; (-] L ISSN: 2335-1748 3Ly Co L)) dlzes EISSN: 2588-235X
4 \‘,w/,,f
\&a&__@-}@‘ Economic Researcher Review

404-383 o (2019015 (1,011 a1/ 7 wlma  VoOlume: 7 Issue 11(Rep) (2019), 383-404

Clwwgoll L gd] bl sw ¥l yabi S Slaead] §)13] 490
i LYy Jlim)l OYlad dawgo Al duwlys
The role of sales management in the development of corporate

marketing strategy: Case Study of Algeria Telecom Corporation in
Khenchela State

(o 5 -
Dr.Ramzi ZAIMI
zaimiramzi@hotmail.fR alix ;40 ls dasl>
2019/06/28 - il aytr - 2019/05/09 : il pyti - 2019/02/01 :p3:Y) )5

T3 By gl Al ) A2 Loy kel (3 Slagll §yl5] Alaby 22T 5100 1) 2ullll oda U8 1 asedall
aidy Ao o U U adiped) SLL Sy Slabdl abd 3 eals BY i a¥y A oYl
Lol oLy Ll alall JE 3 Lld) dodl medl e auhall 3 Uizl S codaally Bsndl
@ il (ol W del ) Ol kol plasizal IS e dlas] SllaY uhdl) s
O g bl B U] 2l Clogiy el e IS o f @) 2bUally 2SI e Sliab cBilzul 52
e S 1Sy ksl Eaglin Y] s G SN Ldsy S 3 ST ISy pales ol §)10)
ke Bhay R l) Blal 3a% ) ) et

c o) BLadl cn 33 iy gd) SN B (B pend) B Y1 (el )] il LS
M11, M31:JEL didiws

Abstract : This study aims to highlight the importance and effectiveness of sales
management in the development and formulation of marketing strategy at the
Telecom Algeria in the state of Khenchela, as they contribute to policy planning
and marketing decision making because of their close relationship with the market
and customers, Where we adopted in the study on the descriptive analytical
approach in analyzing the problem, in order to prove the hypotheses, they were
subjected to statistical tests, using the questionnaire method prepared for this
purpose, Estimated at 52, as well as the observation and interview conducted
during the period of application,The study concluded that the management of sales
contributes significantly to the adoption and implementation of the decisions
contained in the marketing strategy, as well as the ability to design correctly that
fulfills the objectives of the institution in general.

Key words: Sales Management, Marketing Strategy, Marketing decision making,
sales force, sales activity.
JEL classification codes: M11, M31

zaimiramzi@hotmail.fr . e cser o Lol Cilill



mailto:zaimiramzi@hotmail.fr
mailto:zaimiramzi@hotmail.fR

404-383 5 (2019)015x (,,Swy11 c3ualt | 7 dlonal e S
i Yy ] ST Lo D i sl L) Tomi Y1 sl 2 el 513] 10
Jedds 1

Lol o) 32 Aoy LoS cipld) Sl U 05 3 8lazi ¥ ol s f gl i
Dladh 1 sl 3 awgll 24 (e O LS clgd s &) 38 Oy Wi gy &Y
L G b Bl we mas OF (S ) ol oo 318 s U] a4
SUSYly 215l el Loy lotg A sl1 ol g Al ) AA sy (sl s
Ml Ly ) Jpol) 555 o gl gl pseie oo o il sl
oo el S b o akdd S8 sl (s Blaall )l Sl ojlzely
oSE LS aatsYl ads e ool e il LSy (Bgendl Bla2i Yy il
A Gl 3id s LeSlgnae Loy (olan o0 sl

U gl 1S opolie wal dol Sladhl 35 dai ¢ iyl sl ol shaz Lok
R ENIE ST VSN PDVN P RS P 2 S W IPWC N RPN IR PP E
i deally mogdl el LN Batad) gl M e 322 Jly cRdgdls
CRC TN RECHPVS-1{ VR P PR JOUN I WP N g R VO NP PCGREIRIEN
Slze @Al Y] BLOYL el jlan) iy Slaadly dod) gl ¢ gz
oSl oléyy Sl
g ol I3t 3 o) ] sl 3 el B3] pale LS
AU Il I e sl e ey g e U auldl Yy el 305
Lygs ) BLoYL clezi) on Lapby Lgmy DUy Gsndl 3 2Ll 35> oy Gl
) @) el oo 228 IS e gl Ol 534 (3

G 3 Lyl Ll bl 5 58S 18T 15 O claesll e Conn 1y
25 I e Al Badl s Bgrd) BV ) Jpodlly k) SV
Slaall dor LISy (JU e 23 dad) Ll Ll JLasVl Bl gy ol
ot He iy (o8Ldyg (Bl Bl il Sy (Al Sleally BVl 2l
u\fc.uwwjxwmujwmgmw\yw@\www
) Lgla st )



385

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

EWNU AT

gy cipadst ol Aorls) R o (T (3 Bl OlBY) e Ol )15 HlaeY | ks
3 Lygs pblay Aibsl) ods 28 5l mag cipleneVly bl (3 Llasly Lealen aile
sda P o Sles sl s (Blaes skt L35l Lad) S5y 4dls 30 324
o WS b Bl (3B e D Bdged) Tl ) Lol g 55y
o L U m B Lde Bl Bedl 83Uy 6V ledll 3 e L)
TV it Bl

I WY b Sh e b e oy
YL s o) Doy g B! ) gy 3 Slannall B3] gales oo ST VT

¢ i1t
1s 40 BN

U Al Vsl e ds et BJSKEY) ods e 5
Sl 2 a3 Slad) 3)l5) 6lof (gt Lo —
3 Lplasy Sladl 3] et gl slazel oy adla>] AYs I3 BMe oy s —
AESPRVIYES- VORWY SN LR W-TPURcl - SE S RPN B
syl Ol B

o) e ) o L AW Vsl s sl
ety Lgmlond) g s all 3y gendl) 313 3 Bl 5555 ol 3)15] s
ol Y sty Slandl 3ls) e 1S 0w dlax) ANs ol 98 bLs) B s -
PRV [ P WS SN Ui TPV
Loy Lol

Lhil woy 3 Sladl 3is] aml @l ol Flal P r Al R8T s
3y (sBenll Oy Slaghl shedd a3y cad) Band Bpdid) el
Wl 1Y) s iy ismd)l omgliVl Lol i e Jolid) 220 J 3,
PECI RN I\



404-383 o (2019)015 ()11 saaalt | 7 ol ] 55
ilios Yy i oYl daawgo Ul dlysi ol gall Ldjg] w}aﬂ)//j}ze; ;;Lq:;l/ 513/ 490
Lol ) Blutal
AL Aehul oda 208

iy ganctl] Al Yy lae) )l dabadl) oalal) Calisd Alelis 5k sllas] dgle -
o fal) By o) B3yl Lo Lenlaby dadl 315N B Gl -
Bl )l B3l A5l Biadl Sl (3 Laygoy Gl BV Wl aiily o -
Auhl e
o SL] T

Gl G 3 el gl mgd) e passll s dnls (3 slezeVl & U
S LT ol olosl 2l a3 el Lo eal Jlaszal 5 3BV I
F el SPSS by dlarsul JlasY) =gl o slaeV) & ai ol
Bleza )
ey o

tkle 33y el imlal ol 1) £ eosl) i Lad IS Bdlas ) o

(ladl 315y eenlill LI W) ekt -
tighy o] Gl i) 1l ) —
02 sl 2 Al sl el Bl 2l ly il
¢!yl
Sl 813y corpliod) Y1 2
oo eI Ly d)ls) (sl Caad aladl psgdll G e Sl B)15) psgis iz Y
ol et S plemaly s peedl s OB ple [SCtuy (Olaally dbnil) oo
) el 322 I a Slansl) A4 (3 515Y) s aals

Olaad) By13) asgde 1.2



387

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

2 )y dodly Lol Jlosly 2Ll e ndd 2" BT e e 35
1loy dewiol)  Badl Ol Gy SEY ceall et ol by e
(17 5 2008 (09,275 ala) "b 2y sncl) el

I e ol (Ko Tndl (il 3)15] e Wgndd L Ll Sl 3] 2y,
ity ol fee moly il e SO e Ol b sl sl
G S IRTI U TS PP B S S D I e e I
oo o 2010 ¢ asy g ossey W Lladll alaaVly JSLall > coaladl l)lgs
.(20-19

Gag Ll o @ JleeW) abast e Ao daghie olall 3l 1 LS
st Sloall (et fll ey Slomnl misilly s dly gl Dlageall ool
oSl Sl sl Lo & bty i st L5 oladly (bl
2010 ¢ aus) 53502y 1p Gl 28 Slall 3is] 0B adey (Bagaadl jseads
A2 -
Sl e Jpad) @ Sl calid G thamwally Bhaz Jo¥1 o) —
g SV sladlly sodlly sl & LA e 3 ALY
et Oy 351 (3 Sladly a3 tellgamall ey U sl —
e dpadl Mgl e &) olinlillyy

ot B Sl Y e pll 8 ola) B3 OB B Sliad) e el
Lol Al s (3 ey dand) Lened foads oSlendl ) Lo sy ool
Sladl 83 olay LU SLLAN 3y ke 26y Ll Lisy Slaald amilzaYl
Sagll Jeondl I Jgoslls

Loas ) Ladeasy LA L dame oladl 3] 0L Jsdl K6 cades
255y pedd 393 r el Sl e Gl Bl Zgliny)
Ll wiladl A S 3 oled) sl walud LS s sall dleladl dmslia Yl

2l (L 0SS b Ol By el 331 odn 008 lawl wad o syl



404-383 o (2019)015x (S 11 i3aalt | 7 st e S
ilios Yy i oYl daawgo Ul dlysi ol gall Ldjg] w}aﬂy/j}ze; el 515) 495
b s T wblSaly Ellgandl Oléyy olrld a1 BLoYL dbdgaad) 31yl
o oo Sleall B Jads ST My il aflany Slisls e Mgzl o
S by (S ederia ] Ugt opty s colal e ] Gpdl 3
(2221 p 2 2009 ¢ dezy ) sy ad Bled) S alazdl
Slazall §y13) plga 2.2
2 oo 2008 ¢ awy W 3 L 3 by s ol Lales ol 35Y
(15-14
ko dlabdh )y 2yl SLadll gy L3 Aoy Spene Bylsl Slles 3 -
ol Slad) (6 Y1 oLl 39 nibsay o)) ‘ij‘ Jbry o cCnbalsd) s
SlomgliaVl a9y SV wady Lbsdl Jlesl sLd e 03 gl on
Tomal) Sl ead (3 Sl e 50 1Sy e oty JLesYI e 26
Gale Bhay Al Ol 334 3

2 b W e gy cadl i 2l Sl 3 el e 3031 -
Seoeidl s (sl (oblasl (3 IS winy Aoy G S i i O el
Lgpy Ol cli 3wl Jlny s 2ok (o BLEys daall DUl Goos ogb e
o131y HGYL sdlasl)
=) Jlesh aasl) (s4dll 228y ) Jiny ] B3l —
O\ rod) 313Y and J Y et 3.2
2009 ez 5 diney (e (bl e il Je ke (3 dadl (gl e
19 -
b Slewsll 3 gedl BLED ol DLadl s e 1 el BLED) Byis)
e Jeidy g2
J15 Bl Slabd) gy BVl wog (3 AL Jantyg 1 ad) bladl Lkd -

¢han g



389

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

Jb ocdos [Sen e IV g Bnd) S5t il faziiy timd) dadsYI oy —
¢eManll & B V.:J:.J - Aeorg
a2tk id ey il Aol 2lotsY1 0iS o tand) datsYI dis -
S8 sty ol oy se e O o taad) Jloy s e LAY -
e(..,x”A\
(GawdlS <Y N i) 8aisY) Gy ) o el i) gews —
Eé\...'@u\) CLIJ}J\ cO)'b'nL\ co\.;):,ii\
Sl dd 1Sy Anel LU ad Jazy 1y )l assY) o idly 26 -
B @i F ey (el Jodd) g ol by ad) e Wiy o
el (3 o skty s1sY) (Sps 5 sgdl) Bl A iad) sl Y1 ALY
AU aldl ALEN fozsy dadd) g5l Byls)

<Mage -l.gv\;-j J‘:’\;'J 42099 J.ud\ J:l;' Co o0 C“J‘ Jbry Jltly (absy —

tCab gl sl 1Sy ) by o Jgad) jolass o)

é&\...m:.—bﬁ
Sy e 13l cilond) il (LT ad e e wd) by il -
(E1. L pdnns

donl) il by A sl Colud Wud s = Joy s -
) gy ol LA Liail ity ¢ o

dl dyo gl desolly dladll @oidl 23U dad Eom o ) Jloy 254 o -
) by shsl Je il v§>

aey cadloull Lghaal 3ad S ady azeVlg ol b5 & ol Slanshl O]
Ll 4By deddly Ll dles 3 25 demdlin] &5y £l W s

g g o el YU el me JlenaVly Jolsdl Geids (pedlil) dg sl Suall



404-383 5 (2019)015x (,,Swy11 c3ualt | 7 dlonal e S
Ut LYo A OV demngo U dsyi Slsfol] Ly il V) sl (2 Skl $115] 9
Jad) 3 oade ezl Ly agdlll CluaVly delaudl Bl dedal old) o
B
BT e iy g GomglinY) O35 Aoy gl A ) Cii 5 1.3
lasl o 3 ] @35 @) ol plal of bl amg ) G JS ol -
.(Dyitli, 2001, p 01 2L
S aegest Sl gl iy (W sl mpll 358y Bl Sl wad v
36 2 2009 ¢ uat 4 15y B o Bl A Balall s Al
B ) MY i Lol e 25sSU) ALaLe)) Loy olail) o Loy ) 315 o0 v
5 oehd) ) At Olie old Wladlly Aapd) AV Ll g cialazdd
A0 > 2007 ¢ gl
iesast ysed) pladll fio 1 (B Gl mpl) andy Bagill BVl wad v
2 2009 ¢ aal 5 5y BLEy e (Bl dld Alal) s Asbie U
“41-36 -

Lol il e fon Bhigpdl Amlio¥) Sl 0L man pdi Lo gps e
3yt gl At izl LISy Al (Glleadl (Badl Al IVt e Al
aiid Ot M Bl U] Jao gl LoDl Adygud) bl T Sl V) wgg dydod
Gore [y Biped) BamdlieY) ogb Sl r i) Bl gl Olghas 2.3
G Jilly defll ol oy gy 86 sy Rl 3 LNl Ly
W3 G S s S Sy syl
o2 2008 by 1 JUST ollas SN U s ey el Cibad)
(57
ol o e gol) ) Gl e W 3 e 1 i 380 Bl
Gt e 055 8 g Bl Gyl s I e 55 sl T Lo Jolidly Lo
bl asdl U ol ag ey g oo s Wizl S op ol asgorg



Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

olzy STW W= asle o SE Slly dewgall py a2 O cm
Bl B o oDl Rolty Bl olis we Balg) SUe B T e Sl
DY Gsed) B 58 e S5 glly Rl pley Jls aleld uil) BT e
Ll dlysb Sl Slaall me L) e
tok b ) jaeead (b
(g fons ) deliall Slgorgs (3 Annesll B 8 il —

Byl 3 izl o QU a3y By gamm o p el S -

(e Canially 3all Al IV p Eamgn Sy BI Al Bopms —

e ez Ly as Sl elr] Yo e Slaall s G Sldlly doeeall B
) il Blozia g Lgme

o 3de (8 skt s e 1Y Wady el —Gsdl e SR AU 8 glastd)
(64-58 5 2 2008 ¢ Ly 1 a5 iy

lelld o Gleul U] iy Sugnad) Gl o boladl 2487 sx5y 135l B —
BlawV) ks o Wi of LIS Gl 15 iS5t Slioy Beogeast Lgin bdly S aed
ey Bl Bl Gl o el sl gl gl e e
(b sust) s

oo Leedliys Wbl Los gl ol ailenl) of 30l aflad) o2 @ pled) bl —
63 gnndd At ) S Sl ol (6 2 Slmia
QJW\WQL;@A\W@\@M\@&L\J:E@; :G:-“L\zu\iﬁ -
gLl e 68y gy (LS st (8 Dl pr et Loy gial] 0Ny 4y
o L

i Gy Wb I B5lsh slaely Grged) gl olis sk Jo S iadW) §ghasd)
tk b g alpd) 2t ooz (Ll fadll (3 b Jovadd)

391



404-383 5 (2019)015x (,,Swy11 c3ualt | 7 dlonal e S
il DYy AT YL frts U Tyt s told gl G Y ol 3 ] G15] 3
i) dsad) iyl ey pniall Bl afladl dpdon et el Ao dli] —
tany day Lo agiad aa) L) leadls

Qe il laslazel Sl gendl Bb 0 Jo cady el demdlial
Fe W Bl by s (legaad

R e B L e I T i
Al Sladsty DUl o el by Gl U] pinall

ol (ol bl ol e ol 2iST Jo Ll Sy tamadl) Rl -
Laldsznly (1L Rlead) bl SBMA (lanll g ¢ pasetdl adl (OMeYL
ol gl BlaaY) pa Ly cllawglly Slznd) Jo Sl oS ISal,
I o) e Bkl Blas 0S4 L (Sadedl Gl L

SIS Jsd of U e oS gl AW sl e Lulal ey ti-kall 3ylgal)
tdM e 5 g il ] sl V) ggand) dat 38 gl

Cwrgol] 358 850 ol Jo 5 ST —

¢ el 85589 Sllgall Loadl wlods o Slomzie @l —

tobll (3 L 8l S lozie RV

VAN s As g 3 bl B e LU e el (3 58T 2S5kt e OF =
el 39y ) B2 a6 i) ) i oz OF a1 g g i) oo
il dags oLl s 56 densll (3 Aigus

& R By e woy ey Ll Bee & Mo Rege Al oag ¢ pglad) Agur
of ahasd) of RISV 10 (3 Rl degodll Rhed) malpd) o Ll Lds gy
AL Bl ol o Blawl ) L) ) o

Jorl oy i Sf ] o 4 0) ol kgl Rad) a5 ygud! gl )l
5 Sl patlas abigd) Bleel wad ey alb sed el Jladl i
Fl ) o



393

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

V! & g eV Bl e (3 U s Jren L 9B Cild) -2
(W bl Gl I e I3 ag o) ool )
Jat B W 3 Akl el il s e 1O Ul ond Al e gl & lds
A JE g aladasdl Semill ade mllaay L gag 2bd) e Ml o LS
o) o gl ) o Zdaill §yl] O s g cdedilly & Dabasnl) L
cak sy BN s Oll 0 3301
Y o OF (ol o gl ool o 45 sl Y monad fadll slow
s L3l deesy J3y U=Vl Jpam 093 JsZ 3 80550 260 el didysedd
oSS pdey ol mead 2dle 20 s 055 Of LY &b gl oY (3 cllas
Liid gl el e W g ey aabiles of
Ayl Jous s ol Bl o) Bl i) ppglad Silaca) 8y13) dsyles @dly 4
i Ll Rduedl AU e g il U g5 ot ddolad) Ayl dngl 4
Bl o 2sla] (I plisanly SUL aed ool e slexeV1 as 2l lll
Lede uamill
el Slamgll S Jo i) 2l Al bl L gey dulypll aesme i
slezeWly bl oy 2iaS” il U5 VLAY g Jo ildl zolps
oY) sl 3 lendl B3] s Bflan ) LAl wlagall oyl e
b VL Al WSy 5l dese Hliy Abse @ o Bual) dus OB adey
sbezel @ sl Jotls sy cpibgel) LA sl Vs 1day gell OV e
Gty T b Lsloiial @y Lol 52 gl cojy S (alad) mudl nne
%100
SNV o Besast e Udeze) Lidlax Yl CILly Sloghaadl e ilgsi—o
P s cslamY) LYl



404-383 o (2019015 (,Sn11 s3aall | 7 Lol e S

i Yy ] ST Lo D i sl L) Tomi Y1 sl 2 el 513] 10
SE ekl Tl oda (3 Sdasall o1Vl e i leghaadl ae gl e
fkle

OF Jstl) Kby (ol o) jamds Gl s 22 ol late s dB-Sl) -
L 8y @dllly Al n il 2L 54 Jaally okl oLVl aoms 3 2 a5
) b Joall Ol 2haSle &l ada 3y clalyyy OB e ey
AU ol aelall g gl s gy laY) cn ade il B aiils

3e gl 3 oy WL S oy Bl Jald) 4 v (gsis Olsnl o bl —
£ aulll ods By (DlSihe of wils o Slaldly ol by Slighas e Jgamell 513
19S5 Al plon Gaots ol 0 VL) Bt Gil3Y) e or Bblin ol]
Gpedlly Uly s goll Bygeedl) Bl Y) pshasy 2al Slagl) 310Y Lgarl (e
e B 2 gy 35Y gl e i 3L

oot Uires 85425 2e0ly s S Bgomgn 3250 Al 2 Ble 1OLwY) —
oS By (BaST OUjlie Llly Aol S OlasT Cus 2.S Akl
Gl Lddl eV e sl G Al Slagey olod Wy oLz
53l Y (s 0L Sl oY) b sell Barge cilen ) 2ol (3 Lol gkl
sl e o lesy g o i) Al Y) B 3 el B0

e st s (55t kel (B Slacal By13] 5131 Ggraw w1 oY) gl
A2 4101 e alead

Aoy gonid) Aol o) pshaiy Olanmadl 8y15) oy DLIYY AV uld : SUI yeoadl
N NN O) ROV I AV R R P ICC I W SN P SN |
LA O e ST ey ol Jalas plaseaal @ s Blaw) O el —
1Y) ) IS e pasrd

Bl oy o8 o A Jgr

<L) Syl sus yglowall




Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

859,0 12 T8 (3 Skl 350 1] (g oLS
849.0 10 il pshaiy Sl 305) c LLLYI @M LS

EWIPR P ST SN LIE W1
918,0 22 B g HEM]

(SPSS) @ e slezs Vi Ul slis] o ¢ yad!

50, 918 b S wlawd pLigS W Jobas OF todel Joud! IS p ez
ol IS #lig S W oBles 06 SISy LoVl AUl r B Rad 2
B S Lhat L anhall Blael Oy B e UaSTT 16 055 iy (Wlas| Ugis
el el o 2l Yly wiled) o Lo Slog Blaa¥l doeas 2
Aozl & OLan) o Lgle Lamall UL il chedsimd) Bila Y1 S1gsY)
1 Ally glasY) gV e e pes

Al 31T el ol dnall 30 bl Y i) 22N s (@) gl —
(gl Ly oo Bl ST Sllor) cnts e Bak sas (Sylemadl Dl —
L@l sl Jom DL S5 51550 atad w5 LS73)
& Aenndl Shlall 3 oLy Buall St o 1y tdamd! BLIYI Julas —
logi WA 358y Ayl Slpine S
Al Malal Alax Y AV cMales jlaxY 3y @ teSt Cadgrw jlasl —
Jsd pde ol Jsd Jlos) g Landl pacll g B0 Gigme ddd i 25y (il
el 8
¢ Linas & OhlezaV) mjsn L ddebad) duhy ) ol pndiy Jokows 2.4
el (ol & ag by e Wilia| b an (gl
cehaball of U Agmgalt Blasa) ey S




404-383 o (2019015 (,Sn11 s3aall | 7 Lol e

oo &Yy A oVl dango i dlpsiolnwgoll 4dgnd] Lmilipw Y yoloi 3 olad 5)03] 90

JoV1 jemadd ()l G121y Ll Ll 2 Jgur

I | S | Sl | gl R
Y [ gl | plsdt
o Jdll Oaledl 3 L) eolandd 3] 5
0.627 | 436 | O S
1 e gl OVl 332 & ey Sl dnsl)
2 3] 3 Ll iy el adly olall 315
&1 0519 | 434 A i et ’
s Lo AL dsesld Jslslly
3 3] Lo U dacwgall L) 3)05) DD
C‘Q‘f 0653 434 L;‘;wd’ldjj )"‘Uu ILIWC]
ALl i)y sl dLal)
4 3] 3saS™ e A 8l (3 ol 5130 ileid i
& o710 | 405 o B 3 el 0] SlsS oo
gagd) d o)l
5 3] 1ox5 (A8 A 8l (3 Sladdl 3,5 el WU
& | o674 | ans | EEEEHH G SLNES S
REFL
6 & | 0.510 4.11 oAUy G gald Sl 3y13) o JLail 3L g
7 3] Jbry s sbas ] el ol d) 303 and
& 0592 | 4.03 ) S o G e e
8 3] SU sde e Laie ladl 3)15] s
&7 | 0655 | a0s | ot A s e
onkazst)
9 e | 0.839 4.03 ) oy atlsy Jatd 530 LT ) o
10 i L) dis OLVly legall ol 5yl5] il
&0 | ggon | a4 | CH sl sl st
AL
11 3] Jlazal - few gl Ol 5)l5) 0 2
& o741 | 386 A o Vs
A
12 3] BWagek btV e b)) G §M ames
& o614 | 376 b (N 2 S e o
AL el
s | 0224 | 411 R1

(SPSS) B e slexs ¥l Ul slis] o 1yl




397

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

B 4 9y Jo Ju SR Bl 2Lkl LLag) O] todlel Joud o eian
(4.36) gl Lugh s (1y 3 5240 Jem BV slapy bl age s o
Mg @iyl aall S50 wlilr] e BV 8500 et glly ((0.62 ) (glenn 140
o U oy e Jldll Ogladl IV e Lgdlaal 334 ) s A OF sm
Blawye il @ (D)5 B) (1) (0) O) (h B) (@) sl e ¢ cblad
= (4.03) 4.03y 4.03) (4.11y 4.23y (4.25) (4.34) 4.34) sl
0.57y 0.51y (0.67y (0.71) (0.65) (0.51) & & )lne G140y LIsd
JS sl Jo Badldy ad Bl e 313 ol de Juy e (0.83y (0.65)
Jir) Shledly Sl pshs Je o o weilals LI AL el Sl Ll
(12)5 A1y A0y whadh by (U oladd spxly eol @il clly oo
ol Glee CLELy (3.76) (3.86) (3.94 ) ) olawyd) ob
o K s Sl s SV L) OF e Jg ey ((0.61) (0.74y (0.80)
sl Slashelly padisg on Sl il e (e (2,2 gl wlad) 315 0
Aisledally OLYL pgeendy
Lol OF JpW0 sy ailadl) aiall Sl Sty SUL L o o W e
s i Jo o gy «(0.22) o pan gl SL2Ly (411 (soley gLt
Loy 3id (3 Waygss wladd 300 olol 2l anall 530 oy Sl Lo Joy Moy e

G 3h 225 8505 Ll L)

)13 i gol) Ao gad Bylastl iy Jelo —<



404-383 o (2019015 (,Sn11 s3aall | 7 Lol e

oo &Yy A oVl dango i dlpsiolnwgoll 4dgnd] Lmilipw Y yoloi 3 olad 5)03] 90

) sl ()lall CLEVY sk Ll 3 Jgur

I | S | Bl [ gl R
¥l | bl | gl
1 o o Sl OV 5ad ) SV e
0.504 4.51 . .
.ijl\ JJ];
2 e 0.457 4.8 Sgdor Glawl Jgt3 (3 delad amnd) 30Y) ok
3 5 iadl ety el 0Ll O (3 el o3
& o4se | 419 o o o Sy SIS G
s o] 1341
4 5 A g Aol fin) BLs (3 Olag) 3y00 alis
& {0625 | 403 | THT T
sl Jl
5 5 S die ) ves 3 ol 315 eals
& 0500 | 423 el 2 g S B s
A
6 T 0.639 4.05 A Lad) 545 ) @35 oledl bois iles
7 o o s fol) g0 5 Wl Ay el Aol oY)
= | 0610 401 o Reniol) &9, "r~5 s
ECIER SRR W
8 Jows 39 dacdl LAV 532 s Ly adl Jlor, nad
#0715 | 449 | I IS e e I
s 8l asalo L
9 Lo gze Js hagag dols maly 2y ] Al s
0.996 3.78 L) 3 9 o Wb W i) OLud)
Mo By Ol 310 olsl e
10 o Blozie lager gond Anglilly L0 G gl) agis
10922 | 332 e Sy B el 8
(AU Leadded Ans
e 0.344 4.06 R2

(SPSS) i e Islaze) Em Ul slie] e 1 gbazal)




Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

Bl 4 39wy e Ju Ladll 2 A2Y bl Ll g Of todlel Joud! p ian
A.51) Gldt Lt w13 (1) o3y 344 Jom WY sl i) Bie 513 o

Mg Byl i) 330 Dbl e sV 330 ol gy (0.50 ) (5)lan D140
A Ll ¢ gl b e sl OGlaYl 334 e Badl B O su
. 19) (4.28) nld) Blavss il & (85 () (0) O) h D) @)
@A Glee 2Ly U Je (4.19), (4.01) (4.05) (4.23) (4.03)
of e Jus e ¢« (0.71y, 0.61y (0.63y (0.60y (0.52y (0.48y (0.45)
Al Y] el @ pald Sl L plexa¥l OF e asE S ol
Cendl Lgmamsy Bsdl Lgmam 33U 3 o 3y ¢ IS s 8 Al g g
ipled) Olaw ) 13 (10y (9 o il Ly
of s Ju 1dsy «(0.92y (0.99) O jua lae S1ELy (3.32) (3.78 )
Bols aly oy ] Salr e R gl OF e JST a2 Bl Al SN oLl
Sladl 3] bl e B35 3 e e W UL i) OLud) nd s Alages
W) el Ailadl Bl SU Dby UL LS IV e W e e sl
e du s «(0.34) 0 jas (glms B2 (406 ) (soley oledl Lol O
3 Blarlmy wladl 3] 2l anadl 531 o Sl e Juy sy dle Jod s
s goll 2l Lol sty 28l
Ayl Sl p et 3.4
Ayl O s o (Pearson) Loyt Julas Ol =i

U s (bl gy B il o LU Jules .4 Jouer

(B sed) Al Y

S el R2 Jo¥l yeedt R1 y3loeadt
o paoily Slanmd! 3131 et oLy 1 BN Silagall 3y13)
doygoncd)
0.375 0.375 Bl folas dod
(Pearson,




404-383 £ (2019015 (1,011 tauadl [ 7 Wemal I S

oo &Yy A oVl dango i dlpsiolnwgoll 4dgnd] Lmilipw Y yoloi 3 olad 5)03] 90

e

(SPSS) g o slexsVl EmLl sl e 1 geaal)

bl g2 op (Pearsony) LLsYl felee O L>S5 Jedd) D s
O 35 (leld 655 0y <0.05 ;8T 2500 g5t 0.375 20l (5ol R2,R1
@raae p B OF el S WLy ol 0.5 e BT JUH 3 i i)
Ay ged)) Al Yls Olae) 3)13) o dawsie adaly B3e R24 R1 au)))
(t.teste) L —o
R2 R1) el ttest aes .5 o3y Jgur

;’L’d\ )}’u.“ R2 Jﬂ\ )}’uﬂ R1 ”bu.‘\
Slaemad! 3)13] oy &Ly BYR Olamad! 3130
Ty gd) A g
0.174 0.044 t.test L.

(SPSS) s Je slexs ¥l Ex Ul slas] e : ydezad)
QLIS Sl il Of t.test awd Jodd! I o Lo
VI sl e i) olls) e Jandl el W adl p.valuey aas -
e (HOy pasdi .55 25 1Ly 0.05 e 31 (6 0.044 203 o5be (RT)
Jduls (RTy JsW jomall adl il wlils) o Slaed) i3] ik 0 dgy
RPN EWSIH N
S )l Sl e ) el e i) el ST Al «(p.valuey as -
Lop bi July 0.05 a0 ST ol 0,174 aal syl R2)pW1 4
(R2y gl jemald 2l anal) SLls) Jo cpald 50ty ¥ as (HOYpu
AW B4 Uy pde LWLy



401

Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

Al L5

J) ) Slesll (lane 3 Jos rlginy 3aaliST gped) 280 gl Al
Ay o (g 3y)5) lUlaby b chars 2% lad adlia¥l badesidl pggde o5
Sy aesisll Bl 3ad (] p JolSas for OplolST mtinV) ool
o e 3 S5 il dge r lgnlly g e el clabl) 3k e ST Uik
Sl e ) bl 58 la ) 05 s9m plazal¥ly (Blage 3)13) Lo &5 JD
o9 R o Wb Bl BN ad s Wiee e Gy Rl Al 1S 58 )
o ﬁ.ix idelss CMe sl Lysuddl dongliny) uokty a8lo (3 2ALL (o ag>
st el gad
tk e Ly il e Al 2B S G Lo sg el pll il
ot BliVly U ST er 93 Wb paledly Sl Bl s -
el Sl e By (3 sl BB Jeedly Gkl o Sl 5] O -
Caardl
okl B3l L oo g Ledlal 3 Jo sl doley rge ol lall §l5) a5 —
¢ Olagll ooy 330l
Olaaly deaw sl Claal 522 (3 aml U ol M o lall 3)1s) ] glas —
(g Sl o) Dt 0 2l 315
Sladl 3] Gn dbese bl @ ey ] Rdubdl 2l &l olal -
WIS gf G sall By gl Eimil Yy
oy el G ) Raglly i) B3] 3 Sl BV Sl B3] i -
L ity IS e i Syl eda I3
9y oo (] BLOYL (adl) aally Ol Sl Aol ddae U ud Gl O) -

A0S Craesn



402

404-383 o (2019)015r (3, Sn)11 3l | 7 tlowal S S
i Yoy A OV Lo Tl Dt lonetoll bl il Y sl 3 el 1) 13
2 el aith
S

ARy s (el adly Sladd 315) ((2008)055Ty sl sl 3l
A7 o sl anllall (03)Y1 (Olas sy

edl s cSlad) B camg Olee 2wy ((2010) somal) s 5402
20-19 o o (dsW aalall (031 cOlas ¢ mjsdl 5 L2l g aellall

edl ls ot 315) (2010 Gavg Oleze Bus) 5 sdoeall ol 5902
20-19 o o «dsV) anlall cO3 ) cOles ¢ mjsd) 5 2l 5 aslall

Grsmeil) Bl o)l 3720 (olad) 3)5) (200D olis ey 3l Al as
2221 o oo pas 3,8l (ol

Olas cajedly sl B ls ¢ pasesdl wdly ol 315 2008z dlo s
A5-14 - o (LW andall (05,3

Gl 3l Al 32 (ol 313 (200D lins dey 3yl Al e
19 o ar Gl coliysdll

(2glly oy wotlill 1) Bmslin] ((2009) A5l an) ()l
36 o 03,1 Oles izl Joly

bl Ao a2 st Slled (2007 )il sl SlisST
40 o g gpal) 8L (P il s bl 1 g

(2glly oy wotlill 1) Bmslin] ((2009) A5l an) ()l
A1 -36 o o 0¥ Oles izl Joly s

iy ol iaall 5l s (gpd) Slemlin) ((2008) s Sy oL
57 22002 (05, (Olas

sy ol iaall 5l s (gped) gl ((2008) s Sty oL
64-58 - o 03V Oles



Ramzi ZAIMI Volume: 7/ Issue 11(Rep) (2019), 383-404
The role of sales management in the development of corporate marketing /.../

oY) AAL ar el
Djitili Mohamed .S(2001), Marketing  Strategique, Edition
Djitli,Borj bou arriridj, Algérie, p 01.
All Bibliography List in English.
Books.

Hani Hamed Aldhamour and others. (2008), Personal selling and
sales management, Dar Wael For Publishing and Distribution,
Amman, Jordanie, the fifth edition, p17.

Mahmoud Jassim Al-Samidaie and Ridina Othman youcef (2010),
Sales management, Dar Al-Masira for Publishing, Distribution and
Printing, Amman, Jordanie, the first edition, pp 19-20

Mahmoud Jassim Al-Samidaie (2010), Ridina Osman Youcef,
Sales management, Dar Al-Masira For Publishing, Distribution and
Printing, Amman, Jordanie, the first edition, pp 19-20.

Abdullah Samara and Mohamed Obeidat (2009), sales
management, United Arab Company for marketing and procurement,
Cairo, Egypt, pp. 21-22.

Sayed Salem Arafa (2008), Personal selling and sales
management, Dar Al-Raya for Publishing and Distribution, Amman,
Jordanie, the first Edition, pp. 14-15.

Abdullah Samara and Mohamed Obeidat (2009), sales
management, United Arab Company for marketing and procurement,
Cairo, Egypt, pp. 19

Nizar Al-Barwari Ahmad Al-Barzanji (2009), Marketing
Strategy: Concepts, the foundation and functions Dar Wael for
Publishing, Amman, Jordanie, p.36

Philip Kotler, Gary Armstrong (2007), principles of marketing,
Sorour Ali Ibrahim Sorour Translation, Dar el-marikh Publishing, Al
Riyadh, Saudi Arabia, p. 40



404-383 o (201901 (;,Sy11 15usl | 7 doeadl e S
oo &Yy A oVl dango i dlpsiolnwgoll 4dgnd] Lmilipw Y yoloi 3 olad 5)03] 90
Nizar Al-Barwari Ahmad Al-Barzanji (2009), Marketing

Strategy: Concepts, the foundation and functions Dar Wael for
Publishing, Amman, Jordanie, p.36-41

Thamer yasser Al-bakri (2008), marketing strategy, dar Al-Yazuri
for Publishing and distribution, Amman, Jordanie, 2002, p. 57.

Thamer yasser Al-bakri (2008), marketing strategy, dar Al-Yazuri
for Publishing and distribution, Amman, Jordanie, 2002, pp. 58-64.

Djitili Mohamed. S (2001), marketing strtegy, Djitli Edition, Borj
bou arriridj, Algeria, p 01.



