QO*‘QON UNIVERSITETI
HUZURIDAGI ILMIY DARAJALAR BERUVCHI
PhD.03/2025.27.12.1.25.01 RAQAMLI ILMIY KENGASH

QO*‘QON UNIVERSITETI

RASULOV XAMIDJON YAKUBOVICH

KICHIK BIZNESDA MIJOZLAR BILAN MUNOSABATLARNI
TAKOMILLASHTIRISH STRATEGIYALARI

08.00.15 — Tadbirkorlik va kichik biznes iqgtisodiyoti

Igtisodiyot fanlari bo‘yicha falsafa doktori (PhD) dissertatsiyasi
AVTOREFERATI

Qo‘qon - 2026



UDK: 658.84:334.72:658.5

Igtisodiyot fanlari bo‘yicha falsafa doktori (PhD) dissertatsiyasi
avtoreferati mundarijasi

Contents of dessertation abstract of the doctor of philosophy (PhD) on
economical sciences

OruaBieHusi aBTopedepara nuccepranuu qokropa puiocodpuu (PhD) nmo
IKOHOMHUYECKHM HayKam

Rasulov Xamidjon Yakubovich
Kichik biznesda mijozlar bilan munosabatlarni takomillashtirish strategiyalari ........

Rasulov Khamidjon Yakubovich
Strategies for improving customer relationships in small businesses.............c.c.........

PacynoB Xamuaxon AAkyooBu4
CrpaTteruu yiaydiieHUs OTHOIIEHUHN C KITUCHTAMHU B MAJIOM OU3HECE .....c.vvevuveerneennne

E’lon gilingan ishlar ro‘yxati
List of published works
CIHCOK OMYOIUKOBAHHBIX PAOOT «vvvveesreessreeaseeassneessseessseessessssessssesessseessnesssessnsessnns



QO*‘QON UNIVERSITETI
HUZURIDAGI ILMIY DARAJALAR BERUVCHI
PhD.03/2025.27.12.1.25.01 RAQAMLI ILMIY KENGASH

QO*‘QON UNIVERSITETI

RASULOV XAMIDJON YAKUBOVICH

KICHIK BIZNESDA MIJOZLAR BILAN MUNOSABATLARNI
TAKOMILLASHTIRISH STRATEGIYALARI

08.00.15 — Tadbirkorlik va kichik biznes igtisodiyoti

IQTISODIYOT FANLARI bo‘yicha falsafa doktori (PhD) dissertatsiyasi
AVTOREFERATI

Qo‘qon — 2026



Igtisodiyot  fanlari  bo'yicha falsafs  doktord (PhD)  dissertatsiynsi  mavzusi
Oliy nttestatsiya komissiyasida B2025, LPhD/1gtS262 ragam bilan ro'yxatga olingan,

Dissertatsiya Qo' qon universitetida hajarilgan.
Dissertatsiva aviorelerati ueh tilda (o'zbek, rus, ingliz (rezyume)) Ilmiy kengash veb-sahifasi
(yyw kokanduni uz) va «ZiyoNets axborot-a'lim portalida (www.zivongt uz) joviashtnilgan

Hmiy rahbar: Dexkanov Sherzod Abdumutalibovich
qtisodivot fanlari bo'vicha fialsafa doktori (PhDD),
dots,

Rasmiy opponentlar: Umarova Guzal Gayratovnn

Iqtisodiyot fanlari doktor: (DSc), dots,
Ergashov lThomjon Ikromovich

Wtisodiyot fanlaci bo'vicha falsafa dokiors ( PhD),
dots.

Yetakehi tashkilot: “Ipak yo'W" turizm va madaniy meros aalgaro
universiteti

Dissertasiya himoyasi Qo‘gon universiteti huzuridagi PhD.03/202527.12.1.25.01 ragamh
llmiy kengashning 2026-yil 3 _ kani soat dagt maylisida bo'lib o tadi
Manzil: 150701, Qo'qon shahri, Turkistan, 28A. Tel - (99873) 545-55-35; fuks: (99873) 545-55-
55; e-mail: nfodikokanduni uz

Dissertasiya bilan Qo*qon universitetining Axborot-resurs markazida tanishish mumkin
{ ragami bilan ro‘yxatga olingan). Manzil: 150701, Qo‘'qon shehri, Turkistan, 28A
Tel.: (99873) 545-55-55; fuks: (99873) 545-55-55mailto; mfod@kokanduni uz

Dissertasiya avioreferati 2026-vil « ] Kuni tarqatildi

(2026-y1l « »_ _dagi ragamli reestr bayonnomasi),

JH. Kambaroy
ar beruvchi ilmiy kengash
5 QERodiyot fantart doktori, professor

3 B.F. Xursanaliyev
alySdorajalar beruvchi ilmiy kengash
(Rgpibe, iqusodiyot  fanlari  bo’vicha
#Talsafa doktori, dotsent

E.A Mominova
sy darajalar beruvehi ilmiy kengash
qoshidags tlmiy seminar raisi, Wtisodiyoe
fanlan doktori, professor




KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Global igtisodiy muhitda
ragobatning shiddat bilan ortib borishi, axborot va ragamli texnologiyalarning keng
go‘llanilishi hamda mijoz talablarining uzluksiz o‘zgarib turishi kichik biznes
sub’ektlari uchun o°z mijozlari bilan munosabatlarni samarali boshgarishni muhim
strategiya darajasiga olib chigdi. Jahon banki va xalgaro moliya tashkilotlari
tomonidan olib borilgan tadgigotlarda ta’kidlanishicha, global darajada kichik
biznes korxonalarining mijozlar bilan muvaffagiyatli munosabat olib borishi
ularning bozorda bargaror golishining asosiy omili sifatida baholanmoqda. Dunyo
tajribasi shuni ko‘rsatmogdaki, CRM tizimlarini joriy etgan kompaniyalar o‘rtacha
25% daromad o‘sishiga erishgan®. Xuddi shuningdek, Bain & Company tomonidan
o‘tkazilgan tadgiqot natijalariga ko‘ra, mijozlar bazasini atigi 5%ga oshirish
kompaniya foydasini 25%dan 95%gacha ko‘paytirishi mumkin?. Ushbu ragamlar
zamonaviy biznesda CRM tizimlari va mijozlar bilan samarali ishlash
strategiyalarining biznes muvaffagiyatiga qo‘shadigan hissasini yaqqol tasdiglaydi.
Xususan, Deloitte tomonidan 2023 vyilda o‘tkazilgan tahlillarda CRM
texnologiyalarini joriy etgan kompaniyalarning 64 foizi o‘z daromadlarining
mijozlar bilan munosabatlarni yaxshilash orgali oshganini gayd etgan. Mazkur
holatlar kichik biznes korxonalarida mijozlarga yo‘naltirilgan strategiyalarni chuqur
tadqiq qgilish va ularni takomillashtirishning global darajada muhim ahamiyatga ega
ekanligini tasdiglaydi. Bu esa global migyosda murakkab sharoitlarda ham mijozlar
bilan mustahkam munosabatlar o‘rnatish nagadar dolzarb ekanini ko‘rsatadi.

Jahon iqtisodiyotining rivojlanishida kichik biznes subyektlari oldida paydo
bo‘layotgan murakkabliklar va ragobatli bozor sharoitlari ularning mijozlar bilan
0°‘zaro munosabatlarni yanada mustahkamlash, yangi strategiya va yondashuvlarni
ishlab chigish va ularni amaliyotga tatbig etishni talab gilmogda. Mijozlar
gonigishini ta’minlash va ularni saglab qgolish borasidagi ilmiy tadgigotlar so‘nggi
yillarda marketing va biznes boshgaruvi sohasining eng ustuvor yo‘nalishlaridan
biriga. aylandi.  Xususan, ragamli  texnologiyalar, sun’iy intellekt,
prognozlashtiruvchi analitika va emotsional marketing yondashuvlarini CRM
strategiyalari  bilan uyg’unlashtirish jahon ilm-fanining yangi trendlarini
yaratmoqda. Biroq, bu sohada kichik biznes xususiyatini hisobga oluvchi nazariy
modellarning kamligi va mavjud tadgigotlarning asosan yirik kompaniyalar
misolida o‘tkazilgani mazkur mavzudagi tadgigotlarning nazariy va amaliy jihatdan
dolzarbligini belgilab beradi. Dunyo kompaniyalarining 80% dan ortig‘i mijozlar
tajribasini (customer experience) ragobatdagi ustunlik omili deb biladi®, ya’ni
mijozlar bilan munosabatlarni boshgarish masalasi nafagat ilmiy, balki amaliy
jihatdan ham ustuvor yo‘nalishga aylangan.

O<zbekistonda olib borilayotgan iqtisodiy islohotlar kichik biznesni
rivojlantirish, uning yalpi ichki mahsulotdagi ulushini oshirish va tadbirkorlik

! https://saphyte.medium.com/unraveling-crms-impact-on-sales-insights-success-stories-and-challenges-
2fac48c81e0e.

2 https://hbr.org/2014/10/the-value-of-keeping-the-right-customers.

3 https://www.superoffice.com/blog/customer-experience-
statistics/#:~:text=But%20the%20most%20convincing%20reason,become%20s0%20important%20is%20this.



mubhitini  yaxshilashni asosiy vazifa sifatida belgilab olgan. Shuningdek,
iste’molchilar huquqlarini himoya qilishning iqtisodiy va huquqiy asoslari
mustahkamlanib kelinmoqgda. O‘zbekiston-2030* strategiyasining 2-bandi bargaror
igtisodiy o‘sish orqgali aholi farovonligini ta’minlashga qaratilgan bo‘lib, 17 ta
magsadni o‘z ichiga olgan. Xususan, uning 58-magsadida O‘zbekistonda tashqi va
ichki turizmni rivojlantirish uchun keng sharoitlar yaratish orgali sayyohlar sonini
oshirish hamda 59-maqgsadida hududlarda xizmatlar sohasini jadal rivojlantirish
bo‘yicha topshiriglar berilgan. Bu kabi islohotlar mazkur soha ragobatbardoshligini
oshirish bilan bog‘liq ilmiy ishlar salmog‘ini intensiv oshirib borish zarurligini
ko‘rsatadi. Ushbu vazifalarni amalga oshirish kichik biznes sub’ektlaridan 0°z
mijozlari bilan munosabatlarni yanada samarali boshgarish, bozor talablariga tezkor
javob berish hamda ilg’or CRM texnologiyalarini go‘llashni taqozo etadi.
Dissertatsiya tadgigoti O‘zbekiston Respublikasi Prezidentining 2025-yil

15-maydagi PF-87-son “2025-2026-yillarda sayyohlar oqimini keskin ko‘paytirish
va turistik xizmatlar ko‘lamini jadal kengaytirish orqali turizmning iqtisodiyotdagi
o‘rni va ahamiyatini oshirish chora-tadbirlari to‘g‘risida”gi, 2025-yil 19-martdagi
PF-10-son “Kichik va o‘rta biznesning iqtisodiyotdagi o‘rnini oshirish chora-
tadbirlari  to‘g‘risida”gi, 2024-yil 18-iyuldagi PF-102-son “O‘zbekiston
Respublikasida turizm infratuzilmasini yaxshilash va xorijiy turistlar ogimini
yanada oshirishga qaratilgan qo‘shimcha chora-tadbirlar to‘g‘risida”gi, 2024-yil
12-yanvardagi PF-9-son “Respublikaga xorijiy turistlar ogimini keskin oshirish
hamda ichki turizmni yanada jadallashtirish chora-tadbirlari to‘g‘risida”gi, 2023-yil
11-sentyabrdagi PF-158-son “O<zbekiston-2030” strategiyasi t0‘g‘risida”gi
farmonlari, 2024-yil 18-iyuldagi PQ-269-son “Turizm sohasida kadrlar tayyorlash
tizimini takomillashtirish chora-tadbirlari to‘g‘risida”gi, 2024-yil 7-syentyabrdagi
PQ-312-son “Kichik biznesni uzluksiz qo‘llab-quvvatlash” kompleks dasturini
takomillashtirish chora-tadbirlari to‘g‘risida”gi, 2023-yil 27-iyuldagi PQ-238-son
“Turizm yo‘nalishidagi islohotlarni yanada jadallashtirish va sohada davlat
boshqgaruvi tizimini samarali tashkil gilish chora-tadbirlari to‘g‘risida”gi, 2022-yil
30-apreldagi PQ-232-son “Ichki turizm xizmatlarini diversifikatsiya gilishga oid
qo‘shimcha chora-tadbirlar to‘g‘risida”gi qarorlari, O‘zbekiston Respublikasi
Vazirlar Maxkamasining 2025-yil 24-iyundagi 385-son “Turizm obyektlari hamda
joylashtirish vositalarida atrof-muhitga salbiy ta’siri kamaytirilgan mahsulotlardan
foydalanish va ekologik talablarga muvofiq ko‘rsatiladigan xizmatlarni
rag‘batlantirish chora-tadbirlari to‘g‘risida”gi, 2024-yil 7-dekabrdagi 820-son
“Turizm sohasini ragamlashtirish va turistik xizmatlarni yagona platformaga
birlashtirish chora-tadbirlari to‘g‘risida”gi, 2024-yil 18-sentyabrdagi 582-son
“Turizmning yangi turlarini joriy gilish hamda mamlakatning turistik salohiyatidan
samarali foydalanishga oid qo‘shimcha chora-tadbirlar to‘g‘risida”gi, 2024-yil 24-
fevraldagi 582-son “Ichki va ziyorat turizmini rivojlantirish bo‘yicha qo‘shimcha
chora-tadbirlar to‘g‘risida™gi qarorlari boshga me’yoriy-huquqiy hujjatlarida
belgilangan vazifalarni amalga oshirishda muayyan darajada xizmat qgiladi.

40‘zbekiston Respublikasi Prezidentining 2023 yil 11 sentyabrdagi “O‘zbekiston-2030” strategiyasi to‘g risida”gi PF-
158-son Farmoni. https://lex.uz/pdfs/6600413.
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Tadqigotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Dissertatsiya tadqigoti respublika fan va texnologiyalar
rivojlanishining I. “Demokratik va huquqiy jamiyatni ma‘naviy-ahlogiy va madaniy
rivojlantirish, innovatsion iqtisodiyotni shakllantirish” ustuvor yo‘nalishiga
muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Kichik biznes subektlarida mijozlar
bilan munosabatlar strategiyalarini rivojlantirish bo‘yicha xorijiy olimlar tomonidan
ko‘plab ilmiy tadgiqot ishlari amalga oshirilgan. Jumladan, xorijiy olimlardan
P.Hague, N.Hague, A.Specchia, D.Karri, F.Battl, D.G.Boyyett, F.Kotler, D.Bell,
R.Rast, D.Peppers, M.Rodjers ®° tadgigotlarida mijozlar bilan munosabatlarga oid
strategiyalarning  o‘ziga  xos  xususiyatlari,  korxonalarda  mijozlararo
munosabatlarning rivojlanishi, faoliyatni boshgarishning nazariy jihatlari muayyan
darajada nazariy va uslubiy jihatdan tadqiq etilgan.

MDHdagi igtisodchi olimlaridan N.V.Smirnov, Y.Y.Deputatova, Y.V.Alikina
1.V.Aleshina, A.A.Kuprin, D.Igan, K.I.Alexin, A.V.Vasilkovlarning® ilmiy ishlarida
mijozlar xulg atvorini boshgarish, xususan, turistik firmalarning mijozlar bilan
munosabatlarini  boshqgarish  masalalari  yoritilgan. Mazkur  olimlarning
tadgigotlarida mijozlar  xulg-atvorining  xususiyatlarini, mijozlar ogimini
boshqgarishning strategik jihatlarini, innovatsion kompaniyalarning mijozlari bilan
o‘zaro munosabatlarini ko‘rib chigilgan.

O<zbekistonda kichik biznesning turli tarmoglarini rivojlantirish jarayonlari
mamlakatimizda M.A.lkramov, M.Butaboyev, N.Maxmudov, Y.Abdullayev,

5 Hague, P, Hague, N. B2B Customer Experience: A Practical Guide to Delivering Exceptional CX (2nd ed.). —
London: Kogan Page, 2023. Specchia, A. Customer Relationship Management (CRM) for Medium and Small
Enterprises: How to Find the Right Solution for Effectively Connecting with Your Customers. — London / New York:
Routledge, 2022. — 230 p. Curry J., Curry A. The customer marketing method: how to implement and profit Customer
Relationship Management. N.Y.: Free Press, 2000, 237 p. JI)xo3ed I'. Boitert, xummu T. Boitert. I'ypy MapkeTuHra.
Kakum ObITh MapKeTHHTY B TpeTbeM ThiCsueseTHd: mnep. ¢ aHnl M.. DOkemo, 2004, 320 c. URL:
http://bookz.ru/authors/djozef-boiett/guru-mar_881/1-guru-mar_881.html. Rust R.T., Zeithaml V.A., Lemon K.N.
Driving Customer Equity: How Customer Lifetime Value is Reshaping Corporate Strategy. New York: Free Press,
2000. Bell D., Deighton J., Reinartz W.J., Rust R., Swartz G. Seven barriers to customer equity management // Journal
of services research, 2002, 3. Tlenmepc 1., Pomkepc M. YipaBieHHe OTHOMICHHSIMHE ¢ KiMeHTamu: Kak mpeBpatuth
6a3y Bammx ximeHToB B JeHsrn / lonllenmepc, Mapra Pomxkepc; niep. ¢ aurit. JI.J1. Paesckoii, C.H. JKuBaeBoii; [mon
pen. C.H. Xpomosa-bopucosa, }0.B. Bponckoro, B.B. TutoBa]. M.: Mann, BanoB u ®epbep, 2006. 336 c.
URL:http://www.mann-ivanov-ferber.ru/assets/files/bookparts/017/otnosheniya read.pdf. Kotnep ®. MapkeTunr
3.0. OT npoayKToB K OTpeOHUTENsIM U aajiee — K yenoBedeckoit ayme / @. Kotnep, X. Kapramxkaiisa, A. CernaBan;
nep. ¢ anri1. M.: DOkemo, 2011. 240 c. URL: http://kiogmuis.ucoz.ru/Student/marketing_3.0.pdf.

® Cmupnos B. H. Ympasnenue B3auMooTHomeHusMu ¢ kimeHTamu (CRM): yueGHO-MeToquuecKoe mocodue. —
Brnagumup: Bal'Vy, 2022. — 171 c. Jlenyrarosa, E. FO. CuctemMHbIi MOAX0T K MCCIETOBAHUIO MMOKYATEIHCKOTO
NoBe/IeHHs 1 00CITyKMBaHHs B pO3HUYHOMN Toprosiie: MoHorpadus / E. 0. [lenyrarosa, C. b./nbsimenko. - 2-e u3.
- Mocksa : H3marenscko-ToproBas kopmoparus «JlamkoB m K°», 2019. - 122 c. Ammxuna, E.B., Monens
PEKOMEHIOBAaHHOTO IOBEACHHS MOTpeOuTenel yciuyr Typuctudeckux kommanuii [Tekcr] / E. B. Anmukuna, A.W.
XamanueBa // MapkeTHHr W MapkeTHHToBble HccienoBanus. - 2013. - Ne 4(106). Anemuna W.B. TloBenenue
notpebureneit: yaedbHoe mocobue st By30B — M.: @aup-IIpecc, 2017. — 525 c¢. Kymnpun, A. A. ®opmupoBanue
aJanTUBHON CHCTEMBl YMNpaBIEHUS OpraHu3aluel MpeaNpUHUMATENbCKOr0 TUMA K HM3MEHSIOMMMCS YCIOBHSAM
BHelHe# cpensl [Texct]: auc. ... kaua. 3xkoH. Hayk: 08.00.05 / Kynpun Aunpeit Anaronsesuu. - CI16, 2010. - 169 c.
Uran J[>xoH MapKeTHHT B3aMMOOTHOIICHUN. AHAIN3 MAapKETHHITOBBIX CTPATEruil HA OCHOBE B3aMMOOTHOLICHHH :
Y4EOHHUK IS CTYACHTOB BY30B, 00YYAIOIIMXCS 10 CIICIIHATBHOCTSIM 3KOHOMUKH U yrpasienus 080100, «Kommeprus
(toproeoe neno)» 080301 / Uran [IxoH. - MockBa:FOHUTU-JTAHA, 2017. - 375 c¢. Anexun,K.1. CRM-cucremsl,
KaK CpPeJICTBO YIPABJICHHs B3aMMOOTHOIICHUAMH ¢ KiaueHTamu [ Tekcr]: yue6Hoe nocooue / K. Y. Anexun, —Mocksa:
Jutepa, 2013 r. — 182 c. BacwibkoB, A. B. Cucrema ympaBiieHHsT B3aMMOOTHOIICHUSMH C KJIHeHTaMu [Tekcr]:
yueOHoe mocobue / A. B. BacunbkoB, — MockBa: ®opym, 2014 1. — 348 c.



U.G‘ofurov, R.Ayupov, marketingning strategiyalaridan samarali foydalanish
yo‘nalishlari  igtisodchi  olimlardan  Sh.Ergashxodjayeva, A.Bekmurodov,
G.Bekmuradova, A.Eshtayev, M.Ziyayeva, J.Jalilov’ va boshgalarning ilmiy-
tadqgiqgot ishlarida o‘z ifodasini topgan.

Yuqorida gayd etilgan olimlar kichik biznes sohasini rivojlantirish va ulardagi
strategik boshgarish jarayonlarini takomillashtirish, mijozlar xulqg atvorini tasniflash
borasida ilmiy-nazariy tadgigotlarni amalga oshirib, mazkur yo‘nalishni
rivojlantirishga o‘z hissalarini go‘shganlar. Birog ular tomonidan kichik biznesda
mijozlar bilan munosabatlar strategiyalarini takomillashtirish, kichik biznesda
mijozlar bilan munosabatlar samaradorligini baholash usullarini tadqiq etish, soha
faoliyatini rivojlantirish, masalalari yetarli darajada o‘rganilmagan.

Tadqiqotning dissertatsiya bajarilgan oliy ta‘lim yoki ilmiy-tadgigot
muassasasining ilmiy-tadqiqot ishlari rejalari bilan bog‘liqligi. Dissertatsiya
tadgiqoti Qo°gon universiteti ilmiy-tadqiqot ishlari rejasiga muvofiq, “Farg‘ona
viloyati Farg‘ona tumanida turistik-rekreatsiya faoliyatini ragamli texnologiyalar
asosida tizimlashtirish orgali rivojlantirish” mavzusidagi ilmiy-tadqiqot ishlari rejasi
doirasida bajarilgan.

Tadqgigotning magsadi kichik biznesda mijozlar bilan munosabatlar
strategiyalarini takomillashtirish bo‘yicha taklif va tavsiyalar ishlab chigishdan
iborat.

Tadgiqotning vazifalari:

mijozlar bilan munosabatlar strategiyalarining mohiyati, rivojlanish
nazariyalarini o‘rganish;

kichik biznes faoliyatida mijozlar bilan munosabatlar strategiyalariga ta’sir
etuvchi omillar va ularning o‘ziga xos xususiyatlarini ilmiy tadqiq etish;

mijozlar bilan munosabatlarni tashkil etish bo‘yicha xorijiy tajribalardan
foydalanish yo‘nalishlari bo‘yicha takliflar ishlab chiqish;

kichik biznesda mijozlar bilan munosabatlar strategiyalarining o‘ziga xos
xususiyatlarini tahlil gilish;

mamlakatimizda turizm sohasining rivojlanish tendensiyalari va sohadagi
mijozlar bilan munosabatlarni baholash;

" M.A. Tkramov, N.R. Sharopova. Mijozlararo munosabatlarni boshqarish. (O‘quv qo‘llanma) — T.: «Innovatsion
rivojlanish nashriyot-matbaa uyi», 2024, 330 bet. M.Butaboyev, N.Maxmudov. Ragamli igtisodiyot. (Darslik) — T.:
“SamDU” nashriyoti, 2021, 448 bet. A6xynnaes E., Kapumos ®. Kuuuk 6usHec Ba Tan6upkopiuk acocmapu. — T.:
Mexmnart, 2010. - 349 6.; Fodypos V.B. Kuuuk OuzHecHH AaBiaT TOMOHHIAH TapTHOTa CONUIIHUHT HKTHCOIUI
MEXaHU3MJIApUHU TAKOMHUJUTAIITHPUII. ABT..UKT. (haH. gok. —T.: 2007 i1. 97 6; Aronos P.X., I'.P.bantabaeBa. Knauk
Ou3HeC Ba TaIOMPKOPINKIa MHHOBAIIMOH PUBOKIIAHUII yHamunuiapu. Mororpadus.— T.:Dan Ba rexnomorus, 2018,
— 232 6. Ergashxodjayeva Sh.J. Strategik marketing. T.: “IQTISODIYOT”, 2019. — 236 b.; Bekmyponos A.III.
O} dexkTUBHOCTh MapKEeTHHTa CPEJICTB MPOU3BOACTBA. ABTOped. Arce. TOK. SKOH Hayk. — T. 1993; bekmypoaosa I
Twxopar Oankmapu pakoOaTOapIONUIMTHHN  OMIMPHIIHWHT  HHHOBAIIMOH  MAapKETHHT  KOHLEHIMACHHU
takommyutamrupumt. 08.00.11 — Mapketunr. Ukrucoanét dhanmapu 6yitnua dancada goxropu (Phd) auccepranmscu
apropedeparu. — Towkent: TUY, 2018 itun. 9-6er; .A.Eshtaev. Globallashuv sharoitida turizm industriyasini
boshgarishning marketing strategiyasi. (O‘zbekiston Respublikasi turizm tarmog‘i misolida) Iqtisodiyot fanlari
doktori ilmiy darajasini olish uchun yozilgan diss.-S.: SamlSI,2019.-246-b. 3usesa M.M. UcTtebMomuuiap XyJK-
aTBOpHUJArM Yy3rapuIUIApHU XHCOOra OJIraH XOJia XU3MamIapHu TacHu(uam Ttamoimmiapu. “Ukrucoamér Ba
MHHOBAllMOH  TEXHOJOrusajgap”  WIMHH  3JIeKTpoH  kypHaiu. Ne 2, wmapr-ampens, 2018 i
http://iqtisodiyot.tsue.uz/sites/default/files/maqolalar/Ziyayeva 0.pdf 10. XK. J)Kanunos. MapkeTrnHraa ucrebMoauura
WYHAITUPWITAH MOTHBaNMA Hazapusuiapu. “HkTuconwér Ba WHHOBAMOH TEXHOJOTHSUIAD” WIMHH JJICKTPOH
KypHaaH. Ne 5, ceHTA0pb-0KTA0ps, 2016 tint
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kichik Dbiznesda mijozlar bilan munosabatlar samaradorligini baholash
usullarini tadqiq etish;

iqtisodiy samaradorlikni oshirish asosida kichik biznesda mijozlar bilan
munosabatlarni takomillashtirish;

ragamli texnologiyalar asosida kichik biznesda mijozlar bilan munosabatlar
strategiyalarini rivojlantirish

kichik Dbiznes subyektlarida mijozlar bilan munosabatlarni rivojlantirish
omillarining ekonometrik modelini ishlab chigish.

Tadgigotning obyekti sifatida Farg‘ona viloyatida faoliyat ko‘rsatayotgan
kichik biznes korxonalari hamda ularning mijozlar bilan munosabatlari jarayonlari
tanlab olingan.

Tadgigotning predmeti bo‘lib kichik biznes korxonalarida mijozlar bilan
munosabatlar strategiyalarini takomillashtirish jarayonlari bilan bog‘liq ijtimoiy-
igtisodiy munosabatlar majmui hisoblanadi.

Tadgigotning usullari. Dissertatsiya ishida indusiya, deduksiya, tagqoslash,
tahlil va sintez, ekspert baholash usuli, statistik tahlil, anketa so‘rovlari o‘tkazish va
tahlil etish, PEST — tahlili, ekonometrik modellashtirish usullari go‘llanilgan.

Tadgqiqgotning ilmiy yangiligi quyidagilardan iborat:

korxonalarning ragobatbardoshligini kuchaytiruvchi, mijozlar bilan uzluksiz
va aniq boshgariladigan munosabatlar tizimini shakllantirishda CRM (Customer
Relationship Management) tizilmasining asosiy funksiyalari va strategiyalarini
korxona—mijoz o‘zaro munosabatlari modeli asosida hududiy klasterlash va bulutli
texnologiyalar bilan integratsiya qilish taklif etilgan;

mahalliy Kkichik korxonalarda xizmat sifati darajasini baholashda
SERVQUAL modelining moddiylik, ishonchlilik, javobgarlik, ishonch uyg‘otish va
empatiya kabi mezonlari asosida xizmat ko‘rsatish jarayonidagi kutilmalar va
amaldagi natijalar o‘rtasidagi fargni aniglash asoslangan;

kichik korxonalar uchun ragobatbardoshlikni oshirish, xizmatlar bozorida
samarali pozitsiyalanish, operativ boshgaruvni optimallashtirish va rivojlanish
algoritmi asosida mijozlar bilan ishlash tizimi takomillashtirilgan;

mijozlar bilan munosabatlarni samarali boshqarishni ta’minlash magsadida
Eko-CRM va bargaror turizm, dinamik narx Dbelgilash, mijoz sayohatini
ragamlashtirish hamda ta’minot zanjiriga integratsiyalash strategiyalarini ekspertlar
tomonidan sifat darajasi bo‘yicha baholashga asoslangan mezonlar tizimi ishlab
chigilgan.

Tadgigotning amaliy natijasi quyidagilardan iborat:

xalgaro amaliyotda kichik biznes sohasida mijozlar bilan munosabatlarni
tartibga solishning asosiy modellari asosida mamlakatimizda mazkur sohada
rivojlanish strategiyalari hamda tashkiliy-igtisodiy mexanizmlari asoslangan;

xalgaro tajribalar asosida mijozlar bilan munosabatlarni takomillashtirish
yo‘nalishlari tahlil etilib, ularni kichik korxonalarga tadbiq etishning amaliy taklifi
ishlab chigilgan;

O‘zbekistonda CRMni rivojlanishi asosida biznes ragobatbardoshligini
oshirish bo‘yicha usullar tahlili amalga oshirilgan;

kichik biznesda mijozlar bilan munosabatlarni boshgarish va rivojlanish holati
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va o‘zgarish tendensiyalari tahlili asosida faoliyat natijalarining asosiy o‘zgarish
trendlari aniglangan;

anketa so‘rovi hamda ekspert baholash usullari asosida kichik korxonalarda
mijozlar bilan munosabatlari faoliyati samaradorligiga ta‘sir etuvchi eng muhim
omillar baholangan;

mijozlar bilan munosabatlarni boshqgarishning iqtisodiy va moliyaviy
ko‘rsatkichlarini baholash asosida biznes uchun daromad va samaradorlikni
oshirish, shuningdek, bargaror moliyaviy o‘sishga erishish uchun asosiy
yo‘nalishlari asoslangan.

Olingan natijalarining ishonchliligi tadgiqotda go‘llanilgan metodologik
yo‘ndashuv va usullarning magsadga muvofigligi axborotlar bazasining rasmiy
manbalaridan, jumladan, O‘zbekiston Respublikasi Prezident huzuridagi statistika
agentligining statistik ma‘lumotlari manbalaridan olingani hamda tegishli xulosa va
takliflarning amalda sinovdan o‘tkazilganligi, olingan natijalarning vakolatli davlat
tuzilmalari tomonidan ma‘qullanganligi bilan izohlanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgiqgot natijalarining
iIlmiy ahamiyati tadgigotda ishlab chigilgan nazariy va uslubiy taklif hamda
tavsiyalarni turistik korxonalarda mijozlar bilan munosabatlar strategiyalarini
takomillashtirish, bozor ulushini va pirovardida korxonalar rentabelligini oshirishga,
strategik rejalashtirish usullarini, konsepsiyasini, tashkiliy va texnik vositalarni jalb
gilish muammolarini hal qilishga imkon beradi, ichki va tashqgi alogalarni
o‘rnatishga qaratilgan so‘nggi texnologiyalarni joriy etish hamda mijozlar
sadogatini oshirishda foydalanilishi mumkinligi bilan izohlanadi.

Tadgiqot natijalarining amaliy ahamiyati. Tadgiqot natijalarining ilmiy
ahamiyati tadgiqotda ishlab chigilgan nazariy va uslubiy taklif hamda tavsiyalarni
turistik korxonalarda mijozlar bilan munosabatlarni boshqarish strategiyalarini
takomillashtirish, bozor ulushini va pirovardida korxonalar rentabelligini oshirishga,
strategik rejalashtirish usullarini, konsepsiyasini, tashkiliy va texnik vositalarni jalb
gilish muammolarini hal qilishga imkon beradi, ichki va tashqgi alogalarni
o‘rnatishga qaratilgan so‘nggi texnologiyalarni joriy etish hamda mijozlar
sadoqatini oshirishda foydalanilishi mumkinligi bilan izohlanadi.

Tadgiqgot natijalarining amaliy ahamiyati O‘zbekiston Respublikasi Madaniyat
va turizm vazirligi faoliyatida, milliy igtisodiyotning kichik biznes faoliyati bilan
bog‘liq bo‘lgan tarmoglarida, korxonalarda mijozlar bilan munosabatlarni
boshqarish strategiyalarini rivojlantirishga doir tadbirlarni ishlab chigishda, soha
faoliyatini rivojlantirishga qaratilgan gisga va uzoq muddatli rivojlanish
strategiyalarni ishlab chigishda, oliy o‘quv vyurtlarida “Kichik biznes va
tadbirkorlik”, “Mijozlar xulq atvorini boshqarish” va “Marketing strategiyasi” kabi
fanlardan o‘quv qo‘llanma va darsliklar tayyorlashda ilmiy-uslubiy manba sifatida
foydalanilishi bilan izohlanadi.

Tadqiqot natijalarining joriy qilinishi. Kichik biznes korxonalarida
mijozlar bilan boshqgarish strategiyalarini takomillashtirish bo‘yicha olingan ilmiy
natijalar asosida:

korxonalarning ragobatbardoshligini kuchaytiruvchi, mijozlar bilan uzluksiz
va aniq boshgariladigan munosabatlar tizimini shakllantirishda CRM (Customer
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Relationship Management) tizilmasining asosiy funksiyalari va strategiyalarini
korxona—mijoz o‘zaro munosabatlari modeli asosida hududiy klasterlash va bulutli
texnologiyalar bilan integratsiya gilish taklifi O°zbekiston Respublikasi Turizm
qo‘mitasi huzuridagi Turizmni rivojlantirish ilmiy tadqiqot instituti, Farg‘ona
viloyati turizm boshgarmasining tarmoq korxonalari, shuningdek Dilrabotravel
MChJ faoliyatiga joriy etilgan (O‘zbekiston Respublikasi Turizm qo‘mitasi
huzuridagi Turizmni rivojlantirish ilmiy tadgigot institutining 2025-yil 5-dekabrdagi
1-467/10 sonli, Farg‘ona viloyati turizm boshgarmasining 2025-yil 7-oktyabrdagi,
Dilrabotravel MChJning 2025-yil 6-oktyabrdagi ma’lumotnomasi). Natijada, mijoz
segmentatsiyasi, ma’lumot almashinuvi hamda xizmat ko‘rsatish jarayonlarining
samaradorligini oshirgan holda tarmoqg korxonalari mijozlarining gayta sotib olish
borasidagi murojaatlari hajmini o‘rtacha 37 foizga oshirishga erishilgan;

mahalliy Kkichik korxonalarda xizmat sifati darajasini baholashda
SERVQUAL modelining moddiylik, ishonchlilik, javobgarlik, ishonch uyg‘otish va
empatiya kabi mezonlari asosida xizmat ko‘rsatish jarayonidagi kutilmalar va
amaldagi natijalar o‘rtasidagi farqni aniqlashga doir taklifi O‘zbekiston
Respublikasi Turizm qo‘mitasi huzuridagi Turizmni rivojlantirish ilmiy tadqiqot
instituti, Farg‘ona viloyati turizm boshgarmasining tarmoq korxonalari, shuningdek
Dilrabo travel MChJ faoliyatiga joriy etilgan (O‘zbekiston Respublikasi Turizm
qo‘mitasi huzuridagi Turizmni rivojlantirish ilmiy tadqiqot institutining 2025-yil 5-
dekabrdagi 1-467/10 sonli, Farg‘ona viloyati turizm boshgarmasining 2025-yil 7-
oktyabrdagi, Dilrabotravel MChJning 2025-yil 6-oktyabrdagi ma’lumotnomasi).
Natijada, mahalliy kichik korxonalarda SERVQUAL modelini moddiylik [E=4,6;
P=4,3; SQ=-0,3] ishonchlilik [E=4,7; P=4,4; SQ=-0,3] javobgarlik [E=4,5; P=4,2;
SQ=-0,3] ishonch uyg‘otish [E=4,8; P=4,5; SQ=-0,3] empatiya [E=4,6; P=4,2; SQ=-
0,4] mezonlari asosida tarmoq korxonalarida xizmat ko‘rsatuvchi xodimlar uchun
KPI tizimi ishlab chigilgan bo‘lib, bu xodimlarning ish samaradorligini o‘rtacha 22
foizga ortishiga olib kelgan;

kichik korxonalar uchun ragobatbardoshlikni oshirish, xizmatlar bozorida
samarali pozitsiyalanish, operativ boshgaruvni optimallashtirish va rivojlanish
algoritmi asosida mijozlar bilan ishlash tizimi takomillashtirishga doir taklifi
O‘zbekiston Respublikasi Turizm qo‘mitasi huzuridagi Turizmni rivojlantirish ilmiy
tadqgigot instituti, Farg‘ona viloyati turizm boshgarmasining tarmoqg korxonalari,
shuningdek Dilrabotravel MChJ faoliyatiga joriy etilgan (O°zbekiston Respublikasi
Turizm qo‘mitasi huzuridagi Turizmni rivojlantirish ilmiy tadqiqot institutining
2025-yil 5-dekabrdagi 1-467/10 sonli, Farg‘ona viloyati turizm boshgarmasining
2025-yil  7-oktyabrdagi, Dilrabotravel MChJning 2025-yil 6-oktyabrdagi
ma’lumotnomasi). Natijada, tarmoq korxonalarida mijozlarning gonigish darajasini
o‘rtacha 19 foizga oshirishga erishilgan;

mijozlar bilan munosabatlarni samarali boshgarishni ta’minlash maqsadida
Eko-CRM va bargaror turizm, dinamik narx belgilash, mijoz sayohatini
ragamlashtirish hamda ta’minot zanjiriga integratsiyalash strategiyalarini ekspertlar
tomonidan sifat darajasi bo‘yicha baholashga asoslangan mezonlar tizimi ishlab
chigishga doir taklifi O‘zbekiston Respublikasi Turizm qo‘mitasi huzuridagi
Turizmni rivojlantirish ilmiy tadgiqot instituti, Farg‘ona viloyati turizm
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boshgarmasining tarmoq korxonalari, shuningdek Dilrabotravel MChJ faoliyatiga
joriy etilgan (O‘zbekiston Respublikasi Turizm qo‘mitasi huzuridagi Turizmni
rivojlantirish ilmiy tadgigot institutining 2025-yil 5-dekabrdagi 1-467/10 sonli,
Farg‘ona viloyati turizm boshgarmasining 2025-yil 7-oktyabrdagi, Dilrabotravel
MChJning 2025-yil 6-oktyabrdagi ma’lumotnomasi). Natijada, Xizmat jarayonining
barqgarorligini  ta’minlash, mijoz tajribasini  yaxshilash va  korxona
ragobatbardoshligini oshirishda Eko-CRM va bargaror turizm [4,3-yaxshi], dinamik
narx [4,6-a’lo], mijoz sayohatini ragamlashtirish [4,3-yaxshi], ta’minot zanjiriga
integratsiyalash strategiyalari [4,5-a’lo]ni darajasiga ko‘ra ekspert usulida baholash
mezonlaridan tarmog korxonalarining 2026-2030-yillarga mo‘ljallangan
rivojlantirish strategiyasini ishlab chigishda faoydalanilgan.

Tadgiqot natijalarining aprobatsiyasi. Mazkur tadgigot natijalari yuzasidan
8 ta ish aprobasiyadan o‘tkazilgan. Ularning 3 tasi xalgaro ilmiy-amaliy
anjumanlarda, 5 tasi respublika ilmiy-amaliy konferensiyalarida aprobatsiyadan
o‘tkazilgan.

Tadqgigot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo‘yicha jami
24 ta ilmiy ish, shu jumladan, O<‘zbekiston Respublikasi Oliy attestatsiya
komissiyasining doktorlik dissertatsiyalari asosiy ilmiy natijalarini chop etishga
tavsiya etilgan ilmiy nashrlarda 8 ta maqola nashr gilingan. Ularning 2 tasi
Respublika va 6 tasi xorijiy jurnallarda e‘lon qilingan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish, uchta bob,
xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat. Uning umumiy
hajmi 153 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida dissertasiya mavzusining dolzarbligi va zarurati asoslangan,
tadgigotning magsadi va asosiy vazifalari, ob’ekti va predmeti tavsiflangan,
respublika fan va texnologiyalari rivojlanishining ustuvor yo‘nalishlariga bog*ligligi
ko‘rsatilgan, tadgigotning ilmiy yangiligi va amaliy natijalari bayon gilingan,
olingan natijalarning amaliyotga joriy gilinishi, nashr etilgan ishlar va dissertasiya
tarkibiy tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiyaning “Kichik biznesda mijozlar bilan munosabatlarni
faollashtirish strategiyalarining nazariy asoslari” deb nomlangan birinchi bobida
mijozlar bilan munosabatlardagi mavjud tendensiyalar va xorijiy tajribalar
o‘rganilib, mamlakatimizdagi kichik biznes korxonalarida mavjud CRM tizimlariga
baho berishning metodologiyasi tahlil gilingan.

F.Kotler modeli shuni ko‘rsatadiki, iste’molchi xatti-harakati bixeviorizm
tomonidan taklif gilingan xatti-harakatlarning asosiy formulasi bilan belgilanmaydi:
“S-R*  (“Stimul”-“Reaksiya”). Marketing yoki boshqa rag‘batlantirishlar
(rag‘batlantirish) to‘g‘ridan-to‘g‘ri tanlash jarayonini aniglamaydi, balki sotib olish
to‘g‘risida qaror qabul qiladi. Ushbu ikki blok o‘rtasida markaziy blok mavjud -
uning psixologik xususiyatlari, madaniy, ijtimoiy va shaxsiy xususiyatlari bilan
iste’molchining shaxsiyati.
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Mijozlar bilan munosabatlarni boshgarishga (CRM) strategik yondashuv
mijozlarni biznesning ustuvor yo‘nalishi sifatida birinchi o‘ringa go‘yadi. Bunday
CRM tizimi eng jozibali tijorat takliflarini yaratish uchun mijozlar va bozor
tendentsiyalari haqida ma’lumot to‘plash va tahlil gilishga garatilgan®. Kompaniya
amaliyotida CRM strategiyasi ko‘pincha mijozlarga xizmat ko‘rsatishni yaxshilash
va daromadni oshirishga garatilgan uzog muddatli harakatlar rejasi sifatida qaraladi®.

Strategik CRM doirasida mijozlar bilan o‘zaro munosabatlarning aniq
magsadlari shakllantiriladi, ular ish yo‘nalishini belgilaydi. Masalan, strategiyalar
yirik mijozlarga xizmat ko‘rsatishga yoki alohida mijozlarning ehtiyojlarini
gondirishga garatilgan bo‘lishi mumkin. Strategik rejalarning batafsil tavsifi,
ularning mumkin bo‘lgan natijalari, shuningdek kuchli va zaif tomonlarini baholash
muhimdir®®.

Frensis Battle o‘zining “CRM tushunchalari va texnologiyalari” asarida
mijozlar bilan munosabatlarning ettita asosiy strategiyasini belgilaydi, ularning har
biri  mijozlar bazasi bilan o‘zaro munosabatlarning turli  jihatlarini
optimallashtirishga garatilgan. Ushbu strategiyalarning har biri mijozlarning o‘zaro
munosabatlarini optimallashtirish va biznes rentabelligini oshirish uchun individual
yondashuv va puxta rejalashtirishni talab giladit®.

Mijozlar
Marketingni Boshqa psixologiyasi Tanlash Xarid hagida
rag’batlantiruv | rag’batlantiruv jarayoni qaror
_, Motivatsiya
Qabul gilish Muammoni
O’q_ish anglash Mahsulot
bl xotira Ma’lumot tanlash
Mahsulot va idirish L
sizmatlar Itisodiy qiansh Tovar belgisini
. - Mugobillarni tanlash
Narx Texnologik "

i Siyosi - baholash Sotuvchini
Tagsimot M;gan?’ Mijoz Xarid hagida tanlash
kommu; etsly ’ | xususlyal qaror qabul Xarid hajmi

gilish Xarid vaqti
Madaniy erlddan To’lov usuli
e keying xulq
ljtimoly Atunr
Individual

1-rasm. F.Kotlerning iste’molchi xatti-harakati modeli'?
CRM tizimi eng samarali vositalardan biri bo‘lib golmogda, chunki u
menejerlar o‘z ishlarida tez-tez foydalanadigan boshga xizmatlar bilan

8 [Menmepc ., Pomskepe M. YiipapiieHHe OTHOIIEHUSAMU ¢ KiIMeHTaMu: Kak IIpeBpaTuTh 6a3y BallUX KIMEHTOB B J€Hb-
ru. M. : Maun, MBanos u ®@epbep, 2006. 336 c. [Peppers D., Rogers M. Customer relationship management:

How to turn your customer base into money. Moscow: Mann, lvanov i Ferber, 2006. 336 p. (In Russ.)]

® Bancosuu A. CRM — kitou HOBOro mMapkeTunra. M. : Anbnuna ITaGmumep, 2012. 255 c. [Vansovich A. CRM —
the key to new marketing. M. : Alpina Publisher, 2012. 255 p. (In Russ.)].

10 Becenosa 0. B. CRM-cHCTEMBI KaK CPEJICTBO PEATM3AIMYM MAPKETHHTA B3AaMMOOTHOIIEHHI ¢ KieHntamu // The
Scientific Heritage. 2022. T. 84. Ne 5. C. 30-33 [Veselova Yu. V. CRM systems as a means of implementing
customer relationship marketing. The Scientific Heritage, 2022;84 (5):30-33 (In Russ.)]

1 Francis Buttle, Stan Maklan. Customer Relationship Management. 2nd edition. Routledge; 2008. 528 p.

12 Kotnep, ®., Kennep, K. /1. (2014). MapKeTUHr meHeaskMeHT. 14-e usa. CaHkT-MNeTepbypr.
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integratsiyalashgan: ijtimoiy tarmoqlar, messenjerlar, elektron pochta xabarlarini
targatish va to‘lovlarni gabul qgilish platformalari, 1C va IP telefoniya. CRM-dan
foydalanadigan kompaniyalar sotuvlar 29% ga, mahsuldorlik 39% ga va sotish
prognozlarining to‘g‘riligi 32% ga oshgani haqida xabar berishadi. Ular muntazam
biznes jarayonlarini avtomatlashtirish orgali yugori ko‘rsatkichlarga erishadilar 3.

Yaponiya tajribasini tadbiq etish uchun esa AQSh tajribasi asosida Bulutli
CRM texnologiyalarini joriy etish gqo‘llab-quvvatlash vazifasini bajaradi. Sababi,
hududlardagi kichik biznes klasterlarini birlashtirib turadigan CRM texnologiyalari
uchun katta hajmdagi bulutli texnologiyalar va katta haymdagi ma’lumotlar bilan
ishlovchi tizimlar kerak bo‘ladi.

1-jadval

Yaponiya, AQSH va Yevropa mamlakatlarining mijozlar bilan ishlash

bo‘yicha tajribalarini respublikadagi mavjud kichik korxonalarga joriy etish
taklifi

Xorijly Tadbiq etish mexanizm Texnologiya Kutllg_y otgan
model natijalar
— Hududiy Klasterlar tashkil — takroriy savdolari
etiladi. darajasi ortadi;
— Kilasterlar ishlab chigaruvchi, — ta’minot zanjiridagi
Yaponiya xizmat ko‘rsatuvchi va logistika MahallaCRM, uzilishlar
(Keiretsu) kompaniyasidan iborat bo‘ladi. ) loT, kamayadi;
— CRM ma’lumotlar platformasi sinxronlash mijozlar gonigishi
integratsiyalashadi va mijozlar ortadi;
haqgida yagona ma’lumotlar — tannarx xarajatlari
bazasi yaratiladi. kamayadi.
— Davlat ko‘magida UzCRM
Cloud platformasi ishlab
chigiladi. — marketing
AQSh — Kichik biznes korxonalarilar Al, Bulutli xarajatlari
(Bulutli uchun 3 oylik bepul lisenziyali CRM, kamayadi;
CRM) CRM dasturini sinov tarigasida | sjnxronlash sof foyda ortadi;
joriy gilinadi. mijozlar gizigishi
— Kaorxonalarni ragamli ko‘payadi.
sertifikatlash tizimi orgali CRM
tayyorgarligi baholanadi.
— Mijoz sadoqati dasturi milliy Z(e)zrg(s)t:/ I\"/i;gf[i.JaVOb
indeksi joriy etiladi. NLP, CRM ; Aqt
Yevropa — Kichik biznes korxonalari | ql_s_qaradl,_

. es Korx( _ platforma, larni
(Hissiy uchun har yillik mijozlarni qayta aloga mijozie .
CRM) audit gilish tizimi joriy etiladi. - yo‘dotish darajasi

Lo e algoritmi kamayadi;
— CRM tizimlariga gayta aloga va Ny ’ :
hissiy modullari go*shiladi. mijozlar sadogat
y 4o ortadi.

Buni quyidagi yo‘nalishlar orgali tashkil etish mumkin:
— O‘zbekistonning “Raqamli iqtisodiyot — 2030 dasturi doirasida mahalliy

13 Tpopumor C. CRM st npakrukos. M.: AstroKon, 2016. 304 c. [Trofimov S. CRM for practitioners. Moscow:
AvtoKod, 2016. 304 p. (In Russ.)].
14 Muallif ishlanmasi.
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CRM startaplarini rivojlantirish va kichik biznesga ularni subsidiya asosida joriy
etish (masalan, “UzCRM?”, “MahallaCRM” loyihalari).

— Oliy ta’lim va ilmiy-tadqgiqot muassasalari (masalan, TDIU, Toshkent axborot
texnologiyalari universiteti) bilan hamkorikda CRM data-analitika bo‘yicha malaka
dasturlarini yo‘lga gqo‘yish.

— Davlat xaridlari va solig tizimini CRMga integratsiya qilish orgali
tadbirkorlar faoliyatini avtomatlashtirish.

Taklif natijasida kichik biznesning ragamli ko‘rsatkichlari oshadi, mijozlarni
segmentlash va CLV (Customer Lifetime Value)ni hisoblash imkoniyati kengayadi,
marketing strategiyalarini rejalashtirish yanada ommalashadi.

Dissertatsiya ishining ikkinchi bobi “Kichik biznes korxonalarida mijozlar
bilan munosabatlarni boshqgarish holati tahlili va tendensiyalari” deb nomlanib,
O‘zbekistonda turizm sohasidagi biznes subyektlari faoliyatini rivojlanish
tendensiyalari, kichik biznesda mijozlar bilan ishlash va ularning natijalari tahlili
hamda mijozlar bilan munosabatlar samaradorligini baholash usullari tahlil gilingan.

2000-yilga kelib, kompyuter texnologiyalarining rivojlanishi bilan CRM
xizmatlari bozorining shakllanishi boshlandi. Shu davrda “Peoplesoft” kompaniyasi
“Vantive” sotib olish orgali yetakchiga aylandi; shuningdek, “SAP”, “Siebel”,
“Oracle” kabi kompaniyalar ham rivojlana boshladi. Kompaniyalar mobil
versiyalarini ishlab chigishni boshladilar, ammo mobil qurilmalarning funksional
imkoniyatlarining yetishmasligi sababli, ushbu turdagi dasturiy ta’minotga talab past
bo‘ldi. So‘ngra, 2002-yilda, CRM xizmatlari bozorida asosiy ragobatchilardan biri
bo‘lib, “Microsoft” kompaniyasi “Microsoft Dynamics CRM” mahsulotini tagdim
etdi. Kompaniyaning bozor o‘rnini mustahkamlashiga yordam bergan asosiy
afzallik, bu eski foydalanuvchilarga tanish bo‘lgan ofis mahsulotlari va CRM
yechimlarini yagona “Dynamics” brendi ostida birlashtirish edi. 2005-yilda esa

AQShda CRM (Customer Relationship Management) bozori hajmining
sohalar bo‘yicha tagsimoti (milliard dollarlarda)
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“Oracle” va “Siebel” kompaniyalari birlashdi, bu esa “Oracle CRM” mahsulotining
rivojlanishiga katta turtki berdi®®.
2-rasm. AQSHda CRM xizmatlari bozorini 2025 yilgacha rivojlantirish
prognozi, milliard dollart®

Marketing texnologiyalari rivojlanishi bilan CRM tizimlari sohasida bargaror
o‘sish kuzatilmoqgda. Tahlilchilarning fikriga ko‘ra, global CRM bozorining
umumiy daromadi 2025 yilga kelib ikki baravar ko‘payadi va taxminan 80 milliard
dollarni tashkil etadi, bu 2019 yilga nisbatan qariyb 2 barobar tezroq sur’atni
ko‘rsatmoqdal’. Shu bilan birga, tahlilchilar kichik va o‘rta biznes tomonidan
mijozlarga xizmat Kko‘rsatish tizimlaridan foydalanishda faolrog o‘sishni
kutishmoqda. Bizning fikrimizcha, bu tendensiya dasturiy ta’minot yetkazib
beruvchilarning reklama aksiyalari va moslashuvchan narxlari takliflari faol
rivojlanishining natijasi bo‘lishi mumkin, bu qgimmat dasturiy ta’minotni sotib olish
uchun katta miqdordagi mablag‘ga ega bo‘lmagan kichik kompaniyalar uchun
foydalidir.

Yugoridagi rasmda keltirilgan ma’lumotlarga ko‘ra, kelajakda moliya-bank
sektori, IT va savdo sohasida CRM xizmatlaridan foydalanishda aynigsa faol o‘sish
kuzatiladi degan xulosaga kelishimiz mumkin. CRM tizimlari, aynigsa, moliyaviy
operatsiyalar uchun arizalarni gayta ishlash va gabul gilishda, shuningdek, ijtimoiy
tarmoglar orgali mijozlarning xohish-istaklarini tahlil gilishda samaralidir. Albatta,
asosiy tendentsiya “SaaS” (Xizmat sifatida dasturiy ta’minot) - asosan veb-brauzer
yoki mobil ilova orgali amalga oshiriladigan bulutli mijozlarga xizmat ko‘rsatish
modeliga bo‘lgan talabning ustunligi bo‘lib golmoqda. Salesforce birinchilardan
bo‘lib ushbu xizmatni ishga tushirdi, bu esa unga bozorda yetakchi o‘rinni
egallashga katta yordam berdi.
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Turizm tarmogqlarida yaratilgan yalpi qo‘shilgan qiymatning mamlakat YalMdagi ulushi
To‘g‘ridan-to‘g ri turizmda yaratilgan yalpi qo‘shilgan qiymatning mamlakat YalMdagi ulushi
To‘g‘ridan-to‘g ri turizmda yaratilgan yalpi ichki mahsulotning mamlakat YalMdagi ulushi

To‘g‘ridan-to‘g ri turizmda yaratilgan yalpi qo‘shilgan qiymatning Y AQQdagi ulushi

3-rasm. O‘zbekiston Respublikasida turizmning YAlIMdagi ulushi bo‘yicha
ma’lumotlar (mlrd. so‘mda)*®

15 Ucropus passurus CRM. [DrekTpoHHbIi pecype]. - pexum jgocTyna: http://www.voit.pro/blog/istoriya-
razvitiya-crm/

16 https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market

17 CRM Market Size, Share & Trends Analysis. [Dnexrponnsiii pecypc]. / CRM Report - Pexum jpocryna
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market

18 O“zbekiston Respublikasi milliy statistika qo‘mitasi ma’lumotlari asosida muallif ishlanmasi
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So‘nggi yillarda O‘zbekiston sayyohlik sanoatini yanada rivojlantirish va
mamlakatimizga kelayotgan xorijlik turistlar sonini oshirish borasida katta ishlar
olib borildi. Turizm infratuzilmasini mustahkamlash, xizmat ko‘rsatish sifatini
yaxshilash va malakali mutaxassislarni tayyorlashga alohida e’tibor garatilmoqda.
Buning eng muhim jihati, o‘tgan davr mobaynida turizm sohasini tartibga solish va
uning huquqiy asoslarini mustahkamlash uchun zarur bo‘lgan normativ-huquqiy
bazaning yaratilib, samarali faoliyat ko‘rsatishiga erishildi. O‘zbekiston
Respublikasi milliy statistika qo‘mitasining ma’lumotlariga ko‘ra, 2019-2023
yillarda turizm sohasining rivojlanishiga oid asosiy ko‘rsatkichlar tahlil qilindi (4-
rasm).

Ushbu statistik ma’lumotlari so‘nggi besh yil ichida mamlakatimizda turizm
xizmatlari bozori tezkor ravishda o‘sib borayotganini ko‘rsatadi. 2023-yilda turizm
tarmogqlarida yaratilgan yalpi go‘shilgan giymat hajmi 5,895,516.4 milliard so‘mga
yetib, oldingi vyillarga nisbatan sezilarli darajada oshganini ko‘rish mumkin.
Shuningdek, 2023-yilda turizm tarmoglarida yaratilgan yalpi go‘shilgan giymatning
mamlakatning yalpi ichki mahsulotidagi (Y AIM) ulushi 5,5% ni tashkil etdi. Turizm
sohasida to‘g‘ridan-to‘g‘ri yaratilgan yalpi qo‘shilgan giymat 2023-yilda 15,462.3
milliard so‘mni tashkil gilib, ushbu ko‘rsatkichning YAIMdagi ulushi 1,4% ni
tashkil etgan.

2024 yilning yanvar-mart oylarida O‘zbekiston Respublikasiga kelgan xorijiy
fugarolar soni jami 1 519,4 ming nafarni tashkil etgan. 2023-yilga nisbatan ularning
soni 2,1 % ga oshgan.
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4-rasm. O‘zbekiston Respublikasida turizmda yaratilgan yalpi qo‘shilgan
giymati bo‘yicha ma’lumotlar (mlrd. so‘mda)*®

Mamlakatimizda ishbilarmonlik turizmini rivojlantirish, iqtisodiy o‘sishni
ta’minlash va xalqaro hamkorlikni mustahkamlashda muhim o‘rin tutadi.
Ishbilarmonlik turizmi, ya’ni biznes va konferensiya turizmi, nafaqat turistik sohani
rivojlantirishga, balki iqtisodiyotning boshqa sohalariga ham sezilarli ta’sir
ko‘rsatadi. Bu turizm turi, o‘z navbatida, mamlakatga xorijiy investitsiyalarni jalb

19 O¢zbekiston Respublikasi Prezidenti huzuridagi statistika agentligi ma’lumotlari asosida muallif ishlanmasi.
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gilish, yangi bozorlar ochish va xalgaro kompaniyalar bilan hamkorlikni
kuchaytirish imkoniyatlarini yaratadi.

O‘zbekistonda turizm sohasidagi islohotlar va rivojlanish ko‘rsatkichlari
so‘nggi yillarda izchil va tizimli ravishda amalga oshirilmoqda. Magsad — turizmni
igtisodiyotning ustuvor va yirik tarmoglaridan biriga aylantirish, mehmonlarni jalb
gilish va ularga yuqori sifatli xizmatlarni taqdim etish. Bu yo‘nalishda amalga
oshirilayotgan islohotlar va rivojlanish ko‘rsatkichlari turizmning strategik
rivojlanishiga olib kelmoqda.

2-jadval
2019-2023-yillarda O¢zbekistonga turistik magsadlarda kelgan chet el
fugarolarining safar magsadlari be‘yicha tagsimlanishi®

Magsadlar Tashrif buyurganlar soni, ming Kishi
2019 2020 2021 2022 2023
Qarindoshlarni yo‘glash 5520,6 1066,7 1974 536,2 1322,1
O‘qish 21,4 3,9 1,6 1,2 3,3
Davolanish 18,5 141 5.8 18,4 17,5
Bo‘sh vaqgt va dam olish 143,9 1135 22,4 37,2 108,1
Xizmat yuzasidan 13,1 8,7 9,7 13,7 27,0
Tijorat 11,9 7,1 2,0 2,9 9,7

Turizm sohasida kaoliyat yuritayotgan kichik biznes subyektlarining Xizmat
darajasini baholashning umumiy miqgdoriy usullaridan biri bu SERVQUAL
usulidir®. Mazkur usul 5 ta bo‘lim va 22 ta mezondan iborat so‘rovga asoslangan.
Har bo‘lim o‘z tarkibida bir gator so‘rovlarni birlashtiradi. Respondentlardan har bir
mezonni baholashda o‘zlarining shaxsiy idrokiga garab baholashlari so‘raladi.
Baholash beshta darajani o‘z ichiga olgan Laykert shkalasi bo‘yicha amalga
oshiriladi.

3-jadval
Laykert shkalasi bo‘yicha SERVQUAL usulidan foydalangan holda
xizmat ko‘rsatish darajasini baholash uchun respondent so‘rovi?

Ne Baholangan sifat omillari/mezonlari Ballar

1. Moddiylik 5 4 | 3] 2 1
2. Ishonchlilik 5 4 13| 2 1
3. Javobgarlik 5 4 | 3| 2 1
4. Ishonch uyg‘otish 5 4 13| 2 1
5. Empatiya 5 4 | 3| 2 1

Servqual modeli xizmat sifati tahlilida quyidagi besh asosiy o‘lchov mezonini
0°z ichiga oladi:

1. Moddiylik — xizmat ko‘rsatish joyining tashqi ko‘rinishi, texnik vositalar,
jihozlar, xodimlarning imidji va tashkiliy muhitning estetik holati. Bu o‘z ichiga

2 O’zbekiston Respublikasi Prezident xuzuridagi statistika agentligi rasmiy sayti https://stat.uz/uz/default/choraklik-
natijalar/ saxifasining tegishli yillar ma’lumotlari asosida muallif tomonidan tuzilgan.

2L Simpson P. M., Siguaw J. A., & Baker T. L. A model of value creation, supplier behavior and their impact on
reseller-perceived value // Industrial Marketing Management. 2001. Ne 30. P. 119-134.

22 Simpson P. M., Siguaw J. A., & Baker T. L. A model of value creation, supplier behavior and their impact on
reseller-perceived value // Industrial Marketing Management. 2001. Ne 30. P. 119-134.
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chakana savdo maydonining ichki qismi, Aloga zonasi xodimlarining tashqi
ko‘rinishi, reklama materiallari, bukletlar, stendlarning mavjudligini oladi.

2. Ishonchlilik — turistik korxona tomonidan va’da gilingan xizmatlarni o‘z
vagtida va sifatli bajarish darajasi. Bu 0z ichiga belgilangan muddatda e’lon
gilingan xizmatlarni taqdim etish bo‘yicha majburiyatlarni bajarish, talab gilingan
xizmatlarni bajarishda aniglik, mijozlarning muammoli vaziyatlarini hal qilish,
imijning bargarorligi, amaliyotlarni bajarishda xato va noanigliklar mavjud emasligi
bokabilarni oladi.

3. Javobgarlik — xodimlarning mijoz so‘rovlariga tezkor va xushmuomala
tarzda javob berish gobiliyati. Bu gism o‘z ichiga xodimlarning reaktivligi, xodimlar
intizomi, xizmatlarni tagdim etishda samaradorlik, mijozlarning muammolarini hal
gilishda yordam berish istagi, mijozlarning so‘rovlariga tezkor javob, kadrlar
kompetentligini oladi.

4. Ishonch uyg‘otish — xodimlarning malakasi, bilim darajasi, ishonchlilik
hissini uyg‘otish va xavfsizlikni ta’minlash gobiliyati. Bu gism o‘z ichiga aloga
hududi xodimlarini mijozlar bilan aloga o‘rnatishda ishonch va o‘zaro tushunish
muhitini yaratishdgi imkoniyatlarini, xodimlar mijozlarga xushmuomalalik va
do‘stona munosabatda bo‘lishini, xodimlar mijozlarga samarali xizmat ko‘rsatishni
ta’minlashi va to‘lig qo‘llab-quvvatlashni, xodimlar mijozlarga malakali maslahat
berishlarini oladi.

5. Empatiya — mijozlarga shaxsiy e’tibor, ularning ehtiyojlarini tushunish va
individual yondashuv darajasi. Bu o‘z ichiga mijozga individual yondashuvni
namoyish qilish, xodimlar o‘z mijozlarining muammolarini hal gilishlari, xodimlar
o‘z mijozlarining ehtiyojlarini bilish darajalari, xodimlar mijozlar muammolarini hal
gilishda shaxsan ishtirok etishlari va xodimlar mijozlarga axborot yordamini tagdim
etadishlarini oladi.

So‘rovda qgartnashayotgan respondentlar “Men butunlay rozi emasman (1),
“Men rozi emasman (2)”, “Menga javob berish qiyin (3)”, “Men roziman (4)” va
“Men butunlay roziman (5)” kabi javoblardan birini tanlash bilan qatnashadilar.
Birinchidan, respondentlardan xizmat sifatini ularning kutganlariga muvofiq
baholashlari so‘raladi, keyin mijoz haqiqiy idrokga muvofiq baho beradi.

Xizmat sifati ko‘rsatkichi formula yordamida hisoblanadi.

Q=P-E 1)

bu yerda;

Q (sifat) — sifat darajasi (bal).

P — mijozning haqiqiy bahosi.

E — mijozning kutgan bahosi.

- Agar Q>0 bo‘lsa, xizmat sifati yaxshi.
- Agar Q=0 bo‘lsa, xizmat sifati kutilgan darajada.
- Agar Q<0 bo‘lsa, xizmat sifati past.

Shu nugtai nazardan, SERVQUAL modeli yordamida turistik xizmatlarning
sifat darajasini baholash, korxona faoliyatidagi kuchli va zaif jihatlarni aniglash
hamda ilmiy asosda taklif va tavsiyalar ishlab chigish dolzarb masala sifatida
garaladi. Model asosida o‘lchov jarayoni kutilgan xizmat darajasi hamda mijoz
tomonidan amaldagi taasuroti darajasi o‘rtasidagi tafovutni aniglashga asoslanadi.
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Ushbu tafovut aniglanib, xizmat sifatining real bahosini belgilaydi. Mazkur
mezonlar asosida o‘tkazilgan baholash natijalari turizm korxonalarining xizmat
ko‘rsatish tizimidagi ustuvor jihatlar va rivojlanishga muhtoj yo‘nalishlarni aniglash
imkonini beradi. Shu orgali, korxonalar o‘z faoliyatini mijozlar ehtiyojlariga
moslashtirish, xizmat sifati va mijoz sodigligini oshirish hamda bozorda
ragobatbardoshlikni mustahkamlash yo‘lida ilmiy asoslangan strategik garorlar
gabul gilishi mumkin.

Battuta Travel, UzTrip va Dilrabo Travel MChJ misolida xizmat ko‘rsatish
sifatining bahosi SERVQUAL modeli mezonlari asosida tahlil gilinadi. Tadgigot
doirasida Battuta travel, UzTrip va Dilrabo Travel turistik korxonalari faoliyati 120
nafar mijoz so‘rovnomasi asosida baholandi.

4-jadval
Battuta Travel MChJ, UzTrip MChJ va Dilrabo Travel MChJ korxonalarida
xizmat sifati tahlili (SERVQUAL modeli asosida)?®

Amalda sezilgan baho

O‘rtacha Amalda Farg
Ne Mezonlar kutilgan | Battuta UzTrip | Dilrabo | o‘rtacha | (sq)

baho (E) | Travel Pl Travel sezilgan

baho (P)
1. | Moddiylik 4,6 44 41 4,5 4,3 -0,3
2. | Ishonchlilik 4.7 45 4,3 4.6 4.4 -0,3
3. | Javobgarlik 4,5 4,3 4,0 4.4 4,2 -0,3
4. | Ishonch uyg‘otish 48 4.6 4.4 47 45 -0,3
5. | Hamdardlik 4,6 4,3 41 4.4 4,2 -0,4
O‘rtacha SERVQUAL 4,6 4.4 4,2 4,5 4,3 -0,3

Natijalar tahlili shuni ko‘rsatdiki, barcha korxonalarda kutilgan va amalda
sezilgan xizmat darajalari o‘rtasida o‘rtacha -0,3 ball tafovut mavjud. Bu mijozlar
umidining to‘liq qondirilmaganini, biroq xizmat sifati umumiy tarzda yaxshi
darajada ekanini ko‘rsatadi. Dilrabo Travel MChJ kompaniyasi eng yuqori o‘rtacha
bahoga (4,5 ball) ega bo‘lib, mijozlarga individual yondashuv va ishonch uyg‘otish
mezonlarida ustunlikka ega. Battuta Travel MChJ korxonasida xizmat sifati
bargaror, lekin javobgarlik va hamdardlik mezonlarida biroz pasayish kuzatilgan.
UzTrip MChJ kompaniyasi moddiylik va javobgarlik mezonlarida pastrog bahoga
ega bo‘lib, xizmat standartlarini modernizatsiya qilish zarurligi aniglangan.

5-jadval
Baholash bo‘yicha umumiy natijalar tahlili**
Korxona nomi O‘rtachaamalda | Kutilgan | Farq (P | Sifat darajasi Revtin
sezilgan baho (P) | baho (E) | -E) (%) (Q) yting
Dilrabo Travel .
MChJ 4,5 4,6 -0,1 -2,6 % 1-0°rin

23 Muallif ishlanmasi
24 Muallif ishlanmasi
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Battuta Travel

- 470 -0°Ti
MChJ 4,4 4,6 0,2 4,7 % 2-0°rin

UzTrip MChJ 4,2 4,6 -0,4 -9,9 % 3-o0°rin

Tahlil natijalari shuni ko‘rsatadiki, xizmat sifati jihatidan Dilrabo Travel MChJ
kompaniyasi yetakchi o‘rinni egalladi. Ushbu korxonada mijozlar bilan interaktiv
mulogot, xodimlarning javobgarlik madaniyati, va shaxsiylashtirilgan xizmat
yondashuvi samaradorlikni ta’minlamoqda. Ularning xizmat sifati kutilgan
darajadan atigi 2,6% past, bu esa xizmatning bargarorlik va mijoz sodigligiga yaqgin
darajada ekanini ko‘rsatadi. Battuta Travel MChJ korxonasida xizmat sifati nisbatan
yugori (4,4 ball), birog hamdardlik va moddiylik mezonlarida farq seziladi. Bu
xodimlar malakasini oshirish va xizmat madaniyatini yaxshilash orgali bartaraf
etilishi mumkin. UzTrip MChJ korxonasida xizmat sifati pastroq (4.2 ball), bu esa
mijozlar bilan aloga jarayonida teskari bog‘lanish yetarli emasligi, hamda xizmat
jarayonlarining ragamlashtirilmaganligi bilan izohlanadi. Kompaniya ichki
boshgaruv tizimida sifat menejmenti mexanizmlarini joriy etish orgali
racobatbardoshlikni oshirishi mumkin.

Dissertatsiyaning “Kichik biznesda mijozlar bilan munosabatlarning
strategik yo‘nalishlarini rivojlantirish” deb nomlangan uchinchi bobi o‘zining
nazariy asoslari va amaliy yondashuvlari bilan alohida ilmiy ahamiyat kasb etadi.
Ushbu bobda kichik biznes subyektlarida igtisodiy samaradorlikni oshirish orgali
mijozlar bilan munosabatlarni takomillashtirishga oid muhim yo‘nalishlar atroflicha
tahlil gilingan. Aynigsa, mijoz ehtiyojlariga tezkor va sifatli javob gaytarish,
ularning sadogatini mustahkamlash hamda xizmat ko‘rsatish sifatini yaxshilash
orgali bargaror rivojlanishga erishish masalalari asosli takliflar bilan boyitilgan.

Mazkur bobda ragamli texnologiyalarning kichik biznes faoliyatida mijozlar
bilan o‘zaro alogalarni samarali rivojlantirishdagi o‘rni alohida o‘rin tutadi.
Xususan, CRM tizimlari, mobil ilovalar, sun’iy intellekt asosida yaratilgan
xizmatlarni avtomatlashtirish texnologiyalari, elektron tahlil vositalari hamda mijoz
xatti-harakatlarini prognozlash uslublarining amaliy ahamiyati keng tahlil gilingan.
Ushbu ragamli yechimlar kichik biznes korxonalarining raqobatbardoshligini
oshirishda muhim strategik vosita sifatida baholangan.

Bundan tashgari, kichik biznesda mijozlar bilan munosabatlarni
rivojlantirishga ta’sir etuvchi omillar — xizmat sifati, marketing strategiyasi, narx
siyosati hamda mijoz fikr-mulohazalarini tahlil gilish mexanizmlari — o‘zaro
bog‘liglikda ko‘rib chigilgan. Aynigsa, korxona faoliyatining igtisodiy natijalari va
mijozlar bilan o‘zaro alogalar sifati o‘rtasidagi munosabatni aniglash magsadida olib
borilgan ekonometrik tahlillar bobning ilmiy asoslanganligini yanada kuchaytirgan.
Regression tahlil usuli yordamida mijozlar bilan ishlash samaradorligi va
korxonaning iqtisodiy ko‘rsatkichlari o‘rtasidagi o‘zaro bog‘liglik aniglangan
bo‘lib, bu tadgigotga mustahkam statistik asos yaratgan.

Rivojlanish va integratsiyani boshgarish mexanizmini faollashtirgandan so‘ng,
turistik ogimlarning yo‘nalishi chiquvchidan ichki va kiruvchiga o‘zgaradi, deb
aytish mumkin.
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[ Magsadni belgilash (xizmat sifatini yaxshilash, mijozlarni saglab qgolish, ragobatbardoshlikni oshirish va h.k.) }

v

Mijozlar bazasini shakllantirish. Mijozlar
ro‘yxati, xizmat turlari, sayohat formatlari

Korxonada xizmat sifati va mijozlar qonigishini
boshqarish siyosati, segmentatsiya reyestri

AR

v

v

Mijozlarni segmentatsiya gilish

Mijozlar gonigishini tashxislash va baholash tartibi
. o

Birinchi marta kelgan, doimiy, korporativ
onlayn/oflayn mijozlar

Kutilma va qonigishlarni o‘lchash

‘—F/ SERVQUAL va boshga usullar yordamida

Natija ijobiymi?

Muammolarni identifikatsiya gilish

v

Ustuvor muammolarni aniglash

Sabab-oqibat tahlili

v

Xizmat sifatini oshirish choralarini ishlab
chigish

Tashkiliy, choralar, standartlashtirish,
ragamlashtirish

v

Lt

SERVQUAL va boshga usullar yordamida /

Chora tadbirlarni joriy etish

SERVQUAL Mijozlar fikr-mulohazalari

Hujjatlar

v

anketa shakli va baholari jurnali

GAP- tahlil Xizmat sifati bo‘yicha
hisoboti sabab—oqibat tahlili

I

Xizmat sifatini oshirish
tadbirlar rejasi

I

Standartlar

Igtisodiy samarani baholash

AT Sifat va igtisodiy natijani baholash

v

Yo‘q

Qayta baholash,
ijobiymi

v

[ Mijozlarga e’tibor garatishi doimiylik siklini ta’minlash

5-rasm. Kichik biznes korxonalarida mijozlar bilan ishlash tizimini
xaridorlar gonigishlarini tashxislash va rivojlantirish algoritmi %

25 Muallif ishlanmasi
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Shunday qilib, biz Internet vositalaridan foydalangan holda reklama qilish
mumkin va zarur bo‘lgan tovarlar va xizmatlarni to‘g‘ri joylashtirish bilan an’anaviy
usullarga garaganda samaraliroq degan xulosaga kelishimiz mumkin. Fagatgina
ushbu vositalar gobiliyatli go‘llarda bo‘lishi muhimdir. Sayyohlik agentliklarini o‘z
ichiga olgan kichik korxonalar rahbarlari zamonaviy boshqgaruv vositalaridan to‘lig
foydalanishlari kerak - ulardan biri o‘zgartiriigan ma’lumot manbai sifatida
Internetdir. Internet yordamida sayyohlik agentliklari yangi magsadli segmentni
aniglash uchun ham ma’lumot oladi.

Taklif qilinayotgan  korxonaning mijozga Yyo‘naltirilgan  modelida
jarayonlarning uchta asosiy darajasi ajralib turadi: birinchi daraja - axborot
almashinuvi, shu jumladan yig‘ish, targatish va ma’lumotlarni gayta ishlash;
ikkinchisi analitik daraja bo‘lib, u birgalikdagi faoliyat uchun mijozlarni baholash,
monitoring, baholash (ishlab chigilgan KPI yordamida) va mijozlar ogimini
sozlashni o‘z ichiga oladi; va, nihoyat, uchinchisi - moslashuv, bu tovarlar va
xizmatlarni moslashtirish bo‘yicha chora-tadbirlarni amalga oshirish, mijozlarning
fikr-mulohazalarini muvofiglashtirish va nazorat gilishni o‘z ichiga oladi. Ushbu
darajalar o‘rtasidagi munosabatlar, shuningdek, bozor o‘zaro ta’sirining dinamikasi
va muvofiglashtirilishini tuzadigan mijozlar bilan o‘zaro munosabatlar shaklda
ko‘rsatilgan. Bizning fikrimizcha, bu jarayonlar o‘rtasidagi munosabatlariga ega
bo‘lgan yaxlit tizimning mavjudligi, bu bizga munosabatlar doirasida korxonaning
mijozga yo‘naltirilganligi hagida gapirishga imkon beradi, bu nafagat mijoz
to‘g‘risidagi ma’lumotlarni to‘plash va tahlil gilish faoliyatini, balki mijozlar
ogimini tanlashning tegishli boshgaruv mexanizmlarini izchil shakllantirishni ham
nazarda tutadi.

Quyidagi 7-rasmda keltirilgan model ilgari muhokama gilingan mijozlarga
yo‘naltirilgan tushunchalarning asosiy tamoyillarini: o‘zaro ta’sirning bir
tomonlama tabiati, korxonaning mijozlarga yo‘naltirilganligini ta’minlaydigan
asosiy jarayonlar ro‘yxati, shuningdek, tranzaksiya marketingi doirasida qiymat
yaratish bosgichlari umumlashtiradi. Korxona mijozning ehtiyojlari va afzalliklari
haqidagi ma’lumotlarni to‘plash, qayta ishlash va tahlil qilish orgali yangi
mahsulotlarni yaratish va mavjud mahsulotlarni takomillashtirish sohasida yanada
samarali ishlaydi va innovatsion faoliyatni amalga oshiradi. Natijada, bu mijozga
xizmat ko‘rsatish xarajatlarining gisgarishiga va kompaniya va mijoz o‘rtasida
tagsimlanadigan yaratilgan giymat migdorining oshishiga olib keladi.

Mijozlar talablariga tezkor javob berish orgali moslashuvchanlikni oshirish:
CRM tizimlari orgali mijozlar talablari tezda aniglanib, ularga mos ravishda
strategiyalar ishlab chigiladi. Mijozlarga tezkor javob berish va ularning talablarini
gondirish biznesni bozordagi o°zgarishlarga moslashishga yordam beradi, bu esa
ularning gonigishini va daromad manbalarini oshiradi.

Bozor ulushini oshirish. CRM kompaniyaga bozordagi mijozlar ehtiyojlarini
yaxshirog tushunish va ragobatchilarga nisbatan ustunlikka ega bo‘lish imkonini
beradi. Bu orgali yangi mijozlarni jalb gilish va bozor ulushini oshirish imkoniyati
yaratiladi.

Igtisodiy va moliyaviy jihatdan garaganda, CRM kompaniyaga uzoq muddatli
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bargarorlik va moliyaviy o‘sishni ta’minlash imkonini beradi. Mijozlar bilan yaqin
alogalar o‘rnatish, ularni saglab qolish va ularning ehtiyojlarini tushunish
kompaniyaning bozordagi raqobatbardoshligini  oshiradi va  moliyaviy
samaradorligini yaxshilaydi.

—_—— = e — — — —— — — — — — — o
I .S(.)tis.h. Tashqi b Mijozlar L! Mijozlarning bl Proanoziar b Mijozlardan I
tizimini 4, o chitar shikoyatlari kredit tarixi g tushumlar I
I boshqarish
Ehtiyojl . _ N _ :
I ! ;chi)fiar <« Marketing | Servis € Logistika |4 Moliya |94 ig}ﬁ: :
—] Ma’lumotlar > Tashkglot itchida »1 Axborotga javob berish - >
' ; axborotni tashkiliy o'zgarishlar
to'plami targatish ! yoz
Mavjud mahsulotlarni Yangi mahsulotlarni Jaravon innovatsivasi
takomillashtirish yaratish arayon innovatstyas
I Mahsulotdan mijozlar Umumiy mijoz xarajatlarini I
Qiymat foydasini oshirish kamaytirish I
I yaratish J
P Mijozlar sadogatini |
h oshirish b
6-rasm. ljobiy marketingda mijozlarga yo‘naltirilganlikning konseptual
modeli®®

Quyidagi “Kichik biznesda mijozlar bilan munosabatlarni  boshqgarish
strategiya”laridan gaysi biri samarali hisoblanadi? Buning uchun 4 ta strategiya
taklif etilmoqda:

1. Eko-CRM va bargaror turizm strategiyasi. Uning mohiyati CRM orqgali
mijozlarga ekologik toza xizmat va bargaror sayohat mahsulotlarini taklif gilish
hisoblanadi.

2. Mijoz sayohatini ragamli modellashtirish strategiyasi. Uning mohiyati
mijozning sayyohat oldidan to undan keyingi barcha nugtalardagi tajribasini ragamli
kuzatish, tahlil gilish va shaxsiylashtirish orgali xizmat sifati va goniqish darajasini
oshirish hisoblanadi.

3. Ta’minot zanjiriga integratsiyalashgan CRM strategiyasi. Uning mohiyati

26 Muallif ishlanmasi
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Mehmonxona, transport, gid, ovgatlanish va ekskursiya xizmatlarini yagona CRM
orqgali bog‘lash orqali turistga kompleks xizmat ko‘rsatish hisoblanadi.

4., Tahlil va prognozga asoslangan dinamik narx strategiyasi. Uning mohiyati
CRM ma’lumotlari va talab-prognoz modellari orgali narx siyosatini real vaqtda
avtomatik moslashtirish hisoblanadi

Ekspertlar tomonidan mazkur savolga javob topish maqgsadida “5” ballik
baholash shkalasi gabul gilindi va ular tomonidan ustuvor faoliyat yo‘nalishlariga
quyidagi ballar belgilandi.

Mazkur strategiyalarni birdaniga integrativ tartibda ham amalaga oshirish
mumkin. Lekin bu turistik korxonalar xarajatlarini ortib ketishiga va bozordagi
mijozlarga qaratilgan fokuslarni yo‘qolib golishiga olib keladi. Shuning uchun
ekspertlardan bularning birini tanlab, korxonalar uchun tadbiq etish tavsiya etildi.

6-jadval
Kichik biznesda mijozlar bilan munosabatlarni boshqarish bo‘yicha taklif
etilgan strategiyalarga ekspertlar tomonidan ko‘rsatilgan ballar?’

Baholanayotgan Ragamli Dinamik
mezonlar — Eko-CRM qamil Integratsiyalashgan
.. | modellashtirish .9 narx
Ekspertlar strategiyasi S CRM strategiyasi .
; strategiyasi strategiyasi
ragami |
1 45 45 5,0 3,5
2 5,0 5,0 4,0 4,0
3 4,5 4,5 4,0 4,0
4 5,0 4,0 4,0 4,0
5 5,0 4,0 4,0 4,0

Ta’kidlash joizki, kichik biznesda mijozlar bilan munosabatlarni boshqarish
bo‘yicha taklif etilgan strategiyalarga ekspertlar tomonidan ko‘rsatilgan eng
maksimal ball yoki rang (7;,,4,)da aks ettiradi.

Ya’ni, agar qaysi strategiya bo‘yicha o‘rtacha ball yugori bo‘lsa (7,,4,), ushbu
mezon asosida kichik biznesda mijozlar bilan munosabatlarni boshqarish bo‘yicha
taklif etilgan strategiya samarali ekanligini ifodalaydi (8-rasm).

4,7
4,6
4,5
4,4
4,3
[ o
4,1
Eco-CRM strategiyalari Ragamli Integratsiyalashgan Dinamik narx

modellashtirish CRM strategiyalari strategiyalari
strategiyalari

7-rasm. Kichik biznesda mijozlar bilan munosabatlarni boshgarish bo‘yicha
taklif etilgan strategiyalarga ekspertlar tomonidan ko‘rsatilgan ballarning

2" Ekspertlar ma’lumotlari asosida muallif tomonidan shakllantirilgan.
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o‘rtachasi, (7;)?

Grafikdan ham ko‘rinib turibdiki, taklif etilgan kichik biznesda mijozlar bilan
munosabatlarni boshgarish strategiyalari orasida 1-strategiya Eko-CRM va bargaror
turizm strategiyasiga ekspertlar tomonidan ko‘rsatilgan o‘rtacha ball 4,6 ni tashkil
etgan.

Shu o‘rinda mamlakatimizdagi turistik korxonalarning 2020-2024yillar
davomida pul aylanmasi tahlili amalga oshirilgan,

7-jadval
Korxonalarning moliyaviy ko‘rsatkichlari®®
Korxona nomi Yil Pul aylanmasi Ishchi soni

2020 974 821 112,2 4

2021 1142 666 824 4

Muniyr Travel Group XK 2022 4 650 021 773 4
2023 5104 497 316 4

2024 6 410 640 649 2
2020 1 039 145 645 40

2021 2 627 893 011 38
Fergana Avia Travel MChJ 2022 2 434 104 080 30
2023 3216 076 451 28
2024 3822 245 868 23

2020 894 792 401,8 4

2021 2839879 926 4

Grand Avia Travel OK 2022 1653 315 961 5
2023 1684 427 330 6

2024 1198 375 487 4

2020 0 0

2021 0 0

Dilrabo Travel OK 2022 275 189 633,9 1
2023 569 640 738,8 2

2024 1016 947 867 4
2020 278 767 4425 13
2021 177 355 915,1 10

Havo-Sayyoh Travel MCHJ 2022 371 565 499,3 8
2023 331073632 7

2024 262 704 170 6

2020 0 0

Kadrus Vip Travel MCHJ 2021 0 0
2022 278 442 819,1 5

2023 274 892 946,7 5

28 Muallif hisob-kitoblari.
29K orxonalar ma’lumotlari asosida muallif tomonidan ishlab chiqgilgan.
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2024 164 928 572 5

Tahlillar asosida shuni ta’kidlash lozimki, turistik korxonalar pul aylanmasida
ijjobiy o ‘sish tendensiyasi kuzatilgan. Bunga sabab sifatida mamlakatimizda turizm
sohasidagi imkoniyatlar va aholining boshga davlatlarga sayohatga chigishga
bo‘lgan gizigishi kuchayganligi sanaladi.

Mijozlar umrbo‘yi giymati (Customer Lifetime Value, CLV) — bu mijozning
butun umri davomida kompaniyaga Kkeltirishi mumkin bo‘lgan daromadning
umumiy bahosi. CLV kompaniyaning mijozlarga garatilgan strategik garorlarini
ishlab chigishda, resurslarni magsadli tagsimlashda va marketing xarajatlarini
samarali boshgarishda asosiy ko‘rsatkich hisoblanadi

Mijozlar giymatini oshirishning afzalliklari:

Tizimli daromad manbai: CLV yugori bo‘lgan mijozlar orgali kompaniya uzoq
muddatli va bargaror daromad manbaiga ega bo‘ladi.

Resurslarning samarali tagsimlanishi: Kompaniya CLV Kko‘rsatkichidan
foydalanib resurslarni to‘g‘ri tagsimlay oladi. Bu orgali kompaniya yuqori qiymatga
ega mijozlarga ko‘proq e’tibor garatib, ularni saqlab qolishga harakat qiladi.

Foydani oshirish va xarajatlarni gisgartirish: Uzog muddatli mijozlardan foyda
olish natijasida marketing xarajatlari gisqgartirilib, umumiy daromad va rentabellik
oshadi.

Mijozlar giymatini oshirishni (Customer Lifetime Value, CLV) hisoblashda
turli formulalar va ko‘rsatkichlardan foydalaniladi. Ko‘pincha, CLV formulasi
kompaniyaning sohasi, biznes modeli va mijozlar bilan munosabatlarining uzoq
muddatli bo‘lish darajasiga qarab tanlanadi. Asosiy formulalar va ularda
go‘llaniladigan ko‘rsatkichlar quyida keltirilgan:

1. Qisqartirilgan oddiy formula. Eng oddiy CLV formulasi bir mijozdan
o‘rtacha olinadigan daromadni o‘sha mijozning uzoq muddatli alogasining taxminiy
davriga ko‘paytiradi:

CLV=AOVXFTXLT 1)

Bu yerda:

AOV (Average Order Value) — bir xarid uchun o‘rtacha daromad;

FT (Frequency of Transactions) — muayyan muddatda (bir yil yoki bir oy) xarid
qilishlar soni;

LT (Customer Lifetime) — mijozning umumiy alogada bo‘lish muddati (odatda
yillarda).

CLV - bu mijozdan ma’lum vaqt oralig‘ida olingan umumiy hissa marjasi, bu
mijozga cheklangan miqdordagi takroriy sotuvlar natijasida, xarajatlarni hisobga
olmaganda. CLVni kompaniya ma’lum bir mijozdan kompaniya bilan munosabatlari
davomida olishni kutayotgan kelajakdagi sof foydaning hozirgi giymati sifatida
aniglash mumkin.

CLV dan foydalanish magsadlarini hisobga olish muhim:

— gimmatli mijozlarni jalb gilish;
— mijozlarning “qiymatini” oshirish;
— mijozlarning sodiqgligini oshirish;
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— mijozlar bilan munosabatlarni optimallashtirish.

8-jadval
Mijozning umr be‘yi giymati (CLV) tahlili*
. . Muniyr | Ferghana
Ne Ko‘rsatkichlar O_Icr_]o_v Dilrabo | Battuta UzTrip | Travel Avia
birligi Travel Travel
Group Travel
Bir xarid uchun O°zbek
1 | o‘rtacha daromad .- | 2100000 | 1800000 | 1200000 | 2000000 | 1400000
so‘mi
(AQV)
e | i
2 AR ; haridlar 1,7 2,1 2,5 1,6 2,4
xarid gilishlar soni soni
(FT)
Mijozning umumiy
3 | alogada bo‘lish Yil 3 4 2 2 2
muddati (LT)
Mijozning umr Ozbek
4 bo‘yi giymati so‘mi 10710000 | 15120000 | 6000000 | 6400000 | 6720000
(CLV), (19*29*3q)

Mijozning hayot sikli giymati Kko‘rsatkichining tahlili shuni anglatadiki,
korxonalar mijozlar bilan munosabatlarni o‘rnatishda uzog muddatli magsadlarga
e’tibor garatishlari va mijozning kompaniya bilan munosabatlarining butun davri
davomida ushbu munosabatlar natijasida olingan foydani hisobga olishlari kerak.
Shunday qilib, korxonalar mijozdan uzog muddatli foyda olishga e’tibor garatishlari
kerak3!,

Mijozlarni saglab qolishlik koeffitsiyenti mijozlarni yo‘gotish darajasiga ham
asoslanadi CLV. Bu metodda mijozlarni saglab qolish koeffitsiyenti (Retention
Rate) va mijozlarni yo‘qotish (Churn Rate)dan foydalaniladi. Ushbu ko‘rsatkichlar

bilan hisoblangan formula quyidagicha bo‘ladi:
CLV = AOVXFTxRetention Rate

1—Retention Rate

3)

Bu yerda Retention Rate har bir davrda mijozlarni saglab qolish darajasini
ko‘rsatadi. Agar mijozlarning uzoq muddatli saglanish darajasi yuqori bo‘lsa,
ulardan keladigan daromad yugori bo‘ladi.

Qo‘llaniladigan ko‘rsatkichlar

AOQOV (Average Order Value) — mijozning o‘rtacha xaridi giymati.

Frequency of Transactions (FT) — mijozning xaridlar soni.

Customer Lifetime (LT) — mijoz bilan munosabatlar davomiyligi.

Retention Rate — mavjud mijozlarni saglab golish darajasi.

Churn Rate — ma’lum muddatda yo‘qolgan mijozlar ulushi.

Profit Margin (P) — umumiy daromaddagi foyda ulushi.

30 K orxonalar ma’lumotlari asosida muallif ishlanmasi
31 Moller K., Halinen A. Relationship marketing theory: Its roots and direction // Journal of Marketing Management.
2000. Ne 16. P. 29— 54,
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Acquisition Cost (AC) — yangi mijozni jalb qgilish xarajatlari.
Discount Rate (d) — kelgusidagi daromadlarning hozirgi giymati.

9-jadval
Mijozni saqlab qolish koeffitsiyenti tahlili®2
. Muniyr
Ne Ko‘rsatkichlar Dilrabo | - Battuta UzTrip | Travel Fgrghana
Travel Travel Avia Travel
Group
1 Davr oxiridagi mijozlar 620 460 390 360 445

soni (E), nafar
Davr davomida jalb
2 | gilingan yangi mijozlar 200 150 120 180 100
soni (N), nafar

Davr boshidagi mijozlar
soni (S), nafar

Mijozni saglab golish
4 | koeffitsiyenti, (1g- 84% 78% 7% 60% 82%
20)/3q)*100, foiz

500 400 350 300 420

CLV konseptsiyasini vaqgt o‘tishi bilan mijozning giymatini bashorat gilish kabi
tushuncha mavjud, bu konsepsiya doirasini sezilarli darajada kengaytiradi va
mijozlar sonini hisoblashdan ko‘proqdir. Masalan, talabalar uchun bank
hisobvaraglarini ochish uchun maxsus shartlar bo‘lishi mumkin. Qisqa muddatda bu
takliflar foydasiz bo‘lishi mumkin, ammo bu banklarga kelajakda ushbu toifadagi
mijozlarning raqobatchilarga o‘tishini oldini olishga imkon beradi.

CLV kompaniyaning mijozlarga qaratilgan strategik garorlarini ishlab
chigishda, resurslarni magsadli tagsimlashda va marketing xarajatlarini samarali
boshqgarishda asosiy ko‘rsatkich hisoblanadi. Mijoz qiymatini oshirish orgali
kompaniya mijozlar bilan mustahkam va uzoq muddatli munosabatlarni qurib, ularni
saglab qolish, gayta-qayta xaridlarni ko‘paytirish va, shu bilan birga, daromadni
barqarorlashtirishga erishadi.

XULOSA VA TAKLIFLAR

1. Kichik korxonalarda mijozlar bilan munosabatlarni samarali yo‘lga qo‘yish
ragamli texnologiyalarsiz amalga oshmaydi. CRM tizimlariga integratsiya gilingan
elektron pochta, IP-telefoniya, ijtimoiy tarmoglar va chat-botlar mijoz bilan real
vaqtda aloqga qilishni ta’minlaydi. Bu esa mijoz so‘rovlarini tezkor qayta ishlash va
xizmat ko‘rsatish sifatini yaxshilash imkonini yaratadi. Shu bilan birga, sun’iy
intellekt va mashinani o‘rganish texnologiyalaridan foydalanish mijoz xulqini
bashorat qilish, segmentlar bo‘yicha avtomatik tavsiyalar berish va marketing
xarajatlarini optimallashtirish imkonini beradi. Innovasion CRM platformalari mijoz
ma’lumotlarini tahlil qilish orqali har bir xaridorga shaxsiylashtirilgan xizmat
ko‘rsatishni ta’minlaydi. Bu kichik biznes uchun nafaqat daromad o‘sishini, balki
mijozlar bilan empatik va bargaror munosabatlarni shakllantirishni ham ta’minlaydi.

2. Kichik biznesda mijozlar bilan munosabatlarni shakllantirishda psixologiya
va bozor muhiti o‘zaro bog‘liq omillar sifatida muhim o‘rin tutadi. F.Kotler

32 K orxonalar ma’lumotlari asosida muallif ishlanmasi
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modelida ta’kidlanganidek, xaridor qaror qabul qilishda nafagat iqtisodiy
rag‘batlarga, balki shaxsiy, madaniy va ijtimoiy ta’sirlarga ham javob gaytaradi.
Shuning uchun kichik biznes sub’yektlari uchun mijozning emosional xolati va
giymatlar tizimini anglash CRM strategiyasining markaziy qismiga aylanishi lozim.
Iste’molchi xulqini ilmiy tahlil qilish orqali mijozning ehtiyojlari, qoniqish darajasi
va sodiqlik tendensiyalarini aniglash mumkin. Bozordagi ragobat shiddatli sharoitda
bu bilimlar marketing faoliyatini individuallashtirish, mijozlarning ishonchini
mustahkamlash va uzoq muddatli hamkorlikni yo‘lga qo‘yish imkonini beradi.
Natijada, mijozni foyda manbai sifatida emas, balki strategik hamkor sifatida ko‘rish
biznes madaniyatining yangi bosgichiga olib chigadi.

3. Yaponiya tajribasidagi Keiretsu asosida klasterga mos o‘zbek modelini joriy
etishda har bir tuman yoki boshga hudud birliklari darajasida taklifni amalga oshirish
uchun hududiy Kklasterlar tashkil etiladi. Bu Klasterlar hududlardagi ishlab
chigaruvchi, xizmat ko‘rsatuvchi va logistika kompaniyasini gamrab oladi. Mahalla
darajasidagi CRM-ma’lumotlar platformasi orqali ular o‘zaro ma’lumot almashadi
va mijozlar haqida yagona ma’lumotlar bazasi yaratiladi. Mazkur taklifni amalga
oshirish uchun ragamli CRM tizimi (maxsus ‘“MahallaCRM” platformasi) orqali
yetkazib beruvchilar, ishlab chigaruvchilar va xizmat ko‘rsatuvchilar o‘rtasida
ma’lumotlar ayirboshlanadi. [oT sensorlar va ma’lumot analitikasi yordamida
mahsulot sifati, yetkazish vaqti va mijoz qoniqishi real vaqtda kuzatiladi. Taklif
natijasida mijozlarning takroriy savdolari darajasi ortib, ta’minot zanjiridagi
uzilishlar integratsiyani ortishi hisobiga kamayadi. Shuningdek, mijozlar gonigishi
ortib tannarx xarajatlari kamayadi.

4. Yevropa tajribasi asosida hissiy CRM va mijoz sadogati dasturini joriy etish
uchun Mijoz sadoqati dasturi milliy indeksi joriy etish taklif etiladi. Mazkur indeksni
joriy etilganidan so‘ng kichik biznes korxonalari uchun har yillik “Mijoz sadogatini
audit” tizimi ishlab chiqilisha zarur. Mazkur tizim orqali indeksning amaldagi
faoliyati nazoratga olinadi. CRM tizimlariga gayta aloga va hissiy fikrlarni tahlil
qilish uchun modullar ham qo‘shish kerak. Mazkur modullar aniq algoritmlar
asosida nazorat qgilib boriladi. CRM tizimida har bir mijozning hissiy profili
yaratiladi. Bu sun’iy intellekt yordamida amalga oshiriladi. Mijoz qonigishi darajasi
zaruriyatga garab oyda bir marta hisoblanadi. Shuningdek, ijtimoiy tarmoqglardagi
mijoz fikrlari tahlil qilinadi. Ushbu taklif natijasida mijozlar so‘rovlariga javob
berish vaqti qisqarib, mijozlarni yo‘qotish darajasi kamayadi hamda mijozlar
sadogati ortadi.

5. Tahlil natijalariga ko‘ra, SERVQUAL modeli turizm sohasida xizmat sifatini
kompleks baholashda samarali vosita bo‘lib, u mijoz kutgan va amalda sezgan sifat
o‘rtasidagi tafovutni aniq o‘Ichash imkonini beradi. Bu yo‘nalishda olib borilgan
tahlillar ko‘rsatadiki, Dilrabo Travel MChJ korxonasi xizmat sifatida yetakchilikni
saglab qolgan, bu ularning inson omiliga asoslangan xizmat strategiyasi bilan
bog‘liq. Shuningdek, xizmat sifati indeksi 4,4 dan yuqori bo‘lgan korxonalar yuqori
darajadagi mijoz sodigligini ta’minlay olishini ham ko ‘rish mumkin. Nadqiq etilgan
korxonalarda  xizmatning  empatiya va  javobgarlik  komponentlarini
mustahkamlashga ehtiyoji mavjudligi kuzatildi. Xizmat sifatini oshirish uchun
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ragamli boshgaruv tizimlarini joriy etish, mijoz tajribasi bo‘yicha doimiy monitoring
mexanizmini yo‘lga qo‘yish tavsiya etiladi.

6. Kichik biznes va xizmat ko‘rsatish sohasida ragamli platformalardan
foydalanish CRM strategiyasining asosiy tendensiyasiga aylanmoqgda. 2023 yilda
turizm korxonalarining 85 foizi mijoz fikrlarini tahlil gilish va xizmat sifatini
yaxshilash uchun mobil ilovalar va onlayn bronlash tizimlarini joriy etgan. Bunda
CRM platformalari orqali mijozlar so‘rovlariga real vaqtda javob berish, ularning
ehtiyojlarini bashorat gilish va shaxsiylashtirilgan takliflarni avtomatik ravishda
yaratish amaliyoti shakllanmoqgda. Shuningdek, mijozlar bilan onlayn mulogotni
kengaytirish natijasida “return customer” ko‘rsatkichi — ya’ni xizmatdan qayta
foydalanuvchilar ulushi — 30 foizgacha o‘sgan. Bu ragamlar CRM tizimlarining
ragamli ekotizimdagi integratsiyasini va kichik biznesda inson-markazli boshqgaruv
modelini yaratishini anglatadi. Shu bilan birga, ragamlashuv xizmatlarning
shaffofligini oshiradi va marketing xarajatlarini gisgartiradi.

7. Kichik biznesda mijoz xulgini ilmiy asosda o‘rganish marketing
strategiyasining samaradorligini oshiradigan hal giluvchi omildir. Mijozlarning
demografik xususiyatlari, safar maqgsadlari va qoniqish darajasi bo‘yicha klasterli
tahlillar ularning xulg-atvorini to‘g‘ri prognoz qilish imkonini bermoqda. Masalan,
turizm sohasida “qarindoshlarni ziyorat qilish” va “dam olish” maqgsadida kelgan
turistlar  ulushining o‘sishi mijozlar ehtiyojiga moslashtirilgan xizmatlar
strategiyasini talab etadi. Shu bilan birga, CRM orgali yig‘ilgan ma’lumotlar asosida
individual marketing paketlari ishlab chigish natijasida xaridlar davriyligi va qiymati
oshmogqda. Bu jarayonlarda mijoz xulgini tahlil gilish kichik biznes uchun bozorni
segmentlash, tavakkallikni kamaytirish va foydalilikni oshirish imkonini yaratadi.
Natijada, CRM tizimi mijoz xulqini prognoz qilish va strategiyani o‘z vaqtida
moslashtirishda muhim ragobat ustunligiga aylanadi.

8. Mijozga ¢’tibor qaratish gobiliyati barcha jarayonlarning yagona tizimga
bog‘lanishi va muvofiglashtirilgan o‘zaro ta’siri bilan ta’minlanadi. Mijozlarga
e’tibor qaratishning alohida, tarqoq elementlarining mavjudligi ma’lum ijobiy
samara beradi, ammo samarali munosabatlarni boshgarish, shuningdek,
korxonaning mijozga doimiy e’tiborini garatish hagida gapirishga imkon bermaydi.
Turli jarayonlarni yagona tizimga integratsiya gilish mijozlarga yo‘naltirilgan
korxonani qurish uchun birinchi gadamdir.

9. Turistik biznes tashkilotlari, iste’molchilar bilan munosabatlarni
tizimlashtirishlari kerak, chunki statistik ma’lumotlarga ko‘ra, kompaniya
daromadining 80 foizi mijozlarning 20 foizidan keladi, mijozlarning ragobatchilarga
ketishini yiliga 5% ga kamaytirish daromadlarning 25% dan ortiq o‘sishiga olib
keladi, yangi xaridor bilan bitim tuzishga mavjud mijozlar bilan o‘xshash sharthoma
tuzishga garaganda 5-10 barobar ko‘prog kuch va pul sarflanadi, gonigarli mijoz
muvaffaqiyatli xarid hagida o‘rtacha 5 ta do‘stiga, norozi mijoz esa kamida 10 ta
do‘stiga aytib beradi hamda korxonaning mavjud mijozlarining 50% ga yaqini ular
bilan samarasiz o‘zaro alogalar tufayli foyda keltirmaydi

10. Mijozlarga xizmat ko‘rsatish va turistik mahsulotni sotish uchun korxonalar
tomonidan tanlangan usuldan gat’iy nazar, mijozlarning ehtiyojlari va istaklarini
tushunish, ularning imkoniyatlarini hisobga olish, mijozning uning sifatiga bo‘lgan
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umidlarini  kamaytirmaydigan xizmat ko‘rsatish jarayonini optimallashtirish,
mijozlarning talab va ehtiyojlariga tezkor javob Dberish maqgsadida biznes
jarayonlarini  doimiy  ravishda takomillashtirish,  zamonaviy  axborot
texnologiyalaridan foydalangan holda mijozlar bilan samarali aloga o‘rnatishni
yo‘lga qo‘yish lozim.

11. Kichik biznes subyektlarida mijozlar bilan alogalarni rivojlantirish fagat
texnologik vositalar emas, balki insoniy omillar — ishonch, sodiglik va ijtimoiy
tarmoqdagi alogalar orgali ham amalga oshiriladi. Shu bois, korxonalarga mijozga
yo‘naltirilgan boshqaruv modelini shakllantirish tavsiya etiladi. Bu modelda
mijozlar bilan ijtimoiy tarmogqlar, fikr-mulohaza tizimlari va onlayn reyting
platformalari orqali muntazam muloqot o‘rnatiladi. Natijada, korxona
iste’molchilarning real vaqt fikrlarini tahlil qilib, xizmat yoki mahsulotni tezkor
takomillashtirish imkoniga ega bo‘ladi. Bundan tashqari, xodimlarni CRM
texnologiyalari va mijoz psixologiyasi bo‘yicha doimiy o‘qitish tizimini yo‘lga
qo‘yish zarur. Bu orqali korxonada “mijoz birinchi o‘rinda” tamoyiliga asoslangan
innovatsion boshgaruv madaniyati shakllanadi. Shu tarzda, kichik biznes uzoq
muddatli raqobatbardoshlikni ta’minlovchi inson-texnologiya integratsiyasi
modeliga erishadi.

12. Mijozlarni saglab golishning iqtisodiy marketing xarajatlarini gisqarishi,
takroriy xaridlar va daromadni oshirish, reputatsiyaning yaxshilanishi, daromadni
barqarorlashtirilishi, qo‘shimcha sotish va yondosh mahsulotlarni ishlab chigarish
kabilar bilan izohlanadi. Mavjud mijozlarni saglab golish yangi mijozlarni jalb
gilishdan ko‘ra kamroq resurs va xarajat talab giladi. Sodig mijozlar esa takroriy
xaridlar gilishga moyil bo‘lib, bu kompaniyaga bargaror daromad manbai yaratadi.
Mamnun mijozlar kompaniya haqgida ijobiy fikr targatib, yangi mijozlarni jalb
gilishga yordam beradi. Uzoq muddatli mijozlar bilan ishlash daromad manbalarini
bargarorlashtirib, kompaniyaga bozordagi o‘zgarishlarga nisbatan bargarorlik va
ragobatbardoshlikni ta’minlaydi. Mamnun mijozlar go‘shimcha mahsulotlar yoki
yondosh xizmatlarni ham sotib olishga tayyor bo‘ladilar, bu kompaniyaning
umumiy foydasini oshiradi.

13. Mijozlar bilan munosabatlar strategiyasida haridorga ma’lum foyda
keltiradigan yakuniy natijalar xaridorning kutganiga javob beradigan va eng
muhimi, undan yuqori bo‘lgan mahsulotni sotib olish, sotuvchi va xaridor o‘rtasida
ishonchli va bargaror ishbilarmonlik munosabatlarining paydo bo‘lishi hamda
korxonaning yugori obro‘sini yaratish va qo‘llab-quvvatlashga asoslanadi.

14. CRM strategiyalarini takomillashtirish bo‘yicha kichik korxonalarga
mijozlar ehtiyojini chuqur o‘rganish va segmentatsiya qilish, onlayn va ragamli
platformalarni joriy etish, mijozlarga sodiglik dasturlarini yaratish, mijozlarga
xizmat ko‘rsatish sifatini yaxshilash, mijozlar bilan doimiy alogalarni o‘rnatish,
innovatsion xizmatlar yaratish va turizm mahsulotlarini diversifikatsiya qilish,
Mijozlar qoniqishini o‘Ichash va yaxshilash hamda mijozlarga tagdim etilgan
ma’lumotlarni yaxshilash kabilarning asoslangan takliflari ishlab chiqildi.
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BBEJAEHMUME (anHoTamusi iuccepranuu 1okropa ¢puiocodun (PhD))

AKTYaJlbHOCTh W HEO0XOAUMOCTH TeMbl auccepramum. B riobanbHOI
DKOHOMUYECKOM  Cpele€  CTPEMUTEIBHBIM POCT  KOHKYPEHLMH, [IHPOKOE
WCIIOJIb30BaHUE HMH(POPMAIMOHHBIX H  IUQPPOBBIX TEXHOJOTHUHA, a TaKKe
HEIPEPHIBHOE M3MEHEHUE TPEOOBAHMI KIMEHTOB BBIBEIU JIJISi CYOBEKTOB MaJiOro
omsneca d3(dexkTuBHOE YMpaBieHWE B3aUMOOTHOIIEHUSIMH C COOCTBEHHBIMHU
KJIMEHTaMU Ha YpPOBEHb Ba)KHOW cTpateruu. Kak oTMeuaeTcsi B MCCIEAOBAHUSIX,
OpoBOAUMBIX BceMupHbiM OaHKOM H  MEXIYHApPOJIHBIMU  (DHHAHCOBBIMU
OpraHM3alMsIMH, Ha TJ00adbHOM YpPOBHE YCHEIIHbIE B3aMMOOTHOIICHHS
NPEeANpUATANA Majoro Ou3Heca ¢ KJIMEHTaMU OIICHUBAIOTCS KaK OCHOBHOMU (haKTop
UX YCTOMYMBOIO YAEPKAHUSA HaA pbIHKE. MMHpPOBOW ONBIT ITOKA3BIBAET, YTO
komnanuu, BHeapuBimne CRM-cucremsbl, gocturam B cpennem 25 % pocrta
10x0108%, AHAJOrHYHO, COITIACHO PE3yJbTaTaM HCCIENOBAHMS, MPOBEAEHHOIO
Bain & Company, yBenn4yeHue KIMEHTCKOM 0a3bl Bcero Ha 5 % MOXKET yBEIUYUTh
IpUOBLIHE KOMIAHUHU OT 25 10 95 %3*. D1Tu nudphl HATIIAAHO MOATBEPHKIAIOT BKIAL
CRM-cuctem wu crtpateruii 3¢ dekTuBHON paboThl C KIWEHTaMU B yCIeX
COBPEMEHHOI0 OM3Heca.

C HayyHOUN TOYKHM 3pEHHS CII0)KHOCTH, BO3HHKAIOIIME IEpes CyObeKTaMu
Majoro Ou3Heca, W KOHKYPEHTHBIC PBHIHOYHBIC YCIOBHS TpEOYIOT OT HHX
JABHEUIIIETO YKPEIUICHNsI B3aUMOOTHOIICHUH C KIMEHTaMH, pa3pabOTKU HOBBIX
CTpaTeTruil W TMOJXOJOB W BHEJIPEHUs UX B MpakTUKy. HaydHble mccrnepoBaHus,
HaIpaBlIEHHbIC HA O0eCTIeueHUE YOBICTBOPEHHOCTH KIIMEHTOB U UX yAEpKaHHe, B
MOCJIETHUE TOJIbI CTAJIM OJHUM U3 HanOoJIee MPUOPUTETHBIX HAMpPaBJICHUI B cdepe
MapKeTUHra W ymhpaBjieHuss OuzHecoM. B wyacTHocTh, uHTerpamus 1udpoBBIX
TEXHOJOTHH, UCKYCCTBEHHOTO WHTEJIEKTa, IPOTHO3HON aHAIMTUKUA U TIOJXOOB
HYMOIIMOHAILHOTO MapkeTuHra co crparerusiMu CRM dopmupyeT HOBbIE TPEHIbI
MUpoBOM Hayku. OIHAKO HEJOCTATOK TEOPETUYECKUX MOJIEJICH, YUUTHIBAIOIINX
cnenuuKy Manoro OuW3Heca, U TO, YTO UMEIOUINECS MCCIIEIOBaHUS B OCHOBHOM
MPOBOJIATCA HA TPUMEPE KPYIHBIX KOMIAHUMN, OMPENESIOT TEOPETHUYECKYI U
MPAKTHUECKYIO aKTyaJIbHOCTh MCCIIEI0BAHUH 110 JAHHON TeMaTHKe.

B VY30ekucraHe mnpoBOAMMBIE 3KOHOMHYECKHE pe(OopMbl ONpeneauian B
KayecTBE OCHOBHOM 3aJaud pa3BUTHE Majoro OW3Heca, yBEIMYEHHUE €ro IO B
BaJOBOM BHYTPEHHEM TMPOAYKTE W YIy4YIIEHUE MPEINPHHUMATEIHCKON CpEeIbl.
Taxke YKpEIUIIIOTCS SKOHOMHUYECKHE | TPABOBbIE OCHOBBI 3alllUTHI IIPaB
norpebureneii. Crpaterus «VY36ekucran-2030»* Bo BTOpoM HampaBieHHH
HamnpaBlieHa Ha oOecredeHre OarocOCTOSHUS HACeJeHHs 3a CYET YCTOMYUBOTO
PKOHOMHMYECKOTO pocTa U BkiItouaer 17 ueneir. B uwactHoctu, B €€ 58-i menn
MIOCTaBJICHBI 33J[a4 10 YBETMYCHHUIO YHCIIa TYPUCTOB 3a CUET CO3MIaHUS IIUPOKUX
YCIIOBUH /JIs1 pa3BUTHUS BHEITHETO M BHYTPEHHETO Typu3Ma B Y30eKUCTaHe, a B 59-
M 1lemu — MO0 YCKOPEHHOMY pa3BUTHIO cdepbl yciayr B peruoHax. IlogoOHbie
pedOpMBI CBUIETENHCTBYIOT O HEOOXOIMMOCTH MHTEHCUBHOTO YBEIMUEHHUS 00bEMa
HAyYHBIX HCCJICIOBAHMM, CBS3aHHBIX C TOBBIINIEHHEM KOHKYPEHTOCIIOCOOHOCTH
nanHoM cdeprl. Peanuzamms 3Tux 3amad Tpedyer OT CyOBEKTOB Majoro Om3Heca
oosiee 3G (PEKTUBHOTO YMpaBJICHUS B3aUMOOTHOIICHUSIMU C COOCTBEHHBIMU

33 https://saphyte.medium.com/unraveling-crms-impact-on-sales-insights-success-stories-and-
challengesfac48c81e0e.

34 https://hbr.org/2014/10/the-value-of-keeping-the-right-customers.

%yka3z Ilpesumenra PecrnyOnmukn VYisbekucran ot 11 cenrsops 2023 roma NePF-158 «O Crparerun
«Y306exucran-2030» https://lex.uz/pdfs/6600413.
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KIIMEHTaMH, ONEPATHUBHOTO pPEarupoBaHHWS Ha PHIHOYHBIE TpeOOBaHUS U
UCIIOIb30BaHus nepeaoBbix CRM-TexHOonorui.

JluccepTallMOHHOE  WCCIICOBAHWE B  OINPEACIEHHOM CTEIEHH  CIIyXKHUT
BBITIOJTHEHUIO 3a/1a4, onpeienéHHbIX B Yka3e [Ipe3unenta PeciyOnuku Y30ekuctan
or 15 mas 2025 roga Ne VII-87 «O Mepax mo MOBBIIIEHUIO POJIA M 3HAYCHUS
Typu3Ma B DJKOHOMHUKE 3a CYET pE3KOr0 YBEJIMYECHHUS TIOTOKAa TYpPUCTOB U
YCKOPEHHOT'0 PaCIIMPEHUs MaCIITa00B TYpUCTUUECKUX YCayT B 2025-2026 rogax»,
ot 19 mapra 2025 roma Ne VII-10 «O Mepax MO MOBBIIIEHHUIO POJIM Majoro u
cpeaHero OusHeca B 3KOHOMHUKe», OoT 18 wmrong 2024 roma Ne VII-102 «O
JIOTIOJTHUTENBHBIX Mepax MO0 YJIYYIICHUIO TYpUCTUYECKOM HHOPACTPYKTYphl B
PecniyOnuke Y30ekucTaH M JalbHEWIIEMY YBEITHYECHHUIO MOTOKAa HHOCTPAHHBIX
TypucToB», oT 12 suBaps 2024 roga Ne YII-9 «O mepax mo pe3komMy yBEITUUYEHUIO
NOTOKAa WHOCTPAaHHBIX TYpUCTOB B PecmyOnuky W nalbHeWIIeMy YCKOPEHHUIO
BHYTpeHHero Typusma», oT 11 centa0ps 2023 roga Ne VII-158 «O Crparerun
“Y30eknctan—2030"», a Taxxke B [loctranosienusx ot 18 uronag 2024 roga Ne I1I1-
269 «O Mepax MO COBEPIICHCTBOBAHUIO CHCTEMbI MOJTOTOBKH KaJpoB B chepe
Typusmay, ot 7 ceHTa0ps 2024 roga Ne T1I1-312 «O Mepax 110 cOBEpPIIEHCTBOBAHUIO
KOMIUJIEKCHOM mporpaMmmbl “‘HempepwiBHasI mojiep:kka Maioro OuszHeca”», ot 27
utoiig 2023 roma Ne I1I1-238 «O Mepax mo majipHEWIIEMY YCKOpEHHIO pedopM B
chepe Typusma u S(PPEKTUBHONH OpraHU3alMU CUCTEMBbl TOCYJIapCTBEHHOTO
ynpasieHus B orpaciany, ot 30 anpenst 2022 roga Ne I111-232 «O 1omnoaHUTEIbHBIX
Mepax MO JuBepcU(UKAIMU YCIyr BHYTPEHHEro Typu3Ma», a Takke B
[ToctanoBnenusix Kabunera MunuctpoB PecnyOnuku VY30ekuctan ot 24 uIOHS
2025 roma Ne 385 «O mMepax Mo CTUMYJIMPOBAHHUIO MCHOJb30BAHUS MPOAYKIIUU C
MOHMKEHHBIM HETaTUBHBIM BO3JICUCTBUEM Ha OKPYXKAIOIIYIO Cpely B TYPUCTCKUX
00BEKTaX W CpeACTBaX pa3MENICHUS W OKa3aHHWs YCIyT B COOTBETCTBHH C
HKOJIOTUYECKUMHU TpeboBaHUsIMUY, OT 7 nekadbps 2024 roga Ne 820 «O mepax mo
nudposuzanuu chepsl TypusMa U UHTETPALUA TYPUCTUUECKUX YCIYT Ha €IUHYIO
wiatgopmy», oT 18 centsops 2024 roga Ne 582 «O HOMONHUTENBHBIX MEpPAX IO
BHEJIPEHUIO HOBBIX BUJIOB Typr3Ma U 3(PPEKTUBHOMY UCTOJIb30BAHUIO TYPUCTCKOTO
MOTEHIMAJIa CTpaHby, OT 24 dheBpaiis 2024 roga No 582 «O nomoJHUTEIBHBIX MEpax
[0 Pa3BUTHIO BHYTPEHHETO U MAJOMHUYECKOTO TYpU3Ma» U JIPYTHX HOPMATHUBHO-
MPaBOBBIX aKTaX.

CooTBeTcTBHE HUCCIEA0BAHUS MPUOPUTETHBIM HANPABJIEHUAM PA3BUTHS
HAYKH M TexHoJorui PecmyOauku. J/[uccepraiinoHHOe UCCIieIoBaHKE BHIMOJHEHO
B COOTBETCTBUU C | MPUOPUTETHBIM HAIIPABICHUEM PA3BUTHS HAYKH U TEXHOJIOTUN
PeciyOmuku  —  «JlyXOBHO-HpPaBCTBEHHOE W KYJIbTYpHOE  Pa3BHUTHE
JIEMOKPATHYECKOTO TPaBOBOro 0O0IIecTBa, (HOPMUPOBAHHE HWHHOBALIMOHHOU
SKOHOMUKI.

CreneHb M3y4YeHHOCTH NMPoOGaeMbl. BO MHOTMX Hay4YHBIX HCCIEAOBAHUIX
3apyOeKHbIX  YY€HBIX  PACCMOTPEHBI  BONPOCHI  Pa3BUTUA  CTpaTeTHid
B3aMMOOTHOIICHU C KJIMEHTAaMU B CyOBbEKTax mayioro omsHeca. B dactHOCTH, B
paboTax TakMx 3apyOeXHBIX ucciemoBarenei, kak P. Hague, N. Hague, A.
Specchia, D. Karri, F. Battl, D.G. Boyyett, F. Kotler, D. Bell, R. Rast, D. Peppers,
M. Rodjers® B ompenenéHHON CTENEHM TEOPETHYECKH M METOIMYECKH

3% Hague, P, Hague, N. B2B Customer Experience: A Practical Guide to Delivering Exceptional CX (2nd ed.). —
London: Kogan Page, 2023. Specchia, A. Customer Relationship Management (CRM) for Medium and Small
Enterprises: How to Find the Right Solution for Effectively Connecting with Your Customers. — London / New York:
Routledge, 2022. — 230 p. Curry J., Curry A. The customer marketing method: how to implement and profit Customer
Relationship Management. N.Y.: Free Press, 2000, 237 p. Jl)xo3ed I'. Boiiert, Txxummu T. Boiiert. ['ypy MapkeTuHra.
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WCCJICIOBAaHbI Clienn(rdeckue OCOOEHHOCTH CTpPAaTeTUH B3aMMOOTHOIICHHUH C
KIIMEHTaMH, Pa3BUTHE MEXKKIHMCHTCKUX B3aMMOOTHOIICHHN Ha TMPEANPUATHIX U
TEOPETUUYECKHUE aCIIEKThl YIIPABICHUS NE€SITEIHHOCTHIO.

B ctpanax CHI" sxonomuctamu H.B. CmupHoBbIM, }O.1O. JlenyTaTosoii, FO.B.
Anukunoit, 1.B. Anémunoit, A.A. Kynpunsim, . Uranom, K.1. Anexkcunbsim, A.B.
BacunbkoBEIMY’ B HAyYHBIX TPYAAX OCBEILECHBI BOIPOCH! YIPABJICHHS ITOBEICHUEM
KJIINEHTOB, B YaCTHOCTH YIIPABIICHHUS B3AaMMOOTHOIIICHUSAMU TYPUCTHICCKUX (DUPM C
KIMCHTaMU. B HcclienoBaHUSAX JaHHBIX YYEHBIX PACCMOTPEHBI OCOOEHHOCTH
MOBEJICHUSI KJIMEHTOB, CTPATETMUECKUE aCIIEKThI YIPABICHUS KIIMEHTCKUM ITOTOKOM
Y B3aMMHBIC OTHOIIICHUSI MHHOBAITMOHHBIX KOMIIAHUM C UX KIIMCHTaMHU.

[Iporecchl pa3BUTHS Pa3IMUHBIX OTpaciie Manoro Ou3Heca B Y30€KHUCTaHE B
Halled CTPAHE HALLIM CBOE OTPAXEHHUE B HAYYHO-MCCIIENOBATEILCKMX padoTax
M.A. UkpamoBa, M. byraboera, H. MaxmynoBa, M. AGaymnaera, Y. 'odypona, P.
ArorioBa, a HampaBieHuss 3(P(EKTUBHOTO HCMOJb30BAHUS MAPKETHUHTOBBIX
cTpaTeruii — B Tpyaax s3xkoHomuctoB L. DpramxomxkaeBoit, A. bekmyponosa, I
BekMypaoBoii, A. Dmtaesa, M. 3usesa, XK. Jxxanunosa®® u gpyrux.

Kakum OBITP MapKeTHHTY B TpeTheM ThICSUYeNeTHH: mep. ¢ aHri. M.. Okemo, 2004. 320 c. URL:
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pea. C.H. Xpomosa-bopucosa, }0.B. Bponckoro, B.B. TutoBa]. M.: ManHn, NBanoB u ®epbep, 2006. 336 c.
URL :http://www.mann-ivanov-ferber.ru/assets/files/bookparts/017/otnosheniya_read.pdf. Kotmep ®. MapkeTunr
3.0. OT poayKTOB K HOTpeduTeNIM M najnee — K denosedeckoit aymre / @. Kornep, X. Kapramxaiia, A. CeruaBas;
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7 Cmupuos B. H. Ynpasnenue B3aumooTHoweHusMu ¢ knueatamu (CRM): yueGHO-MeTomuuecKoe nocodue. —
Brnagumup: Bal'V, 2022. — 171 c. Henyrarosa, E. FO. CuctemMHbIi M0AXO0A K MCCIEIOBAHHUIO MOKYNATEIbCKOTO
MIOBEJICHUS ¥ 0OCITYyXKUBaHUS B po3HIYHOH Toprosie: MoHorpadus / E. FO. [lenyrarosa, C. b.Mnbsmenko. - 2-¢ u3z.
- Mocksa : Msparenscko-toproBast kopnopauus «amkoB u K, 2019. - 122 c. Anuxuna, E.B., Monens
PEKOMEHIOBAaHHOTO TMOBEICHHA MOTpeduTeneld ycuyr Typuctuueckux kommanuii [Tekcr] / E. B. Amukxuna, A.U.
XamanueBa // MapKeTHHT W MapKeTHHTOBBIe mccienoBaHus. - 2013. - Ne 4(106). Anemmna U.B. IloBenenue
notpebuteneil: yuebHoe mocodbue s By30B — M.: @aup-IIpecc, 2017. — 525 c¢. Kynpun, A. A. ®opmupoBanue
aIanNTHUBHON CHCTEMBl YIpaBIEHUS OpraHU3alMed NpeInpUHIMATENIbCKOTO THNA K H3MEHSIONIUMCS YCIOBHAM
BHemHei cpens! [Texct]: auc. ... kaua. 3xoH. Hayk: 08.00.05 / Kynpun Auapeit Aratonsesuy. - CII6, 2010. - 169 c.
Wran J[>koH MapKeTHHT B3aMMOOTHOIIEHUH. AHAJIN3 MapKETHHTOBBIX CTPATEerHii HA OCHOBE B3aMMOOTHOUICHUH :
y4eOHUK JIJIsl CTYICHTOB BY30B, 00YYAIOIIMXCS 10 CIIEIUAILHOCTIM dKOHOMHUKH U ynpaBneHus 080100, «Kommeprus
(toproBoe neno)» 080301 / Uran [IxoH. - MockBa:FOHUTU-JAHA, 2017. - 375 c¢. Anexun,K.1. CRM-cucremsl,
KaK CpPeJICTBO YIPaBJICHHs B3aMMOOTHOIIEHUAMH ¢ KiaueHTamu [ Texcr]: yueOHoe nocobwue / K. 1. Anexun, —MockBsa:
Jlurepa, 2013 r. — 182 c. BacunbkoB, A. B. Cucrema ynpasieHUsl B3aMMOOTHOIIEHUSIMU ¢ KiaueHTamu [Tekcrt]:
yuebHoe nocobue / A. B. BacunbkoB, — Mocksa: @opym, 2014 r. — 348 c.

% M.A. Ikramov, N.R. Sharopova. Mijozlararo munosabatlarni boshqarish. (O‘quv qo‘llanma) — T.: «Innovatsion
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Twxopar OaHkiaapu  pako0aTOAPIOUUIMIMHM — OIIMPUINHUHI  WHHOBAaLMOH  MAapKETHHI  KOHLENIUSICHHH
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VkazaHHble  BbIIE  y4Y€HbIE,  OCYLIECTBHUB  HAay4YHO-TEOPETHYECKHE
UCCJIEIOBAHUS MO0 Pa3BUTHIO cdepbl Majoro OW3Heca, COBEPILICHCTBOBAHUIO
MIPOLIECCOB CTPATErMYECKOr0 YIPaBICHUS B HEW M KIACCHU(PUKALHUH IOBEICHUS
KJINEHTOB, BHECJIM CBOW BKJaJ B Pa3BUTHE JAHHOrO HampasiieHus. OJHAKO UMU B
JIOCTaTOYHOW Mepe He ObLIM W3Y4YEHBI BOIPOCHI COBEPIICHCTBOBAHUS CTPATETUMN
B3aMMOOTHOUIIEHUH C KIIMEHTAMH B MAJIOM OM3HECE, HCCIIEOBAHUS METOJOB OLIEHKU
3¢ (PEKTUBHOCTH B3aMMOOTHOILICHUN C KJIMEHTAMU B MaJoM OHW3HECEe W pa3BUTHUS
NEATEIIBHOCTHA OTPACIIH.

CBsi3p HMCCIEAOBAHUS C IUIAHAMM HAYYHO-MCCJIe0BATEJbCKUX PpadoT
BbICHIEr0  y4e0HOr0  3aBeleHHMs  WJIH  HAayYHO-HCCJIe0BATEIbCKOI0
yuYpe:KIeHusi, B KOTOPOM BBIIOJHEHa Juccepranus. JluccepraumoHHOe
MCCJIEIOBAHKE BBINIOJHEHO B COOTBETCTBHHM C IJIAHOM HAYyYHO-HCCIEA0BATEIbCKUX
pabotr KokaHJCKOro yHHBEpPCHUTETa B paMKax TeMbl «Pa3BUTHE TypHUCTCKO-
peKkpeannoHHoO JnearenbHOCTH B depraHckoM paiione Pepranckoil obOmactu
IOCPEACTBOM CUCTEMATU3AllMU HA OCHOBE IIU(PPOBBIX TEXHOIOTHIT».

Heapb ucciieqoBaHus COCTOUT B pa3pabOTKe MPEIIOKEHUN U PEKOMEHIallui
[0 COBEPUICHCTBOBAHUIO CTPATErWii B3aMMOOTHOLIEHUH C KJIMEHTaMH B MalloM
OusHece.

3axayu uccieJ0BAHNS

M3yYEHHE CYIIHOCTU CTPATErUM B3AMMOOTHOILICHUN C KIIMEHTAMU U TEOPUU UX
pa3BUTHS;

Hay4yHO€  HccleloBaHue  (aKTOpPOB,  BIMSIOIIUX  HA  CTpaTeruu
B3aMMOOTHOIICHUN C KJIMEHTaMU B JEATEIbHOCTH Malloro Ou3Heca, U UX
crienu(pUIECKUX 0COOCHHOCTEH;

pa3paboTKa NpEeaoKEHUI MO HaAMpaBICHUSM HCIOJIb30BaHUS 3apyOEKHOTO
OTBITA MO OPTAHU3ALMY B3aUMOOTHOIICHHUH C KJIIMEHTAMU;

aHaIM3 CrHenu(pUIecKuX OCOOCHHOCTEH CTpaTeruii B3aMMOOTHOIICHUN C
KJIWEHTaMH B MajioM Ou3Hece;

OIICHKA TEHJACHIIMA pa3BUTHUs TYpPHUCTCKOM cdepbl B Haied cTpaHe u
B3aHUMOOTHOIIIEHU C KJIMEHTAaMH B JAHHOW OTPACIIH;

UCCJIEIOBAHUE METOAOB OLEHKH 3()(PEKTUBHOCTH B3aMMOOTHOILIEHUU C
KJIMEHTaMH B MaJIOM OHM3HECE;

COBEPILIEHCTBOBAHNE B3aMMOOTHOUIEHUI C KJIMEHTAaMU B MaJloM OM3HEcCe Ha
OCHOBE TOBBITIICHUS] IKOHOMHYECKOU d(PPEKTUBHOCTH;

pPa3BUTHE CTpaTETWii B3aMMOOTHOIICHUH C KJIMEHTAaMU B MaJloM OW3HECEe Ha
OCHOBE LIM(PPOBBIX TEXHOJIOTHIA;

pa3zpaboTka SKOHOMETPUUYECKOI MOJEIN dakTopoB pa3BUTHS
B3aMMOOTHOIICHUH C KJIMEHTaMHU B CyOBhEKTaX MaJIoro Ou3Heca.

B kavecTBe 00bEKTA HCCJIEI0BAHMS BHIOPAHbI Majible OU3HEC-TIPEANPUSITHS,
nemictBytonue B Gepranckoit 001acTH, a TAaKKe MPOIECChl KX B3aMMOOTHOIIICHHUH C
KJIMEHTaMHU.

IIpeaMeroMm  mcciaeq0BaHMs  SIBISIETCS  COBOKYIIHOCTh  COLMAJIBHO-
SKOHOMHUYECKUX OTHOUIEHUH, CBS3aHHBIX C MPOLECCAMH COBEPUIEHCTBOBAHUS
CTpaTeruii B3aMMOOTHOIICHUM C KIIMEHTaMU B MAJIbIX OU3HEC-TIPEITPUITHSX.

MeTtoasbl uccjieqoBanus. B nuccepraiinoHHoN paboTe HCIOIb30BaHbl METOIbI

WHAYKOHUK, ACAYKOWH, CPABHCHHUA, aHaJIM3a M CHHTE3a4, BKCHepTHOﬁ OILICHKH,

WYHANTUPWITAH MOTHBAaNMA Hazapusuiapu. “VIKTHComMéT Ba HMHHOBAIMOH TEXHOJIOTHSIIAP” WIMHHA JJIEKTPOH
KypHaaH. Ne 5, ceHTA0pb-0KTA0ps, 2016 tint
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CTaTUCTUYCCKOI'O0 aHaJin3a, IMPOBCACHHA MW aHallnM3a aHKCTHBIX OIIPOCOB, PEST-
aHalin3a, 9dKOHOMCTPHUICCKOI'0O MOACIUPOBAHHA.

HayuyHasi HOBH3HA HCCJIEIOBAHMS 3aAKJIH0YAeTCH B CIeAYIOLIeM:

npeyIokKeHa UHTErpanusi OCHOBHBIX (PYHKIHMM U cTpateruii cuctemsl CRM
(Customer Relationship Management) ¢ pernoHajdbHBIM KJIACTCPUPOBAHUEM H
00JaYHBIMU TEXHOJIOTUSIMUA Ha OCHOBE MOJEIH B3aMMOJCHCTBHS MpPEINpHUITHE—
KIUEHT 17 (OPMUPOBAHUS HEMPEPHIBHOM M UETKO YNPaBIsIEeMOW CHUCTEMBI
OTHOILLIEHUI c KJIIMCHTaMU, CIOCOOCTBYIOLLEN IIOBBILLICHUO
KOHKYPEHTOCIOCOOHOCTH MPEANPHUSTHIA;

B MajbIX MECTHBIX NPEANPUATHUAX pPa3pabOTaH MOAXOA K OLIEHKE YPOBHS
KauecTBa oOciyxuBaHuss Ha ocHoBe Moaenu SERVQUAL mo xkpurepusim
MaTepUaIbHOCTH, HAEKHOCTH, OTBETCTBEHHOCTH, BHYLIEHUS JJOBEPHS U IMIIATHUH,
MO3BOJISIOLIUHN BBISABIATH PA3HUILY MEXAY OKUAAHUSIMU KIMEHTOB U (PaKTUUECKUMU
pe3yiibTaTaMu 00CTy KUBaHMUS;

COBEPILIEHCTBOBAHA CUCTEMA PA0OTHI C KIMEHTAMM JIJISl MAJbIX MPEINPUATUI
Ha OCHOBE QJrOpHTMa MOBBIIIEHUS KOHKYPEHTOCIOCOOHOCTH, 3(P(EKTUBHOIO
MO3WLMOHUPOBAHMS Ha PHIHKE YCIYT U ONTUMHU3AIMHI ONEPATUBHOIO YIPABIICHHUS;

pa3paboTaHa cHUCTEMa KpPUTEPUEB OSKCHEPTHOM OLEHKM KadecTBa I
oOecrieueHus: 3((PEKTUBHOTO YNPaBICHUS B3aMMOOTHOUIEHUSIMU C KJIMEHTaMH,
BKimovaronias Eko-CRM u ycToi4uBEIi Typu3M, JMHAMUYECKOE IEHOOOpa30BaHuUE,
U (GPOBU3ALMIO KIMEHTCKOIO YT U CTPATETUH UHTETPalK B LIETIOYKY IIOCTABOK.

IIpakTHyeckue pe3ybTaThl HCCJIET0BAHUSA 3aKJII0YAETCH B CJIeTYIOLIEM

00OCHOBaHbl ~ Ha  OCHOBE  OCHOBHBIX  MOJIETIEH  YHOPSAOYCHUS
B3aMMOOTHOIIICHUN C KJIMEHTaMH B cdepe Mamoro OusHeca B MEXKITYHApOHOMN
MIPaKTUKE B HAIlIEH CTpaHE CTPATETUX PA3BUTHS U OPTaHU3AIMOHHO-I9KOHOMUYECKUE
MEXaHHU3MHbI B JaHHOH cepe;

MPOAHAM3UPOBAHbEl HAa OCHOBE MEXIYHApOJIHOTO ONBITA HAaIMpaBICHUS
COBEPIIICEHCTBOBAHMSI ~ B3aMMOOTHOIIEHWH C  KJIMEHTaMH U pa3paboTaHo
MPAKTUYECKOE TPEJIOKEHUE M0 HMX NPUMEHEHUI0 Ha MAaJbIX MPEANPUATHIX
depranckoit odacTy,

oCyIIecTBIEH B Y30ekucrane Ha ocHoBe pa3BuTuss CRM anamms meromoB
MOBBIIICHUS] KOHKYPEHTOCITOCOOHOCTH OU3HECa;

BBISIBJICHBI HAa OCHOBE aHalu3a COCTOSIHUSI M TEHJCHIUNA HW3MEHEHUI
YOPaBJICHUS M Pa3BUTUS B3aUMOOTHOIIECHUN C KIUEHTAMH B MajioM Ou3Hece
OCHOBHBIE TPEH]IbI I3BMEHEHHI PE3yJIbTaTOB JIEATEIbHOCTH,

OIICHCHBl HAa OCHOBE AHKETHOTO OMpPOCa M METOJOB OSKCIEPTHOW OIICHKH
HanOoJiee BaKHbIE (PaKTOPHI, BIUsOmMUE Ha A(H(OEKTUBHOCTH ACATEIHHOCTU IIO
B3aMMOOTHOIICHHSIM C KJIMEHTAMU B MaJIbIX Tpeanpusatusx depranckoi 001acTu;

000CHOBaHBI HA OCHOBE OIICHKHA YKOHOMUYECKUX U (DMHAHCOBBIX TMOKa3aTesei
YOPaBJICHUS B3aWMOOTHOIIECHUSMU C KJIMEHTAaMH OCHOBHBIC HAaINpaBIECHUS
MOBBIIMICHUS JOXO0M0B © d(PdekTuBHOCTH Ou3HEca, a TakKKe JOCTHUKEHUS
YCTOMYMBOTO (PMHAHCOBOTO POCTA.

Jl0CTOBEPHOCTH MOJIyYEeHHBIX pe3yJbTaToOB oTpeesieTcs
11€7I€CO00Pa3HOCTHIO MPUMEHEHHBIX B UCCIICIOBAHUH METOIOJIOTHIECKUX MTOIXO0/I0B
U METOJIOB, TeM, 4YTo wWHpoOpMalnmoHHas ©Oa3za chopMHpOBaHA HA OCHOBE
opUITMATHHBIX UCTOYHUKOB, B TOM YHCJIE CTATUCTHYECKUX JTAaHHBIX ATEHTCTBA IO
cratuctuke npu Ilpesupente PecnyOmuku VY30ekucrtaH, a Takxke TEM, UYTO
COOTBETCTBYIOIINE BBHIBOIBI M TIPEIJIOKCHUS MPOIILTH MPAKTUIECKYIO alpoOaIuio u
MOJIyYeHHbBIE Pe3yJIbTaThl ObLIN 0100PEHBI YIIOJIHOMOYEHHBIMHU I'OCY 1apCTBEHHBIMU
CTPYKTypamu.

Hayynasi u npakTuyeckasi 3HAYHUMOCTb Pe3yJbTATOB MCCJIET0BAHUS.
Hayunast 3Ha4MMOCTb pE3yJibTaTOB HCCIAEAOBAHUS OMNPENEISIeTCS TEeM, 4YTO
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pazpaboTaHHBIE B XOJE€ HCCJIENOBAaHUS TEOPETUYECKUE U  METOAUYECKHE
OpeIJIOKEHUST M pEeKOMEHJAlMd  MOTYT  OBbITh  MCIOJNB30BAHBl IS
COBEPILIEHCTBOBAHMS CTPATErHi B3aMMOOTHOIIEHHM C KIIMEHTAMH B TYPUCTUYECKHUX
NPEANPUATHSX, MOBBIIIEHUS MX JOJAM Ha pPBIHKE W, B KOHEYHOM MTOrE,
pPEHTA0CIBHOCTH MPEANPHUSATHH, pelieHus TpoOJieM TMPUBJICUCHUS METOAOB
CTPATErMYECKOro IUIAHUPOBAHUS, KOHLEMILINM, OPraHU3aMOHHBIX U TEXHUYECKUX
CPEIICTB, BHEIPEHUS HOBEWIIMX TEXHOJIOIMI, HANpPAaBJICHHBIX HAa YCTAaHOBJICHHE
BHYTPEHHHUX U BHEIIHUX CBSA3€H, a TAK)KE IMOBBIIIECHUS JIOSJIBHOCTH KJIMEHTOB.
Hayynas M npakruyeckasi 3HAYMMOCTb Pe3yJIbTATOB MCCJIECAOBAHUS.
Hayunast 3HauMMOCTb pE3yJbTAaTOB HCCIEAOBAHUS OINPEHEISIETCS TEM, 4YTO
pa3pabOTaHHBIE B XOJE HCCIEIOBAaHUS TEOPETUYECKUE U  METOJINYECKHE
OpeIJIOKEHUST M pEeKOMEHJAlMd  MOTYT  OBbITh  MCIOJNB30BAHBl IS
COBEPILIEHCTBOBAHMS CTPATErHiA B3aMMOOTHOIIEHHM C KIIMEHTaMH B TYPUCTUYECKHUX
NPEANPUATUSX, TOBBIIIEHUS HMX JOJAM Ha pPBIHKE W, B KOHEYHOM WTOrE,
pPEHTA0EIbHOCTH MPEANPUATUN, pEHIeHUs MpoOJieM NPHUBICYEHUS METO/I0B
CTPATErMYECKOr0 MJIAHUPOBAHUS, KOHLENLNA, OPTraHU3aMOHHBIX U TEXHUYECKHX
CPEIICTB, BHEAPEHUS HOBEWIIMX TEXHOJIOIMI, HANpPaBJICHHBIX HAa YCTAaHOBJICHHE
BHYTPEHHHUX U BHEIIHUX CBSA3€H, a TAK)KE MOBBIIIEHUS JIOSJIHOCTH KJIMEHTOB.

[IpakTryeckass 3HaYUMMOCTb PE3YyJIbTaTOB UCCIEIOBAHUS ONPENEISIETCS TEM,
YTO OHU MOTYT OBITh UCIIOJIB30BAHbI B AEIATEIBHOCTU MUHUCTEPCTBA KYJIbTYPHI U
Typusma PecnyOnuku VY30ekucrtaH, B OTpacisiX HAIMOHAIBHOM SKOHOMHKH,
CBA3AHHBIX C JACSATENBHOCTBIO MAJIOro OM3Heca, MpU pa3pabOTKE MEPOIPUATUN 1O
Pa3BUTHIO CTpATErWil YNpaBIEHUS B3aMMOOTHOLIEHUSMH C KJIMEHTAaMU Ha
MNPEANPUATHSIX, TPU Ppa3pabOTKEe KPATKOCPOUHBIX M JIOJATOCPOYHBIX CTpaTerui
Pa3BUTHS, HAMPABIIEHHBIX HA COBEPIIEHCTBOBAHUE JAEATEILHOCTH OTPACIH, a TAKKE
B KaYECTBE HAYYHO-METOJIUYECKOT0 UICTOYHHUKA MTPH MOATOTOBKE yUeOHBIX TOCOOUI
M y4eOHMKOB IO TakUM JUCUUIUIMHAM, Kak «Manblii Ou3zHec U
MpEeANPUHUMATEIbCTBOY, «YmnpaBieHue MOBEJCHUEM KJIMEHTOB u
«MapKeTHUHIoBast CTpaTerus» B BHICIIUX YYEOHBIX 3aBEICHUSIX.

BHeapenne pe3yabTaToB HccjeqoBaHusA. Ha ocCHOBE MOJTy4eHHBIX HAyUHbIX
PE3YIBTATOB 10 COBEPIICHCTBOBAHUIO CTPATErUi YIIPABICHUS KIIMEHTaMH B MAJIbIX
OPEeANpUATHAX:

[Tpennoxenne 1o (GOPMUPOBAHUIO CHCTEMBI HENPEPHIBHO M TOYHO
YIPABJISIEMBIX B3aUMOOTHOIICHUI C KJINEHTaMH, YCHJIMBAIOILEN
KOHKYPEHTOCIIOCOOHOCTH MPEANPUATHH, TyTeM UHTErPALlUi OCHOBHBIX (PYHKIIMNN U
ctpareruii CRM (Customer Relationship Management)-cuctemMbl Ha OCHOBE
MOJIENIA B3aUMOJEUCTBUS «IPEANPUATHE — KIUEHT» C TEPPUTOPHAIBHBIM
KJIACTEPUPOBAHUEM M OOJIAYHBIMU TEXHOJOTUSMH, BHEIPEHO B JEATEIbHOCTh
HayuHo-uccienoBarensCKkoro MHCTUTYTa pa3BUTHs Typusma npu Komwurere 1o
Typusmy PecnyOnuku VY30eKucTaH, OTpacieBbIX MNPEANpUATUN YTpaBieHUs
typusma Depranckoit obmnactu, a Takke OOO «Dilrabotravel» (cipaBku Hayuno-
UCCJIeI0BATENILCKOI0 MHCTUTYTa pa3BUTHS Typu3Mma npu Komwurere mo Typusmy
Pecnybnmuku Y36ekuctan ot 5 mexabps 2025 roma Ne 1-467/10, YnpasneHus
Typusma Oepranckoit odmactu ot 7 oktsi6ps 2025 romga, OO0 «Dilrabotravel» ot 6
okTs10pst 2025 rona). B pesynbrare JOCTUTHYTO yBelWYeHHE 00bEMA MOBTOPHBIX
oOpanieHnil KJIMEHTOB OTPACIIEBBIX MPEINPHUATUI B CpeHEM Ha 37 MPOLIEHTOB 3a
Cu€T MOBBIMIEHUS 3(PPEKTUBHOCTH CETMEHTALUU KIMEHTOB, OOMEHa JaHHBIMU H
IIPOLIECCOB OKA3aHUs yCIIYT;
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[IpeasioxkeHne Mo OLIEHKE YpPOBHA KadecTBa OOCIYyXUBAaHUS B MECTHBIX
MaJlbIX MOPEANPUITUSIX HA OCHOBE BBISABICHHUS pa3pblBa MEXIY OXUIAHUSIMU U
(bakTUYeCKUMU pe3ylibTaTaMH B MPOIECCEe OKa3aHUs YCIYT MO KPUTEPHSIM MOJIEIH
SERVQUAL, TakuM Kak MaTepHaIbHOCTh, HAAEKHOCTh, OT3BIBUMBOCT,
YBEPEHHOCTh W 3MIATHsI, BHEIPEHO B JIeSATENIbHOCTh HayuHO-UCCIe10BaTeabCcKOro
WHCTUTYTa pa3BuTHs Typusma 1pu Komurere mo Typusmy PecmyOmmku
VY36ekucTaH, OTpacieBbIX MNpeAnpusTHil YmpasineHuss Typusma Depranckoit
obnacth, a takke OOO «Dilrabotravel» (cnpaBku HayuHo-HccienqoBaTenbCKOTO
WHCTUTYTa pa3BUTUs Typusma ripu Komurere o typusmy Pecriyonuku Y36ekucran
ot 5 aexabps 2025 rona Ne [-467/10, Ynpasnenus: Typuzma depranckoit 001acTu
or 7 oktabps 2025 roma, OOO «Dilrabotravel» or 6 oxta0ps 2025 roxa).
B pe3ynbTaTe B MECTHBIX MAajbIX MNPEANPUATHSIX HA OCHOBE KPUTEPUEB MOJIEIU
SERVQUAL: marepuanbHocTh [E=4,6; P=4,3; SQ=-0,3], naaéxuocts [E=4,7;
P=4,4; SQ=-0,3], or3eBunBoCcTh [E=4,5; P=4,2; SQ=-0,3], yBepennoctsr [E=4,S;
P=45; SQ=-0,3], smmartus [E=4,6; P=4,2; SQ=-0,4] pa3paborana cucrema KPI s
COTPYJHUKOB, OKa3bIBAIOIIUX YCIYTH B OTPACIEBBIX MPEANPUITHUSAX, UTO IPUBEIIO K
YBEIUYECHHIO 3()(PEKTUBHOCTU HUX TPYAOBOU NEATENIBHOCTH B CpeAHEM Ha 22
MPOLICHTA;

[IpennoxeHue Mo COBEPIICHCTBOBAHUIO CUCTEMbl paOOThl C KIMEHTaMHU Ha
OCHOBE JITOPUTMA TOBBIIICHUS] KOHKYPEHTOCIIOCOOHOCTH MAaJbIX MPEANPUSITHH,
3¢ (HEKTUBHOTO MO3UIIMOHUPOBAHUS HA PHIHKE YCIIYT, ONITUMH3AIIMN ONIEPATHBHOTO
VIOpaBJIE€HUS U YCTOMYMBOTO Pa3BUTUSI BHEAPEHO B JAeATEIbHOCTh HaydHo-
MCCIIEIOBATENbCKOTO MHCTUTYTa pa3BUTUA TypusMa npu Komurere mno typusmy
PecriyOnuku  Y30ekucrtaH, OTpacleBbIX NPEANPUATUN YTpPaBICHUS Typu3Ma
@epranckoir obmactu, a Takke OOO «Dilrabotravel» (cnpaBku Hayuno-
MCCIIEI0BATENbCKOTO MUHCTUTYTa pa3BUTUS TypusMma npu Komurere mo Typusmy
PecniyOnmuku Y306ekucran ot 5 nmexabps 2025 roma Ne [-467/10, Ynpanenus
Typusma @epranckoit odmactu ot 7 oktsi0ps 2025 rona, OO0 «Dilrabotravel» ot 6
okTsa0pss 2025 roma). B pe3ynbTaTe JOCTUTHYTO YBEJIUYECHHE YPOBHS
YIOBJIETBOPEHHOCTH KJIUEHTOB B OTPACiEBBIX MPEANPHUATUIX B cpeaHeM Ha 19
MPOLICHTOB;

[Ipennioxkenne 1o pa3pabOTKEe CUCTEMbl KpHUTEpUEB, OCHOBAaHHOW Ha
AKCTIIEPTHOM OIIEHKE CTpaTeruii 3p(HeKTUBHOTO YIPABICHHUS B3aMMOOTHOIICHUSIMU
C KIHMEHTaMM, Takux Kak OKo-CRM H yCTOHYMBBIA Typu3M, JUHAMUYECKOE
1eHoo0pa3zoBanre, NU(PpoBU3aIS KIMEHTCKOTO MyTH U WHTETPalUsl C HEeTOYKOn
MOCTAaBOK, BHEJAPEHO B JAeATENbHOCTh HayuHo-mccnenoBaTenbCKOro WHCTUTYTA
pazButusi Typusma npu Komurere mno typusmy PecnyOnuku VY36ekuctas,
OTpacCieBBIX MPEANPUATUN YTpaBieHus Typusma depranckoii 00JacTH, a TaKxKe
00O «Dilrabotravel» (cipaBku Hay4uHo-1cCe10BaTENbCKOTO MHCTUTYTA PA3BUTHS
Typusma npu Komutere o typusmy PecnyOomuku Y306ekucran ot 5 nexkadps 2025
rona Ne 1-467/10, Ynpasnenus typuszma depranckoit odmgactu ot 7 okTsops 2025
rona, OO0 «Dilrabotravel» ot 6 okts106pst 2025 rona). B pe3ynbrare nmpu pazpadoTke
CTpaTeruu pa3BUTHS OTpacieBbIX npeanpusaTuii Ha 2026—2030 roabl UCMOIB30BAHBI
HKCIIEPTHBIE OLIEHOYHbIE KpUTEPUU 10 YPoBHAM: DK0-CRM 1 ycTOHUYMBBIN Typu3M
[4,3 — xopommii], auHAMUYECKOe IlcHOOOpa3oBaHue [4,6 — OTJIMYHBIN],
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udpoBu3anKs KIUEHTCKOTO NyTH [4,3 — XOpolIui], CTpaTeruv HUHTETPalluM C
LETIOYKOW TMOCTaBOK [4,5 — OTIMYHBIN]|, 4YTO CHOCOOCTBOBAIO OOECIECUYCHUIO
YCTOMYMBOCTH MPOLECCOB OOCIYKUBaHUSA, YJIYyULIEHUIO KIUEHTCKOIO OIbITa U
MOBBIIICHUIO KOHKYPEHTOCIIOCOOHOCTH TPEATPUSITHA.

AnpoGauusi pe3yabTaToB HccjenoBanus. [lo pesyinbraraMm JaHHOTO
HCCIIeIOBaHMs Mponud anpobdamuio 8 padot. M3 Hux 3 Obuin anpoOUpoBaHbl Ha
MEXAYHAPOAHBIX  HAyYHO-TIPAKTUYECKUX  KOHpEepeHuusx, S5 —  Ha
pecnyOIMKaHCKUX HAYYHO-TIPAKTUYECKUX KOH(EpEeHIIUSIX.

Iyoinkanust pe3yabraToB HcciaenoBanms. Ilo Teme aucceprauuu
OIMyOJIMKOBAaHO B O0IIEH CI0KHOCTH 24 HayuyHbIe paOOThI, B TOM YHCIIEe 8 cTaTei B
HAyYHBbIX H3IaHMIX, PEKOMEHIOBAHHBIX BpICIIel aTTecTallmOHHOM KOMHCCHEH
PecniyOnuku Y30ekuctan 1uisi onmyOJMKOBaHUS OCHOBHBIX HAay4HBIX pPE3YyJIbTaTOB
JOKTOPCKUX aucceprauuid. M3 HUX 2 omyOJIMKOBaHbI B pECIyOJIMKAaHCKUX U 6 — B
3apyOeKHBIX JKypHAJIaX.

CrtpykTrypa u 00beM auccepranum. /luccepranusi COCTOUT U3 BBEACHHUS, TPEX
IJIaB, 3aKJIIOUYEHHUS, CIIMCKA UCTIOIb30BAaHHBIX UICTOYHUKOB M IpUiIokeHui. O0muit
00BEM paboThl cocTaBisieT 153 cTpaHULIbL.

OCHOBHOE COIAEP KXAHUE IUCCEPTAIIU

Bo BBOaHOI1 yacTM OOOCHOBAaHBI aKTyaJlbHOCTb M HEOOXOIMMOCTH TEMBI
JUCCEPTALMH, OXapAKTEPU30BAHBI 1I€JIb U OCHOBHBIC 3a/1a4d HCCIEAOBAHMS, €0
O0OBEKT U MpPEAMET, IOKa3aHa CBSI3b C NPUOPUTETHBIMHU HAIIPABICHUSMU Pa3BUTHS
HaYKH U TEXHOJIOTUI pecrmyOuKy, U310KEHbl HayuyHas HOBU3HA M MPAKTHYECKHE
pe3yibTaThl MCCIIEOBaHUS, MPUBEIEHBI CBEACHUS O BHEIPEHUHU MOIYUYEHHBIX
pe3yabTaTOB B MPAKTUKY, OMYOJMKOBAHHBIX pabOTaXx M CTPYKTYPHOM COCTaBe
JUCCEPTALINH.

B mnepBoii rmaBe pauccepranuu, Ha3BaHHOM «Teopernyeckue OCHOBBI
cTpaTeruii akKTMBU3aMU B3aMMOOTHOIICHUI ¢ KJIMEHTAMH B MaJIOM OM3Hece»,
M3y4YEHbI CYIIECTBYIOLINE TEHACHIIMH U 3apyOeKHbIN ONBIT BO B3aMMOOTHOIICHUSX
C KIHMEHTaMH, MPOAHATU3UPOBAHA METOAOJIOTHSA OUEHKH JercTByrommx CRM-
CUCTEM B MaJIbIX OM3HEC-TIPEANPUATHIX HAIIEH CTPaHBbI.

CRM-cuctema ocraércst onHuM u3 Hambonee 3(pPEKTUBHBIX HHCTPYMEHTOB,
TaK KaKk OHa MHTErPUPOBAHA C IPYTUMHU CEPBUCAMU, KOTOPBIMU MEHEIKEPhI 4acTO
HOJIB3YIOTCS. B CBOoed paboTe: CoUMaIbHBIMU CETSAMH, MECCEHKEepaMH,
miaTopMaMu ISl pacChUIKHM JIEKTPOHHBIX MHUceM U npuéma miarexeit, 1C u IP-
teneponueil. Komnanuu, ucnoinsyronme CRM, coodmarot o pocre npojaax Ha 29
%, TpOU3BOAUTENHLHOCTH — Ha 39 % W TOYHOCTH MPOTHO30B Mpoaaxxk — Ha 32 %.
OHU AOCTUTAIOT BBICOKMX MOKa3aTesei 3a CU€T aBTOMATHU3al[Ui PyTUHHBIX OM3HEC-
ITPOLIECCOB.

Taoauma 1
IIpeasnoxenne Mo BHEAPEHUIO ONBITA Pa0OTHhI ¢ KiIHeHTAaMu SInoHum,

CIUIA u crpan EBponsl B JeiicTByIOIIMEe MaJIble IPeINPUATHS pecny6auKkn

3apyOexxkHas Oxugaemblie
MexaHu3M BHepeHHUS TexHos0rust
Moje/b pe3yJIbTaThl
s —  Opranuzyrorcs MahallaCRM, | — IloBbimaercs
(K(Ia['(:’gtlgﬂ) TEPPUTOPUALHEIE loT YPOBEHb  TIOBTOPHBIX
| u ' .
KJIaCTEPEI. CUHXpOHHM3anus. | IPOAAK,
— Kiuacrepsl coctosdt u3 — CHWXKaTCs cOou B

39 ABTOpCKas pa3paboTKa..
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IIPOU3BOJCTBCHHBIX, OEIMOYKE ITOCTAaBOK,

CEPBHCHBIX u — BO3pacraeT

JOTUCTHYECKUX KOMITAHHH. YIOBJIETBOPEHHOCTH

—  Hurerpupyercas CRM- KJIINEHTOB;

nH(pOpMaIMOHHAS — COKpaIarTCcs

mwiargopma u  co3paéres 3aTpaThl 1o

equHass 0a3a JIaHHBIX O cebecTOMMOCTH.

KJIMEHTAX.

- PaszpabarbiBaercs

miatdpopma UzCRM Cloud

pu roCyJ1apCTBEHHOMN

TOMICPAKKE. — CHuxarores

B Hos . MaJIbIX . | MapkeTHHTOBBIE
ClIIA Hp?[[HpI/ISITI/II/I BHCAPACTCA I/H/L 00JIaYHbBII PacXOLIBL;

(O6aauHbIi TpéXMecsyHoe OecIiaTHOe CRM, i yBeTHUHBACTCS

CRM) JIMLCH3UPOBAHHOC CHHXPOHM3AMMA | yycrag mpuObLL;

TECTUPOBAHUE CRM- B BOSDACTAET

MIPOTPaMMBI.

- L OTOBHOCTE MHTEPEC KIIUEHTOB.

npennpustui k. CRM
OLICHUBAETCS YepPe3 CUCTEMY
uupoBoi cepTudUKaIUN.

— BBoaurcs
HAIMOHAIbHBIN HHJICKC
OpOrpaMMbl  JIOSUTBHOCTH - COKpaIIaeTcst
KJIMCHTOB. BpeMsi  OTBETa  Ha
EBpona - Beomutes cuctema | NLP, CRM- 3aIpOChI;
(BMOI[I/IOHa JILHBIN | €KEroaHoro ayaura HJ'IaT(i)Op Mma, - CHHMKACTCA

CRM) KIMEHTOB  JUIA  MalbIX aIropuT™ YPOBEHB norepu
TIPEIPUSATHIA. 06paTHOMU CBASM | Y yepnTop;
— B CRM-cucremsl — MOBBIIIAETCS
JOOABIISIOTCS MOTYJTH JIOSTTBHOCTD KITUCHTOB.
oOpaTHOM CBSI3H "

OMOIIMOHAJIBbHBEIC MOJYJIN.

J171st BHEIpeHU s ATOHCKOTO OMbITa BHEApeHue 00maynbix CRM-TexHooruii Ha
ocHoBe ornbiTa CIIIA OyaeT BHIMOTHATH MoAIepkuBatonlyto GpyHkiuio. [TockonbKy
111 CRM-texHonoruii, 00beIMHSIOMNUX KIIAacTepbl Majgoro OW3Heca B peruoHax,
HEOOXOJMMBbl  KpyHMHOMACHITAa0HbIE  OOJIauHbIE TEXHOJOTMHM U  CHUCTEMBbI,
paboraromue ¢ OOIbIMUMH 00bEMaMH JaHHBIX. JTO MOXHO OpPraHWU30BaTh IO
CJIETIOLMM HaIpaBIeHUSIM:

-B pamkax mnporpammsl Y30ekuctana «lludpoBas sxonommka — 2030»
pazBuBaTh MecTHbie CRM-cTtapranbl W BHEApSITH WX B Majiblii OW3HEC Ha
cybcuanpoBaHHO# ocHOBe (Hanmpumep, npoekThl « UZCRM», «MahallaCRMy).

- COBMECTHO C BBICHIMMH YYEOHBIMU U HAYYHO-HCCIIEIOBATEIHCKUMHU
yupexaeHusmu (Harpumep, TT OV, TamkeHTckuil yHUBEpCUTET HHPOPMAITMOHHBIX
TEXHOJIOTHI) HaJauTh NMPOoTrpaMMbl moaArotoBku nmo CRM nara-aHanuTHke.

~ ABTOMAaTU3UpOBAaTh JIESITEIBHOCTh MPEAIPUHUMATENICH MYyTEM HHTETrpaluuu
rOoCyAapCTBEHHBIX 3aKYIIOK U HajIoroBou cucremsl ¢ CRM.

B pesynbrare peanuzalnuud JAAHHOTO NPEIJIOKEHUS YJydmiarcsa IUGpoBbIe
MoKa3aTeIu Majoro Ou3Heca, pacupsITCs BO3MOXKHOCTH CETMEHTAIMH KIIMEHTOB U
pacuéra CLV (Customer Lifetime Value), a mmaHupoBaHue MapKETHHIOBBIX
CTpaTerui MoJIy4YuT 00Jiee IUPOKOE PacpOCTpaHEHHE.
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Bropas r1maBa nmuccepTanmoHHOW pabOTHl TOM Ha3BaHUEM «AHAJIU3
COCTOSIHUSI M TEeHJEHI[UH ynpaBjeHUs] B3aUMOOTHOIIEHUSIMU ¢ KJIHEHTAMH B
MaJbIX Ou3Hec-PpeANPUATHAX» TIOCBALICHA aHaIM3y TEHICHIMA pa3BUTHS
NeSATETPHOCTH CYOBEKTOB OM3Heca B cdepe Typusma B Y30EKHCTaHE, aHAIN3Y
paboTHI ¢ KIIMEHTaMH B MaJIoM OU3HECe U €€ pe3yIbTaTOB, a TAK)KE aHAJIN3y METOIOB
O1IeHKH () (PEKTUBHOCTH B3aUMOOTHOIICHUH C KIIMEHTaMHU.
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Pucynok 2. Ilporuno3 pa3sutus peiika CRM-ycayr B CLIA 1o 2025 roaa,
MJIP/ 10JJIApOB

C pa3ButHeM MapKeTHHrOoBbIX TexHoioruii B chepe CRM-cucrem
HaOmogaeTcss yctoWuuBbli pocT. [lo MHeHuio aHamuTukoB, K 2025 roxpy
COBOKYMHBINA 110X07 TiobansHoro peinka CRM yaBoutcs u coctaBut oxosio 80
MUJITMAPIOB T0JIJIAPOB, YTO AEMOHCTPUPYET MOUTH B 2 pa3a 6osiee BHICOKHE TEMITBI
no cpaBuenuto ¢ 2019 roqom*’. B TO *Xe BpeMsl aHAJUTUKU OXHUAAIOT OoJee
aKTUBHBIM POCT HUCHOJB30BAaHUS CHUCTEM OOCTYKHUBAaHUS KJIMEHTOB CO CTOPOHBI
MaJIOTO U CpeHero Ou3Heca.

CoryacHO JaHHBIM, PUBEIEHHBIM Ha PUCYHKE, MOKHO CJIeJIaTh BBIBOJ, UYTO B
OyaymeM OcoOCHHO akTUBHBIM pocTt wucnonb3oBanuss CRM-ycnyr Oyner
Ha0MoAaThCsl B pMHAHCOBO-0aHKOBCKOM cektope, B cepe UT u Toprosimu. CRM-
cucteMbl 0C0O0CHHO H(G(EKTUBHBI TpuU O0O0pabOTKE W TPUHATHH 3asBOK TIO
(MHAHCOBBIM OIlepanusiM, a Tak)Ke NpPU aHAIM3e TOXKEIAaHWW W TOTPEOHOCTEH
KJIMEHTOB Y€pPE3 COLUAIbHBIE CETU. be3yCIIOBHO, OCHOBHOM TEHAEHIIMENW OCTaETCs
npeo0aaHme Crpoca Ha MOJIeNTb 00CTYKUBaHUS KJIMEHTOB «SaaSy» (IporpaMMHOE
oOecreueHune Kak yciayra) — o0JIauHyI0 MOJIENb, pEAT3yEMYI0 TPEUMYILECTBEHHO
yepe3 BeO-Opaysep win MoouabHOe nmpuioxkenune. Komnanus Salesforce omnoit u3
NEPBBIX 3alyCTW/a JaHHBIA CEPBUC, YTO CYIIECTBEHHO CIOCOOCTBOBAJIO
3aKpEIICHHUIO €€ TUANPYIOIINX TO3HUIINIA Ha PhIHKE.

40 https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
4 CRM Market Size, Share & Trends Analysis. [Dnexrponnsiii pecypc]. / CRM Report - Pesxum pocTtyna
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
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B saBape—Mmapre 2024 roma oOmiee 4YHCIO HMHOCTPAHHBIX TI'PaKIaH,
npuObIBIIMX B PecnyOmuky VY36ekucran, coctaBuio 1 519,4 Teic. denosek. Ilo
cpaBHeHUIO ¢ 2023 rooM UX KOJIMYECTBO yBEIHUMIIOCh Ha 2,1 %.
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Pucynok 4. Jlannblie 0 BajIOBOM 100aBJI€HHOH CTOMMOCTH, CO3IaHHOI B
Typu3Me B PeciyOsinke Y30ekucran (B MJIpA cyMoB)*

B Hamell ctpaHe pa3BUTHE JEIOBOTO TypU3Ma 3aHUMAET BaXKHOE MECTO B
o0eClieYeHUn HKOHOMHYECKOIO0 POCTa M YKPEIUICHUH  MEXIyHapOIHOTO
coTpynHMuecTBa. JlemoBoil Typu3M, TO €CTh OH3HEC- M KOHIPECC-TYPHU3M,
OKa3bIBAaET 3HAYUTEIHHOE BIUSIHUE HE TOJILKO HA Pa3BUTHUE TYPUCTCKON cephl, HO
U Ha JAPYrue OTpaciu S3KOHOMHKH. JTOT BHJ TypuU3Ma, B CBOIO OYEPENb, CO3MAET
BO3MOXXHOCTH JJIsl TIPUBJICUEHUS] MHOCTPAHHBIX WHBECTHUIIUN, OTKPBITHUS HOBBIX
PBIHKOB U YCUJICHUSI COTPYAHUYECTBA C MEXKIYHAPOAHBIMU KOMITAHUSIMH.

B V306ekucrane pedopmbl M TOKazaTenud pa3BuTHs B cdepe Typusma B
MOCJEAHUE TOJbl TOCJENOBATEIbHO M CHUCTEMHO OCyIIecTBIsitoTCsA. Llenb
3aKJII0YAETCsl B MPEBPAILCHUH Typu3Ma B OJHY M3 MPUOPUTETHBIX M KPYHHBIX
oTpaciiei  3KOHOMHUKH, TMPHUBJICYEHUHM TOCTEH W  MPEJOCTABICHUH UM
BBICOKOKAQYECTBEHHBIX ycCIyT. [IpoBoguMbIEe B TaHHOM HampaBieHUU pedhOpMbI U
JIOCTUTHYTBIE MMOKA3aTENId PA3BUTUS BEAYT K CTPATETMUYECKOMY PAa3BUTHIO TypH3Ma.

Tabumua 2
PacnpenesieHue HHOCTPAHHBIX IPAKIaH, IPUOBIBIIKUX B Y30€KHCTaH B
TypucTHYECKHX Heasx B 2019-2023 roxax, no meisim noe3aku’s

ean Yncs10 npudbIBIINX, ThIC. Y€JI0BEK
2019 2020 2021 2022 2023
Hocemerxe 5520,6 10667 | 1974 | 5362 | 13221
POJICTBEHHHUKOB
Yuéba 21,4 3,9 1,6 1,2 3,3
Jleuenne 18,5 14,1 5.8 18,4 17,5
CBobozoe Bpewst i 143,9 113,5 22,4 37,2 108,1
OTJIBIX
[To cny>keOHBIM eTam 13,1 8,7 9,7 13,7 270
Kommepueckue nenu 11,9 7,1 2,0 2,9 9,7

OmHuM U3 00IIMX KOJMYECTBEHHBIX METOJIOB OIICHKH YPOBHS 00CTY>KUBaHUS
CyOBEKTOB Majoro Ou3Heca, OCYIIECTBISIOMINX JIEATEIbHOCTh B cepe TypusMa,

42 O‘zbekiston Respublikasi Prezidenti huzuridagi statistika agentligi ma’lumotlari asosida AsTopckas paspaGoTka..
4 O’zbekiston Respublikasi Prezident xuzuridagi statistika agentligi rasmiy sayti https://stat.uz/uz/default/choraklik-
natijalar/ saxifasining tegishli yillar ma’lumotlari asosida muallif tomonidan tuzilgan.
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ssiserca merox SERVQUAL*, Jlanublii MeTO OCHOBAaH Ha OIPOCE, COCTOSIIEM H3
5 paznenoB u 22 xkputepueB. Kaxapiii paznen oObeauHsieT B cede psifi BOIPOCOB.
PecrnioHeHTOB MPOCAT OUEHUTh KaXKIbIi KPUTEPUN B COOTBETCTBUU C MX JIMYHBIM
BocrpusitueM. OLEHUBaHUE OCYUIECTBIsAETCS Mo mikaie JlaiikepTa, BKIIOUYAOIIEH
IISITh YPOBHEM.

Mopnens SERVQUAL npu aHanu3e KadecTBa OOCITYKMBAHHS BKJIIOYAET B
ce0s cleyIonue NsTh OCHOBHBIX H3MEPUTEIbHBIX KPUTEPUEB!

1. MaTepuaibHOCTh — BHEIIHUN BHUJ MECTa OKa3aHUs YCIYT, TEXHUYECKHUE
cpencTtBa, O0OOpPyJOBaHME, HMMHK IIE€PCOHAJa M ICTETUYECKOE COCTOSIHUE
OpraHU3allMOHHON cpenbl. DTO BKJIIOYaeT B ceOs BHyTpeHHee oQopMieHHe
PO3HMYHOW TOPTOBOM IUIOLIAAM, BHEIIHUWA BUJ COTPYAHUKOB KOHTAaKTHOW 30HBI,
HaJIM4YUe PEeKJIAMHBIX MaTepuaioB, OYKIETOB, CTEHIOB.

2. HapéxHOCTh — CTENEeHb CBOEBPEMEHHOIO M Kaue€CTBEHHOT'O BBINOJIHEHUS
TYPUCTUYECKUM MPEANPUATHEM OOCHIAHHBIX YCIyr. OJTO BKIIOYAeT B cels
BBIMOJIHEHHE  O00SA3aTENbCTB IO  MPEJOCTaBICHUIO  3asBICHHBIX YCIyTr B
YCTAHOBJIEHHBII CPOK, TOYHOCTh NIpPU OKa3aHUM TPeOyeMBIX YCIyT, pEIIeHHE
MPOOJEMHBIX CUTyalluid KJIMEHTOB, YCTOMYMBOCTh UMHUJIKA, OTCYTCTBUE OIIMOOK U
HETOYHOCTEH MpHU OCYIIECTBICHUH ONEpALUN U TOMY MTOA00HOE.

3. OT3BIBYMBOCTh — CIOCOOHOCTH COTPYIHHKOB OBICTPO ¥  BEXKIUBO
pearupoBaTh Ha 3alpochl KJIMEHTOB. JTa 4acTh BKJIKOYAET B ce0 PEaKTUBHOCTH
COTPYJIHUKOB, UX JUCUUIUIMHY, 3(QPEKTUBHOCTh MPHU MNPEIOCTABIECHUU YCIYT,
CTPEMJICHHE TTIOMOYb B PELICHUU NMPOOJIEM KIMEHTOB, ONIEPATUBHOE pEarupoBaHUe
Ha 0OpaleH!s KIMEHTOB, KOMIIETEHTHOCTh NIEPCOHAIA.

4. Buynienue aoBepus — KBanuUKAIUs COTPYJHUKOB, YPOBEHb WX 3HAHUIA,
CIIOCOOHOCTH (POPMHUPOBATH UYBCTBO HAAEKHOCTH U 00ECIeuynBaTh 0€30MaCHOCTb.
JIaHHBIM KOMIIOHEHT BKJIFOYA€T BO3MOXXHOCTH COTPYAHUKOB KOHTAaKTHOM 30HBI
co3/aBaTh aTMocdepy JOBEpHUs U B3aMMOIIOHMMAHHUS NPU YCTaHOBJIEHUN KOHTAKTa
C KIMEHTaMH, MpPOSIBICHUE COTPYIHHUKAMHU BEXKJIMBOTO U J00pOKENATEIBHOTO
OTHOUIEHUS K KIMEeHTaM, oOecrieueHne UMU 3(G(HEKTUBHOTO OOCTY>KUBAHHUS U
BCECTOPOHHEW TOJJEPKKM KJIMEHTOB, a TakXXe MPEeAOCTaBICHUE KIUEHTaM
KBaTM(ULIUPOBAHHBIX KOHCYJIbTAIIUM.

5. DOMMaTusi — CTeNeHb MPOSBICHUS MEPCOHATBHOTO BHUMAHHS K KIIMCHTaM,
MMOHUMAaHUs HMX MOTPEOHOCTEH W MHIMBHAYaJIbHOTO MOAXO0Ja. DTO BKIIOYAET
JEMOHCTPALMI0  HMHAMBUAYAJbHOIO  MOAXOJAa K  KIHWEHTY, pa3pelieHue
COTpYOHUKaMU TMpoOJIeM CBOMX KJIHMEHTOB, YPOBEHb OCBEIOMIEHHOCTU
COTPYAHHUKOB O TOTPEOHOCTSIX KJIMEHTOB, JINYHOE yYaCTHE COTPYIHUKOB B PEIICHUU
npoOsieM KJIMEHTOB, a TakKe IMPEeIOCTaBICHUE KIMEHTaM HH(OPMAIMOHHON
HOJIJICPXKKH.

PecnionieHThI, y4acTBYIOLIME B OPOCE, IPUHUMAIOT y4acTUe, BbIOUpas OA1H
U3 CIENYIOINX BapHaHTOB OTBETOB: «S monmHOCThIO He coriaceH (1)», «S He
corsaceH (2)», «MHe TpyaHo oTBeTUTH (3)», «S cormaceH (4)» U «5 MOJHOCTHIO
cornaceH (5)». CHavasa y pecroHIEHTOB MPOCST OIIEHUTh KA4€CTBO 00CTYKUBaHUS
B COOTBETCTBHUM C UX 0KMJIAHHUSMHM, 3aTEM KIIMEHT JAET OLEHKY B COOTBETCTBHH C
(aKTHYECKUM BOCHPUSTHEM.

C aToil Touku 3peHus, ¢ nomouiblo Moaenu SERVQUAL ouenka ypoBHs
KauecTBa TYPHUCTCKUX YCIYT, BBIABICHUE CHJIbHBIX M CJIa0bIX CTOPOH B
NESATEIBbHOCTH TMPEANpUSITHS, a Takke pa3padoTka HaydyHO OOOCHOBAHHBIX

4 Simpson P. M., Siguaw J. A., & Baker T. L. A model of value creation, supplier behavior and their impact on
reseller-perceived value // Industrial Marketing Management. 2001. Ne 30. P. 119-134.
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NPEMIOKEHU W PEKOMEHJALMI paccMaTpUBAIOTCA KaK akTyalbHas 3ajaya.
[Ipoliecc n3MepeHusi Ha OCHOBE JTAaHHOW MOJIEJIM OCHOBBIBAETCS Ha OMPEEICHUU
pa3HUIBl MEXKAY 0KUIAEMBIM YPOBHEM OOCITYKHMBAaHUA U (PAKTHUECKUM YPOBHEM
BOCIIPUSATHUS KIIMEHTA. BBISBIIEHHE JAHHOTO PACXO0XKJICHUS MO3BOJISIET ONMPEAEIIUTh
peabHYIO OLICHKY KauecTBa OOCTY>KUBaHUS.

KauectBo oOcmyxuBanuss Ha mupumepe OOO «Battuta Travel», OOO
«UzTrip» u OO0 «Dilrabo Travel» ananusupyercs Ha OCHOBE KpUTEPUEB MOJIEIH
SERVQUAL. B pamkax uccienoBaHusi I€ATENbHOCTh TYPUCTUUECKUX KOMITAHUI
«Battuta Travel», «UzTrip» u «Dilrabo Travel» Oblma oreHeHa Ha OCHOBE
aHkeTupoBaHus 120 KJIMEHTOB.

Tao6auna 4
AHaiu3 KadyecTBa o0cayxxuBaHusa B koMnanusax OO0 «Battuta Travel»,
000 «UzTrip» 1 000 «Dilrabo Travel» (na ocnose moxean SERVQUAL)®

Z £ MartepuajibHOCTh Hapexnocts OnepaTuBHOCTb YBepeHHOCTh Comnepe:xxnBanue Cpennuii
g £ nokasartejb
e i
= E — — —
E i P. En Qn P; E; Qi P; E; Q | Pu | Ew | Qu | Pn | En | Qu P E Q
=
222
Q=® - . i i . -
8 E: 4,5 4,6 0,1 4,6 | 4,7 0.1 44 | 45 0.1 4,7 | 48 0.1 45 | 4,6 0.1 4,5 4,6 0,1
RE

44| 46 | 02 | 45| 46 43 | 45 46 | 4.8 43 | 46 44 | 46 | -0.2

0,1 0.2 0,2 03

000 «Battuta
Travel»

41| 42 | 01 |43 L ad | Cl 4 [ AS | T ad | A8 | C 4l | 44| |42 | 4s |03

000
«UzTrip»

AHanM3 pe3yabTaToOB MOKa3ajl, YTO BO BCEX MPEINPHUATHIX UMEETCS CpPeIaHEe
pacxoxjaeHue B pasmepe -0,3 Oamma Mexay OXUAAeMbIM U (haKTHYCCKH
BOCITPUHUMAEMBIM YPOBHEM OOCTY>KHBAaHHS. DTO CBHJACTEIBCTBYET O TOM, UTO
OKUJIaHUSI KIMEHTOB HE OBLIM TMOJHOCTHIO YAOBIETBOPEHBI, OJTHAKO Ka4yeCTBO
00CITy>)KMBaHUS B 11EJIOM HaxoIuTcst Ha xopoiieM ypoHe. Komnanus OOO «Dilrabo
Travel» wumeer caMyio BBICOKYIO CPEAHIOIO OIECHKY (4,5 Oamna) m oOnamaer
MPEUMYIIIECTBOM [0 KPUTEPHUSM HWHIWBUIYATBHOTO TMOAXOJa K KIUEHTaAM |
BHYyIIeHus noBepus. B kommanuu OO0 «Battuta Travel» kauecTBo 00cmyxuBaHus
SBJIICTCSI CTAOWJIBHBIM, OJHAKO 110 KPUTCPUSIM OT3BIBYMBOCTH W OMITATHU
orMedaeTcsi Hekoropoe cHmkeHue. Kommanuss OOO «UzTripy wumeer Oosee
HU3KYIO OIICHKY 0 KPUTEPHSIM MATEPHATBHOCTH M OT3BIBUNBOCTH, B CBSI3H C YEM
BBISIBJIEHA HEOOXOIMMOCTh MOJICPHU3AIUU CTAaHAAPTOB 00CTYKUBAHUSI.

Tabauna 5
OO0mMii aHAJIM3 Pe3yJbTATOB OLeHKH
dakTHYeCKas VDoBeHb
Ha3zBanue cpenHss O:xngaemasn | Pazauna p .
KayecTBa PeiiTunr
npeanpusiTus pocnpuHuMmaemasi | onenka (E) | (P-E) (%) (Q)
omnenka (P)

4 ABTOpCcKas pa3paboTKa.
4 ABTOpckas pa3paboTKa.
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00O Dilrabo 45 4,6 0,1 -2,6 % 1-mecTo
Travel

00O Battuta 44 4.6 -0,2 -4.7 % 2-MecTOo
Travel

000 UzTrip 4,2 46 04 99% | 3-mecto

Pe3ynbrarhl aHanu3a Mokas3aiu, YTO IO KayecTBY OOCIY>KHMBAaHMs BeIyIlIUE
nosuniuu 3aHuMaeT kommanus OOO «Dilrabo Travely. B manHOW kommaHum
¢ dexTuBHOCTL 00OecreunBaeTcsi 3a CUYET WHTEPAKTHUBHOTO B3aMMOJICUCTBUS C
KIIMCHTaMH, KyJbTYPhl OTBETCTBEHHOCTH IEPCOHANIa M TIEPCOHATU3MPOBAHHOTO
nojaxona Kk obciyxuBanuio. KadectBo ux oOciyxuBaHus auiib Ha 2,6 % HIDKe
OKHUJIAEMOTO YPOBHS, UYTO CBHJIETEIBCTBYET O €ro OJIM30CTU K YPOBHIO
CTaOMJIBHOCTU U KJIMEHTCKOM sosuibHOCcTH. B xommanun OOO «Battuta Travel»
KauyecTBO OOCIy>XKMBaHUSI OTHOCHTEIILHO BbicOKoe (4,4 Oamna), OJHAKO II0
KPUTEPUSIM DSMIATHM W MaTEPHAIBHOCTH OTMEUAeTCs pacxokiaeHue. JlaHHBIN
pa3pbIB MOXKET OBITh YCTPAHEH 3a CUET MOBBIICHHS KBATU(UKAIIMN COTPYIHUKOB 1
COBEPILIEHCTBOBAHUS KYyJNbTYphl oOciyxuBanusa. B xommanuum OOO «UzTripy»
Ka4yecTBO oOchykuBaHus HIKe (4,2 0ania), 4To OOBACHIETCA HEIOCTATOYHOCTHIO
oOpaTHOM CBSI3M C KJIMEHTaMH, a TaKXkKe HEIOCTaTOYHOW wuu@poBHU3anueit
CEpPBUCHBIX TporieccoB. KoMmmaHus MOKET MOBBICUTh KOHKYPEHTOCIIOCOOHOCTh
MMOCPEJICTBOM BHEAPCHHUS MEXAHW3MOB YIIPABJICHHUS KadeCTBOM BO BHYTPECHHIOIO
CUCTEMY YIIpaBJICHUS.

Tperbst TnaBa guccepranuu, Ha3BaHHas «Pa3BuTHE CTpaTernyecKux
HaIpaBJCHUN B3aMMOOTHOIICHUN C KJIMCHTAMU B MaJioM OwW3Hece», 00yamaer
0COOBIM Hay4HBIM 3HAYEHUEM C TOYKH 3PEHUS CBOMX TEOPETUYECKUX OCHOB H
PAKTUYECKUX TMOJAXO0J0B. B 1MaHHO# Tr1aBe BCECTOPOHHE MPOAHAIU3UPOBAHBI
BaXHBIC HANPABJICHHS COBEPIICHCTBOBAHMS B3aUMOOTHOIICHUH C KIMEGHTAMH 3a
CYET MOBBIIIICHUST YKOHOMHYECKOUN 3PPEKTUBHOCTH CYOBEKTOB Majioro OuzHeca. B
0COOEHHOCTH BOIIPOCHI JOCTHIKEHUS YCTOMYNBOTO PA3BUTHS 3a CUET ONIEPATHBHOTO
M KA4YeCTBEHHOTO pPEarupoBaHUsS HA TMOTPEOHOCTH KIMEHTOB, YKPEIUICHUS WX
JIOSUTBHOCTH U TIOBBIIIIEHUST KauecTBa 00CTyKMBaHUSI 000TaIeHbl 000CHOBAHHBIMU

MPEAJIOKEHUSIMHU.
Kpome Toro, Bo B3aUMOCBSI31 paCCMOTPEHBI (DAKTOPHI, BIUSIONINE HA PA3BUTHE
B3aMMOOTHOIICHUH ¢ KJIMEHTaMH B MajioM OW3HECEe, — KaueCTBO OOCITyKHBaHUS,

MApKETUHTOBasl CTPATETHs, LICHOBAas IMOJUTHKA, a TAKXKE MEXAHU3Mbl aHAIU3A
MHEHHUA WM OT3BIBOB KJIMEHTOB. B OCOOECHHOCTHM HSKOHOMETPUUYECKHE AaHAIU3BI,
MPOBEIEHHBIE C I1IEJIbI0 BBISBICHUS B3aUMOCBA3M MEXKIY JKOHOMHUYECKUMHU
pe3yibTaTaMu JACATEIbHOCTH TPEANPUATHS W KAa4eCTBOM B3aMMOOTHOLICHHUH C
KJIIMeHTaMH, e1é 0oJiee yCHIHIIM HaAyYHYI0 000CHOBAaHHOCTH TJIaBbl. C MOMOIIBIO
METOZla PErpecCHMOHHOTO aHajgu3a OblIa OMpeesieHa B3aWMOCBSI3b MEXKIY
3O PEKTUBHOCTHIO pPabOTHI C KIMEHTAaMH M SKOHOMHYECCKHMH TIOKa3aTeIsIMU
NPEANPUATHS, YTO CO3JaJ0 NPOYHYIO CTAaTUCTHUYECKYI0 OCHOBY ISl JAHHOTO
UCCIICIOBAHUS.

MoO3HO cKa3aTh, 4TO MOCJE AKTUBU3ALMY MEXAHU3MA YIIPABJICHUS PA3BUTHEM
YW MHTErpalueil HalpaBlICHHE TYPUCTCKUX MOTOKOB M3MEHUTCS C BBIE3JHOTO Ha
BHYTPEHHUW U BbE3IHOM.

Takum o00pa3oM, MbI MOXEM NPHUUTH K BBIBOAY, 4YTO peKiamMa C
UCIIOJIb30BAHUEM  MHTEPHET-UHCTPYMEHTOB W MPABWIBHOE  pa3MELICHUE
HEO0OXOIUMBIX TOBAPOB U YCIYT SABJSIOTCS Oosiee 3PPEKTUBHBIMU 110 CPABHEHUIO C
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TpaJAULIMOHHBIMU METOJaMU. Ba)KHO JHILIb, 4YTOOBI 3TH MHCTPYMEHTHI HAXOJAHIINCH
B YMEJBIX pykax. PykoBoauTenn mManblx NpearnpusiTuid, B TOM YHUCIE TYPUCTCKUX
areHTCTB, JOJDKHBI B IOJHOW MEpEe MCIOJb30BaTh COBPEMEHHBIE HMHCTPYMEHTHI
YOPABJICHMS, OJJHUM W3 KOTOPBIX sIBJIA€TCS MHTEpHET Kak MOAM(PUUIMPOBAHHBIN
uctounuk uHpopmaruu. C nomonipio MHTEpHETAa TypUCTCKHE areHTCTBA TaKKe
MOJTy4aroT HH(GOPMAIIUIO IS BBISIBICHHUS] HOBOTO II€JIEBOIO CETMEHTA.

B  npennmaraemoifi  KJIMEHTOPUEHTUPOBAHHOM  MOJAENW  MPEAIPUITHS
BBIJICJISIIOTCSL TPU OCHOBHBIX YpOBHS IIPOIIECCOB: TMEpPBBIA  ypOBEHb —
uH(GOPMaIIMOHHBIN 00MEH, BKIIIOYas cO0p, pacpoCcTpaHeHUE U 00pabOTKY TaHHBIX;
BTOPOW — aHAIUTUYECKUN YpOBEHb, KOTOPBIM OXBATHIBAET OLICHKY KJIMEHTOB JJIS
COBMECTHOH AESITeNbHOCTH, MOHUTOPHHT, OICHKY (C MOMOIIBI0 pa3pabOTaHHBIX
KPI) u perynnpoBaHue KIMEHTCKOrO MOTOKA; W, HAKOHEL, TPETUW — aJanTanus,
BKJIFOYAIOLIAs] PEAIM3ALMI0 MEPOIIPUATHHN 110 aAalTallii TOBAPOB U YCIIYT, & TAKKE
KOOPJIMHALIUIO U KOHTPOJb OT3bIBOB KIMEHTOB. B3anMMOCBS3M MeXAy AaHHBIMU
YPOBHSIMHM, a TakXe IWHAMHUKa W KOOPIHWHALMS PBIHOYHOIO B3aWMOJECHCTBUS
IIPE/ICTABIICHBI B BUJIE B3aMMOOTHOLIEHUI ¢ KiueHTaMu. Ha Hamn B3risy, Haaudue
LEJIOCTHOM CHUCTEMBI, O0JaJaroIel B3aMMOCBSI3SIMU MEXAY STUMHU IPOLECCAMU,
IIO3BOJISIET TOBOPHUTH O KIMEHTOOPUEHTHUPOBAHHOCTH MPEINPHUATUS B pPaMKax
JTAHHBIX B3aUMOOTHOIIEHUH, YTO MPEIIOIAraeT He TOJIBKO JIEATEIbHOCTh IO cO0py
U aHau3y MHPOPMAlMM O KIMEHTE, HO WU TocieaoBaTeabHOe (OPMHPOBAHUE
COOTBETCTBYIOIIUX YIPABICHUYECKUX MEXAHU3MOB 10 OTOOPY KIIMEHTCKUX ITOTOKOB.

Mopens, npeacraBieHHass Ha PUCYHKE 7, 0000IAeT OCHOBHBIE MPUHIUIIBI
paHee 00CYXIaBIINXCS KIMEHTOOPHUEHTUPOBAHHBIX KOHUENIUI: OJHOCTOPOHHUN
XapakTep B3aUMOJIEUCTBUS, MEPEYeHb OCHOBHBIX IPOLIECCOB, 0OECTIEUMBAIOLINX
KJIMEHTOOPUEHTUPOBAHHOCTD MPEANPUATHS, & TAKKE 3TAIbl CO3/IaHMS LIEHHOCTU B
paMKax TpaH3aKIIMOHHOTO MapkeTuHra. [Ipennpusitue 6onee a3gdekTruBHO paboTaeTt
U OCYIIECTBJISIET MHHOBAIIMOHHYIO JEATEIbHOCTh B OOJACTH CO3JaHHsI HOBBIX
MPOJYKTOB M COBEPIICHCTBOBAHUS CYHIECTBYIOIIUX 3a CU€T cOopa, 0OpabOTKHU U
aHaJn3a nH(OPMAaLIUU O MOTPEOHOCTAX U MPEANOUYTEHUAX KIUEHTA.

49



Ilenenosaranue (MOBBIIICHUE KAYECTBA OOCITY)KHBAHHS, YACPKAHHE KIMCHTOB, MOBBIIICHHIE
KOHKYPEHTOCIIOCOOHOCTH U T.1.)
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dopmupoBaHHe KINEHTCKOM 0a3bl. [lepeueHp
KIIMEHTOB, BUIBI YCIIYyT, (hOpMATHI
Iy TCIICCTBHM.
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.
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v
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Buenpenue Mmeponpusituil.

®Dopma aHKETHI JKypHai o0T35IBOB U OIICHOK

SERVQUAL. KJINEHTOB.
Ortuér mo GAP- AHanm3 NPUYHHHO-CIIEJICTBEHHBIX
aHaJIN3y. CBsI3€# 10 KauecTBY O0CITyKMBaHMSI.
JIOKyMEHTEI. e
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Oo0ecrieuenue IMUKJINYHOCTHU ITOCTOAHHOI'O BHUMAaHUA K KJIMCHTaM.

PucyHok 5. AJIropuT™ IMarHOCTUKHM U PA3BUTHUSI CUCTEMbI Pa00ThI €

KJIMECHTAMH HA OCHOB€ OLICHKHA y/10BJI€

TBOPEHHOCTH MOKYNAaTeJieil B MaJbIX

npegnpuaTHsX. */

47 ABTOpCKas pa3paboTKa.
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[ToBpllIEHNE aJaNTUBHOCTH 3a CYET ONEPATUBHOIO pEarupoBaHUs Ha
3arpochl KIUEHTOB: ¢ momomibio CRM-cuctem TpeGoBaHMS KIMEHTOB OBICTPO
BBISIBJISIIOTCS, M B COOTBETCTBHM C HHUMH pa3pabaThIBaIOTCS CTPATETHH.
OnepaTuBHOE pearupoBaHUWE HA 3alpPOChl KIMEHTOB M YAOBJIETBOPEHHE UX
TpeOOBaHUIl MoOMoOTraeT OM3HECY alaNTUPOBATHCS K U3MEHEHHUSIM Ha PBIHKE, UTO, B
CBOIO Ouepe/lb, IOBBIIIACT YJIOBJIECTBOPEHHOCTh KJIMEHTOB U  YBEIMYUBACT
UCTOYHUKHU JOXOJIOB.

VYBenuuenue nonau peiHka. CRM mpenocrtaBisieT KOMIOAaHUM BO3MOXHOCTb
Jy4llle HOHUMATh NOTPEOHOCTH KJIMEHTOB Ha PHIHKE U MOJy4aTh IPEUMYIIIECTBA IO
CPaBHEHHIO C KOHKypeHTamu. braromaps d>ToMy cO34a€TCsl BO3MOKHOCTD
IIPUBJICYCHHSI HOBBIX KJIMEHTOB M YBEJIUYECHUS 10U PhIHKA.

C skoHOoMMueckoll M ¢uHaHcOBOM Touek 3peHuss CRM mpenocrasiser
KOMIIAaHUM  BO3MOXHOCTb ~ OOECIEUUTh JOJITOCPOYHYK)  YCTOMYHMBOCTH U
(UHAHCOBBI pPOCT. YCTaHOBJIEHHE TECHBIX OTHOIICHUH C KIMEHTaMH, UX
yAepKaHUE U MMOHUMaHHE UX MOTPEOHOCTEH MOBBIIIAIOT KOHKYPEHTOCIIOCOOHOCTh
KOMITaHUU Ha PBIHKE U yIy4dlaeT e€ GuHaAHCOBYIO 3((hEKTUBHOCTD.

P — ——— — — —— — — —— —— — — — —

Kpenutnsie
Ynpasienue BHemnne JKano6wl pea Hoctynnenus
CHCTCMOH - HOCTaBIIUKI KIINEHTOB neropm Hporsozet OT KIINCHTOB
poJax oc I KJIMCHTOB I
I Ananu3 m
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PucyHnok 6. KonuenryajibHasi MOge/Ib KIHEHTOOPHEHTHPOBAHHOCTH B
I03MTUBHOM MapKeTHHre ‘8

Kakas w3 cremyroomux «CcTpaTeruil yNpaBJICHHWsS B3aWMOOTHOIIECHUSMU C
KJIMEHTaMU B MajioM OuzHece» cuutaercs dhpexruBHoi? JIJisg 3TOTO IpeasiararoTcs
4 cTpareruu:

1. Ctparerus 3k0-CRM u ycroiiunBoro typusma. Ee cylHoCTb 3aKkitoyaercs
B IMPEUTOKEHUN KIIMEHTAM dKOJIOTHYECKH YUCTBIX YCIYT U YCTOWYUBBIX TYPUCTCKHUX
npoaykToB nocpenctsom CRM.

2. Ctparerus uudpoBoro MOAEIMPOBAHUS KIUEHTCKOTO MyTH. Ee cymHoCTh
3aKJIIOYAeTCsi B TOBBIIIGHWH  KadyecTBa  OOCHYyXHBaHUS W YPOBHSA
YAOBJIETBOPEHHOCTH 3a c4YeT IU(GPOBOrO  OTCIEKUBAHUS, aHajau3a U
NEePCOHANIM3AIMKM ONbITa KJIMEHTAa Ha BCEX ATamax — JO0, BO BpeMs M IOCIE
My TEIIECTBUS.

4 ABTOpCKas pa3paboTKa.
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3. Crparerus CRM, uHTErpupoBaHHOrO B IENOYKY MOCTaBOK. Ee cyImHOCTb
3aKJII0YaeTCs B OOECMEYEHUH KOMIUIEKCHOTO OOCTY’>KHMBaHHUS TypHCTa 3a CUeT
o0benuHenus B equHoil CRM rocTUHUYHBIX, TPAHCIOPTHBIX, YCIYT THa, TUTaHUS
Y OKCKYPCUOHHBIX YCIYT.

4. CtpaTteruss JUHAMUYECKOTO II€HOOOpAa30oBaHUSI Ha OCHOBE aHalu3a U
nporHo3a. Ee CymHOCTh 3aKiIio4aeTcss B aBTOMATHYECKOM aJanTaluu LEHOBOUN
NOJINTUKA B PEXUME PEAJTbHOIO BpEMEHHM Ha OCHOBE AaHHbIX CRM um Mopenen
IPOTHO3a CHpOoca.

C uenpio MOMy4YeHUs] OTBETA Ha JAHHBIN BOMPOC AKCIEpTaMH Oblila MPUHATA
nsATUOAIIbHAS IIKaJIa OIEHKH, U UMK ObUIM YCTaHOBJIEHBI CIEAyIolue Oauibl 1Mo
IIPUOPUTETHBIM HAIIPABIICHUAM JEATEIBHOCTH. YKAa3aHHBIE CTPATETMH MOKHO
pean30BaTh OJTHOBPEMEHHO B HHTEIPUPOBaHHOM (opmate. OTHAKO 3TO MPUBEAET
K pOCTY 3aTpar TYPUCTCKUX MPEANPUATHN U yTpaTe OPUEHTUPOBAHHOCTU Ha
KJINEHTOB pbIHKa. [Io3TOMY 3KCIIepTam ObUTO PEKOMEH0BAHO BBIOPATh OJJHY U3 HUX

IJI1 BHCAPCHUA Ha ITPCAIIPUATHAX.
Taoauna 6
Bajuibl, BLICTABJIEHHbIE JKCIIEPTAMH NPEIJI0KEHHBIM CTPATErHsIM yIPABJICHHUS
B3aHMOOTHOIIEHUSIMH C KJIMEeHTAMH B MaJIoM Ou3Hece*®

OrnieHuBaeMbIe Crparerust Crparerus
KpPUTEPUH — Crparterust IKo- undpoBoro Unterpuposannas JAUHAMHYECKOr0
CRM CRM-cTpaTerus 6
HOMep E—— l MO/J€EJIMPOBAHUS LHEHOO0Opa3oBaHUA
1 45 45 50 3,5
2 5,0 5,0 4,0 4,0
3 45 45 4,0 4,0
4 5,0 4,0 4,0 4,0
5 5,0 4,0 4,0 4,0

CrnemyeT OTMETHTh, YTO MO NpPEAJIAracMbIM CTPATETHSIM yIPaBICHUS
B3aMMOOTHOIICHUSIMH C KJIMEHTAaMH B MaJIOM OWU3HECE OTPaXKaeTCss MAaKCUMAJTbHBIN
0amt win panr (1,4, ) » YKa3aHHBIC SKCIICPTaAMH.

To ecTh, €ciM MO KaKOW CTpaTeruu CpeaHUi Oamt BbIE (fi,qy), U 3TO Ha
OCHOBE JIaHHOTO KPHUTEPHS OTPAXKAET, YTO MpejiiaraeMasi CTpaTerusl YIpaBICHUS
B3aMMOOTHOIICHUSIMU C KIMEHTaMU B MalloM Ou3Hece siBisieTcs 3()QPpexTuBHON
(Pucynoxk 8).

4,7
4,6
45
44
4,3
L] L]
4,1
Crparerus Oxo-CRM Crparerust uuppodoro Wnterpuposannas CRM-  Ctparerus AMHAMHYECKOTO
MO/ICTMPOBAHUS CTpaTerus LIEHOOOpa30BaHus

PI/IcyHOK 1. Cpenﬂee SJHAYCHHC 6a.11.11013, BBICTABJICHHBIX IKCIIEPTAMU
NPEeAJ0KEHHBIM CTPpATECIrusiM yIIpaBJC¢HUS B3AUMOOTHOIICHUSIMHA C KIMEHTaAMM B

4% CdopMHpOBaHO ABTOPOM HA OCHOBE JAHHBIX DKCIIEPTOB.
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maJsiom OmsHece, (7;)%

Kak BunHO W3 rpaduka, cpeau NpeIOKEHHBIX CTPATETHil yHpaBlICHUS
B3aMMOOTHOIICHUSAMHM C KJIMEHTaMH B MajoM Ou3Hece cpeaHuil Oan,
BBICTaBJICHHBIN 3KcriepTaMu 1o crpateruu 1 — crparernn 3k0-CRM u ycToiunBoro
TypHu3Ma, cocTaBiseT 4,0.

Bmecte ¢ Tem ObuT OCyIIECTBIEH aHAIM3 JIEHEKHOTO 000pOTa TYPUCTCKHUX

npeanpuaTuid Hamei crpansl 3a nepuoa 2020-2024 rogos.

Taoauna 7
@®HUHAHCOBbIE MOKA3ATEJIM NPeINPUATHIi (B MUJUIMOHAX CYMOB)°!
Haszpanue npeanpusitus Ton O00poT 1eHEeKHBIX CPEACTB Kouurecrso
pPaGoOTHHKOB
2020 974 821 112,2 4
2021 1142 666 824 4
YIT Muniyr Travel Group 2022 4650021 773 4
2023 5104 497 316 4
2024 6 410 640 649 2
2020 1039 145 645 40
2021 2627893 011 38
00O Fergana Avia Travel 2022 2 434 104 080 30
2023 3216 076 451 28
2024 3822 245 868 23
2020 894 792 401,8 4
2021 2839879 926 4
CII Grand Avia Travel 2022 1653 315 961 5
2023 1684 427 330 6
2024 1198 375 487 4
2020 0 0
2021 0 0
CII Dilrabo Travel 2022 275189 633,9 1
2023 569 640 738,8 2
2024 1016 947 867 4
2020 278 767 4425 13
2021 177 355 915,1 10
000 Havo-Sayyoh Travel 2022 371 565 4993 8
2023 331073632 7
2024 262 704 170 6
2020 0 0
2021 0 0
00O Kadrus Vip Travel 2022 278 442 819,1 5
2023 274 892 946,7 5
2024 164 928 572 5

50 PacyéTe aBTOpA.
51Pa3paboTaHo aBTOPOM Ha OCHOBE JAHHBIX HPEANPUATHI.
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Ha ocHOBe mpoBemeHHOTO aHaiM3a CJIEAyeT OTMETHUTh, YTO B JICHE)KHOM
000poTe TYPHUCTCKUX NPEANPUSATUN HaOII0Janach MOJIOKUTENIbHAS TEHACHIIHS
pocTta. B xauecTBe MPUYHMHBI ATOTO PACCMATPUBAIOTCS PACIIMPEHUE BO3ZMOKHOCTEH
B cpepe Typu3Ma B Halllel CTpaHe U YCUJIEHHE MHTepeca HaceJIeHUs K MOe3/IKaM B
JpyTrUe Tocy1apcTBa.

[Toxxu3nennas nenHocts kiauenta (Customer Lifetime Value, CLV) — sto
COBOKYIIHAsI OLIEHKA J0X0/1a, KOTOPbIN KIMEHT MOKET MPUHECTH KOMIIAHUU 32 BECh
MEepHOJT CBOETo Ku3HeHHOTro 1ukiaa. CLV sBiseTcs KiIoueBbIM MOKa3aTeieM Mpu
pa3pabOTKe CTpaTeTUYECKHUX PEIICHUH KOMITAHUH, OPUEHTUPOBAHHBIX HA KIIMEHTOB,
IEJIEBOM paclpeIe]ICHUN PECYpPCOB U 3(PPEKTUBHOM YIIPaBICHUU MAPKETUHT OBBIMU
pacxoaMu.

[IpeumytiecTBa MOBBIIIEHUS IIEHHOCTH KIIMEHTOB:

CucTteMHBI HCTOYHMK JIOXO0/IA: 3a CYET KIMEHTOB ¢ BhICOKUM CLV xommnanus
MOJIyYaeT JIOJITOCPOYHBIA U CTA0MIIbHBIA HCTOYHHK JOX0/1A.

OddexTuBHOE pacrpeeieHne pecypcoB: KOMIIAHUS, UCIOIB3Ys MOKa3aTehb
CLV, MoxeT mpaBUJILHO paclpenesisiTb pecypchl. TeM caMbiM KOMMIaHUS yaemnseT
OOJIBITIC BHUMAHUS KIIMEHTAM C BBICOKOH IICHHOCTBIO M CTPEMHUTCS UX yIepPKaTh.

[ToBbImIeHre TPUOBUTM M COKPAIIEHHE PACXO0B: 32 CUET MOTYUYEHHUS BHITOIbI
OT  JOJTOCPOYHBIX KIHMECHTOB  COKpPAIIAIOTCS  MAapKETHHTOBBIC  PAaCXOJIbI,
MTOBBINIAOTCS OOITUI TOXO/T U PEHTa0ETbHOCTD.

[Tpu pacuére mokasatens nenHoctu kiueHta (Customer Lifetime Value, CLV)
WCIIONIB3YIOTCS pa3nuuHble GpopMynbl u mokazatenu. Yame Bcero popmymna CLV
BBIOMpAETCS B 3aBUCUMOCTH OT C(Pephl NeATeTbHOCTH KOMITAHUU, €€ OM3HEC-MOJIeNn
Y CTETICHU JI0JTOCPOYHOCTH B3aMMOOTHOIIICHUH C KineHTaMu. OCHOBHBIE (hOPMYJIbI
Y IPUMEHSEMBIC B HUX ITOKA3aTENH MPUBEICHBI HIDKE:

1. Cokpaménnas npoctast popmyna. Camas npocras popmyia CLV ymHOXKaeT
CpPeImHMI TO0XOJ OT OJHOTO KIHMEHTa Ha MPEArojaraéMyr JIUTEIHHOCTh €Tro
JTOATOCPOYHBIX OTHOIIEHUN C KOMIIAHUEH:

CLV=AOVXFTXLT (1)

371€ech:

AOV (Average Order Value) — cpennuit 10xX0/1 3a OAHY TOKYTIKY;

FT (Frequency of Transactions) — KOJHYECTBO MOKYIOK 3a OMpPEacIEHHBIN
nepuo (OAUH TOJl UK OJIMH MECHII);

LT (Customer Lifetime) — oOmuii Cpok B3aUMOJCHCTBUS KIUCHTA C
KoMraHuen (0OBIYHO B TOJ1ax).
CLV — 53710 coBokymHas Mapxka BKJajJa, IMOJy4Y€HHas OT KIMEHTa 3a

onpenen€HHbld TEpPUOJ] BPEMEHH B pE3yJbTaTe OTrPAHUYEHHOTO KOJUYECTBA
MOBTOPHBIX MPOJIAXK 3TOMY KIUEHTY, 0e3 yuéTa pacxoaoB. CLV MOXHO onpenenuThb
KaK TEKYIIYIO0 CTOUMOCTb Oy IyIiel YuCTON NPUOBLIH, KOTOPYIO KOMITAHUS OKUIAET
MOJIYYUTh OT KOHKPETHOTO KJIMEHTA 32 BECh NEPHUOJ €ro B3aMMOOTHOIIECHHH C
KOMITaHUEH.

BaxxHo yunTthIBaTh 1enu ucnoias3oanus CLV:

— IPUBJICYEHUE LEHHBIX KIINEHTOB;

— MOBBILLIEHUE «IIEHHOCTH» KIIMEHTOB;

— MOBBILLIEHUE JOSJIBHOCTH KJIMEHTOB;

— ONTUMHU3ALMS B3aUMOOTHOIIEHUN C KITUEHTAMH.
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Tab6auua 8

AHAJIN3 MOKM3HEHHOM HeHHocTH KiauenTa (CLV)*

. Muniyr | Ferghana
Ne |  Tloka3aresn Exunuua Dilrabo | Battuta UzTrip Trale Agvia
H3MepeHus Travel Travel G
roup Travel
Cpenunuii noxon o
1 | 3a onny Ysbexexuit | 5100000 | 1800000 | 1200000 | 5000000 | 1400000
mokynky (AOV) cyM
KommmuectBo
TMOKYIOK 38 | Konnuectso
2 | OHPCACICHHBIM | i eviok B 17 2,1 2,5 3,6 2,4
nepuo (0IUH rox
roa njiu oauH
mecsin) (FT)
OO6muii cpok
B3aUMO/ICHCTBHUS
3 OIeHTA ¢ T'on 3 4 2 4 2
komnanueit (LT)
Io:xxkusHeHHast
HEHHOCTH .
4 kamenra | Y SOCKCKHH 116716000 | 15120000 | 6000000 | 72000000 | 6720000
(CLV), oM
(19*29*3q)

AHanu3 mokaszaTenss UEHHOCTH >KM3HEHHOrO IMKJIA KIMEHTAa O3HA4aeT, 4To
MPEINPUITAS TPU BBICTPAMBAHWU B3aUMOOTHOILICHUH C KIMEHTAMH JOJIKHBI
yAENATh BHUMaHUE JOJATOCPOYHBIM IIEJISIM U YYUTHIBATh MPUOBLIbL, MOJYYECHHYIO B
pe3ysibTaTe 3TUX B3aUMOOTHOIIEHWW Ha TMPOTSHKEHUM BCETO  MEPUOJA
B3aMMOJICUCTBUS KIIMEHTA ¢ KoMmnaHued. Takum oOpazoM, MpeAnpUsTHs JOHKHBI
YIENIATh BHUMAHUE TIOJYyYEHHIO J0JITOCPOYHON MPUOBLIH OT KIMEHTa >,

Koaddumment ynepsxanus kauenToB npu pacuére CLV Takke oCHOBBIBaeTCS
Ha YpOBHE OTTOKAa KIHMEHTOB. B JaHHOM MeETOjEe HMCHOJB3YIOTCS KOA(P(HUIIUECHT
yaepxanus kimeHToB (Retention Rate) u koaddunment orroka kimentos (Churn
Rate). ®opmyna, paccuuTaHHas C WCIOJIL30BAaHUEM JTHX TMOKaszaTelnei, Oyxaer

W (142 0)11(S78
AOVXFTXRetention Rate
CLV = . (3)
1—Retention Rate

3neck Retention Rate mokassiBaeT ypoBeHb yAep:KaHHS KIMEHTOB B KaXIOM

nepuoze. Ecnu ypoBeHb JOATOCPOYHOIO YIEpKAHUSI KIMEHTOB BBICOK, JIOXOJ OT
HUX OyJET BBILLIE.

Hcnonp3yembie MoKazaTesu

AOV (Average Order Value) — cpenHsisi CTOUMOCTb ITOKYIIKH KITUCHTA.

Frequency of Transactions (FT) — xoJIM4ecTBO MOKYMOK KJIMEHTA.

Customer Lifetime (LT) — mnpoaonKUTENIbHOCTh B3aMMOOTHOIICHUN C
KITUEHTOM.

Retention Rate — ypoBeHb ynepkaHusl CyIIECTBYIONIMX KIHESHTOB.

Churn Rate — monst KJIMEHTOB, TOTEPSHHBIX 32 ONPEACIEHHBIN TEPHOI.

Profit Margin (P) — nosnst npuGbLTH B 00IIIEM JOXOIE.

52 AgTOopckas pa3paboTKa Ha OCHOBE JAHHBIX TIPEANPHUSTHH.
53 Moller K., Halinen A. Relationship marketing theory: Its roots and direction // Journal of Marketing Management.
2000. Ne 16. P. 29— 54.
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Acquisition Cost (AC) — 3aTpaThl Ha IPUBJICYCHUE HOBOI'O KIIMEHTA.
Discount Rate (d) — Teky1rast cCToUMOCTB OyAyIIHMX JOXOOB.

Ta6aumna 9

Anajaus Ko3GpQuuHenTa yaepKaHus KiInenTa>
. Muniyr

Ne IMoka3arenun Dilrabo | Battuta UzTrip | Travel Fe‘rghana

Travel Travel Avia Travel
Group
KomnyecTBO KIMEHTOB Ha
1 620 460 390 360 445

koHen nepuoza (E), uen.

KonnuecTBo HOBBIX
2 | KJIIMEHTOB, IPUBJICYEHHBIX 200 150 120 180 100
3a nepuoy (N), der.
KonanuecTBO KIIMEHTORB Ha
Hayano nepuoja (S), ued.
Koaddunument yaepxanus
4 | xnmentos, ((1q-29)/3q) 84% 78% 77% 60% 82%
\times 100), %.
Cyl1ecTBy€eT TaKKe TaKOE MOHSITUE, KaK MPOTrHO3UPOBAHUE IIEHHOCTH KJIMEHTA
BO BpEMEHHM Ha OcHOBe KoHuenuuu CLV, 4TO 3HAYUTENBHO pacCHIMpPSET PAMKH
JAHHOW KOHIIEMIIAM W BBIXOAUT 3a MPEAENbl MPOCTOrO MOACYETA KOJIMYECTBA
KiIreHToB. Hampumep, 17 OTKPBITHS OAHKOBCKHUX CYETOB JIJISI CTYJACHTOB MOTYT
MpEelyCMaTPUBATLCS CIICIUAIIBHBIE YCIOBUS. B KpaTKOCPOYHON MEPCIEKTUBE ATH
PEAIOKEHHUSI MOTYT OBITh HEPEHTAOEIBbHBIMHU, OJIHAKO 3TO IO3BOJIIET OaHKaM B
OyyIeM peaoTBPATUTh MePEX0/1 TaHHOW KaTerOpUH KIMEHTOB K KOHKYPEHTaM.

CLV sBasieTcsi KIIOYEBBIM IOKA3aTENeM MNpPU pa3padOTKE CTPATErHMYECKUX
pPELIEHNI KOMIIAHWHM, OPUEHTUPOBAHHBIX HAa KJIIMEHTOB, LIEJIEBOM paCHpeiCICHUN
pecypcoB U 3¢h(EKTHUBHOM YINPaBICHUU MAPKETUHTOBBIMU pacxojaMu. I[lyTém
MOBBIIICHUS EHHOCTH KJIMEHTA KOMITAHUSI BBICTPAUBAET C KIIMEHTAMU MIPOYHBIE U
JIOJITOCPOYHBIE  OTHOIICHHS, OO0eCleunBaeT WX yIAep)KaHUE, YBEIUYHBACT
KOJIMYECTBO TOBTOPHBIX MMOKYMOK W, TEM CaMbIM, JOOMBAETCS CTAaOWIM3aAIlUU
JIOXOJI0B.

500 400 350 300 420

SAKJIIOYEHUE U PEKOMEHJALIUN

1. DddexTrBHOE HaNMAKMBAHWE B3aUMOOTHOIIECHUN C KIMCHTAMH B MaJlbIX
MPEANPUATASIX HEBO3MOXXHO 0€3 IHU(PPOBBIX TeXHOJOTUH. WMHTErpupoBaHHBIC B
CRM-cuctemsl a5ekTpoHHas mouta, [P-tenedonus, connanbHbie ceT U 4aT-00ThI
o0ecneunBaroT B3aUMOJICHCTBUE C KIIMEHTOM B PEXKHUME PEaIbHOTO BPEMEHU. DTO
C03/1a€T BO3MOXKHOCTh OTIEPaTUBHOM 00pabOTKH 3alIpOCOB KIHEHTOB U MOBBIILICHUS
KadecTBa oOcmykuBaHus. [Ipu 5ToM uCnonb30BaHUE TEXHOJIOTHUM UCKYCCTBEHHOTO
WHTEJUIEKTA W MAIIMHHOTO OOYYEHMsI TO3BOJISIET IMPOTHO3WPOBATH IMOBEICHUE
KJIIMCHTOB, JlaBaTh AaBTOMATHYECKWE PEKOMEHJIAllMM TI0 CErMEeHTaM |
ONTHUMH3UPOBATh MapKETUHTOBBIC pacxojbl. MHHOBarmonnsle CRM-miatdopmbl
Ha OCHOBE aHA/M3a KIWEHTCKUX JTaHHBIX 00ECIEeUMBAIOT MEPCOHAITM3UPOBAHHOE
oOcmy)KMBaHUE KaXJOro KJIMEHTAa. DTO o0OecleuuBaeT JUisi Majoro Ow3Heca He
TOJIBKO POCT JIOXOJ0B, HO U (OPMHPOBAHHWE OMIIATUYHBIX U YCTOWYMBBIX
B3aMMOOTHOUICHHU C KJIMEHTAMHU.

2. B ¢dopMupoBaHMM B3aMMOOTHOIICHHWH C KIMEHTAaMH B MajoM Ou3Hece
MICUXOJIOTHSI M PHIHOYHAS Cpella 3aHMMAal0T BaKHOE MECTO KaK B3aMMOCBSI3aHHbBIC
¢daktopel. Kak otrmeueno B mozenu ®. Kornepa, mokymarenb mpu HpPUHATHU

54 ABTOpCKas pa3paboTKa Ha OCHOBE JAAHHBIX MPEATPHATHIA.
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pELIEHUs] pearupyeT HE TOJIBKO HAa YKOHOMHUYECKUE CTUMYJIbl, HO U Ha JIMYHBIE,
KyJbTYPHBIE U COIIMATbHBIC Bo3aencTBUsA. [loaToMy 1715t cyOBekTOB Masioro OuzHeca
NOHUMAHUE 3MOLMOHAIBHOIO COCTOSIHUSI KJIMEHTAa M €ro CUCTEMbI LIEHHOCTEH
JOJDKHO CTaTh HeHTpasbHOU yacTeio CRM-ctpareruu. Ilytém HayuHOro anamuza
NOTPEOUTENBCKOTO MOBEACHUS MOKHO BBISIBUTH MOTPEOHOCTH KJIMEHTA, YPOBEHBb
€ro YJIOBJIETBOPEHHOCTU M TEHICHUMHU JIOSUJIBHOCTU. B yCIIOBUSAX WHTEHCHBHOM
KOHKYPEHIMM Ha pPbIHKE O3TH 3HAaHHUS TO3BOJSIOT HMHIWBUAYAJIU3UPOBATH
MapKETUHIOBYIO JESATENbHOCTh, YKPEIUISATh JOBEPHE KIMEHTOB M HaJIaXKHBaTh
JOJICOCPOYHOE COTPYAHUYECTBO. B pe3ynpTaTe paccMOTpeHME KIMEHTa HE Kak
UCTOYHHUKA MPUOBLIH, a KaK CTPATErHueCKOro NapTHEPA BEIBOUT OU3HEC-KYIBTYPY
Ha HOBBIM JTaIl.

3. IIpu BHeApEeHNU COOTBETCTBYIOLICH KIIaCTEPy Y30EKCKOM MO/IENTM Ha OCHOBE
AMOHCKOro ombiTa Keiretsu Ha ypoBHE KaXJAOro pailloHa WIH HUHBIX
TEPPUTOPUAIBHBIX €IMHULL ISl pealu3aluyd JaHHOTO MPEJIOKEHUS CO3AI0TCA
TEPPUTOPHAIBHBIE KJIACTEPhl. DTHU KJIACTEPbl OXBATBHIBAIOT PACIIOJIOXKEHHBIE B
pEruoHax IPOU3BOJCTBEHHBIE, CEPBHCHBIE M JIOTHCTHYECKHE KOMIaHuu. Yepes
uHpopmamonnyro CRM-muiargopMy Ha ypoBHE Maxajuli OHHM OCYIIECTBIISIIOT
B3aMMHBI OOMEH JaHHBIMU U CO3HaéTcs eamHas 0a3a JaHHBIX O KiaueHTax. [l
peanu3anuy JaHHOTO TNPEJIOKEHUS OOMEH JaHHBIMM MEX]y IOCTaBIIMKAMHU,
IPOU3BOAMTENIIMA M TOCTaBUIMKAMH YCIYT OCYLIECTBIISIETCS 4epe3 LUu(ppoBYyIO
CRM-cuctemy (cnermuanpayio miatrgopmy «MahallaCRM»). C momompio IoT-
JATYMKOB Y aHAJIMTUKH JTAHHBIX Ka4€CTBO MPOIYKLUUHU, CPOKU MTOCTABKH U YPOBEHb
YAOBJIETBOPEHHOCTH KIIMEHTOB OTCIEKHUBAIOTCA B PEKUME PEATBHOrO BpeMeHu. B
pe3yibTaTe pean3ali JAHHOTO MPEJI0KEHNS MOBBIIIAETCS YPOBEHb TOBTOPHBIX
MPOJaX KIMEHTOB, a COOM B LEMOYKE MOCTABOK COKPAIIAOTCS 3a CUET YCUIICHUS
uHTerpaunn. Takxe, BO3pacTaeT YJIOBJIETBOPEHHOCTh KIMEHTOB U CHMIKAIOTCS
3aTpaThl Ha C€0ECTOMMOCTb.

4. Ha ocHOBe €BpOIEUCKOro OmnbITa JiJisl BHeApeHus aMounoHanbHoro CRM u
POrpaMMBbI JIOSTIBHOCTH KJIMEHTOB MPEAJIaraeTcsi BBECTU HAMOHAIBHBIM MHAECKC
IporpamMMbl  JIOSUIBHOCTU  KJMeHTOB. Ilocne BHeApeHHs JaHHOTO MHAEKCa
HE00XO0AMMO pa3padoTaTh CUCTEMY €KETOAHOTO «ayUTa KIIMEHTCKON JIOSIIBHOCTH
JUIsL Majblx OusHec-mipeAnpudtuil. Yepes AaHHYHO CHUCTEMY OCYILIECTBISETCS
KOHTpOJIb  (pakThyeckoro (QyHkiumonupoBanus wuHAekca. B CRM-cuctemsl
HEOOXOJIMMO Takke J00aBUTh MOJYJIW Uil aHaiau3a oOpaTHOM CBA3UM U
OMOILIMOHAJIBHBIX OT3bIBOB. OTH MOJYJM KOHTPOJUPYIOTCS HA OCHOBE YETKHUX
anroputmMoB. B CRM-cucteme co3ma€rcst SMOIMOHANBHBIA TPO(UIbL KaKI0TO
KJIMEHTA. DTO OCYLIECTBISAETCS C IOMOIIBI HCKYCCTBEHHOTO MHTEJUVIEKTA. Y POBEHB
YAOBJIETBOPEHHOCTH KJIMEHTAa pacCUMTBIBAETCS OAWMH pa3 B Mecsl IpHU
HE0O0X0aMMOCTH. Takke aHATM3UPYIOTCS MHEHUS! KIMEHTOB B COL[MAIbHBIX CETSX.
B pe3ynbTaTte peanuzanny JaHHOTO MPEIJIOKEHUS COKpAIIAETCsl BpeMsl OTBETA Ha
3aMpoChl KIMEHTOB, CHH)KAETCAd YPOBEHb UX OTTOKAa M IOBBIIIAETCS JIOSJIBHOCTH
KJINEHTOB.

5. CormacHo pesynpraram a”anuza, wMoaenb SERVQUAL  sBusercs
3¢ (EeKTUBHBIM HMHCTPYMEHTOM KOMIUIEKCHOM OILIEHKH KadecTBa yCIyT B cdepe
TypHU3Ma U MO3BOJIIET TOYHO U3MEPUTH Pa3pbIB MEKIY OKHUIAEMBIM KIMEHTOM U
(bakTHYeCcKu BOCIpUHUMAaeMbIM KadecTBOM. [IpoBe€HHbIE B TaHHOM HaIpaBJICHUN
aHanu3el mokasbiBator, yto mpeanpustue OO0 «Dilrabo Travel» coxpanuio
JUAEPCTBO IO KA4yeCTBY YCIYI, 4YTO CBS3aHO C HX CEPBHCHOW CTpaTeruew,
OCHOBaHHOM Ha yeJI0BeueCKOM (hakTope. Takke MOXKHO YBUAETb, YTO MPEANPUATHS,
y KOTOPBIX MHACKC KauecTBa yciyT Bbilie 4,4, ctocoOHBI 00€CTeunBaTh BHICOKAN
YPOBEHb KIIMEHTCKOH JIOSITBHOCTU. B HccienoBaHHbIX NPEANPUATUIX HAOII01a1ach
HEOOXOJMMOCTh YKPETJICHUS] KOMIIOHEHTOB SMIIATUM M OTBETCTBEHHOCTH B
oOciyxuBaHUH. JIJii TOBBIIIEHHUS] KauyecTBa YCIYT PEKOMEHAYETCS BHEIPHUThH
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OU(QPOBBIE CUCTEMBl YIPABJICHHWS M HAIAJUTh MEXaHU3M IIOCTOSHHOI'O
MOHHMTOPHUHTA KIMEHTCKOTO OTIbITA.

6. Ucnonp3oBanne nudposeix miatdhopMm B MaioM OusHece u chepe yciyr
cTaHOBUTCS OCHOBHOM TeHAeHner CRM-ctpateruu. B 2023 roay 85 mponeHToB
TYPUCTCKUX MPEANPHUATHI BHEAPUIN MOOUIIHHBIC MPUITIOKEHHS U CUCTEMbI OHJIalH-
OpOHHMpOBaHHUS JJii aHajdu3a MHEHUH KIMEHTOB U TMIOBBIIICHUS KauecTBa
oOciyxuBanus. [Ipu atom uepes CRM-munardopmsl popmupyercs npakTuka OTBETa
Ha 3ampochl KIMEHTOB B PEXHUME pPEaJbHOTO BpPEMEHH, MPOTHO3UPOBAHUS HX
NOTPEOHOCTE! W aBTOMATHYECKOTO (POPMUPOBAHUSA TMEPCOHATU3UPOBAHHBIX
npeuiokeHnil. Takke B pe3ynbTaTe pacIIMPEHHs] OHJIAMH-KOMMYHHUKAIIUU C
KIIMEHTaMH [OKa3aTesb «return customen), TO €CTh 0JI1 HOBTOPHO MOJIb3YIOIINXCS
YCIIYTOol KJIMEHTOB, BhIpOC 10 30 mpoIeHTOB. DTH IUGPHl CBHACTEILCTBYIOT 00
unterpaunn  CRM-cucrem B 1u@poByr0 3KocucTeMy H  (POPMHPOBAHUU
YEJIOBEKOLICHTPUYECKOM MOJENN yIpaBJieHUs B MalloM Ou3Hece. Bmecte ¢ Tem,
U(GPOBHU3AIMS TOBBIIACT MPO3PAYHOCTh YCIYT M COKpAaIllaeT MapKETHHTOBBIC
pacxobl.

/. HayyHoe wW3yuyeHue MOBEAEHUS KIHWEHTOB B MallOM OHW3HECE SBIISETCS
pemaroniM  (akTOpOM,  NOBBILAIIUM  3(P(PEKTUBHOCTE  MAPKETUHIOBOU
cTtpareruud.  KrnacTepHsld  aHanuM3  KIMEHTOB 1O  JIeMOrpaduuecKkum
XapaKTepUCTHKaM, LEJISIM TOEe30K M YPOBHIO YIOBIECTBOPEHHOCTH MO3BOJISET
MPaBIWIIBHO TIPOTHO3UPOBATh MX MOBeAeHue. Hampumep, B chepe Typuszma poct
JOTM TYPUCTOB, TMPHUEIKAIOMINX C LEIbI0 «IIOCETUTh POJCTBEHHUKOBY» U
«OTAOXHYTBHY», TpeOyeT CTpaTernu NpeIOCTaBICHUS YCIYT, aJalTHUPOBAHHOW K
NOTPEOHOCTSIM KIMEHTOB. BMmecTe ¢ TeM Ha OCHOBE JaHHBIX, COOpaHHBIX uYepe3
CRM, pa3paboTka WHAMBUIYAIBHBIX MApPKETHHTOBBIX IIaKETOB MPUBOJIUT K
YBEIMUEHUIO YACTOTHI M1 CTOMMOCTH MOKYTIOK. B 3THX mporieccax aHaiu3 MoBeICHUS
KIIMEHTOB CO3/aéT ISl Majoro OM3Heca BO3MOXKHOCTH CETMEHTHPOBATh PBHIHOK,
CHU3UTh PHUCKH M TOBBICUTh NpUObUIBHOCTb. B pesynbrare CRM-cucrema
MpeBpalaeTcss B BaXKHOE KOHKYPEHTHOE MPEUMYIIECTBO MPU MPOTHO3UPOBAHUU
MOBE/ICHUS KIIMEHTOB U CBOEBPEMEHHOM a/lanTallii CTPaTeTuy.

8. CnocoOHOCTH yAENIATh BHUMAHUE KIMEHTY 00€CTIeYnBaeTCs 00beTMHEHUEM
BCEX TIPOIECCOB B EIUHYID CHUCTEMY M HMX CKOOPIWHUPOBAHHBIM B3aMMHBIM
Bo3zeiicTtBueM. Hamuuue OTAENbHBIX, Pa3pO3HEHHBIX 3JEMEHTOB BHUMAaHHS K
KJIUEHTaM Ja€T onpeleiEHHbIN MOJI0XKUTENbHbIN 3()(eKT, oqHAKO HE MO3BOJIET
roBopuTh 00 d3(PQPEKTUBHOM yMNPABICHUM B3aUMOOTHOIICHUSIMH, a TaKXke O
MOCTOSSHHOM BHUMaHHMM TPEANPUATUS K KIMEHTy. VHTerpauus pa3inuHbIX
MPOLIECCOB B EAMHYIO CHUCTEMY SIBJISETCS TMEPBBIM IIaroM K IOCTPOEHUIO
OpPUEHTHUPOBAHHOTO HA KJIMEHTOB MPEIPUITHSL.

9. Opranuszanusm TypUCTHUECKOTO OM3HECa HEOOXOIUMO CUCTEMAaTU3UPOBATh
B3aMMOOTHOIICHUSA C MOTPEOUTENSIMHU, IMOCKOJIbKY, COIJIACHO CTaTHUCTUYECKUM
naHHbIM, 80 % moxona koMmanuu noctynaet oT 20 % KIMEHTOB, CHIKEHHUE yX0/1a
KJIMEHTOB K KOHKYpeHTaM Ha 5 % B rojl IpUBOJUT K POCTY JAOXOJ0B Oojiee ueM Ha
25 %, 3aKJIIOYCHHUE CHACIIKH ¢ HOBBIM TMOKymnaTtesnem Tpedyer B 5—10 pa3 Gosbiie
YCWINN U CPEICTB, YEM 3aKJIIOUEHUE aHAJIOTMYHOTO JOTOBOPA C CYIIECTBYIOIIMMHU
KJIMEHTaMH, YIOBJIETBOPEHHBIM KIMEHT B CPEJHEM pPAcCKa3blBaeT 00 yCIEUIHON
MOKYTIKE MATH CBOUM APY3bSM, TOT/Ia KaK HEJOBOJIbHBIN KIHEHT COOOIIaeT 00 3TOM
KaK MUHUMYM JIECSITH CBOUM JAPY3bsiM, U TIOYTH 50 % CyHIECTBYIOIIUX KIHMEHTOB
OPEeNNpHUsITHs HE MPUHOCAT MNpUOBUIM U3-32  HEIPPEKTUBHBIX B3aWMHBIX
KOMMYHHUKAIIUN C HUMH.

10. He3aBucumo OT BBIOPAHHOTO MPEANPHUATHSIMHU crioco0a OOCTyKUBAaHUS
KIMEHTOB M TMPOJaXH TYPUCTCKOIO MPOAYKTa, HEOOXOIMMO MOHHMMATH
NOTPEOHOCTH W TMOXEJIaHWsA KJIMEHTOB, YYHUTBIBaTh HMX  BO3MOXHOCTH,
ONITHMHU3HUPOBATH MPOIECC OOCITYKUBAHUS TaAKUM 00pa3oM, YTOOBI OH HE CHIKAJ
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OKMJAHUN KJIMEHTAa B OTHOILUEHUM €r0 KayecTBa, IIOCTOSHHO COBEPIICHCTBOBATH
OM3HEC-IPOLECChl C LEIbI0 ONEpPAaTUBHOIO pEarupoBaHHs Ha TpeOOBaHUA H
NOTPEOHOCTH KIIMEHTOB, a TAaK)K€ HaNaKWBaTh 3(PPEKTUBHBIE KOMMYHHKALUU C
KJIMEHTAMH C UCTIOJIb30BAaHUEM COBPEMEHHBIX HH(POPMAIIMOHHBIX TEXHOJIOTUH.

11. B cyObektax wmamoro Owu3Heca pa3BUTHE OTHOUICHHM C KIMEHTaMU
OCYUIECTBJISIETCS HE TOJIBKO C IMOMOIIBIO TEXHOJOTMYECKUX CPEACTB, HO U 4Yepe3
yesoBedyeckue (hakTopbl — JOBEPHE, JOSUIBHOCTD U CBSA3H B COI[MAIBHBIX CETAX. B
CBSA3U C TUM MPEANPUATHIM PEKOMEHyeTCs dbopMupoBaTth
KJIIMEHTOPUEHTHUPOBAHHYI0  MOJIeJdb  yhopaBieHus. B manHOW — monenu
YCTaHABJIMBAETCA PETYJSIPHOE B3aHMMOJEHCTBHE C KIMEHTAMHU 4Y€pe3 COLMaIbHbIC
CETH, CUCTEMBI OOpPaTHON CBS3HM M OHJIAWH-TIAT(GOPMBI peTUHTOB. B pesynbrare
NPEANPUATAE TOJYy4YaeT BO3MOXHOCTh aHAJU3UPOBAaTh MHEHUS NOTpEOUTENEH B
peXUME peaJbHOr0 BPEMEHH W OINEpPAaTUBHO COBEPLIEHCTBOBATH YCIYTy WU
npoaykT. Kpome Toro, HeO0OX0IMMO HAJIAIUTh CUCTEMY IOCTOSIHHOTO OOy4eHUSs
coTpyaHUKOB CRM-TEeXHOIOTHSAM M TNCUXOJIOTMM KIMEHTA. JTO IO3BOJISAET
chopMHpOBaTh B MNPEANPHUITHH WHHOBALMOHHYIO YIIPABICHUYECKYIO KYJbTYDY,
OCHOBAHHYIO Ha MPUHLUIIE «KJIUEHT HAa NEPBOM MecTey». TakuMm oOpa3oM Maliblii
OM3HEC IOCTUTAET MOJIET UHTETPALINH «UETTOBEK—TEXHOJIOTHI, 00eCTIeUrBAIOILEH
JIOJITOCPOYHYIO KOHKYPEHTOCIIOCOOHOCTb.

12. Dxonomuyeckuit  3hdeKkT  yaepkaHus ~ KIMEHTOB  OOBACHAETCA
COKpAILIEHUEM MapKETHUHTOBBIX PACXO0JIOB, YBEIUYEHHUEM MOBTOPHBIX MOKYIIOK H
J0X0/a, YJAYyYUIEHUEM pEenyTalHH, CTAOWIU3aLMUEN JT0XO0JI0B, AOMOIHUTEIbHBIMU
IpoJaxaMd M TPOU3BOJCTBOM  COIYTCTBYIOIIMX MpOayKTOB. CoxpaHeHue
CYILIECTBYIOIIMX KIIMEHTOB TPEOYET MEHBIIUX PECYPCOB U 3aTPaT, YEM MPUBJICUEHUE
HOBBIX. JIOsIbHBIE KIIMEHTHI, KaK MPABUIIO, CKIIOHHBI K TOBTOPHBIM MOKYITKAM, 4TO
bopmupyeT a1l KOMIIAHMM CTAOWJIbHBIM HMCTOYHMK JOXOAA. YIOBJIETBOPEHHBIE
KJIMEHTBI PAcCHpOCTPAHSIOT MOJIOKUTEIBbHOE MHEHHUE O KOMIIAHWHU, CIOCOOCTBYS
NPUBJICUYCHUIO HOBBIX KJIMEHTOB. PaboTa ¢ J0JrOCPOYHBIMU  KIMEHTaMU
CTAOMJIM3UPYET UCTOYHUKH JI0XOAa M OOEeCreurBaeT KOMIAHUU YCTOMYMBOCTH U
KOHKYPEHTOCIIOCOOHOCTh 1O  OTHOWICHHWIO K  PBIHOYHBIM  U3MEHEHHSIM.
VY 10BIETBOPEHHBIE KIMEHTHI TOTOBBI MPHUOOPETATh TAKKE JOMOJIHUTEIIbHbBIE
IPOAYKThl WM COMYTCTBYIOUIME YCIYyTH, YTO YBEJIMYUBAET OOILYI0 MPUOBLIb
KOMITaHHH.

13. B cTpateruu B3aMMOOTHOILIEHUN C KJIMEHTAMH KOHEUYHBIE DPE3YJIbTaThl,
IPUHOCAIINE TOKYNAaTeNl0  ONpPENENEHHYK0  BBITOJY, OCHOBBIBAIOTCS  Ha
npuOOpEeTEHNH TPOAYKTa, COOTBETCTBYIOIIETO OXXUAAHHMSM MOKYIAaTedsl M, 4TO
Haubosiee BaXXHO, MPEBOCXOALIETO UX, HA (POPMUPOBAHUU MEXKIY MPOJAABIIOM U
MOKYaTEJIEM JOBEPHUTENBbHBIX U YCTOMYMBBIX JEJIOBBIX OTHOLIEHWM, a TAK)KE Ha
CO3JaHUH U MOJAECPKAHUN BBICOKOTO UMHUDKA MPEAIPUITHS.

14. Tlo coBepiencTBOBaHni0 CRM-cTpaTeruii A1t MaJIbIX IPEANPUITHN ObLITH
pa3paboTaHbl 0OOCHOBAHHBIC TPEIJIOKECHUS: TIIyOOKOEe HM3ydeHHEe MOTpeOHOCTEH
KJIUEHTOB M HMX CETMEHTAllMsl, BHEApPEHHE OHJAlH- U UUPOBBIX IUIaTHOPM,
CO3JaHUE€ NPOrpaMM JIOSUIBHOCTH ISl KJIMEHTOB, IIOBBIIIEHHE KadecTBa
0OCITyKMBaHUsSI KJIMEHTOB, YCTAHOBJICHHE MOCTOSHHBIX KOHTAKTOB C KJIMEHTaMH,
pa3paboTKa MHHOBAIIMOHHBIX YCIYT U AUBEPCU(UKALMS TypPUCTCKUX MPOIYKTOB,
U3MEPEHHUE U TOBBIIIEHUE YAOBJIETBOPEHHOCTH KIMEHTOB, & TaKXKE€ YJIy4dLICHUE
IPEIOCTABIIIEMON KIIMEHTaM UH(POpMAIIH.

59



SCIENTIFIC COUNCIL PhD.03/2025.27.12.1.25.01 AWARDING
ACADEMIC DEGREES AT KOKAND UNIVERSITY

KOKAND UNIVERSITY

RASULOV KHAMIDJON YAKUBOVICH

STRATEGIES FOR IMPROVING RELATIONSHIPS WITH CUSTOMERS
IN SMALL BUSINESS

08.00.15 — Economics of entrepreneurship and small business

ABSTRACT
of the dissertation of doctor of philosophy (PhD) in economic sciences

Kokand — 2026

60



The topic of the dissertation of Doctor of Philosophy (PhD) in economic sciences has been
registered with the Higher Attestation Commission under the number B2025. 1. PhIYIgt5262.

The dissertation was carried out at Kokand University.

The abstract of the dissertation in three languages (Uzbek, Russian, English (summary)) has been
posted on the website of the Academic Council (www kokanduni uz) and on the information-educational
portal “ZiyoNet™ (wiyw ziyonet.uz),

Scientific supervisor: Dexkanov Sherzod Abdumutalovich,
Doctor of Philosophy (PhD) in Economics,
Associate Professor.

Official opponents: Umarova Guzal Gayratovna

Doctor of Economic Sciences, Associate Professor
Ergashey llkhomzhon Ikramovich

Doctor of Philosophy (PhDD) in Economic Sciences,
Associate Professor

Leading organization:  Silk Road International University of Tourism and Cultural Heritage

The defense of the dissertation will ke place at the Academic Council PhD.03/2025.27 1212501

for the award of academic degrees at Kokand University (Address:
150701, Kokand city, Turkistan street, 28A. Tel.: (99873) 545-55-55: Fax: (99873) 545-55-55, e-mail.
Info@kokanduni.uz).

The dissertation is available for review at the Information Resource Center of Kokand University
(Address: 150701, Kokand city, Turkistan street, 28A. Tel.: (99873) 545-55-55; Fax: (99873) 545-55-55,

e-mail: info@kokandunl.uz).
The abstract of the dissertation was distributedon ™ " 2026,
(Regstry protocol No. _ dated * " 2026)

JKh. Kambaroy
hairman of the academic council
gg hicademic degrees, d.e 5., professor

7 B.F. Khursanaliev
gdemic Secretary of the academic council
ic degrees, d.pes, associate professor

E.A. Mominova

Chairman of the scientific seminar under the academic council
awarding academic degree, de s, professor

6l



INTRODUCTION (abstract of the dissertation of Doctor of Philosophy
(PhD))

The aim of the research is to develop proposals and recommendations for
improving customer relationship strategies in small business.

The tasks of the research are:

to study the essence of customer relationship strategies and the theories of
their development;

to conduct a scientific study of the factors influencing customer relationship
strategies in the activities of small business and their specific features;

to develop proposals on the directions of using foreign experience in
organizing customer relationships;

to analyse the specific features of customer relationship strategies in small
business;

to assess the development trends of the tourism sector in our country and
customer relationships in this industry;

to study methods for assessing the effectiveness of customer relationships in
small business;

to improve customer relationships in small business on the basis of increasing
economic efficiency;

to develop customer relationship strategies in small business on the basis of
digital technologies;

to develop an econometric model of the factors of customer relationship
development in small business entities.

The object of the research is small business enterprises operating in the
Fergana region, as well as the processes of their relationships with customers.

The subject of the research is the totality of socio-economic relations
associated with the processes of improving customer relationship strategies in small
business enterprises.

The scientific novelty of the research consists in the following:

It is proposed to integrate the main functions and strategies of the CRM
(Customer Relationship Management) system with regional clustering and cloud
technologies based on the enterprise—client interaction model to form a continuous
and precisely managed client relationship system that enhances the competitiveness
of enterprises;

In local small enterprises, an approach to assessing the level of service quality
has been developed based on the SERVQUAL model criteria—tangibility,
reliability, responsiveness, assurance, and empathy—allowing the identification of
gaps between client expectations and actual service outcomes;

The client management system for small enterprises has been improved based
on an algorithm for enhancing competitiveness, effective positioning in the service
market, and optimization of operational management;

A system of criteria for expert evaluation of service quality has been
developed to ensure effective client relationship management, including Eco-CRM
and sustainable tourism, dynamic pricing, digitalization of the client journey, and
strategies for integration into the supply chain.
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Implementation of the research results. Based on the scientific results
obtained for improving customer management strategies in small businesses:

The proposal aimed at forming a system of continuously and precisely
managed customer relationships that enhances the competitiveness of enterprises,
through the integration of the core functions and strategies of a CRM (Customer
Relationship Management) system based on the “enterprise—customer” interaction
model with territorial clustering and cloud technologies, has been implemented in
the activities of the Research Institute for Tourism Development under the Tourism
Committee of the Republic of Uzbekistan, sectoral enterprises of the Fergana
Regional Tourism Department, as well as LLC “Dilrabotravel” (certificates of the
Research Institute for Tourism Development under the Tourism Committee of the
Republic of Uzbekistan dated December 5, 2025, No. 1-467/10; the Fergana
Regional Tourism Department dated October 7, 2025; and LLC “Dilrabotravel”
dated October 6, 2025). As a result, by increasing the effectiveness of customer
segmentation, data exchange, and service delivery processes, the volume of repeat
purchase requests from customers of sectoral enterprises increased by an average of
37 percent;

The proposal for assessing the level of service quality in local small
enterprises by identifying the gap between expected and actual performance in the
service delivery process based on the SERVQUAL model criteria—tangibles,
reliability, responsiveness, assurance, and empathy—has been implemented in the
activities of the Research Institute for Tourism Development under the Tourism
Committee of the Republic of Uzbekistan, sectoral enterprises of the Fergana
Regional Tourism Department, as well as LLC “Dilrabotravel” (certificates of the
Research Institute for Tourism Development under the Tourism Committee of the
Republic of Uzbekistan dated December 5, 2025, No. 1-467/10; the Fergana
Regional Tourism Department dated October 7, 2025; and LLC “Dilrabotravel”
dated October 6, 2025). As a result, based on the SERVQUAL model criteria—
tangibles [E=4.6; P=4.3; SQ=-0.3], reliability [E=4.7, P=4.4; SQ=0.3],
responsiveness [E=4.5; P=4.2; SQ=—0.3], assurance [E=4.8; P=4.5; SQ=-0.3], and
empathy [E=4.6; P=4.2; SQ=—0.4]—a KPI system was developed for service
personnel in sectoral enterprises, which led to an average increase of 22 percent in
employee performance efficiency;

The proposal for improving the customer relationship management system
based on an algorithm for enhancing the competitiveness of small enterprises,
effective positioning in the services market, optimization of operational
management, and sustainable development has been implemented in the activities of
the Research Institute for Tourism Development under the Tourism Committee of
the Republic of Uzbekistan, sectoral enterprises of the Fergana Regional Tourism
Department, as well as LLC “Dilrabotravel” (certificates of the Research Institute
for Tourism Development under the Tourism Committee of the Republic of
Uzbekistan dated December 5, 2025, No. 1-467/10; the Fergana Regional Tourism
Department dated October 7, 2025; and LLC “Dilrabotravel” dated October 6,
2025). As a result, the level of customer satisfaction in sectoral enterprises increased
by an average of 19 percent;
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The proposal for developing a system of criteria based on expert evaluation
of strategies for effective customer relationship management—including Eco-CRM
and sustainable tourism, dynamic pricing, digitalization of the customer journey, and
integration with the supply chain—has been implemented in the activities of the
Research Institute for Tourism Development under the Tourism Committee of the
Republic of Uzbekistan, sectoral enterprises of the Fergana Regional Tourism
Department, as well as LLC “Dilrabotravel” (certificates of the Research Institute
for Tourism Development under the Tourism Committee of the Republic of
Uzbekistan dated December 5, 2025, No. 1-467/10; the Fergana Regional Tourism
Department dated October 7, 2025; and LLC “Dilrabotravel” dated October 6,
2025). As a result, expert-based evaluation criteria by quality level—Eco-CRM and
sustainable tourism [4.3 — good], dynamic pricing [4.6 — excellent], digitalization of
the customer journey [4.3 — good], and supply chain integration strategies [4.5 —
excellent]—were used in the development of the sectoral enterprises’ development
strategy for 2026-2030, contributing to the sustainability of service processes,
improvement of customer experience, and enhancement of enterprise
competitiveness.

Approbation of the research results. Eight works were approbated based on
the results of this research. Of these, 3 were presented at international scientific and
practical conferences and 5 at republican scientific and practical conferences.

Publication of the research results. In total, 24 scientific works have been
published on the topic of the dissertation, including 8 articles in scientific journals
recommended by the Higher Attestation Commission of the Republic of Uzbekistan
for the publication of the main scientific results of doctoral dissertations. Of these,
2 were published in republican and 6 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 of the work is 153 pages.
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