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KIRISH (fan doktori (DSc) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon bozorida
modalar bozorining rivojlanishida brending strategiyasi asosiy yo'nalish
sifatida ajralib turmoqgda. Korxonalar global ragobatda ustunlikka erishish
magsadida aynan brend yaratish va uni ommalashtirishni strategik
yondashuv sifatida tanlamoqda. 2024-2030-yillar oralig‘ida global kiyim-
kechak bozori yillik o'rtacha 2,8% o'sishi kutilar ekan, ushbu hajmning 95
foizi hashamatli emas, balki ommaviy iste'mol toifasiga mansub
mahsulotlarga tegishli bo'lishi prognoz qilinmoqgda. Tadgiqotlarga ko'ra,
2024-yilda moda sanoatining global giymati 1,9 trillion AQSh dollariga
yetgan bo'lib, xaridorlarning 95 foizi qarorlarni hissiy motivatsiyaga
asoslanib qgabul qilganini ko‘rsatadi. Bu esa modalar bozorida
neyromarketingdan foydalanish metodologiyasini  takomillashtirish
masalasini dolzarbligini belgilaydi.

Jahon moda industriyasida neyromarketing yondashuvlaridan
foydalanish brendlar uchun raqobat ustunligini ta’'minlashning muhim
omiliga aylanmoqda. Yetakchi kiyim-kechak kompaniyalari nafaqat
mahsulot dizayni va sifatiga, balki iste'molchilar ongida brendga nisbatan
ijobiy emotsional bog'liglikni shakllantirishga e’tibor qgaratmoqda.
Neyromarketing texnologiyalari yordamida xaridorlarning  hissiy
reaktsiyalari, e'tibor markazlari va qaror qabul gqilish mexanizmlari
o‘rganilib, ularning xarid xatti-harakatlariga ta’sir etuvchi omillar
aniglanmoqda. Bugungi kunda modalar bozori ishtirokchilari bargaror
moda konsepsiyasini ilgari surish bilan bir qatorda ekologik toza brend
yaratish (eko-brending), kiyim-kechaklarni gayta ishlash va “second hand”
segmentini rivojlantirish orgali ijtimoiy mas’uliyatni oshirishga intilmoqda.
Neyromarketing metodlari esa bu jarayonlarda markaziy o‘rinni egallab,
iste’'molchi miyasi faoliyatini kuzatish orgali reklama, rang, tovush va
dizaynning psixologik ta'sirini tahlil gilish imkonini beradi. Aynigsa, kiyim-
kechak va moda brendlarining reklama roliklari, veb-sayt interfeyslari va
brend identifikatori elementlarida neyropsixologik testlardan foydalanish
ularning samaradorligini keskin oshirmoqda. Natijada, moda brendlari
mijozlarning ongi va hissiyotlariga chuqur ta'sir etuvchi, uzoq muddatli
sodiqglikni shakllantiruvchi kommunikatsion strategiyalarni ishlab chiqiqish
tagazo etadi.

O‘zbekistonda moda va kiyim-kechak va moda sanoatining
ragobatbardoshligini oshirish jarayonida neyromarketing
yondashuvlaridan foydalanish tobora dolzarb ahamiyat kasb etmoqda.
So'nggi yillarda mamlakatda global bozorlarda muvaffagiyatli faoliyat
yurita oladigan, barqaror brend strategiyalariga ega mahalliy moda
kompaniyalarini shakllantirish davlat siyosatining ustuvor yo'nalishlaridan
biri sifatida garalmoqda. Bu jarayonda nafagat mahsulot sifati va dizaynini
takomillashtirish, balki iste'molchi ongida brendga nisbatan ijobiy hissiy



tasavvurni shakllantirish, mijozning xarid qaroriga ta’sir etuvchi psixologik
omillarni chuqur tahlil gilish ham muhim ahamiyatga ega. 0O‘zbekiston
Respublikasi Prezidentining 2022-yil 28-yanvardagi “2022—2026-yillarga
mo'ljallangan Yangi O‘zbekistonning taraqqgiyot strategiyasi to'g‘risida“gi
PF-60-son Farmonida “To‘gimachilik sanoati mahsulotlari ishlab chigarish
hajmini 2 barobarga ko‘paytirish, tayyor mahsulotlar uchun milliy
brendlarni rivojlantirish va ularning eksportini oshirish, jumladan milliy va
xorijiy brenddagi tayyor mahsulot eksporti hajmini 2026-yilda 5 mird.
AQSH dollariga yetkazish”* vazifalari belgilab berilgan. Belgilab berilgan
vazifalarni bajarilishi modalar bozorida neyromarketingdan foydalanish
metodologiyasini takomillashtirishga qaratilgan ilmiy tadqiqotlarning
amalga oshirilishini tagozo etadi.

O‘zbekiston Respublikasi Prezidentining 2023-yil 11-sentyabrdagi
“O‘zbekiston — 2030" strategiyasi to‘g'risida”gi PF-158-son, 2022-yil 28-
yanvardagi “2022-2026-yillarga mo'ljallangan Yangi 0O‘zbekistonning
taraqqgiyot strategiyasi to'g'risida’gi PF-60-son, 2023-yil 02-sentyabrdagi
“To'gqimachilik sanoatini moliyaviy go‘llab-quvvatlash bo‘yicha qo‘shimcha
chora-tadbirlar to'g'risida’gi PF-155-son, 2023-yil 10-yanvardagi “Paxta-
to‘gimachilik klasterlari faoliyatini qo‘llab-quvvatlash, to‘gimachilik va tikuv
-trikotaj sanoatini tubdan isloh gilish hamda sohaning eksport salohiyatini
yanada oshirish chora-tadbirlari to'g‘risida”gi PF-2-son, 2022-yil 21-
yanvardagi “To'gimachilik va tikuv-trikotaj korxonalarida chuqur gayta
ishlash va yuqori qo‘shilgan giymatli tayyor mahsulotlar ishlab chiqgarishni
hamda ularning eksportini rag'batlantirish chora-tadbirlari to‘g'risida”gi PF-
53-son Farmonlari, 2019-yil 12-fevraldagi “To‘gimachilik va tikuv- trikota;j
sanoatini isloh qilishni yanada chuqurlashtirish va uning eksport
salohiyatini kengaytirish chora-tadbirlari to'g‘risida”gi qgarori, O‘zbekiston
Respublikasi ~ Vazirlar Mahkamasining  2022-yil 30-sentyabrdagi
“To'gimachilik va tikuv-trikotaj korxonalarida chuqur qayta ishlash va
yugori go'shilgan giymatli tayyor mahsulotlar ishlab chigarishni hamda
ularning eksportini moliyaviy qo‘llab- quvvatlashni yanada kengaytirish
chora-tadbirlari to‘g'risida”gi, 556-son 2021-yil 10-dekabrdagi
“Paxta-to’gimachilik klasterlari faoliyatini yanada kengaytirish chora-
tadbirlari to‘g'risida”"gi 747-son qarorlari va boshga me'yoriy-huquqiy
hujjatlarda belgilab berilgan vazifalarni amalga oshirishda mazkur
dissertatsiya tadgigoti muayyan darajada xizmat giladi.

Tadgiqotning respublika fan va texnologiyalari rivojlanishining
ustuvor yo‘nalishlariga bog'ligligi. Dissertatsiya ishi respublika fan va
texnologiyalari rivojlanishining 1. «Demokratik va huqugiy jamiyatni
ma’naviy-axlogiy hamda madaniy-ma'rifiy rivojlantirish, innovatsion
igtisodiyotni shakllantirish» ustuvor yo‘nalishiga muvofiq bajarilgan.

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

Harvard Business School tomonidan olib borilgan izlanishlar
davomida foydalanuvchi tajribasi (UX) va omnichannel marketing
strategiyalarining ragamli muhitda brendni shakllantirishdagi o‘rni chuqur
o‘rganilgan. MIT Sloan School of Management tomonidan esa brendlar
ragamli savdo platformalarida ganday qilib ragobatbardosh ustunlikka
erishayotgani, shuningdek, algoritmik marketing qarorlarining brend
sadoqgatiga ta'siri tahlil gilingan. AQShda neuromarketing va iste’'molchi
neyrofani bo‘yicha tadqiqotlar faol rivojlanib, bu yerda mijoz miyasining
marketing stimullariga javobini o‘rganish orgali xarid xulgini prognozlash va
hatto unga ta’sir qilishga intilishadi. So'nggi yillarda AQShda Nielsen kabi
yirik kompaniyalar neuromarketing texnologiyalariga sezilarli sarmoya
kiritib, ushbu yondashuvni amaliy marketing tadqiqotlarida go‘llamoqda.
Natijada neuromarketing usullari AQShda reklama, brending va mahsulot
dizaynini takomillashtirish maqgsadida keng qo‘llanilayotgan ilg‘or sohaga
aylandi.

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

Muammoning o‘rganilganlik darajasi. Moda va to‘gimachilik, tikuv-
trikotaj va moda sanoati korxonalarida brend yaratish jarayoni hamda uni
samarali boshgarish masalalari ilmiy-nazariy va ilmiy-uslubiy nuqtayi
nazardan jahon ilmiy adabiyotida keng o‘rganilgan yo'nalishlardan biri
hisoblanadi. Bu borada, xususan, xorijlik marketolog olimlarning ko‘plab
ilmiy ishlanmalarida moda va brend konsepsiyasining shakllanish omillari,
iste'molchilarning xulg-atvori va qaror qabul qilish jarayoniga ta’siri,
shuningdek, moda va brendni xalgaro bozorda muvaffagiyatli
joylashtirishning mexanizmlari  batafsil tahlil  qgilingan. Ularning
tadqiqotlarida moda va brend boshqaruvi strategik marketingning ajralmas
gismi sifatida garalib, to'gimachilik va moda industriyasida barqaror
raqobat ustunligini ta'minlashda brend kapitali, imij va identifikatsiyaning
ilmiy-uslubiy asoslari chuqur yoritib berilgan. Bu borada Keller K. L., Kotler
P., Mrad M., Park H., Lim R. E,, Blasi S., Brigato L., Sedita S. R., Mogaji E.,
Wei X., Jung S., Yin Z. va boshqalarning ilmiy ishlari diggatga sazovordir'.
Ushbu uzoq xorijlik olimlarning tadgiqotlarida korxonalarda brend yaratish
nazariyasi amaliyoti va uslubiyoti, savdo markasini brend gilishga bo‘lgan
yondashuvlar, brend kapitalini shakllantirish va uni oshirib borish, mijozlar

! Keller K. L., Kotler P. Branding in B2B firms //Handbook of business-to-business marketing. —
Edward Elgar Publishing, 2022. — C. 205-224.; Keller K.L. (2003). Strategic Brand Management: Building,
Measuring, and Managing Brand Equity. PHI. 2nd ed. New Delhi; Mrad M. et al. Brand addiction in the
contexts of luxury and fast- fashion brands //Journal of Retailing and Consumer Services. — 2020. - T.
55. - C. 102089.; Park H., Lim R. E. Fashion and the metaverse: Clarifying the domain and establishing a
research agenda //Journal of Retailing and Consumer Services. — 2023. — T. 74. — C. 103413; Blasi S.,
Brigato L., Sedita S. R. Eco-friendliness and fashion perceptual attributes of fashion brands: An analysis
of consumers’ perceptions based on twitter data mining //Journal of Cleaner Production. — 2020. — T.
244, - C. 118701.; Mogaji E. Brand management. — Springer International Publishing, 2021.; Wei X., Jung
S. Benefit appeals and perceived corporate hypocrisy: implications for the CSR performance of fast
fashion brands //Journal of Product & Brand Management. — 2022. = T. 31. — N2. 2. - C. 206-217.; Yin Z.
How Fast-Fashion Brands Went Viral—Taking Zara as an Example //2022 2nd International Conference
on Enterprise Management and Economic Development (ICEMED 2022). — Atlantis Press, 2022. - C. 538
-542.
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ongida moda va brend jozibadorligini oshirishning ilmiy-nazariy talginlari,
uslubiy yondashuvlari tadqiq etilgan.

Mustagqil davlatlar hamdo'stligi mamlakatlarida bu borada Bagiyev
G.A,, Tarasevich V.M., Antoshkin S.I., Olmezova N.A., Glupko-Fedoricheva
S.S., Mirakyan A.G., Xvorostyanaya A.S., Kayumova R.F., Minyazeva A.A.,
Nevolyani Yu. M., Gordeeva V.V., Bobrova Ya.M., Sarjinskaya M.A. kabi
olimlar ilmiy tadgiqotlar olib borganlarz. Tadgiqotlarda iste’'mol tovarlari
moda va brendini shakllantirish va moda va brendni xalgaro bozorlarda
samarali ilgari surish, mahalliy kiyim moda va brendlarini global raqobatda
ustunliklarini ta'minlash masalalariga e’tibor garatilgan.

O‘zbekistonning igtisodchi olimlaridan Soliyev A.S., Yo‘ldoshev N.Q.,
lkramov M.A.,, Bekmurodov A.Sh..Boltabayev M.R, Fattaxov AA,
Ergashxodjayeva Sh.J., Qosimova M.S.,, Samadov A.N.,, Xotamov
I.S.,.Eshmatov S.A, Xakimov Z.A., Zufarova N.G., Yuldashev J.A., Odilova
S.S., Ogboyev A.R.? va boshqgalar marketing, moda industriyasi va brend
yaratish nazariyalarining ilmiy-metodologik asoslarini yaratish borasida
tadgiqotlar olib borganlar®. Keltirilgan olimlarning tadgiqotlari, asosan,
moda va brend vyaratish jarayonlari, uni bozorda samarali joylashtirish
usullari va vositalarini ishlab chigishga yo'naltiriigan bo‘lsa-da, tikuv-
trikotaj mahsulotlari brendlari giymatini oshirish, ularni global migyosda
tan olingan xalqaro brendlarga aylantirish, shuningdek, modalar bozori va

® I A.Barues, B.M. Tapacesny. MapkeTuHr —Cn6.: Mutep, 2012; C.N. AHTOWKMH YnpaBneHue
6peHAOM  MHHOBAUMOHHOW npoaykumn. CneumanbHocTb 08.00.05 — 9koHOMMKA M ynpaBneHue
HapOAHbIM X03AMCTBOM (MapKeTUHT, yripaB/ieHne MHHoBauuaMM). Mc. Ha couc. y4y. cTen. K.3.H., Cl6
2017.; H.A.OnbmesoBa. YnpaBneHWe MO3ULMOHMPOBaHMEM nopTdens 6peHaoB. ChneuManbHOCTb
08.00.05 - ©3KOHOMMKA W YyMnpaB/ieHWE HAPOAHbIM XO3AWNCTBOM (MapKeTWUHr, yhpaBieHue
MHHOBaUMsMKM). [IMC.HA couc. yy. CTen. K.3.H., goueHT — 2017. cTt 109.; Inynko- ®denopuyera C. C.,
MupaksH A. . MacwTabupoBaHue 6M3Heca: Kak BblbpaTb NOAXOAALLYO MOAENb Pa3BUTUSA MONOAOMY
6peHay opexnapl? //IHHoBauun n uHBecTuummn. — 2022. — N2. 5. — C. 64-70.; XBopocTtsiHasa A. C.
CTpaTervpoBaHue cyBepeHUTETa OTeYECTBEHHbIX GPEeHAOB NErKOW MPOMbBILIIEHHOCTU U UHAYCTPUK
MoAbl

//3KkoHOMMYecKoe Bo3poxaeHue Poceun. — 2023. — N2. 1 (75). — C. 149-162.; KatomoBa P. O,
MuHazeBa A. A, HesonsHu 0. M. HacTosiwiee wn 6yayliee SKOJIOTMYHbIX OPeHAOB oAexAbl
//TeHpgeHUNN pasBUTUSA HayKu U obpasoBaHus Yupegutenu: UM NeaHoB Bnagucnae BsyecnaBoBuy. —
C.14-17,; Topneeea B. B. n ap. CpaBHUTENbHbIV aHann3 aheKTUBHOCTU peklaMbl 6peHA0B oAex bl B
coumanbHon cetn" lOTbIO6" //A 3eMnaHckasn. — 2023.; bobpora A. M., CapxuHckas M. A. CocTosiHue
pblHKa POCCUWACKMX OpeHAOoB odex bl //OKOHOMWMKa NpeAnpuaTUiA, PErMOHOB, CTPaH: akKTyallbHble
BOMPOCbI U COBPeMEHHble acnekTbl. — 2023. — C. 70-74,

¥ Soliev A.S.. Marketing. Bozorshunoslik. Darslik. 2010 yil.; N.Q. Yo'ldoshev strategik menejment.
Darslik. — T.. TDIU, 2013. 140 b.; M.A.lkramov, Sh.Dj Ergashxodjaeva, Z.D.Adilova, l.U.Ne'matov
Upravlenie brendom. O'quv go'llanma. - T:, Igtisodiyot, 2019 yil 305 bet.; Sh.Dj.Ergashxodjaeva, .Nematov
Brendni boshqarish. O'quv qo'llanma. — T.: Iqtisodiyot, 2019. — 146 b.; Xotamov I.S. Brending. — T.: TDIU,
2016.; M.A.lkramov, S.A.Eshmatov, J.G.Jalilov Brending. O'quv qo'llanma.-T.: "Innovatsion rivojlanish
nashriyot-matbaa uyi", 2021 - 280 b., 2018 yil. 149 bet; S.Eshmatov. Mahalliy brendni shakllantirishning
marketing strategiyasi (sut va sut mahsulotlari misolida). 08.00.11-marketing. i.f.f.D. (Phd)
dissertasiyasi. TDIU. 2020 yil. Z.A.Xakimov. Engil sanoat korxonalari ragobatbardoshligini marketing
strategiyalari asosida oshirish. TDIU, i.f.f.D. (PhD) dissertasiyasi. 2018 yil. 149 bet.; Zufarova N.G. Oliy
ta'limda brend kapitali boshqaruvini takomillashtirish. 08.00.11-marketing. i.f.f.D. (Phd) dissertasiyasi.
TDIU. 2021 yil.; Odilova S.S. Meva-sharbatlari brendini shakllantirishning marketing strategiyalarini ishlab
chigish. 08.00.11-marketing. i.f.f.D. (Phd) dissertasiyasi. TDIU. 2021 yil.; Ogboev A.R. Tikuv-trikotaj
korxonalari raqgobatbardoshligini boshqarishda brending strategiyasidan foydalanish. 08.00.11-
marketing. i.f.f.D. (Phd) dissertasiyasi. TDIU. 2021 yil.
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neyromarketingga oid masalalar yetarlicha tadqgiq etilmagan. Xususan,
modalar bozorida neyromarketingdan foydalanish borasida ham ilmiy
ishlanmalar deyarli uchramaydi. Shu boisdan, modalar bozorida
neyromarketingdan foydalanishni chuqur o‘rganish va amaliy tadqiqotlar
olib borish bugungi kunda dolzarb ilmiy masalalardan biri sifatida
garalmoqda.

Dissertatsiya tadqiqotining dissertatsiya bajarilayotgan oliy ta'lim
muassasaning ilmiy tadgiqot ishlari rejalari bilan bog'ligligi. Dissertatsiya
ishi Toshkent davlat igtisodiyot universitetining ilmiy-tadqiqot ishlari
rejalariga muvofiq ilmiy loyiha doirasida bajarilgan.

Tadqiqotning magqsadi, modalar bozorida neyromarketingdan
foydalanish metodologiyasini takomillashtirish bo'yicha taklif va
tavsiyalar ishlab chigishdan iborat.

Tadgiqotning vazifalari:

neyromarketing konsepsiyasining nazariy asoslari va uning yuzaga
kelish shart-sharoitlarini tadqiq etish;

neyromarketingning genezisi va uning marketing, neyrobiologiya
hamda psixologiya fanlari bilan bog'ligligini o' rganish;

modalar bozorida neyromarketingdan foydalanishning metodologik
jihatlarini ochib berish;

moda industriyasida neyromarketing strategiyalarining konseptual
modellari va ularning integratsiyalashuvini tadqiq etish;

kiyim-kechak modalari bozorida neyromarketingdan foydalanishga
ta sir etuvchi omillarning ekonometrik tahlilini amalga oshirish;

O'zbekistonda modalar bozorining rivojlanish holatini tahlil gilish;

O'zbekiston igtisodiyotida  to‘gimachilik sanoatining o‘rnini ochib
berish;

O'zbekiston va Turkiyada poyabzal modalari bozorining rivojlanishini
sotsiologik tadqiq etish;

marketing amaliyotida neyro yondashuvlarning joriy etilishidagi
muammolarni aniglash;

moda industriyasida  marketingni  baholashning  zamonaviy
metodologiyasini takomillashtirish;

neyromarketingning metodologik, amaliy va axlogiy muammolariga
yechimlar taklif qilish;

korxonaning marketing tadqiqotlari tizimiga neyromarketingni
integratsiyalash uslubini takomillashtirish;

O‘zbekiston modalar bozorda neyromarketingdan foydalanishni
takomillashtirish bo'yicha taklif va tavsiyalar ishlab chigish.

Tadqiqotning obyekti sifatida mahally modalar bozorida
neyromarketing faoliyati tanlangan.

Tadqiqotning predmeti modalar bozorida neyromarketingdan
foydalanish metodologiyasini takomillashtirish jarayonida yuzaga
keladigan ijtimoiy va iqtisodiy munosabatlar majmuyi hisoblanadi.
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Tadqgiqgotning usullari. Tadgiqot jarayonida induksiya, deduksiya,
statistik tahlil, ekspert baholash, so‘rov, korrelyatsion va regression tahlil,
PLS-SEM tahlil usullaridan foydalanilgan.

Tadgiqotning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra «modalar bozorida neyromarketingdan
foydalanish» tushunchasining iqtisodiy mazmuni iste’'molchilarning moda
mahsulotlarini tanlashi va xarid qilish jarayonida ularning ongsiz hissiy
reaksiyalari, kognitiv jarayonlari hamda qaror gabul gilish mexanizmlarini
neyrofiziologik va ruhiy usullar orgali o'rganish va shu asosda marketing
strategiyalarini shakllantirish jarayoni nuqtayi nazaridan
takomillashtirilgan;

neyromarketingda reklama roliklari, rang uyg‘unligi, mahsulot
joylashuvi (merchandayzing) va vitrina dizayni vositalarining xaridor
e'tiboriga alohida holdagi ta’siri darajalari aniglanib, mazkur vositalarning
muayyan moda bozori sharoitida o‘zaro turli kombinatsiyalari orqali
ta’sirini kuchaytirishning p=(0.22,0.24,0.21,0.28) vektori magbul nisbatlari
taklif etilgan;

moda sanoati korxonalari raqamli platformalarda mijoz xatti-
harakatlarini kuzatish va ularning e’tibor nuqtalarini aniglashda etracking
(0,1=E=<0,3), elektroensefalografiya (0,4<EEG=<0,7) va emotsiya xaritalash
(0,5sEX<0,8) texnologiyalarini joriy etishning miqgdoriy chegarasini
ta'minlash asosida reklama materiallarining samaradorligini oshirish
hamda mijozlarning brendga nisbatan ishonchi va sodigligini
mustahkamlash taklifi asoslangan;

PLS-SEM modeli asosida sensorli idrok va brendga bo'lgan
ishonchning asosiy iste'molchi o‘zgaruvchilariga ta'siri eng kuchli
bog'ligliklar Brand Trust va Brand Loyalty (0.47) hamda Purchase Intention
(0.36) kognitiv ishonch, sensor idrok hissiy va ijtimoiy reaksiyalarga
sezilarli ta’siri aniglangan;

O‘zbekistonda modalar bozorida neyromarketingdan foydalanish
metodologiyasini takomillashtirish doirasida ko'p omilli ekonometrik
modellar asosida to‘gimachilik mahsulotlari sotish hajmining 2030
yilgacha prognoz qgiymatlari ishlab chigilgan.

Tadgiqgotning amaliy natijasi quyidagilardan iborat:

modalar bozorida faoliyat vyurituvchi kompaniyalar o0z brend
identifikatorini (logo, rang, shior, dizayn elementi) neyromarketing sinovlari
asosida qayta ko'rib chigishi orgali iste’'molchining digqatini jalb etish
darajasini oshirib, brendni tez taniladigan va esda qolarli qilishiga yordam
beradi;

mahalliy kiyim-kechak ishlab chigaruvchi korxonalar va brendlar
xaridorlarining hissiy va xulg-atvor omillarini chuqur tahlil qgilish orgali
marketing siyosatini yangilashga taklif ishlab chigildi;

neyromarketing vositalari yordamida reklama roliklari, rang uyg‘unligi,
mahsulot joylashuvi (merchandising) va vitrina dizaynining xaridor
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e'tiboriga ta'siri o‘rganildi hamda bu asosda vizual kommunikatsiya
strategiyalari takomillashtirildi;

moda sanoati korxonalari ragamli platformalarda mijoz xatti-
harakatlarini kuzatish va ularning e'tibor nuqtalarini aniglash uchun
eyetracking, EEG (elektroensefalografiya) va emosiya xaritalash
texnologiyalarini joriy etish asosida reklama materiallarining samaradorligi
25-30 foizga oshgani, mijozlarning brendga nisbatan ishonchi va sodiqgligi
esa sezilarli darajada mustahkamlangani aniglandi;

neyromarketing asosida shakllangan strategiyalar O‘zbekistonning
moda sanoatini innovatsion va yuqori qo‘shilgan qiymatli eksport
sohasiga aylantirishga xizmat qilib, natijada bir gator mahalliy brendlar
(masalan, Bukhara Silk Road Fashion, Atlas Mode, Samarkand Textile
Design) xalgaro ko‘rgazmalarda ishtirok etib, xorijiy bozorlar bilan
to‘g‘ridan-to‘g’ri hamkorlikni yo‘lga qo'yish imkoniga ega bo'ldi.

Tadqiqot natijalarining ishonchliligi. Tadgiqot natijalarining
ishonchliligi ilg‘or xorij tajribalarini o‘rganish va umumlashtirish, tikuv-
trikotaj mahsulotlari ishlab chigaruvchi korxonalarning moda va brendlar
jozibadorligini oshirish, mahalliy brendlarni global moda va brendga
aylantirish borasidagi mavjud ilmiy tadgigot ishlarini qgiyosiy va tanqidiy
nugtai nazardan tahlil qilish, axborotlar bazasi O‘zbekiston Respublikasi
Milliy statistika agentligi, “O‘zto'gimachiliksanoat” uyushmasi, mahalliy va
xalgaro kompaniyalarning rasmiy manbalari asosida to‘planganligi va ular
statistik dasturiy paketlar asosida tahlil qilinganligi hamda qayta
ishlanganligi bilan belgilanadi.

Tadqgiqot natijalarining ilmiy va amaliy ahamiyati. Tadqgigot
natijalarining ilmiy ahamiyati unda ilgari surilgan nazariy va uslubiy
tavsifdagi xulosa va takliflardan modalar bozorida neyromarketingdan
foydalanish metodologiyasini takomillashtirishning muhim strategik
yo'nalishlarini aniglash va milliy moda brendini globallashshuv
magsadlarini amalga oshirishda foydalanish mumkinligi bilan belgilandi.

Tadqiqot natijalarining amaliy ahamiyati unda ishlab chigilgan amaliy
tavsiyalarni “O‘zto‘gimachiliksanoat” uyushmasiga a'zo tikuv-trikotaj
korxonalarida mahalliy moda va brendlarni yaratish, ilgari surish va
magqsadli auditoriyasini kengaytirishda shuningdek, “Marketing asoslari”,
“Neyromarketing”, “Ragamli marketing” fanlaridan darslik va o'quv
go'llanmalar tayyorlashda foydalanish mumkinligi bilan izohlanadi.

Tadqiqot natijalarining joriy  qilinishi. Modalar  bozorida
neyromarketingdan foydalanish metodologiyasini takomillashtirish
bo'yicha olingan ilmiy natijalar asosida:

uslubiy yondashuvga ko‘ra «modalar bozorida neyromarketingdan
foydalanish» tushunchasining igtisodiy mazmuni iste’'molchilarning moda
mahsulotlarini tanlashi va xarid qilish jarayonida ularning ongsiz hissiy
reaksiyalari, kognitiv jarayonlari hamda garor gabul qilish mexanizmlarini
neyrofiziologik va ruhiy usullar orgali o'rganish va shu asosda marketing
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strategiyalarini shakllantirish jarayoni nuqgtayi nazaridan takomillashtirish
taklifi oliy o‘quv yurti talabalari uchun tavsiya etilgan “Marketing” nomli
darslikni tayyorlashda foydalanilgan (O‘zbekiston Respublikasi Oliy va
o‘rta maxsus ta'lim vazirligining 2021-yil 18 avgustdagi 356-sonli buyrug'i).
Mazkur taklif talabalarda moda mahsulotlari (kiyim-kechak, aksessuar,
oyog-kiyim, kosmetika va boshqgalar)ni tanlashi va xarid qilish jarayonida
ularning ongsiz hissiy reaktsiyalari, kognitiv jarayonlari hamda qgaror gabul
gilish mexanizmlarini neyrofiziologik va psixologik metodlar orqali
o‘rganish kabi bilimlarni oshirishda xizmat gilgan;

neyromarketingda reklama roliklari, rang uyg‘unligi, mahsulot
joylashuvi (merchandayzing) va vitrina dizayni vositalarining xaridor
e'tiboriga alohida holdagi ta’siri darajalari aniglanib, mazkur vositalarning
muayyan moda bozori sharoitida o‘zaro turli kombinatsiyalari orqali
ta'sirini kuchaytirishning p=(0.22,0.24,0.21,0.28) vektori maqbul nisbatlari
taklifi “O‘zto’qimachiliksanoat” uyushmasi tizimiga joriy etilgan.
(“O’zto’gimachiliksanoat” uyushmasining 2025 yildagi 28 noyabr N2 02/06
-2788- son ma’lumotnomasi) Natijada, Tashkent City Mall, Samarqgand
Silk Road savdo markazlarida moda chakana savdosini rivojlantirishga
imkoniyat yaratildi ;

moda sanoati korxonalari ragamli platformalarda mijoz xatti-
harakatlarini kuzatish va ularning e'tibor nuqtalarini aniglashda etracking
(0,1=E<0,3), elektroensefalografiya (0,4<EEG=<0,7) va emotsiya xaritalash
(0,5sEX<0,8) texnologiyalarini joriy etishning miqdoriy chegarasini
ta'minlash asosida reklama materiallarining samaradorligini oshirish
hamda mijozlarning brendga nisbatan ishonchi va sodigligini
mustahkamlash taklifi “O‘zto’gimachiliksanoat” uyushmasi tizimiga joriy
etilgan (“O‘zto’gimachiliksanoat” uyushmasi 2025 yildagi 28 noyabr N2
02/06-2788- son ma’lumotnomasi). Mazkur taklifni amaliyotga joriy etish
natijasida mahalliy tabiiy matolar asosidagi kolleksiyalar Parij, London va
Istanbul ko‘rgazmalarida namoyish etildi. Bu O‘zbekiston to‘gimachilik
merosining brendlashuviga olib kelgan;

PLS-SEM modeli asosida sensorli idrok va brendga bo‘lgan
ishonchning asosiy iste'molchi o‘zgaruvchilariga ta'siri eng kuchli
bog'ligliklar Brand Trust va Brand Loyalty (0.47 koeffitsent) hamda
Purchase Intention (0.36 koeffitsent) kognitiv ishonch, sensor idrok hissiy
va ijtimoiy reaksiyalarga sezilarli ta'sirini aniglash bo'yicha taklif
“O'zto gimachiliksanoat” uyushmasi tizimiga joriy etilgan.
(“O'zto’gimachiliksanoat” uyushmasining 2025 yildagi 28 noyabr N2 02/06
-2788- son ma’lumotnomasi) Natijada, Bibi Hanum, Moel Bosh, Samo, Art
Studio Mir, Atlas Art kabi brendlar Fashion Week va boshga xalqaro
tanlovlarda ishtirok etib, O‘zbekiston moda industriyasining tanilishiga
xizmat qildi;

Ko'p omilli ekonometrik modellar asosida O zbekistonda to’qgimachilik
mahsulotlari sotish hajminining 2030 yilgacha prognoz giymatlari ishlab
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chigilgan.(“O‘zto’gimachiliksanoat” uyushmasi 2025 yildagi 28 noyabr N2
02/06-2788- son ma’lumotnomasi). Natijada, “To‘gimachilik va tikuv-
trikotaj sanoatini rivojlantirish 2030" strategiyasining mahsulot dizaynini
modernizatsiya qilish va mahalliy brendlarni qo‘llab-quvvatlash vazifalari
shakillantirishda foydalanilgan.

Tadgqiqot natijalarining aprobatsiyasi. Mazkur tadgiqot natijalari 2 ta
respublika va 2 ta xalqaro ilmiy-amaliy anjumanlarda ma'ruza qilingan va
aprobatsiyadan o‘tkazilgan.

Tadgqiqot natijalarining e’lon qilinishi. Dissertatsiya mavzusi bo'yicha
jami 23 ta ilmiy ish, jumladan, 1 ta monografiya, O‘zbekiston Respublikasi
Oliy attestatsiya komissiyasi tomonidan tavsiya etilgan Respublika ilmiy
jurnallarida 10 ta ilmiy magqola, xorijiy jurnallarda 4 ta ilmiy maqgola va 8 ta
ma'ruza tezislari chop etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya kirish, 5 ta bob, 14 ta
paragraf, xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan tashkil
topgan bo'lib, uning hajmi 252 betdan iborat.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida tadgigot mavzusining dolzarbligi va zarurligi
asoslangan; tadgigotning maqsadi va asosiy vazifalari, obyekti va predmeti
tavsiflangan; respublika fan va texnologiyalari rivojlanishining ustuvor
yo'nalishlariga mosligi ko‘rsatilgan; ilmiy yangiligi va amaliy natijalari bayon
qilinib, olingan natijalarning ilmiy va amaliy ahamiyati ochib berilgan;
tadqiqot natijalarini amaliyotga joriy qilish, nashr etilgan ishlar va
dissertatsiya tuzilishi bo'yicha ma’lumotlar keltirilgan.

Dissertatsiyaning birinchi bobi “Modalar bozorida neyromarketingdan
foydalanishning nazariy-uslubiy asoslari” deb nomlanib, unda
neyromarketing konsepsiyasining nazariy asoslari va uning yuzaga kelish
shart-sharoitlari o'rganilgan, neyromarketingning genezisi va uning
marketing, neyrobiologiya hamda psixologiya fanlari bilan bog'ligligi
keltirilgan, marketing amaliyotida neyro yondashuvlarning joriy etilishidagi
muammolar nazariy tadqiq etilgan.

Neyron fanlarining zamonaviy taraqqiyoti, birinchi navbatda, ma’lum
bir vazifani bajarish bilan bog‘liq bo‘lgan asab reaksiyalari va jarayonlarini
lokalizatsiya qilish va vizualizatsiya qilish imkonini beruvchi funksional
magnit-rezonans tomografiyaning (FMRT) paydo bo'lishi va keng targalishi
bilan bog'lig. Birog, zamonaviy neyrologiya uchun mavjud bo‘lgan usullar va
texnologiyalar ro'yxati ancha keng bo'lib, asab jarayonlari to‘g'risida
ma’lumot to'plashning yangi texnologiyalari va ularni tahlil gilish usullari
bilan muntazam ravishda to‘ldirilmoqda.

Marketologlar uchun oxirgi nuqta - kelajakdagi xatti-harakatlar hal
giluvchi ahamiyatga ega. Oxir-ogibat, kompaniya iste’'molchilarni shunchaki
o‘rganishdan emas, balki ularning kelajakdagi xatti-harakatlariga ta’sir
gilishdan manfaatdor. Shuning uchun marketing kontekstida tadqiqotning
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prognostik giymati katta ahamiyatga ega.

Bilimning turli sohalarida neyrilmiy usullardan foydalanish kengayib
borgani sayin, asosiy resurs imkoniyatlari va tahliliy kompetensiyalar
nafaqat akademik yo‘nalishda, balki biznes autsorsing sharoitida ham
manfaatdor shaxslar uchun yanada qulayroq bo‘ladi. Tashqi hamkorlar turli
rollarni bajarishlari uskunalar va laboratoriya imkoniyatlarini yetkazib
beruvchilar, rag'batlantiruvchi qgatorni dasturlash, signallarni to‘g'ri
ro'yxatdan o‘tkazish va gayta ishlash, ma’'lumotlarni dastlabki qayta ishlash
uchun mas’ul bo‘lgan mutaxassislar, eksperimentni tashkil etish va
loyihalash bo'yicha maslahatchilar, "to‘liq sikl" tadqiqotchilari sifatida
ishtirok etishlari mumkin. Bu mutaxassislarning marketologga bog'liq
bo‘lgan biznes hamkorlarni tanlash tamoyillariga katta e’tibor berishiga
sabab bo‘ladi. Masalan, S.Genko, E.Polmann va P.Steydilar amaliyotchi
marketologlarga mo'ljallangan kitoblarida biznes muhitida neyromarketing
hamkorini tanlash bo'yicha quyidagi tavsiyalarni shakllantiradilar (2-jadval).

1-jadval
Biznes muhitida neyromarketing hamkorini tanlash bo'yicha
tavsiyalar
Neyromarketing tushunchalari va tamoyillarini tushunish
darajasi
Baland Past
Past Marketing vazifasiga mos Tashkiliy tayyorgarlikni
c = keladigan texnologik ta’'minlash va neyromarketing
(73] . . ¢ . .. ..

S imkoniyatlarga ega bo‘lgan vazifasini shakllantirish uchun
2 s E ixtisoslashgan yetkazib maslahatchi bilan o‘zaro
3 S beruvchi bilan hamkorlik hamkorlik
o % Baland Ixtisoslashgan yetkazib Neyromarketing
<8 T beruvchilar bilan hamkorlik. tadqiqotlaridan voz kechish

c C el

o O Bozorda yetakchilikni

> O .

ta’'minlash uchun
maslahatchilar ham

Hal gilinayotgan tadgigot muammosiga qarab, aniq usullar yoki
texnikalar (masalan, FMRT yoki IT-trekking) yoki integratsiyalashgan
yechimlar bo'yicha mutaxassislar bilan hamkorlik talab gilinishi mumkin.
Biroq, agar ikkinchisi, birinchi navbatda, amaliyotchi marketologlar
tomonidan talab qilinsa, ilmiy tadgiqotlar, birinchi navbatda, bozorda
mavjudligi va narxi o‘zgarishi mumkin bo‘lgan tor mutaxassislarga muhtoj
bo'ladi.

Yirik marketing kompaniyalari sezilarli byudjetga ega bo'lishiga
garamay, aksariyat kichik agentliklar va akademik tadgigotlar uchun
byudjet cheklovlari neyromarketing tadqiqotlarini o‘tkazish uchun muhim
amaliy to'siq bo'lishi mumkin. Bunda giymat aniq usulga bog'liq bo‘ladi.

* Muallif tomonidan tuzilgan
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Eng ko'p talab gilinadigan usullardan eng gimmati fMRT (functional Magnetic
Resonance Imaging) hisoblanadi, chunki skaner va litsenziyalangan dasturiy
ta'minotning narxi bir necha million dollarni tashkil etadi va unga xizmat
ko‘rsatishda bir nechta mutaxassislar ishtirok etadi. Bitta tajriba
ishtirokchisini tekshirishning o‘rtacha narxi 500-1000 AQSH dollari atrofida
o‘zgarib turadi, bu esa ishtirokchilarning o‘rtacha soni va zarur xarajatlar
(dizayn va rag'batlarni ishlab chigish, ma’lumotlarni tahlil gilish va
boshqalar) bilan birga, hatto kichik tanlovda aniq tor vazifani o‘rganishga
garatilgan kichik loyiha ham kamida 40-50 ming AQSH dollarini tashkil
etishini anglatadi.’

Amaliy ehtiyojlar va turli usullarning o'ziga xos xususiyatlarini
baholashdan kelib chigib, S.Genko va boshqalar quyidagi giyosiy jadvalni
keltirishadi (2-jadval).

Z-jadval
Neyromarketing tadqiqotlarini ba'zi usullarining qgiyosiy
xususiyatlari °

Usul Murakkablik Tadgqiqot sikli Bir ishtirokchi
uchun xarajatlar
fMRT Juda baland Sekin Juda baland
EEG Baland O'rtacha Baland
Biometriya O'rtacha O'rtadan O'rtacha
tezkorgacha
Xulg-atvor Odatda past O'rtadan O'rtacha
igtisodiyoti tezkorgacha
Ay-trekking Past Tezkor Past
Onlayn xizmatlar Past Tezkor Past

Umuman olganda, neyromarketing usullarining amaliy cheklovlarining
mohiyati loyiha menejmentining umumiy goidasi bilan ifodalanishi mumkin:
tez, arzon va sifatli bo'Imaydi. Qabul qgilish va garor gabul gilishning
batafsil mexanizmlarini aniglashga imkon beradigan eng sezgir usullar bir
vaqtning o‘zida eng murakkab va gimmat bo'lib chigmogda. Aksincha,
arzon va ko'paytiriladigan usullar, odatda, faqgat kichik doiradagi vazifalarni
hal gilish imkonini beradi yoki iste’'molchilar reaksiyalarining yuzaki va
go'pol tavsifi bilan ajralib turadi. Shunday qilib, har ganday neyromarketing
tadqgiqoti marketologni gizigtiradigan vazifa va u ega bo‘lgan imkoniyatlar
o‘rtasidagi muvozanatni izlashdir.

Muallifning fikricha, uslubiy yondashuvga ko‘ra “modalar bozorida

® Neuromarketing in Food Retailing / Ed. by E.Horska, J.Ber¢ik. Wageningen: Wageningen Academic
Publishers, 2017. P.164.
® Muallif tomonidan tuzilgan
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neyromarketingdan foydalanish” tushunchasining iqtisodiy mazmuni
iste’'molchilarning moda mahsulotlari (kiyim-kechak, aksessuar, oyog-kiyim,
kosmetika va boshqalar)ni tanlashi va xarid qilish jarayonida ularning
ongsiz hissiy reaktsiyalari, kognitiv jarayonlari hamda garor gabul qilish
mexanizmlarini neyrofiziologik va psixologik metodlar orqali o‘rganish va
shu asosda marketing strategiyalarini ishlab chigish nugtai nazaridan
takomillashtirilgan.

Dissertasiyaning “Modalar bozorida neyromarketingdan
foydalanishning metodologik jihatlari” deb nomlangan ikkinchi bobda
modalar bozorida neyromarketingdan foydalanishning ilmiy-metodologik
asoslari tadqgiq etilgan, neyromarketingdan foydalanish uslubiyoti
takomillashtirilgan, modalar bozorida neyromarketingdan foydalanishni
tashkil etishning jahon tajribasi o rganilib, mamlakatimizda qo’llash mumkin
bo’lgan jihatari yoritilgan, kiyim-kechak modalari bozorida
neyromarketingdan foydalanishga ta'sir etuvchi omillarning ekonometrik
tahlili amalga oshirilgan.

Erkaklarning modaga bo‘lgan munosabati ijtimoiy rollar va kutishlar
bilan chambarchas bog'lig. Neyromarketing tadqiqotlarida erkaklar
"muvaffaqgiyatli mutaxassis" yoki "yetakchi" roli bilan bog'lig rag'batlarga
faolrog munosabatda bo'lishlari aniglangan . Bunday hollarda medial
prefrontal korteksning faollashuvi reklama mavqe va yetakchilikka murojaat
gilganda kuchayadi.

Qiyosiy tajribalar shuni ko'rsatadiki, erkaklar kuch, ishonchlilik va
ustunlikni ta’kidlaydigan brendlarni ko‘proq tanlaydilar. Sport kiyimlari yoki ish
kostyumlari reklamasida bunday assotsiatsiyalar motor sohalari va premotor
korteksni faollashtirishni kuchaytiradi, bu chuqur tana tasavvuri va
modellashtirishdan dalolat beradi . Shunday qilib, erkaklarning modani idrok
etishini nafagat kognitiv-ratsional, balki ijtimoiy-rolli sifatida ham ko'rib
chigish mumkin: kiyim ijtimoiy o‘ziga xoslikni tasdiglash vositasi sifatida
gabul qgilinadi.

Muallifnig fikricha, psixologik va madaniy ma’lumotlarni taqqoslash
bargaror gonuniyatni ajratish imkonini beradi. Moda iste’'molidagi ayollar
ko'pincha estetika, his-tuyg'ular va o'ziga xoslikka, erkaklar esa funksionallik,
mavge va ijtimoiy namoyishga e'tibor garatadilar. Bu farglar madaniy
kontekst bilan kuchayadi: individualistik jamiyatlarda ayollar o‘ziga xoslikni
ifodalash uchun, erkaklar esa kuch va yetakchilikni namoyish etish uchun
modadan foydalanadilar; jamoaviy madaniyatlarda ayollar uyg‘unlikka,
erkaklar esa maqom iyerarxiyasiga e'tibor qaratadilar.

EEG (Electroencephalography) tajribalari shuni ko‘rsatadiki, erkaklar va
ayollar vizual ma'lumotlarni qayta ishlashning turli strategiyalaridan
foydalanadilar. Ayollar barcha chastota diapazonlarini tahlil gilishda
tasvirlarni tasniflashning eng yuqori aniqligiga (96,47% gacha) erishadilar,
bu esa neyronlarning kengroq ishtirokini ko‘rsatadi. Erkaklar esa
detallarning mahalliy integratsiyasi uchun mas’'ul bo‘lgan gamma
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diapazoniga e'tibor qaratishda eng yuqori aniqglikni (95,32%) ko'rsatadi’. Bu
shuni ko‘rsatadiki, ayollarning moda stimullarini idrok etishi "global gayta
ishlash" modeli bo'yicha, erkaklarniki esa "selektiv detallashtirish" modeli
boyicha quriladi. Ushbu farglarga garamay, umumiy natija shuni
tasdiglaydiki, moda vizual stimullari ayol va erkak miyasini yuqori darajada
faollashtiradi, bu esa vizual kanalni marketing strategiyalarining universal
asosiga aylantiradi.

Yana bir muhim parametr - bu garor qabul qilish tezligi. Ayollar
"yoqtirish/yoqtirmaslik" qarorlarini tezroq qgabul qiladilar - o‘rtacha 2,5
soniyada, erkaklar esa 2,5 dan 3 soniyagacha vaqt sarflaydilar®. Farq
keskin emas, ammo u ayollarda ko'proq kognitiv tezkorlik va erkaklarda
kognitiv va hissiy signallarning uzogroq integratsiyasi tendensiyasini
tasdiglaydi.

FMRI tadgiqgotlari natijalari shuni ko‘rsatadiki, ikkala jins ham gender-
kongruent reklama signallari ta’siriga ko‘proq javob beradi. Shunday qilib,
mahsulot va ovoz mos kelganda (masalan, erkaklar kiyimi reklamasida
erkak ovozi) birlamchi ko'rish zonalari - calcarine va cuneus faollashuvi
kuchayadi.(3-jadval)

3-jadval
Moda reklamasiga javob berishda genderga asoslangan neyron
farqlari uchun dalillar kuchi

Da'vo Dalil kuchi Mulohaza Manba
Moda Aniq gyenderga Hassani et al.,,
reklamalarida asoslangan neyron 2023°
erkaklar va ayollar farglari bilan bevosita
turli EEG ) EEG tekshiruvi
namunalarini Kuchli
ko'rsatadi
Reklamalardagi fMRI tadqgigoti shuni  Casado Aranda
gender ko‘rsatadiki, miya etal., 2018
muvofigligi neyron sohalari
faollashuvi va ) kongruent/inkongruent

O'rtacha

munosabatlarga reklamalarga turlicha
ta'sir giladi javob beradi.

Nomuvofiglik holatlarida esa xatolar monitoringi va kognitiv ziddiyat

’ Hassani A., Hekmatmanesh A., Nasrabadi A. M. Gender differences in EEG responses to color and
black-white images: Implications for neuromarketing strategies // IEEE Access. 2023. Vol. 11. P.
93739-93752. DOI: 10.1109/ACCESS.2023.3308810.

® Hassani A., Hekmatmanesh A., Nasrabadi A. M. Gender differences in EEG responses to color and
black-white images: Implications for neuromarketing strategies // IEEE Access. 2023. Vol. 11. P.
93739-93752. DOI: 10.1109/ACCESS.2023.3308810.

° Hassani A., Hekmatmanesh A., Nasrabadi A. M. Gender differences in EEG responses to color and
black-white images: Implications for neuromarketing strategies // IEEE Access. 2023. Vol. 11. P.
93739-93752. DOI: 10.1109/ACCESS.2023.3308810.

'%Casado-Aranda L.-A., Van der Laan L. N., Sdnchez-Fernandez J. Neural correlates of gender congruence
in audiovisual commercials for gender-targeted products: An fMRI study // Human Brain Mapping. 2018.
Vol. 39. No. 12. P. 4360-4372. DOI: 10.1002/hbm.24276.
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bilan bog‘liq sohalarning yanada yaqqol faollashuvi kuzatiladi. Bu shuni
tasdiglaydiki, reklamada gender muvofigligi universal tarzda ko‘proq
"tabiiy" va kognitiv jihatdan kamroq xarajatli sifatida gabul gilinadi.

Moda sohasidagi kuzatuv tadgiqotlari shuni ko‘rsatadiki, ayollar
ko‘pincha estetik xususiyatlarga - rang, tekstura, print, vitrina elementlariga
e'tibor berishadi. Erkaklar esa mahsulotning Iogotlplarl brend belgilari va
funksional xususiyatlariga ko'proq e'tibor berishadi'’. Shunga garamay,
ikkala guruhda ham vizual kanalning matnli xabarlardan ustunligi gayd
etilgan, bu esa vizual moda kommunikatsiyasining universalligini
ta'kidlaydi.

Shunday qilib, uchta asosiy umumiy qgonuniyatni ajratib ko‘rsatish
mumkin.

Birinchidan, erkaklar ham, ayollar ham moda stimullariga yuqori
darajadagi neyron javobini namoyish etadilar, fagat ishlov berish kengligi
va yo‘nalishi bilan farglanadilar.

Ikkinchidan, ikkala guruhda ham reaksiya tezligi yetarlicha yuqori
bo'lib, bu moda obrazlarining tez qayta ishlanadigan stimullar sifatidagi
ahamiyatini tasdiglaydi.

Uchinchidan, hissiy va kognitiv mexanizmlar bir vaqtning o‘zida
ishtirok etadi, garchi erkaklar ko‘pincha tanlovni oqgilona, ayollar esa hissiy
jihatdan bo‘yalgan deb talgin gilishadi.

Moda industriyasida neyromarketing bo'yicha to‘plangan nazariy va
empirik tadqiqotlarni tahlil qilish ilmiy bazani rivojlantirish uchun ham,
marketing kommunikatsiyalari amaliyoti uchun ham muhim bo‘lgan bir
gator tizimli xulosalarni ajratib ko‘rsatish imkonini beradi. Erkaklar va
ayollar auditoriyalarini tagqoslash shuni ko‘rsatadiki, modadagi
neyromarketing mexanizmlari umumiy kognitiv va hissiy tamoyillar
doirasida ishlaydi, ammo ular aniq gender xususiyatlarini namoyon etadi.
Birinchidan, neyrofiziologik darajada moda stimullarini gayta ishlash
strategiyalarining fargi tasdiglanadi. EEG ma'lumotlari shuni ko‘rsatadiki,
ayollar kengroq neyron ishtiroki bilan ajralib turadi: ular barcha chastota
diapazonlarini qo‘shganda (96,47%) tanib olishning maksimal anigligiga
erishadilar, bu esa sensor va kognitiv kanallarning kompleks
integratsiyasini ko‘rsatadi. Erkaklar esa gamma diapazoni bilan ishlashda
yaxshiroq natijalarga (95,32%) erishadilar, bu V|zual ma’lumotlarni diggat
bilan va tanlab qgayta ishlashni aks ettiradi'> '*. Bundan xulosa qilish
mumkinki, ayollar auditoriyasi modani qgabul qilishning "global"
strategiyasiga, erkaklar esa mahsulotning alohida xususiyatlariga e'tibor
garatadigan "nugtali” strategiyasiga moil.

" De Almeida Andrade, N., Rainatto, G., & Cohen, E. (2022). Neuromarketing and Eye Tracking in
Women’s  Fashion Buying Decision Making. CBR - Consumer Behavior Review.
https //doi.org/10.51359/2526 7884.2022.251844

2 Singh H., Kumar H. Neuromarketing: An Emerging Tool of Market Research // International Journal of
Englneermg and Management Research. 2015. Vol. 5. No. 6. P. 530-535.

® Zhang S. Nearest neighbor selection for iteratively kNN imputation // Journal of Systems and
Software. 2012. Vol. 85. No. 11. P. 2541-2552.

19



Ikkinchidan, fMRI ma’lumotlari shuni tasdiglaydiki, moda stimullarini
idrok etishda ayollarda hissiy va estetik ishlov berish bilan bog'liq sohalar
(orbitofrontal po'stloq, limbik tizim) faolroq ishtirok etadi, erkaklarda esa
kognitiv nazorat va ziddiyatlarni kuzatish sohalari (dorsolateral prefrontal
po'stlog, oldingi bel po‘stlog‘i). Aynigsa, gender-kongruent va nokongruent
signallar holatida farglar yaqqol namoyon bo'ladi: ayollar ijodiy
kelishmovchiliklarga nisbatan yuqori bardoshlilikni namoyish esalar,
erkaklar ularni kognitiv dissonans manbai sifatida qayd etishga moil
bo‘ladilar. Uchinchidan, eye-tracking texnologiyalaridan foydalangan holda
olib borilgan tadqgiqotlar shuni ko‘rsatadiki, ayollar auditoriyasi kiyim va
atrof-muhitning hissiy jihatlariga - rang, faktura, vitrina ekspozisiyalari va
dizayn detallariga ko‘proq e'tibor beradi. Erkaklar esa ko'pincha funksional
va maqom belgilariga - logotiplar, materiallar, brendlarga e'tibor qaratadilar.
Shunday qilib, modadagi vizual aloga o'z tabiatiga ko‘ra universaldir, ammo
uni idrok etish urg‘ulari genderga qarab taqsimlanadi.(4-jadval)

4-jadval
Moda sanoatida erkaklar va ayollarda qiyosiy neyromarketing
samaralari
Tadgqiqot aspekti Ayollar Erkaklar Manba
Moda rasmlariga Barcha chastota Gamma- Hassani et
EEG javobi diapazonlarini tahlil diapazonda al., 2023
qgilishda yuqori tasnifiy fokuslashda eng
aniglik (96,47% gacha) yaxshi aniqlik
— keng neyron ishtiroki | (95,32%) — selektiv
mabhalliy ishlov
berish
Qaror gabul gilish | Tezroq: "yoqdi/yogmadi" Sekinroq: 2,5-3 Hassani et
tezligi yechimi uchun taxminan | soniya, kognitiv va al,, 2023
2,5 soniya hissiy signallar
integratsiyasi
fMRI (reklamaning Kongruent signallarda Nokongruent Casado-
jinsga mosligi) ko'rish sohalarining signallarda xatolar | Aranda et al.,
kuchliroq faollashuvi va kognitiv 2018
(calcarine, cuneus) ziddiyatlarni
kuzatish
zonalarining
kuchaytirilgan
faollashuvi
Ko'z bilan Estetikaga e’tibor: rang, | Brend va funksional | De Almeida
kuzatish (vizual tekstura, print, vitrina atributlarga e'tibor Andrade et
ustuvorliklar) elementlari garatish: logotiplar, al., 2022
materiallar, sifat
Hissiyotga berilish Yanada aniq va ongli Ratsionallikning Rodriguez et
hissiy reaksiya subyektiv tavsifida al., 2024;
yashirin hissiy Touchette &
reaksiya Lee, 2017
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Kognitiv garor gabul qilish tezligi darajasida ayollar "yogadi/yogmaydi"
qarorlarini erkaklarga (2,5-3 soniya) qaraganda tezroq (taxminan 2,5 soniya)
gabul qilishlari muhim ahamiyatga ega, bu esa kognitiv strategiyalar va
hissiy ma’lumotlarni birlashtirishdagi farglarni ko‘rsatadi. Sanoat uchun bu
ayollar uchun reklama materiallari dinamik va boy bo'lishi kerakligini
anglatadi, erkaklar uchun esa aloqalar yanada tizimli tagdimotni talab
giladi.

To'rtinchidan, subyektiv va obyektiv ma’lumotlarning muvofiqgligi
hagida. Ayollarda e’lon qilingan hissiy reaksiyalar va obyektiv fiziologik
ko'rsatkichlar o'rtasida yaginroq moslik mavjud'®. Erkaklar esa ko'pincha
o'z qarorlarini ogilona deb ta'riflashga moil bo‘ladilar, garchi EEG va fMRI
ma’lumotlari yashirin hissiy faollikni (masalan, reklamani idrok etishda
frontal sohalarning faollashuvini) qayd esa ham. 0‘z-o'ziga hisobot berish
va hagqiqgiy neyron reaksiyalari o‘rtasidagi bu farq an'anaviy so‘rovlar har
doim ham haqiqiy xulg-atvor drayverlarini aniglay olmaydigan erkaklar
segmentlarida neyromarketing vositalarini go‘llash zarurligini ta'kidlaydi.

Muallfi tomonidan mamlakatimiz kiyim-kechak modalari bozorida
neyromarketingdan foydalanishga ta'sir etuvchi latent omillarning
ekonometrik tahlilini amalga oshirilgan.

Taqdim etilgan ish SEM modelini qurish va keyingi omilli tahlil asosida
ustki kiyim modasi kontekstida yosh ayollar auditoriyasining (xususan, 19-25
yoshli talaba qizlar) idroki, afzalliklari va xulg-atvor namunalariga ta'sir
giluvchi chuqur mexanizmlarni ochib berish imkonini beradi.

Tadqiqot davomida tuzilgan SEM Path diagrammasi Model 2 ta
prediktor va 5 ta bog'lig o’zgaruvchini o'z ichiga oladi. Strelkalar taxminiy
sababiy bog'lanishlarni ko‘rsatadi.

Se._ — 031

__Sociallnfluence

008 T - . Pdrchaselntention

. —— 047 T~ ~BrandLoyalty

N -
StylePreference

1-rasm.Kiyim-kechak modalari bozorida neyromarketingdan

* Rodriguez, C., Florido, C., Cerd4-Suérez, L., & Mocchi, B. (2024). NEUROMARKETING Y MODA: UNA
REVISION SISTEMATICA SOBRE SUS IMPLICACIONES SENSORIALES. Revista de Ciencias de la
Comunicacién e Informacion.
https://doi.org/10.35742/rcci.2024.29.e304
'* Bartra 0., et al. The valuation system: A coordinate-based meta-analysis of BOLD fMRI experiments //
Neurolmage. 2013. Vol. 76. P. 412-427.
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foydalanishga ta’sir etuvchi omillarning PLS-SEM modeli

Yuqoridagi diagrammada sensorli idrok va brendga bo'lgan
ishonchning asosiy iste'molchi o'zgaruvchilariga ta’sirini ko‘rsatuvchi SEM
modeli tasvirlangan. Eng kuchli bog'ligliklar Brand Trust va Brand Loyalty
(0.47koeffitsent) hamda Purchase Intention (0.36koeffitsent) o'rtasida
kuzatiladi, bu esa kognitiv ishonchning rolini ta’kidlaydi. Sensor idrok hissiy
va ijtimoiy reaksiyalarga  sezilarli ta'sir ko‘rsatadi. Model
neyromarketingning moda sanoatidagi yosh iste’'molchilar xulg-atvoriga
kompleks ta'sirini ko‘rsatadi.

Ekonometrik tahlil natijalariga ko'ra, moda sanoatidagi neyromarketing
shunchaki marketing modasi emas. Bu miya faoliyati, motivatsiya va hissiy
reaksiyalarni tushunishga asoslangan chuqur metodologiyadir. Tadqiqot
shuni ko‘rsatadiki, hatto tanlov 0'z-o'zidan bo'lib tuyulganda ham, iste'molchi
nafagat o'rganish, balki magsadli ravishda faollashtirish mumkin bo‘lgan
ma’'lum ichki algoritmlar bo'yicha harakat giladi. Tadgiqot doirasida qurilgan
SEM modeli ushbu algoritmlarni aniglash va samarali kommunikatsiya
strategiyalarini ishlab chigish imkonini beradi.

Dissertasiyaning uchinchi bobi “O‘zbekistonda modalar bozori va
to gimachilik sanoatining rivojlanish holati” deb nomlanib, mazkur bboda
O‘zbekiston igtisodiyotida sanoat va to‘gimachilik sanoatining o‘rni ochib
berilgan, O‘zbekistonda to'gimachilik mahsulotlari bozori va rivojlanishi
empiric tadqiq etilgan, O‘zbekiston va Turkiyada poyabzal modalari
bozorining sotsiologik tadgiqoti amalga oshirilgan.

O‘zbekiston to‘gimachilik sanoati nafaqat ichki bozor uchun, balki
tashqi bozorlar uchun ham muhim mahsulotlar yetishtiruvchi sohalardan biri
hisoblanadi. Mamlakat paxta xom ashyosini qayta ishlab, yuksak qo‘shimcha
giymatga ega mahsulotlarni eksport gilish strategiyasini amalga oshirmoqda.
To'gimachilik tarmog'i aholi bandligini ta'minlashda ham muhim rol o'ynaydi.
Hozirgi kunda 3000 dan ortiq to'gimachilik korxonalari faoliyat yuritmoqgda va
ularning katta gismi xususiy sektorga tegishli.

O‘zbekiston sanoatida marketing strategiyalarini gayta ko'rib chigish,
eksport bozorlarini diversifikatsiya qilish va ichki bozorda brendga
sodiqlikni oshirish kabi choralarni jadallashtirish lozimligini anglatadi.
Keltirilgan jadval tahlili shuni ko‘rsatadiki, O‘zbekiston Respublikasida kiyim
ishlab chigarish sanoati 2010-2022-yillar oralig‘ida bargaror o'sish
tendensiyasini namoyon gilgan bo'lib,kiyim ishlab chigish hajmi 575,8 mird.
so‘mdan 17,2 trin. so‘mgacha oshgan. Bu davrda ishlab chiqarish sanoati
umumiy hajmining ham, kiyim ishlab chigarishning hajmining ham
muntazam o'sib borishi marketing nuqtayi nazaridan aholining kiyim-
kechak iste'mol talabi kengaygani, ichki bozor sig'imi ortgani va tashqi
bozorlarga chigish imkoniyatlari kengaygani bilan izohlanadi. Aynigsa 2016
-yildan keyin keskin sakrash kuzatilgani, ya'ni kiyim ishlab chiqarish
hajmining birdaniga bir necha barobarga oshgani, davlat tomonidan yengil
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sanoatni qo‘llab-quvvatlash siyosati, klasterlashuv jarayonlari va brendlash
amaliyotining kuchayishi bilan izohlanadi.

5-jadval
2010-2024 yillarda O'zbekiston ResEuinkasida kiyim ishlab chiqgarish
hajmi '
Klassifikator 2010y. | 29T5Y | 2020y. | 2021y. | 2022y. | 2023y | 2024y
isﬁ:goca;i”;?gi”'%ﬁ'r 4 | 38119, | 97508 | 36874 | 456056, | 553265 | 64181 | 65181
qarish, mird. 0 2 02 1 0 7.1 7,1
som
Ishlab shiqarish 28742, | 78492 | 30592 | 378186, | 460491 | 52637 | 56437
sanoati, mird. so‘m 8 3 8,6 4 ,8 2,4 2,4
Kiyim ishlab shiqarish 5758 | 1985 | 10402, | .00, g | 17264, |19116 | 19816
mird. so'm 3 4 8 9 9
Kiyim ishlab
shigarishning jami 1,51 1,62 2,82 2,98 3,12 3,34 3,44
sanoatdagi ulushi, %
Kiyim ishlab
shiqarishning ishlab 155 | 940 | 340 | 350 | 375 | 381 | 391
shigarish sanoatdagi
ulushi, %

2020-2023-yillar oralig'ida O‘zbekistonning to‘gimachilik va tikuv-
trikotaj sanoati eksporti barqaror o'sish tendensiyasini namoyon qilib,
18684 min. dollardan 3,386 mird. dollargacha yetgani kuzatiimoqda. Bu
jarayon mamlakatning paxta xomashyosini eksport gilishdan ko'ra, yuqori
go'shilgan giymatli tayyor mahsulotlarni tashqgi bozorga chigarishga
intilayotganini ko'rsatadi. Xususan, kalava ip eksporti hajmi yildan-yilga
oshib, 2020-yildagi 224,7 ming tonnadan 2023-yilda 447,8 ming tonnaga
yetgan bo'lsa-da, giymat hajmining pasayib borishi mahsulot narxlari va
raqobat sharoitlaridagi o‘zgarishlarga bog'liq. Gazlama va trikotaj mato
eksporti hajmi ham sezilarli darajada ko'paygan, bu esa xorijiy bozorlarda
yarim tayyor mahsulotlarga bo‘lgan talabning yuqoriligini ko‘rsatadi. Biroq
marketing nuqtayi nazaridan eng muhim o'zgarish tayyor tikuv-trikotaj
mahsulotlari eksportida kuzatilib, 2020-yildagi 257,4 min. dollardan 2023-
yilda 1,69 mird. dollarga yetgani O‘zbekiston brendlari va tayyor kiyim-
kechak mahsulotlarining xalgaro bozorda o'z o'rnini topayotganini
anglatadi.

6-jadval
2021-2025-yillarda to’gimashilik va tikuv-trikotaj sanoatining eksport
ko'rsatkishlari'’

'8 Muallif tomonidan tuzildi
7 Muallif tomonidan tuzildi
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2021Yy. 2022y. 2023y. 2024y.
Ko'rsatkishlar ° I(\:/ho
nomi .. . | natu . nat . nat | migdo | natur | miqd
birligi ra miqdor ura miqdor ura r a or
Eksport i, L 2931,2 L e
P doll. 868,4 ' 229,1 -
. ming 455, 562 409, 1 1172,
Kalava ip tn. 4 947,3 6 1618,7 5 4223 447.,8 2614
min. 296, 318 305, 171,7
Gazlama kv. m 5 103,9 5 145,6 8 168,1 588,7 3047
: . ming 46, 290,4
Trikotaj mato tn. 33,2 139,5 p 238,3 504 | 301,44 60,9 4892
. . . 1
Tikuv-trikotaj min. 1
mahsulotlar doll. 648,0 8823 283,2 6;35
Paypoq min. 119, 167 168, 55,65
mahsulotlari doll. | 8 | 228 | 3 | 463 3 | 4T [ 1697 | 5i5g
Boshqa min.
mahsulotlar doll.
Mahalliylashtirish | M9 1130 566,8 900,9 1286,
so‘m 6

Shu bilan birga, gazlama va kalava ip kabi yarim tayyor mahsulotlar
ulushi yuqori bo'lib golmoqda, bu esa eksportni chuqurlashtirish va tayyor
kiyim-kechak mahsulotlari ulushini yanada kengaytirish zarurligini
anglatadi. Mahalliylashtirish ko‘rsatkichlari ham 2021-yildagi 22,9 mird.
so‘'mdan 2023-yilda 1,28 trin. so‘mgacha oshib, ichki ishlab chigarish
zanjirlarining rivojlanib borayotganidan dalolat bermoqgda. Umuman
olganda, bu davrda to‘gimachilik va tikuv-trikotaj sanoati eksporti hajmi va
tarkibida sifat o'zgarishlari yuz berib, O‘zbekistonni xalgaro bozor uchun
yugori qo‘shilgan qgiymatli tayyor mahsulotlar ishlab chigaruvchiga
aylantirishda marketing tadqiqotlari, moda va brend strategiyalari hamda
dizayn innovatsiyalarining ahamiyati tobora ortganligidan dalolat beradi.

2025-yilda O‘zbekiston moda yo'nalishi bo'yicha brend va
agentliklarning marketing samaradorligi reytingi mamlakatda raqobat
kuchayib borayotganini yaqqol ko‘rsatmoqda. Reytingda birinchi o'rinni 63
ball bilan “PANDORA" egallab, yakka tartibdagi tashabbus asosida tashkil
etilgan korxona sifatida bozorda kuchli brend imijini shakllantirganini
namoyish etdi. Bu holat, marketing strategiyalarida brend identifikatsiyasi,
mijozlar bilan hissiy bog‘lanish va sodiqlik dasturlarining muhim o'rin
tutishini tasdiglaydi. Ikkinchi o‘rindagi “BELLSTORE EXPRESS” kosmetika
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va gigiyena vositalari chakana savdosiga ixtisoslashgan holda 41 ball bilan
yuqori natija ko'rsatib, bozor segmentatsiyasida ayollar auditoriyasiga
to‘g'ri yo'naltirilgan marketing kampaniyalari samaradorligini ko‘rsatmoqda.
Uchinchi orinda “INDENIM” 35,5 ball bilan joylashib, moda sanoatida kiyim
brendi sifatida iste’'molchilar orasida keng gqamrovli xaridga erishgan. Shu
bilan birga, “AYNIMO” va “EXPRESS BEAUTY"” 18 ball bilan o'rta pog‘onada
turib, xizmat ko'rsatish sohasida innovatsion marketing vositalari, xususan,
ragamli platformalar va ijtimoiy tarmogqlar orqali auditoriya bilan aloqga
gilishga tayanmoqda. Pastki o'rinlarda joylashgan brendlar, jumladan
“Fratelli Casa”, “Oriflame” yoki “Begim Parfumes” marketing
samaradorligini  oshirish  uchun strategik yangilanish, reklama
diversifikatsiyasi va brend pozitsiyalashni mustahkamlashga ehtiyoj
sezmoqda.

Umuman olganda, reytingdan ko'rinib turibdiki, O‘zbekistonda moda
brendlari asosan kosmetika, kiyim-kechak va aksessuarlar segmentida
faoliyat yuritib, o'z auditoriyalariga to‘g'ri yo'naltiriigan marketing
yondashuvlarini qo‘llamoqda. Biroq yuqori reytingga erishgan brendlar
o‘zlarining marketing kommunikatsiyalarini kengaytirib, mijozlar bilan
doimiy alogani ta’'minlashga katta e'tibor garatgan. Shunday qilib, moda
sanoati bozorida muvaffagiyat marketing strategiyasini brend gadriyatlari,
innovatsion reklama vositalari va iste'molchilarning ehtiyojlariga
moslashtirish orgali qo‘lga kiritimogda, bu esa kelgusida xalgaro
bozorlarda ham ragobatbardoshlikni ta'minlash uchun asos bo'lib xizmat
giladi.

Tadqiqgot uchun tuzilgan so‘rovhoma asosan ko'p variantli tanlov
imkoniyatiga ega yopiq savollardan iborat bo’lib, ishtirokchilar oddiy
tasodifiy tanlov asosida shakllantirildi. Natijada Survio platformasi
yordamida jami 23 ta savoldan iborat elektron so‘rovhoma ishlab chigildi.

So‘rovhomada jami 300 nafar respondent gatnashdi. Ulardan 58 foizi
18-25 yosh oralig‘idagi yoshlar, 11 foizi 25-35 yoshdagilar, 17 foizi esa
35—-45 yoshdagi respondentlardan iborat bo‘ldi. Bundan tashqari, so‘rovda
gatnashganlarning 71 foizi aholisi bir milliondan ortig bo'lgan yirik
shaharlarda istigomat giluvchi fugarolardir. Bunday namuna yoshlarning
fikrlari va yirik shaharlarda istiqgomat qiluvchi aholining ijtimoiy-igtisodiy
garashlarini aks ettirishi bilan ahamiyatlidir.

So‘rovnomaga berilgan dastlabki javoblarning tagsimoti hamda
statistik natijalari esa 2-rasmda tasvirlangan bo'lib, ular respondentlarning
umumiy garashlari va ijtimoiy-demografik xususiyatlari hagida muhim
ma’lumot beradi.

N L Qaysi shaharda istigomat qilasiz?
Sizning yoshingiz?
Ahalisi 50 ming - 250 ming orasida shahar Aholisi 250 ming - 500 ming orasida shahar

35-45 yosh

45-55 yosh Aholisi 50 mingdan kam shahar Aholisi 500 ming - 1 min orasida shahar

55 va undan katta

12-18 yosh 17%

11%



2-rasm - So‘rovda ishtirok etgan respondentlarning yosh toifalari
bo’icha tagsimlash diagrammalari

Mulogot savollaridan so‘ng respondentlarga temperament turini
ko'rsatish taklif qilindi: xolerik, melanxolik, flegmatik yoki sangvinik.
Respondentlarning aksariyati o‘zlarini sangviniklar deb hisoblashgan -
41,3%, ikkinchi o‘rinda xoleriklar - 22,1%, ulardan keyin melanxoliklar -
20,2% va flegmatiklar - 16,3% (3-rasm).

Sizda gaysi temperament turi bor?

Melanxolik

Flegmatik

Sangvinik

Xolerik

3-rasm - Respondentlarning "Sizning temperamentingiz ganday?"
degan savolga bergan javoblarining tagsimlanish diagrammasi

So‘ngra so‘rovnomada respondentlarning modaga munosabati bilan
bog'lig savollar bloki keltirilgan. "Siz modadagi o‘zgarishlarni kuzatib
borasizmi?" va "Siz uchun moda haqgidagi ma’lumotlarning gaysi manbalari
asosiy hisoblanadi?" degan savollarga javoblar so‘'nggi bir necha yillar
davomida olib borilgan tadgigotlarda o‘rganildi.

2025-yilda o‘tkazilgan tadgiqot natijalari shuni ko‘rsatdiki, so‘rovda
gatnashganlarning aksariyati vaqti-vaqti bilan modaga ergashadi, ammo
shu bilan birga, yildan-yilga doimiy ravishda modaga ergashadigan
odamlarning ulushi ancha yuqori'®. Olingan natijalar shuni ko‘rsatadiki,

'® PpikoBa E. C., MegnBepeBa 0. A., ®oknHa A. A. AHanus aTanoB pa3BUTUSA KOHCTPYKLUMIA 06yBU B
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zamonaviy iste’'molchi uning kostyumiga bevosita ta'sir gilishi mumkin
bo‘lgan u yoki bu yangiliklarni gabul qilishga tayyor (4-rasm).
Siz moda o‘zgarishlarini kuzatasizmi?

mmm Ha, doim kuzataman
Emm Ba’'zan kuzataman
60+ Deyarli kuzatmayman

50r

20r

10t

0 2012 2013 2014 2015 2016 2018 2020

4-rasm - "Siz moda o‘zgarishlarini kuzatib borasizmi?" degan
savolga javoblar tagsimlanishining retrospektiv gistogrammasi.

Moda hagidagi ma’lumot manbalariga oid savol juda aniq natijani
ko'rsatdi - respondentlarning aksariyati moda hagida ma’lumot olishning
asosiy kanali Internet bo‘lgan va shunday bo'lib golmogda. 2020-yilda
so‘rovda gatnashganlarning gariyb 70 foizi Jahon tarmog‘ini afzal ko'rgan.
Albatta, olingan natijaga mamlakatimiz va jahondagi pandemiya katta ta'sir
ko‘rsatdi. 2020-yil kuz-gish va 2021-yil bahor-yoz mavsumining moda
namoyishlari onlayn tarzda o‘tkazildi, bu esa eng ko‘p giziquvchilarga
moda sanoati muhitiga sho'ng‘ish imkonini berdi.

Qaysi manbalar siz uchun moda haqgidagi asosiy axborot manbai hisoblanadi?
100

Yillar

Foiz (%)

ot (et enie
(\a\\a" - o ) ‘e\e“\d ' 0.;‘\‘-0 a2 o @° \‘\'\Y\Q“
o aos™
5-rasm - 2025-yilda respondentlarning "Siz uchun moda hagidagi
ma’lumotlarning gaysi manbalari asosiy hisoblanadi?" degan savolga
javoblarining tagsimlanish gistogrammasi.

cucTeMe «4esloBeK-06yBb-OKpYXKatoLan cpeaa» // AnbMaHax MMpoBoi Hayku. — 2018. - N25(25). — c. 38
-43.
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O‘tkazilgan tadqigotning asosiy vazifasi turli temperament tiplariga
ega bo‘lgan odamlarda poyabzal tanlashda afzalliklarning bog'ligligini
aniglash edi. Shu munosabat bilan so‘rovhomaning navbatdagi savollar
bloki respondentlarning kiyim kiyish mavsumiga garab poyabzal tanlashiga
bag‘ishlangan.

Temperament turlarining gradatsiyasi shaxsning psixofiziologik
nazariyasiga muvofiqg umumiy gabul gilingan nomlarni hisobga olgan holda
amalga oshirildi. Mavsumga qarab poyabzal turini afzal ko‘rish bilan
bog’lig masalalarda GOST 23251-83 "Poyabzal. Atamalar va ta'riflar.”
Normativ-huqugiy hujjatlarning ta'rifi iste'molchiga har doim ham
tushunarli bo‘lmaganligi sababli, so‘rovhomada umumiy foydalaniladigan
nomlar bilan misollar keltirildi.

Respondentlarning yoz mavsumidagi afzalliklariga oid javoblarida
kuzatilgan tendensiya shuni ko'rsatadiki, temperamentdan qat'i nazar,
respondentlarning katta foizi och rangli poyabzalni afzal ko'radi.

Turli temperament tipidagi shaxslarda mavsumiy poyabzalni afzal
ko'rish asosida biz tomonimizdan 9-jadval tuzildi.

O‘tkazilgan sotsiologik tadgigot iste’'molchilar poyabzalni tanlashda
e'tibor garatadigan asosiy mezonlarni aniglashga, xaridorning psixotipi va
ma’lum bir poyabzal turi va ranglar palitrasini tanlash ortasidagi
bog'ligliklarni aniglashga yordam berdi. Ikki davlat - O zbekiston va Turkiya
respondentlarining javoblaridagi olingan natijalardagi fargni bir gator
sabablar bilan izohlash mumkin. Birinchi navbatda, aholining
mentalitetidagi farq tufayli Turkiyada xaridorga individual yondashuv ancha
vagtdan beri qo'llaniladi, shuning uchun turk xaridori kastomizatsiya
funksiyasidan foydalanishga o'tkir ehtiyoj sezmaydi. O’zbekistonlik
iste'molchi marketing vositalarining ta'siriga moyil bo'lib, shu sababli, u
kastomizatsiya funksiyasini joriy etishni katta ishtiyoq bilan gabul
gilmogda. Alohida ta'kidlash joizki, tadgiqot o‘tkazish vaqtida Turkiyaning
eng yirik shahri - Istambul aholisi taxminan 15,7 million kishini (2025-yil
ma’lumotlari), taggqoslash uchun, Toshkent aholisi 3,5 milliondan ortiq
kishini tashkil etadi, bu ikki mamlakat aholisining turmush darajasi, sifati
va sur'atidagi fargni ko‘rsatadi.

7-jadval
Turli xil temperamentli odamlarning poyabzaldagi rang tanlash
afzalliklari'
Temperament | Poyabzal turi Rang afzalligi Vizual
turi ko'rinishi
Qish mavsumi
Xolerik Etik Qora rang; to‘q tuslar eoooe
Xolerik Botinka Qora rang; to‘q tuslar XXX

' Muallif tomonidan tuzilgan
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Xolerik Polubotinka Qorarang;to‘qtuslar |eeee
Melanxolik Etik Qora rang; to‘q tuslar XXX
Melanxolik Botinka Qorarang;to'‘qtuslar |eee e
Flegmatik Etik Qora rang; to'q tuslar XXX
Flegmatik Botinka Qorarang;to‘qtuslar |eeee
Flegmatik Polubotinka Qora rang; to‘q tuslar XXX
Sangvinik Etik Qora rang; to'q tuslar XXX
Sangvinik Botinka Qorarang;to'‘qtuslar |eeee
Sangvinik Polubotinka Qorarang;to‘qtuslar, |eeee
Kombinatsiyalangan
ranglar

Tadqgigot natijalariga ko'ra, poyabzallarni kastomizatsiya qilish
mamlakatimizda poyabzal korxonalarini rivojlantirish uchun istigbolli
yo'nalish ekanligini ko'‘rsatdi, shuning uchun dissertatsiyaning keyingi
bobida tovarga individual xususiyatlarni berish  funksiyasidan
foydalanishning jahon tajribasi bilan bog‘lig masalalar batafsil ko'rib
chiqilgan.

Tadgigotda B va y lar empirik hisoblandi, moda retail (showroom/butik)
sifatida asoslandi:

ORCrashion™*°=X1:X2:X3:X4=0.22:0.24:0.21:0.28

vitrina (0.28) — ko‘cha/koridor ogimida “birinchi kontakt”ni ushlaydi;
reklama roligi (0.21) — brend hikoyasi va trend signalini beradi (aynigsa
digital ekran/ijtimoiy tarmoq);
merchandayzing (0.24) — e’tiborni “xaridga yaqinlashtirish” bosgichiga
o‘tkazadi;
rang uyg'unligi (0.22) — brend kodi va sezgirlikni bargarorlashtiradi,
ammo ko‘pincha vitrina/dizayn ichida ishlaydi.
8-jadval
Neyromarketingda reklama roliklari, rang uyg‘unligi, mahsulot
joylashuvi (merchandayzing) va vitrina dizayni vositalarining xaridor
e'tiboriga alohida holdagi ta'siri darajalari aniglanib, mazkur vositalarning
muayyan moda bozori sharoitida o‘zaro turli kombinatsiyalari orqali
ta’sirini kuchaytirishning maqgbul nisbatlari

Moda bozori ORC (x, reklama: x, rang : Izoh
sharoiti X3 merch : x, vitrina)
Universal 0.25:0.20:0.25:0.30 Vitrina birinchi

29



kontakt, merch ichki
(start) K )
onversiya
Premium . . ) Estetika + brend
butik 0.20:0.25:0.20:0.35 kodi (rang) kuchli
Mass-market 0.25:0.15:0.35: 0.25 _ Zalichida topish-
retail olish tezligi muhim
Fast-fashion ) . ) Rolik trend
/ trend tez 0.22:0.24:0.21:0.28 signalini tez beradi
Online + Digital rolik
offline 0.35:0.20:0.20 : 0.25 e o QNATOUK
(omnichannel) traffic driver” bo'ladi

Fast-fashion segmenti moda bozorining eng yuqori dinamikaga ega
yo'nalishi bo'lib, unda trendlarning paydo bo'lishi, ommalashuvi va eskirishi
juda gisga vaqt oralig'ida sodir bo‘ladi. Shu sababli ushbu segmentda
neyromarketing vositalarining xaridor e'tiboriga ta'siri tezkorlik, yangilik
signali va vizual moslashuvchanlik omillari bilan belgilanadi. Mazkur
sharoitda optimal nisbatlar koeffitsiyenti 0.22 : 0.24 : 0.21 : 0.28 (reklama
roligi : rang uyg'unligi : merchandayzing : vitrina dizayni) sifatida
shakllanishi mantigan asoslanadi.

Dissertasiyaning to’ “Moda sanoatida marketing samaradorligini
baholash uslubiyotini takomillashtirish” deb nomlangan to'rtinchi bobida
marketing samaradorligini baholash usullarining giyosiy tahlili amalga
oshirilgan, moda industriyasida marketingni baholashning zamonaviy
metodologiyasi keltirilgan.

Metodologik jihatdan ushbu tadqiqot quyidagilarni o'z ichiga oladi:
strukturaviy modellashtirish (SEM) dan foydalanish yashirin tuzilmalar
o‘rtasidagi murakkab munosabatlarni sinab ko‘rish va ushbu vositaning
moda sanoatida marketingni tahlil gilish uchun go'llanilishini tasdiglash
imkonini berdi. Biroq, cheklovlarni ham hisobga olish kerak: menejerlarning
subyektiv baholariga tayanish natijalarning obyektivligini pasaytirishi
mumkin va tanlovning geterogenligi umumlashtirishni cheklaydi. Shunga
garamay, ishning xulosalari marketing samaradorligini baholashda asosiy
ko‘rsatkichlar qgatoriga imijni farglashni kiritish uchun asos bo‘ladi. Buni
alohida jadval ko'rinishida rasmiylashtirish mumkin (8-jadvalga garang),
unda to‘rtta kompetensiya va ularning samaradorlikka ta’siri giyosiy taqdim
etilgan.

9-jadval
Marketing kompetensiyalari va samaradorligi®®
Vakolat Natijaviylikka ta'siri Ahamiyatlilik
Imidjni farglash ljobiy Baland
Samarali tanituv ljobiy (o'rtacha) O'rtacha
Bozor bilimlari Ahamiyatsiz Past
Xizmat ko'rsatish Sezilarli ta'sir Past

2% Muallif tomonidan tuzilgan
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| | gilmaydi |

Moda sanoatida marketing samaradorligini baholash
metodologiyasini rivojlantirishning eng istigbolli yo‘nalishlaridan biri vizual
tahlil vositalaridan foydalanishdir. Vizual idrok xarid gilish qarorlarini gabul
gilishda, aynigsa merchandayzing va tovarlarni oflayn va onlayn
makonlarda taqdim etish nugtayi nazaridan muhim rol o‘ynaydi. An’anaga
ko'ra, vitrinalar va reklama materiallarining samaradorligi ekspert so‘rovlari
yoki eye-tracking usullari yordamida baholangan. Biroq, ikkala yondashuv
ham sezilarli cheklovlarga ega: ekspert baholari ko‘pincha subyektivlikdan
aziyat chekadi va nigohni kuzatish texnologiyalarini go‘llash uskunalarning
yuqori narxini talab giladi va keng tanlovlar uchun har doim ham
kengaytirilmaydi.

Buning fonida kompyuter nigohi va vizual salans tahliliga asoslangan
yangi yondashuvlar yanada xolis va tejamkor vositalarni taklif etadi.
Usulning mohiyati shundaki, merchandayzing sahnasi tasviri past
darajadagi vizual xususiyatlarni - rang, yorqinlik, obyektlarning yo‘nalishini
ajratib ko'rsatadigan algoritmlar bilan gayta ishlanadi. Keyin bu belgilar
piramida modelida birlashtirilib, e’tiborni jamlash zonalarini ko‘rsatadigan
issiglik xaritalari (heatmaps) hosil bo‘ladi’’. Bunday yondashuvning
afzalligi shundaki, u inson ko‘rish qobiliyatining fiziologik xususiyatlarini,
jumladan markaziy (foveal) va periferik e’tiborni taglid gila oladi.

O‘tkazilgan tahlil shuni ko'rsatdiki moda sanoatida marketing
samaradorligini baholash metodologiyasi ko'p qatlamli va ko'p o'lchovli
maydon bo'lib, uni yagona universal vositaga keltirib bo‘lmaydi. Moda
sanoatining tabiati - trendlarning yuqgori o‘zgaruvchanligi, mahsulotlarning
tezlashtirilgan hayotiy sikllari, iste'molchilarning hissiy ishtiroki va madaniy
kodlarning roli - turli xil tahliliy yondashuvlardan foydalanishni talab qiladi.
Aynan shuning uchun ushbu sohadagi tadgiqotlar aniq ifodalangan fanlararo
Xxususiyatga ega va miqdoriy, sifat va ragamli metodologiyalarning
kombinatsiyasiga tayanadi.

Dissertasiyaning beshinchi bobi “Modalar  bozorida
neyromarketingdan foydalanish metodologiyasini takomillashtirish” deb
nomlanib, ushbu bobda korxonaning marketing tadqiqgotlari tizimiga
neyromarketingni integratsiyalash uslubini takomillashtirish bo’yicha takliflar
ishlab chigilgan, O‘zbekistonda modalar bozori neyromarketingdan
foydalanish istigbollari keltirigan.

Neyromarketing kuzatuvi tizimining mustaqil elementi uning
samaradorligi va iqtisodiy magsadga muvofigligini baholash hisoblanadi.
Samaradorlikni baholash kompaniyaning magsadlari va marketing
byudjetiga muvofiq marketing rag‘batlarini ozgartirishni ta’'minlaydi.
Kompleks neyromarketing kuzatuvi tizimi kontekstida kommunikativ

" He, H., Xu, P., Jia, J., Sun, X., & Cao, J. (2024). Visual assessment of fashion merchandising based on
scene saliency. International Journal of Clothing Science and Technology. https://doi.org/10.1108/IJCST
-03-2022-0037
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samaradorlik asosiy ahamiyatga ega, chunki marketing-miksning barcha
elementlari kommunikativ komponentni o'z ichiga oladi. Kommunikatsiya
samaradorligini baholash orqali marketing rag'batlarini tuzatish
texnologiyasini sxematik ravishda quyidagicha ko‘rsatish mumkin (6-rasm).

Strategik marketingda neyrilmiy ma'lumotlar va konsepsiyalardan
foydalanishning umumiy imkoniyati shubha tug‘dirmasa-da, yuqorida taklif
etilgan model brending strategiyasini ishlab chigishning real varianti bo‘lsa-
da, shuni ta’kidlash kerakki, bu salohiyat ilmiy tadgiqotlarda ham, amaliy
neyromarketingda ham deyarli amalga oshirilmagan. Biz buni amaliy
qgiyinchiliklar bilan bog‘laymiz, ular strategik vazifalar holatida aynigsa aniq
va ahamiyatli bo'ladi. Yaqin kelajakda neyromarketingning eng istigbolli
yo'nalishlari marketingning instrumental darajasi va marketing-miksning
alohida elementlari samaradorligini oshirish bilan bog'lig. Ma'lumotlar va
xususiy tushuntirish modellarini to‘plash alohida marketing rag‘batlari
samaradorligini baholashdan o‘zaro munosabatlar marketingi tamoyillari
asosida mijozlar bilan uzoqg muddatli o'zaro ta'sirning integratsiyalashgan
tizimlarini ishlab chigishga o'tish imkonini beradi. Neyromarketingdan
foydalanishning taktik usulidan strategik usuliga bosgichma-bosgqich o'tishni
kutish kerak.

Mazkur dissertasiyada mamlakatimizda tikuv-trikotaj mahsulotlar
eksporti (mIn.AQSH dollari) hajmini 2030 yilgacha prognoz gqiymatlari
ishlab chigilgan. So‘nggi vyillarda tikuv-trikotaj sanoati O‘zbekiston
igtisodiyotining strategik tarmoglaridan biriga aylanib, uning eksport
salohiyati bargaror o'sish tendensiyasini namoyon etmoqgda. Birog global
bozorlarda raqgobatning kuchayishi, iste’'molchilar didining tezkor o‘zgarishi
hamda moda mahsulotlariga bo‘lgan talabning emotsional va psixologik
omillar bilan belgilanishi eksportni fagat ishlab chigarish hajmini oshirish
hisobiga kengaytirish imkoniyatlarini cheklab qo‘ymoqda.
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Marketing brend bosqgichlari
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7-rasm. Neyron ilmiy ma’lumotlarga asoslangan strategik brend
marketing modeli*

Shu nugtai nazardan, 2030 yilgacha tikuv-trikotaj mahsulotlari eksporti
prognozini shakllantirishda nafaqat igtisodiy omillar, balki iste’'molchi xulg-
atvorining neyropsixologik jihatlarini hisobga olish muhim ahamiyat kasb
etadi. Prognoz natijalari eksport hajmining o'sishi davom etishini
ko‘rsatgan bo‘lsa-da, ushbu o'sishning barqarorligi modalar bozorida
zamonaviy marketing yondashuvlarini, xususan, neyromarketing
metodlarini joriy etish darajasi bilan chambarchas bog'liq ekanligi
aniglanadi. Chunki xalgaro bozorlarda muvaffagiyat qozonish uchun
mahsulot sifati bilan bir gatorda uning dizayni, vizual jozibadorligi, brend
identifikatsiyasi va iste’'molchida uyg‘otadigan hissiy ta'siri hal qiluvchi

22 ApganTtupoBaHo u3: Venkatraman V. et al. New scanner data for brand marketers: how
neuroscience can help better understand differences in brand preferences // Journal of Consumer
Psychology. 2012. Vol.22. P.150.
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omilga aylanmoqda.
Baholangan model tenglamasi (ARIMA(1,1,1)) quyidagi ko'rinishda
ifodalanadi:
AEks; = - AEKS;_; + €4 + 0,44
Baholash natijalariga ko'ra, parametrlar giymatlari: ¢, = 0.607, 6, =
0.312. Qoldiq dispersiyasi 62 = 11,560,420,561 (ya'ni, c = 107,519). Model
sifat ko'rsatkichlari: AIC = 196.649, BIC = 196.487, logL =-95.324.
10-jadval
Modalar bozorida neyromarketingdan foydalanish bo’yicha eksport
ko'rsatkichi bo'yicha haqiqiy (2017-2025) va ARIMA(1,1,1) prognoz
(2025-2027) giymatlar, 95% ishonch oralig‘i bilan

Yil Prognoz Past Yuqori
Eks chegara (95%) chegara (95%)
2025 1702 1492 1913
756 022 490
2026 1676 1220 2132
646 o287 705
2027 1 660 967 571 2354
792 013
2028 1651 738 586 2 563
165 743
2029 1645 532 483 2758
319 155
2030 1 641 346 299 2937
770 240

Olingan vaqt qatori (Eks) 2017-2025 vyillarda keskin o'sish
tendensiyasini namoyon etadi, bu esa daraja qatorida stasionarlik
shartining bajarilmasligini anglatadi. Shu sababli qgator birinchi tartibli
farglash (d=1) orqgali stasionarlashtirildi va Box-Jenkins yondashuvi
doirasida ARIMA(1,1,1) modeli baholandi. Baholash natijalariga ko‘ra, AR
komponenti (¢,=0,607) farglangan gatorning o‘tgan davr impulslari ma’lum
darajada saglanishini, MA komponenti (8,=0,312) esa gisga muddatli
shoklarning inertsiya bilan so'nishini ko‘rsatadi.

Model mezonlari (AIC va BIC) kichik namunada ortigcha
murakkabliksiz adekvat moslashuvni ta’minlaydigan spetsifikatsiyani
ko‘rsatib beradi. Prognoz natijalari 2025-2027 yillarda Eks ko‘rsatkichining
1,70 mIn atrofida shakllanishi va o'sish sur'atlarining sezilarli darajada
pasayishini bildiradi. 95% ishonch oralig‘ining kengayishi esa kuzatuvlar
sonining cheklanganligi hamda kelgusi davrlarda tasodifiy shoklar ta'siri
kuchayishi ehtimolini aks ettiradi. Shu nuqtayi nazardan, prognoz natijalari
amaliy qarorlar qabul qilishda ehtiyotkor yondashuvni, shuningdek,
go'shimcha ma’lumotlar (uzogroq vaqt gatori) va tarkibiy omillar (narxlar,
investitsiyalar, ishlab chigarish quvvati, eksport bozorlari) bilan boyitilgan

34



ko'p omilli prognoz modellarini parallel qo‘llash zarurligini asoslaydi.

Mazkur tadgigotda modalar bozorida neyromarketingdan foydalanish
metodologiyasini takomillashtirish masalalari kompleks va tizimli
yondashuv asosida tahlil qilindi. Global raqobatning kuchayishi,
iste’'molchilarning xulg-atvori va qaror qgabul gilish mexanizmlarining
murakkablashuvi  sharoitida  an’anaviy = marketing  vositalarining
imkoniyatlari cheklanib borayotgani aniglanib, aynan neyromarketing
yondashuvlari bozor subyektlari uchun strategik ustunlik manbai sifatida
namoyon bo‘layotgani ilmiy jihatdan asoslab berildi. Tadgigot davomida
modalar bozori iste’'molchilarining hissiy, kognitiv va affektiv reaksiyalarini
organishga qaratilgan neyromarketing instrumentlari  marketing
garorlarining samaradorligini oshirishda muhim ahamiyat kasb etishi
isbotlandi.

1e6 Eks ko‘rsatkichi bo'yicha ARIMA prognozi (2030 yilgacha)

301 —e— Hagigiy ma'lumotlar

ARIMA prognoz

2.5 A

2.0

Eks

1.0 1

0.5 A

T T T T T T T
2018 2020 2022 2024 2026 2028 2030
Yillar

8-rasm. Eks ko‘rsatkichi bo'yicha haqiqiy (2017-2025) va
ARIMA(1,1,1) prognoz (2025-2027) giymatlar, 95% ishonch oralig'i bilan.

2030 yilgacha tuzilgan prognoz giymatlari modalar bozorida miqdoriy
o'sish bilan bir qgatorda sifat jihatidan yangilanish zarurligini ko‘rsatadi.
Neyromarketing metodologiyasini tizimli ravishda joriy etish eksport
salohiyatini bargaror oshirish, milliy brendlarning xalgaro bozordagi
ragobatbardoshligini mustahkamlash va uzoq muddatli iqtisodiy bargarorlikni
ta’'minlash uchun muhim ilmiy-amaliy asos bo'lib xizmat giladi.

XULOSA

Tadgqiqot natijasida quydagi xulosalarga kelindi.
1. Marketing bozor iqtisodiyotining obyektiv ehtiyojlari va keskin
ragobat muhiti sharoitida igtisodiy agentlar faoliyatini ta’'minlovchi bilim va
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amaliyot sohasi sifatida shakllangan. Uning mohiyati iste’'molchilar hamda
bozor munosabatlarining boshqa ishtirokchilari bilan o‘zaro alogalarda
yangi yondashuvlarni izlash, sinovdan o‘tkazish va joriy etishga yuqori
darajada ochiqglik va moslashuvchanlik bilan tavsiflanadi. Marketing
strategiyalari va vositalarini ishlab chigish uchun prinsipial jihatdan yangi
imkoniyatlarning yuzaga kelishi muntazam ravishda marketing, reklama,
iste’'molchilar psixologiyasi va boshga amaliy fanlar vakillarining digqat
markazida bo'lib, innovatsion yechimlarni izlash jarayonini rag‘batlantiradi
hamda ularni amaliyotga tatbiq etish marketing hodisalarini ilmiy-nazariy
jihatdan chuqurroq tavsiflash va tushuntirish imkonini kengaytiradi.

2. Neyromarketing ma'lum ma’noda marketing sohasida “buzg‘unchi”
(disruptiv) innovatsiya sifatida qaralib, ko‘plab an’anaviy yondashuv va
tadqiqot usullaridan tubdan farq giluvchi yangi ilmiy-amaliy yo‘nalishni
ifodalaydi. Neyromarketingning asosiy g'oyasi shundan iboratki, inson
miyasining ishlash mexanizmlari hagidagi ishonchli bilimlar marketing
rag'batlari bilan iste'molchilarning bozordagi xatti-harakatlarini bog'lab
turuvchi klassik bixevioristik modeldagi “qora quti”ni ochish imkonini beradi.
Avval marketing asosan iste’'molchi xulg-atvorining tashqgi namoyonlariga
tayanib, rag‘batlarning o‘zgarishini xatti-harakatlardagi o‘zgarishlar bilan
bevosita bog'lashga majbur bo‘lgan va eng yaxshi holatda ichki jarayonlarni
bilvosita usullar orqali qayta tiklagan bo‘lsa, neyrokognitiv va neyroaffektiv
jarayonlarni o‘rganish usullarining rivojlanishi natijasida iste’'molchilarning
afzalliklari va qarorlari asosida yotgan mexanizmlarni ancha batafsil va
asosli tavsiflash imkoniyati yuzaga keldi.

3. Nazariy jihatdan, iste’'molchi miyasining faoliyati to'g'risidagi
ishonchli bilimlar marketing fanining rivoji uchun keng istigbollarni ochib
beradi. Ular tabiiy fanlar mezonlari va standartlariga yaginlashgan holda
iste'molchi xulg-atvorining yanada chuqur va aniqlashtirilgan nazariy
modellarini yaratish, yangi marketing strategiyalarini ishlab chigish,
marketing vositalari samaradorligini sezilarli darajada oshirish hamda
marketing faoliyatini tashkil etishga oid yondashuvlarni gayta ko'rib chigish
imkonini berishi mumkin. Shu bilan birga, ushbu gipotetik imkoniyatlar
gisqa muddatda to'lig amalga oshiriladi yoki neyromarketing marketing
faoliyatining an’anaviy shakllari va mavjud nazariyalarni to'lig almashtiradi,
deb hisoblash ilmiy jihatdan asosli emas. Dissertatsiya doirasida amalga
oshirilgan tahlillar neyromarketingning ilmiy va amaliy salohiyatini yanada
real va muvozanatli baholash zarurligini ko‘rsatadi.

4 Neyromarketingning marketing strategiyalari va vositalarini ishlab
chigishda innovatsion yondashuv sifatidagi imkoniyatlarini, shuningdek
iste'molchi xulg-atvori hagida ishonchli bilimlar beruvchi ilmiy yo‘nalish
sifatidagi salohiyatini cheklab turgan bir gator omillarni ajratib ko‘rsatish
mumkin. Birinchidan, neyrofanlar usullaridan foydalangan holda
iste’'molchilar hagidagi sifatli va ishonchli bilimlar hajmining ortishi
eksperimental tadqiqotlarning yuqori uslubiy va tashkiliy murakkabligi,
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ularning sezilarli moliyaviy xarajatlarni talab gilishi, shuningdek rivojlangan
mamlakatlarda inson ishtirokidagi empirik tadqiqotlarni o‘tkazishga doir
huqugiy va axlogiy cheklovlar bilan sezilarli darajada chegaralanmoqda.

5. Ikkinchidan, neyromarketingning nisbatan yangi ilmiy yo‘nalish
ekanligi va uning “paradigma shakllanishidan oldingi” holati mutaxassislar
o‘rtasida yetarli darajada nazariy va metodologik kelishuvning mavjud
emasligiga olib kelmogda. Amaliy jihatdan bu neyromarketing faoliyati
uchun yagona va umumgqabul qilingan uslubiy instrumentariyning
shakllanmaganini anglatadi. Hozirgi vaqtda neyromarketing metodikasi
marketingning alohida yo‘nalishlari va konkret vazifalariga bag‘ishlangan
fragmentar tadgiqotlar asosida rivojlanmoqda. Holbuki, neyromarketing
vositalarini samarali shakllantirish va ularni marketing amaliyotiga keng
joriy etish uchun butun marketing majmuasini gamrab oluvchi yaxlit va
tizimli uslubiy yondashuv zarur hisoblanadi.

6. Uchinchidan, neyromarketing bir-biridan sezilarli darajada farq
giladigan kompetensiyalar to‘plami va marketing jarayonini tashkil etishni
nazarda tutadi: tadgiqgotlarni tashkil etish va o‘tkazishdan tortib, ular
asosida marketing vositalarini ishlab chigish va ularning samaradorligini
baholashgacha. Kompaniyalar menejmenti hozircha neyromarketing
modeliga o'tishga ehtiyotkorlik bilan yondashmoqda, unda marketing
jarayonining har bir elementi neyromarketing bilimlariga tayangan holda
shakllantiriladi. Neyromarketing vositalaridan foydalanish bo‘yicha amaliy
misollarning yetarli emasligi kompaniyalar tomonidan yuqori xavf sifatida
baholanadi. Bundan tashqgari, neyromarketing modeliga o'tish
kompaniyaning marketing bo‘limini gisman gayta tashkil etish va yangi
xodimlarni izlashni talab gqiladi, bu ham biznes egalarini qo'rgitadi.
Neyromarketing tadqiqotlarining yetarlicha yuqori narxini hisobga olgan
holda, ikkinchisi ko‘pincha odatiy va tushunarli usullar va yondashuvlarga
tayanishni afzal ko'radi.

7. To'rtinchidan, tijorat kompaniyalari tomonidan amalga oshiriladigan
amaliy tadgqiqotlar va uslubiy ishlanmalarining sezilarli gismi yopiq
xarakterga ega bo'lib, tashqi ekspertiza va audit uchun ochiq emas.
Neyromarketing sohasida faoliyat yurituvchi kompaniyalar, qoida tariqasida,
0z tadgiqot dizayni va natijalarni gqayta ishlash bo‘yicha ishlab chigilgan
noyob usullarini saqlab qolishga intiladilar. Mazkur holat amaliyotchilar
hamda akademik hamjamiyat tomonidan olingan natijalarga bo‘lgan
ishonch  darajasini  pasaytiradi, shuningdek, ularni ishonchlilik,
takrorlanuvchanlik va shaffoflikning zamonaviy ilmiy standartlariga mos
keladigan bilimlar tizimiga integratsiyalash imkoniyatlarini cheklaydi. Ushbu
muammo neyromarketingga ixtisoslashgan akademik institutlar va tijorat
tuzilmalari o‘rtasida bargaror hamkorlik va sheriklik mexanizmlarining
yetarli darajada shakllanmaganligi bilan yanada kuchaymoqda.

8. Beshinchidan, neyromarketingning marketing vazifalarini hal
etishdagi yangi yondashuv sifatidagi prinsipial cheklovlari mavjud bo'lib,
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ular ushbu yondashuv yordamida javob berish mumkin bo‘lgan savollarning
mazmuni  bilan  belgilanadi. Aniqroq aytganda, neyromarketing
iste’'molchilarning marketing rag‘batlariga nisbatan yashirin va avtomatik
reaksiyalarini aniglash uchun muhim yangi imkoniyatlarni taqdim etsa-da,
iste’'molchining real bozordagi xatti-harakatlarini yoki uning mustagqil qaror
gabul qilish omili sifatidagi ochiq fikrlari va ongli munosabatlarini bevosita
gayd etish imkonini bermaydi. Shu bois, neyromarketingni marketing
faoliyatining boshqga elementlari va tadgigot usullarini to'ldiruvchi,
kompleks tizimning tarkibiy gismi sifatida ko'rib chigish maqgsadga
muvofiqdir.

9. Mazkur cheklovlarga garamay, hozirgi kunda neyromarketing bir
gator ilmiy va amaliy muammolarni hal etishda o'zining amaliy giymatini
isbotlagan hamda keyingi rivojlanish uchun sezilarli salohiyatga ega
yo'nalish sifatida baholanishi mumkin.

10.Birinchidan, neyromarketingni, avvalo, marketing tadqiqotlari
kontekstida ko'rib chigish zarur. Uning asosiy tadqiqot salohiyati marketing
stimullariga nisbatan yuzaga keladigan yashirin kognitiv va affektiv
reaksiyalarni aniglash bilan bog'liqdir. Mazkur muammolarni hal etishda
neyromarketing mustaqil va yetakchi tadgigot usuli sifatida namoyon
bo'lishi mumkin, chunki u an’anaviy metodlar yordamida aniglash giyin yoki
imkonsiz bo‘lgan jihatlarni ochib beradi. Shu bilan birga, neyromarketing
tadqgiqotlari iste’'molchilarning munosabatlari va afzalliklarini, ularning
fikrlari va niyatlarini, shuningdek kelajakdagi xatti-harakatlarini belgilovchi
garor qabul qilish jarayonlarini chuqurroq tahlil qilishda an’anaviy
usullarning ishonchliligi va aniqgligini oshirishga xizmat giladi. Biroq
neyromarketingni klassik marketing tadqiqot usullarining to'lig o'rnini
bosuvchi yondashuv sifatida emas, balki ularni to‘ldiruvchi vosita sifatida

garash lozim.
11.1kkinchidan, mavjud ilmiy adabiyotlar tahlili va o‘tkazilgan amaliy
tadqiqotlar natijalari shuni ko'rsatadiki, hozirgi bosgichda

neyromarketingning asosiy qgiymati  marketing-miksning  alohida
elementlarini  o‘rganish va individual marketing vositalarining
samaradorligini  oshirish  bilan  bog'liqdir.  Aynigsa, = marketing
kommunikatsiyalari va targ'ibot vositalarini tahlil gilishda
neyromarketingning hissasi eng ishonchli va keng miqgyosda tasdiglangan
hisoblanadi. Bu holat neyromarketing tadqiqotlarida qo'‘llaniladigan usullar
majmuasining (ay-tracking, EEG, teri elektr o‘tkazuvchanligini o‘lchash,
hissiyotlarni aniglash, fMRT va boshqalar) marketing stimullariga bo‘lgan
kognitiv va affektiv reaksiyalarni yuqori aniglik va vaqt rezolyutsiyasi bilan
gayd etish imkoniyati bilan izohlanadi. Ushbu ma’lumotlar e'tibor darajasi,
eslab qolish, hissiy reaksiyaning turi va intensivligi, qizigish kabi
ko'rsatkichlarni o‘lchashga imkon berib, nafagat iste’'molchi idrokining
an’anaviy usullar bilan aniglab bo‘lmaydigan gonuniyatlarini ochib beradi,
balki marketing rag‘batlarini ishlab chigish va optimallashtirish bo'yicha
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aniq amaliy tavsiyalarni shakllantirishga xizmat qiladi.

12.Uchinchidan, marketing-miksning boshga elementlarini tadqiq
etishda neyromarketing salohiyati hozircha nisbatan kamroq darajada
ro'yobga chiqgarilgan bo‘lsa-da, ushbu yo‘nalishda uning potensial giymatini
tasdiglovchi ishonchli dalillar mavjud. Xususan, neyromarketing mahsulotni
ishlab chigish jarayonida iste’'molchi tajribasini bevosita o'lchash,
mahsulotning subyektiv iste'mol giymatini belgilovchi kontekstual va
mazmuniy omillarni aniglash, dizayn va qadoqglashning idrok etilishini
baholash imkonini beradi. Narx siyosati doirasida esa narxning subyektiv
idrok etilishi, kutilayotgan foydalilik va vaqtinchalik diskontlash jarayonlarini
miqdoriy baholash imkoniyatlarini yaratadi. Savdo kanallarini tashkil
etishda esa savdo muhitining kontekstual omillarining iste’'molchining
hissiy holati va xatti-harakatlariga ta'sirini aniglashda qo‘llanilishi mumkin.
Bundan tashqari, neyromarketing xizmat ko‘rsatish sohasida ishonch
munosabatlarini shakllantirish, ijtimoiy va guruhiy farglarni idrok etish bilan
bog'lig omillarni o‘rganish uchun ham muhim imkoniyatlarga ega.

13.To'rtinchidan, hozirgi bosgichda neyromarketing asosan alohida
marketing vositalarini o‘rganish bilan bog'liq bo‘lsa-da, empirik ma’lumotlar
bazasining kengayishi va metodik yondashuvlarning takomillashuvi
kelgusida butun marketing-miksni kompleks baholash hamda uning
iste'molchilar munosabatlari va xatti-harakatlariga integrallashgan ta’sirini
aniglash imkonini beradi. Shu bilan birga, neyromarketing marketing
strategiyalarining samaradorligini oshirish salohiyatiga ega ekanligini
ko‘rsatadigan asoslar mavjud. Bu, avvalo, neyrosegmentatsiya — turli
mahsulot toifalari yoki marketing-miks elementlariga nisbatan kognitiv va
affektiv reaksiyalar turi bo'yicha farglanadigan iste’'molchilar guruhlarini
aniglash orqali amalga oshiriladi. Bunday segmentlash yondashuvi
an'anaviy ijtimoiy-demografik yoki psixografik usullarga nisbatan anigroq
va amaliy jihatdan gimmatlirog bo‘lishi, yoki kamida ularning sifatini
sezilarli darajada oshirishi mumkin, degan xulosaga kelish uchun yetarli
asoslar mavjud.

14.Neyromarketing tadgiqotlarini tashqi yetkazib beruvchilarni jalb
gilgan holda test rejimida o‘tkazish kompaniyalarga keng ko‘lamli tashkiliy
o‘zgarishlarsiz ularning amalga oshirilishi va potensial giymatini baholash
imkonini beradi. Autsorsingdan kengroq foydalanish kompaniyalar uchun
neyromarketing tadqiqotlari narxini ham pasaytirishi mumkin.

15. Marketing bo'limlari xodimlari uchun maxsus o‘quv dasturlarini,
xususan ochiq onlayn kurslar formatida ishlab chigish kompaniyalarning
neyromarketing  sohasidagi  xabardorligini  oshirish,  shuningdek
neyromarketing tadgiqotlarini rejalashtirish, o‘tkazish va ularning
natijalaridan amaliy faoliyatda samarali foydalanish bo‘yicha kasbiy
kompetensiyalarni shakllantirishga xizmat qiladi. Kadrlar yetishmovchiligi
muammosini yumshatish magsadida marketing bo‘limlari xodimlarining
ixtisoslashgan neyromarketing kompaniyalarida amaliyot o‘tashini tashkil
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etish mexanizmlaridan foydalanish ham maqgsadga muvofiq hisoblanadi.

16.Neyromarketing sohasidagi tijorat loyihalarining ochigligi va
shaffofligini oshirish go‘llanilayotgan metodlar hamda olingan natijalarga
bo‘lgan ishonchni mustahkamlash, uslubiy ta’'minot sifatini yaxshilash va
professional muhitda neyromarketingning obro*e'tiborini oshirish uchun
muhim shart hisoblanadi. Neyromarketing metodologiyasida hali yetarli
darajada universal va barqaror usullar shakllanmaganini inobatga olgan
holda, axborotning ochigligi va shaffofligi oshishi “nol yig‘indi” emas, balki
barcha tomonlar uchun foydali jarayon ekanligini ta'kidlash lozim. Chunki
bu usullarning sifatini, validligi va ishonchliligini oshirish, shuningdek ularni
akademik ekspertizadan o'tkazish imkonini beradi va natijada
neyromarketing tadgiqotlari bozorining barcha ishtirokchilari bundan
manfaatdor bo'ladi.

17.Akademik  muassasalar bilan  hamkorlik  neyromarketing
tadqgiqotlarida  qgo'llaniladigan  usullar va  metodikalarning ilmiy
asoslanganligi hamda ishonchliligini oshirish, marketing vositalari va
strategiyalarini ishlab chigishda neyromarketing yondashuvlarini nazariy
jihatdan  mustahkamlash, shuningdek empirik bilimlar  bazasini
kengaytirishning zaruriy sharti hisoblanadi. Bunday hamkorliksiz na ilmiy
taraqqiyot, na amaliy rivojlanish bargaror bo'lishi mumkin.

18. Neyromarketing yuqori ilmiy va amaliy salohiyatga ega bo'lib, bozor
munosabatlarining bevosita ishtirokchilari tomonidan tobora kengroq tan
olinmoqda. Ushbu salohiyatni samarali ro'yobga chigarish bir tomondan
yangi ilmiy yo'nalishning tabiiy evolyutsiyasi, ya'ni bilimlar va empirik
natijalarning bosqgichma-bosqich to‘planishi bilan bog‘liq bo‘lsa, ikkinchi
tomondan turli fan sohalari — neyrologiya, marketing, igtisodiyot, xulg-atvor
psixologiyasi — vakillarining o'zaro hamkorlikka tayyorligi bilan belgilanadi.
Shuningdek, akademik sektor, tijorat sektori va zarur hollarda yuqori
texnologik baza hamda malakali kadrlar salohiyatiga ega sog'ligni saglash
tizimi o'rtasidagi tarmoglararo hamkorlik neyromarketing rivojlanishining
muhim omili hisoblanadi. Bu jarayonda neyromarketingning akademik
maqgomi ko'p jihatdan uning yangi bilim va metodlarni bozorlar hamda
iste’'molchi xulg-atvorini o'rganishga yo'naltirilgan ilmiy fanlar paradigmalari
va mantigiga ganchalik muvaffaqgiyatli integratsiya qila olishiga bog'liq
bo'ladi.

19.2030 yilgacha bo‘lgan prognoz giymatlari tahlili shuni ko‘rsatadiki,
tikuv-trikotaj mahsulotlari eksporti hajmi o‘rta muddatli istigbolda
barqarorlashuv bosgichiga o‘tmoqda. Hisob-kitoblarga ko‘ra, 2025 yilda
eksport hajmi qgariyb 1,70 mird AQSH dollarini tashkil etib, keyingi yillarda
o'sish sur'atlari sekinlashgan holda 2030 yilga kelib taxminan 1,64 mird
AQSH dollari atrofida shakllanishi kutilmogda. Mazkur holat eksport
hajmining keskin pasayishini emas, balki oldingi yillardagi jadal o'sishdan
so’'ng bozorning muayyan darajada to'yinishi va barqarorlashuv jarayoniga
o'tishini ifodalaydi.Prognoz natijalarida ishonch oralig'ining yildan-yilga
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kengayib borishi uzoq muddatli istigbolda noaniglik darajasi ortishini
ko'rsatadi. Bu holat global moda bozoridagi beqarorlik, talabning tez
o‘zgaruvchanligi, texnologik yangilanishlar va iste’'molchilarning xulg-
atvoridagi o‘zgarishlar bilan izohlanadi. Aynigsa, iste’'molchilarning
mahsulot tanlashda emotsional va vizual omillarga tobora ko‘proq e'tibor
garatishi an’anaviy eksport strategiyalarining samaradorligini cheklab
go‘ymoqda. Shu sababli prognoz ko'rsatkichlarini real igtisodiy natijalarga
aylantirish uchun modalar bozorida neyromarketing metodologiyasini keng
joriy etish zarurati yuzaga kelmogda.Neyromarketing yondashuvlari eksport
prognozlarida aniglangan bargarorlashuv tendensiyasini sifat jihatdan
yangi bosgichga olib chigishga xizmat qiladi. Xususan, iste’'molchilarning
rang, dizayn, brend imiji va kommunikatsiya uslublariga bo‘lgan ong osti
reaksiyalarini tahlil qgilish orqali mahsulotlarni xalqaro bozorlarda yanada
anigroq pozitsiyalash mumkin. Bu esa qo‘shimcha qiymat yaratish,
mahsulot differensiasiyasini kuchaytirish va eksport tarkibida yuqori
daromadli segmentlar ulushini oshirish imkonini beradi.Shunday qilib, 2030
yilgacha tuzilgan prognoz giymatlari modalar bozorida migdoriy o'sish bilan
bir gatorda sifat jihatidan yangilanish zarurligini ko‘rsatadi. Neyromarketing
metodologiyasini tizimli ravishda joriy etish eksport salohiyatini barqgaror
oshirish, milliy brendlarning xalgaro bozordagi raqobatbardoshligini
mustahkamlash va uzoq muddatli igtisodiy barqgarorlikni ta'minlash uchun
muhim ilmiy-amaliy asos bo'lib xizmat qiladi.
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AKTyanbHOCTb UM BOCTpPe60BaHHOCTb TeMbl AUccepTauuu.
bpeHgouHroBaa cTpaTernss CTaHOBUTCA KJIHOYEBbIM HarpaBfieHUEM
pasBUTUS MUPOBOro pbiHKa MoAbl. ONns AOCTUXEHUA KOHKYPEHTHOro
npenMyLiecTBa B rnobanbHOM KOHKYPEHUMU NPeanpusaTna B KavecTBe
cTpaTermyeckoro noaxoda Bbl6UpatoT co3faHue U NpoABUXKEHMUE
6peHga. B 2024-2030 roabl oxXxupaeTca pPOCT rfobanbHOro pbiHKA
oAexnabl B cpegHeM Ha 2,8% B rog, npu aToM nporHosmpyetcs, 4to 95%
9TOro pblHKa 6yaeT cocTaBnsATb MNPOAYKUMA  KaTeropum MacCoBOrO
noTpebneHus, a He ntokc. CornacHo uccnepoBaHUsM, rnobanbHas
CTOMMOCTb MHAYCTpun mopbl B 2024 rogy pocturna 1,9 TpunnuoHa
ponnapos CLUA, 4yto ykasbiBaeT Ha TO, 4TO 95% nokynaTteneu
NPUHUMAIOT peLleHns, OCHOBbIBAsACb Ha 3MOLMOHANIbHOM MOTMBALUMW.
O9TO onpegensetr akTyaslbHOCTb  BOMPOCOB  COBEPLUEHCTBOBAHMUS
MeTOZO0JI0rMK UCMOJIb30BaHUA HEMPOMapPKETUHIa Ha pbiHKe MOAbl.

Ncnonb3oBaHMe HeMpPOMapKETUHIOBbIX MOAXO0A0B B MWPOBOM
WHAYCTPUN MOAbl CTAaHOBUTCA BaXHbIM ¢GakKTOpoM obecnedeHus
KOHKYPEHTHOro npeumyuiecTsa Ana 6peHAoB. Beaywune komnaHum no
NPON3BOACTBY OfeXAbl cocpefoTayMBalOTCA He TOJIbKO Ha Au3alnHe u
KayecTBe npoaykuuMm, HO M Ha GOPMUPOBAHMM  MO3UTUBHOWM
9MOUMOHaNIbHON CBA3SKM C 6peHAOM B CO3HaHuM noTpebutenen. C
MOMOLLbIO HEeMpoOMapKEeTUHIOBbIX TeXHONOormm n3yyaroTcs
SMOLMOHaNbHble peakunu, LeHTpbl BHUMAHUA U MeXaHU3Mbl MPUHATUSA
peLleHn nokynaTenen, a Takxe BbIBAAKOTCA GaKTopbl, BAMAOLWME Ha
MX nokynaTtesibCckoe noBefeHune. CerofHsA, Yy4aCTHUKW pbiHKa MOfAbl
NOMWUMO TMPOABUXXEHUA KOHLenuun ycToOMYMBOM MOfAbl, CTPEMATCA
NOBbICUTb  COLMASIbHYIO OTBETCTBEHHOCTb nyTem co3paHus
9KONOrMYECKN YNCTbIX 6peHaoB (9KO-6peHANHra), NepepadboTKM oaexXabl
N pasBUTUA CerMeHTa «CeKOHJ XaHA». MeTogbl HeMpoMapKeTuHra
3aHMMaKOT LeHTpasibHOe MeCTO B 3TUX Mpoueccax, U Mo3BONAKOT
aHanusupoBsaTb MCUXOI0rMYecKoe BO3AENCTBMNE peKaMbl, LiBETa, 3BYKa
W p[usaiiHa, Habngas 3a aKTUMBHOCTbKO Mo3ra noTtpeoutens. B
4aCTHOCTK, MCMNOSIb30OBaHWE  HENpPOMNCUXOSIOTMYEecKMX TeCcToB B
peKiaMHbIX BUAEOPOIMKAX BPEHAOB oAeXAbl U MOAbl, UHTepdencax Be6
-CaTOB U 3N1eEMEHTax naeHTudmnkatopa 6peHaa 3HaunTeNbHO NOBbILWAeT
nx apPeKTUBHOCTb. B cBA3M C aTUM, Ana 6peHAoB MOAbl aKTyasbHbIM
CTAHOBUTCA paspaboTKa KOMMYHMKALMOHHbIX CTpaTerMm, KoTopble
OCHOBaHbl Ha rNyboKoM BO3L4ENCTBMM HA CO3HAHNE U AMOLINKN KITMEHTOB
N HanpaBneHbl Ha GOpMUPOBaHME [OTOCPOYHOM NTIOSASIBHOCTH.

Ncnonb3oBaHMe HeMpoMapKeTUHroBbIX MOAXOL40B B npouecce
MNOBbILLEHNA KOHKYPEHTOCMNOCOOHOCTU WHAYCTPUM oAexAbl M MOoAbl
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Y36ekuctaHa npuMobpeTaeT BCce 60Jbllee 3HaYeHue. B nocnegHue roabl
dhopMMpoBaHne B CTpaHe MECTHbIX MOAHbIX KOMMNaHUN C YCTONYUBbIMMU
OpeHp cTpaTternsiMu, CrnocobHbIX ycnewHo (QYHKUMOHMPOBATb Ha
rnobanbHbIX pbIHKAX, CTano OAHUM M3 MPUOPUTETOB rOCYAaPCTBEHHOM
NOMNTUKKU. B 9TOM npouecce Ba)XXHO He TOJIbKO COBEPLUEHCTBOBATb
KayecTBO M Au3alH npoAaykuun, HO U @GopMUpoBaTb MNO3UTUBHbLIN
SMOUMOHaNbHbIN 06pa3 6peHAa B CO3HAHUM MNOTPebUTens, a Takxke
NPOBOANTb FNy6OKMI aHann3 ncuxosornyeckmnx GakTopos, BAMSIOWMX Ha
pelweHne KNMeHTa O nokynke. B cootBeTcTBUM C YKa3oM [lpe3npeHTa
Pecny6nuku YaoekuctaH N2 YI-60 ot 28 auBaps 2022 roaa «O cTtparerumn
passutnsa Hooro YszbekuncraHa Ha 2022-2026 rofbi» NOCTaBEHDI
3afaun: «YBennyeHme obbema NpovM3BOACTBa NPOAYKUUM TEKCTUIbHOM
NPOMBILWMIEHHOCTM B [Ba pasa, pasBUTME HauMOHaNbHbIX OPEHAOB U
NOBbIWEHNE 3KCNopTa roTOBOW MNpPoOAyKUMW, B TOM 4YUCNe [oBefeHue
ob6bemMa 3KCNopTa roToBOM NPOAyKUMM Mo OTEYECTBEHHbIMU BGpeHAamMu
Ao 5 munnuapgos gonnapos CLUA k 2026 rogy». Peannsauns ykasaHHbIX
3afad TpebyeT NpPoBeAEHUS HAy4YHbIX UCCNeAOBaHUN, HanpaBiiEHHbIX Ha
COBEpPLUEHCTBOBaHME METOAO0JIOMMU UCMNONb30BaHUA HeMpoMapKeTuHra
Ha pbIHKe MOAbl.

JlaHHoe pguccepTauuMoOHHOe WUccrefoBaHWe B onpefesieHHOMU
CTEeNeHW CHAyXUT peanumsaumm 3ajay, MNoCTaBNeHHbIXx B YkKasax
MNpe3naeHTa Pecnybnukn Ysbekuctan N2YI1-158 ot 11 ceHTsabpa 2023
roga «O ctpaterum “Y3oekmuctaH — 2030», N2YI1-60 oT 28 sHBapsa 2022
ropa «0 cTpaternun passutus HoBoro Y36ekncrtaHa Ha 2022-2026 roapi»,
N2 YTI-155 ot 2 ceHTa6pa 2023 roga «O AONOMHUTENbHBIX Mepax Mo
buHaHcoBOM NoAAepIKKE TEKCTUIbHON NMpoMblLeHHOCTM», N2YTT-2 oT 10
aHBapa 2023 roga «O Mepax nNo nopnep)xke OeATesIbHOCTU XJI0MKOBO-
TEKCTUNIbHbIX KJ1aCTepPOB, KOPEHHOMY pedOpMUPOBaHNIO TEKCTUIBHON U
LUBEMHO-TPUKOTAXXHOW MPOMbDILLIEHHOCTH, a TaKxXe JalibHenwemy
NOBbILEHUIO 3KCMOPTHOro noteHuuana cdepbl», N2YI-53 ot 21 aHBaps
2022 ropa «O Mepax NoO CTUMYNMPOBAHWUIO TNyOOKOM nepepaboTKy,
NpoM3BOACTBA M 3KCNOPTa rOTOBOM NPOAYKLUN C BbICOKOW f06aBNeHHOM
CTOMMOCTbIO TEKCTUIbHbIMU 7 LLIBENHO-TPUKOTaXHbIMNY, B
NocTaHoBneHun lMNpesunaeHTta Pecnybnukun YsbekmuctaH NOM-4186 ot 12
deBpansa 2019 roga «O Mepax No ganbHenwemy yrnyoneHnto pebopm u
pacLUMPEHUIO 3KCMOPTHOro noTeHumana TEKCTUIbHON U  LIBENHO-
TPUKOTAXHOM  MPOMBbILWIEHHOCTU», B [locTaHoBNeHuAX KabuHeTta
MuHucTtpoB Pecnybnukn Ysbekuctan N2556 ot 30 ceHTaopsa 2022 roaa
“O Mepax No panbHenweMy paclMpPEHUt0 NPOM3BOACTBaA MpoAyKLUuMK
rny6oKon nepepaboTKn U roToBOM NPOAYKLMWN C BbICOKOW f06aBNEeHHOM
CTOMMOCTbIO Ha TEKCTUJIbHbIX U LUBENHO-TPUKOTAXKHbIX NPeanpuaTusax a
TakXXe (pMHaHCcOoBOM Noanepxke ux akcnopta’, No747 ot 10 aekabps 2021
rogpa «O Mepax Mo JganbHenwemy paclUMPEHUd [eATEeNbHOCTU
XJIONKOBOr0O W TEKCTUNbHOrO KNacTepoB» W APYrMX HOPMaTUBHO-
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NnpaBOBbIX aKTax.
CooTBeTCTBME MUCCNefOBaHUA NMPUOPUTETHbIM HarpaBJIeHUAM

pasBUTUSA HayKU U TEXHONOrMi pecnybnuku. [ucceptaumoHHas paboTa
BbIMOJIHEHA B COOTBETCTBUM C MPUOPUTETHBLIM HarnpaBfieHMeM pa3BUTUSA
HayKM W TexHonoruin pecnybnukn |.  «[JyxoBHO-HpPaBCTBEHHOE W
KyNIbTYypHOE pasBUTME [EeMOKPATMYECKOro U MNpaBOBOro OO6LECTBA,
hopMmpoBaHne NHHOBALIMOHHOW 3KOHOMUKM».

CteneHb U3y4eHHOCTU Npobnembl. [Npouecc cos3faHns 6peHaa Ha
NpeanpuATUAX  TEKCTU/IbHOW,  LUBEWHO-TPUKOTaAXXHOW U MOJHOM
NHAYCTPUN K ero 3PdeKTUBHOE YyrpaBlieHMe SABAAKOTCA OAHON U3
Hanbonee WNPOKO WU3y4yaeMblXx ob6nacten B MUPOBOM  HayyHOM
nuTepatype C HayyHO-TEOpPEeTUYEeCKOM U Hay4YHO-MeTOoAO0JSIOrMYecKou
TOYeK 3peHus. B aTon cBA3K, B YaCTHOCTM, BO MHOIMMX Hay4HbIX paboTax
3apyb6eXKHbIX Yy4eHbIX-MapKeTosoroB MNOAPOGHO MNpoaHanM3npoBaHbl
dakTopbl HGOPMUPOBAHUA KOHLEMUUU MOAbl U BpeHaa, UX BIUSIHUE Ha
noBegeHMe noTpebuTenen M npouecc MPUHATUA PeELLUEeHUMI, a TakxkKe
MeXaHW3Mbl YCMELHOro Mno3NLMOHNUPOBAHMSA MoAbl U 6peHAoOB Ha
MeXAyHapoAHOM pbiHKe. B nx uccnenoBaHUsX ynpaBfieHMe MOAon U
O6peHAOM paccMaTpMBaeTCA Kak HeOTbeM/IEMas 4YaCcTb CTpaTermyeckoro
MapKeTuHra, rnyboko OCBeLLatoTCA HayYHO-MEeTOA0I0rMYeckne OCHOBDI
Kanutana, uMmg»Ka W WAEHTUYHOCTM 6peHaa B  0bGecrneyeHuu
YCTOMYMBOIrO KOHKYPEHTHOro MpenmyLlecTBa TEKCTUIIbHOM U MOLHOW
NHOYCTPUU. B 3TOM KOHTEKCTe 3ac/ny>XmBaloT BHMMaHUWEe Hay4yHble
paboTbl TakMx yyeHblx, Kak K.J1. Kennep, ®. KoTtnep, Mpag M., Mapk X,
Jlum P. E., bnasu C., bpurato J1., Ceguta C.P, Moragxwu 3., Ban X., IOHr C,,
UHb Y. 1 ,u,pyrme23. B nccnenoBaHusix aTUX yYeHbIX fanbHeEro 3apybexbs
n3yyanucb Teopus, NMpakKTMKa M MeToAOoSIorna co3gaHus 6peHAoB Ha
npeanpuaTnax, noaxoAbl K OpPeHAMPOBAHMIO TOBApPHbIX 3HAKOB,
dopmMupoBaHme ”n MNpUYMHOXEHMEe OpeHAOBOro KanuTana, HayyHo-
TeopeTuyeckne UHTepnpeTaunn, MeToAosIornyeckne noaxogbl K
MOBbIWEHNIO MpUBMEKATENbHOCTM MOAbl M 6peHAa B CO3HaHWUK
notpeéutenen.

B crtpaHax CopgpyxectBa HesaBuCMMbIX [OCypapCTB Hay4Hble

%% Keller K. L., Kotler P. Branding in B2B firms //Handbook of business-to-business marketing. —
Edward Elgar Publishing, 2022. — C. 205-224.; Keller K.L. (2003). Strategic Brand Management: Building,
Measuring, and Managing Brand Equity. PHI. 2nd ed. New Delhi; Mrad M. et al. Brand addiction in the
contexts of luxury and fast- fashion brands //Journal of Retailing and Consumer Services. — 2020. - T.
55. —= C. 102089.; Park H., Lim R. E. Fashion and the metaverse: Clarifying the domain and establishing a
research agenda //Journal of Retailing and Consumer Services. — 2023. — T. 74. — C. 103413; Blasi S.,
Brigato L., Sedita S. R. Eco-friendliness and fashion perceptual attributes of fashion brands: An analysis
of consumers’ perceptions based on twitter data mining //Journal of Cleaner Production. — 2020. — T.
244, - C. 118701.; Mogaji E. Brand management. — Springer International Publishing, 2021.; Wei X., Jung
S. Benefit appeals and perceived corporate hypocrisy: implications for the CSR performance of fast
fashion brands //Journal of Product & Brand Management. — 2022. = T. 31. — N2. 2. - C. 206-217.; Yin Z.
How Fast-Fashion Brands Went Viral—Taking Zara as an Example //2022 2nd International Conference
on Enterprise Management and Economic Development (ICEMED 2022). — Atlantis Press, 2022. - C. 538
-542.
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nccnefoBaHusa B 3ToM ob6aacTyv NPpOBOAMAM Takme yyeHble, Kak barves
A, Tapacesuny B.M. AHTOWwKkuH C.N., OnbmesoBa H.A. [nynko-
®epopuyeBa C.C., MupakaH A.l', XBopoctaHasa A.C., KaiomoBa P.®.,
MwuHbszeBa A.A., HesonsHu [O.M. ToppeeBa B.B., bo6bpoea H.M.,
Cap)knHckas M.A**, WX uccnemoBaHUs  MOCBSLLEHbI BOMpocam
dopmupoBaHna mMoabl WU 6peHAa NOTPebUTENbCKUX  TOBApOB,
9bhEeKTMBHONO MNpoABMXKEHUA MOAbl M OpeHAa Ha MeXAyHapOoAHbIX
PblHKax, 06ecrneyeHnss KOHKYPEHTHbIX MPenMyLLECTB MOAbl U OPeHAOoB
MECTHOM 0AeXAbl B rN06aNbHON KOHKYPEHLUN.

Cpean  yyeHbix  3KOHOMUCTOB  Y36ekuctaHa A.C.Conwues,
H.K.I7Iyn,qomeB, M.AVkpamos, A.lLl.bekmypogos, M.P.bonTabaes,
A A QattaxoB, LK. 9prawxomxaesa, M.C.Kocumora, A.H.Camapnos,
N.C.XoTamoB, C.A.OwmaTtoB, 3.A.XakummoBs, 3ydaposa H.I'., lOnpawes
X.A., Opunosa C.C., Ok6oeB A.P. ° 1 apyrvie NnpoBoAMnv UCCnefoBaHWS
NoO  CO34aHMIO  HaAYYHO-METOAOJSIOTMYECKUX  OCHOB  MAapKEeTWUHra,
WHAYCTPMM MOAblI U TEOPUIN CO3[aHUA OGpeHAoB. XOoTA mMccnefoBaHUs
YNOMSIHYTbIX Y4Y€HbIX HanpaB/ilieHbl B OCHOBHOM Ha MpoLeCcCbl CO34aHunA
O6peHnoB WM MOAbl, pPa3paboTKy MEeTOAOB W  MHCTPYMEHTOB WX
9hhEKTMBHONO MO3ULUMOHMPOBAHUA Ha pPblHKE, OAHAKO Npob6neMbl
MOBbILEHUS LEHHOCTM OpPeHAOB LIBENHO-TPUKOTAXHOM MpoAayKuuMK,
npeBpaLleHne X BO BCEMUPHO MpU3HaHHble MeXAyHapoAHble 6peHabl,
a TakK)xe BOrMpOCbl, CBA3aHHblE C PbIHKOM MOAbl U HENPOMAPKETUHIOM,

** T ABarves, B.M. TapaceBu4. MapkeTuHr —Cné.: Mutep, 2012; C.1N. AHTOWKKH YnpaBneHue
6peHAOM MHHOBAUMOHHOW npogykumn. CneumanbHocTb 08.00.05 — 9kKoOHOMMKA M ynpaBneHue
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HeOCTaTOYHO W3y4yeHbl. B yacTHOCTW, nNpaKTUYecKM OTCYTCTBYIOT
Hay4YHble pa3paboTKM MO MPUMEHEHUIO HeMpOMapKeTMHra Ha pblHKe
Mogabl. [103TOMy yrny6neHHOe M3yvyeHue M NpPoBeAeHNe MNPaKTUYECKUX
nccnegoBaHUn MO BONPOcaM NMPUMEHEHUS HEMPOMAPKETMHIa Ha pblHKeE
MOAbl CUYMTaeTcss OAHOW W3 Haubonee aKTyaslbHbIX COBPEMEHHbIX
Hay4YHbIX Npo6neM.

CBA3b TeMbl AUCCEpPTaALMOHHOINO UCCNeAoBaHUA C MNjaHaMu
Hay4yHO-UccnepoBaTeNibCKUX paboT BbiCWEro o06pasoBaTeNibHOro
yupeXxzaeHus, rae BbiNoJIHeHa auccepTauma. [uccepTaunmoHHasa paboTa
BbIMOSIHEHA B paMKax Hay4yHOro MNpoekTa B COOTBETCTBUM C MJIAHOM
Hay4YHO-UCCNeAoBaTeNbCKMX pPaboT TalUKEeHTCKOro rocyaapCTBEHHOro
9KOHOMWYECKOro YHUBEpcuTeTa.

Llenb wuccnepgoBaHusi —  pa3paboTka  MPensioXeHun wu
peKkoMeHAauuni no CoOBEPLIEHCTBOBAHMIO METOAOSIONMN UCMNOJIb30BaHUSA
HeMpPOMapKETMHIra Ha pblIHKe MOApbl.

3ajayu uccnenosaHus:

N3Yy4nTb TEOPETUYECKNE OCHOBbI KOHLEMNUMN HEMPOMapKeTUHra u
NpeanocCbINIKN ee BO3HUKHOBEHMUS;

N3Yy4UTb rEeHe3UC HeWpoMapKeTMHra M ero CBfi3b C HayKamu
MapKeTUHra, HeMpoobUOIOrMM U MCUXONOTNY;

pacKpbITb METOA0/I0rnyecKue acrnekTbl MCNoNb30BaHNA
HeMpoMapKeTMHra Ha pblHKe MoAbl;

nccnegoBatb KOHUENTyaNlbHble MOAENN HeMpOMapKETUHIOBbIX
cTpaTernm B UHAYCTPUN MOAbI N UX NHTErPaLnio;

NPOBECTN 3KOHOMETPUYECKUIN aHann3 (HakTopoB, BAUSIOLWNX Ha
MCNoNb3oBaHNEe HEMPOMAapPKETMHIa Ha pbIHKE MOAHOM oAexabl;

NPOBECTUN aHa/MN3 COCTOSIHUSA Pa3BUTUSA pPbiHKA MOAbl Y36eKNCTaHa;

PacKpbiTb MECTO TEeKCTU/IbHOM MPOMBbILIIEHHOCTM B 3KOHOMMKE
Y36eKuncTaHa;

NPOBECTN COLMOJIONMYECKOEe UCC/leAOoBaHMEe pasBUTUSA pPbiHKA
MoHoOM 06yBu B Y36ekucTtaHe n Typuumu;

BbIABUTb npoo6nembil BHeApeHus HEeMpo-noaAxoa0B B
MapKEeTUHIOBYIO NMPaKTUKY;

COBEpPLUEHCTBOBATb  COBPEMEHHYHO  METOAOJIONUI0  OLEHKMU
MapKeTuHra B UHAYCTPUX MOAbI;

NPeaioXXnTb pPeELIeHUss MeTOAO0JSIONMYECKUX, MNPaAKTUYECKUX U
3TUYECKUX NPO6EM HEMPOMAPKETUHIQ;

COBEpPLUEHCTBOBATb METOAMKY WMHTErpaumm HempoMapKeTuHra B
CUCTEMY MApPKETUHIOBbIX UCCeA0BaHWI NPeanpuUsaTus;

pa3paboTaTb npeanoXXeHuns 7 pPeKoMeHaauum no
COBEPLUEHCTBOBAHMUIO WCMOJIb30BAaHUS HEWPOMApPKETMHra Ha pbiHKe
MoAbl Y3b6eKkuctaHa.

B KauyecTBe o6bekTa nccnenoBaHus BblOPaHbI
HeMpoOMapKeTUHroBasi essTeNIbHOCTb HA MECTHOM PbIHKE MOJAbI.
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MpepMeTOM UccnefoBaHUA BNSETCA COBOKYMHOCTb COLMAsbHbIX
M SKOHOMMYECKMX  OTHOLWIEHWMH, BO3HUKAKOWWMX B  rpouecce
COBEpPLLUEHCTBOBAHNA METOAOJSIONMMKU UCMONb30BaHUS HEMPOMApPKETUHra
Ha pbIHKE MOAbI.

MeToabl uccnefoBaHUA. B npouecce nccnegoBaHums
MCNoJIb30BaHbl METOAbI MHAYKLUNK, AeAyKUMN, CTaTUCTUYECKOro aHannsa,
9KCMNEPTHOM OLEHKK, Onpoca, KOPPeNsiuUMOHHONO M pPEerpecCcUOoHHOro
aHanusa, aHanusa PLS-SEM.

Hay4yHas HoBM3Ha UccnefoBaHUs 3aKIHOYaeTCs B CeayoLeM:

YCOBEPLUEHCTBOBAHO  3KOHOMMYECKOE  COAEp)XaHuWe  MOHATUA
«MCMNOSIb30BaHME HEeNpOMapKeTUHra Ha pblHKE MOAbl» COrMNacHo
MeTOL0JI0rMYEeCcKOMyY Nnoaxoay, C TOYKU 3peHus npouecca GopMmMpoBaHma
MapKeTUHIOBbIX CTpaTerMih Ha OCHOBE W3y4vyeHUss 6ecco3HaTesbHbIX
9MOLMOHAsIbHbIX peaKun, KOrHUTUBHbIX MPOLEeCcCCOB U MeXxaHU3MOoB
NPUHATUS pPeLeHnin noTpebutenaMm B npouecce Bbi6opa M MOKYMNKU
MOZHOM  MNpPOAYKUMW C  MNOMOLWLbKO  HENPOPM3IUONOrMYECKUX U
NCUXOSTIOMNNMYECKNX METOAO0B;

NpeanoXeHbl onTUMalsbHble COOTHOLLEHUSA BeKTopa
p=(0,22,0,24,0,21,0,28) pna  yCUNEHWUS  BJIMSIHUS  UHCTPYMEHTOB
HEMPOMapKETUHra: pekslaMHbIX BUAEOPOJSIMKOB, LBETOBOM aMMbl,
pa3MeLleHnsa NpoayKunn (MepyaHganWsnHra) U BUTPUHHOIO AM3ainiHa Ha
BHMMaHMe noTpebutenen, NocpeacTBOM MX PasfIMYHbIX KOMOMHAUWUR, 3a
cyeT onpefeneHns yYpPOBHA WX WHAUBWAYASIbHOrO BJIMAHWA Ha
KOHKPETHOM pblHKEe MOAbl;

OOOCHOBAHO MNpeasioXXeHne O MNOBblWeHUNn 3PPOEKTUBHOCTU
pekfiaMHbIX MaTepuanoB W YKperysieHuu [OBepua U JIOASIbHOCTU
KTMEHTOB K OpeHAy nyTemM obecrnedyeHnss KONMMYECTBEHHOro npepena
BHeApeHus TexHonorui atpakmHra (0,1<E<0,3), anekTpoaHuedanorpadpum
(0,4<EEG=0,7) u kapTupoBaHus amoumii (0,5sEX<0,8) npu oTcnexumeaHum
NoOBEeAEHUA KIMEHTOB Ha UMPOBbIX NnaTdopmax npeanpuaTun MogHomu
NHOYCTPUMU U BbISIBJIEHUU X TOYEK BHUMAHMUS;

BbISIBJIEHbl Hanbosnee CWJbHble KOpPpPensauunM Mexay CeHCOPHbIM
BOCMNpUATMEM, AOBepueM K 6peHAy M OCHOBHbIMWU MOTPEOUTESIbCKUMMU
nepeMeHHbIMU 3a cYeT 3Ha4YnTenbHoro BosgencTensa Brand Trust n Brand
Loyalty (0.47), a Takxe Purchase Intention (0.36) Ha KOrHUTUBHOE
AOBepue, CEHCOpHOEe BOCMPUATME, a TakKXe 9SMOUMOHalbHble ¢
couunanbHble peakunmu ¢ ucnonbsosaHnem mogenu PLS-SEM,;

pa3paboTaHbl NPOrHo3Hble 3HaYeHUs1 06bMea NpofaXK TEKCTUITbHOW
npoaykumm go 2030 rogpa Ha  OCHOBe  MHOroakTOpHbIX
9KOHOMETPUYECKUX  MOAeNnem B paMKax  COBEpPLUEHCTBOBaAHMUA
MeTOA0/I0TMU  UCMNOSIb30BaHNA HEeNpOMapKeTUHra Ha pblHKE MOAbl
Y36ekucTaHa.

lMpakTMyecKuin pesynbTaT UCCNefOBaHUA  3aK/Ko4yaeTcsa B

crnenyroLlem:
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nepecMoTpeHne  COBCTBEHHOro  uaeHTudumkatopa  6bpeHaa
(noroTmna, UuBeTa, CfloraHa, 93NeMEHTOB [AW3ailHa) Ha OCHOBe
HEMPOMAapPKETUHIOBbIX TECTOB, MO3BONSAET KOMMAHUAM, paboTatoWwmMM Ha
pblHKE  MOAbl, MOBbICUTb YPOBEHb  MPUBAEYEHUA  BHUMaHUA
noTpebuTenen n 6bICTPON y3HaBaEMOCTU N 3aNOMMUHAEMOCTM BPEHAa;

pa3paboTaHO nMpensioXXeHne Mo OOHOBNEHUKD MAapPKETUHIOBOW
NONMMTUKN HA OCHOBE YIrNy6/IeHHOrO aHanMsa 3MOLMOHAsNbHbIX U
noBefAeH4YecKMx (akKToOpoB MoKynaTtenem MeCTHbIX NpeanpusTum wu
6peHa0B Mo NPON3BOACTBY O4EXAbI;

YyCOBEpPLLUEHCTBOBaHbI CTpaTernn BuU3yasibHOM KOMMYHUKaALUMKU Ha
OCHOBE W3YYEHUA BIIUAHUS PEKIaMHbIX POJINKOB, LIBETOBOW ramMmbl,
pa3MeLleHmsa nNpoaykuumn (MepyaHganauHra) 1 BUTPUHHOIO AM3aliHa Ha
BHMMaHME NOTpedbuTenen ¢ NOMOLLbI MHCTPYMEHTOB HEMPOMAPKETUHI;

YCTaHOB/EHO NOBbILIEHNE 9 hEKTUBHOCTH peKIaMHbIX
MaTepuanoB Ha 25-30 NpoLEeHTOB, 3HaYNTEJIbHOE YKperneHne nosepus n
NOSANbHOCTU KJ/IMEHTOB K 6peHAy 3a CYeT BHeAPEHUA TEexXHONOornmn
aTpakuHra, 93l (anekTpoaHuedanorpacbmm) u KapTUPOBAHUS 3MOLMI Ha
umdpoBblx nnatopmax NpeanpuATUn  UHAYCTPUMM  MOAgbl  ANs
MOHUTOPUHIa NoBeAEHNS U BbISIBNEHUS TOYEK BHUMAHUSA KITUEHTOB;

cTpaterny, paspaboTaHHble Ha OCHOBE HEeNpPOMAapKeTUHra,
no3BoNuAM TpaHCchOPMUPOBATb Y3OEKCKYHD WHAYCTPUKO MOAbl B
WHHOBALMOHHbIA N BbICOKOAOXOAHbIN 3KCMOPTHbINA CceKTop, 6narogaps
yeMy psii MecTHbIXx 6peHpoB (Hanpumep, Bukhara Silk Road Fashion,
Atlas Mode, Samarkand Textile Design) cmornuM ydyacTBOBaTb B
MeXAYHapOAHbIX BbICTaBKax M YCTaHOBUTb NpPsiMOe COTPYAHUYECTBO C
3apy6eXXHbIMU pbIHKaMM.

LocToBepHOCTb pesynbTaToB uUccnepoBaHUA. [1O0CTOBEPHOCTb

pesynbTaToOB MUCCNefoBaHUA OMNpeaensieTcss U3ydeHMeM U 0606LLEHNEM
nepefoBOro 3apybeXKHoro omnbiTa, CPaBHUTENbHbIM U KPUTUYECKUM
aHaNM30M CYLLEeCTBYHLUMX Hay4YHbIX MWCCNefOoBaHMA MO MOBbIWEHUIO
NpuBMeKaTeNbHOCTU MOAbl U GpeHpa NpeanpuaTUA Mo NPOU3BOACTBY
LUBEMHO-TPUKOTAXHbIX U3aenui, TpaHchopmMmaumm MeCcTHbIX 6peHA0B B
rnobanbHyto Moay n 6peHg, popMmmpoBaHnemM MHGOPMaLMOHHOM 6a3bl U3
oduumanbHbIX WUCTOYHUKOB HauWOHanbHOro areHTCcTBa CTaTUCTUKU
Pecnybnukn  YsbekuctaH, Accoumaumm  «Y3TEKCTUNbMPOM» U
OTEYECTBEHHbIX U MEXAYHApPOAHbIX KOMMaHWK, a TakKXe aHain3oM u
06paboTKOM AAHHbIX C UCMONIb30OBAHMEM CTAaTUCTUYECKUX NPOrPaMMHbIX
NaKkeToB.

Hay4yHas n npakTu4yeckas 3HAYMMOCTb  pesynbTaToB
uccnepoBaHus. HayyHass 3HauYMMOCTb pe3ynbTaTOB UCCeAOBaHUSA
onpefensieTca BO3MOXHOCTbIO WCMONb30BaHUA M3MO0XKEHHbIX B HEM

BblBOOB ¥ I'IpGLI,J'IO)KGHMVI TEOPETUKO-METOOO0/IOMNMYECKOI0o XapaKTepa
and oripeaeneHnda Ba>XHblIX CTpaTerm4eckumnx HaﬂpaBﬂeHMVI
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COBEpLUEHCTBOBAHMA MeTOAO0JIONMU UCMNOJSIb30BaHUA HeMpOMapKeTUHra
Ha pblHKE MOAbl U peanusauuu uenen rnob6annsaumm HauMoHaNbHOro
6peHaa Moapbl.

MpakTnyeckasd 3HaYMMOCTb pes3ynbTaToB nccnepoBaHmsA
onpegensieTcd  BO3MOXHOCTbIO  WUCMONb30BaHWA  pa3paboTaHHbIX
NpakKTUYEeCKNUX peKoMeHZauuMin npuv  Cco3faHun, MNpOABMXEHUUN U
pacLUMpPeHun LiesieBOM ayanToOpMM MECTHOM MOAbl U GPEHAO0B LUBENHO-
TPUKOTaXHbIX npeanpuaTui, BXOLSALLNX B accoumaumio
«Y3TEeKCTUNbNPOM», a TakXe Mpu MNOAroTOBKE YYEOHMKOB U y4ebHbIX
nocobun no npegmetam «OCHOBbI MapKeTuHra», «HempomMapKeTuHr»,
«UndppoBon MapKeTUHI».

BHeapeHue pesynbTaTOB UccnefoBaHus. Ha ocHOBe MOJSlyYeHHbIX

HayyHbIX pes3ynbTaTOB MO  COBEPLIEHCTBOBAHUIO  METOA0JIOMUU
MCNONb30BaHNS HEMPOMAaPKETUHIa Ha PbIHKE MOJbl:

npegnoxeHue 0 COBEpLUEHCTBOBaHNM 9KOHOMWYECKOro
copepXXaHUs TMOHATUSA «UCMNOJSIb30BaHWE HeMpoOMapKeTUHra Ha pblHKe
MOZbl» COI/laCHO METOAO0JIONTNMYECKOMY Moaxody, C TOYKM 3peHus
npouecca (GOpPMUPOBAHUA MapPKETMHIOBbIX CTpaTermin Ha OCHOBE
N3yyeHns 6ecco3HaTeslbHbIX 3MOLMOHAsNbHbIX peakLuit, KOrHUTUBHbIX
NpoOLEeCCOB M MEXaHM3MOB TMPUHATUSA peLleHurn noTpebutenaMmn B
npouecce BblbOpa M MOKYNKM MOAHOW MNpPOAYKUMM C MNOMOLLbIO
HEMPOU3NONOrMYECKUX U MCUXONOTNMYECKNX METOLO0B, WUCMNOSb30BaHO
npuM noarotoBke Yy4yebHMKa «MapKeTUHr», PEeKOMEeHAOBaHHOro Ansg
CTYAEHTOB BbICWMX Yy4ebHbix 3aBefeHuint (Mpukas MuHUCTEpCTBa
BbICLLEr0O W CpeAHero cneuuanbHoro o6pasoBaHua Pecnybnunku
Y36eknctaH N2 356 oT 18 aBrycta 2021 ropa). BHeapeHue paHHOro
NpeasoXXeHnsa Mno3BONMIO PaclUMPUTb 3HAHWA CTYAEHTOB 06 M3y4eHUn
6eccosHaTesIbHbIX 3MOLMOHAasNbHbIX peakLuuini, KOFHUTUBHbIX NPOLLECCOB U
MEeXaHW3MOB MPUHATUA PELLEHUIA C MOMOLLbIO HEMPODU3NONOTNYECKNX U
MCUXONIOMMYECKMX METOAOB B Mpouecce Bblbopa U MOKYMKUM MOAHbIX
ToBapoB (04exX/bl, aKCeccyapoB, 06yBU, KOCMETUKMU U T. A1.);

npegnoxeHne 06  ONTMManbHbIX  COOTHOLIEHWA  BeKTopa
p=(0,22,0,24,0,21,0,28) ansa ycuneHus BJIMAHUSA WHCTPYMEHTOB
HeMpoMapKeTUHra: pekflaMHbIX BUAEOPOJSIMKOB, LIBETOBOM raMMbl,
pasmMelleHns npoaykumm (MepyaHAaansuHra) U1 BUTPUHHOIO Au3ariHa Ha
BHUMaHMEe noTpebutenen, NOCPeaCcTBOM UX PasfiIMYHbIX KOMOMHaUWR, 3a
cyeT onpefeneHns yYPOBHA WX WHAUBWAYaANbHOrO BJIMAHMA  Ha
KOHKPETHOM pblHKe MOAbl, BHeApeHO B cucteme Accounauymu
«Y3TeKkcTunbnpoM» (cnpaeka Accoumauumn «Y3atekctunonpom» N2 02/06-
2788 oT 28 Hoa6ps 2025 roga). B pesynbTaTe NOSIBUIUCb BO3MOXHOCTH
ANA pasBUTUA PO3HUYHOW TOProB/M MOLHOW OfEXOOW B TOProBblX
ueHTpax Tashkent City Mall, Samarqgand Silk Road,;

npeasioXXeHne O MNOBbIWEHUU  IPPEKTUBHOCTM  peKIaMHbIX
MaTepuasnoB M yKpensieHnn JOBepus U NOSTIbHOCTU KIIMEHTOB K 6peHay
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nyTeM ob6ecrneyeHus KONMYECTBEHHOro npenena BHeAPEHUA TEXHOOMMN
aTpakmHra (0,1<E<0,3), anekTpoaHuedanorpadmum (0,4<EEG=0,7) wu
KapTupoBaHusa amouuin (0,5sEX<0,8) npu oTcnexxvmeBaHuM NoBeAeHMUs
KJIMEHTOB Ha UMdppoBbIX Nnathopmax npegnpuaTmn MOAHON NHAYCTPUMK U
BbISIB/IEHUM MX TOYEK BHMMaHUSA, BHeAPEHO B cucteme Accouuauumu
«Y3TekcTunbnpom» (cnpaeBka Accoumaumm «YsTtekctunbnpom» N2 02/06-
2788 oT 28 Hosbps 2025 ropa). B pesynbTate BHeApeHMs OaHHOrO
npeanoXeHnsa B NpakTUKY KOMneKuun, co3gaHHble Ha OCHOBE MECTHbIX
HaTypasbHbIX TKaHewW, 6blnM npeacTaBneHbl Ha BbiCTaBkax B [lapuxe,
JloHpoHe n Crtambyne. 3To cnocobcTBoBano (GopMuMpoBaHUKO 6peHaa
TEKCTUNbHOro Hacneansa Y3bekucTaHa.

NpeaioXXeHne O BbISBAEHUM Hamboniee CUMbHbIX KOppensauumn
MeXJYy CEHCOPHbIM BOCMPUATUEM, AOBEPUEM K OpeHAY M OCHOBHbIMMU
NOTPEOUTENbCKMMM NEPEMEHHBIMU 3a CYET 3HAYUTENBHOIO BO3AENCTBUS
Brand Trust u Brand Loyalty (0.47), a Takxe Purchase Intention (0.36) Ha
KOTHUTUBHOE  [0Bepue,  CEHCOpHoe BOCMNPUATHE, a  Takxe
SMOUMOHalNbHbIe U couunasibHble peakuuMn C UCMOoSb30BaHWEM MoOAenu
PLS-SEM, BHegpeHo B cuctemMe Accoumaumm «Y3TeKCTUbNpPOM»
(cnpaBka Accoumauumn «Yatekctunbrnpom» N2 02/06-2788 oT 28 Hosi6ps
2025 ropa). B pesynbTate Takue 6peHApl, Kak Bibi Hanum, Moel Bosh,
Samo, Art Studio Mir, Atlas Art, npuHanun yyactue B Fashion Week n gpyrumx
MeXAYHapOAHbIX KOHKypcax, CMocO6CTBOBanM MNPU3HAHUIO Y36EKCKOM
NHAOYCTPUN MObl.

pa3paboTaHHble  MPOrHO3Hble  3HAYeHuss ob6bMea  NpoAax
TeKCTUNbHOM npoaykuum ao 2030 roga Ha OocCHOBe MHOrogakTOpPHbIX
9KOHOMEeTpUYECKUX Mogenen, BHeapeHbl B cucteme Accounauum
«Y3TekcTunbnpom» (cnpaeBka Accoumaumm «Ystekctunonpom» N2 02/06-
2788 oT 28 Hosi6ps 2025 ropa). B pesynbTate 6blM UCMOSIb30BaHbl B
dopmMupoBaHMM 3apad Mo MoAepHM3auMM Au3arHa npoaykuum U
noaaep)XKe MeCTHbIX 6peHaoB B CTpaTernn «Pa3BuTue TEKCTUJSIbHOWN U
LLIBEMHO- TPMKOTaXHOW npomblineHHocTn o 2030 roga».

Anpob6auus pesynbTaToOB MUCCnefoBaHUA. PesynbTaTbl AaHHOIO
nccnegoBaHnsA 06CYXXAEHbI U anpobupoBaHbl Ha 2-X PeCcnybSIMKaHCKNX U
2-X MeXAYHapoAHbIX Hay4YHO-MPaKTUYECKUX KOHbepeHUnaX.

My6nukaumnsa pesynbTaToB UccnefoBaHui. 1o TeMe gucceptaumm
ony6/IMKoBaHO Bcero 23 HayyHble paboTbl, B TOM yucne 1 moHorpadwms,
10 HayyHblX CcTaTem B pecrnyb/IMKaAHCKMX HaAy4dHbIX >KypHanax,
PEKOMEH0BaHHbIX Bbiclwen atTecTauMoHHOW Komuccuen Pecny6nvku
Y36eKkucTaH, 4 Hay4Hble CTaTbU B 3apybeXxHbIX XypHanax u 8 Te3ncoB
AOKNafoB.

CTpykTypa ¥ 06beM paucceptauuu. [uccepTaumsi COCTOUT U3
BBeageHnsa, 5 rnaB, 14 naparpadoB, 3akJ/lIlOMEHMs, CrnucKa
MCMNONb30BaHHON nUTepaTypbl U MPUNOXEHUN, ee 06beM cocTaBnseT
252 cTpaHuupbl.
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OCHOBHOE COAEP>XAHWUE OUCCEPTALINA

Bo BBefeHMU 060CHOBaHbl aKTyalbHOCTb M BOCTPEH6OBAHHOCTb
TeMbl uUccnefoBaHus; cPopMyIMpoBaHbl LeNb M OCHOBHble 3agauu,
OO6bEKT W  nNpegMeT  UCCNefoBaHUsA; MOKasaHO  COOTBETCTBME
nccnefoBaHnA MNPUOPUTETHBLIM  HanpaBfEHUAM pPasBUTUA HaykKnm W
TEXHONOMMN pecrnybnnkn; N3NoXeHbl HayyHasi HOBU3HaA U NpaKTU4eckne
pesynbTaTbl, OMWCaHbl Hay4YHada W MpakTuyeckas 3HA4YMMOCTb
MONYYEHHbIX pe3ynbTaToB; npuBeAeHa WHGOpMaunsa O BHeAPEHUM
pesynbTaTOB UCCNeAOBaHUA B MPaKTUKY, OMyb6/IMKOBaHHbIX paboTax U
CTPYKType Ancceprauum.

B nepBon rnaeBe pauccepTauuMm nop HasBaHWeM «TeOpeTUKO-
MeTOA0/I0rM4Yeckue OCHOBbI UCMOJSIb30BaHUA HeUpOMapKeTUHra Ha
pbiHKE MOAbI», WN3YYEeHbl TEOPETMYECKME OCHOBbI M MpPeAnoCbIIKK
BO3HUKHOBEHUA KOHLUENUUN HEWPOMapKETMHra, PacCMOTPEH reHesuc
HeMpOMapKETMHIa 1 ero CBsisb C HayKaMu MapKeTUHra, HempoobMonormn un
MCUXOJIOMNK, a TaKXXe TEOPETUYECKN NCCnefoBaHbl NPobieMbl BHEAPEHUSA
HEMPONOAX0A0B B MapKETUHIOBOM MPaKTUKE.

CoBpeMeHHOe pa3BUTME HENpOHayK, B NepPBYHO o4yepenb CBA3aHO C
NOSIBNEHWEM W  LWMPOKUM  pacrnpocTpaHeHneM  (YyHKLMOHaNbHOM
MarHUTHO-pe3oHaHCHo Tomorpadum (PMPT), koTopass nosBonsieT
noKanusoBaTb U BU3yann3npoBaTb HENPOHHbIE peakumum M Mpouecchl,
CBfI3aHHble C BbINO/IHEHMEM KOHKpeTHOM 3agayn. OgHako ChMCcokK
MeTO[0B N TEXHONIOMMIN, [OCTYMHbIX COBPEMEHHOW HENpPOormu, ropasao
lUMPE W PEerynsipHO MOMOJIHAETCA HOBbIMM TEXHONOorMsMu cobopa
NHPOpPMaLMM O HEMPOHHBbIX NpoLieccax U MeTogamMmn Ux aHanusa.

[na MapKeTonoroBs peluatoliee 3Ha4YeHne UMeeT KoHeYyHast Touka —
oyayuiee nopefeHne. B KOHEYHOM cYyeTe, KOMMaHUS 3auHTEepecoBaHa He
NPOCTO B W3Yy4YeHUM MOTpebuTenen, a B OKA3aHMM BIUSAHUA Ha WX
oyoywee noBedeHune. [lo3TOMy  OrpoMHOe  3HayeHue  umeer
NPOrHOCTMYeCcKas LeHHOCTb UCCNeAOBaHMN B KOHTEKCTE MapKeTUHTra.

[lo Mepe pacwMpeHns MPUMEHEHUS HEeMpPOHayYHbIX METOAOB B
pas3fiMYHbIX 06N1acTAX 3HaAHWUW, OCHOBHblE PECYPCHble BO3MOXHOCTU U
aHannTMYecKne KOMMETEeHUMN CTaHOBATCA 6onee AOCTYMHbIMU AN
3aMHTEpPEeCcOBaHHbIX CTOPOH He TOJIbKO B aKafleMU4eCcKon cpeae, HO 1 B
chepe ayTcopcuHra. BHelwwHWe napTHepbl MOryT BbIMOSIHATDL pas/inyHble
ponyM, yyacTBOoBaTb B KayecTBe MOCTaBLIMKOB OOOPYyAOBaHUA W
NnabopaTopHbIX BO3MOXHOCTEW, CMeunanucToB, OTBETCTBEHHbIX 3a
nporpaMMmMpoBaHMe CTUMYIUPYIOLWMX PALOB, TOYHYHO PerncTtpauuto u
06pabOTKYy CUrHaNOB, NEPBUYHYIO 06pabOTKY AaHHbIX, KOHCY/IbTAHTOB NO
opraHusaumMm u TMPOEKTUPOBAHUIO ISKCMNEPUMEHTOB, MUCCnegoBaTenen
«MOJIHOTO UMKNa». 9TO Bbl3blBaeT 60/blIOe BHUMAHME CrneuuanncroB-
MapKeToN0roB K nNpuMHUMnam Bbibopa 6u3Hec napTHepoB. Hanpumep, C.
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eHko, E. MonbmaHH n I1. CTanam B CBOEN KHUre AnS NPaKTUKYHOLLKMX
MapKeTonoros chopMynnpoBanu crnegyroume pekoMmeHgaumm no Bblbopy
HeMpoMapKeTMHIOBOro NapTHepa B 6usHec-cpege (Tabn. 2).

Tabnuua 1
PekoMeHzauum no Bbib6opy napTHePa No HEMPOMapPKETUHIY B
Aenosoii cpepe”’

YpoBeHb MOHUMaAHUA MOHATUMA U MPUHLMIMOB
HelMpoMapKeTUHra
Bbicokui Huskumn
Huskuin CoTpyAHUYECTBO CO BsanmMocoTpyaHMYECTBO C
= § cneuMann3npoBaHHbIM KOHCY/IbTaHTOM Ans
o ® NOCTaBLLNKOM, obecneyeHuns
g 061a4aroLLMM OpraHW3aLMoHHOM
2 & TEXHOI0rM4YecKnMmn rTOTOBHOCTU M
22 BO3MOXHOCTAMMU, dhopmMupoBaHus
§ § COOTBETCTBYHOLLMMM HeMpoMapKeTUHroBOMn
o E _ MapKeTUHIroBoM 3agaye 3agauu
< z Bbicokui CoTpygHN4ecTBO CO ) OTkas ot
a s cneumanusanpoBaHHbIMK HEMPOMapKETUHIOBbIX
§ g nocTaBLLMKaMMU. nccnepoBaHum
S g TakxXe C KOHCyIbTaHTaMu
> F Ans obecneyeHus
nnpepcTBa Ha pblHKe

B 3aBMCUMMOCTM OT pellaeMoOWn UccnefoBaTeNlbCKOW 3afaym MOXeT
noTpeboBaTbCA COTPYAHUYECTBO C 9SKCNepTaMuv MO KOHKPETHbIM
MeTogaM WAM TexHukam (Hanpumep, FMRT wunu ANRTpPeKuHr) wunu
WHTErpupoBaHHbIM pewleHnaMm. OgHako, ecnu nocnegHne B OCHOBHOM
TpebytoTCA MapkeTosioram-npakTukam, TO HayyHble UCcnefoBaHus B
nepByto oyepenb Hy>XAaroTcsa B y3KocrneunannsanpoBaHHbIX
cneunanucrax, L[OCTYMHOCTb W CTOMMOCTb YCNyr KOTOPbIX MOryT
BapbMpOBaTbCA Ha PblIHKE.

B TO BpeMs Kak KpyrHble MapKeTUHIOBble KOMMNaHUW pacrnonaratoT
3HauUTeNbHbIMKU 6BLOKETaMW, AN MHOIMMX HEBONbLIMX areHTCTB U
aKaZieMn4yeckmnx nccnefoBaTefibCKMX LLeHTPOB 6H0AXXETHbIE OrpaHNYeHus
MOFYT CTaTb Cepbe3HbIM NPaKTUYEeCKUM MPensaTCTBUEM [Jis NPOBefeHus
HeMpOMapKeTUHIOBbIX uccnegoBaHuin. CTouMocTb 6yaeT 3aBuceTb OT
KOHKpeTHoro metoga. CambiM foporum M3 Hambonee BOCTPebOBaHHbIX
metogoB sBnsetca OMPT (fMRT - functional Magnetic Resonance
Imaging), NOCKOMbKYy CTOMMOCTb CKaHepa W  JIMLEH3UOHHOIo
NporpaMMHOro  ob6ecneyeHnss MOXET UCYUCNATbCA  MUIIMOHaMMU
LONNapoB, a Ansa ero obCcnyXuvBaHust TpebyeTcs yvyacTue HeCKOJSIbKUX
cneunanucTtoB. CpefHAA CTOMMOCTb TECTUPOBaHUSA OAHOrO yyacTHUKa

%% CocTaBfIeHO aBTOPOM
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akcrnepumMeHTa coctasnseT oT 500 go 1000 gonnapo., YTO O3HAYAET, YTO
AaXXe HebONbLUOM NPOEKT, HarpaBfieHHbIA Ha W3y4yeHWe KOHKPETHOWN
Yy3KOW 3aayn Ha HebObLION BbIOOPKE, CO CPEAHUM YMCIIOM YYACTHUKOB
BMeCTe C Heo6XxoAMMbIMK 3aTpaTaMu (paspaboTka Au3aiHa U CUCTEMbI
CTUMYNOB, aHanu3 fAaHHbIX UM T. A4.), obonaeTca Kak MUHUMYM B 40
000-50 000 gonnapos.”’

Ha ocHOBe OLEeHKWN NpaKTUYeCKUX NOTPEOHOCTEN U crieunduruyYecKmnx
XapaKTepUCTUK pasnuyHbix mMetogoB C. [eHKO n apyrue npeacraBnstoT
cnepyroLLyo CpaBHUTENbHYO Tabnuuy (Tabnuua 2).

Tabnuua 2
CpaBHUTEeNbHblE XapaKTePUCTUKU HEKOTOPbIX METOL0B
HeiipOMapKeTUHIOBbIX MCCnefoBaHui 22

MeToa YpoBeHb Linkn 3aTpaTtbl Ha
CJIO)KHOCTH uccnefoBaHumn OJ\HOro yyacTHuUKa
OMPT OueHb BbICOKUM MeaneHHbIN OueHb BbICOKMKE
939l Bbicokui CpeaHun Bbicokue
BuomeTpus CpegHun OT cpegHero no CpegHue
ornepaTuUBHOIO
MoBepeHyeckas O6bIYHO HU3KUI CpeaHuin unu CpegHue
9KOHOMMKaA ObICTPbIV
ANTpPEKNHr Huskum BbicTpbin Hunskune
OHnamnH-cepBuUCHI Hnakuin BbicTpbin Huskue

B uenom, CcyTb  npakTUYEeCKUX  OrpaHU4YeHUn  MeTooB
HeMpoOMapKeTUHIra MOXHO Bblpa3nTb O6LWMM MNPaBUSIOM MPOEKTHOrO
MeHe)KMeHTa: He OblBaeT 6bICTPO, AelWeBO U KavyecTBeHHO. Hanbonee
YyBCTBUTENbHbIE  METOAbl, MO3BONAAKOWME BbIABUTb  AeTalibHble
MeXaHW3Mbl BOCMPUATUA U MNPUHATUSA PeELUEHUA, OAHOBPEMEHHO
ABNAIOTCA Hambonee CNOXHbIMKM W poporocToAwmMMu. HanpoTus,
AeweBble U MacwTabupyemble MeTOoAbl, KakK npaBusio, MO3BONAKOT
PeLnTb N1LWb Y3KUI KPYTr 3afay UK XxapakTepuayroTcsa NOBEPXHOCTHbIM
W rpybbIM OMUCaHMEM MOTPEOUTENbCKUX peakunin. Takum obpasom,
noboe HeNpoMapKeTUHroBoe uccnefoBaHne — 3TO MNOUCK 6anaHca
MeXay 3afayen, MHTepecyloLlen MapKeTonora, U UMeLWMMUCA Y HEro
BO3MOXXHOCTAMMW.

Mo MHeHUKO aBTOpa, 9KOHOMMYECKOE COoAepXXaHWe MNOHATUSA
«MCNOJIb30BaHMe HeMpoMapKeTUHra Ha pbIHKE MObI»
YCOBEPLUEHCTBOBAHO COrMMacCHO MEeTOAO0NI0MMYECKOMY Moaxomy, C TOYKU

*’HepOMapKeTUHI B PO3HUYHOI TOproBne NpoAykTamu nuTanus / Mo pea. 3. Xopckn u N. Bepunka.
BarenuHreH: Wageningen Academic Publishers, 2017. C. 164.
2% CocTaBfIeHO aBTOPOM
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3peHuns npouecca GopMMUPOBaHUS MapKETUHIOBbIX CTpaTerMin Ha OCHoBE
N3yyeHns 6ecco3HaTesbHbIX 3MOLMOHAsNbHbIX PeakuUin, KOFHUTUBHbIX
MNPOLECCOB M MEXaHU3MOB TPUHATUA pPeELLUeHMA noTpebutenamMm B
npouecce Bbl6Opa M MNOKYNKM MOAHOM MNpOAyKUMM C MOMOLLbHO
HENPOPU3NONOrMYECKNX U MCUXOSTOTMYECKUX METOLOB;

Bo BTOpoW rnaee aucceprtaummn nog HaseaHnem «Metoaonornyeckue
acnekTbl UCNONb30BaHUA HeMpOMapKeTUHra Ha pbiHKe MOAbI», U3YYeHbI
Hay4YHO-METOA0I0MMYECKME OCHOBbI UCMOb30BaHUA HEMPOMAPKETMHIA Ha
pblHKE  MOAbl,  COBEpLUEHCTBOBaHa  METOAOSIOMUs NpUMeEHeHNS
HEMPOMapPKETUHTQ, nccnepoBaH MWPOBOM onbIT opraHusaumu
MCMOSIb30BaHUA HEMPOMapKeTUHra Ha pblHKE MOAbl W OCBELLEHbI
BO3MOXHOCTM €ro rpuvMeHeHUs B  Halwenh CTpaHe, MpoBeAeH
9KOHOMETPUYECKUIN aHann3 (akTopoB, BUAKOLWMX HaA WCMNOSb30BaHUE
HeMpoOMapKeTUHIra Ha pbIHKE MOZHOW oAeXabl.

OTHOLLEHME MYXXUMH K MOJe TECHO CBAA3aHO C coLMasibHbIMU POIAMU
n oxugaHnamn. HenpomapkeTUHroBble WCCefoBaHWUA Mokasanu, 4To
MY>XUYMHbI 6051ee aKTUBHO pearnpyroT Ha CTUMYJbl, CBA3AHHbIE C POJIbIO
«ycrewHoro npogeccuoHana» wnun «nugepa». lpn 3TOM, akTUBauus
MeguanbHoOn npedpoHTanbHOM KOpbl YCWIMBAETCs,, Korga pekiama
anennupyert K cTaTycy U nMaepcTsy.

CpaBHUTENbHbIE 9KCMEPUMEHTbI NMOKasbIBaOT, YTO MYXUMUHbI Yalle
BblOMpalOT OpeHAbl, KOTOpble MOAYEPKMBAKOT CUAY, HAOEXHOCTb MU
NpPeBOCXOACTBO. B pekname CnopTUBHOM O4eXAbl NN AeN0BbIX KOCTIOMOB
Takue accouuaumu yCunmBaroT akTUBaL MO MOTOPHbBIX 30H U MPEMOTOPHOM
KOpbl, YTO YyKasblBaeT Ha [NyboKoe BOCNPUSATME W MOAENMpPOBaHME
COOGCTBEHHOro Tesa. TakuMm 06pa3oM, BOCMPUSTUE MOAbl MY>XYMHAMM
MOXXHO paccMaTtpmBaTb He TOJSIbKO KaK KOMHUTUBHO-paLUOHasibHOE, HO U
Kak couuasibHO-posieBoe: odexAaa BOCMPUHMMAETCa KakK CpefacTBo
NoATBePXAeHNS counanbHON MAEHTUYHOCTMU.

ABTOp CUMTaeT, YTO CpaBHEHWEe TCUXONOrMYECKNX U KYJbTYPHbIX
AaHHbIX MO3BOJISET BbISIBUTb YCTOMYMBbIE 3aKOHOMEPHOCTU. XXEHLUNHbI B
chepe noTpebneHns MoAbl 4acTO COCPefOTaYMBalOTCS Ha SCTETUKE,
SMOUMAX UM MAEHTUYHOCTW, B TO BpPeMSA KaK MYX4YMHbl — Ha
(YHKUMOHANbHOCTH, cTaTyce U counanbHOM MPoSBAEHUN. 3TU pasnuuuns
YCUNMBAIKOTCA  KYNIbTYPHbIM ~ KOHTEKCTOM: B  MHAUBUAYaNUCTUYECKUX
o6LecTBax >KEHLUMHbI MCMONAb3YOT MOAY AN BbIPaXeHUs CBOEN
NOEHTUYHOCTK, @ MY)KYMHbI — ANS AeMOHCTpauuu Cunbl U NMOepCcTBa; B
KONMEKTUBUCTCKUX KYJIbTypax >XeHLWMHbl CTPeMATCA K rapMOHWUK, a
MY>XYNHbI — K Mepapxum craTyca.

Kak nokasbiBaeT npaktuka 33l  (Electroencephalography),
MY>XXUYMHbI W D>KEHLUWHbI MCNOJMb3YKOT pasHble cTpaTerMm o06paboTKu
BU3yanbHON MHPopMaumn. XXKeHLWnHbI OCTUratoT HaMBbICLLEN TOYHOCTH
Knaccudukauum umsobpaxeHun (oo 96,47%) npu aHanusle Bcex
4YaCTOTHbIX AManasoHOB, YTO YKasblBaeT Ha 60siee LWMPOKOe BOBIEYEHNE
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HEMPOHOB. MYy)XXUYNHbI XKe, AEMOHCTPUPYHOT HaMBbICLWIYHD TOYHOCTb
(95,32%) npu hoKycupoBKe Ha raMma-auanasoHe, KOTOpbi OTBEYaeT 3a
NTOKaNbHYO MHTErpaumto AeTaneit”. 3To roBopuT 0 TOM, YTO BOCTIpUSITUE
XEHWMHAMN MOAHbIX CTMMYJIOB OCHOBAHO Ha MoAenun «rnobanbHon
06paboOTKU», @ MY)XYMHAMWN — Ha MOAENN «CEJIEKTUBHON AeTannsauum».
HecmMoTpsa Ha 3TuM pasnuuus, o6Wui pesynbTaT MNOATBEPXKAAET, 4YTO
BU3yasibHble CTUMY/bl MOAbl B 3HAYNTENIbHOW CTEMNEHN aKTUBUPYIOT Kak
YXEHCKWI, TaK N MY>XCKOMW MO3I, YTO npeBpaLLaeT Bu3yasibHbIN KaHan B
YHUBEpPCaNbHYKO OCHOBY MapKETUHIOBbIX CTpaTerum.

EWweé oaHMM Ba)HbIM MapamMeTpoM SIBAISIETCA CKOPOCTb MPUHATUS
pelueHnin. XXeHLNHbl 6bICTPeE NPUHUMALIOT PELLEHNSA TUMNA «HPABUTCS/HE
HpaBUTCA» — B CpefHeM 3a 2,5 CeKyHAbl, B TO BpeMs KakK MyX4inHam
Tpebyetcd oT 2,5 A0 3 cekyHA. PasHMLUa He BenvKa, HO OHA
NoATBeEpP)XAaeT TEHAEHUNIO 60/blUEN KOTHUTUBHOM CKOPOCTU Y XXEHLLUUH
n 6onee ANUTENbHOM MWHTErpauuMM KOTHUTUBHbLIX W 3MOLMOHAsbHbIX
CUTHAasNoB Y MY>XUMH.

PesynbTtaThbl OMPT nccrnegoBaHum nokasblBaloT, 4yTO
npeactaBuTeNM 060MX MONOB 60/1ee BOCMPUMMYUMBBLI K TFEeHAEPHO-
KOHIFPY3HTHbIM peK/laMHbIM CUrHanam. Takum obpa3oMm, Koraa npoaykT
M roNoC COOTBETCTBYIOT Apyr Apyry (Hanpumep, MYyXCKOW ronoc B
pek/laMe MYXXCKOM ofexnApbl), ycunupaetcs akKTuBauus MNepBUYHbIX
3puTenbHbIX obnacTel - calcarine va cuneus (Taénuua 3)

Taébnuuya 3
[lokasaTenbHas cuna ans reHaepHbiX HEMPOHHbIX pasiniuin B
peakuuu Ha pekslaMy Mobl

3asaBrieHue [lokaszaTtenbHas MHeHue NCTOYHM
cuna K

B pekname Mpsmoe 33l-TecTMpoBaHuMe ¢  Hassani
Mofapbl ABHbIMMN reHaepHbIMK etal,
MY>XXYUHbI " HEMPOHHbIMU PasINYNAMHN 2023
YKEHLLMHbI
L,eMOHCTPUPYIO CunbHas
T pasHble
naTrepHbl 33l
eHaepHoe ®dMPT-uccnegoBaHnue Casado
cooTBecTBue nokasbiBaeT, 4To o6nactu Aranda et
peknambl MoO3ra no-pasHomMmy pearupytoT al., 2018%
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BnAeT Ha Cpe,EI,HFIﬂ Ha

HEMPOHHYIO KOHTPYSHTHYH/HEKOHIPYIHTHY
aKkTMBauuio  “ 0 peknamy.
B3aMMOCBA3MN.

B cnyyasix HecoOTBEeTCTBUSA HabntogaeTcss 6o0see Bblpa)KeHHas
aKkTMBaumss obnacTten, CBf3aHHbIX C MOHUTOPUHIOM OLWMKOGOK U
KOTHUTUBHbIM OMUCCOHAHCOM. JTO MNOATBEPXAAET, 4YTO reHAepHoe
COOTBETCTBME B peK/iaMe MOBCEMECTHO BOCMPUHMMAETCHA KakK bonee
«eCTeCTBEHHOE» M KOTHUTUBHO MeHee 3aTpaTHOe.

HabntopatenbHbie nccnegoBaHus B MHAYCTPMU MOAbI MOKasbIBatoT,
YTO DKEHWMHbl YacTo oO6paljaloT BHUMaAHME Ha 3dCTeTU4eckue
OCOOEHHOCTU — LBET, TEKCTYPY, NPUHT, 3/IEMEHTbI BUTPUHBI. My>XXUnHBbI
Xe, 6onblle BHUMaHUS YAENAKT N0rotMnam npoaykuMu, CUMBOJSIMKE
6peHfa M (YHKLMOHANbHLIM XapakTepucTukam®™. TeM He MeHee, 06e
rpynnbl  OTMeYarT MPeBOCXOACTBO BM3yallbHOro KaHana Haj
TEeKCTOBbIMU  COOOLLEHNAMW, 4YTO NOAYEPKMBAET YHMBEPCASIbHOCTb
BU3yaslbHOM KOMMYHMKaLuUK B MOJe.

Takum 06pasoM, MOXHO BbIAENUTb TPU OCHOBHbIX O6LMX
3aKOHOMEpPHOCTEMN.

Bo-nepBbiX, U MYXUYUHbI, U XXEHLNUHbl AEMOHCTPUPYIOT BbICOKUM
YPOBEHb HEMPOHHOW peakunn Ha MoAHble CTUMYJIbl, Ppa3finyaschb NnLb
LUMPOTOM N HanpaB/iEHNEM 06paboTKN NHPOPMaLUMK.

Bo-BTOpbIX, CKOPOCTb peakuum AOBOSIbHO BbICOKa B 06eunx rpynnakx,
yTO NOATBEPXAAeT BaXHOCTb MOAHbIX 06pasoB KakK 6bICTpPO
obpabaTblBaeMbIX CTUMYJIOB.

B-TpeTbux, OoQHOBpPEMEHHO 3a[eCTBOBaHbl 3MOLMOHAsNbHbIE WU
KOFTHUTUBHbIE MeXaHU3Mbl, XOTA MYXUYMHblI 4YaCTO WHTepPnpeTupyroT
BbIOOp KaK pauMOHalibHbIA, a >XEHWMWHbl — KaK 3MOLMOHaNbHO
OYepTaHHbIN.

AHanu3  HakoMJEHHbIX  TEOpPeTUYEeCKUX WU  IMMUPUYECKUX
nccrnefgoBaHUM  HeMpoMapKeTuHra B UHAYCTpMWM MOAbl  no3Bondaer
BblAENUTb pPsf CUCTEMHbIX BbIBOAOB, BaXXHbIX KaK pAJi pasBUTUSA
Hay4YHOM 6asbl, Tak U AN MPaKTUKN MapKeTUHIOBbIX KOMMYHUKaLMWN.
CpaBHeHME MYXXCKOM U >XEHCKOM ayguTopuu MnokasblBaeT, u4To
MexXaHW3Mbl HEMpPOMapKeTMHIra Moabl PYHKLUNOHUPYIOT B paMKax O6LLNX
KOTHUTUBHbLIX WU 9MOUMOHASNIbHbIX  MPUHUUNOB, HO TMpU  3TOM
AEMOHCTPUPYIOT  fIBHble  reHAepHble  0CO6eHHOCTU.  Bo-nepsblx,
NOATBEPXXOAETCA passinyme B CTpaTernsx o6paboTKM MOLHbIX CTUMYNOB
Ha Henpoduanonormnyeckom yposHe. [aHHble 33 NOKasblBalOT, YTO
YKEHLLUMHbI OT/IMYatoTCs 60s1ee LWMPOKMM HEMPOHHbBIM BOBIEYEHNEM: OHM

Vol. 39. No. 12. P. 4360-4372. DOI: 10.1002/hbm.24276.

% De Almeida Andrade, N., Rainatto, G., & Cohen, E. (2022). Neuromarketing and Eye Tracking in
Women’s  Fashion Buying Decision Making. CBR - Consumer Behavior Review.
https://doi.org/10.51359/2526 7884.2022.251844
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AOCTUraloT MaKCMManbHOW TOYHOCTM pacno3HaBaHWs MpPU BKIIKOYEHUM
BCEX YaCTOTHbIX Anana3oHoB (96,47%), UTO yKasblBaeT Ha KOMMJIEKCHYHO
MHTErpauUui0 CEHCOPHbIX U KOFHUTMBHbIX KaHanoB. A MYXXYMHbI
AocTUratoT nydywmx pesynbtatoB (9532%) npu paboTe C ramma-
AnanasoHoOM, YTO OTpakaeT 60siee BHUMATENIbHYO U M3OUpaTENbHYHO
06paboTKy BusyanbHoit uHbopmauun® *°. U3 aToro MoxHO caenaTb
BbIBOJ, UYTO >XEHCKasi ayAuTOpus CKJIOHHA K «rnobanbHOWM» cTpaTeruu
BOCMPUATUS MOAbl, B TO BPeMSI KaK MYXUYMHbl CKJIOHHbl K «TOYE€YHOMN»
cTpaTerum, kotopas GOoKycupyeTcsa Ha UHAMBUAYANbHbIX OCOHOEHHOCTAX
npoaykKTa.

Bo-BTopbix, AaHHble fMRI nogTtBep)xpatoT, UYTO MpuU BOCMPUATUM
MOZHbIX CTUMYNOB Y XEHLMH 60/iee akTUBHO 3aeNCTBOBaHbl 0651acTy,
CBfAA3aHHble C  3MOLMOHANbHOM U  3CTETUYEeCKOn  06paboTKOM
(opbuTodpoHTanbHas Kopa, MMmbuyeckass cuctema), B TO BpeMsi Kak y
MY)XYMH — 065nacTh, CBfI3aHHble C KOrHUTMBHbIM KOHTPONEM M
MOHUTOPUHIOM KOHMNMKTOB (fopconaTepanbHas npedpoHTanbHas Kopa,
nepefHsas nosicHass kopa). Pasnuumsi oco6eHHO Bbipa)keHbl B Criyyae
FEHOEPHO-KOHIPYSHTHbIX W HEKOHIPYSHTHbIX CUFHaNOB:. >KEHLUMHbI
LEMOHCTPUPYIOT  60/lee  BbICOKYHO  TEPNMMOCTb K  TBOPYECKUM
pasHornacusiM, B TO BpPeEMS KakK MY>X4YUHbl CKNOHHbI BOCNPUHMMATb WX
KakK MCTOYHUK KOFHUTUBHOrO AMCCOHaHca. B-TpeTbux, uccnepgoBaHus C
MCMNONb30BaHNEM TEXHOMOIMMA e-TPEKKUHI MOKasbIBakOT, YTO >KEHCKas
ayanTopus ypensietT 6o0sblle BHUMaHWSA 3MOLMOHANIbHbIM acnekTam
O4EXAbl W OKpyXawwen cpegbl — UBeTy, dakType, BUTPUHHbIM
9KCNO3nUMAM M JeTanam ausarHa. MyXUuHbl XKe, 4acTo obpaliatoT
BHUMaHWe Ha ¢yHKUMOHAsNbHble M CTaTyCHble CMMBONbI — JIOrOTUMbI,
MaTepuanbl, 6peHabl. Takum 06pa3oM, Bu3yasibHass KOMMYHMKaUuUA B
MOJ€Ee HOCUT YHUBEpCasbHbIA XapaKTep, HO aKLEHT Ha ee BOCMpUATUM
pacnpegensietTcs no reHagepHoMy npusHaky (taénuua 4)

Taébnuua 4
CpaBHUTeNbHble 3P eKTbl HEMPOMapKETUHIa Y MY)XXUYMH U
YXEHLLUMUH B UHARYCTPUUN MOAbI

UccnepoBaTenbcKku XXeHLWMUHbI My>X4uHbI UcToYHMK
M acnekr
93l -peakuums Ha Bbicokas Haunydywas Hassani et
n3obpaxkeHns MoAbl KnaccndunkaunoHHas TOYHOCTb al., 2023
TOYHOCTb (A0 96,47%) ¢dhoKycMpoBKM B
npu aHanuse Bcex ramMmma-guanasoHe
YaCTOTHbIX (95,32%) -
AnanasoHoB - cesleKTUBHas
LUMPOKOE BOBJIEYEHUNE nokarnbHas
HENpOHOB obpaboTka

% Singh H., Kumar H. Neuromarketing: An Emerging Tool of Market Research // International Journal of
Engineering and Management Research. 2015. Vol. 5. No. 6. P. 530—-535.
%5 Zhang S. Nearest neighbor selection for iteratively kNN imputation // Journal of Systems and
Software. 2012. Vol. 85. No. 11. P. 2541-2552.
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CKOpOCTb NPUHATUSA BbicTpee: npumepHo MeganeHHee: 2,5-3 Hassani et
peLueHnn 2,5 ceKyHAbl Ha CEKYHAbI, al., 2023
NPUHATUE peLLeHmnA WHTerpaums
«HpaBuTCA/He KOFHUTUBHbIX W
HpaBUTCA» SMOUMOHaJbHbIX
CUrHasnoB
®MPWU (reHpepHoe Bonee cunbHas MoBbiweHHas Casado-
COOTBETCTBUE aKTMBauus aKTMBauusa 30H Aranda et
peksambl) 3puUTeNbHbIX 06nacTemn HabnaeHUn al., 2018
B KOHIPY3HTHbIX OLWKNOOK 1
curHanax (calcarine, KOFHUTUBHbIX
cuneus) KOH(NMKTOB B
HEKOHIPY3HTHbIX
CcurHanax
OTcnexunBaHue BHuMaHue K acTeTuke: | KoHueHTpauus Ha | De Almeida
B3rnsgom LBET, TEKCTYPA, NPUHT, O6peHA0BbIX U Andrade et
(Bu3yanbHble BUTPUHHbIE 3NeMeHTbl | (YHKLMOHANbHbIX al., 2022
NpUopUTETHI) aTpubyTax:
NIOroTunbl,
MaTtepuarnbl,
KayecTBO
OMOUNOHANbHOCTb Bonee AcHasa n CkpblTas Rodriguez
OCO3HaHHa“ aMoLMoHanbHas et al,, 2024;
9MOLMOHasbHas peakuus B Touchette &
peakuus Cy6beKTUBHOM Lee, 2017°®
onucaHum
pauMoHanbHOCTH

Ba)XHO, 4TO Ha YpOBHE CKOPOCTU NPUHATUA KOTHUTUBHbIX peLleHni
YXEHLUUHbI MPUHUMALOT PEeLLEHNS TUNA «HPaBUTCSA/HE HpaBUTCA» bbiCcTpee
(NnpuMepHO 3a 2,5 cekyHAbl), YeM MYXYUHbl (3a 2,5-3 ceKyHAbl), 4YTO
yKa3blBaeT Ha pasnuMuuMs B WHTerpaumm KOFHUTUBHbIX CTpaTerMm wu
9MOUMOHanbHON WHPopmMaumn. [Onsa oTpacnM 3TO O3HayaeT, u4To
peKknaMHble MaTepuarnbl NS XKEHLWWNH AOMKHbI 6blTb AUHAMWYHBIMU Y
cofepXXaTeflbHbiIMW, B TO BpPEMS KaK KOMMYHUKaUMW AONA MYXYMH
TpebyroT 601ee CMCTEMATU3NPOBAHHOM NPe3eHTauUnu.

B-4yeTBEpPTbIX, O COOTBETCTBUM CYOBLEKTUBHbIX W OO6BEKTUBHbIX
AaHHbIX. Y XEeHWMH HabntogaeTcs 605ee TeCHOe COOTBETCTBUE MeXAy
coobLiaeMbIMX  3MOLMOHANbHbIMU  peakunasMnU U OOBHEKTUBHbIMU
dbusmnonornyecknmm nokasatensMu®’. My>UmHbl Xe, yallie OnUChbIBaOT
CBOW pELLEHMS KaK paunoHasnbHble, faxe, HECMOTPA Ha TO, YTO AaHHble
93l 1 PMPU ykasbiBalOT Ha CKPbITYHO 3MOLMOHAaNbHYKO aKTUBHOCTb
(Hanpumep, aKTUBaUUIO (PPOHTAsNbHbIX 30H MPY BOCMPUATUN PeEKNaMbl).

% Rodriguez, C., Florido, C., Cerda-Sudrez, L., & Mocchi, B. (2024). NEUROMARKETING Y MODA: UNA
REVISION SISTEMATICA SOBRE SUS IMPLICACIONES SENSORIALES. Revista de Ciencias de la
Comunicacién e Informacion.

https://doi.org/10.35742/rcci.2024.29.e304

% Bartra 0., et al. The valuation system: A coordinate-based meta-analysis of BOLD fMRI experiments //
Neurolmage. 2013. Vol. 76. P. 412-427.
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O9TO pacxoXaeHue Mexay CaMOOTYETHbIMM U (PaKTUYECKMMMU
HENPOHHbIMMU peakumMamu nogyepkmBaeT Heo6XxoaMMOCTb
NCNOJIb30BaHNA NHCTPYMEHTOB HEMPOMAPKETUHIA B CEMrMEHTaX MY>XUMH,
rae TpaauuMoHHbIe OMNPOCbl He Bcerga Mno3BosStOT BbIABUTb UCTUHHbIE
noBefeHYecKue apanBepbl.

ABTOp NpoBesi 9KOHOMETPUYECKUI aHanM3 NaTeHTHbIX (aKTOpPOB,
BNMAIOWMX Ha MWCMONb30BaHWE HeNpoMapKeTUHra Ha HauuoHasbHOM
pbIHKE MOZHOMN oAeXabl.

MNpeactaBneHHas  pabota  MNO3BOMSET  BbIABUTb  NYyOUHHbIE
MEeXaHU3Mbl, BAUAOWME Ha BOCMpUATME, MPeAnodYTeHMs U Moaenmu
NOBEAEHUS MOJIOAON XEHCKoN ayauTopun (B 4aCTHOCTW, CTYAEHTOK B
Bo3pacTe 19-25 neT) B KOHTEKCTE MOAbl Ha BEPXHIOK OAEX[Y, Ha OCHOBE
noctpoeHnss SEM-moaenu n nocnegyrowlero pakTopHOro aHanusa.

Onarpamma SEM Path, noctpoeHHas B Xxoge wuccneaoBaHUs.
Mogenb BK/HOYaeT 2 npegmkTopa n 5 3aBUCUMbIX NepeMeHHbIX. CTpenku
noKasbIBalOT NPUGAN3NTESNIbHBIE MPUYNHHDBIE CBA3W.

__Socialinfluence

Se._.. - 0.31 Ermoti Drivers

~ 006 ) __Plrchaselntention

— - } TT—
. = 0.47 = »BrandLoyalty

.
StylePreference

Puc 1. Mogenb PLS-SEM ¢akTopoB, BAUAIOLWMX Ha
ucnosibsoBaHMe HeMpoMapKeTUHra Ha pbiIHKe MOAHOM OfeXAbl

NMpuBeaeHHasa Bblle pguarpaMmma wnancTpupyet mogenb SEM,
LEMOHCTPUPYIOLLYIO BJIMSIHAE CEHCOPHOrO BOCMPUATUS U [oBepusa K
OpeHaQy Ha KruyeBble MNOTpedbuTenbCkne nepemMeHHble. Haunbonee
CUNbHble Koppenaunn Habnaarotca mexay Brand Trust u Brand Loyalty
(koadpuumeHt 0.47) n Purchase Intention (koadpduumeHT 0,36), uTO
NoAYepKMBAET Posib KOTHUTUBHOro pfosepus. CeHCOpHOe BOCMpuUATME
OKasblBaeT 3Ha4YNTeNbHOE BUSIHWE HA 3MOLMOHaNbHble U counanbHble
peakuum. Mopgenb nokasblBaeT KOMMNEKCHOe BANSAHNE
HepoMapKeTMHra Ha MoBeAEeHWE MOJIOAbIX MOTpedbuTenen UHAYCTPUU
MOZbl.

CornacHo pesynbTaTam 9KOHOMETPUYECKOrO aHanuaa,
HENPOMapPKETUHT MHAYCTPUM MOAbl — 3TO HE NPOCTO MapKeTMHIroBas Moaa.
9T0 rnybokass MeTOoAOSIOrnsl, OCHOBaHHas Ha MOHMMaHWM MO3rOBOWM
LEeATENbHOCTU, MOTUBALMM U 3MOLMOHAsbHbIX peakuui. MccnepoBaHue
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MOKa3bIBaeT, YTO Aa)Ke Korga Bbl6Op KaXKeTcsl CMOHTaHHbIM, NOTPebuTenb
[eNCTBYyeT B  COOTBETCTBMM C  OMnpefefnieHHbIMWU  BHYTPEHHUMMU
anroputMamu, KOTOpble  MOXHO He TOJIbKO Mu3ydaTb, HO M
LienieHanpaB/ieHHO akTuBuMpoBaTb. Mogenb SEM, nocTpoeHHas B pamMKax
nccnenoBaHus, MoO3BOMSET  WAEHTUGMUMpOBaTb 3OTU  anropuTMbl WU
paspaboTaTb 3PHEKTUBHbIE KOMMYHUKALMOHHbIE CTpaTernu.

TpeTbsl rnaBa Aucceptaumm HasbiBaeTca «COCTOsIHUE pasBUTUSA
pbIHKa MOAbl U TEKCTU/IbHOM NPOMbILLNIEHHOCTU Y36eKUCcTaHa», B KOTOPOM
packpbiTa poJfib MNPOMBbILIEHHOCTU U TEKCTUIbHOM MPOMBbILLSIEHHOCTN B
9KOHOMUKe Y306eKucTaHa, MNpPOBEAEHO 3MMUPUYECKOE WUCCieAoBaHMe
pasBUTUA pblHKA TEKCTUIbHOW MpOoAyKUMM Y306eKUCTaHa, a TaKxe
COLMOMOrMyecKoe uccnefoBaHne pbiHKa MoAHOM 06yBUM Y3b6ekucTaHa U
Typunu.

TekCTunbHasas MPOMBILWAEHHOCTb Y36eKuUCTaHa SAABMASETCA OAHUM U3
Ba)XHENLLMX CEKTOPOB, MOCTaBAAKOWMNX BaXKHYIO MNPOAYKLUMIO, KakK Afis
BHYTPEHHEro, Tak U A1 BHeLWHero pbiHka. CTpaHa peanusyeT cTpaTeruto
9KCMnopTa NpoAyKLMM C BbICOKOW A06aBfIEHHON CTOMMOCTbIKO Ha OCHOBE
nepepaboTKM XNOMNKOBOrO Cbipbsl. TEKCTUIbHAA NPOMbILLAEHHOCTb TaKXKe
UrpaeT BaXXHyHD pofib B obecrneyvyeHnn 3aHATOCTU. B HacTosuiee Bpems
dyHKumoHnpyet 60nee 3000 TEKCTUNBbHbBIX NPeanpuUaTUIA, 60/bLLUMHCTBO U3
KOTOpPbIX NPUHAANEXUT YaCTHOMY CEKTOPY.

9To0 roBoput O TOM, UTO Heob6XOoAUMO  MepecMoTpeTb
MapKeTUHIroBble cTpaTermu y36eKcKomn NPOMbILLIEHHOCTN,
aKTUBM3NPOBaTb ANBEPCUPUKALUNIO IKCNOPTHbBIX PbIHKOB U MOBbILIEHNE
NOANBbHOCTN K OpeHAy Ha BHYTPEHHEM pblHKe. AHanu3 NpUBeLEHHOM
Bbllle Tabnuubl NoKasblBaeT, YTO NMPON3BOACTBO oaexabl B Pecnybnuke
Y36eknctaH B 2010-2022 rogax [AeMOHCTpuMpoBana TEHAEHUUIO
cTabunbHOro pocTta u yesenuuusnocb ¢ 575,8 mnpa cymoB go 17,2 TpsH
CYMOB. HeyKJIOHHbI POCT KaK o06liero ootbema obpabaTbiBarOLLEN
NPOMbILLJIEHHOCTH, TaK U 06bEMa NPON3BOACTBA OAEXAbl B 3TOT Nepumog,
C MAapKeTUMHroBOM TOYKM 3pPeHUs OODBACHAETCA  pacCLUMPEHNEM
NOTPEOMTENbCKOrO Crpoca HaceneHuss Ha ofexay, YBelM4eHneM
€MKOCTU BHYTPEHHEro pbiHKa W paclUMpeHneM BO3MOXXHOCTEM BbIXofa
Ha 3apybexHble pbiHKKN. OcobeHHO, Habntogaembln nocne 2016 roaa
peskuMi Nogbem, TO eCTb yBENMYeHMe Ob6beMa NMPOU3BOACTBA OAeXAbl
Cpa3y B HECKOJIbKO pa3, OObACHSAETCA roCyfapCTBEHHOW MOSIMTMKON
NOALEPXKN NErkon MpOMbILWIEHHOCTH, aKTMBM3auuen KiacTepHbIX
NpOLECCOB M BPEHANHIOBOWN MPAKTUKM.

Taébnuua 5

06beM npousBoacTBa ofeXxabl B Pecnybnuke YsbekucrtaH B 2010-
2025 rogax®

%8 CocTaBneHo aBTOpPOM
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Knaccudukarop 20r10 2?_15 2021 r. | 2022r. | 2023 . 2034 3025
MpounsBoacTBO
NPOMBbILUIEHHOWN 38119, | 97598 | 36874 | 456056, | 553265 | 64181 | 65181
npoAaykuun, Mnpa. 0 2 0,2 1 ,0 7.1 7.1
CyM
26(5’;?,?”25’1':3;%”;?: 28742, | 78492 | 30592 |378186, | 460491 |52637 | 56637
P ' 8 3 8,6 4 8 24 2.4
MAp4. CYM
[MponsBoacTBO 5758 1585, | 10402, 135928 17264, | 19116 | 19816
oaexnabl, MJIpA,. CyM 3 4 8 ,9 9
Lona nponsBoacTBa
OAeXAbl B ObLeM 1,51 162 | 282 2,98 312 | 334 | 344
obbeme
NPOMbILLJIEHHOCTH, %
Lona nponsBoacTea
OAEHAbIB 200 | 202 | 340 3,59 375 | 381 | 391
obpabaTblBatloLLEN
NPOMBbILLSIEHHOCTH, %

B nepuop ¢ 2020 no 2024 rop aKCNOPT TEKCTUIIbHOW, LUBEWHO-
TPUKOTAXXHOM MNPOAYKUMN Y36eKUcTaHa [EMOHCTPUPOBaAsn YCTOMYUBYHO
TEeHAEeHUMIO poCcTa, yBennymewucb ¢ 18 684 mnH. gonnapos po 3,386
MNpA. LoNnapoB. STOT Npouecc CBUAETENbCTBYET O CTPEMIIEHNN CTPaHbI
9KCMOpTUpPOBaTb Ha 3apybeXxHble PbIHKKM HEe XJIONKOBOE Cbipbe, a
FOTOBYHO MNPOAYKUMIO C BbICOKON [06aBNEHHOM CTOMMOCTbIO. B
4YaCTHOCTHK, 06beM IKCMOpTa MPsHXKN yBENNYUBANCA U3 roga B rog, ¢ 224,7
Tbic. TOHH B 2020 rogy po 447,8 Ttbic. TOHH B 2024 ropy, ofHaKo
CHWXXEHME CTOMMOCTHOro obtbema O6YC/IOBNIEHO M3MEHEHMEM LEH Ha
NPOAYKUMIO U KOHKYPEHTHbIX YCMOBUW. 3HAYUTENIbHO YBESIUYUIICA W
06BbEM 3KCMopTa TKaHeW M TPUKOTAXKHOIro MOJSIOTHA, YTO yKasblBaeT Ha
BbICOKMI CMPOC Ha NOSYrOTOBYHO MPOAYKLUMIO Ha 3apybeXXHbIX PblHKaX.
OOHaKoO C TOYKM 3pEeHUss MapKeTuMHra Haumbonee 3HauuTesbHblEe
M3MEHEHNA TMPOU3OLLIN B OSKCMOPTE rOTOBbIX LWBEWHO-TPUKOTAXKHbIX
n3penunin, poct Kotoporo ¢ 257,4 mnH. gonnapos B 2020 roay pno 1,69
Mnpg. gonnapoe B 2024 rogy CBUAETENbCTBYET O TOM, YTO y36eKCKue
O6peHabl U roToBas oAeXxpa HaxogAaT CBOE MECTO Ha MeXAyHapoA4HOM
PbIHKE.

Taébnuua 6

OKCnopTHble nokasaTesiu TEKCTU/IbHON U LUBEAHO- TPUKOTaXXHOMU

npoMbiLneHHocTH B 2017-2025 rr.*

EnvH
uua 2022r. 2023r. 2024 r.

HaumeHoBaHue
rnokasarenen

2025r.

%% CocTaBneHo aBTOPOM
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M3Me | HaTy | Konuy | HaT | Konuye | HaT | Konu4y | HaTty ':22:'
peHusa pa ecTBO | ypa CTBO ypa | ecTBO pa BO
3kenopt LIS L 2931,2 8 B
P ponn. 868,4 ' 229,1 -
TbIC. 455, 562 4009, 1 1172,
Mpsxa ™, 4 947,3 6 1618,7 5 4223 447.8 2614
MJTH. 296, 318 305, 171,7
TkaHu KB. M 5 103,9 5 145,6 8 168,1 588,7 3047
Tpukoraxwoe ™IC. | 330 | 1395 | 4% | 2383 |504 | 3014 | 600 |2294
MONIOTHO TH. 1 4892
LLIBenHo- MITH 1 1
TPUKOTaXKHble ) 648,0 882,3 696,
nonn. 283,2
nspenvs 50
Hoco4yHas MJTH. 119, 167 168, 55,65
npoaykums ponn. 8 29,8 ,3 46,3 3 541 169,7 7158
MJIH.
Opyrue ToBapbl noni.
Jlokanusauus MJIpA. 1130 566,8 900,9 1286,
CyM 6

B TO e BpeMA AoNA NoayrotoBon NpoAyKLUUU, TaKUX KakK TKaHU U
Npska, OCTaeTCs BbICOKOM, 4TO YyKasblBaeT Ha Heob6XO0AMMOCTb
yrnybneHuss akcnopTta M panbHenlero paclwmpeHuss JONM roTOBOWM
oAexabl. [NTokazaTenn nokannsauum Takxe BbIpocnu ¢ 22,9 mnpg. cymoB
B 2021 rogy go 1,28 1tpnH. cymoB B 2024 rofy, YTO CBMAETENbCTBYET O
pa3BUTUN BHYTPEHHUX MPOU3BOACTBEHHbIX Liernoyek. B uenom, 3a aToT
nepuMoa NpomM3oLIN KayeCTBEHHblE U3MEHEHUA B 06beMe U CTPYKType
3KcrnopTa TEKCTU/IbHOM U LUBEUHO-TPUKOTAXHOW MPOMBbILLIEHHOCTU, YTO
CBUAeTeNnbCTBYeT O BO3pacTarowen BaXHOCTM  MapPKETUHIOBbIX
nccnefoBaHuin, cTpaTerMi MoAbl U GpeHAMHra, a TakxKe AM3ariHepCKUX
WHHOBaUMM B rnpeBpallieHun YsbekuctaHa B MPOU3BOAMUTENS FOTOBOWM
NpoAYyKLUUM C BbICOKOW [O6ABNEHHON CTOMMOCTbIO ANS1 MEXAYHapPOA4HOIro
pbIHKa.

PenTUHr MapkeTuHroBon 3dEHeKTUBHOCTM OpeHAOB W areHTCTB
MoAbl Y36ekucTaHa 3a 2025 rog HarnsgHo AEMOHCTPUPYET pacTyLuyto
KOHKypeHuuto B cTpaHe. KomnaHusa «PANDORA», 3aHaBlaA nepBoe
MecTo B pelTuHre c¢ 63 6Gannamu, nokasana, 4to cdopmupoBana
CUNIbHbIN UMUK 6peHAa Ha pbliHKe KakK npeanpusaTve, cO3faHHOe Ha
OCHOBe UWHAMBUAYaNbHOW WHULUMATUBLI. ITO MNOATBEPXAAET BaXKHYHO
pofnb naeHTUdUKaunMn 6peHaa, 3MOLMOHANbHOW CBA3U C KAMEHTaMu U
nporpamMm JIoANIbHOCTU B MapKeTUHIOBbIX CTpaTernax. Ha BTopoM mMecTe
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- kKomnaHua «BELLSTORE EXPRESS», cneunanusupyrowanaca Ha
PO3HMYHON nNpojaxe KOCMETUYECKUX W TUFMEHNYECKUX CPEACTB,
nokasana BbICOKMA pe3ynbtat — 41 6annoB M 3hHeKTUBHOCTb
MapKeTUHIOBbIX KaMMNaHWn, OPUEHTUPOBAHHbIX HA XXEHCKYH ayaAnTOpPWUIO,
B cerMeHTauum pbiHka. Ha Tpetbem mecte — «INDENIM» ¢ 35,5 6annamu,
AOOUBLLMCA LUMPOKOrO NMpU3HaHUA NoTpebutenen Kak 6peHs oaexabl B
nuayctpum mogabl. Mexay TeMm, «AYNIMO» wn «EXPRESS BEAUTY»
3aHMMaloT cpegHune No3nuum pernTuHra ¢ 18 6annamu, n onMparoTca Ha
MHHOBALMOHHblE MAPKETUHIOBble MHCTPYMEHTbI cdepbl 06CNY)XMBAHUS,
B 4YaCTHOCTW, Ha KOMMYHUKALMIO C ayguTopuen 4epes undpoBble
nnatdopMbl U coumnanbHbie ceTu. bpeHabl, 3aHMMatowWme 6onee HU3KMe
no3unumumn, Takme Kak «Fratelli Casa», «Oriflame» unn «Begim Parfumes»,
HY)X[alTCA B CTpaTernyeckomM 06HOBNEHUN, AuBepcudmKaLmm peknambl
W yKpPenseHum Mo3ULMOHUPOBAHNA  OpeHpa ANA  MOBbIWEHUS
9D (PEKTUBHOCTU MapKETUHTa.

B uenom, peiTuHr NnokasbiBaeT, YTO MOAHble 6peHbl Y36ekucrtaHa
paboTaroT MPEUMMYLLECTBEHHO B CErMeHTax KOCMETUKW, ofexnabl WU
akceccyapoB, W WCMNONb3YyOT MapKeTUHroBble NoAXoAbl, MpaBUJIbHO
OPUEHTUPOBAHHbIE Ha CBOK UeneByto ayautoputo. OpHako 6peHAbl,
NoJlyYnBLUME BbICOKUE PEUTUHIM, pacLIMpuin CBOU MapKeTUHIOBble
KOMMYHUKaUUM U ygenunum 60fblioe BHUMaHWE 0b6ecneyvYeHuto
MOCTOSAAHHOIO KOHTaKTa C KneHTaMu. TakuMm o6pas3oMm, ycrnex Ha pbiHKe
MOLHON WHAYCTPUM [OCTUraeTCcA 3a CyeT ajanTtauum MapKeTUHroBOW
cTpaTerMm K LUEHHOCTAM 6peHAa, WHHOBALMOHHBIM  peKlaMHbIM
MHCTPYMEHTaM M NOTPEBHOCTAM NOTpPebUTeNnen, YTO NOCAYXXUT OCHOBOWN
AN 06ecneyeHnss KOHKYPEHTOCMOCOOHOCTUM M Ha MeXAYHapOAHbIX
pbIHKax B 6yayLiem.

AHKeTa, cocTaBneHHas A/1Ia uccnefoBaHus, COCTosAs1a B OCHOBHOM
M3 3aKpbITbIX BOMPOCOB C BapuMaHTaMM OTBETOB, a Y4YaCTHMKM 6blnn
OoTOO6paHbl METOAOM MNPOCTOM CriydYarhHOW BbIGOPKWU. B pesynbTaTe C
NOMOLLbIO NIaTGOopMbl Survio 66171 pa3paboTaH 3/IEKTPOHHbIA ONMPOCHMUK,
COCTOALLNIN N3 23 BOMPOCOB.

B onpoce npuHanu ydactme 300 pecnoHgeHToB. M3 Hux 58
NPOLEHTOB COCTaBNAAM MonoAble nognm B Bo3pacte 18-25 ner, 11
npoueHToB — B BoO3pacTe 25—-35 net n 1/ npoueHToB — B BO3pacTe
35-45 net. Kpome Toro, 71 nNpouUeHT PecrnoHAEHTOB O6blnn XUTeNnsaMu
KPYMHbIX FOPOAOB C HaceneHnem 6onee MWUINIMOHA 4enoBeK. Takas
BblOOpKa 3HayMMa TeM, YTO OTpaXaeT MOJIOAEXKHOE MHEHNE W
coumanbHO-3KOHOMMYECKnNe B3rnaabl HaceneHus KPynHbIX roOpoLoB.

PacnpeneneHue v cratuctmyeckne pesynbTaTbl NepBOHaYasbHbIX
OTBETOB Ha aHKeTy rpeAcTaB/ieHbl Ha PUCYHKe 2, U MpeactaBnstoT
BaXHYK0O  MHPopmMauuo 06 ob6wmux B3rnsgax UM coumnanbHo-
Aemorpadpunyecknx xapakTepucTukax pecrnoHgeHTOoB.

Sizning yoshingiz? Qaysi shaharda istiqomat qgilasiz?

Aholisi 50 ming - 250 ming orasida shahar Aholisi 250 ming - 500 ming orasida shahar

35-45 yosh

45-55 yosh Aholisi 50 mingdan kam shahar Aholisi 500 ming - 1 min orasida shahar

55 va undan katta

17%

12-18 yosh



Puc 2. lnarpaMmbl pacnpeneneHus pecnoH4eHToB,
yyacTBOBaBLUMX B Onpoce, No BO3pacTHbIM KaTeropusim
[Mocne BOMPOCOB WHTEPBbIO PECMOHAEHTAM O6bl/I0 MPeAsIoXEeHO
yKasaTb CBOM TWUMN TeMmnepaMeHTa: XONepuK, MenaHxonuk, dpnermMatmk
WNW  CaHrBUHUK. BONbLWIMHCTBO pPECNOHAEHTOB OTHECNU cebsa K
caHrBMHuUkKam — 41,3%, 3a HUMW cneayroT Xxonepukn — 22,1%,
mMenaHxonukn — 20,2% n pnermatnkm — 16,3% (pucyHok 3).

Sizda gaysi temperament turi bor?

Melanxolik

Flegmatik

Sangvinik

Xolerik

Puc 3. lnarpamMmma pacnpegeneHus oTBETOB peCcrnoHA4eHTOB Ha
BOMNpoc «KakoB Ball TeMMNepaMeHT?»

Jlanee aHKeTa BKJItoYana 6710k BONPOCOB, KacatoLWMXCA OTHOLLEHUS
pecrnoHaeHToB K Moge. OTBeTbl Ha Bonpocbl «Cneaute nn Bbl 3a
N3MeHeHns MM B Moae?» n «Kakne oCHOBHble UCTOYHUKKN MHIOpMaLMK O
Moge Ans Bac?» 6blnvM M3yyeHbl B UCCrefoBaHUAX, NMPOBEAEHHbIX 3a
nocniegHne HeCKOJbKO NeT.

Pesynbtatbl  unccnegosaHma 2025 roga  nokasanW, 4ToO
60MbLUNHCTBO PECNOHAEHTOB C/leAsaT 3a MOAOW BPeMS OT BPEMEHU, HO B
TO )XXe BpeMs A0S No4en, KoTopble cnegaTr 3a MOLOW MOCTOAHHO U3
ropa B rofl, 3Ha4YUTesibHO Bbiwe™. [MonyyeHHble pesynbTaTbl

“° ppikoea E. C., MegnBepeBa 0. A., ®oknHa A. A. AHanus aTanoB pa3BUTUSA KOHCTPYKLUMIA 06yBU B
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CBUAETENbCTBYIOT O TOM, YTO COBPEMEHHbI NOTPEOGUTENb FOTOB MPUHATD
TO WUAN MHOE HOBLLECTBO, KOTOPOE MOXET HanpsiIMyto MOBAUSATb HA €ro
KOCTIOM (PUCYHOK 4).

Siz moda o‘zgarishlarini kuzatasizmi?

mmm Ha, doim kuzataman
Em Ba'zan kuzataman
60+ mmm Deyarli kuzatmayman

50

201

10t

0

2012 2013 2014 2015 2016 2018 2020

Puc 4. PeTpocneKTUBHas rMcTorpamma pacrnpeaeneHus OTBETOB
Ha Bonpoc «CneauTte nu Bbl 3a U3MeHEHUAMMU MOAbI?»

Bonpoc 06 wWCTOYHMKAxX WMHGOpPMaUMM O MOJAEe TMOKasan OYeHb
4yeTKUn pesynbTaT — VIHTEepHeT 6bls1 U OCTaeTCss OCHOBHbIM KaHasioM
nonyyeHus nHdopmaumm o Moge ANns O6ONbLUMHCTBA PecrnoHaeHToB. B
2020 rogy nouytn 70% onpoweHHbIXx npegnoynn BceMupHyto ceTb.
KoHeuHo, Ha pe3yfbTaTbl CU/IbHO NOBAUASA NAaHAEMUA B HaLLIeN CTpaHe n
Mupe. llokasbl MOA oceHHe-auMHero cesoHa 2020 ropa W BeCeHHe-
netHero cesoHa 2022 ropga nMpoxogunun OHMaWH, 4YTO MNO3BOJUIIO

Hambonee 3aMHTepecoBaHHbIM MOrpy3MTbCA B aTMocdepy WHAYCTpUU
MOJbl.

Qaysi manbalar siz uchun moda haqgidagi asosiy axborot manbai hisoblanadi?
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Puc 5. N'uctorpamma pacnpeneneHusi OTBETOB PeCNOHAEHTOB Ha
Bonpoc «Kakue 0CHOBHbl€ UCTOYHUKMN UHOPMaLIUKN O MOAeE Bbl

cucTeMe «4YesloBeK-06yBb-OKpYXKatoLan cpeaa» // AnbMaHax MMpoBoi Hayku. — 2018. - N25(25). — c. 38
-43.
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ucnonbsyete?» B 2025 rogy

OcHOBHasa 3ajaya uccnefoBaHUs 3akawovanacb B onpegeneHuu
B3aMMOCBA3M MexXay NpeanoyYTeEHNSAMU NMpu Bblibope 0OyBM Yy NMHOAEN C
pasHbIMW TUMamu TemnepamMmeHTa. B cBAsu C 3TMM cnepyrowmi 650K
BOMPOCOB B aHKeTe Obl/1 NOCBSLWEH Bbi6Opy 06yBW pecrnoHAeHTamMu B
3aBUCUMOCTM OT C€30Ha oA exabl.

pagauma TMNOB TeMnepamMeHTa nMpoBoAuniacb C  y4eToM
OOLLENPUHATBIX Ha3BaHMA B COOTBETCTBMM C MNCUXO(PMU3NOIOrMYECKOMN
Teopuen NMYHOCTU. B BoNpocax, Kacarowmxcsa NnpeanoyTeHms Tuna obysu
B 3aBMCUMOCTU OT ce30Ha, ucnosnb3oBanca OCT 23251-83 «06yBb.
TepMuHbl 1 onpegeneHus». [loCKoMbKy onpefeneHne HOPMaTUBHO-
NpaBOBbIX aKTOB He Bcerga TMOHATHO MOTPedtUTENto, B aHKeTe
NPUBOAMNCH MPUMEPbI C OOLLENPUHATBIMN Ha3BaHUAMM.

Habniopgaemas TeHAeHUMNSA B OTBETAx PeCNoOHAEHTOB OTHOCUTENbHO
NX NpeanoyYTeHUN B NETHUMA CE30H MOKa3bIBAET, YTO, OOJbLLUON MPOLEHT
pPecnoHAEeHTOB npeanoyntTaetr 0b6yBb CBET/bIX TOHOB, HE3aBUCUMO OT
TemMrnepamMeHTa.

Mbl cocTaBuaM Tabnmuy 9, OCHOBbIBasiCb Ha  CE30HHbIX
npennoyYTeHUsx Nogen ¢ pas3iInyHbiMU TUMAMKU TeMIepamMeHTa.

[MpoBefeHHOe coumnosniormyeckoe nccregosaHne nomMorio BbisBUTb
OCHOBHblIE KPUTEpWUW, Ha KOTOpble NOTpebuTenn obpalyaoT BHUMaHWE
Npn BblbOpe 06yBW, a TakKXKe OnpefenuTb B3aMMOCBA3b MexXay
MNCMXOTUNOM MoOKynaTenss WM BblIGOPOM KOHKPETHOro Tuna OO6YyBM M
LBETOBOW NanuTpbl. Pasnuuma B pesynbrartax, NosiydeHHbIX B OTBeTax
PECMOHAEHTOB M3 ABYX CTpaH — Y36ekuctaHa M Typuum — MOXHO
OObACHUTL psAoM npuumH. [lpexxae BcCero, Wu3-3a pasHuubl B
MeHTanuTeTe  HaceneHus, B  Typuum  OaBHO  UCNONb3yeTcs
WHAUBUAOYaNbHbIA  NOAXO4 K  MOKynaTesnio, MNO3TOMYy  TypeuKui
noKynaTenb He UCMbITbIBAeT OCTPOM HEOOXOAMMOCTM B UCMOb30BaHUK
dYyHKUMKM  KacToMM3auun. Y36eKCKU noTpebutenb BOCMPUMMYUMB K
B/IUSSHUIO MapPKETUHIOBbIX WMHCTPYMEHTOB U MO3TOMY O4YeHb XOpOLUO
npuBeTcTBYET (PYHKUUIO KacToMusauuu. CTOUT OTAENbHO OTMETUTb, YTO
Ha MOMEHT uccrnefoBaHUA HaceneHue KpynHeunwero ropoga Typuuu —
Ctambyna — cOCTaBnsano npuénuantenbHo 15,7 MunmMoHa 4yenoBek
(maHHble 3a 2025 roa), AnA cpaBHeHus, HaceneHve TallKeHTa
cocTaBnsietr 6onee 3,5 MUAIMOHA 4YeNOBEK, YTO CBUAETENbLCTBYET O
pasHULEe B YPOBHE, KaUYeCTBE U TeMIax XXU3HU HaceneHnsa ABYX CTPaH.

Taébnuua 7
MNpeanoyTeHUs noaen ¢ pasHbiM TeMNnepaMeHTOM Npu Bblbope
LBeTOB 06YBU

Tun TeMnepameHTa Tun o6yBu lNpepnoyTeHus no BusyanbHbin
LBeTy BUA

3UMHUIN ce30H
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Xonepuk Canorwu YepHbIn LBET, (oo o0 @
TEMHble TOHA

Xonepuk BOTUHKMK YepHbIn LBET, (oo o e
TeMHble TOHa

Xonepuk Mony6oTMHKN | YepHbi LBET, (e oo @
TeMHble TOHa

MenaHxonuk Canoru YepHbIn LBET, (oo oo
TEMHbIe TOHA

MenaHxonuk BoTuHKM YepHbI LBET, (@00 @
TeMHble TOHa

dnermatunk Canoru YepHbI LBET, (e oo @
TeMHble TOHa

dnermatnk BoTnHkn YepHbin LBET, (oo 0@
TeMHble TOHa

dnermatuk Mony6oTUHKKN | YepHbin LBET, (oo o e
TEMHbIE TOHA

CaHrBuHuK Carnorn YepHbin LBET, |00 0@
TeMHble TOHa

CaHreBmHuk BoTuHkmn YepHbin LBET, | eo e e
TeMHble TOHa

CaHrBUHUK Mony6oTUHKM YepHbIn; TEMHbIE XXX
TOHa;

KoM6uHupoBaHHble

uBeTa

CornacHo pesynbTaTaM uMcCnefoBaHUA, KacToMm3aumss OOYBM
SIBISETCA  MNEpPCreKTUBHbIM  HarnpaB/ieHWEM  pasBUTUS  OBYBHbIX
npeanpuaTMin B HawenW CcTpaHe, MO3TOMY B crejylouen rnaee
AnccepTayum nogpobHO paCCMOTPEHbI BOMPOCHI, CBA3aHHbIE C MUPOBbIM
OMbITOM UCNONb30BaHUA QYHKLMN NpUAaHNa ToBapamMm MHAMBUAYANbHbIX
XapaKTePUCTUK.

B uccnepoBaHum B n y 6blnM paccymMTaHbl 3MNUPUYECKM, @ MOAaA
6bl1a 060CHOBAHAa Kak puteinn (Loypym/6yTuk):

ORCfashion 2%=X1:X2:X3:X4=0.22:0.24:0.21:0.28

BuTpuHa (0.28) — 3amepXXuBaeT «MNepBblil KOHTAKT» B MOTOKe
ynunubl/KOpnaopa;

peknamMHbIv ponuk (0,21) — nepenaet uctoputo 6peHaa U curHan o
TpeHae (ocobeHHo digital akpaH/counanbHble CeTH);

MepyaHgansmHr  (0,24) — cMmewaeT BHMMaHME Ha  aTan
«NPUBANXKEHMUSA K MOKYMKEY,
uBetoBoe codetaHue (0,22) — cTabunusmpyeT Kop 6peHaa W

YyBCTBMTENIbHOCTb, HO 4aCTO XOpowo paboTaeT B  paMkax
BUTPUHbI/AN3ainHa.

Taébnuua 8.
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OnTuManbHble COOTHOLUEHUA YCWUJIEHUA BJIUAHUA WHCTPYMEHTOB
HelpoMapKeTUHra: peKnaMHbIX BWUAEOPOJSIMKOB, LIBETOBON raMMbl,
pa3MelleHns Npoaykuuu (MepyaHaansuHra) ¥ BUTPMHHOIO AuW3aiiHa Ha
BHUMaHuWe NoTpebuTenei, NOCPeACTBOM UX pas/InyHbIX KOMOUHALMNA, 33
CYET oOnpepeneHnss YPOBHA WX WHAMBUAYaANbHOrO BJIMAHUA Ha
KOHKPETHOM pbIHKe MOJbl

YcnoBus pblHKa ORC (x, reklama : x, rang : X,

Mo/Abl merch : x, vitrina) Mpumedarie

. BuTpuHa nepBbI KOHTAKT,
YHuBepcasbHbIi

0.25:0.20:0.25:0.30 MepY BHYTPEHHASA
(cTapT)
KoHBepcus
Mpemuym GyTuK 0.20:0.25:0.20: 0.35 Sctetuka + Ko 6penaa
(uBeT) CUNbHbIE
Mass-market retail 0.25:0.15:0.35:0.25 BasxHa ckopocTb noncka-

noJsiydeHnA BHYTPU 3aJia

Fast-fa§h|on / 0.22:0.24:0.21:0.28 Ponuk 6bicTpo nogaet
ObICTPbIN TPEHA CUrHan o TpeHae

OHnaMH + odnanH 0.35:0.20 - 0.20 : 0.25 digitalnponvyk CTaHOBUTCSA
(omnichannel) traffic driver

CermeHT Fast-fashion — Hambonee puMHamMn4yHOe HanpaB/ieHMe
pblHKa MoO[bl, rAe BO3HUKHOBEHMWEe, nonynapusaumsa u ycrapeBaHue
TPEHOOB MPOUCXOAUT 3@ OYEeHb KOPOTKUA nepuopn BpemMeHu. [1oaTomy
BINAAHWE UHCTPYMEHTOB HEMPOMAapKETUHIra Ha BHMMaHWe noTpebuTtenen
B 9TOM CerMeHTe onpegenserca Takumu  akTopamu, Kak
ornepaTMBHOCTb, CUrHas HOBWU3HbI U BU3yanbHas afanTUBHOCTb. B aTux
YCNOBUAX ONTUManbHOe cooTHoweHne kKoadhduumnentos 0,22: 0,24: 0,21:
0,28 (peknamMHbIA pPONMUK: LBETOBOE co4YeTaHue: MepyaHZaNn3uHr:
BUTPUHHbIN An3aliH) NTOrMYyeckn 060CHOBAHO.

B YyeTBEpPTOMn rnaBee anccepraumm noa Ha3BaHUEM
«CoBeplLUeHCTBOBaHWe MeTOA0J10rUu OLIEHKMU 3¢pPeKTUBHOCTH
MapKeTUHra B MHAYCTPUU MOAbI», NpoBefeH CpaBHUTENIbHbIM aHanus
METOLOB  OUEHKM 9(PEPEKTUBHOCTU MapKeTUHra W npeacTaBieHa
COBpEeMEHHas MeTOA0SI0MUSA OLEHKN MapKeTUHra B UHGYCTPUN MOApbl.

MeTofonorMyeckn p[aHHoe wuccnefoBaHue BKAOYaeT B cebs:
MCMNOSIb30BaHWE CTPYKTYpHOro MogenvpoBaHusa (SEM) noseonuno
NPOBEPUTb CIIOXXHble B3aUMOCBA3N MeXAY CKPbITbIMU KOHCTPYKTaMu U
NOATBEPANTb NMPUMEHUMOCTb 3TOMO0 MHCTPYMEHTa AN MapKeTUHroBoro
aHanmsa B uHAycTpuuM ™Mopbl. OAHako cnefyet TakXe YyyuTbiBaTb
OorpaHn4yeHuns: OCHOBaHMe Ha Cy6beKTUBHbIE OLLEHKN MEHEAXKEPOB MOXET
CHU3UTb OOBEKTUBHOCTb pe3ynbTaToB, a [reTeporeHHOCTb Bblbopa
orpaHn4YMBaeT BO3MOXHOCTb 0606LWeHN. TeM He MeHee, BbIBOAbI
paboTbl faloT OCHOBaHMe AN BKAKYeHUs anddepeHumnaumm nMuaxa B
4YMCNI0 OCHOBHbIX NOKasaTenen nNpu oueHke aPOEKTUBHOCTM MapKETUHTa.
9TO MOXHO cpopMmMpoBaTb B BUAE OTAENbHOWN Tabnuubl (CM. Tabnuuy 8),
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B KOTOPOW MNpeacTaBneHbl YeTblpe KOMMETEHUMN U UX CPaBHUTENbHOE
BNUsIHWE Ha 9P PEKTUBHOCTD.

Tabnuua 9
MapKeTUHroBble KOMNETEHLMK 1 3P HEKTUBHOCTL
BnusaHue Ha
KomneTteHuusA De3yNbTaTMBHOCTb 3HauyMmMocCTb
AnddepeHunalus [MonoxxuTtesnbHoe Bbicokas
nMmumaka
SddekTnBHOE MonoxutenbHoe
CpegHsas
03HaKOMJIeHME (cpepHee)
PbIHOYHbIE 3HaHWA HeBa)xHoe Hwnskas
06cnyXmBaHue He BnaeT sHaunuTesibHO Hunskas

OpHOM M3 Haubonee NEepCcrneKTUBHbIX HanpaBfeHUA pPasBUTUS
METOA0/I0MMN OLEeHKN 3PPEeKTUBHOCTM MapKeTMHra B UHAYCTPUN MOAbI
SIBISIETCA UCMNOJSIb30BAHME WHCTPYMEHTOB BMW3yaslIbHOM aHalIUTUKMU.
BusyanbHoe BOCMpusITUE UrpaeT BaXKHYKO POJib B MPUHATUU PELUEHU O
MOKYMNKe, 0COH6EHHO B MJlaHe MepYyaHAan3nHra n npeseHTauum ToBapoB B
opnaH- W OHMAMH-NPOCTPaHCTBaX. TpaguUMOHHO 3PPEKTUBHOCTb
BUTPUH W pPEeK/aMHbIX MaTepuasioB oOleHMBanacb C MOMOLLbIO
9KCMepTHbIX OMPOCOB UM MeToaoB eye-tracking. OgHako oba nogxona
MMEIT CYLLEeCTBEHHble OrpaHUYeHUs. SKCMEepTHble OLEHKW 4acTo
CTpagalT OT CYOBLEKTUBHOCTW, a WCMNONb30OBaHWE TEXHONOrMMn
OTCNEeXuBaHUA B3rnsga TpedyeT BbICOKMX 3aTpaT Ha 060pyaoBaHME U He
Bcerga MaclwrabupyemMo Ans LWMPOKOro CrnekTpa BapuaHTOB.

Ha aToM ¢oHe HOBble NoaxoAbl, OCHOBaHHble Ha KOMMbKOTEPHOM
3peHun n aHanuse vizual salans, npeanaratoT 60nee O6GBHLEKTUBHbIE U
9KOHOMWYECKM BbIrOAHbIE UHCTPYMEHTbI. CyTb MeToAa 3akto4vaeTcs B
TOM, 4YTO MepyYyaHAansuHr paspabdbaTbiBaeTCA 3aHOBO C MOMOLLbHO
anropuTMOB, pasfinyarolmnX BU3yasibHble MPU3HAKU — LBET, APKOCTb,
OPMEHTaLNIO 0OBEKTOB, KOTOPbIE MMEKOT HU3KUIA YPOBEHb U306paXKEHUS.
3aTeM 3TV MNpuU3HaKU O6beAMHAITCA B NUpPaMUAanbHYHO MOAenb WU
cospjatoT Tennoeble KapTbl (heatmaps), nokasbiBatowme 30HbI
KOHLEHTpaLUMM  BHMMaHUA™.  TlpeMMyLLECTBO  Takoro  MoAxoja
3aK/oYaeTcs B TOM, YTO OH MOXET UMUTUpoBaTb (U3MOSOrMYyeckme
XapaKTepPUCTUKN YeI0BEYECKOro 3peHmsi, BKItoYas LeHTpanbHoe (foveal)
n nepudepnyeckoe BHUMaHMe.

[MpoBefeHHbIN aHann3 nokasas, 4YTO MeToAOosNIoOMMA  OLEHKMU
9¢hPEKTMBHOCTU MapKeTUHra B MHAYCTPUM MOAbl MpeacTaBnsieT Ccobom
MHOIOCJTIOMHYHO U MHOITOMEPHYHO 06/1aCTb, KOTOPYH HEBO3MOXXHO CBECTU K
OAHOMY YHMBEPCANbHOMY WHCTPYMeHTY. [Mpupoga WHAYCTPUMM MOAbl —
BbICOKasi W3MEHYMBOCTb TPEHOOB, YCKOPEHHbIE >XU3HEHHble LUKJIbI

*1 CocTaBneHo aBTOpPOM
*2 He, H., Xu, P., Jia, J., Sun, X., & Cao, J. (2024). Visual assessment of fashion merchandising based on
scene saliency. International Journal of Clothing Science and Technology. https://doi.org/10.1108/IJCST
-03-2022-0037
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NpoAyKTa, 3MOLMOHanbHasi BOBJSIEYEHHOCTb MOTpebuTenen u ponb
Ky/bTYPHbIX KOAOB — TPedyeT UCMOb30BaHUA PasfIMYHbIX aHANIMTUYECKMX
noaxoaoB. MIMeHHO NO3TOMY MCCleAoBaHMA B 3TOM 06M1aCTU HOCAT SPKO
BblpaXXeHHbIA  MeXAUCUMMIMHAPHbIA  XapakTep W  OnuparTCA Ha
KOMOWHALMIO KOSIMYECTBEHHbIX, KAYECTBEHHbIX U LM POBbIX METOA0OMMNA.

MNaTaa rnaBa pAucceptauum HasbiBaeTcss «CoBeplleHCTBOBaHUE
MEeTOA0NIONTMN UCMONIb30BaHUA HeMpOMapKeTMHra Ha pbiHKE MOAbI», U
NocBsiLLieHa pa3paboTKe NpeasioXKeHn No COBEPLUEHCTBOBAHNIO METOANKM
WHTErpupoBaHNA  HeMpoMapKeTUHra B CUCTEMY  MapKEeTUHIOBbIX
nccrnefoBaHum npegnpuaTus n pPacCMOTPEHUIO nepcrnekTme
MCMOSb30BaHUA HEMPOMAapPKETMHIa Ha pbIHKE MOAbl Y36eKMcTaHa.

HesaBUCUMbIM  3/1EMEHTOM  CUCTEMbl  HENPOMAPKETUHIOBOro
OTCNeXNBaHNA ABNSETCA oueHKa ee 3PPEKTUBHOCTU U SKOHOMMUYECKOM
LLeNnecoo6bpasHOCTM. OueHka 9D (PEKTUBHOCTH nossonsieT
KOpPpeKTUpoBaTb MapKeTUHroBble CTUMYJibl B COOTBETCTBUM C LieNAMU
KOMMaHUM U MapPKETUHIroBbIM OGHOAKETOM. B KOHTEKCTe KOMMIEKCHOM
CUCTEMbl  HEMPOMApPKETUHIroBOr0  MOHWUTOPUHra  MNepBOCTENEHHOE
3Ha4yeHne uMeeT KOMMYHMKaTMBHas 3(EdEKTUBHOCTb, MOCKONbKY BCe
9/1EMEHTbl MapKEeTUHI-MUKCa BK1HOYAOT KOMMYHUKATUBHbIA KOMMOHEHT.
TexHOMorna KOppPeKTUPOBKN MaApPKETUHIOBbIX CTUMYIOB MYyTEM OLIEHKMU
9 PEKTMBHOCTM  KOMMYHMKAUMM  MOXeET  OblTb  CXemMaTU4yecku
npeAcTaBfieHa creayowmnm obpasom (puc. 6).

XoTs o6LLast BO3MOXHOCTb MCMNOJIb30BaHMSA HEMPOHAYYHbIX AaHHbIX
N KOHLUENUWN B CTpaTerM4eCKOM MapKeTUHre He Bbi3blBaeT COMHEHUN, a
NpeanoXXeHHaa Bbllwe MOfesb ABNAAETCA peasibHbIM BapuaHTOM AJfis
paspaboTKu cTpaTtermn OpeHauHra, cnegyet OTMETUTb, YTO 9TOT
noTeHuMan rnpakTU4yeckn He peasin3oBaH HU B Hay4YHbIX UCCNenoBaHUSAX,
HU B MNPUKIagHOM HenpomapkeTuHre. Mbl CBfI3biBaeEM 9TO C
NPaKTUYECKUMUN TPYAHOCTSIMM, KOTOpPbleé OCOGEHHO BblpaXeHbl WU
3HauMTeNnbHbl B C/llyyae  CcTpaTermyeckmx 3apad. Haubonee
NepcneKTUBHbIE HanpaB/ieHUst HEMPOMAPKETUHra B 6nnxkaniiem byayLiem
CBAA3aHbl C MOBbIWEHNEM WHCTPYMEHTA/IbHONO YPOBHA MapKeTuHra wm
3¢hPEKTMBHOCTU OTAENbHbBIX 3NIEMEHTOB MapKeTUHr-mukca. Céop AaHHbIX
N KOHKPETHbIX 06 bACHUTENbHbBIX MOAENeN NO3BONIAOT NMEPENTU OT OLEHKM
9¢h(PEKTMBHOCTU OTAENbHbIX MAPKETUHIOBbIX CTUMYJIOB K pa3paboTke
NHTErpupoBaHHbIX CUCTEM LOJITOCPOYHOIr0 B3aMMOLENCTBUSA C KIIMEHTaMU
Ha OCHOBE NPUHUMMNOB MapKeTuHra B3auMOOTHOLWeEHUN. CnepyeT oxuaaTb
MO3TaNHOro rnepexoAa OT TAKTMYECKOro crocoba K CTpaTernyeckomy
cnocoby Ncnonb3oBaHWs HEMPOMapKeTUHra.

B naHHOM paucceptauum paspaboTaHbl MPOrHO3Hble 3HAYeHUs
o6beMa IKCNopTa OTEYECTBEHHON LUIBENHO-TPUKOTAaXHON npoaykuum (B
MAH. gonnapax CLUA) no 2030 roga. B nocnepgHve roabl LUBeNHoO-
TPUKOTaXHaA MNPOMBbILWIEHHOCTb CTasna OfHUM U3 CTpaTerndyeckmx
CEKTOPOB 3KOHOMMUKU Y36eKUCTaHa, 9KCMOPTHbIM NOTeHunan KoToporo
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AEMOHCTPUPYET YCTOMYMBYIO TeHAEeHUMIO pocTa. OpgHako ycuneHue
KOHKYPEHUUM Ha rnobanbHbiX pPblHKAX, ObICTPble  WN3MEHEHMUS
NOTPEOUTENBbCKMUX  NPEeanoyvYTeHUn,  BAUSIHUE  3MOLMOHAsNbHbIX U
ncuxonornyeckmnx ¢axkTopos Ha ¢GopmMupoBaHME crnpoca Ha MOAHYHO
NPOAYKUMIO OrpaHMyYMBatOT BO3MOXXHOCTM pacLUMpPEeHUs 3KcropTa
NCKJTIOYMTENIbHO 3a CYET yBeNn4yeHnss 06 beMoB NPOM3BOACTBA.

Marketing brend bosgichlari
Neyroilm go’shimchasi
g N
sinovdan o'thazish Hulaiy bashoratlarmi
vaxshilash
i OQlchanadigan konsept
| ! Afzalliklar..
Mahsulota ishlab Mahsulot, . (voqtirishlar)
chigish Eusnsivatlaring
» aniglash * -
| |
ko‘rsatkichlari
Kommunikatsiyalar e
Kontekstga
J sezgirlik
Iste molchs fajribasi o“lchash "
. Individual /
—¥ hischga olith | Individual farqlar

;; - I II. __1.' .

ishlab chiqish xulg-atvorni bashorat ||

——— gilish i

Puc 7. CTpaTernyeckasi Moaenb 6peHA-MapKeTUHra, OCHOBaHHast
Ha HeMpOHayYHbIX AaHHbIX "

B aTtoM cBA3W npu cOCTaB/IeHMW MPOrHo3a 3KChnopTa LWBENHO-
TPUKOTaXHbIX usgenun o 2030 roga BaXKHO yyuTbiBaTb He TOJIbKO
9KOHOMMYeckMe GaKTopbl, HO W HENPOMNCUXONOrMYeckme acnekTbl

4 ApanTtupoBaHo u3: Venkatraman V. et al. New scanner data for brand marketers: how neuroscience
can help better understand differences in brand preferences // Journal of Consumer Psychology. 2012.
Vol.22. P.150.
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noBeAeHUss noTpedutenein. XoTa pesynbTaTbl MPOrHo3a MoKasblBatoT
NPOMO/IKEHME POCTa OOGBEMOB SKCMOPTA, OAHAKO YCTAHOB/EHO, 4YTO
YCTOMYMBOCTb 3TOM0 pOCTa TECHO CBfi3aHa C YPOBHEM BHeApPeEHWS
COBpPEMEHHbIX MapKeTUHIOBbIX NoAxo/10B, B 4aCTHOCTH
HeMpOMapKeTUHIOBbIX METOA0B, Ha PblHKE MOJbl. [TOTOMY YTO Hapsaay C
KayecTBOM  MpPOAYKUMM  pewlarowumMm  ¢akKTopoM  ycrexa  Ha
MEXAYHApPOAHbIX pblHKAX CTaHOBATCSA ee Au3alH, Bu3yasibHas
npuBNeKaTeNnbHOCTb, WAeHTUPUKAUMA 6peHja W 3IMOLMOHANbHOE
BO3EeNCTBUE, KOTOPOE OHA BbI3bIBaeT Yy NOTPEOGUTENS.

YpaBHeHve mogenu (ARIMA(1,1,1)) BbipaxkaeTca cCnegytowmum
o6pasom:

AEkSt = (P-l'AEkSt_-I + &+ 91'8t—1

CornacHo pesynbtataM OLEHKW, 3HaYeHus napameTpos: ¢, = 0,607,
0, = 0,312. OctaTto4Has gucnepcus o? = 11,560,420,561 (T.e., 0 = 107,519).
KayecTBeHHble nokasaTtenu mogenu: AIC = 196.649, BIC = 196.487, logL =
-95.324.

Ta6bnuua 10
dakTuyeckue 3HayeHus (2017-2025 rr.) M NPOrHO3HbIE 3HAYEHUS
ARIMA(1,1,1) (2025-2027 rr.) nokasaTeneit aKcrnopTa npu
MCNOSIb30BaHMU HEMPOMapKeTUHra Ha pbiIHKe MOAbl, C
JoBeputenbHbIMU UHTepBanamu 95%

[oa [MporHos Ex Hu>XHNN BepxHum
npenen (95%) npepen (95%)

2025 1702 756 1492 022 1913 490

| 2026 | 1676646 | 1220587 | 2132705 |
2027 1660 792 967 571 2 354 013

| 2028 | 1651165 | 738586 | 2563743 |
2029 1645319 532 483 2758 155

| 2030 | 1641770 | 346299 | 2937240 |

Mony4yeHHblh BpemMeHHoW psan (Ex) [AeMOHCTpUpyeT pesKui
BocxogAawmnm  TpeHg B 2017-2025 ropax, 4TO YyKasbiBaeT Ha
HEBbINOMHEHNE YCNOBUA  CTAUMOHApPHOCTW Afs  pPsSAoB  YPOBHS.
CnepoBaTenbHO, psag NpuMBeAeH B CTaUMOHApHbIA BUA MOCPeACTBOM
avddepeHunpoBaHmm nepsoro nopsaka (d=1), a Takxe npoBefeHa
oueHka ARIMA(1,1,1) B pamkax noaxoga bokca—-[yeHknHca. CornacHo
pesynbTaTaM OLEeHKM, KOMMNOHeHT AR (9,=0,607) ykasbiBaeT Ha TO, YTO
MMMNyNbCbl  Npowsoro  nepuoda  auddepeHUMpoBaHHOro  psaa
COXpaHATCA B OMpeAeneHHOW CTeneHn, a KoMnoHeHT MA (6,=0,312)
yKa3blBaeT Ha MHEPLMOHHOE MoralleHne KpaTKOCPOYHbIX LLUOKOB.

Kputepun mogenu (AIC n BIC) ykasbiBaloT Ha cneuudukauuio,
o6ecrneynBatolly0 aAeKBaTHYKO KOPPEKTUPOBKY 6e3 upe3MepHOoun
C/IOXXHOCTM Ha HebonbLION Bbi6OpKe. Pe3ynbTaTbl NPOrHoO3a yKasblBakoT
Ha 3HaA4YMTENIbHOE CHUXKEHME TEMIMOB pocTa nokasartens Ex B 2025-2027
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rogax, KOTopbii, KaK o)XXngaetcs, cocTaBuT okosno 1,70 mnH. Paclwmnpenue
95% [OoBepUTENbHOrO MHTEepBana OTpaXaeT OrpaHMYEeHHOEe KOJSIMYeCTBO
Hab/to4EeHUA U BOSMOXHOCTb YCUJIEHUSI BIMSIHUST CJlyYalHbIX LLUOKOB B
oyaoywmnx nepuogax. C 3TOM TOYKWM 3peHUs, pe3ynbTaTbl MPOrHO3a
onpaBAbiBalOT OCTOPOXHbIA MOAXOA K TMPUHATUIO MNPaKTUYECKUX
peweHnin, a TakKXe Heob6XOoAMMOCTb MapaneslbHOro MCMnosib30BaHUs
MHOro(aKTOpPHbIX Mozaenen NPOrHO3NPOBaHWS, 060raLleHHbIX
AOMNONMHUTENbHBbIMU AaHHbIMK (6onee ASIMHHBbIMU BPeMeHHbIMU psifamMu)
M CTPYKTYPHbIMU (hakTopamu (LeHbl, MHBECTULMW, NPON3BOACTBEHHbIE
MOLLIHOCTW, 9KCMOPTHbIE PbIHKW).

B paHHOM  wuccnefoBaHUM — NpoaHann3vMpoBaHbl  BOMPOCHI
COBEPLUEHCTBOBAHUA METOA0MOMMN UCMOIb30BAHUA HENpPOMapKeTUHra
Ha pblHKE MOAbl Ha OCHOBE KOMIMJIEKCHOIO WU CUCTEMHOro noaxoja.
YCTaHOB/EHO, YTO B YCMOBUAX pacTywen rnobasbHOM KOHKYPEHLUM,
YCNOXHEHUA NOTPeObUTENbCKOrO MOBEAEHUA M MEXAHU3MOB MPUHATUSA

peLLleHVI17I orpaHn4mBaroTCA BO3MOXXHOCTHU TPpaaANLUNOHHbIX
MapKeTUHroBbiXx WMHCTPYMEHTOB, U HAY4YHO OOG0CHOBAHO, YTO WMMEHHO
HEeMpoOMapKeTUHIoBble noagxonbl CTaHOBATCA MCTOYHUNKOM

cTpaTernyeckoro nmnpeummMyllecTBa pAns cyobekToB pbiHKka. B xoge
MCCnefoBaHUA  [0KasaHo, YTO WHCTPYMEHTbl  HEWPOMAapKETUHIa,
HanpaBfieHHble HaA W3yYeHUe OSMOLMOHANbHbIX, KOTFHUTUBHbIX W
apdheKTUBHbIX peakuuii NoTpebuTenen pbiHKa MoAbl, UMetoT 60/blloe
3Ha4yeHue AN NoBblleHUs 3PHEKTUBHOCTU MAPKETUHIOBbIX PELLUEHUNA.

1e6 Eks ko‘rsatkichi bo‘yicha ARIMA prognozi (2030 yilgacha)

301 —e— Hagigiy ma'lumotlar

ARIMA prognoz

2.5 A

2.0 A

Eks

1.5+

1.0 ~
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Puc 8. daktuyeckue (2017-2025 rr.) u nporHo3Hble 3HaYEHMUSA
(2025-2027 rr.) nokasaTtens 9kc mogenu ARIMA(1,1,1), ¢
AoBepuUTenbHbIMU MHTepBanamMu 95%

MporHo3Hble 3Ha4yeHus Ao 2030 roga ykasbiBaOT Ha HEOOXOANMOCTb
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KayeCTBEHHOIro O6HOBMEHUS PbIHKA MOAbI HapsAdy C ero KOMYeCTBEHHbIM
pocToM. CUCTEMHOE BHeApeHUe MeTOL0/I0MMN HEMPOMAapPKETUHIA CIYXUT
Ba)>XHOM Hay4yHO-MPaKTUYECKON OCHOBOW ANA YCTOMYMBOIO YBeSIMYeHUSd
9KCMOPTHOro  noTeHUumana,  YKpenseHus KOHKYPEHTOCMNOCOBHOCTH
HaUMOHasNbHbIX OpPEeHOOB Ha MEXAYHapoOHOM pblHKE W ob6ecrneyeHus
A0IFTOCPOYHON 3KOHOMMUYECKOM CTabUTbHOCTM.

3AKJTIOHEHUE

B pesynbTaTte uccnenoBaHus 6blnin caenaHbl cneapytowme BbiBOAbI.

1. MapkeTuHr chopMmMpoBascs Kak 061acTb 3HaHUM N NPaKTUKW,
obecrneuymBatolwlaa AeaTeNlbHOCTb 3KOHOMUYECKUX areHTOB B YC/IOBUAX
0O6BEKTUBHbIX noTpebHoOCTEN PbIHOYHOW 9KOHOMUKM n
BbICOKOKOHKYPEHTHOWN cpeabl. Ero CyuHOCTb XapaKTepusyeTcs BbICOKOM
CTENEHbK OTKPbITOCTU M afanTUBHOCTM K MOUCKY, TECTUPOBAHMUIO W
BHEAPEHUIO HOBbIX MOAXOAOB BO B3aMMOLENCTBMU C MNOTpPebUTENAMU U
ApYyrnmu y4yacTHUKaMu PbIHOYHbIX OTHOLLUEHUN. MNosiBneHune
NPUHLUMNMANbHO HOBbIX BO3SMOXHOCTEN AN pa3dpaboTKM MapKeTUHIOBbIX
cTpaTermin U UHCTPYMEHTOB PErynsipHO HaxoguUTCs B LEHTPEe BHUMaHuSA
npeacTaBuTENen MapKeTUHra, pekfnambl, NCUXOSIOrMM MNOTPedbuTenen u
APYrnx  MNpUKAagHblX HayK, W  CTUMyIMpyeT npouecc noucka
WHHOBALMOHHbIX PelleHni, a Ux NpakTuyeckoe NpMMeEHeHue paclumpsieT
BO3MOXHOCTU pJis  6onee rNyboKoro oOnucaHnss wn  O6bACHEHUs
MapKEeTUHIOBbIX AB/IEHUIN C HAYy4YHO-TEOPETUYECKON TOUYKUN 3PEHUS.

2. HenpomapKeTuHr B onpefenieHHOM CMbICJ/le paccMaTpuBaeTCs
Kak «noApblBHasi» (AeCTPYKTUBHAA) MHHOBALUMA B 06/1aCTU MapPKETUHIa,
Bblpa)katoLas HOBOE Hay4YHO-NpaKTMU4yecKoe HanpaBneHue,
NPUHUMONANbHO OTNMYaroweecss OT MHOMMX TPaAULUMOHHbBIX MOAXOAOB U
MeTOLOB nccnenoBaHus. [NaBHas naes HeMpoMapKeTUHra 3aktoyaeTcsa
B TOM, YTO JOCTOBEPHbIe 3HAHUSA O MexaHn3mMax paboTbl YesIOBEYECKOro
MO3ra [MO3BOJIAIOT  OTKPbITb  «YEPHbIN  AWUK»  KIACCUYECKOM
noBeAeHYECKON MOAENMU, CBA3bIBANOWENA MApPKETUHIoBble CTUMYNbl C
noBeAeHMeM notpebuTtenen Ha pbiHKe. Ecnn nsHayanbHO MapKeTUHT 6bin
BbIHY)XXIeH rnofnaratbCds B OCHOBHOM Ha BHEWHWE WHAMKATOPDI
noBeAeHNst NOTPedbUTesNen, HanpsMyo CBA3biBas N3MEHEHUs B CTUMYyJlax
C WU3SMEHEHUsSIMW B MNOBEAEHUM U, B JydlleM cry4dae, PeKOHCTpyupys
BHYTPEHHME NpoLecCbl KOCBEHHbIMW MeTOAaMu, TO 6narogaps pa3BUTULO
METOLOB  U3YYEHUA  HEUPOKOrHUTUBHbLIX U HenpoaddeKTUBHbIX
npoueccoB  NOsIBUNaCb  BO3MOXHOCTb  60siee  nogpobHoro  u
dyHOAMEHTANIbHOrO  OMUCaHUS MEXaHU3MOB, fexawux B OCHOBE
NOTPEOUTENBCKUX NMPEANOYTEHNN U PELLEHUNA.

3. TeopeTunyeckun, AOCTOBEPHbIE 3HAHMA O (YHKUMOHUPOBAHWUU
NOTPEOUTENBCKOrO MO3ra OTKPbIBAeT LWWPOKME MNepcnekTuBbl Ansa
pa3BUTUS MapKeTUHroBon Hayku. OHW, NpUMbAnXasaCb K KPUTEpUAM U
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CTaHgapTaM eCTeCTBEHHbIX HayK, MOryT MNO3BOJMTb co3gaTb 6onee
rnybokMe wu peTanbHble TeOpeTUYyeckne Mopenum noTpebuTenbCKoro
noBefeHusi, paspaboTaTb  HOBble  MApPKETUHroBble  CTpaTerum,
3HAYNTENBbHO NOBbLICUTb 3P PEKTUBHOCTb MAPKETUHIOBbIX MHCTPYMEHTOB
MW MepeocMbICINTb  NoAxXoA4bl K  OpraHvMsauuM  MapKeTUHroBOW
AeatenbHoCcTM. OOHaAKo C Hay4yHOW TOYKW 3pEeHust HelenecoobpasHo
npegnonaratb, YTO 3TU TMNOTETUYECKME BO3SMOXHOCTM 6yAyT NOMHOCTbIO
peann3oBaHbl B KPAaTKOCPOYHOWN MepcnekTuBe UAn 4YTo HeEMpPOMapKeTUHr
NO/IHOCTbKD  3aMEHUT  TpaAUUMOHHble  (OpPMbl  MapKETUHIOBOM
[EeATeNIbHOCTU U CyllecTBylOWMe Teopun. [lpoBefeHHbIn B paMKax
AancceptauuMmM  aHanu3  OeMOHCTPUpyeT  HeobxoAuMOCTb  bonee
peanMcTUYHON N cbanaHCUPOBAHHOM OLEHKN HayYHOro M NPaKTUYeCKOro
noTeHuUunasna HeMpoMapKeTuHra.

4. MoxHO Bblaenutb psag  ¢GakTopoB, OrpaHMYMBalOLLNX
BO3MOXHOCTU HeWpoMapKeTMHra Kak WHHOBAUWOHHOro rnogxoga K
paspaboTKe MapKETMHIOBbIX CTpaTerMm U MHCTPYMEHTOB, a TakKXXe ero
noTeHUuan  KakK  HayyHOro  HarpasfieHus, npefocTaBAoLWero
LOCTOBEpPHble 3HaHMA O nNoBeAeHUU noTpebutenen. Bo-nepsbix,
yBenmyeHne ob6bemMa KauyeCTBEHHbIX W [OCTOBEPHbIX 3HAHUN O
NOTPebUTEeNaAX C UCNONb30BaHNEM HEMPOHAYYHbIX METOLO0B CYLLLECTBEHHO
OrpaHM4YeHO  BbICOKOWM  MeETOAOJSIONMYEeCKOM W OpraHu3auMoHHOMN
CNOXXHOCTbIO 3KCMepUMEHTallbHbIX UCCNefoBaHUM, UX 3HauYuUTeSIbHbIMU
dunHaHCOBbIMW 3aTpaTaMu, a TakKXe TMpaBOBbIMU U 3TUYECKUMMU
OrpaHMYeHNAMU Ha MpoBefeHne IMMUPUYECKUX UCCNefoBaHUn C
yyacTueM iioen B pa3BUTbIX CTPaHax.

d. Bo-BTOpbIX, HEMPOMAPKETUHT ABIAETCA OTHOCUTENIbHO HOBbIM
Hay4YHbIM HamnpaBJieHWEM W HaxoguTcsa B «MpeanapagurManbHOM»
COCTOSHUWN, YyTO obycnoBnuBaeT OTCyTCTBME [OCTaTOYHOro
TeopeTn4ecKoro nu MeTofo/I0rMYecKoro corinacusa cpeaun creuuasnmnctos.
Ha npakTuke 3TO O3Ha4yaeT, 4YTO €eAWHbIA U  OOLLENPUHATbIN
MEeTOLO/IONTMYECKUN  WUHCTPYMeHTapunu  ONs  HeMpOMapKeTUHrOBOW
AEeATeNbHOCTM Noka He chopmMupoBaH. B HacTosiwee BpeMsa MeToamKa
HenpoMapKeTuHra pasBuBaeTcA Ha  ocHoBe  (parMeHTapHbIX
nccrnegoBaHWK,  MOCBAWEHHbIX  OTAENIbHbIM ~ HanpaBfieHUAM U
KOHKpPETHbIM 3ajavyaM MapkeTuHra. OpgHako ana  addekTMBHON
pas3paboTKM MHCTPYMEHTOB HEMPOMAaPKETMHIa N X LUMPOKOro BHEAPEHNS
B MApPKETMHIOBYKO MNPaKTUKYy HEOO6XOAMM LENOCTHbIN U CUCTEMHDIN
MeTOL0/IONMYECKMN NoAaxod, OXBaTbiBalOWMUA BeCb MapPKETUHIOBbIU
KOMIJIEKC.

6. B-TpeTbux, HeMpoMapKeTUHr npegnonaraet Habop
3HaYMTENbHO  OT/IMYAlOWMXCA  ApYyr OT  Apyra KOMMeTeHuund U
opraHuMsauuMi0  MapKeTUHroBoro nmnpouecca: OT  oOpraHusaumm w
npoBefeHnss  uccnegoBaHMn o pa3paboTKM  Ha  UX  OCHOBE
MapKeTUHIOBbIX WMHCTPYMEHTOB WM  OUEHKUM UX 3PEDEKTUBHOCTM.
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MeHeg)KMeHT KOMMaHWM B HacToflwee BpPeMs C OCTOPOXHOCTbHO
noaAXo4UT K nepexosy Ha HeMpOMapKEeTUHroBYHO MOAesib, B KOTOPOW
Ka)abl 3/1IeMEHT MapKeTUHIOBOro npouecca GopMmpyeTca Ha OCHOBe
HEMPOMAaPKETUHIOBbIX 3HaHUW. OTCYTCTBME MNpPaKTUYEeCKUX MNpPUMeEpPOB
MCNONIb30BaHUA MWHCTPYMEHTOB HeWpoOMapKeTuHra paccmaTpuBaeTcs
KOMMaHUAMN KaK BbICOKMM puUCK. Kpome TOro, nepexos Ha
HEMPOMApPKETUHIOBYHO MOJAeNb TpedyeT YaCTUYHOM peopraHnsaumm
MapKeTUHIoBOro oTAaesnia KoOMMaHMM U MOMcKa HOBbIX COTPYOHWKOB, YTO
Tak)XXe oTnyrmBaeT BnagesbLeB 6M3Heca. YUnTbiBas LOBOJIbHO BbICOKYHO
CTOMMOCTb HeMpPOMapKEeTUHIroBbIX WCCNefoBaHWN, MocneaHue 4acTo
npeanoYnTaroT nosaratbCA Ha TPaAWLUMOHHbIE U MOHATHblE METOAbl U
noaxonapl.

7.  B-yeTBepTbIX, 3HaunTenbHas YyacTb NpUKNagHbIX
nccnefoBaHMm U METOAOJSIONMYECKMX  pa3paboToK, MpPOBOAUMbIX
KOMMEpPYECKMMUN KOMMaHUAMMU, HOCUT 3aKpbITbIW XapaKTep U He OTKpbITa
ANS1 BHELWHEN aKcnepTuabl u ayamta. KomnaHum, paboTatowme B 06nactu
HeMpOMapKeTMHIa, Kak MNpaBuio, CTPEMATCA COXPaHUTb COOGCTBEHHbIN
nccnepoBaTesibCKM  AM3aiH U YHUKaNbHble MeToAbl 06paboTKM
pe3ynbTaToB. Takasa cuTyaunsa CHUXXaeT YypoBeHb A0OBEPUSA K NMOJTyYEeHHbIM
pesyfnbTaTaM KakK Yy MpakTUKOB, TaK M Yy aKkageMMU4eckKoro coobLlecTBa, a
TakXXe OrpaHu4mMBaeT MX CMOCOOGHOCTb MHTErpupoBaTbCs B CUCTEMY
3HaHUM, OTBEYaKOLLYO COBPEMEHHbIM HayYHbIM CTaHAapTaM HageXHOoCTH,
BOCMPOM3BOAMMOCTN UK MpO3payHOCTM. ITa npobnema ycyrybnsercs
OTCYTCTBMEM  [OCTATOYHO  PasBUTbIX MEXaHU3MOB  CTabUNIbHOIO
COTPYAHMYECTBA N NapTHepCTBa MeXAy akafeMUYeCKUMU UHCTUTYTaMu,
cneuManusnpyrowmMMmnUca Ha HeWpoMapKeTuUHre, U KOMMepYeCKUMHU
CTPYKTYpamu.

8. B-naTbIx, HeMpoOMapKeTUHr nMmeert npUHUMNnanbHble
OrpaHMYEeHns KakK HOBbIA NOAXOA K PEeLleHM0 MapKEeTUHIOBbIX Mpo6eMm,
KOTOpble OMpefenstoTCA CoAep)XaHMeM BOMPOCOB, HA KOTOPble MOXHO
OTBETUTb C MOMOLLbIO 3TOro nogxopa. ToyHee, XOTA HeMPOMAPKETUHI
npegnaraeT BaXXHble HOBble BO3MOXHOCTU A1 BbIABJIEHUA HEABHbIX U
aBTOMaTMYECKUX peakunin notpebutener Ha MapKETUMHIoOBble CTUMYIIbI,
OH He Mo3BONsET NpsiMoe (PUKCUpOoBaHWE MOBEAEHUSA MOTPedbUTENs Ha
peasibHOM pbIHKE WUJIN ero SABHbIX MbIC/MIeM N CO3HATENIbHOr0 OTHOLUEHUSA
Kak  ¢dakTopa MpUHATUA  HEe3aBUCUMBbIX  peweHun.  [loaTomy
LenecoobpasHo paccmaTpuBaTb HEMPOMAPKETMHI KaK KOMIMOHEHT
KOMIJTIEKCHOM CUCTEMBDI, AOMOJTHAKOLWMNA Apyrue SN1eMeHTbI
MapKeTUHIOBOW AeATEeNbHOCTU U MeTOAbl UCCef0BaHUS.

9. HecMoTpAa Ha 3TuM oOrpaHuW4YeHud, HeWpoMapKeTUHr B
HacToslLLee BpeMSA MOXXHO OLEeHUTb KaK HarpaBJ/ieHue, foKa3aBllee CBOK
NPaKTUYECKYK0 LIEHHOCTb B pelleHuM psfa HaydHbIX U MNpakKTUYeCKUX
npo6bneMm U1 obnagarollee  3HaAYUTENbHbIM  MOTEHUMANoM AN
AalnibHeunLero passuTus.
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10. Bo-nepBblX, HeWpOMapKeTUHr cnepgyeT  paccmaTpuBaTb
npexne BCero B KOHTEKCTe MapKeTUHroBbIX uccnegoBaHun. Ero
OCHOBHOW WUccnepoBaTefNlbCKMMA MOTeHUuan cBA3aH C BblIABIEHWEM
CKPbITbIX KOTHUTUBHbIX N aP@PEeKTUBHbIX peakuunin, NPOSBASAIOWMXCA B
OTBET Ha MAapKETUHroBble CTUMYyNbl. B peweHun asTux npobnem
HEMPOMApPKETUHI MOXET BbICTynaTb B KayecTBe He3aBUCUMOIo W
BeAylLlero mMetoaa MccnefoBaHWUs, MOCKOJIbKY OH BbISABAAET acnekTbl,
KOTOpble TPYAHO WM  HEBO3MOXXHO OOGHApYyXXUTb C  MOMOLLbIO
TpaguUUMOHHbLIX MeToaoB. B TO e BpemMs, HenpoMapKeTUHroBble
nccnefoBaHUsA CroOCOOGCTBYHOT MOBLIWEHUKO HAAEXHOCTU M TOYHOCTU
TPaANLMOHHBIX MeToAoB Mnpu 6onee rnybokoM aHanm3e OTHOLUEHMUS U
npeanoyYTeHMn noTpebuTenen, MX MbICNEeN U HaMEPEHWUN, a Takxe
MNPOLLECCOB NPUHATUSA peLUEHN, ONpeaensatoWwmx nx byayliee noBegeHue.
OOHako HeMpoMapKeTUHr He cliefyeT paccMmaTpuBaTb Kak Mogxof,
MOJIHOCTbKO 3aMEHALWMA  KNaccuvyeckne MeTolbl MapKeTUHIOBbIX
nccnefoBaHnK, a CKopee Kak MHCTPYMEHT, AOMOSTHAKOLWMNA UX.

11. Bo-BTOpbIX, aHann3 CYLLECTBYIOLLEN HAy4YHOW nuTepaTypbl U
pesynbTaTbl NPaKTUYECKUX UCCnegoBaHUM NOKa3sbIBalOT, YTO HA AaHHOM
9Tane OCHOBHasA LEHHOCTb HeWpoOMapKeTUHra cBfi3aHa C WU3Yy4YeHUem
OTAeNIbHbIX 9/1eMEeHTOB MapKeTUHIr-MuKca n NOBbILIEHNEM
NHanBUAYyanbHon 3PEOEKTUBHOCTM MApPKETUHIOBbIX WHCTPYMEHTOB. B
4YaCTHOCTW, Haubonee HafAeXHbIM W LWMPOKO MOATBEPXKAEHHBIM
CunTaeTca BKJag HeuMpoMapKeTMHra B  aHalM3 MapKeTUHrOBbIX
KOMMYHMKAUUN M CPEeACTB  MpPOABMXEHMA. ITO  obbsCHsETCS
CMOCOBHOCTbIO KOMMJiekca MeTOL0B, NCNOJIb3yeMbIX B
HeMpoOMapKeTMHIOBbIX WuccrepoBaHusx (aye-tracking, 93I, mamepeHue
KOXHOW MpoBOAMMOCTW, pacnosHaBaHue amouui, GMPT wu gp.),
permcTpupoBatb  KOrHUTUBHble U  addekTUBHble peakuMm  Ha
MapKeTUHroBble CTUMYJIbl C BbICOKOM TOYHOCTbKO U pes3osioumen
BpeMeHu. ITa MHopMaLms No3BONSET N3MEPATb Takne nokasaTenu, Kak
YPOBEHb  BHUMaHWA,  3anoMWHaHue,  TuM MW MHTEHCUBHOCTb
SMOLMOHANbHOM peakuuuy, NHTepeC, BbISIBNISAA He  TOJIbKO
3aKOHOMEPHOCTM BOCMPUATUS MOTPedbUTENen, KOTOpble HEBO3MOXHO
OOHAPY)XNTb C MOMOLbIO TPaAMLMOHHbBIX METOAO0B, HO U CAYXUT Ans
dhopMUPOBaAHNSA  KOHKPETHbIX  MpPaKTUYEeCKUX  peKkoMeHgauunh  no
paspaboTke 1 oNTUMMU3aLUM MapKETUHIOBbIX CTUMYJIOB.

12. B-TpeTbux, XOTA NoTeHUMan HeMpomMapKeTuUHra gna usyvyeHus
APYrnxX 3JIeMEHTOB MapKeTUHI-MUKCa OTHOCUTEsNIbHO Masio pasBMuT,
CYLLEeCTBYIOT YybeanTeNbHble [JoOKaszaTenbCTBa €ro noTeHunanbHOM
LLeHHOCTU B 3TOM o06nacTu. B 4yacTHOCTM, HEMPOMAPKETUHI MO3BONSET
HanNpPAMYIO M3MepsSTb NOTPEOBUTENbCKUI ONbIT B MnpoLecce paspaboTku
NPOAYKTa, BbIABMAATb KOHTEKCTyasibHble U coepXXaTesnbHble ¢akTopbl,
onpegenstolme CyobeKTUBHYHO NMOTPEOUTENBCKYIO LLIEHHOCTb NMPOAYKTa, a
TakXXe oLeHuBaTb BOCMpUATME [u3arHa M yrnakoBKW. B KOHTekcTe
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LLeHOBOM MOJIMTUKNU OH COo3[aeT BO3MOXHOCTU [J19 KONIMYECTBEHHOMW
OLleHKM CYObEKTMBHOIO BOCMPUATUSA LEHbl, OXXUAAEMOMN MOSIE3HOCTU U
NpoLueccoB BPEMEHHOro AUCKOHTMpoOBaHMA. B opraHusaumm KaHanos
cbblTa €ero MOXHO UCNOMb30BaTb AN BbIABNEHUA  BJIUSAHMUS
KOHTEKCTyanbHbIX (akToOpoB TOProBOW cpeabl Ha 3MOLMOHaNbHOE
COCTOsIHME U noBepeHue notTpebutens. Kpome TOro, HEMpPOMapKETUHI
TaK)Xe NpeaocTaBiseT BaXHble BO3MOXHOCTU AN n3yvyeHnsa GpakTopos,
CBAA3aHHbIX C (OPMUPOBAHNEM  [OBEPUTENbHbIX  OTHOLUEHUW, W
BOCMNPUATUEM COLManbHbIX U FPYNNOBbIX Pasfvynin B CEKTOPE YCAyr.

13. B-yeTBepTblX, XOTA HEMPOMAPKETUHI B HacTosLiee BpeMA B
OCHOBHOM accouuMupyeTca C W3Y4YeHUEM OTAeSIbHbIX MapKEeTUHIOBbIX
MHCTPYMEHTOB, pacCWMpeHME  3MMUPUYECKOM  6asbl  [aHHbIX U
COBepLlUeHCTBOBaHNWe MeTOLOJIOrMYEeCKNX MogxXoLoB  MO3BOJMIAT B
6yayLwiemM NpoBOAUTb KOMIMEKCHYIO OLEHKY BCEro MapKeTUHr-MuKca U
ornpefenuTb ero UHTErpupoBaHHoOe BINAHME HA OTHOLLEHWE U NoBefeHne
noTpeébuTenen. B To Xe BpeMs CyLLECTBYIOT OCHOBaHMSA, NOKa3biBatoLme,
YTO  HEeNpoOMapKeTUHr  MMeeT  noTeHuuan  Ansd NOBbILIEHUS
9hPEeKTMBHOCTU MApPKETUHIOBbIX CTpaTernin. 3To AOCTUraeTcd, npexae
BCEro, 3a CYeT HenpocerMeHTaumm, TO eCcTb uAeHTUdUKaummu rpynn
noTpebuTenen, pasnnyatoWmnxcs No TUNY KOTHUTUBHbBIX N adhdeKTUBHbIX
peakuun Ha pasfinyHble KaTeropMm TOBapoOB WJIN 3/IEMEHTbl MapKeTUHT-
MuKca. MiIMetoTcsa JOoCTaTOYHble OCHOBAHUA ronaraTtb, YTO TakoW Moaxof,
K CerMeHTauum MOXeT ObiTb 605€ee TOYHbIM M MNPAKTUYHbIM, YeEM
TpaAnLMOHHbIE counanbHo-gemorpadpuyeckne unum ncuxorpagpuyeckne
MeTO/Zbl, N, NO KparnHen Mepe, 3HaYMTeNIbHO MOBbICUTb UX Ka4yecCTBO.

14. TlpoBeaeHne  HeMpPOMApPKETUHIOBbIX  UCCNefoBaHUW B
TECTOBOM peXxuMe C yyacTMeM BHEeLWHUX T[OCTaBLWKUKOB MO3BOJISAET
KOMMaHMAM OLEHUTb UX peanusauuio U NOTEHUMANbHYHO LIEHHOCTb 6e3
MacCLUTabHbIX  OpraHU3aLMOHHbIX  M3MeHeHuMW. bonee  wmMpokoe
MCNOSIb30BaHWe ayTCOPCUMHra TakKXe MOXeT CHU3UTb CTOMMOCTb
HeMpoOMapKeTUHIOBbIX UCcneoBaHU A9 KOMMNaHUM.

15. PaspaboTka cneumnanbHbiXx Mporpamm  obyvyeHus  Ansg
COTPYAHUKOB OTAeNna MapKeTuHra, ocobeHHO B dopmaTte OTKPbITbIX
OHJTaNH-KYPCOB, MOMOXET [MOBbICUTb OCBELOMJIEHHOCTb KOMMaHUMN O
HEMpOMapKeTUHre, a TakxXe cdopmupoBaTb npodeccuoHanbHble
KOMMEeTeHUnn Mo njaHUpPOBaHUIO, MPOBEAEHUID HEMPOMapPKETUHIOBbIX
nccnefoBaHnn U ap@PeKTMBHOMY WUCMNONb30BAHUID MX pe3ynbTaToB B
NPaKTUYECKON pJeAaTeNnbHOCTU. [Na cMAryeHus npobrembl HexBaTKM
KaApoB TaKXe LenecoobpasHo MCNosib30BaTb MEXaHU3Mbl OpraHu3aumnm
CTaXXMPOBOK Aans COTPYAHMKOB oTaena MapKeTuHra B
cneuMann3npoBaHHbIX HEMPOMAPKETUHIOBbIX KOMMaHUSAX.

16. TloBbileHMe OTKPbITOCTU WU MPO3PAaYHOCTU KOMMEPUECKUX
NPOEKTOB B 0651aCTM HeMpoMapKeTUHra ABMASIETCA BaXHbIM YCIOBUMEM
YKpernseHus p[oBepua K UCNOJSb3yeMbiM MeToAaM U MOJTYYEHHbIM
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pesynbTaTaMm, Yy4YylweHns KadecTBa MeTOAOI0rMYeckoro obecnedyeHns u
NOBbIWEHNA penyTauMn HeMpoMapKeTuUHra B npogeccnoHanbHOM cpege.
YuntbiBas, OTCYyTCTBME NOKA AOCTATOYHO YHMBEPCANbHbIX U CTabU/bHbIX
MeToA0B B METOLO0JIONMN HEeMpOMapKeTUHra, BaXKHO MOAYEPKHYTb, YTO
NOBbILWEHNE OTKPbITOCTU U MPO3PaYHOCTU MH(OPMALIMKM — 3TO He BOMpPOC
nporHosa W3 roja B Trof YyKasblBaeT Ha YyBeJINYEeHUe YpPOBHSA
HeornpeneneHHOCTU B [OJITOCPOYHOM repcrnekTuBe. 3Ta CUTyauus
OODBACHAETCA HEeCTabUNbHOCTbKD MMUPOBOrO pblHKA MOAbl, ObICTPOM
M3MEHUYMBOCTbKD  CMpPOCa, TEXHOJIOTMYECKMMU  OOHOBNIEHUSMU U
N3MEHEHUSAMM B MOBeAEHUM noTpebuTenen. B yacTHocTH, pacTyuiee
BHMMaHME NOTpebuTenen K sMouMOHaNbHbIM U BU3yasnbHbIM pakTopam
npn BblG6Ope TOBapoB oOrpaHnymBaeT 3PGHEKTUBHOCTb TPaALULMOHHbIX
9KCMOPTHbIX cTpaTerMi. Takum o06pasoM, CyLLecTBYyeT Heob6XOAMMOCTb
LUMPOKOro BHepPEeHUA MeTOoA0sIONMNn HEMPOMAapPKETUHIa Ha pblHKE MOpbl
AN npeobpasoBaHUA  MNPOrHO3HbIX MOKasaTenen B  peasibHble
9KOHOMMUYecKue pesynbTaTbl. HenpomapkeTuHroBble noaxonapbl
NO3BOJIAIOT BbIBECTU BbISABJIEHHYIO B 9KCMOPTHbIX NPOrHo3ax TeHAEHLMIO
cTabunmMsauum Ha KavyeCTBEHHO HOBbIW ypoBeHb. B yacTHoOCTW,
aHanuM3upysa NoAco3HaTesibHble peakunn NoTpedbuTenen Ha LUBET, An3aliH,
UMUK 6peHaa M CTUAM KOMMYHMKaLMU, MOXHO OCYLLECTBNATb 6onee
TOYHOE NO3ULMOHNPOBaHWE NPOAYKLUN HA MeXAYyHapOoAHbIX pPbIHKaX. ITO
NO3BOINT cosfasaTb A06aBIEHHYIO CTOMMOCTb, ycunueaTb
anddepeHumauuio NpoaykumMm n yesennumsaTb AOJIKO BbICOKOAOXOAHbIX
CEerMeHTOB B CTPYKType 9KcrnopTta. Takum 06pa3oM, pa3paboTaHHble
NporHo3Hble 3HayeHuss Ao 2030 roga ykasbiBalOT Ha HEO6GXOAMMOCTb
KayeCTBEHHOr0  OGHOBMEHWA  pblHKa  MOAbl  Hapsgy C  ero
KOJIMYECTBEHHbIM poCTOM. CuCTeMHOe BHegpeHue MeToA0N0orMmn
HEMPOMAPKETUHIa CIY)XUT Ba)XXHOW Hay4yHO-MpaKTuyeckon 6asonm Aans
YCTOMYMBOrO yBEJIMYEHUA IKCMOPTHOro roTeHuunana, YKperseHus
KOHKYPEHTOCMOCOOHOCTN HaLMOHaNbHbIX 6pPeHAO0B Ha MEeXAYyHapoA4HOM
PbIHKE U 06ecneyvyeHmns ONroCpoOYHON SKOHOMUYECKOM CTabUTbHOCTH.
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INTRODUCTION (abstract of the thesis of Doctor of Science in Economic
Sciences (DSc) resume)

The purpose of the research is to to develop proposals and
recommendations for improving the methodology for using
neuromarketing in the fashion market.

Objectives of the research:

to study the theoretical foundations of the neuromarketing concept
and the conditions for its emergence;

to study the genesis of neuromarketing and its connection with the
sciences of marketing, neurobiology and psychology;

to reveal the methodological aspects of the use of neuromarketing in
the fashion market;

to study the conceptual models of neuromarketing strategies in the
fashion industry and their integration;

to conduct econometric analysis of the factors influencing the use of
neuromarketing in the fashion clothing market;

to analyze the state of development of the fashion market in
Uzbekistan;

to reveal the place of the textile industry in the economy of Uzbekistan;

to conduct a sociological study of the development of the footwear
fashion market in Uzbekistan and Turkey;

to identify problems in the implementation of neuro approaches in
marketing practice;

to improve the modern methodology for evaluating marketing in the
fashion industry;

to propose solutions to the methodological, practical and ethical
problems of neuromarketing;

to improve the method of integrating neuromarketing into the
enterprise's marketing research system;

to develop proposals and recommendations for improving the use of
neuromarketing in the Uzbek fashion market.

Object of research the activities of neuromarketing in the local fashion
market were selected.

Subject of the research is the set of social and economic relationships
that arise in the process of improving the methodology of using
neuromarketing in the fashion market.

The scientific novelty of the study is as follows:

according to the methodological approach, the economic content of
the concept of "use of neuromarketing in the fashion market" from the
point of view of studying the unconscious emotional reactions, cognitive
processes and decision-making mechanisms of consumers in the process
of choosing and purchasing fashion products through neurophysiological
and psychological methods, and the process of forming marketing
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strategies on the current bases were improved;

In neuromarketing, the levels of influence of advertising videos, color
harmony, product placement (merchandising) and window design on the
attention of buyers in separate cases were determined and the optimal
ratios of the vector p=(0.22,0.24,0.21,0.28) of enhancing the influence of
these tools through various combinations in a specific fashion market were
proposed,;

The proposal is based on the quantitative limit of implementing
etracking (0.1<E<0.3), electroencephalography (0.4<EEG<0.7) and emotion
mapping (0.5sEX<0.8) technologies in digital platforms for tracking
customer behavior and identifying their points of interest, in order to
increase the effectiveness of advertising materials and strengthen
customer trust and loyalty to the brand have been substantiated;

Based on the PLS-SEM model, the strongest correlations between
sensory perception and brand trust on key consumer variables were
identified, Brand Trust and Brand Loyalty (0.47) and Purchase Intention
(0.36), cognitive trust, sensory perception, and a significant impact on
emotional and social reactions have been identified;

As part of improving the methodology for using neuromarketing in the
fashion market in Uzbekistan, forecast values for textile sales until 2030
based on multifactor econometric models have been developed.

The practical results of the research are as follows:

Companies operating in the fashion market could review their brand
identity (logo, color, slogan, design element) based on neuromarketing
tests, thereby increasing the level of consumer attention, helping to make
the brand quickly recognizable and memorable;

A proposal was developed to update the marketing policy of local
clothing manufacturers and brands through an in-depth analysis of the
emotional and behavioral factors of buyers;

Using neuromarketing tools, the impact of advertising, color harmony,
product placement (merchandising) and window design on buyer attention
was studied, and visual communication strategies were improved on this
basis;

The research found that the effectiveness of advertising materials
increased by 25-30 percent, and customer trust and loyalty to the brand
were significantly strengthened by the introduction of eyetracking, EEG
(electroencephalography) and emotion mapping technologies by fashion
industry enterprises to monitor customer behavior on digital platforms and
identify their points of interest;

Strategies based on neuromarketing have helped to transform
Uzbekistan's fashion industry into an innovative and high-value-added
export sector, resulting in a number of local brands (e.g. Bukhara Silk Road
Fashion, Atlas Mode, Samarkand Textile Design) participating in
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international exhibitions and establishing direct partnerships with foreign
markets.

Reliability of the study results. The reliability of the research results is
determined by the fact that the study and generalization of advanced
foreign experiences, a comparative and critical analysis of existing
scientific research works on increasing the attractiveness of fashion and
brands of enterprises producing sewing and knitting products, and the
transformation of local brands into global fashion and brands, the fact that
the information base was collected on the basis of official sources of
Committee of the Republic of Uzbekistan on Statistics, Uzbekistan textile
and garment industry association of "O’zto’gimachiliksanoat”, local and
international companies, and that they were analyzed and processed using
statistical software packages.

Scientific and practical significance of the research results.

The scientific significance of the research results is determined by the
fact that the conclusions and proposals put forward in the theoretical and
methodological description can be used to identify important strategic
directions for improving the methodology for using neuromarketing in the
fashion market and to implement the goals of globalization of the national
fashion brand.

The practical significance of the research results is explained by the
fact that the practical recommendations developed in it can be used in the
creation, promotion and expansion of the target audience of local fashion
and brands at garment and knitting enterprises that are members of
Uzbekistan  textiie and garment industry  association  of
"O'zto’gimachiliksanoat”, as well as in the preparation of textbooks and
training manuals on the subjects "Foundations of Marketing",
"Neuromarketing", "Digital Marketing".

Implementation of research results. Based on the scientific results
received on improving the methodology for using neuromarketing in the
fashion market:

According to the methodological approach, the economic content of
the concept of "use of neuromarketing in the fashion market" is to study
the unconscious emotional reactions, cognitive processes and decision-
making mechanisms of consumers in the process of choosing and
purchasing fashion products through neurophysiological and psychological
methods, and to improve them from the point of view of the process of
forming marketing strategies on this basis. The current proposal was used
in the preparation of the textbook "Marketing" recommended for students
of higher education institutions (Order of the Ministry of Higher and
Secondary Specialized Education of the Republic of Uzbekistan dated
August 18, 2021 No. 356). This proposal served to improve the knowledge
of students in the process of choosing and purchasing fashion products
(clothes, accessories, footwear, cosmetics, etc.), studying their
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unconscious emotional reactions, cognitive processes and decision-
making mechanisms through neurophysiological and psychological
methods;

In neuromarketing, the levels of influence of advertising videos, color
harmony, product placement (merchandising) and window design tools on
the buyer's attention were determined, and the proposal for optimal ratios
of the vector p=(0.22,0.24,0.21,0.28) to enhance the impact of these tools
through various combinations in a specific fashion market has been
implemented into the activity of Uzbekistan textile and garment industry
association of "O’zto’'gimachiliksanoat". (Reference of the Uzbekistan
textile and garment industry association of "O’zto’gimachiliksanoat" dated
November 28, 2025 No. 02/06-2788) As a result, an opportunity was
created to develop fashion retail in the Tashkent City Mall, Samarkand Silk
Road shopping centers;

The proposal to increase the effectiveness of advertising materials
and strengthen customer trust and loyalty to the brand by ensuring the
quantitative limit of implementing etracking (0.1=E<0.3),
electroencephalography (0.4<EEG<0.7) and emotion mapping (0.5<EX<0.8)
technologies in tracking customer behavior on digital platforms and
identifying their points of interest has been implemented into the activity of
Uzbekistan  textiie and garment industry  association  of
"0'zto’gimachiliksanoat (Reference of the Uzbekistan textile and garment
industry association of "O’zto’gimachiliksanoat"dated November 28, 2025
No. 02/06-2788). As a result of the implementation of this proposal,
collections based on local natural fabrics were presented at exhibitions in
Paris, London and Istanbul. This led to the branding of the textile heritage
of Uzbekistan;

Based on the PLS-SEM model, the strongest correlations between
sensory perception and brand trust on key consumer variables are Brand
Trust and Brand Loyalty (coefficient 0.47) and Purchase Intention
(coefficient 0.36). The proposal to identify the significant impact of
cognitive trust, sensory perception on emotional and social reactions has
been implemented into the activity of Uzbekistan textile and garment
industry association of "O’zto’gimachiliksanoat” (Reference of the
Uzbekistan  textiie @ and garment industry  association  of
"0’zto’qimachiliksanoat"dated November 28, 2025 No. 02/06-2788) As a
result, brands such as Bibi Hanum, Moel Bosh, Samo, Art Studio Mir, Atlas
Art participated in Fashion Week and other international competitions,
contributing to the recognition of the Uzbek fashion industry;

Based on multifactor econometric models, forecast values of textile
sales in Uzbekistan until 2030 were developed. (Reference of Uzbekistan
textile and garment industry association of "O’zto’gimachiliksanoat" dated
November 28, 2025 No. 02/06-2788). As a result, the model was used to
formulate the tasks of modernizing product design and supporting local
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brands of the "Development of Textile and Garment and Knitwear Industry
2030" strategy.

Approbation of the research results. The main idea and results of the
dissertation research were presented and discussed at 2 international and
2 national scientific and practical conferences.

Publication of research results. A total of 23 scientific works on the
subject of the dissertation, including 1 monograph 10 scientific articles in
republican scientific journals recommended by the Supreme Attestation
Commission of the Republic of Uzbekistan, including 4 scientific articles in
foreign journals, 6 thesis articles in a journal related to the field and have
been published.

Structure and scope of the dissertation. The dissertation consists of
an introduction, five chapters, a conclusion, a list of used literature and
appendices. The volume of the dissertation consists of 252 pages.
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