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AHHOTALUA
B nmanHOM cTaTthe paccMaTpHBArOTCS BOMNPOCHI MAPKETHHTOBOM KOHIIEIIIHHU
B3aMOOTHOIIICHU, KOTOpBIC HETOCPEICTBEHHO 3aBHUCAT oT YPOBHSA

YAOBJIETBOPEHHOCTH TMOTpeduTeneil. CTteneHb yI0BIECTBOPEHHOCTH OTPAXKAIOTCS B
MOBEJICHUYECKON pPEaKIUKM MOTPEOUTENIs, YTO CKa3bIBACTCS B IEMOYKE IMPEeBpaIlCHUS
nmoTpebuTens B KiweHTa. B paboTe Takke cjaellaHbl BBIBOJALI O HEOOXOJIUMOCTH
nudepeHIIMPOBAaHHOTO MOAX0Aa K MOTPEOUTENI0, 3aKOHOMEPHOCTSAM BbIOOpa UM
TOBapoB (yCiIyr), KOTOpble OBLIM BBISBICHBI IPH IMPOBEICHHBIX MapPKETHHTOBBIX
HUCCIIEeTOBAHUH.

KuoueBbie  cioBa:  TOTpeOUTENb, IMOKYNATellb, KIMEHT, KOHIICHIIUS
B3aMMOOTHONIIEHUM, MOKYNAaTEIbCKOE IIOBEACHUE, TOProBas IIOJUTHKA, CO3IaHUE
EHHOCTEH.

AHHOTALIMA

Ushbu magqolada iste’molchilarning qoniqish darajasiga bevosita bog‘liq bo‘lgan
munosabatlarning marketing konsepsiyasi masalalari ko‘rib chiqiladi. Qoniqish
darajasi iste’molchining mijozga aylanish zanjiriga ta’sir qiladigan iste’molchining
xatti-harakatlarida namoyon bo‘ladi. Ishda, shuningdek, marketing tadqiqotlari
davomida aniglangan iste’molchiga tabaqalashtirilgan yondashuv zarurligi, ularning
tovarlarni (xizmatlarni) tanlash qonuniyatlari haqida xulosalar chiqariladi.

Kalit so‘zlar: iste’molchi, xaridor, mijoz, munosabatlar tushunchasi, xarid qilish
xulg-atvori, savdo siyosati, qiymat yaratish.

Abstract

This article discusses the marketing concept of relationship, which directly
depend on the level of customer satisfaction. The degree of satisfaction is reflected in
the consumer. Which affects the chain of transformation of the consumer into a client.
The paper also draws conclusions about the need for a differentiated approach to the
consumer, the patterns of choise of goods (services), which were identified during
marketing research.

Keywords: consumer, buyer, client (customer), relationship concept, buying
behavior, trade policy, value creation.

BBEJIEHUE

Kak ormeuan ['ypy coBpemenHoro wmapkertunra @.Kotiep “MenTanpHas
mpo0jemMa COBPEMEHHOTO OHM3HEca 3aKiIoYaeTcss He B JAeUIMTE TOBAapOB, a B
nedunure norpedurenein” [2,c.11]. B neficTBUTENHHOCTH MapKETHUHT CYIIECTBYET HE
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JUISL TOTO, YTOIbI COBITOBOM MPOAYKIIMIO, MOPOW, MApKETHUHI JODKEH AyMaTh O
yAOBJIETBOpeHUHU oTpeObHOocTel. He 3ps npyroit kinaccuk Mmapketunra [lurep Ipykep
cunTal, 9to «llenp MapkeTHHra- cAenaTh COBIT TUITHUMY |3, ¢. 64-65].

B nmanHOM cTarhbe NPOBEIECH aHAIU3 MOKYNATEJIbCKOrO MOBEICHUS U €ro
YIIPaBJIEHUEM, HO NEPEJ ITUM CACIaHbl YTOYHEHHUS B TEPMHUHOJOTHH, KOTOPBIE
BaYXHBI IIPH pa3pabOTKe MOBEIEHYECKON PEaKIH MOTPEOUTES.

OB30P JIMTEPATYPbI

Bo MHOrMX HMCTOYHHKAaX, MOCBAIICHHBIX PEHICHUIO MApPKETHUHTOBBIX MPOOJIEM,
NOTPEOUTENM CUUTAIOTCA KIMEHTaMH, YTO HE COBCeM HeBepHOo. W Takoi monaxon
IPUBOIUT HE COBCEM IPABUIIBHOMY TOJIKOBAHHUIO KOHUETIIIMY B3AMMOOTHOILIEHU, YTO
OTPULIATENBHO  CKa3bIBAETCA HA NPUHUMAEMBIX MAPKETHUHIOBBIX PEIICHUSX.
Hanpumep, B Tpyaax poccuiickux aBTopoB bakmrt K.A., BagpimieBa A. u apyrux
MOKHO YTIOp JIeIaeTCs UMEHHO Ha TO, YTO JIF0OOM MOTPEOUTENDb SBISETCA KIUEHTOM.
B cBoeit knure bakmt K.A. ToBOps 00 yBenmuueHMM oOO0BEMa NPOJAK M
yIOBIIETBOPEHUH NTOTpeOHOCTeHM oTMeuaeT «Kak HailTh Takux kineHToB? EcTh Bcero
JIBa BapuaHTa, Kak ux npusiieub?» [4, c.13]. A bapsiueBa A. numer «Tem, kto
paboTain B chepe mpoaaxk, 3To HaJ0 ObUIO AeiaTh KpaitHe ObICTPO, TOTOMY UTO KIUEHT
HE XOTeJ IJIATUTh 3a BBICOKOMEpPHE PABHOAYIIHOE OOCIIy>KHMBAaHUE- KJIHUEHT MPOCTa
MOJT4a yXOJIWJI K KOHKypeHTam» [35, ¢.5].

Ha wnam B3rasa, ciemyer Oojiee THIaTENbHEE MOJOWTH K TEPMHHOJOTHH
MOTPEOUTES, MOKYNaTeNs U KJIMEHTa. B aHTTIHIICKOM SI3BIKE €CTh YETKOE OOBSICHEHHE
TUX KaTeropuil. B 00ibIIOM COBPEMEHHOM aHIJIO-PYCCKOM, PYCCKO-aHTIUHCKUM
clIoBape 4YeTKO Bce pacmmcano, riae «llorpeburens-consumer, user» [6, c¢.813],
«IToxymarens-buyer, purchaser» [6, ¢.798], «Knuent- client, patron, customer» [6,
c.613], a «llocTostHHBI mOKymarenb-patron, client» [6, ¢.798]. Wnaue rosops,
MOCJIEA0BATEIbHOCTh CTAHOBJIEHUS KIMEHTOM, TO €CTh JIOSUIBHOTO IMOKyHaTelsl K
ONpPEICICHHOW MPOIYKIIMU WM YCIyraM JOJDKEH MPOTEKaTh MO CIEAYIOUIEH cXeMe
(cm.puc.1):

Iorpedurens ,  Tlokymarens Kimmenr

Puc.1. IlocienoBaTeibHOCTH NMPeBPaNleHUs] NOTPEOUTEISI B KJINEHTA

WNHuaue roBopsi, BBIIIE YKAa3aHHBIC BHICKA3bIBAHUS aBTOPOB, MOKA3BIBAIOT HA TO,
YTO JJIsl TOTO YTOOBI MOKyMNaTeNh, TeM 00Jiee MOTPEOUTENb, CTal BAIIUM KIMEHTOM,
HEOOXOJAMMO €ro yOeauTh B BBITOJHOCTH C BaMH COTPYJHHYATh, OT/IaBas BaM
MPEAMOYTEHUE. A TaKOE TOJ0KEHHE BO3MOXKHO TOJIBKO B CIIydae IOJIOKUTEIHLHOM
MTOBEJICHYCCKOMN pEaKIINK MOTPEONTEIIS.
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AHAJIN3 U PE3YJIBTATDBI

IIpn aHanu3e MOKYNAaTeIbCKOro ITOBEJACHUSA, KaK IIPaBUJIO, ONMPAIOTCS Ha
CJIEIIOLME MTPEANOIO0KEHUS

- IOKyTaTeNlb HE3aBUCHUM B CBOEM BBIOOPE;

- MOTHBAlMsl M TOBEJCHHUE IOKYNaTelsl MOTYT IOCTUraThCsl C IOMOUIBIO
UCCJIEI0BAHHS;

- IOBEJICHHE MOKYIaTENs MOIAETCS BO3AECHCTBHUIO.

[Ipn npoBeneHnn HUccien0BaHUM B TAIIKEHTCKUX TOPTIOBBIX CETAX, TAKMX KaK
«Kopzunka», «Makpo», «Havas» Hamu OBLIO H3y4€HO U NPOAHAIU3UPOBAHO
CJIEIYIOILIE MOMEHTHI:

- OTHOIIICHHE K KOMIIAHUH, ONIPEJEICHHON MapKe TOBapOB WJIN yCIIYT;

- OTHOILIEHHE K pEKJIaMe TOBApPOB U YCIYT;

- 0KMJIaHUs IOTpeOUTENEH OT ONPEIEIEHHOTO TOBapa (yCiyr);

- poUIIH TOTPEOUTEIS;

-TMIOKyIIaTeNIbCKasl CIIOCOOHOCTh MOTPEOUTENEH;

- IPUMEHEHUE COBPEMEHHBIX, B OCOOCHHOCTHU, YUHUTHIBAIOIINE [U(PPOBU3ALHUIO,
TOPrOBBIX TEXHOJOTUMA U JP.

Kak nokazanu uccienoBanus, HaIpuMep, B TOProBoi ceTh «Makpo», B O0JIbIIei
CTENIEHU OPUEHTUPYIOTCS Ha MPOAaBaeMble MPOAYKThI BMECTO TOTO, YTOOBI
OpPUEHTHUPOBATHCS HA KIIMEHTA.

Kak mnokaspiBaeT omnpoc mnoTpeduTeneil ToproBeix cered . TaikeHTa,
OOJIBIIMHCTBO W3 HUX MPEANOYUTAIOT KYJIbTYypy M KauecTBO oOciyxuBaHus (63 %
OIPOLIEHHBIX), Janee ciaeayeT KoMQopT, OJarompHsTHbIE YCJIOBHS B TOPIOBBIX
onepanusx (56 %), a BOmpockl aCCOPTUMEHTA U IIEHbI HaxoaaTcs Ha 5 u 6 mecTax (44
1 39 % ot omnpomrennbix). KynbTypa u kauecTBO 00CITyKUBaHUS BO MHOTOM 3aBHCHUT
OT YpOBHs KBaJu(pUKalUK TOproBoro nepconana. K coxanenuto, cieayer OTMETUTb,
4TOo B Y30€KuCTaHe B TOJAbl HE3aBHUCHUMOCTH IOCTEIIEHHO IIEpecTald TOTOBUTH
CHELMAIMCTOB KakK C BBICIIUM, TaK U CpeJHe-ClelnaIbHbIM 00pa3oBaHUEM B 001acTH
TOProOBJIU. XOTs TOPTOBIIsl U OOIIECTBEHHbIE TUTAHUE CaMasl Pa3BUBAIOLIASICSA OTPACIb,
70Ji1 Majoro OW3HECa W YacTUYHOrO MNpEeANpUHUMATENIbCTBA CaMasl BbICOKAs:
[lepectanu nmoaroraBiuBaTh pabOTHUKOB TOPIOBJIM B KOJUIEAKAX U TEXHUKyMax. B
ToproBeix ceTsax «Kop3uHka» u «Makpo» ecTb CBOSI KpPAaTKOCpOYHas CHCTEMa
MOATOTOBKU CIELMAIMCTOB HU3IIET0 M CPEIAHEro 3BEHO, KOTOPBIA MPOUCXOIUTH B
TeueHne 3-4 mecsaueB. OIHAKO TEKYy4eCThb KaJIpOB B ITOW CHCTEME IOKAa3bIBAET
HeA(P(EKTUBHOCTH TAKOM ITOCTAHOBKH JICIA.

Kak wu3BecTHO, 4YTO MPOAAKM WIM OKa3aHWE YCIYr MOTyT OBITh Kak
YHOpSA0YEHHbIE, TaK HeynopsaoueHHble (Gopmbl. K ynopsimoueHHbIM, MHOTAAQ MBI
OTHOCUM KaK PEryJIMPyEMbIM, TOPIOBBIE LIEHTPHI, CYIIEPMapKEThl, Mara3uHbl, JABKH,
JapbKU U Ap. K HUM Celuac MOXKHO OTHECTH 3JIEKTPOHHYIO TOPrOBIIIO, KOTOPask UMEET
OBICTPYIO TEeHAEHLHUIO pa3BuTua. Hampumep, B Y30ekuctaHe Hapsay € TaKUMHU
3HAMEHUTBIMH KOMIIAHUSAMH B cdepe MmapkeTiuieiic kak AmazoH, Anubaba, O30H,
nercTByroT MmecTHble mnpenacraButenn Uzum, Olcha, Abad u ap. B Hux MoXHO
npuoOpeTaTh B pa3IuM4HbIX (opMax pacyeTa, Kak HaJlWyHble W Oe3HaJIMYbIe,
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KOHTPOJIUPYETCSl KAUeCTBO, 00ECIIeUnBaeTCs KyJbTypa oOcayxuBaHus. Torna kak B
HEYIOPSAIOUYEHHBIX (OopMax TOProBiIM, 3TO NPEXKIE BCEro JEXKaHCKHUE Oa3aphl,
yIU4Has TOPrOBIS W JAp., TI€ HE BCErAa TapaHTUPYETCS KadyeCTBO MU KYJIbTypa
oOciyxuBanusi. EcTb ciydanm HemoBeca, oOMaHa M APYTUX HETaTUBHBIX SIBICHHM.
EcTecTBEHHO B 3THX CUTyalUsX NOBEACHYECKAs peaklys IOTPEOUTENEH UMEET CBOIO
CHCIU(PUKY.

Kak BMIHO, HAllEIECHHOCTh HAa NPOJAXKY CYLIECTBYIOIIMM KIMEHTaM SIBJISCTCA
ropazzio 0osee pe3yabTaTUBHON U MEHEE 3aTPAaTHON MapKETUHIOBOM CTpAaTETUeH, 4YeM
IIOMCK HOBBIX ITOKYTIaTEIICH.

BbIBO/IbI 1 NTPEJAJIOKEHUSA

1. Ilpexnme Bcero 4YETKO HCHOJb30BaTh TEPMHUHOJOTHUIO MOTPEOUTENb,
MOKYIATellb M KIHEHT, TaK KAK OHHU MO CMBICIY MW COAEPKAHUIO OIPEICISIOT
pa3ianyHOEe KayecTBEHHOE cocTosiHue. OmMOKM B TEPMHHOJIOTMM OTPHUIATEIBHO
OTPAXKAIOTCA B PE3yJbTaTaX MapKETHUHTOBBIX HCCIEIOBAHHI, U COOTBETCTBEHHO, B
MapKETUHTOBBIX PEIICHUSX.

2. KiMeHTOOpHEHTHpOBaHHAs  KOHLEMIMS  MapKeTUHTa  MPEANoJiaraet
YIOBJIETBOPEHUE TMOTPEOHOCTEM U IJKEJNaHWM ToKymarene. J[as Topromwix
OpraHu3alMidi 11 TOro 4YTOOBI MOJNy4YaTb HPHUOBLI, HEOOXOJMMO MPEAOCTABISATH
MOKYIaTeNIsIM HEUTO [IEHHOE, COOTBETCTBYIOIIEE, KAK MUHUMYM WX HUM OKUJaHUSIM.

3. VYnpaBieHue MapKETHMHTOM TMIPEAINoJiaraeT COOTBETCTBUS CYOBEKTa H
00BEKTa, NHAaYe TOBOPS JJIS TOTO, YTOOBI LEMOYKA «YAOBIETBOPEHHOCTh-JIOSIBHOCTh-
npuoObUIE» padorana 3¢dekTuBHO, TO AesTenbHOCTh CRM  jmomkHa cBs3aHa C
MPUOBLIBIO.

4. UYtoOwl oprann3oBaTh 3Q(PEKTUBHYIO CHUCTEMY TOPTOBIH, TO HEOOXOIUMO,
NpeXJae BCEro, TMOJATOTOBUTh  KBAIM(PHUIIMPOBAHHBIA  TOPTOBBIM  MEPCOHA.
CrennanbHOCTh M HaIpaBleHUE « DKOHOMHUKA TOPTOBIN» JOJKHA OBITh HE TOJIKO B
OakanaBpuaType, Ho U B Maructparype. C yueTom 3JIeKTPOHHOM TOPTOBIIH, KOTOpas B
HacTosIIee BpeMsi UMeeT OypHOe pa3BUTHA B Y30€KHUCTaHe, CIeyeT MOAr0TaBINBATh
CHEHUATNCTOB TOPTOBJIH C YYETOM Pa3BUTHIX HH()OPMAIMOHHBIX TEXHOJIOTHH.

5. TloaroroBka kaapoB Tpedyetr oobeauHenus ycunuit BY3oB ctpan CHI'. Ha
Haml B3MJIsA, Ha Oaze MHCTUTyTa MPOMBINUIEHHOIO MEHEIKMEHTa, SKOHOMHUKH U
TOProBJAM  CIEAYEeT CO3JaTh Y4YE€OHO-METOJUYECKOE OObEIMHEHHE, KyJa C
yI0BOJIbCTBUEM TipeAcTaButenn TT DY Bouwu Obl. Takoe mojiokeHue mo3BOJIUIIO0 Obl
O00OBEUHUTH YCUIIMS MO MOJATOTOBKE TOPrOBOIO MEPCOHANA, COBMECTHO MPOBOJUTH
HAy4YHO-METOJANYECKUE PAOOTHI.
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