, UTO 3TOT NTOKA3aTEh
B OO0 «Betlis Tekstil» B 2020 roxy coctaBuin 4572270,0 Tbic. cyMOB, a B 2024 roay
- 2562919,0 TeIC. cymMoB. IlockonbKy HnaHHas aHAJIWTHYECKAs] Olepauusi He
MO3BOJISIET C(HOPMHUPOBATH JIOCTATOYHBINM BBIBOJ O TMPOU3BOJCTBE, Tpedyercs

68 CocTaBeHo aBTOPOM.
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BBITIOJIHEHUE JTOTIOJHUTENbHBIX aHAIUTUYECKUX omepanuii. B 3akimtouenue ciaemyer
OTMETHTh, YTO CTPYKTypa ToBapHO-MmaTepuanbHbiXx 3amacoB OO0 «Nil-Granity,
00O «Betlis Tekstil» 1 OO0 «Osiyo Grand» 3adpukcupoBana 3HaYUTETbHBIA POCT
B paspe3e aHaIM3Upyembix JeT. JloOpOBONBHBIMN POCT AaKTUBOB SIBIISETCS
MOJIOKHUTEIBHBIM  (PAKTOPOM ISl TIPEATNPUSATHS, OJHAKO 3HAYUTEIBHBIA POCT
OCTaTKOB TOTOBOW MPOAYKIMH SABISETCS OTPHUIATENbHBIM (HaKTOpOM JJis
IPOM3BOJICTBEHHOIO LIUKJIA PEIPUITHUS.

Tabunna 3

ToBapHo-MaTepuajbHbIE 3aNIaChl U H3MEHEHHE UX COCTAaBa
B 000 «Nil-Granit», OO0 «Betlis Tekstil», OO0 «Osiyo Grand»
B Teyenne 2021-2025 rogos®, B TrIC. CyM.

HN3menenne
B 2025 rony
IToxa3aTean 2021 rox 2022 rox 2023 rox 2024 rox 2025 rox 1o
CPaBHEHHUIO
2021
roaom, %
000 “Nil-Granit”
ToBapHO-MATCPHANLHBIC | 31 199 464 | 78.323.323 | 72.940.215 | 113.069.714 | 149.343.075 474,1
3anmachbl, BCEro
B TOM YHCIJIC:
ii‘;‘gifoﬂcme‘*“m 30.234.402 | 72.042.431 | 61.812.463 | 96.052.136 | 117.446.721 388,5
Hesasepuiennoe 472288 | 5437237 | 2252377 | 8.856.212 | 18.883.031 39982
MIPOM3BOJICTBO
T"otoBas mpoayKIus 792.774 843.655 8.875.340 8.119.993 12.971.951 1636,3
ToBapst 0 0 35.000 41371 41372 41372
000 “Betlis Tekstil”
ToBapHO-MaTePUANLHBIC | 4 50 290 | 6449088 | 5.492.124 | 5.062.047 | 4.503.842 2
3anmachbl, BCEro
B TOM YHCIJIC:
TpomssoncTaernre 1.954.671 | 2.673.637 | 1.272.047 | 2233425 | 2.562.919 131,1
3ar1achbl
He3zagepuennoe 0 0 0 0 0 0
OPOU3BOJICTBO
T'oToBas npoaykuus 1.134.068 | 2.655.953 3.471.377 1.998.658 1.028.098 -10
Tosapsl 1.483.531 | 1.119.498 | 748.700 829.964 912.825 38,5
000 “Osiyo Grand”
TosapHo-maTepHanbhbie | 350 900 | 388619 | 338.776 160.430 501.663 143
3amachbl, BCero
B TOM 4YHCJIC:
TpoussoxcTeribie 350.800 | 353.429 338.776 160.430 501.663 143
3ar1achl
He3zagepuennoe 0 0 0 0 0 0
OPOU3BOJICTBO
T'oToBas npoaykius 0 35.190 0 0 0 0
ToBapsl 0 0 0 0 0 0

HOCKOJ’IBKY MHpPOBas TCKCTHIIbHAA IIPOMBINIIICHHOCTD 6BICTpO MCHSCTCA

IPOMOPIMOHAIBHO MUPOBOMY PBIHKY MOJIBI,

CymCCTBYIOT BO3MOXXHOCTH [JIA

JAJBbHEUILIET0 Pa3BUTUSA SKOHOMHKH CTpPaH, MPOU3BOMSIIMX U DKCIIOPTUPYIOLIUX

TCKCTHJIbHYIO

MPOAYKIIHUIO.

CoenuHeHHbIE

[ITaTer

SABJIIIOTCA

BEAYIIUM

% CocraBieHo aBTOpOM Ha OCHOBE JaHHbIX Oyxranrepckoro 6ananca OO0 «Nil-Granity, OO0 «Betlis Tekstil», 000

«Osiyo Grandy.
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MIPOU3BOJIUTENIEM M JOKCHOPTEPOM XJIOMKA-ChIPLA, a TaKXke KPYNMHEHIIUM
UMIIOPTEPOM TEKCTHIIA M OAEXKbl. TeKCTHIIbHASI MpOoMbINUIEHHOCTh EC BKItOUaer
B cebs ['epmanuto, Ucnanuto, @pannuto, Utanuio u [lopryranuio u cocraBiser
oonee 1/5 MupOBON TEKCTUIBHOW MPOMBIINUIEHHOCTH. WHAMS Takxke SsBIsSETCS
KPYIHENIINM MPOU3BOJNUTEIEM TEKCTUIIS U OJHUM W3 KPYNHEUIINX 3KCIIOPTEPOB
TEKCTHJII B MUpPE. DKCIOPTHAas CTOMMOCTb cocTapiisier Oonee 30 mummuapaos
nomtapoB CIIA B rox. Ha momro Mumum mpuxomutcs Oonee 6,9% obmiero
MHUPOBOI0 TEKCTUJIBHOIO NPOM3BOJCTBA, a €€ TEKCTUJIbHAs IPOMBIIUIEHHOCTh
onieHuBaeTcs npuMmepHo B 150 mummnapaoB qosutapoB CIIA.

B MexayHapoaHo# npakTrke OOJBIIYIO POJib B MPOBEIEHUN MAPKETHHTOBBIX
UCCJIEIOBAHUIM M MCIOJIb30BAHUU PE3YJIBTATOB MCCIIEIOBAHUN UIPAKOT COBETHI IO
MapKETUHTy. MapKEeTUHIOBBIE COBETHI MOJIYYWIH HIMPOKOE PACIPOCTPAHECHHE B
Pa3BUTHIX U pa3BHBAKOIIMXCS cTpaHax B XX Beke. /[ TEKCTUIBHON NPOIYKIIUH,
MpOIIENICd CUCTEMY MApPKETUHIOBOM OlleHKM (CoBETa, rapaHTUPYETCS BBICOKOE
KaueCTBO ChIpbsi. JTOT COBET B BennkoOpuTaHMU TakKe HaNIaIWI yMECTHOE
UCIIONb30BaHNE MApPKETUHIOBBIX HCCJENOBaHUN TMpu pa3paboTke OusHec-
crparernd. KuTaiiCkass TEKCTWIbHAS W IIBEUHO-TPUKOTAKHAS MPOMBIIUIEHHOCTD
UCIIONB3YET pexuM mpoaax «Obictpas mona» (Fast fashion) mpu mpousBoactse
IPOIYKLUNH U OPTaHU3ALMHI CUCTEMBI ITPOJIAXK.

Jlnia uccnenoBanusi 6ojee MOJHOTO YAOBIETBOPEHUS CIIPOCa HA TEKCTHIIbHYIO
MPOAYKIWIO, HACBIIEHHUS PBHIHKA KAYECTBEHHOM U JCHIEBOM OTECYECTBEHHOU
OPOAYKIMEH C Yy4YeTOM JIOXOJOB IOKyIaTejaed, ONpENeleHUsI CETMEHTOB
MOKYyNaTeNIed, OUEHKN UX JKEIIAHWW W MPEANOYTEHUN K TEKCTWIBHOM MPOJYKUUH
ObUT MPOBENEH ONPOC Ha OCHOBE MAapKETHHIOBBIX HCCIeAOBaHMNA. B memsx
MIPOBEICHMS] MApPKETUHTOBBIX HCCJIEJIOBaHMI Oblla pa3paboTaHa JaHHAs aHKETa-
OTPOCHUK (TT0 M3YyYECHHIO TOTPEOHOCTU B MYKCKUX pyOamikax). AHKETa-ompoc
BKJIIOYAJIa CJIEAYIOIIME BOIMPOCHI: BO3pacT, oOpa3zoBaHHUE, AETHU, KAKOM OXOI Y
Bameir cembu B roa?, K kakoil couuambHO-MpoheCCHOHATBHOW TpYIINE BbI
oTtHocuTech?, Mecto xkutenbcTtBa?, Cumrtaere M BBl ce0S ITOCTOSTHHBIM
MOKYIaTeJIeM HAllMOHAJIbHON TEKCTUIIbHOM npoaykuuu?, Kak 4acTo Bbl MOKymnaere
TEKCTWJIbHYI0 mpoaykiuio?, Kakue mnpoaykTsl HalMOHANbHBIX TEKCTHIIBHBIX
npeanpuaTuid BaMm HpaBsaTca?, Kakue mnpoayKTsl 3apyOekHBIX TEKCTUIIBHBIX
NpeAnpUATAA BaM HpasATcA?, Kakyr0o HaAIMOHAIBHYI0 TEKCTWIBHYIO IPOIYKIIUIO
BbI BEIOMpAETE MPHU CPaBHEHUH ¢ 3apyOexHOI npoaykiueii?, Ha uto BbI oOparaere
BHUMaHUE MPH BBIOOpE TEKCTUIILHOW MPOIYKIIMK HOBOTO HauMeHoBaHuA?, ['ne BbI
NOKyNaeTe TEKCTWIbHYI0 mnpoaykuuto?, Kakue mnorpedOuTensckue CBOMCTBA
TEKCTHJIBHOM MPOIYKUMHU JUIsl Bac BaxkHbI?, ECIM Bbl HE MOKyINaeTe TEKCTHIBHYIO
NPOAYKIMIO, B 4eM mpuuuHa 3Toro?, Kakue cBOCTBA TEKCTUILHOW MPOAYKIIUU
UMEIOT peIlIaKollee 3HAYEHHE IpU MOKyNKe? (COPTHPYHUTE MO 3HAYUMOCTH),
CKOJIBKO CPEJCTB Bbl TPATUTE HA IMOKYIIKY TEKCTHJIBHOW MPOAYKIMH B ro?, KakoBbl
BAaIllA TOKEJIAHUS 10 YJIYUYIIEHUIO MOKYIMATEIbCKUX XapPaKTEPUCTHK TEKCTUIIbHOU
npoayKuuu?, YAOBIETBOPSIOT JM Ball CIpoc (MOTPEOHOCTh) KAYECTBO M IICHA
TEKCTHJIbHOW TPOJyKIIUM, TMPOM3BOAMMON B Hamiel pecrnyonuke? B ompoce
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npuHsUIM yyacTtre 246 pecioHeHTOB (MoKymnaresei). 67% pecrnoHAeHTOB CYUTAIOT
ce0s1 NOCTOSIHHBIMU MOKYTATEJISIMU HAIIMOHAIBHON TEKCTUIBHOM npoaykuuu. 31%
PECIIOHJIEHTOB OTMETWJIM, YTO MM HPABUTCS MPOAYKLMS HAaUUOHAIBHBIX U 69% -
MHOCTPAHHBIX TEKCTUIBHBIX IPEANPUITUH, HO U3-32 HU3KOTO JI0X0/1a OHU SIBJISIFOTCSA
MMOCTOSIHHBIMU MTOKYNATENSIMU HAMOHAJIBHOM npoaykiuu. Ha Bompoc «Ha 4To B
oOparaeTe BHUMaHKE PU BEIOOPE TEKCTUIILHOM MTPOTYKIIMY C HOBBIM HA3BAHUEM 7))
73% pecrnoHJEHTOB OTBETWJIM, YTO Ha OpeHm u KadectBo. Ha Bompoc,
YAOBIIETBOPSIIOT JIM Ka4€CTBO U II€HA MPOU3BOJUMON B peciyOnuKe TEKCTHIHbHON
MPOYKIIMU BalieMmy cripocy (morpedHoctu), 76% pecrnoHeHTOB OTBETHIIN, YTO HE
YIAOBJIETBOPSIOT.

Hcxons u3 3apy0eKHOTO OTbITa, TPH YIPABJICHUH MPOIIECCOM MAPKETUHTOBBIX
UCCJIeNOBaHUM TpeOyeTcsi KOMIIETEHTHOE COCTaBIIEHHWE TIUIaHAa WCCIEI0OBaHuUsA,
OTIPEJIEIISIIONIETO OCHOBHBIE dTalbl MAapKETUHTOBBIX HccieaoBaHuil. Jlroboe
MapKETUHIOBOE HCCIEJOBAHUE JODKHO OBITh HANPAaBIEHO Ha 3KOHOMHYECKOE
000CHOBaHME U BHIOOpP ONTUMAIBHOTO PELICHUSI, OCBOEHHWE HOBBIX PBIHKOB JIJISI
MPOIYKIIUH, COBEPIICHCTBOBaHUE (HOpPM OOCTYKMBaHUSI KIMECHTOB. 3apyOeKHBIN
OTIBIT MTOKA3bIBAET, YTO CUCTEMHAS OPTaHU3AIINS MAPKETUHTOBBIX UCCIEAOBAHUN Ha
TEKCTWJIBHBIX ~ TPEANPHUATHAX  SBISICTCS BaXHBIM  (DaKTOPOM  TIOBBIIICHUS
KOHKYPEHTOCTIOCOOHOCTH, PACIIMPEHHUS] SKCIOPTHOTO TMOTEHIMaNa W TOJIHOTO
YIOBJICTBOPEHUsI TMOTpeOHOCTeH moTpeduTeneit. Haubonee »>ddekTuBHBIMU
HaIpaBJiICHUSIMUA ISl TpeAnpusaTuil Y30ekucraHa B ITOM cdepe SBISIOTCA
1 dpoBU3aLIMS MAPKETUHTA, pa3padoTKa IKCIIOPTHO-OPUEHTUPOBAHHBIX CTpaTeruii
U yTIIyOJICHUE aHaIu3a MoTpeOruTeIIs.

B Tpetwhelt rnmaBe aucceptanuu, o3ariaBieHHOW «CoBeplIeHCTBOBAHHE W
nosbilieHne 3PPEeKTUBHOCTH UCIOJIb30BAHUA MAPKETHHIOBBIX MCCJIEI0OBAHUM
B JeSTeJIbHOCTH TEKCTUJILHBIX NMPeANPUITHIN, CHOPMYITUPOBAHBI BHIBOJBI 110
COBEPUICHCTBOBAHUIO  OPraHMU3AIMOHHO-METOAMYECKUX OCHOB  TEKCTUJIBHBIX
MPEANPUATANA HA OCHOBE MApPKETUHTOBBIX HCCIIEIOBAHUH, pa3pabOTaHbl HAYyYHHIS
NPEMIOKEHUSI W TPAKTHYECKHE PEeKOMEHmanuu. Pa3paboTaHbl MPOTHO3HBIC
nokasarenn 00beMa MPOU3BOACTBA TEKCTUILHON MPOIYKIIMH B PECITYOIHKE.

B TekcTuIIbHOM MPOMBIIUIEHHOCTH PHIHOYHBIM CIPOC OYE€Hb U3MEHYMB: MOHBIE
TPEH/IbI, CE30HbI, KJIMMAT, II100aJIbHOE MOBEACHUE, COLIMATbHbBIE CETH U MOJIENb (acT-
doIIa MEHSIOT CHpOC €XKETHEBHO. | PaTUIIMOHHBIC TMPOW3BOJICTBEHHBIC CHCTEMBI:
NPYHUMAIOT CIPOC C OIMO3JIaHUEM; MPUBOMAT K HAKOIUICHUIO OOJBINHX 3aracoB Ha
CKJIafIe; CYIIECTBYIOT WH()OPMAIMOHHBIE Pa3pbIBBI MEXKIy TMPOU3BOJACTBOM U
MapKETHHIOM; TOTeHIManbHbie morepu mpofax (lost sales) Beicoku. IloaTomy
yIpaBJICHUE MPOU3BOJICTBOM HA OCHOBE PHIHOYHBIX CUTHAJIOB B PEAIbHOM BPEMEHU -
crparermueckass HeoOxomaumoctb. [Ipu 3TOoM Hambonee 3(PPEeKTUBHBIM SBIAETCA
coBmecTHoe ucnosb3oBanne mojened DMC u CPFR. OcrtaHoBumcsT Ha Hay4yHOM
obocHoBanun Mmoxaenn DMC (Digital Manufacturing & Consumption). DMC -
alanTUPYeT MPOU3BOACTBO, CBA3BIBAECT C CIIPOCOM B PEAJTHbHOM BPEMEHH, YCHIIUBACT
NEPCOHANIM3AIMIO, TIepe/iaBasi MAPKETUHIOBbIE U MOTPEOUTENBCKUE CUTHAIIBI CIpOCca
HaMpsIMy!0 B IMQPPOBYIO MPOU3BOJICTBEHHYIO CHCTeMY. PaccMOTpyM HaydHO
obocHoBanHoe BiusiHME DMC Ha Tekctuib. DMC cOOTBETCTBYET MpUHITMIIAM KHOEp-
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¢bm3ryeckux mpou3BoacTBeHHBIX cucteM (CPPS) m mmeer ciemyrolnylo HaydHYIO
OCHOBY (Ta0nuiia 4):

Taoauna 4
IpuHUUIBLI M KaK OHM nposiBiasiioress B DMC 7
MMpuHoun Kak 310 nposiBisiercsi B DMC

MonuTopuHr B peasibHOM | JlaHHBIE O OHJIAMH-IIPOJAXaX, TPEHAAX U KIIMK-CTPUMAX
BpEMEHU NIEPEJAIOTCS B IIBEUHBIE 11€XA.

Bo03MOXHOCTb MEHATH MOJENH, IIBETA, ACCOPTUMEHT 32 OJUH
I'ubkocTh

JEeHb
WNuTterpanus Nurterpanus ERP + MES + CRM + 31eKTpoHHOI KOMMEpLIHHT
ABTOHOMUS ABTOMAaTHYECKOE IJIAaHUPOBaHUE U 00pabOTKa 3aKa30B

Ha ocHOBE MapKeTHHIOBBIX HCCIEAOBAHUN PACCMOTPUM MOJIEIIA YIIPABICHUS
TEKCTWJIBHBIM TPOU3BOJICTBOM HAa OCHOBE PBIHOYHBIX CHTHAIIOB B PEAIBHOM
Bpemenu. Ha puc. 6 npeacrasiena mojens DMC nnst ynpaBieHusi IpOU3BOJCTBOM
B TEKCTUJIBHOW MPOMBIILICHHOCTH.

4 NOTPEBUTENb (oHnaiiH-noseaeHue) 1)

( OaHHble 8 pearlbHOM 8peMeHU ]

[ MAPKETUHIOBAA AHAJTIUTUKA (aHanu3 Al-TpeHgoB, NPOrHo3 crpoca) ]
( cuaHan cnpoca )
[ LUUPPOBOE NMPOU3BOACTBO (3D-au3aitH, aBTomatuyeckas peska) j
J

v | 20moebili MpodyKm
N OVCTPUBEbLIOLIMSA-PO3HULIA ) /
Puc. 6. Mogeas DMC qiis1 ynpasjieHus IPOU3BOJACTBOM B TEKCTHJIbLHOM
NPOMBIILIEHHOCTH !

Oranbl npouecca CPFR BkiIoYaroT clieqyroniue Mnociie0BaTENbHbIE 3TAIlbl
(puc. 7).

bpenn (MmapkeTuHr) [Ipon3BOACTBO [ Po3anunasg ]
CosmecTHOE HpOrHO3 peseps
TUTAHUPOBAHUE
Enunas nnatdopma CPFR

Puc. 7. dransl npouecca CPFR"

PaccmoTpum Hayunoe o6ocHoBanue mojaenu CPFR. CPFR - sto monens
COBMECTHOTO TJIaHUPOBAHUSI, MPOTHO3UPOBAHMS M YIPABJICHUS 3armacaMu MEXITy
OpeHIaMu, MPOU3BOIUTEISIMU W AUCTpuObIOTOpamMu. HaydHo 000CHOBaHHBIE
npeumyiiectsa CPFR cnenyrommue (Tabnuma 5).

70 CocTaBIIEHO aBTOPOM.
"I CocTaByieHo aBTOPOM.
2 CocTaBJIeHO aBTOPOM.
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Tadauna 5
Hayuno o0ocHoBanHble npenmyuiectBa CPFR 1151 TekcTHIBHBIX

npeanpusaTHii’
Teopusi KoonepaTUBHOTO IIporuo3sl MapKeTHHIra + NPOU3BOACTBA + MPOAAK
NMPOTrHO3MPOBAHUS (puTeil) OyAyT eTMHBIMH.
Ymenbmnthb 3¢ ekt Bullwhip HexenartenbHblil 3anac ymMeHnbuaercs Ha 30-50%
CUHXPOHHOE JIAHUPOBAHUE [Tpon3BoCcTBEHHAsI HArpYy3Ka OyAeT ONTUMATLHOM.
[IpUHSATHE CUCTEMHBIX PEIICHUN CoBmecTHBIC penieHus Ha 6a3e U

PaccMorpum  HaydyHo 00OCHOBaHHYIO  3()(PEKTUBHOCTb  HMHTErpaLUU
DMC+CPFR. OGmiass cxema HMHTETPAlMOHHOW MOJENIM BBITVISIAUT CJETYIOUTUM
oOpas3om (puc. 8).

NOTPEBUTENIbCKWUIA CMPOC
(OHﬂaﬁH-Topr\l(/}iBﬂFl, TPEHAbI)

DMC AHA:\LJWITVIKA
CPFR A4PO (I'Ipor|-\|l/os +naH + 3anachl)

nPON3BOACTBO (aBTO\DdaTVBVIpOBaHHbIe NMHUN)

OUCTPUBBIOLUA
Puc. 8. O6mas cxema uaTerpanuonnoi moxean DMC+CPFR™

[Ipu cpaBHenun unTerpanuu DMC+CPFR ¢ TpaauiimonHoi cucteMoi ObLIN
MOJTyUY€HBI CIEAYIOIINE HAyYHO 00OCHOBAHHBIE PE3yIbTaThl (Tabuiia 6).

Mopens DMC no3BosisieT TEKCTHIIbHBIM HPENPUsSTUIM: ObICTPO pearupoBaTh
Ha TPEHIBI, aJalTUPOBATh ACCOPTUMEHT, COKpAaIlaTh W30BITOYHBIC 3aIachl,
MOBBIMATh I(P(HEKTUBHOCTh MPOW3BOJCTBA, HAMPSMYIO TiepenaBas JaHHBIC B
peaTbHOM BPEMEHH OT MapKETHHTA B IIU(GPOBOE MTPOU3BOACTBO.

CPFR co3maer mocienoBaTelbHYIO  CHUCTEMY MPOTHO3UPOBAHHUS U
IUTAHUPOBAHMST MEXKIY OpEHIOM, MPOU3BOAUTEIIEM W PHUTEHIOM, ONTUMU3UPYS
3arackl, yay4lias IpOrHO3 CIPOca, CHIKask OIIMOKH U ycTpaHss «3(p ekt ObIKay Mo
BCEM 1emoyke TMocTaBokK. HayuyHo 0OOCHOBaHHBIM KOHEUHBIA pe3yJbTar
3akiodaetcs B ciuenyromiem: uarerpanus DMC + CPFR co3naet nudgpoByo cBs3b
ME¥XKJy MapKETUHIOM M IMPOU3BOJICTBOM B TEKCTUJIbHOW NMPOMBINUIEHHOCTH, YTO
NPUBOJUT K TaKUM pe3yjbTaTaM, Kak padoTa C 3alpocaMH B PeaibHOM BPEMEHH,
aJlanTUPOBAHHBIE KOJIJIEKIIMM, BBICOKas PEHTA0ENbHOCTh, PE3KOE COKpaIEHUE
3amacoB U MOTEPb.

MupoBoli  TEKCTWIBHBIA  PBIHOK  XAapaKTEPU3YETCS  CHEAYIOUIUMU
TeHACHIMAMU: CIPOC Ha SKOJOTHMYECKH YUCTYyI0 mpoaykuuio B 2020-2025 romax
yBenuuuicsa B 2,5 pasza; B Esponeiickom Coroze, CIIIA u A3um ycunuBaroTcs
tpeboBanust Green Deal, ESG, Eco-label; moBenenue moap3oBaTeneii qeauTcs Ha
CErMEHTHI, CBSA3aHHBIE C JKOJIOTMYECKHM CO3HAHHUEM; €XKETOJHBI TEeMIl pocTa

73 CocTaBIeHO aBTOPOM.
4 CocTaBeHO aBTOPOM.
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phIHKa TepepabOTaHHBIX BOJOKOH JocTur 12-15%; IloaToMy TEKCTUIBLHBIM
MPEANPUATASIM He0O0X0ArMO 3((HEKTUBHO UCTIOTH30BATh MOJIEIIN, HHTETPUPYIOIINE
MapKEeTUHT M 9KOJOTui0. [10ATOMY TEKCTUIBHBIM MPEANPUATHIM HE0OXO0IUMO
3¢ (HEKTUBHO UCTIOIB30BATh MOJICTTN, HHTETPUPYIOIINE MAPKETHHT U YKOJIOTHIO.

Taoauna 6
CpaBuurenbnbiil anaau3 narerpanuu DMC+CPFR ¢ TtpaauuunonHoit
cHuCTeMOil >
TpaguuuoHHAsK HNurerpanus
IToxa3zarenn cHCTeMA DMC+CPFR Hayunas ocHoBa
Koonepatusnoe
Ommbka mporHos3a 25-40% 10-15% MIPOTHO3UPOBAHUE
(CPFR)
O06nem 3amacos Bepxuuii 30-55% menb1e Crmxerne 3(1)(1)6KT2L
Bullwhip
Poranus roroBoi Meuteto 393 e Grempes Onosemenus DMC B
MPOIYKITUH pealbHOM BpEeMEHHU
[oncTpanBarbes moj 2.3 mecsma 3-10 e Hudposoe
TPEH/IBI MIPOU3BOICTBO
[Tepconanuzanus Huzkni OueHb BLICOKHHI DMC + 3D nuzaiin

OcTtaHoBHMCS Ha HaydyHOM OOOCHOBAaHMM IpUMEHEeHHs wmojaenu Green
Consumer Behavior Models. OcHoBHasi CyIHOCTh M Hay4YHbIE€ OCHOBBI MOJEIHU
saxnmrovarores B cienytorieM: TPB (Theory of Planned Behavior); Value-Belief-
Norm Theory; Green Attitude — Intention — Ilemouka mnoBeneHusi; JKo-
CO3HATeJIbHAs CErMEHTAIMs. DTH TEOPUU MO3BOJIAIOT OMPEICIUTh IKOIOTUYECKUE
MOTHBAIIMH, TOBEIEHYECKUE HAMEPEHUS U peabHOE MOKYIATEIbCKOE OBEICHNUE.

C Hay4HOH TOYKM 3pEHHUS IMOJIE3HBIE ACMEKTHl U MPAKTUUYECKUM >PPeKT st
TEKCTHJILHOW TTPOMBITINICHHOCTH ciienytomue (Tabmuna 7).

Tabimua 7
IpyHUMI HAYYHOH MOAEJH U NPAKTHYECKHH 3P PEeKT 11 TEKCTUIbHOMI
NPOMBILLIEHHOCTH °

IpuHuun Hay4YHOMH .
[pakTnyecknii 3p¢eKT Ha TeKCTHUIbHBIX NPeANPUATHIX

MOJeIH
N3meneHne 5K0I0rnyecKux byner yiydiieHa cerMeHTanus crpoca Ha 9KOJIOTHYECKU
LIEHHOCTEHN YUCTYIO TIPSIKY, KPACKy U TM3aliH.

3es1eH0e OTHOIIIEHUE —

byner pa3 a60TaHa YCTKadA MapKETUHTOBas CTpaTcerus AJist
Hamepenue coBepminTh YACT pasp p p A

9KO-OpEHI0B

MOKYTIKY
HopMmatuBHoe naBieHue MoHO orpenenuTh TpeOOBaHUS K CepTUDUKAIIH,
(cormanbHbIE HOPMBI) COOTBETCTBYIOLIUE €BPONEHCKOMY UMIIOPTHOMY PBIHKY.
DKoJiornueckas DKO-MapKH, BO3MOKHOCTb YBEJIUYECHUS JOJIU
OCBEJIOMIIEHHOCTb BO300HOBIISIEMBIX BOJIOKOH

7> CocTaBIEHO aBTOPOM.
76 CoCTaBIEHO aBTOPOM.
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PaccmoTpuM HayyHo oOocHoBaHHYIO d3(ddexTuBHOCT Moxaenu Green
Consumer Behavior Models. O6miast cxema WHTErpalMOHHON MOJAEIN BBITJISIINAT
cnenyromuM obpazom (puc. 9).

Green Consumer Behavior Models Ha TeKCTUIBHBIX MPEANPUATHSIX: CO3AET
CErMEHTAIMI0O Ha OCHOBE JKOJIOTMYECKOTO CO3HAHHUS, OINpPEAETSeT, KaK MEHseTcs
PBIHOYHBIIN CIPOC, AHATU3UPYET CBA3h MEXKY SKOJOTUUECKUMH MOKYATEIbCKUMHU
HAaMEPEHUSMU U pealbHbIM MOBEJACHHUEM IOKyMNaTesel, CBA3BbIBAET MapKETHHT C
MIPOM3BOJICTBOM.

Hayunas ocHoBa GeoAl Marketing 3akmrouaercs B cieayromieM. GeoAl
(Geospatial Al) - 3T0 HaydyHOe HampaBieHUE, OOBEAUHSIOIIEE HCKYCCTBEHHBIN
UHTEUIEKT ¢ reorpaduueckumu nanHbiMU (GIS): mo3BOMsIET CErMEeHTUPOBATH C
nomoipio M takue ¢akTophl, Kak NOKyHaTellbHasl CIIOCOOHOCTb, Aemorpadus,
MOJIHbIE TPEH[IbI, KIMMATHYECKUE YCJOBHS, TPaHCIOpPTHAs HHQPPACTPyKTypa IO
PETUOHY.

@ GREEN CONSUMER BEHAVIOR MODEL ®

| 9KO HEHHOCTH ------ KO HAMEPEHHUE ----- IOKYIIATEJIBHOE INIOBEJEHHUE |

} |

MapkeTuHroBble uccnegoBaHus Own3aiH 1 Npou3BOACTBO NPoAYyKTa

v v

L——— CTPATEI'US KO IIPOAYKTA «—

\ Y4

Puc. 9. UaTerpannoHHasi cxema MoOJeJIM NOBeAeHUS 3eJIeHbIX 110Tpe6me.11eﬁ77

[Tpumenenne GeoAl Marketing Kk TEKCTHIIIO MPOSBIAETCA B CIEIYIOIIEM:
GeoAl mporHo3upyeT: B KAKOM PETHOHE Kakas TKaHb MpOJAaeTcsi OOJbIIE BCETO,
KaKhe BO3pacTHBIE TPYNIbl HMHTEPECYIOTCA KakUMHM (acoHaMu, TA€ U KOrjaa
CE30HHBIN CIIPOC PACTET, ONTUMHU3UPYET PEKIAMHbIE U AUCTPUOBIOTOPCKUE KAPTHI.
OTO ONTUMM3UPYET: MPOU3BOJCTBEHHBIM TUIAH + JIOTMCTUKY + MapKETUHIOBbBIE
KaMIaHUU TI0 PETHOHAM.

Cxema monenu GeoAl BRITISIUT caeayronmmM oopazom (puc. 10).

/ TEPPUTOPHAJIBHBIE JAHHBIE (I'C) \

(aemorpadus, noKynarejbHas CIOCOOHOCTh, MOIHbIE TEHJEHIH, KJIUMAT)

GEOAI AHAJIUTHYECKASA IVIAT®OPMA
| ML-nporHos3, kiacrepusaiys, 0GHapy/KeHHE TOpSYAX TOYEK, CE30HHOE MOAENPOBAHHE

v

MAPKETHHI - ITPOU3BOJCTBO

K (cerMeHTANN, IJIAH, JJOTHCTHKA) /

Puc. 10. Cxema moaean GeoAl 1/t TEKCTHIBLHBIX NPeANPUATHIA'S

"7 CocTaBneHo aBTopoMm.
78 CocTaBIeHo aBTOPOM.
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GeoAl Marketing - Ha ocHoBe U-aHanmuTHKK 1O peTMOHAM, CETMEHTaM PhIHKa
U IeMOrpaUuecKuM rpyImnam: Crpoc, C€30HHOCTb, MOJAHbBIE TPEH IbI OTIPEAEISIOTCS
¢ nomortibio MY, 4To onTUMU3HPYET TIOTUCTUKY, TUCTPUOYIIHIO U MAPKETHHT OBBIN
TUJIaH.

[lepen cocraBieHneM MHOTO(GAKTOPHONH HSKOHOMETPUUECKOH  MOJEIH
IPOM3BOJCTBA TEKCTHJIBHOM MPOIYyKUMU B PECHyOJUKEe U BIMSIONIMX Ha HeEe
(bakTOpoB OBLIN TIPOBEICHBI OMTUCATEIHHBIC CTATUCTUYECKUE PACUETHI IO (hakTOopam
(Tabnuia 8).

[Ipu sTOM mnpuBeneHbl cpeaHee 3HayeHue (mean), MeauaHa (median),
MaKCMMaJIbHO€ M MHUHHMMaJbHOE 3HA4YeHUsd (maximum, minimum) KaxJI0ro
dakTopa, a TakXKe 3HAUCHMsI CTaHAApTHOTO OTKJIOHEeHHs (std. dev.) kaxmoro
¢dakropa. Skewness — 3T0 KO3(pPUIUEHT aCUMMETPUU, KOTOPBI paBEH HYIIO, UTO
03Ha4YaeT HOPMAJIbHOE paclpeiesieHue U CAMMETPUYHOCTD pacipeieICHusI.

Tadoauua 8
Pe3yabTaThl OIHCATENBHOI0 CTATHCTHYECKOI0 pacyera no o0bemy
NMPOU3BOACTBA TEKCTUJILHOM NPOAYKIUYU M BJIUAKIINM HA Hero pakropam”

LNY LNX1 LNX2 LNX3

Mean 12.73772 8.241892 9.801440 12.67256
Median 12.61442 8.104979 9.798876 12.74693
Maximum 14.36163 9.143880 10.34268 15.65993
Minimum 11.12571 7.758333 9.310819 9.835048
Std. Dev. 1.188844 0.380626 0.274967 1.807885
Skewness 0.097023 0.995506 0.340699 0.105068
Kurtosis 1.528004 3.085944 3.796745 1.877074
Jarque-Bera 8.020723 6.640554 10.463480 11.196360
Probability 0.004087 0.001981 0.007931 0.0004981
Sum 280.2299 181.3216 215.6317 278.7962
Sum Sq. Dev. 29.68036 3.042406 1.587744 68.63739
Observations 22 22 22 22

Ecnu sToT ko3 dunmenT 3HaunTensHo oTmyaetcs ot 0, To pacnpenencHue
CUMTACTCS ACHUMMETPUYHBIM (T.e. HecuMMeTpuuHbIM). Ecmm  koadduiment
acumMeTpuu  Oombmie 0, T.. TIOJOXKHUTENEH, TO TrpaduK HOPMAIBLHOTO
pacnpeneneHus 1o uydaeMomy (GakTtopy cABUHYT BrpaBo. Ecim oHo menbine 0,
T.€. OTpHUIATEIbHOE, TO TpadUK HOPMAIHHOTO PACIPEACIICHUS MO HU3Yy4aeMOMY
dbakTopy CIABUHYT BIE€BO. B pe3ynpTaTe pacyeToB MBI MOJTYyYUM 3HAYCHUS
MEePEMEHHBIX, BKJIIOYCHHBIX B MHOTO(DAKTOPHYIO SKOHOMETPHUYECKYI0 MOJEIb
MIPOU3BOJICTBA TEKCTUIBLHON TPOIYKIIMKA B PECITyOJIMKE, 3a MPOTHO3HBIN TMEPHOT
(Tabnuia 9).

W3 manHBIX TaOMMIBI 9 BUIHO, YTO O00BEM IPOM3BOJCTBA TEKCTHIIBHOU
NPOAYKIIMA B HaIIeH pecryOJIMKe YBEIWYWBAETCS W3 TojJa B TOJd, TO €CTh
HaOI0JaeTCsl TEHSHITHS POCTa.

79 CocTaBIeHO aBTOPOM.
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Tadauma 9

O0beM NPOU3BO/JACTBA TEKCTUJIbHON MPOAYKIIUM B pecny0/juKe U MPOTHO3HbIE
3HAYEHHUSA BJUAIOIINX HA Hero ¢pakTopoB a0 2035 roga®

YucjieHHOCTh
KoanvectBo HNnocTpanHbie
. PaGoTHHKOB Ha
I[IpousBoacTBO TpeANpUsITHIA, MHBECTHI[HH,
. NpeANpPUSITHAX MO
TEeKCTHJIbHOM TPOU3BOISIIINX NpHBJIeKaeMble B
T'oapl NPOU3BOJACTBY
MPOYKIMH, TPJIH. TeKCTUWILHYIO s TeKCTUWILHYIO
TEeKCTHILHOM
cym, Y NPOAYKIHIO, eAMHHUIL, TMPOMBIIILIEHHOCTb,
NPOTYKIHH, Y€JIOBEK,
X1 X2 MJIpA. A011., X3.

2026 147,0 10420 650000 2,2
2027 154,0 10650 672000 2,5
2028 161,0 10810 685000 2,8
2029 169,0 10960 702000 3,2
2030 178,0 11080 718000 3,6
2031 188,0 11190 735000 4,1
2032 199,0 11305 750000 4,6
2033 211,0 11420 767000 5,1
2034 223,0 11540 783000 5,6
2035 236,0 11670 799000 6,2

OcHOBHasi MPUYMHA 3TOTO XaPAKTEPHU3YeTCsl ObICTPHIM PACHIMPEHUEM PBIHKA
TEeKCTHJIbHOW TMPOAYKLMHU, YBEIHMYEHHEM reorpaduu 5KCHopTa TEKCTUIBHOM
OpPOAYKUMH M3 Hamed crpaHbl. CoriaacHO pacyeTHbIM IporHosam, B 2035 roamy
00BbeM MPOU3BOJICTBA TEKCTHIILHOM MPOIYKIMK B Halllel pecrnyOIrKe YBEIUUUTCS
B 6,5 pa3a no cpaBHenuto ¢ 2020 rogom. 310, B CBOIO 0Uepeb, TPEOyeT OOJIbILIErO
NPUBJICYCHUS] UHBECTULIMHA B MPEANPUITHS TEKCTHJIHHON MPOMBILIUIEHHOCTH U MX
3 PEKTHBHOTO UCIOIB30BaAHHUS.

B 3axiroueHne MOKHO cKa3aTh, UYTO ISl YBEIMYEHUS 00BEMOB TEKCTHIILHOM
OPOAYKIIMM B Halled pecmyOimMKe HeoOXOIWMO YBEIHYUTh KOJIUYECTBO
NPEINPUITHIA, TPUBIEYbh K MPOU3BOACTBY KBATU(UIIMPOBAHHBIX CIECIHATUCTOB,
UCTIOJIb30BaTh HOBBIE TEXHOJIOTUH, PACIIUPUTH Teorpadrio pIHKOB COBITA.

3AK/IIOYEHUE

B pe3synbrare Hay4HO-TEOPETUYECKUX M MPAKTUYECKUX HCCIEIOBAHUN IO
COBEPILICHCTBOBAHUIO JICSATEIIBHOCTH TEKCTWIBHBIX MPEAIPHUITHII Ha OCHOBE
MapKETUHTOBBIX MCCIEAOBAHUN OBLIN CPOPMYTUPOBAHBI CIIEIYIOIINE BHIBOIBI:

1. ChopmupoBaH cieayromuid aBTOPCKUHM MOAXO0/1 K MOHSATUIO MAPKETUHTOBBIX
uccienoBaHuil: «MapKeTUHIOBbIE HCCIEA0BaHUs - 3TO Ipouecc coopa, aHaau3a u
UHTEPIPETAlUd  CUCTEMATHUYEeCKOM HH(POpMAalLUM O KOHKPETHOM  DBIHKE,
NOKyHaTeNsIX, KOHKYPEHTaX M MAapKETHHIOBBIX CTparerusix. MapKeTUHIOBbIE
UCCJIEIOBAHMUS - 3TO UCCIICIOBAHUS, HAIIPABJIECHHBIE HA MOBBIILIEHHE 3 KOHOMUYECKOU
3 (HEKTUBHOCTH IyTEM ONPEIEIECHHS CpOoca U NOTPEOHOCTEN YyUaCTHUKOB PhIHKA
(mpou3BOaWTENS, MOKyHaTeNsl, MOCPEJHUKA), OLUEHKH KOHKYPEHTOCIIOCOOHOCTU
IPOJAYKTOB M YCIYr, €MKOCTH W TEHJCHLMI pPBIHKA, aHaU3a JOCTOBEPHBIX,

80 Cocrapieno aBTopoMm.
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OOBEKTUBHBIX U CHCTEMAaTHYECKH COOpaHHBIX JaHHBIX, HEOOXOAUMBIX s
pa3pabOTKN MapKETUHTOBBIX PEIICHUN U CTPATETHH.

2. Ilpu opraHuzanuu AEATEIbHOCTU TEKCTUJIbHBIX MPEANPUITANA HA OCHOBE
MapKETHUHTOBBIX UCCIIEJOBAaHUM HEOOXOAUMO COOJIOAATh MpaBuia U TpeOOBaHUSA,
U3JIOKEHHbIE B HOPMATUBHO-TIPABOBBIX JOKYMEHTAaX, a TaKXKe BBIIOIHATh
YCTaHOBJICHHbIE 3a/1aud. [Ipy 3TOM BaKHO 3HATH HAIIMOHAJIbHBIE HOPMATHUBHBIC
JOKYMEHTBI U UX COACPKAHUE.

3. Ilpu opranuzanuu AESTEILHOCTH TEKCTUJIBHBIX MPEANPUATHI HAa OCHOBE
MapKETHUHTOBBIX HCCJIEAOBAaHUM HEOOXOIUMO 3HATh METOAUYECKHUE IOAXOIbI,
METOJIbl aHaju3a PHIHOYHOM KOHBIOHKTYpPHI, HAINpaBJIEHUsS] COBEPIICHCTBOBAHUS
JEATEeIIbBHOCTH OTJela MapKETUHIa TEKCTHIHHBIX MPEANPUSATUN, a TaK)Ke HAy4YHBIC
OCHOBBI ((POPMUPOBAHUSI CTPATErHH MPOAYKIIMM HA OCHOBE CIIPOCA MOKyaTEeH.

4. ITpu u3y4yeHUH TOBAPHO-MATEPHUAIBHBIX 3alIaCOB, 3aHUMAIOIIUX OOJBIITYIO
JIOJII0 B CTPYKTYyp€ 3aTparT Ha OPraHU3alMI0 IMPOU3BOACTBA HA TEKCTHUJIBHBIX
npeanpuatusx B TeueHue 2020-2024 romoB, M M3MEHEHUS UX COCTaBa OBLIO
BBIsIBJIEHO, YTO B OO0 «Nil Granit» OHM COCTaBHIIM 3HAYUTEIBHOE KOJIMYECTBO, TO
ectb 30234402,0 tbic. cymoB B 2020 roxy u 117446721,0 TeIic. cymoB B 2024 rony.
Mps1 BuauM, uto 3ToT nokaszateiab B OO0 «Betlis Tekstil» B 2020 romxy cocraBur
4572270,0 TeIC. cyMOB, a B 2024 roay - 2562919,0 Thic. cymMOB. CTpyKTypa TOBapHO-
matepuanbHbix 3anacoB OO0 «Nil Granity, OO0 «Betlis Tekstil» 1 OO0 «Osiyo
Grand» 3aduxcupoBasia 3HAYUTENBHBIA POCT B pa3pe3e aHAIU3UPYEMbIX JIET.
JIoOpOBONBLHBIA  POCT AKTUBOB SIBJISIETCA TOJIOXKUTEJIBHBIM ~ (PAKTOPOM ISl
MPEANPUSATHS, OJTHAKO 3HAYUTEIBHBIN POCT OCTATKOB TOTOBOM MPOYKIIMH SABIISIETCS
OTpUIATEIBHBIM (DAKTOPOM JIJIsI TPOU3BOICTBEHHOTO IIUKJIA IPEAPUSATHUS.

4. AHanmu3 WCTOYHHMKOB TIOKa3ajd, 4YTO TEKCTUJIbHAS MPOMBIIIJIEHHOCTh
pa3BUBAJIACH B TAKUX 3apyOexKHbIX cTpaHax, kak Kurait, CIIIA, Snonwus, ['epmanus,
Nunus, FOxnas Kopes, Poccus, Utamms, @pannusa, BenukoOputanus, Mekcuka,
Eruner. B TekCTUJIbHON MPOMBIIUIEHHOCTH PAa3BUTBIX CTpaH NEPBOE MECTO
3aHUMAET MPOU3BOJICTBO XJIOMYATOOYMaKHOW TKAHH U3 XJIOTIKOBOTO BOJIOKHA.

6. Ha TeKCTHJIbHBIX MPEAnpHUsATUSX HEOOXOIMMO MPUMEHSITh MOJENIU green
consumer  behavior,  0O0BEAMHSIONIME  DKOJOTHYECKHE  TpeOOBaHUA  C
MapKETUHTOBBIMH HCCIIEIOBAHUSAMHU, a TaKKe MOJeNb circular economy analytics,
aHAIM3UPYIOIIYIO PHIHOK IepepabOTaHHbIX BOJOKOH.

7. Ha TEKCTUIBHBIX MPEINPUITHUSIX LIEJIECO00pPa3HO COCPEAOTOUUThH JaHHBIE
CRM-cucrem, onmaiH-miaTGopM MOpoAak, MOHUTOPUHTA COLIMAIBHBIX CETEH,
ONpPOCOB TMOKyNaTeiaeldl B OJHOM LEHTPAJIBHOM JIaKe€ JaHHBIX, a TaKke
KiaccuumupoBaTh MpoGUIN MOKyNaTeNIeH, CO3/IaTh JTUIHBIE CETMEHTHI; TITyOOKast
CerMeHTalus NOKynarejieil Ha OCHOBE UCKyCcCTBeHHOro nnTesuiekra (M) ¢ yuerom
CErMEHTOB ONpPEACICHUSI YHUKAIbHBIX MAapaMETPOB TMOKYIOK [JIsl KaxKJI0ro
CerMeHTa.

8. HeoOxomumo pa3paboTaTh NPAKTUYECKYIO MOJEINb, IO3BOJISIOLLYIO
aBTOMATHUYECKU aJalTUPOBAaTh MAapKETUHTOBBIE HCCIEIOBAHUSA B JIESITEIILHOCTH
TEKCTHJIBHBIX MPEANPUITHIA Ha OCHOBE UCKYCCTBEHHOI'O MHTEIIEKTa U PHIHOYHBIX
JIAHHBIX B peajbHOM BPEMECHH.
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9. A onpeneneHuss TEKCTUIBHBIX MPEANPUATHNA IO PErMOHAM, CErMEHTaM
pBIHKAa U JAeMorpadUyecKuM TPyIIaM: CIpoca, CE30HHOCTH, MOJHBIX TPEHIOB C
nomompto MM, a Ttakxke a8 ONTHUMM3ALUMU JIOTUCTHKH, JIUCTPUOYLMH U
MapKETHUHIOBOTO IJIaHa I1€JIeCO00Pa3HO MPOBECTU aHAIM3 CIpOca MO PETHOHAM C
nomonibio GeoAl Marketing.

10. C touku 3peHus UU(GPOBONH HHTETPALMU «MAPKETHHT-TIPOU3BOICTBO-
OpoAaku» B TEKCTHJIBHOM TNPOMBIIUIEHHOCTH 1€71eco00pa3Ho HCIOJIb30BaTh
mozaens DMC (Digital Manufacturing & Consumption) ajis cBSI3M MapKeTHUHTa C
PBIHOYHBIM CIIPOCOM Y IIPOU3BOACTBEHHOW CHUCTEMOM B PEXUME pPEaJIbHOIo
BPEMEHH.

11. Mcnons30BaHUE MPOTHO3HBIX IOKA3aTeNeld NMPOU3BOJCTBA TEKCTUIBLHOMN
MPOAYKIUMHU B pecyOiiuke v (pakTopoB, BIMUSIOMUX HA Hee, 10 2035 roja cunraercs
1enecoo0pa3HbIM.
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INTRODUCTION (abstract of the Doctor of Philosophy (PhD) dissertation)

The aim of the study is to develop scientific proposals and practical
recommendations for improving the activities of textile enterprises based on
marketing research.

Research objectives:

studying the theoretical and normative-legal foundations for organizing the
activities of textile enterprises based on marketing research;

researching methodological aspects of organizing the activities of textile
enterprises based on marketing research;

analysis of the current state of marketing research in the activities of textile
enterprises and the formation of conclusions;

demonstration of foreign experience in organizing the activities of textile
enterprises based on marketing research and the possibilities of its use in the
republic;

development of scientific proposals and practical recommendations for
improving the organizational aspects of the activities of textile enterprises based on
marketing research;

development of scientific proposals and practical recommendations for
improving the methodological aspects of the activities of textile enterprises based on
marketing research;

development of forecast indicators for the production volume of textile
products.

The object of the research is the activities of limited liability companies
within the "Uztekstilprom" Association.

The subject of the research is a set of economic relations that arise in the
process of organizing the activities of textile enterprises based on marketing
research.

Research methods. The study employed methods such as theoretical thinking,
scientific abstraction, logical and comparative analysis, monographic observation,
statistical grouping, forecasting, and econometric analysis.

The scientific novelty of the research is as follows:

it is proposed to apply the "green consumer behavior models" model, which
combines environmental requirements with marketing research, to direct customers
to environmentally friendly products in textile enterprises, facilitate obtaining global
eco-certifications, and increase brand competitiveness;

a practical model has been proposed that allows for the automatic adaptation of
marketing research in the activities of textile enterprises based on artificial
intelligence and real-time market data;

GeoAl Marketing - to identify textile enterprises by regions, market segments,
and demographic groups: demand, seasonality, fashion trends, and optimize
logistics, distribution, and marketing plans, it is proposed to analyze demand by
region using Al;
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forecast indicators until 2035 have been developed, taking into account the
influence of factors such as the number of enterprises and employees producing
products, allocated investments on the volume of textile production in the republic.

The practical results of the study are as follows:

consolidating CRM systems, online trading platforms, social media
monitoring, and customer survey data into a single central data lake at textile
enterprises, as well as categorizing customer shopping profiles and creating personal
segments; it is recommended to deeply segment customers based on artificial
intelligence, taking into account segments for determining unique shopping
parameters for each segment;

it 1s recommended to apply the "green consumer behavior models" model,
which combines environmental requirements with marketing research at textile
enterprises;

it is recommended to apply the DMC (Digital Manufacturing & Consumption)
model at textile enterprises to link digital marketing with market demand to the
production system in real-time;

textile enterprises by regions, market segments, and demographic groups: to
determine demand, seasonality, and fashion trends using Al, as well as to optimize
logistics, distribution, and marketing plans, GeoAl Marketing - region-specific
demand analysis using Al is recommended;

forecast indicators for the volume of textile production in the republic until
2035 have been developed.

The reliability of the research results is determined by the appropriateness of
the approaches and methods used, the fact that theoretical data were obtained from
official sources, the fact that the scientific and theoretical proposals and
recommendations were tested in practice, the implementation of scientific proposals
developed for the application of marketing research into practice, and the
confirmation of the results by textile enterprises and the "Uztekstilprom"
Association.

Scientific and practical significance of the research results. The scientific
significance of the research lies in the application of a model of green consumer
behavior that combines environmental requirements with marketing research at
textile enterprises, the development of a practical model that allows for the automatic
adaptation of marketing research based on artificial intelligence and real-time
market data, the identification of textile enterprises by regions, market segments,
and demographic groups: demand, seasonality, fashion trends with Al, and the
optimization of logistics, distribution, and marketing plans.

The practical significance of the research results lies in the application of the
DMC model at textile enterprises to link the production system with digital
marketing market demand in real-time, the consolidation of CRM systems, online
trading platforms, social media monitoring, and customer survey data into a single
central data lake, as well as the categorization of customer purchase profiles and the
creation of personal segments; it is determined by the possibility of using deep
segmentation of customers based on artificial intelligence, taking into account the
segments of identifying unique purchase parameters for each segment. Also, the
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practical results can be used in the process of teaching the subject "Marketing" in
the preparation of lectures and case studies.

Implementation of the research results. Based on scientific research
conducted to improve the activities of textile enterprises based on marketing
research:

the proposal to apply the "green consumer behavior models" model, combining
environmental requirements with marketing research, to orient customers toward
eco-friendly products in textile enterprises, facilitate obtaining global eco-
certifications, and increase brand competitiveness, has been implemented by the
"Uztekstilprom" Association, "Betlis Tekstil," and "Osiyo Grand" LLCs (References
No. 02/06-178 of the "Uztekstilprom" Association dated February 4, 2026, No. 6/1
of "Betlis Tekstil" LLC dated January 16, 2026, and No. 2 of "Osiyo Grand" LLC
dated January 12, 2025). The introduction of this scientific novelty into practice has
made it possible to apply the "green consumer behavior models" model, which
combines environmental requirements with marketing research, in order to direct
customers to environmentally friendly products at textile enterprises, facilitate
obtaining global eco-certifications, and increase brand competitiveness;

the proposal for a practical model that allows for the automatic adaptation of
marketing research developed for the activities of textile enterprises based on
artificial intelligence and real-time market data has been implemented by the
"Uztekstilprom" Association, "Betlis Tekstil," and "Osiyo Grand" LLCs (certificates
of the "Uztekstilprom" Association No. 02/06-178 dated February 4, 2026, "Betlis
Tekstil" LLC No. 6/1 dated January 16, 2026, and "Osiyo Grand" LLC No. 2 dated
January 12, 2025). The introduction of this scientific innovation into practice made
it possible to use a practical model that allows automatic adaptation of marketing
research in the activities of textile enterprises based on artificial intelligence and
real-time market data and to increase its economic efficiency;

the proposal to analyze textile enterprises by regions, market segments, and
demographic groups: demand, seasonality, and fashion trends using Al, as well as
to optimize logistics, distribution, and marketing plans using GeoAl Marketing - an
Al-based analysis of regional demand, has been implemented by the "Uztekstil"
Association, "Betlis Tekstil," and "Osiyo Grand" LLCs (certificates of the
"Uztekstilprom" Association No. 02/06-178 dated February 4, 2026, "Betlis Tekstil"
LLC No. 6/1 dated January 16, 2026, and "Osiyo Grand" LLC No. 2 dated January
12, 2025). As a result of the implementation of this scientific innovation in practice,
by regions, market segments and demographic groups: demand, seasonality, fashion
trends were determined by Al, which made it possible to optimize the logistics,
distribution and marketing plan;

the proposal for forecast indicators until 2035, developed taking into account
the influence of factors such as the number of enterprises and employees producing
products, allocated investments on the volume of textile production in the republic,
has been put into practice by the "Uztekstilprom" Association (Reference No. 02/06-
178 of the "Uztekstilprom" Association dated February 4, 2026). The introduction
of this scientific innovation into practice made it possible to develop forecast
indicators of the volume of textile production in the republic until 2035.
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Approbation of the research results. The results of this study were discussed
and positively evaluated at 6 scientific conferences, including 2 national and 4
international scientific-practical conferences.

Publication of research results. A total of 9 scientific works have been
published on the research topic, including 3 scientific articles in scientific journals
recommended by the Higher Attestation Commission under the Ministry of Higher
Education, Science and Innovation of the Republic of Uzbekistan, including 2 in
national and 1 in foreign journals.

Structure and volume of the dissertation. The dissertation consists of an
introduction, three chapters, a conclusion, a list of references and appendices, the
total volume is 117 pages.
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	Marketing tadqiqotlarida raqobatchilarni aniqlash va baholash muhim hisoblanadi. Raqobat ustunligiga erishish uchun kalit: korxonaning takliflarini uning asosiy raqobatchilarining takliflariga nisbatan taqqoslab tekshirish hisoblanadi. Korxona raqobat...
	Avtomatlashtirilgan marketing taktikasi bo‘yicha har bir segment uchun avtomatik tarzda quyidagilarni shakllantiradi: optimimallashgan narx takliflari; shaxsiylashtirilgan reklama kampaniyalari; mijozni ushlab qolish strategiyalari; quyidagi kanallar ...
	To‘qimachilik korxonalarida xaridor segmentlari tavsifi27F
	To‘qimachilik sanoatida bozor talabi juda o‘zgaruvchan: moda trendlari, fasllar, iqlim, global xatti-harakatlar, ijtimoiy tarmoqlar va fast-fashion modeli talabni kunlik o‘zgartiradi. An’anaviy ishlab chiqarish tizimlari esa: talabni kechikkan holda q...
	4-jadval
	Marketing tadqiqotlari asosida to‘qimachilik ishlab chiqarishini real vaqt bozor signallari asosida boshqarish modellarini ko‘rib chiqamiz. 6-rasmda to‘qimachilikda ishlab chiqarishni boshqarish uchun DMC modeli keltirilgan.
	CPFR jarayoni bosqichlari quydagi ketma-ket bosqichlarni o‘z ichiga oladi  (7-rasm).
	CPFR modelining ilmiy asoslanishini ko‘rib chiqamiz. CPFR - brendlar, ishlab chiqaruvchilar va distribyutorlar o‘rtasida hamkorlikdagi rejalashtirish, prognozlash va zaxiralarni boshqarish modeli hisoblanadi. CPFRning ilmiy asoslangan foydalari quyida...
	Marketing + ishlab chiqarish + sotish (retail) prognozlari yagona bo‘ladi
	Kooperativ prognozlash nazariyasi
	Keraksiz zaxira 30–50% kamayadi
	Bullwhip effectni kamaytirish
	Ishlab chiqarish yuklanishi optimal bo‘ladi
	Sinxron rejalashtirish
	AI asosida birgalikdagi qarorlar
	Tizimli qaror qabul qilish
	DMC+CPFR integratsiyasining an’anaviy tizim bilan taqqoslaganimizda quyidagi ilmiy asoslangan natijalarga erishildi (6-jadval).
	Green Consumer Behavior Models modelini qo‘llashning ilmiy asoslanishiga to‘xtalib o‘tamiz. Modelning asosiy mohiyati va ilmiy asoslari quyidagilar hisoblanadi: TPB (Theory of Planned Behavior); Value-Belief-Norm Theory; Green Attitude → Intention → B...
	To‘qimachilik sanoati uchun ilmiy jihatdan foydali jihatlar va amaliy samara quyidagilar hisoblanadi (7-jadval).
	7-jadval
	To‘qimachilik sanoati uchun ilmiy model prinsipi va amaliy samara35F

	GeoAI Marketing - ilmiy asoslanishi quyidagich bo‘ladi. GeoAI (Geospatial AI) - geografik ma’lumotlar (GIS) bilan sun’iy intellektni birlashtiruvchi ilmiy yo‘nalish bo‘lib: hudud bo‘yicha xarid kuchi, demografiya, moda trendlari, iqlim sharoiti, trans...
	9-rasm. GREEN CONSUMER BEHAVIOR MODELining integratsion sxemasi36F
	GeoAI Marketingning to‘qimachilikka tatbiqi quyidagilarda namoyon bo‘ladi, GeoAI quyidagilarni bashoratlaydi: qaysi hududda qaysi mato ko‘proq sotiladi, qaysi yosh guruhlari qanday fasonlarga qiziqadi, mavsumiy talab qayerda qachon oshadi, reklama va ...
	GeoAI modelining sxemasi quyidagi ko‘rinishda bo‘ladi (10-rasm).
	GeoAI Marketing - hudud bo‘yicha AI analitika asosida hududlar, bozor segmentlari va demografik guruhlar bo‘yicha: talab, mavsumiylik, moda trendlari AI bilan aniqlanadi, bu logistika, distribyutsiya va marketing rejasini optimallashtiradi.
	10-rasm. To‘qimachilik korxonalari uchun GeoAI modelining sxemasi37F
	В маркетинговых исследованиях важно выявлять и оценивать конкурентов. Ключом к достижению конкурентного преимущества является сравнительная проверка предложений предприятия по сравнению с предложениями его основных конкурентов. Предприятие стремится з...

	Автоматизированная маркетинговая тактика автоматически формирует для каждого сегмента: оптимизированные ценовые предложения; персонализированные рекламные кампании; стратегии удержания клиентов; индивидуальную коммуникацию по следующим каналам (SMS, э...
	Таблица 2
	Описание сегментов покупателей на текстильных предприятиях67F


	В текстильной промышленности рыночный спрос очень изменчив: модные тренды, сезоны, климат, глобальное поведение, социальные сети и модель фаст-фэша меняют спрос ежедневно. Традиционные производственные системы: принимают спрос с опозданием; приводят к...
	На основе маркетинговых исследований рассмотрим модели управления текстильным производством на основе рыночных сигналов в реальном времени. На рис. 6 представлена модель DMC для управления производством в текстильной промышленности.
	Этапы процесса CPFR включают следующие последовательные этапы (рис. 7).
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