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KIRISH (falsafa doktori (PhD) dissertatsiyasi annotatsiyasi)

Dissertatsiya mavzusining dolzarbligi va zarurati. Global moliyaviy
xizmatlar bozorida ragamli transformatsiyalashuv jarayonlari xalgaro yetakchi
tijorat banklari faoliyatida marketing bo‘limlari faoliyatini takomillashtirishda
innovatsion yondashuvlar asosida mijozlar talablariga mos keladigan xizmatlar
ko‘rsatish hajmini oshirish imkonini bermoqda. Xalgaro darajada o‘tkazilgan
tadgigotlarga ko‘ra, “aksariyat yetakchi xorijiy tijorat banklari faoliyatida mijozlar
talablarini chuqur o‘rganishda marketing bo‘limlari an’anaviy va innovatsion
yondashuvlardan o‘zaro mutanosiblikda foydalanish orgali “gibrid” marketing
konsepsiyasini ishlab chigishmogda™. Bu orqali tijorat banklari mijozlar
talablariga mos keladigan bank mahsulotlarini sotish samaradorligini oshirishga
erishmoqda.

Jahonda tijorat banklari faoliyatida innovatsion marketing tadgiqotlari
o‘tkazish asosida bank mahsulotlarini sotish hajmini oshirish, “Marketing +
Servis” tamoyiliga asoslangan gibrid marketing tizimini shakllantirish, “Big Data”
tahlili, “CRM” tizimlari, “SMM” va “SA” tahlili, “AI / ML” texnologiyalari
asosida marketing tadgiqotlarini tashkil etish, innovatsion yondashuvlar asosida
mijozlarning bank xizmatlaridan foydalanish bo‘yicha potensial talablarini
aniglash va unga mos keladigan bankchilik xizmatlari ko‘rsatish amaliyotini
takomillashtirishga garatilgan tadgigotlar soni ortib bormoqgda.

Yangi Oc‘zbekiston islohotlari davrida banklar faoliyatini rivojlantirishda
mijozlar talablariga mos keladigan xizmatlar ko‘rsatish imkoniyatlarini
kengaytirishga xizmat giladigan marketing tadgiqotlarini o‘tkazish zaruriyati ortib
bormoqgda. Jumladan, Prezident Sh.M. Mirziyoev tomonidan “mahalla banklari
faoliyati yo‘lga qo‘yilib, ular mahallaning biznes imkoniyatlarini o‘rganib,
odamlarning g‘oyalari va qobiliyatini loyihalarga aylantirish, jumladan, aholiga
moliyaviy tartiblarni, mahsulot va xizmatlarni sotishni o‘rgatib, hamkorlikda
loyihalarni amalga oshirish? ustuvor vazifasini belgilanganligi tijorat banklari
tomonidan innovatsion yondashuvlar asosida marketing tadgiqgotlarini tashkil etish
hisobiga mijozlar talablariga mos keladigan xizmatlar ko‘rsatishni rivojlantirish
zururiyatini oshiradi.

Mazkur dissertatsiya ishi O‘zbekiston Respublikasining 2019 yil 2- fevraldagi
O‘RQ-547-son “Shaxsga doir ma’lumotlar to‘g‘risida”gi, 2019 yil 22- oktabrdagi
O‘RQ-573-son ““Valyutani tartibga solish to‘g‘risida’gi O‘zbekiston Respublikasi
Qonuniga o‘zgartirish va qo‘shimchalar Kiritish hagida”gi, 2019 yil 1- noyabrdagi
O‘RQ-578-son “To‘lovlar va to‘lov tizimlari to‘g‘risida”gi, 2019 vyil 11-
noyabrdagi O°RQ-582-son “O‘zbekiston Respublikasining Markaziy banki
to‘g‘risida”gi O‘zbekiston Respublikasi Qonuniga o‘zgartirish va qo‘shimchalar
Kiritish hagidagi, 2020 yil 24-iyuldagi O‘RQ-630-son “Innovatsion faoliyat

! Hybrid Marjeting is Here to Stay: Preparing the Marketing Operation Environment. NIM Marketing Intelligence
Review. Vol. 14, No. 2, 2022. — pp. 19-23

2 Banklar aholi bandligini ta’minlash va daromadli gilishda faol bo‘ladi. Prezident Sh.M. Mirziyoyev raisligida
16.12.2024 yilda banklar ishtirokida mahallalarda aholi bandligini ta’minlash va daromadli qilishga qaratilgan
ustuvor vazifalar muhokamasi yuzasidan videosellektor yig‘ilishi. 16.12.2024 y.
https://president.uz/uz/lists/view/7769
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to‘g‘risida”gi, 2021 vyil 12-oktabrdagi O‘RQ-746-son ““Iste’molchilarning
huquglarini himoya qilish to‘g‘risida”gi O‘zbekiston Respublikasi Qonuniga
qo‘shimcha va o‘zgartirishlar Kiritish haqidagi, 2023 yil 19-apreldagi O‘RQ-831-
son“ “Banklar va bank faoliyati to‘g‘risida”gi O‘zbekiston Respublikasi Qonuniga
o‘zgartirishlar Kiritish hagida’gi, 2024 yil 3 oktabrdagi O‘RQ-970-son “Kreativ
iqtisodiyot to“g‘risida”gi Qonunlari, O‘zbekiston Respublikasi Prezidentining 2020
yil 12 maydagi PF-5992-son “2020-2025 vyillarga mo‘ljallangan O°‘zbekiston
Respublikasining bank tizimini isloh qgilish strategiyasi to‘g‘risida”gi, 2020 yil 5
oktabrdagi PF-6079-son ““Ragamli O‘zbekiston — 2030 strategiyasini tasdiglash
va uni samarali amalga oshirish chora-tadbirlari to‘g‘risida”gi farmonlari va
mazkur sohaga tegishli boshga normativ-huqugiy hujjatlarda belgilangan
vazifalarni amalga oshirishda muayyan darajada xizmat giladi.

Tadgqigotning respublika fan va texnologiyalari rivojlanishining ustuvor
yo‘nalishlariga mosligi. Ushbu tadgiqot respublika fan va texnologiyalari
rivojlanishining I. «Demokratik va huqugiy jamiyatni ma’naviy-ahlogiy va madaniy
rivojlantirish, innovatsion igtisodiyotni shakllantirish» ustuvor yo‘nalishi doirasida
bajarilgan.

Muammoning o‘rganilganlik darajasi. Uzoq xorijlik igtisodchi olimlardan
M. Rodrigez, J.P. Nikols, Z. Vang, N.A. Morgan, X.A.F. Al-Slahet, J. Li® kabilar
tomonidan tijorat banklari marketing tadgiqotlarida innovatsion yondashuvlardan
foydalanishning uslubiy-konseptual jihatlari tadqiq etilgan va takomillashtirilgan.

Yagqin xorijdik L.N. Krasavina, A.O. Sedinov, R.A. Bespalov, R.G. Ganiev,
A.G. Chuchelkin, Ye.S. Nikitevich* kabilar mamlakatda bozor mexanizmi
talablariga mos keladigan tijorat banklari marketingini rivojlantirishning
ustuvorliklarini tadgiq etishgan.

O‘zbekistonlik Sh. Abdullaeva, A.A. Azlarova, O.A. Ortigov,
G.A. Bekmurodova, J.A. Yuldashev, Z.Z.Xudayberganova® kabilar mahalliy

% Rodriguez M., Peterson R. M., & Ajjan H. CRM/social media technology: impact on customer orientation process
and organisational sales performance. In Ideas in marketing: Finding the new and polishing the old. 2015. — pp. 636-
638; Nicols J.P. Innovation in Retail Banking: Reimagine Banking. Efma and EdgeVerve Systems Limited, 2017. —
87 pages ; Wang Z., Zhao Y., & Wang B. A bibliometric analysis of climate change adaptation based on massive
research literature data. Journal of cleaner production, No. 199, 2018. — pp. 1072-1082; Morgan N.A., Whitler K.A.
Feng H., et al. Research in marketing strategy. Acad Mark Sci. Rev. 2019. No. 47. — pp. 4-29; Al-Slehat, Z. A. F.
FinTech and financial inclusion: the mediating role of digital marketing. Business: Theory and Practice, No 24 (1),
2023. — pp. 183- 193; Lee J. Marketing strategies for financial products: bridging the gap between finance and
consumer behavior. J Fin Mark. 2024, No8 (6):275

4 Kpacasuna JL.H., Banenuesa H.U. VIHHOBallMOHHAs CTpaTerus Pa3BUTHsS POCCHICKON SKOHOMMKM: GAHKOBCKHUI M
¢unancoBwiii actiekThl / Jlenpru u kpeaut. 2007. Ne 8. C. 53-61; Lenunos O.A., bagma-T'opseBa 3.0. Pa3sutue
0aHKOBCKOI0 MapKeTHHIa B YCIOBHAX IM(poBoi TpaHchopmaryy // BecTHuk Anraiickoit akaJeMUy SJKOHOMHUKH H
npasa. 2019. Ne 2-1. C. 170-177; becnanos P.A., [Ipommna O.C. MapkeTnHroBas JestesIbHOCT OaHkoB Poccun B
ycnoBusIX 1udpoBu3anny 3koHoMHKH // DxoHomuka. Conmonorus. [IpaBo. — 2019. — Ne 2(14). — C. 16-20; I'annes
P.I'., ®uruna E.K. 'eHe3uc MHTEpHET-W3AaHUHA M NPOABHKEHHE 0aHKOBCKHMX YCIYyr B KOMIUIEKCE MapKeTuHra //
I'moGanbueii Haywyneld moteHnuasn. — 2019. — Ne 11(104). — C. 184-186; . Uywenkun A.I'., T'ocres JI.B.
WHcTpyMeHTbl HU(POBU3aLMKM MHTEPHET-MapKETHHIa OAHKOBCKUX YCIYT // AKTyajbHBIE BOIPOCHI COBPEMEHHOMN
skoHomuku. — 2020. — Ne 4, — C. 732- 735; Hukurenu E.C. OneiT nmpuMeHeHHS HHU(DPOBBIX TEXHOJOTHIA
MapKEeTHHTa Ha peIHKE OaHKOBCKUX yciyT // UatepHayka. — 2020, — Ne 24-2(153). — C. 13-16.

5 A6nynnaesa 111., ®aiisynnaesa M., Tanak O. bankoBckuil MEHEI)KMEHT U MapKeTuHr. Yue6noe nocobue./ — T.:
"IQTISODMOLIYA", 2007. — 182 c; Azlarova A.A., Abduraxmanova M.M. O‘zbekiston bank tizimida marketing
faoliyatini takomillashtirish istigbollari. “Igtisodiyot va innovasion texnologiyalar” ilmiy elektron jurnali, Ne 1,
yanvar-fevral, 2018 y, 1-12 bb.; Ortigov O.A. Qulliyev l.Ya. Bank menejmenti va marketingi: o‘quv qo‘llanm.
Toshkent, TMI, 2015. — 158 bet.; Bekmurodova G.A. Tijorat bankining mijozlarga yo‘naltirilgan strategiyasining
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tijorat banklarida marketing tadgiqotlari o‘tkazish zaruriyati, milliy xususiyatlari
va uning rivojlantirish imkoniyatlariga bag‘ishlangan ilmiy tadqgiqotlar olib
borishgan.

Shu bilan birgalikda, O°‘zbekiston sharoitida innovatsion marketing
tadgiqotlari asosida tijorat banklari mahsulotlarini sotishni takomillashtirish bilan
bog‘liq masalalar kompleks tarzda, tizimli, maxsus tadgiqot obyekti sifatida tahlil
etilmagan. Muammoning dolzarbligi, iqtisodiy adabiyotda yetarlicha
o‘rganilmaganligi, kutilayotgan ilmiy natijalarni ilmiy-amaliy ahamiyatga egaligi
ushbu mavzuni tadgiqot obyekti sifatida tanlashga asos bo‘1di.

Tadgiqotning dissertatsiya bajarilgan oliy ta’lim muassasasining ilmiy-
tadqigot ishlari rejalari bilan bog‘liqligi. Dissertatsiya ishi Buxoro davlat
universitetining ilmiy-tadqgiqot ishlari rejasi doirasida bajarilgan.

Tadgigotning magsadi O°‘zbekistonda innovatsion marketing tadgiqotlari
asosida tijorat banklari mahsulotlarini sotishni takomillashtirish bo‘yicha ilmiy
taklif va amaliy tavsiyalar ishlab chigishdan iborat.

Tadqgigotning vazifalari:

tijorat banklari faoliyatida innovatsion marketing nazariyalarining amal gilish
xususiyatlarini tahlil gilish;

tijorat banklarida innovatsion marketing tadgiqgotlarini amalga oshirish
vositalarini tadgiq etish;

yetakchi  xorijiy tijorat banklari faoliyatida innovatsion marketing
tadgiqotlarini o‘tkazish amaliyotini giyosiy taggoslash;

mahalliy tijorat banklarida marketing tadgiqgotlarini tashkil etishning huqugiy-
institutsional asoslarini tahlil gilish;

mahalliy tijorat banklari innovatsion marketing tadqiqotlari o‘tkzish
amaliyotini giyosiy tagqoslash;

mahalliy  tijorat  banklarida  innovatsion  marketing  tadgiqotlari
samaradorligining reyting ko‘rsatkichlarini baholash;

tijorat banklari marketing bo‘limlari faoliyatida innovatsion yondashuvlardan
foydalanishni rivojlantirish yo‘nalishlarini aniglash;

mijozlar talabiga mos keladigan xizmatlar ko‘rsatish asosida bank faoliyatini
rivojlantirish yo‘nalishlarini belgilash;

innovatsion marketing tadgiqotlari asosida tijorat banklari mahsulotlarini
sotishning muqobil ssenariyalarini ishlab chigish

Tadgiqotning obyekti bo‘lib O‘zbekiston Respublikasi tijorat banklari
marketingi faoliyati hisoblanadi.

Tadgiqgotning predmetini mahalliy tijorat banklari innovatsion marketing
tadgiqotlari asosida bank mahsulotlarini sotishini takomillashtirish jarayonida sodir
bo‘ladigan ijtimoiy, igtisodiy va ekologik munosabatlar majmui tashkil etadi.

samaradorligi. “Iqtisodiyot va innovasion texnologiyalar” ilmiy elektron jurnali, Ne 3, may-iyun, 2017 y, 1-9 bb
Yuldashev J.A. Tijorat banklarida mijozlar bilaan munosabatlar holatini baholash usulini takomillashtirish.
“Iqtisodiyot va innovatsion texnologiyalar” ilmiy elektron jurnali. Ne 3, may-iyun, 2021 vyil, 1-12 bb,;
Xudayberganova Z.Z. Tijorat banklarida masofaviy bank xizmatlarini takomillashtirish yo‘nalishlari. Moliya va
Bank ishi Jurnali 3 (2022), 22-28.
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Tadqiqot usullari. Tadgiqot jarayonida tizimli tahlil, tarixiylik va
mantiqiylik, induksiya va deduksiya, analiz va sintez, giyosiy va selektiv tanlab
tadgiqg qilish, monografik tahlil va guruhlash, PEST tahlil, SWOT tahlil,
ekonometrik tahlil va prognozlashtirish usullari qo‘llanilgan.

Tadqiqgotning ilmiy yangiligi quyidagilardan iborat:

tijorat banklarida innovatsion marketing tadgiqotlari samaradorligini migdor
va sifat ko‘rsatkichlari o‘zida mujassamlashtirgan marketing xarajatlari gaytimi
(Return on Investment — ROI), bank mijozlari sonidagi o‘sish, bank mijozlarini
saglab golish darajasi (Retention Rate — RR), yangi mahsulot va xizmatlarning
joriy qilish tezligi, bank faoliyatidan mijozlarning gonigishi darajaasi (Customer
Satisfaction Index — CSI), “CRM” tizimidan foydalanish samaradorligi,
targ‘ibotning anigligi  ko‘rsatkichi (Net Promoter Score — NPS), hamda,
ragobatbardoshlik ko‘rsatkichi mezonlari orgali “A”, “B”, “C” va “D” toifalardagi
reyting guruhlariga ajratish taklifi asoslangan;

tijorat banklari marketing bo‘limi faoliyatida innovatsion yondashuvlardan
foydalanish samaradorligini baholashning “KPI” tizimini “H-A (Highly-Active)”,
“M-A (Moderately-Active)”, “L-A (Lower-Active)”, “N-A (None-Activity)”
toifalaarga ajratish taklifi ishlab chigilgan;

“S-D (Strongly-Digitalized) +7 P” marketingi asosida “Kontent marketing”,
“SEO & SEM”, hamda, avtomatlashtirilgan “AI-Chat-bot” ragamli dasturlaridan
foydalanish orgali “Ochiq bank (Open Banking)” strategiyasidan foydalanish
taklifi ishlab chigilgan;

2025-2030 vyillarda tijorat banklari kredit mahsulotlarining tarkibiy
ko‘rsatkichlarini tahlil gilish asosida uning YalMdagi ulushi bo‘yicha bazaviy,
inersion, mobilizatsion ssenariyalarga asoslangan prognoz ko‘rsatkichlari ishlab
chigilgan

Tadgigotning amaliy natijalari quyidagilardan iborat:

tijorat banklari faoliyatida innovatsion marketing nazariyalarining amal gilish
xususiyatlarini tahlil qilish asosida “tijorat banklari marketingi”, “bankchilik
tizimida marketing tadqgigotlari samaradorligi” kategoriyalariga jarayonli
yondashuv asosida takomillashtirilgan mualliflik yondashuvlari ishlab chigilgan;

tijorat banklarida innovatsion marketing tadgiqotlarini “Big Data” tahlili,
“CRM” tizimlari, “SMM” va “SA” tahlili, “Al / ML” texnologiyalaridan
foydalanishga asoslangan “gibrid” shaklda tashkil etish xususiyatlari aniglangan;

yetakchi  xorijiy tijorat banklari faoliyatida innovatsion marketing
tadgigotlarini  o‘tkazish amaliyotini  giyosiy tagqoslash orgali ulardan
mamlakatimiz amaliyotida ijodiy foydalanish imkoniyatlari aniglangan;

mahalliy tijorat banklarida marketing tadgiqgotlarini tashkil etishning huquqiy-
institutsional asoslarini tahlil qilish asosida uning o‘ziga Xxo0s Xxususiyatlari
aniglangan;

mahalliy  tijorat  banklarida  innovatsion  marketing tadgiqgotlari
samaradorligining “A”, “B”, “C” va “D” toifalardagi reyting guruhlariga ajratish
asosida baholangan;

tijorat banklari marketing bo‘limlari faoliyatida innovatsion yondashuvlardan
foydalanishni “H-A” — yuqori, “M-A” — o‘rta, “L-A” quyi innovatsion faollik,
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hamda, “N-A” innovatsion faollik mavjud bo‘lmagan guruhlarga ajratish asosida
uni rivojlantirish yo‘nalishlari aniglangan;

mijozlar talabiga mos keladigan xizmatlar ko‘rsatish asosida bank faoliyatini
rivojlantirishda  “ochiq bank” strategiyasidan foydalanish  imkoniyatlari
belgilangan;

“O‘zbekiston — 2030 sharoitida innovatsion marketing tadgiqgotlari asosida
tijorat banklari mahsulotlarini sotishning bazaviy, inersion va mobilizatsion
ssenariyalari ishlab chigilgan

Tadgiqotning natijalarining ishonchliligi. Tadgiqot natijalarining
ishonchliligi  tahlil jarayonida O‘zbekiston Respublikasi Markaziy banki,
O‘zbekiston Respublikasi Prezidenti huzuridagi Statistika agentligi, O‘zbekiston
Respublikasi Igtisodiyot va moliya vazirligi, O‘zbekiston Respublikasi
Investitsiyalar, sanoat va savdo vazirligi, Jahon banki, Iqtisodiy hamkorlik va
taraqgiyot tashkiloti rasmiy ma’lumotlaridan foydalanilganligi, ishda qo‘llanilgan
yondashuv va usullarning magsadga muvofigligi va ilmiy asoslanganligi,
keltirilgan xulosa, taklif va tavsiyalarning vakolatli tashkilotlar tomonidan
amaliyotga joriy gilinganligi bilan belgilanadi.

Tadgiqot natijalarining ilmiy va amaliy ahamiyati. Tadgigot natijalarining
iIlmiy ahamiyati tadgiqot jarayonida olingan ilmiy taklif va amaliy tavsiyalardan
mabhalliy tijorat banklari faoliyatida innovatsion yondashuvlar asosida marketing
tadgiqotlarini  o‘tkazilishini rag‘batlantirish, bu orgali bank mahsulotlari
ommabopligini oshirishga garatilgan dasturlar samaradorligini ta’minlash va ularni
o‘zaro mutanosiblashgan holda amalga oshirishning ta’sirchan mexanizmini
shakllantirishga qaratilgan maxsus ilmiy-tadgigot ishlarida manba sifatida
foydalanish mumkinligi bilan belgilanadi.

Tadgigot natijalarining amaliy ahamiyati olingan natijalar, ishlab chigilgan
iIlmiy taklif va amaliy tavsiyalardan tijorat banklari marketingida innovatsion
yondashuvlardan foydalanish amaliyotini kengaytirish asosida bank xizmatlarining
ommabopligini ta’minlash, oliy o‘quv yurtlarida o‘qitiladigan “Marketing”, “Bank
ishi”, “Banklarda menejment va marketing”, “Bank ishiga kirish” fanlarining
ishchi-o‘quv dasturlarini takomillashtirish va talabalarga ta’lim berish jarayonida
foydalanish mumkin.

Tadgigot natijalarining joriy qilinishi. Innovatsion marketing tadgiqotlari
asosida tijorat banklari mahsulotlarini sotishni takomillashtirish borasida ishlab
chigilgan takliflar asosida:

tijorat banklarida innovatsion marketing tadgiqotlari samaradorligini migdor
va sifat ko‘rsatkichlari o‘zida mujassamlashtirgan marketing xarajatlari gaytimi
(Return on Investment — ROI), bank mijozlari sonidagi o‘sish, bank mijozlarini
saglab qolish darajasi (Retention Rate — RR), yangi mahsulot va xizmatlarning
joriy qilish tezligi, bank faoliyatidan mijozlarning qonigishi darajasi (Customer
Satisfaction Index — CSI), “CRM” tizimidan foydalanish samaradorligi,
targ‘ibotning aniqligi ko‘rsatkichi (Net Promoter Score — NPS), hamda,
raqobatbardoshlik ko‘rsatkichi mezonlari orqgali “A”, “B”, “C” va “D” toifalardagi
reyting guruhlariga ajratish taklifi O'zbekiston Respublikasi Prezidentining 2020-
yil 12-maydagi PF-5992-sonli "2020-2025-yillarga mo'ljallangan O'zbekiston
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Respublikasining bank tizimini isloh qilish strategiyasi to'g'risida"gi Farmoni
hamda 2022-yil 6-iyuldagi PF-165-sonli "2022-2026-yillarda O'zbekiston
Respublikasining innovatsion rivojlanish strategiyasini tasdiglash to'g'risida"gi
Farmoni 4.2 va 4.4-paragraflar talablari doirasida “Ipak yo‘li” innovatsiya tijorat
banki amaliyotida qo‘llanilgan. (“Ipak yo‘li” AITBning 2025 yil 10 dekabrdagi
35/11440-sonli dalolatnomasi) Mazkur amaliyot orqali “Ipak yo‘li” banki mijozlar
bazasini kengaytirish, marketing xarajatlarini optimallashtirish, ragamli xizmatlar
va CRM tizimlaridan foydalanish samaradorligini oshirish natijasida bank
xizmatlaridan foydalanuvchi mijozlar soni 2024 vyilga nisbatan 17 foizga
oshirishga erishildi;

tijorat banklari marketing bo‘limi faoliyatida innovatsion yondashuvlardan
foydalanish samaradorligini baholashning “KPI” tizimini “H-A (Highly-Active)”,
“M-A  (Moderately-Active)”, “L-A (Lower-Active)”, “N-A (None-Activity)”
toifalarga ajratish taklifi ishlab chigilib, O'zbekiston Respublikasi Prezidentining
2020-yil 12-maydagi PF-5992-sonli "2020-2025-yillarga mo'ljallangan O'zbekiston
Respublikasining bank tizimini isloh gilish strategiyasi to'g'risida"gi Farmoni (1-
ilovasi va 3-ilovasi,O'zbekiston Respublikasi Prezidentining 2020-yil 5-
oktyabrdagi PF-6079-sonli "Ragamli O'zbekiston-2030" strategiyasi to'g'risida"gi
Farmoni 16-bandida belgilangan vazifalarni amalga oshirish magsadida “Ipak
yo‘li” innovatsiya tijorat banki amaliyotida qo‘llanilgan. (“Ipak yo‘li” AITBning
2025 yil 10 dekabrdagi 35/11440-sonli dalolatnomasi) Ushbu KPI tizimi
yordamida bank marketing bo‘limlarining innovatsion faolligi tizimli ravishda
baholandi, zaif bo‘limlar aniglanib, ularni rivojlantirish bo‘yicha aniq choralar
belgilandi. Natijada bankning marketing samaradorligi 15 foizga oshdi, yangi
mahsulotlarni  joriy etish tezligi 12 foizga, mijozlar sodigligi va gonigishi 20
foizga oshdi;

“S-D (Strongly-Digitalized) +7 P” marketingi asosida “Kontent marketing”,
“SEO & SEM”, hamda, avtomatlashtirilgan “AI-Chat-bot” ragamli dasturlaridan
foydalanish orqali “Ochiq bank (Open Banking)” strategiyasidan foydalanish
taklifi ishlab chiqilib, O'zbekiston Respublikasi Prezidentining 2020-yil 5-
oktyabrdagi PF-6079-sonli "Ragamli O'zbekiston-2030" strategiyasi to'g'risida"gi
Farmoni 15-band va 16-band , O'zbekiston Respublikasi Prezidentining 2024-yil
14-oktyabrdagi PQ-358-sonli "Sun'iy intellekt texnologiyalarini 2030-yilga gadar
rivojlantirish strategiyasini tasdiglash to'g'risida"gi Qarori 2-paragraflar talablari
doirasida “Ipak yo‘li” innovatsiya tijorat banki amaliyotida qo‘llanilgan. (“Ipak
yo‘li” AITBning 2025 yil 10 dekabrdagi 35/11440-sonli dalolatnomasi) Ushbu
taklifni amaliyotga joriy etish orgali kontent marketing, SEO & SEM va Al-Chat-
bot dasturlari orqali mijozlar bilan uzluksiz va shaxsiylashtirilgan muloqot yo‘lga
qo‘yildi. Bank xizmatlaridan foydalanish jarayonini tezlashtirish va mijozlarga
real vaqtda ma’lumot yetkazish imkoniyati yaratildi. Mijozlarning gonigish
darajasi (CSI) va tavsiya qilish ko‘rsatkichi (NPS) sezilarli darajada oshdi.Ragamli
marketing va avtomatlashtirilgan tizimlar orgali yangi mijozlarni jalb gilish va
mavjud mijozlarni saglash darajasi oshdi. Umumiy hisobda, taklif etilgan ragamli
marketing modeli bankning innovatsion marketing samaradorligini o‘rtacha
25foizga oshirish imkonini berdi;
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yillarda tijorat banklari kredit mahsulotlarining tarkibiy ko‘rsatkichlarini tahlil
qilish asosida uning YalMdagi ulushi bo‘yicha bazaviy, inersion, mobilizatsion
ssenariyalarga asoslangan prognoz ko‘rsatkichlari ishlab chiqilib, O‘zbekiston
Respublikasi Prezidentining 2020-yil 12-maydagi PF-5992-sonli “2020-2025-
yillarga mo‘ljallangan bank tizimini isloh qilish strategiyasi” farmoni Ill bobi,
O'zbekiston Respublikasi Markaziy Bankining "Pul-kredit siyosatining 2026-2028-
yillarga mo'ljallangan asosiy yo'nalishlari” doirasida “Ipak yo‘li” innovatsiya
tijorat banki amaliyotida qo‘llanilgan.(“Ipak yo‘li” AITBning 2025 vyil 10
dekabrdagi 35/11440-sonli dalolatnomasi) Ushbu taklifni amaliyotga joriy etish
orgali bazaviy, inersion va mobilizatsion ssenariylar yordamida kredit mahsulotlari
bo‘yicha YalMdagi ulushning prognozi ishlab chiqildi, bu esa bankning strategik
rejalashtirish va moliyaviy risklarni boshgarish Imkoniyatini
oshirdi.Shuningdek,banklar kredit mahsulotlarini bozor talabi va iqgtisodiy
vaziyatga moslashtira oldi, yangi kredit paketlarini tezroqg joriy etildi.Prognoz
natijalariga ko‘ra mahalliy tijorat banklari tomonidan 2025-2030 yillarda kredit
mahsulotlarini sotish hajmi YalMga nisbatan 11,8 foizga ortib, 41,0 foizdan 52,8
foizgacha yetishi mumkinligi aniglandi.

Tadqgigot natijalarining aprobatsiyasi. Ushbu tadgiqot natijalari 6 ta,
jumladan, 3 ta xalgaro va 3 ta respublika ilmiy-amaliy konferensiyalarda
aprobatsiyadan o‘tkazilgan.

Tadgigot natijalarining e’lon gilinishi. Dissertatsiya mavzusi bo‘yicha jami
9 ta ilmiy ish, jumladan, Oc‘zbekiston Respublikasi Oliy attestatsiya
komissiyasining doktorlik dissertatsiyalar asosiy natijalarini chop etish tavsiya
etilgan ilmiy jurnallarda 3 ta ilmiy maqola, shundan 2 tasi respublika va 1 tasi
xorijiy jurnallarda nashr gilingan.

Dissertatsiyaning tuzilishi va hajmi. Dissertatsiya tarkibi Kkirish, uch bob,
xulosa, foydalanilgan adabiyotlar ro‘yxati va ilovalardan iborat bo‘lib, umumiy
hajmi 130 betdan iborat.

DISSERTATSIYANING ASOSIY MAZMUNI

Kirish qgismida dissertatsiya mavzusining dolzarbligi va ilmiy ahamiyati
asoslangan, tadgigotning respublikada olib borilayotgan fan va texnologiyalar
rivojlanishining ustuvor yo‘nalishlariga mosligi, muammoning o‘rganilganlik
darajasi, tadgigotning magsadi va vazifalari, obyekti va predmeti, uning ilmiy
yangiliklari va amaliy natijalari ochib berilgan, olingan natijalarning ilmiy-amaliy
ahamiyat iyoritilgan,tadgiqot natijalarining joriy gilinganligi, nashr gilingan ishlar va
dissertatsiyaning tuzilishi, hajmi bo‘yicha ma’lumotlar berilgan.

Dissertatsiya ishining “Innovatsion marketing tadqiqotlari asosida tijorat
banklari mahsulotlari sotishning ilmiy-nazariy asoslari”” deb nomlangan birinchi
bobida tijorat banklari faoliyatida innovatsion marketing nazariyalarining amal
gilish xususiyatlari, innovatsion marketing tadgiqotlarini amalga oshirish vositalari
tahlil qilinib, yetakchi xorijiy tijorat banklarida innovatsion marketing
tadgigotlarini o‘tkazish amaliyoti giyosiy tagqoslangan va undan mamlakatimiz
amaliyotida ijodiy foydalanish imkoniyatlari aniglangan.
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Umuman olganda “innovatsiya” atamasi iqtisodiy aylanmaga lotincha
“innovatio” so‘zidan Kirib kelgan bo‘lib, lug‘aviy jihatdan ijtimoiy-iqtisodiy
munosabatlar tizimi, jumladan, texnik-texnlogik ta’minot, Xizmatlar ko‘rsatish,
iqtisodiy va ijtimoiy sohalarda yangi turdagi mahsulotlar, yangicha yondashuvlar,
jarayonlar, yoki usul, hamda uslublarni joriy etishni anglatishi ko‘plab ilmiy
tadgigotlarda aytib o‘tilgan. Bundan ko‘rinib turibdiki, “innovatsiya” iqtisodiy
atamasi nafagat yangilik yaratish, balki, ularni amaliyotga joriy etish bilan bog‘liq
bo‘lgan munosabatlarni to‘liq gamrab oladi.

Shu bilan birgalikda, iqtisodiy fanda innovatsion jarayonlarning mazmun
mohiyatini yoritib berishda E. Rodjersning “Innovatsiya diffuziyasi (tarqalishi)®
borasidagi ilmiy garashlari muhim ahamiyat kasb etadi. Olim ijtimoiy-igtisodiy
munosabatlar tizimida innovatsiyaning tarqalishi bilan bog‘liq bo‘lgan
munosabatlarni tahlil gilish asosida innovatsiyani gabul giluvchilarni 1-rasmda
keltirilgan besh guruhga ajratib ko‘rsatadi

[

N Tovarning hayotiylik dawri

Erta gabul

giluwvchilar
Innovatorlar 12.5%

2.5 %

Kech goluvchilar
(konservatorian
16,0%

t

1-rasm. E. Rodjersning “Innovatsiya diffuziyasi (targalishi)”’ning grafikdagi
ko‘rinishi’

O‘rganishlarga ko‘ra, innovsion mahsulotning bozordagi hayotiylik siklida
yugori foyda olishi mumkin bo‘lgan tadbirkorlik sub’ektlari asosan birinchi va
ikkinchi guruh tarkibiga kiruvchi xo‘jalik sub’ektlari hisoblanib, uchinchi guruh
vakillari ganchalik erta innovatsion mahsulotni o‘z faoliyatiga joriy etishsa,
shanchalik yuqgori daromad olish imkoniyatini ko‘proq qo‘lga kiritishlari mumkin
bo‘ladi (2-rasmga garang).

N
Innovatsion mahsulotning hayotiylik davri

Innovatsion mahsulotdan
maksimal darajada foyda
olish davri

o

t

2-rasm. Innovatsion mahsulotning yugori foydalilik davri®

® Bensesa H.B. Ananus teopuu auddys3un uHHOBauMiA Pomkepca B paspese KM3HEHHOTO IMKIA TOBAPOB KIAcca
«JIroKC» M BOCTIpUATHE TIEHBI Ha JJaHHBIE TOBApHI. VIcTopHyueckas U CONMMabHO-00pa3oBaTebHas MBICIh, Ne 3 (25),
2014. —c. 171-175

" Muallif tomonidan tuzilgan
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Demak, marketing dasturlarini amalga oshirilishi mahsulotning bozor
aylanmasi hajmi ortishiga olib keladi, degan xulosaga kelish mumkin. Shu bilan
birgalikda, innovatsion mahsulot to‘g‘risidagi reklamalar dastlabki bosgichga
bozordagi haridorlar o‘rtasida mahsulot hagidagi o‘zaro habarni tarqatilishiga olib
kelishi, ya’ni bozorda vahima talabini uyg‘otishi mumkin bo‘ladi (3-rasmga

garang).

Bozordagi haridorlar
o'rtasida innovatsion
mahsulot to'g'risidagi
xabarni targalishi

\

Reklama

t

3 -rasm. Innovatsion mhsulotning bozor aylanmasiga marketing dasturlari

ta’siri®
1-jadval
Tijorat banklari faoliyatida innovatsion marketing tadgigoti usullari®
Usul nomi Qo‘llanish yo‘nalishi Amaliy misollar
Bank mijozlarining moliyaviy hatti-harakatlarini kuzatish Xitoyning “Alibaba’s
Tijorat banklari tomonidan taqdim etilayotgan moliyaviy MYbank” tijorat banki
xizmatlardan  foydalanishning rivojlanish  tendensiyalarini mazkur usul orgali bank
“Big Data” | baholash mijozlarining onlayn xarid
tahlili Bank mijozlarining kredit “Scoring”ini va mavjud kredit riskini ma’lumotlarini tahlil gilib,
baholash ularni kreditlash jarayonlarini
Tijorat banki moliyaviy mahsulotlari va xizmatlariga bo‘lgan avtomatizatsiyalashga
potensial talab hajmini prognoz gilish erishgan
Tijorat banki bilan uning mijozlari o‘rtasida individual O*zbekist livotid
tartibdagi o‘zaro mulogotni o‘rnatish zbexiston amallyotida
“ " = — —— - - Kapitalbank va Trastbank
CRM Bank mijozlarining moliyaviy holatlariga mos keladigan I . -
. . S . PV . faoliyatida “CRM” tizimlarini
tizimlari moliyaviy mahsulot va xizmatlar taklifini ishlab chigish AR . X
— — er - — joriy etish borasida amaliy
Tijorat banki erishgan mijozlarning gamrov darajasini saglab : : :
L . e N ishlash olib borilmogda
golish imkoniyatlarini kengaytiradi
Bank mijozlarining fikrlarini jamlash Turli iitimoiv tarmoalard
“SMM” va | Trendlarni muntazam kuzatib borish urlr ytimoty tarmogarda
A o1 - - - — - = — bank mijozlari izohlarini tahlil
SA” tahlili | Ommaviy reaksiyalarni tahlil gilish asosida tijorat bankining o i larli
. ) L - gilishga erishiladi
marketing strategiyalarini ishlab chigish
Individual reklama strategiyalarini ishlab chigish Yevropaning “Revolut” banki
Avtomatlashtirilgan chat-botlar orgali mijozga xizmat ko‘rsatish | o‘zining har bir mijozi uchun
“Al/ML” “Al / ML” texnologiyasiga
texnologiyasi | Bank mijozlarining moliyaviy “portreti”ni shakllantirish va | asoslangan holda avtomatik
ularning talablari bo“yicha prognozlarni ishlab chigish tartibda individual xizmat
ko‘rsatish amaliyotiga o‘tgan

Igtisodiy adabiyotda tijorat banklari faoliyatida

tadqiqotlaridan

foydalanish an’anaviy marketing

tadqiqotlariga

innovatsion marketing

samaraliroq ekanligi ko‘p sonli ilmiy tadqiqotlarda o‘z isbotini topgan. Tahlillarga

ko‘ra
b

innovatsion marketing tadqiqotlari

tijorat banklari

faoliyatida ular
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tomonidan ko‘rsatilayotgan moliyaviy xizmatlarning sifatini takomillashtirish bilan
birgalikda, uning uchun sarflanadigan vaqtni tejab, bank mijozlari ehtiyojlarini,
jumladan moliyaviy xizmatlar bozoridagi boshga mijozlarning bankchilik
moliyaviy mahsulotlari va xizmatlariga bo‘lgan potensial ehtiyojlarini tezkorlik
bilan aniglash asosida ularning talablariga mos keladigan bank xizmatlarini taklif
etishlari uchun xizmat giladi. Quiydagi 1-jadvalda tijorat banklari innovatsion
marketing tadgiqoti usullari yoritildi.

Global moliyaviy xizmatlar bozorida faoliyat olib borayotgan yetakchi xorijiy
tijorat banklari amaliyotida o‘tkazilib kelayotgan innovatsion marketing
tadqgiqgotlarini giyosiy tahlili (2-jadvalga garang) natijalariga ko‘ra, bu turdagi
tadqgigotlarda ustuvorliklar mijozlarning banklar faoliyatidan foydalanish holati,
ularning moliyaviy imkoniyatlariga mos keladigan bankchilik xizmatlari paketini
ishlab chiqish, tijorat bankining bozor gamrovi holatini saglab golgan holda, uni
kengaytirish imkoniyatlarini aniglash, mamlakatda amalga oshirilayotgan ijtimoiy-
iqtisodiy islohotlarda tijorat banklarining ishtirokini kengaytirish kabilarni gamrab
olganligi bilan xarakterlanishi aniglandi. Jumladan, innovatsion marketing
tadqgiqgotlarini o‘tkazish amaliyoti tahlil gilingan tijorat banklari faoliyatida ragamli
texnologiyalar, internet ashyolari (IoT — Internet of Things) sun’iy intellek (Al)
dasturlarining o‘zaro integratsiyalashuvi natijasida shakllantirilgan neyron
tarmoglari orqgali avtomatizatsiyalashtirilgan bankchilik xizmatlarini ko‘rsatish,
bank mijozlari to‘g‘risida ma’lumotlar bazasini “Big Data” va “Green Data
Framework” kabi ma’lumotlar bazalari bilan integratsiyalashtirilgan holda, real
vaqtdagi moliyaviy imkoniyatlarini tahlil gilish imkoniyatlari yaratilganligi bilan
ahamiyatli hisoblanadi.

2-jadval

Yetakchi xorijiy tijorat banklarida innovatsion marketing tadqiqotlari

amaliyotining giyosiy tahlili!

T'Joré!t Inn(_)vatsmn . | Innovatsion ustuvorlik Afzalliklari
banki marketing usullari
M”OZ f.“o"yaY'.y Mijozlarning moliyaviy salohiyatini tahminiy
JPMorgan . imkoniyatlarini ; - . A
Big Data, Al, CRM . giyofasini yaratish va individual yondashuv
Chase prognozlashtirish -
7 . ustuvorligi
(Predictive analytics)
_ ESG-omillari, _ “ESG analystics” tahlili ‘I?arqa_rgr_rl\_/oﬂe}msh _mgqsgdlarl_dmrasma
Deutsche internat ashyolari : : . yashil” igtisodiyotni rivojlantirishda faol
“ asosida yashil marketing S . .
Bank (1oT), “Green Date : P ishtirok etuvchi bozor segmentlari uchun
- tadgiqotlari o‘tkazish . ; A
Framework samarali bank xizmatlari ko‘rsatish
“Agile” marketing, - . Bank mijozlari, xususan ilovalar asosida bank
» . Ragamli ilovalar asosida . . :
Real-time . . . xizmatlaridan foydalanuvchilar uchun qulay
DSB Bank T, marketing tadgiqotlari X -
Analytics” tahlili, o*tkazish va samarali tarzda masofaviy bank
Feadback, Chat-bot xizmatlarini tashkil etish
Mobil Qisqa muddatli sikllarda Ma‘hallly moliyaviy X|_z_matla_r t_)ozorldagl
. . " L o‘zgarishlar, bank mijozlarining bank
Mizuho so‘rovnomalar, mijozlar o‘rtasida . . . J.
. . . : . . xizmatlaridan foydalanish bo‘yicha
Bank mahalliy darajadagi marketing tadgiqotlari . L . . L
o o fikrlaridagi o‘zgarishlarni tezkorlik bilan
targ‘ibot o‘tkzish aniglash
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O‘tkazilgan qiyosiy tahlil asosida quyidagi ilmiy xulosalarni shakllantirishga
erishildi:

birinchi, innovatsion marketing tadgiqotlari bozor kon’yunkturasidagi keskin
o‘zgarishlarga tijorat banklarining tezkorlik bilan javob berish imkoniyatini
yaratadi;

ikkinchi, mijoz markaziyligi yondashuvi asosida tijorat banki tomonidan
o‘zining har bir mijozi uchun individual bank xizmatlari taklifini shakllantiradi;

uchinchi, tijorat banklari ragamli transformatsiyani marketing tadgiqgotlari biln
uyg‘unlashtirgan holda rivojlantirib borishmoqda.

Keyingi yillarda mamlakatimizda tijorat banklari faoliyatini rivojlantirishning
ustuvor yo‘nalishlarini aniglashda, ularda innovatsion marketing tadgigotlarini
o‘tkazish bo‘yicha quyidagi imkoniyatlar mavjud ekanligi aniglandi:

birinchi, bank mijozlarini ragamli platformalar orgali muntazam kuzatib
borish va ularning moliyaviy xatti-xarakatlarini baholsh tizimlarini “CRM+AI”
texnologiyalari asosida ishlab chigish;

iIkkinchi, innovatsion marketing tadgigotlari markazlarini tashkil etishda bank
ichida yoki tijorat banklariga xizmat ko‘rsatuvchi maxsus ixtisoslashtirilgan
tashkilotlar faoliyatini yo‘lga qo‘yish;

uchinchi, ESG va FinTech texnologiyalarini o‘zaro mutanosiblikda qo‘llash
orgali mhalliy darajada so‘rovnomalar o‘tkazish asosida bozorni tahlil gilish;

to‘rtinchi, yetakchi xorijiy tijorat banklarining innovatsion marketing
tadgiqotlari o‘tkazish bo‘yicha tajribalariga asoslangan holda pilot loyihalarni
ishlab chigish va ularni amaliyotga joriy etish.

Tadgiqot ishining ikkinchi bobi “O¢‘zbekiston bankchilik tizimida
innovatsion marketing tadqgiqotlari o‘tkazishning rivojlanish tendensiyalari”
deb nomlangan bo‘lib, ushbu bobda tijorat banklarida innovatsion marketing
tadqgigotlari o‘tkazishning huquqiy-institutsional asoslari tahlil gilinib, innovatsion
marketing tadgiqotlari o‘tkazish amaliyoti qiyosiy taqgoslangan. Jumladan,
mahalliy tijorat banklarida innovatsion marketing tadgiqotlari samaradorlik
reytingi baholangan.

Yangi Oc‘zbekiston sharoitida tijorat banklaridan innovatsion marketing
tadgiqotlarini amalga oshirishning huquqgiy asoslarini tahlil qgilish orgali uni 3-
jadvalda keltirilgan tartibda guruhlashga erishildi.

Jumladan, milliy bankchilik tizimida innovatsion marketing tadgiqotlarini
o‘tkazish bilan bog‘liq bo‘lgan jarayonlarda institutsional hamkorlik munosabatlari
ham shakllangan hisoblanadi. Bunda tijorat banklarining fagatgina ichki marketing
bo‘linmasi emas, balki, davlat boshqaruv organlari, ilmiy markazlar va xususiy
konsalting tashkilotlarining o‘zaro hamkorligiga ustuvorlik qaratilib, buning
natijasida innovatsion marketing tadqiqotlarini o‘tkazishning institutsional tizimini
shakllantirishga erishilgan. Ushbu institutsional tizim tarkibiga tijorat banklari va
ularning ichki marketing bo‘linmalaridan tashqari, O‘zbekiston Respublikasi
Markaziy banki, Banklar assotsiatsiyasi, konsalting markazlari, ilmiy tadgigot
muassasalari, hamda, oliy o‘quv yurtlari kiritilib, ular o‘rtasidagi o‘zaro hamkorlik
munosabatlari tijorat banklarida innovatsion marketing tadqiqotlarini o‘tkazish
amaliyotini rivojlantirishga garatilgan hisoblanadi.
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3-jadval

O‘zbekiston tijorat banklarida innovatsion marketing tadgiqgotlarini
o‘tkazishning huqugiy asoslarining guruhlanishi2

Hugld?:Jyh?sos Huquagqiy asoslar ustuvorliklari Me’riy hujjatlar
. Marketing tadgigotlari o‘tkazishdagi OZ l.)e.klsu.’n Resp_ub_llk_asm_mg '“TOY?“?'O“ faoohyat .
Innovatsion - : S to‘g‘risidagi, Kreativ igtisodiyot to‘g‘risidagi gonunlari
innovatsion munosabatlarni tartibga - > e oY
guruh soladi va 2022-2026 yillarda Innovatsion rivojlanish
strategiyasi
. . . S Kiberxavfsizlik to‘g risidagi O‘zbekiston Respublikasi
Raqam“ Marketing ta}dqlqotlarl-m o'tkazishda gonuni, Ragamli O‘zbekiston — 2030 strategiyasi va
texnologiyalar ragamli texnologiyalardan L L =
g e . ragamli igtisodiyotni rivojlantirish bilan bog‘liq boshga
guruhi foydalanilishini tartibga soladi . "
me’riy hujjatlar
. Ragamli hukumat dasturlari orgali
Shaxsga oid - , . ) . S .
, . shaxsga oid mu’lumotlarni O‘zbekiston Respublikasining Shaxsga doir
ma’lumotlarni . - . . . , e , . -
to*plash va InnOV_atSIOH r_nar_k_etlng_ tadgiqotlari ma lumot_lar to‘g _r%51dag1, Iste’molchilar huquqlarlnl
L asosida tahlil gilish bilan bog‘liq himoya gilish to‘g‘risidagi gonunlari
tahlil gilish L .
munosabatlarni tartibga soladi
. . . —_— Milliy bankchilik tizimi regulyatori hisoblangan
Innovatglon . leo_rat banklar_l faollya}tlda - O‘zbekision Respublikasi Markaziy banki va Tijorat
marketing innovatsion marketing tadgiqotlarini . o . .
. . S o banklari boshgaruv bo‘linmalari tomonidan
tadgiqotlari amalga oshirish bilan bog‘liq . . . . S X
) . A . innovatsion marketing tadgiqotlarini o‘tkazish
tartib taomillar munosabatlarni tartibga soladi S 7. o .. .
amaliyoti bilan bog‘lig me’yoriy hujjatlari
Reklama Tijorat bank_larl X|;matlar|n| targibot O<zbekiston Respublikasining Reklama to‘g‘risidagi,
o va tashfiqot gilishda reklama ; . AR
marketingi ; S o Ommaviy axborot vositalari to‘g‘risidagi va
. marketing dasturlari bilan bog‘liq p e .
guruhi A - Axborotlashtirish to‘g risidagi gonunlari
munosabatlarni tartibga soladi
Ayrim mabhalliy tijorat banklari faoliyatida innovatsion marketing

tadqgigotlarini

o‘tkazish amaliyotining qiyosiy tahlili

(4-jadvalga qgarang)

natijalariga ko‘ra, umumiy holda tijorat banklari faoliyatida mijozlarning bank
xizmatlaridan foydalanish holatini yaxshilash imkoniyatini yaratmoqda. Ushbu
holat tijorat banklari faoliyatida o‘tkazilayotgan innovatsion marketing
tadgiqotlarida “Mijozning markaziyligi” tamoyiliga asoslangan holda, yetakchi
xorijiy tijorat banklari faoliyatida bo‘lgani singari, bank mijozlarining potensial
talabi va ehtiyojlarini zudlik bilan aniglagan holda, ularning moliyaviy “portreti”ga
mos keladigan yangi turdagi innovatsion bank moliyaviy mahsulotlari va
xizmatlarini ko‘rsatish amaliyotini rivojlantirish imkoniyatlarini yaratmoqda

4-jadval

Mahalliy tijorat banklarida innovatsion marketing tadqiqotlarini o‘tkazish
amaliyoti giyosiy tahlilit?

Samaradorligi

Tijorat banki

Marketing tadqiqoti usuli

Qo‘llanilayotgan (mijozlar qonigish

innovatsion texnologiyalar

darajasi, foizda)

“O‘zmilliybank” AJ

Onlayn so‘rovnoma

“CRM” tizimi, “Big Data”

80 foizdan ortiq

va “Al”
“Ipoteka-bank” Ijtimoiy tarmoglarda Telegram, getargetting, QR- . . i .
ATIB fikrlarni o'rganish kod O'rta hisobda 75-80 foiz

“Trastbank” XAB

Yuzma-yuz intervyular

Al-chat bot, "Feedback 90 foizdan ortiq

o‘tkazish Sentiment Analysis", “AR”
“Ipak yo'li” AITB Fokus”lashgan r_n|OJozIar Deep Proﬁhng , Goo’g,gle Orta hisobda 85-90 foiz
guruhlari analytics + Power BI

2 Muallif tomonidan tuzilgan
13 Muallif tomonidan tuzilgan
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Jumladan, 2022-2024 yillarda mahalliy tijorat banklari faoliyatida innovatsion
marketing tadqgiqotlari natijalariga tayangan holda ishlab chigilgan yangi turdagi
bankchilik xizmatlari bo‘yicha ayrim tijorat banklari faoliyatini tahlil gilishni
lozim topdik. Bu orgali innovatsion marketing tadgigotlarining tijorat banki
xizmatlarini diversifikatsiyalash va modernizatsiyalash jarayonlariga ta’siriga baho
berish mumkin bo‘ladi. O‘tkazilgan giyosiy tahlil natijalariga ko‘ra (5-jadvalga
garang), innovatsion marketing tdgigotlarini o‘tkazish amaliyoti taggoslangan
barcha tijorat banklari faoliyatida o‘z mijozlari uchun yangi turdagi bank mahsuloti
va xizmatlarini ishlab chigishga erishilgan. Bu esa tijorat bankida o‘tkazilayotgan
innovatsion marketing tadgiqotlarining samarali yo‘lga qo‘yilganligidan dalolat
beradi.

5-jadval
Innovatsion marketing tadqiqgotlari hisobiga ishlab chigilgan yangi bank
xizmatlari bo‘yicha giyosiy tahlil*

« ” “Big Data” . o . Yangi turdagi bank
Tijorat banki ng ma’lumotlar Mijozlar TII il;ﬂm tahlil xizmatlari (2022-
bazasi a 2024 yy)
“Ipak yo‘li” Mavjud Mavjud Onlavn so‘rovnomalar “Digital Card”, “E-
AITB +) (+) y Wallet”
[13 9 MaVJUd H H [13 1422
Hamkorbank Mavjud Telegram-bot orgali Agro-kredit
emas . .
ATB ©) (+) onlayn so‘rovnoma platformasi
«“Asakabank” AJ Mavjud Mavjud emas Anketa fhakllda oflayn “Asaka Click Pay”
(+) (2) so‘rovnoma
“Trastbank” Mavjud Mavjud emas Mlj_ozlgrnmg_murOJaa'_[ “QR”-kod orgali
emas qutilari orqali fikrlarni .
XAB ()] . to‘lovlar
(=) jamlash

Mahalliy tijorat banklari tomonidan marketing tadgiqgotlarini o‘tkazish
jarayonida qo‘llanilayotgan innovatsion texnologiyalar banklarning innovatsion
marketing tadgiqotlarini rivojlantirishga garatayotgan ustuvorliklaridan dalolat
beradi. Bu esa mavjud holatni baholash uchun aynan ushbu yo‘nalishda tijorat
banklari ko‘rsatkichlarini qiyosiy tagqoslashni talab etdi. Mabhalliy tijorat
banklarida innovatsion marketing tadgiqotlarida foydalanilayotgan texnologiyalar
qgiyosiy tahlilini o‘tkazdik (6-jadvalga garang).

O‘rganishlarga  ko‘ra, bankchilik tizimida marketing tadqiqotlari
samaradorligi — bu tijorat banki tomonidan o‘tkazilgan tadqiqot natijalarining
bankning strategik magsad va vazifalari, jumladan, bank mijozlarining ularga
ko‘rsatilayotgan moliyaviy xizmatlardan qoniqishi, hamda nafaqat tijorat banki,
balki, mijozlarning ham moliyaviy natijalariga ko‘rsatgan ta’sir darajasini
ifodalovchi ko‘rsatkich hisoblanadi, degan xulosaga kelindi. Shu sababli,
innovatsion marketing tadqiqotlari o‘tkazish amaliyotiga ega bo‘lgan ayrim
mabhalliy tijorat banklari faoliyatida o‘tkazilayotgan tadqiqotlarning samaradorligi
bo‘yicha reyting ko‘rsatkichlarini baholash tizimini ishlab chiqishni lozim topdik.

14 Muallif tomonidan tuzilgan
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6-jadval
Mabhalliy tijorat banklarida innovatsion marketing tadgigotlarida
foydalanilayotgan texnologiyalar giyosiy tahlili®®

Innovatsion marketing tadqgiqgoti texnologiyalari

T 1 _ 43 ” 73> 193 ” T
Tijorat banklari “«CRM® tizimi | Mobil ilovalar Telegram, QR AI” + “Big AR” + mijoz
kod Data” tahlili
“QO‘zmilliybank” Mavjud Mavjud Mavjud emas Mavjud Mavjud emas
Al () () ) (*) )
“Ipoteka-bank” Mavjud emas Mavjud Mavjud Mavjud emas Mavjud emas

ATIB ) (+) (+) ) ()

« o Mavjud Mavjud Mavjud Mavjud Mavjud
Ipak yo‘li” AITB +) +) ) ) )

“Hamkorbank” Mavjud Mavjud Mavjud Qisman Mavjud
ATB () () () mavjud ()

« " Mavjud Mavjud Mavjud Mavjud emas Qisman
Asakabank™ AJ .

() () () ) mavjud

« " Mavjud emas Mavjud Mavjud Mavjud emas Qisman

Trastbank” XAB O ) +) A mavjud

7-jadval

Mabhalliy tijorat banklari faoliyatida innovatsion marketing tadgiqotlari
samaradorligi reytingining tarkibiy mezonlari'®

: :
Ne Baholash mezoni Ko'rsatkich Izohlanishi
turkumi
. . . I . . Marketing tadgiqotlarini o‘tkzishni
1 | Marketing xarajatlari gaytimi Migdorly |\ livalashtirilishi hisobiga olingan daromad
(Return on Investment — ROI) ko‘rsatkich L
hajmidagi o‘zgarish
Mi . Marketing tadgigotlari natijalari asosida tijorat
" S igdoriy o T N
2 Bank mijozlari sonidagi o‘sish . . bankining moliyaviy xizmatlar bozoridagi gamrov
ko‘rsatkich L2
darajasi ortishi
Marketing tadgiqotlari asosida bank va uning
3 Bank mijozlarini saglab golish Migdoriy mijozlari o‘rtasidagi 0‘zaro alogalarning
darajasi (Retention Rate — RR) ko‘rsatkich mustahkamlanishi, hamda bankning bozor gamrovi
darajasini saglab golishi
. . . . . Marketing tadgigotlari natijalariga tayangan holda
4 Yangi mah_sulc_)t_va X|zr_na_1tlarn|ng I\/I‘lqdor_ly mijozlar talabiga mos keladigan ishlab chigilgan
joriy qilish tezligi ko‘rsatkich - . . .
yangi innovatsion mahsulot va xizmatlar soni
Banl_< f_aol_lyatld_an mljozlarnmg Sifat So‘rovnomalar  asosida  mijozlarning  bank
> qonigishi darajaasi (Customer ko‘rsatkichi xizmatlaridan gonigishi holatiga baho beriladi
Satisfaction Index — CSI) gqoniq g
Marketing  tadgiqotlari  asosida  jamlangan
6 “CRM” tizimidan foydalanish Sifat ma’lumotlarni gayta ishlash orgali mijozlarning
samaradorligi ko‘rsatkichi individual takliflariga moslashish holati,
so‘rovnoma orgali baholanadi
Targ‘ibotning anigligi . Tijorat bankining moliyaviy mahsulotlari va
) 2 Sifat . S . ol . .
7 | ko‘rsatkichi (Net Promoter Score . — xizmatlarini iste’molchilar o‘rtasida o‘zaro tavsiya
ko‘rsatkichi e . .
—NPS) etilishi, so‘rovnoma asosida baholanadi
8 Ragobatbardoshlik ko‘rsatkichi Miqgdor + sifat B‘ankchmk xizmlari _boz_orldagl ulush va uning
o‘zgarishlarga moslashishi

Igtisodiy fanda turli faoliyat yo‘nalishlari bo‘yicha samaradorlik holatini
baholashda foydalaniladigan reyting mezonlarini tarkibiy jihatdan tahlili, bu
turdagi baholash amaliyoti bir vaqgtning o‘zida jarayon natijasini ifodalovchi
migdor va sifat ko‘rsatkichlarini o‘zida aks ettirishini tagozo etishi aniglandi.

15 Muallif tomonidan tuzilgan
16 Muallif tomonidan tuzilgan
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Ushbu vaziyatni inobatga olgan holda, mahalliy tijorat banklari faoliyatida
innovatsion marketing tadgiqotlarini o‘tkazish amaliyoti bilan bog‘liq bo‘lgan
o‘ziga X0S Xususiyatlaridan Kkelib chigib, uning samaradorlik ko‘rsatkichi
mezonlari tarkibini 7-jadvalda keltirilgan tartibda shakllantirishni lozim topdik.
Shu bilan birgalikda, innovatsion marketing tadgiqgotlarini o‘tkazish samaradorligi
bo‘yicha reyting ko‘rsatkichining umumiy holatini baholashda olingan natijalarni
8-jadvalda keltirilgan tartibda toifalarga ajratgan holda guruhlashni tavsiya etamiz.

8-jadval

Mabhalliy tijorat banklari faoliyatida innovatsion marketing tadgiqotlari

samaradorligi reytingi natijalarining guruhlanishi'’
Guruh Samara_dorhk Reytmg Eall 1zohlanishi
darajasi oralig‘i
“A” toifa Samaradqulk 85.0 - 100 !\_/Iarketlng ta(_quqotlarlnln.g _strateglk va amaliy
yugori jihatdan yugori samara berishi

“B” toifa Oc‘rta samaradorlik 70,0 -84,9 Samargdorlllflfa _erlshll_gan., ammo tadgigotlarni
takomillashtirish imkoniyati mavjud

“C” toifa Qonigarli darajada 50,0 69,9 Samaradorlik reytmgl mezonlari kesimida tegishli
muammolar mavjud

“D” toifa Past samaradorlik 01499 M’ar.ketlrjg tadgiqotlari sezilarli darajada ijobiy
ta’sir ko‘rsatmagan

Reyting baholash natijalariga ko‘ra, tijorat bankining innovatsion marketing
tadgiqotlari samaradorligi reytingining umumiy ko‘rsatkichi 68 ballga teng bo‘lib,
reyting ko‘rsatkichi tarkibiy mezonlari bo‘yicha umumiy ballga (80 ball) nisbatan
hisoblanganda 85,0 foizga teng bo‘lib, yuqgori samaradorlik guruhi, ya’ni “A”
toifaga mansub ekanligi aniglandi.

9-jadval
“lpak yo‘li” AITB innovatsion marketing tadgigotlari samaradorligi reytingi,
2020-2024 yllar bo‘yicha o‘rta hisobda'®

Baholash mezoni Ko‘rsatkich turkumi | Ko‘rsatkich Sa‘.“afado”"‘
reytingi (10 ball)
Marketing xarajatlari gaytimi (Return on . . . . o
Investment — ROI) Miqgdoriy ko‘rsatkich 210 % 10
Bank mijozlari sonidagi o‘sish Migdoriy ko‘rsatkich +125% 9
Bank mijozlarini saglab qolish darajasi . L . 0
(Retention Rate — RR) Miqdoriy ko‘rsatkich 85 % 8
Yangi mahsulot vaélzzlri};?tlarnmg joriy qilish Miqdoriy ko‘rsatkich 3ta 8
Bank faoliyatidan mijozlarning gonigishi . ] _ 0
darajaasi (Customer Satisfaction Index — CSI) Sifat ko‘rsatkichi 92 % o
“CRM” tizimidan foydalanish samaradorligi Sifat ko‘rsatkichi Faol 9
Targ‘ibotning anigligi ko‘rsatkichi (Net . ] _ 0
Promoter Score — NPS) Sifat ko‘rsatkichi +40 % 8
Bozordagi ulush (ragobatbardoshlik . . .
ko*rsatkichi) Miqdor + sifat 2,1 foiz 7
Jami samaradorlik reytingi 68/80 = 85 foiz
. o . “A” toifa — yuqori
Samaradorlik bo‘yicha guruhga mansubligi samaradorlik
Shuningdek, ishlab chigilgan innovatsion  marketing tadgiqotlari

samaradorligi reytingi bo‘yicha “Ipak yo‘li” AITB ko‘rsatkichini boshqga tijorat

7 Muallif tomonidan tuzilgan
18 Muallif tomonidan hisoblangan
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banklari faoliyatiga nisbatan giyosiy baholash magsadida amalga oshirilgan hisob-
kitob natijalariga, tijorat banki eng samaradorligi yuqoriligi bilan xarakterlandi.
Jumladan, o‘tkazilgan baholash natijalari (4-rasmga garang) quyidagi xulosalarni
olish imkonini berdi:

- “Ipak yo‘li” AITB innovatsion marketing tadgiqotlarini o‘tkazishda ragamli
texnologiyalardan foydalanishga ustuvorlik qaratishi bilan birgalikda, bank
mijozlariga nisbatan individual tartibdagi yondashuvga asoslanganligi “NPS (Net
Promoter Score)” ya’ni, bank xizmatlarining mijozlar orgali targ‘ibotini
kuchaytirish imkoniyatini bermogda. Bu esa tijorat bankida innovatsion marketing
tadqgigotlarining yugori samaradorlik reytingiga erishishiga olib keldi;

85

80 7
74

Trastbank XAB Asakabank AJ Hamkorbank ATB Ipak yo‘li AITB

4-rasm. Mabhalliy tijorat banklarining innovatsion marketing tadqiqotlari
samaradorligi reytingi ko‘rsatkichlari, 2020-2024 yy.*°

- Innovatsion marketing tadgigotlarining o‘rta darajadagi samaradorlik
darajasiga ega bo‘lgan “B” toifaga kiruvchi “Asakabank™ AJ bilan “Hamkorbank”
ATB tomonidan marketing tadgiqotlarini o‘tkazishda “CRM” tizimidan
foydalanish amaliyotini takomillashtirish asosida bankchilik xizmatlaridan
foydalanish bo‘yicha mijozlar, shu bilan birgalikda, bozor talabidagi ozgarishlarga
tezkorlik bilan javob berish, hamda unga moslashish jarayonini tezlashtirish bilan
bog‘lig bo‘lgan muammolar mavjud ekanligi aniglandi;

- “D” toifaga kiruvchi innovatsion marketing tadgiqotlari samaradorligi past
bo‘lgan “Trastbank” XAB marketing tadgiqotlari o‘tkazish amaliyotining formal
tuzilishida innovatsion yondashuvlardan to‘g‘ri foydalanilmayotganligi, jumladan,
tijorat bankining o‘z mijozlariga nisbatan bir xildagi yondashuvga ustuvorlik
garatilganligi aniglandi. Shu bilan birgalikda, tijorat banki bozorni segmentlash va
jamlangan ma’lumotlarni tahlil gilishda boshqga banklarga nisbatan zaifroq ekanligi
hisobiga samaradorlik reytingi past darajada bo‘lgan.

Dissertatsiyaning “Innovatsion marketing tadgiqotlari asosida bankchilik
mahsulotlari taklifini oshirishning ustuvor yo‘nalishlari” deb nomlangan
uchinchi bobi tijorat banklari marketing bo‘limlari faoliyatida innovatsion
yondashuvlardan foydalanishni rivojlantirish, mijozlar talabiga mos keladigan

19 Muallif tomonidan hisoblangan
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xizmatlar ko‘rsatish imkoniyatlarini aniglash, hamda, innovatsion marketing

tadqgiqotlari

asosida

tijorat

banklari mahsulotlarini  sotishning  muqobil

ssenariyalarini ishlab chigishga bag‘ishlangan.

10-jadval

O‘zbekiston tijorat banklari marketing bo‘limlari faoliyati holatini
baholovchi amaldagi “KPI” tizimi®

Ne “KPI” baholash mezoni “KPI” baholash mezonining izohlanishi
1 Mijozlar sonidagi o‘sish Tijorat bankiga yangi mijozlarni jalb gilish
. - .. | Tijorat bankining o‘z mijozlari bilan uzog muddatli hamkorlik
2 | Bank mijozlarini saglab qolishi L o
alogalarini saglab qgolishi
3 “Brend”ning ommaviyligi MollyV|y_>§|zmatIar bozorida tijorat banki hagida iste’molchilarning
habardorligi
leqrat bank@a rgqar_nll Jami mijozlar tarkibida onlayn bank xizmatlaridan foydalanuvchi
4 xizmatlarning jami " . .
. . . mijozlarning ulushi
xizmatlardagi ulushi
5 Marketing budjeti Marl_<et|ng bo‘limi faoliyatini amalga oshirish uchun jratilayotgan jami
xarajatlar
6 Reklama samaradorligi Reklama targ‘iboti asosida bankka jalb gilingan mijozlar soni
. . Har bir reklamani ko‘rishlar soni (internet tarmoglari va mobil
7 Reklamaning ommalashuvi . S ; . -
ilovalardagi ko‘rishlar soni asosida baholanadi)
8 Har bir rekla;‘r:&r}mg o‘rtacha Har bir reklama uchun sarflangan o‘rtacha xarajatlar
9 Har bir mijozdan tijorat Mijozning bank bilaan o‘zaro hamkorligi davomida bankka keltirgan
bankning o‘rtacha daromadi foydasi, yoki daromadi hajmi

Bugungi kunda mahalliy tijorat banklari faoliyatida marketing bo‘limlari
samaradorligini baholash magsadida “KPI” tizimi ishlab chigilgan bo‘lib (10-
jadvalga garang), tahlillarga ko‘ra, ushbu baholash tizimi umumiy holda marketing
bo‘limi faoliyatini baholash imkonini beruvchi ko‘rsatkichlardan tashkil topganligi
aniglandi. Ya’ni, amaldagi “KPI” baholash tizimi mahalliy tijorat banklari
faoliyatida fagatgina marketing bo‘limlarining umumiy faoliyati samaradorligini
baholagan holda, unda innovatsion yondashuvlardan foydalanish darajasiga baho
berish imkoniyatlarini cheklaydi.

Marketing bo‘limlari faoliyatida innovatsion yondashuvlardan foydalanish
amaliyoti samaradorligi holatini baholashda nafagat ma’lum bir tijorat banki, balki
bir nechta tijorat banklari faoliyati uchun mos keladigaan universal ahamiyat kasb
etuvchi “KPI” baholash mezonlariga asoslanish talab etiladi. Bunday baholash
amaliyotidan foydalanish asosida tijorat bankida marketing bo‘limlarining
innovatsion yondashuvlardan foydalanish holati, uning samaradorligi, hamda
boshqga tijorat banklari faoliyati bilan giyosiy taggoslash va uni rivojlantirish
imkoniyatlarini ochib berishi kerak bo‘ladi. Fikrimizcha, tijorat banklari marketing
bo‘limlari faoliyatida innovatsion yondashuvlardan foydalanish samaradorligini
baholishning “KPI” mezonlari tarkibiy jihatdan 11-jadvaldagi ko‘rsatkichlar
asosida 100 ballik tizim asosida (ballarni tagsimlashda marketing tadgiqotida
innovatsion yondashuvning ustuvorligiga ahamiyat beriladi) baholanishi magsadga
muvofiq.

20 Muallif tomonidan tuzilgan
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11-jadval
Tijorat banklari marketing bo‘limlari faoliyatida innovatsion
yondashuvlardan foydalanish samaradorligini baholishning “KPI” mezonlari

tarkibi?
o Mezon Lo . - S
Ne Tarkibiy mezonlar ballari Mezonlarning izohlanini va tarkibiy tuzilishi
Tijorat banki faoliyatini tashkil etish bo‘yicha jam
Marketing tadgiqotlariga xarajatlar tarkibida marketing tadgiqotlarini amalga
1 S . 10 i L . O ;
ajratilgan budjet oshirishga ajratilgan budjet hajmi, jami harajatlarga
nisatan foizda
Markeyng.bo llr.m faO“y?tml “CRM” tizimi, “Big Data” ma’lumotlar bazasi, “AI” va
tashkil etishda innovatsion L - w . - o
2 . . 15 neyronlashtirilgan tizimlar, “Mobile App” mobil ilova
texnologiyalardan foydalanish X
o dasturlari va h.k.
darajasi
. N . “NPS” ko‘rsatkichi holati, moliya bozoridagi
3 Mijozlardan olinadigan fikr- 10 iste’molchilar, jumladan, bank mijozlari o‘rtasida

mulohaza tizimi :
so‘rovnomalar o‘tkazish

Marketing tadgiqoti asosida
4 gabul gilinadigan garorlar 20
samaradorligi

Bank mijozlari sonidagi o‘sish, tijorat banki xizmatlari
ko‘rsatish hajmining ortishi

Marketing jamoasi tarkibidagi Marketing bo‘limidagi mutaxassislar soni, ularning

5 . . . . . 10 sertifikatlari, hamda bo‘limda foydalanilayotgan
ishchilar soni, ularning malakasi
dasturlar
6 Innovatsion mahsulot va 15 Yangi turdagi bank kartalari, onlayn xizmatlar, onlayn
xizmatlarni joriy gilish holati xizmatlar, “VR” yoki “AR” yechimlar
Mijozlar bilan o‘zaro « i A . ..
7 | munosabatlarni boshgarish tizimi 10 CRM. tizimining amal . gilishi, har bir  mijoz
o darajasida individual marketing
samaradorligi
8 Ragobat ustunligini ta’minlash 10 Moliyaviy xizmtlar bozoridagi ulush, noyob yechimlar

ko‘rish, ragobatchilardan afzallik holati

Jami 100

Ishlab chigilgan “KPI” baholash tizimi asosida tijorat banklari marketing
bo‘limlari faoliyatida innovatsion yondashuvdan foydalanish faolligi darajasi
bo‘yicha 12-jadvalda keltirilgan tartibga toifalarga ajratgan holda guruhlash kerak
bo‘ladi.

Ishlab chigilgan tijorat banklari marketing bo‘limlarida innovatsion
yondashuvlardan foydalanishning “KPI” baholash tizimi va uning tarkibiy
komponentlari bo‘yicha “Ipak yo‘li” AITB marketingi bo‘limi faoliyatini baholash
natijalariga (5-rasmga qarang) ko‘ra, tijorat bankida innovatsion marketing
tadgigotlariga ustuvorlik qartilishi aniglanib, bankning marketing bo‘limida
innovatsiyalardan foydalanish holati yugori innovatsion faollik darajasida bo‘lib,
“H-A” toifaga mansubligi aniglandi. Shu bilan birgalikda, ushbu “KPI” baholash
tizimi marketing bo‘limida innovatsion yondashuvlardan foydalanish holatining
tarkibiy mezonlari bo‘yicha gaysi sohalarda ijobiy natijalarga erishilayotganligi va
ortda golinayotgan jihatlarni aniglash asosida innovatsion marketing tadgtqgotlari
o‘tkazish amaliyotini takomillashtirish asosida mijozlar talablariga mos keladigan
xizmatlar taklifini kengaytirishga erishiladi.
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12-jadval
Tijorat banklari marketing bo‘limlari faoliyatida innovatsion
yondashuvlardan foydalanish samaradorligini baholishning “KPI” mezonlari
natijalarining guruhlanishi®

Guruh Faollik darajasi Reyting ball Izohlanishi
oralig‘i
“H-A (Highly- Yugori innovatsion 86.0 — 100 Innovatsion yondashuvlardan faol darajada
Active)” toifa faollik darajasi ' foydalaniladi
“M-A (Moderately- | O‘rta innovatsion faollik 71.0-85.9 Innovatsion va an’anaviy yondashuvlardan
Active)” toifa darajasi ' ’ birdek foydalaniladi
“L-A (Lower- Quyi innovatsion faollik Innovatsion yondashuvlardan foydalanish
C NV b : 55,0 -70,9 "y AT ;
Active)” toifa darajada bo‘yicha tizimli muammolar mavjud
“N-A (None- Innovatsion faollik Konservativ yondashuvlarga ustuvorlik
PR : 54,9 ballgacha S
Activity)” toifa mavjud emas qaratiladi

Ragqobat ustunligini ta’minlash [ NRBRREN s.1

Mijozlar bilan o‘zaro munosabatlarni boshqarish tizimi I s
samaradorligi '

Innovasion mahsulot va xizmatlarni joriy gilish holati [ NN 136

Marketing jamoasi tarkibidagi ishchilar soni, ularning I s
malakasi '

Marketing tadgiqoti asosida gabul gilinadigan garorlar I 153

samaradorligi

Mijozlardan olinadigan fikr-mulohaza tizimi [ N R o2
Marketing bo‘limi faoliyatini tashkil etishda innovasion _ 138

texnologiyalardan foydalanish darajasi

Marketing tadgigotlariga ajratilgan byudjet [ NN o

Jami "KPI" ball LLLE)

5-rasm. “lpak yo‘li” AITB tijorat banki marketing bo‘limida innovatsion
yondashuvlardan foydalanishning “KPI” baholash mezoni va uning tarkibiy
komponentlari bo‘yicha ko‘rsatkichlari?®

“Ipak yo‘li” AITB O‘zbekiston xususiy banklari o‘rtasida o‘z mijozlari
ehtiyojlari va bankchilik xizmatlaridan foydalanish bo‘yicha potensial innovatsion
talablariga mos keladigan bank xizmatlarini ko‘rsatish asosila moliyaviy xizmatlar
bozorida, jumladan, mahalliy bank tizimida o‘z o‘rni va mavgeyini mustahkamlab
kelmoqda. Xususan, tijorat banki tomonidan o‘tkazilgan innovatsion marketing
tadqgigotlari asosida jismoniy shaxslar uchun omonatlar, kredit, jumladan, kichik
biznes vakillari uchun kreditlar ajratish, onlayn banking va xalgaro to‘lovlarni
amalga oshirish bo‘yicha mijozlar talablariga mos keladigan xizmatlar ko‘rsatish
amaliyotini rivojlantirishga ustuvorlik garatilib kelinishiga garamay (13-jadvalga
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garang), bank mijozlari tomonidan quyidagi yo‘nalishlar asosida ko‘rsatilayotgan
xizmatlarni takomillashtirish bo‘yicha talablar mavjudligi aniglandi:

birinchi, onlayn va avtomatlashtirilgan bank xizmatlaridagi tezkorlikni
oshirish;

ikkinchi, bank mijozlarining talablari va mavjud moliyaviy imkoniyatlariga
garab moslashuvchan kredit shartlarini ishlab chigish asosida tijorat bankining
kredit siyosatini takomillashtirish;

13-jadval
“Ipak yo‘li” AITB tomonidan ko‘rsatilayotgan bank xizmatlarining afzallik
va kamchiliklari®

Ne Ba”‘;a‘ﬁma“ Afzalliklari Kamchiliklari
1 Jismoniy shax_slar Yugori foiz stavkalari Onlayn omonat ochish jarayoni to‘liq
omonatlari avtomatlashmagan

Ipoteka va iste’mol

2 Kredit xizmatlari Kredit berish bo‘yicha talablarning yuqoriligi

kreditlari
Biznesni Kichik biznes uchun bank | Kredit ajratish bo‘yicha qgaror gabul qilish jarayoni
3 . o .
kreditlash kreditlari uzoq davom etadi

Ba’zi funksional imkoniyatlar cheklanganligi sababli
oflayn bank xizmatlari ko‘rsatishga nisbatan kamroq
hajmdagi xizmat taklifi shakllangan

“Mobil app” va internet

4 | Onlayn-banking banking xizmati bor

SWIFT, Visa, MasterCard | To‘lovlarni amalga oshirishda kechikish va m’lum bir

S Xalgaro to*lovlar operatsiyalari texnik sabablarga ko‘ra uzilishlar bo‘lishi mumkin

uchinchi, “Chat-bot”, “Open Banking API” hamda ragamli identifikatsiyaga
asoslangan yangi texnologiyalardan foydalanish samaradorligini oshirish;

to‘rtinchi, mobil ilovalar va Web-platformalardagi interfeysni yana ham
foydalanuvchilar uchun qulayliklarini kengaytirish.

“Ipak yo‘li”” AITB tijorat bankining mijozlar talabiga mos keladigan xizmatlar
ko‘rsatish hajmini kengaytirish imkoniyatlarini aniglash uchun uning marketing
mubhitini chuqur giyosiy tahlil gilish talab etiladi. Buning uchun “SWOT”-, hamda,
“PEST”-tahlillarni o‘tkazish asosida tijorat bankining marketing muhitini chuqur
tahlil qilishni lozim topdik. Dastlab “SWOT”-tahlilni o‘tkazish asosida tijorat
bankining marketing tadgiqotlari o‘tkazish asosida mijozlar talabiga mos keladigan
xizmatlar ko‘rsatish amliyotining kuchli (Strenghts) va zaif taraflari (\WWeakness),
hamda, uni rivojlantirish bo‘yicha mavjud imkoniyatlar (Opportunitiess) bilan
birgalikda, tijorat banki faoliyatida ushbu yo‘nalishga x0s bo‘lgan tahdidlarni
(Threats) aniglashni lozim topdik. O‘tkazilgan “SWOT”-tahlil natijalarini 14-
jadvalda keltirib o‘tildi.

14-jadval
“Ipak yo‘li” AITB tijorat banki marketing muhitining “SWOT”-tahlili®
Kuchli taraflar — Strenghts Zaif taraflar — Weakness
Bankning ishonchli brendi, keng filial tarmog‘i, | Tijorat  bankining  onlayn  Xxizmatlari  to‘liq
ishonchli mijoz bazasi avtomatlashtirilmganligi
Imkoniyatlar — Opportunitiess Tahdidlar — Threats

Ragamli xizmatlarga talab ortishini inobatga olib | Ragobatchilarni zamonaviy “FinTech”
zamonaviy “FinTech” texnologiyalarini joriy qilishni | texnologiyalarini joriy gilishidagi ildamligi hisobiga
kengaytirish ragobatchilardan ortda golish
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Shu o‘rinda “lpak yo‘li” AITB tijorat banki marketing muhitini baholash
magsadida o‘tkazilgan “SWOT”-tahlil natijalarini  strategik  boshgaruv
jarayonlarini siyosiy (Political), igtisodiy (Economic), ijtimoiy-madaniy (Socio-
cultural), texnologik (Technological) kabi makroigtisodiy omillarning ta’sirini
baholash imkonini beruvchi “PEST-tahlili asosida to‘ldirilib, tahlil natijalari 15-
jadvalda keltirib o‘tildi.

15-jadval
“Ipak yo‘li” AITB tijorat banki marketing muhitining “PEST”-tahlili*®

Shartli Omillar Tahlil natijasi
belgi
p Siyosiy (Political) Maha_lllly bankchilik tizimida xususiylashtirish jarayonlariga ustuvorlik
garatilmoqda
E Iqtisodiy (Economic) Tijorat banklgrl 0 rt?Sldagl ragobat, mamlakatdagi inflyatsiya darajasi,
valyuta bozoridagi o‘zgarishlar
litimoiv-madani Global darajada bankchilik sohasida masofaviy onlayn banking
S Jumoly Y Xizmatlariga bo‘lgan talabning ortishi va mijozlarning bu turdagi
(Socio-cultural) - S
talabining kengayishi
T Texnologik “Al”, “FinTech”, “Big Data”, “Blockchain” kabi zamonaviy
(Technological) texnologiyalardan foydalanishga ustuvorlik garatish

Tahlillar “Ipak yo‘li” AITB faoliyatida mijozlar talablariga mos keladigan
xizmatlar ko‘rsatish amaliyotini rivojlantirishda ragamlashtirilgan onlayn bank
xizmatlarini rivojlantirish zaruriyatini mavjud ekanligini ko‘rsatidi. Bu bo‘yicha
takliflarni yanada kuchaytirishda tijrorat bankining marketing bo‘limi tomonidan
o‘tkaziladigan tadgiqotlarda ustuvorlik garatiladigan bozor segmentiga e¢’tiborni
garatish magsadga muvofig, hisoblanadi.

Oc‘tkazilgan o‘rganishlar “Ipak yo‘li” AITB faoliyatida mijozlar talabiga mos
keladigan xizmatlar ko‘rsatish amaliyotini rivojlantirishda ragamli transformatsiya
jarayonlarini kuchaytirish, mijozlarning ragamlashtirilgan bank dasturlaridan
foydalanish ko‘nikma va tajribalarini oshirish, innovatsion mahsulotlarni joriy
gilish asosida “Ochiq bank” strategiyasini qo‘llash orgali global bank xizmatlari
bo‘yicha moliyaviy texnologik platformalarga integratsiyalashuv jarayonlarini
kuchaytirish bo‘yicha imkoniyatlari mavjud ekanligini ko‘rsatdi va ular 6-rasmda
keltirilgan tartibda amalga oshirilishi talab etiladi.

~

""Ragamli transformatsiya’ strategiyasi

* Mobil ilova orgali mijozlarga innovasion xizmatlar ko‘rsatish

""Mijozlarga yo‘naltirilgan" strategiya
* Yangi xizmatlar va aloga markazlari orgali mijozlarga yuqori sifatli bank xizmatlari
ko‘rsatish

["Iinnovatsion xizmatlarni rivojlantirish™ strategiyasi

» Bankomatlar orqali valyuta ayirboshlash kabi yangi xizmat turi joriy etilgan

6-rasm. “Ipak yo‘li” AITB faoliyatida mijozlar talabiga mos keladigan
xizmatlar ko‘rsatish amaliyotini rivojlantirish imkoniyatlari?’
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Fikrimizcha, yuqoridaa keltirilgan magsadlarga erishishda “Ipak yo‘li” AITB
marketing bo‘limi faoliyatida “S-D (Strongly-Digitalized) +7 P’ marketing, ya’ni,
kuchli ragamlashtirilgan marketing konsepsiyasini shakllantirish kerak bo‘ladi.
Mazkur marketing konsepsiyasining asosini “7 P modeli tashkil etib, uning “Ipak
yo‘li” AITB faoliyatiga tatbiq etish imkoniyatlari 16-jadvalda keltirib o‘tildi.

16-jadval
“Ipak yo‘li” AITB faoliyatida “7 P” marketing modelini tatbiq etish
imkoniyatlari
“p» Model elementlari “Ipak yo‘li” AITB faoliyatiga tatbiq etish imkoniyatlari
1P Mahsulot (Product) Personallashtirilgan kartalar, “CashBack” tizimlari
2P Narx (Price) Moslashuvchan foiz stavkalari siyosatini ishlab chigish
3P Joy (Place) Onlayn kanallar, mobil banking, bank filiallari
4p Rag‘batlantirish Ragamlashtirilgan marketing, inflyuenser (Influencer) kompaniyalar bilan
(Promotion) hamkorlik, magsadli yo‘naltirilgan (targetli) reklama
5p Insonlar (People) (I?:hrzlr(isﬁodlmlarml gayta o‘qitish orgali xizmat ko‘rsatish madaniyatini
Joyida xizmatlar ko‘rsatish va avtomatlashtirilgan bank xizmatlari turlarini
6P Jarayon (Process) L
kengaytirish
7p Moddiy dalillar (Physical | Mobil ilova interfeyslari qulayliklarini oshirish va tijorat banki va uning
Evidence) filiallari inter’er dizaynini rivojlantirish

Shu bilan birgalikda, “Ipak yo‘li” AITB marketing bo‘limi faoliyatida “S-

D (Strongly-Digitalized) + 7 P” marketing dasturlaridan foydalanishda ragamli

marketingning “Kontent marketing”, “SEO & SEM”, hamda, avtomatlashtirilgan

“Al-Chat-bot” dasturlaridan foydalanish kerak bo‘ladi. Taklif etilgan ragamli
marketing dasturlarining tarkibiy komponentlari 17-jadvalda keltirildi.

17-jadval

“Ipak yo‘li” AITB marketing bo‘limida ragamli marketing strategiyasining
tarkibiy dasturlari kesimida amalga oshirildigan chora-tadbirlar?®

Marketing

dasturi Marketing dasturi doirasida amalga oshirilaadigan chora-tadbirlar

Bank mijozlarining moliyaviy savodxonligini oshirish bo‘yicha maxsus bloglar, videodarsliklar,
Kontent | infografikalar ishlab chigish

marketing | Turli ijtimoiy tarmoglar, jumladan, Telegram, Instagram, YouTube, Facebook kabi tarmoglar
asosida mijozlar bilan o‘zaro munosabatga kirish kanallarini rivojlantirish

Turli qidiruv tarmoglari, xususan, Google, Yandeks kabi tarmoglarda tez topiladigan tijorat
“SEO & | bankining reklamalari va ma’lumotlarini joylashtirish

SEM” Mabhalliy bozorlardagi turli segmentlar uchun maxsus mo‘ljallangan magsadli (target) reklamalarni
ishlab chigishga ustuvorlik garatish

Sun’iy intellektga asoslangan mobil ilovalar asosida mijozlarning moliyaviy potensiali va
“AlI-Chat- | salohiyatini tahlil gilish orgali ularning moliyaviy “portretlari’’ni shakllantirish

bot” Sun’iy intellektga asoslangan mobil ilovalar asosida mijozlarning moliyaviy salohiyatiga mos
keladigan individual tartibda ishlab chigiladigan takliflarni kengaytirish

Shu bilan birgalikda, mamlakatda tijorat banklari kredit mahsulotining
YalMdagi ulushi bo‘yicha bazaviy, inersion va mobilizatsion ssenariyalar ishlab
chiqilib, ularni hisoblash formulalari 18-jadvalda keltirib o‘tildi.
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18-jadval
Ssenariyalar kesimida prognozlarni hisoblash tenglamalari®

Ssenariya Prognoz tenglamasi
Bazaviy ssenariya y = —0,0355x% + 1,0628x + 36,715
Inersion ssenariya y = —0,1364x% + 1,5223x + 36,47
Mobilizatsion ssenariya y = 0,0616x% + 0,4876x + 37,341

Demak birinchi prognoz ko‘rsatkichlari bazaviy ssenariyaga asoslangan
bo‘lib, bunda so‘nggi yillarda mamlakatda tijorat banklari tomonidan ajratilgan
kreditlarning YalMdagi ulushi 2025-2030 yillarda 3,8 foiz punkt birlikka ortib,
41,0 foizdan 44,8 foizga yetishi mumkinligi aniglandi. Ushbu ssenariya bo‘yicha
hisob-kitoblarni amalga oshirishda vagt omilidagi o‘zgarishga ustuvorlik garatilib,
boshga omillarning ta’siri o‘zgarmas deb olingan. Shuningdek, so‘nggi yillarda
mamlakatda aholini kredit xizmatlariga bo‘lgan talablarini samarali qondirishga
garatilgan islohotlar ustuvorliklari shu tartibda saglanib qolinadi, deb hisoblangan.

Inersion ssenariyaga asoslangaan prognozlarni ishlab chigishda mamlakatda
tijorat banklari mahsulot va xizmatlari ommabopligini ta’minlashga qaratilgan
islohotlar to‘xtatilib, tijorat banklari kreditlari hajmi ortishiga ijobiy ta’sir
ko‘rsatuvchi omillarning, jumladan, mijozlar talablariga mos keldigan bankchilik
mahsulotlarini ishlab chigishga qaratilgan marketing tadgiqotlari o‘tkazish
amaliyotlari toxtashi hisobga olinib, salbiy tendensiyalarga ustuvorlik garatilgan.
Mazkur ssenariya asosida amalga oshirilgan hisob-kitoblarga ko‘ra, mahalliy
tijorat banklarining kredit mahsulotlarini sotish hajmi YalMga nisbatan
baholanganda, 2025-2030 yillarda 4,5 foizga qisgarib, 41 foizdan 36,5 foizgacha
kamayishi mumkinligi aniglandi.
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0 41 44.8

30

20

10

0

2019y 2020y 2021y 2022y 2023y 2024y 2025y* 2026 y* 2027 y* 2028 y* 2029 y* 2030 y*

Tijorat banklari kreditlarining mahsulotlarining Y ATMdagi ulushi, foizda

Bazaviy ssenariya

Inersion ssenariya

Mobilizasion ssenariya

7-rasm. Tijorat banklari mahsulotlarini sotishning mugobil ssenariyalari®
Mobilizatsion ssenariyalarni ishlab chigishda tijorat banklari faoliyatida

mijozlar talablarini chuqur o‘rganish va ularga mos keladigan bank mahsulotlari
ishlab chigish, hmda uni sotish borasida erishilayotgan ijobiy tendensiyalarga ta’sir
ko‘rsatuvchi omillarning ahamiyati 5,0 foizga oshirilgan holda tuzilgan. Bunda
tijorat banklari bozor tadgiqotlarini o‘tkazishlarida innovatsion marketing
dasturlaridan foydalangan holda, mijozlar talablariga mos keladigan bank
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mahsulotlarini ishlab chigishda ragamli transformatsiyalashuv jarayonlarini
jadallashuviga ustuvorlik garatishlari inobatga olingan. Shu bilan birgalikda, tijorat
banklarining kreditlash amaliyotidagi foiz stavkalarini mijozlarning moliyaviy
portretlaridan kelib chiqgib, tabagalashtirilgan va pastroq foiz stavkalarida (arzon
kredit) tagdim etishlari talab etiladi. O‘tkazilgan hisob-kitoblar mahalliy tijorat
banklari tomonidan 2025-2030 yillarda kredit mahsulotlarini sotish hajmi YalMga
nisbatan 11,8 foizga ortib, 41,0 foizdan 52,8 foizgacha yetishi mumkinligi
aniglandi.

XULOSA

Innovatsion marketing tadgiqgotlari asosida tijorat banklari mahsulotlarini
sotishni takomillashtirish yo‘nalishlarini tadqiq etish asosida quyidagi ilmiy
xulosalar olinib, ilmiy taklif va amaliy tavsiyalar ishlab chigishga erishildi:

tijorat banklari faoliyatida innovatsiyalar sifatida quyidagilarni Kkeltirish
mumkin bo‘ladi: mahsulot innovatsiyasi; texnologik innovatsiyalar; jarayon
innovatsiyasi; marketing innovatsiyasi; tashkiliy innovatsiya;

tijorat banklari marketingi — bu bank mijozlariga nisbatan moliyaviy
xizmatlarni samarali ko‘rsatishi, bozordagi potensial talabni tahlil qilishi, uni
segmentlashi, maqgsadli mijozlar guruhlariga yo‘naltirilgan bank xizmatlarini
tashkil etish asosida uning raqobatbardoshligini oshirishi, moliyaviy xizmatlar
bozoridagi mavqgeini mustahkamlashi va bank faoliyatini rivojlantirish
yo‘nalishlarini aniqlashga qgaratilgan tizimli faoliyat turi hisoblanadi. Innovatsion
marketing esa, bank faoliyatida innovatsiyalarni joriy etilishida ushbu
yo‘nalishdagi tizimli faoliyatda o‘z ifodasini topadi, degan xulosaga kelish
mumkin bo‘ladi;

zamonaviy moliyaviy xizmatlar bozorining amal qilishi sharoitida tijorat
banklari “mijozning markaziyligi” tamoyiliga asoslangan holda, bank
mijozlarining moliyaviy xizmatlardan foydalanish  salohiyati, ularning
imkoniyatlari va mavjud talablarini o‘rganishga qaratilgan marketing tadqiqotlari
"VoC", "PO", hamda "CR" dasturlarining o‘zaro integratsiyalashuviga asoslangan
hisoblanadi;

global bankchilik sohasida “Marketing + Servis” tamoyiliga asoslangan
tizimning shakllanishi natijaasida ularda o‘tkaziladigan marketing tadqiqotlarining
“gibrid” shakllari rivojlanishiga erishildi. Bu turdagi marketing tadqiqotlari tijorat
bankining mavjud salohiyatidan kelib chiqgan holda, qo‘llash imkoniyatiga ega
bo‘lgan innovatsion texnologiyalar asosida marketing tadqiqotlarini o‘tkazish
imkoniyatini beradi;

tijorat banklari faoliyatida innovatsion marketing tadgiqotlaridan
foydalanilishi hisobida bu turdagi tadqiqotlarni o‘tkazish muddatlari tezlashadi,
gamrov darajasi va samaradorligi ortib, avtomatlashtirilgan tadgiqot olib borish
imkoniyatlari yaratiladi;

tijorat banklarida innovatsion marketing tadqiqotlari “Big Data” tahlili,
“CRM” tizimlari, “SMM” va “SA” tahlili, “Al / ML” texnologiyalaridan
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foydalanilgan holda tashkil etilib, har bir bank mijozi individual darajsidagi
yondashuvga asoslangan hisoblanadi;

Yangi O‘zbekiston sharoitida milliy iqtisodiyotning turli tarmoqlari, jumladan
mahalliy bankchilik tizimida innovatsion marketing tadgigotlarini amalga
oshirishning yagona tizimlashtirilgan huquqiy asoslari shakllantirilmagan bo‘lib,
ushbu sohaga tegishli bo‘lgan me’yoriy-huquqiy asoslarni tahlil gilish asosida
ularni innovatsion, ragamli texnologiyalar, shaxsga oid ma’lumotlarni to‘plash va
tahlil qilish, reklama marketingi va innovatsion marketing tadgiqotlari tartib
taomillarni o‘zida aks ettirgan guruhlarga ajratishga erishildi;

mahalliy bankchilik tizimida innovatsion marketing tadgigotlarini amalga
oshirishning institutsional asoslari O‘zbekiston Respublikasi Markaziy banki,
Banklar assotsiatsiyasi, tijorat banklari, konsalting markazlari, ilmiy tadgigot
muassasalari va oliy o‘quv yurtlari kabi tashkilotlar faoliyatida namoyon bo‘ladi;

mahalliy tijorat banklari amaliyotida innovatsion marketing tadgiqotlari
o‘tkazish amaliyoti tahliliga ko‘ra, mijoz talabiga yo‘naltirilgan bankchilik
xizmatlarini tashkil etish va rivojlantirishga ustuvorlik garatilgan holda, aksariyat
tijorat banklari amaliyotida “CRM” tizimlaridan, hamda onlayn yoki oflayn
tartibdagi so‘rovnomalar o‘tkazish kabi marketing tadqiqotlaridan keng
foydalanilishi aniglandi. Jumladan, tijorat banklarining “IT”-infratuzilmalarining
rivojlangshanlik darajasidan kelib chigqgan holda, ayrim tijorat banklari, jumladan,
“Ipak yo‘li” AITB, “Asakabank” AJ, “Hamkorbank” ATB kabi mahalliy tijorat
banklari ~ innovatsion = marketing  tadqiqotlari  o‘tkazishda  ragamli
transformatsiyalashuv jarayonlaridan samarali foydalanib kelayotganligi aniglandi;

mahalliy tijorat banklari faoliyatini boshgarishda marketing tadgiqotlari
natijalariga asoslanilishi bilan bog‘liq bo‘lgan jarayonlarda o‘zaro farqli holatlar
mavjud bo‘lib, ayrim turdagi tijorat banklari innovatsion marketing tadqiqotlari
o‘tkazish asosida bank faoliyatining iqtisodiy samaradorligini oshirishga erishib
kelayotgan bo‘lsa, ayrimlari, konservativ yondashuv asosida “intuitsiyaga”
asoslangan an’anaviy marketing faoliyatini yuritishi hisobiga ushbu sohada ortda
golishmoqda;

mahalliy tijorat banklari faoliyatida innovatsion marketing talgigotlari
o‘tkazish amaliyotini qiyosiy tahlil qilish asosida, bankchilik tizimida innovatsion
marketing tadqgigotlari samaradorligi iqtisodiy kategoriyasiga nisbatan milliy bank
tizimiga xos bo‘lgan xususiyatlarni ifodalash imkonini beruvchi takomillashtirilgan
quyidagicha mualliflik yondashuvini ishlab chiqdik: “bankchilik tizimida
marketing tadgiqotlari samaradorligi — bu tijorat banki tomonidan o‘tkazilgan
tadgiqot natijalarining bankning strategik magsad va vazifalari, jumladan, bank
mijozlarining ularga ko‘rsatilayotgan moliyaviy xizmatlardan qoniqishi, hamda
nafagat tijorat banki, balki, mijozlarning ham moliyaviy natijalariga ko‘rsatgan
ta’sir darajasini ifodalovchi ko‘rsatkich hisoblanadi”;

mahalliy tijorat banklari faoliyatida innovatsion marketing tadgiqotlari
o‘tkazish amaliyotining o‘ziga xos xususiyatlaridan kelib chigqan holda, uning
samaradorlik  reytingini  miqdor va  sifat  ko‘rsatkichlarni  o‘zida
mujassamlashtirgan, tarkibiy jihatdan marketing xarajatlari gaytimi (Return on
Investment — ROI), bank mijozlari sonidagi o‘sish, bank mijozlarini saqlab qolish
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darajasi (Retention Rate — RR), yangi mahsulot va xizmatlarning joriy qilish
tezligi, bank faoliyatidan mijozlarning qonigishi darajaasi (Customer Satisfaction
Index — CSI), “CRM?” tizimidan foydalanish samaradorligi, targ‘ibotning aniqligi
ko‘rsatkichi (Net Promoter Score — NPS), hamda, raqobatbardoshlik ko‘rsatkichi
mezonlaridaan tashkil topgan reyting baholash tizimidan foydalanish magsadga
muvofiq, deb hisoblaymiz;

innovatsion marketing tadqiqotlari samaradorligi reytingi natijalari bo‘yicha
tijorat banklarini “A” toifa — yuqori samaradorlik, “B” toifa — o‘rta samaradorlik,
“C” toifa — samaradorligi qoniqarli bo‘lgan va “D” toifa past samaradorlik
darajasidagi tijorat banklari guruhlariga ajratish kerak bo‘ladi.

mahalliy tijorat banklari marketing bo‘limlari faoliyatida innovatsion
yondashuvlardan foydalanish samaradorligini baholishning “KPI” tizimi marketing
tadqiqotlariga ajratilgan budjet, marketing bo‘limi faoliyatini tashkil etishda
innovatsion texnologiyalardan foydalanish darajasi, mijozlardan olinadigan fikr-
mulohaza tizimi, marketing tadqgiqoti asosida qabul qilinadigan qarorlar
samaradorligi, marketing jamoasi tarkibidagi ishchilar soni, ularning malakasi,
innovatsion mahsulot va xizmatlarni joriy qilish holati, mijozlar bilan o‘zaro
munosabatlarni boshqgarish tizimi samaradorligi, raqobat ustunligini ta’minlash
kabi mezonlardan tashkil topishi magsadga muvofig, deb hisoblaymiz;

tijorat banklari marketing bo‘limlari faoliyatida innovatsion yondashuvlardan
foydalanish samaradorligini baholishning “KPI” mezonlari natijalarini “H-A” —
yuqori, “M-A” — o‘rta, “L-A” quyi innovatsion faollik, hamda, “N-A” innovatsion
faollik mavjud bo‘lmagan guruhlariga ajratish kerak bo‘ladi;

mabhalliy tijorat banklari faoliyatida mijozlar talabiga mos keladigan xizmatlar
ko‘rsatish amaliyotini rivojlantirishda ragamli transformatsiya jarayonlarini
kuchaytirish, mijozlarning ragamlashtirilgan bank dasturlaridan foydalanish
ko‘nikma va tajribalarini oshirish, innovatsion mahsulotlarni joriy qilish asosida
“Ochiq bank” strategiyasini qo‘llash magsadga muvofiq;

mahalliy tijorat banklari faoliyatida innovatsion marketing tadgiqotlari
asosida mahsulot sotish hajmini oshirishda “S-D (Strongly-Digitalized) +7 P”
marketing konsepsiyasiga asoslanish zarur. Bunday kuchli ragamlashtirilgan
marketing konsepsiyasi kontent marketing, “SEO & SEM”, hamda, “AI-Chat-bot”
dasturlarining o‘zaro integratsiyalashuvi asosida shakllantirilishi kerak bo‘ladi;

2025-2030 vyillarda mabhalliy tijorat banklari kredit mahsulotlarini sotish
bo‘yicha prognoz ko‘rsatkichlari quyidagi bo‘ldi: bazaviy sneariyada YalMga
nisbatan ajratilgan kreditlarning ulushi prognoz qilinayotgan davrda 41-44,8
foizgacha, mobilizatsion ssenariyada 41-52,8 foizga ortishi, shuningdek, inersion
ssenariyada esa, 41-36,5 foizgacha kamayishi mumkinligi aniglandi.
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AKTYaJIbHOCTh M BOCTPeOOBAaHHOCTHL TeMbl auccepramuu. [Iporecce
uupoBoi TpaHchopMalmu Ha TI00aTBHOM pPBIHKE (UHAHCOBBIX  YCIYyT
MO3BOJISIIOT YBEIMYUTh 00BEM YCIYT, COOTBETCTBYIOIIUX TPEOOBAHUSIM KIIMEHTOB,
Ha OCHOBE HWHHOBAIMOHHBIX IMOAXOJOB K COBEPIICHCTBOBAHUIO JACSITEIHHOCTH
OTZICTIOB MAapKETHWHTA B BEAYIMIUX MEXKIYHAPOIHBIX KOMMEpPUYECKHX OaHKax.
CorymacHO uCCIEAOBaHUAM, IIPOBEACHHBIM Ha MEXKIyHApOJHOM YpOBHE, «B
JESATEIBHOCTH OOJIBIIMHCTBA BEAYIIMX 3apyOCKHBIX KOMMEPUECKHMX OaHKOB INpHU
rIIyOOKOM M3Y4YeHHH TpeOOBaHUN KIMEHTOB OTIENbl MAPKETHHIa pa3padaThIBaOT
KOHIIETIIHUIO «TUOPUTHOTO» MApKETUHTa MyTEM HMCIOJIb30BAHUS TPATUIIMOHHBIX U
MHHOBAIIMOHHBIX IIOAXOA0B BO B3aMMHOM mpomopuum»’. Brmaromaps sTtomy
KOMMepYeckne OaHKu J0oOMBAIOTCA TOBBIMICHUS A(P(EKTUBHOCTH MPOJIAKHU
0aHKOBCKHX MPOJIYKTOB, COOTBETCTBYIOIINX TPEOOBAHUSAM KIHEHTOB.

B Mmpe pacter KOIMYECTBO WCCIEAOBaHHM, HAMPABICHHBIX Ha yBEIHMYCHUE
00BbeMOB  TIpojaX  OaHKOBCKMX TMPOAYKTOB HA  OCHOBE  IIPOBEIACHHS
WHHOBAIIMOHHBIX MAPKETHHTOBBIX MCCIICIOBAHUN B JCSITCIBHOCTH KOMMEPUYECKHX
0aHkoB, opMHpOBaHUE THOPUIHON CHUCTEMbl MApKETHMHTa Ha OCHOBE MPUHIIUIIA
«Mapxkerunr + Cepsuc», ananus «Big Data», cuctemsr «CRMy, «SMM» u «SA»
aHaJIN3, OPTaHU3AIMs MAPKETUHTOBBIX MCCIICIOBAHUI Ha OCHOBE TEXHOJIOTHH «Al
/ MLy, onpeneneHne MOTEHIMAIBHBIX MOTPEOHOCTEH KIIMEHTOB B MCITOJIL30BAHUH
0aHKOBCKHMX YCIYT Ha OCHOBE MHHOBAIIMOHHBIX MOJXOJI0OB U COBEPIICHCTBOBAHHE
COOTBETCTBYIOIICH MPAKTUKU OKa3aHMsI OaHKOBCKUX YCIYT.

B mepuwon pedhopm B HoBom VY30ekucrane Bo3pacTacT HEOOXOIUMOCTH
MPOBEJICHUS] MAapPKETUHTOBBIX KCCIICIOBAHUN, KOTOPBIE CIIyKaT PaCIIMPEHHUIO
BO3MOXHOCTEM OKa3aHWs YCIYT, COOTBETCTBYIOIIUX TPEeOOBAaHUSM KJIMEHTOB, B
pa3BUTHH JesTenbHOCTH 0aHKOB. B wactHocTu, onpenenenue [Ipesunentom 111.M.
Mup3uéeBbiM IPHOPUTETHOM 3a/1auu «HATAXXUBAHUA  JCATEIHHOCTH
MaxaJUTMHCKUX OaHKOB, HW3y4YEeHUSI UMMHU OW3HEC-BO3MOXKHOCTEH Maxasuid,
MpEeBpaIlleHus] UJIe U COCOOHOCTEN JI0JIel B MPOEKTHI, B TOM 4HUCJe O0y4YeHUs
HacelleHus1 (MHAHCOBBIM TPOIEAYypaM, MPOJAXKE TOBAPOB U YCIYT, peaau3aluu
COBMECTHBIX  IIPOEKTOB»?  MOBBINIAET HEOOXOAMMOCTb  pa3BUTUS  YCIYT,
COOTBETCTBYIOIIIMX  TPEOOBaHUSAM  KJIMEHTOB, 3a  CUET  OpraHHU3aIluu
KOMMEpPYCCKMMHU  OaHKaMU  MapKETHHTOBBIX  HCCICOBAaHWUN HAa  OCHOBE
WHHOBAIIMOHHBIX MOIXO0I0B.

JlanHast guccepranoHHas paboTa B OMPENETICHHOW CTENEeHH CIY>KUT
BBIMOJIHEHUIO 33]1a4, 0003HaueHHBIX B 3akoHax Pecrybnuku Y3o6ekucran Ne 3PVY-
547 «O mepcoHabHBIX AaHHBIX» OT 2 deBpans 2019 roma, Ne 3PY-573 «O
BHECEHMM H3MEHeHU u nponoigHeHuil B 3akoH PecnyOnmuku VY30ekucran «O
BaJIIOTHOM peryiupoBaHum» oT 22 okTsops 2019 romga, Ne 3PY-578 «O mnarexax

! Hybrid Marjeting is Here to Stay: Preparing the Marketing Operation Environment. NIM Marketing Intelligence
Review. Vol. 14, No. 2, 2022. — pp. 19-23

2 Banklar aholi bandligini ta’minlash va daromadli gilishda faol bo‘ladi. Prezident Sh.M. Mirziyoyev raisligida
16.12.2024 yilda banklar ishtirokida mahallalarda aholi bandligini ta’minlash va daromadli qilishga qaratilgan
ustuvor vazifalar muhokamasi yuzasidan videosellektor yig‘ilishi. 16.12.2024 y.
https://president.uz/uz/lists/view/7769
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U TUIaTexXHbIX cuctemax» OT 1 Hosa0ps 2019 roma, Ne 3PY-582 «O BHeceHuu
U3MeHeHu u gomnonHeHuid B 3akoH Pecrnyomuku Y36ekuctan «O LlenTpansHOoM
O0anke PecrnyOmuku VY30ekuctan» ot 11 nHos6ps 2019 roma, Ne 3PVY-630 «O6
WHHOBAIIMOHHOM JiesiTeIbHOCTH» OT 24 nronsa 2020 roga, Ne 3PY-746 «O BHeceHUHN
JIONIOJIHEHUN 1 n3MeHeHuM B 3akoH PecnyOnuku Y30ekucrtan «O 3amure mnpas
noTpedutenei» ot 12 oktsaopst 2021 roma, No 3PY-831 «O BHeceHUN W3MEHEHUN
B 3akoH PecniyOnmku Y30ekucran «O 6aHkax u 0aHKOBCKOHM JAesATEIHHOCTH» OT 19
anpensa 2023 roga, Ne 3PY-970 «O kpeatuBHON SKOHOMUKE» OT 3 OkTsi0psa 2024
roga, Ykazax I[lpesunenrta Pecnybnmuku Y30ekuctan Ne YII-5992 «O Crparerun
pedopmupoBanus 6aHkoBCcKoM cucteMbl PecnyOnuku Y36ekucrtan Ha 2020-2025
roagb» oT 12 mas 2020 roma, Ne VII-6079 «O6 yrtBepxaenuu Crpareruu
«IIudpooit Y3oekucran - 2030» u mepax no ee 3hPeKTUBHON peanau3anum» ot 5
okTsi0pst 2020 roza U APyrux HOPMATHUBHO-TIPABOBBIX JOKYMEHTaX OTHOCHTEIIHHO
JAaHHOU c(epbl AeATETbHOCTH.

CooTBeTCTBHE HCCJIET0OBAHUS MPUOPUTETHBIM HANPABJIEHUSIM Pa3BUTHS
HAYKH ¥ T€XHOJIOTHIl pecny0nku. [[aHHOE MICCIIeTIOBAaHNE BBHITTOJTHEHO B PaMKax
MPUOPUTETHOTO HANPABJICHHUS PA3BUTHS HAYKHM M TEXHOJOTHH pecmyOimmku I
«JlyXOBHO-HPAaBCTBEHHOE ¥ KYJBTYPHOE Pa3BUTHE JIEMOKPATHYECKOTO |
MPaBOBOIO 00IIeCTBa, POPMUPOBAHNE HHHOBAITMOHHON YKOHOMUKH.

CreneHb U3y4eHHOCTH NMPoOJIeMbl. METOI0IOTHICCKIE W KOHIICTI Ty JIbHBIC
aCMEeKThl HMCIOJIb30BaHUS WMHHOBAIMOHHBIX TMOAXOJOB B  MapKETHHTOBBIX
HCCIICIOBAHUSIX KOMMEPYECKUX 0aHKOB ObLTH WCCJIeIOBAHbI u
YCOBEPIIICEHCTBOBAHBI TAKUMHU 3apyO€KHBIMH YUEHBIMU-DKOHOMHUCTaMH, Kak M.
Rodriguez, J.P. Nichols, Z. Wang, N.A. Morgan, X.A.F. Al-Slahet, J. Li3.

N3 crtpan Onumxuero 3apyOexbss JI.H. KpacaBuna, A.O. Cemunosn, P.A.
becrianioB, P.I'. TanmeB, A.I'. UYydenbkud, E.C. HuxuteBuu wucciaemoBaiu
MPUOPUTETHI  PAa3BUTHA MapKETHHTAa KOMMEpPYECKMX OaHKOB B  CTpaHe,
COOTBETCTBYIOIME TPEOOBAHUAM PHIHOYHOTO MeXaHu3Ma’.

V30ekckue yuennie L. AGaymnaeBa, A.A. Asznaposa, O.A. Optukos, I".A.
bexmyponoBa, K.A. FOnnames, 3.3. XynaiiOepraHoBa NpOBOJWIM HAy4YHbIC

3 Rodriguez M., Peterson R. M., & Ajjan H. CRM/social media technology: impact on customer orientation process
and organisational sales performance. In Ideas in marketing: Finding the new and polishing the old. 2015. — pp. 636-
638; Nicols J.P. Innovation in Retail Banking: Reimagine Banking. Efma and EdgeVerve Systems Limited, 2017. —
87 pages ; Wang Z., Zhao Y., & Wang B. A bibliometric analysis of climate change adaptation based on massive
research literature data. Journal of cleaner production, No. 199, 2018. — pp. 1072-1082; Morgan N.A., Whitler K.A.
Feng H., et al. Research in marketing strategy. Acad Mark Sci. Rev. 2019. No. 47. — pp. 4-29; Al-Slehat, Z. A. F.
FinTech and financial inclusion: the mediating role of digital marketing. Business: Theory and Practice, No 24 (1),
2023. — pp. 183- 193; Lee J. Marketing strategies for financial products: bridging the gap between finance and
consumer behavior. J Fin Mark. 2024, No8 (6):275

4 Kpacasuna JI.H., Banenuesa H.U. IHHOBallMOHHAs CTpATerus Pa3sBUTHS POCCHICKON SKOHOMUKH: OaHKOBCKHIA U
(uHancoBBIN acrektsl / Jenpru u kpeaut. 2007. Ne 8. C. 53-61; Lenuaor O.A., bagma-T'opsiea 3.0. Pazputue
0GaHKOBCKOr0 MapKeTHHIa B YCIOBHAX IM(poBoi TpaHchopmaru / BecTHuk Anraiickoi akajgeMiH SKOHOMUKH U
mpaBa. 2019. Ne 2-1. C. 170-177; becnanos P.A., [Ipommua O.C. MapkeTrHroBas JesTeILHOCTh OaHKOB Poccuu B
YCIIOBUSX ITU(PPOBU3ANHMU SKOHOMHUKH // DxoHoMuka. Cormonorus. IIpaso. — 2019. — Ne 2(14). — C. 16-20; I'anucr
P.I'., ®urnna E.K. 'eHe3uc WHTEpHET-U3JaHUI W TPOJABIIKEHHE OAHKOBCKHX YCIYT B KOMIUIEKCE MapKeTuHra //
I'mobGaneHelii HayuHblii moreHmman. — 2019, — Ne 11(104). — C. 184-186; . Yywenkuu A.I'., T'octes [I.B.
HMHcTpyMeHTsI H(POBU3AIMN HHTEPHET-MApKETHHTa OAHKOBCKHX YCIYT // AKTyallbHbIE BOIPOCH COBPEMEHHOU
skoHomuku. — 2020. — Ne 4, — C. 732- 735; Hukurenu E.C. OneiT npuMeHeHHs HHAGPOBBIX TEXHOJIOTHH
MapKeTHHTa Ha pbIHKe OaHKOBCKUX ycuyr // UntepHayka. — 2020. — Ne 24-2(153). — C. 13-16.
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UCCIIEJIOBAHUSI, TOCBSILEHHbIE HEOOXOAUMOCTU MPOBEACHUS MAapKETHHIOBBIX
MCCJIEIOBAaHU B MECTHBIX KOMMEpPYECKUX OaHKaX, HAIIMOHAIBHBIM OCOOCHHOCTSIM
¥ BO3MOYKHOCTSIM UX Pa3BHTHS.

Bmecte ¢ TeMm, BOMpPOCHI, CBSA3aHHBIE C COBEPIICHCTBOBAHUEM peaTHM3AINH
MPOAYKTOB KOMMEPYECKHX OAaHKOB Ha OCHOBE MHHOBAIMOHHBIX MapKETHHTOBBIX
UCCIICIOBAaHUM B YyCIOBHUSX Y30ekucTaHa, He ObUIM TPOaHAIM3HPOBAHBI
KOMIUIEKCHO, CHCTEMHO, KaK 00BEKT CIEeUaIbHOTO HUCCIEA0BaHUA. AKTYalIbHOCTh
po0JIeMbl, HEAOCTATOYHAs U3yUYEHHOCTh B SKOHOMUYECKOH JIUTEpaType, HAyqHO-
IOpPAaKTHYECKass 3HAYUMOCTb OKHUIAEMbIX HAYyYHBIX PE3YJbTAaTOB IOCIYKUIU
OCHOBaHUEM J1JIs1 BBIOOpa JAHHOM TEMbI B KaUECTBE 0OBEKTA UCCIIEI0BAHUS.

CBsi3b  JAHCCEPTALIMOHHOIO MCCJIEI0BAHUSI € IUIAaHAMH  HAY4HO-
HCCJIe0BATEILCKUX PaldoT BbICHIEro 00pa30BaTeIbHOIO Y4YpeKIeHUsi, B
KOTOPOM BbINOJIHEHA Auccepramus. JlucceprauvoHHas paboTa BBIIOJHEHA B
paMKax IjIaHa Hay49HO-HCCIEA0BaTEIbCKUX paboT byxapckoro rocymapcTBEHHOTO
YHUBEPCHUTETA.

Henabio ucciaenoBanus sBISETCS pa3pabOTKa HAYYHBIX MPEIOKEHUN U
MPAKTUYECKUX PEKOMEHJAIMIl MO COBEPUICHCTBOBAHUIO TMPOJAXH TMPOJAYKTOB
KOMMepuecknux OaHKOB Ha  OCHOBE HHHOBAllMOHHBIX  MapKETHHTOBBIX
UCCIIEI0BaHMI B Y30€KHUCTaHE.

3agaum uccie10BaHUA:

aHaJI3 OCOOCHHOCTEH MPUMEHEHHUsS MHHOBALIMOHHBIX TEOPUN MAapKETHHTa B
JesITeIbHOCTH KOMMEPUECKUX OaHKOB;

UCCIIEJOBAaHUE CPEACTB peaJu3aldd HWHHOBAIMOHHBIX MAapKETUHIOBBIX
UCCIIEJOBaHUM B KOMMEPUECKHX OaHKax;

CPaBHHUTEIbHOE CpaBHEHHE MPAKTUKH TPOBEACHHUS  HMHHOBALMOHHBIX
MapKeTHUHIOBBIX  HMCCIEJOBAHUA B  JIEATENBHOCTH BEAYLUIMX 3apyOeiHBIX
KOMMEPYECKUX OaHKOB,;

aHalM3  TPABOBBIX W  HMHCTUTYIHMOHAIBHBIX  OCHOB  OpTraHM3AINH
MapKETHUHTOBBIX UCCIIEIOBAHUN B OTE€UECTBEHHBIX KOMMEPUYECKUX OaHKaX;

CpPaBHHTEIHHOE CpaBHEHHE TPAKTUKH TMPOBEACHHUS HMHHOBAIMOHHBIX
MapKETHHTOBBIX MCCIIEAOBAHNN OTEUYECTBEHHBIMU KOMMEPUYECKUMHU OaHKaMHU;

OIICHKa pEHUTHUHTOBBIX TMOKazarejae dS(PPEeKTUBHOCTH HMHHOBAIMOHHBIX
MapKETHHTOBBIX MCCIIEAOBAHNN B OTE€UECTBEHHBIX KOMMEPUYECKUX OaHKaX;

ONpe/e/ieHUEe HAaMpaBiICHUH pa3BUTHUA HCIIOJIb30BAHUS HMHHOBALMOHHBIX
MOJIXOJI0B B JIEATEIBHOCTH OTAEJIOB MAPKETUHIa KOMMEPUYECKUX OaHKOB;

OTpe/iefieHUE HampaBiICHUN pa3BUTHS OAHKOBCKOW NEATEIHLHOCTH HAa OCHOBE
MIPEIOCTABIICHUS YCIYT, COOTBETCTBYIOLIUX 3alpOCaM KJIMEHTOB;

> A6nynnaesa 111., ®aiizyinaesa M., Tanak O. BaHKOBCKUI MeHEPKMEHT M MapKeTHHT. YueGHoe nocobue./ — T.:
"IQTISODMOLIYA", 2007. — 182 c; Azlarova A.A., Abduraxmanova M.M. O‘zbekiston bank tizimida marketing
faoliyatini takomillashtirish istigbollari. “Igtisodiyot va innovasion texnologiyalar” ilmiy elektron jurnali, Ne 1,
yanvar-fevral, 2018 y, 1-12 bb.; Ortigov O.A. Qulliyev I1.Ya. Bank menejmenti va marketingi: o‘quv qo‘llanm.
Toshkent, TMI, 2015. — 158 bet.; Bekmurodova G.A. Tijorat bankining mijozlarga yo‘naltirilgan strategiyasining
samaradorligi. “Iqtisodiyot va innovasion texnologiyalar” ilmiy elektron jurnali, Ne 3, may-iyun, 2017 y, 1-9 bb
Yuldashev J.A. Tijorat banklarida mijozlar bilaan munosabatlar holatini baholash usulini takomillashtirish.
“Iqtisodiyot va innovatsion texnologiyalar” ilmiy elektron jurnali. Ne 3, may-iyun, 2021 vyil, 1-12 bb,;
Xudayberganova Z.Z. Tijorat banklarida masofaviy bank xizmatlarini takomillashtirish yo‘nalishlari. Moliya va
Bank ishi Jurnali 3 (2022), 22-28.

35



pa3paboTka  aJbTEPHATUBHBIX  CIIEHAPUEB  peaju3alud  MPOAYKIIHUH
KOMMEpPYECKHX  OaHKOB Ha OCHOBE HWHHOBAalMOHHBIX  MapKETHHIOBBIX
WCCIICIOBAaHNM.

O0bekTOM HMCCIEAOBAHUSL  SBISETCS  MApPKETHHIOBas  JIEATEIbHOCTh
KoMMepueckux 0ankoB PecriyOnmku Y30ekucTaH.

IIpeameTroMm  HMCCIeOBAHMSA  SIBISIETCA  COBOKYIIHOCTh  COLIMAJIBHBIX,
DKOHOMHYECKUX M DSKOJOIMYECKHUX OTHOIICHHM, BO3HUKAIOMIMX B MPOLECCE
COBEpILICHCTBOBAHMUSI ~ NPOJAXHM  OAHKOBCKMX  MPOAYKTOB  Ha  OCHOBE
MHHOBAIIMOHHBIX MAPKETUHIOBBIX HCCIIEIOBAHUI OTEUECTBEHHBIX KOMMEPUYECKHUX
OaHKOB.

MeTtoas! ucciienoBanusi. B mporecce ncciie10BaHus HCIOJIb30BAHBI METO/IbI
CUCTEMHOT0 aHajiu3a, UCTOpPU3MA W JIOTUKH, UHAYKUWWA U NEAYyKIMU, aHalu3a U
CHUHTE3a, CPaBHUTEJIBHOTO M CEJIEKTUBHOTO BBIOOPOUHOIO HCCIIEIO0BaHUS,
MoHorpaguyeckoro aHanmuza u rpynnupoBkd, PEST-anammza, SWOT-ananusa,
HKOHOMETPHUYECKOr0 aHAJIM3a U MPOTHO3UPOBAHUS.

HayuyHasi HOBH3HA HCCJIeIOBAHUS COCTOUT B CIEAYIOIIEM:

000CHOBAHO MPEMJIOKEHUE O pa3AesieHUHd 3(P(PEKTUBHOCTH MHHOBALMOHHBIX
MapKETUHTOBBIX UCCJIEOBAHUIN B KOMMEPUYECKUX OaHKaX Ha pEUTUHTOBBIE TPYIIIIbI
kateropuii «A», «B», «C» u «D» Ha OCHOBE KpHUTEpHUEB, BKIIOYAIOIINX
KOJIMYECTBEHHbIE M KA4yE€CTBEHHBIE IIOKA3aTENIM: OTJa4a OT MAapPKETUHIOBBIX
pacxonoB (Return on Investment - ROI), pocT uucna kireHTOB OaHKa, YpOBEHb
yaepxanus kireHToB O0anka (Retention Rate - RR), ckopocTh BHEapeHUsT HOBBIX
OPOAYKTOB U YCIyr, YPOBEHb YIOBJIETBOPEHHOCTH KJIMEHTOB OaHKOBCKON
nestenbHOCThIO  (Customer — Satisfaction Index - CSI), »sddexrtuBHOCTD
ucrnonb3zoBanusi cucrembl CRM, mokazarens TouHocTH TmiponBrkenust (Net
Promoter Score - NPS), a taxxe mokazaTteinb KOHKYPEHTOCITOCOOHOCTH;

pa3paboTaHO MPEAJIOKEHNUE O Pa3JEICHUN CUCTEMBI OLIEHKU 3()PEKTUBHOCTH
WCIIOJIb30BAHUSI MHHOBAIIMOHHBIX MOAXOAOB B JI€ATEIbHOCTH MAapKETHHIOBOTO
otaena komMmepuecknx 0aHkoB «KPIl» na xarteropun «H-A (Highly-Active) «, «M-
A (Moderately-Active) «, «L-A (Lower-Active) «, «N-A (None-Activityy);

pa3paboTaHo MpeI0KEHNE MO UCHOIB30BAHUIO cTpaTeruu «OTKPBITHINA OaHK
(Open Banking) « na ocuoBe mapketunra «S-D (Strongly-Digitalized) +7 P» ¢
UCIOJIb30BaHuEM 1U(PpoBbIX nporpamm «KoHTeHT-MapkeTuHr», « SEO & SEMy,
a Taxke aBromarusupoBanHoro «Al-Chat-boty;

pa3paboTaHbl NPOTHO3HBIE TIIOKa3aTeld, OCHOBaHHbIE Ha  0a30BOM,
WHEPIIMOHHOM M MOOWJIM3AIIMOHHOM CIIEHAPUSX IO JI0JI€ KPEAUTHBIX MPOIYKTOB
KomMMepueckux OaHkoB B BBII Ha ocHOBe aHanmm3a CTPyKTYpHBIX MOKa3aTesei
KPEIUTHBIX TPOYKTOB KoMMepueckux 0ankoB Ha 2025-2030 rompr.

IIpakTH4yeckue pe3yabTaThl HCCJIEA0BAHUSA COCTOST B CJIEIYIOLIEM:

pa3paboTaHbl yCOBEPILICHCTBOBAHHBIE AaBTOPCKUE MOAXOAbl HAa OCHOBE
MPOLIECCYaTBHOr0 MOJX0/Ia K KAaTEropusiM «MapKETUHI KOMMEPYECKUX OaHKOBY,
«3(PPEeKTUBHOCTh MAapKETUHTOBBIX HCCIIEJOBAaHUM B OaHKOBCKOM CHCTEME» Ha
OCHOBE aHaJIM3a 0COOCHHOCTEW MPUMEHEHN UHHOBAIIMOHHBIX TEOPUI MapKETUHTa
B JICATEIbHOCTH KOMMEPUYECKUX OAHKOB;
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onpeeneHbl 0COOCHHOCTH OpraHU3allMM MHHOBAIIMOHHBIX MapKETUHTOBBIX
MCCJIEIOBAaHUM B KOMMEpUECKHX OaHKax B «THOPHIHOI» Qopme, OCHOBAaHHOW Ha
ucnoiib3oBannu TexHosoruii «Big Datay anamu3, «CRM» cuctemsl, «SMM» nu
«SA» anamus, «Al / MLy;

IyTEM  CPAaBHUTEIILHOI'O  COMNOCTaBJICHHWA  MNPAKTUKU  MPOBEICHUS
MHHOBAaLlMOHHBIX MAapKETUHIOBBIX HCCIEAOBAaHUN B JEATEIBHOCTH BEIYIIHX
3apyOEKHBIX KOMMEPUYECKMX OaHKOB BBISBIEHBI BO3MOXXHOCTH WX TBOPYECKOTO
UCIIOJIb30BAHUS B IIPAKTUKE HAIlIEH CTPAHbL;

Ha OCHOBE aHaJIM3a MPABOBBIX W MHCTUTYIIMOHAIBHBIX OCHOB OPTraHU3AIUU
MApKETUHIOBBIX HCCIEJOBAaHUNM B OTCUYECTBEHHBIX KOMMEPUECKHX OaHKax
oTpeJeieHbl UX crelupuIecKue 0COOEHHOCTH;

olieHeHa 3((PEKTUBHOCTh MHHOBALMOHHBIX MAapPKETUHTOBBIX HCCJIEIOBAaHUN B
OTEUYECTBEHHBIX KOMMEPUECKUX OaHKaX Ha OCHOBE pPa3/I€JCHHs] Ha PEUTHUHIOBbIE
rpynisl KaTeropuit «A», «by», «C» u «Dy;

ONpeJeNeHbl HANPAaBICHUA pPa3BUTUS HCMOJIb30BAHHUS WHHOBAIMOHHBIX
MOXO/0B B JIEATEIbHOCTH MApKETUHIOBBIX OTAEJIIOB KOMMEpPYECKHX OaHKOB Ha
OCHOBE pazfeieHus ux Ha rpynmbsl «H-A» - Beicokas, «M-A» - cpeanss, «L-Ay -
HU3Kas WHHOBAI[MOHHAs aKTHUBHOCTb, a Takke «N-A» - orcyrcTBHE
MHHOBAllMOHHOW aKTUBHOCTH;

onpeaeeHbl BOBMOXHOCTH HCIIOJIb30BAaHUS CTPATErUU «OTKPBITHI OaHK» B
pa3BUTUM OaHKOBCKOW JI€ATEIbHOCTM HAa OCHOBE TPEJOCTaBICHUS YCIYT,
COOTBETCTBYIOIIUX TPEOOBAHUSAM KIIUEHTOB;

pa3pabotanbl 0a30Bble, HWHEPIMOHHBIE W MOOWIIM3AIMOHHBIE CIICHAPUU
peaiv3alud TPOAYKIMH KOMMEpUECKMX OaHKOB Ha OCHOBE HMHHOBAI[MOHHBIX
MapKETUHTOBBIX UCCIIEIOBAHUM B yCIOBUAX «Y30ekuctan - 2030».

JlocToBepHOCTH pe3yJIbTaTOB HCCJIeI0BAHMS ONpENENSIETCS
HCIIOJIb30BAaHUEM B TIpoOlLiecce aHaln3a OQUUUMANbHBIX JaHHBIX LleHTpaabHOro
Oanka PecnyOnmuku VY30ekucraH, AreHTCTBa cTatucTUku npu lIpe3suaente
PecniyOnuku Y30ekuctan, MuHucTtepcTBa SKOHOMUKH M (prHaHcOB PecnyOnuku
V30ekuctan, MuUHUCTEpPCTBA WHBECTULIUM, MPOMBILIIEHHOCTH U  TOPIOBIHU
Pecnybmuku Y306ekucrtan, BcemupHoro Oanka, OpraHu3aliii 3KOHOMHYECKOTO
COTPYJHMYECTBA U Pa3BUTHUSA, LIETECOOOPA3HOCTHI0O U HAYYHOU 0OOCHOBAHHOCTHIO
NOJIXO/I0B M METOJIOB, HCIIOJb30BaHHBIX B pabOTe, BHEAPEHUEM B MPAKTUKY
IIPEACTABICHHBIX BBIBOJIOB, MPEMJIOKEHU M PEKOMEHJALUN yIOJHOMOYEHHBIMU
OpraHu3aALMIMHU.

Hayynass M npakruyeckasi 3HAYMMOCTb pPe3yJIbTATOB MCCJICAOBAHUS.
Hayunas 3HauMMOCTb pE3yJbTAaTOB HCCIEAOBAHUS OINPEAEIAECTCS TEM, YTO
Hay4HbIC TPEIUIOKEHUS W NPAKTUUYECKUE PEKOMEHIALMH, MOJIyYEHHBIE B XOJ€
MCCJIEIOBAHMsI, MOTYT OBITh MCIIOJIb30BAaHbl B KAUECTBE HCTOYHUKA B CHEIIMATBHBIX
HAy4YHO-UCCIIEIOBATENbCKUX paboTax, HAMNpaBICEHHbIX Ha CTUMYJHUPOBaHUE
OPOBEICHUS] MAapKETHMHTOBBIX HCCIIEJOBAHMMW HA OCHOBE HWHHOBAI[MOHHBIX
MOJIXOJIOB B ACSTENBHOCTH OTEYECTBEHHBIX KOMMEPUYECKHX OaHKOB, oOecrieyeHue
3¢ (PEeKTUBHOCTH TMporpamMM, HANpPABJICHHBIX HA IMOBBIIMICHUE MOMYJISPHOCTH
0aHKOBCKMX MPOAYKTOB, H (opMupoBanue >(PPEKTUBHOIO MeXaHW3Ma HX
B3aMMHOM pean3aliuu.
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[IpakTryeckasi 3HaYMMOCTb PE3yJbTATOB UCCIEIOBAHUS 3aKIIIOUAETCA B TOM,
YTO TIOJIYYCHHBIC PE3yJbTaThl, pa3paOOTaHHbIE HAYYHBIC NPEIJIOKCHHUS U
MPAaKTUYECKUE PEKOMEHAAIMM MOTYT OBITh MCIOJIb30BaHbl B 00€CIEYEHUU
MONYJSIPHOCTH  OaHKOBCKUX YCIyr Ha OCHOBE pacCHIMpPEHUss MPaKTHUKU
WCIIOJIb30BaHUsl HHHOBAIIMOHHBIX TTOJIX0J0B B MAPKETUHI€ KOMMEPYECKUX OaHKOB,
COBEPIICHCTBOBAHUU PAOOUYMX M YUEOHBIX MPOrpaMM AUCHUILIUH «MapKeTHUHIY,
«baHkoBckoe geno», «MeHEeIKMEHT U MapKeTUHI B OaHkax», «BBemeHue B
OAHKOBCKOE JI€J0», NPENoJaBaeMblX B BBICIIUX YYEOHBIX 3aBEACHUSIX, U B
npoliecce 00yUYeHus CTYIEHTOB.

BHeapeHHoCTh pe3yabTaToB HcciaenoBaHus. Ha ocHOBe mpensioxeHuu,
pa3pabOTaHHBIX MO COBEPIIEHCTBOBAHUIO PEAIM3AIMU MPOTYKTOB KOMMEPUYECKHUX
0aHKOB HA OCHOBE MHHOBAIIMOHHBIX MAPKETUHTOBBIX UCCIIEIOBAHMIA:

OpeMIoKeHHe 0 pazfeiieHud  d(PQPEeKTUBHOCTHU  WHHOBAIMOHHBIX
MapKETHUHTOBBIX UCCJICIOBAHUIN B KOMMEPUYECKUX OaHKaxX Ha PEHTHUHTOBBIE TPYIIIbI
kateropuii «A», «b», «C» um «D» N0 KOJWYECTBEHHHIM U Kaue€CTBEHHBIM
MOKa3aTessM, BKIIOYAIOIIUM B ce0sl OTJauy OT MapKeTHHTOBBIX 3aTpaT (Return on
Investment - ROI), poct uncna KIMEHTOB OaHKa, YPOBEHb yACpP>KaHUS KIUEHTOB
0anka (Retention Rate - RR), ckopocTh BHeIpeHUs: HOBBIX NPOJIYKTOB M YCHYT,
YPOBEHb YJIOBJIETBOPEHHOCTU KJIMEHTOB OaHKOBCKOM nesTenbHOCThIO (Customer
Satisfaction Index - CSI), a¢dexkTuBHOCTS HcIONB30BaHUs CUCTEMBl «CRM»y,
nokasaresib ToyHoctu mnpoxaBuxkeHusi (Net Promoter Score - NPS), a Takxke
KpUTEpPUH TOKa3aTelasi KOHKYPEHTOCIIOCOOHOCTH UCIIOJIb30BAHO B TIPAKTUKE
WHHOBAIIMOHHOTO KOMMepdeckoro Oanka «Mmak Wynw» B pamkax TpeOOBaHUI
naparpadoB 4.2 u 4.4 Yka3za [Ipesunenra Pecnybnuku Y36ekucran Ne YII1-5992
«O Crparerun pepopMupoBaHusi OaHKOBCKOW cHCTeMBbI PecryOnuku Y30ekucTan
Ha 2020-2025 rome» ot 12 mas 2020 roma m Ykasa Ilpesmaenrta PecryOmmku
V36ekuctan Ne VII-165 «O06 ytBepxkaennn CTpaTeru HWHHOBAIMOHHOTO
pazButus (AT No 35/11440 AUKDB «Mnak iymu» ot 10 gexabps 2025 ropa)
bnaronapsi 3Toil mpakTUKe B pe3yJibTaTe paCIIMPEHHs] KIMEHTCKOW 0a3bpl OaHka
«Mnak  Wynu», ONTUMHU3AIMM  MapPKETUHTOBBIX  PAcX0J/IOB,  TOBBIIICHUS
3¢ (HEeKTUBHOCTH HCHONAB30BaHUS LUPPOBbIX yciayr u CRM-cucreM KOJIM4ECTBO
KJIIMCHTOB, TOJIB3YIOMIUXCSA OaHKOBCKUMHU YCIyramMH, YBEIMYWIOCh Ha 17
MPOLICHTOB 10 cpaBHEHUIO ¢ 2024 rogom;

pa3paboOTaHO  MPEIOKEHHWE  TI0  PA3JeCHHI0  CUCTEMbl  OIICHKHU
3(h(HEKTUBHOCTH UCIOJB30BAaHUS WHHOBAIMOHHBIX TOAXOJOB B JIESITEIBHOCTH
MapKETHHTOBOTO OT/eNa KoOMMepueckux OankoB Ha kareropuu «H-A (Highly-
Active)», «M-A (Moderately-Active)», «L-A (Lower-Active)», «N-A (None-
Activity) « 1 KCIIOJIb30BaHO B MPAKTUKE MHHOBAIIMOHHOIO KOMMEPUYECKOro OaHKa
«mak Wynm» B LENSX peanu3aluy 3ajad, OnpeleieHHbIX B Ykase [Ipesnnenra
Pecnyomuku  Y30ekuctan Ne VII-5992 «O Crpareruun pedopmMupoBaHus
O0aHkoBCcKOM cucteMbl PecriyOmuku Y306ekuctan Ha 2020-2025 roas» ot 12 mas
2020 ronma (mpunokenue 1 u mpuioxenue 3), myHkre 16 Ykaza Ilpesuaenta
Pecnyonuku Y36ekuctan Ne YII-6079 «O Crparterun «lludposoii Y30ekucran-
2030» ot 5 okta6ps 2020 roma. (At Ne 35/11440 AUKDB «Unak #ynu» ot 10
nekabpst 2025 roga) C momorisio paHHo cucteMbl KPI Oblia cucremaTuyecku
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OlICHEHa MHHOBALIMOHHASI aKTUBHOCTh MapKETUHTOBBIX OT/ENOB O0aHKa, BHISIBICHBI
cinadble MeCTa U ONpPEENIeHbl KOHKPETHBIE MEPHI 10 UX Pa3BUTHIO. B pesynbrare
3¢ (HeKTUBHOCTH MapKeTHHTa OaHKa BbIpociia Ha 15%, ckopocTh BHEPEHHS HOBBIX
MPOIYKTOB - Ha 12%, JTOATBHOCTH U YOBIETBOPEHHOCTh KJIMEHTOB - Ha 20%;

Pa3zpaboTano mpenyoxkeHHe IO HCIONb30BaHUIO cTpaTerud «OTKPBITHIN
0ank (Open Banking) « Ha ocHOBe Mapketunra «S-D (Strongly-Digitalized) +7 P»
C MCIOJIb30BaHWEeM UPPOBBIX nporpamMm «KoHTeHT-MapkeTHHT», «Se0 & SEMy,
a Takke aBToMarusupoBaHHoro «Al-Chat-6ot» u BHeIpeHO B NPAKTHKY
MHHOBAIIMOHHOTO KOMMepueckoro Oanka «Mmak Hymm» B pamkax TpeOOBaHUMN
nyHKTOoB 15 u 16 Ykaza Ilpesunenra Pecniyonuku Y36ekucran Ne YII-6079 «O
Crparerun «ludposoit Y306ekuctan-2030» ot 5 oxta6ps 2020 roxa, myHKTa 2
[ToctanoBnenust Ilpesunenta PecnyOmuku VY306ekuctan Ne TII1-358 «O06
yTrBepxkAcHUU CTpaTeruy pa3BUTHs TEXHOJOTUNH MCKYCCTBEHHOTO MHTEJUIEKTa /10
2030 roga» ot 14 oxtsa0ps 2024 roma. (Axt Ne 35/11440 AUKDB «Wnak itynu» ot
10 nexabps 2025 rona) biaronapsi BHEAPEHUIO JAHHOTO MPEITIOKEHUS B IPAKTUKY
OBLJIO HaJlaXKEHO HEMPEPBIBHOE U MEPCOHATU3UPOBAHHOE OOIICHHE C KIMEHTAMH
yepe3 mporpammbel KoHTeHT-Mapketunra, SEO & SEM u Al-Chat-6or. Coznana
BO3MOKHOCTh YCKOPHUTH TPOLECC HCIOJb30BaHUS OAHKOBCKHX YCIYr U
MPEIOCTaBUTh KIUEHTaM WHGOPMALMI0O B PEXUME PEAITbHOTO BpPEMEHHU.
3HaYUTEIBHO BBIPOCIM TMOKa3aTesn YJoBIeTBOpeHHOCTH kiaueHToB (CSI) u
nokasarenb pekoMmennanuid (NPS).YBenuuunuce nokasatenu IpUBICUYCHUS HOBBIX
U yJep)KaHus CYIIECTBYIOUIMX KJIMEHTOB Ojarojapst HU(PpPOBOMY MapKETUHTY U
aBTOMATHU3UPOBAaHHBIM cucTeMaM. B 1enoM, mpennokeHHas MoJeib HU(PPOBOTO
MapKETHHTa MO3BOJIMJIA TTOBBICUTH 3(P(HEKTUBHOCTh MHHOBAIIMOHHOTO MapKETUHTA
Oanka B cpeaHeM Ha 25%;

pa3zpaboTaHbl NIPOTHO3HBIE [OKa3aTelld, OCHOBaHHbIE Ha 0a30BOM,
WHEPIMOHHOM M MOOWIM3AIIMIOHHOM CIICHApHUAX JOJH KOMMEpPYECKHX OAaHKOB B
BBII Ha ocHOBe aHamn3a CTPYKTYPHBIX MOKAa3aTENEd KPEOUTHBIX INMPOAYKTOB B
2020-2028 romax, KOTOpble OBUIM HMCIOJIB30BAaHBl B MPAKTHUKE WHHOBAIIMOHHOTO
KoMMepueckoro Oanka «Mmak Wymm» B pamkax riaBbl III VYkaza Ilpesunenra
Pecniy6muku Y36ekuctan Ne VII-5992 «Crparerust pedhopmupoBanusi 6aHKOBCKOU
cucteMbl Ha 2020-2025 roas» ot 12 mas 2020 roga u «OCHOBHbBIE HaIlpaBJICHUA
JIEHEKHO-KpeIUTHOU MoauTUKH [{enTpansHoro 6anka PecyOnuku Y30ekucraH Ha
2026-2028 roasr.» (AkT Ne 35/11440 AUKDB «Wnak #fiymu» ot 10 nexabps 2025
roja). BHenpeHue JaHHOTO MpeUIoKEHUs MO3BOJIUIIO Pa3padoTaTh MPOrHO3 JOJIU
KpenuTHeIX TpoaykToB B BBII ¢ ucnonb3oBanueM 06a30BOro, WHEPIMOHHOTO U
MOOUJIM3AaMOHHOTO CLEHAapHEB, YTO TMOBBICUIO BO3MOXKHOCTH OaHKa st
CTPATETUYECKOTO TIIAHUPOBAHMS WM yIpaBieHUs (UHAHCOBBIMHU puUCKaMu. Takxke
OaHKM CMOTJIM aJallTUPOBATH CBOU KPEIUTHBIEC MPOIYKTHl K PRIHOYHOMY CIPOCY U
HDKOHOMUYECKOW CHTyallil, a HOBbIE KpPEAWUTHBIC TMAaKEeThl ObUIM BHEIPECHBI
obictpee. CormacHo pe3yJbTaTaM MpPOTHO3a, OOBEM MPOAAXK KPEAUTHBIX
IPOJYKTOB MECTHBIMM KoMMepueckumu Oankamu B 2025-2030 romax MoKeT
yBenmmuuThes Ha 11,8% 1no otHomenuto k BBIT u goctuus ot 41,0% 1o 52,8%.
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Amnpobanust  pe3yJIbTaTOB  HMcciel0BaHusi.  Pe3ynpTaTel  JaHHOTO
UCCJICIOBAHMSI TIPOILIN anpoOaluio Ha 6 HAyYHO-TIPAKTHUECKUX KOH(EpPEeHIHIX, B
TOM YHCJIE Ha 3 MEKIYHAPOAHBIX U 3 peCITyOIMKaHCKUX.

Ony0JMKOBAHHOCTH pe3yJbTATOB HcCCaeA0OBaHMs. Bcero mno Teme
JUccepTali OMyOJMKOBaHO 9 HayyHBIX padOT, B TOM YMCIIe 3 Hay4YHbIE CTaTbU B
HAay4YHBIX >KYpHaJIaX, PEKOMEHIOBAaHHBIX BpICIIEN aTTeCTAlMOHHOW KOMMCCHEU
PecnyOnuku Y30ekucTaH ajid MyOJMKaUMyd OCHOBHBIX PE3YJIbTATOB JTOKTOPCKUX
JUCCepTalUil, U3 HUX 2 B PECIyOJMKAaHCKUX U 1 B 3apyOeKHBIX KypHaiax.

CrpykTypa u o0bem auccepranmu. Jlucceprauus COCTOMT U3 BBEACHMS,
TpeX IJaB, 3aKJIOYEHUS, CIUCKA MCIIOJIb30BAHHOM JIUTEPATyphl U IMPHIIOKEHUS,
oOmuii 00beM coctaBisgeT 129 cTpanwuir.

OCHOBHOE COJEPXAHUE JUCCEPTALIUUA

Bo BBemeHMm 0OOCHOBaHBI aKTYalbHOCTh M HayyHas 3HAYMMOCTb TEMBI
JCCEPTALIMH, COOTBETCTBUE MCCIIENOBAHNS IPUOPUTETHBIM HAIIPABJICHUSM PA3BUTHS
HAayKH M TEXHOJOIMH B pECHyOJIMKE, PACKPBITA CTENEHb W3YYEHHOCTU MPOOJIEMBI,
HeM M 3a1a4d, OOBEKT W NPEIMET HCCIEAOBaHUS, €ro Hay4yHas HOBHM3HA U
IIPAKTUYECKUE  PE3yJbTaThl, PACKPbITa  HAYYHO-NIPAKTUYECKAs  3HAYMMOCTH
IIOJIyYCHHBIX PE3YJIFTaTOB, IIPUBEACHBI CBEACHHWS O BHEAPECHUU PE3YJIbTATOB
UCCIIEZIOBAHUS], OIyOJIMKOBAaHHBIX PA00Tax U CTPYKTYpPE AUCCEPTALUH.

B mnepBoii rmaBe auccepraumu, nox HazBaHueM «Hay4dHo-Teopernueckue
OCHOBBI peajM3anMy MPOAYKIMH KOMMeEPYeCKHX O0aHKOB Ha OCHOBe
MHHOBAIMOHHBIX  MAPKETHHIOBBIX  MCCJICJOBAHMID)  NPOAHATU3UPOBAHBI
OCOOCHHOCTM  NPUMEHEHHUS  MHHOBALIMOHHBIX  MAapKETHHIOBBIX  TEOpUMl B
JeSITeIbHOCTH KOMMEpPYECKMX OaHKOB, CpEACTBA peajM3allid HMHHOBALMOHHBIX
MapKETUHIOBBIX UCCIIEOBAaHUI, CPABHUTEIBHO COIOCTABJIEHA MPAKTUKA IPOBEACHNUS
VMHHOBAIIMOHHBIX ~MAapKETHUHIOBBIX HCCIENIOBAaHMM B  BEOYUIMX 3apyOeKHbIX
KOMMEpYECKMX OaHKaX M  OMNpENeleHbl BO3MOXKHOCTM HMX  TBOPYECKOIO
VICIIOJIb30BaHUS B IPAKTUKE HAILIEH CTPAHBI.

B menoMm TepMHH «WMHHOBAalMS» BOIIEA B SKOHOMHUYECKHA OOOpPOT OT
JTaTMHCKOTO cJoBa «iNNOvatio» W B JEKCHYECKOM IDIaHE O3HAYaeT CHUCTEMY
COLIMAJIbHO-D)KOHOMHYECKUX OTHOILIECHHWW, B TOM YHUCIE TEXHUKO-TEXHOJOTMYECKOE
oOecrieueHre, OKa3aHUE YCIYyT, BHEJIPEHHE HOBBIX BHJOB MPOMYKIUH, HOBBIX
MOJIXOJIOB, MPOLECCOB WJIM METOJIOB M METOJOB B 3KOHOMHYECKOW M COLMAIBHOU
cepax. M3 3TOr0 BUAHO, YTO SKOHOMHUYECKUI TEPMUH «HMHHOBALUS MOJHOCTHIO
OXBaTBIBAET OTHOLIEHHMS, CBSI3aHHBIE HE TOJBKO C CO3/IaHUEM HOBILIECTB, HO U WX
BHE/IPEHUEM B IIPAKTHUKY.

Bmecre ¢ TeM, B OCBEIIEHMM CYLIHOCTH HWHHOBALMOHHBIX IIPOLIECCOB B
HYKOHOMHUYECKOM Hayke OOJIbIIOe 3HaYeHHEe UMEIOT Hay4HbIe B3IIsbl J. Pomxepca
Ha «Jlnddysuro (pacnpocTpaHeHne) MHHOBAIIUI. ©

® Bensesa H.B. Ananus teopuu nuddys3un MHHOBaUMi Pomkepca B paspese KM3HEHHOTO IMKIAa TOBAPOB Kjacca
«JIroKC» M BOCTIpUATHE TIEHBI Ha JJaHHBIE TOBApHI. VIcTopHueckas v ConuaibHO-00pa3oBaTebHas MbICh, Ne 3 (25),
2014. —c. 171-175
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Ha ocHOBe aHanu3a OTHOIIEHWW, CBSI3aHHBIX C PACOPOCTPAaHEHUEM
VHHOBAIlMM B CHUCTEME COLMAIBHO-DKOHOMHYECKUX OTHOLICHUH, YYCHBIN

BBIJICISICT MPUEMHUKOB WHHOBAIIMM HA TIATH TPYII, IPEICTABIICHHBIX Ha PUCYHKE
Nel.

Tovarning hayotiylik davri

Erta gabul

giluwchilar
Innowvatorlar 13 594

2,5 %

Kech qgoluvchilar
(kensarvatoriar)
16,09

T

Pucynok Nel. I'pagpuueckoe nzodpaxkenue «/Auddysun nnaoBanuinn» J.
Poxskepcea ’

CoriacHO WucCClenOBaHUSIM, CYOBEKTBl NPEANPUHUMATEIBCTBA, KOTOPHIE
MOTYT TMOJYYUTh BBICOKYIO MPHUOBUIL B >KM3HEHHOM IIMKJIE€ WHHOBAallMOHHOTO
MPOJlyKTa Ha PBIHKE, B OCHOBHOM SIBJIAIOTCS XO3SMCTBYIOIIMMHU CYOBEKTaMU,
BXOJSILVMH B IIEPBYIO U BTOPYIO I'PYIIIBI, U YEM PaHbIIE MPEACTABUTEIN TPEThEU
IpyHnbl BHEAPAT MHHOBALMOHHBIA MPOAYKT B CBOIO JIEATEIBHOCTh, TEM OOJbILIE

OHH CMOTYT IMOJYYUTh BO3MOXHOCThH MOJYYCHHs BBICOKON MPUOBLIH (CM. pHC.
Ne2).

Innovatsion mahsulotning hayotiylik davri

Innovatsion mahsulotdan
maksimal darajada foyda
olish davri

-
o

1
Pucynok Ne2. Ilepuoa BLICOKOI 110/1€3HOCTH HHHOBAIIMOHHOI0 MPOAyKTa &

CrnenoBaTenbHO, MOXHO CJIeJaTh BBIBOJ, YTO peaM3aIlvsi MapKETUHTOBBIX
MporpamMM TPHUBEACT K YBEIMYCHHIO 00BbEeMa PBIHOYHOTO 000pOTa MPOIYKIIUU.
Bwmecte ¢ Tem, pexiiaMa HHHOBAIIMOHHOTO MPOJYKTAa Ha HaYyaJbHOM 3Tare MOXKET
MPUBECTH K PACHPOCTPAHEHUIO B3aMMHOW WHGOPMAIMK O TPOAYKTE Cpeau
MOKyTaTeIe Ha PhIHKE, TO €CTh BbI3BATh MAHUYECKHUM CIIPOC HA PHIHKE (CM. pHC.
Ne3).

B MHOTOYHCIIEHHBIX HAYYHBIX UCCIEAOBAHUAX JTOKa3aHO, YTO UCIIOJIb30BAHUE
WHHOBAIIMOHHBIX MAPKETHHTOBBIX MCCIICIOBAHUN B JCSITCIBHOCTH KOMMEPUYECKHX
0aHKOB B YKOHOMHUYECKOU JMTeparype Oosiee 3(pPEeKTUBHO, YeM TpaaUIIMOHHbBIE
MapKeTHHTOBble  uccienoBaHus.  CormacHoO — aHalM3y,  MHHOBAIIMOHHBIC
MapKETHHTOBBIC WCCIIEOBAHMS CIyKaT A TOTO, YTOOBI KOMMEpUecKne OaHKH,

7 CocTaBIe€HO aBTOPOM
8 Cocrasneno aBTopom
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Hapsly C YJy4dlLIEHHMEM KadyecTBa MNPEJOCTaBISEMbIX MMHU (DUHAHCOBBIX YCIYT,
PKOHOMWJIHM 3aTpauyvBacMO€ Ha 3TO BpeMsl M Ipemiaraid OaHKOBCKUE YCIYTH,
COOTBETCTBYIOIIME WX TpeOOBaHUSIM, HAa OCHOBE OIEPATUBHOTO OIpEACICHUS
NOTPEOHOCTEN KIMEHTOB OaHKa, B TOM YHCJE MOTCHIMAJIbHBIX MOTpeOHOCTEH
JIPYTUX KJIWEHTOB Ha pBIHKE (PUHAHCOBBIX YCIyr B OaHKOBCKHX (DHHAHCOBBIX
npoaykTax u yciyrax. B tabmuue Nel Huke onmmcaHbl METOABI HHHOBALIMOHHOTO
MapKETUHIOBOI'0 MCCIIEJOBAaHUS KOMMEPUYECKHX OaHKOB.

.
N

Bozordagi haridorlar
o'rtasida innovatsion
mahsulot to'g risidagi
xabarni targalishi

\

t

Pucynok Ne3. BiusiHue MapKeTHHIOBBIX IPOIPAMM HAa PBIHOYHBINA 000pOT

HHHOBAIIHOHHOI'O MMPOAYKTA 9

Taoauma Nel

MeTOIILI HHHOBAIIMOHHOI'0O MAPKETUHIOBOT0 HCCJICIOBAHUSA B NCATCIbHOCTH

KOMMep4ecKux 0ankos

HaszBanme
MEeToaa

OobaacTh NpUMeHeHUs

IIpakTHYyeckne NpuUMepbI

Amnanmus «Big

MoHUTOPUHT (DMHAHCOBOTO MOBEJICHNUS] KIIMEHTOB OaHKa

OreHKa TEHIEHIUI Pa3BUTHS HUCIIOJB30BaHUS (DMHAHCOBBIX
YCIIYT, IPEIOCTABISIEMBIX KOMMEPUYECKUMH OaHKaMHU

Kuraiickuii koMMepuecKuit
Oank «Alibaba's MYbank»
C TTIOMOIIBIO HTOTO METOJIa

OleHKa KpemuTHOro «SCOriNG» KIMEHTOB OaHka u | Pocnali3HPOBAI JIANHDIC
Data» OHJIAUH-TIOKYIIOK KJIMCHTOB
CYIIECTBYIOIIETO KPETUTHOTO PHCKA GaHKa 1 ABTOMATH3UPOBAN
[IporHo3upoBanue oObeMa TOTEHIMAILHOTO CIpoca Ha TIPOTIECCHI HX
(buHAHCOBBIE IPOIYKTHI M YCIIYTH KOMMEPUYECKOT0 OaHKa KpEIMTOBAHMUSL.
VYCTaHOBIEHHE MHIMBHYalbHOTO B3aUMOJECHCTBUS MEKILY | g npakTHKe Y36eKucTana
KOMMEPUYECKUM OaHKOM M €ro KJIMEHTaMH BeJleTCs paKTHYecKas
Pazpabotka npeanoxenus: GUHAHCOBBIX TPOIYKTOB U YCIYT, paboTa 10 BHEAPEHHIO
%CI:C;T\;?:I COOTBETCTBYIOUINX ()HHAHCOBOMY COCTOSIHHIO KIMEHTOB cucteM «<CRM» B
OaHKa JEATENIBHOCTh
Kommepueckuit 0aHK  pacmmpsieT BO3MOXHOCTH — TI0 Kannranbanka u
COXPaHEHMIO JIOCTHTHYTOIO YPOBHsI OXBATa KJIMEHTOB. Tpact6aika.
Ananus COop MHEHHH KITMEHTOB OaHKa JloCTHraeTcs aHaH3
«SMM» 1 | PerynsipHo ciieaure 3a TpeHIaMU KOMMEHTApHEB KIIHEHTOB
«SA» PazpaboTka MapKeTHHIOBBIX CTpaTerHd KOMMEPUYECKOIro GaHka B pasIMYHbIX
0aHKa HAa OCHOBE aHAJIM3a MACCOBBIX PEAKITHI CONHANBHBIX CCTAX.
Te;?;)flafl_ﬂﬂ Pa3paboTka HHANBHAYaJIBHBIX PEKIAMHBIX CTpaTeTruit EBponeticknii 6ank
« »

OO0cny)XuBaHHE KJIMEHTOB Yepe3 aBTOMATH3MPOBAHHBIC YaT-
0OTHI

dopmupoBanre GUHAHCOBOTO «IIOPTPETa» KINEHTOB OaHKa
1 pa3paboTKa MPOTHO30B TI0 UX TPEOOBAHUIM

«PeBomor» mepeien Ha
MIPaKTUKY
aBTOMATHYECKOTO
MHIUBUAYTHBHOTO
00CITy)KUBaHUS KaXI0TO
CBOEr0 KJIMEHTA Ha OCHOBE
texHoyioruu «Al/ MLy.

® CocTaBiIeHO aBTOPOM
10 Cocrasneno aBTopoMm.
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[To pe3ynbpTaTaM CpaBHUTEIBHOIO aHAJIW3a WHHOBAIIMOHHBIX MAapPKETUHTOBBIX
WCCJIEIOBAaHHM, MIPOBOAMMBIX B MPAKTHKE BEAYLIMX 3apyOeKHBIX KOMMEPUYECKHX
0aHKOB, pabOTaOMIMX Ha TI00AJIBHOM pPHIHKE (PUHAHCOBBIX YCIYT (CM. TaOIUIly
Ne2), ObIO yCTaHOBIEHO, YTO TPUOPUTETHI B TAKUX HUCCIEIOBAHUIX
XapaKTEpPU3yIOTCSd TEM, YTO OHHM OXBAaThIBAIOT COCTOSIHUE MCIOJIb30BaHUS
KIIMEHTAaMH OaHKOBCKOM ESTENbHOCTH, pa3pabOTKy MakeTa OaHKOBCKUX YCIYT,
COOTBETCTBYIOIIETO  MX  (PMHAHCOBBIM  BO3MOYKHOCTSIM, OnpeaeIeHHe
BO3MOXHOCTEM paclIUpeHus PBIHOYHOIO OXBaTa KOMMEPYECKOTro OaHKa Mpu
COXpPaHEHUU €ro COCTOSIHUA, PACIIUPEHHE YydacThs KOMMEpPUECKHX OaHKOB B
COIMAIBHO-PKOHOMHYECKUX pedopmax, MpPOBOJUMBIX B cTpaHe. B uactHOCTH,
aHalMM3uMpyemas. MpaKTHKa TPOBEJECHUS HWHHOBALMOHHBIX  MapKETUHTOBBIX
UCCIIEJOBAaHUN 3HAUMMa TEM, YTO B JIEATEIBHOCTH KOMMEPUECKUX OAHKOB CO3/JaHbl
BO3MOKHOCTH JUIsl aHajiu3a (PUHAHCOBBIX BO3MOXKHOCTEH B PEXHMME PEaIbHOTO
BPEMEHHU ITyTEM MPEIOCTABICHUSI aBTOMAaTU3UPOBAHHBIX OAHKOBCKHUX YCIIYT 4€pe3
HEHpOHHBIE CEeTH, CHOPMHUpPOBAHHBIE B pe3yJibTaTe B3aMMHOW HWHTETPALUU
nporpamMm UG pPOBLIX TexHoJorui, nuTepHeTa Beme (IoT - Internet of Things) u
UCKycCTBEeHHOTO nHTeIeKkTa (Al), a Taxke MHTErpanuu 6a3bl JaHHBIX O KIIMEHTaxX
0aHKa ¢ TakMMH 0a3aMu JTaHHBIX, Kak «Big Data» un «Green Data Framework».

Taoauma Ne2
CpaBHUTEJbHBIA AHAJIN3 NPAKTUKN MHHOBAIIMOHHBIX MAPKETHHIOBBIX
HCCJIEIOBAHMI B BeYHIUX 3apy0esKHBIX KOMMeEPYeCKHX 0aHKaxX 1

., | IHHOBAaLIMOHHBIE .
Kommepueckuii HHHOBaUMOHHBII
METOIbI [penmymecTBa
0aHk NPUOPUTET
MapKeTHHIa
ITporHo3upoBanue
. WHAHCOBBIX Co3nanue npuOIM3UTETLHOTO 00pas3a
JPMorgan Big Data, Al, b " A P P
Chase CRM BO3MOKHOCTEH (DMHAHCOBOTO MOTEHIIMANA KIIHEHTOB 1
kiuenta (Predictive MPUOPUTET UHIUBUAYATBHOTO IMOAX01a
analytics)
ESG- ¢akropsl, IIpoBenenue Oxazanue 3QPeKTUBHBIX OAHKOBCKUX
WHTEpHATHBIE HCCIIeIOBaHUI YCIYT JUIsS CETMEHTOB PHIHKA, aKTUBHO
Deutsche Bank | mpunamiexHOCTH | 3€1€HOrO MapKeTHHIa | YYacTBYIOUIMX B Pa3BHUTHH «3€JICHON»
(10T), “Green Ha OCHOBE aHaJIN3a 9KOHOMUKH B paMKax Ieneit
Date Framework” «ESG analystics» YCTOWYMBOTO Pa3BHUTHSI
; Opraamuzarus y100HbIX U
“Agile” [IpoBenenue p e YA
A 3(h(HEeKTUBHBIX AUCTAHITMOHHBIX
marketing, “Real- MapKETHUHTOBBIX GAHKOBCKHX YCIYT JUT5 KIHEHTOR
DSB Bank time Analytics” HCCIIEOBAHUN HA yeny
0aHKa, B YaCTHOCTH, JIJIsI
ananus, Feadback, OCHOBE IU(POBBIX .
. MoJb30BaTeiell 0aHKOBCKUX YCIyT Ha
Chat-bot NPUITIOKECHUI 5
OCHOBE IPUJIOKEHHUH
[IpoBeneume OneparuBHoe HHGOPMUPOBAHHE 00
MapKETUHTOBBIX HU3MEHEHHUAX Ha MECTHOM PhIHKE
Mobuibrsie UCCIIEIOBaHNH cpeln (PMHAHCOBBIX YCIIYT, H3MEHEHHSX BO
Mizuho Bank OIPOCHI, MECTHOE p YT,
KJIMEHTOB B B3IJIS1/1aX KIIMEHTOB OaHKa Ha
MPOJIBIKCHUE
KpPaTKOCPOYHBIX UCTIOJIb30BaHHe OAHKOBCKHX YCITyT
UKJIaxX aniglash

1 Cocrasneno aBTopoM
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Ha ocHOBe npoBeIEHHOTO CPAaBHUTENIBLHOTO aHalIu3a ObUM CHOPMYITHUPOBAHBI
CJIEAYIOIINE HAYYHBIEC BHIBOJIBI:

NEPBOE, HHHOBALIMOHHBIE MAapKETUHIOBBIE HCCIEAOBAHUS  MO3BOJISIOT
KOMMEpUYECKUM OaHKaM OINEpaTUBHO pearupoBaTh Ha pPE3KUE U3MEHEHUS
PBIHOYHOW KOHBIOHKTYPBI;

BTOpoe, (OpPMUPOBAaHHE KOMMEpPUYECKMM OaHKOM  HHIWBHUIYaJTbHOTO
NPEMIOKEHUs] OaHKOBCKUMX YCIYr JUIA KaXKIOTO CBOEr0 KIMEHTAa HAa OCHOBE
KJINEHTOLICHTPUYECKOTO MOAX0/1a;

TpeThe, KOMMEpUeckre OaHKM pa3BUBAIOT HHU(PPOBYIO TpaHChOpMAIUIO B
COYETAHUU C MAPKETUHTOBBIMH UCCIEAOBAHUSAMMU.

B mnocnegHue TOABI NpU  ONPENEIICHHH IPUOPUTETHBIX HAIMpPaBICHUI
pPa3BUTHSL JIEATEILHOCTH KOMMEpPUYECKMX OaHKOB B Hallled CTpaHe BBISBJICHBI
CJIEIyIOIME BO3MOXHOCTH JUJIsi IIPOBENECHMSI WHHOBALIMOHHBIX MapKETHUHIOBBIX
HUCCIECIOBAHNH:

nepBoe, pa3paboTKa CHUCTEM PEryJSIPHOTO MOHUTOpPUHIA KJIMEHTOB OaHKa
yepe3 Hu@poBbie MWIaTHOPMBI U OLEHKH MX ()MHAHCOBOI'O MOBEIECHHSI HA OCHOBE
texuosioruii KCRM+Aly»;

BTOPOE, HaJIaXKUBAHUE NEeSATENbHOCTH BHYTPHUOAHKOBCKHX W
CHEUAIN3UPOBAHHBIX OpraHU3aluid, OOCITYXHBAIOIIUX KOMMEpUYECKHE OaHKH,
IIPU CO3/IaHUH LIEHTPOB MHHOBALIMOHHBIX MAPKETUHTOBBIX MCCIIEIOBAHU;

B-TPETbUX, AHAJIM3 PHIHKA HAa OCHOBE IMPOBEICHHUS ONPOCOB HAa MECTHOM
ypoBHe niyTeM codeTanus ESG u FinTech TexHomormii;

4eTBEPTOEe, pa3pabOTKa W BHEJIPEHUE B MPAKTUKY MUIOTHBIX MPOEKTOB Ha
OCHOBE OIIbITa BEIYIIUX 3apyOCKHbIX KOMMEPUECKHMX OaHKOB IO IPOBEICHHUIO
WHHOBAIIMOHHBIX MAPKETUHTOBBIX HCCIIEIOBAHUM.

Bropas rnaBa wucciemoBarenbckoil paboTel  HazbiBaeTcs  «TeHaeHumMu
Pa3BUTHSI NPOBeJeHUs] MHHOBAIIMOHHBIX MAPKETHMHIOBBIX MCCJIEeJ0BAHUI B
0aHKOBCKOM cHCTeMe Y30eKHCTaHa», B KOTOPOM aHAIM3UPYIOTCSA NPABOBBIE U
WHCTUTYLIMOHAJIBHBIE OCHOBBI TMPOBEJACHUS HWHHOBAIIMOHHBIX MAapPKETHHTOBBIX
UCCJIEIOBAHUM B KOMMEpUYECKMX OaHKaxX, a TakKe MPOBOJUTCA CPABHHUTEIbHOE
CpaBHEHUE  MPAKTUKH  MPOBEIEHUS  HMHHOBALIMOHHBIX  MapKETHMHIOBBIX
uccienoBaHuii. B yacTHOCTH, olleHeH peruTHHT 3(P(EKTUBHOCTH WHHOBALIMOHHBIX
MapKETUHTOBBIX UCCIIEIOBAHUI B MECTHBIX KOMMEPUECKUX OaHKaX.

Ananuzupys paBOBbIC OCHOBBI MPOBEJCHUS MHHOBAIIMOHHBIX
MapKETUHTOBBIX HCCJICIOBAHUNM KOMMEpUYECKHMMH OaHKamMu B ycloBusx HoBoro
VY30ekucrana, ygajioch CrpylIupoBaTh UX B MOPSIKE, MPUBEACHHOM B TaOJHIle
Ne3.

B dactHOCTH, B mponeccax, CBSI3aHHBIX C ITPOBEJIECHHEM WHHOBALMOHHBIX
MapKETUHTOBBIX HCCIICOBAHUN B HAIMOHAIBHOW OAHKOBCKOW CHCTEME, TaKkKe
c(hOpMHPOBAaHbl OTHOLIEHUSI MHCTUTYIHMOHAIBHOTO COTpyaHuYecTBa. [lpu sTom
MIPUOPUTET OTAAECTCS B3aMMOJCHCTBUIO HE TOJIBKO MOAPA3JAEICHUN BHYTPEHHETO
MapKeTUHra KOMMEPUYECKMX OaHKOB, HO W OpraHOB TOCYJapCTBEHHOTO
YIIPAaBJICHUS, HAYYHBIX LEHTPOB M YACTHBIX KOHCAJTUHIOBBIX OpPraHU3aluii, B
pe3yabpTaTe Yero JOCTUTHYTO (OPMHUPOBAHME HWHCTUTYIIMOHATILHONM CHCTEMBI
MIPOBEJECHNST WHHOBALIMOHHBIX MAapKETHMHIOBBIX HCCIIENOBaHUM. B cocraB 3TOM
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WHCTUTYIIMOHAJILHON  CHUCTEMBI, TOMUMO KOMMEpPYECKHX OaHKOB M  HUX
MO/Apa3iesiecHuii BHYTPEHHETO MapKeTuHra, BxomsaT LleHTpanpHBIE — OaHK
Peciyomuku  Y306ekucrtan, Accoruarusi OaHKOB, KOHCAJITUHTOBBIE IICHTPHI,
Hay4YHO-UCCJIEIOBATEILCKUE YUPEKJICHHS, & TaKXKE BBICIINE YUEOHBIE 3aBE/ICHUS,
B3aUMOJICUCTBUE MEXKAY KOTOPHIMM HAIlpaBJICHO Ha pPa3BUTHUE MPAKTUKU
MPOBEJICHUSI MHHOBAIIMOHHBIX MApKETHUHTOBBIX HCCIIECIOBAHUII B KOMMEPYECKHUX
OaHKax.

Taoauma Ne3

I'pynnupoBka npaBoBbIX OCHOB NPOBeICHU HHHOBALIMOHHBIX
MAPKETHHIOBBIX HCCJIEI0BAHMIE B KOMMEPYeCKHX 0aHKax Y30exkucranal?

I'pynna
NPaBOBOH TpenvymecTsa npaBoBbIx HopmaTuBHBIE JOKYMEHTBI
OCHOBBI 0CHOB
NuHoBaunonHas | PerynupyeT MHHOBAallMOHHBIE 3akonbl Pecrrybnuku Y30ekucran «O0
rpymnma OTHOUICHUS TP MTPOBEACHUH MHHOBAIIMOHHOW AEATeNbHOCTHY, «O KpeaTuBHOU
MapKETUHTOBBIX MCCIIEJOBAHHMA. 9KOHOMHKE» B CTpaTerusi HHHOBAIIHOHHOTO
pazButus Ha 2022-2026 roapl
I'pynna Perynupyet ucnons3zoBaHue 3akon PecrrybOnmku Y30ekuctan «O
UQPOBBIX IUPPOBBIX TEXHOIOTUH MPH kuoepbeszomacHocT», Ctparerus «Lludpopoit
TEXHOJIOTHIA MIPOBEJICHIH MapPKETHHT'OBBIX V36ekucran - 2030» 1 gpyrue HOpMaTUBHBIC
HCCIIeAOBaHUI JOKYMEHTBI, CBSI3aHHBIE C Pa3BUTUEM LU(PPOBOI
9KOHOMHKH
COop u aHanu3 Perynupyet oTHOmICHUS, 3akonbl Pecriy0Omnku Y30ekucran o
NEePCOHAIBHBIX CBSI3aHHBIE C aHATU30M MIEPCOHAIBHBIX JaHHBIX, O 3alUTE IPaB
JaHHBIX MEPCOHANBHBIX JaHHBIX norpeduresnen
MTOCPEACTBOM IPOTPAMM
IU(POBOTo MPaBUTEIbCTBA HA
OCHOBE HHHOBALIMOHHBIX
MapKETHHIOBBIX MCCIIEIOBAHHH.
WuHoBanmonHbIe Perynupyet otHomeHus, HopmatuBHbBIE IOKYMEHTBIL, CBSI3aHHBIE C
MapKETUHIOBbIE CBSI3aHHBIE C IPOBEACHUEM MIPAKTUKOH MPOBeIeHUsI NHHOBAIMOHHBIX
HCCIIEI0BaHUS WHHOBAIIMOHHBIX MapKETUHIOBBIX HCCIIEJOBAHUN
MPOIIEe Ty PhI MapKEeTHHTOBBIX MCCIIEJOBAHHH nosipa3ieNieHusIMH yrpasieHus LlenTpansHoro
B ICATEIILHOCTH KOMMepUeckux | O0anka PecryOnuku Y30€KUCTaH M KOMMEPUECKUX
0OaHKOB. 0aHKOB, SBJSIIOLIUMHUCS PEryJIATOPaMU
HAIMOHAJILHOW OAHKOBCKOI CUCTEMBI
I'pynna Pexnama peryanpyer OTHOIIECHUS,
PEKIaAMHOIO CBSI3aHHBIE C MAPKETUHIOBBIMU 3akonsl PecrryOmnmkn Y30eknucTan o pexiiame, o
MapKeTHHTa [IPOrpaMMaMH IIPU MPOJABUKEHUU U CpEeICTBaX MacCOBOM MH(pOPMALIUHU U 00
OpraHu3allN yCIyT KOMMEPYECKUX nH(POPMATH3AINN
0OaHKOB.

[lo pe3yapraTaM CpaBHUTENBHOTO aHANM3a MPAKTHUKUA  MPOBEICHUS
WHHOBAIMOHHBIX MAapKETUHTOBBIX HCCIEAOBAaHUN B JEATEIbHOCTH HEKOTOPBIX
OTEUECTBEHHBIX KOMMEpYECKUX OaHKoB (cMm. Tabmumy Ne4), B wmenom B
NESATEIbHOCTH KOMMEpPYECKUX OaHKOB CO3/1a€TCSl BO3MOXKHOCTH  YIyUILIEHUS
COCTOSIHUSI TOJIb30BAaHUsI KJIMEHTaMU OaHKOBCKUMHM yciyramu. JlaHHasi cuTyauus
CO3/1a€T BO3MOJKHOCTU JJISi Pa3BUTHUS NPAKTUKU INPEAOCTABICHHUSI HOBBIX BHJIOB
MHHOBALIUOHHBIX ~ OAHKOBCKMX  (MHAHCOBBIX  MPOAYKTOB M YCIYT,
COOTBETCTBYIOIINX UX (PUHAHCOBOMY «IIOPTPETY», C ONEPATUBHBIM ONPEICICHUEM
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MOTEHIIUAJIBHOTO CIpoca M TMOTPEOHOCTEH KIMEHTOB OaHKa, OCHOBAaHHBIX Ha
npuHuune «lleHTpadbHOCTh KIHMEHTa» B HWHHOBAIMOHHBIX MAapKETHUHTOBBIX
UCCIIEIOBAHUSIX, MPOBOJMMBIX B JICSITEIBHOCTH KOMMEPYECKUX OaHKOB, KaK U B
NEATETLHOCTH BEAYIINX 3apyOeKHBIX KOMMEPYECKUX OaHKOB.
Taoauma Ned
CpaBHUTEJIbHBII AHAJN3 NPAKTUKHU NPOBEAeHUS] HHHOBAIMOHHBIX
MAPKETHHIOBBIX HCCJAEJ0BAHMII B MECTHBIX KOMMEPUYeCKHX 0ankax

IddekTUBHOCTH
. IIpumensieMble
Kommepueckuii MeToa MapKeTHHIOBOI'0 (YAOBJIETBOPEHHOCTD
HHHOBALMOHHBIE
O0aHK Hccle0BaHUs KJHUEHTOB, B
TEeXHOJIOTHH
NMPOLEHTAX)
AX . “CRM” cucrema, “Bi
) S . Omnaiin onpoc ucrema, “Big 6omee 80 mpoICHTOB
Y3MumnitbaHk Data” u “Al
AUTB “Unotexa U3y4enre KOMMEHTAPUER B Telegram, getargetting, B cpennem 75-80
0Oank” COIIMAIBHBIX CETIX QR-xon MPOLICHTOB
Al-chat bot, «Feedback 6omee 90 mporeHTOB
XAB “Tpacrbank” | IIpoBeneHUE OYHBIX HHTEPBBIO Sentiment Analysis,
‘6AR’7
« o ., | «®oxycuposauusiey» Tpymmbel | “Deep Profiling”, “Google B cpennem 85-90
AUTD “Unaxk iynu yenp py P g5 ,‘(,; pen
MUOKJIMEHTOB analytics + Power BI MIPOIICHTOB

B wacTHOCTH, MBI COYIM HEOOXOIUMBIM IMPOAHATH3UPOBATH NEATCILHOCTH
HEKOTOPBIX KOMMEpPYECKHX OaHKOB II0 HOBBIM BHJAaM OaHKOBCKHX YCHYT,
pa3paOOTaHHBIM Ha OCHOBE pPE3yJIbTaTOB WHHOBAIMOHHBIX MAapPKETHHTOBBIX
WCCJICIOBAHUM B JEATEIBHOCTH MECTHBIX KOMMepuecknx OaHkoB B 2022-2024
rojax. OTO TIO3BOJUT OIEHUTh BIMSHUE WHHOBAIIMOHHBIX MAapPKETHHTOBBIX
WCCJIEIOBAHUIM Ha TMPOIECCHhl AUBEPCUPUKAIIMN U MOJEPHHU3AIMN KOMMEPUYECKUX
O0ankoBckux yciyr. [1o pe3ynbrataM npoBeeHHOTO CPABHUTEIBHOTO aHaM3a (CM.
tabmuiy Ne5), mpakThKa TMPOBENEHUS WHHOBAIIMOHHBIX  MAapKETHHTOBBIX
WCCJIEIOBAHUM TIO3BOJIIIIA pa3paboTaTh HOBBIE BUJBI OAHKOBCKHUX TMPOJYKTOB U
YCIIYT JUIsl CBOMX KJIMEHTOB B JIEATEIHHOCTH BCEX CPAaBHUBAEMBIX KOMMEPUYECKHUX
0aHKOB. DJTO  CBHUACTENBCTBYET 00  S(PPEKTUBHOCTH  MHHOBAIMOHHBIX
MapKETUHTOBBIX UCCJICTOBAHHM, TPOBOIUMBIX B KOMMEPYECKOM OaHKE.

Taoauma Ne5
CpaBHUTEJbHBIN AHAJN3 HOBBIX 0AHKOBCKHUX YCJIYT, Pa3pad0TaAaHHBIX 32 CYeT

HHHOBAIUMOHHBIX MAPKCTHHIOBBIX I/ICC.]'Ie[[OBaHI/Iﬁ 14

. H
Kommepueckue “CRM” “Big Data” AHAaJIM3 OT3bIBOB OBBIC BIAbI
0aHKH cucremMa 0a3a JaHHBIX KJIHEHTOB 0aHKOBCKUX yeuIyr
(2022-2024 rr.)
AI/ITB IfnaK Vmeeres (+) Vmeeres (+) OmnuaiiH-0IpoCHI Digital Carg , “E-
itynn Wallet
“«AWUTB He nmeercs OmnmnaiiH-omnpoc gepe3 [Mnardopma “Agro-
" + .
“XamkopOaHk” &) meeres (+) Telegram-6ot kredit”
A H WH- .
) O | Viweeres (+) € UMeeTcs Odmnaiin-onpoc B popme | . Asaka Click Pay”
AcakabaHK ) AHKETHI
XAB He nmeercs He nmeercs Coop xommenTapucs [Tmatexxn mo QR-
« » Yepe3 MOYTOBBIC SAMINKU
TpacTOaHk ()] ()] KOy
KIIMEHTOB

13 CocraBneHo aBTOpOM
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HMHHOBaIMOHHEIE TCXHOJOI'MU, HMCIOJbB3YEMbIC MCCTHBIMH KOMMCPUCCKHUMU

OaHkamMM B TpoIlecCe  MNPOBEACHUS  MapKETHHTOBBIX  HCCIEAOBAaHUH,
CBUACTENBCTBYIOT O MPUOPUTETAX, KOTOpble OaHKH VYAEHSIOT Pa3BUTHIO
VHHOBAIlMOHHBIX ~ MApPKETUHIOBBIX  HCCIIEIOBAHUM. O10  motpeboBalo

CPaBHUTEIHHOTO CPABHEHHS TOKa3aTesied KOMMEPUYECKUX OaHKOB MMEHHO B 9TOM
HaIpaBJICHUU IS OIEHKW TEKyIIeHd CUTyanud. MBI TIPOBEIN CpPaBHUTEIIBHBIN
aHAIM3 TEXHOJIOTMH, WCIOJb3YeMbIX B WHHOBAIIMOHHBIX MAapKETHHTOBBIX
UCCIICIOBAaHMSIX B MECTHBIX KOMMEPUYECKUX OaHKax (cM. Tadsmiry Ne6).
Taoauma Ne6
CpaBHHMTEJIbHBIH AHAJIN3 TEXHOJIOTHI, MCNI0Jb3yeMbIX B MHHOBAIIMOHHBIX
MAaPKEeTHHIOBBIX HCCIeI0BAHMAX B MECTHBIX KOMMepYecKuX fankax™

Texnosorun HHHOBAIIMOHHBIX MAPKETUHIOBBIX uccneuona}mﬁ
KomMmepueckue “AR” +
6a£KH “CRM” Mo6uababie | Telegram, QR- |  “AI” + “Big ANAIH3
cHUCTEeMA NMPUIOKEHUS KO/ Data” CIHenTa
(13 =
Vammmuiioank” He umeercs He umeercs
HNmeercs (+) HNmeetcs (+) ) Hmeercs (+) )
13 29
HmnoTeka-6aHK He umeercs He umeercs He umeercs
¢ (‘;e ¢ Nmeetcs (+) Nmeetcs (+) ¢ (G;e ¢ ¢ (e;e ¢
“UNnak iymm’” Nmeercs (+) HNwmeercs (+) Nmeercs (+) HNwmeercd (+) Nwmeercs (+)
« > YacTuuHo
Xamkopbank HNmeercs (+) HNmeetcs (+) Hmeercs (+) HMeeTest Hmeetcs (+)
(13
AcakabaHk” He nmeercs YacTHIHO
HNmeercs (+) HNmeetcs (+) Hmeercs (+)
(&) HMeeTCs
“TpactbaHK” He nmeercs Nwmeercs Pmeercs (+) He umeercsa YacTHuHO
(2) (+) (&) HMeeTcst

CornacHo ucclieoBaHUsAM, ObLI ClieJIaH BBIBOJ O TOM, YTO 3((HEKTUBHOCTh
MapKETUHIOBBIX HCCIEAOBaHM B OAHKOBCKOM CHCTEME - 3TO I[OKa3aTelb,
OTpaXKarollMii YpOBEHb BIUSHUSA PE3YJIbTATOB HCCIEAOBAHUS, IMPOBEAECHHOIO
KOMMEpPUYECKUM OaHKOM, Ha CTpaTerMuecKkue Ueiau U 3aJ1a4i OaHKa, B TOM YUCIIE Ha
YIOBJIETBOPEHHOCTh KJIUEHTOB OaHKa IMpPEeloCTaBIsIEeMbIMU UM (DMHAHCOBBIMU
yClIyraMu, a Takke Ha (PMHAHCOBBIE pe3yJIbTaThl HE TOJIBKO KOMMEPUYECKOTo OaHKa,
HO ¥ KJIUeHTOB. [IoaTOMy MBI couwnn HEOOXOAUMBIM pa3padbOTaTh CUCTEMY OLIEHKU
PEUTHHTOBBIX TIOKa3zaresied A(M(PEKTUBHOCTH TPOBOJUMBIX HCCIICIOBAHUN B
JESITEIbBHOCTH HEKOTOPBIX OTEYECTBEHHBIX KOMMEpPUYECKHUX OaHKOB, HMEIOLINX
NPAKTUKY MPOBEICHUS] MHHOBAIIMOHHBIX MAPKETUHI OBBIX UCCIIECIOBAaHUM.

CTpyKTypHBIN aHaJIU3 PEUTUHTOBBIX KPUTEPHUEB, UCIOJIb3YEMbIX MPHU OLICHKE
cocTossHUS A(OPEKTUBHOCTH TO PA3IUYHBIM HANPABICHUSIM JI€ATEIbHOCTH B
HSKOHOMHUYECKON Hayke, MOKa3all, YTO MPaKTHKa TaKoro pojia OLIEHKU TpedyeT
OJIHOBPEMEHHOT'O OTPAXEHUSI KOJIMYECTBEHHBIX M KAYECTBEHHBIX IOKa3aTelleH,
NPEICTaBIAIONINX Pe3yJbTaT MpolLecca. YUYUTHIBas 3Ty CHUTyalUI0, UCXOIS W3
OCOOEHHOCTEM, CBSI3aHHBIX C MPAKTUKOHM MPOBENCHHUS HMHHOBAIIMOHHBIX
MapKETHUHIOBBIX HCCIEJOBAaHUN B JIESATEIIBHOCTH OTEHYECTBEHHBIX KOMMEPYECKHX
0aHKOB, MBI COUJIM HEOOXOIUMBIM CPOPMHUPOBATH COCTaB KPUTEPUEB MOKA3ATENS
ero 3(pdekTUBHOCTH B MOpPsAKE, MpuBeneHHOM B Tabmnmie No7. Bmecte ¢ Tem, nmpu
OLICHKE OOLIEr0 COCTOSIHUS PEHUTHUHrOBOro mokasareis 3((EeKTUBHOCTH
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IPOBEJICHNST HMHHOBAaIMOHHBIX MApPKETHHTOBBIX WCCIECIOBAHUI PEKOMEHIyeM
CTPYIIIHPOBATh MOJYYCHHBIE PE3YJIbTATHI, PA3/IEIMB UX HA KATETOPHH B TIOPSIKE,
npuBeieHHOM B Ta0uiie Ne§.

Taoauma Ne7

CTpyKTypHbIe KPUTEPUH peiATHHIa 3PPeKTHBHOCTH HHHOBAIMOHHBIX
MAPKETHHIOBBIX HCC/IeI0BAHMIL B IeATEILHOCTH 0TEYeCTBEHHbIX
KOMMep4ecKHX 0ankon'®

Kareropus
Ne Kpurtepumn onenku OKA3ATEs] HNuTepnperanus
PenTabenpHOCTH KonmuectBennsii | I3MeHeHne oObemMa 10X0za, TOJIYYCHHOTO 3a
1 MapKETHHIOBBIX [0Ka3aTelb cYeT (uHAHCUpPOBaHUS MIPOBEACHUS
pacxoznos (Return on MapKETUHIOBBIX UCCIIEI0BAHUMN
Investment - ROI)
Poct uncna knuenroB | Konnuectsennsiii | [loBeimenue YPOBHS oxBara PBIHKA
9 OaHka [0Ka3aTelb (PMHAHCOBBIX YCIYT KOMMEPYECKOro OaHka Ha
OCHOBE pe3yJIbTaToB MapKETHUHIOBBIX
HCCIIETOBAaHUN
YpoBeHsb ynepKaHus KonnuecTBeHHblld | YKpemieHue B3aUMOOTHOIIEHUHN MEXITY
3 KJIMEHTOB OaHKa MoKazareb 0aHKOM H €ro KJIHEHTaMH Ha OCHOBE
(Retention Rate - RR) MapKETUHTOBBIX  HCCIICJAOBAHUM, a TaKKe
NOoJIZICpKaHNE YPOBHS OXBaTa phIHKA OaHKOM
CkopocTh BHEAPEHUS KonunuectBennsiit | KonnuectBo HOBBIX WHHOBALMOHHBIX
4 HOBBIX MTPOJIYKTOB U [0Ka3aTelb HpOﬂyKTOBIIyCHyF,p33pa6OTaHHLD(HB/OCHgBC
yCIIyT pe3yJbTaTOB MAapKETUHIOBBIX HCCIEIOBAaHUM U
COOTBETCTBYIOIIMX 3apOcaM KJIMEHTOB
YpoBeHb [lokazarens Ha ocHOoBe ompocoB OyaeT OLEHHBATHCS
YA0BJIETBOPEHHOCTH KauecTBa YIOBJIETBOPEHHOCTh KJIMEHTOB OaHKOBCKUMH
5 KIIMEHTOB OaHKOBCKOM yCIIyramu.
JESTETbHOCTBIO
(Customer Satisfaction
Index - CSI)
D¢ heKTUBHOCTD [lokazarens CocTosiHME ajanTalvd K WHAMBHIYaJbHBIM
HCIOJIb30BAaHUS CUCTEMBI KauecTBa MIPEI0KEHUSIM KJINEHTOB OLICHUBAETCS
6 «CRM» MOCPEJICTBOM ~ Olpoca IMyTeM  00paboTKH
JTaHHBIX, COOpaHHBIX Ha OCHOBE
MapKETHHIOBBIX UCCIIEAOBAHMM.
IToka3zaTens TOYHOCTH IToxaszarens B3anmuas peKOMeH AU (bMHAHCOBBIX
7 npoasmwkenus (Net KavecTBa MPOAYKTOB M YCIYT KOMMEpPYECKOro OaHKa
Promoter Score — NPS) cpemu TMoTpeOuTeNeil OIIEHNBAeTCsS Ha OCHOBE
ornpoca.
8 [TokaszaTenb KomuuectBo + | Jlons Ha pblHKe OaHKOBCKMX YCIyr H €€

KOHKYPEHTOCIIOCOOHOCTH

Ka4y€CTBO

aganrTaiuysa K KSMCHCHHAM

[lo pesynpTaTaM pEUTHHTOBON OIIGHKHM OOIIWI TMOKa3aTeidb pPEUTHUHTa
3¢ (HEKTUBHOCTH WHHOBAITMOHHBIX MAPKETUHTOBBIX MCCICAOBAHII KOMMEPUECKOTO
OaHka cocTtaBuil 68 OayIoOB, a MpPU pacuere PEeUTHHTOBOrO IIOKa3aTess 10
OTHOIIICHHIO K o60memy Oamty (80 0amioB) MO CTPYKTYpHBIM KPHUTEPHUSIM OH
coctaBmi 85,0 TPOLEHTOB, U ObUIO YCTAHOBJIEHO, YTO OH OTHOCUTCA K TpyIIe
BBICOKOU 3Q(hEKTUBHOCTH, TO €CTh K KATETOPUU «A».
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Taoanma Ne8
I'pynnupoBKa pe3y/ibTaToB peiTHHIa YQPeKTHBHOCTH HHHOBAIHOHHBIX
MAPKETHHIOBBIX HCCJIEJ0BAHMIA B IeATEJIbHOCTH 0TEYECTBEHHbIX
KOMMepYecKHX 0aHKoB */

JAunana3on
I'pynna Yposensb .
PEeNTHHTOBBIX HNurepnperanus
3ppexTUBHOCTH
0aJ1J10B
KaTeropus Bricokas Crparernyeckas u NpaKTHYECKast
«A» 3 PeKTHBHOCTH 85,0 -100 3(PEeKTHBHOCTH MapKETHHTOBBIX
HCCIIEAOBAHUIM
KaTeropus Cpenusist OS¢ dexTHBHOCT JIOCTHTHYTA, HO
«b» 3¢ PEeKTUBHOCTD 70,0-84,9 WCCIIEIOBaHUA MOTYT OBITDH
YCOBEPIICHCTBOBAHBI.
Kateropus C | Y 10BIETBOPUTETBHO B paspese KpUTEPUEB pedTuHra
50,0 - 69,9 3¢ (HEeKTUBHOCTH CYIIECTBYIOT
COOTBETCTBYIOIINE POOJIEMBI.
KaTeropus Huzkas 01-499 MapKeTHHTOBbIE HWCCIEOBaHUS HE OKa3alH
«D» 3(h(PEeKTHBHOCTH ' ' CYIIECTBEHHOTO IOJOKUTEIIBHOT'O BIIUSTHHS.

Taoauma Ne9
PeitTuHr 3)(peKTUBHOCTH HHHOBAIIMOHHBIX MAPKETHUHIOBBIX UCCJIeI0BAHUN
AHUKB « Ipak yo‘li», B cpennem 3a 2020-2024 roas: 8

Kateropust Peiruur
Kpurepnii onenkn P IToxa3zarens | 3¢ pexTuBHOCTH (10
noKazareJst
0aJ1J10B)
PenTabenpHOCTh MapKETUHTOBBIX KonuuecTBeHHbIi 210 % 10
pacxojoB (Return on Investment - ROI) MOKAa3aTelb
Poct uncna xnueHToB OaHKa KonuuecTBeHHbIi
+12,5 % 9
[I0Ka3aTelb
YpoBeHb yJiepkaHus KIMEHTOB OaHKa KonnyecTBeHHBIIM
- 85 % 8
(Retention Rate - RR) moKasareJyb
CKOpOCTh BHEAPEHHUSI HOBBIX MPOAYKTOB U | KonuyecTBeHHBIM 31a 8
ycayr [0KAa3aTeNb
YpoBeHB yIOBICTBOPEHHOCTH KIIMEHTOB [Tokazatens
OankoBckoH AesTenbHOCThIO (Customer KauecTBa 92 % 9
Satisfaction Index - CSI)
O} PeKTHBHOCTD UCTIONH30BAHUS CUCTEMBI [TokazaTenn .
AKTUBHBIN 9
«CRMp KauecTBa
ITokazaTens TouHOCTH TIpoaABMXKeHUS (Net IToka3zarennb
+40 % 8
Promoter Score — NPS) KayecTBa
Jons peiaKa (TIoKa3aTelb Konuuectso + 2 1% 7
KOHKYPEHTOCIIOCOOHOCTH) Ka4yecTBO ’
OQo0mmii pedTHHT 3()PeKTUBHOCTH 68/80 = 85 %
IIpuHage:xxHOCTh K rpynmne no 3(peKTHBHOCTH Kareropus «A» —
BbICOKAaA
3¢ eKTUBHOCTH

Taxke mo pe3yiabTaTaMm pacyeToB, MPOBEACHHBIX C LENbIO CPaBHUTEIHLHOM
ouenkn mnokazarenss AWKB «Ipak yo‘li» mo peittuary sddexTuBHOCTH
pa3paboTaHHBIX MHHOBAIMOHHBIX MapKETUHTOBBIX UCCIIEIOBAHUM 110 CPAaBHEHUIO C
AESTeIbHOCTBIO  OPYTUX  KOMMeEpYecKMX OaHKOB, KOMMeEpYecKHii  OaHK

7 CocraBneno aBTopom
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XapaKkTepu30BaJICs HauOOIbIIeH 3PQPEKTUBHOCThIO. B YacTHOCTH, pe3yibTaThl
MPOBEJECHHOM OIIEHKH (CM. puc. Ned) mO3BOJIUIHU CAETIaTh CAEAYIOIIUE BHIBOIBI:

- AUKbBb « Ipak yo‘li» oTmaBas mpuopuTeT HCHOIB30BAHUIO IUGPOBBIX
TEXHOJOTHM TpU MPOBEJACHUNM MHHOBALMOHHBIX MApKETHHTOBBIX HCCIEIOBAHHM,
OCHOBBIBASICh HAa WHAMBUAYyaJIbHOM TOJAXOAE K KIWEHTaM OaHKa, JJaerT
BO3MOXKHOCTh YCUJIUTH MPOABUKECHNE 0AaHKOBCKHUX YCIIYT uepe3 KIMEHTOB, TO €CTh
«NPS (Net Promoter Score).» DTo mpuBeio K JOCTHKCHHIO BBICOKOTO pEHTHHTA
3¢(GEKTUBHOCTH  WHHOBAIMOHHBIX  MapKETHHTOBBIX  HCCIEAOBaHUHA B
KOMMEpUYECKOM OaHKe;

85
80
74
45

Tpacrbank AcakabaHK XamkopOaHK Wnak itynu

Pucynok Ne4. [Toka3zaresu pedTHHIa 3(pPeKTHBHOCTH HHHOBAMOHHBIX
MapPKETHHIOBBIX MCCICJ0BAHMH 0TEYeCTBEHHBIX KOMMEpPYeCKUX 0aHKOB,
2020-2024 rr."

- Ha OCHOBE COBEpPUICHCTBOBAHWS NPAKTHUKUA MCIOJIB30BAHUS CHCTEMBI
«CRMy» mpu mpoBeneHNM MapKETHHTOBBIX HccienoBanuii AO «AcakabaHk» WU
AKb «XamkopOaHk» OTHOCAIIUXCA K Kareropuu «b» co cpeaHuM ypoBHEM
3 ()EKTUBHOCTH HMHHOBAIIMOHHBIX MApPKETHHTOBBIX HCCIEAOBAHUM, BbISBIICHbI
po0JieMbl, CBSI3aHHBIE C UCTIOJIB30BAaHUEM OAHKOBCKHUX YCIIyT KIIMEHTaMH, a TaKKe
ONEPATUBHBIM PEATMPOBAHUEM HA WU3MEHEHMS PBIHOYHOI'O CIPOCAa M YCKOPEHHEM
IIpoIECCa aJaNTaluH K HEMY;

- BeisBneno, uro B (opManbHOU CTPYKType TMPAKTHKUA MPOBEACHUS
MapkeTUHroBbIX uccienoBannii YADB «TpactOank», OTHOCAIIETOCS K KaTeropuu
«D» ¢ Huskoil  3(PGEKTHBHOCTHIO  WHHOBAIIMOHHBIX  MapKETUHTOBBIX
WCCIICOBAHNM, WHHOBALMOHHBIE TMOJAXOAbl HCIIOJB3YIOTCS HEMPAaBWIBHO, B
YaCTHOCTH, KOMMEpPYECKU OaHK OTAAEeT MPUOPUTET OJHOOOpPA3ZHOMY MOJXOIY K
CBOMM KJIHMEHTaM. B To ke Bpemsi peHTHUHT 3(()EKTUBHOCTH ObUT HA HU3ZKOM
YpPOBHE M3-3a TOro, 4YTO KOMMeEpYeckuil OaHk ciabee Apyrux OaHKOB B
CErMEHTAIIMM PhIHKA U aHAJM3€ COOPAHHBIX JAHHBIX.

TpeTps rnaBa aucceprauuu noj HazpanueM «lIppopurTeTHbIe HANIPABJICHUS
NOBBIIIEHUs  NpPeAJIOKEeHHUs  0AaHKOBCKMX  NPOAYKTOB HAa  OCHOBe
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WHHOBAIMOHHBIX MAaPKETHHIOBBIX MCCIAEI0BAHUI) TOCBAIICHA PAa3BUTHUIO
WCMOJIb30BaHNSI WHHOBALMOHHBIX MOAXOJOB B JICSITEIbHOCTH MAPKETHUHTOBBIX
OT/ICJIOB KOMMEPUECKUX OAHKOB, BBISBJICHUIO BO3MOXXHOCTEM OKa3aHWs YCIYT,
COOTBETCTBYIOIINX TPEOOBAHMIM KIMEHTOB, & TAK)KE pa3pabOTKe aTbTEPHATHBHBIX
CIIEHAPHEB pealu3aliy MPOAYKTOB KOMMEpPUYECKMX OaHKOB Ha OCHOBE
VHHOBAIIMOHHBIX MAPKETUHI OBBIX UCCJIEAOBAHUM.

Taoauma Nel(

HeucrByromas cucrema «KPI», oueHuBawmas cCoOCTossHUE AeITeJIbHOCTH

0T/IeJI0B MAPKETHHIa KOMMep4ecKnX 0aHKoB Y30ekucrana®

Ne Kputepnii onenkn «KPI» TouaxoBanue kputepusi ouenku «KPI»
1 Poct yncna KIMeHToB [IpuBiiedeHre HOBBIX KIIMEHTOB B KOMMEpPYECKHI OaHK
5 Y nepxaHue KITMEHTOB [Homnepxanue KOMMEPYECKUM 0aHKOM JIOTTOCPOYHBIX
0aHKOM MapTHEPCKUX OTHOIICHUH CO CBOMMH KIMEHTAMHU
3 [MomynsipHOCTH «OpeHIa» OcCBeIOMJICHHOCTh TIOTpeOUTENel O KOMMeEpYecKoM OaHKe Ha
pBIHKE (PMHAHCOBBIX YCIYT
Jons mudpoBeIX yCIIyT B Jlonst KIMEeHTOB, MOMB3YIOIINUXCS yCIyraMu OHJIaiH-OaHKHWHTA, B
4 o011emM o0beMe yCIIyT B 00IIIeM KOJIMYECTBE KIINCHTOB
KOMMEPUYECKOM DaHKe
5 bromker mapkernHra Bcero pacxomoB, BbIIeIsIeMBIX Ha OCYIIECTBICHUE ESATEIFHOCTH
OTJIeNIa MapKEeTHHTa
6 OddekxTurHOCTL pekiambl | KoIMYecTBO KIIMEHTOB, MPHUBICYCHHBIX B OaHK Ha OCHOBE
peKIaMHON KaMTIaHUH
7 [omynsipHOCT peKIIaMBbI KonmaecTBO TpPOCMOTPOB KakA0ro OOBsBIEHHUS (OIIEHKa Ha
OCHOBE MPOCMOTPOB B MHTEPHETE U MOOMIIBHBIX MPUIIOKEHHUSX)
8 Cpenusis 1ieHa 3a Cpennue pacxoibl Ha peKiiaMy
0o0BsIBIICHHE
CpenHuii 1oxon [IpuObLTE MM 00BEM JT0XO0/a, IPUHECEHHBI 0aHKY KIMEHTOM B
9 KOMMepuecKoro 6aHka ¢ XOJIE eT0 B3aMMOJEHCTBHUS C OaHKOM
KaKIO0ro KJIMEeHTa

Ha cerogusimiHuii eHb B LENAX OLEHKH 3(PHEKTUBHOCTH MapKETUHTOBBIX
OT/ICJIOB B JICSITEJILHOCTH OTEYECTBEHHBIX KOMMEpPYECKMX OaHKOB pa3paboTaHa
cuctema «KPl» (cm. Tabnuiry Nel(Q), cornacHo aHain3y ObUIO YCTaHOBJIEHO, YTO
ATa CHUCTEMa OIEHKU COCTOUT W3 IMOKa3aTelsiei, MO3BOJSIONIUX B IIEJIOM OIEHUTH
JeATEeIbHOCTh MAapKETHUHTOBOrO OT/eNa. To ecTh, JeHCTBYIOIIAs CUCTEMA OLICHKU
«KPl»  orpaHnumMBaeT  BO3MOXXHOCTHM  OILIGHKH  YPOBHS  HCIIOJIb30BAHUS
WHHOBAIIMOHHBIX TOAXOJO0B B JIEATCIIBHOCTH MECTHBIX KOMMEPUYECKHUX OaHKOB,
OIICHUBAS TOJBKO 3(P(HEKTUBHOCTH OOIIEH ASITSIHPHOCTH OT/ICJIOB MAPKETHHTA.

[Ipu omenke coctossHUS A(PPEKTUBHOCTH TMPAKTUKA  HUCIOJIB30BAHUS
WHHOBAIIMOHHBIX TIOJIXOJIOB B JIESITEIBHOCTH OTIEJIOB MapKETHMHra HEOOXOIUMO
OCHOBBIBaTbCsl Ha Kpurepusx ouneHku «KPI», koTopble nmmerT yHUBEpCaIbHOE
3HAYCHHUE W TIOJIXOJAT HE TOJBKO JIJII KOHKPETHOTO KOMMEPYECKOTO OaHKa, HO U

JUIL  JIeATCIbBHOCTH  HECKOJIbKMX  KoMMepdeckux OankoB. Ha  ocHoBe
WCIIOJIb30BAaHUS TaKOW MPAKTUKU OICHKH JOJDKHO OBITh PACKPBITO COCTOSHHUC
VCIIOJIb30BAHMS ~ WHHOBAUMOHHBIX  MOAXOJOB  OTAEJIaMHM  MapKETWHIra B

KOMMepYecKoM OaHke, ero 3p(eKTUBHOCTh, & TAKXKE CPABHUTEILHOE CPABHEHHE C
JESATEIBHOCTBIO IPYTUX KOMMEPUYECKUX OaHKOB M BO3MOXKHOCTH €ro pa3BuTus. Ha
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Ham B3risaa, kputepun  «KPl»  onenkn 3 @PekTMBHOCTH  UCIMOIB30BaHUS
WHHOBAIIMOHHBIX  TOJIXOOB B  JIEATCTLHOCTH  MApPKETHHTOBBIX  OTJIEIIOB
KOMMEpYECKUX OaHKOB Iiesiecoo0pa3Ho oleHuBaTh Ha ocHoBe 100-OamibHOU
cucTeMbl (IpU pacmpeneneHud OajuioB YAENSeTCS BHUMaHUE MPUOPUTETHOCTH
WHHOBAIIMOHHOTO TMO/AXO0JIa B MAapKETHHIOBBIX HCCIEJIOBAHUAX) HAa OCHOBE
ToKasaTtelield, mpuBeAeHHBIX B Tabymire Noll.

Taoauma Nell.

CocraB kputepueB «KPI» onenkn 3p(pekTHBHOCTH MCIIOIb30BAHUSA
HHHOBAIIMOHHBIX MOJIX0I0B B 1eSITeIbHOCTH MAPKETHHIOBBIX OT/I€JIOB
KOMMepYecKHX 0aHKoB?!

Banast HuTepnperanus v CTPYKTYpPHasi CTPYKTYpa
Ne CTpyKTypHBIe KpHTepHHU priperai PYKTYP PYKTYP
KpUTEpus KpUTEpHeEB
OObeM OropKera, BBIJEICHHOTO Ha IPOBEICHHE
MapKeTHHIOBBIX  HWCCIEJOBAaHUH B CTPYKType
BromxeT Ha MapKETHUHTOBBIE P A PYKTYP
1. 10. COBOKYIIHBIX PacXOZO0B I10 OpraHU3aluy JesITeIbHOCTH
HCCIIEIOBaHUS
KOMMepueckoro 0OaHka, B IPOIEHTAaX K OOIINM
pacxomam
Y poBeHb UCTIOJIB30BAHUS .
P . Cuctempt CRM, ©Oasbr nmanaeix Big Data, U u
WHHOBAIIMOHHBIX TEXHOJIOTHH B .
2. 15. HEHpOHU3UPOBaHHBIE CHUCTEME, MOOHIIEHBIC
OpTaHM3aINH AESTEIHHOCTH .
npuioxenns Mobile App u T.11.
OTJena MapKeTHHTa
. IIpoBenenne OIIPOCOB cpenu motpebuTeneit
Cucrema 0OpaTHOM CBSI3H C POBEA p pen P
3. 10. (DPMHAHCOBOTO PBHIHKA, B TOM YHCJIE KIIMEHTOB OaHKOB, O
KJIMEHTaMH
coctosiuuy nokazatesst «NPSy
3¢ heKTUBHOCTD pellIeHNH, Poct xonuyecTBa KIMEHTOB OaHKa, YBEIWYEHHE
4. NPUHAMAEMBIX Ha OCHOBE 20. o0beMa TIPEeNOCTAaBISIEMBIX  YCIYT KOMMEPYECKOro
MapKETHHTOBBIX MCCJIEIOBAHUI OaHKa
KonmuecTBo pabOTHHUKOB B KonnuecTBo crienuanucToB B OTAE]IEe MapKeTHHIa, WX
5. COCTaBE MapKETUHIOBOU 10. cepTudUKaThl, a TaKXKe HCIOJb3yeMble B OTJele
KOMaH/Ibl, MX KBaJIH(HUKALIUS pOrpaMMBI
CocTosiHUE BHEAPEHUS .
HoBble Buapl OaHKOBCKMX KapT, OHJIAWH-CEPBHUCHI,
6. WHHOBAIIMOHHBIX IPOIYKTOB U 15. o
OHJIaWH-yciyTH, pemeHust «VR» nmm «AR»
ycIyr
D¢ HEeKTUBHOCTD CHCTEMBI
b OyHKITMOHUPOBAHHE CHUCTEMBI CRM,
yTpaBIeHUs .
7. 10. WHIUBUIYAIBHBI MapKeTHHI Ha YPOBHE KaXJIOTO
B3aUMOOTHOILICHUSAMHU C
KIIMEHTa
KIIMEHTAMH
ol Ha pBIHKE (MHAHCOBBIX YCIYT, CO3JIaHHe
Oo0ecrnieueHre KOHKYPEHTHOTO A p ¢ o YO, A
8. 10. VHUKAJIBHBIX ~ pEIIeHWH, MPEeUMYIIeCTBO  Tepes
NperMYyIIeCcTBa
KOHKYpEHTaMH
Hroro 100

Ha ocHoBe paspabotanHoii cuctembl omneHku «KPl»  Heob6xomumo
CTpyHIUPOBATh KOMMEpPUYECKHE OAHKM MO YPOBHIO AKTHMBHOCTH MCIIOJIb30BAHUS
WHHOBAIIMOHHOTO TIOJIXOJIa B JIESITEIIbBHOCTH MAapKETUHIOBBIX OTAEJIOB, Pa3eiunB
UX Ha KaTErOpuH B MOPSIKE, MPUBEACHHOM B Tabmuue Nel2.

[To pe3ynpTaram oueHkH AearenbHOCTH oTAena MapketnHra AMKDB «Mmak
Wynu» mno pa3paboranHoi cuctemMe oueHku «KPl» u ee cTpyKTypHBIM
KOMIIOHEHTAaM HCIIOJIb30BAaHUSI WHHOBALIMOHHBIX IOAXOJAOB B MAapKETUHIOBBIX
OTJeNax KOMMepYecKux OaHKOB (cM. puc. SNo), yCTaHOBJIEHO, YTO MPUOPUTET
OTJa€TCS WHHOBALMOHHBIM MAapKETHHIOBBIM HCCIECJOBAHUSAM B KOMMEPYECKOM
0aHKe, a COCTOSIHUE MCMOJIb30BaHUSI MHHOBALIMK B MapKETUHTOBOM OTAeNe OaHKa
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HAXOJUTCS Ha BBHICOKOM YPOBHE WHHOBAIlMOHHOW AKTHUBHOCTH U OTHOCHUTCS K
kareropun «H-A.» Bmecte ¢ Tem, Ha OCHOBE COBEPIICHCTBOBAHUS MPAKTUKU
MPOBEJCHUS HMHHOBAIIMOHHBIX MAapKETUHTOBBIX HCCIEJOBAHMIA Ha OCHOBE
OTIpe/IeNICHUs] TOTO, B KaKUX cepax JTOCTUTaIOTCS MOJOKUTEIbHbBIE PE3yIbTaThl U
OTCTAIOLIUE ACHEKThl MO CTPYKTYPHBIM KPUTEPUSM COCTOSIHHUSI HCIOJIH30BaHUS
MHHOBAIIMOHHBIX MOJIXO0J0B B MAapKETUHTOBOM pa3zelie JaHHOW CHUCTEMBI OLEHKU
«KPl», Oyaer AOCTUTHYTO pacUIMpEeHHE MPEIIOKEHUS YCIyT, COOTBETCTBYIOIINX
TpeOOBaHUSAM KIIMEHTOB.

Taoauma Nel2.

I'pynnupoBka pe3yabratoB kputepueB «KP» ouenku r3¢dexTuBHOCTH
HCNO0J1b30BAHNS NHHOBAIIMOHHBIX MOIX0/10B B /IEATEJIbHOCTH MAPKETHHI OBbIX
OT/eJI0B KOMMePYeCKHX GAHKOB

Jlnana3on
I'pynna YpoBeHb AKTHBHOCTH | PEHTHHIOBBIX HWurepnperanus
0aJ1J10B
Bricokuii ypoBeHb
Kareropus «H-A yp N AKTHBHO HCIOJIb3YIOTCS WHHOBAIIMOHHBIE
. . MHHOBALIMOHHOM 86,0 - 100
(Highly-Active) « TIOJIXO/IBI.
aKTUBHOCTU
Kareropus «M-A Cpepmmii ypoeHs Hcnonp3yroTcss kak MHHOBAIMOHHBIE, TaK
(Moderately-Active) WHHOBALIMOHHOM 71,0-85,9 Y = >
1 TPaJAUITUOHHBIE TIOAXOIBI.
« aKTUBHOCTHU
Ha nuskom yposHe CyIlIeCTBYIOT CHCTEMHBIE TIPOOJEMBI C
Kareropus «L-A YPOBH YHecTsy p
. WHHOBAIIMOHHOMN 55,0-70,9 HCIIOJIb30BAaHUEM WHHOBAIIHOHHBIX
(Lower-Active) «
aKTUBHOCTHU IIOJIXOIOB.
Kareropus «N-A MunoBanmonnas o 54.9 Gaa [Ipuopurter oTHaeTCs KOHCEPBATHBHBIM
(6e3 aKTHBHOCTH) « aKTUBHOCTBh OTCYTCTBYET o i TOJIXOJaM.

Obecneuenne KOHKYPEHTHOTO IPEUMYILECTBa
O HeKTUBHOCTH CUCTEMBI YIPABICHUS
B3aMMOOTHOILICHUSIMU C KITMEHTAaMU

COCTOHHI/IQ BHEAPCHUS UHHOBALIMOHHBIX IMTPOAYKTOB U
yeayr
KonuuectBo pa6OTHI/IKOB B COCTaBC MapKGTHHFOBOﬁ
KOMaHAbI, UX KBaHI/ICbI/IKaHI/ISI

D¢ deKTUBHOCTE peleHui, IPUHUMAeMbIX Ha OCHOBE
MapKETHHI'OBBIX UCCIIE/IOBAHMUIT
Cucrema 00paTHOM CBSI3U C KIIMEHTAMU
VPOBEHb UCTIOIH30BaHUSI MHHOBAIIMOHHBIX TEXHOJIOTHUH
B OPraHHU3AIHHN JeATEIbHOCTH OTAeMa MAapKETHHTa

BI—OI[)KCT, BBIJICJICHHBIN Ha MapKETHUHI'OBBIC
HCCIICa0BaHUsA

Bceero "KPI'" 6anioB

I 81

I 86
A 136
I 82
A 18,3
92
I 138
I— 92

I 59,0

Pucynok NeS. Iloka3zaresin HCMOJIb30BAHUS UHHOBALMOHHBIX MOAX0/10B B
oTaese MapKeTHHIra komMmepueckoro 6anka AUKD «Mnak ifyam» mo
KkpuTepuro onenkn «KP1» 1 ero crpykTypHbIM KOMIOHeHTaM?
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AUKDBb «Mnak Wyan» YKpersgeT CBO€ MECTO M IMO3UWLIHUM Ha PHIHKE
(UHAHCOBBIX YCIYyT, B TOM YHCJE€ B MECTHOW OaHKOBCKON CHCTEME, Ha OCHOBE
MPEIOCTAaBIICHUSI OAHKOBCKUX YCIYT, COOTBETCTBYIOIIMX MOTPEOHOCTSIM CBOMX
KJIMEHTOB M MOTEHIMAJIbHO WHHOBALMOHHBIM TPEOOBAaHUAM IO HCIIOIb30BAHUIO
O0aHKOBCKHUX YCIYT CpeM YacTHBIX 0aHKOB Y30ekucraHa. B wactHocTH, HECMOTpS
Ha TO, 4YTO HAa OCHOBE WHHOBAlMOHHBIX MApPKETHHIOBBIX HCCIIEIOBAaHUM,
MPOBEJCHHBIX KOMMEPUYECKUM OaHKOM, MPUOPUTET OTIAACTCA PA3BUTHUIO MPAKTUKU
MPEIOCTaBIIEHUSI YCIIYT, COOTBETCTBYIOIIMX TPEOOBAHUSM KIMEHTOB IO BKJIaJaM
JUIsl QU3UYECKUX JIUI, KpeauTaM, B TOM YHCIEe KpeAuTaMm Jis IpeacTaBUTeNeh
Majoro Owu3Heca, OHJAWH-OAHKUHTY U OCYILIECTBICHUIO MEXIYHAPOIHBIX
mwiatexed  (cMm.  Tabmuiyy  Nel3), BbIsIBIEHO HaiauuMe TpeOOBaHUN 10
COBEPILIEHCTBOBAHUIO YCIIYT, MPEAOCTABIIIEMbIX KJIMEHTAMU OaHKa 0 CJIEIYIOIUM
HaIpaBJICHUSIM:

NepBOE, TIOBBIIICHHE OMEPATUBHOCTH OHJIAWH W aBTOMAaTHU3MPOBAHHBIX
OAHKOBCKHX YCIIYT;
BO-BTOPBIX, COBEPIICHCTBOBAHWE KPEAUTHOW TMOJUTUKA KOMMEPYECKOTO

0aHKa Ha OCHOBE pa3pabOTKU TMOKUX KPEIUTHBIX YCIOBUWA B 3aBHCUMOCTH OT
TpeOOBaHMI KIMEHTOB OaHKa M MMEIOUIUXCSI (PUHAHCOBBIX BO3ZMOYXHOCTE;
Taoamua Nel3.
IIpenmyiecTBa U HEAOCTATKH 0aHKOBCKHX YCJIYT, npeaocrasisiembix AUKD
«Mnak ityam»?*

Tun 0aHKOBCKOMH
No IIpenmymecrBa HepocraTku
YCaAyTrd
1 Bxnanst BbIcokue NpoLeHTHBIE IIpouecc OTKpBITHS OHJIAWH-BKIAJA HE IOJHOCTBIO
) (hU3HUECKUX JIUIT CTaBKU aBTOMAaTHU3UPOBaH.
Hnoreka u
Kpenuthsie
2. VTN MOTPeOUTETHCKOE Bricokue TpeOoBaHUS IO KPEIUTOBAHHIO
yery KpEAUTOBAaHUE
3 Kpenurosanue banxoBckue kpenutsl i | [Ipouecc NpuHATUS pelleHHs O BbIACICHUM KpeauTa
) OnsHeca MaJioro ousHeca 3aHHMAaeT MHOTO BPEMEHH.
M3-3a orpaHNYeHHOCTH HEKOTOPHIX (DYHKIIMOHAIBLHBIX
Ectp «MobunsHOE P N PBIX (pYHKIL
. BO3MOKHOCTEH TPEIIOKEeHHE YCIyT CPOPMHUPOBAHO B
4, OmntaiiH-6aHKUHT MPUIIOKEHUE)» U yCITyra o
MEHBIIEM O0BbeMe, YeM TMpH OKa3zaHHH OQIIaiiH-
WHTEepHET-OaHKUHTa
0aHKOBCKHX YCIIYT.
. IIpu ocymiecTBIEHNH TIATEKEH BO3MOXKHBI 3aACPIKKH
MexnyHapoTHbIe Onepamnu SWIFT, Visa, p Y sep
5. U mepebon MO  OMpeAeNeHHBIM  TEXHUYECKUM
IUIATEXKU MasterCard
TIPUYHHAM.

B-TPETHUX, MOBBIIICHNE Y(H(PEKTUBHOCTH UCTIOTH30BAHUS HOBBIX TEXHOJOTHIA,
ocHoBaHHBIX Ha «Chat-601», «Open Banking API» u nudpoBoii unenTrdukanmu;

YETBEPTOE, paclIiupeHue ya100cTBa HHTep(eiicoB MOOUIIbHBIX MPUIIOKEHUN U
BeO-TUIaTGOPM ISl MOTB30BATENEH.

Tpebyercss TiyOOKHMN CpaBHUTEIBHBIM aHAIM3 MApPKETUHIOBOM Cpebl
koMmmepueckoro 6anka AUKDB «Mnak ynu» misi onpeneneHuss BO3MOXKHOCTEH
pacupenus o0bemMa YCIyT, COOTBETCTBYIOIIMX TpPEOOBaHUSAM KIUMEHTOB. Jliis
TOTO0 MBI COYJIM HEOOXOAWMBIM TPOBECTH TIIyOOKHH aHalIu3 MapKETUHTOBOM

23 “Ipak yo‘li” AITB tijorat banki ma’lumotlari asosida muallif tomonidan hisoblangan
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cpeapl  KoMmmepueckoro Oanka Ha ocHoBe SWOT-u PEST-ananuza.
IlepBonauanbHo, Ha ocHoBe mpoBeAeHus SWOT-aHanmu3a W MapKETUHTOBBIX
WCCJICIOBAaHU KOMMEpPUYECKOTO OaHKa, MBI COWIM HEOOXOIUMBIM BBISIBUTH
cubHbIe (Strengths) u cnabeie ctoponsl (Weakness) MpakTHKU TPEIOCTABICHUS
YCIIyT, COOTBETCTBYIOIIMX TPeOOBAaHUSM KIHEHTOB, a TaKXE CYIIECTBYIOIINE
BO3MOXXHOCTH 1751 ee pas3Butust (Opportunitiess), a Taxke yrpo3sl (Threats),
XapaKkTepHbIE AJIsi 3TOTO HAMpaBJICHUS B ACSITEIBHOCTH KOMMEpPUYECKOTO OaHKa.
Pesynbratel npoBenennoro SWOT-ananuza npencrapiensl B Tadnuie Neld.
Ta6auma Neld.
SWOT-anaaun3 MapkeTHHIoBOM cpeabl koMMepueckoro 6anka AUKbB «Mnak
itym»?°

CuiibHble cToponbl — Strenghts Ciia6ble cTopoHbl - Weakness

Hanexnblit Openn OaHka, mupokas ceTh (uimanos, | [losHOe OTCyTCTBHE aBTOMAaTHM3allMM OHJIAMH-YCIYyT
HaJexKHasi KIIMeHTcKas 6a3a KOMMEPUYECKOro OaHKa

Bo3mozxknocT — Opportunitiess Puckun — Threats

Pacimpenne BHempeHHs coBpeMeHHBIX «FinTechy
TEXHOJIOTHH C y4YeTOM pOCTa CIpoca Ha LU(POBEIE
YCIyrH

OTcTaBaHUE OT KOHKYPEHTOB 3a CUYeT OBICTPOTHI
BHEZIpeHUs coBpeMeHHbIX «FinTechy texnomornii

B cBs3u ¢ atum pesynbratel SWOT-anannsa, mpoBEIEHHOTO C LENbI0 OLIEHKU
MapKEeTUHTOBOM cpenibl komMepueckoro 6anka AUKDB «Wnak itynuy», A0MoIHEHbI

Ha OCHOBE PEST-ananusza, TI03BOJISIFOIIETO OLICHUTH BJIMSIHUC
MaKpOdKOHOMHYECKuX (akTopoB, Takux kak mnonutudeckue (Political),
IKOHOMHYECKHUE (Economic), colualibHO-KyJIbTypHBIe  (Socio-cultural),

texHosornueckue (Technological) mpouecchl cTpaTernyeckoro ynpaBJlICHUS,
pe3yJIbTaThl aHallM3a MpuBeeHbI B Ta0auie Nols.

Tadanma Nelb.
PEST-ananu3 MmapkeTHHIoBoii cpeabl komMmepueckoro 6anka AUKD «Mnak
itysim»2°
YcaosHoe
0603HATCHIE DakTopbl Pe3yabTaT ananusa
p IMonurnyeckuit B orecuecTBeHHOW OaHKOBCKOH CHCTEME MPHUOPHUTET OTHAETCS
(Ponuruka) poreccaM IMPUBATH3AINH.
E DKOHOMUYECKUH KoHnkypeHnus Mexay KOMMepYeCKUMU OaHKaMH, YPOBEHb WHQIIAIUU
(EsxoHOMUYECKHIA) B CTpaHe, U3MCHCHHS Ha BAJFOTHOM PBIHKE
ConmanpHO- Poct cmpoca Ha ycIyrd OHCTaHIIMOHHOTO OHJIAHH-OAaHKWHra B
S KYJIBTYPHBII 0aHKOBCKOW cdepe Ha TIOOATBPHOM YpPOBHE M PACIIMPCHHE CIIpoOca
(Socio-cultural) KJIMEHTOB Ha 3TOT BUJ YCIyT
T TexHOTOTHYECCKHIA [IpuopuTH3anys HCHOIH30BAHUS COBPEMECHHBIX TEXHOJOTHH, TaKHX
(Toxuonoruueckuit) | kak «Aly, «FinTechy, «Big Data», «Blockchainy

Ananmu3 mnokazan, 4yro B gedarenbHocTH AMKDB «Mnak Hynw» cyiiecTByer
HEOOXOUMOCTh Pa3BUTUS LU(PPOBBIX OHJIAWH-0AHKOBCKUX YCIYyr B pPa3BUTUU
NPaKTUKU OKa3aHUsl YCIYr, COOTBETCTBYIOIIMX TpeOOBaHUSAM KiIMeHTOB. [lpu
JanbHEeNIIeM YCUJICHUM TNPEJIOKEHUH B STOM HANpPaBJICHUM 11€51eCO00pa3Ho
COCPEOTOYUTECS HAa CErMEHTE pPBIHKA, KOTOPBIA SBISAECTCA IPHUOPUTETHBIM B
MCCJIEIOBAHMX, TPOBOJAUMBIX OT/IEJIOM MapKETHHIa KOMMEPUYECKOTO OaHKa.
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[IpoBeaeHHbIC UcCCenOBaHUs MOKazainu, uto B AestenbHOCcTH AUKD «Mmak
Wynmn» WMEIOTCS  BO3MOXHOCTH  JJII  YCWICHHS  TIPOLECCOB  IHU(PPOBOM
TpaHchoOpMaIil B Pa3BUTUU TMPAKTHKU OKa3aHUS YCIYT, COOTBETCTBYIOIIUX
TpeOOBAHMSIM KJIMEHTOB, MTOBHIIICHHS HABBIKOB M OTBITA MOJIH30BAHUS KIMEHTAMU
TU(QPOBEIMU OAHKOBCKMMH TPOTpaMMaMH, YCHJICHHUS IPOIIECCOB WHTETPAIMH B
ro0anbHbIe (PMHAHCOBO-TEXHOJIOTHYECKHE TUIATPOPMBbI 0AHKOBCKUX YCIIYT ITyTEM
npuMeHeHus:  crtpateruu  «OTKpbITBIA ~ 0aHK» Ha  OCHOBE  BHEJAPEHUS
WHHOBAITMOHHBIX MPOJYKTOB, KOTOPBhIE HEOOXOJIMMO peain30BaTh B IOPSIKE,
MIPUBEJAECHHOM Ha PUCYHKE 6.

Crparerus "Llu¢gposas Tpancpopmanus' ]
* IlpenocraBneHne WHHOBAllMOHHBIX  yCIAYr KIMEHTaM 4Yepe3 MOOUIIbHOE
MIPUIOKEHUE
["KnneHToopneHTnpOBaHHaﬂ" cTparerust ]

® HpeI[OCTaBJICHI/Ie KJIMCHTaM BEICOKOKAUECTBCHHBIX OaHKOBCKHX YCIyT 4€pe3 HOBBLIC
CCPBHUCHI U KOHTAKT-HCHTPbI

[CTpaTeFHH "PazBuTHE MHHOBAIIMOHHBIX YCIyr" ]

* BHezapeH HOBBIN BUJ YCIIYT, TAaKOW Kak OOMEH BaJIOThl Yepe3 OaHKOMATHI.

Pucynok Ne6. Bo3mMo:kHOCTH Pa3BUTHS NPAKTHKHU OKA3aHUA YCJIYT,
COOTBETCTBYKOILMX TPeOOBAHUAM KJIUEHTOB B JeATeibHOCTH AUKD «Unak
itysu»?’

[lo HamiemMy MHEHUb, JUIsl TOCTUKEHUS BbIIICYKa3aHHBIX LieJeld HeoOX0IUMO
copmupoBath KoHuemnuo mapkernnra «S-D (Strongly-Digitalized) +7 P», to
€CTh CHJIBHOIO UU(POBUZUPOBAHHOTO MApPKETHHra B JIEATEILHOCTH OTHENa
mapketuHra AUKD «Mnak iynn.» OCHOBY NaHHOW MapKETWHIOBOW KOHUENLIHAH
COCTaBJIsIET MofeNb «/ P», Bo3MoxkHOCTU ee BHenapeHus B nearenbHocTh AVKDB
«Mnak iynm» npuBeneHsl B Tadauie Nol6.

Tabauna Nelo6.
Bo3Mo:xxHOoCTH BHCAPCHUSA MapKeTI/IHFOBOﬁ MoaeJH «/ P» B 1eATeJILHOCTDH
AUKDB «Mnak nyam»
«P» JJIeMEeHThI MO Bo3Mmo:kHocTH BHeapeHus B aesiteJbHOCTh AUKD «Mnak inyam»
1P Tosap (Product) [Mepconamu3upoBanHbie KapThl, cucteMbl «CashBack»
2P Iena (Price) Pa3paboTka MOTMTHKH THOKMX MPOIICHTHBIX CTaBOK
3P Mecro (Place) OmnJtaiiH-KaHaJIbl, MOOMJIBHBINM OaHKUHT, OTAEIEHHs OaHKOB

HudpoBoit MapKeTHHT, COTPYTHHYECTBO C KOMITAHUSMHU-HH(IIOCHCEPAMU

4p Toomperme (Promotion) (Influencer), TapreTupoBaHHas peKIamMa

[ToBrIeHue KyNbTyphl OOCITY>KUBaHHSA IMyTeM IepeoOydeHus] OaHKOBCKHX

5P Jlromu (People
m (People) COTPYIHHKOB
Pacmmmpenue BUIOB yCIyr Ha MECTaX M aBTOMAaTH3UPOBAaHHBIX 6aHKOBCKI/IX
6P Ipouecc(Process) yeyr p FIOB yeIy p

MarepuanbHbie
7P JI0Ka3aTeNbCTBA
(Physical Evidence)

IToBbimenue yao0cTBa HHTEPPEHCOB MOOHIBHBIX MPUWIOKCHUH U Pa3BUTHE
JMu3aliHa MHTephepa KOMMEPYEeCKOTro OaHKa M ero (GUIHaIoB

21 CocraBnieHO aBTOpPOM
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B TO Xe Bpems mnpH HUCHOJIb30BAaHUM MApPKETUHIOBBIX Mporpamm «S-D
(Strongly-Digitalized) + 7 P» B nestenpHOCTH MapkeTwHroBoro otnena AWKDB
«Mmak #ynn» HEOOXOAWMO HCIIONB30BaTh MPOrpPaMMbl HU(POBOTO MapKETHHTa
«Konrent-mapketunr», « SEO & SEMpy, a Taxxe aBrOmMaTH3upoBaHHBIN «Al-
Chat-bot.» CrpykTypHBIE KOMIIOHEHTHI TPEUIOKEHHBIX IMPOrpamMM MHU(POBOTO
MapKeTUHTa puBeicHbI B Ta0auie Nol7.

Tabauua Nel/
Mepsl, peasiusyembie B MapkeTUHIroBoM otaeie AUKD «MUnak inyan» B
PAMKaX CTPYKTYPHBIX POrPaMM CTpAaTernu HHu(ppPoBoOro MapkeTuura

MapkeTHHroBas .
Mepsbl, peajinzyeMbie B pAMKAaX MApPKeTHHIOBOI POrpaMMBbl
nporpaMmma
Pa3pabotka cneuuanpHbIX OJOrOB, BHAEOYPOKOB, HHPOrpaduku 1m0
KonTeHT MTOBBIICHUIO (PUHAHCOBOW TPAaMOTHOCTH KJIMEHTOB OaHKa
Mapxketunr Pa3zBuTue kaHanoB B3aMMOJCHCTBHS C KJIMEHTAMH Ha OCHOBE PAa3JIUYHBIX

conMabHBIX ceTel, Bkimovas Telegram, Instagram, YouTube, Facebook

Pa3memnienne pexnamMbl 1 MHGOPMAIMM KOMMEPYECKOro OaHKa, KOTOpPbBIC
OBICTPO HAXOIAT B PA3IUYHBIX MOMCKOBBIX CETsX, B uyacTHocTH, Google,
« SEO & SEM « | SIanekc

[Ipuoputuszanus pa3pabOTKU TapreTUPOBAHHOM peKJIambl, CIEHUaTbHO
IIpEAHA3HAYECHHOM I Pa3JIM4YHBIX CETMEHTOB MECTHBIX PBIHKOB

cDOpMI/IpOBaHI/Ie (1)I/IHaHCOBbIX «IIOPTPETOB» KIUCHTOB IIYTEM dHAJIM3a HUX
(I)I/IHaHCOBOFO NOTCHIMAJIa W IOTCHIMAaJla Ha OCHOBC MOOUJIBHBIX

MPUIOKEHUM HA OCHOBE UCKYCCTBEHHOTO MHTEIUIEKTA
«AI-Chat-6o1» P Y

Pacmmpenue VHJIMBUTyaJIbHO pa3paboTaHHBIX MIPEAIOKEHUH,
COOTBETCTBYIOIMX ()MHAHCOBOMY IOTEHLHAy KIHWEHTOB, Ha OCHOBE
MOOMJIBHBIX NPUJIOKEHUH Ha OCHOBE MCKYCCTBEHHOTO MHTEIIIEKTA

Bmecte ¢ Tem, B cTpaHe pa3paboTaHbl 0a30BBIA, WHEPIMOHHBIA U
MOOHMIIM3AIIMOHHBIN CIIEHAPUH 110 JI0JIE KPETUTHOTO MPOIYyKTa KOMMEPUYECKHX OaHKOB
B BBII, hopmynsl pacueTra KOTOpBIX MpHuBeAeHBI B Tabmmie Nel8.

Taoauna 18.
YpaBHenus pacdera NporHo3oB B paspese cuenapues’

Cuenapuii YpaBHeHue NporLo3a
bazoBwiii cienapuii y = —0,0355x2% + 1,0628x + 36,715
WuepunoHHbIi creHapuit y = —0,1364x% + 1,5223x + 36,47
MoOunn3anmoHHbII y = 0,0616x? + 0,4876x + 37,341
CLIEHapui

CremoBarellbHO, TIEPBBIC MPOTHO3HBIE TMOKAa3aTeIM OCHOBAaHBI Ha 0a30BOM
CIeHApUW, B KOTOPOM ONpENEJIECHO, YTO JOJS KPEOWUTOB, BBIIAHHBIX
KOMMepueckuMu OaHkamMu B cTpaHe 3a mociennue rogsl, B BBII B 2025-2030
ro/lax MOXET YBEJIMUUTHCS Ha 3,8 MPOLEHTHBIX MyHKTa U qocThudb 44,8% c 41,0%.

28 CocTaBneHo aBTOPOM
29 COCTaBJIEHO ABTOPOM
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[Ipy BBINOJHEHWHU PACUETOB IO JAAHHOMY CLEHApUIO MPUOPUTET OTIABAJICA
W3MCHEHHUIO BPEMEHHOTO (haKTopa, a BIUSHHE IPYTUX (PAKTOPOB CUUTAIOCH
HEM3MEHHBIM. TakKe CUHMTAIOCh, YTO MPHUOPUTETHI pedopM, HaMpaBICHHBIX Ha
7 (HEeKTUBHOE YAOBIETBOPEHUE MTOTPEOHOCTEH HACETIEHUS B KPEUTHBIX YCIyTax B
CTpaHe B MOCJEAHUE TOJIbl, OyTyT COXPAHEHBI B TAKOM TOPSIIKE.

[Ipu pa3paboTke NPOTHO30B, OCHOBAaHHBIX HA HWHEPLUHUOHHOM CIICHAPHH,
MPUOCTAHABIMBAIOTCS peOpMbl, HAMIPABICHHbICE HAa 00eCTeYeHUE MOMYJIIPHOCTH
MPOIYKTOB M YCIYT KOMMEpPUYECKMX OaHKOB B CTpaHE, YUYHTHIBAIOTCS (AKTOPHI,
MOJIOKHUTEIIPHO BIIMSIFOIINE Ha YBEIWYCHUE O0beMa KPEIUTOB KOMMEPUYECKHUX
O0aHKOB, B TOM WYHCJI€ MPEKpAIICHUE MPAKTUKU MPOBEACHUS MAPKETHUHTOBBIX
UCCJIEIOBAHMM, HANpaBIEHHbIX Ha pa3paboTKy OaHKOBCKMX MPOIYKTOB,
COOTBETCTBYIOIINX TPEOOBAHUAM KJIMEHTOB, U OTIAACTCA MPUOPUTET HETATHUBHBIM
TeHaeHusaM. CornacHo pacdyeTaM, MPOBEJACHHBIM Ha OCHOBE JaHHOTO CIIEHApHs,
OBLIO YCTAHOBJICHO, YTO MpPH OLIEHKE O0BheMa MPOJaXK KPEAUTHBIX MPOIYKTOB
MECTHBIX KOoMMepUeckux 0aHkoB mo otHouieHuto Kk BBII, B 2025-2030 rogax on
MOKET COKpaTuThcsa Ha 6,5%, ¢ 42% 1o 35,5%.
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JloJist npoAyKIMu KpeauToB KoMMepueckux 0ankoB B BBII, B mporienTax
ba3oBblii crieHapuil
HepuMOHHBIN cLeHapuil

MoOunn3aoHHbIN CclieHapui

Pucynoxk Ne7. AsibTepHATHBHBbIE CLIEHAPUM PeaTu3alui NPOAYKTOB
KOMMep4ecKux 0ankop>’

[Ipu pa3paboTke MOOUIM3ALMOHHBIX CIIEHAPUEB BAXKHOCTH (DAKTOPOB,
BIUSIOIIUX HAa JOCTUTHYTHIE TIOJIOKUTENbHbIE TEHJECHUUU B JI€ATEIbHOCTH
KOMMEpPYECKUX OaHKOB, 3aKJIO4YaeTcss B TIyOOKOM M3ydYeHUHM TpeOOBaHUMN
KJIMEHTOB U pa3pabOTKE COOTBETCTBYIOIIMX UM OAHKOBCKHX MPOAYKTOB, a TaKkKe
UX pealns3aunu, yBeamueHHoW Ha 5,0 mponenta. Ilpum 3TOM yuuThIBaercs, 4to
KOMMEPUYECKHUE OaHKuU npu pa3paboTke OAHKOBCKHX MIPOIYKTOB,
COOTBETCTBYIOIIMX TPEOOBAHUSIM KIUEHTOB, C MCIOJIb30BAaHUEM WHHOBAIIMOHHBIX
MapKETUHIOBBIX MPOrpaMM IPHU MPOBEACHUM PHIHOYHBIX HCCIECAOBAHUN JOJKHBI
OTJaBaTh MPUOPHUTET YCKOPEHHUIO MpOoIleccoB U(PpoBoii TpaHchopMmaluu. B 1o xe
BpeMsi KOMMepueckue O0aHKu 00s3aHbl MPEeNoCTaBiIATh MU dEepeHIIMPOBAHHBIE U

% Cocrasneno aBTopom
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0oJjiee HM3KHE MPOLIEHTHBIE CTABKH (JIELIEBBIE KPEIUTHI) UCXOAS U3 (DUHAHCOBBIX
MOPTPETOB KIMEHTOB. IIpoBeneHHbIE pacyeTsl IMOKa3ajdd, 4To OOBEM MPOAAK
KPEAUTHBIX MPOIYKTOB MECTHBIMH KoOMMepuyeckuMu O6ankamu B 2025-2030 romgax

MOXET yBenuuuThcs Ha 12,8% no otHomenuto k BBII u goctnus ot 42,0% 1o
54,8%.

BbIBO/1bI

Ha ocHOBe wuccienoBaHusi HampaBJIEHUM COBEPILICHCTBOBAHMS peaIU3alUU
OPOAYKIIMM KOMMEpPUYECKUX OAHKOB Ha OCHOBE MHHOBAIMOHHBIX MapKETHUHIOBBIX
UCCIIEIOBAaHUN ObUIM MOJYYEHBI CIEAYIOLIUE HAyuUHbIE BBIBOJBI U Pa3pabOTaHBI
HayYHbIE IPEIIOKEHUS U IPAKTUUECKHE PEKOMEHIALIUU:

B kaudecTtBe MHHOBaUMH B JEATENBHOCTH KOMMEPYECKMX OaHKOB MOYHO
Ha3BaTh CJIEAYIOIIME: MPOAYKTOBbIE MHHOBALIMM; TEXHOJIOTMYECKHWE WHHOBAIUY;
MHHOBAllUM  MpOLECCa;  MAapKETHHIOBbIE  WHHOBALIUM;  OpPraHU3al[MOHHBIE
MHHOBAIIUH;

MapkeTUHI KOMMEpYECKMX OaHKOB - 3TO BMJI CUCTEMHOW NeATEIbHOCTH,
HanpaBJeHHOW Ha 3(P(PEeKTUBHOE OKa3aHWE (PMHAHCOBBIX YCIYTI KJIMEHTaM OaHKa,
aHaJIU3 MOTEHIMAIBHOIO CIIPOCa HAa PBIHKE, €r0 CErMEHTALMIO, MOBBIIICHUE €ro
KOHKYPEHTOCIIOCOOHOCTM ~Ha OCHOBE OpraHuM3allud  OaHKOBCKUX  YCIYT,
OpUEHTHPOBAHHBIX HA LIEJIEBBIE TPYMIIbI KIMEHTOB, YKPEIUICHHE €r0o MO3ULUIl Ha
pBhIHKE (PMHAHCOBBIX YCIYT M OIpe/eeHHE HaIlpaBJICHUN Pa3BUTHS OAHKOBCKOM
NeATEeIbHOCTH. MOXKHO cJenarb BbIBOA, YTO WHHOBALIMOHHBIA MAapKETHHT
OTpaXKaeTcsi Ha CUCTEMHOM NEATETbHOCTH B 3TOM HANpPaBJICHUM MPU BHEIPEHUU
MHHOBAaLM/ B 0AHKOBCKYIO AESITEIbHOCTD;

B YCJIOBUSAX (DYHKIIMOHMPOBAHUS COBPEMEHHOTO PhIHKA ()MHAHCOBBIX YCIYyT
KOMMEpYECKHe OaHKW, OCHOBBIBASCh Ha NPHUHIUIE «UEHTPUYHOCTU KIUEHTa»,
OCHOBBIBAIOT MApPKETHHTOBBIE HCCIEIOBaHUS, HAMpPABICHHbIE HAa U3y4YEHUE
MOTEHI[MAaNa HCMOJIb30BaHUS (PUHAHCOBBIX YCIyr KIMEHTaMH OaHKa, HX
BO3MOXHOCTEM M CYHIECTBYIOUIMX MOTPEOHOCTEH, HAa B3aMMHOW HHTETPALUU
nporpamm «VoCy», «PO» u «CRy;

B pe3yJbTare (OPMUPOBAHUS CHUCTEMbl, OCHOBAHHOM Ha MPUHIUIE
«Mapketunr + CepBuc» B riao0aibHOM OaHKOBCKON cdepe, ObLIO JTOCTUTHYTO
pa3BUTHE «TUOPUIIHBIX» (OPM MApKETHUHTOBBIX HCCIIEIOBAHUN, MPOBOJUMBIX B
HUX. OTOT BHJ MApPKETHHTOBBIX HCCIEHOBAaHUN TO3BOJISIET MPOBOAUTH
MapKETUHIOBBIE HCCIIEIOBAHUSI HA OCHOBE MHHOBALIMOHHBIX TEXHOJIOTHM, KOTOpBIE
MOTYT OBITh  HCIOJB30BAHBl MCXOAS W3 CYUIECTBYIOUIErO MOTEHIHMAJA
KOMMEPYECKOTro OaHKa;

32 CYET MCIOJIb30BAaHMSI MHHOBAIIMOHHBIX MapKETUHTOBBIX HCCIIEIOBAaHHUM B
JesITeIbBHOCTH KOMMEPYECKUX OaHKOB YCKOPSIFOTCSI CPOKH MPOBEACHUS 3TOTO BHJIA
MCCJIEIOBAaHMM, TOBBIIIaeTCS 0XBaT U 3((HEKTUBHOCTh, CO3JAIOTCS BO3MOXKHOCTHU
JUTSI IPOBEJEHUSI aBTOMATU3HPOBAHHBIX UCCIIEA0BAHMIA;

MHHOBAIIMOHHBIE MApPKETUHTOBBIE HCCIIEOBAaHMS B KOMMEPUECKHX OaHKax
OpPraHM3YIOTCS C HCIONb3oBaHueM aHanm3a «Big Data», cucrem «CRMy, ananmuza
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«SMM» u «SA», texmomoruii «Al / ML» u ocHOBaHbI Ha @OAXOIE HA
WHMBUyIbBHOM YPOBHE KaXKJIOTO KIIMEHTa OaHKa;

B ycnoBusix HoBoro V30ekuctana He cQOpMHpPOBaHBI  €IHUHBIC
CUCTEMATU3UPOBAHHBIC  TPABOBBIC OCHOBBI  MPOBEIACHUS HWHHOBAIIMOHHBIX
MapKETUHTOBBIX  HMCCJICIOBAHWNM B  PA3JIMYHBIX  OTPACIAX  HAIMOHAIBLHOMN
HPKOHOMHKH, B TOM YHCJIC B MECTHOW OAHKOBCKOW CHCTEME, M Ha OCHOBE aHAJM3a
HOPMATHBHO-TIPABOBBIX OCHOB, OTHOCSIIUXCS K OJTol cdepe, uX yaaioch
pa3leauTh Ha TPYIIHBI, OTPAKAIOIINEC WHHOBAIIMOHHBIC, MU(PPOBBIE TEXHOJOTHH,
cOOp M aHAIM3 TIEPCOHATBHBIX JAHHBIX, PEKIAMHBIM MAPKETHHT 1 MHHOBAIIMOHHBIC
MapKETUHTOBBIC UCCIICIOBAHMS;

WHCTUTYIIMOHAJILHBIE OCHOBBI pPeaJIM3aIlii WHHOBAITMOHHBIX MAapKETHHTOBBIX
UCCIICIOBAaHUM B  OTCYECTBEHHOM OAHKOBCKOW CHCTEME TMPOSIBISIOTCS B
NEeATEIbHOCTH TakKux opraHu3anuii, kak LlentpansHblii Oank PecnyOnuku
V306ekucran, Accouuarusi OaHKOB, KOMMEpUECKHWE OaHKH, KOHCAJITHUHTOBBIC
IIEHTPHI, HAYYHO-UCCIICIOBATEILCKAE YIPEKICHHUS U BBICIINE YICOHBIC 3aBEICHMUSI,

COTJIaCHO aHAJIM3y MPaKTUKH MPOBEIACHUS MHHOBAIIMOHHBIX MapKETUHIOBBIX
UCCJICIOBAHUM B TIPAKTUKE MECTHBIX KOMMEPYECKUX OaHKOB, OBLJIO YCTaHOBJICHO,
YTO B MPAKTHKE OOJIBIIMHCTBA KOMMEPUYECKHMX OaHKOB IIMPOKO HCIOJIb3YIOTCS
cuctembl CRM, a Takke MapKeTHMHTOBbIE MCCJIEAOBAHMS, TaKUE KaK OHJIAMH-WIN
o(IaiiH-0IIPOCHI, C MPUOPUTETOM Ha OPTaHU3AIUIO U PA3BUTHE OAHKOBCKHUX YCIYT,
OpPHMEHTHUPOBAHHBIX Ha CIPOC KJIIMEHTOB. B 4acTHOCTH, MCXO/s U3 YPOBHS Pa3BUTHUS
IT-undpactpykrypbsl KoMMmepueckux OaHKOB, OMpEIEIeHO, YTO HEKOTOpbIe
KOMMepYecKkue OaHKH, B TOM YHCJIE MECTHbIE KOMMEpuUeckre OaHKH, TaKkue Kak
AUKBb «Umak #ymm», AO «Acakabank», AKb «XamkopOank», sddexkTuBHO
UCIIOJIB3YIOT  mporecchl  MudpoBord  TpaHchopmanuu TNpuU  MPOBEIACHUU
WHHOBAITMOHHBIX MAPKETUHTOBBIX UCCIICIOBAHUN;

CYILIECTBYIOT pa3lInyusi B MpoIleccax, CBSI3aHHBIX C OMOPON Ha PE3yJIbTATh
MapKETUHTOBBIX HCCIICIOBAHUNW B YMPABICHUHU JIEITEIBHOCTHIO MECTHBIX
KOMMEpPYECKUX OaHKOB, MPU ITOM HEKOTOPhIE THIBI KOMMEPYECKUX OaHKOB
NOOUBAIOTCS  TIOBBIIIECHUS  DKOHOMHYECKOW  A(PGPEKTHBHOCTH  OAHKOBCKOMU
NEATCTLHOCTH HA OCHOBE TMPOBEIACHUS HWHHOBAIIMOHHBIX MAapKETHHTOBBIX
WCCIICIOBAaHUM, a HEKOTOPhIE OTCTAIOT B 3TOM 00JacTH 3a CUET MPOBEACHUS
TPaJAMIIMOHHON MapKETHHTOBOM IEATEIHLHOCTH, OCHOBAHHON Ha «HMHTYHWIIUW» Ha
OCHOBE KOHCEPBATUBHOIO MOJIX0/1a;

Ha OCHOBE CPAaBHHUTEIHLHOTO aHAJIM3a MPAKTUKHU MPOBEICHHUS WHHOBAIIMOHHBIX
MapKETUHTOBBIX HCCIEAOBAHUN B JEATEILHOCTH OTCUYCCTBCHHBIX KOMMEPUYECKHX
0aHKOB MBI pa3padOTaIM CICAYIOIINI yCOBEPIIICHCTBOBAHHBIN aBTOPCKUM MOAXOI,
MO3BOJISSIONIUN BBIPA3UTh OCOOCHHOCTH HAIlMOHAJIBHON OAaHKOBCKON CHUCTEMBI IO
OTHOIICHUIO K DSKOHOMHYECKOW KaTeropuud >S(PQPEKTUBHOCTH HWHHOBAITMOHHBIX
MapKETUHIOBBIX HCCIEAOBaHU B OaHKOBCKON cucteme: «3()PEeKTUBHOCTD
MapKETUHIOBBIX HCCJIEAOBAaHUN B OaHKOBCKOW CHCTEME - 3TO IIOKa3aTellb,
OTpaXKalollUi CTENEeHb BIUSHUA PpE3YyJbTATOB UCCIENIOBAaHUS, MPOBEACHHOTO
KOMMEpPYECKUM OaHKOM, Ha CTpaTermyeckue Leau M 3aaadu OaHka, BKIIOYas
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yAOBJIETBOPEHHOCTh KJIMEHTOB OaHKa MPeAOCTaBIIeMbIMU MM (HUHAHCOBBIMU
yCIIyramu, a TaKke Ha (PMHAHCOBBIE PE3yJIbTAaThl HE TOJILKO KOMMEPUECKOro OaHka,
HO ¥ KJIHCHTOBY;

UCXONMsd W3  CHenuUKU  TPAKTUKA  MPOBEIACHUS  MHHOBAIIMOHHBIX
MapKETHUHTOBBIX HCCIEIOBAaHUI B JESATEIHHOCTH OTECYECTBEHHBIX KOMMEPYECKHX
0aHKOB, CUMTAEM II€JIeCO00PA3HBIM HUCIIOJIb30BATh PEHTHHTOBYIO CUCTEMY OIICHKH,
KOTOpasi COUETaeT B ceOe KOJMUECTBEHHbIC M KaUeCTBEHHBIE TTOKA3aTENN PEHTHHTa
3¢(HEeKTUBHOCTH, CTPYKTYpPHO  COCTOALIYI0 W3  KPUTEpUEB OTAA4Yd  OT
MapkeTHHToBbIX 3aTpar (Return on Investment - ROI), pocta uncia KIUEHTOB
OaHka, ypoBHs yjepkaHus kiueHToB Oanka (Retention Rate - RR), ckopoctn
BHEJPEHUS HOBBIX TMPOIYKTOB M YCIYT, YPOBHS YAOBICTBOPEHHOCTH KJIHEHTOB
0aHKOBCKOI nesitenpHOCTRIO (Customer Satisfaction Index - CSl), apdexruBHOCTH
ucnonp3oBanus cucreMbl «CRMy, moxazarenst Tounoctu mnpoxasrkenus (Net
Promoter Score - NPS), a Taxxe moka3aTensi KOHKYPEHTOCITOCOOHOCTH;

0 pe3yJibTaTaM pedTuHTa 3(HEKTUBHOCTH WHHOBAITMOHHBIX MaPKETHHTOBBIX
UCCIIEJIOBAaHUM HEOOXOAMMO pa3leauTh KOMMEpUecKHe OaHKH Ha TpYIIIbL:
kareropuss «A» - BbicOKas dddexTuBHOCTh, KaTeropusi «b» - cpemHss
sbdextuBHOCTh, Kareropus «C» - yroBieTBopuTenbHas 3S(PEKTUBHOCTH U
kareropus «D» - kKoMMepueckue 0aHKHU ¢ HU3KUM YPOBHEM 3(PPEKTUBHOCTH.

cuuTaeM nenecooOpasHbiM, uToObl cuctema «KPl» onenku sddextuBHOCTH
UCIIOJIb30BAHUS WHHOBAIMOHHBIX TOJXOJOB B JIEATEIBHOCTH MapKETUHTOBBIX
OTJICJIOB MECTHBIX KOMMEpPYECKHX OaHKOB COCTOsUIa M3 TaKUX KPUTEPHUEB, Kak
OIO/DKET,  BBIJCJCHHBI HAa  MApKETHUHTOBBIE  HWCCJIEIOBAaHUS,  YPOBEHB
UCIOJIb30BAaHUS MHHOBAITMOHHBIX TEXHOJIOTHMM B OpraHu3aii JeATeIbHOCTH
MapKETUHTOBOTO OT/IeJa, CUCTeMa 00paTHOM CBsI3U C KIMEHTaMH, 3 (HEKTUBHOCTh
pElIeHU, MPUHUMAEMbIX Ha OCHOBE MapKETHUHTOBBIX HCCIIEIOBAHUM, KOJTUYECTBO
COTPYJIHUKOB B MApKETHHTOBOM KOMaHJE, WX KBaduUKAIMSA, COCTOSHHUE
BHEJIPEHUS] HMHHOBAIIMOHHBIX TPOAYKTOB M YyCIyT, 3(P(HEKTUBHOCTH CHUCTEMBI
yOpPaBJICHUsS] B3aMMOOTHOIIICHUSAMH C KJIMEHTaMH, 00OecleueHue KOHKYPEHTHOTO
MIPEUMYIIECTBA;

pe3yabtatbl kKputepueB «KPI» mis oneHku 3pheKTUBHOCTH UCIIOIB30BaHUS
WHHOBAIIMOHHBIX ~ TOIXOJOB B  JIEATEIHHOCTH MApPKETHUHTOBBIX  OT/EIIOB
KOMMepYeCKUX OaHKOB HEOOXOIMMO pa3AenuTh Ha rpyribl «H-A» - Beicokas, «M-
A» - cpennsia, «L-A» - HuU3Kas MHHOBAIMOHHASI aKTUBHOCTh, a Takxke «N-Ay -
OTCYTCTBHE WHHOBAIIMOHHON aKTUBHOCTH;

B Pa3BUTHHM MPAKTUKHA OKa3aHUS YCIYT, COOTBETCTBYIOIIMX TPEeOOBAHUSIM
KJIUEHTOB, B JESATEILHOCTH MECTHBIX KOMMEpPUECKHX OaHKOB II€JIeCO00pa3HO
YCWJIMTh TpOIeCChl IHU(PPOBOH TpaHCcHOpMaNK, TOBBICHTh HABBIKA U  OIIBIT
UCIIOJIb30BAHUSI KIIMEHTaMHU IU(PPOBBIX OAHKOBCKHUX TPOTPaMM, MPUMEHSATH
ctpareruto  «OTKpBITBI OaHK» HAa OCHOBE BHEAPEHHS WHHOBAIMOHHBIX
IPOJYKTOB;

B JIEATEIbHOCTH MECTHBIX KOMMEPUYECKUX OaHKOB HEOOXOMMO OMHUPATHCS Ha
MapKeTHHroBy10 KoHmenuuto «S-D (Strongly-Digitalized) +7 P» nns yBenuuenus
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00BEMOB MpPOJAX MPOAYKLIMHM HAa OCHOBE HHHOBAI[MOHHBIX MAapKETHHIOBBIX
uccienoBannii. Takass moinHas HuppoBas MapKETHHroBash KOHIEMHIMS J0JKHA
ObITh chOpPMHUPOBaHA Ha OCHOBE B3aMMHOM HMHTETPALMM MPOTPaMM KOHTEHT-
mapkerunra, SEO & SEM, a Taxke Al-Chat-bot;

NPOTHO3HBIE  MOKa3aTead MO  MPOAAKE  KPEIUTHBIX  MPOIYKTOB
OTEYECTBEHHBIMU KOMMepueckumMu Oankamu B 2025-2030 romax ObLim
CIIEYIOIKUMU: B 0A30BOM CIICHAPUU JI0JIA BBIICICHHBIX KPEAUTOB MO OTHOIICHUIO
Kk BBII B nporao3upyemMom nepuoie MOKeT yBenuunutbes 10 41-44,8 nporeHra, B
MOOWMIIM3AIITMOHHOM CIIeHapuH - 10 41-52,8 mpolieHTa, a B MHEPIIMOHHOM CIICHAPUHT
- cHu3UThes A0 41-36,5 nporenra.
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INTRODUCTION (abstract of Doctor of Philosophy (PhD) dissertation)

The aim of the study is to develop scientific proposals and practical
recommendations for improving the sale of commercial bank products based on
Innovative marketing research in Uzbekistan.

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

Research methods. In the course of the research, methods of systematic
analysis, historicity and logic, induction and deduction, analysis and synthesis,
comparative and selective sampling, monographic analysis and grouping, PEST
analysis, SWOT analysis, econometric analysis and forecasting were employed.

The scientific novelty of the study is as follows:

The effectiveness of innovative marketing research in commercial banks is
substantiated by the proposal to divide into rating groups of categories "A," "B,"
"C," and "D" based on quantitative and qualitative indicators such as return on
marketing costs (Return on Investment - ROI), growth in the number of bank
clients, retention rate (RR), speed of introduction of new products and services,
level of customer satisfaction with banking activities (Customer Satisfaction Index
- CSI), efficiency of using the "CRM" system, promotion accuracy indicator (Net
Promoter Score - NPS), and competitiveness indicator criteria;

a proposal has been developed to divide the "KPI" system for assessing the
effectiveness of using innovative approaches in the activities of commercial banks'
marketing departments into categories such as "H-A (Highly-Active)," "M-A
(Moderately-Active)," "L-A (Lower-Active)," and "N-A (None-Activity").

Based on "S-D (Strongly-Digitalized) +7 P" marketing, a proposal has been
developed to use the "Open Banking" strategy using "Content Marketing,” " SEO
& SEM," as well as automated "Al-Chat-bot" digital programs;

Based on the analysis of the structural indicators of commercial bank credit
products for 2025-2030, forecast indicators based on basic, inertial, and
mobilization scenarios for its share in GDP have been developed.

Implementation of the research results. Based on proposals developed to
improve the sale of commercial bank products based on innovative marketing
research:

the proposal to divide the effectiveness of innovative marketing research in
commercial banks into rating groups of categories "A," "B," "C," and "D" based on
quantitative and qualitative indicators, such as return on marketing costs (Return
on Investment - ROI), growth in the number of bank clients, retention rate (RR),
speed of introduction of new products and services, customer satisfaction level
(Customer Satisfaction Index - CSI), efficiency of using the "CRM" system,
promotion accuracy indicator (Net Promoter Score - NPS), as well as
competitiveness indicator criteria, was used in the practice of the innovative
commercial bank "Ipak Yuli" within the requirements of paragraphs 4.2 and 4.4 of
Decree of the President of the Republic of Uzbekistan No. UP-5992 dated May 12,
2020, "On the Strategy for Reforming the Banking System of the Republic of
Uzbekistan for 2020-2025," and Decree No. UP-165 dated July 6, 2022, "On
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Approval of the Strategy for Innovative Development of the Republic of
Uzbekistan for 2022-2026." (Act No. 35/11440 of AICB "Ipak Yuli" dated
December 10, 2025) Through this practice, the number of clients using banking
services increased by 17 percent compared to 2024 as a result of expanding the
client base of "lpak Yuli" Bank, optimizing marketing costs, and increasing the
efficiency of using digital services and CRM systems;

a proposal was developed to divide the "KPI" system for assessing the
effectiveness of using innovative approaches in the activities of commercial banks'
marketing departments into categories such as "H-A (Highly-Active)," "M-A
(Moderately-Active),” "L-A (Lower-Active),” and "N-A (None-Activity) "; this
proposal was applied in the practice of the "Ipak Yuli" innovative commercial
bank to fulfill the tasks defined in paragraph 16 of the Decree of the President of
the Republic of Uzbekistan dated May 12, 2020, No. UP-5992 "On the Strategy for
Reforming the Banking System of the Republic of Uzbekistan for 2020-2025"
(Appendix 1 and Appendix 3), and the Decree of the President of the Republic of
Uzbekistan dated October 5, 2020, No. UP-6079 "On the 'Digital Uzbekistan-2030'
Strategy.” (Act No. 35/11440 of AITB "Ipak Yuli" dated December 10, 2025)
Using this KPI system, the innovative activity of the bank's marketing departments
was systematically assessed, weaknesses were identified, and specific measures for
their development were defined. As a result, the bank's marketing efficiency
increased by 15%, the speed of introducing new products increased by 12%, and
customer loyalty and satisfaction increased by 20%;

Based on "S-D (Strongly-Digitalized) +7 P" marketing, a proposal was
developed to use the "Open Banking" strategy using "Content Marketing," "Seo &
SEM," as well as automated "Al-Chat-bot" digital programs, which was used in the
practice of the innovative commercial bank "Ipak Yuli" within the requirements of
paragraphs 15 and 16 of the Decree of the President of the Republic of Uzbekistan
dated October 5, 2020 No. PF-6079 "On the Strategy "Digital Uzbekistan-2030,"
paragraph 2 of the Resolution of the President of the Republic of Uzbekistan dated
October 14, 2024 No. PP-358 "On approval of the strategy for the development of
artificial intelligence technologies until 2030." (Act of AITB "Silk Road" No.
35/11440 dated December 10, 2025) Through the implementation of this proposal,
continuous and personalized communication with customers was established
through content marketing, SEO & SEM, and Al-Chat-bot programs. The
opportunity has been created to accelerate the process of using banking services
and provide information to customers in real time. Customer satisfaction rate (CSI)
and referral rate (NPS) have increased significantly.New customer acquisition and
existing customer retention rates have increased through digital marketing and
automated systems. In general, the proposed digital marketing model made it
possible to increase the efficiency of the bank's innovative marketing by an
average of 25%;

based on the analysis of structural indicators of commercial banks' credit
products and their share in GDP, forecast indicators based on basic, inertial, and
mobilization scenarios were developed, which were applied in the practice of the
innovative commercial bank "lpak Yuli" within the framework of Chapter Il of
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the Decree of the President of the Republic of Uzbekistan No. UP-5992 dated May
12, 2020, "Strategy for Reforming the Banking System for 2020-2025," and the
"Main Directions of Monetary Policy for 2026-2028" of the Central Bank of the
Republic of Uzbekistan. (Act of AITB "Ipak Yuli" No. 35/11440 dated December
10, 2025) Through the implementation of this proposal, a forecast of the share of
credit products in GDP was developed using basic, inertial, and mobilization
scenarios, which increased the bank's ability to strategically plan and manage
financial risks. Furthermore, banks were able to adapt credit products to market
demand and economic conditions, and new loan packages were implemented more
rapidly. According to the forecast results, it was determined that the volume of
credit product sales by local commercial banks in 2025

Structure and volume of the dissertation. The dissertation consists of an
introduction, three chapters, a conclusion, a list of references and appendices, the
total volume is 129 pages.
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