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Abstract

Sales presentation is defined as the "main body" and as an important stage of
the sales process. The aim of research is a model for effective salesperson
presentation in industrial markets. method of research is qualitative,
exploratory, applied, and analysis method is GT theory. The statistical
population is the clothing wholesalers of Tehran. judgmental purposeful is
sampling method and interviews were conducted with 15 salespeople. The
data collection tool is in-depth interview. Validity and reliability of the
research findings were checked by with expert academic researchers and data
analysis was done using Nvivo software. The analysis of the interviews led
to the identification of six main categories, which are: 1. Causal factors,
including the core categories of passion for work and attractiveness of the
seller. 2. The axial factors include the central category of trust building for
the acceptance of the seller. 3. Intervening factors include the core categories
of psychological capital, emotional intelligence, spiritual intelligence,
managerial ability, product characteristics, and personality characteristics. 4.
Contextual factors include the central category of situational factors. 5. Its
consequences include the central categories of personal consequences and
organizational consequences. 6. Effective strategies include the core
categories of grooming, communication skills, professional ethics, and sales
presentation skills. Finally, the final model consists of 15 categories, 44
concepts and 112 primary codes.

Keywords: buyer-seller relationships, seller's Effective presentation,
industrial market, sales performance

HXVWES

J sl osds i (9,8 a3 5l ee sl e lgte g ol 60" plsis 4 (g8 )
ol 025 plol ginimo sla)ljly )3 0aidg )8 Sge Sl (sl (Jae Sl sl imgR cgr0n
el abam i sl B iS10,Sy ) il b Sl > gy il p5 b gy
el axale a3l o Sltiosls &y ks ol JaloSiy 4128 (B) 9 (S e bl S
oged I QS S lie Sl el s (i Sy b S gy (b 93 e ing
G5 &S 012555 10 |y (655 Lt 0nsld 51 sy b g 0 oolitis] 5ldh Kiabin (55 digas
Groe dloe doodls (551,530 .023.5 plosl aolimo 25302 3L gy 9 Yo ()8 il
oyt oS —dngh b gk slaes (25 Sa b gl sladibl (oLl g aly) 4l
ol oxds plosl NVIVO 10 1381 55 6,8 55 4 b b o3l Judowi g 03 o 5 25D
Joli e Joloe ) £l ol dS i o lalgia jtid ol b & priolnasln o b
dgte Jolid gy Jolge ¥ Bl oo iy b Cunlie 9 )5 4 lidl gype sladlsie
Slodlgio Jold 35 Salslae Jelge ¥ abl oo 02iidg 2 (B e jluwdleiel gyoe
9 Js—ae (Shy (i pte g csgine Uhgp (Slrs (gn ((BUB0ly) dlers ()5
B ad g G g Joloe (5pme dgie Jali ¢ (dlate) Jolge ¥ an | asid (S
dyaly 50 e Slojls waly g pa ed daly g sadlsie Jols o] clasaly
o lee 5 gld o M]3l slacsloe (Sl (gpse sladgio Sl ¢ JiS
03B S gl S VNY g porie TF calgio V0 5l ales Jbe coled 3 amiliion (g 8 o))
Fow|

Nl 8 =yl 5 bailyy (Frimo S,15L 0aimiig B e 4l 10 Slgals
< P98 5 Sles




sloylil y 0xilgyd ge Bl (gl (Jdo i gqwge hlu Al yg 4559 eil> Jadllly (umo g (605 Mogus

dodio

Slaal 1) (99,8 (6)9 0 9 LRl 6yl lajle o g Adl oo ) geanS ulul (53
@ oddgyd Gloas b Y game dole ploul cdledd lais 4 (igy8 «SwdlS oBw>
a5 Tojs8) 39 e iy Cord 3l el B3 L YIS b Jy JU8 5o et
5 0Pl eSS L B sy slaculld Bk 5l Baes g8 sl (V-YY
Laily) dnwgs 9 ((59,3) alalae 93,55 52 0556 3590 )3 (yB9,8 GUS IS (sl (355 ool g
3,8 g8 ) Cage a5 Jelge slolid (VVY I sla) 54 o plosl byt b cotesidy
S yd Cutbge o )5 g o lad 4 Gig)d (lpte lad (bl dia wigd oo g8
4 olgiely b @l 4 STOFY olel)j g (dume ((B58) 2)> (oo Jlr 5L
B9 g Ly a8 odbdis gy Glodd g LY cuasS g g9 il bl s Jud 51 o) Jelge
d‘)—.’ |) Olf.\.;.,.f)”.é L;b)é LSLQL;}.’.B Cuon] LSJL.’.} Sladllas Lol 3y cos ul)).uw\.o L;Uauf}'.w
0ol sladalss gl (gyttie yo oS bl jlamd e Ui i B9 Bhial 4y ol
a8 Gl 0digy8 Cpl 0)ld Glods b Jaaze 4y Cond (wold Slyllasl g (5,55 ¢ 3l 1) 245
9 Mibee b ytie Ol g Wajls b pglie sLlail 95" 53 s (9,3 9 )ik Sl (s yider woew
(Yore & Sl 5 JSke) ol ol 53 lalejle cuddge 3o,

Siw (B2B) (inio slaljlys (9,8 aope p3 (5 akig)8 5 Sles g9dge «uldy i |
i 3 ok BB D e 4 (Yo ¥ I S0) Wit (g nde 9 08 58 o (bl Lo
5 (5N Y )80 i gu) A 395 B Ag,8 3 Slas 0550 & diwnly b & Sz 0,
il Glojls o Jlaome (0,8 bolge 4 Gl o |y Gg 8 598 3Sbos (VoVY ALy
S diie 4y a8 e dbl lislaal 4 olawd glp b leile &8 ola g5l &8lg 5> 5,8
plas leo 51 (VF ) ) )Kes ¢ 5L A;]‘_,’.,o oy B aig,8 3 Sles 135 51 Slojle Jole
e 4 Olgie 4 0didgb laclee (g yd 3 )Slas (slapadls )3 oad plulid (sladlgie

. zunac., Kordos & lvandija

. Jose

. Hai

. zunac., Kordos & Ivandija

®. Michael & Stefanie

. Bolander

v Ledinger

*. Hogevold., Svensson, & Roberts-Lombard
%, Sugiono., Nurwulandari., & Khairina

*. Chawla



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

(V¥ &l g sl ol (68T) 3,00 5 29,8 5 Slas  aitns i g et yobo
b Jols ,5 Baiig,d a5 295 0 Ml (03,8 (sla ol 5l aiwd o] 4 oaidg s o leo
5505953 ol 5 Gos8 2 ,8kes L byl 3 5 558 B9y aillg plosl plSia 13 595 o nie
syl oaiiio s sl Sl o5 Lae ol bliyl o &l)l clae)lhe alos 3l €60,8 0
Uly wle aladda ol g cunl gl B 5 (B3B8 o (slorl Jols b lasipo (gtaio
3)90 3 P98 b basiye (il Yo 8 )18, 5 (93 3,09, )3 pdllan g s Ul
Lnlgd gyl 99,8 ) (2lb)lee (piz &5 SEMBg8 (ol 5 (5)9ld ¢ Jparme
Ol oadg 3 Sles (Al ete gponl S AVYY (ohlen 5 T80 il
(VoY Faenl) ol (0B, slacs,lpe

Sl Sels B9 iy Jdd Gmed 5 Al oo e il LS gto gl 3 Sl
QL(YYY Flul g Cgin oplll) 368 Byme pawstio plgie 4 |y 365 ¢ amd 4l Igie
Ui ]y Slods /YIS 0siig b S e o &1yl "Ll5e—la Shg' alaly Ko & el (59,
&S Jgpame jl gpolic ¥ Joamo sl S 1)) tisl atily s 1) pae dds 93 1L &1
E3sle 5 3ol e pllg) mipe B 1y ogill gyite sl 5 Ayl slaarulss o lajls
S yudio (gooims (slys 501y 315L g (550l8 [ Jouame by ST B aLig,8 ¢ plplly (YAVY
el o985, Shas aliil g (398 SBlual 4y (olitd Coles 3 9 B9 005 2
5%3%9)) 815 ixivo slylil )3 0329 41 (6 e 3o 4o 53 9 Sl Ailgd (g i sl
(Y'Y\ﬂ ed‘)m 9

5303 agp W) 5l abye S b as S (g5 Fgane gy ol > 4835 Cliios
wline bl g calis (gl 095 a5 )l dgng Baide,d Sae &) I LS Syd g Wled,S
03)S gy (S NBg,8 23 Iy (B9 )8 ge Ll il hghs Canl e g b lodl sl
slaylil 5> 50 (98wl el (i o & (olul Jlgw nl (gl b jopel w0 U ]
5 ol Sy wyp ( SLiST adllas cpl 5l Gua sl 03,5 w1y d9u o0 sixio
cxl Oigg cnl (lil Jlgw cnlpl sl (39,8 9o )] sl (S35 3590 55 (4598
Sl oS gixuo slaylil o odidigyd 5o LIy Jao &S

' . Akbari Samani., Hamedi., & Torabi
. Rodriguez

¥ . Ahmad

¥ . Elhajjar., Yacoub., & Ouaida

. Valdes., Alvarez., & Martinez,



sloylil y 0xilgyd ge Bl (gl (Jdo i gqwge hlu Al yg 4559 eil> Jadllly (umo g (605 Mogus

Ok g B & ks
iy ()b g @l (i) 9 ploly Mg 4zl L)l lgis 4 &5 (hgyb 3 Shes
5ol > o cusl ©3Shos Sl b S gy 3)Shes (VoYY (oylSon 5'565) 5 0
0998 3Sbos VoV ¢ an o Topilo) 295 48,5 i )3 S 5 (sl ol b
slapadld 5 )l dily g maitans byl Slojlo (90> Jelgs g (98 g9y b doyds0
shee 9 Slojl 63,8 Jolgs ¢ Jols (S diod @ (o5 0 1) (29,8 3)Sdes 2 g0 (Lol
025 i lejle bl lagil (93 (slagys (Ve (llSen 5 olb) 2,5 sunails
o 1y lojles (sbadldygn (09,8 kol aielsg g bl o Sloss IV 39)8 o (g yidie
D9 gy 3)Skes aed ) plojle ciliee (sladsly sl oles g L3l (U]
9 0Pi b el glgie 4 0aidg b 0,Shes (1F4) (il ped plidlas 5 L) adanlss a0dls
4 0aiBg8 3 )Slas (VHV ¢ Kot 5 (o0])) 28l oo IS 3T lojl s g9y & (Sl wree
L g 2980 ol (8 ) Cubge CudS g CupeS ) dgi b oaidg)d (g5 Cuge (b))l
S pSo3lulehg 8 (odzu 1l ()5S0 9 (e Sl (g e (gmen lelge
s b ol Cuond 93 4 (g8 g9y 3)Sdes (VN (K g Ll SB53) 258
5,8es dabs 90 4y (g k8 0 Slas L glazes 5, Slas 5 (g)l8) 0, Slas 15l a5, lke &S ol 00
@ Y ()l 5 )Slas Ygono oS Lo (s Cansl 04035 (oaandii ¢ y59,8 )] 5 Shos 9 (5,18,
U155 (B8 L) 3 Slas I pslaie 505 ©)lie 4y b wdanlg oo YU (glaoes 5, Slos
~Called Jols e85, Slas g )3 1Bl U398 (05 5 S Blal & ) 5 U]
) ol st Jalis ol e 3,5k 5 o)l illsy ol sl igsd G5 sl
@l @ baye oo (V) () g 5595 3135 Rue) wilio (B9,8 U, cullad
Ll oo g 2 Glolas (6 glagw S8 1ol (sla s lil pres ol olis a8
W ge byl (uad (99,8 Jo) (B9,3 s)lee Jgaidio (55,8 syl o5 by

(V¥ ad) adli oo (09,8 slowled s)lB e Jie) g8 slacllad g (g (295

ouaig 9 — 4wy & Lty
G kS Algld daw g g Cunlond JolisS SV gazme pos &2 ool (1B laee 1
L1 ags Ly b glojlw o (liabl pas ool 4 (2555 sl gl W28l 0 3la51
sl slezel BB g Sy Jood oire CotsS jlwlss wile Jolite slo &5 &5 Sl yude
awg Glp ) slabyo slea (92l VIAY JLow 5 s jolate (ppen a dimd (1S

‘. Good
T, Munyon
Y. Liu



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

el (63115 51 a3 ] g b5 gl als o s Jol 45 il ngas &) (s, Laly,
Al SogS o g0 )Slhe dbus g o Lally) (030uS pgd dla po Wbl oo 0gdll oS
dwgi |y Ll (BN (gl jl 353wl slady 2 bl 3 slaeS ) 5 g als o
Loyl bles odi 59,8 9 5l 3 .p)les dlsyo )0 b0l 0 lenily (sladld)l)d 5 ias o
oiwe G904 Lally) &5 S o Jols Glabl 5 03905 Lais 1) Lally) ©3S g (5,03
Llgy damwgi 13 (695 1l bl by e (V) ieny 5 (Sl ) 4 nls Lais
oMbt — )l Laulyy IS (sla damad g Jalge I (S0 5 25, aaidg sl 5
o bl o miwa obj Sbud (hen gy a8 SBaE 9,8 &8l > b b o Sl Josn
2 ol a3l o 0y (o)) 09 yiae B 5 g6 Mol Jsbo 55 Sl o]
liwd jobaie a4 1o b Lalgy Copie g 01,8l ad s B e oyl 5 asuis
o2 Sy 055 VL Glomd Ghon b BT aly 53 (Bl e 08 e mlis
S5 S5 el g Wb e lyindie ) sliald) ()] ot slarl glaiS
Oload VI (B uiad &) gly )09y OMelas jl Cuze STyl g b x o )0 (g)blog
[N guazma YU S &S Canl o3y s g (V) (oo 5 L) j553) g n
VoV Jaogl sl g oSl ccg)550Y) bl oo Sgo 00t 9,8 = g 3 Ll donws 95 50 Slass
S oyl (VoV e TG adlie oo 0didg ) — il by a5 olael (eiman
olai g colis) gl olosel 5l a5)le 38 o (i b 059,85l 5 Lalls) g9

(V¥ + idbiae g Lalio <) 23k SleMbl (g IS8l 4 5 Sinlas oS

)Py l38l sl |y ot slags Byl o 39y o )il (S uidg)3 5l s o o (6
@ g5 yhgyd Cudibge iulidl (clp wle e o] &Bly yd WS Sbul (yie b olbls)l
gt Ol a8 oS ol Lalato (VYT dul g Coin (b)) 1S 4S5 elais] bl
Oyguo dy Llgi oo a8 Cunl b3l (g)l48 0 ]l don 51 Ban z8ly )0 wiS S 11 g
L)l o)lin ol 5 9> Sy polsl o)) polas 2355 plol Lol b (oo e (om0
O3S seliio gly jlae Sy )0 > g ] Latuie B 4 ) (¢l bbb b msly
LU oxiad 1) sl o 5l LE (VoYY F1y65) 5gu 0 plul (60 oD 390 y> cbolke
Pl & )3 ol walgs o e 5 S5, 0k (i 43 e 5L e lblss Al (Yl
LIS ST 281 & (gl Ygana il (YoT & 59 5 CSob) Aoy 355 51 | Saily ()18 o
W1 g a9 koo SO ge dly) dloul g g e odlitul ladie; den > il

. Landazuri., Asche., & Straume
. Arney

™. Backwell., & Walsh

. Turaga

° . Babik., & Luther



sloylil y 0xilgyd ge Bl (gl (Jdo i gqwge hlu Al yg 4559 eil> Jadllly (umo g (605 Mogus

S8y U (VoYY Sl g ol c2snom) 3, 5l cped g ploj 4 & Cal g
S04 Sl 4 398 o0 4Ll ] O)le plgis 4 Cumer S L35 S L g0 L)
aoye bl gylB b glad s wluds > CleMbl il ge (g5l s 2l sl
P> G365 ¢85 S (TVY Tl g WS gily) 1S oo ol B 1y (objgel b (55
Sl 2o)loe o ipte 31 (NS b g (oM Slao LI L g Sy bl 2l
S90Sl o oS b awsh baglejle )3 e Clols)l bis b Sludy gl bl olpe &
m S35 e sl by ] )3 (VYo T L3 lS) sl bt S g 1) o g 5ySac
wiliS Giled & Y ganme 5 358 00 5185 (Lo ladilgs 5 bajls 5 loss VI gl
515 ol yiiie 4 (gloged 4 ) sla 5l g sy slmogle ) o3lizol b S ALSgb ¢ Ligd e
sghaie Gped )55 5 Y guasre 5 53 9) (st 9,8 ) Bly ) WS oo Sl (85)] S
39450 03le] Y guamo a8ly) (¢l gioma ¢ Jlumus (slap il )3 g Lgud g0 (Bymo g 031> yivles
by 25,5 505 b b3l 15 50 Jlb (28 by o g (B aidg)d ob AT (pl o &S
4 prie g 99 e b Bl (glyiie 5 (EAS9S o ) wr g JolS S
ol (VoY Takns) 655 o STial 4 ;500 b Bk 9 e &5 dgde olgie
2 M g 5lo Cudgipn 15U amd oo (LS 353 I (g8 Al e 53 0aidg ) &S olali3)

(VF) ol glidlae 5 Ulgs) 3l (gaie (g jl Clasd § YIS, 5
—h kg o Sles 008 mlie b M plgie b gl 0 (V1)) (e, g Slal b
5 ) 08 ple o5 Wb lis Masdle 5 Sles (ole B 4 dagi b oaii)d
2 oy 3l dbg il B Lslg) 5> WaL)lS et 5 06l S atBlio 5 Shos gl 5 (csylerlé
seite lains adBlio o 3pa], 5 blo)l S Job a5 53,5 oly bl csimad s (5 lokins
Bl g CobsS Sl sl B985 amd o oIS |y el IS tBlio ke 3L Shas
53 Ol balyy Cappte Wil are Julse 4 il pljiie Slr i g 5l wuslss ol
olge b gl > (VFee) ki 5 (mlie (Jloy WIS gyl dr g eaids b
0325 dalllae 350 (B2B) ixio (slayljly yo yla Smodiisg b Loy dlue o diseal oibngy
STl Uiyl g2 s iy b Alaly S it 3 48 15315 s " ) s s (g0l
o | dlaly Cuas g 0yl 1y (STl (g )by y alaly cudS 15U pomen 5 b i 00
Sl 555 Cute 3B 3 g j )l oo Cute 186 )8y 5y 2 (8,55 )bl
2 blyy codsS it 136 (5 33,5 (o0 Cales ()18 5 (55)%5) ()bl 2 (s puie 0l
U Opizren (855 )15 Coles )90 ixio LS (Same w5 Aad) )13, by
Coles 350 (g yde o S|l )35)] g dasly cudeS dlasly o )l5k oI S hossd juiie e

. Horiuchi., Nasser., & Chung
" . Pandey., Shukla., & Pandey
. Kalogiannidis

. Kestane



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

22l G35l se Uil (" ol b il 3 (WTRN) i 5 ssle 285 )18
L B2B (cbesyd 5 oundg)d b phlS 4 axgi bl s g oaidg b bulg) 55 (g8
01l b Loy pols g 390 (sl (ol Sl &) 4 ol Lt gl 5 ) S b 58 s
Ol bl eien sl (6)lSan Byl g (s b)) e Ll (SgSe g S -
b olpon )l Copie Coles g Jlojlw dbabls jaie 9o b b lojle (gylhe il a7 widly
3l )8 5l gy G 5 0sideyd (pdy Gl eritas B gpibe 25 A g gko ey
9 SYS il 39y (05)) 2 (e 9 Sl bl (SsSe coled 53 9 3,0 w5
3,509y kg b 5 5l B Codertly dlal) o3 8 36 " lgis L gy 3 (Y4VY) S
G ol cutin M4 5 dadign b 555 Giou 53 0jlas A2 (655 el nlod
55 1231 i (IMG) s (PL) ks (VA) a3} (CU) SKinsd) o
e 41y (AS) )5 15> a5 5 (RFP) g0 €185 (EXP) a5 (KS)
Qo W L pp @pid Jole oy b BCwsbaw jlxe a5 0008 aswie obj)l slo)les
39 0oyl 2oV Lz ye )8 9 do > WL b o))l o WL K yd ¢ g ;)
(PAY) Slake ()5 05 & jugal 50> (gom 1ol ond Bl 5y slajlire i ) 295
Jb ol by (s elalrs 511y 156 5 i 45 Canl (gylme )ls Jired jUT Lawgs
5B s 2 Ay S8 psb & lxe plos b ol Jolss o cesl (5)lune cpamasiio )8
Cold) )l il o b gy lsie b (i 53 (YY) e 5 TSI IS s
aS oy ol Mesideyd g Hluys o8y = BYB s (oolail culs, g (oolaibl e
e Al (b Cuo b &5 Jlo 3 b (s (o)l sl i) g Ol 4 (2150LE
Sl (eolaidl pe cols) b b dlayly il lais & (o)l .cuils (golaidl e cols, b
biye o gla)lil )3 odidg b=l s bl 5 (oolail colsy b cute job 4 &5 A3
G s oy Mplgie b (piaghy 53 (VoY) 3)keY Sy g gl gaSsr g,
g odidgd (5)bw bl o (oolatil g (oalatilyd lecils,; @bt Salyty Glyed
S Atn odde ol y Baidyd gyt g il Laly) 0 &5 ey e ol gyt
U oaidg)d (laBl p ol p paline b 4 (5515 929 5 5l 5 (b Cuo b
Lol .0)l5 oo 3l (6 pite g 0aiSg)3 Lally) (o3LaiBl yld) 39 g 4y a5 0I5
e dil 81 S$ Wlgi o Hy oS — baiig 8 Cute dlayly SO &S oy LS pioren
g olal pe cold) b e b 4 (o)l o2 g (b Cuop o ST (> 0 SG 0 )
b oty 53 (YoVY) T opusle sl bospo odlamleols,) b cute yob 4y (ool yu8 cols,
DP9 3 &S NS o Sl S, 5 S o iy dadye MBI ol LY plgie
2 &S A8 i 3l oy 365 (6395 4 dbgrye leMbl Jols a8 wnly s "6 I 5t
2 palte SleMbl bz el e ey BB Jels g g 3)I% 8T (298 b
Opmen ) 3929 )Vd janasS (ies g okl 3 w3 Jlisl g cilise sl l

', Colak & Lezki
" Liang
. Hansen



sloylil y 0xilgyd ge Bl (gl (Jdo i gqwge hlu Al yg 4559 eil> Jadllly (umo g (605 Mogus

5 paass dleisl daly) awgs (g BB 5k 4 polie CleMbl (b o5 W aite
e S ks 5 Sl gite ol 3,38 o b (638 s 3 liselbl pae ialS L
Jolgs bl g Wy (Stuan cad @ byt ol 53 45 2950 g osmm il &
b s 53 (V7)) Tl g awde )05 5525 adlllae (pl 3 & 35S oSS 2 1) (55500
Ol " (gl Mo § Sl 3501559, (il 1 0l g jlys oy 3" plge
s S5 JEls (0938 (odSu Bl (5)bline g e ST 0aiig)d — )l 5 alaly a8 il
(Yo%) dogl puol 5 a8l (65955Y it _paseds Laslgy ¢ 2ol coleMbl cwd i 4y o i
S 200,8 ol "shep Db Clojly 5 eaidg)d g g baly) b Ol b el
a3 o ]38l @yl o) e cdad o Ll Cldjlg &5 a8 jekailas YL CuS b Ol
lodnie oS bl ol Glie)) 4 ES WS eSS )8 lulyy o Sl 4
O Jole S e md oo (LS ol 28l o0 YL (kST b SV giae (4l peian
Ay b edmggy ) (V¥ )ollSen 5 To,20y (Bolo cal Jluky Lailg) (sl cuto oniS
20oly s "AHP (518 5,85, 153559 Jgarme sl s ynke g iBg)b oo alat lml”
S Sy s SIS, (SNl (2l ((5)lve (s in) jlno ¥ e S Julods 5 435 jl &5
o ol e 4 48 0 &) 0245 o8 il Sl sind (Lolid jline VY g (s
L L5V Jlib, g3 4, 3 /YRS 50 b cleMol Ll gl 4y )3 +IYFEY 159 b s b
)8 BT ag) 5 SIYYEY (5 b pasd slo Sy g pow 45 0 /VFD:

)] o Slas sile (ilisee sladsiz p JSyete LL)IL 5 (29,8 0> 5> Clisid o 5]
Ny 9 W S5y 59y » lisios oyl 5l (5l bl oo bjgal b bl wlbls )l iz
S g ) Sl 2929 b it S 5ake (635 (0958 (Slyisew Jobo )3 (SS9
Ml poguad 5> (o5 sl CliES 929 (ol bl (B3 X9y JS 5l ol (5 sala8
Sy gk Oladl ) ulnly teal 0nd plxil (398 e )] ible b (3LS el
cel i 42 & oolol Jlhw cpl (haghy qud 9 30 d92g (S idg)8 Sge LI (LelS
@ zol> jeba Gl 5 Cusl 03)S5 gy |) S980 (sato slajlil )3 oSy e &)
ooyl el ol 5 i s cotdy 395 b b, Salslin g e Lulyd §l odida b ge 1)
ol 2 B2 )S5 R agtde Jdo o B )3 oyl flie (slataly Coleg)d g oty
o3> ki (b9 jloslitul b g (ST (63,509 b SIS slayingsy (yallys @8y sl oy
Slgs b osddinly ¢ o slayljbyd onidia s bae &)l (gly pels i padi 4 ol
S adg;8 g Gl 4 (S8

GR35 by
«(82,)8 b a5l BLaST 0 Sog) il S Slad>s 3 ¢ by, Jai I pols Gimg
Sy ik Sligy oLigydoras (ingh ol )bl dsels A3l o (2l e (bl L ]
Ul g doses e 3 (Vb 39,8 9 ()1 Al 0391 (390 393 g ) &S (5

' Melese & Weldeyes
", Sadeghi Boroujerdi



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

5 Wodls (65913,5 cunl o odlitnl By dglS (g pSaiges 5| iges bl (gly il o
oL gy slalolS Slallas I aodld (6ygls,5 il il o JuSits als po 9 5| uisss ]
31 o3liil b s b g0 mas anban ¢ e dls po 55 Wodld (659,55l o1 5 o g
2325 lp b QL] 16510 diged poms g Al anbae (g Betes 10 gk gludl (e
Sl epSols cly Gimgh oyl o cuwl onds edlawl ol ool aylai b, I ool Jdoo
o (6l ol sadoslizel NVIVOI0 lible 5 5l (g,Ji508 3 Simgh (6 pScus
Spge > Eou g B Ngddnlac 4 sl ) (9 JeB B Jold ((iaghy 2Ll 5 (2o
Sy lp sy 38l slpe pu s g oaled 4 B CleMbl o) (b sl (Lo
loodly plojer Juloo 5 (551, oo cnl pmasite | odlitul) g Siree {E590
ol sl g lans) bl cubld o (odld (¢ yglaes oy (S 0 g cdy Jobss jl odlazul)
Je ge3l 5 (6158 als o o 31y oMol plosl g b (53.5) bl 5 (4l e 52

diged Ui Comor OleYb! LY Jou

Al Ot U Cundg SHWpass O 3,
YA Jal ol ¥ )
¥y Jalie olod 00 Y
¥o Jalie Lo oy Y
Y. Jale wlod Yo ¥
y. Jale wlod \rg I
vy Jak S in! 5
\\% Fyes ohd \rd \
0 Jale ol Y A
\i Jale ol 2 !
Y. Jolie olod ¥A Ve
A Jale ol YA )
3 Jale ol Y W
VA Jalie ohd Yy W
\F 3 e ohd ¥\ VY
¥ ok S ¥ \a

e (wle w0lo Vg Jlo FY Buidg o (p6le a3 o Lis V Jodn oS jeb len
Al o ole ¥ g Jlo V8 gl (6,8 adsl

o3 sadl
alsyo ¥ ay o] 3 ()lI80S a8 0 il e S imgk sladpaly ales sl sbi edly 4y b
5Ll prlie (3 (o )SAST) Jgl al> yo 55 398 o s (Bl 5 (gy970 jl (513505
S5y B sl yo 1 ob 4 bde (oS (s)9mm0 (61058 )pgd Al po yd el Cd @
5 Sl 9wy o0 B NgS anlas a4 ond glsiie | cladlgio Wad (cubail dsie



d‘@)‘)b 2 AM5)9 )J}o djl)] d‘)’ L;L\‘:: (Sgwge bl 43[79.)5 &j)9 L;oul) Ja.a.”yb (R0 > Lg)p )’hQ(w

sbadlgio 5l (So ;N g% (Bl ()5S g Alsye 13098 (o plodl p3Y LMo |
Jo 50 655 0 oy plsisas 8 18 S50 0 1) ol 00,8 sl Sl (5358 Al ya
3 logil Ao po dus cpl 303 on Loy (o &0y Lol 1503 e 5 38300 )18 ol (o (2
s al bl S e SaS Sy eSS 4y a5 Wil 5 5 0085 lime 150Ky
15 433,5 bl Ve a5s NVIVO 38l 5 5l oolis | b il ol 3 (6 55 (lals o
Jobsi [ Jos ¢ omlo ulys (o bl gl bl Jols oS malolyly (olag als 5o

350 gl gl Ll Jde Culoi)d 5 30800 sl ol g (B3 ynl) o
beslwsas

&l}ﬁl 51 sladgl daw odly ) soscde Y gde O] dowg 4 &S Cunl dml)_a 5L lsss
duwlio (13,5 35 Mgy b (5)lI508 ool (VWA (65 5 Ll pidl) D9 0 Bl
AL solul o adlgie adS 4 Ll & &S 0dgr odld (saidlsie o (gildpparte (S

pedlio g 493l (g I5SY Jgu

JUNTY oyl ssS
S b @t scmlie (5313098 Slob 98 g 0jlke 6255118 Jore (498 bame (o
caslie
ol b OB B8 plo ypi> (503 H9i>
obej (RE [ o) SBMe ploj o Sim b slacumlio &) 4295
&gl O B3ge 4 el (i 4 el
sl 8595 Ol 295 &4 yliebl e yiily uasanslazel
LS)J-\JA_‘;UQX)‘ u&.wl.\f)w Cody LS])J Cado ‘_;?>L.wu|9) @U}: ‘o.\.l..f:g)é LS)J.\JdUa:Ul
Lol
sl 3)95 5 S plyinl (93,8 2)98 1 gt
dlosouo bL3)| SHURP (290083 b B b dileens (g45S
$)hp3ye Py b s )8 e B Gy 5l 53,5 alpdy oluyd b e ndls
oM = g, Ol by e g gy lo )08
(e O35 SP N B cadee oyt plusl (25 S
bl ©)lee ol e gleisly dlees (LU O)lke Glu s b s dal) )8
calio (9955ly
g g o Coluas g pais S (g S
2Bl Ol 1y (=Blg 295 ¢ yiwily 3890 |y 395 5 &) ans g gB bl el
oob
Y ) s I gy dlitsl ()8 glacdld > @l jpas
Syae mlio 55,8 4 blss G W coley dus 4 el

585 Sl J> sl

Sse & oy il g 03lis s39390 4 d g8 ulia] polis el
bylyds b canlie 8, laBl b bylyd > cuslio Hlid) ¢ 59,850 (wlinl b aslge ;0 ks, o900




Quarterly Journal of Advertising and sales management
Vol 5, No 1, MAR-JUN ,2024 (202-223)

igsd 9 Ol Cuprde cols aoliliad
(Y- ¥=TYF) VF-T s IV () o o lesc Do

02l Lo e

Cuolis ol ol 3 50 Cute 13 bl (i I g0 ol ko dbul (gly B
Sl olsl el 4

Ohle 35 Copde

S 505 Capte 2l oy B 2ol w35 it ol

Jxd 4 dedMe

P92 Al S (Sl b 4 BMe

Sl L

Sy s S il w@algls j3 Saidey dble

CuiS b Joae

il pidg

EFe 9 j9) & Jypame

Egtie Jpamo &l 5 4 Gy 4 Jgame (539240

6,8, Sl

092 9y03LiS

ol S

135 o (ol o )l 3 Gl w2 blys

o9 Slep )8

& e bug ouilyd (Sme wiidgd lisl ¢ odidyd LSS waidgd (gl
oS 4 s
i 09 JI o adbye 5l (Jlrdss o

etz il s

Ohl s daze dxnlye by )l 3 cpdld 0Ll B

oblu s cols,

obla B ahllasl gud a5l ol B cols,

&8le g g)8 Ll

VU gl S i3

et 4L99>L «u,uwlb wﬁ‘)l PP g

e Iy b

Obly CBME ¢ pdld dlasiwl (13,5 s oduztius 9 (201 pdacSin

LR Py b Cpdlae 3] S b & 5 39 Lol
omolidaidsy P98 4> > Cllio wuidg b wlibcdy
&85 Chale y Bl ol xS 290 coley 5 rbged oS b (BB S
0958 50 92 BB 09 @350 192

B L bgye g Whlbo GHT 5 cansys S8 quily Sty ¥ole dgw )3 (13555 ud

M bl ye 336

5 0l (Byme b (gl ()l CBg (g lhe gy B 4 o SIS

bl S

D8R RS L Ol

S8l 8 gilwaclite ol

O3 S Ve B T
phylasil o 3 0355 Dlae Gl 3 b el )8
o) e (55 JSs oo Yok« Jlie slozel poi) ¢ hlite saianls) poil (lie cELS py3l

odlidg 8 =yl 3 Lally,

M lels

CElb pyi) o oulid (gt g )l 3 I CELS poil (b d b3 0S4 a2y
S awlss g5l

S99 5 laFwS

O g )l B L B 29 o plsl Sl (63508 5l g o el a3 gm0 )5S
Jo> s a8 ol s 4 il Lape J5006 b i glooged & 1) oMbl rulae
dpdiee A (gyme S ol 4 whe 3800 Cunl dsie S 355 &S e sy

ol odal (gy9t0 (IS (¥) g 53 (WA= cmyS g gl )

Sy S Y Jogu
sy Jolse obes slose] b ¢ S 3b lae
BB lgy dslo g & phiillas] (el 8395 ¢ lgisel
u]ol.u)l dlhuﬂ{,a u.oMs - uj?) ‘Lg)lbfb).a Wlosouo JoLu)l ccamlio D)9y




slylil )3 oaidg s Sge il gl (Jae i sguge Sl dilonyg )y (oSl Jadllgly dume (g (63 Mt

S (hon 2B llup cypie (lal ©)les (Jron
Sgine hon Syine @lio 635,54 QU5 0y0jg) Lally) g Wadlag) daculld > (wads (8L (LUl
SH) Slwe J> Gl

e Ol Oblu B 35 Cupde (o)l Copde darlyd b cusliie JU8) (939290 4 a2y
5 4 sl Solils Lo o i 4 AiedBMle
Jyaxe Sk g 5 jort Jypame «udSh Joae
S| sl (Sal)l )y (Sal)]
oy )b ol 9 Sslap)l8
saed daly e T
Slojlw 2aly Bl g gpd Gl (ol B cold) (slaizl dlopw dangs
el (Shy S (lidad by (S g p (92 pdy 9 5L (Able Sl
sl EUS S b ke 31 G lagye GYB
<l g )ee 05T (65 S epdyBllanl (98 ¢13)5 (595 AV (9,8 035 Ll Ol
P9 I plels

S (5 s
ol b1y ladlgie ylo g oadlbanl (53550 dgie ] b & Cusl sa] 3 bl (5 IS8
928 2U1) 3,15 3929 ol 93 (ilwaa )by sl (WA oS 9 oglyidl) Wil oo Loy
(VYR (o]

Sygee dgie Jo> bl Jie Luly) ol 2 coly) o 6054

bl Jse ol 2 (o5 (sbLaS ) Y

a3 o i3 1y (gimio slajlil 53 04iig)8 ge A1 carbal (oSN (V) JSu

Prusuo auad pMaws| | eslail (WS o 3ol esnte balgy sl ool 4y ylas oS bl
(ool 923 0Lh) 29800 Jod5 (oo 4 (AS (lagh dnd)b 4 4pd5 b Ll
sl 0l ool Jao & dgi b (g5 4B gy ol gy 55 (VYA

oy Cupliz o (S Laes o J3d 4 (guieadMe Jols ) 4 gl Sl 4
g ixio Sl )3 eaidgd e Bl sl o belse (g Slep)lS ol
gl 0

(@S0 win Ind g Sk (ible Sl Jeld el s Shy gy and
950 9 9y Jpazme 9 CudSl Jpazme Jold Jpazo sla Shy t6)B 5l 5 (wlidaids
O3 Capde 9 02)8 Copde dalpd b canlie JU8) (39290 4 dr g Jold (el
o5t Bl 5 Slbme copie slarl Sloe (Jaen Jols Glmn (Ben lays
5 SN Ploe U sl soine @l x50 QU155 5 Vb )5 Gl Joli (soine
Saldle Jelge s pdydllasil g (g )355 «(glgael Jolis (3LS0lg) arlopw coledyd
g o Cguxe (glaio Sl 3 0xidg SS90 L)l (sl

Slizej Jolos (ploj g (sloal b (S5 lame Jold (insg Jolge pgw 403
g o gume 0dilg)d =)l 5 Lalg) )5 S5 (09,8 &l gl



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

g Jold Slojlu slasely g (Joxdsd 5 ©ped Jols (azed (slasoly p)loe 408

2 odidg 8 ige LI sl daly (@blie g (B9)8 Il g Ghlu B cols) (sloal 4l
Hgdse Cgune (saio I3l

— sy 5 sl pn dilosonss Ll ccaslio 355 5 ol bl (slacsylae oomiz 4uid

ol Jols g 8 8l)) (slact o 15yl (Sl g g palls (Sl Jolis (Saul] oM

9 Sl ogos 08 1he (65 S iy Bllanil (39,8 (3,5 g5 AV (93 ()8 2l

Jars b ey 3951 g 5 L s ye s8] el (ghtb o 5] colisyd 5 s ololid

Higd s Ggune (siaio gylil )3 0aidg 8 See Bl (gl (ledyenl,

S 5 A g S

e dslas Jdod .l sadplool sl edly 4 a5 1 eolaswl b s S5 )l Slig

Jolos ¢ yeme oy ¢ Jo Jolge il cunl le adsao b Lol dgte il Slolid «

sieadMe Jols) )5 ) (il aiws 93 &) (99,8350 )] )35 51 e Jolge gy cnl 53
s 29 Slojls g w0 LS 1y (Slojls el (Y4 10) TS sl 9 92 Lo
S)blne g Cuto daly Gl 3 Gline b 4 0390 yetis dgad g (5)brin g ¢ ible o Sl
290355 380 Ohlap by a8l SaieddMe 398y g IS 4 0aidg)d dx pa 1500
a8 Cawl Jolgs 5l 55 0olgils )3 0didgyd dgng a5 pl 4 dagi b8l o 263 ol 3 Slas
Ol ©lme 2 b yd ) calpls pd e (Saidgys 4 8 SRl 4 e
2y b 1 (Sl gy il

Sl Jolb) e o Sy s G & e Soe 2 IS5 Sl Lol
Jold) Jgpame GlaShg ()il 5 (olidaidsy «2lS0on o9 Ind o 5k (bl
cuwliie JUB) (639290 4 d2 g5 Jold) (e Ol (Egtie 9 jo)t Jparmo 5 CudeSL Jgarms
Olee (Jron Jold) Glma Ghen (s 35 Copde g () Cupe darlyd b
Ul s Y ) phay Jold) sgime ign (a6 5 Slbra copie (shotz]
(5l Jolt) 55l e Colaiyd 5 (5355 Blawo o (sl cs5ine i 555
elodiig 3 13,5 ol (Vo V) lSas 5 ¥ olig) ans] o mnas (6 pdyillanil g (ol 365
2ol 8395 (cloaiig d w3yl ,as 3 aS blanl 4y b ash rekas iole SUlgs g 3¢5 4 a8
Jb > (3Ll oy & pl o dagi b 03, olo (VVF) e 97058 090 (A
Toedsy 5 Sy )l Badg s 3 Slac g,y (55 p Rew B U Lol sl JolSS

' . Choi & Sternquist
. Luthans
. Friend

. Wisker and Poulis



sloylil y 0xilgyd ge Bl (gl (Jdo i gqwge hlu Al yg 4559 eil> Jadllly (umo g (605 Mogus

ool B g8 5,Skos 5 bt gn (oo bl youis o 252805 ol gy 53 (Y+IA)
Sl oly aLj o)l Goeyd 5,Slas p ide p3l ( Sbud (g 50 Glolusl dn .ol
(V) ohen g Lad hgs 5 (WWAR) e 5 (6 Rue opimen S (0 S0 1) S0
(Vo0F) "gial Sl g i Lo S g0 25 1) 0y 3=y 15 Ladlg 2 (Slomen ogm 530 53
s el o OYlaw & yips Klat 0didg 3 U dgud oo el Hluy 3 4y dogi 48T Lidine
Cope g Glojlo bli)l cunds plsie b (VoY) Lo 5 T na)gh Gl @l > gl
a8 i b bgype olay Copie aS o iS58 g cs eS8yl wlbls)l cy pae las
9 ro0gel WgaSan o (VoVT) SSU (iomod sl Lo po A8 (o0 Wl Sy 3 53 ouiidg 8
S o gy 0ailgyd g 5l yS Ll )3 o)l A (Ve VY) 3)LeY @,

b ((Sujed bame ol &) by Jelge B93 Jge ) SIS (slaines Jelge
G Oy cod pimghy 3 (VoVF) TLabd 5 dgmes el oddnd (Cusl (loj 5 (sloa]
OB 4 ladhaie Jpame S &) ((pdgjBe3 )3 b (S Spae b Lol 3 (So5d bae
S (g0 o)Ll (B9 y303,5 Sy 53 B B 0958 53 (9,8 (e lame Sl

uolin )55 52 Jolis) (L)l (sbocloe dtwd )l 4 (98 Sge Sl 2 LS I sl el
Sl g gl (Saul)l Jold) (Susll (oM =gy 5 )bpoye loae L)l
G935 OB AV (g (05 Ll oy Jeld) (g ) slaclee s,
Jold) sled > 3T culesyd g (b (plolid g @] ogos 0 S1he (655 JSS (pdybllan]
ol (Voo A) oo 5 P95 canl o (a3 L baiye MB1 9 )7L s po 531
9 2038 e 5B (59 2390 13 hlu S L5l 2 55 el ekl waidg b ly 4 WS
A3 Byl la)lS e Sl gl S 090 g g S (e (2Ll Ty 02iBg8 255 (b )3yl
Sribe 5yl p b Coaren (lodd CudS (0 4535 ol (VWA0) S 5 pade a5
SIS G (Y2 0Y) 2 p09) 2,15 292y (6laline g e 3B ke dlarly kS (s e
Caldy Gl L by plyiie 4 gl obol o bjide Lis )3 eaidg)d (glad s GG
Cato 3 (VoY1) doglpusl 5 4Ssl c()558Y izman 38" ol (oo o yobos) (552
IS oo b ]y odidg )b 5l 5 by g Jgae CuiS

9 ((Jedgd g el Jold) (pased daly awd 93 4 B9y Jge &) HS 31 slasaly
(@le 5 98 LRl s phluy cold) slaal alojw anwg Jold) Slojlu ol
Bt 9 04898 i paed o and e L3 (Y1F) 7 S oS gy gl ol oo
0didigyd el BB e oL G 0gdb Hla B o)y @ e Wle el 63,8 Dbl &S
Slahluys Sy ogn p a8 Cul snddidlis culis (rio Glaicds (sl o Hliel Al

. Martinaityte and Sacramento
" . Nordini

¥ . Messaoud & Debabi

. Andy Wood

. Roman

*. Echchakoui



Quarterly Journal of Advertising and sales management 958 5 Oligld Caypre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE-¥ Sl OV o) o) oslec Bogg

Jgazme (il 5 O)lae &5 S (g o0 ol plly S (o0 Dbl 0a239)8 (6l ]y (035)) 5 asliS
(YA ¢ ldasis) 155l _o 01idgy 3 il ekiSsbm] Jeloe 3l odidbesd oyt 5

Caer il dlatel " gt 30 5 15)me 02y i 4 00ilyd B pdy g (gl Sl
a0 G 93,05 2929 ool ciliseo (sl i )3 o (sl Sl o 4y Moty B iy
Ml oo lAEAED Tk § Bj oo Vow dlgie S0 L1y g5 oS (glaisS &y wil o )b )
olgis 4 4 )3 133 0, (] & s o g alins yobo 4 (AT S Lo ol &S
oS Sger Cunl 4B)S )13 Jhagfy Jio )3 g Cusl 0l (gl porie (3850 (5 )9xe Agite
295 Sladoy ) (V-V+) )l 5 (V+V7) Tisle 5 Silr 9 (V)0) Vguile g o Sigsle
WS (oo (5 I35 130 g e s pais |y oaiiBg 8 — )l 3 Laily) daangiyd sl

', Jieun Kim, Jae-Eun Kim ;. & Johnson
" Jiang., & Chai



[EXVY W)

2

© o
st
(bl ol
Sl Gloyw drwgs
ol eols,

&Blo g (h9,8 il

J

Sdalae Jolgs

fwmadus (S5 Jgaze s S5 (i pe Glgd (Slomd (igd (gRe gD Sl gy dolo g
@ L
Sible ol oS b Jpae Sd290 4 A2y (hon EURESL RS Sl
s ke g E950 9 59y 4 Jypamo bylyd b canlize )L, =l &)l glhe 65,5 4 LUly sl 8055
S 0o o e Slbes o pe Jlo J> g1y 500 Sy Slas]
< L‘“““"” Mot 28 Capda 2Bl ¥
s)B5k
a3 pua e Jolos
SyPw by [ ®
Sl ] ¢ * 315 4 glos!
i) e SN S5 @ Gl
P Sk S Buigyd (i prdy g (5 jlwales]
el i1 Jab 4 (g 3N
coslia 395 b Sl Solgls Lago
Slasous bL3) 653y (Sl D93 Coplia
Sled yo P Slej)lS
Sy (Sleizo; Jalse
°
.. ; o f g Jolgs
‘ Sy e
P98 5 2l g KLy slon! Loy
ok
O3S UbsS AVl s b hsye \_

\_ oo

<k (& =

4}

s Fge Sl atlslyly o1 .Y U



Quarterly Journal of Advertising and sales management 958 5 Oligld Capre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE¥ Sl OV o) o) oslec Bogg

Loleww

D9 o0 Moduday 2 3)l9e iRl @l 4 a2 L

M) 53 g 39 ag bjgal dtmn o il gl slaadl | g5 e dleiiiy )
235 58 9o 9)8 I S1he ity sl o8 ) Akl Gl 5 3190}l B adg 8

csloinly 92,55 )13 (bl g (B8 (e odlitel 550 K55 o pol> Simg}y s Y
Wil 38l 395 (59,8 g A 0 ],

sokateds Cplpls Milion 50 (9,8 LI IS SI (dlaise; Lulyd ) ng Jolgs ¥
5 Sl g 9 plalepu (lole)S 48 350 0 leidy 9,8 bure (58 Lare o
L0385 518 e 2y90 lidie (B p Cue 3T S (98 e (6500l ST

Y guamo yigy8 dipej 0 YU 0,Sles ylalgs a5 Slojl o &S gabse (pl 4 as g L .F
s drgi 095 Sy et o Shy gg p b Al ghlu s i )bl
(ble O3 sla Shg (shls & SEadg)8 aplojle plite 398 00 ey ol plis 3L
Bl @80 alyl puily (gl |y wdlipo (655 5 (wlidadeog ( 2]S g e Iady 9 5L

B 25 (Baidg)d Slmd er Caoghi can > baglejle (lpte 395 00 Sleiiy O
St S5 5 bl jl (orone S0 )1 ©)lee cpl &5 (SBA9,8 15500
9 5 ey W izman il (g9 b8 o5l (b Wlgies cplply )l
S 0,8, gl Slloun 4 dxgi e g Bad ooyl 3 b HiSeusS

Sh 9 Jpae n S Lalus (595 5 oo &) Cup 2980 duogi (SS9 5 4 5
Dy iy yai B aidg b e (el (5 090

D5 Djeiwd g (o8> iy B3 )ed b S A CBd AU pl 4 Wb dden s Y
sl lgices ol ot 1y a8 sl (Bansg 8 ) 1) p3Y blis g 4, (ol Lo guasa)

s |y ogd ey ol 3 9 g5 L)

&bw
tlivo A7 (85 5o gy ol (WAS) Clr onysS 5 plesl cmglizsl )
P Sl (Kb
sty Glo olellbo dolidas . 598 3 Slos  fgo 2ol )lS 395 5 (Boy (59,
2B bl 8 e (V) deder obped pldle 5 (15 Uy

%



Glo)lil y3 0dilg)d ge Bl (gl (Jdo igqwge hblu Al yg 4559 eil> Jadllply (umo g (605 Mg

O 5 S g olaid] doliingly . pubojle 395 Jio )0 oS0 o9y 3 Slas
V55 (YO)Y

L Cooson «wlodd coas r’b (YD) oo (S 5 an pldo s>yl 0
A pihiiS” Gponitd Gbyide daily CudS p (gyle (yibe g (syube
W b Slacsisly 5 S wihiS s 5 Cypde 5 (plbles
Sl e o Stolon

(VF)) O e @Yo 9 500k 90 (i £ riome 6 ol U phomn o] (293 &
OPg dnwgi 3,509 b (B9 sy 3 Nes 55y )L8) Sadlge 1L olulid
VEA(VVE s 571 e (ol (o5 (SalSig s iallan 3,50) s
AVY-

sl oo sl alii b YR) S oMl g s 0 p s Y
Jol Sl (olo plel oSty sl 05 oo 0 obiy 00l 4B iz (gl

VEY) dbliw] (gl S 5 dues duaw ¢ amus IS ¢ gaol o Sidio {op s Sl A
o8 wlol p olie slge Caro B2B (slaosiigy 5, Slos oaiS s Jolge
N VEE (VAN o ] o pto doliing iy (Codd s

el gy (V¥ ) dme (ahdiarme 5 (o (mlio Blpiaes (Jloy A
025 adlllas )50 ((B2B) Limio gla)lily )5 5l 5meniig s Laly) e 5
SVY=Y Y (MY ()b oo dloo .l ] i Casino 4ol

3 St 3 IS Al 515 (F-Y) gl 5D o e g ey -
igpd 5 Sl Cypdo cale dolilad b puie Cospeo (Ple GEB 4958
YVO-YOA (1)

(VF1) Lo jdoo s 50 9 draws ¢ 5023899 fpusld (o215 8L )93 Dl s )
5 by slalauly S8 L esbg b (S9 25Skes 2 y3abog sy sl S 3L
NN (YONY ¢ poi bl Clido dolilad . ig)8 yode 4 dlaisl

@)l (W) e Slhaw g Ao csdud) g (gylail ol (g Kws Y
gl g Coputo dolilad g jito > Cypte o)l | gy g ilygls 3 )Slas
N A=AV (V) A elis gloylojlo o

2 b8 Al b G55l (v Gl gy 2 (WAA) pual e g o 5 el Y
L B2B slacS s > ouidgd (il (S 4 dagi b luys 5 oaidgd Ly,
ANV AN ¢ oy drog dolileas gl 5 )l €5 35 51 55 p03

s balsy ke 5 € lia T (VF0) el iz 5 b o Slal Y
Bluidly ol yingpy aiBlo 3Slos gl (lie 4B 4o d2 g L odidg)b
ADYIYA (VA ey pte o

15. Ahmad, B. (2020). Key drivers of salesperson performance: the role
of sales antecedents and moderating effect of customer directed extra
role behavior. Asian Journal of Economics, Business and Accounting,
15(1), 22-34.

16. Akbari Samani, S., Hamedi, O., & Torabi, M. (2020). Investigating
thought self-leadership on sales performance with the role of sales



Quarterly Journal of Advertising and sales management 958 5 Oligld Capre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE¥ Sl OV o) o) oslec Bogg

skills and consistent sales behavior and self-efficacy mediation (case
study: sellers of Karaj hospital food industry). Archives of Pharmacy
Practice, 1, 168.

17. Alavi, N, & Najafi, A. (2018). Examining the value-based compliance
of the sales process in seller-buyer relationships with regard to the
seller's knowledge orientation in B2B companies with a focus on Iran
Transfo. Development and Transformation Quarterly, 11, 119-129.
(in Persian).

18. Andy Wood, John; Boles, James S.; Babin, Barry J. (2008). The
Formation of Buyer's Trust of the Seller in an Initial Sales Encounter.
Journal of Marketing Theory and Practice, 16 (1), 27-39.

19. Arney, N. (2020). I'm Not Trying to Sell You Anything, A Case Study
on Trust in Buyer Seller Relationships. A Case Study on Trust in Buyer
Seller Relationships (April 25, 2020).

20. Asgari, N., Ansari, M., Rashidi, M., & Sourani, A., (2020). Promote
innovative and sales performance through customer knowledge
management. Quarterly Journal of Management and Innovation in
Defense Organizations, 9 (3), 87-108. (in Persian)

21. Asgarnezhad Nouri, B.; Zarei, G.; Pourghadimi, S., & Movahed, M.
(2022). The Effects of Emerging Leadership Styles on Sales Force
Performance with the Mediating Role of Satisfaction and Trust in the
Sales Manager. New Marketing Reserch Journal,12(45), 102-144. (in
Persian).

22. Babik, J. M., & Luther, V. P. (2020). Creating and presenting an
effective lecture. Journal of Continuing Education in the Health
Professions, 40(1), 36-41.

23. Backwell, B., & Walsh, N. (2020). Practical Skills for Creating
Powerful Presentations. Studies in Humanities and Cultures, 33, 65-
86.

24. Bakhshalian, M. (2018). The Effect of Sellers Reputation on Customer
Behavior in the Market of Hairdressing. Thesis Master of Business
Management, Marketing Orientation, Shahid Beheshti University. (in
Persian)

25. Balu, R. ; Mehran, E. ; Asayesh, F. & Rusta, A. (2022). Idea Transfer,
Sales Force Creativity and Self-Efficacy Affecting Sales Performance.
Journal of Interdisciplinary Studies in Marketing Management, 1(2),
78-93. (in Persian).

26. Bolander, W., Chaker, N.N., Pappas, A. and Bradbury, D.R. (2021).
Operationalizing salesperson performance with secondary data:
aligning practice, scholarship, and theory. Journal of the Academy of
Marketing Science, 49, 462-481.

27. Chawla, V., Lyngdoh, T., Guda, S., & Purani, K. (2020). Systematic
rvvi  of eeterminants of salss eerformanc:: Vrrkkk tt al.” (1111)
classification extended. Journal of Business & Industrial Marketing,
35(8), 1359-1383. I1SO 690.

28. Choi, Yonghoon; Huang, Ying; Sternquist, Brenda (2015). The effects
of t salssprrson’ characterittics on yyyrr-seller relationships.
Journal of Business & Industrial Marketing, 30 (5), 616-625.

29. Colak H & zzzki (2)))) Soft wower ff fect on gong-Term
Buyer-Seller Relationship: A Fuzzy Multi-Criteria Decision-Making
Approach and Evidence from the Turkish Smartphone Sector. Journal
of Business-to-Business Marketing, 1-19.

30. Corbin, Juliet., Strauss, Anselm (2008). Basics of Qualitative
Research: Techniques and Procedures for Developing Grounded
Theory. Translator: Mohammadi, Boyouk, 3rd Edition, SAGE



Glo)lil y3 0dilg)d ge Bl (gl (Jdo igqwge hblu Al yg 4559 eil> Jadllply (umo g (605 Mg

31.

32.

33.

34.

35.

36.

37.

38.

39.

40.

41.

42.

43.

44,

45.

46.

Publications. (in Persian).

DanaiiFard, H., & Eslami, Azar. (2011). Aplication of Grounded
Theory: Constructing Organizational Indifference. Tehran: Imam
Sadiq University, First Edition. (in Persian)

Echchakoui, Said (2016). Relationship between salesforce reputation
and customer behavior: Role of experiential value added by salesforce.
Journal of Retailing and Consumer Services, 28(C), 54-66.

Elhajjar, S., Yacoub, L., & Ouaida, F. (2023). The present and future
of the B2B sales profession. Journal of Personal Selling & Sales
Management, 1-14.

Farahani, T., & Rahmati, A. (2023). The effect of power sources and
performance outcomes of the efficient and inefficient conflict of
interest in the buyer-seller relation. Psychological researches in
management, 9(1), 139-151. (in Persian)

Friend, Scott B.; Johnson, Jeff S.; Luthans, Fred; Sohi, Ravipreet
(2016). Positive Psychology in Sales: Integrating Psychological
Capital. Journal of Marketing Theory and Practice, 24 (3), 306-327.
Good, V., Hughes, D. E., Kirca, A. H., & McGrath, S. (2022). A self-
determination theory-based meta-analysis on the differential effects of
intrinsic and extrinsic motivation on salesperson performance.
Journal of the Academy of Marketing Science, 50(3), 586-614.

Hai, D. M. (2023). Sales Performance assessment: A theoretical
overview. International Journal of Advanced Multidisciplinary
Research and Studies,3(6), 1274-1281.

Hansen, C. (2021). Does Relevant Information Exchange Create
Relationships Between Buyers and Sellers That Affect Sales? College
of business theses and dissertations, 16.

Hggevold, N., Svensson, G. and Roberts-Lombard, M. (2021),
"Antecedents and postcedents of satisfaction in seller-business
relationships: positive and negative alter egos”. European Business
Review, 33 (4), 537-565.

Horiuchi, S., Nasser, J. S., & Chung, K. C. (2022). The art of a
scientific presentation: tips from Steve Jobs. Plastic and
Reconstructive Surgery, 149(3), 533-540.

Jiang, W., & Chai, H. (2016). Impact of Big Data on Innovation,
Competitive Advantage, Productivity, and Decision Making:
Literature Review. International Conference on Service Operations
and Logistics, and Informatics (SOLI), 174-177.

Jieun Kim., Jae-Eun Kim., &Kim K.P. Johnson (2010). The
Customer-salesperson Relationship and Sales Effectiveness in Luxury
Fashion Stores: The Role of Self Monitoring. Journal of Global
Fashion Marketing, 1 (4), 230-239.

Jose, R. J. S, Anh, D. B. H., Van Tien, N., Hiep, P. M., & Vinh, T.
(2022). Enhancing Corporate Online Sales Performance in Vietnam
during Covid-19 Pandemic. International Journal of Mechanical
aeangineering, 7(1), 1233-1243.

Kalogiannidis, S. (2020). Impact of effective business communication
on employee performance. European Journal of Business and
Management Research, 5(6).

KESTANE, S. U. (2020). Dynamics of personal selling and changing
sales skills in the digital age. Pazarlama ve aarrrimnu ssss tiaaaaaaa
Dergisi, 13(2), 285-304.

Khoshlafz, M., & Amiri, M., & Hasangholipor Yasory, T., & Alaie,


https://www.emerald.com/insight/search?q=Nils%20H%C3%B8gevold
https://www.emerald.com/insight/search?q=G%C3%B6ran%20Svensson
https://www.emerald.com/insight/search?q=Mornay%20Roberts-Lombard
https://www.emerald.com/insight/publication/issn/0955-534X
https://www.emerald.com/insight/publication/issn/0955-534X

Quarterly Journal of Advertising and sales management 958 5 Oligld Capre solke doliliad
Vol 5, No 1, MAR-JUN ,2024 (202-223) (Y- F=YFF) VE¥ Sl OV o) o) oslec Bogg

H. (2022). Identification of the effect of the behavioral components on
the sales force performance using the emotional intelligence
development approach (Case study: Refah chain stores). Journal of
Business Management, 14(1), 114-148. (in Persian)

47. Landazuri-Tveteraas, U., Asche, F., & Straume, H. M. (2021).
Dynamics of buyer-seller relations in Norwegian wine imports.
Journal of Wine Economics, 16(1), 68-85.

48. Ledinger, S. (2020). EVOLVING SUCCESS FACTORS IN B2B
SALES... In 6 th INTERNATIONAL SCIENTIFIC CONFERENCE
FOR DOCTORAL STUDENTS AND EARLY-STAGE
RESEARCHERS (p. 65).

49. Liang, J. G., Lee, T. R., Roberts-Lombard, M., Svensson, G., &
Hagevold, N. (2022). Exploring opportunism, conflict, noneconomic
satisfaction and economic satisfaction in a B2B context—A buyer and
seller perspective. South African Journal of Business Management,
53(1), 12.

50. Liu, F. (2021). Two studies on user-generated content in online
platforms: review valence. self-presentation, and sales performance.

51. Luthans, Fred; Avolio, Bruce J.; Avey, James B.; Norman, Steven M.
(2007). Positive Psychological Capital: Measurement and
Relationship with Performance and Satisfaction. Personnel
Psychology, 60 (3), 541-572.

52. Martinaityte, leva., Sacramento, Claudia (2013). When creativity
enhances sales effectiveness: The moderating role of leader—-member
exchange. Journal of Organizational Behavior, 34 (7), 974-994.

53. Melese, M. W., & Weldeyes, M. H. (2021). The Influence of Buyer-
Seller Relationship on Sales Effectiveness: The Case of Ayat Real
Estate, Ethiopia. International Journal of Marketing & Business
Communication, 10(1)

54. Messaoud, Amira Ben; Debabi, Mohsen (2016). The Role of Physical
Environmtnt in Conuumuu’ Relationhhi wit a Rttail Ottlet
Offering a Regional Product. International Business and
Management, 13 (1), 22-28.

55. Michael Rodriguez & Stefanie Boyer (2020). The impact of mobile
customer relationship management (mCRM) on sales collaboration
and sales performance, Journal of Marketing Analytics. 8, 137-148.

56. Munyon, T. P., Frieder, R. E., Satornino, C. B., Carnes, A. M.,
Bolander, W., & Ferris, G. R. (2021). Selling your network: how
political skill builds social capital and enhances salesperson
performance. Journal of Personal Selling & Sales Management,
41(3), 233-249.

57. Nordin, Shahrina Md; Sivapalan, Subarna; Bhattacharyya, Ena;
Hezlina Hashim Wan Fatimah Wan Ahmad; Azrai, Abdullah (2014).
Organizational Communication Climate and Conflict Management:
Communications Management in an Oil and Gas Company. Procedia
- Social and Behavioral Sciences, 109, 1046-1058.

58. Pandey, V. K., Shukla, R., & Pandey, S. (2022). The Importance of
Presentation Skills for Employability. ITUP Journal of Soft Skills,
16(1), 31-36.

59. Razi, N., & Moshabaki Esfahani, A2 & Khodadad Hosaini, H., &
Kordnaiej, A. (2023). Determinant Factors of B2B Salesperson
performance of Food Industry from Service Ecosystems perspective.
Journal of Executive Management, 15(29), 166-200. (in Persian)

60. Rejali, M., Sanayei, A., Mohammad Shafiee, M. (2021). A Mixed
Study on Buyer-Seller Relationships in Industrial Markets (B2B):



Glo)lil y3 0dilg)d ge Bl (gl (Jdo igqwge hblu Al yg 4559 eil> Jadllply (umo g (605 Mg

61.

62.

63.

64.

65.

66.

67.

68.

69.

70.

71.

Case Study of Iran Oil Supply Chain. Journal of Business
Management, 13(1), 273-303. (in Persian)

Rodriguez, R., Hggevold, N. M., Otero-Neira, C., & Svensson, G.
(2023). The direct effect of B2B sellers' skills on relative and absolute
sales performance: a dual measurement approach. Journal of
Organizational Change Management, 36(1), 64-85.

Roman, Sergio (2003). The Impact of Ethical Sales Behaviour on
Customer Satisfaction, Trust and Loyalty to the Company: An
Empirical Study in the Financial Services Industry. Journal of
Marketing Management, 19 (9-10), 915-939.

Sadeghi Boroujerdi, S., Md Husin, M., Mansouri, H., & Alavi, A.
(2020). Crafting a successful seller-customer relationship for sports
product: AHP fuzzy approach. New Approaches in Exercise
Physiology, 2(3), 53-78.

Sharafi, V., Moeini, H., Zeraatkar, E. (2023). The effect of niche
marketing on sales performance: The mediating role of customer
intimacy. Quarterly Journal of Advertising and sales management,
4(3), 258-275. (in Persian)

Sugiono, E., Nurwulandari, A., & Khairina, F. (2021). The Effect of
Promotion Mix on Sales Performance Mediated by Customer Loyalty
at Paul Bakery Kota Kasablanka Jakarta. International Journal future
studies, 4(1), 93-11.

Tavana, G., Adalatian Shahriari, J. (2022). Investigating the effect of
internal marketing on the company's sales performance in the self-
organization model. Economics and business research paper, 3(25),
69-76. (in Persian)

Tohidi Moghadam, Hedyeh., Taleghani, Mohammad (2016). Impact
of service quality, customer intimacy and customer orientation on
customer relationship quality. Sixth International Accounting and
Management Conference and Third Conference on Entrepreneurship
and Innovations. Tehran. (in Persian)

Turaga, R. (2021). 4Ps of Effective Presentations. IUP Journal of Soft
Skills, 15(2), 58-63.

Valdes, J. D. G. D. L., Alvarez, J. D. J. R., & Martinez, O. E. F. (2023).
Effective Sales Process. Journal of Administrative Science, 5(9), 12-
16.

Wisker, Zazli Lily; Poulis, Athanasios (2014). Emotional Intelligence
— Sales Performance Relationship: A Mediating Role of Adaptive
Selling Behaviour. International Journal of Management and
mmmmmaf (zzzz tt y NoooowG G@G) , 43 (1), 32-52.

Zunac, A. G., Kordos, V., & Ivandija, M. (2021).Personal
Characteristics of Sellers as a Factor of Influence on Sales
Productivity. Economic and Social Development: Book of
Proceedings, 209-217.



