*JS\QAAJS\JA\M

5 el Al s el g

Lalai@y) g 4o Hlay! ?JM‘ i
G pndil) ; anid

O sz (e IS A o Jail sy

Gl | Bt (ol 0319 Zoig sl
(G2l gl 3,2 o Gkl )

/ @kl ala e

Ol aull ol Sy aal o
A N ‘ c a A:Ixu gY] Y

S

- {

/ 3y Gl )

AYAYY _ a)esy



gy Ml 4 cgricd lab) gfy)
Gl alle S Gsiiay Osladall
axdazll ) (3aa

()+0) &) BRI 5 pm



ela &Y

tjwauﬂs;ﬂabum \@hw\ﬁiaﬁm@\@ﬁy‘gj
) (A8 G g e slad) g planl)

e L) Loileal
L ChaiS e (B paia U gl Lgalh plad o b L. ()
e el Ll
¢ Lhingag Sbadl &g, )
PR PR PRET VY
lgale a g2 Ly 0 cslial Jgie |, )
A Jal) Uil ja a8, LN

DU A Ailada g 2353 Glas gl g il g = 5 0 ) S il )

41na g
X 1_\3).4)) \.13\3&.»..41

cec 1l &ﬁa\jld\ Laga 3yl (S

S jall g S



Sl Al la  adl oL Al g Jocadl) Al g Aaadl 4l paalladl oy 4l aaall
all (Ao g aail) 4l sl e g aane L o 8l Al 5 ans )
ol s () Gl agad ey (palall ) dasia

(O S V) S Y (a) o alus 4dde 4 s ) 4l g8l Yl

SN deandy Uide dladly L didgs Ao oLy saalls oaag 4l ) Al

223 Yy (pani Y
aaad pall el daad Cpealdl /Al 33U Wilitd) LS 6 S s pail LS
znaaill g Gila glaally alag) g Al ) g aus 68 (e Zla 98 Le S5 LWle Jaw ol (A
dacall al g3 A3 ) Jlal) . oad) 1aa Jladl 8 Gaxe i LS Cy sl

(Al g
L gl daaly Bpd ) KAl paadilly al) cilalS el asdl La
alall Jaf Ssua ot Cudl) ¢ cliSY) BHLY) AuSsS AL Ladly «gad) AU

ceee 13 &bb“‘ L\A@A SJAS L"QA.@.'\ 3 L,\AA PSQS! . GM\J

O giald

o daal) yadls
e Gukilly clagall 33l ) (e o )5 g s il () sing Coadl ola
Sl Jadll 8 A a5l Jl g ael il 5 4 iuaal g 4 dlal

b)



51l aatai 8 A Wl feal ) 5 Lgi ) o sgie ozl (e Liia
e i e S M il sl | a5 el agaall Jay Ty eyl
8 iy e dfing e e Lihd SIS il A gilagal) Al
L i Ll g ol i) apanty Ll g 6 pdac & -8 (s d )l (b sl
S a1y aiig o @l )l Sl 5 el sl 5 il il (anyy

ple Gl

Abstract

The research came under the title of Promotion and its
impact on increasing sales, applying to Al-Sawiti Al-Rashidi
Company. In the first chapter, we talked about the concept of
promotion, its objectives, importance, types, and modern

means of promotion. In the second chapter, we talked about
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sales, the concept of its management, and the basic principles

in organizing sales management and sales planning, and finally,

the third chapter came Including the field study, which was an

application on a research sample of the employees of Al-Swaiti

Al-Rashidi Company, Atbara branch, and we compiled and

discussed the results and came out with some results and

recommendations, and we ask God Almighty to benefit from

this research every student of knowledge.
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