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Abstract

The purpose of this research is to explain and validate the coordination
model of the marketing and sales department in the insurance industry in Iran.
The present research is applicable in terms of purpose. The statistical
population of the research includes experienced managers in insurance
marketing and sales, senior experts of insurance companies and university
professors; and the statistical sample was considered to be 181 people using
Cochran's formula. Sampling in this research is in the form of random clusters.
The collection tool in this research includes a researcher-made questionnaire
derived from the qualitative method. Data analysis was done by SPSS
software. The findings showed that the coordination model of the marketing
and sales department in the insurance industry is affected by various factors
directly and indirectly, and managers' understanding of the complexity of the
relationship between these two units is of great importance in the growth of
insurance companies and creating a competitive advantage for them. In order
to ensure the achievement of the goals, managers must pay attention to the
causal conditions such as the implementation of the risk management
dashboard, structural integration and coordination in the business, creating
synergy in organizational decisions, recognizing the prerequisites for
coordination between the two departments of marketing and sales in the form
of background conditions or coordination challenges such as "partial
prejudices, non-specialist human capital, conflict of interests, managers' taste,
CEQ's attitude, ethical considerations, unfavorable customer support when
receiving damages and fulfilling the organization's obligations, as well as
interfering conditions such as upstream documents, market conditions (market
stakeholders), legal conditions, and competitive conditions.
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Extended Abstract

Introduction

The marketing and sales departments are of great importance as the two executive arms and
factors of success in the insurance industry. The insurance industry, as one of the major
economic institutions and because of the supporting role it plays for other industries, is
considered as one of the symbols of the development of countries and for other economic
institutions and households; an important economic institution and a strong support institution
(Asadi & Hedayati Biland, 2019; Asadollahi & Haji Ali Akbari, 2020). Due to the nature of
its activity, this industry is one of the important channels of savings and, as a result, one of the
important and central financial institutions, which, along with other financial institutions,
helps in the preparation and allocation of capital and the financing of economic units (Zubiri
et al, 2016). In order to be able to take on this crucial role in the society, the said industry
should, like other economic enterprises, seek to survive, gain profit or even develop by
attracting and keeping customers and creating powerful sales networks (Huang et al, 2016).
One of the influential factors in the success of the insurance industry is the sales network,
which is of twofold importance, considering the characteristics of the marketing field. The
insurance sales and marketing network consists of all executives, staff, infrastructures,
software and hardware; and should be in the form of a targeted planning process as a success
factor, marketing lever, and executive arm of the insurance industry; and should be managed
based on marketing skills and Sales (Shafei, 2020). By reviewing past studies, it was found
that despite the importance of identifying the coordination framework between the sales and
marketing departments, no study has been conducted on the coordination framework and
model between marketing and the sales network in this insurance industry, so this study was
conducted for this purpose, and it answers the question: what are the important direct, indirect
and intervening variables in the coordination of marketing and sales in the insurance industry?

Theoretical Framework

Marketing and sales

Integration solutions between sales and marketing departments have been classified into four
categories of structural, system/process, cultural, and human solutions in the form of a
theoretical framework (Peterson & Dover, 2021). Marketing strategies are the advantage of
customer information sources and business performance, and it has been shown that there is a
strong relationship between customer information sources, marketing strategies used by the
company, and business performance (Varadarajan, 2020). It has also been shown that by
increasing the company's market share as a result of good marketing and coordination with
the sales department, the cost of advertising is reduced and the value of the company's shares
is also improved (Redjeki et al, 2021).

Arabshahi & Abbaszadehgaretekan (2023) studied the effect of electronic customer
relationship management on marketing performance by analyzing the mediating role of
product innovation and emphasizing customer knowledge. In this descriptive survey study,
165 managers and supervisors of the central headquarters, branches and representative offices
of Dana Insurance in Mashhad were selected by a simple random method. The findings
indicated that the electronic customer relationship management variable had a positive and
significant effect on product innovation development, and the product innovation
development variable had a positive and significant effect on marketing performance. On the
other hand, customer knowledge has a positive and significant effect on marketing
performance and product innovation development, and electronic customer relationship
management and customer knowledge through product innovation development has a positive
and significant effect on marketing performance.
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Nazarpuri et al, (2022) investigate the impact of marketing dashboard on organizational
competitiveness, and believe that for more and more accurate marketing dashboards, the use
of organizational mechanisms and infrastructures such as marketing memory and competitive
intelligence is effective in its design and implementation. Also, the components of marketing
dashboard, marketing memory and competitive intelligence have a positive and significant
effect on organizational competitiveness.

Research methodology

The present research is applicable in terms of purpose. The statistical population of the
research includes experienced managers in insurance marketing and sales, senior experts of
insurance companies and university professors; and the statistical sample was considered to
be 181 people using Cochran's formula. Sampling in this research is in the form of random
clusters. The collection tool in this research includes a researcher-made questionnaire derived
from the qualitative method.

Research findings

Data analysis was done by SPSS software. The findings showed that the coordination model
of the marketing and sales department in the insurance industry is affected by various factors
directly and indirectly, and managers' understanding of the complexity of the relationship
between these two units is of great importance in the growth of insurance companies and
creating a competitive advantage for them. In order to ensure the achievement of the goals,
managers must pay attention to the causal conditions such as the implementation of the risk
management dashboard, structural integration and coordination in the business, creating
synergy in organizational decisions, recognizing the prerequisites for coordination between
the two departments of marketing and sales in the form of background conditions or
coordination challenges such as "partial prejudices, non-specialist human capital, conflict of
interests, managers' taste, CEO's attitude, ethical considerations, unfavorable customer
support when receiving damages and fulfilling the organization's obligations, as well as
interfering conditions such as upstream documents, market conditions (market stakeholders),
legal conditions, and competitive conditions.

Conclusion

The current research has been carried out with the aim of explaining and validating the
coordination model of the marketing and sales department in the insurance industry in Iran.
The results of this research are aligned with the results of Biemans et al, (2022), Malshe et al,
(2021), Asadi (2019), Asadollahi & Haji Ali Akbari (2020), Peterson et al, (2021), Vaid et al,
(2020), Arabshahi & Abbaszadehgaretekan (2023), Nazarpuri et al, (2022), Zalkani Andarvar
(2021), and Yazdani Kachuei et al, (2022). Biemans et al, (2022) showed that there are
different relationships between marketing and sales departments in different work areas, and
coordinating the activities of these two departments can help the organization to achieve its
goals.

According to the research results, the following suggestions were made:

It is suggested to the managers of insurance companies that when choosing coordination
mechanisms and tools between the sales and marketing units, they should pay attention to the
intervening conditions such as upstream documents, market conditions (market stakeholders),
legal conditions, competitive conditions, the number and maturity level of human capital and
received feedback from the customers, and the level of maturity of the customers so that they
do not make mistakes in choosing the mechanisms for the establishment of sales and
marketing coordination in their insurance centers, and make the most of these tools.

Alireza Jahed, Ehsan Abedi, Hamidreza Saeednia: Explanation and validation of the coordination model of the marketing
and sales department in the insurance industry in Iran



https://www.jvcbm.ir

S
- 9 ot ko 33 (G BT (B30I e fd
‘s 55 https://www.jvebm.ir
eISSN: 2980-8359 () g3 ol

39 dow o 40 g g (SHlyHb i Kald Juo (i )lis! g
ol !

W Lo yowe> < ' sl Ol ! N oale Lo ke

Ot el ¢ oDl 13T o8lisls (et Ol g5 domlg ey pota 03 8 =

oS> VEY/ 8/ 1ol 5 b
Ol 3 daw Camts 53 B3 5 2L Lide Koalen Jdo amiwjlael 5 s Geiow (pl Coda DRGNS STY B

- VFYNAYNY gy Zosl
35 il O e ol a6l T anele cil e 63,15 cOodn Bl & bl G 3L s NV &)

b T & 503 45 A2l oo AL A5 Ll 5 ny (GOS0 2 )| DL 5 ey 29 5 Sk i
Glab s Syt R ol 03 6,8 Wses b a8 s 3 WA OIS SST e 3l eslinal
S s 3 S el Gl el Jold ol G 3 (60538 S il e Solas
(Sealen Jio o315 0l ladly 13 8 plonil SPSS 1531 5 51 e3litel b Laosls Jows 5 4 jd L3l oo
53 53 pdh oo S i B 5 s e e lalge Sl e Caio 53 a6 5 GbIL i
Sl by o sl 5 dew S 5 Aby s ol Canl 3l aly 93 opl B L;-'\".hl)‘ Ol pde
3y il o3y b 3 e Lol d sl ol s 1 Oliebsl glite 4 Ol ps ool sy 55 6T
(..:a.aj):(&l;él(..a)‘sjj'_:w.slqu_lg)lf)J):ég&uﬂmjé)%g&)giﬁh

L s G e s A e e A e o3y wals”
Slan) sl 25 I8 5o 58 5 Lk ise 50 o (Saler sl WL e C il (Gl glags 1S ",
< [T z JELPIBL]

Gl o (e (25 ¢ pamatite b Sl b i Dhean” |5 5 Sales sl L s o
‘(oR

Sl 5 Dol ibys plia 0L phe Sl sllael Slaly o I Dl fale pde S e 13k i3
Ll s G5k Olind) 55l Ll oV sbl” b 51 Sdstlle Ll ph 4 omen 5 Olajle Slgas s oy
Al a5 () Ll 5 5 556 b Ll 2

.‘f‘—‘YY‘.f(‘).JKJW{Qﬁ*))@iﬂrujjj/ﬂw.o‘ﬂ‘)bWW)JJ}})

d ) hitps://doi.org/10.22034/jvcbm.2024.414360.1171  [@)

Creative Commons: CC BY 4.0 Ol 8™ 5 S e ozl g6

chsan_abedi@yahoo.com :_fue! Sble Olul 1 gawo Oy 85

Ol 53t Zxis 53 hs 5 2l i (Kinlen I izl 5 et thidkns Lo pam (5l Ol el L e



https://www.jvcbm.ir
https://doi.org/10.22034/jvcbm.2024.414360.1171
mailto:ehsan_abedi@yahoo.com

g s Sy ke 50 ‘5..1)9T o33! b _fad
https://www.jvcbm.ir

C/ 0y
30 unyw 5535
EIICENS

doddo

.
S a s .
“1le Tpnan®

29,
]

el o) @Vl el ) ey Camis 5> Subge Jolo 5 ol 2l (655b 93 Olse a0 S50 5 (abulib e ise
Olse 4 S o Wl o Lo gl &8 Sty 2B dauls 4 5 oolal okes Glslg 51 S 0l 4 day Caio
sloslg 51 S eyl 5 golasl glaslg ple sl 5 03 8 b laysiS Kl anwy slasls I S
Asadollahi & ¢Asadi & Hedayati Biland, 2019) >3% » &b Slzis g8 laslg u_(. 5 e sl
e 53 5 S0l e g SLAJUST Sl Caale L e 4 Caio ol (Haji Ali Akbari, 2020
L;w,l,ujuwt,quﬂM,@,l,sgudu@ﬁ;,u{ﬁ&;wuju@},u,wdm@
2ol 5B pledge Sl anel 5 Ll a1 skte 4 S e Cais (Zubiri et al, 2016) LS o ¢SS g5l
iy JLs 4 ciail g 5y 3 sladSis sloml 5 5 e (S 5 o L ool slealls il 0 goeos sl T
Shap A ey Camis o g 5 IS ST el se 51 G (Huang et al, 2016) dib 4w s g b 35 oS
S e UL 5 b aKE Wl Ol 53 £ g e pl el (Gl 03 S Sis 4 ar 5 L &S
Wi ya Jole Olgie 4 5 0dd LS5 ol S 5 byl e dal sl ) galin (63,5 ¢ 2l ! 5 31 ales
UL el plal s Aabils () aelp dnT 5 LB )3 el o dew o ol 2T (6550 5 (LG p !
(Shafei, 2020) & 45 o pdo ¢ 59,2

Sialen LT o 1z S oo 3505 S 4 15 (6 6 O or Sl 25 5 (bl ol 93 Ole i oM
o) (Inyang et al, 2018) Wy oo iy IS 3 & Colal gl 53 5 L Sden b 1y 03 (5)Ken
S 5 53l p 5 sl 5 el $3 5 ol 213 (olad 5l aas (SLOISL 5 2 ru;;&;u B
Copde (a5 5 UL STl wl p s Ledds (g alp K L b e oS wBl S gl
.(Shafei, 2020) & 4=

53 Al K b adae sl Sl glas,S Cer s bl Blad & i s ool Jise
03 Sl ails sy sl lelid (55 (53L5 S T B b 5 bbb ejem 53 88 s Slikes
oi 33 0l om PO 5 AT Sap Ll S e Jule Olge B s SLOLL G sls alsl Dlide
Fi;,: Sladsy s bl 9.\;_:56,: Olge O gl 45}? opl el ys ide 9o <o Kan LR IR I g .A.”SL” 4 o
&bl O.:liél.iﬂ} S5 3m Side 93 pl G35 g akedd 53 S13 s a4 Ol ol 4T Ll el esls QLI
s ol (S5l 53 Sl g (1 (s Bl axils te 3oy 5 e (65 Wl 5 o0 Sk kit e LS
Bijmolt et al, 2021; Deylami ) 4l (-)'Y Jiia sl yide b Lalen Uolb e Db 5y S
5 S sl i o Sl ol sl olels 5y ol 31 .(Moezzi, 2021; Saghiri et al, 2017
s e 338 o olejle Bl Il o 5 3503 ol ag 1) 5w 53l o 655 5 63 Ses 0515 ¢ LIL
o lolid 5 ol s Oliions (g1 55t s Jiw cpl J5I6 otz 1 6ok (2LO3L 5 B33 (P! 4K el
2 e s yals WIS oa ST L 5 0 Some gl 2bls 5 AT (G5le OLid l Wl 5o ae) o) 53 il lr

bl oLl 5 i3 s oboll Gl ide w Jails) 1 (6 rhe @550 4 Ollioes 5 001> dnwsi | aej oy

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

g s Sy g 50 @JST o33! b _fad
https://www.jvcbm.ir

S
L
N

%,
S
"’39.,,, i 551.) A
ETTtEN

Sl 0 plol iy St (nl 53 By p A 5 UL o (Saler Jke 5 sl e 55 (Slaslllas 04STG
5 (e b (s oo S8 ite &S ol Ul p) (558l 5 ol oks plnil skte nl (gl adlllan 10

LS oy St 53 559 5 23l S Salen ©msle 3 e Sabsis

S 5t Sl
o9 9 2bolib

gty Ll a3 8 g0 L s b S i e 658 dn 5 Slaely o st 53 (@3l Dlids
ol 0313 OLES 1y Lok 5 o3 slaidn o ) 5 Olejlu s Shas o oo dlasly 055l Slidiond i
B a1y Gboll s ps b b ide o ile 4 ,LSS b, a1, (Le Meunier-Fitzhugh & Massey, 2019)
Wlos S sy 4z Sl 5 (Ko b (sl / gatms ()bl lay 05 was Sl 4 5B O le K
5 il o )8 5 S 5 Shas 5 (g 2he Sledb le Soje (SLlL la 1zl (Peterson & Dover, 2021)
ol 3 Slhae 5 S5 bau g ol 48 8 IS bl slacs 51l et GBI b &S 0 o3l 0L
S8 8 L e SRl B L oS 0kd 05l 0L izees L(Varadarajan, 2020) 3505 5 5 o Sows bl I8 5 S
CS b plgw 3l rtmen 5 A o My Al LS au5a i b i b (Saler 5 ot bl e )
S e 5 o 8B Olste 4 5 by Gl S mbe & Redjeki et al, 2021) 48 o Iy Ul o
SIS Calies laojs= 53 B9 5 2Ll sl ise o .(Baba & Elumalai, 2014) Lles S5 Cay a5 ils
Shlal 4 olaws gl 1) Olole KI5 e Jidu 93 ol el 038 Kialen 5 358 00 odid Ssline Ll
©35 Jolge 45 Sl ods Lasin 48 8 &g Sllas s (Le Meunier-FitzHugh et al, 2011) 48™ <SS
25 a3 Shes (aoms sla 555 (65 o o 5t 285 OB il DS OB Wl 4 by e
O o T B B e e S
(Sl Jolse O 5 4 day St Ol SLHI5L 5 S 3e el s alin asllas )5 (Daghighi et al, 2021) il
fo o 53 (55375 5 (SCa b slne 5 oy 53 DM (s oy 53 Lolhy ooty (Sl S0 b L
Jast uuT 3 aS sy e L5 4 wll oyl (Asadollahi & Haji Ali Akbari, 2020) L& S F s oyl
Armnett et al, ) &S o Wl LU s s s 63 Shes 55 o e O 5 gLl 5 B e e IS
Sl 5035 63 Slas o mlie I3l 51 g T3 Olsie 4 25 5 (L)L o ddaly 6 2y Oollanl s (2021
.(Dewsnap et al, 2020) Lol o &S & 5 Shas 55 Cute glacaly

3, Shes o SGs S 6 U LUl &o pe 31wy » 4 (Arabshahi & Abbaszadehgaretekan, 2023)

aalllas ol 55 ol 15 aalllas 5) 5 1y (g e SIS 2 ASTE 5 game 65T 5 (ile 2B s L L1

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

)lijC&ﬁM)é@)éT&})‘ 4ol _Lad s
https://www.jvebm.ir .

Ohay gt gh 3 Bl aey o Sl 5 cnd (655 m sk Dl gy e 5 O ke 18 V80 ey o g
6)}‘}.:4&#};4,_:;?(.;}).;.”6 bbb)‘wjhwgbydj‘ébuwb Mubuu‘ob\.wdebm

4.'1_&|>)|>LMjC._.’LAJ§Uﬂ6:E)bL>J§LFjJ}ML;))TyW}J'ﬁ&U)W|>)|>LMjC~&J§'UJ}M

2w o
= 13
40 1ynun®

4

Sk 5 45l (55lslime 5 e 51 Jsamn (65575 dn s 5 bk s Shes (65t 215 3 b 51l
5ot S0 UL s s 1 Jsame 603755 a5 G b 5l st il 5 (S5 S (6 2 b Bl
Sols gylslias
5 ke 2L Gl & Bdime Slojle gy <oy SUoIL 3, esls 36w 4 (Nazarpuri et al, 2022)
BBy i 5 oL abbl- 8 51 Slle el ;s r“f'&" 3 ealizal ¢ UL slas,suils 5Gs
2By Gliedgn 5 byl Akl gbL 3, pls sleadlie pimes ASL s S3e OT Gl 5 (b s
25l lsban 5 e ST Slajle 62y B
2 S ASI SbuIb asle e o b 3l e daly obo15L sl ,5b e » 4 (Zalkani Andarvar, 2021)
oo Sl O zie 18 YA Lo o s andlls ol j3 b,y Bml S clgnle ol 5 Shes
SL S 3 51 (S el isd 8 15 (6 St 3550 5 sl s 53 gy 4 01l 53 VST 5
5 &S S 5L sl aaly $SS S Lol 5 eSS S B glaiale ()b 3 Shee b e alail,
o e S Sy 5SS Olse 4 1) S S Gl e 550 (65l 3 Shae 35 4 e L5 o0
S o B me S Sledbl (65518 85 53 5y sl 5 B Sl e
slazel ol 25 L Ly 4 gyl5by » slasl glawlay obyl5L 36 ) » 4 (Yazdani Kachuei et al, 2022)
ol e 3l B YAF M@,MW, andllas oyl ys dzstls p Olghol Cle ESSL s 53 Lyl 5500 s
S gl S mls L3 8 Sl esle ol oy 4 (6,8 el has 4 Olghel Che $SSL Cad
SR Slea ol S0 ay ey 50 5 sleel il 285 L U & )by 1 elamrl Sasilay L5154
sl 4 35 1) LOT (bl o 5 Lo ed 5 LS 25 ST (Glomn (L5 5 |smmn sloml sl 3 &SSL
b e W SSSL 0L 2 (g4lsby S elar] gladiloy w3 0T o 108
290 Sy s ds andllas ol sty 13 andllas 5,40 1y SLOL 5 25 5 sla isw o 4kl (Biemans et al, 2022)
30 L Y0 SVla b plonil 53 ool o il 5 (358 5 bl Sl o (Sales b BLS1 s mbe e pll
b 5 alolil Sl it o 4 313 DL el (L3 8 15 w1 3550 Gl pbpe bl 53 (Y2 YY B 14QY
) O3l il 5 o i 33 ol slacdla 038 SKalen 5355 oo 03 Fslize Lailyy (1 e (glao - )
ST SLS gl 4 olaws (gl
aalllan ool 5 s S andles g3 g oLk daly ps b w6l Oyl (69, 2 (Malshe et al, 2021)
i gBlin 457 das e OLES Laasily e Sy Calibes Olojle Citin 5o 5 5131 L Gaas a=lias FA I Laosls

)‘ﬁ\_&:ﬁL;‘A_FJWJ>U>J_:§||GAJH|)LAQT¢U_LM6_J‘}AMCjb))@lﬂ)bb}&}jﬁ&ﬂ&}m

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

g s Sy g 50 @JST o33! b _fad
https://www.jvcbm.ir

S
L
N

%,
o
‘ta_,,,m i 553.) A
EITCE

;J,.(L_ou;.al_fwjm@&fg|,@lﬁlc‘@Smxﬁdsﬂ@ojﬁjdsd,&coﬁdqu
.bbjfdn

Els Asls 8 andlbe 5y50 0y g 0 i glajludidl s 5y 55 Sle swel& s (Peterson et al, 2021)
ez JoB Sols a5 das e 0L (S T Jlad 5 bl cplyT o $31 L) Olgar ailata ¥ 55 el 7Y 51 ool
5 adsl 7S 0 (ol Ol e 5 OB Wby 3 bl nl 3,503 3 5 Cilisen Sladst 5 OV guamms B3 5 o 330
359 Olgar bl ul w3 50 Calides Oladnd g o5 B Hsb 4 bl cdzuala Olojle 6l 5 595 03 YL Lol
Loyl l ol pmoen ¢ 55 e T dlin Ol e 40) o, Glaslutiadl 5 aw 55 ol &S1)) Lol Slads opl s o3l i ls
Wl Sl Olgr ol 53 03,28 5 5b 0 (6 Ko cladisT 3

oslazal b andllas ol . sls 515 anlllas 550 LS 5 55 15 oy 9 9 obylsL oS (B3 Loxdy (Vaid et al, 2020)
390 S s Ul s 4 b e LOT U PP & Sl ol el Ay (6,8 K5 L 5 S 5 4 b slaesls
ols uijj_éju.il_i)b'\iﬁ}:j@r&):ﬂgi&l{@&}&juw)cw45:\: Ol sl s pln
Al o iy s Ll S s sl b Oolewdl bl 4 oyl oS

SBIR 92

Sl el glaesls Jlow b Jde O s sl e liel S Al el S 9 s s (65,58 anllas oyl
W s D) g day Lo 53 e Ol e b 4Lz

AR £ o 08 ot Dl I ol aey St 3 UL s s i (Sabes Sl bl Jus
Gl S A S eslizal b (oke) 555 5 abol3l cao o5 53 oBils Al Jals Lag e ade Ll Il
Jols sy bl amslr sl e (o Sl o) S g 0dd Gadie |5 1 Gl 5 (55 e
o) 03t LS A i DL 5 aa B3 5 (SLOLL la i 5o Sl dile yls 5 4 25k O e
Sl bl glad g oy pony 53537 8 WAY W gad ol 0SS a b Sl eslinal b ts 8 8 i s aia
(3L saba WOT 0gy5 53 5 Ls @5 L )3 badg Olge 4 Calte aay SES 5 &k L
A § Ol Ol e s Olelis,lS

(el oy slal (o Ll 5 o s 53 ey o (GLOBL 5 g8 Ol L astle Glses aaliin Sl eslinal
A alae QUL g b b it (Sabes slawe) bl 5 (laauls) Salslite Lol 8 bl 5 sl
3T o Sl e (i Slasl g 55T 50 V8l 5 S e LI ST GWTL walin s SLL
(258 5 T 35 50 Cadle 0 g05T 5 SPSS 1581 p i L Laosls c eS|

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

Y s g e 33 i3 ST b3l 4ol fud ;; )
https://www.jvcbm.ir ! ;;;

U <

3 G

g s A
EITICEN

. S Sy Sl
S danly Wl o el 4l
‘5’;:.. v G P
wephe N g
el o puw 9 9. 2U,150 b s SKaled o b
e Saled 5l g — (Saled e 3 Sialed 51 Gl iyl
(L p 55 50) o
FUPRT
159U 508
taw Cmio 53 Lol s b e Sales aolslyl Jue ) s
oR9R Sladsly

Ol 5l Jol @l s ek (b e i jlzel )5k 4 s 6JJTC?6Lho>|JJ:lM'j| Jool slaasily
ol o Sl andllan e ol 55 ESKSE 4 badd i 1S5 a3 Cadle

e kel

dr 5 b el 0T 5 Jgler 5 (o Jayl 0 b das e SV 0 31 o g5 ol 1) Sl ol 1 Juol il
e a5 A24 5 A9 ENIpu 4 L 5 es g St o Lyl SV w53 o STl 308 e i s

-5;@)‘}4:11’%;#39@!,&@\;@% i el ol sl

&%‘ﬁbxfoﬂguuéhf&w)w‘w\ J}J:-

Sig | & | & | <2 | N

0.000 | 8 2 | 171 | 181 Sy e 3550505 gl el | AL
0.000 | 11 | 5 | 165 | 181 S5 s enS pasl cale Kb s Kool | A2
0.000| 13 | 0 | 168 | 181 il sl S el 53 (1531 @8) (65 7 3wl | A3
0.000 | 21 0 160 | 181 S e Gl ang o3t S5l b | A4

Ol 33 oy St 33 g b 3 bl Lide Seaben Jke o lzel 5 e Lidkiaw Lo oo (sl Oluonl el L e



https://www.jvcbm.ir

g s Sy g 50 @JST o33! b _fad
https://www.jvebm.ir

0.000 | 31 3 147 | 181 Sl wle b Ll S 0 ann i | A5
0000 62 | 9 | 110 | 181 ok o313 g Slekst 53 5,54 | A6
0.000 | 57 | 3 | 121 | 181 et 5 (Sl plal o e Sl glael Ol | A7
0.000 | 28 0 153 | 181 SIS skl 6 5L | A8
o179 | 17 | 99 | 74 |48t A9
0.000 | 13 0 | 168 | 181 Slile 0953 sbadlie & -5 | A0
0.004 | 66 | 10 | 105 | 181 Sl 052 seadlpe 4 - 5 | ALL
0.000 | 11 3 | 167 | 181 Sl b Ladila pltzml | AT2
0.000| 12 | 4 | 165 | 181 (i) OS5 (i) 3 5 g b salmlw oS85 | A3
0.000 | 3 4 | 174 | 181 Ol eSS 361 LS5 | Al4
5 Oks) gl ey Sledst LS G, g ba iy 5 Sy Dl
0.000 | 33 2 | 146 | 181 (gt Al5
0.000 | 51 7 | 123 | 181 Olejle & 51l 4l o 55 | ALG
0.000 | 6 0 | 175 | 181 O 5 eS pla s e | ALT
0.000 | 25 4 152 | 181 SOl e V6 o 5T 23 | ALS
0.000 | 56 | 7 | 118 | 181 Ol ol o B Sy eI | AT9
0.000 | 62 | 6 | 113 | 181 S s bl Sales oaal moF | A20
0.000 | 54 | 9 | 118 | 181 s s ol dels o e bl | ADL
0.000 | 0 0 181 | 181 T Gl o ol 36951 5 Sl Sladsly Cond plulis 5 OMSe &S5 | A2
0.000 | 11 3 167 | 181 Sl ol dades 53, ds Oollanit 51,5 J o Ol s sl | A23
0278 | 7 | 99 | 70 |48t St GOl Game e St S | A24
0.000 7 0 174 | 181 L;quﬁ;;ul.\sljo)lb;cﬁeole Sosld o pke C’l? Sy sdls sbwl | A5
0.000 | 31 | 21 | 129 | 181 Ob st 0315 oSk anw 5 | A26
0.000 | 25 | 5 | 151 | 181 SOIB e 5 5 oI P So glala b S S 58 5 Z3al | A27
0000 14 | 0 | 167 | 181 P ES S e | A8
0.000 | 20 7 154 | 181 a5,k 6l Calw | A29
0.000 | 27 | 0 | 154 | 181 A3k S b G g Ol ST b (W51 | A30
0.000 | 31 3 | 147 | 181 318 03l il 2 OL j2he Sl (5l gaied 5 0313 p e Sleslinal | A3]
0.000 | 12 | 3 | 166 | 181 Ol ke 5 Slasl mlin 51 min 35 1 Ol it s Shas o501 s (g5l o3l | A32

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

d 3

9 S Sy e 38 (9 BT 0351 dob_fucd =

3 . [ ] -

https://www.jvebm.ir a 3
0.000 | 15 | 0 | 166 | 181 O wls ol oy e Slals dnm 55 | A33
0.000 | 31 | 0 | 150 | 181 DL o (e ST 4 o 5 (o DY e (6585 1 (5l e s ST | A34
0.000 | 4 1 176 | 181 G ibe 3 5o oKl o e | A3S
Lol o skl

@@j@.:x’fgjﬁuhit:)ytg)wo.\i.\iMWﬂWﬂ%&\QJﬁ&@MW(Y)J)&)bé\fﬂ\.}}iﬂaﬁ

M‘bw#A7J‘jwkﬁﬁ}obywd)}mo%%QY‘?M)‘}‘Q};‘C?»L&{)&GAAL})&A@\L

PR A TSP YRS RER PR JUPRES

Sig | & | &= | == | N
0.000 | 42 12 | 127 | 181 Gsmen (6 500) 68 4o Slles NEPETRY Kia panms | Al
0.000 | 57 4 120 | 181 ok oy 55 S 51 l was | A2
0.000 | 10 5 166 | 181 old 5o (slaael (ol | g Ol e £k e G501 | A3
0.000 | 32 0 149 | 181 Sltles slaps Sy pe | A4
0.000 | 46 | 23 | 112 | 181 G S e S ke i p s | AS
0.000 9 6 166 | 181 Sl o ks e U551 A6
0320 | 37 | 84 | 60 | 18 Sy S RS Sy | A
0.000 | 38 4 139 | 181 5Ll blas 53 O pe ftiua 4 Jonl S| A8
0.000 | 12 3 166 | 181 BPMS) 8" 5 S AT 5 & s (Glapis Sl o3lil | AQ
0.000 | 26 3 152 | 181 Sap S Sty 5 Ol 6,8 5w | ALO
0.000 | 48 7 126 | 181 S S sl Rl SHLT LUl | Al
0.000 | 34 1 146 | 181 G s bl Sales 25k o5 s | AL2
0.000 12 4 165 | 181 Sleile Gl ab s 6,5 3 0 ke Sla g 5 o351 | AL3
0.000 24 0 157 | 181 S| (g5 5Ls 3l eslizul L Big Data &y a5 b L5, Jloi | A4
0.000 5 7 169 | 181 S s bl el iu b B0l e Seales | ALS

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

g s Sy g 50 @ﬁT‘j;))‘ b fad

..I :§ https://www.jvebm.ir
R
0.000 | 18 14 | 149 | 181 I 5 S Gl e SoLT L5 | AlG
0.000 | 12 3 | 166 | 181 slezel slow!l 5 Lol s 51 ABT ¢ blize St lid (gl et Sl | A7
0.000 | 27 0 154 | 181 G5 ol (Sl Sl o5 s | AL
0000 | 25 | 0 | 156 | 181 Ge s Stes o3 Sales Sl 65151 | AI9
0.000 [ 12 | 10 | 159 | 181 ok 0313 am 5 LS bl Sllae 5 (2 p e Slgnd 3, Shes L5 | A20
0.000 | 16 0 | 165 | 181 Seales ailge lalis | A21

b £l 9 o wl
Y cg_'aﬁ)\? Ao ¢5 41>J.A BEREW &LWLJ' Lglﬁrﬂ&j Uhéﬁ.h‘) 4 .19}.:};: QYUM 4 CWL"‘ BE] Ql?.\.a}‘&wl.m

@Qbﬁg%%@b@bﬁbw\oJﬁT(V) J)b):ybc\b4§u\.:.>|JJ.3‘lAQT)|é§:JA)L&9|Gw)j
A.AL..MX‘ W)L.J'&l CJ‘.’“J‘EL‘J. .Ju:.&bwj)é.iAlfS J‘}w@bj}j oéﬁcﬁiﬁu}ﬁb Q\H}ﬂm:\;\ ¢~1f§‘

3,8 o Bl )50 s sl

U)ﬁ‘)bhﬁfoﬁﬁbudufw)u&|wYldju\>

Sig | | =2 | N

0.000 24 0 157 181 (EIS 5DSS MIS) dLiai sa SoleMbl (6 )5ls ol s Sloslazal | A1

93 (615l O gmle 1) Ol sl Jotls s Sl ) dre
0.000 5 7 169 181 A2

(o S5 S &yl 5 (K9 2

,@“rs,w&_;ﬂwﬁuﬂ@ﬁsﬁG;J_;mu;.nl
0.000 18 14 149 181 _ A3
Lyl ‘."“u“idxf('-:*‘;

0.000 0 6 175 | 181 ol 50 5CRM Sleslinal b (5 s oo 4 55 | A4
0.000 0 32 149 | 181 (DBMS jl oslizul) 0l s o5l anwss | AS
0.000 0 33 148 | 181 (K3, 5 5y 3) b7 slaoss | A6
0.000 0 33 148 | 181 el aley Los | A7

CI53) bty 3 2alS 5 wbie G ST il 4 gl APT 1 eslizal
0.000 0 33 148 181 A8
(Lo 3 Slylsl 5 aole jlo Sledazal g (K5 2SI

,L;\M;jﬂwd_g;)lgu)\f«su,L;\uﬁ;;u,\;dt?r};,g
0.000 0 12 169 181 . o . A9
L;".iﬁ_u\ﬁ -’)j',"‘;'b L;Lbfjf—ul“m L;LbUZ.:u BE ‘)Ln)l.w L;‘a)jb

0.000 0 24 157 | 181 S5 S g sy e | ATO

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

» 2

9 S 9 e 38 (3 BT 391 deb_fuctd s

https://www.jvebm.ir a ;;;
0.000 0 37 144 181 o925 bbb gldsts ¢l p Slles alp Co 5 | ALL
0.000 0 80 101 181 SWes o F 4 adr )15, | AL
6177 6 97 84 184 Sk ads ) F 5 | AR
0.000 1 13 167 181 b toler 5 baojlsiiar 6515 0 | Al4
0.000 0 38 143 181 (01 e 0zi®) Slojlu (slacnts 53 Slud> | ATS
(}f Aslow) (Sldkawly Lyl &

lap e Sl p F3e Jalse b s e SVIg 4 gl 53 andllas 550 3131 Lo 5 0dd &) (slagaly Jdos )
W)L.’LF‘ U‘i'J"L"’ o:y@.&ﬂQY\‘;m%J\f\ ‘;“'.’.j:;‘ CML"' GWWJJ u"li)bl’ﬁu;ﬁf Ls\kbb LS‘AL"‘A
3,8 o )5l sy g glddanly Lol 5 anliin

Sldlawly Ll 5 b Lag o 0l SLulid GladST i jlzel aomsd F Jgil

Sig e s Sl N
0.000 12 0 169 181 Ok Ol 3) S5 Lyl 2 Al
0.000 54 13 114 181 Sl alo s & ol mlas A2
0.000 22 6 153 181 e S A3

(it 3 s Sl 47l o
0.000 58 25 98 181 _ _ A4
(UL, 01,1 B L5708 s b/ Olds,80)

0.000 42 13 126 181 e 31 (8L 55 5L A5
0.000 13 6 162 181 Slaas 4l ) Coale A6
0.000 13 7 161 181 (S e u,f@leclw A7
0.000 44 16 121 181 s>V sl A8
0.000 41 7 133 181 56 bl 8 A9
0.000 21 4 156 181 LB A10
0.000 38 0 143 181 Olejlu & by elaw All

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

S ¢
. 9 s 9 e 93 (G BT 031 el
‘s 3 https://www.jvcbm.ir

S
L
N

%,
S
"’39.,,, i 553.) A
ETTtEN

Sl Ly
SVl 4 3l 31 Cy ST e St o @g,\,b}‘f”u:wui.gm b il (las; Ll b o g )

b;yﬂ}dﬁtb)}ﬁd‘&f).lq‘ﬁmwﬁW}L&F‘J‘jbab‘y@&ﬁ

Sl 5 b o e o pLoli S8 i sliel s D Jylr

Sig e s oo N

0.000 23 25 133 181 Bl oo Al
0.000 46 27 108 181 e Slass A2
0.000 22 15 144 181 IO sy pue Ken b A3
0.000 24 27 130 181 O e (glaiden oS Ad
0.000 25 24 132 181 Fap s Sl (Kales 4 slizel oo A5

— e Jo s 5 G5 den slaaaliin 5 el 0 T
0.000 40 18 123 181 _ _ A6
oS b 3l Slasansd 1 o Crto OL,K 5L 15 5

0.000 11 33 137 181 Jels ke 2 5 A7
0.000 19 29 133 181 Sl Sl A8
0.000 49 33 99 181 oaaia b Gl 4o A9
0.000 20 32 129 181 BEESIERS -y Al10
0.000 53 37 91 181 Ol i b ¢ 55 All
0.000 31 26 124 181 Fap sdUls LA 5 aly Slads Al2

FIF 5 el g Slasl b o3l oL S 28l
0.000 21 26 134 181 _ Al3
Ol e Sl (3l g otalinn 5 (slabimd 5 4 LSS (65

Sl 5 slst 3L s o 0L e 1o glanls Szt
0.000 13 29 139 181 Al4
(0L zée 0s b)) Olojle Sldgas

b owoly
@L’Z;A{Ju&'}‘)ﬁ g_f}%)l? W}: 41>JA)J ol &qu ‘Slﬁu\.ﬂtﬁ )LZ&\ LSWJJ’AJJ}TQ);*): Ql?“:cw\.i
D13 el 5 e ladkely i lzel ol b 03 5 e SV 5130y ST Gl ol 0T (8) U )3 ool

e

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

¢
ot

g s Sy ke 50 ‘ﬁ)sT&))‘ 4ol _Lad "=
https://www.jvebm.ir ‘s s

g2 9

) S

30 unyw 5‘3’:3“
EIICENS

Lhu\.ﬂ\ﬁb.lﬂ.&'f ol gs'iL"'L“‘;' L;LASW)L;sz:;? Jju\>

RCRTT

7
2.9,
by

Sig | e | N
0.000 10 0 171 181 S olie Sy ke Al
0.000 11 0 170 181 Olejle Oldal Gases A2
0.000 5 0 176 181 badnT 3 Sy e Cundy OAS g A3
0.000 20 4 157 181 o @Bla b6 5 bl Sl A4
0.000 18 0 163 181 S i (5,120 A5
0.000 23 1 157 181 35 Lol Aty S e oSy A6
0.000 40 | 21 120 181 Ol Slo)les & 5 als” AT
0.000 21 0 160 181 il b o (g5ldiadl 5 A8
0.000 17 1 163 | 181 ookl by Sy e 53 g A9
0.000 | 22 | 4 155 | 181 ONS 53 5 (slasts,l 3 slimdl Lol go & 5 3 g Al10
0.000 55 11 115 181 (S a4 2 Ly ke All
0.000 26 3 152 181 Ojlast S AT 555 Al2
0.000 37 4 140 181 bt T3 gl ol ol g & 5 55 Al13
0.000 | 34 | 0 147 | 181 Olejb ¢ ok b 5155 Al4
0.000 63 1 117 181 Sl a3 51 9 659 04 SR Al5
0.000 15 3 163 181 05150 (S50 55y s 55 Al16
0.000 24 0 157 181 sl 5 ! s Sl Al17
0.000 48 7 126 181 () Ol il Gl e o Dlsss 5 ST 5 Al8

dop oz 93 (b § 9P R (Sl Dazolr 216 Curoy
Sales Sz odd (21b Ol 0di izl 5 ol Cords (S Sl s 53 edd 4] b 4 4 7 L

R ou\.ATJ..a')' d}u\?)é ‘%ﬁw)) @\i)‘)b)gﬁjﬁ&’”

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

g s Sy g 50 @JST o33! b _fad
. https://www.jvcbm.ir

%,
S
"’39.,,, i 551.) A
ETTtEN

Fap s bl sl ise Sl il Ol olg Cards V Jsi

L s sl do o g3 0d olg IS slaw sl glulis gladS sl
e 4 4
au\.&J)L::.F‘ W)L;F\ J.LA WJ: 4.L>Ja
Y oy o e Lls
1 \F Sl Lol 2
=
" N Saslae Lyl 2
| Y. i sy Lol slaf
\ i \0 Lap 518/ las ponl
A A labely
f M. N Sl Ol

S5 om 9 Lo

Laadly sl o Ol )3y Cmto 53 b 5 2ol i (Salen Jue i lzel 5 e G ol Oota
;,ijwﬂ,;‘urgw,;,r,;w)j@_u»y}pjlww)gj,;,&g)ljpﬁjamgjasmow
T @l By oo bl 5 dew GES 5 Ay 55 gl Caeal jldols 55 ol B, Sdomy 5101 pie &5 3 5
Sy S gt 35 5l (Gl o3y 8 1 e Ll 5 gl Colal i 31 Olabl ) st 4 Ol e (il Jls 5
e Tl (Gl (Slais S e 53 (g3 08) (55 e sl I 5 S 55wl Lol Siales 5 So LSS
Sleasi’! Jd 51 (Soalon sla e b 5 sl ol I8 s ip 0 5 Sl o 55 o (SKales ol a3l
Sty (B Sl (Jale e 2K 0l e gl oS (gl (o« aainia it Sludl wlep o Su
(i3 sbl” L3 51 Sl Lol 5 4 cpiman 5 Olojle Sl glil 5 & jlust 3l s (.K;A Ob zie 51 oo gllaal
Biemans et al, ) fas5 bl jtass opl b il ar g (2B, Ll 5 5 556 Lol /5 (0L 0laiy3) 1L Lol 2
(Peterson et al, 2021) (Asadollahi & Haji Ali Akbari, 2020) (Asadi, 2019) (Malshe et al, 2021) (2022
Zalkani ) (Nazarpuri et al, 2022) (Arabshahi & Abbaszadehgaretekan, 2023) (Vaid et al, 2020)
o 45 Lsls olis (Biemans et al, 2022) .45L oo seen (Yazdani Kachuei et al, 2022) (Andarvar, 2021
ol Sl 05 8T Kialen 5555 0 o> Fslite Lilyy (655 Calien lao g 3 i85 2oL sla s
et @l 57 Lsls 0Lz (Malshe et al, 2021) . uS” SGS™ ksl 4 glaws (1 1) Olojle Ll 5o ides 53
3 lese (glae sazma 53 b 35800 1y 0T ecaliien (S s = lan 53 GbOL 5 B8 Jrwy Dosline
3 Sles A e 5 LS 0 S5 o 1y gl ] g0 45T ST S8 (05 Sas 05 5 (63 Sas o slai Il
355

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir

)lijC&ﬁM)é@)éT&})‘ 4ol _Lad s
https://www.jvebm.ir a

U, 5
""vaw s’:’
EIICENS

35 eds Wy s Lelul  edd Sl Sledst o1 b b s dal gt Comge (B 5 obolib (Sales oy Sl i

2w o
= 13
40 1ynun®

4

35 3,5 Aalgt (68 o s ol 53 ) 0)lss 5 SLS (Slady 38 U5 o Sl T 53 53,8 Do) de SIS 2
s 1B 5 A0Sl ats b (glap 158K (6,855 b 0L e 1 Gzt 5 Sl iS¢ g Sl o
)Lf)zcab I soles :l:MlywAlfl)LgffM¢b)ukm§ho)j>)>owﬂfwlswmjzy.ul?
) SLd 53 ey Lo g0 53 (gl A5 &S S dal it dey OS5 0L e (6l e 51 G 4 i o
Cndg 3 5 BT 3 2 ol Rl e 53 5 O rhe (65lsly g Gl lsy Ol g0 ¢ BBy Ly o Dbl b g Cils dal -
.(Le Meunier-Fitzhugh & Massey, 2019) ii dal = aew GACS 5 (55575 g

355 il s G Aoty (Soalen Cmsle 4 Ll 47 5 0 55 ey SES 5 Ol e i (slaely ol
s e 55 Sholils hsp Aol 53 o (Sales (s, 5 o Lol b G 4 Sl I (LS ol
(23 ) (5 m 3l I 5 S 53l Sl Sialen 5 S oSS 0y o pite 355080 (ko o3l |3
5 (Seslh plalp o pde Sl (slael Ot odd o3l anwy Sleds 53 (5 S5k (Glojle s, S o 5
L b ¢ e Ol pte Vb6 0 3T 58 cOlolo S35 2l sl o 96 ¢ Sl oS Sl (5 555 ¢ anaies
"ot 3 Jpama W5 (5 Ol 8 Gl O b Bl g Olejle (ST e (U5l ¢ Bag3 3,05,
Lsii &Sy glabimSe LB 5 wsls Oy goa 6T Glaokile o de dal b ) ST Syse 5o 15 il S
3 el ey Ol e b dali Glhes 2 ke sl S5 b dile & Lok 5 B8 Ay 53 o (Sales
Sl b s (heies Jaul 5 CIB 53 byl 5 i b Aty 5 o (Sealen (1 5lissge Slasail 5 ba e 55
¢ Jols e u:ﬁ; Ol e Gl oSS (@l (25 ¢ pamiiin b Gl e i3y Sloan” 5 51 Siales
6Kon 5 (0L e O bay) Olo o ldgns Ll 5 Soplust 3L s (-K..m Ob i 3o sllaal glaniy ¢ SV Ol
Slosh 5 S5 o ton Gaasliisn 5 laasl 0T (b 5 byl (Soalen 4 slie! pes (i) 8T By ps
5SS 6,8 GIF (i il O3 s aly Slads 0L e b g5 Ok 205 0l Gl cans Jlo
3y Aty 33 Sabea 515 5 wuled Jols Oliabl 550 Glaey ST 50 5370k 2 (Glamy G g sitalie 5 (slalend
dly (Salen 3l das 5 o ¢ I8 3 b i plonil 5 g (laia Lol b om0 51 s S3loiingy slae s canllas
s 558 6 S lse 5 IS b ik s 25

TS ) 5 Sbslgiiy tash mbia e g L

4 il s Sash ey o (Salen slaslp 5 bap 1S el o8l 55 338 e slgtiy ey SIS 5 Ol e &
bl 5ol (B, Llyd (G56 Lul 5 (Gl Olaiyd) 55k Ll b ¢ eV sk " 5 Falsie Ll s
Saaler izl L;ur,g&ﬂ Ozl s b dnles 4 5" Ob gée fo § s pela 5 0L phe 3 (BL s 55k 5 Sl ale e
Cold LS ummed o |y eslatal Colg baylpl ol 519 ks oladl jlms 55 aa ST 55 bolL g 55
3 Jos 33T lyls Jos o3 b aas a1l Lol 31 eslizwl Ll d 55 5 é..hl.o.h slaylsl g hrf&ﬁ ple 5l s
355 ae ST 5 Gl 5 s b s (Siales tilin 4 5550 5 dey SES 3 0o sl oYL Colland

Sl ge 5 3 e (501365 " o8 3 OT (slaaly 51 il e il anls ;J,l,u,rml)&;iw,m,aw

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir

g s Sy g 50 @JST o33! b _fad
https://www.jvebm.ir

S
L
N

%,
S
"’39.,,, i 551.) A
ETTtEN

31 el sle o (6 5ludiall § (6 2 a2 T ke (last Sl s AT 5 5 5 (OS5 5 5 (slasls 3 slasl
ol G ¢ S jlie o e (i) Olesle Slal ale e Slals 5 SG1 5 ¢ Ll wle i Sl 5 ()8 o
(A 3 Sl el oS e 655 (rer e b (635 e 0 Kol s Ty ke Sons Dl gy Lol
e Gl T3 (gl o) o go 55 3 g vk 4 iy Sy Cpsllan 5 55 Olejle DS 5 el
L g Lo g sl (g Sl 5 RIS 5 O3 g0 (6 55 g e 5 O jls £k

o) = 53 350 0 do § (ST Oliiee 4 (Gl ST 5udoun 35 5 ol G il 5 e il Sl (S a5 L
S AR 4 )

foy S5 53 I3k 5 s b ol (Siales Condy ot S (5513 A5

hoy GBS 5 53 Glslk 5 o b ol (Soalon Lo ge 1 S5 Jalge g

faz S 3 53 Lol 5 B8 dely (Sales 1 sty g SN Slapn (b -

o S 5 55 bbb ety (Sales o 5o i il (ol p SNl ol 411

Reference

Arabshahi, M., & Abbaszadehgaretekan, H. (2023). The Impact of Electronic Customer Relationship
Management on Marketing Performance with the Analysis of the Mediating Role of Product
Innovation and Emphasis on Customer Knowledge. Journal of value creating in Business
Management, 3(2), 42-61. doi:10.22034/jvcbm.2023.396709.1088 .(in Persian).

Arnett, D. B., & Wittmann, C. M., & Hansen, J. D. J. . M. M. (2021). A process model of tacit
knowledge transfer between sales and marketing. 93, 259-269.
DOI:10.1016/j.indmarman.2021.01.012

Asadi, A., & Hedayati Biland, M. (2019). The effect of the quality of insurance services on the
intention to purchase life and investment insurances with the mediating role of previous purchase
experiences 1in an insurance company. pajoheshnameh bimeh, 34, 72-87. SID.
https://sid.ir/paper/404169/fa .(in Persian).

Asadollahi, H., & Haji Ali Akbari, F. (2020). Identifying and prioritizing effective factors in the
optimal marketing of the insurance industry. New research approaches in management sciences.
21. 67-83 .(in Persian).

Baba, R., & Elumalai, E. J. J. o. C. r. (2014). Entrepreneurial Orientation of SMEs in Labuan and Its
Effects on Organizational Performance. 5, 106-116. http://hdl.handle.net/20.500.11937/49015

Biemans, W., & Malshe, A., & Johnson, J. S. (2022). The sales-marketing interface: A systematic
literature review and directions for future research. Industrial Marketing Management, 102, 324-
337. https://doi.org/10.1016/j.indmarman.2022.02.001

Bijmolt, T. H., & Broekhuis, M., & De Leeuw, S., & Hirche, C., & Rooderkerk, R. P., & Sousa, R., &
Zhu, S. X. J. J. 0. B. R. (2021). Challenges at the marketing—operations interface in omni-channel
retail environments. 122, 864-874. DOI: 10.1016/j.jbusres.2019.11.034

Daghighi Asli, H., & Shahroodi, K., & Mirbargkar, S. M., & Rahmati, Y. (2021). Designing a Model
to Explain the Performance of the Sales Network in the Insurance Industry. Journal of Business
Management, 13(2), 457-472. doi:10.22059/jibm.2020.307573.3917 .(in Persian).

Deylami Moezzi, P. (2021). A structural model of the role of brand love in the impact of marketing
stimuli on customer satisfaction. Journal of value creating in Business Management, 1(1), 101-118.
doi: 10.22034/jbme.2022.313113.1000 .(in Persian).

Dewsnap, B., & Micevski, M., & Cadogan, J. W., & Kadic-Maglajlic, S. J. I. M. M. (2020). Flexibility
in marketing & sales interfacing processes. 91, 285-300. DOI:10.1016/j.indmarman.2020.09.005

Ol 53t Zxis 53 b3 5 23k i (Kinlen S izl 5 o thidkn Lo pam (sl Ol el L5 e



https://www.jvcbm.ir
https://sid.ir/paper/404169/fa
http://hdl.handle.net/20.500.11937/49015
https://doi.org/10.1016/j.indmarman.2022.02.001

g s Sy ke 50 ‘5..1)9T o33! b _fad
https://www.jvcbm.ir

g2 9

) S

30 unyw 5‘3’:3“
EIICENS

Huang, Y., & Vemer, P., & Zhu, J., & Postma, M. J., & Chen, W. J. P. O. (2016). Economic burden in
Chinese patients with diabetes mellitus using electronic insurance claims data. 11(8), e0159297.
https://doi.org/10.1371/journal.pone.0159297

Inyang, A. E., & Agnihotri, R., & Munoz, L. J. J. o. B., & Marketing, 1. (2018). The role of manager
leadership style in salesperson implementation of sales strategy: a contingency perspective. 33(8),
1074-1086. DOI:10.1108/JBIM-09-2017-0230

Le Meunier-FitzHugh, K., & Massey, G. R., & Piercy, N. F. J. . M. M. (2011). The impact of aligned
rewards and senior manager attitudes on conflict and collaboration between sales and marketing.
40(7), 1161-1171. DOI:10.1016/j.indmarman.2010.12.002

Le Meunier-Fitzhugh, K., & Massey, G. R. J. J. o. M. M. (2019). Improving relationships between
sales and marketing: the relative effectiveness of cross-functional coordination mechanisms. 35(13-
14), 1267-1290. DOI: 10.1080/0267257X.2019.1648310

Malshe, A., & Hughes, D. E., & Good, V., & Friend, S. B. (2022). Marketing strategy implementation
impediments and remedies: A multi-level theoretical framework within the sales-marketing
interface.  International  Journal of Research in  Marketing, 39(3), 824-846.
DOI:10.1016/j.ijresmar.2021.10.002

Nazarpouri, A. H., & Mohamadyari, Z., & Biranvand, N. (2022). Investigating the Effect of Marketing
Dashboard Development on Organizational Competitiveness by Explaining the Mediating Role of
Marketing Memory and Competitive Intelligence. New Marketing Research Journal, 12(1), 43-68.
doi: 10.22108/nm1j.2021.129835.2511. (in Persian).

Peterson, R. M., & Dover, H. F. J. I. M. M. (2021). Global perspectives of sales enablement:
Constituents, services, and goals. 92, 154-162. DOI:10.1016/j.indmarman.2020.12.003

Redjeki, F., & Fauzi, H., & Priadana, S. J. I. J. o. S., & Society. (2021). Implementation of appropriate
marketing and sales strategies in improving company performance and profits. 3(2), 31-38.
DOI:10.54783/ijsoc.v3i2.314

Shafei, R. (2020). Development of marketing and sales standards in life insurance. pajoheshnameh
bimeh, 126. (in Persian).

Saghiri, S., & Wilding, R., & Mena, C., & Bourlakis, M. J. J. o. B. R. (2017). Toward a three-
dimensional framework for omni-channel. 77, 53-67. DOI: 10.1016/].jbusres.2017.03.025

Vaid, S. S., & Ahearne, M., & Krause, R. (2020). Joint marketing and sales appointment: Uncertainty
from intertwining of marketing and sales in one position. Industrial Marketing Management, 85,
221-239. DOI:10.1016/j.indmarman.2019.11.013

Varadarajan, R. J. . M. M. (2020). Customer information resources advantage, marketing strategy and
business performance: A market resources based view. 89, 89-97.
DOI:10.1016/j.indmarman.2020.03.003

Yazdani Kachuei, Z., & Korhani, M., & Kosari, A. (2022). Investigating the effect of social media
marketing on brand loyalty with the mediating role of trust and brand equity(Case study: Bank
Mellat Isfahan branches). Journal of value creating in Business Management, 1(2), 39-57.
doi:10.22034/jbme.2022.332561.1016. (in Persian).

zalkani Andarvar, F. (2021). Investigating the Impact of Relation-based Marketing and E-Marketing
Capabilities on the Commercial Performance of Internet Sales Sites. Journal of value creating in
Business Management, 1(1), 19-40. doi:10.22034/jbme.2022.313118.1001. (in Persian)

Zubiri, H., & Metousali, M., & Ahrari, M. (2016). Developmental effects of life insurance from the
perspective of social capital. pajoheshnameh bimeh, 2, 33-32. SID. https://sid.it/paper/100964/fa.
(in Persian).

Ol 33 oy Tt 33 g b 5 bl Lide (Soalen Jube i jlzel 5 (e tlibin L bia c(sile Ol | cdal L e



https://www.jvcbm.ir
https://doi.org/10.1371/journal.pone.0159297
https://sid.ir/paper/100964/fa.

	En 6
	Fa 6

