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Kirish (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Jahon igtisodiyoti
rivojlanishida bank sektorining roli tobora ortib bormoqda. Jahon bo‘ylab bank tizimi
2023-yilda 82 mlrd. AQSh dollari migdoridagi mablag‘ni marketing amaliyotlariga
sarflagant. Marketing strategiyasining puxta ishlab chigilmaganligi mijozlar
gonigishining kamayishiga, hatto ularning tark etish ehtimolini ortishiga olib kelishi
mumkin. Moliyaviy tashkilotlar har yili mijozlarining o‘rtacha 15 foizini qo‘ldan boy
beradi?>. Kuchli ragobat muhiti, mijozlarning talablarining o‘zgarishi va ragamli
texnologiyalarning tez sur’atlarda rivojlanishi banklarni o‘z xizmatlarining
samaradorligini oshirishga, mijozlarning qoniqishini ta’minlashga va foydani
maksimallashtirishga majbur gilmogda. Bu esa, o‘z navbatida, bank xizmatlari
marketingining ahamiyatini yanada oshiradi.

Jahonda tijorat banklarining imiji, mijozlar gamrovini oshirish, moliyaviy
ko‘rsatkichlarini yaxshilash va bunda marketing tadgiqotlari va strategiyalarini o‘rni
hamda ahamiyatini o‘rganish bo‘yicha qator ilmiy izlanishlar olib borilmogda.
Xususan, bankning ragobatbardoshligini oshirish, yangi mijozlarni jalb qilish,
mijozlarning sadoqatini oshirish va foydani oshirishda marketing yondashuvini
kuchaytirish, turli marketing instrumentlaridan foydalanish hamda har xil
strategiyalarni qo‘llashning samarasini o‘Ichash, ragamli marketing, ijtimoiy tarmoqlar
vositalarini go‘llash imkoniyatlarini izlash ustuvor yo‘nalishlardan hisoblanadi.

Yangi Oc‘zbekistonning bank sektorida ham marketing strategiyalarini
takomillashtirish, mijozlarga yo‘naltirilganlikni oshirish, ragamli marketing
instrumentlarini samarali go‘llash va bank xizmatlarining samaradorligini oshirish
borasida tobora keng qgamrovli islohotlar amalga oshirilmogda. O<zbekiston
Respublikasi Prezidentining 2020-yil 12-maydagi PF-5992-son farmonida® ham tijorat
banklari faoliyatiga yangi konsepsiya va texnologiyalarni joriy gilish vazifalari
go‘yilgan. Shu sababli, bank xizmatlari samaradorligini oshirishda marketing
strategiyasini o‘rganish, uning amaliy ahamiyatini ko‘rsatish va tijorat banklariga aniq
tavsiyalar berishni tagozo gilmoqda.

O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi
“2022-2026-yillarga mo‘ljallangan Yangi O<zbekistonning taraqgiyot strategiyasi
to‘g‘risida”gi PF-60-son, 2023-yil 11-sentyabrdagi “O°zbekiston-2030” strategiyasi
to‘g‘risida” gi PF-158-son, 2024-yil 30-avgustdagi “O°‘zbekiston Respublikasi
Prezidentining tadbirkorlar bilan to‘rtinchi ochiq mulogotida belgilangan vazifalarni
amalga oshirish chora-tadbirlari to‘g‘risida” gi PF-132-son, 2020-yil 12-maydagi
“2020 — 2025-yillarga mo‘ljallangan O‘zbekiston Respublikasining bank tizimini
isloh qilish strategiyasi to‘g‘risida” gi PF-5992-son farmonlari, 2017-yil
20-dekabrdagi “Xalgaro va xorijily moliya institutlari bilan hamkorlikning
samaradorligini yanada oshirish chora-tadbirlari to‘g‘risida”gi PQ-3439-son qarorlari

! https://seosandwitch.com/bank-marketing-statistics/

2 https://www.fiworks.com/resources/statistics

3 O‘zbekiston Respublikasi Prezidentining 2020-yil 12-maydagi “2020 — 2025-yillarga mo‘ljallangan O‘zbekiston
Respublikasining bank tizimini isloh qilish strategiyasi to‘g‘risida” gi PF-5992-son farmoni. https://lex.uz/ru/docs/-
4811025



hamda sohaga tegishli boshga me’yoriy-huqugiy hujjatlarda belgilangan vazifalarni
amalga oshirishda ushbu dissertatsiya tadqigoti muayyan darajada xizmat giladi.

Tadgiqgotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Tadgiqot respublika fan va texnologiyalari rivojlanishining I.
“Demokratik va huqugiy jamiyatni ma’naviy-axlogiy va madaniy rivojlantirish,
innovatsion igtisodiyotni shakllantirish™ ustuvor yo‘nalishiga muvofiq bajarilgan.

Muammoning o‘rganilganlik darajasi. Har bir tashkilot, shu jumladan,
banklarda marketing tadgigotlarini olib borish, yangi marketing strategiyalarini ishlab
chigishni hamda amalda go‘llashning nazariy, amaliy va uslubiy jihatlari gqator xorijiy
olimlar — Christine Ennew, Nigel Waite, Terence A. Shimp, Evelyn Ehrlich, Duke
Phanelli, Lyonnet Victor, Edouard Chretien, F. Brassington, S. Pettitt* va boshga
tadgigotchilarning ishlarida aks ettirilgan

Mustaqil Davlatlar Hamdo‘stligi davlatlarida marketingning nazariy hamda
uslubiy jihatlari A.S.Vorojun, D.N.Vladuslavlev, O.l.Lavrushina, G.P.Koptayeva,
A.P.Xodjabayeva, K.A.Smirnov, T.Ye.Nikitina, A.M.Tavsiyev® kabi olimlar ishlarida
tadgigot mavzusi bo‘lgan. Banklarda qo‘llaniladigan marketing usullari va
strategiyalarining o‘ziga xos jihatlari hamda uni turli moliyaviy tashkilotlar
amaliyotiga joriy qilish bo‘yicha tavsiyalar berishga ushbu olimlar tomonidan e’tibor
garatilgan.

Bank marketingi asoslari, uni O‘zbekistonda faoliyat yurituvchi moliya
muassasalari ish  jarayonida qo‘llash mexanizmlari va vazifalari, bunda
takomillashtirilishi bilan bog‘lig ayrim tashkiliy masalalar o‘zbekistonlik A.A.
Azlarova, M.M. Abduraxmanova, R.Alimov, J.Jalolov, I|.Xotamov, T.Akramov,
O.A.Ortiqov, F.l.Mirzayev, N.Q.Yo‘ldoshev, M.M.Azlarova, G.Y.Xo‘djamuratova®
kabi mutaxassislarning ilmiy ishlarida oz aksini topgan.

Ammo, yuqorida tilga olingan olimlar izlanishlarida mamlakatimizdagi banklar
amaliyotida marketing strategiyalarini rivojlantirish masalalari keng yoritib berilishiga
garamasdan, uni mamlakatimiz igtisodiyotida amalda go‘llashda garshilik sharoitlarni
muvofiglashtirishga ehtiyoj bo‘lib, uslubiy hamda tegishli mutaxassislarni o‘qitish

4 Financial Services Marketing: An international guide to principles and practice. Christine Ennew, Nigel Waite.
Butterworth-Heinemann; 1 edition 2006. 416 p. Integrated Marketing Communications in Advertising and Promotion,
7th Edition. Terence A. Shimp. 2007. 629 p. The Financial Services Marketing Handbook: Tactics and Techniques That
Priduce Results. Evelyn Ehrlich, Ph.D. and Duke Phanelli. 2006. 280 p. Lyonnet, Victor, and Edouard Chretien, 2023,
Why do traditional and shadow banks coexist?, Fisher College of Business Working Paper 2019-03-011. Brassington
F.and Pettitt S. (2000). Principles of Marketing, 2" Edition, Harlow: Pearson Education Limited

> Bopoxyn A.C. BankoBckuil MapkeTHT: mpakTudeckoe mocooue/A.C.BopoxyH; M-Bo o6pasoBanus Pecry6iuku
Benapyce, 'omenbckuii roc. yH-T uM. @. Ckopussl. — ['omens: ITY um. ®. Cxopunsl, 2016. — 47 ¢. ISBN 978-985-577-
218-8. Bramucnasnes 1. H. DHiukionenus 6aHKOBCKOro MapkeTrHra 1 MeHemkmenTa / [, H. Biiaguciaenes. — MockBa
: Ocp-89, 2011. — 352 c. JlaBpyumnua O.W. YcroiunBoCTh GAHKOBCKOW CHCTEMBI U PaB3BUTHE OAHKOBCKOW MOJUTHKH.
Monorpadus/xommektuB aBropoB.-M.: KHOPYC, 2014.-280 c. Komraesa I'.II., XomxabaeBa A.Il. bamkoBckwmii
MEHEIDKMEHT U MapkeTuHT: Y4yeOHoe mocodue.—IlIbiMkeHT: YHuBepcurer «Mupacy, 2019. - 100 crp. Cmupaos K.A.
MapketuHT Ha (PMHAHCOBOM pPBIHKE: ydeOHOe 1mocoOre s CTyIeHTOB BhICIINX yueOHBIX 3aBeneHmi/K.A. CMupHOB,
T.E.Huxutnnaa. — Mocksa: Muappa-M, 2013. — 205 c. TaBcueB A.M. bankoBckoe nmeno: OaHKOBCKHE OIEPAIiH IS
KIIMEeHTOB: yue0./mox pen. A. M. TaBacuesa. - M.: dunHaHch! 1 cratuctuka, 2016. - 311 c.

¢ Azlarova A.A., Abduraxmanova M.M. Bank marketingi va menejmenti: O‘quv go‘llanma.— T.: IQTISODIYOT, 2019.
-199 b. Anumos P., XKasonos XK., Xoramos U., Akpamos T. Mapkerunrau 6omkapuu. -T: Amornar, 2000. Ortiqov O. A.
Bank menejmenti va marketingi. O‘quv qo‘llanma. —T.: Igtisod-moliya, 2015. 220 b. Mirzayev F.I. — Banklararo
ragobat: mohiyati, shakllanishi va rivojlanish bosgichlari. —T.: —Moliya, 2008 y. Yo‘ldoshev N.Q., Azlarova M.M.,
Xo‘djamuratova G.Y. "Menejment va marketing asoslari": (O‘quv qo‘llanma). - T.: TDIU, 2012 y
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bilan bog‘lig amaliy mexanizmlarni ishlab chigish dolzarb masalalardan hisoblanadi.
Ushbu muammolar qonigarli darajada o‘rganilmaganligi hamda ilmiy-amaliy
ahamiyatga ega ekanligi, uni dissertatsiya mavzusi sifatida tanlanishiga asos bo‘Idi.

Tadgigotning magsadi Tijorat banklarining marketing strategiyalarini tahlil
gilish, bank xizmatlari samaradorligini  oshirishga qaratilgan marketing
strategiyalaridan foydalanish bo‘yicha ilmiy-amaliy taklif va tavsiyalar ishlab
chigishdan iborat.

Tadgqiqgotning vazifalari:

xizmatlar samaradorligini  oshirishning nazariy asoslari hamda unda
marketingning ahamiyatini tadqiq qilish;

tijorat banklari amaliyotida go‘llanadigan marketing strategiyalarining joriy
holatini tahlil gilish;

bank xizmatlari bozoridagi raqobatni baholash hamda uni rivojlantirishning
marketing tahlilini amalga oshirish;

bank xizmatlari samaradorligini oshirishda marketing instrumentlarining rolini
o‘rganish;

mijozlarga yo‘naltirilganlikni oshirish, ragamli marketing instrumentlarini
samarali go‘llash va bank xizmatlarining samaradorligini oshirish bo‘yicha ilg‘or xorij
tajribalaridan O°zbekiston amaliyotida foydalanish imkoniyatlarini asoslash;

O<zbekistonning bank sektorida marketing strategiyasini takomillashtirish
bo‘yicha amalga oshirilayotgan tashkiliy chora-tadbirlarni baholash asosida
mamlakatimiz, shu jumladan hududlar igtisodiyotini oshirishga garatilgan taklif va
tavsiyalar ishlab chiqish.

Tadgigotning obyekti O‘zbekiston Respublikasida faoliyat yuritayotgan tijorat
banklari hisoblanadi.

Tadgigotning predmeti bo‘lib mamlakatimiz tijorat banklarining marketing
strategiyalari, bank xizmatlari samaradorligini oshirishga qaratilgan marketing
instrumentlari va ularni qo‘llash amaliyoti hisoblanadi.

Tadgigotning usullari. Tadgiqotda mantiqiy fikrlash, tizimli tahlil, anketa-
so‘rovnoma, tahlil va sintez, statistik guruhlash va tagqoslama tahlil, abstrakt-mantiqiy
fikrlash, matematik statistika usullaridan foydalanilgan.

Tadgqiqgotning ilmiy yangiliklari quyidagilardan iborat:

bank xizmatlari samaradorligini oshirishda xizmatlar xususiyati, narx siyosati,
xodimlar xatti-harakati, mijozlar bilan alogaga asoslangan bank xizmatlari bozorini
kompleks rivojlantirishning marketing modeli taklif etilgan;

bank xizmatlari sifatini oshirishda mijozga yo‘naltirilgan yondashuv, ragamli
texnologiyalar va Super App (mijozlar uchun to‘lovlar, kreditlar, investitsiya, sug‘urta
va onlayn xizmatlarni bir joyda boshqarish imkonini beradigan) lardan samarali
foydalanish bo‘yicha marketing strategiyasi taklif etilgan;

tijorat banklari tomonidan bank marketing strategiyasining asosiy yo‘nalishlari
(ustuvorlik beriladigan mijozlar segmenti, bank mahsulotlari va hududlar) ochiq
ma’lumotlar (ijtimoiy tarmoglar, veb-saytlar) asosida ragamli marketingdan samarali
foydalanish sxemasi taklif etilgan;

tijorat banklari faoliyatida marketing strategiyalarini qo‘llash natijasida jalb
gilingan jami depozitlarning 2030 yilga gadar prognoz giymatlari ishlab chigilgan.
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Tadgigotning amaliy natijasi quyidagilardan iborat:

tijorat banklari faoliyatida marketing strategiyasini ishlab chigish bosqgichlari
tizimlashtirilgan;

ma’lumki, marketing strategiyasi bank va mijoz o‘rtasida ishonchni kuchaytiradi.
Shuning uchun, marketing faoliyati natijalarini  muntazam tahlil qilish
personallashtirilgan jarayonlarni ragamlashtirish, mijozning daromadi, xarajatlari va
moliyaviy magsadlariga garab maxsus kredit, depozit yoki investitsiya mahsulotlarini
taklif qilish, Super App (mijozlar uchun to‘lovlar, kreditlar, investitsiya, sug‘urta va
onlayn xizmatlarni bir joyda boshgarish imkonini beradigan) lardan samarali
foydalanish bo‘yicha marketing strategiyasi ishlab chigilgan. Bunday strategiya orgali
kichik segmentlarga ajratish IT sohasida faoliyat yurituvchilar, frilanserlar, kichik
biznes egalari, eksportchilar, bank mahsulotlari foiz stavkalari va mijozlarni jalb qgilish
giymati (CAC), mijoz hayotiy giymati (CLV), ragamli kanallar orgali mijozlar soni,
xizmat haglarini bozor sharoiti, raqobat va mijoz profiliga garab dinamik ravishda
o‘zgarishini nazorat gilishga yordam beradi;

tijorat banklari tomonidan bank marketing strategiyasini ishlab chigish uchun
asos bo‘ladigan — mijozlar va ularga taqdim etiladigan xizmatlarni segmentlash
jarayonini ragamli marketing instrumentlaridan foydalangan holda amalga oshirish
tizimi asoslab berilgan;

bank xizmatlari bozorini rivojlantirishda foydalaniladigan marketing modeli
ishlab chigilgan.

Tadgqiqgot natijalarining ishonchliligi. limiy ishda foydalanilgan usullarning
magsadga muvofigligi, ma’lumotlarning rasmiy manbalar orgali, jumladan, respublika
migyosidagi va halgaro tashkilotlar statistik ma’lumotlari va davriy hisobotlaridan
olinganligi, amalga oshirilgan tahlillar asoslanganligi, xulosa, taklif va tavsiyalarning
amaliyotga joriy etishga gabul gilinganligi, olingan natijalarning vakolatli tashkilotlar
tomonidan tasdiglanganligi bilan belgilanadi.

Tadgigotning ilmiy va amaliy ahamiyati. Tadgiqot natijalarining ilmiy
ahamiyati tijorat banklari tomonidan qo‘llanadigan marketing strategiyasi va
instrumentlariga oid nazariy-uslubiy maxsus ilmiy tadgiqotlarni amalga oshirishda
xizmat gilishi mumkinligi bilan izohlanadi.

Tadgiqot natijalarining amaliy ahamiyati esa, dissertasiya materiallaridan oliy
ta’lim muassasalarida “Bank ishi”, “Bank menejmenti va marketingi” va “Tijorat
banklarida marketing” fanlari o‘quv dasturlarini takomillashtirish, va o‘qgitishda,
shuningdek, tijorat banklari strategayasini ishlab chigishda foydalanish mumkinligi
bilan belgilanadi.

Tadqgigot natijalarining joriy qilinishi. Tijorat banklari faoliyatini
rejalashtirishda, xususan, bank xizmatlari samaradorligini oshirishda marketing
strategiyasini ishlab chiqgish bo‘yicha olingan ilmiy natijalar asosida:

Bank xizmatlari bozorini kompleks rivojlantirish bo‘yicha taklif etilgan
marketing modeli AT “Aloqabank™ aksiyadorlarining 2023-yil 30-noyabrdagi
navbatdan tashgari umumiy yig‘ilishining 1-sonli bayonnomasi bilan tasdiglangan
“AT Alogabankning 2024-2026-yillarga mo‘ljallangan rivojlanish strategiyasi’ni
ishlab chiqishda foydalanilgan (AT “Alogabank”ning 2026-yil 19-martdagi 05-
04/1922-sonli ma’lumotnomasi).  Respublikamizda faoliyat yuritayotgan tijorat
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banklari o‘z faoliyatini rejalashtirishda hamda marketing strategiyalarini ishlab
chigishda ushbu modeldan ham foydalanib kelmoqdalar;

Bank xizmatlari sifatini oshirishda mijozga yo‘naltirilgan yondashuv, ragamli
texnologiyalar va Super App (mijozlar uchun to‘lovlar, kreditlar, investitsiya, sug‘urta
va onlayn xizmatlarni bir joyda boshqarish imkonini beradigan) lardan samarali
foydalanish bo‘yicha taklif etilgan marketing strategiyasi AT “Alogabank”
aksiyadorlarining 2023-yil 30-noyabrdagi navbatdan tashgari umumiy yig‘ilishining 1-
sonli bayonnomasi bilan tasdiglangan “AT Aloqgabankning 2024-2026-yillarga
mo‘ljallangan rivojlanish strategiyasi’ni ishlab chiqishda foydalanilgan (AT
“Alogabank”ning 2026-yil 19-martdagi 05-04/1922-sonli ma’lumotnomasi). Bu taklif
bank va mijoz o‘rtasida ishonchni kuchaytirishga xizmat gilmogda. Bundan tashgari,
ushbu strategiya orqgali kichik segmentlarga ajratish IT sohasida faoliyat yurituvchilar,
frilanserlar, kichik biznes egalari, eksportchilar, bank mahsulotlari foiz stavkalari va
mijozlarni jalb qgilish giymati (CAC), mijoz hayotiy qiymati (CLV), ragamli kanallar
orgali mijozlar soni, xizmat haglarini bozor sharoiti, ragobat va mijoz profiliga garab
dinamik ravishda o‘zgarishini nazorat gilishga yordam bermoqda;

Tijorat banklari tomonidan bank marketing strategiyasining asosiy yo‘nalishlari
(ustuvorlik beriladigan mijozlar segmenti, bank mahsulotlari va hududlar) ochiq
ma’lumotlar (ijtimoiy tarmoglar, veb-saytlar) asosida ragamli marketingdan samarali
foydalanish bo‘yicha taklif etilgan sxema AT “Aloqabank™ kuzatuv kengashi qarori
bilan tasdiglangan “AT Aloqgabankning 2026-yilga mo‘ljallangan biznes rejasi’ni
ishlab chiqishda foydalanilgan (AT “Alogabank™ning 2026-yil 19-martdagi
05-04/1922-sonli ma’lumotnomasi). Bu sxema yordamida tijorat banklari faoliyati
samaradorligini oshirishga garatilgan chora-tadbirlar ishlab chiqildi;

Tijorat banklari faoliyatida marketing strategiyalarini qo‘llash natijasida jalb
gilingan jami depozitlarning 2030-yilga qadar prognoz qiymatlari AT “Alogabank”
aksiyadorlarining 2023-yil 30-noyabrdagi navbatdan tashgari umumiy yig‘ilishining 1-
sonli bayonnomasi bilan tasdiglangan “AT Aloqabankning 2024-2026-yillarga
mo‘ljallangan rivojlanish strategiyasi”ni ishlab chiqishda foydalanilgan (AT
“Alogabank’ning 2026-yil 19-martdagi 05-04/1922-sonli ma’lumotnomasi). Natijada,
2030-yilga kelib marketing strategiyalarini qo‘llash natijasida bank tizimidagi jami
depozitlar 23 foizga oshib, go‘shimcha 7,4 mird. AQSh dollari ekvivalentidagi
mablag‘lar jalb gilinishiga erishilishi aniglangan.

Ushbu ilmiy takliflar bank tizimini rivojlantirish, aholining bank xizmatlariga
bo‘lgan talabini gondirishga garatilgan amaliyotlarni, marketing strategiyalarini ishlab
chigishda foydalanib kelinmoqgda.

Tadgiqgot natijalarining aprobatsiyasi. Tadqgigot natijalari jami 5 ta, jumladan,
4 ta xalgaro va 1 ta respublika miqyosidagi ilmiy-amaliy anjumanlarda muhokamadan
o‘tkazilgan.

Tadgigot natijalarining e’lon gilinganligi. Dissertatsiya mavzusi bo‘yicha jami
6 ta ilmiy ish, jumladan, O‘zbekiston Respublikasi Oliy attestatsiya komissiyasining
doktorlik dissertatsiyalar asosiy natijalarini chop etish tavsiya etilgan ilmiy jurnallarda
6 ta ilmiy maqola, jumladan, 5 tasi respublika va 1 tasi xorijiy jurnallarda nashr etilgan.



Dissertatsiyaning tuzilishi va hajmi. Dissertatsiyaning tarkibi kirish, uchta bob,
xulosa va foydalanilgan adabiyotlar ro‘yxatidan tashkil topgan. Ishning umumiy hajmi
111 betni tashkil etadi.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish gismida dissertatsiya mavzusining dolzarbligi va zarurati asoslangan,
tadgigotning maqsadi va vazifalari, obyekti va predmeti tavsiflangan, respublika fan
va texnologiyalari rivojlanishining ustuvor yo‘nalishlariga mosligi ko‘rsatilgan,
tadqigotning ilmiy yangiligi va amaliy natijalari bayon gilingan, tadgigot natijalarining
ishonchliligi, ilmiy va amaliy ahamiyati ochib berilgan, tadgigot natijalarining
amaliyotga joriy gilinganligi va dissertatsiya tuzilishi bo‘yicha ma’lumotlar keltirilgan.

Dissertatsiya ishining “Bank xizmatlari samaradorligini oshirishning nazariy
asoslari” deb nomlangan birinchi bobida xizmatlar samaradorligini oshirishning
nazariy va uslubiy asoslari, tijorat banklarida xizmatlar samaradorligini oshirishda
marketingni ahamiyati, bank xizmatlari samaradorligini oshirishda marketing
go‘llanishini xorij tajribasi tadqiq qgilingan.

Jahon iqtisodiyoti jadal sur’atlar bilan rivojlanayotgan bugungi kunda
iqtisodiyotning mavjud tarmoglarini modernizatsiya gilish, zamonaviy taraqgiyotga
mos ravishda yangi texnologiyalarni igtisodiyotning har bir sohasiga, shu jumladan,
bank sohasiga joriy etishni davrning o°zi taqozo giladi.

Respublikamizda igtisodiyotni taraqqiyotning yangi pog‘onasiga olib chigish, bu
sohaga raqamli texnologiyalarni joriy etish masalasiga alohida e’tibor qaratilmoqda.
Bu masala davlat siyosatining ustuvor yo‘nalishlaridan biri sifatida belgilangan.
Jumladan, 2022 — 2026-yillarga mo‘ljallangan Yangi O°‘zbekistonning taragqgiyot
strategiyasida’ bank tizimini isloh qilishni chuqurlashtirish va barqgarorligini
ta’minlash, banklarning kapitallashuv darajasi va depozit bazasini oshirish, ularning
moliyaviy barqarorligi va ishonchliligini mustahkamlash, istigbolli investitsiya
loyihalari hamda kichik biznes va xususiy tadbirkorlik subyektlarini kreditlashni
yanada kengaytirish masalasi alohida belgilab go‘yildi.

Shuningdek, “2020-2025-yillarga mo‘ljallangan O‘zbekiston Respublikasining
bank tizimini isloh qilish strategiyasi to‘g‘risida”gi O°zbekiston Respublikasi
Prezidentining PF-5992-son farmoniga respublikamizdagi mavjud banklar va ulardagi
muammolar, rivojlantirish yo‘nalishlari to‘g‘risida bandlar kiritilgan.

Igtisodiyotning bank sohasidagi asosiy muammo banklar tomonidan mijozlarga
ko‘rsatilayotgan xizmatlarning bir xilligidan iboratdir. Banklararo ragobat muhitini
rivojlantirish banklarda marketingni to‘g‘ri joriy etish, xizmatlar sonini ko‘paytirish,
0°‘z navbatida xorijiy davlatlardagi bank amaliyotlarini o‘rganishni talab etadi.

O‘zbekiston Respublikasi Prezidenti Sh.M.Mirziyoyev ta’kidlaganidek: "Tizimda
sog‘lom ragobat mubhitini shakllantirish magsadida banklar faoliyatida davlat ishtiroki
bosgichma-bosgich gisgartirilmoqda. Xususan, davlat dasturlari doirasidagi kreditlar
foizi gayta moliyalash stavkasi bilan tenglashtirildi va

" O‘zbekiston Respublikasi Prezidentining 2022-yil 28-yanvardagi “2022 — 2026-yillarga mo‘ljallangan Yangi
O‘zbekistonning taraqqiyot strategiyasi to‘g‘risida”gi PF-60-sonli farmoni. https://lex.uz/ru/docs/-5841063
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2021-yildan to‘lig erkinlashtirilishi belgilandi. Bu banklarni ko‘prog mijoz topish,
resurs jalb gilish, kredit ajratish bo‘yicha izlanishga, rivojlanishga undaydi"®.

Shunday ekan, bank sohasini rivojlantirishning eng asosiy xususiyati marketingni
sohaga to‘g‘ri joriy etishdir. Marketing konsepsiyasining tarkibiy gismlaridan biri
xizmatlar va ularning turlari hisoblanadi. Xizmatlar deganda faoliyatlarning, ishlar va
mashg‘ulotlarning har xil turlarining ko‘plab miqgdori tushuniladi. Mashxur olim
F.Kotler fikricha: “Xizmat — bu tomonlardan biri boshqasiga taklif giladigan har
ganday tadbir, faoliyat yoki foyda. Xizmatlarni ishlab chigarish tovar bilan uning
moddiy ko‘rinishida bog‘lig bo‘lishi va bog‘lig bo‘lmasligi ham mumkin™®.
Xizmatlarni ko‘rsatish bo‘yicha har xil faoliyat turlarini birlashtiruvchi narsa —
ashyoviy shakllarga ega bo‘Imagan iste’molchilik boyliklarini ishlab chigarishdir.

Xizmat ko‘rsatish sohasida faoliyat yurituvchi xo‘jalik subyektlari amaliyotlari
samaradorligi quyidagi gqator omillarga bog‘lig (1-rasm).

Xizmat ko‘rsatish samaradorligiga ta’sir etuvchi omillar

Xizmat ko‘rsatishda mehnatni ilmiy asosda tashkil etish asosida
— | olingan daromadlarni oshirishni loyihalash

v

Xizmat ko‘rsatish hajmini oshirish

— | Xizmat ko‘rsatishning texnologik jarayonlarida raqamli
texnoloaivalardan fovdalanish

Xizmat ko‘rsatish bilan bog‘liq sarf-xarajatlarni tejash

—> | Xizmat ko‘rsatishda mehnat, moddiy va moliyaviy resurslardan
samarali fovdalanish

\

Sohani boshqgarishda samarali usullardan foydalanish

Sohada fan-ta’lim-xizmat ko‘rsatish integratsivasini kuchavtirish

1-rasm. Xizmatlar sohasi samaradorligiga ta’sir etuvchi omillar,

Xizmatlar sifatini baholash turli metodologiyalarni go‘llagan holda amalga
oshiriladi. Ko‘pgina zamonaviy modellar sifat va samaradorlikni alohida baholaydi.
Misol uchun, SERVQUAL mijozlarning fikr-mulohazalari orgali gabul gilingan
xizmat sifatini o‘lchashda juda samarali, lekin ichki operatsion samaradorlikni hisobga
olmaydi. Aksincha, DEA resurslardan foydalanish va unumdorlikka e’tibor garatadi,
lekin mijozlarga garatilgan natijalarni e’tiborsiz qoldiradi.

8 https://president.uz/oz/lists/view/2961

® Kotler, P, Keller, K. L., Cunningham, P. H., & Sivaramakrishnan, S. (2009). Marketing management (Canadian 13th
ed). Pearson Education Canada

10 Q.J.Mirzayev, M.Q.Jonuzoqov. Xizmatlar sohasi samaradorligi va uni oshirish yo‘llari / Iqtisodiy taragqiyot va tahlil.
Il son - fevral, 2024, 479-485-b.b.
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An’anaviy modellar ko‘p jihatdan davriy so‘rovlar va xizmatdan keyingi
baholashlarga tayanadi, ular doimiy takomillashtirish uchun zarur bo‘lgan
tushunchalarni oz vaqtida tagdim etmaydi. Haqiqiy vagtda ma’lumotlarning yo‘qgligi
xizmat ko‘rsatuvchi tashkilotning sifat yoki samaradorlik masalalariga tezkor javob
berish qobiliyatini cheklaydi. Sog‘ligni saglash, ta’lim va mehmondo‘stlik kabi
ko‘plab xizmat ko‘rsatish sohalari turli xil xizmat jarayonlari va mijozlar talablarini
¢’tiborga olgan holda moslashtirilgan ko‘rsatkichlarni talab giladi. Mavjud modellar

ko‘pincha sohaga oid dastur uchun zarur bo‘lgan moslashuvchanlikka ega emas.

1-jadval

Xizmat sifati va samaradorligini baholash modellarining qiyosiy tahlil'.

Ma’lumotlarni

Mezonlar SERVQUAL konvertatsiya gilish Tj?r\]/lsj%? e;[g%%n
tahlil (DEA) y
. . Xizmat sifati va
Mijoz Operatsion samaradorligiga
Asosiy e’tibor tomonidan gabul samaradorlik va e*tiborni biraalikda
gilingan xizmat sifati mahsuldorlik g

garatish

Ma’lumotlar turi

Sifatli (so‘rovga
asoslangan)

Miqdoriy (kirish/
chigish ma’lumotlari)

Aralash (sifat +
miqgdoriy + real
vaqtda ma’lumotlar)

Real vaqt rejimida

monitoring Yo'q Yo'q Mavjud
o . Yuqori -
Sektorning O rt"’.‘ . Yugori ‘tarmoqlar moslashuvchan
. moslashtirishni bo‘ylab et ts s
moslashuvchanligi S sanoat go‘llanilishi
talab giladi moslashuvchan .
uchun mo‘ljallangan
Mijozlar fikr-
mulohazalarining Kuchli Zaif Kuchli va real vaqtda
integratsiyasi
Operatsion
ko‘rsatkichlar Zaif Kuchli Kuchli
integratsiyasi
Amalga oshirish Yuqori - oddiy Oc‘rta - texnik tahlilni O. a - raqa[nll
qulayligi tuzilishi talab giladi vositalar va ozaro
faoliyatni talab giladi
Ichki samaradorlik Raqi?'é;g{{:é%"ma
Asosiy cheklovlar ko‘rsatkichlariga Mijoz yetishmaydi -
v . tayyorgarlikni talab
e’tibor bermaydi .
giladi
Zamonaviy
Eng yaxshi Mijozlarga xizmat Birliklar o‘rtasida xizmatlarda
foydalanish holati ko‘rsatish, baholash ishlashni tagqoslash | yaxlit samaradorlikni
boshgarish

Bank xizmati, bir tomondan, bankning potentsial mijozlarning (yuridik va
jismoniy shaxslarning) muayyan ijtimoiy-igtisodiy sharoitlarda muayyan ehtiyojlarini
gondirish niyatining ifodasidir; boshga tomondan, oz mijozlariga xizmat ko ‘rsatish.

11 Akbarjonovna, U. N., Khujakul ugli, K. B., Shuxratjon gizi, N. M. Improving the Methodology for Assessing Quality
and Efficiency in the Service Sector. American Journal of Economics and Business Management 2025, 8(7), 3088-3094.
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Bank sohasida samaradorlik oshirish uchun ishonchlilik muhim ahamiyatga ega.
Ya’ni bank mijozlaring ishonchiga kirishi lozim. O‘z navbatida igtisodiyotning
jadallik bilan rivojlanayotgan bugungi kundagi moliyaviy bargarorlikka erishishi
uchun raqobatbardoshlikni ta’minlash talab etiladi. Bu jihatdan banklarning
taraqgiyotida marketing asosiy o‘rin egallaydi. Shu bois bugun nafagat
respublikamizda, balki jahonda rivojlangan mamlakatlarda faoliyat yuritayotgan
banklar ham marketingga murojaat gilmoqda.

45000000 4
40000000
35000000
30000000
25000000
20000000
15000000
10000000
5000000 -
0

2012 2016 2020 2024

2-rasm. Masofadan bank xizmatlarini ko‘rsatuvchi tizimlardan
foydalanuvchilar soni (dona)*2.

Yugoridagi rasmda masofadan bank xizmatlarini ko‘rsatuvchi tizimlardan
foydalanuvchilar soni 2012-2024-yillar holati o‘rganilgan bo‘lib, bu ko‘rsatkich 2012-
yilda 56 735 kishi bo‘lgan bo‘lsa, 2024-yil 1-mart holatiga ko‘ra esa, 751 barobar
ko‘pni ya’ni, 42 596 428 kishini tashkil gilmoqda.

Hukumat, shu jumladan markaziy bankning bank tizimini nazorat gilishi hamda
moliyaviy cheklovlarga amal qilish borasidagi talablariga rioya qilish ham banklar
tomonidan salmoqli xarajat gilinishiga to‘gri keladi. Ularni gisgartirish bo‘yicha ilk
gadamlar sifatida AQSh hukumati tomonidan ko‘rilayotgan chora-tadbirlarni keltirish
mumkin?3,

So‘nggi 20-30 vyil ichida to‘lov tizimlari va ragamli moliyaviy xizmatlar jadal
rivojlanayotganini guvohi bo‘lamiz. Ya’ni, banklar tomonidan bankomatlar, bank
kartalari faol joriy etilishidan tortib, uzogdan va istalgan vaqtda katta xajmdagi
xizmatlarni tagdim etishgacha, 24/7 xizmatiga o‘tish bilan bog‘liq katta o‘zgarishlar
0°‘z samarasini beribgina qolmay rivojlanishda davom etmoqda.

Shunday ekan, ragamli transformatsiya bank xizmatlari bozorida samarali
ishlashning asosiy sharti bo‘lishi lozim. Bunday sharoitda prinsipial jihatdan yangi
biznes model yaratilib, unda mijozlar bazasini kengaytirish muammolarini hal gilishda
an’anaviy tarzda shakllantirilgan yondashuvlarni gayta ko‘rib chigilmogda, xizmat
ko‘rsatish sifati va tezligi oshmoqgda.

Sun’iy intellekt va bulutli texnologiya bilan bog‘lig ma’lumotlarga bo‘lgan
talabning oshishi tufayli texnik xarajatlar ko‘paymoqgda. Shunga garamay, moliyaviy

12 chu.uz — O¢zbekiston Respublikasi markaziy banki rasmiy veb-sayti ma’lumotlari asosida muallif tomonidan tuzildi
13 Gina Heeb, Trump Advisers Seek to Shrink or Eliminate Bank Regulators, Wall Street Journal, 12.12.2024.

13



xizmatlar ko‘rsatadigan kompaniyalar sog‘ligni saglash, texnologiya, ommaviy
axborot vositalari va telekommunikatsiya sohalaridagi korxonalarga garaganda sun’iy
intellektga kamrog mablag® sarflaydilar. Aqlli, magsadli texnologiyalarga, shu
jumladan sun’iy intellektga mablag*® sarflash, samaradorlikni oshirish uchun gilingan
eng to‘g‘ri yo‘l bo‘ladi.

Dunyoning yetakchi davlatlari bank xizmatlari bozorini rivojlantirishda
texnologik yangiliklar, mijozga yo‘naltirilgan yondashuv va davlat tomonidan qo‘llab-
quvvatlanadigan strategiyalar asosida bargaror moliyaviy ekotizimni yaratishga
muvaffaq bo‘lishgan. Quyidagi ayrim mamlakatlarning ijobiy amaliyotlarini tadqiq
qilish muhimdir.

AQSh tajribasi.

Texnologik integratsiya: AQSh bank tizimi — dunyodagi eng katta va
diversifikatsiyalashgan moliyaviy sektor hisoblanadi. “JPMorgan Chase”, “Bank of
America”, “Wells Fargo” kabi yirik banklar tomonidan vyaratilgan ragamli
platformalar, sun’iy intellektga asoslangan xizmatlar, chatbotlar, shaxsiylashtirilgan
maslahatlar hamda real vaqt rejimidagi to‘lov tizimlari mijozlar uchun maksimal
qulaylik yaratmoqda.

AQShda “fintech” sohasining o°sishi banklar faoliyatini tubdan o‘zgartirib
yubordi. Masalan, “Chime” va “SoFi” kabi raqamli banklar bank xizmatlarini 100%
onlayn rejimda tagdim etmoqda. Mijozlar mobil ilova orgali hisob ochish, kredit olish,
investitsiya kiritish, hamda chet elga pul o‘tkazish imkoniyatiga ega. AQSh hukumati
esa moliyaviy savodxonlikni oshirish va bank xizmatlarining barcha gatlamlarga yetib
borishini ta’minlash magsadida maxsus grant dasturlarini amalga oshirib kelmogda.

Buyuk Britaniya tajribasi.

“Open banking” tizimi: Buyuk Britaniyada 2018-yildan boshlab joriy etilgan
“Open Banking” tashabbusi bank xizmatlarini tubdan modernizatsiya qildi. Ushbu
tizim asosida banklar o‘z mijozlari to‘g‘risidagi moliyaviy ma’lumotlarni xavfsiz
tarzda fintech kompaniyalarga APl (Application Programming Interface) orqali
ulashadi. Bu esa, mijozlar uchun bir nechta bank xizmatlarini bir ilova ichida
boshqgarish, xarajatlar monitoringini yuritish, avtomatik jamg‘arma tizimlarini sozlash
va investitsiya strategiyalarini ishlab chigish imkonini bermoqda.

“Monzo”, “Revolut”, “Starling Bank” kabi ragamli banklar Buyuk Britaniya
moliya bozorida keng o‘rin egallagan bo‘lib, ular minimal xarajatlar, yuqori tezlik va
maksimal qulaylikka asoslangan xizmatlar taklif gilmogda. Xususan, ‘“Revolut”
mijozlariga real vaqt rejimida 30 dan ortiq valyutada operatsiyalar amalga oshirish
imkonini beradi.

Germaniya tajribasi.

Barqarorlik, avtomatlashtirish va “green banking”: Germaniyada bank tizimi
an’anaviy mustahkamlik bilan ragamli transformatsiyani uyg‘unlashtirgan. “Deutsche
Bank”, “Commerzbank” kabi yirik moliya institutlari orqali onlayn bank xizmatlari,
elektron identifikatsiya, mobil to‘lovlar va mijozga moslashtirilgan ragamli ilovalar
ishlab chiqilgan. Shu bilan birga, “green banking” — ya’ni ekologik jihatdan bargaror
loyihalarni moliyalashtirish Germaniyada bank strategiyalarining ajralmas gismiga
aylangan.
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Berlindagi eng yirik banklardan biri - Berliner Sparkasse o‘z mijozlari uchun
kovorking maydoni — odamlar ish joyi, WI-FI, yig‘ilish xonasi, rozetkalar va
kompyuterlardan foydalanishlari mumkin bo‘lgan maxsus jihozlangan xonani ochdi.
U yerdan bepul foydalanish uchun mijozda ushbu bankning kartasi bo‘lishi kerak.
Ushbu yangilik o‘z ish joyiga ega bo‘lmagan odamlarga garatilgan. Mahalliy banklar
tomonidan bunday ish joylarining ochilishi yosh avlod mijozlarining go‘shimcha
ogimini yaratadi.

Xorijiy banklarda bank xizmatlari samaradorligini oshirishda marketingdan
foydalanishning bir gator muvaffagiyatli holatlari mavjud.

O‘zbekistonda bank marketingi yuridik va jismoniy shaxslarning bo‘sh
mablag‘larini to‘plash va ularni depozitlar va aksiyadorlik kapitaliga aylantirishga
garatilgan xorijiy banklarning tajribasidan foydalanish yordamida rivojlanmoqda.
Bank marketingi sohasida xorijiy tajribadan foydalanish mahalliy banklar faoliyati va
marketingini amalga oshirishga muvaffagiyatli ta’sir ko‘rsatadi.

Dissertatsiya ishining “Bank xizmatlari bozorining marketing tahlili” deb
nomlangan ikkinchi bobida bank sektori rivojlanishida marketing instrumentlaridan
foydalanish, bank xizmatlari bozoridagi ragobatni baholash, bank xizmatlari bozorini
rivojlantirishning marketing tahlili ochib berilgan.

Hozirgi zamon global igtisodiyotida bank sektori muhim rol o‘ynaydi. Igtisodiy
o‘sishni ta’minlash, investitsiyalarni jalb qgilish, aholining turmush darajasini oshirish
va boshga muhim jarayonlarda bank xizmatlari muhim ahamiyatga ega. Banklarning
ragobatbardoshligini oshirish, mijozlarning qonigishini yaxshilash va foydani oshirish
uchun bank marketingining samarali instrumentlaridan foydalanish muhim ahamiyatga
ega.

Bank marketingi — bu bank xizmatlarini mijozlarga tagdim etish va sotish
jarayonini rejalashtirish, tashkil etish, boshgarish va nazorat qgilish bilan bog‘lig
faoliyatdir. Bank marketingining asosiy magsadi — bankning ragqobatbardoshligini
oshirish, mijozlarning gonigishini yaxshilash va foydani oshirish.

Bank marketingi quyidagi muhim vazifalarni hal giladi:

mijozlarning ehtiyojlarini chuqur o‘rganishga, ularning talablarini gondirishga
mo‘ljallangan mahsulotlar va xizmatlarni yaratishga imkon beradi;

bankning ragobatbardoshligini oshirishga, mijozlarning digqgatini jalb gilishga va
boshqga banklar bilan muvaffagiyatli ragobatlashishga yordam beradi;

bankning brend imidjini yaxshilashga, bankning obro‘sini oshirishga va
mijozlarning ishonchini gozondirishga yordam beradi;

bankning foydasini oshirishga, xizmatlarni tagdim etish samaradorligini
yuksaltirishga va xarajatlarni kamaytirishga yordam beradi.

Bank marketingining asosiy instrumentlari quyidagilarni o‘z ichiga oladi:

bank xizmatlarining turlari, sifati, narxlari va tagdim etilish shakllarini belgilash;

xizmatlarning narxlarini belgilash, narxlarni tanlash strategiyasini ishlab chigish
va ragobatchilarning narxlarni belgilash siyosatini tahlil gilish;

xizmatlarni mijozlarga tagdim etish kanallarini belgilash, bank filiallarining
joylashuvini optimizatsiya qilish va onlayn xizmatlarni rivojlantirish;

xizmatlarni reklama qilish, mijozlarning digqgatini jalb gilish va bankning brend
imidjini yaxshilash uchun reklama kompaniyalarini olib borish;
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mijozlar bilan samarali aloga qurish, ularning ehtiyojlarini aniglash,
muammolarini hal gilish va mijozlarning sadogatini oshirish.

Marketingning zamonaviy instrumentlari turli tuman bo‘lib, ulardan eng
ommaboplari quyidagilardiri#:

1. Ragamli strategiyani ishlab chigish. Ragamli strategiya - bu marketing rejasi
bo‘lib, uning magsadi biznesni umumiy rivojlantirish va o‘zgartirish, ragamli vositalar
orgali mahsulot yoki brendni ommalashtirishdir.

2. Mahsulotning ijobiy jihatlari va afzalliklarining batafsil tavsifiga ega qulay va
ma’lumot beruvchi veb-sayt yaratish.

3. Qidiruv tizimlarida veb-saytlarni reklama qilish. Yandex va Google-dagi
reklama xizmatlar uchun eng samaralisi, biroq ijtimoiy tarmoglarda xizmatlar
reklamasining eng murakkabi hisoblanadi. Chunki, undan foydalanuvchilarning
xususiyatlari, talabning chastotasi va mahsulotning murakkabligi farg qiladi.

4. Kontekstli reklamadan foydalanish. Kontekstli reklamaning asosiy afzalligi
shundaki, reklama giziquvchilarga ko‘rsatiladi. Reklama tizimlari taklifni magsadli
auditoriyangizga anigroq yetkazish uchun turli segmentlar uchun sozlamalardan
foydalanish imkoniyatiga ega.

5. Kontent marketingi. Kontekstli reklama saytga tashrif buyuruvchini jalb
qgilishga yordam beradi, lekin uning e’tiborini tortmaydi, mahsulotning boshgalardan
afzalliklarini tushuntirmaydi va uni sizning foydangizga tanlov qilishlariga
ishontirmaydi. Statistik ma’lumotlarga ko‘ra, internetdan foydalanishning eng
mashhur sababi ma’lumot qidirishdir: 63% foydalanuvchi dhu sababdan murojaat
giladi.

6. SMM. Moliyaviy tashkilotlarda SMM yordamida muvaffagiyatga erishishga
shubha bilan garaladi. Ushbu segmentda uzoq muddatli ulanishlar yaxshiroq samara
beradi, xaridorlar tanlashda ko‘pincha hamkasblarining tavsiyalariga tayanadilar va
mahsulot kam uchraydigan yoki shunchalik gimmatligidan mijoz uni ijtimoiy
tarmogqlarda izlamasligi mumkin.

Har bir sohada bo‘lgani kabi, marketing instrumentlarining ham ijobiy jihatlari va
kamchiliklari mavjud.

2-jadval
Marketing instrumentlarining afzalliklari va kamchiliklarit®
Marketing Afzalliklari Kamchiliklari
instrumenti
Ijtimoiy Mijozlar bilan tezkor aloga. Turli E’tiborni jalb gilish uchun
tarmoqlar budjetlarga mos reklama mavjud. ragobatning yugoriligi. Kontentni
doimiy ravishda yangilab turish
lozim.
E-mail Mijozlar bilan bevosita aloga. Arzon. | Xatning spamga tushib golish xavfi.
marketing Bunday xatlarni kam odam ochadi.

14 E.B. Kysbmuna, A.A. Aranosa. COBPEMEHHbBIE MAPKETHHTOBBIE MHCTPYMEHTBI IPOMBILIJIEHHOTO MPEANPUATUS. /
Economy and Business: Theory and Practice, vol. 1-1 (95), 2023. DOI:10.24412/2411-0450-2023-1-1-159-161
15 https://sky.pro/media/luchshie-marketingovye-instrumenty-dlya-vashego-biznesa/
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onlayn kurslar

Kontent Mijozlarning ishonchi va sodigligini Sifatli kontent yaratish uchun ko‘p
marketing yaratadi. Kompaniyaning obro‘sini vaqt sarflanadi. Kontentni doimiy
oshiradi. ravishda yangilab turish kerak.
SEO Yugori trafik bilan bepul reklama. Natijaga erishish uchun vagt va
Doimiy mijozlar ogimi. kuch talab etiladi. Qidiruv
mexanizmi algoritmlari doimo
o°zgarib turadi.
Internetdagi Yangiliklarni tez sozlash va ishga Yugqori xarajatlar. Reklama
marketing tushirish. Qizigishlarga mos e’tibordan chetda qolishi mumkin.
magsadlilik mavjud.
Vebinar va Mijozlarga o‘rgatish yordamida Yaxshi jihoz kerak. Tarmoq va

hamkorlarni vujudga keltirish.
Mutaxassis fikrini baham ko‘rish
mumkin.

texnologiyaga bog‘liglik.

Aksiya va | Xaridlarni  rag‘batlantiradi.  Yangi | Mahsulotning  gadri ~ pasayadi.
chegirmalar mijozlarni jalb giladi. Zahiralarni nazorat gilish kerak.

Tahlil va | Mijozlar xohishini yaxshiroq tushunish | Vositalar va malakali xodimlarga

tadqgiqgotlar va biznesni rivojlantirish bo‘yicha | sarmoya kerak. Ma’lumotlar
asosli garorlar gabul gilish mumkin. ishonchli bo‘Imasligi mumkin.

Aksariyat  xo‘jalik  yurituvchi  subyektlar  marketingning bir  nechta

instrumentlaridan foydalanadilar. Chunki ularning har biri turli marketing

magsadlariga erishishga yordam beradi.

Ragamli texnologiyalarning turli xil

ko‘rinishlarining marketing faoliyatiga kirib kelishi natijasida “raqamli marketing”
tushunchasi paydo bo‘lgan.
O<zbekistonda masofadan xizmat ko‘rsatish tizimlaridan foydalanuvchilar soni

2019-2025-yillar oralig‘ida o‘sish tendensiyasiga ega bo‘lgan. Markaziy bank
ma’lumotlariga ko‘ra tijorat banklarining 52.9 milliondan ortiq mijozlari masofadan
bank xizmatlarini ko‘rsatuvchi tizimlardan foydalanadi. Ulardan 51,4 million nafari
(yoki 97 foizi) jismoniy shaxslar, 1,5 milliontasi yuridik shaxslar va yakka tartibdagi
tadbirkorlar sanaladi.

3 s 888

=]

2019 2021 2023 2025

| O Yuridik shaxslar va YaTT @ Jismoniy shaxslar |

3-rasm. Masofadan xizmat ko‘rsatish tizimlaridan foydalanuvchilar (turlari
bo‘yicha) soni hagida ma’lumot!® (2025-yil 1-yanvar holatiga, min. shaxs)

Bank xizmatlari bozorida banklararo raqobat mubhitini baholash borasidagi
yondashuvlarni ko‘rib chigish va ulardan O°zbekiston Respublikasi bank tizimi uchun

16 O‘zbekiston Respublikasi Markaziy bankining rasmiy veb-sayti - cbu.uz ma’lumotlari asosida muallif tomonidan
tuzildi.
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x0s bo‘lgan modellardan foydalanish kelgusida ragobat muhitini yaxshilashga zamin
yaratadi.

Bank xizmatlari bozorida banklararo ragobatni baholash  bo‘yicha
yondashuvlarda guruhga ajratib baholash modellari ko‘rib chigiladi. Banklararo
ragobatni baholash bo‘yicha yondashuvlar ragobatni baholashning tarkibiy modellari
ragobatni baholashning tarkiblashmagan modellari “Tuzilma munosabat faoliyat
natijasi” gipotezasi, “samarali tuzilma” gipotezasi, Xirfendal-Xirshmen indeksi (HHI),
H-statitics—modeli, Lerner indeksi bank kredit, deposit xizmatlari bozorida ragobatni
baholash natijasidir degan taxminga asoslanadi. Ishtirokchi ganchalik samarali bo‘Isa,
uning bozordagi ulushi shunchalik yuqgori bo‘ladi va natijalar yaxshilanadi.

3 - jadval

O°¢zbekiston Respublikasi bank depozit xizmatlari bozoridagi ragobat darajasini
Herfindahl-Hirschman indeksi orgali baholash?!’

2025 yilda
Indeks nomi 01012021 | 01.01.2023 | 01.01.2025 | 2921Yilga
nisbatan
o‘zgarishi
Jami depozit xizmatlari bo‘yicha
Herfindahl- ballda 749 824 642 -107
Hirschman foizda 27,4 28,7 25,3 -2,1
Chakana depozit xizmatlari bo‘yicha
Herfindahl- ballda 1274 1235 1195 -79
Hirschman foizda 35,7 35,1 34,6 -1,1
Korporativ depozit xizmatlari bo‘yicha
Herfindahl- ballda 785 847 681 -104
Hirschman foizda 28,0 29,1 26,1 -1,9

O‘zbekiston Respublikasi bank depozit xizmatlari bozoridagi ragobat muhitida
ijobiy o‘zgarishlar kuzatilgan. Banklarning chakana xizmatlar bozoridagi raqobat darajasi
1274 balldan 1195 ballga pasayib ijobiy o‘zgarish yuz bergan. Umuman olganda,
O‘zbekiston Respublikasi bank depozit xizmatlari bozoridagi raqobat Herfindahl-
Hirschman indeksi bo‘yicha konsentratsiya darajasi past bozor degan xulosaga kelish
mumkin. Bundan tashgari, deposit xizmatlari bozorida ragobatning kuchayishi muddatli
depozitlar bo‘yicha foiz stavkalarining jozibadorligida ham oz aksini topmoqgda.

Xizmatlar marketingi konsepsiyalarini tahlili quyidagi fikrlarni kelib chigishiga
yordam beradi: mazkur modellar turli tadgiqotchilar tomonidan ishlab chigilganligi va
turli yondashuvlar asosida tuzilganligidan gat’iy nazar, ular ikkita umumiy nazariy asosga
ega. Birinchidan, barcha konsepsiyalar xizmatlar xususiyatini tovar sifatida namoyon
bo‘lishini unchalik ma’qullamaydi. Turli darajada xizmatlarni sezilmas xizmat ko‘rsatish
manbasidan ajralmas xususiyatini, nomuqobil va doimiysiz sifatliligini ta’kidalashadi.
Ikkinchidan, o‘rganilgan xizmatlar marketingi yondashuvlari tashkilotda xizmatlar
marketingini  boshqgarishda qo‘shimcha strategiyalar yoki nazoratdagi omillar
zaruriyatliligini ta’kidlashadi va yo‘naltirishadi.

Shunday qilib, xorijiy modellar umumiy rivojlanish yo‘nalishi - ishlab chigaruvchi
va iste’molchi o‘rtasidagi o‘zaro munosabatlar asosida interaktiv marketingni

17 O‘zbekiston Respublikasi Markaziy bankining rasmiy veb-sayti - cbu.uz ma’lumotlari asosida muallif tomonidan
tuzildi.
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shakllanishiga ega. Mamlakatimiz ilmiy tadgigotlari sohasida hozirgacha xalgaro
marketing tadqgigotlarida tan olingan xizmatlar marketingi modeli mavjud emas.
An’anaviy ravishda, mamlakatimiz mutaxasislari “4P” konsepsiyasi negizida alohida
xizmatlar ko‘rsatish usullarini ishlab chigarish bilan cheklanib golmogdalar. Shunday
qgilib, turli xil xizmatlar marketingi modellarini tahlili asosida quyidagi xizmatlar
marketingi modelini taklif etamiz.

[ Iste’molchilar

/ \

Xodimlar Ta’minot

Xizmatlar 1 % ﬁ éﬁr? Tijorat
Xususiyati <\I Bank
/[\ / boshqaruvi \ /F

_____________________________________________________________

> - Iste’molchilarga ko‘rinadigan omillar va jarayonlar
 — 5 : Cpi : : :
- Iste’molchilarga ko‘rinmaydigan omillar va jarayonlar
4-rasm. Bank xizmatlari bozorini rivojlantirishning marketing modeli*®

Ushbu modelda bankning barcha jarayonlari iste’molchilar uchun ko‘rinadigan va
ko‘rinmaydigan sohalarga bo‘linadi. Ko‘rinmaydigan jarayonlar mohiyati shundan
iboratki, ular tashkilot xarakterini keltirib chigaradi. Tashkilot boshgaruvi
ko‘rinmaydigan jarayonlar ma’lumotlari asosida ichki marketingni tashkil ettiradi.
Ular standartlashtirish, jarayonlarni algoritmlash, yuqori xizmat Kko‘rsatish
madaniyatini shakllantirish, xodimlarni rag‘batlantirish tizimini ishlab chigarishdan
iborat. Iste’molchilik harakati ko‘rsatilgan xizmatlar negizida chetdagi iste’molchilar,
mijozlar fikrlarini shakllantirish va boshgaruv tizimidagi marketing miks majmuasi
orgali tashkil etiladi. Marketing miks majmuasi aniq xususiyatga ega. Barcha unsurlar
o‘zaro bog‘liglikka ega, marketingning umumiy samaradorligi barcha unsurlarning
alohida samaradorligiga bog‘lig. Bunda majmuaning 6 unsuri tanlandi. Dastlabki 4
unsur marketingning an’anaviy xarakteriga ega. Ammo ularning shakllanishi tashkilot
boshgaruvining ichki marketing sohasida faoliyati natijasi hisoblanadi.

Dissertatsiya ishining “Tijorat banklarda xizmatlar samardorligini
oshirishda marketing strategiyasini shakllantirish” deb nomlangan uchinchi bobida
bank xizmatlari samaradorligini oshirishda marketing strategiyasi, bank xizmatlari
samaradorligini oshirishda ragamli marketingdan foydalanish, bank xizmatlarini

18 Muallif ishlanmasi
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takomillashtirishda marketing samaradorligini oshirish istigbollari ilmiy jihatdan ochib
berilgan.

Bank faoliyatining o°ziga xos xususiyatlari bank biznesidagi marketingning
barcha tarkibiy gismlarida, shu jumladan uning maqgsadi, vazifasi, funksiyalari va
tamoyillarida namoyon bo‘ladi. Bank marketingining magsadi shunday moliyaviy
xizmatlarni yaratish va ularni mijozlarning ehtiyojlarini eng yaxshi tarzda
gondiradigan va bank uchun foyda keltiradigan tarzda tagdim etishdan iborat.

[ Marketing strategiyasining maqsad va yo‘nalishlarini belgilab olish }

T

[ Amaldagi vaziyat tahlili natijalariga ko‘ra maqsadli ko‘rsatkichlar }

o‘rnatiladi

J

Bank menejmenti yo‘nalishlari tasdiglanadi }

1

Belgilangan maqgsadlarga erishish uchun amalga oshiriladigan chora- }

tadbirlar aniglanadi

5-rasm. Bank marketing strategiyasini ishlab chigish bosgichlari®.

Bankning marketing strategiyasini ishlab chigish bank o‘z oldiga go‘yadigan
magsad va Yyo‘nalishlarni belgilab olishdan boshlanadi hamda marketing
strategiyasining asosi bo‘ladi. Undan kelib chiggan holda xatto bankning tashkiliy
tuzilishi shakllantiriladi hamda tagdim etiladigan bank mahsulotlari turlari va magsadli
ko‘rsatkichlar belgilab olinadi.

Ikkinchi bosgichda bankning moliya bozoridagi o‘rni, ko‘lami baholanadi,
mijozlar guruhlarga ajratiladi.

“Yoshi kattalar va pensiya yoshidagilar guruhi”ga, asosan, 50 yoshdan oshgan
aholi kiritiladi. Ular doimiy tushumga ega, xarajatlari kamroq, mablag‘larni tejash
ko‘nikmalariga egaligi bilan ajralib turadilar hamda aksariyat gismining na uzoq
muddatli na qisga muddatli kreditlari mavjud bo‘ladi va ortiqcha jamg‘armalarni ham
saglaydilar. Bu guruh vakillari bank xizmatlaridan kam foydalanganligi uchun ham
banklar ular bilan alogalarni o‘rnatish va rivojlantirishga e’tibor garatishlari lozim.
Yoshi katta fugarolar tabiati nozik bo‘lganligi sababli ularga xizmat ko‘rsatish maxsus
darchalar yoki aloga usullarini joriy gilingani ma’qul.

18 Muallif ishlanmasi
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Yoshi kattalar va voshlar hamda
pensiya _
yoshidagilar guruhi talabalar guruhi

N

Marketing nuqtai
nazaridan bank
mijozlari
guruhlari

)

Yuqori daromadli,
o‘rta yoshdagilar
guruhi

6-rasm. Bank mijozlarining marketing nuqtai nazaridan guruhlari?.

“Yoshlar hamda talabalar guruhi”da 30 yoshgacha bo‘lgan aholi gatlami gamrab
olingan bo‘ladi. Ular, asosan, mablag‘lari nisbatan kamroq fuqgarolar, talabalar hamda
vaqtinchalik ishsizlar bo‘lganligi sababli

“Yuqori daromadli, o‘rta yoshdagilar guruhi’ning aksariyat qismi puldor, bank
kreditlaridan foydalanmaydigan, o‘rtacha 40 yoshdagi shaxslardan tashkil topgan.
Ulardan bir tomondan omonat jalb qgilish salohiyati mavjud bo‘lgan guruh sifatida
ko‘rib chigilsa, boshga tomondan ular bankning ekskluziv xizmatlaridan foydalanishi
mumkin bo‘lgan mijozlar nugtai nazaridan baholanishi mumkin.

Bankning marketing strategiyasini ishlab chigishning uchinchi bosgichida ishlab
chigilgan bank xizmatlarining ragobatbardoshligi, sifati va mijozlar xohishiga mosligi
baholanadi.

Oxirgi bosgichda bank oz oldiga go‘ygan magsadlarga erishish uchun amalga
oshirilishi ko‘zlangan chora-tadbirlar ishlab chigiladi. Albatta, ragobat tufayli mavjud
sharoitlar o‘zgarishi mumkinligi sababli marketing strategiyasiga o‘zgartirishlar
Kiritilishi mumkin.

Ragamli transformatsiyalash sharoitida bank xizmatlari marketingidan samarali
foydalanish bank mijozlariga kerakli ma’lumotlarni oz vaqtida yetkazishda vaqgtni
tejash imkoniyatini yaratadi.

Tijorat banklari tomonidan ragamli kanallar orgali marketing so‘rovnomalarini
o‘tkazish, ijtimoiy tarmoglarda savol javob tarigasidagi marketing tadgigiqotlarini olib
borishi, bank xizmatlarini videoroliklar orgali to‘lig ma’lumotni yetkazish amaliyotlari
joriy gilingan. Biroq, bank xizmatlari mijozlari hulg-atvori, moliyaviy xavfsizligi va
boshgalardagi o‘zgarishlarni aniglash uchun ularni doimiy ravishda o‘rganishning
zamonaviy usullaridan foydalanish muhim ahamiyat kasb etib, bank xizmatlarini
ommabopligini oshirishga ko*maklashadi deb hisoblaymiz.

20 Yan, X.; Li, Y.; Nie, F.; Li, R. Bank Customer Segmentation and Marketing Strategies Based on Improved DBSCAN
Algorithm. Appl. Sci. 2025, 15, 3138. https://doi.org/10.3390/app15063138
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Fikrimizcha, hozirgi globallashuv sharoitidagi axborotlarning ko‘pligini inobatga
olib bank marketingi xizmatidan ragamli marketing usullaridan foydalanish zarur.
Shuningdek, bank xizmatlari bozorida marketing faoliyati bilan bog*lig muammolarini
o‘rganishda bank faoliyati samaradorligini oshirishning muhim omili hisoblangan
aholi va xo‘jalik yurituvchi subyektlarning bo‘sh mablag‘larini bank sektoriga jalb
etishning istigbolli yo‘llarini izlab topishda marketing tamoyillaridan foydalanishning
ahamiyatli tomonlari yetarlicha tadgiq etilmagan. Shunday qilib, butungi ragamli
transformatsiya sharoitida bank xizmatlari iste’molchilarining xatti-harakatini
o‘rganish — murakkab va ko‘p mehnat talab etadigan jarayondir.

Ragamli texnologiyalar ikki tomonlama ta’sir ko‘rsatmoqda. Bir tomondan,
innovatsiyalar banklar uchun ragobatbardoshlikni ta’minlamoqda. Boshga tomondan,
ularni muvaffagiyatli amalga oshirish muhim ahamiyatga ega infratuzilma, inson
kapitali va tartibga solish amaliyotlarida namoyon bo‘Imoqda.

4 - jadval

Ragamli texnologiyalarni tijorat banklari faoliyatiga ta’siri®

T/R Faoliyat sohasi Qo‘llaniladigan
texnologiyalar

0z o‘ziga xizmat ko‘rsatish

Kutiladigan natija

1 | Xarajatlarni Operatsion va mehnat

kamaytirish uskunalari, sun’iy intellekt xarajatlarining gisqarishi
Xizmat ko‘rsatish Mobil ilovalar, internet 24/7 rejimida ximat ko ‘rsatish,
tezligi banking vagtni tejash

Mijozlar bilan Chatbot, CRM tizimlari, Mijozlar moyilligi va

muloqot avtomatik xabarnomalar ishonchining ortishi
Tavakkalchiliklarni Big data, sun’iy intellekt, Tavakkalchiliklarni zudlik bilan
boshqgarish avtomatik baholash aniqlash va kamaytirish

5 | Kreditlash jarayoni Onlayn kreditlash hamda
so‘rovnoma platformalari

Big data tahlillari, magsadli

Kreditlashning soddalashtirilgan
tizimi
Samarali reklama, aniq

6 | Marketing va tahlil

reklama

segmentlash

Kiberxavfsizlik

Xavfsizlik cheklovlari,
biometrik tekshiruv

Ma’lumotlar xavfsizligi va
ishonchliligi

Xodimlar ko‘nikmasi

Elektron ta’lim tizimlari,
masofaviy mashg‘ulotlar

Zamonaviy ko‘nikmalarning
shakllanishi

Bank infratuzilmasi

Bulutli texnologiyalar,

Moslashuvchan va kamxarj

infratuzilma

internet jixozlari

Tijorat banklari faoliyati samaradorligini oshirishda mobil bank, onlayn
kreditlash, elektron to‘lov tizimlari va sun’iy intellekt imkoniyatlaridan foydalanish
mijozlar bilan mulogotni yangi darajaga ko‘tarishda ham yordam bermogda. Ammo,
kichik banklar uchun bunday texnologiyalarni go‘llashda ko‘p resurslar va texnik
bilimlarni talab qilishi hamda ragamli infratuzilmasi yetarlicha rivojlanmaganligi
jixatidan noqulayliklarni keltirib chigarishi mumkin. Yana bir muammo ragamli
texnologiyalar rivojlanishi bilan kiberxavflarning ortib borishi bilan bog‘lig.

2L A.Sh.To‘rayev. Directions for improving service efficiency in banks through digital technologies. Eurasian Scientific
Herald. Volume 46| August 2025 ISSN: 2795-7365. www.geniusjournals.org
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O‘rganilgan ma’lumotlar marketing strategiyalari va marketing samaradorligi
o‘rtasida sezilarli ijobiy bog‘liglikni ko‘rsatadi. Marketing strategiyalari marketing
samaradorligidagi o‘zgarishlarning 73,2 foizini tashkil etadi??.

[jtimoiy media ham bank xizmatlarini marketing vositasidir. Banklarning 76 foizi
foydalanadigan “Facebook” turli ijtimoiy media vositalari orasida eng ommabop
bo‘lib, 37 foiz bilan Twitter ikkinchi o‘rinda turadi. Ijtimoiy tarmoqlardan
foydalanishning asosiy sabablari muloqot va ragobatbardoshlik hisoblanadi.

O‘zbekiston Prezidenti Shavkat Mirziyoyev 2018-yil 23-mart kuni “Bank
xizmatlari ommabopligini oshirish bo‘yicha qo‘shimcha chora-tadbirlar to‘g risida’gi
garorni imzoladi. Hujjat bank xizmatlari iste’molchilarining huqug va qonuniy
manfaatlariga, aynigsa, hududlarda rioya etish hamda moliyaviy ochiglikni
kengaytirish, shuningdek, xizmat ko‘rsatish madaniyati va bank tizimiga bo‘lgan
ishonchni yanada oshirishdagi mavjud muammo va kamchiliklarni bartaraf etishga
garatilgan.

Boustani sun’iy intellektning Osiyoning rivojlanayotgan mamlakatlaridagi
banklar mijozlari va xodimlariga ta’sirini o‘rganib chiqdi. Tahlil miqgdoriy
tadgigotlarga asoslangan model va regressiya modelidan foydalangan holda amalga
oshirildi. Natijada, sun’iy intellekt bank operatsiyalari sifatini oshirib, bankning
marketing salohiyatini bashorat gilish va baholash uchun amaliy mezon bo‘lib xizmat
gilishi aniglandi?3.

Banklar bilan ishlashlari mumkin bo‘lgan muassasalar gatoriga ilmiy-ommabop
nashrlar, shifoxonalar, sanoat, turizm hamda notijorat kompaniyalarni Kiritish mumkin.
Kooperativ marketing amalda kam qo‘llaniladigan, ammo imkoniyatlari keng
marketing strategiyasidir.

Fikrimizcha, O‘zbekiston banklarida marketingni rivojlantirish uchun quyidagi
chora-tadbirlarni amalga oshirish kerak:

mijozlarning ehtiyojlarini chuqur o‘rganish, ularning talablarini gondirishga
mo‘ljallangan mahsulotlar va xizmatlarni yaratish, mijozlar bilan munosabatlarni
mustahkamlash va ularga yaxshi xizmat ko‘rsatishga asoslangan yondashuvni joriy
etish;

veb-saytlar, mobil ilovalar, ijtimoiy tarmoglar, elektron pochta marketingi va
boshga onlayn vositalar orgali mijozlar bilan samarali aloga qurish va ularning
ehtiyojlarini gondirish;

ma’lumotlarni to‘plash va tahlil gilish uchun zamonaviy tizimlarni joriy etish,
mijozlarning xarid tarixi, moliyaviy holati, talablari va boshga ma’lumotlarni tahlil
qilish;

O‘zbekiston bozoridagi talab va ehtiyojlarga mos keladigan innovatsion xizmatlarni
yaratish, Fintex kompaniyalari bilan hamkorlik qilish, Blockchain texnologiyasini
go‘llash, sun’iy intellekt va boshga innovatsion yondashuvlarni joriy etish;

O‘zbekistonning ijtimoiy-iqtisodiy rivojlanishiga hissa go‘shadigan ijtimoiy
mas’uliyat loyihalarini amalga oshirish;

22 Marwah M. 1., Aymen B. R. The Impact of Banking Marketing Strategies on Improving the Efficiency of the Marketing
Performance.Migration Letters. Volume: 20, No: S9(2023), pp. 1401-1412. ISSN: 1741-8984 (Print) ISSN: 1741-8992
(Online). www.migrationletters.com

23 Boustani N M. Artificial intelligence impact on banks clients and employees in an Asian developing country. Journal
of Asia Business Studies, 2022, 16(2): 267-278.
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bank xodimlarining marketing sohasidagi bilim va malakalarini oshirish,
marketingning zamonaviy usullarini o‘rgatish;

marketing bo‘limining bankdagi rolini kuchaytirish, ularga kengroq vakolatlar
berish, marketing bo‘limiga bank faoliyatini strategik rejalashtirish bo‘yicha garorlar
loyihalarini ishlab chigish vazifasini yuklash.

XULOSA

Mazkur tadgigot ishida marketingning asosiy konsepsiyalari, jumladan,
mijozlarga yo‘naltirilganlik, ragobatbardoshlik, brend imidji va foydani oshirishga
e’tibor qaratildi hamda:

1. Bank xizmatlari marketingining asosiy instrumentlari, ya’ni mahsulot, narx,
tagsimlash, reklama va targ‘ibot, mijozlar bilan munosabatlarni boshqarish tizimlari
batafsil ko‘rib chigildi;

2. Bank xizmatlari marketingida ma’lumotlarni to‘plash, tahlil gilish va ulardan
foydalanishning ahamiyati tadqiq qilindi;

3. Xorijiy mamlakatlarda bank xizmatlari marketingining eng yaxshi amaliyotlari
tahlil qgilindi va Oc¢zbekiston sharoitiga moslashtirish bo‘yicha tavsiyalar ishlab
chiqildi;

4. Tahlil natijalariga ko‘ra, O‘zbekistonning tijorat banklarida marketing
instrumentlaridan foydalanish darajasi hali ham yetarli darajada emas. Banklar oz
xizmatlarini  reklama qilish, mijozlarning ehtiyojlarini aniglash va ularga
shaxsiylashtirilgan xizmatlarni taqdim etishda hamon muammolar mavjud. Ragamli
marketing instrumentlaridan foydalanish ham yetarli darajada emas;

5. Mamlakatimizdagi tijorat banklari marketing strategiyalarini takomillashtirish,
mijozlarga yo‘naltirilganlikni oshirish va ragamli marketing instrumentlaridan
foydalanishni kuchaytirish bo‘yicha chora-tadbirlarni ishlab chigish lozim;

6. O‘zbekistondagi tijorat banklari faoliyatida marketing instrumentlaridan
foydalanishning amaliy misollari keltirildi. Marketing instrumentlarini samarali
go‘llashda ma’lumotlarni to‘plash, tahlil gilish va ulardan foydalanishning ahamiyati
o‘rganildi;

7. Tijorat banklarida marketing strategiyasini takomillashtirish bo‘yicha chora-
tadbirlarni  amalga oshirishi, innovatsion xizmatlarni  yaratishi, ragamli
texnologiyalardan foydalanishni  kengaytirishi, mijozlar bilan munosabatlarni
mustahkamlashi, xodimlarning malakasini oshirishi va marketing bo‘limining rolini
kuchaytirilishi lozim.

HAYUYHBIN COBET DSc.03/2025.27.12.1.06.04 IO MPUCYXKJIEHUIO
YUYEHBIX CTENNEHEH ITPU YPITEHYCKOM I'OCYIAPCTBEHHOM
YHUBEPCUTETE UMEHU ABY PAUXAHA BEPYHHU

YPTEHUYCKHNU 'OCYJAPCTBEHHBIN YHUBEPCUTET UMEHHU ABY
PAMXAHA BEPYHU
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BBenenue (anHoTaN U AUccepTanuu AokTopa ¢punocoduu (PhD) )

AKTYaJIbHOCTb M BOCTPe0OOBAHHOCTHL TeMbl auccepranmuv. B pa3Butuun
MHUPOBOM SKOHOMHUKH BO3pPACTaeT poOjb OAHKOBCKOIO ceKkTopa. Pacxonbl MHpOBOM
O0aHKOBCKOW CUCTEMBI HaA MApKETUHTOBBIC onepanuu B 2023 roay gocTturia 82 Mipa.
nosmapoB CIHIA. HenpaBunbHO paspaboTaHHasi MapKETHHTOBAs CTPATETUS MOXKET
MPUBECTH K CHWKEHUIO YAOBIETBOPEHHOCTU KJIMEHTOB U JIa)K€ YBEIUYUTH
BEPOSITHOCTh UX yXoAa. OUHAHCOBBIE OPTraHU3ALMH €KErOJHO TEPAIOT B cpeaHeM 15
MPOIIEHTOB CBOMX KIMEHTOB. CHIbHasi KOHKYpPEHTHAasl cpejlla, U3MEHEHHE CIIPOCOB
KJIIMEHTOB U OBICTPOE pa3BUTHE ITU(PPOBHIX TEXHOJIOTUN BBIHYXIAOT OAHKH MOBBIIIATH
3 PEKTUBHOCT, CBOMX YCIYr, OOEClNeuuBaTh YJAOBJICTBOPEHHOCTh KIMEHTOB U
MaKCUMU3UPOBATh MPUOBUTb. JTO, B CBOIO OuYepelb, MOBBIIIAET 3HAYUMOCTH
MapKeTUHra OAaHKOBCKHUX YCIIYT.

B mupe mnpoBoauTcs psi HayYHBIX HCCIEAOBAHUM MO HW3YYEHHIO WMUIKA
KOMMEpPYECKUX OaHKOB, YBEJIMUYCHHIO OXBAaTa KJIMEHTOB, YIYUIICHHIO (DMHAHCOBBIX
nokasaresiel, a TakyKe poJIu U 3HAUeHUSI MAPKETHUHTOBBIX UCCIIECOBAHUI U CTpATETrHil.
B uyacTHOCTH, MOBBIIIEHWE KOHKYPEHTOCIMOCOOHOCTH OaHKa, MPHUBIICUCHHE HOBBIX
KJINEHTOB, MOBBIIICHUE JIOSUIBHOCTH KJIMEHTOB U YCUJICHUE MapKETUHTOBOIO MOIX0/1a
K YBEJIMYEHUIO MPUOBLIH, UCIIOJIH30BAHUE PA3TIMYHBIX MAPKETUHTOBBIX HHCTPYMEHTOB
u  usMepeHue HOPEKTUBHOCTH TMPUMEHEHUS Pa3IMYHBIX CTpaTerui, MOUCK
BO3MOKHOCTEH HCIOJIb30BAaHUSI MHCTPYMEHTOB COIMAIBHBIX ceTed W IU(POBOIO
MapKETHUHTa SIBJISIOTCS IPUOPUTETHHIMU HAIIPABICHUSMH.

B OankoBckom cexkrope HoBoro VY30ekucrana mnpoBonarcs Bc€ 0Oomee
MaciTabuble pedopMbl 1O COBEPIICHCTBOBAHUIO MAPKETHMHTOBBIX CTpaTeruid,
MOBBIMICHUIO  KIMEHTOOPUEHTUPOBAHHOCTH,  A(PPEKTUBHOMY  HCIIOJIb30BAHUIO
WHCTPYMEHTOB LIM(PPOBOTr0 MApKETUHTA U TOBBIIMICHUIO A(DPEKTUBHOCTH OAHKOBCKUX
yemyr. Ykazom [Ipesuaenta Pecny6nuku V36ekucran No YII-5992 ot 12 mas 2020
rojia TaKXe MOCTaBJIEHbI 33Ja4i N0 BHEAPEHUIO HOBBIX KOHUEMIUN U TEXHOJIOTUN B
NEeSTETbHOCTh KOMMepueckux OaHkoB. I[loaToMy mnoBbiieHne 3(PGEKTUBHOCTH
O0aHKOBCKUX YCIYT TpeOyeT U3yueHusi MApKETUHTOBOM CTpaTeruu, AEMOHCTpAIUU €€
NPaKTUYECKOM 3HAYUMOCTH U TPEIOCTABICHUS KOHKPETHBIX PEKOMEHIAIMM
KOMMEPYECKUM OaHKaM.

JlaHHOE IUCCEPTAMOHHOE HUCCIEIOBAHUE B OIPEIEICHHOM CTEIEHU CIYKUAT
BBITIOJIHEHUIO 33J]a4, MPEeAyCMOTpeHHbIX B Ykazax Ilpesumenra PecmyOnuku
V36ekucran YII-60 ot 28 smBaps 2022 roma «O Crparterum pas3Butus Hosoro
V36ekucrana Ha 2022-2026 roasr,» YII-158 ot 11 cents6ps 2023 roga «O Crpareruu
«¥Y30ekuctan-2030,» YII-132 ot 30 aBrycra 2024 roma «O Mmepax Mo peaau3aiuu
3a/lay, OMpeACNEHHBIX B YETBEPTOM OTKpbITOM auanore lIpesumentra PecmyOnuku
VY36ekucrtan ¢ npeanpuaumarensamu,» Y11-5992 ot 12 mas 2020 roga «O Crpareruu
pedopmupoBanus O0aHKOBCKOM cuctembl Pecnyonmukm Y30ekuctan Ha 2020-2025
T'OJIBI,» ITocTanoBneHUSIX [Ipe3unenta PecnyOnuku V30ekucran
[1I1-3439 ot 20 nexabps 2017 roma «O mMepax MO JajgbHEHIIEMY MOBBIIICHUIO
3 ()EKTUBHOCTH  COTPYJHUYECTBA C  MEXKIYHAPOIHBIMU U  3apyOeKHBIMU
(UHAHCOBBIMHU HHCTUTYyTaMH,» a TaKXke B JIpyTUX HOPMaTUBHO-TIPABOBBIX
JIOKyMEHTaX, MPUHATHIX B JAHHOU cdepe.
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CooTBeTcTBHE HCCIEA0BAHMS NPUOPUTETHBIM HANPABJEHUSM Pa3BUTHS
HAYKH M TeXHOJIOTHil pecny0mku. J[uccepTalilmoOHHOE UCCIEIOBAHUE BBIIIOJIHEHO B
COOTBETCTBUM C NPUOPUTETHHIM HAIMpPABICHHUEM pa3BUTHSI HAYKH M TEXHOJOTHUI
pecniyonuku I. «/lyXOBHO-HPABCTBEHHOE M KyJIbTYPHOE Pa3BUTHE JEMOKPATUUECKOTO
U TIPaBOBOTO OOIIECTBa, POPMHUPOBAHNE MHHOBAIIMOHHOM SKOHOMUKH».

Crenedb u3y4éHHOCTH mpoOJeMbl. TeopeTuueckue, TMPaKTHYECKUE U
METOJIOJIOTUYECKUE ACIIEKThl MPOBEACHUS MAPKETUHIOBBIX HCCIIEOBAHHUI B KaXIOU
OpraHu3alliy, BKIIFOYasi OAHKH, pa3pabOTKH HOBBIX MAPKETUHTOBBIX CTPATErwil U UX
MPAKTUYECKOTO0 MPUMEHEHUsI OTPAKEHBI B paboTax psga 3apyOeHBIX YUEHBIX —
Kpuctun Ouubto, Huren Yar, Tepenc un, OBenmun Dpiauy, ptok Panennu, Jloner
Buxkrop, Onyapa Uperuen, @.bpaccunrron, C. Iletut u apyrux vccienoBaTeneil.

TeopeTnueckre H METOJOJIOTUYECKHE AaCHEKThl MApPKETMHIAa B CTpaHax
ConpyxectBa HezaBucumbix ['ocygapcTB OblUTH TPEAMETOM HCCIIEAOBAHUS B paboTax
takux yu€HblXx, kak A.C.BopoxyHn, [.H.Bnamycnasne, O.M.JIaBpymuHa,
I'.Il.Koniraea, A.Il.XomxkabaeBa, K.A.Cmupnosa, T.E.Huxkutuna, A.M.TaBcuena.
OTUMH yYCHBIMHA YJCIICHO BHUMAaHHE CHENU(DPUUECKMM acreKTaM MapKETHUHTOBBIX
METOJOB M CTpAaTEeTui, UCIOJIb3yeMbIX B OaHKax, a TakKe PEKOMEHIAIUSM IO HX
BHEJIPEHUIO B MPAKTUKY PA3IUYHBIX (PUHAHCOBBIX OpTraHU3aIlUi.

OcHOBBI 0aHKOBCKOTO MApKETHMHIa, MEXaHU3MbI U 3aJlaud €ro MPUMEHEHUS B
npoiiecce padboThl (UHAHCOBBIX YUPEKICHUN, IEHCTBYIOMMX B Y30EKHCTaHE,
HEKOTOphIE OpPraHU3aIlMOHHBIE BOIPOCHI, CBSI3AHHBIE C €0 COBEPILIEHCTBOBAHUEM,
OTpPa)KEHbI B HAYYHBIX pa00Tax TaKUX y30€KCKUX CIIELMATUCTOB, Kak A.A. A3naposa,
M.M. AolnypaxmanoBa, P.Amumona, XK. KamomoBa, M.XortamoBa, T.Axpamosa,
O.A.Oprtuxosa, @®.1.Mup3aesa, H.K.Aynomesa, M.M.A3snaposa,
['.}O.Xomxamyparona.

OnHako, HECMOTPSL Ha TO, YTO B MCCJIEAOBAHUSX BBIMIECYNOMSHYTHIX YUE€HBIX
ITUPOKO OCBEIIAIOTCS] BOMPOCHI PA3BUTUSI MAPKETHUHTOBBIX CTpaTervii B 0aHKOBCKOM
MpPaKTUKE HaIIeld CTpaHbl, CYIIECTBYET HEOOXOAMMOCTh KOOPJWHAIMH YCIOBUN
CONPOTHUBJIEHUS MPU €0 MPAKTUUECKOM MPUMEHEHUN B 9KOHOMUKE HAIlIEW CTPAHbI, U
pa3paboTKa MPaKTUYECKUX MEXAHU3MOB, CBSI3AHHBIX C OOYYEHHUEM METOJAMYECKUX U
COOTBETCTBYIOIIMX CIELUUAIMCTOB, SIBIASETCS OJHUM U3 aKTyaJlbHbIX BOIPOCOB.
Henocrarounas nu3y4€HHOCTh 3TUX MPOOJIEM U MX HAYyYHO-TIPAKTUYECKAsi 3HAYMMOCTh
MOCITY KWK OCHOBAaHUEM JTsl BRIOOpA UX B KAYECTBE TEMBI IUCCEPTAIUH.

Heabo wucciaenoBaHusi SIBIAETCS aHAIW3  MAapKETUHIOBBIX  CTpaTerui
KOMMEpYECKUX OaHKOB, pa3pabOoTKa HAy4YHO-NPAKTHUECKUX MPEIJIOKEHUN U
PEKOMEHJAIM MO HUCHOJIb30BaHUIO MApPKETUHTOBBIX CTpPATEruii, HANpaBICHHBIX Ha
NOBBIIEHHE 3(PPEKTUBHOCTU OAHKOBCKHUX YCIIYT.

3amaum ucciie0BaHNA:

HCCIIEIOBAHUE TEOPETUUECKUX OCHOB MOBBIMICHUS 3()(PEKTUBHOCTU YCIyr M
3HAUYCHUSI MAPKETUHTa B HUX;

aHaJIu3 TEKYILIEro COCTOSIHHUS MAapKETHMHIOBBIX CTPATETUid, HCIOJIb3YEMbIX B
MPAKTUKE KOMMEPUYECKUX OaHKOB;

OIleHKa KOHKYPEHIIMM Ha pbIHKE OaHKOBCKUX YCIYT U TPOBEJCHUE
MAapKETUHIOBOTO aHaju3a €€ pa3BUTHS;
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M3YYCHHE POJH MAapKETHHTOBBIX HHCTPYMEHTOB B MOBBIIICHUH 3(PHEKTUBHOCTH
OAaHKOBCKHUX yCIIYyT;

000CHOBaHKE BO3MOYXHOCTH HCIOJb30BaHUS MEPEAOBOTO 3apyOEKHOTO OIBITA B
npakTUKe  Y30eKkucraHa 1O  TOBBIMIEHHWIO  KIMEHTOOPHEHTHPOBAHHOCTH,
3¢ (eKTUBHOMY IPUMEHEHUIO THCTPYMEHTOB IIU(PPOBOTO MAPKETUHIA U MOBBILIECHUIO
3¢ (HEeKTUBHOCTH OAHKOBCKHUX YCIIYT;

pa3paboTka NpeUIOKEHUH W PEKOMEHJAIMil, HAalpaBJIEHHbIX Ha IOBBIIIEHUE
SKOHOMMKH CTPaHbI, B TOM YHUCII€ PETMOHOB, HA OCHOBE OLIEHKH OCYIIECTBIISEMbIX
OpPTaHM3AIlMOHHBIX MEp MO0 COBEPIICHCTBOBAHUIO MAapKETWHTOBOW CTpaTeruul B
OaHKOBCKOM CeKTOpe Y30eKucTaHa.

O0beKTOM HMCCiIeJ0BaHUS SIBISIOTCSA KOMMEpUYECKrue OaHKH, NeHCTBYIOLIUE B
Pecnybnuke V30ekucraH.

IIpenmeTroM  uccrnefoBaHus — SBISAIOTCA ~ MapKETUHTOBbIE  CTpaTeruu
KOMMeEpUecKHX  OaHKOB  Hallel  CTpaHbl, MAapKETHUHIOBbIE  HMHCTPYMEHTBI,
HalpaBJICHHbIE HA MOBbIIIEHUE 3()(PEKTUBHOCTH OAaHKOBCKUX YCIYT, M MpPaKTHKa UX
MPUMEHECHHUS.

Mertoabl wucciaeaoBaHMsa. B uCClIeIOBaHMM  HCIOJB30BATUCH  METOMAbBI
JIOTUYECKOTO MBIIUIEHUS, CHCTEMHOTO aHalln3a, AHKETUPOBAHUS, aHAJIM3a U CUHTE3A,
CTaTUCTUYECKOW TPYNIUPOBKU U CPABHUTEIHHOTO aHaTK3a, aOCTPaKTHO-TOTHIECKOTO
MBILUICHHS], MATEMaTHUYE€CKON CTATUCTUKH.

Hayunasi HOBH3HA HcCJIeJ0BAHUSI BKIIOUALT:

MpenaokeHa MapKEeTHHTOBas MOJENb KOMIUIEKCHOTO Ppa3BUTHUS  PBIHKA
OaHKOBCKHUX yCIIyT, OCHOBaHHAasl Ha XapaKkTepe YCIyT, LIECHOBOU MOJIUTUKE, TOBEIEHUN
COTPYJIHUKOB U B3aUMOJICUCTBUU C KIMEHTAMHU JJs1 TOBBIMICHUS 3((HEKTUBHOCTH
OAHKOBCKHX YCIIYT;

npeyioKeHa MapKeTUHTOBas cTparerus mo 3()(EeKTUBHOMY HCIOJIb30BAHUIO
KIIMEHTOOPUEHTUPOBAHHOTO TMOJAX0Ma, IM(POBBIX TeXHOJOTH u Super App
(MO3BOJAIOIMX KIUEHTaM YTMPaBIATh IUIaTeKaMHU, KpPEAUTAMH, WHBECTULIUAMH,
CTpaXxOBaHMEM U OHJIAWH-yCIyraMyd B OJHOM MECTe€) JUJIsl TOBBIIICHHUS KauyecTBa
OAaHKOBCKHUX YCIIYT;

npenygokeHa cxema 3(QQEKTUBHOTO HCIOIb30BaHUS LHU(PPOBOrO MapKETHUHTA
KOMMeEpUeCKMMU OaHKaMU Ha OCHOBE OTKPBITHIX JaHHBIX (COIMAIbHBIE CETH, BeO-
CaiTbl) TI0O OCHOBHBIM HAINPaBIEHMSIM MAapKETHMHIOBOW cTpaTeruu  OaHka
(MpUOPUTETHBINA CErMEHT KIMEHTOB, 0AHKOBCKME NMPOIYKTHI U PETHOHBI);

pa3paboTaHbl NPOTHO3HBIE 3HAYEHUS OOIIMX JEMO3UTOB, IPUBJICUYECHHBIX B
pe3ynbTare NPUMEHEHHUsI MAPKETUHTOBBIX CTPATEruil B EATEIBHOCTH KOMMEPUYECKUX
0ankos, 10 2030 roxa.

OCHOBHOE COIEPKAHUE JUCCEPTALIUMN.

Bo BBegeHuM 00OCHOBaHbl aKTyalbHOCTb M BOCTPEOOBAHHOCTH TEMBI
JUCCepTaIK, OXapaKTEepU30BaHbl LEeNb U 3aJ1a4k, OOBEKT U MPEAMET UCCIIETOBaHMUS,
IIOKa3aHO COOTBETCTBUE MNPHUOPUTETHBIM HANPAaBICHUAM PA3BUTHS HAYKH H
TEXHOJIOTHI pecityOIMKHY, U3JI0KEHBI HayuyHass HOBU3HA U IPAKTUYECKUE PE3YIIbTaThl
UCCIICIOBAHNs], PACKPBITHI JOCTOBEPHOCTb, HAY4YHAsl M IIPAKTUYECKAs 3HAYUMOCTb
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pEe3yabTaTOB MCCIEIOBaHUS, NPHUBEACHBI CBEACHUS O BHEAPEHUHU PE3YJIbTATOB
VICCIIEIOBAHMSI B TIPAKTUKY U CTPYKTYpPE TUCCEPTALIMH.

B mepBoil rmaBe auccepranuu, oO3aryiaBlieHHONM «TeoperMyeckre OCHOBBI
NOBbIIEHUA JIPPEeKTUBHOCTH OAHKOBCKUX YCJIYI» HCCIEIOBAHbBI TEOPETHKO-
METOJIOJIOTUYECKUE OCHOBBI  TOBBIIEHUS 3(PPEKTUBHOCTU YCIYr, 3HAaYCHHE
MapKeTUHra B TOBBILEHUU 3(P(HEKTUBHOCTH YCIYr B KOMMEpYECKHX OaHKax,
3apyOCKHBIA OMBIT TMPUMEHEHUsS MapKEeTUHTa B TOBBINIEHUU 3(P(HEKTUBHOCTU
OAHKOBCKHX yCIIYT.

Ceroans, Koraa MUpOBasi SdKOHOMHKA Pa3BUBAETCS OBICTPHIMH TEMIIAMHU, CaMO
BpeMsi TpeOyeT MOJEpPHM3AIMH CYILIECTBYIOIIUX OTpacieil SKOHOMHUKH, BHEIPEHUs
HOBBIX TEXHOJIOTHH B KOKAYIO OTPaciib YKOHOMUKHU, BKJII0UYasi OaHKOBCKYIO cdepy, B
COOTBETCTBHM C COBPEMEHHBIM Pa3BUTHEM.

B Hameil pecny6muke oco0oe BHMMAaHME YJENSETCS BBHIBOAY 3KOHOMHUKU Ha
HOBBII YPOBEHb Pa3BUTHUS, BHEIPEHUIO LU(POBBIX TEXHOJIOTHH B 3Ty chepy. ITOT
BOIIPOC OIPENENEH B KaueCcTBE OJHOTO W3 TNPUOPUTETHBIX HAIpaBICHUU
roCyJapCTBEHHOM MONUTUKUA. B wyactHocTH, B Crparerun paszsutuss Hooro
V36ekucrana Ha 2022 - 2026 T0oaBI OTAEIBHO OMNpeeeHbl BOMPOCH! yIIyOIeHUs
pedopMupoBaHus U 00eCHIEYEHHs YCTOMUNBOCTH OAaHKOBCKOM CHUCTEMBI, TIOBBIILIECHUS
YPOBHSI KanuTalIU3alld U JIETIO3UTHOM 0a3bl OAHKOB, YKPEIUIEHUS UX (PUHaAHCOBOMU
YCTOMUMBOCTH W  HAAECKHOCTH, JAJIBHEWIIErO0 PACIIMPEHHs  KPEIUTOBAHUS
NEPCIEKTUBHBIX HHBECTUIIMOHHBIX MPOEKTOB, a TaKKe CyOBEKTOB MaJIOro OM3Heca U
YaCTHOTO MpeANPUHUMATENBCTBA.

Taxke B VYxka3 Ilpesumenta PecnyOnmukm VY306ekuctan No VII-5992 «O
Crparerun pegopMupoBaHus OaHKOBCKOW cucteMbl PecnyOnuku Y30ekucTaH Ha
2020-2025 roapr» BKIIOYEHBI yHKTHI O CYIIECTBYIOIMNX OaHKaX B HallIel pecmyOauke
U UX Ipo0OsieMax, HalpaBJICHUAX PAa3BUTHS.

OcHoBHas mpoOiieMa B OaHKOBCKOM CEKTOpPE JKOHOMMKHU 3aKJIIOYAEeTCs B
OJTHOPOJHOCTH  YCIIyT, TPEJOCTaBIseMbIX OaHKaMu KJIMEeHTaM. Pa3Burtue
MeKO0aHKOBCKOM KOHKYPEHTHOM cpeibl TpeOyeT MpaBUIbHOTO BHEIPEHUS MapKETHHTa
B OaHKax, yBEJIMYEHUs KOJIMYECTBA YCIYyT, B CBOIO OYEpEe]b, U3yueHUs] OaHKOBCKOU
NPAKTUKU B 3apyO€KHBIX CTpaHAX.

Kak ormerun Ipesunent PecnyOnuku Y36ekucran LII.M.Mupsuées: «B nemsix
(opMUpOBaHUA 30POBOM KOHKYPEHTHOU CPE/Ibl B CUCTEME ITOCTETIEHHO COKPAIIAETCs
ydacTue Trocy1apcTBa B AeSITENbHOCTH 0aHKOB. B 4aCTHOCTH, MPOLIEHTHBIE CTaBKH IO
KpeAUTaM B paMKaxX TOCYJAapCTBEHHBIX INPOrpaMM ObLIM NPUPABHEHBI K CTAaBKE
peduHaHCHpPOBaHUS W TMOJHOCTHIO JubOepanu3zoBanbl ¢ 2021 roma. 910 mobdyKmaer
OaHKM UCKaTh OoJbllle KIWEHTOB, MPUBIEKATb PECYpPChl, BBLACIATh KPEAMTHI,
Pa3BUBAThCA.»

[TosToMy BakHeilIIe 0COOEHHOCTBIO Pa3BUTHSI OAHKOBCKOTO CEKTOPA SBIISIETCS
MPaBUILHOE BHEAPEHUE MAPKETUHTA B OTpacib. OJHUM U3 KOMIIOHEHTOB KOHILIECTILINU
MapKeTHHTa SBISIIOTCS yClIyrd U ux Buabl. [lox yciayramu noHumaercst OoJiblIoe
KOJIMYECTBO PAa3IUYHbIX BHUAOB JEATEIBHOCTH, paboT u 3aHsaTH. [lo MHeHuro
u3BectHoro yueroro ®@.Kotnepa: «Yciyra - 310 11000€ MeponpusiTue, 1esTeIbHOCTb
WUJIU BBIT0J1a, KOTOPBIE OJJHA CTOPOHA IpeiaraeT Apyroi. [[pou3BoaCTBO yCIIyTr MOXKET
OBITH WJIK HE OBITh CBSI3aHO C TOBAPOM B €ro MaTrepuanbHoi hopme.» OObeTUHAIOIIIM
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(akTOpOM pa3’IUYHBIX BHUJOB [JEATEIBHOCTH IO OKAa3aHHUIO YCIyr SBISAETCA
IPOU3BOJICTBO MOTPEOUTENBCKUX Oar, He UIMEIOIUX BEIIECTBEHHBIX (POpM.

OPPeKTUBHOCTD ACATENBHOCTU XO3UCTBYIOIINX CyOBEKTOB, OCYIIECTRISIOMINX
JeSITeTLHOCTE B c(hepe yCIIyT, 3aBHCUT OT psifa GakTopos (puc.l).

daxTopsl, Baugronye Ha dPHEeKTUBHOCTH
[TpoekTrpoOBaHKE YBEIMUEHHUS T0XOI0B, IOJYyUYECHHBIX HA OCHOBE HAY YHOM
—> | opraHu3aiuu Tpyaa B chepe yciuyr
—> | YBenuuenune o0bEMa yciyr
—> | Ucnonp3oBanue mudpoBBIX TEXHOIOTHI B TEXHOJIOTMYECKHX MPOLIECCaX
00CIyXUBaHUSA
9 3
KOHOMHUSI 3aTpart, CBSI3aHHBIX C 00CTyKUBAHUEM
—> | DddexTHBHOE UCTIOIB30BaHUE TPYI0BIX, MATEPHAIBHBIX U (DHHAHCOBBIX
pecypcoB B cdhepe OKa3aHus yCIIyr
—> | Ucnonws3oBanne 3(p(PeKTUBHBIX METOIOB YIIPABICHUS OTPACITBIO
> | Vcusenue vHTErpanuy HayKU-06pa3oBanus-yCiIyT B chepe

Pucynok 1. ®akropsl, Biausiiomue Ha 3PpPeKTHBHOCTD chepbl yeayr,

OuneHka KadecTBa YCIYr OCYUIECTBISIETCSI C MNPUMEHEHHUEM pPa3IMYHbIX
METOAOJOTMiA. MHOrMe COBpEMEHHBIE MOJEIHW  OLICHMBAIOT  KAadyecTBO U
sapdextuBHOCT, TIO oTAenbHOCTH. Hampumep, SERVQUAL ouens sddextuBeH B
U3MEpPEHUH KauecTBa 00CITy )KMBaHUsI, IOJYYEHHOTO Ha OCHOBE OT3bIBOB KIIMEHTOB, HO
HE YYWTBHIBAET BHYTPEHHIOIO omepanuoHHyo 3d¢dektuBHocTh. Hampotus, DEA
bokycupyercsa Ha UCHOJIb30BaHUU PECYPCOB U MPOU3BOIUTEIBHOCTH, HO UTHOPUPYET
pe3yabTaThl, OPUEHTUPOBAHHBIE HA KIIUEHTA.

TpaguuvoOHHBIE MOJEIM B  3HAYUTENBHOM  CTENEHW  ONMPAIOTCSI  HA
NEPUOINYECKUE ONPOCHI U TMOCIECIyKEOHbIE OLIEHKH, KOTOPhIE HE MPEAOCTaBISIOT
CBOEBPEMEHHO TOHATHS, HEOOXOIMMBIE [JIsl TOCTOSTHHOTO COBEPIICHCTBOBAHUS.
OTCyTCTBHE MAaHHBIX B PEXHME PEATbHOTO BPEMEHHM OTIPAaHUYMBAET CIOCOOHOCTH
oOcCy’KMBarOIIEH OpraHu3alii ONEpPaTUBHO PEarupoBaTh HA BOIPOCHI KAUeCcTBa UIH
s dexTuBHOCTH. MHOTHE ChEPHI YCIIyT, TAKHE KaK 3paBOOXPaHEHHE, 00pa30BaHUE U
rOCTEIPUUMCTBO,  TpeOYIOT  aJalTHPOBaHHBIX  IOKa3aTelled, yYHUTHIBAIOUINX
pa3iauyHbIE MPOLECChl OOCIyXMBaHUS W TpeOoBaHUS KIMEHTOB. CyllecTBYIOLINE
MOJIENH YacTo He 001a/1at0T He0OXOUMOM AJIsi OTPACIIEBOM MPOrpaMMbl THOKOCTBIO.

Tao6auma 1

2 Q.J.Mirzayev, M.Q.Jonuzogov. Xizmatlar sohasi samaradorligi va uni oshirish yo‘llari / Igtisodiy taraggiyot va
tahlil. Il son - fevral, 2024, 479-485-b.b.
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CpaBHHTEJIbHBINH AHAJIM3 MO/eJIeil OLEHKH KauecTBa U 3(P(PeKTHBHOCTH YCIayr?,

5

Ananus Pexomenayemoe
KpI/ITepI/II/[ SERVQUAL Hpeoﬁpa30BaHl/Iﬂ Oﬁmee T eﬁz;BaHHe
aanubix (DEA) P
OneparmoHHas CoBMecTHOE
OcHoBHOE KauectBo ycnyru 3P PEKTUBHOCTH U BHUMaHHUE K Ka4eCTBY
BHUMAaHUe MPEA0CTABICHHOTO MIPON3BOIUTEIHHOCTD 1 3P heKTHBHOCTH
KJIUCHTY YCAYTH
CwmenaHHbIN
. KonnuecTBeHHbIN (Ka4eCTBEHHBIN +
KauecTBennslii (1o N
Tun gaHHBIX sanpocy) (Bxoxaubre/ KOJIMYECTBEHHBIN +
pocy HCXO/IHBIC JaHHBIC) JTAaHHBIE B peaJIbHOM
BPEMEHM)
MoHUTOpPHHT B
peaibHOM pexumMe Her Her CymectByer
BpeMeHH
Bricokast — ru0Okas,
Bricokas —
MpeHa3HAYCH ISt
Cpenusis-tpedyercs MEXO0TpPACIEBO
I'udxocTh cekTopa IPUMEHEHHUS B
TUOKOCTh ruoKas
MPOMBIIIIEHHOCTH
CuiibHas U B
HNuTerpauus
. CunbHas Cnabas pEaIIbHOM PEKUME
MHeHHIi KJIMEeHTOB
BpEMEHHU
NuTerpanus
ONepPalMOHHBIX Cnalas CunbHas CunbHas
nokasareJei
Cpennsist — Tpedyer
nudpoBbie
IIpocrTora B Beicokas — mpocrost Cpennsist — Tpedyer p
. WHCTPYMEHTHI U
NpUMeHEeHUn CTPYKTypa TEXHUYECKUIA aHATN3
COBMECTHYIO
NESATEIHHOCTD
He ob6pamaer TpeOyer uudposyro
OcHoBHBIE BHUMaHUE Ha UH(paCTPyKTypy U
HexBaTka K1HeHTOB (bpacTpyKTypy
OrpaHuYeHus BHYTPEHHIOIO peBapUTENbHY IO
3¢ (HEKTUBHOCTD MOATOTOBKY
Cocrosinue ConocraBnenue VYnpasnenue o0riein
OO6cnyxuBanue
HAWJTYYIIIEro paboT MexIy 3¢ (HEKTUBHOCTHIO
KJIIMEHTOB, OI[CHKA
NpUMeHeHHus! eAMHHUIIAMH COBPEMEHHBIX YCIyT
bankoBckoe O6CJIy>KI/IBaHI/I€, C OIIHOﬁ CTOPOHBI, ABJIICTCA BbIPpAXKCHHUCM

HaMepeHusT OaHKa YIOBJICTBOPUTH OIPEICIICHHBIE MOTPEOHOCTH TOTCHIIMAIBHBIX
KJIUEHTOB (IOpUIUYECKUX M (U3MUECKUX JIMI) B OIPEAENECHHBIX COIUAIBHO-
YKOHOMHUYECKUX YCIOBUSX; C IPYTOi CTOPOHBI, 0OCTYKUBAHNE CBOUX KIUEHTOB.
HanexxHocTh MMeeT peliaroniee 3HauYeHUe AJIsl MOBBIIEHUS 3PPEKTUBHOCTUA B
O0ankoBckor cdepe. To ectb 6aHK JOJDKEH 3aBOEBAaTh JOBEPHE KIHEHTOB. B cBOIO
ouepenib, sl JOCTYKEHHS (PMHAHCOBOW CTAOMIILHOCTH CETOAHSIIHEH CTPEMHUTEIIBHO
pa3BUBAIOMIEHCSA YKOHOMUKH HEOOXOAMMO O0ECIeYnTh KOHKYPEHTOCIIOCOOHOCTh. B

%5 Akbarjonovna, U. N., Khujakul ugli, K. B., Shuxratjon gizi, N. M. Improving the Methodology for Assessing Quality
and Efficiency in the Service Sector. American Journal of Economics and Business Management 2025, 8(7), 3088-3094.
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ATOM OTHOIIICHUH MApKETHUHT WTPACT KIIOYEBYIO POJb B pa3BUTUU OaHKOB. [loaToMy
cerofHsi 0aHKH, JEHCTBYIOIIME HE TOJLKO B Hallled pecrnyOlIMKe, HO U B Pa3BUTHIX
CTpaHax MHUpa, oOpalarTcs K MapKETUHTY .

45000000 - 4
40000000 -
35000000 1
30000000
25000000+
20000000
15000000+
10000000
5000000 -
0

2012 2016 2020 2024

Pucynok 2. Koin4ecTBo noJib30BaTesieil CHCTEM M CTAHIMOHHOTO
0aHKoBCKOro odcay:kupanus (ex.)%.

Ha pucynke Bblllle HW3y4eHO  KOJMYECTBO  IIOJIb30BATENIeH  CHCTEM
JMCTAHIIMOHHOTO 0AHKOBCKOTO oOciykuBanus 3a 2012-2024 roapl, 3TOT MoKa3areib
B 2012 roay cocrtaBisi 56 735 yenoBek, a mo coctosinuto Ha 1 mapta 2024 rona - B
751 pa3 Gonbliie, To ecTh cocTaBisieT 42 596 428 yenoBex.

[IpaBUTENBCTBO, BKIIOYAS IIEHTPAIbHBIM OaHK, JOJKHO KOHTPOJHUPOBATH
OAHKOBCKYIO CHUCTeMY U COOJt0/1aTh (DMHAHCOBBIE OTPAHUYCHHUS, YTO TaKKe TpedyeT
3HAUYUTENILHBIX PACXOJIOB CO CTOPOHBI O0aHKOB. B KauecTBe MepBbIX IIAroB MO HUX
COKpPAILEHUIO MOHO MPUBECTU MEPHI, IPUHUMAEMBbIE MTPaBUTENLCTBOM CIIIA.

3a nocneanue 20-30 jeT MBI CTanM CBHUAETEISIMA CTPEMHUTEIBHOTO Pa3BUTHUSA
MJIATEeXKHBIX CUCTeM M IMEGPOBBIX (MHAHCOBBIX YCIAYr. TO €CTh, OT aKTUBHOIO
BHEJIpeHUs 0aHKaMU 0aHKOMATOB M OAHKOBCKHX KapT /10 MPEIOCTaBICHUS OOJIHIIIOTO
o0beMa yCIIyT yJlaJeHHO U B JII000€ BpeMsl, 3HaYUTEIbHbIC U3MEHEHUS, CBSI3aHHBIE C
nepexoaoM Ha 24/7, He TOJBKO Jdajdd CBOM Pe3yJabTaThl, HO U MPOJOKAIOT
pa3BUBATHCH.

Taxum 06pazom, nudposas TpaHchopmaIyst JOIKHA CTaTh OCHOBHBIM yCJIOBHEM
a(PexkTUBHON pabOThI Ha PBHIHKE OAHKOBCKUX YCIyT. B 3THX yCloBHUAX co3maercs
MPUHITUITHATIHFHO HOBasi OM3HEC-MOJIENb, B KOTOPOW MIEPECMATPUBAIOTCS TPATUITHOHHO
chOpMHUPOBAHHBIEC TOAXOJIbI K PEIICHUIO MPOOJIEM paCIIMPEHUsS KIMEHTCKOM 0a3bl,
MOBBIIIAETCS KAYECTBO U CKOPOCTh 0OCITYKUBAHMSI.

N3-3a pacryiero cripoca Ha IaHHBIE, CBA3aHHBIE C UICKYCCTBEHHBIM UHTEILJIEKTOM
U OOJIAaYHBIMM TEXHOJOTHSAMH, PACTyT TEXHHMYECKHE pacxoapl. TeM He McHee,
KOMIIaHWUHW, TPEIOCTABIAIONME (PUHAHCOBBIC YCIYTH, TPaTAT HAa HMCKYCCTBEHHBIM
WHTEJIJIEKT MEHBIIE, YeM MpEINnpuaTusi B cepe 3ApaBOOXpaHEHUs, TEXHOJIOTHM,
CpeICTB MaccoBoii wuHpOpMaluu U TeleKOMMyHuKanuii. WHBecTupoBaHue B
WHTEJIJICKTyaJIbHbIC, 1€JICHANPABIICHHBIC TEXHOJOTHUU, BKJIIOYAsh HCKYCCTBEHHBIN
WHTEJIJIEKT, OyAET CaMbIM MPaBUWIbHBIM CIIOCOOOM TOBBITIEHUS () (PEKTUBHOCTH.

%6 ABTOpCKas pa3pabOTKa Ha OCHOBE JAHHBIX O(HUIManbHOrO caiita IlenTpansHoro 6anka Pecry6inkn Y36ekucran —
chu.uz
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BenymuM ctpanam wMupa yaanoch co34aThb YCTOWYMBYIO (DMHAHCOBYIO
DKOCUCTEMY, OCHOBAaHHYIO Ha TEXHOJIOTUYECKHUX WHHOBallUsIX,
KJINEHTOOPUEHTHUPOBAHHOM MOJXO0/IE€ U CTPATETrUsX, MOJAEPKUBAEMBIX TOCY1apCTBOM,
B Pa3BUTUU PBhIHKA OAHKOBCKUX yCIyr. Ba)KHO M3y4WTh MOJOKUTEIBHYIO MPAKTUKY
HEKOTOPBIX U3 CIIEIYIOIUX CTPaH.

OnbiT CHIA.

Texnonornueckass wuHrerpauus: baHkoBckas cucrema CIIIA  sBisiercs
KPYIHEWUIIUM U CaMbIM JIMBEPCU(PHUIIMPOBAHHBIM (PMHAHCOBBIM CEKTOPOM B MHUpE.
[udposeie mnatdopmbl, co3gaHHbIE TaKUMHU KpyMHBIMU OaHkamu, kak JPMorgan
Chase, Bank of America, Wells Fargo, ycimyru Ha OCHOBE WHCKYCCTBEHHOTO
UHTEIIJIEKTa, 4YaT-O0Thl, MEPCOHAIM3UPOBAHHBIE KOHCYJIbTAIMM U IUIATEKHbIC
CUCTEMBI B PEXUME PEAIbHOTO0 BPEMEHHU CO3JAI0T MaKCHMaJbHOE YJOOCTBO s
KJINEHTOB.

Poct dpunrex-unnyctpun B CoeauHeHHbix LlTarax kopeHHbIM 00pa3om U3MEHUI
JesTeNbHOCTh OaHkoB. Hampumep, mudposbie Oanku, Takue kak Chime u SoFi,
npenocTaBisaoT O0ankoBckue yciayru Ha 100% ownmnaitH. KiMeHThI MOTYT OTKPBITh
C4eTa, MOJIYYUTh KPEIUThI, UTHBECTUPOBATh U NEPEBOJUTH JEHBIU 33 FPAHULY YEPE3
MooOmibHOe ipuioxkenue. [IpaBurensctBo CLLIA peanusyer crnenmanbHble TPaHTOBBIC
porpamMMbl JUIsl MOBBIIEHHUS (PUHAHCOBOW T'PAMOTHOCTH M OOECIEYEHMs JI0CTYyIa
OaHKOBCKHUX YCIIyT KO BCEM CIJIOSIM HaceJIeHUs.

OnbiT BestukoOpuranuu.

Cucrema «OTKpbITBIi OaHkuHD»: HWHunmatuBa «OTKpBITBIA — OaHKUHT,»
BHenpeHHas B Benukoopuranuu ¢ 2018 roga, KopeHHBIM 00pa3oM MOJIEpHHU3UpOBAlIa
OaHkoBckue yciyrd. Ha ocHoBe 3Toi cucrembl OaHKM 0€30MacHO MepenaroT
¢uHaHCOBYI0 HH(pOpPMAIMI0 O CBOMX KIHEHTax (QuHTex-kommanusM uepe3 API
(Application Programming Interface). Dto mo3BoJIIET KIMEHTAM YMPaBIATH
HECKOJbKUMHU OaHKOBCKMUMH YCIyTaMH B OJHOM IPHUJIOKEHUHU, BECTU MOHUTOPHUHT
pacxo0B, HacTpauBaThb aBTOMAaTHUECKHE CUCTEMbl COepekeHuil U pa3pabaTbiBaTh
WHBECTULIHOHHBIE CTPATETUU.

Takue nudpossie 6anku, kak «Monzo,» «Revolut,» «Starling Bank,» 3anumaror
HIMPOKOE MECTO Ha (PUHAHCOBOM pbIHKE BenukoOpurtanuu, mpemiaras yCIyTH,
OCHOBAaHHbIE HAa MHHHUMAJIbHBIX 3aTpaTrax, BBICOKON CKOPOCTH M MaKCHUMaJbHOM
ynooctee. B uwactHocTH, «Revolut" mo3BosiseT KIMEHTaM IMPOBOJIUTH ONEpallly B
0osee uem 30 BaOTax B pEKUME PEATTBHOTO BPEMEHH.

OmnpiT I'epmanumn.

CrabWIbHOCTh, aBTOMATHU3AlMs U «3€JIEHbI OAHKWMHI»: OaHKOBCKas cuUcTeMa
['epmaHuy codeTaeT TPaIUIIMOHHYIO YCTOMYMBOCTH ¢ IU(poBOi TpaHchopMalueil.
Yepes takue KpynHble prHAHCOBBIC HHCTUTYTHI, Kak Deutsche Bank u Commerzbank,
ObUIM pa3paboTaHbl OHJIAWH-OAHKOBCKHE YCIYTH, JJIEKTPOHHAs HWACHTHU(UKALMS,
MOOWJIbHBIE TUIATEKHU U MEPCOHATM3UPOBAHHbIE LU(pPOBBIE MpUIOKeHua. B 1o xe
BpeMsl «3eJIEHbII OAHKUHI» - TO €CTh (PMHAHCHUPOBAHHE 3KOJOTHUYECKH YCTOMYMBBIX
MIPOEKTOB - CTaJl HEOTHhEMJIEMOM YaCThI0 OAHKOBCKUX CTpareruii B I'epmaHum.

Onun u3 kpynHenmux 6ankoB bepimna - Berliner Sparkasse otkpbur mist cBoux
KJIMEHTOB KOBOPKUHT-TUIONIA/IKY - CHEIHATIbHO 000PYOBaHHBIN KaOWHET, Iie JII0U
CMOTYT mojb30Barhcsi padounm mectoM, WI-FI, xondepenu-3anom, po3zerkamu u
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KoMIbtoTepamMu. UTOOBI MOIB30BaTHCS UM OECILIATHO, Y KJIMEHTA I0JKHA OBITh KapTa
3TOro OaHka. JTa HOBOCTb HAIlpaBlIeHAa Ha JIOJEH, HE HMMEIOUIUX COOCTBEHHOIO
pabouero Mecta. OTKpBITHE TakKMX pabOUYMX MECT MECTHBIMHU OaHKaMu CO37acT
JOTIOJTHUTENBHBIN MOTOK KJIMEHTOB MOJIOAOTO MOKOJIEHHUS.

CymiectByeT psJl YCHEWIHBIX CIIy4aeB HCIIOJNb30BAHMUS MapKETUHIa B
3apyOeKHbIX OaHKax Jy1sl HOBBIIEHUS F3(P(HEKTUBHOCTH OAHKOBCKHUX YCIIYT.

bankoBckuii MapkeTHHT B Y30€KHUCTaHE PAa3BUBACTCS C UCIOJIb30BAHUEM OITBITA
3apyOCeKHBIX OaHKOB, HANpPABICHHOTO HAa HAKOIUIEHWE CBOOOJHBIX CPEJCTB
IOPUINYECKUX U PU3MYECKUX JIUI] U UX TIPeoOpa3oBaHUE B ACTO3UTHl U aKIIMOHEPHBIN
karnutai. Mcnonb3oBaHue 3apy0eKHOTO OIbITa B 00J1aCT 0AaHKOBCKOTO MapKETHUHTA
OKa3bIBAET YCIEIIHOE BIUSAHNUE Ha JIEATEIHHOCTh U MAPKETUHT MECTHBIX OAHKOB.

Bo Bropo#i riaBe nuccepTranuu, 03ariaBieHHOW «MapKeTHHIOBBI aHAJIU3
pPbIHKa 0AHKOBCKMX YCJIYy», pPacKpbiTO HCIOJIb30BaHUE  MAapKETHHTOBBIX
WHCTPYMEHTOB B Pa3BUTUU OAHKOBCKOIO CEKTOpPA, OIIEHKAa KOHKYPEHIMH HA PbIHKE
OAHKOBCKHX yCIIyT, MAPKETUHTOBBIN aHAJIN3 Pa3BUTHUS PhIHKA OAHKOBCKHUX YCIIYT.

B coBpeMeHHOI 106aTbHOM 3KOHOMUKE OAHKOBCKUH CEKTOP UTPAET BAXKHYIO
poJib. BaHKOBCKUE YCIyTH UTPAIOT BAXKHYIO POJIb B 00ECIIEUEHUH HYKOHOMHYECKOTO
pocTa, MPUBICYCHUN UHBECTUIINH, MOBBIIICHUHN YPOBHS KW3HU HACEICHUS U JIPYTUX
BaXHBIX TMpoueccax. Vcnonb3oBanue 3PQPEKTUBHBIX HHCTPYMEHTOB OAHKOBCKOTO
MapKETHUHIa UMEET PEeIlarollee 3HAUE€HUE JIJIs MOBBIIIEHUS KOHKYPEHTOCIIOCOOHOCTH
OAHKOB, YJy4IlIEHUS yIOBJIETBOPEHHOCTH KIIMEHTOB U YBEIMYEHUS TPUOBLIH.

BaHKOBCKHMII MapKeTHHI - 3TO JEATENbHOCTb, CBSI3AHHAS C IUIAHUPOBAHUEM,
OpraHu3aliiei, yrnpaBieHUeM M KOHTPOJEM IpoLecca MPEeAoCTaBICHUS U MPOJaKu
OaHKOBCKMX ycayr kiueHtam. OcHOBHas 1enb OaHKOBCKOTO MAapKETHHra -
MOBBIIICHHE KOHKYPEHTOCIIOCOOHOCTH 0OaHKa, YJIydYIlIeHHE YIOBIETBOPEHHOCTH
KJIMEHTOB U yBEJIWYEHUE NPUOBLIH.

baHKOBCKMI MApKETUHT PELIAET CIECAYIOIINE BAXKHbBIC 3a1aUM:

MO3BOJISIET IIyOOKO M3ydaTh MOTPEOHOCTH KIMEHTOB, CO37aBaTh MPOAYKTHI U
yCIIyTH, IpeIHa3HaYCHHbIE 7151 YIOBIETBOPEHUS UX MOTPEOHOCTEH;

CHOCOOCTBYET TMOBBIIICHUIO KOHKYPEHTOCIIOCOOHOCTH OaHKa, MPUBIICYEHUIO
BHUMAaHUS KJIMEHTOB U YCIEUTHON KOHKYPEHLIUH C IPYTUMH OaHKaMu;

CHOCOOCTBYET YIYyYIICHHUIO UMUKa OpeHaa OaHKa, MOBBIIMICHUIO PEIyTaluH
OaHKa ¥ 3aBOEBAHUIO JIOBEPUS KIIMEHTOB;

CIOCOOCTBYET YBEIWYCHUIO MPUOBUIM OaHKa, MOBBIMICHUIO 3(PPEKTUBHOCTH
MPE0CTaBIICHUS YCIYT ¥ CHIKEHUIO 3aTpar.

OCHOBHBIMU UHCTPYMEHTAMU OaHKOBCKOTO MAPKETUHTA SBIISIOTCA:

ONpeIelIeHUE BUIOB, KAYECTBA, LIEH U OPM MPEJOCTABICHHS OAHKOBCKUX YCIIYT;

ONpEJeNIEHUE 1IEH Ha YCIyrH, pa3pabdoTKa CTpaTeru BbIOOpa LIEH U aHau3
LIEHOBOM MOJUTUKH KOHKYPEHTOB;

OTpENIeTICeHUE KaHAJIOB IMPEAOCTAaBIECHUS YCIyr KIMEHTaM, ONTHUMH3alus
MECTOTIONIOKEHHS (PMITHAIOB OaHKA U Pa3BUTHUE OHJIANH-CEPBUCOB;

IPOBEACHUE PEKIAMHBIX KaMIIaHWM Ui MPOABWKEHMS YCIIYT, MPHUBICUEHUS
BHUMAaHUS KJIMEHTOB U YIy4YlIEHUsI UMUDKA OpeHia OaHKa;

[Toctpoenune 3¢p¢GeKTUBHON KOMMYHHMKAIIMM C KIMEHTaMH, BBISIBICHHE UX
noTpeOHOCTEH, pereHre ux mpoOiIeM U MOBBIIIEHUE JIOSIbHOCTH KIMEHTOB.
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CoBpeMeHHbIE HHCTPYMEHTBI MapKETUHTa pa3HOOOpa3Hbl, HANOOJIEE MOMYJISIPHEIMHU
U3 HUX SIBJISIIOTCSL:

1.Pa3zpabotka mudpoBoii crpareruun. L{udposas crparerust - 370 MapKeTUHT OBBIii
IJIaH, IEJIBI0 KOTOPOro SBISIETCS oOIee pa3BUTHE U IpeoOpa3oBaHue Ou3Heca,
NPOJBMKEHHE MIPOIYKTA WIIK OpeH/Ia ¢ MOMOIIbIO IIU(PPOBBIX NHCTPYMEHTOB.

2. Co3znanue yooHOro u MHGOPMATUBHOTO BeO-cailTa ¢ MOAPOOHBIM OMUCAHHUEM
MOJIOKUTENIBHBIX CTOPOH U NMPEUMYILECTB MPOIYKTA.

3. Peknama BeO-cailToB B IOMCKOBBIX cuctemax. Peknama B Snaekce u Google -
camas 3G¢eKTuBHas s CEPBUCOB, HO camasi CIOXKHAs Ui PEKJIaMbl CEPBHCOB B
COLIMAJIBHBIX CETSAX. DTO CBS3aHO C TEM, YTO XapaKTEPHUCTUKH MOJIb30BaTENEH, YacTOTa
CHpOca U CI0KHOCTh MPOIYKTA Pa3IndaroTCs.

4. Vicnonbp30BaHKWE KOHTEKCTHOM pekyiaMbl. OCHOBHOE MPEUMYIIECTBO KOHTEKCTHOM
peKiIaMbl 3aKIIOYaeTcs B TOM, YTO OHA IOKa3bIBA€TCS 3aUHTEPECOBAHHBIM JIMIIAM.
PeknaMHbIe CHCTEMBI MOTYT UCTIOIB30BaTh HACTPOMKH JJISl PA3TMUHBIX CETMEHTOB, YTOOBI
0oJiee TOUHO TOHECTHU MPEJIOKEHNE A0 Ballel LEJIeBON ay TUTOPHHL.

5. KonreHnr-mapkerunr. KoHTEKCTHas pekiiaMa OMOraeT NpUBJIEYb ITOCETUTENIEH K
caiiTy, HO He MPUBJIEKAECT UX BHUMAaHHE, He OOBICHAET NPEUMYILECTBA MPOAYKTA Hepe
JOPYrUMH 1 He yOex1aeT ux ciearh BbIOOp B Bally 1noJib3y. CorjiacHO CTaTUCTHUKE, CaMOU
MOITYJISIPHOM MPUYUHON MCIIONIB30BAHMS HHTEPHETA SIBJIETCS MOMCK MHpopMmarmu: 63%
MOJIb30BaTENEH 00paIlatoTCcs Mo ATOU MPUYNHE.

6. SMM. ®uHaHCOBBIE OpPraHU3AIMHA CKENTHYECKH OTHOCATCA K JOCTUKECHUIO
ycnexa ¢ nomoisio SMM. B 3ToM cermente oirocpoyHsie cBsi3u 6osee 3hekTUBHBI,
MOKYIAaTeIM YacTO IMOJaraloTcsd Ha PEKOMEHJAIMU KOJUIET NpU BBIOOPE, U, MOCKOJBKY
NOPOIYKT PEIKUNA MU HACTOJIBKO JOPOroM, KIIMEHT MOXKET HE UCKATh €r0 B COIMATBHBIX
CETSX.

Kax u B 11000¥ 0Tpaciii, HHCTpyMEHTBI MapKETHHTa UMEIOT CBOU TUTFOCHI 1 MUHYCBI.

Tadamnua 2
HpenMymeCTBa U HEJOCTATKH MAPKETHUHIOBBIX HHCTPYMECHTOB
HNucrpymeHT IIpeumymecrsa Henocrarku
MapKeTHHIa
ConnanbHble beicTpas cBsa3b ¢ knueHTamu. Pexitama | Bricokas KOHKYPEHLIUA 3a
ceTu JOCTYyIHA JUIsl pa3HbIX OOKETOB. npuBicueHue BHUMaHUs. KoHTeHT
HEO0OXO0JMMO PEryJIIPHO OOHOBIISITD.
MapkeTuHr HenocpeacrBennas CBSI3b ¢ | Puck Toro, 4ro nmuceMo nomajuéT B
JJNIEKTPOHHOU KJIMeHTamu. Jlémeso. craM. Majo KTO OTKpBIBA€T TaKue
OYTHI NUCHMA.
MapkeTuHr Co3spaet noBepue U JOSIIBHOCTh Co3gaHne Ka4yeCTBEHHOIO KOHTEHTA
KOHTEHTa KJIMeHTOB. [loBbIIIaeT penyranuo 3aHUMaeT MHOTO BpeMeHU. KoHTeHT
KOMITaHHH. HEO0OXOJMMO PEryJIIPHO OOHOBIISITD.
SEO becrutathHas pekinama C  BBICOKHM | JlocTibkeHHE pe3ysibTata TpeOyeT
TpadpukoM.  TlOCTOSIHHBIM  TIOTOK | BpEMEHH W YCWIHHA. AJTOPHUTMBI
KJIUEHTOB. MEXaHu3Ma [OHMCKAa  IIOCTOSIHHO
MEHSIOTCSI.
HNutepner- bBricTpas HacTpolika u 3amyck Bricokue nzaepxku. Pexnama
MapKETHHT HoBocTel. CyniecTByeT MOJKET ObITh IPOUTHOPHUPOBAHA.
11e71ec000pa3HOCTb,
COOTBETCTBYIOIIAS] HHTEPECAM.

36



BeGunap u
OHJIAMH-KYPCHI

dopMupoBaHuE apTHEPOB c
NOMOILIbI0  OOyYeHHs  KIMEHTOB.
Muenue 3KCIepTa MOKHO
MOJEIUTHCS.

Hyxno xopomee o6opyaoBaHue.
3aBHCUMOCTD OT CETH U TEXHOJIOT'UH.

AKIIUU U CKUOKA

[Toompsier nokynku. [TpuBnekaer
HOBBIX KIINEHTOB.

IleHHOCT, TIPOJYKTa CHUXKAETCS.
Heobxoaumo KOHTPOJHPOBATH
3amnachl.

Ananus "
HUCCIIENOBAHUA

MoOXHO Jydlle TOHATh MOKETaHUs
KJIMEHTOB U TPHUHATH 0OOCHOBAHHBIC
pelIeHrs o pa3BUTHIO OM3HECA.

CpenctBa 1 kBanupUIMPOBAHHBII
MIEPCOHAJ HYXKIAITCS B
WHBECTHIUAX. [laHHBIE MOTYT OBITH

HCJIOCTOBCPHBIMH.

BonbIMHCTBO ~ XO3SMCTBYIOIIMX  CyOBEKTOB  HCIONB3YIOT  HECKOJIBKO
MHCTPYMEHTOB MapkeTuHra. [loTomMy 4To KaXIbli W3 HHUX IOMOTaeT JOCTHYb
Pa3IUYHBIX MAPKETUHTOBBIX 1IeNiell. B pe3ynbTare NpOHMKHOBEHUS Pa3IMUHbIX (GOpM
HU(POBBIX TEXHOJOTUA B MAPKETUHTOBYIO JE€ATEIbHOCTh IMOSBHIOCH TIOHSATHE
«1POBOM MAPKETHHT. »

KonuyectBo monb3oBareneil CUCTEM JUCTAHIMOHHOTO OOCIY>KUBAHHUS B
VY306ekucrane UMeNo TeHACHIUIO K pocty B iepuoa ¢ 2019 mo 2025 rox. I1o qanHbIM
[lentpanbHoro 6anka, 6oJsiee 52,9 MIIH KTUEHTOB KOMMEPUYECKUX OAHKOB MOJIb3YIOTCS
CUCTEMaMH JIUCTAaHIIMOHHOTO OaHKOBCKOTo obOcmykuBaHus. U3 Hux 51,4 muimona
(wmm 97%) - dusudeckue nuna, 1,5 MWDIMOHA - MOPUAMYECKUE JHUIA U
WHJIUBUAYAJIbHBIC MPETPUHUMATEIIH.
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‘ O KOpugnueckme nmnya n YN ‘

Pucynok 3. Undopmanmsi 0 KoJM4eCTBE NMOJIb30BaTE€ CHCTEM
AMCTAHIHOHHOrO 00cay)uBanus (110 Bugam)?’ (1o cocTosiHuio Ha 1 suBaps,
MJIH. YeJI0BEK)

PaccmoTpenune moaxooB K OIEHKE MEKOAHKOBCKOM KOHKYpEHTHOW Cpeibl Ha
pBIHKE OAaHKOBCKHUX YCIyT U UCIOIb30BaHUE MOJEIIEH, XapaKTEPHBIX AJ1s1 OAaHKOBCKOM
cuctembl PecryOnuku Y30ekucTaH, co34acT OCHOBY JUISl YIYYLICHHS] KOHKYPEHTHOM
cpeabl B OyayIiem.

[lonxonpl K OLIEHKE MEXOAHKOBCKOW KOHKYPEHLUU CTPYKTYpPHBIE MOJEIU
OLIEHKM KOHKYPEHLUHH HECTPYKTYPUPOBAaHHBIE MOJEIN OLEHKHM KOHKYPEHLHUH
OCHOBAHBbI Ha IPEIIOJIOKEHUU O TOM, YTO TMIOTE3a «CTPYKTYPHOE OTHOIICHHE -
pe3ynbTar  AESATEeIbHOCTH,» rumnore3a «3(Q(EeKTUBHAas  CTPYKTypa,»  HHIEKC

2T ABTOpCKas pa3paboTKa Ha OCHOBE JaHHBIX O(HIMATLHOTO Beb-caiita LlenTpansHoro 6anka Pecryonukn Y30ekucTan
— chu.uz.
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Xupdenmansa-Xupmmena (HHI), H-statitics-monmens, wamekc JlepHepa sBISIOTCS
Pe3yJIHTaTOM OIICHKH KOHKYPEHITMH Ha PhIHKE 0AHKOBCKUX KPEIUTHBIX U JICTIO3UTHBIX
yciryr. Yem s¢(dekTHBHEEe yYaCTHHUK, TEM BBIIIE €ro JIOJNS PhIHKA M TEM JIy4YIle
pe3yJIbTaTHI.

Tadauna 3

O1eHKA YyPOBHS KOHKYPEHIIMH HA PhIHKE 0AHKOBCKHX JeN03MTHBIX yCIyT
Pecny6aukn Y30exkucran ¢ momombio nagexca Herfindahl-Hirschman?

01.01.2021 | 01.01.2023 | 01.01.2025 | Vi3venenne 5 2025
Ha3Banue nnaexkca roj1y Mo cpaBHe-HHIO C
r I I 2021 rogom
Bcero 1o 1eno3uTHeIM yciayraM

Herfindahl- B Oaju1ax 749 824. 642. -107
Hirschman | B mporenrax 27,4 28,7 25,3 21

HO ycnyraM O3HUYHBIX ACITO3UTOB
Herfindahl- | B 6amnax 1274 1235 1195 79
Hirschman | B mporenrax 35,7 35,1 34,6 -1,1

HO KOpHOpaTI/IBHBIM JACIIO3UTHBIM YCJ'IyraM

Herfindahl- B Oasrax 785 847 681 -104
Hirschman | B mponenrax 28,0 29,1 26,1 -1,9

Ha pbiake 6aHKOBCKHX J1€TO3UTHBIX yciyT PecryOnuku Y30ekucran HabIo a0 TCs
MOJIOKUTETHHBIE N3MEHEHHS B KOHKYPEHTHOU cpejie. YPOBEHb KOHKYPEHIIMHA OaHKOB Ha
PBIHKE PO3HUYHBIX ycIyr cHu3wica ¢ 1274 Gamio no 1195 GamioB, 4yTo mpHBENO K
MOJIOKUTETHPHBIM U3MEHEHUSIM. B 11eIoM MOXKHO ¢JiesiaTh BBIBOJI, YTO KOHKYPECHIIHMS Ha
pBIHKE OAHKOBCKUX JEMO3UTHBIX ycIyr Pecrybnuku Y30ekucTaH - 3TO phIHOK ¢ HU3KUM
ypoBHeM KoOHIeHTparu 1o uHaekcy Herfindahl-Hirschman. Kpome toro, ycunenue
KOHKYPEHIIMM Ha PBIHKE JETMO3UTHBIX YCIYr OTpPaXkaeTCs Ha MPHUBJIEKATEIbHOCTH
MPOIEHTHBIX CTABOK MO CPOYHBIM JICTIO3UTAM.

AHanu3 KOHIICTIIINH MapKETUHTA YCITYT TIO3BOJISIET MPUITH K CJICYIONIEMY BBIBOJTY:
HECMOTPsI Ha TO, YTO ATU MOJIEIH pa3paOdO0TaHbl pa3HBIMU UCCIICIOBATEISIMH U MIOCTPOCHBI
Ha OCHOBE PAa3HBIX TMOAXOJI0OB, OHH MMEIOT JIB€ OOIIHE TEOPETHUECKHE OCHOBHL Bo-
MIEPBBIX, HE BCE KOHIIEMIUHN OJIOOPSIIOT MPOSBICHUE XapaKTEPUCTUKH YCIYyT KaK ToBapa.
Ha pa3HeIX ypOBHSAX TOAYEPKUBAETCS HEOTHEMJIEMOCTh YCIYT OT HE3aMETHOTO
UCTOYHUKA OOCITy>)KMBaHMs, X HEAJCKBATHOE M HEMOCTOSHHOE KauecTBO. BO-BTOPHIX,
W3yYeHHbIE TOAXOAbI K MApKETHUHTY YCIyT TOMYEPKUBAIOT W  HAIMPABISIOT
HEOOXOJUMOCTh JIOTIOJTHUTEIBHBIX CTPAaTervii WJIM KOHTPOJUPYEMBIX (HaKTOpPOB B
YIPaBICHUN MaPKETUHTOM YCIIyT B OpraHu3aIum.

Takum o0pa3zoM, 3apyOexHbIe MOJETU MMEIOT OOIlee HalpaBiICHUE Pa3BUTHS -
dbopMHUpOBaHNE WHTEPAKTHUBHOIO MAapKETHHTa HA OCHOBE B3aMMOOTHOIICHUN MEXIY
NPOU3BOJUTENEM U MoTpeduTeneM. B o0racTu HayyHBIX HCCIeIOBaHUM Hallel CTpaHbI
JI0 CHX TIOp HE CYIIECTBYET MOJICIIM MAPKETHHTA yCITyT, IPU3HAHHOW B MEX/TyHAPOTHBIX
MapKETHUHIOBBIX  HCCJICJIOBAHMAX. [pagUIIMOHHO CHEIMAINCThl HAllled CTpaHbl
OTPAHUYMBAIOTCS Pa3pabOTKON OTAENBHBIX METOJOB OKa3aHHWS YCIyr Ha OCHOBE

28 ABTOpCKas pa3paboTKa Ha OCHOBE JaHHBIX O(HIMATLHOTO Beb-caiita LlenTpansHoro 6anka Pecryonukn Y30ekucTan
— chu.uz.
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KoHenimu «4P» Takum 006pa3om, Ha OCHOBE aHAIM3a PA3IUUHBIX MOJIEJICH MapKEeTHUHTa
YCIIYT MBI IIPEAJIaracM CJIeIyIOIIYI0 MOJEIb MAPKETUHIA YCIIYT.

[ [otpebutenu

/ \

CoTpynHUKH CHabOxeHne

[

Xapakrepucru Q ﬁ Kommepueckuit
KM CEpBUCOB VYnpasnenue
/I\ / GaHKOM /I\

- ®aKTOPHI U MPOIIECCHI, BAAUMBIE TOTPEOUTEISAM
C——== - MaKTOPHI 1 MPOIIECCHI, HEBHIUMBIC I IIOTPCOUTECH

Pucynok 4. MapKeTHHIOBasi MOJeJdb PA3BHTHS PHIHKA 0AHKOBCKHX yCIyrs

B sToli Mmogenu Bce GaHKOBCKHE MPOIECCHI IENATCS Ha BUAUMBIC U HEBUJIUMBIC
uist motpeduTeneit oonactu. CyTh HEBUAMMBIX MPOIIECCOB 3aKIIOYAETCS B TOM, UYTO
OHU OIPEIEAI0T XapakTep OpraHu3anuu. PyKOBOJCTBO OpraHU3allMid OpPraHU3yeT
BHYTPEHHUN MapKETUHT Ha OCHOBE JIaHHBIX HEBUJUMBIX TiporieccoB. OHM BKIIIOUAIOT
CTaHIAPTU3AIINIO, AITOPUTMHU3AIINIO MPOIECCOB, (POPMUPOBAHUE BBHICOKOM KYJIbTYpPhI
00CITyKMBaHUSI U Pa3pabOTKy CUCTEMbl MOTHBAIIUM COTPYIHUKOB. [loTpeduTenbckoe
JBIDKEHUE OPTaHM3yeTCsl Yepe3 KOMIUIEKC MapKETUHIOBOTO MHUKCAa B CHCTEME
yrpasicHus 1 GOPMHUPOBAHUS MHEHUI BHEIIHHUX MOTpeOUTEeH U KIMSHTOB Ha 0ase
NpeaoCTaBNsAeMblX  yciayr.  Komiuiekc  MapKeTMHT-MHUKC ~ HMMEET  YETKYIO
XapakTepUCTUKy. Bce »snemMeHTh B3aWMOCBs3aHb, a oO0m@as >(PPEeKTUBHOCTD
MapKETHUHTa 3aBUCUT OT 3(D(PEKTUBHOCTHU BCEX OTAECIBHBIX A71€MEHTOB. [Ipu aTOM OBLITH
BbIOpaHbI 6 IIeMEHTOB KoMILIekca. [lepBbie yeThipe 31IeMEeHTa UMEIOT TPATUIIMOHHBIH
xapaktep MapketuHra. OpHako wux (GOPMUPOBAHHUE SBISACTCS PE3yIHTATOM
JeSTeTbHOCTH PYKOBOJICTBA OPraHU3aIlMy B 00J1aCTH BHYTPEHHETO MapKETHHTA.

B Tperpeii 1mmaBe gucceprauMv 1o HasBaHueM —«®opmupoBaHHe
MAapPKeTHHIOBOW  cTpaTernu  TNOBbIIeHUsT I (eKTUBHOCTH  YCJIYI B
KOMMepPUYeCKHX 0aHKaX» HAyYHO PACKPBITHI MAPKETUHIOBAs CTPATEeTHs MOBBIIICHUS
3 PeKTUBHOCTH OAHKOBCKUX YCIYyT, HCIOJIb30BaHUE IU(PPOBOTrO MapKETHUHTa B
MOBBINICHUH 3(PPEKTUBHOCTH OAHKOBCKHUX YCIIYT, TEPCHCKTUBBI TOBBIIICHUS
3¢ (HEKTUBHOCTH MapKETHUHTA B COBEPIIIEHCTBOBAHUN OAaHKOBCKHUX YCIYT.

Oco0eHHOCTH 0aHKOBCKOM I€ATENbHOCTH MPOSBIIIOTCS BO BCEX COCTABIISIFOIIUX
MapKeTHHra B OaHKOBCKOM OW3HEce, BKJIIOYas €ro Iieib, 3aaadd, (YHKIUA |
npuHIUIEL [[eapi0 6aHKOBCKOTO MApKETHHTA SIBIIAETCS CO3aHUE TaKMX (PUHAHCOBBIX

2 ABTopckas pazpaboTka
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yCIYT U TPEAOCTaBICHHE WX TakuM oOpa3oM, YTOOBl OHM HAWIYYIIHUM OOpa3oM
YAOBJIETBOPSUIN MOTPEOHOCTU KJIMEHTOB U IPUHOCHIN NPUOBLIL OaHKY.

4 N\

Ornpenenenue 1esaei U HalpaBJICHUH MapKETUHTOBOM CTpaTeruu

U

s N
[To pe3ynpraTam aHanm3a TEKyIIeH CUTyalluu Oy IyT YCTAHOBJICHBI 1I€JICBBIC
MOKAa3aTellH.

N J

VYTBepKaaroTCsl HanpaBieHUsE 0AHKOBCKOTO MEHEHKMEHTA ]

<

OHpe,IIeJI}IIOTCSI Mepbl, KOTOprC 6yI[YT HpI/IHHTLI JJIA JOCTHUXKCHHUA ITOCTABJICHHBIX
neneu

Pucynok 5. tanbl pa3paboTKi MapKeTHHIOBO# cTpaTernu 6anka®’,

Pa3paboTka MapKeTUHIOBOM CTpaTernu OaHKa HAUMHAETCS C OTPEIETICHUS Lieei
U HaIlpaBJICHUH, KOTOpble OaHK CTaBUT Iepen coOOi, M CTaHOBUTCS OCHOBOM
MapKEeTUHIoBO# cTpareruu. cxonsd u3 3Toro, Aaxke GopMUpYyeTCs OpraHu3aluOHHas
CTpyKTypa OaHKa, a TaKKe OIpPEAENSIOTCS BUJBI MPEIOCTaBIAEMbIX OaHKOBCKHUX
IIPOIYKTOB U LIEJIEBBIE TOKA3ATEIIH.

Ha Bropom sTane onieHuBaeTcst MECTO U MacTadb 0aHKa Ha (PMHAHCOBOM PBIHKE,
KJINEHTHI TPYIIHPYOTCA.

B «I'pynmy moXuibIX MU IEHCUOHHOIO BO3pacTa» B OCHOBHOM BKJIIOYACTCS
HaceneHue crapuie 50 yer. OHM OTIMYaTCAd TEM, YTO MMEIOT MOCTOSHHBIM JTOXOJ,
MEHBIIIE PacXoJI0B, 00IaIal0T HaBBIKAMU 3KOHOMHH CPEJICTB U OOJBIIMHCTBO U3 HUX
HE HMEIOT HU JOJIOCPOYHBIX, HU KPATKOCPOUYHBIX KPEIWUTOB, & TAaKXKE XPaHAT
n30bpITOuHble cOepekeHus. [loCKoNbKy TPEACTaBUTENM OSTOW TIPYyNNbl PEAKO
MOJIb3YIOTC  OaHKOBCKUMHU  yCIyramH, OaHKM JOJDKHBI YJENSTh BHHMAaHUE
YCTAaHOBJICHUIO W Pa3BUTHIO CBsi3ed C HUMH. [IOCKOJIBKY NOXWIBIE TIpa)KaaHe
00J1aJa10T YyBCTBUTEIBHBIM XapaKTEPOM, JKEJIATEIbHO BHEPUTH CIIEHUATbHbBIE OKHA
WU CIIOCOOBI CBSI3U JUTSl KX OOCITY KHBaHUSI.

I'pynma noxwisIx 1 Monoaexnas u

IICHCHOHCPOB CTyJICHYECKas IrpyImia

['pynmsl Kn1eHTOB
0aHKa C TOUKHU
3pEHMS MApKETHHTa

y

BricokoomnaunBaemast TpyIiia
Cp€aHero BoO3pacTa
40
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Pucynok 6. MapKeTHHIOBbIe IPYNIbI KJIMEHTOB 0anKa®!,

«['pyrma MOOEKU U CTYyICHTOB» OXBAThIBACT HAcelleHne B Bo3pacte 70 30 yer.
D10 OBUTH, B OCHOBHOM, TpaXKJaHE C OTHOCHUTEIBHO HEOONBIIMMHU CPEACTBAMH,
CTYJEHTBI U BPEMEHHO 0e3pabOTHBIE.

Bonpias 9acTe «rpynmbl CPEIHETO BO3PACTA C BHICOKHM JOXOJ0M» COCTOUT U3
COCTOSITENIBHBIX JIOJIel cpemHero Bo3pacta 40 5eT, KOTOpble HE TMOJB3YIOTCA
O0aHkoBckuMHU Kpenutamu. C OJHOW CTOPOHBI, OHU PAacCMaTPUBAIOTCSA KaK TpyMIa,
UMeIoIlas MOTEeHIMaN JJIs IPUBJICYEHUs ACTO3UTOB, C IPYTOM CTOPOHBI, OHU MOTYT
ObITh OILIGHEHBI C TOYKH 3PEHUS KIHWEHTOB, KOTOPHIE MOTYT TIOJIb30BAThC
HKCKIIFO3UBHBIMU yCITyraMu OaHKa.

Ha tperbeMm sTare pa3paboTKu MapKETHMHIOBOM CTpaTeruu OaHKa OLIEHUBAETCS
KOHKYPEHTOCITIOCOOHOCTh, KAa4eCTBO M COOTBETCTBUE pPa3pabOTaHHBIX OaHKOBCKHX
YCIIYT MPEANOYTEHUSIM KIMCHTOB.

Ha nocnennem stamne pa3pabaTbiBalOTCS MEpbI, KOTOpble OaHK HamepeBaeTcs
peanu3oBath Ui AOCTHM)KEHUS MOCTaBIEHHBIX Iieneil. KoHeuyHOo, B MapKEeTUHTOBYIO
CTPATErui0 MOTYT OBbITh BHECEHbI M3MEHEHMsI, TOCKOJIBKY CYIIECTBYIOIINE YCIOBUS
MOTYT U3MEHUTHCS U3-3a KOHKYPEHIUH.

OddexTrBHOE HCHOIB30BaHUE MapKETUHra OAHKOBCKHX YCIYT B YCIIOBHSX
upoBol TpaHCPOpMAIMKM TO3BOJISET CHOKOHOMUTH BpEMsi Ha CBOEBPEMEHHOE
npeaocTaBiieHne HeoOxoauMon nHpopmaru KiueHTam OaHka.

BHenpena mpakTuka TPOBEACHHS KOMMEPYECKUMH OaHKaMH MapKETHHTOBBIX
ONPOCOB Yepe3 HU(PPOBbIE KaHAbI, MPOBEICHUS MAPKETUHTOBBIX HCCIIEIOBAaHUN B
BUJIC BONPOCOB W OTBETOB B COIMAIBHBIX CETSIX, MPEIOCTaBICHUS TOTHOU
uHopmauu 0 OAHKOBCKMX YCIyraXx IOCPEICTBOM BHIECOPONUKOB. OgHAKO MbI
CUMTaeM, YTO HCIOJb30BAaHHUE COBPEMEHHBIX METOAOB IOCTOSIHHOTO H3Y4YEHUS
KJIIMEHTOB OaHKOBCKUX YCIYr JUIsl BBISIBICHUS H3MEHEHUHW B HUX I[OBEJCHUH,
(buHaHCOBOM 0€30MACHOCTH U T.J. UMEET OOIBIIOE 3HaYeHUE U OyJIeT CIoCOOCTBOBAThH
MOBBIIICHHUIO TOMYIIPHOCTH OAHKOBCKUX YCIYT.

[To HameMy MHEHHIO, YUUTHIBAsE OOUITHE HHPOPMAIIUU B COBPEMEHHBIX YCIOBUSIX
riobanu3anny, HEO0OXOJUMO HCIOIb30BaTh METOABl HU(POBOrO MapKETHHTa B
OaHKOBCKMX MAapKETHHTOBBIX ycCiIyrax. B HacTosimiee BpeMsi s TOBBIIMICHUS
3¢ (EeKTUBHOCTH OAHKOBCKMX YCIYr aKTyalbHOE 3HAU€HHUE IMPUOOpPETaeT U3ydyeHUE
crpoca KJIMEHTOB Ha OCHOBE MPHUHIIMIIOB MapKETHUHTa, YPOBHS HX 3HAHUH O
OaHKOBCKMX TPOAyKTax. Takxke TMpH U3YYCHHH TPOOJeM, CBA3aHHBIX C
MapKETUHTOBOM JEATENIbHOCTbI0 HA pPBIHKE OAHKOBCKUX YCIYI, HEAOCTaTOYHO
U3YyYCHBl BAXKHBIC AaCMEKThl HCIIOJB30BaHUS MPUHIMIIOB MAapKETHHTa B TOWCKE
NEPCIEKTUBHBIX IMyTeW TMPUBICYEHUST CBOOOJHBIX CPEACTB HACEJICHUS U

31yan, X.; Li, Y.; Nie, F.; Li, R. Bank Customer Segmentation and Marketing Strategies Based on Improved DBSCAN
Algorithm. Appl. Sci. 2025, 15, 3138. https://doi.org/10.3390/app15063138
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XO3SUCTBYIOIINX CyOBEKTOB B 0aHKOBCKHM CEKTOP, YTO CUUTACTCS BaXKHBIM (DAKTOpOM
noBbIIICHUS 3(P(HEKTUBHOCTH OAaHKOBCKOM AesTenbHOCTU. TakuM 00pa3oM, U3ydeHue
NOBEACHUSI MOTpeduTesed 0aHKOBCKUX YCIYr B YCIOBUAX TOTAJIbHOW IU(POBOM
TpaHchOpMaINH - CIOKHBIA U TPYJOEMKHUI TIpoLIECC.

[{u¢poBble TEXHOIOTHH OKa3bIBAIOT ABOAKOE Bo3jaelcTBUE. C OJJHOM CTOPOHBI,
WHHOBALMK 00€CIeunBaOT OaHKaM KOHKYPEHTOCIIOCOOHOCTh. C Ipyroil CTOPOHBI, UX
yCHellIHasi peaau3alus MposBIsAeTcs B MUHPPACTPYKTYpE, YEIOBEUECKOM KaluTajie u

pEryJUpyIOIIeH NPAKTUKE, KOTOPhIE UMEIOT PEIIAIOIIEe 3HAUEHUE.

Taouuna 4

Biusinne nu@poBbIX TEXHOJIOTHH HA 1eATEJbHOCTh KOMMEPYeCKMX 0AHKOB

No | Cdepa gesiTeIbHOCTH

HpI/IMeHHeMLIe TEXHOJIOI'UHN

O:xupaeMblii pe3yJbTaT

1. | Cuuxenue 3aTpaT

O6opynoBanue
camMo00CITy KHBaHUS,
UCKYCCTBEHHBIN MHTEIIJICKT

Coxkpatienue
OTIEpALIMOHHBIX U TPYI0BBIX
3aTpat

2. | CxopocTb
00CTy)KMBaHHS

MoOubHbIE TPUITOKEHHUS,
WHTEPHET-0aHKUHT

Ob6cmyXuBaHUe B PeKUME
24/7, 5xoHOMUSI BpEMEHHU

3. | OOulenue ¢ KIIMeHTaMHU

Yar-60T, CRM-cucremsl,
ABTOMATHYCCKHE YBEIOMIICHUS

IIoBeIIEHNE TOSITBHOCTH U
JOBCPHA KIIMCHTOB

4. | YopaBlieHHE pUCKaMH

Big data, nuckycctBeHHbIi
UHTEJUIEKT, aBTOMAaTHYECKast
OLICHKA

HCMC,Z[J'ICHHOG BBIAABJIICHHUC U
CHMIXCHHUC PUCKOB

5. | IIpomecc
KpeAUTOBAHUSA

[Tnardopmsl oHnaiiH-
KpPEAUTOBaHHUS U OIIPOCOB

VYnopoueHHas cucrema
KpEeAUTOBAHUSA

6. | MapkeTuHr u aHaiau3

AmnanuTtika O0JBIINX JAHHEIX,
1eJieBas pexkyiama

OddexTrBHAs pexnama,
YCTKasdA CCIrMCHTAL A

7. | KubepbeszomacHocTh

Orpanuvenus 6€30MacHOCTH,
OuoMeTpHuuecKas MpoBepKa

besomnacHocTh 1
HaICXKHOCTh JaHHBIX

8. | HaBwiku nepconana

CucteMsl 3JIEKTPOHHOTO
00y4eHHUsl, AMCTAaHIIUOHHbBIE
3aHSTHS

dopmupoBaHue
COBPEMEHHBIX HABBIKOB

9. | baukoBckas
MH(PACTPYKTypa

OO6avHbIe TEXHOJOTHH,
MHTEPHET 000pyA0BaHNe

I'nOkas u 5KOHOMUYHAS
uH(ppacTpykTypa

Hcnonp30BaHne BO3MOKHOCTEH MOOHMIILHOT'O 6aHKI/IHFa, OHJI&ﬁH-KpC,Z[PITOB&HPIS[,

AIIEKTPOHHBIX IIATEKHBIX CHUCTEM U HCKYCCTBEHHOTO HWHTEIUIEKTa B IOBBIIICHUU
3 (HEKTUBHOCTH  JEATEIBHOCTH KOMMEPUECKHX OaHKOB TakKe CIOCOOCTBYET
MOJHATUIO JAHMANiora ¢ KJIMEHTaMH Ha HOBBIM ypoBeHb. OMHAKO A1 MalbIX OaHKOB
NPUMEHEHHUE TaKUX TEXHOJIOTHMI MOXET MOTpeOoBaTh OOJBIIMX PECYpPCOB U
TEXHUUYECKUX 3HAHMUM, a TaKXe CO3/1aTh HEyJ0OCTBa M3-3a HEJIOCTAaTOUYHO Pa3BUTOM
uudpoBoil uHppacTpykTypsl. Elie omgHa npodiema cBsi3aHa ¢ pOCTOM KHOEpyrpo3 ¢
pa3BuUTHEM HU(PPOBBIX TEXHOIOTHIA.

N3ydeHHble TaHHBIE TOKA3bIBAIOT 3HAUUTEIbHYIO MOJIOXKHUTEIbHYIO CBSI3b MEXY
MapKETUHTOBBIMH CTpaTeTusMu U 3((HEKTUBHOCTHI0O MapKeTHHTa. MapKeTHHTOBBIC
CTpaTeruu cocTaBisitoT 73,2% u3MeHeHuil B 93pheKTUBHOCTH MapKETHHTA.

ComuanbHble CETH TaKXe SBISIOTCS MHCTPYMEHTOM MapKeTHHra OaHKOBCKHX
yeiyr. Facebook, wucmonb3yembrit 76 mporieHTamMu OaHKOB, SBISETCS CaMbIM
HOIYJISIPHBIM CPE/IH PA3IMYHBIX COIIMATBHBIX ceTel, a TWitter 3aHnMaet Bropoe MecTo
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¢ 37 mpoueHtamu. OCHOBHBIMU TMPUYUHAMHM MCIOJIb30BAaHMS COLMAIBHBIX CETEl
SBJISIIOTCS KOMMYHHUKAIUS U KOHKYPEHTOCIIOCOOHOCTb.

[Ipesuaent Y3o6ekucrtana IllaBkatr Mupsuée 23 maprta 2018 roga moamnucan
noctaHoBieHre «O TONOJHUTEIBHBIX MEpax MO MOBBILIEHUIO JTOCTYHNHOCTU
OAaHKOBCKHUX yCHyT.» JIOKyMEHT HallpaBJIeH Ha YCTPaHEHHUE UMEIOUINXCS MpOoOJieM U
HEJOCTATKOB B COOJIIOJIEHUY MPAaB M 3aKOHHBIX HHTEPECOB MOTpedUTENEel OaHKOBCKUX
yCIIyT, OCOOEHHO B PETrMOHAaX, M PACIIUPEHUN (PUHAHCOBOW OTKPBITOCTH, a TAKKE
JaJIbHENUIIEM MOBBIIIEHUH KyJIbTYpbl OOCITY>KMBaHUS U JOBEpHUs K OaHKOBCKOIA
CUCTEME.

boycTtanun wu3yumn BIMSHHE HMCKYCCTBEHHOTO HHTEIUIEKTa Ha KIHEHTOB M
COTPYIHUKOB OaHKOB B pPa3BUBAIOLIUXCS CTpaHax A3uM. AHaau3 TPOBOIUICS C
WCIIOJIb30BAaHUEM MOJIEIM, OCHOBAaHHOM Ha KOJIMYECTBEHHBIX HCCIEIOBAHUAX, U
perpeccuoHHO Monenu. B pesynbrare OBUIO YCTAaHOBIEHO, YTO WCKYCCTBEHHBIM
WHTEJUIEKT TMOBBIIIAET KAYECTBO OAHKOBCKUX OIEpalil M CIYKUT MPaKTUYECKUM
KpUTEPUEM JJIs MPOTHOZUPOBAHUS U OILIECHKH MapKETUHIOBOTO MOTEHIMaNa OaHKa.

K yupexneHusm, KoTopble MOryT padoTaTh ¢ OaHKaMH, OTHOCATCS HAYyYHO-
NOMYJIApHbIE  W3/aHMs, OOJBHUIIBI, MPOMBIIUICHHbIE, TYPUCTUUYECKUE U
HEKOMMepYeckre KommaHuu. KoornepaTWBHBIMI MapKETHHT - 3TO MAapKETHHIOBas
CTpaTerusi, KOTOpas pEAKO MCHOJb3YeTCd Ha MpPaKTUKEe, HO HMEET IIUPOKUE
BO3MOKHOCTH.

Ha Ham B3risa, uist pa3BUTUSL MapKETHHIa B OaHKax Y30eKkucTaHa He00X0AUMO
peanu3oBaTh CIAEAYIOIIME MEPHI:

riy0OKoe H3ydeHHE MOTPEeOHOCTEW KIMEHTOB, CO3/IaHHE MPOIYKTOB M YCIYT,
NpeAHa3HAYEHHBIX JIJIs1 YAOBJIETBOPEHUS UX MOTPEOHOCTEHN, YKpPEIJIEHUE OTHOILICHUMA
C KJIMEHTaMU U BHEJPEHHE MMOIX0a, OCHOBAHHOTO Ha MPEIOCTABICHUH UM XOPOIIETO
00CITyKUBaHUS;

noctpoeHue 3PPeKTUBHON KOMMYHUKALIMK C KIMEHTaMHU U YJIOBIETBOPEHUE UX
notpeOHOCTEl uepe3 BeO-cailTbl, MOOWIbHBIC NPUIOKEHUS, COLHUAIbHBIE CETH,
MApKETHUHT 10 3JIEKTPOHHOW MOYTE U IPYrUe OHJIANH-CPEICTBA;

BHEJPEHUE COBPEMEHHBIX CHCTEM cOOpa W aHaliu3a JAHHBIX, aHAJIWU3 UCTOPHUU
MOKYTIOK, ((MHAHCOBOT'O COCTOSIHUS, TPEOOBaHUH U IPpyroi HHGOPMAIIUU KIUEHTOB,;

Coznanne MTHHOBALMOHHBIX YCIYT, OTBEYAIOMINX TPEOOBaHUAM M MOTPEOHOCTSIM
pblHKa Y30eKkucTaHa, COTPYIHMYECTBO C (DUHTEX-KOMIIAHUSMH, MPUMEHEHUE
texHomorun Blockchain, BHeapeHMe WCKYCCTBEHHOTO WHTEIUIEKTA H  JPYTUX
WHHOBAI[MOHHBIX MMOJXO0/IOB;

peanu3anMsi NPOEKTOB COLHUAIBHOM OTBETCTBEHHOCTH, CIIOCOOCTBYIOIIMX
COLIMAJIBHO-PKOHOMHUYECKOMY Pa3BUTHIO Y 30€KHCTaHa;

NOBBIIICHHE 3HAHUW U KBaIU(PUKALUU COTPYJHUKOB OaHka B 00JacTH
MapKeTHHIra, 00y4eHHe COBPEMEHHBIM METO/1aM MAPKETHHIa;

VYcunenue ponu oTAena MapKeTMHra B OaHKe, MpeAocTaBieHHWEe UM Oosee
IMIMPOKUX TMOJTHOMOYMI, BO3JIOKEHHE Ha OTAENl MAapKEeTHWHra 3ajad Mo pa3paboTke

MIPOEKTOB PEUIEHUH MO CTPATErnYE€CKOMY TUTAaHUPOBAHUIO OAHKOBCKOM JI€ATETBHOCTH.
BbIBO/IbI

43



B nanHO#l wuccnemoBaTenbckoil paboTe OCHOBHOE BHUMAaHHE OBLIO YJICNEHO
OCHOBHBIM KOHILIENIMSIM  MapKETUHIa, BKIKOYas KIMEHTOOPUEHTUPOBAHHOCTb,
KOHKYPEHTOCIOCOOHOCTh, UMUK OpeH/Ia U MOBBIIEHUE TPUOBLTH.

[TogpoOGHO paccMOTPEHbl OCHOBHBIE WHCTPYMEHThI MapKEeTHHra OaHKOBCKHUX
yCIYr, a MMEHHO NPOAYKLMS, LI€Ha, pacHpeleieHUe, pekiaMa W IPOJABHKCHHE,
CUCTEMBI YIIPaBJIEHUS B3AUMOOTHOIIEHUSMH C KIMEHTaMH.

HccnenoBano 3HaueHune cOopa, aHaIn3a U UCIOIb30BaHUS JaHHBIX B MApKETHHIe
OAHKOBCKHX yCIIYT.

[Ipoananu3upoBaHbl JydlllMe NPAKTUKHM MapKETUHra OaHKOBCKUX YCIyT B
3apyOeXHBIX CTpaHax MU pa3padOTaHbl PEKOMEHIAIMHU IO aJanTalldd K YCIOBUSAM
VY30ekucrana.

CormacHO pe3yJjbTaTaM aHallM3a, YPOBEHb HCIOJb30BAHUS MAapKETHHIOBBIX
MHCTPYMEHTOB B KOMMEpUECKHX OaHkax Y30eKkucTaHa Bce elle HeJocTaToueH. banku
HO-TIP&KHEMY CTAJIKUBAIOTCA C NpoOJieMaMH B TPOJABUKEHUM CBOMX YCIYT,
BBISIBJICHUH MOTPEOHOCTEN KIIMEHTOB U MPENOCTABICHUN UM NEPCOHATU3UPOBAHHBIX
yciyr. Mcnonap3oBanue HHCTPYMEHTOB UG POBOrO MApPKETUHTA TAKXKE HEJOCTATOUHO.

HeoOxonumo pazpaboTaTb Mepbl MO COBEPIIEHCTBOBAHUIO MapKETHHIOBBIX
CTpaTernidi  KOMMEpYEeCKMX  OaHKOB B HAlled  CTpaHe,  IOBBILICHUIO
KJINEHTOOPUEHTHUPOBAHHOCTH U YCHJIEHUIO UCTIOJIb30BaHUSI MHCTPYMEHTOB LIU(PPOBOTO
MapKETUHTA.

[IpuBeneHbl  NpaKTUYECKME  MPUMEPBI  WCIOJB30BAHUS  MHCTPYMEHTOB
MapKeTHUHIa B JEITEIIbHOCTH KOMMEpYEeCKMX OaHKOB Y30ekucrtana. HM3yueHa
BaXHOCTH cOOpa, aHaIM3a U UCTIOJIb30BaHUS JAHHBIX MPHU 3PHEKTUBHOM MPUMEHEHUH
MapKETUHTOBBIX HHCTPYMEHTOB.

B  kommepueckux ~ OaHKaXx  HEOOXOAMMO  OCYILIECTBISATH  MEphl IO
COBEPILIEHCTBOBAHUIO MApPKETHMHIOBOM CTpaTerMy, CO3[aBaTb HWHHOBAI[MOHHBIC
YCIIYTH, PACHIUPATh UCIIOJIb30BaHUE U(POBBIX TEXHOJOTUH, YKPEIUISTh OTHOILICHHUS
C KJIMEHTaMH, MOBBIIIATh KBATU(PUKAIMIO COTPYJHUKOB M YCWIMBATh POJb OTAENa
MapKETUHTA.
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INTRODUCTION (Annotation of Doctor of Philosophy Thesis)

The aim of the research is to develop scientific and practical proposals and
recommendations for the development of methods of coordination of Islamic
microfinance services at the regional level.

The object of the research is the activity of organizations operating on the basis
of Islamic finance operating in Uzbekistan.

Scientific novelty of the research:

a scheme of organizational measures for the introduction of Islamic microfinance
services into the practice of the region is proposed;

legislation on the introduction and improvement of the norms of Islamic
microfinance services, including the establishment of Sharia councils at microfinance
organizations, the development of norms for the distribution of funds that exceed
expenses in insurance (takoful) funds, keeping accounts of securities (sukuk), the
establishment of special norms of taxation of all Islamic financial organizations and
the procedures related to waqgf have been improved;

offered the procedure for commercial banks and non-bank credit organizations
with a license to engage in Islamic financing to establish economic entities and
participate in the charter capital, to carry out direct production, insurance, and trade
activities;

forecast values of the main financial indicators of branches of banks and
microfinance organizations operating in the Khorezm region untill 2027 have been
developed.

Implementation of research outcomes. Based on the scientific results obtained
in priority and promising areas of using of Islamic finance in the development of the
region’s economy:

the proposal on the scheme of organizational measures for the introduction of
Islamic microfinance services into regional practice was used in the development of
the decision No. 3-127/4 of the Council of people’s Deputies of the Khorezm region
on May 17, 2024 “On approval of comprehensive socio-economic development
programs of cities and districts of Khorezm Region”. (Reference No. 7-3884 of
November 26, 2024 of the municipality of Khorezm Region). Islamic finance was used
in the introduction of this scheme in order to develop the economy of the region.

legislation on the introduction and improvement of the norms of Islamic
microfinance services, including the establishment of Sharia councils at microfinance
organizations, the development of norms for the distribution of funds that exceed
expenses in insurance (takoful) funds, keeping accounts of securities (sukuk), the
establishment of special norms of taxation of all Islamic financial organizations and
the procedures related to waqgf was introduced into the activities of the Khorezm
Region Municipality (Reference No. 7-3884 of November 26, 2024 of the municipality
of Khorezm Region). The use of this proposal served to accelerate the introduction of
Islamic finance in the region and increase the number of enterprises operating on the
basis of Islamic finance by 10-15 percent;

offered procedure for commercial banks and non-bank credit organizations with
a license to engage in Islamic financing to establish economic entities and participate
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in the charter capital, to carry out direct production, insurance, and trade activities was
used in the development of the decision No. 37-12-0-Q/23 of the Regional Governor
of the Khorezm region on February 4, 2023 “Additional measures to support business
initiatives of residents to a new level within the framework of family entrepreneurship
development programs in Khorezm region” (Reference No. 7-3884 of November 26,
2024 of the municipality of Khorezm Region). The use of this proposal has served to
increase the average annual income of organizations that introduced Islamic finance in
their activities in the region by 5-10 percent;

the forecast values of the main financial indicators of branches of banks and
microfinance organizations operating in the Khorezm region untill 2027 were used in
the development of the decision No. 58-12-0-Q/22 of the Regional Governor of the
Khorezm region on April 12, 2022 “Comprehensive socio-economic development of
Khorezm region regions and further improvement of the living standards of the
population for 2022-2026 years” (Reference No. 7-3884 of November 26, 2024 of the
municipality of Khorezm Region). As a result, by 2027, the deposits of branches of
banks operating in the region will increase by 110% to an additional attracted funds
equivalent USD 1.2 billion, assets increased by 105% to an additional granted funds
USD 1.1 billion, assets of microfinance organizations increased by 5.8 times to USD
120 million, attracted funds increased 5.5 times to USD 85 million.

The volume and structure of the thesis. The dissertation consists of an
introduction, three chapters, conclusions and recommendations, a list of references and
appendices. The total volume of the work is 108 pages.
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