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Database & knowledge management & ally cilLJI del 683,15 -2

S ISty o O ) gl el pLlad 35 5 Bendl 6 5301 12

Wzl 248 IS5 ¢35 L Aol ULl del 8 e Jaladl s JlenzY
el il pLgll 5] G e s ST 5 V15 gl 5562
canall 55 5 A1 bl e dodoedd Ll Llatl| e plall s B gandl & gy
g@sggw%uirmu@u\gu RS U PO EPPRY
Joo 5 a5 Lol U8 dan s Ll 5 L s Sl glall Lo J sead|
Lal eV ke el o5 ke Bsliall (o A3 38 201 (3 Ll 5051 )
el Byl OB (3 o) o ] S sl s gl e
— a3l o sl 5 (Mobile) JLadl LAl s 0 dll 5 (Email) oL
J-;l-i) C"";' Sladl Ogden delus Sl s l_x..é* (Personal laptops)

Lo iS00 oL kel UL

e s Bt s 23U o shae Lo Jseadt S 201 wlens Tl
Ziae L ULy el g5 sl 3l 58 5 Sl JUISIL . et Y JU)
Abdgradl 43 gl Ll o 231 2k bl o

Customer Relationship Management & g 31 <lde 315 -3

gt G el G T Y1 5l (CRM) 0 51301 885s 5 )15] oo
Jomi s 5L ULy del 5 510N bLas LT e 8 35 0y 2 s A3

Jee Ul LU 555 ¢330 e Bkeaais e yhae 5 5] iy el 1
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A5 55) e b (gl el ) el LT LY 5 o ans Gty Bulimy 052300
UM sl Al iles a0 g3l B 5,15] (13 :2007@;\,“,,)@
G el e ade LU 5 288 Gy Lol Gt g1 ool o 3D

.(Customer Value and Satisfaction) 4L, 5 O 5 ;U 431, dad
Marketing the Product c".ﬂ.‘ (324 -4

Pl e 8 eS de gat g g Sl Ludadl el 5 g dae O]
o e gl 20 o o el s o 3s S e 20lS
Sl L] s w5 a5 ¢ gl w31 w61 (Face-to- Face)
! Lol el 5T JW] 1Ty o) 20151 5 312Y
o0 ot L STAlay e dezas a5 colel 2 Yl oda & 42 03
Ly Gk e 1 (Web Pages) a bl oo e 0 1 ) ole slall
(Email attachments) (5 ASIY) o il da ol 0 ols plallodin a5
=2 52 84e (e (Up —to- date) & 5 4235 Slo glas (31 ) ellae] Gy
L5 ol lall i 055 s I i 5 2808 2SS 3Ly Al de s
gy all odony ey gl el G 5L paiss Jsed b il
Joebadl i b e S o s 1 dle Gl g ST el 15 2800k
b 55 35T el bl bt 500 0B ot Lo o Ll e 5 s
L5545 G gl g las el by S Ly gl b Ladl G debls s
iy gl b teld i e T Leeld) (6 Y1 plell e Sal (3l Y]
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J=\£ 5 4 5 55 5 (Database management) o ULJI del 335 ,15] Jois I

gl 4yl il i ) BLS] ole ylall
Problem Solving an System Selling (:Ué:.“ ) asall J- -5

sV A Jes VN YL 3 Lo s s Gt ) ol Sl o0

oladl osdsdaby ¢l ((Business —to— Business Situations)
o ¢ JSLall iy pan T s gl ) s 1 sbal) pute 5 LaznaS
s . Jas 1 b lest) Qs Il 8 &St Joll o)Al ol
2l pL3) e 5 s gl i) oY1 e Lol Ciliz gt o2V
ISt | Jlg 3 e b Sl AlaeN1 5 0 ey Cdlall 256 20
O ol A} i ) 2SN 8 g I asldsel i o2 03

.Lj\cédl.u\j\ L}TS L@tjl olfls\j‘ &Ta;?-‘“9j‘ Zi‘,‘9‘,~éz5\

Satisfying needs & adding Value BLaL o)l y ol Cul -6

el 055 0T gt bl ol o e ped Sl Cskie Je o 2
dr g G Lo Lo Jendls Ol ol Dl B re Lo 8 )ud]l
25 IS ot el oo pLadl O pakany Y L Jam
3LSLe ) ol s el 3 o ladl O s 53 50 Lias Jors
Aele G =l 5 d> | (Simulation)
s3SI 15850 el ams s (JELT o Lo
SYIL L3 daiiens 1o b¥1 L8 s Al o3 405 YT Slibes
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&,_?\jog_aqu.@mg»@;ﬁﬂu@wﬂj@w
ol (Added Value) BLA do.dll L) G lla T ol s Sladl g
bl ST (Win-Win) daidl sl 5 281 s elal e coloadl
Ol Sl O s Wb Jamy 2188201 6

(*)@.\M MSA.G C\A; L.AJ Ak d.a\}c b e

The top ten Success factors in selling

Listening skills Ol sl ol e —1
Follow-up skills O dnldl ol ylgs -2

A A e ij‘ ) CS)A;J\ Losl go Lo 5,0l =3
Ability to adapt sales style form situation to situation

Tenacity — sticking to the task SIS )l el Sl -4
Organizational skills Lozl o, =5
Verbal communication skills & as)l sVl ol les -6

Lol eVl ity Joladl Lo s 08l =7

Demonstrated ability to overcome objections
Closing skills (i)l d2aall s ) Y| ool lgs -8
L;dk.u:.” Lﬁk}d\} C,..;).“ 3)‘}1 C)‘)L@.ﬁ _9

Personal planning and time management skills

@jw\@@w\@c«&uﬂ\a;w—lo

Proficiency in interacting with people at all levels within organization

edos e 0 1 ISty 58 A ) SO e J e G o g
bl

() Source: Marshall, G.W. Goebel, D.J. and Moncrief, W.C. (2003) “Hiring
for success at the buyer-seller interface” Journal of Business Research,
56. pp. (247-55).
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Types of selling Q—‘-J\ Jsal IL-JU
o2 52 |5 @315 (e Bl AT Ol g3 llanas iy
«(Order taker) . all el aogs 0,55 VI céralls (3-1) JS2)
S s oVl p sy s ¢ LSl il iy gl SU) 2l 3 LS
gINos ds by e Sandl (o5 5 2 oy oS o A oDkl o LIl
o2 JISCET 5 (Order-takers) llball okt (s 51
Gt ) iogll (Inside order-takers) i o> Lall pdeul (1)
bl e d a3 0l saslis a2l Jos bl sl
el s 1 gl el e el oSl 5 sl 51 L
L e I hans sl Sl s el ol
ol 52 SN oo Ll p3leuly U5 5 (Telemarketing Sales)
@TJ_ML\g,ig,_:guge,\_?\jsot_@dluu)lv:y,@w
RUgSAl
sl i a1 gLl (Delivery salespeople) oL lall | 5(2)
3 52| S) B e &bl deladl Jlay AUkl oda @ e
Ml as A JlaglS Ui L e dagh! 0555 51 (7 el
Do d
.(Outside order-takers >l oo o) A )l L)) et (C)

2 IV b ) ST Sl 5, 5 Sl s o 50
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e 3 ¢ Lo ;1 (Customer  requests) el b i L5y Ll Y|
i g 0 0585 Ragll oda OY ol 21 o gt ol gels) U512
ROYSCA RPNt
as Jxz gl ((Order getter) Call |l awage O 5SS .'Q;Ltllc.é:.‘a.//la/'
5 A b S sl s Gl 3l () e o Tpaze Lo 50 il
i gl 3l Gl 2 ddamy sl o olosdly ol Jas
(el s Blall s ol slall L J 25 ilodst 5 e ball eoluaalls
Ao oy G-1) Sl s i gl Wl by (Ll 5, b
1o d oldbll
e 5 ol p g (31 eelad) 5T el Sl e Y
s O el oY1 Y 5a (Merchandisers) plal
J Lede Uil oy LAl Lol 5 353l Sl
=9 8L el L L3S 2l (Head office) s )1 sl
O 5= s (il (Merchandisers) G- b e (g2 o & 4]
2. iS5 (Display) 2 =l 38, 52l ezl i
Gl 5 JLaSVL oLl SIS O A S s 5505 colall
.(Store Managers) 03l (g e -
Al el e g5l o Y ol 5N
kel . =S (Technical support salespeople)
o e IV ) 3 olall s 4]0 gl i
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G LI 5oV T E o o) S Ll Al ) £l ) s
e bl oSN il 5 Cé.ﬁ\ olas

P SN My O YN\ PP U SVRY WL NC U W Y
JlsY! 13 eSS da ]! ("@"'L*” oL (Front-line salespeople)
o) g O L1 5L 53 o LEL dg 4l (New Business) sy
S 20 e Jaledll o G L g5 ooldine o Lol 1S
el 5 e S el (3 0 pmaaiedll 0 sl L
sl el O el Oy siill) (Organizational Customers)
Ol 15 ol Ji_.iw Sl B 5 i g CxJ\B;Lp}I
e Ty (ol el g 3S_ a0l dans 5 &y 50 )

ool § gaey ddl (Customers sales people) gl
SLS ile el el lendls il A S eolea g sl
Al
ST i o 1B i 3 5 5 31D S L s S 5
J Lo sy olelall Ja = (order-creators) ol dlall _ a5
e et w51 dage OLS (Pharmaceutical Industry) i gs¥l delw
%ﬁbs;.x_;o\.é_dﬁj;u@;»p\j:ewtéloﬂjéjgd\caw\
Oglmany 53V e 51 olS 5 Jae OB JA Jow Jo Sl 5 5L
el el gl G 5 Ldoe Lol g o 205531 0 5o o5 s LB
bl a5y 55 ol
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———
S1251p 3 2 i
v X noddns iddad ssaulsng B aidoad bsseiiid
VEITRNETEN A T sa[es - =13pA0 ApISING S 12pio apisuj
Tl [ERAUHRIL IDW0ISNT) 411/“ 1 2) TS ARAIRK] Tona
p— Tisn M dain [puoneziuefi0) .. (ntrp (0 emrmo el
iy —A crere el : > oy (sl Py
iKY Lty e AT T "I e
~
1
(%)
N
g
poddns sajeg aul-juoay ardoad D
rmee () T \feor _$3\, sapes Areuossipy lw/u
s lattaaste ARt e U T (v(ESF)
(@)
=
O
(72])
©
s1anad-1api0 S10)E200713pI() SIae)=1apI0) "
wee€ | e wEmt oD e e BT o iag [l )
o
>
T
ferep |
uondun,g Surjas ayp,
e —

*me1 3ybraAdod aygedtydde
*1JozeA-1e Jep "Lz ® ybTIAdO)
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=il ol ) ol Ll
LelJb 24_313_99@5;&5\@.“(487 12006) g5 5 et N3 A5 55 pad
13 A sl poliad gaseidl (61, A0
(Personal selling is the interpersonal arm at the promotion-mix)
w2t Il ga a3 paill s a5 3 b (e ot ONL NI Lol
ol eay Lga}w)\ ch L Gdaedl pSiedl @bw
3 S s Sl J g 3 - gaie Sl 1 s Y1 LAY
el ST e 2 5e IS Ll e e J g s ol sun
.(Video or Web conference)
el o a3l IVl il sad (5 T il s 10 ol 21 @
sl el 055 O Ky A3 e el (g itk (s (LI
e Y1l Vs 30! e L s
5 me o | poSany JLlg 08l oy | sty OF el 5 5ome i
b5 ol G 5 sl s ey S e Bl 2aad ) S
O =S Lokl Sl U5 Sy o IS8V Slaad s wl) &yl
.(Customization) iJ 4 ;L ade cm.,m Lo a5

Professional selling (31 Y1 CE’H
By e 225 l3 5 5L 16 51 o 288l Ll s  prume S 0 T i,

S b s io SB3e ol Jo U o oy il T 5T ,¥ 5 0 ke

Onbozdl s U 5L
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Mdib)’\g@éﬁ&&ﬁﬂw-ﬁ\@ﬂ)}:Q)uﬁi
e diazes LS Ul bl s g Ledd oo &5l lS 201
LW A sl LY

(On line) Ll e s YL s Ao |
(Catalogs) Ol JUSI I & L;*J\ ols -0

(Manufacturer's representative)

(Sales agents or bokers) 5 plendl 5T ladl DS 5 D e &5 ols all-s

Loned) 65l LS Ty 28T oy LWl S 201 om0 JLALL
Gogen o Lplodst s Lo o OIS 2l 0din o 55 & o(Salles forces)
sda Gdas G (DEL) 5 (IBM) 45 & el e idza¥l ey laddl
0L &SNl i wls 5 8 805 sl e SULT i s 2l
= Gl O30 5 o ¢ | S0 51 Ly Ll Ty s el s
—— J 2>l (Retailers) & ;><J| ;1< 5 (Wholesalers) ilod-| £
S 2 Sloed Blels ST dmy il G (e | 5Ky o sl

is_ 2l e (critical link) do > Jlasl dddS L I (g sl Jons
Ht}ﬁuub&%\ﬂjwt@uy&‘w%w\g& A5l
1YL e g sl s Ul

Sl plel 38201 0 ey -1

el el e gkl oy 55 e SV IV o sk 505 053505 O goomy =2
A4S b asd wlead

LY e 2 el 15 0 (Sl o SV bl e ol 0 yay -3
R S PRV NP PR (PR P PO (PR B

#1541 (Market Research) g sd! Gl O ga sy Slall g 5o 018 (23 1) Lz -4
.(Marketing Intelligence) ‘_;c.,}mJ\
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S 2 e Je s LilS wladl g 5ms 053 905 Ul 23501 &
el ey (g4l (Champion) JlaJls &5 201 Jots Jany a5 <0 5301 5
S A g BN s 58, 5l 5

s o I Gl 0y Sl s 018 U ) 8L
O okt 5 Slowll b WUl s Sledl any 1] obladl 55555 bzl
35S e &5 O kom0 € B Ol s 3 5 LS S
3 Ul s g ) ey s | 518 5l gon 3S 201 s 3 Remeasll 424l
g bl o W) ) w5 JSLEL o

320y 5 515 s G sl 3 nl sl L5t IS (05
o2 o U )l Loy o S Sl S5 o 0T o
O Ly 3 o B0 G W o ) e s, )
oo Ml 2 Gy woysd L Jlld_a, (Customer Satisfaction)
ol sl adan (3 U3 il &S 201 ellanad 136 «(Profitability)
Bl G
Sales Professionalism <laall 438 yis)

LIl L5 e g el gl e O U] G el sl s
el sl B O s Wiy oW1 01 o lioms ) Y1 i
Sl Slaadly 2l s s e i Al Gpedld) e T SV

AL 5 o2y ol s 0Ll oS s S e Flus 15 glate wilis
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83U d] (esla (Customer-oriented salesperson) gzl s> ax ol
So il 5l ilalall 28 b e o 3le VL clondl o2 s 3 Lol
oAl e Gl
b s 2T Qb U s 8 Sladl Ll ella s ool 0
Oy S5 il oo s mg pellaall 1a O o 23 Ylxzal
dor gl Jorde pellaall la gmy S5 (STl L G Bl Jo 55 5
o\_> ladl o sdie £ gl (Customer-oriented approach) Ellgzuwld
e dns s o315 15 gl ol Dl Lo 15305 5 Totaiene 045
15305 05 0 bl s (e oo g sl U5 ) Gl )
S ablie G as_ all LT o Y e selis y el ol e
L s il o gblua) oSl dl ol 5 b
iaadl oladlizgs of 45 > oL (Thomas & Marshall 2001: 83-94)

I ol dLUe G oo

oyl bl e L g 2 el e o L1 sl Lo ol olagll -1
gl ol s k) Ayl 8Ll ¢ a8

i g Al 0dn) L ol (3 & sall 28U s e o W1 LAl s Sl -2
(ol n o 3O 31§ Lgmzslin

AL 5 A )l S Jao s 53§ paled 1 Al ol dall IS e -3

bl dngb o dazns ol Ll ol s sy a1 dngll S 0 e gz ik Sladl -4

.(Sales Position) <l &
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e VTl sl el st 88 o T gl Ll ladl O LSl
il Gl 8 gled A oldadl s Ll WY e | 5Seny o ae
sl sl 2l lald] e daldl ool ) gl 5 55k P VIS 5 . 4SCelull
de el e of ol Sl el g il Lo o 58Tl d o g ¢ el
o2t el e (Bt alill ods G35 sl LS

ool ) G i o 2505 T S (1-1) o3, J skl

(')‘_?655:.” &‘é:ﬂl‘&b#j‘(‘l—‘l)é}d}&‘

fnedl (6 51! ylozad

2l

(trust- &) Jf dezadl Bladly ool 3 ST a STl
el Y1 3 g b dlall Bl 5 cbased)

sl Bbji %

gl O pld ) L o g8l lazal (@ 350 )
B 3)‘3{\_ Gﬁ‘ﬂ cCJUL:.:.“ ..Lc‘j.; sg‘)ﬂY\ J::j\.n
NI

L] ot Lo ST asT
ol

Loldl ol W 2l e 05,06 0 sl 0 4l
| A | s W PR PPN |) JENE-SAN
.(%ggé\;;@!r\iljﬁ-aéé\...%93J2§y|

el su_eld) i35 el
e

C”J\ & 58 ol ga5 (Team selling s ,4l s G,J\
oAl lsTs llgrall Ls ) e szl

Ladlal ol as sl ol
ol el ] oSl
J=3 o gl 1

RIS PRR]

el ool 3T 5 S A Gl s )
(Customer-oriented sales training) Gl gunedd a> 4l

(Demand for in- Gaxs ALl
izl is &Ll .depth)
AL RO v B EN Y

(*) Source: Ken Lieboskine (1999: 15).
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i) aal) Clealine Ll
Contributions of Personal Selling

eleal o oo OMYI 0T o 08 JL (23:2006) 03%a55 e 5 ety
bl ezl e 1l any o ) didlall (e L1 13 e STl
sine @1 G TV gasetll Il Ll = (ol Slasldt (3 g,
by 2l Y pandl a1 eVl ol dite o oS 5o
.(Marketing communication) 4.4 sl &Y LYl bl §

el e G5 Ol J1 gVl e 8 eS b 0L V1 8551 (3 oSl
MY el (6 Y1 ddy padl YLV ol g &5l g3
de e sl bl Gy wades Loladl GBI Lleddl colagll Laots
-2 e s cple ISty mamnll Lo SLalSail s gastdl ol lls
bl e Tty el 51t L Jomg I

Salespeople and Society co.i?d.‘j Sl ) g9de -1

CJEZLr-“JH lels‘}_J\ DL_a¢22§\Y‘ J*—QJ Qé g:)L.;n:TL‘ &égg.L_LA aPle ngSia;_J
2 el

.C\.Lfgl\ A5 @l slasV oYLl pad 3§ el

s L glsy Lon s A1 I Blidl 5 G sl O ladl sl 3 52
gste g gl (sl wdnddl e (Economic Stimuli) £3La3Y| ol jasdl
)l Ll el s st sl e ST S g 2Ll s el
Sl i 0586 OF w5 U5 Lo By ) Slbos (§ kazall el 185 g
Sl 5 KE 25 s A Sy ol V1 25 (3 (ol i)

Bl 3 saidls slidl e s
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s G5 5 (Diffusion of Innovation) C\.x_f}\ G ol T)js Sladl O Caly
Lol pazandl sloael s 6555 LSS sl el G Slles b
gt Ogdazn Ls U (=13 (early adopters) oY el O g 201 0 Sl

b slae e J st jolaas wla
el SN 5 0 ] sl Sl slall 255 Jlanls O g gy lall g sikie OF gmy 1
FUEVI IS o Y1 0 0T Koy Y dkaadl oy kb (35 ] itk 52 ey (Ll d)

LS sl Zad) el (3 gl ¥ ) ) ot

: ”'szﬁ‘,}wﬂﬁsfﬂbabxllﬁjw—z
Sales people and the Employing Firm
O L e Pl ol g sl tvu.,
ool b pehis Ll 05 el s o s ool xShnl) oy
14 JL)

-

Sales people as Revenue Producer Jo ) GzeiaS bl 5 g -

w‘ SJJ}U %M‘j&ﬂ‘@ﬁ))%&@‘f})d—u
Sales people as sources of Market Research and feed back

Sales people as Future Managers Sl eSSl sk =

G My Jor ol Gud 5 Sl O geie =
L;.,,Esiﬂg L);ﬁ-.X_J\ .X:j‘95 Q; ij&S(S V.f:LL’LAiJ‘9 v.@.OL@.c C)i g;;“i N ‘.135‘9 catrc~i3L-\‘9
Gadels ST ool wladl (g saie £ 55 OF 3101 8 s s )

IS S ¢ Joll o 55 38 502 cod 5 (Profitability) o JI ot

Loloall prldad ool o) 5 3 ln 31550 Sladl gpde
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Llaadl dlas U L3l vhlasl e Ze Ul (Productivity) &Y (e (8
Lo p g Lol o3 O L 5,L3N) e aY Lns .Gl 3 oa)
35155 Sl s AIUL Aall (5 2 Y1 eV Lodite il o ol
L o s & gline Sy ) i 48 055 alial) GBS oo 3234 3 2

S &, ls

sl Gy Ola bl O gie — o

AL Il Ul U5 050 Slagdl i O o las 58 (S

& Lala 555 0 4y ) kel e 5 Slg L (Direct contact)

Sl s L dsdl e J sadl 5 (Market research) 3 sod) Eoel

Fadats Jf lgoprl®s QUL 5 ¢ nslgzall e 231801 e lall ST (Feed back)

e el Y L Jow o ST o ghall cal a5 Lo 83LinadU JLe Y

G i s bl el ol s oD 5 Ll (sl Jasl s 5,
g Ol 5 83 528 & sl Sl

JM“}C}«U‘) C'Jb.:l‘ 9l Nd

&S Lilaal oz ol Jles Y1 oldine 0 V) ol ol 3 o )
thg\‘,L\ g? oblidl i gg‘,é grﬁlla ijl;lb_g ckisgzs;nﬁij\ C:?Tj\‘g ‘,~ZL?L\ LSi_}*“:J‘
Jas ol oda - S5 (Upper management position) & 153U Ll
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(*) Sources: Schuster c.p. Danes, JE (1986) asking question: some characteristics of
successful sales encounters. Journal of personal selling and sales Management,
May, pp. 17-27.
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Purposes a marketing plan 48y gl Aadl) yal )9‘ ZEM

@.ﬁ?é_o Joii (Road map) - b db ) s 45, ol Aol | c:;::—l
-(Next year) Leslal &l 3 Lelanedd 4 sl L]

&S il doesl jiw Y dad = SV igy sl ol oS -2
.(Corporate strategic plan)

G ol g (s ISy S ) pold 3ol o 535 -3
.(Marketing process) d gucd! dlosdl

Llas 1 Lo (Budgeting process) 4531 sl idas jlas] 3 delus —4
RININ RSP RV PR SRR

3 ) ) AT 5L (Bndl 5) kb &30 o Bk o) =5
=2 @ L] S Vs 8L 5 L0l dlae &8, 5l A ol 0

ol VI (g 53 oyo iapitions Anite I i L 23 e Lo 5o ol

Ak g Ala ) (Lgsloal 5 Lebolts 5 dad i ) iy s il 2

0942 (Go sl £t 1) o gl sl Sam OF oMy g deslall ol )
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guymu@gubq@ﬂmﬁm\anwgf&\s,;uuwmy
et b ot 3 ) 1631a OISe (33 5115 o gas (Dat) UL
ARV LS 5 4 (o Sl 552

iy gl 351001 e o 523 S 50 5 (Effective) Uled 2 0555 S
8 ) Ay g Ao ) S O 3y gl ol st Aty 5 o st By ol Aol | BLS
Al GlacaY plall (g gl Lo i 5 Tl 310555 G g i 0 51
gy ol e L oSS O o g i) ) A5 3 01
eV daliia Lgadond oanitn I (LONG-term) doadl 1aY Lo Lol !
.alwﬁjowms,}@,ﬂs;ﬁ\@@pd,uﬂb

The contents of Marketing plan 4 sudll ddadll U S Lay) D

1- Executive summary (LM izl 5l -1
2- Corporate connection Sl (BN JlasNI -2
3- Environmental analysis and forecasting el L;...J\ Qe =3
4- Segmentation Targeting Sl &l -4
5- Next years objectives and quotas Lol o gudd GluaYl ol =5
6- Action plan: Strategies tactics ISy bl AN ol dla—6
7- Resources needed to support strategies — ‘3 Lgrls ef_:j‘ 35l -7
and meet objective OluaY| iLlie 5 bl Yl
8- Marketing control L gl L6 JI -8
9- Presenting and selling plan o &3 02 -9
10- Preparing for the future Jetnadd 2l =10

Source: Philip Kotler et. al., 2003 p755.
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o= it e S aals G j5a s a2 b ) s ellae] J sl O s
1Y Ly gl Aadd 3 oMl ol Ll
Summary Executive éW\ (u.aéom) B IJ\,&‘ > Jl‘

5L p g 1 JUCEY Sl dasl 2 i m s (gl sl eay
Ll lyls ¥l an ol ¥ osdee 0N @lds s dasedd i) ool Gl
omed ale sly g il e g gl s A 10 T a5 ~=¢ (Top Management)
Lo sLze V1 m (pdsT Laline By el iy 52 5 LS OLSay 28Y)
ade (Spot lights) ¢ 52l o g iadanald LA )51 a3 (85 52 9
Ay sy

1Y 5 s hdl o bl s (3 LeulS ol 1 Zaldl ol 1 yamy

(Top Executives) Ll &dacdl ol )ls Y1 ) 5 ol &ls -

YU G5 Slmins (4-2) Gy iy ez 0555 01 dlay 3 5 skl lomies sds D3 502 —0
Dl L 1) sy sl

S Ll Gl 15 8 a5 20t I Sl Jarial =

¥l Gl bl e
(W gime o 5 83 p651) oS Ly L3l ol gl BlaaY i 5 v
bl SluaY AL Lk el Slaedl W ai2 Caws s v
Bl Bl S o5 yonds v
(b JSD) (s 5w s ol o b sl sleel) i 5 v
(SR OLY sl gy gl ol 5,3 35 5m0) &5 5l IS pd v/

N[ NP PN (P TIACY

sde Jol il 55 LA LS e fons Y ol o saad gl 1o sl 3ol S asle 536l 5 —a
el s gl bl s S5 BLOY 5 ridl 5 0 Al AE G g0 IS 35 o

.2.:2,:5.44L(:;\’)j%w&éﬂ\w\cﬁjgﬂw;}\ﬂu)\dlc}@dy
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Corporate Connection & il bLs N :agtel al> L
.6,4;5@23»3‘,?:\,&\ bls,Yi-1
oV sde Al Y1 oY) dadas dast o5 A ] a0

w235 O o 3 S 5 a3l ol ol L2 gl Sl A

LI OLLEYL 5 Lol w3l

NS 5 (Growth) yeJ) 5 (Profit) o J 2akacd 38 il Slaay! -1
Desired Market share Lo MAs it -0
Product lines A Y L ot 51 5 el (3 daladl s 52—
Vertical & Horizontal Integration gfzé;‘ﬂ\j 3 ol JulSHI -5
Strategic Alliances dosl N ol -
Product mix breadth & depth L;'.LﬁJ\ C’J’U Ry CL,.S\ -

G gl Akl Jadado b5, Y -2
s s Ayl Al bs Sl 8N Sl DYz e d

:g95$j&>&”' Lo

Sales Sladl -
Advertising & Promotion @jjd\j oMl -0
Public Relations Loladl DB -
Marketing research g;LUM:J\ Eodl =
Pricing sl —a
Customer Service Os Ml deds — 5
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Corporate Direction 45_iakl 5 lsY1 -3

b O g VT dmdl g i o sl i el Aok | 105 OF 2
GO a3l 1a Ol 5 eV dnedate o5 (§ oS G sl (o)
oL 59 b a5 (Top Management) L1 s ,1sY1 Jxg (sl pa el

Al o Wedes  ddadl s 5 gl satl

Mission Statement
Corporate Philosophy

Corporate goals

fagll 0Ly v
38 el dandall v

is el Gl v

Sl Sl 5l il dl L

Environmental Analysis & Forecasting

(Macro Environment Analysis) s3I 51 i Wl sl g 43l J< -1

= dzall

Social forces

Political forces

Economic forces

Cultural forces

Legal forces

Technological forces

Natural forces

el -
bl -0
Loyl -
aslall —s
Sl —a

i ) Sl =5
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I sl Lo faiy ) Competitive Analysis L?Mél.;ﬂ\ Joldi -2
G oA Gl G LI s o 1 bl ol sl 5 v
PRIV DIN{ g PON-ST Y -0
I sl 4036 wpud v
505,02 Gl 3 il ST Canaal s 351 b (aY 335 ho s
(il ods 1) Gualid 83 5 ydow oL Y]
LU oYL e A Marketing trends 3, gl olaldl -3
B edl 3 g el Sl e Ll QU Ll Sl v
B sl 3 i bl ol el 0Ly Ul sl v
(e daks ) o5 Al deluall (D) Ll delall el v
1 g Y1 (yeiy ) Marketing research & .l Eoull —4
.(Macro Market) LI 3 sl Glas Sls glas v/
.(Micro Market) &5 ;31 3 sl Glas Ol gl v/
.(International Market) &J s.J| 3 sudb Glas Sl glas v/
J,.J\&jcuﬂkwéy:l.ﬁbdiwvbiskd\ PRI P1ER
Segmentation, Targeting and Positioning
il Gl olelad) 5001 ol 4 4y g Aot BY )

e Bagradl B g1 Lt g
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Segmentation & ;i -1

(S ghow (i) o (idl 8 5033) Glaw VI 832 sl 2yad T
(P g S o sl G35 -0

Targeting Cslugz.Yi-2

Ul Lylomy 3las Lol Sl shi—

agradl oleladl Hlastl s

POSItioning & sull (§ geald joete a3 50 3l2] -3
gl Sleladl) w8 5o 312] Al ] gl —n

p B (B g U S By g 50 s

Loslll ol gndd Glaaly yaned ! tiald U U
Next years objectives & Quotas

:laaYi-1

L) o GBS bl e dle Y Ldane Glual 2Lw o
e 8a2 8205878 3 Leias U J o sl 6 A (G5 slas cdole oy 2
el de s Uy o lala T el GluaYl 2o s Wi 0B LY 1
Jol aaad o oy Landlys Loy el s bl 0,56 0 o s b
Ua | 1 (Confusion) _LatN1 ] 4 sl pe oY Jlaell s 3 &80 4I5S
des L sl GluaYl £elas dis (b sadl s (ndalasell ams 455, 501
I bl plaseal oy JU o

.(To be the best in our Industry) ieluall 3 MV\ 0555 0Y C«E.; v
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NS5 3 S el ] bt Ty a2 ki a5 ¥
ade s odatll Lgd AL 5 gm )5 e 055 OY pebuas ol jLall o O
GV bl Sy Gl VB . Glual cd el
OLS (Gubl 2o wis 2l el Y1 pliiuz] Luady) Lo -
1J 52
(710) &y o3l pLall & sl a5 5 4] oY) Aot pralas v/
ol el Ll
Lol (7120) ] Jos 48 s Bz Loy ] G IV e 2 3 ¥
Gl 3 bl s 5L
1 ezl & 18l wyud sy (Time: specific) < 5l el -
.\iﬁ;c&ﬁcjcb@@c&wsﬂ
5 gdu sl A Jdxs Sis (profit/margin) L?_»U.S\ el ud -
bl ] oy (/22)
S s 85 Lno o Al dogs o] DY 2L Lkas O
usQJqQFWJrGJTbLALJBByrﬁQTO&M\ ESPWES

oWl Bl Glual 35 5 50 o0

anL:_nﬁzi f\'TTEJ‘ J_e Cji~li~iﬁij| _)~i:l-“9 aL¢13\g| 3‘)~9~/.¢5 ‘_}£> R:SLj 3‘,A ~lf;~§3‘9

T [FAPIVES Y P[P Y3 R PR I SPIEN S PEIRVAY]
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Corporate goals S el GlaaYre
Corporate recourses S pallsl e
Environmental forces el g sall o
Competition L.sllle
Market trends G sdl Slaldl 0
Market potential (e 1) ol G gl @
oy sl 52 (0 G 5 pundl i B5ISGaL 5 G sl 3 L1 43 5l ool @

QUOTAS iyl jnad-l -2

e o Bty Lasdhe 2SN LIS 0L G sl ol st (5
.(quotas) s34l LSl 5 ] > eV ol dais G bl
s Aol pellaall s il dodall (8 lopbasdl 3 )00) dand S5
ZL}.& L CLS\

(bl 502 iS) Loslall ol gl Glual Lo slze N1 =T

b 3 Oelelald (g a0l (5 ol L (Individualized) o 22 -

g
(Realistic & obtainable) J suad-| 5 dx3l o)) -
T JdE W) &l Sl I (6 g e oLl Gl

3_a¢2:><j1 (‘re—aij‘ﬂji z;,¢_-%9\ L§‘§2M~A L}S—sZJLzﬁvA sTJ‘Q.LLo L}S’&:JL8¢7A

éiﬂ e ¢Ua*~JJ‘j GEAS‘}LBQZJLExl‘

145

EBSCO Publishing : eBook Arabic Collection (EBSCOhost) - printed on 5/16/2020 10:47 PM via



Copyright © 2011. dar al-yazori. All rights reserved. May not be reproduced in any form without permission from the publisher, except fair uses permitted under U.S. or

applicable copyright law.

408 guaill 4l

Jul Jw s :(Understandable & measurable) L3l r.@.;d\ —_a
ol Ol e o ml I g g V1 3 () Y1 Jai | Sl L

)3 10,000 pereas b 5 2010

5305 e J peandd Ladall mns (4l V5 angd 5o ¥) 5T ke o
S Sy &l @ a8 sl Ladl e (710) 5 yuss

SIS g ol A1 1 Jeadl dalas tlusLldt a1
Action plans: Strategies & Tactics

G SlaaT G sl 5 et Ly potll el AV (0]

a5 -l VT oy p 585 s o Gy ped) S5 O LA

lardl LSS ol w1 8 0 d 5 Lo LI Lo

GV e a8 Rl Ll slasTsue s 5 S0 5 . Gl

(Desire to maintain status quo) y—» (S Jl1 x4l Lo Bladt 342 )1 -1
e o @ g x5 01 a0 Y S Sl ¥ tale
o5 553 Ol sl s bl e ol ol e 22L1 8151
g 85 92 L1 el

.(Unsure Management) s Y1 4sG pds 5 ZZJ.JXH{J; 5 S Y-
o 5 Y iedatll (3 O sbeny (31O g lsN) bl Y 58 OF oy 1
el Sl B 3 A5 ) Jod s salall § 22 1 0
Al Ao M B 5 il o oo 355 O Loy
dudd | OISy ol Y|
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g Sty Sllaaly ol ol o i gl Jadesedll (3 agadly fodll -
eVl dedine Lt Jo 55 Lols oyl 33EY ol

Sl «(Outside Vendors) cpe Lkl ie Ll L;J\,L_J\ Je s oudlpds —>

oo Sl oVl elEl ok 4 Ml pde my Ma s cleadl YIS
B il
codabaidl s 08 sl (003 o o Jaldl 5 S5, —a
One sl ol 1 Sl eV = b ey o Lo e Ll
ENCPRIRIAN
Sales Strategies elaudl claedl Awl -1
dj\&%‘&%‘@‘@jﬂ#)@é&%‘sﬁw
RGP SRCNISE AR TN PRNEIRVA PR IVSPRY
bl (35 3500 2 a2 il shas s das -
Dladl a5 A AL oblud| e ol -0
bl o G Ll 35l L2l oLl o o) -
ST obas Gad A1 skl Lteldl obld) Jan Jo BLd| -
e o e W 0o 280 2ASS 3L

edanel) Lol dmy BUT 3a2 s udr w2 e Codl—a

Advertising /promotion strategies pes s Al 5 O Y1 ozl Al -2

.(Mix of Media) eSe 1 Jilu 5 oo Lol 5 e k! -
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.(Message) 5542 Jluy e dasl I o Sl VI -0

A2 e gl do 45505 A g 5 Ay randl — =

.(Design a schedule of events) &uld>=" s s el =3

By B 515N ) s gl 55 —os

e ey s e Bl A s Al el I e (el o) Y1 -
CBIIAY ] Al 5 5 5302 L2 5 5 Lo jne 5 Uians

g o ) el Ao 51 b gl estenld & 55l Ol =

Pricing strategy sl 4wl fAw) -3

oo Wl pLedY 13 e Lalite Bty & pandl SlaaY) 22l I
(Implementation) J_&Jl 3 (Planning) e les<:ll 5 (Pricing) ..l

A il ol Y ladl ol e andl OlaaY Codss —o

O O sl Razy (S ol Ol AN 5155 535 o
Al I el 20 Wi

s Sladls adl Glacal OF e (Certain) a5 Lo foal =
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Product Strategies c::l\ Sl fwl —4
sl el 8 G gl o s p g (g sl 5 Cao s
el s I Ll AY)
(New-product) G sl (8 doutor pis = b (3 Gogmd] 55l oy —
G gl lllate s 039 | e0td el Mdas T Sl ¢l ) S
AJU

-

G ] b ghs by b balasdl ety gl Bdr sl sls] -
Q3 deidl Cllall Sl 555 oD (New Product Lines) s

-3 )
<Lzl 4 (Diversification  strategy) @’rj‘ Lo ] Gendad =3
Bl G eManll o S 5 STl 5 s, pLsY
H:éﬁb&ﬁ!iuj_rﬂb)ij_ll dodd tdalul il L
Yl Wl 5 ol iwl
i gl s ) &y s il bl YU sl e s il s =
sdeludl Lz o(Sales / personnel) i—asidl ol /004
el Ll IV 5 el

> Gaeld G Al ol plaal) U Blo Yl it -~
.(Marketing/ sales) (5 guudl 5 oladl
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rolais eedd By palls U s S G & jme 5 pid s
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g el izl ol llans &ibal) UL 402 s

Sade Ll

o 4l L ds seull (Marketing budget) G gl &5l 50 juias =

.(Top management) LlsJ! 5,15
%}mﬂ‘ &B)\ il 2'\1:-,\!

G Ayl adeall e EJ:’N\ i A ek gﬂ‘ oYk e SEP

Y ps a5 Gl s aaidl s Lol dny U g - Jlee Y odis
QB I Sae Ny o Y il 1 A0S Jots Gl Jadasdly ot
L6 s ool e 3] Sl Jas Sl NIy ellas Y| eomnas
Jel 3 palis sl & 20515 U1 3 Gl ploall s oo
V_Ejj (supervision) Gl AN e LB 1 dazad g 8 eIy Adladl ol 55

Leble dJ se I 3 (Information: systems) <ls lall
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dad) J 33 Old g y2 58 dauldl UL

o 3 e Ly gl Aasell s I SIaaY e T s 15 1 ool sl
S Bl ] i =5 (Annual sales volume) & ¢l ol sl
si)L.atTL{j LBin_m;ﬂ\ GLJ?_:; C.L_Ei) .L:sz\ Sj‘b:ﬁ\ P a:-¢5qg‘ g:JLra=¢3\J1-\j‘
o 5185 iy Byl i)y (s 5l )8 52 5 el
doe HlaeN! e sty laesl w1y Clua! e &5, ol sl
A6 I Gl

L2 ) Joall 3 Bale gy Lo Ll Gy sl st 0S50

L1 00, (g pas o 1yt i) A gl 6 potl GBSy ¥
t pilin JSly ] (G s p T B g L g

ohlan LSy e (ol |5 e B gl Bl Gy s o 5
JUS
Members of marketing/sales Dept. G gl 5 olacdl aud (§ O glola! -

N el Gl landl dlg G el e s Wb Y sus s
sl olles J] 05 (ol 2V eV 3a s Jo dasidll lamy O 503,
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Sl sde Lol Sk s Levo o slan 5,151 0L wluYI s Lo
 (Subordinates) (w53 41 5T vgomos i) ulalall v Gy sl s
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e g 3 D3 Jally Y OLe3YI 5185800 L 5 e Yoty aasidl

RIS

Vendors & Intermediaries sUaw o}l 5 & g5l —

JredleVl dedane 515 (3 ool Je G gl s o) B s e s Y
SUMN Y VLS S dall )L (55T ol L] ppede o 2
o oln e ol el ST sl s ellan 5 A sl Enl
L A g5 g e oy Lolall oblis) & sl Ldasedll Lles
el lodd ceally

Top Management LlaJi 5 )isY! -
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el st 69t B Il oa | S5 . (Annual Marketing plan) & sl Gy sl
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i a2 0555 Lo LI a1 sl 2y suall dlad| 0L Gy el 5 ool
85 YNy LAl doe 5l g5 d g e ol B 5280 5 s
G L] b 353, 0 shalasll 3 2 U3 e ely s AU ol 5,3
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future

«(A continuum process) d_wluce y ddate ilos erm&\ Llasedl O
s cda Lol lond Sl a5 Y5 BB 8 55 01 Ky Y gl
claasll 3 51 eV 3 sl s ladl (5 e e o st LN s
Lol Tuy e Lol ol podd iy 5ol Ao, olas o Jondls
Al Lo Ll 5515 ¥1 481 go £ Juad (gl p sl 1yo 5yl 55l
oL (Data collection & Analysis) LI e o ikes 0]
Ola el sl s iy ol (e G al iy Il ALl e
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= ke OF G (IT) Sls shall L J 2S5 U2 G e 2315 Lgme
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