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INTRODUCTION

At the moment, market arrangements are being formed in production, but how to regulate them in the conditions of
market relations, how to use them in practice and their efficiency are problematic issues. This problem is the main
theoretical and practical problem of enterprises in the way of effective management of their economic activities.

The formation of a market economy in our country causes new problems related to consumer demand. The transition
to market relations imposes new requirements on market participants - forcing them to produce and sell used
products for specific consumer demands. The current policy of the Republic of Uzbekistan, based on the gradual
transition to a socially oriented market economy, creates the need to effectively organize the activities of enterprises,
firms and organizations, and adapt their internal and external economic relations to market requirements [1-3].

It should be noted that the implementation of structural changes in the leading sectors of the economy and the great
attention paid to the diversification of these sectors had a positive effect on the export volume, composition and
quality [4-7].

In today's environment, where the competition in the world markets is becoming more and more intense, it is of
utmost importance to fundamentally increase the competitiveness of our economy, to strengthen support for
enterprises that produce products for export, and to comprehensively encourage the participation of farms, small
businesses and private enterprises in export activities.

It is precisely in these areas that there are many untapped opportunities and potential. Unlike industrial enterprises
that produce products for export, small business entities and farmers are exempted from the obligation to sell 50% of
their foreign exchange earnings to banks, and they ignore the fact that they are primarily interested in supplying
products for export. we should not leave it [8-11].

The high level of active marketing use in the development of food industry enterprises, its scope, and the set of
methods used in analytical and processing processes, is one of the main points in determining and implementing the
enterprise's marketing strategy.

It is important to effectively organize marketing activities for enterprises to occupy appropriate positions in the
domestic market. Because modern competition is characterized by attempts not only to find a target market but also
to identify a potential buyer, its formation and increase in scope. is developing rapidly.

One of the main tasks facing enterprises is to identify potential buyers, to form use active marketing and gain a high
position in the market. In solving this task, the use of regular and effective active marketing is important in
determining the development of enterprises. The experience of large firms in economically developed countries shows
that the development of marketing theory and practice is directly related to the level of active marketing.

LITERATURE REVIVE

The scientific research of foreign scientists D. Aaker, G. Assel, L. Bun, D. Kurtts, F. Kotler, G.A. Churchill and others
are devoted to the problems of organizing marketing at the level of network complexity. In them, in most cases, the
use of active marketing in the conditions of the market economy, the methodology and the practice of improvement
are covered comprehensively and extensively [12-15].
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In the scientific works of the leading economists of the Commonwealth of Independent States, such as G.I. Bagiev,
I.K. Belyavsky, E.P. Golubkov, A.E. Ziryanov, D.T. Novikov, A.N. Romanov, the issues of using active marketing in the
conditions of the transition to a market economy were studied in detail. However, in their research, the issues of
using active marketing based on the regional conditions and characteristics of certain industries and enterprises are
not deeply reflected [16-18].

In our republic, A.Sh. Bekmurodov, M.R. Boltaboev, ].J. Jalolov, M.A.Nasriddinova, A.S. Soliev, A.A. Fattohov, Sh.J.
Scientists like Ergashkhodzhaeva are doing special work [17-19].

METHODOLOGY

The market economy in modern industrialized Western countries is defined by several features: first, the market is

filled with mass-produced goods.

This is due to the deepening of the division of labour, and the increase in the level of information acquisition by all

economic entities.

A comprehensive, detailed study of the market requires, first of all, the use of active marketing following consumer

groups and consumer characteristics of goods.

The marketing concept is a set of activities as follows:

— satisfaction of needs and desires with the help of research of the target market with a specific form;

— produce what can be sold;

— how to sell, i.e. direct to consumer or through wholesale and trade;

— find a potential buyer.

Based on the above rules, marketing functions are:

— comprehensive market research;

— planning of product types;

— development of measures (advertising, monitoring of customers' ability to pay and compliance with product
delivery terms and measures) to fully satisfy the current need;

— identify unmet demands and potential needs;

— sales planning and implementation;

- influencing production management and organization.

Each of these functions is important in its own way. However, connecting them together and using them in a complex

manner fully expresses the essence of active marketing.

"Marketing requires a changing brand policy, a good knowledge of the market situation and the future, a careful study

of buyers and consumers, and a constant policy of using active marketing." Therefore, marketing activities should be

based on certain principles.

The sales concept is a system of commercial-economic use of market entities, in which the seller tries to successfully

sell his products abroad, spending a lot of effort in the sales field. The main task of the seller's activity is to achieve

the required sales volume. influencing the buyer with the help of various methods of promotion, the seller encourages

him to buy his goods. In many cases, the seller does not bother to satisfy the needs of the buyer but also applies the

policy of forcefully selling his products. A sales concept can only be effective for a certain period of time when there is

a sufficient number of potential buyers.

The marketing concept is a system of commercial and economic use of market entities, which aims to successfully sell

their products abroad only by identifying the needs of customers and finding ways to satisfy them more effectively

than their competitors. To achieve its goals, the manufacturer puts the specific needs of customers first place.

Therefore, it is necessary to shift the main attention of the management from production activities to maintaining and

expanding the need for its products with the help of a system of marketing methods.

Thus, the marketing concept is customer-oriented, based on the fact that production serves his interests.

The concept of public marketing is a system of commercial and economic use of market entities, in which the seller

determines the needs of the market and finds ways to satisfy them more effectively than his competitors, following

the long-term interests of certain buyers and the world community as a whole. aims to successfully sell its products

abroad. Such a concept has not been around for a long time. Its emergence was caused by the deterioration of the

ecological environment, the occurrence of a shortage of raw materials and energy, the deepening of inflationary

processes, and the aggravation of the demographic situation. The enterprise that organizes its activities within the

framework of this concept sets itself the goal of meeting the needs of customers in accordance with the interests of

the community.

The experimental method is also widely used in marketing research. It is based on the creation of several comparable

cases in the study and the determination of the effect of variable indicators. For example, some urban women,

according to their customs, use hair-drying and hair-sorting tools separately. A sales firm is going to sell hair dryers

and hair straighteners manufactured in a generic way with the help of an electrical appliance manufacturer and to

study the customer's attitude towards it.

All the information and messages collected in the field of marketing, as a decision-making subsystem, are composed

of analytical methods, developments, decision-making models, and computer programs. It is natural that decisions

made in the framework of management are based on the analytical results of certain sources.
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In the modern concept of marketing, special importance is attached to market research, so the research serves as the

basis of the strategy and tactics of market exits produced by the enterprise, and helps to carry out a goal-oriented

product policy.

Since any market research should be goal-oriented, it is necessary to start the analysis with this product.

Product research aims to address the following issues:

1) novelty and competitiveness compared to rival goods;

2) compliance with the requirements of local legislation and the rules and customs of the market;

3) ability to meet the current and future needs of future consumers;

4) the need to modernize the product according to customer requirements.

5) When using active marketing, it is important to study the future buyers of the company's product. This work is
very complex and requires large information resources.

Customer research includes research in the following areas:

— identify potential buyers;

— determine the reasons that motivate customers to purchase this type of goods;

- factors forming purchase offers and affecting their market rights;

— dividing into segments according to the specified symptoms and evaluating the quantitative composition of each
such segment;

— purchase procedures by buyers of this segment;

— needs not satisfied by this type of goods;

The impact of ITR on the development of the needs of active and prospective customers.

Studying competitors is important in determining brand competitiveness. In the course of the research, the following

directions are studied:

1. The main competitors who have the largest market share and are developing their activities in this market the

fastest are identified.

Trademarks of competitors' goods.

Features of competitors' products that customers prefer.

Types and prices of containers of competitors' goods.

Forms and methods of sales activity, TSHOR.

Channels used in product movement and sales.

The main directions of ITTKI, the amount of expenses, and the participation of famous scientists in the state of

the company.

8. Official information on benefits and harms.

9. Competing companies, associations, and the number of employees in their enterprises.

10. Determining the main directions of development of competitors' companies, associations, and enterprises.

Forecasting the development of the market is related to determining the expected structural changes in the

consumption characteristics of goods, forming new needs of customers.

Although forecasting is speculative, the same researches are most necessary for the development of the strategic line

of enterprises of the Republic of Uzbekistan in foreign markets, especially in the production of new goods and their

introduction into the markets. The experience of the following years shows that the absence of such work in the

republic leads to great losses.

Opportunity analysis is an important type of marketing research. It includes a comprehensive study of the financial

resources of production. This is due to the fact that the enterprise cannot effectively select a specific segment of the

market just by determining the market need.

Marketing programs show specific activities aimed at the realization of established goals. Currently, they attract

entrepreneurs to a greater extent from the point of view of forming new methods of planned management, which

reduce the level of risks of working in the conditions of spontaneous market relations, create convenience and

stability of enterprise development, and ensure guaranteed sales of goods turnover.

Marketing policy is carried out by clearly realizing the impact of marketing activities on the market, aimed at

increasing the company's competitive position. It includes the following tasks: product, pricing, sales, sales promotion

and advertising.

The implementation of the brand policy envisages the development of new types of products and varieties and

primarily aims at the following. Bringing the product's quality characteristics to the level of exact requirements of

customers in the selected segment of the market and ensuring effective sales.

The implementation of the price policy implies the determination of the price strategy of the company's behaviour in

the market.

The price policy is the market conditions for conducting price trade, which constitutes the competitiveness of the

product. It allows change according to the economic situation of the market, trade and other factors. As a rule, the

price policy includes the combination of various types of price behaviour in the market: discounts and price

concessions, graded prices, authoritative prices, policies, etc.

The price policy also includes the method of determining the level of prices in approximate quantitative form and the

methods of calculating and recording prices.

NounhwiN
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Implementation of sales activities involves the planning and formation of sales channels for the company's goods
directly or indirectly. The direct method provides for the improvement of technical support services organized by
branches, sales warehouses, showrooms, and directly by the enterprise itself. The direct method refers to selling
through independent intermediaries.

The effectiveness of marketing activities is evaluated step by step to re-evaluate the possible effectiveness of
marketing activities at the planning stage and the completion of the implementation of marketing activities as the
actual end of the work done.

It is advisable to see the use of active marketing in enterprises step by step.

The analysis of the activities of the enterprises and associations of the Republic of Uzbekistan on marketing activities
shows that the main part of the performed tasks is assigned to the departments of commercial services. Therefore, it
seems appropriate to improve the marketing service based on a commercial block.

Marketing is not only an activity aimed at satisfying the demand but also consists in influencing the demand. These
specific goals of marketing activity are determined by taking into account the current situation in the market, the level
of customer interest, the company's economic and social tasks, and entering this or that market.

CONCLUSION

Thus, the demand allows you to choose the marketing objective, as well as the desired marketing strategy. Several
demand levels and several corresponding strategies can be distinguished.

The use of active marketing in enterprises first requires that marketing be organized as a system or at least as a
separate department in the enterprise. Improvement of marketing activities is carried out following the market
situation, goals and objectives of the enterprise.

Thus, the use of active marketing in the enterprise is a very complex task, which requires the involvement of large
resources and qualified personnel, and this must be carried out in accordance with the market situation and its
requirements.

REFERENCES

1. Makcynos, M. A., EpmaTos, W. T., & Makcygos, X. A. (2019). K sonpocaM 3(pdeKTUBHOrO WCMOMb30BaHNS
(PMHAHCOBbLIX PECYpCOB Ha NpeanpusaTUN. IKOHOMUKE 1 BU3HEC.! TEOPUS U rpakTuka, (6-2), 57-61.

2. Kurbonalievna, I. G., & Adxamovna, B. G. (2021). Innovative solutions for effective conflict resolution in higher
education institutions. South Asian Journal Of Marketing & Management Research, 11(6), 33-37.

3. boikysneBa, . A. (2021). TlyTM ynydlweHUss BHYTPEHHMX MEXaHU3MOB KOPMOPATUBHOIO YMpaBfieHUs B
aKkumoHepHoM obluectse. Oriental renaissance. Innovative, educational, natural and social sciences, 1(10), 20-33.

4. Kurbonalievna, I. G., & Adxamovna, B. G. (2021). The main causes of conflicts in higher educational institutions
and the concept of their management. Asian Journal Of Multidimensional Research, 1(6), 239-244.

5. [HdexkaHos, L. (2021). Kypunuii MaxcynoTnapyM caHOaTM akuMsaopivK  XamusTinapuga KopropaTus
GOLLKAPYBHWHI  TALWKUMN-UKTUCOAMN MEXaHW3MMNapWHU TaKOMWNAWTUPWLL. SKkoHOMuKa M obpasosanme, (5),
118-125.

6. Adxamovna, B. G. (2022). Improving the organizational and economic mechanism of management of food
industry enterprises. Conferencea, 71-75.

7. Adxamovna, B. G. (2022). Characteristics and development trends of the world food market. World Bulletin of
Management and Law, 15, 86-90.

8. Epmatos, W. T. (2018). HekoTopble Npo6MeMbl MOAEPHM3ALMM MPOMbILNEHHLIX MpeanpusTUn. In HayuHo-
TEXHUYECKIH [TPOIPECC: COLMAIBHBIE, TEXHUYECKHNE 1 0bLECTBEHHbIE (hakTops! (pp. 133-137).

9. Adxamovna, B. G. (2021). The procedure for assessing the quality of internal mechanisms of corporate
governance in the joint-stock company “Uzbek telecom”. South asian journal of marketing & management
research, 11(6), 28-32.

10. Kobunos, 3. 3., & Paynos, ®. C. (2016). LleneHanpaBneHHbIA MOAXOA K KOMMIEKCHOMY JNIEYEHUIO OCTpOW
6aKkTepuanbHOM AECTPYKTMBHON NMHEBMOHWUM y aeTeil. In CoBpemMeHHbIe TEXHOIOMMYN B ANArHOCTUKE U JIEHEHUHU
Xupypruyeckux bonesHes getTckoro Bospacra (pp. 47-52).

11. Kobunos, 3. 3. (2013). Pe3ynbTaThl IeYEHNS OCTPOI CMaeyHOM KULIEYHON HEMPOXOAMMOCTU Y AeTeW. 66K 51.1+
74.58 K 22, 98.

12. Epmatos, W. T. (2022). Ponb ManbiX NPeanpuSTUii M YaCTHLIX MPearpuHUMaTeneil B PasBUTUM SKOHOMMKM
Y3b6ekuctaHa. Barqgarorilik va yetakchi tadgigotiar onlayn ilmiy jurnali, 210), 332-339.

13. Baiiky3meBa, I'. A. (2019). Coaep>xaHne n 0CO6EHHOCTM CTPYKTYPbl CETbCKOMO X03SCTBa B PEMVOHAaX B YCOBUSIX
MOZEPHU3ALMMN SKOHOMUKW. [Tpo6/iemMbl COBPEMEHHOV Hayku u 06pasoBarus, (12-2 (145)), 102-105.

14. Djabbarov, X. D., & Muminova, N. A. (2021). Ponb NneKCMKO-CEMAHTMYECKUX CPeacTB B WHTepnpeTauunu
aHTPOMOHMMa Taparan 1 TorMoHUMa Taparan. Theoretical & Applied Science, (1), 406-411.

15. Yormatov, I. T. (2018). KoHuenuusi NOCTPOEHWsl YMPaBEHWUS BAWSIHUEM WHHOBALMOHHOW [AesiTefIbHOCTM Ha
M3MEHEHME OPrCTPYKTYPbl U MPOM3BOACTBEHHOW CTPYKTYpbl npeanpusitus. Theoretical & Applied Science, (9),
256-263.

16. Adxamovna, B. G. (2021). Directions for Improving the Organizational and Economic Mechanism of Food Industry
Management in the Digital Economy. Central asian journal of innovations on tourism management and

8l|Page



European Journal of Agricultural and Rural Education (EJARE)

17.
18.
19.
20.
21,
22,
23.
24.
25.
26.
27.

28.

29.

30.

finance, A12), 16-21.

Baykuzieva, G. A. (2020). MNpobnembl pasBUTUS MNIOAOCOBOLLHON OTpacnM B depraHckon obractv U Nyt ux
pewenwus. Theoretical & Applied Science, (10), 78-82.

Yormatov, I. T. (2022). Ponb yacTHoro 6usHeca B 3KOHOMUKe Y36ekuctaHa. Nazariy va amaliy tadqgiqotiar xalgaro
Jurnali, 211), 215-220.

Wcmaros, W., & Epmatos, U. (2021). daproHa NOAUTEXHUKA MHCTUTYTMAA cndaTnn TablIMMHU PUBOXIAHTUPHLL
Macananapw. Nazariy va amally tadqgigotiar xalgaro jurnali, 1(2), 39-50.

Yormatov, I. T., & Tudiboev, S. (2022). Kichik biznesning katta imkoniyatlari. Prospects of development of science
and education, 1(2), 41-46.

Kotler F. Osnovi marketinga. Kratkiy kurs: Per. s angl. - M.: Izdatelskiy dom «Vilyams», 2010. - 656 s.: il.
Pankruxin.A.P. Marketing: uchebnik dlya stud. - M.: Omega-L, 2009 - 656s.

Maslova T.D., Bojuk S.G., Kovalik L.N. Marketing: Uchebnik. 3-e izd., pererab. i dop. -SPb.: Piter, 2008. -384 s.
Belyaev V.I. Marketing: osnovi teorii i praktiki: uchebnik / V.I. Belyaev. - 4-e izd., pererab. i dop. - M.: KNORUS,
2010. - 680 s.

Epmatos, W. T. (2022). Ponb Manbix MPeAnpuSTAM M YacTHbIX NpeanpuHMMaTeneil B pasBUTUM SKOHOMMKM
Y3bekuctaHa. Bargaroriik va yetakchi tadqgigotiar onlayn ilmiy jurnali, 2(10), 332-339.

Yormatov, I. T. (2022). O ‘zbekistonda iste’'mol bozorini to ‘ldirishda kichik va xususiy tadbirkorlikni
rivojlantirshning o ‘rni. Eurasian journal of law, finance and applied sciences, 2(11), 99-102.

CapbikoB, B. M., Cabupos, b. Y., & Kobunos, 3. 3. (2005). Mopdonornyeckasi xapakTepuUCTUKa XXN3HECMOCOOHbIX
9XMHOKOKKOBbIX KUCT. IBN SINO-AVICENNA, (1-2), 49.

[xab6opos, L. P., Kuprusos, WU. B., & Kobunos, 3. 3. (2009). bruoxnmmnyeckne nokasatenn Kposu y H60MbHbIX C
OC/TOXXHEHHBIM 3XWMHOKOKKO30M neueHn. Marepuassl XVI cve3zga neguatpoB Poccumm <AKTyasibHbIE rpobsiems!
neguarpm». M, 107.

Adxamovna, B. G. (2022). Improving food safety mechanisms in Uzbekistan. World Economics and Finance
Bulletin, 15, 135-139.

Yormatov, I. T., & Tudiboev, S. (2022). Kichik biznesning katta imkoniyatlari. Prospects of development of science
and education, 1(2), 41-46.

82|Page



