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Annotatsiya

Ushbu magqolada rivojlanayotgan mamlakatlardagi tarmoqli supermarketlar
faoliyatida CRM-boshqgaruvining samaradorligini oshirishda mijozlar ma’lumotlari,
sodiqlik dasturlari va omnikanal strategiyalarning roli tahlil gilingan. CRM tizimlari
orgali mijozlar harakati kuzatilib, CLV (Customer Lifetime Value) indikatorlari
asosida individual yondashuvlar ishlab chiqilgan. E-commerce bozoridagi o‘sish
sur’atlari, naqd pul ustunligi, ragamli infrastrukturadagi tafovutlar va logistika
muammolari kontekstida CRM texnologiyalarining qo‘llanilishi baholangan.
Tadqiqotda tizimli adabiyotlar sharhi, empirik ma’lumotlar tahlili va amaliy tavsiyalar
asosida samarali boshgaruv modeli ishlab chiqgilgan. Mavjud muammolarga qarshi
moslashtirilgan yechimlar taklif etilgan. Olingan natijalar CRM strategiyalarining
iqtisodiy samaradorligini oshirishga xizmat qiladi.

Kalit so‘zlar: CRM-boshqgaruvi, mijozlar ma’lumotlari, sodiqlik dasturi, CLV,
omnikanallik, e-commerce, rivojlanayotgan bozorlar, supermarket, marketing
strategiyasi, personalizatsiya.

AHHOTALMSA

B cTtaTthe mpoaHanm3zupoBaHa poiib KIIMEHTCKUX JaHHBIX, TIPOTPAMM JIOSITBHOCTH
M OMHHMKAHAJbHBIX CTpaTeruii B moBbimieHHH ddexktnBHOCTH CRM-ynpaBnenus B
CETEBBIX CyIepMapKeTax pPa3BUBAIONIUXCS CTPaH. BbUIM pacCMOTPEHBI KITFOUEBBIC
nokazarenu CLV u ux 3HaueHUE B NMEPCOHANM3AUMN KIMEHTCKOro omnbiTa. OUEeHEeHo
BIIUSTHUC CTICTIM(UKH Pa3BUBAIOIINXCS PHIHKOB — BEICOKHX JIOJICH HAJIMYHBIX PacueTOB,
HEPaBHOMEPHOTO HMHTEPHET-TIOKPHITHSI W JIOTUCTUYCCKUX OTPAaHWYCHUH — Ha
peammzanio  CRM-npaktuk. Mertononoruss  ucClieIOBaHUST  OCHOBAaHA  Ha
CUCTEMATHYECKOM 0030pe JIMUTEepaTyphl U aHAIN3€ BTOPUUHBIX JaHHBIX. Pazpaborana
KoHIenTyanbHass Mojenb CRM, agantupoBaHHast Kk KOHTEKCTY LleHTpanbHON A3um.
[IpeacraBnensl mnpakThueckue pexkomeHaanmuu 1o unrerpanuun CRM-cucrem wu
MOBBIMICHUIO PO3HUYHON 3 dekTuBHOCTH. [lomydeHHble pe3ylnbTaThl MOTYT OBITh
MPUMEHEHBI pUTEHIIEpaMHU JIJIsl ONITUMU3AIMY MAPKETUHTOBBIX PEIICHUN.

KuwueBbie caopa: CRM-ynpaBinenue, kiaueHTckue gaHHele, CLV,
OMHHMKaHAJIbHOCTh, MPOTPAMMBI JIOSTILHOCTH, PO3HUYHAS TOPTOBIIS, Pa3BHBAIOLITUECS
PBIHKH, DJICKTPOHHAS KOMMEPIIHS, CyTIEpMapKeET, TePCOHATU3AITHS.

Abstract

This article analyzes the role of customer data, loyalty programs, and omnichannel
strategies in enhancing CRM management efficiency in chain supermarkets in
developing countries. Key CLV indicators and their relevance in personalizing
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customer experience are discussed. The impact of contextual factors—such as cash-
dominated payments, uneven digital infrastructure, and logistical limitations—on CRM
implementation is assessed. The research methodology is based on a systematic
literature review and secondary data analysis. A conceptual CRM model adapted to the
context of Central Asia has been developed. Practical recommendations are presented
for integrating CRM systems and improving retail performance. The findings can be
applied by retailers to optimize marketing strategies and customer engagement.
Keywords: CRM management, customer data, CLV, omnichannel, loyalty
programs, retail, developing markets, e-commerce, supermarket, personalization.

BBEJIEHUE

['moGanpHBI TPOIYKTOBBIM PUTEHST TEepeKUBACT Mepuojl (HyHIaMEHTAIbHOM
TpaHchopmali,  OOYCIOBICHHOW  CTPEMHUTENbHBIM  POCTOM  DJIEKTPOHHOM
KOMMEpIIMK, HMHTEHCU(UKAIIME 1I€HOBOM KOHKYPEHIIMM U  CYIIECTBEHHBIMU
M3MEHEHUSIMHU TOTpeOuTenbckoro nosenenus. CornacHo gaHHeIM Fortune Business
Insights, mupoBoii pprHok CRM-pemiennii ouenuBaics B 101,41 mupa gomnapos CLIA
B 2024 roxy u mporHosupyercs noctuub 262,74 mnpn nomtapos k 2032 roxy npu
cpeaHerooBoM temne pocta 12,8% [1]. PO3HUYHBIN CEKTOp 3aHUMAET JIMAUPYIOIIHE
MO3ULIMH, aKKymyJupyss 25% oOmeir peiHOYHOM nonmu CRM-pemenuit, 4To
CBUJIETENBCTBYET O KPUTUYECKON 3HAUUMOCTHU KIMEHTOLEHTPUYHBIX TEXHOJIOTHM 1151
JAHHOU oTpaciu [2].

Pa3BuBaronyecss peIHKM JEMOHCTPUPYIOT OCOOYI0 JAMHAMHUKY B KOHTEKCTE
1u(poBoi TpaHCHOpPMALIUU PO3HUYHON TOPTOBIIU. PHIHOK 3JE€KTPOHHON KOMMEpPLUU
HentpanbHoii Asum goctur 14,7 wmnpn  npommapo CIHA B 2024  rony,
IIPOJIEMOHCTPUPOBAB POCT Ha 32% 1O CPaBHEHUIO C NPEABLAYIIUM TOJOM, YTO
CYIIECTBEHHO MPEBBINIACT TJI00aIbHbIE TToKa3aTenu B 9,4% [3]. Kazaxcran muaupyet
B PETHOHE: 00BbEM DIEKTPOHHONW KOMMEPIIMHM cocTaBui 4,6 mupja mosuiapoB B 2023
rojly, 4To FKBUBaJIEHTHO 13% po3HUYHOT0 TOBapooOopoTa o cpaBHeHUIO ¢ 4% B 2020
rony [4]. B Y30ekucrane pblHOK e-commerce npeBbicua 1 miupa posutapoB B 2023
rojy, cocTaBJisisi 0koJio 4% o011ero po3HUYHOTO 0bopoTa [5].

Cneunduka mnpumeHeHuss CRM-cucteM Ha  pa3BUBAIOIIMXCA  PBIHKAX
omnpenensieTcss PSAAOM KOHTEKCTyalbHbIX (hakTOpoB. Bo-mepBbIX, coxpaHsercs
BBICOKAs NIOJIS1 HAJIM4YHBIX IUIaTekeil: B LleHTpanbHOM A3uMM HaIUYHBIE PACUYETHI
COCTABJISIIOT HAWOONBIIUA CErMEHT IUIaTEXHBIX TpaH3akiuil [6]. Bo-BTopbIxX,
MIPOHUKHOBEHUE UHTEPHETA B TOPOACKUX arjomepanusx npesbimaetr 80%, Toraa kak
B celabCkux padoHax Jumb  40%  JOMOXO3SHCTB  HMEIOT  CTAOWMIIBHBIN
IIUPOKOIIONOCHBIN jgoctyn [7]. B-TpeTbux, TpaaullMOHHBbIE DPBIHKK (0Oazapbl) H
HE3aBHCHMbIE Mara3uHbl OCTAIOTCA JOMUHHUPYIOMIMM (OpPMaToM PO3HUYHOM
TOPTOBJIH, CO3/[aBasi KOHKYPEHTHOE JIaBJICHUE HAa COBPEMEHHBIE ceTeBbIe (hopmaThi [8].

Hayunplif mpoOesn HaAcTOSALIETO HCCIENOBAaHUS CBSI3aH C  OTCYTCTBUEM
KOMILJIEKCHOTO (ppeliMBOpKa, cucreMarusupytomero ycnemsslie CRM-npakTuky,
aJanTUPOBAHHbIE K BBI30BaM  pa3BUBarOUIMXCS  PbhIHKOB.  CylllecTBYIOIINE
MCCJIEIOBAHMS TTPEUMYILIECTBEHHO (POKYCHPYIOTCS Ha 3pEJbIX PHIHKAX C Pa3BUTOU

MH(DPaCTPYKTYpOil, CTAOMIIbHBIM 3aKOHOIaTEILCTBOM U BBICOKOM J10JI€H O€3HATMYHbIX
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matexei. Llenb ucciaenoBanus COCTOUT B pa3padoTke cTpaTerudyeckoi mojaenn CRM-
ynpasneHusi, Makcummsupytomeit Customer Lifetime Value u onepannonhyto
3¢ (HEeKTUBHOCT CETEBBIX CYNEPMAPKETOB B Pa3BUBAIOLINXCA SKOHOMUKAX.

JIUTEPATYPHBIN OB30P

Ieonroyus konyenyuu CRM 6 poznuunoii mopzoéne

Konnenuus ynpaBiaeHuss B3aUMOOTHOIICHUSIMA C KJIMEHTAaMU NIpeTeprena
CYHIECTBEHHYIO 3BOJIIOLHAIO OT MPOCTOM aBTOMATH3aluu npojax B 1990-x rogax no
KOMIUJIEKCHOM aHAITUTUYECKOM CUCTEMBI, IICHTPUPOBAHHOMN BOKPYT JKMU3HEHHOTO 1IUKJIA
kiuenTta. CoBpemennoe CRM-ynpaBieHue CTpyKTypUpyeTCs Mo TPEM HANPABIICHUSM:
orepalnvoHHOe (aBTOMAaTH3allUs MapKETHWHIa, MPOJaX U CepBHUCA), aHAIUTHUYECKOE
(ucnonp30BaHWe  JTAHHBIX  JUIs TOHUMAHMS  KJIMEHTCKOTO  TIOBEACHHS) U
KOJJIa0OpaTUBHOE (MHTETpaIis B3aUMOJCHCTBUS Yepe3 MHOKECTBEHHbBIE KaHaJbl) [9].
CoriacHO NaHHBIM OTpacCiEeBbIX HccienoBaHUM, 91% KoMmaHWili ¢ YHCIEHHOCTHIO
6osiee 10 corpyaHukoB ucnonb3yroT CRM-cuctemsbl, npu 3TOM 00JaYHbIC PEIICHUS
cocTaBistoT 87% BHeapenuii [10].

B koHTekcTe po3HuyHOM Toprosiu aHaautudeckuiit CRM npuobperaeT ocoOyro
3HauuMocTh. RFM-anamu3  (Recency, Frequency, Monetary) mo3BoisieT
CErMEHTHPOBATh KIMEHTCKYIO 0a3y IO mapameTpam AaBHOCTH MOCIEIHEH MOKYIKH,
YacTOThl TPaH3aKUUWA U JEHEKHOro o0bEéMa, UIeHTU(DULIMPYS HauboJiee LEHHbIE U
puckoBsie cerMeHThI [ 11]. IlpenuktuBHOE MoAenupoBanue oTToka (churn prediction)
oOecrieuynBaeT paHHEE BBISIBJICHUE KJIMEHTOB C BHICOKON BEPOSTHOCTBHIO MPEKPaICHUS
B3aMMO/JICUCTBUS, YTO TIO3BOJSET MNPHUMEHSATH TapreTHPOBAHHBIE YACPKUBAOIINE
Mepel [12]. HWaTerpamuss maHHBIX #U3 (U3HMUECKUX Mara3uHOB, MOOMIIbHBIX
MPWIOKEHUN W OHJIAWH-TIATGOPM B €IUHYI0 IIaTOpMy JaHHBIX O KIMEHTaX
(Customer Data Platform, CDP) ¢opmupyer ocHOBYy mjii NEepCOHANIM3AIUU U
OMHHMKaHAJILHOTO B3auMojieicTBus [13].

Customer Lifetime Value kax unmezcpanvuas mempuka

Customer Lifetime Value (CLV) npeacrasisieT co60il IpOrHO3UPYEMYIO YHCTYIO
MPUOBLIb, TCHEPUPYEMYIO KIIMEHTOM 3a BECh MEPHUO]T B3AaUMOACHCTBUS ¢ KOMITAHUEH,
U BbICTyMaeT Bbiciied MeTpukoi apdektuBHocTH CRM-yrnpaBnenus [14]. @opmyna
pacuéra CLV uHTErpupyeT CpeIHIO CTOMMOCTbH MOKYIKH, YaCTOTYy TPAH3AKLIHUN U
MPOJOJKUTENBHOCTh KIIMEHTCKUX oTHOIIEHU. IBM onpenensier CLV kak kiroueBoi
MoKa3zaTeslb JJIsi TMOHUMaHUs OOIIMX TMOKa3aTelled yAEep)KaHus M JIOSJIbHOCTH
KJIMEHTOB, TIO3BOJISIONMNA OOOCHOBATh WMHBECTHUIIMOHHBIC PEIICHUS B 00JacTu
MapKeTHHTa U KJIMEHTCKOro cepBuca [15].

3nopoBoe cootHomieHne CLV k croumoctu npusiedeHus kiaueHta (Customer
Acquisition Cost, CAC) cocrtaBiser 3:1 uiam BbIIIE, YTO O3HAYACT TPEXKPATHOE
MPEBBIICHUE J10X0/a OT KJIMEHTa HaJl 3aTpaTaMd Ha €ro mnpuBieueHue [16].
UccnenoBanusi TEeMOHCTPUPYIOT, UYTO KOMIIaHHWH, HUcnoib3ytoume CRM-cucremsi,
¢bukcupyrot yBenuuenue kodpdunrenta kousepcuu Ha 300%, 4To HEMOCPEeACTBEHHO
Tpa"nciupyercas B poct CLV [17]. IlepconHanu3upoBaHHBIE pPEKOMEHIAIINH,
OCHOBAHHBIC HA aHAJIN3€ MOKYNaTEICKOTO MOBEICHUSI, YBEIUUYUBAIOT CPEIHUN YEK U
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YacTOTY MOBTOPHBIX MOKYIMOK, (pOpMHPYsI YCTOMUMBBIN LUK pOCTa MOXKU3HEHHOU
LIEHHOCTH KJIMEHTA.

Omuuxanansnocms kax opaueep CLV

OMHuKaHanbHast cTparerust oOeCleYMBAET E€IUHBIN, IOCIEI0BATEIbHbBIN H
WHTETPUPOBAHHBIN OIBIT B3aUMOJICUCTBUS KIMEHTA ¢ OPEHI0OM YEPE3 BCE TOCTYIHbBIE
KaHaJIbl 0€3 pa3pbIBOB U IIBOB. B 0TiIMuMe OT MHOTOKaHaJIbHOCTH, OMHUKAHAIBHOCTD
LEHTPUPOBAHA BOKPYI KIMEHTa, a HE OTAENbHOrO KaHama mponaax [18].
Cratuctrueckue  JaHHBIE  CBUACTEIBCTBYIOT O  KPUTHYECKOM  3HAYMMOCTHU
OMHHKaHAJIbHBIX cTpareruil: 73% nokynarenel UCHoJb3y0T 0oJiee OJIHOTO KaHaja B
IIPOLIECCE COBEPUICHUS IMOKYIKH, & OMHHUKAHAJIbHBIE KIMEHTHI JEMOHCTPHPYIOT Ha
30% OoJiee BBICOKYIO MOXU3HEHHYIO LIEHHOCTb 110 CPABHEHHMIO C MOHOKAHAJIbHBIMU
[19].

['moGanpHbIE OMHUKAHAIBHBIM PO3HUYHBIA PBIHOK OIIGHMBaeTcs B 5,9 TpiH
nomnapoB CIIIA mno cocrosauto Ha 2024 rox [20]. MapkeTHHroBbIE KaMIIaHUH,
3aJIeicTByIOIME TpU W Oojiee KaHana, AocTuraroT Ha 287% 0oJiee BBICOKUX
MoKa3aTesied KOHBEpCUU. bpeHabl C pa3BUTHIMH OMHUKAHAJIBHBIMU CTpaTErUsIMHU
(UKCUPYIOT POCT roI0BOM BBIpYUKH HA 9,5% 1o cpaBHeHuto ¢ 3,4% y KkoMnaHuil co
cnaObimu ctpaTerusimu [21]. Yenyra «kynuTh oHzaitH — 3a0paTh B Marazune» (BOPIS)
npeanountaercs 50% mnorpedutenei, npu >ToM 67% K3 HUX COBEPIIAIOT
JOTIOJIHUTEIIBHBIE TIOKYTIKU P MTOTYYEHUH 3aKasa [22].

METOAOJIOT'UA

MeTo10/10rn4eCcKy 10 OCHOBY UCCIIEJOBAHUS COCTABIISIET CUCTEMAaTUYECKUI 0030D
muteparypbl (Systematic Literature Review, SLR) ¢ mnocneaymoommm CHHTE30M
npaktuk (Synthesis of Practices). Bpibop ganHoro wMeroga 00ycCJIOBIICH
HEOOXOUMOCTBIO CTPYKTYPUPOBAHHOTO aHaJIM3a SMIUPUUYECKUX JI0KA3ATEIbCTB U
TEOPETUUECKUX MOJIENIEH C afanTalurel BbIBOJAOB K CIIEIU(PUUECKUM ONEepaliMOHHBIM
BBI30BAM PAa3BHUBAIOIINXCS PBIHKOB lleHTpanpHOM A3uu, Mg KOTOPBIX TOCTYH K
JETANU3UPOBAHHBIM [TEPBUYHBIM JIaHHBIM B TyOJIMYHOM I0JI€ OTPAHUYEH.

[TouckoBas cTparerus peanu3oBaHa B 0a3ax gaHHbIX Scopus, Web of Science u
Google Scholar 3a nepuoa 20052025 rogos. [lonckoBbie 3anpochl GOPMUPOBATHCH
Ha OCHOBE KOMOMHaIui kitoueBblx TepMUHOB: « CRM AND retail AND loyalty AND
emerging marketsy», «supermarket AND loyalty program AND CLV», «customer data
platform AND personalization AND grocery». Kputepuu BKIIOYEHUS OXBATHIBAIU
MOJIHOTEKCTOBBIE PELICH3UPYEMbIE MyOIUKALIMK C SMIIMPUUECKUMHU pe3yIbTaTaMU WK
TEOPETUYECKMMHU MOJEIISIMU, HENOCPEACTBEHHO OTHOCAIMMHUCS K CRM, nosimpHOCTH
U OMHHUKAaHaJIbHOCTH B PpO3HUYHOM Toprosie. Mckimtouanuch myOnuMKaluu, He
CBSI3aHHBIE C PUTEMIIOM UJIH YIIPaBJICHUEM KIMEHTAMHU.

Cxema TeMaTH4eCKOro KOAUPOBaHUsI BKIIIOUaa YeThIPEe aHAIUTUIECKUX YPOBHSI:
CRM-BO3MOXKHOCTH (MCIOJIb3yEMbIE TEXHOJIOTUU U MPAKTUKH), IOBEICHUE KIIMEHTA
(M3MeHeHre YacTOThI, CPEIHEro ueka, oTToka), agdextuBHocth cetu (CLV, mpomo-
ROI, MapXuHanbHOCTb), KOHTEKCTHBIE MOJEpAaTOphl (JOBepHe, HHQIISILMS,
Joructuyeckas HUHPpacTpykrypa). JJomoaHUTENbHO MPOBEAEH aHAIM3 BTOPHYHBIX

naHHbIX oTpacieBbix 0TuéToB IMARC Group, Fortune Business Insights, Precedence
______________________________________________________________________________________________________________________________|
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Research u News Central Asia mis BepuduKauu KOJIMYECTBEHHBIX MOKa3aTesel
peiaka CRM 1 s5ekTpoHHOM Kommepuyu B LleHTpanbHoi A3nu.

AHAJIN3 U PE3YJIBTATDBI

Konyenmyanonas mooeno CRM-ynpaenenus

CuHTe3 nuTepaTypsl MOATBEPKIAET, 4TO 3(P(HEKTUBHOCTH PO3HUYHOU CETH,
u3Mepsiemast B repMuHax CLV 1 MapKUHATBHOCTHU, SBIISETCS PE3yIbTaTOM CIOXKHOU
NpUYMHHO-CIeACTBeHHON 1enu. Texnonornueckue CRM-Bo3moxHoctu (cOop
JTAHHBIX, AaHAJIMTHKA) TPeo0pa3yloTcs B MEepCcoHaIn3alnio (yrpaBieHUeCKUH BBIBO),
KOTOpasi MOAMGUIMPYET TMOBEACHHE KIueHTa (yAep)KaHue, YacToTa IOKYIOK),
reHepupysi HU3MepuMble (PUHAHCOBBIE pe3yabTaThl. KIIOUEBBIM BBIBOJAOM IS
Pa3BUBAIOIIMXCS PHIHKOB BBICTYNAET KPUTUUYECKASI POJIb KOHTEKCTHBIX MOJEPATOPOB,
OMPEIEISAIONUX CUITY KaXJI0ro 3BeHa JaHHOU LETIOYKU.

CRM-BO3MOKHOCTH (Pecypcnast 6a3a)

C60p TpaH3aKIHOHHBIX
JIAaHHBIX

Enunerit npoduns

RFM-cermenrarust MoOuibpHOE IPUIOKEHUE
KIJIEHTa

'4'

MEJIUATOP: Ananutuka u Ilepconaausanus

IIpeqMKTHBHOE MOJIEITMPOBAHIE OTTOKA Tlepconanu3upoBaHHbie TPOMO-0hdeps OnTHMH3aIHs ACCOPTHMEHTA

MNOBEJEHUE KJIMEHTA (IIpomMe:xyTO4HBIi pe3yJIbTaT)

|¢

PocT 9acToTHI OKYIIOK CHmxeHne oTToka (Retention) Poct cpennero yexa

IOPEKTUBHOCTbD CETH (KoHneuHnblii pe3y1bTaT)

'4'

Customer Lifetime Value (CLV) IIpomo-ROI MapKHHaTbHOCTh

KOHTEKCTHBIE MOJAEPATOPBI (Pa3BuBaommuecs pbIHKH)

|¢

KagectBo orucTuku Konkypenmus HedhopMaabHOTO

HHcTuTynroHansHoe 10BEpUe YpoBeHb HHIALINH =
«IOCICIHEH MU CEeKTOpa

PucyHnok 1. KonuenryaiasHas moaeas CRM-ynpasiaenus 1is
Pa3BUBAIOLINXCS PHIHKOB!

Konuuecmeennwvie nokazamenu pvinka CRM u snexmporHot kommepyuu
AHanu3 peIHOYHBIX JTAHHBIX JIE€MOHCTPUPYET yCTONUYMBBIN pocT cermeHTa CRM
B pO3HUYHOM Toprosie. [obGanbHbli pbiHOK CRM-pemieHuit xapakTtepusyeTcs

! IcTOYHMK: COCTAaBIEHO aBTOPOM Ha OCHOBE CHHTE3a JIUTEPATypHI [9, 14, 18]
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JTOMHHUPOBAHUEM TporpammHoro obecnevenus (76,8% Boipyuku B 2024 rony), npu
ATOM KpYIHBIE Tpeanpustus obecmeunBaroT 62,3% rnobambHON BBIpYyYKH [23].
CermMeHT Majoro u CpeiaHero OM3Heca JIEMOHCTPUPYET Hanbojee TUHAMHUYHBIN POCT
co cpeaHerooBeiM TemnoM 13,2% no 2030 roxa, 4To 00YCIOBIEHO JOCTYITHOCTBIO
oONavyHBIX permeHu u wmomened moxanucku [24]. Tabmmma 1 mnpencraBiser
CpaBHUTENbHBIE MOKa3aTedn pbIHKOB CRM M 31€KTpOHHOW KOMMEpPLIMHM B pa3pese
PETHOHOB.

Taoauna 1.
IHoka3zarean ppinka CRM H 3/1eKTPOHHON KOMMEPUHH 10 PerHOHAM
(2024)!
O0bém ppiHKa E-commerce HoJs e-com B
CAGR
Peruon/Ctpana CRM (mapna (Mmupa poJuiap po3Huie
noaaap CIIA) CIIIA) (potenT) (npouenT)
CeBepnast Amepuka 32,7 1 200+ 22-25 11,5
A3sunarcko-
TuxooKeaHCKU 249 2 500+ 25-30 14,2
pPETHOH
Henpaneras Az 0,3-0,5 14,7 4-16 30,6
(Bcero)
— Kazaxcran H/7 4.8 16,6 61*
— V30ekucran /1 1,0 4,0 87**

Ipumeuanus: * pocm 3a nepsoe nonyzooue 2024 2.; ** pocm npooaosic na nramgopme
Wildberries 3a 9 mecayes 2024

Brauanue omnuxananonocmu na CLV

Pe3ynbTaThl CUHTE3a JUTEPATYphl MOJITBEPKIAIOT CTATUCTUYECKU 3HAYMMOE
BJIMSIHUE OMHHMKAHAJIbHBIX CTPAaTE€rMii Ha TMOKU3HEHHYI0 LEHHOCTh KJIHMEHTA.
OMNUpUYECKHE JaHHbIE IEMOHCTPUPYIOT, YTO KIIMEHTHI, B3aUMOJACHCTBYIOIIHE C
OpeHIOM Yepe3 MHOKECTBEHHbIE KaHaslbl, reHepupyroT Ha 30% Oonee Bbicokuiit CLV
M0 CpPaBHEHHUI0O C MOHOKaHalbHbIMM TOKynatenmsamu [19]. Cpennmii  4ek
OMHHKAHAJIBHBIX KIMEHTOB Ha 13% mpeBhIIaeT MNOKa3aTeln OJHOKAHAJIBHBIX
MOKynaTesnei, 4To 00bACHSIETCS MOBBIILIEHHBIM Y00CTBOM U MEPCOHAIU3UPOBAHHBIMU
pekoMmeHaauusaMu [22]. Pureinepsl, BHEIPUBIINE OMHHKAHAJIbHBIE CTPATETUH,
¢bukcupyrotr 9,5% poct rogoBoii BeIpydkd TpoTuB 3,4% y KOMIaHuii co ciaabou
OMHMKaHaJILHOM UHTETrparueit [21].

B koHTekcTe pa3BUBAKOIMIMXCS PHIHKOB lleHTpanbHONM A3MM OMHUKaHaJIbHas
uHTerpanust mnpuodbperaer cnemudpuueckue Qopmel. [lmatdpopma Kaspikz B
Kazaxcrane uHTerpupyeT OaHKOBCKHE YCIYTH U PO3HHYHBIE MOKYIKH, OOecreunBas
30 MJIH eXEeMEeCSIYHBIX aKTUBHBIX MOJIb30BaTENEH U CpeAHUN YyeK okojio 50 goiapos
CIIA [4]. B V306ekucrane mnargpopmMa Uzum akTHBHO pa3BUBAET MOJENb «KYIHU
ceilyac — maty norom» (BNPL), cooTBercTBylOIIyI0 MpUHIMIAM LIapHaTa, 4YTO
CYILIECTBEHHO PAaCIIUPSIET JOCTYIHOCTH JJIsl TOTpEeOUTENEH ¢ HU3KUM YPOBHEM J0X0/1a

! Ucrounuku: Fortune Business Insi%hts [1], IMARC Groug [3], News Central Asia [7], bne IntelliNews [4]
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[5]. Pa3Butue e-grocery u dark stores hopmupyeT HOBBII BEKTOP OMHUKAHAIBHOCTH C
¢doxycoM Ha nocTtaBKy B TeueHue 15-30 munyT [8].

bapvepur eneopenus CRM na pazsusarowguxcs polHkax

AHanM3 KOHTEKCTHBIX (AKTOPOB BBIABISET cHelU(pHUUEecKHe Oapbepsl,
Mozepupytome 3ppextuBHocTh CRM-ynpaBieHuss Ha pa3BUBAIOIIMXCS DPHIHKAX.
@parMeHTaluus JTaHHBIX, OOYCIOBJIEHHAs JOMHHHPOBAHUEM HAJIWYHBIX IUIATEXKEH,
CYIIECTBEHHO OTPaHUYMBAET BO3MOKHOCTU NepcoHanu3auuu. B LlenTpansHoil A3un
HaJIMYHBIE PACUETHI COCTABIIIOT 3HAYUTENBHYIO OO TPAH3aKUHM, YTO 3aTPYIHSET
dbopmupoBanue enuHoro npoduist kiaueHTa [6]. 'eorpaduueckas H30IUPOBAHHOCTD
pEruoHa yBeJIMYMBAET Joructuueckue u3aepxkku Ha 20-30%, orpaHnunBasi pa3BUTHE
yciyr noctaBk [7]. HepaBHOMepHOCTH IM(PPOBOM HHGPACTPYKTYPHI CO3AET pa3phIB
MEXAy TOpPOJACKMMH arjioMepanusMu (IpOHUKHOBEHUE WHTepHeTa Oozee 80%) u
cenbckuMu paitoHamu (40% AOMOXO3STHUCTB € MMPOKOMOJIOCHBIM JTOCTYToOM) [3].

Tabumnua 2.
Bbapbepsl BHeapenusi CRM u ynpas/ieHYeCKHe pelieHus 1JIA
Pa3BMBAIOLINXCS PHIHKOB'

Bapsbep Bansinne na CRM YnpaBJjieHUeCKOe peleHue
JloMuHHpOBaHME HeBo3M0XxHOCTH OCTpOEHUS QR-xozp!l Ha yekax s
HAJIMYHBIX TUTATEXKEH | €AMHOTO MPOGUIIS KITMEeHTA; UACHTU(PUKAIIIN; UHTETpalus

HU3KO0€ KaYEeCTBO JaHHBIX MOOMJIBHBIX KOLIEJIBKOB
Huskoe nosepue CHukeHue perucrpaiuu B [Ipo3paunast monuTuka
JAHHBIM IIPOrpaMMax JIOSUIbHOCTH; PUCK WCII0JIb30BaHUs JAHHBIX; OIS
MIOTEPU JIESTUTUMHOCTH AHOHHUMHOTO y4acTHus
Konkypenuus LlenoBoe naBieHue; HU3Kas 10 [lennoctHas quddepeHnranus:
6a3zapoB KOUIEJIbKA KJIINEHTa y100CTBO, Ka4eCTBO,
nepcoHaIbHbIe 0 deph
Jlorucruyeckue VBennuenue uzaepxek Ha 20-30%; | Pa3BuTue myHKTOB BbIIa4H;
OTpaHUYECHUS OTPaHUYECHHBIN OXBAT JOCTABKU ruOpuanbie mozenu click-and-
collect

BbIBO/IbI U NTPEJJIOKEHUSA

[IpoBeaéHHOE UCCIen0BaHUE TO3BOJISIET CPOPMYIUPOBATH PSSl KOHIENTYAJTbHBIX
W TMPAKTHYECKUX BBIBOJOB OTHOCUTENIbHO CRM-ymnpaBiieHusT B  CETEBBIX
cynepMapKeTax pa3BUBAIOIIMXCS pPbIHKOB. [oOanbubiii phiHOK CRM-pemenuit
JEMOHCTPUPYET YyCTONYUBBIN pocT, nocTUrHyB 101,41 mapa nommapos B 2024 rony,
IIPU 3TOM PO3HUYHBIA CEKTOP 3aHUMAET YETBEPTh PHIHOYHOW 107U. OMHUKAHAIbHBIC
KJIMEeHThl TeHepupyloT Ha 30% Oomee BBICOKYIO MOXXM3HEHHYIO IIEHHOCTh, YTO
000CHOBBIBACT MPUOPUTETHOCTh MHBECTUIIMM B HHTETPAIUIO KAHAJIOB MTPOJIAXK.

PoiHOK 3nekTpoHHOW Kommepiuu lleHTpanbHOM A3uM  XapakTepusyercs
onepexatomumu Temnamu pocta (30,6% CAGR), npu 3TOM 107151 OHTAMH-TIPOJAX B
PO3HMYHOM O00OpOTE CYIIECTBEHHO Bapbupyetrcs: oT 16,6% B Kazaxcrane g0 4% B
V30ekucrane. JlanHas acuMMeTpus CO31aET 3HAYNTENbHBIA MOTEHIIMA JJIs1 PA3BUTHUS
CRM-cTpareruii, ananTUpOBaHHBIX K JIOKaJbHBIM ycioBusM. KitoueBbiM pakTopom

1

HcTouHuK: COCTaBIEHO aBTOBOM Ha ocHoBe [3], [6], [7], [8]
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yCcmexa BBICTYIIAa€T HE TexXHoJiorudyeckass cioxHoctb CRM-cucrempr, a €€
CIIOCOOHOCTh TPEOOpPa30BBIBATh KJIMEHTCKHWE JaHHBIE B IEPCOHATM3UPOBAHHBIC
MPEJUTOKEHNS, CMEIIAIOIINE KOHKYPEHIUIO C LIEHOBOTO MOJS HA MOJIE LEHHOCTU U
yao0cTBa.

Ha ocHOBe pesynpTaToB HcciaeqoBaHUS  (GOPMYTUPYIOTCS — CIEAYOIIHE
MPAKTUYECKUE PEKOMEHJALMU ISl CETEBBIX PUTEMIEPOB PA3BUBAIOIIUXCA PBIHKOB.
Bo-nepBpiX, NOpUOPUTETOM MEPBOTO 3Tama JODKHO CTaTh  OOecleuyeHue
uaeHTUUKAIMY TpaH3akIui (eneBoi nokazarens 70%+) mocpeacTBOM BHEAPECHHUS
QR-x070B M MHTErpani MOOMIJIBHBIX KOIlIedbKoB. Bo-BTophix, RFM-cermenranms
MO3BOJISIET UJICHTU(PUIIMPOBATH BHICOKONPUOBUIBHBIE U BHICOKOPUCKOBBIE CEIMEHTHI
MIpM MUHUMAJbHBIX MHBECTHUIIMSIX B aHAIUTUYECKYIO HMHPPACTPYKTYypy. B-Tperbux,
nepexojl OT MAacCOBBIX CKUJOK K IMEPCOHANM3UPOBaHHBIM oddepam obecrieunBacT
IBYKpaTHbId pocT mpomo-ROI mpu coxpaneHuu mnokazatenel yzaepkaHus. B-
YeTBEPTHIX, MHTErpauus oQuiailH- ¥ OHJIAWH-KAHAJIIOB Yepe3 €IHUHYI0 IUIaTGopmy
nanubix o kireHTax (CDP) cnoco6cerByet pocty CLV rubpuansix kineHToB Ha 25%.

OrpaHndeHuss MCCIEIOBAHUA CBSI3aHbI C METOJOJIOTHEH CHUCTEMATHYECKOIrO
0030pa, HE IMO3BOJISIIONIEH YCTAHOBUThH MPSAMbBICE MPUYUHHO-CICJACTBEHHbBIC CBS3U
Mexay KoHKpeTHOM CRM-npakTUkol M (PMHAHCOBBIM PE3YyJbTaTOM B OTIEIBHOM
ctpaHe. HampaBneHusiMu OyIylIuX MCCIECIOBAHUN BBICTYHAIOT: JIMIIUPUUYECKUI
aHanu3 BiausHUS WHOIAIUMM Ha CLV-cerMeHThl, KaueCTBEHHOE HCCIICIOBAHKE
BOCIIPUSITUSL TIPUBATHOCTH JAHHBIX MOTPEOUTEISIMU, CpPABHUTEIbHBIA aHAIU3
OMHHMKaHaJIbHON 3((EKTUBHOCTH B TOPOACKUX UM PETUOHAIBHBIX KOHTEKCTaX,
ATUYECKHUE aCIIEKThI JVHAMUAYECKOIO 1IEHOO0pa30BaHUs Ha OCHOBE
nepcoHanuzupoanHoro CLV.

CIIMCOK MCHOJIb30BAHHOM JIMTEPATYPBI

1. Fortune Business Insights. Customer Relationship Management Market Report
[2032]. — URL: https://www.fortunebusinessinsights.com/customer-relationship-
management-crm-market-103418

2. Precedence Research. Customer Relationship Management Market Size to Hit
USD 275.30 Bn by 2034. — URL: https://www.precedenceresearch.com/customer-
relationship-management-market

3. IMARC Group. Central Asia E-Commerce Market Share, Growth & Report
2025-33. — URL: https://www.imarcgroup.com/central-asia-e-commerce-market

4. bne IntelliNews. Central Asia emerges as new e-commerce hub. — URL:
https://www.intellinews.com/central-asia-emerges-as-new-e-commerce-hub-359639/

5. Caspian Post. Central Asia Becomes Emerging E-Commerce Hub. — URL:
https://caspianpost.com/central-asia/central-asia-becomes-emerging-e-commerce-hub

6. IMARC Group. Central Asia E-Commerce Market: Cash payments analysis. —
URL.: https://www.imarcgroup.com/central-asia-e-commerce-market

7. News Central Asia. Report: State of E-Commerce in Central Asia. — URL:
https://www.newscentralasia.net/2025/10/16/report-state-of-e-commerce-in-central-
asia/ (mara obpamienus: 16.10.2025).

WWW.MARKETINGJOURNAL.UZ 312


https://www.fortunebusinessinsights.com/customer-relationship-management-crm-market-103418
https://www.fortunebusinessinsights.com/customer-relationship-management-crm-market-103418
https://www.precedenceresearch.com/customer-relationship-management-market
https://www.precedenceresearch.com/customer-relationship-management-market
https://www.imarcgroup.com/central-asia-e-commerce-market
https://www.intellinews.com/central-asia-emerges-as-new-e-commerce-hub-359639/
https://caspianpost.com/central-asia/central-asia-becomes-emerging-e-commerce-hub
https://www.imarcgroup.com/central-asia-e-commerce-market

*QAV Marketing

Y ILMIY, AMALIY VA OMMABOP JURNAL Ne 12-SON DEKABR, 2025-YIL

8. Dairy News. Kazakhstan's e-commerce sector leads in Central Asia. — URL:
https://dairynews.today/global/news/sektor-elektronnoy-kommertsii-kazakhstana-
lidiriuet-v-tsentralnoy-azii.html

9. Kumar, V., & Reinartz, W. Customer Relationship Management: A Databased
Approach. — John Wiley & Sons, 2006.

10. DemandSage. 37 CRM Statistics 2025 — Usage & Market Share. — URL:
https://www.demandsage.com/crm-statistics/

11. Miglautsch, J. R. Thoughts on RFM // Journal of Database Marketing. — 2000.
—Vol. 8, No. 2. —P. 168-171.

12. Lariviere, B., Van den Poel, D. Predicting customer retention and acquisition
with the general logistic regression model // Journal of Marketing Research. — 2005. —
Vol. 42, No. 3. - P. 321-336.

13. Gartner. Hype Cycle for Digital Marketing and Advertising. — Report, 2023.

14. Berger, P. D., & Nasr, N. I. Customer lifetime value: Marketing models and
applications // Journal of Interactive Marketing. — 1998. — Vol. 12, No. 1. — P. 17-30.

15.IBM. What is Customer Lifetime Value (CLV)? - URL:
https://www.ibm.com/think/topics/customer-lifetime-value

16. Refive. What is CLV in retail? — URL: https://www.refive.io/en/blog/clv-in-
retail/

17. DemandSage. CRM conversion  rate statistics. — URL:
https://www.demandsage.com/crm-statistics/

18. Lemon, K. N., & Verhoef, P. C. Evolving to a State of Omnichannel
Marketing // Journal of Marketing. — 2016. — Vol. 80, No. 6. — P. 145-151.

19. Firework. 52+ Omnichannel Stats You Can't Afford to Ignore in 2024. — URL:
https://firework.com/blog/omnichannel-statistics

20. Magenest. Omnichannel Retail Statistics: Current State and Future Insights. —
URL: https://magenest.com/en/omnichannel-retail-statistics/

21. Harvard Business Review. Omnichannel retail strategy research, 2023.

22. Firework. BOPIS and omnichannel statistics. — URL:
https://firework.com/blog/omnichannel-statistics

23. Mordor Intelligence. Customer Relationship Management Market Size,
Report Trends 2025-2030. — URL: https://www.mordorintelligence.com/industry-
reports/customer-relationship-management-market

24. Grand View Research. Customer Relationship Management Market Report,
2030. — URL: https://www.grandviewresearch.com/industry-analysis/customer-
relationship-management-crm-market

25. The Astana Times. Kazakhstan Plans to Increase E-Commerce Share to 20%
by 2030. — URL: https://astanatimes.com/2024/01/kazakhstan-plans-to-increase-e-
commerce-share-to0-20-by-2030/

WWW.MARKETINGJOURNAL.UZ 313


https://dairynews.today/global/news/sektor-elektronnoy-kommertsii-kazakhstana-lidiriuet-v-tsentralnoy-azii.html
https://dairynews.today/global/news/sektor-elektronnoy-kommertsii-kazakhstana-lidiriuet-v-tsentralnoy-azii.html
https://www.demandsage.com/crm-statistics/
https://www.ibm.com/think/topics/customer-lifetime-value
https://www.refive.io/en/blog/clv-in-retail/
https://www.refive.io/en/blog/clv-in-retail/
https://www.demandsage.com/crm-statistics/
https://firework.com/blog/omnichannel-statistics
https://magenest.com/en/omnichannel-retail-statistics/
https://firework.com/blog/omnichannel-statistics
https://www.mordorintelligence.com/industry-reports/customer-relationship-management-market
https://www.mordorintelligence.com/industry-reports/customer-relationship-management-market
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
https://astanatimes.com/2024/01/kazakhstan-plans-to-increase-e-commerce-share-to-20-by-2030/
https://astanatimes.com/2024/01/kazakhstan-plans-to-increase-e-commerce-share-to-20-by-2030/

23:: 4 <% A
PSS

ilmiy, amaliy va ommabop jurnali

Muharrir: Xakimov Ziyodulla Axmadovich
Ingliz tili muharriri: Tursunov Boburjon Ortigmirzayevich
Rus tili muharriri: Kaxramonov Xurshidjon Shuxrat o‘g‘li
Musahhih: Karimova Shirin Zoxid qizi
Sahifalovchi va dizaynerlar: Sadikov Shoxrux Shuxratovich

Abidjonov Nodirbek Odijon o‘g‘li

2025-yil, dekabr, 12-son

© Materiallar ko‘chirib bosilganda “Marketing” ilmiy, amaliy va ommabop jurnali manba sifatida

ko‘rsatilishi shart. Jurnalda bosilgan material va reklamalardagi dalillarning aniqligiga mualliflar

mas’ul. Tahririyat fikri har vaqt ham mualliflar fikriga mos kelavermasligi mumkin. Tahririyatga
yuborilgan materiallar qaytarilmaydi.

Mazkur jurnalda magqolalar chop etish uchun quyidagi havolalarga murojaat qilish mumkin.
Ilmiy maqola, ommabop maqola, reklama, hikoya va boshqa ilmiy-ijodiy materiallar yuborishingiz
mumkin.

Materiallar va reklamalar pullik asosda chop etiladi.

Elektron pochta: info@marketingjournal.uz
Bot: (@marketinjournalbot
Tel.: +998977838464, +998939266610

Jurnalning rasmiy sayti: https://marketingjournal.uz

Marketing jurnali O‘zbekiston Respublikasi Oliy ta’lim, fan va innovatsiyalar vazirligi huzuridagi Oliy
attestatsiya komissiyasi rayosatining 2024-yil 04-oktabrdagi 332/5 sonli qarori bilan milliy ilmiy
nashrlar ro‘yxatiga kiritilgan

“Marketing” ilmiy, amaliy va ommabop jurnali 2024-yil 15-martdan
O‘zbekiston Respublikasi Prezidenti Administratsiyasi huzuridagi Axborot va
ommaviy kommunikatsiyalar agentligi tomonidan C-5669517 reyestr raqami
tartibi bo‘yicha ro‘yxatdan o‘tkazilgan. Litsenziya raqami: Ne240874

“Marketing” ilmiy, amaliy va ommabop jurnalining xalqaro darajasi: 9710. TOCT
7.56-2002 "Seriyali nashrlarning xalgaro standart ragamlanishi" davlatlataro
standartlari talablari. Berilgan ISSN tartib raqami: 3060-4621



mailto:info@marketingjournal.uz
https://marketingjournal.uz/

