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ستهلاللإا  

 
 لبي رؼبٌٟ  :

مْعَ ) وَاللَّهُ أَخْرَجَكُمْ مِنْ بطُُونِ أمَُّهَاتِكُمْ لا تَ عْلَمُونَ شَيْئًا وَجَعَلَ لَكُمُ السَّ
( وَالأبَْصَارَ وَالَأفْئِدَةَ لَعَلَّكُمْ تَشْكُرُونَ   

 

 صذق الله اٌؼظ١ُ
 (87سٛسح إٌسً ا٠٢خ ) 

 

 

 

 

 

 

 

 

 

 

 
 



هذاءلإا  
 

ؼذ اللهسٕذٞ ِٚلارٞ ث انى  

 ٌٝذ ٚسٙشد ززز٠ٕٚجٛع اٌسٕبْ ٚاٌزٟ رىفٍذ ثزشث١زٟ ٚأػطذ ٚث

١ٗٔب ػٍأغذٚد ػٍٝ ِب   

....... خاٌٝ أِٟ اٌسج١ج  

 

ضبءح طش٠مٟاٌشّؼخ اٌزٟ رسزشق لإ انى  

ٟاٌٝ زىّزٟ ٚػٍّ  

 اٌٝ أدثٟ ٚزٍّٟ

 اٌٝ طش٠مٟ اٌّسزم١ُ

 اٌٝ ش١خٟ ٚأسزبرٞ

ًِاٌٝ ٠ٕجٛع اٌصجش ٚاٌزفبؤي ٚالأ  

اٌٛخٛد ثؼذ الله ٚسسٌٛٗ اٌٝ وً ِٓ فٟ  

طبي الله فٟ ػّشٖ .......أٚاٌذٞ   

 

ٌزٞ اصٚخٟ اٌؼض٠ض اٌزٞ ٘ٛ سف١ك دسثٟ فٟ ِس١شح اٌس١بح ٚ انى

 شدؼٕٟ ٚٚلف ثدبٔجٟ

زسم١ك ٘ذفٟ ِٚمصذٞ ............ٌ  

 

٘ذٞ ٌُٙ ثسثٟ ٘زا ِغ زجٟ أخ١ّغ ِٓ سبػذٟٔ فٟ ٘زا اٌجسث  انى

 ٚاخلاصٟ

 

 

 



 شكز وعزفبن
 

( وَإِذْ تأَذََّنَ رَبُّكُمْ لئَنِْ شَكَرْتمُْ لََزَِيدَنَّكُمْ  :) لبي رؼبٌٟ  

 
 صذق الله اٌؼظ١ُ

 (٠8خ )سٛسح اثشا١ُ٘ ا٢

 

ػبٕٟٔ أِٚٓ ثؼذ ٚاٌسّذ لله اٌزٞ فبٌشىش لله ِٓ لجً 

 رّبَ ٘زا اٌدٙذ فٍٗ اٌسّذ ٚاٌثٕبء .ئػٍٝ 

ٌٍصشذ اٌؼبِشخبِؼخ أفش٠م١ب اٌؼب١ٌّخ رمذَ ثبٌشىش أ

٘زٖ اٌسبٔسخ ٚاٌشىش لأسبرزح و١ٍخ  اٌزٟ أربزذ ٌٟ

الألزصبد ٚاٌؼٍَٛ الإداس٠خ ٚاٌس١بس١خ ٚأخص 

 /اٌذوزٛسسزبرٞ اٌفبضً أثبٌشىش ٚاٌزمذ٠ش ٚاٌؼشفبْ 

 ١ِٓ محمد اٌؼشبسٞثشا١ُ٘ الأئ

ٌٗ ِٓ خٙذ زث ِب ػٍٝ ،اٌشسبٌخ  ٖ٘ز ػٍٝاٌّششف 

 سشبد ٕجؼب ف١بضبً ثبٌؼٍُ ٚاٌزٛخ١ٗ ٚالإٚلذ وبْ ػملاً ِ

 

 ِٚٓ ثؼذ  ....... ِٓ لجً ِشٚلله الأ

 
 

 

 

 

 

 



 انمستخهص
( ِٚٓ أ٘ذاف  أثش اٌزس٠ٛك اٌفؼبي)اٌّزمذَ( ػٍٟ اٌّج١ؼبد)رٕبٚي اٌجسث ِٛضٛع 

اٌىشف ٚاٌزؼشف ػٍٝ الا١ّ٘خ إٌسج١خ ٌؼٕبصش اٌزس٠ٛك اٌفؼبي )اٌّزمذَ(  ِٓ اٌجسث : 

ِؼشفخ  ِذٜ ٚئسرجبط ٚرأث١ش ػٕبصش اٌزس٠ٛك اٌّزمذَ ػٍٝ ٚلجً اٌّسزٍٙى١ٓ.

ػٍٝ  ٚاٌزؼشف ب ٠زؼٍك ثخصبئصُٙ اٌسىب١ٔخ ِٚسز٠ٛبد اٌذخٛي.ِ اٌّسزٍٙى١ٓ فٟ

رٛض١ر  ِٚذٜ رطج١ك اٌّإسسبد ٌّفَٙٛ اٌزس٠ٛك اٌسذ٠ث ٚرفؼ١ٍُٙ ٌٍٕشبط اٌزش٠ٚدٟ.

 رُ رسذ٠ذ اٌفشٚض ٌلأخزجبس ِٕٙب : أثش الأشطخ اٌزش٠ٚد١خ ػٍٝ ص٠بدح زدُ اٌّج١ؼبد.

د دلاٌخ ازصبئ١خ ث١ٓ ػٕبصش اٌزس٠ٛك اٌّزمذَ اٌفشض١خ الاٌٟٚ : لا رٛخذ ػلالخ  را

ٚث١ٓ ص٠بدح اٌسصخ اٌسٛل١خ . اٌفشض١خ اٌثب١ٔخ : لا رٛخذ ػلالخ  راد دلاٌخ ازصبئ١خ 

ث١ٓ الأ١ّ٘خ إٌسج١خ ٌؼٕبصش اٌزس٠ٛك اٌفؼبي )اٌّزمذَ( ٚث١ٓ ِب ٠زُ رمذ٠ّٗ ٌٍّسزٍٙه 

اخزلاف اٌخصبئص  .اٌفشض١خ اٌثبٌثخ  : لا رٛخذ ػلالخ  راد دلاٌخ ازصبئ١خ ث١ٓ

اٌسىب١ٔخ ٚص٠بدح اٌسصخ اٌسٛل١خ . لذ رُ اسزخذاَ إٌّٙح اٌٛصفٟ ٚئسٍٛة دساسخ 

اٌسبٌخ اٌٝ ٚالغ اٌّؼٍِٛبد اٌّزٛفشح ِٓ خلاي رطج١ك دساسخ اٌسبٌخ ػٍٝ ششوخ داي 

ٌٍس١بساد ػٓ طش٠ك اٌّمبثلاد اٌشخص١خ ٌٍؼب١ٍِٓ فٟ ِدبي اٌزس٠ٛك فٟ 

) ْ اٌزس٠ٛك اٌفؼبي أ ٌزٛص١بد ٚاُ٘ إٌزبئح:ٚرٛصً اٌجسث ٌٍٕزبئح ٚااٌششوخ.

رجبع س١بسخ ئِٓ لاثذ ٚ  .ػٕٗ فٟ ٚضغ اٌسٛق اٌّؼبصش ٝصجر لاغٕاٌّزمذَ( أ

خشاء دساسخ ِفصٍخ ٌٍسٛق ٚاٌج١ئخ اٌزٟ رشغت اٌششوخ أْ رج١غ ف١ٙب ااٌزس٠ٛك اٌفؼبي ث

وخ رشغت أصجر لاثذ ِٓ ئسزخذاَ اٌزس٠ٛك اٌفؼبي ) اٌّزمذَ( ئر أْ وً ششو . إٌّزح

ظٙش أْ ٌٍؼٛاًِ اٌخبسخ١خ ٌسٍٛن اٌّسزٍٙه )الاخزّبػ١خ، فٟ أْ رىْٛ فٟ اٌط١ٍؼٗ.

اٌسضبس٠خ، الالزصبد٠خ(، اسرجبطبً ٚرأث١شاً فٟ اٌسصخ اٌسٛل١خ، ٚئْ أوثش٘ب اسرجبطبً 

وزٌه ارضر ٌٍؼٛاًِ اٌذاخ١ٍخ . ٚ ٘ٛ اٌؼبًِ الالزصبدٞاٌسٛل١خ ٚرأث١شاً فٟ اٌسصخ 

ٚافغ، اٌزؼٍُ، الإدسان، اٌشخص١خ، اسرجبطبً ٚرأث١شاً فٟ اٌسصخ ٌسٍٛن اٌّسزٍٙه )اٌذ

زُ ِٕبلشزٙب ثصٛسح ِسزف١ضخ ٠خطخ ٌزس٠ٛك إٌّزح  . ٚلاثذ ِٓ ٚخٛد اٌسٛل١خ

 ػزجبس ِسزٜٛ اٌطٍت ػٍٝ ِذاس فصٛي اٌسٕخ. الإٚرزصف ثبٌّشٚٔخ ٚرأخز فٟ ٔظش 

اٌّج١ؼبد ػٓ طش٠ك  ٌىٟ رىْٛ اٌششوخ  فٟ اٌط١ٍؼخ لاثذ ِٓ ص٠بدح ٚأُ٘ اٌزٛص١بد :

) اٌزس٠ٛك اٌفؼبي رٛس١غ لبػذح ػّلائٙب ٚاٌذخٛي اٌٝ اسٛاق خذ٠ذح. ٠ٚدت ئسزخذاَ 

اٌّزمذَ( فٟ رسذ٠ذ ٔٛػ١خ ٚزدُ الأسٛاق اٌّزبزخ ٚاٌدذ٠ذح ٚوزاٌه رسذ٠ذ شش٠سخ 

اٌزأو١ذ ػٍٝ أ١ّ٘خ اٌّسزٍٙه، ٚئٔٗ ٘ٛ اٌس١ذ، ٠ٚدت اٌٛصٛي ئٌٝ ٚ اٌؼّلاء اٌّسزٙذفخ.

 : اسرجبطٗ ثبٌّٕزح ٚػلاِزٗ اٌزدبس٠خ، ٚ٘زا ٠مزضٟ ِشاػبد ا٢رٟ سضبٖ ِٚٓ ثُ

ِسبٌٚخ دساسخ إٌّزدبد إٌّبفسخ ٌّؼشفخ ٔمبط اٌمٛح اٌزٟ رؼىس أسجبة رمجً 

اٌّسزٍٙى١ٓ ٌٙب ٚوزٌه ٌّؼشفخ ٔمبط اٌضؼف ٌٙزٖ إٌّزدبد ٚاٌؼًّ ػٍٝ ردبٚص٘ب فٟ 

٠ش إٌّزح ٠ٚدؼٍٗ أوثش لٛح ٚوً ٘زا ٠سبػذ ػٍٝ رطٛ اٌششوخزبٌخ ٚخٛد٘ب فٟ ِٕزدبد 

ضشٚسح ِزبثؼخ سدٚد أفؼبي إٌّبفس١ٓ ٚاٌٛولاء ٚفٟ ِٛاخٙخ إٌّزدبد إٌّبفسخ. 

 ف١ّب ٠زؼٍك ثبلأسؼبس ٚإٌّزح اٌششوخٚاٌّسزٍٙى١ٓ زٛي اٌمشاساد اٌزٟ رزخز٘ب ئداسح 

  ودضء ِٓ اٌزس٠ٛك اٌفؼبي )اٌّزمذَ(.

 

 



ABSTRACT 
 

The research topic (the impact of effective marketing 

(Advanced) on sales) and research objectives: detection and 

identification of the relative importance of elements of effective 

marketing (Advanced) by consumers. and find out the extent 

and impact of marketing elements link the consumer with regard 

to the demographic characteristics and income levels. And learn 

how to apply modern marketing concept enterprise and 

energetic promo activity. and clarify the impact of promotional 

activities to increase sales volume. Test hypotheses were 

identified including: first hypothesis: there are significant 

relationship between elements of the advanced marketing and 

increased market share. The second premise: there is no 

relationship between the relative importance of elements of 

effective marketing (Advanced) and what is offered to the 

consumer. the third hypothesis: there are significant relationship 

between differences in population characteristics and increase 

market share.  Was descriptive and case-study method to the 

information available through the application of case study on 

Dal Motors through interviews of workers in the company's 

marketing and research for the  

Research findings and recommendations key findings: that 

effective marketing (Advanced) became indispensable in the 

market today.  There must be a policy of effective marketing to 

conduct a detailed study of the market and the environment in 

which the company wants to sell its product. And you must use 

effective marketing (Advanced) because every company wants 

to be ahead of the curve. it appears that external factors of 

consumer behavior (social, cultural, economic), link and impact 

on market share, and that most are in market share is the 

economic factor. As well as internal factors found to consumer 

behavior (motivations, learning, perception, personal, link and 

impact on market share and a plan for marketing the product is 

discussed extensively and flexible and take into account the 

level of demand throughout the seasons of the year.  The main 

recommendations: to be at the forefront of increasing sales by 



expanding its customer base and enter new markets. And you 

must use effective marketing (Advanced) to determine the 

quality and size of available and new markets and identifying 

target customers. And to emphasize the importance of basic 

consumer needs. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



  قبئمت انمىضىعبث

 انصفحت انمىضىع

 أ ستهلالالإ  

 ة هذاءالإ  

 ج انشكز وانتقذيز

 د انمستخهص

ABSTRACT ٖ 

 ٚ قبئمت انمىضىعبث
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 06 انمبحث الأول : استزاتجيبث انتسىيق انفعبل )انمتقذو(
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