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- Abstract

Receive:
11 November 2024 : The aim of the present study was to develop a model for customer relationship
Revise: management with an emphasis on virtual marketing strategies. Purposive sampling
26 December 2024 was used in the present study. Given the exploratory nature of the subject, a
Accept: qualitative research method and data-driven theory (grounded data) were used in the
23 January 2025 form of open, axial, and selective coding. For this purpose, first, the raw data of in-
depth interviews conducted with 20 experts knowledgeable about the research topic
were analyzed. Open coding was performed by analyzing the interviews line by line.
Axial codes were formed based on the identified open codes, and a theoretical model
was developed by selective coding. Then, the paradigmatic model was approved by
the experts. The results of open coding indicated that 469 indicators can be effective
in customer relationship management with an emphasis on virtual marketing
strategies in sports manufacturing companies in Gilan Province. Then, in axial coding,
the symbols were classified into 105 concepts and 41 categories. The data obtained
Keywords: from the interviews were anal_yzeq by a groundec_i theory gpp(oach. The results
Customer showed that seven main categories including marketing, organizational environment,
Relationship infrastructure, performance, management and planning, service quality, and
Management, relationship management are important for optimizing the customer relationship
Virtual Marketing, | management system for developing customer relationship management with an
Marketing emphasis on virtual marketing strategies. Managers of sports manufacturing
Strategies, companies can use the identified symbols, concepts, and categories in their future

Sports Products

planning to effectively communicate with customers.
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Extended Abstract

Introduction

Today, the emergence of web-based services such as e-commerce, digital marketing, and
similar items has caused fundamental changes in the way people live and the process of
providing services in businesses (Fani et al., 2019). As a result, given the changes in digital
technologies, businesses need to adapt to these changes in order to survive and profit so as to
respond to customer behavior and marketing needs. New advances in technology have led to
digitalization, which is the main driver of marketing innovation and has led to the use of new
communication channels, branding strategies, design changes, and interaction environments
(Purchase & Volery, 2020). These changes have transformed the way brands and businesses
use technology for marketing purposes (Desai, 2019); therefore, the rapid trend of
digitalization challenges customer relationship managers in the process of market innovation;
because the process of customer acquisition with traditional methods faces serious problems
and requires new methods to influence customer behavior (Purchase & Volery, 2020).
Customer relationship management is based on long-term relationships with customers,
understanding their needs, and responding to them through diverse goods and services
through multiple channels. This perspective, which is a result of recent advances in
information technology, seeks to respond better and faster to customer demands and needs,
thereby establishing relationships with them and the survival of the organization (Usuli,
2020). The goal of customer relationship management is to establish closer and deeper
relationships with customers and the ability and willingness to change the behavior of
companies towards the individual interests and needs of each customer (Bakhtiari &
Bakhtiari, 2019).

According to statistics, there are 170 manufacturing units in the country capable of supplying
the country's sports products, and about 50 units offer their products under sports brands.
Currently, the increase in the number of sports brands, the increase in the level of competition
between brands in gaining market share, the increase in the presence of foreign brands in the
country's sports market, the decrease in sales of domestic brands, and the disregard for
scientific principles of marketing on one hand; and the attractiveness of the Iranian market,
the increase in competition between foreign goods, and the lack of sufficient research in this
field on the other hand, are some of the factors that have challenged the survival of domestic
sports brands and have caused a decrease in profits and even the bankruptcy of some domestic
manufacturers. Unfortunately, we see that even some domestic manufacturers use foreign
brands on their clothing and manufactured goods in order to sell their products, which is due
to the lack of reputable brands and effective and reliable marketing strategies in the country
(Azadi et al., 2015). On the other hand, the expansion of social networks in Iran has created a
good opportunity for marketing and the growth of virtual culture due to the creation of an
informal media space and the increase in the power of the audience. In Iran, Instagram,
Telegram, Facebook, etc., are the most widely used networks, and this is a special opportunity
for the sports industry to flourish and expand its performance in terms of increasing access to
the audience to develop virtual marketing strategies and improve their perception of the
unique value of domestic sports products (Gholami et al., 2018). Research needs to be
directed to determine how managers can successfully use virtual marketing. Therefore, the
main question that guides this research is: Does customer relationship management affect
virtual marketing?
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Theoretical Framework

Customer Relationship Management

Customer relationship management is a management approach that seeks to create, develop,
and enhance relationships with targeted customers to maximize customer value and
organizational profitability. Using data collected from organizations that have implemented
customer relationship management technology, it can be seen that the use of customer
relationship management technology increases the value of the organization. On the other
hand, living in today's competitive world without achieving desired productivity is very
difficult (Dalir et al., 2017).

Virtual Marketing

Digital marketing is a window opened for businesses to improve their sales in a way that is in
line with today's technology and, in turn, to strive to respond to consumer needs. (Seman &
Segar, 2023) Digital marketing is a type of modern marketing that uses Internet-based tools to
address the main function of marketing, which is effective and efficient buying and selling.
Today, businesses need efficient and effective management in order to succeed in their
activities; therefore, in the present era, instead of focusing on selling and providing services in
the traditional way, businesses are seeking to increase their influence, attract customers, and
affect them by using new methods and digital tools. (Farhang & Piri, 2022).

Research Methodology

The present study is an applicable research in terms of purpose, and the qualitative research
method was used in the present study. The statistical population consists of two groups. The
first group includes specialists and experts who were faculty members of universities in Gilan
province in the field of sports management, and the second group includes experts and
managers of sports product manufacturing companies in Gilan province, conducted by
theoretical sampling. In the present study, the opinions of 20 elite individuals were collected
during 20 semi-structured interviews until theoretical saturation. Also, mixed sampling was
used in two methods: purposive and snowball. In this study, all three processes of open, axial
and selective coding were used to analyze the data obtained from the interviews.

Research findings

The data obtained from the interviews were conducted by the grounded theory approach. The
results showed that seven main categories including marketing, organizational environment,
infrastructure, performance, management and planning, service quality, and relationship
management are important for optimizing the customer relationship management system for
developing customer relationship management with an emphasis on virtual marketing
strategies.

Conclusion

The aim of this study is to design a customer relationship management development model
with an emphasis on virtual marketing strategies for sports products in Gilan province. The
results showed that the seven main categories in the paradigm model, including marketing,
organizational environment, infrastructure, performance, management and planning, service
quality, and relationship management, are important for optimizing the customer relationship
management system for developing digital marketing strategies. These results are consistent
with the findings of Bakhtiari & Bakhtiari (2019), Basri & colleagues (2019), Bani Asadi &
colleagues (2019), and Ashikole & Baker (2019). Managers of sports manufacturing
companies can use the identified symbols, concepts, and categories in their future planning to
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effectively communicate with customers. As a result, sports product manufacturing
companies should prioritize customer relationship management programs and policies.
According to the research results, the following suggestions are made:

Since in the future, the customer relationship management system will use data for prediction
and become a proactive tool, and in this regard, companies that can better use their robotic
assistant will grow, it is suggested that other companies in the country take action in the field
of optimizing the customer relationship management system as an open innovation; and with
the entry of information technology into companies under the protection of customer
relationship management, a basis will be provided for companies to move towards smart and
knowledge-based companies and; by using customer relationship management software,
reduce information processing costs and communicate with customers in less time and with
greater speed, which ultimately results in increasing the company's competitive power in
today's turbulent environment.

Seyed Sadeq Mir Jalali, Masoud Imanzadeh, Mehrdad Moharramzadeh, Robab Mokhtari: Designing an expanded 156
customer relationship management model with an emphasis on virtual marketing strategies for sports products in Guilan
Province



aollad

h
ELTULET LRtV JC LY T3] ‘/

https://www.jnamm.ir
VY BAOF Ooloeis NP+ ¥ Olis 5 oF ol ¥ 0,93

elSSN: 2981-1554

e g aolidad

<Ulibgzupse

(o) SRy e

SLE ! 9 W6 b gy b Bliyl oo A8l daxwgl Juo 210
oA Gl (o ) 59 OY gaso (5 3w (b 130

FSalizne Ol T oa13 p o 318 yg0 Fo31) Olog ! Sgrme

) e e @dlovw

Ol e sl e godal 315T ol ¢ syl domlg ¢ 558 ko (51,575 (5 sl -
O ¢ sl e ool 13T o8t ¢ syl oty ¢ Gy S 5 09,5 bkl —Y

O e syl e syl e ol ¢ fs

.\;—l;cd.:j)}qﬁ.ug)f:bl—f

Ol ! el ¢ oDl 13T ol8ltsls cJlslst oty ¢ b y5 S ko 03 8 skl -F

o>

2
bt (g5laee (LU ol el 5 USTE L 6 mie b bLisl o g (gl (e 56 il Rags s
s s 3 s ST Coale 4 Sulie b ealinal wedia (5,8 Sgei 1 Sl agn 5e s S
ssbte pds ot ealinel Bl 5 () Gb 6 EAST IG5 (sl enls) Laesls I asals 4 ki 51 5 a8
o 3,50 L3 8 Sypo g pabsn S1OBT O 15 Sl BT LS e slaasbian ol slaosls Iz
SadS oks Gl Sb sladS ulul b plonil S UEUS daamlae bt 4 L Jlot L Gl
O o i b aslshyl Jie s 23 S Iy dr 5 (65 Jobe el (I8 08T S8 4 5 s § JSCs (6 gome
b s ie b bl Sy e Ll OLE PR oS 55 0T 51 (S Sk oS mls 3.8 515 a5, 5
23 e 3L F5e OS Okl 55 355 IS SES B s ile gbl3L slasFl el 4SS
o3l b a-lae 3l ool s 4 (gloosls s S oy 4zl 4 4ie ¥ 3 pseia )10 3 Lol Sz SIS AS
(b5 e lajle Jammn o b3k Jals ol 4 gie i 457 51 0Ll s plonil (5508 318 5,80,
Gt b Bl pe (s (iluding 51 BLLI Sy pde 5 Sladst CodS (50l p 5 Sa pde 0 Shes
Olpde b o Soeal gls (il 2LLIL Glagg sl el » ASTT L g i b LU Co s arws ol
S 055 ST b snel p 3 odd glalid (sladdsie 5 palie (O I il 5o (3505 5 GlacS 4

Agled oslinal O 2ha b i se b3 )

VO OLT VY 1Bl 50 g b
VEY 6507 18 b b

VEY e :uia)gé\g‘ ég)l.’:'

o3y auls”
(i b byl pde
(Gile LI
(ol a5l

5309 Y pames

da g Jdoe ol b (VF0 ) Ol asslien 5 315 g co3l p men 3 sme 03l Ol sl « Sl s (APA) iis” Sl dlio (! 4 b

(Ll 5 o pn g3 oy o (5103, 5 4allab OIS Ol (23555 DY guamen (S5lee S 5l3L Slas F1 2l

ALk b By ke Bl

AVY-Nor (P Y

d https://doi.org/10.22034/jnamm.2025.529731.1100

Authors retain the copyright and full publishing rights.

Published by Research Center of Resource Management Studies and Knowledge-Based
) Business. This article is an open access article licensed under the Creative Commons

Attribution 4.0 International (CC BY 4.0)
BE ] &):J‘J)lsj;f.w;‘gcb (;;_j_-h wagujﬁ;f:)ﬁli

Dl s Gl 1 ghand 0w g5 sadeghmirjalali73@gmail.com :_fws!

YOV il (bl sl el 2 AST L (s e b By e 4l tn 5 ik (b 1065 me Ly o3l pome 5l g o3l Olagl 3 grs ¢ Pl oo Gl

S Oleal 3555 Y prames



/h aolilad
‘/ ) U130 9 o P 4 (g B Sy

S o0isa3Sayacibed https://www.jnamm.ir

libgupso AVY B YOF oot NP+ ¥ Glins ) F 0 led O 093

-

oo

s Slm) o go ilie 35050 5 Tl s SLoLL ¢ S S Sl wile gy e Sleds 5 g4 055 0
a5 b 4z ys (Fani et al, 2019) ol ods b )8 g 3 Slodst &1, Ligy 5 Lokl S5 3s) 3 owlul
ol bas 058 Gl Ll 3 g S 5 B Sl H oS Sl Wlians as slacsssl 5o Sk 4
Col iyl dose 3 g ST iy s b3k LK 5 (6 e L) 4 o Sl shaly 3 Ol
s aly ¢ Bl o U 5 6,80 ol 5 Sl oI5k (60575 kol S5 e 4T 0ud Db iy s
S S o bt Ok ol (Purchase & Volery, 2020) ol odd Sl Jasws 5 1 b Sk S0k
Ly sy ol Sl eDesai, 2019) ol 03,57 08 S 1y b3l Olal sl 65518 Sl S s 5 by
o Ayl ST ES e 0 4 LIk TS s s L T e b B Ol pte Db Sl s Sy
(S a4l 0303513 3B (51 ko (sla By 5k 5355 g0t go (sl JSKhe b (T (gl s b (5 2
Gl slaans 53 65l sbis 68 55 oY e S Olsea Jlsw s (o5 .(Purchase & Volery, 2020) &l
4 538 w5 a8 gnS Les (iaping, 2023) el ils laylS g8 5 LaOlo3l S ol 5t
4 b 038 (Jlams OIS 5 S slis 5 wlio 53 didu s 15 35 3 Slhas pslite 5 sbar 3,15 5l a0kl
S S s 4 s Sl Lkisd o 0 S0l Jlioms Obbien b e OV et 0T 3 45 03 8 (oo (slosy
.(Muthuraman, 2020) s Jlioe s

23,5 Jgmta 1) IS S Caliin b glost 5 las Shee camsi)s 5 (S5 &S clajld s don Sl > dan 55 OGS
el diaws ob,15L Csus (Djakasaputra et al, 2021) ol ob 150 65555 J g LOT u.ﬁ |
53 dlb a8 S i3 S sl SUless Lol (S5 mal Eola (m3lsls 5 Jlams (L)I5L e ole
Gl Glaai 51 S 5 3 phor 3k GlisT 8 e 55l Sl Olgie 4 o> oI5k Jl-pl b el S15L
2l s Sl e s bl s Sl bl Sllee ple b a8 Sl bk Sllee
(Karina & Astuti, 2022) Cul O j2ée 5 &S 5 L;)f@_al,f 3 bLylsbul 6l el slags,sls

Gk 50T & o Kl 5 OUT sl o555 5 0l 2 b Say B bl y s 20 b Bl Sy e
GoaTop ol s iy Jolas a5 o8 s ol 35 o B yme sdaie (SIS abwy 4 g Slads 5 YIS
Sl 5 OBT L B3l ot w53 5 0L e Sl 5 €l 35 4 S o 5 2 (2 Sl 3 53 (el DB
5 bl 5 0L 2t b SGaes 5 S0 5 BTl 3 6 pta b L5,y e Oots L(Usuli, 2020) ool Ol jLs
.(Bakhtiari & Bakhtiari, 2019) cul (s i a (635 Sl shiasld 5 3Oe 4 Cond WES L5 518, oid 4 files
ssba A8 o e oy s il oals 15 Shesw 1) Sus oS 5 byl den Jlows | o554

Gl 4 Lamma i ol as i oS e Jaled OIS L s S o0 ol oS 0 b 5 L STy 8l (3L

L E-commerce
2 Digital Marketing
3 Customer relationship management

Sk Sl 2 ST6 L (6 b Bl e a8 sn 5 e b 55l Sl ko315 p e 313 e ko315 Oles) 3 mes ¢ I oo Gl VoA

NS Ol 52555 Y e (6 3loes



aollad /h
0,150 9 o P 43 (gi B Sy ‘/ )

https://www.jnamm.ir L;:wﬁ-n»i;»mu
WY BAOY Soloedos VP oY Slis ) oF o5le oF 093 clibgZu o

%5 ol 3 55 bl sl [(Zadtootaghaj et al, 2019) 545 s aeie Ol jle 5 5131 gl <555 Sslgs
4 (GSlre 2oL b 2LLGL S gl la 55 bk ladil p OLblal 5525 b e cpl pls tbilediled QLI s
Seslial b Slads 5 lad guamee (ol 550 (Slinsds 4edST 3 5utomn (o 2 53 (G3lme (oL 515L psge ol 0T 352
WOl i Oda gl Jlaus slag)sls 51 eslizal S0l aulS s lime 3 Lol 6l Jlazs (sladUls
Jlous sbag,gls 31 skt i ol wlal s (CoCCO, 2017) Cl o5 il 53l 5 OL i Lot i 55 )
500953l Cumdly ¢ Jilise ¢ slazrl Glaaila; Jold Jlizs op 5 Slacs)sld dad 5 o S5 200 (65518 & 2 5ulons
5 Jaeus glale, oL (Kannan & lee, 2017) 5,8 o )5 |y Ll &0zl 5 LaeslsidS (g loms
(AJiNG, 2019) &5 55T s & o5 s 58 L 1y 3550 a3l Coltal B s o 15 0BG 1 oS5 4 s lor!
O sl 5 L5558 3555 DY pame 5 el 4 536 S 3505 sy 565 53 A A WV LT b
Ol sl 3l e cB3os Sy sldas (21581 bl Jl 55 uiS o4 e L8559 ok Ly 55 Sl g Ul
Sy g b e 5 5558 (0555 0k o ol G gl SRl OB g S 0 ki o B,
5 o YK Ole Suby Eall Ol pl L Sulda ose s GLOBL ede Jsel 4 e 5 o s S
o g lodsS il 4l s B350 sl Ol a5 Wl else 51 cain ul s ST (gla sy o Ol
LS W5 H oy o rtals alinbe ol ods s OB WS W5 S SoSliys o 5 3w A
oslitul 355 g GV 5 &Sy go) ol Sl a1 s VST S5kt 4 S5
Conl 5558 Jo1s 53 Olabl LB 5 de 31 SbolL slas iy 23ll 5 jome lads 5 555 OT s 87 S
Dol Bl 5 ey b 1Al y (6Lab sl | 4 Ol 53 olezsl et 5 28 3 b 51 .(Azadi et al, 2015)
”iﬁx 0l S| Ol pl 53 ol 03,57 sl (5 jloms Kan p iy 5 Sbobb 6l 1y o5 Cao b Olbliue &5
3 Shee 28 5 B S8 (l Bas St Sl os (e b ol 3 Limeen eSS 55 )l s o b 5 S g
539 S50 31 0T &Syl s 5 5 (ilme (GlOL (slas yaly sl (6l Chles 0 g s (21531 Blod w5 5
S AS on U548 Colds 648 4 Guiss &5 Sl 5L (Gholami et al, 2018) ol Jstls by s Y grams
sl |y G ) 457 ool Ul e ol by kS eslizal (65lome b5k 51 G5 ge oy g 4 515 n 458 Ol ot

3,108 o 5T (3lome SLLIL s 2t b bLo,l oy e 1S e

S S
S g b Bl 51 e ypno

car 5 (ol T b el bt 4 )8 5w 6K s oS Sl SLelBl de gazms (6 it b b1y e
s ;553 &yle 4y (Dachyar & Manik, 2018) 5,8 o & s milin 458 b cnlio b5, 1 JUS™ 5 b
Q,_A\,il),\s,%_wsdu;_gww,.\_ETJ;%;),TOJJQ@\UU\{@,;ﬁl,&,é;ﬁgbw

sl Jlos 40 a8 Coul 2 i 5,50 55 (6 e b LI o e (Triznova et al, 2015) LS e il (g e

V08 il ool S 2 AL (s e b Bl Sy ke b s 5 Jole (ol 15 Dl ol e 305 g 030 Olag] 3 smece ¢ I ot Gl

S Oleal 3555 Y prames



/h aolilad
/ U130 9 o P 4 (g B Sy

;>wd-‘>§«3;m https://www.jnamm.ir
byl pdo

AWVY GOV Sz NP Y thﬂ) F a)L«fn g 09

L .bl_mjj.f\.\;-u!)gb)ugﬂ\:y)éww”\b ou\.‘»é‘)‘u\fdu\ﬁgb fo b Oyl il 30 5 anw
q\yu_n ‘.x_,\u;)l_{:u\)& L,.laL.;)\uj.Ln 6J}L94§‘5}LM‘}AJ‘OJ~W &)}‘C} slaosls H1eslan!
SLis 55 (S5 5 ,b 5 dms o 2l 530y dn S0 2550 6 2 b Ll Sy ke (5508 Sl eslizal 457 3L 5
(Daliretal, 2017) ol 5 535 5 Cdem Hlows O shlan (650 g0 40 gliws O 59 0l 6,

Sibme (2bolik

Go3B L pllas glogd an ly o s 3 b sl ol 5L )8 snS” (655 4 45T Sl (glamm 5o Jliss SL,15L
2Lolsb .(Seman & Segar, 2023)4iS” AW oS (s e S 4 &,?'cwg S 0T JLs ab 5 Lidey 35 595
Olon 48" SLs5L ol 5, Shes a2l e bl pl 3l eslinul b &S Conl o 55 LU 1 o 5 Sl s
el el g 3590 3 55 Slac e 5y Sl sl Loy snS 05,l 3515 5 oo el AaTHST 5 S50 g 3oty 5
S Sl Ll g by 5 S a8 gt byl s S ol e j3 cplpls e S50 5 T, Cy ke
5 S ite ol 55 39 a8l Jlisay Il s Lalpl Sl esliial 5 e 6la sy 6,5 5S4 b
.(Farhang & Piri, 2022) e 0UT (g5, 5 355 6,188 56

L5 el arw g Gl g mhe b LUl Co e kS e ' Olge b adss s (2023) Javaid et al
(Sile b (le ) glasane S ol Ol tasy mls sl " s oSSL s Jeaws UL
3 GBb S Fl il Sy e e 5wl 5 e (Dlaks Sk ST LIl e (Gl e (5)liags re
e Glasle bl (S3luesly 5 554 Slacs)sls Sl aslizul \yls 15 o shlae Candy 53 ,eh eSSL 53 5 Shes

" Olse b s 53 (2022) Nzareh Kord et al s luls Cosllas ol JYs 510U zie b L5 e 6l
oS Usls OLas bl zstls e Jasee Julge 5 ob,I5L slasly 5o oSy iU (6 i b LSyl e i
Jolss oS5 SN Jalse ¢ byl Jalse o ke Jalse Joli oS5 SN (6 e b LIS o ke ool A i
Jolss ccstidy Jol g Jols olsl5k slaslsy ol A Sler 5 ol &S o Jalse 5 SN Julgo ¢ (540555
33 S, 6 mie b byl o pde &7 sls Ol 2B el Gl belge 5 ol Jelse e Jaes
> (2022) Mehrabi et al ..l s 530 28 g ksl SYslae gilwde b o Joses ol g 9 oL HI5L sl ks,
G 5 S s Slads 5 (6 zie b LUyl o e 5 bl S ge (65le dinge Jbe s | Olgie b o
SB S 5 (ilkiy (S (b oS ol Ol el Wow  ap s, MK S
(53T 5 dSd il 5l gla S5y la| Gladiluy (gl e s U (gl B Cdw SUSG ¢ ible/ STyl
S e OISl lsline (6 2he b DLl Sy ke 5 Slejle o Jalse (K5l Jltms sMe (5 2
b Lo e bbb e golsp aidi " Ol g b idss 5 (2023) Patil & Rahman . Sy 2SI & ylow 5 oL 150
S 55T s ad Sl e (ealnalen o dzsls M ssle s g i L LUy e e
b b)) Sy e Gl 2 e ol Gl S5 5 oS o pme 1)l dias e O |y Lo g sn & pluS

GBSl ST ke b Ll g ote 8l tnme 5 Jos b 106 me Sl 1030 p s 313 g 00313 Olas] 3 prems ¢ I s Golioiten AR

NS Ol 52555 Y e (6 3loes



aolidkad
ELTULE TS TRtV JC LY T3 ‘/

https://www.jnamm.ir L;:wﬁ-n»i;»mu
WY BAOY Soloedos VP oY Slis ) oF o5le oF 093 clibgZu o

M,m;uj@u&s‘wm Foas g mhe b Lo e 5s bl SIS Y al Lo zie
lie sb 4y g phe (HIs Sy e Sl (60 b BLILCa pde ol 5 gl 4t F oAb o diS 5 pme 6,8
s o O 1) I g g gn S5 oIS 0 a8 5,5T s 4 1) 4l 5 ler slil (S LAlST S o 5 4 25
oS 9 paemChe- S o plar 1Y ad s it (gladie] 55 (5 rEe b LT o pie 5 Slusl gy i) 4
GSaF ad g g mie b b, e 53 Cad b Lad e Julge 5 Jbo ST Al 5 g i b LUy e o
L bl o pde Sliidons L;ﬁ,uurnw?wu,\ (S i b bl Sy pde 53 0dilS (9 jeme i35 g
g dlaus oLyl oS 5 @l ST " Olse b idss 43 (2022) Yusuf et al .des o K5 1) (5 2k
S das ga O baesls Jowt 5 458 gl 5 il (e b Bl ke sl G b 1 ol 3 Stes
b bl e (V) B, (6 200 b Loyl Copde 5 gyl gre 56 Jaws GbobL oS5 51l (1)
2t s BB ST S5 el el dlaws SLoL (M) syl b8l Lok s Slee 5 gl gne 5T (5 2k
L bl o e 5 (S0 Gbobl i " Olge b idss s (2022) Haudi et al .syls obylsL 5 Shes
"l pae 5 LSS 6,8 aen Olss s gbpakl S E S S lsby L (S SUl (6
53 oS 5 s Shes y sls e S (S5 Gbolil & Aas e OLE O S5 0sa3T b 5 Al
2 sme b Ss SI bl els oS a s Sl guls gme L5b S Sl (g mie b LIy e
(s S S lsley gyl gme B (SGs,S00 (g nie b bl o e eyl s 501 (gl
2l ome B S S (g e b b Co e o, &S5 s Shas p guls gme 56 (Ss 5SUI (g,ls0
S S ,1365 G b 51 (S S bbb el 53 ol (S S 65l b 1L S ol

ke b LUl o e 5 SGsSU obolb &8 Cliae O ol oIl oS8 s Shee  (gylsbae 3G
5 (2022) Guerola-Navarro et al .6 ls 3G 5 daly S5 2SI (golsby 5 Olejon 5 (53,2 &y s 40 S5 S
ooy badlas ol glaal g dustls " BTH Lok 0T 56 5 6 mte L byl Co pe " Olgie b i
Lo ooty Lo5L L OT g smeen G2 b 31 &l 3T, Lol Sl ar 5 2 (5 200 b by e camdly ot L
Copde 1" Olge b adss > (2022) Musonnafa et al .;,1.15@ ,;\3 s (s IS 5 S sladds
S ke 4 a3 0 OUS uls 5 s, Y (6)sT 5 5 By Cu e dauls b Lot s Ses 5 g 2ie L bl
b bl o pde 8 Sl odis b oS o 53 5405 58T 5 5 BBy e (sesiins S0 (g 2ie b bLs |
Gl ) it b sk 4 e b LU Sy e e b sls bk s Sles p edies ST (52
Jelse " Olge b adss 53 (2021) Khaled Saleh et al .s,ls g5 b6 50 65575 5 26,y o o Kmuiln
S 3 b andllas ol laal 5 dimstls " el o s g mie b BLiSl Cu pie p olenl o 3T oS s
AT sl Gl W5 e e s 555l 5 Sleile 5 Sa,m oolg slalis S 5l SGms
5 bk sl i s oSl 3y e 5o S e ¢SS s w anlllas pl ool osdle L AisL widls ol elaxs|

Ao LIy pde o5

1Y) ol elobb a5l ul 5 ASTE L g mia b byl e 4l anw i Jdo 10 18,k Dby conl e s ol e co3l5 Olasl 5 grene ¢ o o B3lodo

Qﬁ&fuu\f));u‘ﬂ}m



/h aolilad
‘/ ) U130 9 o P 4 (g B Sy

' https://www.jnamm.ir

e g aolidad

libgupso AVY B YOF oot NP+ ¥ Glins ) F 0 led O 093

SBIF (ol 99
o3litl &S G gy 3 ol gl 55 Sl aar g Ls 63,8 gk (Ods S Sl sl tasi
o e 4 Wnosls Sl amlst y 6o 3 By SIS 8 (6 mia b byl sl e pgols 5 gy sbaie 4 6l ok
S5 05 8 93 ol (g5lT anslr i o3lizul codd o3ls s (1990) Strauss And Corbin 4 8 ¢S5 lazuw
iy 53 OAS Ol GlaolKils le Can lasl 8 ol S8 5 5 pmmaiie Jols Jgl 0s 5 .l o
Dbl 53 (55 Y gamn U5 (SES 10 O ke 50,5 DLalid )8 Juld g3 03 S 5 Wlos gy (oBj)5 Cu pike
Yo b o3 s3SI E Y Sl sl e sl plnil (615 (6,8 0 sed has 4 3l 3l pl 45 OUS
3345 (S 5 68 w3 Al s 53 Sd il S (60 gLl do 4 Oy B Bl sl des 4L
onl el o s plowil OLBLIST Joua 5 o = plad b amlan G 1 55 b oslizal 3 48 5 aadaa i,

23954 55 6L s sdome Lol 31 pldiis s 4 > e
Laosls (5557 paz o288 planil Olejos S5 Soge 4 G ol 53 Waesls Lot 5 4 525 5 S8l e Al b
S Gpma b bl Sy e Lol L L e qalis 5ty L3I0 4 laesls 53 Gle &S 55 Iy aslal gl b
o G () 53 S Ll Jike 4 (s a5 0 (651 ST ik = o Cilies 0845 4L b 5
2l Bl s eslizal Bl 5 gy Gl @IS dul b aw o 3l aslas 1 ol glaosls o s 4 5o
WLl 5 sl oy gme oy e Laul 0 1 A5 le & bl G Ol g A5 5 6 4kb L aaid
g oodel Cows 4 Sla s ls adS 31 el Olulis, S 5 aslal o U 10 badely 5 (glaie Lol Salslde Laylyls
s & 25 A 5in F9 5 (Lol 4gie) b Vo sl bt lan (gl gimmn (S Jukows 1kt sy baad yie s

el 03 8§ &1L (V) Jgder 5 45" T

Ladl

plonil aasls 03 S (s aib 5 (518G claosls 83 Jubows b oS ool o 1 5 3L (5518487 5L 1808
4 pl Glaesls 5 3y Bu o p ESSE S e a bl caalsie 53 calie 55 G 4ib gl b
a=las o (5551 mazr Slaesls digd (5l p gl (sl S SI02L 5 haslan (e 355 (o) Sakms
& gy o O s Fl s pleld Losls 5 boals s o, JK8 4 b Lk SN US w4k
IS Ol (3355 S guamn G 5 SBES 5 Conds u 55 & (emalolol oo sl 5165 Ja L s o Y5
sl al ol ASTYRF 5 a5l aS FRA S 3 Gol s 5 SMan Jow I Culy ys dmstls

0355 o KT Laosls m 53 457 Glig, 5 S bl Laosls (5 gmn (1SS o jo 53 15 some (IS S
Ao ol 53 Bo5 Sl 4 il Ladil 5 5 baails o it DL (1 o) Ao ) s or (s
L3l 55 Sagmn shudshe 5 oS it a8 Bl S e J1E e b Bl s K K ) e 4 bedl gie
ok (ST glaosls & plownl 5 o OL13,5 5L (gundS” Sl Al el o ol ol a1 oLzl

Wl Lt (e gus 4 Laosls 51 6oL Ol ALl L g,:fJJ (Gl i

GBSl ST ke b Ll g ote 8l tnme 5 Jos b 106 me Sl 1030 p s 313 g 00313 Olas] 3 prems ¢ I s Golioiten V1Y

NS Ol 52555 Y e (6 3loes



aollad

0,150 9 o P 43 (gi B Sy

/r«

https://www.jnamm.ir
VY BAOF Ol AP ¥ Olis 5 oF ol F 0,93

ShpeghgkasSagselilad

<Ulibgzupse

s bl 8 e ST ey opl a8 e SBLETL sl o e Lol 5 51 shte t Jo Ll 3 (LI
S Flial  AST L s phe b bl Sy e anws p S8 30 o Ll s ot bl slaasliae Lo

odalin (V) Jgdor 53 o8 slilen didlgn o5 Jsd b Gallas OUS Ol (3555 OV o (S5bme 25150

S sy dib psghe 4 5 o dshe D o Ll b S g a8 05 8 e

e Bl b a0 0d Lol Sladigho 9 mtlio ) 9o

£ e A s S sk
Sh3p A g dre g (gl p QLS T 3seT _
- . ) _ W)\O)hh‘é‘jogjlf&)}s‘
oNT rs b sl OO 5]
Solree (2LHL el ga o .
) e 93 )5 i 8 Syl 5 Lty (b
L b,y dble anw g 5 Ldo slagss 65 34,5
. . S b bl Zy ke 551530 e 5
LaC_,fj.:a BE LSJ':":"‘
O i & GloyCuwdst iE e Ll e
O fie 4 as e BB Oleus 1 b
Sl in g (S50 Gladst mlo ASTE
21580 9,18 g S s Laof Anw o
- RIF 508 S 5 Slacl) (p p drn g
oS5 gl i daTys S .
v\ﬁ‘)b
S g5 ol 0L e 2 8 5 sl 09 S . .
_ Ob j2éw glaosls ponds 5 Jdooi ¢ 2505
Sole (6 e Ea b 4y 4 5
Sldwo) Tyl b dad yo 00l Sl (sdsdo 9 padlan .V Jou>
£ o4 A s &S ke
Sleds &1yl gLl &
GNP o5 5 ol P S (a5 85| o sl 6,58 4
Obo sl J=1s Lo =l
S S ls gl byl 5l 4 LSS
e Loyl 5

Sleds 4511 gladLls &

e b Bl S e ol
W15l 3l sl
bzl slaowln

Ob i Olad g7 9 bnazosl o _
O e aliba (slaoy 57 slaSl g ol

VAT il ool S 5l 5 A5 L (s e b Bl Sy ke 48t 5 Jole (ol 15 n i o1 e 305 s 030 Olag] 3 s ¢ I ot Gl

NS Okl (555 Y games



aoldad

h
/ S 3 000 33 18 5103 53,

S o0isa3Sayacibed https://www.jnamm.ir

t.‘.’.L.'JJ‘L.'g:‘”..J'.".M WY BAOY Sloeap NF Y Olts ) oF oled P oy

L byl o pde Al 2 L;a.gugyﬁ@u;}uj\ oPl slas saze Il i opl Coda iglaiey Ll i (O
Gaos ol 53 (glaie s dasl 8 31s s e oy (ol 4 OT 0955 bas el aS7 ol sl a5 yls Bl (6 e

.C,uﬂ‘o-«\.j: ﬁ‘)‘ﬂjd)u})bé\fﬁﬁw‘ st)‘}‘ JALJJ

J\JL’M")O“’ Lbb)lujuuu\.:‘fu.xwbjjydck&j&&b‘}wj‘ )rb‘u\bvh")») (C

.,L{@,_}'u)tf;duei,_o\,-&ggjxsgéﬁngbmﬁai,‘s\ﬁ\},\mdwtjs

Faloe Wyl b fad o oul bl svdlgio 9 maddliao .V Jou

poete A sk S 4 sae

Sledst 5 DY guames ¢ 53
0L 2ie 53 (g,laby Sl
Ob iy Culoy Ll
Obpie bs, 5 p g

S e e (6l p a5

Ob o 4 Sl arn

Ay S o
eS8 0l pde o8 s 5 S g5 Ob s anan 57 5 (S5l yl0b

il 2L oKl a5
oS s ol 5 sl 54,

L)l O e I S5

P J@JJ.&
ol (6 j2ie X 5 _
RN Sl

Ob zie O 55 5 Shee
Solee (2LHL 3 s
Cdn 85 5 el 9 ES 5 S Slals
Ml a3 b it L

DL df:a o@l:.- Wj
LS, bsle 5o s 2LLLL

S5 wS L
e 5 g S 2y 4L
S s ek sl 850
J;.z“u,wg,.uwbﬂyo&
ol O e (65K 5 Lai s 3 o

il bt Kol s

Wl 0L e b LSl s ks a5 (gl Je a5 pa (G pl ol Sl 4 Sl Lz ool ol (5
w\o.x,.u;)ngb L LUy e dul b andllan 55 90 ool ods oy

Sk Sl 2 ST6 L (6 b Bl e a8 sn 5 e b 55l Sl ko315 p e 313 e ko315 Oles) 3 mes ¢ I oo Gl 11¢

NS Ol 52555 Y e (6 3loes




aollad

0,150 9 o P 43 (gi B Sy

https://www.jnamm.ir

/r«

ShpeghgkasSagselilad

WY B VDY Colomis (VP Oliaee 3 oF o)l o 0555 <Llibgzu o
roloy b i o oo 2l sladlgio 9 mudlio £ Jou>
p e = s S 4k
OL e b Bl Ly e ot s s
e e AT B
Ob e b LLisl sl Jida 5 =Sl
Ol e Calien sloos S (lajls g ool Ol e Ak (slasls S
Sl Cads dul 3 LIS 2ol sk G 0L ie 4 Sl Cwus
Ob e b Lol oy ke (Ao (slanksy] 5 Ok e lajli 5 &l olulis
el Ob la by ol gy a5 5 o Lol 2 S b Ll sl
el oty

Sde iy 5 Dk oSS Glacs ) el ol B
O e i Ayl 3

Sl sa gesly fdo alel

Ol s b L3 2y e o slaesls kS

@25l )

4 25b 8 ~

Ol e Calisee (glaos S (b3l g ol

Sl pme 5 s sbezel Ul (slaely Cotls

Sledst A doy G b

L;B‘}A st:-‘ LS‘J" LACSJ,& J;_‘L 45(;.“" &Lﬁﬁj L&CJJQ 8‘) ).5 CJLR‘-L;‘} L&hbj.a‘) CJLA‘-\.;‘) L&hbf.a‘) (o

SHoloB § 13yl 3 b dad yo 0l  lulid S gdo 9 padlio & Jgui>

£ oede

= e

Ol e 4 sl slaslgiiy
P p ol Sleds 5 CdS 35 5 g
S5 e 35 5 ek 052 VL
S Sy Sl 4 SIS Kl
Ob e b By e 3 Sas o5
O ke o oo 8 o 5 Dot ¢ 55 31
O.:)UT Ll olT e s> Slaol
b Bl S 51l 5 e iy (65 5406 2 0 505
L Gose SIS 5 5l s )ls S
5 LS, bl o g o5l 5 53Sin b ¢ i) gaT
Ol pde
S den b BLIID 28 5 et

S WS 5 o818 LS5 b 0l ke 5 DU joznn 35 58T

\lo

By Sl 51l Ol
S

Sor s ool ol

sl s bajls, o e

0L i

LS‘J'I S yd L;Lbdﬂfr-:‘uﬁj
S5 S Gla sy sl

NS Okl (555 Y games

Sl 5 sl

Slme b3l Sl ASTE L (6 ke b LUl Sy e 48l a5 e (b 56l b 030 o 313 e o3l Olg] 3 s ¢ Jor a Bl



aoldad

h
/ S 3 000 33 18 5103 53,

S o0isa3Sayacibed https://www.jnamm.ir

t.‘.’.L.'JJ‘L.'g:‘”..J'.".M WY BAOY Sloeap NF Y Olts ) oF oled P oy

Cadst o
Al bl Cy pde (gt (>l b 5 ann s
S Sl b 03,581 Sy gl (g3lasl 5 (g los Colal s
Ob i 2 b
Ry e atZ SEL I E Y
S S Bl slaylzl 6,855 4

OLS S 55 (g lbe (6 e $Kip b dnmn 55 s S el Gty

La 51! ) oldal pons

T ol s 5 alam 5l cnlite 5 o 98 Sladst dnw s S den b b3,y ke

O e b bLisHCy ke Glagti (1 b 5 aru g

Sl g 4 a5
Ob téw 4 O glae slaslgiiny

Q&Gu))@}xrﬁ}).bf}ﬁ}ﬁb _
0SS
Ob e s (gt
d.laLA)JQLa L;Ma);jgjiwdboj;ﬂw

15 ) a5 Coed ¢S L5 o Lacal
Pl s )
Sslize GLOISL ol 0L ie ¢SSE 5 olulis

S a5 s
Gl e g Gt sl rlen 1
Llsle 53 ¢ se glaasl 5 5 Slds 2150 e &5 T 5 b3,

S b LUl (g5les slaailels sl
Gblis 53 Ol e Gk 03 8 5 ke (slaey S S5
Slab e o b ok, s aly 5 0L e 55l Jdos
)lCJb-ij‘SwL..ACL.w):gL. Calies Cad slwl
2558

Ol ris candt (S dws

Jols el cpl il 0L zie b LU I SLelddl g Las ol L;J_f)lf a5l AU gladely Sl (2o pl Ooua
Oljle gl oS Sl SN QS.AJ& Gadely (g e b Lol Cu pde (sladaly (65 sginl 3 5gie sladaly

D g oo Sl analr 9 (6 2i

Boutoly b dad 5o o0 S ulid (Sloigho § pablin 1 Jgucr

o seis 55 e S e

0 e 4 g3l 3 e
ol Sl s e ,
J{FQ?&JJ\:S\)‘\M":}.’\’L&‘ Lhu\.nl:i

w@johaqah>0&:l;&\}|

Ob i b Lasly ) s pllas a5

Sk Sl 2 ST6 L (6 b Bl e a8 sn 5 e b 55l Sl ko315 p e 313 e ko315 Oles) 3 mes ¢ I oo Gl AR

NS Ol 52555 Y e (6 3loes




aolidad /h
ELTULE TS TRtV JC LY T3 /

https://www.jnamm.ir puidaySasseilad
VY G VDY Solois VP oY i3 F oyledi F 0595 SLlibgzupdo

CS i 53 68T il
B e
s o) Jiom s 55T s gl 28T 5 ) 31
.uT): ol
So3 e SR
ol e R
DU 5 0L e (Sia b 5 SV Comdy 35 S 3 65T pm 038 Sl
S 2510k e (S5 gl 5 i oS R
Ol i L oS L0 sla i als 5 layls) 55
$973 5w 5 T s ol
Sl sl a als AT
Ol e iS5k 5 5 )
S g 185 Al
PRI
TN ey

- Olizy3 g2 55573 g
S e AET il

iy )

Gl mul 5 ASE L 6 ie L LI Co pde drw 5 (gl ol 53 a5 Lleds r.:le.'. 6‘45)?4{ las ualy cJe opl s
o) 03 esh esls (lavas 5 ldslde (e Lald 4 Cond aps 2STy B50s Y s 3l L1k

pd a o guee Wl 51y 5 el T oo ks bas il s 31 s &S adily oy g0
3 S o Sty ol (selsin o3 58 4 15 S UST LS sl s sl (IS U 1 s (1808
5 ahal @ 5l &S gladshe 5 Liso o slzel ) OLLI eols Ll adlgie plo a4 A plls S 41y 0T

MJ@W}‘)-\;J‘JM&W}J‘

VIV ol Gllib Sla 5l il 5 dSTB L 6 mia b LTSy e 4Bl a5 Jude (1,b 20550 Ol 003l p e 315 s conl5 Olayl 3 grs ¢ I s Bl

NS Okl (555 Y games




usehskaySayolilad

aoldad

U130 9 o P 4 (g B Sy

<Llibgzu o

https://www.jnamm.ir

AWVY GOV Sz NP Y g\:....») < 9)‘.@.5: g 09

Slan Loyl 5

sl ) op s Sl 68,5 «

SIS 5 ol B S Gla

Fmmm—————
1
! bl 3l (s 5lar LSS
1
! O e ke slaoy S (slajls jgr slis
! *
| v
: Sy Au\iu\.!; C)LA‘Jj‘_’LAJJJsb
1
v b oeln by bl 3 S sl ol
osbial (sl QLSS 55507 L gl Cess 255 Tl S5 4l
e Ol ol s by et
oL i by Sl 0L
slaslp 5 kil o~k S s = Oh e
e 3OS s F oIS Glr Cwys Ga,S e

LBl Sopde ol
(S
4 abe B Sl b

0L i

sl 5 ede aluls
0Lt
i e by LU sl

D 5SSl asb
a1 V.&a 9 olual e
R Sl el Slaly

e b bl p e

lakaly

kP e ) dr 5 g sl
JE NN PR
o s

S usTagm 038 ST

(S s

Sy Ls))T:).» ..\.aT): sl

il DUt & Soslise slaslgiiny
Sy Sbely (pwsp drey S TR o s
ATys Sl s ,l8 s S 2l O o OS6E .
. . S e st || B e e S
By e By, A I T
O gt glaesls Ol el slaes 5 S A
e glal,  csls T Sk, oo, !
g me Sy slazel o |
1
CiS e ; Ob g o |
- o Gk Ol fos et (S e !
Slads :
A 1
1 1
i v ! :
: F sl bl 2 :
1 P2 e
1
' Ob s 53 Syl
1
b Ob e dnn 55 5 (55l ylol s
o Llolb s s
I 5 S 3L 52 S5 ol a g
s S 5
3o 313k S F1 sl 9 AT b (S o b BLI 3T g ko drigi oaalST3l Joko L) S
VTA

Sl sl pal 5 aSTL 6 mie b Loyl Sy e 4l dnw s o b Zé)k&;»g_fl{)La:b'()’u:l;#cab\j&h{léwcg»ﬂd:b.\f»

NS Ol 52555 Y e (6 3loes




aolidkad
ELTULE TS TRtV JC LY T3 ‘/

https://www.jnamm.ir L;:wﬁ-n»i;»mu
WY BAOY Soloedos VP oY Slis ) oF o5le oF 093 clibgZu o

(\)ﬁ&)bf}}bmwé\fa&w‘jbfvu M\ﬁ)odﬁT@b@éhdﬂ»M}W_““ Ql::.)‘ddb}:b

S5 om 9 Lom

Y guaes (63lme SbHI5L a5l 5 ASTU L (6 mie b LU LIy pde arn g5 Je 1 b (G ol 51 Codla
(Sl Jamn (LBl Jols aslabl dbe 53 ol s ka4 als O gl Sl NS Dbl G355
DL pile s (5l agr gz BLII o s 5 Dl CuiiS (555 sl 5 o e 03,Sdas (Sl 5
Baknhtiari & 5hwbjwb.ﬁcc:b )il e el b dliau s SLo1L a5zl ann 5 G (6 2w b
Ashikole & Baker 4 Bani Asadi & colleagues (2019) Basri & colleagues (2019) (Bakhtiari (2019)
sl 03 (2019)

)atgﬁblf.bLJJ!c:ijm«vﬁju‘@ng- 40,8 )3 (G bn Dydld G w4 g L Gy el glis s
S s e b bL e £ 5o 50 Sl 4t g b3 gd o ple| 2l 6,503 0le) o Sl aeS 2
S ST 5 0By L 53 ol 5 plss 6l (S8 5 Olejle pa Sl B555 Cato )3 a;»'\:w'¢x-°-°
L bl Copde 5 (gulde (g 2éme Cow il o iy b 55587 53 a0 0T Goge sl >l 5 (sl osly 4 5L
wb g Sl &S5t mal Sl cpl 51 eslizal (g5, » Caltes OS5 55 5 odd J:.<S)j7 TN 4 e
S 4 Sogome gz 51 S o 531 (555 SN o 0 W 5 G885 Cal B 5 D s ol
S ol or 93 el 4 a5 L il sad ol 1) 5 5 Saldled plas 57 je 53 (5 e 0013 513 5 (5 soe (6 i
T b gn )3 (6 tte b LI o512 ST o (6 ey 57 (6 e b B3I Sy ke psge 4 5 bS5
S5 0k e g ogd Glp e RIS Ly e o st 3 (6 s L byl Co e AS o0 3L S 2
Gy s ode pumer 5365 Ob 2ie gl b ol G5 S 5 el WSl 0L 2ie 4z Sleds
OJ.JL>:.§.>}>-w))jdb)‘)béh&j‘fw‘)é‘)u‘)K}JQ‘jJﬁ)OJ}éj}MLJJGLéQ‘J L bl
Lobl ‘Jﬂ.ﬂ}-}é.}ﬂ‘)c]éoﬂdjgbwy)}JG‘.AMSW‘LQ‘OJ‘}L; L bl oo pde &S o Llisls
oshte & &7 Cls olaps 5 bl s sazes I S ) OT U150 47 (Gosk 235 00 03 LI 4 OL 2k
Al o S8 Olajlo 5 O i o a3l 5 Ske SV s Lol (5l g 5 (SIS a5 ol

2P s Jala 53 0L e b 55 Gcdlad 51 6ok 53 (3505 DY e U5 GBS 0 S 1T )
25,2 S0 Olojlo ol gn (sl cilad (6 ot 5 obeddn Olobi 1) Gy pl 515 o il & catn 03,57
Ob e Sl o 1SS 5 (50105 g 4 3¥ 4575 ST 0L Ol5 o0 ss B 4 4 g L e iy o0 5 0
(e 5 st SIS 5 sl S50 L AL 1 Slads 5 S ol 8 Asl e Y Sleds 5 S (B
Sladst &1yl Ol e 4 4 g5 5 Julos L;\}ij)cw)”uyfwéﬁlbw\.&:—;’)}bdf)lfcalfTuijlf

w035 63,55 (iash Q,l\c,;.og;&; s dhax 3l s p YL (g mie A 0y LS 6)3)8}#4{

119 ol plobb a5l aul 5 ASTE L g mie b byl oy e 4l anw 5 Jdo 10 18,k Dby conl e s ol e co3l5 Olasl 5 grene ¢ o o B3lodo

Qﬁ&fuu\f));u‘ﬂ}m



/h aolilad
/ U130 9 o P 4 (g B Sy

;>wd-‘>§«3;m https://www.jnamm.ir
byl pdo

AWVY GOV Sz NP Y thﬂ) F a)L«fn g 09

sl 6y e oLolL s mul  ASTE L (6 riee Lbu)\uj.ucudmduﬂf‘.\.ﬂb@w}j
W5 Cato by Cuje s 643l cstianlo, Ll s SLLe ¢SS Wiy e OT Sl eslizal 457 545 0 41,1 L
O Klg o aS das o s g G lS 5 Ol g 4 sege il anlllae Cpl ety AL atils 5559 OV seeme
4 0k 331 (g jrn b LI e (slag b 4y 1y (o351 oy oS SSGST 0T 4 &0 51 2l (slas S poosss
b LUy e gmen 2o o8 s 5b o et 53 15 L oS3 5 S o 6l Sleds (gladlejlu dhew s
S e slal 487 51y QLS gty opl (aabl i oo S5l gy 3590 BES 5 B,y Cuje g sololiy
U4 015 sy cpl Calae S5 4 als (5ol 5 shnen Loy wolol 53 1y A o Fege o b LS|
b aSW 355 03 OUT (g lals 4 oeie dduen OL i LngLp)w;;a)u\L;Jbb)j&wLp)Wj&
Qb ie g lbby a4 omie &S 5 S dalg Iy ZalS OUT UL&AQ‘EL)J;VJ\‘)QL’ S sl
5 Hanls) ey Ju Mgl el b (8555 DY g G 5 S 0 Dledst i3 opl ol 550 o0
SeS o Sladst idu (6ol Jae 16 ST 1o b gn L 1y (6,2 b LSl g ke Sl 36 (6 5lbe (6 20
Gsls (Bl o ) I 1 glaoile camy slasmaly 6,858 4 gl STbl B Y pame )y
Ly i b b5l g e Cudh o (Slodst CudS 5 olamar] (laaSl (g le (6 2 (g i b b3, &y ke
Colo,y Ll 5 8 55 NS Ooldal & Oy ol 53 LOT (s 5o Lils oo o 4 OS5 O pde LS o Ulg
L Ll s pie glacnlin 5 asb s Ll (8555 Y same (sl 5 GAES & aom 55 il oo (5555 O i
ns )35 gl ]y (5 e
Z.\;Cj}z&bﬂj&:jﬂfghb%Q‘j@cﬂj}:suﬁkﬁwjub‘)b
AR S 4 hds 5 S o oolial iy g (51 Wl 1 (s jre b BTy e s ol T 55 Sl 4 i —
oslizul g 355 SULy Hlaws opl S ASlgm o 55 Al Liy SES 8 kuly cpl 53 5 358 0 5S s
Ol g & (6 jnbs L.labjlujmwd)uwM)):)yfﬁséhufﬁ‘xf»;@:w.,\..5
LS el Gl o575
4 IS 56 a5k o @l b e e e b BLILI Sy e i 55 500 BES )2 4 Dbl )5l 5955 b —
(S b Bl Sy e sl o5 68 4 L s S S8 o e Ul 5 diabige SlaS S S
3,8 Sy S b oy by S Ol 53 0L the L Sl dias zalS |y Sledbl 55l slaay s
ol (65500 @B Laen )3 S5 2y Doy B B1OT ol a5
&S s Ol i WKUL&)&E\L;))\V})LS Lbu)\u,.uwé;)&w.uf@udﬂ -
(o b s 5 a5l a3 S0 (slasle 5 s paly ell Ly 1) OL 2 sy 4l Ol cosl L

s IS5 3wy SR 5 g B e e 5T g 18 0L e b pde 5 RalS

GBSl ST ke b Ll g ote 8l tnme 5 Jos b 106 me Sl 1030 p s 313 g 00313 Olas] 3 prems ¢ I s Golioiten YV

NS Ol 52555 Y e (6 3loes



aollad /h
0,150 9 o P 43 (gi B Sy ‘/ )

https://www.jnamm.ir Gwﬂm:»m
WY BAOY Soloedos VP oY Slis ) oF o5le oF 093 clibgZu o

References

Ajina, Ahmed S. (2019). The perceived value of social media marketing: An empirical study of online
word-of mouth in Saudi Arabian context, Entrepreneurship and Sustainability Issues 6(3), 1512-
1527 .https://doi.org/10.9770/jesi.2019.6.3(32)

Aslam, U., llyas, M., Imran, M. K. & Rahman, U. (2016). Intelligence and its impact on managerial
effectiveness and career success (evidence from insurance sector of Pakistan), Journal of
Management Development, 35(4), 51-62. https://doi.org/10.1108/JMD-10-2015-0153

Azadi, Rasoul, Yousefi, Bahram, Eid, Hossein.The Role of Media Advertising in Promoting Brand
Equity in the Sports Apparel Industry. Communication Management in Sports Media, Second
Year, 2015. 6, 66-75. https:// DOI: 10.13189/ujibm.2015.030301

Bakhtiari, H. & Bakhtiari, M. H. (2019). customer relationship management strategy on the
development of sustainable competitive advantage. Elite Journal of Science and Engineering, 6(6),
47-56. (in Persian). https://sid.ir/paper/517217/fa

Bin-Nashwan, S. A., & Hassan, H. (2017). Impact of customer relationship management (CRM) on
customer satisfaction and loyalty: A systematic review. Journal of Advanced Research in Business
and Management Studies, 6, 86-107. doi.org/10.17485/ijst/2018/v11i13/98521

Cocco, A. (2017). How internet of things is impacting digital marketing: Samsung case: Family hub
refrigerator .

Dachyar, M., & Manik, H. (2018). Design Success Factor Customer Relationship Management (CRM)
for Rental and Sales Heavy Equipment Company .Indian Journal of Science and Technology,
11(13), 1-4. doi.org/10.17485/ijst/2018/v11i13/98521

Dalir, M., Zarch, M. E., Aghajanzadeh, R& Eshghi, S. (2017). The Role of e-CRM in the quality of
customer-bank  relationship. Human Resource Management ,4(2), 12-22. https://
https://doaj.org/apply/transparency/ (accessed 2017-01-06).

Desai, M. V. (2019). Digital marketing: A review, International Journal of Trend in Scientific
Research and Development, 196-200. https://doi.org/10.23100/ijtsrd.2019.2456.6470.

Djakasaputra, A., Wijaya, O. Y. A, Utama, A. S., Yohana, C., Romadhoni, B., & Fahlevi, M. (2021).
Empirical study of Indonesian SMEs sales performance in digital era: The role of quality service
and digital marketing. International Journal of Data and Network Science, 5(3), 303-310.
http://doi.org/10.5267/j.ijdns.2021.6.003

Fani, M., Jalali, S. M., & Vahabzadeh, S. (2019). The effect of using web-based analytics on
performance measurement and optimization of digital marketing (case study: digital-oriented
companies in Tehran), Business Management, 11(42), 216-234. (in Persian).

Farhang, S., & Piri, M. (2023). Effects of Digital Orientation on Marketing Performance with the
Mediating Role of Digital Marketing Capabilities in Small and Medium Businesses, New
Marketing Reserch Journal, 13(4), 115-136. https://doi.org/10.22108/nmrj.2024.138386.2933.

Farshadghar, N., Pashtotnizadeh, H. & Rezaei, E. (2017). Prioritization of factors affecting marketing
in digital businesses. National Conference of Management and Humanities Researches in Iran. (in
Persian). https://sid.ir/paper/897704/fa

Felix, R., Rauschnabel, P. A., & Hinsch, C. (2017). Elements of strategic social media marketing: A
holistic framework, Journal of Business Research, 70, 118-126.
https://doi.org/10.1016/j.jbusres.2016.05.001

Ghaffari Ashtiani, P., & Davoodi, M. (2016). Analyzing and analyzing the market basket and the
arrangement of chain stores products. Journal of Business Administration Researches, 8 (16), 161-
184 .https://sid.ir/paper/197140/fa

Gholami, Ali Nagi. Zare, Alireza. Qalavand, Akbar. Shirali, Rezvan. Investigating the factors affecting
the formation of small and medium enterprises in the country's sports industry. Applied Research in
Sports Management. 2018. Vol 6(2) 57-66. https://doi.org/20.1001/arsmb.1397.6.2.5.9.

Haji Karimi, A., & Mansourian, T. (2012). Investigating and explaining the role of customer
knowledge management in improving organizational performance. Journal of Business
Administration Researches, 4 (8), 75-92. https://sid.ir/paper/197111/fa

YA 55@dg,ljy5u6;1;¢|ﬁ¢;ul{é;@pbu,lqﬁ#agw,ﬂjm@w :5);5“;';14_)“:!)'(ajm:lzﬂ.“uljou{l:}wﬂ;\y\?ﬂ‘j:udﬁ“

S Oleal 3555 Y prames



/h aolilad
‘/ ) U130 9 o P 4 (g B Sy

ljjyﬁwiym_\o https://www.jnamm.ir
gy

VY BAOY Oolis VFr ¥ Oliae oF oLt O 093

Harrigan, P., Soutar, G., Choudhury, M. M., & Lowe, M. (2015). Modelling CRM in a social media
age. Australasian Marketing Journal (AMJ), 23(12), 27-37
https://doi.org/10.1016/j.ausm;.2014.11.001

Jiaping, Y. (2023). Enterprise human resource management model by artificial intelligence digital
technology. Computational Intelligence and Neuroscience, 2023,
https://doi.org/10.1155/2022/6186811

Kannan, P. K. (2017). Digital marketing: A framework, review and research agenda, International
Journal of Research in Marketing, 34(1), 22-45 .https://doi.org/10.1016/j.ijresmar.2016.11.006

Karina, A. P., & Astuti, R. D. (2022). The role of digital orientation digital capability and digital
innovation on the relationship of environmental dynamism towards FMCG SME’s performance.
Proceeding of The International Conference on Family Business and Entrepreneurship, 3(1).
http://dx.doi.org/10.33021/icfbe.v3i1.3792

Menti, H. (2020). Examining the effects of the Corona virus, Covid-19, on the global economy. Social
Impact Assessment, Journal of Social Impact Assessment, 2: 163-181. (in Persian).
https://sid.ir/paper/524158/fa

Miiller, R., & Turner, R. (2010). Leadership competency profiles of successful project managers,
International Journal of Project Management, 28(5), 437-448.
https://doi.org/10.1016/j.ijproman.2009.09.003

Muthuraman,Dr.Subrahmanian.(2020).”Digital Business Model for Sustainability”, Gedrag &
Organizatie Review ,33(2),1095-1102.

Purchase, Sh. & Volery, T. (2020), Marketing innovation: A systematic review, Journal of Marketing
Management, 36(5), 1-31. https://doi.org/10.1080/0267257X.2020.1774631

Seman, N. A. A., & Segar, V. (2023). The Impact of digital marketing channels on consumer buying
decision. Journal of International Business, Economics and Entrepreneurship, 8(1), 42-42.
https://doi.org/10.24191/jibe.v8i1.23145

Shaleh,Khairul and Haizam Saudi,Mohd.(2020).”Coronavirus Disease 19:Business Shift and Switch in
the Age of Digital Data”,Solid State Technology,63(3),3574-3582.

Shirvani, T., Ismaili, M., Ehsani, M. & Kozechian, H. (2016). Designing and compiling the model of
intelligence competencies of sports marketing managers of Iran Premier Football League, Sports
Management Studies, 45, 133-154. (in Persian). https://doi.org/10.22089/smrj.2018.3440.1674

Taqgi Sanuk, N. & Asghari Ajiri, B. (2019). Designing an electronic marketing model for the
development of ecotourism. Journal of Tourism Research and Sustainable Development, 2(5), 52-
75. (in Persian). https://sid.ir/paper/524417/fa

Trainor, K. J., Andzulis, J. M., Rapp, A., & Agnihotri, R. (2013). Social media technology usage and
customer relationship performance: A capabilities-based examination of social CRM. Journal of
Business Research, 67(6), 1201-1208. https://doi.org/10.1016/j.jbusres.2013.05.002

Triznova, M., Matova, H., Dvoracek, J & Sadek, S. (2015). Customer relationship management based
on employees and corporate culture. Procedia economics and finance, 26, 953-959.
https://doi.org/10.1016/S2212-5671(15)00914-4

Usoli, B. (2019). investigating the effect of customer relationship management on banks' marketing.
Accounting and Management Perspective  Quarterly. 2(10), 1-12. (in  Persian).
https://www.researchgate.net/publication/316350086

Zadtootaghaj, P., Mohammadian, A., Mahbanooei, B., & Ghasemi, R. (2019), Internet of things: A
survey for the individuals' e-health applications, Journal of Information Technology Management,
11(1), 102-129 .doi: 10.22059/jitm.2019.288695.2398

GBSl ST ke b Ll g ote 8l tnme 5 Jos b 106 me Sl 1030 p s 313 g 00313 Olas] 3 prems ¢ I s Golioiten YVY

NS Ol 52555 Y e (6 3loes



