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Definition
Material management is concerned
with planning, organizing and
controlling the flow of materials from
their initial purchase through internal
operations to the service point through
distribution.
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chart Show The material management

Planning
Initial purchase Z> Organizing ‘Operations Distribution

Controlling
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AIM OF MATERIAL MANAGEMENT

To get
1. The Right quality Ao 6>9=xJI

2. Right quantity of supplies o Ao OlwS
o el

3. At the Right time gu=xaJl &9gJl 5\

4. At the Right place puxall UlSJ] Jic

5. For the Right cost axa=xo aals

dr-hashim ALdedah Y\ (uldl wglS T 6



PURPOSE OF MATERIAL MANAGEMENT
*To gain economy in purchasing

*To satisfy the demand during period of replenishm
*To carry reserve stock to avoid stock out
*To stabilize fluctuations in consumption

*To provide reasonable level of client services

s 59 sladVl sle Jgaxl)

sl 8,08 JM> Cllall adid

*Vgsxall sl izl (sblusl Lo gail
MoVl (50 oldadl (09 )|aiwVl  Saixd
Mol aolioall Gloazdl o Jgiso Sgivo udgi
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PlrilmaQ,biective of material management

‘Right price gu=wall ol
*High turnover ul,9MI Secondary

'i\’L"-” L ‘Forecasting g9¢iJl
ow procurementalals ‘Inter-departmental harmo

wldb ALY a1 ol
s(,:tora_ge _COStf *Product improvement
ontinuity o Standardization

SUPD'YWI_QJIMIH ‘Make or buy decision ,l
Consistency in quality <lJ el 2L VI
059>l ‘New materials & product

*Good supplier

relations go ddu> wWloMe
ol

Development of personnel
Good information system

*Favorable reciprocal
relationships

dr-hashim ALdedah Y\ (uldl wglS T 8



What i1s Four basic needs of Material
management?
. To have materials on hand when needed

. To pay the lowest possible prices, consistent with
guality and value requirement for purchases
materials

. To minimize the inventory investment

. To operate efficiently

a>=dl e 2l s slgoll el
i slgal) douilly 8592l Gldbio go (39 oy @Sl Hlew VI J81 g9
Vg Zall HleiiwVl L
dslasy

dr-hashim ALdedah Y\ (uldl wglS T 9



s Basic principles of material management
1. Effective management Communication

« QOrganizing

« Staffing

« Directing

« Controlling

* Reporting

 Budgeting

« EXxercises:
« Answer the following questions:

01 What s mean the following word?
02 Show figure of the material process.
03 Define the material management
Q4 translate the

dr-hashim ALdedah Y\ (uldl wglS T 10




Elements of material management
1. Demand estimation wlaJl a8

2. ldentify the needed items a9 2l o)l Jaxs
3. Review with resource constraints >)g0Jl 5949 ag>1,0
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Functional of material management

1. Purchasing

2. Central service supply
3. Central stores

4. The print shops

5. The pharmacy

6. Dietary& services

dr-hashim ALdedah
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Economic order of guantity

EOQ = Average Monthly Consumption X Lead Time
months] + Buffer Stock — Stock on hand

I —
ECONOMIC ORDER OF

QUANTITY(EOQ)

-

COST COST
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CONCLUSION

Material management is an important management tool which w

very useful in getting the right quality & right quantity of suppli
right time, having good inventory control & adopting sound met
of condemnation & disposal will improve the efficiency o
organization & also make the working atmosphere healthy any
of organization, whether it is Private, Government |,
organization, Big organization and Household.

Even a common man must know the basics of material manage
so that he can get the best of the available resources and mak
habit to adopt the principles of material management in all our
activities

dr-hashim ALdedah Y\ (uldl wglS T 14
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What s mean the foll
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glossary

;
- Communication Jua!
* Sharing4s_jLis information <l slzs /l: ‘ \
- Individuals 2 _2Y) message 4l -, &
« Commond! yiie Encoding s
» understandinga¢} Decoding s sile
+ Efficiencysslss feed back dwsSall 4,523
«  Skills 3 )l Medium il
+ TransmissiondJs: noise slia s
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Communication and Management

« Communication

The sharing of information between two or
more individuals or groups to reach a common

understanding.

ad ) Jeasill Jal e cilelaall 5 a5 e JST gl 0l cila shaal) (38 i) Jals
‘ﬂ - W
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Communication and Management

* Importance of Good Communication

— Increased efficiency in new technologies
and skills

— s Al jlea g bt Belasl) Baly )

— Improved quality of products and services

—  Gleaddl g ladial) 83 g

— Increased responsiveness to customers

e Dleall LY 33l

— More innovation through communication
— daal sl JAA e JEEY) e 2y 3l
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The Communication Process

* Phases of the Communication
Process:

— Transmission phase in which information is
shared by two or more people.

— Feedback phase in which a common
understanding Is assured

Y dalad V)
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The Communication Process

Transmission phase

o E5a-E
Receiver

(now sender)

Sender Hmse

Feedback phase

AP 2 A [
* Fiqure 2.1
9 16-6



What part of the communication process
has the sender translating the message
Into symbols..., or languagex?

Messageill.

Encoding_n.eis
Decoding
Feedback

COwx»

Y dalad V)
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The Communication Process

- Senders..s — person wishing to share
Information with some other person

* Messageu..,n — what information to
communicate

* Encoding.s — sender translates the
message into symbols or language

* Noliseswsa — refers to anything that
hampersdé =3 any stage of the
communication process

Y ol )
16-8



The Communication Process

* Recelvera.s — person or group for which
the message is intendeds sl

» Medium . s— pathway s through
which an encoded message Is
transmitted to a receliver

* Decoding.sxse - critical point where the
receiver interprets and tries-y,~. to make
concept ~ of the message

Y ol )
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The Communication Process

- Feedback phase Is initiated by the
receiver

* Recelver decides what message to send
to the original sender

* Feedback eliminates misunderstandings,
~¢8ll ¢ swensures that messages are
correctly interpreted

Y dalad V)
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Communication Media

*  Face-to-Face
—Video conferencesiitia iy, & 5 s

*Spoken Communication
Electronically Transmitted
Telephone

‘Personally Addressed Written
Communication.

*Internet
‘World Wide Web dxalal) A8 (WWW)
‘Impersonal Written Communication

*E-mail allows telecommuting
employees

Y dalad V)
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Communication Media

 Face-to-Face

— Video conferences
+ Spoken Communication Electronically Transmitted

Telephone
« Personally Addressed Written Communication.
* Internet

* World Wide Web (WWW)
* Impersonal Written Communication
- E-mail allows telecommuting employees

Y dalad V)
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What Is the communication phase?

What is the communication type?

Show The Communication Process?

Y dalad V)
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Vertical Communication :

1- Downwards Communication : Highly Directive, from Senior to
subordinates, to  assign duties, give instructions, to inform to offer
feed back, sUse) 5 ccubal gl ey 55 pall HLSI (o cdun 5l (g dalle Ao rad 0N cayLasy!

2- Upwards Communications : It is non directive in nature from
down below, to give feedback, to inform about progress/problems,
seeking approvals.

a3l e &3 (sl N el oY) JauY) (e Lgtinda 8 dga se e thacliall VLAY
L) gall _aidi g (JSLEA /

Horizontal Communication:

Among colleagues, peers at same level for information level for
information sharing for coordination, to save time.

O e slaall Jalil e slaall (5 giusal (5 sia (i 8 O AY) 5 D30 G e VLAY
gl b gl ¢ Gauaiil) Jal
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HIERARCHY LEVEL

o - —— —
- xecutive Director gy 5 U
+ ™
dl Manager
H H £ 9w W
” Vice President i il
(27 ‘ a
P r ¢ L
~ Manager e o | v _
Supenisor 1 —Pp Supenvisor 2 ) Supenisor 3
- 4 * - —
Supenisor—s yis Cc 3 T
P + °
< m
> foremandle s e _
pu—— Horizontal
- r Communication.
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...In the new global and diverse
workplace requires

excellent communication skills!

Y dalad V)
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Questions
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Management
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Resource ) s
Function <l
Evaluate auss
Achieved (a3
Maintain Léls,

Improve performance (i
::.\5‘2\

Wide &l
variety g siia
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What is Management?

- Management:All managers work In
organizations
o Aaaiall b clalad) o) jaal) S
- Organizations — collections of people
who work together and coordinate their

actions to achieve a wide variety of goals
de gila g daul g Cilaal (galarl agllad) () gty g laa ¢ slany (pdll (ulill pand cilaliie
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Managers

Managers — _sl!

— A person responsible for supervising the
use of an organization’s resources to meet
itS goals_@\&iww\@w\y sladinl e GlLEY) oo ol sl (alazy)

~

\
=
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What is Management?

The planning, organizing, leading, and
controlling of human to achieve
organizational goals effectively and
efficientlyais, s s i gt 2036, s wal ; s

1-5



Managerial function

- managerial tasks Is:

planning, organizing, leading, and
controlling

5 plypall s 5305 uliify Lo
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Four Functions of Management

Process

Controlling
Establish accurate
measuring and
monitoring systems
to evaluate how well
the organization has
achieved its goals

mmmes % Choose appropriate

Planning

organizational
goals and courses
of action to best
achieve those goals

Leading
Motivate,
coordinate, and
energize individuals
and groups to work
together to achieve
organizational goals

Organizing
Establish task
and authority
relationships that
allow people to work
together to achieve
organization goals

Figure 1.2




Organizing

Tasks of managers perform to create a
structure of working relationships that
allow organizational members to interact
and cooperate to achieve organizational
goals

S desl) SBle e IS BlA ) 5355 ) el e
o .." .~l O)\_’j}‘j Lj-pu:d\e . ..l. ..~S‘ ¢1 . \j o
Aoaatdll CalaaYl
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- Task of managers is to evaluate how
well an organization has achieved its
goals and to take any corrective actions
needed to maintain or improve

performance.
Aa O Al il ) A1 AASY Ldlaa Y dakuiall (§8a0 a0 anli s o) jaall daga
1Y) b ji LA&: Lalaall
— The outcome of the control process is the ability to

measure performance and regulate organizational

efficiency and effectiveness
w‘ @“AU deasl) ﬁzﬁj 43, AN oulad u.b 3_yadl) A 5 _dasll @&(Qhﬁ )C‘“u" B
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Organizational Performance

Efficiency 3l
— A measure of how productively resources

are used to achieve a goal
Caagl) (3ia] ALt o) gall a2dius (k) ulde —

Effectiveness iz

— A measure of the organization abllity to
achieved their goals.
Y
Ledlaal (3iat e dadatd) 508l e —
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Levels of Management

CEO

Researchand Marketing  Manufacturing  Accounting Materials
development and sales department department  managerial
department  department department
Figure 1.3

1-11



Areas of Managers

Department

— A group of managers and employees who
work together and possess
similar skills
or use the same
knowledge, tools,
or techniques

1-12



Levels of Management

- Chief executive officer (CEQO) is
company’s most senior=3Y! and
Important manager

el Yy 5l AS AN yaaae o
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Define the management

What is mean of the following word?
Show the management levels

Show the manager task

1-14



Managerial Skills

» Conceptual skills

— The ability to analyze and diagnose a situation and
distinguish between cause and effect.

+ Human skills

— The ability to understand, alter, lead, and control
the behavior of other individuals and groups.

* Technical skills

— Job-specific skills required to perform a particular
type of work or occupation at a high level.

1-15



i 4
Statistics in Business

Jlcy) b slasyl
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i GLOSSARY

n Statistics staay)

= Data Collection <t zea
= Modern 4l

= survey research <. ldul
= Properly Jwial

= Population g<ix

= Sample 4=

» Simple luw

DR-hashim jibbar Statistics in Chap 1-2



i Chapter Topics

= Why a manager needs to know about
statisticssbas¥l paall ~Uay 13

= The growth and development of modern
statistics 4baall clilaadd ) ghaill § gaill

» Key definitions iyl cildy jill

DR-hashim jibbar Statistics in

Chap 1-3



i Chapter Topics

(continued)

= Why data are needed?

= [ypes of data and their sources?
= Design of survey research?

= Types of sampling methods?

= Types of survey errors?

DR-hashim jibbar Statistics in Chap 1-4



Why a Manager Needs to
i Know about Statistics

= T0 know how to properly present
INfOrmMationza— o el w148 2 yed

= To know how to draw conclusions
about populations based on sample
INFOrMation i i e oy sl g5 it odii) 68 16 e

ERETS

= 10 know how to improve processes

= 10 know how to obtain reliable
forecasts

DR-hashim jibbar Statistics in Chap 1-5



The Growth and Development
i of Modern Statistics

Needs of government to
collect data on Its citizens

The development of the
mathematics of probability
theory

The advent of the computer

DR-hashim jibbar Chap 1-6



i Key Definitions

= A population (universe): is the collection of
things under considerationadl ss cuayi e de yone

= A sample: is a portion of the population
selected for analysiSuse s casveesn

= A parameter: is a summary measure
computed to describe a characteristic of the
popuUlation cesd el paias Gn )l (mtle s (e

= A statistic is a summary measure computed
to describe a characteristic of the sample

DR-hashim jibbar Statistics in Chap 1-7



Drawing(Population and
Sample

u—yl —)

Population Sample

—)

Use statistics to

Use parameters to summarize
summarize

—_—

Inference on the population from the sample

DR-hashim jibbar Statistics in

Chap 1-8



i Numerated((Statistical Methods)

= Descriptive statistics:llall caa s
= Collecting and describing data
= Inferential statistics YiuY! clasyl

= Drawing conclusions<tatisiuy)

= making decisions concerning a population

based only on sample data
) iy o Jadb i aaiaadly Zalatiall ol ) al) dlas)

DR-hashim jibbar Statistics in Chap 1-9



i Descriptive Statistics

N

" R /|
= Collect data <tlull pea 5

= €.9. Survey
s Present data—llul) Jiia

N

= €.9. Tables and graphs
= Characterize databbl caa

Z Xi
n

= €.g. Sample mean =

7DR-Vhashim 7jiﬁbibrar Statistics in Chap 1-10



i Inferential Statistics

= Estimation sl

= e.g.: Estimate the population " "
mean weight using the *
sample mean weight ¢ s Ay
Aall () )5 aladiuly adiall T
= Hypothesis testing cu-a ! f f

= e.g.: Test the claim that the
population mean weight is
120 pounds (b slea¥) dana sl

DR-hashim jibbar Statistics in

Chap 1-11



i Draw((What is Data Sources?))

Primary
Data Collection

Secondary

Data Compilation

Print or Electronic

Observation Survey

Experimentation

DR-hashim jibbar Statistics in

J

-

» 5
>
=]
%

-

_—
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What is Types of Data

o

DR-Vhashim AjiAbAbar

Data

Chap 1-13



i Reasons for Drawing a Sample

= Less time
= Less costly to manager
= Less cumbersome

= Mmore practicali=3 s to manager than a
census =i of the targeted population

7DR-Vhashim 7jiﬁbibrar Statistics in Chap 1-14



i Cluster Samples

= Population divided into several “clusters,”
each representative of the population

= Simple random sample selected from each
= The samples are combined into one - .5,

Population
divided

INto 4

7DR-Vhashim7ji7b7bar Statistics in Chap 1-15



'

= Q/ answer of all following ::
= What is the data types?
= Drawing the population & sample

7DR-Vhashim7ji7b7bar Statistics in Chap 1-16
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glossary
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Warenouseg 2 siua

Consumption &Sl
> Product mixinglaiiall ua o

> Contractase
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Part of firms logistics system that stores products at
and between point of origin and point of consumption.

adasi A Slatiall A oAl Agiia I IS H5 LSS e e e
N s e
Term “Warehousing” is referred as transportation at
zero miles per hour



_ THE ROLE OF TH SE IN

THE LOGISTICS SYSTEM

The warehouse is where the stores goods.
Al G Gl sa g0 gl
3 gill Jaill o 53l alew Jadiig

Functions of warehousing include:-

Transportation
Product mixing




—

“TYPE OF WAREHOUSING

* Public Warehousing 4w gasd) ¢ 3l
 Private Warehousing oela ¢33

« Contract Warehousing

« Multi-client Warehousing dsead) saxia () jlie



Receiving Shipping I
Order pickin

assembly




OBJECTIVES OF EFFICIENT
WAREHOUSE OPERATIONS

Provide timely CUStOMEr SErviCe. .t cil i sdall ios b5
Keep track of items so they can be found easy &

correctly.

o Lmma B Al e Ll ) ginll (S Cuan gualiall il

Minimize the total physical effort & thus the cost of
moving goods into & out of storage. L, < il sl Jas
Ol ez g palls () adladl) Jas dalSs

Provide communication links with customers w.,, ,ss

s Maall g Sl 5l



COSTS OF OPERATING AWAREHOUSE

« Capital costs

— Costs of space & materials handling equipment
* Operating costs

— Cost of labor

— Measure of labor productivity is the number of

units that an operator can move in a day



-~ WAREHOU

* Receive goods gibaydl adiu

o Claglaal) aUad Jads

- Identify the goods aled! yaas

- Dispatch goods to storage add! Juw)

* Hold goods gibay dua

% Pick goods aibadd) sl

% Marshal shipment ¢ Jgiwa

% Dispatch shipment 4iadd) Juu)

- Operate an information system alai Js.
cila glaall



Cube utilization and accessibility

continued...

You pay for this " |
space (used or ~ !
unused) -~

Space is
vertical, ..

_________________________
_____

...not just
horizontal




/‘ ——

=

Order Picking and Assembly

Order picking can be defined as the activity by which a
small number of goods are extracted from a warehousing
system, to satisfy a number of independent customer orders.
Picking processes have become an important part of the
supply chain process. It is seen as the most labor-intensive
and for almost every warehouse, where the
cost of order picking i1s much as55% of the total warehouse

operating expense

Cra dd Al (0 JA0Y AU e adlilad) (pa s 23 7] A ADIA Che ally o) JaL&EY Adly qullal) Lid) Gy oSy

LLad) Al o ad) By )6l Al ddes (e Laga 18 3 (JLEAY)) oY) cilbiles Caual Alfiaal) s lad) el
£ shaal) Juids Bl Jlaa) (e 7.0 0 cilllalf o L) RIS AL Eua Ly j85 £ glose J< ARIST g Allaal) B 4B JicY)


http://logistics.about.com/od/supplychainglossary/g/ABC_Class.htm
http://logistics.about.com/od/supplychainglossary/g/ABC_Class.htm
http://logistics.about.com/od/supplychainglossary/g/ABC_Class.htm

~——Order Picking and Assembly

« When an order Is received, items must

be obtained from the warehouse,
grouped, & prepared for shipment,
systems used

— Area system

— Zone system

— Multi-order system



> —Order Picking-ahd Assembly—

continued...
Area system

- Order picker circulates throughout warehouse
selecting items on an order -- order is ready to ship

when order picker is finished

Zone system

- Warehouse is divided into zones, & each picker
works only in an assigned zone -- order is divided

by zone, & the items from each zone are sent to the

marshaling area



Order Picking and Assembly "

- Multi-order system

- Same as the zone system, except that each
picker collects items for a number of orders

at the same time



MARKETING
MANAGEMENT




WHAT IS MARKETING?

Marketing Is the delivery of customer
satisfaction at a profit.




THE GOAL OF MARKETING IS:

To attract new customer by promising
superior value, and to keep current
customers by delivering satisfaction.

daislly aade g JOA (he 20al) ¢ Dlaal) dal
I e cdlall 2 Dleall e Jalasd) g d@ilall




To explain marketing definition, we
examine the following important terms :

Needs, wants, and demands

Products and services

Value, satisfaction and quality

Exchange, transactions, and relationships
Markets




NEEDS, WANTS, AND DEMANDS

Needs:

@ The most basic concept underlying marketing is that of
human needs.

Oty Clalia) s sl 61 )5 el sgie Tl @
Wants:

® Want are the form taken by human needs as they are
shaped by culture and individual personality.
A4 (Jd e JSG o LS () clalial sdad) gdll JSA & @
: Sty

Demands:

® When backed by buying power, wants become
demands.

Llla st ) oAl 5 68 Lgae 5 Ladie @
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PRODUCTS AND SERVICES

Product:

@ Anything that can be offered to a market to satisfy a
need or want.

At 5 Aals Al 3 guall ) Leantl (S 6 i
Services:

@ In addition to tangible goods, products also include
services, which are activities or benefits offered for
sale that are essentially intangible and do not result in
the ownership of anything.

@ A clendl) Loayl calaiiall Jadii g dgalal) aludl ) ddla¥l s @
pbid Vg bl dugale e aall dimg el pilia ol iV
LSl




VALUES, SATISFACTION, AND
QUALITY

Values:

@ Customer value is the difference between the values the
customer gains from owning and using a product and the
costs of obtaining the products.

aladiol g Il (pe o Slaadl Loy N aslll G BoAN s oDlexdl dad @
ilatial e J geanl) CallSs 5 it
Satisfaction:

@ Customer satisfaction depends on a product’s performance
In delivering value relative to a buyer’s expectation.

Clad gl ) Ay A a8 A it Hlaty oY) e aaing eNeall Lia ) @
(5 il
Quality:
@ Customer satisfaction is closely linked to quality.
Basalb el ) g pgedaall bay @
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MARKETING MANAGEMENT

The analysis, planning, implementation, and
control of programs designed to create, build,
and maintain beneficial exchanges with target
buyers for the purpose of achieving
organizational

objectives.

B ) B2l mal gy (A aSadll g el g cdadaddl) 5 ¢ Julail

Cdaginsall (g idial) ae dxdiall QYA e dalead) 5 oLy
Aaaatill Calaal) (G8an i jal




MARKETING MANAGEMENT INVOLVES:

® Demand Management : The organization has
a desired level of demand for its products. At
any point in time, There may be no demand,
adequate demand, irregular demand, or too
much demand, and marketing management
must find ways to deal with these different
demand states.

@ Building Profitable Customer Relationships
. Beyond designing strategies to attract new
customers and create transactions with them,
companies now are striving to retain current
customers and build lasting customer
relationships.

9



MARKETING MANAGEMENT
PHILOSOPHIES

@ There are five alternative concepts
under which organizations conduct
their marketing activities:

Production concept

Product concept

Selling concept

Marketing concept

Societal marketing concepts

10



PRODUCTION CONCEPT

The philosophy that consumers will
favour products that are available and
highly affordable and that management
should therefore focus on Improving
production and distribution efficiency.
5 5 giall Coladiiall |y glimdy (8o pSleiidd) o 440l
S ol g by Al A Sl
Belalll ay y 68 g W) 5 Cpant e 5 laY)
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PRODUCT CONCEPT

The philosophy that consumers will favor
oroducts that offer the most quality,
performance, and innovative features.

)5)4 er\ ul;; Tial) ) 95, ~=9'.3 L_‘(}u SS A ui TWAL
BShall Ul 3all g 6 laY) 53 gl
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SELLING CONCEPT

The i1dea that consumers will not buy
enough of the organization’s products
unless the organization undertakes a
promotion effort.

\.A ‘ l. . S‘ Q\ . oo g\)ﬁe “ N.S.. Qj 5” - n Oi B‘)Sé
s Al g g dadaiall agaii ol
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MARKETING CONCEPT

The marketing management philosophy that
holds that achieving organizational goals
depends on determining the needs and wants of
target markets and delivering the desired
satisfactions more effectively and efficiently
than competitors do.

Ladaiil) Calaaly) 3u8a o (5 55 Al (B gl 5 ,l0) Adld
Abagiosall (3l ) 5 cilaliial pad e iy
(o S) BelaS g dllady o pall LizaHll (e 2 Je apadii g

- Omadliall
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SOCIETAL MARKETING CONCEPT

The idea that the organization should determine
the needs, wants, and interests of target
markets and deliver the desired satisfactions

more effectively and efficiently than
competitors

(L g e laliall bast s dadaiall U\ 5 S8
Lzl (e 2y e anal g A8agiusall (3) sl el g
Cpmadliall (a0 36188 g Aallrdy 52yl
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The selling and Marketing Concepts
Contrasted

Starting —

point Means Ends

Factory EXisting Selh(;\g Profits through
products : sales volume
promoting

The selling concept

Profits through
customer
satisfaction

Market Customer Integrated
needs  marketing

The marketing concept

16



THREE CONSIDERATIONS UNDERLYING
THE SOCIETAL MARKETING

Society

(Human welfare)

Societal
marketing
concept

Consumers Company
(Want satisfaction) (Profits)

17



Sales management
Calaviall 3 Hla)
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Sales management

4

The only business function that generates
revenue.

0 a8l e gl Ay el Al



SELLING

THE WORD SELL IS DERIVED FROM A Norwegian WORD SELJE

WHICH MEANS TO SERVE

THE SELL S

paAT xg L 98
TO SERVE YOUR PROSPECTS YOU MUST UNDERSTAND THEIR
NEEDS. Gl Aalal) cilad ¢l Laadl YOU L@ma@&u\ -

laliay)

PEOPLE INVARIABLY BUY WHAT THEY WANT, EVEN ABOVE

WHAT THEY NEED e . L



Planning, direction and control of
personal selling including selecting,
training, supervising, and motivating
as these tasks apply to the personal
sales

force.

JLEA) A 8 Lay sadldl) ad) o B laad) g dsa sill g Jandadl)

Glanall Ao Lglukdl algall 0dd udaltg (bl pEN) g e g
Asad il



Objectives of sales
management

3 general underlying objectives:3:4alall dpulul) cilaaY)
1. SALES VOLUME <lapall aaa

2F EROEEEST 50

3. GROWTH il

Sales - cost of sales = gross margin.
() ol hals = Glaal) 4615 - Gl

Gross margin - expenses =net profit. - gl Gl
ol ila = Cila g yeadll



The salesman

With all their faults, they keep the wheels of commerce
turning, and the currents of human emotions running.
More cannot be said any man. Be careful whom you call
a salesman, lest you flatter him.



Maslow’s theory ol a4 las

Self
Actualizations

Esteem needs

Social needs

Safety needs

Physiological needs
Food, clothing, shelter, health care ,
Ale 5l g o sball 5 oLl g o 13a0) dm ol o3 3080l CilaliiaY)
aall

Lo



Frederick Herzberg
theory

“Two factor theory” of motivation

Hygiene ,maintenance, or job context factors.( dis-
satisfiers )

Achievement, challenge, advancement,
growth in the job. (satistiers )
SAlall " pylalal) &yl
Sl gl dia g Blow ) cAibpall g (Aaldanl
Jardl a8 4 saill 5 aasill 5 (gasill ¢ Slasyl

8



The sales process

Process: a sequential series of decisions and or R

actions.
BUYING PROCESS SELLING PROCESS
NEED 4ala PREPARE 3laaiuy)
SEARCH &ay FOCUS s Al
IDENTIFY  (ead, DEFINE
ISOLATE  Jja PROPOSE/PRESENT &bl [ ¢ &
SELECT i HANDLE OBJECTIONS wlal ie¥) Jgi
BUY o Ay CLOSE THE SALEgzsl e il syl

CONSUME  éllgiew FOLLOW UP 4aia



Understanding buyer’s
needs

Situation questions: questions about prospect’s
current situation. (who will decide? is it the first time
? Changing source ?

2 9 Al J Jlaial Gal ) aaza ol Jea Al 1d8 phal) Al R
% dj‘ 4\_\19

Problem identify question: Questions to uncover
problems, difficulties or needs ( problems on quality,
delivery ?)

ol R A PRl o AR
bt ol e S G

10



Negotiation u= sl

Plan - pre determine “firm“and ‘tlexible” factors; =
define limits.

Agaadl aaat MAs ya" " A" Jal sadl dasd (38 - daaads

Ensure an atmosphere of trust , understanding and &
respect.

Define purpose and objective.
i)y (aad)

dsl}



Negotiation yagulll cullul
styles
Win - lose <

Win - Win<*
Lose - Lose**

12



Closing the sale

Summarize

Advantage and disadvantage
comparison Opportunity benefit
Emotional appeal Direct closure

Always Ask For The Order A.A.F.T.O

13



Accounting

fadadl
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Accounting Terms

»FAccount

A group of items having common
character

~Types of Accounts
» Asset Liability
* [ncome  EXpense
* EQuUIty
il glhaal) g J g

Jaal) cclads
A<l




Chart of Accounts <bibuall Jalai

»L_isting of all of the accounts
used by a business




Asset Accounts

Hltems of Value 4l (e 2 gy

»>Character as current and non-
current




Liability Accountsci slaall duulas

~Claims that others have against the
assets Jdga¥) Jilka o AY) cily gl
»Have a known: ¢ <y aall g
» Amount _)a8a Jiad
- Date to be paid
» Person to whom payment owed gai-adl
Sliatioeal) ady o)
»Also current and non current




Equity Accounts

»>Claims that the owner¢uSitdl has
against the assets

»>Sometimes called net worths g_all

Difference between value of
assets and liabilities

il gllaal) g il g gall dasd (s 3 AN




Income and Expense
Accounts

»Types of equity accounts

»Simple accounting systems often
only contain these accounts

cGliluall oda o hid o giak le LIS ddarend) dpadacal) alaily




Account Valuation sssall vl

>Income Accountsdaal cibibaa
» Value received is recorded 4ag Jsaus aly
aliouall
~Expense Accounts <8 g saal) il
» Value paid is recorded 4all S ai;
Cile gdaall
~Liability Accountsissial) cibiual)
» Value is amount owed ¢mSilall cilBaioe

>
>
(o))
=
+—
[~
b= |
o
(8]
(S
<




Cost Basis Asset Valuation
J ¥ avill Lpulis) (A
»>Original cost minus depreciation
M) (bl dalal) Aty
~Must establish a depreciation
method

gL ARy jha auda g e g (s




Financial Reports

>Balance Sheet
(2 3l A) el
*Income Statement Jaal 4aild

>Statement of Cash Flows «.taéa dais
A1)

»Statement of Owner Equity ¢ 4
Alal) (3 g Cpsilal




Balance Sheet

~Represents a financial situation at a

single point in time 2 () aa ¢l Jiay
>Has a date on itelld & f G g
»Broken down by: cwua ds 5

- Type of Asset or liability sl Jsa¥) (e £

il gllaall
» Time or life of the account type
Glawal) £ il saal) o) gl




Balance Sheeti seall 1) juall

>Current Assetsad glaial) cila ga sall

e Cash and other assets that will be converted
Into cash during one operating cycle

5ogd DA a8 LY Lebgat atuw AN (gAY J guall g 4283l
da) g Jar s

>Non-Current Assetsdd glaiall & <l ga sall

» Those not expected to be converted Into
cash In one operating cycle

$359 o 45 ) gl sad o O g5 ¥ 0 0
daal g Auluw s

>
>
(o))
=
+—
[~
b= |
o
(8]
(S
<




Balance Sheet

»>Current Liabilities

 Debts that will come due within one year
from the balance sheet date
@Ju‘ySh‘J&d%Mdju‘éﬂ Crgaall
Ata gard) Ad) uall

>
>
(o))
=
+—
[~
b= |
o
(8]
(S
<

>Non-Current Liabilities

» Those debts due more that one year from
the balance sheet date (gaiud (All & gaal) S

Aa gand) Al gy 5 e Ban) g A (e ASY




Balance Sheet

> Intermediate Assets and Liabilities <3 sall Jaw gia
iy gllaall g

»Long term Assets and Liabilities <l sllaall g <l sa gall
Ja¥) Ayl

»Can use cost or market valuations or both aladiu) Say
LagolS o 48 gl gl ASISY) Ao

»Supporting Schedules are very helpful (& Jslaadl aa
Jaa Bauda

»Will need a balance sheet for beginning and ending of
accounting period

> Agpalanall 5 580 Al s 41 e gand) Al pall ) liat i g

-
>
(o))
=
g
=
=]
(<]
QO
O
<




Income StatementJaall 4aild

»Summary of income and expenses

> cild g paall g Jaal) (aile

> Represents a period of time between two balance sheets Jia
O gand) (i) e Oy (a3 (e B 530

» Explains the change in equity between two balance
sheetsciis gand) (yiad) Jaa G Onablusal) (Go8a (& i) puds

> Can be divided into reports_s i ) Lgasds ¢Say

> Can be cash or accrual@iaicy) g 1adi ¢ ¢ o ¢Sa

¥

Y

(o))
=
g

=

=]

(<]

QO

O
<




Beginning Balance Sheet Ending Balance Sheet

>
>
(=)
=
+—
[~
b= |
o
(8]
(S
<




Financial Efficiency

»Asset turnover ratio ds<a¥) ol ss Jie
~Operating expense ratio il i

L 4 :,.0‘

®w

>Depreciation ratiodblgiwy) duud

Anterest expense ratio < g was i
i) gl

~Net income from operations
ratiotalasd) dpud (e JaAl) Ala




Cautions <! paadl

»Measures are only as good as the data used

» Methods must be consistent between years and between
operations=lil) aladdic) Jia daa 0655 O) g unlial)
> llaad) G g Cead) G Al bl (165 ) g g

>
>
(o))
=
+—
[~
b= |
o
(8]
(S
<

« Example — Asset valuation methods
Jla — J e} anii (3 ks

HOME WORK
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WHAT ARE HUMAN RIGHTS?

Human rights are inherent to the dignity of every human
being - the law does not grant rights, but recognises them
i ¢ Gsiall ey ¥ o 5ald - ] JS Al S 8 Alalia (L) (§ 58
L < im

Human rights are a concern of all

prenll Jelil) Jaill & gLl (3 ga
A common standard of achievement for all

JSU aaly o aoi o3 & ikl (5 gl 4

3

They regulate relations between the State and individuals
AN 5 A sall Bl alais L



THE UNIVERSAL DECLARATION OF HUMAN
RIGHTS
Gy (3 58al allal) cBle Y
« All humane bings are Born free and equal in
dignity and right « (article 1)
() 3alall) (3 g8all g dal S A gludia g 1) a) uldl) aten Mg

The Second World War and the post War
contexte is The fondation of international
humane right Law

Aol 9Bl (sl g8 Gal) drg La (Bla g Al dsallad) sl
RN



first generation (political and civil rights)

e.g. right to vote, assemble, stand for election, fair trial
¢ LAY (a9 g ¢ aandll iy guall) 2 3l %(@NU%\MM‘ @siall) Js¥) Jaadl
dlalad) dasSlaal) g
second generation (socio-economic and cultural)

e.g. right to work, housing, health care, food, social
security, education, practice one’s own culture
Laall e g oSl g Joand) B gad) D (ABLERY) g Ayaluatdy) g duslalial) ) ALY Jaadl
ATBEY ¢ jal) A jlan g ¢ agaill g ¢ elaia¥) clacall g 5131 g

third generation (collective)

e.g. natural resources, intergenerational equity, right to
land, etc

o A el JLal Gm Bl ghaall g ¢ Lalal) 3 ) gall Sa (Slaad)) Gl Sl



Respect: to refrain from actively violating human
rights (while enacting State policy, laws and actions)

A 5al) Ao o Laiag) oLy L) (3 g8 gl e g LY 2al iaY)
(Sl Y5 il il
Protect: act to prevent violations by third parties
(introduce law, guarantee access to redress)

Caaaka) 431 ol yhal (8 (e Sl ¢ g8 g aie e Jand) digles
Fulfil: act to attain the most rapid enjoyment of

rights for all (take measures to achieve the
progressive realisation of rights)

greall 3 sialls il gyl (i3 o danll el
(Bl oo yaill Jlac Y (Biadl yulas M)



Death penalty (1998) alacY) 4, gic
Human rights dialogues (2001)

(Y o)) byl (358a &l ) g
Torture and other cruel, inhuman or degrading

treatment or punishment (2001)
(Y0 ) dal_SIL ddalad) gf AileiiDU) f Asddl) dlalaall g pua (3 0y g il

Children and armed conflict (2003)
(Y2 ) daloal) cile ) pall 5 Juiky)
International Human Rights Defenders (2004)
(Yo 8) QY Gia oo Gl gl (G gadlaal)
International Human Rights Defenders (2004)
(Y2 0) Oady) Ggia O Qaadsal) (o gadlaall
Rights of the Child (2007) (Y- V) Jikll 55



Are Western democracies losing the battle in the UN
Human Rights Council?

el il L) (§ gas (ulaa 84S prall Ay ) el jiasall jueds Ja
P Lall

How to regain legitimacy in the international human
rights discussion?

How to render the international human rights regime
more effective?

¢ dllad ST Ly (3 sial Y gall aaill Jas 4



Q/ Discuss The Following :-

UN HR Council: US not member and EU losing
influence; 1998 EU success rate was over 70%,
today around 50%, with China and Russia
getting 756% backing. Other blocks, e.g. Islamic
Conference (50 members), Non-aligned
Movement (around 120), are increasingly
active with countries such as Cuba, China,
Russia, Tunisia, 1increasingly taking the
1nitiative.



Computer Systems
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Why Study Computer system?

User
Understand system capabilities and limitations
Make informed decisions

Improve communications with information technology professionals
Systems Analysis

determine feasibility _g.dail) o8 and define and document user
requirements

Specify Laaxicomputer systems to meet application requirements.

Dr-Hashim jibbar ---computer system



Why Study Computer system?

System Administrator / Manager

Install, configure, maintain, and upgradec.ua=i computer
systems

Maximize pudaei system availability 59>g.0Jl
Optimize system performance

Ensure system security

Dr-Hashim jibbar ---computer system



Input-Process-Output Model (IPO)

Storage

[ L

Input Process Output
« Input: keyboard, mouse, scanner, punch ol cards

« Processing: CPU executes the computer program
« Output: monitor, printer, fax machinez

« Storage: cd,dvd,hard drive, optical S, oy media, magnetic tape

Dr-Hashim jibbar ---computer system



system Components

plbll OUgswo

Hardware dsloJl &lgSo/

Processes data by executing instructions
Provides input and output

Software &lixol,J/

Instructions executed by the system
Data

representation of facts and observations
Communications

Sharing data and processing among different systems

Dr-Hashim jibbar ---computer system



Hardware Component

Input/Output devices

Storage Devices

CPU
ALU: arithmetic/logic unit_sbriotly olwuztl 61>9
CU: control unit

Interface unit dp>/g
Memory

Short-term storage for CPU calculations

Dr-Hashim jibbar ---computer system



Typical Personal Computer System

Floppy disk CD-R/RW or DVD

Communication
interface
Wb
Sl * AN NN

Hard disk
DATA
' EEES CPU Memory (K Printer
Keyboard § I,_‘
[/O Interface
/ Computer
%@ ®\ O Speaker
H |
. Tape Mouse
Monitor
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CPU: Central Processing Unit

ALU: arithmetic/logic unit

Performs arithmetic and Boolean logical calculations
CU: control unit

Controls processing of instructions

Controls movement of data within the CPU
Interface unit

Moves instructions and data between the CPU and other
hardware components

Bus: bundle of wires that carry signals and power between
different components

Dr-Hashim jibbar ---computer system



Also known as primary storage, working storage,
and RAM (random access memory)

Consists of bits, each of which hold a value of either
o or 1 (8 bits =1 byte)

Holds both instructions and data of a computer
program (stored program concept)

Dr-Hashim jibbar ---computer system



Communications Component

Hardware

Communication channels
Physical connections between computer systems

Examples: wire cable, phone lines, fiber optic cable, infrared light,
radio waves

Interface hardware

Handles communication between the computer and the
communication channel

Modem or network interface card (NIC)
Software

Network protocols: HTTP, TCP/IP, ATAPI
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Computer Systems

All computer systems, no matter how complex,
consists of the following:
At least one CPU

Memory to hold programs and data
/O devices

Long-term storage
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Protocols

Common ground rules of communication
between computers, I/O devices, and many
software programs
Examples

HTTP: between Web servers and Web browsers

TCP/IP: between computers on the Internet and
local area networks

ATAPI: between a CPU and CD-ROMs

Dr-Hashim jibbar ---computer system



Standards

Created to ensure universal compatibility of data
formats and protocols

May be created by committee or may become a de
facto standard through popular use

Examples:

Computer languages: Java, SQL, C, JavaScript
Display standards: Postscript, MPEG-2, JPEG, GIF
Character set standards: ASCII, Unicode, EBCDIC
Video standards: VGA, XGA, RGB

Dr-Hashim jibbar ---computer system



Early History

1642: Blaise PascaldlSLwb 3l invents,Swla
calculating machine

1801: Joseph Marie Jacquard invents,Sxul that uses
punch cards &asio alo .l

1800's:

Charles Babbage attempts to build an analytical engine
(mechanical computer)

Augusta Ada Byron develops many of the fundamental
concepts of programming

George Boole invents Boolean logic.
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Modern Computer Development

1937: Mark | is built (Aiken, Harvard University, IBM).

First electronic computer using relays.

1939: ABC is built

First fully electronic digital computer. Used vacuum tubes.
1943-46: ENIAC (Mauchly, Eckert, University of
Pennsylvania).

First general purpose digital computer.
1945: Von Neumann system proposed.

Still the standard for present day computers.
1947: Creation of transistor

(Bardeen, Shockley, Brattain, Bell Labs).
1951: UNIVAC.

First commercially available computer.
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Early Computers
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Babbage’s Analytical Engine ENIAC
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