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أفريقيا العالدية كلية الاقتصاد والعلوم السياسية لإتاحتها الفرصة لنيل درجة الداجستير 

 . رة الأعمالفي إدا

الشكر والعرفان إلي الدكتور العليش محمد الحسن الذي أستقطع من وقتو الكثير لدتابعة 

الدراسة ولم يبخل بشي من علمو الغزير وكرمو الحاتمي وىو يوجو ويشرف ويتابع  

 مراحل تنفيذ ىذا البحث إلي أن أوصلو مرحلتو الأخيرة .

خالد مدير إدارة العلاقات العامة  والشكر إلي الأستاذ صلاح الدين حسن أحمد

 والتسويق الدصرفي في بنك الشمال الإسلامي .

والشكر والعرفان إلي الأستاذ محي الدين محمود نائب مدير إدارة التخطيط والبحوث 

 ببنك الشمال الإسلامي .

                                         

 

 



 

 جؾشِغزخٍض اٌ

ٕ ث٘ي اُؾٔبٍ الإعلا٢ٓ ُْ ٣ؾون أٛذاكٚ ثطش٣وخ ٓض٢ِ ٝرُي رزٔضَ ٓؾٌِخ اُجؾش ك٢ أ   

لاٗخلبك ؽغْ اُزؼبَٓ ٝٛ٘بُي ػذح أعجبة أدد لاٗخلبك ؽغْ اُزؼبَٓ ٜٓ٘ب ػ٤ِٔخ 

اُزغ٣ٞن ٖٓ ؽ٤ش أًضش اُؼ٘بفش رأص٤شاً ػ٢ِ ؽغْ اُزؼبَٓ ٝخبفخ إٔ ٛ٘بُي ػذّ اٛزٔبّ 

 ا٥ر٤خ  ثبُزغ٣ٞن أُقشك٢ ٣ٌٖٝٔ ف٤بؿخ أُؾٌِخ ٖٓ خلاٍ الأعئِخ

 ؼٔلاء؟ـــَٛ ع٤بعبد اُزغ٣ٞن اُز٢ ٣٘زٜغٜب ث٘ي اُؾٔبٍ الإعلا٢ٓ رغبػذٙ ك٢ عزة اُ

 ؟لا٢ٓ اصش ئ٣غبث٢ ػ٢ِ عزة اُؼٔلاءَٛ ُغ٤بعخ اُــزش٣ٝظ اُز٢ ٣٘زٜغٜب ث٘ي اُؾٔبٍ الإع

 جؾش روّٞ ػ٢ِ الاكزشامبد ا٥ر٤خ ٝأُؾٌِخ اُز٢ ٣ؼبُغٜب ٛزا اُ

 ُزغ٣ٞن اُغ٤ذح ٝعزة اُؼٔلاء ثج٘ي اُؾٔبٍ الإعلا٢ٓ .رٞعذ ػلاهخ هشد٣خ ث٤ٖ ع٤بعبد ا

 ٣ؼزجش اُزش٣ٝظ أًضش ػ٘بفش أُض٣ظ اُزغ٣ٞو٢ رأص٤شاً ػ٢ِ عزة اُؼٔلاء 

ٝرٞصػذ  اُذساعخ ك٢ خٔغخ كقٍٞ ر٘بٍٝ اُلقَ الأٍٝ أُوذٓخ ٝٓؾٌِخ ٝكشٝك 

بثوخ ٝأ٤ٔٛخ ٝأٛذاف ٜٝٓ٘غ٤خ اُجؾش ٝؽذٝد اُجؾش اُضٓب٤ٗخ ٝأٌُب٤ٗخ ٝاُذساعبد اُغ

ٝر٘ظ٤ْ اُذساعخ ٝر٘بٍٝ اُلقَ اُضب٢ٗ الإهبس اُ٘ظش١ ؽٍٞ ػ٤ِٔخ اُزغ٣ٞن أُقشك٢ 

ًٝبٗذ اُذساعخ ا٤ُٔذا٤ٗخ ك٢ اُلقَ اُضبُش ػٖ ع٤بعخ اُزغ٣ٞن ك٢ ث٘ي اُؾٔبٍ الإعلا٢ٓ 

ًٝبٕ اُزؾ٤َِ ُِذساعخ ك٢ اُلقَ اُشاثغ ٝر٘بٍٝ رؾ٤َِ ع٤بعبد اُزغ٣ٞن ثج٘ي اُؾٔبٍ 

 قَ اُخبٓظ اُ٘زبئظ ٝاُزٞف٤بد  .الإعلا٢ٓ ٝر٘بٍٝ اُل

ٝكوبً ُزؾ٤َِ ع٤بعبد اُزغ٣ٞن ثج٘ي اُؾٔبٍ الإعلا٢ٓ ٝٓلاؽظبد اُجبؽش رٞفَ اُجبؽش 

 ُجؼل اُ٘زبئظ ٖٝٓ أْٛ اُ٘زبئظ اُز٢ رٞفِذ ئ٤ُٜب اُذساعخ :

 .اُؼٔلاء  ػ٢ِ عزة عبد اُزغ٣ٞو٤خ اُز٢ ٣زجؼٜب اُج٘ي ع٤ذح ٝعبػذدب٤غاُ/ 1

 اُؼٔلاء . اُج٘ي راد عٞدح ػب٤ُخ ٓٔب عبػذد ػ٢ِ عزة اُخذٓبد اُز٢ هذٜٓب / 2

/ أعؼبس اُخذٓبد ثج٘ي اُؾٔبٍ الإعلا٢ٓ ٓ٘بعجخ ٝاصش رُي ئ٣غبث٤ب ػ٢ِ اُوذسح اُز٘بكغ٤خ 3

 ُج٘ي اُؾٔبٍ الإعلا٢ٓ .



 

 ٣ٝٞف٢ اُجبؽش ثٔؼبُغخ أُؾٌِخ ٖٓ خلاٍ الأر٢ :

وبء ثٜب ُِٞفَ ئ٢ُ أكنَ اُج٘ي الاٛزٔبّ ثبُغ٤بعبد اُزغ٣ٞو٤خ ٝالاسر/ ٣٘جـ٢ ػ٢ِ 1

 اُ٘زبئظ ك٢ اعزوطبة اُؼٔلاء ثبُج٘ي .

الاٛزٔبّ ثزٌبَٓ ػ٘بفش أُض٣ظ اُزغ٣ٞو٢ ُض٣بدح ؽغْ أُ٘بكغخ ك٢ عٞم / ٣٘جـ٢ ػ٢ِ 2

 اُؼَٔ أُقشك٢ ٝخلل اُؼُٔٞخ .

ثغٞدح اُخذٓبد اُز٢ ٣وذٜٓب ُزؾغ٤ٖ اُقٞسح اُز٤٘ٛخ الاٛزٔبّ  اُج٘ي/ ٣٘جـ٢ ػ٢ِ 3

 . ا٤ُٔضح اُز٘بكغ٤خ ُِج٘ي ٝأُؾبكظخ ػ٢ِ 

الاٛزٔبّ ثؼ٘قش اُزغؼ٤ش ٝرُي ُٔٞاعٜخ أُ٘بكغخ ث٤ٖ اُج٘ٞى  اُج٘ي/ ٣٘جـ٢ ػ٢ِ 4

 .الأخشٟ 

 

 

 

 

 

 

 

 

 

 

 

 

 



Abstract                                                    

The research problem that shamal Islamic Bank did not achieve its 

objectives in an optimal way so as to decrease the volume of 

transaction , and there are several reasons led to the low volume of  

Transaction , including the marketing process in terms of the more 

elements impact on the size of the deal , especially that there is a 

lack of interest in marketing , banking ,and can formulate the 

problem through the following question  

Is marketing policies pursued by shamal Islamic bank help in 

attracting customers ? 

Do promotion policy pursued by shamal Islamic bank appositive 

impact on attracting customers ? 

The problem addressed by this research based on the following 

assumptions  

There is a direct correlation between the policies of good 

marketing and attracting customers shamal Islamic bank promotion 

is more influential elements of the marketing mix to attract 

customers . 

And distributed study in five chapters first chapter submitted a 

problem and hypotheses and the importance of the objectives 

temporal and spatial and previous studies and the organization of 

the study and the second chapter of the theoretical framework 

about the process of marketing the banking and was the field study 



in the third quarter for the marketing policy in shamal Islamic bank 

was the analysis of the study in chapter fourth and eating analysis 

marketing policies of the Islamic bank of north chapter five 

findings and recommendations according to the analysis of the 

marketing policies of the Islamic bank of north observations 

researcher  researcher found for some of the results and the most 

important findings of the study :  

1. marketing policies pursued by the bank's good and helped to 

attract customers . 

2. services provided by the bank of high quality , which has 

helped to attract customers . 

3. services prices shamal Islamic is suitable and positive impact 

the competitiveness of the shamal Islamic bank .  

the researcher recommends to address the problem through the 

following : 

1. bank should interest policy marketing and upgrade them to 

reach the best results in attracting customers in the bank . 

2. should I concern the integration of elements of the marketing 

mix to increase the mount of competition in the labor market 

and reduce the banking commission . 

3. bank should concern the quality of services provided by the 

mental image to improve and maintain the competitive 

advantage for the bank  
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