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KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon amaliyoti
shuni ko'rsatadiki, tijorat banklarining bozorda barqgaror raqobat
pozitsiyasini egallashi, avvalo, ularning strategik boshqaruv qobiliyati,
moslashuvchan marketing siyosatini shakllantirishi va mijozlar bilan o‘zaro
munosabatlarni samarali tashkil etishiga bevosita bog‘liqdir. Bugungi
kunda bank xizmatlari bozorida kechayotgan tarkibiy o‘zgarishlar, ragamli
igtisodiyotni shakllanishi, raqobat muhitining keskinlashuvi hamda
innovatsion texnologik yechimlarning jadal rivojlanishi mijozga
yo‘naltirilgan marketing strategiyalarining roli va ahamiyatini yanada
oshirmoqda.

Jahon bank xizmatlari bozorida ham ragamli iqtisodiyotni shaklanishi
xamda FINtech texnologiyalarini bank xizmatlari bozoricha jadallik bilan
kirib kelishi banklar amaliyotini tubdan qayta ko'rib chigish va mijozlarga
moslashuvchan ragamli bank xizmatlarini shakllantirishiga turtki bermoqda.
Jahon banki ma’lumotlarga ko‘ra 2025-yilga kelib, ragamli banking kanallari
global miqyosda barcha bank operatsiyalarining 90 foizdan ortig‘ini tashkil
etgan, 2025-yilda AQSHda taxminan 216.8 million foydalanuvchi ragamli
banking xizmatlaridan foydalanish holatlari kuzatilgan." Chakana
mijozlarning onlayn bank xizmatlariga ommaviy tarzda o'tishi, bu
xizmatlardan foydalanuvchilar ulushining gisqa fursatda 85 foizga yetgani,
banklardan mijozlar bilan munosabatlarni boshqarishda tamoman yangi
yondashuvlarni joriy etishni talab qildi.

O'zbekistonda ham bank tizimini liberallashtirish, raqgobatbardosh
bank xizmatlarini rivojlantirish va mijozlarga xizmat ko'rsatish sifatini
oshirish bo‘yicha keng ko‘lamli islohotlar amalga oshirilmoqda. O‘zbekiston
Respublikasi Prezidentining 2020-yil 12-maydagi PF-5992-son “2020 - 2025-
yillarga mo'ljallangan O‘zbekiston Respublikasining bank tizimini isloh
qilish strategiyasi to'g'risida” Farmonida “moliya bozorida teng raqobat
sharoitlarini yaratish, kreditlashni fagat bozor shartlari asosida amalga
oshirish, banklarning davlat resurslariga qaramligini pasaytirish, bank
xizmati  ko'rsatishni modernizatsiya qilish, banklarning samarali
infratuzilmasini yaratish va faoliyatini avtomatlashtirish, shuningdek,
banklar faoliyatiga xos bo‘Imagan funksiyalarni bosgichma-bosqich bekor
qilish orgali bank tizimining samaradorligini oshirish”* vazifalari belgilab
berilgan. Mazkur vazifalarining samarali ijrosi tijorat banklarining barqaror
faoliyatini ta’'minlash, ularning likvidligi va bozordagi mavqeyini
mustahkamlash mijoz ehtiyojlarini aniglash, segmentlash va magqgsadli
guruhlarga mos marketing strategiyalarini ishlab chigish bilan uzviy

! https://www.worldbank.org/en/publication/globalfindex/report?utm_source=chatgpt.com

> O'zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi PF-60-sonli “2022-2026-yillarga
mo'ljallangan Yangi 0'zbekistonning taraqqiyot strategiyasi to‘g'risida”gi farmon.
https://lex.uz/docs/4811025
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bog'ligdir. Shunga ko‘ra bank bozorida mijozlar ehtiyojlarini chuqur
o‘rganish, ularning bankka oid qgadriyatini baholash, mijoz tajribasini tahlil
qilish va aniq maqsadli marketing strategiyalarini belgilash, mijozlarning
ehtiyoj va intilishlarini to‘liq qondirish, ular bilan barqgaror munosabatlarni
shakllantirish va daromadlilikni uzog muddat saglashga xizmat qiluvchi
mijozga yo'naltirilgan marketing strategiyalarini ishlab chigish muhim
tadqgiqotlar yo'nalishidir.

O‘zbekiston  Respublikasining 11.11.2019-yildagi O‘RQ-582-son
“O‘zbekiston Respublikasining Markaziy banki to‘g‘risida”, 05.11.2019-
yildagi O‘RQ-580-son “Banklar va bank faoliyati to‘g'risida”"gi gonunlari
hamda O'zbekiston Respublikasi Prezidentining 11.09.2023-yildagi PF-158-
son “O‘zbekiston - 2030 strategiyasi to‘g'risida», 12.08.2024-yildagi PF-109
-son “Faktoring xizmatlari bozorini jadal rivojlantirish chora-tadbirlari
to'g'risida”"gi  farmonlari, 2017-yil 12-sentyabrdagi PQ-3270-sonli
“Respublika bank tizimini yanada rivojlantirish va bargarorligini oshirish
chora-tadbirlari to'g‘risida”gi, 27.11.2025-yildagi PQ-359-son “O‘zbekistonda
moliyaviy texnologiyalar 0O‘zbekiston Respublikasi Markaziy banki
boshqgaruvining 14.07.2025-yilda ro'yxatdan o‘tgan 3030-10 -son “Bank
xizmatlari iste’'molchilari bilan o‘zaro munosabatlarni amalga oshirishda
tijorat banklarining faoliyatiga qo'yiladigan minimal talablar to'g'risidagi
nizomga go'shimcha va o'zgartirishlar kiritish haqgida”gi garori va boshqa
me’yoriy hujjatlarda belgilangan vazifalarni amalga oshirishga ushbu
dissertatsiya tadqgiqoti muayyan darajada xizmat giladi.

Tadqiqotning respublika fan va texnologiyalari rivojlanishining
ustuvor yo'nalishlariga bog'ligligi. Dissertatsiya tadgiqoti respublika fan va
texnologiyalar rivojlanishining I. “Demokratik va huqugiy jamiyatni ma’naviy-
axlogiy va madaniy rivojlantirish, innovatsion igtisodiyotni shakllantirish”
ustuvor yo'nalishiga muvofiq bajarilgan.

Muammoning o'rganilganlik darajasi. Tijorat banklari ragobat-
bardoshligini oshirishda o‘zaro munosabatlar marketing strategiyalaridan
foydalanishga qaratilgan ilmiy tadgiqotlarning ayrim nazariy va amaliy
jihatlari xorijlik igtisodchi olimlardan J.J.Lamben, F.Kotler, M.Porter,
Ye.Dixtel, Ye.P.Golubkov, Mahmud, J.A.Samiday, D.l.Barkan, A.V.Buzdalin,
T.Amblerlarning?® ilmiy ishlarida o'z ifodasini topgan.

% Nam6eH Y.K.. «CTpaTernueckuii MapkeTuHr» — CI6.: «Hayka», 2006 r.; ®.KoTnep, ®.ApMCTpOHT,
I.CoHpepc, [O.BoHr. «OcHoBbl MapkeTuHra» — CI6.: Bunbamc, 2008 r.; Mankn E. T[lopTep.
«KOHKypeHTHas cTpaterns: MeToanka aHanvsa oTpac/ien u KOHKYpPeHTOB». lNep. ¢ aHrn. — M.: AnbnuvHa
BusHec bykc. 2005. — 454c.; E.OuxTenb, XepwreH X. «[TpakTUYeCKnii MapKeTUHI», y4eb. nocobue / nep.
c HeM. MakapoBa A.M.. nog pea. MuHko W.C. — M.: Bbicw. wk. 1995. —-225c.; lNony6kos E.M..
«MapKeTUHroBble UCCNeaoBaHUS: Teopusi, MeToAofiorMs M npaktuka» — M.. ®uHnpecc, 2008 r.;
Mahmod, J.Al Samydai, Ibrahim, Alnawas A.M. and Rodina A. Yousif, 2010. «The Impact of Marketing
Innovation on Creating a Sustainable Competitive Advantage», The Case of Private Commercial Banks in
Jordan. Asian Journal of Marketing, 4: 113-130.; bapkan O.N.. «<MapkeTuHr gnsa Bcex: becepgpbl gns
HaunHatowmx». — J.L.: PepakumoHHO-usgatenbckuim uUeHTp «KynbT-uHPOPM-Npecc» COBMECTHO C
coumanbHo-KoOMMepYeckon dupmol «HenoBek», 1991. — 256c¢.; A.B.byaganuH. «HagexHocTb 6aHka: OT
dbopmanusauumn K oueHker, 2012. — 192c.; AM6nep T. «[MpakTuyecknin MapkeTuHr» /lep. ¢ aHrn. noa
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Mustaqil davlatlar hamdo’stligi mamlakatlarida bu borada Yu.M.
Vayver, S.A. Kosterinoy, O.l. Lavrushina, A.M. Tavasiyeva, Yu.N. singari
olimlar? tadgiqgotlar olib borganlar. Mazkur olimlarning ilmiy ishlarida bank
marketingi borasidagi ilmiy nazariy qarashlar tizimi shakllantirish, tijorat
banklarida mijozlar bilan ishlash samaradorligini oshirish va ragamli bank
xizmatlari bozorda raqobatli ustunliklarni shakllantirishga qaratilgan ilmiy
tavsiyalar berilgan.

Respublikamiz bank xizmatlari bozorini rivojlantirishga garatilgan
mijozlarga yo'naltirilgan marketing strategiyasini shakllantirish masalalari
Sh.Ergashxodjayeva, M.S.Qosimova, M.Yusupov, U.U.Sharifxodjayeyv,
Z.A.Xakimoyv, 0.A.Ortiqov, Z.B.Mustafoyev, D.N.Allayorova,
B.M.Mirzamaydinov, G.Bekmurodova, N.A.Karabayev, M.B.Mo‘minova,
M.M.Abduraxmanova va boshga ko‘plab olim va mutaxassislar® ilmiy
izlanishlarida o'z aksini topgan.

Sanab o'tilgan olimlarning igtisodiyot va marketing fanlariga qo‘shgan
salmogqli hissasiga qaramay, ularning tadqiqotlarida ragamli iqtisodiyot va
mijozlarning xulg-atvorini yuqori darajada o‘zgarish sharoitida tijorat
banklari faoliyatida mijozga yo‘naltiriigan marketing strategiyalarini ishlab
chigishning oziga xos jihatlari bo'yicha olib borilgan tadqiqotlar salmod’i
kam. Xususan, tijorat banklarining ragamli muhitda ragobatbardoshligini
oshirish va ularning samarali faoliyat yuritishida ragamli texnologiyalardan
foydalanish, mijozlarga yangi bank xizmatlarini tagdim etishda innovatsion

obuen pea. t0. H. Kantypesckoro. — Cl6: UspatenbctBo «[utep», 1999. — 400 c,;

Baneep 0.M. T[lpo6nemMmbl cTpaTerMyeckoro yrnpaBfieHUss CUCTEMOW B3aMMOAENCTBUS C

KOpMNopaTUBHbIMW KIIeHTaMn B KOMMepyeckoM H6aHke / 0.M. Baisep // BecTHuk Akagemuu. — 2014. -
Ne3 (40). — C. 39-42,; KocTepuHa, T.M. KpeAWTHbI MeHeIXXMEeHT B 6aHKe: y4ye6GHO-MeTOAUYEeCcKMit
komnnekc / T.M. KoctepuHa. — M.: EBpasuiickuin oTKpbITbIn UH-T, 2012. — 270 c.; BaHkoBckoe geno /
Konnektus aBTtopoB nof pen. O.U. JNlaBpywwuHa, H.WU. BaneHueson. — M.: KHOPYC, 2016. — 800 c,
BaHkoBcKoe KpeguToBaHue: yuebHuk / A. M. TaBacues, T. 0. Ma3ypuHa, B. 1. BblykoB. — 2-e usg. — M.:
HULU MHOPA-M, 2015. - 366 c;.
° 9prawxomkaena L., Kocumosa M. C., lOcynoB M. Marketing. — T .. TOWY, 2018. — 232 6,
Y.Y.lWapudxomkaes, Xakumos 3.A.. MHTepaKTUB Ba pakamnu MapkeTuHr. YKyB KynnaHma. TAWY,
“UkTncogunét” 2019 n. 274 6.; OptukoB O.A. «<baHknapapo pako6aT wapouTuga 6aHK xusamaTnapu Ba
ynapHu TakomunnawTtupuw nuynnapu». Uktucop daHnapy Homsoau auccepTtauus aBtopedepaty —
T.:2009 i.; 3.6.MycTadoeB. «baHK MapKeTUHIN — MOJIMS 6030pU LLIAK/IIAHULLN Ba PUBOXJTAHULLIMHUHT
acocu». UkTtucon daHnapu Homsoau puccepTauus aBTopedepaty — T.:1998 n.; Annaéposa [.H.
«9((HEKTUBHOCTb MapPKETMHIa B AEATENbHOCTU KOMMEPYECKUX 6GaHKOB Pecny6nnkun Y36ekucTaH».
NkTucop daHnapu Homsoau auccepTtauusa aBTopedepaty — T.:2009 i.; Mup3amaingmHoB B.M.. «baHk
Xn3matuaa MapkeTuHr camapagopnuru (Ys6ekuctoH Pecny6nukacu Tawku MKTUCOAW (aonusaT
Munnuin 6aHk mMuconuaa)». Uktucog cdaHnapyu Homsoau auccepTauua asTopedepatv — T.:2008 i
Bekmypogosa . TwxxopaT 6aHknapu pako6aTt6apAoLUIMIMHN OLMPULLHUHT MHHOBALMOH MapKeTUHT
KoHuenuusacMHyM TakomunnawTmpmw. 08.00.11 — MapkeTuHr. UkTucoaunét dannapu éynnya dancada
poktopy (Phd) ammcceptaumsicu aBTopedepatu. TowkeHT. TOAWNY. 2018 iun. 9-6et; Kapabaes H.A.
TuxopaT 6aHKnapu GaoMATUHN PEATUHI TU3UMUK acocuaa 6axonallHn TakomunnawTupuw. 08.00.07 -
Monwusi, nyn MyomManacu Ba kpeguT. WUKTucogumér ¢aHnapu 6yindya dancadpa goktopu (Phd)
anccepTauuscu astopedepatu. TowkeHT. TANY. 2018 iAnn. 9-6eT.; MymunHoBa M.B. TuxopaT 6aHKnapu
aKTMB onepauusnapuHn 6olkapu cTpaterMsacuHn TtakomunnawTtupuw. 08.00.07 — Monus, nyn
MyoManacu Ba KpeauT WKTUCOAMET dannapu 6yimnya cdancada poktopu (Phd) aucceprauuscu
aBTopedepatun. TowkeHT. TOWUY. 2018 nn. 9-6et; AbagypaxmaHoBa M.M.. baHk xu3maTtnapu 6o3opuaa
MapKeTuHr daonuatuHmn pusoxxnaHtupuil. 08.00.13 — “MeHexxMeHT Ba MapkeTuHr”. Niktucon daHnapu
HOM304N WIMUIN Japa)aCWHW ONULL YYyH TakAMM 3TuiraH aucceptaums aBtopedepaTu. TOLUKEHT.
TOWUY. 2010 nn. 14-6er;
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yondashuvlarni qo‘llash, bank mahsulotlari va xizmatlarini ko‘rsatishda
axborot-kommunikatsiya texnologiyalaridan keng foydalanish, mijozlar
ehtiyoj va intilishlariga mos yangi xizmat turlarini shakllantirishga
garatilgan marketing strategiyasini ishlab chigishning kompleks
yondashuvlari yetarlicha tizimlashtiriimagan. Shu munosabat bilan, tijorat
banklari  ragobatbardoshligini  mijozga  yo'naltiriigan  marketing
strategiyalarini ilmiy asosda ishlab chigish orgali oshirish yo'nalishlarini
o‘rganish zamonaviy bank tizimi rivoji uchun dolzarb ilmiy vazifa
hisoblanadi.

Dissertatsiya mavzusining dissertatsiya bajarilayotgan oliy ta'lim
muassasasining ilmiy-tadqiqot ishlari rejalari bilan bog'ligligi.
Dissertatsiya ishi respublika fan va texnologiyalari rivojlanishining
|.“Demokratik va huquqiy jamiyatni ma’naviy, axlogiy hamda madaniy-
ma'rifiy rivojlantirish, innovatsion igtisodiyotni shakllantirish” ustuvor
yo'nalishiga muvofiq bajarilgan.

Tadqiqotning maqgsadi banklar faoliyatida mijozlarga yo'naltirilgan
marketing strategiyasidan foydalanishni takomillashtirish bo‘yicha ilmiy
taklif va tavsiyalar ishlab chigishdan iborat.

Tadqiqotning vazifalari:

zamonaviy bank marketingi nazariyalari mohiyati va strategik
maketing konsepsiyalarini o‘rganish;

tijorat banklari faoliyatida mijozlarga yo'naltiriigan marketing
strategiyasidan foydalanishni takomillashtirishning uslubiy asoslarini ishlab
chiqish;

tijorat banklarida mijozlarga yo'naltiriigan marketing strategiyasini
ishlab chigishning xorijiy mamlakatlar tajribalaridan O‘zbekiston tijorat
banklari amaliyotda foydalanish;

tijorat banklarida mijozga yo'naltiriigan marketing faoliyatini tashekil
etish va boshqgarishning mavjud holatini tahlil gilish;

tijorat banklarida mijozlar bilan munosabatlar holatini baholashga
yondashuvlarni ishlab chigish;

tijorat banklari faoliyatida mijozlarga yo'naltiriigan marketing
strategiyalaridan foydalanish imkoniyatlarini oshirish bo'yicha takliflar
tayyorlash;

tijorat banklari faoliyatida raqamli marketing strategiyalaridan
foydalanish bo'yicha ilmiy va amaliy takliflar ishlab chiqish;

tijorat banklarida ichki marketing faoliyati samaradorligini oshirish
yo'llarini asoslash;

banklar faoliyatida mijozlarga yo'naltirilgan marketing
strategiyalaridan foydalanishining istigbolli yo'nalishlarini belgilab berish
bo'yicha xulosa va tavsiyalar ishlab chigish.

Tadqiqot obyekti sifatida O‘zbekiston respublikasi tijorat banklarining
marketing faoliyati tanlangan

10



Tadqgiqotning predmeti bo'lib, banklar faoliyatida mijozlarga
yo'naltiriigan marketing strategiyasidan foydalanishni takomillashtirish
jarayonida yuzaga keladigan ijtimoiy-igtisodiy munosabatlar hisoblanadi

Tadgqiqotning usullari. Tadgiqot jarayonida tizimli yondashuyv, tahlil va
sintez, statistik guruhlash, qiyosiy tahlil, iqtisodiy-statistik baholash,
segmentlash, raqobatdagi ustunlik darajasini aniglash, kuzatuv-so‘rov,
omilli tahlil va boshqa usullardan foydalanilgan.

Dissertatsiyaning ilmiy yangiligi quyidagilardan iborat:

uslubiy yondashuvga ko‘ra “bank marketingi” tushunchasining
igtisodiy mazmuni tijorat banklarida mijoz markazlashgan strategik
boshqgaruv tizimi sifatida, ularning bank mahsulotlari va xizmatlariga
bo‘lgan ehtiyojlari, kutilmalari hamda xulg-atvor xususiyatlarini tizimli
o‘rganish, shakllantirish va individuallashtiriigan qiymat takliflari orqali
samarali qondirishga yo'naltirilgan uzluksiz boshgaruv jarayonlari majmui
sifatida takomillashtirilgan;

Tizimli tenglamalarni modellashtirish (PLS-SEM) usulida tijorat
banklarida munosabatlar marketingini shakllantiruvchi asosiy omillar
hisoblangan mijoz qonigishi (wCSI=0,207), giymat yaratish (wCVC=0,197),
shikoyatlarni boshgarish (WCH =0,217), sadogqlik (wCL =0,200), saqlab
golish (wCR =0,218) hamda bank uchun goshilgan giymati (wCLV=0,218)
ko'rsatkichlarning yuqori ijobiy va statistik ahamiyatli ta'siri asosida
mijozlarga yo'naltirilgan strategik garorlar gabul qgilish taklifi asoslangan;

“Mikrokreditbank” ATB mijozlari segmentlarining xulg-atvor va
ehtiyojlaridagi dinamik o‘zgarishlarga tezkor moslashuvchan, brendingga
yo'naltiriigan va ma’lumotlarga asoslangan ragamli marketing kanallarida
faollikni ta’'minlashga qaratilgan integral marketing strategiyalari yo'l
xaritasi ishlab chiqilgan;

Tijorat banklarining mijozlar bilan samarali munosabatlarga
asoslangan marketing faoliyatini tashkil etuvchi bo‘limlari tarkibini uslubiy
va metodologik jihatdan yangi yo'nalishda “ljtimoiy yo‘naltiriigan marketing
modeli” tizimi asosida shakllantirishda CRM tizimi, ko‘p kanalli marketing,
ma’lumotlar tahlili, ijtimoiy faoliyatlar va munosabatlar marketingi
dastaklaridan foydalanish asoslangan;

“Mikrokreditbank” ATBning mijozlarga yo'naltiriigan marketing
omillari ta’sirini ekonometrik modellashtirish asosida bank daromadlari
o‘zgarishlarining 2030-yillarga mo‘ljallangan prognoz ko‘rsatkichlari ishlab
chiqilgan.

Tadgiqotning amaliy natijalari quyidagilardan iborat:

Tijorat banklarida xalgaro amaliyotda keng qo'llanilayotgan
mijozlarga yo'naltirilgan marketing strategiyalari tasnifi ishlab chigilgan;

Tijorat banklarida mijozlarga yo'naltirilgan marketing
strategiyalaridan foydalanish holatini baholash indikatorlari taklif etilgan;

“Mikrokreditbank” ATBning brendingga asoslangan segmentatsiya
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mexanizmi taklif etilgan;

“Mikrokreditbank” ATBning takomillashtirilgan mijozlarga
yo'naltiriigan marketing faoliyatini boshgarishning yangi tizimi “ljtimoiy
yo'naltiriigan marketing modeli” tizimi sxemasi taklif etilgan;

“Mikrokreditbank” ATB uchun zamonaviy ijtimoiy yo‘naltirilgan va
ragamli marketing strategiyalarini joriy etishning 2025-2027-yillar uchun yo'l
xarita ishlab chigilgan;

tijorat banklarining mijozlar bilan munosabatlar asoslangan
marketing bo'limi faoliyatini baholashning eng muhim samaradorlik
ko‘rsatkichlari indikatorlarning etalon giymatlari belgilab berilgan;

Tadqiqot natijalarining ishonchliligi. Ushbu tadgiqot natijalarining
ishonchliligi qgo'llanilgan ilmiy yondashuv va usullarning maqgsadga
muvofiqligi, tahlil uchun zarur bo‘lgan nazariy ma’lumotlarning xalgaro va
milliy darajadagi rasmiy manbalardan olinganligi, ilmiy-nazariy taklif va
amaliy tavsiyalarning tijorat banklari amaliyotida sinovdan o'tkazilganligi
bilan asoslanadi. Shuningdek, tadgigot doirasida ishlab chigilgan mijozga
yo'naltiriigan marketing tahlil usullari va strategik modellarning tijorat
banklarining amaliy marketing faoliyatiga joriy etilib, ular tomonidan
magbul deb topilganligi tadqgiqot natijalarining yuqori ishonchliligini
ta’'minlaydi.

Tadqiqot natijalarining ilmiy va amaliy ahamiyati. Tadgigotning
ilmiy ahamiyati shundaki, dissertatsiyada ishlab chigilgan nazariy va
metodologik yondashuvlar mamlakatimiz tijorat banklarining bank
xizmatlari  bozorida  raqgobatbardoshligini  oshirish,  mijozlarga
yo'naltiriigan marketing strategiyalarini takomillashtirish va ularning
marketing faoliyati samaradorligini oshirish jarayonlariga garatilgan ilmiy
asoslangan yondashuvlarni shakllantiradi. Tadgigotda ishlab chigilgan
modellar, rekomendatsiyalar va uslubiy yondashuvlar O‘zbekistonda bank
xizmatlari bozorini samarali tashkil etish, mijoz segmentlarini to‘g'ri
identifikatsiya qilish, interaktiv va ragamli marketing vositalaridan
foydalanish hamda bank mahsulotlari va xizmatlari taklifini
optimallashtirishda metodologik baza sifatida xizmat giladi.

Taklif etilgan tijorat banklarida mijozlarga yo‘naltirilgan marketing
strategiyalari va dasturlari hamda axborot bazalarini shakllantirishda
xizmat qiladi. Tadqgiqot natijalari bank xizmatlari bozorida marketing
faoliyati takomillashtirishning konseptual asoslarini yaratishda, sohaning
gisga va wuzoq muddatlarga mo'ljallangan iqtisodiy rivojlanish
strategiyalari va dasturlarini ishlab chigishda keng foydalanish
mumkinligi bilan izohlanadi. llmiy-nazariy tavsiyalardan “Bank xizmatlari
marketingi”, “Innovatsion marketing”, “Interaktiv va ragamli marketing”,
“Bank ishi”, “Bank faoliyatini tartibga solish va nazorat gilish” va boshqga
fanlarni o'gitishda hamda turli o‘quv kurslarini tashkil etishda ham
foydalanish mumkin.
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Tadqiqot natijalarining joriy qilinishi. Banklar faoliyatida mijozlarga
yo'naltiriigan marketing strategiyasidan foydalanishni takomillashtirish
bo'yicha olingan ilmiy natijalar asosida:

uslubiy yondashuvga ko‘ra “bank marketingi” tushunchasining
igtisodiy mazmunini bank mahsulotlari va xizmatlariga bo‘lgan ehtiyoijlari,
kutilmalari hamda xulg-atvor xususiyatlarini  tizimli  o‘rganish,
shakllantirish va individuallashtirilgan giymat takliflari orgali samarali
gondirishga yo‘naltirilgan uzluksiz boshqgaruv jarayonlari majmui sifatida
takomillashtirishga oid nazariy-uslubiy ma'lumotlardan oliy ta’lim
muassasalari talabalari uchun mo'ljallangan “Xizmatlar marketingi” nomli
o‘quv go‘llanmani tayyorlashda foydalanilgan (O‘zbekiston Respublikasi
Oliy va o‘rta maxsus ta'lim vazirligining 2021-yil 31-maydagi 237-sonli
hamda 2022-yil 19-iyuldagi 233-sonli buyrug‘i). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida talabalarda bank va mijoz o‘rtasidagi
o‘zaro munosabatlarda jalb etish, saqglab qolish, rivojlantirish va mijoz
giymatini oshirish bankning raqobatbardoshligi, uzoq muddatli
daromadliligi hamda ijtimoiy mas’uliyatini uyg‘un ta’'minlashga garatilgan
uzluksiz boshqgaruv jarayonlari majmuini sifatida takomillashtirilgan
tushunchasi bo'yicha nazariy bilim va ko‘nikmalarni yanada kengaytirish
imkoni yaratilgan;

Tizimli tenglamalarni modellashtirish (PLS-SEM) usulida tijorat
banklarida munosabatlar marketingini shakllantiruvchi asosiy omillar
hisoblangan mijoz qoniqishi (wcsi=0,207), giymat yaratish (wcvc=0,197),
shikoyatlarni boshgarish (wch =0,217), sadoqglik (wc. =0,200), saglab
qolish (wcr =0,218) hamda bank uchun mijoz giymati (wcLv=0,218)
ko'rsatkichlarning yuqori ijobiy va statistik ahamiyatli ta'siri asosida
mijozlarga yo'naltirilgan strategik qarorlar qgabul qilish taklifi
“Mikrokreditbank” ATB faoliyatida joriy etilgan. (“Mikrokreditbank”
ATBning 2026-yil 30-yanvardagi 03-14/2432-son ma’lumotnomasi).
Natijada bankda mijozlar bilan munosabatlarni boshqgarish mexanizmlari
takomillashtirilib, mijozlarni saqlab qolish va xizmatlardan qonigish
darajasini barqgaror o'sishiga erishilgan.

Taklif etilgan tijorat banklarida mijozlar segmentlarining xulg-atvor
va ehtiyojlaridagi dinamik o‘zgarishlarga tezkor moslashuvchan,
brendingga yo'naltiriigan va ma’'lumotlarga asoslangan ragamli
marketing kanallarida faollikni ta'minlashga qaratilgan integral marketing
strategiyalari  yo‘l xaritasi  “Mikrokreditbank” ATB faoliyatida
foydalanilgan (“Mikrokreditbank” ATBning 2026-yil 30-yanvardagi 03-
14/2432-son ma’lumotnomasi). Mazkur taklifni amaliyotga joriy etish
natijasida “Mikrokreditbank” ATBning ragamli kanallar samaradorligi
sezilarli oshirishga erishilgan. Jumladan, ragamli kanallar orqgali yangi
mijozlarni jalb gilish darajasi 42 foizdan 60 foizga oshgan, mijoz jalb
gilish xarajatlari 2024-yilga nisbatan 2025-yilda 7,8 foizga kamaygan
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hamda bank daromadlarining bargaror o‘sishi va ragobatbardoshlikning
mustahkamlanishini ta'minlangan.

Tijorat banklarining mijozlar bilan samarali munosabatlarga
asoslangan marketing faoliyatini tashkil etuvchi bo'limlari tarkibini
uslubiy va metodologik jihatdan yangi yo‘nalishda “ljtimoiy yo‘naltirilgan
marketing modeli” tizimi asosida shakllantirishda CRM tizimi, ko'p kanalli
marketing, ma’lumotlar tahlili, ijtimoiy faoliyatlar va munosabatlar
marketingi dastaklaridan foydalanish taklifi “Mikrokreditbank” ATB
faoliyatida joriy etilgan (“Mikrokreditbank” ATBning 2026-yil 30-
yanvardagi 03-14/2432-son ma’lumotnomasi). Mazkur ilmiy yangilikni
amaliyotga joriy etish natijasida ijtimoiy yo'naltiriigan marketing ustuvor
yo'nalish sifatida belgilangan hamda bankning ijtimoiy yo'naltirilgan
muammolarga moliyaviy resurslarni jalb qilish darajasi 2025-yilda 2024-
yilga nisbatan 8,9 foizga oshirishga erishilgan. Shuningdek, ijtimoiy
yo'naltiriigan faol marketing siyosati orgali bank ragobatbardoshligini
oshirish, mijozlar qoniqish darajasini yaxshilash va moliyaviy
inklyuzivlikni kengaytirishga erishilgan.

Mijozlarga yo‘naltiriigan marketing omillari ta'sirini ekonometrik
modellashtirish asosida bank daromadlari o‘zgarishlarining 2030-yilga
mo'ljallangan prognoz ko'rsatkichlaridan  “Mikrokreditbank” ATB
faoliyatida foydalanilgan (“Mikrokreditbank” ATBning 2026-yil 30-
yanvardagi 03-14/2432-son ma’lumotnomasi). Mazkur ilmiy taklifning
amaliyotga joriy etilishi natijasida “Mikrokreditbank” ATB va uning
hududiy filiallarida kredit portfelini, olinadigan komission daromadlarni
rejalashtirish va mijozlarga tabaqgalashtirilgan xolda taqdim qilish, mobil
ilova foydalanuvchilar sonini oshirish va ragamli tranzaksiyalar ulushi
yanada ko'paytirish bo'yicha strategik maqgsadlarni belgilashga erishilgan.

Tadgiqot natijalarining aprobatsiyasi. Mazkur tadgigot natijalari 3
ta xalgaro va 2 ta respublika ilmiy-amaliy anjumanlarida muhokamadan
o‘tkazilgan.

Tadgigot natijalarining e€’'lon qilinganligi. Tadgigot mavzusi
bo'yicha jami 11 ta ilmiy ish, jumladan, O‘zbekiston Respublikasi Oliy
attestatsiya komissiyasi tomonidan tavsiya etilgan ilmiy jurnallarda 7 ta
magqola ( shundan 5 tasi mahalliy va 2 tasi xorijiy jurnallarda), xalgaro va
respublika ilmiy-amaliy konferentsiya to'plamlarida 4 ta ma’ruza tezislari
chop etilgan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi kirish,
uchta bob, xulosa, foydalanilgan adabiyotlar ro'yxati va ilovalardan tarkib
topgan bo'lib, umumiy hajmi 147 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Dissertatsiyaning kirish gismida tadgigot mavzusining dolzarbligi
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va zarurati asoslangan, tadqgiqotning maqgsad va vazifalari, obyekti va
predmeti shakllantirilgan, tadqiqotning ilmiy ishlar rejalari bilan bog'ligligi
ko'rsatilgan, dissertatsiyaning ilmiy yangiligi, ilmiy natijalari, ilmiy va
amaliy ahamiyati keltirilgan, tadqiqot natijalarining amaliyotga joriy
etilishi, chop etilgan ilmiy ishlar va dissertatsiya tuzilishi to‘g‘risida
ma'lumotlar berilgan.

Dissertatsiyaning “Banklar faoliyatida mijozlarga yo‘naltirilgan
marketing strategiyasidan foydalanishni takomillashtirishning ilmiy-
nazariy jihatlari” deb nomlangan birinchi bobida zamonaviy bank
marketingi nazariyalari mohiyati va strategik maketing konsepsiyalari
o‘rganilgan. Banklar faoliyatida mijozlarga yo'naltiriigan marketing
strategiyasidan foydalanishni takomillashtirishning ilmiy-uslubiy asoslari
keltirilgan. Tijorat banklarida mijozlarga yo‘naltiriigan marketing
strategiyasini ishlab chigishning xorijiy mamlakatlar tajribalaridan
O‘zbekiston amaliyotida foydalanish imkoniyatlari aniglangan.

Tijorat banklarida marketing strategiyasini ishlab chigish zarurati,
avvalo, bankning magsadli yo‘nalishlarini anig belgilash, yuqori raqobatli
moliya bozorida mijoz ehtiyojlarini to'ligq va uzluksiz qondirish,
shuningdek, sof raqobat sharoitida bargaror daromad yaratish
gobiliyatini uzoq muddat davomida saqlab qolish zaruratidan kelib
chigadi. Bunday strategiya bankning bozordagi pozitsiyasini
mustahkamlashi, mahsulot portfelini optimallashtirishi va mijozlar
moyilligini oshirishi lozim.

Marketing strategiyalari odatda an’anaviy 4P - mahsulot (product),
narx (price), siljitish (promotion), joy (place) aralashmasiga asoslangan
holda shakllantiriladi. Biroq zamonaviy yondashuvlarda “bank - mijoz
uchun” prinsipining ustuvorligi marketingning “C" konsepsiyasiga -
xarajat (cost), mijoz ehtiyoj va xoxishlari (customer needs and wants),
qulaylik (convenience), kommunikasiya (communication) asosida
strategiya ishlab chigishni talab qilmogda. Bu yondashuv ko‘pincha
partizancha yoki innovatsion strategik usul sifatida garaladi, chunki u
bozordagi ragobat afzalligini mijozning individual gadriyatlariga moslash
orgali shakllantiradi. Bank marketingida mijoz bilan munosabat sifatini
tashkil etuvchi elementlar - ishonch, qonigish va majburiyat - zamonaviy
tadgigotlarda keng o‘rganiladigan kategoriya sifatida qaraladi.

Tijorat banklarining mijozlar bilan ishlash tizimi, ilmiy adabiyotlarda
gabul gilingan yondashuvga muvofiq, to'rtta strategik vazifani gamrab
oladi: mijozni jalb etish, uni ushlab turish, mijoz giymatini rivojlantirish
(o'stirish) va bankka giymat qo‘shmaydigan segmentlardan bosgichma-
bosqich voz kechish. Bu vazifalar iyerarxiyasida mijozlarni jalb etish
birinchi bosqgich sifatida muhim ahamiyatga ega bo'lib, keyingi barcha
jarayonlarning samaradorligi aynan ushbu bosqichdagi qarorlar va
usullar sifatiga bog'‘lig bo‘ladi.
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O'zbekistonlik tadqgiqotchilarning aksariyati bank marketingini
bozorni o'rganish, reklama faoliyatini tashkil etish, xizmatlarni targ'ib
gilish, sotishni rag‘batlantirish hamda sotishdan keyingi nazorat
jarayonlarini gamrab oluvchi faoliyatlar majmui an’anaviy marketing
kompleksidagi (4P) prinsiplar bilan uzviy bog'ligligini ko‘rsatadi.

Bank marketingiga ta'rif berishda ushbu faoliyatning mohiyati, ya'ni
uning iqtisodiy va ijtimoiy vazifalari, bozor mexanizmlari bilan o‘zaro
alogasi va mijoz-xizmat ko‘rsatuvchi munosabatlaridagi strategik rolidan
kelib chigish magsadga muvofigdir. Shu asosda bank marketingini
quyidagicha izohlash mumkin.

Nazariy tadqgiqotlardan kelib chigganda bank marketingi
tushunchasining igtisodiy mazmuni - tijorat banklarida mijoz
markazlashgan strategik boshqgaruv tizimi sifatida, ularning bank

mahsulotlari va xizmatlariga bo‘lgan ehtiyoijlari, kutilmalari hamda xulg-
atvor xususiyatlarini tizimli o‘rganish, shakllantirish va
individuallashtirilgan qgiymat takliflari orgali samarali qondirishga
yo'naltirilgan uzluksiz boshqgaruv jarayonlari majmui sifatida qaralishi
lozim.

Taklif etilgan yondashuvga ko‘ra marketingning markaziy
kategoriyalari sifatida mijoz qiymati, uzoqg muddatli munosabatlar,
mijozlar xulg-atvorining iqgtisodiy va ijtimoiy omillar bilan bog'lig
xususiyatlari hamda strategik yo‘naltirilganlik prinsiplari belgilangan.

Tijorat banklarining mijozga yo‘naltiriigan zamonaviy yondashuvi
xulg-atvor iqtisodiyoti va mijoz tajribasiga asoslangan konsepsiyalaridir.
Mijozning qaror gabul qilishi fagat ratsional mezonlarga emas, balki
xavfni idrok etish, hissiy tajriba va xizmat sifati signallariga asoslanadi.
Bank mijozlari yuqori xatar bilan bog'liq qarorlar gabul gilgani sababli,
servis sifati, mulogot madaniyati, tezkorlik, shaffoflik va shaxsiylashtirish,
CRMning metodologik asoslariga tayanadi.

Tijorat  banklarining  mijozlarga  yo'naltiriigan  marketing
strategiyasini ishlab chigishning uslubiy yondashuvlari mijoz ehtiyojlari
tahlil qilish, bank xizmatlari mijozlarga moslashtirish, mijozlarga giymat
taklifi modelini yaratish, xizmat sifatini monitoring qilish va mijozning
davriy qiymatini oshiruvchi motivatsion mexanizmlarni joriy etishga

asoslanishi lozim (1-jadval).
1-jadval
Tijorat banklarida mijozlarga yo‘naltiriigan marketing strategiyasining uslubiy
yondashuvlari®

. Bank marketing
Yondashyvlar Mazmuni Metodologik Amaliy instrumentlar | strategiyasidagi
nomi asos roli
" Mijozlarning Munosabatlar So‘rovnoma, fokus- Magsadli
1. Mijoz - o , 0 :
A . | funksional, marketingi, xulg | guruh, Mijoz yo'li segmentlarni
ehtiyojlarini tahlil ; o ;
ilish emotsional, -atvor xaritasi, RFM, CLV, aniglash,
q moliyaviy va igtisodiyoti, Big Data tahlili shaxsiylashtirish

® Muallif ishlanmasi.
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. Bank marketing
Yondashyvlar Mazmuni Metodologik Amaliy instrumentlar | strategiyasidagi
nomi asos roli
servisga oid Mijozni chuqur darajasini oshirish
ehtiyojlarini doimiy | anglash va tovar siyosatni
ravishda aniglash yo'naltirish
va ulardagi
o'zgarish
dinamikasini
kuzatish
Mijoz profili, risk CRM Individual xizmat Mijoz uchun
profili va talab paradigmasi, paketlari, Differensial | giymatni oshirish
2. Bank strukturasiga mos | Qiymatni tariflar, Mijozning va raqobatda
xizmatlarini mahsulot va hamkorlikda holatiga gqarab narx farglanishni
mijozga xizmat paketlarini | yaratish, belgilash ta’'minlash
moslashtirish shakllantirish Resurslarga
(Customization) asoslangan
yondashuv
(RBV)
3. Mijozlar uchun Bankning har bir Mijoz.qiyr'nati Q.iymat' xari’gqsi, Mijoz Mi‘jozg'a.
qiymat taklifi segment u'chun nazariyasi giymati taklifi (C\{P), yo'naltirilgan
N . ganday unikal Raqobat manfaatlar—xarajatlar | brend
modelini yaratish | 7. . o L
(Value qiymat yarata strategiyasi tahlili pozitsiyasini
P - olishiva shakllantirish va
roposition . LTS
Model) raqobgtthlgrdan s‘ltrate_g!yamng
ustunligi aniglash 0'zagini aniglash
Mijoz tajribasi, SERVQUAL, Mijoz qoniqish Mijoz qonigishini
4. Xizmat sifatini xizmqt ’gezligi, o GAP-modeI, ?ndeks@. Moyillik oshiri'sh., yo'qqtish
—_— - xavfsizlik darajasi | Xizmatga indeksi koeffitsiyentini
monitoring qilish R -
va servis sifatini asoslangan kamaytirish
doimiy baholash marketing
Mijozning bank Mijoz davriligi Moyillik dasturlari, Mijoz moyilligini
5. Mijozning bilan uzoq giymati (CLV), bonuslar, mustahkamlash,
davriy giymatini | muddatli mijozlar Sotuvni CLV ni oshirish,
oshiruvchi munosabatini moyilligi rag‘batlantirish barqaror daromad
motivatsion rag'batlantirish va | nazariyasi, xulg- ogimini
mexanizmlarni garz—depozit atvor nazariyasi shakllantirish
go'llash siklidagi foydasiga
ta'sir qilish

Xorijiy mamlakatlar tijorat banklarining mijozlarga yo'naltirilgan
marketing  strategiyalari ragamli  transformatsiya, ma’lumotlarga
asoslangan qarorlar, ekotizim yondashuvi va bargaror rivojlanish
prinsiplariga asoslanadi. Jumladan, AQSH va Buyuk Britaniya banklari
mijozlarga yo'naltiriigan marketingni analitikaga asoslangan strategik
yondashuvlar, Germaniyada korporativ va chakana mijozlar uchun alohida
marketing ekotizimini shakllantirgan, Fransiya “Beyond Banking”
konsepsiyasi asosida an’anaviy bank xizmatlaridan tashqari mijozlarning
turmush tarziga mos xizmatlarni taklif qiladi, Singapur banklari o‘zini
“moliyaviy xizmatlar ko'rsatuvchi texnologiya kompaniyasi” sifatida
rivojlantiradi, Yaponiyaning mijozlar bilan an’anaviy ishonch va
innovatsiyani uyg‘unlashtirgan yondashuv orqgali samarali munosabatlarga
asoslangan marketing strategiyalaridan foydalanadi. O‘zbekiston tijorat
banklari uchun ushbu tajribalarni milliy xususiyatlarga moslashtirib joriy
qilish bank xizmatlari sifatini tubdan yaxshilash, mijozlar goniqishini
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oshirish va xalgaro reytinglarda raqobatbardosh pozitsiyalarga erishish
imkonini beradi.

Dissertatsiyaning  “Tijorat  banklari  faoliyatida  mijozlarga
yo'naltirilgan marketing strategiyalaridan foydalanish holati tahlili” deb
nomlangan ikkinchi bobida tijorat banklarida mijozga yo'naltirilgan
marketing faoliyatini tashkil etish va boshqarishning mavjud holati tahlili
keltirilgan. “Mikrokreditbank” ATBning mijozga yo‘naltiriigan marketing
faoliyati baholangan. Tijorat banklari faoliyatida mijozlarga yo‘naltiriigan
marketing strategiyalaridan foydalanish imkoniyatlarini baholash orgali
aniglangan muammolarga yechimlar taklif gilingan.

O‘zbekiston banklarida 2017-yildan boshlab amalga oshirilayotgan
rivojlanish strategiyalari “bank mijoz uchun prinsipi” asosiga qurilgan
marketingning “C” konsepsiyalarini joriy etish asosiy yo‘nalish sifatida
shakllanmogda.  Bank marketingida iste’'molchi, giymat, qulaylik va
muloqgot prinsiplari ustuvor ahamiyat kasb etib, bank xizmatlarini mijoz
ehtiyojlariga moslashtirish, xizmat ko'rsatish sifatini oshirish va uzoq
muddatli doimiy munosabatlarini shakllantirishga yo'naltiriimoqda. Bu
jarayonda  banklar tomonidan  mijozlar  ehtiyojlarini  aniglash,
shaxsiylashtiriigan xizmatlar taklif qilish, ragamli kanallardan foydalanish
orqali sifatni ta’'minlash hamda mijozlar bilan uzoq muddatli
munosabatlarni yo‘lga qo‘yishga qaratilgan chora-tadbirlar amalga
oshirilmoqda.

O‘zbekiston bank tizimining institutsional rivojlanishi mijozga
yo'naltiriigan marketing strategiyasining amaliy ifodasi sifatida namoyon
bo‘lmogda. Jumladan, 2019-2024-yillar davomida Respublikada kredit
tashkilotlari soni 121 tadan 229 taga yetdi, ya'ni 1,89 barobar o'sdi. Bu
o'sish asosan nobank kredit tashkilotlari hisobiga ro'y berdi (2,1-marta
o'sish), bu esa moliyaviy xizmatlarning diversifikatsiyasi va mijozlarning
turli ehtiyojlariga moslashganligidan dalolat beradi (2-jadval).

2-jadval

0'zbekiston Respublikasida kredit tashkilotlari va ularning infratuzilmasi dinamikasi’
Ne Ko'rsatkichlar nomi Yillar

2019 | 2020 | 2021 | 2022 | 2023 | 2024
1. | Kredit tashkilotlari, jami 121 147 160 177 205 229
2. | Tijorat banklari 29 30 32 33 35 36
3. | Nobank kredit tashkilotlari 92 117 128 144 170 193
4. | Bank filiallari 829 850 861 865 1250 | 1720
5. | Bank xizmatlari markazlari 980 1050 | 1222 | 1350 | 1520 | 1720
6. | 24/7 shoxobchalar - 902 1452 | 2100 | 3200 | 4447

O‘zbekiston Respublikasi tijorat banklarining 2019-2025-yillar
mobaynida jami depozitlar hajmi 70,0 trln so‘mdan 308,7 trin so‘mga
yetgan, ya'ni 4,4 barobar oshgan. Aynigsa, 2022-2023-yillardagi o'sish 36,1
foizdan va 38,8 foizgacha kuzatilgan. Kredit portfelining tuzilishidagi
o‘zgarishlar banklarning chakana segmentga yo'naltirilganligining ortishini

’ 0'zbekiston respublikasi Markaziy banki statistik byulletenlari (2018-2024-y.)
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ko‘rsatadi. Jismoniy shaxslarga berilgan kreditlarning ulushi 2019-yildagi
14,6 foizdan 2025-yilda 29,4 foizga yetdi, ya'’ni 2 barobarga oshgan (3-
jadval).
3-jadval
O‘zbekiston Respublikasi tijorat banklarining kredit portfelining
tuzilishi va dinamikasi (yil boshiga, mird. so‘m

Ne Ko'rsatkichlar nomi Yillar

2019 2020 2021 2022 2023 2024 2025
1. | Jami kreditlar 167391 | 211581 | 276975 | 326386 | 390049 | 471406 | 533121
2. | Jismoniy shaxslarga 24427 35200 52800 75600 98500 | 128400 | 156800
3. | Yuridik shaxslarga 142964 | 176381 | 224175 | 250786 | 291549 | 343006 | 376321
4. | Jismoniy shaxslar ulushi, % 14,6 16,6 19,1 23,2 25,3 27,2 29,4

O‘zbekiston Respublikasi bank tizimi mustaqillik yillarida bosgichma-
bosgich rivojlanib, bugungi kunga kelib 33 ta tijorat bankini uz ichiga oluvchi
zamonaviy moliyaviy infratuzilmaga aylangan. Bank tizimi tarkibida davlat
ishtirokidagi banklar, xususiy banklar va xorijiy kapital ishtirokidagi banklar
faoliyat yuritmogda. Jumladan, “Mikrokreditbank” ATB o‘ziga xos o'rinni
egallab, mikromoliyalashtirish va kichik biznesni qo‘llab-quvvatlash sohasida
yetakchi banklardan biriga aylangan.

“Mikrokreditbank” ATB O‘zbekiston bank sektorida aktivlar hajmi
bo'yicha 2024-yilgi holat bo'yicha 6 o'rinni egallaydi. 2024-yil boshiga bank
aktivlari 23,1 trln so'mni tashkil etgan bo'lib, bu mamlakat bank tizimi jami
aktivlarining taxminan 4-5 foiziga to‘g'ri keladi. “Mikrokreditbank” ATBning
marketing strategiyasi bir qator o'ziga xos xususiyatlar bilan ajralib turadi.
Bank iste'molchilar segmenti bilan ishlashda “pastdan yuqoriga”
yondashuvida - ya'ni asosiy magqgsadli auditoriya sifatida yirik korporativ
mijozlar emas, balki keng aholi qatlamlari, kichik tadbirkorlar va mikro biznes
subyektlari belgilangan. Shuningdek, bank ijtimoiy yo'naltiriigan marketing
konsepsiyalari, bank hududiy marketing strategiyasi, mahsulot
sementatsiyasi, ragamli marketing, hamkorlik marketingni (co-marketing)
go'llab quvvatlaydi va xalgaro hamkorlik orgali marketing imkoniyatlarini
kengaytirish ahamiyat garatadi.

“Mikrokreditbank” ATBning mijozlarga xizmat ko'rsatish infratuzilmasi
2021-2024-yillar davomida sezilarli darajada kengayib, xizmat nuqtalari soni
517 tadan 1056 taga yetgan, ya'ni 2 barobardan ortiq o'sgan (4-jadval). 0'z-
o'ziga xizmat ko'rsatish markazlari (24/7) sonining 120 tadan 261 taga
oshgan. Bu ko'rsatkich bankning ragamlashtirish va avtomatlashtirish
yo'nalishidagi izchil siyosatini aks ettiradi.

4-jadval
“Mikrokreditbank” mijozlar bazasi va xizmat ko‘rsatish
infratuzilmasi dinamikasi’

Ne Ko'rsatkichlar 2021y. 2022y. | 2023y. | 2024y. 2024-yilda 2023-yilga
nomi nisbatan o’sish, %

® 0'zbekiston respublikasi Markaziy banki statistik byulletenlari (2018-2024-y.)
® “Mikrokreditbank” ATB 2022-2024-yillar biznes rejalari asosida muallif tomonidan tuzilgan.
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1. | Filiallar soni, dona 60 71 60 60 100,0

2. | Bank xizmati 87 100 98 135 155,2
markazlari, dona

3. | 0'z-0'ziga xizmat 120 200 261 261 217,5
markazlari (24/7)

4. | Bankomatlar soni, 250 400 550 600 240,0
dona

5. | Jami xizmat 517 771 969 1056 204,3
nugtalari

Mijozlar bilan munosabatlarni boshqarish bank marketingining eng
muhim yo'nalishlaridan biri bo'lib, u mijoz ehtiyojini o'rganish, mijozlar bilan
o‘zaro alogalarni tizimli yuritish, shuningdek mijozning bank bilan uzoq
muddatli hamkorligini ta'minlashga garatilgan.

Munosabatlar marketing strategiyalari mijozlar qoniqishini oshirishdagi
asosiy yo'nalish sifatida quyidagi gipotezani kiritishiga asos bo'ladi:

H1-munosabatlar marketingini rivojlantirish mijoz gonigishi darajasiga
jjobiy ta'sir ko‘rsatadi.

H2-munosabatlar marketingi mijoz qgiymatini yaratish jarayonini
kuchaytiradi;

H3-munosabatlar marketingi shikoyatlarni boshqarish samaradorligiga
jjobiy ta'sir ko‘rsatadi.

H4: Munosabatlar marketingi mijoz moyilligini oshiradi.

H5-munosabatlar marketingi mijozlarni saglab qolish darajasiga ijobiy
ta'sir ko‘rsatadi.

H6 - munosabatlar marketingi bank uchun mijoz giymatini oshiradi.

Gipotezalarni asoslash uchun “Mikrokreditbank” ATBning mijozlar bilan
ishlash tizimi va mijozlarning bank xizmatlaridan foydalanish tajribasini
baholash bo'yicha anketa shakllantiriigan. Mijozlar tajribasini aks ettiruvchi
jami 450 nafar respondentning javoblari namunalar tizimli tenglamalarni
modellashtirish (PLS-SEM) metodologiyasi talablariga muvofig bo'lib,
modeldagi latent konstruktlar va indikatorlar soniga nisbatan yetarli statistik
ahamiyatlilikni ta'minlagan. Anketa so‘rovhomasi jami 30 ta indikatordan iborat
bo'lib, ular olti ta asosiy latent o‘zgaruvchi, ya'ni mijoz gonigishi (CSl), iste'mol
giymatini yaratish (CVC), shikoyatlarni boshqarish samaradorligi (CH), mijoz
moyilligi (CL), mijozlarni saglab qolish (CR) hamda bank uchun mijoz giymati
(CLV)ni o'Ichashga qaratilgan. 1-rasmda munosabatlar marketingi holatini tahlil
qgilishning SEM modellashtirish sxemasi keltirilgan.
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[ 2-tartibli Reflective model

1-rasm. Tijorat banklarida munosabatlar marketingini shakllantiruvchi bog'liq
omillar bo'yicha SEM modeli™

“Mikrokreditbank” ATB mijozlarining anketa javoblari asosida olingan
natijalar munosabatlar marketingni shakllantirishda barcha asosiy omillar
mijoz qoniqishi, mijoz uchun giymat yaratish, shikoyatlarni boshqarish
samaradorligi, mijoz moyilligi, mijozlarni saglab golish hamda bank uchun
mijoz giymati statistik jihatdan ahamiyatli hissa qo‘shayotganini ko‘rsatadi.

Barcha yashirin omillar bo'yicha ta'sir vaznlarining ijobiy va yuqori
ahamiyatli ekani munosabatlar marketingi bankda kompleks tarzda
shakllanayotganini tasdiqglaydi. Barcha komponentlar ijobiy va statistik
ahamiyatli shakllantirmoqda (p < 0.001). Eng katta hissaga ega komponentlar
sifatida CR, CH, CLV (vaznlar bir-biriga yaqin) olindi. “Mikrokreditbank” ATBda
munosabatlar marketingi darajasi, birinchi navbatda, mijozni saglab qolish,
muammolarni hal qilish sifati hamda bank uchun mijoz giymati orqali
kuchliroq shakllanishini anglatadi (5-jadval).

5-jadval
Tartibli Formative RM bo'yicha Bootstrapping natijalari: Outer weights11
RM komponenti Weight (w) SE t p
CSl - RM 0.207 0.015 | 13.46 | <0.001
CVC - RM 0.197 0.015 | 13.39 | <0.001
CH -~ RM 0.217 0.014 | 16.00 | <0.001
CL - RM 0.200 0.015 | 12.89 | <0.001
CR - RM 0.218 0.016 | 13.74 | <0.001
CLV -~ RM 0.218 0.015 | 14.09 | <0.001

Tijorat banklarida shikoyatlarni boshgarish samaradorligi, mijozlarni

"% Muallif ishlanmasi.
" Muallif tomonidan SmartPLS dasturi asosida olingan natijalar.
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saglab golish va bank uchun mijoz giymati munosabatlar marketing darajasini
belgilashda nisbatan kuchliroq ahamiyatga ega ekani kuzatildi. Natijalar
“Mikrokreditbank” ATBda mijozlar bilan uzoq muddatli munosabatlarni
rivojlantiishda muammolarni tezkor hal qilish, mijozlarni yo‘qotmaslik va
ularning iqtisodiy giymatini oshirish muhim strategik yo'nalishlar ekanini
anglatadi.

Modellashtirish natijalari barcha qo'yilgan gipotezalarni asosli ekanligini
tasdiglaydi. Olib borilgan marketing tadgiqotlari natijalari munosabatlar
marketingi amaliyotining samarasi mijoz qoniqishi, mijoz uchun giymat
yaratish, shikoyatlarni boshqarish, mijoz moyilligi, mijozlarni saglab qolish
hamda bank uchun mijoz giymati orgali namoyon bo'ladi (6-jadval).

6-jadval

Tijorat banklarida munosabatlar marketingini shakllantiruvchi asosiy omiflarni

aniglash bo'yicha gipotezalarni tekshirish natijalari'>

Gipoteza Operatsion test (SEM) Natija
H1: RM mijoz qoniqishi CSl —~ RM - ahamiyatli Qo'llab-quvvatlandi
H2: RM mijoz giymati CVC - RM -ahamiyatli Qo'llab-quvvatlandi
H3: RM shikoyat boshqarish CH - RM - ahamiyatli Qo'llab-quvvatlandi
H4: RM moyillik CL —» RM - ahamiyatli Qo'llab-quvvatlandi
H5: RM amallar CR - RM - ahamiyatli Qo'llab-quvvatlandi
H6: RM bank uchun giymat CLV - RM - ahamiyatli Qo'llab-quvvatlandi

Empirik tahlil natijalari “Mikrokreditbank” ATBda munosabatlar
marketingi darajasi mijozga yo'naltirilgan natijaviy ko'rsatkichlar integratsiyasi
asosida shakllanishini ko'rsatdi. Xususan, mijoz qoniqishi, mijoz uchun giymat
yaratish, shikoyatlarni boshqgarish samaradorligi, mijoz moyilligi, mijozlarni
saglab golish hamda bank uchun mijoz giymati munosabatlar marketingining
muhim tarkibiy komponentlari sifatida statistik jihatdan ahamiyatli ekani
aniglandi. llgari surilgan gipotezalar to'liq tasdiglanib, “Mikrokreditbank”
ATBda mijozlarga yo'naltiriigan marketing strategiyalarini rivojlantirish bank
faoliyati samaradorligini oshirishda hal giluvchi ahamiyatga ega ekanini
asoslab berdi.

Dissertatsiyaning “Tijorat banklari mijozga yo'naltiriigan marketing
strategiyalaridan foydalanish orqali iqtisodiy samaradorlikni oshirish yo'llari”
deb nomlangan uchinchi bobda tijorat banklari faoliyatida ragamli marketing
strategiyalaridan foydalanish bo‘yicha taklif va tavsiyalar ishlab chigilgan.
Tijorat banklarida mijozlar bilan munosabatlarga asoslangan marketing
boshqgaruvi samaradorligini oshirish yo'llari aniglangan. Banklar faoliyatida
mijozlarga yo'naltirilgan marketing strategiyalaridan foydalanishining istigbolli
yo'nalishlari taklif etilgan.

Ragamli texnologiyalarning jadal rivojlanishi va iste’'molchilarning xulg-
atvoridagi o‘zgarishlar banklarni an'anaviy marketing yondashuvlaridan voz
kechib, ragamli kanallarga asoslangan, shaxsiylashtiriigan va ma’lumotlarga
tayangan marketing strategiyalarini joriy etishga majbur gilmoqda. Bunday
sharoitda mijozlar bilan o‘zaro alogani mustahkamlash hamda ragamli
platformalar orgali giymat taklifini samarali yetkazib berish ustuvor

2 Muallif tomonidan SmartPLS dasturi asosida olingan natijalar.
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yo'nalishga aylangan. Ragamli bank xizmatlari. “Mikrokreditbank” ATBning
ragamli marketing faoliyatini kompleks baholash uchun ochiq va ishonchli
axborot manbalaridan foydalanish maqgsadga quyidagi marketing
kommunikatsiya kanallari tanlangan: rasmiy veb-sayti (mkbank.uz), bankning
“Mavrid” mobil ilovasi, Telegram, Instagram, Facebook va boshga ragamli
platformalari. Axborot manbalaridan olingan ma’lumotlar bankning ragamli
marketing faoliyatini kompleks baholashga imkoniyat yaratib berib, quyidagi
mezonlar asosida baholangan: funksionallik holati, UX/Ul darajasi, kontent
marketing holati.

Xalgaro marketing amaliyotida marketing faoliyatining samaradorligini
baholashda mijozning bank uchun uzoq muddatli igtisodiy giymati (CLV),
yangi mijozni jalb qilish xarajatlari (CAC), mijozni saglab qolish darajasi (CLV)
kabi ko'rsatkichlardan keng foydalaniladi. Shu asosda, tijorat banklarida
marketing strategiyalarining igtisodiy samaradorligini aniglash uchun quyidagi
integrallashgan ko‘rsatkichdan foydalanish taklif etiladi:

MES =CLVx*CR/CAC
(2.1)

bu yerda:

MES — marketing strategiyasining samaradorlik ko‘rsatkichi;

CLV — mijozning bank uchun uzoq muddatli igtisodiy giymati;

CR — mijozni saglab qolish darajasi;

CAC - yangi mijozni jalb gilish xarajatlari.

Tadqiqot doirasida bank mijozlari uchta asosiy magsadli segment
ajratilib, har bir segment uchun alohida ragamli marketing strategiyalari ishlab
chigilgan. “Mikrokreditbank” ATBning mijozlari sementatsiyasiga xos bo‘lgan
ragamli marketing strategiyalari aniglangan, jumladan yoshlar segmenti (Z
avlod, 18-25 yosh) uchun: gamifikatsiya, gisqa (Shorts) video kontentlar,
influencer marketing, mukofotli dasturlaridan foydalanish; yosh kasb-korlar
segmenti (Y avlod, 26—40 yosh) uchun: shaxsiylashtirilgan takliflar, moliyaviy
maslahat, premium xizmatlar, sun’iy intellekt (Al) va CRM tizimlariga
asoslangan tavsiyalar; mikro va kichik biznes subyektlari uchun kontent
marketing veb-sayt orgali biznes yuritish, vebinar va onlayn tadbirlar orqali
bank va biznes mijozlar o'rtasidagi interaktivlik kuchaytirish va boshqalar.

7-jadval
“Mikrokreditbank” ATBning mijozlari sementatsiyasi va ragamli marketing
strategiyalari'®

Segment Yoshi Asosiy ehtiyoj Ragamli kanal Marketing strategiyasi
Yoshlar (Z 18-25 Birinchi kredit, Instagram, TikTok, Gamifikatsiya, Reels/Shorts
avlod) karta, tez to‘lovlar Telegram, Mavrid video, ta'sir o‘tkazuvchi shaxs
(influencer) marketing, tavsiya
dasturi
Yosh kasb- 26-40 Kredit, depozit, Telegram, Mavrid, Shaxsiylashtirilgan takliflar,
korlar (Y avlod) ipoteka, investitsiya Email, LinkedIn moliyaviy maslahat, premium
xizmatlar
O'rta-yoshlilar | 41-55 Omonat, farzand | Telegram, SMS, Call | Ishonchlilik, shaxsiy menejer,
(X avlod) ta’limi, pensiya -markaz, Mavrid oddiy interfeys, telefon
yordami

'3 Muallif ishlanmasi.
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Pensionerlar 55+ Pensiya olish, SMS, Call-markaz, Soddalashtirilgan xizmatlar,
omonat, to‘lovlar Filial shaxsiy yordam, katta shrift,
ovozli yordam
Mikro 25-50 | Aylanma mablag/, Telegram, Mavrid, Biznes maslahatlar, case-
tadbirkorlar POS, hisob-kitob WhatsApp study, sektorga oid kontent,
Business networking
Kichik biznes | 30-55 | Kredit liniya, lizing, Email, Linkedin, B2B marketing, webinarlar,
xalqaro Shaxsiy menejer, ekspert kontenti, case-study
operatsiyalar Veb-sayt
Oilaviy 25-45 Imtiyozli kredit, Telegram, Mavrid, Muvaffagiyat hikoyalari, video
tadbirkorlar start-up moliya Mahalla tarmog'i darsliklar, mentor dasturi,
jamoa marketing
Ayollar 25-50 Hamroh kredit, Instagram, Rag'batlantiruvchi
tadbirkorlar biznes ta’lim Telegram, (ilhomlantiruvchi) kontent,
ayollar muvaffaqgiyati, maxsus
takliflar

“Mikrokreditbank” ATBda amaldagi marketing tizimi markazlashgan
boshgaruv modeliga asoslangan bo'lib, u funksional bo'linish prinsipida
tashkil etilgan. Mazkur model baronlarda marketing faoliyatining strategik va
ragamli komponentlari yetarli darajada integratsiyalashmagan. Xususan,
marketing faoliyatida CRMtizimining to'liq joriy etilmaganligi mijozlar haqidagi
ma’lumotlarning markazlashgan bazasini shakllantirish, ularni chuqur tahlil
gilish hamda shaxsiylashtiriigan marketing qarorlarini qabul qilish
imkoniyatlarini cheklaydi. Mazkur tizimli muammolarni bartaraf etish va bank
faoliyatini mijozlarga yo'naltiriigan zamonaviy marketing modeli asosida
gayta tashkil etish magsadida, CRM va ma’lumotlarga asoslangan boshqaruv
mexanizmi joriy etilishi taklif etiladi. Mazkur tizim marketing, IT, savdo va
xizmat ko'rsatish bo'linmalarining o‘zaro hamkorligini  kuchaytirishga
garatilgan. Tijorat banklarida bunday yondashuvdan foydalanish ko‘pkanallik
yondashuvga asoslanib, shaxsiylashtiriigan va samaradorligi o'lchanadigan
marketing tizimini joriy etish uchun zarur tashkiliy va texnologik asos yaratadi.

2-rasmda taklif etilgan takomillashtiriigan mijozlarga yo'naltirilgan
marketing faoliyatini boshqarish sxema “Mikrokreditbank” ATBning marketing
boshqaruvini strategik darajaga olib chigish, ragamli transformatsiya
jarayonlarini jadallashtirish hamda mijozlar bilan uzoq muddatli va bargaror
munosabatlarni shakllantirishga xizmat giladi.

)7

e STRATEGIK BOSHQARUV
|\ (Mijozga yo'naltirilgan strategiya)

Ma'lumotlar analitikasi

[ —
L__Integratsiyalashgan CRM platformasi ___J

Yagona kanallar

Ma'lumotlarga
Bashoratli tahlil asoslangan marketin Mobil ilova Web-
Segmentatsiya garorlarini gabul qilis portal, Ift|m'9|ly '
Xatti»h?‘ﬁa}kat ar 5 - | ?&!Irlrjr%%ﬁ{ézl iallar
tahlili - mnichanne
Bashoratli modellar SI/ML Analitika Intearatsiva Chatbot/SI

Real-time
monitoring

ljtimoiy Marketing Relationship Marketing

Kutilayotgan
natijalar

v

* Mijozlar goniqishi — Qo'shimcha sotuv
samaradorligi — Marketin? ROI — Mijozlar
saglash — Moliyaviy inklyuzivlik — LTV

Munosabatlar natijasi

y

Moliyaviy inklyuzivlik

aallbnkari
Tadbirkorlik ta’limi
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Sodiqlik dasturlari
Shaxsiylashtirish
Premium xizmatlar
LTV oshirish

2-rasm. “Mikrokreditbank” ATBning “ljtimoiy yo‘naltiriigan marketing
modeli”ni shakllantirishda CRMga asoslangan tizim sxemasi'*

Taklif etilayotgan tizim bankning beshta asosiy ustunga tayangan
ragamli marketing faoliyatini kompleks va tizimli rivojlantirishga xizmat
giladi. “Mikrokreditbank” ATBning mijozlar bilan munosabatlarga
asoslangan marketing faoliyatini tashkil etish va boshqarishga bo‘lgan
yangi tizimni samaradorligi bir gator mezonlar asosida baholanishi lozim.
Bunda marketing bo'limi faoliyatini baholash uchun 8-jadvalda keltirilgan
ko‘rsatkichlardan foydalaniladi.

8-jadval
Tijorat banklarining mijozlar bilan munosabatlar asoslangan
marketing bo‘limi faoliyatini baholash'

KPI Ko'rsatkichlar Matematik ifoda O‘zgaruvchilar Magsadli
guruhi nomi (formula) mazmuni etalon
giymatlar
Yangi mijozlar o'sishi N, - joriy davrdagi mijozlar >15% yiliga
2 6= NMq00% soni; .
= N, N, ,— oldingi davrdagi
€6 mijozlar soni
‘_'3 = Lid konversiya R = Sx100% L, - mijozga aylangan lidlar; | 225%
k= darajasi L L — jami lidlar
= Mijoz jalb qgilish cac = MC MC - marketing xarajatlari; | <50 000 so'm
giymati (CAC) Noew NpeW — yangi mijozlar soni
= Mijozni saqlab qolish NN N, — davr oxiridagi mijozlar; | =85%
@ darajasi R = —52x100% N_., — yangi mijozlar;
- N_ — davr boshidagi mijozlar
& Mijozlar tavsiya b — tavsiva qiluvchilar (%)- >50 ball
E ?lljlgg)ko rsatkichi NPS=P-D D- tanqi)cljcﬂilar (%) %)
S Mijozning davriy ] ARPU - o'rtacha daromad; | L1V / CAC 2311
= giymati (LTV) LTV = ARPUT T - mijozni saqlash davri
— Mobil ilovalardan MAU MAU - oylik faol 260%
‘€& | foydalanish faolligi MAU,, = T—x100% | foydalanuvchilar;
gc_g (MAU) total N, ., — Jami mijozlar
g o Raqamli. . TR < —Td-xmo% Td— ragam.li tranzakgiyalar; >75%
tranzaksiyalar ulushi ol T, ...~ jami tranzaksiyalar

Taklif etilayotgan zamonaviy marketing yo'nalishlarini joriy etish
natijasida “Mikrokreditbank” ATB bir gator iqtisodiy natijalarga erishishi
mumkin. 9-jadvalda mijozlar bilan munosabatlarga asoslangan ragamli
marketing boshqaruvini yo’lga qo’yish orgali bankning 2027-yilgacha
bo’lgan strategik maqsadlari belgilab berilgan.

9-jadval
Marketing takomillashtirish chora-tadbirlarining kutilayotgan

' Muallif tomonidan xalqaro tajriba asosida ishlab chigilgan
' Muallif ishlanmasi.
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igtisodiy natijalari'®

N2 Ko‘rsatkichlar nomi202420252026(2027
Y. |-y |-y -y

1. Mijozlar soni (mIn. (2,81(3,23(3,72|4,28
nafar)

2. [Kreditlar portfeli 6,43|7,7219,26 (11,11
(trn. so'm)

3. [Mobil ilova 1,40|1,94|2,60|3,42
foydalanuvchilari
(min.)

4. INPS indeksi 35|42 | 50 | 58

5. [Marketing ROI, % 180| 220|270 | 320

6. |Cross-sell darajasi, | 15 | 20 | 27 | 35
%

Tijorat banklarida mijozlarga yo'naltirilgan marketing
strategiyalarining istigbolli yo‘nalishlarini aniglash magsadida ekonometrik
prognozlash yondashuvi qo'llanilgan. Tadqgiqot metodologiyasi vaqt
gatorlari va regressiya tahlilining integratsiyalashgan modeliga asoslanib,
bank daromadlari bilan marketing faoliyatini ifodalovchi asosiy omillar
o‘rtasidagi miqdoriy bog'liglikni aniglashga qaratildi.

Tanlangan mustagqil o'zgaruvchilar tijorat banklarining daromadlariga
ta'sirini aniglash uchun quyidagi gipotezalar kiritiladi:

H1: X (mijozlar soni) oshsa, bank daromadlari (Y) oshadi;

H2: X, (kredit portfeli) oshsa, bank daromadlari (Y) oshadi;

H3: X, (komission daromad) oshsa, bank daromadlari (Y) oshadi;

H4: X, (mobil foydalanuvchilar) oshsa, bank daromadlari (Y) oshadi;

H5: X (ragamli ulush) oshsa, bank daromadlari (Y) oshadi.

Tadgigot uchun 2020-2025-yillarni gamrab oluvchi choraklik statistik
ma'lumotlar bazasi shakllantirildi. Prognozlash ikki bosgichda amalga
oshirildi. Birinchi bosgichda mustaqil o‘zgaruvchilarning 2026-2030-
yillarning IV choragigacha bo‘lgan prognoz giymatlari aniglandi. Bunda
trend komponentini hisobga oluvchi eksponensial tekislash (Holt modeli)
go'llanildi. Ikkinchi bosqgichda bank daromadlarini prognozlash uchun
regressiya va vaqt qatori elementlarini birlashtiruvchi ARIMAX modeli
go'llanildi. Mazkur model mustaqil o‘zgaruvchilarning bevosita ta'sirini
baholash bilan birga, daromadlar qatoridagi avtokorrelyatsiyani ham
inobatga oladi.

ARIMAX modelining umumiy matematik ko'rinishi quyidagicha
ifodalanadi:

k P
Yt =a+ Z=1Bixit + zp=1d)th—p + z(?ﬂeqst—q t e (3.6)
bu yerda:
Y, - t-chorakdagi bank daromadi;
X - ekzogen marketing omillari (mijozlar soni, kredit portfeli va h.k.);

'® Muallif tomonidan xalgaro tajriba va bank ma’lumotlari asosida prognoz gilingan
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¢, - avtoregressiya koeffitsiyentlari;

0, - o'rtacha koeffitsiyentlari;

g, - tasodifiy xato.

Prognozda xatolar komponentining matematik kutilmasi 0 deb gabul
gilinadi. [st] = 0 deb olingani uchun nuqtaviy prognoz giymatlari quyidagicha:

Y e

N A PN

= (-0.0139) + (-0.0745) X 14n + (36.0396) X 50en + (2.3310) X 304

+(0.0512) X 41 + (-0.3550) X 514n
Tuzilgan matematik modellar quyidagilarni aniglashga yordam
bergan:
B,=36,04 kredit portfeli 1 trln so'‘mga oshsa, boshqa omillar

o‘zgarmas deb garalganda, daromad o‘rtacha 36,04 mird so‘'mga oshadi.
B, = 2,33: komission daromad 1 mird so‘mga oshsa, jami daromad

o‘rtacha 2,331 mird so‘mga oshadi.
B, =2,33: mobil foydalanuvchilarning 1000 taga oshirish  jami

daromad o‘rtacha 51,2 min so‘mga oshadi.
B,va B, ushbu taglamada manfiy chiggan va bu amalda

multikollinearlik/trendlarning o'zaro bog'ligligi bilan izohlanishi mumkin.
10-jadvalda  “Mikrokreditbank” ATBning 2026-2030-yillar IV
choragigacha bo‘lgan davr uchun jami daromadlari choraklik kesimda
prognoz natijalari keltirilgan. Prognoz ARIMAX/SARIMAX modeli asosida,
fagat tanlangan mijozlarga yo'naltiriigan marketing omillari hisobga olingan
holda amalga oshirilgan bo'lib, natijalar 95 foizlik ishonch oraligi  bilan
amalga oshirilgan.
10-jadval
Mijozlarga yo'naltiriigan marketing omillari asosida “Mikrokreditbank» ATB
jami daromadlarining 2026—2030-yillarga mo'ljallangan choraklik prognozi'’

. Jami daromadlar ig'ini ig‘ini
Yillar Choraklar prognozi (mird so'm) CI]Sui;(cl)gﬁZgo;?ahsgl I('ggga yulzg?in:#ecg)r;ggi“(l‘;%%/o)
Q1 1835,57 1828,97 1842,18
2026 Q2 1975,70 1969,10 1982,31
Q3 2115,84 2109,23 2122,44
Q4 225597 2249,37 2262,57
Q1 2396,10 2389,50 2402,71
2027 Q2 2536,24 2529,63 2542,84
Q3 2676,37 2669,77 2682,97
Q4 2816,51 2809,90 2823,11
Q1 2956,64 2950,04 2963,24
2028 Q2 3096,77 3090,17 3103,38
Q3 3236,91 3230,30 3243,51
Q4 3377,04 3370,44 3383,64
2029 Q1 3517,17 3510,57 3523,78
Q2 3657,31 3650,70 3663,91

' Muallif tomonidan XLSTAT dasturi yordamida ishlab chigqildi.
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Q3 3797,44 3790,84 3804,04
Q4 3937,57 3930,97 3944,18
Q1 4077,71 4071,10 4084,31
2030 Q2 4217,84 4211,24 4224,44
Q3 4357,97 4351,37 4364,58
Q4 449811 4491,50 4504,71

“Mikrokreditbank” ATB bankning jami daromadlari 2026-yil |
choragida 1 835,6 mird so‘mni tashkil etgan bo'lsa, 2030-yil IV choragiga
kelib 4 498,1 mird so'mga yetishi prognoz gilinmogda. Ushbu natija
prognoz davrida bank daromadlarining qariyb 2,45 barobar oshishini
anglatadi. O'sish trayektoriyasi deyarli chizigli va barqgaror bo'lib, chorakdan
chorakka izchil ortib borishi bilan tavsiflanadi. Bu holat bankda mijozlarga
yo'naltiriigan marketing strategiyalarining tizimli va uzluksiz joriy
etilayotganini ko‘rsatadi.

Prognoz natijalari 95 foizlik ishonch oralig'ining yuqori va quyi
chegaralari prognoz davri davomida nisbatan tor diapazonda sagqlanib
golganini ko‘rsatadi. Masalan, 2026-yil | choragida ishonch oralig‘i taxminan
6,6 mird so‘mni tashkil etsa, 2030-yil IV choragiga kelib bu ko'rsatkich 6,7
mlird so'm atrofida saqglanib qolmoqda.

2030-yil IV choragiga kelib prognoz gilingan 4,5 trin so‘mga yaqin jami
daromad “Mikrokreditbank” ATB uchun uzoq muddatli strategik o'sish
ssenariysini ifodalaydi. Ushbu natija bankda mijozlarga yo'naltirilgan
marketing  strategiyalarining nafagat operatsion, balki moliyaviy
samaradorligini ham tasdiglaydi. Aynigsa, kredit va komission yo'nalishlar
orqgali daromad bazasining kengayishi bankning raqobatbardoshligini
mustahkamlashga xizmat giladi.

Olingan tadgiqotlardan ma’lum bo'ladiki, uzogq muddatli istigbolda
banklar uchun ijtimoiy yo‘naltiriigan va mijozlarga yo'naltiriigan marketing
modellarini uyg‘unlashtirish, ya’'ni moliyaviy inklyuzivlik, ragamli xizmatlar
va tijorat magqgsadlarini muvozanatda rivojlantirish strategik ustuvor
yo'nalish sifatida garalishi lozim.

XULOSA

Banklar  faoliyatida  mijozlarga  yo'naltiriigan  marketing
strategiyasidan foydalanishni takomillashtirish bo'yicha olingan ilmiy
natijalar asosida:

1.0lib borilgan tadgigotlar natijasida “bank marketingi”
tushunchasining iqtisodiy mazmuni an'anaviy tarzda uni sotuv yoki
reklama faoliyati sifatida talgin qilish doirasidan chiqarilib, bank
mijozlarining ehtiyojlari, kutilmalari va xulg-atvor xususiyatlarini tizimli
o‘rganish, shakllantirish hamda individuallashtiriigan qgiymat takliflari
orgali samarali qondirishga yo'naltiriigan uzluksiz strategik boshqaruv
jarayonlari majmui sifatida nazariy-uslubiy jihatdan takomillashtirildi.
Ushbu yondashuv bank marketingini gisga muddatli tijoriy maqgsadlarga
emas, balki uzog muddatli mijoz giymatini yaratishga garatilgan integral
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tizim sifatida asoslash imkonini berdi.

2. Takomillashtirilgan nazariy-uslubiy yondashuv asosida bank va
mijoz o'rtasidagi o'zaro munosabatlarni jalb etish, saglab qolish,
rivojlantirish hamda mijoz giymatini oshirishga qaratilgan uzluksiz
boshqaruv jarayonlari sifatida talqgin qilish orqgali bank marketingini
o‘gitishda mazmunan yangi ilmiy paradigma shakllantirildi. Mazkur
yondashuvning oliy ta’'lim muassasalari uchun mo‘ljallangan “Xizmatlar
marketingi” o'quv qgo'llanmasini tayyorlashda qo'llanilishi natijasida
talabalarning zamonaviy bank marketingi bo'yicha nazariy bilim va
amaliy ko'nikmalarini chuqurlashtirish imkoni yaratildi.

3.Tijorat banklarida munosabatlar marketingini shakllantiruvchi
asosiy omillarni  aniglash  maqgsadida tizimli  tenglamalarni
modellashtirish (PLS-SEM) usulida olib borilgan empirik tahlillar
natijasida mijoz qoniqishi, giymat yaratish, shikoyatlarni boshqgarish,
moyillik, mijozlarni saqglab qolish hamda bank uchun mijoz giymati
ko'rsatkichlarining yuqori ijobiy va statistik ahamiyatli ta'siri ilmiy
jihatdan asoslab berildi. Ushbu natijalar mijozlarga yo'naltirilgan
strategik qarorlar gabul gilishning ishonchli ilmiy asosini shakllantirdi.

4.0lingan empirik natijalar asosida ishlab chigilgan mijozlarga
yo'naltirilgan strategik qgarorlar qabul qilish bo'yicha takliflarni
“Mikrokreditbank” ATB faoliyatiga joriy etish orqali bankda mijozlar bilan
munosabatlarni boshgarish mexanizmlari takomillashtirildi hamda
mijozlarni saqlab qolish va xizmatlardan qoniqish darajasining barqgaror
o'sishiga erishildi. Bu esa taklif etilgan yondashuvlarning amaliy
samaradorligini tasdigladi.

5. Tadgigot doirasida ishlab chigilgan mijozlarga yo‘naltiriigan
marketing strategiyalarini baholash indikatorlari tizimi tijorat banklarida
marketing qarorlarining natijaviyligini muntazam monitoring qilish,
strategik xatolarni erta aniglash hamda resurslar tagsimotini
optimallashtirish imkonini berdi. Mazkur indikatorlar mijoz giymatini
maksimallashtirishga qaratilgan boshqgaruv qarorlarini gabul qilishda
ilmiy-amaliy ahamiyat kasb etdi.

6. Mijozlar segmentatsiyasini brendingga asoslangan yondashuv
orgali takomillashtirish banklarga mijozlarni fagat moliyaviy yoki
demografik ko‘rsatkichlar asosida emas, balki ularning qadriyatlari,
munosabatlari va bank brendiga bo‘lgan ishonchi asosida guruhlash
imkonini berdi. Bu esa bank brendini strategik aktiv sifatida boshqarish,
mijozlar moyillikini mustahkamlash va raqobat muhitida barqgaror
farglanishga erishishga xizmat qildi.

7.Mijoz segmentlarining xulg-atvori va ehtiyojlaridagi dinamik
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o‘zgarishlarga tezkor moslashuvchi, ma’'lumotlarga asoslangan va
ragamli kanallarda faollikni ta'minlashga qaratilgan integral marketing
strategiyalari yo'l xaritasining ishlab chiqilishi va amaliyotga joriy etilishi
tijorat banklarida ragamli marketing samaradorligini sezilarli darajada
oshirish imkonini berdi. Jumladan, ragamli kanallar orqali mijozlarni jalb
gilish darajasi oshdi, xarajatlar gisqardi va bank daromadlarining
bargaror o'sishi ta'minlandi.

8.Ragamli transformatsiya sharoitida bank  marketingini
ma’lumotlarga asoslangan boshgaruv tizimi sifatida shakllantirish
bo'yicha ishlab chigilgan ilmiy takliflar katta hajmdagi mijoz
ma’lumotlaridan  samarali  foydalanish, prognoz tahlillari va
personallashtirilgan giymat takliflari yaratish imkoniyatlarini kengaytirdi.
Bu esa marketing qarorlarining subyektivligini kamaytirish va investitsiya
gilingan marketing xarajatlarining gaytimini oshirishga xizmat qildi.

9.Tijorat banklarida marketing faoliyatini tashkil etuvchi bo‘limlar
tarkibini  “ljtimoiy yo‘naltiriigan marketing modeli” asosida qayta
shakllantirish bo‘yicha ishlab chigilgan uslubiy-metodologik takliflar CRM
tizimlari, ko'p kanalli marketing, ma’lumotlar tahlili va munosabatlar
marketingi dastaklarini integratsiya qilish orgali bank marketingini
ijtimoiy mas’uliyat bilan uyg‘un holda rivojlantirish imkonini berdi.

10. Mazkur ijtimoiy yo'naltirilgan marketing modeli amaliyotga
joriy etilishi natijasida bankning ijtimoiy ahamiyatga ega loyihalarga
moliyaviy resurslarni jalb qgilish darajasi oshdi, mijozlar qonigish darajasi
yaxshilandi hamda moliyaviy inklyuzivlikni kengaytirish  uchun
institutsional asoslar shakllantirildi. Bu bank marketingining jamiyat
manfaatlari bilan uyg‘un rivojlanishini ta’'minlashdagi rolini yanada
kuchaytirdi.

11. Mijozlarga yo'naltiriigan  marketing omillari  ta'sirini
ekonometrik modellashtirish asosida bank daromadlarining o‘rta va
uzoq muddatli prognoz ko‘rsatkichlarini ishlab chigish tijorat banklarida
strategik rejalashtirish sifati va asoslanganlik darajasini oshirish
imkonini berdi. Ushbu prognoz ko‘rsatkichlaridan foydalanish kredit
portfelini boshgarish, komissiyaviy daromadlarni rejalashtirish hamda
ragamli xizmatlar ulushini oshirish bo'yicha aniq magsadlarni
belgilashga xizmat qildi.

12. Umuman olganda, tadqgiqot natijalari tijorat banklarida
marketing faoliyatini mijoz qiymatiga asoslangan, ma'lumotlarga
tayanuvchi, ragamli va ijtimoiy yo'naltiriigan integral boshgaruv tizimi
sifatida shakllantirish orgali banklarning ragobatbardoshligini oshirish,
moliyaviy barqgarorligini mustahkamlash va uzoq muddatli barqgaror
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rivojlanishini ta’'minlash mumkinligini ilmiy va amaliy jihatdan asoslab
berdi.
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AKTyasIbHOCTb U BOCTpe60BaHHOCTb TeMbI AuccepTauuu. Muposas
MpakTMKa MOKasblBaeT, YTO 3aHATME KOMMEpPYECKMMMU BaHKamu
CTabU/IbHbIX KOHKYPEHTHbIX MO3MUMIA Ha PbiHKE HaMnpsMyl 3aBUCHT,
npexae BCero, OT UX CMOCOBHOCTU K CTpaTermyeckomy ynpaBiiEHUIO,
hopMMPOBaAHNIO TUOKOM MaApPKETUHIOBOM MOMUTUKN N b DEKTUBHON
opraHnsaumn B3aMMOOTHOLUEHWUI C KNneHTaMn. CTPYKTYPHblEe N3MEHEHUS,
npoucxogsiume CerogHs Ha pblHKe GAHKOBCKUX ycnyr, GpopMupoBaHue
UMDPOBOA  SKOHOMMKM, OOOCTPEHME  KOHKYPEHTHOW  cpedbl MU
CTpeMUTENbHOE pa3BUTUE MHHOBAUMOHHbBIX TEXHONOMMYECKUX pPeLUEeHUN
ewie 60nble NOBLIWAKT POJSib U 3HAYEHME KIIMEHTOOPUEHTUPOBAHHbIX
MapKeTUHIOBbIX CTpaTernn.

dopmupoBaHne UMDPOBOA IKOHOMMUKM HA MUPOBOM  pbIHKE
6aHKOBCKMX YyCNyr u ctpemutenbHoe BHeapeHne FINtech-texHonormnn Ha
PbIHOK 6aHKOBCKMX YCNyr TMpuMBOAAT K KOPEHHOMY MNepecMoTpy
6aHKOBCKOW MpakKTUKM u (GOPMUPOBAHUID afanTUBHbIX LMPPOBbIX
6aHKOBCKMX yCNyr Ans KnuMeHToB. 1o aaHHbIM BcemunpHoro 6aHka, kK 2025
rofy KaHanbl undpoBoro 6aHkmMHra coctasunm 6onee 90 NpoLeHTOB BCEX
6aHKOBCKMX onepauuin B rnob6anbHoM MacwTabe, a B 2025 rogy B CLUA
LUMDPOBbIM OGAHKUHIOM BOCMOJIb30BaNIMCb OKONO 216,8 MuInoHa
nonb3oBaTteneit.'® Maccosbiii nepexo PO3HUYHbIX KJIMEHTOB Ha OHM1auH-
6aHKOBCKME ycnyru, 40N nonb3oBaTeNen KOTOpbIX 3a KOPOTKOE BpeMs
aocturna 85 npoueHToB, NoTpeboBan oT 6aHKOB BHEAPEHUSA COBEPLLUEHHO
HOBbIX NOAXOA0B K YyNpaBfeHUIO OTHOLLIEHUSIMU C KTMEHTaMM.

B Y36ekuctaHe TakXe NpOBOAATCA MacluTabHble pedopMbl MO
nnéepanusauymm 6aHKOBCKOM CUCTEMDI, pa3BUTUIO
KOHKYPEHTOCMOCOOHbIX 6aHKOBCKUX YCMAYr M TMOBbIWEHUIO Ka4vecTBa
06CNYy)XMBaHNA KNNeHToB. B Ykase lNpe3nageHTta Pecny6nnkn Ysoekncrax
oT 12 maa 2020 roga No YI1-5992 "O Crpaternn pedopmMmnpoBaHus
6aHKOBCKOM cucTteMbl Pecnybnunkmn YsoekuctaH Ha 2020 - 2025 roabl”
onpeAeneHbl 3agayM no 'MoBblWEHNIO 3(PPEKTUBHOCTM OaHKOBCKOWM
CUCTEMbI NyTEM CO34aHWA pPaBHbIX KOHKYPEHTHbIX YCMOBWUA Ha
(OUHaAHCOBOM pPblIHKE, OCYLLECTBEHUS KPeAUTOBAHUA UCKITHOUYUTENBHO Ha
PbIHOYHbIX  YCNOBMUSAX,  CHMXKEHMS  3aBUCUMMOCTM  6GaHKOB  OT
FOCYy[apCTBEHHbIX pecypcos, MOAepHM3aLunm 6aHKOBCKOro
obCcnyxumBaHunsa,  cosgaHna  ap@PeKTUBHOM  UHPPACTPYKTypbl U
aBTOMaTU3aUuM [eATeNlbHOCTU 6aHKOB, a TakKXXe MOo3TanHOM OTMEHbI

18 https://www.worldbank.org/en/publication/globalfindex/report?utm_source=chatgpt.com
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HECBOMCTBEHHbIX 6aHKaMm cbyHKu,wZ'”g. 9dheKTUBHOE BbIMOSIHEHNE ITUX

3aJla4y HepaspbIBHO CBA3aHO C ob6ecnevyeHneM CTabuIbHON AeATEeNbHOCTH
KOMMepYecKux 6aHKOB, YKpernsieHWemM MX NIMKBUMAHOCTU U MO3ULUUIA Ha
PbIHKE, a TaK)Ke C BbISIBJIEHNEM U CErMEHTaLmen NoTPpebHOCTEN KTMEHTOB
N paspaboTKON MapKETUHIOBbIX CTPaTermm, COOTBETCTBYIOLWMX LiefIEBbIM
rpynnam. B cBs3su ¢ aTum, rnybokoe nayyeHme NoTpebHOCTEN KIIMEHTOB
Ha O6aHKOBCKOM pblHKE, OLEHKa WX LEeHHOCTM Aana 6aHka, aHanus
KIMEHTCKOro onbITa, onpegeneHve KOHKPETHbIX LienieBbIX
MapKeTUHIOBbIX  CTpaTerMi, MNOJIHOE YAOBJETBOPEHWE  HYXA MU
CTPEMNEHUN KIIMEHTOB, POPMUPOBAHNE C HUMU YCTONYUBDBIX OTHOLLEHUN
N pas3paboTKa KINEHTOOPUEHTUPOBAHHbLIX MAapPKETUHIOBbIX CTpaTervn,
CNY)XalMx COXPaAHEHWUD AONTOCPOYHON MNPUOLIIBHOCTK, SABAAKOTCA
Ba)XHbIM HarnpaBJ/ieHNeM UccneaoBaHuUN.

JaHHOe pguccepTauMoHHOe wuccnefoBaHne B onpeaeneHHOM
CTErNeHN CNYXWUT BbINOJIHEHUIO 3ajay, oOrpefenéHHblIX B 3aKoHax
Pecnybnuku YsbekmnctaH No 3PY-582 ot 11.11.2019 r. "O LeHTpanbHOM
6aHKke Pecnybnukn Ysb6ekuctaH," No 3PY-580 ot 05.11.2019 r. "O 6aHkKax
M 6aHKOBCKOM gJeATenbHOCTW," ykasax [lpesungeHta Pecnybnunku
Y36ekuctaH No YI-158 ot 11.09.2023 r. "O cTpaterum "Y36eKUCTaH —
2030," No YI1-109 ot 12.08.2024 r. "O Mepax No YCKOPEHHOMY pPasBUTUIO
pblHKa  (GaKTOPUHIOBbIX  ycnyr," nocTtaHoBneHuax  [lpesngeHTa
Pecnyonuku Ys6eknctadH No [MM-3270 ot 12.09.2017 r. "O mepax no
AanbHeNLeMy pasBUTUIO U MOBbIWEHUIO YCTOMYMBOCTM 6GaHKOBCKOM
cuctembl pecnybnuku,” No [M-359 ot 27.11.2025 r. "O ¢puMHAHCOBbIX
TexHonorusax B YsbekucraHe," noctaHOBNEHUM NpaBneHns LieHTpanbHOro
6aHka Pecnyonuku Ysb6ekuctan No 3030-10 ot 14.07.2025 r. "O BHeceHuu
AOMNOJSTHEHUN N N3MEHeHUM B [1ono)XeHne 0 MMHUMasbHbIX TPE60BaHUSAX K
AEeATEeNbHOCTH KOMMepPYeCKMX 6aHKOB npu OCYLLLEeCTBJIEHUN
B3aUMOOTHOLLEHUN c noTpeébuTenamm 6aHKOBCKMNX ycnyr,"
3aperncTpmpoBaHHOM MUHUCTEPCTBOM HOCTULINK, U APYTUX HOPMATUBHbIX
AOKYMEHTaXx.

CooTBeTCcTBME MUCCNefOBaHUA MNPUOPUTETHLIM HanpaB/ieHUAM
pasBMTUS HayKM UM TEXHONIOMMA pecnybnukun. [nccepTaumoHHoe
nccnefoBaHne  BbINOJIHEHO B COOTBETCTBMM  C  MPUOPUTETHbLIM
HanpaBfeHMEM PasBUTUS HAYKW U TeXHOosorumm pecnybnumkm |. "[dyxoBHO-
HpaBCTBEHHOE U KY/bTypHOE pa3BUTUE AEMOKPATUYECKOro 1 NpaBoBOro
obLiecTBa, opMMpoBaHne MHHOBALUMOHHOM 3KOHOMUKMN."

CteneHb M3y4eHHOCTU nNpob6neMbl. HekoTopble TeopeTuyeckune u
NpakTU4Yeckne acnekTbl Hay4yHbIX WCCMefOBaHUIN, HanpaB/fiEHHbIX Ha
MCMNONb30BaHNE MAapPKETUHIOBbIX CTpaTerMn B3auMOOTHOLIEHUA B
NOBbILLEHUUN KOHKYPEHTOCMOCOOHOCTN KOMMEPYECKUX BAHKOB, OTPaXkeHbl
B Hay4yHbIX paboTax TaKuUX 3apybeXXHbIX YYEHbIX-9KOHOMMUCTOB, Kak

% ykas MpesngeHTa Pecnybnukn YabekuctaH oT 28 sHBaps 2022 roga No YM-60 "O Ctpateruu
paseutus HoBoro Y3a6ekuctaHa Ha 2022-2026 roabl." https://lex.uz/docs/4811025
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XK. JlambeH, ®.Kotnep, M.MNopTep, E.Auxtenpb, E.MN.fonybkoB, Maxmyg,
X.A.Camungan, [1.1.bapkaH, A.B.bysganuH, T.AM6J‘|ep.20

B ctpaHax CoapyxecTBa HesaBucumbix [flocyaapcTB nccneaoBaHms
B 9TOM HanpaB/iieHUM NpPoBOAUNN Takue y4deHble, Kak l0.M. Bansep, C.A.
KoctepuHon, O.W. JlaBpywwuHa, A.M. TaBacueBna, I0.H>" B Hay4HbIX
paboTax 3TUX YYEeHbIX AaHbl Hay4YHble peKOMeHAaLuMW, HanpaBieHHble Ha
dopMMpoBaHNE  CUCTEMblI  HAy4YHO-TEOPETUYECKUX  B3rAA40B  Ha
OaHKOBCKMA MapKeTUHr, noBbilieHne 3OPEeKTUBHOCTU paboTbl C
KNMEHTaMN B KOMMEPYECKUX GaHKax U hopMMPOBaAHME KOHKYPEHTHbIX
NPENMYLLLECTB Ha pblHKE LM(PPOBbIX 6AHKOBCKMUX YCIYT.

Bonpochbl dopmMupoBaHus KJIMEHTOOPUEHTUPOBAHHOM
MapKeTUHroOBOW CcTpaTernn, HanpaBieHHOW Ha pasBUTUE pPblHKA
OaHKOBCKMX YCNyr Hawen pecnybnnkn, OTpa)KeHbl B  Hay4HbIX
nccnegosaHunax L.9prawxomxaeson, M.C.Kocumosoun, M.lOcynosa,
Y.Y.Wapuopxopkaesa, 3.A.XakmmoBa, 0O.A.OpTukoBa, 3.6.MycTtadoesa,
[.H.Annaéposown, b.M.Mup3amangnHoBa, I".BekmypogoBo#,
H.A Kapab6aeBa, M.E.MyMMHOB%gI, M.M.A6gypaxMaHOBOM WU  MHOIMX
APYrnX yYeHbIX U cneumanuncTos.

2 NambeH XK. «CTpaTtermyeckuin mapketuHr» — CIM6.: «Hayka», 2006 r.; ®.Kotnep, ®.ApMCTpOHT,
I.CoHpepc, [L.BoHr. «OcHoBbl MapkeTuHra» — CI6.: Bunbsamc, 2008 r.; Maikn E. [lopTep.
«KOHKypeHTHas cTpaterns: Metoanka aHanusa oTpacnei n KOHKypeHToB». lNep. ¢ aHrn. — M.: AnbnuHa
BusHec bykc. 2005. — 454c.; E.OuxTtenb, XepwreH X. «[TpakTUYeCKnii MapKeTUHI», y4eb. nocobue / nep.
c HeM. MakapoBa A.M.. nog pea. MuHko W.C. — M.: Bbicw. wk. 1995. —-225c.; lNony6kos E.IM..
«MapKeTMHroBble WCCIeAOBaHUA: TeOopusi, MeToAoslorMss M npaktuka» — M.. ®uHnpecc, 2008 r.;
Mahmod, J.Al Samydai, Ibrahim, Alnawas A.M. and Rodina A. Yousif, 2010. «The Impact of Marketing
Innovation on Creating a Sustainable Competitive Advantage», The Case of Private Commercial Banks in
Jordan. Asian Journal of Marketing, 4: 113-130.; bapkan O.W.. «<MapkeTuHr gnsa Bcex: becepgpl ans
HaunHatowmx». — J.L.. PepakumoHHO-usgatenbckuim uUeHTp «KynbT-MHPOPM-Npecc» COBMECTHO C
coumanbHo-KoMMepyeckon dupmon «Henosek», 1991. — 256c¢.; A.B.byspanuH. «HagexHocTb 6aHka: OT
dbopmanusaumm K oueHke», 2012. — 192c.; AM6nep T. «[pakTuyeckuin MapkeTuHr» /Mep. ¢ aHrn. nog
obuen pea. t0. H. Kantypeckoro. — Cl6: UspgatenbctBo «[nutep», 1999. - 400 c.;

BaviBep 10.M. [lpobnembl cTpaTernyeckoro yrnpaBfieHUss CUCTEMOW B3aMMOLEWCTBUA C
KOpNopaTUBHbIMW KIIMEHTaMKN B KOMMep4eckoM 6aHke / 0.M. BaiiBep // BecTHuk Akagemun. — 2014, -
Ne3 (40). — C. 39-42,; KocTepuHa, T.M. KpeAuTHbI MeHeIXXMeHT B 6aHKe: y4ye6HO-MeToanYecKuit
komnnekc / T.M. KocTtepuHa. — M.: EBpasuickuin oTKpbITbIn UH-T, 2012. — 270 c.; BaHkoBckoe geno /
Konnektus asTopoB nog ped. O.W. NaepywwuHa, H.UN. BaneHueson. — M.: KHOPYC, 2016. — 800 c,;
baHkoBcKoe KpeanToBaHue: yuebHUK / A. M. TaBacmes, T. 0. Ma3ypuHa, B. M. BbiukoB. — 2-e nusg. — M.:
HULU MHOPA-M, 2015. - 366 C; .

2 9prawxomkaena L., Kocumoa M. C. lOcynoB M. Marketing. — T .: TOWY, 2018. — 232 6;
Y.Y.lWapudxomkaes, Xakumos 3.A.. MHTepaKTUB Ba pakamium MapKeTuHr. YKyB kynnaHma. TAWY,
“UkTncoamnét” 2019 . 274 6.; OptnukoB O.A. «baHknapapo pako6aT wapouTuga 6aHK xMsamaTnapu Ba
ynapHu TakomunnawTtupuw nynnapu». Uktucop ¢aHnapu Homsoau auccepTauusa aBTopedepatu —
T.:2009 n.; 3.6.MycTtadoeB. «baHK MapKeTUHIX — MOJIMSA 6030pW LIAKITAHULIN Ba PUBOXIIAHULLMHUHT
acocu». UkTtucon daHnapm Hom3opu pucceptauusa astopedepatv — T.:1998 i.; Annaéposa [.H.
«O(P(HEKTUBHOCTb MapKETUHra B [AeATeNbHOCTU KOMMep4yecknx 6aHKoB Pecnybnvku Ys6ekucTtaH».
UkTuncop daHnapm Hom3zoam guccepTaumsa aBTopedepatn — T.:2009 i.; MupsamananHoB b.M.. «baHk
Xu3matuaa MapkeTuHr camapagopnuru (Ys6ekuctoH Pecnybnukacu Tawky MKTUCOAW $HaonusaT
Munnuin 6aHk mMuconuaa)». UkTucod daHnapy HoMsoau AuccepTauma aBTopedepatn — T.:2008 i,
Bekmypogosa . TwxxopaT 6aHknapu pako6aTt6apAoLU/IUIMHU OLUMPULLIHUHT MHHOBALMOH MapKeTUHT
KoHuenuuacuHu TakomunnawTmupuw. 08.00.11 — MapkeTuHr. UkTucoaunért dannapu 6ynunya dancada
noktopu (Phd) aucceptaumacu aBTopedepatn. TowkeHT. TOAWNY. 2018 iun. 9-6er;, KapabaeB H.A.
Twxxopat 6aHknapu GaonMATUHU PENTUHT TU3UMU acocuia baxonaliHy TakomunnawTupuw. 08.00.07 -
Monusi, nyn MyoManacu Ba kpeauT. WKTucoauéTr daHnapu 6yinuya dancadpa npoktopu (Phd)
anccepTaumscy aBTopedepatu. TowkeHT. TANY. 2018 inn. 9-6eT.; MymuHoBa M.B. TuxopaT 6aHKnapu
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HecMOTpss Ha 3HauuTeNbHbIA BKNah MNEPEeYUCNEHHbIX YYEHbIX B
9KOHOMMYECKYIO U MApPKETMHIOBYHO HayKy, B MX WCCMefOBaHUAX Mano
nccnenoBaHuUn no cneunduyeckum acrnekTam paspaboTKu
KNTMEHTOOPMEHTUPOBAHHbBIX MAPKETUHIOBbIX CTpaTernm B AeATENIbHOCTU
KOMMepYeckux 6aHKOB B YCMOBUAX LUPPOBON 3KOHOMUKM U BbICOKOrO
YPOBHS M3MEHEHUS MOBEAEHUS KMMEHTOB. B 4yacTHOCTWM, HEeAOCTaTO4YHO
CUCTEMATM3UPOBAHbI KOMMMIEKCHble  MOAXOAbl K  paspaboTke
MapKeTUHIOBbIX cTparterum, HanpaB/IEHHbIX Ha NoBbILLEHME
KOHKYPEHTOCMOCOBHOCTN KOMMEpPYECKUX 6aHKoB B UMbpPOBON cpeae U
ncnosnbsoBaHne  UMGPOBbLIX  TEXHONOrMM B UX  3PPeKTUBHOMU
AEeATENbHOCTH, NPUMEHEHUnE MHHOBALMOHHbIX NnoaxoAoB K
NPefOCTaBNEHUID HOBbIX 6GAHKOBCKUX YCAyr KJMEHTaM, LUMpOKoe
ncrnonb3oBaHne MUHPOPMaUNOHHO-KOMMYHUKALUNOHHbBIX TEXHONOMMN B
NpeAoCTaBNeHUN 6aHKOBCKMX NPOAYKTOB U yCiyr, opMUpPOBaHNE HOBbIX
BWOOB YC/yr, COOTBETCTBYIOLWIMNX MOTPEOHOCTAM WU  CTpPEMJIEHUSM
KNMeHToB. B CBA3WM C 9TUM M3ydeHWe HanpaBiieHU MOBbIWEHUSA
KOHKYPEHTOCMOCOOHOCTU KOMMeEpPYecKnx 6aHKOB MyTeM pas3paboTKu
KNTMEHTOOPUEHTUPOBAHHbBIX MApPKETUHIOBbIX CTpaTermm Ha Hay4yHoWn
OCHOBe HABNAETCA aKTyaJibHOW HayyHOM 3ajaden p[na pasButusa
COBPEMEHHOWN GAaHKOBCKOM CUCTEMDI.

CBA3b TeMbl AuccepTaLumn ¢ nnaHaMu Hay4yHo-UccrneaoBaTeNbCKUX
paboT BbICLIero 06pas3oBaTeNIbHOINO Yy4ypeXAeHuUs,, rae BbIMOMIHEHA
AuccepTaumsa. ucceptaumoHHas paboTa BbiMOSIHEHA B COOTBETCTBUM C
NPUOPUTETHbIM  HanpaB/ieHUEM  Pas3BUTUA  HaAyKM U TeXHOSIorunm
pecny6nuku |. "[lyxoBHO€, HPABCTBEHHOE U KYSIbTYPHO-NMPOCBETUTENbCKOE
pasBuUTME [AEMOKpPaATMYECKOro M MpaBoBOro obwectsa, popMupoBaHue
WHHOBALIMOHHOW 3KOHOMMKMN."

Llenbto  uccnepoBaHua  ABNsAeTcA  paspaboTka  HayYHbIX
npeasoXXeHnn n pekomMeHaauum no COBepLUEHCTBOBaHUIO
MCMNONb30BaHNA KIIMEHTOOPUEHTUPOBAHHOMW MapKEeTUHIOBOW cTpaTernu B
NeATeNnbHOCTU 6GaHKOB.

3afayuu uccnepoBaHuUs:

M3y4yeHne  CYLWHOCTM  COBPEMEHHbIX Teopuin  6aHKOBCKOrO
MapKeTUHra n KOHUeNUMn cTpaTermyeckoro MakeTupoBaHus;

paspaboTka MeTOANYECKUX OCHOB COBepLUEHCTBOBaHMS
MCMNONb30BaHNA KIIMEHTOOPUEHTUPOBAHHOM MapKETUHIOBOW CTpaTernun B
AeATENbHOCTM KOMMEPYECKNX 6aHKOB;

MCronb3oBaHMe Ha  MNpakKTUKe  KOMMep4Yyecknmn  6aHKamu
Y36ekucTtaHa onbiTa 3apy6eXxXHbIX CTpaH no paspaboTke

aKTMB onepauusnapuHn 6olkapu cTpaterMsacuHn TtakomunnawTtupuw. 08.00.07 — Monus, nyn
Myomanacu Ba KpeauT WKTucoauér dannapu 6yinnuya dancada poktopu (Phd) aucceptaumscu
aBTopedepatun. TowkeHT. TOWUY. 2018 nn. 9-6et; AbagypaxmaHoBa M.M.. baHk xu3maTtnapu 6o3opuaa
MapKeTUHr GaonmnsatuHu puoxknaHTupumw. 08.00.13 — “MeHeXXMeHT Ba MapkeTuHr”. Nktucopn cdannapu
HOM304U WIMUIA Japa)aCWHW ONULL YYyH TakAMM 3TuraH aucceptaums aBTopedepaTu. TOLUKEHT.
TOWUY. 2010 nn. 14-6er;
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KNMEHTOOPMEHTUPOBAHHON MapKEeTUHIOBOM CTpPaTerMm B KOMMEPYECKUX
6aHKax;

aHanu3 TeKylero COCTOSIHUA oOpraHusaumm W ynpaBfieHus
KNMEHTOOPUEHTUPOBAHHOM MapKeTMHIOBOW AEeATEeNbHOCTbIO B
KOMMep4YecKux 6aHKax;

paspaboTka MOAXOA4O0B K OLEHKE COCTOSIHUS OTHOLUEHUN C
KNMEeHTaMN B KOMMEpPYECKUX baHKax;

noAroToBka rMpegsioXXeHUn Mo  paclMpPEeHUd  BO3MOXXHOCTEMN
MCNONb30BaHNA KIMEHTOOPMEHTUPOBAHHbBIX MAPKETUHIOBbIX CTpaTeruim B
AEeATEeNbHOCTM KOMMEPYECKNX BAHKOB;

paspaboTka HayyHbIX W NPaKTUYECKUX MpPeasioXXeHun no
MCMNONb30BaHUIO cTpaTernm uM@PpPoOBOro MapkKeTuHra B [eATeNIbHOCTH
KOMMep4YecKux 6aHKOB;

060CHOBaHMe nyTeh MOBblWEHUA IPPEKTUBHOCTU BHYTPEHHEN
MapKeTUHIOBOW AeATENIbHOCTM B KOMMEPYECKUX BaHKaXx,;

paspaboTka BbIBOLOB W peKOMeHAauun Mo  OnpefeneHuro
NepCrneKTUBHbIX HanpaBneHnm NCnonb3oBaHNA
KNTMEHTOOPUEHTUPOBAHHbBIX MapPKETUHIOBbIX CTpaTernin B feATeNIbHOCTU
6aHKOB.

06BbEeKTOM UccneaoBaHUA BblbpaHa MapKeTUHIroBas AeATesIbHOCTb
KOMMep4YecKkux 6aHKoB Pecnybnnkn Y36eKucTaH.

NMpeaMeTOM UccneaoBaHUA ABMAIOTCA cOLUManbHO-3KOHOMUYECKNe
OTHOLUEHMs,,  BO3HMKAKLWMe B  [Mpouecce  COBEPLUEHCTBOBaHMUS
MCNONb30BaHNA KIIMEHTOOPUEHTUPOBAHHOMW MapKeTUHIOBOW CTpaTernu B
NeATeNnbHOCTN 6GaHKOB.

MeToapbl uccnepoBaHus. B npouecce nccnefoBaHus
MCNONb30BaNCb CUCTEMHbIN NOAXOA, aHaNMU3 U CUHTE3, CTaTUCTMYecKas
rpynnupoBKa, CpPaBHUTENbHbIN aHanuMs, 9KOHOMMKO-CTaTUCTMYECKas
OLleHKa,  CerMeHTauusi,  onpefesieHMe  YPOBHA  KOHKYPEHTHOro
npevMMmyLLecTBa, HabnwgeHne-onpoc, GaKTOpPHbIM aHanna u apyrue
MeToAbl.

Hay4yHas HoBM3Ha UccnefoBaHUA COCTOUT B ClIeAYHOLLEM:

COrflacHo METOAO0NONMYECKOMY  noaxondy,  9KOHOMMUYECKoe
cofep>XaHue MOHATUA "6aHKOBCKMA MapKETUHr" YCOBEPLUEHCTBOBAHO B
KOMMEpPYECKUX 6aHKax KakK cuctema LleHTPaIM30BaHHOro
CTpaTermyeckoro yrnpaBfieHUs KJIMEHTaMU, KaKk KOMIMEKC HenpepbiBHbIX
ynpaBflIeHYeCKNUX MNPOLIeCCOB, HampaBfeHHbiXx Ha  adhdeKTMBHOE
yAOBNETBOPEHME WX TMOTPEOHOCTEN, OXUAAHUA U MOBEAEHYECKUX
OCOGEHHOCTEW B OTHOLWIEHUM OGaHKOBCKMX MNPOAYKTOB WU  ycnyr
nocpeacTBOM CUCTEMHOrO N3yYeHus, dbopmMmunpoBaHus 7
NHANBUAYANN3NPOBAHHbIX LEHHOCTHbIX NPEAJIOXKEHNN;

METOAOM MOAENNPOBAHNUS CUCTEMHbIX YypaBHeHu (PLS-SEM)
OOOCHOBAHO MNpensioXKeHNne Mno MNPUHATUIO KIIMEHTOOPUEHTUPOBAHHbIX
CTpaTermyeckKuMx peLeHnn Ha OCHOBE BbICOKOrO MOJIOXMUTENIbHOIO U
CTaTUCTUYECKN 3HAYMMOIO BJIUSIHUA MoOKasaTenen yaoBNeTBOPEHHOCTU
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knueHtoB  (wCSI=0,207), cospaHua  ctoumoctn  (wCVC=0,197),
ynpaeneHuss xanobamu (WCH =0,217), noanbHoctn (wCL =0,200),
yaepxaHus (WCR =0,218) u pobaBneHHol cTouMMocTM pAansi 6aHka
(wCLV=0,218), KoTopble ABJIAOTCA OCHOBHbIMU dhakTopamuy,
hOopMUPYIOLLUMM MAPKETUHT OTHOLLIEHUN B KOMMEPYECKUX BaHKaX;

pa3paboTaHa [AOPOXHas KapTa WHTerpanbHbIX MapKETUHIOBbIX
cTpaTernin, HanpaBNeHHbIX Ha obecrneyeHne aKTUBHOCTM B LMPPOBbLIX
MapKeTUHIOBbIX KaHasiax, OpueHTUPOBAHHbIX HAa OPEHAMHI U OCHOBAHHbIX
Ha AaHHbIX, ObICTPO aAanTUPYHOLMNXCA K AUNHAMUYECKMM U3MEHEHUSIM B
noBefeHnmn n NOTPEe6bHOCTAX CerMeHToB KJIMEHTOB AKbB
"MukpokpeanToaHk",

060CHOBaHO ncnonb3oBaHue pblyaroB CRM-cuctembl,
MHOrOKaHasbHOr0  MapKeTWMHra, aHanusa JAaHHblX, CcouuasibHOn
AEeATENbHOCTM N MapKETUHIra OTHOLIEHUI Npn GOPMUPOBAHNN CTPYKTYPbI
OTAENOB KOMMEPYECKMX O6aHKOB, OPraHU3yloWwMx MapKeTUHIOBYHO
AeATeNIbHOCTb, OCHOBaHHYHO Ha 3¢ EKTUBHbBIX OTHOLLEHUAX C KSIMEHTAMW,
Ha  OCHOBe cucTeMbl 'Mogenb  couuanbHO-OPUEHTUPOBAHHOIO
MapKeTUHra" B METOAONIOrMYECKM WU METOAONIONMYECKN HOBOM
HanpaB/iEHUY;

Ha OCHOBE 3KOHOMETPMYECKOrO0 MOAENUPOBAHUA  BAUSHUA
KJIMEHTOOPMEHTUPOBAHHbIX MapKeTUHIOBbIX dbakTopoB AKB
"MukpokpeanToaHk" paspaboTaHbl NPOrHO3HbIE MoKasaTenn U3MEeHEHUs
AoxonoB 6aHka Ha nepuog ao 2030 roaa.

[MpakTU4yeckue pesynbTaTbl UCCNIeA0BAHUA COCTONAT B ClieAYHOLLEM:

PaspaboTaHa Knaccudukauus KJIMEHTOOPMEHTUPOBAHHbIX
MapKeTUHIOBbIX CTpaTerun, LUMPOKO UCMNONb3YEMbIX B MEXAYHAPOAHOM
NpaKTUKe B KOMMepPYeCcKunx 6aHKax;

MpeanoXeHbl MHAWKATOPbl OLEHKW COCTOSAHUS MCMOJIb30BaHUA
KJIMEHTOOPMEHTUPOBAHHbIX MApKETUHIOBbIX CTPaTErmn B KOMMeEPYECKUX
6aHKax;

NpeanoXxeH MexaHn3M cerMeHTauuMm Ha ocHoBe 6peHauHra AKb
"MnKpoKpeanToaHkK",

MNpepnoxeHa HOBasi yCOBEPLUEHCTBOBaHHas CUCTeMa yrnpaBrieHus
KJIMEHTOOPMEHTUPOBAHHON  MapKeTUHroBom  geatenbHocTbto  AKB
"MukpokpeantbaHk" - cxema cuctembl ‘Mopenb  coumanbHo-
OPMEHTUPOBAHHOIO MapKeTUHra';

PaspaboTaHa [OpOXHas KapTa NO BHEAPEHUID COBPEMEHHDbIX
coumanbHO OPUEHTUPOBAHHbBIX N LMGPOBbLIX MApPKETUHIOBbIX CTpaTerum
ans AKB "Mukpokpeant6aHk" Ha 2025-2027 roabl;

onpeaeneHbl 3TasIoHHble 3HAYEeHUN NoKasaTenen Hambonee BaXHbIX
nokasartenem 3(P@PeKTUBHOCTU OLIEHKU AeATEeSIbHOCTU MapPKETUHIOBOro
oTAena KOMMeEpYEeCKMX 6aHKOB, OCHOBAHHOIO Ha OTHOLWIEHUSX C
KJIMEeHTaMU;

[ocToBepHOCTb pesynbTaToOB wUccnefaoBaHusA. [JoCTOBEPHOCTb
pesynbTaToB JlaHHOro nccnenoBaHus 060CHOBbIBaeTCA
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Liles1IecoobpasHOCTbO MCMOMb30BaHHbIX Hay4YHbIX MOAXOA0B M METOAOB,
NONYYEHNEM TEOPETMYECKMX AaHHbIX, HEOOXOAMMbBIX ANS1 aHanusa, 13
oduuManbHbIX NCTOYHUKOB MEXAYHAPOLHOIO U HaLMOHANIbHOrO YPOBHS,
anpobaunen Hay4yHO-TEOPETUYECKMX MPEASIOXKEHUA WU  MPaAKTUYECKUX
peKoMeHAauun B NMpakTUKe KOMMEpPYECKUX GaHKOB. Tak)ke BHeppeHue
pa3paboTaHHbIX B paMKax nccnepoBaHus MeTo40B
KNTMEHTOOPMEHTUPOBAHHOIO MapKETMHIOBOIO aHann3a n cTpaTermyeckmx
mMopenen B NPaKTUYECKYH MapKeTUHIOBYHO AeATeNbHOCTb
KOMMEpYecKMx 6aHKOB UM TMpU3HAHME UMK  UX NPUEMSIEMbIMHU
obecrneymBaeT BbICOKYH AOCTOBEPHOCTb Pe3yNbTaToOB UCC/IeA0BaHMS.

Hay4yHas n npakTu4yeckas 3HAYUMMOCTb pesynbTtaToB
uccnepoBaHus. HayuyHaa 3Ha4UMMOCTb UCCNe0BaHUA 3aK/IH0YAETCA B TOM,
YTO TeopeTU4ecKMe U MeTo[OosIorndyeckne nopxonbl, paspaboTtaHHble B
avcceptaumy,  QOPMUPYIOT  Hay4dyHO  OOOCHOBAHHbIE  MOAXOAbl,
HanpaB/ieHHble Ha NOBbILEHNE KOHKYPEHTOCMOCOOHOCTN KOMMEPYECKMX
6aHKOB Haluen CTpaHbl Ha PbIHKE 6aHKOBCKMX  YCNyT,
COBEpLUEHCTBOBaHUE K/IMEHTOOPUEHTUPOBAHHbIX MapKeTUHIOBbIX
cTpaTerMi un npouecchbl NoBblweHns 3hHEKTUBHOCTU UX MAPKETUHIOBOW
LEeATENBHOCTMW. PaspaboTaHHble B nccneagoBaHum Mozenw,
pekoMeHaauuu 7 MeTOL0NI0rMYecKkue noaxoAabl cnyxar
MeToZonornyeckon 6asom pana 3hPeKTUBHOM oOpraHusauuMm pbiHKa
6aHKOBCKMX ycnyr B Y36ekucTaHe, npaBWUIbHON waeHTUdUKaunm
K/IMEHTCKUX CErMEHTOB, WUCMONb30BaHUS WHTEPAKTUBHbLIX U LUPPOBbIX
MapKeTUHIOBbIX MHCTPYMEHTOB, @ TakKXe ONTMMMU3auun MpessioXKeHuUs
6aHKOBCKMX NPOAYKTOB W1 YCAYT.

MNpepnaraemMbie MapKeTUHIoOBble CTpPaTerMn u NporpamMmmbl chayxar
dbopmMmpoBaHno MHHOPMALIMOHHbIX 6a3, OPUEHTUPOBAHHbBIX Ha KIIMEHTOB
B KOMMepYeckux 6aHkax. PesynbtaTbl uccnefoBaHuMs MOryTt 6biTb
LUMPOKO WCMONAb30BaHbl MPU  CO34AHUM  KOHUENTyaNnbHbIX OCHOB
COBEpPLUEHCTBOBAHUA  MapKeTUHIOBOW  AeATEeNbHOCTM  Ha  pblHKeE
6aHKOBCKMX yCnyr, npu pa3paboTke CcTpaTerMn U  nNporpamMm
9KOHOMMYECKOro pasBUTUSA OTPACIM Ha KPaTKOCPOYHYHO U AONTOCPOYHYHO
nepcnekTMBy. Hay4yHO-TeopeTuyeckne pekoMeHZauunm Moryt 6biTb
MCNoNb30BaHbl NpPU NpenogaBaHumn npegmeToB "MapKeTUHT 6aHKOBCKUX
ycnyr," "MIHHOBaAUMOHHbIA MapKeTUHr," "MIHTepakTUBHbIN U UUPpPOBOM
MapkeTuHr," ‘'baHkoBckoe pgeno,” 'PerynupoBaHMe M KOHTPOSb
6aHKOBCKOW [EeATeNbHOCTU" M APYrvMx, a TakXe npu opraHusauum
PasfINYHbIX Y4EOHbIX KYPCOB.

BHeapeHue pesynbTaToOB UCCnefoBaHUA. Ha ocHOBe MOMyYeHHbIX
Hay4YHbIX pes3ynbTaTOB MO COBEPLUEHCTBOBAHUIO  MCMOJIb30BaHUS
K/IMEHTOOPMEHTUPOBAHHOW MApPKETMHIOBOW CTpaTerun B AeATEIbHOCTM
6aHKOB:

TEOPETUKO-METOAMYECKME  faHHble MO  COBEPLUEHCTBOBAHUIO
9KOHOMWYECKOr0 COAEPXaHUSA MNOHATUA 'GAHKOBCKUMA MapKeTUHr' B
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COOTBETCTBUM C METOAOSIOTMYECKUM MNOLAXOA0OM KaK COBOKYMHOCTM
HenpepbIBHbIX  YNpaB/IEHYECKMX  MPOLECCOB, HamnpaBfieHHbIX Ha
9 heKTUBHOE  yAOBNETBOpPEHUE noTpebHOCTEN, OXXUAaHUN n
NOBEeAEHYECKMX OCOOEHHOCTEN OAHKOBCKMX MPOAYKTOB W YCiyr
NocpeacTBOM CUCTEMHOrO N3yyeHus, dbopmMmunpoBaHms 7
NHANBUAYANN3NPOBAHHbIX LLEHHOCTHbIX NpeanoXXeHunn, 6b1nIn
MCNonb3oBaHbl NPU NOAIFOTOBKE y4yebHOro nocobmsa "MapKeTuHr ycnyr,"
npeaHa3Ha4YeHHOro ANs CTYAEHTOB BbICLUMX Y4ebHbIX 3aBefieHni (Npukas
MwuHMCTepcTBa BbICWIENO W CPeAHero creunanbHOro ob6pasoBaHUs
Pecny6nuku Ysb6ekuctan ot 31 mas 2021 roga No 237 n o1 19 uronsa 2022
rona No 233). B pesynbTaTe BHeApeHUss AaHHOMO HayYHOro npeaoXeHus
B MNPaKTUKYy Yy CTYAEHTOB rMoOsiBUNacb BO3MOXHOCTb JAafibHenwero
pacLmpeHus TeopeTUYeCcKuX 3HaHWUN 7 HaBbIKOB no
yCOBEpPLUEHCTBOBAHHOMY MOHATUIO MPUBJIEYEHUS, YAEPXKAHUA, pa3BUTUA
M NOBbILIEHNS LLEHHOCTU K/IMEHTa BO B3aMMOOTHOLLEHUAX Mexay 6aHKOM
M KIIMEHTOM KaK KOMIMJIeKCa HenpepbiBHbIX MNPOLECCOB YrpaBlieHus,
HanpaBJ/IeHHbIX HA FAPMOHUYHOE ObecrnevyeHne KOHKYPEHTOCNOCOBHOCTH,
LONTOCPOYHOM AOXOLHOCTM U COLUManbHOM OTBETCTBEHHOCTM 6aHKa;
npegsioxXeHne Mo MPUHATUIO  CTpaTernvyeckmx  peLLeHumn,
OPUEHTUPOBAHHbIX Ha KJIMEHTOB, HA OCHOBE BbICOKOIO MOSIOXMUTESIbHOIO
M CTaTUCTUYECKM 3HAYMMOro BIMAHUSA NoKasaTenen yaoBneTBOPEHHOCTH
knueHtoB  (wCSI=0,207), cospmaHua  ctoumoctn  (wCVC=0,197),
ynpaeneHnus xanobamu (WCH =0,217), nosanbHoctn (wCL =0,200),
yaep>xaHus (WCR =0,218) n LeHHoCTU knneHTa ana 6aHka (wCLV=0,218),
KOTOpble  ABMATCA  OCHOBHbIMM  (akTopamu,  GOopMUpPYyHOLLUMHU
MapKeTUHI  OTHOLEHWA B  KOMMeEpYeckux 6aHkax  MeTohOM
MOAENNPOBAHNUS CUCTEMHbIX ypaBHeHuli (PLS-SEM), BHegpeHo B
AeATeNbHOCTb AKbB "MunKpokpeanToaHK." (Cnpaeka AKB
"MukpokpeauTt6aHk" oT 30 sHBapa 2026 roga No 03-14/2432). B
pesyfnbTtate Obl/IM  YCOBEPLUEHCTBOBaHbl MeEXaHW3Mbl  ynpaBiieHns
OTHOLUEHUSIMU C KIMEHTAMM B GAHKE, YTO NPUBENO K YCTOMYMBOMY POCTY
YPOBHSA yAep>XXaHUSA KJIMEHTOB U YAOBNETBOPEHHOCTU YCyraMu.,
AOPOXHaa KapTa MHTerpanbHbIX MapKEeTUHIOBbIX CTpaTerumn,
HanpaB/fieHHbIX Ha  obecrneyeHne  aKTUBHOCTM B  LMPPOBbIX
MapKeTUHIOBbIX KaHanax, OpUEHTUPOBAHHbIX HAa OPEHANHI U OCHOBAHHbIX
Ha AaHHbIX, ObICTPO afanTUPYHOLLMXCA K AMHAMUYECKUM W3MEHEHUSIM
noBeAeHNsT M MOTPEOHOCTEN CErMEeHTOB KJ/IMEHTOB B Mpeafiaraembix
KOMMepyeckux 6aHkax, 6blna wucnonb3oBaHa B geaTenbHoctM AKbB
"MukpokpeauT6aHk" (cnpaBka AKB "Mukpokpeant6aHk” No 03-14/2432
oT 30 saHBapA 2026 ropga). B pesynbTate BHeApPeHUS [AaHHOrO
npeanoXXeHna B MNpPaKTUKy  yAanocb  3HAYMTENbHO  MOBbLICUTb
addekTnBHOCTL UMbpoBbIX KaHanoB AKB "MwukpokpeautbaHk." B
4YaCTHOCTW, YPOBEHb MPUBMEYEHUS HOBbIX KJIMEHTOB 4epe3 LudpoBble
KaHanbl yBenuuunca ¢ 42 go 60 npoueHTOB, 3aTpaTbl Ha nMpueneyeHue
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KnueHToB B 2025 roay cHM3UnIncb Ha 7,8 npoueHTa rno cpaBHeHuto ¢ 2024
roOAOM, YTO 06Eecrneymnno yCTOMYMBbIN POCT AOXOAOB 6aHKa U YKpenaeHue
€ro KOHKYpPeHTOCMNOCOOHOCTH.

npeasioXXeHne Mo ucnosib3oBaHM pbldaroB  CRM-cucrtemsl,
MHOroKaHasibHOro  MapKeTWHra, aHanusa JaHHblX, couuanbHOMn
AeATeNIbHOCTU U MapKeTUHIra OTHOLIEHUI NpU GOPMUPOBAHUN CTPYKTYpbI
OTAENOB KOMMEpPYECKMX 6aHKOB, OpPraHUsylWmMX MapKEeTUHIOBYO
AesATeNbHOCTb, OCHOBAHHYH Ha 3¢ (EKTUBHbIX OTHOLLEHUSIX C KJIMEHTaMW,
Ha  OCHoBe cuctembl 'Mopgenb  counanbHO-OPUEHTUPOBAHHOIO
MapKeTuHra®" B HOBOM METOAOSIOTMYECKOM W  METOLO0NI0MMYEeCKOM
HanpaBneHun BHegpeHO B peATenbHocTb AKB "Mukpokpegut6aHK"
(cnpaBka AKB "MukpokpeauTbaHk" ot 30 sHBaps 2026 rogpa No 03-
14/2432). B pesynbTaTe BHeAPEHUS [OaHHON HaAy4yHOW HOBM3HblI B
NpakKTUKy COUMarbHO-OPUEHTUPOBAHHbIA MapKeTUHr ornpejeneH B
KayecTBe TMPUOPUTETHOrO HarpaBfieHUs,, a YPOBEHb [pUBJIeYEHUS
dunHaHCOBbIX  pecypcoB 6aHKka K  coOuManbHO-OPUEHTUPOBAHHBIM
npo6nemam B 2025 rogy yBennumncs Ha 8,9 npoueHTa No CPaBHEHUIO C
2024 ropoM. Takxe 3a cyeT couuanbHO OPUEHTUPOBAHHOM MOJINTUKMU
aKTMBHOIO MapKeTUHra yAaanocb MOBbICUTb KOHKYPEHTOCMOCOOGHOCTb
6aHKa, yNny4qlwuTb ypOBEHb YAOBNETBOPEHHOCTU KIMEHTOB M pacLUMpPUTb
(OUHaAHCOBYIO UHKITHO3UBHOCTD.

NPOrHO3HbIe MOKasaTenn U3MeHeHnsa aoxoaoB 6aHka Ha 2030 ropa
Ha OCHOBe 9KOHOMETPUYECKOro MOZeNIMpoBaHuns BNIUSAHUSA
KJIMEHTOOPUEHTUPOBAHHbIX MapKeTUHIOBbIX ¢dakTopoB 6b1NN
ncnosib3oBaHbl B geaTenbHocTn AKB "MukpokpeauTt6aHk” (cnpaBka AKB
"MukpokpeauTt6aHk" ot 30 sHBapa 2026 roga No 03-14/2432). B
pesynbTaTe BHeAPEHUA AAaHHOro Hay4yHoOro npeasioXXeHus B NpakTUKYy B
AKB "MwukpokpeauTb6aHK' W ero peruvoHanbHbix ¢unuanax 6binu
AOCTUTHYTbl CTpaTernyeckuve uUenuM Mo TMJaHUPOBAHUIO KPeaUTHOro
noptdensi, KOMMUCCUOHHbIX [OX0A0B U  AuddepeHunpoBaHHOMY
NpefoCTaBNeHNIO KJIMEeHTaM, YBeNIMYEHUD KOJNM4ecTBa MoJsib3oBaTesnien
MOOMWIBHOIO NPUIOXKEHUS N fallbHENLLEMY YBENNYEHUIO A0N LUPPOBbIX
TpaH3aKuuun.

Anpo6auua pesynbTaToB WcCneaoBaHusA. PesynbTaTbl [aHHOrO
nccnepoBaHnsa  OblIM 06CY)KAEHbl Ha 3 MeXAyHapoAHbiXx u 2
pecnybMKaHCKUX Hay4YHO-MPaKTUYECKUX KOH(DEPEHLMSAX.

MNMy6nukauua pesynbTaToB WUccneaoBaHUs. Bcero no Teme
nccnegoBaHusa onyo6sMkoBaHo 11 HayYHbIX paboT, B TOM Yucne 7 ctaten B
Hay4HbIX )KypHasax, peKOMeHAOBaHHbIX Bbiclwen arrecTtayMoHHOM
KoMmuccuen Pecny6nmku Yas6ekuctaH (M3 HUX 5 B MECTHbIX U 2 B
3apy6eXKHbIX  )XypHanax), 4 Te3auca [OoOKIagoB B COOpHMKaX
MeXAYyHapOAHbIX n pecnyo6siMKaHCKux Hay4YHO-MPaKTUYEeCKNX
KOHpepeHUni.

CtpykTypa ¥ o6beM paucceptaumum. [ucceptauus COCTOUT U3
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BBeZleHUs, TPEX rnas, 3aK/IHOUYEHUS, CNUCKa UCMNOSIb30BaHHOM NuTepaTypbl
N NPUNOXKEHUNN, 06N 06BEM cocTaBnseT 147 cTpaHuu,.

OCHOBHOE COAEP>XXAHWUE ANCCEPTALIUUA

Bo BBegeHUWM pgucceprtaumm OOOCHOBaHbl aKTyalbHOCTb MU
HEOOXOAUMOCTb TeMbl WCCNefoBaHus, CHOPMYNMPOBAHbI LENN U
3afjlaun, OOBEKT W npeaMeT WCCNefoBaHMs, MNOKasaHa CBA3b
MccnefoBaHMss C NAaHaMW  HayvHblX paboT, MNpuBEAEHbl HayyHas
HOBW3HA, Hay4Hble pe3yfbTaTbl, HAy4YHas M NpakTuyeckas 3HAaYMMOCTb
Ancceprtauun, nNpuBeAeHbl CBEAEHUS O BHEAPEHUMU pe3ynbTaToB
nccnenoBaHMss B MNPaKTUKY, OMNYOGMMKOBAHHbIX HayyHbIX paboTax u
CTPYKTYpe gucceprauumun.

B nepBoin rnaBe pguccepTauuu, o3arna.BfieHHon "HayudHo-
TeopeTUYyecKMe acnekTbl COBEpLUEHCTBOBAHMUA  UCMOJIb30BaHUSA
KJIMEHTOOPUEHTUPOBAHHOM MapKeTUHIroBoW cTpaTterum B
AEATEeNbHOCTU 6aHKOB," M3yyeHa CYLHOCTb COBPEMEHHbIX TeOopuUi
6aHKOBCKOIro MapKeTMHra U KOHUEeNUUN CTpaTermyecKoro MakeTuHra.
MpeactaBneHbl HayYHO-METOAMYECKME OCHOBbI COBEPLUEHCTBOBaHMUA
MCNONb30BaHNUA KJIMEHTOOPUEHTUPOBAHHON MapKETUHIOBOW cTpaTermu
B AeATeNbHOCTM 6aHKOB. OnpepaeneHbl BO3MOXHOCTUM NCNONb30BaHWA B
NpakTMKe Y36ekuctaHa oOnbiTa 3apybexHbiXx CTpaH nNo pas3paboTke
KJIMEHTOOPUEHTUPOBAHHOM MapKeTUHIOBOM cTpaTterum B
KOMMepYecKnx 6aHkax.

HeobxoaumocTb pa3paboTKM MapKeTUHIoOBOW CTpaTermm B
KOMMepYecKknx 6aHKkax WUCXOAWUT, npexpae BCero, M3 Heob6X0AUMOCTM
4YeTKOro onpegeneHnsa LeneBbiX HampaBfieHWn 6aHKa, MOSIHOro W
HEeNpepbiBHOrO  yAOBJIETBOPEHUST  MOTPEOHOCTEN  K/IMEHTOB  Ha
BbICOKOKOHKYPEHTHOM (PMHAHCOBOM pblHKE, a TakKXe COXpaHeHus
CNOCOBGHOCTM co3faBaTb CTabuibHbIA [OXO4 B YC/OBUSX YUCTOM
KOHKYPEHUMN B TeyeHune [JNTENbHOro BpPeMeHW. Takas cTpaTterusa
AOJ/DKHA YKpenuTb nosuumm 6aHKka Ha pblHKe, ONTMMWU3MPOBATH
nopTdenb NPpoAYKTOB Y MOBbICUTb MPUBMEKATENIbHOCTb K/IMEHTOB.

MapKeTuHroBble cTpaTermm 06bl4HO (GOPMUPYIOTCA Ha OCHOBE
TpaguumoHHoin cmecu 4P - npoaykt (product), ueHa (price),
npoaBuxeHune (promotion), mecto (place). OgHako B COBpPEMEHHbIX
noaxogax npuMoOpUTET nNpUHUMNA "6aHK - ANa KAneHTta" Tpebyer
pa3paboTKK CTpaTermm Ha OCHOBE KOHUenuuu mapkeTtuHra "C" - 3atpar
(cost), noTpebHoOCTElN U XenaHuh knueHTa (customer needs and wants),
yooé6ctea (convenience), KoOMMyHuMKauuum (communication). 3ToT
NOAXO4  4YaCTO  paccMaTpuBaeTCa  KaK  MapTU3aHCKUA UK
MHHOBALMOHHbIA CTpaTerMyecknin MeTof, TaK Kak OH dopmupyer
KOHKYPEHTHOE MPEUMYLLECTBO Ha PpblHKe NyTeM agantauyum K
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NHAUBUAYANbHBbIM LIEHHOCTSIM KJIMEHTa. J/IeMeHTbl, COCTaBisloLne
KayeCTBO OTHOLWIEHWUN C KIWEHTOM B 6GAHKOBCKOM MapKeTUHre -
AOBepue, YAOBNETBOPEHHOCTb M 0653aTeNbCTBO - pacCcMaTpuBaloTCS
KaK LUWMPOKO M3y4YyaeMas KaTeropms B COBPEMEHHbIX UCCef0BaHUAX.

Cuctema paboTbl C KAWEHTAMU KOMMEpPYECKUX 6aHKoB, B
COOTBETCTBMM C NOAXOAOM, TMPUHATbIM B Hay4yHOM fuTepaType,
OXBaTblBaeT 4YeTblpe cTpaTernyeckne sagayvn: rnpuBrevYeHue KIMEHT],
ero yaepXxaHue, pasButue (yBenMYeHWEe) KIMEHTCKOW LEHHOCTU U
NO3TanHbIN OTKa3 OT CErMeHTOB, He f06aBNAOWMX LEHHOCTN 6aHKy. B
9TOW nepapxuu 3agay npmMBneyYeHne KIMEHTOB MMEET BaXKHOe 3HaYeHue
Kak nepBbli 3Tan, a aPPeKTUBHOCTb BCEX MNOCMeAyLWMX NpPOoLEeccoB
3aBUCUT OT KayecTBa peLleHnn n MeTOA0B Ha 3TOM 3Tare.

BonbwKWHCTBO y36eKCKUX uUccnegoBaTenenM yKasbiBalOT Ha
HepaspbIBHYIO CBA3b 6OAHKOBCKONo MapKeTUHra ¢ npuHuMnamm
TPaAULMOHHOIO MapKeTUHroBoro komnnekca (4P), koTopblii BKOYaET
B ce6s nccnepoBaHue pbiHKa, OpraHM3aumio pekiaMHON feAaTeNbHOCTY,
NpoABMXeHMe ycnyr, CTUMyIMpoBaHWe npojax W  npouecchbl
NOCNenpoAaxHoro KOHTPos.

Npn onpepeneHnn 6GAHKOBCKONO MapKeTUHra LenecoobpasHo
NCXOAMUTb U3 CYLLHOCTU 3TOM [EeATENbHOCTU, TO ECTb €€ 9KOHOMMUYECKUX
N coumanbHbIX 3ajad, B3auMoOAENCTBUA C PbIHOYHbIMKM MEXaHU3MaMu n
CTpaTermyeckom ponuv B OTHOLWEHUAX KAMEHT-NOoCTaBLWKWK ycnyr. Ha
9TON OCHOBE 6@HKOBCKUA MapPKETUHI MOXHO OOBACHUTb ClefyHLWNM
o6bpasom.

Mcxooa w3  TeopeTuyecKMX UccnegoBaHW, 39KOHOMMUYeECKoe
cofep)xaHue NOHATUSA 6aHKOBCKOro MapKeTUHra cnepyet
paccMaTpuBaTb KakK CUCTEMY LEHTpPaIM30BaHHOro CTpaTermyeckoro
ynpaBfieHUs KJIMEHTOM B KOMMeEpPYECKMX 6aHKaX, KaK COBOKYMHOCTb
HenpepbIBHbIX  yrNpaBfeHYECKMX TMPOLIECCOB, HamnpaBfieHHbIX Ha
CUCTEMHOe N3yyeHue, dbopmMmumpoBaHue 7 addeKkTUBHOE
yOOBNETBOPEHME UX TMOTPEOHOCTEN, OXMAAHUN U NOBEAEHYECKUX
0COO6eHHOCTe 6aHKOBCKMX MNPOAYKTOB WM  YyCAyr MNOCpPeacTBOM
NHAVBUAYANU3UPOBAHHbIX LLEHHOCTHbIX NPeAOXEHUN.

CornacHo npeanoXXeHHOMy noAaxofdy, B KayecTBe LeHTpasbHbIX
KaTeropum MapKeTUuHra onpeneneHobl LLEHHOCTb KJIMEHTA,
AONTOCPOYHbIE OTHOLUEHMUSl, OCOOGEHHOCTU NOBEAEHUA KJ/IMEHTOB,
CBSI3aHHble C 9KOHOMUYECKUMU U coumanbHbiMU dhaKTopaMu, a Takxe
NPUHLUMMNbI CTpaTErMYeCKON HanpaB/IEHHOCTMW.

CoBpeMEHHbIN KIMEHTOOPUEHTUPOBAHHbIN noaxop,
KOMMepYecKnx 6aHKoB - 9TO  KOHLUEeNuuMW, OCHOBaHHble Ha
noBeAeHYEeCKON 9KOHOMUKE U KIIMEHTCKOM onbliTe. [puHATME pelleHunsd
KJIMEHTOM OCHOBbIBAETCA HE TOJIbKO Ha pauMoOHasibHbIX KPUTEPUSAX, HO
M Ha BOCMNPUATUUN pUCKa, SIMOLMOHANIbHOM OMbITe U CUrHanax kadectBa
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O6Cﬂy)KVIBaHI/IF|. nOCKOJ'Ibe KNMeHTbl 6aHKa NMPUHNMAOT peLleHNs,
CBA3aHHble C BbICOKMM PUCKOM, Ka4yecCcTBO O6Cﬂy)KVIBaHI/IFI, KynbTypa

oOLleHMs], oOnepaTUBHOCTb, TMPO3pPaYyHOCTb M  NepcoHanuMaayusa
onuparoTcAa Ha MeTofonornyeckme ocHosbl CRM.
MeToponornyeckue noaxonbl K paspaboTke

K/IMEHTOOPUEHTUPOBAHHON MapKeTUHIOBOW CTpaTerMm KOMMEpPYECKUX
6aHKOB [AOJIXXHbl OCHOBbIBATbCA Ha aHanu3e NOTPeOGHOCTEN KJIMEHTOB,
agantaumm 6aHKOBCKMX YCNyr K KJAMEHTaM, Cco3fjaHuu MOoJenu
LLEHHOCTHOTrO NpeaJsiIoXXeHUss KNMeHTaM, MOHUTOPMHIe KavyecTBa yCnyr u
BHEAPEHUU MOTUBALMOHHbIX MexXaHW3MOB, NOBbILIAOLLMX
NepuoamMYecKyto LeHHOCTb KnneHTa (Tabnuua 1).

Tabnuua 1

MeToaonormyeckme NoaxoAbl K KNMEHTOOPUEHTUPOBAHHOW
MapKeTUHIOBOM CTpaTErn B KOMMEpPYECKUX 6aHKax™

Ponb 6aHka B
HanmeHoBaH MeToponorunyec lMpakTn4yeckue .
ue nogxoaos Conepxanue KaﬂAOCHOBa MII:-)ICTp)’MeHTbI MapKETUHIoBOu
cTpaTeruu
MocTosIHHO
BbISIBNATb
HKLMOHaNbH
byHKU MapkeTuHr
ble, o OnpepeneHune
OTHOLLUEHUN, Onpoc, dpokyc-
9MOLIMOHA/IbHbI LiesieBbIX CErMEHTOB,
1. AHanus nosegeH4YecKas rpynna, kapta nytu
. | e, dnHaHCcoBbIe MOBbILLIEHNE YPOBHS
noTpe6HocTeMN 9KOHOMMUKA, KnueHTa, RFM, CLV,
N CepBUCHbIE nepcoHanMsauumn un
KNneHTa rnyéokoe aHanms 6onbLUnX
NnoTpe6bHOCTH HanpaBfeHne
NOHUMaHue JaHHbIX N
K/IMEHTOB U TOBAPHOW MOJIUTUKM
KNueHTa
oTCneXuBaTb
ANHaMUKY UX
U3MEHEHUN
dopmupoBaHue
nakeToB
Mapagurma
NPOAYKTOB U CRM NHavBuayanbHble
2. Apantauusa | ycnyr, COBI\'/IeCTHoe nakeTbl YCNyr, [MoBbILLEHME LLEHHOCTH
6aHKOBCKUX COOTBETCTBYIO cospanme OnddepeHumpoBaH | Ana KIMeHTa u
yCNyr KNIMeHTy | Wwux npoduto LLeHHOCTH Hble Tapudbl, obecneyeHune
(Customizatio | knueHTa, Moaxon ! LleHoo6pa3oBaHue KOHKYPEHTHOro
n) npodunto U B 3aBUCUMOCTU OT npeumyLLecTBa
OCHOBaHHbIN Ha
pucka u COCTOSIHUSA KJINEHTa
pecypcax (RBV)
CTPYKType
cnpoca
OnpepenunTs,
3. Co3paHune PeA
KaKyro
Mozenmu
LLEHHOGTHOro YHUKAIbHYHO Teopus KapTa LieHHOoCTH, dopmMupoBaHue
MPENOKEHNS LleHHOCTb 6aHK | KJIMEHTCKOW npeanoXXeHune KJINEHTOOPUEHTMPOBA
pﬁﬂ KnveHTos | MOXET co3AaTb | LIeHHOCTH LLeHHOCTU KJINeHTa HHOW No3unuuun 6peHaa
(Value AN KaXKgoro KoHKypeHTHas (CVP), aHanus W onpeaeneHune sapa
- cerMeHTa u cTpaTerus BbIFOZ N N3JEPXKEK | cTpaTernu
Proposition NPeB30IATH P A Aep P
Model).
KOHKYPEHTOB
4, MocTosiHHasA [loBbilWeHne
SERVQUAL, GAP- | npekc
MOHUTOPUHT oLeHKa YAOB/IETBOPEHHOCTHU
MoJenb, yAOB/IETBOPEHHOCT
KayecTBa KJIMEHTCKOIro K/IMEHTOB, CHUXXEHNE
MapKeTuHr Ha N KnneHToB. UHaekc
o6Cny>KMBaHW | OMbITa, KoapduumeHTa
OCHOBe ycnyr CKJTIOHHOCTH
A CKOpOCTH noTepb

8 paspaboTka aBTOpA.
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Ponb 6aHka B
HaumeHoBaH MeTtoponoruyec lMpakTuyeckune .
ne noaxonoBs Coaepxanue Kas OCHOBa WHCTPYMEHTbI MapkeTHrosoun
y cTpaTerum
06CNy>XMBaHWUS,
YPOBHS
6esonacHocTH
M KayecTBa
cepBsuca
5 CtumMynupoBaH
) ue
MpnumeHeHne LleHHOCTb
JONTOCPOYHbIX
MOTMBALMOHH o LUMKITMYHOCTHU YkpenneHue
OTHOLUEHUN [MporpamMmbl
bIX knueHTa (CLV), NMPUBEP)KEHHOCTH
K/IMeHTa C NOSANBHOCTY,
MeXaHW3MOB, Teopus K/IMEHTAa, MOBbILLIEHNE
6aHKOM U1 GOHyCHblI,
NOBbILIAKOLLM NpUBEPXXEHHOCT CLV, ¢popmupoBaHue
BINSIHWE Ha CTUMYNIMpOBaHue
X N KJINEHTOB, CTabubHOro NoToKa
npuébbINb B npogax
nepuopnyeck | eUTHO- Teopus Joxopja
YO LLEHHOCTb P noBsefeHuns
AEeno3nTHOM
K/IMeHTa.
umkne

KnneHToOpMEeHTUPOBaAHHbIE MapKeTUHIoBble cTpaterum
KOMMepYecKux 6aHKOB 3apybe)kHblX CTpaH OCHOBaHbl Ha MpUHLMMNax
undpoBon  TpaHchopmauuW, [AHHbIX-OPUEHTUPOBAHHbLIX  PELLUEHUN,
9KOCMCTEMHOro noaxoAa M yCTOMYMBOro pa3BuTus. B yacTHOCTK, B6aHKM
CWLA wn BenukobpuTaHMM WCNONbL3YIOT CTpaTerMyeckme nogxoabl K
KNMEHTOOPMEHTUPOBAHHOMY MAapPKETUHIY, OCHOBaHHble Ha aHaNUTUKe, B
[epMaHun chopmMupoBaHa OTAeSIbHAss MapKeTUHroBas 3KocuctemMa Ans
KOPMOpaTUBHbIX U PO3HUYHbIX KINeHToB, OpaHuuMs npeanaraeT ycnyru,
COOTBETCTBYHOLUME 06pasy XXWU3HWU KIIMEHTOB, NMOMMMO TPagMLMNOHHbIX
6aHKOBCKMX YCNyr, OCHOBaHHbIX Ha KoHuenuun "Beyond Banking,"
CUHranypckume 6aHKu pa3BmBatoT cebsi Kak "TEXHOMOrMYeckme KoMnaHum,
npegocrtaBnsowmne  puHaHcoBble  ycnyrn," AnoHMs  Mcnonbsyet
MapKeTUHIoBble CTpaTernm, OCHoBaHHble Ha 3P(PEKTUBHbIX OTHOLLEHUAX
C K/IMeHTaMM 4epe3 noaxod, CoyeTarowui TpaauuMOHHOE AoBepue U
WHHOBaUuW. BHegpeHue 3TUX MNpPaKTUK ANs KOMMEPYECKUX OaHKOB
Y36eknctaHa B COOTBETCTBMM C HaALUMOHANbHbIMWU OCOBGEHHOCTAMM
MNO3BONUT KapAWHaNbHO YNYYWWUTb KayecTBO 6GAHKOBCKMX  YCAYT,
NOBbICUTb YyAOBNETBOPEHHOCTb KIMEHTOB 7 AOCTUNYb
KOHKYPEHTOCMOCO6HbIX MO3ULNIA B MEXAYHAPOAHbIX PENTUHIax.

Bo BTOpOW rnaBe ancceptauum nop HasBaHneM "AHasIM3 COCTOSAHUA
MCNONIb30BaHUSA KIIMEHTOOPUEHTUPOBAHHbIX MapKETUHIOBbIX CTpaTeruu
B AeATE/IbHOCTU KOMMepPYECKUX 6aHKOB" nNpeicTaB/IEH aHaNnU3 TEKYLLEero
COCTOSIHUSA OpraHmM3aumMm W ynpaBfeHUs KIMEHTOOPUEHTUPOBAHHOM
MapKeTUHIOBOW [eATEeNIbHOCTbI0O B KOMMep4yeckmx 6aHkax. OueHeHa
KJINEHTOOPUEHTUPOBaAHHasA MapKeTUHroeas neAaTenbHOCTb AKbB
"MukpokpeanToaHk." Tpeano)eHbl peleHuss npobneMm, BbIABNEHHbIX
nyTem OLEHKM BO3MOXXHOCTEWN MCNonb3oBaHNA
KTMEHTOOPMEHTUPOBAHHbIX MAPKETUHIOBbIX CTpaTern B AeATENIbHOCTU
KOMMep4YecKux 6aHKOB.

CTpaTerun pasBuTus, peannsyemble B 6aHKax Y3beknctaHa ¢ 2017
roga, GopMupytoTCA B KayeCTBE€ OCHOBHOMO HarnpaB/lieHUS BHeApPeHUus
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KoHUenuun MapkeTuHra "C," OCHOBaHHbIX Ha npuHUMNE "6aHK Ana
KNneHTa." B 6aHKOBCKOM MapKeTUHre NpUOpPUTETHOE 3HAYeHMe UMEIT
NPUHUMNbLI  NOTpPebuTens, UEHHOCTW, YyAobCcTBa W KOMMYHMKaLMW,
HanpaB/fieHHble Ha aganTauMio OGaHKOBCKMX YCNYyr K MOTPEOGHOCTAM
KNMEHTOB, MNOBbIWEHNE KayecTBa O6CNYy)XMBaHUA W (GOpMUpPOBaHME
AONITOCPOYHbIX MOCTOSIHHbIX OTHOLWIEHUW. B aTOM npouecce 6aHKu
NPUHUMAOT Mepbl, HarnpaBNieHHble Ha BbIAB/IEHNWE MNOTPEOHOCTEN
KNTMEHTOB, NpeAoCTaBNeHNEe NEepPCOHANN3NPOBaHHbIX YCyr, obecneyeHme
KayecTBa NOCPeACTBOM UCMONb30BaHUA LUMPPOBbIX KaHaNoB WU
Hana)XuBaHuWe AONTOCPOYHbIX OTHOLUEHUI C KJIMEHTaMM.
NHCTUTyuMOHanbHoe pa3BnTne 6aHKOBCKOM CUCTEMbI Y36eKMUCcTaHa
NPOABAAETCS KaK NpaKTU4YecKoe BblpaXXeHWe KITMEHTOOPUEHTUPOBAHHOM
MapKeTUHroBou ctpaternun. B yactHocTu, 3a 2019-2024 roabl KOIMYECTBO
KpeAUTHbIX OpraHMsauun B pecnybnunke ysenumumnocb ¢ 121 go 229, T1o
ectb B 1,89 pasa. O3TOT poCT npousowen B OCHOBHOM 3a cuyeT
He6aHKOBCKMX KpeauUTHbIX opraHusauuint (poct B 2,1 pasa), u4To
cBuaeTenbcTByeT O pguBepcudukaumm @GUHAHCOBBIX YCAyr W UX
aflanTaumm K pasninyHbiM NOTPeBHOCTAM KneHToB (Tabnuua 2).
Taébnuua 2
JMHaMunKa KpeauTHbIX OpraH1M3auui U ux UHbpacTpyKTypbl B
Pecny6nuke Y36ekuctaH’*

N2 HaumeHoBaHue nokasaTenen Foabl
2019 2020 2021 2022 2023 2024
1. | KpeanTHble opraHnsauuu, 121 147 160 177 205 229
BCero
2. | KomMepyeckue 6aHKu 29 30 32 33 35 36
3. | HebaHKOBCKME KpeaANTHbIE 92 117 128 144 170 193
opraHmnsauunmun
4. | baHKOBCKMe punuanbl 829 850 861 865 1250 1720
5. | baHKOBCKME LEHTpbI 980 1050 1222 1350 1520 1720
6. | KpyrnocytoyHble NyHKTbI - 902 1452 2100 3200 4 447

B TeyenHme 2019-2025 ropgoB o6WUA 0O6bEM  [ENO3UTOB
KOMMepyeckux 6aHKoB Pecnybnunkn YaoeknctaH ysenmyuncs ¢ 70,0 TpaH
cymoB po 308,7 TpaiH cyMOB, TO ecTb B 4,4 pasa. B yactHocTun, B 2022-2023
rogax Haobntoganca pocTt ¢ 36,1% po 38,8%. MI3aMeHeHUs B CTpyKType
KpeanTHOro nopTtdensa ykasbiBalOT Ha yYBe/IMYeHWEe OopuMeHTaunnm 6aHKoB
Ha PO3HMYHbIN cerMeHT. [1onsa KpeanToB, BblAaHHbIX PU3NYECKUM NMLAM,
yBenunyunacb ¢ 14,6% B 2019 rogy po 29,4% B 2025 ropgy, T0 eCcTb
yBenuymnach B 2 pasa (taébnuua 3).

Taébnuuya 3
CTpyKTypa u AMHaMuUKa KpeauTHOro noptdenss KoMMep4ecKux
6aHKoB Pecny6nuku Y36ekuctaH (Ha Hauyano roga, Mapa. cym)>

[ Ne | HaumeHoBaHue | Foabl

24 CTaTucTUYeckue GlonneTenu LieHTpanbHoro 6aHka Pecny6nuku Ys6ekuctaH (2018-2024 rr.)
2% CtaTucTMyYeckye GlonneTenu LieHTpanbHoro 6aHka Pecny6nuku Ys6ekuctaH (2018-2024 rr.)
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nokasarenewu 2019 2020 2021 2022 2023 2024 2025

1. | Bcero KpeauTos 167391 | 211581 | 276975 | 326386 | 390049 | 471406 | 533121
2. | ®nsmnyecknm nuuam 24427 | 35200 | 52800 | 75600 | 98500 | 128400 | 156800
3. | lOpuanyeckue nuua 142964 | 176381 | 224175 | 250786 | 291549 | 343006 | 376321
4. | Jons dusnyecknx nuu, 14,6 16,6 19,1 23,2 25,3 27,2 29,4

%

baHkoBckas cuctema Pecnybnuku Y36ekuctaH 3a  ropgpbl
He3aBUCUMOCTU MNOCTEMNEHHO pasBuMBanacb W Ha CErogHAWHWA [eHb
npeBpaTMiiaCb B  COBPEMEHHYIO  (PMHAHCOBYKO  MHMOPACTPYKTYpY,
BKJIFOYatoLyto 33 KOMMepYecKkux 6aHka. B coctaBe 6aHKOBCKOM CUCTEMDI
AENCTBYIOT GaHKKM C y4aCcTUeM rocyfapcCTBa, YacTHble GaHKM M GaHKKU C
yyacTmem MHOCTPaHHOIro KanuTana. B 4YaCTHOCTMH, AKB
"MunKpoKpeanToaHkK" 3aHsan ocoboe MeCcTo M CTan OAHUM W3 BeayLiuX
6aHKOB B cpepe MUKPOPMHAHCUPOBAHUSA N NOALEPXKKN Manoro bmsHeca.

AKB "MunkpokpeanT6aHK" 3aHMMaeT 6-e MecTo N0 06beMy aKTUBOB
B GAHKOBCKOM CeKTope Y36ekucTtaHa no cocTtosiHuio Ha 2024 rop. Ha
Hayano 2024 ropga akTuBbl 6aHKOB cocTaBunu 23,1 TpSH CYMOB, 4TO
COCTaB/SIET NPUMEPHO 4-5 MPOLEHTOB OT OOLWIUX aKTUBOB 6aHKOBCKOM
cuctembl cTpaHbl. MapkeTuHroBas ctpaterns AKB "MukpokpeanTt6aHk”
OT/IMYaeTCcA pAAOM OCO6GeHHocTen. baHK npuaep)xmBaeTcs nogxopa
"CHM3y BBepx"' B paboTe C MNOTPebUTENbCKUM CErMEHTOM - TO eCTb B
KayecTBe OCHOBHOM LEeNIeBOM ayauToOpuUM OnpefesnieHbl He KpYMHble
KOprnopaTuBHble KJ/IMEHTbl, a LWWPOKNE CJIOM HACceneHus, Marsble
npegnpuHuMaTenM KU CcybbekTbl  MUKpobuaHeca. Takxe  6aHK
nooAepXXUBaeT  couumanbHO  OPUEHTUPOBaHHblE  MapKETUHIOBble
KOHUENUMN,  pernoHanbHyto  MapKeTUHIOBYKO  cTpaTerumto  6aHKa,
LleMeHTauuto npoaykTa, UMbpoBON MapKeTUHT, MapTHEPCKUI MapKeTUHI
(co-marketing) u ypenseT BHMMaHMe pPaCLUMPEHUD MapKETUHIOBbIX
BO3MOXXHOCTEN Yepes MexXayHapoaHOe COTPYAHUYECTBO.

NHbpacTpykTypa o6CcNny>XnBaHms KJIMEHTOB AKB
"MukpokpeantbéaHk" B TedyeHne 2021-2024 ropoB  3HAYUTENbHO
paclmpunacb, a KOJIM4ECTBO TOYEK OOCNYXXMBaAHUSA yBENUYUIOCb C 517
no 1056, To ecTb Bblpocno 6onee Yyem B 2 pasa (Tabnuua 4). KonuyectBo
LLeHTPOB camMoobcnyxusaHus (24/7) ysenmumnnocb co 120 go 261. 31oT
nokasaTefNlb OTpa)aeT nocnepoBaTesibHYlO  NOAUTUKY 6aHKa B
HanpaBneHun umbpoBu3aLnm 1 asTomaTusauum.

Ta6nuua 4
IIMHaMKKa KIIMEeHTCKOMN 6a3bl U MHd)paCTEyKTypbl 06CJ1y)KMBaHMﬂ
"MuKpokpeauT6aHKa"

Ne HaumMmeHoBaHue 2021 r. | 2022r. | 2023r. | 2024r. PocT B 2024 roay no

nokasareneun cpaBHeHuto ¢ 2023
roaom, %
1. | KonnyecTtBo 60 71 60 60 100,0
dbunmnanos, Wr.

%6 CocTaBneHo aBTOPOM Ha OCHOBE 6U3Hec-mnaHoB AKB "MUKpoKpeanT6aHK" Ha 2022-2024 rogpl.
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2. | LeHTpobl 87 100 98 135 155,2
6aHKOBCKOIo
o6Ccny>XnBaHus,
LITYK

3. | LleHTpsbl 120 200 261 261 217,5
camMoo6cnyXMBaHus
(24/7)

4. | KonnyecTtBo 250 400 550 600 240,0
6aHKOMaTOB, LUT.

5. | Bcero Touyek 517 771 969 1056 204,3
06CNY)XNBaHNS

YnpaBrieHne OTHOLWEHUSMU C KJIIMeHTaMn SABNSAeTCA OLHUM U3
Ba)XHENLUNX HarnpaBsieHnin 6aHKOBCKOro MapKeTUHra, HanpaBJ/ieHHbIM Ha
N3yyeHne MnoTPEeObHOCTEN KIIMEHTOB, CUCTEMHOE B3aMMOAENCTBUE C
KNMeHTaMn, a Takxe obecnevyeHne [ONTOCPOYHOro COTpyAHMYECTBa
KnneHTa ¢ 6aHKOM.

Ctpatermm MapkeTUHra B3aMMOOTHOLIEHWW [arT OCHOBaHue
BKJIIOUUTb ClefyroLwyro rmnotesy B KayecTBe OCHOBHOIO HarpaBieHus
NOBbILWEHUSA YA0B/IETBOPEHHOCTUN KJ/IMEHTOB:

H1-pasButne MapkeTuHra OTHOLUEHWW TMOJIOXUTENbHO BJINAET Ha
YPOBEHb YA, 0BNETBOPEHHOCTU KJIMEHTOB.

H2-MapKeTUHI OTHOLLEHUN YyCUIMBaeT npouecc co3gaHus LeHHOCTHU
KJINEHTQ;

H3-mapKeTuHr OTHOLLEHWUM NONOXXUTENbHO BINAET Ha
9hdEKTUBHOCTb yNpaBieHUs Xanobamu.

H4: MapkeTuHr B3aMMOOTHOLUEHWW MNOBbIWAET MPUBEPXKEHHOCTb
KINEeHTa.

H5-MapKeTUHI OTHOLIEHWI OKa3blBaeT MONIOXUTESNIbHOE B/INAHME Ha
YPOBEHb YA EPXKaHUS KITUEHTOB.

H6 - MapKeTUHr OTHOLUEHWW MOBblWaeT UEHHOCTb KJ/IWeHTa Ans
6aHKa.

Ona o6ocHoBaHMA ruMnoTe3 Oblla chopmMupoBaHa aHKeTa no
cucteme paboTbl ¢ knmeHTamm AKB "Mukpokpeamtb6aHk" 1 oLeHKe onbiTa
NONb30BaHUA KNMeHTaMu 6aHKOBCKMMMK ycnyramu. OTBeTbl B 06LLeN
CNnoXXHocTn 450 pecnoHAEeHTOB, OTpPa)aloWmnX K/AWEHTCKUK OMbIT,
COOTBETCTBOBaNIM  TPeOGOBaAHMSIM  METOAONOrUMM  MOAENNPOBAHMS
cucTeMHbix ypaBHeHuin (PLS-SEM), 4TOo o6ecneunno [OCTaTOYHYHO
CTAaTUCTUYECKYHD 3HAYMMOCTb OTHOCUTENIbHO KOJIMYecTBa JlaTEHTHbIX
KOHCTPYKTOB W WHAMKATOPOB B Mogenn. AHketa coctout w3 30
WHANKATOPOB, KOTOPble Harnpas/ieHbl Ha U3MeEpeHUe LEeCTU OCHOBHbIX
NaTEHTHbIX NePEMEHHbIX, @ UMEHHO YA0B/IeTBOPEHHOCTH KNneHToB (CSI),
cosfaHuss  notpebutenbcko  ueHHoctn  (CVC), addekTMBHOCTH
ynpaBnexnuns xanobamu (CH), npuBepxeHHocTM knueHToB (CL),
yaep>xanus knneHToB (CR) 1 LeHHOCTM KnveHTa gns 6aHka (CLV). Ha puc.
1 npeactaBneHa cxema SEM-mMopenvpoBaHMA aHanmsa COCTOSHUSA
MapKeTUHra OTHOLLEHUN.
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[ 1-tartibli Reflective model ] [ 1-tartibli Reflective model ]

PucyHok 1. Moaenb SEM no cBsizaHHbIM (paKTopam,
(OPMMPYIOLLIMM MapKETUHI OTHOLLIEHMUI B KOMMepYecKux GaHKax>’

PesynbTaTbl, NO/ly4eHHble HAa OCHOBE OTBETOB Ha aHKEeTbl K/IMEHTOB
AKB "MukpokpeauTb6aHK," rnokasbiBarOT, YTO BCE OCHOBHble (aKTopbl
dopMUpoBaHNA  MapKeTUHra OTHOLWEHUMA BHOCAT  CTATUCTUYECKM
3Ha4YNMbIN BKNag B YAOBJ/IETBOPEHHOCTb KJ/IMEHTOB, CO3aHMUe LEeHHOCTH
ANS  KNMEHTOB, 3(P(MEKTUBHOCTb YNpaBfeHUs >Xanobamu, CKIOHHOCTb
KNMEHTOB, YAEPXKaHWe KITIMEHTOB U LLIEHHOCTb K/IMEHTOB /15 6aHKa.
MoNnoXnTenbHOCTb U BbICOKas 3HAYMMOCTb BECOB BJIUSAHUSA MO
BCEM CKpbITbIM (pakTopaM MOATBEPXAAOT, YTO MApPKETUHI OTHOLLUEHUN
dopmupyetcs B 6aHKe KOMMIEKCHO. Bce KOMMOHEHTbl (QopMuUpytoT
MONOXMUTENbHYKO M CTAaTUCTMYECKM 3HauuMMmyko KapTuHy (p<0,001). B
KayecTBe KOMMOHEHTOB C HambosbluMM BKAaaoM 6binm B3aTbl CR, CH,
CLV (Beca 6nu3ku apyr K Apyry). YpoBeHb MapKeTUHra oTHolleHui B AKB
"MuKpokpeanTbaHK" o3Ha4aeT, YTo OH POpPMUPYETCA CUNbHEE, B MEPBYIO
oyepenb, 3a CYET yAepXXaHUA KMMEHTa, KayecTBa peleHns npobnem, a
TaK)Ke LLleHHOCTU KNueHTa ans 6aHka (Tadbnuua 5).
Tabnuua 5
PesynbTaTtbl Bootstrapping no ynopﬂ%gquHoﬁ Formative RM: BHeluHKe
Beca

%/ paspaboTKa aBTopa.
28 PesynbTtaTbl, NONly4eHHble aBTOPOM Ha OCHOBe rporpaMmmbl SmartPLS.
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RM komponenti Weight (w) SE t p
CSI - RM 0.207 0.015 | 13.46 | <0.001
CVC - RM 0.197 0.015 | 13.39 | <0.001
CH - RM 0.217 0.014 | 16.00 | <0.001
CL -~ RM 0.200 0.015 | 12.89 | <0.001
CR - RM 0.218 0.016 | 13.74 | <0.001
CLV -~ RM 0.218 0.015 | 14.09 | <0.001

Bbino 3amMeyeHo, 4YTO 3PPEKTUBHOCTb YynpaBreHusa >anobamu B
KOMMEpPYECKUX BaHKaX, Yaep>KaHne KIMEHTOB U LIEHHOCTb KAIMEHTOB AN
6aHKa UMEKT OTHOCUTENIbHO 60MbLLIOE 3HAYEHME B ONpeaeneHN yPoBHS
MapKeTuUHra OTHOLWEHUN. PesynbTaTbl CBUAETENbCTBYHOT O TOM, 4TO
ornepaTUBHOE peLleHne Npob6reM, NpegoTBpaLLeHne NOTEPU KIIMEHTOB U
NOBbILLEHME WX SKOHOMWYECKOM LEHHOCTM ABNAKOTCA BaXXHbIMU
cTpaTerMyeCcKMMM  HanpaBf€HUAMM B PasBUTUM  OOJATOCPOYHbIX
OTHOLLEHUN ¢ knneHTamu B AKB "MukpokpeguntbaHK."

Pesynbtatbl MoOAenuMpoBaHWA MOATBEPXAAOT OO6OCHOBAHHOCTb
BCEX BbIABMHYTbIX rMNoTes. Pe3ynbTaTbl MPOBEAEHHbIX MapKETUHIOBbIX
nccnefoBaHMin NokasbiBatoT, YTO 3P PEKTUBHOCTb NPAKTUKN MapKeTUHra
OTHOLLUEHMA NpPOABNSAETCA 4Yepes  YyAOBNETBOPEHHOCTb  KJIMEHTOB,
co3faHune LLeHHOCTU A/1S1 KITIMEHTOB, yNpaBrieHne Xanobamu, CKIOHHOCTb
KNMEHTOB, YAEpXaHUe KIIMEHTOB W LEHHOCTb KuMeHTa pAna b6aHka
(Tabnuua 6).

Taébnuua 6
PesynbTaTbl NpOBEpPKU rMNOTE3 NO BbIABEHUIO OCHOBHbIX
¢dakTopoB, GOPMUPYIOLLMX MAPKETUHI OTHOLUEHUIA B KOMMEPYECKUX

6aHkax>
M'MnoTtesa OnepauyMOHHbIN TecT PesynbTtaTt
(SEM)

H1: YaoBNeTBOPEHHOCTb K/INEHTOB CSl - RM — 3Hauumo Moapep>xneaetcs
RM

H2: 3Ha4yeHune knneHta RM CVC - RM — 3Haunmo Moapep>xneaetcs
H3: YnpaBneHue xanobamu RM CH - RM — 3Haunmo Mopaepxunpaetcs
H4: CknoHHocTb RM CL - RM — 3HaymMmo Moapep>xneaetcs
HS: Jenctena RM CR -~ RM — 3Haunmo MNopnepxnBaetca
H6: 3HauyeHne pna RM 6aHka CLV - RM — 3Haynmo Moapep>xneaetcs

PesynbTaTbl 3MNUPMYECKOr0 aHanMsa nokasanu, 4YTO YpPOBEHb
MapkeTuHra oTHoweHun B AKB "MukpokpegutbaHK' dopmupyeTcsa Ha
OCHOBE MWHTEerpauuMm OPMEHTUPOBAHHbIX Ha KJIMEHTa pe3yNbTaTUBHbIX
nokasaTenen. B yacTHOCTH, 6bISI0 YCTAHOBJIEHO, YTO YAOBNETBOPEHHOCTb
KNMEHTOB, CO34aHMe LEHHOCTUM ANA  KAWEHTOB, 3(P@PEKTUBHOCTb
yrnpaBfieHns »xanob6amu, CKINOHHOCTb KJ/IMEHTOB, YAEP)XXaHUEe K/IMEHTOB U
LLEHHOCTb KJ/IMEHTOB AN 6aHKa CTAaTUCTMYECKM 3HAYMMbl KaK BaXKHble
KOMMOHEHTbl  MapKeTMHra  OTHOLWEHMW. BbigBMHYTbIE  rMNOTE3bl
MOMHOCTbD  noaTBepAMNMCb M 06OCHOBaNW, 4YTO  pasBuUTUHE
KNMEHTOOPUEHTUPOBAHHbIX  MapKeTuHroBbix  cTpaterun B AKbB

2 PesynbTaTbl, NONy4eHHble aBTOPOM Ha OCHOBe rporpamMmmbl SmartPLS.
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"MunKpokpeanTo6aHKk" uMMeeT pellarolee 3HayeHne B MOBbIWEHUN
9bheKTMBHOCTN 6AHKOBCKOMN AEATENbHOCTMU.

B TpeTbelt rnaBe ancceptaumn, o3arnasneHHon "TlyTu NOBbIWEHUS
9KOHOMUYecKon 3(PGDHEKTUBHOCTM KOMMEPYECKMX 6aHKOB 3a cuyeT
MCNONb30BaHUSA KJIMEHTOOPUEHTUPOBAHHbIX MapKeTUHIOBbIX
cTpaTeruih," paspaboTaHbl MPeAsIOXEeHUs U  pekoMeHAauuu no
MCNONb30BaHUIO CTpaTernm uUMPpPOBOro MapKeTMHra B [eATeIbHOCTU
KOMMepyeckux 6aHkoB. OnpeaeneHbl NyTU NoBblweHUs 3hhEKTUBHOCTH
yrnpaBfieHNs1 MapKETUHIOM, OCHOBAHHOIO Ha OTHOLUEHUAX C KJIMEHTaMu B
KOMMepyeckux 6aHkax. [lpeanoxkeHbl MNepcrneKkTUBHble HanpaBieHUus
MCNONb30BaHNA KJIMEHTOOPMEHTUPOBAHHbBIX MapKETUHIOBbIX CTpaTernin B
NeATeNnbHOCTN 6aHKOB.

CTpemMuTenbHoe passutme LUGPPOBbIX TEXHONOIMMN U UBMEHEHUSA B
noBefeHUN noTpebuTenen BbIHYXAAKT 6aHKM  OTKasbiBaTbCsA OT
TPaANLMOHHbBIX MapKeTUHIoBbIX MNOAXOL0B U BHeAPATb MapKETUHroBble
cTpaTeruu, OCHoBaHHble Ha LMPPOBbIX KaHanax, NnepcoHann3npoBaHHble
MW OCHOBaHHble Ha JdaHHblX. B 9Tux ycrnoBusAX MNPUOPUTETHbLIM
HanpaBfieHMeM CTano yKpernseHne B3aUMOLENCTBUS C KIIMEHTaMu WU
addeKkTMBHasaA [ocTaBKa LLEHHOCTHOro MNpeasioXXeHusa 4vepesd undpoBble
nnatdopmbl. Lindposbie 6aHKOBCKUE ycnyru. s KOMMIEKCHOM OLEHKN
umudppoBor MapkeTuHroson peatenbHocTu AKB "MukpokpeautoaHk"
LlenecoobpasHO MCNosb30BaTb OTKPbITble U AOCTOBEPHbIE UCTOYHMKM
MHdopMaLmK cnegylowme KaHanbl MapKeTUHIOBbIX KOMMYHUKaLWUM:
odpuumanbHbii Beb6-cauT (mkbank.uz), Mo6UIbHOE NpuUoXeHWe 6GaHKa
"MaBpug," Telegram, Instagram, Facebook wn pagpyrne undposble
nnatdopMmbl. [laHHble, MOJNIyYEHHblE W3 WUCTOYHWKOB WHPOpMaLmw,
NO3BONIN/IN MPOBECTU KOMIJIEKCHYHO OLIEHKY LMGPOBON MapKETUHIOBOWM
LEeATENbHOCTM 6aHKa W OLEeHMBanMCb MO CleaylowmM  KpUTEepUsMm:
cocTosiHMe ¢yHKUMOHanbHOCTK, ypoBeHb UX/Ul, cocTosiHMe KOHTEHT-
MapKeTuHra.

B MexayHapoaHOM MapKeTUHroBOWM MNpakTUKe TnMpu  OLeHKe
9hPEKTMBHOCTU MApPKETUHIOBON [EATENIbHOCTU LUMPOKO MCMOJb3YHOTCS
Takue nmnokasaTenu, Kak JOoNrocpoyHass 9KOHOMMYEcKass CTOMMOCTb
KnueHTa Ana 6adHka (CLV), 3aTpaTbl Ha NpuBJieYEHME HOBOrO KJIMEHTa
(CAC), ypoBeHb ypepxaHusa knueHta (CLV). Ha aToi ocHoBe pAns
onpefeneHnss  aKOHOMUYecKon  3(HEKTUBHOCTM  MaAPKETUHIOBbIX
cTpaTerMm B KOMMep4Yeckmx 6aHKax npeanaraeTca MCNosb30BaTb
cnefyroLwmn MHTEerpupoBaHHbI NoKasarersib:

MES =CLV*XCR/CAC
(2.1)
rae:
MES - nokasaTesib 9apPeKTUBHOCTM MapKETUHIOBOM CTpaTeruuy,
CLV - ponrocpoyHass 3KOHOMMYecKas CTOMMOCTb KJIMeHTa ANs
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6aHKa;

CR - ypoBeHb yaep>KaHUs KIIMEHTA;

CAC - 3aTpaTbl Ha NpuBJIeYEHNE HOBOIO KJIMEHTA.

B pamkax nccnegoBaHus KneHTbl 6aHKa 6blnn BbigeNneHbl B TPy
OCHOBHbIX LENEeBbIX CerMeHTa, W AN KaXAoro cerMeHta 6biau
paspaboTaHbl  OTAeNbHble  CcTpaTterMn  UMPPOBOro  MapKeTUHra.
OnpepgeneHbl cTpatermn UUGPOBOr0 MapKETUHra, XapakKTepHble Ans
ueMeHTaumm knmeHtoB AKB "MukpokpeguTbaHK," B TOM 4ucne pans
MoJlofeXXHoro cerMeHta (nokoneHwe Z, 18-25 neT): nucnonb3oBaHWe
reiMucmkaumm, KopoTkmx (Shorts) BUAEOKOHTEHTOB, MH(MIHOEHCEPHOO
MapKeTWHra, NporpaMM BO3HarpaxaeHw; Ans cerMeHTa MOJIoAbIX
npodeccuoHanoe (nokonexHve Y, 26-40 neT): nepcoHanM3npoOBaHHbIE
npeanoXxeHnsa, GUHaAHCOBOE KOHCYNbTUPOBaHWE, NMPeMuasibHble YCNyru,
peKkoMeHJaLMn Ha OCHOBe WcKyccTBeHHoro uHTennekta (M) n CRM-
CUCTEM; KOHTEHT-MapKeTUHI AN CYyObeKTOB MMKPO- U Masioro 6usHeca,
BeeHne O6M3Heca 4yepes3 BeO-CalT, YyCUSIEHNE WUHTEPaAKTUBHOCTU MeXAay
6aHKOM W OU3HEecC-KNMeHTaMn TMOoCPeACcTBOM BeOGMHApPOB W OHNaMH-
MEPOMNPUATUIA U Ap.

Taébnuua 7

LleMeHTaLuMs KIMeHTOB U cTpaterum uugpposoro mapketuHra AKb
"MukpokpeauT6aHk" *°

CermMeHT BospacTt OcHoBHas Lindposon MapkeTuHrosas
NoTpe6HOCTb KaHan cTparterus
Monopgexb 18-25 MepBbI KpeauT, Instagram, renmudukauums,
(nokonexwue Z) KapTa, 6bICcTpble TikTok, Reels/Shorts,
nnaTexm Telegram, WMHPNOEHCEPHDbIN
Mavrid MapKeTUHI, NporpaMma
pekoMeHgaumm
Monogble 26-40 KpeguT, oenoswur, Telegram, [MepcoHannanpoBaHHble
npodeccunoHanbl unoreka, Mavrid, Email, NpeanoXeHus,
(nokonenwueY) NHBECTULUK LinkedIn ¢dburHaHcoBoe
KOHCY/IbTUPOBaHMe,
npemuasbHblie yCAyru
Moxxunble nroam 41-55 CbeperxkeHus, Telegram, HapexxHocTb,
(nokoneHwue X) o6pasoBaHue SMS, Call- nepcoHasbHbli
JeTen, neHcum LeHTP, MeHeKep, MPoCToMn
Mavrid nHTepdelic,
TenepoHHas
noagepxka
MeHcnoHepbl 55+ Mony4yeHune SMS, Konn- | YnpoueHHble cepBUChl,
neHcuu, BKagbl, LEHTP, NepPCOHasbHbIN
BbInnaTbl Ounman MOMOLLHMK, KPYMHbIN
WpKndT, roN0COBOM
NOMOLLHMK
Mukponpe-gnpuHnmMmarenu 25-50 O60pPOTHbIN Telegram, BusHec-koHcynbTauum,
kanutan, POS, Mavrid, Kenc-ctaam,
pacueTt WhatsApp OTpacneBOM KOHTEHT,
Business HETBOPKUHT
Manbiii 6usHec 30-55 KpeguTHas AneKTpoHHas B2B-mapkeTuHr,
JIVHWS, JIN3VHT, noyra, BeOGUHapbl, 9KCMNePTHbIN
MeXXAyHapogHble LinkedIn, KOHTEHT, Kec-cTtaam

%0 paspaboTka aBTOpA.

53



onepauuu JIn4HbIA
MeHeXep,
Be6-cant
CemeiHble 25-45 JIbroTHbIN Telegram, UcTopum ycnexa,
npeanpuHMMaTenu KpeguT, ctaptan- | Mavrid, CeTb BULEOYPOKM,
(dbuHaHCcupoBaHue Maxanns MeHTOpCKast
nporpamMma,
KOMaHHbIN MapKeTUHr
XKeHLWmnHbI- 25-50 KoMnaHbOHCKUM Instagram, BooxHoBnsowmin
npeanpuHMMaTenu KpeauT, BusHec- Telegram, KOHTEHT, YXEHCKUIA
obpasoBaHue ycnex, cneyuanbHble
npenioXeHus

Hencteytowaa cuctema mapketnHra B AKB "MwukpokpeauT6aHk"
OCHOBaHa Ha MOAenu LUeHTpasin30BaHHOrO YyrpaBJlieHuUs,, KoTopas
opraHusoBaHa no MNpuHUMNY @YHKUMOHaNbHOro paspenenus. [aHHas
MoAeNb HefOCTaTOYHO WHTerpupoBana cTpaTernvyeckne n undpposble
KOMMOHEHTbl MapKeTUHIOBOW [eATEeNbHOCTU Y 6apoHOB. B yacTHocTw,
HernosiHoe BHeApeHue cuctembl CRM B MapKeTUMHIoBykO AeATeNIbHOCTb
orpaHn4nBaeT BO3MOXHOCTU (DOPMUPOBAHUA LiEHTpann3oBaHHON 6asbl
AaHHbIX O  KAMEHTaXx, WX rnyboKoro aHanusa W MNPUHATUS
NepcoHanM3npoBaHHbIX MapKeTUHIOBbIX pelleHun. B uenax yctpaHeHus
9TUX CUCTEMHDbIX NPO6IEM N peopraHMsaumMm 6aHKOBCKON AeATENbHOCTH
Ha OCHOBe COBPEMEHHOM MoAesin MapKeTWHra, OpueHTUpPOBaAHHOM Ha
KNueHTa, npegnaraetrcad BHegputb CRM u  MexaHU3M yrnpaBneHus,
OCHOBaHHbIN Ha fAaHHbIX. [JaHHaA cucTema HarnpasJ/ieHa Ha YCU/eHue
B3aMMoenucTBma  noapasgeneHunn  mMapketuHra, IT, npogax w
obcnyxmBaHuna. Mcnonb3oBaHMe TakKoro noAaxoda B KOMMEpPYeCKUX
6aHKax co3paeT HeObXOAMMYKO OpraHU3auMOHHYKO U TEXHONOIMYECKYHO
OCHOBY AN BHeApPeHUA NepcoHann3npoBaHHOM U 3DEHEKTUBHOM
MapKeTUHIOBOW CUCTEMbI, OCHOBAHHOM Ha MHOroKaHanibHOM NoAxoze.

MNpennoXkeHHass Ha pUCYHKe 2 YCOBEpPLIEHCTBOBaHHas cxema
yrnpaB/fieHUA KIIMEHTOOPUEHTUPOBAHHOM MapKETUHIOBOM AeATeNIbHOCTbIO
cnocobcTByeT BbiBOLY ynpaBJieHusa MapKeTUHIoOM AKB
"MuKpokpeanTbaHK" Ha CTpaTerm4yecknin ypoBeHb, YCKOPEHMIO MPOLECcCcoB
undpoBon TpaHchopmauum U GOPMUPOBAHUIO  AONTOCPOYHbIX W
YCTOMYUBbBIX OTHOLUEHUN C KIIMEHTaAMM.

( CTPATEIM4YECKOE YTMNPABJIEHUE
|\ (CTpaTerus, opueHTUpOBaHHas Ha KJIMEHTA)

__WuTerpuposanHas nnatdopma CRM____J

EaunHble KaHanbl X

AHanuTnKa faHHbIX

MpuHaTne M
. WIbH
MporHocTuyeckuit MapKeTUHIOBbIX npagomeH?/ﬁa
aHanms peLLEHU Ha OCHOBE Be6-noptan
CermeHTauus AaHHbIX c
AHanus noeegeHus 0 Oulg;;:;ifem
MporHocTuyeckune MHUKaHanbHas
MOnenm AHanutuka SI/ML KnneHT WHTerpaums E(aMT]-%_Ic;lTe/HVITIﬁ
MOHUTOPUHT B (LleHTp)
peanbHOM BPEMEHMU CoLanbHbIit MapKeTUHF
MapKeTUHr OTHOLLEHUW

PeaynbTaT Oxunpaemble oUManbHoe
57 RAAUMO NAACTRME pesynbTathl AAaNAHCToW
* PuHaHcoBas
[MporpamMmbl NOSANIBHOCTH Y[I0B/IETBOPEHHOCTb K/IMEHTOB — VHK/I03WBHOCTb
MepcoHanusaums JononHutenbHas 3QPEKTUBHOCTb NPOJAaX — YKeHckoe
MpemMuanbHble yciyru MapkeTuHrosbin ROl — Y fepxxaHune KNneHToB — npeAnpuHUMaTeNbCTBO

Yeennuntb LTV PurHaHcoBas MHKIO3MBHOCTL — LTV r|Maxaﬂm/IHCKMe 6aHKN




PucyHok 2. CxeMa cucteMbl Ha ocHoBe CRM npu ¢popmupoBaHuu "Mogenu
coLManbHO-OpUeHTUPOBaHHOIo MapkeTuHra" AKB "MukpokpeauT6aHk™

Npepnaraemana cuctemMa CIYXXUT KOMIMJIEKCHOMY W CUCTEMHOMY
pa3BuTUIO LMGPOBON MapKETUHIOBOM AeATENIbHOCTM 6aHKa, OCHOBAHHOM
Ha MNATM OCHOBHbIX cToMMNax. 9PEPEKTUBHOCTb HOBOW CUCTEMDI
opraHusauuMm u ynpaBilieHUs MapKeTUHrosom pesatenbHocTbio AKDB
"MuKpokpeanTo6aHK," OCHOBaHHOM Ha OTHOLLEHUAX C KITIMEHTaMU, AOJIKHA
OoLUeHMBaTbCA Ha OCHOBe psfa KputepueB. [lpy 9TOM [Jis OLEHKM

0eATesIbHOCTU

oThena

MapKeTHHra

npuBeAeHHble B Tabnuue 8.

NCMNOJIb3YHOTCA

rnokasaTenu,

Tabnuua 8

OLieHKa [eATeNbHOCTU OTAeNa MapKeTUHra KOMMEPYECKUX 6aHKOB,
OCHOBaHHOIO Ha OTHOLLUEHUSX C KIMeHTaMu >

pynna HanmeHoBaHue MaTtemMaTtuyeckoe Copep)xaHue LleneBblie
KPI nokasareneu BblpaXxeHue nepeMeHHbIX 3TaNloHHble
(dbopmyna) 3HayeHus
POCT YMC/a HOBbIX N, — KONIMYeCTBO KIIMEHTOB =15% B rog
KNMEHTOB 6= NNy 00% B TEKyLLEM Nepuoge;
o N, N, ,~ KONMYeCcTBO KNUEHTOB
§ g 3a npeablayLWnin nepuog,
Z £ | KoagpduumeHt . L, = nabl, cTaBLine >25%
() = L1009 .
= € | KoHBepcuu nMpoB CR = Tx100% KIeHTamy,
=5 L — Bcero nnaoBs
E’ CTOMMOCTD MC - pacxofbl Ha <50 000 cym
npuBneYyeHns cac = < MapKeTWHr,
(CAC) Noew NpeW — KOJTMYECTBO HOBbIX
K/ueHTa KJINEHTOB
y,u.ep)KaHme Nc — KJINeHTbl Ha KOHeL| >85%
o KJINEHTOB NN nepuoaa;
(] .
[ R = =5724x100% N.., — HOBbl€ KIUEHTbI
o N, — KNUeHTbI B Hauane
E nepuoga
o lMokasaTenb P — pekomenaytoLye (%) =50 6ann
= o _ - KOMeHAyrLwun o),
NPS = P-D
- pekoMeHAaLmu D — KpUTUKOB (%)
X knneHToB (NPS)
> CTONMOCTb LTV = ARPUXT T — nepuof yaepxaHus 31
knueHTa (LTV) KMeHTa
m 3 | AKTMBHOCTb B MAU — aKTUBHbBIX =60%
2 o 5§ | MOBUSbHbIX VAU o MAU o nonb3oBaTenel B MeCsL;
€3 & | NpunoxeHmax N N, ~ obLiee KkonuyecTso
= ¥ | (MAU) K/IMEHTOB

%! Pazpa6oTaHO aBTOPOM Ha OCHOBE MEX/IyHapOAHOrO OMbiTa

2 pasp

aboTka aBTOpa.
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T — undposble TpaH3aKUuK;, | =75%
Hons Ll,VICl)pPBbIX DTR = T x100% o~ Undp P Y 75%
TpaH3aKuuu total T .~ BCEro TpaHsakuui

B pesynbTaTe BHegpeHWs  npeanaraeMblX  COBPEMEHHbIX
MapKeTUHroBbIX HanpaeneHnn AKb "MunkpokpeanToaHk" MOXeT AOCTUYb
paga 9KOHOMMYECKMX pesynbTatoB. B Tabnuue 9 onpeneneHbl
cTpaTernyeckue uenu 6anka go 2027 roaa nytemM BHeAPEHUS yNpaBeHus
LMPpPOBbIM MAapPKETUHIOM, OCHOBAHHOIO Ha OTHOLLEHUSAX C KJIMEHTaMW.

Taébnuuya 9
O>XupaemMble 3KOHOMUYECKUEe pesynbTaTbl Mep No
COBEpLLEHCTBOBaHMIO MapKeTUHra>

N2 HaumeHoBaHue [202420252026/2027
nokasarenen r.|r. |\r*|r»*
1. |KonnyectBo 2,81(3,23|3,72|4,28
KNNeHToB (MAH
yesloBek)
2. MopTdenb 6,43|7,7219,26 (11,11
KpeauToB (TPJH.
cyMm)
3. [Monb3oBaTenu 1,40(1,94|2,60|3,42
MOBUIIbHOIO
NPUNOXeHus
(MnH.)
4. Nupekc NPS 35| 42 | 50 | 58
5.|ROI mapkeTuHra, % | 180 | 220 | 270 | 320
6. |Koapduument 15120 | 27 | 35
Kpocc-npogax, %

B Lensax onpepesneHus NepcneKTUBHbIX HarnpasJ/ieHUmn
KJIMEHTOOPUEHTUPOBAHHbIX MapKETUHIOBbIX CTpaTernm B KOMMeEPYECKNX
6aHKax MpUMEHANCS NoAX0oA SKOHOMETPUYECKOro MPOrHO3MpOBaHUS.
MeTofosnorusa uccnefoBaHuUss OCHOBaHa Ha WHTErpupoBaHHOW Mopfenu
BPEMEHHbIX pPAOOB W pPErpecCUMoOHHOro aHanumaa, HarnpaBfieHHOW Ha
onpefgefnieHne KoNMYeCTBEHHON B3aMMOCBSI3N MexXay Aoxoh4aMu H6aHKa u
OCHOBHbIMH dhakTopamu, XapaKTepusyroLnmm MapKeTUHIOBYIO
AeATeNbHOCTb.

Ona  onpepeneHnMa  BAWAHUA  BbIO6paHHbIX  HE3aBUCUMBbIX
MepeMeHHbIX Ha A0X0A4bl KOMMEPYECKMX GAaHKOB BBOAATCA cCregytolimne
rmMnoTesbl:

H1: Ecnu X1 (KonnyecTBO KIMEHTOB) YBENUUYMUTCSA, TO AOXOAbl 6aHKa
(Y) ysennuarcs;

H2: Ecnu X2 (KpeauTHbI NnopTdenb) yBennMUnUTCs, To oXoAbl 6aHKa
(Y) ysennuarcs;

H3: Ecnn X3 (KOMUCCUOHHbBIV J0X0A) YBENNYMTCS, TO AoX0Abl 6aHKa
(Y) ysennuarcs;

H4: Ecnn Xa (MoOGWNbHble nonb3oBaTeNn) yBENUYMTCH, AOXOAbl
6aHkKa (Y) yBenuuarcs;

HS: Ecnu Xs (undpoBasi gons) yBenuuutcs, goxonbl 6aHka (Y)

%% NMporHosunpoBaHO aBTOPOM Ha OCHOBE MEX/yHapOAHOIO OMbITa U 6aHKOBCKUX [JaHHbIX
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yBenu4yartca.

Ona  wuccnepoBaHma  6bina chopmMmpoBaHa  KBapTasibHas
cTaTUCTUYyecKass 6as3a JaHHblX, oxBaTbiBamowasa 2020-2025 roAabl.
MporHo3mpoBaHne NpoBOAMNOCH B ABa 3Tana. Ha nepBom atane 6blnn
onpeaesnieHbl NPOrHO3Hble 3HAYEeHUS HE3aBUCUMBbIX MNepeMeHHbix o IV
kBapTana 2026-2030 rogos. py 9TOM NPUMEHSAIOCH 9KCNOHEHLUNanbHoe
crna)kmBaHue (Moaenb XonTa), yYuTbiBalOLlee KOMMOHEHT TpeHaa. Ha
BTOPOM 3Tane Ans MNPOrHO3MpoBaHUS  [A0OX0A0B 6aHka 6blnia
ncnonb3oBaHa mogenb ARIMAX, o6begmHAOLWan 3/IEMEHTbl PErpeccum u
BpeMeHHoro psaga. [laHHasa Moaenb, Hapsaay € OLLEeHKOM NPSMOro BANSHUSA
He3aBUCUMbIX MepeMeHHbIX, TaKXXe yYuTbiBaeT aBTOKOPPENAUunto B psaay
AOXOL0B.

Oéwmn matemaTudecknn Bug wMogenn ARIMAX Bblpa)kaeTtcs
cnenyroLwmnm obpasom:

Yt =a+ Z:(=1Bixit + zgﬂcbth-p + zgﬂeqst-q + St (3'6)

rne:

Y:- poxon 6aHKa 3a t-1 KBapTan;

Xit - 9K30reHHble MapKeTUHIoBble GaKTopbl (KOMYECTBO KJINEHTOB,
KpeAUTHbIN nopTdenb U T.4.);

(p - KO3PDULMEHTbI aBTOPErpeccum;

6 - cpeaHne KoaPPULUNEHTbI;

£t- ClydanHas owmobkKa.

B nporHose maTemMaTuMyeckoe OXWAaHue KOMIMOHEHTbl OLWn60K
npuHuMaeTcsa paBHbiM 0. Mockonbky [g] = 0, ToYeYHble MPOrHoO3HbIE
3Ha4YeHMs cneayroLme:

7N

Y tah
= (-0.0139) + (-0.0745) X 11 + (36.0396) X 5en + (2.3310) X 5141
+(0.0512) X azen + (-0.3550) X 5141

[loCTpOeHHble MaTeMaTU4YecKme Moaenn NoOMoraun onpeaenuTb:

B2=36,04 npu yBennyeHuu kpegmuTtHoro noptdens Ha 1 TpJH CYMOB,
NpU HEU3MEHHOCTU ApYrnx ¢GakToOpoOB AOXO[ YBEMUYMTCA B CPefHEM Ha
36,04 mnppg cymos.

B3=2,33: eCn KOMUCCUOHHbIN [0XO04 YyBEeNNYnUTCAa Ha 1 Mnpg CymMoB,
06 M [OX04 YBENNYMTCSA B cpegHeM Ha 2,331 MpA CyMOoB.

B3=2,33: yBenn4yeHne KonmyecTtBa MOOWUbHbLIX MOJSib30OBaTeNen Ha
1000 npuBeneT K yBenM4YEHUKO COBOKYMHOMo AoxoAda B cpeaHeM Ha 51,2
MJIH CyMOB.

B1 n Bs B f@aHHOM MOANIOXKe OKasa/inCb oTpuuaTesibHbIMUK, YTO Ha
NpaKTuKe MOXeT 6bITb 06BACHEHO
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MYJIbTUKO/IMHEAPHOCTbIO/B3auMOCBA3b0 TPEHA,OB.

B Tabnuue 10 npeacTaBneHbl pesynbTaTbl MPOrHO3a COBOKYMHOrO
aoxona AKB "MukpokpeanTt6aHk' Ha nepuopa ao IV keaptana 2026—-2030
roAoB B KBapTanbHOM paspese. [1porHo3 6bls1 BbIMNOSIHEH Ha OCHOBE
mogenn ARIMAX/SARIMAX C y4eTOM MapKeTUHroBblXx (haKTopoB,
OPUEHTUPOBAHHbIX TOJIbKO Ha BblIOPaHHbIX KIIMEHTOB, U pe3ynbTaTbl 6bln
peann3oBaHbl C 4OBEPUTENbHbIM UHTEpPBasioM 95 NPOLIEHTOB.

Tabnuua 10
KBapTanbHbli NporHo3 coBokynHoro goxoaa AKb "Mukpokpeaut6aHk"
Ha 2026—2030 rogbl Ha OCHOBE KJIMEHTOOPUEHTUPOBAHHbIX
MapKeTUHroBbIX hakTopoB>*

MporHos .
COBOKVIHBIX HwxHAA rpaHuua | BepxHuit npepen
Mogbl | KBapTanbl 0XO ?B’ (M [OBEPUTENIbHOIO | AOBEPUTENIBHOIO
A ﬂyM ) PA uHTepBana (95%). | uHtepeana (95%)
Q1 1835,57 1828,97 1842,18
2026 Q2 1975,70 1969,10 1982,31
Q3 2115,84 2109,23 2122,44
Q4 2255,97 2249,37 2262,57
Q1 2396,10 2389,50 2402,71
2027 Q2 2536,24 2529,63 2542,84
Q3 2676,37 2669,77 2682,97
Q4 2816,51 2809,90 2823,11
Q1 2956,64 2950,04 2963,24
2028 Q2 3096,77 3090,17 3103,38
Q3 3236,91 3230,30 3243,51
Q4 3377,04 3370,44 3383,64
Q1 3517,17 3510,57 3523,78
2029 Q2 3657,31 3650,70 3663,91
Q3 3797,44 3790,84 3804,04
Q4 3937,57 3930,97 394418
Q1 4077,71 4071,10 4084,31
2030 Q2 4217,84 4211,24 4224,44
Q3 4357,97 4351,37 4364,58
Q4 4498,11 4491,50 4504,71

CoBokynHble poxopbl AKB "MukpokpeautbaHk"' B | kBapTane
2026 roga coctaBunu 1 835,6 mnipg cymos, a K IV ksaptany 2030 roga
nporHosupyetca goctmxeHue 4 498,17 mnpa cymoB. ITOT pesynbrar
O3HayaeT poOCT [AOX0A0B 6GaHKa noytMm B 2,45 pasa B TeyeHue
NPOrHO3HOro nepuopga. TpaekTopus pocTa NpakTUYECKN JINHENHas U
ycTOMuMBanA, xapakKTepusyeTcda nocnepoBaTesibHbIM yBelIMYeHUEM C
KBapTana Ha kBapTan. [laHHaa cuTyauusa CBUAeTeNnbCTBYeT O
cucTeMaTnyeckom n HernpepbIBHOM BHeApeHUn
KNIMEHTOOPUEHTUPOBAHHbIX MapKETUHIOBbIX CTPaTernn B 6aHke.

% Paspa6oTaHO aBTOPOM C NMOMOLLbIO porpamMmbl XLSTAT.
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PesynbTaTbl NporHosa MokKasblBalOT, YTO BEpPXHUE U HUXKHUEe
rpaHnubl  95% [OBepUTENIbHOrO WHTepBasa COXpaHANUCb B
OTHOCUTENIbHO Y3KOM [Juanas3oHe B TeyeHue BCero MnporHo3Horo
nepunoga. Hanpumep, ecnu B
| kBapTane 2026 rona foBepuTesibHbIN MHTEpPBaa COCTaBUT OKOJO 6,6
Mnapa cymoB, TO0 K |V kBaptany 2030 ropma a9TOT nokasaTesb
COXpaHUTCA Ha ypoBHe 6,7 MNpA4 CyMOB.

[MporHo3upyemMbii COBOKYMHbIA [0X0[4 B pa3mMepe okono 4,5
TpnH cymoB K |V kBaptany 2030 ropma npeactaBnsetr coboMn
AONTFOCPOYHbIN  cTpaTernyeckun cueHapum pocta ana AKbB
"MukpokpeanTtbaHk." ITOT pe3ynbTaT NOATBEPXAAET He TOJIbKO
onepalnoHHYHO, HO n dbuHaHCcoBYHO 9O (DEKTUBHOCTb
KJIMEHTOOPUEHTUPOBAHHbIX MapKEeTUHIOBbIX CTpaTernn B 6GaHke. B
4YaCTHOCTH, paclinpeHuMe poxogHon 6asbl 3a CYET KpeguToB M
KOMMUCCUOHHbIX HanpaBJ/ieHUNn CIYXXUT YKpenneHuto
KOHKYPEHTOCNOCOH6HOCTU BaHKa.

[MonyyeHHble uccnefoBaHUA NMOKasblBakOT, YTO B AOJITOCPOYHOM
nepcrekTMBe  co4yeTaHuMe  couumanbHO  OPUEHTUPOBAHHbLIX U
KMEHTOOPUEHTUPOBAHHbIX MapKETUHIOBbIX Mogenen ansa 6aHKoB, TO
eCTb cbanaHCcuMpoBaHHOe pa3BuTMe (UHAHCOBOW WMHKIIKO3UBHOCTMH,
LMbPOBbLIX YCNYI U KOMMEPYECKUX Liesieil, LOJHDKHO paccMaTpuBaTbCA
KaK CTpaTermyeckun npnopuTer.

3AKJ/TIOMEHUE

Ha  OCHOBe  nMoOJlyYeHHbIX  HaYy4HbIX  pe3ynbTaToB MO
COBEpPLIEHCTBOBAHUID UCMNOJIb30BaHUA  KJIMEHTOOPUEHTUPOBAHHOM
MapKeTUHIOBOWN CTpaTernm B AessiTe/IbHOCTN 6GaHKOB:

1. B pesynbTaTe npoBefeHHbIX UccnegoBaHU 3KOHOMMUYeECKOe
cofep)XaHne NMoHATUA "GaHKOBCKUW MapKeTUHI" 6blf10 BbIBEAEHO 3a
paMKu TpaguUMOHHOW WHTepnpeTauuum ero Kak npoJa)KHOW Wnu
peknaMHOn [eATeNbHOCTU WU TeopeTU4YeCKM U MeTOoAO0I0rMYecKHn
YyCOBEpPLWEHCTBOBAHO KaK KOMIJIEKC HenpepbiBHbIX MNpPOLECCOB
CTpaTernyeckoro YynpasJieHUA, HarpaBJieHHbIX Ha CUCTEeMHoe
nsyyeHue, @opmmpoaHme u IPPeKTMBHOE  YAOBETBOPEHMUE
NOTPEOHOCTEN, OXXMAAHUN N NOBEAEHYECKNX OCOOEHHOCTEN KITIMEHTOB
6aHKa nocpeacTBoM WHOUBUAYANTM3UPOBAHHbIX  LLeHHOCTHbIX
npeanoXeHun. [JaHHbIN NOoAXOA MNO3BOSNA OOBOCHOBATb 6AHKOBCKUM
MapKeTUHI KaK UHTerpasbHYK CUCTEMY, HanpaB/IEHHYIO Ha co3jaHune
AONITOCPOYHON KJIMEHTCKOM LEHHOCTW, a He Ha KPaTKOCPOYHble
KOMMepyecKkue Lenu.

2. Ha OCHOBe yCOBepLIEHCTBOBAHHOIO TeopeTuKo-
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MeToAgMyeckoro noaxoga O6bina chopmMuMpoBaHa HOBasi HaydHas
napagurma B npenojaBaHUM 6GAHKOBCKOr0O MapKeTUHra nyTem
MHTepnpeTaunm B3anMOOTHOLIEHNN MeXay 6aHKOM U KJIMEHTOM Kak
HenpepbiBHbIX  MPOLLECCOB  ynpaBJieHWs, HanpaBJ/ieHHbIX  Ha
npuBneYyeHne, ypepxxaHuve, pasBuUTUE W TMOBbILIEHNE LEHHOCTHU
KnueHta. B pesynbTaTte nNpuMeHeHUA [aHHOro noaxoga npwu
noAroToBKe yyebHoro nocobéus "MapKeTuHr ycnyr,"
npeAHa3sHaYeHHOro A/s BbICLWIMX yYebHbIX 3aBeAeHUN), bblsia co3faHa
BO3MOXHOCTb Yrny6rieHnss TeOpeTUYECKUX 3HaAHUW U MPaKTUYECKUX
HaBblKOB CTYAEHTOB N0 COBPEMEHHOMY 6AaHKOBCKOMY MapKEeTUHrY.

3. B pesynbtate amMnMpuyeckoro adasnusa, MNpoBeAeHHOro
MeTOAOM MOAENNPOBaHUA CUCTEMHbIX YypaBHeHuin (PLS-SEM) c
Lenbo  onpedesieHns  OCHOBHbIX  (aKTopoB, (GOPMUPYIOLLMX
MapKEeTUHI OTHOLWEHNN B KOMMep4Yeckunx 6aHKax, Hay4yHO 060CHOBaHO
BbICOKOE TMMONIOXWUTEeNIbHOE W CTaTUCTUYECKU 3HauyMmoe BIUSAHUE
nokasaTefnen yaoBNETBOPEHHOCTU KJIMEHTOB, CO3[aHUA CTOUMOCTMH,
ynpaBfieHMa XanobamMu, CKJIOHHOCTW, YAEepXXaHWUs K/AWEHTOB MU
KNIMEHTCKOM LLEHHOCTN AnA 6aHka. 9Tu pesynbTaTbl chopmMupoBanu
HaAe>XHY Hay4yHYt0 OCHOBY ANA MPUHATUA CTpaTermyecKnx peeHun,
OpUEeHTUPOBAHHbIX Ha K/IMeHTa.

4. NMyTem BHeapeHuna B aeatenbHocTb AKB "MukpokpeamTbaHk"
npeanoXeHnn no NMPUHATUIO KNNEeHTOOPUEHTUPOBAHHbIX
cTpaTermMyecknx peweHuin, paspaboTaHHbIX Ha OCHOBE MOJIYYEHHbIX
SMMUPUYECKUX pe3yNbTaToB, Obl/IN yCOBEPLUIEHCTBOBAHbI MEXaHU3MbI
ynpaB/iieHNs OTHOLWEHUSMU C KJIMEHTaMN B 6aHKe, a TakXe [OCTUTHYT
YCTONYMBbIN poCT YpPOBHA yAepXXaHus K/IMEHTOB n
YLOBJIETBOPEHHOCTN ycnyramn. 3TO MOATBEPAUNIO MPaKTUYECKYH
9P hHEeKTUBHOCTb NpeaoXXeHHbIX NOAXOA0B.

5. PaspaboTaHHasas B paMKax MuccfnefoBaHWa  cUcTema
WHOAMKATOPOB OUEHKU K/IMEHTOOPUEHTUPOBAHHbLIX MapKEeTUHIOBbIX
cTpaTterMm no3BoJiMfla OCYWECTBNATb pPerynsapHbii  MOHWUTOPUHT
pe3ynbTaTUBHOCTU MAaAPKETUHIOBbIX peleHUn B KOMMEpPYeCKUx
6aHKax, paHHee BbISiB/IEHNE CTPaTErmMyeckmnx owmb0oK n oNTUMMN3aLnto
pacnpefeneHusa pecypcoB. [laHHble UHOWKATOPbl UMEKOT HayyHoe WU
npakKTuyeckoe 3HayeHue npu MNPUHATUU ynpaBiIEeHYECKUX peLleHUH,
HanpaBJ/IeHHbIX HA MaKCUMU3aLUIO LLEHHOCTU KJIMEHTA.

6. CoBeplleHCTBOBaHMEe cerMeHTauumm KJAMEHTOB C MOMOLLbIO
noaxoAa, OCHOBAHHOro Ha 6peHAuHre, no3Boauao 6HaHkam
rpynnupoBaTb KJ/IMEHTOB He TOJIbKO Ha OCHOBE (PUHAHCOBbIX WU
aemorpaduyeckux rnokasaTeneM, HO U Ha OCHOBE WX LEHHOCTEW,
OTHOLIEHNN U AoBepusa K 6aHKOBCKOMY 6peHAy. 3TO cnocobCcTBOBANo
ynpaBfieHUI0 6aHKOBCKUM OpPeHAOM KaK CTpaTerM4eckuM akTUBOM,
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yKpenaeHuto KNIMEHTOB n AOCTUXKEHUIO YyCTOMYMBOM
anddepeHumaunm B KOHKYPEHTHON cpeje.

7. PaspaboTka M BHeApeHMe B MNpPaKTUKYy [OOPOXHOM KapTbl
MHTEerpanbHbIX MAapKETUHIOBbIX CTpaTerni, 6bICTPO aganTUpyoLWnxcsa
K AWHaMWYECKMM W3MEHEHUAM B TMOBEAEHMM W MOTPEbHOCTAX
KSIMEHTCKUX CErMEHTOB, OCHOBAHHbIX Ha AaHHbIX U HanpaBflEHHbIX Ha
obecneyeHne aKTUBHOCTM B UMPPOBbIX KaHanax, MNO3BONIN
3HaYUTENIbHO MOBbLICUTb 3PPEKTUBHOCTb LMDPOBOro MapkKeTUHra B
KOMMep4yeckux 6aHkax. B 4yacTHOCTM, MNOBbICUICA  YPOBEHb
NpUBNEYEHN KIANEHTOB 4epe3 UuudpoBble KaHasbl, COKpaTUIUCDH
pacxoabl n o6ecneyeH yCTOMYUBDBIN POCT AOXOA40B 6GaHKa.

8. PaspaboTaHHble Hay4Hble NpeanoXxeHus no GopMUPOBaHUIO
6aHKOBCKOIro MapKeTMHra Kak CUCTeMbl ynpaBiieHUsl, OCHOBAHHOM Ha
AaHHbIX, B ycnoBusax uudpoBon TpaHcHOpMaLUW paclNpUIn
BO3MOXHOCTU 3((DEKTUBHOINO WCMONb30BaHUA 60NblUNX 06bHEMOB
KIIMEHTCKUX  AaHHbIX, MNPOrHO3HOrO0 aHanmsa WU co3[aHuA
NepCcoOHaNnn3npoBaHHbIX LLEHHOCTHbIX npeaoXXeHUn. 970
CNOCOOGCTBOBANI0O  CHMXXEHUID  CYObeKTUBHOCTU  MaApPKETUHIOBbIX
peweHnn wu NOBbIWEHUIO  OTJauYn  OT  MHBECTUPOBAHHbIX
MapKEeTUHIroBbIX pacxogoB.

9. PaspaboTaHHble METOANKO-METOA0I0rNMYEeCcKme NpeasioxXeHuns
no neped®opMUpPOBaAHUID  CTPYKTYpbl OTAENOB, OPraHU3syroLmnx
MapKETUHIOBYO [EeATENIbHOCTb B KOMMepYeckux 6aHkKax, Ha OCHOBe
"Mogenu coumanbHO-OPUEHTUPOBAHHOIO MapKeTUHra" mnosBoNUn
padBuBaTb 6AaHKOBCKWMA MapKETUHI B FapMOHMM C coOLManbHON
OTBETCTBEHHOCTbIO 3a cuYyeT WUHTerpauumn pbidaroe CRM-cucrtem,
MHOrFOKaHanbHOMO0 MapKeTWHra, aHanusa pf[aHHbIX W MapKeTUHra
OTHOLLEHUN.

10. B pesynbrtaTe BHefpeHWs B MpPaKTUKYy [aHHOW MoOLenu
cCoUManbHO-OPUEHTUPOBAHHOIO MapKeTMHra MOBbICUICA YPOBEHb
npuMBneYeHna puUHaHCOBbLIX pecypcoB 6aHKa B couManbHO 3Ha4YMMble
NPOEeKTbl, YNAy4YWMUNCA YPOBEHb YAOB/ETBOPEHHOCTU KJIMEHTOB, a
TakXke  chopMUpoBaHbI MHCTUTYLUMOHaANbHblE  OCHOBblI  And
pacwmnpeHns QGUHAHCOBOWM WHKO3UBHOCTU. OJTO euwe 60blue
ycununo  ponb  6aHKOBCKOro  MapKeTMHra B obecnevyeHuu
FapMOHMUYHOIO pasBUTUA C MHTepecamun obuiecTBa.

11. PaspaboTka cpefHEeCpPOYHbIX U AONTOCPOYHbIX MPOrHO3HbIX
nokasaTtenen p[oxoaoB 6GaHKa Ha OCHOBE 39KOHOMETPUYECKOro
MOZAEeNnnpoBaHUs BANAHNSA KIIMEHTOOPUEHTUPOBAHHbIX
MapKeTUHroBbix (aKToOpoB MNO3BOJIMA MNOBbLICUTb KayecTBO W
YypOBEHb OOOCHOBAHHOCTM CTpaTermyeckoro nmjaHUMpoBaHUA B
KOMMep4yeckux  6HaHkax. Wcnonb3oBaHuMe  3TUX  MPOrHO3HbIX
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nokasaTenem MNO3BOJIMNIO ONpeAesMTb KOHKpeTHble uenuM no
ynpasJIeHUIO KpeAUTHbIM nopTdenem, naaHUPoOBaHUIO
KOMMUCCUOHHbIX AOXOA0B U YBENMYEHUIO A0/N LMPPOBbLIX YCAYT.

12. B yuenom, pesynbTaTbl UCCleA0BaHNA HAYYHO U NMpaKTUYeCKun
060CHOBaNIM BO3MOXHOCTb MOBbIWEHNA KOHKYPEHTOCMOCOOBHOCTH,
yKpenneHus bMHaHCOBOM YyCTONYUBOCTHU n obecneyeHuns
AOJITOCPOYHOro YyCTOMYMBOIO pasBuUTUA 6aHKOB nyTem
dbopMuMpoBaHNA MapKETUHIOBOMW [eATEe/IbHOCTM B KOMMEPYECKUX
6aHKax KaK MHTErpMpoBaHHOW CUCTEMbI YNpaB/ieHUs, OCHOBAHHOM Ha
LLEHHOCTWU KJZIMEeHTa, OCHOBAHHOMW Ha AaHHbIX, UMPPOBON U COLMaNbHO
OPUEHTUPOBAHHOMN.
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INTRODUCTION (abstract of the PhD dissertation)

The aim of the study is to develop scientific proposals and
recommendations for improving the use of customer-oriented marketing
strategies in banking activities.

Research objectives:

studying the essence of modern banking marketing theories and
strategic layout concepts;

development of methodological foundations for improving the use of
customer-oriented marketing strategies in the activities of commercial
banks;

practical use of foreign experience in developing customer-oriented
marketing strategies in commercial banks by commercial banks of
Uzbekistan;

analysis of the current state of organization and management of
customer-oriented marketing activities in commercial banks;

development of approaches to assessing the state of customer
relations in commercial banks;

preparation of proposals to increase the possibilities of using
customer-oriented marketing strategies in the activities of commercial
banks;

development of scientific and practical proposals for the use of
digital marketing strategies in the activities of commercial banks;

justification of ways to increase the efficiency of internal marketing
activities in commercial banks;

development of conclusions and recommendations to determine
promising areas for the use of customer-oriented marketing strategies in
the activities of banks.

The object of the research is the marketing activities of commercial
banks of the Republic of Uzbekistan.

The subject of the study is the socio-economic relations arising in
the process of improving the use of customer-oriented marketing
strategies in banking activities.

Research methods. The research process utilized a systems
approach, analysis and synthesis, statistical grouping, comparative
analysis, economic-statistical assessment, segmentation, determination of
competitive advantage levels, observation-survey, factor analysis, and other
methods.

The scientific novelty of the research is as follows:

according to the methodological approach, the economic content of
the concept of "banking marketing" has been improved in commercial
banks as a system of centralized strategic management of clients, as a set
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of continuous management processes aimed at the systematic study,
formation and effective satisfaction of their needs, expectations and
behavioral characteristics of banking products and services through
individualized value proposals;

The method of modeling systemic equations (PLS-SEM) is based on
the proposal to make customer-oriented strategic decisions based on the
high positive and statistically significant impact of indicators such as
customer satisfaction (wCSI=0.207), value creation (wCVC=0.197),
complaint management (wCH=0.217), loyalty (wCL=0.200), retention
(WCR=0.218), and added value for the bank (wCLV=0.218), which are the
main factors forming relationship marketing in commercial banks;

A roadmap has been developed for integrated marketing strategies
aimed at ensuring activity in digital marketing channels based on branding
and data, rapidly adapting to dynamic changes in the behavior and needs of
JSCB "Microcreditbank” customer segments;

In the formation of the structure of departments of commercial
banks that organize marketing activities based on effective relationships
with customers in a methodologically and methodologically new direction
based on the "Socially-Oriented Marketing Model" system, the use of CRM
system, multi-channel marketing, data analysis, social activities and
relationship marketing tools is based;

Based on the econometric modeling of the influence of customer-
oriented marketing factors of JSCB "Microcreditbank," forecast indicators
of changes in bank income for 2030 have been developed.

The practical results of the study are as follows:

a classification of customer-oriented marketing strategies widely
used in international practice in commercial banks has been developed,;

indicators for assessing the use of customer-oriented marketing
strategies in commercial banks are proposed;

a branding-based segmentation  mechanism for JSCB
"Microcreditbank" is proposed,;

a new system for managing customer-oriented marketing activities of
JSCB "Microcreditbank" has been proposed - the scheme of the "Socially
oriented marketing model" system;

a roadmap for the implementation of modern socially oriented and
digital marketing strategies for 2025-2027 has been developed for JSCB
"Microcreditbank";

benchmark values for indicators of the most important performance
indicators for evaluating the performance of the marketing department of
commercial banks based on customer relations have been established;

Reliability of the research results. The reliability of the research
results is substantiated by the appropriateness of the applied scientific
approaches and methods, the acquisition of theoretical information
necessary for the analysis from official sources at the international and
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national levels, and the testing of scientific-theoretical proposals and
practical recommendations in the practice of commercial banks.
Furthermore, the high reliability of the research results is ensured by the
fact that the customer-oriented marketing analysis methods and strategic
models developed within the framework of the study have been
implemented into the practical marketing activities of commercial banks
and deemed acceptable by them.

Scientific and practical significance of the research results. The
scientific significance of the research lies in the fact that the theoretical
and methodological approaches developed in the dissertation form
scientifically grounded approaches aimed at increasing the
competitiveness of our country's commercial banks in the banking services
market, improving customer-oriented marketing strategies, and increasing
the efficiency of their marketing activities. The models, recommendations,
and methodological approaches developed in the study serve as a
methodological basis for the effective organization of the banking services
market in Uzbekistan, the correct identification of customer segments, the
use of interactive and digital marketing tools, and the optimization of
banking products and services.

The proposed commercial banks serve to form customer-oriented
marketing strategies and programs, as well as information databases. The
results of the study can be widely used in creating conceptual foundations
for improving marketing activities in the banking services market, as well
as in developing short-term and long-term economic development
strategies and programs for the sector. Scientific and theoretical
recommendations can be used in teaching subjects such as "Marketing of
Banking Services," ‘Innovative Marketing," ‘Interactive and Digital
Marketing," "Banking," "Regulation and Supervision of Banking Activities,"
and others, as well as in organizing various training courses.

Implementation of the research results. Based on the scientific
results obtained to improve the use of customer-oriented marketing
strategies in banking activities:

according to the methodological approach, the theoretical and
methodological information on improving the economic content of the
concept of "banking marketing" as a set of continuous management
processes aimed at effectively satisfying the needs, expectations and
behavioral characteristics of banking products and services through
systematic study, formation and individualized value proposals was used in
the preparation of the textbook "Service Marketing" intended for students
of higher educational institutions (Order of the Ministry of Higher and
Secondary Specialized Education of the Republic of Uzbekistan No. 237
dated May 31, 2021 and No. 233 dated July 19, 2022). As a result of the
implementation of this scientific proposal in practice, it was possible to
further expand the theoretical knowledge and skills of students on the
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concept of attraction, retention, development and increase of customer
value in the relationship between the bank and the client as a complex of
continuous management processes aimed at harmoniously ensuring the
competitiveness, long-term profitability and social responsibility of the
bank;

the proposal to make customer-oriented strategic decisions based on
the high positive and statistically significant impact of indicators such as
customer satisfaction (wCSI=0.207), value creation (wCVC=0.197),
complaint management (wCH=0.217), loyalty (wCL=0.200), retention
(WCR=0.218), and customer value for the bank (wCLV=0.218), which are
the main factors forming relationship marketing in commercial banks, was
implemented in the activities of JSCB "Microcreditbank." (Certificate of
JSCB "Microcreditbank” No. 03-14/2432 dated January 30, 2026). As a
result, the bank's customer relationship management mechanisms have
been improved, and a steady increase in customer retention and service
satisfaction has been achieved.

the roadmap of integrated marketing strategies aimed at ensuring
activity in digital marketing channels based on branding and data, rapidly
adapting to dynamic changes in the behavior and needs of customer
segments in the proposed commercial banks, was used in the activities of
JSCB "Microcreditbank” (Reference No. 03-14/2432 of JSCB
"Microcreditbank" dated January 30, 2026). As a result of the
implementation of this proposal, a significant increase in the efficiency of
the digital channels of JSCB "Microcreditbank" was achieved. In particular,
the level of attracting new customers through digital channels increased
from 42 to 60 percent, customer acquisition costs decreased by 7.8
percent in 2025 compared to 2024, ensuring steady growth in bank
revenues and strengthening competitiveness.

the proposal to use the CRM system, multi-channel marketing, data
analysis, social activities and relationship marketing tools in the formation
of the structure of departments of commercial banks that organize
marketing activities based on effective relationships with customers in a
methodologically and methodologically new direction based on the
"Socially oriented marketing model" system was introduced into the
activities of JSCB "Microcreditbank" (Reference No. 03-14/2432 of JSCB
"Microcreditbank" dated January 30, 2026). As a result of the
implementation of this scientific innovation, socially oriented marketing
was identified as a priority, and the level of attracting financial resources to
socially oriented problems of the bank in 2025 increased by 8.9 percent
compared to 2024. Additionally, through a socially oriented active
marketing policy, the bank has achieved increased competitiveness,
improved customer satisfaction, and expanded financial inclusion.

based on the econometric modeling of the influence of customer-
oriented marketing factors, forecast indicators of changes in bank income
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for 2030 were used in the activities of JSCB "Microcreditbank” (reference of
JSCB "Microcreditbank” No. 03-14/2432 dated January 30, 2026). As a
result of the implementation of this scientific proposal, it was possible to
set strategic goals for the planning and differentiated provision of the loan
portfolio, commission income to customers, increasing the number of
mobile application users and further increasing the share of digital
transactions in JSCB "Microcreditbank" and its regional branches.

Approbation of the research results. The results of this study were
discussed at 3 international and 2 national scientific-practical conferences.

Publication of research results. A total of 11 scientific works have
been published on the research topic, including 7 articles in scientific
journals recommended by the Supreme Attestation Commission of the
Republic of Uzbekistan (5 in local and 2 in foreign journals), and 4 abstracts
in collections of international and national scientific-practical conferences.

Structure and volume of the dissertation. The dissertation consists
of an introduction, three chapters, a conclusion, a list of references and
appendices, the total volume is 147 pages.
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