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Abstract 

 This present research article describes innovative methodology for evaluating the efficiency of 

marketing strategies of joint-stock company. By author have been investigated the 7P’s marketing mix, a 

new model for evaluating the effectiveness of marketing strategies in joint-stock companies, key 

performance indicators and personal motivation. 
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1. Introduction  

When joint stock companies approve a 

business plan each year, of course, they also 

need to approve marketing strategies. Because at 

a time when today's market economy is 

developing rapidly, without marketing, both 

production and sales are 

impossible.Unfortunately, the marketing 

department of joint stock companies, which have 

a state share package, is limited only to 

contracting, supply issues. Strategies are also not 

developed and approved because communities 

do not have a marketing leader.In fact, not only 

should marketing strategies be approved, but its 

effectiveness should also be evaluated. The 

reason may be that the strategies developed and 

approved by the society are not implemented in 

practice, the strategies are chosen incorrectly, as 

a result, the product is not sold, the expected 

profit is not obtained.  

2. Literature review 

 In marketing, there is a concept of 

marketing complex or mix. Its elements are 4R, 

ie Price - Price, Product - Product, Place - Place, 

Promotion - Advertising. This model was  
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created in 1960 by American scientist Edmond 

Jerome McCarthy. In 1981, American scientists 

B. Bums and M. Bitner added 3 more elements 

to the marketing mix and laid the foundation for 

7R. These are People - interested, Process - 

processes, Physical evidence - existing material 

evidence. 

 
 

 

Figure - 1: Complex of 7P marketing 
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The Balanced Scorecard (BSC) system, 

developed by U.S. scientists Robert S. Kaplan 

and David P. Norton and used by many 

companies around the world, and the Key 

Performance Indicators (KPI) system, according 

to which the company operates. , is one of the 

most advanced systems in analysis and 

evaluation. Robert S. Kaplan and David P. 

Norton describe the system in detail in their 

books The System of Balanced Indicators and 

Strategic Maps (Jean-Jacques Lamben, 1996).In 

addition, Paul Niven's book "Balanced system of 

indicators - a step-by-step" explains the step-by-

step actions for the introduction of this 

system.Russian scientists Zarova and Prozhivin 

(2008), A.K.Klochkov's book "KPI and 

employee motivation" explains the important 

indicators of efficiency, their introduction, 

monitoring, and, consequently, the mechanism 

of rewarding employees.David Parmenter's book 

"Important Performance Indicators" describes in 

detail the key performance indicators in each 

area, the procedures for their selection, 

implementation, monitoring and decision-

making on the results.While a balanced system 

of indicators shows how well a company is 

performing, a system of key performance 

indicators shows how well employees in a 

company are performing (Zarova, 2013). 

To implement this system, you need to 

go through the following steps: 

a) Society will have to develop its own 

mission, dignity, future, strategy. 

• The society defines its mission as 

“What are we doing?”, “How are 

we doing?”, “Who are we 

working for?”, “Why are we 

here?” creates with the question. 

• “What is important for us?”, 

“What does the company believe 

in?”, And “What is its 

philosophy? questions raise the 

value of society (Zarova, 2013). 

• "Who do we want to be?" the 

future of society is planned with 

the question. 

• Based on the future of society, the 

company's strategy is based on 

long-term and short-term goals. 

b) Goals and objectives are set based on the 

company's strategy. 

c) A strategic map is created. 

d) Indicators and measurements are created 

on the basis of the strategy map. 

e) On this basis, plans and initiatives that 

the company must implement are 

created. Plans and initiatives are created 

separately for each employee level. 

3. Methodology 

The effectiveness of marketing strategies 

depends in many ways on how the marketing 

service is organized in the organization, what 

strategies are selected and to what extent they 

are addressed. Marketing and management data 

play a crucial role in this, and marketing 

strategies need to be integrated with the tasks of 

other departments of the organization (Kmet and 

Kim, 2015).Marketing activity is a key strategic 

part of the management process. Assessing 

marketing effectiveness is a very difficult task. 

The quantitative impact obtained as a result of 

the implementation of marketing strategies 

cannot always be explained. However, there are 

different approaches to solving this 

problem.Based on them, there are 4 methods of 

evaluating marketing effectiveness. These are: 

a) Quality method: This method 

understands the qualitative evaluation of 

marketing strategies. A marketing audit 

can be used. When conducting a 

marketing audit, the external 

environment of the organization, as well 

as all threats and opportunities are 

thoroughly analyzed. However, two areas 

of marketing management can be 

distinguished: results-oriented marketing 

control and marketing audit, i.e., through 

the analysis of qualitative aspects of an 

organization’s marketing activities. 

b) Quantitative method: Quantitative 

methods of evaluating marketing 

effectiveness are determined by 

comparing marketing costs to gross profit 

and advertising costs, and they describe 

the final financial results of an 

organization (Andrew Whalley, 2010). 

c) Sociological method: Sociological 

methods of evaluating the effectiveness 

of marketing focus on the use of practical 
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sociological tools, in which a 

sociological research program can be 

developed and the research conducted 

accordingly. Evaluation of the 

effectiveness of marketing 

communications (advertising 

effectiveness, sales promotion, public 

relations, personal sales, direct 

marketing) is also carried out using the 

tools of practical sociology. 

d) Ball method: Scores or scoring methods 

of evaluating the effectiveness of 

marketing evaluate its effectiveness for 

each event separately, the structure and 

processes are calculated according to the 

marketing concept, giving a certain score 

for each criterion (Aktam and Bobir, 

2019). 

 The new method we propose is based 

on the point method. At the same time, each 

joint-stock company creates marketing strategies 

based on this complex after analyzing the 

marketing complex in its company. Then the 

importance of marketing strategies is determined 

based on their importance, necessity and 

importance. Significant performance indicators 

(KPIs) are then developed for each strategy. 

Important indicators of efficiency are a 

measuring tool for the implementation of the 

strategy. As many indicators as are needed for a 

strategy are selected. 

 

Table-1: The overall result of the effectiveness of the company's marketing strategies 

No. Marketing mix Marketing strategies Significance level, % 

1 
Product Quality retention and customer 

satisfaction strategies 20 % 

2 Price Price strategy 15 % 

3 
Joy Market capture and 

collaboration support strategies 20 % 

4 Advertising PR, event-marketing strategy 20 % 

5 
Stakeholders Employee motivation and 

stakeholder advocacy strategies 10 % 

6 

Processes Creating maximum convenience 

for customers in purchasing 

goods and services 10 % 

7 Existing material evidence Reputation maintenance strategy 5 % 

  Overall   100 % 

 

This table identifies the importance level 

of each strategy. Then the important indicators 

of efficiency are also determined by their weight 

based on their importance, necessity and 

importance. Based on the business plan of the 

joint-stock company, the norms of important 

performance indicators for the implementation 

of marketing strategies are determined. At the 

end of each month or quarter, the results are 

recorded and the effectiveness of marketing 

strategies is calculated (Zarova and Prozhivin, 

2008).Next, the company’s key performance 

indicators (KPIs) are distributed between 

departments and positions. That is, KPIs, ie tasks 

and plans, are set for each position.Execution of 

KPIs in joint stock companies is monitored by 

the company's internal audit service. It evaluates 

the overall strategy and marketing strategies, and 

if the wrong strategies are chosen or the  

 

 

effectiveness of the strategies is low, the 

strategies are changed in a timely manner. 

4. Analysis and Results 

This methodology was introduced on the 

example of “Ozikkilamchiranglimetall” JSC. 

This methodology has been improved over time. 

The parameters for 2019 have been set and 

approved. 

 The table shows that for 2019, the 

effectiveness of marketing strategies based on 

the marketing mix of JSC "O'zikkilamchirangli 

metall" amounted to 102 %. It turns out that JSC 

"O'zikkilamchiranglimetall" has developed 

effective marketing strategies and efficiency is 

102 %. 
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Table – 2: The overall result of the effectiveness of the “Ozikkilamchiranglimetall” JSC's marketing strategies 

No. 
Marketing mix Marketing strategies Significance 

level, % 

Infact, 

% 

Efficiency rate, 

% 

1 
Product Quality retention and customer 

satisfaction strategies 20% 101% 20% 

2 Price Price strategy 15% 110% 16% 

3 
 

Joy 

Market capture and 

collaboration support strategies 20% 100% 20% 

4 Advertising PR, event-marketing strategy 20% 101% 20% 

5 
 

Stakeholders 

Employee motivation and 

stakeholder advocacy strategies 10% 102% 10% 

6 

 

Processes 

Creating maximum convenience 

for customers in purchasing 

goods and services 10% 95% 10% 

7 
Existing material 

evidence 

Reputation maintenance strategy 

5% 103% 5% 

  Overall    100%  102% 

5. Conclusions and Recommendations 

In short, the improvement of the financial 

condition and economic performance of joint 

stock companies begins with the introduction of 

marketing strategies and the establishment of a 

system of constant monitoring and 

evaluation.The following suggestions and 

recommendations are given to develop 

marketing strategies of companies and evaluate 

their effectiveness: 

a) To study the results of marketing 

strategies of foreign companies, to 

develop marketing strategies on the basis 

of 7R marketing complex based on the 

international competitive environment. 

b) Joint stock companies should evaluate 

the effectiveness of marketing strategies 

set through the system of Key 

Performance Indicators (KPIs) and the 

above model. 

c) Key Performance Indicators (KPIs) need 

to be developed and implemented across 

the company and each employee. 

d) It is recommended that the results of the 

evaluation of the effectiveness of the 

implemented marketing strategies be 

discussed quarterly at the general 

meeting of shareholders, meetings of the 

supervisory board and management 

meetings, in accordance with which to 

inspire employees.  
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